


March 2023 //  Vol. 41, No. 03

SPONSORED BY:

Logic, technique and proven components
are hydronic pro’s hallmark

Women breaking gender stereotypes
in the plumbing industry

http://legendvalve.com/
http://legendvalve.com/legend-warranty


https://www.statewide-waterheating.com/






https://www.supplyhouse.com/HVAC-Supplies-695000


EDITORIAL OPINION

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

Discussing bath and kitchen
trends with the pros
Larger bath and kitchen spaces and bolder colors are trending in the

remodeling market.

Time sure �ies when you’re on the road!

BNP Media’s Plumbing Group is �nally settling back in after a whirlwind of travel this past month. We’ve

been racking up those frequent �ier miles attending NKBA’s Kitchen & Bath Industry Show (KBIS), IMARK

Plumbing, the AHR Expo and the WWETT show. While there was a ton to see at each event, for the

purposes of this column, we’re going to focus on KBIS.

KBIS is always one of my favorite events to attend. The bath and kitchen displays are gorgeous, the new

products are innovative, and I often return home with bathroom envy, dreaming up new remodeling ideas

much to my husband’s dismay. This year’s show was no di�erent.

Among the highlights were the Duravit Japanese soaking tub, Elkay’s Dart Canyon Workstation stainless

steel sink, Delta Faucet’s steam shower, Kohler’s ceiling-mount kitchen faucet, P�ster’s QuickConnect

mounting system and Rainstick’s water-conserving shower. Don’t miss our interview with exhibitors

discussing trends from the show �oor.

While manufacturers were able to discuss broader trends in the bath and kitchen market, I got to dig

deeper into what homeowners are really looking for when it comes to remodeling these spaces on the

latest episode of the Plumbing Group podcast, “And So It Flows,” with Beth Rhoades of Salem, Oregon-

based C&R Design Remodel, and Bob Ayer of Stoughton, Massachusetts-based PBZ Construction.

According to Ayer, the big is the latest trend — larger kitchens with larger appliances and pantries and

larger bathrooms.

“Larger showers are a big trend, with steam units in the showers now,” he said. “I did a lot of steam

showers 20 years ago, but now they’re coming back. I think the steam units are a little more budget-

friendly than they were years ago, but still very expensive. Another thing we’re seeing is people want

more natural light, so we’re doing bigger windows.”

According to Rhoades, color is the big trend.

“Greens, blues and blacks (cabinetry) are at the forefront of peoples’ minds,” she says. “De�nitely looking

at stronger colors in things. In plumbing �xtures, as a remodeler, I’m always a little leery putting color in

�xtures simply because we rip out a lot of pink and green from the 1950s here. Trying to keep those in

certain things rather than in �xtures which are harder to change. We want to look at that timeless

approach so our clients aren’t having to update every �ve years.”

That’s an approach my husband would surely appreciate.

Listen to the full discussion with Rhoades and Ayer on the latest episode of “And So It Flows.”

Click here to listen to the full discussion with Rhoades

and Ayer on the latest episode of “And So It Flows."

Want to be on an episode of “And So It Flows?” Contact me at krawcken@bnpmedia.com.

Photos courtesy of Bulgac / E+ / Getty Images.

Nicole Krawcke  is chief editor of Plumbing & Mechanical.
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HYDRONICS WORKSHOP

B Y  J O H N  S I E G E N T H A L E R

Little white boxes

Air-to-water heat pumps offer more than ductless.

Government planners, taking their queues from politicians and advocacy organizations, have steered the

future of energy supply away from fossil fuels and toward renewably-sourced electricity. It’s happening on

every level from the feds right down to local city councils.

One of the major targets for this transition are heating systems, most of which currently operate on natural

gas, fuel oil or propane. One of the challenges is how to migrate “legacy” heating systems that currently

operate on these fuels over to heat pumps. Such migration is particularly challenging when it comes to

hydronic heating systems.

`Imagine a boiler-based system that was installed in the 1950s, and has undergone numerous

modi�cations, expansions, or component replacements, many of which were done by di�erent installers.

Although there’s a chance that such modi�cations were done in a coherent and professional manner,

experience has shown that there’s a better chance that the system has been “buggered up” to an extent

that the next heating pro who gets called to “�x it” would rather just turn it o�, and convince the

homeowner to go with a plug and play solution the o�ers heating and — let’s get excited here — cooling!

In many cases that replacement system is going to be a ductless mini-split heat pump system. Just get

out the 3 inch hole saw, fasten some plastic raceway to the outside of the building, run the refrigerant line

sets and wiring through that raceway, commission the refrigerant line sets, and hand the remote controller

to the owner.

It’s hard to argue that ductless mini-splits are an attractive option in comparison to diagnosing and �xing

some cobbled up assembly of piping, heat emitters, circulators, controls and heat sources. However,

those little white boxes on the wall do not, and never will, o�er comfort comparable to a properly

designed and installed hydronic system.

Homeowners don’t have to “settle” for a ductless mini-split in order to bring heat pump technology into a

home with an existing hydronic system. Air-to-water heat pumps o�er an alternative that’s comparable in

price on the basis of heating capacity, but o�ers far more bene�ts than ductless. Here are some of the key

di�erences.

Comfort matters

In North America, the vast majority of new home heating systems are selected by builders rather than the

eventual occupants of the home. When planning for new construction, there so many modern amenities

competing for consumer attention that the choice of heating system often ranks just above that of a septic

tank or a sump pump. These days a Wi-Fi thermostat garners more interest than the remaining 99% of the

heating system. Most consumers, who don’t think much about how their heating and cooling systems

work, are easily convinced that a smart thermostat knows how to best manage the system. A key selling

point is that such thermostats can reduce energy use by lowering air temperatures. That’s true, but that

savings comes with the assumption that the resulting change in comfort is acceptable. Occupants

insulated from their interior surroundings by Hoodie Footies tap on their smart phones to review the

energy saving stats reported from their WiFi thermostats. If only data could sooth the thermal soul.

Prospective homeowners who appreciate how superior thermal comfort will a�ect their health and

enjoyment of the new home, and who’ve taken time to research the di�erences in heating systems, will

typically choose hydronic distribution systems over forced air. Air-to-water heat pumps, rather than

boilers, can be the heat sources in such systems. They can also provide cooling, which for many

decades, was the missing part of the hydronics o�ering.

Choices

Ductless mini-splits can be con�gured with high wall cassettes, 4-way ceiling boxes, or wall consoles that

try to mask themselves as picture frames. Those terminal unit options all involve aesthetic compromise.

Other than heating geeks, who really wants to “look” at the devices that heat their interior spaces? Those

same options also involve fans that emit unwanted sounds, and thus represent some degree of acoustical

compromise.

Hydronic systems can be designed with a wide range of heat emitters such as radiant �oor, ceiling, or

wall panels that are completely out of sight and operate silently. When the completely out of sight

constraint isn’t a priority, additional options include panel radiators and towel warmers equipped with

thermostatic radiator valves that allow individual comfort control in each room. No smart phones, apps or

Wi-Fi needed. No batteries or wires either. Just simple, silent, and stable comfort management.

It’s also possible to adapt an air-to-water heat pump to an existing forced air distribution system. An air

handler with a generously sized coil replaces the furnace, A-coil, and outdoor condenser.

You might be thinking — why not just use an air-to-air heat pump for such a retro�t? Read on, you’ll see

that air-to-water heat pumps o�er more possibility beyond forced air heating and cooling.

Domestic duty

Every house needs domestic hot water. Hydronic heat pump systems (e.g., air-to-water or water-to-water

geothermal) can be designed to provide domestic hot water as well as space heating and cooling. The

DHW load is an excellent match for such heat pumps because much of the energy needed occurs at

lower temperatures allowing the heat pump to operate at high e�ciency.

When ductless mini-splits are selected for space heating and cooling, domestic water heating is typically

provided by a separate heat pump water heater. This combination works, but it’s not as e�cient as using

a single air-to-water heat pump for both space heating and domestic water heating. For more information

on why this is true, check out my column from the January 2021 issue of Plumbing & Mechanical.

Cool and fresh

Modern air-to-water heat pumps all come with refrigerant reversing valves. When you install an air-to-

water heat pump for the purpose of providing heat, you’re also installing a chiller. Pipe the heat pump to a

chilled water air handler through a diverter valve, install a simple forced air delivery system, and you've

got central cooling. Figure 1 shows one system concept.

ENLARGE

FIGURE 1

Since there’s a ducting system associated with the air handler, you can also tie in a heat recovery

ventilator (HRV) as shown in �gure 1. Some modern ECM blowers can be set up to run a low speed 24/4

to distribute the fresh air supplied through the HRV. They can switch to a higher speed when supplying

cool, dehumidi�ed air when the system operates in cooling mode. The result is a “total system” that

supplies space heating, cooling, domestic hot water, and heat recovery ventilation. It’s expands the scope

and pro�t potential for the installer while ensuring the consumer that a single installer is responsible for all

aspects of the HVAC/DHW system installation and servicing.

Easy expansion

Hydronic systems designed around homerun distribution can be easily and inexpensively designed for

future expansion. Maybe your client would consider adding a towel warmer in the master bathroom, or a

panel radiator in the basement recreation room in the future when �nances are available, just provide one

or two extra sets of tubing connections on the manifold station. When the time comes, pull a couple of

lengths of 1/2-inch PEX from that manifold station to where the towel warmer or radiator will be. Make the

connections, open the valves and smile as you watch your client appreciate the added comfort enjoyment

you've just provided.

