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Got a minute?
That’s all you need to set up 
the new Prestige boiler.

As easy to set up as it is to operate, the next generation Prestige Condensing Boiler by 

Triangle Tube delivers reliable radiant heat and abundant domestic hot water virtually 

out of the box. Featuring new TriMax Controls and expanded venting capabilities — 

and powered by an the leading fi re tube heat exchanger — it’s the perfect solution to 

providing warmth to residential and commercial environments at low operating costs. 

The Prestige Condensing Boiler. Years of comfort... in just a matter of minutes.

For more information visit triangletube.com.
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Prestige TriMax Control

::  60-second EZ set-up 

::  2.4” graphical display   

::  Integrated cascade function 
with boiler auto-detect feature

::  Industry’s widest selection of venting options

::  Multiple pump controls and boiler set points 

::  96% AFUE

::  Models from 60 MBH to 399 MBH

::  Natural gas or propane

::  Ten-year non-prorated limited warranty

::  Low NOx – SCAQMD 2012 Compliant

::  Integrated pressure / temperature gauge

             10:50 AM
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COVER STORY
Fixing 143 years of hard water
Fort Sill, built in the Oklahoma Territory at the time of the
Indian Wars, has suffered problems from hard water since the
start. Finally, with demand reaching peaks of 630 gpm, the Army
Corps of Engineers specified the installation of Watts’
OneFlow® anti-scale central treatment system that uses
template-assisted crystallization technology to physically treat
the water without chemical additives or generating
environmental pollutants, all while minimizing installation and
maintenance costs. Technician Rob Myers inspects the system.
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• In-depth interviews with manufacturers about the
latest company news and products

• A great opportunity to get a first-hand look at new
product technology 

• Ellen Rohr’s unique perspective 
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Come join Ellen Rohr as she interviews manufacturers
at the AHR Show. Don’t miss:

     9:43 AM  Page 1
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WaSHIngTon — The three leading
trade associations in the indoor
environmental industry have
announced that they will collaborate
closely on educational initiatives to
benefit the industry’s hydronics and
radiant panel sectors.
The three associations are Air

Conditioning Contractors of
America (ACCA), which represents
contracting businesses; the Air-
Conditioning, Heating &
Refrigeration Institute (AHRI),
which represents manufacturers and
the Heating, Air-conditioning and
Refrigeration Distributors
International (HARDI), which
represents wholesalers and
distributors. These three
organizations have a longstanding
history of collaboration and
partnering for the betterment of the
air conditioning and heating
industry.
The hydronics partnership was

developed in a series of meetings at
ACCA, which recently launched a
radiant & hydronics council (RHC)
to provide specific support to
member companies who work in the
hydronics field.
“Hydronics is of growing importance
to our industry, as contractors are now
being expected to understand a wide
variety of different technologies in
order to serve their customers, from

aCCa, aHRI, HaRDI to collaborate
on hydronics, radiant initiatives

air to water to ground and back again,”
said Paul T. Stalknecht, ACCA
president and CEO. “The three legs of
our industry — contractors,
manufacturers and distributors — all
recognize this importance. We
understand that we need to work
together to ensure that systems are
properly designed, installed and
maintained.”
Through the collaboration, AHRI

will continue to update basic
hydronics training and curricula.
This material will be used by
HARDI to encourage its distributor
members to provide hydronics
training in their local areas. ACCA
will use the material to develop
online education for contractors and
their employees and to encourage
members to take advantage of
HARDI member training where
available. The ACCA RHC will
develop advanced online training
modules for contractors that need to
go “beyond the basics” in hydronics
design and installation.
The ACCA RHC and HARDI will

be represented on the AHRI
committees responsible for
developing or revising hydronics
training materials. The ACCA RHC
will join AHRI, HARDI and many
others in the North American
Council on Hydronics, a U.S.A.-
Canadian alliance group.

Former a. o. Smith Ceo
Thomas Dolan dies

MILWAUKEE — Thomas I. Dolan,
who served as chairman and chief
executive officer of A. O. Smith
Corporation from 1984 until 1989,
died on Dec. 25 at the age of 84.
Dolan joined A. O. Smith as a

senior vice president in 1980 after
a 30-year career in the home
appliance industry. He was
responsible for the company’s
consumer products division which
included residential and
commercial water heaters, as well
as the former A. O. Smith
Harvestore Products Company
subsidiary. In 1981, he was named
head of all major product divisions
of the company and the following
year was elected president, chief
operating officer, and a member of
the company’s board of directors.
In July 1984, he was elected

chairman and chief executive
officer of the company, succeeding
Lloyd B. Smith, the great-grandson
of the founder of A. O. Smith.
Dolan was the second non-Smith
family member to lead the
company. He was chief executive
officer of the company until 1989
and was chairman of the board
until 1992. He remained a
member of the board of directors
until retiring in 1996.

noritz boosts customer
service with website

and call center
FOUNTAIN VALLEY, CALIF. —
Noritz America recently unveiled
two customer-service initiatives, a
technical support website and an
in-house call center, with the goal
of delivering information more
quickly and efficiently to
customers, whether their
preferred method is the telephone
or online. Targeting both
tradespeople and consumers, the
website went live on Nov. 1, while
the new call center began
operations inside the company's
Orange County headquarters on
Nov. 28.
The origins of both initiatives

can be found in the product
application and installation
questions that contractors and
homeowners routinely ask Noritz
sales and service personnel on a
daily basis, according to Scott
Isaksen, manager of application
engineering, who led the multi-
department team that developed
the initiatives.

Lebanon, Tenn. — Lochinvar®
has opened a new distribution
center in the Chicago area. With
the continued growth of
Lochinvar’s business and the
ongoing expansion of its industry-

leading product lines, the strategic
addition of this new distribution

Lochinvar opens new distribution center 
center is intended to meet
increasing customer demand. The
facility, located in Elk Grove Village,
Illinois, opened its doors on
December 5, 2011.
Like Lochinvar’s other warehouse

facilities, which
are located in
Detroit, Orlando,
Tampa, Phoenix,
Pompano Beach,
Dallas and at
company
headquarters in
Lebanon, Tenn.,
the new
warehouse stocks
the company’s
complete line of
water heaters,
boilers, pool
heaters and
storage tanks.

Most products are available for
immediate pickup or delivery.



      

    

      

Teflon® is not another name for a fluoropolymer, and it’s not a name for a finished product. Teflon® is a DuPont 
registered trademark and brand. If you sell products using the Teflon® brand for ingredients without a license 
from DuPont or you call your finished product “Teflon,” you’re stealing a name and misleading your customers. 
At DuPont, we’re proud of the Teflon® brand. It’s a brand that says quality and performance. And it should 
only be used for properly licensed products that contain authentic DuPont ingredients. This is the best way  
to protect our good name and yours. To learn more, visit www.hydro.realteflonbrand.com

IF IT’S NOT FROM DUPONT, IT’S NOT TEFLON®.

DuPont™

Teflon®

Copyright © 2011 DuPont. All rights reserved. The DuPont Oval Logo, DuPont™, The miracles of science™ and Teflon® are registered trademarks or trademarks of E. I. du Pont de Nemours and Company or its affiliates.

IDENTITY THEFT.
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WICHITa, Kan. — Viega has
introduced the new MegaPress®
system for installing schedule 5 –
schedule 40 black steel pipe and the
MegaPressG system for installing

schedule 40 black steel pipe, in sizes
from 1/2" to 2", using a unique press
technology to secure water-tight and
air-tight pipe connections in under
seven seconds. 
The Viega MegaPress system is

ideal for hydronic heat, chilled water,
compressed air, non-medical gases,
fire sprinkler systems, low pressure
steam and vacuums. The MegaPressG
system is designed for use in fuel oil
and natural gas applications. More
than 200 fittings are available for both
systems, ranging in sizes from 1/2" to

2" and include elbows, couplings,
reducers, tees, reducing tees, threaded
adapters and unions. The systems use
a stainless steel grip ring with an
EPDM sealing element for the Viega

MegaPress system or HNBR for
the Viega MegaPressG system,
along with a carbon steel
separator ring that ensures the
sealing element and grip ring
perform at maximum capacity.
Ideal for industrial,

commercial and residential
applications, the systems are
easy to use, flameless and
environmentally friendly. They
perform well in both new
installations and retrofit projects.

These new, innovative additions to
Viega’s product line leave no joining
material buildup, exposed threads or
tarnish, creating a clean, professional
appearance.
The Viega MegaPress and

MegaPressG systems use the same
versatile pressing tools already used
by many contractors and
maintenance staff. The more
compact pressing tools eliminate the
need for expensive and cumbersome
equipment, including welding tanks
and threading machines.

Viega MegaPress system brings press
technology to black steel pipe

briggs acquired by its
management

KNOXVILLE, TENN. — Briggs®
Plumbing Products, a major
manufacturer of enameled steel
products, vitreous china and
faucets previously known as Briggs
Industries, has been acquired by its
senior U.S. management. The new
owners have secured capitalization
“to grow the company and gain
market share for Briggs and our
strategic partners in North
America and the Caribbean,” said
Chuck Dockery, president, CEO
and co-owner. 
“This is a very exciting time for
Briggs and our employees,”
commented Dockery, who, with
key executives, including Bob
Robison, vice president of sales &
marketing, completed the purchase
from CISA, S.A. In further
explanation Dockery said, “We are
truly a new company, focused on
new products, quality and service.
We are now totally American-
owned, in control of our corporate
structure and future direction. This
management team has more than
100 years of combined experience
in the industry, and our goal is to
become the first choice for
affordable, high-quality plumbing
products. We’ll do that by earning
and keeping the trust of our
customers.” 

green Mechanical Council
names executive director
THE GREEN MECHANICAL COUNCIL
announced the installation of
Steven H. Allen as their new
executive director. Allen is the
former director of the sustainable
technologies department of the
United Association of Journeymen
and Apprentices of the Plumbing
and Pipe Fitting Industry of the
United States and Canada (UA).
Allen brings more than 40 years

experience as an HVAC/R service
technician and educator to the
Green Mechanical Council. He
works with HVAC/R manufacturers,
contractors associations and career
technical schools to develop
classroom and web-based HVAC/R
certificate and degree programs that
lead to employment.
Allen was the developer of the

UA STAR testing and certification
program and was the refrigeration
expert and competitor judge
representing the United States at
the 2007 World Skills Competition
in Shizuoka, Japan.

PRoVIDenCe, R.I. — OESP, the
National Association of Oil and
Energy Service Professionals,
(formerly NAOHSM or National
Association of Oilheating Service
Managers) will host its 59th annual
convention and trade show in
Providence at the Rhode Island
Convention Center from May 20 –
24, 2012. The 2012 theme is “Energy
— it’s a New Frontier ... Get
Connected!” and all industry
professionals are invited to attend.
Not a member? No problem.

Whether you are a plumber, chimney
expert, home inspector, HVAC/R
contractor, own your own company
or manage a company, OESP invites
you to join them for free. This annual
event offers you a chance to boost

Join oeSP at 2012 convention in Providence
your career by attending a variety of
educational classes. Earn NATE and
NORA (National Oilheat Research
Alliance) CEUs in these
complimentary courses. Visit the
OESP trade show’s indoor and
outdoor exhibitors and experience a
real OESP-style energy fair. 
OESP’s mission is education; they

encourage and promote education
for free. Monday through
Wednesday will feature technical
and managerial classes. The courses
will end on Wednesday afternoon
with a very special “Ask These Old
Guys” Q&A. Attendees will have the
opportunity to ask hydronics experts
everything they’ve always wanted to
know about hydronic heating
systems.

HeRnDon, Va. — Known for its
award-winning plumbing, air
conditioning and furnace repair
services in Maryland and Prince
William, Fairfax and Loudoun
counties in Virginia, My Plumber
Heating and Cooling has increased

My Plumber Heating and Cooling launches
bathroom remodeling services

its offerings to include bathroom
remodeling services. The company’s
plumbing services division will
undertake bathroom remodeling
projects of any scope and size, all
fully supported by certified, bonded
and insured technicians.



© 2011, HOMER TLC, Inc. All rights reserved. 

®

It’s the law of the Pro: Less time spent on one job means more jobs. That’s why The Home Depot® has innovative, time-saving 

tools that help you get the job done well, and quickly. It’s also why we’re the exclusive home improvement retailer of the RIDGID® 

Single Stroke Plastic Pipe Cutter. Fewer strokes mean less time. And more jobs. That’s the power of The Home Depot.
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MILWaUKee — Milwaukee Tool
continues to revolutionize cordless
power tools with the introduction
of M18 FUEL™ — an exclusive line
of extreme-performance cordless

Milwaukee Tool FUeLs the next
generation of cordless

power tools designed, engineered
and built by Milwaukee® to deliver
unmatched productivity. As a clear
leader in cordless tool development,
Milwaukee has integrated three

ground-breaking technologies: the
POWERSTATE™ brushless motor,
REDLITHIUM™ battery
technology and REDLINK PLUS™
Intelligence, to provide a new class
in durability, run-time and
performance for the professional
tradesman.

LeeSbURg, Va. — REHAU
completed its first REHAU®
MONTANA ecosmart house
technical summit in Bozeman, Mont.
The summit was attended by 38
building industry business and
association representatives from
across the U.S., as well as those from
Montana State University (MSU)
and other members of the academic
community. 
Sponsored by REHAU and led by

the creative research lab (CRLab) at
MSU, the REHAU MONTANA
ecosmart house, a residential
modeling and construction project,

currently has six
experienced outside
salesmen as well as an
experienced inside sales staff
handling customer service. 
In Ohio, Delany has

selected BWA Co. of
Cleveland to represent the
company for the entire
state. BWA Co. was formed
in 1982 by its partners and
currently has four
experienced outside
salesmen and an
experienced inside sales
staff for customer service. 
Shadco Inc. of LaGrange,

Ky. has been selected to
represent the company for
all of the state of Kentucky.
Shadco Inc. was founded in
1989 and specializes in
commercial plumbing
products. It has been family
owned and operated, with
over 50 years of combined
sales experience and is
known for its sales and
customer service.
In other Delany news, the

company has upgraded its
website, www.delany
products.com, to reflect a
modern clean design that
enhances the user
experience, while making it
effectively easier and faster
to navigate. They are
“Changing for the Better-
Working to be the Best.”

ReHaU holds first technical summit
aims to exhibit the possibilities of
maximized energy efficiency and
occupant comfort through a
combination of the latest sustainable
building products and systems. The
three-year project, which included
research, design and construction of
a residence located in Bozeman, will
advance into a two-year period of
system performance and research in
early 2012, once construction of the
house is complete. 
Participants in the two-day

summit, held November 3 and 4,
collaborated to define parameters for
using the house during this period as

both a demonstration project for
sustainable residential construction
and as a unique research,
measurement and data-gathering
entity for building product and
system performance.

CHaRLoTTeSVILLe,Va.— Delany
Products, a manufacturer of flush
valves, has selected Pro Marketing Inc.
of Spartanburg, S.C. to represent the
company in both North and South
Carolina as well as in parts of eastern
Tennessee. Pro Marketing Inc. was
formed in 1982 by partners Danny L.
Cash and Robert A. Stokley and

Delany adds sales reps
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PeaCHTRee CITy, ga. — Rinnai
Corporation has extended its support

of the
cleanup and
rebuilding
efforts that
are taking
place in
Joplin, Mo.
following
the horrific
tornado that
devastated
the town on
May 22,
2011. 
In the

weeks
following

the disaster, Rinnai was contacted by
Titan Propane about the need for
hot water and hot showers in the
Joplin area. Representatives from

Rinnai supports Joplin, Mo. 
tornado cleanup and rebuilding

Titan sent personnel to Rinnai
headquarters in Georgia to pick up
Rinnai’s 15-foot long show trailer
that is equipped with tankless water
heaters and boilers for use at the
Joplin Family Worship Center,
which had set up a relief station
where storm victims could receive
aid and volunteers could mobilize.
Thanks to the Rinnai trailer’s water
heating capabilities, the relief
station set up six temporary showers,
giving more than 500 victims and
volunteers a way to get clean
following days of uncertainty and
hard work.
Rebuilding efforts are now

underway, and Rinnai has partnered
with Titan Propane to offer Joplin
residents who install a Rinnai
tankless water heater up to $600 in
rebates and a free Rinnai vent kit,
valued at $125.

Winnelson expands to
third north Dakota

location 
DAYTON, OHIO — WinWholesale
Inc. has opened Minot
Winnelson Co., the third
location in North Dakota, to
provide plumbing contractors
with a complete line of
equipment, parts and accessories.
Bob Rodgers, the president of
the new distribution company,
also opened Fargo Winnelson in
September 2010.
The third Winnelson location is

in Grand Forks. WinWholesale is
the majority shareholder in each
of the local companies and is one
of the largest distributors in the
United States. 
Minot Winnelson will serve

customers in the Minot area as
well as those located north to
Canada, south to Bismarck and
west to Montana. 
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basco presents Founders award
MaSon, oHIo — Basco Shower
Enclosures presented its 2010 G.
William Rohde Founders Award to
Scott Cooper during Basco’s national
sales meeting in October. The award

was presented by Basco CEO George
Rohde. 
“Heritage can set the stage and play
a big role in determining a person’s

path, but at some point the character,
commitment and initiative of a
person is the ultimate indicator of
success,” commented Rohde. “Scott
couples strong salesmanship with

strategy. His decisions are
made through thoughtful
analysis and planning, and he
is innovative and creative in
his implementation. He is
willing to challenge the
conventional and to be
challenged in return.”
The prestigious G. William

Rohde Founders Award
honors an individual who
exemplifies honesty, integrity,
enthusiasm and dedication,
and who, by their standard,
earned the respect of the
industry. Scott Cooper will

join an elite group of individuals who
have demonstrated a similar high
standard of character.

From l to r: William Rohde, Scott Cooper and
George Rohde.

belimo names Platinum
Distributors

Laurel, Md. — Belimo
Americas designs and
manufactures damper actuators
and control valves used in
commercial HVAC systems.
Customer satisfaction and loyalty
have made Belimo an industry
leader throughout the world; this
couldn’t be done without their
distributor partnerships. 
Belimo recognizes exceptional

organizations with their Platinum
Distributor status. Aireco and
M&M Controls have been named
Belimo Platinum Distributors for
2012. These companies have
positively represented the Belimo
brand by providing product
knowledge, inventory, warranty
service and application experience
and will continue to provide this
exceptional customer support in
the year to come.

Come Visit us

at the AHR

Expo. Booth 

# 4798
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Indirect Water Heaters
Quality Design and Construction
• All stainless tank and coil
• Smooth tube coils; no finned tubing to 
clog up

• Low heat loss and a thermoplastic jacket

Easy installation
• All connections on top for a neat, clean 
installation
• Brass drain and T+P valves are factory 
installed

High output and dual coil units for commercial,
solar, radiant, and high demand applications.

Hot Water Storage Tank
Quality insulated hot water storage tanks
can provide the abundant hot water that
today’s homes require. 

• Adding storage to your high efficiency
heat source can satisfy dump loads.
• Same quality design and construction
as our indirect water heaters.
• Easy installation: 4 connections on top 
keep it simple.

Hydronic Buffer Tanks
Hydronic buffer tanks will reduce heat
pump, chiller, or boiler short cycling. Two
connections can be piped to the source,
and two connections can be piped to the
distribution system.  Use it as a hydraulic
separator with volume. 

• 40, 60, 80, and 115 gallon capacities
• Choice of 1 ¼”, 1 ½”, or 2” connections.
• Units available with 1 or 2 internal 
heating coils for solar input, domestic 
preheat, etc.
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Forbes names aquatherm one of
america’s most promising companies
LInDon, UTaH — Aquatherm Inc.
was selected as one of America’s
Most Promising Companies on
Forbes magazine’s exclusive list of
only 100 companies nationwide.
Making this distinction more
impressive is that, while Forbes used
financial data 2008 to 2010, the
polypropylene pipe company’s
annual revenue has more than
doubled during the 2011 fiscal year.

Aquatherm Inc., the North
American partner of Aquatherm
GmbH, markets and supports the
German-manufactured
polypropylene-random (PP-R) pipe
systems that are rapidly being
integrated into a huge variety of
plumbing, HVAC and industrial pipe
applications throughout the U.S. and
Canada. Aquatherm is ranked 76th
on the list.

aHRI calls for extension 
of energy efficiency tax credits
aRLIngTon, Va.— The Air-
Conditioning, Heating, and
Refrigeration Institute (AHRI) has
called on Congress to extend and
expand tax credits for residential
energy efficiency improvements. The
call is a follow-up to a letter AHRI
and members of the Residential
Energy Efficient Tax Credit Industry
Coalition sent to Congress in support
of extending the credit for another
year and expanding it to $1,000 for
specific efficiency improvements.��
“These tax credits have been
successful in helping homeowners
save money on utility bills by
upgrading to more efficient heating,
air conditioning and water heating
systems,” said Stephen Yurek, AHRI
president and CEO. “In addition, the
credit has achieved its purpose of
saving energy while protecting
employment in the manufacturing,

distributing and contracting
industries. With the economy just
showing signs of growth, now is not
the time to scale back.” 
Even in tight budgetary times, it is

important for Congress to
understand that the widespread

benefits of these credits far outweigh
the cost to the treasury, Yurek said. 
AHRI is working with its members

to urge their Congressional
representatives to sign on to a letter
from Peter Welch (D-Vt.) and David
McKinley (R-W.Va.) to House
Speaker John Boehner and Minority
Leader Nancy Pelosi, seeking support
for extending the credits.
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www.airgenerate.com

For more information:

AirTap™ Hybrid 
is the next generation replacement 

model using advanced heat 
pump technology.

Available in 50 and 66 gallon models

High efficiency even at cold temperatures

Stainless steel construction

Top exhaust duct
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BY MARK RISO

People say that predicting
American politics is like
predicting the weather. I guess

that’s so, but it’s easy to predict rain
when the economy is weak and
unemployment is high. The key to

2012 election predictions
political analysis is to study why it’s
raining and what it will take to make
it sunny.
Carrying the weather analogy

another step, what we have in
Washington, D.C., right now is a
political tornado, and it’s not
necessarily all about politics. What
we are seeing on Capitol Hill (and
with the administration) is a true
clash of economic ideology, which is
not entirely unhealthy. That’s not
surprising, considering that Congress
currently is composed of a
Democratic-controlled Senate and a
Republican-controlled House (with
the Tea Party influence). 
We’ve all heard the phrase, “Don’t

shoot the messenger.” Well, politics is
all about shooting the messenger, and
people will view their elected
officials as the messenger. What will
happen next year, and what the
American people will see in the
elections, all has to do with political
exposure. When the economy is
weak and unemployment high, the
most politically exposed messengers
are the elected officials. With that in
mind, let’s look ahead at what could
happen in this national election year. 

Predictions for 2012
United States Senate. Expect the

Senate to go Republican, not because
of a strong Republican message, but
because more Senate Democrats are
politically exposed during a weak
economy.
United States House of

Representatives. Because the
dynamics of political exposure is a
very real political dynamic, expect
the Democrats to pick up seats in
the House, although the House will
remain in Republican control. Again,
political exposure will carry the day
and, in this case, the House
Republicans are more politically
exposed.
United States presidency. As for

the presidency, the presidential
election for 2012 will be more about
President Obama’s performance
evaluation than about any candidate
the Republicans can nominate. There
isn’t much rocket science to this and
certainly no magic. The question will
be: “Do you believe you are better
off today than you did when
President Obama took office?” Pretty
simple stuff to understand and the
basis of any election.
It’s no secret that the central issue

is the economy, and tied into that
issue is the unemployment rate. With
President Obama’s approval rating in

the low- to mid-40 percent and with
unemployment hovering at 8.5
percent (slight drop for the last
quarter), President Obama has his
work cut out for him. History tells us
that there will have to be another
drop in unemployment in the
beginning of the next quarter and
that the president will have to bring
his approval rating into the high 40s
in the next quarter in order to be re-
elected. 
Typically, there is talk about

challengers to an incumbent when
approval ratings are low. In this case,
there won’t be any challenger to
President Obama coming from the
Democrats; not that challengers
aren’t thinking about it, but the

reality is that there isn’t anyone who
(if they succeed against the president
and take the nomination) wants
ownership of this economy.
As for whom the Republicans will

nominate; if the economy stays weak
and the unemployment rate stays
high, any of the Republican
candidates can beat President
Obama. What is most interesting
about the Republican field, though,
is that the “hardliners” are doing very
well. The prototypical politician is
giving way to candidates who are
committed to true conservatism. 
What is also very interesting is that

“positive” messaging is making a
comeback. The Republican
nomination will go to the candidate
who best conveys a positive image
rather than a negative one. Sounds
like common sense, but with a nation
that needs answers to very serious
problems, the candidate who
presents a real economic plan as
opposed to a political strategy, will
win.
I hate quoting movies and using

clichés, but I will close with one: “We
have serious problems to solve, and
we need serious people to solve
them.” The American people are
being faced with critical decisions in
the 2012 elections. If the wrong
people are elected, this nation is in
tremendous trouble. Be sure to take
the time to study the issues and
candidates before casting your vote.
American people, this one’s on you. 

