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he end of the year is in sight. The holidays are 
nearly upon us and it’s time to let the foot off 
the gas and coast to the end of 2022, right? 

Wrong. 
Right now is the time you should be doing some very 

important things with your plumbing business — review-
ing financials, identifying any shortcomings and solutions 
your company may have had, looking at possible staffing 
changes and setting goals for next year. If you don’t start 
doing these right now, you’ll be behind the game once 2023 
does roll around in a couple short months.

LOOKING AT FINANCIALS
This might not be your job, but it’s still your responsi-

bility as an owner to ensure it is getting done in a timely 
manner. You need to make sure all of the company’s book-
keeping records and accounts are up-to-date and 
reconciled. 

If you are doing this at the end of the year for the first 
time, you should really consider changing your practices. 
Records should already be kept current and reviewed reg-
ularly throughout the year so you can keep track of where 
your business is. If you do it throughout the year, it’ll be 
easier to find where issues are, too. 

It’s also a good time to review any unpaid customer 
invoices that are out there and any bills you may have 
unpaid yet. Make sure you agree with all items that have 
been accounted for, recorded, purchased and paid. 

HOW DID YOU DO? 
There will always be shortcomings, whether it’s that 

your revenue fell short or you didn’t accomplish one of 
your business goals this year. Right now is the time to iden-
tify those shortcomings and develop solutions so they don’t 
happen again.

Brainstorm what could be done differently to elimi-
nate factors inside your business — and maybe yourself 
— that allowed these shortcomings. Then make a plan to 
implement any solutions that could resolve them. It could 
be adding another office person or field technician. Take 
a good close look at everything. 

GOAL SETTING FOR 2023
As we approach the end of the year and start gearing 

up for 2023, right now is the time to start putting goals to 
paper for the new year. Reviewing your financials will help 
develop some of these goals — you can only do so much 
if you don’t have the money to do it.

If you don’t set goals early, you’ll be struggling to find 
a path to go down early next year. Don’t be that company. 
Have your goals all figured out and start working on them 
as soon as Jan. 1 rolls around. 

One goal that most company owners tend to jot down 
right away is “boosting revenue.” Luckily for you, this issue 
of Plumber has a couple features dedicated to giving you 
ideas to do that. The Smart Business feature highlights 
texting services you could bring into the business, while 
the Industry Insider this month talks about a service your 
company could add to your current plumbing offerings. 

WHAT DO YOU DO?
How do you approach the end of a year and what are 

your usual tasks that you do? Let me know by emailing 
me at editor@plumbermag.com.

Enjoy this issue! 

T

Cory Dellenbach

FROM THE EDITOR

Put the Pedal to the Floor
Right now is not a time to slow down, instead review how the  
last year went and start planning for the new year ahead
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and Air Conditioning in Topeka, Kansas, was 
featured in the September issue. In this online 
exclusive, he discusses a couple key “partners” 
he has relied on over the years that have been 
big contributors to his success — one being 
the Nexstar Network, which has given him 
plenty of resources for advice and coaching.
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COMMUNITY
A Focus on

iego Lujan is making a name for himself and 
showing what it means to be a part of a 
community.

Besides giving his Colorado plumbing 
business the unique name Alphalete Plumbing & Heat, 
Lujan is reinventing what it means to be a community 
plumber and to be fully engaged in a community. The 
firm has steadily grown over five years from one employee 
to 10 and is already rebranding itself as it adds another 
major service component.

Lujan’s company has been recognized by other orga-
nizations in the community. The Hispanic Business Coun-
cil — affiliated with the Colorado Springs Chamber of 
Commerce — has awarded not one, but two awards to 
the company in recent years: the Hispanic Business of 
the Year and, to Lujan personally, Rising Professional of 
the Year.

Lujan doesn’t bring up the awards himself, but he 
doesn’t mind explaining that they’re pegged to the rapid 
growth of his business and to his community involve-
ment — “the way we serve our community. We’re here 
to solve problems, not add to them.”

IN A NAME
Alphalete is a word 

Lujan created by join-
ing “alpha” and “elite.” 
First and best — that’s 
the reputation Lujan 
wants for his company. 
So, from five notebooks 
of possible business 
names that he compiled as a teenager, he selected “Alpha-
lete” as a registered company name in 2015. He was 27 
years old.

“We are the alpha of the industry and want to become 
elite,” Lujan says. “I googled the joined words and found 
only two other companies in the world with the name.” 
The company’s trademarked symbol is a stylized lion, 
which also has roots in Lujan’s early years. “My father is 
named Leon and the lion was bred into me.”

Alphalete Plumbing, Heating & Air, Colorado Springs, Colorado

D We are the alpha of 
the industry and want 

to become elite.”
Diego Lujan

“

  Company owner Diego Lujan, right, and Donny Vigil use a RIDGID 
SeeSnake sewer scope and a Spartan 300 to inspect a drain after 
pulling a toilet in a commercial restroom.
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Lujan grew up in an entrepreneurial and construc-
tion-oriented family. He says he did “every trade growing 
up. I wasn’t interested in college and loved working with 
my hands. At some point, I decided I didn’t want to be a 
roofer. Then I fell in love with plumbing.”

After registering the name, he worked for a plumber 
for another year before making the leap. “I would work 
eight hours a day as a plumbing superintendent for a com-
pany and then work another eight hours on my dreams of 
being in business for myself. Finally, when I felt I couldn’t 
give a hundred percent to the other company, which is 
unfair, I put in my notice and opened the doors to Alpha-
lete Plumbing & Heat.” He worked alone for a year before 
hiring his first employee.

The most frequent service calls for the company are to 
clear drains and repair or install water heaters. He places 
about a thousand new water heaters each year in older 

neighborhoods in and around Colorado Springs.
About 60% of his service calls are residential, the rest 

commercial. Some 30% of all of his work is plumbing new 
homes, but Lujan wants to reduce that part of his work-
load in favor of more service calls. “When the economy 
tanks, service calls are where it’s at. And I love serving 
homeowners, as opposed to working for contractors.”

Calls to Alphalete Plumbing tend to come from inside 
Colorado Springs, but service trucks make regular runs 
outside the city limits, too. A frequent destination is Manitou 
Springs, a nearly 150-year-old tourist town picturesquely 
situated west of the city near the base of Pikes Peak.

Continued   

  Technicians Walter Sandoval, left, and 
Donny Vigil, prepare trench drains for 
installation in a car wash.

  Sandoval collects inventory he’ll need 
for a project from the company storage 
area at the shop.

Diego Lujan, owner of Alphalete Plumbing, Heating & Air, 
strives to provide every solution to his customers in and around 
Colorado Springs, Colorado.

Just how committed he is to providing complete service was 
demonstrated to one customer in 2020. A homeowner con-
tacted Alphalete about replacing an Orangeburg sewer line. 
The property owner owned a landscaping business, so his prop-
erty had numerous landscape features. 

The only practical way to replace the line was to dig up the 
old and lay a new one, which threatened to also lay waste to 
the newly manicured grounds.

“There was a ton of river rock and boulders, and most 
plumbing companies would have said, ‘You’ll have to move all 
this stuff out of the way.’ Instead, we helped them move the land-
scape materials and to protect what remained from excavated 
dirt,” Lujan says. “After we put the line in place, we helped him 
move the boulders and things back where they were.”

The extra work paid off in more ways than one. 
“The homeowner was impressed and since has referred 

more than $150,000 in work to us,” Lujan says. “Doing stuff 
like that for customers encourages other people to come to us. 
It builds the business.”

Above and Beyond
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“We spend a lot of time in that town,” Lujan says. “It’s 
a challenge to work there because everything you get into 
is going to take a patch or a full replacement. But sitting 
there on the mountain next to Pikes Peak, it’s all worth it.”

ADDING MORE SERVICES
Recently Lujan decided to add HVAC services. The 

expansion of services was partly serendipity: Lujan met 
Bob du Pignac through a mutual friend, and the two men 
found they had much in common. He brought du Pignac 
aboard.

“I wanted a full home-services business,” Lujan says. 
“Plumbing and HVAC go hand in hand. I’ve had so many 
customers ask me if we would service their furnace, but 
we weren’t set up for that. Bob is a perfect fit to do that.”

The company’s new senior HVAC technician has a 
master plumber license, earned in California, from which 
du Pignac moved to Colorado some years ago. He became 
an expert HVAC technician and a licensed mechanical 
contractor. The 65-year-old du Pignac is eager to share 
all of his expertise with another generation of techni-
cians at Alphalete. Now, plumbing apprentices at the 
company also are HVAC apprentices.

“I wish I had that opportunity in the trade when I 
started, learning both trades at once,” Lujan says, add-
ing that he remains a plumber first. “We always empha-
size plumbing. That is my first love. It is just an added 
business within the business.”

The makeover in advertised services — that is, add-
ing HVAC to promotional material — is coming along. 
Once company vehicles are wrapped with the additional 
service prominently displayed in the name, Lujan is con-
fident the expansion of services will be a “gold mine.”

Lujan has eight company vehicles. The newest is a 
2020 Ford Transit van, the popular work vehicle with a 
sliding cargo side door powered by a 275 hp V6 engine. 
“That is going to be the prototype van for the company. 
It should inspire us to work hard to get more of them.”

The work trucks carry the normal staples of plumb-
ing and drain cleaning equipment, in this case, Spartan 
300 mechanical snakes and RIDGID SeeSnake CS6PAC 
and Compact2 cameras. 

GOING VIRTUAL
The pandemic had a terrible impact on the nation’s 

economy and on many businesses, particularly small 
Continued   

  Company owner Diego Lujan, center top, and his staff go through the 
morning briefing.

      Our goal is to inspire our community. I want 
them to say, ‘Hey, if Lujan can do it, I can do it.’”
Diego Lujan

“
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  The Alphalete Plumbing staff stands in front of their company office in 
Colorado Springs, Colorado, and a service van. From left,  Bryan Lau, 
Donny Vigil, Mercedes Garcia, Walter Sandoval, Alphalete Plumbing 
owner Diego Lujan, Floyd Adams, Bob du Pignac and Cruz Gonzales.

companies. It tested the capacity of business owners and 
managers to tailor their operations to new adverse 
conditions.

Alphalete Plumbing, Heating & Air adapted and sur-
vived. One of the company’s adaptations was the intro-
duction of virtual service calls. The idea of such calls had 
been floating around in Lujan’s mind for a while and was 
quickly implemented in March 2020 after COVID-19 
appeared in Colorado.

“We developed it right away to protect us and our cus-
tomers,” Lujan says. “People were in need, some had been 
laid off, and calling the plumber was the last thing they 
wanted to do.” 

For $35, a customer could call Alphalete and a service 
tech would listen to a complaint, visually examine the sit-
uation using a cellphone camera and, if the homeowner 
could fix the problem, talk them through the process. In 
the event the problem couldn’t be resolved without pro-
fessional help, the $35 was applied to the cost of a subse-
quent service call by the tech.

Lujan recalls a typical virtual call. “A lady’s disposal 
quit working. We talked her through the steps to fixing it. 

