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Twinco Supply Hosts 
Johnson Controls Expo

B&F/Johnstone Supply 
Hosts  EMME Event

L-R: Josh Solon, Michael Solon, 
Richard Trethewey and Charles Solon

Story & Scenes continued on page 12

continued on page 11

Twinco staff: Glenn Gorelik,Shamell Gadson,Dave Suskie,
Steve Bergman,Nick Terran,Anthony Gramlich, 

Bob Gramlich,Barry Gold,George Kairuz,Heather 
Finkelstein, Al Reanos,Jeff Manuel,Joe Bracero

Air Curtain Helps Casino’s 
Nightclub Add 5,000 s.f. of Space

ABCO and NY ACCA Sponsor 
“Night at the Mets”

Annual Event at CitiField Park
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2010 
Scholarship 

Winners 
Announced 

by 
PHCC 

Educational 
Foundation

2010 PHCC Education Foundation Scholarship Winners

The new Lava DanceClub 
virtually added 5,000 square 
feet of space for less than 
$5,000 by installing air curtains 
and creating a year-round, 
unobstructed passageway into 
an aesthetic outdoor courtyard 
at the Turning Stone Resort & 
Casino. 

Previously, the picturesque 
courtyard that borders the 
22,000-square-foot, two-story 
nightclub was uninvitingly ob-
structed by a 10 (h) x 20 (w)-
foot  automatic overhead door 
that was closed 90 percent 
of the year due to wind, cold 
or hot temperatures, energy 
losses, and fl ying insects such 
as moths and mosquitoes.  
Now air curtains disperse a 

Lava DanceClub at Turning 
Stone Resort & Casino 
adds aesthetic  waterfalls & 
refl ecting ponds of outdoor 
courtyard nine months/
year.

The New York Chapter of 
the Air Conditioning Contrac-
tors Association and ABCO 
Refrigeration Supply spon-
sored a “Night at the Mets” 

event recently. This was the
second time the event was
held in the beautiful new Citi-
fi eld Park.

Guests line up for free T shirts

Story & Scenes continued on page 4

Occasionally you run into a 
manager or business associ-
ate who presents a consider-
able challenge.

The challenge is dealing 
with someone who is margin-
ally competent and has little 
or no experience is the fi eld 
you are in, yet he persists 
in attempting to be the ex-
pert. Sadly, his superiors are 
conned into thinking that your 
performance would suffer 
without his intervention.

This type of person can 
be a boss or a customer, but 
either way they can offer a 
great deal of daily frustration 
unless they are dealt with 
early on in the relationship. 
As a business owner, that 
customer from hell can create 
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Go with the 
Full-Service Leader 

in the HVACR 
Industry.

The Plumbing-Heating-
Cooling Contractors Educa-
tional Foundation is proud to 
announce the winners of 2010 
scholarships awarded through 
the Foundation.  Four students 
were awarded a total of $9,000 
in scholarships funded by the 
Foundation, the South Jersey 
Mechanical Contractors As-
sociation, the PHCC Past Na-
tional Offi cers and the PHCC 
Auxiliary of Massachusetts.

Steven Beetz of St. Louis, 
Mo. has been awarded the 
2010 Charles F. Hiley Memo-
rial Scholarship, a $2,500 
award funded by the PHCC 
Educational Foundation and 
the South Jersey Mechani-

2010 Scholarship Winners Announced by PHCC Educational Foundation
cal Contractors Association.  
Steven is enrolled at Missouri 
University of Science & Tech-
nology to pursuing a 4-year 
degree in Mechanical Engi-
neering.  He was sponsored by 
PHCC member Daniel Beetz 
of Joseph H. Beetz Plumbing 
Co.

William Andrew Kibler 
of Winston-Salem, N.C., 
has been awarded a $1,500 
scholarship funded by the 
PHCC Educational Founda-
tion. William is enrolled at 
Appalachian State University 
pursuing a 4-year degree in 
Construction Management.  
He was sponsored by PHCC 
member Phillip Bodenheimer 

of Bodenheimer Plumbing 
Service Inc.

Jarad DeWolfe of Boylston, 
Mass., has been awarded a 
$2,500 scholarship funded 
by the PHCC Past National 
Officers. Jarad is enrolled 
at Flagler College pursuing 
a four-year degree in Busi-
ness Administration/Manage-
ment.  He was sponsored by 
PHCC member Joe Silk of 
G&L Plumbing. 

Jonathan Macone of 
Stoneham, Mass., has been 
awarded a $2,500 scholarship 
funded by the PHCC Auxil-
iary of Massachusetts and 
the PHCC Educational Foun-
dation. Jonathan is enrolled 

at Curry College to pursue 
a 4-year degree in Business 
Management and was spon-
sored by PHCC National Aux-
iliary member Anne Williams 
of F.A. Williams, Inc.

Eleven additional students 
received 2010 scholarships 
thanks to over $27,000 in fund-
ing provided by A.O. Smith 
Water Heaters, Bradford White 
Water Heaters and Delta Fau-
cet Company. 

A. O. Smith announced 
the winners of two $2,500 
scholarships for students 
pursuing plumbing-heating-
cooling related studies.  The 
Plumbing-Heating-Cooling 
Contractors (PHCC) Educa-

tional Foundation administers 
the scholarship program and 
is responsible for selecting the 
award winners. The scholar-
ship program is designed to 
attract the new talent essential 
to the future of the plumbing 
and HVACR industry.

“A. O. Smith is proud to 
sponsor these scholarships.  
The students receiving these 
awards will be the future lead-
ers of our industry and any-
thing we can do now to make 
them successful benefi ts all of 
us down the line,” said David 
Chisolm, A. O. Smith Brand 
Manager. 

The 2010 scholarship recipi-
ents are:

Adam Andrewjeski of Las 
Vegas, Nev. is enrolling at the 
University of California Berke-
ley to pursue a 4-year degree 
in Mechanical Engineering.

