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That was the reaction of one contractor 
to news that the Ontario government at 
long last plans to reduce journeyman to 
apprentice ratios to one-to-one like every 
other jurisdiction in North America. He 
wasn’t alone.

If there is one issue that Ontario 
contractors have been harping about forever 
it is the requirement that they have three 
journeyman for every apprentice. Most 
provinces have been one-to-one pretty 
much forever and those working in the 
trades know that the normal way work is 
done is with a journeyman and a helper – 
i.e. apprentice. You don’t need a journeyman
to carry pipe, usually.

The high ratios made it difficult for 
contractors to take on apprentices and 
created a brick wall that often prevented 
young people interested in a trade career 
from getting started. So why were they in 
place?

Most people blame the unions and their 
desire to control who comes into the trade. 
And the only people opposing the move to 
one-to-one are the unions who claim the 
quality of training will suffer. It’s difficult 
to understand that rationale; having each 
apprentice assigned to work with a specific 
journeyman should help. And what having 
a three-to-one ratio did mean was that 
two out of three journeymen didn’t have 

a helper. The m echanical t rades a re h eavy 
work; it’s difficult to work alone.

Unions are also concerned that 
contractors will have apprentices doing 
work that should only be done by 
journeymen. But in the reality of day-to-day 
work on a job site, each person does what 
needs to be done and the apprentices with 
more aptitude for the work will move ahead 
quickly into the more complex jobs, as they 
should.

The other news from the Ontario 
government is that it plans to wind down the 
College of Trades (OCOT), which oversees 
trade licensing. From its beginning in 2009 
the OCOT has had an uneasy relationship 
with contractors. There were several issues, 
but probably the failure to address the 
obviously inequitable ratios was the biggest 
one. It’s doubtful that any contractor shed 
a single tear over the news that OCOT is 
going to be wound down.

Wait a minute; it really is Christmas! 
With that I would like to wish our readers 
and advertisers a wonderful Christmas and 
all the best in the New Year!

 Hot Seat

It’s Christmas!
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been a major roadblock,” said Grochmal. “At 
one point I had 15 young guys working for 
me that had a gas fitter ticket but wanted to 
get into the air conditioning or sheet metal 
trade and we couldn’t take them on because 
we didn’t have enough journeymen.”

fix it at the end.”
“For small companies like ours this is going to 
be wonderful because we will be able to 
sign more people up…. We have in the past 
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lost some very good employees because we 
couldn’t accommodate them,” remarked Nancy 
McKeraghan, chief operating officer and co-
owner of Canco ClimateCare, Newmarket, Ont.

“The goal is to have a three-year residential 
apprenticeship, but it gets extended because 
we can’t get them signed up and get them into 
school, so what everyone has been doing… is 
that they challenge the exam. While they may 
be able to pass the exam, they may not have 
the real solid background that you’d like to see 
in the trade,” added Grochmal.

Controversial history
The College of Trades was established in 
2009 to administer apprenticeships and 
enforce licensing, which it began doing in 
2013. Legitimate contractors applauded the 
College’s efforts to clamp down on renovation 
contractors and others doing work in the 
mechanical trades without the appropriate 
licenses, but they also found themselves 
targeted at times.

There was a question about where people 
on a job site who were neither a journeyman 
or apprentice fit in. When sprinkler fitter 
became a trade in 2017, suddenly plumbers 
and steamfitters that had been doing that 
work for years couldn’t.

They were supposed to be grandfathered in 
and given their sprinkler fitter licences, said 
Salvatore. “I had 50 guys; none of them got 

Please see 'Lack' page 8

For small 
companies like 

ours this is going to be 
wonderful because we will 
be able to sign 
more people up.

“Finally, we get some action,” said Albert 
Salvatore, president of Sprint Mechanical 
in Toronto. “I’m happy they are getting 
rid of the College of Trades,” he added, 
noting that in about a dozen meetings they 
had failed to make progress on ratios. “They 
were trying to 

Ontario to end high  
journeyman/apprentice ratios
Apprenticeship numbers 
expected to dramatically 
increase
By Simon Blake

Contractors are welcoming the Ontario 
government’s plans to remove one of the biggest 
barriers to bringing new people into the trades.

“It ’s  Christmas,” remarked Roger 
Grochmal, president of AtlasCare, Oakville, 
Ont. “I’m ecstatic about the apprenticeship 
ratio. I’ve been advocating for a one-to-one 
ratio forever and it’s nice to finally see it.”

On Oct. 23, the Ontario 
government introduced Bill 47, the Making 
Ontario Open for Business Act, which will 
change the ratios and wind down the 
controversial College of Trades (OCOT), 
the agency created by the previous Liberal 
government to oversee the trades.

The existing rules require three journeymen 
for every apprentice in most trades. “It has 

www.plumbingandhvac.ca 

Sprint Mechanical employees install a new rooftop unit on a Toronto area mall.
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not wrong; there were some aspects that were 
not working, but why don’t you fix that?”

Martin Luymes, vice president of the 
Heating, Refrigeration and Air Conditioning 
Institute of Canada (HRAI) said in the group’s 
newsletter: “It is unclear what the implications 
will be of the reclassification moratorium on 
the development of a hydronic heating trade 
program, which was seeing some real progress of 
late.

“Terminating the Ontario College of Trades 
might also be welcome news for some in the 
industry but only if a more responsive and 
agile system of governance can be developed in 
its stead. This is an area of regulation too 
important to be left in limbo. While many 
HRAI members believe that OCOT never 
quite achieved its goal of being the “self-
governing” body it was intended to be, they 
might also be cautious about returning 

responsibility for trades training and 
apprenticeship oversight to the government.”

There is also concern over whether trade 
schools can accommodate the expected influx 
of apprentices. “The bad news is that it’s going 
to take awhile for the schools to ramp up and 
put enough classes in place for all the people 
that are going to sign up,” said Grochmal. 
“They’re going to have to hire some staff 
and train them… Hopefully the government 
follows through and gives them the resources 
they need to effectively serve the contractors 
that are going to be clamouring for this.”

However, everyone agrees that changing 
the ratios was critical in an industry where 
so many experienced people are reaching 
retirement age. “I believe that going forward 
with the one-to-one is very advantageous for 
youth – and anyone – wanting to come into 
our industry,” remarked McKeraghan.
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it… Some of them were 30 years in the trade; 
all of a sudden they couldn’t do it anymore.” 
The result was that the cost of sprinkler fitting 
tripled because there weren’t enough qualified 
trades.

“I’m not sure I understood the rationale for 
OCOT in the first place,” added Grochmal. 
“Apprenticeships were still always done 
through the (Ontario Ministry of Training, 
Colleges and Universities).”

More consultation needed 
McKeraghan said she would have liked to 
have seen the government consult with the 
industry before making the change. “I think 
there were some very positive aspects (to the 
College) and I wish they would have taken a 
look at overhauling. The whole College was 

Lack of industry consultation concerns some
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Over 2,100 people – engineers, contractors, 
building management personnel and trades – 
attended the CIPHEX West trade show held 
in Calgary Nov. 7-8.

“It’s been a good show; there’s been lots 
of traffic,” remarked show chairman Austin 
Roth, who in his day job works for Wolseley 
in Calgary, from the show floor on Day 2.

Most visitors came from Alberta, but 
they also came from British Columbia, 
Saskatchewan, Manitoba, Nunavut, the 
Northwest and Yukon Territories, Ontario 
and Quebec.

Seminars and workshops were also well 
supported with a total attendance of more 
than 600, reported Elizabeth McCullough, 
general manager – trade shows, for the 
Canadian Institute of Plumbing & Heating 
(CIPH), which organized the event at the 
BMO Centre.

In a post show survey of visitors, 77 percent 
said they planned to purchase new products 
they saw for the first time at CIPHEX West 
and 68 percent said they plan to purchase 
from new suppliers they met at the show, she 
reported.

The New Product Showcase, where 
manufacturers compete for top honours in 

a competition judged by a panel of industry 
experts, drew 60 entries. Eight of those were 
judged winners, as follows:
• Air Conditioning and Refrigeration: ESP

Series variable speed heat pump by Hi-
Velocity, Energy Saving Products Ltd.

• Controls and Instrumentation: Smart
System, HeatLink Group Inc.

• Heating and Ventilation: Grundfos MLE
high efficiency motor

• Hydronic Heating: Flexcon Industries,
Argosy buffer tank

• Kitchen and Bath: Pfister, Spectrum Brands, 
Deckard two-hole Roman tub filler

• Plumbing and Piping: Taco Comfort
Solutions Hot-LinkPlus-E

• Tools and Equipment: SpeedClean dry
steam coil & surface cleaner

• Water Treatment: Canature WaterGroup
Aqua Flo High Efficiency Reverse Osmosis
(H.E.R.O.)
The next CIPHEX West trade show will

take place Nov. 4-5, 2020 at the Pacific 
National Exhibition (PNE) in the Pacific 
Coliseum. “We are excited about this 
new venue; located outside of downtown 
Vancouver and with plenty of parking for 
attendees,” said McCullough.
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Calgary trade show well attended

Sidney Manning, chief plumbing and gas administrator for Alberta Municipal Affairs, 
chats with contractors following a seminar on plumbing and building codes.
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businesses – from unreasonable delays in 
payment that harm them, their employees, 
and our economy,” remarked Saskatchewan 
Construction Association president and CEO 
Mark Cooper.  “While we still need to review 
the entire bill introduced today, we agree with 
the government that no one should ever face 
bankruptcy because they haven’t been paid for 
high quality work they’ve already completed.” 

Under this new legislation, the person required 
to provide payment can also dispute the 
payment through the interim adjudication 
process if they feel an invoice is inaccurate.  By 
providing a more robust process and clearer 
guidelines, the government hopes to reduce the 
number of payment delay cases that end up in 
court.

Ontario has already adopted prompt 
p ay m e nt  l e g i s l a t i on  a n d  s i m i l a r 
laws are pending in other provinces 
and with the federal  government. 
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Saskatchewan is the latest province to introduce 
prompt payment legislation to ensure trades and 
sub-trades get paid in a timely manner.

On Nov. 20 the Saskatchewan government 
introduced The Builders’ Lien (Prompt 
Payment) Amendment Act, 2018, which 
is designed to better protect and define the 
rights and obligations of owners, developers, 
contractors and subcontractors. It will create 
a payment process to establish reasonable 
timelines for providing payment for 
construction projects.   It will also establish 
an interim adjudication process that can be 
used in addition to arbitration and litigation. 
“While the Builder’s Lien Act was meant to 
balance the needs of contractors and their 
customers, over time it has become apparent 

While the Builder’s 
Lien Act was 

meant to balance the 
needs of contractors and 
their customers, over time it 
has become apparent there 
is some room for 
improvement.

there is some room for improvement,” said Justice 
Minister and Attorney General Don Morgan.  
“This legislation provides a robust set of timelines 
to ensure payments are made by owners and 
developers to contractors, and by contractors 
to subcontractors, in a timely manner.” 
Under the proposed legislation, owners 
and developers will be required to provide 
payment within 28 days of receiving a formal 
invoice for construction services. Contractors 
will be required to provide payment to 
subcontractors within seven days of receiving 
a payment from the owner or developer. 
“We are pleased to see the government deliver 
on its commitment to protect Saskatchewan 
construction companies – mostly small 
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There is a major shift in the residential 
new construction (RNC) industry that 
has nothing to do with new equipment 

changes, energy efficiency upgrades or even 
the carbon foot print. 

