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From the President…

Brian Aull
Atlantic Contracting & 

Specialties

As 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. 

SPECIALIZING IN

INSURANCE PROGRAMS
FOR THE HEATING VENTILATION 

AND AIR CONDITIONING INDUSTRY 
FOR OVER 35 YEARS!

Contact Frank Abbatiello
Tel: 516-419-4029
Fax: 610-537-2217
E-Mail: Frank.Abbatiello@usi.biz
www.usi.biz

Trust. Expertise. Commitment
Risk Management Solutions for HVAC Contractors.
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Everything you need, all in one place…with six locations near you!
Ask your Territory manager about our new lead generation system!

BOHEMIA
21 Crossway East, Suite C

Bohemia, NY 11716
631-588-2181

631-218-8104 FAX
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
631-288-1326
631-288-2510
Tim Schaffer
ELMSFORD

1 Westchester Plaza
Elmsford, NY 10523

914-593-7160
914-345-0903 fax

Jeff Marra
MASPETH

48-23 55th Avenue
Maspeth, NY 11378

718-472-0200
718-472-6330 fax

Mike Byrnes
MINEOLA

23 Roselle St.
Mineola, NY 11501

516-941-0130
516-741-3438 fax

Scott Brothers

The winter is half over and it’s been a mild one in terms 
of snow.  Hopefully it remains the same the rest of the 
way.  Spring can’t come soon enough.

 
We have a great event planned for our April 6th meeting.  
Fujitsu will be hosting a comedy night at their Fujitsu 
Airspace showroom.  The Fujitsu Airspace is in a penthouse 
located in New York City that overlooks Times Square with 
floor to ceiling windows.  The comedian on hand will be 
Michael Palascak who was featured on TV shows such as 
Last Comic Standing and The Late Late show with Colin 
Ferguson.  It will be an excellent event to attend and network 
with your peers. — Brian
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Editor’s Notes 
by Anthony N. Carbone

123 South Street, SUITE 112
Oyster Bay, NY  11771

ACCOUNTING
TAX & BOOKKEEPING SERVICES

 BUSINESS VALUATIONS

Specializing in The 
hVac induSTry

cerTified 
QuickbookS proadViSor

JOHN F. DELILLO
Certified Public Accountant

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

Tel: (516) 922-2102  •  Fax: (516) 922-1414

OSHA 10
TRAINING CLASS
Saturday, March 11, 2017, 

9am - 2pm
and

Saturday, March 25, 2017, 
9am - 2pm

$49 PER PERSON

At the Electrical Training Center, Inc.
65 Elm Street, Copaigue, NY 11726

CLASS CONTENT:
Basic Hazard Communication for 

Chemicals 
Electrical 

Hand Tools 
Fall Protection 

Ladders 
Driving

PPE
Silica/Asbestos 

OSHA 
Engulfment 

Confined Space (If Interest) 
Lockout/Tagout (If Interest)

Taught by Sam Wildstein of Cascade 
Water Services

Sponsored By: 
CASCADE Water Services

Electrical Training Center. Inc.

REGISTER ONLINE AT 
WWW.MACCNY.ORG

MACC Presents

John P. Hanley
Northeast Regional Manager - Channel Development

jhanley@hvac.mea.com | www.mehvac.com

Direct: 973.256.3690 | Mobile: 973.951.5105 | Fax: 973.256.3691

10 Zendzian Ave. | Woodland Park, NJ 07424
facebook.com/mehvac | twitter.com/mitsubishihvac | youtube.com/mitsubishihvac

I have found that between the cooling season 
and the heating season, it’s a great time to 
re-discover parts, hidden away in service 

technicians’ trucks. The time wasted from them 
rummaging around in their trucks to find a part is 
extremely inefficient. Many technicians believe 
they are aware of everything they have packed 
away in these trucks. They may remember they 
have it, but they can’t remember where it is 
hidden. So, they will think nothing of spending 
inordinate amounts of time sifting through trays 
of parts, boxes, tools, and buckets to find this 
needle in a haystack! In the end, they might even 
call in and say, “I have it, but I can’t locate it.” 
So the next adventure begins in trying to get the 
part to them or allowing them to venture off to 
find the part at a supply house. 

The value of these “spare parts” in moving 
warehouses is extraordinary. I am interested 
in the efficiency of the call, the time wasted in 
locating a part and the profits spent on inventory 
only to be hidden like a mystery. 

