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THANK YOU FOR 
ANOTHER GREAT YEAR! 
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Stay tuned for more 
events to come in 2022! 
Check your emails and MACCNY.org 

to stay up to date.



From the 
President 
Hello Members!

We are now quickly approaching 
the official date of winter, but to 
most of us, it is already here.  As 
comfort specialist for residences 
and commercial applications, 
we prepare for our customers 
to be comfortable as soon as 

the weather turns. From a business perspective, we 
attempt to forecast equipment sales and materials 
inventory, perform cash flow analysis, and train our 
employees while keeping everyone moving. When 
there is downtime, we try to embrace the spirit of the 
holiday season as well.  Sounds pretty busy to me!

It was good to discuss these and other topics during 
our 2021 Roundtable Meeting in November.  I was 
pleased to see those who attended participate and 
share their thoughts to help our industry move forward.  
Our 2021 Holiday Party was a wonderful time and a 
relaxing evening for us to join together and unwind 
while we celebrated and remembered those past and 
present.  Please visit our website, www.maccny.org for 
more information on our upcoming events. 

In reviewing MACC of 2021, it is my hope that many 
of you have been able to attend this past year’s 
events, which included networking at Charlotte’s 
Speakeasy, our Golf Outing, our Passing the Torch 
meeting with Dan Donnelly, and more. Every event 
was well received and we look forward to new and 
exciting events in 2022.  

We have also accomplished great things, such as our 
ACCA partnership, our PS Digital partnership, and 
an added member benefits package.  We have also 
raised money for Make-A-Wish foundation that was 
presented at the Golf Outing.

Most of all, we look forward to a prosperous new year 
and hope that our membership will continue to grow. 
We have exciting membership promotions for 
2022 and if you are already a member, ask you to 
spread your excitement with other contractors and 
associates you may believe will also benefit from our 
organization.

Again, we thank you all for your continued support, 
and I am looking forward to seeing you at our 2022 
meetings! Look for meeting dates at www.maccny.org. 
Stay safe and enjoy the holidays!

Sincerely,
Jim Padavan

THE STANDARD IN CUSTOM AND 
OEM REPLACEMENT COILS.

NATIONWIDECOILS.COM  •  1.888.COILPRO  �  24/7

Contact our NY/NJ/CT rep for a free quote:
James Filauro • 914.584.3038
james@nationwidecoils.com
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Metropolitan Air Conditioning Contractors of New York
510 Broadhollow Road, Suite 305A, Melville, NY 11747

P: 516-922-5832
info@maccny.org | www.maccny.org

www.facebook.com/maccny
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James Padavan, Air Design Inc.
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Stu Ellert, Comfort Tech Mechanical
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Dyami Plotke, Roof Services
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Tommy Williams, USI Insurance Services
Secretary

Jimmy Moyen, First Choice Mechanical
Past President

John F. DeLillo
Executive Director

John F. DeLillo, Jr.
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Anthony Carbone, Systematic Control Corp.
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MACC News is printed monthly by the Metropolitan Air Conditioning 
Contractors of New York. Questions 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 competent, professional person 
should be sought.

Editor’s Notes 
By Anthony N. Carbone

The interview process is quite horrific these days. The help 
wanted ad is placed on platforms like Indeed, LinkedIn, or 
even Craigslist. I have even tried local papers hoping for an 
old school worker who might have wanted to jump back 
into the labor arena after Covid.

The pickings are slim for this and many embellish their 
practical credentials. So many don’t have any experience at 
all in the HVAC business, but claim they are “fast learners.” 
The level of odd conversations is ghastly. 

Some of the interviewees live so far out of the normal 
service area of the HVAC outfit that traveling 35-50 miles in 
each direction is something they are willing to do. However, 
it is usually short lived as the traffic is daunting and becomes 
a cumbersome drain especially in poor weather conditions. 
If you provide a vehicle for your employee to use to get to 
the job, you are now taxing that truck with wear and tear 
and mileage that’s going to cost a bundle.

The bottom line is that contractors must invest in 
training schools and insist on high schools to reinstate shop 
classes. We need to cultivate employees with skills by 
in-house training or supporting existing trade schools. 
What are your thoughts? We want to know.