The storm I speak about is the shift to 
mechanical rooms with rental equipment in 
today’s new housing. Rental water heaters 
are not new, but in much of today’s housing 
every HVAC component is a rental unit. This 
will change the future of our companies and 
the ability to attract and retain future service, 
maintenance and replacement business for 
decades.

What happened?
Let me take you for a journey that set the stage 
for the significant changes we are witnessing. 
We need to act now to prepare ourselves for 
the future.

In the 1960s in Ontario – earlier or later 
in other provinces and sometimes not at all 
– natural gas lines began to make it down
the streets of highly populated suburbia. At
that time, coal, oil and wood were regarded
as the “affordable” energy for heating while
natural gas was feared. I even recall slogans
such as “go gas, go boom!” being used to keep
homeowners from taking the leap and we, as
contractors, were biting off our nose to spite
our face to avoid learning a new trade.

The utilities had infrastructure to pay for 
and the only way to turn expenditures to 
revenue was to sell gas. When existing homes 
were hesitant to switch, incentives to builders 
were introduced. Free water heaters and cash 
payouts were the norm and before you know 
it everyone was in line to get a free hot water 
heater – all you had to do was install and use 
natural gas. Soon water heaters that were 
free became a monthly source of revenue for 
energy suppliers. Little did anyone think that 
a free water heater would lead the utilities 
to own the basement, to have direct access 
to everything that can be  installed in the 
basement.
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Rental mechanical rooms a new challenge for  contractors
By Glenn Mellors

More often than not, 
the mechanical room 

of today’s new homes 
are filled with rental 

equipment.
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Utilities unload rental business
Now to fast forward to 1990-2000; in Ontario 
the utilities were forced to de-regulate or, 
in layman’s terms, could no longer fund 
equipment sales through the profits of the gas. 
This led the utilities to shed off the equipment 
sales and installation departments. These were 
eventually sold to business venture capitalists 
that focused on monthly re-occurring highly 
profitable businesses.

Alberta was soon to be brought into the 
re-occurring monthly revenue advantages 
in the HVAC industry, joining Ontario in 
capturing homes with rental and leasing of 
the mechanical rooms. Not only water heaters 
and water softeners, but furnaces, boilers, air 
conditioners and mini splits, rather than being 
owned by the homeowner, were now rented.

Incentives throughout the last 20 years have 
helped push over 65 percent of Ontario homes 

into renting a portion of their mechanical 
needs (the basement). Remove and replace 
(re and re) contractors have become labour 
brokers to these venture capitalists!

Pressure on the consumer
As Canadians, we carry the heaviest debt load 
of almost all first world countries. This limits 
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It started with water heaters, but 
now all equipment may be part 
of a rental program.

Little did anyone 
think that a free 

water heater would lead 
the utilities to own 
the basement.
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The contractor in return can charge a 

reasonable price for their work and the 
finance company that owns the rental 
equipment pays you at time of completion. 
The finance company/rental/lease company 
then collects from the hew home buyer over 
a typical seven to 15-year monthly plan. The 
idea is to increase profits and sell more jobs.

Imagine that, your total bill is zero to the 
builder. The builder lowers the street price 
by what they have just saved, making their 
product seem like a much better purchase. The 
builder receives a bounty from the financier 
for every home they sell, the contractor gets 
paid in full, the home owner adopts a monthly 
fee that comes with a warranty for the term of 
the agreement. 

The builder is happy because the consumer 
is protected for the rental term for all repairs, 
they sell more affordable houses and they 
make more profits. 

The RNC contractor is happy because 
they make more money, sell more product 
and have the option of doing the repairs and 
maintenance without losing any money.

Those of us with a little snow on the roof 
can recall the days when the water heater had 
similar bounties and I am told that those days 
are back, only this time the whole mechanical 
room is rented.

It sells itself
These types of rental programs are available 
from a few companies now; they are not just 
limited to finance companies. Manufacturers 
and wholesalers have also jumped on board. 
They have developed programs to support 
you so that you can maintain your builder/
contractor relationship. These companies 
have highly trained and professional 
representatives that will go with you or alone 
to sell the program to your builder client.

They can and will offer solutions that include 
builder rebates, bounties and spin-offs much 

like the ones offered by the utilities in previous 
decades. They will represent your company with 
all the back-office support to deliver a seamless 
transition with builder and future homeowner, 
hence we use the term ‘sells itself ’.

So, if we could think about your wish list as 
an RNC contractor, we would imagine a day of 
offering premium products and installations, 
profitably, get paid for our work within 24-48 
hours of job completion!  Impossible you say, 
but think again and talk to your suppliers!

Do your research! There are several 
suppliers of this type of program; some are 
good, and some are not, like any new product 
you investigate, let your conscience be your 
guide. These programs are not for every 
builder, but it is up to you to educate your 
builder on all their options.

That is how we make satisfied customers 
give us a five star rating!

I must admit that I have mixed feelings 
about this, but it is our duty to talk about 
new trends in the marketplace. As we see 
RNC mechanical systems gobbled up by 
large companies offering rental HVAC/R 
equipment, the market is shrinking for 
independent mechanical contractors, a trend 
that is likely to continue. It may be time to 
become involved and/or look at partnering 
with companies already in this market.  
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Contractors entering the rental business
Continued from page 13

credit access dramatically and affects the real 
estate market. Couple this with new Canadian 
Real Estate Association (CREA) rules and 
laws about listings and bidding strategies that 
add further barriers to home ownership.

These changes, from a consumer 
perspective, mean the industry may have to 
reinvent itself; the quest is to make housing 
affordable and reduce construction costs.

Home builders are always looking for ways 
to make their houses sell faster and for less 
money while making a profit. Faced with 
these challenges, the pressure pushes out to 
the trades to lower their prices. The struggle 
is real and painful for those in the industry.

So how do you help the builder lower his 
out-of-pocket building cost and still make 
money? How about helping the builder 
lower his selling price by $10,000, 20, 30 or 
even 50 thousand dollars AND make better 
margins, provide better support and offer 
higher quality products and services? Well 
some companies are doing that! Let’s look at 
some ‘new’ products and services to help you 
achieve those goals.

Renting the mechanical room 
Some large RNC contractors have entered 
the rental mechanical room business and are 
enjoying the benefits of change. 

The process leads to a lower selling price of 
the homes and adds profits back into the mix. 
Instead of the builder paying for you to install 
the furnace, air conditioner, water heater and 
water softener, they set up the new home buyer 
in a rental contract that they pay a monthly 
fee for the equipment and installation, thus 
lowering the builder’s capital layout. This 
allows the builder to advertise a lower price on 
the house without lowering their profit.

http://plumbingandhvac.ca/
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Wireless hydronic control
The Smart System from HeatLink is designed 
to provide wireless and app enabled control 
of HeatLink hydronic heating systems for 
residential and small commercial property 
owners. Products in the HeatLink Smart 
System line include thermostats, zone modules, 
actuators and relays. It allows the building or 
homeowner to control and monitor their system 
with a smartphone and user-friendly apps. 
HeatLink  www.heatlink.com

Condensing furnace from Bosch
Bosch Thermotechnology 
has introduced its first 
condensing furnace. The 
BGH96 Series Energy 
Star-rated two-stage 
furnace is rated at up 
to 96 percent AFUE 
heating efficiency. Its 
three-way multi-position 
design creates flexibility 
in multiple types of 
installations. A fully 
insulated cabinet minimizes indoor noise 
levels. It can be integrated with Bosch’s 
Inverter Ducted Split Outdoor Unit and 
Cased Coils for a highly efficient dual heating 
and cooling system.
Bosch  www.bosch.ca

Boiler with DHW
New features have been 
added to the 95 percent 
AFUE AquaBalance wall 
mounted boiler line from 
Weil-McLain. The new 
Series 2 version combines 
high-ef f iciency space 
heating with on-demand 

domestic hot water. It is available in three 
sizes (80, 120, and 155 MBH input) in both 
combi or heat-only versions. 
Weil-McLain  

www.weil-mclain.com

Handy information pocket
Plumbing and HVAC’s 
technical writers keep 
reminding contractors 
that it’s important to leave 
installation manuals and 
other documentation 
with equipment when 
it is installed. It is also 
a code requirement 

that gas appliances have manuals on site. 
EvolutionAir has come out with this handy 
dandy information pocket, made in Canada, 
that can be screwed to the wall or ductwork to 
keep the documentation in place and present 
a professional appearance.
EvolutionAir  

www.evolutionair.com

ProPress balancing valve
Ther mOmegaTe ch  has  adde d  t he 
CircuitSolver Union Assembly ProPress 
(CSUA-PP) to its product line. The 
CircuitSolver is a domestic hot water system 
balancing valve that adjusts the flow through 
each branch of a water recirculation to 
maintain the specified temperature at the end 
of each branch. The CSUA-PP combines the 
CircuitSolver technology and Viega ProPress 
ends for ease of installation. 
ThermOmegaTech    
www.circuitsolver.com
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Product Profile
Daikin introduces compact residential 
heating/cooling unit
Daikin North American revealed its new 
Daikin Fit compact residential heating and 
cooling system to a crowd of 
contractors, Daikin 
employees, distri-
bution management 
and news media, 
on Sept. 25 at the 
Cosmopolitan Hotel 
in Las Vegas.

The Daikin  Fit 
is  a  smart  HVAC 
system with matching 
condenser, controls, gas 
furnace and evaporator coil. It is 
available in one-and-a-half to five-ton 
capacities and up to an 18 SEER cooling 
efficiency and up to 97 percent AFUE for 
heating.

It combines the features of a ductless-
style condensing unit with the ability to 
connect to traditional ducted systems. A 
high-performance inverter compressor 
allows a smaller condensing coil and a 
compact cabinet design. A side discharge 

fan design eliminates the need for a large, 
wrap-around style condenser coil. This 
unit is available in upflow, downflow and 
horizontal right configurations.
Daikin  www.daikincomfort.com

The new Daikin Fit system provides 
heating and cooling in a compact 
package.
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Listening to the customer’s needs 
is often the most critical step
By Leah Den Hartogh Snow is already falling in many 

provinces across Canada and 
some Canadian homeowners may 
be starting to think about whether 

their current heating system is really the 
best option for them. This means that 
contractors may be finding themselves 
conducting more retrofits as the weather 
starts to get colder. Busy season is upon 
us.

