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METROPOLITAN AIR CONDITIONING
CONTRACTORS OF NEW YORK

THE VOICE OF HVACR IN NEW YORK, NEW JERSEY, CONNECTICUT AND LONG ISLAND

PLEASE ROUTE THIS PUBLICATION WITHIN YOUR ORGANIZATION FALL 2017 Volume 2

The Metropolitan Air Conditioning -
Contractors of New York
cordially invites you to attend their

City Cellar

1080 Corporate Drive, Westbury, NY 11590

$75 per person

Drinks, Hors D’oeuvres, Dinner & Desseért

R.S.V.P. Online at www.maccny.org

We invite you to participate in our Annual Toys for Tots
Fundraiser by bringing an unwrapped toy to donate!
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gfom the President...

HE COLD WEATHER IS FINALLY HERE AND THE
HOLIDAY SEASON IS APPROACHING WITH
THANKSGIVING RIGHT AROUND THE CORNER.

We had a great turnout for our always popular round table
discussions. We all shared our experiences with new
technology that we use in the work place in today’s world.

Brian Aull Our holiday party will be Thursday December 7th at City Cellar
Atlantic Contracting & in Westbury, NY. Tickets are $75 per person. Don’t forget to

Speciaities bring a toy for our annual Toys for Tots fundraiser. Hope to see
you there.

-Brian

A\ JOHNSTONE
. SUPPLY

PARTS o SUPPLIES © EQUIPHIENT
WE'VE GOT IT ALL

Tremendous Inventory ¢ Superior Customer Service ¢+ Competitive Pricing ¢ Fast Daily Delivery
National Buying Power ¢ Shop 24 Hours Online ¢+ Knowledgeable Counter Staff
Ten Convenient Locations ¢ Great Value
WE HAVE ALL THE PARTS & PIECES TO HELP YOU GET THE JOB DONE!
Need help with plans and specs?
Let our expert Engineering Department assist you with all your commercial applications.

We’ll hold your hand and walk you through the process!
Call lan at the Farmingdale branch for all of your engineering needs.

Visit our new location at 323 West 39th Street in Manhattan
P: 212-203-3808 F: 212-203-3909

BROOKLYN (718) 252-2700 FARMINGDALE (631) 293-2566 STAMFORD (203) 359-2626
BALDWIN (516) 223-5511 RED HOOK (718) 522-4700 MILFORD (203) 882-5550
BOHEMIA (631) 567-4800 NEW HYDE PARK  (516) 216-1810 HARTFORD (860) 727-9699

www.johnstoneli.com www.johnstonect.com www.johnstonenyc.com
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B&F Electric Motors
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s a leading insurance provider

for HVAC contractors in the
Northeast Region, USI’s local
Uniondale office brings over 35
years of industry experience
to your team. Our dedicated
Construction Risk Management
specialists provide top quality risk
management with bottom line
benefits to deliver individualized
risk management solutions.

Contact Frank Abbatiello
Tel: 516-419-4029

Fax: 610-537-2217

E-Mail: Frank.Abbatiello@usi.biz
www.usi.biz

Trust. Expertise. Commitment | FOR THE HEATING VENTILATION _

. SPECIALIZING IN _

“INSURANCE PROGRAM

-
=

Risk Management Solutions for HVAC Contractors.  £./ANDAIR GONDITIONING INDUSTRY

.

FORGVER 35

i

Let’s put our heads together Phone: 516-938-8400  Phone: 845-357-3322  Phone: 914-046-2020

and see how

innovative we can get. ABCOhvacr.com

™

HVACR
Supply +
Solutions

Long Island City Bronx Brooklyn

49-70 31st Street 600 East 132nd Street  100-01 Avenue D

LIC, NY 11101 Bronx, NY 10454 Brooklyn, NY 11236

Phone: 718-937-9000  Phone: 718-401-1001  Phone: 718-257-5700
Fax: 718-937-9776 Fax: 718-401-2286 Fax: 718-257-5880

Manhattan Staten Island Hauppauge

438 West 37th Street 420 Bay Street 10 Central Ave

New York, NY 10018 Staten Island, NY 10304  Hauppauge, NY 11788
Phone: 212-929-8400 Phone: 718-273-0200 Phone: 631-234-5500
Fax: 212-629-5768 Fax: 718-720-0500 Fax: 631-234-5549
Hicksville Suffern White Plains

225 Charlotte Street 12 North Airmont Rd 155 S. Fulton Street

Hicksville, NY 11801 Suffern, NY 10901 White Plains, NY 10606

Fax: 516-938-8421 Fax: 845-357-5444 Fax: 914-946-6822
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President