On another note, Mayor de Blasio recently announced a 
new vaccination mandate that will go into effect on 
Monday, December 27. The mandate will apply to private-
sector workers, which includes roughly 184,000 businesses. 
To date, it is uncertain what size businesses will be impacted 
by this mandate. There is a possibility it will apply to private 
businesses with any number of employees, not only those 
with over 100 employees.

It is important that we stay up to date with these mandates, 
as it could have a great impact on many, if not all business’ 
daily operations. For live updates, be sure to visit MACCNY.
org, and look out for important email notices.

Anthony Carbone

Systematic Control Corp. 



Coming off the heels of the very successful Passing the Torch October membership meeting, the 
November Roundtable meeting was another incredible night. 

The event, held at the Melville Marriott on Thursday, November 4, was a fun-filled and informative 
gathering that included cocktails and food, networking, and three roundtable discussions. 

The theme of the evening was “Business Development and Growth.” The night began with a delicious 
dinner and some much-appreciated, in-person networking during the cocktail hour, before guests got 
down to business.

Participants were divided between three tables, each 
table discussing a different topic. Led by a moderator, 
each session lasted 12 minutes during which everyone 
contributed their opinions regarding the topic at hand. 
After each session, moderators moved onto another 
table.

Board member Mike Newman moderated Supply Chain 
and Staffing Issues in the HVAC Industry, a challenge 
that is currently at the forefront of everyone’s mind. 
The discussion touched upon long equipment lead 
times, vehicle scarcity, sporadic parts supply and 
price fluctuation.

“With prices continually changing, contractors are having 
problems with job agreements and purchases. Clients are 
waiting too long for installations,” said Newman. “The 
bottom line is that we have no control over the supply chain 
and need to protect ourselves from the consequences of 
disasters. Hopefully we all will be able to weather the storm 
until supply and demand equalize somewhat.”

Knowing the Value of your Business was moderated by 
MACC’s Executive Director, John DeLillo Jr., who gave 
participants insightful advice on valuing their business. 
“Many people believe they should do a valuation only 

4

Dining and Discussions at the 
2021 Roundtable Meeting 
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when they’re ready to sell. But getting an 
analysis of what your business is worth gives 
you important information so that you can 
grow your business in the areas that will make it 
more valuable down the line,” said DeLillo Jr.

A valuation five years prior to selling can help 
owners grow in the right direction, making the 
business more appealing when it does come 
time to sell. 

Implementing stream-lined procedures and 
installing software programs that work well with 
your company are smart investments, making 
your business a turnkey operation that will be more appealing to a potential buyer.

Another important take-away was companies that have repeat business hold more value than companies 
with projects. Most companies have both, but those with a higher percentage of recurring business are 
valued higher, because the purchaser knows they’re getting steady future customers.

Brian LeDonne and Kevin Kelly of PS Digital moderated Marketing your Business for Success. Their 
discussion focused on marketing your business effectively, and how vital social media is to bolster brand 
awareness and growth. As a MACC partner organization, PS Digital offers discounted rates to MACC 
members on logo and website design, Google ads and social media marketing.

The Roundtable meeting’s purpose was not only to be a forum to share ideas and gain knowledge, but to 
bring the MACC community together in a more informal setting. 

“Sometimes, with a large group, it’s intimidating to speak up or ask a question,” said DeLillo Jr., “The 
Roundtable meeting is an intimate environment to share ideas. It really gets people involved and that’s 
what I love most about it.” 

It was evident from the evening’s positive vibe that the Roundtable was a tremendous success. In fact, 
MACC is excited to welcome our new member, John Gil of PGA Mechanical, who joined as a contractor 
member after attending this event.



2021 Year in Review
Welcome to 2021’s final issue of the MACC News! As we close out the year and the holidays—
and cold weather—approach, MACC is proud to reflect on a successful year amidst a time of 
recouperation from the lasting impacts left by the pandemic. We thank our Board of Directors 
and our dedicated members for a great year, and look hopefully toward 2022!

Meetings and Membership
In 2021, MACC held a total of five membership meetings. 
These included our February and March webinars, our April 
presentation on the impact of marijuana legalization on 
businesses, our October Passing the Torch meeting, and 
our 2021 Roundtable Meeting in November. 

Our Passing the Torch meeting took place at the Westbury 
Manor and featured special guest speaker Dan Donnelly, 
formerly of Donnelly Mechanical. Donnelly discussed the 
important topic of preparing your business for sale and 
increasing its value. Passing the Torch brought in a new 
milestone with 70 attendees joining us for the event!

