Greenbuild Conference/Expo issue "":[f,'_“,"[f r“f]"[ﬁ

A [/VE Publication

Phc News

plumbing & hydronic contractor news

I SEs;

Equdiliiiiny viv
US FroPress | I
aF Wi iy




ik e
F. 9 .
al
®

uses only 10 watts

of electricity.

Introducing ecocirc
high-performance potable hot water pump.

series, the energy-saving,

Efficient performance on as little as 10 watts.

* Uses 68 percent less energy compared to a standard
circulating pump

* Delivers instant hot water to an entire single-family
home or apartment

Reduced waste at every tap.

* Delivers instant hot water at every tap, no matter the
distance from the water heater or time of the year

* Resistant to scale build-up, ensuring optimal flow

Innovative ECM

(Electronically Commutated Motor) Technology.
* Permanent magnet motor maximizes efficiency

* Spherical motor design for long-lasting, silent,

maintenance-free operation
* No shaft, no seal

For more information, contact your Bell & Gossett
Representative or visit www.bellgossett.com
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Jay R. Smith Mfg. Co.® Rainwater
Harvesting Filters for Roof Areas
Of Any Size

Raimwater harvesting systems are simple
to install, operate, and maintain. It is

convenient in the sense that it provides
water at the point of consumption and
operating costs are negligible. Water
collected from the roof catchment is

available for use in potable and
non-potable applications such as:
* Toilets and/or urinal flushing

* Laundries

* Mechanical Systems

» Custodial Uses

» Site Irrigation

* Fire Suppression

LEED Credits Associated with
Rainwater Harvesting

* Water Use Reduction

= Water Efficient Landscaping

* |nnovative Wastewater Technology

+ Stormwater Design: Quality Control
» Stormwater Design: Quantity Control
* [nnovation in Design

For more information on the many benefits

of rainwater harvesting, to see our selection Visit us at
of rainwater harvesting products and to Greenbuild,
download our catalog, visit booth number 3939

demonstration

‘ 3 of our filters

www.jrsmith.com to see a live
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POST OFFICE BOX 3237 » MONTGOMERY, AL 36109-0237 (USA) « TEL: 334-277-8520 FAX: 334-272-7396
www jrsmlth.cum
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Denmark-based Vestas is building the
world’s largest wind-tower manufacturing
plant near Pueblo, Colo., and Olson Plumb-
ing & Heating got the nod to provide the
gas and air piping systems for the facility.
Olson prefabricated the systems in 40-foot
segments using VViega ProPress components,
; and completed the job in five months. The
T, story begins on page 50.

Features

54 Mod-Cons ‘green up’ apartments
When a low-income apartment complex needed new boil-
ers and water heating, contractor Advanced Hydronics
stepped up to save tenants dollars and slash emissions
with help from Laars and Bradford White.

&7 School spirit in stainless steel
University of Minnesota regents were looking for a way
to show the university’s spirt at its new sports stadium,
and Elkay provided the means with sinks, fountains and
water coolers emblazoned with the school’s emblem,
stamped right into the bowls and tops.
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« FITS COPPER, CPVC OR PEX

* REMOVABLE CONNECTION

* REPAIRABLE PUSH ASSEMBLY
*« GUARANTEED FOR LIFE

THE ONLY REPAIRABLE PUSH PROGRAM WITH REPLACEABLE PARTS
GUARANTEED TO LAST A LIFETIME!
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RHEEM HEAT PUM ATER HEATERS

Super ,c,e,,z*l

I peeg

The Most Advanced, Energy-efficient
Water Heater You Can Own

heem air-source heat pump extracts the heat from warm air,
-2 intensifies the heat with a compressor, delivers the heat to the
water, and exhausts the cooler air. Because it uses warm ambient
air to do most of the work, it is super efficient.
Ly U 2lergy faciuy
Dver TWICE the efficiency of standard electric water heaters.

« Rheem heat pump technology for superb energy-efficiency

- * LED touch pad controls three energy efficiency
Iy settings and water temperature

» Easy to install! Drop-in replacement in attics,
garages, furnace rooms

« Standard 3/4-inch NPT water inlet/outlet and
condensate drain connections

» 50 Gallon capacity -
= Fast first hour recovery

Visit us today! SYSY90.F DSSIBPUY .M "
email sales@rheemhpwh.com
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Study: Toilet replacement project greatly
reduces water use, maintenance calls

KOHLER, WIs. — A recent report re-
leased by Koehler & Company, along
with Veritec Consulting, Inc., deter-
mined the replacement of guest
room toilets with 1 gpf models signif-
icantly reduced water use and main-
tenance costs at San Francisco’s
luxury Parc 55 Union Square Hotel.

The study cited an annual savings

of 170,000 on water and sewer
charges, along with nearly 1 million
gallons of monthly water-use reduc-
tion. Maintenance calls dropped by
more than 50%. The Kohler Highline
Pressure Lite 1.0 gpf toilet was used
for this toilet replacement project,
replacing all 1,030 3.5 gpf toilets in
the hotel. See www.Kohler.com.

Wisconsin governor signs wind-power bill

NEw BEeRrLIN, WIs. — ABB, a Swiss-
based power and automation tech-
nologies firm with a campus here,
was the site for the Wisconsin Gov-
ernor Jim Doyle to sign new wind sit-
ing reform legislation. The bill calls
for the creation of uniform siting
standards for wind energy projects,
and prohibits a municipality or
county from forbidding or restricting
“any person from conducting tests to

determine the suitability of a site for
the possible placement of a wind en-
ergy system, although the political
subdivision may petition the Public
Service Commission to impose rea-
sonable restrictions on the testing.”

The bill covers systems producing
less than one megawatt, but includes
provisions for persons wishing to
construct larger systems to seek re-
view by the psc.

frst installation ~
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Green Technology
Expo a success

The 2009 Green Technology
Expo held at Metropolitan
Industries of Romeoville,
Ill., and co-sponsored by
Grundfos Pump Corporation
on September 22 attracted
over 200 people interested §
variable speed circulators,
solar technology, rain water
harvesting and more. The

focus of the event was to educate and inform decision makers regarding “Green”
pumping technologies through displays demonstrating wind and solar power, gray
water recycling, rainwater harvesting, eco-friendly waste treatment, variable speed
pumping technology and other energy conservation techniques.

L.A. 0K’s Caroma waterless urinals

HiLLSBORO, ORE. — The City of Los
Angeles has approved the H2Zero™
waterless urinal by Caroma for use
in all buildings.

The vitreous china urinal’s Bio
Seal™ cartridge technology does not
use an oil-based seal, rather the Bio
Fresh deodorizing block that is acti-

vated during use by heat from the
urine. It allows urine to pass through
the seal freely, eliminating waste
build-up within the cartridge. Bio
Seal lasts up to 10,000 uses and acts
as a one-way airtight valve to seal
the cartridge from the drainage sys-
tem. Visit www.caromausa.com.

Hubbard Enterprises/HOLDRITE acquires
Presealed Systems’ Hydro Flame line

Vista, CALIF. — Hubbard Enterprises
will now offer customers a line of
water/smoke/fire  stop  systems
through its recent acquisition of the
entire Presealed Systems Hydro
Flame product line. The patented
Hydro Flame line is a premier cast-
in-place water, smoke and fire stop
system.

Hubbard’s vir Services and Speci-
fication Team will support the Hydro

Flame line with the following serv-
ices to the contractor, wholesaler
and engineer:

e Specification and submittal as-
sistance

e 3-D product drawings

e Custom detail application pages

e Material “take off” assistance to
help both the wholesaler and con-
tractor plan for product inventory
levels. Visit www.holdrite.com.

Mr. Rooter® executives voice

healthcare concerns on

Waco, TEXas — Mr. Rooter Plumbing
corporate executives Mary Kennedy
Thompson and Jeff Moody recently
traveled to Washington where they
met with policy makers, including
Rep. Chet Edwards, and voiced their
concerns on healthcare and other is-
sues facing small businesses.
Thompson and Moody shared
their support for reducing health
care costs and increasing the acces-
sibility of health insurance for fran-
chised businesses and its employees.

Capitol Hill

“Our franchisees want to provide
health insurance for their employ-
ees, but right now it is not afford-
able,” said Thompson, president of
Mr. Rooter Corporation. “Every year,
we travel to Capitol Hill to make sure
our voice is heard.”

In addition to healthcare reform,
they lobbied for capital access, urg-
ing legislators to improve access to
Small Business Administration loan
programs for small business start-up
and expansion.

Haws offers ‘slightly dented’ products online

SPARKS, NEV. — Haws Corporation®
has launched The Haws Closeout
Store, a discount product website:
www.HawsCloseouts.com. The site
features bargain-priced cancelled
special orders, obsolete, returned,
and/or slightly scratched or dented
drinking fountains, electric water

coolers, eyewash and eye / face wash
stations, drench showers and more.
For the launch, all products are dis-
counted an additional 15% through
the month of November. The website
is designed to complement the cur-
rent product lines at Haws’ main cor-
porate website, www.Hawsco.com.
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From hotels to hospitals, from schools to stadiums, 200
200

SYMMONS'

professionals for 70 years. the smart choice™

Symmons products have been trusted by

WWWw.symmons.com
Copyright © 2009 Symmons Industries, Inc., Braintree, Massac husetts
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What we’re hearing
IAPMO, GreenPlumbers USA form GreenPlumbers India

BENGALURU, INDIA — GreenPlumbers USA
and the International Association of
Plumbing and Mechanical Officials (1apPMO)
have announced collaboration for the cre-
ation and administration of Green-
Plumbers India, an innovative national
training and accreditation program de-
signed to assist Indian plumbing contrac-
tors/engineers in understanding their role
in environmental conservation and public
health.

The Indian Plumbing Association (1pA)
will actively support GreenPlumbers USA
to ensure the success of this innovative
program within each region of India.

Iapmo-India, 1APMO’s business unit
within the nation, will administer the pro-
gram throughout India in cooperation
with the 1PA and GreenPlumbers USA lead-
ership. GreenPlumbers India will train
and deploy a green army of thousands of
plumbing engineers/contractors to pro-
mote the benefits of water conservation
and the reduction of greenhouse gas emis-
sions, ultimately seeking a cultural change

in consumer and plumbing behavior
through the use of energy efficiency and
water saving technologies.

GreenPlumbers India’s program focuses
on five modules, adjusted for the Indian
market from GreenPlumbers USA’s success-
ful existing program. These modules are:

e Climate Care: Gas emission manage-
ment for home and business, hot water
heating, energy consumption, heating and
cooling appliances;

e Caring for Our Water: Water efficient
products, reducing household water con-
sumption, stormwater runoff pollution and
prevention;

e Water Efficient Technology: Recycled
water, rainwater harvesting, greywater
reuse, septic tanks, wastewater treatment
systems;

e Inspections and Report Services:
Water and energy audits, commercial and
residential buildings, master plan for fu-
ture improvements; and

e Solar Hot Water: Solar hot water tech-

nology, retrofit sizing and installation.

FUELS

GASOLINE DIESEL
Area $/gal. Change | Area $/gal. Change
US. average  2.574 1 | US.average 2705 1
East Coast 2.525 1 | East Coast 2716 1
New England 2.542 ¥ | New England 2.752 1
Central Atlantic ~ 2.559 1 | Central Atlantic  2.s3: 1
Lower Atlantic ~ 2.494 ¥ | Lower Atlantic  2.664 1
Midwest 2.540 1 | Midwest 2.693 1
Gulf Coast 2.439 1 | Gulf Coast 2.644 )
Rocky Mountain  2.516 ¥ | Rocky Mountain  2.704 1
West Goast 2.871 ¥ | West Coast 2822 1
California 2.988 ¥ | California 2.874 1
METALS

*Copper ~ s2.06/i. 1 |

**ANuminum  s.85/. 1

Prices valid as of 10/19/09. Fuel information courtesy of the U.S. Department of Energy
http//tonto.eia.doe.gov/oog/info/sdw/sasdiesel.asp. Arrows indicate change from previous issue.
* Copper prices according to NYMEX.com. ** Aluminum prices according to metalprices.com.

TOOoOL TIPS
with Hackman

Diamond reciprocating
saw blades

ool Tips feature trade tips from

Lee “HACKMAN” Breton, market-

ing services manager for

LENOX, team HACKMAN event manager

and car cutter extraordinaire. Every

month, HACKMAN shares insight from
his 25+ years in the tool industry.

There are two different grades of

cast iron, gray and white. Although

both pipes are black in color, the

white grade has a very hard shell
which makes it very difficult to cut.
And for anyone who has encoun-
tered this grade, you know exactly
what I am talking about.

Until recently, the options for cut-
ting white cast iron included carbide
grit edge reciprocating blades, cut off

Phc News — NOVEMBER 2009

machines with an abrasive wheel,
pipe snap cutters or cutting torches.
Although these do the job, more
often than not, there’s very little ma-
neuvering space where these cuts
need to be made and the only option
is a reciprocating saw with a carbide
grid edge blade. And if you've ever
done it this way, you know it can be
a very slow process that puts a real
strain on your arms and back!

The recent introduction of Dia-
mond reciprocating saw blades has
made cutting cast iron pipe much
easier. This new blade features dia-
mond particles brazed to a recipro-
cating saw blade substrate that has
been specifically engineered for fast,
clean cutting action.

The Diamond reciprocating saw
blade cuts three times faster and
lasts three times longer than carbide
grit blades — saving time and money
as well as strain on your body. The
blade also delivers straighter, cleaner
cutting as compared to pipe snap
cutters that can crush the pipe and
leave a rugged edge. Do yourself a
favor and try out a Diamond recip
blades. Your body will thank you. H

Order American Standard parts online

THE AMERICAN STANDARD Brands on-
line repair parts store offers 150
American Standard parts any time,
day or night. The easy-to-use site
helps you find and order what you
need with a few simple clicks. Click-
ing on an individual part automati-
cally adds it to the shopping cart,
where it can be purchased and ship-
ping information entered.

Learn more by accessing the On-
line Store Menu Option directly from

the American Standard home page at
www.americanstandard.com. Or call
800/488-8049.
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Then “Go Green” by replacing your old inefficient boiler
with a new Weil-McLain high-efficiency Ultra Series 3

For more information on the entire line of Weil-McLain high-efficiency
products visit www.weil-mclain.com
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| WEIL-McLAIN

] WEIL-mcLAIN

Circle 7 on Reader Reply Card




INDUSTRY NEWS

Smart Solar hot water systems masquerade
as skylights, feature over-temp protection

LEBANON, N.J. — Energy Kinetics claims its Smart
Solar™ hot water systems are easy to install and
look like superior quality rooftop skylights.
Smart Solar comes with advanced features in-
cluding a unique wireless energy savings dis-
play, and built-in over-temperature protection,
so there is no dump zone required. Plus, Smart
Solar connects with simple 3/8" linesets and
push fittings so no soldering is needed. Its top
rated performance also qualifies for Federal Tax
Credits. Energy Kinetics offers the system at a “surprisingly competi-
tive” price. For more information, call 800-323-2066, or log on to
www.energykinetics.com/smartSolar.shtml.

EPA releases draft showerhead specification

WaSHINGTON — The U.S. Environ-
mental Protection Agency has re-
leased for public comment its draft
WaterSense specification for show-
erheads (http://epa.gov/watersense/
pp/showerheads.htm). Once this
specification is finalized, consumers
will be able to renovate their bath-

rooms with a full suite of WaterSense
labeled products — toilets, faucets,
and showerheads.

The average household could save
more than 2,300 gallons per year by
installing high-efficiency shower-
heads. Since these water savings will
reduce demands for hot water,

households could also save energy
powering water heaters. The Wa-
terSense draft specification for
showerheads sets the maximum flow
rate at 2.0 gpm at a flowing pressure
of 80 psi. As with all WaterSense
specifications, the draft showerhead
specification includes performance
criteria to ensure that consumers
will not have to sacrifice water cov-
erage or spray intensity to achieve
water savings.

ELKAY buys SSP

OAK BROOK, ILL. — ELKAY Manufac-
turing announced it has acquired
ssp, Inc. ™, a leading fabricator and
importer of stainless steel commer-
cial kitchen products primarily for
the foodservice industry. Ssp is well
known in the foodservice segment of
the commercial market where ELKAY
is actively expanding its presence.
Ssp is headquartered in Spokane,
Washington, with operations and
distribution facilities in the Pacific
Northwest and Ohio.
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Zoeller Co. loses
long-time friend

LouisviLLE, Ky. — Retired vice
president of marketing for the
Zoeller ~ Company  Michael
Babrowski passed away October
13, 2009, after a two-year battle
with cancer. He was 68.
Babrowski, a native of Peoria, IIL.
and a 35-year resident of
Louisville, was a long-time mem-
ber of St. Margaret Mary Catholic
Church, member of the Louisville
Businessmen’s Club and a mem-
ber of the Louisville Sales and
Marketing Association.

He is survived by his wife of 45
years, Emily; and son, Timothy
Babrowski (Susan); daughter,
Christine Landon, grandchildren,
Taylor Amanda and Jacob; and
his mother, Francis L. Hafner;
and three brothers, Jim, David
and Steve Babrowski.

SANIFLO Macerator
The original plumbing solution

1-800-571-8191 | www.saniflo.com

Saniflo...all you need is water and an electrical
power supply, get the job done in a day ! 3"

Saniflo systems are installed above the floor.
All units are pre assembled and suitable for :

Basements

Bedrooms

discharge
pipe

 3inlets (toilet, shower/bath and sink)

2.1 PO

SINCE 1958

Install a complete bathroom anywhere!

Check valves included
Vertical plumbing, up to 15ft
Horizontal pumping up to 150ft

Full range of models to suit your specific needs

2 year warranty
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Building trades unions partner
with Native Americans

WASHINGTON — The Building and
Construction Trades Department,
AFL-CIO and a coalition of Native
American Indian Tribal Councils
have come together to create the Na-
tive American Construction Careers
Institute, a partnership that will seek
to develop long-term careers in the
construction trades for Native Amer-
icans. While Native American tribes
and America’s Building Trades
Unions have many common interests
and objectives, this is the first time
that these two groups have formally
joined forces at the national level.
The co-chairs of the Ncar are Mark
H. Ayers, president of the Building
and Construction Trades Depart-
ment, AFL-CIO, and Conrad Edwards,
a member of the Colville Tribe and
president of the Council for Tribal
Employment Rights, a national or-
ganization that represents the 300
tribes and Alaska Native Villages that
have established Tribal Employment
Rights offices. The Nacr Board of Ad-
visors is composed of the General

President of the twelve national and
international construction trade
unions that have signed the Nccr
charter and 12 tribal leaders, includ-
ing the chairs of the Shoshone
Paiute Tribe (Idaho and Nevada), the
Crow Nation (Montana), the Spirit
Lake Sioux Tribe (N.D.), and the
Cheyenne River Sioux Tribe (S.D.).
“America’s Building Trades Unions
are immensely proud to be a part of
the Nccr and to work with tribal lead-
ers to provide the much-needed
training and expertise that will enable
thousands of young Native Americans
to secure careers as skilled craft pro-
fessionals,” said Mark Ayers.
According to Conrad Edwards,
“America’s Building Trades Unions
have agreed to bring training onto the
reservations, to recognize tribal sov-
ereignty and to indenture any train-
ing graduate who wants to become a
union apprentice. Without question,
they provide the world’s best skilled
craft training, and they are now
bringing that expertise to us.”

Texas apartment complex wins
with pipe restoration services

BeacHwooDp, OHIO — CuraFlo®, a
provider of pipe restoration services
for multi-tenant buildings and other
commercial structures, was selected
by the Bay Harbour apartment com-
plex in Baytown, Texas to install its
proprietary CuraFlo Engineered
Flow Lining System™ throughout
this multi-tenant property.

The Bay Harbour complex is com-
prised of 10 two-story buildings with
a total of 197 units. CuraFlo will line
the hot and cold water supply piping
in each building in order to prevent
future leaks and corrosion, minimize
disruption to existing tenants and
ensure optimal water flow and qual-
ity for years to come. CuraFlo was
selected based on the company’s es-

tablished track record with a variety
of multi-family, commercial and in-
stitutional installations throughout
the United States, as well as the
quality of our epoxy lining process
and ease of installation.

As a cost-effective and less-inva-
sive alternative to pipe replacement,
CuraFlo’s epoxy lining can be in-
stalled with little or no downtime
while residents remain in place.

“Bay Harbour’s management team
considered several options, but in
the end, they appreciated the fact
that CuraFlo’s epoxy lining is less
disruptive to implement than tradi-
tional repiping methods,” said Skip
Wolfe, vice president of sales & mar-
keting, CuraFlo.

