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JUST WHEN YOU THOUGHT YOU
COULDN’T BE ANY MORE CONNECTED.

bl THE YJACK™ SERIES OF WIRELESS PROBES FOR
, MORE COMPLETE SYSTEM ANALYSIS.

YJACK PRESS™ Pressure Gauge NEW!

YJACK VAC™ Vacuum Gauge NEW! o
\ VEW YJACK AMP™ Current Probe NEW!
+ + To learn more, connect at:
| YJACK DEW™ Psychrometer www.yellowjacket.com/yjack
Enhanced YJACK VIEW™ App YJACK™ Temperature Clamp

* Customized PDF service reports YJACK™ Temperature Stra
e Supply and return air enthalpy YJACK P ATHTE R E pd YELLow
» System heating/cooling efficiency ange Extender J Ac KET®

* System Energy Efficiency Ratio (EER) P51-870 TITAN® Digital Manifold



http://www.yellowjacket.com/yjack
https://www.facebook.com/RitchieYELLOWJACKET
https://www.instagram.com/ritchieyellowjacket/

The Rheem® Commercial Renaissance™ Line

With Renaissance PlusOne® Diagnostics CoreCommand™ Control, every Renaissance delivers 43 easy-to-
understand fault codes to simplify service. After all, we know that keeping buildings’ comfort systems working at
peak efficiency is truly an art. Renaissance just ensures the science side is taken care of, too.

Learn more today.
Rheem.com/Renaissance

SAVES
1
MINUTES'

OF SERVICE TIME
7.5-12.6 TON RENAISSANCE
IS SHOWN

3-12.5 Ton Package Air Conditioners
3-12.5 Ton Package Gas Electric Units
3-10 Ton Package Heat Pumps

'Per a MIAT Commercial HYAC Competitive Time Studly, conducted June 4-6, 2019.

INDUSTRY-STANDARD FOOTPRINT « ENHANCED SERVICEABILITY
MAXIMIZED EFFICIENCY o SUPERIOR SAVINGS
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BUILD A
STRONGER
FINANCIAL
FOUNDATION

Built on Sage Intacct’s native cloud financial _
management platform, Sage Intacct Construction
is designed to meet the unique needs of the
construction industry. Now you can access
real-time data in the cloud to make critical
financial decisions and track performance
across the entire business. If you are
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productivity then look no further than [l ¥ IR
Sage Intacct Constructlon ___"“: S

Sage | ntaCCt Visit sage.com/intacctconstruction

Construction or call 1-888-760-0947
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O HVACR hotmail eNEWSLETTER
.. Fascinating Air Properties
Popu Iar Stories in Rob ‘Doc’ Falke illuminates a basic principle that's one
Contracting Business of the foundations for all you do in HVAC.

bit.ly/the propertiesofair

J

gﬁ;ﬁrgg lng -| « Commercial IAQ Considerations
bit.ly/AHRIBOMApanelCB1

» UV-C & COVID-19
bit.ly/UVCforbuildings

» Home Energy Certifications
bit.ly/homeenergycertification

Commercial IAQ:
Best Practices & Precautions

DIGITAL EDITIONS NOW GO BACK 10 YEARS:
bit.ly/CBDigitalArchive

HVAC'TALK #1 HVACR COMMUNITY

Visit HVAC-Talk.com for the latest posts on these hot topics!

Commercial Refrigeration: Old School vs. New School Piping
bit.ly/refpipingdebate

Building Controls: Help obtaining Metasys/FX programming
in CCT.
bit.ly/metasysfxcct

General Discussion: Zoning as a solution to an oversized system?

bit.ly/oversizedhvac

Contracting Business Success on ContractingBusiness.com

® What's Your Level of Concern?
bit.ly/Levelofconcern

e Starting a Manager Bonus Program
bit.ly/managerbonusplans

¢ VISIT EGIA'S ARCHIVE OF WEEKLY SHOWS.
Sign up for free and learn! http://bit.ly/EGIAShowArchive

10 HlaH-EFnctENTic
f

o

POPULAR LEFT: 2021 Air Conditioning Guide

ONLINE bit.ly/CB2021acguide

GALLERIES  RIGHT: A May Product Gallery
bit.ly/MayCBproducts
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subscribe ,
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BUILDING A HIGHER STANDARD.
ONE DEALER AT A TIME.

We created the Building a Higher Standard Distinguished Dealer
Award to honor those dealers who share our commitment to
their employees, customers and communities. Congratulations
to Anthony's Cooling-Heating-Electrical in Palmetto, Florida,
whose honest, no-pressure approach is right there in their

motto—"You don't need new until we say you do."—and makes
them one of our four 2020 honorees.

See how you can become a dealer at You Don't Heed New Uintil We Say Yoa Do/

BUILT TO A HIGHER STANDARD’

Americom Stamdard.

HEATING & AIR CONDITIONING

SEE THE STORY OF ANTHONY'S AT AMSD.US/ANTHONYS


http://amsd.us
http://amsd.us/anthonys

>FIRST WORD

BY TERRY MCIVER, EDITOR-IN-CHIEF

Summer HVAC Reading

nclude these in your summer beach reading.

Lead Don’t Manage, by Mark W. Williams. Chapter

4 of Mark’s book is reprinted on page 20-22. In
it he describes the many ways a manager must en-
gage and inspire employees rather than simply track
their time and productivity. Williams, CEO of Brokers
International, writes about the ways in which key
principles — goal setting, communication, brand de-
velopment, performance, motivation and incentives
— are firmly linked to the company’s greatest asset,
its employees.

NEXT LEVEL NOW: PR Secrets
to Drive Explosive Growth for Your
Home Service Business, by Heather
Ripley (2021, Advantage Publishing).

Ever wonder why a competitor
appears in local TV news segments
or has a column in the local paper?
The answer is public relations.

Heather Ripley and her team
specialize in public relations for
home service companies. Her
book contains public relations
strategies to increase service busi-
ness credibility, in a way that will
help it generate more customers and revenue.
Topics include strategic analysis of your business,
knowing the competition, how to manage online
reviews and more.

Patterned after Excellence: Pursuing Truth in Work
and Life, by Brigham Dickinson.

Patterned after Excellence begins with
Brigham Dickinson at a crossroads following
a failed business venture. It’s a situation that
can either motivate, or drive one deeper
into despair. Dickinson chose survival. He
came to realize that every business needs a
soft, gooey center call a HEART, and used
that truth to design a series of eight prin-
ciples for service industry success based
on “relationships”, not transactions.

HVAC Spells Wealth, and More HVAC
Spells Wealth, by Ron Smith. HVAC
Spells Wealth is the bible of HVAC !
success, written by a legend. Just ask
the many who have used Ron Smith’s
principles to shape their own HVAC
success stories. Ron Smith did much
of this industry’s business manage-
ment groundwork at his first com-
pany, Modern Air Conditioning. His
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HEATHER RIPLEY

MARK W, WILLIAMS

methods empower many of today’s most successful
HVAC businesses. Topics include processes, cus-
tomers, coworkers, marketing, sales, how to price
for 25 percent net profit, and the value of the HVAC
industry.

The Power of Positive Pricing: How Much is Your
Pricing Costing You?, by Matt Michel. (Available at
https://shop.serviceroundtable.com.) You read Matt
Michel’s columns in CB print and online, and each
is better than the last. One of the HVAC industry’s
best “truth tellers”, Michel tells it like it is:

“This book was written because
most service company owners
take a simple-minded approach
to pricing. They ignore the stra-
tegic aspects of price. They think
of pricing in terms of dollars and-
cents, ignoring the fact that pric-
ing is a marketing weapon.” Michel
includes common pricing scenarios:
service and overtime pricing;
response pricing; material mark-
up; the effective hourly rate; price
elasticity; service agreements;
installation pricing; and nine more.

Consistency Selling: Powerful Sales Results.
Every Lead. Every Time, by Weldon Long.Nothing
is more frustrating than roller-coaster sales from
your team. Weldon Long believes irregular sales
performance is rooted in inconsistent methods.
“Aslong as your sales activities con-
sist of walking into a call and wing-
ing it, your sales results will always

be sporadic,” Long writes. “Consistent
activities produce consistent results.
Random activities produce random
results.” He says sales consistency
derives from relationship building,
investigating, selling your company
and its solutions, and understand-
ing market segmentation.

