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Kevin Tindall’s big year
BY ROBERT P. MADER OF CONTRACTOR’S STAFF

WE WOULD not be surprised if
Kevin Tindall has a hard time
finding his TV remote; he’s not
the type to sit on the couch.
Kevin joined Plumbing-Heating-Cooling Contractors — National Association in 1993 and
has been working to make this
industry and his community a
better place ever since.
All those years of service to the
industry are being recognized
in 2012. First, in September,
the International Association
of Plumbing & Mechanical Officials awarded him the Joseph
Kneidinger Green Contractor

of the Year Award. In October
he was elected vice president of
PHCC — NA; he’ll become president in the fall of 2014, and,
finally, his years of dedicated
service are the reason why he is
this year’s CONTRACTOR magazine’s Contractor of the Year.

BY STEVE SPAULDING
OF CONTRACTOR’S STAFF

GLENSIDE, PA. — Arcadia University located
in the Philadelphia suburbs has been through
plenty of changes since its founding in 1853.
It has made the transition from seminary
to college to university, while moving twice
and changing its name once (from Beaver
College). It now serves more than 4,000 students pursuing more than 80 different fields
of study.
That the university has always looked back
to its history and traditions is symbolized by
the historic Gray Towers that rise like castle
ramparts from the center of campus. That it
looks ahead to the innovations of the future
can be seen in the new 62,000-sq.ft. addition
to its student commons area.
The addition built by GC Delran Builders includes offices, classrooms and an expansion of the university’s athletic center.
It incorporates the latest in sustainable and

BY JOHN MESENBRINK OF CONTRACTOR’S STAFF

DENVER — Water … It is one of our most precious natural resources. This
past summer, more than 75% of the U.S. faced near-drought conditions.
Water was top of mind for most Americans — for residential use, irrigation
purposes and energy production. Water conservation is becoming part of
the social consciousness, from using less water to installing high-efficiency
plumbing fixtures.

energy-efficient technology, including geothermal heating and solar power. Principle
construction began in 2010 and was completed at the beginning of 2012.
Powering the system is a geothermal field,
drilled and installed by Kocher Geothermal
Services and designed by Pennoni & Associates. At a point after making test bores and
assessing the field’s thermal capacity, Rehau
offered Pennoni & Assoc. a revised design,
using a double-loop configuration and the
company’s Raugeo PEXa pipe instead of
HDPE pipe.
f Turn to Arcadian, page 7

On projects where BIM was used, what was the impact on productivity?
3%

Improved > 5%

Worse

25%

f Turn to story, page 18

Residential water study
delves deep into water usage

Armstrong pumps in
the mechanical room
of the new commons.

Improved 1% to 5%

37%

35%

About the same

Source: the 2012 U.S. Construction Industry FMI Productivity Report.
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Geothermal system reduces
propane use by 85%
BY CANDACE ROULO OF CONTRACTOR’S STAFF

BIG SKY, MONT. — For Marc
Montanus and his wife, geothermal was ideal when deciding what type of HVAC
system would be most efficient for their new, radiant
heated mountain home in
Big Sky, Mont. The couple
elected to design and install
a geothermal system for two
simple reasons: efficiency
and cost.

Energy 1 oversaw the design and installation of the mountain
home’s mechanical systems.

In what capacity did you use BIM on projects ?
31%

Shop prefabrication
management

21%

Shop drawing
review

19%

Marketing/sales
presentations
Cost
estimation
Safety analysis or
management
Other

17%
6%
2%
3%

Source: the 2012 U.S. Construction Industry FMI Productivity Report.

attractive not to consider.
Plus, our home is constructed with reclaimed materials and using an energyefficient geothermal system
helped continue that theme
of low environmental impact.”
Montanus was first introduced to geothermal as a
heating option by the project’s architect and owner’s
rep. They also introduced
him to Energy 1, a designbuild and consulting firm
located in Bozeman, Mont.,
early in the design process.
By discussing the different
systems available with Energy 1, Montanus learned
firsthand that a geothermal
system is an investment,
first and foremost.
“It costs more up front,
but over time you’ll save
money on your heating bills
and that’s the return on in³ Turn to System, page 10
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Manufacturers predict better economy

tion and the keys to success in
today’s economy.
Topics and technologies
covered will be energy-efficient products; geothermal; solar/solar thermal; embracing new technologies and
methods (tools, boiler controls, pipe joining, etc.; and
selling and profitability in to-
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Rainwater
catchment
makes things
muddy
BY ROBERT P. MADER
OF CONTRACTOR’S STAFF

CHICAGO — Perhaps a rainbow will appear by the time
this issue is resolved. Will the
plumbing and mechanical industry end up with two competing rainwater catchment
standards? Do we even need
or want two? While it may
seem unnecessary, the industry has been well served by
the competing International
³ Turn to Rain, page 10

Mechanical Town Hall will feature the ‘Fab Five’
at the 2013 AHR Expo in Dallas
CHICAGO — The Mechanical Town Hall, featuring the
‘Fab Five’ at AHR Dallas will
take place Monday, Jan. 28,
2013, from 1:00 p.m. – 2:30
p.m. in Room D167. The five
well-known industry experts
will lead this panel discussion,
sharing their unique perspectives on business diversifica-

Lead consortium highlights training

4VSWFZTIPXT)7"$3NBOVGBDUVSFSTBSFPQUJNJTUJD

“By taking advantage of
the earth’s heat, we can reduce the energy required to
heat our home and that’s
a good thing,’ said Montanus. “Because this home is
not our year around residence, we were also focused
on keeping our annual expenses as low as possible.
The opportunity to reduce
our propane bills was too

Clash detection and
interference management

4

day’s market.
The Fab Five Panelists all
have experience with each of
these topics. These industry
leaders will engage the audience in lively interaction,
covering issues contractors
face every day. Panelists are
Dave Yates, president of F.W.
³ Turn to ‘Five’, page 10
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In Brief

Industry News

Get The Lead Out Plumbing
Consortium highlights training,
outreach strategy
BY CANDACE ROULO OF CONTRACTOR’S STAFF

ROLLING MEADOWS, ILL. —
The Get The Lead Out Plumbing Consortium met with
media representatives here at
the Plumbing Manufacturers
International offices on Nov.
9 to discuss how the group
of associations and manufacturers are working together
to explain the impact of the
national “Reduction of Lead
in Drinking Water Act” on
contractors, apprentices, distributors, engineers and code
officials, and to educate and
train these four industry sectors, so all professionals are
prepared for when the law
goes into effect in Jan. 2014.
Speaking on behalf of the
consortium, Roger Peugeot,
vice chairman of the PHCC
Educational Foundation, explained to media members
how the Act will reduce the
permissible levels of lead in

pipe, fittings and fixtures
that come into contact with
potable water to a weighted
average less than or equal
to .25% from the current
national standard of an 8%
maximum. However, the
standard does not include
water not intended for human consumption, including water used for manufacturing, industrial processing,
irrigation and outdoor watering. Toilets, bidets, urinals, fill
valves, flushometer valves,
tub fillers, shower valves, service saddles, or water distribution main gate valves that
are 2-in. in diameter or larger
are also excluded from the
new law.
The federal law was spearheaded by Plumbing Manufacturers International (PMI),
based upon the template of
a California law generally re-

Members of the Get The Lead Out Plumbing Consortium.
ferred to as AB 1953. Prior to
the federal legislation, Vermont, Maryland and Louisiana have also individually
adopted the lower lead mandate, working with PMI to
harmonize their standards
with California and now
with the Federal law at the
.25% level.
“The key to compliance is
awareness,” said Barbara C.
Higgens, executive director
of Plumbing Manufacturers
International. “When AB

1953 was enacted in California, some people were caught
off-guard. This coalition is an
outgrowth of what happened
in California. We are working
to build understanding of the
new requirements, so there is
no confusion about compliance.”
As the owner of Roger the
Plumber, based in Overland
Park, Kan., Peugeot understands firsthand how this
will affect plumbing con³ Turn to Training, page 8

Study finds slope, toilet paper critical to drainline carry
BY ROBERT P. MADER OF CONTRACTOR’S STAFF

CHICAGO — The slope of
the drainline and the wet
tensile strength of the toilet paper are the two most
important factors affecting
drainline carry in commercial plumbing applications, a
study has found. The Plumbing Efficiency Research Coalition (PERC) announced that
its long-anticipated study,
“The Drainline Transport of
Solid Waste in Buildings,”
has been released and is now

available on the PERC Website: http://www.plumbingefficiencyresearchcoalition.org.
PERC was formed in 2009
by a coalition of interested
parties, including contractors, manufacturers, engineers, and code officials, because of the increasing use
of low consumption water
closets in commercial spaces
that may have long drainline
runs and few ancillary flows,
such as showers, to transport

waste down the pipe.
PERC was formed in an
effort to meet the critical
need for information on this
topic. On Jan. 5, 2009, at the
U.S. EPA offices in Washington, a Memorandum of
Understanding (MoU) was
executed among five plumbing and water efficiency associations constituting PERC:
Alliance for Water Efficiency,
International Association of
Plumbing & Mechanical Officials, International Code
Council, Plumbing-Heat-

ing-Cooling Contractors
– National Association, and
Plumbing Manufacturers International.
In 2011, the American Society of Plumbing Engineers
joined the coalition as its
sixth member.
Since PERC was founded
in the depths of the recession, it became clear that no
federal grant money would
be forthcoming; all of the research was funded by industry and concerned parties.
PERC took pains to thanks
³ Turn to Slope, page 34

AHR Expo survey results show HVACR manufacturers are
predicting an improving economy
WESTPORT, CONN. — According to a recent AHR
Expo survey sent to more
than 1,000 HVACR manufacturers worldwide, 70%
of the respondents expect
the economy to be better in
2013 than in 2012. In fact,
15% of these manufacturers
expect a “much better year”
while 28% percent of respon-

4 t DECEMBER 2012

dents expect the economy
to remain the same. Just 3%
expect it to be worse than
2012.
In keeping with this optimistic outlook, 86% of the
HVACR manufacturers believe sales will increase next
year with 35% percent of
these respondents expecting
sales increases of more than

10%. Thirty-two percent
forecast sales increases between 5% and 10%, and 19%
expect increases of less than
5%. Eleven percent believe
sales will remain the same,
while only 3% expect sales to
decrease.
Most respondents (41%)
said the residential sector would account for the

³www.contractormag.com

strongest demand for new
products, followed by Institutional (30%), Industrial
(19%), light commercial
(7%) and heavy commercial (3%). The industry categories expected to show
the strongest growth were
renovation/upgrade (42%),
new construction (34%) and
³ Turn to AHR, page 34

Q Grundfos hosted a
competition to give business
and engineering students the
opportunity to design solutions
for managing the world’s
water resources. The Grundfos
Challenge took place Nov. 15
and Nov.16 at the company’s
facility in Olathe, Kan., while
other regional events occurred
simultaneously at facilities in
Denmark and China. Students
competed against teams from
other universities. Teams were
judged on strategic focus and
technical or business acumen.
Q Lochinvar has selected
the first VIP winners of the
2012-2013 heating season.
Jamie Whitehead of Cooper
Plumbing & Heating in
Calgary, Alberta, was named
the October winner of the VIP
Installation Showcase, and
Francois Pineau of Plomberie
Chauffage Normand Inc.
in Montreal, Quebec, was
selected in the monthly VIP
drawing. Both winners will be
awarded Lochinvar’s Nashville
Experience.
Q Several Liberty Pumps
employees contributed to
the purchase of items to be
shipped to help with Super
Storm Sandy relief efforts.
Items sent included cleaning
supplies, first aid supplies,
toiletries, food items, paper
products, baby items,
batteries, winter clothing, pet
items and much more.
Q A review by the AirConditioning, Heating,
and Refrigeration Institute
(AHRI) recently revealed an
aspect of the current DOE
efficiency test for residential
furnaces and boilers that may
result in an inaccurate AFUE
measurement for two-stage
or modulating condensing
residential boilers. In a Nov. 19
meeting AHRI staff briefed DOE
officials about the issue and
discussed appropriate steps to
remedy the situation.
Q The Geothermal
Exchange Organization
(GEO) Board of Directors
voted unanimously to present
The Southern Company/
Gulf Power with its Utility
Excellence Award. It recognizes
“outstanding promotion of
geothermal heat pumps by
an Electric Service Provider to
its customers as an efficient,
renewable energy end-use
alternative.” With subsidiaries
Alabama Power, Mississippi
Power and Georgia Power, The
Southern Company is one of
the nation’s largest electricity
providers, serving over four
million customers.