Afterward, she was ecstatic. She had lost her job, had no 
extra money and the virtual repair was important to her.”

The virtue of such a service during a pandemic is 
readily evident, but virtual service has value that tran-
scends such conditions. For one, a problem can be resolved 
faster than is possible waiting for a technician to arrive. 
For another, it’s less expensive.

“After the pandemic, we are going to keep it as an 
offered service,” Lujan says. “Not everyone can afford a 
service call. Some people don’t even know where a shut-
off valve is and we can help them find it. And they don’t 
have to wait for a tech in a truck to arrive to do that.”

TEACHING THE TRADE
Lujan says he is building his business on four pillars: 

educate, elevate, motivate and inspire. The goal is to 

     If you don’t love solving pressure, then you 
won’t succeed as a business owner. If you 
don’t like serving the community, then you 

have no reason to get into business.”
Diego Lujan

“

achieve at least one of these in each transaction with his 
customers. “If we can do this, then we have won. Our 
goal is to inspire our community. I want them to say, 
‘Hey, if Lujan can do it, I can do it.’”

His commitment to education is capped by plans to 
open a trade school for plumbers, operating it out of his 
3,500-square-foot office-warehouse. Eventually, it will be 
relocated into a separate new or leased building.

“I am passionate about trade education,” Lujan says. 
“Plumbers in Colorado now have to have eight hours of 
continuing education each year, which is great. We will 
offer it and a full apprenticeship program that will be reg-
istered with state and federal agencies.”

Lujan himself will be among the school’s faculty mem-
bers. His company’s apprentices will have free access to the 
school. “I’m pretty excited about this. It will serve the com-
munity and the business and the cause of education.”

And the business won’t be sacrificed to the school. 
Lujan’s vision is more far-reaching than that. He says he 
hopes eventually to make Alphalete Plumbing, Heating & 
Air into an operation that can be franchised. Gearing up 
for that — as well as getting the school going — may con-
sume the next few years, “but within 10 years I want it to 
be a franchise-able business and to have multiple locations 
operating across the country.”

Lujan credits his wife, Brittany, for the progress the 
company has made. “She’s a full-time mom and I wouldn’t 

be able to do this without her. My wife and kids are the 
driving force behind my success.” The couple has four 
children.

The business owner seems to have blended the vari-
ous facets of life — work, community, family, self — into 
a single challenge. To anyone aspiring to start his or her 
own business, he says, “It is a lifestyle, not a career. You 
have to want to welcome and to solve the pressures and 
problems that arise. If you don’t love solving pressure, 
then you won’t succeed as a business owner. If you don’t 
like serving the community, then you have no reason to 
get into business.”

Daunting as it might sound, Lujan encourages peo-
ple to go for it. “We are only going to live once, so we 
should give it all we’ve got. If we do, then win, lose or 
draw, at the very least 
we will have shown we 
had the nerve to try.” 
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lumbers like Clint Singletary understand that the 
path to better profitability is paved by increased 
productivity. Do jobs faster and you make more 

money. Full stop.
As such, it’s easy to see why the owner of Singletary 

Plumbing in Birmingham, Alabama, invested in two 
Renssi Finland Oy drain machines to prep pipes for lining, 
one of many services offered by the company, established 
in 1984.

The RCM-10 is designed to scour smaller pipes from 
3 to 8 inches in diameter and the bigger RCM-36 can handle 
pipes from 3 to 12 inches in diameter. Both units feature 
flexshaft technology — the cable is enclosed in a nylon 
sheath that prevents it from spinning around inside a pipe 
during cleaning.

That explains much of the Renssi units’ appeal for 
Singletary. Without a cable gyrating wildly inside a pipe, 
he can attach his RIDGID SeeSnake inspection camera to 
the cable and watch as he cleans, as opposed to repeatedly 
pulling the camera and the cable in and out of a pipe to 
gauge what’s happening, he says.

“It makes it very easy to clean specific spots in a pipe 
because you can see what you’re doing, compared to cleaning 
the pipe over and over as you push it in and pull it out,” 
he explains. “It’s more efficient, too. … When you get out 
there 100 feet, it takes a lot of time to push and pull the 
camera and then the cable in and out repeatedly.”

The flexshaft technology also improves customer service 
by making it easy to show customers how the cleaning is 
progressing. “It allows them to actually see things such as 
root infiltrations,” he says. “We can show them live on the 
video screen what we’re doing and show them a blockage 
was removed.

“It really speeds up our process. That allows us to be 
more competitive price-wise, and it increases our bottom 
line by getting jobs done and moving onto the next one 
faster.”

SMALL BUT STRONG
The lightweight, easy-to-transport RCM-10 is designed 

for cleaning pipes from 3 to 8 inches in diameter and is 

Do the Math
Drain machines finish jobs faster, which equals more 
work and more money for Alabama plumber
By Ken Wysocky

P

n the ROAD

  Singletary Plumbing technician and pipe lining specialist Walker Craine, 
left, with help from plumbing assistant Charlie Horn, uses a Renssi RCM-15 
drain machine and a RIDGID SeeSnake camera to clean a drainline. (Photo 
courtesy Singletary Plumbing)

well suited for pipes with tight turns, Singletary says. The 
unit weighs about 58 pounds and features an aluminum 
frame with a telescoping handle.

It comes with 50 feet of approximately 3/8-inch-diameter 
cable and measures 26 inches long by 28 inches high by 11 
inches wide. It’s powered by an electric drill gun that’s 
included with the unit.

“One person can pick it up and easily carry it up and 
down stairs,” Singletary says. “But it’s still powerful enough 
to do what you need it to do.”

The heavier yet still portable RCM-36 is made to clean 
pipes from 3 to 12 inches in diameter. It weighs about 282 
pounds and its aluminum reel carries 118 feet of roughly 
1/2-inch-diameter cable. It measures approximately 22 
inches wide by about 34 inches long by nearly 47 inches tall.

The unit features a 1,500-watt electric motor and 
generates up to 2,800 rpm of cleaning power, a foot-operated 
pedal and two lockable swivel wheels in front and two 
larger wheels in back.

Singletary bought both machines in December 2019. 
A representative at Pipe Lining Supply recommended the 
machines when he purchased a lining trailer and a Quik-
Shot pipe lining system, made by Quik Lining Systems, 
which is owned by Pipe Lining Supply, the product’s 
distributor.

TACKLING TOUGH JOBS
Both machines proved their mettle on a very challenging 

job in March 2021 when a local school district hired the 
company to line a failing 5-inch cast iron drainline at one 
of its schools. Employees cleared a 300-foot-long stretch 
of the tuberculated pipe that was almost completely blocked 
with built-up iron oxide deposits, Singletary says.

The job took about nine days to complete, he says.
“We took a Renssi chain head in there and removed 

all the scale and buildup, which is necessary to do a good 
lining job. We primarily used the RCM-36, but also used 
the RCM-10 to handle pipe bends and for reinstatements 
with a Renssi attachment.”

He says he’d never heard of Renssi drain machines 
until he visited Pipe Lining Supply. 

“They got my attention because they seemed to be a 
very good value,” says Singletary, who has seven employees 
and runs three service vehicles: a 2020 Dodge 4500 with 
a Knapheide box body and two 2016 3500 cutaway vans 
equipped with box bodies from Bay Bridge.

“The machines seem to be well engineered by a company 
that’s not necessarily all that well known to the industry 
here,” he says. “But it should be.

“If you’re looking for flexshaft technology, this is the 
way to go. They provide a very good return on investment.”  
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motor.
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10; about $10,945 for the RCM-36
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all the scale and buildup, which is necessary to do a good 
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and runs three service vehicles: a 2020 Dodge 4500 with 
a Knapheide box body and two 2016 3500 cutaway vans 
equipped with box bodies from Bay Bridge.

“The machines seem to be well engineered by a company 
that’s not necessarily all that well known to the industry 
here,” he says. “But it should be.
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logged drains. They’re messy, drain machines take 
up extra room in your service van, and a lot of 
plumbers just don’t like clearing them. 

If you’re running a plumbing company and only 
clearing drains when you have to, you’re possibly cutting 
your revenue in half. Drain clearing provides opportunities 
that plumbing alone can’t. Look at your Indeed ad and 
get ready to make some changes to attract drain cleaners 
to your business.  

Here are some things plumbing-only companies are 
missing out on and how to capitalize on clearing drains.  

I’m a plumber by trade, but here at Service Nation, I 
deal with a lot of HVAC companies as well.  HVAC companies 
have done a very good job of boosting sales through the 
installation of newer, more efficient heating and cooling 
systems. The bulk of their revenue is from replacing systems.  

How does this relate to drains?  
1. If a main sewer is clogged with roots, or as the result 

of some type of damage to a sewer or drainline, the 
recommendation should be to make a repair on 
that pipe, or even to replace that line if it’s in poor 
condition. If you don’t have the tools, training or 
personnel to clear the drain, diagnose the problem, 
make the recommendation to repair or replace the 
line and a crew to get the job done, then you’re 
leaving half of your potential revenue for another 
company to claim. If you don’t make the repair, 
someone else will. The repair or replacement of the 
line is the plumbing equivalent of replacing an 
existing HVAC system.

2. HVAC companies have “comfort advisers” that go 
into a home, evaluate the system, and make 
recommendations to their customers on which 
system would be best for them.  Does your company 
have something similar? When I was in the field, 
we had dedicated camera technicians that would 

go out on main sewer line jobs when the technician 
encountered roots or felt that there was some other 
issue that needed to be addressed. The camera 
technician would look at the damaged sewer line, 
often with the customer standing by, and they would 
show the customer the issues that were found and 
they would make recommendations. Not only is a 
good drain tech a valuable addition to your company, 
but a good camera tech is as well.

3. Do you think your customer has thousands of 
dollars set aside for repairing a sewer line? Probably 
not. Those comfort advisers are prepared for this. 
They don’t just go to a customer and say it’ll be 
$8,000 for a new system. They have finance companies 
that they work with, so they can give a much softer 
potential monthly payment amount. If you have a 
finance company that you work with, your camera 
tech can do the same thing. “Mr. and Mrs. Jones, 
we can replace that broken sewer for $125 a month.” 
Doesn’t that sound better than quoting $8,000?

STARTING THE PROCESS
I know that some of you reading this have considered 

adding drain cleaning to your business, but it’s just so hard 
to get plumbers to buy in. I have a question. Are you 

Looking Down the Drain
Explore your options in the drain cleaning side of the industry if 
you are looking for ways to increase your company’s revenue
By Dave Bailey

C If you’re running a plumbing company and 
only clearing drains when you have to, 
you’re possibly cutting your revenue in 

half. Drain clearing provides opportunities 
that plumbing alone can’t.
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marketing as hard to find new plumbers as you do to get 
the phone to ring? If no, you should be, and you can 
market just as hard to find an experienced drain cleaner. 
Drain technicians often require no special license, and 
the training process is much faster than that of plumbers, 
so once you do find an experienced person that fits into 
your company, hire an apprentice to learn the job. A good 
trainer can have an apprentice ready for their own truck 
in about four months. If you’re marketing drains well 
enough, you can double your drain revenue in 4-6 months.  