For example, customers may decide to 
change out their old system – and it may 
be forced air, or it could be something 
completely different like electric baseboard 
heating – for a more modern, comfortable 
and efficient forced air system. But what 
key points should a contractor take into 
consideration and remember when 
retrofitting one of these systems?

Please see ‘Careful’ on page 21

Forced air

wwwww.plumumbi and ac.cc.candhvac.mbingand

When installing a high 
efficiency furnace, if there 

is a gas water heater some 
consideration must be given 

on how to vent it. (Photos 
courtesy of ClimateCare)
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determine if a chimney liner is required. 
Georgette reports that if the existing furnace 
is mid-efficiency, it is likely required. If there 
is an existing metal vent, the contractor will 
need to assess if it can handle the combined 
input of the new furnace and the water heater.

When installing a sidewall-vented 
condensing furnace, the contractor will need 
to verify that the existing B-vent is sized 
correctly for just the water heater. If the water 
heater is the only appliance remaining that is 
vented to a chimney they may need to supply 
a chimney liner for it.

If the B-vent passes 
through the att ic,  the 

contractor should also check 
for evidence of water leaking 

through roof 
flashing or at 
the joints of 

the vent pipe. 
With ductwork, 

it is also important 
t he  cont rac tor 

makes sure there is 
no sagging or bunched 

up flex ducts. Contractors 
should note when conducting 

a forced air system retrofit if 
there are any accessories or lack of 

accessories installed. “Some accessories 
are necessary for the operation of the 

equipment,” reports Georgette.

Careful preparation
During these retrofits, Georgette also notes 
that contractors should calculate both the 
heat loss and gain levels. “Many systems 
are over-sized and tend to short cycle. 
Equipment performs best when operating 
at a steady state. Also, many homes have had 
upgrades to doors, windows and insulation 
to save energy and lower the heat loss of 
the structure. A house with an old 100,000 
Btu/h input/80,000 Btu/h output furnace 
that replaces the original 100,000 Btu/h 
input/75,000 Btu/h output furnace will have 
an even more over-sized furnace when an 
100,000 Btu/h input/ 95,000 Btu/h output 

furnace is installed.” 
R h e e m  a l s o 

r e c o m m e n d s 
t h at  c ont r a c t or s 
conduct heat loss/
gain calculations to 
determine the precise 
needs of that specific 
house, said Adam 

Wills, general sales manager of 
HVAC and customer support for Rheem 
Canada, Brampton, Ont.

“Oversizing causes short cycling that can 
lead to premature failures and significant 
temperature difference throughout the 
home. Under sizing will leave you with a 
system continuously trying to keep up.”

Most of the time, homeowners will 
only purchase one or two new systems in 
their lifetime – “so use this opportunity to 
educate consumers on upgraded equipment 
and what they can do for their comfort level 
as well as the efficiencies they bring. Don’t 
wait for the customer to ask you,” said Wills.

The contractor is basically on the f ront 
line to make sure the customer is getting 
the highest level of comfort they can get. 
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Careful preparation 
makes the job go better
Continued from page 19

“First and foremost, they should listen 
to the customer,” said Gary Georgette, 
manager, quality assurance, residential 
field support at Carrier Corp., Indianapolis, 
Indiana. “Determine exactly what they 
want, what features they are looking for and 
what problems they are having with their 
current system.” Contractors must also 
make sure that code requirements are still 
met during retrofit updates. 

The first step that a contractor needs to 
ask themselves is does the new equipment 
fit in the existing location? Does the 
equipment meet the required equipment 
clearances? Will the existing duct system 
handle the air flow?

High efficiency equipment 
Higher efficiency heating equipment can 
have higher air flow requirements, noted 
Georgette. “In some cases, the heating 
airflow may be higher than the required 
cooling airflow.”

Wh e n  d e a  l i ng  w i t  h  g a s  
appliances, it is also important 
for  cont  rac  tors  to  

www.plumbingandhvac.ca 

Please see ‘Dealing’ on page 23

The more complex controls 
on today’s forced air systems 

require a different understanding 
from contractors. 
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It is important for contractors to talk to the 
homeowners about the different products 
available.

Comfort with controls
Communicating controls can go a long 
way in terms of comfort, said Wills. “They 
provide greater convenience and ease of 
use, unlock sizable benefits and, should 
something go wrong, provide service techs 
with a roadmap to make repairs. There are 
lots of other additional pieces to the system 
than could have tremendous benefits – if 
only we mentioned them every time! IAQ, 
duct cleaning and sealing, and zoning are 

just a few examples,” he 
added.

Carrier recommends 
that contractors listen to 
customers and provide 
options for controls that 
match their  l i festyle. 
“C er t a in ly,  advanced 
controls provide the most 
advanced and smartest 
methods for controlling a 
system. Take the time to 
explain the options and 
show customers how they 
operate.” This step can 
easily be overlooked when 
the job is done. Explaining 
the controls is critical.

Wills noted that the more 
complex controls on today’s 
forced air systems require 
a different understanding 
from contractors.  He 
suggests they partner with 
a specific distributor and 
manufacturer that provides 
regular training on their 

products to ensure the contractor has a 
thorough understanding of what is being 
installed and that the customer is getting the 
best product. 

When things don’t go right
A contractor can do everything right when 
going into an installation, but still run into 
trouble. “You always have horror stories,” 
said Rod Mysko, president of Custom 
Comfort ClimateCare, a Barrie, Ont. HVAC 
contractor. “As an example, let’s say that 
you have a century old home that you 
need to conduct a retrofit on, and then you 
get into a wall and say “oops, we thought we 
could do this there, but we can’t.”

The best approach to these types of 
situations is to sit back down and analyze 
what the end goal is and what you need to 
do to accomplish it. In the end, every job gets 
completed but sometimes it just takes longer 
to finish, he added.

“One of the scenarios that comes up quite 
often, when people have finished ceilings 
and then you have to tell them you have to 
cut down all of this ceiling to do this. A lot of 
times they don’t realize the magnitude of what 
they are going to get into.” When situations 
like this come up, Mysko stresses that the 
most important thing for a contractor to do is 
communicate with the homeowner. “To avoid 
the horror stories, you just have to talk to your 
customers before doing anything.” 

Mysko says that forced air retrofitting can 
be more intrusive compared to other options, 
but that shouldn’t scare away customers. He 
says that “if this was my home, this is what 
I would be doing here. Yes, it’s going to be 
more money. But you are going to have 
a home that is going to have the heating 
that you require and the air conditioning 
that you want.” His last piece of advice for 
contractors is that they should be proactive 
with customers “It is their home.”  
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Dealing with the unexpected
Continued from page 21

Ductwork should be adequate for 
both heating and cooling.
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Hot Water Heating

contractor’s
Ensuring the customer 
knows what they need to 
know
By Roy Collver
So, it’s Friday afternoon at 4:50 PM and you 
finally fired up that ne w boiler you started 
to install this morning. Things seem to be 
working okay; it isn’t up to temperature yet, 
but you gotta run if you are going to make it 
home in time to change and head out to the 
hockey game. But wait! – you’re not done yet!

Many installation codes mirror what is 
found in the CSA B149.1 gas code, Section 4.3 

- Responsibilities of the Installer. Section 4 is
simply called ‘General’ and for some reason
many people – especially people with years of
experience – tend to jump over any section
in any code-book or I&O manual that is so
titled. Not good. ALL of Section 4 is critically
important, but likely the most important
clause in the whole book for installers is 4.3.1:

“Before leaving, installers shall ensure 
everything meets code and is in safe working 
order.”

That’s a condensed form, but you get the 
gist. Please refer to the actual code book 
rather than my condensed versions in this 
article.

(Important Note - if you or your shop does 
not have the current applicable code book for 
the work you are doing, please go to the CSA 
web site and buy it without delay. The current 
$299 price tag for the B149 is indeed painful, 

A brand-new hydronic system is a source of pride – it’s up to the 
contractor to ensure that the owner knows how to operate and 
maintain it.

The

responsibility

http://plumbingandhvac.ca/
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but you can’t do your job without it.)
On code committees, you quickly learn 

that the word “shall” leaves no wiggle room. 
It is a command and you must obey – period.

So simply put – the installer shall install 
according to manufacturer’s instructions and 
applicable codes.

Although usual ly  di l igent  about 
conforming to the above-mentioned clauses, 
all too often, people skip the next two “shalls”:

4.3.2: Installers “shall” instruct the user in 
the safe and correct operation.

4.3.3: Installers “shall” ensure that the 
manufacturer’s instructions are left with the 
user.

A couple of true stories:
1) During a contractor seminar years ago, 
while teaching about hydronic controls and 
how to install and set them up, I posed the 
question: “Once the installation is working, 
what is the next step?” Blank stares ensued, 
although one participant suggested – “go to 
the bar, ’cause you’re done for the day”.

Not quite, says I – “what do you tell the 
customer about their new control?” The only 
respondent (in a thick New Jersey accent) 
barked “You tell ‘em to keep their F*#@in’ 
hands off it, or you’ll break their fingers!” – 
triggering roars of laughter and affirmative 
nods all-around.

Pointing out that the control actually 
belonged to the customer, I spent the 
following ten minutes unsuccessfully 
defending the notion that users should 
be taught how to make basic adjustments 
themselves – just one of the many times 
I had the same “discussion”. These groups 
also suggested that it was foolhardy to 
leave instructions lying around because 
the customer would just “get into trouble” 
reading them and then messing with stuff.
2) A plumbing contractor I briefly worked 
for dispatched me to an address where a very 
frightened young lady had started her brand-
new gas oven, immediately filling their trailer 
with smoke. Our company had installed the 
range that morning. The smoke was from the 
smoldering packing materials, (cardboard, 
plastic and shipping tape) wrapped around 

the broiler pan below the oven burner. The 
installer had failed to advise and instruct, or 
ensure safe working order.

This should have included, among other 
tests: turning on the oven, examining the 
flame and letting it reach temperature to 
cycle on the oven control. The instructions 
were sort-of left with the user, only getting 
slightly charred in the broiler “accident”. I 
refused to bill the customer as commanded, 
ignoring the comment that “they were too 
stupid to check the broiler before starting 
the oven.” I moved on to greener pastures 
shortly thereafter.

Instructions for the customer
Enough stories, 4.3.2 & 4.3.3 are important – 
they’re not optional.

There is really no mystery to 4.3.3. 
Appliance or device manufacturers include 
instructions with each piece of equipment 
– part of the appliance certification. 
Additionally, they can include warranty 
information and supplemental literature, 
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Please see ‘heads-up’ on page 27

What is involved 
in “advise and 

instruct the user”? How 
much do you tell them? 
What do you tell 
them about?

Instructions for the customer should also include other components in the system.
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The newest version of our most popular  
boiler series ever!