Industry News

Water study delves deep into water usage
³ Continued from page 1
The industry, collectively, works
diligently toward water conservation
through education, awareness and
new technology, and organizations,
manufacturers and contractors alike
are on the forefront of bringing water
saving innovation and awareness to
the end user.
The Water Research Foundation
(WRF) is one such organization bringing residential water usage behavior
to the forefront. In 1999, the Water
Research Foundation published the
Residential End Uses of Water Study
(REUWS) conducted by a team lead by
Aquacraft, a water-engineering firm
focused on improving urban water
management based in Boulder, Colo.
The research has been used widely
to understand how and where water
is used in residential settings across
North America. A sample of approximately 1,200 were chosen at random
from a highly detailed water use analysis, using a combination of billing
analyses, surveys and data logging
customer meters. The project and
subsequent study was so popular that,
in 2011, the Foundation developed a
plan to update and expand upon earlier findings, which led to the funding
of project #4309, “Update and Expand
Residential End Uses of Water.”
Preliminary results from the research
project to “Update and Expand the
Residential End Uses of Water” study
have been released by the Water Research Foundation and can be found
in Drinking Water Research magazine,
July-September 2012. This project is
being conducted by a research team

lead by Bill DeOreo, president of
Aquacraft Inc., and Peter Mayer, vice
president of Aquacraft Inc.

Project 4309
The purpose of the new project is
to select a new sample of 1,400 singlefamily homes across the United States
and Canada and to obtain new flow
trace data that can be compared to
the original data. The goal of this project is to update and expand the 1999
Residential End Uses of Water Study
(REUWS). Aquacraft and its team will
collect new data and build upon the
1999 REUWS and other similar enduse studies conducted since 1999 to

Since the initial REUWS data was
collected in 1999, there has been speculation that residential water usage is
declining despite increasing household sizes and occupancy. In the intervening years since the 1999 study, research shows that significant changes
to plumbing fixtures and appliances
have occurred, and per household
water use nationwide has decreased.
Some reasons for the decrease in indoor water use were driven mainly
by high-efficiency toilets and clothes
washers, and in reductions in leakage
rates.
“Aquacraft’s end use research over
the past 15 years has documented

‘The update will evaluate changes in
water using fixtures and performance.’
obtain detailed information on where
water is used in single-family residences in North America and to evaluate the socio-economic factors that
impact water use. This project kicked
off in mid-2011 and scheduled to be
completed by late 2013.
“We hope that the current study
adds to the growing body of knowledge about residential water use and
demand patterns and contributes to
advancing the science of water demand management,” said Peter Mayer
of Aquacraft. “The update will evaluate changes in water using fixtures
and performance, as well as behavior
patterns, and will help inform future
water planning and conservation program efforts.”

significant changes in the water efficiency level of toilets, clothes washers,
and faucets in the residential setting
due to technological changes,” said
Mayer. “There is evidence that technological efficiency improvements have
impacted water use and have contributed substantial to reductions in water
use observed nationwide. Aquacraft
has found that some behaviors, such
as toilet flushing frequency and the
frequency of running a clothes washer
have not changed much. We will be
paying close attention to behavior patterns related to showering and faucet
use as part of the Update study to try
and examine the interplay between
changing technology and behavior.”
The current study to Update the

Residential End Uses of Water will provide a new benchmark of residential
water use.
Furthermore, the overall objective
is to comprehensively update the WaterRF 1999 Residential End Uses of
Water report. The update will expand
the end-use datasets and include socioeconomic analyses on the datasets,
so that the final research report can
be used in demand forecasting, planning and conservation programming.
This project will focus solely on singlefamily residences.
Research partners and co-funding
organizations include: Alliance for
Water Efficiency, City of Fort Collins,
City of Scottsdale, Clayton County
Water Authority, Denver Water, Portland Water Bureau, Region of Peel,
Region of Waterloo, San Antonio Water System, Tacoma Public Utilities,
Tampa Bay Water Authority and Toho
Water Authority.
“We wanted to include as many
cities from diverse regions of North
America as possible,” said Mayer. “Cities volunteered to participate in this
study. Level 1 participants contributed
funding to the project. Level 2 participants contributed in-kind services
and data. We worked hard to recruit
cities from across the United States
and Canada to participate in the research. We recognize the limitations
of this approach, but we are pleased
that this study includes water providers from many different regions in the
U.S. and Canada.”
To read the entire Water Study article go to www.Contractormag.com and
click on the article link.

Arcadian fields
³ Continued from page 1
“The original design called for 50
boreholes at 450-ft. deep,” explained
Bob Mellowhusky, a design engineer
working for Pennoni & Assoc. “The
double-loop design uses just 42 boreholes at 300-ft. depth to produce the
same thermal capacity” — a savings of
nearly 20%.
“The PEX pipe is definitely more
flexible than the HDPE pipe,” said Jake
Kocher of Kocher Geothermal, “and
the fittings are very quick to make.”
The Rehau system also allows the individual boreholes to be isolated on the
manifold, making it easier to balance
and control the system. Kocher Geothermal installed more than 50,000
feet of 1-in. PEXa pipe and 17,000 feet
of 1.25-in. pipe.
Madsen Mechanical, a 60-year-

old company headquartered in
Broomall, Pa., installed the mechanical systems. Using six men in
three crews, Madsen installed five
Carrier in-line water-to-water heat
pump/boilers hooked to the geothermal field. The heat pumps are
staged back and forth to provide the
system with redundancy.
The heat pumps in turn power the
radiant floor heating throughout the
62,000-sq.ft. of the expansion. “We
used Wirsbo PEX tubing for the floors,”
explained Dave Madsen, estimator
and manager for Madsen Mechanical.
“We installed on top of the concrete
floors, then poured two inches of Gypcrete on top of the whole thing. We
used several circulators, but mainly
the Armstrong brand.”
Madsen Mechanical also installed

The new commons on the Arcadia
University campus.
Aeon hot water/chilled water rooftop units, as well as doing extensive
exhaust work, including installing
a kitchen exhaust and makeup unit
from Captiveair and a Greenheck energy recovery ventilator. “Air balancing with the outside air was a difficult
problem to overcome,” explained
Madsen.
Madsen Mechanical installed Honeywell controls to run the entire system, integrated with the campus’
JACE and Datamatrix building automation systems. The system can be
monitored, alarms set for varying conditions, maintenance scheduled, all

³www.contractormag.com

from within a browser window.
Complementing the mechanical
systems is a rooftop photovoltaic array that provides a major portion of
the building’s electricity, including
the pumps and circulators used by
the geothermal system. All told, the
project was designed to achieve LEED
Silver.
“The occupants moved in before
Christmas 2011,” said Madsen, “and
we were in there commissioning and
adjusting things until about February
of this year.” So far, students are enjoying the comfort of their new radiant
floors.
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Consortium highlights training strategy
³ Continued from page 4
tractors across the nation.
“This is a game changer,” said Peugeot. “There is a lot of stock out there in
trucks and warehouses, which will need
to be used by the end of the year [2013].
The product also takes a different tech-

nique for soldering, which will involve
training.”
Replacing the lead in the new materials and products will be material
formulations using a variety of alloys including silicon, bismuth, antimony, tin, nickel, or special heat

treatments as alloying elements.
“Manufacturers are already working
to bring these lead free products into
place, which is why the consortium was
formed,” added Peugeot. “Overall all
there is a need to provide information
and training to the distributor, contrac-

tor, engineer and code official.
To get the word out to all their
chapter members, IAPMO and
ICC will also be rolling out this
strategy.”
Part of the consortium’s strategic plan is to offer training at
all major industry trade shows
and conferences throughout
the year. A website will also be
created offering support materials and a Frequently Asked
Questions guide, plus the educational sessions at industry
events will also be listed.
“We are developing a PowerPoint presentation that contractors, distributors, engineers
and code officials can use, so the
message being delivered to the
industry is the same across the
board,” said Cindy Sheridan,
COO of the PHCC Educational
Foundation. “For contractors
there will be specific things for
them to do.”
“We are hoping that con-

‘This is a game
changer.’
tractors will hear about this
via business owners,” said
Peugeot. “We are also hoping
that owners will have meetings in-house and train their
employees around this since
the technique for soldering is
a different animal when working with lead free products.”
According to Greg Gyorda,
director of marketing communications at Watts Water Technologies, each manufacturer
has their own set of plans,
yet they are all working as a
group.
“We are here to join hands
and educate the industry about
using all the inventory that is
left before the Jan 2014 date,”
said Gyorda. “Each manufacturer has a set of transition
dates.”
According to Sheridan, since
the training curriculum and
communication efforts are well
underway for a January 2013
kick-off, the cut-off for considering new members of the consortium is Dec. 1, 2012.
To read the entire Get The
Lead Out article go to www.Contractormag.com and click on the
article link.
For information circle 208
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Geothermal system reduces propane use
³ Continued from page 3
vestment,” explained Montanus. “A
lot of people probably focus on the
initial cost, which is understandable,
but if you are able and prepared to
take a longer term view, this system
makes a lot of sense. We were fortunate because at the time we installed
our system the government was offering tax incentives [these incentives are still available] that really
helped the numbers.”