You’ve found the right person for the job and now 
you need to have the right equipment. This will take some 
investment. Find a good set of drain machines that will 
clean anything from bath sink drains to main sewer lines. 
If you’ve been lucky enough to hire an experienced drain 
tech, ask them what they like to use and get that equipment. 
Next, get a good camera. Something sturdy and that has 

a picture clear enough to show your customer what their 
issues are clearly. 

MOVING BEYOND DIAGNOSTICS
Now that you are staffed, and you have the equipment 

to properly diagnose your customer’s drain issues, it’s 
time to talk about replacement options.  

The obvious option is through excavation. In some 
cases, excavation may be your only choice, but let’s talk 
about other repair options.   

I started doing pipe patching, lining and bursting 
years ago and I can say that the equipment is better now, 
and the training is much better. Back in the day, if you 
struggled with bursting or lining, you were on your own 
to find creative ways to get yourself out of a jam. Now 
there are companies like American Pipelining Supplies 
that will sell you the equipment and that will provide a 
high level of training and support.  

The cost for a small company to invest in lining and 
patching is very reasonable with a high return on 
investment. Once you’re all set up with equipment, 
technicians and training, you have the ability to line that 
sewer line from the basement to the city main without 
having an excavator, shoring and a crew onsite to do the 
work. Two technicians can line that pipe in less than a 
day, often through an existing cleanout. The days of having 
to dig a 10-foot-deep trench that’s 60 feet long can now 
be few and far between.

Our friends in the HVAC industry have perfected a 
system to service, and sell, equipment to their customers. 
Those of you that have a similar system for plumbing and 
drains, good for you. For those of you that don’t, consider 
stepping into the drain arena with the possibility to double 
your company’s revenue.  

------------
Dave Bailey is the vertical market manager, plumbing for Service Nation and 
has 25 years working in the plumbing industry — 23 in the field. If you would 
like to send a message to him, email dbailey@servicenation.com.
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marketing as hard to find new plumbers as you do to get 
the phone to ring? If no, you should be, and you can 
market just as hard to find an experienced drain cleaner. 
Drain technicians often require no special license, and 
the training process is much faster than that of plumbers, 
so once you do find an experienced person that fits into 
your company, hire an apprentice to learn the job. A good 
trainer can have an apprentice ready for their own truck 
in about four months. If you’re marketing drains well 
enough, you can double your drain revenue in 4-6 months.  

You’ve found the right person for the job and now 
you need to have the right equipment. This will take some 
investment. Find a good set of drain machines that will 
clean anything from bath sink drains to main sewer lines. 
If you’ve been lucky enough to hire an experienced drain 
tech, ask them what they like to use and get that equipment. 
Next, get a good camera. Something sturdy and that has 

a picture clear enough to show your customer what their 
issues are clearly. 

MOVING BEYOND DIAGNOSTICS
Now that you are staffed, and you have the equipment 

to properly diagnose your customer’s drain issues, it’s 
time to talk about replacement options.  

The obvious option is through excavation. In some 
cases, excavation may be your only choice, but let’s talk 
about other repair options.   

I started doing pipe patching, lining and bursting 
years ago and I can say that the equipment is better now, 
and the training is much better. Back in the day, if you 
struggled with bursting or lining, you were on your own 
to find creative ways to get yourself out of a jam. Now 
there are companies like American Pipelining Supplies 
that will sell you the equipment and that will provide a 
high level of training and support.  

The cost for a small company to invest in lining and 
patching is very reasonable with a high return on 
investment. Once you’re all set up with equipment, 
technicians and training, you have the ability to line that 
sewer line from the basement to the city main without 
having an excavator, shoring and a crew onsite to do the 
work. Two technicians can line that pipe in less than a 
day, often through an existing cleanout. The days of having 
to dig a 10-foot-deep trench that’s 60 feet long can now 
be few and far between.

Our friends in the HVAC industry have perfected a 
system to service, and sell, equipment to their customers. 
Those of you that have a similar system for plumbing and 
drains, good for you. For those of you that don’t, consider 
stepping into the drain arena with the possibility to double 
your company’s revenue.  

------------
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has 25 years working in the plumbing industry — 23 in the field. If you would 
like to send a message to him, email dbailey@servicenation.com.
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Western-themed font and a helpful beagle on 
the side make a Ross Plumbing residential service 
truck recognizable. Other, more subtle features, 

make it unique, especially in the service area around 
Leesburg, Florida. Like the rest of Ross Plumbing’s fleet, 
this Dodge 3500 ProMaster runs on compressed natural 
gas. This economical fuel is not only more environmentally 
friendly than gasoline or diesel, its lower emissions also 
help decrease maintenance costs and improve longevity. 
Some Ross Plumbing trucks have reached 400,000 miles 
without being fully retired. The Dodge here will see a lot 
of the service area during its life. The 350-cubic-foot cargo 
capacity also helps it to stay in the field longer before 
restocking. Triple-stacked blue bins allow a service tech 
to see at a glance what to restock. This system also allows 
for convenient storage of a variety of fitting in all the usual 
materials a tech needs. Racks below accommodate a range 
of pipes. Further room accommodates tools, tool chests, 
ladders, extensions cords and everything else that might 
be needed in a working day. Ross Plumbing’s residential 
fleet also includes Ford Super Duties fitted with enclosed 
cargo space. The commercial fleet, needing more variety, 
includes a range of service and pickup trucks made by 
Chrysler, Ford and Chevrolet. No matter what purpose a 
Ross Plumbing truck serves, whether residential or 
commercial, they all run on CNG and they all come with 
a helpful beagle on the side promising, “We can track down 
your plumbing problems.” For more information on Ross 
Plumbing, go to www.terryrossplumbing.com. 

A

Rolling
Billboard

Rolling
Billboard

Ross Plumbing
Leesburg, Florida

Got a service vehicle with real WOW appeal?

Show it off to Plumber readers!

Send photos of your service vehicle after it has been lettered with  your 
company name. Please limit your submission to one vehicle only. Your 
Rolling Billboard submission must include your name, company name, 
mailing address, phone number, and details about the truck, including 
tank size, cab/chassis information, pump information, the company 
that built the truck, and any other details you consider important. In 
particular, tell us what features of the truck help make your work life 
more efficient and more profitable. Email your materials to editor@
plumbermag.com or mail to Editor, Plumber, P.O. Box 220, Three Lakes, 
WI 54562. We look forward to hearing from you!

Show us YOUR Rolling Billboard!
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lumbers like you are busy hurrying from inspections 
to repair jobs and all the other to-do’s that dominate 
your schedule. There’s a never-ending list of things 

that need to be done, and you need a way to quickly connect 
with clients while you’re on the go — whether it be an 
appointment reminder, a question about a part, or an 
emergency situation. 

Texting is a great way to reach clients faster, and for 
clients to contact you when they need to. 

This article will detail five ways you can integrate texting 
into your existing business communications to increase 
customer engagement and boost revenue.

1. Capture leads via SMS Chat.
Unexpected disruptions can happen at any time, which 

is why it’s important for your business to be available around 
the clock. Potential customers will come to your website to 
look for a list of your services, but they’d often rather just 
ask you a direct question if they can.

Enable your website visitors to reach out to you by 
adding SMS Chat to your website. SMS Chat is a chat widget 
that allows people to initiate conversations with you on 
your site, and continue them via text. 

Customers will want to reach out with concerns, like:
• Can someone take a look at my pipes? I’ve got a leak.
• Do you have this part for my brand toilet?
• How much do you charge for a sink installation?
• I’ve got a severe clog in my tub.

SMS Chat works especially well for visitors seeking your 
services after business hours. They can reach out to you at 
any time, and know that their message will be seen and 
responded to in the morning. You can respond to them 
through text at any time, to help them before your competitors 
get a chance.

Prospects are more likely to go with the business that 
responds to them first, and auto-responses from SMS Chat 
helps you respond instantly — even when you’re not 
available.

2. Use texting to schedule and reschedule visits.
Once your prospects know you can do the job, they’ll 

want to schedule an appointment with you. And for existing 
customers, texting makes it easier for them to schedule 
and reschedule appointments. 

All they’ll have to do is to text your business number 
directly, or reach out to you via SMS Chat to request an 
appointment. From there, you can send them a calendar 
where they can pick a time and date that works best for 
them. Or, just text back and forth to find a time that works 
for everyone.

Send texts to confirm an appointment, a reminder on 
the day before the appointment, and when you’re on your 
way the day of. That way, you’ll keep customers in the loop 
and give them the opportunity to reschedule if something 
comes up on their end.

Texting helps you keep more appointments and reduce 
no-shows.

3. Increase product and service sales with texting.
SMS promotions re-engage previous customers, and 

help bring in new ones. You’ll increase interest and aware-
ness, especially during seasonal slumps. Send texts with 
offers like:

• Take advantage of our $89 diagnostic special.
• Save $50 on any service! Offer valid until 12/1.
• Ready for a new water heater? Take 20% off 

installation.
And while plumbers are on-site, they can offer additional 

services. Oftentimes, they’ll start diagnosing a problem 

Boosting Revenue
 
From capturing leads to communicating with staff, 
texting can benefit your business in many ways
By Jessica Ayre
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lumbers like you are busy hurrying from inspections 
to repair jobs and all the other to-do’s that dominate 
your schedule. There’s a never-ending list of things 

that need to be done, and you need a way to quickly connect 
with clients while you’re on the go — whether it be an 
appointment reminder, a question about a part, or an 
emergency situation. 

Texting is a great way to reach clients faster, and for 
clients to contact you when they need to. 

This article will detail five ways you can integrate texting 
into your existing business communications to increase 
customer engagement and boost revenue.

1. Capture leads via SMS Chat.
Unexpected disruptions can happen at any time, which 

is why it’s important for your business to be available around 
the clock. Potential customers will come to your website to 
look for a list of your services, but they’d often rather just 
ask you a direct question if they can.

Enable your website visitors to reach out to you by 
adding SMS Chat to your website. SMS Chat is a chat widget 
that allows people to initiate conversations with you on 
your site, and continue them via text. 

Customers will want to reach out with concerns, like:
• Can someone take a look at my pipes? I’ve got a leak.
• Do you have this part for my brand toilet?
• How much do you charge for a sink installation?
• I’ve got a severe clog in my tub.

SMS Chat works especially well for visitors seeking your 
services after business hours. They can reach out to you at 
any time, and know that their message will be seen and 
responded to in the morning. You can respond to them 
through text at any time, to help them before your competitors 
get a chance.

Prospects are more likely to go with the business that 
responds to them first, and auto-responses from SMS Chat 
helps you respond instantly — even when you’re not 
available.

2. Use texting to schedule and reschedule visits.
Once your prospects know you can do the job, they’ll 

want to schedule an appointment with you. And for existing 
customers, texting makes it easier for them to schedule 
and reschedule appointments. 

All they’ll have to do is to text your business number 
directly, or reach out to you via SMS Chat to request an 
appointment. From there, you can send them a calendar 
where they can pick a time and date that works best for 
them. Or, just text back and forth to find a time that works 
for everyone.

