
The Western Pool & Spa Show’s
dedication to educating those in the
pool maintenance and construction
industry was the basis for creating a
new two-day series of advanced
seminars designed to provide
expert training, advanced product
knowledge and networking oppor-
tunities to industry professionals.
Xtreme Education, produced by the
Western Pool & Spa Show, will fea-
ture advanced industry-specific
education to help pool profession-
als learn, profit and grow their busi-
ness.  Xtreme Education will take
place November 10 and 11, 2009 at
the Long Beach Convention
Center, Seaside rooms.  A one-day
pass is $70, and a two-day pass
$120.  Additionally, a CPO course
will be offered for $200, and a CPO
Fusion course will be $250.

When asked about the origins of
Xtreme Education, Eric Nielson,
Western Pool & Spa Show Board
member remarked, “A few board
members of the Western Pool and
Spa Show were looking for some
other way that the show could ben-
efit the industry.  We have been
asked many times during the regu-

lar show if we could provide more
advanced training opportunities.
This, along with the economic
downturn (which put a strain on the
ability of the manufacturers to pro-
vide such training), made what
appeared to be a glaring need.”
Nielson continued, “The Western
Show has always been first about
education, so the concept of
Xtreme Education was born.  The
idea has become even more rele-
vant in recent years with advancing
technologies becoming more preva-

lent in the industry. Knowledge
more than ever is the key to earning
potential in today's market.”

On both days, seminars are from
8 a.m.-12 p.m., and 1-5 p.m.  These
four-hour seminars will allow the
instructor ample time to share infor-
mation and knowledge with atten-
dees.  In most classes, hands-on
product instruction allows atten-
dees to work directly on the prod-
ucts they install and maintain.
Classes will also provide materials
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Many IPSSA leaders were on hand on July 11 in Newport Beach to honor Don Burns as he retired as pres-
ident of SPEC.  Pictured here are (from left to right) Bob Foutz Jr., David Durkin, Terry Snow, Bob
Nichols, Don Burns, Bob Luedtke (in the background), Javier Payan, Chuck Gough and Jim Romanowski.
See page 7 for Don Burns’ parting message to IPSSA.

Mission Statement:  The Independent Pool & Spa Service Association, Inc. exists for the mutual professional benefit and growth of its members 
and for the continued improvement of the pool and spa service industry.

➤➤ Use sun screen
➤➤ Wear hats and other sun protection garments

➤➤ Drink lots of water

Things to do in August

By Bob Nichols
Bob Nichols is IPSSA Region 3

director and chair of the IPSSA
Outreach Committee.

On July 18, 2009 the California
Contractors State License Board
(CSLB) held a conference in
Sacramento to discuss the impact
and their mandated actions to com-
bat the underground economy.
This was an all-day event, and  was
well attended by what appeared to
be more than 125 people from
local law enforcement, CSLB staff,
code enforcement agencies, district
attorneys and several trade organi-
zations.  The pool construction and
renovation industry was represent-
ed by such members as Alan
Smith, Dick Del Pino, along with
other contractors.  My attendance,
representing IPSSA, was the only
swimming pool service industry

representation at the conference.
I will not be able to compile the

vast amount of information present-
ed in just one article.  The issues dis-
cussed about the underground econ-
omy by the various trade organiza-
tions followed the same problems
that our membership deal with
every day and were all pointing out
the underground economy’s nega-
tive financial impact on those who
operate legally.  The same questions
seemed to come forward from every
trade organization.:“What can we
do to combat this situation?”  “Why
is it so easy for these illegal opera-
tors to continue doing business?”
“We cannot afford to compete for
labor while the illegal operators
continue to pay under the table and
incur no tax liability?”.

One of the questions I personal-

The underground economy:
California Contractors State
License Board conference

• Write your account number on your payment for accurate posting 
• Never staple your check to any paperwork 
• Postmark your payment by the 10th of the month to avoid a late fee 
• Notify us if you have changed your address or phone number 
• Don’t hesitate to call if you feel your check might not have been

received 
• If you haven’t filled out a life insurance beneficiary form please do so 
• If your beneficiaries have changed, call us up for a new form or visit

the members-only page at www.ipssa.com
• We offer automatic withdrawal through your bank or credit card 
• For those on automatic withdrawal, be sure to notify us if your bank

account or credit card number changes 

Continued on page 12

Xtreme Education: knowledge more than ever is the
key to earning potential in a downturned economy

A few friendly reminders from the
IPSSA financial office:

Continued on page 6

One of the benefits of member-
ship in IPSSA is a $50,000 life
insurance policy.  All you need to
do is complete a Beneficiary
Designation Form.

But, what happens if you
haven’t declared a beneficiary?
You will lose control of who
receives your benefits.  The pay-
ment of funds will be delayed and,
if the benefits are part of a probate,
it could take a year or more for your
loved ones to get those funds.  

The good news is that, when
your Beneficiary Designation Form
is on file at the IPSSA financial

office, the check for your life insur-
ance benefit is issued as soon as the
death certificate is received by the
insurance company.

Call the financial office (888-
391-6012) if you are not sure
whether or not your Beneficiary
Designation Form has been filed.  If
not, or if you want to change your
beneficiary, a form is included with
this issue of The IPSSAN, or you
can download it from the members-
only page of www.ipssa.com.

Don’t neglect this small but
important detail which could pre-
vent headaches for those you love.

It pays to designate beneficiaries

Effective September 1, the new mailing address for the IPSSA
executive office will be:

10842 Noel Street #107, Los Alamitos CA 90720
We’ll maintain the Post Office box address in Long Beach for a

few months, to accommodate the transition.
Telephone and fax numbers will not change. 
Come by to see us if you’re in the area!

New address for IPSSA executive office
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All members who mail an entry with the correct answers will
become eligible for a drawing at the end of the month for an IPSSA
watch. All correct entries will go into a year-end drawing for other
IPSSA merchandise. IPSSA members are the only eligible partici-
pants and only one entry per month is permitted. Each month, the
winner of the drawing will be published in The IPSSAN.  Entries for
this month must be received by SEPTEMBER 20, 2009.

Name _____________________________________________________

Address ___________________________________________________

City____________________________ State_________ Zip_________

Telephone Number (____) _______________________

Chapter ____________________________________________________

Correct Answers:    1.______ 2. ______ 3. ______ 4. ______
(Please indicate A, B, C, or D for each answer.)

Mail Entry to: 
IPSSA Quiz, P.O. Box 15828, Long Beach, CA 90815-0828

Or Fax to: (888) 368-0432 
Entries for this month must be received by SEPTEMBER 20, 2009.

1. Chlorine's biggest job is to kill organisms.
A. True
B. False

2. The evaporation rate in Southern California is generally con-
sidered to be:

A. 4 to 6 feet per year
B. 5 to 7 feet per year
C. 6 to 8 feet per year
D. 10 feet or more per year

3. Free chlorine in water is the total of HOCl (hypochlorous acid)
and OCl- (hypochlorite ion).

A. True
B. False

4. Low calcium hardness will cause:  difficulty balancing the
water, etching of plaster, corrosion of metal components and:

A. Foaming
B. Eye irritation
C. Skin irritation
D. All of the above

Reno Rodriguez, a member of
the IPSSA Monterey Coast
chapter, was randomly selected
among all of the correct entries
for the June Education Corner
Quiz and will receive an IPSSA
sports watch.  All correct entries
submitted during 2009 will be
eligible for a big drawing at the
end of the year for more IPSSA
logo items.

The correct answers for the
June quiz are:  1) The chemical
that protects chlorine from sun-
light destruction is called: a)
Cyanuric acid, b) Conditioner, c)
Stabilizer, d) All of the above,
the correct answer is d) all of the
above. 2) The regular sanitizer
you are using determines the
proper total alkalinity for the
pool. a) True, b) False, the cor-
rect answer is a) true. 3) Adding
10.6 fl. oz. of sodium hypochlo-
rite to 10,000 gallons of water
will increase the chlorine level

by 1.5 ppm. a) True, b) False, the
correct answer is b) false. 4)
Getting liquid chlorine (sodium
hypochlorite) in your eyes can

cause permanent corneal dam-
age in only 15 seconds. a) True,
b) False, the correct answer is b)
false.
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Reno Rodriguez wins the June Education Corner Quiz

Aug. 7-8 CPO Class
Superior Pool Products Inc., Palm Desert,
California
www.anotherperfectpool.com/cpo

Aug. 9 Region 7 Picnic
Admiral Baker picnic area, Mission Gorge,
California
www.ipssapicnicregion7.com

Aug. 21-22 CPO Class
SCP, Orange, California
www.anotherperfectpool.com/cpo

Sept. 11-12 CPO Class
SCP, San Diego, California
www.anotherperfectpool.com/cpo

Sept. 13 IPSSA Region 5 Picnic
Halecrest Park, Costa Mesa, California
Gayle Steward, 714-258-8390

Sept. 25-26 CPO Class
SCP, Orange, California
www.anotherperfectpool.com/cpo

Oct. 1-3 Pool Industry Expo
Monterey Convention Center
Monterey, California
www.poolindustryexpo.com

Oct. 9-10 CPO Class
Superior Pool Products Inc., Canoga Park,
California
www.anotherperfectpool.com/cpo

Oct. 23-24 CPO Class
SCP, Orange, California
www.anotherperfectpool.com/cpo

Oct. 28-30 World Aquatic Health Conference
Sheraton Atlanta Hotel
Atlanta, Georgia
www.nspf.org

Nov. 6-7 CPO Class
SCP, Riverside, California
www.anotherperfectpool.com/cpo

Nov. 10-11 Xtreme Education
Long Beach Convention Center, Long Beach,
California
www.westernshow.com

Nov. 13-18 Int’l Pool | Spa | Patio Expo 
Mandalay Bay Convention Center, Bayside Halls 
Las Vegas, Nevada
www.PoolSpaPatio.com

Nov. 20-21 CPO Class
SCP, Orange, California
www.anotherperfectpool.com/cpo

Calendar of Events

REGION 1 – Capital Valley: Mike Halverson. . . El Dorado:
Brandon Maughan. . . REGION 2 — Central Coast: Ronald
Clements. . . Region 3 — San Fernando Metro: Scott Blodgett.
. . REGION 4 — South Bay:  Richard Nelson. . . REGION 5 —
Dana Point: Steve Seyler. . . REGION 6 — Ontario/Rancho
Cucamonga: Julian Mora. . . REGION 7 — San Diego: Dustin
J. Wendt, Mark Middledorf. . . REGION 9 — Waxahachie:
Robert Sarratt. . . Houston: Jeff Blankenburg. . . REGION 11 —
Osceola: Imre Juza. . . Manasota: William Brescia III

WELCOME NEW MEMBERS!

CERTIFICATES OF INSURANCE

NOW AVAILABLE

Contact Arrow Insurance at 

800-833-3433 

or visit www.arrowinsuranceservice.com 
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ALL JANDY PRODUCTS WORK 
SEAMLESSLY TOGETHER

MAXIMUM POWER. ULTRA EFFICIENCY.

YOU CAN HAVE IT ALL
The Jandy ePump delivers optimal performance while reducing energy 

usage. By combining an ultra-high efficiency TEFC permanent magnet 

brushless DC motor with Jandy’s premier Stealth Pump, the ePump 

maximizes energy savings. 

Customize flow on pool, spa and water features. ePump is completely 

programmable with 3 Control system options.

Put ePump to work for you today and you could start saving 

more than $1,000 on annual energy costs. Contact your local 

Jandy sales consultant at 800.822.7933 or visit www.jandy.com.

800.822.7933 www.jandy.com info@jandy.com ©2009 Zodiac Pool Systems, Inc.

TM

Variable Speed Pump

ePump
Controller

AquaLink® RS
OneTouch™

AquaLink® RS 
Wireless PDA



By Peter Conlin
Peter Conlin is vice president of

the California Spa and Pool
Education Council (SPEC).

On July 15, the Senate Health
Committee passed AB 1020
(Emmerson) by a vote of 9-0.  This
marks an important step in the jour-
ney of this legislation; Senate
Health was the final policy commit-
tee that will consider the proposal
and the last practical chance for any
opposition to demand changes.  No
substantive opposition surfaced,

meaning the bill is all but certain to
move in its current form.  (Time for
a technical note: the bill passed out
of Senate Health with a motion of
“do pass as amended.”  The com-
mittee approved a set of amend-
ments that should come into print
during the week of July 20-24th;
that’s the version I expect will make
it into law.)

It’s not too early to score AB
1020 as a win for the pool industry.
The terms of the legislation hew
closely to the federal Virginia

Graeme Baker Act, meaning no sig-
nificant new regulatory burdens
will fall on pool contractors or serv-
ice technicians as a result of this
legislation.  Just as important, the
legislation establishes a compliance
process – built around a standard-
ized compliance form issued by the
California Department of Public
Health – that will promote consis-
tent enforcement among the coun-
ties.  SPEC, in consultation with
IPSSA, developed the compliance-
form amendments in response to
frequent comments/complaints
voiced by SPEC and IPSSA mem-
bers that VGB compliance stan-
dards vary between counties and
sometimes even within a particular
county office of environmental
health.   The compliance form
should reduce and eventually elim-
inate these variations.  Let SPEC
know of any difficulties you are
having in this regard. 

Two matters related to AB 1020
deserve your notice.  The legisla-
tion does require any public pool
built after January 1, 2010 to be
constructed with a split main
drain, the one substantive provi-
sion that goes beyond the policy
terms of the VGB Act.  This “new
construction” provision will have
little practical effect, however,
because it reflects the existing
practice of pool contractors to
insist on split main drains to limit
liability. As to timing, IPSSAN
readers should be aware that pub-
lic pools will be required under
state law to be compliant by July 1,
2010.  I want to stress that this pro-
vision does not alter the existing
federal law, which has required
since December 19, 2008 that all
public pools comply with the VGB
Act anti-entrapment standards.
The deadline in state law merely
controls when county environmen-
tal health offices will have the
direct authority to enforce the anti-
entrapment standards.  The correct
answer to any pool operator who
asks about compliance is and
remains that “current federal law
requires public pools to be compli-
ant today, right now.”  

The VGB process didn’t begin
and won’t end with the passage of
AB 1020.  Despite the compliance-
form, we can expect, at some point
in time, some county official will
claim that more or different docu-
mentation is required to prove com-
pliance.  We’ll have to deal with
that practice when it occurs.  From
feedback I’ve received from SPEC
members, I understand that certain
counties have raised inspection fees
significantly in an effort to grab
new revenue.  Within the next few
weeks SPEC will be circulating a
survey among the membership to
track fees by county; we might, in
the future, have to contest these
increases.  (State law requires that a
county charge a fee only for the
costs of work performed.  This
standard is designed to prevent rev-
enue-seeking behavior.  But coun-
ties tend to push the envelop in this
regard, and we will have to plan our
response if and when the practice
reaches excessive levels.)   These
examples make the basic point:  in
the field, we will be dealing with
VGB compliance issues for years to
come.  
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For Questions Call Gayle Stewart
714-258-8390

Financial office thanks chapters
with prompt payments

The Financial Office thanks the following chapters, whose members
all paid promptly in July before second notices were required:  Region
1:  Tracy, Gold Country, Delta, Solano.  Region 2:  Conejo.  Region 3:
Diamond Bar, Foothill.  Region 4:  Central Los Angeles, East Long
Beach.  Region 5:  Huntington Beach, Yorba Linda, Tustin/Irvine,
Orange County Pool Professionals.  Region 6:  Riverside, Menifee
Valley.  Region 7:  Rancho Del Mar, North County Coastal.  Region 8:
North Phoenix, Las Vegas, West Valley.  Region 9:  Austin.  Region 10:
Redwood Empire, Monterey Coast.  Region 11:  Palm Beach.

California Capitol Report

Legislation to implement the VGB Act
clears Senate Health Committee

Continued on page 6
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at the forefront of
backyard living...

is the latest products and education for a more
profitable service business.

REGISTER TODAY for this cutting-edge

educational program custom designed to make your

service company operation more profitable.

Exhibit Hall — thousands of new products to set your service 
business apart.

Education — 20 seminars specifically targeted to the service 
companies.

APSP Technical Service Institute — high-level classes for 
service companies.

Certification — earn CSP Certified Service Professional®

continuing education credits.

Register online at www.PoolSpaPatio.com before
October 6 to receive discounted registration rates.

Toll-free: 888.869.8522 | Outside USA: 972.536.6350

www.PoolSpaPatio.com

2009 Int’l Pool  |  Spa  |  Patio Expo

Exhibits: November 16-18, 2009
Conference: November 13-18, 2009
Mandalay Bay Convention Center |  Bayside Halls
Las Vegas, Nevada USA

Show Sponsor: Show Publications: Show Endorser:

FEATURING THE 
GENESIS 3 

DESIGN SCHOOLS



to take home for future reference.
CPO certification classes are

also being offered, as well as a
CPO Fusion course, which is a
blend of online class completion
and classroom instruction for cer-
tification.

Courses offered:
Tuesday, Nov. 10, 2009, 8

a.m.-12 p.m. 
• Advanced Heater Millivolt to

Low NOx, Tom Apt – Raypak
• Pumps and Hydraulics, Mike

Lucas – Zodiac
• Electrical Principles from A

to Z, Pentair
• Suction Cleaners – Salt

Systems, Hayward
• Strategies for Growing Your

Business, Charles Baird –
Millionaire Pool Man

• CPO, Steve Donohoe
Tuesday, Nov. 10, 2009, 1-5

p.m.:
• Advanced Heater Millivolt to

Low NOx, Tom Apt – Raypak
• Jandy Control Systems, Mike

Lucas – Zodiac
• Electrical Principles from A

to Z –Pentair
• Salt Systems – Goldline

Controls, Hayward
• Risk Management, Ray

Arouesty – Arrow Insurance

• CPO, Steve Donohoe
Wednesday, Nov. 11, 2009, 8

a.m.-12 p.m.
• Advanced Water Chemistry,

OnBalance;
• LX Heaters, Mike Lucas –

Zodiac
• Hydraulics, Title 20 and 24

Compliance, Pentair
• Heater Installations Gas to

Forced Draft, Hayward
• Business Structure and Tax

Planning, Gary Garbowitz, CPA
• CPO Fusion, Steve Donohoe
Wednesday, Nov. 11, 2009, 1-

5 p.m.
• Pool Plaster Problem Solving,

OnBalance

• HiE Heaters, Mike Lucas –
Zodiac

• Hydraulics, Title 20 and 24
Compliance, Pentair

• Hydraulics and Variable
Speed Pumps, Hayward

• QuickBooks for the Pool
Business, Russell Long

• CPO Fusion, Steven Donohoe
When asked what challenges

Xtreme Education would present
to the Western Pool & Spa Show
all-volunteer Board, Peter
Haverlation, president, replied,
“Any time you start a new venture
like this there will be risks.  This is
something totally new for us.  We
seem to have the full support of
the manufacturers, and they are
just as excited about it.  The
Western Pool & Spa Show is put-
ting every effort behind the
Xtreme Education program to
make it a success.  We hope peo-
ple will take advantage of the fan-
tastic opportunity that this will
afford them.”

As an inaugural special, every

IPSSA chapter will receive one
two-day pass, which they will
auction off at their chapter meet-
ing at a minimum bid of $100.  All
monies retained will be donated to
SPEC (Calif.) or the local legisla-
tive advocacy group in each
respective state. 