Paul Osborne of Arlington, 
Texas is currently enrolled in 
the PHCC of Texas four-year 
plumbing apprentice program, 
with an expected graduation in 
March 2013.

To qualify for a $2,500 schol-
arship, students must submit a 
detailed application including a 
letter of recommendation from 
an active member of the PH-
CC—National Association and 
enroll in a plumbing-heating-
cooling related course of study 
or apprentice program.  

Headquartered in Ashland 
City, Tenn., A. O. Smith Water 
Products Company is a lead-
ing manufacturer and marketer 
of residential and commercial 
water heaters and hydronic 
boilers. A. O. Smith offers 
contractors an additional com-
petitive advantage in that the 
company designs, builds, dis-
tributes and fi eld supports the 
world’s broadest and deepest 
line of residential and com-
mercial water heaters, as well 
as commercial boilers. This 
single-source concept simpli-
fi es ordering, installation and 
service and is backed by more 
than 70 years of research and 
innovation. For more informa-
tion, visit www.hotwater.com.          

Bradford White Corporation 
has provided $15,000 to sup-
port 2010 student scholarships 
through the Plumbing-Heating-
Cooling Contractors (PHCC) 
Educational Foundation and 
PHCC National Auxiliary.  The 
scholarships are designed to 
attract and support new talent 
that is essential to the future 
of the plumbing and HVACR 
industry.

$7,500 in Bradford White 
scholarships are awarded 
through the PHCC Educational 
Foundation.  The 2010 schol-
arship award recipients are:

Jason Todd Calhoun and 
Mark Christy, both of Carls-
bad, California.  Both are 
enrolled as second year ap-
prentices in the plumbing 
apprentice program offered 
by the PHCC of San Diego 
association chapter.  

Kevin Reich of Laurel, 
Maryland is enrolled at How-
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Johnstone Supply Holds 
First Ever "Duct-a-polooza"

To affi rm their position as 
a reliable source for duct 
supplies, Johnstone Supply 
held their First Ever DUC-
TAPOLOOZA.  Johnstone 
vendors who serve this mar-
ket came out to meet and 
talk with contractor custom-
ers in the greater-Stamford 
market.  

Contractors enjoyed a fi ne 
meal and learned about the 
comprehensive offering from 
Johnstone Supply and their 
vendor partners.  Vendors 
included: TruAire Grilles and 

Registers, Southwark Sheet-
metal, Hardcast, Malco Tools, 
Day and Night HVAC Equip-
ment, Honeywell Zoning, Nu-
Calgon, RGF, Quietfl ex, and 
AirTec. 

Rob Dominice, Operations 
Manager for Johnstone said, 
“We’ve been stocking these 
products for some time, and 
we see an opportunity to 
showcase our position in the 
Stamford market as a reliable 
and competitive source for 
metal, grilles, flex duct and 
related products.”

Ray Kernagis, Vice Presi-
dent of Supply Chain Services 
from Johnstone’s Corporate 
Offi ce was in attendance.  Ray 
added, “We are pleased to 
support the Connecticut group 
via our regional distribution 
center in Allentown, PA.  They 
have the luxury and conve-
nience of buying as needed to 
satisfy regional demand.  We 
are pleased to be part of this 
event and talk with customers 
about the myriad of services 
and products available from 
Johnstone.

an unpleasant situation, and 
most often the solution is to 
break away and let someone 
else deal with them. If you 
are an employee suffering 
through this sort of problem, 
you eventually quit.

The important factor is to 
recognize that the time has 
come to make a move. Life 
offers enough frustrations 
without prolonging an agony 
that you can control by break-
ing away. This, of course, 
should be the last resort after 
attempting to come to terms 
with an amateur.  I have found 
that there are fewer in this in-
dustry than in others, perhaps 
because experienced people 
are hard to come by.

Occasionally the novice, 
which is the biggest offender, 
slips through the cracks and 
finds himself in this busi-
ness. He proceeds to invoke 
whatever false sense of what 
should be and attempts to 
change an industry wide at-
titude in a short amount of 
time. Amazingly, his superiors 
are initially fooled into thinking 
that this person can turn a 
business around and produc-
ing all sorts of casualties in 
his wake.

The only effective way to 
manage is with the coop-
eration of all involved. And 
all must have confi dence and 
respect for the person running 
the show or suffer the conse-
quences.

The important thing to re-
member is that what goes 
around comes around. If you 
hang in and maintain your 
professionalism, that client, 
boss or customer will see the 
light, or be forced to move 
on. If he doesn’t, then you 
should.

The 
Empire/
Metro 

NY HVAC 
Insider 
Wants 
Your 

NEWS!
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Twinco Supply recently hosted a Johnson Controls 
Expo. The event was held on September 16th at the 
LaGuardia Marriott Hotel. 

Technicians, Engineers, Estimators, Pur-
chasing, Office Staff and Facility Managers 
were invited for a great opportunity to see 
the complete product line and get hands on 
experience.

Johnson technical and sales engineers along 
with the Twinco Staff were on hand to display 
and exhibit the total Johnson Controls product 
offering, including: TEC Zoning; VFD’s; Water 
Regulating Valves (R410A);Direct Coupled 

Actuators, Ball,  Globe, Butterf ly and Zone 
Valves; System 450 Controllers, Head Pres-
sure Controllers and FX Products including 
Wireless.

Guests viewed and learned about the latest series 
in modular controls and the vast number of features 
available. Johnson technical staff presented the lat-
est technology available with zoning controls and 
wireless technology. In addition to the seminars, all 
the latest and greatest products were showcased in 
a separate exhibit area.

Complete Control System Design, Panel Design 
and Fabrication with Wiring Diagrams are available 

at Twinco.  
Twinco Supply is based in Huntington Sta-

tion and has branches in Long Island City and 
Manhattan.  Twinco was established in 1991 
by Hal and Steve Bergman, specializing in 
products and services to fulfill the automatic 
temperature control needs of the HVAC me-
chanical contractor.