Send texts to confirm an appointment, a reminder on 
the day before the appointment, and when you’re on your 
way the day of. That way, you’ll keep customers in the loop 
and give them the opportunity to reschedule if something 
comes up on their end.

Texting helps you keep more appointments and reduce 
no-shows.

3. Increase product and service sales with texting.
SMS promotions re-engage previous customers, and 

help bring in new ones. You’ll increase interest and aware-
ness, especially during seasonal slumps. Send texts with 
offers like:

• Take advantage of our $89 diagnostic special.
• Save $50 on any service! Offer valid until 12/1.
• Ready for a new water heater? Take 20% off 

installation.
And while plumbers are on-site, they can offer additional 

services. Oftentimes, they’ll start diagnosing a problem 
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and then notice that something else might need to be looked 
at or updated. That can be easily documented with a photo, 
and sent via text.

Some popular services and products that you could offer: 
• Shower head/faucet replacement
• Bathtub, toilet and sink installations
• Water heater upgrade
• Pipe repair
• Part replacement
• Sump pump replacement
• Leak detection
• Sewer cleaning and repair

Most customers won’t know when things need to be 
fixed until it’s too late, so use texting to communicate those 
concerns ASAP. Your customers will thank you for spotting 
a potential problem, and you’ll earn more revenue in turn.

4. Get paid with text payments.
Text payments help you get paid quicker, with less 

invoicing hassle. Text a payment request to your customer 
before or after a service, and they can text a confirmation 
code to pay, or follow a link to pay. In order to get started 
with text payments, you’ll need to connect your payment 
processor to your business account first.

They won’t have to worry about having to pay in person, 
over the phone, or on your website.

Providing a free quote goes hand in hand with text 
payments, too. Once you can provide a customer with a 
quote, they can choose to pay on the spot, and for any 
additional costs once the job is done.

5. Gain positive online reviews.
Getting more online reviews helps your business show 

up higher in web search results for local plumbers, and 
helps you earn more customers in the process.

After you’ve completed a service, text your clients and 
ask them to leave a review. Send them a direct link to your 
review page such as Facebook or Google Reviews, and 
thank them for doing business with you.

You can even offer an exclusive discount on their next 
service in exchange for a review. That way, you’ll encourage 
repeat customers and gain a loyal following.

START TEXTING
When pipes burst and drains are clogged, customers 

need you ASAP — and that’s why texting works so well 
for plumbers. Texting is customer-preferred because it 
can be done anywhere, at any time without having to stop 
their day.

Are you ready to start texting? Find a business texting 
software that’s right for your plumbing business.  
----
Jessica Ayre is a content marketing specialist at Text Request, a business texting 
solution. If you’d like to start texting with customers from your plumbing business, 
Text Request can give you all the tools and resources you need to create a success-
ful text messaging strategy. 

Getting more online reviews helps your 
business show up higher in web search 

results for local plumbers, and helps you 
earn more customers in the process.

http://www.serviceroundtable.com
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and then notice that something else might need to be looked 
at or updated. That can be easily documented with a photo, 
and sent via text.

Some popular services and products that you could offer: 
• Shower head/faucet replacement
• Bathtub, toilet and sink installations
• Water heater upgrade
• Pipe repair
• Part replacement
• Sump pump replacement
• Leak detection
• Sewer cleaning and repair

Most customers won’t know when things need to be 
fixed until it’s too late, so use texting to communicate those 
concerns ASAP. Your customers will thank you for spotting 
a potential problem, and you’ll earn more revenue in turn.

4. Get paid with text payments.
Text payments help you get paid quicker, with less 

invoicing hassle. Text a payment request to your customer 
before or after a service, and they can text a confirmation 
code to pay, or follow a link to pay. In order to get started 
with text payments, you’ll need to connect your payment 
processor to your business account first.

They won’t have to worry about having to pay in person, 
over the phone, or on your website.

Providing a free quote goes hand in hand with text 
payments, too. Once you can provide a customer with a 
quote, they can choose to pay on the spot, and for any 
additional costs once the job is done.

5. Gain positive online reviews.
Getting more online reviews helps your business show 

up higher in web search results for local plumbers, and 
helps you earn more customers in the process.

After you’ve completed a service, text your clients and 
ask them to leave a review. Send them a direct link to your 
review page such as Facebook or Google Reviews, and 
thank them for doing business with you.

You can even offer an exclusive discount on their next 
service in exchange for a review. That way, you’ll encourage 
repeat customers and gain a loyal following.

START TEXTING
When pipes burst and drains are clogged, customers 

need you ASAP — and that’s why texting works so well 
for plumbers. Texting is customer-preferred because it 
can be done anywhere, at any time without having to stop 
their day.

Are you ready to start texting? Find a business texting 
software that’s right for your plumbing business.  
----
Jessica Ayre is a content marketing specialist at Text Request, a business texting 
solution. If you’d like to start texting with customers from your plumbing business, 
Text Request can give you all the tools and resources you need to create a success-
ful text messaging strategy. 

Getting more online reviews helps your 
business show up higher in web search 

results for local plumbers, and helps you 
earn more customers in the process.

http://www.vistawatergroup.com
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veryone wants to save money and when it comes 
to plumbing, that’s even more so. Plumbing ser-
vices can sometimes be pricey for the customers, 

so it’s always best to find a way to show that customer that 
you can save them money too. 

Capital Distribution, based in Bloomfield, New Jersey, 
is providing a way for plumbers to help their customers 
save money, and it all starts at the meter. 

The company provides plumbing products that solve 
problems for homeowners, commercial applications and 
the plumbers that install them, according to Michael Stall-
ings, senior vice president at Capital Distribution. 

One of those products is the Smart Valve, a device that 
is installed on the user side of the incoming waterline that 
creates a steady back pressure through the water meter. 
With the installation, the meter will no longer over-spin 
— which when uncorrected can give higher readings — 
and the customer won’t be charged for pockets of air that 
pass through the meter, as they remain compressed and 
too tiny to register. 

Michael recently answered a few questions for Plumber 
magazine about Capital Distribution and the Smart Valve.

Q: Tell me a little about Capital Distribution  
and the product you sell, SmartValve?

Michael: We are a small business based in Bloomfield, 
New Jersey. We have a combined team of administrative 
and sales professionals of seven. The Smart Valve is one of 
our best solutions because it is a win-win-win product. 
Not only does the user save up to 30%, or more, on water 
and sewer costs, and we get to provide a solution to a client, 
but our plumber partners also get to become the hero to 
their clients for recommending it and installing it. 

Q: How was the Smart Valve product developed?
Michael: The Smart Valve was first developed by a guy 

that had the knowledge to understand the physics of 

pressurized water systems and water meters, and to recognize 
that there was an inherent problem. Then he began developing 
a solution to correct it. The manufacturer partnered with 
him and evolved it over a decade into the advanced and 
successful design we have today. The key advancement was 
the external adjustability, which allows us to ‘dial it in’ to 
each unique system while water is running, and the valve 
is working. And Capital Distribution became the first to 
successfully partner with plumbers to bring this solution 
to both residential and commercial customers across the 
United States.

E

  The Smart Valve is attached by a plumbing professional to the pipe near 
the meter. The device is adjustable, removable and requires no upkeep 
or power, and can be transferred to different locations if needed. (Photo 
courtesy of Capital Distribution)

Manufacturer
Q & A

Getting Smart
Company offering a solution to plumbing firms to bring to their 
customers as a way to save money at the meter  By Cory Dellenbach

Bloomfield, New Jersey

Seven

Smart Valve

www.getsmartvalve.com

savewater@getsmartvalve.com

201-690-6512

LOCATION

EMPLOYEES

PRODUCT

WEBSITE

EMAIL

PHONE

Capital Distribution

Q: How does the device work?
Michael: The Smart Valve is installed on the user side 

of the meter and maintains close to ‘city pressure’ upstream 
through the meter to the city main. By not letting pressure 
drop as much at the meter as before, it is not letting air 
volume expand, so the meter is measuring the actual 
volume of water more accurately. It also creates a smoother, 
more laminar flow that eliminates overspinning due to 
surges and sudden pressure changes. You could say it is in 
a way the opposite of a pressure reducer, which limits 
pressure downstream. The Smart Valve maintains pressure 
upstream.

Q: What type of customer would a plumber  
want to sell this product to?

Michael: Both residential and commercial clients can 
benefit from this solution. We provide a free evaluation 
for all locations, which typically have a return on investment 
of less than a year, then it’s all saving money from there. 
Whether it is a homeowner, a small business such as a 

laundromat or bar/restaurant, or an apartment complex 
or school, and any larger institution such as hotels, golf 
course, food processing plant, stadiums, pharmaceutical 
buildings, office buildings or more, the Smart Valve is a 
solution for all of them.

 The Smart Valve is available as either a threaded-on 
or flanged device, depending on the job site needs. The 
threaded-on is primarily used for residential properties, 
while the flanged is for commercial or larger properties.

The key advancement was the external adjustability, 
which allows us to ‘dial it in’ to each unique system 

while water is running, and the valve is working.
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Q: How does the device work?
Michael: The Smart Valve is installed on the user side 

of the meter and maintains close to ‘city pressure’ upstream 
through the meter to the city main. By not letting pressure 
drop as much at the meter as before, it is not letting air 
volume expand, so the meter is measuring the actual 
volume of water more accurately. It also creates a smoother, 
more laminar flow that eliminates overspinning due to 
surges and sudden pressure changes. You could say it is in 
a way the opposite of a pressure reducer, which limits 
pressure downstream. The Smart Valve maintains pressure 
upstream.

Q: What type of customer would a plumber  
want to sell this product to?

Michael: Both residential and commercial clients can 
benefit from this solution. We provide a free evaluation 
for all locations, which typically have a return on investment 
of less than a year, then it’s all saving money from there. 
Whether it is a homeowner, a small business such as a 

laundromat or bar/restaurant, or an apartment complex 
or school, and any larger institution such as hotels, golf 
course, food processing plant, stadiums, pharmaceutical 
buildings, office buildings or more, the Smart Valve is a 
solution for all of them.

 The Smart Valve is available as either a threaded-on 
or flanged device, depending on the job site needs. The 
threaded-on is primarily used for residential properties, 
while the flanged is for commercial or larger properties.

The key advancement was the external adjustability, 
which allows us to ‘dial it in’ to each unique system 

while water is running, and the valve is working.

http://www.ashlandpump.com
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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,
ready to ship today - no lead time.
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WATER & WASTEWATER EQUIPMENT, TREATMENT & TRANSPORT SHOW 

WWETT 2023 
CONFERENCE: FEBRUARY 20-23 
EXPO HALL: FEBRUARY 21-23 
INDIANA CONVENTION CENTER
WWETTSHOW.COM

Let’s face it, business opportunities ebb and flow on a daily basis. But there is 
ONE thing you can count every year—The WWETT Show. 