Brian Aull, Atlantic Contracting & Specialties — 914-226-8475

Treasurer/Secretary
Jimmy Moyen, First Choice Mechanical — 718-454-4101

Past President
Marc Soffler, Dynaire Corp — 516-248-9320

Executive Director
John F. DelLillo, 516-922-5832

Directors

Steve Bergman, Twinco Supply Corporation - 631-547-1100
Roy Bernheimer, Cascade Water Services - 516-932-3030
Anthony N. Carbone, Systematic Control - 516-482-1374

Stu Ellert, Comfort Tech Mechanical - 718-932-2444

Mike Newman, Standard Refrigerator, Inc. — 718-937-0490
John Ottaviano, Air Ideal - 516-873-3100

Dyami Plotke, Roof Services - 631-666-3232

Gregory Reddock, FOA and Son - 516-228-1234

Scott Matalvich, American Universal Supply Inc. - 516-348-7750
James Padavan - Air Design - 516-825-5066

Advisory Council

Robert Berger (retired)

Mark Bedson, Brinco Mechanical Services — 516-378-2277
Scott Berger, Arista Air Conditioning Corp. — 718-706-4422
Jim Carlson, Michael James Industries 631-231-3434
Thomas Cleary (retired)

Anthony Cutaia, Air Ideal - 516-873-3100

Denis Eckstein, Retired

Ken Ellert, Comfort Tech Mechanical 718-932-2444

Dave Ewing, Retired

John J. Fanneron, BP Air Conditioning Corp. — 718-383-2100
Michael Gelber, Stan Gelber & Sons — 516-538-0040

Gene Klochkoff, Cascade Water Services — 516-932-3030
Lauren Larsen, Power Cooling — 718-784-1300

Ron Nathan, County Fair A/C Corp. 516-997-5656

Michael O’Rourke (retired)

Greg Singer, Arista Air Conditioning Corp. 718-706-4459
Harvey Stoller, Airdex, Inc. 732-738-7444

Brandon Stone, All Weather Temperature Control - 631-842-8777
James Stone, All Weather Temperature Control - 631-842-8777
Brian Svedberg, (retired)

Al Trudil, Almore Corporation — 631-345-6050

Committees

Membership Dues: Chair: Jimmy Moyen, Greg Reddock, Steve Bergman
Nominating: Chair: Brian Aull, Jimmy Moyen, Greg Reddock
Charitable/Scholarship: Chair: John Ottaviano, Dyami Plotke
Programming: Chair: Marc Soffler, John DeLillo, Jr., Dyami Plotke, Jimmy Moyen
Website: Chair: John DeLillo, Jr., Marc Soffler
Advertising: Chair: Anthony Carbone, Association Development Services
Holiday Party: Chair: Anthony Carbone
Newsletter: Chair: Anthony Carbone, Marc Soffler, John DelLillo, Jr.
Past President: Chair: Harvey Stoller, Co-Chair: Roy Bernheimer
Associate Membership: Chair: Stu Ellert, Jimmy Moyen, Marc Soffler
Contractor Membership: Chair: Scott Matalevich, Steve Bergman,

Brian Aull, Roy Bernheimer
Association Oversight: Chair: John Ottaviano, James Padavan, Greg Reddock
Workshop/Education: Chair: Dyami Plotke, Mike Newman, Stu Ellert,

John Ottaviano, Marc Soffler & Jimmy Moyen
Golf Outing: Chair: John DeLillo, Marc Soffler, John DelLillo, Jr., Stu Ellert,
Roy Bernheimer, Nick Terran, Mike Newman

MACC News is printed monthly by the Metropolitan Air Conditioning Contractors of New York. Ques-
tions should be directed to the appropriate director or committee member for assistance. While this
newsletter is designed to provide accurate and authoritative information on the subjects covered, the
Association is not engaged in rendering legal, accounting, or other professional or technical advice.
Accordingly, the Association cannot warrant the accuracy of the information contained in this newsletter
and disclaims any and all liability which may result from publication of or reliance on the information
provided herein. If legal advice or other expert assistance or advice is required, the services of a com-
petent, professional person should be sought.

/

NOW STOCKING
P DAIKIN VRY

Commercial Multi-Split Type Air Conditioners

For more information call
Eric McKenna at (973) 427-3320 ext. 1101
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Editor’s Notes by Anthony N. Carbone

With a thriving economy and the job market
boiling over like a volcano, it seems like these are good
times. Although, I have spoken to many independent
contractors and they claim they are off 5% to 7%
compared to last year. Is it because of the weather,
cool night temperatures during September, and a warm
October, therefore, delaying the start-up of heating
systems. One contractor said the influx of mini-split
ductless units with heat-pumps have taken a bite out of
installations.

