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Fifty-five thousand gallons divided by 748.052 
would equal 73.53 units. 

Remember this is water AND sewer units. If 
the cost of water per unit is $3.36 and the cost 
of sewer per unit is $7.23 then the combined 
fees would be $10.59 per unit. The $10.59 per 
unit times 73.53 units equals $778.69. Did 
your eyes just get BIG? Pretty cool huh?

Moving to the energy side, let’s say the 
amount of hot water saved is 20,000 gallons. 

To calculate the savings we must know the tem-
perature of the incoming water, the temperature 
at the outlet of the appliances, the cost per unit of 
energy and the efficiency of the water heater.

Assume the incoming water temp is 52 
degrees Fahrenheit, the average outlet tem-
perature is 111 degrees and the cost per unit 
of gas is $1.10. The temperature differential 
(or “delta-T”) T is 59 degrees and the units 
used for the gas are therms. A therm is equal 
to 100,000 Btu. A Btu (you’ve heard of those) 

is the amount of energy required to raise one 
pound of water 1 degree.

Let’s start by computing the weight of the 
20,000 gallons of water:

Water weighs about 8.345 pounds per 
gallon. 20,000 gallons of water times 8.345 
pounds per gallons equals 166,900 lbs. Mul-
tiply the weight, 166,900, times the delta-T of 
59 equals 9,847,100 Btu.

To convert 9,847,100 Btu into therms, 
divide by 100,000: 9,847,100 divided by 
100,000 equals 98.47 therms. Multiply 98.47 
therms times $1.10 per therm equals $108.32, 
which is then divided by the water heater effi-
ciency.  We’ll use 58 percent or 0.58:  $108.32 
divided by .58 equals $186.76.

The final calculations are $778.69 plus 
$186.76 equals $965.45.

What do you think will get the attention of a 
property owner most: talking about saving 20,000 
gallons of water a year or saving $965 a year? 

Two last things. I have put all of this into 
a spreadsheet. Plug in a few numbers and 
most of the calculations are done for you. 
The spreadsheet is a benefit for those who 
have completed Green Plumbers Training; all 
you’ve got to do is ask. Finally, if the property 
is using L.P. gas or electricity, the savings will 
be even more. RJ

Doug Kirk, a former plumbing 
contractor with more than 40 years 
in the trade, is now the Director 
of Green Plumbing Curriculum 
for GreenPlumbers Training and 

Accreditation, a business unit of The IAPMO 
Group. The mission is to provide plumb-
ers and contractors with the practical knowl-
edge they need to implement “green” products, 
services and techniques. Visit GreenPlumb-
ers Training and Accreditation on the web at 
www.greenplumberstraining.org.

 THANK YOU FOR YOUR COMMITMENT AND PARTNERSHIP!
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ues to educate the U.S. plumbing industry 
on water quality issues, marketing man-
ager Tim Allbritten said. The company has 
scheduled a water quality workshop Jul. 21 
in Chicago.

Along with displaying contemporary 
designs, plumbing manufacturers from 
Europe, North America and Asia displayed 
products that offer sustainable sanitation 
and water management solutions. Plumbing 
brands known to U.S. visitors include Kohler 
Co., Vitra, Dornbracht, Duravit, Franke, 
Grohe, Hansgrohe, Ideal Standard, KWC, Vil-
leroy & Boch and TOTO.

Falcon Waterfree Technologies displayed 
its water-saving hybrid urinal configured for 
both the U.S. and European markets. The 
European version features a mechanical valve 
while the U.S. product is equipped with a 
velocity cartridge.

Grohe and Hansgrohe designated areas 
at ISH for plumber training. The Grohe Pro-
fessional mobile education center, which is 
housed in a two-level semitrailer truck, was 
parked outside an exhibit hall. The first level 
features product displays, and upstairs is a 
classroom. Hansgrohe reserved a section of its 
exhibition space for members of its Technical 
Service Center to explain to tradespeople how 
its products function. 

The next ISH Frankfurt will take place 
March 14-18, 2017.

“We can have a trade show with such a big 
investment only every other year. It would just 
be too big to do every year,” Marzin said. “Also, 
the innovation cycle in sanitary, heating and 
HVAC is more of a two-year cycle. Since com-
panies look forward to launching their prod-
ucts at the world’s leading show, which is ISH, 
it just has to be every other year.”  RJ

We salute

Elmco Duddy

You can’t beat the system.®

Congratulations on being named 
2015 Manufacturer’s Rep of the Year

Charlotte Pipe and Foundry is proud to have Elmco Duddy representing 
its high-quality plumbing systems. We thank you for your dedication and 
hard work, and congratulate you on your achievement.