Alabama hotel chains choose Gerber Plumbing

WOODRIDGE, ILL. — Despite a sluggish
construction market, three major
hotel chains — the Marriott Resi-
dence Inn, Holiday Inn Express, and
Comfort Inn & Suites have all cho-
sen to take root in the Southern city
of Florence, Ala. and are using the
same well-known plumbing manu-
facturer, Gerber Plumbing Fixtures
LLC. Each hotel selected Gerber for
its top-performing toilets including

the Viper™ and Avalanche™, as well
as for its Maxwell faucets.

"We are very excited to have three
separate hotel installations in one
city. Everyone knows times have
been tough and being a part of wide-
spread growth is a testament to Ger-
ber’s product performance and
overall value proposition,” said
Kevin McJoynt, director of market-
ing for Gerber.

New WatcoFleX Bath Waste
...installs faster/easier

Special patent pending PVC flexible tubing. Eliminates
four field joints. Innovator™ overflow parts
assemble by hand. No screws. Approved by IAPMO.
It's green. You'll get used to seeing it.

Just ask your wholesaler

WATCO MANUFACTURING COMPANY
1220 South Powell Road,
Independence, MO 64057-2724
Phone 816-796-3900 ¢ FAX 816-796-0875

A Division of WCM Industries, Inc.

Circle 9 on Reader Reply Card



Q: Is it acceptable to use drainage
copper tube for heating? Any of you
guys use this tubing for heating?
Thought it was just lately a fad.
Guess not. Went to press a fitting
onto a 11/4" piece of tubing in a 25-
year-old system; CRUSHED the tubing!
Not to happy about that. A bit of
searching and there it was, the infa-
mous yellow writing, very faded.

Man this POed me, seriously! Oh
well, the inspectors around here
don’t say no to such inferior ways, so
who am [ to argue?
— Leo G.
A: As an apprentice years ago, |
went to a training class put on by our
local chapter of the Copper Develop-
ment Assoc. I remember the man
showing us charts where it was fine

to use DWV copper for heating sys-
tems, mostly because of the lower
pressure most of them use. I have
used it many times in my systems.
— Dave S.
A: It’'s very common in my area. It
is not too different in thickness from
type M, but still thicker than tubing
used for many fin-tube rads.
— Dave

© 2009 AS America, Inc.

This chart makes for great bathroom reading.

When it comes to high performance toilets, nobody gives you more options than American Standard.
We offer 150 models that all qualify for the impressive 1000 gram Performance Club. That's almost
three times more than any other manufacturer.

Higher performance means better business, too. Less callbacks and happier customers translate
into higher profit margins. Our toilets are made to outperform everything on the market.

And that’s power you can use.

To learn more, visit us at americanstandard.com.

1,000 Gram Performance Club

Maximum Performance (MaP) Testing of Popular Toilet Models

Foremost

Gerber

Kohler
Mansfield

St Thomas

20 40

Source: MaP Toilet Testing Report, 14" Edition

Axent, Caroma, Cascadian, Chelini,

AS Brands

Contrac, Danze, DKDC, Duravit, Jacuzzi,

Niagra, Price Pfister, RAK, Rona, Seasons,

Tynan, Villeroy & Bach, Vitra, Vortens,

Western Pottery and Zurn.

Other

80 100 120

Consulting Inc. a
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Ameoricam Stamdard

Style That Works Better
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Q: Does it matter where I place a
new circulator pump? I have an ex-
isting large pump on a 11/4" pipe
going to the return on my boiler. I
have a second pump returning below
it on a 3/4" pipe. I need to add an-
other pump on a 3/4" pipe for a third
zone. Can I have it pipe into the
11/4" pipe above the larger pump? If
I pipe it in below, can I take it
straight into the return at the base of
the boiler by adding a tee to where
the drain valve is now and just add
the drain valve to the end of that?

— Ric

A: You should be able to install a
tee at the current drain location, as-
suming the new tee and the return
into the boiler are properly sized.
Never tie in above an existing circu-
lator with another; each circ should
move water directly into the boiler,
or better yet, away from the boiler.

— Al

Q: What are the ups or downs
with coal heating? Can it be used in
Queens, N.Y. If so, how practical,
costly, safe, etc., to use ?

— Robert S.

A: When I was a kid we had a coal
hot air furnace with an automatic
feed hopper. You had to have a coal
storage bin nearby and you had to
shovel coal morning and evening to
fill the hopper, and at the same time,
morning and evening, cleanout the
clinkers (ash) and put them in what
were called metal “ash cans” so they
could cool before dumping them in
the garbage cans. Every two weeks
when new coal was delivered you
had to set up a chute so that it could
be transferred through a basement
window and into the coal bin. After
delivery, you had to clean up the
basement, as there was coal dust all
over. When we switched over to oil,
I got on my knees and bowed to the
oil tank three times a day! Today I
think you’d also run into delivery, air
quality and ash disposal problems.
Also, about once a month, the auger
in the automatic feeder would get
jammed on a piece of hard quartz
rock that had somehow got mixed in
with the coal. (They camouflage
themselves by rolling in coal dust so
you can’t see them!) When the
feeder jammed, it broke a shear pin
and you had to first unload the coal
from the hopper with a bucket and
then back the auger out by hand to
remove the quartz rock. Needless to
say coal dust got everywhere!

— Rod

A: A wheelbarrow full of clinkers
being wheeled up a plank on a base-
ment stairway was a difficult, and
dangerous job.

— Nicholas B. C.
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Your Customers Will Love a 125BE

Unparalleled Energy Efficiency

Complete System featuring Logamatic Control
Environmentally Friendly Low NOx Technology
Shock Resistant Buderus GL-180M Flexible Cast Iron

Boiler Limited Lifetime Warranty / Burner 5 year Parts Warranty [, S ) 2

The Buderus 125BE oil boiler systems are based on the high quality and superior

reliability of the Buderus G115. Available in a conventional and condensing models the

125BE boilers feature the innovative BE burner. This LowNOx burner burns cleaner, /
resulting in ultra-high efficiencies and less impact on the environment. All 125BE

models include the Buderus Logamatic control and Tigerloop filter system. The AFUEs '
are 89%-+ for the G125BE and 91%+ for the condensing GB125BE. The 125BE not '
only looks good, but offers higher efficiencies and lower pollution output, making it the

best choice for an efficient and ecological oil boiler.

GB125BE Models
Are Eligible for the
U.S. Federal Tax Credit

Comfortable. Efficient. Intelligent Heating. BUderus
Bosch Group
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FROM THE DESK OF...

John Hazen White, Jr.

Solar Energy is
Here to Stay.

JOHN HAZEN WHITE, JR.
President & CEO, Taco Inc.

There’s a lot of talk these
days about the need to de-
velop alternative energy
technologies — wind, wave
and solar — both to counter
the increasing ill effects of carbon burning and also
to create jobs in a new industry. At Taco, we re-
member this kind of talk back in the 1970s in the
aftermath of the OPEC Oil Shock, when interest
in developing solar energy became a brief national
priority. We saw a market opportunity back then
for our residential circulators. But with the return
of lower oil prices, investment and tax credits for
rooftop solar energy dried up and the market went
dead.

3 "
#

This time around, however, it’s different. We are
just at the beginning a paradigm shift to clean en-
ergy, and we’ve learned by now that fluctuating
oil prices are a fact we must live with. We’ve seen
prices for carbon-based fuels go high enough to
know that depending on them is detrimental to our
economy and our national security. Clean alterna-
tive technology, for its part, has developed signifi-
cantly in recent years, and has at last become prac-
tical, in addition to necessary.

In response to this shift to clean energy, Taco has
introduced a range of energy efficient “Green”
products, including two new products specifically
designed for the solar thermal market: a Variable
Speed Solar Control Circulator and a Solar X-
Pump Block.

Learn more about Taco Solar products at
www.taco-hvac.com/solar.html

The Variable Speed Solar Control Circulator
continuously optimizes water flow through a solar
collector to achieve maximum energy gain; it ac-
complishes this by maintaining the proper Delta
through the solar collector over an extended period
of time. The Solar X-Pump Block, an extension of
our all-in-one X-Pump Block, is a breakthrough in
the design, control and installation of solar thermal
systems, as it combines a variable speed solar dif-
ferential control, collector circulator, storage tank
circulator and a heat exchanger in a single unit.

These products are part of a mix of new energy
saving and versatile products that include recir-
culation and plumb n’ plug products for domestic
hot water, smart controls and valves, and our new
home automation line of controls. All are charac-
terized by ease of installation and dependable oper-
ation. Most significantly, they have been designed
to function as a system. Developing and offering to
the HVAC marketplace energy efficient systems is
our overriding product development goal at Taco.
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Chicago Faucets: Flexibility and
functionality keys to success

hicago Faucets has been America’s
C leading manufacturer of commercial
faucets for more than 100 years. With
manufacturing, research and development fa-
cilities located solely in the United States,
products are made with an unwavering com-

mitment to quality backed by know-how and
determination that is uniquely American.

Chicago Faucet Company.

What is your core business?

Fitzgerald: Chicago Faucets designs and
manufactures high quality faucets, fixtures
and components for commercial and institu-
tional applications.

How has Chicago Faucets weathered this
recessive economy?

Foundry & Manufacturing
Milwanskom, Wi

The company’s foundry, manufacturing, as-
sembly and distribution facilities are located
within a 350-mile radius of the Des Plaines-
I1l. corporate office. This provides unparal-
leled control of product quality and an ability
to effectively deliver products to any point in
the United States. Since A.C. Brown founded
the company in 1901, Chicago Faucets
changed the world of plumbing forever with
more than 50 patents, the most significant

Chicago Faucets product line includes innovative
faucets: the E-Tronic™ 40 electronic faucet (upper
left); right is the HyTronic electronic faucet; and
lower left is the 802-CP (manual faucet).

being the Quaturn cartridge. Patented in
1913, this remarkable cartridge is still inter-
changeable with any Quaturn in existence
and is truly the standard of reliability, dura-
bility and value in the commercial faucet in-
dustry. In 2002, the Geberit Group acquired
Chicago Faucets.

The following is an exclusive Q&A with
John Fitzgerald, director of marketing, The

Fitzgerald: Like many other manufactur-
ers, the current economy has played havoc
with business. However, Chicago Faucets has
distinct advantages over other manufacturers
in dealing with that havoc. First, our products
are made within a controlled geography. This
gives us unprecedented capability to control
the quality and delivery of our product. Sec-
ond, we continually prepare for “what lies
ahead.” We are constantly gathering data, an-
alyzing it — including social and economic
trends — and then determining what we need
to do to stay one step ahead.

Our corporate management philosophy al-
lowed us to enter this current economic
phase in a strong financial position. As a re-
sult, we have been in a position to make in-
vestments that we believe will put us in a
position to grow out of this economy.

Chicago Faucets operates around many
core principles that have helped the com-
pany weather the storm — two of which
stand out that would interest Plumbing Engi-
neer readers. First, the company’s products
are designed around flexibility — that is,
parts that are interchangeable within the en-
tire product line. This means a distributor —
the company aggressively supports two-step
distribution — need only carry a handful of
SKUs to satisfy the customer. The focus at
Chicago Faucets is production cost and man-
ufacturability.

A second core principle is functionality. The
company’s faucet designs ensure appropriateness
for getting the “job done right.” The reliability and
integrity of our products is time-proven, and with
the largest installed base of commercial faucets

(Turn to Chicago Faucets, page 18.)
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GREEN SOLUTIONS

Drip irrigation using rainwater harvesting
system provides residential solution

ndrew and Cathy Gerachis,
homeowners at The Waters
community in Pike Road, Al-
abama were looking for a solution to
prevent flooding in their backyard
and a way to economically irrigate
their lawn and vegetable, herb and
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flower garden.

The compact footprint of their
house combined with the high clay
content of the local soil created rain-
water runoff problems for them and
several neighboring homes. During
large rainfall events, the runoff from
the gutters would cause “ponding” in
the yard that would persist for sev-
eral days.

Cathy Gerachis, director of Land-
scape Architecture, Goodwyn, Mills,
and Cawood, Inc., an architectural
firm located in Montgomery, Ala-
bama, was familiar with rainwater
harvesting. In her work as a land-
scape architect, she was aware of
rainwater harvesting used in land-
scape design with LEED® certification.
Having used rainwater harvesting on
her professional projects, she wanted
to do the same on her home. She
knew that this “green” idea would
not only save on her municipal water
bill and give her available water in
times of drought, but would resolve
her runoff and ponding problem. It
addition, it would create an efficient
way to irrigate her lawn and garden.

Living in a progressive and inno-
vative neighborhood like The Wa-
ters, she talked to her homebuilder
about the idea. They agreed that it
would be a benefit for her home and

would help showcase The Waters.
The builder, Andrew and Dawson, of
Pike Road, Ala., researched the idea.
Their investigations lead them to an-
other local company, Jay R. Smith

\ o
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The rainwater harvesting installation is unobtrusive, with only the top of the vortex
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harvesting filters and accessories.

Rainwater harvesting systems are
applicable to most types of buildings,
providing ready-to-use, stored rain-
water for landscaping, lawn irriga-
tion, car washing, janitorial use,
laundries, fire protection, or other
non-potable uses.

The concept of harvesting rainwa-
ter is simple; rainwater is collected

L e o WS

filter left deliberately visible because it helps educate visitors on how practical

and important it is to re-use rainwater.

Mfg. Co., Montgomery, Ala.

Jay R. Smith, in cooperation with
their partners Rainwater Manage-
ment Solutions and WISY AG, was the
first U.S. Company to offer a com-
prehensive product line of rainwater

About The Waters Community

The Waters is a neighborhood com-
munity nestled in the town of Pike
Road, Ala., located just outside of
Montgomery. The hundreds of acres
include expansive rolling greenways,
towering oaks, and over five miles of
shoreline wrapping around the 200
acre Lake Cameron. Around the neigh-
borhood you will find everything from
manicured parks to mid-block greens.
Other amenities abound, such as, a
pool and community pavilion, boat-
houses, piers, tennis and basketball
courts, a local market, dentist office,
and a ymcA.

The homes are built with traditional
southern architecture and premium
green-building materials such as,
metal roofs, radiant windows, geo-
thermal heating and cooling units and
spray foam insulation. New efficiency
methods such as rainwater harvesting
are also used to lessen utility bills and
limit water runoff. Other construction
techniques such as, deep-anchored
raised foundations and ample eight
foot porches are used throughout the
community.

Whether your ideal is found in a
grand mansion or a cozy cottage, a
classic brownstone or a cozy city-cool
loft, you'll discover homes are as de-
tailed as any other historic examples.
When a neighborhood is built from
traditional models, special things
begin to happen.

A sense of community develops and
a social network begins. The Waters is
a quality of life where people are
brought together to form a sense of
community for all ages. The rainwater
harvesting installation at the Ger-
achis” home is almost unnoticeable.
Only the top of the vortex filter is vis-
ible. Andrew Gerachis, assistant direc-
tor for marketing and sales at The
Waters states, “WWe wanted to leave
the vortex filter visible because it
makes for a great conversation piece,
and that is really what this is about,
educating everyone you can on how
important it is to re-use what nature
provides.”

For more information on rainwater
harvesting products, visit www.jr
smith.com.

from a rooftop. The harvested rain-
water is conveyed through the gut-
ters and piping to a filter (Figure
Number RH9520-04, Vortex Rainwa-
ter Fine Filter) that removes the de-
bris from the rainwater. From the
filter, the collected rainwater enters
the concrete storage tank through a
smoothing inlet (Figure Number
RH9530SI). The smoothing inlet
prevents the agitation of sediment at
the rainwater inlet into the storage
tank and it aerates the water to keep
it from becoming foul smelling. The
stored rainwater is now ready for
use. Harvested rainwater is ex-
tracted from the cleanest part of the
tank, just below the surface of the
water using the floating filter (Figure
Number RH9532) and pump. The
end result is ph-neutral, soft, filtered
water which is naturally well suited
for irrigation.

In order to size the system prop-
erly, it was important for Andrew
and Dawson to accurately calculate
the surface area of all roof sections
where rainwater is to be collected. In
this case, the Gerachis’ wanted to
maximize their rain-water harvest-
ing potential. They decided to cap-
ture rainwater from the entire roof
area, the front and back porches,
and the carport. The total collection
area equaled 2,151 square feet.

During the design process it be-
came apparent that the rainwater

(Turn to Rainwater... page 62.)



CHICAGO -~ Chicago Faucets Expands Electronic Lavatory Faucet Offering

FAUCETS a4 Chicago Faucets most recent efforts to unite reliability and durability with electronic

faucet convenience has resulted in the E-Tronic™ 40. The new line features above-deck
electronics for easy maintenance, long-term reliability, and offers a choice of a CRP2
battery or AC adaptor. Uncomplicated installation, easy maintenance and reliability,
combined with the water conservation and added hygiene offered with hands-free
faucets, make the E-Tronic™ 40 an attractive choice for public lavatories.

a Geberit company
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A New, Economical Option for Lavatory Installations

The new 420-CP Single Control Lavatory Faucet from Chicago Faucets combines
the durability of solid brass body construction with the dependability of a
time-tested ceramic mixing valve. Other features include a polished chrome
plated finish, metal lever handle, temperature limit stop, volume control and a
1.5 GPM laminar flow outlet. Easy to install and easy to maintain, the ADA
compliant Chicago Faucets 420-CP is a great option for any commercial project.

Circle 46 on Reader Reply Card

Antimicrobial Handles from
Chicago Faucets

When you install antimicrobial handles
from Chicago Faucets, you benefit from
Sureshield® Antimicrobial Technology;

a process that provides a consistent
release of antimicrobial compounds
regardless of the amount of moisture
present. An easy retrofit for existing "
products, and a versatile option for h
new installations, Chicago Faucets
antimicrobial handles are designed for
prevention and provide an easy way to
add a new level of protection to a facility.
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The HyTronic*

Say hi to tha HyTronic™ - the mosd reflable slecironis tnuced you can bay.

Chicago Faucets & ' indaradptagipehitoegd el onanih e ot

The Buy Amerlcan ACt rincrrndc Ty ol K el BBy e reinlnSon ared ey MG _
The American Recovery and Reinvestment ] L

Act recently signed into law includes a SR NSNS ! =
Buy American provision favoring domestic W | h“

sources. Selecting products that meet
the requirements of this Act can help
support jobs across the USA and assist

in our economic recovery. Over 95% of EHIEM%
Chicago Faucets products, more than { FAUCETS =
1,700 items, meet these requirements. aGaberd carmpary

Chicago Faucets... unwavering commitment
to quality, backed by know-how and
determination that is uniquely American.
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Chicago Faucets

(Continued from page 14.)
in the country. Management under-
stands that they have a distinct ad-
vantage of knowing what works, and
what doesn’t.

Finally, sustainability is a core
value. While the green movement is
relatively new, Chicago Faucets has
been green since their founding. The
interchangeability of parts saves re-
sources and caters to present and fu-
ture needs. The focus on users of
products empowers the company by
providing ongoing feedback — giving
an emotional connection with cus-
tomers, which translates into loyalty.

Any shifts in the business
model or philosophy to combat
the economy?

Fitzgerald: Our business model
works quite well. Good design, prop-
erly integrated into an organization
like Chicago Faucets, offers a perspec-
tive that looks very deliberately and
objectively at that company’s prod-

ucts and services. Through a variety
of inputs, it ensures that every angle
is covered and every possibility con-
sidered. Therefore, being continually
aware of what we can offer customers
allows us to maintain relationships,
trust and loyalty. When the economy
recovers, it will be those companies
that have paid attention to their cus-
tomers, thought carefully about their
offerings and prepared intelligently for
a changing future that will succeed.

If anything, we have become more
aggressive in new product develop-
ment and enhancing customer serv-
ice programs. We believe that our new
product advancements and constant
improvements in customer support
programs will put us in a position for
significant growth in the years ahead.

How are you addressing the
lead-free topic?

Fitzgerald: As in the case of NSF
61, we have strived to be out in front
of our industry. In 2010, new laws
regarding lead content in plumbing
products that deliver water for
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human consumption will take effect
in California and Vermont. Once
again, Chicago Faucets is leading the
way to respond to these new low
lead initiatives with ECAST™.

We introduced ECAST in October
2008, a full 14 months prior to the
law being enacted. We have contin-
ued to expand the products that meet
this new standard with a goal of offer-
ing the most expansive line of lead-
free compliant commercial faucets.

Any new product offerings?

Fitzgerald: Actually, there’s quite a
bit of new product news from Chicago
Faucets. We continue to expand our
line of electronic faucets. Our experi-
ence with HyTronic™ reinforces our
position that the HyTronic line is the
most reliable electronic faucet on the
market. We have recently expanded
this line with the E-Tronic™ 40; a
lavatory faucet that we believe can
bring our advanced electronic design
to a broader range of installations
such as gas stations, public restrooms,
restaurants and small offices.