One reason is there are small companies putting
these systems in. They have little overhead and work
with two people. There are many outlets to purchase
these mini-splits, including plumbing supply houses
that have cropped up, resulting in quick access to
purchase. A dealer base is not as critical. Cut-in central
air systems are diminishing quickly. To think, once it
was hard to convince consumers of these new ductless

units. Now if you drive around many neighborhoods,

the mini-splits are hanging off many homes, in front,
on the side, on balconies, bracketed to walls, etc.

With the thriving economy and a stock market
that appears to have no limits. . . the eventuality of
consolidation and mergers and acquisitions have begun
to become evident.

With robust bank accounts, many larger companies
backed with stock reserves can go to market and
purchase older companies looking for an exit strategy
or smaller well-capitalized companies have a chance
to acquire other companies to create more formidable
companies that bring together two cultures which bring
them into competition with larger competitors.

These are changing times and this political
administration has not placed its’ stamp or direction
onto to the HVAC industry. . . yet. . . Stay tuned and
give your opinion to those of us who are interested in
your thoughts. — Anthony N. Carbone

JOHN F. DELILLO

Certified Public Accountant

ACCOUNTING
TAX & BOOKKEEPING SERVICES
BUSINESS VALUATIONS

SpeciaLIzING IN THE
HVAC INDUSTRY

CERTIFIED
QuICKBOOKS PROADVISOR

123 South Street, SUITE 112

Oyster Bay, NY 11771
Tel: (516) 922-2102 » Fax: (516) 922-1414

www.johndelillocpa.com
Email: john@johndelillocpa.com

Water Treatment

«Cooling Water
*Boiler Water
*Drinking Water
sWell / Ground Water

Cleaning Services

*Cooling Towers e<Boilers
*Chillers *Piping

*'"Closed" Systems

*Water & Air Cooled Condensers

sAir Handlers & Ducts *Tanks cleanings.

*Cooling Towers
*Water Tanks

113 Bloomingdale Rd.
Hicksville, NY 11801
Tel: (516) 932-3030
Fax: (516) 932-0014

USUDE
VVATER SHMCES

Scale, corrosion, biol
debris are expensive
and or advisory service programs are available that are
custom designed specifically for your system.

systems are expensive, both in energy costs and
downtime. Our trained service personnel and custom
designed equipment and vehicles are available for prompt,
cost efficient response to either emergency or schedule

Cascade Quality Services
Are Better Than Ever!

cal growth, air & water born dirt &
ot controlled properly. Total service

l(_)[gi
n

Rebuilding & Repair N
We restore cooling towers and tanks to original
capacity at a fraction of the replacement cost.

Licensed by: THE CITY OF NEW YORK
DEPARTMENT OF HEALTH #20 000173, 14 000156; /

and the NEW YORK STATE DEFPARTMENT OF

ENVIRONMENTAL CONSERVATION # C1628716; All M Ac
biocides are registered with the UNITED STATES \
ENVRONMENTAL PROTECTION AGENCY. )

METROPOLITAN AIR CONDITIONING
CONTRACTORS OFNEWYORK
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MACC Board Members Play a Key Role In Shaping
Our Association’s Activities.

To Join Them Contact the MACC Office. PU RC HASI NG YORK® HVAC J UST
GOT A WHOLE LOT EASIER.

frm-, ' oy vy A
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“ Early morning meeting of ’ ;‘ £
MACC Board of Directors in'October &

¢
Photo'by Anthony carbo‘l'l:e " - "i

H = = = - BOHEMIA
Commercial, Residential, Parts, Supplies, ToolS, ACCESSOES, 21 crossway East, suite ¢
- - - Bohemia, NY 11716

Training... even sales and marketing support... 631-588-2181
631-218-8104 FAX

o . . Tom Rucci

BROOKLYN

445 Coney Island Avenue
Brooklyn, NY 11218
718-287-5927
718-287-6134 fax

Paul Reynolds

WEST HAMPTON
220 Rogers Way Suite F

West Hampton, NY 11978 o ®
@ YORK
631-288-2510
Tim Schaffer INSTALL CONFIDENCE
ELMSFORD

1 Westchester Plaza
Elmsford, NY 10523
914-593-7160
914-345-0903 fax ONLY FACTORY DIRECT AUTHORIZED DEALER IN NEW JERSEY AND METROPOLITAN NEW YORK

. . . ) . 85 B Marcus Drive
Jeff Marra With an unmatched variety of commercial and residential YORK® products and one-stop access to Melville. NY 11747

MASPETH over 24,000 HVAC products, your search for local YORK® HVAC parts begins and ends with your melville.yorknow.com

r-
‘C E 48-23 55th Avenue

s
Maspeth, NY 11378 Source 1™ HVAC Supply Centers. And you can count on our experienced training and factory-
NO rth ea St 71 8’-472-0200 authorized support to provide the expertise necessary to keep your project moving efficiently —

—_— .472- 64 Northfield Dri
HVAC/R Products T s every step of the way. Ecison, NJ 08837
- - - - - MINEOLA edison.yorknow.com
Everything you need, all in one place...with six locations near you! 23 Roselle St.

