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EDITORIAL OPINION
B Y  N I C O L E  K R A W K E

Home service industry rebounds
after the pandemic
New report from Jobber shows consumer spending on home services
— including plumbing and HVAC — has exceeded pre-pandemic levels.

There’s no doubt the COVID-19 pandemic a�ected businesses of all types and sizes. However, as the

economy continues to recover in 2021, di�erent categories are rebounding at di�erent rates. The home

service category demonstrated its resilience and stability throughout 2020, and into the �rst half of 2021,

according to a new report from Jobber, a provider a home service management software.

The Home Service Economic Report: 2021 Mid-Year Review , released in August, features data aggregated

from more than 100,000 home service providers, including plumbers, HVAC technicians, electricians and

construction contractors. The report �nds that consumer spending on home services — including

plumbing and HVAC — recovered faster than all other categories and has exceeded pre-pandemic levels

from June 2020 onwards.

“The Home Service category has demonstrated resilience throughout the pandemic and continues to

experience positive growth,” said Sam Pillar, CEO and co-founder of Jobber. “While factors such as

growing in�ation and supply chain disruptions are presenting challenges for companies everywhere, key

indicators point to consistent growth for home service as we enter the second half of 2021.”

ENLARGE

Though contracting was signi�cantly a�ected by the �rst wave of COVID-19 last year — people did not

want strangers entering their homes during the height of the pandemic — the segment rebounded much

faster than others.

“Contracting ended 2020 on a high note, and that high growth trend has continued into this year,” the

report states. “Both new work scheduled and median revenue have ended Q2 on a healthy note, so

things are looking positive for this segment for next quarter.”

ENLARGE

Here are four key takeaways plumbing and heating contractors should consider from the report.

1. New and existing home sales reach record levels

As the report points out, the health of the home service industry is closely tied to the residential housing

market. A rise in sales means increased demand for home services, including plumbing and HVAC

contracting services. Though the pandemic caused a slight decline in the housing market from April

through June 2020, the sale of new and existing homes recovered very quickly, reaching record levels in

the second half of 2020, and into Q1 of 2021, according to the report. Sales dropped only slightly in Q2.

ENLARGE

2. Home renovations still booming

According to the Jobber report, the home remodeling market is stronger than pre-pandemic levels. Of

course, the enforced pandemic lockdowns and shutdowns have forced people to spend more time at

home than ever before, leading to a rise in all types of home renovations, especially kitchen and

bathroom.

“According to the Leading Indicator of Remodeling Activity (LIRA) released by the Joint Center for Housing

Studies of Harvard University, the annual growth in home renovation and repair expenditure reached 6.1%

year-over-year growth in Q2 2021 and is expected to grow by 7.6% by the end of 2021,” the report states.

Additionally, there has been growth in new building permits issued throughout the second half of 2020

and into 2021.

“The trend is shifting from DIY home improvements to professional renovations, as more homeowners

feel comfortable inviting contractors back into their homes,” the report says.

ENLARGE

ENLARGE

3. Labor shortage still impacting contractors’ ability to take on more work

While the overall U.S. unemployment rate has improved in 2021, the recovery rate for home service

businesses is better than other categories, Jobber found. The ratio of hires to job openings has

decreased, suggesting there is the desire to hire more workers and not enough workers to �ll them. I

know this comes as no surprise to the industry pros reading this right now.

“We know from conversations with our customers that hiring workers is incredibly challenging, particularly

now,” Pillar says. “Our data also reinforces that businesses are struggling to hire workers in many home

service industries to meet customer demand. If you’ve ever considered pursuing a career in home

services, now is the time.”

“A skilled workers shortage is an industry challenge that will continue to impact the home service

category,” adds Abheek Dhawan, vice president of business operations at Jobber. “It’s more important

than ever for businesses to embrace technology like Jobber to better manage jobs, improve

communication with customers and make their existing teams more e�cient.”

ENLARGE

ENLARGE

4. Increased demand, supply chain disruption force construction delays

The rise in consumer demand combined with pandemic-related supply chain issues have created many

challenges for contracting businesses.

“In addition to labor shortages, producer price index (PPI) for net input to construction industries (goods)

have soared as a result of scarcity in the face of increased demand,” the report states. “The PPI for lumber

and wood soared 50% by June 2021 compared to January 2020, while PPI for steel mill products

increased by 82% during the same period. Diesel, which experienced a 50% decline compared to Jan

2020 in May 2020, observed a complete shift and increased by 46% compared to January 2020.”

These supply and demand issues have caused numerous construction delays, according to Jobber. The

report cites external data indicating the average wait time for the overall construction industry to start a

project is up by almost four weeks in Q2 of 2021 when compared to the same period in 2020.

“According to our data, the average job lead times are at an all-time high and up by four days in Q2 2021

compared with the same period last year. Service providers are getting more job requests than they’re

able to ful�ll," Jobber noted.

Additionally, higher material costs are causing contractors to raise their own rates, increasing the average

invoice size. According to the report, median invoice size grew by 14% in Q2 2021 compared to pre-

pandemic levels of Q1 2020.

“Altogether, these dynamics have led to mixed results for the construction industry,” the report says. “After

healthy growth in new work scheduled throughout the second half of 2020, new work growth in 2021 has

been quite volatile. Similarly on the revenue growth side, last quarter saw quite a slowdown in CAG since

2019 after a healthy Q4 2020 and Q1 2021.”

ENLARGE

ENLARGE

Future outlook

These trends will more than likely continue during the second half of 2021, allowing the home services

market to continue its steady growth.

“The employment recovery in home service, albeit slow, is better than most other categories,” the report

concludes. “As consumer demand for home service grows, the shortage of skilled workers will continue to

impact the ability for businesses to meet this demand. This, in addition to higher material costs, are

challenges that will likely continue for the rest of the year. Unfortunately, the COVID challenge still persists,

with a rise in delta variant cases, and a general rise in cases overall. Although vaccinations that have

already been distributed are expected to help with this new wave, the impact on society as well as the

economy is hard to predict. That said, many home service businesses have been able to navigate

through the previous waves, and will be able to draw on that experience moving forward.”

Either way, plumbing and HVAC contractors need to be prepared. Economic reports like Jobber’s are a

great tool for managing your business and planning ahead. To view the full report, visit

https://getjobber.com/home-service-reports/august-2021.

Graphs courtesy of Jobber. Hero image: LockieCurrie/E+ via Getty Images

Nicole Krawcke  is chief editor of Plumbing & Mechanical.
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PHCC names Ingrao new CEO

The Plumbing-Heating-Cooling Contractors — National Association announced Mark S. Ingrao, CCP,

CAE, has been selected as its new CEO. PHCC CEO Michael Copp will retire from PHCC in December

2021, and Ingrao o�cially assumes duties as CEO on Oct. 22, during PHCC’s Annual Business Meeting at

PHCCCONNECT2021 in Kansas City, Missouri.

Ingrao brings more than 18 years of executive-level association management experience, most recently

serving as CEO of the Northern Virginia Building Industry Association. Prior to that, he was president and

CEO of the Greater Reston Chamber of Commerce. He also has served as principal of Aspen Strategies

and vice president of government a�airs for the National Apartment Association. He began his

association career with the Apartment and O�ce Building Association.

“Mark has a solid record in association management, a keen eye for small business, having served as a

local chamber executive and experience working with construction industry stakeholders,” PHCC

President Hunter Botto said. “We welcome him to our team, con�dent that he will continue to expand the

services we o�er our member contractors, strengthen our industry partnerships, and build a better future

for PHCC and the industry.”

Ingrao has been exposed to the building trades his entire life; his father was a carpenter and owned a

construction company specializing in high-rise multifamily and commercial complexes. Prior to his

association positions, he was an associate with the executive recruiting �rm of Heidrick & Struggles,

manager of recruitment for the National Business Development Practice of Arthur Andersen and held

various positions at Washington Gas.

Ingrao also is active with several professional and community organizations, having served on boards for

the Fairfax County’s Economic Advisory Commission, Reston Hospital Center, Northern Virginia

Transportation Alliance and the University of Mary Washington, among others.

He earned a bachelor’s degree in economics from the University of Mary Washington and is a certi�ed

association executive (CAE) and a certi�ed compensation professional (CCP).

“During my recent interactions with PHCC, I have been impressed with the passion of the members and

their vision for the industry,” Ingrao said. “I look forward to working with the member-leadership and sta�

to develop future strategic plans for this well-respected and long-established organization, and building

on the terri�c achievements of the PHCC federation.”

Obituary: Sioux Chief’s Mike Stallings

Sioux Chief Director National Sales Michael Stallings died July 28 after a battle with cancer. Family and

friends recently gathered for a celebration of his life in Stallings’ hometown of Shelby, North Carolina.

Stallings is survived by his wife, Donna, son Matthew, daughters Lisa (Craig), Jessica (Johnathan) and a

grandson, Fin.

Stallings started his career in the plumbing industry in the early 1980s working for Plastic Oddities, holding

various management positions while there. He later formed his own company, Stedco, and manufactured

a line of residential drainage items, of which Sioux Chief was a customer.

In the late 1990s when Sioux Chief purchased the assets of Stedco, Stallings took a couple years to

pursue other interests, but his heart and head were always with the plumbing industry. Stallings joined

Sioux Chief in 2001 and managed its southeast distribution center. Shortly after, he became the regional

sales manager for the southeast. Stallings advanced into the role of director of national sales for Sioux

Chief in 2013 and carried out that position with great success until his passing.

Stallings was so much more than an average salesperson — distributors and plumbing contractors

considered him more of a friend and consultant, Sioux Chief noted. Stallings always made it a point to

show them better, easier and more e�cient ways to do things, regardless of the sales numbers, the

company added.

“To say Mike will be missed is a gross understatement — he is irreplaceable,” Sioux Chief said. “He was

loved by coworkers, customers and competitors alike. All of us will forever bene�t from having known

Mike Stallings.”

Uponor sells stake in Phyn

Uponor and Belkin International have signed a share purchase agreement for the sale of Uponor’s shares

in Phyn, a water-sensing and conservation technology company, to Belkin. Phyn was founded in 2016 as

a joint venture between Uponor and Belkin, with both owning 50% of the company. The parties have

agreed not to disclose the purchase price. Uponor booked an impairment on Phyn’s valuation in its Q2

results.