Registration for Xtreme Educa-
tion, Nov. 10-11, 2009, is online at
www.westernshow.com.  Class
space is limited so early sign-up is
critical to ensuring a spot in the
class of your choice.  On-site reg-
istration will be available; but you
may risk not getting into the class
of your choice.  If you register for
either a one-day pass for $70 or
two-day pass for $120 at Xtreme
Education, you will have the
opportunity to pre-register for the
Western Pool & Spa Show (Feb.
25-27, 2010) seminar package at a
discount of $50 (regularly $70).
There will also be a daily drawing
at Xtreme Education for a free net-
book, which will be chosen ran-
domly from those in attendance. 
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Xtreme Education
Produced by the Western Pool & Spa Show ®

ADVANCED INDUSTRY SPECIFIC EDUCATION TO HELP YOU GROW YOUR BUSINESS

Courses Include:
• Advanced Product Courses from Hayward, Pentair, and Zodiac
• Advanced Heater Theory and Repair (Raypak)
• Advanced Water Chemistry
• Business Planning and Risk Management 
• Marketing and Promoting Your Company to Success
• Establishing and Operating a Business–Legal Requirements
• Basic QuickBooks for Your Business
• Certified Pool Operator Training (CPO)

November 10-11, 2009
Long Beach Convention Center

1-Day Pass $70
2-Day Pass $120

CPO-$200
CPO Fusion-$250

Daily Drawing for a
FREE Netbook

REGISTER ONLINE BEFORE 11-3-09 and SAVE
For Complete Course Listing and Registration visit:

www.westernshow.com

Xtreme Education provides you with expert training, advanced industry knowledge and networking opportunities

Xtreme Education
Continued from page 1

The new guys
As of July t, upon the retirement

of Don Burns, Norwood Associates
has taken over primary responsibil-
ity for the government affairs activ-
ities of SPEC.  John Norwood and I
welcome the opportunity and the
particular challenge of replacing
Mr. Burns, who had become an
institution in the spa and pool
world.  Familiarity – with the issues
and with each other – will take

some time to develop.   Please con-
tact us, either by phone or by email,
if you have any questions or sug-
gestions.  The SPEC office number
in Sacramento continues to be
(916) 447-4113.  You can email
John Norwood, who is the new
president of SPEC, at
jnorwood@calspec.org.  My email
address is pconlin@calspec.org.
We can only benefit from your
input.   

California Capitol Report
Continued from page 4



Sand filter maintenance
This is a response to an article in

July 2009 issue of The IPSSAN
regarding energy savings through
effective filtration.  In the section
for “proper maintenance of filters”
a small and inaccurate paragraph
about the maintenance and back-
washing procedures for sand filters
was discussed.  There is certainly
too little information about sand
filter maintenance, and most infor-
mation says to backwash sand like
you would a DE filter.  These are
two completely different filters,
and each react differently to the
backwash process.   

After installing and maintaining
sand filters in commercial and res-
idential pools for the last 20 years
and three years working at Central
Valley Culligan, I have developed
an understanding of the mechanics
of backwashing and maintaining
sand filters.  So, here is my take on
the matter.

First, here is an understanding
as to what takes place inside of the
sand filter when you backwash.
When working at Culligan, I had
the privilege of backwashing DI
tanks into clear plexiglass hoppers
above the DI tanks.  Observing the
action of this medium in the clear
hoppers gave me an understanding
of the backwash process for sand
filters.  

The sand begins as a compacted
mass which is the filter medium.
When you start the backwash
process, water enters through the
laterals at the bottom of the tank
and begins to fluidize the sand bed.
This means that as water rises in
the tank, the sand particles are sep-
arated by this water action and the
whole sand bed begins to rise and
agitate in the tank.  Dirt and other
debris rises out of this fluidized
mass and out the backwash line.
Continuing this process until the
backwashed water runs clean is the
key!  Stopping this process in the
middle of the backwash and return-
ing to the filter mode does the fol-
lowing.  Dirt and debris that had
begun to rise out of the sand is now
suspended in the middle of the
mass.  As you run the filter in the
filter mode, this suspended dirt and
debris gets driven deeper into the
fluidized sand bed, thereby causing
some of this debris to be returned
to the pool.  Going to backwash
again, the sand bed has to be re-flu-
idized, has to begin to rise in the
tank again and the debris has to
begin to be removed again.  What a
waste of water and time, plus the
result is more bypasses to the pool
when you finally go to the filter
mode.  

The proper way to backwash a
sand filter is to continue backwash-
ing until the water runs relatively
clear.  Turn off the pump and wait
at least 30 seconds for the sand bed
to settle and re-stratify.  If you have
a push pull valve, return to the fil-

ter position and restart the pump.
If you have a multi-port valve, wait
the 30 seconds and go to the rinse
mode.  Start the pump and rinse the
filter for one more minute.  Then
go to the filter mode and start the
pump.  Stopping and starting the
backwash several times is not the
way to clean a sand filter.  It’s great
for a DE filter, but not so good for
a sand filter.

Sand filters, along with DE and
cartridge filters, will need proper
maintenance for continued proper
filtration.  

One misconception about sand
in the sand filter is that it wears out.
Some say that the sand loses its
angular shape and cannot filter effi-
ciently.  Sand does not wear out.  It
does become encrusted with scale
or oils, in which case either the
water chemistry is off or excessive
oil from body, hair and suntan oil
has coated the grains of sand.
Regular use of oil enzymes, back-
wash additives and annual or bi-
annual overnight soaks with a sand
filter cleaner will remove the scale
and oil buildup in sand filters.  

Sometimes a cake of oil and dirt
will cover the top few inches of
sand.  Removing the top two to
four inches of sand and replacing it
with new sand to the required free-
board level is all the filter will need
to filter like new, along with the
other suggestions.  

When a sand filter has been in
operation for years without proper
maintenance, it is then best to
replace the sand and start fresh.  

If your sand filter is in a hard
water area, then you need to moni-
tor the hardness of the pool water
and add soft water to get the hard-
ness levels down to proper water
chemistry levels.  Otherwise you
will have to add an anti-scale addi-
tive to the water.  

If these procedures are fol-
lowed, a sand filter will provide
excellent water clarity forever.

David Wolff
IPSSA Fresno Chapter

David is right on in his response
to my article "How to Realize
Energy Savings through Effective
Filtration."  I was trying to keep the
article to a certain size, and in
doing so forgot to mention that,
along with other procedures that
need to be followed, you should
run in backwash until the water is
clear. 

David is a valued member of
our service community. 

Thanks David, for helping to
educate our service community.
Great advice.

John Ott
National Technical Training
Manager
Hayward Pool Products

IPSSA sick route program
I just read The IPSSAN (July

2009) and saw the story on the sick

coverage for the Lee Krause.  
People in businesses and associ-

ations are always talking about cre-
ating and being valuable to mem-
bers.  If there is a better example of
an association being valuable to a
member as demonstrated in this
story, I have not heard it.  

This program is so fabulously
valuable.  I think this is one of the
reasons that IPSSA prospers while
so many struggle.

You guys should be proud of
yourselves.  What a great example
of helping our colleagues when
they are down!

All the best to Jim D. and the
rest of the IPSSA contingent.

Thomas M Lachocki, Ph.D.
Chief Executive Officer
National Swimming Pool
Foundation
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LETTERS✏✏
Letters to the editor must be signed in order to be published, and must

be accompanied by an address, valid e-mail address, and a daytime phone
number for verification purposes.  (Your phone number will not be print-
ed.).  Unsigned letters will not be published unless a compelling reason
for withholding your name is given.  Letters to the editor containing erro-
neous or unverifiable information will be edited or rejected.  No letter that
makes personal attacks on someone’s character will be published.  The
editorial staff reserves the right to edit for length or grammar or reject
submitted material that does not meet these standards.  Letters requiring
a response will be held for publication until the response is received.

Opinions expressed in published letters do not imply endorsement by
IPSSA.

CPO manuals available from IPSSA

(8.25%)

Los Angeles County issues strict VGBA regulations
The Los Angeles County Department of Public Health has issued

interim policies pending enactment of State legislation that would
incorporate the provisions of the Virginia Graeme Baker Pool and
Spa Safety Act.  These new local policies go beyond the require-
ments of the Federal legislation.  Effective January 1, 2009, all pub-
lic pools must be renovated with split main drains when a pool is
resurfaced, renovated or drained for any reason, even if the pool has
been equipped with a safety vacuum release system or automatic
pump shut off system.  The county will require a plan check to deter-
mine whether the installation meets the ASME/ANSI standards.  A
permit is required whenever any person replasters, renovates, makes
plumbing changes, changes drain covers or drains a pool for any rea-
son, including acid washes.  A plan approval is required even when
only when drain covers are being replaced.  Drain covers replaced
by divers will not be approved as a drained pool is required for prop-
er inspection.

Additonal information can be obtained at the department web site
at http://www.lapublichealth.org/EH/docs/ep_sw_pools_vgb.pdf
and at www.ipssa.com



By Jennifer Hatfield
Jennifer Hatfield is director of

government and public affairs for
the Florida Swimming Pool
Association (FSPA).

I will be attending the IPSSA
Region 11 board meeting in July
to discuss government relations
issues and initiatives, including
the recent proposed Construction
Industry Licensing Board draft

regarding pre-licensure for
Florida contractor applicants.
More on this will be presented in a
future column.

The Florida Department of
Business and Professional
Regulation issued a press release
recently regarding the use of

licensed pool and air conditioning
contractors (see sidebar to this col-
umn).  DBPR also recently came
out with Board newsletters, and this
link should take you to the CILB
newsletter: http://www.myfloridali-
cense.com/dbpr/os/CILB_News.ht
ml 
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arrow
insurance
service

Questions about Health Insurance?
Compare rates with over 

200 quotes within minutes at

www.ipssainsurance.com
Provided exclusively for 

IPSSA members by

(800) 833-3433
DOI License No. 0510559

WATER SAVERS
COMPANY

A DIVISION OF DIRKAND, INC.

SPECIALIZES IN REPAIRING AND
LOCATING POOL AND SPA LEAKS

PERSONALIZED, FRIENDLY SERVICE
• Family Owned •

• Satisfaction Guaranteed •

Serving Orange County, Inland Empire,
South Bay and the Long Beach area

Call Steve or Andi at
1(800) 543-0979 or

(949) 955-1233
Lic. 561852

The Florida summer is in full
swing, and it is hot!  Many Florida
consumers will be adding swim-
ming pools and tuning up their air
conditioning units to help beat the
heat this summer.  The Department
of Business and Professional
Regulation is reminding consumers,
when making changes or improve-
ments to their homes, to use state-
licensed contractors.

“In the rush to stay cool this
summer, remember to check your
pool and AC contractor’s license
and references before signing a con-
tract and work begins,” said DBPR
Secretary Charles W. Drago.  “Then
go to MyFloridaLicense.com to
ensure your contractor’s license is
in good standing.” 

Unlicensed contracting threatens
the financial and personal safety of
consumers, leaving them with little
to no recourse.  State-licensed pool
and air conditioning professionals
are also impacted by unlicensed
activity.  Unlicensed individuals
often underbid licensed profession-
als, but they usually do not carry
workers’ compensation or liability
insurance, posing an increased
threat to consumers and cutting out
licensed professionals.

DBPR executes a three-tiered
approach to combat unlicensed
activity through education, preven-
tion and enforcement.  Here are
some tips to help consumers protect
themselves against unlicensed
activity:

• Always ask to see the State of
Florida license. 

• Note the license number and
verify that the license is current and
in good standing.  To check a
license, call 850-487-1395 or visit
MyFloridaLicense.com. 

• Ask for references and check
each one. 

• Do not pay cash and be cau-
tious of writing checks made
payable to individuals, especially
when dealing with a company. 

• Get everything in writing,
including a detailed description of
the work to be completed, a comple-
tion date and the total cost. 

The department’s mission is to
license efficiently and regulate fair-
ly.  The department licenses more
than one million businesses and
professionals ranging from real
estate agents, veterinarians, and
accountants to contractors and cos-
metologists.  For more information,
please visit MyFloridaLicense.com.

Tallahassee Report

CILB issues draft pre-licensure requirements

Beat the summer heat and only
use state-licensed pool and air
conditioning contractors

Consumer video about unlicensed contractors

The California Contractors State License Board recently leased a
video commercial on the perils of hiring unlicensed contractors.
View it at http://www.youtube.com/watch?v=NblhofdtzUc.  There is
a link to it on the “Links” page of www.ipssa.com.



Poolcorp is launching summer
promos to help pool and spa pro-
fessionals reach consumers and
grow their businesses.  The sum-
mer promos feature attention-
grabbing, multi-layered, turn-key
marketing pieces, including direct
mail postcards, door hangers, etc.,
that can be used by pool and spa
professionals to increase aware-
ness and drive sales.  Available to
all SCP and Superior customers,
Poolcorp offers the following
summer marketing promotions:

The 5-5-10 promo offers pool
builders the tools they need to tar-
get new customers around their
current job sites.  A promo called
Protect Your Investment arms
service professionals with tools to
convince their customers of the
importance of maintaining their
pool service during these tough
economic times.  The Staycation
promo helps builders convince
consumers to make a vacation
investment right in their own
backyards, while the Happy Pool
and Retail Blockbuster promos

encourage existing pool owners
that it’s time to remodel and
upgrade their equipment and
backyard leisure products.  

Pool Dealers can find complete
details for my
poolmarketing.com.  Prices for
participating in the summer pro-
mos range from $495 to $550
(depending on the promotion).
For more information on other
available marketing tools, call 1-
888-GRO-POOL.

Poolcorp announces summer promos
designed to help grow the industry
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Poolcorp announces the latest
addition to the VIP Vendor
Program: SeaKlear.  SeaKlear, a
brand of HaloSource, Inc. joined
the Poolcorp VIP Program for the
2009–2010 years. The VIP
Program provides opportunities
for Poolcorp and SeaKlear to col-
laborate on various marketing pro-
motions designed to help grow the
industry. 

SeaKlear joins other VIP
Vendors including Hayward Pool

Products/Goldline, Pentair Water
Pool & Spa, Zodiac Pool Systems,
Inc., A.O. Smith, Latham
International, Raypak, SGM, Inc.,
S.R. Smith, Tara and Wilbar.
SeaKlear is the exclusive chemi-
cal VIP vendor and their products
include both pool and spa water
treatment solutions.  For more
information on SeaKlear, visit
www.seaklear.com. 

Poolcorp’s VIP Program was
developed to maintain and build

relationships with manufacturers,
in order to deliver the most trusted
brands in the pool and spa industry
directly to our customers.  The VIP
Vendor Program pairs Poolcorp
with top manufacturers to deliver
the best, most recent products.

The VIP Vendor Program is the
critical leverage point in the for-
mation of a highly successful
business alliance.  As an excep-
tional marketing tool with the
power to create impressive results,
the program gives participating

manufacturers what they need to
compete at the highest levels in
the industry.

For more information on the
Poolcorp VIP Program, please
visit http://www.scppool.com/our-
programs/vipprograms.

Visit 
www.ipssa.com

and click on the 
merchandise page 
for an order form.

www.ipssa.com

Did you know that you could 
get polo shirts, sweatshirts 
and other items with 
the IPSSA logo
on them?

Buy IPSSA stuff!

3MColorquartz

RDS PoolsRDS Pools
A Division of RDS International Inc.A Division of RDS International Inc.

Over 4 Dozen Innovative

Specialty Tools for the 

Pool & Spa Professional! 

CORD STOPPER
Eliminate water
leaks at the pool

light forever. Simply
slide Cord Stopper 
onto cord and push

into conduit. Never
mess with putty or
silicone again! 

SUR CHEK LEVEL 
This amazing two way
level gives you both a

horizontal level and 
bullseye level with a
thread-ed nylon base

that screws into your
fitting for ease and 
accuracy.

HYTEC FIBERGLASS SANDING TOOL

This tool quickly  
sands the back of
fiberglass pools &

spas for snug fitting 
jets to eliminate 
leaks. Available

in 17 sizes.

EYEBALL

SEAT TOOL 
Fits any 1 ” wall
fitting  with slots on

sides (e.g. Hayward,
Pentair) All Aqua
Wrench tools are

made of laser cut
steel for durability.

G&P Tools, LLC
573-431-6998      775-252-5251 Fax 

jpartridge@gandptools.com
www.gandptools.com

Poolcorp announces new VIP Vendor: SeaKlear

Summer Safety
Pool Covers, Inc.

Saving Lives, Water and Energy in Your Backyard!
As summer approaches, there are two things at the forefront of most home-
owners’ minds: swimming pool safety and energy conservation. With the significant

number of drowning deaths that occur in unattended swimming pools each year as well as rising energy costs, safety swimming
pool and spa covers as well as safety fencing offer protection and peace of mind to homeowners with children and pets. A compa-
ny specializing in cutting-edge swimming pool safety products offers a wide range of benefits from child safety to water conserva-
tion and ease of maintenance. Safety swimming pool covers provide security while minimizing maintenance costs and time. Acting
as a barrier against leaves, insects, and other debris, pool covers allow homeowners to spend less time skimming and more time
swimming. Safety covers also offer the perfect solution to homes struggling with how to cut back when faced with rising energy
costs. Daytime water temperature increases as much as 10 to 15 degrees and nighttime heat loss is reduced by up to 90%, which
offers significant savings on your heating bill. And with reduced water evaporation comes less chemical evaporation, which means
chlorine can last as long as two weeks. Many homeowners wrongly assume that having a unique pool shape means it will have to
remain uncovered. Whether your poolis a classic rectangle, a curvaceous kidney shape, or offers a breathtaking view from an infin-
ity edge, choose from a variety of top-of ¬the-line automatic, semi-automatic, and manual pool covers to suit your needs. If auto-
matic options aren’t feasible for your particular pool, you can still reap the benefits of a pool cover with manual styles that snap
directly onto the surrounding deck. And if a manual cover doesn’t apply, a full line of safety fencing provides the added protection
you need to create a safety zone around your pool without detracting from the beauty of your backyard.

For more information and a free in-home consultation, you can call Pool Covers, Inc.,
serving the entire Bay Area, toll-free at 800-662-7665. Or visit: www.poolcoversinc.com 
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2009 International Pool | Spa | Patio Expo
opens attendee online registration

Online registration is now open
for the 2009 International Pool | Spa
| Patio Expo, taking place Novem-
ber 16-18, in the Bayside Halls at
the Mandalay Bay Convention
Center in Las Vegas, Nevada, with
the educational conference taking
place November 13-18.   

Online registration is available
at www.PoolSpaPatio.com, where
information is accessible 24-hours
a day, seven days a week.
Registering in advance will save
attendees not only money, but also
time by not having to wait in long
on-site registration lines.

“Online registration is a quick
and easy process for attendees,”
said Donna Bellantone, director of
the International Pool | Spa | Patio
Expo.  “Whether they plan to
spend a single day or multiple
days, there’s a registration pack-
age offering exactly the experi-
ence they are seeking.”    

Registration packages
The best value, the Super Pass,

includes conference seminars on

Monday, Tuesday and Wednesday,
as well as admission to the Expo,
one of the three Power Panels, the
Welcome Party at House of Blues
and the APSP Live Workshops.
Advance prices are $195 for APSP
members and $255 for non-mem-
bers.  