Mark Riso is PHCC government
relations director.

The American people
are being faced with
critical decisions in
the 2012 elections.
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onTaRIo, CaLIF. — The RPA
(formerly known as the Radiant Panel
Association, Inc.) will officially be
joining the International Association
of Plumbing and Mechanical Officials
(IAPMO) effective this month. The
move, along with an official name
change to the Radiant Professionals
Alliance, was formally and officially
ratified by RPA membership by a
strong majority of affirmative votes
on Dec. 5.
“The foremost concern of RPA
members is their membership status,”
said Dorothy Biggs, president, RPA.
“IAPMO has assured us that the
anniversary dates of all RPA
memberships will be recognized,
will remain intact for all subsequent
renewal purposes and will
immediately entitle every member
to the multitude of benefits
associated with RPA and the
structure with IAPMO.”
Members can also be assured that

RPa membership ratifies move to IaPMo
all of RPA’s publications and
reference materials will continue to
be available, including training
manuals, home study tools, DVD
seminars, the Webinar series, the RPA
Standard Guidelines, and the
certification program, including all
written tests for the various levels
from field technician to designer.
Publications that members enjoy will
continue without interruption and
new products and projects are being
planned for the near future.
GP Russ Chaney, IAPMO CEO,

anticipates that the RPA members
will find IAPMO to be unparalleled
in its management skill delivering
service excellence.
“IAPMO has an unmatched
resource base of members and an
infrastructure of staff with the
knowledge, skills, and abilities to
deliver the RPA sustained growth,
strong financial performance, and
increased market reach,” Chaney said.

“IAPMO’s culture is a dynamic,
collaborative work environment with
experienced association management
talent. Our director of program
development, Kathleen Mihelich,
will be leading the way toward
advancing the RPA to its full
potential. She will provide the RPA
with the management direction
required at this time of change and is
also prepared to guide the RPA
toward the longer term need of
strategic planning that is required for
the RPA’s sustainability.”
Chaney and Mihelich report that

the RPA membership can expect to
receive a draft‐marketing program,
designed to increase the awareness of
radiant/hydronic heating and cooling,
and show that these systems are both
environmentally friendly and cost
effective. The input of RPA
membership, covering all aspects of
the entire industry, will be requested
and a final draft compiled from the
comments received before the
program is initiated.
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Letters to 
the Editor
My mentor — Dan Foley

Dan,
I wanted to let you know how

much I enjoyed your October article.
Each individual story made me
remember one of the lessons I
learned from my dad. The story of
Mr. Croker having you go back and
fix a sloppy job was very close to a
lesson I learned about the power of
a positive impression. I am not sure
if it is more or less difficult to
accept your dad as a mentor, but I
do know that I missed some good
advice from him early in my career,
because I was too thick-headed to
accept that his advice could be
valuable. I am very blessed to have
had the time with him to overcome
my shortcomings and to recognize
the value of his experience. 
Dan, thanks again for taking the

time to contribute such interesting
pieces to the magazine each month. I
have gained some wisdom from each
one. The wisdom I gained from this
article is to remember to thank your
mentor for the lessons learned, so I
am copying my dad on this email.

Thanks,
Todd Joyce, CPMR
The Joyce Agency Inc.

Where have all the
tradesmen gone?
In response to Dan Foley’s article

in the November 2011 Phc News,
here are some of my thoughts.
Where are the tradesmen? The

shrinking tradesmen work force is of
great concern. We are viewed as
unteachable by the mainstream
education system, as if vocational
training is the last stop for those who
do not pursue a college education. 
In high school, I was pressured by

guidance counselors to seek a college
pathway. Instead, at the age of 15, I
re-piped my parents’ bathroom and
installed a Powers pressure balancing
valve for the shower faucet. Working
with my mind and my hands was my
choice of a career. Today, I am the
owner of a small HVAC business
that specializes in forensic
mechanical diagnostics and retrofit

mechanical work for
18th- and 19th-
century homes. This is
what I do, and this is
what I want to do. I
have never had the
threat of
unemployment or lack
of opportunity. 
The guidance

counselor (The System)
fails to see that we
need safe and properly
installed and
maintained
infrastructure. Proper skilled work
force education and skilled
craftsmanship is vital to the country.
This topic affects safety, economic
growth and many other related
concerns. When the ballast in the
light above the counselor’s office fails,
and he is subjected to darkness and
building maintenance fails to
respond, then maybe the light on this
topic will switch on. Let’s hope that
someone remembered to connect the
ground wire. 

Best, 
Steven J. Schneider

Dan,
I loved your latest article in Phc

News! It sums up thoughts I’ve had
about the trades for years. 
Growing up, my dad was a truck

driver. The next door neighbor was
an auto mechanic, the guy across the
street was a heavy equipment
mechanic, and a welder lived next
door to him. It went that way most
of the way up and down the street,
with few exceptions. I love what I do
(HVAC/R), most of the time. I find
it very rewarding, for many of the
same reasons you mention in your
article.
Why then do I struggle with the

fact that I don’t have a college
degree? Likely, it’s because many of
my friends do have one. I actually
find myself feeling a little inferior to
some of them, even though they
can’t begin to do what I do, and
many don’t make as much as I do.
Still, there seems to be some sort of a
mindset, a societal shift that says that,
if you don’t have a college degree,
you don’t quite measure up. In our

area you need to have a four-year
degree to even be considered for a
beginning spot on the police or fire
department. I remember when these
were strictly blue collar jobs for all
but the top tiers. 
On a side note, I’ve been a huge

fan of yours since seeing some of
your work online. I even had the
pleasure of meeting you at an RPA
conference a few years ago in
Chicago. I read in your article with
great interest that you could use a
few more experienced guys at your
shop and wish I lived in your area. I
feel like I could learn a tremendous
amount from you and your guys, as
well as offer up some pretty good
experience myself. Now, if I could
just talk my wife into relocating to
Virginia.
I love radiant projects but,

unfortunately, don’t get to do too
many. I’ve attached a few pictures of
a system I just finished installing in a
new house. It’s a 4,800-sq.-ft. home
plus 1,000 sq. ft. in the garage, with
nine zones, two different loop temps
(thermostatic mixing valve) plus
outdoor reset and an indirect water
heater. Please feel free to offer up
any constructive criticism. 
Also, since meeting you in Chicago

I took a temp job and worked in
Antarctica as a refrigeration
technician. What an amazing
experience that was!
Thanks again, Dan, for taking the

time to share your thoughts in your
article. 

All the best to you and yours,
Rich Lorimer
Springville, Iowa
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Dear Dan,
I’m responding to your recent

From the Field column. I encourage
you to check out Shop Class as
Soulcraft by Matthew Crawford as a
resource for answering the question.
His book takes a rigorous cause-and-
effect look at the under-appreciation
of tradesmen, and he speaks from
experience. 
I feel that education systems have

diminished the importance of
practical knowledge by focusing
narrowly on creating college-bound
students. We’re in an era that
emphasizes mainstreaming all students.
Yet, by virtue of being in a different
school, those pursuing vocational
training can too easily be viewed as
second-tier. Traditionally, the trades
were intra-generational. This is less
true now, so school systems play a key
role in elevating or lowering the
perceived value of craftsmanship and
blue collar job training. 
Developing well educated, capable

graduates from voc-tech schools and
apprenticeship programs combined

with on-the-job training is an
ongoing necessity. I believe that the
building trades can continue to offer
good livelihoods and, given recent
trends, anticipate that an emerging
group of young people will recognize
that many skilled craft and technical
jobs can’t be shipped offshore. I
expect this generation will bring new
technologies and imagination to their
work and become increasingly valued
and respected. 

Regards,
Paul Clapp 

Dan,
After reading your article in Phc

News, I must share my story with
you. I am 37 and a second-generation
master plumber in New Jersey. I run
a small construction company that
my dad and uncle started 40 years
ago. Our niche is that we do most
everything in house. 
My 10-year-old son came home

from school very upset. I asked him
what was wrong, and he told me that

he told his friend that he wants to be
a plumber like his dad and
grandfather. His friend told him that
he’ll never be anything if he doesn’t
go to college.
I’m not anti-college. I was a

National Honor Society member and
got excellent grades. I was ready to
start my apprenticeship after high
school and start my adult life college-
loan free. I told my son that that
weekend we were going to our newly
built (by me) second home in the
Poconos, and that we would talk in
depth about why this friend had said
what his parents had told him. My
son’s face lit up, and he said, “I get it,
dad.” 
I love my career and all the same

things you love about it. I wish
parents would think before speaking.
Some of the worst employees I’ve
had have had college degrees. I
enjoyed your article.

Thanks,
Randy Laing 
Chap Construction

OUR NAME IS ON IT BECAUSE WE’RE PROUD OF IT.

Stiebel Eltron has been manufacturing 
heat pump water heaters for 30 years. 
We like to think we have a jump on 
the competition. We use a special 
single element to supply extra heat if 
the heat pump can’t supply enough 
energy to heat all the water you need. 
The competition uses two elements, 
just like their regular water heaters. 
It’s almost like they expect their heat 
pump part to not work.

Our Accelera® 300 heat pump turns 
every watt it uses into 3 to 5 watts of 
hot water by extracting up to 80% of 
its energy from the air around it. It 
is engineered and made in Germany 
using 90 years of technological 
excellence.

Accelera® 300 Heat Pump Water Heater

TOLL FREE 800.582.8423
www.stiebel-eltron-usa.com

Simply the Best
SAVE
ENERGY
WATER
MONEY

» Accelera 300® is #1 in Energy Star ratings
» Reduces hot water costs by up to 80%
» 2.5 energy factor
» Makes energy savings possible where 
 solar won’t work 
» Cools and dehumidifies air around it
» Low standby losses through 
 good insulation
» Heat exchanger wraps around tank 
 for efficient energy transfer and 
 no possible contamination
» Single 1700 watt backup element
» 80 gallon storage capacity
» Reliable technology and manufacturing
 backed by a 10 year warranty

MADE IN
GERMANY

Visit us at AHR 4688 and IBS W112 
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BY CLAY STEVENS

Plumbing and hydronic
contractors looking for the
latest products, technologies

and educational opportunities all in
one location need look no further
than the 2012 AHR Expo in Chicago
on January 23 – 25.
Nearly 2,000 exhibiting companies

from 35 countries will be showcasing
their latest products and technology
solutions to more than 50,000
attendees from around the world. At
the same time, two dozen of the
leading industry associations and
trade publications will be sponsoring
over 100 educational seminars,
presentations, workshops and
certification exams. Many of these
products and educational
opportunities are targeted
specifically to plumbing and
hydronic contractors. You can learn
more about these special sessions by
visiting the AHR Expo website
www.ahrexpo.com/forvisitors/2012e
d-free.php. 
Phc News will be sponsoring a

roundtable panel for plumbing and
hydronic professionals on the topic
of “Selling Energy Efficiency in
Today’s Marketplace” on Tuesday,
January 24
(http://tinyurl.com/789x6qo). A
panel of industry experts, including
Bob “Hot Rod” Rohr, will examine
why embracing energy efficiency can
be a good investment for your
business.
A variety of other educational

sessions will also be taking place

during the 2012 ASHRAE Winter
Conference in the Palmer House
Hilton hotel. These half-day courses
cover a variety of topics of interest to
plumbing and hydronic engineers
and contractors. You can learn more
about these offerings at ASHRAE’s
website,
www.ashrae.org/education/2012-
chicago-courses.
In addition to the AHR Expo and

ASHRAE educational sessions,
dozens of new product innovations
and technology solutions will be
previewed in the New Product
Technology Theaters all three days of
the show. You can learn more about
these 15-minute free presentations
by visiting the online schedule
www.ahrexpo.com/forvisitors/nptsch
ed.php. 

Special show features
For contractors interested in new

software and/or the latest in building
automation and controls, there are
special areas of the show floor
dedicated to these two segments. The
Building Automation and Control
Showcase will feature over 100
companies unveiling state-of-the-art
solutions for a variety of applications.
The Software Center is the ideal
one-stop source to see the latest off-
the-shelf programs as well as the
newest customized HVAC/R
innovations. You can learn more
about the companies exhibiting in
these two pavilions by visiting this
special section of the website
www.ahrexpo.com/forvisitors/show
features.php. 

The major attraction for thousands
of plumbing and hydronic contractors,
however, will be visiting the many
companies that will be showcasing all
the latest plumbing-related products
and technologies on the show floor.
With more than 420,000 square feet
of space already reserved, the 2012
AHR Expo will be the biggest in the
show’s 82-year history and the largest
HVAC/R event in the world. New
products and technologies will be
unveiled in Chicago that attendees
won’t find anywhere else.
If AHR Expo sounds a bit

overwhelming with so many things
to see and do, it need not be. There is
a special AHR Expo online tool
called My Show Planner that allows
visitors to:
• Search for specific products,

product categories and/or exhibitors
they wish to see.
• Virtually “walk” the exhibit halls

and scroll over a booth to get more
information.
• Automatically request a meeting

with the companies they are
interested in seeing.
• Plan events and meetings and

automatically update them in
Outlook Calendar.
• Automatically add booths to

their planner, based on pre-selected
criteria.
• Map the best course through the

exhibit halls based on
products/criteria selected.
• Enhance existing relationships

and create new ones.
By spending a few minutes

2012 AHR Expo show preview
Thousands of innovative products and technologies on display at industry’s largest event

e Continued on p 28
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Introducing the only commercial size instantaneous water heater above 250,000 BTU/HR.

Once again, AERCO leads the way in 
commercial water heating technology with
the introduction of Innovation, its newest
line of premium water heaters. Featuring 
a tankless design, advanced condensing/
modulating technology, and a scale-
resistant heat exchanger, Innovation 
delivers performance and economic 
advantages to any system.

Here’s why Innovation stands out from 
the crowd:

To learn more about the Innovation
family of water heaters, visit 
www.aerco.com/innovation8  • Available in three

sizes: 600, 800 and
1060 MBH

• Up to 99% efficiency

• High reliability 
• Low NOx
• Small footprint 

• +/-4° temperature 
control, thanks to 
feed-forward sensing
and unmatched 
turndown

• Reduced standby 
and cycling losses AERCO International, Inc. 

800.526.0288 • email info@aerco.com

A            
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planning your visit in advance, you
can save a good deal of time and
unnecessary walking. You can learn
more about My Show Planner at
www.mapyourshow.com/shows/in

dex.cfm?show_id=AHR12. 
I have spoken with many of the

thousands of plumbing and hydronic
contractors who have attended the
event over the years; they all come
away amazed at the many new
products they discovered and new
things they learned. One contractor
summed it up best by saying, “I can
spend countless hours on the
Internet looking for products and
information or meeting with
manufacturers to discuss their
specific solutions. Or, I can go to
AHR Expo and see everything I need
and meet with all the key people in
just a few hours’ time.”

About AHR Expo
As the world’s largest and most

comprehensive, exclusively HVAC/R,
exposition, the AHR Expo attracts
tens of thousands of attendees from
all facets of the industry, including
contractors, engineers, dealers,
distributors, wholesalers, OEMs,
architects, builders, industrial plant
operators, facility owners and
managers, agents and reps.
In addition, more than 130

educational sessions and workshops
addressing all facets of the HVAC/R
industry are offered by leading
industry associations and
organizations during the three days
of the show, many free of charge.
Since 1930, the AHR Expo has

been the HVAC/R professional’s best
resource for new products, new ideas
and new services. It’s a hands-on,
interactive event that showcases a
wide spectrum of equipment,
systems and components. This
unique industry forum creates a
dynamic marketing environment
unequaled in size and scope by any
other industry event.
The AHR Expo is produced and

managed by International Exposition
Company, 15 Franklin Street,
Westport, CT 06880; telephone
203/221-9232, fax 203/221-9260,
email info@ahrexpo.com, website
www.ahrexpo.com. l

Clay Stevens is
president,
International
Exposition Company.
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Trade shows’ ROI?
With everyone pressed for time these days, you or your boss may ask the question
“Is it worth my time to attend a trade show?” Depending on the show, it can be a
very valuable investment of your time. Here are five ways you can benefit from
attending major industry events.
1. Discover new products and solutions you can’t find anywhere else. With

several hundred suppliers from dozens of countries exhibiting at major trade shows,
you will certainly discover new products and technologies you didn’t even know
existed, because many will be unveiled for the first time at the show. 
2. Compare competitive products and technologies. In just a few hours’ time

you can meet with the key global suppliers of the specific equipment you are
interested in and compare their various features and benefits side-by-side.
3. Discover innovative solutions to your specific challenges. With so many

leading suppliers and industry experts gathered in one location, you can usually
find solutions to all your needs and challenges. Many events offer an online
“match-making” service, where you can reach out to exhibitors and conference
speakers in advance and explain what your specific needs and challenges are so
they can be prepared to discuss them with you at the show. 
4. Expand your knowledge. Conference programs at major trade shows can be a

great place to gain valuable insights into new trends and technologies as well as
detailed information on technical topics. These sessions are usually produced by
leading industry associations and feature the top experts in their field. Many also
offer CEUs or other types of accreditation. 
5. Take advantage of special “Show Deals.” Many exhibitors offer special pricing

or other incentives that are only available at the show.

e Continued from p 26
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Money is to your business like blood is to your
body. Putting it bluntly, without proper blood
flow you die. Without proper cash flow your

business fails. It is up to you, and you alone, to utilize
proper intelligent business procedures at all times,
especially regarding your cash flow. 

The cause of poor cash flow
I shake my head in disbelief every time I hear about

PHC service contractors that go to consumers’ homes or
businesses, perform their services and send a bill at a later
date. This practice is inane and the cause of poor cash
flow. 
Many PHC contractors use words such as Plumbing &

Heating, Heating & Cooling or Plumbing, Heating &
Cooling in their business names. Nowhere in those

business names have I ever seen the words Savings &
Loan. Yet, every time contractors leave the homes or
businesses of the consumers for whom they have
performed a service without payment, they are actually
going into the business of loaning money. 

Rules for improved cash flow
To control cash flow properly, contractors should follow

some simple and sound business rules:
Rule #1: Know your true cost before quoting prices.
Rule #2: Choose a proper profit margin that will allow

you to attain your goals.
Rule #3: Combine the factors of Rules 1 and 2 to

arrive at selling prices that allow you to recover your cost
and earn the reward you deserve for the delivery of
excellence to your clientele.

Rule #4: Deliver excellence to your clientele. 
Rule #5: Train technicians to address consumer

requests in a thorough manner, which includes an
explanation to the client of that which, in the tech’s
opinion, should be done to remedy the client’s problem
or tend to their request in a manner that delivers
excellence.

Rule #6: Train technicians to quote upfront selling
prices that will recover the costs associated with the
service requested by the consumer, while giving the
business an opportunity to earn a profit.

Rule #7: Use contract/invoice forms with specific
areas for the client’s signature to show that the consumer

agreed to and authorized the service to be performed as
per all terms, conditions and prices indicated on the
contract/invoice.

Rule #8: Supply your technicians with a price guide to
assist them in quoting properly profitable selling prices
and writing proper task descriptions.

Rule #9: Get paid at the time service is performed.
Rule #10:Give your technicians the authority and

ability to get paid at the time service is rendered.

Exceptions to the rules
There is only one exception to those rules. That’s the

rule concerning payment time. Extenuating circumstances
can sometimes pop up regarding a contractor’s existing
clientele. In that instance, and dependent upon the
relationship between the contractor and client, I
recognize the need to bend a rule. But, once rule bending
becomes habitual and all-encompassing rules are bent,
they are broken, discarded and, for all practical purposes,
nonexistent. When you bend, break, discard or ignore the
payment rule (#9), cash flow will suffer. 
For most residential consumers, including those that

have used your business forever, you should employ the
ten rules. But some clients, such as commercial
establishments may use your services on a frequent,
constant and repetitive basis that requires a billing cycle
tailored to their needs. If so, and if you choose to extend
credit to them, make sure you are on top of the
payment process. And keep in mind the fact
that not all commercial customers are credit
worthy.

When you break the rules
A contractor who only does plan and spec

work broke rules # 6, 7, 8, 9 and 10. He did a
time and material job for a commercial
consumer he didn’t know. His bill for the job
was $600. The consumer paid him $140 and
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PLUMBING BUSINESS

Rules for improved cash flow

When you go into a fast
food establishment you
always pay for the food
before you get it.  By
quoting prices before
performing services,
contractors can get paid
before they start the work,
assuring their payment, as
long as they perform the
service properly.

e Turn to DI TOMA  on p 34

BY RICHARD DI TOMA CONTRIBUTING WRITER

Extenuating circumstances can
sometimes pop up regarding a
contractor’s existing clientele. In
that instance, and dependent upon
the relationship between the
contractor and client, I recognize
the need to bend a rule.
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| PLUMBING BUSINESS | CONTINUED FROM PAGE 32

refused to pay the balance. He wanted to know my
thoughts on whether or not he should take that customer
to court. I am not an attorney. I can’t give him legal advice.
But, I’m pretty sure that 50% of attorneys lose, because
the other 50% win. He might win or lose in court. 
In my conversation with him, I felt that the process he

used in dealing with this consumer was not the right way
to conduct business. Even if he wins in court, judgments
don’t buy groceries. You still have to collect the judgment.
Keep in mind the fact that he couldn’t collect the original
bill in the first place. His collection results to date are
$140 and the additional stress and frustration due to his
erroneous billing procedure. He said he’d let me know
which way he chose to go and the results.

The remedy
To avoid this problem in the future, I told him it would

be wise to change his procedures. There is an eleventh
rule. By implementing what I call “the fast food rule,” he
could have avoided this problem. When you go into a fast
food establishment you always pay for the food before
you get it. By quoting prices before performing services,
contractors can get paid before they start the work,
assuring their payment, as long as they perform the

service properly.
If you would like me to show you how to change your

billing process and utilize these rules, give me a call. I can
train your technicians (those who are trainable) with

regards to consumer interaction, design an invoice to
expedite payment, provide you with my Readily Available
Pricing Information Digest ©2012 for the Plumbing Heating
Cooling Contractor customized to your labor and overhead
cost factors and/or address many other of your business
oriented questions. 
As always, I wish good health and much wealth!  ;

Richard P. DiToma is a contracting business consultant and
active PHC contractor with over 40 years of experience in
the PHC industry. Contact Richard by phone at 845/639-
5050, via email at richardditoma@verizon.net, by FAX at
845/639-6791 or mail to R&G Profit-Ability Inc., P.O. Box 282,
West Nyack, NY 10994.
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But, once rule bending becomes
habitual and all-encompassing
rules are bent, they are broken,
discarded and, for all practical
purposes, nonexistent. 

DI TOMA



Introducing Pure Water by Watts

Refreshing.

Pure Water by Watts is a nice
change. Your customers will

like the easier installation and
better-than-bottled water quality.
What you’ll find refreshing are
the new opportunities Pure Water
offers for new and incremental 
business.

customers already want

disinfection and conditioning

kits and replacement

petitor-compatible options

support and quick-turn

— No-Salt Anti Scale Options —
OneFlow Anti-Scale Systems

OneFlow® Anti-Scale Systems pre-
vent scale by transforming dissolved 
hardness minerals into harmless,
inactive microscopic crystal particles.
A full line of solutions for cold and hot 
water, including tankless water heat-
ers, hot beverage systems, appliances, 

steamers, etc.

Connection Sizes:
½" to 2" (15 -50 mm)

Flow Rates:
Up to 75 gpm

(285 lpm) /450 
gpm (1710 lpm) 
in manifold

con� guration 

— Convenient Ultra Filtration —
Ultra Filtration featuring
Kwik-Change Cartridges

This Ultra Filtration Membrane Water
Filtration System with long-reach easy
faucet features Kwik-Change™

Cartridges — the fastest changeable 
cartridges on the market—and space-
saving, low maintenance design with no
storage tanks or minimum pressure
required.

uses unique
technology

tion of cysts and 
other impurities

— Superior Sediment Filtration —
Micro Z Filtration System

The Residential and Comercial
Micro Z™ Filter System is a back-
washing media � ltration system for 
the removal of sediment and suspend-
ed solids from water. Provides higher 
service � ow rates which reduces over 
all system size and cost.