Our meetings are always an excellent opportunity for members 
and potential members to gather, learn from and about each 
other, and have valuable networking opportunities. MACC 
welcomed new members in 2021 and is excited for additional 
growth in 2022.

Events
MACC was also happy to hold three special events this year 
after a long time apart due to the pandemic.

We were thrilled to 
resume our in-person 
meetings with our May Speakeasy Networking Event. We had 
over 30 people attend and were thrilled to get back together in 
person at a fun, unique venue.

August brought the return of MACC’s golf outings with our 42nd 
Annual Golf Outing at The Village Club at Lake Success in 
August. The outing welcomed over 100 people for a full day 
of golf and a relaxing night of dining and fun.

Finally, MACC closed the year out with our 2021 Holiday Party at 
the beautiful Westbury Manor in December. 35 attendees joined 

us for an evening of celebration of the holidays and the past year. Guests enjoyed dinner, an open bar, 
and plenty of networking!
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MACC News
2021 brought in eight issues of the MACC News thanks 
to the diligent work of the Newsletter Committee and 
MACC Staff. Readership grew to a monumental 1,100 
subscribers across digital and physical platforms! MACC 
looks forward to continuing to make MACC News a 
valuable resource to its many readers and members in 
the coming year.

Donations 
MACC’s cumulative donations to the Make-A-Wish 
Foundation neared $50,000 in 2021 thanks to $2,500 
raised by members at our 42nd Annual Golf Outing. 
We look forward to surpassing the $50,000 donation 
amount at another great outing this August at The 
Village Club at Lake Success.

MACC IS NOW 
ON INSTAGRAM!

FOLLOW US @MACC_HVAC
TAG MACC IN YOUR PHOTOS 

BY USING #MACCHVAC

Have photos from past MACC events? 
We want to see them!

Send your photos to info@maccny.org 
 or tag #MACCHVAC and they may be 
featured on our social media pages!

ALSO FIND MACC ON FACEBOOK & LINKEDIN!
FACEBOOK.COM/MACCNY  |  LINKEDIN.COM/COMPANY/MACCNY

THE VOICE OF HVACR IN NEW YORK, NEW JERSEY, CONNECTICUT AND LONG ISLAND
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Join MACC Today 
& Get Involved!

WE’VE MOVED!

Association Office New Address:

510 Broadhollow Road, Suite 305A
Melville, NY 11747

Please update your records!

 Our Plans for 2021 Include...

• Great Educational Webinars

• Vital Industry information & Resources             

• Valuable Connections with Industry Professionals

• Member Favorite: MACC Golf Outing in August* 

*(Social Distancing Observed!)

DISCOUNTS ON 2021 
MEMBERSHIP DUES!

(See pages 4-5 for initiatives)

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

INSIDE THIS ISSUE:
✓ Passing the Torch with Dan Donnelly sees 

Great Success with 70+ attendees
✓ Upcoming 2021 Roundtable Meeting

✓ Welcome New MACC Members!
✓ Battling Inventory Shortages in the Trades

 (ACCA HVAC Blog)

Thank you for attending our Passing the Torch Meeting! It was a great success!  
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Join us at our next meeting on Thursday, November 4th at the Melville Marriott for an open forum, roundtable discussion! 
More details can be found on page 6
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MACC Celebrates the Season 
at the 2021 Holiday Party! 
All was jolly and bright on Thursday, December 2 at MACC’s 
Annual Holiday Party! Attendees gathered at the beautiful 
Westbury Manor for an evening of holiday celebration. 

The night began with a cocktail hour which offered hors 
d’oeuvres, an open bar, and a side of networking as party goers made their 
way to the venue to begin the evening. The celebration began in Westbury 
Manor’s library and trickled into its conservatory, both of which MACC had 

exclusive access to for the evening.

The conservatory was the setting for dinner, 
and offered an airy, well-decorated space 
that captured the holiday spirit with a view 
of the glittering holiday lights outside for 
attendees to enjoy. President Jim Padavan of 
Air Design Inc. took to the microphone to 
deliver his president’s message as attendees enjoyed their dinner
from the buffet.

