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Z PLUVIBERZ

A BELFOR (@) COMPANY

BIGGER OPPORTUNITIES
FOR YOUR SMALL BUSINES!

“We’ve been able to put togethera
simple, self-sustaining business plan
and a model that can be duplicated to
help support many small businesses
who may be fantastic plumbers and
leaders in the plumbing industry, but
might need a little more support on
the business side.”

— Matt O’'Rourke, National Brand
President of Z PLUMBERZ

Are you ready to go bigger with your plumbing business?
Call 866.403.1335 or visit zplumberzfranchise.com/plumber8 to learn more.
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THE ULTIMATE PIPE COATING PACKAGE //—\

QUIK-COATING SYSTEM  PJPFiNne
FOR DRAIN, WASTE AND VENT PIPES v

RESTORE YOUR
PIPES TO LIKE
NEW CONDITION

PERFECT FOR 2°-16" PIPES

This affordable inspection camera is portable,
flexible and GREAT on smaller diameter pipes.

DRAIN CLEANING MACHINE

The perfect match for our Quik-Coating System, TOP CHOICE FOR PLUMBERS/DRAIN CLEANERS
excellent for cleaning & prepping pipes.

www.PipeLiningSupply.com | PHONE 888-354-6464


http://www.PipeLiningSupply.com

ULTIMATE DRAIN CLEANING BUSINESS PACKAGE

DHAINLINE JETTING EQUIPMENT

Www.

BUILT FOR THE PLUMBER

PAYMENTS FROM

7 |

20% DOWN 60 MONTHS 0.A.C.

Package also includes:

Hand- Held : : Utility

120v/2HP Premiurm Baldor Motor * Complete Package, Turn Key Ready to Use = ® 33kHz or 512Hz Operating Frequency
2 GPM 1600 PSI Adjustable Pressure » Extended Warranty (2 Years * Antenna Mode: Peak

Ball Valve On and C * No Up-Selling * Continuous Battery Life: 40

HD Frame and Ti » $490 Bonus Value Product Inrfuded * Backlit LCD Bar Graph & Indicators
100 1/4" Jetting H * Comes with 2nd Head to Inspect Smaller Variable Pitch Respo

Lazer & Ram Noz Included Lines * 126dB Dynamic Range

* Tralnlng includes flight (from lower 48 states only)to our training facility in Salt Lake C"y hotel, ground transportation and meals for one.
Freight to the lower 48 states only s included in the sale price. Please contact us for freight costs to Alaska, Hawail and Intemational.


http://www.hotjetusa.com
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) At the Ready

Inateman

Plugging & Drain Services

Stopping the Steal

This tiny anti-theft device literally is
a non-starter for would-be thieves.

- By Ken Wysocky

Plumb.en Onthe Cover

\ ﬁ" 13 "|._. Mr. Rooter of Houston co-owner and
THE F’RUUND\‘ president Rich Vigil stands in the

warehouse area at the company’s office
in Spring, Texas. Vigil owns three Mr.
Rooter franchises in the Houston area.

(Photography by Jon Shapley)

Coming Next Month -
Drain Cleaning

A Plumber Profile; Hesson Plumbing (Pickerington, Ohio)
A Industry Insider. Anthony Pacilla

4 Plumber

34

38

41

42

2l
45

From the Editor:
Remembering the Updates

When it comes to software and tools you and your
company use, it’s important to keep it all updated
to ensure productive work.

- By Cory Dellenbach

@plumbermag.com

Check out our exclusive online content.

Profile:
Hitting the Ground Running

Franchise ownership provides Houston
entrepreneur an opportunity to get three businesses
started quickly with proven methods.

- By Ken Wysocky

Industry Insider:

Stand By the Work

Offering long warranties provides many benefits
including increased revenue, building customer
loyalty and pulling in new customers.

- By Anja Smith

Smart Business:

Going Big

Even mom and pop plumbing businesses can benefit
from focusing on the trends of a few important

metrics to raise the bottom line.
- By Jill J. Johnson

Product Focus:
Service Vans, Fleet Management,
Franchises and Software

- By Craig Mandli

Case Study:
Service Vans, Fleet Management,
Franchises and Software

- By Craig Mandli

Product News:
Product Spotlight: Bidet becomes more

popular choice in U.S. homes
- By Craig Mandli

Industry News
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Introducing the Versa-Patch® versatile pipe patch system:
Easily get into CIPP and give your customers more options for pipe repair
Versa-Patch is a fully structural pipe repair at an affordable selling point to your customers.
Pipe repair usually means costly and time consuming excavation, but Versa-Patch makes quick
work of repair jobs with minimal disruption. When compared to other methods, the relatively
low initial cost, rapid cure times and minimal equipment needed for success makes Versa-Patch

a great way to enter the marketplace of trenchless rehabilitation.

3"-4" and 4"-6" Patch Kits Available in 3-foot and 6-foot Lengths
Starter kits include all supplies needed for five patches
Training available for new installers. Contact us for more information.
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It's like a A< _
power strip for JainHub. mm\,m
drain connections. J

Every plumber knows the frustration of
running out of space for drain connections.

Thankfully, there’s the DrainHub® Multi-Port
Drain Adapter. These certified and patent-
pending fittings easily accept multiple drain
connections in one small hub—saving space,
cost and time.

R Learn more at VistaWaterGroup.com.

Buy DrainHub from your preferred local plumbing wholesaler.

+/ Standards Certification & Compliance:

ASME A112.1.3 (air gap model)
ASME A112.18.2 / CSA B125.2.3 (air gap model)
] ASME A112.18.2 / CSA B125.2-15 (non-air gap models)
Mind the gap. NSF 14 compliant
For installations that require ASTM D2665 (PVC)
air gaps, a DrainHub with a ASTM F1498 (threads)
DrainHub. first-of-its-kind, two-stage
with Air Gap integrated air gap ensures
Model DHIS4-AG code compliance and virtually
OARENER Il eliminates splashing for up to Residential, commercial & light industrial
& UEIANAER ChoUp four drain connections! Food service, healthcare & water treatment
Dishwasher & clothes washer discharge
Reverse osmosis, water softener & filter systems
Distillation & dialysis systems
Furnace humidifier & condensate lines

Industries & Typical Applications:

\” VISTA WATER GROUP h vistawatergroup.com  «4 info@vistawatergroup.com  [] (480) 462-2707



http://vistawatergroup.com

7

x\

i
\ =

nowing and using technology is a must in
the plumbing industry, especially in the 21st
century with smartphones, tablets, GPS
devices and many other items now being

a necessity.

If you've ever broken a phone and had to go a few days
without it, you know how important those devices are to
you. Technology isn’t the only necessity. Software you
use on that tech is just as important.

The GPS on your plumbing service vehicles won’t
be any good if you don’t update it often to give you the
newest detours so your crews can find their way to a
customer’s home on a street that is closed. The tablets
won’t be of any use to process payments if the software
isn’t kept updated.

It’s a pain, but you need to make updating of software
and technology just as important as completing mainte-
nance on your service vans and trucks.

UPDATING SOFTWARE

Every piece of software at some point in its lifetime
will need an update. Whether you are using a scheduling
tool, a billing tool or maintenance record-keeping tool,
you want to make sure you have the latest software for that
tool or app you are running.

For the most part, it isn’t too difficult. Most software
and technology out there will alert you if there is an update,
whether it be a notification on your phone that it needs to
be updated or an email from the software company. As
long as you sign up for updates from those software tools
you have, you should get an alert.

If you don’t get updates, it would be wise every quar-
ter to check for an update. Make it a routine: If a service
vehicle goes in for an oil change, do software checks at the
same time. Tie it to something that you do on a regular
basis and that will help you or your team remember.

8 Plumber

_FROM THE EDITOR

Cory Dellenbach k R £

Remembering the Updates

When it comes to software and tools you and your company use,
it's important to keep it all updated to ensure productive work

It's a pain, but you need to make updating of
software and technology just as important
as completing maintenance on your

service vans and trucks.

ALWAYS BE ON THE LOOKOUT

It never hurts to explore what is on the “market” when
it comes to software that could benefit your company. You
could find scheduling software you like better or a differ-
ent billing program that fits your company better.

The same goes for the technology you have. Every few
years when my phone is due for an upgrade, I take a look
at all the different options out there for smartphones to
decide which one would help me the most both with my
work life and my home life (to keep track of kids’ after-
school schedules).

If you aren’t doing that scouting for new tools and soft-
ware every few years, you could be missing out on some-
thing that could really give a boost to your company when
it comes to profitability, safety or general happiness with
the crew.

YOUR TOOLS AND SOFTWARE

Are there software tools that you use on a daily basis
that you would be lost without if it failed to work some-
day? What would those be? Let me know by emailing me
at editor@plumbermag.com or calling 715-350-8436.

Enjoy this issue! @
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OVERWHELMED RUNNING YOUR
CONTRACTING BUSINESS?

Get the answers at Service Roundtable

SERVICE ServiceRoundtable.com

& ROUNDTABLE 877.262.3341


http://ServiceRoundtable.com

@ plumbermag.com

Visit the site daily for new, exclusive content.
Read our blogs, find resources and get the most out of Plumber Magazine.

OVERHEARD ONLINE

“Engage the employee in @ warm,
friendly conversation about their
future plans. Avoid burning bridges.
You never know when you and the
employee may cross paths again.”