VITODENS 100-W, B1KA
gas condensing Combi boiler 
Heating input: 21 to 125 MBH
DHW max. input: 149 MBH

VITODENS 100-W, B1HA
gas condensing boiler
Heating input: 21 to 125 MBH

Lasting performance
Quality workmanship you can trust  
with new Viessmann-made SA240 S43932 stainless 
steel Inox-Radial self-cleaning heat exchanger and 
new factory-calibrated, fully-modulating stainless 
steel MatriX cylinder gas burner.

User-friendly control
New backlit LCD touchscreen control with 
enhanced programming interfaces with a  
variety of external control devices to provide 
comfortable and reliable energy-saving space and 
DHW heating.

Outstanding versatility
NG or LP fuel compatible “out-of-the-box” 
with bottom pipe connections and front access 
to all serviceable components plus multiple 
venting options for easy installation service and 
maintenance - all in a compact wall-mount design.

On-demand DHW (combi model only)
Built-in DHW unit includes stainless steel plate 
heat exchanger, 3-speed pump, diverting, pressure 
bypass and pressure relief valves, water hammer 
arrester & sensors - conforms to NSF/ANSI 372 for 
“lead free” plumbing products.

Top quality and 
attractive price…

https://www.viessmann.ca/


such-as users manuals and control set-up 
guides. All this stuff is to be left behind with 
the appliance, bringing us to clause 4.3.2.

What is involved in “advise and instruct 
the user”? How much do you tell them? What 
do you tell them about? There are two main 
topics that the installer is required to teach the 
user about:
1) Safety
2) Correct operation.
Safety first:

The user should be instructed in how 
to shut the appliance off in an emergency. 
Appliances today are required to have a huge 
safety label with shut-down instructions as 
well as lighting instructions (for fuel burning 
appliances). Normally, it’s gas off, electricity 
off and a proper sequence of shutting-down 
other components.

Show the user where this label is and point 
out the applicable shut off valves and electrical 

disconnects – label them for quick identification.
Discuss when emergency shut-down might 

be necessary and what things to look for 
(flame roll out, water leakage, burning smells 
– whatever signs of trouble may manifest with 
that particular appliance). You aren’t trying 
to scare the heck out of them, but just make 
them aware of possible signs of trouble and 
how to react calmly and properly.

Explain what not to do: don’t cover up 
air-intakes, don’t put combustible stuff 
against surfaces requiring clearances, don’t 
block access, keep contaminants away from 
appliances and combustion air sources.

Back to 4.3.3 – don’t leave the literature in a 
heap on the floor – organize it, and hand it to 
the customer. The safety stuff will be detailed 
in the appliance manuals. Point this out and 
encourage the user to go through looking for the 
CAUTION, WARNING and DANGER notes.

Basic maintenance items will also come 
into play here and this is your opportunity 
to give the user some “buy-in” and take some 
responsibility. Checking condensate traps to 
make sure they are filled, exhaust and intake 
terminations are clear, filters are checked and 
cleaned – whatever they feel comfortable 
doing. Some folks want nothing to do with 
appliance maintenance, at which point you 
get to sell them a maintenance plan.

The right person
The term “user” is important here. 
Although an installer can’t be responsible 
for tracking down everyone who might 
use an appliance, every effort should be 
made to get the information to them. This 
is easy when you are doing a replacement 
and the actual owner or user is right there. 
It’s more problematic if you are installing 
for a builder. Include an orientation session 
in your price to a builder. Giving a small 
brochure to the builder to present to the 
new owner is a great idea. Enclosing all the 
appliance manuals, warranty, etc. in a binder 
or mechanical room “pocket” attached to the 
wall in a prominent location is an easy way 
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A heads-up on emergency 
shut-down procedures

Continued from page 25

Please see ‘Getting’ on page 29

User manuals and other literature 
should be left for the owner.
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165 years experience...

No one knows the PVF market or products better than Flocor.

Flocor is a leading distributor of Pipe, Valves & Fittings (PVF),     
Waterworks & Fire Protection products in Canada.

With one phone call or click, you're connected to an integrated 
company, from order entry to the distribution of an extensive prod-
uct mix of pipe, valves, fittings and hangers from our warehouse 
system to yours.

Order online at  www.flocor.ca
Live Shopping Cart              See Order History
See Price & Availability    Save Your Searches

Mechanical
Industrial Waterworks

WTP/WWTP

Markets Served:

www.flocor.ca
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to encourage information to get passed along 
to future users. Many manufacturers include 
User Guides with their literature packages. 
Try to hand these directly to the user and 
offer to review with them.

Correct operation
What is “correct” when operating an appliance? 
Clause 4.2.1 (condensed) states: Appliances 
are to be approved for the specific purpose 
they are used for. In other words, no using a 
gas range for space heating, cooking burgers 
over a gas fireplace, using a gas dryer to cure 
marijuana, using a heating boiler to directly 
heat a swimming pool. I’ve seen all the above – 
just a few examples of user creativity.

Correct operation goes further. What does 
the user directly sense and control? Space 
temperature and water temperature are the 
main items. Discuss critical thermostat 
settings. What is normal and what is out-
of-line? Make them aware of dew-points, 
air conditioners in very humid climates set 
too low can destroy a house as quickly as 
humidifiers set too high in cold weather. 

Domestic hot water temperatures shouldn’t 
be set to dangerous scalding levels.

Space heating temperatures set too high or 
low can waste energy and/or lead to discomfort. 
Show the customer what they should adjust, 
and what they should be aiming for regarding 
comfort, energy saving, etc. Then explain things 
like fan on or off, cycle times, schedules, etc. 
And yes, what they should not touch – things 

like high limit settings, operating differentials, 
or any other “installer only” settings.

Finally, show them what is correct, so they 
know. Document normal temperature and 
pressure readings for example. Get them to 
feel, smell, hear and see what the appliance 
should be like when it is happy. Make sure 
they have your number, so they can call you 
when things aren’t. 

Hot Water Heating

Getting the information to the right person
Continued from page 27

System documentation is a big help for 
future service technicians.

Roy Collver is an author 
and consultant on hydronic 
heating based in Qualicum 
Beach, B.C.  He can be 
reached at 
hoth2o@shaw.ca

PRESENTING COMFORT AND SUSTAINABILITY 

Ginius

-Available in 4 Models
35, 45, 55 & 65 Gallon

-Integral Aquastat Included

-80 PSI Heat Exchanger
Pressure Rating

-Lifetime Warranty

-Low Pressure Drop Heat Exchanger

-Low Standby Loss 
CFC/HCF free foam insulation)

-Ginius 65 Features Dual Heat
Exchangers for High Output or
Multi-energy Applications

Constructed entirely of 
stainless steel & features
the groundbreaking Picanto
heat exchanger technology.

Learn more about how the GINIUS works at www.triangletube.com
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There is a new type of plastic piping 
that is rapidly being adopted for 
hydronic heating and potable 
water applications by contractors 

across North America. PE-RT – polyethylene 
of raised temperature – has been used in 
Europe for about 35 years but only recently 
has received certification and code approvals 
in Canada.

Introduced in North America in 2003, it 
is available in copper tube sizes (CTS) up to 
six inches. It is similar to PEX, used in many 
of the same applications and with largely the 
same fittings. “It’s an easier pipe to work with, 
it’s compatible with all the fittings used with 
PEX and it’s at a competitive price point,” 

said Warren Lowe, president of CB Supplies, 
Surrey, B.C., the only Canadian manufacturer 
of PE-RT.

However, it uses a different manufacturing 
process. “PE-RT is made from a special grade 
of high-density polyethylene (PE) resin, but 
it is not actually cross-linked (like PEX),” 
noted Lance MacNevin, P.Eng., director of 
engineering – building & construction, for 
the Plastics Pipe Institute (PPI), Irving, Texas.

Dow Chemical developed the formula for 
PE-RT resin. CB Supplies started working 
with Dow about eight years ago to bring 
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Pipes, Valves & Fittings

PE-RT covers same 
applications, easier to work 
with, say proponents
By Simon Blake

PEX
alternative

gaining ground
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wants to stay straight rather than spring back 
to its original form. You can manipulate it 
and it will stay more or less the way you have 
bent it,” remarked Lowe.
Potable versus heating
There are two distinct types of PE-RT tubing 
for hydronic heating and for potable water. 
“They are not the same product. You can get 
plumbing PE-RT with a heating rating. You 
cannot get heating PE-RT with a plumbing 
rating,” noted Kolyn Marshall, systems 
engineering manager, Watts Radiant, 
Springfield, Missouri.

“The reason why it took PE-RT so long 
to get to Canada was primarily due to the 
chlorine standards,” remarked Lowe. “The 
way they were making PE-RT in Europe and 
other places didn’t meet the requirements.”

In Canada, PE-RT tubing comes under the 
CSA B137.18 section of the thermoplastic 
pressure piping compendium, which covers 
hydronic heating/cooling and potable water 
applications.

It was introduced for hydronic heating 
applications first.

“Chlorinated water is a different beast 
when it comes to PEX and PE-RT,” noted 
Marshall. “You have to use a PE-RT that is 

PE-RT piping to the Canadian market, 
reported Lowe. “They modified the formula 
a couple of times to ensure that it met all the 
North American standards.”

Current manufacturers/suppliers 
include CB Supplies (Vipert tubing), Zurn 
(hy-PE-RTube), Legend Valve (HyperPure 
PE-RT) and Watts Radiant (RadiantPERT).

PE-RT has many of the same advantages 
as PEX, with pricing typically about the same 
as PEX-B tubing. “(Compared to PEX), it’s 
easy to work with, it’s more flexible… When 
you take it out of a roll and straighten it, it 
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Please see ‘PE-RT’ on page 33

This radiant floor heating 
slab at a storage facility in 
Parksville, B.C. was done with 
CB Supplies Vipert PE-RT 
tubing. (Roy Collver photo)
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formulated with enhanced anti-oxidants to 
counter the aging properties of the chlorine 
and those enhanced agents can impact 
connection details and flexibility.”

Pressure and temperature ratings
PE-RT has similar pressure and temperature 
ratings to PEX, reported MacNevin. 
However, PE-RT will not withstand the 
extreme high temperature ratings that some 
forms of PEX will. “Because PEX is cross-
linked, it can go above and beyond in terms 
of high temperature resistance,” he added.

There are two types of PE-RT tubing listed 
in the U.S. ASTM standards. PE-RT tubing 
listed under ASTM F2623 is for heating 
applications. It has a pressure rating of 80 
psi at 180F, compared to PEX which is rated 
for 100 psi at 180F. In hydronic heating, the 

difference is insignificant, noted Marshall. 
“We’re dealing with 15 psi systems, so we’re 
still four or five times better than we need.”