The E-Myth HVAC Contractor,

by Ken Goodrich and Michael
Gerber, combines the meth-
ods used by Goodrich at Goettl
Air Conditioning with those of
E-Myth author Gerber, to provide

a path to establishing precise
processes and systems in an HVAC con-
tracting business. I hope your business is thriving
and getting better! CB

EDITORIAL
ADVISORY
BOARD

TOM CASEY
Climate Partners

MIKE CONLEY
Pioneer Heating & AC

VINCE DIFILIPPO
DiFilippo’s Service Co.

CHARLIE GREER
HVAC Profit Boosters

DOMINICK GUARINO

National Comfort Institute

LOUIS HOBAICA

Hobaica Services

JOSH KAHN
Kahn Mechanical
Contractors, Inc.

RAY ISAAC
Isaac Heating and
Air Conditioning
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Vital Learning Experiences
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Owens Services

BRIAN STACK
Stack Heating & Cooling
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Don't Just Comply, Go Beyond

With a 78% reduction in GWP vs. R-410A, Opteon XL41 (R-454B) is the
optimal solution to meet the long-term HFC phase down needs. R-32 may
provide a lower charge size depending on system design, but calculations
show that the aggregated CO, emission reduction of XL 41 is greater and
offsets the charge size difference. The lower GWP of XLL41 provides greater
value and peace of mind as the industry transitions to more sustainable
solutions. Visit Opteon.com/GoBeyond to learn why XLL41 is the optimal
choice for the HFC phase down landscape of the HVAC industry.

‘ O pteon The Performance Today Demands. The Future Tomorrow Deserves.
[c]


http://opteon.com/gobeyond

>FROM THE FIELD

Tempo, Inc. Names Brian Mount CEO;
Steve Saunders Assumes Advisory Role

he Board of Directors of Tempo, Inc., Dallas-Fort
Worth, Tex., has named Brian Mount the new chief
executive officer.

Mount’s appointment follows the
news of the retirement of Tempo CEO
Steve Saunders, who will assume an
advisory role with the company, a
leader in residential comfort solutions.
Saunders had served Tempo as CEO
for 22 years.

Tempo, Inc. consists of four busi-
ness operating units: Tempo Service,
Tempo HVAC, Tempo Commercial,
and TexEnergy/US Ecologic Solutions.

Mount will continue the Tempo
tradition of people-oriented, client-
centric and technically proficient
leadership. A 10-year veteran of the
company, Mount started in 2010 with
the US-Eco Logic Multifamily Team
and worked as a project manager for
the Building Science and Consulting
Group for several years.

Read more online, at hitp://bit.ly/MountTempoCEO.

18 i
Steve Saunders

CoolSys Acquires Duquette Refrigeration
Brea, Calif. -- CoolSys™, parent company of numerous mar-
ket-leading refrigeration and HVAC services companies
across the US, has announced the acquisition of Duquette
Refrigeration (formerly A. Duquette & Son), a commercial
refrigeration company headquartered in Worcester, Mass.
This acquisition will strengthen CoolSys’s Commercial &
7 : ' i Industrial division
and broaden its pres-
ence in the Northeast
region. He trans-
ferred to the Tempo
Mechanical Division
as a project manager
providing HVAC de-
sign and installation
services to one and
two-family new con-
struction residences.

Mount was next se-

=

Refrigeration rack. photo credit: Duquette. lected to head com-
pany’s the sales, back office, and engineering teams.

Established in 1986 as A. Duquette & Son, Duquette
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Refrigeration has provided HVACR service and installa-
tions for supermarkets, convenience stores, refrigerated
warehouses, manufacturing, commercial office and retail
customers for 35 years. coolsys.com Read more online, at
http://bit.ly/Coolsysduquette.

i &
Refrigeration rack installation. photo credit: Climate Pros.

Glendale Heights, IL - Refrigeration contracting busi-
ness Climate Pros announced on May 1 the acquisition
of Precision Mechanical Contracting a leading supplier of
Refrigeration and HVAC services founded in 2005, serving
Northeast regions of Maryland, New Jersey and the greater
Philadelphia area.

Climate Pros provides refrigeration maintenance, repair,
remodel and installation services to grocery retailers and
other cold-chain customers. Customers of the company
include Safeway, Costco, Target, Amazon, Walmart, Whole
Foods and others. climatepros.com Read more online, at
http://bit.ly/climateprosprecision.

HomeServe USA Acquires Mark Allen
Plumbing and Heating

NORWALK, Conn.-- HomeServe USA, a leading provider
of service plans, repair, and installation services for the
home, has acquired Mark Allen Plumbing and Heating,
based in Bethel Park, Pa. a suburb of Pittsburgh. Mark Allen
Plumbing and Heating provides plumbing and HVAC ser-
vices to residential and commercial customers in the greater
Pittsburgh area.

Mark Gillece founded the Mark Allen business in 1985 and
has served as its leader ever since. He’s grown this business
to include a team of 21 skilled trade plumbing and HVAC
professionals dedicated to serving their neighbors in and
around the Steel City. homeserve.com Read more online, at
http://bit.ly/homeservemarkallen. CB
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http://bit.ly/climateprosprecision
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http://homeserve.com
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Alliance Day
Sept 24, 2021

(Exclusively for Service Nation Alliance Members)

e REGISTER NOW -

GET IT DONE. ServiceWorldExpo.com



http://serviceworldexpo.com
https://www.facebook.com/ServiceWorldExpo/
https://twitter.com/ServiceWorldXpo
https://instagram.com/serviceworldexpo

>EDITOR’S NOTEBOOK: PRODUCTS

Dehumidification
Damp air can lead to damaged equipment a
nd unfavorable work conditions.Dri Eaz
Placeholder Dri-Eaz fehumidifiers and air
~ movers from are a simple, yet effective
' solution. These portable units help
by removing moisture from water
saturated areas and circulating air in
and out of spaces. Each is designed
for maximum efficiency while taking
space considerations into mind. Our
selection of portable dehumidifiers
and air movers are ready to help
you maintain your bottom line.
Rentals only - available for
immediate delivery from the
Spot Coolers national branch network.
spotcoolers.com/dehumidifiers / 800-367-8675.
Commercial Rooftop System
Lennox International officially revealed the Model L pack-
aged rooftop line during the first-ever Lennox Commercial
Product Showcase, presented online in April.
94788Lennox Model LC Box HeroThe light commercial
HVAC system features an all-new rooftop controller, the
Lennox CORE Control System and Service App, which was

special advertising section

>Smart Products

Take your company to the next level with
Contracting Business’ Smart Products —

featuring the latest technical and business management tools from
leading manufacturers and service providers.
For information on products listed here visit
www.contractingbusiness.com/freeinfo.html.

Fieldpiece Instruments
These two new Fieldpiece
leak detectors are highly
sensitive, durable, and more
reliable than anything else
on the market. The new
models feature a large

LCD that displays leak
information with bar graphs
and numerical values.
Leaks trigger a lighted tip
and audible alarm. The
rechargeable batteries en-
able 10 to 18 hours of use
per charge.

Visit fieldpiece.com for
more information.
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a finalist in the 2021 AHR Expo Innovation Awards.

The Model L packaged rooftop line boasts efficiency
ratings among the highest in the industry with leadership
models in SEER, IEER, and EER. Featuring both gas-electric
and electric-electric units, the Model L is available from 3 to
25 tons of nominal cooling capacity.

For more information about the Model L, visit

lennoxcommercial.com
Commercial Rooftop System
Daikin Applied announced on May 11 updates to its
Rebel Applied™ packaged rooftop HVAC system, known for
its leading airflow and efficiency ratings, and compact
footprint. Rebel Applied now comes with inverter scroll
compressors, precision temperature and humidity control,
and adaptive refrigeration technology, expanding its
ability to provide unmatched energy efficiency and
enhanced indoor comfort.

Daikin Rebel InverterDriven by Daikin inverter
technology, these new features boost Rebel Applied’s
already best-in-class efficiency. Unlike staged compressors
that operate at fixed points, the inverter technology
modulates compressor and cooling capacity continuously
from 100 percent down to 15 percent so the system
dynamically responds to match the load of a building.