“These �ve years have proven that Phyn is on the right path with its water leakage detection technology,

yet market adoption has not reached the targeted levels,” said Jyri Luomakoski, president and CEO of

Uponor Corp. “Uponor has not been able to leverage its strong presence in the wholesale channel

optimally. Having only limited synergies with our building solutions businesses, we have decided to sell

our stake in Phyn to Belkin.”

Hansgrohe USA tabs new president

Hansgrohe USA recently hired Robert Kaminski as president. Kaminski comes to the United States after

10 years with the Hansgrohe Group. He leads a talented team of more than 250 employees with a

passion for creating captivating experiences with water, the manufacturer noted.

Before coming to the U.S., Kaminski held positions at the Hansgrohe Group as head of sales for northern

and eastern Europe, and as vice president of sales for North America, a role he continues to hold. He

brings a unique perspective to the market after spending recent years at the company’s headquarters in

the Black Forest, and previously managing Hansgrohe Poland as president. Kaminski’s long history of

sales and marketing excellence includes implementing strategies that produced record sales for the brand

in Poland, the company noted. Before joining the Hansgrohe team, Kaminski held key positions with

Philips Consumer Electronics, Sony Corp. and Haier.

Kaminski is enthusiastic about the opportunity to grow the AXOR and Hansgrohe brands in the United

States.

“Our mission continues — to enhance people’s lives with water,” Kaminski said. “We are doing this every

day. However, our goal is to grow this market exponentially in the coming years with extensive product

collections and more brand awareness. The U.S. is one of Hansgrohe’s most important markets, and one

of our goals is to build on our current success to become one of the top-selling subsidiaries outside

Germany. We want as many people in the U.S., as possible, to experience water with Hansgrohe. We truly

o�er performance you can feel.”

ICC names Anderson PMG director

The International Code Council announced Richard Anderson will join the organization as a director of

plumbing, mechanical and fuel gas (PMG) resources in the government relations department. As part of

his responsibilities, Anderson will work with the Code Council’s team of experts to develop, coordinate,

and implement PMG programs and services related to the International Codes (I-Codes).

“Building codes and standards create an ecosystem of building policies that ensure the safety of our

buildings and safeguard the health and wellbeing of building occupants,” said Dominic Sims, CBO and

CEO of ICC. “As topics such as water and energy e�ciency become greater concerns for communities,

we understand the importance of having a proven leader like Richard Anderson join our team to provide

his expertise and insights as a knowledgeable voice in this space.”

With 23 years of building safety and PMG experience, most recently Anderson represented the City of Fort

Collins (Colorado) as a chief building o�cial where he oversaw the enforcement of all building codes for

the city.

ARS names Midgett chief sales/marketing officer

American Residential Services, a national provider of residential HVAC and plumbing services, announced

the appointment of Mike Midgett as chief sales and marketing o�cer.

Midgett joins ARS with more than 30 years of experience as a sales and marketing professional and

leader, the �rm noted. He will be responsible for developing and executing the strategic plans for sales

and marketing, as well as the overall branding, promotion and communication strategies. Midgett will help

enable the sales-related activities underpinning ARS’ ambitious growth objectives.

“With the creation of this new role, I am pleased to have hired a highly talented executive in Mike who

adds further depth to our management team as we continue to build and grow our business,” said Scott

Boose, CEO of ARS. “Mike’s skillsets and prior experiences as an entrepreneur and chief sales and

marketing o�cer for customer-facing organizations will greatly help us design and execute high-impact

transformational growth strategies to deliver greater value to our customers.”

Before joining ARS, Midgett was the founder and CEO for Qoreboard, a SaaS company that delivers a

platform to build frontline employee engagement and daily performance into sustainable long-term

results.

IPEX to open North Carolina plant

IPEX announced a major investment in a new state-of-the-art injection molding plant to be built in

Pineville, North Carolina. The new facility will encompass Industry 4.0, including arti�cial intelligence, and

will signi�cantly increase the company’s ability to manufacture �ttings for plumbing, electrical, industrial

and municipal applications.

The nearly 200,000-square-foot manufacturing facility is being custom designed and built, and will

become the technological �agship for the company’s operations and one of the most advanced plastics

manufacturing facilities in the industry, IPEX pointed out. The plant’s �exible automation capabilities will

enable total automation for all facets of sorting, labelling, counting, packing and assembly, it added.

To ensure world-class safety results from day one, the facility will incorporate industry-leading health and

safety best practices, IPEX said. The plant’s automation capabilities will eliminate the majority of manual

repetitive processes and tasks, and the production �oor will be forklift-free, with vehicles auto-guided by

arti�cial intelligence, increasing plant safety. Also, with sustainability in mind, the plant will be fully climate-

controlled, use energy-e�cient lighting, and high-e�ciency machines to reduce the use of both electricity

and water.

Given the importance that IPEX places on innovating to create new products and ideas to ful�l customer

needs, the plant layout will also provide IPEX with space for testing and prototyping a great number of

new products already in development, the manufacturer noted.

This new facility will increase production capacity substantially and will provide new career and job

opportunities, with the expectation to hire more than 150 people from the local area. The plant’s use of

Industry 4.0 will increase the need for supervisory, technical and quality control positions, IPEX added.

“This new plant is an exciting endeavor for IPEX, our customers, employees and the surrounding

community. It is an integral part of our continued growth plans in North America,” said Alex Mestres, IPEX

CEO. “This level of investment in new technologies, cloud connectivity and �exible automation will make

this plant a learning showcase for the rest of our operations and will allow us to better serve our

customers with added �exibility, response time and innovative products.”

Construction of IPEX’s groundbreaking facility is expected to be �nalized in late 2022 with full operations

expected to start in early 2023. Once the project is completed, the Pineville site, which includes an

existing molding facility, will be home to nearly 100 injection-molding machines, IPEX’s biggest molding

complex.

IPEX has announced signi�cant expansion plans this year. The Pineville manufacturing plant is the

company’s fourth new facility announcement in 2021, following three new distribution centers in Garland,

Texas in the U.S., and in Winnipeg, Manitoba, and Dartmouth, Nova Scotia, in Canada.

Rinnai names Kiley VP of operations

Tankless gas water heater manufacturer Rinnai America Corp. announced Shelley Kiley has joined the

organization as its vice president of operations. Kiley’s extensive knowledge, will help Rinnai continue to

grow and expand manufacturing capabilities in North America, including overseeing the completion of its

new manufacturing plant in Gri�n, Georgia, the company explained. In addition, Kiley has assumed

responsibility over all functional areas in manufacturing, supply chain, distribution and logistics.

“I am very excited to join Rinnai America and look forward to leading the operations team as we continue

to drive operational excellence and expand our manufacturing capability in North America,” Kiley said. “I

look forward to supporting Rinnai, delivering on our promise of ‘Creating a Healthier Way of Living,’ as

well as spearheading the operational initiatives that will continue to drive growth.”

Kiley has cultivated deep experience throughout a 30-year career, having most recently spent three years

leading a team of 650 within the supply chain and global operation strategy teams at Larson-Juhl. Prior to

that, Kiley had a distinguished 11-year tenure with Moen, where she rapidly progressed from plant

manager to holding several executive leadership roles, including vice president of global supply chain

and manufacturing, where she led 2,000 employees.
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HYDRONICS WORKSHOP
B Y  J O H N  S I E G E N T H A L E R

Freedom of (fuel) choice
Using a heat pump to displace high-priced fuel.

I recently provided guidance on a unique residential retro�t project. The house, a modest 2,500 square-

foot, two-story, was located in a semi-rural area near Albany, New York. It had been purchased by a

young family about two years ago.

The previous owner had contracted with a local propane supplier to install a 500-gallon underground

propane storage tank. The tank remained the property of the propane supplier, and was “leased” to the

homeowner for $10 per year. Hardly a cost to be concerned over. However, the contract the previous

homeowner had agreed to ensured only that supplier could add propane to the tank. As part of the pile

of paperwork involved in purchasing the house, and perhaps unaware of the “�ne print,” the new owners

had agreed to extend that contract.

The propane was used to operate a mid-e�ciency furnace for space heating, and a relatively old (pilot

equipped) domestic water heater. It also supplied the kitchen stove and a �replace. The latter was used

very little.

Figure 1 shows the price of propane the new owners were paying over the last quarter of 2020, and the

�rst half of 2021.

ENLARGE

FIGURE 1

At an assumed seasonal e�ciency of 89%, propane priced at $3.69/gallon equates to $45.19 per million

Btu (MMBtu) delivered from the furnace. The home’s relatively old standing pilot domestic water heater

probably had net e�ciency in the range of 65% to 75%. At an assumed 70% e�ciency, the heat for

domestic water was costing about $57.46 per MMBtu. The bottom line was the young family was

spending close to $4,000 per year for propane.

By comparison, the local cost of electricity during this time averaged about $0.125/KWh. If this electricity

was converted directly to heat — such as through electric baseboard — it would cost about $36.63 per

MMBtu delivered, signi�cantly less than the unit price associated with the latest propane delivery.

From an energy cost standpoint this situation “begged” for a heat pump.

The owner had looked into the cost of installing a new air-to-air heat pump from a major manufacturer. It

could provide space heating and cooling, but had no provision for domestic water heating.

A hydronic solution

Even though the house had an existing — and nicely-installed — forced air distribution system, I

recommended an air-to-water heat pump. The propane furnace would be replaced with a new “low-

temperature” air handler sized to dissipate the full heating output of the heat pump at a water supply

temperature of about 105° F. This allowed the heat pump to operate with COPs comparable to those

achievable from a low-temperature hydronic delivery system such as �oor heating. This heat pump

con�guration also allows chilled water cooling through the same air handler.

The choice of air-to-water rather than air-to-air also allowed nearly 100% of the home’s domestic water

heating load to be supplied by the heat pump. For the family of four, using an estimated 60 gallons of

domestic hot water daily, this alone would save about $280 per year compared to electric resistance

water heating, assuming that the heat pump operated with a seasonal average COP of 2.5. If the old

propane water heater remained in operation, it would cost about $328 more per year (based on the

recent delivered price for propane and an assumed 70% thermal e�ciency) compared to heating the

domestic water using the heat pump.

The air-to-water heat pump also allowed the system to be con�gured so that panel radiators (or other

hydronic heat emitters) could be easily added to the system in the future. This was made possible by

adding a manifold station to the system to accommodate up to �ve homerun distribution circuits. Imagine

adding a towel warmer to the master bathroom, or a couple of panel radiators to keep the recreation

room in the basement comfortably warm during long upstate New York winters. Both are very “sellable”

upgrades that simply aren’t possible using ductless mini splits or central air-to-air heat pumps.