Initial projections
As homeowners, Montanus and
his wife were intimately involved
in the design of the home. Working early on with Energy 1 allowed
Montanus to learn about having a
geothermal heating system, such as
what it entails, how much space it
will take up, maintenance, etc.
“We did an introduction for Marc,
showing a traditional system versus a geothermal system,” said Leo
Crane, project manager and vice
president at Energy 1. “We showed
them the estimated ROI and the net
cost difference between the two systems, and we walked through each

option from a comfort and control standpoint. We went over the
ground source option, what the projected reduction in propane usage
and maintenance costs were.”
Once the owners decided on the
geothermal system, Energy 1 created
an energy model, based on the overall architectural building design,
building location and orientation,

option] for one year was $7,428.57,
based on the cost of propane and
electricity then,” said Foran. “When
looking at propane costs per year
now with the geothermal system,
heating the home for one year is just
over $1,000, thus, the approximate
reduction is 85%.”
“Typically we like to keep things
conservative when doing an energy

‘We were looking for propane
savings of 60%-70% overall.’
owner occupancy and usage patterns, heating set points, finished
floor types, mechanical equipment
specifications, building envelope
details, lighting system, on-site geologic conditions and weather patterns of the last five years.
“When we modeled this we were
looking for propane savings of
60%-70% overall,” said Mike Foran,
senior project manager and president of Energy 1. “At the time, the
assumed cost for heating the home
[with a traditional non-geothermal

model,” added Crane. “And Marc’s
information on propane purchased
since the home was built indicates
our initial results were in fact conservative and that we were exceeding what the projected propane reduction would be.”
According to Foran and Crane,
the ROI on this system is four years
based on current propane and electrical rates.
Energy 1 also oversaw the design
and installation of the radiant flooring in which Uponor/Wirsbo PEX

tubing was installed. At first, the homeowners wanted five to six radiant
zones throughout the house.
“Once they started to explain
when and how they were going to
occupy the home, we dove into it
more, to better manage occupant
comfort and climate control, as well
as overall system efficiency” explained Crane. “We ended up adding to the zones, to a total of 10.”
The home was completed and
turned over to the homeowners in
the winter of 2010. Montanus has
family that stays at home on a regular basis, and there is also a care
taker.

Project coordination
Energy 1 oversaw coordination of
the different trades working on the
project.
“We provided a schedule and onsite coordination to ensure successful integration of select trades, from
design to installation to commissioning to close out,” said Crane.
To read the entire Geothermal article go to www.Contractormag.com
and click on the article link.

Mechanical Town Hall will feature the ‘Fab Five’ at 2013 AHR Expo
³ Continued from page 3
Behler in York, Pa., and a monthly columnist for CONTRACTOR magazine;
Dan Foley, owner of Foley Mechanical, Lorton, Va.; John Barba, director
of training and education for Taco
Inc. , Cranston, R.I.; Bob “Hot Rod”
Rohr, the educational and training
manager for Caleffi North America in
Milwaukee; and Eric Aune, a plumbing, hydronic and solar contractor
(Aune Plumbing LLC). Aune is a UA
instructor at the local 15 plumber’s apprenticeship program and a Taco Trade
Council member.
For attending contractors, the Fab
Five will convey the importance of

being a salesman first and foremost
in this particularly competitive marketplace. Each will lend their stories,
experiences and expertise to the room.
These speakers have been together on
numerous panels in the past and they
have a unique comfort sharing the
spotlight and stories with each other,
and to the audience.
This exclusive event will be moderated by the well known industry duo
of Mader & Mesenbrink.
Bob Mader is the Editorial Director
for CONTRACTOR, Radiant Living,
and Green Mechanical Contractor
magazines and websites. Bob is an industry veteran with a reputation for

asking the tough questions.
John Mesenbrink is the Editor-atLarge for CONTRACTOR Magazine
and Penton Media’s Mechanical
Systems Group. He also co-founded
Mechanical-Hub.com. John has the industry knowledge and a reputation for
moving the industry forward. John
has been in the building, mechanical
and plumbing industry as an editor for
more than 15 years, most recently as
chief editor of two monthly plumbing,
heating publications before joining
CONTRACTOR and Penton Media.
This is a free limited seating event
for professional industry contractors.
It’s a can’t miss event!

Space is limited. Sign up and register
today at: http://mechanicaltownhall5.
eventbrite.com/#.
For Sponsorship information of this
exclusive Mechanical Town Hall event
next January at the AHR Expo, please
contact one of the following: Steve
Palmison, event manager, Steve.palmison@penton.com; Dan Ashenden,
Mechanical Systems Group publisher,
dashenden@penton.com; John Mesenbrink, editor-at-large, john.mesenbrink@penton.com. This exclusive
Mechanical Town Hall event is presented by CONTRACTOR magazine,
Penton Media’s Mechanical Systems
Group, and Mechanical-Hub.com.

Rainwater catchment standards make things muddy
³ Continued from page 3
Plumbing Code and the Uniform
Plumbing Code.
Proposals are in place at the American National Standards Institute for
two different rainwater catchment
standards. One of the standards is essentially finished and it is out for comment. In fact, considering its previous
iterations as a standard (although not
as an American National Standard) the
version that’s out for public comment
is actually its second. A call for com-

10 t DECEMBER 2012

mittee members has just been issued
for the potentially competing rainwater catchment standard.
On one side of the issue are the
American Rainwater Catchment Systems Association and the American
Society of Plumbing Engineers, the
promulgators of ARCSA/ASPE Standard 63: Rainwater Catchment Systems. The standard is sponsored by the
International Association of Plumbing & Mechanical Officials, meaning
that IAPMO promotes and sells the

standard, may reference it in its other
codes and gets its logo on the front
cover of the standard. On the other
side is the International Code Council,
which announced a call for Standards
Development Committee members
to continue development of an ANSI
Standard dedicated to rainwater collection and conveyance systems.
ICC’s project title is “ICC 805, Standard for Rainwater Collection System
Design and Installation.” The project
began in April 2011 when ICC filed a
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Project Initiation Notification System
(PINS) with ANSI. During the PINS
phase, a public announcement notified all interested parties and stakeholders of ICC’s plan to develop a
standard and asked for comments or
identification of other standards developers that may have an interest in
this area. No overlapping projects were
identified within the ANSI-specified
period, ICC noted.
To read the entire article go to www.
Contractormag.com.

Management
by Al Schwartz
PLUMBING CONTRACTOR

Capital investing: think it through

O

ver a century ago, before
automobiles and electricity, nothing moved faster
than a man on a horse. Back then,
if you stole a man’s horse they
could, would and did hang you
without much fanfare. Leaving a
man stranded afoot in the hostile
wilderness that was our fledgling
America was akin to a death sentence, and the people of that era
treated it accordingly. A horse was
most people’s most valuable asset.
It counted for more than just about
anything they owned, because it
could be used for working, riding,
traveling and more. Likewise a
good firearm, knives of any variety and other tools of the day were
cherished possessions and were
passed down from one generation
to the next. Fast forward 150 years
or so … Most people in the U.S.A.
today don’t own horses for work,
but they own at least one vehicle
and myriad other things.
Many of the things we purchase today are disposable and/or
quickly outdated. The industrial
rev ol u t ion h as m a d e “ th i n g s”
cheaper, easier to acquire and
readily available. Quality counts
for little in the short term. Because of this phenomenon, many
in the trades don’t appreciate the
almost dazzling array of labor saving products in the present marketplace.
Today, the trades have access to,
and utilize, a wide array of tools
and equipment to make jobs easier, better or faster. Time is money
it is said, and anything which can
save time (provided the thing’s cost
makes sense) is perceived as valuable. Some of you ancients out there
might remember using a cold chisel
and hand sledge (sometimes called
a ‘lump’ hammer) to cut cast iron
soil pipe. How happy were you
when the cast iron snapper came
out? That one tool increased productivity by at least a factor of eight
or more! The perceived value of that
tool was readily apparent when you
could cut a piece of soil pipe in a few
seconds as opposed to as many as 10
minutes. That doesn’t even begin to
quantify the wear and tear on the
journeyman (or more than likely
the apprentice). It didn’t take much
figuring to see that the investment
in such a tool would return itself
many times over.
When you find a tool that fits
a real need perfectly, you know

it. If, for example, you work on a
lot of commercial buildings that
have pre-cast concrete walls and
you need to run piping through
the verticals, how cool is it to

them to be in the future. Keep in
mind that even though vehicles
are your most expensive investment, the payback on that investment is probably the longest of

In today’s economic climate,
investing in anything that does not
have a tangible, immediate return
is just not smart business.
have a core drill? Oh sure, you
could farm it out, but there comes
a time when doing that costs you
more than the investment in the
core drill, and you will have immediate access to the tool instead
of scheduling a core driller to
come in. Purchasing a core drill
and bits is a major investment,
but if you are consistently coring
holes through concrete, the investment pays dividends.
Tools that make you faster make
you money. Today we have new
electronic devices for line location, leak detection, sewer line
stoppage and line integrity, water
line joining and any number of
other handy-dandy things. Just
like that cast iron snapper, these
new tools cost money. Whether
or not you make the investment
in them depends on several factors, the least of which is ‘curb appeal’ if you get my meaning. We
all want that new Mustang when
a Focus will do the same job.
In today’s economic climate, investing in anything that does not
have a tangible, immediate return
is just not smart business. It is up
to you, the business owner, to
evaluate each capital expenditure
and to project the rate of return
on that expenditure. Investing
in ‘cool’ doesn’t pay dividends as
well as investing in ‘practical.’
Vehicles are a perfect example
of this dictum. When you buy a
truck or trucks, what are your criteria? Do you get the vehicle(s)
that will give you the most utility; have the best service record;
are the most versatile? Or do you
go for the flash; distinctive paint
jobs; power everything; neat
wheels? Since vehicles are probably your most expensive capital investment, it pays to take the
time and invest the effort to determine exactly what your present
needs are and what you project

any capital investment except real
estate (a building).
When you need to invest in
your company, make sure you do
your homework. The time you
spend on research and investiga-
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tion of a new vehicle or piece of
equipment is time well spent. No
one needs to tell you how hard it
is to make money today, when
you spend it on improving your
company, spend it wisely and
dearly.
The Brooklyn, N.Y.-born author is a retired third generation master plumber.
He founded Sunflower Plumbing &
Heating in Shirley, N.Y., in 1975 and
A Professional Commercial Plumbing Inc. in Phoenix in 1980. He holds
residential, commercial, industrial and
solar plumbing licenses and is certified
in welding, clean rooms, polypropylene gas fusion and medical gas piping.
He can be reached at allen@proquilldriver.com.
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Contractor of the Year

LEADING BY

SERVING
BY ROBERT P. MADER OF CONTRACTOR’S STAFF

KEVIN AND KATHY
TINDALL HAVE
WORKED TIRELESSLY
FOR YEARS TO MAKE
THE PLUMBING AND
HVAC INDUSTRY AND
THEIR COMMUNITY A
BETTER PLACE

“W

e volunteer because
of what the industry
has done for us,” says
Kathy Tindall. It’s hard
to imagine that the industry has done more
for the Tindalls than they have done
for the industry.
Kevin and Kathy Tindall are the
owners of Tindall & Ranson Plumbing, Heating & Air Conditioning,
Princeton, N.J., and this year’s CONTRACTOR magazine’s Contractor of
the Year.
The list of their previous volunteerism is exhaustive, but get a load of
what they’ve just done in the past
month.
Even 50 miles from the ocean, the
Princeton area in Mercer, Middlesex
and Somerset Counties suffered from
downed trees and power lines. When
CONTRACTOR visited with the Tindalls they still did not have power at
their own home. And yet they con-
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2012