Ask your Territory manager ahout our new lead generation system!  Mineoa Ny 11501 6 Berry Drive #2

516-941-0130

516-741-3438 fax SOURCE ' 1 | L Hainesport, NJ 08036

hainesport.yorknow.com
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Capacity Regulation of Semi Hermetic
Reciprocating Compressors

By Jason Staiano, Director of Operations
National Compressor Exchange, Inc.

Most refrigeration systems are oversized because they
must be able to handle the worst case scenario for possible
operating conditions. Since the system is over-performing
during normal operating conditions, standard practice is to
simply turn the system off and on to regulate cooling ca-
pacity. While this process works in general, it is inefficient,
is constrained by technical limitations and causes stress to
system components.

Generally speaking, reciprocating compressors should
only be started and stopped 8-10 times per hour at most.
Compressor run time should be between at least 2-5 min-
utes to ensure proper oil circulation in the system and allow
operating conditions to stabilize.

These limitations can cause large temperature devia-
tions in the room because the refrigeration system has to

CHEMICAL SPECIFICS, INC.

LEGIONELLA TESTING | WATER TREATMENT SERVICES
BOILER TREATMENT | GLYCOL SERVICES

HVAC MOLD ASSESSMENT
& REMEDIATION

PFHX CLEANING HVAC MECHANICAL CLEANING

HVAC PIPE CLEANINGS

CONDENSER COIL CLEANING COOLING TOWER SERVICES

WATER TESTING INDOOR AIR QUALITY TESTING
ANALYTICAL TESTING | VENT & DUCT CLEANING

CHEMICAL SPECIFICS INC.
45-09 54th Rd Maspeth, NY 11378
T 718 361 6666

F 718 361 0450
chemicalspecifics.com

over-cool the room to compensate for the time the compres-
sor is off. This means that the compressor/system has to op-
erate at a lower saturated suction temperature (SST) which
means lower efficiency.

Variable Refrigerant Flow Compressors

Some reciprocating type compressors can temporarily re-
duce their displacement mechanically, thereby reducing
cooling capacity without starting and stopping. Typically,
gas flow to one or more cylinder heads is restricted in a
process known as unloading. This avoids the stress of start-
ing and stopping the motor excessively, but can cause oth-
er issues. Since the unloaded cylinder bank is running in a
vacuum, vibration, heat, and compressor damage can result.
Recent innovations in the industry have emerged to address
these problems.

One such solution is the patented RSH or Reduced Suc-
tion Heads available exclusively from Frascold. Unlike typ-
ical unloading heads, the revolutionary RSH system allows
a small amount of gas to flow through the unloaded head.
This prevents the unloaded head from running in a vacuum
and avoids undue heat, vibration and wear. It also allows
the compressor to continue running unloaded indefinitely.
All Frascold reciprocating compressors are compatible with

METROPOLITAN AIR CONDITIONING CONTRACTORS OF NEW YORK 9

the RSH heads, and they can be added to existing Frascold
compressors already in the field.

Variable Speed Compressors

Some compressors solve the problem of capacity con-
trol by varying the speed of the compressor. This is typi-
cally done through the use of a variable frequency drive or
VED. The VFD can incrementally raise or lower the speed
of the electric motor, thereby regulating capacity.

The advantages to this are improved efficiency, reduced
start-stop cycles and prolonged compressor life. VFDs can
allow soft starting which uses less energy and reduces the
chance of liquid slugging. VFDs can also temporarily run
the compressor above rated speed for peak duty, thus elimi-
nating the need to over-size the entire system.

Although VFD equipped compressors are generally
more expensive, they provide a number of benefits, and typ-
ically pay for themselves within 6 — 24 months. ®

John Glanzman
Jglareman@newbridgecoverage.com

Cost Effective Insurance

NEWBRIDGE COVERAGE CORP.

=] E Office: (516) 781-9000
Fax: (516) 7819172

o 1666 Newbridge Rd.
N. Belimore, NY 11710

e 236 Main St. Office (631) 878-0400
Center Moriches, NY 11934 E-. Fax: (631) 878-0077

Virtual Insurance Office: www.newbridgecoverage.com

4) BROOKLYN
[} FAN & BLOWER

‘) )Sa!es Co. Inc.