Rebel Applied is equipped with several indoor air quality
(IAQ) technologies available as factory-installed options,
including: UV lights to kill pathogens and prevent microbes
from living in the unit, high-efficiency pre and final filtration
to capture more contaminants, and humidifier grids that
help produce ideal building environments.

daikinapplied.com

Residential Comfort & IAQ

In late April, the home comfort and IAQ experts from
Lennox Industries shared updates to The Ultimate Comfort
System.™ It combines the best of the Dave Lennox Signature”
Collection to create an unprecedented whole-home


http://www.contractingbusiness.com/freeinfo.html
http://spotcoolers.com/dehumidifiers
http://fieldpiece.com
http://lennoxcommercial.com
http://daikinapplied.com

>EDITOR’'S NOTEBOOK: PRODUCTS

comfort system that seamlessly and intelligently works
together to stay finely tuned to your home and deliver
consistently clean, perfect air, sources report.

The SLP99V Variable-Capacity Gas Furnace, SL28XCV
Air Conditioner and XP25 Variable-Capacity Heat Pump
keep the home’s air “perfect,” by continuously circulating
and making adjustments to the air. Lennox sources say this
ongoing movement ensures the air in the home is cleaner
and maintains the occupants’ ideal humidity by passing
it through both the air purification and dehumidification
systems. lennox.com
Louver
The new HZ700 louver from
Ruskin’ is a 7-in. deep louver
comprised of two pieces - a
4-in. horizontal front and a
3-in. vertical rear louver. The
HZ700 was designed for ap-
plications needing a horizontal
blade appearance but a vertical
blade level of performance.

The HZ700 meets AMCA 550
and AMCA 540 standards for en-
hanced protection, and has a low pres-
sure drop, which delivers greater energy
savings. ruskin.com/model/hz700.

HZ700

Vacuum Pumps

Fieldpiece Instruments announced a new generation of
vacuum pumps that are small, lightweight, portable, and
allow fast, time-
saving vacuum
evacuation to
make the HVACR
professional’s job
easier and more
efficient. The new
Fieldpiece pumps
include three
different CFM
models that can be used in a variety of applications. The
Fieldpiece top-of-the-line VPX7 pump is the lightest of the
three new pumps due to a patent-pending manufacturing
process resulting in a pump that is lightweight and

manageable for the pro to carry.

HVACR technicians can choose the vacuum pump that
is best suited for them, depending on the system and pump
feature preference. Model VPX7 is a fast and efficient 10
CFM DC Motor and is perfect for large commercial and
refrigeration applications.

The patent-pending interior EPO coating, which is a
high-energy surface treatment to high strength aluminum
alloy, makes the VPX7 pump portable enough to climb up
aladder or move to other areas where needed. In addition,
the coating is extremely tough as well as chemical and wear-
resistant, so the life of the VPX7 pump is extended. Model
VP87 is an 8CFM DC for light commercial and residential
systems replacing the legacy VP85. For residential service
and installation, HVACR pros will choose the VP67, 6CFM
AC model, replacing the current VP55 (5CFM). The three
new vacuum pumps from Fieldpiece Instruments offer
HVACR professionals a more efficient way to pull vacuum in
A/C and refrigeration units either prior to adding refrigerant
on a new installation or when performing a system repair.

bit.ly/Fieldpiecenewpumps.

Ventilation

Greenheck’s new model OPA is a configurable open plenum
array that can be designed and optimized for a specified
height and width. With customization available based on
sound, horsepower, number of fans, or overall efficiency
criteria, the open plenum array offers multiple solutions

for a variety of performance
needs.

Constructed of foam-
filled galvanized steel panels
within a laser cut and formed
galvanized steel structure,
the OPA can be specified
in sizes up to 96 inches in
height and 636 inches in
length. The array can be
powered with NEMA pre-
mium AC induction motors
up to 10 hp or three-phase
Vari-Green® motors with an
integrated drive providing industry-leading IE5 efficiencies.
Seven wheel sizes are available with aluminum wheel con-
struction as standard on all selections. Optional airfoil con-
struction is also available. Greenheck’s factory-tested and
fully assembled Open Plenum Array is ideal for data center,
mission critical, and custom air handling applications.

greenheck.com CB

FIND ADDITIONAL DESCRIPTIONS OF THESE
PRODUCTS AND MORE, IN THE PRODUCT GALLERY AT
http://bit.ly/CBjune2021products.
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Field Management Software

FieldEdge - xplortechnologies.com/
products/fieldedge

Part of Xplor Field Services, FieldEdge is an all-in-one
solution for home & field services companies. FieldEdge
is the ultimate
industry-leading
field management
software solution
that empowers
field service con-
tractors to simplify
and organize their
work. Connecting
the field, office,
and customers by
a single, cutting-edge and easy-to-use application, contrac-
tors can grow their business while spending more time on
what matters.

Field Edge Desktop: gain valuable insight on how
your business is doing with key performance indicators
FieldEdge Mobile:take your operations on the go with a
powerful mobile solution. FieldEdge Payments: take your
operations on the go with a powerful mobile solution;
access customer information, add notes and provide top
notch customer service. FieldEdge Flat Rate: present prices
upfront with confidence, to build trust between your techs
and customers; price right and turn a profit on every repair.

Fulcrum - fulcrumapp.com

A new release of the Fulcrum no-code platform is
delivering unique, location-aware options to maximize
the performance and agility of field teams as they execute
safety, quality, and other programs. In addition to using

l I -1

Fulcrum to modernize their mobile workforces with data
collection, intelligent automation, and data-driven insights,
Fulcrum now also offers direct integration with geographic
information systems such as Esri™ ArcGIS™.

When contracting companies use Fulcrum to create mo-
bile apps and intelligently automate workflows, they open
up the possibility of easily creating “apps with maps” that
provide location context for field teams’ inspection, asset
management, equipment installation, and other activities -
without writing code. Fulcrum also connects these field
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activities with the back office by automatically tagging re-
cords with location data and supplying built-in location intel-
ligence to anyone who has permission to see the information.

As aresult, Fulcrum clients are reducing their use of
paper checklists, physical maps, spreadsheets, and other
cumbersome work processes among their widely dispersed
teams. Not only is their field time more productive, they also
cut the time needed to customize or create new apps and
workflows from weeks to minutes, enabling greater agility
than they could achieve with pen and paper.

Intelligent Mobile Support - imobilesupport.
com

Intelligent Mobile Support, Inc. launched Sales Builder
Pro 8, which now includes Deal Manager, a powerful new
feature set to help ’
improve the sales
process for busy
HVAC contrac-
tors and other
in-home service providers.

Deal Manager makes it easier for contractors to track
pending proposals, receive customer approval remotely,
and communicate and collaborate across their organiza-
tions. From comfort consultants to office workers, sales
managers, install managers, and owners, Deal Manger helps
contractors build a better business.

By simplifying how information is captured, organized,
stored, and shared across the company the comprehensive
Deal Manager tool makes it easy to track and manage job
proposals and installs.

New Deal Manager features include Pending Deal Search,

NLSIIQSNL
MOBILEZSUPPORT

Remote Acceptance, Notes, and Document Management.
Together these features enable contractors and their teams
to manage their sales processes more effectively while also
managing the jobs and installs they have won.

Advanced capabilities of Deal Manager include: Pending
Deal Search Remote Deal Acceptance Improved Deal
Management Deal Notes Documents Proposal Status
Reports and Analytics.

Podium - podium.com

Podium, the leading communication and payments
platform for local businesses, today released the 2021 State
of Payments Report
--podium.com/state- =
o-payments/ -- high- POd I u m
lighting the types of
payment methods customers use, their preferences and the
impacts local businesses may face if they don’t support their
customers with frictionless payment methods.


http://xplortechnologies.com/products/fieldedge
http://xplortechnologies.com/products/fieldedge
http://fulcrumapp.com
http://imobilesupport.com
http://imobilesupport.com
http://podium.com

Contracting
Business.

Need to update your Contracting Business magazine
subscription contact information?

If so, please enter www.contractingbusiness.com/update into your browser then type in your

account number (see your mailing label) and last name to access your information.

Don’t like updating online?

Please feel free to contact customer service at 847-559-7598.