Kevin and Kathy Tindall have proven to be an unbeatable team.

sidered themselves pretty well off and
immediately volunteered to help their
extended “family” on hard-hit Long
Beach Island on the Jersey Shore. The
Tindall’s vacation home in Beach Haven Park on Long Beach Island is up
on pilings, so it suffered little damage. First responders on the island,
however, were in dire straights. Long
Beach Township Emergency Operations Center, the Beach Haven EOC
and the Beach Haven, Surf City and
Ship Bottom Fire Departments had
no electricity, plumbing or drinking
water. The Toms River Fire Department had lost its firehouse.
Thanks to the efforts of their daughter, Heather Alkhateeb, the Tindalls
were able to launch a major relief effort for Long Beach Island. Heather,
who’s a photographer and a social
media maven who manages all of
their Internet and social media initiatives, was able to spread the word in
the community that the Tindalls were

headed to LBI with all the relief supplies that they could carry. Heather
spread the news through Princeton’s
101.5 FM, on Tindall & Ranson’s Facebook page, on its website, and on
the website www.PrincetonScoop.com.
The community responded.
Some of them, Kevin said, have
homes there. Some community
members may have had grandparents with homes on the island or had
vacationed there in the past. They
turned out in force, filling the Tindall’s warehouse with drinking water,
cleaning supplies, bleach, fruits and
vegetables and hundreds of pairs of
dry socks. One couple from western
Pennsylvania with fond memories of
LBI got up at 4:00 AM to drive to the
Tindalls with an SUV full of supplies.
Community members unloaded their
supplies 10 at a time into the Tindall
& Ranson warehouse. The Tindalls
have made two trips to the island and
they’ve given some of their relief supplies to others to carry.
People seem to assume that plumbing will always be there and in this
case it wasn’t. The one gift that made
some first responders cry was the
trailer-load of porta-potties that the
Tindalls took to LBI. Now Kevin has
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to get a pumper service to Long Beach
Island to get them emptied.
Volunteerism is a constant with
Tindall. He joined PHCC in 1993 because his first partner, Todd Ranson,
was involved. He first got involved
with the association locally in Mercer County and it mushroomed from
there. He was the president of PHCC
of New Jersey, (he is currently state
treasurer) and he has chaired the
state’s education and insurance committees. He became a Zone 1 director
for PHCC-NA, serving the northeastern states from 2005 to 2008.
He served as PHCC President Frank
Maddalon’s secretary in 2010-2011,
which led to his decision to run for
vice president this year. Moreover, he
and Kathy have the business evolved
to a point where he doesn’t need to
be present 100% of the time.
Kathy is also an inveterate volunteer with the PHCC Auxiliary. She
joined the board for the first time in
1999 as secretary and served as president in 2004-2005. She has been secretary three times.
Tindall & Ranson contributes to
a scholarship fund in honor of the
late Fran Williams, a past president
of PHCC and a past chairman of
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Sustainable efforts
PHCC President Jim Finley appointed him to the PHCC Green Task
Force in 2007. That Green Task Force
led to the signing of a Memorandum
of Understanding between PHCC,
the EPA WaterSense program and
the Alliance for Water Efficiency in
2009. Back in 2007 green was in its
infancy. He got involved in his first
LEED project, a grocery store, and
didn’t know all the things he needed
to do because, as a residential contractor, he hadn’t been involved in
the U.S. Green Building Council or
LEED or in green construction. (The
first version of LEED for Homes was
released in 2008. NAHB and ICC got
together in 2007 to write ICC 700,
the National Green Building Standard.) Kevin saw the need for residential and light commercial contractors
to get involved. He’s been involved in
PHCC’s efforts to write a residential
green contractor testing and certification program. The program is in beta
testing now and the test should be
ready by March.
Kevin is now chairman of the PHCC’s Green Task Force and has testified before Congress in Washington
on behalf of small business about,
“The Role of Green Technology and
Ensuring Economic Growth.”
It’s in that role as the chairman
of the PHCC Green Task Force that
Kevin holds a seat on the IAPMO

and energy use through the Uniform
Plumbing Code and the Uniform Mechanical Code. The GTC was created
to further that work. Kevin has been
a member of the GTC from the start
and he wants to stay on it.
Sitting on those green committees
isn’t for show. He’s gotten plenty of
business from it.
Kevin encountered a unique challenge when he began marketing his
plumbing company’s green services
to homeowners in
southern New Jersey.
When he told them
how much it would
cost to upgrade their
plumbing and mechanical systems to
new high-efficiency,
money-saving alternatives, Kevin
discovered a different kind of sticker
shock.

Marketing, selling green

It seems “free” isn’t a word most
people are accustomed to hearing
from their plumbing contractor. But
by taking advantage of government
grants and rebates, that’s exactly the
price Kevin can offer.
“You can’t afford not to embrace
this stuff,” Kevin says of green technology. “The only problem is when
you tell the customers they’re essentially getting the new system for free,
they don’t believe you.”
By informing potential clients
about the benefits available to them
through the New Jersey Clean Energy
Program, Kevin can deliver on his
promise. Residents can receive $4,000
to $5,000 in grants and rebates and
could also be eligible for as much as
$10,000 in interest
free loans.
With new construction projects few and
far between, Kevin
was looking for a way
to separate his business from the competition. His company
began doing energy
Three Trane furnaces in the home of a wealthy client.
audits, demonstrating
how installing a solar
Green Technical Committee. Before thermal or geothermal system could
that he was a member of IAPMO’s
save customers up to 20% on their
precursor group C.A.U.S.E., the Comenergy bills. These retrofits have been
mittee for the Awareness and Underthe lifeblood of his thriving business
standing of a Sustainable Environ- for the past three years.
ment. The committee was created to
Kevin has also found a growing
lead IAPMO’s environmental efforts, niche in residential energy services
and its first move was to call for an through his affiliation with the Buildimmediate 10% reduction in water
ing Performance Institute.

20 t DECEMBER 2012

The Beach Haven Volunteer Fire Co. was one of several aided by the Tindalls.

Fresh water was never so important.
He’s certified by the Building Performance Institute and has one man
performing $400,000 in energy auditing work. BPI can be a hassle — they
want him to be 100% BPI work within
three years and that may force him to
spin off his energy service work into
a separate company. Nevertheless,
the $25,000-$30,000 in BPI startup
costs have been offset by a niche market that’s bringing in $400,000 to
$450,000 a year.
Financial incentives exist — homeowners can get a $10,000 interest-free
loan and a $5,000 grant from New
Jersey Clean Energy if the retrofit
can be documented to reduce energy
consumption by 25%. In order to get
the money, the homeowner has to air
seal the home and buy a new heating
system and water heater. If the retrofit
can save $83 or more a month, it will
offset the loans costs to perform the
work, he said. Tindall also pointed
out that air sealing often eliminates
the need to zone the house.

How it all started
Tindall got into plumbing the same
way as so many in the industry —
slowly through a first job as a kid. He
worked for his brother-in-law in 1974
as a shop boy, and then started his apprenticeship with United Association
Local 380 (which is now Local 9). By
the time he was 25 or 26-years-old he
was running jobs at Princeton. After
becoming service manager, he built
the service department to 15 men
and $2 million in volume in 1991.
He was itching to run his own
show, but his brother-in-law and
other area contractors weren’t in the
market for a partner. He took the big
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leap, forming Tindall & Ranson right
before Christmas, Dec. 12, 1993, with
the official start of business Jan. 1,
1994. Todd Ranson, who had been in
business before and held the plumbing license, was a 10% shareholder.
Ranson brought along a truck and a
few customers. On Day One it was
four guys plus Kathy and Todd’s wife
in the office.
Tindall & Ranson billed $800,000
that first year, all of it residential service or high-end renovation, split
about equally between plumbing
and HVAC. Ranson was bought out
in 1995. The firm billed between $1.1
million and $1.2 million its second
year and hit $3.6 million in 2007 before the recession started. He actually lost money in 2007, then was flat
in ’08 and ’09, made some money
in ‘10 and then was flat again in ’11.
This year, buoyed by more aggressive
marketing, he’s up 20%. He has 15
men working for him, three full-time
in service with a fourth as a floater.
The rest do contract construction and
custom renovation work for builders,
installing HVAC and bathrooms and
kitchens.
Kevin expects to have plenty of
work to do in the near future. While
Kevin and Kathy didn’t charge to the
rescue at Long Beach Island because
they expected repayment, Kevin anticipates two years of work repairing
plumbing and HVAC on the island.
Most of those they’ll be servicing are
the best customers you can have,
those with the wherewithal to own
second homes. You can add to that all
of the good will they’ve created in the
Princeton area and their schedule will
be filled for quite a while.

Photos (left and above) by Heather Alkhateeb.

the PHCC Educational Foundation,
Kathy says. Tindall & Ranson gives
$1,000 every year. The scholarship
goes to a student in the medical field
and they must be related to an Auxiliary member and sponsored by an
Auxiliary member. The Auxiliary gave
out $41,500 in 2012 in 34 scholarships.
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Plumbing
by Dave Yates
PLUMBING CONTRACTOR

Identify elusive Btus via calculations

“A

sk him, he knows about
indirect water heaters,”
I heard as I entered the
no-spin zone: a local supply house
where a competitor was seeking help
from his inside salesman.
“What’s the issue?”

“I installed a boiler with five zones
of radiant heating and an indirect water heater,” said my friend. “They’re
running out of hot water during cold
weather — worked great all summer.”
“How’s the heating side?
“If any three zones are calling, ev-

erything is great, but add another
zone and it doesn’t matter which one,
and none of them will satisfy the thermostat.”
“Your boiler is undersized.”
That’s when the supply house guru
of system sizing (a free service our lo-

®
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cal suppliers offer to contractors), who was sitting in the
corner, chimed in, “Can’t be.”
Naturally I asked, “Why
not?”
“Because I sized the boiler.”
“Install primary/secondary
piping and that’ll solve the
problem,” his inside sales guy
added.
“Fellows, I don’t mean to
trample any toes here, but, for
starters, adding primary/secondary piping isn’t going to
produce any additional Btus.
And (for the corner-sitting
guru of Btus) did you visit the
site? What kinds of windows
were installed?”
“Sure did visit the site,” said
the guru. “Old single-pane
wood sash with wavy handmade glass — it’s an old stone
home with 2-ft. thick stone
walls.”
“What R-value did you as-

Going through
the exercise
gives me a
familiarity with
the building.
sign to the windows?”
“R-2.”
“And what about those thick
stone walls?”
“R-19.”
“Was there access to the attic?”
“Yes, there was a stairway.”
“What about insulation?”
“Yes, R-30, but I don’t know
the type.”
“Well, how did you determine it had an R-30 value?”
“The homeowner told me.”
“Where did you come up
with R-2 for those old drafty
windows and R-19 for the
stone walls?”
“I was told those were appropriate values by someone.”
Once outside in the parking
lot, and out of reach from eager ears, I asked my friend why
he wasn’t doing his own heat
loss/gain calculations. He told
me that it is too much of a hassle and he can get them done
for free at the supply house.
This is fair enough, but I
³ Turn to Btus, page 32
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Hydronics
by Mark Eatherton
HYDRONIC HEATING CONTRACTOR