60-20 34th Avenue
Woodside, NY 11377
Tel: 718-899-9090
Fax: 718-899-9099

email: rich@brooklynfan.com
www.BrooklynFan.com

Richard Strassler

MITSUBISHI
A ELECTRIC '
Changes for the Better

RICHARD ROGERS

Commercial Manager

MITSUBISHI ELECTRIC US, INC.
COOLING & HEATING

345 7th Ave., Suite 403, New York

Direct: 646.759.2613 Mobile: 631.327.4317
E-mail: rrogers@hvac.mea.com
www.mehvac.com

Bnterprise FLEET
Paul M Bambinelli
Senior Account Executive
ENTERPRISE FLEET Management

718-334-7452 direct
516-782-5738 cell
516-320-8054 fax
Paul.M.Bambinelli@ efleets.com

Enterprise Fleet Management
8334 23RD AVE - EAST ELMHURST, NY 11370-1659 - efleets.com

Industry Expertise. |ooothers
Unbeatable Prices.

®

BROTHERS SUPPLY CORPORATION

Air Conditioning - Heating - Refrigeration

PTACs, WSHPs
and Fan Coils

Replacements for
all OEM units

National parts distribution
¢ Factory-Certified parts distributor
Unbeatable prices!

Wholesale Distributor of:

PbAaIkIN ICEAIR% McQuay B Zecumsed ) BOSCH Lopeland /—\ ndzire @ Honeywell

Class Comfor

. Bri 1
% TRANE Amana @L‘Z‘,ﬂ -

tce-6an Glidea SAMSUNG FUJITSU sgffr| PR(O Rinnai

air conditioner

AR CONDITIONING

Gall 718-392-1200 1or a quote today! 0r online at www.brotherssupply.com

34-48 31st Street, Long Island City, NY 11106
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People & The Workplace

By Alan B. Pearl,

Portnoy, Messinger, Pearl & Associates, Inc., Syosset, NY
516-921-3400, Fax 516-921-6774 e-mail: ABPearl@pmpHR.
com, Website: wow.pmpHR .com

Can Businesses Require
Employees To Get Flu Shots?

As the weather turns cooler and the leaves begin to
change, our thoughts turn to pumpkin pie, hay rides, apple
picking, and... .flu season.

Yes, it’s that time of year again. Time for the annual pil-
grimage to your doctor or local pharmacy for a vaccination
against the flu virus. But what if, not only do you plan to be
vaccinated yourself, you intend to require your employees
to get the shot as well? Does the law allow that?

The answer is a qualified yes. Generally, employers can
mandate that employees receive the flu shot, but they must
accommodate employees who opt out based on sincerely
held religious beliefs, unless such accommodation would
pose an undue hardship for the employer. Accommodation
of religious belief is a requirement of Title VII of the Civil
Rights Act of 1964. Thus, in the absence of undue hardship,

EUTSCH
{ Company Inc

J—‘:} HOCHHEISER,

Helping to Provide Financial Freedom for
Successful Professionals and Entrepreneurs®

The Financial Freedom Scorecard™
What’s Your Financial Freedom Score?™

YourFinancialFreedomScore.com
Jay E. Hochheiser, CFP®

President & CEO
jayh@hdci.biz

250 Crossways Park Drive—Woodbury, NY 11797
t. 516.677.6240—www.hdci.biz

an employee whose religion prohibits vaccines must be ex-
cused from a flu shot requirement. Employers are well ad-
vised to take religious accommodation seriously, especially
given a recent uptick in EEOC cases alleging that employ-
ers have violated Title VII by failing to accommodate reli-
gious opposition to the flu shot.

That being said, if an employee objects to the vaccine
based on grounds other than a sincerely held religious belief,
such an objection need not be accommodated. For example,
if an employee simply believes that vaccines are harmful
(such as those who claim a link between autism and child-
hood vaccines), the employer is not obligated to excuse that
employee from a company-wide vaccine requirement.

The desire by some employers to make the flu vaccine
mandatory for staff is understandable. According to the
Center for Disease Control and Prevention, U.S. businesses
lose approximately $7 billion a year in sick days and lost
productivity each year due to employees’ contracting the
flu.

Nevertheless, any employer considering implementing
a mandatory flu shot policy should consider it carefully.
Would an incentive program yield similar results without
running the risk of a discrimination charge? Rather than re-
quiring flu shots, would making them more accessible in-
crease the rate of vaccination among your employees? For
example, employers might consider enlisting the services
of a mobile flu shot clinic to provide vaccinations on the
employer’s premises.

If you have questions about employee flu shot policies,
or any other employment law matter, please contact me. ®

-
Atlantic

Contracting & Specialties

BRIAN AULL

Senior Account Manager

102 New South Road Hicksville NY 11801
Cell: 631.804,1899 | Office: 516.261.9919 | Fax: 516.201.9925
baull@atlanticcontracting.com | www.atlanticcontracting.com

Commercial & Insulation | Committed to Service & Quality
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Airdex Has Joined Forces

With Lane Associates

A Message
From Harvey Stoller...

I was only 15 years old when I started working at
Airdex Inc. in 1968 with my dad. The thought of suc-
cession planning was the furthest thing from my mind.
My dad was fortunate to have me take the business to the
next generation, but now that I was in his shoes, I didn’t
know where to begin the process.

