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QUIK-COATING S Y S T E M
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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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Mind the gap.

For installations that require 
air gaps, a DrainHub with a 
first-of-its-kind, two-stage 
integrated air gap ensures 
code compliance and virtually 
eliminates splashing for up to 
four drain connections!

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)
• NSF 14 compliant
• ASTM D2665 (PVC)
• ASTM F1498 (threads)

Industries & Typical Applications:

• Residential, commercial & light industrial
• Food service, healthcare & water treatment
• Dishwasher & clothes washer discharge
• Reverse osmosis, water softener & filter systems
• Distillation & dialysis systems
• Furnace humidifier & condensate lines

Buy DrainHub from your preferred local plumbing wholesaler.

  vistawatergroup.com          info@vistawatergroup.com          (480) 462-2707

It’s like a  
power strip for 
drain connections.

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.

 Learn more at VistaWaterGroup.com.
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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.

 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! 

K

Cory Dellenbach

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

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.
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HITTING
RUNNING
THE GROUND

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 
ponder his own future as he nears 
retirement after spending more than 
30 years in the industrial, oil and 
gas industries.

“I started looking at small busi-
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.

“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 I’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?

“I have a lot 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 

Ebbdar Inc., dba Mr. Rooter Plumbing of Greater Houston, Houston, Texas

R

  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.

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

“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. 
When we hire new people, we can hand them 
the 14 Steps, which helps them develop sound 
work habits. Nothing but good comes out of 
developing good habits.”

The company’s code of values essentially 
centers on the old golden rule, which advises 
people to treat others the way they’d want to 
be treated. More specifically, the values center 
on four main categories: respect, integrity, cus-
tomer focus and having fun in the process.

 Jonathan LeBron 
checks over a water heater 
(Bradford White Defender) 
installation as he waits for 
a city inspector at a home 

in Stafford, Texas.

     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.”
Rich Vigil

“

14

“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-
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.’”

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, TOO
Along with consistent customers processes, good 

equipment is essential to providing great customer ser-
vice. To that end, the company owns about two dozen 

 Daisy Herrera, right, gets tools and 
material she’ll need to complete a 

leak repair, while Jonathan LeBron 
helps with the ladder.
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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.

SO FAR, SO GOOD
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   

  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.

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.

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 I 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 I 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.”

Franchises Are a Good Fit  
for This Texas Entrepreneur
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  Journeyman technician Daisy Herrera walks a customer through 
how they will repair a leak.

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.

“I’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.

“I like running a good team and helping people grow,” 
he explains. “I get a lot of satisfaction out of that. I always 
say that if you’re doing a job you like, it doesn’t feel like 
work. And this doesn’t feel like work to me.

He adds, “I also like working for myself. I haven’t had 
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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.” 
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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 

Stopping the Steal
This tiny anti-theft device literally is 
a non-starter for would-be thieves
By Ken Wysocky

E

n the ROAD

  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)

Garden Grove, CA

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.
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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 
a vehicle’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.

n the ROAD

 The Ravelco anti-theft device with the key for it.  
  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
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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-
of-mind for technicians; creating a Ravelco-minded culture 
is critical, he says.

“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 
it is? I remind everybody all the time about how import-
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 
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 
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.”  

n the ROAD
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all have to win. If just one loses, everyone loses.  

We live off this. If a customer is upset, for example, 

then the employee didn’t make sure the customer won. 

Or if we don’t provide a great customer experience, 

our profitability isn’t as good, so the company doesn’t win. 

Sometimes we even give 

customers their money back.”
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insurance claims and so forth. Or the revenue lost when 
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.”  

n the ROAD
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comprehensive warranty policy can provide a 
crit ica l dif ferentiat ion 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 

a warranty 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 

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 

Stand By the Work
Offering long warranties provides many benefits including increased 
revenue, building customer loyalty and pulling in new customers
By Anja Smith
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Basically, an extensive warranty builds instant 
trust and rapport with your clients. It’s hard to 

get a customer to pay more for vague things like 
quality and customer service. They want tangible 

value, and a strong warranty provides it.

Anja Smith 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. 

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   
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comprehensive warranty policy can provide a 
crit ica l dif ferentiat ion 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 

a warranty 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 

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 

Stand By the Work
Offering long warranties provides many benefits including increased 
revenue, building customer loyalty and pulling in new customers
By Anja Smith
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Basically, an extensive warranty builds instant 
trust and rapport with your clients. It’s hard to 

get a customer to pay more for vague things like 
quality and customer service. They want tangible 

value, and a strong warranty provides it.