So, use this time of the year to clean out 
these treasure chests and get your inventory 
back into action making you money during lean 
service times. And, get ready for the Cooling 
Season! ! !

Don’t miss our next programming meeting 
where you will find our networking and topics 
invaluable. 
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As we have written previously, the Federal Renewable 
Energy Tax Credit for geothermal HVAC systems has 
sunset (as of 12/31/16). The 30% Federal Tax Credit for 
residential and 10% for commercial systems is now part of 
history, unless a Republican Congress and Executive branch 
happens to see the green light, which is obviously doubtful. 
In essence, this makes geothermal HVAC installations no 
longer economically viable for short term life cycle costs 
versus fossil fuels. Consumers have short memories and tend 
to be cost driven rather than conscience driven. It is therefor a 
likelihood that the US geothermal market will take a nosedive 
in the first quarter of 2017. 

The question is, what form of HVAC will benefit from 
this geothermal market downturn? Locally, The New York/
Long Island Metropolitan market is still primarily oil based 
and there are many suburban areas with no access to natural 
gas. So what is the next best alternative for someone who 
no longer wants a buried oil tank acting as an environmental 
Sword of Damocles?

Variable Refrigerant heat pumps and ductless heat pumps 
are poised as the next best alternative to geothermal to replace 

VRF Air Source Heat Pumps Set to Capitalize on Geothermal’s Loss 
By John Ottaviano Air Ideal

fossil fuel heating systems. Although they do not qualify 
for federal incentives, they do qualify for rebate programs 
available from NYSERDA, Con-Edison and PSEG. They 
have been proven to provide consistent heating down to sub-
zero temperatures. They have also proven to be one of the most 
maintenance free of all available alternatives. Consumers 
want a reliable, low cost heating and air conditioning system. 
Although the initial installation cost of these systems is 
higher than a standard cooling only system, the gap is closing 
between VRF and combined forced-air heating and cooling 
systems.

The only thing that could derail market penetration 
of VRF at this point is if a new government decided to 
significantly increase tariffs on imported HVAC equipment. 
The vast majority of VRF products are still manufactured 
in foreign markets (primarily Asia), including those that are 
name-branded by most American manufacturers. Although 
there are several VRF plants in the US, most of them are 
assembly lines for primary components that are manufactured 
elsewhere. It is only the finished product that rolls off the line 
here. 

So, until new trade agreements are put in place or new 
tariffs added, it is a good bet that VRF heat pump market 
share will continue to grow, especially in the wake of the fall-
off of ground source heat pump demand. •

Johnson Controls introduces its all-new YORK® 
EcoAdvance™ module, a game-changing solution that 
captures and removes molecular contaminants from 
indoor air while intelligently managing the flow of outside 
air into a building. This process substantially reduces 
heating, ventilation and air-conditioning (HVAC) peak 
loads by more than 40 percent, resulting in an average 
of 20-40 percent annual energy cost savings. The YORK 
EcoAdvance is powered by HVAC Load Reduction (HLR) 
technology, which won the prestigious 2016 R&D 100 
Award, an international competition that recognizes the 
most technologically significant products introduced over 
the past year.

The revolutionary EcoAdvance module is easy to install 
in conjunction with air handling units, energy recovery 
ventilators or rooftop units. It minimizes the amount of 
outside air necessary to maintain air quality, while meeting 
and exceeding the requirements for ASHRAE Standard 62.1 
– Ventilation for Indoor Air Quality (IAQ). The technology’s 
intelligent, self-cleaning operation automatically removes 
contaminants from the building via exhaust and uses smart 
sensors to continuously monitor system performance and 
air quality inside a building.

Historically, customers have had to pay more for 
higher energy efficiency HVAC systems, but YORK 
EcoAdvance turns this upside down. When installed at a 
large corporation’s headquarters, HLR technology enabled 
a $200,000 savings in HVAC equipment, while increasing 
the energy efficiency of its existing systems, reducing 
HVAC system water consumption, and improving air 
quality. Similarly, HLR technology helped a nationally 
recognized university’s fitness center achieve energy 
consumption savings of 28% and peak savings over 40%, 
while improving IAQ measurements of CO2, VOCs and 
formaldehyde.