‘New’ RPA hones in on education

T

his is the first in a series of
articles on the new Radiant
Professionals Alliance (RPA),
an organization worth belonging
to. As many people are hopefully
aware of by now, the RPA underwent some serious changes in its
recent history. Unfortunately, the
old RPA fell upon hard times, as did
its members. Membership fell off,
member participation waned at the
annual conference, and vendors
who attended these annual meetings were left with a bad taste and
found themselves at trade shows
with more vendors in attendance
than participants.
Not a good scenario that is conducive to any trade organization.
The organization was faced with
a financial situation that was dire,

with debt accumulating faster
than cash. Again, not a good scenario that is conducive to a good
trade organization. It pretty much
echoed what the member companies were seeing as well. A recession has roots that reach real deep.
From the largest companies to the
smallest companies, the pinch of

a decision that is taken lightly by
any organization, regardless of
whether they are a for-profit organization, or a not-for-profit organization.
People can point the fingers of
blame in any direction they want,
but once reality sets in, tough decisions have to be made. The decision

It is a goal to update and refresh the
member installation/designer
certification programs.
the recession was felt in everyone’s
wallet/purse. The RPA was going
to have to make some serious decisions, the most prevalent being
to file for bankruptcy. This is not
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was made to attempt to sell the assets of the RPA to a larger non-profit
organization in an attempt to keep
the educational momentum going
forward.
Negotiations were started with
different non-profit organizations
to take over the assets of the RPA
and reorganize the operations. Enter the International Association of
Plumbing and Mechanical Officials
organization. (IAPMO)
IAPMO is the organization responsible for the production and
updating of the Uniform Plumbing Code, as well as the Uniform
Mechanical Code. These codes are
developed through a consensus
standards development process approved by the American National
Standards Institute and have
wide spread use by jurisdictions
throughout the United States and
internationally.
IAPMO is also developing a Uniform Solar Energy Hydronics Code.
This code will embody the work of
what is currently the Uniform Solar Energy Code, and will incorporate the recommendations of the
stakeholder and affected industries
pertaining to hydronic solar thermal, hydronic radiant heating and
cooling systems and geothermal
heating and cooling systems. The
goal is to develop a comprehensive
code governing the installation,
maintenance and repair of solar
thermal systems, basic hydronic
radiant heating and cooling systems, and geothermal heating and
cooling systems, which is critical
to achieve further expansion of
the industry. The code will serve
as a dependable basis for industry
education and certification.
Hence, the relationship between
the RPA and the IAPMO organization. The RPA has always been in
the education business, educating
not only contractors, but pretty
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much anyone involved in the delivery of comfort using radiant energy
transfer, regardless of whether the
source is hydronic or electric. And
that laser sharp focus on education
hasn’t changed.
The organization is even more
dedicated to this focus with the
intent of providing the basic membership with many educational
opportunities utilizing an online
teaching forum. The organization
understands the memberships
need to keep people busy during
working hours, and these training
sessions will be archived for later
retrieval by the members at a later
date for learning purposes. If you
are in attendance during the actual
presentation, and have a question
regarding the presentation, those
questions can be asked, and will be
answered by the presenter in real
time. If a question comes up after
the presentation, the presenter’s
e-mail address will be listed for getting questions answered after the
fact.
In addition to member education
efforts, it is also a goal of the organization to update and refresh
the member installation/designer
certification programs. The certification program will be done under
the supervision of the ISO standards organization, which allows
for revocation of certification if the
certificate holder is found to be incompetent. It is also the goal of the
organization to require members to
obtain Continuing Education Units
(CEUs) in order to refresh and retain their design/installation certifications.
The RPA will develop a list of approved CEU training opportunities that will be provided by other
members of the RPA who also provide online training courses for the
contractors in the field, as well as
the designers in the office.
Tune in next month as we continue to take a hard look at the
“new” Radiant Professionals Alliance, a division of the International
Association of Plumbing and Mechanical Officials. Until then,
happy holiday hydronicing.
All Mark Eatherton material on this
website is protected by Copyright
2012. Any reuse of this material
(print or electronic) must first have
the expressed written permission of
Mark Eatherton and CONTRACTOR
Magazine. Please contact via email at:
markeatherton@mac.com.
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Technology
by William & Patti Feldman
COMPUTER AUTHORITIES

Mobile apps
enrich cloud software

A

s smart phones, iPhones,
and iPads become affordable, software developers
aiming at service contractors and
their crews are incorporating more
functionality that takes advantage
of those devices.
Desktop Dispatcher Pro and iDispatcher Pro, www.desktopdispatcher.
com, Windows and Mac, each carrying a one-time purchase price, are
dedicated software solutions that
maximize their value when used in
sync, though the Desktop can be
used as a stand-alone.
Desktop Dispatcher Pro offers a
way to create work orders, track customers’ contact information and
service histories, and get that data to
field techs by e-mail via smartphone,
e-mail address or
iDispatcher Pro, to
an iPhone or iPad.
The Desktop Dispatcher Pro Calendar screen shows
all the appointments, enabling reassignment and reschedule without
switching screens.
Dispatchers can
see open work orders, closed work
orders, invoices and equipment at
each location, and record a voice
memo onto the work order.
Desktop Dispatcher Pro can track
details about customer equipment,
including make, model and serial
numbers and can also create self-replicating preventative maintenance
work orders for specific customers
or individual pieces of equipment
under service.
With iDispatcher Pro, the field
tech initiates synchronization with
the mobile app in the desktop in
the office and receives a copy of the
work order. Once the data is in the
app, the technician can tap a button to call the customer directly, to
get a driving map to the location, to
have a customer sign off on a completed work order, and to enter parts
used and time spent on the job. The
tech will also have a complete service history for that location just a
tap away. Techs can also take and
store photographs and audio notes.
(Go to http://www.youtube.com/
watch?v=gqhUUzlUMmM to see how
iDispatcherPro on the iPad can sync
with Desktop Dispatcher.)

Users of Desktop Dispatcher, alternately, can buy FileMaker Pro, www.
filemakerpro.com, a cross platform
relational database application, for
access to the data in real time (without requiring synchronization) and
for customization of the layouts of
the work orders on the office side
via point-and-click maneuvers.
Procore Construction Software,
www.procore.com, is a cloud-based
construction project management
solution designed to handle day-today management and communications needs for companies running
multiple projects. Aimed at general
contractors, large specialty contractors, construction managers, owners, and engineers, Procore sports
the capabilities to create, store and
manage a wide
range of documents, in the office on desktop
computers and
laptops and in
the field on an iPhone, iPad or Android device.
Users can collect and track bids;
create and manage
schedules; create,
organize and track
requests for information (RFIs), submittals, change orders and punch
lists; track time worked, schedule
meetings, and handle project communications, all from within the
program or simply through e-mail.
Every project has its own e-mail address, with unlimited storage for
each project.
The Project Dashboard shows an
overview chart of the current status
of each project and uses red/yellow/
green visual cues to indicate task due
dates: overdue, due in the coming
week or due further out than seven
days. The dashboard shows project
tasks for the current day, including
the start and finish dates and the
percentage complete for each task.
Contract management capabilities include a change order request
tool that allows an originator to designate an approver and an approval
due date, attach any electronic file
to the change order request, and
then track it all the way through to
payment status.
Procore integrates with several
project scheduling software pro³ Turn to Apps, page 32

The tech will
also have a
complete service
history for that
location just
a tap away.
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RU80i

Concentric structure allows hot exhaust to
exit through polypropylene venting, while
fresh air enters through the outer layer.
RU98i



 



 

Unlike our competition, we choose polypropylene venting for our condensing tankless water heaters. Our reasons are clear:
Not only is polypropylene the safest, most reliable material for the application—able to withstand exhaust temperatures of
up to 230° F (110° C)—it’s also easy to install. The venting components snap together with no glue or cure time.
It’s the perfect example of our commitment to delivering solutions you can be confident in. So why do we use polypropylene?
Because to us, the absolute best option is the only option. Learn more at www.rinnai.us/contractor
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Columnists

Identify elusive Btus via calculations
³ Continued from page 22
asked him, “Who is going to
pay for the new boiler and
its installation?”
“I don’t know,” said my
friend.
“Guess what, you are.”
And, that’s exactly how
that played out…
Yesterday, I received an
e-mail from a frustrated
homeowner while I was in
the middle of measuring a
vintage mansion for a Manual-J calculation. He has
disconnected two 50-gal.
indirect water heaters from
his two hybrid heat pumps
and reverted back to his
older 80-gal. propane water
heater. The homeowner told
me that he couldn’t generate a sufficient amount of
hot water. Meanwhile, he
cannot adequately heat his
4,200-sq.ft. home with the
two 30,000-Btu hybrid airto-water heat pumps. He’s
mad as hell at the manufacturer. Time for the 20 questions session!
Wa s a M a n u a l - J h e a t
loss/gain calculation performed? He doesn’t know,
and assumes the installer
did something along those
lines. It turned out this was
a retrofit application, and I

wanted to know what equipment had been removed. I
found out there were two
propane gas-fired furnaces
with two 4-ton A/C systems.
The hybrid heat pumps were
2.5-tons each. Good grief!
If we graciously granted
the A/C side a rule-of-thumb
(and, I do not use rules of

I’ll be the first to admit
I’m no rocket scientist. ACCA’s Manual-J heat loss/gain
program is an excellent tool,
if it is used properly, which
requires a wee bit of training. If I can be trained (don’t
ask my bride), anyone can
be trained.
I also use the Uponor

complete? Yes, but less than
you might think.
Going through the exercise gives me a familiarity
with the building — an intimate relationship regarding
the processes of energy flow
— that allows me to exercise
greater flexibility in selections of equipment, energy-

ACCA’s Manual-J heat loss/gain program is
an excellent tool, if it is used properly.
thumbs for sizing because
there’s a guy named Vinny
who likes to break those
thumbs of rules) 600-sq.ft.
per ton, that would mean
a minimum of seven tons
were needed, and he had
eight tons previously. Now
he has just five tons? Bearing in mind that that’s the
A/C side and the heat-load
in the northeast is almost always the larger load.
He’s directing his anger
in the wrong direction methinks, but until I do a Manual-J, all else is little more
than a shot-in-the-dark
where the shooter is likely
to shoot themselves in the
foot (or their posterior region)!

and Watts programs for
radiant hydronic projects.
These programs provide the
rock-solid foundation from
which I can build fortresses
of exquisitely, comfortable
solitude that operate at peak
efficiency while squeezing
every last penny from their
fuel source to provide outstanding ECV and the best
ROI. Do they take time to

transfer (sizing ducts or piping), and delivery (low-temp
to hi-temp or registers and
noise-related issues). If I’m
retrofitting hi-tech equipment into low-tech older
structures, I can crosscheck
the potential for heat outputs from existing heat emitters (ductwork, baseboard or
standing cast iron radiators)
and determine exactly what

water temperatures are required at design-day (coldest anticipated outdoor air
temps) conditions. In short,
these programs put me in
the driver’s seat and allow
me to program the cruise
control for creature comfort, be it cooling or heating.
My short-term investments
have resulted in long-term
profits.
Why would anyone ever
turn control of their fate
over to anyone else when
they can be the master of
their own destiny?
All Dave Yates material in
print and on Contractor’s Website is protected by Copyright
2012. Any reuse of this material (print or electronic) must
first have the expressed written
permission of Dave Yates and
Contractor magazine. Please
contact via email at: dave.
yates@fwbehler.com.