Their many years of experiences full line wholesal-
ers of air conditioning and refrigeration equipment 
and supplies provided the background to develop a 
supply house.

For more information call 631-547-1100.

Twinco Supply Hosts 
Johnson Controls Expo

Twinco staff: Glenn Gorelik,Shamell Gadson,Dave 
Suskie,Steve Bergman,Nick Terran,Anthony Gramlich, 
Bob Gramlich,Barry Gold,George Kairuz,Heather 
Finkelstein,Al Reanos,Jeff Manuel,Joe Bracero

Tom Smith and Dan Preston 
of Johnson Controls

Steve Monkiewicz 
of Johnson Controls

At the sign-in table: seated left – Anthony Gramlich 
of Twinco and Dave Suskie of Johnson Controls. 
Standing behind them are Heather Finkelstein and 
Steve Bergman.

The latest in Johnson Controls 
products were on display.

Guests enjoyed a great buffet dinner.

Job Bulletins and Calendar Items 
in the INSIDER  are FREE! 

send to fredmartel@comcast.net
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LONG ISLAND
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LONG ISLAND CITY
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NEW at TWINCO!

THE RIGHT PRODUCTS. THE RIGHT WAY TO DO BUSINESS.

PACKAGE ROOFTOP UNITS SPLIT SYSTEM UNITS

3-PHASE 
SPLIT 

SYSTEMS

• 3-PHASE MULTI-POSITION AIR HANDLERS

• TAA AIR HANDLERS

• UNIT HEATERS

• GAS & ELECTRIC FURNACES

PACKAGED UNITS

AIR CONDITIONERS

&
HEAT PUMPS

GAS & 
ELECTRIC 
FURNACES

2010 Scholarship Winners Announced by PHCC Educational Foundation
ard Community College and 
will be transferring to the Uni-
versity of Maryland to complete 
a 4-year degree in Mechanical 
Engineering.

“The professional contrac-
tors who install Bradford White 
Water Heaters every day make 
our support of these awards 
possible,” said Fred Vattimo, 
Director – Corporate Advertis-
ing for Bradford White.  “Being 
a major supporter of education 
for current and future profes-
sional contractors is an easy 
choice for us.”

The remaining $7,500 in 
Bradford White’s scholarship 
support is awarded through 
the PHCC National Auxiliary, 
with winners to be announced 
during the PHCC—National 
Association convention, CON-
NECT 2010, in Las Vegas, 
October 27-30.

Bradford White Corporation 
is a full line manufacturer of 
residential, commercial and 
industrial products for water 
heating, space heating, com-
bination heating and storage 
applications. The Company 
is headquartered in Ambler, 
PA and has manufacturing fa-
cilities in Middleville, MI, Niles, 
MI, and Rochester, NH and a 
distribution center in Missis-
sauga, ON Canada.

Today Delta Faucet Com-
pany announced the winners 
of six $2,500 scholarships for 
students pursuing plumbing-
heating-cooling related stud-
ies.  The Plumbing-Heating-
Cooling Contractors (PHCC) 
Educat ional  Foundat ion 
administers the scholarship 
program and is responsible 
for selecting the scholarship 
award winners.

Delta Faucet Company has 
sponsored scholarship awards 
through PHCC each year 
since 1986.  2010 marks the 
25th year of support, with a 
total of $375,000 awarded to 
150 students pursuing studies 
in the plumbing, heating, cool-
ing industry.   

“Reaching a 25 year mile-
stone of continuous support 
for our scholarships makes it 
clear that Delta Faucet is in 
the contractor’s corner and 
supporting education for the 
future of our industry,” said 
Foundation Chairperson Bill 

Jones.
“Educat ion is the best 

solut ion for keeping our 
industry up to speed on 
the rapid changes taking 
place in our markets,” said 
Jon Dartt, vice president of 
trade sales for Delta Faucet 
Company.  “Delta Faucet is 
happy to be celebrating 25 
years of helping students 
get started on their industry 
careers with a sound edu-
cation.”  

The following students were 
awarded 2010 scholarships: 

Ryan Calhoun of Haltom 
City, Texas, is currently en-

rolled in the PHCC of Texas 
four-year plumbing apprentice 
program, with an expected 
graduation in March 2012.

Steven Chase of Clinton, 
Mass., is enrolled at Went-
worth Institute of Technology 
pursuing a 4-year degree in 
Construction Management.  

Michael Mattern of Attica, 
Ind. is enrolled at Purdue 
University pursuing a 4-year 
degree in Building Construc-
tion Management.

Colin Mohnacs of Wood-
bridge, Va., is enrolled at 
Washington & Lee University 
pursuing a 4-year degree in 

Mechanical Engineering.
Angela Rich of Macki-

naw, Ill., is currently attending 
Bradley University, pursuing a 
4-year degree in Construction 
Management.  Her anticipated 
graduation date is May 2011.

Ethan Scurlock of Jack-
son, OH, will be entering a 
5-year plumbing apprentice 
program this fall with the lo-
cal plumbers and pipefi tters 
union.

Delta Faucet Company is 
one of the largest U.S. manu-
facturers of residential and 
commercial faucets.  The 
company manufactures the 

Delta®, Brizo® and Peerless®

faucet brands.
The PHCC Educational 

Foundation, a partnership of
contractors, manufacturers,
and wholesalers, was founded
in 1987 to serve the plumbing-
heating-cooling industry by
preparing contractors and their
employees to meet the chal-
lenges of a constantly chang-
ing marketplace.  Students
interested in pursuing a career
in the plumbing or HVACR
professions are invited to visit
www.phccweb.org/founda-
tion for information on 2011 
scholarships.
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66 Brockway Place
White Plains, NY 10601

914-285-9244
www.johnstonesupply.com

®

Air Conditioning & Heating
GMVC95 Gas Furnace

Up to 95% AFUE Performance • Multi-Position Installation
Two Stage • Variable Speed

ComfortNet™ Communications System Compatible

Outstanding Warranty Protection
• Dual-Diameter Tubular Heat Exchanger
• Effi cient, Quiet Variable-Speed Circulator Motor
• ComfortNet Commications System
• Long life, Durable Silicon Nitride Igniter System
• Electronic Control Board with Self-Diagnostics
• Auto-Comfort Mode for Enhanced Dehumidifi cation
• Run-Tested at Factory Prior to Shipment

We are a Certifi ed NYS MWBE - Woman Owned Business

uniform curtain of air that’s 
easily walked through by pa-
trons, but resistant to outdoor 
environmental forces.  