Anja Smith 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. 

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   
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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 

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 I 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.

� Locate Lines 
� Locate Water Leaks 

� Training Video

www.Pulsar2000.com
D I S T R I B U T O R S  W A N T E D

It’s a jumble out there.

P a t e n t e d
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DURACABLE DALE                WORDS OF WISDOM

DRAIN CABLE IS UP TO THE TASK.

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 

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 
it is 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.  

------------
Anja Smith is a writer/speaker at Tradebiz Toolbox. 
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it is 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. 
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REDUCE INJURIES. IMPROVE PRODUCTIVITY.

ADD A MAGLINER TO YOUR TEAM

HEAVY DUTY POWERED 
STAIR CLIMBING HAND TRUCK 
WITH FOLDING HANDLE
HDL360F

HEAVY DUTY HAND 
TRUCK WITH 4TH WHEEL 
ATTACHMENT
HDARB1CE1D-12RLS

 Magline, Inc. – Standish, MI 48658
 1.800.MAGLINE

mag l i ne r. com

Water Meters & Sub-meters

Remote Digital Meter Displays

Let us help you become a water sub-metering EXPERT!
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
• Free Shipping on orders over $100
Call 855-871-6091 or visit us online 

Wireless Remote Meter Reading Systems

WM-PC
Plastic Multi-Jet
1/2” to 1 1/2” NPT

WM-NLC
Lead Free Multi-Jet
1/2” to 2” NPT

D10
Lead Free Pos. Disp.
1/2” to 1” NPT
1 1/2” & 2” Flange

T10
Lead Free Pos. Disp.
3/4” to 1” NPT

Starting at

$55
Starting at

$100

Starting at

$119

Starting at

$105

Pit Rated!Pit Rated!

Panel Mount with
Reset Button

in Weatherproof Enclosures
Single, Locking Reset, Dual

Lockable NEMA 4X Cabinet
for Up to 10 Displays

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

Wifi, Ethernet, or CellularWifi, Ethernet, or Cellular

• Switchbox or
• Wall Mount

• Weatherproof

• Up to 2 meters

• Replaceable
•Battery

New!

Schedule Your Call 888-240-STAR (7827)
Email membership@nexstarnetwork.com
Visit nexstarnetwork.com

“ If Nexstar Network tells me to do something,  
I'm going to do it.”

40+ coaches. A combined 
900+ years of experience.

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

After 14 years in the industry, Aaron Gaynor of The Eco Plumbers 
has a growth rate to be proud of. He’s gone from 8 trucks to 70;  
from 13 employees to 120 and counting.

– Aaron Gaynor
The Eco Plumbers 

Members since 2014

http://magliner.com
http://nexstarnetwork.com
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ig Data is critical to business success because it 
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. 

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 

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 

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
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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 patterns and buying volume.

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. 

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 a learning 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.   
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pipe rehabilitation 
SIPP (Sprayed In Place Pipelining) casting system presents  

Through direct application of the resin, no need to use liners 
a cost-e�ective solution compared to European products.

- No need for any reinstatements. 
Can be used through existing access points in the structure.

Not ready to buy?
Rentals Available!

• 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
• ISO 9001
• Easy to apply

Made in U.S.A.

Small Sprayhead
1½”- 6” 
Pipe diameter

Large Sprayhead
6” - 20” 
Pipe diameter

Leading Edge In Sprayed In Place Pipeline Technology

— Financing Available —

We O�er the Best Training and Support in the Business

Equipment and resin made in USA,
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ig Data is critical to business success because it 
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. 

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 

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 

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
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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 patterns and buying volume.

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. 

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 a learning 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.   

http://www.ippsolutions.com
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COMPANIES NEED 

 TO STAY RELEVANT... 
LOTS OF IT. 

Fresh Content

Trying to handle all of that on your 
own can be daunting.

That’s why you need  
COLE Media.

Useful, organized, cross-platform  
content is the key to a successful  
marketing strategy. Our content  
generation team specializes in  

custom-built, affordable solutions  
exclusively tailored to fit your needs.