Mobile apps enrich cloud software
³ Continued from page 30
grams and displays schedules in a calendar view by
day, week or month with
project tasks presented as individual bars or as a Gantt
chart. The bidding tool gives
visibility to see which vendors were invited to bid,
which declined, and which
have bid information outstanding. Various types of
automatic tracking enable
a complete bid history for
each vendor.
Procore provides four
level types of user permissions granted on a
project-to-project basis or
tool-by-tool basis. The software allows direct entry of
timecard data for each employee, with time data linkable to each project record.
The data can be exported to
and used in any standard

accounting software.
Procore’s mobile apps for
iPhone, iPad and Android
devices (free to registered
Procore users) enable users to
access project directories for
contacts (just tap to call or email); access project archives;
forward files by e-mail; and
review prior versions of a
document. The apps feature
real-time syncing with the
Web app. Permissions are determined for every file and
directory within the system,
with the entire history for
who viewed each document
logged.
Team members granted
access can make changes
and additions in documents
and add photos to the Photos archive, view punch list
items and their status, create
new punch list items (with
new photo) and assign re-

sponsibility with a due date.
Field technicians can update
daily notes and log billable
and non-billable time on
their mobile devices.
Procore’s data is backed
up constantly and written
to multiple disks instantly,
enabling full backup recovery in the event of a systemwide emergency. Procore’s
hardware is also fully redundant, so if one disk or server
fails, nothing is lost and the
system won’t go down.
Procore is available as an
annual license with unlimited users. Training and support are free.
Bill and Patti Feldman write
articles and web content for
trade magazines and manufacturers of building products.
They can be reached at productpad@yahoo.com.

ASSE joins IAPMO as International Chapter
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PHILADELPHIA — Members
of the American Society of
Sanitary Engineering (ASSE)
at the society’s annual meeting here this November voted
in favor of joining the IAPMO
Group.
As a result, ASSE will main-

³www.contractormag.com

tain its name and identity
while functioning as the ASSE
International Chapter of
IAPMO.
“We receive the news of
ASSE membership’s affirming vote with great enthusiasm,” said new IAPMO

President Gary Hile. “The
obvious mutual benefits of
this agreement offer a winwin for not only ASSE and
IAPMO, but our industry as
a whole.”
Go to www.Contractormag.
com to read the article.
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Industry News

Slope, toilet paper critical to drainline carry
³ Continued from page 4
all of its benefactors, especially American Standard, which set up the test apparatus at its Product Development
Design Center in Piscataway, N.J.
To approximate the kinds of distances encountered in commercial applications, the test piping, made mostly
of clear 4-in. PVC sloped downward
for 65-ft., took a wide-sweep 90-degree
turn for 5-ft., took another wide-sweep
90-degree turn and continued for an
additional 65-ft., or 135-ft. total.
Researchers made clear that this was
not another toilet test, so the apparatus does not use a toilet. Researchers
devised a “surge injector,” a manually
operated, valved length of pipe that installs on top of the closet flange on the
test apparatus. The surge injector can
be loaded with the test media, squares
of toilet paper and 50-gram soybean
paste faux feces, along with water. The
surge injector is “flushed” by manually
opening a valve.
The device is also rigged so that re-

searchers could mimic the effect of toilets that use either more or less trailing
water in a flush. (Ultimately, percent
of trailing water turned out to not be a
significant factor.) The surge injector is
filled with amounts of water to mimic
flushes of 1.6-gal., 1.28-gal., 1.0-gal.,
and 08.-gal., matching the type of toilets that are on the market today.
Drain piping on the test apparatus can be sloped at either 1% or 2%.
Researchers found that slope was the

noise — from statistically significant
results. The testing discovered that the
results of flushing using 0.8-gal. was so
variable and unpredictable that it was
deemed to be noise and the 0.8-gpf.
tests were not included in the data.
PERC took note of previous research
published abroad that pointed out
concerns that needed additional research. In a study by Dr. Steve Cummings, Research and Development
Manager, Caroma Dorf, and manufac-

Researchers made clear that this was
not another toilet test.
most significant variable in drainline
carry, with 2% being better.
In consultation with C.J. Lagan,
American Standard’s manager of
compliance engineering, researchers
created a Design of Experiment that
uses a statistical tool called Analysis of
Variables or ANOVA. ANOVA is used
to separate random occurrences —

turer co-chair of the Australian coalition, ASFlow, committee, the results
revealed that selection of toilet paper
(and its wet tensile strength) had a profound impact on drainline transport
distances. Higher strength paper resulted in shorter transport distances.
As a result of ASFlow findings, a simple test was developed by the PERC

TC to roughly measure the wet tensile strength of toilet paper available
in North America. The wet tensile
strength test was then used to select
a high tensile strength toilet paper for
use as a “worst case” selection for the
PERC Test Plan. The toilet paper test is
simple. A sheet of toilet paper is rubber-banded to the opening of a plastic
cup, and then soaked in water for 60
seconds. Quarter-inch steel washers
are then placed on top of the toilet paper until it breaks and the number of
washers counted. The wet low tensile
strength toilet paper only held one
washer. The high tensile strength toilet
paper held 82 washers.
It became quickly apparent to the
researchers that users would use much
more of the low tensile strength toilet
paper, so the test used 48 sheets; tests
with the high tensile strength toilet
paper used 24 sheets.
To read the entire Slope, Toilet Paper
article go to www.Contractormag.com
and click on the article link.

AHR Expo survey shows manufacturers predict an improving economy
³ Continued from page 4
replacement (24%).
More than two thirds of the respondents (67%) predicted that the greatest demand for new products would
come from domestic markets and
33% from international markets. Of
these respondents, 52% said the great-

est demand for new products would
come from the healthcare segment,
45% from industrial plants, 43% educational marketplace and 42% government/civil.
To meet this demand, 75% of AHR
Expo exhibitors said they would be
introducing new products or ser-

vices at the 2013 Show in Dallas,
Jan. 28-30.
“It is good to see that manufacturers continue to be optimistic about
the HVACR sector of the economy,”
said Clay Stevens, President of International Exposition Company, which
produces and manages the AHR Expo.

MAKING YOUR WORLD A
MORE COMFORTABLE PLACE.

Riverview Condominiums

City Center Gymnasium

From the invention of the unit heater in 1922,
to establishing the most efﬁcient gas-ﬁred unit
heater line in North America, Modine focuses
on bringing innovative solutions to your
customers’ workspaces.

Sunnyside Greenhouse

Whether your customers are looking for a heating
solution to warm a small garage, or a system
with the capacity to heat and cool an entire
building, Modine offers a full range of efﬁcient,
reliable HVAC solutions to make their world a
more comfortable place.

ACME Industries

First Star Bank
Hilldale Elementary

To learn more about the innovative solutions
offered by Modine, visit www.ModineHVAC.com
or call 1.800.828.HEAT.

Jim’s Garage

RAISE YOUR COMFORT LEVEL

Madison Corporation

MODINE MANUFACTURING COMPANY

PH Steel

|

Follow us on Twitter @ModineHVAC
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|

WWW.MODINEHVAC.COM

Modine proudly manufactures in the USA

“These survey results seem to suggest
a strong Show in Dallas.”
Stevens pointed out that while the
percentage of manufacturers who expect the upcoming year to be better
has continued to climb every survey,
the percentage expecting the economy to be worse has also been steadily
declining. Another encouraging sign
of an economic uptick is that compared to last year’s survey, 3% more
respondents plan to introduce new
products at the 2013 Show.
“We are introducing some innovative new products in 2013 so we
expect 2013 to be a very good year
for Xylem. AHR Expo is always a
great way to launch the New Year
and create interest in our new offerings,” said Mark Handzel, Director of Building Services Marketing,
Xylem Inc., Applied Water Systems
– Americas.
The 2013 AHR Expo will feature
more than 1,800 leading manufacturers and suppliers from around the
world, showcasing hundreds of innovative new products to nearly 45,000
industry professionals. The 2013 AHR
Expo is co-sponsored by ASHRAE
and the Air-Conditioning, Heating
& Refrigeration Institute. The Heating, Refrigeration & Air-Conditioning
Institute of Canada is an honorary
sponsor. ASHRAE’s Winter Conference is held concurrently with the
AHR Expo each year. For more information visit the Show’s website at
www.ahrexpo.com.

MTF schedule and info:

franklinontheroad.com

Featuring our most popular plumbing and HVAC products, the new Little Giant
Mobile Training Facility (MTF) is a rolling showcase of business building potential.
Get hands on training when and where you need it with the MTF. Contact your local
Little Giant distributor or visit franklinontheroad.com for more information.

Follow us.
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Products of the Year

Green Choice

1



Green Choice and Readers’ Choice products are chosen and ranked based on
reader inquiries from our print edition and from pageviews at contractormag.com.

W THE TRANQUILITY
LARGE MODULAR WATERTO-WATER HEAT PUMP

T THE ASTON SERIES
OF DUAL-SPEED
HYDRONIC GROUNDSOURCE HEAT PUMPS is

3

in 360 (30 tons) and 600 (50 tons)
sizes offers high efficiency and
application flexibility. It can be used
for radiant floor heating, snow/ice
melt, chilled water for fan coils, hot/
chilled water for make-up air and
many other applications. The unit
features advanced digital controls
for BAS interface, and four LEDS
for unit status and compressor
isolation switches. Front and back
access panels allow for side-by-side
installation. Staggered top water
connections make manifolding
multiple units easy.
ClimateMaster
CIRCLE 101 ON INQUIRY CARD

4

X THE BRASS DISCALDIRT AIR AND WATER
SEPARATOR is able to continuously remove air and

debris contained in hydronic heating and cooling
systems. The circulation of fully de-aerated and cleaned
water enables equipment to operate under optimum
conditions. It is available in ¾", 1" or 1½" sizes, with sweat
or NPT connections.
Caleffi
CIRCLE 104 ON INQUIRY CARD

6

2

S THE FLAT

RAINSHOWER
SHOWERHEAD is available

in an Eco-Performance model with
a flow rate of 2.0 GPM, a 20%
water savings over the industry
standard that is certified to meet
the EPA's WaterSense criteria. A selfpressurizing system increases the
force and flow of water delivery for a
full, satisfying shower experience.
Moen
CIRCLE 102 ON INQUIRY CARD

5

X THE GU100 HYBRID WATER
HEATER delivers endless hot water

with minimal pressure drop and 96%
thermal efficiency. It features a lightweight,
compact design, ½" gas line capability, top
mounted water connections and PVC venting.
Eternal
CIRCLE 105 ON INQUIRY CARD

