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U.S. Energy Group Announces 
Dennis McIntosh as CFO

NAOHSM’s John Levey Wins 
Fundraiser Challenge

The prize – 4 Tickets to a Jets Game in 2011      

Reporting for Heating, Air Conditioning and Refrigeration Professionals

Empire/Metro New York Edition

& REFRIGERATION

Dennis McIntosh
Chief Financial Offi cer

U.S. Energy Group

See page 7 for  Story  & ScenesSee page 7 for  Story  & Scenes

Wholesalers recognized at Emerson Climate 
Technologies National Wholesaler Conference

Emerson Climate Technologies 
Recognizes Wholesalers

ABCO HVACR Supply
Holds Holiday Parties

'Twas The Holiday Party

Employees and customers enjoy a 
holiday buffet at the Manhattan location

continued on page 3

John Levey

continued on page 3
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CT Tech School Uses No Ducks
Book by R.J. Schuster an Industry Hit

   Rich Schuster, Bill Clark and Pete Donnelly

Henry Abbott Technical
High School in Danbury,
CT, has chosen to add No
Ducks in the Attic and Other
Basics of HVAC Installation
by R.J. Schuster to their
HVAC program.  Bill Clark,
head of the program and
former Teacher of the Year,
believes that using the light
hearted and easy to read
manual will provide a good
third party perspective in
teaching jobsite basics to the
students.

Emerson Climate Technolo-
gies, Inc. recently acknowl-
edged its top-performing 
wholesalers for outstanding continued on page 2

sales performance in 2010.
Exceptional wholesalers were
presented awards in four

Dennis McIntosh (Chief 
Financial Offi cer) brings both 
fi nancial expertise and techo-
logical savvy to U.S. Energy 
Group. Known for his ability 
to drive growth and profi tability 
for organizations, his previous 
experience includes: Chief 
Financial Officer of Altruik, 
Inc.; Executive Vice President/
Chief Financial Offi cer of SBLI 
Mutual Life Insurance Com-
pany; and Senior Manager at 
Ernst & Young LLP.

Founded in 1978 by CEO 
Jerry Pindus, U.S. Energy 
Group is a metro-New York 
based fi rm, which develops 
and integrates energy con-
trol, monitoring and analysis 
hardware and software sys-
tems for large residential and 
commercial properties. With 
the slogan "Building Effi ciency 
Through Information Manage-
ment," the company's three 
flagship products include: 
USE Manager™, an Internet-
based building management 
system; USE Controller™ 
Energy Management System 
(EMS); and USE Verifi er®, a 
patented ultrasonic measure-
ment system.

For more information on 
these and other U.S. Energy 
products, please visit their 
website at www.use-group.
com for more information.

The winner of the 4 Jets 
tickets (for a game in 2011-
12) is John Levey, Nassau-
Suffolk Chapter.  The happy 
winner shared with us that 
his daughter Katie is a die-
hard fan of the Jets.  

Paul Cuprewich, Garden 
State Chapter, and organiz-
er of this fundraising event 
chal lenged the chapters 
to see who could raise the 
most money.  It was a close 
one - Garden State won by 
a hair - $980.00 and 2nd 
was the Nassau-Suffo lk 
Chapter with $900.00.

The total amount raised 
was $2620.00 and all of that 
goes to Oil Heat Cares.  And 
again, thank you to ServPro 

(Western Essex and Central
Union Counties).  Thanks to
all who participated.

A challenging economy re-
quires adjustments in the way 
you do business. The fi rst step 
involves changing the way you 
do things. From the quality of 
the products you sell to the 
way you calculate pricing, now 
is the time to do it. 

Why? There are many ap-
proaches to the things you 
do daily, and you won’t fi nd 
a better way without change. 
Yes, it is annoying – at fi rst. 
Some confusion can enter 
into the picture if you don’t 
manage the changes prop-
erly.

"If you don’t like something, 
change it. If you can’t change 
it, change your attitude. Don’t 
complain."

Maya Angelou
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The 
Empire/
Metro 

NY HVAC 
Insider 
Wants 
Your 

NEWS!

Commercial • Residential

Pre-Fabricated Air Duct & Fittings

Spiral Pipe &

Fittings Now

In Stock!

www.graymetal.com

P.O. Box 129
Avon, New York 14414
Phone: 1-585-226-8660
Fax: 1-585-226-9356

Gray Metal Products are available from authorized wholesale distributors

different sales categories: 
Peak Performance, Summit, 
Signature, and Center Stage. 
The awards were handed 
out during the company’s 
annual National Wholesal-
er Conference, which was 
held in Tucson, Arizona in 
October. Mark Gibson, vice 
president and general man-
ager of Emerson Climate 
Technologies Distribution Ser-
vices Division, presented the 
awards to this year’s winners.
“Seeing so many outstanding 
wholesalers achieve steady 

Emerson Climate Technologies Recognizes 
Wholesalers for Exceptional Performance in 2010

continued from page 1

growth through our partner-
ships in 2010 is incredibly 
encouraging for the indus-
try moving forward,” Gibson 
said. “Additionally, it means 
a great deal to us as a com-
pany, because it shows the 
strength and commitment of 
our working relationships.”
To qualify for the Peak Per-
formance Award, wholesalers 
had to achieve 10 percent 
growth in Copeland® brand 
products in 2010. There were 
14 wholesalers that received 
the Peak Performance Award 

for 2010:
• A/C Warehouse Inc.
• Bradford Industrial Supply
• Dennis Company Inc.
• Duncan Supply Company 

Inc.
• Illco Inc.
• Johnstone Supply of South 

Bend
• Makdad Industrial Supply 

Company Inc.
• Meier Supply
• Progress Supply Inc.
• Rogers Supply Company 

Inc.
• S.W.H. Supply Company

• Baker Distributing
• Young Supply Company
• Hoffman Supply

The Summit Award is given 
to wholesalers achieving an 
average of 10 percent growth 
in 2010 across all Emerson® 
product lines they represent. 
Those receiving the Summit 
Award for 2010 were:
• Aireco
• Ed’s Supply Company 
 of Chattanooga
• Ed’s Supply Company 
 of Nashville
• United Refrigeration

• Wittichen Supply 
 Company

To meet the requirements 
for the Signature Award, Au-
thorized Full-Line Wholesalers 
had to achieve an average 
of 10 percent growth in 2010 
across all Emerson product 
lines. There were nineteen Au-
thorized Full-Line Wholesalers 
received the 2010 Signature 
Award:
• ABCO HVACR Supply 
 + Solutions
• ACR Supply Company Inc.
• The Bell/Simons Co.
• Brock-McVey Company
• C.C. Dickson Co
• Crescent Parts & 
 Equipment
• Dennis Supply Company
• Ed’s Supply Company 
 of Little Rock
• G.W. Berkheimer Co.
• Gustave A. Larson 
 Company
• Johnstone Supply of 
 Atlanta
• Johnstone Supply of 
 Pittsburgh
• Key Refrigeration Supply
• Midwest Refrigeration 
 Supply Co.
• R&E Supply
• Refrigeration Sales 
 Corporation
• Refrigeration Supplies 
 Distributor
• Sid Harvey’s
• Wayne Dennis Supply

The Center Stage Award is 
given for outstanding Emerson 
merchandising and promo-
tional activities in 2010. Two 
wholesalers were honored 
with the Center Stage Award:

ABCO HVACR Supply + 
Solutions

C.C. Dickson Co
For more information on 

Emerson Climate Technolo-
gies, or to fi nd a distributor, 
contractors should visit the 
Emerson Climate Technolo-
gies Contractor Connection 
at EmersonClimateContractor.
com.
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NAOHSM’s John Levey 
Wins Fundraiser Challenge

The prize – 4 Tickets to a Jets Game in 2011      

And thanks also to Peerless 
for sponsoring Dan Holohan’s 
seminar, The World of Green 
Heating.  Because of the spon-
sorship, another $3700.00 was 
raised for Oil Heat Cares.  And 
on behalf of Oil Heat Cares - a 
big THANK YOU to Dan for 
donating his time.  By the way, 
Dan offers his book Greening 

Steam on his website:  http://
www.heatinghelp.com/ - you 
can see for yourself some of 
the systems he talked about 
during his seminar.  

Wow, combine the two and 
that is over $6300.00 - good 
day with good people and 
all for a tremendous cause - 
Oil Heat Cares - helping our 

neighbors in need.
Next Major Fundraiser
Our next fundraiser will be 

the Care to Ride Event that 
will take place in Hershey, 
Monday, May 23rd.  Acutally 
if you go to the home page 
of www.oilheatcares.com you 
can view a video of our event 
in Providence last year.

Emerson-Swan releases 
2011 Training Schedule

I know that change yields 
success. I have witnessed 
it first hand. I have worked 
with companies and insti-
tuted change, in some cases 
quite extensive. It works! 
The mindset must be that 
the way you work, the way 

you sell, the way you install, 
the way you charge can all 
be improved, but only if you 
try. 

"Obstacles are those fright-
ful  things you see when 
you take your eyes off your 
goal." 

Henry Ford
The interesting by-product 

of change is that it can re-
new enthusiasm that you 
and your employees had 
towards their jobs. People 
start thinking outside the 
box and product iv i ty  in-
creases. Things like watch-
ing expenses must happen 
to increase profits (or just 
stay in business) and ev-
eryone can participate in 
maintaining that goal.

Adding products to your 
offerings is a great way to 
increase sales – and profi ts. 
One example is solar energy.  

Offering high efficiency 
systems is a good profi t 
builder. Geothermal systems 
have made a come-back, and 
there are training classes 
being held in many areas for 
you to attend. If you are not 
familiar with new technology, 
your fi rst change is to go out 
and learn about the options. 

An open mind and positive 
attitude towards improving 
your chances of success must 
involve trying different ways of 
doing business.

"When you are through 
changing, you are through." 

Bruce Barton

Emerson-Swan is pleased 
to announce their fi rst half of 
2011 training schedule. 

Classes will be held at the 
Randolph, MA headquarters 
starting the first week of 
March and run through to 
the end of June. The theme 

of the fi rst semester is Back 
to Basics featuring Basic 
Electricity and Hydronics. In 
addition there are classes 
on Domestic Hot Water, Ad-
vanced Piping, Renewable 
Energy, and Flo Pro Designer 
Software. Emerson-Swan 

also offers condensing boiler 
training on a monthly basis 
at the HTP training facility in 
East Freetown MA. 

