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and excited to contribute to customer well-being 
and company success.  

Care: Be genuine. Show employees that they’re 
part of a team. Demonstrate why things like test-
ing and measuring are so important to THEIR 
success as high-performance field technicians. 
Listen to what they have to say and let them be 
part of the process, not just cogs in a machine. 
They will realize the company isn’t only focused 
on profits  or marketshare.

Connect: Have regular informal chats, re-
views, and goal setting check ups, and find out 
whether team members are happy in their work. 

Coach: Actively coaching your team members 
means guiding, training, and listening to them. 
It does not mean barking orders or micromanag-
ing. This helps employees feel useful and creates 
an environment where they want to contribute 
even more. 

Contribute: Encourage your people to share 
ideas, suggestions, and other feedback. By lis-
tening to them and following up with them, they 
feel like they are a significant part of the compa-
ny’s success. That builds pride and a desire to 
do more.

Congratulate: Celebrate successes with your 
team. Show proof that they are helping customers 
reduce energy use, increase comfort, and more be-
cause of the processes and tools they use. Praising 
them in front of their peers is the secret sauce here. 
This builds confidence and can be the reason that 
others strive harder to succeed as well.

Experts, like Sinek, say that by following these 
simple steps to employee engagement, you set 
your company on a path of improved employee 
relations and general workplace happiness. 

That, by itself, can be the foundation on which 
your high-performance HVAC approach can build, 
grow, and set you apart from competitors.

According to author and inspirational 
speaker Simon Sinek, “When people 
are financially invested, they want a 
return. When people are emotionally 

invested, they want to contribute.” Sinek writes 
quite a bit about this and is a strong believer that 
engaging with employees is vital for long-
term success of a business.

This is a generic HVAC truism, but even more 
vital in companies that want to move toward a fo-
cused high-performance approach or are already 
involved in that process.

Why? Because change is hard and focusing on 
the testing and measuring, diagnosing and re-
solving airflow issues can be very different from 
the everyday approach to HVAC service.

Interestingly, the best way to engage with your 
team is to answer the question, ‘why?’ Sinek says 
communicating ‘why’ taps into the part of the lis-
tener’s brain that influences behavior. 

The ‘why’ of things involves clear communica-
tion between you and your managers, your man-
agers and the team, as well as the team and your 
customers.

Engagement also involves something that ex-
perts call “The Five C’s.” These are:

	� Care
	� Connect
	� Coach
	� Contribute
	� Congratulate.
This is all about helping employees to be enthu-

siastic about their jobs, proud of the work they do, 

Employee Engagement: 
The Key to Long-Term Success

“�WHEN PEOPLE ARE EMOTIONALLY INVESTED, 
THEY WANT TO CONTRIBUTE.”

TODAY’S WORD
By Mike Weil

Mike Weil is editor- 
in-chief and director of 

communications and 
publications at National 

Comfort Institute, Inc.  
Contact him at ncilink.

com/ContactMe.

https://hvactoday.com/build-craftsmen-not-laborers/
https://hvactoday.com/engaged-employees/
http://ncilink.com/ContactMe
http://ncilink.com/ContactMe
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Tubing Bender, which is made by 
CPS Products, is made from steel 
and aluminum which enables in-
stallers to bend copper from ¼-in. all 
the way up 7/8-in. It can achieve this 
by using easy detachable mandrels 
and shoe arms that are color coded 
for easy recognition for visual install-
ers like me. 

The BTB300 comes in a hard case 
for easy storage and is streamlined 
so you can store it in the truck with-
out taking up too much room.  This 
bender can also perform a reverse 
bend for those tighter applications. 

The ratchet handle has a double fea-
ture not only to compress the copper to 
set the angle, but also click it in reverse 
to release the tubing for easy removal. 
Coming from the days of using a thigh 

bender, the BlackMaxx BTB300 is a per-
fect tool to reduce time and material and 
provides a cleaner looking job.

For more information, go to ncilink.
com/btb300.

— By Casey Contreras, NCI Instructor

BLACKMAXX BTB300 PREMIUM 
RATCHETING TUBE BENDER

Cooling Season is right around the 
corner meaning that installers are going 
to be at full speed all over the country. 
With today’s tools and technology, why 
not make the job easier. With the way of 
today’s world, it is critical that every as-
pect of system installation practices and 
profit are in line. 

Refrigerant piping is critical, and it 
takes time and money to do it right. We 
are way past the days of using our thigh 
as a tubing bender, or needing five cop-
per 90s and two 45s to make a connec-
tion from lineset to equipment. Black-
Maxx has built a unique tubing bender 
to save instillation time and reduce cost 
for copper fittings. 

The BlackMaxx BTB300 Ratcheting 

HIGH-PERFORMANCE PRODUCT REVIEW

Written by HVAC Professionals for HVAC Professionals

https://www.arzelzoning.com/products/panels/coolmizer/
mailto:sales%40arzelzoning.com?subject=
https://www.cpsproducts.com/
http://ncilink.com/btb300
http://ncilink.com/btb300
http://MyHomeComfort.org


The following three individuals fit this defini-
tion to a tee. Please remember that we don’t con-
sider the time or era these influencers served. We 
look at what candidates have done or are doing 
and the impact of those efforts.

To submit a nominee, let us know who they are 
and why they are influencers. Send us your nom-
ination via email at ncilink.com/ContactMe.

Here is the Class of 2023 High-Perfor-
mance HVAC Industry Influencers:

NANCY  
MCKERAGHAN

When Nancy and her 
husband, Bob McKer-
aghan, started their HVAC 
business, Canco, in 1984, 
they were determined to 
create a company that 
delivered professional, 

high-quality heating and cooling to Newmarket, 
Ontario, Canada, and surrounding areas. 

They also wanted every employee to be pas-
sionate about customer comfort. After three de-
cades, the company is proud to be among New-
market’s top choices for luxurious home comfort 
solutions, with one of the highest customer reten-
tion rates in the industry.

Nancy began her professional career as a school 
teacher but then decided to go into business with 
her husband based on what she said was a false-
hood. Nancy tells the story about how her hus-
band convinced her to make this career move be-
cause “if we start our own business, we can pick 
our hours and take vacations whenever we want!”