W THE TA SERIES GEOTHERMAL HEAT PUMP

7

has been awarded the Energy Star Most efficient design
for 2011. The two-stage unit features flexible installation
options, with vertical, horizontal, counter flow and split system
configurations from two to six tons. The series is equipped with
a proprietary heavy-gauge steel base pan that “floats” on a highdensity, visco-elastic material to reduce vibration and ensure
minimum operational noise. It utilizes environment-friendly R410-A
refrigerant, and features a copper coaxial heat exchanger.
Bosch
CIRCLE 106 ON INQUIRY CARD

8

X THE NPR ECO-MAX LOW CAB
FORWARD TRUCK now offers 20% improved

fuel economy compared to previous NPR models.
The truck is powered by the next-generation 4JJ1-TC
diesel engine that delivers 150 HP and 282 lbs.-ft. of
torque. It has a B10 engine life rating of 310,000 miles,
meaning 90% of these engines should reach that
mileage before needing an overhaul. Wheelbase choices of 110", 134" and 151" are available to
accommodate truck bodies up to 16' in length.
Isuzu Truck
CIRCLE 108 ON INQUIRY CARD

10

designed to meet the high-volume
hot water demands of larger, luxury
homes. They are
ideal for radiant
floor heating,
pool heating
and snow melt
applications.
A brazed plate
heat exchanger
delivers highefficiency and reliability. Cabinets are
fabricated from heavy gauge steel.
GeoStar
CIRCLE 103 ON INQUIRY CARD

W SOLAR HI-TEMP HEAT
TRANSFER FLUID is a non-toxic

anti-freeze solution designed to
maintain the efficiencies of solar thermal
systems. It is formulated with anticorrosion inhibitors and provides freeze
protection to -15ºF and burst protection
to -50ºF.
Whitlam/Plumb-Pro
CIRCLE 107 ON INQUIRY CARD

9

X THE MODEL 524
HIGH-EFFICIENCY
TOILET has built-in

overflow protection thanks to
a secondary drain system. It is
WaterSense listed at 1.28 GPF.
It features a 3" Fluidmaster flush
valve and obtained a 1000
gram MAP score.
Penguin
CIRCLE 109 ON INQUIRY CARD

W THE MAGNA VARIABLE-SPEED WET ROTOR CIRCULATOR has a permanent magnet motor design that reduces

power consumption by 50% or more. The patented Autoadapt feature controls pump performance automatically within the
desired performance range, ensuring the lowest possible energy consumption. The 10' long line cord connects the circulator
to a wall outlet with no wiring required, eliminating the need to open a terminal box and make and electrical connection. When in
operation, it produces a noise level of less than 35 db, or the equivalent to a whispered voice.
Grundfos
CIRCLE 110 ON INQUIRY CARD
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Engineering excellence. Applied.

The P-K name is back. Look for it as a symbol of quality.

With over 125 years of industrial heritage, the P-K name has a tradition of excellence
and innovation as a market-leading producer of heat transfer equipment. Our commercial
water heaters and boilers are used in facilities for virtually all applications. When your
project requires reliable, innovative products with outstanding customer service...
look for the P-K to ensure nothing less.

harscopkahr.com Your source or the latest show information and P-K product solutions.
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Products of the Year
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Readers’ Choice

1

W THE M12 THERMAL IMAGER

allows the user to capture thermal and
visual images on every trigger pull, and
toggle between the two with the simple
push of a button. It features 160 X 120 pixel
resolution with a 14ºF to 662ºF temperature
range. It includes a two GB memory card, SD
card reader, USB cable and the company’s Red
Lithium battery pack and charger. It uses an
easy five-button interface.
Milwuakee
CIRCLE 111 ON INQUIRY CARD

X THIS STAINLESS STEEL

TRANSITION FITTING is designed
to connect existing piping systems in
industrial or commercial facilities with the
company's ProPress system. Offered in 2½", 3"
and 4" sizes, the fittings come with an EPDM
sealing element. Six sizes enable connections to welded pipe systems (P X
Weld) and six sizes provide connections to grooved pipe systems (P X Groove).
They are pressure rated at 200 psi with temperature range from 0ºF to 250ºF.
Viega
CIRCLE 112 ON INQUIRY CARD

3

W THE NEW 12:1 WIDE RANGE INFRARED

THERMOMETER has a measurement range of -40ºF
to 1,076ºF. It is ideal for testing and troubleshooting
heating and cooling systems and components. It has an
accuracy of +/-3ºF, features a 1.6" diagonal backlit LCD screen
and is powered by a single 9 v. battery.
General Tools
CIRCLE 113 ON INQUIRY CARD

4

W THE JM-3080 WATER JET DRAIN CLEANING MACHINE

6

X DIAMOND GRIT

features a removable 300' capacity hose reel. It generates 3,000 psi at
8 GPM to break up tough stoppages.
General Pipe Cleaners
CIRCLE 114 ON INQUIRY CARD

5

HOLE SAWS AND
RECIPROCATING
SAW BLADES utilize

X PROPEX ASTM F1960
FITTINGS work with the shape

brazed industrial diamond
grit for long life and fast
cutting through granite,
ceramic tile, glass block,
marble and cast iron.
M.K. Morse
CIRCLE 116 ON INQUIRY CARD

memory of the company's PEX-a
tubing to form strong reliable connections
that hold tight in strength tests with forces
up to 1,000-lb. The fittings are available in
brass, lead-free brass and engineered plastic
in sizes up to 2". To make the connection,
simply expand the tubing and a ProPEX ring
with an expansion tool and insert the fitting.
Uponor
CIRCLE 115 ON INQUIRY CARD

7

W THE JOHNI
QUICK BOLT
CLOSET BOLT

is a proprietary
bolting system
that enables the
professional plumber
to quickly and easily
install a toilet simply
by pushing down
and twisting to tighten the bolt in
one quick motion. The self-locking
nut holds the bolt securely with no
wobble and no need for doublenutting. The bolt is manufactured
from a molded, high-strength
thermoplastic and will fit every
flange.
Hercules Chemical
CIRCLE 117 ON INQUIRY CARD
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8

10

T THE XR90 GAS WATER

HEATER has been honored
with a 2012 AHR Expo
Innovation Award. Once the unit
has been depleted of its available
hot water, it can be ready with 90
gallons of available hot water in only
29 minutes. It outperforms both
standard 40- and 50gal. units by leveraging
a proprietary baffle
and flue design which
retains the burner’s
heat longer. It utilizes a
100-VAC, fan-assisted
draft inducer, powered
by standard household
current.
Rheem
CIRCLE 118 ON
INQUIRY CARD

9

S THE DEB1 DEBURR
AND CHAMFER TOOL

creates a smooth chamfered
pipe end, so solvent spreads evenly
as pipe is joined. It is for deburring
and chamfering ½", ¾" and 1"
PVC, CPVC, ABS, PE and PP pipe.
It features knurled grips for slip
resistance. Blades can be sharpened
or replaced.
Reed Manufacturing
CIRCLE 119 ON INQUIRY CARD
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T LARGE DIAMETER

PP-R PIPE is now
available from the
company's Greenpipe line in up to
18" diameter, and the Climatherm
line up to 24" diameter. Pipes are
connected via heat fusion which
creates long-lasting monolithic
connections without glues, resins or
open flames.
Aquatherm
CIRCLE 120 ON INQUIRY CARD

LEADING
THE NO-LEAD
WAVE

DID YOU KNOW?
t

As of January 2014, leaded products
will become obsolete

t

Non-compliant products will not be
grandfathered

t

BrassCraft Manufacturing already has
a broad selection of compliant product
ready to ship

WHAT CAN YOU DO?
t

Visit www.brasscraft.com for the latest
no-lead industry updates

t

Start buying compliant products
now to avoid obsolete inventory

© 2012 BrassCraft Mfg.
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7KHEHVWVHOOLQJDOOLQRQH
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6FKHGXOLQJ'LVSDWFKLQJ
-RE&RVWLQJ(VWLPDWLQJ
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VIDEO INSPECTION CAMERA SYSTEMS
Wi-Fi Wireless Inspection Camera

SPECS:

SPECS:

– Wireless Transmission
Distance ≥ 300 ft.
– Supports Multimonitor Viewing
– Supports All Color
Monitors/Control
Stations of Forbest
– Very Easy To Use

WI-FI TRANSMITTER
Regular Price: $595
$

WIRELESS
TRANSMITTER KIT
Regular Price: $450
$

Promo Price:

FB-PIC 4188

2.4G Wireless Inspection System

SPECS:

– Support: iPhone 4 & 4S/
iPad/iPad 2/New iPad
– Support Laptops/Tablets
with Android/Windows
& Mac OS
– Video Recording/Snap
Shot/Audio Recording
– Transmission Distance:
300 Ft

– 10" LCD Color
Monitor
– Built-in DVD
Recorder & Mic.
– Color Camera With
A Built-in 512 Hz
Sonde Transmitter
– 130 Ft Push Cable
– Heavy Duty Case

495

Promo Price:

Bi-Directional Snake Camera: FB-MTB30

SPECS:

Special Promo Price:
$

698/ea.

www.forbestusa.net
Email: forbestusa@gmail.com

– 5.5 mm / 640 x 480
pixels camera
– camera head rotation range: +/- 150°
– 3 FT / 1 m half rigid
cable tube
– 3.5" LCD Monitor
with SD Card
Recorder / storage

315 Harbor Way, #B
South San Francisco, CA 94080

&KHFNRXWWKHDPD]LQJVRIWZDUHWKDWVHUYLFH
FRQWUDFWRUVHYHU\ZKHUHDUHWDONLQJDERXW

ZZZZLQWDFSURFRP
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375

CHDR-C12
– 1/2" (12 mm) Color Camera
– 100 Ft/130 Ft Push Cable

CHDR-C06

– 1/4" (6 mm)
Color Camera
– 100 Ft Push Cable

For information circle 6
For information circle 5

Tel: 650 757 4786
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Promote your products and services
in classiﬁeds!
Contact: Dave Kenney
216.931.9725
david kenney@penton.com
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Editorial
by Bob Mader
EDITOR-IN-CHIEF

This contractor was an easy choice

S

electing Kevin and Kathy
Tindall, Tindall & Ranson,
Princeton, N.J., as our Contractor of the Year was easy. Kevin
and Kathy have done so much for
the industry that they’ve created a
legacy that will last for years. I could
easily see a scholarship fund or
foundation being named after them
some day — if they don’t do it themselves. That wouldn’t surprise me.
The litany of things they’ve done
for Plumbing-Heating-Cooling Contractors – National Association and
its Auxiliary is lengthy, but what
is more important is the mindset
behind it. Service is who they are,
the core of their being, what defines
them.
In our Contractor of the Year
story, we talk about how Kevin and
Kathy have come to the rescue of
first responders on Long Beach Island, hard hit by hurricane Sandy.
They’ve brought them things we
take for granted, like usable toilets,
dry socks and drinking water. Organizing and running a donation
drive for relief supplies, loading up
the trailer and driving it to the island is second nature to them.
Kevin is nonchalant about it.
“What else are you going to do on a
Saturday?” he asks. “Sit on the couch
and watch college football?”