Connection Sizes: 1" to 3" (25 - 80 mm)
Flow Rates: Up to 106 gpm (401 lpm)

Advertorial

— No-Waste Reverse Osmosis —
ZeroWaste Reverse

Osmosis System
The patented ZeroWaste Point-of-
Use Reverse Osmosis System is the 
� rst ever that wastes no water. Com-
parable systems typically waste up to 
4 -12 gallons for every gallon of RO 
water produced.

top mount faucet 

Tank

For more product information visit
www.watts.com/purewater

— Multi-stage RO —
4-Stage Reverse
Osmosis System

The ideal RO System for high quality, 
great tasting water with superior val-
ue. Stage one is a 5-micron sediment 
� lter, stage two is a 5-micron car-
bon block � lter, stage three is an RO 
membrane and stage four is a high-

most popular and hard-working water
quality solutions!

water � ltration

— Water Softening —
Whole House Water Softener

signed for residential and light com-
mercial use applications ranging from 

removal capacity at � ow rates up to 
15.5 gallons per minute.

and ready for install

-grain capacity

plumbing
connections 

— UV Disinfection —
UV Disinfection Systems

This durable system provides high 
quality UV disinfection at a superior 
value. Provides disinfection for chlo-
rine-resistant bacteria, virus and cysts. 
Ideal for wellwater applications.

Connection Sizes: ½"-1" (15-25mm)
Flow Rates: Up to 12 gpm (45 lpm)

watts.com/purewater  A Watts Water Technologies Company

Scan this QR code 
to view our entire 
Pure Water line

Ads-WQ-PW-PHCNEWS_tabloid.indd   1 12/14/11   4:20 PM
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We always enter a new year
full of promise and
resolutions. This year is no

different. There are many positive
trends occurring, and indications are
that 2012 will be a better year for
the construction industry overall. 
Based on conversations I am

having with other p-h-c contractors,
along with reports in the news, I’m
feeling cautiously optimistic about
2012. The U.S. economy is gaining
momentum, with some indicators
anticipating a six percent rise in
construction in 2012. New housing
permits began to creep up this past
fall, with multi-family housing
showing particular gains. Initial
claims for unemployment recently
fell to the lowest number since last
April. And, while service and repair
contractors are faring better than
new construction contractors
overall, our PHCC members are
reporting signs that conditions are
improving slightly. 
Sure, there is still a lot of

competition for work, especially on
the new construction side. But many
of the less-qualified bidders are going
away, and many of our members are
learning that saying no when asked
to go lower on bid prices can help
them steer clear of non-profitable
jobs. Adoption of new technologies
and software is also helping them

improve efficiencies and profits.

Positive signs
There are several positive signs for

the residential service market.
Homeowners are spending more
money on home improvements.
“Aging-in-place” improvements and
energy/water efficiency features are
two particular areas that offer
business opportunities for service

contractors.
Still, there is a lot of economic

uncertainty out there. Businesses
continue to cut staff, reduce
benefits and look at all options to
cut costs. The confidence is just not
there to launch new initiatives and
take some risks. 
To build a stronger level of

confidence, PHCC encourages our
members to approach 2012 with
goals to keep refining operations,
training staff and preparing for a
gradual turnaround. With the
positive trends occurring, now is the
time to build on that momentum
and make sure that their business is
physically fit. You can’t just grasp at
short-term gains. With more
contractors vying for fewer jobs these
days, a business needs to be solid and
steady to surface on top. Here are
some ideas for your “game plan”
moving forward:
• Keep training. Stay ahead of the

competition with a highly skilled,
well-educated workforce and keep
profitable with proven business
management training. Check out
PHCC’s list of Education and Events,
including free monthly member
webinars on business management
and technical topics, at
www.phccweb.org. 
• Tackle the technology. There’s

no doubt that technology is driving
our businesses. Plans are
posted online. Builders
want bids faster.
Homeowners want more
technology, and
manufacturers are
answering the call by
producing more of it.
Frankly, the contractors
surviving and succeeding
in this economy are the
ones finding ways to work
more efficiently through
the use of technology.
To stay up to date on

technology, research
educational opportunities

in your area, keep up on the news
and talk with vendors and
contractors about what new
technologies are recommended. At
PHCC’s Oct. 4 Product &
Technology Showcase in
Philadelphia, you can see a lot of
the new technologies in person and
talk with experts who can explain
how they work and who can help
your business. 

• Make
legislative and
regulatory issues
part of your diet.
Legislative and
regulatory decisions made at national,
state and even local levels have a
direct impact on our industry. Just
this past year, PHCC’s grassroots
efforts led to two significant
victories: the November repeal of the
three percent withholding tax
affecting government contractors and
the April repeal of the controversial
Form 1099 provision of the
healthcare law. Several state-focused
efforts also are making progress.
Looking ahead, make your voice

heard on important issues impacting
your own business. Members and
non-members alike can attend
PHCC’s Legislative Conference, May
2 – 3, 2012, on Capitol Hill. PHCC
also conducts regular letter-writing
campaigns on important industry
issues. To get an idea of the latest
efforts underway to protect your
business, visit www.phccweb.org. 
• Stay flexible. It’s so easy to get

caught up in a comfortable routine.
But it really pays off to make the
time to listen to new ideas on how to
change your business (and yourself)
for the better. Be sure to make time
for “face time” with others in the
industry, so that you’ll hear about
the latest strategies and processes.
Whether you’re looking for ways to
diversify your business, save costs or
train employees, you can get a
multitude of suggestions at PHCC
events around the country. 
PHCC’s Oct. 3 – 5 CONNECT

2012 in Philadelphia
(www.phccweb.org/connect) is an
excellent opportunity to talk one-on-
one with contractors from all over
the country and also to participate in
valuable seminars and the popular
Product & Technology Showcase. We
also have a new online PHCC
Community Network
(http://community.phccweb.org)
through which members can share
information and learn the latest
trends and practices in the industry. 
So, as you tackle business

challenges in 2012, be sure to
remember to stay fit in the process.
Don’t hesitate to contact PHCC for
any assistance at 800/533-7694.  ;

Keith Bienvenu is national association
president of PHCC.
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Are you fit for 2012?
| PHCC FORECAST |

BY KEITH BIENVENU  PHCC NATIONAL ASSOCIATION PRESIDENT

With the positive trends
occurring, now is the time to
build on that momentum and
make sure that their business is
physically fit. You can’t just
grasp at short-term gains. With
more contractors vying for
fewer jobs these days, a
business needs to be solid and
steady to surface on top.



Basys™ offers a truly innovative platform of modular electronic sensor faucets 
for a broad range of commercial applications. Backed by a century of experience 
and grounded in proven Sloan technologies, the platform delivers revolutionary 
effi ciencies in service and maintenance. With fi ve body types, multiple power 
harvesting options, and advanced programmability and user controls, 
Basys provides the ultimate experience for users and plumbers alike.

Any Application.
Any Environment.™

BASYS™

Battery            

Hard-wired

Solar             

Turbine

Power Options:Crowns:

Build a Basys online: 
sloanvalve.com/basys

I NT R O D U C I N G

©2012 Sloan Valve, Inc. All rights reserved.
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Built during the Indian Wars of
the 1870s, Fort Sill served as
the base of operations against

Cheyenne, Comanche and Kiowa
Indians. After decades of warring
with “native hostiles,” it was there,
on February 17, 1909, that
Geronimo, the great Apache chief,
died of pneumonia. Today, Fort Sill is
not only a National Historic
Landmark but also one of the U.S.
Army’s largest bases. 
In the 1970s, initial entry training

(IET) “starship barracks” were
constructed on Army bases
nationwide, including Fort Sill. The
facilities acquired the nickname
because they’re completely self-

contained, with living quarters,
classrooms, mess halls and latrines all
under one, star-shaped roof.
Many of the starship barracks —

designed to house up to 500 troops
— are being renovated, chiefly to
reduce energy consumption. Ft. Sill
has already renovated one starship
and is now preparing to modernize
four more. 
Hard water has plagued

maintenance crews at Ft. Sill since
the addition of indoor plumbing, and
the problem remains today.
Unfortunately, southern Oklahoma
has some of the most challenging
water quality nationwide. With all
new mechanical and plumbing

systems being installed during
renovations, the Army Corps of
Engineers has moved to eliminate
domestic water scale problems
before they begin.

Impressive demand
With 500 troops mobilizing, high-

quantity water use is inevitable. At
Fort Sill, dealing with persistent scale

is a costly problem to solve
compounded by the inevitable spikes
in water use. At the start of each new
day, soldiers have a set routine. Wake
up (still a cheerfully, piped-in, high-
decibel reveille at “O-dark-hundred”)
leads to a quick shuffle to the
showers, where a combined 632 gpm
surge through the spacious gang
showers.
A daunting challenge for the

mechanical contractor is how to
provide scale protection for
domestic water systems at a rate of
632 gallons per minute with a
water quality defined as “very
hard.” At 10 grains of hardness per
gallon, water is considered hard
and, over time, calcium and
bicarbonate scale become a
problem for system components.
The water at Ft. Sill measures a
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New technology solves
age-old problems at Fort Sill, Oklahoma

Hard-water
problems since 1869

| WATER TREATMENT |

e Continued on p 40

OneFlow tanks appear to be standing at attention, shoulder to shoulder, waiting for
instructions from their drill sergeant, when, in fact, these tanks are protecting the
domestic water system in the army training barracks at Fort Sill.

The system changes the
physical characteristics of the
water with little or no change
to the solution’s chemical
composition.
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whopping 27 grains per gallon. 
“One plan was to use a commercial,

salt-based water softener,” said O.G.

Mills, VP of Tulsa-based, Okla., sales.
“But the four tanks needed wouldn’t
fit through the mechanical room
door and, once inside, would’ve
taken up far too much space. On top
of that, the sheer amount of salt used
to regenerate the water softeners
would have required additional
storage, constant attention from a
service tech and an expense to treat
all the water that would have made
it nearly cost prohibitive.”

Physical water treatment
Mills continued, “The Army Corps

of Engineers started doing their
homework, researching different
means of scale removal.” What they
already knew was that the system
must handle a huge volume while
being cost effective. Mills added,
“There was the need for tolerance to
huge pressure drops as well. And,
according to the Buy American Act,

the equipment would need to be
American-made.”
With those mission parameters,

and after a careful study of their
options, the Army Corps of
Engineers chose Watts’ OneFlow®

anti-scale central treatment system.
This uses TAC (template-assisted
crystallization) technology. TAC falls
into a category of water treatment
often referred to as
physical water treatment
(PWT). The primary goals
of PWT are to eliminate
the use of chemical
additives, reduce or
eliminate discharge and
wastewater and create
zero pollution, while
minimizing installation
and maintenance costs. 
The environmentally

friendly technology behind
leading TAC treatment
systems was developed in
Germany about 15 years
ago. It was used

throughout Europe for several years
before coming to the U.S. and
continues to be the dominant form
of commercial water treatment there.
TAC media starts out as polymeric
beads (resin) in the 20- to 40- mesh
size range. Catalytically active sites
or templates are “imprinted” or
coated on the bead surface through a
batch-coating process. 
The system changes the physical

characteristics of the water with little
or no change to the solution’s
chemical composition. PWT is
chiefly used to reduce the negative
effects of water hardness (calcium
carbonate) in plumbing systems,
appliances and equipment, valves
and other components. The template
influences the water solution at
localized sites (on the media surface),
such that hardness ions and their
counter-ions (bicarbonate) combine
to form inert nanometer-size “seed
crystals.” Called nucleation, this
occurs when dissolved molecules or
ions dispersed throughout a solution
start to gather to create clusters in
the sub-micron size range. 
The seeds provide an enormous

area for preferential growth of
remaining hardness ions still in
solution. “Low energy heterogeneous

Four- and eight-inch Watts model 957 RPZ backflow
preventers protect the domestic water system. Strainers
installed upstream of the RPZs help keep debris from getting
into the OneFlow system and backflow preventers.

Technician Rob Myers opens the outlet connection to one of 12 tanks installed at
Fort Sill Army Base Lawton, Okla.

| WATER TREATMENT |

e Continued on p 42
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transfer” then begins. The remaining
dissolved ions reach their solubility
shift, attach to the seed crystals and
continue harmlessly downstream.

Out with the old…
“The Army Corps of Engineers in

Lawton wasn’t impressed with the
old traditional water softening
system or with the service contract
attached to it,” said Allen Jones at
C.H. Guernsey, lead mechanical
engineer on the project. The
mechanical room had been built
around the existing system. Two
tanks, one 10 feet tall and the
other five feet in height, were

situated on either side of the
mixing unit. The tanks were
disassembled and removed.
“The Corps did their own research,

looking for a better alternative
financially, logistically and
environmentally,” said Jones. “Mills
was a bulldog when it came to

explaining how TAC technology is
the winner in all three categories and
also uses less than half the floor
space of any of the alternatives.”

TAC: Unaffected by
fluctuating water demand
Another huge advantage the TAC

system has over a traditional water
softener is the ability to operate
effectively at trickle flow rates,” said
Steve Callahan, national sales
manager of water treatment products
at Watts Water Technologies. “TAC
media is always used in an up-flow
design, so it’s not subject to low flow
channeling or high flow pressure

drops. With traditional [salt-based]
systems, if flow is below peak rate,
you can get hard-water bypass. That’s
when water finds the path of least
resistance through the media and
comes in contact with minimal
amounts of resin.”
According to Callahan, TAC media

isn’t sacrificial; it doesn’t dissolve.
Media lifecycle is not influenced by
the amount of water being treated or
by the hardness of the water.
However, impurities in the water,
such as chlorine, over time can
degrade the template on the beads,
which affects media longevity. The
typical suggested media change-out
is three years.
“Selecting the appropriate size

system is simple. All you need to
know is peak flow rate,” said
Callahan. 
The first phase of the Ft. Sill

restoration project called for 12
OneFlow tanks, each capable of
handling 75 gpm. Linked in parallel,
the tanks treat up to 900 gpm. This
system also affords the base the
flexibility to isolate tanks if the

barracks aren’t at full capacity and to
perform media change-outs one tank
at a time.
Four and eight-inch Watts model

957 RPZ backflow preventers
protect the domestic water system.
Strainers installed upstream of the
RPZs help keep debris from getting
into the OneFlow system and
backflow preventers. 
“For the Army Corps of Engineers

to review and ultimately select TAC
technology over a traditional softener,
it meant that we had to meet a very
strict performance standard to
protect their plumbing systems. We
have thousands of installations, some

in areas where water is even harder
than at Ft. Sill, so I was certain our
technology was best suited for water
use at Fort Sill,” he added. “They’ll
reap the benefits of zero water
discharge and no salt expense for
years to come.”  ;
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Technician Rob Myers checks the inlet feed connection while putting a tank into
service. It's one of 12 OneFlow tanks plumbed in parallel to provide scale
protection to the Starship Barracks at Fort Sill. Archer Western Contractors provides
building and facility maintenance to various government properties. At right, Myers
adjusts a pipe hanger on the installation.

| WATER TREATMENT |

“For the Army Corps of
Engineers...we had to
meet a very strict
performance standard
to protect their
plumbing systems.”
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Now more than ever, energy
efficient products are critical
when trying to lower a

building’s carbon footprint. When it
comes to water efficiency, pumps are
the backbone of the building’s
infrastructure. Today’s intelligent
pumps carry the answers for water
distribution.

As we delve into the world of
smart pumps, Phc News recently
spoke with the major players in the
pump manufacturing industry to get
their perspective on today’s smart
pumps and the benefits these pumps
offer to the overall HVAC system.
The players are Mark D’Agostino,
vice president of sales and marketing,
WILO; Eugene Fina, product
manager — commercial pumps,
Taco; Joe Rice, product manager
for Grundfos and Mark Handzel,
director of Xylem building
services marketing.

PHC: In today’s energy efficient
HVAC market, we hear a lot
about “smart pumps.” What
exactly does the term mean?
Mark D’Agostino/WILO: The

term “smart pump” is derived
from the pump’s ability to “learn”
what the system is doing and react
accordingly. For example, a typical
asynchronous pump runs at full
speed, regardless of system
demand. Think of it like a car in
which we push the accelerator to
the floor continuously and
regulate our speed with the

brake pedal. In essence, that is the
current logic in hydronic pumping.
We utilize pressure-compensated
bypass valves, throttle valves on the
discharge side of the pump or 3-way
valves to act as the “brake” to deal
with unwanted, excess system
velocity. The WILO Stratos pump

“senses” the changes within the
system (i.e., zones opening and
closing as demand varies) and
automatically slows down or speeds
up to react to this change, much as
cruise control does.

The UL-listed WILO Stratos is
North America’s first commercial
wet rotor circulator with an EC
motor. With this revolutionary

“smart pump” technology, the Stratos
can achieve energy
savings of up to 80%
compared to a

standard wet rotor
circulator.

The Stratos also offers flows from
10–285 USgpm and 2–40' of head
delivery. This “all-in-one” pump can
offer constant pressure curves,
inclining pressure curves,
temperature-controlled set points
and an infrared communication
module to any Windows mobile-
based PDA, and it is fully compatible
with building management systems.
Fina/Taco: “pump affinity laws”

help us evaluate what the savings are
for most jobs. The laws say that the
change in horsepower consumed is
proportional to the cube of the
change in speed. It’s all based on a
mathematical formula. A smart
pump, or a constant speed pump set
up and balanced with a drive,
consumes only 73% of design
horsepower if it’s running at 90% of
its top speed; a pump running at
50% of its speed consumes only
12.5% of its full energy draw. These
are significant energy savings. Other
benefits are that these pumps run at

reduced speed, which
extends their life, and they’re
also soft-started. This puts
less wear on pump and
system components. 

With the focus on first cost,
green construction and
energy optimization, our
industry needs advantages like
these. The decisions we make

about design Delta T and flow
balancing can have a significant
positive impact on system
performance. A smart pump
automatically responds to changes in

BY JOHN MESENBRINK ChIEf editor

WILO Stratos commercial wet
rotor circulator with an EC motor.

44

Now, THAT
is one smart pump!

| PUMP EFFICIENCY |
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system demands and, most
importantly, reduces its speed

automatically
when the demand is reduced. The
Viridian is capable of doing this
without the use of sensors. Taco’s
1900 VFD is used with differential
pressure sensors for a Delta P system
or with temperature probes for a
Delta T system. 
Rice/Grundfos:While variable

speed motors are a huge efficiency
over fixed-speed pumps, intelligent,
or “smart pumps,” such as the
Grundfos MAGNA™ represent an
ability to automatically modulate
circulator performance to match
ever-changing system demand.

Exclusive to Grundfos, the variable
speed wet rotor MAGNA circulator
uses an integrated logic algorithm to

“learn” a system’s usage patterns and
automatically determine the lowest
possible operating efficiency point to
maintain the desired temperature. By
continuously fine tuning power
consumption and flow rates to meet
the dynamic needs of the system,
this AUTOADAPT function saves
both energy and money. In live field
tests of the product, independent
contractors have experienced power
savings up to 80% over conventional
pumps.

From experience, and from several
market studies, we know that the
majority of installers never identify
the specific details of the heating
systems in which they install
circulator pumps. Consequently, they
find it hard to select the most
efficient pump for the system and
then to program it with the correct
settings. For installers, the intelligent
or smart AUTOADAPT function
means that, for approximately eight
of every 10 installations, the pump
will automatically select the optimal
setting, with no additional

intervention needed — just set it and
go. Said differently, the
AUTOADAPT learning algorithm is
the most efficient and effective
pump system setting where the
majority of head-loss is a result of

piping friction
versus zone valves.

While there is a
price premium for
smart pumps and
motors integrated
with variable speed

technology, contractors should
remember that power
consumption represents 85% of a

pump’s lifetime costs.
Therefore, even the smallest
improvement in energy
efficiency can translate into
sizeable cost savings over
the 15-year average pump
lifespan. In fact, some of

today’s leading integrated,
variable speed circulators

offer payback in as little as two
years.
Handzel/Xylem:Although

contractors and building owners
know that pumps play an important
role in all HVAC systems, they
sometimes overlook what a critical
factor pumps can play in reducing
operating costs and significantly
increasing a building’s energy
efficiency. New industry regulation
initiatives now make it more
important than ever that building
owners look at the entire HVAC
system to achieve more sustainable
energy efficiency. To help building
owners achieve this, smart pump
design is a growing trend in the
pump industry; more astute
manufacturers are creating new
designs to improve efficiency and
reduce the total life-cycle cost. 

As a global water technology
company with 95 years of innovation,
Bell & Gossett, a Xylem brand,
created a double-suction, split-case,
base-mounted centrifugal pump
series with features never before
offered in the HVAC industry.
Aptly named the VSX Series
(vertical split-case), the pumps are
designed to provide unparalleled
smart
performance
and reliability
over a wide
range of
applications.

The industry
experts told us
they wanted
smarter pumping solutions, and we
delivered a unique series of pumps
designed to their specifications. The
VSX pumps provide the ultimate in

high efficiency hydraulic design,
reliability and installation versatility.
The VSX series can help building
owners achieve these types of savings
due to special product features such
as multiple configurations for piping
design flexibility and a 40% smaller
footprint than a vertical in-line
pump and static vertical load on
flanges allowed.

PHC: How does your company’s
particular pump offer savings as it
relates to water/energy efficiency? 
Mark D’Agostino/WILO: The

Stratos pump dramatically reduces
energy consumption (by as much as
90% in some applications) by
matching pump speed with system
demand. A typical hydronic system is
sized to the heaviest demand day.
Circulators are then sized based on
logic. In reality, the system operates
in this “heaviest demand area” less
than 10% of the heating year.
Therefore, the circulator is bigger
than it needs to be for greater than
90% of its actual operating life. By
varying its speed, the Stratos
products are only as “big” as the
system requires them to be at any
given point in their operating range.

The Stratos product line addresses
heavy residential and light
commercial hydronic heating and
cooling applications. The Stratos
ECO is ideal for residential hydronic
heating applications. The Stratos D
(dual head/single volute model) is
applied in heavier commercial
hydronic heating and cooling
applications. In quarter one of 2012
we will introduce Stratos Z, which is
the same ECM smart pump
technology applied to a stainless steel
volute (NSF61/Annex G rated) for

domestic water

applications (i.e., hot water recirc)
and Stratos Giga (due quarter three,
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Taco 1900 VfD
close-coupled,
in-line pumps
with integrated
variable
frequency drives.

Bell &
Gossett
VSX Series
double-
suction,
split-case, base-mounted
centrifugal pump series are designed to provide smart
performance and reliability over a wide range of applications.



2012) will address hydronic heating
and cooling applications in much
larger commercial systems.
Fina/Taco: The Taco Viridian is a

web-enabled, high efficiency, wet
rotor, variable speed commercial
pump product line for chilled and
hot water applications. All settings
and pump access can be done over
an Internet connection, making
installation, setup and service easy.
The ECM motor saves up to 80% of
the electrical energy compared with
conventional pumps, and its multiple
operating modes fit most
applications. 

The ECM-based design combines
a brushless, electronically
commutated, synchronous motor
with a strong permanent magnet
rotor. An ECM motor does not
consume any energy in order to
magnetize the rotor; the position of
the magnetic poles of the rotor and
stator generate continuous thrust in
the rotating direction of the rotor.
The integral electronics precisely
drive the rotor as fast as the rotating
flux, significantly reducing motor
efficiency losses, while greatly
increasing starting torque.

Taco’s new 1900 VFD close-
coupled, in-line pumps with

integrated variable frequency drives
are designed to enhance pump and
building efficiency. The single- or
three-phase 1900 VFD line greatly
increases energy efficiency and
building comfort. 

Taco 1900 VFD pumps are
available in five basic models, ranging
in size from 11/2"x11/2" to 2"x2"
with a flow range of 10 to 250 gpm
and head capability up to 160 feet.
Rear, pull-out design allows servicing
of the pump without disturbing the
piping.

The 1900 VFDs can be installed
anywhere in the piping layout. They
are self-supported by system piping,
requiring no additional strapping or
external support. Each can be
mounted horizontally or vertically.
The motor’s permanently sealed,
grease-lubricated ball bearings make
the 1900 Series pump virtually
maintenance free. 

Typically, the payback period for
installing VFD pumps in place of
single-speed pumps is less than 12
months. Because HVAC systems are
rarely required to operate at full
capacity, VFD pumps gently ramp up
and ramp down operation to match
system flow to actual heating and
cooling demands, enhancing overall

system efficiency.
Rice/Grundfos:

Designed for hydronic
heating applications in
large residences, multi-
family, institutional and
light-commercial
applications, the
Grundfos MAGNA ECM
(electronically
commutated motor)
circulator features a
permanent magnet
motor that will cut
power consumption by a
minimum of 50%, as
compared with other
circulators in its class.
The result is a
dramatically more
efficient motor that
generates less heat and
energy waste, while
delivering a starting
torque four times higher
than a standard induction
motor; a key feature
should the circulator
experience long periods
of idleness.