Well, we know how that goes. But Nancy nev-
er shies away from a challenge or her belief in ed-
ucation and teaching. She tackled the challenges  

The dictionary definition of ‘influencer’ 
is “someone within a niche or indus-
try who has some sway over a target 
audience. Influencers have specialized 

knowledge, authority, or insight into a specific 
subject.”

Our influencers make a difference in the in-
dustry’s direction and future through their ex-
perience, knowledge, industry position, and re-
lationship with others. These folks are leaders. 
Most are servant leaders. In other words, they 
lead through service to others and their commu-
nities. By putting the needs of others first, they 
empower people to perform at their best. Such 
people serve every industry and the High-Per-
formance HVAC Industry is no different.

They are not just members of the High-Per-
formance HVAC community. They are active-
ly helping others to be more successful and, 
through those actions, contribute to this com-
munity’s growth and acceptance throughout the 
greater HVAC Industry AND among consumers.

Influencers believe in education and training, 
and continuous improvement. They lead by ex-
ample. They take what they learn and imple-
ment it successfully into their businesses, then 
take the time to share what they know during 
that process with others.

Selecting a class of influencers is no easy task. 
It is based on the NCI team traveling the coun-
try, visiting and working with many contracting 
firms, manufacturers, distributors, utilities, and 
trade associations. 

The NCI team met people who believed in test-
ing duct systems, equipment, and the building 
itself. They measure airflow, temperature, and 
more, then calculate their impact on delivered 
comfort and energy efficiency.
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2023’s Class of High-Performance
HVAC Industry Influencers

By Mike WeilCOVER STORY

http://ncilink.com/ContactMe
https://www.cancoclimatecare.com/webapp/p/119/about-my-company


Summit and will tell you that she al-
ways returns from that event refreshed 
and ready to take on the world. 

Over the years, she has talked about 
the importance of high-performance 
to her company and customers. Train-
ing is a big part of that, and she advis-
es young people to do as she did and 
take as much training as possible to 

upgrade their knowledge and join as-
sociations such as the NCI and HRAI. 

Nancy practices what she preaches 
when it comes to education. In an arti-
cle written by another publication sev-
eral years ago, she said, “Everyone in 
our industry should be learning about 
evolving HVAC technology. We have a 
responsibility as citizens of the world, 

and it’s also smart business to keep up 
with what’s new and have an edge over 
the competition. 

“If we want to hire young talent, 
we know modern, clean technology 
is a way to attract them. At Canco, we 
take co-op students. It’s gratifying to 
see them move on and succeed. And if 
we decide to hire them ourselves, we 

don’t have to untrain them.”
She also says, “Efficient solu-

tions are important to our cus-
tomers and employees. At Can-
co, we are strong believers in 
High-Performance HVAC con-
tracting. On every call, we do 
static pressure testing to ensure 
the system is operating correct-
ly and make or suggest improve-
ments to increase its efficiency 
and comfort.”

McKeraghan says contractors face 
a quickly changing world of differ-
ent building approaches, precision 
load calculations, electronics, decar-
bonization, new natural refrigerants, 
and young talent, including women 
who care about efficiency and clean-
er systems. Adding capable and detail- 
oriented women is one way to win in 
this environment.

Nancy has written several articles 
for national trade publications like 

of learning about and running an 
HVAC business and eventually took 
over managing all the business func-
tions of Canco ClimateCare.

The issues of running an HVAC 
business in a highly regulated Cana-
dian environment led her to become 
heavily involved with Canada’s HRAI 
(Heating Refrigeration, and Air 
Conditioning Institute) orga-
nization, where she first joined 
the marketing committee, then 
chaired the contractor’s division, 
and eventually became the HRAI 
Chairperson.

Nancy served on HRAI’s ca-
reers committee and helped or-
ganize skills competitions and 
mentoring programs for young 
people considering entering the 
HVACR business.

She attributes success to contin-
uous learning and getting involved 
with others in the industry, sharing 
best practices and horror stories, and 
learning to avoid costly pitfalls before 
they happen. 

Canco ClimateCare became a 
National Comfort Institute (NCI) 
member in 2008 and has sent many 
of its people to technical training with 
that organization. She has attended al-
most every High-Performance HVAC 
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Canco ClimateCare’s management  
team (left to right) Bob McKeraghan,  
Nancy McKeraghan, Will Horner.

https://www.cancoclimatecare.com/
https://www.hrai.ca/
https://www.hrai.ca/
https://hvactoday.com/canco-performance-based-contractor-spotlight/
http://nationalcomfortinstitute.com/pro/index.cfm
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licensing legislation in that state.
He also served two terms as a mem-

ber of the Arkansas State HVAC licens-
ing board, with one term as chairman.

He continued writing for a nation-
al HVAC publication. He was also a 
speaker and leader at many national 
conferences over the years, including 
Lennox’s Focus on the Future program, 
Contracting Business magazine’s 
HVAC Comfortech event, as well as 
with National Comfort Institute.

Servant leadership also means giv-
ing back to your local community, and 
Jim Brown, senior, served one term as 
a councilman for the city of Mountain 
Home and 15 years on the Mountain 
Home Planning Commission. Today 
he is the chairman of that commission.

From a consumer educational 
standpoint, Jim is a board member of 
the Arkansas State University Moun-
tain Home Foundation. Furthermore, 
he is a past foundation board mem-
ber of the Arkansas State University 
Jonesboro Campus.

It is no stretch to say that Jim Brown 
Senior is committed as a leader of his 

performance measurement. After 
that, he invested in performance.

Their efforts led to the company be-
ing named a National Comfort Insti-
tute Contractor of the Year in 2010.

Due to the company’s venture into 
Commercial Design/Build work, resi-
dential performance contracting took 
a back seat until 2012, when Jim’s son, 
Jim N. Brown, “rediscovered it” and 
began pursuing it with vigor. Accord-
ing to Jim N. Brown in an article NCI 
published in 2011, the performance 
approach aligned with his technical 
passion and selling style.

“We used to make money off of the 
40-foot lift we own on our commer-
cial jobs,” JN Brown said in that arti-
cle. “Now we make more from a pair 
of knee pads doing a residential duct 
renovation.”