The Day Pass includes confer-
ence seminars on Monday only,
Tuesday only or Wednesday only,
as well as admission to the Expo,
one of the three Power Panels, the
Welcome Party at House of Blues
and the APSP Live Workshops.
Advance prices are $115 for APSP
members and $140 for non-mem-
bers.  

The Executive Academy in-
cludes four high-level seminars on
Monday, Tuesday and Wednesday,
as well as admission to the Expo,
one of the three Power Panels, the
Welcome Party at House of Blues
and the APSP Live Workshops.
Advance prices are $295 for APSP
members and $355 for non-mem-
bers.  

The Expo Only option includes
Expo admission on Monday,
Tuesday and Wednesday, as well
as admission to one of the three
Power Panels and the APSP Live
Workshops.  There is no admis-
sion fee for APSP members who

GARDEN GROVE, CA (714) 638-3873 

VAN NUYS, CA (818) 997-6651

SAN JOSE, CA (408) 432-9700

SANTA ANA, CA (714) 973-4744

SAN DIEGO, CA (858) 565-1330

CANOGA PARK, CA (818) 710-9500

CONCORD, CA (925) 827-4300

SACRAMENTO, CA (916) 927-2882

RIVERSIDE, CA (951) 682-7700

LAS VEGAS, NV (702) 617-0010

PHOENIX, AZ (602) 244-2727

PHOENIX, AZ (602) 569-3177

TUCSON, AZ (520) 887-1100

WHAT YOU WANT.
WHEN YOU WANT IT.

Pool Water Products offers you

the most complete selection of pool

and spa equipment, parts, acces-

sories, and chemicals. With our

will call or delivery service, orders are in your hands

quickly and conveniently. Call today for delivery

information.

ASK FOR

TM

3" TABLETS
JUMBO CHLORINATING TABLETS

Available Chlorine .....…......…... 90%

DANGER:

NET WT 25 LBS

KEEP OUT OF REACH OF CHILDREN

SEE STATEMENT OF PRACTICAL TREATMENT (FIRST AID) 
AND OTHER PRECAUTIONS ON SIDE PANEL

FOR USE IN SWIMMING POOL FLOATERS AND FEEDERS
Controls bacteria and algae
(Approximate weight of each tablet 7.0 oz.)
ACTIVE INGREDIENT:

Trichloro-s-triazinetrione  ......................................................................... 99.2%
INERT INGREDIENTS: ..........................................................................……......   O.8%

100.0%

FORT LAUDERDALE, FL (954) 771-1110

LONGWOOD, FL (407) 260-2323

SARASOTA, FL (941) 922-1919

DALLAS,TX (972) 243-6006

HOUSTON,TX (281) 894-7071

RICHLAND HILLS,TX (817) 284-1600

The 2009 Int’l Pool | Spa |
Patio Expo has unveiled an all-
new, redesigned website that
offers a bold new look, simplified
navigation and improved usabili-

ty that will help users access
information more quickly and
easily. 

Located at www.PoolSpaPatio.
com, the new look and additional
features were designed to provide
centralized content, making navi-
gation fast and easy for attendees
and exhibitors.   

"Int’l Pool | Spa | Patio Expo
continually strives to provide the
best to our attendees and
exhibitors," said Donna
Bellantone, director of the Expo.
"The website redesign enables
users to find information quickly
and easily, ultimately bringing
even more value to their show
experience."

The ramped up website
enhances user-friendly navigation
by featuring three distinct sections
designed especially for the type of
target user — attendees,
exhibitors or press — with content
based specifically on their needs.  

Within each section is a wealth
of information categorized under
menu tabs located at the top of the
page.  Each tab contains a drop-
down menu of related pages that
are only visible when the user's
cursor hovers over the tab.  

To help highlight important
information, modules are included
on almost every page.  Modules
are custom content areas that
change frequently depending on
the subject matter.  

"The new website offers
incredible information about the
show in a manner that is clean and
crisp,” said Bill Weber, president
and CEO of APSP, the show’s
official sponsor.  “I encourage all
of our members to use the website
frequently."

ConnectionPOINT
One of the highlights of the

new redesigned website is the
addition of the attendee and
exhibitor portal,
ConnectionPOINT.  Serving as
the event headquarters,
ConnectionPOINT is a private,
personal section that is accessible
only with a customized e-code.

Attendees will access
ConnectionPOINT to print confer-
ence handouts and certificates,
participate in conference blogs,
review PoolSpaPatioCONNECT
matches, create a detailed show
agenda, search show specials,
obtain a Visa letter, read industry
news and much more.  

Within the exhibitor version of

2009 International Pool | Spa | Patio
Expo launches state-of-the-art website

Continued on page 18

Continued on page 19
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Sue Robach is, regional train-
ing manager for Pentair Water
Pool and Spa.  If you have ques-
tions for Sue, send them to
info@ipssa.com.

I just picked up an account
that has one of those Prowler
robotic cleaners. What mainte-
nance will I have to perform to
keep it operating correctly?

Because these units are prima-
rily self contained, meaning they
have an onboard filter system
which captures all of the dirt and
debris inside of the unit, it is
important to clean the filter as part
of your weekly maintenance pro-
gram.  Each manufacturer may
have a different method of access-
ing the filter, but to answer this
specific question, I will discuss
the procedure for Pentair’s
Prowler robotic cleaners. 

To clean the filter bag, just fol-
low these easy steps:

Turn the unit upside down and
locate the four lock tabs in the
four corners of the unit.  Release
the lock tabs by pushing toward
the roller and pull up on the bot-
tom cover.  Remove the bottom
cover and the filter bag assembly
from the shell, by pulling straight
up.

Now you can remove the bag
from the stainless steel frame on
the bottom cover.  (The bag looks
like a pair of boxers with the legs
sewn closed.)  Simply empty the
contents of the filter bag and then
wash it with cold water.

To reinstall the clean filter bag,
align it properly, keeping the label
(found near the bag opening) in
the middle of the bottom cover or
the middle of the cleaner body.
Shape the filter bag around the
stainless steel frame.

Put the filter bag and cover
assembly back into the cleaner
body, tucking the filter bag in so
that the cover snaps into the shell.

Along with cleaning the filter
bag, you should always check to
make sure the power cord is prop-
erly installed in a grounded GFCI-
protected outlet.  Be sure that the
cord is spread out straight and not

tangled.  This enables the cleaner
to cover the complete pool.

The cleaner propeller is located
on the top of the unit.  If for some
reason the unit stops moving and
you know the filter bag is clean, it
is possible that hair or debris may
have clogged the propeller.  You
can clean the propeller by remov-
ing the two screws located on the
top of the unit.  Remove the outlet
top with the gentle assistance of a
screwdriver.  The propeller now
can be pulled out and cleaned.  To
reinstall the propeller, observe the
flat side of the shaft and align it to
the flat surface of the propeller
hole.  Reinstall the outlet top and
secure it with the two screws.

For the most part, these are the
things to keep an eye for, to make
sure the Prowler is working at its
peak effectiveness and efficiency.

Ask Sue

Sue Robach

Send Your Technical
Questions to:

The IPSSAN, P.O. Box 15828,
Long Beach, CA 90815-0828
or email: ipssamail@aol.com

Equipment 
certification 
also available

Although not a requirement
for membership, pool and spa
service technicians also can
earn an equipment certifica-
tion.

This exam is based on
IPSSA’s Basic Training
Manual-Part 2.  

To obtain a log-in ID and
password, contact the IPSSA
office at 888-360-9505 or e-
mail ipssamail@aol.com.  You
will receive this information
by the next business day.

Pool closures?
If you know of any public

public pools that are closing or
not opening this year, due to the
economy or with Virginia
Graeme Baker Pool &Spa Safety
Act compliance problems, please
let us know.

E-mail any information to
info@ipssa.com.

➤

arrow
insurance
service

IPSSA Members
Do you know that we offer:

• Commercial Truck insurance with optional
non-owned auto liability

• Group Life Insurance
• Group and individual health
• Workers compensation
• Commercial umbrellas
• Store/warehouse liability
• Office liability
• Business contents coverage
• Personal Auto & Homeowners
• Online Certificates of Insurance

Call for a quotation and information

(800) 833-3433
www.arrowinsuranceservice.com

DOI License No. 0510559

By Tony Arsneault
Tony Arsenault is IPSSA’s con-

tact with the Transworld Systems
Greenflag Profit Recovery pro-
gram.  He can be reached at
anthony.arsneault@transworldsys
tems.com.

As of  July 1, 2009, IPSSA
members have recovered more than
$120,000 in delinquent accounts
through the Transworld/Green Flag
profit recovery program.

Only 323 members have signed
up for the service.  However, only
243 members have actually sub-
mitted an account, which means
that only 6.6% of the total mem-
bers are taking advantage of this
benefit.

For more information on how
you can take advantage of this
member benefit, go to the
“Members Only” page of
www.ipssa.com.

Collection Tips

More than $120,000 collected for
IPSSA members through
Transworld/Green Flag program

By Robert Foutz Jr.
Robert Foutz Jr. is a member of

the IPSSA Huntington Beach
chapter.

Every year the good folks at
HASA Chemical have an open
house party.  They always have
lots of good food, good drinks,
good music, and a tour of the chlo-
rine plant.  The tour is a how-to
intro into the making of liquid
chlorine (bleach).  My wife and I
have wanted to go for several
years, but for one reason or anoth-
er we never made the 65-mile
journey to Saugus for the party.
We finally decided to go, and as
we were planning for the trip I
said to my wife, “I’ll clean out my
work truck and we’ll take it to the
party.  That way I can stock up on
some factory-fresh chlorine.”  She
looked at me with that “I cannot
believe you just said that” look
that wives have, and simply said
“no.”  I laughed and told her I was
joking (I wasn’t but she won’t
know that until she reads this) and
gassed up the car.  The party was
what everyone told us it would be,
a great time.

During the tour I learned a lot
about making chlorine.  Mark

Wilson told us that liquid chlorine
(bleach) has three enemies:  con-
taminates, heat, and time.  He told
us HASA could control two out of
three.  The chlorine is checked for
contaminates every half-hour.
They look for impurities by giving
the sample a filter test; if it passes
from point A through the filter to
point B, it is free from contami-
nates.  Then they check the
strength of the chlorine; too weak
and the whole patch is reworked
until it’s right.  Time is another
factor HASA can control; chlorine
gets weaker as it gets older, so
once the chlorine passes the impu-
rity test it goes to the bottling
machine, and from the bottling
machine to the truck and to the
supply houses.  I could not have
gotten any chlorine that night.
There wasn’t any there.
Everything they made Friday was
gone; no factory-fresh chlorine for
me to pick up.  The last factor is
heat and that is up to God because
there is no way for HASA or any-
body else to keep the chlorine cool
in July and August.  

If you find a way to keep chlo-
rine cool and stronger, longer call
me or them!  As it should be.

One Man’s Opinion

The long journey ends
(part two): factory fresh



ly found striking was “Why are
these illegal operators able to pur-
chase products and supplies at
wholesale distribution without
proper seller permits or CSLB
licensing?”

I will make every attempt to
relate the conference leaders’
answers to these questions in this
article. Future articles will include
many of the other issues discussed
at the conference.
What can we do to combat this

(underground economy) situation?
The CSLB chair, chief of

enforcement, and regional field
enforcement members repeatedly
called for the various industries’
assistance by reporting illegal activ-
ity  The numerous sting operations
done by the CSLB along with other
agencies are often prompted by
individual referrals and usually lead
to a successful elimination of illegal
operators.  

Another point brought forward
was the need for contractors to con-
tinue to inform the public of the
risks of hiring an unlicensed con-
tractor.  These risks appear to be
somewhat complicated until you

look at them carefully.  Plainly stat-
ed, when a consumer hires an unli-
censed contractor to perform work,
the consumer assumes all the liabil-
ity for the work performed, injured
employees and tax implications.
Hiring an unlicensed contractor is
the same as hiring an employee; the
consumer assumes 100% of the
risk.  It was commented by the
insurance delegation at the confer-
ence that insurance companies are
taking a active role to combat the
underground economy and some
claims for damage may in the
future be denied because the con-
sumer hired an employee not a
licensed contractor to the perform
work.  General liability claims will
be scrutinized for the same issues.

Why is it so easy for illegal
operators to continue doing busi-

ness?
Again, the consensus of com-

ment was that the consumer must
be educated and made aware of the
risks involved when hiring an unli-
censed contractor.  The assumption
of the risks by the consumer are
obviously market (price) driven,
due to the fact that an unlicensed
contractor has a calculated 40%
advantage when bidding the work

to be performed, as stated by Pete
Tuminia, program manager,
Criminal Investigation Task Force.
With the continued efforts of the
CSLB, Division of Labor
Standards, Board of Equalization,
local city and county district attor-
neys and other enforcement and tax
collecting agencies to form a Joint
Enforcement Strike Force (JESF)
and sharing of information, it will
make it more difficult for illegal
operators to continue doing busi-
ness.  

Yes, illegal contracting usually
includes tax fraud.  Mr. Tuminia
reported that nationwide the under-
ground economy accounts for $974
billion in tax fraud, with an esti-
mate of $1.5 billion in California
alone.  It is obvious why these
enforcement and tax regulating
agencies are eager to stop the
underground economy.
We cannot afford to compete for
labor while the illegal operators
continue to pay under the table

and incur no tax liability?
The JESF, which involves agen-

cies that collect taxes, and the labor
standards agencies are now able to
share information.

What this means is that  pur-

chases that are taxable and the indi-
vidual tax information can be com-
pared to the “one person cannot do
it all” rule.  An example of this is
the requirement of roofers to have
worker’s compensation insurance;
they cannot work under the day
labor or contract services-type
thinking for wages or insurance
requirements.  

As the JESF continues to
enhance the information-sharing
program, it will become more diffi-
cult for illegal operators.  The terms
“contract services” or “independent
contractor” are clearly defined
within the scope of the Division of
Labor standards.  

One point expressly presented
was that when a contractor hires a
non-contractor for a specific spe-
cialty, the non-contractor is deemed
to be an employee regardless of the
relationship or agreement. Thereby,
the contractor assumes all risks and
liability including taxes on wages. 

Another point was that the con-
tinued relationship between the
contractor and the independent con-
tractor for the same routine or
scheduled work may be the pre-
cluding factor that the independent
is actually an employee.  For fur-
ther clarification contact the Cali-

fornia Employment Development
Department, www.edd.ca.gov.
Why are these illegal operators
able to purchase products and

supplies at wholesale distribution
without proper sellers permits or

CSLB licensing?
There was no definitive answer

to this question given at the confer-
ence.  For an answer to this ques-
tion I visited the Board of
Equalization at their West Covina,
California office.

Under California law, anyone
selling tangible personal property
in California must first obtain a
seller’s permit.  It is illegal to
engage in business without a sell-
er’s permit or after a permit has
been suspended or revoked.
Violators may be subject to misde-
meanor fines up to $5,000 and/or
up to one year in jail.

I was told there are no excep-
tions to this law.  Licensed con-
struction contractors and licensed
handyman services usually do
lump-sum billing and purchase
supplies and whole goods including
sales tax.  If billing is itemized then,
sales tax is to be collected and paid
to the California Board of
Equalization.  Trades such as jani-
torial services provide the products
necessary as supplies and do not
collect sales tax on such items.  

There is no regulation specific to
purchasing wholesale; it is believed
by the Board of Equalization that
legitimate wholesalers have con-
tractor pricing including sales tax
and general public pricing includ-
ing sales tax.  If they do sell to the
general public, the pricing is of a
retail nature.  Products purchased
for resale are purchased without
sales tax, and the reseller must have
a seller’s permit issued by the
Board of Equalization.  Most
wholesale facilities do not wish to
sell to the general public and incur
the administrative cost of collecting
sales tax.

Those who were to purchase
from the wholesaler and pay sales
tax they would either be licensed
contractors or general public. The
possession of a business license does
not preclude these requirements, in
fact it indicates that there is resale
involved and a seller’s permit is
required.  Products or supplies
intended for resale may be purchased
only by those with a current seller’s
permit, unless it is contractor-based
lump-sum billing for which sales tax
would be collected by the whole-
saler.  Brought to my attention by the
California Board of Equalization is
the following section of the
California Business and Profession
code, Chapter 1, section 128:

“Not withstanding any other
provision of law, it is a misde-
meanor to sell equipment, supplies,
or services to any person with
knowledge that the equipment, sup-
plies, or services are to be used in
the performance of a service or
contract in violation of the licensing
requirements of this code.  The pro-
visions of this section shall not be
applicable to cash sales of less than
one hundred dollars ($100).  For the
purpose of this section, ‘person’
includes, but not limited to, a com-
pany, partnership, limited liability
company, firm or corporation.  For
the purpose of this section, ‘license’
includes certificate or registration.
A violation of this section shall be
punishable by a fine of not less than
one thousand dollars ($1,000) and
by imprisonment in the county jail
not exceeding six months.” 
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Must be presented at time of purchase. While supplies last. Subject to local
availability. Void if copied, sold, exchanged, or transferred. Cannot be combined
with any other offers/Early Buys. Good at SCP Distributors LLC. or Superior Pool
Products LLC. Cash value .001¢ Expires 12.31.09 • Coupon Code COU-01-9521

$10OFF!
A single-receipt purchase
of $50 or more of
Super-Pro Products.

Must be presented at time of purchase. While supplies last. Subject to local
availability. Void if copied, sold, exchanged, or transferred. Cannot be combined
with any other offers/Early Buys. Good at SCP Distributors LLC. or Superior Pool
Products LLC. Cash value .001¢ Expires 12.31.09 • Coupon Code COU-01-9521

$10OFF!
A single-receipt purchase
of $50 or more of
Super-Pro Products.

California Contractors State License Board conference
Continued from page 1

Continued on page 15
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ProfessionalStrength,ProfessionalResults.

POOL PRODUCTS LLC
®
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The Smartest Family of Pumps Has a
New Addition!

The Smartest Family of Pumps Has a

Our family of game-changing, smart pumps offer the high-

demand features other swimming pool pumps simply can’t

match.They’re smarter, quieter, thriftier and greener than any

other pool pumps in the world. Here’s why:

Smarter –They feature built-in diagnostics to detect and

prevent the leading cause of pump failure, loss of prime, over-

heating, freezing and voltage irregularities.This ensures that they

last much longer.

Greener – Part of our exclusive Eco Select™ line, IntelliFlo

and IntelliPro pumps can reduce up to 90% of pump-related

utility costs, saving the precious energy that old-fashioned pool

pumps waste.

Quieter – Exclusive permanent magnet motors assure

quietest operation of any pool pump on the planet.

Thriftier – Digital controls and proprietary software allow

custom programming of pump speeds, which offer typical

savings from $320 to $1360 on electricity bills each year.*

Now, we’re proud to announce our new Pentair Pool Products®

IntelliFlo and Sta-Rite® IntelliPro models, with SVRS.They meet

all new local, regional and national mandates for safety and add

an additional layer of protection against entrapment.