— Handling an Employee Resignation
You Didn’t See Coming
plumbermag.com/featured
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CUSTOMER CONFIDENCE

Don’t Plant Seeds of Doubt in People’s Minds

People won’t stop needing plumbers any time soon because
there are some things better off left to the experts. It’s why
you’ll continue to get calls no matter how many DIY plumbing
videos exist on YouTube, but it’s also why you can’t afford
to say or do anything that creates doubts about your expertise
or abilities in customers’ minds. How do those seeds of doubt
arise and what can you do about it? Read this online exclusive.

plumbermag.com/featured
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GROWTH OPPORTUNITY Site Communication

. . . Effective communication is key to
Getting Into Multipurpose Plumbing 4
. . the success of any contractor. One
and Fire SprinKkler Systems . ..
. of the best tools for improving it
Most contractors are cognizant of the benefits 3 c ;
. . .. . . . is two-way radios, which allow for
of installing PEX pipe in residential plumbing . C .
. instant and clear communication
systems, but they might not be fully aware of the
. N . that ensures you and your team are
advantages of incorporating it into multipurpose

able to work effectively with each
plumbing and fire sprinkler systems. Read more other even when not inyclose rox-
about it in this online exclusive. P

T —— imity. This online exclusive provides an overview of all the
P ¢ benefits. .4 plumbermag.com/featured

r— ’7 Join the Discussion NEWS & ALERTS

Visit Plumbermag.com and sign up for newsletters
and alerts. Get exclusive content delivered right to
your inbox on topics important to you!
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VISIeN!-D N

3 Input Connections for use with
the 200, 400, and Pan & Tilt Reels

Sun Visor

LED Brightness Adjustment 10" HD LCD Screen

M/Ft Switch Charging Power Indicator

Foot Counter Reset Zoom-in 8x

Keyboard for Text Writing Image Capture

Zoom Out

Supports USB or SD Card
(64gb SD Card Included)

. 1" Self-Leveling HD Color
(3-1 USB Drive Included)

Camera Head with Built-in
512hz Transmitter

130" Durable Push Rod .
Wil BRitin FootCounter Operates Horizontally or Vertically

REPAIR CENTER

We repair all major
brands of sewer & drain
cleaning machines,
jetting, and
inspection equipment.

-Free quotes

-Fast turnaround

WORLDWIDE INC. .

www.trojanworldwide.com 800-392-4902 info@trojanworldwide.com


http://www.trojanworldwide.com
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Franchise ownership provides G =2
Houston entrepreneur an ’_ et ;i‘
opportunity to get three g e
businesses started quickly
with proven methods

By Ken Wysocky e
Photography by Jon Shapley 3
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Ebbdar Inc., dba Mr. Rooter Plumbing of Greater Houston, Houston, Texas

()14;53  Rich and Dannet Vigil
FOUNDED pg={e)ts]
EMPLOYEES Vi
L14;1'/[§23  Residential and commercial plumbing repair

and service; drain cleaning
L14;1"/[8711/]9/8  Greater Houston area
[3:5138 www.mrrooter.com/houston/




4 Mr. Rooter of Houston service technician Steven Smith, front,
talks about a sewer line with service manager and master
plumber Jonathan LeBron, at a home in the Heights
neighborhood in Houston. The home was estimated to be
around 100 years old, and the line was made from clay pipe.

ich Vigil never intended to enter the plumb-
ing industry. But faced with a career cross-
roads several years ago, the entrepreneur did
some due diligence, weighed his options and
eventually decided that a plumbing franchise would be
the path best taken.

Today Vigil, 61, owns three Mr. Rooter Plumbing
franchises that stand under the Mr. Rooter Plumbing of
Greater Houston business umbrella. Their territories
include Houston and surrounding Montgomery and Fort
Bend Counties. The franchises turned out to be a great
fit for Vigil as he navigates the last phase of his career
and his experience with this sometimes polarizing busi-
ness model offers insights for plumbers who are think-
ing about buying a franchise.

There are many reasons why Vigil chose to go the fran-
chise route. One chief motivator: investing in the fran-
chises instead of building a company from scratch allowed
him to hit the ground running with immediate cash flow.
At the same time, it gave him the opportunity to utilize
operations skills honed during stints
as an executive at several large
companies.

In addition, the franchise sys-
tem provided Vigil with a solid safety
net in terms of job security — no
small consideration as he watched
friends and colleagues his age lose
jobs during several of the most recent
oil-industry downturns. Those sober-
ing experiences prompted Vigil to g
ponder his own future as he nears |
retirement after spending more than ~ ~—— 2
30 years in the industrial, oil and
gas industries.

“I started looking at small busi- 8 o,

nesses involved in something I
thought I'd enjoy doing,” Vigil says.
“We ran across the plumbing fran-
chises and it looked like a good fit
for us — the right size and the right
purchase price.

» Daisy Herrera prepares a quote for a
customer outside of her service van.

“Because I was starting this later in life, I wanted to
minimize any business risks. I also wanted a system in
place so I wouldn’t have to reinvent the wheel. Plus 'm
a hands-on kind of person and enjoy working with my
hands, so the plumbing industry seemed like a good fit.”

PROVEN TRACK RECORD

Vigil and his wife, Dannet, invested in the franchises
in August 2019. (Mr. Rooter Plumbing is one of 28
home-service franchise brands owned by Texas-based
Neighborly company.) What made him think he could
succeed with no plumbing experience?

“Ihave alot of experience managing teams, so I wasn’t
too worried about the business side of things,” he says,
“but I also have an apprentice card and plan to become
a master plumber so I can hold my own business plumb-
ing license.”

One of the appeals of the Mr. Rooter franchises was
the brand’s solid reputation in the industry. Another plus
factor: The franchises use ServiceTitan, a cloud-based

B
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w Jonathan LeBron

checks over a water heater

(Bradford White Defender)

installation as he waits for

a city inspector at a home
in Stafford, Texas. /| business-management system that does

everything from revenue reports and digital
invoicing to monitoring the return on
investment for marketing campaigns and
dispatching/job scheduling.

“ServiceTitan provides you with proven
business processes that are fairly easy to learn,”
he explains. “Having that system already in
place was instrumental to our decision.”

Furthermore, the Vigils also were swayed
by the company’s code of values and an estab-
lished customer-service process for technicians
called the 14 Steps. This system helps ensure
quality of work in much the same way that some
well-known fast-food chains maintain consis-
tency of products and services across thousands
of stores nationwide.

e ——mmmmma

“The code of values struck close to our
hearts,” he notes. “And the 14 Steps explain how
technicians operate from the time they arrive
at a customer’s home or business to when they
finish. It provides great guidelines and obvi-
ously was already successful because it’s been
around for quite some time.”

ONE STEP AT A TIME

The 14 Steps provide detailed guidelines for
handling service calls. They instruct techni-
cians on a wide range of items, including where
to park (in the street, not on a driveway); where
to walk (on sidewalks, not on lawns); how to
greet and break the ice with customers; wear-
ing shoe coverings; putting down tarps and
towels in work areas; providing a thorough
diagnosis of a problem; and providing a price
for a job before work begins.

“It serves an internal purpose, too,” Vigil
says. “It puts all employees on the same level.

k& Because [ was starting this later in When we hire new people, we can hand them

/ ’// the 14 Steps, which helps them develop sound
|HCE; | wanted to minimize any work habits. Nothing but good comes out of
business risks. I also wanted a developing good habits.”

/ J The company’s code of values essentially
S\/Stgm n D|E1[E S0 | wouldn't centers on the old golden rule, which advises

have to reinvent the wheel” people to treat others the way they’d want to
/S be treated. More specifically, the values center
Rich Vigil on four main categories: respect, integrity, cus-
tomer focus and having fun in the process.
% ’
7,



) Daisy Herrera, right, gets tools and
material she'll need to complete a
leak repair, while Jonathan LeBron
helps with the ladder.

“I simplify it by telling people that if they do
the right thing, they never have to worry about
the outcome,” he says.

How does Vigil make what’s often a dry and
forgettable document actually live and breathe?
The values are read at the start of every weekly
training meeting and Vigil makes a point of cit-
ing examples of their value, based on techni- k
cians’ actual experiences whenever possible.

“I try to pick out something that happened
recently with a customer or a technician to show how these
values are applied in real life,” he says.

For example, at a recent weekly meeting, Vigil cited a
complaint from a dissatisfied customer to illustrate the value
of respect, which includes acknowledging that everyone is
right from their own perspective.

“The customer said the work area wasn’t left as clean as
it could’ve been,” Vigil explains. “The response from the
technician was, ‘He’s always a difficult customer, and I left
the area just like I found it.”

MINI GLEANER +

e

REINSTATEMENTS THROUGH
- PROBLEMATIC BENDS
- MULTIPLE BENDS

- P-TRAPS

MINI SMART SWEEPER

He continues. “That provided a teachable moment. We
talked about how we want to do better than that — how
we should clean up an area beyond customers’ expecta-
tions and convert them from ‘difficult’ customers to great
customers.”

EQUIPMENT COUNTS, TOD

Along with consistent customers processes, good
equipment is essential to providing great customer ser-
vice. To that end, the company owns about two dozen

CPICOTE

LIFE FOR PIPES

CLEAN & DESCALE 17 - 3" PIPES:
- Tuberculation
- Roots
= Calcite
- Mineral & Uranic Scale
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drain-cleaning machines, mostly
manufactured by Gorlitz Sewer &
Drain, with a few more made by Spar-
tan Tool.

The franchises also rely on two
water jetters: One trailer mounted Model
4018 made by U.S. Jetting (4,000 psi at
18 gpm) and a Brute jetter built by Jet-
ters Northwest (4,000 psi at 9 gpm) and
mounted in a Chevrolet Express ser-
vice van.

In addition, Vigil has invested in
15 RIDGID SeeSnake pipeline-inspec-
tion cameras, two RIDGID NaviTrak Scout pipe locators
and 12 service vehicles: five Chevrolet Express vans, three
Ford Transits and four Nissan NV 2500s.

Technicians generally use Milwaukee Tool power
tools, Vigil says.

Franchises Are a Good Fit
for This Texas Entrepreneur

Plumbers’ opinions about plumbing franchises vary
greatly. Some plumbers think they're the greatest thing
since sliced bread, while others consider them the equiv-
alent of a business straitjacket — accompanied by an
expensive price tag to boot.

Benefits of owning a franchise include proven, built-in
processes for training and customer service, marketing
assistance, national brand recognition, buying power
(through volume discounts) and a network of colleagues
to lean on for free business advice.

Cons include high upfront costs, long-term agree-
ments (typically 10 years), less independence and a cer-
tain amount of anti-franchise sentiment among
consumers.

According to IBIS World, a global business-research
firm, there currently are 253 plumbing franchise com-
panies in the United States — a 1.6% increase from 2020
— with hundreds of franchises under their corporate
umbrellas.

High initial investments and annual fees are two big
concerns. According to the Mr. Rooter Plumbing website,
buying a franchise requires an initial $40,000, another
roughly $80,000 to $187,000 in start-up costs, an annual
license fee (which is a percentage of gross sales), a mar-
keting and advertising fee that’s also calculated as a per-
centage of gross sales and miscellaneous minor fees.

16 Plumber

4 Master plumber and service manager Jonathan LeBron, right, talks with a customer as
Daisy Herrera, a journeyman technician, waits in the attic to complete a water heater repair
at a home in Katy, Texas.