Externally, Jim Brown, Sr. wanted to 
continue sharing and teaching finan-
cial skills to contractors. This pursuit 
led to his involvement with the Arkan-
sas Heat Pump Association where he 
eventually became president and was 
instrumental in helping to pass HVAC 

High-Performance HVAC Today, 
participates in industry panel discus-
sions, and testifies through HRAI and 
other agencies on behalf of HVAC con-
tractors across Canada. For these and 
many other reasons, High-Perfor-
mance HVAC Today magazine is 
pleased to announce that Nancy Mc-
Keraghan is part of the NCI 2023 In-
fluencers class.

JIM BROWN, SR.
The Jim Brown Company of 

Mountain Home, AR, is a three-gen-
eration-old company that opened for 
business in 1964. James D. Brown, 
joined the company and eventually 

bought the busi-
ness in 1967. He 
always believed 
in building a sol-
id HVAC con-
tracting busi-
ness through 
sound and con-

servative financial management. 
From pushing the learning curve 

on capitalizing service agreements 
to making and saving cash by sell-
ing value, he not only taught his son, 
Jim N. Brown, but over the decades, 
he shared his knowledge with contrac-
tors nationwide through his writing, 
speaking engagements, and participa-
tion in industry events. 

Regarding the high-performance 
approach to contracting, Jim will ad-
mit that in the early days, his compa-
ny struggled to embrace it. So, in 1993, 
Jim traveled to California, met with 
former NCI President and Co-found-
er Rob Falke for personalized air bal-
ancing training, and questioned Rob 
for hours. In Jim’s words, he was 
testing Rob’s commitment to system  
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and works hard to spread the word 
and teach contractors how best to use 
all of it.

In addition to his consulting work, 
Drew is also an accomplished writer 
and contributes articles to several of 
the HVAC Industry trade magazines. 
He is a regular speaker and lecturer 
for organizations like EGIA, the Air 
Conditioning Contractors of America 
(ACCA), and NCI.

He gives his time to several charita-
ble organizations. He is a leader who 
has impacted not only the lives of con-
tractors across the U.S., but the suc-
cess and growth of their businesses.

For these and many more reasons, 
the High-Performance HVAC To-
day magazine team welcomes Drew 
Cameron to the 2023 Class of HVAC 
Industry Influencers.

Congratulations to Nancy, Jim, 
and Drew. To see other members 
of the HVAC Influencers list, vis-
it HVACToday.com and search for  
“influencers.”

helping contractors increase residen-
tial in-home sales and profits.

In addition, in 1999, he founded 
another company, Flow Odyssey 
(formerly HVAC Sellutions), to help 
contractors with their marketing, ad-
vertising, sales, and selling, as well as 
sales management, recruiting, hiring, 
training, and more.

When you add all this up, the sum of 

Drew Cameron’s life has always been 
about service. He has said any num-
ber of times – whether during a con-
sulting gig or on the telephone with 
contractors, the HVAC Industry is a 
service industry first. It is not a com-
modity that can be bought and sold 
based on a cheap price. 

He believes contractors must un-
derstand how they serve people and 
that HVAC is about connecting with 
homeowners and genuinely wanting 
to solve their comfort and efficien-
cy problems. He believes con-
tractors provide a substantial 
value in the design, instal-
lation, and maintenance of 
systems that deliver com-
fort, performance, health, 
safety, energy savings, reli-
ability, longevity, and value 
that customers desire and 
deserve.

He also believes that tech-
nology for system testing, air-
flow measurement, diagnosing 
problems, and finding solutions is  
essential to the future of this industry  

company, his community, and the 
HVAC Industry. “We’ve spent gener-
ations learning, serving, and growing, 
and plan to continue by providing the 
highest quality care,” he says.

Welcome to the 2023 Class of HVAC 
Industry Influencers, Jim.

DREW CAMERON
From his early days of working in 

his family’s HVAC business in Phila-
delphia, PA, Drew was drawn to the 
idea of positively impacting people’s 
lives and businesses. 

For 19 years, he worked in every fac-
et of the com-
pany – from 
installer to 
w a r e h o u s e 
manager and 
eventually to 
the company 
general man-
ager. He then 

helped broker a very lucrative sale of 
John H. Cameron and Sons to a lo-
cal utility company.

After the sale in 1996, he used his 
skills to help a wholesale energy com-
pany called Conectiv Energy hire, train, 
and coach their residential sales team. 
Two years later, he joined Service Ex-
perts to troubleshoot struggling service 
centers and help improve their market-
ing, sales, and profitability.

Helping is the keyword here. Drew’s 
focus remained lasered in on teaching, 
educating, and mentoring HVAC con-
tractors nationwide with other organi-
zations like Excellence Alliance, Na-
tional Comfort Institute, and Energy 
Design Systems. The latter compa-
ny was a software-based sales ven-
ture which Drew and a partner bought 
out in 2014 and remains focused on  
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https://flowodyssey.us/about/
https://www.eds.tech/#overview
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SURVEY SAYS …
In a 2016 survey conducted by the Build-

ing Commissioning Association, 75% of 300 
respondents felt that duct air leakage was a sub-
stantial contributor to energy loss, and 74% of 
them felt that their HVAC systems had duct leak-
age of 15% or more. 

Think about the cost involved. 
For example, in 2022, the average cost of elec-

tricity per Kilowatt hour in the United States was 
15.12 cents. Theoretically, a five-ton HVAC unit 
produces 60,000 Btus of cooling. If 15% of the 
output of a five-ton system was leaking into un-
conditioned spaces, that’s 9000 Btus an hour. 

Let’s say on a commercial building, it ran for 
12 hours per day. That’s a loss of 108,000 Btuh 
or 31.65 kWh per day. Using the 15.12 cents av-
erage cost, that’s $4.78 a day, or $1,195 per year, 
based on a five-day work week wasted on a single 
HVAC system. 

Now say there are 20 units in a retail space, 
office building, or educational facility: That’s 
$23,900 a year in wasted utility expenses. Grant-
ed, this is a generalization. However, the num-
bers I’m using are conservative. The average cost 
of electricity per kWh can be as high as 40 cents 
in some parts of the country, and many systems 
have longer operational hours. 