The York EcoAdvance can help buildings achieve 
U.S. Green Building Council Leadership in Energy and 
Environmental Design (LEED®) status. A Fortune 10 
technology company implemented HLR technology and 
earned 14 LEED points by leveraging the Indoor Air Quality 
Performance pilot credit (EQpc68) and energy efficiency 
credits. EcoAdvance is also eligible for utility rebates where 
applicable, making retrofits to existing HVAC systems an 

attractive opportunity.
EcoAdvance features built-in electronics and 

software, including networking for Internet-of-Things 
(IoT) connectivity, that are engineered to control, record 
and report all aspects of the HVAC load reduction system 
operation 24/7. Customers can verify savings, monitor 
IAQ, and remotely configure and control the system using a 
computer, tablet, or smart phone. In addition, sophisticated 
proprietary algorithms are designed to maximize energy 
savings, and BACnet enables integration with building 
automation systems (BAS).

EcoAdvance is suitable for both new construction 
and equipment replacement projects, where it can enable 
downsizing of equipment, and retrofit applications on 
existing HVAC systems. A network of multiple modules 
offers a scalable and flexible solution for any building. 
The lightweight modules, which can be installed vertically 
or horizontally, fit through standard doorways, require 
minimal maintenance and deliver a 20-plus-year operating 
life. EcoAdvance is backed by YORK, Johnson Controls 
service, warranty and support.

For additional information, contact a Johnson Controls 
representative at www.johnsoncontrols.com/location-finder 
or visit www.york.com/ecoadvance. •

All-New YORK® 
EcoAdvance™ Takes Unique 
Energy-Savings Approach to 
Air Purification and Ventilation 
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Blogging is a simple way to 
strategically add practical 
content in your own voice  
to resonate with your target 
clients/prospects.

 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 Ian at the Farmingdale branch for all of your engineering needs.  

 

  

www.johnstoneli.com          www.johnstonect.com          www.johnstonenyc.com 

STAMFORD      (203) 359-2626 
MILFORD      (203) 882-5550 
HARTFORD      (860) 727-9699 

FARMINGDALE        (631) 293-2566 
RED HOOK         (718) 522-4700 
NEW HYDE PARK      (516) 216-1810 

BROOKLYN     (718) 252-2700 
BALDWIN        (516) 223-5511 
BOHEMIA       (631) 567-4800 

According to Webster’s, a “blog” is “a website on 
which someone writes about personal opinions, activities, 
and experiences”, typically written in an informal, 
conversational style. Blog-smog… don’t get hung-up or 

Online Tips from the Experts: To Blog or Not to Blog
By Tom Casey
Chief Quality Officer, Climate Partners

freaked-out about blogging. A blog is nothing more than 
a micro-site, and is basically the same as just adding 
another page to your website, with a date and time stamp.

The key to your website’s success is content, content, 
content. CONTENT IS KING, and you should always 

be adding and improving content on your site. Blogging 
is a simple way to strategically add practical content in 
your own voice strategically to resonate with your target 
clients/prospects. It’s as easy as adding a section on your 
site called “Blog”, then just starting!

Don’t worry about being a Pulitzer award-winning 
author, or penning the next great American masterpiece. 
In fact, if you’re uncomfortable “writing”, just use 
a dictation app, and start talking about things that 
your prospects care about. Don’t worry about getting 
comments back either; most likely you won’t most of 
the time. Remember the goal; lots of unique pages on 
your website, so that Google can index as many pages as 
possible.

Not sure what to blog about? Keep it simple. Focus, 
focus, focus. Make sure it’s “keyword rich”, with search 
terms, words, and phrases that your prospect is using and 
ones you want Google to serve-up your website to them.

Some good blog subjects might include:

• Recent completed jobs that had challenging, or 
even just “cool”, elements that you want to show-off, 
and/or get more of the same type.

• “How-To” articles that are relevant to your 
company; i.e. how to replace your filter, how to clear 
around your AC, etc.

• Great customer experiences or testimonials, with 
photos, that go beyond just reviews, highlighting a 
type of job you want to highlight.

• Industry specific trends or events that you tie to 
your company to demonstrate you are keeping up with 
the latest and greatest training, techniques, products, 
etc.

• Charitable events or donations that support your 
local community, and keep it fun and personable, not 
stuffy or too formal.