SOFAR, SOGOOD

When Vigil first bought the franchise, he heard that
it wouldn’t be unusual to lose half of the employees. But
no employees resigned, which gave him confidence that

things were moving in the right direction.
Continued )

But for businessmen like Rich Vigil, the owner of three
Mr. Rooter Plumbing franchises that cover the metro
Houston area, the investment was a no-brainer, even
with the high startup costs.

“A lot of people get hung up on a franchise fee; they
feel that’s a lot of money that could go to the bottom
line,” he says. “But | get a lot in return for that investment
— things like proven processes and name recognition.
I’'m not sure I'd get the same kind of return on invest-
ment if | started Rich’s Plumbing Service.”

As for the independence-versus-requirements issue,
Vigil says it's not a big deal.

“The company isn't hardcore about what you have
to do,” he says, rebutting criticisms that franchisees are
constrained by rules and regulations. “If you do some-
thing different, but it's inside the guidelines and it works,
they're okay with it.”

He continues, “But I'm happy to comply with the
guidelines because they're tested and they work. To suc-
ceed, you need uniformity and consistency in a lot of
areas — that’s the bottom line.”

“And quite honestly, if this was my personal business,
I'd run it the same way as a franchise,” he adds. “With-
out good processes, you're not going to be successful,
franchise or no franchise.”



THE WORLD'S LARGEST SELECTION OF LINERS,
CALTUBES AND OTHER ESSENTIAL LINING MATERIALS.

-

Source only the highest quality CIPP liners and CalTub
from MaxLiner® and be more than prepared on each and e\
jobsite with the right lateral equipment, materials and suppor

MAXLINERUSA.COM " @ &EB)
GO WITH MAXLINER: 877.426.5948
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k& | like running a good team and helping people

grow. | get a lot of satisfaction out of that.”
Rich Vigil

Over the years, low turnover rates underscore the
importance of creating and maintaining a supportive cor-
porate culture, he notes.

“We emphasize transparency and communication,”
he says. “I have an open-door policy and I try to talk to all
of our employees every day — take the pulse of the com-
pany. Maintaining a great environment is an ongoing chal-
lenge, along with continually improving our processes and
making sure we get a good return on the money we spend
on things like equipment and advertising.”

Of course, there are times that employees leave the
company for various reasons. Vigil says he recently lost
three technicians, two who moved out of the area and one
who decided to make a career change — but no one left
because they didn’t like the company.

“If people leave for those kinds of reasons, then we’re
doing something right,” Vigil says.

When the company needs to find more employees, a
referral-bonus program — in which employees get $500
if someone they recommend for a job gets hired and stays
on for at least six months — is helpful.

“T've always felt that if you have a good organization,
a good environment, a good reputation and good employ-
ees, your employees will be your best recruiters,” he says.
“And that’s how it’s been working here.” In fact, three
apprentices hired within the last year were referred by one
employee, he notes.

“We even had two ex-employees that left the company
under the prior ownership come back and we’re happy to
have them on board,” Vigil adds.

GROWTH POTENTIAL

As Vigil looks back on his decision to invest in the
franchises, he says he has no regrets. He finds the work
gratifying, challenging and interesting, especially aspects
such as team building and employees’ professional
development.

“Ilike running a good team and helping people grow,”
he explains. “I get a lot of satisfaction out of that. I always
say that if youre doing a job you like, it doesn’t feel like
work. And this doesn’t feel like work to me.
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4. Journeyman technician Daisy Herrera walks a customer through
how they will repair a leak.

He adds, “T also like working for myself. I haven’t had
a boss this good for a long time, even if he is pretty
demanding.”

Looking ahead, Vigil sees room for growth.

“This franchise once was more than twice its current
size,” he points out. “So I know there’s a good opportunity
to be at least twice as big as we are now. So that’s my goal
for the next three years.” B
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Bradford White

Water Heaters
800-523-2931
www.bradfordwhite.com

Gorlitz Sewer and Drain, Inc.
877-446-7548
www.gorlitz.com

Jetters Northwest
877-901-1936
www.jettersnorthwest.com

Milwaukee Tool
800-729-3878
www.milwaukeetool.com

Mr. Rooter
254-759-5820
www.mrrooterfranchise.com

RIDGID
800-474-3443
www.RIDGID.com

ServiceTitan
855-899-0970
www.servicetitan.com

Spartan Tool LLC
800-435-3866
www.spartantool.com
Adonpage5

US Jetting
800-538-8464
www.usjetting.com
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Our products are cutting edge.
Our programs, even sharper.

Every. Detail. Matters."

We take painstaking efforts to provide only the highest quality products.
But that's just the beginning. The same attention we give to creating
a healthier way of living® is also applied to the Rinnai PRO Network.
From loyalty point rewards to 24/7 real-time tech support to qualified
leads and marketing help for growing your business, we're redefining a
working relationship that works harder for our partners and increases
your bottom line. Become a pro at rinnai.us/PRO-Network

Copyright 2021. Rinnai® and creating a healthier way of living® are the registered trademarks of Rinnai Corporation used under license by
Rinnai America Corporation. Every. Detail. Matters™"is the trademark of Rinnai America Corporation.

Rinnai.
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WORKING WELL
UNDER PRESSURE

Building Drain and Sewer Equipment since 1981.

4008H Power Unit
»8 gpm @ 4000 psi
»800 cc EFI Honda Engine
»400' x 3/8" Jet Hose
on DC Powered Reel

Just Add A Tank! | Call for Quote I

3012H Power Unit

»12 gpm @ 3000 psi

»800 cc EFI Honda Engine
»400' x 1/2" Jet Hose
on DC Powered Reel

Call for Quote|

4008H Compact Skid

»8 gpm @ 4000 psi
»800 cc EFI Honda Engine
»400' x 3/8" Jet Hose on DC

Powered Reel

Call for Quote|
3012H Compact Skid

»12 gpm @ 3000 psi
»800 cc EFI Honda Engine
»400'x 1/2" Jet Hose
on DC Powered Reel

L naovik | Call for Quote |

»8 gpm @ 4000 psi
»800 cc EFl Honda Engine
»200'x 3/8" Jet Hose
on Manual Reel

»8 gpm @ 4000 psi
»800 cc EFl Honda Engine
»200'x 3/8" Jet Hose
on Manual Reel

»7 gpm @ 4000 psi
»690 cc Honda Engine
»400' x 3/8" Jet Hose on DC Reel

»7 gpm @ 4000 psi
»690 cc Honda Engine
»400' x 3/8" Jet Hose on DC Reel

All Jets Shown Come with Pulse Valve, 2 Jet Nozzles, Tool Box, Gloves,
Safety Glasses, Tip Cleaner, Tiger Tail, Wash Down Trigger Gun with Nozzles.

Pressure Washers & Drain Jetting Equipment

We Build Electric, Gas and Diesel powered models
up to 4000 psi, flows up to 40 gallons per minute.
Don't see exactly what you want....

‘We will custom build exactly what you want!

800-648-5011 | www.camspray.com | sales@camspray.com
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Leak control technology
so comprehensive, it even

protects your bottom line.

Sell your customers proven, premium leak

control technology. Only FloLogic has EverWatch™
flow-sensing, which constantly monitors for the tiniest
ofleaks anywhere. If one is detected, it automatically
sends an alert and shuts off the water. Smarter water
technology is also smarter for your business,
providing higher margins with every sale and install.

Availablein 17, 1.5” and 2” valves.

Learn about the best by visiting flologic.com
Or call 877-356-5644

FloLoqic

Smarter Water Control™

© 2019 FloLogic, Inc.


http://flologic.com

THE SUPERIOR UV SOLUTION

Bringing the speed and
efficiency of UV curing
to repair any pipes.

+ Exclusive UV assembly
ensures light will
penetrate through
the entire liner

+ Cold Cure resin densely
cures in as little as
10 minutes

+ GRP liner tubes provide
structural strength and
are available in wyes
and tees

+ Precision Push or
Pull-in-Place
installation provides
perfect positioning
within the pipe

BENEFITS

- Cures in minutes

+ Minimize risk of error

« Wet out on or off site

« Impervious to ambient
temperature

Ffloww '

WE FIX PIPES

www.nuflow.com
866-248-6880

nu.cure

COLD CURE UV
Repairs pipe
3"to6"in
diameter

NEW!

nu.cure

2" COLD CURE UV

Repairs pipes
as small as
2" in diameter

Call today to
book a demo!

For tour dates and more
information log on to
www.nuflow.com/roadtrip
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Stopping the Steal

This tiny anti-theft device literally is
a non-starter for would-be thieves

By Ken Wysocky

ven though it happened a decade ago, Gerhard

Kiessling still vividly remembers when thieves

stole a Ford F-350 extended cargo van owned by
the company he co-owns, Minuteman Plumbing and
Drain Services, based in Garden Grove, a southern sub-
urb of Los Angeles.

It’s no wonder it sticks in his memory. After all, it’s
hard to forget the time your company loses roughly
$155,000 in tools, equipment, materials and truck repairs,
not to mention a trailer-mounted water jetter, made by
U.S. Jetting.

But Kiessling no longer worries much about the secu-
rity of the company’s 18 service vehicles, mainly Ford
F-350 and Chevrolet 3500 pickup trucks, equipped with
service bodies made by Knapheide Manufacturing Co.

The reason for his peace of mind? A Ravelco anti-theft
device installed on every vehicle. In the past 45 years, no
vehicle equipped with a properly installed Ravelco device
— more than five million vehicles in all — has ever been
reported stolen, according to the company’s website.

“We install a Ravelco device on every truck we pur-
chase,” Kiessling notes. “It’s the closest thing to a com-
pletely foolproof anti-theft device.”

THEFT SPURRED CHANGES

Over the years, Minuteman Plumbing has tried var-
ious theft-prevention devices, ranging from aftermar-
ket alarm systems to one that relied on steel columns
that locked into place on a truck’s steering column,
Kiessling reports.