Want to expand a ductless heat pump system? It’s possible, if you happen to have the right combination

of outdoor condenser and indoor fan-coils. If not, plan space and money for an extra condenser unit, new

wiring, new line set, added refrigerant and another fan-coil.

Imperceptible

All air-source heat pumps operating in cool climates must periodically defrost their outdoor evaporator

coil. Most do this by reversing the refrigeration �ow, e�ectively putting the system into a temporary

cooling mode.

In the case of ductless heat pump, the warmth need to melt the frost is “borrowed” directly from the

indoor air. Comfort is temporarily (but noticeably) compromised.

When an air-to-water heat pump is used, the heat required for defrosting comes from the bu�er tank, or

perhaps for high thermal mass radiant �oor. There is no perceptible change in comfort during the defrost

cycle. That’s a distinct advantage that potential customer should be made aware of.

Distribution efficiency

Some purveyors of ductless heat pumps, and their commercial cousin (variable refrigerant �ow (VRF))

systems, contend that there no need for a circulator, and thus no electrical energy needed to operate a

circulator. The refrigerant �ow from the outdoor unit to each indoor terminal is driven by the compressor.

Both of those statement are true, but they don’t convey the physical fact that the electrical power input to

the compressor required to move the refrigerant through the lines sets, as a percentage of the rate of heat

transport, is far higher than what’s needed for equivalent heat transport in a well-designed hydronic

system. Figure 2 shows a comparison.
ENLARGE

FIGURE 2

Image courtesy of Hydronics Industry Alliance.

Adaptability to contemporary utility rates

There’s currently a lot of interest in energy storage on the part of energy planners. Most of it is focused on

storing electrical energy using lithium-ion battery systems. That’s �ne, but energy planners, as well as

HVAC pros, should also evaluate and leverage the thermal energy storage potential of high thermal mass

hydronic systems.

Consider a low-energy house with a heated 32 x 48-foot slab-on-grade �oor 4 inches thick. The thermal

mass of that �oor is equivalent to 1,800 gallons of water. A 1° F change in the average temperature of that

slab could release just over 15,000 Btu. If the house has a design load heat loss of about 10 Btu/h/ft2,

which is very attainable with modern construction methods and materials, that 15,000 Btu could provide

one hour of heat input at design load conditions, and two hours of heating at 50% load.

In an e�ort to better manage existing generating capacity, and avoid building new generation facilities,

more and more utilities are o�ering time-of-use electrical rate. Figure 3 shows an example of how the

price per kilowatt-hour varies from one utility o�ering these rates.

ENLARGE

FIGURE 3

Image courtesy of Northbayhydro.com.

An air-to-water heat pump could be operated at o�-peak rates to charge the thermal mass of the slab.

The heat pump could be turned o� during some or all the ensuing on-peak hours while the house

“coasts” using heat released from the slab to maintain comfort.

The exact details of such a system depend on many variables and will require detailed modeling to

optimize, but the concept is sound and the parts and pieces needed all exist.

Ductless heat pumps can also be operated on o�-peak rates, but they lack the thermal mass needed to

decouple heat delivery from heat production while also maintaining relatively stable and acceptable

comfort in the building.

Sell the advantages

Heat pumps, in all their assorted “�avors,” are rapidly gaining market share against systems operating on

fossil fuels. The global hydronic heating market is steadily working its way towards a new normal where

heat pumps will be outselling boilers as hydronic heat sources. That, by the way, has already happened in

Germany, arguably the epicenter of modern hydronics technology. Why not ride this wave using

innovative hydronic-based approaches that have the potential to provide bene�ts far exceeding those

o�ered by those little white boxes on the walls.
Images courtesy of John Siegenthaler, P.E.

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.

March 2023PMmag.com

http://www.pmmag.com/articles/103333-john-siegenthaler-cascading-heat-pumps
http://northbayhydro.com/
https://www.heatspring.com/
https://www.hydronicpros.com/
https://www.pmmag.com/


https://iapmomembership.org/store/


HEATING HELP

B Y  D A N  H O L O H A N

Why Congress has no windows
The history behind the U.S. Capitol building.

People who knew Capt. Montgomery C. Meigs said he was occasionally pompous, but when the job was

done to his satisfaction, he said, “This was the most di�cult piece of engineering and construction that I

have yet to undertake.”

Yet, for the most part, he went unappreciated by his “customers,” those being the U.S. Senators and

Representatives. And not just at the time, but for decades to follow.

Capt. Meigs was the superintendent of construction on the two wings being added to the U.S. Capitol,

starting in 1855. The job was to take six years.

The older parts of the Capitol building had lousy heat, coming from 16 hot-air furnaces. It had been that

way for 50 years when the captain arrived, and when it came to heating, everyone wanted something

better.

That was not going to be an easy task because there was a national movement at the time to get away

from vitiated air, which Lewis Leeds of Philadelphia’s Franklin Institute, and Harriet Beecher Stowe (of

Uncle Tom’s Cabin fame) were calling the “National Poison.” They believed that most of what ails human

beings came from miasmas �owing from our bodies, and especially, phlogiston, which we now call

carbon dioxide, spewing from our lungs. Americans needed fresh air, they said, and lots of it.

It was Capt. Meigs job to provide that fresh air, but it also had to be warm air, and he was working at a

time when the science of steam- and hot-water heating was still wet behind the ears.

The original plan for the House of Representatives placed it on the western end of the south wing of the

Capitol, overlooking the Mall. The chamber was to have windows on three sides. However, Capt. Meigs

knew that the purpose of the space was to allow for debate and he worried that there would be too much

noise coming through all those windows. He also realized that all that single-pane glass would create

cold drafts in winter and that all that streaming sunlight would be an annoyance to the speakers’ eyes,

which could a�ect their debates. Can’t have that.

So, being the guy in charge, he decided to place the chamber in the center of the building, with the

o�ces and meeting rooms surrounding it. He thought that this would give him better control over the

temperature.

To provide light (whale oil lamps couldn’t cut it in a space that large); he placed a huge skylight atop both

the Senate- and House Chambers. I’ll bet you didn’t know that. Folks don’t talk about those long-gone

skylights because they were a disaster.

But that’s why there are no windows in either the House- or the Senate Chambers. And when asked about

all of this 12 years later, Meigs said, “It seems to me that members, occupied in the business of legislation,

did not need, and would not have time to enjoy any external prospect.”

In other words, no gazing at all those Americans strolling out there on the Mall. No looking at the cherry

blossoms. You’re here to work.

And isn’t that a novel thought.

To design the heating system, Meigs hired Joseph Nason, who was more or less America’s �rst heating

contractor. Nason knew more about heating than anyone in America at the time, having studied under

Angier Perkins in London for four years. Perkins had invented high-pressure, hot-water heating, which

operated at 350° F, and sometimes wandered up beyond 500°.

Yikes!

Nason, who had his own, much safer, ideas, said that he would provide all the pipe and �ttings at a 15%

discount from list prices. He would also arrange for an engineer/draftsman for six dollars a day and also

�rst- and second-class workers at their going rate. Nason would provide his consulting services at no

charge since the government was buying the pipe and �ttings that his Walworth and Nason Company

manufactured. The design for both Houses of Congress would have steam boilers, steam coils, brick-

masonry ducts, and very large centrifugal, steam-driven fans to move fresh air into the building.

Work began in 1855. No one had ever built fans of such size. Some measured 16 feet in diameter, so

Robert Briggs, the hired draftsman/engineer, who would become famous in his own right in the world of

heating, built scale models and experimented to learn how much steam power the enormous fans would

require.

The fans would blow air across steam coils, made of one-inch, wrought-iron pipe and �ttings. Each

chamber had 22 coils, each coil containing more than 1,000 linear feet of pipe. Steam entered from the

top and moved left and right, like the laces on a sneaker. At the bottom of the coil there was a large steam

trap. No one had ever done anything of this size before.

The brick-masonry ducts were divided and subdivided on their way to the chambers and o�ces. Four

boilers provided the steam to the coils and the fan engines. Each side of the Capitol had two of those

huge fans. One fan sent heated air to the chamber; the other sent it to the various other rooms on that

side of the building.

They tested the system when the House and Senate were in session during the winter of 1857-1858. At

�rst, warm air �owed from registers placed behind the Senators’ chairs. They could control the direction of

the heated air by moving a lever. But since Congress operated then pretty much the same way it does

today, everyone immediately complained. So Capt. Meigs changed the location of the registers from the

seats to the risers of the stairs, and he added de�ectors to the wall registers because the visitors were

also complaining.

But by 1861, as the Civil War raged, Meigs said, “I have realized all that I undertook to accomplish in

regard to light, warmth, ventilation, and �tness for debate and legislation. The health of the legislative

bodies has been better and more business has been accomplished in the same time than in the old halls.”

Pompous indeed.

But back to those missing windows. This was the �rst time a building of this size had been built with

arti�cial heat, ventilation, and soon thereafter, light. Those skylights in the original construction proved to

be a huge mistake because they created currents of cold air that fell upon the members of Congress,

making them even more miserable.

This was the first time a building of this size had been built

with artificial heat, ventilation, and soon thereafter, light.

And the members continued to complain, and in 1865, once the war was over, they called for an inquiry

and railed on about the miserable conditions under which they had to work. Some of the senators said

that they wished they had natural ventilation. After all, they were perched atop this lovely hill.

Senator Charles Sumner of Massachusetts said, “There is no public edi�ce in the world which enjoys the

advantages of sight equal to that of this Capitol. When we voluntarily shut ourselves up in this stone cave

with glass above, we renounce all the advantages and opportunities of this unparalleled situation. Unless

changed by legislation, this room will continue to be as uncomfortable as it is now for centuries.”