If you would like to subscribe to Contracting Business,

please enter www.contractingbusiness.com/NewSub @ ENDEAVOR

into your browser and sign up today.


http://www.contractingbusiness.com/update
http://www.contractingbusiness.com/NewSub

EDITOR’'S NOTEBOOK: TECH UPDATE

According to the report, U.S. consumers are comfortable
spending 43% more money swiping their credit card than
paying with cash, and 53% more compared to reading their
credit card numbers over the phone to a representative.

A third (33%) of all (U.S. and Australia) respondents listed
swiping or inserting their credit cards as their preferred
method of payment, and nearly a quarter (23%) of con-
sumers abandon transactions entirely when their preferred
methods of payment aren’t available. Enabling more ways
to pay, especially preferred ways, will help local businesses
drive repeat customers.

The report revealed that customers want convenient
payment options. Being offered convenient payment op-
tions (41%) is the second most important factor customers
consider when choosing a local business, next to customer
service (60%). Preferred payment options were more impor-
tant to customers than proximity to their home (36%), avail-
ability of sales or discounts (25%) or a personal relationship
with the business (20%), among other elements.

Sage 300 CRE- sagecre.com

Formerly Timberline® Software, SAGE 300 CRE offers con-
tractors, developers, and property managers comprehensive
functionality for managing risks related to subcontractors

and vendors,
customizable
reports and pow-
erful add-ons
that improve vis-
ibility, and tools
that enable real-time collaboration throughout all phases

INTRICATE
WEB OF
DATA

of a project anytime, anywhere. Each construction project
is built upon an intricate web of data, countless decisions
scattered across multiple teams, and numerous workflows.
SAGE offers SAGE 300 Construction and Real Estate (CRE)
as a solution to project disorder. Described by SAGE as

the industry-leading construction and financial manage-
ment solution, SAGE 300 CRE is designed to manage entire
project and property lifecycles. SAGE 300 CRE integrates
accounting and project management data, to create a com-
prehensive overview of business performance. Each user
experience is tailored to fit a unique role, to seamlessly
facilitate collaboration and improve productivity.

Real-time updates inform data-driven decisions, and
SAGE 300 CRE integrations give project managers the power
of choice, in best-of-breed operational solutions. Streamline
workflows, bring field and office teams together, and
discover clarity in untangling your web of project data.

simPI'

Want one software

that can do it all?

Service. Project. Maintenance.
EVERY field service workflow covered.

simPRO is the only end-to-end field service management solution that

gives you the power to manage all job, maintenance and project workflows.

simprogroup.com | (855) 338-6041

14 | CONTRACTING BUSINESS | JUNE 2021



http://sagecre.com
http://simprogroup.com

ServiceTitan - servicetitan.com

Small businesses in home and commercial services
generate an abundance of data. For a clear view of business
performance, that data needs to be readily available,
informing every decision.

What goes into choosing the “right” CRM? ServiceTitan
Director of Customer Relations
Chris Hunter, who built and sold
Hunter Super Techs and is a
co-founder of Go-Time Success
Group, has some advice:

“The biggest thing is your
CRM has to work for your team,”
Hunter said. “If it's not intuitive,
if it doesn’t make their job easier,
they won't use it as intended.
They'll find workarounds. If they
don’t use your CRM, it’s just a time and money drain.”

Best-in-class CRM platforms include:

o Cloud-based hosting and a mobile app, allowing

real-time updates, technician access from anywhere,
and the elimination of on-site data servers. Service

history is available immediately, and good-better-best
options put the customer in control.

Streamlined business operations with repeatable
processes, eliminating manual data entry, improving
communication, automating tasks and uncovering
data insights.

Helpful integrations with popular applications such as
QuickBooks. Sales automation segments lead genera-
tion with automated filters to identify customers more
apt to buy your services.

o Tracking and automated reporting of key metrics
including sales, revenue, customer acquisition,
marketing automation, and technician performance.

 Exceptional customer support including live chat,
email, and phone support.

simPRO - simprogroup.com

Gain transparency of all the moving parts in your busi-
ness and create efficiency by housing all jobs under one
management system, with simPRO. simPRO helps the
business achieve a superior workflow from job start to job
conclusion, without spreadsheets, whiteboards or paper.

simPRO stores all project data securely in the cloud. The
sales team will not miss out on work due to slow quote
development, because simPRO helps them create com-
petitive quotes, quickly. simPRO can store all of your quote
information in a customizable template, allowing you to
generate quotes faster, giving you the advantage over your
competition. simPRO helps you maximize the efficiency of
your workforce and manage all of your field staff from one
screen. Connect field staff with the office and streamline

individual job processes with simPRO mobile.

Communicate with your entire fleet, and send daily
schedules to your field staff’'s mobile devices, reducing
travel time and increasing billable hours. Once a job is
complete, invoice the customer immediately, and accept
payment in the field, improving your cash flow. Simplify
job management with simPRO, your complete, end-to-end
operations management software. Track jobs. View work
schedules. Improve customer service.

StanleyX One Construct -
oneconstructpro.com

OneConstruct is built to be a first of its kind collaborative
platform that connects the jobsite, office and fab shop by
integrating trade schedules, fabrication operational
statuses, material schedules, and construction documents
into one digital work plan. We enable current processes that
project managers, superintendents and foremen have in
place to coordinate and complete any project.

Get started by creating or uploading your existing
schedule (csv, xIsx file types) on OneConstruct. Add tasks
and assign them to different crew members, and allocate
resources based on needs, such as manpower requirements
by floor location
and trade specialty.
Essential informa-
tion such as vendor
deliveries, prefabri-
cation statuses and
documents such
as shop drawings,
spool maps, submittals, BOM etc. can be
added directly to tasks, as necessary.

Built-in look-ahead schedule view provides all the details
you need for planning and progress tracking, including
tasks and sub-tasks details, prefabrications statuses,
scheduled deliveries, assigned and required manpower, and
issues. Our in-app one-click collaboration allows you to add
comments, photos, tag your team and more. All of this
information in combination with real-time notifications
allow your teams to stay updated wherever they are. CB

FIND ADDITIONAL DESCRIPTIONS FOR ALL
PLATFORMS AT http://bit.ly/fieldmgmitcb
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Are Your Louvers Hurricane
Compliant?

It's important to know the difference between two high-velocity
wind-driven rain testing standards: TAS-100A and AMCA 550.

by Joe Rockhold

he 2020 Atlantic hurricane
I season was the most active
on record, generating 30
named storms - 12 of which made
landfall. As climate change con-
tinues escalating both the number
and intensity of dangerous storms,
protecting people and property in
these vulnerable areas is now mis-
sion critical.

HVAC louvers, which are used
to provide fresh airflow in a facility,
can sometimes allow wind-driven
rain into buildings during severe
storm events, causing significant
damage to the structure and equipment. There are two lou-
ver test standards developed to test for these high-velocity
wind-driven rain events - TAS-100A and AMCA 550.

TAS-100A is the original Miami-Dade (Florida Building
Code) test standard developed in the 1990s after Hurricane
Andrew caused widespread destruction in that area. TAS-
100A was the original test method that set the stan-
dard louvers needed to meet to be considered g
resistant to high wind and wind-driven rain-
fall. AMCA 550 is the latest testing standard
for hurricane louvers. This article provides an
overview of these standards and compares the L
testing efficacy of both. &5

Property-protecting louvers Hurricane g ,
louvers are required to meet very stringent \
performance requirements, more so than reg-
ular louvers. Facilities along the eastern sea-
board and Gulf Coast regions are required by
International Building Code to install severe
weather-resistant louvers in locations that
require fresh-air intake or exhaust of carbon-
dioxide-contaminated air. Hurricane louvers
are specifically designed to resist the intake of
excessive amounts of rainfall and debris car-
ried by hurricane-force winds. Each hurricane
louver is tested to specific standards and must
be approved for use in a hurricane zone.

Ruskin
HZ700
is a double

frame extreme
performance louver. Its two-
piece blade design provides
protection from wind-driven
rain penetration, reducing
damage and additional

operating expenses.
Photo credit: Ruskin.
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Testing standards for TAS-100A The Miami-Dade
Building Code of Compliance Office (BCCO) requires lou-
vers installed “in a location where the room behind the
louver is not designed to drain water penetrating into the
room, or the room will house non-water-resistant equip-
ment, components, or supplies” be tested in accordance
with TAS-100A.