“As 2021 draws to a close, I want to take a moment to reflect on the 
challenges and victories of this 
year,” said Padavan. “This industry 

continues to have tremendous change, and it is during times 
like these that we must come together as an association. 
I encourage you all to remain active within MACC, bring 
colleagues and friends to our meetings, and take advantage of 
the benefits offered to you.”

MACC was thrilled to welcome our loyal members and their 
guests to a well-attended event after putting last year’s holiday 
party on hold due to the pandemic. MACC is proud to offer 
valuable and fun meetings, important resources, and more to its 
members. Thank you for your continued support and dedication, 
and we will see you in 2022 for another fantastic year! 



BROOKLYN
718-257-3347

FARMINGDALE
631-755-9192

HICKSVILLE
516-876-0446

COMMERCIAL ENGINEERING TEAM
631-465-0472

MEDFORD
631-205-5580

MT. VERNON
914-668-3631

RIVERHEAD
631-727-3225

LONG ISLAND CITY
917-745-0830

NEW YORK’S COMPLETE FUJITSU DISTRIBUTOR

SERVING CONTRACTORS S INCE 1931   ■  75  LOCATIONS NATIONWIDE  ■  WWW.S IDHARVEY.COM

Commercial VRF–Heat Pump 
and Heat Recovery

Residential & Light 
Commercial Ductless

UNITARY
Gas Furnaces, Central Air & Rooftops



Statement from Stuart S. Zisholtz, Esq.

Rights & Remedies Before Commencing a Job
Working on any job in the construction trades requires acumen, integrity, and skill. These are valuable assets 
contractors must have in order to be successful, and it is important now more than ever for those in the construction 
trade to protect themselves—and their profits. Therefore, it is essential that you understand the rights and remedies 
available to you before commencing with the work.

Clearly, the most important aspect of the project is your contract.  The contract is your Bible and should be 
reviewed before execution, not after, in order to ascertain any pitfalls or outrageous provisions that could affect you. 
While some people work on handshakes, the best approach is to have a written contract.  The contract sum is not 
always the most important item in the agreement. Your ability to recover the amount due for your work and 
materials far outweighs the amount listed in the contract as the contract sum.  The contract sum is meaningless if 
you are unable to collect for the work performed or materials furnished.  

Moreover, you should know how to address changes in the project.  Again, change orders should be in writing.  
However, due to the way in which the construction industry works, sometimes it is impossible to obtain a signed 
change order before the change order work is performed. In these circumstances, documenting everything, 
including sending emails or correspondence, goes a long way to collecting the change orders. 

Another important aspect of the contract is the termination clause. You should be familiar with how to terminate the 
agreement in the event of nonpayment. Many times, a prerequisite notice is required to be sent to the owner or 
general contractor before you can walk off the project. 

While all of the contract clauses cannot be discussed in this short article, it is the essential to understand that the entire 
contract must be reviewed before it is signed. Once it is signed, it is extremely difficult to get out of the contract.  

If payment is not forthcoming, the law permits you to file a Mechanic’s Lien.  The Mechanic’s Lien, in effect, is an 
attachment against the property in order to secure payment.  It is effective to the extent funds are due or to come 
due from the owner to the general contractor.

In public projects, a Mechanic’s Lien is filed against the funds held by the comptroller which are due or are to 
become due to the general contractor.

In addition to filing a Mechanic’s Lien, you may be able to pursue a claim for violation of trust funds. That type of 
claim is complicated and requires a full 
understanding of the Lien Law.  The 
argument is that the funds received by 
an owner or a general contractor are trust 
funds to be used solely for the purposes of 
paying the contractors who performed work 
and furnished materials on the 
specific project.

In addition to these claims, you may have 
claims for breach of contract, account 
stated, unjust enrichment, quantum 
meruit, etc.  These claims would be brought 
against the party who engaged you. Each 
one of these claims must be reviewed and 
determined as to whether they are viable 
and whether you fit within the statutory 
time frame.

Never let your lien time run out!

For a free copy of Sixth Edition pamphlet 
pertaining to Mechanic’s Liens and payment 
bond claims, kindly contact me.

ZISHOLTZ & ZISHOLTZ, LLP
200 Garden City Plaza 
Suite 408
Garden City, New York 11530
(516) 741-2200
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Editor’s Notes 
By Jason Staiano

The unreasonable customer, one of the joys of being in customer service. No matter what one tries to do, it does not 
matter, the deluge of irrational requests, statements and/or demands seem to have no end. They used to present 
themselves by phone alone, but in today’s world they can come via email or even an online review. So, what do you or 
one of your customer service team members do when these situations arise?   