IT’S NOT ALWAYS ALL ABOUT  
SAVING MONEY

Aside from the money wasted, imagine states 
such as California and Texas with higher cool-
ing demand year-round and fragile energy grids 
where rolling blackouts are not uncommon. 

If even a fraction of this wasted energy can be 
harvested and prevented, avoiding such black-
outs is possible. Since states such as California, 

Duct Air Leak Testing is a critical part of 
the mechanical construction process. 
Most commercial Duct Air Leak Test-
ing (DALT) is specified to comply with 

ANSI/SMACNA 016-2012 HVAC Air Duct 
Leakage Test Manual. ANSI is the American 
National Standards Institute, and SMACNA 
is the Sheetmetal and Airconditioning Con-
tractors’ National Association.

All federal construction projects require DALT 
per the Whole Building Design Guide 
(WBDG) Unified Facilities Guide Specifi-
cations (UFGS). 

The UFGS provides the specifications for all 
federal military construction projects such as 
NASA, NAVFAC, and USACE. You’ll find DALT 
under Division 23 for mechanical construction, 
specifically under 23.05.03, which are the Test-
ing, Adjusting, and Balancing specifications.

The Science of Commercial
Duct Leakage Testing

By Scott FielderTECHNICAL

In these days of electrification, commercial duct leakage 
testing is more important than ever, especially in states 
like California.

https://www.hpbmagazine.org/duct-leakage-testing-is-a-must/
https://www.hpbmagazine.org/duct-leakage-testing-is-a-must/
https://www.solarreviews.com/blog/average-electricity-cost-increase-per-year
https://store.smacna.org/hvac-air-duct-leakage-test-manual
https://store.smacna.org/hvac-air-duct-leakage-test-manual
https://ansi.org/
https://ansi.org/
https://www.smacna.org/
https://www.smacna.org/
https://www.wbdg.org/ffc/dod/unified-facilities-guide-specifications-ufgs
https://www.wbdg.org/ffc/dod/unified-facilities-guide-specifications-ufgs
https://www.wbdg.org/ffc/dod/unified-facilities-guide-specifications-ufgs
chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https:/www.wbdg.org/FFC/DOD/UFGS/UFGS 23 05 93.pdf


duct leakage testing and who should 
be responsible for that work:

CONDUCTING COMMERCIAL 
DUCT AIR LEAK TESTING:

	z �Step One: Determine the Surface 
Area Square Footage of the Duct to 
be Tested
	z �Step Two: Determine the Leakage 
Class and Allowable Leakage
	z �Step Three: Determine the Test 
Pressure
	z �Step Four: Isolate the Area of Duct 
to be Tested
	zStep Five: Pressurize the Duct
	z �Step Six:  Compare the Orifice 
Pressure Drop to Manufacturer’s 
Chart
	z �Step Seven: Plot Actual Leakage
	z �Step Eight: Compare Allowable 
Leakage to Actual Leakage
	z �Step Nine: Pass or Fail the section 
of Duct
	zStep Ten: Complete Final Report.
The first three steps are the design 

team’s responsibility:
	z �Step One: Determine the Surface 
Area Square Footage of the Duct to 
be Tested
	z �Step Two: Determine the Leakage 
Class and Allowable Leakage
	z �Step Three: Determine the Test 
Pressure.
The next step is the Mechanical 

Contractor’s responsibility:
	z �Step Four:  Isolate the Area of Duct 
to be Tested
Depending on how the specifica-

tions are written, the next step may 

also fall upon the mechanical contrac-
tor to perform with the TAB team to 
verify and witness, then sign off on. Or 
it may be the direct responsibility of 
the TAB contractor to complete. 

When specifications dictate that the 
TAB firm is to witness DALT Testing, 
best practices are that the TAB firm 
lends the Mechanical Contractor 
the DALT testing machine. AFTER 
Mechanical confirms DALT passes, 
DALT Testing is scheduled with TAB 
& Commissioning Agent (CxA)/
Owner’s representative, etc.

This process will save ALL parties 
time and money.

	zStep Five: Pressurize the Duct
	z �Step Six:  Compare the Orifice Pres-
sure Drop to Manufacture’s Chart
	zStep Seven: Plot Actual Leakage
	z �Step Eight: Compare Allowable 
Leakage to Actual Leakage.
The final steps are typically the sole 

responsibility of the TAB con-
tractor and overlap with the mechan-
ical contractor.

	z �Step Eight: Compare Allowable 
Leakage to Actual Leakage
	z �Step Nine: Pass or Fail the section 
of Duct
	zStep Ten: Complete Final Report.

NOT ALL LEAKAGE IS OBVIOUS 
Not all leakage is evident if the sys-

tem fails and needs to be resealed. 
Sometimes it’s minimal, but it spreads 
across a wide area and can be signifi-
cant. For example, two CFM is virtually 
undetectable.

New York, and many others rely more 
on electric heat, duct leakage testing 
becomes even more critical.

Around the country, many code 
changes require Duct Air Leakage 
Testing; however, these are currently 
the exception and not the rule. 

Most codes will allow up to 10% 
leakage and only require high and 
medium-pressure ductwork testing. 
Federal construction standards, as 
outlined by the UFGS, typically also 
require testing low-pressure duct  
systems. 

Ultimately, it’s up to the mechanical 
design team to specify more stringent 
standards regarding allowable duct 
leakage and which systems to test. 

FIRST STEPS TO DALT
A few steps to commercial DALT 

start long before the testing appa-
ratus is physically connected to the 
ductwork. 

First, you need to determine the air 
duct leakage class for the ductwork. 
You typically derive the air duct leak-
age class from the SMACNA Air Duct 
Leakage Test Manual and/or SMAC-
NA Duct Construction Stan-
dards. SMACNA also has a smart-
phone app you can use.

The first step is to determine the al-
lowable duct leakage. The design me-
chanical engineering team typically 
does this based on the SMACNA Air 
Duct Leakage Test Manual.

Following is a breakdown of the 
steps necessary for doing commercial 
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TECHNICAL

name states, the TSI/ALNOR PANDA, 
or PAN231, can test under positive or 
negative pressure.

Regardless of the brand, equipping 
yourself to conduct commercial DALT 
requires a significant investment. 
However, that is the cost of doing the 
job correctly and why everyone isn’t 
doing it.