It’s the world’s largest annual trade show for wastewater and environmental 
service professionals. The WWETT Show offers a robust educational program 
with nearly 100 live and online sessions, live demos, multiple networking  
opportunities and an expo floor brimming with the latest technology and  
innovations in the industry.

Get in the flow and join thousands of your peers in Indianapolis for THE 
business event of the year. 

REGISTER NOW

Manufacturer
Q & A

Q: Where can a plumber find Smart Valve?
Michael: We offer multiple programs for plumbers 

to join that offer many perks such as free shipping 
and handling, marketing support including free 
webinars, discounted valves and tons of support. 
We can even sell the job for the plumber. Plumbers 
can purchase the valves, up to two inches, on our 
website or can sign up for free to be contacted about 
joining one of our partner programs. If larger valves are 
needed or they have questions, they can call or email us.

Q: How much maintenance is required  
on the product after installation?

Michael: This is very much a “set it and forget it” product, 
so none is required. However, one of the main benefits is, it 
is externally adjustable. So, although it is set to a certain 
level on installation, it can always be adjusted very simply 
without shutting the water off. The adjustment takes minutes, 
and only tools needed are a pliers and Allen Key. This is a 
key factor because it allows a custom installation to maximize 
the savings and always allows you to adjust it down the road 
very easily if conditions in the building change.

Q: Anything else you would like to add?
Michael: We recognize our plumbers as the backbone of 

this industry and want to let them know we stand ready to 
help them implement this solution and become heroes to 
their clientele. Besides the support and discounts, we offer 
free referrals in their area, the ability for us to educate their 
clientele for them, and even offer onsite support and webinars 
for their clients. We stand ready to work with any interested 
plumbers, small or large, and help them add another valuable 
solution to their repertoire and grow their business as a 
result of it. 

  Plumber Hairo Malla of 
TRV South Demolition, 
Mechanical, Electrical, 
Plumbing in Florida, holds 
a thread-on Smart Valve. 
TRV South is a VIP program 
partner with Capital 
Distribution.

http://www.ippsolutions.com
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38

Alarms

Blackwater Alert
Blackwater Alert is a 95-deci-

bel alarm that gives wireless peace 
of mind, alerting property owners 
to impending wastewater backups, 
and enables them to react before 
incurring damages and expenses. 

It can also send an alert to a smart device so that property 
owners, property managers or homeowners will be noti-
fied remotely if a backup is occurring. Additionally, it allows 
a plumber or homeowner to gently remove the pressure in 
the waste line using the port drain, which reduces the poten-
tial for messy, expensive cleanup and disinfection. Its qual-
ity control and assurance program involves testing the water 
tightness and the electrical operation of every unit. When 
the units reach final assembly, they are again tested for field 
performance. They connect easily to the waste clean-out 
line. 800-804-4725; www.blackwateralert.com

FloLogic System
The FloLogic System has 

industrial-grade U.S.-made cast 
bronze valves in sizes up to 2 
inches, offering comprehensive 
real-time leak detection, detect-
ing leaks as small as a half-ounce 
per minute from the moment they 
start. When a leak is detected, the 
water is shut off automatically and the users receive an alert 
through the smartphone app. It has low room temperature 
alerts and automatic water shutoffs prior to freezing con-
ditions. All systems are equipped with battery backup for 
continued protection during outages. Plumbers who sell 
and install it can help their clients secure their home against 
plumbing supply leak damage and can help them save hun-
dreds annually on property insurance. 877-356-5644;  
www.flologic.com

Jet Inc. Model 197
The Model 197 control panel from 

Jet Inc. monitors the operation of the 
Jet Inc. treatment system aerator and 
additional components. It can monitor 
single- or dual-aeration systems with 
selectable high- and low-amperage mon-
itor settings. The panels have dedicated 
alarm and control circuits with separate power circuits for 
aeration devices. In addition to the aerator control circuits, 
the panel contains three auxiliary 120-volt output circuits 
for external device control relays. They include three low-volt-
age auxiliary input circuits selectable for N/O or N/C alarm 
inputs. An integrated pump power control relay is auto-
matically disabled in an auxiliary device alarm condition. 
A signal array includes a power indicator LED and four 
additional equipment alarm indicator LEDs. 800-321-6960; 
www.jetincorp.com

 Controls/Control Panels

Liberty Pumps NightEye
The NightEye app and cloud-

based system from Liberty Pumps 
allows internet connection of a 
pump via the home’s wireless 
router and provides alarm and 
other performance information to a mobile device. The sys-
tem sends information via text, email and push notifica-
tions, to up to four different address/phone numbers 
anywhere in the world. Connected products include the 
ALM-EYE series indoor pump alarm, 442 battery backup 
pump systems and the SumpJet water powered backup 
pump. The system is easy to use and set up through a por-
table device, according to the maker. Download the free 
app, register the device and connect to the equipment using 
BlinkUp technology. The app is compatible with iOS and 
Android devices. There are no subscription or service fees. 
800-543-2550; www.libertypumps.com
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SJE Rhombus Installer 
Friendly Series

Installer Friendly 
Series single-phase pan-
els from SJE Rhombus 
offer an easy-to-use 
color LCD on the inner 
door for programming and system monitoring. Use the 
menu navigation to select pump hand/off/auto mode, con-
vert between demand or timed dose operation, adjust pump 
activation levels and switch between traditional floats or 
the C-level sensor for continuous level monitoring — all 
while in the field. Users can also check the tank level indi-
cation and setpoint monitoring at a glance. The simplex 
panel controls one 120/208/240V single-phase pump, while 
the duplex controls two 120/208/240V single-phase pumps 
in water and wastewater applications. The panels are UL/
cUL Listed. 888-342-5753; www.sjerhombus.com

 

Effluent/Sewage/Sump Pumps

Ashland Pump  
sump pumps

Ashland Pump 
offers sump pumps in 
different options includ-
ing the PS series, B series, 
the SPV series and sump basin package systems. The pumps 
are built out of corrosion-resistant anodized aluminum or rug-
ged cast iron. All are equipped with PSC (permanent split 
capacitor), continuous duty rated motors for higher efficiency. 
They have an upper and lower ball bearing design for longer 
life and smoother operation. The vortex impellers are made 
of thermoplastic or cast iron to better handle up to 1/2-inch 
solids. The pumps have professional, contractor-grade verti-
cal or wide-angle piggyback float switches for quick and easy 
field servicing. The sump basin packages come complete with 
the sump basin, sump pump, check valve and discharge pip-
ing. They are suitable for new or replacement installations. 
855-281-6830; www.ashlandpump.com
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Partner with us to bring the Smart Valve Solution to your clients, 
saving them up to 30% on water and sewer costs

Adjustable, removable, requires no upkeep or power,  
and can be transferred to different locations

10 year warranty, and 90 day money back guarantee

Fast Return on Investment, typically less than 1 year  
for commercial applications, 2 years for residential

Smart Valve has both NSF/ANSI 61 and 372 certifications
201.690.6512  

GetSmartValve.com

See our interview  
on page 34

AVAILABLE FOR RESIDENTIAL OR COMMERCIAL APPLICATIONS (SIZES 3/4" - 12")

201.690.6512  
GetSmartValve.com

See our interview  
on page 34

Alarms

Blackwater Alert
Blackwater Alert is a 95-deci-

bel alarm that gives wireless peace 
of mind, alerting property owners 
to impending wastewater backups, 
and enables them to react before 
incurring damages and expenses. 

It can also send an alert to a smart device so that property 
owners, property managers or homeowners will be noti-
fied remotely if a backup is occurring. Additionally, it allows 
a plumber or homeowner to gently remove the pressure in 
the waste line using the port drain, which reduces the poten-
tial for messy, expensive cleanup and disinfection. Its qual-
ity control and assurance program involves testing the water 
tightness and the electrical operation of every unit. When 
the units reach final assembly, they are again tested for field 
performance. They connect easily to the waste clean-out 
line. 800-804-4725; www.blackwateralert.com

FloLogic System
The FloLogic System has 

industrial-grade U.S.-made cast 
bronze valves in sizes up to 2 
inches, offering comprehensive 
real-time leak detection, detect-
ing leaks as small as a half-ounce 
per minute from the moment they 
start. When a leak is detected, the 
water is shut off automatically and the users receive an alert 
through the smartphone app. It has low room temperature 
alerts and automatic water shutoffs prior to freezing con-
ditions. All systems are equipped with battery backup for 
continued protection during outages. Plumbers who sell 
and install it can help their clients secure their home against 
plumbing supply leak damage and can help them save hun-
dreds annually on property insurance. 877-356-5644;  
www.flologic.com

Jet Inc. Model 197
The Model 197 control panel from 

Jet Inc. monitors the operation of the 
Jet Inc. treatment system aerator and 
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single- or dual-aeration systems with 
selectable high- and low-amperage mon-
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matically disabled in an auxiliary device alarm condition. 
A signal array includes a power indicator LED and four 
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pump systems and the SumpJet water powered backup 
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table device, according to the maker. Download the free 
app, register the device and connect to the equipment using 
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SJE Rhombus Installer 
Friendly Series

Installer Friendly 
Series single-phase pan-
els from SJE Rhombus 
offer an easy-to-use 
color LCD on the inner 
door for programming and system monitoring. Use the 
menu navigation to select pump hand/off/auto mode, con-
vert between demand or timed dose operation, adjust pump 
activation levels and switch between traditional floats or 
the C-level sensor for continuous level monitoring — all 
while in the field. Users can also check the tank level indi-
cation and setpoint monitoring at a glance. The simplex 
panel controls one 120/208/240V single-phase pump, while 
the duplex controls two 120/208/240V single-phase pumps 
in water and wastewater applications. The panels are UL/
cUL Listed. 888-342-5753; www.sjerhombus.com

 

Effluent/Sewage/Sump Pumps

Ashland Pump  
sump pumps

Ashland Pump 
offers sump pumps in 
different options includ-
ing the PS series, B series, 
the SPV series and sump basin package systems. The pumps 
are built out of corrosion-resistant anodized aluminum or rug-
ged cast iron. All are equipped with PSC (permanent split 
capacitor), continuous duty rated motors for higher efficiency. 
They have an upper and lower ball bearing design for longer 
life and smoother operation. The vortex impellers are made 
of thermoplastic or cast iron to better handle up to 1/2-inch 
solids. The pumps have professional, contractor-grade verti-
cal or wide-angle piggyback float switches for quick and easy 
field servicing. The sump basin packages come complete with 
the sump basin, sump pump, check valve and discharge pip-
ing. They are suitable for new or replacement installations. 
855-281-6830; www.ashlandpump.com

http://www.GetSmartValve.com
http://www.fastest-inc.com
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inboard design with a secondary Exclusion V seal. It has a 
20-foot UL/CSA-listed power cable suitable for submers-
ible service and fitted with a three-prong plug. The unit is 
supplied with an integrated clip for the included piggyback 
mechanical float switch and used for automatic operation. 
888-765-9565; www.polylok.com