We also have introduced a new
single handle lavatory faucet — the
420-CP — that we believe also will
expand Chicago Faucets quality to a
wider range of commercial installa-
tions. We've introduced antimicro-
bial handles that can be used to
quickly retrofit existing Chicago
Faucets installations; and we've in-
troduced new thermostatic point-of-
use mixing valves that are an ideal
addition to our electronic faucets or
any installation where the control of
water temperature is essential or
dictated by code. We also have intro-
duced a complete line of new tub
and shower mixing valves.

Where are the products manu-
Jactured?

Fitzgerald: First of all, it is impor-
tant to point out that 95% of our
products — over 1,700 items —
meet the “Buy American Act” re-
quirements. That is an important
distinction for many of our cus-
tomers, especially for government
installations, that demand Amercan-
made products. We are able to meet
this requirement with manufactur-
ing, research and development facil-
ities located in the United States.

We conduct product research, de-
velopment and testing in Des Plaines,
Illinois. Foundry, manufacturing and
plating takes place in Milwaukee. We
manufacture components and assem-
blies in Elyria, Ohio. We handle as-
sembly and distribution in Michigan
City, Indiana.

Can you talk briefly about R&D
and your durability testing of
products?

Fitzgerald: We have a product test-
ing lab in our Des Plaines facility
that is constantly subjecting new
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and existing products to rigorous
cycle and durability standards. We
truly have a global research and de-
velopment team for our products —
our product engineers from our Des
Plaines facility, as well as the parent
office in Jona, Switzerland. Our goal
is to consistently produce products
that exceed all industry cycle and
durability standards.

Excellence in sanitary technology.
Worldwide. That’'s the Geberit
Group’s focus, and that’s why
Geberit sets trends in sanitary tech-
nology. Geberit’s activities are based
on a global approach — not just a
specific region. That thinking is one
of the reasons they purchased
Chicago Faucets — it fit their strat-
egy. For example, investment in re-
search and development (R&D) was
almost $20 million. R&D of the
whole range of products is made cen-
trally by Geberit International AG.
As such, Geberit carries out applied
research and development in the en-
tire field of sanitary technology, as
well as in related areas. Highly qual-
ified engineers and specialists apply
their knowledge and experience to
fundamental sanitary technology re-
search and the development of new
products. Our research activity al-
lows us to continuously introduce
new and innovative products to the
market, which thereby satisfy the re-
quirements of our customers.

Can you describe your priority
ship program?

Fitzgerald: A good example of our
continued investment to support to
our customers is CFNow! This pro-
gram assures our customers that or-
ders for some of our most popular
products will ship within five days.
We have continued to expand the
products offered in this program and
recently introduced CFNow! Express
that provides next-day shipment.

How big of a role does customer
service play in the end game for
Chicago Faucets?

Fitzgerald: Customer service is the
most important role for our company.
If you don’t listen to your customers,
who should you listen to? Many com-
panies practice VOC (Voice of the
Customer), but they often only want
to hear what they want their cus-
tomers saying. Listening, really lis-
tening, is difficult, because what you
hear isn’t all good. Chicago Faucets’
success stems from taking all that in-
formation and translating it into
products and service meaningful to
our customers. That takes a serious
commitment from the top of the cor-
poration downward. It’s evident here.
Combined with extremely well expe-
rienced customer service personnel
and sales representatives, our goal is
to lead the industry in this area. H
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El HeEaTING HELP
How to paint an old radiator

BY DAN HOLOHAN
contributing writer

he homeowner was frantic in
I his e-mail to me because he
had painted a few of his old
radiators over the weekend and as
soon as the heat came on they
smelled carcinogenic. That’s what he
said — carcinogenic. “We have a
baby!” he wrote. “Can that smell
hurt the baby?”

I'd say that’s one of those ques-
tions that you should never answer
by e-mail, or even in person. I played
dumb, which is a good thing to be
from time to time. It took me years
to learn that.

But his question got me thinking
about the right and wrong ways to
paint old radiators, so I posed the
question to the good people who par-
ticipate on The Wall (our very-active
bulletin at HeaingHelp.com). Here’s
what they had to say about their ex-
periences:

John: When customers asRk, I tell
them to clean the radiator with
trisodium phosphate, and then
prime it with an alkyd, oil-based
primer,_ followed by a good latex top
coat. Sherman Williams and Cali-
fornia are two top brands that I
have used with good results. Use a
brush and hot dog roller. Select a
top coat that’s a shade lighter than
the color of the wall. Radiators seem
to darken after a few heat cycles
and then blend with the wall.

Mike: I am a painting contractor
and we always use Benjamin
Moore Satin Impervo to paint radi-
ators. Itis alkyd enamel that sprays
well and has a beautiful finish. If
we cannot convince the homeowner
to remove the radiators so that we
can properly paint them in our
shop, we are forced to paint the ra-
diators in place. We use either a hot

Connect with Confidence

Choose Dormont Gas Connectors

Only Dormont offers a full line of gas appliance
connectors that offer the security and value of ...

o SAFE INSTALLATIONS of more than 100 million
gas connectors over 35 years
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e WORLD CLASS SERVICE and factory-based

technical support

Whatever the installation - Appliances, Tankless Water
Heaters, Gas Log Sets, etc. - ask for Dormont every time...
and connect with confidence.
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dog roller or a paint brush designed
to paint radiators (it’s shaped like
a hockey stick and you can find
these with a Google search). When
painting radiators in place, the oil-
based enamel has excellent adhe-
sion to the marginally prepared
surfaces. Latex paint is _for home-
owners.

(So Mike, the professional
painter, disagrees with John, the

“| am a painting contractor
and we always use Benjamin
Moore Satin Impervo
to paint radiators. It is
alkyd enamel that sprays well
and has a beautiful finish,”

professional heating contractor on
whether the top coat should be latex
or oil-based. It sounds like they both
et good results, though — D.H.)

Thad: Sandblast and powder
coat for a couple hundred bucks
per radiator and they’ll look brand
new. The real trick is to bake them
for a bit longer so that any out-
gassing from the cast iron occurs
before the powder coat dries. This
will avoid any surface blemishes. 1
have had seven, 100-year-old
steam radiators done this way and
they all came out fantastic. And a
little bonus is that the finish is so
smooth that dust and cat hair don’t
get stuck in between the sections. It
just comes out with a whiskbroom,
which I use once a month.

Phil: I sandblasted one myself
last fall and painted it with Rus-
toleum (their bronge metallic fin-
ish). The paint went on easily,
dried quickly and the radiator
looked terrific after painting. It did
take a couple of days to finish out-
gassing once the heat came on,
though, so some people will have a
problem with that. The paint is
somewhat soft, and will get tacky
when it is hot (the kids hats and
gloves tend to stick when left to
dry) and it seems to collect dust
and hair. I may try the powder
coating method next time, and
compare the costs (the do-it-myself
solution cost less than 820)

(You get what you pay for. — D.H.)

Mike T.: I have only painted a
few steam radiators, and for most

(Turn to Old Radiator page 22.)
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Old Radiator

(Continued from page 20.)
of them, I used plain latex wall
paint over an already-sound,
painted surface. I saw one batch a
few years later, and they were okay,
but not great, with a few small
areas of rust coming through. I did
a couple with traditional, oil-based

silver “radiator” paint. The condi-
tion of the existing paint (silver)
was not too good, but the customer
didn’t want to go the expense of
stripping the old paint. I haven’t
seen it, but the customer never
complained. I haven'’t yet found
anyone willing to pay what I con-
sider a very reasonable fee for one
of my custom bronging jobs.

Tim: I sandblast them and then

use an automotive spray gun for the
paint. I did use Rustoleum on my
first three last year. I had to thin it
by half for it to work with the spray
gun. I finally bought a compressor
to handle the air requirements for
the sandblasting before the paint-
ing. What a difference!

Kevin: I painted two radiators
three years ago with Rustoleum
high-heat paint in a spray can.

JS Speedfit
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They’re still perfect. The can says
the paint can handle up to 1,200 de-
grees, but there are not a lot of
choices when it comes to colors.
Dave: I have radiators sand-
blasted and powder-coated all the
time. They look stunning when they
are done. I use a commercial paint-
ing company that handles both the
blasting and the coating. They have
many colors from which to choose.
The radiators are cooked at 400-de-
grees Fahrenheit. It’s important not
to get them any hotter than that be-
cause the paper gaskets between

“| have radiators sandblasted
and powder-coated all the time.
They look stunning when they
are done. It's important not
to get them any hotter than
400° hecause the paper
gaskets hetween the radiator
sections can he damaged,
causing the radiator to leak.
Ask me how | know.”

the radiator sections can be dam-
aged, causing the radiator to leak.
Ask me how I know. A large radia-
tor can easily cost as much as $400
for the whole process, plus the time
it takes to disconnect, transport to
and _from the paint shop, and rein-
stall afterwards. The finish is quite
durable, though, and it looks like
porcelain.

Patrick: Ditto to everything that’s
been said about powder-coating. I
hate the thought of paying someone
else to do what I can do myself with
a little sweat and elbow grease, but
powder coating is so superior com-
pared to the results I can achieve
with even a professional spray
setup that I find it"s really worth the
cost. I've had zero off-gassing is-
sues; the finish is perfect (no drips,
drabs, or missed spots), and let's
Sface it — doing a good job of cleaning
and painting a radiator of any size
is one of the more onerous tasks
imaginable. Refinishing radiators
seems to me to be a textbook-perfect
example of when powder coating
makes sense.

Sure sounds to me like power
coating wins. Check with a local
auto-body shop. They’ll often do this
sort of work for you. And I've had
pros tell me that they've taken radi-
ators to monument makers at local
cemeteries for sandblasting.

And unless you're an M.D., pass on
the medical questions. |
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EID RADIANT INSIDER

An American hydronic tale
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BY PAUL ROHRS
contributing writer

As heating contractors, we
learn that not everything
that goes wrong gives us an
error code. Sometimes, just
listening to a system and the
sounds it makes goes
further than hooking up
a diagnostic tool.

phone rings, again; it looks like

it is going to be another late
night in the life of this heating con-
tractor. A system has a small glitch
that needs hands-on attention. I
start lacing up my boots because
that’s what heating contractors do,
all the while thinking that future
equipment should have remote diag-
nostics that contact me in the event
of a no-heat call. Better yet, at my
command the system will give up its
dirty little secret of why it chose not
to heat that day.

That got me to thinking outside
the box a bit and wondered what it
would be like if a heating system
could talk?

What if the whole system and its
components had distinct personali-
ties and you were privy to their con-
versations?

Our modern heating systems
often feature outdoor reset that can
be coupled with constant flow. Out-
door reset continually monitors the
outside ambient air temperature,
converts it into an electric signal via
a sensor, then feeds this signal to a
control or boiler which then auto-
matically alters the water tempera-
ture to provide a more accurate
match to the heat load.

Putting these concepts together,
here is what I think a conversation
between heating components and
attributes of heating systems would
sound like:

It’s “heating season” and the

4cgju5t
Arst spec!

Finish Line”

ble Floor Drain

Rceation ~ 2006

A Member of Our Family

Since 2006
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Scene: Early evening, Mr. OD
Reset is coming from a long day’s
work to be greeted by his wife Con-
stance Flow.

OD Reset: Hi honey, 'm home!

Constance Flow: Hi sweetie, how
was your day?

OD Reset: What a day, there was a
huge tie-up at the monoflo tee’s out
on the North Face where all that
glass is. But, work is work.

Constance Flow: That’s too bad
honey. Can I get you something to
drink?

OD Reset: Sure babe, how about a
Rhomar 922, and forget the glass,
just pour it right in. Frustrating day
today, doggone mod/cons at work!
They think they own the place. I'm
getting tired of hearing about them
day in and day out. They brag about
“ramping up and down all day.” “Did
you see me going to high-fire?” 1
heard them say. We never boasted
like that when we were young!

Constance Flow: Its okay, darling,
we all went through our growing
pains at one time or another. (As she
sips from her cup of Delta T)

OD Reset: Enough about my day,
what where you and the kids up to
today?

Constance Flow: Well, Gas and
Electric have been spinning pretty
fast around here, but Circ seems like
he’s got a fever, I think he’s been
running hot all day.

OD Reset: Well it might be time
to get that “Differential Pressurec-
tomy.” It really worked wonders for
you didn’t it? That should make
him right as rain and will probably
help Gas and Electric with their is-
sues, too.

Constance Flow: I know it will be
a little expensive, but Dr. Diffy P. By-
pass is almost out of work; let’s just
use him for this one last job.

OD Reset: Okay Hon, get it sched-
uled. How’s your sister Laminar
doing?

Constance Flow: That tart! She’s
just started dating this guy from
Ohio. You should hear him Moen.

OD Reset: I'm beat, darling, will

Phc News — NOVEMBER 2009

you take care of setback tonight?

Constance Flow: I always do
sweetie, I always do, and you get
some sleep. Remember, Crazy Uncle

“Doggone mod/cons hrag about
‘ramping up and down all day.’
‘Did you see me going to
high-fire?’ | heard them say.
We never boasted like that
when we were young!”

Boost will be here bright and early
like always. Hard to keep him in the
attic during the day, you know.

OD Reset: That guy never takes a
break. But it’s good that he’s still
working and helping out around
here. I know it seems like we are just
going around in circles, but I know
better days are ahead. I've got to
clock in early at the injection sta-
tion, 'm going to bed. Good night,
honey.

Constance Flow: Good night.
The End.

The potential is there to have a
healthy mix of 20th century compo-
nents working right along side of
21st century technology and we
need to be prepared to pick up on
clues from both eras. As heating con-
tractors, we learn that not every-
thing that goes wrong gives us an
error code. Sometimes, just listening
to a system and the sounds it makes
goes further than hooking up a diag-
nostic tool.

A customer held the phone up the
other day and I could tell that the
pump was spinning but had no fluid
in it. This particular system did not
have an automatic fill on it. It is a
basic sound that when you hear it,
you know what the offending com-
ponent is. Use all of the fault codes
you can when diagnosing tempera-
mental or problem systems, but
don’t forget your basic sense of hear-
ing when the sound is trying to tell
you what the problem is.

If it looks like a duck and walks
like a duck, it’s probably a duck.
Then again, that awful sound coming
from the duck might mean it has
eaten too much corn and can only
be one thing — a duck that needs a
plumber. |
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Bristol’s six principles of good solar hydrenic design

The need for solar heat dumping

n small solar water heaters, using only one or two col-

lectors, overheating may occur rarely or never at all.

But, in larger solar heating combi-systems overheat-
ing can be an annual event, occurring intermittently for
weeks at a time, typically in the Fall just before the heat-
ing season begins. This is because, in the Fall, the sun
angle is low enough in the sky to provide ample solar heat
to the collectors even though this heat may not be needed
in the house on a warm autumn day.

In a combi-system, it is possible to use this solar heat
to provide domestic hot water (DHW). But there may be
times when there is too much heat to be stored in the
pHW tank alone. Some combi-systems may incorporate
a pool or spa, or use an extra large water storage system
or some other heating job to absorb this extra “free”
heat, and this is preferable to dumping it. But, in the
simplest solar home heating systems (I call these Combi
101 systems) the most practical solution is often to
store as much solar heat as possible in the thermal mass
and water tank, and then shed the extra heat in a con-
trolled way during the “swing seasons.”

Let’s take a look at the details involved in dissipating
heat from a Combi 101 solar hydronic system using closed
loop glycol and flat plate solar collectors. Please look online
to review previous episodes of this column in the Plumb-
ing Engineer and Phe News archives for more details re-
garding Combi 101 piping, wiring and other factors that
make up a complete solar hydronic heating design.

The main reason for solar heat dissipation is to main-
tain a safe high-limit temperature during normal opera-
tion of the solar heat collectors. For lower-temperature
propylene glycol mixtures this is around 225 F, and for pa
mixtures formulated for higher temperatures the high
limit is around 325 F. The high limit can be found in the
manufacturer’s specifications or user’s manuals. Be sure
you know what kind of glycol you have because the spec-
ifications change from one type to another.

Normal glycol mixtures are virtually transparent with
a pH slightly higher than distilled water (slightly alkaline).
When glycol gets too hot, it can “cook,” which changes it
chemically. Low-temperature glycol will begin to turn
brown and will become a thick brown “goo” when cooked
for a long time in a solar collector. High-temperature PG
holds up much better, but cooking lowers the pH of any
glycol, which becomes more acidic — and that can’t be
good for your plumbing and other metal components. Any
glycol that remains in a solar collector for more than
about half an hour without normal coolant pump opera-

Figure 16-1. Rooftop collectors of a combi-system.

tion may begin to cook. This includes left-over glycol
residue inside of collectors that have been drained.

Using the Combi 101 solar heating control system as
an example, a large bank of solar heat panels is used to
heat a single bHW tank and a number of warm mass floors.
The sample controls for this system (as seen in an earlier
column) consist of a differential thermostat to heat the
DHW tank, and some set point thermostats to control the
solar heat. Two stage room thermostats allow controlled
solar heat banking in the mass floors in each room. The
objective for this control system is to make the best use
of the solar heat from day to day without exceeding
human comfort conditions inside the house, while main-
taining safe high-limit temperatures throughout the day.

The Combi 101 control system is designed to dissipate
extra heat into a mass floor zone as a last resort to keep
the solar collectors from exceeding the normal opera-
tional high-limit temperature. The following rules are im-
plemented before solar heat dumping is allowed by this
control system:

1. If the solar heat is hotter than the DHW tank, put heat
into the tank. (A tempering valve is provided to allow this
without danger of scalding at the faucets.)

2. If the pnw tank has reached a safe high limit (e.g.
165-180 F), stop delivering solar heat to the tank.

3. If there is a “stage 1” call for heat from any room (call
for solar heat banking) and collectors are hot (e.g. 120-
130 F), put solar heat into that mass floor.

4. If “stage 1” high-limit comfort temperature has been
reached in the room, stop sending solar heat to that floor
(e 72-76 F).

5. If all four of the conditions above have been met and
the collectors are still hot, continue pumping coolant
around the solar collector loop until the glycol reaches its
safe high-limit temperature (e.g. 180-200 F).

6. Turn on one or more mass floor zones to dissipate
heat from the glycol until its temperature drops about 10-
15 degrees below the safe high-limit temperature.

7. Repeat steps 5-7 until sunset.

If there is any plastic tubing near the solar hot pipes,
you may choose to set the safe limit closer to 180° F to
provide extra protection for the plastic. (Plastic pipe
should never be used directly in the solar collector glycol
loop.) All the temperature ranges shown above provide a
reasonable starting point, but may need to be adjusted
once the response of the house and its occupants have
been taken into account.

The photo in Figure 16-1 shows the roof top collectors
of a combi-system recently completed by Cedar Mountain
Solar, and instrumented with the Beta version of the SLIC
control system from SolarLogic (Solar Logic Integrated
Control). The sLic controller allows us to securely moni-
tor this installation in real time from any computer on
the internet, capture data from over 200 points in the
heating system and change the settings (and the software)
remotely if needed.

This installation is a solar heating retrofit to an existing
home in Placitas, N.M. (near Albuquerque) with an exist-
ing hydronic boiler heating system and all radiant heated
rooms using warm mass floors. The house is in a cold win-
ter climate in the mountain foothills at 6000 feet elevation
and 36 degrees north latitude. The solar heating system

(Turn to Too much heat?, page 30.)
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Too much heat?

(Continued from page 28.)

is installed with a flow center just
like a Combi 101, but because of the
size of the house, this system now
resembles a Combi 101 on steroids.

Instead of a single bank of collec-
tors it has two banks of six panels,
each with its own pv (photovoltaic)
solar glycol pump, for a total of 12
collectors (4X10 size). You can see
the two Pv panels in the photo, one
for each glycol pump and the collec-
tors mounted the “low way” (land-
scape orientation) so they can be
hidden behind the parapet walls on
the roof. There are nine radiant floor
heating zones and an 80-gallon solar
DHW storage tank. The collectors are
mounted at 75 degrees to provide
maximum heat in winter with ample
solar DHW heat all year round.

Figure 16-2 shows a sLic Data
Graph of what happens at this house

over a two-day period this Fall (Oct.
11-12, 2009) when heat is needed on
Day 1 but not needed on Day 2 be-
cause of fluctuating outdoor air tem-
peratures. Outdoor temperatures are
shown on Figure 16-3 for reference,
and solar data (not included here)
proves that both days were equally
clear and sunny. During this entire
time the house was in “solar only
mode” which prevents the boiler
from firing when ever the solar heat
supply pipe is hot.

Dew point temperature is included
to remind us how much cooling is
available from these collectors at
night if needed. In my experience,
cooling can be achieved at night at a
temperature about half way between
the air temperature and the dew
point.