For more information regard-
ing Emerson-Swan training, 
contact Judi at (781)-986-2000 
x 108
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Whirlpool Heating & Cooling ProductsWhirlpool Heating & Cooling Products

Visit
www.Homans.com

Become a Selected Whirlpool DealerBecome a Selected Whirlpool Dealer
SOME OF THE BENEFITS WE OFFER WHIRLPOOL DEALERS:
• Exclusive Territories for “GOLD” Product Available
• 5% CO-OP for all “GOLD” Product purchased and 
 2% CO-OP on Mainline Product (minimum of $25,000 in Purchases)
• Consumer Finance available
• Extended Service Plans available
• All product Manufactured in the United States
• Appliance Discounts on Whirlpool, Kitchen-Aid and Maytag
• Best Warranty in the Business!!!

On Gold Product 
Only. Product must 

be Registered.

VISIT OUR NEW YORK LOCATIONS!
 Colonie, New York  800-874-6066
 Syracuse, New York  315-463-6675

Colorado Ugly Wins the HeatingHelp.com Prize

Larry Holman of Larry’s 
Air Conditioning and Heating 
in Longmont, CO was the 
winner of the $1,000 prize 
in HeatingHelp.com’s Ugly 
System Competition. “This 
contest has shown me some 
ugly stuff,” said Dan Holohan, 
owner of the HeatingHelp.com 
site, “but Larry’s service call 
topped them all. There was 
something about the plugged, 
upside-down relief valve, the 
missing gas burners, the dog’s 
breakfast of wires, and the 
Vice Grip that was holding the 

circulator to the rotted boiler 
flange that just touched my 
soul. It had me at hello.”

Like Holohan, Larry started 
in the business in 1970 and 
stated that this was the butt-
ugliest repair he had ever 
seen. “The three families that 
were living in the home tried to 
fi x it themselves,” Larry said. 
“It has since been replaced.” 

Another of the many things 
the Ugly System Competi-
tion brought to light is that it’s 
probably not a good idea to 
pipe an entire boiler room in 

PEX plastic. “We had a few of 
those," Holohan noted. “Iron 
components weigh more than 
PEX plastic, and it’s tough to 
argue with gravity.”

Proving that even in ugly 
times, things can always get 
worse, Holohan declared the 
Ugly System Competition 
a delightful success. When 
asked what was next, Holohan 
replied, “A good, stiff drink.”

Visit http://www.heatinghelp.
com/forum-thread/134034/
WINNER to see photos of the 
winning system.

Announcing 2011 
Federal Tax Credits

Recently, Congress gave 
f inal approval to the tax 
relief and benefits package 
referred to as Tax Relief, 
Unemployment Insurance 
Reauthorization, and Job 
Creation Act of 2010 that 
offers a one-year modified 
extension on tax credits for 
high-efficiency heating and 
cooling equipment.  The tax 
credit amounts are reduced 
to pre-stimulus levels, yet 
the efficiency levels remain 
the same (see below for 
more detail). As a reminder, 
qualifying residential sys-
tems must meet the cr i-
teria of “Qualified Energy 
Property” as set forth by 
Section 25C of the Internal 
Revenue Code. This newly 
modif ied program differs 
from the American Recov-
ery and Reinvestment Act 
(ARRA) of 2009 effective 
in 2009-2010 in the follow-
ing ways:

•  The maximum amount an 
eligible homeowner may 
receive in tax credits for 
purchasing qualifying HVAC 
equipment or other eli-
gible products and improve-
ments, will be reduced from 
$1,500 to $500.

•  The $500 cap is reduced by 
the total amount of residen-
tial energy property credits 
a homeowner has claimed 
for purchases between 
2006 and 2010.

Note: If you have already 
claimed credits of $500 or 
more from improvements 
made prior to 2011, you will 
be unable to claim new credits 
for improvements made during 
2011.
•  All effi ciency levels remain 

the same except for fur-
naces and boilers, whether 
natural gas, propane or 
oil, must be 95% AFUE or 
above to be eligible for the 
credit.

•  The credit is no longer 
30% of qualifi ed residen-
tial energy property costs 
(including labor), but is now 
equal to an amount not to 
exceed:

- $50 for any advanced main 
air circulating fan

- $150 for any qualifi ed natu-
ral gas, propane or oil fur-
nace or hot water boiler

- $300 for any item of energy-
effi cient building property

- Up to a $500 lifetime cap.
- $50 - Any advanced main 

air circulating fan - *See 
below

- $150 Natural gas, propane, 
oil furnace or boiler - 9.5% 
AFUE

- $300 Split system air condi-
tioner - 16 SEER / 13 EER

- $300 Split system heat 
pump - 15 SEER / 12.5 EER 
/ 8.5 HSPF

- $300 Package air condition-
er  - 14 SEER / 12 EER

- $300 Package heat pump 
- 14 SEER / 12 EER / 8 
HSPF

- $300 Package gas / electric 
- 14 SEER / 12 EER

- $300 Gas Water Heater - 
EF >= 0.82 or TE >=0.90

- $300 Heat Pump Water 
Heater - EF >= 2.0

* Electricity use of no more 
than 2% of the total energy 
use of the furnace

Note: Geothermal system 
tax credits and solar wa-
ter heaters are unaffected 
by these changes and re-
main in place as is through 
12/31/2016.

Please keep in mind, the 
Tax Relief, Unemployment 
Insurance Reauthorization, 
and Job Creat ion Act of 
2010 offers tax credits on 
eligible products installed 
between January 1, 2011 
and December 31, 2011. 
In the coming weeks, we 
will begin to update our tax 
credit documents to reflect 
the credits of this new pro-
gram. Thank you for your 
continued support.
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Rich Schuster, Bill Clark and Pete Donnelly The session in progress Author Rich Schuster instructs the class

Students at Henry Abbott Tech pose for a shot. The session in progress “No Ducks in the Attic” has 
been added to the program

R.J. Schuster offers a unique and refreshingly 
simple look at the basics that are often ignored by 
apprentice programs and employers.  Subjects such 
as load calculations and duct sizing are discussed, 
along with how to avoid many common mistakes, with 

a few comical stories thrown in for good measure.
The books were donated to the school and pre-

sented to the class by the author who gave a short 
presentation.  Instrumental in the coordination of 
the project was Pete Donnelly, owner of Donnelly 

Heating Maintenance, also in Danbury.  Pete is a 
former president of the Connecticut Association of 
the Plumbing, Heating, and Cooling Contractors, 
or CT-PHCC, and remains a staunch advocate for 
the advancement of our industry.

CT Tech School Uses No Ducks
Book by R.J. Schuster an Industry Hit

HVACR Education for the 21st Century
March 20-22, 2011 

South Point Hotel - Las Vegas, NV 

• Green and Sustainable 
Technologies

• Energy Auditing Sessions
• Lea rn  abou t  Federa l 

Grants
• Meet Government and In-

dustry Leaders 

Join us for the nation’s larg-
est conference dedicated to 
providing professional devel-
opment exclusively for HVACR 
educators and trainers.

High impact sessions cover-
ing: new and changing tech-
nologies, changes in federal 
legislation, energy effi ciency, 
best practices, training tech-
niques that work, green and 
sustainable technologies, in-
dustry exhibits, and round-
tables.

Who Should Attend?
This conference is open to: 

Educators, Trainers, Contrac-
tors, Manufacturers, Wholesal-
ers, MRO, JATC, Administra-
tors and anyone in the industry 

interested in learning about 
new technology.

Only $199.00 Includes:
• Breakfast & Lunch included 

(Mon & Tues) 
• Admission to all sessions 
• Admission to all exhibits 
• Kickoff event with open 

bar  
• Educator exams offered at 

no charge 
• Earn continuing education 

units 
• Round table sessions to 

network

Conference Dates 
and Hours

Sunday, March 20
3:00 p.m. - 6:00 p.m.
Monday, March 21

7:00 a.m. - 8:00 p.m.
Tuesday, March 22
7:00 a.m. - 8:00 p.m.

Sessions:
• Industry Trends with Major 

Shifts in System Design & 
Application 

• EPA Regulatory Update 

• Getting to Know M099 
• Translating High Perfor-

mance to the Future of 
HVACR 

• Grant Writing 
• Green Awareness 
• Smart HVAC Systems 
• Geothermal 
• Teaching R-410A 
• Thermal Imaging 
• Variable Refrigerant Flow 
• Genteq Train the Trainer 
• Quality Installation Stan-

dards 
• Teaching PLC 
• Low Temperature Distribu-

tion for High Effi ciency Ap-
plications 

• Teaching in the Multi-Family 
Environment

• Energy Auditing 
• The Future of Heating is a 

Very Effi cient Water Heater 

• Blower Door Testing 
• Teaching Codes 
• Teaching the True AC Sine 

Wave in Elec 101 
• Air Flow Measurements 
• Zoning 
• Educator Credentialing 
• Weatherization 
• Psychrometrics 
• Lean Procedures Increase 

Profi ts and Effi ciency 
• Cool Technology to Heat up 

Your Classroom 
• Accreditation - Assessment 

- Credentialing 
• Clean Dry and Tight of the 

Effi ciency Won’t Be Right 
• Green Round Table 
• Green Trainers for Train-

ing 
• Connecting with Today’s 

Student in the Electronic 
Age 

• Helping HVACR Graduates 
Get Hired 

• Teaching Customer Ser-
vice 

• HVACR Online Clinic, How 
to Offer Online Training

Hotel Accomodations 
The SouthPoint has re-

served a limited number of 
rooms for our conference for 
$55.00 per night on a first 
come fi rst serve basis.  

Visit the South Point web-
site now to reserve your 
room or call 866-791-7626 
and give them conference 
code HVA0319 for the dis-
count.

For additional information, 
call 800-394-5268 or visit 
http://www.hvacexcellence.
org/NHETC/
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‘Twas the holiday party, when all through our branches‘Twas the holiday party, when all through our branches
Buffets were laid out so we’d increase the chancesBuffets were laid out so we’d increase the chances

Of everyone liking the choices to eat,Of everyone liking the choices to eat,
For satisfying each customer is no small feat.For satisfying each customer is no small feat.

It’s why we have so many products to choose from,It’s why we have so many products to choose from,
Like Comfort-Aire, Aprilaire, Luxaire and Chilcom.Like Comfort-Aire, Aprilaire, Luxaire and Chilcom.
Or Copeland, or DuPont, or Scotsman, or Tafco,Or Copeland, or DuPont, or Scotsman, or Tafco,

Or Honeywell, Mitsubishi, they’re all here at ABCO.Or Honeywell, Mitsubishi, they’re all here at ABCO.

The customers were nestled all snug in their giftsThe customers were nestled all snug in their gifts
Of ABCO caps, sweatshirts, all perfectly fi t;Of ABCO caps, sweatshirts, all perfectly fi t;

And warm for the winter months of 2011,And warm for the winter months of 2011,
Overheard at one branch, “I think I’m in heaven.”Overheard at one branch, “I think I’m in heaven.”