To learn how our entire family of smart pumps can help you

exceed your customers’ needs (and boost your bottom line!),

contact your Pentair representative, call

1-800-374-4300
or visit us online at

www.pentairpool.com or www.starite.com

Introducing IntelliFlo® and IntelliPro®, now with SVRS

*Savings based on comparison pump running between 6 and 12 hrs/day at a national

average of $0.15/kWh in a 20,000 gallon pool. Savings may vary based on plumbing size

and length, pump model, service factor, flow rates and other hydraulic factors.
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In an effort to help builders and
retailers boost aftermarket sales,
Pentair Water Pool and Spa® has
updated several sales tools,
notably a flyer promoting renova-
tions, counter mats, and in-store
floor displays.  The updated sales
tools now tout the benefits of the
newest additions to the IntelliFlo
and IntelliPro pump family: the
models with built-in Safety
Vacuum Release Systems
(SVRS).

The new equipment renovation
flyer has been designed as a
mailer or leave-behind piece, for
service and remodeling compa-
nies, as well as retailers.  It
describes equipment that may be
ripe for upgrades and divides
them into three consumer-orient-
ed categories: Bare Essentials,
Comfort and Convenience, and
Ambiance.  Tabs bearing those
category names help pool owners
quickly access the items of inter-
est.

The IntelliFlo and IntelliPro
counter mat has also undergone a
facelift to draw attention to the
savings story of the IntelliFlo and
IntelliPro family of pumps.  A
happy woman holding a fan of
$100 bills appears beside the
headline, “Unbelievable sav-
ings!”  The mat also lists the pri-
mary advantages of variable-
speed pump technology: energy
savings, product longevity, quiet
operation, and, with the

VS+SVRS models, added protec-
tion against entrapment.

Pentair also has updated its
pump floor displays to tout the
benefits of the VS+SVRS models.
Two different floor displays are
available, one for IntelliFlo, the
other for IntelliPro.  

To order these tools, dealers

can call 888-755-7946, fax 800-
582-2112 or e-mail pool.litera-
ture@pentairwater.com and
request #Ps-112 for the flyer, #P2-
055 for the counter mat, #P3-183
for the IntelliFlo VS+SVRS floor
display, or #P3-184 for the
IntelliPro VS+SVRS floor dis-
play.

Mike Geremia presents Bruce Dunn with an award recognizing
his long service as chair of the California Spa and Pool Industry
Education Council (SPEC) Board of Governors.

Pentair offers IntelliFlo® and
IntelliPro® VS+SVRS sales tools

The opportunity to represent
IPSSA at this conference was
rewarding to me, and I encourage
all of our members to become
involved in the battle to combat the
underground economy.  The rules
and regulations have been devel-
oped to provide a level playing field
of competition where profits are
realized by informed managerial
decisions and the right to operate
your business in the best interest of
your family, employees and the
consumer.  

Illegal operators will continue to
plague all businesses, and it is up to
organizations like IPSSA to inform
their members and provide benefits
for all members to improve their

positions in the business market.
The IPSSA scholarship fund has
been and continues to be a major
benefit of IPSSA membership.  

In order to improve your posi-
tion in the market place, the IPSSA
Scholarship Fund is available to
assist you with the cost of educa-
tion, be it managerial or technical.
This fund operates entirely on
donations and requires your person-
al support as well as the support of
your chapter and region.  

Information about the IPSSA
Scholarship Fund and how you,
your chapter or region can con-
tribute, can be found at www.
Ipssa.com, or by contacting the
Scholarship chair Ray Arouesty at
Arrow Insurance, 800 833-3433.

California Contractors State License
Board conference
Continued from page 12
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• Economical

• Easy To Install

• Self Calibrating & Monitoring

• Full Body Entrapment 
   Protection

A. O. Smith Guardian® complies with requirements for 

      Safety Vacuum Release Systems in the Virginia Graeme Baker 

Pool and Spa Safety Act of 2007.

531 N. Fourth St. • Tipp City, OH 45371 • Tel: (866) 887-5216

Fax: (800) 468-2062 • www.aosmithmotors.com

A. O. Smith Guardian®

is listed to the 
ASME A112.19.17 
SVRS standard for 

suction lift 
applications.

 SVRS does NOT protect against
the four other types of entrapment:

hair entanglement, mechanical entrapment,
limb entrapment, evisceration/

disembowelment.

Free Information:
To learn more about Guardian®

replacement motors, see your local 
A. O. Smith Distributor or visit our website 
and download bulletin #2995A at:
www.aosmithmotors.com
Copyright © 2009 A. O. Smith Corporation

• Auto-Reset

• Listed To The Standards

• Built In Electronics

• Replaces Existing Pool 
   Pump Motors

                                         with a built in

Safety Vacuum Release System

The 
Pool Motor...

Upgraded Electronics!

Upgraded Electronics!



August 2009 The IPSSAN page 17

A new scientific study demon-
strates that swim diapers will
somewhat reduce, but will not
prevent, the spread of recreational
water illness (RWI) of the most
common cause of documented
outbreaks, cryptosporidium (cryp-
to).  Scientists from the University
of North Carolina-Charlotte
(UNC-Charlotte) reported at the
Swimming Pool & Spa
International Conference in
London, England (March 17-20,
2009) that swim diapers help by
slowing down the release of dis-
ease-causing germs, but the bene-
fits are short lived.  Crypto is
spread by diarrhea from infected
people or mammals and is the sin-
gle largest illness threat to pool
users.  To prevent the spread of
crypto, officials advise that people
should not get in the water if they
have diarrhea.

The researchers measured the
amount of microsphere that
released from swim diapers worn
by children.  The microspheres
were plastic particles that have a
similar size (five microns) to that
of crypto.  Normal swim trunks,
common disposable diapers and
reusable diapers with and without
vinyl diaper covers were tested.
Swimming trunks without a swim
diaper of any kind had the poorest
performance; almost 90% of the
microspheres were released into

the water within one minute.
Swim diapers released at least

50% of the microspheres within
one minute.  Placement of a vinyl
diaper cover over a disposable
swim diaper slightly improved
performance.  In all cases, 25% or
more of the microspheres were
detected in the water within two
minutes.  “When a fecal accident
contains about a billion disease-
causing crypto oocysts, hundreds
of millions of oocysts get into the
water within minutes,” explains
Dr. James Amburgey.  “The reten-
tion of diarrhea in swim diapers is
very short-lived.  Swimmers only
need to ingest about 10 crypto
oocysts to become infected.  What
are the odds you will know the
moment the child has an accident
and immediately remove him/her
from the pool?”  The research was
conducted by James Amburgey,
Ph.D., Michael J. Arrowood,
Ph.D., and Roy R. Fielding, B.A.
M.Ed.   Five scientific seminars,
including a presentation by Dr.
Amburgey, will address crypto at
the sixth annual World Aquatic
Health™ Conference in Atlanta,
Georgia, October 28-30, 2009. 

Crypto, a parasite that causes
diarrhea and dehydration, is one of
the most common causes of docu-
mented recreational water illness
outbreaks.  It is found in infected
people's stool and cannot be seen

by the naked eye.  This germ is
highly resistant to chlorine disin-
fectants used in pools.  The CDC
reports that crypto outbreaks con-
tinue to increase.  In recent years,
outbreaks have impacted thou-
sands.  Because crypto is resistant
to chlorine, as bathers visit other
pools, the outbreak spreads from

facility to facility.  Regional out-
breaks have spread throughout cer-
tain states (New York, Utah, Texas
and New Mexico) and can last for
months. 

The UNC-Charlotte research is
the first scientific evaluation of
swim diaper-use to shield against
crypto outbreaks.  Swim diapers
are widely used around the world
at public and private pools to con-
tain solid fecal accidents.  “It
seems like common sense that peo-

ple who have diarrhea should not
go into a public pool, nor should
they let their children.  This study
confirms that parental restraint is
the key to preventing crypto out-
breaks, not swim diapers.
Swimming with diarrhea is irre-
sponsible because it places other
people’s health at risk,” reinforces
Thomas M. Lachocki, Ph.D., CEO
of the National Swimming Pool
Foundation® (NSPF®) which
funded the research. 

In each issue of The IPSSAN, you’ve been seeing discount
coupons for Hayward and Goldline products.  Did you know that
every time you use one of those coupons, Hayward will donate
money to IPSSA?

These coupons will only be available through the end of this
year, so redeem your coupons now.

Chapters can get extra coupons for distribution to its members.
Contact the IPSSA executive office at 888-391-6012 or
ipssamail@aol.com

Hayward coupons help your
bottom line and IPSSA’s

New study: keep kids with diarrhea out
of pool - swim diapers not best solution

The International Hot Tub
Association has announced its
acceptance into the American
National Standards Institute
(ANSI) with the strategic plan of
writing and revising standards for
the portable hot tub industry. 

IHTA was founded on the pur-
pose of advocating and protecting
the hot tub industry from unwar-
ranted regulation now and in the
future.  ANSI facilitates the devel-
opment of American National
Standards (ANS) by accrediting
the procedures of standards devel-
oping organizations (SDOs).
These groups work cooperatively
to develop voluntary national con-
sensus standards. 

Accreditation by ANSI signifies
that the procedures used by the
standards body in connection with
the development of American
National Standards meet the
Institute’s essential requirements
for openness, balance, consensus
and due process. 

IHTA’s Board of Directors has
established a portable hot tub
Engineering Committee which will
assist the organization in defining
sound technical areas which are in

need of standardization.  With new
standards being established, the
organization can use these domes-
tic standards as a model for future
international standards to benefit
international members. 

In many instances, U.S. stan-
dards are taken forward to
International Standardization
Organizations (ISO) through
ANSI, where they are adopted in
whole or in part as international
standards.  For this reason, ANSI
plays an important part in creating
international standards that support
the worldwide sale of products,
which prevent regions from using
local standards to favor local
industries.

“It’s our intent to educate as
many government officials as pos-
sible regarding the differences
between the portable hot tub
industry and the swimming pool
industry.  No longer can we afford
to be considered the same indus-
try,” stated Mitch Brooks, execu-
tive director for the group.  “There
is no doubt in my mind that the
IHTA is becoming the primary
voice of the portable hot tub
industry!”

IHTA joins the American
National Standards Institute
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Call
Coral Seas
Representative

“Uncle” Sam
Azzarella

(760) 773-5913
1-800-962-2222

DECK-O-SEAL – More that just a sealant.

Visit our website at www.deckoseal.com/ipod  to sign up for our 
free e-newsletter to stay up to date on DECK-O-SEAL news 

and register for a chance to win an iPod.

DECK-O-SEAL
A Division of W.R. MEADOWS , INC.
P.O. Box 397 Hampshire, IL 60140

800.542.POOL
www.deckoseal.com

sales@deckoseal.com

Help your clients protect their investment with DECK-O-SHIELD and 
DECK-O-GRIP from DECK-O-SEAL. While you are servicing your 
customer’s pools, increase your sales dollars per client by helping 
them protect their deck. DECK-O-SHIELD is designed to protect pool 
decks from staining, including food and drink spills, salt stains and 
water penetration. You can also help your clients protect their deck 
and their guests with DECK-O-GRIP deck treatment. The product’s 
inherent slip-resistant additive creates a surface that helps keep 
guests safe and secure, while also repelling stains and protecting 
their poolside for years to come. Both DECK-O-GRIP and 
DECK-O-SHIELD are easy to apply and do not require a costly invest-
ment in application equipment. Let us help you grow your sales.

®

Deck-O-Treat is a gunite/shot-
crete curing aid specially formu-
lated to provide the contractor
with a good, general purpose cur-
ing aid for construction applica-
tions where economy is of prime
importance.  It contains no wax,
resin, or solvent.  Deck-O-Treat
features a low VOC content to
comply with nationwide VOC
regulations. 

Deck-O-Treat is ready to use
and aids in curing gunite and shot-
crete.  Surfaces treated with Deck-
O-Treat can later be covered by
additional finishes, such as paint,
tile adhesive or plaster.  Deck-O-
Treat can be used on both horizon-
tal and vertical surfaces.

Deck-O-Treat is a penetrating
material that aids curing and hard-
ens in a single application.  For
added convenience, the product is
ready to use straight out of the
container – no mixing or addition-
al preparation is required.  The
material is also tinted to easily
identify coverage.  After applica-
tion, the surface can then be
altered with additional treatments,

such as paint, tile adhesive, or
plaster.  Deck-O-Treat can be
spray-applied to horizontal or ver-
tical surfaces.  The product is
VOC compliant.  Its actual VOC
content is 0 g/L, so the product is
environmentally safe and a suit-
able green building material.

For more information, contact
Deck-O-Seal, a division of W. R.
Meadows, Inc. at P.O. Box 397,
Hampshire, Illinois 60140;
phone: (800) 542-POOL; fax:
(847) 214-2268; e-mail:
sales@deckoseal.com or visit
www.deckoseal.com. 

Cure and harden gunite and 
shotcrete pools with Deck-O-Treat 

ConnectionPOINT, exhibitors will
register for badges, complete the
Program & Event Guide informa-
tion, access the Exhibitor Service
Manual, review PoolSpaPatio
CONNECT matches, review
booth invoices, review status of
sponsorships, manage exhibitor
appointed contractors, obtain a
Visa letter, review past exhibit his-
tory and much more.  

After registering for the show,
e-codes will be sent to attendees
approximately 2 months prior to
the show.  Exhibitors will receive
e-codes in their booth confirma-
tion packets.  

"ConnectionPOINT is a one-
stop, online resource for attendees

and exhibitors to manage their
show experience," said Bellan-
tone.  “Instead of having to search
multiple web pages,
ConnectionPOINT brings all the
key information into one central-
ized site.”   

The 2009 International Pool |
Spa | Patio Expo will be held
November 16-18 in the Bayside
Halls at the Mandalay Bay
Convention Center in Las Vegas,
Nevada, with the educational con-
ference taking place November
13-18.

For information about the Int’l
Pool | Spa | Patio Expo, visit
www.PoolSpaPatio.com or call
972.536.6350 or 888.869.8522.

2009 International Pool | Spa | Patio
Expo launches state-of-the-art website
Continued from page 10

Visit 
www.ipssa.com

and click on the 
merchandise page 
for an order form.

www.ipssa.com

Did you know that you could 
get polo shirts, sweatshirts 
and other items with 
the IPSSA logo
on them?

Buy IPSSA stuff!

• Write your account number on your payment for accurate posting 
• Never staple your check to any paperwork 
• Postmark your payment by the 10th of the month to avoid a late fee 
• Notify us if you have changed your address or phone number 
• Don’t hesitate to call if you feel your check might not have been

received 
• If you haven’t filled out a life insurance beneficiary form please do

so 
• If your beneficiaries have changed, call us up for a new form or

visit the members-only page at www.ipssa.com
• We offer automatic withdrawal through your bank or credit card 
• For those on automatic withdrawal, be sure to notify us if your bank

account or credit card number changes 

A few friendly reminders from the
IPSSA financial office:

ww ww ww .. ii pp ss ss aa .. cc oo mm
F O R  M E M B E R S  O N LY

Keep your member-
ship data current!

Whenever you have a change
of address or phone number,
please be sure to notify the
IPSSA financial office.

Call 888-391-6012 or email
clint@cramercpa.com

Thank you!

Compare rates at 
www.ipssainsurance.com

NEED HEALTH
INSURANCE?



register in advance, while non-mem-
bers pay $20.  Admission to the
Welcome Party at House of Blues is
not included, so tickets may be pur-
chased separately for $20.  

The Builders Institute Saturday/
Sunday Pass includes admission [with
lunch] to the two-day program, as
well as admission to the Expo, one of
the three Power Panels, the Welcome
Party at House of Blues and the APSP
Live Workshops.  Advance prices are
$455 for APSPmembers and $555 for
non-members.  

The Builders Institute Sunday
Pass includes admission [with lunch]
to the one-day program, as well as
admission to the Expo, one of the
three Power Panels, the Welcome
Party at House of Blues and the
APSP Live Workshops.  Advance
prices are $265 for APSP members
and $315 for non-members.  

The Technical Service Institute
Sunday Pass includes admission [with
lunch] to the one-day program, as
well as admission to the Expo, one of
the three Power Panels, the Welcome
Party at House of Blues and the APSP
Live Workshops.  Advance prices are
$195 for APSPmembers and $245 for
non-members.  

The Genesis 3 Design Schools
allow attendees to choose one of the
four 20-hour courses, in addition to a
Super Pass, admission to the Expo,
one of the three Power Panels, the
Welcome Party at House of Blues and
the APSP Live Workshops.  The
advance registration fee is $1,450.

Registrants may also add the Exec-
utive Academy package for only $100.   

"Registering in advance not only
saves money, it also enables attendees
to hit the show floor before their com-

petitors,” said Bill Weber, President
and CEO of APSP, the show’s
official sponsor.  “I encourage all
of our members to register early
for the best savings." 

For more information about
the International Pool | Spa | Patio
Expo, please call (972) 536-6350
or (888) 869-8522 or visit
www.PoolSpaPatio.com.      

One of the California
Contractors State License Board
(CSLB) most wanted suspects has
been arrested in Tulare County.
Unlicensed contractor Harold
Woodward Galbraith, Sr., 64, of
Porterville, was taken into custody
May 1, 2009 in Visalia. 

Galbraith was wanted on an
outstanding $25,000 felony war-
rant for diversion of construction
funds and financial elder abuse. 

An alert Tulare County building
official noticed that Galbraith had
pulled several owner-builder per-
mits, and recognized him from
CSLB’s Most Wanted web site.  

Galbraith became aware that
law enforcement was after him.
He surrendered himself to authori-
ties at the Tulare County court-
house with the hope that he would
be released on his own recogni-
zance.  Instead a judge ordered
Galbraith into custody. 

Galbraith has a long history of
illegal activity in Tulare, Fresno,
and Madera Counties.  His appar-
ent method of operation has typi-
cally been to ask for excessive up-
front deposits, preferably cash or
cashier checks, then he either
abandons the job, delays it, or does
poor work.  His victims include

elderly and rural homeowners who
try to save a few dollars by using
the owner-builder process.
Galbraith’s contractor’s license
was revoked by CSLB in 1997.

“People aren’t on our most-
wanted list by accident,” said
CSLB registrar Steve Sands.
“These are the worst of the worst
when it comes to unlicensed oper-
ators.  Unfortunately, many con-
sumers don’t realize the serious
risks they take when hiring people
to work on their property without
first checking their qualifications.
It only takes a few minutes to ver-
ify a contractor’s license by using
CSLB’s web page or toll-free tele-
phone number.”

The Tulare County District
Attorney’s office believes there are
other Galbraith victims who have
not yet come forward.  Potential
victims are urged to contact
Investigator Mark Lopez at (559)
624-1054.

CSLB’s Most Wanted web site
features the most egregious unli-
censed violators in California who
are known to prey on vulnerable
and unsuspecting homeowners.
Complaints against these unli-
censed individuals have been
lodged with CSLB, law enforce-

ment agencies, and district attor-
neys around the state.  There are
active warrants for the arrest of the
people on the list.

Anyone who sees these individ-
uals on the street or has any infor-
mation on their whereabouts is
asked to contact their local police
or sheriff's department.  After con-
tacting local law enforcement, call
the CSLB in northern California at
(916) 255-2924 or in southern
California at (562) 345-7600.

CSLB urges consumers to fol-
low these tips when hiring a con-
tractor:

• Be especially hesitant when
approached by someone offering
home improvement services door-
to-door.

• Verify the contractor's license
by checking online at
www.cslb.ca.gov, or via CSLB’s
automated telephone system at 1-
800-321-CSLB (2752).

• Don't pay more than 10%
down or $1,000, whichever is less.