• Major company events like parties or picnic, 
additions or remodeling, new services, new team 
members, and anything that shows you’re growing, 
very active, and having fun.

TIP: Always be reinforcing the “keyword” terms, 
words, and phrases that tie-back directly into what you 
want Google to find when a prospect is typing in their 
search box.

About the Author:
Tom Casey, Jr. is chief quality officer at Climate 
Partners, Milford, CT, a multi-generation com-
pany in existence since the early 1900s.
Climate Partners has won multiple Contracting-
Business.com Quality Home Comfort Awards, 
for excellence in efficient home HVAC instal-
lations. Tom currently resides in Saint Johns, 
Fla., where he is also serving as a consultant to 
HVAC businesses.
He can be reached at tom@comfortjedi.com / 
518-732-JEDI.
This article previously appeared in Contracting 
Business.

‘

Bottom line, blogging is a key, crucial strategy to 
adding unique pages to boost your relevance and search 
results in Google, and resulting in more clicks and more 
business. Keep blogging! (Or, start if you’re not!)

Reprinted with permission
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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: www.pmpHR.com

www.BrooklynFan.com 

When Cupid’s Arrow Strikes 
In The Workplace

Valentine’s Day is fast approaching, and love is in 
the air – including at the workplace. Workplace romance 
is very common; according to a 2015 survey, 37% of 
workers have dated a co-worker at some point. While 
many companies maintain written policies on work-
place romance, there is no real consensus on the most 
effective approach. Some companies attempt to prohib-
it workplace dating altogether, while others seek only 
to prohibit supervisor-subordinate relationships. Other 
companies require employees who enter into romantic 
relationships with each other to sign a document stating 
the relationship is consensual. Still others have no poli-
cy regarding workplace romances at all. 

With so many competing approaches to choose 
from, it can be difficult for businesses to navigate the 
possibilities and decide on an appropriate policy. Below, 
we discuss a few of the more common approaches to 
workplace romance.

“Love contracts”
Some companies require employees who enter into 

romantic relationships with each other to disclose the re-
lationship to HR. Then both members of the couple must 
sign a document stating that he or she entered into the 
relationship voluntarily and without coercion, promising 
not to engage in any favoritism toward the other employ-
ee, and acknowledging the company’s rules regarding 
appropriate conduct. Such documents are colloquially 
known as “love contracts.” 

The primary purpose of having an employee sign a 
love contract is to avoid claims of harassment or coercion 
that might be raised later when the relationship sours. But 
critics of love contract policies maintain that they have 
the unintended effect of encouraging employees to hide 
their romantic relationships. Clandestine relationships 
lend themselves more easily to allegations that the rela-
tionship was harassment-based than relationships that are 
conducted out the open.

Fraternization policies
Some companies seek to totally prohibit workplace 

dating. Others take a less extreme approach, imposing 
some restrictions but not an outright ban. Both types of 
policies are generally known as “fraternization policies.”

While imposing an all-out ban on all workplace ro-
mances may seem attractive to some employers in its sim-
plicity, it is unlikely to be effective. The reality of today’s 
economy is that many workers spend more time with their 
co-workers than with their families and friends. It is thus 
inevitable that attractions and romantic connections will 
form among employees. An outright ban is, therefore, un-
likely to be successfully enforced, and a policy that cannot 
be enforced has no value to the employer.

For employers who wish to exert some control over 
the potential fall-out from workplace relationships, a more 

tailored approach is to prohibit some, but not all, romantic 
relationships. Commonly, romantic relationships between 
supervisors and their subordinates are prohibited, since 
such relationships may result in other employees making 
claims of favoritism toward the subordinate or, when the 
relationship ends, the subordinate claiming sexual harass-
ment. Employers that prohibit supervisor-subordinate re-
lationships should be vigilant in enforcing those policies, 
by taking appropriate action when such a relationship de-
velops.

Robust anti-sexual harassment policies
Many employers choose to forego maintaining a 

workplace romance policy, preferring instead to focus on 
preventing and addressing sexual harassment.  These em-
ployers may believe that, while they have no real control 
over employees’ romantic proclivities, they can control 
their own policies, procedures, and response to sexual ha-
rassment. 