The hardware

Although there are several air-to-water heat pumps that could have been used in this situation, we had an

opportunity to try a newly released Enertech “Advantage” system. It consists of a monobloc outdoor unit

paired to an indoor pumping and control module. Figure 2 shows the outdoor portion of the system.

ENLARGE

FIGURE 2

Figure 3 shows the indoor unit, along with the new B&D air handler and Turbomax water heater.

ENLARGE

FIGURE 3

Enertech took a “systems approach” in developing this product. The objective was to pre-engineer and

pre-assemble many of the components needed to provide coordinated space heating, cooling and

domestic water heating. This reduces the chances of incorrect system piping or wiring. It also reduces the

installation time relative to assembling a system of equivalent capabilities on site.

Figure 4 shows the overall system con�guration.

ENLARGE

FIGURE 4

,The system operates with a 30% solution of propylene glycol antifreeze. This protects the outdoor unit

and adjacent piping in the event of a prolonged power outage during sub-freezing weather. An Axiom

�uid feeder holds a small reserve of this �uid, and can automatically inject this �uid, when necessary, to

maintain a system pressure in the range of 15 to 20 psi.

The hydraulic separator isolates a small variable-speed circulator within the indoor unit from the circulator

(or multiple circulators) used in the hydronic distribution system. In this application, we used a Taco

0034e+ circulator, operating at a constant speed, to provide a 14-gpm �ow rate through the coil of the air

handler in both heating and cooling mode.

The controls within the indoor unit were set to prioritize domestic water heating over either space heating

or cooling. A sensor within the reverse indirect tank communicates with the indoor module to determine

when the tank needs heating. Motorized valves within the indoor unit then direct �ow between the

outdoor unit and the shell of the reverse indirect water heater to maintain its internal temperature near the

setpoint, which can range up to 130°, even during cold weather. These controls also provide a “transition”

mode between cooling and domestic water heating. This prevents hot �uid from passing through the air

handler coil when cooling resumes following a period of domestic water heating. It also prevents chilled

�uid from being injected into the indirect water heater at the start of a DHW cycle when the system has

been operating in cooling. These are nice details that, while possible using dedicated �eld-installed

controllers, would add cost, complexity and the possibility of improperly coordinated operation.

Backup and boost

The indoor unit in this system was equipped with an internal 9 KW electric resistance heater. This heater

operates in three stages, providing up to 30,700 Btu/h of supplemental heat input if needed for either

space heating or domestic water heating. The indoor unit can also be con�gured without the electric

heating elements, but with control logic to operate an existing or new supplemental boiler.

Although not required, we equipped the system with a Btu meter to determine the heating and cooling

energy supplied from the outdoor unit. We also added a web-based monitoring system to record the total

electrical energy supplied to the heat pump, air handler and circulator. By combining data from these

instruments, it’s possible to determine the coe�cient of performance of the heat pump over any time

interval.

Talk to me

The indoor unit has the ability for wireless communication with the home’s router. In combination with an

APP, the homeowner can monitor system operation and change some operating temperatures. With the

appropriate permissions, the installer as well as the manufacturer can also monitor the system at a more

detailed level. Service needs can be automatically reported by the system.

So much for all the technology in this system. One of the most compelling reasons for initiating this

installation was reducing the family’s annual energy cost by an estimated $2,400 by eliminating the major

propane loads (e.g., space heating and domestic water heating).

The link between good hardware selections and the professional installation shown in �gures 1 and 2 is a

meticulous mechanical contractor. This project was fortunate to have Terry Moag and Ben Melick, both

from The Radiant Store in Troy, New York, as that link. Their passion for quality workmanship and interest

in creating a state-of-the-art system was deeply appreciated.

At some point, the homeowner may add a grid-connect solar photovoltaic system to the house. It would

be a perfect complement to the new heat pump.

There was some consideration to removing the underground propane storage tank and potentially

purchasing a smaller above-ground tank to supply the kitchen stove and �replace. However, the

estimated cost of removal, which by contract must be covered by the homeowner, was about $2,700. For

now, the tank remains, but be assured the homeowners will not be seeing the propane delivery truck in

their driveway very often.

KangeStudio/iStock / Getty Images Plus via Getty Images. Figures courtesy of John Siegenthaler.

John Siegenthaler, P.E., is a consulting engineer and principal of Appropriate Designs in Holland Patent, New York. In

partnership with HeatSpring, he has developed several online courses that provide in-depth, design-level training in modern

hydronics systems, air-to-water heat pumps and biomass boiler systems. Additional information and resources for hydronic system

design are available on Siegenthaler’s website, www.hydronicpros.com.
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HEATING HELP
B Y  D A N  H O L O H A N

What’s inside?
Approach troubleshooting by thinking like the system you’re working
on.

This one goes back a bunch of years. The contractor was a good steam man, but he had run out of ideas

with this job. It was a typical, �ve-story, New York City tenement building. Its one-pipe steam system had

served generations of tenants for more than 100 years.

“This one riser that takes care of the back bedroom on each �oor just stopped heating,” the contractor

told me.

“What changed?” I asked.

“Beats me. I asked the people in the building, and they said nobody else had touched the system. Just

me. And it was �ne the last time I was there.”

“Well, something changed.”

“Yes, the riser stopped heating. But why?”

“What have you done so far?” I asked.

“I changed all the air vents, as well as the main vent down in the basement. I checked the pitch of all the

radiators on that riser. They all pitch backward toward the supply valve. I don’t think the condensate has

any problem draining from those radiators. I also opened and closed all the radiator supply valves.

They’re old but they’re turning. I don’t know what else to do. What could suddenly shut down an entire

riser?”

Problem solving with gravity

I love a good challenge, so I met him on the job. And since we didn’t know what was causing the

problem, I suggested we look at everything.

We walked around the basement and climbed the stairs to look in all of the apartments served by that

riser. All the radiators in each apartment, except for those on that one line, were heating as they should.

We went downstairs and checked out the boiler. It was the right size for the connected radiation, and it

had heated the whole building up until that riser decided to quit. The steam pressure cut-in at 1/2-psi and

cut-out at 1 1/2 psi, which was right for this system. A too-high pressure in a one-pipe steam system can

hold air vents closed, particularly those set to vent quickly. That can lead to no heat beyond the �rst cycle.

But that wasn’t the problem here. It was just that one riser.

We walked around the building some more. Years ago, the installing contractor had anchored the steam

risers at their midway point. I knew this because I saw the screwed escutcheons around the risers on the

ceiling of the second �oor and the �oor of the third �oor. Anchoring them like that kept each riser from

expanding straight upward from the basement toward the �fth-�oor radiator. That much expansion can

cause the top-�oor radiators to pitch toward the air vent and squirt water. With the anchor point in the

middle, the riser will expand both upward and downward against the swing joint in the basement. It’s an

old-timer trick, and I pointed it out to the contractor. He had never noticed that detail.

So what’s inside? You never can tell, but it’s always a

great question to ask when you’re troubleshooting.

“It’s in the old books,” I said.

“I need to read more.”

“The drawings in those books are the best,” I said. “I never would have thought of that detail on my own.

I’ve seen jobs where they removed those anchors and then had to deal with the squirting vents up on the

top �oor.”

“Good to know,” he said.

And that got me thinking about those �fth-�oor radiators, so we paid the problem riser another visit. And

this time, at its top.

I opened and closed the radiator’s supply valve. It moved as it should, but then I wondered what it was

like inside.

“Can you pop the bonnet?” I said.

“I’ll try,” he said. “What are you thinking?”

“I want to see if the valve seat is still attached to the valve stem,” I said.

He opened the bonnet and took it out. The stem was there but the seat was missing.

“What the heck happened to it?” the contractor asked.

“I’ll bet it’s in the basement,” I said.

We went downstairs and found the base of the problem riser. We looked at each other. He shook his head

and sighed.

“Yeah,” I said.

“I’ll get the saw.”

“Some days are better than others,” I said.

“If we solve this, I’m not going to complain about the work,” he said.

He cut the riser at the elbow where it turned upward. Sure enough, the seat from the radiator valve up

there on the �fth �oor had fallen into that elbow and clogged the pipe just enough so that the steam

couldn’t get by.

“It’s acting like a throttled valve,” he said.

“Yes.”

“How did you know to look here?” he said.

“The top-�oor radiator is the only one that has a supply valve connected directly to the top of the riser.

There’s no swing joint there, so the seat was able to fall �ve stories and get stuck right at the bottom in

the runout from the horizontal main to the riser. I just had a feeling,” I said.

“Was that in the old books?”

“No,” I said. “But I kept thinking about where I would go if I broke o� from a valve stem. You can’t get

away from gravity, can you?”

“Not on this planet,” he laughed.

It took a bit of work to get the pipe back together, but when he was done, that riser heated beautifully.

“What do I owe you?” he said.

“I’ll take this �ne story as payment. Thanks.”

Troubleshooting hot water

Another day, another job. This one was hot water. One of the zones was erratic. It would get hot and then

go cold. The circulator was running and the contractor had purged it again and again without it making a

di�erence (why do we do that?)

“It’s almost like someone is opening and closing a valve,” the contractor said.

So we looked some more and we did our best to think like water. The pipe got hot to an elbow and went

cold at that point, but not all the time. I was thinking the �tting was partially or fully blocked. That’s a

manufacturing defect. It’s unusual and I’ve seen it in cast �ttings, but never with a copper �tting, which this

one was. But when you don’t know what’s causing the problem, you can’t dismiss any possibility, so I

asked the contractor to cut the pipe so we could look inside that elbow.

You know what was in there?

A nickel. And sometimes it was turned this way, and other times it was turned that way. Just like a butter�y

valve. Flow. No �ow. Flow. No �ow.

So what’s inside? You never can tell, but it’s always a great question to ask when you’re troubleshooting.

Other internal complications

Another guy told me he once found a roo�ng nail in the inlet �ange of a Bell & Gossett series 100

circulator. The circulator was on the vertical return line from the system. There was no �ow because the

nail was acting like a check valve installed backward. The nail would allow water to pass backwards up

the return, but not downward into the pump. Gravity caused the nail to drop into place and stop the �ow

again and again.

Oh, gravity.

And speaking of B&G; I worked for their rep years ago. We had this shell-and-tube heat exchanger that

wouldn’t do what we promised it would do. We popped the head open and found a pair of welding

gloves pressed up against the tube sheet with �ngers splayed. Seriously.