In potable water applications, in the 
U.S., PE-RT must meet the ASTM F2769 
standard. Like PEX, it is rated for 100 
psi at 180F. The resin formula is different 
for potable water tubing; it is denser and 
the pipe is stiffer, added Marshall. (Watts 
Radiant offers PE-RT for hydronic heating, 
but not for potable applications.)

Easy to work with
As noted above, PE-RT is available in the 
same copper tube SDR 9 dimensions as 

PEX and uses most of the same fittings and 
installation tools. “Some of the fittings are 
going to be manufacturer specific,” noted 
Marshall. However, all crimp and press 
fittings used with PEX also work with PE-
RT.

Only recently have PE-RT systems 
been receiving approvals for use with cold 
expansion joining systems. Most PE-RT 
piping is compatible with the Rehau ASTM 
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PE-RT gains approval for 
cold expansion fittings

Continued from page 31

Please see ‘Province’ on page 35

Canada has lagged 
behind the U.S. in 

approving PE-RT for use 
in plumbing and 
hydronic systems. 

Dow Hypertherm resin is 
used to manufacture PE-RT 
piping for hot and cold 
water lines. (PPI photo)
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country takes a considerable length of time. 
PE-RT piping will be in the 2020 National 
Plumbing Code, which must then be approved 
by each province.

“Manufacturers have been going on a 
province by province basis, submitting their 
certifications and their compliance with the 
CSA standard and then the provinces will 
typically say: ‘Yes, we will accept this product 
as being compliant with our version of the 
National Building Code,” said MacNevin.

At this point, PE-RT is approved for all 
potable water and hydronic applications in 
most jurisdictions in Canada. There are certain 
exceptions in Quebec and British Columbia.

Most provinces have a process for 
approving new building materials. In Ontario, 
for example, CB Supplies received Building 
Materials Evaluation Committee (BMEC) 
approval from the province and PE-RT sales 
took off, reported Lowe.

“Most inspectors don’t see an issue with it, 
but there are certain provinces, like Quebec, 
where they’ve dug their heels in and basically 
said: ‘We’re not going to allow this until the 
2020 code is published.’”

Contractors are rapidly adopting PE-RT. 
“We’ve almost completely phased PEX out of 
the Ontario market,” said Lowe, adding that 
PE-RT now accounts for over 90 percent of 
their Ontario sales.  

F2080 Everloc system and CB Supplies 
recently received approval for use with the 
Uponor ASTM F1960 system.

Manufacturers of cold expansion fittings 
that spoke with P&HVAC at the recent 
CIPHEX West show in Calgary were not 
enthusiastic about the use of their fittings 
with PE-RT piping. They questioned whether 
it had been adequately tested.

Marshall feels the objections are primarily 
a result of the original F1960 manufacturer’s 
desire to protect their systems and market 
share. “(They say) you’ve got to use our 
fittings and our pipe, or you don’t get the 
warranty. Where as (Watts’) position is that 
we don’t care whose fittings you use because 
we come up against installers that have their 
preferences. We’re not going to carry every 
preference; no manufacturer can.”

“Some of our competitors try to claim 
PE-RT is a cheap knock-off of PEX, but that’s 
not a reality. It’s a better product. It’s a purer 
product,” said Lowe. “When you are making 
PEX, there is (Type) A, B and C. It doesn’t 
mean one is better than the other. It means 
there are three different methods of how you 
cure (crosslink) the pipe…

“With PE-RT, it doesn’t require that step, so 
it does save you one step in the manufacturing 
process and because of that it is a purer material. 
You don’t need additives to make it crosslink.”

PE-RT can also be heat-fused, but that 
requires special equipment and isn’t common 
in North America. “Unless you have that heat 
fusion equipment, it probably doesn’t make 
sense if you can just use the same fittings and 
tools that you have been using with PEX,” 
said MacNevin. However, noted Marshall, 
heat fusion is being looked at for geothermal 
applications.

PE-RT piping is also recyclable; leftover 
scraps can go in the blue bin – a key 
consideration on a LEED project.

Code struggles
Canada has lagged behind the U.S. in 
approving PE-RT for use in plumbing and 
hydronic systems. The code process in this 
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PE-RT for radiant heating tends to hold 
its shape when rolled out from the coil, 
say manufacturers.
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The 1990s brought the fear of a pending 
computer meltdown in 2000 (Y2K) and, well, 
the Spice Girls. But it was also a time when both 
the industry and building owners started talking 
a lot more about indoor air quality (IAQ).

IAQ became a popular catch phrase when 
we realized we needed to address volatile 
organic compounds (VOCs) in new homes 
and buildings. In the last few years, evidence 
has been mounting that cleaner operating, zero 
energy homes and passive houses are becoming 
more popular. In the quest to save energy we 
are reducing air changes per hour and re-using 
indoor air more. But, is that healthy? It may be 
time for a new era for IAQ where we see new 

ventilation approaches and refinements.
For some, heat recovery ventilators 

(HRVs) and energy recovery ventilators 
(ERVs) are still fairly new concepts. However, 
manufacturers are already turning their 
attention to more sophisticated ventilation 
devices that may still improve air quality 
along with energy conservation.

Conditioning ERV
A conditioning ERV (CERV) uses air sensors 
to continually monitor carbon dioxide and 
volatile organic compounds (VOCs), and 
ventilates as required to maintain fresh, 
healthy air. It uses air flow and its own one-
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Air quality 
matters Conditioning

ERV offers precise 
control over IAQ
By Bruce Nagy

While homes built to the passive house standard have typically been small, the 
technology is now being adopted in larger homes.
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proof bourbon made the list, a testament to the 
rigorous Build Equinox testing procedures.

The sensors allow the unit to determine 
precisely when ventilation is necessary, 
or when the air is fresh enough to stop 
ventilating. It can adjust and optimize 

efficiency with variable speed compressors 
and fan control and can shut down motorized 
dampers connected to the outdoor grilles, 
circulating the indoor air instead. 

third ton heat pump, which doesn’t require an 
outdoor unit. 

“Asthma used to affect about two to three 
per cent of North Americans. Now it’s up to 
eight to 10 per cent,” said Ty Newell, professor 
emeritus from the University of Illinois, 
who has been studying indoor air quality 
for decades. About 10 years ago he designed 
the first CERV unit and has been testing and 
developing it ever since with his company, 
Build Equinox in Urbana, Illinois. 

“We spend about 70 per cent of our time 
inside our homes,” says Newell. One of his 
case studies opens with the statement that: 
“Poorly ventilated homes and buildings are 
making us stupid, sick, and tired.” His work 
aims to prove that buildings with better air 
quality result in improved cognition, citing 
Harvard and ASHRAE studies as sources.

Newell says most of our buildings 
unfortunately do not have good indoor air 
quality.

 The CERV sensors detect carbon dioxide, 
methane, propane, butane and 19 high and 
medium high VOCs, including acetone, 
sodium hypochlorite, and Windex. Even 80 
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Used in super insulated passive houses so far, 
the CERV has proven effective at finding the 
right ventilation levels to significantly improve 
the quality of indoor air. During its recirculation 
mode, it has also contributed to a more efficient 
space heating and cooling strategy in some of 
these smaller, tighter homes.

It comes with sophisticated controls for 
optimization and analytics, and three input 
and six output channels to trigger external 
devices.  This allows the CERV to do zone 
control, while also monitoring and operating 
a bathroom heater or other external heaters. 

High performance modular homes 
CERV units have been equipped with online 
monitoring from day one and have tended to 
be installed by forward-looking developers, 
working with Build Equinox on continuous 
improvement. “We do online version upgrades 
during the year like Tesla, except we did it 
before they did,” says Newell. The technology 
and builder relationships have allowed them to 
continuously study all their installations. 

Please see ‘Auxiliary’ on page 39

Used in super 
insulated passive 

houses so far, the CERV has 
proven effective at finding 
the right ventilation levels 
to significantly improve the 
quality of indoor air. 

The mechanical room includes a CERV 
fresh air conditioning unit, ground loop 
heat exchanger and a hybrid heat pump 
water heater.

The CERV sensors monitor air quality and temperature room by room.

http://plumbingandhvac.ca/
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The primary energy usage in the 13 homes 
is nine kilowatt hours per sq. ft. per year 
(97 kWh/square metre per year) This saves 
homeowners around $1,000 to $2,000 per 
year in utilities. Not bad for small houses in 
one of the harshest U.S. climate zones.

Meanwhile, in Canada
In a new 2,160 square foot passive house near 
Goderich, Ont., owners Chris and Judy Lee 
have installed a CERV unit, along with a slightly 
different lineup of accompanying equipment. 
(Passive house is a voluntary standard for homes 
that use 90 percent less energy for heating and 
cooling than with a conventional system.)

In the Lee home, there is no heat pump to 
keep the ventilation air warm during extreme 
cold. The CERV controls and operates an 
auxiliary 5kW electric duct post-heater. 
Together they deliver 17,000 BTU/hr, again in 
conjunction with a heat-pump water heater. 

The Lees also installed an EcoAir earth 
tube, which is an eight-inch diameter, 180 ft. 
long tube buried about six feet below ground, 
where the temperature is approximately 6 
C to 8 C. It works passively, providing up to 
4,500 BTU/h of pre-heating in the winter and 
pre-cooling and dehumidification in summer 

and shoulder seasons.
It comes in a residential package with 

prefab stainless-steel inlet tower, filters, and 
condensate sump. Sloping the earth tube one 
per cent toward a condensate sump prevents 
build-up of moisture (and mold growth). 

Former dairy farmers, the Lees have a 
100-kilowatt solar array on the roof of their
barn, which eliminates their monthly cost for
power, heat and cooling. The CERV unit also
alleviated Chris’ lifelong allergy problem.

Thousands of zero energy buildings are now 
being built across North America and municipal 
building codes are moving in that direction. It 
might be time to think about how you are going 
to incorporate new building technologies like 
passive house, CERVs, earth tubes and IAQ 2.0 
into the services offered by your business.  
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Auxiliary 
heat for 
extreme cold
Continued from page 37

The case example involves Vermod High 
Performance Modular Homes, a collection 
of 80 prefab passive homes in Vermont, 
ventilated with CERVs and also equipped 
with heat pump water heaters. Thirteen of 
the houses are about 2,500 sq. ft and are 
heated and cooled using Mitsubishi VRF 
systems. Newell has extensive data on their 
performance, dating back to early 2015.

In winter, the mini-split heat pump 
provides heat to the living room, dining area 
and kitchen. The hybrid water heater removes 
heat from the air around it in the mechanical 
closet. Its cool exhaust air is picked up by 
the CERV’s supply fan. The heat removed 
by the water heater must be replaced by a 
combination of the mini split and the CERV. 

Efficiency is higher than if an electric water 
heater had been used instead of the hybrid 
water heater. The mini split and CERV lift 
energy from cold outdoor temperatures to 
indoor air temperatures. The hybrid water 
heater lifts energy from room temperature to 
hot water temperature level. 