It was our way of bringing you holiday cheer,It was our way of bringing you holiday cheer,
To say thanks and we look forward to serving you next year,To say thanks and we look forward to serving you next year,

So for now and tomorrow, we can say with delight,So for now and tomorrow, we can say with delight,
“Happy Holidays to all and to all a good night!”“Happy Holidays to all and to all a good night!”

‘TWAS THE ‘TWAS THE 
HOLIDAY PARTYHOLIDAY PARTY
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LONG ISLAND
Huntington Station ______ 55 Craven St. (631) 547-1100
LONG ISLAND CITY
Long Island City ________ 10-11 38th Ave. (718) 729-0005
NEW YORK CITY
New York City ________ 548 West 28th St. (212) 631-0555

www.twinco.com

NEW at TWINCO!NEW at TWINCO!

THE RIGHT PRODUCTS. THE RIGHT WAY TO DO BUSINESS.THE RIGHT PRODUCTS. THE RIGHT WAY TO DO BUSINESS.

PACKAGE ROOFTOP UNITSPACKAGE ROOFTOP UNITS SPLIT SYSTEM UNITSSPLIT SYSTEM UNITS

3-PHASE 3-PHASE 
SPLIT SPLIT 

SYSTEMSSYSTEMS

• 3-PHASE MULTI-POSITION AIR HANDLERS

• TAA AIR HANDLERS

• UNIT HEATERS

• GAS & ELECTRIC FURNACES

PACKAGED UNITSPACKAGED UNITS

AIR CONDITIONERSAIR CONDITIONERS

&&
HEAT PUMPSHEAT PUMPS

GAS & GAS & 
ELECTRIC ELECTRIC 
FURNACESFURNACES

Not All HEPA Filtration Systems Are Created Equal: 
5 Tips for Selecting the Right Filter

mini  c lean f i l t ra t ion 
“environments” such 
as biosafety cabinets, 
c lean  benches  and 
fume hoods.

Wh i le  mos t  HEPA 
f i l ters  may look the 
same, they vary widely 
in qual i ty  and high-
pur i ty  per formance. 
These filters also vary 
in  des ign,  pressure 
resistance, frame con-
struction, sealant and 
temperature capabili-
ties.

Although cleanroom 
filtration systems are 

certified to meet initial 
contamination contain-
ment capabilities and 
regu la to r y  r equ i r e -
ments,  the effect ive 
lifespan of filters may 
be l imited, requir ing 
p rematu re  rep lace -
ment to avoid costly 
air  qual i ty problems 
– that is, if the user is 
aware of the problem. 
Examples of l imit ing 
factors include f i l ter 
design shortcomings, 
marg ina l  qua l i t y  o f 
filter material, incom-
plete or inappropriate 

f i l ter  test ing,  and insuf-
ficient heat resistance in 
high-temperature applica-
tions.

“ I nadequa te  f i l t r a t i on 
in  c leanrooms or  c lean 
spaces can result in lower 
production yields and un-
sat is factory condi t ions,” 
says  Wayne  Cope land , 
president of CEPA Opera-
tions, Inc. (Ontario, CA) a 
cleanroom certification ser-
vice and HEPA filter spe-
cialist. “It can also mean 
failure reports, downtime 
and frequent replacement 
or  maintenance – a l l  o f 
which can get very expen-
sive.”

G iven  the  p i vo ta l  im-
pac t  HEPA f i l t e r s  have 
on cleanrooms and other 
clean environments, here 
are five points that experts 
say you should consider 
before replacing your fi l-
ters or specifying a new 
cleanroom system:

Test according to 
application

Prior to purchasing any 
HEPA f i l t e rs ,  Cope land 
advises his customers to 
confirm that all HEPA (or 
ULPA) f i l ters are tested 
individually, because batch 
testing is unacceptable.

“We have a strict policy 
of individually testing ev-
ery customer ’s f i l ter ac-
co rd ing  to  the  app l i ca -
tion and specification re-
quirements,” says Richard 
B raman ,  p res iden t  and 
co-founder of HEPA Corp 
(Anaheim, CA), one of the 
leading manufacturers of  
HEPA and ULPA f i l te rs . 
“We also cert i fy the test 
results and performance 
characteristics of the filters 
on an individual basis.”

In addit ion to standard 
flow and pressure testing, 
some indust r ies requi re 
leak testing. However, the 
standard oil-based aerosol 
DOP (d iocty l  phtha la te) 
leak testing is not permit-
ted in some sectors, such 
as optics and semiconduc-
tors. For those ultra-sen-
sitive applications Braman 
says h is  f i rm uses PSL 
(polystyrene latex spheres) 
for leak testing.

Use deep pleats 
to save energy

The lower a f i l ter ’s re-
s istance to air  f low, the 
less air handler force is re-
quired to push the required 
amount of  a ir  through a 
filter. Hence, the less en-
ergy expended to move the 
required air via electric fan. 
Copeland says the best 
way to lower resistance is 
with deep-pleated HEPA fil-
ters, which are designed to 
give more surface area and 
thus dramatically improve 
filter efficiency.

“We have  used  HEPA 
continued on page 9

If you’re planning a new 
c leanroom or  ma in ta in -
ing an existing one, your 
cho ice of  f i l te rs  can be 
critical to product quality, 
production yields and regu-
latory compliances.

The key to achieving con-
tamination control, whether 
in the hospital operating 
room or the semiconduc-
tor assembly area, is the 
air filtration system, which 
is ultimately dependent on 
the rel iable performance 
o f  HEPA (and  i n  some 
cases ULPA) fi lters. This 
includes cleanrooms and 
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Corp’s  deep-p leated f i l -
ter packs that more than 
doubled the f i l ter  media 
size, and the energy sav-
ings were very substantial,” 
says Copeland. “The origi-
nal f i l ter instal lation had 
a resistance in the .6”-.7” 
Water Column (in inches) 
range.  By insta l l ing the 
deep-pleated filters we re-
duced the pressure to the 
.3” W.C. range, which al-
lowed the customer to slow 
their  a i r  handlers by 50 
percent and also shut down 
a cooling tower. While the 
initial investment was high-
er than standard filters, the 
savings in electric power 
consumpt ion  may  have 
saved that amount within 
the f irst year. Plus, they 
won’t have to change the 
filters for years to come, 
which will save substantial 
labor  and mater ia l  cos t 
savings.”

On the “green” side of 
the picture, because deep-
pleated HEPA filters prom-
ise a substantially longer 
l i fespan, that means im-
proved sustainability and 
fewer products that end up 
in landfills.

Roomside systems are 
easiest

C o p e l a n d  p o i n t s  o u t 
the diff iculty of changing 
cleanroom filters is often 
overlooked by cleanroom 
designers and engineers. 
However,  when replace-
ment service is required, 
the  cos t  inc ludes much 
more than just the filters.

“When it is time to change 
the HEPA filters, the true 
cost includes downt ime, 
labor and cleanup,” Cope-
land says. “And those costs 
can really add up.”

Copeland adds that when 
you change out most indi-
vidual terminal type filters, 
which can be t ime-con-
suming because they are 
commonly a d i ff icu l t  re-
placement, you can tie up a 
cleanroom for an extended 
period of time. This will be 
very expensive in terms 
of production downtime. It 
also is a dirty operation, 
causing contaminants to 
enter the clean space, and 
that will require time and 
labor to clean properly.

To solve th is s i tuat ion 
Copeland recommends a 
“ rooms ide  rep laceab le ” 
filtration system, such as 
HEPA Corp’s Perma-Hood® 
filter system or Q3-4000® 
Gridless® ceiling filter sys-
tem. Through the use of 
an innovat ive,  patented 
latching system, filters and 
lights are suspended in a 
“gridless” double channel 
system. The ceiling is con-
structed and installed com-
pletely from the roomside. 
Fi l ters are sel f -al igning; 
there is no need to lift the 
filters up into the plenum 

before putting in place, nor 
t ime-consuming squaring 
of a T-bar grid.

He says that with these 
gridless and modular sys-
tems he can change filters 
from 5-10 times faster than 
individual panels.  “Plus, 
with a roomside replace-
able you have a housing 
tha t  s tays  pe rmanen t l y 
installed,” explains Cope-
land. “So now you simply 
fl ip a couple of levers to 
change the f i l ter out, so 
you have a much faster 
change with far fewer con-
taminants to deal with.”

Copeland adds that well-
designed roomside fi ltra-
tion systems can improve 
the laminar flow of air in 
a  c leanroom,  mak ing  i t 
easier to provide cleanest 
“first” air to desired areas 
within the room.

Sourcing custom 
and odd sizes

For one reason or anoth-
er, some cleanrooms and 
many mini clean environ-
ments (biosafety cabinets, 
clean benches and fume 
hoods)  requ i re  cus tom, 
odd-size HEPA filters. 

Many distributors don’t 
stock odd-size filters sim-
ply because there are so 
many shapes and sizes, 
and orders may be difficult 
to predict. Some manufac-
turers evidently f ind odd 
sizes difficult to deal with, 
so they wait for like-size or-
ders to accumulate before 
making the fi l ters, which 
can cause extensive delays 
in turnaround time.

“Custom or odd sizes are 
a fact of life that we have to 
deal with,” says Copeland. 
“Our company avoids the 
backlog that results from 

f i l ter manufacturers who
simply add these special
size orders together until
they have what they con-
sider a sufficient number
to run. In combination with
requ i red  tes t i ng ,  t hose
orders can take months
to fill.”

Copeland says one rea-
son his firm sources from
HEPA Corporation is that
it is the only HEPA fi l ter
manufac turer  he  knows
who wi l l  make f i l ters  to
custom specifications and
test them as part of the

Not All HEPA Filtration Systems Are Created Equal: 
continued from page 8

continued on page 10
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normal  product ion f low. 
This means that custom 
shapes and sizes will be 
t a i l o r - m a d e  a n d  d e l i v -
ered in weeks rather than 
months.

Spec’ing high-
temperature filters

I n  t h e  c a s e  o f  h i g h -
temperature applications, 
HEPA filters need to have 
special materials for the 
frames and seals, allowing 
them to handle tempera-
tures of up to 750 degrees 
(F), and are available with 
a  cho ice o f  f rames and 
seals.

Applications that are per-
formed in high-temperature 
environments require cor-
responding high-temper-
a t u r e  A S H R A E ,  H E PA , 
or ULPA filters. However, 
i t  is essential  to specify 
h igh- temperature  f i l te rs 
according to appropriate 
f i l t e r  med ia ,  f rame and 
sealant capabi l i t ies. For 
example, while filters are 
readily available in various 
temperature ranges up to 
750 degrees (F), the seal-
ant method will determine 

the range, with urethane 
sea l i ng  approp r ia te  fo r 
temperatures up to 230 de-
grees (F), and glass pack 
required for  the highest 
temperature range.