Installing air curtains were 
the brainchild of the Verona, 
N.Y.-based Turning Stone’s ar-
chitectural department, which 
also oversaw the design and 
construction of fi ve golf cours-
es, casino, conference center, 
5,000-seat auditorium, sports 
complex, four hotels, and other 
amenities of the 1,200-acre 
facility which participates in 
the Audubon Cooperative 
Sanctuary Program and is an 
enterprise of the Oneida Indian 
Nation.  

Now the ability to walk un-
obstructed between the club 
and courtyard more than nine 
months out of the year is the 
Lava DanceClub patrons’ sec-
ond favorite feature next to the 
huge 2,000-square-foot wood 
dance fl oor and incomparable 
sound system, according to 
Jerry Marrello, operations 
manager. The walled court-
yard’s two ponds, a waterfall, 
six fabric cabanas and a me-
andering stone path through 
garden-like grounds offer a 
woodsy, starry contrast to the 
plush hot red interiors and 
furniture, faux lava fl ow fl oor 
coverings, mood-lit sconces, 
and dance floor light show. 
“The courtyard is visually 
beautiful especially with the 
lit waterfall and it’s just like 
having another 5,000-square-
foot room added to the club,” 
said Marrello. “The doorway is 
unnoticeable when open and I 
get comments all the time that 
people walk toward what they 
think is another room and sud-
denly they’re outside.”

The two custom air curtains, 
manufactured by Berner In-
ternational, New Castle, Pa., 
work in tandem as one unit 
simply controlled by a single 
control panel and a door-
activated switch requested  
by manufacturer’s represen-
tative, Liberty Electric Sales, 
Inc., East Syracuse, N.Y.  The 
customization also includes a 
variable frequency drive (VFD) 
that allows a multitude of fan 
speeds from the six ½-hp. 
motors. “It gives us fl exibility 
to tune the air velocity so it’s 
effective, but also not disturb-
ing to the patrons,” said Mike 
Vaccaro, director of facilities. 

The air curtains also employ 
two 12 x 144-inch hot water 
coils supplied by the building’s 
natural gas-fired, domestic 
hot water and hot water heat-
ing boiler manufactured by 
Cleaver-Brooks, Milwaukee, 
Wis. The air curtains provide 
thermostatically-controlled 
supplementary heat regard-
less of whether the door is 
open or closed. 

Air curtain technology draws 
interior air from the facility and 
discharges it through fi eld-ad-
justable (+/-20 degree) linear 
nozzles to produce a non-
turbulent air stream that meets 
the fl oor approximately at the 

Air Curtain Helps Casino’s Nightclub Add 5,000 s.f. of Space for less than $5,000

Looking from courtyard towards 
doorway Air Curtain protects

Ethnic Dancing in Courtyard 
with open door to Lava.

threshold of the door open-
ing. Temperature differences 
and prevailing wind conditions 

that cause the majority of air 
exchange are neutralized, 
therefore resulting in minimal 

energy loss across the open-
ing. An air curtain can contain 
approximately 70 to 80 percent 

of that air and return it to the
space. Lava DanceClub’s air
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curtains offer a green benefi t of 
saving approximately $8,000 
annually in heating/cooling 
costs. Because the air curtain 
discharges at velocities gen-
erally in the range from 3,000 
to 6,500 ft/min., the strong 
airstream shield prevents out-
side air and even fl ying insect 
infiltration. The air curtains 
also prevent outdoor cigarette 
smoke from infi ltrating the no-
smoking club’s interiors. 

According to Vaccaro, who 
has witnessed air curtains for 
years in their more convention-
al usage of industrial shipping 
bays as fl ying insect deterrents, 
today’s trend toward advanced 

controls resulting in better en-
ergy conservation makes air 
curtains candidates for new 
applications such as restaurant 
doorways, retail stores and 
other commercial applications. 
“Because they are excellent 
at saving energy, I wouldn’t 
be surprised to see them go-
ing into the residential market 
some day,” said Vaccaro. 

At a price of less than $5,000 
for the air curtains, the Lava 
Nightclub essentially added 
5,000-square-feet of space 
by opening its courtyard to 
patrons nearly year-round 
for less than $1 per square 
foot. 

continued from page 7

Air Curtain Helps Casino’s Nightclub

Selling the Value Added
by Fred Martel

Salesman toSalesman

“Sell the Sizzle not the 
Steak” Everyone has heard 
this line, and it works – if 
you create the sizzle.

The average home or 
building owner is not get-
ting the “warm and fuzzy” 
f r o m  f e a t u r e s  t h a t  y o u 
think are a big deal. You 
have  to  c rea te  the  s iz -
z le  before  you can se l l 
i t .  Your approach has to 

be more about them, i.e. 
c o m f o r t ,  e c o n o m y  a n d 
service. What can you do 
for them?

T h e  h a r d e s t  p o i n t  t o 
teach sales people is to 
believe that the customer 
real ly  wants to be sold. 
There is an element of fear 
about parting with money 
without being completely 
comfor tab le  that  makes 

consumers put the sales-
man through hell. You must 
be  ab le  to  see  th rough 
this and create a comfort 
zone between you, your 
company and associated 
products in order to push 
them over the edge.