• Don't pay in cash, and don't let
the payments get ahead of the
work.

• Check references; get three
bids and a written contract.

• Contact CSLB if you have a
complaint against a contractor.

In 2009, CSLB, which operates
under the umbrella of the
Department of Consumer Affairs,
marks its 80th anniversary of pro-
tecting consumers by regulating
California’s construction industry.
Today CSLB licenses more than

315,000 contractors.  In any given
year, complaints are filed against
only 3% of licensed contractors.
In fiscal year 2007-2008, the
CSLB helped consumers recover
$35.2 million in ordered restitu-
tion.
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at your next service call could translate into an extra

Replace an expired spa ozonator with a new one
to ensure optimum water quality

REPLACE A DEL WITH A DEL

10 MINUTES
$150

aftermarketspa@delozone.com
805.676.1335 x 232
www.delozone.com

FIBER CLEAR COSTS LE$$!

Biodegradable / Non-toxic / Environmentally Friendly

PLUS
Faster backwashes = Less water/chemical usage

Non-abrasive = Longer pump/fi lter life

REDUCES Algae / Phosphates / Suspended Minerals / Tile Scum Line

Fiber Clear Filtration • 1712-C Newport Circle • Santa Ana, CA 92705

www.fiberclear.net

FIBER CLEAR 
3oz for 10 sq ft of fi lter 
cost per oz = .35cents 

3oz for 10 sq ft of fi lter = $1.06

DIATOMACEOUS EARTH
24oz for 10 sq ft of fi lter
cost per oz = .05 cents

24 oz for 10 sq ft of fi lter = $1.20

California Contractors Board most wanted suspect arrested in Tulare County

2009 International Pool | Spa | Patio Expo 
opens attendee online registration
Continued from page 10

In view of the current economic issues that are
plaguing the world economy and our industry, DEL
Ozone is formulating plans to adapt to the situation
ensuring continued support for its valued distribu-
tion and dealer base.  Effective July 20, 2009, all
field representation for DEL's residential pool prod-
ucts will be managed by Jeff Jones and Rick Taylor,
direct employees of DEL Ozone (contact info
below).

DEL Ozone is appreciative of the diligent efforts
of its independent rep agencies, and this action is by

no means a reflection on them.  DEL Ozone wishes
them continued success in their future endeavors. 

The members of the DEL Ozone team are excited
about the future and look forward to growing the
business with you, their valued customers.   

DEL Ozone Contact List: 
Jeff Jones, Residential Pool National Sales

Director & Western Region
800-676-1335 x291; jjones@delozone.com 

DEL Ozone field coverage

Continued on page 20



By Bill Kinnard
Bill Kinnard is founder and

president of Integrity Options and
is a licensed trainer of Grandy &
Associates’ Basic Business Boot
Camp.  www.grandyassociates.com

You’ve seen it.  You may have
even participated in it.  Near the
end of every year, small business
owners from across the country
are driving new trucks and buying
new equipment for the shop.  They
have to! They met with their
accountants and were told they
need to go out and spend some
money or they will get nailed with
taxes the following spring.  How
can they argue with their account-
ants?  After all, that’s what you’re
paying him for, to give you good

solid advice regarding the finan-
cial side of your company. 

After working with contractors
for more than 25 years, I’ve seen
the annual dance repeated over
and over again.  If you fall into
this boat, you’re not alone.
Towards the end of each year,
small business owners every-
where are told that they need to
spend money to avoid the penalty
of taxes, then in February, March
and April, they are running 60, 90,
120 days or more behind on pay-
ing suppliers.  In a typical year,
many are just now digging them-
selves out of that hole.  However,
this year the slower economy has
made the climb even more diffi-
cult.  

The problem is not your
accountant! 

In most cases, your accountant
is not to blame.  Chances are,
whether you realize it or not, he or
she is doing exactly what you are
asking them to do.  You’re typical-
ly looking at some year-end plan-
ning and asking if there are ways
to keep your taxes under control.
Even if you don’t ask this question
directly, chances are that’s the
thought process of your account-
ant.  

Often the advice provided is
that you need to spend some
money before the end of the year
in order to reduce the amount in
taxes you’ll have to pay next
spring.  You go out and buy that

new truck, job trailer, or bobcat,
and, in your mind, you have done
what is best for your company.
Did the advice meet the objective?
When you purchased that new
truck, did that accomplish the
objective of. lowering taxes?  Sure
it did.  It provided an additional
write-off that you could take.
Based on the question you asked
your accountant (whether you
uttered the words or not), they
accomplished exactly what you
were looking for.    
Did you ask the right question? 

How specific were you when
you sat down with your tax
accountant?  Did you let him
assume why you were meeting, or
did you ask specific questions?
The correct question should have
been “How can I lower my tax
burden while still maintaining the
cash flow I need to run my compa-
ny throughout the next year?”
That’s different, and will result in
a different answer.  

If you simply look at each year
on its own, without considering
the ramifications that decisions
will have on the next year, you are
setting yourself up for financial
pain and heartache.  As a team,
you and your accountant need to
look at how to reduce your tax
burden, while maintaining the
cash flow you will need to carry
yourself through the typical down
months that tend to start out the

year for many contractors.  
In order to accomplish this, you

will need to project your cash flow
needs for the next year.  Look at
your projected sales and expenses
for the next year and see what you
will need to get through the lean
months.  

Contractors go out of business
for one of two reasons:  either
improper labor pricing or lack of
cash flow.  Those that go out of
business due to lack of cash flow
tend to do so in what would have
been their most profitable year.
They just couldn’t get through the
lean months first.  Work with your
accountant to get in the best possi-
ble position, while hanging on to
this cash for when you need it.  It
will make the accountant’s think-
ing process change, but would you
rather pay the absolute minimum
in taxes and go out of business in
the first half of next year or pay
slightly more in taxes, but be able
to stay current with, and take dis-
counts from, your suppliers.    

There is a process to creating a
cash flow budget.  If you need
some help with this process, now
is the time to start.  Don’t wait
until November or December.
You still have time on your side to
fix problems.  If you wait until
that sit-down with your account, it
may be too late.  Make the
changes you need to while time is
still on your side.
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Are you asking your accountant the right question?

Rick Taylor, Residential Pool Eastern Regional Sales Manager
800-676-1335 x292; rtaylor@delozone.com 
Jennifer Engelmeier, Aftermarket Spa Sales Manager
800-676-1335 x232; jen@delozone.com 
Dana Nelson, Customer Service
800-676-1335 x249; o3info@delozone.com 
Jim Brown, Residential Warranty & Technical Support

Manager
800-676-1335 x225; jbrown@delozone.com 
TrioPure Technical Support
800-676-1335 x293; triopure@delozone.com  
Residential Pool & Spa Tech Support
800-676-1335 x248; warrantysupport@delozone.com or aftermar-

ketspa@delozone.com 

DEL Ozone field coverage
Continued from page 19

For Members Only
Please send me the following:

❏ Aqua Magazine (free subscription form)

❏ “Disinfection of Public Pools and Management of

Fecal Accidents”

❏ Hertz Member Discount Card 

❏ IPSSA Imprinted Items

❏ IPSSA Scholarship Fund Kit (Brochure & Application)

❏ Pool and Spa News subscription discount offer

❏ PoolSaver Referral Program Form

❏ Sea World

❏ Service Industry News subscription  discount offer

❏ Six Flags Magic Mountain

❏ Universal Studios

Send self addressed STAMPED
#10 business size envelope to:

IPSSA
P.O. Box 15828

Long Beach, CA 90815-0828



By Tom Grandy
Tom Grandy, is president of

Grandy & Associates, a firm that pro-
vides business training exclusively to
the service and trades industry.
www.grandyassociates.com

There are two ways to learn how
to run a profitable business.  The
first and most-often taken path, is
simply to start the company and
learn as you go.  Sometimes that
works and sometimes it doesn’t.  A
better way would be to find a very
successful company, get to know
the owner, and allow him or her to
mentor you.  In other words, learn
from their mistakes and find out
what works for them.  Most busi-
ness principles are pretty generic;
therefore they work in most busi-
nesses.   Don’t worry about mentor-
ing taking all the problems out of
your business.  Chances are, even
with mentoring, you will still make
a lot of mistakes all by yourself! 

I have shared the following true
situation with contractors for years.
I’ll be talking about real situations
from a real company in this article,
but the name of the company will
not be used.  However, just so we
can kind of stay current with
national events, we will call our
company Joe the Plumber.  You
might remember hearing about Joe
during the recent presidential elec-
tion.  If not, don’t worry about it as
this is a made up name anyway!

This will be a two part series.
This month I am going share the
true story of Joe the Plumber.  Next
month we will discuss eight things
we can learn from Joe’s story.  

Think back to 1995.  Joe was
having a tough time.  He was what
I would call the typical plumbing
company.  He was doing service,
new construction and remodeling.
The bottom line was pretty clear.
Joe was working really hard but not
making any money. 

They say necessity is the mother
of invention, and that’s what
spurred Joe to make a change.
After taking a close look at his
company Joe realized he was not
doing any of three things well, so
Joe made a decision, a decision to
be profitable!  Joe decided he was
going to become the absolute best
service plumbing contractor in his
city.   That right, Joe decided to do
one thing and to do it really, really
well.  That got the ball rolling. 

We all know how hard it is to
find time to really think during the
course of the normal business day,
so Joe took a couple months off.
He needed time to think and he
needed time to plan.  If he was
going to make the switch to 100%
service work he also knew things
would have to change dramatically.
The current model simply did not
work, not even in the service
department.   Then the thought hit
him.  “Why don’t I design my new
company the way I want it to run?”
and, with that, the process began.
Joe began to look at his company
through different eyes.  He decided
to address each weakness he had, so
he could do it the right way in his
new company.  To do what Joe
wanted to do also made one other
fact crystal clear:  when it was all
said and done, it was going to cost
a lot of money to run the company
the way he wanted it to run.  That
meant he would have to switch to
flat-rate pricing.   What was the

unknown?  What rate would he
have to charge per hour to be truly
profitable?   

Joe took that time off, found a
quiet place to think, and began
addressing the problems he had in
his current company in order to cor-
rect them in his new service compa-
ny.  Joe addressed the following
items: 

1. High employee turnover
rate

Joe was experiencing high tech-
nician turnover.  His techs would
stay a year or two, and then move
on for an additional $1.00/hour
down the street.  That had to stop. 

Solution:  The new company
was going to pay the techs well.
The modeling of the new company
would be based on his average tech
making between $50,000 and
$100,000 a year and the company
would pay all the techs medical,
dental and vision insurance.  In
addition to that, Joe decided to
include a 401(k) plan and profit
sharing.  With that kind of program,
he could surely attract and retain
the top techs in the area.  (By the
way, last year, Joe’s average tech
made $93,000 plus benefits!)

2. Junky looking trucks
Joe’s vehicles looked bad.  He

had pickups, vans and basically a
mishmash of old vehicles. 

Solution:  The new company
would be different.  The new com-
pany would have only new (very
expensive) box vans.  The reason-
ing was quite simple.  First, the box
vans would serve as moving bill-
boards which would help market
the company.  Because they were
new and kept clean, the initial
impression to the customer was
very good.  

The move to box trucks, howev-
er, was a little more foundational.
Joe was well aware of the cost of
non-billable time.  It was very
expensive to have his techs driving
back to the shop, or the distributor’s
facility, to pick up parts that were
not on their truck.  The new box

vans would literally carry every-
thing needed on the job.  The basic
parts would be on the truck, but so
would things like water heaters, toi-
lets and sump pumps.  The new
company could not afford to run the
new highly paid techs all over town
to pick up parts.  Box vans became
part of the business plan for the new
company. 

3. Techs were poorly trained in
customer service

Customer service is a huge part
of being highly successful.  The ini-
tial impression the tech gives the
customer can make or break the
relationship.  Joe’s guys were not
very good at customer service. 

Solution:  If Joe was going to
meet his goal of being the best in
the city, he was continuously going
to have to train his techs in cus-
tomer service, customer relations
and add-on sales.  The new busi-
ness plan included massive
amounts of training dollars!

4. Poor response time to his
customers needs

Joe had another problem.
Customers would often call his
company only to find out it was
going to be several hours or per-
haps days before he could send out
a service tech.  Everyone knew,
including Joe, that the customer
wanted service she they wanted it,
not in two days. 

Solution:  After a bit of thinking
Joe came up with a way to over-
come this problem as well.   The
new company model would include
one additional tech and one addi-
tional box van that he did not nor-
mally need.  In other words, his
model included an extra tech and
all his costs (insurances, taxes, uni-
forms, cell phone, etc.) just sitting
around waiting for the phone to
ring so that he could provide imme-
diate service.  The customers would
love it.  An idle tech, with all the
related overhead costs, was going
to be very expensive, but that didn’t
bother Joe.  If he was going to be
the best in town, he would do what
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Eight things we can learn from
Joe the plumber - Part 1
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By Charles Baird
Charles Baird is president of

National Pool Route Sales and the
author of The Millionaire Pool
Man. 

A few months back we wrote

about retaining or losing accounts
in a failing economy, but perhaps
we were a little remiss in the arti-
cle because I am still running into
pool techs losing customers, and
these pool techs are still blaming

the state of the union. While you
will lose a few customers in a fail-
ing economy, this loss should be a
minor inconvenience, and you
should still be acquiring new cus-
tomers to replace the ones lost. A
failing economy is no excuse for
losing a large percentage of your
customers. 

Many customers who discon-
tinue service with a service tech
will search for an excuse to avoid
confrontation. In the absence of a
poor economy they use excuses
such as: my friend bought a route
and he is going to service the pool,
my son is home from college and
he will service the pool, or I want
to service the pool myself for
awhile. All of these excuses are
used, along with the economy, to
discontinue service, but how
many of these excuses are actual-
ly valid? Some are, but most are
not. 

We all make mistakes in our
daily business that eventually
cause us to lose accounts. Some of
the mistakes are minor, and some

of the mistakes are major. Some
are attitude and work ethic, and
some are because of a lack of
knowledge. Attitude and work
ethic are the two most prevalent
reasons for customer loss and they
are also the easiest to remedy.
Change your attitude and seek
more training. Also, the better you
are at your profession, the more
comfortable you become with
your business and the more com-
fortable the relationship between
you and your customers. 

Even with all the mistakes we
make in business, there is usually
that one deciding moment when
the account goes south. It could be
something very simple that causes
the migration, but the underlying
reasons are usually more funda-
mental. Regardless the excuse for
termination, once the account
decides to go south there is usual-
ly nothing you can do to stop the
migration. You must stop the
migration before the customer
reaches that deciding moment. 

There are many customers on
your route who are struggling
even while you are reading this
article, but they are still cus-
tomers. It may be because they
have had problems in the past with
pool techs, and you provide the
best service they can expect. If
this is the case, I applaud your
effort, but it is not enough. Great
service will only carry you so far.
Just being a great tech is never
enough, especially when the econ-
omy is in a downward cycle. You
must be special. The customer
must believe it will be difficult to
replace you when the economy
rebounds. A good, friendly and
responsive attitude helps to make
you special. Also, you must pro-
vide a service that other pool techs
do not provide; the inspection
sheet and newsletter starts you on
the right path.  

I have been promoting inspec-
tion sheets and newsletters for

years with limited effect. If you
are not providing an inspection
sheet and newsletter for your cus-
tomers, you cannot complain
about the economy, the college
kid, the friend who purchased a
pool route or the homeowner serv-
icing his or her own pool. You
cannot complain because you
have not done everything in your
power to avoid the loss. You can
complain if the house is boarded
up and abandoned, but short of
this, there is always a way to save
an account. However, saving the
account must be accomplished
before the account reaches that
deciding moment. 

When the economy is great and
people are happy, they will accept
a little less service. However,
when the economy slows down
people will not accept poor serv-
ice, and many will not accept just
good service. They want more
service for their dollar, and if you
cannot give them what they need
or want, they will find it else-
where. The deciding moment is
when a customer looks at the tech
and asks, “What does he do for the
money?”

In a poor economy, if cus-
tomers believe you provide the
same service as every other pool
tech.  Even if you provide a good
service, they will eventually head
south for the recession or look for
someone less expensive. They
may believe they can find some-
one to perform the same service
you provide for less. However, if
they believe you cannot be
replaced, if you provide an excep-
tional service as a pool tech and a
business person, if you give them
more service for their dollar, if
you communicate with them
through newsletters and inspec-
tion sheets, if you make your serv-
ice special, and if you connect
with your customers, they will get
rid of every other service they
have before they discontinue their
pool service. Remember, if they
do not have the money to spend on
outside activities, they need a
healthy pool. It is your job to give
them that healthy pool. It is also
your job to let them know just
how important your services are
and what the cost could be, both in
health and finances, if they decide
to head south. 

Until next time, have a blessed
month
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IPSSA dues invoices
available via e-mail

Would you like to get your
monthly statement e-mailed to
you instead of trusting the Post
Office?  Please send an e-mail
with your name and IPSSA
account number to Clint at the
IPSSA financial office
(clint@cramercpa.com) and
your next statement will get sent
to you by e-mail!

Route Advice

Losing accounts?

IPSSA water chemistry certification
exam available on-line

All prospective members must pass IPSSA’s Water Chemistry
Certification Exam, which is offered on-line or in-person at a chap-
ter meeting.

The exam is based on IPSSA’s Basic Training Manual-Part 1,
which can be purchased by calling 888-360-9505 (Monday-Friday,
8:00 a.m. – 4:30 p.m. Pacific Time

The exam contains 50 questions.  You may refer to the manual when
you take the exam, but you only have 60 minutes in which to complete
it.  You must get 90% or more of the questions right in order to pass.

You can take the exam as many times as you need.
There is no cost to take the exam.  
To obtain a log-in ID and password, contact the IPSSA office at

888-360-9505 or e-mail ipssamail@aol.com.  You will receive this
information by the next business day.

Visit 
www.ipssa.com

and click on the 
merchandise page 
for an order form.

www.ipssa.com

Did you know that you could 
get polo shirts, sweatshirts 
and other items with 
the IPSSA logo
on them?

Buy IPSSA stuff!



Hayward Pool Products, offers
pool owners the widest spectrum of
color choices along with significant
energy savings with the new
ColorLogic® 4.0 available now.
ColorLogic comes equipped with
12 pre-set programs and seven
extraordinary color-changing
shows, five fixed colors and full
integration with Goldine Controls®
Pro Logic® Total Pool
Management control system.

“Pool and spa owners are mak-
ing their swimming pool and spa the
focal point of their backyard experi-
ence. ColorLogic 4.0 allows them to
set the mood for an all out party or a
romantic evening for two with
amazing custom light shows, 100
colors and the unique ability to con-
trol the light intensity from 100 per-
cent down to 20 percent,” said Joe
DiOrio, product manager of lighting
and white goods for Hayward Pool
Products.  “But, ColorLogic 4.0 is
more than just pretty colors.  It’s an
extremely efficient lighting option
and can save pool owners up to 79
percent of their energy costs when
compared to traditional pool light-
ing.”