Summer thermal performance efficiency is 
greater than winter because the hybrid water 
heater has a dual benefit, said Newell. It heats 
water with a useful by-product of the cool, 
dehumidified air that the CERV distributes 
to the rest of the home. If the CERV did 
not circulate air from the water heater, the 
mechanical closet would get colder, reducing 
water heater efficiency.

www.plumbingandhvac.ca 

Bruce Nagy is a Toronto 
writer, author of more than 
150 articles on clean energy. 
His new book, ‘The Clean 
Energy Age’ was released 
on Amazon by Rowman & 

Littlefield in 2018. He can be reached at  
bruce.nagy@rogers.com. 

Chris and Judy Lee’s Goderich home features an earth tube that preheats incoming air.
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The topic of ventilation in refrigerated spaces 
doesn’t get a lot of attention; this is for a 
relatively obvious reason. We usually try hard 
to seal our refrigerated spaces and rarely want 
any ‘intentional’ infiltration.

That said, the question comes up from 
time to time on what the code requirements 
are for ventilation of refrigerated spaces. This 
question is usually followed by “okay, that’s 
what the requirements are, but what should 

they be?”  The first thing to address, then, 
is when do we actually want ventilation in 
refrigerated spaces?  

We need ventilation when we are growing 
something. Grow rooms 
typically have plants that 
are using the CO2 in the 
air and this CO2 needs to 

be replaced. In some cases, CO2 is injected 
into the room and a corresponding amount 
of air is exhausted. However, in most cases, 
simple ventilation is used.

We need ventilation when people are 
working in the room. Ventilation becomes 
important in large production areas that 
are refrigerated. If you spend time in large 
meat facilities, you will have an appreciation 
for the increased ventilation used in newer 
facilities.

We need ventilation when we have a 
contaminant in the room. One of the most 
common contaminants is propane forklift 
exhaust (or ice-resurfacer exhaust in the case 
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Why would you want 
to do that?!
By Greg Scrivener

Please see ‘Different’ on page 43

This hygienic 
air handler 

with ammonia 
refrigeration can 

provide 45F air to 
a production area 

for ventilation.

in refrigerated spaces
V E N T I L AT I O N

It is important to 
recognize this issue 

because we are starting to 
see enforcement in 
some jurisdictions.
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to commercial and industrial construction in 
North America).  If you open the most recent 
edition, published in 2016, you will find that 
this is no longer the case.    

ASHRAE 62.1 2016 provides required 
ventilation rates for both a “per person” 
parameter and a “per square foot” parameter.  
Most types of spaces require some amount of 

ventilation based on their floor area regardless 
of whether there are people in the space and 
then additional ventilation if the space is 
occupied.

ASHRAE 62.1 also provides a default 
occupant density to use in calculations if the 
actual occupant density is unknown.  The 
2016 version of 62.1 requires a ventilation 
rate of 10 cfm/person in refrigerated spaces 
but has no requirements for floor area and 
the default occupancy is zero.  We don’t 
have the time here to get into the details of 
the calculations required by ASHRAE 62.1; 
however, it is important to recognize this issue 
because we are starting to see enforcement in 
some jurisdictions.

Requirements depend  
on application
Different types of refrigerated spaces require 
different solutions. Let’s look at a few different 
examples:

Restaurant/small general cooler  
and freezer
If you consider the refrigerated space to be a 
storage area, it likely wouldn’t be considered 
an ‘occupiable space’ since access is occasional 
and for short periods of time.  It is most likely 
that no ventilation would be required.

Meat cutting cooler
Coolers and freezers where activities such 
as meat cutting are performed are clearly 
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Different applications, 
different requirements
Continued from page 41

of an ice rink).  While these types of forklifts 
aren’t terribly common in refrigerated spaces, 
some facilities do use them. There are also 
some products or production techniques 
that off-gas dangerous or noxious substances 
which are typically removed by using a form 
of dilution ventilation.

When don’t we want ventilation? Any time 
we can’t think of a very good reason to have 
it.  Ventilation costs a lot of money and can 
contribute significantly to the refrigeration 
load, especially in freezer applications.

What do the codes say?Historically, 
refrigerated spaces were ignored by the 
ventilation codes and standards. 
ASHRAE 62.1 2010, for example, makes 
no mention of refrigerated spaces except 
to exempt them from some humidity 
requirements (ASHRAE 62.1 is the 
ventilation standard that is most often applied 

www.plumbingandhvac.ca 

Please see ‘Door’ on page 45

This indoor cooler 
provides ventilation 
from the outdoor unit.

ASHRAE Standard 62 now covers 
ventilation in refrigerated spaces.
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occupied spaces and some requirement for 
ventilation likely exists in your jurisdiction. 
The requirement would be based on the 
number of occupants and, if you were 
following ASHRAE 62.1 2016, the ventilation 
rate would be 10 CFM per person. This 
can be further complicated in large 
production areas where it may be desirable 
to have ventilation based on the floor area 
of the facility in order to provide additional 
comfort and odour control.

Large coolers/freezers and docks
These types of freezers and coolers present the 
biggest challenge and uncertainty. They often 
have several people inside, including forklift 
drivers, palletizing workers, order pickers, 
and other packaging type operations. They 
also usually have a significant infiltration 
load from the doors and docks and the 
requirement to have ventilation is often 
seen as an unnecessary waste of energy and 
refrigerating capacity.

Consider a 100 x 100 ft. freezer with two 
doors that are opened six times each hour. 
The doors are fast opening and closing and are 
open for 20 seconds each opening and in any 
given hour the door is open three minutes.

There are several ways to calculate 
the infiltration that vary in accuracy and 
complexity, but if we use the Infiltration by Air 
Exchange method published in the ASHRAE 
Refrigeration handbook, this freezer has 
approximately 150 CFM of infiltration when 
the doors are in use. A load diagram for the 
freezer is shown in Figure 1.

If, on average, there are five people in this 
freezer picking orders and driving forklifts, 
the ventilation requirements would be 50 
CFM. In comparison, recall that the door 
infiltration in our example would be almost 
150 CFM any time that the door traffic was 
active. Figure 2 shows the same freezer with 
the added ventilation load.

Notice that this small amount of additional 
ventilation becomes five percent of the total 
load.  This phenomenon is especially striking 
in freezers where unconditioned air is used 
for ventilation; the argument can be made 
that this ventilation is an unnecessary waste 
of energy.

If the refrigeration system in question 
used R507 with a -20°F evaporating 
temperature and a 100°F condensing 
temperature, it would use approximately 3.2 
HP/TR (Tons Refrigeration).  The freezer in 
our example is 13.1 TR with the ventilation 
and 12.5 TR without.  The additional 0.6 
TR of refrigeration results in an increased 

energy usage of five percent. There are 
several variables and assumptions in this 
example and the point here is not to justify 
these or get into specifics.  However, it is 
important to identify that in freezers and 
coolers, such as the one described for the 
example, it is almost always the case that 
the door infiltration exceeds the ventilation 
requirements.

Infiltration not enough
Unfortunately, from a cost and energy 
perspective, the fact that infiltration 
exceeds the ventilation requirements is not 
usually an acceptable method to meet code 
requirements. One option to mitigate the 
energy use that has been employed is to 
measure the CO2 in the freezer or cooler 
and modulate ventilation to maintain the 
CO2 level at some fixed amount above the 
ambient concentration. While this too will 
no longer meet current code requirements, 
many jurisdictions will find it acceptable.  To 
be completely honest, when code required 
ventilation ends up installed, owners and 
operators often choose to shut it off. 

Engineering and installing ventilation in 
coolers and freezers can be challenging. There 
are humidity and load issues that can cause 
significant problems during operation and it 
can be challenging to justify the expense when 
no changes in human comfort are expected.  
That said, work with your local authority 
having jurisdiction to make sure you don’t 
end up in a situation where they require that 
you include ventilation in your refrigerated 
space and your refrigeration system is not 
sized big enough. That’s a problem you don’t 
want to have.  
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Greg Scrivener 
is a refrigeration consultant 
for Cold Dynamics 
in Edmonton. He is a 
professional engineer, 
journeyman refrigeration 
mechanic and holds 

RSES CMS designation in commercial 
refrigeration. He can be reached at  
greg.scrivener@colddynamics.com

Door infiltration not 
enough to meet code
Continued from page 43

Figure 2: The example freezer with 
ventilation for five people included.

Figure 1: Example of a freezer load 
profile with Btu/h and percentage of 
load shown.
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mailto:greg.scrivener@colddynamics.com
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Alexa compatibility
Fujitsu has announced Amazon 
Alexa compatibility for its mini-
split systems. The Halcyon line 
of heating and cooling products 
now feature voice-activated 
control through an Amazon 
Echo device where the mini-split 
has built-in Wi-Fi, or if Fujitsu’s Wi-Fi device is installed. When the 
FGLAir app is set up, it offers 13 Alexa commands, including on/off 
operation, increasing and decreasing temperature, changing operating 
modes, and requesting the current temperature setting. 
Fujitsu   www.fujitsugeneral.com 

Variable speed compressors
Danfoss has added new 8.5 ton and 11-ton 
variable speed compressors with intermediate 
discharge valves to its VZH range. The new 
inverter scrolls are perfect for data center close 
controls and rooftop units. The VZH range 
helps OEMs meet challenging part load energy 
efficiency requirements.
Danfoss  www.danfoss.com. 

AC rough-in box
The new RoughinBox RBX-3 
from Marketair is a redesign 
of the company’s original 
RoughinBox for mini-split/
VRF/VRV applications. It now 
includes an extra line set port and 
accommodates both side and bottom drain configurations. It combines 
the bottom drain outlet of the RBX-1 and the side outlet of the RBX-2.  
Marketair  www.marketair.com.

 
Expanded air-cooled chiller line

The York division of Johnson Controls announces 
the YVFA Free-Cooling Chiller line with 
an expanded capacity range up to 500 tons. 
Designed to deliver the lowest possible 
operating cost and smallest energy footprint 

compared to other air-cooled chillers, Johnson Controls 
uses an Annual Energy Cost (AEC) modelling tool to produce a 
customized report factoring all key variables – geographic location, 
building type, operating hours, utility costs and local weather data – to 
aid engineers and contractors. 
York  www.york.com/yvfa 
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Models C95 & C140 
Condensing 
Combination Boiler

Glow Brand C95 and C140  instantaneous combination ASME boilers 

for heating and on-demand hot water supply. The ultra-efficient 
compact design combination boiler has an AFUE rating of 9 %. These 

units are fully modulating at 10 to 1 and 2 inch PVC venting up to 100 feet.

Canadian Made

Refrigeration
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http://plumbingandhvac.ca/
www.fujitsugeneral.com
www.danfoss.com
www.marketair.com
www.york.com/yvfa


In recent years renewable energy has become 
more and more attractive to developers. But 
it hasn’t bridged the gap between an oddity 
and common practice. The same thing can be 
said for “passive” buildings. They just aren’t 
common practice either. 