O n e  o f  t h e  r e a s o n s 
that radiant floor heating 
gained popularity in “cold 
country” is the puppy dog 
factor. Consumers see a 
picture of the family dog 
on a tile floor with the kids 
by the window and snow is 
falling outside and – forget 
the price – they want i t ! 
We were selling comfort – 
at three or four times the 
price in many cases – be-
cause sizzle sells. When 
the sizzle includes energy 
savings as well, you have 
a winner.

In this economy you have 
to get creative in order to 
surv ive.  I f  the products 
you sell do not have sizzle, 
get some. If your servic-
es aren’t creating sizzle, 
change the way you do 
business. People will buy 
when you present a pack-
age that makes sense.

Do some products sel l 
themselves? NO. I t  only 
seems that way when the 
sa lesman i s  as  exc i ted 
about the offering as the 
pe rson  who  c rea ted  i t . 
Don’t be afraid to push. All 
they can say is no.

Support 
Your 
Local 

HVAC/R 
Assoc. 

or 
Group
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Statement By 
Stuart S. Zisholtz, Esq. 

Discharging or Vacating 
a Mechanics Lien

For information about 
all of the 

HVAC INSIDER 
Newspapers visit:

www.hvacinsidernews.com 

For information about 
the Empire/Metro 

New York 
HVAC INSIDER visit:

www.NYHVACInsider.com

On a regular basis, our 
o f f i ce  rece ives  ca l l s  to 
f i le mechanic 's l iens for 
general contractors, sub-
contractor, suppliers, etc. 
In addition to the services 
we perform for the lienors, 
we also get multiple calls 
from general contractors, 
subcontractors,  owners, 
etc., disputing claims and 
requesting guidance as to 
how to remove a mechan-
ic's lien filed by someone 
else.

There are multiple ways 
in which a mechanic's lien 
cou ld  be  d ischarged or 
vacated. A mechanic's lien 
is valid for one year and 
will expire as of right if not 
renewed. This option re-
quires the owner, general 
contractor, etc. to wait an 
entire year to see whether 
the l ienor commences a 
foreclosure action or re-
news the mechanic's lien.

Another method requires 
the owner or general con-
t r a c t o r  t o  s e r v e  a  N o -
t ice to Foreclose on the 
lienor forcing the lienor to 
commence a foreclosure 

proceeding or suffer the 
harsh remedy of  having 
h i s  l i e n  r e m o v e d .  I f h e 
commences a foreclosure 
action, he will mostly likely 
file a Notice of Pendency 
which will extend the lien 
for three years. If he does 
not commence a foreclo-
sure action, an application 
may be filed with the Court 
seeking to vacate the me-
chanic's lien.

Another option available 
to the owner or  general 
contractor is to bond the 
mechanic 's  l ien .  In  th is 
s c e n a r i o ,  t h e  b o n d  r e -
places the real property 
as the asset. When bond-
ing the mechanic 's l ien, 
collateral must be posted 
and the bond is issued in 
an amount of 110 percent 
of the lien.

In a recent decision, a 
general contractor sought 
to bond a mechanic's lien 
f i led by a subcontractor 
by utilizing a surety com-
pany unauthorized to do 
business within the State 
of New York. Initially, the 
C le rk  o f  the  Cour t  d i s -

charged the lien when the 
bond was filed.

However, the Appellate 
D iv i s ion  found  tha t  the 
County Clerk erroneously 
discharged the lien based 
upon a false certification 
by the surety that it was 
authorized to do business 
in  New York .  S ince  the 
procedures of the Lien Law 
must be strict ly fol lowed 
the discharge of the l ien 
without a Court Order vio-
lated the provisions of the 
Lien Law and the Court was 
empowered to reinstate the 
mechanic's lien.

I t  is imperat ive, there-
fore, that if you are seeking 
a surety bond to discharge 
the mechanic 's l ien that 
you ut i l ize a surety that 
is licensed to do business 
wi th in the State of  New 
York. Otherwise, your abil-
ity to do so may be futile.

R e m e m b e r,  n e v e r  l e t 
your lien time expire!!

F o r  a  f r e e  c o p y  o f  a 
pamphlet pertaining to me-
chanic's liens and payment 
bond claims, kindly contact 
me or the Association.

Read about
Local 

& 
National Industry 

News and
New Products in the 

INSIDER!
For subscription information,  please 
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The marketing efforts of everyone involved in or-
ganizing this event paid off as close to 1,000 ACCA 
members and their families converged at the new 
CitiField Park to watch the Mets play the Reds.  
ABCO had one of their trucks parked outside and 
handed out free tee shirts to ACCA members who 
attended.

This years’ attendance was excellent and John 
DeLillo the Executive Director of the organization 
was very pleased with the turnout.

ACCA’s mission is to help the best HVACR con-
tractors in the country acquire, serve and satisfy 
customers.  We’re a non-profi t association whose 
only goal is the success of the HVACR contracting 

industry we’ve served for over thirty years.  ACCA 
members gain access to resources and tools un-
matched anywhere else.  These resources help 
members grow their businesses and expand their 
profi ts. 

For more information, visit the NY Chapter’s web 
site at www.accany.org.

Guests show off  their T shirts.

ABCO and NY ACCA Sponsor 
“Night at the Mets”
Annual Event at CitiField Park

Kyla Cesiro Memo from the Suffern Branch of ABCO 
in the back on the right with friends.

John DeLillo is the Executive Director of 
the Greater New York chapter of ACCA

Fans of all 
ages attended.