Unfortunately, there is little train-
ing available on how to conduct DALT. 
It is typically a skill set handed down 
from one generation of technicians to 
the next. 

Many SMACNA training centers of-
fer courses in HVAC Air Duct Leak-
age. SMACNA even provides online 
training for its members. Beyond 
SMACNA, be careful when research-
ing training, as most courses target 
residential testing, which is an entire-
ly different animal.

In closing, Commercial Duct Air 
Leakage Testing is critical to the me-
chanical construction process. As 
multiple municipalities and states 
move towards electrification, the cost 
of Air Leakage in commercial systems 
will skyrocket. 

There’s going to be more demand 
than there are contractors trained and 
equipped to perform it. The conse-
quences will be more severe as ener-
gy grids become more burdened and 
stretched.

However, two CFM at 100 locations 
is ½ ton of cooling capacity lost.

Often, contractors look for gaping 
holes or obvious gaps when the reali-
ty is much more complicated and in-
visible to the naked eye.

Also, as a TAB professional, when 
explaining to a mechanical contractor 
that their system failed the Duct Air 
Leakage Test, you can present all the 
statistics and numbers and explain 
the physics and equipment. Still, they 
only hear one thing: “You didn’t do 
your job!”

Regardless of the statistics and 
physics, the TAB professional must 
present this information as polite-
ly and professionally as possible and 
be aware of what the contractor hears 
and thinks.

After the duct is resealed, the seal-
ant needs time to set.   Twenty-four 
hours is a typical time frame. Test-
ing too soon after resealing will blow 
out the sealant and result in a second  
failure.

INVEST IN PROPER TOOLS  
AND INSTRUMENTS

Commercial Duct Air Leakage Test-
ing requires very specialized and du-
rable equipment. There are only a 
few manufacturers of these devices, 
most of whom are based in the Unit-
ed States. The oldest and best-known 
is the McGill Leak Detective. 

Oriflow currently makes three 
models – the Cobra, Panther, and 
Rhino – all capable of testing up to 
10 in. The Oriflow Rhino model can 
test up to 57,000 square feet of duct at 
four inches of water column.

TSI/Alnor produces the Posi-
tive And Negative Duct Accred-
itation System or PANDA. As the 

Scott Fielder is the Director 
of Field Operations for 
Evergreen Telemetry, a 
Phoenix-based TAB equip-
ment manufacturer. Scott 
has over 23 years in the 
TAB industry, including 15 
years working in the Texas 

field and seven years providing TAB training 
and training development. He can be reached 
at ncilink.com/ContactMe.

https://www.smacna.org/learn/training/online-training
https://www.smacna.org/learn/training/online-training
https://oriflow.com/
https://oriflow.com/products/cobra-tester/
https://oriflow.com/products/panther-tester/
https://oriflow.com/products/rhino-tester/
https://tsi.com/products/ventilation-test-instruments/ductwork-leakage-testers/
https://tsi.com/products/ventilation-test-instruments/ductwork-leakage-testers/
https://tsi.com/products/ventilation-test-instruments/ductwork-leakage-testers/
http://EvergreenTelemetry.com
http://ncilink.com/ContactMe
http://ncilink.com/AML1A
http://ncilink.com/AML1D
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ideas to help my business.”
Jake Basnett of Basnett Plumbing and Heating, 

Littleton, MA, says that the conversations were 
“so lively and fun. I like how interactive the ses-
sions were, and it is great to hear how other con-
tractors are implementing performance and what 
they did to succeed.”

“Our theme this year is, “It all starts with Ser-
vice,” NCI CEO Dominick Guarino told attendees 
during the opening general session. “Service is 
where problems are often identified before your 
customer notices them. 

“Through testing, you can turn a service call 
into a replacement, system renovation, or up-
grade lead. Done properly service can help you 
gather all the data you need to take the next steps 
with your customer.”

High-Performance HVAC contractors 
took center stage in Branson, MO, from 
April 17-20 as National Comfort Insti-
tute’s (NCI) 20th Annual High-Perfor-

mance HVAC Summit got underway. 
Once again, Sum-

mit was open to the 
entire HVAC Indus-
try with the intent of 
shining a spotlight 
on like-minded peo-
ple willing to share 
their high-perfor-
mance experiences 
with peers. 

More than 100 
contractors, pre-
ferred partners, and 
other industry lumi-
naries gathered to 

network, learn, and set the stage for the rest of 
the year. This year’s focus centered on the vital 
importance of service as the basis of High-Perfor-
mance Contracting. Each session discussion was 
facilitated by a member of NCI’s training team. 

WISDOM OF THE CROWD
NCI dubbed this the “Mastermind Group Ap-

proach.” The idea was to draw from the Wis-
dom of the Crowd to glean the best HVAC in-
dustry practices for delivering high performance 
and quality. Based on contractor comments, this 
approach was different, fun, and provided great 
sources for many excellent ideas. 

“I’ve never been to any industry event that was 
done this way,” says Tom Hearn of Hearn Heat-
ing and Plumbing, Madison, OH. “I really enjoyed 
this approach and am going home with many new 

NCI Summit 2023: 
High-Performance Starts with Service

By Mike WeilSUMMIT 2023 REVIEW

Summit Scholarship recipients for 2023. NCI provides 
scholarships to deserving individuals who want to attend 
Summit but need a little help to make it work. 

Recipients this year included (in no particular order)  Ili-
ana Aguirrie, Bluebonnet AC Services; Alex Bond, Schnei-
der’s 72 Degrees; Dustin Cole, Cole Air; Tim Conway, 
Interstate Mechanical; Michael Greany, Air Rite AC; Mark 
Hanemann, Dynamic Air; Matt Hawkins, Harstone Heat-
ing; Michael Housh, Housh: The Home Energy Experts; 
Manuel Magallanes, Aire Frezco LLC; Ben Moore, Rich’s AC; 
Ismael Saenz, Precision Air; Ricardo Soto, Casita Heating & 
Air; Kieran Stirling, Polar Bear AC; John Whitehead, Honest 
Heating & Cooling; Brian Wright, Crossway Mechanical.