By their very nature,
heating systems fluctuate,
so why use circulator
pumps that cannot
automatically optimize
output to meet changing
demand? Rather than
running at a fixed speed

all the time, MAGNA pumps
operate on a proportional pressure
curve, which means that you get only
the pressure you need. Another way
to think about proportional pressure
is as a means to compensate for head
or friction loss in a heating system.

An energy-efficient, intelligent
heating circulator with an ECM
motor — such as the Grundfos
MAGNA — uses up to 80% less

energy than a conventional pump.
This level of savings would cut
around 10% off an average
household’s annual electricity bill.

Ten years ago, when energy costs
were not paramount, the
conventional thinking held that it
didn’t make sense to use variable
speed drive technology on motors
smaller than 50 horsepower (HP).
Since that time, the industry
discovered that energy and
operational efficiencies should not be
reserved only for large applications.
After all, there are many more
fractional HP pumps and motors in
operation than there are large 100
HP applications.
Handzel/Xylem: Based on

extensive Voice of the Customer
outreach feedback, the pumps were
designed to provide HVAC
professionals with enhanced energy-
efficiency, easier maintenance and a
significantly smaller footprint. Some
of the other unique “industry-first”
features include: 

• Multiple suction and discharge
flange configurations that maximize
piping possibilities. The VSX
connection options include the VSC
model (top suction, top discharge
flanges), VSCS model (side suction,
top discharge flanges) and the VSH
(side suction, side-discharge flanges). 

• The hydraulic matching of the
pump impeller and casing was
achieved by utilizing computational
fluid dynamics (CFD). The result is a
product offering superior
performance in chillers, cooling
towers, distributive pumping and a
wide range of additional applications.

• Unique “Plug-n-Play” capability
allows simple field modifications for
mechanical seals and external seal
flushing.  ;
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Grundfos’ MAGNA ECM (electronically commutated
motor) circulator’s permanent magnet motor cuts power
consumption by at least 50% compared with other
circulators in its class. The more efficient motor
generates less heat , wastes less energy and delivers
starting torque four times higher than a standard
induction motor.

Smart pump design is a
growing trend in the pump
industry; more astute
manufacturers are creating
new designs to improve
efficiency and reduce the
total life-cycle cost.

| PUMP EFFICIENCY |
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Net-zero green buildings are in
vogue today and for a very
good reason: They are meant

to operate at no net energy
consumption, drawing no net energy
from the electrical grid. This
sustainable capability is
accomplished through a combination

of energy efficiency and onsite
energy generation, often through co-
generation. 

We were asked recently whether
there is data to support a claim that
electrical consumption in a system
employing Taco’s LOFlo® injection
mixing system, which is a single-pipe
controlled system instead of a two-
pipe valve system, would be less than
a traditional design with control
valves. To be more precise, what the
question is getting at is whether
there would be less energy used in a
system configuration using a single
pipe with two seats of pumps in a
primary-secondary configuration vs. a
system using one larger pump set
along with control valves in the
building’s zones.

To answer the question, we need
to examine how we calculate pump
energy consumption, which is a
simple first law problem. And we
should take into account today’s
variable speed drives, which are
specifically designed to reduce
energy consumption. 

First off, it doesn’t make any
difference how the pump

horsepower is split up. What counts
are the total flow and the total head
in a system; e.g., placing 40% of the
pump head on one set of pumps and
60% with the other. If the
efficiencies of the pumps are the
same, the total pump horsepower
will be the same. 

In Taco’s case, using our single-
pipe LoadMatch® and LOFlo
systems, we can achieve savings
in pump horsepower by splitting
the pump horsepower between
primary and terminal
secondary pumps. This
allows for a pump-
controlled system

without control valves and
a self-balancing system
without balancing valves.
This will save between 15
and 20 ft. of pump head
on the total system,
depending on how the
valves are sized.

For our LOFlo injection
mixing system — a three-
pump system with primary,
secondary injection and
secondary terminal unit pumps — it
doesn’t make any difference if we
have two secondary pumps instead
of one. Adding pumps does not add
head; it eliminates head. 

Following is an example of how one
can calculate the head in a system
with and without using LOFlo.

To calculate pump
horsepower, multiply:
Head x flow x a
conversion factor,
divided by the pump
efficiency in both
loops. The calculation
of total pump
horsepower would
therefore be as
follows:
Conventional

system: Horsepower =
200 gpm x 68
ft./3960/.70 (pump
efficiency) = 4.9 hp

LOFlo system: Horsepower = 200
gpm x 46 ft. (head of primary and
secondary house loop)/3960/.70
(primary pump efficiency + 200 gpm x
5 ft. (head of terminal unit loop)/
3960/.25 (efficiency of LoadMatch
circulators) = 3.2 + 1.0 = 4.2 hp

This represents a savings in pump
horsepower of 14%, which is not
trivial. In the real world, achieving

net zero is difficult from a cost
standpoint as well as from a first law
standpoint. However, it is our
contention that hydronic systems are
more efficient than air systems and
that single pipe systems are more
efficient than two-pipe systems,
making net zero buildings more
achievable.

Let’s graphically compare total
system horsepower or electrical
demand in the case of energy
efficiency for an all-air VAV system, a
conventional chilled beam system and
Taco’s LOFlo chilled beam system.

Then there’s the use of variable
speed drives to further reduce pump
horsepower and energy consumption.
In a single-pipe system such as
LoadMatch, the VFDs are controlled
from Delta T (differential
temperature) and not Delta P
(differential pressure). Pump-
mounted VFDs with an integral
controller, which Taco now offers,
sequence both Delta T and Delta P.
In fact, Taco is the only pump
manufacturer presently offering both
control sequences in one on-board
controller.

Single-pipe systems such as
LoadMatch and LOFlo achieve
savings in pump horsepower by
splitting the horsepower between the
primary and terminal secondary
pumps. Using a single-pipe system
eliminates the need for all control
and most balancing valves, which in a
conventional two-pipe system add
head. Pumps, regardless of how many
are used, do not impose head on a
system. Control and balancing valves
do. Therefore, hydronic systems such
as LoadMatch and LOFlo, which use
pumps instead of valves, will have
lower overall pump horsepower.  ;

Greg Cunniff is applications
engineering manager for taco inc.
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Pumps don’t add head. Valves do
| PRODUCT APPLICATION |

BY GREG CUNNIFF

it is our contention that...
single pipe systems are more
efficient than two-pipe
systems, making net zero
buildings more achievable.
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The 2012 PVF sector’s performance potential is
poised for the best record ever generated by this
energy, power and expansion-anticipated flow

control infrastructure.
Never before has such a perfect storm of opportunity

faced pipe-valve-fitting manufacturers, distributors, end-
users and installers, as facility development, maintenance
and repair, as well as expansion-in-place combine to
simultaneously move forward.
The following major factors are the key to such unusually

lofty expectations:
• Energy Development. All aspects of oil

and its derivatives, natural gas and renewables
are set to move aggressively forward, as the
private sector’s investments trump the
obstacles put in its way by the Environmental
Protection Agency, bent on inhibiting dynamic

energy development opportunities. This
puts significant additional pressure on
extraction, refining, and transmission.

• Power Generation. The nation’s
electric utilities are in a woeful state of
disrepair, anticipating a rash of
brownouts and blackouts as the years
wear on. These shocking shortages in
upkeep and expansion have gotten
worse in the wake of the Enron
scandal, which subsequently cancelled
new projects and relegated existing
initiatives to mothballs. This critical
restoration was further delayed by the
jarring recession, which downplayed
growth due to reduced demand. As the
industrial sector leads the current

economic comeback, America’s utility network is hard-put
to keep up with sharp demand growth.

• Renewables. Solar, geo-thermal, wind, ethanol.
Although expectations for these “green” peripherals are
exaggerated by an environmentally-involved Administration,
they have added to the overall impact on the wide range of
pipe, valves and fittings needed to activate these added
procedures. With the federal government committed to a
‘green’ strategy, the need to implement its growth will put
additional demand on the PVF sector’s capability.

• Derivatives. Such consumer-oriented sectors as
chemicals and plastics, as well as food, depend on PVF
products to service their facilities ongoing. Already on the
upswing in 2011, they are headed for accelerated expansion
in 2012.
What makes domestic and export opportunities for the

widening expanse of PVF products feasible is the greatest
monetary liquidity ever enjoyed by America’s corporations
and banks. Where previous post-recessionary rebounds have
been restrained by money shortages, plentiful balance sheet
cash makes simultaneous growth on all fronts readily
available.
The wild card in this potential breakout to the upside is

the rapid evolution of technology. This is particularly
relevant to the  hydraulic-fracturing (fracking) process of

extracting natural gas and oil from shale. Although this
process was first engendered more than 50 years ago, the
high price of oil, especially, has made this constantly
improving technique profitable. It has already fulfilled all
domestic natural gas requirements, anticipating export
possibilities in the future. As the following column points
out, it’s now a real possibility in oil as well.

Total oil energy independence lurks under
America’s top soil
Outside of the Middle East, only the Russian Federation

has the potential oil reserves that could challenge the
estimated 90 billion oil barrels trapped in the handful of U.S.
regions where shale rock content has already been identified.
It’s likely that this potential could be multiplied many

times over if a “full-court press” could be undertaken with
enthusiastic government support.
Therein lies the problem. It’s no exaggeration to claim

that the current Administration is an unwilling party to a
massive drive for exploiting this unanticipated oil glut.
These production capabilities, not even dreamed about a
short few years ago, have been made available through the
hydraulic-fracturing process.
Further enhancing an astounding reserve potential and

profit-ample domestic U.S.-based oil prices are the
revolutionary fracking process. This has already turned a
relatively recent shortage of natural gas and sky-high costs
of up to $15 per million British thermal units only three
years ago, into downward cascading price levels in the $3.75
per comparable Btu into a virtual glut. This previous
anticipation of liquid natural gas (LNG) to meet U.S.
growing needs has, in the veritable blink of an eye, elicited a
major export opportunity.
Fracking opportunities have provided a stunning

turnaround in natural gas. This has already been proven in
the Bakken Belt in North Dakota, and the Marcellus Range
in Pennsylvania and upstate New York. In addition, new
discoveries have already been found in West Texas, and
there are endless acres awaiting development on federal
lands.
But standing as an irrevocable barrier to a fossil fuels

(natural gas and oil) breakthrough is the anti-fracking
Environmental Protection Agency, and its activist head Lisa
Jackson. She believes that accelerating prices of oil, her
number one target, will make an evolutionary leapfrog into
renewables, such as solar, wind, geothermal, hydroelectric
and electric cars totally viable, sooner rather than later. She
is committed to a total renewable energy replacement at
any cost.
Whether this rejectionism will stop the energy revolution

dead in its tracks, will depend on the outcome of the
November 2012 general election.
(Editor’s note: The controversy over fracking revolves around

the many proprietary mixtures of substances injected into the
fuel-bearing substrates during the fracking process.
Environmental groups contend these mixtures contain toxic
chemicals that can find their way into water tables and
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PVF

BY MORRIE BESCHLOSS CONTRIBUTING WRITER

Despite world turmoil, 
PVF markets set to soar
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waterways, depending upon the depth and location of the
fracking process.) 

‘Buy America’ is gathering support
The most recent attempt by both the U.S. government

and the independent businesses sector to shift industry back
to America’s shores seems to be increasingly resonating.
Although wrapped around the “Stars and Stripes,” Buy

America’s initial objective is primarily employment-wise
motivated. To put this concept into full context, this call to
“Americanization” encompasses manufacturers, distributors,
contractors, retailers and specifiers, who control the
overwhelming employment potential in the American
nation.
Even though a reversal of rampant unemployment is a

major target of “Buy America,” it should not be exclusively
protectionist. But it should restore a realistic global balance
within the world’s largest economic giant, the U.S.A.
While the huge shift to imports has had a salutary effect

on both producer and consumer costs, with a moderating
impact on a potentially inflationary spiral, it may have
swung the pendulum too far toward offshore dependence.
Energy usage is the best example. With America’s massive
business/industry community enmeshed in import/export
activities, it would be foolhardy to embrace the
[Republican-sponsored] Depression-era Smoot-Hawley
protectionist legislation, which some economists claim
exacerbated that disaster’s downward plunge.
What I have gleaned from several hundred respondents

regarding a restoration of a more balanced foreign/domestic
role in America’s economic future brought out the
following:
• An overwhelming majority of business decision-makers

believe that it should be mandatory that American business
owners and managers all be totally responsible for the
products of their domestic or import manufacture; whether
industrial or consumer-oriented. Their point is that the
highest standards of safety and performance must be
assured by the progenitor to their markets, no matter where
their origins.
• An attitudinal shift indicates that the runaway

importation of foreign finished goods and components, in
the hands of importers buying strictly on price, should be
reversed.
• Higher overseas labor costs, galloping transportation

outlays, questionable and untraceable foreign quality
standards, and “just in time distributor inventories” have
added to bringing some manufacturing back to the U.S.
In the final analysis, the legal consequences to the

company responsible for installing or dispensing such
products made overseas, if not controlled by a reputable
owner/manager in the U.S., will provide the ultimate
answer to how well the foreign/domestic balance continues
to resonate.

Just-in-time distributors’ inventory
restrictions mask U.S. manufacturing
comeback
In my continuous national survey of America’s

manufacturing comeback, now in its multi-month
consecutive rebound, I tend to dwell on the consummate
amount of orders emanating from the actual product users
for new projects, maintenance and repair, and internal
expansion.
Since I interface with a substantial number of distributors

of industrial and flow control products, I noted an October

disparity between the brisk pace of new orders emanating
from the field, in comparison with the inventory downturn
at the distribution level, which seemed to be lagging from
the brisk pace I noted from field reports in general.
The answer lies in the schism between increasingly

skittish distributors, concerned about a sputtering economy
and overall fears of increasing recessionary trends, and the
actual usage. This has caused distributors in general to
tighten their “just-in-time” inventory level, while customer
orders were expanding during the month of October.
Since the bulk of distribution’s investment revenues are

expended on inventory buildup, this critical segment of the
business channel is heavily influenced by anticipation of
future economic growth, pricing levels, and maintenance of
adequate immediate service to its customers.
The thrust of my October conversations revealed strong

existing demand, but increasing concern with a ‘double dip’
recession, largely influenced by Europe’s intensifying
financial turmoil, and the lack of cohesive business-positive
legislation emanating from the Washington, D.C. political
establishment.
While energy development has reached new levels of

U.S.-based dry land growth, especially in “fracking” activities
like North Dakota’s Bakken Belt, and the Pennsylvania/New
York Marcellus Range, in addition to onsite refinery
expansion, and electric utilities’ catchup, the specter of
outright hostility by the Environmental Protection Agency,
and its successful attempt to stop the building of the
Canadian/American oil pipeline has the distribution
fraternity especially concerned about the future.
(Editor’s note: Nebraska’s Republican governor Dave

Heineman says he supports efforts to accelerate the federal
approval process for a controversial crude oil pipeline through
Nebraska, provided state officials agree to a new, acceptable
route in Nebraska. Pipeline developer Trans-Canada agreed to
divert the 1,700-mile project away from the sensitive Nebraska
Sandhills that are located over the Ogallala Aquifer.
Environmental groups oppose the pipeline because it would
carry toxin-laden Canadian oil-shale crude oil in a 36"
pipeline that could wreak environmental havoc should it
rupture. The Obama administration has delayed the final
approval of the pipeline’s route until 2013, following more
extensive studies of the pipeline’s proposed route.)

Internal corporate capital expenditures 
hit all-time high
Non-defense capital goods orders, excluding military and

commercial aircraft, hit an all-time high of $68.9 billion in
September, surpassing the previous high of $68.5 billion in
April 2008. The latter came at the peak of the pre-recession
boom preceding the global financial disaster of September
2008, ushering in the most recent recession.
These numbers represent the investment dollars that U.S.

companies, large and small, spent on capital equipment
expansion and replacement. What makes these gross
expenditures so phenomenal is that an overwhelming
majority were allocated to automation, upgrading and
mechanization of existing facilities, rather than expansion.
It ratifies what these columns have attested to in the past

year, that business and industry is focusing on greater unit
productivity, in markets that are squeezing profit margins
between higher raw material costs on the one hand, and
customers' static demand and non-acceptance of price
increases on the other.
As often repeated here, it is also part of a widespread

e Turn to BESCHLOSS  on p 56



e Circle 34 on reader reply form on page 93



MECHANICAL CONTRACTING

56

p
h

c
ja

n
u

ar
y 

20
12

  w
w

w
.p

h
cn

e
w

s.
co

m

| PVF | CONTINUED FROM PAGE 54

e Circle 35 on reader reply form on page 93

resistance movement against federal and even state and local
governments to impose greater costs on America’s independent
business sector. Since the overwhelming percentage of such non-
publicly traded companies produce their goods and services
within the borders of America’s 50 states, shifting production
abroad is generally not an option. In fact, our surveys indicate
that maintaining domestic control over quality and inventory
levels ranks high in priorities that such manufacturers,
distributors, contractors and retailers impose on themselves.
This ever-hardening position, in the face of perceived

government hostility, has negatively impacted employment
increasingly. It has further shifted the relocation within the U.S.
from such high tax states as New York, California and Illinois to
Texas, Nevada and the Carolinas, where state governments have
made the hiring climate more propitious.
The insensitivity of U.S. government-controlled agencies like

EPA, SEC and FTC, in coagulating the arteries of businesses,
desperately desiring to prevail in a stagnant economy, will make
it nigh impossible for America’s private employment sector to
even absorb new entries into the labor pool, much less reduce
the high recession level employment rate.
An American economic decision showdown will have to

await the November 6, 2012, general elections to determine this
nation’s future economic course.

America’s intellectual property rights thefts —
U.S. multi-national corporate victim?
Although the federal government has accused such major

world powers as China, Russia and India as being complicit in
the theft of America’s intellectual property rights — such as
high technology, films, literature and patented medical
innovations, etc.— this has not stopped such practice in its tracks.
The U.S. is obviously the leading victim in this ongoing theft,

due to the prominence of its inventive exceptionalism.
While these alleged crimes are said to be committed by a

shadowy group of “idea thieves,” it may come as a shock to learn
that large American corporations, and even government agencies,
are complicit.
With the surge by many of America’s billion-dollar entities

gravitating to low-cost overseas manufacturing and service
facilities having become epidemic in the past 20 years, the
usurping of America’s innovative genius has become increasingly
easy.
Since manufacturing facilities in foreign nations are easily

accessible to local managers and engineers, such usurpation is
not difficult to evolve even under the strictest surveillance by
corporate U.S. headquarters.
Charges levied by legal representatives of multi-nationals,

who have demanded stoppage of such practices when incurred,
found little satisfaction in those accused’s national courts.
This practice has also spread to military and security-oriented

equipment, either sub-contracted overseas or licensed to foreign
contractors, who can “leak” such world-leading ideas as
aeronautics, avionics, and missile defense technology.
Although this “leaking” of innovations is known to be a

relatively ongoing practice, there is little the U.S. government or
the major corporations have done to nip it in the bud.
These thefts are an unfortunate sidebar to America’s

spreading dependence on its foreign affiliates. In addition to the
purloining of America’s innovative genius, these ongoing idea
thefts will further weaken the domestic advantage that should
have accrued to the benefit of America’s business industry, and
the public in general. l

Morris R. Beschloss, a 55-year veteran of the pipe, valve and
fitting industry, is PVF and economic analyst for The Wholesaler.



Iam honored to be MCAA’spresident this year. MCAA is
more than a trade association to

me; it is truly a family of contractors
who are dedicated to bettering their
industry. Since I started my business,
West Chester Mechanical, just
outside Philly, in the mid-1990s and
joined MCAA, I have learned so
much that helped me and my
company succeed in these changing
and challenging times. 
Due to the slow economic

recovery, this past year has again
been difficult for many in our
industry. But thanks to MCAA and
the hard work of our volunteer
leaders and professional staff, we
have been able to make real progress
to benefit our members in 2011.
We are especially proud that as a

result of MCAA’s leadership and
commitment we successfully resolved
a competitive threat to our union
contracting sector from an accounting
rule proposed by the Financial
Accounting Standards Board (FASB).
In September 2010, FASB announced
a proposal that would have required
contributing employers to annually
disclose the estimated withdrawal
liability under every multiemployer
defined benefit pension plan to which
they contribute, whether or not those
employers intended to withdraw from
those plans. 
This proposed disclosure would

have been fundamentally misleading,
and the consequences of disclosing
this flawed information might have
put the contributing employer's
financial and surety credit rating and
capacity in serious jeopardy. This is
not to mention the wasted time and
money we would have had to spend
on accountants and actuaries to
develop the proposed annual
financial statement footnote. 
The original FASB proposal was

neither sound accounting policy nor
in accord with established
multiemployer defined benefit
pension plan operating practices. This
misleading disclosure could have
compromised evaluations of the
employer’s financial soundness
relating to financial transactions,
ranging from company valuations for
joint ventures to financial assessment
rating in project owner/contractor
selection negotiations. 
In sum, the original FASB proposal

was neither sound accounting policy
nor in accord with established
multiemployer defined benefit
pension plan operating practices.

MCAA members and its affiliates
were unanimous in assessing the dire
threat the FASB proposal posed for
our industry. 
Because of this unprecedented

threat, MCAA led the industry in the
formation of a coalition and a
professional advisory panel and
enlisted the participation of virtually
all the union-signatory employer
associations in the construction
industry, surety associations and
commercial banking users of financial
statements. The coalition worked
together to remove the threat to the
industry from the original FASB
proposal, while still allowing the
FASB to achieve its announced goal
of enhanced transparency in
disclosures of an employer's
participation in multiemployer
defined benefit pension plans.
MCAA assembled the advisory

panel and the coalition to undertake
an unprecedented, industry-wide
constructive collaboration to engage
FASB in an interest-based problem
solving approach to revise the
original proposal to meet both the
FASB's and CIFC's goals and to
bring other industry stakeholders
into the process to ensure a positive
outcome. In particular, MCAA’s
labor partners at the United
Association were a strong ally in
communicating our views to FASB,
as well as raising the visibility of this
issue in Washington political circles. 
MCAA, other CIFC members and

the advisory panel provided FASB
with persuasive analyses of the
withdrawal liability issues. Also, the
advisory panel engaged in an
exhaustive “field test” of the original
FASB proposal with an actual mid-
size mechanical construction firm
and presented the results in a
meeting with FASB board members
and staff. The field test clearly
demonstrated to FASB the inordinate
expense and inherent infeasibility of
its original proposal, which FASB
acknowledged. At that meeting, the
CIFC advisory panel recommended a
compromise proposal that eventually
proved to meet both the FASB's and
CIFC’s objectives.
MCAA and the CIFC remain

confident that the soundness of this
compromise adopted by the FASB in
its final standard, issued in September
2011, should remain unchanged into
the foreseeable future. I think that it’s
interesting to note that the
compromise disclosure table
developed by our group is likely to

save a contractor member more than
their maximum annual dues for
MCAA membership. That’s not
counting protecting their competitive
position in the marketplace. That’s
what I call a true member benefit.
Our advocacy successes this past

year didn’t stop there. We just
accomplished our goal of convincing
the Congress to rescind the three
percent withholding tax on
government contract payments,
before it was able to actually go into
effect. President Obama signed the
repeal bill into law in December, the
culmination of a five-year effort on
the part of MCAA’s Government
Affairs Committee, many of our local
associations and lobbying by other
impacted industries. As many of you
know, in 2006, Congress came up
with the ill-conceived idea of
withholding three percent of
payments to contractors, not only on
federal contracts but also on state
and local government contracts with
partial federal funding, all intended
to ensure “tax compliance.” 
MCAA took the lead in the

construction industry and worked
long and hard to overturn this
legislation. It would have penalized
all of us in an effort by the
government to deal with a few bad
contractors. Our members testified
in Congress twice and before the IRS,
and we were finally successful. This
threat to our industry, had it gone
unchecked, would have directly
impacted the bottom line at our
companies. Our employees would
have felt the impact of this
unnecessary financial hit from the
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By Mark Rogers
MCAA President

MCAA — Making a Difference

e Continued on p 63



The Aqua — built by
developer James Loewenberg
of the Magellan

Development Group, with design by
Jeanne Gang, FAIA, of Studio Gang
— is now a 28-acre Lakeshore East
complex on the old Illinois Central
Railroad yards along Lake Michigan.
At its center, the Aqua Tower surges
high above the surrounding area. 
Gang’s alluring design includes a

residential tower, which rises from a
mixed-use podium at its base. All
told the entire project, from land to
furnishings, required an investment
of $4 billion.
The design team devised ways to

make Aqua energy efficient through
sustainable strategies that enabled
the developer to apply for LEED
Silver status. Loewenberg admits
that green wasn’t the first thing on
his mind at the beginning of the
process, but, because of Chicago’s
strong environmental laws, he soon
thought, “We could make this
building green. We were already
heading in that direction, and I
wasn’t even aware of it.” 
Gang, who has incorporated

energy-saving features into a
number of her previous projects,
was delighted.