Digital & Print Media
» Website content «

» Blog posts & customer education materials «
» Press materials - products, industry, personnel «

» Social media management & marketing «
» Email marketing «

» Hired professional photography & videography «

Creative Content
» Logo & business card design «

» Outside creative (advertisements, billboards, digital) «
» Catalogs & brochures «

» Video editing «

F

www.cole-media.com 800.257.7222  

http://www.cole-media.com
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teve Reid didn’t realize it at the time, but when 
he established H2NO Leak — his cleverly 
named leak detection service — in Miami a 
little less than a decade ago, there were more 

than 76,000 compelling reasons to do so. In short, statistics 
from Miami-Dade County show that in 2006 there were 
76,477 in-ground residential pools, which are the sweet spot 
for his business.

All Reid knew at the time was something that still holds 
true today: There are a lot of pools in 
the Miami area. Thousands and 
thousands of pools. That made for a 
compelling business case that goes 
something like this: Often enough, 
those pools leak. Pool owners need 
to find the source. Reid uses leak 
detection equipment to find them. Rinse. Repeat.

Actually, it’s not quite as simple as that. But one thing 
is as clear as pool water: At age 71, Reid has parlayed years 
of experience as a general contractor and installer of leak 
mitigation systems into a successful business. His secret 
sauce? A blend of good customer service, strong relationships 
with pool-service companies, technologically advanced 
equipment and a finely honed sense for detecting leaks 
based on years of experience. And last but not least, 
specializing in one thing and one thing only: finding  — 
not fixing — leaks.

“I’m a specialist, kind of like a urologist,” says Reid, 

whose latest career started in 2010 at age 63, when he 
founded H20NO Leak. “I diagnose the problem, but I don’t 
do the surgery. Sometimes we (Reid and his business 
partner, John Pessoa) do minor repairs. But most of the 
time, the pool companies that call us do the repairs. They 
just want us to find the leak for them.”

Reid estimates that 60 to 70 percent of the company’s 
service calls come from pool-service companies, including 
one with a client base of more than 1,600 pool owners. “We 

usually do three or four service calls a day,” he adds. “We 
can easily do five a day. It’s good work, and the profit margins 
are decent.”

Why start a business when most people are either 
contemplating retirement or already retired? “I just can’t sit 
around and do nothing,” he explains. “Plus, I was driving 
my wife nuts. And thank God I’m in great shape.”

CIRCUITOUS CAREER
Running a leak detection service certainly wasn’t on 

Reid’s list of career choices when he graduated from the 
University of Arizona with a degree in metallurgical 

S

H2NO Leak, Miami

      I diagnose the problem, but I don’t do the surgery.”
Steve Reid“

  John Pessoa, of H2NO Leak, uses a  
 Leakalyzer (Anderson Mfg. Co.) to  
 measure water loss. The first step the  
 H2NO Leak crew will do is check the pool’s  
 pump and all related equipment before  
 going to measuring tools in the pool.

In his golden years, Miami contractor finds 
a profitable niche market — detecting leaks 
in residential swimming pools

By Ken Wysocky |  Photography by Rob Herrera

 Steve Reid, owner of 
H2NO Leak of Miami, 
prepares to inspect a 

client’s pool for leaks.

SWIMMING
IN BUSINESS

H2NO Leak, Miami

OWNERS

FOUNDED

EMPLOYEES

SERVICES

SERVICE AREA

WEBSITE

Steve Reid and John Pessoa

2010

2

Leak detection

South Florida

www.h2noleak.com

usiness prospects are bright for The 
Sunny Plumber. Since it was launched 
in Arizona in 2013, the plumbing 
company has already reached markets 

in Nevada and California. And Gary Eisenhauer, 
general manager, believes that’s only the beginning.

“Ten years from now, we’d like to be in all the 
states,” Eisenhauer says. “It’s a lofty goal 
but absolutely possible.”

The Sunny Plumber would not, of 
course, be the first plumbing company 
with a national footprint. Think Roto-
Rooter, for example. However, The Sunny 
Plumber can’t offer a novel solution to 
clogged plumbing lines like Samuel Oscar 
Blanc did with his homemade root-cutting 
device. Rather, company executives are 
banking on expertise and a sunny 
disposition to power their expansion.

FINDING ROOM TO GROW
Ken Goodrich is the driving force 

behind The Sunny Plumber’s ambitious 
growth plan. The entrepreneur, who 
grew up in his father’s air-conditioning 
business, has founded a succession of 
successful heating-ventilation-air 
conditioning f irms and plumbing 
companies, including acquisitions in 
Arizona in 2013 that introduced The 
Sunny Plumber to Tucson and Phoenix. 
Two years later, the company opened 
an office in Las Vegas and, in 2016, in 
Corona, California.