Young German plumbers view a plastic pipe-cutting 
demonstration during ISH in the Milwaukee Tool 
booth. Photo credit: Bob Miodonski/BNP Media 
Plumbing Group
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That kind of success enjoyed 
by the company earning the 

2nd Annual Reeves Journal Rep of the 
Year nod comes to the persistent, the 
ones who started laying the ground-
work for success years before. In the 
case of one Southern California manu-
facturer rep firm, the foundations for 
its success were laid 62 years ago when 
a Zurn sales vice president decided to 
split from the corporate life and take a 
trip down the entrepreneurial highway.

Earl L. Morris in 1953 started a com-
pany called Acorn Engineering Com-
pany, according to Tom Duddy, the pres-
ident and CEO of Elmco Duddy, today’s 
version of a company that grew out of 
Morris’ manufacturing business and his 
early vertical integration.

“Then in order to have more control, 
he made a decision to start a manufac-
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Acorn,” Duddy said. In 
‘53, Elmco, [the] Earl L. Morris Company, 
came into being as a manufacturer repre-
sentative for Acorn Engineering Company 
in Southern California. He was an amaz-
ing thinker — a very good strategist.”

Today the City of Industry, Calif., 
company, boasts a second location in 
San Diego and 74 employees in South-
ern California. There was an Inland 
Empire branch back in the early 2000s 
when very few knew the go-go econo-
my’s bones were rotten to the marrow. 

“We had expanded out there, but 
when the economy contracted we con-
tracted that branch as well,” Duddy said. 
“We’ve been in San Diego for a number 
of years. We’ve got an 8,500 square-foot 
facility with seven employees down in 
San Diego and we’ve got 65,000 square-
feet of warehousing and office in City of 

I d h ’ h h d f 
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Elmco Duddy has 26 manufacturer 
partnerships in Southern California, 
the oldest being Jay R Smith, which the 
company has represented since day one, 
and Aquatherm, which joined the com-
pany’s roster less than a year ago.

There are also sister Elmco companies 
in Northern California, Arizona, Nevada, 
and most recently in Hawaii: “They are 
under the Elmco Group banner and 
have managing partners in each mar-
ket,” Duddy said. “[It’s] called Elmco and 
Associates in Northern California and it’s 
called Elmco Swords in Hawaii, and then 
Elmco Stewart in Arizona and Nevada.”

Roots of Success
From its beginnings 62 years ago to its 
current incarnation was relatively mat-
ter-of-fact for what is now called Elmco 
Duddy. The company’s family tree is 

Rep of the Year
2015

Adding Value

Tom Duddy, president 
and CEO of Elmco 

Duddy, the 2015 
Reeves Journal Rep of 

the Year firm. RJ photo.

Perseverance and communication is how 
to develop partnerships at Elmco Duddy 
By Jack Sweet
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straightforward — E.L. Morris Company to 
Elmco Delaney to Elmco Duddy.

The transition began in 1990 when 
Elmco lost a key manager. Earl Morris’ 
son, Don, was wearing two hats – run-
ning Elmco and Acorn Engineering. He 
was looking for a managing partner to run 
Elmco day-to-day. Duddy’s father-in-law, 
Don Delaney, expressed interest in merging 
his company, Delaney and Associates, with 
Elmco. In March, 1990 a deal was struck 
and the company became Elmco Delaney.

“I had been working with Don for three 
years in outside sales and had recently mar-
ried his daughter, Deanne, so I was deeply 
interested in the direction of the company – 
as was Deanne – and we both agreed it was a 
great opportunity for Don Delaney and our 
team,” Duddy said. “Delaney was strong at the 
engineer and distributor levels and Elmco was 
strong at the contractor level. The opportunity 
was a good fit. Within two hours, they formed 
an agreement and had a handshake deal.”

Duddy found himself in 1995 running 
the Inland Empire branch. Since that was 
doing well at the time, he was brought into 
headquarters as general manager in charge 
of operations and sales. That was also the 
year he, Delaney and Morris sat down and 
worked out a five-year succession plan.

“Both Don Delaney and Don Mor-
ris were big believers in succession plan-
ning and that rep businesses need a mix of 
experience and youth to remain relevant,” 
Duddy said. “In ‘97, I started to buy-out my 
father-in-law’s share of stock and became 
president. Over that five-year period from 
‘97 to 2001, I bought out his stock. I was 
running the business and Don was slowly 
transitioning out of the business. In 2001 
after the shares were completely purchased, 
then we changed the business name to 
Elmco Duddy in January of 2002.”

Work Hard, Play Hard
Duddy said the company probably isn’t all 
that different from many others in that suc-
cess begins and ends with employees. 