The TAS-100A standard uses a 48-inch-by-48-inch

sample. Performance is tested against a

¥~ rainfall rate of 8.8-inches per hour with

wind gusts that are tested at a set number

of minutes. The 35 mph, 70 mph and 90

mph tests are run for 15 minutes and the
110-mph test runs for five minutes.

After each test point, water that has
passed through the louver is collected and
weighed. To meet the more stringent TAS-

100A standards, only 0.05% of the total water
sprayed at it can pass through the louver,
while at the first two set points of 35 mph and
70 mph, no water is allowed.

Testing standards for

AMCA 550

The AMCA Standard 550 Test Method for
High Velocity Wind Driven Rain Resistant
Louvers has a similar test method as



TAS-100A, but varies in water collection
requirements, which make it more g
commonly specified.

AMCA 550 uses a 1-meter-by-1-meter
sized sample to measure water damage
impact. However, during the calibration
of the test and measuring equipment,
AMCA 550 requires collection of water at
a different reference location. Similar to
TAS-100A, the sample louver is mounted
into a makeshift wall with a collection
chamber inside the opening and an open
top to allow a consistent air stream. The "~
chamber’s walls are lined with plastic Ruskin's
or similar smooth surface to funnel any
penetrating water into a collection device
for measurement.

During the test, water is injected into an Pheto credit: Ruskin.
air stream and directed at the sample louver. The test mea-
surements are conducted at the same wind speeds as TAS-
100A - which are 35 mph, 70 mph, 90 mph and 110 mph - as
well as at the constant flow of 8.8 inches of rainfall per hour.

While both standards are widely accepted by authori-
ties having jurisdiction (AH]J) in hurricane-prone regions,
Miami-Dade has recognized AMCA 550 as an equivalent to
their own TAS-100A test standard.

Although both are often perceived as interchangeable,
three key differences are highlighted below:

AMCA 550

Water collection measured cumulatively at 35, 70, 90 and
110 mph. The louver passes if no more than 1% of water
penetrates the louver. Test size: 1 meter by 1 meter More
commonly specified
TAS-100A

Water collection measured at 35, 70, 90 and 110 mph. The
louver passes if there is no water collected on the first two
points and only 0.05% of water penetration at the end of the
test. Test size: 48 in. x 48-in. More stringent test, so not com-
monly used, but is commonly specified in Miami-Dade/
Florida region

Features of hurricane-compliant

louvers

Most high-velocity wind-driven rain louvers have tight blade
spacing with vertical orientations. The vertical blades use
gravity to quickly drain the rain and reduce the risk of water
puddles forming and blowing through the louver.

The industry does offer horizontal-bladed operable lou-
vers, but they must be closed during a storm event to meet
AMCA 550 requirements and must remain in the closed po-
sition until the storm subsides. Other products offer a com-
bination of two louvers - typically a horizontal-bladed front
louver and vertical-rear bladed louver.

EME5625MD has
been engineered to provide
added protection to buildings
during hurricane conditions.

COMMERCIAL HVAC

Finally, there is a louver and damper
combination. With this combination,
the damper must be closed during a
severe weather event to satisfy AMCA
550. However, both the operable louver
and louver/damper combination are not
permissible in essential facilities — such
as hospitals, fire and police stations —
which must remain open during a weather
emergency.

Both the Miami-Dade Notice of Ac-
ceptance (NOA) and Florida Building
Code (FBC) websites offer complete list-
ings of louvers that have been tested and
approved to TAS-100A or AMCA 550 stan-
dards. Contractors can also review the louver
product submittal sheet to confirm proper
specification. Selecting the right louver, the
first time will ensure approval from the authority having
jurisdiction (AHJ) while helping protect buildings and
occupants during an ever-expanding hurricane season. CB

Joe Rockhold is Louver Product Manager for Ruskin.

AirData Multimeter®

Differential & Absolute Pressure, Temperature
Density Corrected Air Flow and Velocity
English or Metric Units

Up to 2000 Reading Memory with Average, Total,
Minimum, Maximum, & Standard Deviation
Serial Output to Computer or Printer

Shortridge Instruments, Inc.

7855 E. Redfield Road Scottsdale, AZ 85260

480-991-6744 Fax: 480-443-1267
www.shortridge.com
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Are You Managing or Just
Keeping Track of Employees?

Many company managers ‘grew’ into the position, without true
management experience. These managers must begin to develop
skills in communicating, relationship-building, and helping a team

set priorities. — by Mark W. Williams

hile many managers clearly set goals to be-
come managers, many more individuals
became managers simply because they had

been at their jobs a long time, and, as the company grew,
those who were succeeding in their current jobs were as-
signed management jobs. Unfortunately, many of those
who simply “grow” into their jobs have little to no experi-
ence in management. This is not to say this group of man-
agers can’t be effective at their jobs - with some training
- but it’s not an issue that should be ignored.

The Importance of Communication

with Managers

Trained or not, it appears that one of the primary
skills many mangers are lacking is communication.
OFFICEVIBE.COM reported that 69 percent of managers
are uncomfortable communicating with their employees.
Since communicating is crucial, this statistic is dismay-
ing, to say the least. Managers need to be communicating
consistently and constantly with their employees. Further,
employees both want and need feedback to get better at
what they do.

When you consider that 50 percent
of employees say they are quitting
their boss, rather than their job, the
importance of management
becomes even clearer.

When you consider that 50 percent of employees say they
are quitting their boss, rather than their job?, the importance
of management becomes even clearer. While good manag-
ers may have some innate skills that help them be good
managers, virtually every manager could benefit from train-
ing and skill-building.

You might wonder just how often is often enough for em-
ployees when it comes to meeting with a manger. According
to PREDICTIVEINDEX.COM, practices vary widely:*

o Nearly 14 percent of employees meet on a daily basis

with their manager
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o Almost 38 percent meet weekly with their manager
o 20 percent meet monthly with their manager
o Almost 5 percent meet once a year with their manager
o The remainder either never meet with their manager or
meet so infrequently then find it difficult to remember
the last time they spoke one-on-one with their manager.
Employees who reported they communicated often with
their managers were also the happiest in their job - most
employees crave communication with their manager. So,
whether you're a manager who trained for the position, or a
manager who possibly fell into the position, you can be the
manager who truly manages, rather than simply keeping
track of your employees.

What Skill Set Does Managing Require?
Management skills are abilities and attributes an executive
should possess in order to fulfill specific tasks in an organiza-
tion. Management skills can be developed through practical
experience as well as through education. Managers must be
able to deal well with subordinates, creating an easier flow
of an organization’s activities. Managers who have good
management skills can propel the vision and business goals
of an organization in a forward direction with fewer hurdles
to navigate.

As a manager, the skills you think you need might be
very different from the skills your employees wish you had,
or even the management skills recognized as important by



those who train managers.

The highest-ranking sills necessary for good managers
include the following:

RELATIONSHIP-BUILDING - Good managers develop
the ability to build good working relationships with every-
one - no matter their level - in the organization. Building
these good working relationships takes time, skill and re-
spectful management.

SETTING PRIORITIES - In a busy, growing organiza-
tion, it can sometimes seem like an overwhelming task to
get everything that needs to be done completed in a timely
manner. Being able to prioritize is a critical management
skill - think about how emergency rooms “triage” those
who come in , assigning degrees of urgency to wounds or
illnesses to determine the order or treatment. You will not
only be prioritizing for the more urgent tasks, but as well as
for the longer-term tasks.

EFFECTIVE ANALYSIS - The ability to consider many fac-
tors when making a decision is important. When financial
concerns are the only criteria used, or when a manager is
feeling rushed, bad decisions can occur. Because of this,
it is extremely important that effective managers have a
structured process to think through a problem. This process
may include an analysis of the risk, or even ethical consider-
ations, depending on the type of organization.

COMMUNICATING EFFECTIVELY - Communication
skills are essential for managers - you may know exactly
what you want to occur in your organization, but if you are
unable to communicate those thoughts to your team and
to higher-ups, then those goals will never be met. There
are “Seven Cs” of communication that every manager
should make a part of their everyday management sills:
Communication should be clear, concise, concrete, correct,
coherent, complete, and courteous.

COLLABORATION - This includes the ability to include
employees in the problem-solving process. Yes, you are the
manager, which may make you think you are responsible for
solving every problem in your organization. If, however, you
have hired a team of experienced people with the necessary
skills, then this team can help you solve specific problems.