Dominick Guarino welcomes 
attendees during the open-
ing general session of the 
NCI High-Performance HVAC 
Summit.



diagnostics. The systems were pur-
posely set to achieve low perfor-
mance/low efficiency, and attend-
ees were tasked with improving both. 
NCI’s Andrew Smith, Jeff Sturgeon, 
and John Puryear guided participants 
through testing principles, necessary 
instruments, and processes to help at-
tendees discover the hidden defects 
impeding system performance.

GAMES, IDEA SHARING, AND 
COACHING

The Opening General Session kicked 
off Tuesday morning, April 18th. All 
attendees were treated to a rousing 
multimedia introduction, followed 
by an interactive game show called 
“Reach for the Summit.” 

The game show began with select-
ing two random contractors from the 
audience to answer multiple-choice 
questions from real-world installation 
and service scenarios. 

The audience then had the oppor-
tunity to vote via the National Com-
fort Institute (NCI) Summit 2023 mo-
bile app for the answer they thought 
was correct. The contractors earned 

points for correct answers, with the 
winner taking home a new NSI 6000 
Low-Level CO Monitor.

Each question was followed up with 
commentary by David Holt and David 
Richardson, who discussed the merits 
of each answer and which way they felt 
the audience would vote. 

The winner of the Reach for the 
Summit game was Hunter Wallace 
of Progressive Heating in Newnan, 
GA. Dawn Mroczek of GV’s Heating in 
Glenview, IL, came in second. 

JAN SPENCE’S KEYNOTE  
SCORES A TOUCHDOWN

Noted lecturer, speaker, and author 
Jan Spence got the crowd fired up with  
her experiences as a professional fe-
male  football player and award-win-
ning businesswoman. Through speak-
ing, training, and coaching, this TEDx 
speaker inspired Summit attendees 
to work hard to realize their core val-
ues and purpose to fulfill their service 
mission better. She set the tone for the 
conference.

IDEA MEETING ROCKED
Contractors convened for the pop-

ular contractors-only Idea Meeting 
hosted by Vince DiFilippo of DiFilip-
po’s Service, Paoli, PA, and Mike Weil 
of NCI. This meeting was divided into 

He added that Summit 2023 is tight-
ly focused on the High-Performance 
HVAC service team and how informa-
tion moves from them to sales, instal-
lation, and beyond.

That evening all contractor attend-
ees and vendor partners helped to kick 
off Summit 2023 in Branson during 
the Welcome Reception sponsored by 
Daikin Comfort Systems.

THE SESSIONS
Summit 2023 included 16 discus-

sion forums facilitated by High-Per-
formance HVAC expert instructors 
from National Comfort Institute. Dis-
cussion themes included:

	z �Profitable System Upgrade Leads 
Through Testing and Diagnostics 
On Service Calls
	z �Keep Customers Safe and Generate 
Leads with CO Safety and Combus-
tion Testing
	z �Increase Sales Success by Properly 
Managing Service-Generated Leads
	z �Build Lifetime Customers with 
High-Performance Maintenance 
Agreements.

LOW-PERFORMANCE TOWN 
Attendees were provided hands-on 

testing experience on several work-
ing HVAC systems to learn about de-
livering high performance through  

(Left) During the Low-Performance 
Town sessions, Jim Bergman of 
MeasureQuick demonstrates how this 
software helps capture airflow data 
from a working system.

Nick Guarino 
dressed for 

success for his 
“emcee” debut 

as host of the 
Reach for The 

Summit Game.

Jan Spence

SUMMIT 2023 REVIEW
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two one-hour sessions: one dedicat-
ed to High-Performance Lead Gener-
ation and the other to Sales.

Attendees presented their ideas on 
each topic and then voted for those 
they felt were the best. The winning 
ideas were from: 

	z �Lead Generation: Dawn Mro‑ 
czek, GV’s Heating, Glenview, IL
	z �Sales: John Whitehead of Hon-

est Heating and Cooling, Marshall-
town, IA.

PARTNER TRADESHOW
Twenty-two exhibitors arranged ta-

bletop displays around the general ses-
sion ballroom, so contractors could 
talk with them during breaks and regu-
larly scheduled tradeshow hours. 

New at Summit this year was our 
“High-Performance Product Expo.” 
This ‘toy-store’ for HVAC contractors 
featured the latest innovations in tools, 
testing, and digital solutions from a se-
lect group of cutting-edge companies 
like TSI, Evergreen, and more.

All exhibitors also participated in 
NCI’s annual Preferred Partner Prize 
Drawing.

AWARDS AND  
RECOGNITION BANQUET

NCI recognized several companies 
and individuals for excellence in train-
ing, technology, and sales. These rec-
ognitions are the highlight of every 
Summit event and 2023 marks the 
19th year that NCI recognizes excel-
lence in the High-Performance HVAC 
Industry.

Following is a rundown of the 
awards and the winners.

CONTRACTORS OF THE YEAR
Each year, NCI presents three Con-

Dominick Guarino (left) and David Richard-
son (far right) present the Small Contractor 
of the Year Award to Jason and Elizabeth 
Nichol, JN Electrical, Bowerston, GA.

David Richardson (left) and Dominck Gua-
rino (far right) present the Medium Con-
tractor of the Year Award to Brian Wright 
(next to David) and Joel Torres of Crossway 
Mechanical, Tomball, TX. 

Cardinal Heating and Air Conditioning’s Dan 
Guttenberg and Luke Wrona were honored 
with the NCI Large Commercial Contractor 
of the Year Award.

SUMMIT 2023 REVIEW

Cliff Dennis (center) of Vassers of Richmond, 
VA received NCI’s  David Debien Award for 
Technical Excellence.

Ron and Scott Getzschman of Getzschman 
Heating (second and third from the left) 
along with some team members receive the 
John Garofalo Implementation Excellence 
Award from Dominck Guarino (left) and 
David Richardson (far right).

This year’s Scott Johnson Training Excel-
lence Award was presented to Tom Hearn 
(center) of Hearn Plumbing and Heating.
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approach from the minute they started  
training with NCI in 2018. 

“One of the things that makes this 
organization truly stand out is they 
don’t cut corners,” Guarino said. 

“They test nearly every home they 
encounter and offer the right solu-
tions for each customer’s individual 
problems.”