And although Captain Meigs said that he had done his job well and was now done with this nasty

business, the battle continued right up to the Turn of the Century, with the system going through many

changes. They addressed the question of humidity again and again before they got it (sort of) right.

And while this was going on, Lewis Leeds, the fella who �rst got everyone in the country worked up about

vitiated air and the National Poison, had this to say:

“It appears to have been originally designed to exclude the main halls as much as possible from all

external in�uences, and to have all the currents, the heating and the lighting, under perfect arti�cial

control.

“But if the whole nation could be taught the valuable lesson of the great folly of attempting to produce

arti�cial light, arti�cial heat, and arti�cially mixed air, that shall equal to that which our Creator has

provided for us, that knowledge would be cheaply bought at the great price paid for these buildings.”

In other words, give me a window to open. And perhaps if our current members of Congress had a better

view of the Mall, and some fresh air wafting through those open windows, they might even decide to get

along with each other.
Image retrieved from the Library of Congress, https://www.loc.gov/item/2018646924/. Sadd, H. S., Bartlett, W. H. & Dick, A. L. (1848) Principal

front of the Capitol, Washington / W. H. Bartlett ; engraved by H.S. Sadd ; A. L. Dick. Washington D.C, 1848. [New York: New York Albion, printed

by J. Dalton] [Photograph].

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

How to move forward despite
past mistakes
Letting go of past mistakes is essential for continued success.

Are you struggling to move on from past mistakes? Many leaders in the trades �nd themselves in this

position at some point in their careers. It can be di�cult to let go of what's happened and focus on the

future, but it's essential for your continued success. This month, I’m sharing some tips on how to move

forward despite past mistakes. Let it be known I’m using the word “mistakes” in this month’s column, but I

don’t personally believe in mistakes. I only believe in results. You either got the result you desired or you

didn’t, period. Either way, there is a lesson to be learned when you look at the situation closely.

First, take some time to re�ect on what happened. Think about the circumstances that led to your mistake

and how you can avoid making the same one in the future. When re�ecting on past mistakes, it’s

important to be honest with yourself and accept responsibility for your actions. This will help you learn

from the experience and move forward more con�dently.

Second, make a plan for moving forward. It's essential that you have a strategy in place so you can stay

focused and motivated while working towards success in spite of any setbacks or challenges that might

come your way. Consider setting new goals and objectives, creating a timeline for achieving them, and

developing actionable steps that will help you get there.

Third, seek out mentors and advisors who can help you move forward. It's important to surround yourself

with wisdom in this industry so you can make decisions based on sound advice. Don’t just go with the �rst

person you see on social media, however. These mentors, advisors, and coaches should be people that

you trust, respect and admire for their own success in this business.

Finally, forgive yourself. Making mistakes is part of life. Everyone does it at one point or another. To truly

move forward from past mistakes, you must forgive yourself for what happened and accept that it's over

now - no matter how painful the experience may have been.

Remember that everyone makes mistakes — the key is learning from them. Below are some action items

for you to take immediately after making a mistake.

Acknowledge your mistakes and learn from them

Making mistakes is a natural part of life, and as humans, we should embrace them. Acknowledging our

mistakes helps us learn from them and educate ourselves on how to act di�erently in future scenarios. By

re�ecting on the error and �nding ways to adjust our behavior, it is possible to learn and grow from each

experience. Mistakes can contain valuable lessons that teach us more about ourselves, so let's accept our

shortcomings with humility and use them to become better versions of ourselves.

Forgive yourself for your mistakes — you are only human

Mistakes are part of life and learning, so forgiving yourself is essential. It can be hard to forgive yourself

and accept the choices you make, especially when they don't turn out as planned. However, it's important

that we learn to be gentle with ourselves and allow room for error. The next time you slip up, remind

yourself that it's ok and forgive yourself so that you can continue pushing through on your journey. By

forgiving yourself, you will grow more resilient and empower yourself to accept where you are without

judgment.

Focus on the present and the future, not dwelling on the past

It's easy to let our past experiences weigh us down, but it's also equally important to let go of those

memories. Focus instead on the present and future. Although we can learn from our mistakes and re�ect

on how we got there, focusing on yesterday will not help propel us forward. Instead, it is important to

focus on the possibilities of what could come today and what we have yet to achieve tomorrow. When we

let go and turn our attention to where we are now and where we can be, we open ourselves up to new

growth potential, allowing us to move with purposeful intent toward our goals.

Set goals for yourself and strive to reach them

Setting goals for ourselves, no matter how small or large can be an incredibly bene�cial exercise that can

help us grow as individuals. It is never too late to set goals, and it can be a great way to stay motivated

on the path of self-improvement. What's more, having goals gives us something to strive for and make

progress towards, making any journey of development even more fun and engaging. Ultimately, goals are

an essential tool that we should all use to keep growing and making the most out of life.

Let it be known I’m using the word “mistakes” in this month’s column, but I

don’t personally believe in mistakes. I only believe in results. You either got

the result you desired or you didn’t, period. Either way, there is a lesson to

be learned when you look at the situation closely.

Be positive and optimistic about the future — believe in yourself

Understanding the value of belief and staying positive about the future is key to achieving success. We all

have something unique that we can bring to the world, and if we embrace this belief, our potential is

limitless. It's important to stay optimistic and excited about what lies ahead in our lives. When something

di�cult arises, use it as an opportunity instead of a setback. Having belief in yourself will open so many

doors, giving you a chance to bene�t both yourself and others. Unlock your potential by believing in

yourself — be positive and optimistic about the future!

Take action toward making your dreams a reality

The journey toward making your dreams a reality starts now. Taking massive action is essential to

progress and growth, however, don't become discouraged if it takes time for the results to manifest —

focus on the process over perfection. Re�ecting on the positive experiences associated with actively

working towards your goals can be immensely bene�cial. Find enjoyment in taking baby steps forward

and celebrating small wins. Ultimately, understanding that massive action leads to massive results and

embracing the adventure of self-growth will bring you closer to living those dreams out loud.

Mistakes are a part of life as well as leadership, and it's important to be forgiving of ourselves when we

make them. Rather than dwelling on the past, it's important to focus on the present and set goals for our

future. It’s not enough just to dream about what we hope for the future; we need to take action to make

those dreams come true. Believe in yourself and be optimistic about your future — if you stay focused and

motivated, you can achieve great things. Don't forget that it's completely normal to stumble along the way.

Just acknowledge your mistakes, learn from them, forgive yourself, and keep moving forward. The journey

toward becoming your greatest self is worth the e�ort, so act now and enjoy the process!

Image courtesy of Julia Lemba / iStock / Getty Images Plus.

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

Get onboard the snow-melt train

Manufacturers offer training and design and installation support for

contractors when it comes to selling snow-melt systems.

Help, I’ve fallen and I can’t get up!

For older folks, that’s a serious consideration, and falls can break bones and cause lifelong debilitating

injuries, while ice and snow present numerous dangers. Older folks often have a strong desire to remain

in their homes rather than being shu�ed o� to an “old folks home.” You are in the unique position of

being able to help them comfortably, and, more importantly — safely, remain in their homes.

Naturally, we all think about plumbing �rst: grab bars; barrier-free showers; walk-in tubs with doors that

seal shut; and ADA-style �xtures. What you, and they, might not have front of mind is an e�ortless way for

them to eliminate safety hazards associated with the removal/elimination of snow and ice. Aside from

heart attacks associated with shoveling snow, the slip-and-slide hazards on snow and ice loom larger for

older folks whose re�exes, muscle atrophy and imbalance issues greatly increase the risk to life and limb.

A great many of your elderly customers from the baby boomer generation, 59 to 77 years young in 2023,

are either retired or seriously thinking about retiring and, in general, the 78 million boomers alive today

have saved more than $202,000 toward retirement. An estimated 23 million boomers have saved more

than 1 million and will not see any �nancial challenges provided they remain good stewards of their

money. This does not take into account investments or stock portfolios. The vast majority have the means

for discretionary spending. It is up to you to broach this subject and plant little sales seeds that can, and

will, sprout!

Hydronic snow-melt system

For a hydronic (water-based) installation, a 50/50 mix of water and inhibited glycol solution is circulated

through 3/4-inch or 1/2-inch loops of oxygen barrier PEX tubing embedded within a concrete driveway or

sidewalk. Typical spacing between tubes is 9 inches to 12 inches apart with the individual loops

connected to supply and return manifolds. Individual loops must not exceed the manufacturers’ ratings,

and, whenever possible, all coils should be as close to being equal in length as possible. Reverse/return

loop connections will ensure a balanced �ow between all loops. Reverse/return connections are simple

and straightforward: loop one connects to port #1 on the �rst manifold and the last port on the second

manifold. Wash, rinse, and repeat for each of the remaining loops. From the manifolds, primary

supply/return lines (glycol side of the system) connect to the circulator, pressure gauge, feed-water

connection for manually adding glycol/water solution, potable water expansion tank with its air-pressure

reduced to the snow-melt side operating pressure and a heat exchanger to maintain separation between

the heating and snow-melt systems’ water solutions. PEX tubing manufacturers are happy to assist with

training and manuals.

Control system

Snow-melting systems can either be automatic with sensors that will begin idling the system to pre-warm

the slab(s) and keep the system active until all snow has melted or manually operated by means of an

on/o� switch or timer. You can also add a manual timer to be utilized with an automatic control as a just-

in-case should the automatic control fail or the owners want some added runtime for stray bits of snow, or

drifting snow, to be melted. Google “snowmelt controls.”