Or how about this one? The boiler was making a rumbling sound. At �rst, the contractor thought it was the

circulator, so he opened it up and it looked �ne. The rumbling continued and it was de�nitely coming from

inside the boiler. He tore down the boiler and found a few hundred acorns rattling around in there.

Squirrels. Try �nding that solution in a textbook.

Another contractor friend found a live baby owl in the �ue of a cold-start boiler. The homeowner had

jammed the barometric damper shut because he thought it was a squirrel making the noise (not guilty this

time). He called the contractor and the contractor called animal control. They got the baby owl out alive

and released it in the woods.

You never can tell what’s inside. And sometimes, it’s a real hoot.

illusart, itsdesignnet/iStock / Getty Images Plus via Getty Images

Dan Holohan and his wife, Marianne, founded www.heatinghelp.com in 1997. You can reach Dan Holohan at

dan@heatinghelp.com. He loves hearing from you!
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THE BLUE COLLAR COACH
B Y  K E N N Y  C H A P M A N

Turn your routines into rituals
Power-up your leadership.

Leadership is tricky in any industry. In my time serving as a leader for various service companies and as a

leadership coach for countless more, I’ve learned a lot the hard way. I’ve made mistakes, and I’ve failed to

follow through. During this time, I’ve come to realize how critical it is to make sure you develop e�ective

habits, routines and rituals and know the di�erence between them. Every time I see people (including

myself) fall into this same trap over and over, I start to yell internally (maybe even externally, too).

My friends and fellow leaders, I don’t want you to fall into this same trap. I want you to be better than the

“you” of yesterday, so let’s get a little clarity on this topic of ritual vs. routine and how to be the best

leader possible.

Habits create change

I’m all about change. If you’ve followed me at all or read my previous articles, you’ve probably noticed I

talk about change a lot. One of the key pieces of change to me is in building the right kind of habits.

We make a million decisions per day — whether we realize it or not — and the truth is, we don’t realize

most of the decisions we make. Our subconscious mind makes them for us. It’s in these unconscious

decisions where our habits lie.

In our personal lives, these may be things like brushing our teeth, starting the day with co�ee or ending

the day by writing in a journal. For leaders, these may be things like greeting everyone in the o�ce or on-

site that day, telling a customer to have a good day when you leave or even saying a small prayer when

you open the breaker box of an 80-year-old home on the day you need to install a new A/C unit.

Habits are things you do just because you always do them. They aren’t inherently good or bad; they just

are. But truth be told, they can be very good or very bad. Working out every morning? Good habit!

Drinking four beers with every lunch? Bad habit!

Good leadership is about understanding and developing these habits in ways that bene�t you and your

team.

Some routines stick around long enough, and they seem

pretty solid, but you’ll never get enough out of them to

step into new levels of greatness unless you make your

habit and routine a ritual.

Habits as routines

It’s no big secret that leaders need good habits. It’s like one of the world’s worst-kept secrets. You go to

the doctor, and they want you to lose weight or cut out sugary foods, and you go:

“Yeah, duh. That sounds great, but it’s so hard to do.”

If you go online to the workout and health “gurus,” it all boils down to sticking with a program long

enough for it to become a habit, something you just do every day. It sounds easy, but we all know how

hard it actually is.

This was something I struggled with as a leader for a long time. I’d stick with something for a while and

feel good, but it would eventually fall o�. For me, one of the habits I tried to build was sharing more of the

“way” we were implementing new systems and new language in our customer service and upselling

products on our service calls. My mind’s always going too fast, and I’d keep just telling my team to do it

without letting them know why we were changing. In the end, it made the process less e�ective.

Over time (and many years), I realized the missing piece of the puzzle was around habits and how they

turn into either routines or rituals. This, my friends, is critical to understand.

A habit, good or bad, becomes a routine when you do it without much thought. When you commit an act

without attaching emotional and mindful signi�cance to it, it’s a routine.

Routines rarely last.

If you don’t have personal, serious buy-in when something else happens or stops the routine from

activating, you won’t do it. Sure, you know journaling and re�ecting will make you a better leader because

Kenny told you it would. So you start doing a little bit every day after work because Kenny said so.

Well, the �rst Friday when you want to go �shing right after work, you’ll skip the journal. You just will. It’s

not important enough; you don’t have enough energy in the process. I’m not accusing you of anything; it’s

just the way it is.

Some routines stick around long enough, and they seem pretty solid, but you’ll never get enough out of

them to step into new levels of greatness unless you make your habit and routine a ritual.

Rituals change the game

A ritual is a habit that means something to you. You do it every time because you believe with energy and

conviction that you must do it, and the bene�ts of the ritual are game-changing.

Yes, the word “ritual” often has a religious aspect to it. I’m not talking about that, but the religious

importance of many “rituals” also speaks to how much energy and devotion we need to give our

powerful and good habits, too.

In a ritual, you believe you need to re�ect and journal on the day because you know it’ll make you a

stronger and more aware leader. You commit with energy and dire belief that you need to lose weight or

cut out sugary foods because you’ll feel better and live better and live longer!

Now, when you have a �shing trip coming up, or your friends are going out for donuts, you’ll have the

power in your ritual to say:

No! I’m sticking with this habit/ritual because it’s something I need to do.

This is where your good habits last, grow stronger and power up your leadership. Get out a notebook,

piece of paper or computer — something to brainstorm habits you need to develop to make your team

and business stronger. It could be anything, including:

Communicate why changes are important more clearly;

Be consistent about o�ering positive feedback;

Make an e�ort to connect more personally with your team;

Build time to re�ect on the day; and

Control negative reactions to stressful situations better.

Now, write or think (but writing’s better) about why these things are so important. Get yourself emotionally

invested in building these habits and make them rituals for yourself. It’ll change your leadership in

powerful ways.

illustration/iStock / Getty Images Plus via Getty Images

Kenny Chapman, “The Blue Collar Coach,” is an award-winning trainer. Visit www.thebluecollarsuccessgroup.com for more

information.
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CONTRACTOR’S CORNER
B Y  D A V E  Y AT E S

Oh, my aching back!
Considerations for designing and installing radiant snow-melt systems.

Dave Yates uncoils 3/4-inch Watts Radiant RadiantPEX+ tubing for the WellSpan York Hospital helipad snow-melt installation.

Snow is coming, and my back recoils in fear at the thought. I should have added snow-melting for our

driveway, but I was 30 years younger when we built our forever home. Our home is the �rst of four on the

private roadway, and our driveway entrance is 114 feet from the public road. We’re technically not part of

the private enclave development, and for the past 28 years, the private roadway was cleared of snow and

ice, and the owner/developer billed us for our share of the expenses.

However, that is not the case anymore as the three homeowners up-the-hill have been squabbling over

the cost division for snow/ice removal. It �nally got to the point where lawyers are involved and the

owner/developer decided he was no longer handling snow/ice removal. It therefore became my job to

handle snow/ice removal on the roadway from our driveway to the public roadway! No worries mate, I’ve

got a snow blower. Like many folks, my wife and I have a sort-of serene pleasure doing snow removal.

OK, we’re not normal! But as the years go by, I’ll freely confess my back is not as willing as is my spirit,

and therein lies an opportunity for us all. If snow melt is not part not your business plan, it should be.

My garage �oor has PEX tubing embedded in the concrete and high-density polystyrene insulation

boards below the concrete — except for where our cars are parked. Why you ask? Excellent question! Hot

goes to cold — always. That’s a universal and fundamental truth. Heating the ground doesn’t make sense,

which is why we install R10 insulation boards (per code) below our radiant �oors. Floors become more

responsive, and heat energy goes to the living spaces instead of simply being absorbed by the ground,

which will cause overheating due to what’s called the “Flywheel E�ect.” Once the thermostat is satis�ed,

all that absorbed heat energy now begins its journey up through the �oor, resulting in overshooting the

thermostat’s set-point.

While not desirable for living quarters, we take advantage of the added boost in snow/ice-melting in the

garage when the tons of metal return laden with snow/ice from our winter’s journey. Insulate under where

the cars will be parked and you’ll �nd the slab loses its heat too rapidly and the slop on the �oor freezes

over, creating a slip/trip/fall hazard. Runo� is also an important consideration for garages, and our builder

was hesitant to follow my instructions for sloping the �oor inward to where I installed the �oor drain.

Garage �oors sloping toward the overhead doors need closely spaced tubing (or cables if electric) where

the door seals meet the �oor or else you’ll discover the melted water will refreeze and cause the garage

doors to be frozen fast to the �oor! With any snow-melt system, it is your responsibility to anticipate water

runo� and how that will be accommodated.

In addition to high-density foam board, we use 6x6 wire mesh sheets for several reasons. Depending on

the thickness of the concrete slab, you may need to install chairs (essentially metal frameworks for

elevating the 6x6 wire mesh) so that your wires or tubing will be located within 2 inches of the slab’s

surface. Why? To enhance response time because, dang it, when your customer activates a snow-melt

system, they want results ASAP! The 6x6 grid translates well to 1/4-inch grid graph paper to document

where your tubing or wire is in the �oor, driveway, garage or sidewalk. Lastly, the 6x6 wire mesh provides

reinforcement for the slab, and is a great way to fasten your tubing or wire.

The trick here is to not allow snow/ice to accumulate during

inclement weather, which often means you will be

incorporating automatic controls that will activate and idle

the slab based upon actual outdoor weather conditions.

For tubing, we use a cordless rebar tie tool to save wear and tear on our backs and knees. You can �nd

relatively inexpensive models with an internet search. We opted for the professional-grade models due to

the massive snow-melt project at Wellspan York Hospital (Read more about that project in the “Adventures

in Hydronics Heating with Dave Yates Volume 4” eBook for free). In less than a second, the tool performs

a triple wrap of wire (either bare or PVC coated) and twist-tie cuto� in less than a second. Sure beats zip-

ties or twisting rebar metal wire ties.

For the most part, residential snow/ice-melting systems will allow some snow/ice to accumulate during the

inclement weather and output will be 80 to 125 Btu/h per square foot. Using a manufacturer’s design

software is highly recommended unless you are following speci�c engineering drawings. Most retail and

commercial areas require 125 to 250 Btu/h per square foot. The trick here is to not allow snow/ice to

accumulate during inclement weather, which often means you will be incorporating automatic controls

that will activate and idle the slab based upon actual outdoor weather conditions. If the control senses

conditions (humidity and temperature) are right for snow and/or ice accumulation, the slab is energized

and idled at preprogrammed energy inputs to obtain a jump-start on accumulations. Accumulation of

snow/ice on the sensor pad is evaporated via an internal sensor heater so that all snow/ice has been

melted/removed before the sensor will deactivate the heat energy source.