First things first, let’s try and not help create a situation for an upset customer. It’s understandable to really sell a cus-
tomer on all the great things your company can do for them, but you do not want to set that bar to a point so high that 
it makes it unachievable. Over-committing and under-achieving can set the stage for an upset customer, make sure you 
promise only what you can deliver. 

When you do have an upset customer make sure you spend the time to listen to what they have to say. Sometimes 
what they are upset about might stem from something you can correct in the future or it can be a bunch of nonsense. 
Either way, it’s always better to listen as the customer might calm down that you are taking the time to hear what’s 
troubling them, but by not listening, that’s certainly not going to calm them down. 

What if the customer emails you? As tempting as it might seem to formulate a long, well thought out rebuttal, the best 
course of action is just pick up the phone. Emailing back can lead you down the rabbit hole of never ending back and 
forth emailing. In the end, calling will help shorten the whole ordeal and hopefully find a quick resolution. 

Finally, don’t let issues linger, find the fastest course to resolve it. The longer you let them linger in your customer’s mind 
the more they will dig in which will only make the situation harder to resolve.

What are your thoughts about how to deal with upset customers? Please share your best practices on our Members 
Only section of our Facebook page.  



NJ46Whelan Road East Rutherford, 07073
(973) 473 7527 | sales@brookaire.com

www.brookaire.com

Custom size pleated filters
delivered within 48 hours!

Technicians’ Travel Time•Reduce
Your Fleet Size•Reduce

More Done With Less Techs•Get

JOB SITE DELIVERY

FAST. ACCURATE. TRUSTED FOR YEARS!47

We make any S imp l y con t a c t
u s v i a ema i l we ’ l l t a ke
c a re o f

f a s t !a nd
reque s t

s i z e , i n any quanti t y , we do i t
o r phone w i t h you r cu s t om fi l t e r and

the re s t !

Le ad T ime : On Spec i a l S i z e P l e a t ed F i l t e r s !



Visit www.eccomfg.com for more information

D-VAC Sales Inc.
HVAC Manufacturers Representative
sales@dvachvac.com  | 516-256-3131 | www.dvachvac.com

CONTACT US FOR
MORE INFORMATION
ON HOW TO ORDER

ECCO RESIDENTIAL B-Vent™ ECCO COMMERCIAL B-Vent™

THE QUALITY CHOICE
FOR ALL YOUR VENTING NEEDS

ECCO TYPE B GAS VENT™ 
is precision manufactured to 
ensure consistent quality and �t. 
All components meet the highest 
standards recommended by UL 
and ULC.

ECCO POLYPROPYLENE VENT™ 
is a vent system for type BH gas 
venting for use with ANSI Category 
II and IV gas burning appliances. 
Certi�ed to ULC-S636 standard for 
Class IIC rating.

NOW WITH OUR NEW 
CLAMPING SYSTEM!

ECCO POLYPROPYLENE Vent™

NOW AVAILABLE!
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As a leading insurance provider for 
HVAC Contractors in the New York 
Metro area, USI’s Long Island office 
brings over 35 years of industry 
experience to your team. Our 
dedicated Construction Insurance 
Specialists provide top quality risk 
management with bottom line 
benefits to deliver individualized 
solutions.  
 
Contact:  
Frank Abbatiello & Tommy Williams 
Tel: 516-419-4095 
Fax: 610-537-4187 
Email: Tommy.Williams@usi.com 

Trust. Expertise. Commitment 
Risk Management Solutions for HVAC Contractors 

Specializing in  

Insurance Programs 

For the HVAC Industry for 
over 35 Years 
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MACC Members to Attend AHR Expo 2022
AHR, the largest HVACR event in the United 
States, will take place in Las Vegas, Nevada from 
January 31, 2022 to February 2, 2022.

The AHR Expo provides a unique forum where 
manufacturers of all sizes and specialties come 
together to share ideas and showcase the future 
of HVACR technology. 

Attendees will have access to networking, 
education, and socializing opportunities, as well 
as the chance to experience everything new in 
HVACR. Participants will be able to interact 
one-on-one with the latest innovations and the 
people that are inventing them.