Organizations like the Canada Green 
Building Council are trying to encourage 
designers, engineers and architects to turn 
towards more environmentally-friendly 
designs for buildings. On October 26, the 
organization hosted a Zero Carbon Innovation 
Forum in downtown Toronto. Close to 80 
people crowded into the seminar room. 

Two major buildings were used as 
case studies: Evolv1, in Waterloo, Ont., 
and Mohawk College – Joyce Centre for 
Partnership and Innovation, in Hamilton, 
Ont. (For a more detailed look at the Evolv1 
building, please see our article in the July/Aug. 

issue or online at www.plumbingandhvac.ca.)
There were five guest speakers. They 

included Antoni Paleshi, senior energy 
performance specialist at WSP Global, as the 
panel moderator, Steve Kemp, principal and 
senior energy and sustainability specialist 
at RDH Building Science, Kevin Stelzer, 
principal at Brook McIlroy, Adrian Conrad, 
COO of Cora Group, a commercial real estate 
management firm, Olivia Keung, architect 
for Stantec, and Suzanne Wiltshire, business 
development representative for Mitsubishi 
Electric.

The major concern for panelists was a lack of 
desire from developers to use net zero carbon 
building design. Only a small portion of what 
is being built today are zero carbon. Conrad 
noted that when deciding to make Evolv1 a 
zero-carbon building that they wanted to be 
one of the leaders in designing these buildings. 

“We never knew it could be done and wanted 
to be at the forefront.” Evolv1 produces seven 
per cent more energy than it uses.

Skills trades shortages and the lack of 
training in new energy efficient technologies 
were also discussed. Because of the new 
technologies it is important for the trades to 
be involved in the design process. “From the 
beginning it should be a team effort,” said 
Keung.

When asked whether Conrad would turn 
away prospective tenants who could not 
meet the low carbon requirement, he said it 

presents an ethical dilemma. Does he allow 
the tenant to occupy the building but produce 
more than the agreement allows but still less 
than they would at another building? Or 
does he turn the customer away to produce a 
higher level at another building? He didn’t say 
but added: “We need to educate the market 
and push it to where it can go.”

Two more CaGBC Innovation Series: Zero 
Carbon events were planned –  Nov. 27 in 
Victoria, B.C., and on Dec. 4 in Waterloo, Ont.
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Building Green

BRIDGING
Green Building Council encourages  

construction of zero-carbon buildings
By Leah Den Hartogh

Panelists, from left, Kevin 
Stelzer, Steve Kemp, Olivia 
Keung, Suzanne Wiltshire and 
Adrian Conrad believe the 
trades need to be involved in 
the design process.

We need to 
educate the 

market and push it 
to where it can go.

THE GAP
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You

Thanks to our valued customers, team 
members and vendor partners for helping 

us achieve this incredible milestone.

Noble is proud to be celebrating 25 years in business 
as one of Ontario’s leading wholesale suppliers.

www.noble.ca


The Mechanical Contractors of Canada 
(MCAC) have renamed their scholarship series 
after now-retired and long-time executive 
director and CEO Richard McKeagan.

McKeagan served as executive director and 
CEO for more than 28 years. During that time, 
he worked to help create the Construction 
Education Council, the National Trade 
Contractors Council of Canada and much more. 

The scholarship awards are given 
to university and college students and 
apprentices pursuing a career in the 
mechanical contracting industry. The MCAC 
board of directors voted to rename the 
scholarship series as a tribute to McKeagan’s 
long service to the association. 

In 2018, 11 students received scholarships 
totalling more than $35,000. The program 
expanded this year largely due to the MCAC 
Associate Members providing scholarship 
funding which includes Federated Insurance, 

Taco Canada Comfort Solutions, Franke 
Kindred, OS&B, Bradford White Canada, 
Masco Canada, Wolseley Canada, and Uponor. 

The winners of this year were:
• Carmen Bracho (McMaster University),
• Eva Bracho (McMaster University),
• Bryant Brokenshire (Wilfred Laurier

University),
• Taylor Davies (McGill University),
• Manuel Lemos (McMaster University),
• Erin Martin (Southern Alberta Institute of

Technology),
• Kalum Neubeker (Saskatchewan

Polytechnic),
• Philip Reinders (McMaster University),
• Ty Stevens (Saskatchewan Polytechnic),
• 
• 

Angel-Lynn Tran (University of Winnipeg), 
Tennesy Unger (Saskatchewan Polytechnic).
For more information about the MCAC

Richard McKeagan scholarship series, please 
visit www.mcac.ca/cec/scholarships. 

The Canadian Institute of Plumbing and Heating 
(CIPH) has awarded this year’s Water Wise 
Award to Green Calgary. The charity provides 
environmental education, products, services 
and hands-on support to the community.

In particular, the award recognizes the 
group’s Green Homes and Community 
program which is designed to help people 
incorporate “green options” into the way they 
live, work and play. Their annual community 
rain barrel sales initiative was also regarded as 
a drawing point for the award. That program 
has saved over a billion litres of water.

“Every community in Canada should be 
fortunate enough to have an organization like 
Green Calgary working on its behalf,” said 
CIPH chairman Allan Taylor (Taylor Pipe 
Supports). “Beyond its commitment to water 
conservation, we were duly impressed by 
Green Calgary’s efforts to bring environmental 
education and programming into schools.”

“Green Calgary prides itself on the notion 

that small changes will lead to big impacts 
and this award is honestly a huge honour for 
the environmental work we do,” said Conor 
Tapp, Green Calgary’s executive director.

The CIPH award program was developed 
to recognize “outstanding efforts to improve 

our relationship with water.” Past recipients 
of the CIPH Water Wise Award include 
WaterAid Canada, Vancouver Aquarium 
Marine Science Centre, le Fonds Éco IGA, 
Fisheries & Marine Institute of Memorial 
University, and Steam Whistle Brewery.
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 People & Places

MCAC Scholarship renamed in 
honour of former CEO

Mauro Ditullio of Federated Insurance 
presented his company’s MCAC 
Scholarship award to Carmen Bracho, a 
McMaster University student.

Green Calgary wins water efficiency award

Edmonton headquartered Bartle & Gibson Co. 
Ltd. will enter the Red Deer, Alta. wholesale 
market with the acquisition of Triangle Supply 

Ltd. The transaction is expected to close Dec. 28. 
Triangle Supply has operated as an 

independent plumbing and heating trade-only 
wholesaler in the central Alberta city since 
1987. Company president Gerald Halford 
built the business on exceptional customer 
service, integrity and quality products. 
Today the company is a full-line plumbing 
wholesaler with a strong hydronic heating 

component, including design services.
It is expected that all Triangle employees 

will join the Bartle & Gibson team. The 
company will continue to operate in the 
same location and will be known as Triangle 
Supply, a division of Bartle & Gibson Co.

Bartle & Gibson is a Canadian owned 
plumbing, heating and electrical wholesaler 
founded in 1944. Under current president/
CEO Robert Whitty, the company has 450 
employees in 30 locations in Alberta, British 
Columbia and the Northwest Territories.

Bartle & Gibson expands in Alberta

http://plumbingandhvac.ca/
https://www.tacocomfort.com/
https://www.franke.com/ca/en.html
https://www.franke.com/ca/en.html
https://osb.ca/
https://www.uponor.ca/
https://www.ciph.com/
http://www.greencalgary.org/
http://taylorpipesupports.ca/
http://taylorpipesupports.ca/
https://www.trianglesupply.com/
https://www.bartlegibson.com/
https://www.wateraid.org/ca/
https://www.vanaqua.org/
https://www.vanaqua.org/
https://www.iga.net/en/in_the_community/environnement/fonds_eco_iga
https://www.mi.mun.ca/
https://www.mi.mun.ca/
https://steamwhistle.ca/
https://mcac.c
http://mcac.ca/cec/
http://mcac.ca/cec/
https://www.federated.ca/
www.mcac.ca/cec/scholarships
https://www.uwinnipeg.ca/
https://saskpolytech.ca/
https://saskpolytech.ca/
https://www.sait.ca/
https://www.sait.ca/
https://www.mcgill.ca/
https://www.wlu.ca/
https://www.wlu.ca/
https://www.mcmaster.ca/
https://www.bradfordwhite.com/
https://www.mascocanada.com/
https://www.wolseleyexpress.com/


A long-time Canadian HVAC/R industry 
trainer, guru and advocate has been honoured 
by two U.S. organizations for his dedication to 
industry education.

Brian Baker was a Winnipeg contractor 
(Custom Vac) active in several organizations 
including the Heating, Refrigeration and Air 
Conditioning Institute of Canada (HRAI) and 
the Refrigeration Service Engineers Society 
(RSES). He also ran his own trade school in 
Winnipeg, prior to succumbing to cancer in 
January 2017.

The Council of Refrigeration and Air 
Conditioning Educators (CARE) and HVAC 
Excellence – both dedicated to quality HVAC/R 
training – have announced the D. Brian Baker 
Memorial Scholarship in his remembrance.

The scholarship will provide an HVAC/R 
instructor with up to five years of classroom 
experience along an all expenses paid trip to 
the 2019 HVAC Excellence National HVAC/R 
Educators and Trainers Conference, March 
3-5, 2019, in Las Vegas.

“Brian Baker was passionate about
education, and truly understood the 

importance of attending professional 
development and building a network of 
resources,” said CARE president Kevin Couch.

To find out more or to apply for the D.  
Brian Baker Memorial Scholarship Award, 
visit www.escogroup.org/CARE.

M a s c o  C a n a d a , 
Mississauga, Ont., has ap-
pointed Imran Ahmad 
as president. Imran pre-
viously held the role 
of general manager at 
Amazon, where he led 
a l l  operat ional  areas 

for Amazon’s robotics 
fulfillment sites in north-
ern California. Masco 
Canada’s  portfolio of 
plumbing brands includes 
Axor, Brizo, and Delta.
Stelpro ,  Saint-Bruno-
de-Montarville, Que., has 

appointed Simon Fitzgeorge as the Prairies 
territory sales manager.
The Consulting Engineers of Ontario 

( C E O )  h av e  n a m e d 
Christine Hill as chair, 
after former chair Jeremy 
Carkner stepped down to 
pursue a career path in a dif-
ferent industry. 

Noritz, Fountain Valley, Calif., is now officially 
working with Reliable Parts, Coquitlam, 
B.C., to stock and distribute warranty and re-
placement service parts throughout Canada.
Reliable Parts’ Mississauga and Calgary
Distribution Centres are fully stocked, the
company advises.