CUSTOMER FOCUS - The ability to cultivate customer
relationships and solve customer’s problems (if your organi-
zation involves customers).

BUILDING TEAM TRUST - When members of your team
do not trust one another - or you—time is wasted, and the
results can be disappointing. On the other side, when your
team members do trust their teammates - and you - the
results can be truly amazing. Building trust requires actually
getting to know your team or your employees and the ability
to effectively communicate your wishes. When you lead by
example, discouraging behaviors that breach trust, you may
be surprised by the results.

USING EMOTIONAL INTELLIGENCE - “Emotional

Intelligence” includes such things as self-awareness, empa-
thy, social sills, motivation, and self control. Emotional intel-
ligence allows managers to behave in a smart, empathetic
manner with employees and team members.

Are You Actively Engaged in Mentoring,
Educating and Overseeing the
Management Process?

One of the biggest mistakes made by managers is hiring
great people, then providing little to no follow-up. To ensure
great employees stay great employees, a good manager must
always be engaged in mentoring, educating, and oversee-
ing the management process as a whole. Think about this:
disengaged employees contribute little to the goals of your
organization while draining valuable resources.

Improve Training

It is the manager’s responsibility to improve and maintain
employee engagement at all levels. Doing so requires em-
ployee training - one of the most effective tools for main-
taining employee engagement. So, how can you improve
employee training? Consider the following:

1. MAKE TRAINING A PRIORITY - Your role in train-
ing and development is an essential one and can involve
daily interactions with your employees to let them know
you believe training is a priority. You set the tone in your
organization, and by fostering a learning culture within your
organization you will improve employee satisfaction, de-
crease turnover, increase productivity, and foster a culture of
knowledge sharing.

2. PARTICIPATING IN EMPLOYEE TRAINING - When
you train side-by-side with your employees, you will gather
insights into each employee you might not otherwise have
seen. While most employees require - and welcome - fre-
quent upskilling, far too few are provided with opportunities
to develop both their technical skills and their “soft” skills.

3. VALUING DEVELOPMENT - Let your employees know
you value education and development. Employees who
believe they are going nowhere in their job - that they are
stuck in a rut, with no clear path for moving forward—are
the very employees who will soon start looking elsewhere
for a new job. It is vitally important that you communicate
through words and actions that you value the growth of
employees. You can do this by seeking out training oppor-
tunities, then ensuring your employees are given sufficient
time for training.

4. PROVIDING OPPORTUNITY - Give your employees
opportunities to practice their new skills and knowledge on
the job. Why invest time and money in employee training
if your employees will not be given plenty of opportunities
to practice what they learn at work? As a manager, you can
collaborate with trainers to provide practice opportunities
in the form of eLearning scenarios, “safe to fail” spaces, role-
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playing with colleagues, and much more. When more com-
plex skills need to be practices in the workplace, managers
can provide support and encouragement.

5. SETTING GOALS - Provide goals for your employees,
but make sure you also provide a specific plan for achieving
those goals. Remember - those things that can be measured
can be achieved; work with employees to establish new areas
for development, then find ways to quantify those goals.

Are You Keeping Up with

Management Trends?

Like anything else in our fast-paced world, management
trends change from year to year. As a manager, you have an
obligation to your employees to keep up with these trends, as
well as the discernment to determine which trends are ap-
plicable to your organization, and the knowledge of how to
implement those trends.

As an example, the year 2020 has highlighted (like no
other year ever has), the importance of remote work.
Many organizations across the nation were blindsided by
the pandemic and the necessity of allowing employees to
work from home.

Managers who were following this trend prior to the pan-
demic had much easier transitions in the remote-working
arena. Even in a “normal” environment, telecommuting
can be beneficial for businesses as well as employees and
their families. Productivity is boosted, employees are closer
to their families, and commuting costs are reduced when
technologies such as Zoom, Cloud, Skype, and other data
mobility solutions are implemented.

Other current management trends include the following:

Recruiting influencers from within the organization to
share and promote company products/services. Ensuring
employees’ wages are increasing to meet inflation by re-
vising company compensation plans Understanding the
significance of artificial intelligence to enhance customer
experience and satisfaction Bringing in outside consultants
to infuse an organization with new ideas, information and
knowledge Providing continuing education for employ-
ees Helping employees to have a good work-life balance
Ensuring your millennial employees are fully trained to take
on new responsibilities and participate in tasks.

As the manager your organization or department, it is
essential to continue your own education in management
trends to ensure that your employees and your organization
don’t grow “stale.”

Are Your Employees Moving Up

and Moving On?

Are your employees simply moving laterally, out of your
department, or moving up and moving on as a result of
your advocating on their behalf? As the manager, you need
to be fully invested in the success of every one of your em-
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ployees. Bored employees who are stuck in a rut, may move
out of your department but not move UP. When you invest
in the future of your employees, you are simultaneously
improving company culture and developing a positive,
productive workplace.

Make sure your employees know when you consider
them a valuable asset to the company - and that they can
always turn to you for direction and support. Employees
who feel supported have much higher levels of job satis-
faction and are much more likely to consistently perform
at the top of their game. In other words, it's a win-win for
you and your employees. Even if you believe an employee’s
goal is to move forward outside of your organization, you
have a responsibility to be supportive of the career goals of
each and every employee.

Are Your Employee Metrics
Consistently Improving?
Tracking team member performance is important. Not only
do talented employees want and need feedback to help
them grow and improve, it simply makes good manage-
rial sense to keep track of what goes on in your business.
That being said, quantifying and measuring employee
performance metrics is easier said than done. While
there are a number of metrics that can be successfully
used to track the progress of team members, the ones
you choose will depend on your business and the roles of
different team members. Some businesses use productivity
tests, others use 360-degree feedack, while still others use
management by objectives.

Some metrics to consider for your organization include:
attendance metrics; “helpfulness” metrics; efficiency met-
rics; initiative metrics; and quality of work metrics. CB

1 "4 Shocking Statistics that Every Manager Needs to Know,”
24 Nov. 2016 - http://bit.ly/4shockingstats
2 14 Shocking Statistics that Every Manager Needs to Know,”
24 Nov. 2016 -- http://bit.ly/4shockingstats
3 Shannon Howard, “25 People Manager Stats You Need to
know,” PREDICTIVEINDEX.COM, September 27, 2019.
This article is excerpted with permission from “Lead Don'’t
Manage; 12 Lessons in Creating a Leadership Culture Based
on Core Values,” by Mark W. Williams.
Find a description of the performance metrics and the
entire article online, at http://bit.ly/LeadDontManageCB.

Mark W. Williams is CEO of Brokers
International, and is dedicated to serving

the organization’s employees and clients with
his intentional and approachable leadership
style. Find him online at www.markwwil-
liams.com; on Twitter at @MarkWilliamsBI;
Mark W. Williams on Linkedin at @mark-williams-BlI.
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Now Live!

HUACR & Plumbing Video Showcase

Video demonstrations of the latest products and solutions

for HVACR and plumbing pros!
https://hvacrplumbingvideoshowcase.endeavorb2b.com/
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Practical Ways for HVAC Contractors
to Improve Their Marketing

There are some simple and practical steps you can start with to get
more attention, attract new clients, and book new appointments.

by Tammy Vasquez

VAC contractors can’t survive without marketing. It’s
as simple as that. But marketing doesn’t have to be

complicated. There are some simple and practical
steps you can start with to get more attention, attract new
clients, and have appointment slots completely booked for
the next month.

The first step in effective marketing is to know what you
realistically have the time and expertise to accomplish. I
recommend outsourcing the very technical and specialized
marketing elements like website management, SEO or SEM
services, and even email marketing. Trying to manage all
the website updates, marketing emails, e-newsletters, cli-
ent communications, email lists, email marketing analytics,
email testing and content creation can be overwhelming
for a small business.

I know business owners who feel they can run their
website and do all their social media and PR themselves.
But when you think about how best you can spend your
valuable time, should you be the one optimizing your web-
site pages and scheduling marketing emails or is your time
better spent running your business? If your contracting
business grows, and you feel you need to bring your mar-
keting in-house, then you can certainly review the costs vs.
benefits of doing so.