Concrete and glass
In a city known for its rectilinear

skyscrapers,
Gang
introduced
dramatic
curves by wrapping the tower with
sinuous concrete balconies. The
building’s plan reserves floors four
to 18 for The Radisson Blu Aqua
Hotel, which opened in late 2011,
with 334 rooms and suites. Floors
19 to 52 will have 474 rental
apartments. The remaining upper
floors provide space for 264 high-
end condos, with penthouses on
floors 80 and 81.
Gang designed the balconies for

sun-shading, making them deeper
on the south than on the north. As
many balconies as possible were
placed next to living rooms, thus
forming visual extensions of the
living spaces. 
While the concrete decks cut

solar load on the glass facades, the
architects left certain glazed areas
exposed — organically shaped
expanses of wall they call “pools” —
for interiors where balconies aren’t
needed but direct sunlight is
welcome. To reduce solar load on
the exposed glass, Studio Gang
conducted sun pattern studies that
in turn led to its specifying six
different types of glazing. In
addition to low-E coatings, the firm
selected reflective glass for the

exposed parts of the east and south
facades. 
Studio Gang acknowledges that

the concrete balconies, which are
extensions of the floor slabs, shed
Btu in the winter, much like fins on
an air cooled engine. The idea of
adding thermal breaks between the
indoor and outdoor portions of the
slabs was considered, but it proved
too difficult. In terms of overall
energy use, the heat loss in the
winter is more than offset by
summer savings from shade
provided by the balconies and the
use of reflective glass in the “pool”
areas.
Inside the dwelling units, the

architects selected materials and
equipment with sustainable features,
such as bamboo for the floors. Low-
flow plumbing fixtures were
selected to cut down on water use,
and Energy Star-rated appliances
were installed.

Mechanical bliss
Heat for the 870-foot tall building

comes from four, 12,800 mbh gas-
fired boilers that feed a 10-inch riser.
Two 1,030 gpm pumps are used to
circulate the water, while another
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‘’Aqua’ changes Chicago skyline

Aqua building

Chicago’s high-rise
skyline is forever
changed. Under
construction for four
years, the 82-story, 1.9
million-square-foot
Aqua building in
Chicago’s downtown
area is now one of the
city’s most prominent
jewels.
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pump is on standby.
The boilers are also
used to fire indirect
water heaters to supply
nearly the entire
building with domestic
hot water. The upper
condominium floors
have individual gas-
fired water heaters.
“That 10-inch main
supplies three risers for
the whole building,”
said Dan Krebsbach,
VP of Advance
Mechanical, which is
based in Arlington
Heights and kept
between 30 and 40
union workers on the
Aqua job for nearly
four years. Engineers at
Advance designed the
mechanical system. 
“The biggest
challenge we had to
overcome was the
height of the building,”
said Krebsbach. “It
necessitated breaking
the hydronic systems
apart vertically to keep
the hydrostatic
pressure within

reasonable limits.” The tower was
broken into three sections, with the
use of two large plate-and-frame
heat exchangers and powerful base-
mounted pumps.
Hot water is delivered to 1,600

International Environmental
Corporation (IEC) fan coil units,
most of which are either 300 (9,000
Btu) or 600 CFM (1,800 Btu) units.
The concealed vertical stack units
cut installation time and material
costs. “The units are generally
located one on top of the other,
making hot water, chilled water and
condensate drain line installations
very simple and cost effective,” said
Ron Porter, senior product manager
at IEC. The risers, which were
installed at IEC’s Oklahoma City
manufacturing facility, essentially
became extensions of the cooling
and heating water mains. 
“Each fan coil unit has separate
heating and cooling coils with water
valves that respond to the local
room thermostat,” said Porter. “With
this system, individual apartments
or hotel rooms can enjoy heating or
cooling as desired, creating an
optimum luxury environment.” The
four pipe, stacked fan-coil units are
often situated against an exterior
wall, where maximum heat gain and

MECHANICAL CONTRACTING  e Continued from p 58
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Tim Mayer (foreground) and Building Engineer Jerry Kem-
perman, check the operation of one of four 10,500 MBH
boilers.  

Advance Mechanical's Jim Paulsen, service foreman, and Dan
Krebsbach, check fan coil wiring inside a condo unit.  

This Taco vertical in-line pump resides on Aqua's 57th floor.  It
circulates hot water for fan coil units to condo fan coil units at
that level, and to living spaces in the floors above it.  

Aqua’s Mechanical System

Hidden inside the Aqua building's wondrously aesthetic outer shell is a sophisticated, world class mechanical system.  
Dan Krebsbach, VP of Advance Mechanical, the firm tapped for all HVAC installations at the Aqua building, says that the

only key challenge posed by the 86-story Aqua building (5 underground levels and 81 above) was the need to contend with all
of the hydrostatic pressure. 

“With that many floors, we knew we'd need to break the system into sections to avoid hydrostatic pressures greater than 250-
300 pounds. On the heating side, we split the system up into three sections - each with its own 5 million BTU heat exchanger,”
said Krebsbach.

The building's mechanical system includes 17 Taco pumps, the largest of which are three 2,000 gpm chilled water end-suction
pumps. There are also nine 1,000 gpm end-suction pumps. The remaining pumps include two vertical inline pumps and three
fill-system pumps. 

“We've been very pleased with the performance of Taco pumps through the years,” added Krebsbach who began work in the
field in 1972. “I learned very early in my hydronics career about Taco pumps. They're certainly pulling their weight at Aqua.”
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loss is noticed. 
On the lower level of the

skyscraper, two 1,200-ton heat
exchangers tap Thermal Chicago’s
underground chilled water lines. In
operation since 1995, Thermal
Chicago
Corporation is
the world's
largest
interconnected
district cooling
system, serving
about 100
buildings in the
downtown
Chicago area,
for a contracted
capacity of
100,000 tons.
The Aqua
building fulfills
its name; it calls
for 12-inch
water mains to
cool the entire
structure. 

Lush
greenery
At the base

of the tower, a
three-story
podium
contains the
hotel and

apartment lobbies.
Most notable is the
80,000-square-foot
garden on the
podium roof. The
garden includes an
outdoor swimming
pool and a running
track, while the
tower rises from the
center, high above
the greenery. 
On this park-like

roof, meandering
paths weave
between low
evergreens and
deciduous plantings.
A continuous
drainage layer allows
water to flow under
soil, gravel, and
concrete walls to
drains and pipes.
The roof’s
vegetation is not
only aesthetic but
also combats the
heat-island effect
during the hot
summer months by
lowering ambient
temperatures

around the building.
The Aqua is also host to

Chicago’s first electric-vehicle
charging station open to the public,
in the tower’s underground parking

garage. The station can
accommodate 24 electric and hybrid
vehicles. Other sustainable features
include rainwater harvesting systems
and energy-efficient lighting. 
For those with a soft spot for wild

animals, the tower has a design
concept unlike any other skyscraper
in the city. The balconies, railing and
etched glass minimize bird
casualties by making the building
easily seen, minimizing aerial
impacts.
All this comes at a price, however.

The tower’s condominium models
include a 1,251 square-foot, two-
bedroom, two-bath plan with a
southeast view on the 58th floor
priced at $755,000. A two-bedroom,
2.5-bath with den design with 1,577
square feet of living space on the
71st floor with a south view, costs
$759,000.
On Magellan Development

Group’s Aqua Tower sales website,
high-speed zoned elevators are
listed as a selling feature. So are
breathtaking views from all
apartments, floor to ceiling windows,
hardwood floors and granite
countertops. Among the selection of
top-tier appliances and creature
comforts, the list includes “year-
round, individually-controlled
heating and air condition.” It omits,
however, “courtesy of Advance
Mechanical and IEC.” l

Tim Mayer, Advance Mechanical job superintendent, check
pressure across a Taco vertical inline pump.

From basic hydraulic separation to full primary/secondary zoning system, PHP 
provides cost-effective, space-saving, innovative piping solutions with our new U.S. 
Patent Pending products.
The Allcan™ is a hydraulic separator with a high quality air separator built in. It 

to aid in easy piping to the secondary-loop heating zones. This product comes 

vent, secondary loop Grundfos 15-58 end-suction zone pumps (standard) or Taco 
00R-MS in-line pumps (optional), primary loop pump/indirect water tank pump as 

For ordering and information also try www.hydronicworkshop.com.

LIMITED INSTALL SPACE?   
NO LONGER AN ISSUE WITH THE PHP ALLCANTM HYDRAULIC SEPARATOR

Precision
Hydronics

Precision
TM ®

www.phpinc.us

U.
S.
GR
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USGBC ®

Precision Hydronic Products 
Division of JL industr ies, inc. 
6807 NE 79th Court Ste E - Portland, OR 97218   
Phone: (503) 445-4188 - FAX: (503) 445-4187 
©2009       www.phpinc.us

Patent Pending Components Made in the USA.
We do not export labor.
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The mechanical, electrical and
plumbing community has seen
a significant evolution in how

project design and planning has
evolved from the more traditional
design tools such as hard copy versions
of blueprints to more computer aided
design (CAD)-based programs.
Perhaps the biggest shift has been the
recent adoption of the Autodesk
software Revit. With Revit, design
professionals can more efficiently
manage their design and produce
more accurately detailed project plans.
As opposed to the architect and the
mechanical, electrical and structural
engineers working from their own sets
of plans, Revit allows for a single, three
dimensional view of the project to be
created and communicated across the
entire project user base. 
Extending the power and

functionality of the Revit program,

building product manufacturers
are taking advantage of this
technology to create branded,
visually compelling, information-
rich 3D virtual models of their
products. Known as building
information modeling (BIM), the
transformation taking place means
that a building and its component
parts now have imbedded data
directly in the models, allowing
design professionals the ability to
quickly perform specification and
design functions that have
traditionally required a much
greater time frame. 
The building industry is seeing a

growing number of manufacturers
create a library of information rich,
three dimensional real-world products
that are making the entire design, bid
and build process more fluid, while
reducing commonly seen mistakes

made either in the design phase or as a
result of miscommunication and value
engineering. 
In addition to the Revit revolution,

technology is now taking building
design to a new, more interactive level.

Using years of experience
taken from the video-gaming
industry, companies like
VIMtrek are bringing the
immersive world of gaming to
building design. Projects built
in Revit can be rendered in
minutes instead of hours, and
the technology allows
designers the ability to
literally walk through the
virtual building. Once inside
the project, participants can
make notes, access the latest
price information and even
calculate building materials
down to the nail. A brave
new world, indeed. l

Chuck Lott is vice president
sales and marketing for
Precision Plumbing Products.
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BY CHUCK LOTT

The  RevolutionREVIT

Eliminate scale, lime
– and wasted time.

De-scale without fail.
Quickly, and safely. 

Did you know that 85% of the US is in moderate to hard water
areas? That means scale build-up begins almost immediately

on heat exchange elements like hot water heaters, 
boilers, tankless units and more.

SpeedClean’s Bucket Descaler quickly turns any 5-gallon 
bucket into a high-powered descaling system. Just add 

SpeedyBright, our NSF/UL certified descaler solution, and 
you’ll quickly reduce limescale, rust, and calcium –

returning systems to near peak efficiency. It’s a perfect 
addition to your maintenance offerings. 

Use it on •Tankless Hot Water Heaters
•Tanked Hot water systems
• Boilers/Heat Exchanger

Learn more at
SpeedClean.com

Improve your performance at

speedclean.comAvailable at your 
HVAC Distributor

Bucket
Descaler™
& SpeedyBright

� � � � � �� �� � �� �
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Precision Plumbing
Products has partnered with
SmartBIM, an Atlanta-
based company responsible
for developing both the
software for managing ob-
ject models in Revit, as
well as the environmental
documentation process for
the PPP library. Design
professionals utilizing
Revit may now go to one
place where the entire PPP
product line may be ac-
cessed for insertion into
their Revit models. (Visit
www.pppinc.net and click
SmartBIM).

BIM allows design professionals the ability to quickly perform
specification and design functions that have traditionally re-
quired a much greater time frame. Photo credit: Ron George
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  federal government. We are
delighted that it was repealed
before it could cause harm. 
While these advocacy efforts have

had great results this year, I have
personally been even more gratified
by the way our strategic planning
efforts with the United Association
have evolved to better our industry.
In August, I was honored to address
over 3,500 UA members at the UA
convention in Las Vegas, where I
talked about the activities we have
underway as part of our joint
strategic planning. As part of this
effort, we came up with an
educational program to acquaint UA
members with the real cost of an
hour of labor and with the
contractor’s business model. We
presented this for the first time in
February to new business managers,
and we taught two classes to UA
instructors in Ann Arbor last August.
In October, we gave two

additional seminars in San Diego to
160 of the UA’s most senior
business managers. The managers’
reception has been
overwhelmingly positive,
and I’ve received
numerous invitations to
give the seminar to their
locals. In November, I
gave a version to members
of Local 562 in St. Louis
and additional
presentations are on the
schedule for 2012.
For many business

managers the exercise that
is part of our
presentation; building the
rate, bidding a job and
then looking at how real-
life situations impact costs
on the job has been
surprising. I think that
they now understand a bit
better the challenges
contractors face on a daily
basis. 
On every level, we —

contractors and our labor
force — depend on each
other for our joint success.
So, when we understand
each other's challenges
and our respective points
of view better, we all
benefit. Our joint goal
remains to deliver the best
value to our clients — the
owners. MCAA and its
leadership are doing
everything we can to
foster the communication
we need to get our
industry heading in the

right direction and to gain back
market share and more profitable
jobs for MCAA members. 
Our educational programs are

MCAA’s core mission. In 2011, we
had a series of standing-room-only
programs, despite the economy. Our
Advanced Leadership Institute for
senior executives updated their
curriculum and graduated a record
class of 38. We held a mid-year
conference on business strategies to
pursue when coming out of a
recession. BIM workshops, energy
efficiency programs, a prefab
workshop, another highly successful
student summit for our college
student chapters — it’s been another
busy year.
Looking ahead to 2012, we are on

track to deliver even more
educational opportunities for our
members. Right now, we are hard at
work planning MCAA’s annual
convention, March 18 – 22 at Disney
World in Orlando. I guarantee that
there will be great speakers and,
again, our workshops will deliver

take-home information on a number
of bottom-line topics. 
Former Defense Secretary, the

Honorable Dr. Robert Gates will
deliver the keynote address at our
opening session, NFL coach Jimmy
Johnson will motivate attendees at our
Awards of Excellence breakfast and
esteemed CBS broadcast journalist
and political analyst Bob Schieffer will
comment on the national scene at our
closing session. As always, the
networking and mentoring
opportunities our convention affords
will pay big dividends to our attendees.
And did I mention parties? I know
everyone will have an amazing time.
You can see why I am so honored

to be MCAA president and to have
the opportunity to lead this
association. We are working hard to
better our industry, exceed our
owner’s expectations and provide a
bright future for our employees and
our families. 2012 is looking like
another stellar year from the
vantage point of our national
association. l
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As we’re in the process of closing out 2011 here at
Foley Mechanical, I took some time to reflect on
2011. We’re ending the fourth quarter on an

upswing and had a positive year. Gross revenues stayed
about the same as 2010, but our margins improved from
6% net to 11% net. And there is still room for
improvement. 
I have the good fortune to work in a thriving local

economy. The Washington, D.C., metro area seems to
weather economic downturns better than most. Our
economy is diverse, with no single dominant sector. The
federal government stokes the economic engine, but it’s
actually the companies doing business with the federal
government and the military that really give the
economy a boost. In particular, defense and other
government contractors have done well for the last
several years, helping to cover the dip in the residential
housing market. The commercial market remained
steady throughout. 
My outlook for 2012 is positive. If 2010 was about

holding ground and not slipping backwards, and 2011 was
about improving the bottom line, then 2012 will be about
growth and ever-higher margins. After two years of
keeping a tight handle on overhead spending and keeping
operating costs in check, I’ve made the following changes
in my company:
• Hired four new field employees in the past month

(for a total of 17 employees at FMI)
• Invested in a new website (in development), logo, and

professional services
• Ordered two new trucks 
• Purchased new design software 
• Purchased new tools to improve the efficiency of field

staff
I’ve made these changes so that my company will be in

a good position to respond when the recession loosens its
grip. This past fall, I closed three significant deals, totaling
more than $2M, which allowed me to invest in the new
employees and infrastructure. 
“Luck is what happens when preparation meets
opportunity,” said the first-century Roman philosopher
Seneca. I plan on being “lucky” in 2012. 
I asked old friend and super rep Skipper Joyce how he

envisions the coming year. Skipper is owner of The Joyce
Agency (www.thejoyceagency.com) located in
Springfield, Virginia, which was awarded 2010 Rep of
the Year by Plumbing & Mechanical magazine. Skipper
reps many of the lines we use, such as Viessmann,
Grundfos, Mitsubishi and Watts Radiant. He also carries
a full plumbing line. 
“2011 was a good year for the Joyce Agency,” said Joyce,

“especially on the commercial side. 2012 is going to be a
mixed bag, with commercial business expected to drop a
little. We’re planning on residential to be up slightly.
Repair and remodel work will hold steady. Moving
forward into 2012, we’re looking to react to the market

and be able to change direction quickly.” 
For a broader insight into the state of the

hydronics industry, I contacted Lino Santoro,
director of radiant sales at Viega North
America. Lino has a pulse on the national
market. “Viega is forecasting a double-digit
increase in sales in 2012 for our residential
radiant product line,” said Santoro. “We expect this trend
to hold true for our commercial snowmelt, heating and
cooling line as well. We’re also forecasting an increase in
our Pro-Press line.” 
What recession? It appears that Viega has chosen to

ignore the economists and create its own market. I like
Lino’s optimism and make-it-happen attitude. 
Larry Drake, president of Teal International Corporation

and former executive director of the Radiant Panel
Association, is well connected within the hydronics
industry. He is presently working on an innovative
graphical hydronics design software program. He shared
his thoughts on the future of the hydronics market: “2012
will be a year of ‘if’ this, ‘then’ that. As with most election
years, the mood of the country’s economic outlook will
depend on who stays in office and who goes. If the current
administration continues, then we can expect to see things
remain pretty much the same. The world market will
continue to struggle, and any recovery is years away. 
“On the other hand, if there is a new administration,
regardless of one’s political bent, then it will bring a spurt
of optimism. This will fuel a temporary uptick in the
economy. There is a lot of pent up energy. Industry has
been winding its spring. If a new administration offers any
kind of regulatory relief for industry, then the spring will
begin to unwind once again. 
“Politicians like to say jobs fuel the economy, but it is
optimism that makes our system work. Give industry a
reason to believe in the future, and it will create jobs. Jobs
create wealth, and wealth builds homes.”
To benefit from a West Coast perspective, I talked with

Bill Shady, P.E., owner of Sustainable Design and Product
Management, a Santa Cruz-based consulting engineering
and product development firm
(www.sustainabledesignpm.com). Bill’s primary market
covers the entire state of California, but he has projects
all over North America, as well as international
commissions. “2011 was a recovery year for everybody,”
said Shady. “The economy and construction industry
contracted so quickly, it took people by surprise. We look
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FROM THE FIELD

I’ve made these changes
so that my company will
be in a good position to
respond when the
recession loosens its grip.

BY DAN foleY CONTRIBUTING WRITER

Hydronics forecast:
Looking ahead to 2012

e Turn to FOLEY  on p 66
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for 2012 to be a year of positive growth.” 
Bill certainly has a positive outlook. He’s rolling out a

brand new, innovative product called the Climate Right
System, a packaged mechanical and control system that I
plan to cover in greater detail in a future column. The
product is in growth mode, with nine systems on order. 
“My market is full of young, wealthy, stock-laden
Internet and software entrepreneurs,” says Shady. “I foresee
the high-end custom estate home market picking up.” 
Bill also forecasts growth in the hydronics market for

the multi-family high-rise commercial market. The
owners of these projects are looking for mechanical
systems with a small footprint that are economical to
operate and allow for sub-metering, according to Bill. So
it sounds like this is a good time to be in the hydronics
business in California. 
Here in the DC market, I’ve observed a number of

trends. In my daily contact with architects, builders,
engineers and clients, I’ve observed the following:
• There is a continuing focus on sustainable

technologies such as solar thermal, ground-source heat
pumps, air-to-water heat pumps and bio-fuel systems. The
one thing these systems have in common is hydronics. 
• Passive house and related building envelope

technologies will become mainstream. We completed our

first passive house mechanical system this year (See my
June and July 2011 columns) and have two more in the
design phase. 
• A larger percentage of hot water boiler installations

will be 95%+ condensing gas boilers. We will probably
install eight low-mass condensing gas boilers for every one
cast iron atmospheric boiler we install.
• New control systems allow mechanical contractors to

achieve what used to be subbed out to specialty
contractors. Uponor CCN, tekmar and Taco iWorx are
three I have used, but many more are available. 
• Radiant cooling will be a growth area. Our first

system is going in now. The affordable control systems
mentioned above now make radiant cooling systems
possible for residential projects.
I’m optimistic about the opportunities for growth and

higher margins in 2012. I hope you’ll write to us and
share your thoughts for the year ahead, and I wish you all
a healthy and prosperous new year. l

Dan Foley is president and owner of Foley Mechanical
Inc., based in Lorton, Va. FMI specializes in radiant,
hydronics and steam systems, as well as mechanical systems
for large custom homes. He can be reached at 703/339-8030
or at dfoley50@verizon.net.
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This VersaTherm™ Snap-Fit Hydronic Floor...

...was finished in four hours by only two installers. 

...uses 1/2" tube for longer more efficient circuits.
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...is constructed of water resistant high impact materials.
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Although hydronic radiant
systems have been around
since Roman times, radiant

has remained in a small, niche
market, a “luxury” item reserved
mainly for the upper classes.
However, with the onset of
sustainable building requirements for
commercial structures, demand for
energy-efficient homes and new
technologies making radiant easier
and more affordable for the masses,
radiant is making a new name for
itself in the building sector.
In 2012, I predict that radiant will

start to gain ground, not by replacing
alternative heating and cooling
systems, but by integrating with
them. In the commercial market,
radiant will be considered in more
applications that are also using
traditional HVAC systems but can
benefit from the energy efficiency of
adding radiant as a complementary
system. Residentially, radiant will
also become more accessible to the
masses with the availability of new
products that make it faster, easier
and more affordable to install in a
home. In both markets, system
controls will provide the “brains” that
integrate the different components
to operate as a single, optimized,
energy-efficient, radiant-based
HVAC system.

Accessibility and
affordability
With the introduction of new

radiant packages that offer a
complete radiant mechanical room in
one preassembled, easy-to-install
appliance, manufacturers are seeing
the gap in the market and answering
with a product that can make radiant
more accessible and affordable for
the masses.
As the housing crunch continues

to challenge the building market,
many installers have seen an increase
in remodel and retrofit projects.
These radiant appliances make it
very easy to install radiant in a
basement or addition. The process is
simple: Hang the panel on a wall and
hook up the electrical and the
radiant tubing. It removes the
guesswork and increases the system
success rate. 
In addition, manufacturers have

also created products to address the
other key part of the system
installation — the tubing installation.
New knobbed mat products

dramatically simplify the tubing
installation. The installer simply
places the network of mats on the
slab or subfloor and then “walks” the
tubing in between the knobs. The
combination of the mechanical room
appliance coupled with the knobbed
mat tubing products allows
contractors to install a basement
remodel that may have previously
taken a week in less than one day.
On the commercial side,

prefabricated radiant tubing mats are
another innovative product, making
it faster and easier to install radiant
systems in large-scale applications.
By simply rolling out the
prefabricated mats at the jobsite,
many commercial installers are
seeing their install times decrease by
nearly 80 percent. That significant
time savings, coupled with the
energy efficiency of radiant heating
and cooling systems, makes it easier
for commercial engineers to justify
radiant as part of a value-engineered
project.