Kevin was the president of the
West Windsor Volunteer Fire Department for 15 years. His training
as a firefighter served him well when
he pulled a man out of a burning car
in 2005, an act of heroism for which
he won both state and local commendations.
One of our main criteria for Contractor of the Year is that the con-

Bill is the instigator of this year’s
award. He’s one of Kevin’s biggest
fans and lobbied for him to be our
Contractor of the Year.
It’s easy to see why.
Kevin is the newly elected vice
president of PHCC-NA, and he’ll become president in the fall of 2014.
He was the president of PHCC of
New Jersey, (he is currently state

Service is who they are, the core of
their being, what defines them.
tractor has to do something that’s
worth emulating. Last year it was
John Smith’s passion for green
plumbing. Before that it was Brian
Nelson and Dave Sprague’s passion for the best in energy-efficient
HVAC technology. In 2009 it was
John Ward’s business acumen. I’ve
said before that John Ward could
make a million bucks with a lemonade stand. And before that it was
one of my favorite people not just
in the industry but on the planet,
period, Bill Erickson, whose leadership earned him the highest honor
from the Mechanical Contractors
Association of America, the Distinguished Service Award.

treasurer) and he has chaired the
state’s education and insurance
committees. He became a Zone 1
director for PHCC-NA, serving the
northeastern states from 2005 to
2008. He served as PHCC President
Frank Maddalon’s secretary in 20102011, which led to his decision to
run for vice president this year.
PHCC President Jim Finley appointed him to the PHCC Green
Task Force in 2007. He’s been involved in PHCC’s efforts to write a
residential green contractor testing
and certification program. The program is in beta testing now and the
test should be ready by March.
Kevin is now chairman of the PH-

CC’s Green Task Force and has testified before Congress in Washington
on behalf of small business about,
“The Role of Green Technology and
Ensuring Economic Growth.”
It’s in that role as the chairman
of the PHCC Green Task Force that
Kevin holds a seat on the International Association of Plumbing &
Mechanical Officials Green Technical Committee, which has been
chaired by Bill Erickson. Before
that he was a member of IAPMO’s
precursor group C.A.U.S.E., the
Committee for the Awareness and
Understanding of a Sustainable Environment. That past September,
IAPMO presented him with the Joseph Kneidinger Green Contractor
of the Year Award.
Kathy is also an inveterate volunteer with the PHCC Auxiliary. She
joined the board for the first time in
1999 as secretary and served as president in 2004-2005. She has been
secretary three times. Tindall & Ranson contributes $1,000 to a scholarship fund in honor of the late Fran
Williams, a past president of PHCC
and a past chairman of the PHCC
Educational Foundation.
“We volunteer because of what
the industry has done for us,” says
Kathy. Not as much as you’ve done
for it.

ADVERTISER INDEX
Advertiser

Page . . . . . . . . Circle

Advertiser

Page . . . . . . . . Circle

Brass Craft Mfg Co.

39 . . . . . . . . . . 223

Rheem

19 . . . . . . . . . . 210

Cash Acme

8 . . . . . . . . . . . 208

RIDGID

9 . . . . . . . . . . . 209

DeWALT

33 . . . . . . . . . . 219

Rinnai Corporation

ECR International

22 . . . . . . . . . . 213

Shortridge Instruments, Inc. 32 . . . . . . . . . . 218

EPIQ

43 . . . . . . . . . . 225

Sloan Valve

23 . . . . . . . . . . 213

Franklin Electric

35 . . . . . . . . . . 221

Taco insert

11-16 . . . . . . . . . .

General Pipe Cleaners

IFC, 17 . . . 207,227

Viega insert

5-6 . . . . . . . . . . . .

Grundfos Pumps Corp.

21 . . . . . . . . . . 211

Weil McLain

29 . . . . . . . . . . 215

Harsco Industrial

37 . . . . . . . . . . 222

Zoeller

30 . . . . . . . . . . 216

Modine Mfg. Co.

24,34 . . . . 214,220

Zurn Industries

BC . . . . . . . . . 226

31 . . . . . . . . . . 217

SALES OFFICES
Northeast, Bill Boyadjis
Mid-Atlantic, Associate Publisher
IN, MI, OH, 973/829-0648
KS & MO Fax: 913/514-6380
bill.boyadjis@penton.com
Northwest & John Ehlen
Midwest 763/550-2971
Fax: 763/550-2977
John.ehlen@penton.com
Southeast, Randle Jeter
TX and West 512/263-7280
Fax: 913/514-6628
randle.jeter@penton.com
Classifieds Dave Kenney
216/931-9725

Radiant Professional Alliance 41 . . . . . . . . . . 224

Fax: 216/696-7932
dave.kenney@penton.com

CONTRACTOR (ISSN 0897-7135, Canadian GST #R1264431964, Canadian Dist. Sales Agreement #40026880. Volume 59, Number 12 is published
monthly by Penton Media, Inc, 9800 Metcalf Ave., Overland Park, KS 66212-2216. Periodicals postage paid at Shawnee Mission, KS and at
additional mailing offices. Postmaster: send address changes to CONTRACTOR, PO Box 2100, Skokie, IL 60076-7800 or e-mail to contractor@
halldata.com. CONTRACTOR copyright 2007 by Penton Media, Inc. Rates for non-qualified subscriptions: USA, $75 1 year, $120 2 year $10 single
copy; Canada, $110 1 year, $170 2 year, $15 single copy (add 7% GST or 15% HST if applicable); International, $120 1 year, $190 2 year, $20 single
copy. CONTRACTOR is a trademark of Penton Media, Inc., used under license.

Printed in the USA

List Rental Merit Direct
Marie Briganti
877/796-6947
mbriganti@meritdirect.com

Dan Ashenden
Group Publisher

Bob MacArthur, Senior Vice President | David Miller, Market Leader, Mechanical Systems Group | David Kieselstein, CEO

42 t DECEMBER 2012

³www.contractormag.com

Mechanical Systems Group

LEGAL NOTICE

Current or former owners of homes or other
structures containing a plumbing system with
Zurn brass crimp (F1807) ﬁttings connectors,
could get beneﬁts from a class action settlement.
Para una notiﬁcación en Español, llamar o visitar nuestro website.
A settlement has been reached with Zurn Pex, Inc. and Zurn
Industries LLC (“Zurn”) about allegedly defective brass crimp
ﬁttings/connectors made of yellow brass manufactured and/or
sold by Zurn between 1996 and 2010 (“F1807 Fittings”). The
settlement covers possible ﬁtting leaks, occlusion (a blockage
that reduces water ﬂow) and damage to class members’
property as a result of alleged corrosion of the F1807 Fittings.

re-plumb beneﬁts). Details on the re-plumbing process are in
the detailed Notice and in the Settlement Agreement, which
are available at www.plumbingﬁttingsettlement.com.

The United States District Court for the District of
Minnesota will hold a hearing to decide whether to give
ﬁnal approval to the settlement, so that the beneﬁts can
be issued. Those included have legal rights and options,
such as submitting a claim for beneﬁts or excluding
themselves from or objecting to the settlement. More
information is in the detailed notice, which is available at
www.plumbingﬁttingsettlement.com.

Additionally, Class Members can make a claim for past
current or future decreased water ﬂow caused by occlusion
from corrosion of one or more F1807 Fittings. Eligible
claimants would qualify for remediation (repairs to eliminate
the ﬂow differential) up to a cap of $7,000 per structure
(or $100,000 for deﬁned large structures). If remediation
does not restore normal water ﬂow to the system, a re-plumb
can be requested, subject to a cap of $7,000 per structure
(or $100,000 for deﬁned large structures). If such occlusions
have already been repaired, Class Members may claim for up
to 60% of the repair remediation or re-plumb costs that were
incurred, subject to the same overall caps.

WHAT IS THIS ABOUT?

HOW DO YOU ASK FOR BENEFITS?

The lawsuit makes various claims, including that the
F1807 Fittings leak and cause damage to property as a result
of corrosion and that related repairs should be covered by
warranty. Zurn denies all of the claims and allegations in the
lawsuit and maintains that its F1807 Fittings are not defective.
The Court has made no determination about the strengths or
weaknesses of any of the claims or any of Zurn’s defenses.
Instead, the parties have entered into a settlement to end the
litigation.

To obtain any beneﬁts from the settlement you must ﬁll
out and submit a Claim Form. Claim Forms are available
at the website or by calling 877-341-4602. The earliest
deadline for submitting a claim is April 1, 2014. The
detailed Notice and Settlement Agreement, available at
www.plumbingﬁttingsettlement.com, describe more fully the
beneﬁts available under the proposed settlement and how to
ﬁle a claim.

YOUR OTHER OPTIONS.
WHO IS INCLUDED?
The Court created a Settlement Class covering all persons
who own or owned buildings, homes, residences, or any other
structures located in the United States that contain F1807
Fittings. Visit the website to read descriptions and see photos
of the F1807 Fittings. Insurers or others that have paid claims
resulting from corrosion of F1807 Fittings may also qualify
for beneﬁts under the settlement.

WHAT DOES THE SETTLEMENT PROVIDE?
Zurn will fund the settlement in an amount totaling no
more than $20 million over a seven year claims period.
For those who ﬁle valid claims, the settlement pays for
property damages due to leaks of up to 60% of reasonable
documented damage, subject to a cap of $100,000 per
leak. The settlement also provides for 60% of re-plumbing
costs for structures that have experienced at least two leaks
due to documented corrosion of F1807 Fittings, up to a
cap of $7,000 per structure (or $100,000 for deﬁned large
structures, for which ﬁve leaks are required to qualify for

If you do not want to be legally bound by the
settlement, you must exclude yourself from the Class by
January 29, 2013, or you will not be able to sue Zurn about
the legal claims this settlement resolves, ever again. If you
exclude yourself, you cannot get any beneﬁts from the
settlement. If you stay in the Class, you may object to it by
January 29, 2013. The detailed notice explains how to
exclude yourself or object.
The Court will hold a hearing in the case, known as
In re Zurn Pex Plumbing Products Liability Litigation,
Case No. 0:08cv01958, on February 25, 2013, at 9 am,
to consider whether to approve the settlement, and a request
by Class Counsel for attorneys’ fees, costs, and expenses of
no more than $8.5 million dollars and incentive awards for
the Class Representatives of $5,000 to $7,500. Payment of
attorneys’ fees and expenses will not reduce the beneﬁts to
Settlement Class Members. You or your own lawyer, if you
have one, may ask to appear and speak at the hearing at your
own cost, but you do not have to. For more information, call
or go to the website shown below.

WWWPLUMBINGlTTINGSETTLEMENTCOMs   
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W H E N T H E S I T UAT I O N C A L L S F O R U P DAT I N G
YO U R WAT E R S YS T E M S ,

ZURN LISTENS.

When I was tasked
with retrofitting
every backflow valve
in a 90 year old hotel,
I called Zurn.

When your building sees
30,000 workers every
day, you need sustainable
plumbing products that
not only look good, but
also last. We called Zurn.

RETROFIT AND REPLACEMENT SOLUTIONS
         #""       
                
               $     
     ! 

zurn.c m
ZS880 Stainless Steel
Linear Shower Drain

300AR Series
Assembly Replacement

Pressure-Assist 1.6 gpf
Replacement Tank Kit

1. 855.ONE.ZURN
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