Figure 16-2 shows that on Day 1,
the night temperatures were cold
enough to allow heat banking in the
mass floors as soon as the sun came
up. Heat banking continued until
around 5 p.m. at which time the col-

lector  output
Do 2 temperature
spiked as the
heating load was
turned off. The
spike was not big
enough to acti-
vate the heat dis-
sipation control

at the end of Day
1. Because of the

m “thermal fly-

wheel effect” of
the solar heated

Figure 16-2

mass floors, the
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room continued to
warm up and stay
warm throughout the
night.

On Day 2, the water
tank absorbed as much
heat as it could, but
there was no call for
heat banking because
the house was a few
degrees warmer than

the previous morning.

Just after high noon,
the heat dissipation Figure 16-3
control took over and

cycled on and off every 20 minutes
or so to prevent the glycol tempera-
ture from reaching 200°F. The pnw
tank appeared to reach its operating
high limit near 170°F just before
sunset.

During the sunny part of the day,
the solar bHW tank absorbs heat, si-
multaneously as the floors are
warmed by heat banking on Day 1
and also on Day 2 while heat dissi-
pation is going on. The result can be
scalding heat storage temperatures
in the pHW tank. There is a thermal
mixing valve on the outlet of the pnw
tank to prevent scalding in the
house.

The occupants of this house have
an instant hot water circulator pump
that is timer controlled and cycles
every 15 minutes to provide the
comfort and convenience of instant
hot water at all the faucets in the
house. Much of the continuous heat
loss from the water tank and the
temperature cycling in the early
morning are largely due to this cir-
culator constantly removing tem-
pered hot water from the DHW tank.

Whenever I introduce the idea of
heat dissipation to the mass floors,
the question always comes up;
“Won'’t this overheat the rooms in-
side the house”? The data in Figure
16-2 proves that the answer is “No.”
The glycol can be kept at a safe tem-
perature without affecting human
comfort in the house.

If the solar heating system is de-
signed and controlled properly
there will be no problem. The data
shows that the maximum room
temperature remains the same dur-
ing heat banking on Day 1 as it does
on Day 2 during heat dissipation.
The reason is partly because we are
following the seven rules listed to
control overheating, but also be-
cause of the nature of solar collec-
tor thermal efficiency.

A hot collector is less efficient,
and loses a lot more heat to its sur-
roundings than a cool collector. So
when we let it heat up, it naturally

tends to cool itself thanks to the
laws of physics.

This example is intended only to
illustrate the concepts involved in
solar heat and thermal mass when
combined for solar space heating
and pHW. Results will vary depending
on regional and local conditions as
well as control settings. Brand
names and manufacturers are men-
tioned only to provide examples for
illustration and do not constitute
any recommendation or endorse-
ment. Some data values have been
rounded off to simplify the presenta-
tion. Special thanks to Fred Milder
at SolarLogic for sharing this data
with us and to the homeowner in
Placitas, Ken Dehoff, for agreeing to
be a Beta Test Site for the SLIC.

Bristol Stickney, partner and
technical director at Cedar Moun-
tain Solar Systems in Santa Fe,
N.M., has been designing, manufac-
turing, engineering, repairing and
installing solar hydronic heating
systems for more than 30 years. He
holds a Bachelor of Science in Me-
chanical Engineering and is a li-
censed Mechanical Contractor in
New Mexico. He is the chief techni-
cal officer for SolarLogic LLC and is
involved in training programs for
solar heating professionals (visit
www.cedarmountainsolar.com for
more training information.)

In this series of articles, I have been
making the case that the key ingredients
for solar/hydronic design and installation
can be divided into six categories, listed
below, roughly in order of their impor-
tance.

1. RELIABILITY

2. EFFECTIVENESS

3. COMPATIBILITY

4. ELEGANCE

5. SERVICEABILITY

6. EFFICIENCY

The success of any solar hydronic
home heating installation depends on the
often-conflicting balance between any of
these six principles. Finding the balance
between them defines the art of solar heat-
ing design.




System efficiency down to a AT.

Variable speed Delta-T rules.

Hydronic systems are designed around Delta-T,
the water temperature differential between the
supply and return piping. Delta-T rules system ef-
ficiency and comfort delivery. Given our fanatical
devotion to both, we present the Taco 00 Variable
Speed Delta-T, the pump that always maintains a
perfect Delta-T, no matter what.

Relentless precision.

The 00-VDT's microprocessor varies speed based
on the BTUs required by the system, pumping
just the right amount of flow — no more, no less
— all the time. So the system performs exactly as
intended. Just dial in the Delta-T and go home.

The pressure is off.

On the other hand, some European-made circs
measure changes in system pressure (Delta-P),
then best-guess how hard to pump - with no
regard to actual heating system loads! Why
guess? The Taco 00-VDT is the most accurate and

economical way to optimize system performance,
efficiency, and comfort. Period.

Gloves-offsavings.

System efficiency defines energy savings, so
while the competition’s ECM style motor draws
less power than ours, a motor doesn't make

the system. The fact is that with a Taco 00-VDT
installed, your customer can see a 4-5% reduction
in annual fuel consumption. That's real money
saved!

Read the proof.

Find everything you need to know, including
technical articles and video tutorials, on line at
www.taco-hvac.com/ flopro. Read up, then buy a
00-VDT. It'll do your system good.

Naco

comfort made easy®
www.taco-hvac.com
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The cause of the
problem is simple. If’s
poor inventory control.

The solution to the
problem will create a bit
more administrative
work, but is also simple.

USINESS

Phc News — NOVEMBER 2009

Control truck inventory

s a PHC service contractor, you utilize one or more

service vehicles, which you probably stock with

common everyday inventory items needed to per-
form service tasks efficiently. But efficiency is often de-
creased when the parts and/or tools you thought were on
the truck aren’t there when you need them.

When you have employees to whom you entrust the ve-
hicle and inventory, and those inventory items are not
there, you may wonder if those items just sprouted legs
and walked off the truck. Whether the material and/or tools
were used on a previous job or were pilfered by someone,
the tech still doesn’t have it when he/she needs it.

This will cause increased cost to you for the job the
tech is doing at the time it is realized that some tools or
material are missing. Extra fuel cost, extra labor cost, and
lost time that could have been used to do another job —
which would bring in more revenue to your business —
are some of the additional expenses that you will incur
with an improperly stocked service vehicle. The cause of
the problem is simple. It’s poor inventory control. The so-
lution to the problem will create a bit more administrative
work, but is also simple.

Make a truck inventory list

Make a truck inventory list of the material and tools
you use most often. Stocking items on the truck that
just sit there in case you might need them, but seldom
do, has an unnecessary cost to you. The weight alone
causes you to use more fuel to drive the truck. Addi-
tionally, material can become truck-worn. In that in-
stance, you would have paid for the material and not
received a benefit for the cost to you for that material
because it is not marketable.

As a PHC contractor, you would want to stock items
on the truck such as traps, tailpieces, slip nuts, washers,
supply tubes, compression nuts and rings, wax seals,
water closet bolts, valves, thermocouples, zone valves,
circulators, diaphragm tanks, water pressure regulators,
air vents, refrigerant, fittings, tubing, pipe, acetylene,
solder, flux, pipe sealant, and the tools to perform every-
day tasks, etc.

To determine which items to stock, ask yourself if any
item you are considering to stock on the truck will be
used in a year. If the answer is no or probably not, that
item doesn’t belong on your truck inventory list. Those
items that are not on the list can be picked up at your
local supplier or your shop when needed. If you are in a
rural area where suppliers are few and far between, you
might expand the list to items you could possibly need to
take the scarcity of suppliers and distance to your shop
into consideration. But to be certain you're not wasting
money, make sure you use common sense.

You also must choose the quantity of each item you
want to stock on your service vehicles. For instance, 1
would suggest for common replacement items such as tu-
bular p-traps that a minimum truck quantity would be
three. After all, a one-family home with 11/2 to 2 baths
could use all three p-traps at one service call, one for the
kitchen sink and one for each lavatory. You might well
consider six.

Some items are seasonal. An item such as a circulator
for a hot water heating system certainly does not require
six, especially in the summer. Two or three would proba-
bly do during the heating season. If you find that you need
more than the quantity you have chosen for any item,
just increase the quantity of that item on your list. Simi-

larly, if you find that you don’t use as many of an item for
which your list calls, decrease the quantity on the list.

Use the list to control inventory movement

Making a list and not using it correctly will not only
waste your money, it will waste your time and it controls
nothing. Correct implementation of the inventory list re-
quires the following steps:

1: Once your list is made, you, or your supervisor,
should meet with the technician assigned to each truck
and check that the list and the inventory on the truck
match. Once the supervisor and technician agree that all
the material on the list (and only the material on the list)
is on the truck, the technician should sign the supervisor’s
copy of the list to indicate that the tech has received the
inventory. That puts the burden on the technician to
prove why any material may be missing,

2: The technician, including yourself if you are one of
your technicians, should list every item he/she uses on
each job. You should have the tech do it on a form that
shows the job name, invoice # and date for which the
items were used. This will allow the technician to prove
why any items are not on the truck at all times.

3: The technician will turn in the form each day to the
supervisor to have his/her truck inventory replenished so
that the vehicle can be properly stocked for the next day.

4: You or your supervisor can then give the tech re-
placement material for that which was used that day so
the truck will be ready for the next day. For the company
records, you would then take the form and have the tech
sign it to prove the tech had received all the material re-
quested. If any item is not replenished at that time, the
supervisor should issue a form to the tech indicating that
the item has been back ordered. This will allow the tech
to prove why the material is not on his/her vehicle. Once
the back ordered material is given to the tech, the tech
signs the back order form indicating the fact that he/she
received the back ordered material and gives the form to
the supervisor.

5: Conduct surprise inventory checks. Your staff will be
cognizant that you are on top of things. This, in turn, will
give them reason to be the best they can be regarding
truck inventory. And you will be able to maintain properly
stocked service vehicles.

6: In the instance of damaged material or tools, the tech
must return the damaged material and/or tools at the time
he/she is requesting replacements of same.

7: The supervisor in charge of inventory should keep
all records of inventory so that he/she can be certain that
in house and truck inventory coincides.

8 (optional): Some pHC shops may require technicians
to supply their own hand tools. The theory is that techs
will take care of that for which they must pay better than
that for which the business must pay. It would be wise to
allow an annual dollar amount to be given to the tech for
hand tool use. The amount would be determined by the
size of the hand tool inventory required by the adminis-
trators of the business. This will give the tech the financial
ability to keep his/her hand tools in good condition so that
he/she can perform their assigned tasks efficiently. Your
supervisor should check all hand tools for condition at
the time of any surprise check. At the end of a fiscal year
the tech will receive the hand tool compensation dollar
amount. A tech who keeps his/her tools in pristine con-
dition is then rewarded for his/her efforts. They can keep

(Turn to Truck inventory, page 42.)
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Til‘fttl of carrying a big, heavy camera
system to the job? The new lightweight,
Gen-Eye POD™ combines camera, reel,
and monitor in an all-in-one package -

easy on your back and your budget.

You get a large 5.6" LCD color monitor
protected by a padded case. It's
mounted on a rugged vet flexible
gooseneck that swivels to give you
the best viewing angle.

The full size Gen-Eye POD™ features a self-leveling camera
and 200 ft. of Gel-Rod" for trouble-shooting 3" to 10° drain
lines. The big capacity MINI-POD™ carries 125 ft. or 175 ft.
of push rod and color mini-camera for inspecting 2" to 4
drain lines. The tough steel frame can be operated vertically
or horizontally, so you can handle nearly any application.

There's lots more, like a picture inverter, both AG and DC
power, and a 512 Hz transmitter. A video out connection
lets you record on an external device,

Check out the Gen-Eye POD™ and MINI-POD™,
A great package deal at a surprisingly low price.
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There is always
something you can
do to change the
situation for the better.
Think about what
you want. Gonsider
different approaches.
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Offense and defense

fense. If you play offense well enough, you can make

a few mistakes on defense and still win the game. If
your sales are down, playing defense becomes more im-
portant. In business, defense is controlling costs.

The business owners I know who make money every
month are willing to play defense.

There is no substitute for sales. You need a minimum
to cover essential expenses. What is that minimum?
That’s what budgeting is for — so dust yours off. What will
you need between now and the end of the year to be prof-
itable? What do you need every month? Set goals for next
year, too. For sales and expenses. And take a look at your
defense.

In the game of business, making sales is playing of-

The ball and chain

When times are tough, business owners without debt
are breathing easier. A heavy debt load and interest can
age you. What can you do to pay down debt? How about
refinancing? Yes, the paperwork can be burdensome and
time consuming, Still, dig into it. Get clear on what your
debt situation really is. Comb through the balance sheet
and make sure it is current and accurate. Now is the per-
fect time to nail down your balance sheet balances and
get ready for year end. Before the year ends, you have a
chance to change the situation. If this paragraph is mak-
ing your stomach hurt, relax and take a breath. There is
always something you can do to change the situation for
the better. Think about what you want. Consider different
approaches. Keeping score — up to date, accurate finan-
cial reporting — shows you what’s working and what
needs to be changed. Confronting your

ple who work with you. People help you make money!
You couldn’t be in business, be of service, without them.

Keeping score allows you to see the effect of your ef-
forts. Sell stuff for more than it costs and you make a
profit. Collect the money now and you keep the cash flow-
ing. No big mysteries here; business is easy. By paying at-
tention to the financials, you can make better decisions
about managing your labor expenses. If sales are down,
and you continue to pay the same team as when sales are
up, your total gross wages as a percentage of sales will
spike. It’s your key defensive statistic. Watch this percent-
age and manage it if you want to make money every
month.

Track these numbers weekly...and by the end of the
month, eyeball them daily.

e Total gross wages as a % of sales

* Field gross wages as a % of sales

Consider these goals:

e Total gross wages for all team members at 30-33% of
sales.

e Total field gross wages in the range of18-20%.

Gross wages don’t include payroll taxes in these num-
bers.

NorE! Your budget numbers are senior to my sugges-
tions or any kind of industry average (our industry aver-
ages aren’t so hot.) Crunch the numbers, dollars and
percentages on paper and Excel first. Pull your target
goals from there.

If field gross wages are in line with your goal, and total
gross wages are too high, the problem may be too many
people on the inside. Note that your salary is included,

debt is the first step in managing it. Your Rockin' Company! Budgetincome Staterment
An Arc loan may be just right for you. excont Caingory  Dwncripiion
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you read The Richest Man in Babylon R - Y ey
by George Clason? It was written dur-

ing the depression (the other one) and it offers timeless
advice for digging out of debt and expanding wealth, no
matter what your current situation is.

Defense is controlling costs

Next, drill down on your expenses. Where can you lean
down? There is a financial term: zero-based budgeting. It
means that when you budget, you don’t base your projec-
tions on past expenses. [t means you go through every ex-
pense line and ask, “What do I want and need to spend
on this?” regardless of what you have done in the past.

There is a joy in paring back. Move towards simplicity.
We acquire so much crap. What do you really need and
want? Personally, for your business, trim down without
making it a sacrifice. Be Zen-like about it. See if you can
find and enjoy the space as you empty the room.

You may find some pennies to save. If you are look-
ing to save dollars, you’ll have to address your biggest
expense.

The #1 expense

Look over your income statement. People are the big
expense. As it should be! The idea in business is to make
money — for yourself, your family and the wonderful peo-

too. There are no judgements here — just pay attention.
You can make the percentages come back into line by
playing offense: Better sales, raising your prices, improved
marketing and sales techniques. Or consider: do you need
to play defense?

It's fourth and two
and the other team has the ball

When you are losing money, you may have to make
some tough calls, like sending someone home. Send peo-
ple home when the sales don’t support the labor. You
could ask someone to stay close to the phone and jump
back in if a call comes in. The point is: manage your labor
expenses.

Playing defense also involves taking the blinders off.
Who, on your team, is not contributing enough? Who
needs to go — for good? If you really wanted to keep a
job, would you do it to the best of your ability? Would you
blow off the simple tasks? Would you leave work undone?
Would you whine and complain about the other guys? Or
would you dig in and make a difference? I hope you never
get to the point where you love firing someone. But con-
sider your responsibility to team members who are mak-

(Turn to Offense, page 42.)
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Having killer looks is a great start. Add a heart of gold, and it's magic. Our patented hybrid heat
exchanger keeps the hot water flﬂwir‘lg, which makes Eternal so amazing. It produces almost no
harmful emissions and is environmentally friendly. The sealed combustion system and designer
finish means Eternal is safe yet sleek enough to stand next to your most prized possessions.

Provides endless hot water
for up to 6 applications at once.
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Endless

Replaces multiple

water heaters and supplies
endless hot water

Reliable

Made of corrosion resistant
stainless steel with 20 year
no leak warranty

Efficient

Patented counter flow
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B6% efficiency to save

energy cost and the
environment
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Bell & Gossett’s hydronic balancing solutions give you “ :

the perfect balance of adjustability and efficiency.
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« Field adjustability for precise control when and where you need it.
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adjustable manual
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FLOW LIMITING
VALVE

Automatically
maintains set flow
rate for improved
system efficiency.
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LOW-FLOW, FLOW
LIMITING VALVE

Internally field
adjustable automatic
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ULTRASET™ FLOW
LIMITING VALVE

Externally field
adjustable automatic
valve for ease of
installation.

OPTIFLO™ (PICV)

Field adjustable
control valve with
100% authority — the
ultimate in system
balance and efficiency.

For more information, visit www.balancevalves.com.
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PLuMBING EXCLUSIVE

Conversation with a plumbing

industry leader in macerating systems

Phe News conducts an exclusive
interview with Regis Saragosti,
cto of Saniflo, the inventor and
leading manufacturer of macerat-
ing plumbing systems that allow
installation of toilets, tubs, lava-
tories, washing machines, etc.
anywhere without extensive ren-
ovation or breaking up of floors,
even below the level of the street
sewer.

Please provide a brief history of
Saniflo.

Saragosti: Saniflo is a French
company, SFA Group, established in
1958. We are the inventor and the

[ ] F =
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Regis Saragosti, CEO of Saniflo.

worldwide leader of the macerating
units. We have two factories in
France and more than 20 sub-
sidiaries worldwide. Our products
are sold and installed in more than
100 countries.

The story starts in 1958 in Paris.
At this time, toilets and bathrooms
were located in the corridor. Our

president thought of a solution to
bring the toilet directly into the
apartment. This is how this com-
pany started 52 years ago. From one
idea, to six million units sold and 20
subsidiaries, our wish to provide the
market with high quality and inno-
vative products has never stopped.

How did you get started in the
industry?

Saragosti: My start in the industry
was a pure accident! After graduat-
ing from an elite business school in
Paris, I worked for a company selling
electronic locks for hotels. Then I
was hired by Saniflo in Paris as an
export manager. I sold macerators in
more than 35 countries. Our opera-
tion in the United States required
someone from our head office. I ac-
cepted this challenge, and today with
one of the most professional teams
in the business, the best products,
and a huge potential, 'm happy to be
part of our success in the United
States. This is just the beginning.

Please describe your job de-
seription and your initiatives for
the company.

Saragosti: As the cro of the com-
pany, you can imagine that I'm
working on everything. After im-
proving our marketing dramatically
this last two years, introducing new
products, and looking for new oppor-
tunities for our products, I like to be
on the field. I like to understand our
customers’ needs and very often,
people refer to me as “the guy with
the weird accent.”

My experiences with more than 35
countries help me to adapt our strat-
egy everyday.

As I'said very often, if I was able to
sell these products in Romania, Rus-
sia, Poland, or India, I see no reason
to not succeed in the United
States. Most important for
me is to work hard and get
the success that Saniflo de-
serves in United States. I'm
also the link between the
market here, and our factory
in Paris. This helps our de-
velopment a lot. Because 1
live here and understand the
market, I can explain our
needs in terms of products,
advertising, etc. much better
to our corporate office.

How has the economy
affected business?

Saragosti: Some people

The sanicompacT macerating toilet is a self-contained might be jealous. Since the
unit that installs easily without the need for break- beginning of our subsidiary

ing the floor for a sewer line.

in the United States, Saniflo

has enjoyed a double digit increase in
sales every year. 2008 and 2009 are
our best year to date. There are sev-
eral reasons to that. As we continue
to grow we can attribute our success
to many things. Not the least of which
is hard work. We are working very
hard to maximize our success in the
field.

I think you will recognize our ef-
forts with marketing, advertising,

Phc News — NOVEMBER 2009

sive about something with which
they are not familiar. We know by
experience that when a plumber in-
stalls our products, he/she will use
them again on another job because
they are easy to install, reliable, and
with six million units sold world-
wide, we are doing something right.
Very often, people forget that Saniflo
is the inventor and worldwide leader
in the macerator business.

Another misconception is that
this is a basement toilet! How many
times have I heard that. But I would
like people to realize that our prod-
ucts can be used for any situation;

quality of products and the
ease of doing business with
Saniflo. All this combined
with first-class representa-
tion in the field add up to a
winning combination. I
would like to thank our na-
tional sales manager, Bob |
Lechner, and all our reps '
who are working hard every
single day to ensure the suc-
cess of Saniflo in the United
States.