After you've identified what marketing you might need
to pass off to a professional, take a look at what you can
do with the team you have. Often, these simple tactics are
overlooked:

1. Outbound Marketing Calls. Calling existing customers
to give them updates, product news, upcoming service rec-
ommendations, or just asking them if they are happy with
the service or product that they purchased makes them feel
they are valued. What's difficult about outbound calling is
that your customer service team might be worried about get-
ting rejections or complaints. The key is writing a script that
can be used and adapted easily to make calls less intimidat-
ing. Another tip: rather than waiting until it's slow to make
outbound calls, do it every day. The more often the team
makes outbound calls, the more comfortable they become.

If you're looking for a place to start with marketing, begin
an outbound calling program. This marketing tactic is more
of an investment in the future of your business. Most clients
appreciate the calls, and your team can develop long-lasting
relationships that they can build on.
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2. Facebook and Instagram. Contractors can get into a
habit of pushing products and sales posts on their social
platforms — a common mistake. Customers love to see their
technicians, or themselves, on social media (with their ap-
proval of course). Let technicians post about a happy cus-
tomer, showing a fun selfie with the client, and you might get
a lot more attention for your posts when clients share it with
their networks. It’s an easy and fun way to connect and build
your brand without selling.

3. Videos. 78% of people watch videos online each week,
and 55% of those watch every day. !Contractors can take ad-
vantage of these statistics with short, personal videos featur-
ing technicians educating consumers about everything from
water heater safety to changing A/C filters or even explaining
the COVID safety protocols your business uses. Also, a video
of a finished project with a shot of all the team members
at the end can make your business more familiar and ap-
proachable. Link to the videos on your social and let custom-
ers know you are offering these to help the community.

4. Community involvement. Some brand awareness is
more low-key. Being active in your community is a form of
marketing without pushing an agenda. Many contractors
embrace and support a variety of charities. But a word of
caution, don’t promote your charitable acts unless you are a
serious supporter of an organization. Better yet, involve your
team and choose to support a cause you all believe in. So,
while posting photos of the team doing charitable acts can
be a great marketing tool, be genuine and sincere.

Marketing comes in many forms, and while some tactics
can cost a lot, some can be accomplished with very little
investment. Try some different marketing tactics this year to
boost your contracting business; use more social, post more
videos, make more calls to clients, and support local chari-
ties. You'll be glad you did. CB

! https://socialmediaweek.org/blog/2019/10/2020-video-
marketing-and-statistics-what-brands-need-to-know/

Tammy Vasquez is Senior Head Coach
for Business Development Resources.
www.bdrco.com/
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ServiceToday information for commercial refrigeration contractors.

Preparing for the HFC Phase Down

Any business operating refrigeration equipment will benefit from HFO
refrigerants that will serve as in-field replacements for high GWP HFCs

in existing refrigeration systems.
by Brandon Marshall and Andrew Pansulla

e rules governing the
use of high global warm-
ing potential (GWP)

hydrofluorocarbon (HFC)
based refrigerants are chang-
ing with the recent passing of
the American Innovation and
Manufacturing Act of 2020
(AIM Act), a rule that pro-
motes the orderly phase down
of HFCs over the next 15 years,
reducing the consumption and
production of HFCs to 15% of
the base line period by 2036.

It is important for any-
one involved in the cold chain to begin evaluating next
generation refrigerant options for both new and retro-
fit applications. End users in the past have speci-

As the phase down progresses, the price of high
GWP HFC products may increase, and as we
approach the latter years of the phase down,
availability of products may also be a cause for
concern. The good news is that effective solutions
exist today to address the phase down and ensure
that your systems remain operational.

fied products such as R22, R-404A, R-507, R-134a,
R-407A, and R-407C; however, these products, as well
as others, will be under scrutiny while the U.S works
through the transition to lower GWP next generation
refrigerant solutions.

As the phase down progresses, the price of high GWP HFC
products may increase, and as we approach the latter years
of the phase down, availability of products may also be a
cause for concern. The good news is that effective solutions
exist today to address the phase down and ensure that your
systems remain operational. Hydrofluoroolefins (HFOs)—a
family of, high-performance refrigerants—were developed
specifically to address the regulatory challenges facing
the industry today and tomorrow.Any business operating
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refrigeration equipment will benefit from HFO refrigerants
that will serve as in-field replacements for high GWP HFCs
in existing refrigeration systems. This ease of conversion
means that you can minimize
downtime and extend the usable
life of your current equipment,
reducing capital expenditures.

For businesses that depend on
refrigerated assets, the long-term
availability of HCFC and HFC re-
frigerants should be a call to ac-
tion. Future availability of legacy
refrigerants is not guaranteed, and
businesses should plan now by ex-
ploring the cost and benefit profiles
of suitable retrofit and new installation solutions.

By converting to these next-generation solutions now,
you can ensure that your existing equipment will continue
to function safely and efficiently well into the future, while
reducing the impact to both greenhouse gas emissions and
your bottom line. CB

See the sidebar on page 27 for product solution
information.

Brandon Marshall is North American Marketing Manager,
Thermal & Specialized Solutions at Chemours. Andrew Pansulla
is Technical Service Engineer, Thermal & Specialized Solutions at
Chemours.
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Refrigerant Product News

Low GWP Refrigerant Solutions

HFO and HFO blends such as Opteon™ XP10
(R-513A) and Opteon™ XP40 (R-449A) were
developed to provide cost effective and efficient
solutions to comply with local and international
standards. The benefits of these refrigerants do not end
at compliance as they can also improve energy efficiency
and system performance.

Opteon™ XP40 (R-449A) is a nonflammable, low GWP
hydrofluorolefin (HFO) blend with a GWP of 1282 (67
percent reduction over R-404A) and is a close
performance match to R-404A/507. XP40 offers an ideal
solution for retrofit and new systems and is the best
choice to replace R-404A/507 for low and medium
temperature stationary refrigeration systems. Today,
Opteon™ XP40 is being used in a wide variety of
different applications including supermarkets,
convenience stores, ice rinks, ice makers, and cold
storage warehouses.

Opteon™ XP10 (R-513A) is a nonflammable, low GWP
HFO blend with a GWP of 573 (56 percent reduction over
R-134a). XP10 has an excellent capacity and efficiency
match to R-134a and can be used as a suitable replace-
ment for R-134a in many new or retrofit applications
including commercial and industrial refrigeration, water
chillers, air conditioning, and heat pumps.

Opton™
XP10
(R-515A)
Relative capacity (1) 0.99 1.04
Relative efficieny (1) 1.05 0.98
GWP (AR5) 1282 573
ASHRAE safety class A1 A1

(1) R-449A capacity/efficiency is relative to R-404A and
R-513A capacity/efficiency is relative to R-134a

(2) Normal boiling point is the coldest refrigerant
temperature that can be achieved with a positive suction
pressure at sea level.

Both products have been approved by major compo-
nent and equipment manufacturers and are available for
sale in the U.S. today.

The team at Chemours is here to help, with engineer-
ing insight and regulatory guidance to assist your busi-
ness in planning for the future.

Opteon™ refrigerants from Chemours were specifically
developed to meet the changing global regulatory
landscape while maintaining or improving performance
compared to the products they replace. Low-GWP
Opteon™ XP refrigerants are suitable for use in new
equipment and system retrofits. Learn more about
Opteon™ HFO refrigerants at opteon.com. CB
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>A SUPERIOR LEVEL OF SERVICE

BY CHARLIE GREER

Systematizing HVAC Operations

The only reason to start a business in the
first place is to eventually sell it at a profit.
In order to open the sale of your business
to the widest potential market, it will have to
be attractive to a company or individual from
outside of the industry. In fact, my observation
has been that organizations from outside of the
industry tend to pay the highest dollar in the ac-
quisition of HVAC companies.

In order to make your company attractive to
buyers, and for you to be able to completely exit the com-
pany, it has to be able to run on its own without you. That
means it has to be systematized.

Running even a small HVAC service and replacement
company is complicated. Anyone from outside of the in-
dustry that thinks it would be easy to run a shop just hasn’t
thought things through.

Having an Operations Manual will make your company
more marketable. Systematizing your company and creating
an Operations Manual is not as difficult as it sounds. Owners
and managers don’t have to do it themselves. Your employ-
ees will do it for you.

To make your company attractive to
buyers, it has to be able to run on
its own without you.