When integrated with Goldine
Controls Pro Logic, ColorLogic 4.0
extends the number of light shows
from 7 to 11, including new shows
“Harmony” and “Rainbow.”  The
five fixed colors can be adjusted to
101 different color tones including
off.  Also new, is the ability to inte-
grate the five fixed colors into a cus-

tom fade or custom chase pattern. 
Hayward’s patented

Chromacore® technology, micro-
processor and the industry’s most
advanced LEDs, allow for
unmatched performance and noise-
and service-free operation.  It is
available in 120V, and the product
can be installed in new and existing
pools and spas.
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Hayward announces a new cast
aluminum large filter clamp
assembly (DEX2421JKIT).  This
new light-weight filter clamp
assembly securely fastens the filter
tank top and bottom, while provid-
ing quick access for easier service
and maintenance of all internal fil-
ter components on Hayward Pro-
Grid vertical grid D.E. filters and
on Hayward SwimClear large

capacity cartridge filters.
The new Hayward filter clamp

assembly consists of two key com-
ponents that work in concert with the
clamp to reduce the likelihood of
improper reassembly during routine
filter maintenance.  A unique bolt
and nut hardware configuration elim-
inates the need to handle and position
multiple parts and utilizes a thread
design that minimizes the number of

turns required to secure the nut to the
bolt during clamp assembly.  This
proves especially useful for individ-
ual technicians servicing large filters
and provides years of reliable serv-
ice.  Additionally, the new clamp
assembly includes a stainless steel
reinforced tank seal, that enables
proper seal positioning and seal per-
formance in partnership with the new
cast aluminum clamp.

Light up the night with
Hayward® ColorLogic® 4.0

New clamp assembly for Pro-Grid D.E.
and SwimClear cartridge filters

Water watcher tags and
safety brochures available to
IPSSA members free of
charge.

These pieces will be avail-
able in quantities of 50 per
member on a first-come-first-
served basis, while quantities
last. Simply contact the
IPSSA executive office to
place your order (email
ipssamail@aol.com or tele-
phone 888-360-9505).

Additional pieces can be
purchased at the cost of $35
for a package of 50 tags and
$10 for a package of 50
brochures, plus shipping and
handling.  

Free water
safety materials
available

A water watcher is not a certified lifeguard and 
is not trained to perform emergency rescues.

I’m wearing this tag to help protect children from 
drowning. I agree to supervise children in and around
w a t e r. I will not leave the area without a replacement.

Children drown without a sound in just a few seconds.

D E S I G N A T E D

WATER

WATCHER

WATER

WATCHER
WATER WATCHER SAFETY TI P S

In case of an emergency: yell for help, get the child out 
of the water, and dial 9-1-1. Never leave the child, and 
if you are trained, begin CPR and first aid if necessary.

Keep a telephone, emergency numbers and rescue 
equipment within reach. Children should only swim in 
designated swimming areas.

Water wings and inflatable toys are not flotation devises.
Do not assume children are safe in the water, even if 
they have taken swimming lessons.
Constant supervision in and around water is a key to 
preventing childhood drownings.

www.ipssa.com
www.waterwatcher.org

Never allow children to wear this tag.
Never swim while wearing this tag.

Front and back of water
watcher tags
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Our Universal H-Series Low NOx heater reduces energy costs by 

18% compared to less efficient competitor’s units, while 

providing a more environmentally responsible solution for heating 

a pool. The patented heat exchanger, with Totally Managed Flow,

features outstanding corrosion and erosion protection for a longer 

life. It provides the lowest pressure-drop of any heater in the 

industry and heats water faster. In fact, H-Series heaters are 

rated at 84% thermal efficiency.

There are lots of ways to heat a pool.
Hayward does it while saving money.

Universal H-Series 
Low NOx heaters exceed 

current California and Texas pool 
heater air quality emissions standards.To take a closer look at Hayward heaters, go to 

www.totallyhayward.com or call 1-888-HAYWARD.

Total System:  Pumps  I  Filters  I  Heaters  I  Safety  I  Cleaners  I  Lighting  I  Controls  I  Electronic Chlorine Generators

Hayward, One Source. Every Pool., is a registered 
trademark and HeatPro is a trademark of Hayward 
Industries, Inc. ©2009 Hayward Industries, Inc.

Heat Up Pool Ad_1_IPSSAN 7.15.ai    7/15/09    5:23:09 PM
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By Ray Denkewicz
Ray Denkewicz is project man-

ager for chlorination, Hayward
Pool Products.

Pools come in innumerable
shapes and sizes.  So many, in
fact, that it can cloud consumers’
judgment on the appropriate chlo-
rination system for their specific
needs.

On a base level, the amount of
sanitizer needed in any given pool
is determined by pool volume.
And, since chlorine levels are
measured in PPM (parts per mil-
lion = milligrams of chlorine per
liter), it follows that pool volume
is the best determinant of chlorine
use as well. 

What’s the best fit?
Experience has taught us that a

chlorinator capable of producing
1.5 pounds of chlorine per day is
sufficient to supply the chlorine
demand for a 40,000 gallon pool
that runs its pump eight hours a
day. However, pool owners are
often looking for greener, more
energy efficient sanitization sys-
tems that will lower their opera-
tion costs while giving them the
sanitization they need.  

Naturally, larger pools need
larger chlorination systems, or
incorrectly-sized chlorinators
have to run their pumps more than

eight hours.  This isn’t energy effi-
cient -- unless a pool owner is
using a variable speed filter pump
set on a low speed (See The
Variable Speed Pump Variable
below).  Smaller pools, converse-
ly, can use smaller chlorination
systems or their pumps can be run
for less than eight hours.
However, the latter approach is
not typically recommended
because a minimum period of time
is required for the pool to filter
properly.  This time is typically
eight hours and represents one
pool turnover (i.e. the time
required to pass an equivalent vol-
ume of the pool through the filter). 

So, for all pool sizes, the best,
most energy efficient approach is
to right-size the chlorinator.

Right-sizing chlorination,
pump and filtrations systems
ensure they only pay for what they
need.

The selection process
Most chlorinators come in only

one or two sizes.  Still, this is a
vast improvement over what was
previously available.  Historically,
like the old eight-cylinder engine
vehicles of yesteryear, chlorina-
tors were simply oversized.

Looking at the IG Pool
installed base (figure 1---data
adapted from PK Data, 2008) we

see that approximately 21 percent
of pools are below 15,000 gallons;
approximately 43 percent are
between 15,000-25,000; and the
remaining 36 percent are 25,000
gallons and above. 

When selecting a chlorinator,
be certain of its chlorine output
under the conditions in which it
will be used. For example, some
chlorinator manufacturers tout
very high chlorine outputs.  But
these outputs were measured
under extreme lab test conditions,
which do not reflect how the prod-
uct needs to perform on an actual
pool.  Some other chlorinator
manufacturers do not report out-
put values or they leave out criti-
cal information in order to assess
properly the true chlorinator per-
formance.  So, in order to operate
a pool at 3,000 ppm salt, you need
to select a chlorinator that has
been tested and certified by the
National Sanitation Foundation
(NSF) at that salt concentration.

The subject of salt
Salt concentration dramatically

determines product performance
and lifespan.  Products need to be
run within the specified salt con-
centration range supplied by the
manufacturer for optimal per-
formance.  Low or high salt levels
can dramatically affect chlorinator

performance and lifetime.
The two-speed and variable

speed pump variable
A current US trend toward

energy efficiency (some states
and regulatory agencies requiring
this by law) has lead to increased
use of variable and two speed
pumps.  A two-speed pump run-
ning at half speed would need 16
hours of filtration to filter the
same water a single speed pump
would accomplish in eight hours.
Remember, a two-speed pump at
low speed, pumps half the water
at 1/8 of the electrical cost as it
would on high speed (pump infin-
ity law).   Because you are run-
ning the pump twice as long on
low speed to pump the same
amount of water as you would at
high speed, the electrical cost
would be approximately 1/4 of the
cost on high speed.   

Most salt cells need to have the
plate chamber flooded to produce

the maximum amount of chlorine
possible.   As long as this is
accomplished, and the salt level is
correct, the chlorine production is
the same whether the GPM
through the cell is 30 or 100 GPM.
Most chlorinators have a flow
switch to ensure the cell has the
minimum GPM to operate (The
AquaRite requires 13 to 17
GPM+/-).   Therefore, if the chlo-
rinator is set at 50 percent of pump
run time, for eight hours to chlori-
nate a pool at high speed, you
should be able to get the same
chlorine output at 25 percent for
16 hours.   In other words, 25 per-
cent at 16 hours would produce
approximately the same amount of
chlorine as a pump running at 50
percent for eight hours.  

The variable speed pump
brings a whole added dimension
within the added flow capabilities.
With a two speed, you had 100

Right-sizing your chlorinator

Condition Effect

Pool pump must run longer, therefore is not energy efficient.
Chlorinator too small 

Chlorinator needs to run at maximum output, which shortens product life

Pump doesn’t need to run as long, but cannot run less than filtration cycle requirements.
Chlorinator too large 

Chlorinator can run at low output, thereby extending product life.

Pool owners run the risk of paying more for their chlorinator than they need to. Continued on page 26

Condition Effect

Salt level too low Oxygen is made at the expense of chlorine, which lowers

electrical efficiency and accelerates wear on electrodes and

shortens product life.

Salt level too high Current density (current per square area of electrode) 

increases and causes accelerated wear on electrodes.

IPSSA TRAINING MATERIALS ORDER FORMIPSSA Mid-Cities chapter
teams with Children’s Medical
Center to promote water safety

Leaders of the IPSSA Mid-Cities chapter partnered with Children’s
Medical Center in Dallas to put on a mock-drowning event, as part of
the center’s Know Before You Go safety program.

Held annually since 2002, the mock drowning raises awareness
about how quickly and quietly drowning can occur.



he had to do and would charge what
he needed to charge.   Joe simply
built the extra tech into the cost of
running the company, just like rent
and utilities.

5. Too many customer com-
plaints

Joe’s current company was get-
ting way too many customer com-
plaints.  Not only did he receive far
too many complaints, but when they
did come in, they were handled
poorly.  That had to be solved in the

new, highly successful, and prof-
itable company that was on the
drawing board. 

Solution:  This one took a while,
but Joe found a way to solve it.  The
additional training in customer rela-
tions would definitely lower cus-
tomer complaints, but he knew there
would still be complaints.  Soon Joe
had a plan.  He called it “100%
Customer Satisfaction!”  The bot-
tom line was that Joe would person-
ally handle all customer complaints.

To help solve each complaint would
cost money, so Joe built 3% of his
projected gross sales into the over-
head of the new service company.
With money in hand and time to talk
personally to the customer, com-
plaints would be solved quickly and
efficiently.

6. Techs needed a vested inter-
est to work hard

Joe also understood human
nature.  It was going to take some
kind of an incentive program to
make his potentially profitable techs
work hard. 

Solution:  Joe solved the prob-
lem by paying all his techs mini-
mum wage to begin with.  The techs
then earned the remainder of their
income by earning a percentage of
all the dollars they billed out.  The
neat part was that it was a sliding
scale.  The first $2,000 brought in
during the week would earn a cer-
tain percentage.  When the gross
sales increased, so did the percent-
age they earned, always retroactive
back to the first of the week.  As the
techs worked harder, they would
make more money.  Problem
solved!

7. Joe was not making a decent
profit 

Joe’s current situation was not
unlike many contractors in the
industry.  The owner was working
really hard but wasn’t making
much, if any, profit.  That had to
stop and stop soon. 

Solution:  This was simple.  Joe
was going to total all of his real
costs of doing business and then add
in a decent profit.  If he was going to
invest the time, energy and money it
was going to take to be the best in
town, he for darn sure better be
making a decent profit.   

Joe addressed the problems listed
above and he built all the costs of
doing business into the model of his
new company.   Joe knew from the
outset his rate was going to be high
so he was fully prepared to move to
flat-rate pricing so his needed hourly
rate would never be seen by the cus-
tomer.  Well, Joe was right.  He ran
the numbers and guess what?  Way
back in 1995 Joe’s hourly rate for his
new company needed to be about
$250/hour to cover costs while still
making a decent profit.   

Charging $250/hour today on
flat rate is not all that unusual, but
back in 1995 it was downright
scary.  But, Joe was committed.  He
made the changes and charged what
he had to charge.  Today Joe truly is
the best plumbing service company
in town and today his rate is well
over $300/hour!  Guess what?
Customers love him and Joe is mak-
ing a nice profit!  

Next month we are going take a
few steps back and see what we can
learn from what Joe has done.  We’ll
talk about eight foundational princi-
ples we can learn from Joe the
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Considering selling your
Large pool company?
That’s our specialty!

32 years of selling businesses. Over 5,000 transactions.

You have questions?
• How much can I net from a sale of my entire company?

• What about trucks and other assets?
• How are employees or I.C. handled?

• What about my inventories and supplies?
• Are there buyers with cash?

• How does escrow work?
• Training of new owner?

We have the answers to these questions and more.
You have worked hard to build up your business, we
understand that and will perform to your satisfaction.

Free appraisal. Confidentiality assured.
Call the Original 

POOL ROUTE BROKERS, INC.
NOT TO BE CONFUSED WITH IMITATORS.

1-800-772-6002
E-mail: maria@poolroutebrokers.com

Licensed Real Estate Broker
www.1prb.com

DISCRETION & CONFIDENTIALITY ASSURED

percent (high) or 50 percent (low).
The variable speed pump lets you
control the speed from 5 percent
to 100 percent.    As long as the
minimum flow rate for the salt cell
is met, the variable speed can run
at a very low percentage.    In the
Western U.S., we see variable
speeds running as low as 30 per-
cent for 22 to 24 hours a day.
This could allow the chlorinator to
be turned down substantially to
produce the right amount of chlo-
rine needed.  Remember, the GPM

at each specific percentage is
determined by the total dynamic
head (resistance to flow).

The cost saving benefits would
be twofold: one being the reduc-
tion in electrical costs and the sec-
ond being less wear and tear on

the chlorinator.   
Selecting a cell size

Another consideration is select-
ing a cell size.   There are a num-
ber of variables that determine
which cell size is the best choice
beyond just pool gallons.  They
include bather load, geographic
location, whether the application is
indoor or outdoor, etc. 

Right-sizing your chlorinator
Continued from page 25

Guideline for Selecting the Right Size Chlorinator 

Pool size (gallons) Chlorine output

25,000-40,000 1.5 lbs/day

15,000-25,000 093 lbs/day 

Up to 15,000 0.56 lbs/day 

Eight things we can learn
Continued from page 21
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REGION 1 (NORTHERN CALIFORNIA)
B.O.R.D. Member: Mike Gardner

(530) 272-0934
E-mail: mikegardnerpools@aol.com

CAPITAL VALLEY: (Sacramento)
First Wed., 7 p.m.

VFW, 8990 Kruthof Way, Fair Oaks
Pres. Scott Houseman (916) 638-4100

DELTA: (Stockton)
Third Wed., 6:30 p.m.

UJ’s Restaurant, Pacific Ave., Hammer Ranch Center
Pres. Rick Plath (209) 951-7926

EAST BAY
First Tues., 7 p.m., Veteran’s Hall
3780 Mt. Diablo Blvd., Lafayette

Pres. Dave Durkin (925) 757-1311
EAST CONTRA COSTA

Fourth Tues., 6:00 p.m., Canton Garden Restaurant
7840 Brentwood Blvd., Brentwood
Pres. Kirk Olsen (925) 487-1954

EL DORADO
Second Thurs., 6:30 p.m., Shingle Springs Comm. Ctr.

4440 S. Shingle Road, Shingle Springs
Pres. Shawn Panico (916) 201-6245

www.edipssa.com
ELK GROVE

Third Mon., 7:00 p.m. 
Denny’s Restaurant, 8707 Elk Grove Blvd.

Pres Chris Bass (916) 704-1505
GOLD COUNTRY
First Mon., 6:00 p.m.

Lou La Bonte’s, 13460 Lincoln Way, Auburn
Pres. Tim Towne (916) 591-0332

MODESTO CENTRAL VALLEY:
Third Tues., 6 p.m.

Perkos Restaurant, Kiernand Road & 99, Salida
Pres. Kevin McLard  (209) 836-3073

SACRAMENTO CITY
Fourth Wed., 6:30 p.m.

Plaza Hofbrau, 2500 Watt Ave., Sacramento
Pres. Joe Pagluica, (916) 481-2269

SOLANA
Third Tuesday, 6:00 p.m. 

Ulatis Community Center, 1100 Ulatis Dr., Vacaville.
Pres. Mario Esparza (707) 448-3405

TRACY
First Thurs., 6 p.m., Java Makers

Pres. Kevin Bishop (209) 992-7119
WEST PLACER

First Thurs., 6:00 p.m., 
Lincoln Women’s Club, Corner of Fifth & E Streets,

Lincoln
Pres. Tony Silva, (916) 215-9354

REGION 2 (CENTRAL CALIFORNIA)
B.O.R.D. Member: Lane Clark

(805) 794-8132
E-mail: combolox@msn.com

BAKERSFIELD
First Tues., 5:30 p.m., John’s Incredible Pizza Co.

3709 Rosedale Highway, Bakersfield
Pres. Noel Raub, (661) 619-8816

CENTRAL COAST
Second Wed., 7 p.m, Golden Gong Restaurant

290 Madonna Road, San Luis Obispo
Pres. Michael Brown (805) 927-4384

CONEJO
Second Wed., 7:30 p.m., Denny’s Restaurant
50 E. Thousand Oaks Blvd., Thousand Oaks

Pres. John Williams  (805) 526-9088
CONEJO VALLEY

Second Wed., 6:30 p.m., Superior Pool Products
1200 Lawrence Drive #400, Newbury Park

Pres. Michael Flanagan (805) 444-7960
FRESNO

Fourth Tues., 7 p.m.
Roundtable Pizza at First & Bullard, Fresno

Pres. Michael Margain  (559) 307-1072
SANTA BARBARA

Second Mon., 7:30 p.m., Rusty’s Pizza Parlor
232 W. Carrillo, Santa Barbara (downtown)

Pres. Jim Caballero (805) 659-4714
VENTURA

Third Tues., 7 p.m.
Yolanda’s Mexican Cafe, 2753 Main St., Ventura

Pres. James Eubanks  (805) 983-1399
VISALIA

Third Wed., 6 p.m.
Amigo’s Cantina, 5113 W. Walnut Ave., Visalia

Pres. Roman Gomez (559) 992-5779

REGION 3 (NORTH L.A. COUNTY)
B.O.R.D. Member: Bob Nichols

(626) 914-4813
E-mail: precision1980@verizon.net

ANTELOPE VALLEY: Second Mon., 6 p.m.
SCP Antelope Valley, 4514 Runway Dr., Lancaster

Pres. Carlos Majano  (661) 492-1957
carlos@majanopools.com

CALABASAS
Third Wed., 7 p.m., Winnetka Convention Ctr.

20122 Vanowen, Canoga Park
Pres. Walt Sweeney  (818) 772-7665

DIAMOND BAR
First Thurs., 7:30 p.m., Oak Tree Lanes, Diamond Bar

Pres. Ray Naseiro  (909) 869-7665

FOOTHILL
Third Thurs., 7:00 p.m., American Legion Hall

La Crescenta at Manhattan, La Crescenta
Pres. Raul Fernandez (818) 563-9410

SAN FERNANDO VALLEY
Third Wed., 7:30 p.m., Disabled American
Veterans Hall, 6543 Corbin Ave., Winnetka

Pres. Elias Duran (818) 366-6977
SAN FERNANDO VALLEY METRO

First Tues., 7 p.m., Winnetka Community Center 
20122 Vanowen, Canoga Park
Web site: www.sfvmetro.com

Pres. Dave Lopez (818) 832-4069
SAN GABRIEL VALLEY
Second Thurs., 7:00 p.m.