Also, during this difficult
time, people can’t move or
sell their homes. But they “
can improve their home by

adding an additional bath-

room. So don’t move, im- The sanIPLUS system allows plumbers to install a half-
prove. Saniflo is the best bath anywhere with water and electrical supplies.

and cost effective solution
to install a complete bathroom any-
where.

What is a macerating toilet?

Saragosti: To “macerate” is to
soften, to break in pieces. Our mac-
erating systems use a rotating cut-
ting blade to liquefy human waste
and toilet paper, that when mixed
with flushing water is pumped into a
sanitary sewer as fine slurry. Our
macerating units give the possibility
to install a complete bathroom or
half bathroom anywhere you want
without any major destruction.

The above-the-floor installation
and pre-assembled unit make it so
easy to install, that a plumber won’t
use another product after installing
a Saniflo macerating unit.

When you think that it’s impossi-
ble or when you think that you can’t
do it, check Saniflo first and your in-
stallation is suddenly possible. You
will be pleasantly pleased that the
job will be below your cost expecta-
tions and time effective.

What are some misconceptions
about this particular toilet?

Saragosti: Smell, noise, installa-
tion, after-sales support are all mis-
conceptions we deal with frequently.
As a new product in United States —
only 10 years compared to 52 years
in Europe — people are apprehen-

basement, garage conversion, attic
renovation, master bedroom, office,
warehouse, ete. People forget that
our macerators can pump 18 ft. ver-
tically, but also 150 ft. horizontally!

Any new products, events, news,
etc. at Saniflo?

Saragosti: We recommend check-
ing www.saniflo.com to discover the
Saniflo range. Most people know San-
iflo because of our SANIPLUS, but many
people don’t know that we also have
a complete range of gray water
pumps, self-contained units, and
much more to come in 2010. Saniflo
will be on TV again in 2010, with two
strong TV campaigns.

Describe your gray water pump-
ing station.

Saragosti: Basically, there are no
equivalents to our gray water pumps
in United States. We offer a great fin-
ished look with three inlets for sev-
eral  hook ups, completely
assembled including all necessary
check valves built inside with a very
attractive design compared to the
other bulky relics. Our last gray
water pump, The SANISWIFT, just re-
ceived awards for best 100 products
of 2009. This product is the best
gray water pump available in its cat-
egory. Nobody wants to install a huge,

(Turn to Macerating... page 64.)
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o better than Sloan to assume the leadership role in commercial fixtures?

e introduction of our commercial fixture offerings creates an industry-
leading engineered system of toilets, urinals and lavatories. It is an extension
of an engineering platform that has been the foundation of the plumbing

industry for over 100 years.
SLOAN

Sloan commercial toilets are designed
for offices, schools, airports and other

RISl 71-1.6/1.1 ECOS facilities. Engineered for performance,

1.6/1.1 gpf dual-flush bowl in

standard height with Sloan ECOS® you have a Complete range of

dual-flush Flushometer options to select from

to meet your specific application.

WETS-2052.1201-1.6/1.1 SOLIS
I Wall hung dual-flush bow! with
Sloan SOLIS® dual-flush
F

HIGH-EFFICIENCY TOILET



Sloan offers the most extensive line
of commercial fixture/Flushometer
combinations. Sloan offers unique
Urinal/Flushometer combinations to
meet every application requirement.
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HIGH-EFFICIENCY URINAL

SLOAN

SU-1006

1 gpf urinal shown with
SMOOTH® Fixture and valve
sold separately
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\ WEUS-1000.1201-0.13 SOLIS
‘ % gallon HEU with Sloan SOL/S®
single flush
T |
L

. |

SLOAN

No one except Sloan has the experience,

the water-conservation innovation and
the engineering expertise to deliver
toilets, urinals and lavatories to meet
today’s demanding commercial fixture
marketplace.

S$S-3004
20" x 27" wall hung
wheelchair lav

~ S$5-3003
o 21" x 19%" wall hung
lav with 4" backsplash

Call 866-663-2289
or circle the reader
service number to
receive your new
Fixture Binder

www.sloanvalve.com
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ITT Flowtronex® introduces ‘Cash for Pumpers’ program

DALLAS — Borrowing a page from the
highly successful “Cash for Clunk-
ers” car program, ITT Flowtronex
announced that effective September
30, 2009, it is offering a 10 percent
factory-direct cash rebate for the re-
placement of old and inefficient irri-
gation pump systems.

For a limited time, the new “Cash

for Pumpers” program will allow cus-
tomers to replace pump equipment
that has been in service for 15 years
or more with a new Flowtronex Vari-
able Frequency Drive (vrDp) Silent
Storm packaged pump system.
Flowtronex Vb technology has helped
many golf courses reduce energy con-
sumption 25 percent and water con-

Morris Beschloss receives honors

Senator John Benoit and Assemblyman
Brian Nestande officially awarded Morris
Beschloss for outstanding dedication and
service. Senator Benoit was in attendance
to personally bestow the honor. Assembly-
man Nestande was in Washington D.C. Pres-
entation of the State Resolution was made
by Cheryl Bisco, field rep for the Assembly-
man, at the September luncheon of Rancho
Mirage Republican Women; (Indian Wells
Country Club) where Beschloss was the fea-
‘ tured speaker.
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www.siouxchief.com 1-800-821-3944

Supply - Drainage - Support - Testing - Specialties
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MANUFACTURING SINCE 1957
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sumption by 46 percent. The Silent
Storm pump systems are used on 78
of the top 100 golf courses in the U.S.
and in more than 72 countries world-
wide. All systems are supported by 65
FlowNet service centers to help with
fast and painless installations.

To qualify for the limited time only
rebate, customers just need to send
a photo of the existing/old equip-
ment and fill out a simple rebate
form after the purchase. The offer
applies to all qualifying equipment in
North America.

Treat business as a
game even if it's no ‘game’

(Continued from page 34.)
ing things happen. Let the non-per-
formers go.

Does someone come to mind as
you read this? Sigh. Pull the trigger.
Unless you feel like you haven’t
given him or her a fair shake? If
that’s the case, put a date on your
calendar for two weeks from now.
(The time limit is up to you. Make it
sooner rather than later and put the
pressure on. The time clock is run-
ning out.) Bring this person into
your office and have a conversation
like this:

“T am considering what’s best for
the company and for the team. It’s
my responsibility to make money
and keep the cash flowing. I have to
decide who to put in the game...who
is going to help us win. I have to de-
cide who needs to be cut. You are on
the bubble. Before I decide, [ am giv-
ing us two weeks. In the next two
weeks, here is what has to happen:

e [ will spend three days with you,
side by side, and we'll look for ways
for you to be more successful.

* You will demonstrate that you
can and will do what is required by
your Position Description.

e You'll bring your performance
up to minimum standards. $___ in

Sales per day. These ___ tasks
completed on time. (Make sure to
list behaviors and measurable objec-
tives. Skip the attitude discussion.)
“I promise to help you any way I
can to be successful. At the end of
two weeks, we are going to have an-
other sit-down. At that time, my de-
cision will be clear. Fair enough?”

Then follow through

As the leader of your team, you
are expected to make the tough
calls. Yes, it is more fun to play the
game when your offense has created
some margin for error. Champions
take the field and do what is neces-
sary to win the game. Sometimes
you fail. Sometimes you pull off the
victory.

This business is pretty simple.
Focus on the few things that make
the most difference. Be willing to
play offense, and defense. [ |

Overwhelmed by too much to do
and too little time?P Join me for the
Step by Step Success program. The
power of one simple, focused action
— one step at a time. Reach me at
417.753.1111 or contact@bare
bonesbiz.com Check out the Step by
Step  Success  program  at
www.barebonesbiz.com.

Truck inventory

(Continued from page 32.)

the full dollar amount. Techs that
persist in using screwdrivers as
chisels, or that just don’t realize
how to care for their hand tools, will
be able to replace the hand tools in
question with the compensation,
but, are not rewarded as well as
those who keep hand tools in good
functional condition.

9, (optional): Another possible in-
centive for techs to have excellent
inventory control would be some
type of reward for passing those sur-
prise inventory checks with flying
colors.

I hope these ideas help you con-
trol your truck inventory. For my
assistance or other ideas that can

help you improve your business
protocols, give me a call at 845-
639-5050. As always, be well and
be prosperous. [ |
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~ Shedding some pounds
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Liberty’s new line-up of

lightweight, high performance
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BY JOHN BARBA
Suest writer

Now there’s an
interesting question.
Do they? Do YOU?

BuUsINESS
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Do people really buy on price?

More than one simple factor

ow, there’s an interesting question. Do they? Do

‘ \ ‘ YOU? It’s easy to say “of course people buy on

price.” But that’s way too general a statement to

be considered an across-the-board fact. The trite answer

to that question is if people truly did buy only on price,

we'd all be driving Yugos. But that’s stupid. Yugos were

garbage cars, and no one wants to knowingly buy garbage

no matter how cheap it is. Perhaps the Yugo example isn’t
the best example.

A better example would be this one: Why do people buy
certain options on cars as opposed to buying the stripped-
down version of the same car? Options cost money, right?
Leather seats, DVD player, Gps, power windows and door
locks, mutli-zone A/C, premium sound package. These all
cost money. We buy them. Why?

It’s easy to say, “Well, that’s what they stock at the
dealer. I can’t buy a stripped down version.” Sure you can,
if you're willing to order it and wait for it. But we want a
car, and we want it now. We also want all the nice little
toys that come with cars. The more stuff, the more fun
the car is and the more value it will have when we decide
to trade it in.

We want the car to be comfortable and convenient as
well as fun, and we’re willing to pay for that. The car mak-
ers know this too, and they make it easy for us to buy the
options by packaging them for us, and putting the most
popular packages on most of the cars they make.

They also make cars in different colors, just in case it
matters to you. When I first got my driver’s license, my
parents had a silver Ford Grenada. I drove it to my prom.
My first car was a silver Subaru. My next car was silver
Renault Encore. My third car was a silver Dodge Laser. By
1986 1 was sick to death of silver cars and bought a black
Jeep Wrangler. I don’t ever want another silver car again.
No matter how much it costs.

But don’t people want the best deal on whatever car
they decide to buy? So maybe they want to buy the car
with all the extras as opposed to the stripped-down ver-
sion. They’re going to shop around until they find that
car, or one pretty close to it, for the lowest possible price,
aren’t they? Some will for sure, but does everyone? Do
most people? At what point do people decide that hunting
for the best price isn’t worth the time, effort, distance or
aggravation that’s required?

Let’s pretend that Car A is priced at $23,000.00 at a
dealer half-way between home and work in about as con-
venient a location as possible. Car B, the same make and
model with most, if not all, of the same features is priced
at $21,850.00 at a dealership some 35 minutes north of
you and totally out of the way of your work.

Is the 35 minute drive for service and warranty work
worth $1,150.00 to you? What other factors might go into
your decision? Suppose the dealership selling Car A also
has earlier and later service hours and a loaner program
so you can drop your car off on your way to work, use
their loaner car to get to work, and pick your car up on
your way home. Does that count?

Maybe the dealer selling Car A is also offering you free
oil changes for life as long as you have your car serviced
there, along with free car washes. Maybe their financing
terms are a little more favorable. Maybe you have friends
who bought cars from this dealer and have been very sat-
isfied. Maybe the credit manager is a hot redhead and
seems to like you.

The point is there may be several other factors, beyond
price, that may very well lead you to buying Car A for
$1,150.00 more than you could have bought the virtually
identical Car B.

We find instances each and every day when we don’t
buy the cheapest stuff. If you've ever purchased anything
at an airport, you've traded convenience, hunger or thirst
for price.

Convenience worth the cost

I'm writing this at Logan Airport in Boston, and just a
half an hour ago I bought and ate a fried clam roll for
$14.00. Now, I could have bought a clam roll somewhere
else for a lot less, but that would have involved going back
through airport security, getting my car out of the parking
lot, leaving the airport, driving up to the North Shore and
finding a clam shack somewhere, buying and eating the
clam roll, and then going back to the airport, finding an-
other parking space and going through airport security
again, all in order to pay a little less for the same clam roll
(maybe even a better one!).

Naaah, I don’t think so. I could also have picked out a less
expensive lunch, like a burger or a hot dog. But since I live
in the Midwest, burgers and dogs are easy things to find. I
really, really wanted a clam roll, so I forked over more
money for the lunch of my desire. And it was worth it!

People will trade price for all kinds of benefits: conven-
ience, schedule, style, quality, comfort, professionalism,
service, fit or preference. All can, and often do, take
precedence over price.

Buying for convenience may very well be the most
common buying practice in the world. Convenience
stores are the obvious example. A bag of chips and a bottle
of soda are common purchases at any corner store. A 12
oz bag of chips costs $0.99 and the 16 oz bottle of soda
goes for $1.19.

If one were to instead go to a grocery store, a 48 oz bag
of chips goes for $2.29 and a two-liter bottle of the same
soda costs $1.29. If you consider value as what you get
divided by what you pay, you're getting screwed at the
convenience store, aren’t you?

But it’s a small store, you can get in and out quickly and
the portions are sized for the quick, on the go snack.
That’s worth something.

Just about anything purchased at an airport, ball park,
hotel or shopping mall is usually a convenience buy, and
we pay for that convenience. On the interstate, it’s easier
and more convenient to refuel at the service stops rather
than get off and hunt for the bargain. You can drive from
Albany to Buffalo on the back roads or on the New York
Throughway. The Throughway costs more, but is a heck
of a lot faster and easier than the back roads.

What about style? Do you buy the cheapest clothes you
can find, even if they look ridiculous and don’t fit? If I see
you wearing a pink polka-dot shirt with electric green
Bermudas that look like they came off the George Fore-
man rack even though your nickname is “Skinny,” I'll be-
lieve you.

What about airfare? You can fly from Minneapolis to
Boston direct, or, for a little less money, fly through De-
troit, Chicago, Memphis, Atlanta, Cleveland or Cincinnati.
Or through all six cities for even less money. How much
cheaper does it need to be to make the six hour flight and
layover a better deal than the 2 and a half hour non-stop?

This is all great stuff, but what does it mean when a cus-
tomer tells you your price is too high? [ |



Phc News — NOVEMBER 2009

The incredibly shrinking dollar

of all types has plunged 39% between its peak
in late 2007 and current evaluation.”

This disconcerting analysis emanating from Moody’s
Investors’ Service and Real Estate Analysis emphasizes
the shock that the construction industry has had to ab-
sorb in a relatively brief time period of one year or less.
And the end of this deterioration may not yet be in sight,
despite increasing glimmers of improvement in certain
parts of the country.

Although not as well-publicized as the calamity that has
befallen hundreds of thousands of residential homeown-
ers, it will likely cast a longer shadow, as a nationwide
turnaround depends on the return to normal health by
the economy as a whole. This is especially dependent on
personnel rehiring and capital expenditures, which are
currently nowhere in sight.

Commercial real estate, which encompasses shopping
centers, hotels, motels, office buildings, educational, reli-
gious and medical institutions, high rise condominiums,
restaurants, etc.— has been hit with devastating price
plunges across the board. In fact, the consummate total
value of America’s largest aggregation of fixed assets has
fallen to the lowest level in more than five years. This was
the base point during which this vibrant sector had
jumped off to unprecedented expansion, both in prices,
as well as square footage.

In assessing future potential for commercial and indus-
trial growth, current developments seem primarily fo-
cused on health-related facilities and assisted living for
the increasingly aged sector of America’s population.

With government-oriented initiatives geared toward
universal healthcare, renewable energy, climatological in-
novation and tighter financial regulation, the chances of
nationwide development in most phases of commercial
real estate are remote. China’s avowed intent to spend
billions of dollars to purchase U.S. fixed assets may gen-
erate some pricing comeback, but will do little to engen-
der commercial expansion.

The opportunities that had seemed inherent in last
year’s drive toward greater energy development and con-
ventional focus on power generation are foreclosed under
the current Administration’s governance. Consequently,

‘ ‘ T he value of U.S. commercial real estate prices

This is the first time since the Great
Depression that a deep recession has
occurred at a time of deflation.

a renewed industrial construction and energy boom does
not seem apparent in the foreseeable future.

During this ongoing hiatus in new construction, there
does appear to be greater emphasis on maintenance, re-
pair, and upgrading projects. Reports from all geographi-
cal sectors allude to these developments.

This, of course, applies to the residential and original
equipment sector as well. Although not a viable long-
term substitute for the dynamic projects that abounded
in the period leading up to the last five years, it does at
least provide work opportunities for a large segment of
the plumbing-heating-air conditioning and mechanical
segment of the PHCP-PVF sector. But a major pickup in
overall work opportunities for this important industry
area will have to await progress signs not yet apparent

on our forecasting radar screen.

Incredibly shrinking dollar acquires new meaning

In a litany of repetition, successive U.S. Treasury Sec-
retaries have consistently called for a strong dollar, no
matter what the vagaries of various economic cycles im-
plied.

Since World War II and the preeminence of America’s
dominant world economy, the greenback quickly climbed
to the top of the global heap, replacing the British pound
as the world’s currency of choice. Such universal com-
modities as oil, copper, steel, and agricultural products
have, for decades, been denominated in dollars.

This provided colossal strength to the American cur-
rency, since the monies utilized by the world’s currencies
had to be first converted to dollars before these multi-bil-
lion dollar purchases could be made.

In the various economic gyrations that have occurred
in the past 60 years, the dollar has had its ups and downs,
primarily at times of recessions, resulting from inflation
caused by too few goods being chased by a surge of dol-
lars, driving prices out of sight.

This was normally accompanied by the price of gold
vaulting upward, and a wide range of producer and con-
sumer goods galloping to record levels. This inevitably de-
pressed the value of the dollar until such time that
supply/demand regained its balance, effectively ending
the recession.

But this is the first time since the Great Depression that
a deep recession has occurred at a time of deflation.

This was precipitated by a near financial meltdown and
a deleveraging by a bloated U.S. economy primarily built
on debt leveraging that has now imploded.

The current shrinking dollar is caused by the Federal
Reserve Board’s flooding the arteries of commerce with
literally trillions of dollars to reverse the seize-up of
money flow that had threatened to bring America’s $14
trillion economy to a standstill.

With interest rates dropping to a record low, due to this
new flood of excess money coursing into banks’ balance
sheet reserves, the dollar is now not competitive with a
basket of global currencies. This time it’s not higher
prices, but the reverse — falling costs and income, with
expanding manufacturing capacity, growing unemploy-
ment, and a surfeit of all types of goods crowding shelves
of manufacturers, distributors and retailers alike. Gold is
an exception because it’s not dependent on economic
usage, but is valued in dollars.

Although this trend aids America’s growing export ac-
tivities, it deflates U.S. purchasing power and makes the
dollar less attractive to foreign investors, due to the dis-
appearing investment returns.

Eventually, this will be balanced by a Fed exit strategy
that will start moving interest rates back up. However, due
to a deflated world economy, this will not be manifested
by a stronger dollar and an inflationary trend for a long
time to come.

Cap-and-Trade Senate battle heats up as
Copenhagen world showdown beckons

While the healthcare plans’ Congressional rhetoric
becomes ever more ferocious, the Obama Administra-
tion is forcing a Senate showdown on “cap-and-trades,”
as the President prepares for his second Copenhagen
trip (after his failed Chicago Olympic advocacy). He is

(Turn to Shrinking Dollar page 46.)
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|argest aggregation
of fixed assets has
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Shrinking dollar

(Continued from page 45.)
ready to provide U.S. world leader-
ship in the battle for climatological
purity.

With the highly controversial
cap-and-trade legislation barely
passing a House vote earlier this
summer, Obama must have a
signed deal in his pocket when he
addresses the global-warming gath-
ering in Copenhagen in December.

This runup to the Senate vote is
enlisting such utility giants as San
Francisco’s Pacific Gas and Electric
and Exelon, the biggest operator of
nuclear power plants in the U.S.
These have gone so far as to quit the
U.S. Chamber of Commerce over
the Association’s adamant opposi-
tion to the odious cap-and-trade
legislation. A further split has been
caused by a consortium of other
business opponents suspending
their membership in the American
Coalition for Clean Coal Electricity

(accck). This trade group for coal
and utility companies is fighting a
desperate battle to save its still
dominant position as a major re-
source for America’s massive elec-
tric utilities.

This split in America’s business
and industry has become increas-
ingly political, as such relatively
clean providers as nuclear energy
and natural gas burnish their ‘green’
credentials in the fight for eventual
resource supremacy.

Although the climatological ex-
tremists, led by Al Gore, former Vice
President and film protagonist,
would prefer wind, solar, and geot-
hermal — even they are waking up
to the fact that such marginal re-
sources for power providers would
contribute only a fraction of the void
led by the condemnation of coal,
clean or otherwise, from its present
cost-effective, but highly pollutant
position.

