
The Streamlining 
Possibilities of

 ChatBots
PAGE 40

F E B R U A R Y  1 5 ,  2 0 2 1  /  w w w. p o o l s p a n e w s . c o m

13. New Service Roll-Up Debuts    14. Distributor’s Aggressive Expansion    16. Fluidra Makes New Acquisition
36. Meet the NPC Chairperson    48. Efficient Chlorine Use in Tight Times    55. NESPA Gold-Winning Designs





LEARN MORE AT JANDY.COM

Jandy TruGuard + Salt Chlorinator

©2021 Zodiac Pool Systems LLC. All rights reserved. ZODIAC® is a registered trademark of Zodiac International, S.A.S.U., 

used under license. All other trademarks are the property of their respective owners. 5734_AD

 THE ULTIMATE 

CLEAN
INTRODUCING JANDY TRUGUARD

™

The Jandy TruGuard mineral sanitizer can reduce chlorine use by 

up to 50% in pools. Plus, when you combine it with a salt chlorinator 

it creates a perfect chlorine-generating solution to keep pool water 

clean, clear and luxuriously soft.

REPLACE 

CARTRIDGE 

EVERYEVERY 6 MONTHS EVERY 6 MONTHS 6 MONTHS

— RECURRING 

REVENUE!

REDUCES 

CHLORINE USE 

UP TO 50%.

CONTROLS 

ALGAE & IS  

EASIER ON EYES 

AND SKIN.



Features Online

Departments

4 CONTENTS /  POOL & SPA NEWS  / FEBRUARY 15, 202 1

9

13

20

28

36

62

74

40

48

55

JOIN US ONLINE FOR THE LATEST INDUSTRY 
NEWS, INSIGHTS AND HOW-TO FEATURES  

www.poolspanews.com

contact us: 

poolspanews.com/contact

subscribe: 

poolspanews.com/subscribe

POOL AND SPA NEWS IS PUBLISHED SEMIMONTHLY IN JANUARY, MARCH, MAY, AND OCTOBER; MONTHLY IN FEBRUARY, APRIL, JUNE, JULY, AUGUST, SEPTEMBER, NOVEMBER AND DECEMBER 
BY HANLEY WOOD MEDIA INC., 1152 15TH ST. NW, SUITE 750 WASHINGTON, DC 20005.  SUBSCRIPTIONS ARE FREE TO QUALIFIED RECIPIENTS.  PUBLISHER RESERVES THE RIGHT TO DETERMINE 
RECIPIENT QUALIFICATION.  NON-QUALIFIED SUBSCRIPTION RATES: SUBSCRIPTIONS $28.50 PER YEAR; $47.50 FOR TWO YEARS DOMESTIC; $60 PER YEAR CANADA/INTERNATIONAL. PERIODICAL 
POSTAGE PAID AT WASHINGTON, D.C., AND ADDITIONAL MAILING OFFICES.  POSTMASTER:  SEND ADDRESS CHANGES TO PSN POOL AND SPA NEWS, P.O. BOX 3494, NORTHBROOK, IL  60065. 

PUBLICATIONS MAIL AGREEMENT NO. 40612608.  RETURN UNDELIVERABLE CANADIAN ADDRESSES TO PITNEY BOWES, P.O. BOX 25542, LONDON, ON  N6C 6B2.

COVER PHOTO: SMALL SCREEN PRODUCER  
ABOVE LEFT: COURTESY NESPA 
ABOVE RIGHT: ADOBE STOCK

REFLECTIONS
The editor’s take on issues and events  

NEWS

HOW TO ATTRACT HIGH-QUALITY TALENT  
USING THE INTERNET

A PUNCH LIST THAT WON’T  
KNOCK YOU OUT
Be sure to address these nine items.

THE DRIVER
Meet the first woman to chair  

the National Plasterers Council.

EVERYTHING UNDER THE SUN EXPO  
EXHIBITORS MARKETPLACE

NEW PRODUCTS

48

HELP AROUND THE CLOCK
Chatbots allow customers to interact with your company 24 hours  

a day — boosting website utility while reducing human workload.

GETTING THE MOST FROM YOUR CHLORINE
How to make this sanitizer work as efficiently as possible.