But losing the Ford F-350 van spurred him to search
for a better security solution for the company, which

) The owner of Minuteman Plumbing and Drain Services in Garden
Grove, California, Gerhard Kiessling, holds the plug from a Ravelco
vehicle anti-theft device. He has Ravelco devices installed on all
of the company’s 18 service vehicles. (Photo courtesy Minuteman
Plumbing and Drain Services)
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Minuteman Plumbing and Drain
Services, Garden Grove, California

Gerhard Kiessling and Tommy
Burrows

Ravelco anti-theft device

Theft prevention

An activation “plug” required to
start a vehicle; base unit mounts
on or behind dashboard, with
steel-clad wires behind it; wires in
engine compartment are disguised
to look like other factory-installed
wiring or hidden by engine
components; lifetime replacement
warranty; no monthly fees or
ongoing charges; comes with a
quick-disconnect keychain to hold
the plug when not installed.

minutemanplumbingservices.net

- M At the Ready
Phuies

g & Drain Services



> The Ravelco anti-theft device with the key for it.

w The Ravelco anti-theft device shown installed on a vehicle.

(Photo courtesy Ravelco)

&& After the plug is removed, the vehicle will not start —
period. Nothing. The engine remains completely dead.”

Gerhard Kiessling

employs about 26 people, was established in 1986 and
does commercial service and repair work and drain clean-
ing throughout southern California.

“Pain and suffering brings change,” Kiessling notes.
“At least it does for me.”

The thieves stole the truck, which was equipped with
an aftermarket alarm system and so-called “hockey-puck”
padlocks on storage cabinets while it was parked outside
a technician’s home, he says.

The truck was found abandoned about 45 miles away
from the technician’s house. The thieves completely
stripped it of roughly $75,000 to $80,000 worth of tools,
materials and equipment, including copper pipes, drain
machines and faucets and other fixtures.

“When the van was recovered, it barely ran,” Kiessling
recalls. “Almost everything had been destroyed — win-
dows broken, steering column damaged, hockey-puck
locks torched off [removed with acetylene torches]. In all,
the damages totaled about $150,000.

“Obviously, we filed a claim with our insurance com-
pany, but then you get punished financially when you
renew the policy,” he continues. “When it comes right
down to it, vehicle insurance is nothing more than a refi-
nancing plan.”

THWARTING THIEVES

The Ravelco anti-theft device is designed to thwart
thieves’ strategies, such as stealing a vehicle and driving

it to a safe location where there’s time to assess
the contents and remove anything valuable.
Thieves typically break a window, disable any
alarm wires under the dashboard and start the
vehicle by “hot-wiring” it.

But the under-dashboard wires for the Rav-
elco device are clad with steel to resist cutting.
This forces thieves to use a less-preferred tech-
nique: Disarm the device by working under the
hood — and out in the open.

However, all Ravelco wires inside the engine com-
partment are disguised to look like factory wiring or
placed behind engine components. Figuring out which
wires connect to the base unit is too time-consuming
and risky to do while standing outside a vehicle with its
hood up.

But the real secret sauce is the Ravelco “plug,” a small
removable device. Each plug is keyed to a specific vehi-
cle and easily attaches to a provided quick-connect key-
chain when not in use.

A base unit for the plug is installed in or underneath
avehicle’s dashboard. When the plug is inserted into the
base unit’s receptacle, it completes a circuit that allows
electricity to flow through key components needed to
run an engine.

When the plug is removed, however, electricity can’t
flow to those critical components, such as the ignition,
the starter, the fuel pump, sensors and so forth.

“After the plug is removed, the vehicle will not start
— period. Nothing. The engine remains completely dead,”
Kiessling says.

DEPENDENT ON TECHNICIANS

Of course, the device only works if technicians
remember to remove the plug every time they leave the
vehicle. The company did have one truck stolen several
years ago, but only because the technician forgot to remove
the plug after parking the vehicle, he notes.
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“Through a GPS system, we recovered the truck fairly
quickly and things still were pretty much intact,” Kiessling
reports. “We were very, very fortunate.”

To ensure as much compliance as possible, the com-
pany makes every possible effort to keep plug removal top-

clearpathGPS

F I eet Mana gemen t of-mind for technicians; creating a Ravelco-minded culture
. is critical, he says.
S o I utions “At our weekly training meetings, I always ask the tech-

nicians to pull out their keychains and show me their

plugs,” he says. “If they can’t produce a plug, guess where

* No contract required it is? I remind everybody all the time about how import-
 Easy to install and use ant it is to remove the plug when they leave their truck.”
The device must be installed by Ravelco and costs

$649.95. Kiessling says it’s a great investment compared

* 30-day money back guarantee to the potentially significant financial losses incurred when

a vehicle is stolen, not to mention the time-consuming

hassles that ensue related to filing police reports, handling

insurance claims and so forth. Or the revenue lost when

* Top-rated customer support

a technician can’t work until another truck is available.

“I absolutely would recommend this product to other
plumbers,” he says. “The only thing that can defeat it is
human error.” B

where the company, the employee and the customer
all have towin. If just one loses, everyone |oses.
We live off this. If @ customer is upset, for example,
then the employee didn't make sure the customer wan.
Orif we don't provide a great Customer experience,

Excellent H Trustpilot our profitability isn't as good, so the company doesn'twin.

Learn how ClearPathGPS

: Richard Hart
can help you improve your Harts Services
operations and bottomline, Tacoma, Washington

visit us online or call today!
Read what
to contractors in every

www.ClearPathGPS.com issue of Plumber.

Subscribe for FREE at plumbermag.com 2

(888) 734-0384

24 Plumber


http://www.ClearPathGPS.com

ALLAN J. COLEMAN

Calllusktoday
Chicagoy;73:726:2400,

SINCE 1905

5725 N. Ravenswood Ave. ¢ Chicago, IL 60660
6003S 40th St., Ste. #5 * Phoenix, AZ 85042

RP 241 Press Tool

\ * Multiple Size & System - RIDGID has the only compact
press tool that can go up to 1 %" on copper & stainless steel;
up to 1 %" on PEX tubing; and up to %" iron pipe

A * Bluetooth Connectivity - Connect to your tool through
your phone and manage important information like
cycle count and battery life

e New 12V Lithium-lon Battery - Over 140 crimps per charge

* Jaw Capacities - copper and stainless steel capacity: %2"- 1 14",
PEX Capacity: 15" - 1 4", steel capacity: 1" - %"

i

RP 350
Press Tool

* Brushless motor capable of over
100,000 press cycles

* Endless 360° head swivel for reaching
tight spaces

* Bluetooth connectivity and advanced
upgraded color-coded light
indicators for easy operation

* Robust LED lighting for
low-light applications

e Capacity - 2" to 4" for copper,
carbon™ and stainless steel,

Press Booster is needed %" 10 2" for PEX

for carbon steel

Authorized PROPRESS
Service Center

TURN AROUND TIME ON MOST TOOLS
SERVICED IS 48 HOURS OR LESS!

L WED

B NASHVILLE

RIDGID Parts!

OLDEST NAME IN THE BUSINESS — Over 115 YEARS OLD

IPhoenix{602:638:0600

info@allanjcoleman.comewww.allanjcoleman.com

Standard Series
ProPress® XL-G™ Rings

« Patented ring design to
make pressed
connections for 2 %" -
4" copper
or stainless steel tube

* XL-C Rings and /2
Actuator Jaw include
patented swiveling
feature that allows
the tool to connect to the
ring at any angle relative

to the tubing be placed -
+- 90°, relative to the -
tubing being pressed, allowing greater access in tight spaces -
« Designed in conjunction with the ProPress XL-C fittings, ensuring -
total system compatibility ol
» Compatible only with RIDGID® Standard Series pressing tools “’_’
* /2 Actuator Jaw features new jaw identification clips, for fast, \
easy identification of the appropriate pressing jaw L
<3

-

MegaPress® 3

Jaws And Rings

* Press connections can be
made on a “wet” system

* Flameless system
eliminates the need
for hot work permits

* Join %" to 2" commercially
available black iron pipe
schedules 5 through 40

Now With 2 LOCATIONS
To Better Serve You

a

Buy Online at

AllanJColeman.com

you buy the best,
you are only sorry once!



STOP ROTTEN
EGG SMELL

ﬂﬂin —sz33
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GOER0-PROTEG

WWW.CORROPROTEC.COM/BECOME-A-RETAILER

A built-in battery cradie’ is now standard
on all Electric Eel eCAM Camera Systems!

W This new standard feature adds convenience for the operator and allows

- mlahla Baﬁﬁw life is 6-7 hours when fully charged.

eCAM Pipeline Inspection Cameras are professionally engineered to inspect
Wz" to 107 dlameter mpelinll A user fnenly way to quickly inspect plpehnes for maintenance

*Accepts a Mitwaukee M18 or equivalent batiery
(Battery Not Included)

% % 1-800-833- 1212 www. electnceel com
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BLUELIGHT “sy

LIGHT sfieCory
YEARS AHEAD

THE NEXT GEN f

BLUELIGHT LED" g\ )

CURES UP TO "
5X FASTER

THAN OTHER

CIPP CURING

METHODS.

Instead of waiting hours for a liner to cure, work at light speed with the exclusive,
game-changing technology of the Bluelight LED® lateral lining system from
HammerHead Trenchless. With its compact footprint and amazing speed, installers
can instantly increase productivity and get more jobs completed faster.

The Bluelight system’s enhanced features include intuitive touch screen interface,
three light-head options, interchangeable reels, state-of-the art software, automated
quality assurance, superior resin stability and more. Experience the next generation
of lateral CIPP with Bluelight LED® only from HammerHead.

@Q’ REHAB & REPLACEMENT. REDEFINED Learn more: hammerheadtrenchless.com/bluelight


http://hammerheadtrenchless.com/bluelight
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Stand By the Work

7 By Anja Smith

comprehensive warranty policy can provide a
A critical differentiation point from your

competitor. It’s surprising how few plumbing
companies are comfortable publishing a robust warranty
program. Especially since most of us will bend over
backward to correct issues.

Most plumbers stand by their work. So why are we
all so afraid to put that energy into a written policy? One
of the toughest parts of earning new customers is
establishing trust. What could send a stronger message
than a firm and well-articulated warranty policy?

An incredible warranty policy can increase
your revenue, improve your close rate, build customer
loyalty and act as an important marketing tool.

You all know this phrase, “You touch it, you
own it.” This mentality permeates the industry.
Sometimes it’s used with a sense of pride and
sometimes with annoyance, but it reflects the reality
of the situation. Both customers and plumbing
companies expect we take ownership of a problem
and see it through.