 Utility Pump

Little Giant 5-Series
Weighing just under 7 pounds and 

producing 1,500 gph, 5-Series utility 
pumps from Little Giant are rated for 
continuous duty, allowing for a wide 
range of applications and uses. These 
fully submersible pumps are ideal for 
light commercial and multipurpose res-
idential applications where water removal, 
transfer or circulation is necessary. They include a 1/6 hp 
oil-free PSC motor that is environmentally friendly. An 
epoxy-coated cast aluminum pump housing gives strength 
and heat dissipation for both consumer and professional use. 
It has a 1-inch discharge with 3/4-inch garden hose adapter, 
removable screen for easy cleaning and a 1/8-inch pump 
down with screen and 1/16-inch pump down without screen 
to reduce cleanup time. 800-701-7894; www.littlegiant.com

 

Pump Part/Component

Delta Treatment Systems  
ECOFILTER Pump Vault 

The ECOFILTER Pump Vault tank 
filtration system from Delta Treatment 
Systems prolongs downstream drainfield 
and treatment system life by reducing 
biological loading and clogging. The inte-
grated system easily installs in new or 
existing single- or double-compartment 
tanks and is suitable for STEP collection 
systems and effluent treatment. Featuring a dual compart-
ment housing for simplex or duplex applications, the vault 
draws effluent from the clarified zone of the tank, minimiz-
ing suspended solids. The easy-access design maximizes 
filter surface area and streamlines filter inspection and 

maintenance by enabling filter cartridge removal without 
pulling the pump or vault. The system’s float stem bracket 
makes removal and adjustment of the float assembly sim-
ple. Constructed of high-density polyethylene with UV 
inhibitors for longevity, the vault is customizable to meet 
project needs. 800-221-4436; www.infiltratorwater.com  
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ScreencO Systems Patz  
Shaft Drive Pumps

Patz Shaft Drive Pumps, distributed 
by ScreencO Systems, are vertical pit 
pumps that can be used in aboveground 
or underground storage tanks and include 
choices of single- or three-phase electric 
motors. They have high solids and grit 
capacities with large centrifugal pumps 
and hardened steel impellers. High capac-
ities include the 3333 series up to 500 gpm 
and the 4444 series up to 1,580 gpm. They can be deployed 
in depths from 3 feet to 12 feet 8 inches. The 6000 and 8000 
series have a three-point hitch with PTO drive and can offer 
up to 3,500 gpm at depths from 6 to 12 feet. They can be 
used with an agitator nozzle to mix and pump fast. The 616 
vertical prop agitator is capable of mixing at 9,000 gpm, 
keeping grit and solids mixed at pit depths of 6 to 16 feet. 
208-790-8770; www.screencosystems.com

Webtrol Pumps WTE Series
WTE Series turbine effluent pumps from 

Webtrol Pumps include a stainless steel intake 
screen and cable guard. The enclosed urethane 
bearing is mounted in a polycarbonate top dif-
fuser. They include a floating stack design, which 
prevents clogging, and impellers are constructed 
from glass reinforced Noryl. They offer up to 80 
gpm and motor ranges from 0.5 to 5 hp. High 
heads of up to 840 feet are produced by a multi-
stage design. They are designed as a solution for 
treatment and STEP systems, dripfield dosing, 
sewer force mains, among other applications. 
800-769-7867; www.webtrol.com

 Grinder Pumps

Crane Pumps & Systems Barnes RAZOR
The 2 hp Barnes RAZOR grinder pump 

from Crane Pumps & Systems is suitable 
for light commercial and residential sol-
ids-handling applications. It is designed 
with axial cutting technology to reduce sol-
ids like flushable wipes, diapers and other 
nonbiodegradable items. Maintenance is 

convenient with only a single tool needed for disassembly. 
The plug-and-play cord also provides easy servicing with-
out requiring removal of epoxy in the conduit. Unlike non-
clog pumps with large discharge sizes, its 1.25-inch discharge 
is suitable for preconfigured packaged systems and turn-
key solutions. It is available in the Barnes EcoTRAN Pres-
sure Sewer System, allowing superior waste grinding in 
tough terrain. It provides a practical and environmentally 
safe alternative to traditional gravity systems, according to 
the maker. Numerous configuration options are available. 
937-778-8947; www.cranepumps.com

Zoeller Pump Qwik Jon Premier
The Qwik Jon Premier from 

Zoeller Pump is a 1/2 hp grinder 
pump system used to install a full 
bathroom when gravity drainage 
is cost prohibitive. An ideal prod-
uct for residential or light com-
mercial use, it can be installed freestanding or behind a 
wall with the ability to connect to multiple fixtures includ-
ing the Qwik Jon elongated toilet. Being a grinder pump 
system, as opposed to a macerator system, this unit can 
easily handle human waste, toilet tissue and sanitary items. 
It has a shut off head of 29 feet and can achieve 45 gpm of 
flow at 5 feet of head. Installation requires no breaking of 
concrete and dealing with construction inconveniences 
such as lengthy schedules, messes and costs. 502-778-2731; 
www.zoellerpumps.com

 Submersible Pump

Polylok PL-CPE4A
The Polylok PL-CPE4A is a sub-

mersible, 4/10 hp, 115-volt, single-phase 
effluent pump with a 2-inch NPT ver-
tical discharge. It has a maximum head 
of 38 feet and a maximum flow of 56 
gpm. The pump is designed with a 3,450-
rpm oil-filled permanent split-capaci-
tor motor and has an amp rating of 6.6 
for 115 volts, a rugged cast iron housing and volute equipped 
with a cast iron vortex impeller capable of passing 3/4-inch-di-
ameter solids. The stainless steel shaft is supported by two 
single-row, oil-lubricated ball bearings. The shaft seal is an 
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inboard design with a secondary Exclusion V seal. It has a 
20-foot UL/CSA-listed power cable suitable for submers-
ible service and fitted with a three-prong plug. The unit is 
supplied with an integrated clip for the included piggyback 
mechanical float switch and used for automatic operation. 
888-765-9565; www.polylok.com

 Utility Pump

Little Giant 5-Series
Weighing just under 7 pounds and 

producing 1,500 gph, 5-Series utility 
pumps from Little Giant are rated for 
continuous duty, allowing for a wide 
range of applications and uses. These 
fully submersible pumps are ideal for 
light commercial and multipurpose res-
idential applications where water removal, 
transfer or circulation is necessary. They include a 1/6 hp 
oil-free PSC motor that is environmentally friendly. An 
epoxy-coated cast aluminum pump housing gives strength 
and heat dissipation for both consumer and professional use. 
It has a 1-inch discharge with 3/4-inch garden hose adapter, 
removable screen for easy cleaning and a 1/8-inch pump 
down with screen and 1/16-inch pump down without screen 
to reduce cleanup time. 800-701-7894; www.littlegiant.com
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filtration system from Delta Treatment 
Systems prolongs downstream drainfield 
and treatment system life by reducing 
biological loading and clogging. The inte-
grated system easily installs in new or 
existing single- or double-compartment 
tanks and is suitable for STEP collection 
systems and effluent treatment. Featuring a dual compart-
ment housing for simplex or duplex applications, the vault 
draws effluent from the clarified zone of the tank, minimiz-
ing suspended solids. The easy-access design maximizes 
filter surface area and streamlines filter inspection and 

maintenance by enabling filter cartridge removal without 
pulling the pump or vault. The system’s float stem bracket 
makes removal and adjustment of the float assembly sim-
ple. Constructed of high-density polyethylene with UV 
inhibitors for longevity, the vault is customizable to meet 
project needs. 800-221-4436; www.infiltratorwater.com  
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ScreencO Systems Patz  
Shaft Drive Pumps

Patz Shaft Drive Pumps, distributed 
by ScreencO Systems, are vertical pit 
pumps that can be used in aboveground 
or underground storage tanks and include 
choices of single- or three-phase electric 
motors. They have high solids and grit 
capacities with large centrifugal pumps 
and hardened steel impellers. High capac-
ities include the 3333 series up to 500 gpm 
and the 4444 series up to 1,580 gpm. They can be deployed 
in depths from 3 feet to 12 feet 8 inches. The 6000 and 8000 
series have a three-point hitch with PTO drive and can offer 
up to 3,500 gpm at depths from 6 to 12 feet. They can be 
used with an agitator nozzle to mix and pump fast. The 616 
vertical prop agitator is capable of mixing at 9,000 gpm, 
keeping grit and solids mixed at pit depths of 6 to 16 feet. 
208-790-8770; www.screencosystems.com

Webtrol Pumps WTE Series
WTE Series turbine effluent pumps from 

Webtrol Pumps include a stainless steel intake 
screen and cable guard. The enclosed urethane 
bearing is mounted in a polycarbonate top dif-
fuser. They include a floating stack design, which 
prevents clogging, and impellers are constructed 
from glass reinforced Noryl. They offer up to 80 
gpm and motor ranges from 0.5 to 5 hp. High 
heads of up to 840 feet are produced by a multi-
stage design. They are designed as a solution for 
treatment and STEP systems, dripfield dosing, 
sewer force mains, among other applications. 
800-769-7867; www.webtrol.com

 Grinder Pumps

Crane Pumps & Systems Barnes RAZOR
The 2 hp Barnes RAZOR grinder pump 

from Crane Pumps & Systems is suitable 
for light commercial and residential sol-
ids-handling applications. It is designed 
with axial cutting technology to reduce sol-
ids like flushable wipes, diapers and other 
nonbiodegradable items. Maintenance is 

convenient with only a single tool needed for disassembly. 
The plug-and-play cord also provides easy servicing with-
out requiring removal of epoxy in the conduit. Unlike non-
clog pumps with large discharge sizes, its 1.25-inch discharge 
is suitable for preconfigured packaged systems and turn-
key solutions. It is available in the Barnes EcoTRAN Pres-
sure Sewer System, allowing superior waste grinding in 
tough terrain. It provides a practical and environmentally 
safe alternative to traditional gravity systems, according to 
the maker. Numerous configuration options are available. 
937-778-8947; www.cranepumps.com

Zoeller Pump Qwik Jon Premier
The Qwik Jon Premier from 

Zoeller Pump is a 1/2 hp grinder 
pump system used to install a full 
bathroom when gravity drainage 
is cost prohibitive. An ideal prod-
uct for residential or light com-
mercial use, it can be installed freestanding or behind a 
wall with the ability to connect to multiple fixtures includ-
ing the Qwik Jon elongated toilet. Being a grinder pump 
system, as opposed to a macerator system, this unit can 
easily handle human waste, toilet tissue and sanitary items. 
It has a shut off head of 29 feet and can achieve 45 gpm of 
flow at 5 feet of head. Installation requires no breaking of 
concrete and dealing with construction inconveniences 
such as lengthy schedules, messes and costs. 502-778-2731; 
www.zoellerpumps.com

 Submersible Pump

Polylok PL-CPE4A
The Polylok PL-CPE4A is a sub-

mersible, 4/10 hp, 115-volt, single-phase 
effluent pump with a 2-inch NPT ver-
tical discharge. It has a maximum head 
of 38 feet and a maximum flow of 56 
gpm. The pump is designed with a 3,450-
rpm oil-filled permanent split-capaci-
tor motor and has an amp rating of 6.6 
for 115 volts, a rugged cast iron housing and volute equipped 
with a cast iron vortex impeller capable of passing 3/4-inch-di-
ameter solids. The stainless steel shaft is supported by two 
single-row, oil-lubricated ball bearings. The shaft seal is an 
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Cured Sulfur/Rotten Egg Smell
Completely In A Day.