Electric snow-melt system

Don’t have a boiler with excess capacity? No worries! With the current (pun intended) push for all things

electric, there are plenty of electric snow-melt system options. As more and more homes add solar PV to

go “green” and take advantage of the many rebates/incentives available, electric snow-melt systems are

looking more and more attractive. Google “electric snowmelt” for a look at the wide variety of products

available.

Installation for both electric and hydronic snow melt systems

In both scenarios, the tubing or electric wires should be within 2 inches of the concrete’s surface for best

response times. Design conditions will dictate operating temperatures (hydronic) and tube/wire spacing

when utilizing manufacturers’ design programs or designs the manufacturers provide from the information

you provide.

Determine the operating characteristic desired by your customer(s). Most residential snow-melt systems

are designed to melt snow and ice over a longer period of time than are commercial applications where

quick-and-dry is typically desired/required. Tube spacing and hydronic temperature will vary depending

on how fast they want snow cleared, if some snow accumulation is acceptable during blizzard conditions,

and how long the system will need to be “on” to adequately provide clear and dry safe passage.

Driveway snow-melt systems don’t need to clear the entire driveway. You can, instead, provide strips of

snow-melt where their vehicle tires need traction. Runo� of water from melted snow/ice also needs to be

considered. The last thing you want to create is a nasty patch of slick ice for people and vehicles to

slip/slide upon. Include diversion of water to a safe area or incorporate area drain(s) to carry melt-water to

a storm drain or catch basin.

Pump selection

You need to determine gpm (gallons per minute) required based on the Btu/h load and then the total

head (resistance to �ow) that will generate. Bear in mind that glycol increases resistance to �ow and

inhibits heat transfer (larger Btu/h heat exchanger required). Circulator manufacturers all have charts

illustrating gpm �ow rates at varying head losses and the best match normally �nds the circulator

operating midway along its operating curve. Today, there are a number of variable speed ECM

(electrically commutated motor) circulators that can automatically operate at the best speed/GPM for

energy e�ciency or be set to a �xed speed. Here again, the manufacturers’ design programs can assist

on circulator selection or, at the very least, provide the required head and gpm required for the system

you are designing.

Driveway snow-melt systems don’t need to clear the entire

driveway. You can, instead, provide strips of snow-melt where their

vehicle tires need traction. Runoff of water from melted snow/ice

also needs to be considered.

I am familiar with both the Watts and Uponor design programs for assistance when designing snow-melt

systems for residential, retail and commercial applications. Both have aided me in designing snow-melt

systems and that included some rather tense moments during a commercial electric snow-melt installation

when the electrical inspector pronounced for all present to hear that our snow-melt system would not melt

snow! Unfortunately, I was on vacation with my family and not present on site, or I could have headed that

knuckleheaded prediction o� at the pass. Fortunately, the design engineers at Watts had been involved

throughout the entire planning stages and became the saving grace to enable the corporate

headquarters project to move forward. Well, you know how that went: the owners had been present for

the inspector’s ill-advised comments and let me know in no uncertain terms I was on the hot seat until

they saw, �rsthand, that the snow-melt system worked. It snowed and we kicked (melted) that snow to the

curb!

I completely understand you might be reluctant to venture forth into uncharted waters because of a fear

of failure or possible liability issues that can loom large. I was, too, the �rst time I designed a snow-melt

system. I always touched base with design engineers at Watts or Uponor for help, which greatly eased my

concerns. As a result, I never once had a snow/ice melt system that failed to deliver the promise of safety

and free/clear sidewalks, steps, and/or driveways. Pro�ts followed too and that’s the icing on the cake.
Image courtesy of Lex20 / iStock / Getty Images Plus.

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

9 simple communication tips to
boost review scores
These simple steps are essential to creating happy, repeat customers.

You may be the best technical plumber in town, but you will earn poor reviews and bad word-of-mouth if

you cannot communicate well. Here are nine simple steps you can take to improve your communication

skills. Almost all of them are non-verbal.

1. Look neat

Every other year, the Service Nation Alliance surveys thousands of its members’ customers. Consistently,

the most frequently mentioned consumer complaint about home service providers is poor grooming. To a

homeowner, your appearance communicates your level of professionalism and your conscientiousness in

the home.

If you look like a slob, you send the message that you are a hack. Send the message that you are the

consummate professional by keeping your hair neat, shaving and looking sharp.

2. Smile

A big part of your appearance is your smile. Smiling sends the message that you are friendly and

cheerful, which is what a stressed homeowner wants from a plumber on a service call. A bonus is that

when you smile you actually will put yourself in a happier mood. Smile.

3. Stand up straight

If you slouch, you send the message that you’re bored and uninterested in the customer and her problem.

On the other hand, when you stand up straight, you indicate interest and radiate con�dence. Before

exiting the truck, remind yourself to stand up straight when face-to-face with the customer.

4. Make eye contact

Eye contact is another element of communication. Remember the saying, “I won’t trust a person who

won’t look me in the eye.” Never mind that the �rst thing a con man learns is how to look someone in the

eye and lie to his face. People associate good eye contact with honesty and naturally distrust people who

avoid it. Make eye contact, just don’t overdo it. Don’t stare.

5. Give feedback

When the customer is speaking, give feedback to indicate you are paying attention and following what

she is saying. An easy way to do that is to nod a little. Your focus is on the customer. This sends the

message that you consider what she is saying to be important.

6. Take notes

If you can, always take notes. First, by writing down what the customer is telling you, you minimize the

chance of forgetting things later. You also retain the information better. More importantly, by taking notes

you are further telling the customer that you consider what she’s saying to be important enough to write

down. You are showing her that you are taking her concerns seriously.

7. Clarify

Up to this point, all of your communication has been non-verbal. You may have picked up on what they

customer considered important, but you may also have missed something. Or, the customer may have

failed to communicate well. It is important to clarify what the customer has said. This can be handled

simply by repeating back what the customer has told you. Say, “If I understand correctly, you are saying…”

Or, “So let me repeat back what I heard you telling me…”

People associate good eye contact with honesty and naturally distrust

people who avoid it. Make eye contact, just don’t overdo it. Don’t stare.

8. Beware of interference

In any communication, there is the potential for interference. This can come a child demanding his

mother’s attention, a barking dog, a phone that keeps beeping or any number of things. Be careful of

interference that is a�ecting your ability to pick up on what the customer is telling you, but also in reverse.

If there are distractions, you might have to stop talking until the distractions can be handled. Then, start

over.

9. Say thank you

When everything is done, close the communication process by thanking the customer. It is the courteous

thing to do. It shows you appreciate the customer and their business.

Good communication does not require you to develop the salesmanship of Zig Ziglar or the speaking

skills of Billy Graham. It is focusing on, and controlling the messages you are sending (non-verbal as well

as verbal) and actively listening to the customer. Do these simple things consistently and watch your

reviews and customer satisfaction scores improve.
Image courtesy of Nuthawut Somsuk / iStock / Getty Images Plus.

Matt Michel is the founder of Service Nation. Are you reading his Comanche Marketing blog? He is writing short stories with

business lessons that are entertaining and easy to read. It’s free. Check it out at www.ComancheMarketing.com
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GUEST EDITORIAL

B Y  M I C H A E L  C O P P

Opioid-related deaths and suicides
in construction
A critical aspect of employee retention is caring about your employees

and their health.

Three things you need to know:

Between 2020-2021, 12.3% of U.S. deaths were caused by unintentional injuries including drug

overdoses;

“There are an estimated 10 to 12 suicides among construction workers” every day; and

Given low U.S. unemployment, a critical aspect of employee retention is embracing a corporate

culture of care.

U.S. life expectancy

Life expectancy in the U.S. dropped in large part because of unintentional injuries to include drug

overdoses, and a rising number of suicides. The Centers for Disease Control and Prevention (CDC)

reported in December 2022 that “the death rate for the entire U.S. population increased by 5.3% from

835.4 deaths per 100,000 population in 2020 to 879.7 in 2021. As a result, life expectancy at birth for the

U.S. population decreased from 77 years in 2020 to 76.4 years in 2021.” 22.5% of U.S. deaths were

caused by COVID-19, while 12.3% for unintentional injuries to include drug overdoses hence, showing

increases between 2020-2021 for both causes.

Graph courtesy of National Center for Health Statistics.

Deaths from synthetic opioids have grown

The CDC reported that “from 2020 through 2021, the age-adjusted rate of drug overdose deaths for

males increased 14% from 39.5 to 45.1, and the rate for females increased 15% from 17.1 to 19.6.” Those

between the ages of 35-44 (62.0 per 100,000) saw the highest overdose deaths. Deaths from synthetic

opioids (like fentanyl, fentanyl analogs and tramadol) other than methadone have grown over the last 10

years — representing seven out of every 10 overdose deaths according to the National Center for Drug

Abuse Statistics (NCDAS).

Graph courtesy of National Center for Health Statistics.

Graph courtesy of National Center for Health Statistics.

The NCDAS reported that over one million people have died from drug overdoses since 1999. “The

national OD rate is 21.6 deaths per 100,000 residents.”

Death by suicide

The CDC also reported that in 2020, there was a suicide every 11 minutes. For every suicide in the U.S.,

there were 275 people considering suicide and 27 self-reported suicide attempts. The CDC noted that

while males make up 49% of the population, they account for nearly 80% of suicides. In 2016,

“Construction and extraction;” and “installation, maintenance, and repair” were listed as the highest of six

major occupational groups with higher suicide rates than National Violent Death Reporting System data.

The occupational groups with higher suicide rates are ranked as follows:

�. Construction and Extraction (males and females);

�. Installation, Maintenance, and Repair (males);

�. Arts, Design, Entertainment, Sports, and Media (males);

�. Transportation and Material Moving (males and females);

�. Protective Service (females); and

�. Healthcare Support (females).