TAKING CONTROL

So in that way, a solid warranty is leverage. It creates
well-defined boundaries, acknowledges reality, and allows
you to control the conversation. Instead of being frustrated
that “you own it,” use this sense of ownership as a reason
to increase your prices.

Be the outfit in town that offers an incredible war-
ranty and charges accordingly. Use high-quality materi-
als you are comfortable standing behind. Those companies
will also have a warranty to back up any issues their mate-
rials cause.

If you are buying from a reputable dealer, there should
be no problem getting manufacturer credit on the parts
and maybe compensation for your labor expense. Offering
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Offering long warranties provides many benefits including increased
revenue, building customer loyalty and pulling in new customers

awarranty means you can charge a premium. This instantly
increases your topline revenue.

If you've been looking for a differentiator to stand out
from your competition and a reason to raise your prices
— five year, ten year, and lifetime warranties are certainly
worth a 10-20% premium to the customer. Customers will
decide faster and with more confidence, even at a higher
price, when they know you will stand by your work.

Basically, an extensive warranty builds instant trust
and rapport with your clients. It’s hard to get a customer

Basically, an extensive warranty builds instant
trust and rapport with your clients. It's hard to
get a customer to pay more for vague thinas like
guality and customer service. They want tangible
value, and a strong warranty provides it.

to pay more for vague things like quality and customer
service. They want tangible value, and a strong warranty
provides it.

SENDING THE MESSAGE

When you accept and even embrace ownership, it
sends a few very important messages to your customers.

The plumber’s argument is that if there are any problems
with the installation, it’ll show up quickly. “Anything
more than insert-whatever-arbitrary-amount-of-time-
here of days is unnecessary.” I don’t disagree.

But if that is true, then what is the harm in providing
a longer warranty that matches the expected lifespan of
the installed item? Match the manufacturer’s warranty



on the labor side and your customer feels a sense of ease,
confidence and security unmatched by most of the industry.
It may be unnecessary, but it serves the important function
of ensuring you’ll be the plumber they call out next time
there is an issue.

Warranty calls don’t always turn out to be unchargeable.
We've all gotten a call about a “bad install” that turned
out to be a completely fresh problem caused by re-pressurized
lines, stirred up water heater sediment or, I don’t know,
people not understanding that rebuilding their hall toilet
has nothing to do with their kitchen sink clog.

Some of you also need a warranty program in place
to save you from trying to fix things that you should
replace. When you take the time to write out policies
around this, it will also create some guidelines for your
field staff. You are putting a hefty promise behind the
work you are doing, which may help them think twice
before changing out the elements on a 12-year-old
water heater.

YOUR SOURCE FOR

SeeSnake® TruSense™
Camera Reel

' Reporting Monitor*

2

CS65x Digital
Reporting Monitor*

Flexshaft
K9-102, K9-204

&

SeeSnake® Compact M40
Camera System

SeeSnake®
MAX rM200
Camera System cggxversa Digital

Recording Monitor*
*With Wi-Fi

microDrain Reel

CALL

TOLL FREE:

888-947-8761
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You can also offer a membership and tie your warranty
period to maintaining a small membership fee each year.
This means that you get that revenue slowly over time,
but increase customer loyalty. When a customer
continuously has their wallet out for you, they will call
you for all of their plumbing needs.

“Unmatched Warranty” is a pretty great headline. If
you have the best warranty in your town, you are giving
a logical reason for potential customers to call you vs.
your competitor.

TRANSFERABLE WARRANTIES

When you do a re-pipe, what’s holding you back from
offering a transferable lifetime warranty? Before you
decide I'm crazy, hear me out.

Uponor has a 25 year warranty. Even if you aren’t
using Uponor, the realistic life expectancy of PEX and
PEX fittings is 50 years. Longer than almost anyone lives

in any single home. Continued )

" COMPANY

Longer lease rates also available. Call Keith for details.

BUYING A SEESNAKE?

CALL US FOR (BB L 3

WILL NOT BE
GREAT PRICING &
FREE SHIPPING! \\ghaaeda

- Call Evenings and Weekends
Keith:

5037 NW 10th * Oklahoma City, OK 73127
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But what about the transferrable part? Okay, so the
next 2-3 owners of that house are going to call you for
plumbing issues because they will not be sure if it falls
under the warranty. If the customer lives in that house
for 50 years, you've created a customer for life.

Worst-case scenario, you replace a few bad fittings.
Best-case scenario, you have a very logical reason to
increase the price of that job because of the risk you are
taking off of the customer and accepting yourself.

Because that is what all this is about, transfer of risk.
That’s why a great warranty is worth higher prices. But
is it that much more risk? When you get past the initial
fear response of making these claims, the simplicity of it
feels borderline gimmicky. After all, how many people
are going to forget about the warranty, move without
sharing the information or just never have a problem?

TALK TO A PROFESSIONAL

You can put exclusions in place, like high water
pressure, cutting or drilling through a line and acts of

Pulsar
2000

Line Tracer

v’ Locate Lines
v’ Locate Water Leaks

¢ Training Video

The Pulsar 2000 line tracer is designed primarily to locate metallic
pipes. The Pulsar 2000 is a directional line tracer. Connect the Pulsar’s
powerful and unique transmitter to your target pipe and locate only that
pipe. Locating can be accomplished under floors, in walls and in ceilings.
The Pulsar 2000 does not require grounding.

Leak detection personnel... The Pulsar 2000 is a must have locator.
Now you can quickly identify the pipe location, thereby reducing the
search area of the leak.

100% satisfaction guarantee... We are so sure that you will see the time
saving benefit of the Pulsar 2000, we will let you return it for a full refund
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God. The extent of the fine print is up to you. Whatever
lingering fear you have over this idea is healthy. But that
doesn’t make it a bad idea.

The fear about warranties is mostly unjustified, but
itis important to put boundaries and bumper guards up
to protect your business from vultures and fraud. Therefore,
I recommend talking to a lawyer and getting a great
exclusion clause written in fine print at the bottom of
your invoice or membership agreement.

The pros can quickly add up and outweigh the risk.
Maybe you don’t have to go all the way to a transferra-
ble lifetime warranty, but consider pushing a bit past
your comfort zone. Or at least past your competitor’s
comfort zone. B

Anja Smith is a writer/speaker at Tradebiz Toolbox.

if you are not satisfied. If you want to learn more about the Pulsar 2000
and our leak locating equipment, please call 214-388-8838

or e-mail jsmll@aol.com for a free demonstration video or CD

and references of satisfied customers.

We have been using the Pulsar 2000 along with the XL2 fluid detector
and Geophones since January 1989 in our leak locating business. Our
leak locates are accurate 95% of the time, but | can honestly say, the
line we trace is always there. Our equipment is user-friendly and requires
very little training, as you will see on the video. Purchase the Pulsar 2000
line tracer, XL2 fluid detector and Geophones, and start locating leaks

immediately.
< |

www. Pulsar2000.com




DURACABLE DALE ‘ WORDS OF WISDOM

pLW AYS BE PREPARED

- WITH CABLE HT’S -

W Mnn

A
e
T =

DURAFLEX. DRAIN CABLE IS UP TO THE TASH.

DURACABLE.COM C DURACABLE. 800-247-4081
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http://duracable.com

REDUCE INJURIES. IMPROVE PRODUCTIVITY.

ADD A MAGLINER TO YOUR TEAM

u,,.:' HEAVY DUTY POWERED

. STAIR CLIMBING HAND TRUCK
- WITH FOLDING HANDLE
41 b HDL36OF
-
\\'t\ HEAVY DUTY HAND
= [ A\ TRUCK WITH 4TH WHEEL
\: ATTACHMENT
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Magline, Inc. — Standish, MI 48658

WIAGLINER® 1.800 MAGLINE

magliner.com

Have A Business Growth Problem?
Our Coaches Have The Answer.

“If Nexstar Network tells me to do something,

I'm going todoiit.” m-

-Aaron Gaynor
ers

.

After 14 yearsin the industry, Aaron Gaynor of The Eco Plumbers

hasagrowth rate to be proud of. He's gone from 8 trucks to 70;
from 13 employeesto 120 and counting.

Schedule Your Call 888-240-STAR (7827)
Email membership@nexstarnetwork.com
Visit nexstarnetwork.com
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Water Meters & Sub-meters

Starting at

$105

Starting at _.-". o . j o= Starting at — > y
$55 | $119 o DEE
* e L Pit Ra
$100
WM-PC WM-NLC D10 T10
Plastic Multi-Jet Lead Free Multi-Jet  Lead Free Pos. Disp. Lead Free Pos. Disp.
1/2" to 1 1/2" NPT~ 1/2" to 2" NPT 1/2" to 1" NPT 3/4" to 1" NPT

11/2" & 2" Flange

Remote Digital Meter Displays

Add any of these remote displays to any meter above!
Battery Powered (10 year Life), Simple 2-wire Hookup to Meter

Lockable NEMA 4X Cabinet

"\ e Switchbox or for Up to 10 Displays

Wall Mount
/' ® Weatherproof
* Up to 2 meters
° geplaceable Panel Mount with in Weatherproof Enclosures
attery Reset Button Single, Locking Reset, Dual

Wireless Remote Meter Reading Systems
| P

.Q::::Kg{// NWIC@HTU“‘“ -llmmm)

\\\\\\\\\\\ LIS

Wifi, Ethernet, or Cellular

Our friendly sales and support staff make it easy for plumbers to provide expert
sub-metering system installation. Our systems come pre-programmed according to
your instructions for a simple “plug-n-play” installation.

* Fast Shipping

€ * Expert Support
Gwso * Free Shipping on orders over $100
Q Call 855-871-6091 or visit us online
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Going Big

Jill ). Johnson

Even mom and pop plumbing businesses can benefit from focusing
on the trends of a few important metrics to raise the bottom line

By Jill J. Johnson

ig Data is critical to business success because it
B provides important insights and information.

Large enterprises use sophisticated systems to
track data and often have internal analysts on their team
to crunch their numbers. Or they hire outside experts to
do it for them. Yet any enterprise can take advantage of
Big Data, no matter their size, especially if you reframe
your definition of “big.” You can use your data to better
understand customer needs and buying patterns to further
develop strategies that could impact sales. Insights like
those developed using data become amazingly useful to
any company, no matter how small.