Four of MACC’s associate members, Carrier 
Enterprise Northeast, National Compressor 
Exchange, Daikin, and York will be participating 
in the event.

Special congratulations go out to Carrier who has received the AHR Expo Innovation Award in the Heating 
category.

Each year, awards are presented in ten industry categories to recognize the most innovative products and 
technologies hitting the market in the coming year. Carrier Northeast was chosen for its Infinity® 24 Heat Pump 
with Greenspeed® Intelligence. The product is Carrier’s highest-efficiency and most advanced heat pump that 
offers premium energy savings, extremely quiet performance, and exceptional comfort features. 

“The Greenspeed heat pump adapts its output to the needs of the home. The variable speed compressor 
technology will provide the space only the amount of cooling or heating necessary while creating a more 
comfortable occupied environment,” according to Director of Sales for Carrier Enterprise Commercial and 
Applied Systems, Larry Thiel.

“Carrier is thrilled to be a highly visible leader at this year’s expo,” said Thiel. “It is the first AHR Expo that 
Carrier has participated in since the spin off from United Technologies. Carrier is solely focused to be the 
#1 HVAC manufacturer in the world and are excited to introduce innovative products that are leading the 
decarbonization movement throughout North America.”

MACC member National Compressor Exchange has attended the show for over 20 years and will once again 
be exhibiting their replacement compressors, remanufacturing services and compressor accessories and parts. 

National Compressor Exchange’s Director of Operations Jason Staiano will be representing the company and 
believes the expo holds value for all industry professionals.
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DEDICATED TO THE SUCCESS OF OUR HVAC PARTNERS
Wholesale Distributors Serving NY/ NJ 

Air Conditioning & Heating  

102 Lauman Lane 
Hicksville, New York 11801 
516.931.6500  

80 13th Avenue, Suite 6 
Ronkonkoma, New York 11779 
631.981.4000

36 20th Street, Bldg 6 
Brooklyn, New York 11232 
718.499.2224

5-15 54th Avenue 
Long Island City , New York 11101 

718.937.7300 

175 Clearbrook Road
Elmsford, New York 10523

914.592.0020

26 Enterprise Zone Drive
Riverhead, New York 11901

631.461.4020

“The expo is always a great way to find new products and sources. But, this year with the supply chain 
issues everyone is experiencing, it can be an especially good opportunity,” said Staiano. “It is possible that 
contractors may be able to connect with some American manufacturers that they were not aware of, and 
perhaps be able to cut down on supply lead times.”

The third MACC member on the exhibition floor will be Daikin North America. Daikin is a leading provider of 
advanced, high-quality commercial and industrial HVAC systems. Aiming to help solve social and community 
problems and grow business, Daikin strives to meet expectations and maintain trust worldwide as a company 
that supports human health and comfort while creating new value for air and the environment.

The final MACC member exhibiting will be YORK® - trusted in the world’s most prestigious buildings for more 
than 145 years, YORK® innovations make homes more comfortable and commercial spaces more sustainable.

The AHR Expo is designed for any professional who works with HVACR-related products and services. 
Visit https://www.ahrexpo.com to find out more or to register to attend. 

Those who attend and would like to visit any of our members’ booths can reference the list below for 
booth numbers:

Carrier Northeast - Booth C1310
National Compressor Exchange - Booth C3049
Daikin - Booth C3915 
York - Booth C1336
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Brooklyn
Fan & Blower

Sales Co. Inc.

60-20 34th Avenue
Woodside, NY 11377
Phone/Fax: 718-899-9090 
email:  rich@brooklynfan.com

Energy Management Systems

p: (631) 653-9124
f: (631) 653-9177
e: kevin@countyenergycontrol.com

429 Montauk Hwy - POB 780
East Quogue  NY 11942
www.countyenergycontrol.com 

Kevin Cirincione
President

County Energy Controls, Inc.
County Pneumatic Controls, LLC

Association Development Services
An Association Management Company

Specializing in Trade Associations

Financial Management • Membership Development • Meeting & Event Planning
  Virtual Programming • Creative Services • General Administration

516-677-5183 • INFO@ASSOCIATIONDEV.COM
WWW.ASSOCIATIONDEV.COM

Contact ADS Today!