According to the Construction Industry Alliance for Suicide Prevention (CIASP), “there are approximately

three jobsite fatalities in construction every day and an estimated 10 to 12 suicides among construction

workers,” and hence, CIASP strongly suggests that suicide prevention is just as important as job safety.

“The macho, tough guy, and stoic nature of construction workers can even discourage those who are

most at risk for suicide from seeking help.” Employers must embrace a corporate culture of care that

promotes wellness programs and provides a safe place for employees to seek help when they need it

without fear. Programs like these can also help retain employees.

Low unemployment driving employee retention

Employee retention is a critical key to contractor’s business success given historically low U.S.

unemployment at 3.5%, and continued di�culty in �lling plumbing and HVAC positions — with only one of

four positions being �lled. The Bureau of Labor Statistics projects “48,600 openings for plumbers,

pipe�tters, and steam�tters” and “40,100 openings for heating, air conditioning, and refrigeration

mechanics and installers on average each year” through 2031. During a recent webinar, On The Razor’s

Edge — Will the U.S. economy enter recession and how will construction starts respond in 2023, Dodge

Construction Network’s Chief Economist, Richard Branch anticipates a continued skilled labor shortage

into 2023 and hence, contractors may not elect to layo� workers who they feel they cannot get back later.

Image courtesy of U.S. Bureau of Labor Statistics.

What can contractors do?

CIASP noted that “safety starts with what is under the hardhat.” Consider hosting a mental-health-focused

speaker for a safety meeting — and especially during Construction Safety Week on May 1-5, 2023. Greg

Sizemore, vice president of health, safety and environment for Associated Builders and Contractors, was

quoted in a September 2022 article saying, “I’m going to take action to build an organization based on a

culture of making sure that not only you but your family has access to the things that are going to make

you not just physically safe but mentally healthy, too.”

Someone once said that “suicide is not so much the desire to die, as it is the fear of living.” The CDC

recommends eight strategies to help prevent suicide by:

Promoting help-seeking behavior, especially for mental health and substance misuse care;

Integrating workplace health and safety and wellness programs to advance the overall well-being

of workers;

Referring workers to �nancial and other helping services;

Facilitating time o� and bene�ts to cover supportive services;

Training personnel to detect and appropriately respond to suicide risk;

Creating opportunities for employee social connectedness;

Reducing access to lethal means among persons at risk; and

Creating a crisis response plan sensitive to the needs of co-workers, friends, family, and others

who might also be at risk.

CIASP noted that “safety starts with what is under the hardhat.”

Consider hosting a mental-health-focused speaker for a safety meeting

— and especially during Construction Safety Week on May 1-5, 2023.

Leverage resources for contractors:

Webinar: Mental Health on the Jobsite; and

CIASP o�ers LivingWorks training that is free to contractors.

TV host Phil Donahue noted that “suicide is a permanent solution to a temporary problem.” Contractors

can encourage struggling employees to:

Call or text 988 or chat www.988lifeline.org for 24/7 access to trained crisis counselors who can

help people experiencing mental health-related distress.

Call the National Suicide Prevention Lifeline, a national network of local crisis centers that

provides free and con�dential emotional support to people in suicidal crisis or emotional distress

24 hours a day, 7 days a week. For immediate help, call 1-800-273-TALK (8255)

Call this con�dential national hotline to �nd out about treatment options near you 1-800-662-

HELP (4357) or go online at resources.facingaddiction.org.

For more great information from the PHCC Business Intelligence Team, check out

www.phccweb.org/membership.

CIASP o�ers Toolbox Talks Templates;

Image courtesy of CreativaImages / iStock / Getty Images Plus.

Michael R. Copp is the former Plumbing-Heating-Cooling Contractors Association CEO, and is now a consultant, columnist and

industry enthusiast.
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B Y  M I K E  D I S N E Y

Become the authority to the
right audience
Stand out from competitors by becoming the authority and

educating your customers.

The ultimate goal when developing your home service company’s best practices for sales and lead

generation is to become the only opportunity or alternative your customers see.

That doesn’t mean that you run others out of business. It means that you educate the customer and

provide expert insight so that you become the only company in your market that they will consider. A solid

customer education program and the use of educational marketing can make your business easily stand

out from your competition.

Become the authority

Businesses are formed to make money.

But that shouldn’t be the sole reason an entrepreneur works to build his or her company. When starting a

new business or building up an existing one, entrepreneurs need to keep in mind that being the authority

in your market is one of the best positions to be in.

If you want customers to perceive your brand as the authority in your market, you need to distinguish

yourself as the leading educational voice for your industry. Once a customer understands your service

and why it’s important in their lives, you will create an eagerness for them to buy your goods and services.

Customers don’t know the things about pipes that plumbers know or the issues surrounding a home’s

electrical system that an electrician knows. That’s why they call on us.

We must be mindful that we use our role to provide the homeowner with safety and comfort. By not

recognizing and educating the homeowner about potential failures in their home, we are missing the

opportunity to be seen as the expert.

We’re all salespeople

Part of increasing customer engagement and loyalty is to recognize that everyone in our organization is a

salesperson — from the warehouse guy to the customer service representatives on the phone. Everyone

in your organization represents your company’s brand.

Train all your employees to be listeners and train your sales team to be consultants.

Your sales team shouldn’t go into a home merely to give an estimate — take that language out of your

world. Your sales team should be able to walk into a home and have a conversation with the homeowner

that is informative and knowledgeable. Learn what’s making their lives miserable and create value by

providing them with solutions and not “Whack-A-Mole” sales jargon.

Put your sales team in the position of being successful by giving them the tools they need to develop

their listening and consulting skills. They may hate to role-play and practice, but practice is just the

journey to success, so it must be done.

Using technology

By now, most residential service companies know that they have to have a digital presence to be

competitive. Your website needs to be sharp and kept up to date. Google isn’t going away, so you need

to continue to optimize where you come up in searches.

You also need to commit to analyzing and reviewing the data you receive from your Search Engine

Optimization (SEO) and Pay Per Click (PPO) methodology. With the development of Arti�cial Intelligence

(AI), you can also consider incorporating that into your lead generation procedures to help you automate

some of the daily analytics you should be performing. Data is the cash of the future. Whatever you can do

to enhance how you gather and analyze data will help guide your decisions on future marketing

strategies.

And, if you’ve moved away from it, reconsider direct marketing. People still like receiving calls to action in

their mailbox.

But, in addition to these tried-and-true best sales practices, you need to add layers to your e�orts.

If you want customers to perceive your brand as the authority in your

market, you need to distinguish yourself as the leading educational voice

for your industry. Once a customer understands your service and why it’s

important in their lives, you will create an eagerness for them to buy your

goods and services.

You should constantly develop content that frames you as the authority. Whether that is writing blogs,

posting videos all over the internet or refreshing your social media daily, you need to drive your content

so that you position yourself as the market leader.

Take the time to join some Facebook community groups and answer questions that help you educate

potential customers and showcase your expertise. If you’re out there every day o�ering up the reasons

why you are the expert, you will be seen as the community’s only home services alternative.

But, remember, your content has to be informative and creative to be of value to the consumer. Dig deep

and show why you are an expert plumber or why you are the most knowledgeable electrician in town.

Don’t make your content too promotional. If you sound like a pushy salesman in your content, you’ll more

than likely annoy your audience.

Be distinguishable from your competition by inserting your personal brand into your content and make

sure it closely aligns with your company’s brand. Once your brand (and you) becomes a pioneer, you are

seen as the authority.

Building your audience

Too often, home service companies use a scattershot approach to developing their sales funnel. It’s too

broad and puts your sales team at a disadvantage.

Take the time to develop the true avatar of your ideal customer. Consider if they have the need for your

services, if they have the means to purchase your services and if they are located within the geographical

location you want your services o�ered.

You want to spend your valuable time nurturing the right audience to get them to convert to a

consultation or a sale. By de�ning the right target audience, you allow for more intentional and

educational outreach and can plan content to better appeal to your avatar.

Image courtesy of z_wei / iStock / Getty Images Plus.

Michael Disney is a co-owner and the COO for CEO Warrior, where he leads the large and growing company as a trainer and

subject matter expert. Early in his career, Disney was an automotive electrical specialist before joining Gold Medal Service in 2013

as a lead generator. Disney accelerated through the company to director of sales and had a key role in the sales successes,

including their highest recorded sales month ever at $3.5 Million. He joined CEO Warrior as a master coach in 2015 and became

COO in 2019. CEO Warrior is a business consulting, training and mentoring �rm, providing tested and proven methods to defeat

the roadblocks that prevent small to mid-sized businesses from achieving their ultimate success.
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B Y  M I C H A E L  R I C H T E R  &  A D A M  F I E D O R

Enhancing the value of your
mechanical, electrical or plumbing
business in the eyes of an acquirer
M&A opportunities in 2023 still remain strong for plumbing contracting

businesses.

Many U.S. businesses across a variety of sectors have experienced new challenges over the last year —

this is particularly true for those in the mechanical, engineering, and plumbing (MEP) industries. In early

2022, the MEP sector saw labor shortages and supply chain disruptions lead to increased labor and

material costs, while later in the year and early into 2023, businesses are experiencing slowing demand

for building and renovation. Unsurprisingly, this dynamic has culminated in constantly �uctuating pro�t

margins for many MEP business owners.

Fortunately, strong, pro�table and growth-oriented MEP businesses are still in high demand despite

�uctuating economic challenges. Buyers are still actively searching for merger and acquisition (M&A)

opportunities in the MEP industry. Today’s widespread buyer/acquirer interest presents an opportunity for

companies focused on new builds and renovation, within both residential and commercial end markets.