Indy Mac Bank, 100 E. Foothill Blvd., Arcadia
Pres. Dale Given (626) 445-5060

SANTA CLARITA VALLEY
First Thurs., 7 p.m.

SCP, 28230 Constellation Road, Santa Clarita
Pres. Ken Tucker (661) 618-2145

REGION 4 (SOUTH L.A. COUNTY)
B.O.R.D. Member: Adam Morley

(310) 493-3565
E-mail: adam@paradisepools.biz

CENTRAL LOS ANGELES
Second Mon., 6:20 p.m.

Wilshire YMCA, 225 S. Oxford
Pres. Juno Yi (323) 850-8118

EAST LONG BEACH
Second Thurs., 6:30 p.m.

Ecco’s Pizza 2123 Bellflower, Long Beach
Pres.  Jim Burkhalter (562) 461-9555

SOUTH BAY
Second Wed., 7 p.m., American Legion Hall

412 S. Camino Real, Redondo Beach
Pres. Rick Morris (310) 755-5279

WESTSIDE
Second Tues., 6:30 p.m., American Legion Hall

5309 S. Sepulveda, Culver City
Pres. Dean Sawa  (661) 618-0033

WHITTIER
First Wed., 7 p.m.

Superior Pool Products in Santa Fe Springs
Pres. Tom Horning (562) 458-2881

REGION 5 (ORANGE COUNTY)
B.O.R.D. Member: Bob Luedtke

(714) 776-2638
E-mail: poolmanrobert@msn.com

ANAHEIM
Third Wed., 6:30 p.m.

Roundtable Pizza, 2506 E. Chapman Ave., Fullerton
Pres. Martin Smith (949) 677-1411
CENTRAL ORANGE COUNTY

Last Tues., 7 p.m., Coco’s, 14971 Holt Ave., Tustin
Pres. Doug Ward  (714) 978-9044

DANA POINT
Second Tues., 6 p.m.,

Coco’s, Crown Valley and I-5
Pres. Robert Sink (949) 916-8860

HUNTINGTON BEACH
Third Mon., 6:30 p.m., Round Table Pizza

Warner & Euclid, Huntington Beach
Pres. Michael Atwood (714) 313-2142

MISSION VIEJO
First Tues., 6 p.m., Carrow’s Restaurant

28502 Marguerite Parkway, Mission Viejo
Pres. Christopher Dodd (949) 713-9919

NORTH ORANGE COUNTY
Second Wed., 7 p.m.

Lakeview Café, Lakeview & Orangethorpe, Placentia
Pres. Howard Hill (714) 322-8229

ORANGE COAST
Last Monday, 5 p.m., Carrow’s Restaurant

Warner & Magnolia, Huntington Beach
Pres.Tom Roberts (714) 965-4688

ORANGE COUNTY #1
Second Wednesday, 7:00 p.m., Marie Callendar’s

91 Freeway at La Palma, Anaheim
Pres. Luis Rea Jr. (714) 928-7966

ORANGE COUNTY #9
Second Wed., 7 p.m., Main Street Pizza

Main Street, Garden Grove
Pres. Jim Strother (714) 962-9710

ORANGE COUNTY POOL PROFESSIONALS
Last Mon., 6:00 p.m., Claim Jumper Banquet Room,

18050 Brookhurst St., Fountain Valley CA 92708
Pres. Jeff Theders (714) 435-9080

SADDLEBACK VALLEY
Last Tues., 6 p.m., Lone Star Steakhouse, 

24231 Avenida de la Carlotta, Laguna Hills
Pres. Harold McCurdy  (949) 581-8004

SOUTHWEST
First Wed., 6 p.m., ABC Pools

10560 Los Alamitos Blvd., Los Alamitos
Pres. Ken Tipton (562) 430-8515

TUSTIN/IRVINE
Second Tues., 6:00 p.m., PSOC Waterline

Technologies, 220 N. Santiago Street, Santa Ana
Pres. Rich Foley  (714) 974-1514

YORBA LINDA
First Wed., 7 p.m.

Lakeview Café, Lakeview & Orangethrope
Pres. Jaime Aranda  (714) 746-5138

REGION 6 (INLAND EMPlRE)
B.O.R.D. Member: Nathan Smith

(951) 687-1449
E-mail: info@riversidepools.com

CORONA
Second Tues., 7:00 p.m., Marie Callenders

160 E. Rincon St. (at Main St.), Corona 
Pres. Frank Harrington (951) 796-8208

HEMET
Third Wed., 6:00 p.m., El Jalapeno

1999 N. State Street, Hemet
Pres. John Bettencourt  (951) 925-2442

MENIFEE VALLEY
First Wed., 7 p.m. at My Buddies Pizza

2503 E. Lakeshore Drive #A, Lake Elisnore
Pres. Lance Sada (951) 837-6322

ONTARIO/ RANCHO CUCAMONGA
Second Tues., 7 p.m., Carrows Restaurant
11669 Foothill Blvd,, Rancho Cucamonga

Pres. Ron Goodwin (909) 989-0406
PALM DESERT

Third Thurs., 7:00 p.m., Burger Time Restaurant,
78-365 Varner Road, Palm Desert.

Pres. Phil Hendricks  (760) 347-5300
PALM SPRINGS

First Wed., 6:30 p.m.
Elks Lodge, 67491 Elk Drive, Palm Springs

Pres. James Elliott (760) 413-0463
REDLANDS: Second Tues., 6 p.m.

Hickory Ranch, 32971 Yucaipa Blvd., Yucaipa
Pres. Bill Brooks  (909) 553-5780

RIVERSIDE
First Tues., 6:00 p.m., Cask N Clever,

1333 University Ave., Riverside
Pres. Jim Johnson (909) 313-2965

TEMECULA/MURRIETA
Third Wed., 7 p.m.,  Pat & Oscar’s

29375 Rancho California Rd., Temecula
Pres. Henry Herrera (951) 551-8113

REGION 7 (SAN DIEGO COUNTY)
B.O.R.D. Member: Chuck Gough

(760) 434-7623
E-mail: cabhgough@sbcglobal.net

CARLSBAD
Third Wed., 7 p.m.: Killer Pizza From Mars,

3772 Mission Ave., Oceanside
Pres. David Talbot (760) 720-1546

ESCONDIDO
Third Wed., 7:30 p.m., Old Spaghetti Factory
111 No. Twin Oaks Valley Rd., San Marcos

Pres. John Hackett (760) 723-2859
NORTH COUNTY COASTAL

Third Tues., 6:30 p.m.
Brett’s BBQ, 1505 Encinitas Blvd., Encinitas

Pres. Jordan Nelson (760) 753-4996
RANCHO DEL MAR: Third Mon., 5:30 p.m.

Tio Leo’s, 3510 Valley Ctr. Dr.
Pres. Thomas Regalado (858) 560-8000

SAN DIEGO
Third Wed., 7 p.m., Mission Valley Resort 

875 Hotel Circle S., Mission Valley
Pres.Mark Curran  (619) 579-1720

www.ipssasandiego.com
SAN DIEGO EAST COUNTY

Third Tues., 7 p.m.
Carlton Oaks Country Club, 9200 Inwood Dr., Santee

Pres. Dick Allen (619) 741-6517
SAN DIEGO METRO
Fourth Thurs., 7:00 p.m.

Coco’s, 1025 Fletcher Parkway, El Cajon
Pres. Steve Elbik (619) 316-0690

REGION 8 (SOUTHWEST)
B.O.R.D. Member: Kurt Schuster

(602) 488-7335
E-mail: badgerpool@yahoo.com

EAST VALLEY
Third Thurs., 6:45 p.m., Superior Pool Products

2350 W. Broadway Rd. #110, Mesa
Pres. Dave George (480) 969-5685

www.eastvalleyipssa.com
HENDERSON

First Wed., 7 p.m.
SCP, 1425 Helm Drive, Las Vegas, NV

Pres. Robert Fazio (702) 795-9596
IPSSA VIPS

Third Wed., 7:00 p.m.
Elk’s Lodge #335, 14424 No. 32nd St., Phoenix

Pres. Bill Phipps (480) 483-6715
LAS VEGAS

First Thurs., 7 p.m.
Vietnam Vet’s Hall, 6424 West Cheyenne, Las Vegas

Pres. Darren Shelledy (702) 228-8813
NORTH PHOENIX

Third Tues., 7 p.m., Sun Systems
2030 W. Pinnacle Peak Road, Phoenix
Pres. William Goossen (623) 580-9802

SCOTTSDALE
Third Mon., 6:30 p.m. (shop talk),

7 p.m. meeting Home & Garden Expo Center
13802 N. Scottsdale Rd. #142, Scottsdale

Pres. Mike Ryno (520) 299-1388

TUCSON: Third Wed., 7 p.m.
Superior Pool Products, 4055 N. Runway Drive.

Pres.Ken Sanders (520) 299-1388

WEST VALLEY
First Wed., 7:00 p.m., Cloud Supply
1100 N. Eliseo, Felix Way, Avondale
Pres. Robert Jaques, 602-740-7846

REGION 9 (TEXAS)
B.O.R.D. Member: Phil Sharp

(210) 673-2909
E-mail: rivercitypoolservice@yahoo.com

AUSTIN
First Tues., 6 p.m., Austin Energy Club

721 Barton Springs Road, Room TLC 130
Pres. Frank Berlanga Jr. (512) 563-9971

CORPUS CHRISTI: First Thurs., 6:30 p.m.
Wings ‘n’ More, 5990 S. Staples Street

Pres. Brian Doggett (361) 949-8899
DALLAS

Fourth Tues., 6:30 p.m., Willow Falls Clubhouse
13603 Brookgreen Dr. (at Coit Rd.), Dallas, Texas

Pres. Darrell Bolden (214) 388-4141
FORT WORTH

Third Tues., 7 p.m., La Playa Maya Restaurant
1540 N. Main Street, Fort Worth, TX
Pres. Jason Bonser (817) 605-0194
HOUSTON: Second Tues., 7 p.m.

IHOP, Katy Freeway, Kirkwood Exit
Pres. Jim Jacobsmeyer (281) 474-7665

MID CITIES DFW
First Mon., 7 a.m., 

SCP, 2107 Hutton Drive, Carrollton TX 75006
Pres. Jeremy Smith (214) 695-8717

RIO GRANDE VALLEY
Second Tues., 6:30 p.m.

SCP McAllen, 1201 W. Warren Street, 
Pres. Christopher Myers, (956) 692-3377, ext. 89

SAN ANTONIO
First Mon., 6:30 p.m., Clear Springs Restaurant

Loop 1604 at Aston Oaks Blvd.
Pres. Fred Rose (210) 494-9784

WAXAHACHIE
First Wed., 7 a.m., SCP,

1909 S. Great Southwest Parkway, Grand Prairie
Pres. Neal Holt, (972) 617-9877

REGION 10 (BAY AREA SOUTH)
B.O.R.D. Member: Dick Nichols,

(408) 978-1948
E-mail: dnichols@geniepoolandspa.com

FREMONT
Second Mon., 6 p.m., Bronco Billy’s Pizza Palace,

3940 Smith Street, Union City
Pres. Bruce Barrios (510)) 750-2866

MID-PENINSULA
Last Tues., 7 p.m., Highland Community Club

1665 Fernside Ave., Redwood City
Pres. Andy Vaccarella (650) 474-2639

MONTEREY COAST
Fourth Wed., 6:30 p.m.

Cabrillo Bowl, 580 Arthur Rd., Watsonville
Pres. Robert Erwin (831) 438-7575

REDWOOD EMPIRE (Marin Co.)
Third Wed., 7 p.m., Lucchesi Park, Petaluma Park,

320 N. McDowell Blvd., Petaluma
Pres. William Thompson (707) 838-9696

SANTA CLARA VALLEY
Third Thurs., 7:30 p.m., Napredak Hall
770 Montague Expressway, San Jose

Pres. Viral Patel (510) 376-8800
SILICON VALLEY

First Wed., 6 p.m., Armadillo Willy’s,
1031 N. San Antonio Road, Los Altos

Pres. Dave Guslani (650) 322-3332
TRI-VALLEY: Second Thurs., 6 p.m., 

Athens Burgers, 6999 Dublin Blvd., Dublin
Pres. David Hawes (925) 828-7665

REGION 11 (FLORIDA)
B.O.R.D. Member: Todd Starner,

(941) 915-2135
E-mail: tstarner@tampabay.rr.com

CAPE CORAL: First Tues., 6 p.m., 
Worsham residence, call for location and directions

Pres. Ira Worsham (239) 839-7665
GOLD COAST (Ft. Lauderdale area)

Second Tues., 6:30 p.m.
Wings Plus9, 9880 W. Sample Rd, Coral Springs

Pres.Ana Labosky (954) 224-7733
www.ipssagoldcoast.org

MANASOTA (Bradenton/Sarasota)
First Mon., 7:00 p.m., Call for meeting 

location and directions
Pres. Andrea Dospel (941) 920-2205
OSCEOLA (Kissimmee/Orlando)

Second Wed., 6:30 p.m., Fat Boy’s Restaurant
2512 13th Street, St. Cloud

Pres. Derric Raymond (407) 908-4555
PALM BEACH

Second Wed., 6:30 p.m., All Natural Pool & Spa, 
14589 Southern Blvd., Loxahatchee,

Pres. Bill Straub (561) 784-0057
VENICE

Second Monday, 7 p.m.,
Mamma Leone’s, 1266 Jacaranda Blvd.

Pres. Mark Pifer (941) 915-3202

IPSSA CHAPTER LISTINGS
For Association information, call Vickie Lester CAE, (888) 360-9505 / (888) 368-0432 FAX

P.O. Box 15828, Long Beach, CA 90815-0828, E-mail: info@ipssa.com
For billing or Benevolent Fund information, call Clint Cramer CPA at (888) 391-6012, FAX (888) 391-6203, e-mail clint@cramercpa.com or P.O. Box 1617, Rocklin, CA 95677-7617

For insurance information, call Arrow Insurance (800) 833-3433 / Fax (805) 955-9535
40 W. Cochran Street #112, Simi Valley CA 93065, E-mail: ray@arrowinsuranceservice.com
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For more information about our associate members,
please visit their web sites.  If company representa-
tives are available to speak at chapter meetings, their
topics and geographic availability is indicated. 

T I T A N I U M  S P O N S O R

HASA INC.*
www.hasapool.com
Mary Flynn / maryflynn@hasapool.com
818-361-1258 / 661-259-5848
Liquid swimming pool chemicals, dry chemicals,
pool and spa specialty products. ➂➂

P L A T I N U M  S P O N S O R S

OREQ CORP
www.oreqcorp.com
951-296-5076
Sales Program Manager
sales@oreqcorp.com

Ornamental and recreational water products; water
treatment, water features, water activities, water
maintenance ①

POOLVERGNUEGEN
www.thepoolcleaner.com
Manuela Rief / info@thepoolcleaner.com
Dieter Rief / 707-566-0400
The Poolvergnuegen family of automatic
swimming pool cleaners includes both suction and
pressure cleaners.  Isn’t it time you experience
Poolvergnuegen? ①

G O L D  S P O N S O R S

AQUASALT LLC
www.aquasalt.net / 713-877-2616
Susan Flowers
866-549-POOL x7665
sflowers@aquasalt.net
Salt for chlorine generators.  ①

HELIOCOL SOLAR POOL HEATING
www.heliocol.com
Beth Bennion, beth@umasolar.com
Greg Gahagan / 727-572-8515
Solar pool heating ①

CONTINENTAL RESEARCH CORPORATION
www.crcorp.com
Sally Miener sally@crcorp.com  / 800-325-4869
Tom Epstein / tom@crcorp.com
Exclusive contract with 200+ Poolcorp stores

SCP POOL CORP.*
www.scppool.com
Robert Rankin, 714-288-6713
Bruce Butterfield / 714-357-1578
Service industry related ①

S I L V E R  S P O N S O R S

ARROW INSURANCE SERVICE*
www.arrowinsuranceservice.com
Ray Arouesty
ray@arrowinsuranceservice.com
800-833-3433 / 805-955-9555
Insurance issues ①

FAFCO INC.
www.fafco.com / 800-994-7652
Suzanne Caraveo / scaraveo@fafco.com
Solar pool heaters ①

MAGIC INDUSTRIES
www.magicindustriesinc.com 
858-717-2801
Valerie Ohlemacher, magicindustries@yahoo.com
Ken Howard, 2ken@ultimatexcapes.com
We provide concrete additives and masonry products.

NATURAL CHEMISTRY
www.naturalchemistry.com / 714-814-1792
Dave Schaffe
dschaffer@naturalchemistry.com
Environmentally friendly cleaning products for pools
and spas.. ①

PEBBLE TECHNOLOGY INC.
www.pebbletec.com
480-948-5058
Chris MacDonald / cmacdonald@pebbletec.com
Christine Fox / cfox@pebbletec.com
Pebble interior finishes including tile.

POOL COVERS INC.
www.poolcoversinc.com / 800-662-7665
Cheryl Maclennan,
cmaclennan@poolcoversinc.com
Claire King, cking@poolcoversinc.com
Sales, service, installation of safety swimming pool
covers and safety fencing.

STINGL PRODUCTS
www.stinglproduct.com
Anthony R Sirianni / 888-749-5433
info@stinglproducts.com
Pool and spa main drain suction
entrapment.  ①

SUPERIOR POOL PRODUCTS*
Don White / don.white@sppdistributors.com
Shelly Miller / 714-693-8035 x223
Erik Hoeckmann / 626-358-4426
erik.hoeckmann@sppdistributors.com
Wholesale distributor of swimming pool products,
parts, supplies and construction products. ①

ASSOCIATE MEMBERS
3 STEP BILLING SERVICE

www.3stepbilling.com / 619-339-7622
Peter Gozdeck, peter@3stepbilling.com
Want faster payments?  Want simpler billing?  Call
me now.  No computer needed. ②

A.O. SMITH
www.aosmithmotors.com
Heather Scaggs/heather.scaggs@aosepc.com
Jim Mosman / 937-667-2431
Bill DeCorrevont, bill.decorrevont@aosepc.com
480-807-1733
Application & repair of pump motors ①

ADVANTIS TECHNOLOGIES
www.poolspacare.com
Jana Wright / 800-445-2059
info@poolspacare.com
Swimming Pool & Spa Specialty Chemicals. Applied
Biochemists, GLB Pool & Spa, Leisure Time, Robarb
and Ultima ①

ALAN SMITH POOL PLASTERING INC.
www.alansmithpools.com
Alan Smith / alan@alansmithpools.com
Dave Huiberts / 714-628-9494
Pool and backyard remodeling. ➂

ALLEN CONCEPTS
www.tightwatt.com
Steve Allen  /  sallen@tightwatt.com
877-779-7967
Energy-efficient pool controls, loaded with service
features. ➂

ALL-SAFE POOL SAFETY BARRIERS BY SUN-
WEST INDUSTRIES INC.

www.allsafepool.com
Marsh Hauge / info@allsafepool.com
Helen Hauge
Reed Hauge / reed@allsafepool.com
714-712-6233 / 800-786-8110
Manufacture, sell and install swimming pool safety
fences, nets and covers. ②

AMERICAN LEAK DETECTION
www.americanleakdetection.com
Lisa Stickley, 800-755-6697
lstickley@americanleakdetection.com
American Leak Detection specialists use state-of-the-
art equipment and methodology to locate hidden
water and sewer leaks from swimming pool cracks to
concealed plumbing systems ➂

ANNUAL WESTERN POOL & SPA SHOW
www.westernshow.com / 800-787-7727
westernshow@aol.com / poolshow@aol.com 
Peter Haverlation
Annual pool industry convention and symposium.. ②

APSP
www.theAPSP.org / 703-838-0083
Marianne Kiernan / bweber@APSP.org
Association of Pool and Spa Professionals

AQUA CREATIONS
www.aquacreations.com / 805-672-1695
Richard Dietz / rsdietz@aol.com
Aqua-Glass resurfacing of swimming pools and spas,
and coping, tile, lights and below-ground plumbing
installations. ➂

AQUA MAGAZINE
www.aquamagazine.com / 608-249-0186
Kristin Pires, Editor, kp@aquamagazine.com
Shawn Gahagan, Publisher. 
The leading monthly for pool and spa professionals.