Of utmost importance is your coordination with the concrete gurus onsite. All concrete slabs crack, and

that’s the fact, Jack! You don’t want your tubing or wires damaged/stressed by this natural event, so it is

vitally important to meet with said gurus to determine how they intend to deal with cracks. More often

than not, they will be creating stress-fault lines by way of saw-cutting the slab. A lack of communication

here leads to disaster when their depth of saw-cutting cuts through your wires or tubing! This was critical

coordination at the Wellspan York Hospital jobsite because that was a high-output snow-melt job

requiring 250 to 450 Btu/h output per square foot for areas that included a helipad, emergency room

entrance, ambulance bay and bridge.

Additionally, if water tables present any opportunity for direct contact with your radiant snow-melt system,

drainage is critically necessary. Why? Great question! Water conducts heat well, and if subsoil water

comes into direct contact with your wires or tubing, your system will be toast. Why isn’t my snow-melt

system working? I have no idea. Subsurface water is the silent killer for snow/ice-melt systems. Don’t

become a victim, drain o� that water! I have thousands of feet of perforated drainage tubing under

driveways and slabs as a precaution to radiant heating/snow-melt issues. You only get one chance to do

this right: Make it count.

OK, we’ve covered tubing/wire spacing and depth from slab surface, so how do you get started doing

snow/ice melt systems? Another great question. De�ne the system: Is this an add-on to a hydronic system,

or a standalone application? Either way, you’re going to be incorporating a glycol solution unless this is

an electric radiant application. Normally, electric radiant snow/ice systems are smaller areas, but not

always, as we encountered for a large corporate grand entrance. Either approach requires you design for

the customers’ anticipated desired results. That means, simply, you need to be an e�ective communicator.

What do they want, expect and anticipate, and what is required to meet their expectations? I’m deadly

serious here when I say if you miss this step, you’re likely stepping in cow �ops! No snow — not ever?

You’d best be designing for 450 Btu/h per square foot. After all, it’s not your money — it’s theirs, and your

job is to accommodate their wishes and desires. The �ip side of that coin, is pricing your installation to be

nicely pro�table. You deserve nothing less.

Photo courtesy of Dave Yates.

Dave Yates began his career in the PHCP-PVF trades in 1972 with F. W. Behler, a third-generation plumbing/HVAC �rm he

purchased in 1985. He can be reached at dyates@fwbehler.com.
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SERVICE PLUMBING PROS
B Y  M AT T  M I C H E L

18 ways to recruit plumbers
Your ability to grow and pro�t depends on your ability to �nd and
recruit new employees.

The biggest challenge most plumbing contractors face is �nding �eld service personnel. Recruiting is job

— one for the company owner. Your ability to grow and pro�t depends on your ability to �nd and develop

people. Here are 18 ways to recruit people that have been discussed recently on Service Nation Alliance

Plumbing Advisory Boards.

1. Sell the job and sell the company

When you create a recruiting ad or page on your website, make it sell. Make it sound like it is fun and

exciting to work at your company. Sell the job. Sell the company. Most plumber recruiting ads are about

as di�erent from each other as the old Yellow Pages. Each company is saying the same thing, and none

of it is very interesting.

2. Study competitive ads

Look at the ads your competitors run. What can you say or o�er that they are not o�ering? Be di�erent.

Promote what everyone else does not.

3. Create a recruiting brochure

If you do not have a recruiting brochure, you are not serious about recruiting. This is recruiting 101. It can

mirror your web page on recruiting. It can be a downloadable PDF from your website. However, you

should print some to give to the people you are interested in. This becomes a recruiting tool for the

candidate’s spouse. Since few plumbers have their acts together well enough to o�er these, they make

you stand out.

4. Create a recruiting video

Make short videos of what it’s like to work at your company. Make videos targeting di�erent people, such

as high school kids looking for something to do after school or veterans looking to learn a trade. Sell the

profession and sell your company. The videos should be upbeat, short and geared toward your target

audience. Host them on YouTube, your social media pages, your website and your local search engine

page.

5. Geofence supply houses

Want skilled plumbers? Use geofencing around supply houses to send recruiting ads to social media for

anyone who walks into the supply house.

6. Take out outdoor ads by supply houses

See if you can place an advertising message on bus benches or small billboards located next to supply

houses. Some contractors even take out billboards across from the largest contractors in town.

Veterans can make great employees and the government

offers a number of programs to help get them jobs. In

some cases, the government will even pay for training.

7. Buy plumbers lunch

If there’s a restaurant next to a supply house, every so often arrange with the restaurant to buy lunch for

any plumbers. Carve out a section of the restaurant where you pay for the meals if they are plumbers, and

where you get a chance to meet and talk with them. Get the restaurant to let you put a sign out front

proclaiming free lunches for plumbers.

8. Recruit where the weather is worse

If you are located in a mild climate, advertise in cities with extreme weather, promoting the bene�ts of

relocating to your region. Plumbers in low-cost of housing locations can recruit from high-cost of housing

locations.

9. Host a food truck

If your shop is on a busy street, hire a food truck to give free lunches to plumbers who drive by. You can

also make this a marketing promotion with your customers. If you are not on a busy street, see if a local

big box DIY retailer will let you set up in their parking lot.

10. Send key employees to pay supply house bills in-person

You may or may not want to try this, but some plumbers have had success sending attractive women who

work in the o�ce to pay the bills at the supply house in person. They then, hang around a little while and

talk to the plumbers who show up.

11. Recruit the military

People are always leaving the military in the best of times. These are the best of times for the armed

services. Veterans can make great employees, and the government o�ers a number of programs to help

get them jobs. In some cases, the government will even pay for training.

12. Recruit the police

In the era of “defund the police,” cops are changing careers in record numbers. The police are trained in

customer service. Most have great people skills and can make great plumbers. Recruit the police. If one

joins, he or she will help recruit more.

13. Buy one-truckers

Use state licensed plumber lists to mail postcards or letters to plumbers in your area. O�er to buy one or

two truck companies. Pay them a commission on future work from their customer list, buy their trucks (if

worth it), wrap them and give them jobs. A one-truck plumber can likely make more money working for

you, have steadier income, and o�oad all of the paperwork and hassles that come with operating a

business.

14. Get involved with local trade schools

Volunteer at your local trade schools. Donate equipment. O�er to speak to students. Find ways to help

and befriend the instructors. They can help you get �rst dibs on the best students.

15. Target automobile mechanics

Automotive mechanics who are outgoing can �nd it challenging to work in a garage. They do not get to

interact with people. Yet, they’ve got all of the mechanical aptitude in the world. They can make more

money plumbing, have more freedom during the day, get a change of scenery and get to talk with

customers. Recruit them.

16. Build a candidate email list

Anytime you talk to a prospective plumber, get an email address. Keep in touch with the candidate by

sending out a technical tips email every month. This is information they will value and it keeps your

company top-of-mind. When you are looking to hire, notify everyone on the email list, which should

include former employees who jumped ship. They might want to jump back.

17. Build a lounge

In college football, recruiting is an art and a science. College football programs have a facilities arms race

to see who can o�er the nicest facilities for their players. You can emulate them. Build a lounge for your

plumbers. Put in a foosball or air hockey table. Put in some video games and comfortable seating. Have a

small refrigerator with cold soft drinks and a few snacks. In truth, they probably won’t spend a lot of time

there, but if you have one and another company does not, you get the edge.

18. Support high school sports teams

It is a good idea to get involved with local high school booster clubs anyway. Give the boosters coupons

where you pay the booster club $10 or $20 every time someone turns in one of the coupons on a service

call as an a�nity marketing program. Beyond that, make sure your company name is front and center with

a hiring message in the team programs, on the out�eld fence, in bleacher advertising and so on.

VectorInspiration/DigitalVision Vectors via Getty Images

Matt Michel is the founder of Service Nation. He can be reached at matt.michel@serviceroundtable.com.
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CODES CORNER
B Y  M AT T  S I G L E R  

New digital strategies for building
safety will be key to future
sustainability
The industry is facing greater pressure to ensure plumbing and
mechanical systems are sustainable and ef�cient.

For more than a year, the pandemic has escalated the need for the building safety industry to quickly

evolve and incorporate a digital-�rst strategy. In tandem, tradespeople are also facing a greater pressure

to ensure society’s plumbing and mechanical systems are sustainable and e�cient. After all, between an

aging water infrastructure, an increasing amount of stress on society’s limited freshwater supply and the

call from the general populace to reduce society’s greenhouse gases (GHGs), the need to create more

sustainable water and energy performance in buildings is nearing a critical level.

The current U.S. administration has outlined impressive greenhouse gas reduction goals based in part on

increased building e�ciency standards across the country. As more of the industry digitizes, the e�ort to

achieve these goals would bene�t from greater consensus on our shared strategy, especially as it relates

to water and energy e�ciency within buildings, as state and local governments have the ultimate say on

building regulations, and many of the methods to achieve the administration’s goals are relatively new.

Water and energy efficiency is key to a sustainable future

As the creation of sustainable and resilient buildings becomes a greater priority, one critical component

will be to ensure buildings are water and energy e�cient. After all, clean water is the world’s most

precious commodity, and without proper conservation, we will soon �nd ourselves without this �nite

resource. While with the increasingly visible impact of a changing climate, including the worsening

frequency and intensity of disasters, it is abundantly clear that society must commit to enhanced levels of

energy performance and overall sustainability.

Luckily, the tools to address water and energy e�ciency have already been established. For example,

model building codes like the International Plumbing Code (IPC) and the International Energy

Conservation Code (IECC) play a key role in the ensuing access to clean water and cutting GHGs. As

does the International Green Construction Code (IgCC), which is unique in that it integrates energy

conservation with water e�ciency, site/material sustainability and environmental quality. In fact, the U.S.

Department of Energy recently released its �nal determination �nding that the residential provisions of the

2021 IECC provide a 9.4% improvement in energy use and an 8.7% improvement in carbon emissions

over the 2018 IECC.

The building industry, from safety to plumbing and

mechanical, is rapidly evolving to embrace technology

such as remote virtual inspections (RVIs), which use

visual or electronic aids.