BLUE RIBBON BEAUTIES
Introducing some of the high-ranking honorees from NESPA’s 

Outstanding Achievement Awards for builders

February 15, 2021
Volume 60, Number 3

55





E D I T O R I A L

JOANNE McCLAIN Editor-in-Chief 
jmcclain@zondahome.com

REBECCA ROBLEDO Deputy Editor 
rrobledo@zondahome.com

S A L E S

GARY CARR National Sales Manager 
gcarr@zondahome.com

A R T

TINA TABIBI Art Director

ALICE ASHE Graphic Designer 

P R O D U C T I O N

CATHY UNDERWOOD Senior Director, Print Production

STEPHANIE FISCHER Production Manager

BERNADETTE COUTURE Ad Production Coordinator

O P E R AT I O N S

LENA RAGUSA Human Resources Manager

H A N L E Y  W O O D  M E D I A

ANDREW REID Chief Operating Officer 

JENNIFER PEARCE Executive Vice President/Chief  
Content Officer

PAUL TOURBAF Executive Vice President

MARI SKELNIK Vice President/Audience Operations

BRIDGET FORBES Vice President/Digital Strategy  
and Operations

LILLIAN SPIO Vice President/Marketing 

JENNIFER MALKASIAN Director of Analytics 

P U B L I S H E D  B Y  H A N L E Y  W O O D

JEFF MEYERS Chief Executive Officer

MELISSA BILLITER Chief Financial Officer

ANDREW REID Chief Operating Officer 

TIM SULLIVAN Senior Managing Principal/ 
Advisory Group

KURT NELSON Group Vice President/Talent Strategy

AMY DUDLEY Executive Vice President/National Sales

EDITORIAL AND ADVERTISING OFFICES: 6420 Wilshire Blvd., Suite 200, Los Angeles, CA  90048 • (323) 801-

4900; SUBSCRIPTION INQUIRIES & BACK-ISSUE ORDERS:  (888) 269-8410; fax, (847) 291-4816; e-mail, 

psn@omeda.com; REPRINTS: Wright’s Media, (877) 652-5295; e-mail, hanleywood@wrightsmedia.com

ADVERTISER BILLING QUESTIONS: (202) 729-3522; LIST RENTALS: The Information Refinery, Brian 

Clotworthy 800.529.9020; email, brian@inforefinery.com; PRIVACY OF MAILING LIST: We rent our subscriber 

list to reputable companies. If you do not wish to receive promotional materials from other companies, please 

call us, toll free, at (888) 269-8410. To be removed from the mailing list, please email your request including 

name and full mailing address to: clustan@zondahome.com.

POSTMASTER: Please send address changes to PSN Pool and Spa News, P.O. Box 3494, Northbrook, IL 60065; 

PSN Pool and Spa News will occasionally write about companies in which its parent organization, Hanley Wood, 

has an investment interest. When it does, the magazine will fully disclose that relationship. Reproduction in whole 

or in part is prohibited without written authorization. Opinions expressed are those of the authors or persons 

quoted and not necessarily those of PSN Pool and Spa News. © Copyright 2021 by Hanley Wood



Meet Mirage®

Introducing Mirage™ Pool Visualizer

Exclusively from LOOP-LOC®

Now you can see how any Loop-Loc Luxury Liner or pool cover will look on 

your pool with our new, online pool visualizer.  Choose your pool shape, paver 

color, liner pattern or cover color.  Try as many variations as you like.  You can 

even share the images on social media. Coming January 2020! 

For more information, visit looploc.com or call 1-800-LOC-LOOP.

© LOOP-LOC 2020. Made in the USA.



Get your customers ready for a happier pool 

season with a three-layer sanitizing approach.

All indicated Pentair trademarks and logos are property of Pentair Inc. Third party registered trademarks and logos are the property of their respective owners. 

©2020 Pentair. All Rights Reserved. Pentair.com

KEEP POOLS
SPARKLING CLEAN

Visit pentair.com/sterilizer

to see more.

IntelliChlor® and iChlor®

Salt Chlorine Generator

Kill the germs Neutralize the germs Automate

IntelliChem®

Water Chemistry Controller
BioShield®

UV Disinfection Sanitizers

Kill the germs

LAYER

1

+ +

LAYER

2

LAYER

3



Joanne McClain

Editor-in-Chief, PSN

FEBRUARY 15, 202 1  /  POOL AND SPA NEWS  /  REFLECTIONS  9

jmcclain@hanleywood.com

A February Feast

of chlorine as demand is projected to 

remain high over 2021. To help with this 

anticipated shortage, it’s more import-

ant now than ever before to understand 

and improve chlorine’s efficiency. In 

“Getting the Most from Your Chlorine,” 

BioLab’s Emily Johnson lays out the 

ground rules on how the basics of pool 

care can impact water quality and the 

importance of additional technologies 

to maximize sanitizer performance. 