Major private equity acquirers like Crescendo Capital Partners, Monomoy Capital Partners and Gladstone

Investment continue to be aggressive in opportunities with residential housing contractors, building

products, and maintenance services thanks to an anticipated, prolonged housing shortage (even with

elevated interest rates). Gladstone most recently acquired Dema Plumbing, Denver’s largest new

construction residential plumbing services contractor, a transaction in which our team served as Dema’s

exclusive �nancial advisor.

At GLC Advisors, our team is observing a more normalized M&A environment in which acquirers, who are

holding record amounts of capital, are actively courting quality sellers. MEP businesses ready to grow,

planning for an exit or aligning with new partners should prepare for success by understanding the

following key characteristics exhibited by MEP sellers experiencing favorable outcomes.

Track record of success and steady profitability

The most important characteristic an acquirer looks for in a successful transaction is a history of

consistent, sustainable pro�t margins. It is critical to showcase a track record of success and consistent

growth in all economic environments, and pro�t margins are more critical than ever before.

Reliable pro�t margins demonstrate a combination of value di�erentiation among competitors, leading

market share, long-term, quality customer relationships and tech-supported solutions — qualities that are

key in economic expansions and persist through recessions. Acquirers prefer strong pro�tability that

provides a high return on capital, weathers a range of obstacles and requires minimal outside capital

investments to achieve growth. The GLC Advisors team strongly advises businesses to prepare a de�ned

plan for sustaining pro�tability and a detailed �nancial forecast model with scenario analysis that

demonstrates outsized pro�tability.

Tenured staff and management, deep leadership bench, and self-perform capabilities

MEP businesses are human capital intensive, and culture is a central determinant in an acquirer attributing

premium pricing to a seller. A deep management team, quali�ed sta� and low turnover translate to

minimal new hire cost, leadership continuity and the ability to grow quickly as the business scales. As the

saying goes, “A business is only as good as its people.” A sta� that demonstrates a track record of being

operationally e�cient and focused on progress is likely to do so under new leadership post-transaction.

Frequently, business owners overlook the importance of the management team in favor of technical

analysis and �nancial due diligence. A quali�ed, pro�cient team is often just as important and creates a

pro�table, capable and successful business without depending on the owner. Acquirers want to continue

scaling the business and will seek a management team that will continue to operate the business post-

transaction and under new ownership.

Prior to selling a business, there is immense value in developing a full management team to perform daily

operations without the owner. If an owner controls all aspects of the business, an acquirer undertakes

more risk if the customers, sta� and success are interwoven with that owner.

A fulsome day-to-day management team ensures the company has leadership continuity under new

ownership and usually results in a higher valuation for the seller.

Many MEP companies, especially those focused on new construction markets, operate with support from

subcontractors. Subcontractor-heavy companies tend to have less control over quality, are less

di�erentiated than competitors, and consequently, produce lower margins. We see more enthusiasm from

acquirers when sellers have in-house teams completing on-site work and who have signi�cant self-

perform capabilities, all of which drive better quality, di�erentiated services and higher margins.

Diverse, recurring customers and broad end-market exposure

MEP businesses with recurring and ‘re-occurring’ revenue models and a diverse customer base are

viewed more favorably by strategic acquirers, due to the value of a predictable revenue model. Such

models typically produce lower downside risk, fewer �uctuations in results, and more accurate forecast

models.

Acquirers prefer contracted, recurring customers to one-time project customers. However, one-time

projects from repeat customers are also appealing to acquirers as they are considered re-occurring

revenue. Recurring and re-occurring revenue from repeat customers are strong predictors of future

success.

Additionally, a diversi�ed customer base will signi�cantly increase the value of an MEP business. Reliance

on a small number of large customers, or customer concentration, presents risk of signi�cant revenue loss

upon losing just one single customer. Today, acquirers are less risk tolerant, mitigating risk in the form of

seeking companies with many customers from a variety of end markets. Speci�cally, if a customer

accounts for more than a quarter of company revenue, the impact on value is signi�cant.

A portfolio of end markets that balance out seasonality or year-round end markets are also critical in

achieving high valuations and signi�cant acquirer interest. Broadly, cyclical and seasonal markets

introduce higher risk, decreasing predictability in revenue forecasts and thus negatively impacting a

business’s overall value.

MEP businesses are human capital intensive, and culture is a central

determinant in an acquirer attributing premium pricing to a seller. A

deep management team, qualified staff and low turnover translate to

minimal new hire cost, leadership continuity and the ability to grow

quickly as the business scales.

Telling a compelling story with support from an advisory firm

Serial MEP acquirers see many M&A opportunities each year. When taking a business to market, acquirers

want to know the company’s central story. Identifying the most attractive opportunities can be di�cult, and

if a story is not appropriately positioned, an opportunity can get lost in the noise.

Financial advisory �rms such as GLC Advisors have a demonstrated ability to bring to light MEP clients’

acquisition highlights to acquirers’ attention that are often overlooked without �nancial advisory expertise.

For example, our team has supported many sellers in demonstrating valuable attributes in M&A processes

that are often overlooked without an advisor, such as:

Substantial customer concentration that demonstrated highly loyal, long-term re-occurring

customers;

Higher-than-peer pro�t margins that were the result of in-house, self-perform teams, and

providing ongoing contracted maintenance alongside project-based revenue; and

Strong, long-term pro�t margins that translated into pricing power, a top regional market share,

and di�erentiation as the only MEP services provider to take on the region’s largest projects.

As MEP leaders consider taking their businesses to market, it is essential to consider the impact many of

these drivers will have on the outcome. It is also critical to consider support from a �nancial advisory �rm

such as GLC Advisors, who can help sellers achieve the best possible results.
Image courtesy of Tetiana Lazunova / iStock / Getty Images Plus.

Michael Richter is a managing director and co-head of the Business Services and Industrials Team at GLC Advisors. Richter

has dedicated his career to advising business owners across a wide range of industries on mergers, acquisitions, debt and equity

�nancings and strategic advisory assignments. His passion for assisting entrepreneurs has led to the highest standard for providing

hands-on, senior level advice, which has resulted in the ability to consistently achieve outlier results.

Adam Fiedor is a managing director and co-head of the Business Services and Industrials Team at GLC Advisors. Fiedor has

over two decades of transactional experience ranging from mergers and acquisitions to private capital raises for various middle-

market companies. He is a strategic advisor to entrepreneurs and management teams with a demonstrated history of creating

value for all stakeholders. He is passionate about assisting entrepreneurs in navigating the complexities of M&A and capital

markets.
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LIXIL’S TREY NORTHRUP

LIIXL CEO discusses recent acquisition, labor

shortage, industry trends and more.

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

Late last year, LIXIL made headlines when it announced the acquisition of Basco, a U.S.-based shower

door manufacturing company. The acquisition represents an important step in LIXIL’s growth strategy in

the Americas region, the company said. Recently at the Kitchen & Bath Industry Show, Plumbing &

Mechanical Chief Editor Nicole Krawcke had a chance to sit down with Trey Northrup, CEO of LIXIL

Americas, to discuss the company’s outlook following the acquisition, the current labor shortage, and the

pitfalls of sanitation access and LIXIL’s LPP program, a global initiative aimed at tackling America’s

sanitation challenges through public and private sector partnerships.

PM: Why did LIXIL decide to acquire Basco, and what does this deal mean for the future of the bath

and kitchen market?

TN: The really exciting thing about this acquisition is it was the perfect marriage for us. A lot of it had to

do with the fact that part of what we talk about is owning the consumer journey — from idea all the way

through installation. And when you talk about that bathroom journey, you can't really talk about the

bathroom journey without having shower doors. This gave us the opportunity to acquire a great company,

that had a great culture and was a great �t for us while providing industry-leading customization and

standard doors. What we're doing today.

PM: What about Basco made them attractive?

TN: As we've gone have gone through this process, we looked at other opportunities other than Basco.

This was the best �t for us, and it really came down to the culture and the ownership — Basco has been a

family-owned company since 1955. And that team is going to stay on with us. I think it's really important

for us to make sure that we keep Basco and the secret sauce intact. For us, it was not only being able to

handle the standard shower doors, but the customization of how shower doors can be manufactured. We

can deliver anything standard within two days with our logistics network, and then we can provide

industry-leading lead times for anything outside of that and the customized industry.

PM: Will LIXIL keep the Basco name and brand?

TN: Yeah, that's a great question. We certainly

have some of the most iconic brands in the

industry — American Standard, DXV, Grohe. We

will certainly leverage those brands within the

shower door market. Saying that, Basco is also a

great brand with great heritage, and we would

keep that brand as well — certainly in the channels

where it means the most, such as glass shops and

builders and then really expanding those

capabilities into our other great brands.
Trey Northrup, CEO, LIXIL Americas.

PM: Kind of switching gears a little bit to talk about the ongoing labor shortage in the plumbing

industry. How can the bath and kitchen industry adapt to remediate the shortage of skilled plumbers?

TN: Great question. For every �ve plumbers that leave the industry, only once comes back in. Right? And

as I think about that, how can we all be a part of ensuring we are able to grow the industry and have the

labor to do so? I think of it in a few di�erent ways. Let me break it up. One is labor itself, and I think most

importantly, we're not going to solve this labor shortage without females. And today, really introducing the

plumbing industry to females at a very early age and getting them involved, but also showing what a

great opportunity it is as a career is certainly very important.