EAT

Although facing opposition in the
Senate by coal state senators, and
the overwhelming majority of Amer-
ica’s small business owners and the
U.S. population as a whole, the
Obama Administration is working
feverishly to push cap-and-trade leg-
islation through the Senate, while
the verbal war on universal health-
care dominates the headlines.

Expect this showdown to reach its
climax before Thanksgiving, as both
of these Obama initiatives vie for a
successful conclusion in the waning
weeks of 2009.

Deflation holds the
upper hand — for now

As the 2009 fiscal year ended Sep-
tember 30, with a resounding record
budget deficit approaching $1.8 tril-
lion, you would think alarm bells
would be clanging nationwide, with
banner headlines bemoaning this
calamity.

But the worst that can be gleaned
from public reaction is a shrug of the
shoulders, despite the fact that this

Phc News — NOVEMBER 2009

ignominious deficit is four times the
total of last fiscal year’s near $500
billion all-time record.

And neither year has included
much of the excessive spending as-
sociated with the military campaigns
in Iraq and Afghanistan.

The main reason for this seeming
apathy is the disinflationary eco-
nomic environment that has tran-
scended the world, reeling from the
worst financial crisis and recession
since the end of World War I1.

Whereas all the previous reces-
sions befalling the U.S. in the last 60
years have occurred in the throes of
inflationary storms, the current dis-
inflationary trends have put the
sure-to-come inflationary tsunami
on the back burner.

The biggest gripe I hear from busi-
ness owners and managers at all lev-
els is the inability to get price
increases. While wages have been at
a practical standstill in the past year,
continuing job losses and tight credit
availability have weighed heavily on
consumer demand. Production in
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The higgest gripe |
hear from business owners
and managers at all levels

is the inability to get

price increases.

most cases is related to inventory re-
building, which had dropped to irre-
ducible minimums.

While the runaway prices of oil
derivatives of the 2008 summer are
becoming a distant memory, the ex-
cess of surplus labor, manufacturing
capacity, and the commodities glut
have superseded inflationary fears.
Natural gas prices actually hit a
multi-year low recently, although
bouncing back somewhat in recent
weeks.

Instead, capital spending for ex-
pansion and debt-leveraged con-
sumer spending have been replaced
with an emphasis on productivity by
industry, and the highest savings
rate in a decade by consumers.

A burgeoning U.S. national debt is
just around the corner, but for now
it’s overshadowed by more immedi-
ate worries. |

To stay up to date with my twice
daily blogging, be sure to log on to
my hyperlink at www.theworld
report.org and then click on ‘Mor-
rie’s page," announced in the mid-
dle of the World Report website.
Your recommendation for my blog,
as well as the individual columns
will be much appreciated.
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Caroma Expands HET Product Offering:
Profile Smart with Integrated Hand Basin

Caroma is pleased to introduce the Profile Smart
with integrated hand basin. The Profile Smart high
efficiency toilet (HET) incorporates a sink into the
lid of the toilet tank for increased water savings
opportunities in the bathroom.,

The Profile Smart with integrated sink
features Caroma Smart™ technology,
developed and mastered over the last
decade, delivering the ultimate combi-

nation of design, water savings, and performance.

The Profile Smart is dual flush, using 1.28 gal-
lons of water per flush (gpf) for a full flush (solid
waste) and 0.8 gpf for the half flush (liquid and
paper waste). This averages just under 0.9 gpf,
which can save the average family of four more
than 5000 gallons annually by replacing a 1.6 gal-
lon toilet, more than 11,000 gallons compared to

Water savings using Caroma Smart technology

a 2.5 gallon toilet, and nearly 19,000 gallons per
year compared to a 3.5 gallon toilet! The amount
of water savings increases when you also use the
integrated sink to wash your hands.

When the Profile Smart is flushed, fresh cold water
is directed through the faucet for hand washing.
This water then drains into the tank to be used for
the next flush. This unigue water and space saving
design features chrome buttons built-in to the tap-
ware design. It also features a large trapway, nearly
double the industry average, virtually eliminating
blockages and overflows. The installation process
Is quick and easy and does not require any special
instructions.

Profile Smart features

* Dual flush high efficiency toilet: 1.28/0.8 gallons
per flush (full flush/half flush)

* Integrated hand basin for enhanced water savings

* After flushing, fresh cold water is directed
through the faucet for hand washing and
drains into the tank for the next flush

* Large trapway virtually eliminates blockages and
overflows

* Washdown technology to push waste from
the bowl

* Unique water and space saving design

* Chrome buttons built-in to tapware design

* Easy installation

* Features award-winning Smartflush® water saving

technology

* WaterSense labeled

4

5 gal {19 il 35 gal (13 kr) 2.5 gal (95 ) LG gd| & IEr) 1.6-0.8 gal (&731tr) | 1.28-0.8 gal (4.8/3
Single Flush toilel | Single Flush toilet | Single Fhush toilet | Single Flush tollet | Dual Flush toilet ftr) Dusal Flush toilet
Witer used per year® 36,162 glI37 41810 | 25314 g (94,022 1 | 18,081 g8, 709 0 | 11,572 g (43, 30951) (6943 g {26,037 1) BABD g (24,301 1)
Water savings per year 29,682 gallons 18,833 gallons 11,601 gallons 5092 gallons 463 gallons
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800-605-4218

Www.cdromausa.com
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PRODUCT INTRODUCTION: Profile Smart

The Profile Smart high efficiency dual flush toilet
with integrated sink for greater water conservation

¢ Dual flush, averaging 0.9 gallons per flush
* Large trapway, making it virtually unblockable

' * Unique design directs fresh water through the
integrated faucet for hand washing

Caromq Website: www.caromausa.com
Phone: 1 800 605 4218
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Innovation within

CoOVvVER STORY

A look at the innovation inside
a wind manufacturing plant

rom the Capitol building to
Fthe Rocky Mountain region of

the United States, renewable
sources of energy have become a hot
topic. An economy once dependent
on foreign sources of fuel is being re-
placed by a new economy powered
by wind, solar and geothermal en-
ergy. The most recent example
comes from Pueblo, Colo. where
Denmark-based Vestas is building
the world’s largest wind tower man-
ufacturing plant.

With more than 38,000 wind tur-
bines in 63 countries, the manufac-
turing plant in Pueblo marks the
largest single investment the com-
pany has ever made. No doubt, Ves-
tas is ready to help the U.S. wind
energy market move forward. With
so much money on the line, Vestas
needed to find a team of qualified
contractors and engineers to trust
with its investment. Olson Plumbing
& Heating was selected to install the
industrial gas and compressed air

Mike Trapp (left?), President of Olson Plumbing & Heating, and superintendent John
Hill worked with Wholesale Specialties, Inc. to coordinate shipments and delivery of
172" to 4' pipe sufficient to complete Olson’s aspect of Denmark-based Vestas in
building the world’s largest wind-tower manufacturing plant in Pueblo, Colo.

portions of the project.

Michael “Mike” Trapp, President
of Olson Plumbing & Heating,
wanted to install materials as inno-
vative as the turbines soon to be

-
=

!.' g

Olson Plumbing & Heating uses the Viega ProPress Stainless System exclusively, as
shown in this prefabricated industrial gas and compressed-air piping section wait-
ing for installation at the Vestas wind-tower manufacturing facility.

manufactured at the Vestas Pueblo
location. Trapp knew Viega Pro-
Press® Stainless fittings would satisfy
the innovation requirement he was
looking for. The problem — the engi-
neer hadn’t intended on using the
Viega ProPress Stainless System.
“The engineer was leery of using
ProPress Stainless because it was
new to him,” said Trapp.
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nesses that help benefit the organi-
zation. Trapp is thankful for the re-
lationship he has in place with his
wholesaler, Wholesale Specialties,
Inc. “We owe a lot of credit to
Wholesale Specialties. They were
more than understanding during the
entire construction process. They
were meeting shipping loads at 5:00
am to make sure we kept the project
on schedule,” said Trapp.

With 50 Olson Plumbing & Heating
employees working on the project,
the project only took a matter of
months. By prefabricating all of the
ProPress Stainless connections,
Trapp’s team was able to pipe the
500,000-square-foot production area
and 50,000-square-foot internal area
of the Vestas Pueblo facility in merely
five months, from January through
June 2009.

John Hill, superintendent of
Olson Plumbing & Heating, oversaw
the installation of ProPress Stainless

Olson prefabbed piping sections in 40-foot lengths and installed them at the Vestas
facility using the Viega ProPress Stainless System.

But Trapp explained to the engi-
neer, “We don’t use anything other
than ProPress... it is a superior prod-

ct... if Olson is doing the job, we
are installing ProPress. It was that
easy; we started placing orders for
172" to 4" ProPress Stainless fittings
and pipe immediately.”

One key to business success is
partnering with people and busi-

at the Vestas facility. “The prefabri-
cated piping lines had to be trucked
to the Pueblo facility from the Olson
Plumbing and Heating headquarters
in Colorado Springs. We had to
truck the pipe on 40" racks. It was a
sight to see,” said Iill. As equally
impressive, was the actual installa-
tion of the prefabricated piping
(Twrn to ProPress®... page 52.)



Sometimes a hands on
demonstration is all
you need.

The heat exchanger in 4 Bobear modulating condensing boiler
uses one inch wide waterways, making it much less susceptible
to mineral buildup. A popular heat exchanger used by many
competitive hearing companies has warer passages only .20 of
an inch wide. In addition, theirs requires regular cleaning or

it coubd vosd the warranty. One more nice thing about the
Bobsca is, that it is designed and built right here in America
by Slant/Fin, a company with 60 years of experience in the
Ihﬁlﬁﬂﬁ l}l.l.'ﬂllm-.

What are you waiting for? Ger your hands on a Bobcar.

* High Efficiency—93% AFUE
* Patented, advanced desym. larpe diameter,
alemimum fube and plare heat cadanges

* 1 Models, 4:1 Modulation

* 30,000 ro 120,000 Brub input and 50,000 w0 200,000 Bash inpur
* Floor Standing or Wall hung

* Natural or LP Gas

* PVC, CPVC or stainless steel for air intake and venr pipe—
up o 100 equivalent length

* Self cleaning, no maintenance required

* (Quict operation

* Environmentally friendly—Low NOx

* 12 year limited warranty arid 5 yenir puirti aviel Labar wstrmtrity

* Built-in digital control board with outdoor reset included

) Slant/Fin

Tha next genemtion of hydronic heating
www.slantfin.com
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CoOVER STORY

ProPress® System pipes
wind-power factory

(Continued from page 50.)
runs. “We worked in two teams of
three and installed 21-miles of stain-
less pipe. Our crew had to be
hoisted as they were making the
connections,” said Hill.

The Vestas project might have

By prefabricating all of the
ProPress Stainless connections,
Trapp’s team was able to pipe
the 500,000-square-foot pro-

duction area and 50,000-

square-foot internal area...in
merely five months, from
January through June 2009.

been monstrous in size but Trapp’s
team approached the project with
the same goal in mind as they do
with any project — total owner sat-
isfaction. “We complete our projects
on time and within budget,” said
Trapp. “Without question, ProPress
saved us a lot of time.” Project su-
perintendent, John Hill proudly in-
terjected, “We finished ahead of
schedule by three or four weeks. We
wouldn’t have been able to achieve
that if it wasn’t for ProPress.”
Reported by the American Wind
Energy Association (AWEA) in its July
2009 market report, the U.S. wind
energy industry installed 1,210
megawatts of new power generating
capacity in the second quarter. That
figure brings the total of wind energy
added this year to just over 4,000 MW
— an amount larger than the 2,900

Mw added in the first six months of
2008. It appears wind generation
may help us through difficult eco-
nomic times by creating jobs, and
eliminating our dependence on for-
eign sources of fuel.

Colorado leaders are ready to see

Fifty Olson employees piped the Vestas facility in just five months using the Viega

ProPress Stainless System.
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the Vestas facility open. By partner-
ing together and using Vestas’ ex-
pertise in wind generation and Olson
Plumbing and Heating’s expertise in
quality craftsmanship, the Vestas
wind tower manufacturing plant will
open prior to end-of-year 2009. M

INTRODUCING THE ACCELERA® 300 HEAT PUMP WATER HEATER:
ACCELERATE YOUR SAVINGS!

Energy from nature.

The new Accelera® 300 can extract up to
80% of its energy requirements from the
air around it. Heat pumps have been
around for decades, but a heat pump
water heater is a brand new concept.
The Accelera® 300 works like an air
conditioner - but instead of dumping the
heat outdoors, it puts it into the water.

FEDERAL TAX CREDIT:
SAVE 30% UP TO $1,500
OF THE TOTAL SYSTEM COST!

e 6 YEAR WARRANTY

The Accelera’s compressor and fan
consume only 1 kWh of electricity to
generate the heat equivalent of 3 - 5 kWh.
The efficiency of the unit goes up with
increasing ambient air temperatures.
This ground breaking efficiency redefines
what a water heater is capable of, and
what savings can really mean !

- m'

e REDUCES HOT WATER COSTS BY UP TO 80 %

e 2.5 ENERGY FACTOR
e 80 GALLON STORAGE CAPACITY
STIEBEL ELTRON

* COOLS AND DEHUMIDIFIES THE AIR AROUND IT

Simply the Best

e LOW STAND-BY LOSSES THROUGH GOOD INSULATION

torL Free 800.582.8423

www.stiebel-eltron-usa.com
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Watch your CARB(s)

he California Air Resources Board wants to clear
Tthe air in the Golden State. But its efforts to estab-

lish and enforce new air quality regulations leave
many fleet operators confused, especially as the struggling
economy makes it difficult to invest in clean air (green)
technology.

The California Legislature established the California
Environmental Protection Agency Air Resources Board,
also known as CARB, in 1967. The legislature granted the
11-member, governor-appointed board the authority for
regulating various activities in manufacturing, agriculture
and transportation that can affect air quality.

Several local and state agencies, particularly urban
areas with frequent air quality issues, are already closely
following California’s efforts. Plus, Congress and the
Obama Administration are considering federal legislation
that would, among other things, establish an emissions
cap-and-trade system allowing companies to buy and sell
environmental credits. That’s why all truck fleet operators
should stay ahead of the game by familiarizing themselves
with CARB legislation.

According to CARB, trucks and buses account for about
30% of all statewide emissions of oxides of nitrogen and
40% of all diesel particulate matter emissions. That’s why
California established this comprehensive program of reg-
ulations and incentives to achieve real, quantifiable re-
ductions in greenhouse gases with the Global Warming
Solutions Act of 2006 (AB32).

To meet the global warming act’s goals of limiting green-
house gas emissions to 1990 levels by 2020, the board en-
acted several regulations governing the emissions from
diesel-fueled vehicles with a gross vehicle weight rating
greater than 14,000 pounds. The board also approved a
regulation that requires trucks or trailers equipped with
transport refrigeration units (TRU) with 2001 or older en-
gine models to meet certain air emission standards before
they can operate in the state of California.

Truck operators must replace TRUs that don’t meet the
standards with compliant models or they must install ap-
proved aftermarket emission treatment systems. Since
the board granted another six-month delay in enforce-
ment to give truck operators more time to comply, en-
forcement is now scheduled to begin Jan. 1, 2010. That
enforcement deadline was previously delayed six months
from Dec. 31, 2008, to July 17, 2009.

The regulation establishes a timetable over the next
several years that requires TRUs equipped with 2002 and
subsequent model year engines be replaced or retrofitted
with approved aftermarket emission treatment systems.
Eventually, all trucks and trailers with refrigeration units
running in California, whether they’re based in the state

Because CARB provides truck operators exemptions, delays
and credits for certain vehicle types, hybrid diesel-electric
technology can earn fleets additional credit toward meeting
the regulation’s emission targets.

FLEET

or out of state, will have to meet the same emission stan-
dards required of 2010 truck engines.

In December 2008, the board approved regulations that
require truck operators to install exhaust retrofits that
capture pollutants in emissions. The regulations also es-
tablished an accelerated timetable. That timetable re-
quires over the next several years eventual replacement
of all heavy-duty diesel-fueled trucks with units equipped
with engines that meet the EpA’s 2010 emission standards.

The regulations also stipulate that truck owners must
reduce diesel particulate matter and oxides of nitrogen
emissions in order to meet certain performance stan-
dards. The regulations don’t require vehicle replacements
until 2013 and they don’t require truck operators to re-
place all of their trucks in a single year.

However, by leasing diesel-electric hybrid vehicles now,
fleet operators in California have a better chance of get-
ting money from competitive state grants, including those
available through the Goods Movement Emissions Reduc-
tion Program and the Carl Moyer Program.

CARB has provided three options for fleet operators to
meet the California standards:

e Retrofit trucks with particulate matter filters and re-
place vehicles (or engines) according to a prescribed
schedule based on the existing engine model year.

e Retrofit a minimum number of engines each year
with a high-level particulate matter exhaust filter and re-
place a minimum number of older engines with newer en-
gines that meet the 2010 new engine standards.

e Use particulate matter and oxides of nitrogen factors
established by the regulation to calculate the average
emissions of the fleet. Then, by a certain deadline each
year, demonstrate that the fleet’s average emissions do
not exceed the regulation’s emission targets. (For more
detailed information, visit the California Air Resources
Board Web site at: http://www.arb.ca.gov/msprog/on-
rdiesel/documents.htm)

Hybrid diesel-electric technology can earn fleets addi-
tional credit toward meeting the regulation’s emission tar-
gets. That’s because CARB provides truck operators
exemptions, delays and credits for certain vehicle types.

For example, if a truck operator leases a hybrid diesel-
electric truck that achieves a 20% or greater fuel economy
improvement over a comparably equipped standard
diesel vehicle, the operator can receive double credit to-
wards the emission targets until 2017. Those additional
credits can give the truck operator more time to run high-
value or unique trucks that are difficult to replace.

Leasing specialists can help truck operators take full
advantage of all of the incentives, exemptions, delays
and credits available from CARB, the state of California
and the federal government. By doing this, truck oper-
ators can significantly lower their truck costs and re-
duce the impact California air quality regulations will
have on their operations. |

Olen Hunter is the national sales director for PacLease.
Because of its direct relationship with truck manufactur-
ers Kenworth and Peterbilt, PacLease can help truck op-
erators select the right choices in hybrid truck
specifications that can further enhance their operations.
Also, by taking advantage of what full-service leasing can
offer from a provider like PacLease, truck operators can
be fully prepared for the changes California’s new air
quality regulations will bring in the next decade. And as
more air quality management agencies adopt measures
stmilar to those already enforced in California, PacLease
can offer truck operators the ability to concentrate on
what they do best instead of on the maintenance of their
trucks or chasing down tax credits, incentive programs
or grants from state and federal governments.
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BY OLEN HUNTER

According to CARB, trucks and
buses account for ahout 30% of
all statewide emissions of
oxides of nitrogen and 40% of
all diesel particulate matter
emissions. That's why Galifornia
established this comprehensive
program of regulations and
incentives to achieve real,
guantifiable reductions in
greenhouse gases with the
Global Warming Solutions
Act of 2006 (AB32).



EFFICIENCY HEATING

Low income apartment complex
goes green with mod-con systems

and it was especially tough last
winter near Boulder Colorado
when temperatures dropped well
below zero. Low-income tenants
living in one 18-family unit at a
Thistle Community apartment
complex were really feeling the
pinch when space and domestic
water heating bills jumped. At ex-
actly the same time, system per-
formance took a nosedive.
“It was an awful coincidence, with

It’s a tough economy out there,

Ay ok,

The NeoTherm is a direct vent, sealed combustion hoiler...zero
clearance to combustibles and convenient top connections made
it a good choice for the mechanical room’s tight confines.

the many multi-family mechanical
system jobs we do — this was the
first one I'd encountered where the
tenants were paying directly for me-
tered energy use,” added Olds. “Out-
door conditions greatly increased
their need for heat while at the same
time the old, leaking equip-
ment had become so ineffi-
cient that there was an
urgent need to replace it.
“Every dollar the ten-
ants could save through
system replacement would
give them more funds for
other urgent needs —
food, health care, car re-
pair or education,” contin-

Denver-based Advanced Hydronics mechanical firm ued Olds. “In my book,
specializes in designing and building hydronic there’s no better reason to
heating systems and was the logical choice for re- do a quality installation.”

placing systems at Thistle Communities.

severe weather on the way, a rate
hike and dying hot water systems
happening all at once,” said Tom
Olds, president of Denver, Colo.-
based Advanced Hydronics, Inc.

“I felt especially bad because — of

Advanced Hydronics,
LLC - it’s all
in the name

Advanced Hydronics is a Denver,
Colo.-based design-build mechan-
ical firm specializing in hydronic
heating systems. The firm also gets
involved in chilled water systems,
high velocity and conventional Ac,
solar thermal, ground source heat
pumps, and anything else where
owner Tom Olds thinks their skills
can be intelligently put to use.