As communities race to reduce their GHG emissions and increase energy e�ciency, the International

Code Council — a global source of model codes and standards and building safety solutions — recently

launched its “Code on a Mission” challenge, which aims to have more than a third of the U.S. population

covered by the 2021 IECC by the end of 2023.

However, at a time when it is critical that buildings are equipped with these water and energy saving

measures, the COVID-19 pandemic has been making it harder to conduct onsite inspections typically

required during new construction and major renovations. Therefore, the building industry, from safety to

plumbing and mechanical, is rapidly evolving to embrace technology such as remote virtual inspections

(RVIs), which use visual or electronic aids that allow inspectors to observe speci�c construction projects,

products or materials from a distance. These remote inspections are bene�cial when materials or

buildings are inaccessible, in dangerous environments or when other circumstances prevent an in-person

inspection. A clear understanding of the requirements for remote inspections and regular communication

throughout the process by all parties involved is paramount to its success.

Guidance is critical to the successful implementation of new technology

As the industry installs new practices in the age of remote inspection and social distancing, these

professionals must be armed with the proper guidance and compliance rules for these unique situations.

While onsite inspections are still the optimal route in many instances, the need for newer methods has put

the pressure on safety organizations to come up with new, innovative solutions on how to keep

communities safe while not putting building safety professionals at risk.

Understanding this, the Code Council and RESNET, a national standards-making body for energy

e�ciency rating and certi�cation systems, will continue their long history of collaboration by developing a

new American National Standards Institute (ANSI) candidate standard on RVIs for the energy and water

use performance of buildings. The new standard will provide guidance for implementing RVIs for energy

code compliance and for energy and water e�ciency performance. Performance raters will be provided

criteria to check all aspects of permitted construction for compliance with energy codes and other energy-

related applicable laws and regulations.

These codes and standards and future ones alike, are designed to give the men and women keeping our

communities safe the tools they need to adapt to the changing times. New remote inspection codes and

standards o�er the industry the latest guidelines and standardization across the industry to help keep

communities safe and sustainable, now and in the future.

WangAnQi/iStock / Getty Images Plus via Getty Images

Matt Sigler is the PMG executive director for ICC. In this role, Sigler is responsible for establishing PMG (plumbing, mechanical

and fuel gas) growth strategies and business plans for the enterprise, and leading subject matter experts and business managers

from all parts of the Code Council family of solutions to advance such strategies and plans in support of manufacturers and

stakeholders. Prior to joining ICC, Sigler was the technical director for Plumbing Manufacturers International (PMI), where he was

responsible for analyzing and addressing code, standard and regulatory issues that impacted members. Prior to PMI, he oversaw

the development of the Uniform Plumbing Code and Uniform Swimming Pool, Spa and Hot Tub Code.
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Before you talk to the media, read
this
Be proactive rather than reactive.

One of the toughest calls I receive as the owner of a public relations agency specializing in the home

services industry is from a plumbing or mechanical business owner asking for my help after they �nd

themselves, or their business, in the middle of a crisis.

It’s especially hard because even though we always want to try to jump in and help, if the call comes out

of the blue from a business I am not familiar with, it can already be too late to make much of a di�erence.

But the headline to this article rings true whether your business is in a crisis or not — please read this

before you speak to the media.

Why you need a PR partner

Don’t get me wrong, journalists are some of my favorite people. I employ many former journalists, and I

was a journalist at one time. I have great relationships with TV reporters, radio hosts, print reporters and

managing editors. But as a PR agency owner, I know negative or sensational stories attract the most

attention from media, and it’s often the negative stories that get the most attention from readers or

viewers, too.

So, while I have enormous respect for journalists and the important job they perform, I also feel a loyalty

to my home service industry clients, and want them to succeed and prosper. But one thing I cannot do is

turn back time. My advice to all plumbing and mechanical contractors is this: If you don’t have a crisis

right now, that’s great, but you will. And, having a PR partner at the ready is your best protection from

unwanted media attention.

Some examples

There are any number of potential crisis situations a business may face. Maybe there is a severe weather

event that necessitates the evacuation of your business. Or, maybe a technician was stopped by police in

one of your service trucks and it was �lmed by a local news team. Or worse, maybe one of your

employees was wearing his uniform while he was conducting a drug deal and was captured by a

cellphone video that was then posted to TikTok and went viral. All are crises of one kind or another, so

you can see how a crisis can happen no matter how hard you work at being a vigilant home service

business owner.

What can make it worse, however, is if the media contacts you about one of the above situations and you

start texting or talking with them. If you are not used to dealing with the media, you can get yourself and

your business in a whole lot of trouble. Why? Because anything you say or text is fodder for an article or

news story. And if you are not media-trained, (or even if you are) your words can be misinterpreted, taken

out of context or otherwise edited to sound completely di�erent than what was intended.

A PR agency specializing in plumbing and mechanical

businesses will be able to act on a moment’s notice for

its clients because it has an existing relationship, and

knows the business inside out.

How can a PR agency help in a crisis?

One of the main bene�ts of having a PR agency on record is that you have the knowledge that no matter

what happens, you can call your agency and they have your back. No matter what the issue is, your

agency is there to help you through the crisis. But the operative words here are agency of record. In other

words, a PR agency can’t help you if they don’t know you.

So, the best plan is a proactive plan. A PR agency specializing in plumbing and mechanical businesses

will be able to act on a moment’s notice for its clients because it has an existing relationship, and knows

the business inside out. If you do hire an agency as a proactive measure, you will be glad you did

because if something unforeseen happens, a crisis plan will already be in place, ready to put into action,

preventing a small crisis from becoming a monumental crisis.

Some media don’ts

Don’t say anything to a media member without talking to a PR representative �rst. Unfortunate

things can happen if you start talking to media directly. And you can �nd yourself saying things

that you might regret that can’t be retracted;

Don’t respond to media inquiries in a text or email either. Refer them to your PR agency or

communications team. You may think the inquiry is harmless, and it may be, but let a PR partner

handle media inquiries. It’s their business to know exactly what to say, so let them do their job;

If an answer is needed immediately (which is rarely the case) you should never let the pressure

force you to say something or discuss something you aren’t comfortable with. It’s OK to say you

will need a minute and that you’ll get back with them shortly. Then call a trusted team member or

PR representative for guidance; and

Do not get into a social media discussion with media either. If they inquire about anything via

social media, you can forward it to a communications team member or a PR representative if you

have one, and it will be handled with professionalism right away.

One of the worst things you can do is let a media question �uster you or try to cover something up. While

honesty and transparency is the best policy, sometimes there are circumstances where being completely

transparent isn’t possible or advisable. There could be very valid reasons for staying mum about your

business, and having a partner to manage your PR can give you peace of mind that your business’ image

and reputation is in good hands.

While no home service business is completely immune to a crisis, being proactive rather than reactive

when a crisis does happen can save your business from becoming a salacious news story, with �lm at 11.

microgen/iStock / Getty Images Plus via Getty Images

Heather Ripley is founder and CEO of Ripley PR, an elite, global public relations agency specializing in home service and

building trades. Ripley PR has been recognized by Entrepreneur magazine as a Top Franchise PR agency three years in a row, and

was named to Forbes’ America’s Best PR Agencies for 2021. She is the author of “NEXT LEVEL NOW: PR Secrets to Drive

Explosive Growth for your Home Service Business.” For additional information, visit www.ripleypr.com.
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GUEST EDITORIAL
B Y  E R I C A  L E O N O R

Having tough conversations
Learn how to facilitate a discussion.

Have you ever put o� a conversation with a co-worker or an employee because you knew it was going to

be awkward or di�cult? Like giving negative feedback or overcoming workplace friction? There have

probably been those moments when you knew you should talk to someone, but you didn’t. It’s possible

you’ve tried before, and it went badly. Because we’ve all had negative experiences in this regard, whether

on the giving or receiving side of things, there will always be that fear of making the situation worse or

even the fear of dealing with a defensive person.

If you’re like me, the last thing you want to do is micro-manage your team. But at some point or another,

we all have to have those tough and crucial conversations with them. You’ll have to invite employees into

your o�ce for a performance review. Maybe you’ll have to discuss why expectations are not being met,

set goals and action plans for improvement, tell them they have an odor or explain their language doesn’t

�t in with your culture. No matter what you tell them, you just hope they don’t get too defensive and start

any drama with the rest of the team.

What I’d like to do is outline four di�erent areas we should all think about and ideally practice before

going into a tough conversation. You and I don’t have to be perfect, but I want us all to be committed to

improving and becoming the best leaders we can be. We are all human and the ball will be dropped, but

it is important to check in with ourselves and do a self-assessment of where we are and where we want to

go as a leader.

Click below to listen to PM’s interview with
Erica Leonor.

0:000:00 / 0:00/ 0:00

No. 1: Prepare

People don’t just wake up in the morning thinking “How can I screw things up today?” So, when friction

happens or someone you work with pushes your buttons, it is important to remember to not make

assumptions about this person’s intentions. This is way easier said than done, but that is why we check in

with ourselves. I really like what Shari Harley says about providing feedback: “Feedback is either to

change behavior or replicate it. There are no other reasons.”

Before ever going into a di�cult conversation with someone, it is important to ask yourselves these

questions and write your answers down — writing it down really makes you think about it — so that you

are able to determine what/if any behavior needs to change or if it is just you overanalyzing something:

What buttons are being pushed and why?

What is the purpose for going into this conversation and what is the result I want from it?

How have I contributed to the problem? and

What examples do I have that support my reasoning to have this conversation?

If we don’t answer these questions for ourselves before we jump into a di�cult conversation, we will most

likely come across as critical, condescending or bossy. The conversation will go south quickly, and it will

end up more like a punishment rather than being support and solution minded.

No. 2: Invite

After you have practiced and prepared yourself for a di�cult conversation, it is now time to invite your

employee to chat. Make sure that you are considerate of their schedule and their space. Calling them into

your o�ce can often be more intimidating than you going to their o�ce.

Here are a couple of ways to invite the person to have a conversation with you:

There is something that has been on my mind, and I’d like to get your point of view about it. Do

you have a few minutes to chat?

It’s important for me that we can all work successfully together, so I’d like to get your thoughts

about _______. It seems we have di�ering perspectives and I’d like to come up with a game plan

that works for everyone. When can we talk more? or

I probably should have said something sooner, and I apologize I didn’t. I have something I think

we should talk more about, and I really want to hear your thoughts and feelings on the topic and

share my side as well. Are you busy?