Some consideration must 
be given to filter binders, 
a l so .  S ince  t he  ac ry l i c 
binder used in tempera-
ture ranges above 500 de-
grees (F) will burn off and 
produce smoke, products 
should not be introduced to 
the high-temperature envi-
ronment until the smoke is 
exhausted.

Nevertheless, the vari-
ables governing the correct 
choice of high-temperature 
f i l t e rs  sugges t  tha t  us -
ers confirm their choices. 
“Whenever in doubt about 
any filter specification, it’s 
a good idea to talk to a fil-
ter manufacturer,” Braman 
advises.

For more info,  contact 
HEPA Corporat ion, 3071 
East Coronado Street, Ana-
heim, CA 92806; Phone: 
(714) 630-5700; Fax: (714) 
630-2894; Email: filters@
HEPA.com; Visit the web 
site: www.HEPA.com

Not All 
HEPA Filtration 

Systems Are 
Created Equal: 

continued from page 9 Unico System Named Corporate Sponsor, 
HVAC Product of Choice For 
“Make It Right” Foundation

Unico, Inc <http://www.
unicosystem.com> , a lead-
ing manufacturer of small-
duct, high-velocity central 
heating and air conditioning 
systems, announced today 
that it has been selected as 
the HVAC product of choice 
for Brad Pitt’s Make It Right 
Foundation. The foundation 
was launched in December 
2007 to build 150 affordable, 
sustainable homes in New 
Orleans’ Lower 9th Ward 
for residents impacted by 
Hurricane Katrina.

Unico has been providing 
its small-duct/high-velocity 
HVAC products to Make It 

Right since 2009 and to-
day was named an official 
corporate sponsor of Make 
It Right. So far the Unico 
System has been installed 
in 45 homes and wil l  be 
installed in the remaining 
homes in 2011.   Unico was 
chosen as the HVAC prod-
uct of choice because its 
energy-efficient products will 
help the Make It Right team 
achieve LEED Platinum sta-
tus for all homes.          

“We are very proud to an-
nounce our partnership with 
Make It Right today,” said 
Shawn Intagliata, President, 
Unico, Inc. “The utilization of 

the Unico System Green Se-
ries products in these homes 
will enable returning hom-
eowners to live in more en-
vironmentally friendly homes 
that use less energy, which 
means signifi cantly lower en-
ergy bills.”

“On behalf of Make It Right, 
we are grateful to be part of 
Unico’s generous endeavors,” 
says Tom Darden, Executive 
Director of Make It Right. “We 
rely on the support of compa-
nies like Unico and thank them 
for helping us to rebuild this 
great city.”

For more information, vis-
it www.unicosystem.com. 

Johnson Controls Announces 
Price Increase on York brand 
of Applied HVAC Equipment

Johnson Controls announc-
es a price increase on the 
YORK brand of Applied HVAC 
Equipment as a result of the 
increased cost of commodi-
ties.  Effective immediately, 
the amount of price change will 
vary by model and confi gura-
tion, up to 7.5%.

Johnson Contro ls  is  a 
global diversified technology 
and industrial leader serv-

ing customers in over 150 
countries. Our commitment 
to sustainability dates back 
to our roots in 1885, with the 
invention of the first electric 
room thermostat. Through 
our growth strategies and by 
increasing market share we 
are committed to delivering 
value to shareholders and 
making our customers suc-
cessful

The Empire 
HVAC Insider

Wants 
Your 

Company 
NEWS

Email to 
fredmartel@comcast.net
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NAOHSM Unveils First Annual Dave Nelsen Scholarship 
Golf Tournament and New Scholarship Program

NAOHSM will hold the First 
Annual Dave Nelsen Scholar-
ship Golf Tournament, accom-
panied by a new scholarship 
program, at its 58th Annual 
Convention and Trade Show 
in Hershey, PA from May 22-
25, 2011.

Judy Garber, Executive 
Administrator of NAOHSM 
says, “We have hosted a golf 
outing at past conventions, 
but this year, we will have a 
true tournament. Goodbye to 
Callaway-style golf.” Thanks 
to Kevin Rooney (OHI) and 
George Fantacone (V.P. from 
the Rhode Island Chapter), 

those who participate in the 
tournament will fi nd an orga-
nized, dedicated event with 
the goal of raising funds for our 
scholarship program. 

The golf tournament will 
begin at 1:00 p.m. on Monday, 
May 23, 2011 at Iron Valley 
Golf Course in Lebanon, PA. It 
will be a scramble with a shot-
gun start. The cost per golfer 
includes golf participation, 
lunch, and a post-tournament 
cocktail party and award cer-
emony. Visit www.naohsm.org 
to register.

This year marks NAOHSM’s 
twelfth year awarding Dave 

Nelsen Scholarships. To date, 
we have given students over 
$161,000 in scholarships to 
continue their education in the 
industry. In 2010, we awarded 
twelve $2,000 awards. In 
2011, we are modifying the 
criteria for the review process 
and will limit the number of 
awards. There will be a mini-
mum of four awards – each for 
$5,000.00. We will place more 
emphasis upon instructor rec-
ommendations, fi nancial need, 
and a student’s clear passion 
for his or her future plans. 
Each award will be jointly 
named after its sponsor – the 

manufacturer (or individual)
and NAOHSM. 

All winners and their families
will be invited as our guests to
our awards banquet on Tues-
day, May 24, 2011. Special
tables will be reserved for the
sponsors of the award and the
student receiving the award.

NAOHSM funds its portion of
the awards solely through our
annual golf tournament – the
Dave Nelsen Scholarship Tour-
nament. Support our tourna-
ment and you’ll be supporting
the future of our industry.

For more information, visit
www.naohsm.org.

November 
Distributor 

Sales Indicate 
Strong Finish 

to 2010, 
Possible 2011 

Challenges 
Heating, Airconditioning and 

Refrigeration Distributors Inter-
national (HARDI) announced 
North American HVACR aver-
age distributor sales as back 
on track after regressing in 
October. HARDI’s Monthly 
Targeted and Regional Eco-
nomic News for Distribution 
Strategies (TRENDS) Report 
showed average growth for 
November 2010 of more than 
20% versus November 2009. 
The running twelve month 
sales improved for the fourth 
consecutive month nearing 
the top end of HARDI’s pro-
jections for 2010 growth of 
5-10%. Canada maintains its 
top spot for the highest level 
of running 12 growth among 
all HARDI regions while three 
U.S. regions moved into dou-
ble digits. 

Average Days Sales Out-
standing snapped a two-month 
streak of increases by drop-
ping slightly and average 
distributor sales per employee 
barely skirted consecutive 
down months by showing the 
most modest of increases from 
last month. 

“While I’m extremely proud 
of the signifi cant role HARDI 
played in securing an exten-
sion of the 25C tax credits for 
HVAC and other residential 
improvements, their exten-
sion was only possible with 
a signifi cant reduction in the 
credit amount,” said HARDI 
Executive Vice President and 
C.O.O., Talbot H. Gee. “This 
combined with the long delay 
in Congress’ extension cer-
tainly seems to be creating 
a “tax credit bubble” in which 
2011 demand has been pulled 
into 2010. This is great for our 
members last year, but does 
not bode well for our industry 
the fi rst quarter of this year.” 

“The latest numbers from 
HARDI distributors is very en-
couraging, however a word of 
caution is worthwhile given the 
outlook for housing, end of the 
tax credit, and the outlook for 
the commercial industry,” said 
HARDI Chief Economist, Alan 
Beaulieu of the Institute for 
Trend Research. “Banks are 
beginning to lend more com-
mercially but housing will be 
an ongoing lending issue. We 
would suggest that too much 
not be read into the numbers. 
A straight-line projection at this 
point could be disastrous.” 

HARDI will release its fi rst 
Quarterly TRENDS Forecast 
for 2011 later this month, and 
will host an Interactive Re-
gional Forecasting webinar for 

continued on page 13
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RSES Announces New Board of Directors
RSES welcomes its 2010-

2011 Board of Directors, in-
cluding its Executive Commit-
tee and Regional Directors.  
This Board of Directors will 
serve until the 74th RSES An-
nual Conference which will be 
held Nov. 2-5, 2011 in Norfolk, 
Va.  .

RSES’ new Executive Com-
mittee offi cers include: Inter-
national President Robert J. 
Sherman, CM; International 
Vice President Lawrence R. 
Donaldson; International Trea-
surer and Secretary Wes 
Maxfield, CM; International 
Sergeant at Arms Mike Eck-
stein, CM; and Chairman, Edu-
cational & Examining Board 

Roger M. Hensley, CMS.  
Regional Directors serving 

on the RSES Board of Direc-
tors include: Regions 1 and 
3 George S.  Friedman, CM; 
Region 2 Joe Marchese, CMS; 
Regions 4 and 6 Earl Kripas, 
CMS; Region 5 Lawrence R. 
Donaldson; Region 7 Keith 
Hill, CM; Regions 8 and 11 
Rich Hoke, CMS; Regions 9, 
12 and 13 Mike Eckstein, CM; 
Region 10 Larry D. Brewer, 
CM; Regions 14 and 15 J.F. 
“Fred” Townsend; and Regions 
16 and 17 Wes Maxfi eld, CM.      

RSES is the world’s leading 
education, training and certifi -
cation association for heating, 
ventilation, air conditioning 

and refrigeration profession-
als.  RSES credentials include 
its Active Specialized Mem-
ber, Certifi cate Member and 
Certifi cate Member Specialist 
categories, as well as one of 
the largest EPA Section 608 
certifi cation programs in the 
industry.  Founded in 1933, 
RSES is a non-profi t organiza-
tion of more than 15,000 mem-
bers in nearly 175 chapters 
in the U.S. and Canada, as 
well as affi liate organizations 
worldwide.  For more informa-
tion on RSES call 800-297-
5660 or 847-297-6464, or visit 
our Web site at www.rses.org.  
RSES, 1666 Rand Road, Des 
Plaines, IL  60016.

WaterFurnace Announces 
Universal Supply Group, Inc 
as Distributor of GeoStar 
Geothermal Heat Pumps

WaterFurnace Renewable 
Energy, Inc., is pleased to 
announce Universal Supply 
Group, Inc. as its newest 
distributor of GeoStar brand 
geothermal heat pumps. 

GeoStar is a division of 
WaterFurnace Renewable 
Energy, a manufacturer of 
res ident ia l ,  commercia l , 
industrial and institution-
al geothermal and water 
source heat pumps.