— Dr Deville

This changed our lives !Worth every penny.
— Jordan Timmerman

Stinky water gone !
This thing works !

— Matthew Gerow

POWERED ANODE ROD 
ELIMINATES ODOR 
WITHIN 24 HOURS

BECOME A
RETAILER
HIGHLY EFFECTIVE PRODUCT 
 WITH +4000 REVIEWS

FREE STARTER KIT

TRY POWERED ANODE :
geni.us/smelly-water

OURS ARE
DELIGHTED

SMELLY WATER ?
ABOUT

COMPLAINING
YOUR CUSTOMERS ARE

Scan this QR code or visit  
bradfordwhite.com/infinitiseries
©2022, Bradford White Corporation. All rights reserved. BWPLB1122

INTRODUCING THE INFINITI® GS AND INFINITI® GR
At Bradford White, innovation is important. So we’re proud to introduce the Infiniti® GS  

and GR tankless water heaters which offer the energy-efficiency, high-performance and 

cutting-edge features you and your customers expect. 

• RESIDENTIAL AND COMMERCIAL.

• OUTSTANDING RELIABLITY. Robust stainless steel heat exchanger for longer life.

• POWERFUL PERFORMANCE. 11:1 turndown, high GPM output of 5.1 GPM at a 77°F rise. 

High temperature setting – up to 180° F (Infiniti® GS).

• REMARKABLE FLEXIBILITY:    
 • Available in natural gas or propane   

 • Indoor or outdoor (with outdoor kit)   

 • Available as standard model (Infiniti® GS): Cascadable up to 16 units, common vent  

    up to 8 units   

 • Or with built-in recirculation pump (Infiniti® GR)

Problem: The Department of Regulatory and Economic 
Resources - Division of Environmental Resources Management 
in Miami-Dade County created a new guideline that required 
all private lift stations to have a remote telemetry unit with 
an online monitoring system by Oct. 1, 2022. Johnson 
Environmental Services, a lift station service company from 
South Florida, had customers requesting an online monitoring 
system to meet the needs for the new requirement. 

Solution: After extensive research, Johnson Environmen-
tal Services found an RTU with an online system that had 
already been working with DERM to meet all the guide-
lines and requirements. Grundfos Remote Monitoring 
allows users to monitor and manage pump systems securely 
and reliably from anywhere. With this system, the users 
would receive a text and/or email message if there are any 
issues at the pump stations. They would also be able to 
view the pump station operation online from a PC or their 
cellphone. Managing pumps requires nothing more than 
a web browser and an internet connection.

Result: They were able to service the needed stations more 
efficiently. This allowed Johnson Environmental Services 
to give their clients the capabilities to view the status of 
the stat ions online economical ly. 800-926-6688;  
www.grundfos.com 
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BUSINESS OPPORTUNITIES
Plumbing business for sale in 
Woodstock GA. For details https://
www.bizbuysell.com/Business-
Opportunity/Plumbing-contracting-
business/2008839/ or call Andre @ 
404 403 9330.  (L01) 

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

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) 

INDUSTRY NEWS

Asahi/America introduces 
new field service technician

Asahi/America announced 
the addition of Brad Doughty to 
its technical field service team 
for all U.S. regions. He will help 
train customers on using Asahi/
America’s welding equipment to 
properly install the company’s single- and double-wall 
piping systems.

Central Arizona Supply acquires Benjamin Supply in Tucson
Central Arizona Supply, the largest independently 

owned family wholesale and retail plumbing business in 
the Southwest, announced the acquisition of Benjamin 
Supply, a Tuscon-based plumbing supply company with 
two southern Arizona locations and more than 40 
employees. Founded in 1950, Benjamin Supply will 
continue to operate its Tucson and Sierra Vista locations 
under the existing name. 

New watts.com content spotlights training
The training section of watts.com has been updated 

with all new content and features. It provides an overview 
of all Watts’ training, which includes instructor-led 
training offered at six Watts Learning Centers in the U.S. 
or through Lunch & Learns at customer sites. Trainers 
are experts in plumbing and flow control, drainage, water 
quality, or HVAC and hot water, and customers can now 
request training through an online form. Quick online 
learning is available 24/7 at Watts Works Online. The 
platform hosts hundreds of self-paced eLearning modules. 
Continuing education courses, approved by ASPE and 
the AIA, enable engineers, architects and others to stay 
up to date on industry trends and advance their careers.  

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

Get access to everything we can’t fit in the magazine. 
Additional stories, videos, news briefs and other great 
information that lets you get the most out of Plumber. 

www.Plumbermag.com

This is what it would look like if 
we printed Plumbermag.com 

thousands of stories, 
products and ideasJOIN THE CONVERSATION.

THE CAMARADERIE.

THE COMMUNITY.

facebook.com/PlumberMag

twitter.com/PlumberMag

youtube.com/PlumberMagazine

linkedin.com/company/
plumber-magazine
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Asahi/America introduces 
new field service technician

Asahi/America announced 
the addition of Brad Doughty to 
its technical field service team 
for all U.S. regions. He will help 
train customers on using Asahi/
America’s welding equipment to 
properly install the company’s single- and double-wall 
piping systems.

Central Arizona Supply acquires Benjamin Supply in Tucson
Central Arizona Supply, the largest independently 

owned family wholesale and retail plumbing business in 
the Southwest, announced the acquisition of Benjamin 
Supply, a Tuscon-based plumbing supply company with 
two southern Arizona locations and more than 40 
employees. Founded in 1950, Benjamin Supply will 
continue to operate its Tucson and Sierra Vista locations 
under the existing name. 

New watts.com content spotlights training
The training section of watts.com has been updated 

with all new content and features. It provides an overview 
of all Watts’ training, which includes instructor-led 
training offered at six Watts Learning Centers in the U.S. 
or through Lunch & Learns at customer sites. Trainers 
are experts in plumbing and flow control, drainage, water 
quality, or HVAC and hot water, and customers can now 
request training through an online form. Quick online 
learning is available 24/7 at Watts Works Online. The 
platform hosts hundreds of self-paced eLearning modules. 
Continuing education courses, approved by ASPE and 
the AIA, enable engineers, architects and others to stay 
up to date on industry trends and advance their careers.  

Send us your plumbing industry news: Email personnel, business acquisitions 
and related plumbing news, photos and videos to editor@plumbermag.com.
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recirculation pump (in SR models), the IKONIC offers 
homeowners no-wait access to continuous hot water, 
preventing up to 12,000 gallons of water from being wasted 
down the drain each year. With integrated Wi-Fi technology, 
the water heater provides users with control of the unit from 
anywhere. This includes temperature adjustments, energy 
usage tracking and modifying recirculation modes, all using 
the EcoNet Mobile app. 800-621-5622; www.rheem.com

Little Giant next gen 5-MSP 
submersible utility pump

Franklin Electric launched the next 
generation of Little Giant 5-MSP compact 
submersible utility pump. The new pump 
offers the same compact size yet features 
a new motor designed to boost the pump’s 
overall performance and efficiency. The 
5-MSP, originally launched in 1980, is considered a workhorse 
among landscape professionals, homeowners and hobbyists, 
who trust it for general water circulation in ponds, fountains, 
water displays and hydroponics. A permanent split capacitor 
motor operates without oil, creating a more environmentally 
stable unit that is better suited for outdoor living applications. 
It also runs more efficiently, delivering the same or better 
pumping capacity than the original 5-MSP, but at greater 
depths, and offers continuous-duty rated for reliable 24/7 
operation. 800-701-7894; www.littlegiant.com

ThermaSol wall-mount 
SignaTouch controller

ThermaSol ’s streamlined 
5-inch LCD in-shower SignaTouch 
Control manages lights, music, 

precision water/temperature control and shower outlet 
selections with a simple touch. With the ability to mount 
the control vertically or horizontally to the interior shower 
wall, built-in Bluetooth, two customizable user settings 
and 15 designer finishes, SignaTouch ensures the shower 
and steam experience is completely personalized. It is 
compatible with HydroVive 14 and 18 and water and steam 
temperatures are retained from previous sessions for ease 
of use. 800-776-0711; www.thermasol.com

CUES GraniteNet defect coding services
Outsource pipeline videos with CUES’ GraniteNet defect 

coding service. Using artificial intelligence-based machines, 
it processes the video for consistent accuracy, speed-to-
completion with a final review done by PACP-certified 
inspectors. CUES also offers a sophisticated decision-support 
service, Prescriptive Planning, that is based on the results of 

the AI-processed inspections to help prioritize risk and 
organize the types of work needed with the suggested method 
of repair and/or replacement. Quantify the type of work, 
assess your budgets and streamline contractor bids for 
necessary rehabilitation jobs. 800-327-7791; www.cues.com

Webstone Pro-Pal ball  
check valves

The Pro-Pal ball check valves 
from Webstone, a brand of Nibco, 
is a press ball valve with an 

integrated spring check valve and a reversible handle for 
additional flexibility. In-line spring check valves are also 
now available in PEX, and a new serviceable design with 
six end connection options. Fully removable dual-union 
ends simplify service and are compatible with a full range 
of G-union accessories, including isolation valves, elbows 
and gauges. All products feature lead-free dezincification-
resistant brass and are available in various popular sizes. 
574-295-3000; www.webstonevalves.com 

Watco Innovator  
testable shower drain

Watco’s Innovator shower drain 
is a receptor-type drain for pre-formed 
shower bases. It features the Innovator 
orange test membrane, testable to 22 

psi, which eliminates the need for test balls, caps or plugs. 
It includes a heavy-duty, snap-on grid strainer and the grid 
is available in four finishes. Easy-grip installation tabs on 
the top piece and the squared-off ribs on the bottom receptor 
aid tightening and installation. The Innovator includes a 
green, polycarbonate cover to protect the grid finish and 

prevent debris from entering the drain during construction. 
800-621-6032; www.watcomfg.com

Rheem IKONIC gas  
tankless water heaters

Rheem’s IKONIC series of super-
high efficiency condensing gas tankless 
water heaters offers homeowners smart 
control. The IKONIC delivers a 0.96 UEF, 
resulting in up to a 36% reduction in 
energy use and carbon footprint and up 
to 65% reduction in NOx emissions. Also featuring a built-in 

ften plumbers run 
into applications 
that require consis-

tent flow. Fixtures such as 
water softeners, drinking 
fountains, water purifiers 
and tankless water heaters 
can be damaged by a vari-
able flow of water into their 
internal mechanisms, so it 
is up to the plumbing contractor to make sure the flow stays 
consistent. 

With consistent flow in mind, Flomatic Valves recently 
announced that a complete product line of stainless steel 
constructed NSF/ANSI 61 certified automatic Flo-Trol valves 
are available. The most recent additions to the Flo-Trol flow 
regulator line includes 3/8- through 3-inch models and 
standard flow range offerings from 0.19 to 120 gpm.