OUR FINANCIAL & BUSINESS 
APPROACH WILL EMPOWER YOUR 

TRADE ASSOCIATION TO OFFER THE 
HIGHEST VALUE TO MEMBERS

HVAC continues to play a critical
role and Carrier is at the forefront.
In 2020, we developed the OptiClean™ 
Dual-Mode Air Scrubber & Negative Air 
Machine to help support infectious isolation 
rooms in hospitals. It’s also a perfect solution 
for classrooms, restaurants and stores.

OptiClean™ was named by TIME one of their 
100 Best Inventions of 2020 recognizing 
ground-breaking inventions that make the 
world better and smarter.

#HealthierAir #Healthier Buildings

Contact CE for details: CEnortheast.com



Water Treatment &  
Maintenance Services
Cooling Water
Boiler Water
Domestic/Potable Water
Domestic Water Legionella Testing
Glycol (Install/Removal)
Sand Filter (Maintenance/Re-bedding) 
Water Quality Programs

Cleaning & Disinfection Services
Boiler Cleanings (Boil-outs)
Boiler Fireside Cleanings 
Chiller Cleanings
Coil Cleanings (Air Cooled/Water Cooled)
Cooling Tower Cleanings
Cooling Tower Disinfections
Domestic Water Disinfection
Grease Hood Cleanings
Duct Cleanings
Heat Exchange Cleanings
Ice Machine Cleanings
Multi Stack Cleanings
Pipe Cleanings

Restore & Repair Services
Cooling Tower Refurbishments
Domestic House Tanks

Roy Bernheimer, Sr. Corporate Account Manager 
516.779.2266  |  roy.bernheimer@ecolab.com
Ecolab, Nalco Water and the logos are trademarks of Ecolab USA Inc. 
©2020 Ecolab USA Inc. All Rights Reserved 05/20

Ancillary Services from  
the Global Leader  
in Water Management
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 Tremendous Inventory   Superior Customer Service  Competitive Pricing  
Fast Daily Delivery  National Buying Power With Local Ownership 

 Shop 24 Hours   Knowledgeable Counter Staff  
Convenient Locations  Great Value   

 

WE MAKE DOING BUSINESS EASY! 
 

Need help with plans and specs? 
Let our expert Engineering Department assist you with  

all your commercial applications. 
We’ll walk you through the process.   

Call the Farmingdale branch for all your engineering needs. 
 Brooklyn, NY      Baldwin, NY            Bohemia, NY        Farmingdale, NY    
 P: 718-252-2700          P: 516-223-5511       P: 631-567-4800      P:631-293-2566         
 
New Hyde Park, NY   Manhattan, NY      Stamford, CT         Milford, CT         Hartford, CT 
P: 516-216-1810          P: 212-203-3808       P: 203-359-2626      P: 203-882-5550       P: 860-727-9699
     

 

PARTS   SUPPLIES   EQUIPMENT 
WE STAND BEHIND IT ALL 



 
CE provides the right mix of equipment brands, 
aftermarket parts and supplies for residential and 
commercial projects of any size.

Interested in becoming a Carrier or Bryant Dealer?
Contact one of our branches today.

Visit Us Online: CEnortheast.com

BOHEMIA
21 Crossways East
631-588-2181

ELMSFORD
1 Westchester Plaza
914-593-7160

LONG ISLAND CITY
52-01 29th St
718-472-0200

MINEOLA
23 Roselle Street
516-941-0130



METROPOLITAN AIR CONDITIONING
CONTRACTORS OF NEW YORK (MACC)
Formerly Air Conditioning Contractors Association - NY Chapter
510 Broadhollow Road, Suite 305A
Melville, NY 11747
516-922-5832 / www.maccny.org
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REME HALO® by RGF®

• Increased Ionized Hydro-Peroxide Output 
• New Enhanced Catalyst with Zinc for Faster Kill Rates 
• Easier, Faster, No Tool Cell Replacement

The REME HALO® by RGF® is the next generation of IAQ technology. RGF® has 
redesigned its REME HVAC unit with higher Ionized Hydro-Peroxide Output, which provides faster 
kill rates for microbes in the air as well as on surfaces. Also, this higher output drops more particulates 
from the air, bringing relief to those who suffer from allergies and other respiratory issues.

For more details contact your local ABCO Sales Team. 
Call 718-937-9000 or visit www.ABCOhvacr.com