“I’ve always worked from a family stand-
point and getting people on board that 
share the same integrity levels I like to see,” 
he said. “I like people that have fun while 

they work as well. Part of our culture is to 
have fun. I like integrity. I like competitive-
ness. I like an element of aggressiveness. I like 
an element of fairness in the way you look at 
the business and I like having relationships 
and partnerships. I’ve always liked find-
ing employees who have the ability to build 
relationships with our customers, aren’t just 
looking at one order but really are looking 
at a long-term relationship and partnership 
where we have the ability to help them grow 
their sales, make them money.”

Relationships and partnerships. Those 
two words are at risk of becoming overused 
in the business lexicon. Every company out 
there talks about relationships with cus-
tomers and partnerships with suppliers. 
Are these words just empty feelgood banali-
ties or do they have real meaning at Elmco 
Duddy? What does that mean to have a 
relationship with your customer?

Duddy said, from the company’s perspec-
tive, is understanding the business from a dis-
tribution standpoint. “We understand how 
the distributor works. We understand how 
they go to market. We understand what their 
issues are, what their opportunities are. We’re 
able to help get inside their business and help 
them find solutions and offer them solutions 
to go into market,” he said. 

Cover the Bases
He said one way longevity has paid off for the 
company is that it has created relationships 
covering almost every facet of the industry. 

“We have relationships at different levels 
in the business as well. We have a top-line 
relationship, which is advantageous because 

a lot of things get lost when there are com-
munication issues between our agency and 
our customer base or other entities that 
tie into the decision-making and focus. 
Whether it is long-term or short-term, 
having a relationship at the proper levels 
within the business is a must,” he said, add-
ing Elmco Duddy also enjoys good work-
ing terms with contractors, wholesaler/
distributors and plumbing and mechanical 
engineers. He said an effort has been made 
to cultivate contacts on the end-user and 
architectural sides as well: “Where some 
businesses are focused just on the relation-
ship at the distribution level, we’ve really 
worked hard at developing relationships in 
those five different areas.”

Relationships are two-way streets. It’s 
difficult to maintain a relationship with 
contractors, for example, if there isn’t a 
mutual understanding. Duddy said there 
are some things contractors ought to know 
about the manufacturers rep business. 

“One of the things that has been evolving 
for several years now is that, when it comes 
to who distribution supports, a lot of the 
decision-making is being made far removed 
from our territory,” he said. “Those relation-
ships we’ve talked about had a pretty signifi-
cant impact on what is going to be stocked 
at the wholesale distribution level; what was 
going to be promoted by distribution to the 
contractor arena. Many decisions now are 
made back at corporate headquarters or 
through national deals and national rela-
tionships with our manufacturer. The key 
to our success has been to continue to create 
demand for our products in the local market 
which enhances the opportunity for being 
on the shelf at our stocking distributors and 
available for contractors and end users.”

In addition, Duddy said contractors are 
seeing condensed construction time lines 
these days. Elmco Duddy has been making 
an effort to get out in front of contractors 
to help them and to coordinate distribu-
tion. “We also make sure that, on longer 
lead product lines or more technical prod-
uct lines which may not be on the shelf that 
they understand lead times and installation 
requirements and we work with them to 
make the ordering and installation seam-

(Left to right): Tom Duddy, Ron Stewart, vice 
president of operations, Mike Fischer, operations 
manager, and warehouse manager Steve Gray. 
Not pictured - Richard Root, vice president of 
sales, Anne Yardley, applied products - team lead 
engineers, architects, end users, and Mark Lane, 
distribution products — team lead. RJ photo.
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less,” he said, agreeing the company is, in effect, 
trying out just-in-time delivery. 

“We’ve been very diligent on being in the 
pre-planning and implementation meetings 
with our contractors, especially where we’ve got 
larger projects that have significant amount of 
our products on it,” he said. “We do have a com-
modity side to our business and we have a local 
inventory ranging from Charlotte CPVC pipe, 
ABS, and PVC fittings to Ward Manufacturing 
products. On other, longer lead items like Loch-
invar on the water heating and hydronic heating 
side, or on Acorn, on the stainless steel side, those 
are product lines that could take six- to 10 weeks 
to manufacture. We’re getting out in front of that 
with contractors and making sure they under-
stand lead time and make sure they get the right 
product, at the right price, at the right time.”

The Long View
“One of the things that I’ve learned over the last 18 
years as I’ve been running the business is to be more 
patient,” Duddy said. “Early in my career, I wanted 
things to happen immediately. You’re talking about 
that competitiveness and aggressiveness you like to 
have yourself that people embody. There’s an ele-
ment of patience you have to develop.”