BIO-DEX LABORATORIES
www.bio-dex.com
bio-dex@bio-dex.com / 623-582-2400
Economical/concentrated specialty chemicals formu-
lated for the service professional.①

BLAKE SALES ASSOCIATES*
www.blakesales.net / 800-748-5756
Mike Ramey / mjramey@blakesales.net
John Grucky / john.grucky@blakesales.net
Products which we represent ➂

CONTRACTORS STATE LICENSE SERVICES
www.contractorslicensingschools.com
800-427-4855
Full range of contractor services ➂

COMPU POOL PRODUCTS
www.compupool.com.au
888-798-7665
Nick Millar / nick@compupool.com.au 
Tom Moreton / tom@compupool.com.au
Manufacturer of salt water cholrinators, both domestic
and commercial.

CORAL SEAS POOL CHEMISTS*
Sam Azzarella / sazzarella@yellowout.com
Fred Luth 
760-773-5913 / 800-962-2222
Our products take the algae out of pools with no
brushing:  Yellow Out, Green to Clean. ①

CRAMER & ASSOCIATES
www.cramercpa.com
Clint Cramer / clint@cramercpa.com
Jay Lang / 916-864-4272
Accounting and tax planning. ➂

D&D TECHNOLOGIES (USA)
www.ddtechusa.com
Maureen Williams / 800-716-0888 x292
mwilliams@ddtechusa.com
Jim Paterson / jpatterson@ddtechusa.com
Pool safety gate hardware manufacturer.  Key
products:  Magna-Latch® self-latching gate latch and
Tru-Close® self-closing hinges. ➂

DECK-O-SEAL
Jim Dill, jdill@deckoseal.com
Yvonne Jones, yjones@deckoseal.com
800-542-7665 / www.deckoseal.com  
Manufacturer of Deck-O-Seal joint sealant, 
Deck-O-Shield pentrating sealer, and Deck-O-Grip
non-slip sealer for the maintenance of pool decks. ①

DEL OZONE
www.delozone.com / 800-676-1335 x232
Jennifer Engelmeier / jen@delozone.com
Leading authority in ozone technology providing the indus-

try with intelligently designed water purification systems
for pools and spas, both commercial and residential. ①

EASYCARE PRODUCTS, 
DIV OF MCGRAYEL COMPANY INC.

www.mcgrayel.com
800-289-7660
Brian Rezac 559-999-1592
Rosemarie Arenas 559-974-8252
John Johnson 714-843-2668
Manufacturer of Scaletec Plus, Pooltec, Beautec,
Algatec, Startup-Tec, Fountec, and Protec.

EMERSON
Jim D’Angelo, jim.d’angelo@emerson.com
Pat Shadrach, pat.shadrach@eemotors.com
262-692-2001
www.emersonmotors.com
Emerson produces the most service friendly electric
motors for the pool and spa replacement market in the
industry.  ①

EMOTRON INC.
www.usa-emotron.com
419-841-7774
Carol McKenzie / carol.mckenzie@usa-emotron.com 
Gavin Hackett / gavin.hackett@usa-emotron.com
Secondary pump shut off device.

ENGLISH POOL CONSULTING
www.poolinspections.com 
Rick English, rick@english.net 
Cindy English, cindy@english.net
619-338-9197
Expert witness, pool inspection. ②

EQUITY THRU ENERGY
Thomas Debin / tom@equitythruenergy.com / 
714- 518-2446
Steve Nold / steven@equitythruenergy.com
Money saving energy solutions

E-Z PRODUCTS
www.e-zpatch.com 
Robert A. Brooks / Richard Layne
ezprod@ezprod.com 
888-439-7282
Manufacturer of swimming pool repair supplies.

FILBUR MANUFACTURING
www.filburmfg.com
714-228-6003 / 888-424-9185
Gary Brukitt 
Kevin Miller/kevin_miller@filburmfg.com.  
Replacing and maintaining of filter grids and
cartridges ①

FLEXIBLE SOLUTIONS
www.ecosavr.com
Grant Moonie, grant@flexiblesolutions.com 
Monique Nelson, Monique@flexiblesolutions.com 
250-477-9969
Ecosavr and Heatsavr, the original liquid solar pool
cover. ➂

FPSIE
Philip Gelhaus / phil@fpsie.org
Don Aston / don@fpsie.org
598-922-8895 / www.fpsie.org
FPSIE (Foundation for Pool and Spa Industry
Education) is a trade school.  Students are taught how
to construct, maintain and repair swimming pools and
spas. ①

G&P TOOLS
www.gandptools.com  / 573-431-6998
Jeanie Partridge, jpartridge@gandptools.com
Darrell Goacher
Manufacturer of pool and spa tools.

GARDNER POOL PLASTERING
www.gardnerpoolplastering.com
619-593-8880
Thomas Cox / tomc@gardnerpoolplastering.com
Scott McKenna / scottm@gardnerpoolplastering.com
Pool remodeling and pool plastering of any size or
scope.  Full service offices in San Diego, Orange,
Southern L.A. and Riverside counties. ➂

GENERAL POOL & SPA SUPPLY
www.gpspool.com / 800-722-7946
Phil Gelhaus / phil.gelhaus@gpspool.com
Mark Yomogida / 916-853-2400 x1021
Wholesale distributor of pool and spa supplies. ➂

GENESIS 3
www.genesis3.com / 615-907-1274
Lisa Bouton, genesis3lisa@aol.com
Skip Phillips, skip@questarpools.com
Education.

HAYWARD POOL PRODUCTS INC.*
www.haywardnet.com
John Ott (Technical x3187) / jott@haywardnet.com
George Metkovich (Sales)
Jai O’Neill (x3127) / joneill@haywardnet.com
909-594-1600 
Manufacturer of swimming pool equipment. ①

HORIZON SPA & POOL PARTS
www.horizonparts.net
Raymond Thibault / ray@horizonparts.net
Bruce Johnson / bruce@horizonparts.net
520-295-9750
Wholesale distributor of pool parts, spa parts, business
education. ➂

INDUSTRIAL TEST SYSTEMS
www.sensafe.com
800-861-9712
Mike McBride, mmcbride@sensafe.com
George Bailey, gbailey@sensafe.com
Manufacture water quality test strips and meters. ➂

INTERMATIC
www.intermatic.com / 815-675-7000
Chris Boucher / Allen Ustianowski
austianowski@intermatic.com
Time controls, remote controls, pool/spa automation,
freeze protection, outdoor low voltage lighting,
pool/spa transformers, chlorinators. ①

KELLEY TECHNICAL COATINGS
www.kelleytech.com
Brink Spruill / brink@kelleytech.com
John R. Kelley Jr. / 502-636-2561
Manufacturer of Olympic pool and deck coatings. ①

LAMI GLASS OF AMERICA
www.lami-glass.com / 626-962-8400
Aliroza Ershadi, alirezaas@yahoo.com
Remodel and resurface pool and spa with fiberglass
and plaster.  Complete background remodeling.

LEAF ELIMINATOR COMPANY
Roger Pamperin, Roger@Leafinator.com
1-800-658-6637
The X-19 Leafinator is a patented automated solution to
the floating debris (leaves, buds, trash) that plagues pool
owners and service professionals alike.  It really works!

LEAK DETECTION USA
www.leakdetectionusa.com / 800-652-7062
Michael Mamula, michael@leakdetectionusa.com
Ed Mumford, ed@leakdetectionusa.com
Leak detection solutions for pools and spas, fountains
and ponds, waterfalls, domestic water. ➂

LEAK SPECIALISTS
www.leakspecialists.com
Orange & Los Angeles Counties:
Luis Perez, 800-996-5325

San Bernardino & Riverside Counties:
Derek O’Hanlon, 888-522-5325
Leak detection and underwater repair.

LIFE SAVER POOL FENCE
Eric Lupton, eric@poolfence.com
561-272-8242 / www.poolfence.com
Manufacturer of removable mesh pool safety
fencing. ➂

LOWRY CONSULTING GROUP LLC
Robert Lowry / 706-692-7727
rlowry@lowrycg.com
www.lowrycg.com
Chemical consulting, product formulation, education
and technical writing.

MAINLINE SALES INC.
www.mlsalesinc.com
Ryan Haven / ryan.haven@mlsalesinc.com
Robin Smith / robin.smith@tchristy.com
714-507-3300

MARKET HARDWARE
www.markethardware.com
Brian Kraff  /  bk@markethardware.com
Patrick Smith  /  ps@markethardware.com
301-652-8921
Landing business with your website.  ➂

MAXIMUM POOLS
www.maximumpools.com
Ted Lundquist / Kathleen Lundquist 
maximumpools@maximumpools.com
949-859-7130
Pool plastering and remodel.

MG INTERNATIONAL
www.swim-alert.com  , www.snsor-espio.com
Bill Whitehurst, whitehurst@aquasensor.com, 
919-349-9671
Adeline Reynaud, reynaud@aquasensor.com
Manufacturer of pool alarms

NATIONAL PLASTERERS COUNCIL
www.npconline.org
Mitch Brooks/npconline@comcast.net
Andy Mallison / 941-766-0634
Association to promote, advance and advocate the
common interests of its members of pool 
plastering and related activities. ①

NATIONAL POOL ROUTE SALES
www.poolroutesales.com / 877-766-5757
Charles Baird / cbaird@poolroutesales.com
How to improve route profitability and earn more on
a sale ①

NORTH AMERICAN SALT COMPANY
www.nasalt.com / 913-344-9100
Jim McGillivary, mcgillivaryj@compassminerals.com
Ben Nichols, nicholsb@compassminerals.com
Salt production/salt water pool supply.

NORWOOD & ASSOCIATES
www.nalobby.net / 916- 447-5053
John Norwood / jnorwood@nalobby.net
Linda Wells / lwells@nalobby.net 
Lobbying firm for pool & spa industry represent-
ing SPEC.

ON BALANCE LLC
Kim Skinner / kim@poolhelp.com
Que Hales / que@poolhelp.com
801-489-5415 / www.poolhelp.com
Water chemistry and plaster problems.  ➂

ORANGE COUNTY LEAK SERVICES /
THE POOL CENTER

www.orangecountyleakservices.com
Bill Campbell / i3obcampbell@sbcglobal.net
714-632-0134
Swimming pool and spa leak locating, repairs,
remodel. ②

ORENDA TECHNOLOGIES
www.orendatech.com
Richard J. Kersey, orendatech@earthlink.net, 
928-522-0194
Harold N. Evans, surgeon@poolsurgeon.com
Formulation, manufacture, marketing and sales of
specialty chemical water treatment products.

PENTAIR POOL PRODUCTS INC.
www.pentairpool.com
Dave Murray / dave_murray@pentairpool.com
Carlos Del Amo
800-831-7133 / 805-523-2400
Pumps, filter, heaters ①

PLASTIFLEX
www.plastiflex.com / 704-871-8448 x29
Kevin Baum / kbaum@plastiflex.com
Manufacture vacuum and filter hoses for the pool
industry.  Robust vacuum hoses for the commercial
service trade.

POOL & ELECTRICAL PRODUCTS INC.
www.poolelectrical.com
Andres Becerra / Mike Allessandri
malessandri@poolelectrical.com
909-673-1160
Wholesale distributor stocking all major brands and
hard-to-find items. ➂

POOL & SPA NEWS
www.poolspanews.com
Dick Coleman / John Miles 
323-801-4903
Advertising, promotion, management. Publishing. ②

POOL INDUSTRY EXPO
www.poolindustryexpo.com
Don Koss / Bill Hoy / info@poolindustryexpo.com
415-883-3743

POOL ROUTE BROKERS INC.
www.poolroutebrokers.com
Frank Passatino /frank@poolroutebrokers.com
Maria Passastino
maria@poolroutebrokers.com
949-249-1001 / Selling pool service accounts
(Business Brokers.) ②

POOL ROUTE PROS INC.
www.poolroutepros.com / 714-974-1968
Tom Falvai / tommy@poolroutepros.com
Tommy has been in the pool business since 1980 with
hands-on experience in service and repairs, specializ-
ing since 1995 in pool route sales and consulting. ②

POOL WATER PRODUCTS*
James Bledsoe / jbledsoe@poolwater.com
Richard Holtzworth / 949-756-1666
Wholesale distributor of swimming pool and spa
chemicals and accessories, equipment and parts,
electrical and plumbing supplies..①

POOLSAFE INC.
www.poolsafe.com
Thomas Callahan
info@poolsafe.com / 760-489-2282
Installation and service of swimming pool covers and
removable mesh fences. ②

PRECISION TILE CO./PENROSE 
COPING CO.*

www.precisiontile.com / 818-767-7673
Brad Rose / mail@precisiontile.com
Installation and sales of swimming pool tile and
coping.

PURITY POOL INC
www.puritypool.com
Julie Gross / julie@puritypool.com

Rich Gross  / 530-472-3298
Professional cleaning tools & timesavers ➂

RAYNER COVERING SYSTEMS
www.raynercovering.com
800-648-0757
Fabricators of safety mesh, solid vinyl and leaf mesh
covers.  ①

RAYPAK INC
www.Raypak.com
John Kane / jkane@raypak.com
805-278-5329
Tom Grucky / 760-723-2191
Mike Miller / 916-967-4888
Ken Chaubet / 805-578-3566
David Ekman / 949-466-9187
Gas heaters and heat pumps ①

RDS AFFILIATED DEALERSHIPS
www.rdspools.com
Ron Zwicky / ron@rdspools.com
800-870-4737
Underwater pool repair; structural crack injection;
diamond blades & saws; tile cleaning kits. ➂

RJE TECHNOLOGIES INC.
www.sonarguard.com
Corinne Zemla / cz@sonarguard.com
949-727-9399 x29
Pool alarm.  ASTM certified ②

SCUBA POOL REPAIR
www.scubapoolrepair.com
Drew Anderson, drew@scubapoolrepair.com
408-866-1945
Cherri Rediger, cherri@scubapoolrepair.com
Debby Reynolds
Underwater swimming pool repair.

SERVICE INDUSTRY NEWS
Dave Dickman
949-366-9981
servicenews@juno.com
Promoting your business.

S.W.I.M.
Gene Fields / swimstuff@msn.com
714-557-5491
Rick Hild / 408-224-3640
All products represented ➂

SPRINGBOARD POOL ROUTE BROKERS
www.springboardprb.com 
Cory Mouillesseaux
info@springboardprb.com / 888-998-7665
Pool route broker ➂

SUNTREK
www.suntreksolar.com
Dan Olney / 800-292-7648
dan@suntreksolar.com
Solar service and installation.

TAYLOR TECHNOLOGIES INC.
www.taylortechnologies.com
Tom Metzbower / htm@taylortechnologies.com
Wayne Ivusich / 410-472-4340
Basic water chemistry, intermediate water chemistry
& hot water   chemistry ①

TEXAS POOLAND SPA EXPO
www.txpoolandspaexpo.com
972-270-6888
Tim S. Long, tim@txpoolandspaexpo.com
Dave Boyds, dave.boyd@verizon.net
We are an industry trade show that provides high quality
education and networking opportunities for the industry.

TRADE YOUR ACCOUNTS
www.tradeyouraccounts.com 
Kevin Humphreys
info@tradeyouraccounts.com 
800-930-4519
Online resource for small business owners.  ①

TRANSWORLD SYSTEMS
www.transworldsystems.com
213-365-4325 / Tony Arseneault
anthony.arseneault@transworldsystems.com
Larry Eddo, larry.eddo@transworldsystems.com
Profit recovery  ➂

TRUOX
www.troux.com
916-920-4051
Perry Martin / perry@truox.com
Roy Martin / truox@comcast.net
Water treatment chemicals.

UNICEL
www.unicelfilters.com
Scott Gleason / spgleason@unicelfilters.com
Derek Podebarac
818-678-0400
The industry’s most complete line of replacement
filter cartridges and DE grids. When quality and
service count - Unicel - clearly the best. ①

UNITED CHEMICAL CORP.*
www.swimpool.com / info@swimpool.com
Richard Rosene, 951-640-5210, rich@swimpool.com
/  800-824-5550
Chemistry, plaster problem, valves ①

VAC-ALERT INDUSTRIES LLC
Penny Shaver / pennyshaver@embarqmail.com
Paul Pennington / paul@vac-alert.com
707-576-8282 / www.vac-alert.com
Suction entrapment.  ①

VALTERRA PRODUCTS INC.
www.valterra.com
Gayle Key / gaylek@valterra.com
George Grengs / george@valterra.com
818-898-1671
Pool and spa maintenance equipment and OEM gate
valves and unibody valves and replacement parts.

WATER SAVERS CO.
Steve Holcomb / Andi Holcomb
800-543-0979  / 949-955-1233
Leak detection and repairs for pools and spas. ➂

WATERWAY INC.
www.waterwayplastics.com
805-981-0262
Richard Howell
waterway@waterwayplastics.com
Good quality, good services, outstanding manufactur-
er of pool and spa equipment, valves, fitting and cus-
tom OEM spa parts. ①

WAYNE FISH
Wayne Fish / 714-986-9733 / 714-986-9760
KK The Poolman’s Solution
Wayne Fish’s Scale Remover. Water chemistry, tile
cleaner.  ②

X10 PRO
www.x10pro.com
800-411-2888
Gerald Rooks / grooks@x10pro.com
Tammy Bowers / bowers@x10pro.com
Electronics manufacturer of transmitters and receivers
to allow remote, automatic and manual control of
lights, pumps and other electrical products for
residential pools, docks and more.  ①

ZODIAC POOL SYSTEMS INC.
www.zodiacpoolsystems.com
800-822-7933 / 760-599-9600
Baracuda, Jandy, Polaris, and NatureZ Products ①

* Charter Associate Members    ① Speakers available in all areas    ② Speakers available in Southern California    ➂ Speakers available in various areas – check with company
The companies named on this page are Associate Members of IPSSA.  Your patronage of these companies is appreciated.  However, Associate Members' products and services have not been evaluated by IPSSA, and neither approval, certification, 
recommendation or endorsement by IPSSA of the products or services of Associate Members should be implied by this listing.  Members are encouraged to select vendors carefully and to seek the advice and input of qualified advisors when appropriate.

Associate Members