In these locations, Goodrich owns 
both an HVAC company — Goettl Air 
Conditioning — and The Sunny Plumber, 
but he operates them separately. What 

they have in common is the goal of growing 
across state lines. As Goodrich puts it in a Las 
Vegas business publication interview in March 
2017: “Our ultimate goal is to bring our brand, 
our unique customer-centric culture and processes 
across the nation and become the gold standard 
for home service in the U.S.”

To that end, the plumbing side of the organization is 
being aggressively marketed around an image of the sun. 
The company logo is a smiling cartoon sun ablaze with 
cheerfulness and holding a pipe wrench in one of its 
sunbeams. The theme continues through bright orange 
and yellow wrapping on service trucks — and the giveaway 
of a pair of sunglasses with every job.

The Sunny Plumber

B

 Plumbing technician Jason San Roman works on a  
new toilet installation at a home in Las Vegas.

     When things don’t work, we leave the client 
satisfied by not taking his money and walking away. 
It’s all about reputation.”
Gary Eisenhauer

“

The Sunny Plumber

LOCATIONS

OWNER

EMPLOYEES

SERVICES

SERVICE AREA

WEBSITE

Las Vegas, Nevada; Tucson and Phoenix, Arizona;  
Corona, California

Ken Goodrich

45

Drain cleaning, water heater installation and repair, water 
treatment system installation, testing and maintenance, 
plumbing installation and service

Southwest U.S.

www.thesunnyplumber.com

In just five years, The Sunny Plumber has moved into 
two other states with plans to grow nationwide

By Giles Lambertson |  Photography by Joel Angel Juarez

  Gary Eisenhauer, The 
Sunny Plumber general 

manager, poses outside 
the company’s office and 

many of its service 
vehicles in Las Vegas. 

Most of the company’s 43 
vehicles are Nissan 

V2500 high-top models.

THE DAWN OF A
NEW FRANCHISE

MAKE THE 
MOST OF IT!
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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

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., U.K. 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

 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

Service Vans, Fleet Management, Franchises and Software
By Craig Mandli
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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 
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

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

Franchise

Rooter-Man franchise system
The Rooter-Man franchise system offers a low-cost solu-

tion to franchise ownership, with a flat-rate pricing system 
(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

 Service Van

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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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

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., U.K. 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

 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
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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 
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

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

Franchise

Rooter-Man franchise system
The Rooter-Man franchise system offers a low-cost solu-

tion to franchise ownership, with a flat-rate pricing system 
(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

 Service Van

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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Shelving and Bins

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 
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 
reinforced frame and impact-resistant body provides maxi-
mum durability. The shelf is available on its own or in a kit 
with two racking shelves and two 20-inch lengths of vertical 
E-Track. 800-729-3878; www.milwaukeetool.com

 Vinyl Wrap/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 
company can do the rest, then 

send free proofs. Some customers put the small replica 
magnets on the outside of trucks, and as they travel people 
take them off, building buzz and positive feedback.  
800-758-2743; www.stampworks.net  

Like something? Hate something? 
Agree? Disagree?

Share your opinions about Plumber articles through our Letters to the Editor. 
Send a note to editor@plumbermag.com   |             

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  
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GPS fleet tracking helps plumbing  
company recover stolen truck

Send your company’s latest business 

news to info@plumbermag.com. 

Newsworthy items may include 

business expansion, honors and 

awards, new contract announce-

ments, employee promotions and 

executive hires, and new services. 

Please include high-resolution dig-

ital photos with the news releases.

Send In Your Industry News To Us!

What’s New  
With You?
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www.turbo-fog.com
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Shelving and Bins

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 
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 
reinforced frame and impact-resistant body provides maxi-
mum durability. The shelf is available on its own or in a kit 
with two racking shelves and two 20-inch lengths of vertical 
E-Track. 800-729-3878; www.milwaukeetool.com

 Vinyl Wrap/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 
company can do the rest, then 

send free proofs. Some customers put the small replica 
magnets on the outside of trucks, and as they travel people 
take them off, building buzz and positive feedback.  
800-758-2743; www.stampworks.net  

Like something? Hate something? 
Agree? Disagree?