Large Contractor of the Year: 
Cardinal Heating and Air Con-
ditioning of Sun Prairie, WI. 

Presenter David Richardson de-
scribed Cardinal as a full home-ser-
vices company focused on providing 
the ultimate customer experience. 

He said, “They focus on CO safety 
and providing customers with innova-
tive solutions. That requires training 
and education — something that the 
management team at Cardinal are big 
believers in.  They even have their own 
university!”

Accepting the award on behalf of  
the company were Luke Wrona and 
Dan Guttenberg.

RECOGNITION AWARDS
In addition, NCI recognizes individ-

uals for their contributions toward the 
advancement of the high-performance 
approach to HVAC contracting. These 
awards and this year’s winners include 
the following:

	z �David Debien Award for Tech-
nical Excellence – Cliff Dennis, 
Vassers Service of Richmond, VA
	z �John Garofalo Implementation 
Excellence Award – Getzschman 
Heating, Fremont, NE
	z �Scott Johnson Training Excel-
lence Award – Tom Hearn, Hearn 
Plumbing and Heating, Madison, OH
	z �High Performance Sales Ex-
cellence Award – Will Horner, 

tractor of the Year Awards based on 
company size:

	zSmall (under $2 million in volume)
	zMedium ($2 to 6 million)
	zLarge (more than $6 million).
Contractor of the Year Awards go 

to companies that demonstrate con-
sistent work in implementing perfor-
mance-based testing on every service 
and installation call. 

These companies also work to cre-
ate a high-performance-based busi-
ness culture in their firms, have strong 
service departments that incorporate 
high-performance testing into their 
service agreement programs, and who 
consistently sell system renovations. 

Winners accomplish all the above 
by maintaining a strong training ethic 
within their overall company culture. 

Here is a breakdown of this year’s 
winners.

Small Contractor of the Year: 
JN Electrical Temperature Con-
trol of Bowersville, GA. 

David Richardson, who presented 
this award to owners Jason and Eliz-
abeth Nikkel, said, “This year’s win-
ner is known for a focus on craftsman-
ship in the community they serve. The 
founding principles were instilled by 
Jason’s father and is now being car-
ried on with the next generation. 

“And the great news is that JN Elec-
trical saved their customers mon-
ey both on repairs and energy sav-
ing. How do they know? Because they 
measure!”

Medium Contractor of the 
Year: Crossway Mechanical 
LLC, Tomball, TX. 

NCI CEO Dominick Guarino pre-
sented the award to Owner Brian 
Wright. According to Guarino, Cross-
way embraced the high-performance 

Will Horner (center) of Canco ClimateCare 
took home the 2023 High-Performance 
Sales Excellence Award.

AJ Simmons (second from left) and Jimmie 
Vasquez (second from right) represented 
Daikin Comfort Technologies, recipients of 
NCI’s Preferred Partner Award.

The 2023 NCI Chairman’s Award recogni-
tion went to Greg Wallace (center) of Pro-
gressive Heating, Cooling, and Plumbing.

SUMMIT 2023 REVIEW
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program is to honor those individuals  
who dedicate a great part of their pro-
fessional careers to help raise the bar 
in the HVAC Industry.

According to Dominick Guarino, the 
inaugural winner of this award, “has 
been living and breathing high-per-
formance for many years, even before 
NCI started using this term. 

“He doesn’t own an HVAC com-
pany, nor does he work for one. In-
stead he has been working for a util-
ity company for decades to help drive 
high-performance among the contrac-
tors in the community he serves.”

The first recipient of this award 
is Tom Turner of Austin Energy,  
Austin, TX.

Congratulations to all the winners 
and to all the attendees who help make 
Summit great every year.

STAY TUNED FOR SUMMIT 2024
Mark your calendars for Sep-

tember 10-13, 2024. Summit moves 
to Asheville, NC in September. 

We will have more information on 
pricing and registration in the very near  
future at gotosummit.com.

Contractor attendees capturing ideas during 
one of the sessions at the 2023 High- 
Performance HVAC Summit.

SUMMIT 2023 REVIEW

Canco ClimateCare, New Market,  
Ontario, Canada
	z �Preferred Partners Award -- 
Daikin Comfort Technologies
	z �The Chairman’s Award -- Greg 
Wallace, Progressive Heating, Cool-
ing, and Plumbing, Noonan, GA
In addition, NCI introduced two 

new awards during the 2023 Summit:

ROB FALKE SERVANT  
LEADERSHIP AWARD

This new award is named for NCI 
President Rob Falke who passed away 
in 2022. Rob represented the epitome 
of service to others and the criteria for 
this recognition is based on how Rob 
lived his life as a servant leader:

	z �Always ready to help others and en-
courage them to succeed
	z �Serves the people he manages or 
leads with humility and grace
	z �Puts others ahead of self in terms  
of giving credit and praising 
achievement
	zFosters leadership in others.
“I’ve known our winner for many 

years, in fact he has been a force of 
change at every Summit he has attend-
ed since 2015,” said Dominick Guarino. 

“Not only does he continually attend 
every class NCI offers in his area, he 
usually drags five or six people along 
with him. He is a great example for his 
fellow employees to follow, and would 
literally give the shirt off his back to 
help others, which he actually did at a 
Summit several years ago.”

The inaugural recipient of this 
award is Michael Greany of Aire 
Rite Air Conditioning & Refrigera-
tion, Corona, CA.

SPIRIT OF EXCELLENCE AWARD 
This addition to the NCI recognition 

Robin Falke (second from left) joined David 
Richardson and Dominick Guarino in pre-
senting the inaugural Rob Falke Servant 
Leadership Award in honor of her late 
husband and NCI President Rob Falke. The 
winner was Michael Greany of Aire Rite Air 
Conditioning and Refrigeration.

Dominick Guarino (left) and David Richard-
son (right) present the inaugeral Spirit of 
Independence Award to Joseph Storey 
and Joseph Mitchell of Austin Energy who 
accepted the award on behalf of winner Tom 
Turner.
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of the benefits (including the PowerPack), 
just call 800-633-7058 and talk to one of 
our customer care representatives.

ANOTHER AMAZING MEMBER 
BENEFIT: NCI BUCKS!