DON'T BE AFRAID OF ANALYTICS

You’ve heard some people say, “I'm really not a
numbers person.” Perhaps they use this as their excuse
for avoiding data, much less Big Data, because they
might feel reluctant to dive in and give it a try. You
do not need an MBA or finance degree to begin working
with the data associated with your business. Anyone
can learn and understand at least a couple of the key
metrics that impact how businesses operate and what
drives financial success.

If you are reluctant to launch into data analytics,
begin with baby steps. Start by identifying two or three
key metrics you want to better understand about your
business or your customers. Once you have these key
metrics identified, focus on getting the data you need to
better understand how you can increase your company’s
performance. Those metrics become the fundamentals
that shape your thinking about strategies and actions to
better achieve your business goals.

Focus on how the data — what you have or what you
can gather — links to your business strategies. The key
is to search for the critical data metrics that influence
decision making. Look for the information that provides
you with insight on the variables that impact your reve-
nue and profitability.

34 Plumber

USE YOUR TOOLS

You do not need a complicated computer system or
major data management firm to figure out what you are
already using in your business for data capture. Frankly,
many small businesses are not fully utilizing the existing
software they have to gather basic information.

Frequently, software programs have the capability to
export information into analytical programs such as Excel.
Once the data is put into an analytic format, you can do all
sorts of evaluations based on variables such as customer
demographics, profitability, geographic location, purchasing

Once the data is put into an analytic format,
\ou can do all sorts of evaluations based on
variables such as customer demoaraphics,
profitability, geographic location,
purchasing patterns and buying volume.

patterns, buying volume, etc. Reviewing data points for
various time horizons provides a comparison to see how
much is changing during different time periods.

Engaging in analytical assessments of your data often
provides valuable information on shifts in your target
market and identifies new sales opportunities. You might
even uncover areas of business vulnerability before they
cause major challenges.

Many companies do not fully access the information
they have already obtained about their customers. Taking
time to input detailed information into a contact relation-
ship management (CRM) system can be a first step. Con-
solidate the insight from your other information systems
to develop a comprehensive customer profile. Then drill

AN



We are redefining

@
Not ready to buy? *
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pipe rehabilitation

SIPP (Sprayed In Place Pipelining) casting system presents

a cost-effective solution compared to European products.
Through direct application of the resin, no need to use liners
- No need for any reinstatements.

(an be used through existing access points in the structure.

We Offer the Best Training and Support in the Business

+ 100% polyurea [No foaming]
« Chemical resistant

« ASTM tested, 60 sec cure time
(compared to competitors 10 min. to 2 hrs.)

- 10 year warranty

« Long shelf life

« Made in USA

« High quality standard
+150 9001

« Easy to apply

Large Sprayhead
6"-20"
Pipe diameter

Leading Edge In Sprayed In Place Pipeline Technology

— Financing Available —

down into the information on your customers and tie
them to financial measurements such as sales volume,
degree of profitability or key target marketing variables.

It is not uncommon for small businesses to have their
most valuable customer information written down on
sheets of paper or in someone’s head. If you enter your
data into a CRM or Excel, you establish the foundation
for a more robust data assessment. Then you can begin to
pull insights by looking carefully at key variables.

You will have a more effective way of targeting your
desired consumers as you drill down deeper into the data
to see which customers are most valuable to your busi-
ness. You will be able to make better decisions if you are
using thoughtfully mined data. When you get the data
organized, you also minimize the vulnerability to losing
important information if a key employee becomes ill
or leaves.

METRICS AND DASHBOARDS

When you begin working with data, it is essential to
create metrics and dashboard reports focusing on the
valuable information so it can be tracked on an ongoing
basis. Then set up the mechanisms and policies that ensure
it is tracked by your employees. Holding your team
accountable for reliably gathering the data and tracking
it in a timely manner is also an important step to effec-
tively use data.

Small Sprayhead 4. ¥}
7!/2”‘ 6” ~
Pipe diameter

P \

Made in U.S.A.

Equipment and resin made in USA,
ready to ship today - no lead time.

+1.970.444.5655

@ www.ippsolutions.com

Solutions, LLC

You can certainly do some of this work yourself, but
it might be even better for you to loop in key employees
who may be better skilled than you at putting it together.
Then you can review the information and draw conclusions.

Another option is to work with an outside consultant
who is not going to struggle with alearning curve. Outside
experts can help you discover details you might have
overlooked while managing the company day to day. You
are likely to gain better insights — and move much faster
— by bringing in outside expertise for a short duration
rather than trying to struggle through setting it up by
yourself. Invest in learning from an expert and then take
over once you develop the foundational skills and gain
confidence in your own abilities.

FINAL THOUGHTS

Learning to leverage data is essential in cultivating
the growth and success of any business. As you become
more comfortable using your initial metrics, you can add
on additional key metrics. Use a disciplined approach and
continue to look for more metrics to measure. Have fun
with it! You will soon have a robust data management
system that you and your team can use to more effectively
manage the business and customer relationships. This will
provide you with new pathways for business growth and
enhanced success. B
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LOTS OF IT.

Digital & Print Media
Website content
. Blog posts & customer education materials
That's Why you need Press materials - products, industry, personnel
Social media management & marketing

COLE Media. Email marketing

Hired professional photography & videography

Creative Content
Logo & business card design
Outside creative (advertisements, billboards, digital)
Catalogs & brochures
Video editing

Q®, .
COLEmedia



http://www.cole-media.com
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By Craig Mandli

P | GPS/Fleet Tracking

DPL Telematics
AssetCommand Base

AssetCommand Base from
DPL Telematics is the complete
tool for companies to increase
driver safety and productivity while decreasing the costs and
risk of vehicle accidents and theft. It empowers managers to
remotely shut down their machines, wirelessly locate them
anytime via GPS, collect odometer/runtime readings, track
service intervals and receive real-time alerts for speeding or
potentially dangerous driving. Driver ID options include iBut-
ton or RFID badges to restrict access to authorized drivers and
correctly log each driver’s activity. Users can also receive alerts
for loss of power, boundary or curfew violations to curb unau-
thorized use. It is palm sized, has no external antenna and
contains an internal backup battery to continue operating the
unit if disconnected. To provide flexibility for seasonal usage,
the device is billed on a month-to-month agreement, allow-
ing customers to deactivate and reactivate anytime without
penalty. 800-897-8093; www.dpltel.com

GPS Fleet Consulting
SafeFleet

The SafeFleet dashcam/
GPS combo unit from GPS
Fleet Consulting is designed
to provide important benefits
to any business running a fleet
of vehicles. The easily installed hardware provides location
updates and event-based video recordings in near real time.
The data can be viewed from a computer or through a mobile
device. It helps protect billable time against customer disputes
and provides accurate accounting of hours for payroll, real-
world examples for coaching against risky driving behaviors
and protection against frivolous claims. It can help reduce the
risk and cost of accidents, decrease idle time and help with
proactive vehicle maintenance. It includes advanced vehicle
diagnostic sensors and a safe driving rewards program.
800-609-7935; www.gpsfleetconsulting.com
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Quartix

The Quartix vehicle
tracking system helps a
wide range of businesses
improve productivity, cut
costs and save on fuel
every day. Providing commercial fleet tracking for trucks,
coaches, vans and cars throughout the U.S., UK. and France,
the system offers a host of features for fleet managers. It helps
analyze data, generating simple-to-use reports that can be
accessed online. Live tracking, driver time sheets, geofenc-
ing and management dashboards allow managers to easily
see where efficiencies can be made. Driver league tables and
individual driver reports help to assess driving style, which
if improved can save businesses up to 25% in fuel consump-
tion, as well as positively impact the safety of road users. It
offers tiered packages to help businesses identify their best
drivers, make sense of mileage and fuel costs and reduce
administrative tasks. 312-800-9882; www.quartix.com

P | Business Software

FasteST FastPIPE

FastPIPE plumbing
and mechanical estimat-
ing software from FastEST
is trusted by contractors
and plumbers to help
streamline the estimating process and improve the compa-
ny’s bottom line. All estimating programs come standard
with a full comprehensive material cost and labor database.
They include on-screen takeoff, pre-made assemblies, a large
catalog of items and quick reports for efficient and accurate
bids. With affordable purchase and lease options available
and online training included, the estimating programs are
designed to be efficient and user-friendly. 800-828-7108;
www.fastest-inc.com




My Service Depot
Smart Service

Smart Service from My Ser-
vice Depot is a plumbing software
system that functions as a direct
add-on to QuickBooks. It adds
scheduling, dispatching, invoicing

and customer management to I
QuickBooks Pro, Premier, Enter- —— ==

prise and Online. This allows users to schedule and dis-
patch work to their customers using their preferred
QuickBooks platform. It empowers plumbing businesses
to streamline their operations and eliminate waste. When
a customer calls, an office dispatcher will create a job in the
scheduler, filling in notes and assigning it to a field techni-
cian. This sends an electronic work order to the tech’s phone
or tablet. When that tech arrives at the customer’s location,
they’ll build up the work order, collect a customer signa-
ture, collect payment and send the completed paperwork
back to the office. 888-518-0818; www.smartservice.com

r

ServiceCore software
ServiceCore software is a
QuickBooks-compatible, all-in-
one solution custom-built for com-
panies in the service industries.
Through route optimization,
scheduling, customer manage-
ment, accounting and other fun-

damental features, it is designed
to help companies better manage their schedules, customers
and inventory. 844-336-0611; www.servicecore.com

simPRO software

The simPRO comprehensive
job management software
platform helps commercial and
residential plumbing businesses
streamline their operations to
increase profits. It helps
businesses get full visibility into
business performance with
centralized reporting, connect
office operations to the technicians in the field, automate
invoicing and payments to increase billable hours, manage
stock and inventory to control costs and track job progress
to deliver the best customer service. 855-338-6041;
Www.simprogroup.com
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Rooter-Man franchise system

The Rooter-Man franchise system offers a low-cost solu-
tion to franchise ownership, with a flat-rate pricing system

“to The Rescue”

(no royalty on percentage of sales). Franchisees are granted
an exclusive franchise license for their chosen territories, and
they become part of a team of independent dealers working
together under a nationally branded website and recognized
trademark with proven systems for success. It has been named
the top plumbing franchise by Entrepreneur magazine 15
years in a row. Franchisees receive equity in the national
brand by receiving exclusive use of the trademark in their
territory. 800-700-8062; www.rooterman.com