Colonial distributes heat-
ing, ventilating and air con-
ditioning (HVAC) equipment, 
parts and accessories, cli-
mate control systems, and 
p lumbing and e lec t r ica l 
supplies and equipment to 
professional  contractors 
in the states of New York, 
New Jersey,  Massachu-
setts, Connecticut and east-
ern Pennsylvania through 
its subsidiaries: Universal 
Supply Group, Inc. (www.
usginc.com), The RAL Sup-
ply Group, Inc. (www.ralsup-
ply.com), American/Univer-
sal Supply Division (www.
ausupplyinc.com), and S&A 
Supply, Inc. (www.sasup-
plyinc.com). 

These contractors pur-
chase and install equipment 
and systems for residential, 
commercial and industrial 
users. Colonial also pro-
vides control system de-
sign, custom control panel 
fabrication, technical field 
support, in-house training 
and cl imate control con-
sultation for engineers and 
installers. The company is a 
leader in the design of direct 
digital control systems and 
systems that control multi-
location facilities through 
the Internet.  

“We are excited that Uni-
versal Supply Group, Inc. 
has developed a solid geo-
thermal distribution chan-
nel within New Jersey and 
portions of New York, Mas-
sachusetts and Connecticut, 
and, together with the Geo-
Star line, they will be able 
to target additional markets 
providing greater energy 
savings,” said John Preston, 
Director of Distributor Sales 
for WaterFurnace.

Geothermal units are sim-
ilar to ordinary heat pumps, 
but use energy stored just 
below ground-level to pro-
vide heating, air condition-
ing and hot water. In the 
winter, heat is brought in 
through a loop, concen-
trated, and then delivered 
throughout  the home to 
utilize that stored energy. 
Dur ing  summer,  excess 
heat  in  the home is  re-
moved and put back into the 
earth. Because geothermal 
units use the earth’s natural 
heat, they are among the 
most  eff ic ient  and com-
fortable heating and cool-
ing technologies currently 
available.

A GeoStar unit can reduce a 
homeowner’s annual costs for 
heating, cooling and hot water 
by as much as 60 percent, per 
year.

The GeoStar line literature, 
product specifications and 
other information are available 
at www.geostar-geo.com. 
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 Albany Binghamton Buffalo Elmira Jamestown
518-465-2477 607-724-3365 716-684-6541 607-737-9092 716-664-5070

 Massena Middletown Newburgh Plattsburgh Poughkeepsie
315-764-1841 845-344-4900 845-568-0420 518-563-6100 845-471-8116

Rochester Syracuse Utica Watertown Wilton
585-288-8980 315-474-6007 315-732-3144  315-779-1577 518-583-4865

exclusively for HARDI mem-
bers on January 18. 

For more information about 
HARDI’s Benchmarking pro-
grams including the TRENDS 
Monthly Reporting, Quarterly 
Forecasting and Interactive 
Regional Forecasting webinar, 
contact Alex Gregory at (888) 
253-2128 or agregory@har-
dinet.org. 

The HARDI TRENDS pro-
gram is an exclusive member 
benefi t comprised of monthly 
distributor sales reports and 
quarterly, HVACR-specific 
economic forecasts. TRENDS 
is produced exclusively for 
HARDI by the Institute for 
Trends Research. 

November 
Distributor 

Sales Indicate 
Strong Finish 

to 2010, 
Possible 2011 

Challenges 

continued from page 11

Teetering
Sales
Calls

by Fred Martel

Salesman

Salesman

to

Just for kicks I looked up 
the word teetering on the-
saurus.com. Here’s what I 
got: ambiguous, borderline, 
capricious, changeable, dizzy, 
dubious, erratic, fi ckle, fi tful, 
fl uctuating, giddy, inconsistent, 
inconstant, insecure, irrational, 
lubricious, mercurial, mobile, 
movable, moving, mutable, 
not fi xed, precarious, rickety, 
risky, rocky, sensitive, shaky, 
shifty, slippery, suspect, teeter-

ing, temperamental, ticklish, 
tricky, uncertain, unpredict-
able, unsettled, unsteady, 
untrustworthy, vacillating, 
variable, volatile, wavering, 
weak, weaving, wiggly, wob-
bly. These defi nitions offer way 
more info than I needed, but 
oddly enough they all apply 
to one salesman or another 
you’ve met.

Now let’s tackle the subject 
at hand. A lot has been written 
about selling on price versus 
selling on expertise.

The balanced sales ap-
proach offers the highest rate 
of success. Here’s why.

Both methods - price and 
expertise, tip the balance of 
power either one way or the 
other. When you sell on price, 

the customer has the power. 
The cost of the product does 
not defi ne its value. On the 
sales “seesaw” their feet are 
on the ground and you are 
up in the air. It’s the golden 
rule and they are holding the 
gold.

When you sell based on 
expertise, your feet are on 
the ground and they are up in 
the air. There is no relevance 
in the terms you present be-
cause they have insuffi cient 
information.

When you sell on the ex-
pensive price and service 
grounds, the customer feels 
“forced into the purchase: 
comfort is subjective, they 
have to rely on you, they don’t 
know you that well and they do 

not understand the system and 
its merits – they just agree and 
move on. 

This makes for a very diffi cult 
sales situation. Often, if you 
succeed, you then become a 
victim of buyers’ remorse. The 
anesthesia you applied wears 
off and they begin to doubt 
their decision.

We are not selling cars 
or furniture (thankfully). We 
are offering comfort solutions 
that will serve their needs for 
many years. We just have to 
prove it.

Selling with shared informa-
tion creates the balance sales 
approach. When the customer 
receives good information and 
helps in the design process 
(or at least understands the 

options and results) they
become involved in the sales
process with, and you let
them buy.

The shared information pro-
cess requires you to speak in
a language that the customer
understands. They can evalu-
ate the options and get the
best value for the money. This
process moves the up-front
pricing issue to long term
benefi ts.

Fact: people have money.
Fact two: They want to spend
it. Fact three: They want to feel
comfortable knowing that they
were involved in getting the
most for that money.

The most important fact: af-
ter you have provided the edu-
cation, shut up and listen!
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Statement 
By Stuart S. 
Zisholtz, Esq. 

Labor
Law

Claim
In the past I have written 

several articles with respect 
to liability insurance coverage, 
indemnification and similar 
issues. It appears that the 
insurance industry together 
with various liability decisions 
is putting together situations 
where exposure for accidents 
might ultimately fall back on 
the employer. You must con-
sult with your insurance ex-
perts to make sure that you 
have full coverage and that 
your exposure to indemnifi ca-

tion is eliminated.
If one of your employees 

gets hurt on the job, he has the 
right to bring what they call a 
Labor Law claim. A Labor Law 
claim means that the owner 
and general contractor are 
absolutely responsible to pay 
damages if your employee gets 
hurt on the job. Your employee 
cannot sue you because you 
are his employer and his sole 
remedy is what he can collect 
under workers’ compensation. 
If the case is worth one million 

dollars there is no way that he 
will ever get that type of money 
out of workers’ compensation. 
As a result, he brings a claim 
under the Labor Law against 
the owner and the contractor.

To turn this whole situation 
around, once the employee 
brings his claim against the 
owner and the contractor, 
they may “implead” you as 
his employer so that now the 
claim is not being made by 
your employee but the claim is 
being made by the owner and 
the contractor who are seeking 
“indemnifi cation”. This means 
they want to be reimbursed 
for whatever they pay your 
employee. Thus, the circle is 
complete. 

The employee gets his mil-
lion dollars and you, who are 
only responsible for workers’ 
compensation benefi ts, wind 
up paying one million dollars 
directly to your employee by 
paying the owner and the 
contractor.

That was changed by an 
amendment to the workers’ 
compensation law that said 
that the only time that situation 
would apply is if the employee 
suffered a “grave injury”. The 
definition of a grave injury 
means death, loss of use or 
amputation of an arm, leg, 
hand or foot, total blindness, 
loss of a nose, ear, index fi n-
ger, facial disfi gurement and 
certain brain damage. Any-

thing less than that prohibits 
the owner and the contractor 
from turning the tables around 
and seeking indemnifi cation 
from you.

Moreover, the statute spe-
cifi cally says that an employer 
cannot waive the prohibition 
against indemnifi cation for a 
grave injury. In other words, 
you cannot agree to reimburse 
the owner and the contractor 
and waive your rights under 
the workers’ compensation 
law as far as grave injury is 
concerned.

What do the owners and 
contractors try to do? To get 
around that statue they are 
trying to insert clauses into 
contracts where you waive 
all the benefi ts that you have 
under the workers’ compensa-
tion laws. You are not confi ning 
yourself to grave injury but 
to any aspects of the work-
ers’ compensation law. If you 
confi ne your waiver to a grave 
injury, it will be void. If you give 
a general waiver or whatever 
benefi ts you have under work-
ers’ compensation, you might 
be charged the obligation 
of indemnifying the owner 
and contractor for any claims 
that your employee makes 
under workers compensation 
whether they be grave injury 
or not. 

The law is not clearly settled 
on that. The purpose of this no-
tice is to advise you that those 
clauses are going to creep into 
the contract that you sign with 
the owners or general contrac-
tors and you may very well be 
stuck holding the bag.

I stress that you have to get 
hold of your workers’ com-
pensation carriers and your 
general insurance carriers 
and make sure that you have 
no waivers and there is no 
feedback against you where 
you are violating either the law 
or the terms of your insurance 
policy by signing contracts 
containing waivers.

Never let your lien time run 
out!!

For a free copy of a pam-
phlet pertaining to mechan-
ic’s liens and payment bond 
claims, kindly contact me or 
the association.
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TIMMIES
TIPS

by 
Timmie McElwain

Electricity As 
Applied to Gas 

Systems
(Part 5)

I am often asked by tech-
nicians in the plumbing and 
heating industry for some in-
formation on Basic Electricity. 
So I thought I would do several 
articles on some really basic 
electricity. This is the fi fth one.  
I do not want to get into a lot of 
formulas but just want to give 
some of the fundamentals to 
help those who are interested 
in this particular technology.

These articles are designed 
to assist the heating technician 
in diagnosing and trouble-
shooting electrical circuits 
used on heating systems. It 
is specifi cally targeted toward 
gas heating systems. It should 
however be noted that many 
of the techniques used herein 
can be applied to troubleshoot-
ing any type heating system.

 It is our approach that prac-
tical application to actual trou-
bleshooting is what is needed. 
These articles are not for the 
purpose of teaching electrical 
or electron theory. That is not 
to say that any knowledge of 
electricity and electronics will 
not help you it most certainly 
will.

THIS SERIES IS 
FOR YOU IF:

• You have trouble knowing 
where to start in a circuit 
diagnosis.

• You are intimidated by cir-
cuitry

• You spend a lot of time 
troubleshooting heating 
systems.

• You fi nd that you have a lot 
of callbacks.

In the fi rst few articles we 
will include some defi nitions 
and some electrical theory 
– or better electrical relation-
ships. There is also a section 
on circuit components and 
symbols used in wiring dia-
grams. There will be a section 
on circuits and diagrams.  We 
will also go over test equip-
ment and meters.