Olds describes himself as “tena-
cious about doing things correctly”
and stresses that to his guys all the
time. “However, I allow them to
take the time to be precise with
their installation methods so that
our clients receive the full value of
a job exceptionally well done. I've
have been in hundreds of mechan-
ical rooms and — being as objec-
tive about it as I can be — no one
locally does as fine a job as we do
and I am very proud of that.”

Thorny situation
at Thistle

“We were perplexed about how to
handle the replacement of equip-
ment at the Parkville Apartments
(a six-building complex in Long-
mont, Colo., 10 miles northeast of
Boulder)” said Susan Andre, This-
tle Communities. “We’d hoped to
nurse the heating equipment along
until the spring, but the need be-
came critical when the boiler’s leak
worsened. We're committed to
long-term capital improvements as
well as proactive problem-solving
for our tenants so, in this case, we
had to act quickly.”

According to Mary Roosevelt, CEO,
the mission of Thistle Communities,
a non-profit organization with about
800 qualified-income apartment
units in Colorado, is to create and
preserve quality, permanently-af-
fordable rental and ownership
homes for working families, seniors
and people with disabilities.

All residents are “income veri-
fied.” Parkville apartment units are
available only to those people earn-
ing up to 50% of the area median in-
come, though most, at only 30%
median income, earn only extremely
low income. “Thistle homes allow
construction workers, janitors and
food service employees — people
who are the backbone of our econ-
omy — to live in the communities

they serve,” added Andre.
“With a philosophy like
that, you naturally want
things to go right for an al-
truistic organization and
hard working people in
need,” said Olds. “At an ele-
vation of 5,500 feet and with
a design temp of -10°F, the
worst of winter conditions
can happen without warn-
ing.” Fortunately, a “worst
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case scenario” didn’t de- A Laars NeoTherm modulating-condensing boiler is
velop, so the story ended the heart of the system. Advance techs built a

happily.

boiler control panel that recognizes each living

Olds won the opportu- unit, with baseboard radiation loops, as a zone.

nity to replace the old cast
iron boiler and electric water
heater with a new mod-con and
“side-arm” indirect. The outdoor-
access mechanical room was an
awful mess, complicating the mid-
February replacement, but his 2-
man crew had the old systems
removed and replaced in four days.
“As the work progressed, we pro-
vided a temporary heat source so
that we could keep tenants comfort-
able while the retrofit work was in
progress,” explained Olds.

Technology to the rescue

Olds specified a 399 MBH, 95% effi-
cient Laars NeoTherm modulating-
condensing boiler and 120-gallon
Bradford White indirect water heater
for the replacement.

The NeoTherm is a direct vent,
sealed combustion boiler that mod-

ulates with a five-to-one turndown.
Zero clearance to combustibles and
convenient top connections for
water, gas and combustion air made
it a good choice for the mechanical
room’s tight confines. The natural
gas or Lp-fired boiler features a stain-
less steel heat exchanger and low
NOy emissions.

The indirect water heater’s coil is
constructed of 11/2" carbon steel
tubing and coated with Vitraglas lin-
ing, offering exceptional first-hour
delivery and abundant hot water re-
serves. The unit also has factory in-
stalled dielectric waterway fittings,
T&P valve and brass drain valve. It’s
also equipped with three protective
aluminum anode rods.

Sadly, the mechanical room posed
a challenge of its own: Its 6'x10' size

(Turn to Mod-Con... page 56.)

To the rescue: Advanced techs set up shop outside the complex prior to installing
a new boiler and indirect water heating system during a cold February. A temporary
heat source kept residents comfortable while work progressed.



Introducing the Residential Boiler Fill Fitting from Watts
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“ & Series RBFF, Designed for the Heating Professional —
“% Sove time by eliminating up to 11 threaded joints with our new RBFF service

valve. The RBFF features a 3-port ball valve design to make servicing system
expansion tanks and fill valves a snap. A conveniently positioned pressure gauge is also
included for easy fill valve adjustment. The integral drain port is used for relieving pres-
sure from the expansion tank for accurate pre-charge measurement and can also be
used for a variety of system draining and filling functions.

For more information,
visit our website www.watts.com/rbff

WWATTS

A Watts Water Technologies Company
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B EFFICIENCY HEATING

Mod-Con hoilers save scarce
$S for low-income residents

(Continued from page 54.)
placed a premium on every square
foot. That meant Olds needed to
wedge a lot of gear into the space.
Working in there meant tight quar-
ters, so, to simplify the install, his
crew first designed and built a pre-
fabricated hydronic control panel

at the shop.

When the new boiler and indirect
water heater were activated, the
systems fulfilled expectations
quickly. The boiler’s built-in out-
door reset control modulated sys-
tem temperatures perfectly and the
large indirect jumped in to meet do-
mestic water needs.

Reward for a
job well done

Olds explained that the
new boiler control panel
was built to recognize each
living unit as a zone, send-
ing heated water to base-
board radiation loops. Every
tenant controls and pays for

The complex’s 6’x10” boiler space presented a chal- the heat they consume by
lenge to Advanced technicians, who turned this analog meter measurements
shambles into a neat, organized mechanical room. at each zone valve.

“The cost benefit of oper-
ating the high efficiency sys- |
tems was immediately £
noticed by Thistle,” said
Andre. “Initially, the tenants
weren’t concerned about
the level of efficiency offered
by the system, though they
expected some benefit be-
cause of it. The urgent need
was for reliable heat. That
happened quickly with the

new system, and the resi- Advanced techs load up an old, leaking water
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F |

dents will see the added ad- heater, to be replaced by a 120-gallon Bradford
vantage of greatly improved White indirect water heater coil.

utility bills. They are de-
lighted with that.”

And, for Olds, more good news
came by phone not long ago when
he received word from Thistle
Communities that a grant from the
Governor’s Energy Office came
through to cover the cost of replac-
ing all of the old, existing boilers
and water heating equipment at
Parkville Apartments, a complex of
six buildings with 76 households.

The job Advanced Hydronics com-
pleted on the first of several proj-
ects won them the opportunity to
replace five more similar systems,
all within the same multi-family
development. “We’ll use the Laars
NeoTherms for all of these jobs,”
added Olds. “We were very im-
pressed with the ease of installa-
tion and operational efficiency.
Gladly, they were, too.” [ |

@oTo:

StepByStepBusinessBuilding.com

Why aren’t you more successful?

Is it for lack of trying? Is it for lack of information2 Maybe you are just
overwhelmed with all that you are supposed to do to be a profitable,
successful contractor? Maybe you are trying too hard. It can be easier.

Here's the solution: The Step by Step Program.We can show
you how. One simple step. One step a month. Business success made easy.

The Step by Step Success program. $1 for your first trial month.
One step to success.

Go to www.StepByStepBusinessBuilding.com
or call 877.629.7647
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FiIELD REPORT

Sink job ‘golden’ for University of Minnesota

en the ELKAY Technology
Center (ETC) came online
in April 2008, one of the

first major orders produced by the
new sink facility included custom
sinks, water coolers and fountains
for the $288.5 million Tcr Bank Sta-
dium in Minneapolis. The TcF Bank
Stadium, an iconic open-air, horse-
shoe-shaped venue for the Univer-
sity of Minnesota opened in
September 2009 for a Big Ten pre-
season game, hosted by the Min-
nesota Golden Gophers.

The authorized ELKAY representa-
tive sales team of Bongard Corpora-
tion, represented by Pete Mayer,
Kathy Schug, Ron Bongard and Mike
Sides, worked with the local Fergu-
son Enterprises outside sales rep,
Brian Vivier, to win the customized
sink, cooler and fountain job for
ELKAY.

In June 2008, Vivier and Mayer
took customized sink concept ren-
derings created by ELKAY Industrial
Designer, Jonathan Chong and con-
tract designer, Rachel Julkowski to
Bruce and Kelli Akins of Innovative
Surfaces, members of the firm in-
stalling the countertops for the Tcr
Bank Stadium project. Later that
month, ELKAY custom sink concepts
were passed to the official interior
designers for the Stadium, and a
meeting was held.

Project interior designers for the
TCF Bank Stadium project, Shawn
Gaither and Anne Olsen [Studio
Hive; upper levels and suites], and
Bob Zakaras [Architectural Alliance;
lower levels] wanted fully integrated
branding that would prominently
display the U of M team logo in new,
complementary ways. Chong was in-
strumental in fulfilling numerous
concept drawings for the Stadium

The University of Minnesota Board of Regents approved the brand-building idea of
emblazoning the university’s “M” logo on a variety of sinks and water coolers for
the new, 900,000-sq.-ft. TCF Bank stadium at the university.

designers, which ultimately led to
the final design concept, the Univer-
sity of Minnesota “M” logo etched
into the sinks.

In late June 2008, Gaither, Olsen
and Zakaras took the final sink de-
sign concept to Mortenson Con-
struction, official construction
contractor for the project, and the
University Board of Regents for ap-
proval. After the “M” sinks were ap-
proved, additional conversation also
ensued about emblazoning water
coolers and drinking fountains with
the “M.” Shortly thereafter, the new
concepts for cooler and fountain
customization were brought to the U
of M Board of Regents, who approved
this brand-building idea as well.

As with any project of this caliber,
a number of resources were involved
to ensure a seamless execution. In
July 2008, ELKAY Plumbing Products

In all, Elkay custom-designed 149 sinks, water coolers and fountains with the “M”
logo and completed the project in 40 days.

Division President, Steve Rogers,
along with ELKAY senior vice presi-
dent of sales, Mark Whittington,
ELKAY regional sales manager, Steve
Embree, and the Bongard rep team
met with the Stadium design team,
Harris Mechanical and Mortenson
Construction to confirm delivery
arrangements for the 149 cus-
tomized ELKAY products. Subse-
quently, Vivier of Ferguson worked
with ELKAY Technology Center engi-
neers, Harris Mechanical staff, and

fountains were produced, shipped
and installed in the Stadium.

As stated before, the entire TCF
Bank Stadium project encompasses
149 customized ELKAY sinks, water
coolers and fountains. Following is a
breakdown of the models and place-
ment within the Stadium.

The design cycle time for the Tcr
Bank Stadium project, from presen-
tation of the final concepts to con-
firmed models for production was 45
days. The production time for all
149 customized sinks, water coolers
and fountains was accomplished in
40 days. The 85-day timeline was
well within the ETC’s stated goals of
compressing prototyping to produc-
tion and tooling cycle times.

“Our team is proud that we have
been able to achieve our cost reduc-
tion targets, provide unparalleled
product variety and consistently ac-
complish all of this, well within the
90 day cycle time promise,” com-
ments Mike Mestousis, plant man-
ager for the ETC in Broadview,
Mllinois.

ELKAY notes that onsite design and
technical consulting services are
available for customized, commer-
cial ETC projects.

Mayer of Bongard reflects, “Every-
one, from the project manager to the
designers has been extremely satis-
fied with not only the final products,
but the process involved for the de-

The university’s “M” logo greets patrons of the stadium whenever they use the
ELKAY fountains and water coolers such as these barrier-free units.

Schug of Bongard to coordinate all
details for the production, trans-
portation and installation of the job’s
111 customized ELKAY sinks, and 38
customized ELKAY water coolers and
drinking fountains.

In October 2008, Ferguson Enter-
prises officially entered the purchase
order for the Tcr Bank Stadium job.
During the winter months of 2008-
2009, the sinks, water coolers and

sign and manufacturing of the sinks,
water coolers and fountains. Not a
deadline was missed.”

The 900,000-sq.-ft. TcF Bank Sta-
dium is on the northeast side of the
Minneapolis campus, near the site of
the former Memorial Stadium.

For more information on the TCF
Bank Stadium, visit: http:/stadium
.gophersports.com/about_quick_fact
s.html. [ ]
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Faucet line

Padova faucet line combines quality
and a high-end modern style at an
affordable price. Padova’s design is
simple stated elegance in straight
lines, angled handles and unique
bends. The Padova line consists of
kitchen and lavatory faucets, bath
and shower sets, vessel faucets, bath
fillers, and accessories including
robe hooks, towel rings, towel bars
and paper holders. The entire
Padova family is available in chrome
and brushed nickel versions and of-
fers both 4" and 8" lavatory configu-
rations. Matco-Norca.
Circle 101 on Reader Reply Card
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Two-stage heaters
Series T 2-stage heaters offer dual
output for improved rate differential.
Infrared heaters are built for heavy

duty industrial and commercial ap-
plications. All units include a hi-low
output capability, for quicker recov-
ery on high-fire and economical
steady operation on low-fire. Avail-
able in rates from 40,000 to 220,000
Btuh, natural gas or propane, and
equipped with a 100% efficient re-
flector. Superior Radiant Products.
Circle 102 on Reader Reply Card

Stop valve trim & connector kits
Quick-Connect stop valve trim and
connector kits contain everything

you need to connect a CPVC, PB, PEX
or copper stub-out to a faucet or toi-
let. Kits require no tools, making in-
stallations a snap while providing a
professional and decorative look.
Available to connect and or trim a
172" or 3/8" c1s stub-out to a standard
toilet or faucet. Watts.
Circle 103 on Reader Reply Card
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Geothermal heat Hump
adapts to weatner

Prestige Series™ 27 to 31 EER ge-
othermal heat pump — with
Comfort Control System™ serial
communicating feature — offers
the ultimate in energy savings
and flexibility. Geothermal units sup-
ply heating, central air conditioning
and domestic hot water while costing
less to operate than any other heating
and cooling system. Prestige Geother-
mal heat pump is offered in package and
split system configurations. Package products
are available in 2, 3, 4, 5, and 6 ton capacities;
split systems are available in 2-, 3-, 4-,

and 5-ton capacities. Ensuring
optimum comfort, pumps feature
two-stage compressors and ad-
vanced variable speed air deliv-
ery that automatically adjusts to
changing weather conditions.
Rheem.
Circle 100 on Reader Reply Card

Safety shower
With an insulated fiberglass struc-
ture, superior fire ratings, and reli-
able chemical and corrosion
this enclosed safety
shower provides exceptional wash-
down capability in emergency situa-
tions. Withstands harsh chemicals
and environmental conditions;
equipped with 100% vacuum-formed
fiberglass surround construction
that resists chemicals and corrosion.
An exterior Uv-inhibitor gel-coat pro-
tects from sunlight ultraviolet ray
degradation, exposure to chemicals
and salt-laden air environmental
conditions. Bradley Corp.
Circle 104 on Reader Reply Card
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Kwik-Clip™ rod, channel mount clips
Kwik-Clip, a new collection of non-
metallic pipe hanger clips, has a con-
venient one-piece design, which
results in significant time and cost

savings at installation. Additionally,
it requires no tools for assembly, as
it easily snaps on to any channel or
any /8" all-thread rod. The Kwik-
Clip is available for tubing o.D.
ranges of 3/8" to 21/8". Its innovative
design eliminates metal-to-metal
contact with metal tubing, thus pre-
venting costly galvanic corrosion.
The channel mount clips (BpIC and
BPSC) can be used with insulation,
maintaining an unbroken barrier
seal and eliminating sweating.
Cooper B-Line.
Circle 105 on Reader Reply Card

The Bucket
The JG Speedfit Bucket is a practi-
cal, attractive, high-value “toolbox,”
that contains 47 pieces of best-sell-
ing fittings in one reusable 5-gallon
bucket with a bucket seat. Offers
safe, reliable pipe connections with-
out tools or sealant, saving time and
money. Fittings are lead free and
meet the applicable UpC, 1APMO and
NSF/ANSI code requirements, from an
1SO 9001 certified manufacturer.
John Guest.
Circle 106 on Reader Reply Card

HET dual flush toilet/sink
The Profile Smart with integrated
sink from Caroma is a high effi-
ciency dual flush toilet that averages
just 0.9 gallons
per flush. This
clever system di-
rects fresh water
through the inte-
grated faucet for
hand washing.
This water then
drains into the
tank for the next
flush. The Profile
Smart features 1.28 gallons per flush
for solid waste and 0.8 gallons per
flush for liquid/paper waste, Wa-
terSense labeling, and a large trap-
way precludes blockages. Caroma.
Circle 107 on Reader Reply Card

Solar pump stations

Solar Pump Station for commercial

o sized projects
e requiring up to
=3 10 gpm and
’ pumping power
up to 30 feet of head
is high head, high
flow; pre-assem-
bled and leak-
tested with dual
line flow and return
" connection, a pow-
¥ erful three-speed

pump, adjustable
flow meter, air vent,
shutoff valves,

check valves, safety relief valve, ex-
pansion tank connection port, fill
and purge valves, complete with 1"
male union half threaded connec-
tions. Caleffi.

Circle 108 on Reader Reply Card



Phc News — NOVEMBER 2009

ProbuctT News @EE

Phc News pl‘ﬂlﬂl-lz# of t

Rainwater harvesting
Rainwater harvesting technology is
simple to install, operate, and main-
tain. Convenient; provides water at
the point of consumption and oper-
ating costs are negligible. Water col-
lected from the roof catchment is
available for use in non-potable ap-
plications such as toilets and urinal
flushing, laundries, irrigation, etc.
Rainwater collected using existing
structures, i.e., the roof, has few neg-
ative environmental impacts. Jay R.
Smith Mfg. Co.

Circle 110 on Reader Reply Card

Stainless undermount sink

New line of stainless steel under-
mount sinks to the U.S. market is a

true 16 gauge stainless steel sink se-
ries in type 304 stainless steel. Offers
features such as corrosion resist-
ance, hygiene and resilience, non-
chipping or surface staining and
long-term value. MHS Sinks.

Circle 111 on Reader Reply Card

Tub assortment
The BasICS line is an assortment of
tubs for situations when needs are

more simple, desires more modest
or delivery schedule is critical. A va-
riety of tubs in the most popular
shapes and most commonly re-
quired sizes at a very affordable
price that offers craftsmanship and
quality. MTI Whirlpools.
Circle 112 on Reader Reply Card
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Condensing tankless water heater vents with PVG

New T-H2 high efficiency condensing tankless water heater allows installers

to vent with pvc instead of stainless steel. It features a front panel LED screen

that displays temperature settings and codes for easier maintenance and trou-

bleshooting, a thermal efficiency around 92% and a maximum flow rate of 9

GPM. Four units can be linked without an additional control box, making the

T-H2 ideal for light commercial and heavy residential applications. Takagi.
Circle 109 on Reader Reply Card

3-speed circulator
The maintenance-free SuperBrutexL
for residential and commercial appli-
cations features a proven 3-speed
wet-rotor design and is available in
cast iron and stainless steel. Offers
flexibility, ease of installation, and re-
duced inventory. Flow range of 0 to
65 apM and a head range from 0 to 46
feet. Handles fluid temperatures from
36°F to 195°F with a max working
pressure of 145 psi. Grundfos.
Circle 113 on Reader Reply Card

Electronic faucets
Company has more than 95% of its
products that comply with the Buy
American Act (BaA). HyTronic™ and
E-Tronic™ (pictured) electronic
faucets are

—

among
more than 1,700
BAA-compliant prod-

ucts from  the
maker. BAA requires
U.S.  government

entities to prefer,
and when possible,
! purchase products
made in the United
States. To comply with BAA, the cost
of a product’s domestic components
must equal more than 50% of the cost
of the complete product. HyTronic
faucets include traditional and con-
temporary style deck-mount lav
faucets, and wall-mount and deck-
mount Gooseneck faucets. Many E-
Tronic deck-mount lav faucets also
comply. Chicago Faucets.
Circle 114 on Reader Reply Card

Hand shower

New ActivTouch touch-activated
hand shower combines innovation
and functionality to create a unique
and invigorating shower experience.
ActivTouch allows consumers to
relax and control their shower with
one hand and three simple buttons.
It is designed with sleek style and
made to have durable, dependent
performance for years. Alsons.