Systems Integration
Renewable energy, such as

geothermal and solar, will continue
to be strong in 2012. This is
particularly true as energy costs
continue to climb and a mix of
federal and local tax incentives and
rebates on renewable systems make
them more affordable to a greater
number of consumers.
Radiant can play a big part in

enabling a geothermal or solar
system to run more efficiently and
maximize energy savings. For
example, high-efficiency geothermal
heat pumps operate more efficiently
at lower water temperatures. Because
radiant floor heating systems require
lower water temperatures than
radiators or forced-air systems, the
radiant floor heating system enables
the heat pump to operate more
efficiently.
Radiant systems can also use a

passive design in commercial
applications, which enables them to
store unused heat or cooling during
off-peak hours and then use it at
peak hours to maximize energy
efficiency. While traditional HVAC
systems will continue to play an
important role in commercial
building projects, radiant will
definitely see an increase as a
valuable system to integrate energy
efficiency and indoor environmental

quality.
In both residential and commercial

applications, radiant and air heating
and cooling, ventilation,
humidification, dehumidification and
renewable-energy products will be
integrated into a single, synergistic
system.

Integrated controls
Integrating radiant with renewable

and traditional HVAC systems also
brings the necessity of integrated
control systems. The new wave of
integrated radiant controls will
continue to see a strong presence in
the marketplace. These control
packages make it easier to increase
system efficiency and optimize
comfort by integrating heating,
cooling, ventilation and
humidification into a single system.
For example, one problem

integrated controls solve is
simultaneous heating and cooling
that can occur when one control
system is used for heating and
another is used for cooling. An
integrated control package is a “smart”
system that will routinely perform
two-way communication throughout
the network to send as well as to
receive information so that systems
are not working against each other.
Some of these integrated control

systems also allow remote access to
the system via the Internet. This
option gives incredible control for
greater energy efficiency and
monitoring. There are even
electronic notification options that
permit a service contractor to
monitor and manage the system
online and troubleshoot remotely.
While radiant will be a relatively

small share of the total HVAC
market in 2012, with new
technologies making it faster and
simpler to install, it will start to
become a more popular option. And
as more and more people have the
opportunity to experience the
incredible comfort and efficiency of
radiant — two of its most valuable
selling points — its presence will
expand in the
market. l

Mark Hudoba is
the senior product
manager for heating
and cooling at
Uponor North
America.
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Radiant forecast for 2012: 
affordability, integration and controls
BY MARK HUDOBA
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BOILER & WATER HEATER REPORT

2012 boiler & water
heater forecast — flat
Phc News offers its Boiler & Water Heater Report, where
boiler manufacturers are candid about their company,

products and the boiler market forecast. 
The players in the water heater manufacturing industry have

spoken. The overwhelming consensus when talking about the
2012 boiler and water heater forecast — flat.
“We expect the market in 2012 to be much like the market in
2011. Total units will be flat to slightly up (<2%). Commercial will
continue to be stronger than residential with growth in the 3-4%
range,” said Bruce Carnevale, vice president of sales and marketing,
Bradford White.
The manufacturers appear in no particular order. ;

Crown Boiler Co.
www.crownboiler.com

Trends: The biggest trend
Crown is seeing, as we enter
2012, continues to be energy
efficiency. Whether that means
using an indirect water heater
with a boiler or a tankless
water heater, homeowners are
looking for savings.
Company News: Crown

Boiler University, the online training program, is now in full
swing. It will be continually adding courses throughout the year,
and completed courses can be used for NATE and NORA CEUs
when it comes time for contractors to recertify. Crown is going
to be launching new products on both the oil and gas side in
2012.
Boiler Market Forecast: Crown is mildly optimistic about the

upcoming year. We are starting to see good signs that indicate
an uptick in the hot water market, and will look for that trend
to continue throughout the year.
Selling Energy Efficiency: Be as knowledgeable as possible

about the product. Take all the training you can, either in
person or online. This way you will be more prepared to answer
any questions a homeowner may have. Also, being familiar with
a product will reduce installation times, and allow contractors
to be more competitive in their bids.

The Aruba IV
(AWR) is a
gas-fired hot
water boiler
built for
reliability,
efficiency
and
performance.
It is designed for use with
residential and small commercial
applications with an approved
chimney. The AWR has an Annual
Fuel Utilization Efficiency (AFUE)
that varies from 82.8% to 83.3%
and the heat exchanger comes
with a limited lifetime warranty.

Energy Kinetics
www.energykinetics.com

Trends: Combination heat and hot
water systems continue to increase
market share as consumers and
contractors become more aware about
consistent energy
savings of 20% to 40%
with low idle loss
designs, and System
2000 leads the way.
AFUE does not apply
to combination
systems, and a recent report by the American Society of
Heating, Refrigeration, and Air-Conditioning Engineers
(ASHRAE) highlights that using AFUE or EF alone “fails to
indicate actual annual performance and to identify the energy
saving potential possible with a system upgrade.” Even in a
challenging economic climate, as consumers and contractors
realize the benefits of impressive energy savings, exceptional
comfort, and virtually unlimited hot water, demand will
continue to increase into 2012.
Company News: Energy Kinetics offers ProTrain™ Technical

Service Training courses which cover established principles that
help with installing and servicing all heating equipment and
efficient heating system design, as well as System 2000 basics,
applications, installation, tune-up and service. Other heating
professional courses include training with powerful tools to
communicate savings benefits, system design and fast and
accurate job estimates. All instructors are seasoned professionals
with decades of hands-on experience to make the most of
attendees valuable time.
Selling Energy Efficiency: Energy Kinetics offers

authorized dealers powerful tools to help communicate the
benefits of energy savings and save time in the field and office.
In about five minutes, Energy Kinetics’ Smart Quote™ App
allows dealers to create customized, accurate and complete
quotes for System 2000 advanced heating systems, email
quotes to homeowners, order systems from the factory and
more. Smart Heat™ quickly and simply estimates greenhouse
gas emissions and energy savings and payback, creates
customized, consumer friendly reports for combination
system upgrades, and more. We have received a tremendous
positive response from both homeowners and contractors
who appreciate these innovative new apps and tools.
Dashboard versions also run on conventional browser
platforms in addition to smart phones.

American Water Heaters
www.americanwaterheater.com

Company News: American Water Heaters
recently rolled out a newly designed fleet of
gas water heaters. The new line features an
advanced gas valve design with electronic
controls and LED indicators. 
This improved design offers many

advanced features including: 
New Electronic Gas Valve: New high-tech

gas control is a self-powered gas valve that
uses a thermopile to generate the power
needed to operate the control. No external power source is
required. With fewer moving parts and internal components,
the valve optimizes performance through improved
temperature control and accuracy.
LimeFighter® Inlet Tube: Thanks to proven technology, the

inlet tube features water jets that redirect incoming cold water
into the tank, creating turbulence, which helps prevent and
reduce lime build-up.
Brass Drain Valve: The corrosion-resistant valve contributes

to improved reliability.
PEX-Lined Nipples: The PEX-lined nipples are specifically

designed for water heater apps. They prevent build-up in the
waterway, allowing for maximum flow.
Heat Trap Inserts: The heat trap inserts help retain heat in

the tank, reducing operating costs.
These enhancements are included on all American Water

Heaters standard conventional-vent residential gas models
under 75,000 BTU input.

Energy Kinetics’
Smart Quote™
quickly and
easily creates customized estimates
from smart devices or browser
platforms.

COMPILED BY JOHN MESENBRINK
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Grand Hall
www.eternalwaterheating.com

Trends: In 2012, the state of California decided to enact a new Low NOx rule, SCAQMD 1146.2, that
requires all water heaters sold in the state to emit less than 20ppm NOx. To comply with the new rules,
other water heater manufacturers have to modify their combustion technologies which could increase the
price to consumers. Since the entire Eternal product line is 100% compliant and already equipped with infrared burners
since the beginning, our company will not have to make costly changes in order to meet the new regulations.
In addition to the new Low NOx requirements, the Federal tax incentives will no longer be available for ENERGY STAR

appliances. Therefore, consumers will have to decide if they want to purchase energy efficient products without government
incentives. Consumers want eco-friendly products, but they want them to be affordable, too. Therefore, green products that offer
advance features and an annual savings such as our new GU100 will be very attractive to consumers and contractors in 2012.
Company News: The new GU100 hybrid water heater is an affordable Eternal, and the unit is the ideal replacement for a

standard 50 gallon tank serving most two bath homes. It is being priced aggressively against tank water heaters and delivers the
high efficiency, endless hot water, and excellent warranty that cannot be matched by standard tank water heaters.
The GU100 has a ½" gas connection and runs PVC venting. Its light weight and compact chassis is perfect for emergency

replacements and can be easily installed by a single plumber. Go to eternal100.com for more information.
Selling Energy Efficiency: It is important that contractors observe the current lifestyle of the homeowner and help consumers
learn about the benefits of new eco-friendly technology. If a homeowner is upgrading their bathroom and they are installing
fixtures and showers that require more gallons per minute, they will need equipment that can support the increase in demand.
If there are multiple people living in the home, the greater demand most likely will challenge the hot water capacity of a
standard tank. By making simple observations and asking a few questions, the contractor could help the homeowner find a
solution that would improve the homeowner’s overall experience with hot water and save them money. Rather than just
focusing on the immediate concerns and individual problems, the contractor needs to help the homeowner see how everything
works together and how energy efficient products will benefit them over time.

The GU100 hybrid water heater is designed specifically for the retrofit market
and will be the most affordable high performance on-demand water heater on
the market. It can support two simultaneous applications and provide endless
and consistent hot water with minimal pressure drop. Like the other models,
the GU100 has a self-cleaning stainless steel heat exchanger, it is recirculation
compatible and meets new Low NOx requirements.

e Continued on p 72

A.O. Smith
www.hotwater.com

Trends: Due to uncertainty
around the Federal tax
credit program we’ve seen
more of a focus on local and state utility incentives, which are
typically based on ENERGY STAR ratings. A. O. Smith continues
to see increased interest in water heating options beyond
standard product in increased energy efficiency and better
performance of products.
Company News: A.O. Smith offers a comprehensive line of

conventional and condensing tankless water heaters. All
residential and commercial models offer improved flow rates
for increased water delivery and a digital interface for simple
programming — along with a 12-year limited warranty. A.O.
Smith’s condensing tankless line features energy factors up to
.91. Plus, all residential models are ENERGY STAR® qualified and
are eligible for a federal tax credit.
In addition to the product training courses, A.O. Smith

launched an extensive tankless training program. The
company also has recently launched a complete package of
contractor-focused tools designed to help our contractors with
things that are important to their business such as marketing
and sales based tools.
Water Heating Market Outlook: The overall market will

remain relatively flat to 2011 in most categories, with some
growth in high efficiency categories. 
Selling Energy Efficiency:Always be educated on the

variety of new water heating options available (hybrid, heat
pump, solar, condensing technologies) and the value of each
technology. Another tool is to be familiar with the national
and local utility incentives for high efficiency products. Then,
build a sales story focusing on payback and improved
performance, specifically catered to the contractor’s customer
using our custom contractor-focused tools.

All residential and commercial
models offer improved flow rates
for increased water delivery.

Bradford White
www.bradfordwhite.com

Trends: The total water heater
market for 2011 — when all
the data is compiled — will be
flat to slightly down compared
to 2010. Commercial will be
up about 2.5%. ENERGY STAR
requirements for gas water
heaters were increased from a
.62 to .67 Energy Factor (EF)
in 2011. The higher EF
product is more complicated and more expensive. Coupled
with lower rebates, we expect less demand for ENERGY STAR
water heaters. Solar thermal water heaters for residential have
not gained much traction in the market. Again, rebates at the
state level have all but gone away. Several major players in the
solar market have pulled out. Standard controls on residential
gas products have more feature content since the introduction
of the Bradford White ICON System. Others have followed
with similar technology. For the first time in many years, it
appears that the overall tankless water heater market will not
grow in 2011, however, there continues to be a shift from
standard efficiency to high efficiency. 
Water Heating Market Outlook:We expect the market in 2012
to be much like the market in 2011. Total units will be flat to
slightly up (<2%). Commercial will continue to be stronger
than residential with growth in the 3-4% range.
Selling Energy Efficiency: Train, train, train. As the product gets
more complicated, it is less likely that the average homeowner
will take on a water heater installation as a DIY project.
However, the consumer is more informed than ever before. So,
contractors must establish themselves as the best resource for
providing the homeowner with the correct solution for their hot
water needs.

The OnGuard
RMT™ -
Water Heater
Management
System is a
remote
monitoring
technology
and service
available for
commercial
and residential gas powered
water heaters. OnGuard
RMT™ combines proprietary
hardware, alert status
notification, 24/7 factory-
based technical support and
fast service dispatch.
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Slant/Fin Corp.
www.slantfin.com

Trends: Energy Star and DOE 2012 requirements will
have an impact on the market with respect to hydronic
boilers. Manufacturers, distributors and contractors will
all be going through the same type of learning curves.
We have seen different interpretations of the 2012
DOE change. That said, we expect the introduction of
the new controls to go with some initial lingering questions. Training will be very important with the ramp up of the controls.
Company News: Slant/Fin’s high efficiency modulating condensing gas boilers have been received very well in the market place.

Slant/Fin has introduced an industry exclusive 5-year parts and labor warranty on its entire offering of oil boilers. The Eutectic triple
pass oil fired boiler is a boiler that we are extremely proud of. It has received many awards and has been called by many installers the
quietest oil fired boiler they have ever installed. It also boasts an 87% AFUE, which places it in a position to save homeowners on
heating costs.
Market Forecast: In terms of baseboard heating and hydronic boilers, we see the market being very competitive. It seems every

week a new European boiler manufacturer is entering our already crowded marketplace. Slant/Fin has separated itself from others by
not only promoting what we believe to be superior quality lines of baseboard and boilers but also through support, service and
training that is such a huge component of what we do on a day-to-day basis. From our valued and experienced drivers through our
executive staff, we support our sales right through to the end user. With an ever-increasing base of competitors, we believe that this
will allow us to continue to grow our business and the business of our valued distribution base. 
Selling Energy Efficiency: Through increased training, the contractor will gain confidence in these new products. In general, people

will always talk about things that they have knowledge about. They will speak about things in which they have confidence. Our advice
to the contracting community is to invest in their bank of knowledge. The more they know and understand about the changing
technologies will allow them to present their companies with confidence and increase their sales.

Now you can add one or more high efficiency boilers
to a traditional cast iron modular system or large
Slant/Fin boiler and achieve virtually the same energy
savings with this hybrid system as you would with an
all high efficiency system but at a much lower
installed cost.

During the colder heating months, when systems
need water temperatures above 140 F high efficiency,
boilers run at about 88% efficiency.

During the warmer months of the winter, where
system water temperatures can be 140 F or less to
fulfill the reduced heating load, high efficiency boilers
can take over with efficiencies as high as 96.7%.

Rheem Manufacturing Co.
www.rheem.com

Trends: A greater need for energy efficient water heaters.
Thanks to national and local tax incentives and utility
rebates enacted in recent years, homeowners are more
knowledgeable about the benefits of energy efficient
appliances such as lower utility costs and decreased impact

on the environment. That said, the elimination of federal and local tax credits in
2011 hindered consumers’ ability to purchase some of these efficient products and,
unfortunately, we don’t expect to see many national and local tax incentives in 2012
for energy efficient water heaters. Therefore, it will important for manufacturers to
offer higher efficiency products with proven payback stories. These products must
be made available at price points that are comfortable for today’s homeowner, and
the products should easily drop-in for standard efficiency products. 
With that, manufacturers will also continue developing products that meet key

government regulations such as California’s new legislation, which states that all
residential and commercial gas water heaters with inputs equal to or greater than
75,000 Btu/h must meet a NOx emission limit of 14 nanograms per Joule of heat
output. In 2012, contractors and distributors can expect to see some new Rheem
residential and commercial products that facilitate significant energy savings. 
In addition, from Rheem’s standpoint, we know that 2012 will facilitate even more introductions of truly integrated solutions that

have the ability to meet the market demand for high efficiency and short paybacks. Since Rheem is the only company in North
America manufacturing full lines of heating, cooling, water heating and pool/spa heating products, we’re the best qualified to develop
these highly efficient integrated systems.
For example, in January, Rheem will launch the new Rheem H2AC Packaged Rooftop Unit™ with eSync Integration Technology™.

This industry-first system provides air conditioning and water heating for restaurants. It works by leveraging the heat removed from
the HVAC system — which would normally be rejected into the atmosphere — as a source for hot water. .
Market Forecast: In 2011, the water heating market saw some signs of improvement, but it still was a tough environment for

plumbers, contractors and wholesalers. We expect that 2012 will present us with a similar business climate. Keeping with what we
saw in 2011, in the residential market, replacements will continue to be the primary driver of tank-type water heater sales. However,
for tankless water heaters, we’re seeing an increased demand in new residential construction applications. We attribute this rise to
builders striving to distinguish their new properties as more energy efficient options compared to existing homes, which are often
now sold as foreclosures or short sales. 
Consumer demand is the primary driver for residential product development. In 2012, Rheem expects consumers to search for

energy efficient solutions at price points that meet their budgets. The commercial sector will continue to see replacement activity
and Rheem expects most of the growth to come from energy efficiency upgrades.

The 29-gallon XR90 Extreme
Recovery Gas Water Heater
delivers more hot water, faster
and more efficiently than a
standard 50-gallon gas water
heater, assuming the latter has an
input of a 40,000 Btu per hour
and an Energy Factor of 0.58. The
Rheem XR90 costs approximately
17 percent less to operate
annually: only $261 versus $315
per year for a standard 50-gallon
gas model — based on U.S.
Department of Energy annual
operating cost figures. It has a
first hour rating (FHR) of 90 gallons
— meaning homeowners get three times the
amount of hot water in an hour than what the
tank actually holds.
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Lochinvar Corp.
www.Lochinvar.com

Trends: Energy Star products
will continue to gain more
ground as people are more
aware of high fuel costs. We
don’t expect to see a great
deal of new products on the
water heating side
introduced within the
industry for the next few
years. 2015 will bring a
number of new water
heating products related to the next round of NAECA
efficiency changes.
Company News: In 2012, Lochinvar is expanding our

technical service and application training at Lochinvar
University as well as adding additional field training
opportunities for our customers to attend in their local market.
Market Forecast: The hot water market will remain flat in

2012. The economy is still stagnant and will not change until
after the election as companies will avoid new investments
until they are sure of the political direction of the country for
the next four years and the resultant impact on business costs.
Selling Energy Efficiency: The contractor can use two

principles. They can stress the fuel savings that high efficiency
products bring. This will relate to most people as it directly
affects the pocketbook. A simple cost/payback analysis can be
effective. The second is the “green” aspect — the natural
resources saved by utilizing high efficient products.

The ARMOR
X2 combines
stainless
steel heat
exchanger
technology
with modulating/condensing
combustion to deliver thermal
efficiencies as high as 96 percent.
Available in models with 1.0, 1.3
and 1.5 million Btu/hr inputs,
ARMOR X2 offers an efficient,
advanced solution for a wide
range of commercial applications.

e Continued on p 74

PB Heat, LLC
www.peerlessboilers.com

Trends:The big news for
2012 is the changes in the
efficiency regulations that
were adopted a few years
ago and now will come
into law in 2012. The new
regulations affect both
residential as well as
commercial products. In
summary here are the new regulations:
Commercial Boilers — Effective March 2, 2012
• Hot water boilers — gas fired — Greater than 300MBH and less than
2.5MMBH — minimum 80% Thermal efficiency
• Hot water boilers — oil fired — Greater than 300MBH and less than
2.5MMBH — minimum 82% Thermal efficiency
• Steam boilers — gas fired — Natural draft -Greater than 300MBH and
less than 2.5MMBH — minimum 77% Thermal efficiency 
• Steam boilers — gas fired — non-natural draft -Greater than 300MBH
and less than 2.5MMBH — minimum 79% Thermal efficiency 
• Steam boilers — oil fired — Greater than 300MBH and less than
2.5MMBH — minimum 81% thermal efficiency 
• Hot water boilers — gas fired — greater than 2.5MMBH — 82%
Combustion efficiency
• Hot water boilers — oil fired — greater than 2.5MMBH — 84%
Combustion efficiency
• Steam boilers — gas fired — greater than 2.5MMBH — natural draft
— 77% thermal efficiency
• Steam boilers — gas fired — greater than 2.5MMBH — non-natural
draft — 79% thermal efficiency
• Steam boilers — oil fired — greater than 2.5MMBH — 81% thermal
efficiency
Residential Boilers — Effective September 1, 2012
• Gas Hot Water — Minimum AFUE — 82%. Constant burning pilot
systems will no longer be allowed and must be equipped with an
automatic means of water temperature adjustment.
• Gas Steam — Minimum 80% AFUE — Constant burning pilot
systems will no longer be allowed
• Oil Hot Water — Minimum 84% AFUE and must be equipped with
an automatic means for adjusting water temperature
• Oil Steam — Minimum 82% AFUE
Note:Oil systems equipped with a hot water coil for domestic
hot water production are exempt from these regulations.
All residential hot water boilers must be equipped with an

automatic means of adjusting temperature. This new regulation
will necessitate the introduction of new controls on hot water
boilers. The new controls will automatically adjust the water
temperature of the boiler to changes in the building heat loss
and will result in significant energy savings vs. current boiler
offerings. 
Company News: PB Heat will continue to support our trade

customers with our emphasis on training and product education
in a variety of offerings. We will again offer our traveling PB
Heat Training Trailer. This trailer is equipped with several
operating Peerless® products and can be used for training or for
product operational demonstrations. PB Heat has a training
facility in Boyertown, Pa. that allows us to offer training on even
more products that are installed in our traveling trailer.
Market Forecast: While the market may have been

somewhat depressed, we have seen signs of recovery and
much optimism on the part of consumers who are now
spending at much higher levels on durable goods.

PB Heat will
be introducing
a new
Peerless®
PureFire®
model that will
be applied in
the 1.5M MBH
and larger
boiler market
segment. This boiler will offer
higher heating and hot water
generating capacities while
featuring the same controls and
dependability contractors and
consumers have come to expect
from the PureFire® offering.

Triangle Tube
www.triangletube.com 

Trends: 1) Customer
Awareness — Many
homeowners have
experimented with
instantaneous water
heaters and in some cases
have not be satisfied with
the results. This has led to
homeowners gaining a
better understanding of
their hot water needs. Now
instead of just asking for a “XX” gallon water heater, they are
learning about first-hour ratings, recovery rates and standby
losses. 2) Demand for combination boilers — As homeowners
become aware of their hot water needs and options for filling
them, many homeowners recognize that a combination boiler
can meet their needs. Contractors are finding that providing a
combination boiler makes their bid attractive to homeowners. 3)
While alternative energy options have yet to take significant
market share, there has been an increased interest in using
ground source heat pumps for domestic water heating.
Market Forecast: The residential hot water market will

continue to focus on energy efficiency and will see an increased
presence of non-traditional options such as alternative energy
and tankless models. The light commercial market will continue
to expand, with continued interest in the replacement of old
technology with newer options that provide efficiency,
redundancy and new fuel choices. Overall, the market for
hydronic heating will continue to see new technology.

The new
Prestige
condensing
boilers feature
the unique
TriMax control
that combines
advanced features with an
unmatched ease of use. The 60
second set-up simplifies boiler set-
up by providing only the options
appropriate to the application. This
not only allows installers to complete
most set-ups in less than a minute, it
minimizes the potential for errors.
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Stiebel Eltron Inc.
www.stiebeleltron.com 

Trends: In spite of the fact
that the federal
government tax credits for
new solar thermal
installations are in place
through 2017, there has
been some backpedaling
with regard to the federal
tax credits for Energy Star
certified heat pump water
heaters. These credits were reduced considerably in 2011, and as
far as we can determine, the credits will be eliminated in 2012.
The tax credits make a significant difference in promoting
consumer demand. Thus, the federal government seems to be
sending mixed signals in their promotion of new energy saving
water heating products. Incentives and tax rebates at the state
and local levels are facing cut-backs as well, since most of these
budgets are under stress.
Company News: Stiebel Eltron, Inc. is planning on

introducing two new products in 2012. A new high-speed
hand dryer, which will shorten drying time considerably. Also,
Stiebel Eltron, Inc. will introduce a new line of CNS wall-
mounted convection space heaters. 
In light of the destruction suffered in Vermont from

tropical storm Irene, Stiebel Eltron is offering greatly
discounted pricing on water heating equipment in order to
help the people of Vermont cope with the lingering effects of
the storm.
Market Forecast: The short term over the last few months

has shown an overall flattening in the hot water heating
business, in spite of some monthly ups and downs. Stiebel
Eltron is, however, optimistic that the longer term will bring
increased tankless, heat pump and solar equipment sales for the
year 2012.

Weil-McLain
www.weil-mclain.com

Company News: Loaded with a
winning combination of features,
Weil-McLain introduces the
WM97+ Boiler. The WM97+, is a
wall-mount boiler that comes in
70,000 and 110,000 BTU input
models, both at a AFUE rating of 97%. The WM97+ offers a
unique condensing stainless steel heat exchanger, built in
boiler circulator and a built in primary secondary option.