Judy Scharfman

Taien Lewis’ (ABCO) childrenGuests line up 
for free t-shirts.
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confidential .   E-mail re-
sume or call: claplante@
meiersupply.com or call 
518-489-0010. Att Chris 
LaPlante

INSIDE/OUTSIDE 
SALES 
(072110)
Baker Distr ibut ing Com-
pany, a national wholesale 
H VA C / R  d i s t r i b u t o r,  i s 
seeking outside and inside 
sa lespeop le  to  jo in  our 
team. Due to  cont inued 
g row th  and  expans ion , 
sales positions are avail-
able throughout the coun-
try. We offer a competitive 
sa lary  p lus  commiss ion 
and  exce l l en t  bene f i t s . 
3+ yrs sales exp. and a 

Job BulletinJob Bulletin
DISPATCHER (020810)
Needed for growing PTAC, 
w a t e r  s o u r c e ,  f a n  c o i l 
contractor. Minimum five 
years exper ience in the 
related area. Compensa-
tion related to experience. 
S o l i d  p a r e n t  c o m p a n y 
support ing th is div is ion. 
Send information to ser-
vice@diamond iceairso-
lutions.com.

HVAC/R INSIDE SALES 
(052810)
H VA C / R  W h o l e s a l e r  i n 
t h e  A l b a n y  a r e a  s e e k s 
a n  i n s i d e  s a l e s p e r s o n 
with experience. Lots of 
potential for growth with 
t h i s  e m p l o y e e  o w n e d 
company !  Rep l i es  kep t 

p r o v e n  t r a c k  r e c o r d  i n 
generating new business 
in  the HVAC/R Indust ry 
preferred.  Please send 
letter of interest or re-
sume to Rose Ragadio at 
rragadio@bakerdist.com 
or fax to 904-407-8423. 
www.bakerdist.com 

OUTSIDE SALES 
(072110)
We seek an aggress ive 
and h igh ly  pro fess iona l 
with a proven sales back-
ground in the HVAC, Radi-
ant and Plumbing industry. 
We offer a comprehensive 
benefits package includ-
ing health, dental, vision 
and 401K. Please e-mail 
resume to sales@therm-

coreps.com. THERMCO 
-  NY,  Long Is land and 
Westchester areas.

SR. SALES REP  
(032610) 
Sweeney Rogers Geraghty, 
www.sweeneyrogers.com,  
a leading Manufacturer's 
Representative of plumb-
ing & HVAC products, is 
seeking an exper ienced 
SR. Sales Rep for Maine. 
E x p e r i e n c e  t o  i n c l u d e 
manag ing  who lesa le r s , 
contractors and engineers 
with a high degree of tech-
nical and sales skil ls. All 
in te res ted  cand ida tes 
should email a resume to 
psweeney@sweeneyrog-
ers.com EOE

B&F/Johnstone Supply hosted a customer train-
ing event showcasing the EMME (Energy Manage-
ment Made Easy) portfolio of products on Tuesday, 
September 7th at the Doubletree hotel in Norwalk, 
Connecticut.

The special guest speaker was noted television 
personality, from Ask This Old House, Richard Tre-
hewey.  Rich’s agency, RST Thermal, is the local 
manufacturer’s rep for EMME products.  They have 
partnered with B&F/Johnstone Supply to exclusively 
bring the EMME products to market in both Con-
necticut and New York.  

The standing room only crowd was impressed with 

the functionality of the EMME product offering and 
enjoyed the easy presentation style of Richard and 
EMME’s Vice President of Business Development, 
Jon Broduear.  Josh Solon, of B&F/Johnstone Supply, 
summarized the event by saying, “B&F/Johnstone is 
very excited to bring the EMME products to market 
and partner with a fi rst-class rep like Richard and the 
team at RST.  The customers who came out tonight 
have a strong product to offer to their residential and 
light commercial customers that address a profi table 
niche – an energy management system that is afford-
able for most budgets, is compatible with most types 
of HVAC equipment, and is easy to use.”

Keith Northey, B&F/Johnstone Supply’s Vice 
President of Sales and Marketing in Connecticut, 
added, “EMME brings the best of commercial en-
ergy management systems to the residential and 
light commercial markets at a price point that is 
agreeable.  We are very excited to partner with our 
customers, providing support on all levels of sales 
and installation processes, to add a profi table, timely 
product to their comfort solution offering.”

EMME offers whole-home and light commercial 
energy management systems, including zoning, wire-
less technology, power monitoring and beyond and 
is distributed through B&F/ Johnstone Supply.  

B&F/Johnstone Supply 
Hosts  EMME Event

Trish Gooding 
and Josh Solon

Richard Trethewey conducts class 
on My Temp zoning Systems

Jon Brodeur holds a class 
on the EMME control.

Richard Trethewey conducts class 
on My Temp zoning Systems

Right: Jon Brodeur with EMME.  He is showing the 
features of the EMME energy management system.
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Honeywell Unveils Prestige IAQ Programmable Thermostat
Two-Wire Installation Cuts Contractor Installation Time

Honeywell has introduced 
the Prestige® IAQ, a complete 
multi-stage system and IAQ 
control that installs with two 
wires. The two-piece design 
includes the thermostat and 
an equipment interface mod-
ule (EIM) and communicates 
with each other using proven 
Honeywell RedLINK™ wire-
less technology. 

“Prestige IAQ makes it ef-
fortless to install upgraded 
systems and control both tem-
perature and IAQ accessories 
all from a single device,” said 
John Tyhacz, vice president 
and general manager for Hon-
eywell’s Home Comfort and 

Energy Systems business. 
“Two-wire installation not only 
saves contractors time and 
labor hours, it also helps re-
duce their risk when bidding 
a job. When a job calls for 
multi-stage equipment - or a 
heat pump - additional wires 
won’t have to be pulled.”

Connecting with custom-
ers after initial installation 
helps drive additional service 
revenue for contractors. Pres-
tige IAQ can help contractors 

achieve this by reminding 
homeowners when it’s time 
to replace their furnace fi lter, 
humidifier pad or ultraviolet 
(UV) lam. It can remind them 
to schedule a spring or fall sys-
tems check. Up to 10 remind-
ers can be set from either pre-
set options or ones created 
by the contractor. Automated 
messages direct homeowners 
to a screen with their contrac-
tor’s full color company logo, 
phone number and Web site.