All employers should, of course, include a sec-
tion on sexual harassment in their handbooks. These 
provisions should prohibit sexual harassment, explain 
what it is, and provide methods for employees to re-

port it. But including such a provision in the handbook 
is the bare minimum, from a legal and HR standpoint. 
Taking a more proactive approach can go a long way 
toward limiting potential liability for sexual harass-
ment. Holding regular training sessions, for example, 
is one way to enhance a company’s sexual harassment 
_____. It is also helpful to allow employees to report 
harassment via several different avenues rather than, 
for instance, having them choose between only their 
supervisor (who may be the harasser) and upper man-
agement (who may be intimidating)). Ensuring that the 
policy is clearly and frequently communicated, rather 
than just another page in a handbook employees may 
never open, is another way to boost the effectiveness 
of these policies.

Employers concerned about office romances are 
well-advised to give their policies careful thought. While 
it is true that “the heart wants what the heart wants,” that 
doesn’t mean employers have no say when it comes to 
workplace romance. Adopting an appropriate, pragmatic 
workplace romance policy may well save an employer from 
future heartache. If you need guidance in this regard, please 
call me at 516-479-6300 or email me at ABP@Silverman-
Acampora.com. •
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Statement From 
Stuart S. Zisholtz, Esq.

JOHNSTONE SUPPLY
NATIONAL SUPPLIER TO THE SERVICE INDUSTRY

DREW GARDA

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

27-01 BROOKLYN QUEENS
EXPRESSWAY WEST

WOODSIDE, NY  11377

• HEATING & AIR CONDITIONING PARTS • MOTORS
• RANGE, REFRIGERATION & LAUNDRY PARTS
• TOOLS & INSTRUMENTS • SHOP & SAFETY EQUIPMENT
• PUMPS • ELECTRICAL EQUIPMENT & SUPPLIES 

JOHNSTONE ®

 
 
 
 
 
 
 
 

  
 
 

METRO POLITA N AI R CO NDITIONING 
CONTRACTO RS O F NEW YO RK 

Many contractors perform work for condominiums.  
The contractor is hired by the Board of Managers to perfo-
m1work throughout the common elements in the building.  
Beware, the Lien Law, as well as the Real Property Law, 
do not protect the contractors sufficiently in order to secure 
payment.

Real Property Law Section 339-L prevents a contrac-

tor from filing a mechanic’s lien when it is engaged by the 
Board of Managers to perform work in the common ele-
ments.

The common elements are defined as the land in all oth-
er areas of the property that are not expressly part of the 
individual units.  A condominium unit is owned by an indi-
vidual unit owner.  Each individual unit is treated as a sep-
arate parcel of real property.   The condominium Purchaser 
acquires title to his/her unit and also acquires an allocable 
share of the common elements. While work performed on 
an individual unit is lienable, the common elements are not 
lienable.

The only recourse a contractor has is to pursue a claim 
against the condominium and Board of Managers for breach 
of contract a11d diversion of trust funds.

If a mechanic’s lien is filed on the condominium’s com-
mon elements, the mechanic’s lien will be vacated. While 
this is a quirk in the Lien Law, the reality is that you must 
know, in

advance, that your lien rights are worthless when per-
forming work directly for the condominium.

Never let your lien time run out!!
For a free copy of a pamphlet pertaining  to mechanic’s 

liens and payment  bond  claims, kindly contact me or the 
Association. •

Beware The Lien Law When Working
For a Board of Managers

The new YELLOW JACKET OMNI digital micron 
vacuum gauge may be small, but it packs a wallop of 
a punch, and it’s jam packed full of features. For many 

HVAC/R technicians, this will be a new must-have, go-to 
vacuum gauge.

Weighing in at less than 8 ounces, the Omni digital 
vacuum gauge is perfect for HVAC/R technicians who find 
themselves hauling around a lot of equipment on their jobs.

“When we designed this new gauge, we had in mind the 
HVAC/R technician who climbs a lot stairs and ladders to 
get to the job site,” says Karl Johnson, head of engineering 
at Ritchie Engineering, the manufacturer of YELLOW 
JACKET-branded HVAC/R tools and equipment. “Our 
intent was to make a powerful piece of equipment that could 
get the job done as quickly and as efficiently as possible, but 
in a low-weight package that reduces the wear and tear on 
HVAC/R technicians.”

While the new Omni vacuum gauge may be lightweight, 
it packs a powerful punch. It quickly and accurately 
measures vacuum in microns, pascals, millibar, and Torr 
with a resolution to 1 micron.