Another piece of this is education. Making sure that we're working with the top vocational schools, and

aligning on how do we generate demand and bring people in, but also how do we help partner with

some of the greatest products while they are working their way through the school to see that this is an

innovative industry, and a lot of cool things are changing

And probably last, certainly not least for us is the product piece of this. If we can make products easier to

install, right, we have the opportunity to really make a plumber more e�cient. So as we think about

innovation, it's always great to think about sustainability, water consumption and IoT — all are really

important. But often overlooked is that little easy piece of let's just make things easier to install. When it

comes to innovation, a lot of people always think about Apple or Tesla, but innovation comes in a lot of

di�erent forms.

PM: What is LIXIL doing to attract more women to the industry?

TN: I think you're aware of Tools & Tiaras. That’s really cool and exciting. As a matter of fact, I have twin 7-

year-old daughters myself, and I can't wait till they are old enough to participate in this. I think it's just a

really cool way to expose them to what their father does, but also expose them to what is a really cool

and exciting industry. Mm-hmm. We’re working really hard at LIXIL to create diversity and inclusion in our

own ranks. And if you look at us in our leadership, we've really been able to do that as well.

PM: Jumping around again. Last year, LIXIL established LIXIL Public Partners as a �rst public sector

engagement platform to strengthen collaboration on water, sanitation and hygiene. How exactly does

that work?

TN: Sure. It's really trying to make sure we are keeping our eyes on the future of this world. And making

sure we’re keeping sustainability at the forefront of everything that we do. We kind of break it up into a

few di�erent areas. One is water conservation and water purity, as well. And we have a couple projects

that we're working on right now — one in Lowndes County, Alabama, where we partnered with the local

government because they were having an issue with open sewers and many of the homes down there.

We wanted to be part of that, so we went down, and partnered with another company out of Japan with

technology that will allow them to have a full sanitation solution in their homes without having exposed

defecation out into the �elds.

Another is our SATO toilet, which really is providing clean sanitation to everyone everywhere. That’s really

where we try to focus our e�orts, and not just be focused on the plumbing industry itself, but really trying

to expand into making better homes a reality for everyone everywhere.

PM: Why is LIXIL invested in helping solve a global sanitation problem?

TN: I think it comes back to purpose. I often say our purpose in everything that we do, and I just

mentioned it right before, making better homes a reality for everyone, everywhere. Because if we don't

put that at the forefront of who we are and what we do, and start addressing the world's problems in total

while also being a very pro�table company, I think that's doing a disservice to the world and to who we

are.

PM: Why is sanitation even still a problem in today’s day and age, and what needs to be done by the

plumbing industry as a whole to solve this issue?

TN: Surprisingly, most Americans look at these problems as only found in third world countries. So the

�rst thing that we have to do is education. I think, in general, people want to be part of the solution. But

they don't know there's a problem in U.S. LIXIL Public Partners or LPP is bringing that to light with the

Lowndes County, Alabama project and really trying to highlight these projects while also driving solutions.

PM: Switching gears one last time. We’re at KBIS. What do you think the most popular bath and

kitchen products will be this year?

TN: Really, water conservation and sustainability will be at the forefront, along with anything that is

touchless or IoT related, right? Because that really feels at the forefront. What I'm most excited to see is

where does that sustainability piece converge with the performance. Because, quite often in our industry,

getting the sustainability piece through isn't the problem. It's keeping the performance high while you're

doing it. And I'm really excited to see what other individuals are doing to address those unmet consumer

needs.

PM: What do you think the bath and kitchen industry will look like this year amidst economic

uncertainty?

TN: I think the one thing that we've all gotten used to is economic volatility. Just when you think you've

got it �gured out and it's settling down, something else happens. So I predict that instability will continue

— the companies that are most agile and can adjust to them will do much better than the rest. Now,

saying that, everybody hears there’s an impending recession, but when I look at a little further out than

just tomorrow, we have a need for 24 million homes in the U.S. with the ability, I think, to build somewhere

in the neighborhood of 2 million or so. We have that built in growth sitting out there for the next 10 years

and there is a ton of demand from the economic instability. I think it's going to drive consistency a little

more from a demand perspective in our industry. The concern I have is where will that manifest itself?

Right? What is the mix of products that consumers or customers will buy? What is the mix of homes that

builders will build for rent, multi-family or for sale? And I think that's the piece that we have to have to

keep our eye on.
READ MORE PROFILES
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Images courtesy of LIXIL.
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KBIS 2023: BATH & KITCHEN TRENDS

Manufacturers talk 2023 bath and

kitchen trends at KBIS

10th annual Design & Construction Week attracts record-breaking

attendance in Las Vegas.

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

More than 200,000 professionals from across the globe �ocked to Las Vegas for the 10th annual Design &

Construction Week (DCW), the co-location of the National Kitchen & Bath Association’s (NKBA) Kitchen &

Bath Industry Show (KBIS), The National Association of Home Builders (NAHB) International Builders’

Show (IBS) and the three co-dated industry shows, the National Hardware Show (NHS), The International

Surfaces Event (TISE) and the Las Vegas Winter Market. The �ve trade shows gave DCW attendees an

amazing opportunity to visit �ve industry trade events with just one badge.

This year’s show, held at the Las Vegas Convention Center, boasted the highest attendance in DCW’s 10-

year history. DCW's total attendance was comprised of 40,000 KBIS attendees and nearly 70,000 IBS

attendees. DCW attendees visited more than 1,800 exhibitors showcasing the latest housing products

across about 1 million net square feet of exhibit space.

BNP Media’s Plumbing Group was in attendance, talking to exhibitors about current bath and kitchen

trends and what to expect in this space in 2023.

“It’s truly remarkable what we have accomplished these past 10 years in our industry,” said Bill Darcy,

CEO of NKBA in a news release. “Tradeshows are back and this year in Las Vegas proves just that. You

could feel the positive energy �ow through the show �oor.”

Next year, DCW will return to Las Vegas from Feb. 27-29, 2024.

Video courtesy of Nicole Krawcke/Plumbing & Mechanical.

Nicole Krawcke  is chief editor of Plumbing & Mechanical.
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Backed-up Btu

The Glitch:

An installer sets up a single-stage copper tube boiler with a zoned distribution system as shown in Figure

1. To keep things simple, he uses the same size piping for the headers and all the distribution circuits. The

distribution system operates at water temperatures where sustained �ue gas condensation will not be an

issue. To prevent heat migration, he installs a spring-loaded check valve at the beginning of each zone

circuit, just above the header. To control di�erential pressure he installs a partially open globe valve

across the ends of the headers. He sets the globe valve for one half turn open.

Can you identify and describe at least 5 details in this system that should be changed?

ENLARGE

FIGURE 1

www.PMmag.com
DISCOVER THE FIXAre 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!
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TOOLS

FLEXIBLE SHAFT MACHINE

GENERAL PIPE CLEANERS

PIPE CUTTER

DEWALT

LEVELING TRIPOD CHAIN VISE

MILWAUKEE TOOL

COMPACT ROTARY HAMMER DRILL

HILTI

HYBRID-POWERED FLASHLIGHT

INFINITY X1

CORDLESS THREADER

RIDGID

March 2023PMmag.com

https://www.pmmag.com/


PRODUCTS & LITERATURE

WORLD’S LARGEST TEST BALL

CHERNE

SMART PUMP

BELL & GOSSETT

HYBRID WATER HEATER

NORITZ

AIR-TO-WATER HEAT PUMP

JOHNSON CONTROLS-HITACHI AIR CONDITIONING

SMART, CONNECTED THERMOSTAT

WATTS WATER TECHNOLOGIES

MODULAR SCREW CHILLER

WATERFURNACE INTERNATIONAL
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Introducing Women in

Plumbing & Piping

Are you familiar with the four

foundational pillars of WiPP? 

CLICK HERE

Women in Plumbing & Piping
144 followers
5d

Are you familiar with the four 
foundational pillars of WiPP? We 
believe through our four pillars 
Mentorship and Inspiration, Networking 
and Connections, Recognition and 
Scholarships, and Education for 
Personal Development/Empowerment, 
we will be able to influence and impact 
the lives of thousands of women 
working in the plumbing and piping 
industries.  

What pillar resonates the most with 
you? 
 #womeninplumbingandpiping 
#womeninleadership 
#womeninplumbandpipe 
#womenintrade 

Start them young!

Where else can you go and watch a

6th grader do #plumbing? 

CLICK HERE

Evin Jarrett
1w ·  Edited

Where else can you go and watch a 
6th grader do #plumbing ? 

#handsonlearning #ctemonth 
#dopestudents #dopeteacher 
#buildingtrades #cte @swensonlions 
#carpenter #carpentry #powertools 
#powertoolsarefun #mayfair 
#middleschoolcte #thetrades #earn 
Philadelphia Works, Inc.  

…collaboration… 
…communication… 
...encourage...
...equip... ⚙  
...empower...  
...educate...  
...engage...   
…Plumbing…   
…Carpentry….   
…Electrical… ⚡   

M

Highlighting women in the trades!

Exciting news! IAPMO has just released a

children's coloring book, "My Mom is a

Plumbing Superhero", the �rst book of

its kind to focus on the contributions of

women plumbers. 

CLICK HERE

World Plumbing Council
1,498 followers
1w

 Exciting news! IAPMO has just 
released a children's coloring book, "My 
Mom is a Plumbing Superhero", the 
first book of its kind to focus on the 
contributions of women plumbers.  
This book aims to shift perceptions of 
plumbing careers among young girls 
and women, encouraging them to 
pursue this rewarding profession.  