When I joined ACCA in the early 1980’s, they helped
provide me networking ideas with the needed foundation
to help grow my business. One of the recurring topics
that seemed to come up at the meetings was how com-
panies would pass the torch of their company to the next
generation. My wife insisted that our son Adam spread
his wings in a different career path since the HVACR
business can be all encompassing which put an end to
the possibility of keeping the business in the family and
moving it to next generation.

After being approached several times by other HVAC
companies to purchase Airdex, I quickly dismissed them
because they had to pass my “litmus test” for the possible
acquisition of my company. If I didn’t want you at my

dinner table, then I felt this would not be company that I
would want to entrust Airdex.

Over the years, I can truthfully say that I have been
lucky enough to have the trust of many of my customers
for over thirty years. In fact, many of these customers I
consider to be part of my family. It was important to me
that the company who bought Airdex would treat our cus-
tomers as my dad and I did.

This past year I was lucky enough to be purchased by
Lane Associates. They were a perfect match as they are
family run business and mirror my sentiments on how a
customer should be treated. They fit my “litmus test” for
it would be an honor to have them join me at my dinner
table.

We must now clear our warehouse of
ALL HVAC parts and equipment.
Items include:

Rigid pipe threaders
Vermette lifts
Parts
Tools
Refrigerant

If interested, please contact
Harvey Stoller at (908) 770-4709

p(’)ftﬂ()_\_'

|. D messinger
' pCflf]a:;f:m‘w:uc.x',mc.

In Partnership with MACC

Workplace Compliance * Employee Handbooks * Policy Development
Department of Labor Audits * Vulnerability Reviews * Affirmative Action Plans
Training * HR On-Site Mentoring * Performance Management * HR Help Desk

OFCCP Audits * Recruiting * Job Descriptions * Career Transition * Outplacement

Union Negotiations * Union Avoidance * Arbitration * NLRB Hearings

Representation before DOL Agencies

www.pmpHR.com  abpearl@pmpHR.com

800-921-2195

Dedicated to the success of our HVAC partners

>

% TRANE

It's Hard To Stop A Trane:

WALLWORK

GROUP
el

Wholesale Distributors NY/NJ = Air Conditioning m Heating

102 Lauman Lane 80 13" Avenue, Ste 6

516-931-6500 631-981-4000

5-15 54" Avenue
Hicksville, NY 11801 Ronkonkoma, NY 11779 Long Island City, NY 11101
718-937-7300

36 20" Street, Bldg. 6
Brooklyn, NY 11232
718-499-2224

175 Clearbrook Road
Elmsford, NY 10523
914-592-0020

For Full Product Offering visit www.wallworkgroup.com
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A Lack of Business Knowledge Often Leads to Failure
Business terms and concepts to understand to operate profitably

By Scott Scarabino

Fuel $2,800 Fuel $2,800
Qil changes $600 | Oil changes . $600
Repairs and maintenance $1,500 Repairs and maintenance $1,500
Cleaning and detailing $600 Cleaning and detailing $600
Insurance $3500 | Insurance $3,500
Regislration - state required $100 Registralion - stale required $100
Inspections - slate required $60 | Inspections - state required $680
Payment to lease company or bank $o Paymenl to lease company or bank $6,000

| Total $9,160 |  Total $15,160
TADLE 1: This tablo chowcases tho cot of operabng 3 Iruth without Bro pmystent of the freck TABLE 2: This 1ablo showeases the coot of oporatng o track with tho peymoni ¢f tho 1ach
included. nchidad.

THE HIGH FAILURE RATE OR INABILITY TO GROW
beyond a few trucks is due primarily to an entrepreneur’s
lack of business training. The technical skills acquired,
which are, of course, an asset, soon become a liability in
terms of not having mastered business skills necessary for

success and profitability.

-
| < Rl :
e l Association Development Services, Inc.

.-_-. ‘_:',r '.I [
el g

Interested in Selling or Acquiring a Business?

Buying or selling a business can be an overwhelming
task, but with the help of ADS, we can manage all stages
of your business transfer and walk you through every
step of the buying/selling process.

Schedule a consultation today!
John F. DeLillo, CPA

(516) 677-5183
John@associationdev.com

To operate a profitable business, you must know more
than metrics, such as bank account balances, accounts
receivables, and payables.

Here are a few simple terms to understand:

Gross Margin — This is how much money you have left
over after all direct costs needed to perform the job or
project. It is generally expressed as a dollar amount and
percentage. It can be calculated by job or by a compilation
of jobs, which is all jobs performed in say a month’s
period.