Always go into these conversations with an attitude of

curiosity. It is very important to be patient, humble and

ask questions … You want to facilitate a discussion that

will lead to proactive solutions.

No. 3: Discover

Always go into these conversations with an attitude of curiosity. It is very important to be patient, humble

and ask questions so that you don’t come across as a di�cult leader. You want to facilitate a discussion

that will lead to proactive solutions, not have someone stomping o� ready to quit.

One thing to note: please make sure you avoid using the Feedback Sandwich Method. This is where you

give a positive, then a negative, then a positive again. DO NOT DO THIS.

When both types of feedback are given at the same time, it can often confuse the other person as to your

intentions. For one, they won’t believe any compliment you give them. Make sure your message is clear

and not jumbled. Giving frequent, positive feedback is vital to making sure that the negative feedback

conversations are successful. Oftentimes we get used to people doing a good job that we don’t feel the

need to acknowledge them. So, make sure that you are very intentional about having positive

conversations and rewarding the behavior you want so that it can be repeated over and over again.

Here are some of my favorite phrases to use when going into a tough conversation:

I’ve noticed …;

Tell me more about …; or

What are your thoughts?

Let me demonstrate how I would use this if I had to talk to a co-worker about being consistently late to

work. For all intents and purposes, I will call her Jane.

INVITE: Hey Jane! There is something that has been on my mind, and I’d like to get your point of view

about it. Do you have a few minutes to chat? (Jane says yes).

DISCOVER: I’ve noticed these past couple of months that you have been clocking in late about 2-3 times

per week. Can you tell me more about that? (or “what are your thoughts on that?”)

This is where I really like how Judy Ringer puts the discovery process: “Pretend you’re entertaining a

visitor from another planet and �nd out how things look on that planet, how certain events a�ect the other

person, and what the values and priorities are there.”

I want to once again be patient and humble while Jane describes to me her reasoning behind being late.

It is very important that I listen to everything she says, acknowledge it and thank her for sharing. It’s

possible that she might get defensive — or even I might get defensive depending on what she says. But

getting defensive can often be a good thing — it means the other person cares.

No. 4: Solutions and expectations

Next, it is important to continue asking questions to come up with a solution together. If it’s just your idea,

it’s less likely to be implemented. Feel free to set expectations right now — and always follow it up with

the why. Here are some of my favorite phrases to use in this step:

In my experience …

So that …

What can we do to make this work? or

How would you handle this situation?

EXPECTATIONS: In my experience, having everyone here by 8 a.m. will ensure a successful work�ow

between all departments so that we all participate in providing a great experience for our customers.

What do you think will work in making sure you can be here with the team on time each morning?

Make sure you pause and let them talk at this point. If they share some ideas, that’s great! Build o� that,

ask more questions and go back to the discovery process, if needed. Work together to create solutions

and results. As Cy Wakeman says, “Your job as a leader is to manage the energy, not the people.”

You’ve got this.

zakokor/iStock / Getty Images Plus via Getty Images

Erica Leonor is a Customer Experience Coach and Sales Trainer at Power Selling Pros.
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HYDRONIC
HEAT PUMPS

R I D E  T H E  T I D E  O F  E L E C T R I F I C A T I O N

Decarbonization goals drive growth
in heat pump market.

According to the United Nations, 2019 was the second warmest year on record at
the end of the warmest decade (2010-2019) ever recorded. Additionally, carbon

dioxide and other greenhouse gas levels were 18% higher from 2015 to 2019 than the
previous ve years, according to the World Meteorological Organization’s Global

Climate 2015-2019 report. Evidence of climate change is affecting every country on
every continent, disrupting economies as well as causing changing weather

patterns, rising sea levels and more extreme weather events.

A properly con gured hydronic system will provide space heating, cooling
and domestic hot water. The use of modern heat pumps to provide superior

comfort using low-temperature hydronic radiant panel distribution
systems is a win/win combination.
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The real value of
snow-melt systems

Why you should add snow- and ice-melt systems
to your projects.

COMMON SNOW-MELT APPLICATIONS
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‘American Plumber
Stories’ aims to x the
trades’ labor shortage
P ster’s new docuseries promotes plumbing as a

ful lling and rewarding career.

What do street drag racing, stock car racing, a senior basketball team
and kite sur ng have in common? They’re all hobbies of professional

plumbers. Pretty cool, right? P ster certainly thinks so, as the bath and
kitchen manufacturer has launched a new docuseries featuring the lives

of plumbers throughout the U.S.

“The irony is other than oxygen and food, water is probably the most
important thing for us to live. Yet, the plumber who delivers water is one
of the least sought-after jobs. The plumber doesn’t get the same respect

as the doctor. A doctor saves lives, but so does the plumber.”
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Feature-packed digital
mixing valves

Raising the bar for safer domestic hot water system design
and distribution.
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Showers are no longer
just for getting clean

Smart showers enhance growing luxury bathroom trend.

How many people can relate to this scenario? Your alarm doesn’t go off
and you wake up in a panic because you are now late for work. So you

jump in the shower only to be hit with an icy cold blast of water sure to
wake you up quick. A fair amount of you are nodding your heads, “yes.”

The good news is there’s a solution to this problem, as smart technology
has nally found its way into the bathroom.

SMART SHOWER OFFERINGS

www.grohe.us

www.kohler.com

www.moen.com
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LIVING THE DREAM
Koz Heating & Cooling

Shelby Township, Michigan

B Y  N I C O L E  K R A W C K E

Known as “The Temperature Experts,” Shelby Township, Michigan-based Koz Heating & Cooling was

founded just eight years ago — the culmination of Michael Kosmalski’s dream to one day own his own

HVAC company.

“It was the right time in my life to make my dream a reality,” Kosmalski says. “I was fortunate that I had the

support my wife and family. At the beginning, my o�ce was at my home without a shop. Once I

established a good customer base and got busier and busier, I was able to move to our current location.”

Koz is actually short for Kosmalski, a nickname everyone calls him. So when it came time to name is new

business, it was a no-brainer.

“I knew this was the kind of work I wanted to do when I was very young,” he says. “I started out as an

apprentice while getting my education, training and licensing. My goal was to eventually own my own

company, and I’ve worked hard to make that dream come true. I now have more than 32 years of

experience in the HVAC industry, and I enjoy working on boilers more than anything.”

Unlike most HVAC companies in the Midwest, Koz Heating & Cooling specializes in boilers, o�ering highly

trained experts to provide customers with quality, �rst-rate boiler maintenance, repairs and installation

services. The company has eight employees, including Kosmalski’s son, Jake Kosmalski, who works as

an apprentice, as well as �ve �eet vehicles.

Koz’s �eet includes a 2020 Ford Transit; a 2018 Dodge Promaster; a 2014 Ford Econoline; a 1996 GMC

Pick Up; and a 2015 Ford Transit.

“My favorite is the 2020 Transit with AWD,” Kosmalski explains. “It’s larger than other service vans,

allowing for plenty of storage space, and has enough room to stand up in. Also, most service vans are

white and all look the same. This one is unique because it’s black with a large colorful wrap, making it

stand out.”

Indeed, Koz’s truck wraps are bold and colorful. Created by Kosmalski’s brother, Larry Kosmalski, the

design is extra-large to be bold and eye-catching while driving around town. Kosmalski wanted the colors

to represent both heating and cooling, so the company’s logo and truck wraps include red, blue, orange

and white. The three newer vehicles all feature the latest truck wrap design, while the two older service

vehicles sport the old wrap with only two colors.

“We created the newer wrap because I was hoping to get better exposure, and believe it’s worked,”

Kosmalski says. “Everyone loves the new truck. We get lots of questions and compliments on it all the

time.”

Kosmalski notes the company also markets through as many social media outlets as possible, through

�yers and postcards via mail and through text and email campaigns. It also hands out lots of promotional

items.

The company has also successfully weathered the COVID-19 pandemic, Kosmalski explains.

“Unlike many small businesses, we’re very fortunate and have not slowed down,” he says. “We’re busier

than ever. We’ve been very conscious and careful in keeping our employees and customers safe. We

stress wearing our masks and constant handwashing.

“I’m proud of the company I’ve built, and I feel fortunate that I can work in an industry that I love,” he

adds.
Nicole Krawcke  is chief editor of Plumbing & Mechanical.

SUBMIT YOUR NOMINATIONS
www.PMmag.com/truckofthemonth
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Intentions vs. results
The Glitch:

An installer is asked to provide a system that supplies two zones of �n-tube baseboard and two zones of

�oor heating. The system also supplies domestic water heating. He selects a mod/con boiler because it’s

lighter than a conventional boiler, and pipes it as shown in Figure 1. The primary circulator runs when any

of the space heating zones call for heat. Can you spot at least 4 errors in how this system is con�gured

and propose a way to correct those errors?

ENLARGE

Are you an ace troubleshooter?

Within the pages of this magazine, PM’s Hydronics Editor John Siegenthaler, P.E., will pose a question to

you, our readers, to review a system’s schematic layout and discover its faults, �aws and defects. Discover

archived “The Glitch & The Fix” exercises at its radiant-focused website, www.radiantandhydronics.com.

Good luck!

DISCOVER THE FIX
www.radiantandhydronics.com
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WATER HEATERS
N AV IE N N O RITZ

TANKLESS COMBINATION BOILERCONDENSING TANKLESS WATER HEATERS

O ATE Y  CO . B RA D FO RD  W HITE

TANKLESS WATER HEATERTANKLESS DESCALER KIT
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PRODUCTS & LITERATURE
PRIE R W O O D FO RD  MFG. CO .

WALL HYDRANTFREEZEPROOF PROTECTION

A Q U O R THE  SN A KE  TRA P

CLOSET AUGER COVERGARDEN HOSE HYDRANT

MILWA U KE E  TO O L B RA D L E Y  CO RP

EYEWASH FIXTUREROTARY HAMMER

A SC E N GIN E E RE D  SO L U TIO N S LY N C

HOT WATER WELLNESS SOLUTIONSTRUT SOLUTIONS

W IN T WATE R IN TE L L IGE N CE TA CO  CO MFO RT SO L U TIO N S

ECM CIRCULATORSFIRE SUPPRESSION LEAK DETECTION

WATTS

HOME FILTRATION SYSTEM

Send a 50-word product
description and high-res photo
to krawcken@bnpmedia.com
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Directory Sponsors

Below are the premium listings from our B.I.G Book and Rep Locator 

directories. For the complete list of companies and products, please visit 

www.plumbingbigbook.com and www.locatearep.com.