TRANSFORMERS
Alternating current applied 

to a solenoid coil causes a 
magnetic field to build up 
and col lapse depending 
upon the cycle of the cur-
rent. An iron core is used 
in the solenoid to increase 
its efficiency. We therefore 
have a moving magnetic 
field from the solenoid when 
alternating current is ap-
plied to it. If a second wire 
is wound around the exist-
ing coil, the moving lines 
of force produced by the 

inside coil will cut through 
this outside coil and produce 
an alternating current in it. 
This current will be the same 
cycle as the source A.C. 
(Fig. 34). If the same num-
bers of windings were used 
in both the primary (winding 
that connects to source volt-
age) and secondary (outside 
winding), there would be no 
change in the voltage in the 
secondary coil, neglecting a 
small amount of loss through 
the transformer. As can be 
seen from this, it would be 
useless to construct such a 
transformer since the cur-
rent supplied to the primary 
could be connected directly 
to the current- using device. 
The purpose of the trans-
former is to transform the 
supply voltage to a more 
useful voltage according to 
the design of the current-
using device.

 

FIGURE 34

FIGURE 35

Step-up Transformer 
If more coil turns are used 

in the secondary winding 
than in the primary wind-
ing ,  the  vo l tage wi l l  be 
increased in direct propor-
tion. For instance, if there 
are ten times more coils in 
the secondary than in the 
primary, the voltage will be 
increased about ten times 
the source vol tage (Fig. 
35). Example: if the primary 
had 100 coil turns and the 

secondary had 1000 coil 
tu rns ,  then  the  vo l tage 
would be stepped up about 
ten times. If 115-volt alter-
nating current were sup-
plied to the primary of such 
a transformer, the voltage 
from the secondary winding 
would be 1150 volts A.C. 

When the voltage is in-
creased, the amperage de-
creases in inverse proportion. 
Example: if 115 volts - 20-am-
pere current is used in the pri-
mary of the above transformer, 
the current from the secondary 
will be 1150 volts - 2 amperes. 
The power is the product of 
volts time’s amperes. In the 
primary winding, our total 
power is 20 amperes times 
115 volts, which equals 2300 
watts. After the current passes 
through the 1 to 10 ratio of 
the transformer, the voltage 
is changed to 1150 volts and 
the amperage reduces to 2. 
Computing the power for the 
secondary then, 1150 volts 
times 2 amperes equals 2300 
watts. Notice that the power 
of the current in the primary 
and the secondary windings 
remains the same. 

The step-up transformer 
may be used to produce much 
higher voltages, high enough 
to cause a spark in a spark 
plug. This type transformer 
may be used to cause spark 
ignition to a gas burner. 

FIGURE 36

Step-down Transformer
A transformer can also 

be used to step the voltage 
down (Fig.  36).  I f  fewer 
co i l  tu rns  were  used in 
the secondary than in the 
primary, the voltage would 
be reduced in direct propor-
tion. Since the voltage is re-
duced, the amperage will be 
increased in inverse propor-
tion so that the total power 
in the secondary will equal 
the power of the primary. 
Such a transformer can be 
used to supply 24 volts to 
a controll ing circuit. Due 
to the potential fire hazard 
in handling high voltage, 
laws have been enacted to 
govern the installation of 
high voltage wires through 
conduit .  The instal lat ion 
of  conduit  is expensive. 
Quite often a 24-volt step-
down transformer is used 
in a controlling circuit so 
that the low voltage wi l l 
eliminate expensive conduit 
installation. 

Some manufacturers re-

duce the volts through a 
transformer to 2-1/2 volts, 
which is the voltage used 
for a small glow coil. The 
glow coil is quickly heated 
to higher temperatures than 
that required for the igni-
tion of a gas-air mixture, 
thereby providing ignition 
to a burner. 

ELECTRICAL PARTS
Electrical parts consist main-

ly of two types: non-resistant 
type and resistant type parts. 

Non-resistant Type 
This type of part offers no 

resistance to the current pass-
ing through it. Therefore it is a 
non-current-using type part. 
It merely conveys the current 
to the current-using device. A 
wire carrying the current to a 
current-using device is a non-
resistant type part. 

A switch, when closed, is a 
non-resistant type part. The 
terminology used in discussing 
switches is directly opposite 
to that used in discussing the 
position of a gas cock. When 
a switch is open (not passing 
current), it is the same as a 
gas cock in the closed posi-
tion. When an electric switch 
is closed (passing current), it 
compares to a gas cock in the 
open position (Fig. 37). 

There are many types of 
switches used to control elec-
trical circuits. A single switch 
opening or closing a single 
wire is called a single pole, 
single throw switch. On a 
schematic drawing this will be 
found abbreviated to S.P.S.T. 
(Fig. 37A). 

FIGURE 37

FIGURE 37A

A switch, that alternate-
ly  bu t  never  s imul tane-
ously supplies current to 
two separate c i rcu i ts  is 
called a single pole, double 
throw switch, abbreviated 
S.P.D.T. 

Sometimes it is desirable 

to  cont ro l  two separate
c i rcu i ts  s imu l taneous ly.
Each switch controls i ts
own circuit, but due to the
design of the appl iance,
both switches must open
and close simultaneously.
Such a switch would be
called a double pole, sin-
gle throw switch, abbrevi-
ated D.P.S.T. Notice that
this switch is merely two
S.P.S.T. switches operated
simultaneously. 

Two single pole, double
throw switches that operate
simultaneously and are mount-
ed as a unit will “be called a
double pole, double throw
switch, abbreviated D.P.D.T. 

From this it can be seen
that any number of poles and
throws could be designated
on the switch. For instance,
a single pole, seven throw
switch means that one wire
through the use of a multiple
switch could be connected to
anyone of seven wires one at
a time. This switch would be
abbreviated S.P.S T. 

It should be noted here that
we will be discussing the use
of switches in circuits in sev-
eral sections of this manual
and also how they are used
in circuits. In addition to that
procedures for troubleshoot-
ing switches in circuits and
relationship of switches as to
their position in a circuit, such
as normally open or normally
closed.

FIGURE 37B

There are several differ-
ent types of non-current-
using devices that might be
found in electrical circuits
(Fig. 37B). A fuse contains
a low melting type of metal
that overheats when its am-
perage rating is exceeded.
When the metal melts, the
circuit is broken and the
house wiring is protected. 

A circuit breaker accom-
plishes the same purpose
as a fuse except that it op-
erates by heating a bimetal
operated switch when the
amperage rating is exceed-
ed. A circuit breaker can be
reset after it has broken the
circuit.

A junction block merely con-
nects two or more wires to-
gether. 

A quick-connect is also
used to connect wires to-
gether. Sometimes corro-
sion will occur in a quick-

continued on page 16
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DUCT
CLEANING

CLEANING OF:
•  AIR CONDITIONING SYSTEMS
•  VENTILATING SYSTEMS
•  HVAC SANITIZING
•  COILS STEAM CLEANED

SERVING
HOSPITALS • RESTAURANTS • HOTELS

OFFICE BUILDINGS • DEPARTMENT STORES

~ GREAT PROFIT ADD-ON JOB FOR CONTRACTORS ~
~ WE WILL PROVIDE A FREE ESTIMATE TO YOU! ~

FULLY INSURED
 MEMBER MEMBER
 OF OF
 BETTER BUSINESS BUREAU CHAMBER OF COMMERCE

G & G Duct Cleaning
718-786-6401

Fax: 706-1246

25-03 Borden Avenue • Long Island City • New York 11101

continued from page 15

Timmie's 
Tips

connect, resulting in a poor 
connection. 

A thermostat is usually a 
bimetal type switch contact 
that opens or closes the cir-
cuit depending upon the tem-
perature that activates it. 

FIGURE 38

Resistant 
Type Parts 

Resistant type parts are 
current-using devices (Fig. 
38). Examples of these are: 
motors, solenoids, glow coils, 
heating coils, transformers, 
resistors, or chokes. There 
are many other current-using 
devices. As can be seen, a 
current-using device is con-
nected by the non-current 
using part. Resistant type 
(current- using) parts per-
form work by magnetism or 
by heat. 

MOD/CON BOILER 
MANUAL VOLUME I

THIS IS OUR BRAND NEW 
MANUAL.  IF YOU ARE IN-
TERESTED GET IN TOUCH 
WITH US AS WE ARE TAK-
ING ORDERS NOW.  IT 
INCLUDES THE FOLLOW-
ING: Introduction; General 
Terms; Technical Support 
Document; Effi ciency Termi-
nology; Certifi cation; Boiler 
Design Guidelines; Condens-
ing Boiler Technology; Boiler 
Types and Piping Strategies; 
Condensing Boilers; Nega-

tive Pressure Gas Valves; 
Modulating Gas Valves; Heat 
Transfer Products Munch-
kin (Pre 925 Control); Heat 
Transfer Products Munchkin 
(With 925 Control); Heat 
Transfer Products Munchkin 
with Dungs Valve/Revision 1 
and Revision 2; Heat Transfer 
Products Munchkin with Vi-
sion 1 Control System; Heat 
Transfer Products Munchkin 
(926 Control) includes MOD/
CON and ELITE Boilers; Tri-
angle Tube PRESTIGE  Solo 
110 Boiler; Triangle Tube 
PRESTIGE  Troubleshooting; 
Triangle Tube PRESTIGE  
Excellence Water Heater 
Boiler; and Triangle Tube 
PRESTIGE  Maintenance

WE ARE WORKING ON 
VOLUME II NOW!

Advanced Electric Ignition 
Systems Manual

We have just finished with 
a brand new set of manu-
als on Advanced Electric 
Ignition Systems. It includes 
SmartValve™, Electronic 
Fan Timers, Integrated Boil-

er Controls and Integrated 
Furnace Controls. It will also 
include the latest Universal 
Replacement Controls for 
EFT’s and Integrated Fur-
nace Controls. It is in two 
volumes Advanced Electric 
Ignition Systems Volume I  
with 261 pages filled with in-
formation every installer and 
service technician needs. 
There are 32 color illustra-
tions in the manual. There 
is also Advanced Electric 
Ignition Systems Volume II 
filled with excellent informa-
tion on Integrated Controls 
and Universal replacements 
with 345 pages and  over 50 
color illustrations.