Profit and Loss Statement — This is your report card. If
properly setup, it should confirm what you already know
about your performance in each period. It is historical

in nature, meaning the transactions on it have already
occurred. A well-run company should receive this report
card monthly. Other reports can be setup to provide
granular information for real-time analysis.

Budget — This is your roadmap. It is vital to know
where you are in terms of hitting target sales goals and
profitability as the year progresses. It can easily be
adjusted as circumstances warrant.

* HEATING & AIR CONDITIONING PARTS » MOTORS

* RANGE, REFRIGERATION & LAUNDRY PARTS

* TOOLS & INSTRUMENTS « SHOP & SAFETY EQUIPMENT

* PUMPS « ELECTRICAL EQUIPMENT & SUPPLIES
JOHNSTONE

JOHNSTONE SUPPLY

NATIONAL SUPPLIER TO THE SERVICE INDUSTRY

DREW GARDA

27-01 BROOKLYN QUEENS
EXPRESSWAY WEST
WOODSIDE, NY 11377

PHONE  718-545-4896
FAX 718-274-4972

METROPOLITAN AIR CONDITIONING CONTRACTORS OF NEW YORK 13

TOP 10 CONCEPTS
Here are the top 10 concepts to become familiar with:

1. Calculating true direct costs for labor and field
service trucks;

2. Determining a selling price and resulting gross
margin for labor and field service trucks;

3. Determining selling price for materials and
equipment;

4. Testing proposed selling prices against the near
universe of competition;

5. Determining sales required to support a given
overhead;

6. Calculating costs per man day and overhead burden;

7. Calculating capacity to determine the number of
field laborers required to achieve desired sales goals;

8. Tracking bids and backlog to achieve accurate
performance in measuring effectiveness of advertising
dollars spent and performance of sold jobs;

9. Tracking individual performance of field service
technicians not job costing; and

10. Utilizing this information in relation to competitor
pricing.

CHECK THE PRICE TAG
The No. 1 rule in business: Don’t sell anything unless you
know what it costs. Otherwise, you may be giving it away.

To arrive at a selling price, accurately determine your costs
for labor and service vehicles.

Listed below are the required inputs to calculate direct
labor cost and a method to calculate truck cost per hour:

Calculating Cost of Labor — You must accurately
calculate a cost per man hour. This is not just the straight
dollar rate you pay your technicians but a blended rate
of all your technician’s pay plus all legally required
obligations, such as employers contribution for Social
Security and Medicare, working capital (WC), federal
unemployment tax act (FUTA), state unemployment tax
act (SUTA), local payroll taxes, and, if applicable, union
benefits. It also includes other forms of compensation,
such as paid holidays, paid time off (PTO), sick time, and
inefficiency.

Calculating Cost of Field Service Vehicles — Often,
companies include the cost or payment of the service
truck in this calculation. This is a tactical error. You
should only include costs that will be incurred by other
competitors. These include insurance, fuel, oil changes,
state inspection and registration, tires, and an estimate
for repairs and maintenance. The payment of the truck

should be an expense below your operating profit. Why?
Because if a competitor has a fleet of trucks that are paid
off, you may put yourself at a selling price disadvantage
by including the monthly payment price of the truck in
your cost.

Tables 1 and 2 compare and contrast the costs of
operating a truck with and without the payment of
the truck included.

The total cost in Table 1 is only $9,160. The $9,160

divided by 1,625 working hours per year results in a
cost per hour of only $5.64. To achieve the same 55

percent gross margin, our sell price per hour is only
$12.52.

Now, let’s see what happens when we remove the
truck payment from the cost and its impact on
selling price per hour.

Table 2 totals $15,160 per truck, including the
$6,000 payment. If we simply divide the $15,160
by say 1,625 working hours in a year, the cost per
hour for our truck is $ 9.33 per hour. If we want
to achieve say a 55 percent gross margin on this
cost, we would calculate by dividing $9.33 by the
reciprocal of 55 percent. So, $9.33 divided by 0.45
equals a $20.73 per hour sell price.

This is quite a difference.

So, how do we recapture the cost of the purchase
price of the truck? Not by increasing your selling
price per hour, which makes you uncompetitive, but
in performing enough volume of work to achieve
the proper amount of sales throughout the year and
earning a healthy earnings before interest, taxes,
depreciation, and amortization (EBITDA) profit.

If you understand this concept, you have a big leg up on
your competition.

Once the above concepts are mastered, you can be on your
way to running a profitable business with firm knowledge
in your decision-making process to positively impact your
financial performance and bottom-line profit. e

About the Author
r _ ‘ Scott Scarabino

) : Business Operations Analyst
S with Contracting Business
Managementt Specialists

Scott has owned and operated Omni Air Systems in
Farmingdale NY for more than 29 years. Contact him at
515-729-8510 or scott@hvacbsi.com
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Statement From
Stuart S. Zisholtz, Esq.