B.I.G. Book

Rep Locator

July 2021PMmag.com
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B.I.G. Book Premium Listings

Merit Brass Co.

One Merit Dr. P.O. Box 43127

Cleveland, OH 44143

(800) 726-9800

sales@meritbrass.com

www.meritbrass.com

CLICK HERE to see all product photos, downloads, and more!

Manufacturer of stainless steel, brass, chrome-plated, and aluminum pipe nipples. Master distributor of related pipe, valves, �ttings 

(including A105-N Carbon Steel and tube �ttings), and tubing.

BACK TO PREMIUM LISTINGS INDEX

mailto:sales@meritbrass.com?Subject=%20%20
http://www.meritbrass.com/
http://www.supplyht.com/directories/2742-b-i-g-book/listing/5426-merit-brass-co
http://www.meritbrass.com/


Oatey Co.

20600 Emerald Pkwy.

Cleveland OH 44135

(800) 321-9532

https://www.oatey.com

CLICK HERE to see all product photos, downloads, and more!

Since 1916, Oatey has provided reliable, high-quality products for the residential and commercial plumbing industries, with a 

commitment to delivering quality, building trust and improving lives. Today, Oatey operates a comprehensive manufacturing and 

distribution network to supply thousands of products for professional builders, contractors, engineers and do-it-yourself consumers.

B.I.G. Book Premium Listings

BACK TO PREMIUM LISTINGS INDEXBACK TO PREMIUM LISTINGS INDEX

https://www.oatey.com/
http://www.supplyht.com/directories/2742-b-i-g-book/listing/6959-oatey-co
https://www.oatey.com/


QuickDrain USA

2597 W. 64th Ave.

Denver, CO 80221

(866) 998-6685

https://www.quickdrainusa.co

CLICK HERE to see all product photos, downloads, and more!

Part of the Oatey Co. family of brands, QuickDrain USA is a premier manufacturer of curbless and curbed shower solutions for 

showers and wet areas. Balancing elegant design with exceptional performance and universal design, QuickDrain’s shower 

solutions o�er best-in-class accessibility, �exibility and ease of installation, making them the ideal choice for healthcare, hospitality 

and residential renovations and new builds alike. For more information, visit www.quickdrainusa.com or follow QuickDrain on 

Facebook, LinkedIn or Instagram.

B.I.G. Book Premium Listings

BACK TO PREMIUM LISTINGS INDEX

https://www.quickdrainusa.com/
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Reed Manufacturing Co.

1425 W. 8th St.

Erie, PA 16502

(814) 452-3691

reedsales@reedmfgco.com

https://www.reedmfgco.com

CLICK HERE to see all product photos, downloads, and more!

Cutters and cutter wheels, groovers, power drives, cordless tools, dies, vises, water services tools and machines, plastic pipe tools, 

large diameter pipe tools, specialty and regular wrenches and general pipe working tools.

B.I.G. Book Premium Listings

BACK TO PREMIUM LISTINGS INDEX

mailto:reedsales@reedmfgco.com?Subject=%20%20
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Rep Locator Premium Listings

Associated Marketing Inc.

11500 Roosevelt Blvd. G1

Philadelphia, PA 19116

(215) 677-6870

hunter@associatedmarketing.net

www.associatedmarketing.net

CLICK HERE to see all product photos, downloads, and more!

Philadelphia based �rm that is focused on Results, driven by Passion, performed through Professionalism & Involvement while 

committed to continual Progress. We work long, hard hours, not only because it’s a requirement — but because it’s what 

challenges us to be better than our best.

Product Categories

Fire Protection

Heating

Hydronics

Industrial Supplies

Irrigation

Pipe, Valves, Fittings (PVF)

Plumbing Products

Pumps-Well Supplies

Refrigeration

Solar Heating/Cooling

Ventilation

Waterworks

BACK TO PREMIUM LISTINGS INDEX
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Rep Locator Premium Listings

FIA Inc.

7 Sixth Rd.

Woburn, MA 01801

(800) 423-7187

custsrv@�ainc.com

https://www.�ainc.com

CLICK HERE to see all product photos, downloads, and more!

Fluid Industrial Associates, Inc. is a stocking manufacturer’s representative of plumbing, heating, & HVAC products. With full 

territory coverage of the six New England states, FIA supports the residential & commercial markets, selling products through a 

strong network of wholesale distributor partners. Our mission is to provide our customers industry leading energy-e�cient 

products & solutions, while delivering superior customer service, & being a leader in training & educations.

Product Categories

Air Conditioning

Heating

Hydronics

Pipe, Valves, Fittings (PVF)

Plumbing Products

Pumps-Well Supplies

Solar Heating/Cooling

BACK TO PREMIUM LISTINGS INDEX
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Rep Locator Premium Listings

Reece-Hopper Sales

14348 Proton Rd.

Farmers Branch, TX 75244

(713) 691-5103

sales@rhsalesreps.com

https://www.rhsalesreps.com

CLICK HERE to see all product photos, downloads, and more!

Covering all of Texas & Oklahoma markets, Reece-Hopper Sales is dedicated to bringing value to both our wholesale customers & 

manufacturers alike. We pride ourselves in the excellent service we provide, as well as our representation of world class 

manufacturing partners. Reece-Hopper Sales continues to build a platform for growth & undeniable sustainability for the future.  

Our dynamic sales team is comprised of industry veterans as well as young, educated & results driven individuals. WE. BRING. 

VALUE.

Product Categories

Kitchen/Bath

Plumbing Products

BACK TO PREMIUM LISTINGS INDEX
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Rep Locator Premium Listings

Woods & Jaye Sales Co.

33-09 37th Ave.

Long Island City, NY 11101

(718) 786-8260

sales@wjny.com

https://www.wjny.com

CLICK HERE to see all product photos, downloads, and more!

Woods & Jaye is a full service Manufacturer’s Representative, Marketer & Distributor of speci�cation grade plumbing, heating, 

hydronic equipment, steam, waste & wastewater products, controls, plumbing supplies & specialties that cover a vast range of 

applications. We cover the territory of New York City’s 5 Boroughs, Long Island, Westchester, & Northern New Jersey. We o�er a 

deep range of services to our manufacturers, architects, engineers, kitchen designers, owners, facilities, wholesalers, & contractors. 

As an agency, we hold ourselves to the highest standards possible & are committed to providing ethical & professional 

representation. We know our manufacturers. We know our customers. We know our market.

Product Categories

Fire Protection

Heating

Hydronics

Industrial Supplies

Pipe, Valves, Fittings (PVF)

Plumbing Products

Pumps-Well Supplies

Solar Heating/Cooling

Ventilation

BACK TO PREMIUM LISTINGS INDEX
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HYDRONIC HOT WATER HEATING SYSTEM
COMPANY — MONTROSE, COLORADA

Pro�table hydronic hot water heating company for sale

26-year history

Specialize in residential and light commercial

Installation, upgrades, replacement and service

Established reputation — responsiveness and technical expertise

Outstanding outdoor lifestyle in Montrose, Colorado

Competitively priced

Seller to retire — willing to assist new owner

CONTACT:

Greg Wills

Senior Broker Associate

gwills@touchstonebiz.com

BACK

mailto:gwills@touchstonebiz.com?Subject=Touchstone
https://www.touchstonebiz.com/


ACCURATE, EASY TO LEARN, EFFICIENT
FASTEST, INC.

SEE A DEMO TODAY!

1-800-828-7108

www.fastest-inc.com/pm

BACK

https://www.fastest-inc.com/pm
https://www.fastest-inc.com/pm


Do you have an innovating plumbing
product?
Contact Michael Whiteside, President at mwhiteside@mifab.com for a

con�dential discussion.

Royalties paid on quali�ed products.

www.mifab.com

BACK

mailto:mwhiteside@mifab.com?Subject=Hello
https://www.mifab.com/
https://www.mifab.com/


THE BEST PRICES ON THE TOUGHEST
BLADES

DIABLO

Fast Free Shipping & Lock Blade Knife on orders over $150.00.

Over 10 Million Blades Sold

Reciprocating Blades for Metal & Wood Cutting

1-888-641-9798

www.DISCOUNTSAWBLADE.com

BACK

http://www.discountsawblade.com/
https://www.discountsawblade.com/Default.asp


WOOD & METAL CUTTING DISCOUNT SAW
BLADES

FAST FREE shipping & FREE lock blade knife on orders over

$150.00

Wholesale pricing SAVES 53-67% over big box stores

Inventory purchase control

100% satisfaction guaranteed

Made in the USA

As Low As $0.79 Each

www.DISCOUNTSAWBLADE.com

1-888-641-9798

BACK

http://www.discountsawblade.com/
https://www.discountsawblade.com/Default.asp


Chimney Caps * Liner Kits * Accessories
Made In America

“Nothing Else Even Comes Close”

1-800-262-9622

www.chimcapcorp.com

BACK

http://www.chimcapcorp.com/
http://www.chimcapcorp.com/


Easy Riser Well Pump Puller
PROVEN: users worldwide pull pumps to 600 ft. at up to35fpm.

LIGHT WEIGHT and COMPACT

VERSATILE: Well seals or caps, plastic, galvanized or coildrop pipe.

MODELS FROM $2695

VISIT US AT www.pumppuller.com

TALCOTT MOUNTAIN ENGINEERING, INC.

 860-651-3141  •  e-mail: tmeinc.wm@gmail.com

BACK

http://www.pumppuller.com/
mailto:tmeinc.wm@gmail.com?Subject=Hello
http://www.pumppuller.com/


ATTENTION CONTRACTORS
Ready to Start Running Your Contracting Business With LESS Stress 

and MORE Success?

THE 7-POWER CONTRACTOR® by AL LEVI is for YOU!

“If you’re an experienced contractor and you’re still working in the �eld, 

doing estimates, running techs, and working crazy hours with no end in 

sight, and you’re wondering if there’s a way out, Al’s seven powers are 

the answer.” — Mark Paup, Golden Rule Plumbing, Heating & Cooling, 

Grimes, Iowa

Learn more: 7powercontractor.com/book

BACK

https://www.7powercontractor.com/book
https://www.7powercontractor.com/book
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Let us know your thoughts about this month’s 
features and columns on our social media outlets.

CONVERSATIONJOIN THE