And that’s a tip or trick or whatever you’d 
like to call it. Duddy said if you persevere, if 
you communicate, if you’re consistent, if you’re 
doing things right, then over a period of time, 
you will develop the relationship. 

“You will have an impact. The relationship 
will turn into an opportunity and if we’re consis-
tent and we’re patient and we do the right things, 
then that will develop into a sales opportunity 
and partnership,” he said. “There just needs to be 
a strong element of communication. Sometimes, 
reps get overloaded in the business. They’re try-
ing to balance all these different demands. Every-
thing is moving faster, quicker, with condensed 
lead times. The pace of construction and the 
expectation time for responses continues to get 
shorter and shorter. It is critical that our manu-
facturers have a clear plan that they communi-
cate and coordinate with us and that we in turn 
communicate to our team and to our customers. 
Face to face meetings, video conference, webi-
nars, email, texting, websites, Facebook, twitter, 
phone calls – it all comes into play.” 

Duddy said the bottom line is that Elmco 
Duddy appreciates the role it plays at different 

levels in the industry: “We add value. We add 
value to the chain,” he said. “We add a lot of 
value to the chain, especially on the technical 
product side where the industry has gotten less 
technical. I think that technical reps like us still 
add a ton of value to the chain.”  RJ

Precision Plumbing Products
“Specify with Con� dence - Install with Pride”®

PRECISION PLUMBING PRODUCTS CONGRATULATES:

As “Manufacturers Representative of the Year”!!!
We at Precision Plumbing Products wish to congratulate 
Elmco/Duddy for their well deserved recognition as 
Reeves Journal’s 2015 “Manufacturers Representative 
of the Year”. We are very proud of the fact that we have 
had a long standing relationship with this professional 
organization for many years.

Deanne Duddy, architectural solutions, Josh Busca-
glio, director of plumbing sales; Tom Duddy, Andy 
Lopez, applied products team lead – contractors. 
RJ photo.
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jurisdiction. The pump and reinjection 
system is one in which water is pumped 
from the ground, used to heat or cool, 
and then reinjected into the aquifer. All of 
these systems have plusses and minuses, 
but the alternative engineered sections of 
the code help alleviate problems and allow 
for the necessary changes to evolve.

Another engineered system to which 
I have been exposed is the siphonic roof 
drain system. It is a system where the roof 
drains are specially designed with a baffle 
over the intake. During a normal rainfall, 
the system acts just like the traditional 
gravity drainage system, but when higher 
volumes of rain occur the water builds up 
on the roof, the pipes run completely full 
and the water is sucked (siphoned) off the 
roof. The baffle prevents the vortex in the 
middle so no air gets in. A few differences 
between the traditional gravity flow roof 
drain system and the siphonic roof drain 
system are: smaller roof drains so smaller 

pipe; fewer roof drains; and the drain pip-
ing can be run level — still not uphill, but 
level. Is this the wave of the future in roof 
drain design? I won’t discount it because I 
have seen it work.

Chapter 16, Alternate Water Sources 
for Nonpotable Applications, and Chapter 
17, Nonpotable Rainwater Catchment Sys-
tems, in the Uniform Plumbing Code, and 
Chapter 13, Gray Water Recycling Systems, 
in the International Plumbing Code, are 
new as of the 2012 code cycle. How many 
authorities having jurisdiction and plumb-
ers would have been discussing gray water 
systems 20 years ago? My guess is none. 
The point is the code does change and 
evolve to fit the needs of the industry. 

Getting back to my code update class, 
I can confidently say: yes, these changes 
and updates are indeed necessary. The 
more we embrace these changes the more 
successful we will be in our careers and 
the more valuable we are to our indus-

try. No, we are not going to wake up one 
morning and completely change the way 
we go about our business. The industry 
changes rather slowly. We don’t totally 
redefine the way we do things. A few 
things have changed in the past three 
years, but nothing earth shattering. “It” 
still rolls downhill (level in one instance). 
Air still don’t care. Pay day is still Friday. 
But there is an awful lot more to it than 
just that.  

For those who are interested, the 
2015 Guide to Important Code Changes 
is now available from IAPMO and dis-
cusses the notable code changes to the 
Uniform Plumbing and Mechanical 
codes between the 2012 and 2015 edi-
tions and their impact.  RJ

John Pint  i s  a  plumbing 
instructor out of Local 125 in 
Cedar Rapids, Iowa. His email 
is jpint@local125.com.

Morris Group International Congratulates one of our Members

Elmco Duddy named
Reeves Journal Western Representative of the Year

REPRESENTING