Circle 115 on Reader Reply Card

[nsulated PEX pipes
THERMOFLEX® is a line of highly effi-
cient insulated PEX pipes. GTPEX® or
GTPEX-R® pipes for potable and radi-
ant heat systems handle the most in-
tensive environments and climates.
Insulated with almost 5" of high qual-
ity, closed cell
polyeth-
ylene

provides
thermal perform-
ance and protection against water mi-
gration. Up to 300 feet long; can be
customized to your specifications to
increase or decrease the number of
PEX pipes, or internal diameters, re-
quire specific colors or need to have
electrical wires added to the system.
GTGlobe Industries.
Circle 116 on Reader Reply Card

Manual Flushometers to sensor operation
The new “Sloan Retrofits Make the
Road to Conversions Easy” brochure
shows how

man u al
Flushometers
can be quickly
converted  to
electronic oper-
ation to provide
hygienic, touch-
free  conven-
ience. Choose

from solar-, bat-
tery- or AC-powered Flushometer
retrofit Kits for water closets and uri-
nals. Dual-flush Kkits for toilets also
provide an easy way to automati-
cally save water. Sloan Valve Co.
Circle 117 on Reader Reply Card
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Soil Pipe Cutter

The Press Snap™ soil pipe cutter ex-
pands the capabilities of the manu-
facturer’s standard press tools by
providing a fast and easy way to cut
cast iron soil pipe. Eliminates man-
ual ratcheting; to make a cut, the
Press Snap cutter is attached to the
press tool, the chain wraps around
the pipe, and the user presses the
trigger to make the cut. Cuts most
11/2" to 4" no hub and service weight
soil pipe. RIDGID.
Circle 119 on Reader Reply Card

Dust removal system
The TE DRS-B dust removal system
lets you spend more time working

and less time doing non-productive
prep and cleanup. Clips easily onto
all recent demolition hammers and
combihammers. Reduces the opera-
tor’s exposure to fine dust. No need
for plastic walls or ventilation for
dust containment. Quickly assem-
bles to the tool with a simple belt
clip, no screwdriver needed. Hilti.
Circle 120 on Reader Reply Card

Compact band saws
Up to 45% lighter than deep cut band
saws, the new compact band saws

are ideal for cutting in-place, over-
head, or in tight spaces. Feature a
31/4"x31/4" cut capacity that covers
the most frequent applications per-
formed by plumbers and mechanical
contractors, including single pass
cuts on 3" copper, 3" angle iron and
21/2" conduit. Milwaukee Tools.
Circle 121 on Reader Reply Card
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Gen-Eye POD™ & MINI-POD™

The new lightweight, Gen-Eye poD™ and MINI-POD™ combine camera, reel,
and monitor in an all-in-one package. You get a large 5.6" LD color monitor
protected by a padded case. It's mounted on a rugged yet flexible gooseneck
that swivels to give you the best viewing angle, wherever you're working. The
full size Gen-Eye pOD™ features a self-leveling camera and 200 ft. of Gel-Rod®
for trouble-shooting 3" to 10" drain lines. The MINI-PO™ carries 125 ft. or 175
ft. of push rod and the color mini-camera is small enough to trouble shoot 2"
to 4" lines. A video out connection lets you record on an external device. Gen-
eral Pipe Cleaners, a division of General Wire Spring.
Circle 118 on Reader Reply Card

Infrared camera
The new FLIR i7 couples RESNET-com-
pliant 1205120 (14,400) pixel in-
frared resolution with 2% accuracy
and 0.1°C thermal sen-
sitivity — a robust
combination of capa-
bilities to quickly de-
tect moisture issues, %8
missing insulation, HVAC
leaks, electrical problems,
thermal leaks, and numer-
ous energy-audit-related
problems. The compact
FLIR i7 reveals abnormal
temperature readings with
crisp images displayed on a
large 2.8" (71mm) high-res-
olution color LCD. The camera lever-
ages the manufacturer’s extensive
user input with a fully-automatic de-
sign, intuitive menu navigation, and
focus-free lens that make it easy to
use even for newcomers to thermal
imaging. Flir Systems, Inc.
Circle 122 on Reader Reply Card

Spring-loaded tubing cutters
Everyone needs a handy cutter (or
two) like this spring-loaded tubing
cutter. Easy-to-grip, snaps easily

e

onto copper tubing for a quick, clean
cut. Just turn the cutter in the direc-
tion of the arrow and the cut will be
complete in seconds. The cutter
wheel self-feeds with consistent
pressure as the tool is turned. Com-
pact c-shape with no handle swing
space required means this cutter is
great for low clearance areas. Each
cutter fits just one popular size of
copper tubing and the cutter wheel
is replaceable. Reed Mfg. Co.
Circle 123 on Reader Reply Card
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Loaders
The new T650 compact track loader
and S650 skid-steer loader are now
available for order through local
dealerships. Part of the M-Series line
of compact loaders and excavators
launched earlier, the loaders feature
the most significant design changes
undertaken by the company; enables
the operator to accomplish more
work through performance and
durability enhancements that pro-
vide more power and keep the loader
working longer, while increasing op-
erator comfort through improved
visibility and a more spacious and
comfortable cab. Bobeat.
Circle 124 on Reader Reply Card

Drill/driver
As the latest tool in the 18v Power-
MasterSeries of lithium-ion

cordless power tools, 4
the economical ‘i-'—‘.“
BS18 LT drill/driver pro- ‘
vides advanced ergonomics
plus the performance and ca-
pacity advantages  of
lithium-ion batteries. Fit-
ted with the Li-Power Plus
18v, 2.6AH battery, the tool
charges faster and lasts longer than
other charging technologies. Air-
cooled charging technology cools the
battery pack to an optimum temper-
ature level during charging reduces
charging times by 30%. Metabo.
Circle 125 on Reader Reply Card

Gamera inspection system

The EelCam EC-8SD camera inspec-
tion system is highly portable and
rugged; features a
digital  recorder
that records video
of the inspection
directly onto a se-
cure digi-
tal (SD)
flash
card.
Control
unit  is
housed in a =

compact, rugged carry case which
weighs only 10.4 lbs. and includes
controls for microphone, lights,
camera test port, and secondary
video and audio outs. Date, distance
and time are displayed on screen,
and a keyboard for adding text is in-
cluded. Electric Eel Mfg. Co., Inc.

Circle 126 on Reader Reply Card




AT CONSTRUCTlON SITES

ACROSS AMERICA. <

THE P20+ CORDLESS
PRESSING TOOL FOR
1 TO 4" TUBING

360° HEAD ROTATION

The Stanley® VIRAX® P20+ cordless pressing tool has 360° head rotation and a narrow profile
to get into tight spots. It also features a four-second cycle time, jaw stabilization technology, a
seriously attractive retail price and an ironclad, full lifetime warranty. Take one for a spin. Call
+1 800-827-7558 or visit www.stanleyvirax.com for a free on-site demo and complete war-
ranty details.

[ STANLEY

SERIOUS PLUMBING TOOLS™ O VI rax

Circle 40 on Reader Rep.ly Card
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GREEN SOLUTIONS

Rainwater harvesting makes green home ‘greener

(Continued from page 16.)

storage tank would be a pivotal component of the
system. The Gerachis’ had planned for an elabo-
rate backyard garden, so the capacity of the con-
crete storage tank needed to meet their irrigation
needs. In the end, a 2,000-gallon capacity tank was
buried in the ground to leave the entire backyard
open for gardening.

All of the rainwater collections piping trenches

were dug and the piping was installed to the vortex
filter and into the storage tank. The system was then
tested and trenches were backfilled.

To prevent the concrete storage tank from “float-
ing,” a one-foot layer of concrete and a one-foot
flange were poured before dirt was backfilled over
the tank.

The harvested rainwater is used strictly for out-
door needs. It provides water for two hose bibbs and

Phc News — NOVEMBER 2009
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High-clay-content soil created rainwa-

* Sow The Latest in Energy Efficient &
Alternative Energy Systems,
Automation, Sustainable Building
Solutions and much more

* Free Educational Sessions and
Technology Prezentations Dadly

Prod oced and Baneged by

Fhons: (303) 2319232 T-mail [nio{@abrexpe.com

INFERNNATIONAL H_ rTxFoRITION CO.

Tap into Your
Plumbing Connection...

At The World's
HVAC&R Mark

Free Show Registration and Information:

www.ahrexpo.com
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ter runoff problems for the homeowner;
a rainwater harvesting system solved
that problem and provides plenty of
“free” water for a drip irrigation sys-
tem to water their gardens.

several hundred feet of drip irriga-
tion lines. Proper design for the in-
tended use is always important in
rainwater harvesting applications.
As Cathy Gerachis said, “We looked
at several alternatives, but they were
all so wasteful. We could have drilled
a well, but that would have exceeded
our demand, and personally I did not
like the idea of wasting water.”

There are many benefits of using
rainwater:

e It is free; the only cost is instal-
lation and use.

e It lessens demand on the munic-
ipal water supply.

e It saves money on utility bills.

e [t makes efficient use of a valu-
able resource.

A 2,000-gallon capacity tank
was buried in the ground...

e It diminishes flooding, erosion,
and the flow to stormwater drains.

e It can be used to recharge
ground water.

e It reduces the contamination of
surface water with sediments, fertil-
izers and pesticides from rainwater
run-off resulting in cleaner lakes,
rivers, oceans and other receivers of
stormwater.

e It is good for irrigation and
plants thrive because stored rainwa-
ter is free from pollutants as well as
salts, minerals, and other natural
and man-made contaminants.

e It adds life to equipment de-
pendent on water to operate, as rain-
water does not produce corrosion or
scale like hard water.

e It can help you achieve LEED®
Green Building Rating Credit under
Water Use Reduction, Water Effi-
cient Landscaping, and Storm Water
Management.

The Gerachis’ home backyard
now features a multitude of beautiful
plants. They have vegetable, herb,
and flower gardens along with vari-
ous flower beds, shrubs, and trees.Hll




\ALU'CR  Press technology...
the inside story.

Why use Press Fittings
over Sweat Fittings?

In the study below it took 75% less

ProPress 1/2" to 2" fittings.

time to install a typical restaurant EPDM seal Fitting bead  An unpressed
bathroom with press technology cqnnection
over sweating fittings. This will allow | - with the Smart
for jobs to be completed quicker, on - Il Cﬂnneclt_feqaure
time or ahead of schedule. e gws quids
B— -i;.- and/or air to pass
— — 1 by the sealing

Press Fittings vs. Sweat Fittings T " element during

Sweat Fittings 22.45 | I pressure test.

Press Fittings 11 PHCC Labor Hours o

5 10 15 20 25 30 ProPress fitting
Note: PHCC labor calculators were utilized in the labor estimate
Pressed connection is pressed in front of, on top of, and behind

Only Viega ProPress fittings and the seal making a gas or water-tight seal. The Smart Connect
valves offer the Smart Connect® feature is sealed during pressing.

feature, a quick and easy way
to identify connections that

need pressing. ProPress XL'C 2'1/ "to 4" flttlngs.

During pressure testing, water or Stainless steel PBT EPDM

air flows past the sealing element grip ring = seal

indicating an unpressed fitting. The = | — p—

Smart Connect feature has assured gy \ ‘ The stainless
millions of leak-free connections for . = steel grip ring is
water and gas applications. ProPress _ - =k | - presse_d, f_orcing
is approved for potable water, fuel gas, — :ggtﬂ';p ;'I:gt
marine and stainless steel applications. B P — the tubg, making
Viega ProPress fittings carry a 50-year o a high-strength
warranty for copper. ‘ connection.

For more information see our
white paper on back or contact ProPress
us at 1-800-976-9819. XL-C fitting

Viega... The global leader in plumbing and heating systems.

WWW.VIEGA.COM 1-800-976-98129
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PLuMBING EXCLUSIVE

Macerating systems, manufacturer explained

(Continued from page 38.)
ugly bucket with a noisy pump inside,
which requires assembly and only
has one inlet. It is just so old-fash-
ioned. Our greywater pumps, like our
macerators, are revolutionizing the
market by their modern design, com-
pact size and high efficiency.

How does Saniflo contribute to
green building practices?

Saragosti: In the Saniflo range, we
have two very unique products. The
SANICOMPACT and SANISTAR are two
self-contained macerator toilets,
which gives you the ability to install
a half bathroom anywhere, without

any major construction or destruc-
tion of your home. Our green toilets
only use 1 gpf! With the boom of the
green products all around the world,
Saniflo has placed itself as one of the
most innovative companies, and we
know how to speak green!

Do you feel it is important to

GO oW piswces

= EATINGE=ELPcom
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create strong relationships within
the wholesale channel? Why?

Saragosti: We are the experts in
macerating toilets and wholesalers
are the experts in distribution. We
build it; they sell it. There is a strong
relationship between wholesalers
and manufacturers. Basically, one
without the other won’t exist. Ac-
cording to our distributors, Saniflo is
one of their only manufacturers to
have an increase in their sales every
year for the past five years.

Saniflo is one of the only compa-
nies to support their wholesalers and
distributors with huge advertising
campaigns, strong promotions, and
one of the most important reasons,
a constant innovation of our prod-
ucts. You will see more in 2010.

Installation of Saniflo products
seems to be fairly easy; convey
the benefits and ease of installa-
tion of such products (pumps,
toilets, etc.)

Saragosti: First and foremost you
can have an operational bathroom in
less than a day’s labor. All our prod-
ucts use small diameter pipe in-
stalled above the floor. This means a
big labor savings. Typically, plumb-
ing a water supply to an area where
you would like a new bathroom in-
stalled is not difficult. Getting rid of
the sewage is the challenging part of
the job. In some cases it may be im-
possible. We make that challenge or
impossibility a reality without major
construction. You can have the toi-
let, sink and bathtub or shower all
tied into our system. With our sys-
tems all you need is a water and
electrical supply.

Do macerating systems need to
be winterized?

Saragosti: As with any plumbing
fixtures, caution has to be used to
prevent any freeze damage in cold
climates. Winterization is quick,
easy and inexpensive.

What is the useful life of a mac-
erating system?

Saragosti: We periodically pull a
unit from our assembly line to test
the life expectancy. Our minimum
standard is 50,000 cycles. To com-
pute the math, if you use the toilet
and sink 12 times per day, every day
of the year, you can expect roughly
12 years of use from this pump. Of
course, this is minimum standard. I
know of units still working flawlessly
after 15 or 16 years of use.

What is the warranty on these
systems and can they be voided
somehow?

Saragosti: Our warranty is one of
the best in the plumbing business.
We have a two-year warranty on all
of our pumps. Abuse and improper
usage will void our warranty. |
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SOFTWARE APPLICATIONS

Estimating Software

For Plumbing & Mechanical Contractors

Commercal-Industrial

Residential
Plumbing-Piping-Ductwork

* Windows Softwane

= Designed by an Estimator

= Responsive product support

= Easiest software to implement

* Training included

* Easy to Learn

* Affordable

» Download to Microsoft Excel

* Takeoff with a mouse,

=« ScaleMaster, or a digitizer

= PHCC, MCAA, B SMACNA labor
rates available

* Customizable 5M Shop Specs

* Plumbing & Piping Assemblies
included

* Price updates available

NEW!
On-Screen

| Circle 181 on Reader Reply Card

Digitizer

I

FAsTEST, Inc,
800-828-7108
www.fastest-inc.com

& FAnsTIPIPE
e FAsTDUCT

Serving Contractors since 1995

Jokn The Rooter-Man Team
WWW.ROOTERMAN.COM

Roted #1 Plumbing Fronchise
Intreprenew Nogazing Frosckw S
Mew Concept In Franchising

M ripilPp ah peiias

LEW TLAT EATE PEE MAALE &N FRPOLITIEE

Reserve your exclusive territory
Call 1-Bi00-700-5082
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LOOKING FOR AN

Industry leader in small diameter pipe restoration

seeking ambitious contractors to join nationwide

network of installers. Patented, 3rd-party tested

and approved, the ePIPE system of pipe restora-

tion has a proven record of success.

The benefits of adding the ePIPE" system

to your plumbing business include:

« A complete step-by-step local and national
marketing program

+ A complete hands-on technical training program

+ A program and product that will SET YOU APART
FROM YOUR COMPETITION

érPiPE

Call Derek at 888-775-0220
to request a free information kit.

Visit us online at www.aceduraflo.com
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Dascover U difanence!

Call 1-800-887-5862

a% $949!
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FREE CREDIT CARD TERMINAL

* NO Lease or Rental Fee
* LOW Processing Rates
* NO Hidden Costs

Free NURIT 8000
wireless terminal
(a $1,300 value)

* Swipe all transac-
tions & save money

* New merchant
accounts 99% approved

 Transfer existing CC A/C to us
and reduce fees

¢ Multiple platforms First Data,
Global, Paymentech

CALL SAGAR at
773-416-8526 « 773-935-VISA
Email - SagarATM@yahoo.com
Merchant Services
Reg ISO-ODC/IPAYMENT/
Wells Fargo Bank
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ADVERTISERS!

Get more BANG for your advertising buck with a

display advertisement in Phc News! See page 4

for your nearest advertising sales representative
and start reaching YOUR target audience!

Classified
advertisement
rates start at $140
per column inch,
with rates adjusted
for extra insertions. Call
Debbie Newberg
at 847-564-1127
to place your ad.
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editor

n today’s fast-paced,
high-tech world we
live in, and with all

the forms of communications out there, the irony is:
how much do we really communicate?

Let’s see: we have cell phones, pagers, emails, texts,
wireless, Bluetooth, Tweets, Facebook, LinkedIn, etc.,
but I feel that we actually do less communicating now
than we ever have. When was the last time you had a
fruitful conversation with a client, business associate
or even a family member?

Sure texts are and emails are fast and do the trick to
a certain extent, but honestly, I haven’t really talked to
some of my good friends for months, it seems. Perhaps
that’s my own fault. But when we can rely on swift
forms of communication, who needs the pomp and cir-
cumstance of actually verbalizing to one another, or
heaven forbid, meeting face to face? Perhaps I'm a little
old fashioned, but to me, it is always refreshing to get a
live person on the phone instead of somebody’s voice-
mail or an automated answering machine. And let’s not
forget about caller ID. Ever been screened?

Gosh, remember the days when a lunch or dinner
date were the norm, when hard work was done and
ideas were etched on a cocktail napkin?

Remember when a handshake and eye contact ac-
tually meant something?

I was reminded of this and started thinking about
the power of the “intimate conversation” theme
when I was New Orleans at the PHCC Connect Show.

I ran into so many great people in this industry and
thoroughly enjoyed everyone’s company.

Don’t underestimate the power of a trade show. I
know the economy is forcing some financial decisions
as far as traveling is concerned, but pick and choose
one or two that best suits you and the ones of which
you would find the most use. PHCC and QSC shows
are great for contractors. This month’s Greenbuild
show is always a hit. Next January, AHR hits Orlando
— one of the best shows of the year! RPA is a can’t-
miss for radiant gurus. And NAOHSM is the show for
the oil guys. KeBIS and IBS are shows that suit the re-
modeler or builder. And there are a handful of very
good solar shows out there — just GOOGLE them.

To reiterate: How vital is face-to-face communica-
tion? Last month I joined some of my contractor
friends in Boston for a Red Sox and Patriots game.
What can I say? I brought them good luck. The point
here is that my host, Mark Perrone, J.C. Cannistraro,
Watertown, Mass., was gracious enough to show Dick
Smith, Nagelbush Mechanical, Fort Lauderdale, Fla.,

From [ to r: Mark Perrone, Dick Smith and Sean McGin-
nis talk shop in the Plumbing Museum.

Say what? The more forms of communication,
the less we actually ‘communicate’

BY JOHN MESENBRINK,

Sean McGinnis, JJM Plumbing Co., Glendora, N.J.,
and me, his place of employment. And we spent some
good quality time in the adjacent Plumbing Museum
talking about the trade. Can’t do that in a text! W

Letter to the editor

Dear Tom Brown,

I just had to drop you a note after reading your
“Don’t count magazines out,” July 2009, editorial to
say, “You Rock!”

You know how I feel about print; you said it all,
and then some.

Sappi, the manufacturer of coated printing paper,
did a great brochure on print awhile back that had
this statement:

“What makes the magazine such a perfect device?
Being so targeted to a specific audience, magazines are
able to speak to readers on an individual level, making
it seem like — from cover to cover — it’s completely
and personally devoted to the one who holds it.”

It’s much the same argument you made in your
column.

And you are right: your readers DO read it. We
know, because as you know, we follow up for our
clients by calling your readers. They tell us what you
told your readers in your editorial — that magazines
reach a specific audience in a way that electronic
media can only hope to.

Thanks for being a print guy!

Sincerely,
Jim Nowakowski,
President, Interline Creative Group, Inc.
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All the hot water heaters in the world with PVC venting that are 98% efficient.
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Condensing 98 Tankless Water Heater

T emi sen

TNavieN

Where technology meets ecology.
800.519.8794 « NavienAmerica.com
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When You Could

DO THIS'

I B B VUWIEELWER
Uni-Flange Ball Valve

THE MOST OPTIONS
ANYWHERE
e Original Isolators
® Hi-Flow Drains
- 1 H PATENTED DESIGN : ROtating Flanges
' e Integral Check Valves
— —— e e T e Slotted Holes For High
' D - Velocity Pumps 2

i

E & Webstone’s valves are fantastic. They save me time, they

WA wrl:rﬁ.lnnm-:'ulvns.cuﬂl

save me money and when | see a boiler job installed without One Appian 8 1610
Webstone valves I always ask myself, is this contractor crazy? , Tel: (800) 225-9529

Brian Debeaver
Owner, Mile High Plumbing & Handyman Golden, CO

Fax: (800) 336-5133

Company, Inc.
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