Honeywell introduced the 
Prestige in late 2008. The 
industry’s fi rst full-color, high-
definition, wireless-enabled 
thermostat, Prestige’s patent-
ed, interview-based interface 
walks a homeowner through 
the set-up process by asking 
a series of questions such as 
“what time does the fi rst per-
son wake-up in the morning?” 
or “what time do you go to 
sleep at night?” The answers 
help the thermostat program 

itself – no owner’s manual
needed.

When used as directed, 
Honeywell estimates that ho-
meowners can cut annual
heating and cooling costs by
up to 33 percent – or $200
each year – depending on
geographic location.

To learn more about Prestige 
and other energy-saving Hon-
eywell products for the home,
visit http://www.yourhome.
honeywell.com.

John Guest 
USA Offers 

Speedfit Pipe 
Repair Kit
Versatile Repair Kit 

Makes Replacing Burst 
or Damaged Pipe Quick & 
Easy. No Tools Required

John Guest USA has in-
troduced a new Speedfit® 
Pipe Repair Kit that provides 
a quick and easy method of 
replacing burst or damaged 
pipe without the need to alter 
existing pipe work. 

Available in ½” CTS and ¾” 
CTS, the Speedfi t Pipe Repair 
Kit is easy to install and, like all 
John Guest products, does not 
require the use of tools

The Speedfi t Pipe Repair Kit 
is ideal for use with rigid pipes 
which do not allow for move-
ment. The Kit can be used with 
copper, CPVC or PEX pipe.

Also available from John 
Guest USA is a Slip Tee Con-
nector, which allows the in-
staller to tee off from rigid pipe. 
The Slip Tee Connector can be 
used with the Pipe Repair Kit 
when replacing damaged pipe 
or when the need arises to add 
another plumbing branch.

For more information, please 
visit www.johnguest.com
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 DATE:  October 11, 2010
 EVENT:  ACCA Manual S
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ    
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 11, 2010
 EVENT:  ACCA Manuals
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC-Mount Laurel, NJ
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  Oct 11-15, 2010
 EVENT:  AO709 Special Piping
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  October 12, 2010
 EVENT:  410A Safety & Training
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  DASCO Supply - Lakewood, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 12, 2010
 EVENT:  Oil Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Universal Supply - Hawthorne, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE: October 12, 2010
 EVENT: FloPro Software
 SPONSOR: Emerson Swan
 LOCATION: Randolph, MA
 CONTACT: 781-986-2000 ext 108

 DATE: Oct 12 –14, 2010
 EVENT: Boiler Performance Optimization
 SPONSOR: Mestek Institute
 LOCATION: Mississauga, ON, Canada
 CONTACT: Janine Pedro 413-564-5779

 DATE:  October 12, 2010
 EVENT:  Chimney & Venting Products
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  631-585-6800

 DATE:  October 12, 2010
 EVENT:  EPA 608 Preparation & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  RAL Supply - Middletown, NJ
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 13, 2010
 EVENT:  ACCA Manual J V* AE
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Aaron & Co. - Piscataway, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 14, 2010
 EVENT:  rAy Boilers
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  631-585-6800

 DATE:  October 14, 2010
 EVENT:  ECM Motors Training
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Nutley Supply - Montville, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE: October 14, 2010
 EVENT: Basic Electricity & Hydronics
 SPONSOR: Emerson Swan
 LOCATION: Randolph, MA
 CONTACT: 781-986-2000 ext 108

 DATE:  October 15, 2010
 EVENT:  Uponor WEBINAR
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  www.walesdarby.com

 DATE:  October 16, 2010
 EVENT:  Gas Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ    
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 18, 2010
 EVENT:  Uponor WEBINAR
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  www.walesdarby.com

 DATE:  October 18, 2010
 EVENT:  Gas Combustion Fundamentals
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557 

 DATE:  October 19, 2010
 EVENT:  Future of DHW Technology
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  631-585-6800

 DATE:  October 19, 2010
 EVENT:  Airfl ow & System Charging
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Aaron & Co. - Piscataway, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 19, 2010
 EVENT:  Free Electrical Controls Course
 SPONSOR:  New England HVAC Seminars
 LOCATION:  Bedford, NH
 CONTACT:  www.eventbrite.com/org

 DATE:  October 19, 2010
 EVENT:  Circuitry & Troubleshooting
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557 

 DATE:  October 19, 2010
 EVENT:  Basic Furnace Seminar
 SPONSOR:  B&F Johnstone Supply
 LOCATION:  Farmingdale, NY
 CONTACT:  631-293-2566

 DATE:  October 19, 2010
 EVENT:  Heat Pump Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ    
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 20, 2010
 EVENT:  Oil Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Nutley Supply - Hillsborough, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 20, 2010
 EVENT:  Hydronic Controls Circuitry
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557 

 DATE:  October 20 & 21, 2010  (AC/HP)
 EVENT:  NATE Certifi cation Review & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Universal Supply - Hawthorne, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 21, 2010
 EVENT:  Free Refrigerant Course
 SPONSOR:  New England HVAC Seminars
 LOCATION:  Bedford, NH
 CONTACT:  www.eventbrite.com/org

 DATE:  October 21, 2010
 EVENT:  Gas Heating Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557 

 DATE:  October 21, 2010
 EVENT:  Basic Furnace Seminar
 SPONSOR:  B&F Johnstone Supply
 LOCATION:  Farmingdale, NY
 CONTACT:  631-293-2566

 DATE:  October 21 & 22, 2010  (AC/HP)
 EVENT:  NATE Certifi cation Review & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  DASCO Supply - Lakewood, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 22, 2010
 EVENT:  Gas Heating Adv Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557 

 DATE:  October 26, 2010
 EVENT:  Hydronics
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ    
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 26, 2010
 EVENT:  410A Safety & Training
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  RAL Supply - Middletown, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE:  October 26, 2010
 EVENT:  TracPipe Orientation
 SPONSOR:  Wales-Darby New York
 LOCATION:  Islandia, NY     
 CONTACT:  631-585-6800