The Accelera®
300 Heat Pump
Water Heater can
extract up to
80% of its energy
requirements
from the energy
in the air around
it. Compressor
and fan consume only 1kWh of
electricity to generate the heat
equivalent of 3 – 5kWh.

State Water Heaters
www.statewaterheaters.com

Company News:The Premier® high efficiency
gas water heater is the most efficient and
advanced conventional vent product on the
market. The patented air intake system
turbocharges the combustion process to
produce the highest efficiency available for a standard
atmospheric product. The Premier High Efficiency Gas Water
Heater installs with the same gas, water and venting connections
as a standard model, but it operates well above the standard
efficiency with an Energy Factor of .70, making the Premier
high efficiency gas water heater ENERGY STAR® qualified.

Laars Heating Systems
www.laars.com

Company News:Mighty Stack volume water heater combines the Mighty Therm 2 boiler with an 80-gallon storage
tank resulting in 199, 300 and 399 MBH sizes fueled by natural/propane gas. With less than 10 ppm NOx emissions,
the sealed-combustion Mighty Stack offers 83% thermal efficiency and meets low lead requirements. Key assets include
its small footprint, a removable upper boiler section for easy handling, common venting and up to 50 feet of Category I
or III venting. Mighty Stack can be installed inside or outside. Standard components include tank aquastat, pressure
relief valve, hot surface pilot ignition and an integral induced-draft fan to allow for either horizontal or vertical venting.

Harsco Industrial, 
Patterson-Kelley 
www.harscopk.com

Trends: Commercial boiler
equipment is leaning heavily
toward high efficiency
condensing systems. It’s being
directed by “green technology”
and by energy costs. Many
installations are actually being
driven by “cost of ownership,”
which includes energy cost
and maintenance, as well as
first cost.
Company News:At a

Harsco Industrial, Patterson-
Kelley rep council meeting in
2011, it was concluded that
many of the next generation of
HVAC personnel — from
consulting engineers to
equipment sales engineers — had, at best, a course in
thermodynamics in college. The question became “How do we
train the next generation in our industry in the basics?”
“What’s a boiler?” “What is a water heater?” “How do you
apply it, size it, etc.?”
HI-PK has developed what it has dubbed “Commercial

Boiler — 101” and “Commercial Water Heater — 101.” It
covers from “What is a btu?” to “What is a condensing
boiler/heating system, as well as instantaneous and semi-
instantaneous water heater?” It also includes piping basics, as
well as application basics. It’s geared to the commercial size
systems, but can be applied to residential as well. We are
building a foundation for an ongoing educational process.
Selling Energy Efficiency: Make sure contractors are educated.

Present the value of products and offerings; even though the
initial cost may be higher, they can realize long-term savings.
Emphasize return on investment as well as payback period.

Skid-mounted fabricated
systems are available for both
space heating and domestic
water heating needs. Fabricated
systems are turnkey solutions,
offering single source
responsibility with all
components engineered to
perform together and maximize
efficiency while minimizing risk.
Individual components are
factory mounted on a skid,
piped and wired together to be
delivered as a complete
package. Fabricated systems
require only a single point
electrical connection and
connection to utilities, saving
on installation time and costs. 
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Raypak
www.raypak.com

Trends:A shift in systems design toward integrated control platforms that perform all
command and control functions for single and multiple boilers from one location, boiler mounted
in the boiler room or on the boiler(s). For multiple boilers, they manage energy saving hybrid
systems, too. These new controls usually maintain two-way communications with building BMS.
Another product innovation is the capability of some condensing boilers to be applied directly

to separate and open systems, for DHW and pool heating. Corrosion resistant waterways need no
isolating heat exchanger. Combined with high recovery boilers that run only on demand, the
result is the lowest possible return water temperature. For hydronic heating — without the need
for heat exchangers in an indirect system design — the lowest possible outdoor reset
temperatures — often below 100 degrees F — can often be attained.
Finally, the full expectations of the long promised and advertised,

but seldom achieved, 95%+ efficiency can be expected to occur
most of the time in real world applications, not just the test lab.
These are equipment based energy saving opportunities available to
system designers even before alternative energy is considered. A
particularly dramatic energy usage reduction in mid range and
milder climates has been experienced so far when they are
incorporated. All new commercial DHW and pool systems should
be designed for initial — or later, integration — of any renewable
energy source that is available, or may become so later. This includes
solar, geothermal, waste heat recovery, etc.
Market Forecast: For 2012, we look forward to a continuing slow

recovery in the commercial hot water market. The macro trends
mentioned earlier will accelerate rapidly, as well as the integration of
renewable energy approaches.

The new
modulating or
stage fire
VERSA IC™
fully integrates
temperature
control, ignition, safety and individual
fault monitoring. Field upgradable.
Raypak’s unique Cold Water Protection
control function is now built in; simply
add the appropriate 3-way valve or
variable speed pump. A Modbus
communications port is standard for
continuous monitoring, trending, and
trouble shooting.

Utica Boilers
www.uticaboilers.com

Company News: Utica Boilers announces
the H2O Series, a complete line of stainless
steel indirect water heaters, storage tanks, dual
coil solar tanks and buffer tanks. H2O is
constructed of durable 316L stainless steel and
manufactured in the USA for Utica dependability. With a
wide range of sizes from 30- to 115-gallon capacities, the H2O
features stainless steel dip tube, thermoplastic jacket and a low
pressure drop. Top connections allow for easy installation.



Phc News recently caught up with
Fernando Mireles, vice president,
sales and marketing, Webstone

Valves, to talk about new products
and services from the company.
Phc: Please provide a brief history of
the company.

Mireles: Webstone has been
designing and manufacturing valves
since 1954. A shift in direction came in
1999, when Webstone was purchased
from publicly-held Goddard Valve by
Michael Reck, the current president of
the company. I joined Michael shortly
thereafter and, together, we created a
new direction and a vision of what the
industry needed in a valve company.
Quality and innovation were at the top
of our list; I believe that this is reflected
today in our product line, multiple
patents and industry awards.
Phc: how did you get involved in the
industry and with Webstone?

Mireles: I began my career in the
valve industry in 1980. I worked in
various management positions with
two other valve companies before a
mutual friend brought Michael Reck
and I together for a chat about valves

and, well, the rest is history.
Phc: tell us about your website. Can
contractors purchase directly from the
site?

Mireles: Although we don’t sell
directly to contractors, our site
contains a wealth of information about
the Webstone line of products as well
as information on plumbing and
hydronic system design. Many of our
products were designed based on
feedback from professional installers
over the years, and we pride ourselves
on designing products for that

professional contractor. These are
unique products that not only reduce
installation time but also make for a
more streamlined, cleaner installation
and allow easier servicing of that
piping system for the life of the
installation.
Phc: does Webstone offer any
incentive programs, training, etc., to
assist contractors in doing their jobs
better? if so, please explain.

Mireles: Webstone offers many
hands-on training seminars throughout
North America, mostly through our
local representation network and
management team. We also offer

“video assist” training programs that deal
with specific product application and
installation. A contractor rewards
program that we hope to introduce for
2012 is in the works.
Phc: Please describe any new
products/services from Webstone.

Mireles: There is always something
new and exciting on the drawing board
at Webstone, but it has become
necessary to keep much of our
innovation under wraps these days
until its actual introduction date to the
industry. The number of companies

duplicating
Webstone product
designs (even
those under patent
protection) is mind
boggling. Although
the duplication of
our ideas is
flattering, we can’t
give those guys a
head start, so
everyone will just
have to wait for
the next great
innovation from
Webstone!

I will tell you
about the success
of our most recent
introduction, a
manifold/near
boiler piping
system called
Hydro-Core. This
one system allows
accurate, fool-
proof installation
on over 165

models of mod-con boilers. It works
seamlessly in conjunction with our Pro-
Pal line of step saving valves as well as
with other valve products within our line.
It offers the professional installing
contractor an easy method to pipe a
system right the first time and to service
that system for its lifetime. 

During our research period, many
boiler manufacturers told us outright
that, by far, the largest warranty issue
for them was improperly piped
systems that caused a malfunction.
Webstone Hydro-Core has changed all

of that with a comprehensive program
designed to allow nearly every mod-
con boiler to operate at peak efficiency
right out of the box and to do so for
the life of the system. 
Phc: how do you see the 2012
economic for both the residential and
commercial markets?

Mireles: Well, I would like to remain
optimistic that we will see steady
improvement over the next year. The
one thing that we can’t allow as
businessmen is to become
overconfident and assume that it will
all go back to the way it was in the
heyday. Our U.S. economy is at a very
volatile stage, and world economies
play an even more crucial role in our
dollar’s stabilization. I do believe that,
as a country, we need to put our fear
on the shelf and keep moving forward
at a cautious pace. The key to our
success as individual companies, and
as a country, is to keep the forward
motion in our planning and decisions.
Phc: What are your target markets —
hydronics, tankless, plumbing?

Mireles: You pretty much hit it on the
head, John. These are all important
markets for Webstone. We also strive to
place our innovation within the product
offerings of other industry
manufacturers. Being a supplier to the
OEM market allows us to assure the
professional installer that his
installations will get easier, cleaner and
more efficient when he installs a core
product that incorporates Webstone
components.
Phc: how do you see the hydronics
market short term?

Mireles: This is an evolving market
that is constantly adding to its
technology portfolio. Wet heat is here
to stay. Radiant could and should be
growing at a more rapid rate, however,
much relates back to our economy
and new construction. Progress needs
to be made in the area of retrofitting
radiant systems into homes and
businesses. There is money waiting to
be spent in renovation and upgrades. I
truly hope to see more innovation, not
only from a given manufacturer’s
product line but also in their programs
and bundle offerings. Creating more

“turnkey” type programs to the
wholesale distributor and, eventually,
to the contractor, would prove
beneficial for the industry in general.
Phc: i know that innovation is key to
your business. Can you talk about the
research and development that goes
into your products?

Mireles: Well, John, that one word
(innovation) has done more to define
our vision as a company and our
direction moving forward than probably
any other with the possible exception of
the word listen. Our R&D is very
structured and proprietary, but a critical

HYDRONICS
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Webstone Valves: Quality and Innovation

Webstone is valve company in every sense of the word but we also
focus our designs on time and space saving concepts that simplify
future maintenance and upkeep of all piping systems. The
innovative products featured above include (clockwise):  Pro-Pal®
Ball Drain™, Pro-Pal® Purge T™, The Isolator® w/ Rotating Flange
and Multi-Function Drain, Pro-Pal® Expansion Tank Pro-Service
Valve™, and the Hydro-Core™ Manifold System.

| CORPORATE REPORT |

ConduCted by John Mesenbrink



part of the whole picture is something I
alluded to in an earlier question; that is
the contractors’ feedback. I think that
any company spokesperson will tell you
that they listen to their customers. Truth
be told, I have found (in my 30+ years in
the industry) that few manufacturers
take what they hear to heart. 

Yes, there is a word filtration process;
you must have the insight to
separate fact from fiction and
gossip from gold. I am telling
you that, without listening to
the professional installer,
Webstone would not be doing
all that we are doing today.
These guys are honest in
stating what they need out in
the field, what is missing, what
they can’t get. In many cases,
they may not know exactly
what they need, so discovering
it and developing it is up to us
as a progressive manufacturer. 

You can look at our product
line today versus what it was
10 years ago, and it speaks for
itself. Key products developed
by Webstone that simply did
not exist anywhere are now a
mainstay in many
manufacturers’ lines. For
example: Prior to 1999 the
flanged ball valve for use with
circulator pumps did not exist.
Webstone introduced this
product to commerce after
many years of development,
and the rest is history. The
bottom line is, we invented it,
we perfected it, and today we
maintain the most complete
line of these valves for use with
virtually every brand of pump
on the market. This is just one
example of Webstone’s
listening to the guys in the field.
We found a way to save time
and money for the contractor
by putting a flange and valve
together to create what is now
an industry standard for pump
installation. 

Our ideas have proven to be an
inspiration to many other
manufacturers and installers; we find it
an honor that our ideas are so coveted.
I could cite other cases where
Webstone innovation met with similar
circumstances, but it would take us off
point. In this case, the point is that,
even though Webstone doesn’t

prosper from every flanged ball valve
sold today, we extend our gratitude to
the professional contractor for taking
time to talk to us. Sharing stories about
what they encounter every day in the
field is important to us, because it is
from these conversations that
Webstone innovation is born.
Phc: What are some of the obstacles
that you face in educating the
professional contractor?

Mireles: Educating and training will
always present challenges as we
search for the proper avenue to get
our message across. Even what
appears to be elementary to some can
present issues, such as soldering a
valve into a system. We get back
damaged valves that have been
overheated on a regular basis. Torch
technology has gotten better over the
years, and using too hot a flame is a
regular occurrence. We have one of
the best warranties in the valve
industry in that we warranty all of our
products to last a lifetime; however,
overheating a valve to the point of
melting seats or similar, unfortunately,
cannot be covered under warranty.
Sometimes the answer is as simple as
that the installer forgot to leave a ball
valve half open while soldering. 

In any event, we will continue to
upgrade our educational programs and
research new methods to get our
message out. l
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Webstone innovation has dramatically changed the manner in which a hydronic
system is plumbed. Utilizing Webstone products avoids nearly 160 leak paths and
saves nearly 24 hours off the installation off a complete hydronic installation as
noted in this diagram.  
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The Babe and the New Jersey B&B
SANDYSTON, N.J. — Something
old, something new. In rural Sussex
County, New Jersey, George
Harper’s renovation of his family’s
historic, 1852 farmhouse features
21st- century radiant heating
technology. At the same time, this
new bed and breakfast retains plenty
of historical charm and stories,
including memories of Babe Ruth.
The baseball great was a regular at

the house during the 1940s, though
he never had the pleasure of warm
radiant floors.
Harper’s grandfather played

eleven years in the major leagues, in
a career that included time with the
Washington Senators, the Boston

Red Sox and the New York Yankees.
For two years, he was a teammate of
Babe Ruth’s. After Harper’s
grandfather bought the farmhouse in
1942, the Babe used to visit for card
games during his regular fishing and
hunting trips in the area.
Fast-forward more than 60 years,

and George Harper decided to bring
this grand post-colonial masterpiece
into the light of the 21st century
with a complete makeover. One of
the key challenges: a modern heating
system that could produce the Btu
required to warm its spacious 6,000-
square-foot interior. The system also
had to work with wood floors. “We
looked into radiant heat, because
one of the heating issues was the
enormous area of windows across
the back of the house,” said Harper. 
Steven G. Pisauro Plumbing and

Heating of Layton, New Jersey,
recommended and installed the
Ultra-Fin radiant heating system.
“One of the reasons we chose the
Ultra-Fin system is that there’s a lot
of 8- to 10-inch wide plank pine
flooring, and we were worried about
it cupping,” said Pisauro. “We did a
lot of research and decided on Ultra-
Fin, because it works so well with

wood floors. You just put it together,
you follow the rules, and it just
works; it’s so simple.”
Workers were glad to discover that

the system worked even before
insulating. “We installed 26 heating
zones and more than 8,000 feet of
tubing in the house,” said Pisauro.
“We fired up a portion in October;
then we fired up the rest in
December, just before Christmas.
After that, we were working in T-
shirts all winter long. We weren’t
even insulated; the house was
basically wide open, just the
windows in, and it just heated right
up.”
As a renovation option, the system

also worked well with the existing
radiators. Two boilers feed the 26
zones, and two of the zones use the

1937 steam radiators that were
already in the house. There’s also a
hot air system with three air
handlers with hot water coils to
provide hot air if there’s a two-
degree lag. 
Architecturally, the house features

some remarkable materials and
construction elements. In addition to
its neoclassical lines and elaborate
millwork, it sits atop a laid-up stone
foundation from 1852, and the
basement floor is an eye-popper.
“The basement floor is made of
flagstone, some of it 4 5 7 feet,” said
Harper. “How they got it down there
in 1852, I don’t know. It looks like
the big cathedrals of Europe.” l

Baseball great Babe Ruth frequented
the Harper farmhouse.

The mechanical room ran 26 heating
zones and more than 8,000 feet of
tubing.
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Architecturally, the
house features some
remarkable materials
and construction
elements.
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Condensing
boilers

Ultra high efficiency Triple-
Flex™ Series of hot water
condensing boilers deliver a
minimum 90% operating
efficiency with 160° return, 180°
supply at maximum input.
Other Bryan Boilers along with a
Feedwater System and Deaerator
from Bryan Steam’s full line of
boilers and accessories will also
be displayed at the show. Boiler
line includes forced draft,
atmospheric gas, electric, Low
NOx and knockdown boilers in
capacities from 6 to 600 hp for
industrial, commercial and
institutional applications. BRYAN
BOILERS.

The EMT1 is the industry's first
(and only) glass-lined, one-gallon
electric mini tank water heater.
The EMT1 fills a critical need in
the marketplace; namely, for an
instant hot water heater that fits
easily in tight, cramped spaces.

With its lightweight, ultra-
compact design and flexible wall
or floor mounting options, the
EMT1 can go virtually anywhere
— even under the smallest
kitchen sink. This is the mini
tank that truly is a mini, making
the EMT1 the ideal choice for
residential applications as well as
light commercial hand washing
needs. EEMAX, INC.

AirTap hybrid water heater
The ATI-S is a heat pump solar hybrid water heater that can also
harness solar energy to heat water. Allowing solar and heat pump
technologies to work in tandem is expected to boost the unit’s
efficiency. The ATI-IO is a double vent unit that allows users to
vent intake air into the unit and vent exhaust air away.
AirgGenerate’s current products are pre-configured with a vent
outlet but the addition of an intake option will be of significant
benefit to many. AIR GENERATE.

Mini tank water
heater

Radiant Ready 30E™

e Circle 106 on reader reply
on p 93
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on p 93 
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High performance radiant heating systems require high performance manifolds.
Built-in flow gauges and balancing valves with integrated memory stops are just
a few of the standard features found on Legend Hydronics manifolds.  These
features, along with the many interchangeable accessories found throughout the
entire Legend manifold range, allow the installer, designer and owner to match
the manifold perfectly to the system requirements. Legend Hydronics now
offers the industry's largest selection of manifolds and interchangeable
accessories: modular, precision brass bar, and geothermal, in sizes 1", 11/4", 11/2"”
and 2". All manifolds and their accessories are guaranteed to ship in 24 hours.
LEGEND HYDRONICS.

High performance hydronic manifolds

The Radiant Ready 30E includes a
30,000 BTU/h electric boiler, an
Uponor Engineered Plastic (EP)
heating manifold, a pump, expansion
tank, pressure-relief valve, isolation
valves, thermostat and air vent — all
preassembled and prewired into the
unit. The Radiant Ready 30E is
designed to cover up to 2,000 square
feet of radiant floor heating (based on
15 BTU/h/sq. ft.) and 4,000 square
feet of radiant floor warming (based on
7.5 BTU/h/sq. ft.). It comes standard
with a five-loop manifold which can
be customized to add additional loops
if necessary (up to 8 fit inside the unit).
The complete package also includes an
Uponor Heat-only Thermostat, an
Outdoor Temperature Sensor, fastening
hardware and additional accessories.
UPONOR.

e Circle 108 on reader reply
on p 93
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The results of the 2010

CLEAReport*, an independent 

water heater study by Clear Seas

Research, revealed that product

quality, service, technical support,

and the fact that Bradford White is

not sold in retail stores were the

most important factors to

contractors when selecting a 

brand of tank type water heater. 

And now our support for you 

gets even better. Bradford White

has just opened a 24/7, factory-

based call center. 

This fully staffed technical 

service team is there when you

need it, anytime day or night. 

We’re making it easy for you to 

be a Bradford White contractor. 

www.bradfordwhite.com | Built to be the Best™ | To Find A Wholesaler Call 800.523.2931

*Ranking is based on the 2006, 2007, 2008, 2009 and 2010 CLEAReports by Clear Seas Research. Please visit www.clearseasresearch.com for additional information.  © 2011, Bradford White Corporation. All rights reserved.

“We made the switch to Bradford White almost 15 years ago when we started having
problems with another brand. Our reputation depends on the products we recommend so
quality and reliability are critical. We couldn’t be happier. Bradford White is loyal to the
plumbing profession. Their products and people are top notch.” Kevin and Ryan Carney -

Carney Plumbing – Heating – Cooling, Line Lexington, PA

For the fifth
straight year,
Bradford White 

is the tank water
heater brand most

purchased by
professional
contractors. 

And again, 
we are the most

recommended
brand.
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Irecently attended the holiday program at Willard
Elementary School. My nephew, Jackson, is a fourth-
grader. This year his class put on a production of

“Elfis.” Elfis, as you might guess, is an elf who wears a
white jump suit, sports a slick pompadour and plays a
guitar. It was an ensemble performance with snappy
songs and a feel-good message: Be yourself and embrace
others as they are. Jackson was an elf/back-up singer,
and his role was to dance, snap his fingers and “doo wop”
behind Elfis. 

Well, Jackson “owned” his part. He twisted and
swiveled and flirted with the audience, as he looked
over the top of his Ray Ban sunglasses. He whipped a
comb out of his pocket and dramatically styled his
greased-up hair. He absolutely stole the show, and the
crowd loved it. Jackson is a Star and he came to light
last night. 

Is there a Star in you? For some of us, there is an
unshakable desire to be the one on stage, singing or
dancing or speaking. Is that you? Or would you rather
die or get bitten by a snake before you would step into
the spotlight? Either way…read on! 

If there is a Star in you. If yes, you have a wonderful
opportunity to realize your ambitions for fame and
build your business. It’s called publicity! 

Publicity is a lot like marketing except that it involves
other people singing your praises, and it is generally free.
People tend to believe publicity, even if they discount or
distrust marketing. The endorsement of a magazine,
newspaper or TV or radio host adds heft to the message. 

Consider what it would cost you to get the media
exposure Captain Sully got for landing a damaged plane,
safely, on the Hudson River. I would expect that you do
noteworthy, heroic things every day. Should one of
those things be as dramatic as Captain Sully’s landing,
you too would find yourself on the cover of People
magazine. I guarantee your customer list would grow as
a result. In the meantime, you might want to blow your
own horn a little. 

Here are a few tips for generating publicity
for your company. 

• Deliver five elevator speeches a day. An elevator
speech is a short, “Who I am, what I do and why”
introduction. Always state your first and last name, as
well as your company name. 

• Write letters to the Editor. Create simple, one-
page press releases and send them to the local media
when breaking news dovetails with what you know and
do. Be of service to your community. Is a big storm
heading your way? Send a press release with the
headline, “Wild weather to wreak havoc on local homes:
Five things you can do to save lives and property.” 

• Blog, baby, blog. Make a list of 25 “Influencers”
and commit to starting a mutually beneficial
relationship with each person on the list. As Zig Ziglar
says, “You can have anything you want if you help
enough people get what they want.” Learn about these
folks and see what you can do to help them. When the
time comes that one of them is asked to recommend a
PHC pro, they will mention you. 

• Host your own radio show. Check out
www.BlogTalkRadio.com. You can solve PHC problems,
share funny stories, support good causes. Invite fun
guests to join you, like me! 

• Have fun with Facebook. 
• Be a fun, helpful radio and TV show guest.

Become “The _____ Guy.” Be the expert on __________. 
(Here I am on the Big Biz Show with Bob “Sully”

Sullivan and Russ T. Nailz ) 
• Learn from the pros. Check out Alex Carrol at

www.radiopublicity.com. Alex was a courier in New
York City. He got a traffic ticket, then another one. So
he wouldn’t lose his license, and his job, Alex figured
out perfectly legal ways to beat traffic tickets. He also
figured out that hundreds of thousands of us get tickets
every month. So he wrote a book called, Beat the Cops.
He has sold millions of dollars’ worth of books, using
only drive-time radio publicity. Could you share tips for
going “green” or explain what happens to the city sewer
systems during a hurricane? Yep. 
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BARE BONES BIZ

BY ELLEN ROHR CONTRIBUTING WRITER

Is there a Star in you? 
Is there a Star in you? For

some of us, there is an

unshakable desire to be the

one on stage, singing or

dancing or speaking. Is that

you? Or would you rather die

or get bitten by a snake before

you would step into the

spotlight? Either way…read on! 

e Turn to E. ROHR on p 84

Publicity is a lot like marketing

except that it involves other

people singing your praises, and

it is generally free. People tend to

believe publicity, even if they

discount or distrust marketing.

The endorsement of a magazine,

newspaper or TV or radio host

adds heft to the message. 