Share your opinions about Plumber articles through our Letters to the Editor. 
Send a note to editor@plumbermag.com   |             

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  

Service Vans,  
Fleet Management,  
Franchises and Software
By Craig Mandli
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GPS fleet tracking helps plumbing  
company recover stolen truck
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http://www.oceanquipconnectors.com
http://www.mccormicksys.com/plumbing
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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 

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

A

Product Spotlight
Bidet becomes more popular choice in US homes 
By Craig Mandli
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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 
Keltech line 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 f low activation; low 
water pressure drop; brass/copper heat exchangers that are 

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-
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 16G 
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 f lushables 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  

Send us your plumbing product news: Email new plumbing product news, photos, 
and videos to editor@plumbermag.com.
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INDUSTRY NEWS

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, 
to lead 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 

Cert i f icat ion from the Nat iona l Associat ion 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.

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 CEO

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.  

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

CALENDAR

Aug. 24-26
Legionella Conference, virtual only. 
Visit www.legionellaconference.org
-----
Sept. 14-15
Wastewater Equipment (WEQ) Fair, 
Nissan Stadium, Nashville, Tennessee. Visit weqfair.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.  
Visit 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  

Go to  
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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. All available for daily, 
weekly, monthly, and yearly rentals. 
VSI Rentals, LLC, (888)VAC-UNIT 
(822-8648) www.vsirentalsllc.com.  
 (CBM)

SERVICE & REPAIRS
PIPE INSPECTION - CAMERA 
WHEELS WORN OUT? I 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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Your Equipment SUPERSTORE Since 1995

SYSTEMS INCLUDES

• 7" Flat Screen LCD in ABS Case
• Built-In Digital Recorder With Remote Control 
• Records to SD Card 
• Quality High Resolution Color Camera 
• Camera Vision Angle Up To 60 Degrees
• 1-3/8" Diameter “Easy Push” Camera Head
• Built-In 512Hz Sonde Transmitter (8'-15')

• Stainless Steel Camera Body With Sapphire Lens
• Waterproof Camera Head 
• 6 Super-Bright White LED Lights w/Dimmer
• 12" Steel Spring Leader 
• 1/2" Super Slick Push Cable
• Choose 100-, 130-, or 150-foot Cable Length
• 20" Powder-Coated Storage Reel (no wheels)

•  Operate In Layflat Or Transport In  
Upright Positions

• Operates On Single 120 Volt Electric Plug
• Warranty: One Year Parts and Labor
• Please Allow 1-2 Weeks for Delivery

#AM215-100

Complete Details At

3811 Old Tasso Rd. • Cleveland, TN 37312
1-800-504-7435

AmazingMachinery.com

VIZTRAC SEWER CAMERA

FREE Freight
$1995.00

100' Cable

FREE Freight
$2095.00
#AM215-130 130' Cable

FREE Freight
$2195.00
#AM215-150 150' Cable

FEATURES:
7" Color LCD Display

1/2" Cable
512Hz Sonde 

Built-in Recorder 
Reel with Stand
Optional Wi-Fi

Mention this  
ad and receive  
FREE  

Wi-Fi Upgrade  
$229 Value

Starting At 
$1995

OPTION502 Equipment 
Allan J. Coleman Co. 
Anua 
Bald Eagle Pellet Co. 
Bucher Municipal North America 
CUES, Inc. 
Duracable Manufacturing Co. 
Electric Eel Mfg.
Enz USA Inc.
EPL Solutions, Inc. 
GapVax, Inc. 
Harben, Inc.
Hi-Vac Corporation 

ISG Rents 
ITI Trailers & Truck Bodies, Inc.
Imperial Industries, Inc.
Infrastructure Repair Systems, 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 

Prime Resins
RKI Instruments, Inc. 
Sewer Equipment 
SewerProShop, LLC
Stringfellow, Inc. 
Super Products LLC 
US Jetting 
Vacall
Vac-Con, Inc.
Visual Imaging Resources (VIR) 
Vivax-Metrotech Corp. 

As of: 7/14/21

Confirmed Nashville Exhibiting Companies:

Register for FREE online at:
weqfair.com

Nissan Stadium Parking Lot

http://weqfair.com
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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 Brains® at 800-245-6200. To 
see Trenton Hargrove rip out a massive tree root with his 
Maxi-Rooter, visit www.drainbrain.com/maxi-rooter

Maxi-Rooter®

“MAXI-ROOTER     
  IS BUILT LIKE 
  A TANK”
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