 DATE:  October 26, 2010
 EVENT:  Circuitry & Troubleshooting
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Capco in Woburn, MA
 CONTACT:  401-437-0557 

 DATE:  October 26, 2010
 EVENT:  Oil Burner Class
 SPONSOR:  New England HVAC Seminars
 LOCATION:  Bedford, NH
 CONTACT:  www.eventbrite.com/org

 DATE: October 26, 2010
 EVENT: Domestic Hot Water
 SPONSOR: Emerson Swan
 LOCATION: Randolph, MA
 CONTACT: 781-986-2000 ext 108

 DATE:  October 27, 2010
 EVENT:  Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Capco in Woburn, MA
 CONTACT:  401-437-0557 

 DATE:  October 20 & 21, 2010  (Gas)
 EVENT:  NATE Certifi cation Review & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  DASCO Supply - Lakewood, NJ   
 CONTACT:  800-247-6547 www.eh-cc.org

 DATE: October 28, 2010
 EVENT: Radiant 101
 SPONSOR: B&F/Johnstone Supply
 LOCATION: Farmingdale, NY
 CONTACT: 631-293-2566

 DATE:  October 28, 2010
 EVENT:  Advance Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Capco in Woburn, MA
 CONTACT:  401-437-0557 

 DATE:  October 28, 2010
 EVENT:  Gas Heating Class
 SPONSOR:  New England HVAC Seminars
 LOCATION:  Bedford, NH
 CONTACT:  www.eventbrite.com/org

 DATE:  November 1-5, 2010
 EVENT:  Oil Burner Controls
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  November 2 - December 16, 2010 T-TH
 EVENT:  Basic Refrigeration
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  November 2, 2010
 EVENT:  Financial Management Workshop
 SPONSOR:  B&F Johnstone Supply
 LOCATION:  Farmingdale, NY
 CONTACT:  631-293-2566

Empire/Metro New York 
HVAC Insider Bulletin Board

Empire/Metro New York 
HVAC Insider Bulletin Board

Job Bulletins and Calendar Items in the INSIDER are FREE!
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Johnson Controls Updates York In Home Selling Tool
Improved savings calculator uses regional energy rates for more accurate estimates

Johnson  Con t ro ls  an -
nounced  upda tes  to  i t s 
Yo rk® In  Home Se l l i ng 
Tool .  In addi t ion to cur-
rent product information, 
the revised tool provides 
York dealers with access to 
utility rates in their region, 
enabling them to offer ho-
meowners a more accurate 
estimate of energy savings 
associated with a particular 
heat ing,  vent i la t ion and 
a i r -condi t ion ing (HVAC) 
system.

“In the past, the energy 
savings calculator rel ied 
on stat ic, national ut i l i ty 
rates that were published 
in 2001,” explained Natalie 
DeRousse, sales and UST 
training manager, Johnson 
Controls. “The upgraded 
In Home Selling Tool gives 
dealers the ability to enter 
current electric and natural 
gas utility rates for the re-
gion in which a customer’s 
home is located. The result 
is a more accurate est i-
mate of savings, tailored 
to the region where the 
homeowner lives.”

According to DeRousse, 
the new version of the In 
Home Se l l ing  Too l  a lso 
includes two new videos 
- one that discusses the 
federal tax credit that ex-
pires Dec. 31, 2010, and 
another that looks at hybrid 
systems.

“As homeowners look for 
ways to conserve energy 
and  reduce  the i r  u t i l i t y 
bil ls, hybrid systems are 
g a i n i n g  i n  p o p u l a r i t y, ” 
she said. “So, we added 
a short movie on the sub-
ject ,  as wel l  as a v ideo 
that explains the federal 
t ax  c red i t  p rog ram,  a l l 
in an effort to help hom-
eowners select the system 
that is most appropriate 
for their particular circum-
stances.”

First introduced in 2007, 
the In Home Selling Tool is 
a stand-alone interactive 
questionnaire that is de-
signed to inform and edu-
cate homeowners about 
all aspects of their home 
comfort systems and the 
benefits provided by prop-
er,  p ro fess iona l  sys tem 
speci f icat ion and instal-
lation. The questionnaire 
runs from a dealer’s laptop, 
so it can be completed by 
the homeowner during an 
in-home sales or service 
call.

Quest ions examine in-
formation about the house 
and  the  ex i s t i ng  HVAC 
system, help to  ident i fy 
h o m e o w n e r  n e e d s  a n d 
ask the homeowner to rate 
preferences for home com-
fort - things like consistent 
comfort, sound, warranty, 
indoor air quality, etc. Ad-
ditionally, an icon preced-
ing many of the questions 
invites homeowners to view 
short videos that provide 

more information about the 
benefits of a specific home 
comfort topic.

In addit ion, the energy 
savings calculator enables 
the dealer to provide the 
homeowner with an esti-
mate of yearly energy sav-
ings based on area utility 
rates and the efficiency rat-
ing and size of a particular 
air conditioner, furnace or 
heat pump.

“Dea le rs  who use  the 
In Home Selling Tool will 
b e  b e t t e r  e q u i p p e d  t o 
provide the best possible 
home comfort solution and 
achieve sell-up opportuni-

ties in the process,” said 
Steve Hoffins, York brand 
manager. “The question-
naire also adds credibility 
to the dealer and positions 
him as a valuable resource 
to homeowners.”

To  l e a r n  m o r e  a b o u t 
the York® In Home Sell-
ing Tool, visit http://www.
yorkhvacdealer.com/busi-
ness-growth- too ls / IHST.
aspx.  For more informa-
tion about York, visit: www.
yorkhvacdealer.com or call 
877-453-YORK.  For more 
information about Johnson 
Controls, visit www.john-
soncontrols.com.
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