Home Improvement License

Throughout the years of writing articles, I have em-
phasized the importance of obtaining a home improvement
license when performing residential work. This license
can be obtained through the local Department of Consumer
Affairs when performing work on a one, two or three family
house, condominiums or co-op. Failure to obtain a home
improvement license is a valid defense to prevent the home-
owner from paying the contractor.

It is also vital that you renew your application and
maintain your license while performing residential work. In
a recent decision, the Appellate Division, Second Depart-
ment, modified a lower court=s determination after the New
York City Department of Consumer Affairs refused to renew
a home improvement license.

In that particular case, a principal of a contractor plead
guilty to criminally negligent homicide after a trench exca-
vated by him collapsed upon and killed a worker who was
in the trench at the contractor=s direction. The principal

[I-Id H E " | ﬂ www.frascoldusa.com
ses BlUE |S Better!

=X

Frascold reciprocating compressors are available with Frascold’s
revolutionary patented RSH [reduced suction head) technology.
This drastically reduces wear and allows compressors to run unloaded indefinitely.

NEWLY MANUFACTURED COMPRESSORS | .
For replacements or retrofits please call

NATIONAL COMPRESSOR EXCHANGE. INC*

1.800.225.7381- 18.411.9100

E-mail us: compressors@nationalcompressor.com « Www.nationalcompressor.com

REMANUFACTURED SCREW, SEMI HERMETIC, OPEN DRIVE, BELT DRIVEN COMPRESSORS
FOR THE MAJOR AIR CONDITIONING AND REFRIGERATION LINES:
CARRIER, COPELAND, TRANE, YORK, DUNHAM BUSH AND MANY MORE.

admitted that he did not shore the trench, as required by
regulations promulgated pursuant to the Federal Occupation
Safety and Health Act (OSHA) requirements to prevent it
from collapsing.

When the contractor sought to renew his application for
a home improvement license, the New York City Depart-
ment of Consumer Affairs denied the application without
any explanation.

On appeal, the Appellate Division, Second Department,
modified the ruling on the grounds that the New York City
Department of Consumer Affairs did not specifically address
the various factors set forth in the statute and, therefore, did
not act properly when it denied the contractor=s application
for a renewal. ®
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Check our website regularly at
www.macchy.org

For All Your TWINCO LOCATIONS
HVAC Requirements Long Island 11746
55 Craven St. * Huntington Station, NY

Tel: 631.547.1100 Fax: 631.547.1103

TWINCO

Long Island City 11101
10-11 38" Ave. * Long Island City, NY
Tel: 718.729.0005 Fax: 718,729.3866

New York City 10001
548 West 28" St. « New York, NY
Tel: 212.631.0555 Fax: 212.631.0776

www.twinco.com

Kevin Cirincione

[i[ President

COUNTY ENERGY CONTROLS, INC.
County Preumatic Controls, LLC

Energy Management Systems

A28 Montauk Hey - POB 780 e [B31) 653-9124

East Cuogue NY 11942 f: (631) 653-9177
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Larry Klein
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Territory Manager
Johnson (

Controls

Unitary Products New York Branch
858 Marcus Drive

Melville, NY 11747

Tel: (631) 370-8006

Fax: (631) 420-1596

. Cell: (631) 327-4986

“dYORK 5# Aw Email: Lawrence.Klein@jci.com

¥ tima o got comfortable.  WCEREEMTT  CooLiNG & HEATING

(kM CC WINTER SEMINAR 2018

SCHEMATICS & SYMBOLS

COURSE DESCRIPTION
This seminar focuses on the interpretation of construction drawings and specifications January
associated with HVAC installations in new construction. It explores the many
different types of drawings that HVAC technicians and installers work with. It covers

the use of specifications and submittals tor HVAC equipment installation. It also
covers the performance of the takeoff process for HYAC equipment and materials.

SATURDAY

Describe th f drawings HVAC technicia k with and how the ed. | RN
. cribe the types of drawings nicians work with and how they are used. s s S

Explain the initial approach to viewing a set of drawings Copiague, NY 11726
- Describe site plans and their purpose
- Describe plan views, elevations, detail drawings, and seclion drawings and their purposes
= Describe plumbing, mechanical, and electrical drawings and their purposes
- Describe shop drawings and their purpose
- Describe as-built drawings and their purpose
- Describe schedules and their purpose
- Describe the Request for Information (RF1) and how it is prepared
- Explain the importance of building codes to the design process

WHAT YOU WILL LEARN

Register Online
www.maccny.org

Describe the uses of specifications and submittals in construction projects.
- Describe specifications and their purpose
Describe submittals and their purpose

Describe the takeoff process and how it is performed.
- Identify and describe the tools and materials used in the takeoff process
- Explain how to conduct a takeoff circuit

Section 1.4.2 — Mechanical Plans
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