We also have a series of 
manuals just recently com-
pleted on Electric Ignition 
Systems. Volume I contains 
11 chapters with 190 pages 
of excellent information on 
all systems, which cover 
Intermittent Pilot Ignition 
Systems and Universal Re-
placement Controls. Volume 
II that contains 311 pages in 
10 Chapters is a continua-
tion of Volume I. Volume I in-

clude the following in Chap-
ters 1 through 11: Many of 
the chapters in this manual 
have been presented here 
in this paper. This is an op-
portunity to get everything in 
one set of manuals: Princi-
ples of Flame Rectification; 
Flame Rectification Applied 
to Intermittent Pilot Applica-
tions; Intermittent Ignition 
Devices; Intermittent Pilot 
Controls; Troubleshooting 
Intermittent Ignition Sys-
tems for Gas Furnaces and 
Boilers; Checkout for All 
Systems; Johnson Controls; 
Honeywell Controls; Robert-
shaw Controls; White Rod-
gers Controls; and Fenwal 
Controls

Volume II contains 10 chap-
ters and is a continuation of 
Volume I. Volume II covers 
Direct Burner Ignition, both 
Direct Spark Ignition and Hot 
Surface Ignition. Volume II 
also contains a chapter on 
Universal Replacement Gas 
Valves. Universal replace-
ment controls are covered 
in all chapters. The following 
are included in Chapters 12 
through 21:Direct Burner 
Ignition Controls/ Honey-
well Direct Spark Ignition; 
Fenwal DSI Controls; White-
Rodger DSI Controls; Hot 
Surface Ignition; Honeywell 
HSI Controls; White-Rodgers 
HSI Controls; Robertshaw 
HSI Controls; Fenwal HSI 
Controls; Hot Surface Igni-
tion Troubleshooting; and 
Universal Replacement Gas 
Valves.

We continue to offer our 
manuals Circuitry and Trou-
bleshooting Volume I and 
Volume II. 

We have two OTHER man-
uals in their second printing. 
The fi rst one is titled FUNDA-
MENTALS OF GAS VOLUME 
I. In addition we also have 
FUNDAMENTALS OF GAS 
Volume II, which covers “Air 
for Combustion” and “Vent-
ing” it is up to date with the 
latest changes to the Fuel 
Gas Code Book. 

In addition we have now 
63 Troubleshooting Guides 
and that along with all the 
manuals we offer (25 differ-
ent manuals) will give you a 
well-rounded education on 
all aspects of gas heating 
systems and the controls 
along with the procedures 
you need.

We also conduct seminars 
on the following topics and 
many others: Fundamentals 
of Gas; Circuitry and Trouble-
shooting; Hydronic Controls; 
Electric Ignition Systems; 
Advanced Electric Ignition 
Systems; Powerpile Sys-
tems; NEW COMBUSTION 
TESTING DESIGN GAS 
EQUIPMENT; Conversion 
Burners; and Modulating/
Condensing Boilers

If you are interested in 
information call 401-437-
0557 or write to: Gas Appli-
ance Service Training and 
Consulting, 22 Griffi th Drive, 
Riverside, RI 02915 or E-mail 
gastc@cox.net
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Job BulletinJob Bulletin
ADMINISTRATOR / INSIDE 
COUNTER SALES (011811)
Gerster Trane is an HVAC and 
Energy Services company 
located in Williamsville, NY. 
Responsible for processing 
customer orders and respond-
ing to customer inquiries. 
Take, process, track, follow 
up and coordinate delivery of 
customer orders via phone, 
counter and internet; parts 
identification and ordering. 
Must have superior customer 
service skills. Good phone and 
basic computer skills required. 
Must be able to prioritize work 
while multi-tasking. HVAC exp. 
helpful but will train right per-
son. Hours: Tu – Fr, Sa (am). 
Excellent benefits include 
medical, dental, life insurance, 
short and long term disability. 
401K, paid vacation and holi-
days. EOE. Send resume to: 
hrgerster@trane.com

COMMERCIAL HVAC SALES 
(112310)
R.J. Murray Co., Inc. is the 
oldest wholesale distributor 
of Carrier products, in busi-
ness since 1933.   Our terri-
tory is Northeast New York, 
Vermont and Western Mas-
sachusetts.  We are fam-
ily owned with competitive 
salaries, a comprehensive 
benefit package including 
health and dental, 401K with 
match and offer an excellent 
work environment.  Primary 
duties include selling Com-
mercial HVAC equipment in 
our New York & Massachu-
setts territory.  Qualifications 
include Minimum of 5 years 
experience in the Commer-
cial HVAC industry.  Best 
served by someone use to 
dealing with engineers and 
that has experience with 
large Commercia l  Roof-
tops and Applied Products 
(chillers, etc).  Engineering 
degree/experience helpful.  
Please send your resume 
to: personnel@rjmurray.
com.

COMMERCIAL HVAC SALES 
ENGINEER 
(112310)
R.J. Murray Co., Inc. is the 
oldest wholesale distribu-
tor of Carrier products, in 
business since 1933.   Our 
territory is Northeast North-
east New York, Vermont and 
Western Massachusetts.  
We are family owned with 
competitive salaries, a com-
prehensive benefit package 
including health and dental, 
401K with match and offer 
an excellent work environ-
ment.  Primary duties in-
clude promoting the sales of 
Carrier commercial heating, 

Job Bulletins and Calendar Items in the INSIDER  are FREE! 
send to fredmartel@comcast.net

ventilating, and air condi-
t ioning through assisting 
design engineers with the 
selection and application of 
our products, Qualifications 
include a Mechanical Engi-
neering degree and experi-
ence in the HVAC industry.  
Please send your resume 
to: personnel@rjmurray.
com.

COMMERCIAL ESTIMATOR 
(112310)
R.J. Murray Co., Inc. is the 
oldest wholesale distributor 
of Carrier products, in busi-
ness since 1933.   Our terri-
tory is Northeast New York, 
Vermont and Western Mas-
sachusetts.  We are fam-
ily owned with competitive 
salaries, a comprehensive 
benefit package including 
health and dental, 401K with 
match and offer an excellent 
work environment.  Primary 
duties include Commercial 
take-offs from Blue Prints 
and Dodge Reports (reading 
plans and specifications), 
Estimating and pricing com-
mercial projects, Preparing 
deta i led quotat ions and 
submittals, supporting the 
sales force.  Qualifications 
include HVAC degree (or 
in process of getting) and/
or experience in the HVAC 
industry. Please send your 
resume to: personnel@
rjmurray.com.

HVAC SPECIALIST (011811) 
Major NE manufacturer ’s 
representative looking for 
experienced HVAC special-
ist for inside sales position.  
Candidate must be a driver 
with a minimum of 5 years ex-
perience with HVAC systems 
and related airside products 
including but not limited to 
make-up air handling units, 
DOAS units, fan coils, and 
air rotation equipment.  Can-
didate must also be familiar 
with industry systems and 
product trends and be pre-
pared to render appropriate 
opinions as part of over all 
strategic positioning.  Re-
sponsibilities include organi-
zation of an HVAC portfolio; 
working with manufacturers, 
customers and other team 
members for training and 
motivation; taking off product; 
quoting and follow up; assist-
ing in the sales process; sub-
mitting and releasing product 
for manufacture. If you are 
interested please send 
your résumé to smiller@
emersonswan.com and you 
will be contacted by our hu-
man resources department. 
The company is located in 
Randolph, MA. 

HVAC TECH (011811) 
HVAC Service Technician for 
Erie, PA area.  Gerster Trane is 
seeking experienced techs for 
expansion. Diagnose, repair, 
maintain & replace equipment 
in commercial and industrial 
settings. Must have mechani-
cal and electrical ability, basic 
computer skills, be reliable and 
organized. 3-5 years experi-
ence in a commercial HVAC 
setting. Steady hours, execu-
tive compensation package. 
Tools, truck, uniform & continu-
ing education in the HVAC fi eld 
provided. EOE. Send cover 
letter and resume to grger-
ster@trane.com.

HVAC/R TECH-COMM'L / 
INDUSTRIAL  (011811)
HVAC/R Technician - Com-
mercial  /  Industr ial  NYC 
Metro/Long Island career 
opp .  fo r  qua l i f i ed  loca l 
techs.  Minimum 7 years 
experience and Clean Driv-
ers License.  MUST know all 
phases of commercial heat-
ing/air conditioning/refrig-
eration - trouble-shooting, 
some installation, MOSTLY 
SERVICE.  Medical, 401K, 
vacation, sick days, holi-
days. Company uniform and 
vehicle provided. Send res 
and salary. Fax to: (516) 
593-4799 or Email to: ac-
ceptwork@hotmail.com.

REFRIG INSIDE SALES 
(011811)
F.W. Webb, New England’s 
largest wholesale distribu-
tor of  HVAC\R  with over 
70 locations, is seeking an 
Inside Sales Representative 
for its Brockton, MA, location.
In this role we are seeking 
an individual to handle inside 
sales opportunities to grow 
our  refrigeration business.  
The successful candidate will 
be responsible for obtaining 
quotes, receiving and plac-
ing orders, communicating 
with manufacturers, handling 
inquiries, maintaining and sup-
porting inventory to capture 
sales within the market area.
We are looking for a candidate 
that is self-directed and willing 
to take initiative in completing 
goals and dedicated to ensur-
ing a high level of customer 
service at all times.  A mini-
mum fi ve years of experience 
in refrigeration fi eld is required.
Please Forward Resumes To: 
General Manager, F.W. Webb 
Company, 60 Industrial Blvd., 
Brockton, MA 02745, mho@
fwwebb.com

REFRIG. OUTSIDE SALES 
(011811)
F.W. Webb, New England’s 
largest wholesale distributor 

of HVAC\R with over 70 loca-
tions, is seeking an Outside 
Sales Representative for its 
Warwick, RI location to grow 
its refrigeration business 
segment. The position will 
be responsible for generat-
ing and identifying sales 
opportunities in an assigned 
territory.  The successful can-
didate must be self-directed 
and willing to take initiative 
in completing goals.  Strong 
interpersonal and commu-
nication skills are a must.  
A high regard for customer 
service is also critical to the 
posit ion. A minimum five 
years of experience in the 
refrigeration fi eld is required. 
Please forward resumes 
to: General Manager, F.W. 
Webb Company, 101 Jef-
ferson Blvd., Warwick, RI 
02888, pk@fwwebb.com

SALES REPRESENTATIVE 
(112310)
Standex ADP (SADP) is 
the nation’s leading sup-
plier of galvanized pipe and 

fittings for the residential
HVAC Industry.   We are
currently seeking a Sales
Representative with proven
selling ability to work our
New York Territory which
includes New York (west
of Poughkeepsie), Western
Pennsylvania (west of Al-
toona) and West Virginia.
Ideal candidate would live
in the Buffalo and surround-
ing area towards Pittsburgh.
Interested and qualified
candidate should forward
a resume with salary re-
quirements to mkosmin@
standexadp.com. 