“Backed by decades of experience, our stainless steel 
constructed NSF/ANSI 61 certified automatic Flo-Trol valves 
have a long-standing reputation for reliability and quality,” 
says Nick Farrara, president of Flomatic Valves. “As a global 
leader in the water industry, we’re proud to offer custom-
ers a wider selection of our Flo-Trol valves that fully meet 
the customer’s specifications.”

According to Farrara, Flo-Trol valves provide consis-
tent, reliable performance for a variety of applications. 

“From water drinking foun-
tain needs to groundwater 
heat pump needs, they offer 
innovative solutions for end-
less applications including 
low-yield water well tanks, 
tankless water heaters, water 
softeners, irrigation systems, 
and UV filters,” he says. 

With only one internal 
controlling mechanism — a Buna-N self-cleaning orifice 
— Flo-Trol flow regulators provide constant flow over a 
wide pressure range. Flow rates are maintained within ±15% 
averaging between 15 and 125 psi. Additional specifications 
include a max pressure of 200 psi and max temperature of 
180 degrees F. In addition to the applications listed earlier, 
Flo-Trol valves can be used in well pump installations, 
groundwater heat pumps, fan coils, water filters, irrigation 
systems, cooling towers, emergency eye-wash stations, fire 
sprinkler systems, filling equipment, dispensing machines 
and UV filters. 

An all-stainless steel body allows these valves to resist 
corrosion for a longer service life. All valves are laser engraved 
with the size, flow rates and an arrow indicating the direc-
tion of flow. They come packages in clear plastic bags with 
color-coded labels for easy identification and a coded date. 
800-833-2040; www.flomatic.com
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the AI-processed inspections to help prioritize risk and 
organize the types of work needed with the suggested method 
of repair and/or replacement. Quantify the type of work, 
assess your budgets and streamline contractor bids for 
necessary rehabilitation jobs. 800-327-7791; www.cues.com

Webstone Pro-Pal ball  
check valves

The Pro-Pal ball check valves 
from Webstone, a brand of Nibco, 
is a press ball valve with an 

integrated spring check valve and a reversible handle for 
additional flexibility. In-line spring check valves are also 
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six end connection options. Fully removable dual-union 
ends simplify service and are compatible with a full range 
of G-union accessories, including isolation valves, elbows 
and gauges. All products feature lead-free dezincification-
resistant brass and are available in various popular sizes. 
574-295-3000; www.webstonevalves.com 
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20 GPM @ 4000 PSI
76 HP Kohler EFI*
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WORKING WELL  
UNDER PRESSURE

Building Drain and Sewer Equipment since 1981.

800-648-5011   |   www.camspray.com   |   sales@camspray.com

We Build Electric, Gas and Diesel powered models  
up to 4000 psi, flows up to 40 gallons per minute.

Don’t see exactly what you want….  
We will custom build exactly what you want!

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

Wash Down Trigger Gun with Nozzles.

4008H Power Unit

4008H Compact Skid

3012H Power Unit

3012H Compact Skid

NE
W

»8 gpm @ 4000 psi
»800 cc EFI Honda Engine

»400' x 3/8" Jet Hose  
on DC Powered Reel

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

Powered Reel

»12 gpm @ 3000 psi
»800 cc EFI Honda Engine

»400' x 1/2" Jet Hose  
on DC Powered Reel

»12 gpm @ 3000 psi
»800 cc EFI Honda Engine

»400' x 1/2" Jet Hose  
on DC Powered Reel

NE
W

NE
W

NE
W

Pressure Washers & Drain Jetting Equipment

RCJ4008H LJ4008H
»8 gpm @ 4000 psi

»800 cc EFI Honda Engine
»200' x 3/8" Jet Hose  

on Manual Reel

»8 gpm @ 4000 psi
»800 cc EFI Honda Engine

»200' x 3/8" Jet Hose  
on Manual Reel

VM4008H CV4008H-HOT
»8 gpm @ 4000 psi

»690 cc Honda Engine
»50' x 3/8" Washdown Hose on 

DC Reel

»8 gpm @ 4000 psi
»690 cc Honda Engine

»400' x 3/8" Jet Hose on DC Reel

TRAILER MODELS AVAILABLE
through 25 gpm @ 4000 psi

Call for Quote

Call for Quote

Call for Quote

Call for Quote

Just Add A Tank!

(100 GALLON TANK)

(100 GALLON TANK)

(NARROW DESIGN) Call for QuoteCall for Quote

Call for QuoteCall for Quote

CALENDAR

Nov. 8, 15
Wisconsin PHCC Backflow Prevention &  
Cross Connection Control Virtual Seminar,  
held via zoom. Visit phcc-wi.org/plumbing-seminars/
-----
Dec. 7-8
Charlotte Build Expo, Charlotte Convention Center, 
Hall B, Charlotte, North Carolina. Visit buildexpousa.com
-----
Jan. 17-19
Safety Directors’ Conference, 
The Westin San Diego Gaslamp Quarter, San Diego. 
Visit mcaa.org/events/
-----
Jan. 31-Feb. 2
National Association of Home Builders  
International Builders’ Show, 
Las Vegas Convention Center, Las Vegas. 
Visit www.buildersshow.com
-----
Jan. 31-Feb. 2
Kitchen & Bath Industry Show, 
Las Vegas Convention Center, Las Vegas.  
Visit www.kbis.com
-----
Jan. 31-Feb 2
National Hardware Show, 
Las Vegas Convention Center, Las Vegas.  
Visit www.nationalhardwareshow.com
-----
Feb. 1-2
Austin Build Expo, 
Palmer Events Center, Austin. 
Visit buildexpousa.com
-----
Feb. 6-8
AHR Expo, Georgia World Congress Center, Atlanta. 
Visit ahrexpo.com
-----
Feb. 20-23
Water & Wastewater Equipment  
Treatment & Transport (WWETT) Show, 
Indiana Convention Center, Indianapolis. 
Visit www.wwettshow.com  

Plumber invites organizations and associations to submit details about 
upcoming industry trade shows and conferences for our calendar of events.  
editor@plumbermag.com.
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COMPANIES NEED
 

 TO STAY RELEVANT... 
LOTS OF IT. 

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

Fresh Content

800.257.7222
www.cole-media.com | info@cole-media.com
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Read what matters to contractors in every issue of Plumber.

Exclusively serving plumbing contractors and franchisees   |   plumbermag.com March 2022

 On The Road
ATTENTION-GRABBING VEHICLES 
GRAB BRAND AWARENESS 
Page 24

 Smart Business
TIPS TO ADAPTING TO A  
CHANGING WORKFORCE
Page 30

Family atmosphere and a focus on 
making employees better leads to 
success and growth for Georgia 
company  Page 14

DRIVE
FORWARD-LOOKING

Subscribe for FREE at plumbermag.com

“We believe in providing 

the best plumbing repairs for our customers, 

the best plumbing contracting 

for our construction customers and 

the best continuing education  

for our plumbers to be their very best.”

Tonya Reed
Henry Plumbing Co., 

Savannah, Georgia
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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

http://www.hydraflexinc.com
http://www.pulsar2000.com
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SINCE 1905
ALLAN J. COLEMAN

OLDEST NAME IN THE BUSINESS — Over 115 YEARS OLD 

Call us today! Call us today! 
Chicago 773-728-2400Chicago 773-728-2400
Phoenix 602-638-0600Phoenix 602-638-0600

5725 N. Ravenswood Ave. • Chicago, IL 60660  
6003S 40th St., Ste. #5 • Phoenix, AZ 85042  info@allanjcoleman.com • www.allanjcoleman.com

If you buy the best, 
you are only sorry once!

Buy Online atBuy Online at
AllanJColeman.comAllanJColeman.com

We We HaveHave
RIDGIDRIDGID  Parts!Parts!

Now With 2 LOCATIONS 
To Better Serve You

MegaPress® 
Jaws And Rings

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

•  Flameless system  
eliminates the need  
for hot work permits

•  Join ½" to 2" commercially 
available black iron pipe 
schedules 5 through 40

Authorized PROPRESS  
Service Center

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

RP 241 Press Tool

•  Multiple Size & System - RIDGID has the only compact press tool 
that can go up to 1 ¼" on copper & stainless steel; up to 1 ½"  on 
PEX tubing; and up to ¾" iron pipe

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

•  New 12V Lithium-Ion Battery - Over 140 crimps per charge
•  Jaw Capacities - copper and stainless steel capacity:  

½" - 1 ¼", PEX Capacity: ½" - 1 ½", steel capacity: ½" - ¾"

•  Patented ring design to 
make pressed  
connections for 2 ½" - 
4"  copper  
or stainless steel tube

•  XL-C Rings and V2 
Actuator Jaw include 
patented swiveling 
feature that allows  
the tool to connect to the 
ring at any angle relative 
to the tubing be placed  
+/- 90°, relative to the 
tubing being pressed, allowing greater access in tight spaces

•   Designed in conjunction with the ProPress XL-C fittings, ensuring  
total system compatibility

•   Compatible only with RIDGID® Standard Series pressing tools
•   V2 Actuator Jaw features new jaw identification clips, for fast,  

easy identification of the appropriate pressing jaw

Standard Series  
ProPress® XL-C™ Rings

*Press Booster is needed for carbon steel

RP 351 Press Tool

•  Brushless motor capable of over 100,000 press cycles
•  Endless 360° head swivel for reaching tight spaces
•  Bluetooth connectivity and advanced upgraded color-coded 

light indicators for easy operation
•  Robust LED lighting for low-light applications
•  Capacity - ½" to 4" for copper, carbon* and stainless steel,  

½" to 2" for PEX

We don’t 
believe in 
wasting 
words.

We thought we’d share them with you instead.
Introducing the WWETT Making Waves Podcast. 

Industry thought leaders delivering real solutions.  
Making Waves is a fresh audio experience that gives wastewater and  
environmental service professionals a glimpse into the latest news, insights  
and the real people who are making waves in the industry. Plus, listen to the  
stories and behind-the-scenes secrets about how WWETT comes together.  
 
Listen where you get your podcasts or visit WWETTshow.com

http://www.wwettshow.com
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General has rethought high-speed, � exible shaft machines. 
The stronger, stiffer shaft lets you clean a wider range 
of drain lines, up to 75 feet long. It’s � exible enough to 
negotiate 2" lines yet tough enough to clear roots in 4" lines.

General’s unique ClogChopper® cutter in combination 
with the carbide tipped chain cutter makes a formidable 
combination, capable of clearing the toughest stoppage.

The built-in variable speed motor with foot pedal control 
makes the machine easier to operate. And the shaft is � eld 
repairable. It’s everything a � exible shaft machine should be.

To learn more, visit www.drainbrain.com/Flexi-Rooter, 
or call the Drain Brains® at 800-245-6200 

Flexi-Rooter®

INTRODUCING 
THE NEXT 
GENERATION
FLEXIBLE 
SHAFT
MACHINE
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