Every job has a different set of challenges; 
that’s why we make so many di� erent circula-
tors.  Each model is designed to deliver speci� c 
performance characteristics to get the most 
out of the system.  While other companies are 
cutting back, we continue to introduce new 
models because we believe you shouldn’t have 

to compromise.  Whether you choose any size 
“00”, a 3-speed, a variable speed, 2400, or one 
of our new high e�  ciency e-smart pumps, you 
can be con� dent you’re not only getting the 
right pump for the job, you’re getting a Taco 
pump.  That puts you two steps ahead.

If there was only one type of job, we’d build only one model of pump.

www.taco-hvac.com

e Circle 48 on reader reply form on page 93
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| BARE BONES BIZ
CONTINUED FROM PAGE 82

Learn from Clint Arthur at
www.freetvpublicity.com. Clint sells
gourmet butter. That’s right … butter.
His butter costs five times what regular
butter costs, and he uses morning TV
shows to promote it. Could you
demonstrate unique ways to save water,
save the planet, save energy and save
lives? I bet you could. 

A must-have book is Guerilla
Publicity by Jay Conrad Levinson. If you
have no money to market you can still
get the word out with publicity. It gives
you a chance to shine if you like being
the Star. 

If not. Perhaps this Star stuff is not
for you. There may, however, be a Star
waiting to be born at your company.
Here’s to letting the light shine! When
the seed is there, add encouragement,

love and opportunity. You know whom
I am talking about. Share this column
with them. And plan your strategy for
helping them gain publicity for
themselves and for your terrific business. 

I expect to see my nephew Jackson
on bigger and bigger venues. He is a
Star! How about you? Or someone on
your team? The world is well served
when we share our gifts, from behind
the scenes or on center stage. 

Upcoming Phc News event to inspire
you (or a team member) to shine
brightly. 

• Check out www.phcnews.com and
register for the Selling Energy
Efficiency in Today’s Marketplace
session at the AHR Expo on January 24,
2012. Note that the experts on our
panel are smart, savvy industry pros.
Like you. Do you aspire to a career like
Barba’s or Dave’s or Hot Rod’s? Join us
for the event. Raise your hand, ask your
questions and offer to be on an
upcoming panel. That’s how our
panelists got started on their roads to
fame and fortune. l

Like me — really, really like me — on
Facebook,
www.facebook.com/barebonesbiz.
Reach me at 417/753-1111 or
contact@barebonesbiz.com. 

Special patent pending PVC flexible tubing. Eliminates
four field joints. Innovator™ overflow parts

assemble by hand. No screws. Approved by IAPMO.
It’s green. You’ll get used to seeing it.

Just ask your wholesaler

New WatcoFlex Bath Waste
...installs faster/easier

WATCO MANUFACTURING COMPANY
1220 South Powell Road,

Independence, MO 64057-2724
Phone 816-796-3900 • FAX 816-796-0875

A Division of WCM Industries, Inc.

Join
The 
Green 
Scene

TM
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If you have no money to

market you can still get the

word out with publicity. It

gives you a chance to shine

if you like being the Star. 



BUSINESS RESOURCES + TOOLS Presented by

Compact & powerful
cordless ratchets

| TOOL CRIB |

The M12™ Cordless 1/4" and 3/8" ratchets — only 10-
3/4" long and 1.9 lbs — are the most compact and
powerful ratchets in their class, providing an ideal
fastening solution for automotive mechanics and
maintenance-repair professionals desiring maximum
performance, portability and productivity. Delivering up
to 35 in-lbs of torque and 250 RPM, the M12™
Cordless Ratchets deliver best in class power, speed, and
durability in an extremely compact form. A compact
3/4" low profile head design allows users to work in the
tightest of spaces and engine bays, maximizing
productivity. MILWAUKEE ELECTRIC TOOL CORP.

e Circle 110 on reader reply form on page 93

GENERAL PIPE CLEANERS
e Circle 111 on reader form on page 93

e Circle 112 on reader reply form 
on page 93

Drain cleaner
Newly redesigned JM-3055 Jet-Set™ water jet drain cleaning machine has the
power to clear your most stubborn stoppages, including grease, sand and ice. Its
3000 psi, 5.5 gpm pump has the thrust to pull the hose down long runs, the
pressure to cut through the stoppage, and the flow to flush it away.  The JM-
3055 is well balanced so that with little effort the machine can be tipped back
on its rear wheels to more easily maneuver it into position. A removable 300 ft.
capacity hose reel is mounted on the heavy duty tubular frame with four
pneumatic tires and a wheel brake. A tough 16-hp (480 cc) Briggs and Stratton
Vanguard engine with electric start and 2-to-1 gear reducer drives the triplex
pump. Vibra-pulse® on demand helps the hose slide easily down long runs and
around tight bends. Standard safety features include a thermal relief valve to
protect the pump from heat damage, along with a backflow check valve and
inlet filter. Complete with a tool box, spray wand and chemical injector.

The four new Aluminum Machined
Levels – 4-Vial Aluminum Machined
Torpedo Level (Model 400UM), 5-
Vial Aluminum Machined Torpedo
Level (Model 500UM), 5-Vial
Aluminum Machined Laser Level
(Model 800LMI), and U-Shape, V-
Groove 10-Function Aluminum
Machined Level (Model F-10) – are
heavy duty and lightweight, making
them able to stand up to tough job
conditions, while remaining easy to
carry. RIDGID.

Aluminum
machined levels

p
h

c
ja

n
u

ar
y 

20
12

  w
w

w
.p

h
cn

e
w

s.
co

m

85



Existing hydronic (hot water) home heating
systems represent a largely untapped market for
solar heating installation. Solar retrofits are

especially attractive for the following reasons:
• The hot liquid temperatures required by hot water

boiler heating systems are directly compatible with the
temperatures easily provided by solar thermal collectors.
• Existing hot water radiant masonry warm floors can

be used directly for solar heat storage.
• Other important heating system components can

be reused, often without modification.
• The whole retrofit operation can sometimes be

accomplished in a matter of days (rather than months
or years with new construction projects).
Finding somewhere to put the collectors without

spoiling the look and feel of the building and
surrounding landscape and fitting the new solar-
compatible equipment into the old mechanical room
are among the biggest challenges with retrofit projects
The example project presented here is a good

illustration of how the art and science of solar heating
can be applied to a retrofit. The owners of this house
already had radiant heated masonry floors heated by
propane. Solar heat has become a reasonable alternative
to the steadily increasing cost of propane. The new
system was designed to provide a substantial reduction
in propane consumption and to fit on the house with as
small an impact on the existing home design as possible,

both outdoors and indoors. 
This project makes good use of a typical solar

combisystem that I call Combi 101. As I have
mentioned in previous articles, a Combi 101 system is
the most basic solar home heating system; it includes
solar collectors, a backup boiler, domestic hot water

tank (DHW) and hydronic radiant
heated floor zones, all connected
together. This example project fits
the Combi 101 profile nicely. The
conceptual piping plan used on
this job can be seen in Figure 42-1.

The existing house
The house has just over 2,000

square feet of heated space, is
single-story, well-constructed, but
with high ceilings in the center.
(See Figure 42-2) The original
hydronic heating system included
four heating zones with separate
room thermostats and zone valves

GREEN SYSTEMS
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SOLAR SOLUTIONS

Finding somewhere
to put the collectors
without spoiling the
look and feel of the
building and
surrounding landscape
and fitting the new
solar-compatible
equipment into the old
mechanical room are
among the biggest
challenges with retrofit
projects

e Turn to STICKNEY  on p 88

BY BRISTOL STICKNEY CONTRIBUTING WRITER

Example project: Combi
101 retrofit in Canoncito,
N.M.

| Bristol’s Six Principles for Good Solar Hydronic Design |
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| SOLAR SOLUTIONS | CONTINUED FROM PAGE 86

feeding a total of 1,250 square feet of masonry radiant
warm floors. 
The only heating fuel available is propane, and the

original gas burner was a Lochinvar DDL075 that
provided both potable DHW and boiler fluid for the
floors (seen on the right in Fig.42-2). This resembles a
conventional 75-gallon gas water heater tank, but has a
heat exchanger coil built into it, so that boiler fluid can
be heated indirectly by the hot potable water in the
tank. This was an atmospheric burner with an AFUE
burner efficiency rating of only 82 percent, operating at
high altitude, with a de-rating for 7,000 feet elevation.
The burner required a large flue pipe and large fresh air
vents feeding the boiler room.

Roof-mounted solar heat collectors
The house was built with passive solar features (large

south windows), so a large portion of the roof had a
good southern exposure. The roof was built with a
shallow pitch and covered with corrugated metal.
Ground mounted collectors were considered, but
rejected because of the added difficulty posed by the
trees, landscaping and underground piping required. 
Figure 42-3 shows the collectors installed in this

project. The small modular collectors were chosen for
several reasons. The shape of the collectors tends to
mimic the existing windows resulting in a softer
appearance that is less monolithic than with larger
panels. The panels have a low profile that fits below the
highest peak of the existing roof, which also helps to
moderate the dominating appearance of the panels on
the building. 
The panels plug together easily side by side to allow a

simple flow path using horizontal headers and vertical
risers, all hidden inside the collector frames. This allows
the easy installation of thermosyphon cooling fins on

the back of the collectors, which were used here to
prevent overheating during the summer and fall. The
panels are the SS16 model made by SolarSkies and have
the added benefit for the installers of being easier to lift
up a ladder than larger panels.

Existing equipment to keep or replace
When burning propane at high altitude in this home,

we determined that a sealed-combustion condensing
boiler would provide better fuel economy. We found
that a wall-hung condensing boiler would fit in the
limited space provided in the mechanical closet; the
installer, Jeff Stampfer, chose the Knight WBN106
with an AFUE rating of 95.5%. To control the heat loss
from the DHW tank, a Triangle Tube indirect water
heater tank was chosen that can be heated by solar or
boiler using its tank-in-a-tank heat exchanger, and has
no heat loss from a central flue pipe as the original
tank did. 
The use of a sealed-combustion boiler eliminated the

need for the existing large metal flue pipe and fresh air
vents that were originally installed from the boiler room
up through penetrations in the roof. Since these vent
pipes were installed with metal flashing as a permanent
weatherproof part of the finished metal roof, it made
sense to use them as conduits for our new boiler flue
pipes and solar glycol supply and returns. As a result, we
did not need to cut any new penetrations in the roof to
make these connections. 
A number of heating system components were kept

and reconnected with little or no modification. This
includes the gas supply pipes, the boiler refill and air
eliminator parts, the heat distribution tubing and
manifolds, including the zone valves, and the existing
four conductor thermostat wires.

Results in the mechanical room
Figure 42-4 shows how the final components fit into
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the existing boiler room. This was a
very small closet in the center of the
house, so remodeling it and even
photographing it were something of

a challenge. Our installers from
Eldorado Solar did a good job of
placing the tank, the boiler, the solar
heat exchanger and the new
circulator pumps in positions where
they could be reached for
installation and service. Because the
primary loop is mounted
horizontally near the ceiling, all the
components can be connected with
reasonable accessibility in this tiny

utility closet. While still a crowded
space, this installation would have
been much more difficult and much
less serviceable without the ceiling

mounted primary
loop.
The control

system for this
installation is the
SolarLogic
Integrated Control,
known as the SLIC.
It provides
comprehensive
control over every
heating component

in the house, including heat storage
in the masonry floors and remote
access over the Internet. I will
describe the control system in more
detail in an upcoming column.

Final notes
These articles are targeted toward

residential and small commercial
buildings smaller than 10,000 square
feet. The focus is on pressurized

glycol/hydronic systems, since these
systems can be applied in a wide
variety of building geometries and
orientations with few limitations.
Brand names, organizations, suppliers
and manufacturers are mentioned
only to provide examples for
illustration and discussion and do
not constitute recommendation or
endorsement. l

Bristol Stickney has been designing,
manufacturing, repairing and
installing solar hydronic heating
systems for more than 30 years. He
holds a Bachelor of Science in
Mechanical Engineering and is a
licensed mechanical contractor in New
Mexico. He is the chief technical officer
for SolarLogic LLC in Santa Fe, N.M.,
where he is involved in development of
solar heating control systems and
design tools for solar heating
professionals. Visit
www.solarlogicllc.com for more
information.

The use of a sealed-combustion
boiler eliminated the need for the
existing large metal flue pipe and
fresh air vents that were originally
installed from the boiler room up
through penetrations in the roof.



How do you see 2012 for you
and your showroom? Is the
glass half empty or half full?

There is lots of positive thinking and
solution-orientated wisdom for
2012! In my November, 2011
column, I expanded on the ideas
expressed by David Kohler of the
Kohler Company in his keynote
presentation at the Southern
Wholesaler Association’s (SWA)
convention. Kohler offered the
following advice and solutions. 
• “You can succeed in this

environment. In many ways, it’s better
than what we’ve seen in other
recessions. Consumer mindset is shifting,
creating opportunity and change. Every
segment of the market cares about
value.”
• “Let’s focus on what we can control

and what is possible. We can overcome
adversity and find ways to succeed in
any environment.”

• “The Internet is the single biggest
factor impacting business in my lifetime.
I want to use our presence on the
Internet to drive more traffic to our
distributors. That speaks to our
distributors having both a strong
physical presence as well as an online
one.” 
• “My father (Herbert Kohler) said if

it’s worth doing, it’s worth measuring.
What gets measured gets managed.
What gets managed gets improved. We
still live by that philosophy.”
On 12/4/2011, I received an

informative E-newsletter, “Year End
Economic Outlook,” from Steven
Kleber, president of Kleber &
Associates. Steven is an expert in
kitchen and bath industry marketing,
advertising, public relations and
social media. His newsletter spoke

factually about positive outlooks for
2012. 
• “December began with the stock

market's best performance in almost
three years.
• The unemployment rate fell to a 2

½ year low, while the number of
Americans who signed contracts to buy
homes surged to the highest level in a
year. Homebuilders are now as
confident as they were in May 2010.
• What's more, consumer

confidence rose by the most since April
2003, on the heels of record breaking
retail sales from Black Friday and
Cyber Monday. And it wasn't all flat
screens and iPads either — as Home
Depot shares are now at a 52-week
high.
• U.S. factory activity expanded to its

highest level since June, while
construction spending climbed to an
annual rate of some $800 billion ... led
by housing and commercial starts.

• The Census Department released
its monthly New Residential Homes
Report showing a 1.3% monthly
increase and an 8.87% increase year-
over-year. The inventory of new homes
has now fallen to the lowest level seen
in the last 47 years.
• The U.S. is on target to invest more

than $337 billion on our homes, with
annualized private residential fixed
investment rising 3% for the quarter,
based on the Bureau of Economic
Analysis. Significantly, this is only the
second increase since 2006 ... and this
time it's not boosted by artificial
government tax-credit stimulus.
• While shadow foreclosure

inventory and the European economic
community both appear to be held in
check (at least for now) by coordinated
institutional effort, I remain quite

optimistic for the new year. How about
you?”
In the 12/2/2011 issue of The

HousingZone.com, a Hanley-Wood
Publication, Jonathan Sweet, the
skilled and experienced editor in
chief wrote an article titled “Nine (9)
reasons to be optimistic about
housing.” You can read the full article
at www.housingzone.com/industry-
data-research/9-reasons-be-optimistic
-about-housing. In the article, Sweet
said, 
• “There’ve been a lot of positive

signs for a housing (and broader
economic recovery) coming out lately.
Here are nine reasons we might be
looking at a better 2012 than 2011 in
the residential construction market.
• Unemployment drops to lowest

point since 2009.
• Pending home sales up 10.3

percent in October.
• Housing affordability at record

levels.
• Consumer confidence up heading

into year-end.
• Existing home sales make

surprising October jump.
• Residential construction spending

up 3.4 percent.
• Construction industry adds most

jobs since 2006.
• Builder confidence at 18-month

high.
• Single-family starts increased in

October.”
My deepest area of expertise is in

bath/plumbing products in the hotel
industry. I have read a dozen articles
written by leading hoteliers,
magazines and mainstream
newspapers such as USA Today that
indicate that the hotel industry is
doing well. Some examples include:
Hotel Interactive, a 24/7 leading
online hotel news source, reporting
on the 17th annual lodging
conference in Phoenix, “Confidence
is higher than it has been in years and
why financially focused folks are
happy!”; USA Today, 9/27/2011,
“Hotel industry sees ‘positive
activity’”; USA Today, “Travelers
check back into luxury hotels”; USA
Today, 10/28/2011, “Hotel industry
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What is your mindset 
for 2012? BY PETER SCHOR 

CONTRIBUTING WRITER

| HALF EMPTY OR HALF FULL? |

Attention Readers: I one hundred percent care
about plumbing wholesaler showrooms and
your well-being. Would you please send me
an email to tell me, besides the economy,
what solutions you need to solve your
problems and challenges?



expects check-ins to rise in 2012.”
“Where are the solutions to increase
your sales in these tougher economic
times?”
The solutions below are included

in the archived section of my
showroom columns in The
Wholesaler magazine
(www.thewholesaler.com). Visit the
website and click on Archives. Trust
me; most of the answers are there.
The columns are:
• October 2011. “Selling luxury

goods in a tough economy.” If you
missed the article, go back and get it.
What I have to say is almost the
same thing (and more) echoed by
leading industry educators,
manufacturers and plumbing
wholesaler showrooms.
• August 2011. “Meeting the

challenge of today’s economy.” This
article is chock full of tips to improve
your attitude and shift your thinking
process.
• July 2011. “Creating the

experience in your showroom.”
Everything you need to know about
branding (your showroom) and
making it the place to buy can be

found in this article. I worked with
four major manufacturers during
2011 in the bath, plumbing and
hospitality industries. 
• May 2011 archives include

“Branding fundamentals, Part I.”
* February 2009. “Stress reduction

in these tough economic times.” Go
back and read it, as it is an extraction
from the best book authors and gurus.
It works.
• January 2008. “Making 2008

your best year.” I saved the best
archives article for last. I listed 33
ways to increase your sales and gross
profits, save time and increase
productivity and improve your
showroom. The article will isolate the
archived article in which you can find
“your solution” for better results. The
article may be from 2008, but the
information applies 100% to your
2012 success!
Attention Readers: I one hundred

percent care about plumbing
wholesaler showrooms and your
well-being. Would you please send
me an email to tell me, besides the
economy, what solutions you need
to solve your problems and

challenges? I will respond to you and,
if you give me permission, I will
publish the problem and solution
without using your name or
company so that other people can
see that there are solutions to
common challenges. 
In the meantime, let 2012 be a

great year for you, your family and
your showrooms! l

Peter Schor, president of Dynamic
Results Inc., is a bath/plumbing
industry speaker, educator, author,
columnist and consultant in the many
segments of our industry. For the past
20 years, he conducted seminars and
speaks at numerous conventions. Schor
has great expertise in the field of
showrooms and hotel bathrooms and
has won many industry awards. He
also consults manufacturers in taking
their products to market in the areas of
sales, marketing and public relations.
Schor can be reached at 1302
Longhorn Lane, Lincoln, CA 95648,
phone 916/408-5346, fax 916/408-
5899, email
pschor@dynamicresultsinc.com or visit
www.dynamicresultsonline.com.
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EElllleenn RRoohhrr
Bare Bones Biz

JJoohhnn BBaarrbbaa
Taco, Inc.

DDaann FFoolleeyy
Foley Mechanical

EErriicc AAuunnee
Aune Plumbing
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Slide bar grab bar system

The new Slide Bar Grab Bar System adds increased safety
in the shower. It includes a chrome hand shower in one of
three flow rates — 1.5 or 1.75 gpm Eco-Performance
models, certified to meet WaterSense® criteria and a 2.5
gpm model — and an ADA-compliant stainless steel grab
bar. It can be mounted using innovative SecureMount™
Anchors, which can hold up to 500 pounds and allow for
secure installation at any angle, without a stud. MOEN
COMMERCIAL.

The Anystream® Retro™ is solid brass showerhead
remake of the classic Speakman 4" self-cleaning
showerhead from the 1920s. The Anystream® Retro
features a solid brass shank, handle and ball
coupled with the legendary Speakman
Anystream® showering engine. The
showerhead is only available in
polished chrome. The Retro
showerhead operates using
the innovative
Anystream 360º™
spray technology.
Developed by
Speakman’s
engineering team,
Anystream 360º™
spray technology
allows Speakman
Anystream showerheads to
achieve a 360º rotation to the spray adjusting mechanism
(handle or faceplate).  This adjustability allows the user to
make small incremental adjustments to the spray of the
showerhead and transition effortlessly through an infinite
number of sprays.  Speakman’s Retro showerhead
smoothly transitions through 360 degrees of unique
sprays by turning the brass side handle.  SPEAKMAN
COMPANY.

Anystream® Retro™

e Circle 116 on reader reply on page 93 e Circle 117 on reader reply on page 93

e Circle 115 on reader form on page 93

Save time, money and family harmony with the stylish new
Clean™ tub, shower and wall enclosures, which feature the
EverClean®antimicrobialtechnology that helps tubs and showers
stay clean, longer. TheEverClean permanent finish inhibits the
growth of stain and odor-causing bacteria, mold and mildew on
the surface — its smooth mirror-like surface resists dirt, even after
years of use. AMERICAN STANDARD.

Clean™ tub, shower and
wall enclosures

Successfully introduced in Europe, the enhanced SANIBEST PRO
leverages a new, high-performance, grinding system that — unlike
standard macerating pumps — can easily handle the accidental flushing
of sanitary articles, such as feminine products, baby wipes, dental floss,
etc. Operating at 3,600 RPM for rapid elimination of heavy-duty waste,
the SANIBEST PRO is designed for homes, as well as public restrooms
in offices, schools, factories, restaurants and any other situation where
flushing sanitary items might be a concern. 
SFA SANIFLO INC.

High-performance grinding system

e Circle 118 on reader reply on page 93
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CLASSIFIED ADS

SOFTWARE APPLICATIONS

BUSINESS OPPORTUNITIESSUPPLIERS

BUSINESS FOR SALE
Well respected & stable plumbing serv-
ice/repair company for sale on pictur-
esque California Central Coast. If
interested, please contact Roger at:
plumbperfectplumbinglompoc@yaho
o.com or 805-737-1831.

Check out the
Industrial PVF
market in
February’s
Phc News!

EQUIPMENT HANDLING

Get more BANG for your advertising buck with a display
advertisement in phc news! See page 6 for your nearest

advertising sales representative!
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2012 Industry Forecast: Nebulous to partly cloudy

BY JOHN MESENBRINK,EDITOR
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| ADVERTISERS’ INDEX |

Nebulous. That’s really the best word that
came to mind to describe the overall
2012 industry forecast and economic

climate. Just ask the experts. Some will give a
rosier 2012 forecast while others remain cautious.
Some indicators look positive and favorable while
others, not so much. With the residential market
still struggling to regain respectability, the
commercial market seems to be faring better,
with healthcare, education and government
industries remaining pretty solid. And speaking of
government, don’t underplay the importance of
the upcoming presidential election. A wait-and-
see attitude might play out here.
Moreover, unemployment numbers seem to be

decreasing ever so slightly to indicate a trend in
the right direction. And, consumer confidence is
on the rise, although most are cautiously
optimistic. According to a December 27 report by
the Associated Press, “An improving job outlook
helped the Consumer Confidence Index soar to
the highest level since April and near a post-

recession peak, according to a monthly survey by
The Conference Board.
“It marked the second straight monthly surge
and coincided with what’s wrapping up to be
decent spending for the holiday shopping season.
“The rise in confidence jibes with a better
outlook for the overall economy... But confidence
is still far below where it is in a healthy economy.
And Americans’ mood could sour again if the
debt crisis in Europe deepens and spreads to the
U.S. Shoppers still face big obstacles — higher
costs on household basics and a still-slumping
housing market.”
Our experts share their views on the Industry

Forecast throughout the pages of this issue; you’ll
find information on the hydronics/radiant,
plumbing and PVF markets.
Mark Hudoba, senior product manager for

heating and cooling, Uponor North America,
predicts that the radiant market in 2012 will start
to make headway. “I predict that radiant will start

e Turn forward to p 94



Fabricated Systems. Worry-free from start to fi nish.

Booth #2810

Get peace-of-mind,contact pkinfo@harsco.com or visit www.harscopk.com

Our Fabricated Systems provide customers with limited risks and locked in outstanding 
performance. All of the system components—from pumps to controls to piping—are 
engineered to work together, and factory skid mounted to produce superior performance in 
the fi eld. Our factory packaged skid systems offer control over installation quality and single 
source responsibility. A turnkey solution—because you have better things to do with your time.

Peace of mind. Every time.

MORE INFO? SCAN WITH 
YOUR SMART PHONE

e Circle 52 on reader reply form on page 93



Paired Systems Provide
Maximum Performance 
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