S U B - R E P  W A N T E D
(011811)
Sub-rep wanted for eastern
New York State covering from
Plattsburgh south to Pough-
keepsie. Looking for someone
that has a few lines of their own
and looking to represent a few
additional lines for Big John
Sales.  Interested parties
must submit their resumes
to: john@bigjohnsales.com
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 DATE:  February 1 & 2, 2011
 EVENT:  NATE Cert. Review & Testing (AC/HP)
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Universal Supply - Hawthorne, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 3, 2011
 EVENT:  Plumbing CEU Course
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 7-11, 2011
 EVENT:  AO773 Air Conditioning
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 7, 2011
 EVENT:  Gas Combustion Fundamentals
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 8, 2011
 EVENT:  Circuitry & Troubleshooting
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 8, 2011
 EVENT:  Electricity for HVAC Technicians
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Aaron & Co. - Piscataway, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 8 - March 29, 2011
 EVENT:  Air Conditioning for Oil Heat Techs
 SPONSOR:  OHI
 LOCATION:  Suffolk Community College
 CONTACT:  631-360-0200

 DATE:  February 9, 2011
 EVENT:  EPA 608 Preparation & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  JB HVAC - Mays Landing, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 9-10, 2011
 EVENT:  NATE Cert. Review & Testing (AC/HP)
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Johnstone Supply - Cherry Hill, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 9, 2011
 EVENT:  Hydronic Controls Circuitry
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 10 - May 5, 2011 TU/TH
 EVENT:  Introduction to Oil Heat (NORA Cert)
 SPONSOR:  OHI
 LOCATION:  Suffolk Community College
 CONTACT:  631-360-0200

 DATE:  February 10, 2011
 EVENT:  Gas Heating Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 10, 2011
 EVENT:  Hydronics
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  JB HVAC - Mays Landing, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 11, 2011
 EVENT:  Gas Htg Adv Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 16, 2011
 EVENT:  Powerpile Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  February 12, 2011
 EVENT:  Oil Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 14-18, 2011
 EVENT:  AO018/066 Trade Math & Blueprints
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 14-15, 2011
 EVENT:  EPA 608 Refrigeration Cert. Exam
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 14-Mar 23, 2011
 EVENT: AO772 Commercial Refrigeration
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 15 & 16, 2011 5-8pm
 EVENT:  Heat Pump Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 16, 2011
 EVENT:  EPA 608 Refrigeration Cert. Exam
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 17, 2011
 EVENT:  Residential Duct Design & Sealing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Johnstone Supply - Cherry Hill, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 21-25, 2011
 EVENT:  AO709 Special Piping 
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 22, 2011
 EVENT:  ACCA Manual J V8 AE
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  DASCO Supply - Lakewood, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 22-24, 2011
 EVENT:  Solar Certifi cation Course
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  February 23, 2011
 EVENT:  NATE Testing Only (No Review)
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mt. Laurel, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 24, 2011
 EVENT:  Oil Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  JB HVAC - Mays Landing, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  February 25, 2011
 EVENT:  Plumbing CEU course
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  Feb. 28 - Mar. 4, 2011
 EVENT:  AO777 Basic Electricity
 SPONSOR:  ICPA TEC
 LOCATION:  Cromwell, CT
 CONTACT:  866-521-ICPA www.icpatec.com

 DATE:  March 1, 2011
 EVENT:  EPA 608 Preparation & Testing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Aaron & Co. - Piscataway, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 1 & 2, 2011
 EVENT:  NATE Cert. Review & Testing (AC/HP)
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mt. Laurel, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 2, 2011
 EVENT:  Oil Furnace Troubleshooting
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Nutley Supply - Clifton, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 7, 2011
 EVENT:  ACCA Manual S (4-8pm)
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  EHCC - Mount Laurel, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 7, 2011
 EVENT:  Gas Combustion Fundamentals
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  March 8, 2011
 EVENT:  Circuitry & Troubleshooting
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  March 8, 2011
 EVENT:  Basic Electricity & Hydronics
 SPONSOR:  Emerson-Swan
 LOCATION:  Randolph, MA
 CONTACT:  781-986-2000 Ext. 108

 DATE:  March 8, 2011
 EVENT:  ACCA Manual J V8 AE
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  JB HVAC - Mays Landing, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 9, 2011
 EVENT:  Residential Duct Design & Sealing
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Universal Supply - Hawthorne, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 9, 2011
 EVENT:  Hydronic Controls Circuitry
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  March 10, 2011
 EVENT:  Gas Heating Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

 DATE:  March 10, 2011
 EVENT:  Electricity for HVAC Technicians
 SPONSOR:  Eastern Heating & Cooling Council
 LOCATION:  Johnstone Supply - Cherry Hill, NJ
 CONTACT:  800-247-6547 or www.eh-cc.org

 DATE:  March 11, 2011
 EVENT:  Gas Htg Adv Electric Ignition Systems
 SPONSOR:  Gas Appliance Service Training
 LOCATION:  Warren, RI
 CONTACT:  401-437-0557  gastc@cox.net

Empire/Metro New York 
HVAC Insider Bulletin Board

Empire/Metro New York 
HVAC Insider Bulletin Board

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
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White-Rodgers Announces New Two-Stage 
HSI Integrated Circulator Furnace Control Kits

Emerson® Universal Replacement Furnace Control Kits Available in 3-Speed and Variable Speed

White-Rodgers announced 
the availability of Two-Stage 
HSI Integrated Circulator 
Furnace Control Kits in both 
3-speed and variable speed. 
The variable speed model 
21V51U-843 replaces all 
White-Rodgers 50V51-XXX’s 
and 50V61-XXX’s Two-Stage 
HSI Systems with 80V or 
120V Ignitor. The 3-speed 
version model 21M51U-843 
replaces all White-Rodgers 
50M51-242 and All 50M61-
XXX’s Two-Stage HSI Sys-
tems with 80V or 120V Ig-
nitor. Designed to install with 
ease, these new kits include 
everything contractors need 
for quick and accurate re-
placement.

“These new universal fur-
nace control kits simplify 
stocking and installation, 
and assist in obtaining peak 
system performance,” said 
Ron Miles, vice president of 
sales, White-Rodgers. “Em-
erson is focused on providing 
contractors with everything 
needed for a fast install.”
Introduced to help contrac-
tors reduce their inventory 
and simplify installation, the 
Two-Stage HSI Integrated 
Circulator Furnace Control 
Kits include everything con-
tractors need for quick and 
accurate replacement, in-
cluding:
• Ignition Control Module
• Universal 120V Nitride 

Ignitor Kit - 21D64-2
• Installation Instructions

and OEM Cross-Refer-
ence

• Quick-Select/Quick-Con-
nect Wire Harnesses (For
only the 21V51U-843)

The kit also offers improved
system diagnostics and pro-
tection with features l ike
stored fault recall, a red LED
light used for diagnostic fl ash
codes and a cover label that
contains diagnostic fault
codes for convenient refer-
ence.

For more information about
the Two-Stage HSI Integrated
Circulator Furnace Control
Kits, go to www.White-Rod-
gers.com.

Unobtrusive, 
Quiet Through 

Wall and 
Through 

Floor/Ceiling 
Ventilators 

A unique system designed 
to distribute heated or cooled 
air for greater comfort, en-
ergy savings and ventilation 
rates from room-to-room 
through inter ior wal ls or 
level-to-level through floors/
ceilings is available from 
Tjernlund Products, Inc., a 
White Bear Lake Minnesota-
based manufacturer of ven-
tilation equipment. Called 
“AireShareTM”, the ventila-
tors provide homeowners 
with an unobtrusive, cost-
effective way to circulate 
heated or cooled air from 
fireplaces, stoves, electric 
baseboards, split system 
“ductless” A/C and window 
A/C units to adjacent rooms. 
The net result is extended 
comfortable l iving space 
from exist ing heat ing or 
cooling equipment. 

AireShare ventilators are 
available for two types of in-
stallations: horizontal air fl ow 
through stud walls and vertical 
air fl ow through fl oor/ceilings. 

All AireShare ventilators 
feature a low profi le, whisper-
quiet intake blower and unob-
trusive grilles. 

With Room-to-Room mod-
els, the blower draws heated 
or cooled air into an open 
wall cavity and distributes it 
to an adjoining room through 
a streamlined air diffuser in-
stalled on the opposite side of 
the wall. The intake blower and 
diffuser can be located high 
or low in the wall for airfl ow 
control and optimum comfort. 
Room-to-Room models are 
available for plug in and hard 
wired installation.

The Level-to-Level model 
moves air up or down from 
one level to another through 
a sleeve that adjusts to fl oor 
joist/truss thicknesses from 8 
¾ inches to 16 ½  inches. 

Installation of AireShare 
Ventilators requires cutouts for 
the blower and diffuser as well 
as electrical connection. Venti-
lators can be thermostatically 
controlled to maintain desired 
room temperature. 

Complete AireShare infor-
mation is available at tjernlund.
com.

Provides simultaneous 
Heating and Cooling 

up to 50 Zones and 26 Tons or 
separate Heating and Cooling 
up to 50 Zones and 30 Tons!

• Premier Variable Refrigerant Flow Zoning solution with 
advanced INVERTER technology and complete zone 
control.

• CITY MULTI Controls Network (CMCN) allows total building 
comfort control from zone to zone and/or whole building.

• Versatile and customizable to any design specifi cations.

• Proven track record of reliability
• Includes compact and quiet outdoor units.
• Ideal for many applications.
• Choice of multiple styles of quiet indoor units including 

wall-mounted, ceiling recessed and concealed, ceiling 
suspended, fl oor mounted exposed and concealed.

Call 1-800-334-3141 or visit
www.Homans.com

Wallingford, CT
800-840-9510

Braintree, MA
800-770-9765

Fall River, MA
800-581-9181

Medford, MA
781-391-4199

Southborough, MA
800-406-2523

Wilmington, MA
800-648-8310

VISIT OUR NEW YORK 
LOCATIONS!

Colonie, NY
800-874-6066

Syracuse, NY
315-463-6675

Hampden, ME
207-945-6405

Portland, ME
800-922-9554

Londonderry, NH
800-447-0033

Union, NJ
908-810-7300

Pawtucket, RI
401-726-9300

Williston, VT
802-863-0355
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    ABCO, the Northeast’s largest wholesaler of HVACR equipment, is opening a new branch in the 
Baltimore/Washington DC area in March, 2011.  And we’re coming with over 60 years of dedicated 
experience in the form of more inventory, outstanding delivery capabilities, and smarter strategies 
for keeping you—and your customers—satisfied. We’re also bringing the right people to help get 
you what you need to succeed.
 
    If you’re interested in careers and opportunities at ABCO and would like to join the team at our 
new Baltimore/Washington DC branch, please send your resume to careers@ABCOhvacr.com

Coming to Baltimore/Washington DC in March.

HVACR Supply + Solutions

You don’t just sail into town
without better solutions.