We're thrilled to see efforts being made 
to promote gender diversity in 
traditionally male-dominated industries. 
Let's spread the word and inspire the 
next generation of plumbing 
superheroes! ♀   

#WomenInPlumbing 
#PlumbingSuperheroes 
#DiversifyTradition 

htt //l kd i / GX WFjk

Built to last

When we say "built to last" we mean

it–look at this installation from over

30 years ago that is still up and

running today! 

CLICK HERE

When we say "built to last" we mean it–
look at this installation from over 30 years
ago that is still up and running today!

Thank you, Rapid Pump & Meter Service
Co., Inc. for sharing!

#Wilo #WiloUSA #quality #builttolast
#wilopumps #PioneeringForYou

28 Comment 3

WILO USA LLCWILO USA LLC
last Tuesdaylast Tuesday

Protecting history

#FieldFriday | Philadelphia's Museum

of the American Revolution called on

the Victaulic Vortex™ Hybrid Fire

Extinguishing System to protect

nearly 3,000 artifacts, including

George Washington's original

sleeping and of�ce tent from 1778. 

CLICK HERE

Victaulic Company
on Friday

#FieldFriday | Philadelphia's Museum of the 
the Victaulic Vortex™ Hybrid Fire Extinguish
3,000 artifacts, including George Washingto
tent from 1778. Selecting Victaulic Vortex en
were safe from irreparable damage upon dis
would remain hidden from visitors.

The system was installed in the building's ba
cylinders an... See more
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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

March 2023PMmag.com

https://www.supplyht.com/directories/2742-b-i-g-book
https://www.supplyht.com/directories/2743-rep-locator
https://www.pmmag.com/


B.I.G. Book Premium Listings

Equipment Controls Co.

P.O. Box 728

Norcross, GA 30091

(800) 554-1036

sales@equipmentcontrols.com

https://equipmentcontrols.com

CLICK HERE to see all product photos, downloads, and more!

Equipment Controls Company (ECCO) represents & distributes quality products from established manufacturers such as Pietro

Fiorentini (PF), Sensus & Romet. Headquartered in Norcross, GA, ECCO is one of the largest North American distributors of natural

gas measurement products, gas control products, & data acquisition products & services. ECCO has been in business since 1965

with branches in Houston, TX, Indianapolis, IN & Salt Lake City, UT & o�er quality products, competitive pricing & extraordinary

customer service.

Product Categories

Controls, Pressure

Regulators, Gas Pressure

Valves, Gas Service

BACK T O PREMIUM LIST IN GS IN DEX

mailto:sales@equipmentcontrols.com?Subject=B.I.G.%20Book%20Premium%20Listing
https://equipmentcontrols.com/
http://www.supplyht.com/directories/2742-b-i-g-book/listing/7154-equipment-controls-co)
https://equipmentcontrols.com/


B.I.G. Book Premium Listings

Merit Brass Co.

One Merit Dr. P.O. Box 43127

Cleveland, OH 44143

(800) 726-9800

cs@meritbrass.com

www.meritbrass.com

CLICK HERE to see all product photos, downloads, and more!

As a Manufacturer & Master Distributor, Merit Brass o�ers customers a complete line of consistent, high quality piping products,

�ow control devices, & piping system solutions. Merit features a full range of pipe, �ttings, valves, �anges, nipples, tubing, tube

�ttings, thread tape, & press technology, which includes stainless steel & copper.

Product Categories

MASTER DISTRIBUTORS

BACK T O PREMIUM LIST IN GS IN DEX

mailto:cs@meritbrass.com?Subject=B.I.G.%20Book%20Premium%20Listing
http://www.meritbrass.com/
http://www.supplyht.com/directories/2742-b-i-g-book/listing/5426-merit-brass-co
http://www.meritbrass.com/


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

AIM/R Members
 Fire Protection

 Heating
 Hydronics

 Industrial Supplies
 Irrigation

Pipe, Valves, Fittings (PVF)

Plumbing Products
 Pumps-Well Supplies

 Refrigeration
 Solar Heating/Cooling

 Ventilation
 Waterworks

BACK T O PREMIUM LIST IN GS IN DEX

mailto:hunter@associatedmarketing.net?Subject=
http://www.associatedmarketing.net/
http://www.supplyht.com/directories/2743-rep-locator/listing/4430-associated-marketing-inc
http://www.associatedmarketing.net/


Rep Locator Premium Listings

Deerman Sales

1919 Oxmoor Rd., Ste. 417

Birmingham, AL 35209

(205) 305-5705

craig@deermansales.com

https://www.deermansales.com

CLICK HERE to see all product photos, downloads, and more!

Deerman Sales is a manufacturing representative company with an expertise in residential, commercial & decorative plumbing

products. We provide best-in-class service to your customers while delivering on the sales & marketing goals of our manufacturing

partners. Our strategic approach in marketing & promoting our manufacturer's products secures long term success. Given our

industry knowledge & builder/plumber/distributor relationships we ensure that our manufacturers goals are met. Specializing in an

end user pull through sales approach, Deerman Sales will deliver revenue results.

Product Categories

AIM/R Members
 Kitchen/Bath

 Plumbing Products
 

BACK T O PREMIUM LIST IN GS IN DEX

mailto:craig@deermansales.com?Subject=
https://www.deermansales.com/
http://www.supplyht.com/directories/2743-rep-locator/listing/6824-deerman-sales
https://www.deermansales.com/


Rep Locator Premium Listings

Lynch Sales Group

1936 Bruce B. Downs Blvd., Ste. 426

Wesley Chapel, FL 33543

(813) 973-1028

michael@lynchsalesgroup.com

www.lynchsalesgroup.com

CLICK HERE to see all product photos, downloads, and more!

Lynch Sales Group is a Veteran owned & operated Independent Manufacturer's Representative serving Kitchen & Bath

Showrooms, Plumbing Wholesalers, Industrial PVF Supply Houses, Water, Wastewater & Irrigation Markets in the Southeast. It is

our mission to be the premiere representative agency providing unparalleled service to our distribution partners. With over 20

years of experience in these various market segments, there are very few things that we are unable to help with.

Product Categories

AIM/R Members
 Hydronics

 Kitchen/Bath
 Pipe, Valves, Fittings (PVF)

Plumbing Products

BACK T O PREMIUM LIST IN GS IN DEX

mailto:michael@lynchsalesgroup.com?Subject=
https://www.lynchsalesgroup.com/
http://www.supplyht.com/directories/2743-rep-locator/listing/4724-lynch-sales-group
https://www.lynchsalesgroup.com/


Rep Locator Premium Listings

Mid-Continent Marketing 

1275 Lakeside Dr.

Romeoville, IL 60446

(630) 953-1211

midcontinent@mcmsl.com

www.mcmsl.com

CLICK HERE to see all product photos, downloads, and more!

Mid-Continent is a Manufacturer's Representative company in the following markets: Plumbing, Industrial, HVAC, Irrigation, Fire

Protection, OEM, Catalog. We maintain an O�ce, Training Facility & Warehouse in Romeoville & have a sta� of 14 people. Mid-

Continent has been in business for over 40 years & pride ourselves with customer service excellence.

Product Categories

AIM/R Members
 Fire Protection

 Irrigation
 Plumbing Products

 

BACK T O PREMIUM LIST IN GS IN DEX

mailto:midcontinent@mcmsl.com?Subject=
https://www.mcmsl.com/
http://www.supplyht.com/directories/2743-rep-locator/listing/4765-mid-continent-marketing
https://www.mcmsl.com/


Rep Locator Premium Listings

Repcor Inc.

2455 Mercantile Dr., Ste. 100

Rancho Cordova, CA 95742

(916) 386-2233

jim@repcor1.com

www.repcor1.com

CLICK HERE to see all product photos, downloads, and more!

We service the plumbing, waterworks, irrigation, industrial, HVAC & luxury showroom markets for No CA & No NV.  Our reputation

as a solid sales organization & business partner is founded on our e�orts to establish strong relationships with all the decision

makers in our market, including wholesale distribution, the engineering community, plumbing, mechanical & general contractors,

architects & designers.

Product Categories

AIM/R Members
 Fire Protection

 Heating
 Hydronics

 Industrial Supplies

Irrigation
 Kitchen/Bath

 Pipe, Valves, Fittings (PVF)

Plumbing Products
 Waterworks

BACK T O PREMIUM LIST IN GS IN DEX

mailto:jim@repcor1.com?Subject=
https://www.repcor1.com/
http://www.supplyht.com/directories/2743-rep-locator/listing/4864-repcor-inc
https://www.repcor1.com/
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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


ESTIMATING SOFTWARE

plumbing • mechanical • sheet metal

BID MORE. WIN MORE. 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


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/
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AD INDEX

Gerber Plumbing Fixtures C LIC K  HERE TO  VIEW  A Dwww.gerber-us.com

IAPMO C LIC K  HERE TO  VIEW  A Dwww.iapmo.org

Legend Valve & Fitting, Inc.

C LIC K  HERE TO  VIEW  A D

C LIC K  HERE TO  VIEW  A D

www.legendvalve.com

Southern California Gas Co. C LIC K  HERE TO  VIEW  A Dwww.socalgas.com

Supplyhouse.com
C LIC K  HERE TO  VIEW  A D

C LIC K  HERE TO  VIEW  A D

www.supplyhouse.com

March 2023PMmag.com

https://www.gerber-us.com/
https://www.iapmo.org/
http://www.legendvalve.com/
https://www.socalgas.com/
https://www.supplyhouse.com/
https://www.pmmag.com/


eMagazine Navigation Guide

February 2023PMmag.com

https://www.pmmag.com/


Let us know your thoughts about this month’s

features and columns on our social media outlets.
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