One of the best benefits of National 
Comfort Institute membership is called 
TIPP (Training Incentive Partner Pro-
gram). This program is unique in that it 
takes rebates earned from making pur-
chases through NCI’s Member Rewards 
partner companies and converts them 

into NCI Bucks which members can use 
at any time to help reduce the cost of 
NCI training for their High-Performance 
HVAC Contracting teams.

Let’s face it – training is expensive no 
matter how you look at it. TIPP is de-
signed to help NCI members earn money 
toward training through purchases 
made with our partners.

Many members have NCI Bucks ready 
to use for training their techs right now. 
It doesn’t matter if the training is in-per-
son, online, online live, or the NCI con-
ference. Members have three ways to 
earn Bucks:

	z Earn NCI Bucks through TIPP
	z Buy seats in training classes
	z �Get Bonus Bucks with NCI’s Learning 

Excellence Member options.
 A membership with NCI enables con-

tractors to  take advantage of this pow-
erful membership benefit at any time.

Do you want to learn more? Call the 
NCI helpline at 800-633-7058.

WELCOME TO OUR  
NEW MEMBERS

Membership in an organization like 
National Comfort Institute (NCI) is a step 
toward becoming a High-Performance 
HVAC Contracting firm. It is a commit-
ment that has an extraordinary impact 
on your business and your team.

So, it is our pleasure to recognize 
and welcome those new members who 
joined our ranks recently:

	� �Polar Bear Air Conditioning, George-
town, CI

	� �Lickety-Split AC, Plumbing, and Elec-
tric, St. Augustine, FL

	� �Blue Valley Heating and Cooling, 
Longmont, CO

	� Sun Kool AC, Ocala, FL
	� �Comfort Science Solutions, Oak  

Island, NC.

This month’s PowerPack focuses on 
the start to the air conditioning season. 
This PowerPack is only for National Com-
fort Institute (NCI) members.

So what is a PowerPack? It is a curated 
package of various downloads of how-to 
content that provide members help on 
their High-Performance HVAC journey. 

Non-members do not have access to 
these benefits.

ALL members can access these tools 
through this PowerPack portal during 
the current month. For June 2023, the 
PowerPack includes:

	� �Expanded Cooling Equipment (1 
to 30 tons) Nomenclature Table 
(Download)

	� �NCI Manufacturer’s Data Locator 
(Download) 

	� �Generic Cooling Capacity Table 
(Download)

	� �Refrigerant Charging: It’s Not Just 
Superheat and Subcooling (Article)

	� �Advanced Temperature Diagnos-
tics (Recorded Webinar).

We think members will find these tools 
and training materials very helpful as 
they continue to grow their High-Perfor-
mance HVAC business.

If you are interested in learning more 
about membership with NCI and/or some 

NCI UPDATE

National Comfort Institute Membership Has It’s 
Benefits: Welcome to the June 2023 PowerPack
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FUTURE OF HIGH-PERFORMANCE PANEL
One of the standouts of this year’s conference 

was the panel discussion featuring five indus-
try thought leaders: Jim Bergmann with Mea-
sureQuick, Bill Spohn with Trutech Tools, Steve 
Rogers with TEC, Michael Hyde with Hyde’s Air 
Conditioning, and Daniel Squires with Vincent’s 
Heating & Plumbing.  The lively panel took a close 
look at how far the High-Performance HVAC in-
dustry has come, and where it is going.

 Topics included fast-changing testing technol-
ogy, and how verifying performance will contin-
ue to get easier, faster, and more accurate. The 
discussion also covered homeowner education, 
training to keep up with emerging technologies, 
challenges in testing on service and installation, 
where the industry will be in five years, and more.

NEW NCI AWARD
A major highlight of this year’s Summit was the 

introduction of a new NCI Award: The Rob Fal-
ke Servant Leadership Award. This award 
in honor of NCI’s late president Rob Falke was 
presented by his widow, Robin Falke to a well de-
serving industry professional, Michael Greany. 

Much like Rob, Michael is all about serving and 
edifying others within and outside our industry. 
He is a shining example of a servant leader, and 
our industry is a better place with him in it.

IT’S NOT TOO LATE
This column just scratches the surface on Sum-

mit 2023. If you didn’t make it this year, NCI is 
offering the next best thing. Go to ncilink.com/
Summit23Vids to learn how you can watch re-
cordings of Summit along with your entire team. 
Be sure to check out our special offer that in-
cludes a seat to our next Summit in Asheville, NC 
next September 10-13, 2024.

Contractors and other industry profession-
als descended on Branson, MO this April 
to make this year’s High-Performance 

HVAC Summit one of the best ever.
The spirit of Summit was alive and shining as 

participants connected and openly shared success-
es, failures, and their hopes and ideas for the fu-
ture. What always strikes me about this gathering 
are the relationships, both new and existing, that 
form and intensify during the days of this compre-
hensive event. A hard-to-describe feeling perme-
ated through every part of Summit this year.

WISDOM OF THE GROUP BREAKOUTS
As I spoke to participants over the three-day 

event, many said one of their favorite aspects was 
how breakout sessions weren’t typical seminars. 
They said they liked the mastermind-style dis-
cussions on specific areas of implementation that 
drew from the “Wisdom of the Group.” 

In all there were 16 sessions focused on 4 ma-
jor topic areas: Lead Generation Through Air-
side Testing, Combustion Testing and Fol-
low-through, Generated Testing-Lead Handling, 
and High-Performance Maintenance Agree-
ments. Truly great discussions and ideas came 
out of these sessions. More later on how you can 
view them if you missed Summit this year.

NEW ANNOUNCEMENTS
Several key announcements were made during 

the general sessions. Especially notable were all 
the new partnerships formed with instrument 
and software vendors, a new financing program, 
and several new NCI classes including System 
Design, and Refrigerant-Side Performance. 

We also previewed NCI’s new headquarters 
and training center in Eastern Tennessee, and so 
much more.

ONE MORE THING...
By Dom Guarino

Another Amazing Summit 
Thanks to You!

Dominick Guarino  
is publisher of 

High-Performance 
HVAC Today magazine  

and President & CEO 
of National Comfort 
Institute, Inc. He can 

be reached at ncilink.
com/ContactMe
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