OS&B, Oakville, Ont., has appointed 
Palser Enterprises to locally represent the 
OS&B brand within the Greater Toronto and 
Hamilton areas.  The change of representation 

will take place on Jan. 1.
Real estate ownership and management 

company Morguard ,  Miss issauga, 
Ont., has been recognized by Canadian 
Occupational Safety, a Thomson Reuters 
Awards Program, as one of Canada’s Safest 
Employers for the sixth consecutive year. This 
award acknowledges their commitment to 
occupational health and safety on their sites.
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Long-time industry mentor honoured

A scholarship for HVAC/R trainers has been created to honour long-time Winnipeg 
contractor Brian Baker.

Imran Ahmad

Simon 
Fitzgeorge

Christine Hill
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In part one of this article we explored many 
of the issues regarding buying versus leasing 
commercial vehicles. There was no clear 
winner. Each business needs to make its own 
decision. However, one deciding factor could 
be cash flow.

Two of my HVAC contractor clients take 
opposing positions on this issue. One leases 
while the other purchases.

The one argues that leasing is the right 
plan of action. For instance, leasing is the 
perfect option for my one client because they 
do not put on excessive mileage. Their leases 
only last for three years and, since they lease 
only newer vehicles, there is virtually no 
downtime due to vehicle failures. Cash is then 
generating profits because the business isn’t 
tying things up in the vehicles. At the end of 
the lease, they are not stuck with a vehicle that 
isn’t wanted and don’t have to deal with the 
hassle of selling it. 

The client that argues for purchasing 
tends to keep their vehicles for a bit longer. 
Typically, they keep them for a minimum 
of five years. This contractor uses the 
opportunity of owning the vehicle by 
branding on the outside of the vehicle, which 
is good for them because they typically use 

an excessive amount of mileage. At the end 
of the day, they say that they have an asset 
that is well maintained. They believe that this 
option is cheaper than leasing because there is 
a five-year commitment that can be extended 
at convenience. There is always the option to 
trade vehicles at any time. 

Fleet management
Rather than going directly to an auto 
dealership, contractors can work through 
a f leet management company. Fleet 
management-style businesses are growing. 
They provide businesses with an array of 
services such as capital leases for vehicles, 
seasonal leases, step-up leases, vehicle 

purchases and a host of other services.
They work directly with auto manufacturers 

to get deals for their clients. For example, the 
Heating Refrigeration, and Air Conditioning 
Institute of Canada (HRAI) has a member 
partner program for fleet management and 
vehicle leasing with Addison Fleet. The 
Mechanical Contractors Association of Canada 
(MCAC) also has a similar program for their 
members. MCAC also works with Chrysler 
to get benefits for their members. Fleet 
management businesses also provide solutions 
for operating costs. Make sure to compare the 
options with associations and what it would 
cost to go directly to the dealership.

Whether choosing to lease or buy, 
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Shop Management

Cash flow can often be the guiding factor
By Ron Coleman

Since they lease 
only newer 

vehicles, there is virtually no 
downtime due to 
vehicle failures.

LEASE OR BUY, PART II

Acquiring commercial
vehicles
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developing a long-term relationship with 
a supplier may be the best bet. They will be 
more flexible with end of lease charges and 
with changes to lease agreements. They want 
to retain business by making the relationship 
the proverbial win/win.

Financial responsibility
Make sure to negotiate payments when going 
with a lease. Historically dealers get higher 
prices when they make a lease rather than 
when they sell a vehicle. That additional $20 
per month, tagged on to a lease payment adds 

up to almost $1,000 over a 48-month lease. 
You need to negotiate that down.

Leasing contracts are not standard 
documents; you need to understand the fine 
print on each lease. A common clause in lease 
agreements is the number of kilometres you 
can drive and the penalty for exceeding that 
limit. Can you live within the mileage limit? 
If not, make sure to build in an allowance for 
exceeding the limit. For instance, a 20,000 km 
excess over a four-year lease at 20 cents per 
kilometre will cost an additional $4,000.

When purchasing a vehicle, the dealer will 
usually try to get you to let them finance it. 
Unless they are offering a very attractive 
promotion, you will generally be better off 

using bank financing.  Compare the cash 
price to the financed price. Here are some 
leasing do’s and don’ts:

Some don’ts:
• Don’t get into a lease unless you are sure 

that you need the vehicle for the full term 
of the lease.

• Don’t get into a lease unless you understand 
and accept all the terms of the contract.

• Don’t get into a lease if you intend to make 
major modifications to the vehicle.

• Don’t get into a lease if you are likely to 
damage the vehicle because of the type of 
work you do.

• Don’t get into a lease unless the buy-back 
value is defined and reasonable.

• Don’t pay list price or an excessive interest 
rate.

Some Do’s
• Once you have decided what vehicle you 

want, shop around for the best deal and 
develop a relationship with one supplier.

• Know the buy-out value at the end of the 
lease.

• Be aware of any restrictions and what 
must be done at the end of the lease before 
returning the vehicle, including charges for 
excess mileage.

• Check whether your association has a 
preferred program with certain dealers or fleet 
management companies for their members.

• If at the end of the lease your vehicle is in good 
condition, consider renewing the lease or 
buying it out. That way there may be extended 
value for any modifications or branding.

• When returning a vehicle at the end of the 
lease, make sure to return all the bits and 
pieces that you got with it. It is a good idea 
to get a checklist from the dealer. A missing 
key fob can cost up to $800.

• If you are leasing a replacement vehicle 
you should find the dealership easier to 
deal with as they will see the benefit in the 
continued relationship.

Capital leases
A capital lease gives an ownership position with 
the vehicle. The value will show on the balance 
sheet as an asset and the vehicle is not returned 
at the end of the lease period, whereas an 

operating lease is just like renting; there is never 
an equity position in the vehicle. There is usually 
an option to buy out the vehicle at the end of the 
lease, but you are not committed in doing so.   

To make your decision-making process 
clearer, here are some key elements of a 
capital lease:
• If you are a high mileage user there is no 

penalty.
• If there is going to be excessive wear and 

tear on the vehicle there is no penalty.
• Lessee retains full equity.
• The lessee can use the equity at the end of 

the lease towards a replacement vehicle.
• There is no early termination penalty, thus 

allowing more flexibility on an ongoing 
basis.

• The biggest risk for the lessor is that 
the market value of the vehicle at the 
termination of the lease depends on the 
residual value. This is where the early 
termination, the high mileage and the 
excess wear and tear come into play.

• Do check with your accountant before 
signing a capital lease.
Ultimately, the decision to buy or lease 

is a trade-off decision that must be made 
depending on your specific circumstances. 
Weigh up the pros and cons and go with 
whichever route makes the most sense 
for your business and your drivers. The 
differences in whether to buy or lease is not 
a decision that is going to have a huge impact 
on your business. However, you should always 
negotiate the best deal and make sure you are 
managing your operating costs effectively.

The longer-term financing for purchasing 
vehicles that are now available can make the 
financing difference between a lease and a 
purchase a lot smaller. It is also important 
to make sure that you understand all the 
implications of all documents signed.  
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Ronald Coleman is a 
Vancouver-based accountant, 
management  
con sultant, author and  
educator  
spe cializing in the 
construction industry.  

He can be reached by e-mail at  
ronald@ronaldcoleman.ca.
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product announcements and technologies 
that will also be on the show floor. 

This year, four 2019 Innovation Award 
winners and six finalists will present, 
including:
Winners:
• Automated Logic Corporation (Building

Automation)
• Johnson Controls, Inc. (Cooling)
• enVerid Systems (Green Building)
• Dwyer Instruments, Inc. (Tools and

Instruments)
Finalists:
• Carrier (Green Building)
• Smardt Chiller Groups Inc. (Green

Building)
• Fresh-Aire UV (Indoor Air Quality)
• Baltimore Aircoil Company (Refrigeration)
• BreezoMeter Limited (Software)

• LG Electronics USA, Inc. (Ventilation)
Winners were selected by a panel of third-

party ASHRAE member judges.
For more information, please 

visit www.ahrexpo.com.
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JAN. 14-16: 
AHR Expo, 
Georgia World Congress Center, Atlanta, 
Georgia. For more information please visit 
www.ahrexpo.com or call 1-203-221-9232.

FEB. 19-21: 
Kitchen & Bath Industry Show (KBIS), 
Las Vegas Convention Center, Las Vegas. 
Please visit www.kbis.com for 
information.

MARCH 25-28: 
Canadian Construction Association 
Annual Conference, 
Fairmont Southhampton Hotel, 
Southhampton, Bermuda. Please call 
613-236-9455 or visit www.cca-acc.com.

APRIL 24-25, 2019: 
MCEE 2019, 
Place Bonaventure, Montreal. For more 
information, visit www.mcee.ca or call 
Elizabeth McCullough at 1-800-639-2474 
or e-mail e.mccullough@ciph.com.
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Atlanta will 
host AHR Expo
Over 2,100 exhibitors 
expected at North America’s 
largest HVAC/R show
The 2019 AHR Expo will be held at the Georgia 
World Congress Center in Atlanta, Georgia 
from Jan. 14-16. More than 2,100 exhibitors 
and 60,000 attendees are expected to attend 
the event. People can expect to see heating 
systems, air conditioning, refrigeration 
equipment, ventilators, ducts, fans, hydronic 
heating, radiant heating, plumbing products, 
software, vehicles and much more. 

With less than two months left before the 
event, AHR has released the full-line up for 
the 2019 education program. This will include 
more than 120 free seminars, professional 
certification programs and continuing 
education courses. 

Highlighted seminars include general 
industry-wide topics (Trends in the Global 
HVAC Market), engineering (Next Generation 
HVAC Controls: Open Hardware – Open 
Software), contractor-focused (Variable 
Frequency Drives: Methods of a Test and a 
Case Study), and hydronic heating (Controls 
Strategies for Maximizing Condensing Boiler 
System Efficiency). 

Over 100 presentations are scheduled in 
the New Product and Technology Theatre, 
which will give attendees an overview of new 

Always busy, the AHR Expo is a great place to see the latest products and chat with 
manufacturers.
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RUBBER FEET
Anti-slip grip

TRIDENT  
DECOUPLING TOOL
Easily disconnect  
cable sections

SQUARE TUBING
Added strength 
and durability

CLEARING CAPACITY 
Drain lines 2" - 8"

TOOL-LESS CLUTCH 
ADJUSTMENT
Quickly switch  
cable sizes

IN A CL ASS OF ITS OWN.
INTRODUCING THE MOST POWERFUL COMPACT SECTIONAL MACHINE ON THE MARKET.
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The RIDGID® K-5208 was designed for professionals who 
demand go-everywhere power. Its lightweight, compact 

design gives it unmatched portability, while its 700 RPM 
cable speed, ¾ HP motor and cable capacity – ranging  

from 7⁄8" to 1¼"– cut through the toughest clogs.

LEARN MORE AT RIDGID.COM/K5208  l  800.769.7743

 VISIT US AT WWETT
BOOTH #1245

www.ridgid.com/k5208