Pl servicevan |

Hackney
Service Body
The Hackney
Service Body is
specifically engi-
neered to meet the needs of the modern, working service
professional. Available in three fully customizable body
lengths — 12 feet 6 inches, 14 feet and 16 feet, it easily
adapts to a variety of service specialties and mounts on

most medium-duty chassis configurations. The service vehi-
cles are custom designed for superior work efficiency in a
well-lit, open and organized workspace. Bodies come stan-
dard with a complete shelving system created specifically
for the service industry. Made with lightweight and dura-
ble aluminum, the infinitely adjustable shelves are mounted
on vertical tracks. Shelves can be re-spaced, removed or
moved to another section to achieve the perfect layout that
will maximize storage and efficiency. 252-975-8389;
www.hackneyusa.com
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Milwaukee Tool
PACKOUT Racking Shelf
The PACKOUT Rack-
ing Shelf from Milwaukee
Tool attaches to E-Track,
allowing users to place the
shelf in any location or onto S——
any surface E-Track can be mounted. To keep contents secure
during transport, the shelf features integrated tiedown points
and an anti-rattle screw. A 50-pound weight capacity, metal

9 reinforced frame and impact-resistant body provides maxi-
W}lat S Ne‘ N 7 mum durability. The shelf is available on its own or in a kit

Wlt]l twor aCklI lg ShelVeS and two 2()—1nch lengths ()f \/ertlcal
[ ]

E-Track. 800-729-3878; www.milwaukeetool.com
Send In Your Industry News To Us!

p” | VinylWrap/Marketing Product

Stamp Works Magnets
Stamp Works can make
refrigerator magnets that look
like plumbing vans. A business
owner just needs to send a
photo of their van, and the

Sendyourcompany’s latest business

news to info@plumbermag.com.

Newsworthy items may include company can do the rest, then
send free proofs. Some customers put the small replica
business expansion, honors and magnets on the outside of trucks, and as they travel people
take them off, building buzz and positive feedback.
awards, new confract announce- 800-758-2743; www.stampworks.net B

ments, employee promotions and
executive hires, and new services. °
Please include high-resolution dig-

ital photos with the news releases.

. - -
Plumbep Like something: Hate something?
Aaree? Disagree?
Share your opinions about Plumber articles through our Letters to the Editor.
Send a note to editor@plumbermag.com | Plumber
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By Craig Mandli

I Service Vans,

GPS fleet tracking helps plumbing
company recover stolen truck

7
_

-

v

Problem: LeadingEdge Plumbing & Rooter suffered a small-
business nightmare: the theft of a company truck from a job
site. It was the first time that had ever happened in the
company’s 20-year history. When police finally recovered it,
the thief had managed to offload all of the expensive tools
and equipment onboard — which the company never recovered.

Solution: Immediately after this theft, LeadingEdge Plumb-
ing realized it was critical they knew where their trucks
and expensive equipment were at all times. After exten-
sive research, they choose ClearPathGPS based on the top
star ratings on review sites like TrustPilot and Capterra,
along with the ability to get up and running quickly and
flexible month-to-month service contract.

Result: They got the chance to learn firsthand just how smart
their decision was to equip their fleet with GPS tracking units
— when another company vehicle was stolen from a job site.
“But this time,” explained the owner, “we were able to call
the cops right away, and using ClearPathGPS’ live map view
of the truck’s movements, we guided police right to it.” Soon
after, the police stopped the vehicle, apprehended the thieves,
and recovered the truck and equipment worth about $100,000.
Other results achieved include better dispatching and service
as well as more accuracy with job durations and timecards.
888-734-0384; www.clearpathgps.com B
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Trailer Jetter
Hot/Cold

20 GPM @ 4000 PSI
76 HP Kohler EFI

Free
Shipping/
Delivery
Free
Reaper Nozzle

«: JETTER.COM

QeeanQuip-Connectors
e

OBEA OGN CABLES

Your #1 Source of Aftermarket
Video Inspection Cables,
Connectors, and Pigtails

- JOX
@O0
@0 O

504.738.7833
info@oceanquipconnectors.com
www.oceanquipconnectors.com
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THE CAMARADERIE.

THE COMMUNITY.
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www.facebook.com/
www.twitter.com/
www.youtube.com/
www.linkedin.com/

ODOR & LEAK
DETECTION

M-45 Thermal Aerosol
Smoke Generator:

®Safe

® Cost Effective

" Versatile

=] ight Weight

® Create Dense Smoke

Use code PLU2] for
10% off your next order

772N\
TURBO-FOG
Since 1977

www.turbo-fog.com
1-800-394-0678

Estimating
Software
&
Digital
Takeoff

All in one
Program!

Call for a demo today!

800-444-4890

www.mecormicksys.com/plumbing
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Bidet becomes more popular choice in US homes

By Craig Mandli

s people initially stayed
home during 2020’s
coronavirus outbreak,

some household staples were
stockpiled a bit more zealously
than others. In addition to hand
sanitizer and face masks, toilet
paper became a coveted item as
worry about a potential break in
the supply chain led to hoard-
ing. While the supply issues were
short-lived, it caused many to
begin considering alternatives, including one long-pop-
ular choice in Europe — the bidet.

To answer the need for bidets in the U.S., Fluidmaster
recently unveiled its Soft Spa 9500 Bidet — an electronic
add-on to existing toilets. Designed to provide a more
hygienic, clean and refreshing solution in the bathroom,
the Soft Spa 9500 Bidet comes complete with water tem-
perature and pressure controls, adjustable dryer speeds
and an ergonomic temperature-controlled comfort seat.
In addition, the electronic bidet features a sleek design
that won’t shift while sitting.

“Adding electronic bidets to the toilet has been a grow-
ing trend in the U.S. market over the last few years as more
people have transformed their bathrooms into a personal
spa oasis,” says Corinne AndersonSchoepe, director, global
brand, Fluidmaster. “COVID-19 and the recent toilet paper
shortages fast-tracked our development of the Soft Spa

JOIN
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9500 as we responded to the wide-
spread adoption of elevated per-
sonal hygiene standards.”

According to AndersonScho-
epe, the Soft Spa 9500 Bidet serves
as a healthier, more hygienic way
of cleaning up in the bathroom.
Front and rear cleaning cycles
help remove more bacteria and
prevent the spread of germs when
compared to wiping with toilet
paper. The result is a fresh, “just
stepped out of the shower” clean feeling made possible by
a premium, fully customizable experience.

“We’ve leveraged our trusted leadership in the toilet
repair industry to offer a premium, more hygienic solu-
tion that we believe is going to be a welcomed upgrade in
the bathroom,” she says.

The Soft Spa 9500 Bidet includes automatic front and
rear cleaning cycles with oscillation, water temperature
and pressure controls; adjustable dryer speeds with tem-
perature control; a sleek design with an ergonomic com-
fort bidet seat that won’t shift, featuring adjustable
temperature control; electronic control via push button
at bidet base or wireless remote; a deodorizer and push-but-
ton quick release for easy cleaning; and a night light and
soft-close bidet seat lid for round-the-clock use.
949-728-2000; www.fluidmaster.com
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Liberty Pumps LCU-PR
Series plenum-rated
condensate pumps
The LCU-PR Series
plenum-rated conden-

sate pumps from Liberty Pumps are approved for instal-
lation directly in plenums. The pumps are designed for
removal of condensate from air conditioning, refrigera-
tion and dehumidification equipment installed in air-han-
dling and plenum applications that have limited space.
The LCU-PR pumps meet UL Standard 2043 for plenum
applications and are available in both 115 and 230 volts.
800-543-2550; www.libertypumps.com

Grundfos high-efficiency

IE5 motors and pumps
Grundfos’ E-pumps with

integrated frequency converter

are designed for total control,

customer convenience and

environmental sustainability.
Grundfos’ MGE E-motors exceed the IE5 requirements by
more than 2% with a motor efficiency of 95.7% at 380 V/2,
600 rpm. The built-in application control in MGE E-motors
reduces not only the energy consumption of the pump, but
also optimizes the performance and efficiency of the entire
system. The permanent magnet synchronous motors (PMSM)
are designed specifically for frequency converter operations
and optimized for pump applications and high part-load
efficiency. The PMSM also has a built-in frequency converter
that enables variable-speed operation with benefits in pump
applications ranging from energy savings, process control,
extra functionalities, built-in motor protection, higher
performance and more compact pumps, reduced water
hammer due to long ramp times and low starting currents.
800-926-6688; www.grundfos.com/us

Laars Heating Systems Powered by
Keltechline of water heaters

Laars Heating Systems launched its
new Powered by Keltech family of com-
mercial and industrial electric tankless
water heaters. Features include a PID
infinitely modulating control which holds
temperature as demand changes; Incoloy
800 low-watt density elements that enhance
durability, heat transfer and resistance to
scaling; low water flow activation; low
water pressure drop; brass/copper heat exchangers that are
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NSF/ANSI 372 certified for lead free; and space saving size,
with only 3 square feet of space needed for 491,000 Btu/h.
The water heaters are available in four different models and
configurations for commercial and light industrial use,
including the commercial H Series, the light industrial G
Series, the light industrial F Series and the large industrial
N Series. 800-900-9276; www.laars.com

Webstone Magnetic

boiler Filter XL model
Webstone, a brand of NIBCO,

has a new Magnetic Boiler Filter

XL model. Available in 1 1/4- and

1 1/2-inch sizes, the MBF XL is

designed for larger residential boil-

e

ers and is commonly installed on the system run. The
high-powered 12,000 Gauss magnet captures ferrous par-
ticles from the system before it reaches the boiler, with an
integral drain valve and service tool to remove the accu-
mulated debris. It is available with a choice of press, FIP,
MIP or SWT union connections to join to system piping.
800-336-5133; www.webstonevalves.com

Franklin Electric Little Giant 166
Series 1 hp grinder pump

Franklin Electric’s Little Giant
16G Series is a heavy-duty 1 hp
grinder pump designed to deliver
power as a new or replacement pump
for the most challenging residential

and light commercial wastewater
applications. This new pump is
available in both 115 or 230 volt models. The cutting
mechanism produces over 745,000 cuts per minute and is
based on the design used in larger Franklin Electric models.
The forceful 1 hp class F motor provides optimal power to
prevent flushables and other debris from clogging and
causing downtime, while the discharge is customizable to
a contractor’s needs. Installers can choose to use the 1 1/4-
inch discharge or utilize the 2-inch adapter pre-assembled
to the pump, making it an ideal drop-in replacement for
any effluent or sewage pump struggling with clogs and
binding, regardless of discharge size. 866-271-2859;
www.franklinengineered.com B

Send us your plumbing product news: Email new plumbing product news, photos,
and videos to editoraplumbermag.com.
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Milwaukee Tool expanding corporate operations

Milwaukee Tool announced the expansion of its
corporate operations into downtown Milwaukee. The
company’s current global headquarters in Brookfield,
Wisconsin, will remain the central location for the
company’s corporate operations. Anticipated to open in
October, the building will house 1,200 employees within
the next three years.