Start with clear job descriptions

Conflicts in the workplace are often a result of people not
knowing exactly what is expected of them.

Someone has to be in charge of every single thing your
company does, from answering the phone, to ordering sup-
plies, to making bank deposits.

There are a variety of contractors organizations and man-
uals that have job descriptions, but they rarely are an exact
fit for what your employees do. The first step in creating job
descriptions that perfectly fit your company is to have your
employees write down what they do throughout the day.

Creative writing skills are not
a requirement

Initially, the job descriptions will start with a basic list, and
as time goes on, employees can start fleshing out the details
of each item on the list. Some employees will be better at
writing than others. More than likely, someone in your em-
ploy will have writing skills and be enthusiastic about writing
this manual. I know, because I was one of these employees
backin the day.
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An increasingly popular way to write manuals
and books is to recite your thoughts verbally into
a voice recorder, edit the recording, send it off to
a service, and pay a very reasonable fee to have
it transcribed. A lot of the books you read are
written in this manner. That's why the audio
version of new books often hits the market before
the Kindle or printed version does.

Initially, I'd give employees flexibility on how
they start the process. One of the easiest ways to
do this is to provide them with a daily planner, either a digi-
tal or paper version, and they can mark down what they're
doing at various times during the day.

It starts with recruiting the right people
Let potential hires know about your plans to create an
Operations Manual during the interview process. Ask them if
they’ve got any writing experience. A lot of people do. Before
hiring anyone:
o Show them their workspace, and make sure they feel
they’d like working there
o Show them every single piece of paper they'll be
required to touch
o Introduce them to the people they’ll be working
alongside
o Introduce male interviewees to some of the women in
the office. If he gives them the creeps, don’t hire him.
« Don't hire anyone you wouldn’t want as a member
of your family.

The end result

Writing down what they’re doing throughout their day will
make them more accountable. Some people won't like that
and will resist. That will be good information to have. People
not wanting anyone to know what they’re doing throughout
the workday is a bad sign.

On the bright side, they’ll start using their time more
effectively and start getting a lot more done. They’ll
spot inefficiencies and either make suggestions, or do
something about it.

The end result is that you'll have a company the runs like a
fine oiled machine with significantly increased value that will
be easier to sell at a higher price. CB

Charlie Greer has twice been named the HVAC Consultant-of-
the-Year, and is a member of the Contracting Business HVAC Hall
of Fame. For info on Charlie’s products and services, visit www.
hvacprofitboosters.com, or call 1-800-963-HVAC (4822). Email
your questions about anything or your comments on this column
to charlie@charliegreer.com.
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>THE LAST WORD

BY DOMINICK GUARINO

Four Common Business Killers

nly 30% of HVAC contracting startups reportedly
make it past the first year, and less than half of
those make it past the first five years.

There are many reasons for such high failure rates, includ-
ing lack of good marketing, growing too fast, growing too
slow, overpromising and under-delivering, hiring practices,
and on and on.

Below are four of the biggest business-killing mistakes I've
witnessed over the years. Some of them I learned from nearly
30 years of running a small business myself.

These mistakes are common, yet they are among the easi-
est and fastest to remedy. You could literally fix them within
30 days:

1. Not Having A Business Plan

To paraphrase the Cheshire cat In Alice In Wonderland,
“If you don’t know where you're going, any road will take you
there.” Whether it’s your first or 10th year in business, a busi-
ness plan is a must for so many reasons, not the least of which
is to be able to borrow money to help finance your growth.

A business plan is more than projections on a spreadsheet.
While numbers are significant, too, your business plan should
be a map to where you want your business to go, as opposed
to just “seeing what happens.”

One of the most critical elements of a good plan is strategy.
In other words, what is your unique proposition in a sea of
sameness among your competition? Figure that out, and let
your other goals and priorities follow.

‘Labor is your most precious
asset. It's not very easy to get
more of quickly.’

2. Poor Financial and Banking Practices

One of the biggest mistakes I've seen contractors make is
not setting up separate bank accounts for different business
functions. These should include payroll, taxes, warranty, and
service reserves.

It’s critical to set up a separate payroll account. Even if
your payroll provider automatically withdraws your weekly
payroll, it’s crucial to set up automatic transfers from your
operating account to a separate account from which payroll
withdrawals are made. Most importantly, you must include
ALL payroll taxes.

Payroll taxes are where many companies go sideways.
They don'’t set aside payroll taxes, and when they're due, they
don’t have the money to pay them. Don’t fall into this trap -
it’s a business killer!

Be sure to also create an account for federal franchise tax,
state and local taxes, worker’s comp, etc. (depending on
your state).
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Estimate the taxes you'll owe in each pay period and move
that money into a reserve account. That money is no longer
yours anyway. Why commingle it with your operating funds?

Finally, set up a warranty and service agreement reserve
account and transfer a percentage of installation and service
agreement revenues to it each month. If you have excess
at the end of the year, you can use it towards bonuses and/
or reinvest it in your company instead of borrowing money
for growth.

3. Underpricing Your Work

One of the most significant issues that have plagued our
industry for decades is not understanding the difference
between markup and margin. Many great articles and books
cover this subject. The bottom line is markup can be very
misleading and is not a good way to achieve the profits you
expect. By calculating prices using margin, you will get the
right results every time.

Another common mistake is using the same markup and/or
margin when estimating labor versus materials cost. Calculate
your labor rate at higher gross margins than materials. It's not
unreasonable to use a 65-70% gross profit margin on labor.

You can always buy more equipment and materials to meet
demand, but labor is your most precious asset and is not easy
to get more quickly. It requires an investment in hiring and
training people. If you are a High-Performance Contractor
who sells labor-intensive work like Air Upgrades and renova-
tions, price those jobs at 70% gross profit margins.

4. Weak Maintenance Agreement Base

Maintenance agreements are the lifeblood of a sustainable,
long-term HVAC business. They create recurring revenues,
and the work can be done during low-demand seasons. They
provide additional revenues from breakdowns during the
busy months as well.

Agreements also provide a steady stream of leads year after
year. When your customers’ equipment is ready for replace-
ment, you will have a strong shot at getting that work.

Finally, service agreements build your company’s value for
when it’s time to sell the business. Companies with thousands
of agreements fetch much higher selling prices, often in the
millions of dollars.

There is so much more that can be covered on this topic.
I hope you benefit from one or more of the tips above by
implementing them within the next 30 days - it could mean a
huge difference for your company in 2021 and beyond! CB

Dominick Guarino is CEO of National Comfort Institute (NCI),
(www.nationalcomfortinstitute.com), one of the nation’s premier
Performance-Based™ training, certification, and membership
organization focused on helping contractors grow and become
more profitable. His e-mail is domg@ncihvac.com. For more info
on Performance-Based Contracting™ go to WhyPBC.com or call
NCI at 800/633-7058.


http://www.nationalcomfortinstitute.com
mailto:domg@ncihvac.com
http://whypbc.com
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Get the answers at Service Roundtable
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The Brains of Google.
The Brawn of Goodman.

Introducing: The Nest thermostat E + Goodman

v/ Program designed for Goodman® brand dealers
v/ Outstanding 5-year limited warranty*
v/ Easy installation with every new Goodman system

v/ Long-term customer connection through Nest HVAC monitoring

The Nest thermostat E + Goodman packs brains and brawn into one powerful product.
Homeowners get what they want: a simple user interface, remote control! and monthly
system performance reports?. Goodman dealers will love the seamless installation of the
Nest with any new Goodman system. The Nest is backed by a 5-year limited warranty* from

Goodman and VIP dealer technical support from Google.

To sum it up - The Nest thermostat E + Goodman = exceptional indoor comfort.

*The full text of Goodman limited warranty on this product may be viewed at www.goodmanmfg.com/products/
controls, or may be requesled in paper by contacting us at 19001 Kermier Road, Waller, TX 77484.

1 Requires working internet and Wi-Fi
7 Email sign-up required to receive monthly report

For more info visit www.goodmanmfg.com/goodmangooglenest

V ad

9 NestPro

Air Conditioning & Heating

Our continuing commitrnent to quality products may mean a change in specifications without notice. © 2021 Goodrman Manufacturing Company, LP


https://www.goodmanmfg.com/products/controls/goodman-nest
http://www.goodmanmfg.com/products/controls
http://www.goodmanmfg.com/products/controls
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