Oh, and did we mention that it’s rugged, too? Made 
with a high impact, glass reinforced housing, the new 
Omni vacuum gauge thrives in moisture and will survive 

Small But Powerful: 
Introducing Yellow Jacket’s New Omni Vacuum Gauge

accidental drops or attachment to a high pressure line. 
Its easy-to-clean vacuum sensor can handle up to 450 psi 
positive pressure. The gauge features a 45 degree bend for 

quarter-inch or 5/16 in. fittings. Adapter fittings are 
available.

The gauge features a rich and intuitive user 
interface that automatically adjusts to the user’s 
default settings when turned on. It’s lighted display 
features easy-to-read alphanumeric characters for 
HVAC/R technicians who operate in low-light 
conditions. A built-in stability indicator helps 
HVAC/R technicians know when the scale is ready 
for reading, and an overload indicator offers an 
audible and visual alarm if the gauge becomes 
overloaded.

The unit also features a low battery indicator 
light and an automatic power-down when the gauge is not 
in active use.

“Tough, compact and smart – that’s how I would 
describe this new gauge from YELLOW JACKET,” adds 
Johnson. “It has everything an HVAC/R technician is 
looking for…and then some.”

The YELLOW JACKET Omni vacuum gauge features a 
one-year warranty and is made in the USA – in Bloomington, 
Minnesota, home of Ritchie Engineering.
YELLOW JACKET
yellowjacket.com     •
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Trade publication “Commercial Construction & 
Renovation” has selected Innovative Dehumidifier 
Systems (www.humidityhappens.com) as a Leading 
HVAC Energy Controls Manufacturer for 2016, cementing 
the company’s reputation as a true innovator in this space. 
Now in its fifth year of operations, the North Carolina-
based product developer and manufacturer continues to 
offer the only in-wall dehumidification solution of its kind 
on the market today.

Originally designed for multifamily residences, 
the ENERGY STAR® certified IW25-2 model from 
Innovative Dehumidifier has become popular among 
homeowners for its effectiveness at solving the toughest 
moisture problems. The unit can quickly and efficiently 
improve the air quality of even the dampest basements 
and garages, all without expensive and time-consuming 
renovation and installation.

With energy efficiency standards calling for “tighter” 
dwellings, indoor mold and mildew are an increasingly 
serious problem in newer residences. The IW25 solves this 
problem; it can be installed quickly and easily between 

existing studs, or surface-mounted on an interior wall. 
Either way, installation usually requires less than an hour. 
The IW25 operates independently of the HVAC system, 
removing excess moisture quietly and efficiently through a 
precision-engineered grille. A tamper-proof cover ensures 
that only property managers or owners have access to the 
hardware. Overall, the IW25 is a simpler, better solution 
for interior moisture reduction and mold prevention.

ENERGY STAR® certification means that the IW25-2 
meets the highest standards in energy efficiency. The latest 
model draws 23% less power than the IW25-1 and uses 
35% less absorbed current – the result is a reduction of 
energy costs of about one third. Developers and builders 
who install the IW25-2 are therefore eligible for points 
for participating LEED and EarthCraft projects. Private 
homeowners, meanwhile, can enjoy both cleaner air 
and relatively lower energy bills compared to any other 
dehumidifier system.

In addition to their ENERGY STAR® certification, 
the IW25 units are manufactured with an emphasis on 
safety and reliability. The unit’s epoxy-coated coils work 
to prevent corrosion and improve indoor air quality. A 
protective shroud secures the circuit board and, in the 
event of condensate pump failure, auxiliary pump safety 
contacts will shut off the unit immediately.  •

Innovative Dehumidifier Systems 
Cited for its Energy Star Certified 
Model

MORE THAN 40 MACC PEOPLE ATTENDED THE ISLANDERS VS CAPITALS 
GAME AT BARKLEY CENTER—THANKS TO SPONSORS USI AND DAIKEN.

More Photos On Back Page

Stan Gelber founder of Stan Gelber & Sons and Alvin Soffler of 
Dynaire Corp have passed away. 

Both men played a major role in our HVAC industry and will be 
missed.

The officers and directors of MACC extend sincere condolences 
to their families.

Stan Gelber and Alvin Soffler 
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More photos on page 15
MACC AT THE ISLANDERS GAME