ServiceTitan expands with Salt Lake City office, adds VP

ServiceTitan announced it will open an office in the
greater Salt Lake City region. As the company’s fifth office
location, the new office will serve multiple functions,
including as a global center for ServiceTitan customer
support. ServiceTitan also announced that it has brought
on Kim Park, vice president of global customer support,
tolead the company’s initiative to hire customer experience
talent in the region. As a longtime Utah resident, Park
brings more than fifteen years’ experience growing and
scaling customer support organizations in the Salt Lake
City region.

Italian brand Foster selects Water Inc. as U.S. distributor
Water Inc. was named as the U.S. distributor for Italian
brand Foster’s plumbing line. The company will represent
the brand’s plumbing products in Arizona, California,
Colorado, Hawaii, Nevada, New Mexico and Utah.

Waterless earns National Green Building Certification
Waterless Co. earned National Green Building Standard
Certification from the National Association of
Homebuilders’ Home Innovation Research Labs. The
NGBS is an ANSI-approved green building certification
program that focuses on single-family and multi-family
residential buildings and remodeling projects.

GET
EMAIL NEWS
ALERTS S
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Go to

and get started today!
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Watts offers course on mitigating Legionella risk
Mitigating the Risk of Legionella is a new eight-mod-
ule online course from Watts for facility managers, engi-
neers and infection control professionals. In this 2 1/2-hour
course, industry experts explain points of Legionella risk
in a building’s premise plumbing system, best practices for
testing and monitoring, current design trends and more.
To preview or to register, go to LegionellaCourses.com

Bradford White and Plumbers
Without Borders join forces

Bradford White Corp. partnered with Plumbers
Without Borders, a grassroots nonprofit organization
working to increase global access to safe water and
sanitation. The partnership supports Plumbers Without
Borders’ ongoing contributions to professional training,
promoting careers in the trades and maintaining the
industry’s commitment to the highest standards of quality
for products and services.

Uponor appoints Michael
Rauterkus as president
and CED

Uponor’s board of directors
appointed Michael Rauterkus as
president and CEO of Uponor
Group and chairman of the
executive committee. He will
join the company and assume the CEO responsibility in
August.

Rinnai launches business development initiative

Rinnai America Corp. created a strategic business
development team to pursue acquisitions and partnership
opportunities that expand its product offerings in new
and existing categories. The company began its domestic
manufacturing strategy in 2018 with the opening of a
facility in Griffin, Georgia. In 2020, Rinnai announced
the opening of its new Innovation Center of Excellence
located in Peachtree City, Georgia. A new factory located
on a 60-acre Greenfield site, also in Griffin, is scheduled
to open later in 2021. B

Send us your plumbing industry news: Email personnel, business acquisitions
and related plumbing news, photos and videos to editor@plumbermag.com.
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Aug. 24-26

Legionella Conference, virtual only.

Visit www.|egionellaconference.org

Sept. 14-15

Wastewater Equipment (WEQ) Fair,

Nissan Stadium, Nashville, Tennessee. Visit weafair.com
Sept. 21-24

Service World Expo,

Louisville International Convention Center,

Louisville, Kentucky. Visit www.serviceworldexpo.com
Sept. 22-26

American Society of Plumbing

Engineers (ASPE) Tech Symposium,

San Diego Marriott Mission Valley, San Diego.

Visit www.aspe.org

Sept. 26-30

International Association of Plumbing and
Mechanical Officials 92nd Annual Education

and Business Conference,

Hyatt Regency San Antonio, San Antonio, Texas.

\/isit www.iapmo.org

Oct.8

Northwest Wisconsin Plumbing Seminar,

Sleep Inn & Suites Conference Center, Eau Claire, Wisconsin.
Visit https://phcc-wi.org/plumbing-seminars/

Oct. 20-22

PHCC Connect 2021,

Kansas City Marriott, Kansas City, Missouri.

Visit www.phccweb.org/connect B

[t's your magazine. Tell your story.

At Plumber, we're looking for service companies with
an interesting story
to tell. If you'd like to

share your story, send

us a note to news@

plumbermag.com.

Plumbenr
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or online at plumbermag.com
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Company Name

Mailing Address

City

State

Zip

Fax

Email
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Email

COLE Publishing Inc., PO Box 220, Three Lakes, WI 54562
Online: plumbermag.com ¢ Ph: 800.257.7222 « Fax: 715.546.3786
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‘l CLASSIFIEDS

BUSINESS OPPORTUNITIES
www.RooterMan.com.  Franchises
available with low flat fee. New
concept. Visit web site or call
1-800-700-8062. (CBM)

RENTAL EQUIPMENT
Liquid vacs, wet/dry industrial vacs,
combination jetter/vacs, vacuum
street sweeper & catch basin
cleaner, truck & trailer mounted
jetters. Al available for daily,
weekly, monthly, and yearly rentals.
VS| Rentals, LLC, (888)VAC-UNIT
(822-8648) www.vsirentalslic.com.

(CBM)

SERVICE & REPAIRS
PIPE INSPECTION - CAMERA
WHEELS WORN OUT? | can re-grit
them for you. Call Jerry 714-697-
8697 or visit www.cuaclaws.com.
(LBM)

Dynamic Repairs - Inspection Cam-
era Repairs: 48-hr. turn-around
time. General Wire, Ratech, Ridgid,
Electric Eel, Gator Cams, Insight
Vision, Vision Intruders. Quality
service on all brands. Rental equip-
ment available. For more info. call
Jack at 973-478-0893. Lodi, New
Jersey. www.dynamicrepairs.biz
(CBM)
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Nissan Stadium Parking Lot

Confirmed Nashville Exhibiting Companies:

Nashwlle, Tennessee

Future
Locations

502 Equipment

Allan J. Coleman Co.

Anua

Bald Eagle Pellet Co.

Bucher Municipal North America
CUES, Inc.

Duracable Manufacturing Co.
Elecric Eel Mfg.

Enz USA Inc.

EPL Solutions, Inc.

GapVax, Inc.

Harben, Inc.

Hi-Vac Corporation

1SG Rents
[Tl Trailers & Truck Bodies, Inc.
Imperial Industries, Inc.

Jetter Depot

KEG Technologies, Inc.

Logiball, Inc.

Municipal Equipment, Inc.
National Vacuum Equipment, Inc.
NozzTeq Inc.

Patriot Sewer Equipment & Repair
Picote Solutions

Pik Rite

Infrastructure Repair Systems, Inc.

and Dates:

Prime Resins

RKI Instruments, Inc.
Sewer Equipment
SewerProShop, LLC
Stringfellow, Inc.
Super Products LLC
US Jetting

Vacall

Vac-Con, Inc.

JacksonVIIIe, FL
Jan.12-13,2022

Visual Imaging Resources (VIR)
Vivax-Metrotech Corp.

Asof: 7/14/21

Register for FREE online at:

Tempe AZ
April 13-14, 2022

wedfair.com

)
COLERUbIshing | Pumper Cleaner PREI
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http://weqfair.com

MAZI”G Complete Details At
MACHINERY:

Your Equipment SUPERSTORE Since 1995 fa 3811 Old Tasso Rd. ¢ Cleveland, TN 37312

Mention this FEATURES:
ad and receive : 7" Color LCD Display
\ 1/2" Cable
FREE : \ s 512Hz Sonde
Wi-Fi Upgrade D e Built-in Recorder
Szzg Value Reel with Stand

Optional Wi-Fi

Starting At

51995

/2VIZTRACE

SYSTEMS INCLUDES

* 7" Flat Screen LCD in ABS Case * Stainless Steel Camera Body With Sapphire Lens * Operate In Layflat Or Transport In

* Built-In Digital Recorder With Remote Control * Waterproof Camera Head Upright Positions

* Records to SD Card * 6 Super-Bright White LED Lights w/Dimmer ~ * Operates On Single 120 Volt Electric Plug
* Quality High Resolution Color Camera 12" Steel Spring Leader * Warranty: One Year Parts and Labor

* Camera Vision Angle Up To 60 Degrees * 1/2" Super Slick Push Cable * Please Allow 1-2 Weeks for Delivery

* 1-3/8" Diameter “Easy Push” Camera Head ~ * Choose 100-, 130-, or 150-foot Cable Length

* Built-In 512Hz Sonde Transmitter (8'-15) * 20" Powder-Coated Storage Reel (no wheels)

#ANM215-100 100' Cable #AM215-130 130' Cable #AM215-150 150' Cable

31995.00 FREE Freight 32095.00 FREE Freight 32195.00 FREE Freight

- . HONDA @ ay & RIDGID Leneral
M Pe a ‘."I‘l”
ﬁ e Thornes GE PG . SFLIR D s



http://AmazingMachinery.com

“MAXI-ROOTER
IS BUILT LIKE
A TANK”

For over ten years, two General Maxi-Rooters have been the
go-to machines for A. Pederson’s Plumbing of Dallas, Oregon.
“There’s nothing quite built like the Maxi-Rooter—it’s built
like a tank,” says Pederson plumber Trenton Hargrove.

Beyond its low maintenance and heavy-duty construction,
Hargrove says the Maxi-Rooter’s sheer performance makes
the machine a worthwhile investment. “In addition to the
power and mobility, we are able to clean these lines out faster,
which saves our customers money,” Hargrove concludes.

Questions? Call the Drain Brainse at 800-245-6200. To
see Trenton Hargrove rip out a massive tree root with his
Maxi-Rooter, visit www.drainbrain.com/maxi-rooter

General

MADE IN US.A. © 2020 General Wire Spring The toughest tools down the line.” PIPE CIFANERS



http://www.drainbrain.com/maxi-rooter