Lastly,  a bit of streamlining for our 

builders, who continue to  work tireless-

ly to get as many pools in the ground as 

possible. As you know, punch lists can 

be the trickiest part of a project when 

dealing with customers. To help the 

process move forward as smoothly and 

expediently as possible, Dennis Dixon, 

a longtime general contractor, shares 

nine essentials tips to establish expec-

tations and improve communication 

with your customers in the final days 

of completion.

So there you have it — meaty topics 

to chew on as we charge through the 

rest of February. Anything else you’d 

like to see us to cover? Feel free to drop 

me a line.

By all accounts, the pool and spa in-

dustry is busier than ever. How else to 

explain the fact that we’re already six 

weeks into the new year and how quickly 

it’s flown by?  

To help our industry businesses sur-

vive and thrive, we’ve come up with an 

issue chock full of what I hope will prove 

to be a feast of useful content.

Firstly, it is a truth universally ac-

knowledged that the industry is desper-

ately in wont of skilled labor, now more 

than ever before. But the pandemic has 

made in-person screening even more dif-

ficult. What can you do to ensure you’re 

enticing the best candidates for the job? 

In “How to Attract High-Quality Talent  

Using the Internet,” Susan Smith, a digi-

tal marketing expert for the construction 

trades, offers practical advice  that as-

sures an uptick in the number and qual-

ity of candidates for your open positions.

Now that you’ve got some qualified 

job candidates, what if I told you there 

was a way to offer instant customer ser-

vice and engagement 24/7 without in-

creasing the workload for your staff? In 

Rebecca Robledo’s cover feature, “Help 

Around the Clock,” she explores the use 

of chatbots — along with its limitations 

and benefits — to help you see if adding 

this automated feature to your business 

makes good business sense.

Another big topic of concern for the 

entire industry is the expected shortage 
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New Roll-Up Firm Enters Service Sector

and feel re-inspired to grow T&D and NPP 

together, while sharing tricks of the trade 

with all our partners nationally.”

Both selling owners will remain with 

their existing operations as well as take on 

new corporate roles with NPP. Skehan of 

T&D Pool & Spa will serve as national vice 

president, leading the company’s opera-

tional excellence. Denbar of Patriot Pools, 

takes the title of regional vice president, 

leading growth in the Lone Star State. 

NPP will expand with a combination 

of acquisition and organic growth. To 

enter a new market, it will purchase an 

existing, well-established service com-

pany. With the hub established in a new 

region, management may open new lo-

cations organically in that area.

In addition to increasing its presence 

in Florida and Texas, the company is cur-

rently in negotiations to purchase a com-

pany in Arizona, which it hopes to finalize 

the first half of this year. Company owners  

who sell will have opportunities to con-

tinue on and potentially take a corporate 

role with NPP, or leave the firm, depending 

on the wishes of the seller and needs of 

that region of the company.

NPP will be the name of the holding 

company only. Branding for many of the 

acquired firms will remain intact, however 

some smaller acquisitions in a region may 

adopt the established branding for the area.

With its first acquisitions, the compa-

ny now services 5,000 pools. The company 

has set a goal of servicing 100,000 pools 

in five years, and generating at least $100 

million by 2023.

Another roll-up  has launched for the pool/

spa service sector.

Last month, National Pool Partners 

debuted by announcing its first two ac-

quisitions — Patriot Pool & Spa in Austin, 

Texas, a PSN Top 50 company; and T&D 

Pool & Spa near Orlando.

NPP was started by two veterans of the 

pest-control industry, Augusto Titarelli and 

Matthew Stevenson. Titarelli, who serves 

as NPP’s CEO, has four decades managing 

home-services companies. Most recently, 

he was vice president of field operations 

with Terminix. Before that, he worked with 

the alarm company ADT. Stephenson was 

Titarelli’s manager at Terminix. He serves 

on the NPP board.

After leaving the pest-control giant, 

the two sought to begin a venture where 

they would take their knowledge and ex-

perience from working in the home-ser-

BY REBECCA ROBLEDO

Augusto Titarelli 

CEO

National Pool Partners

vices space, but to a different industry. 

After investigation, they decided to enter 

the pool/spa field.

“I’m coming in from other home-ser-

vices industries that are more consolidat-

ed [than the pool/spa industry],” Titarelli 

said. “Looking at this space in the pool 

industry, we saw the quality of people 

and the energy ... I think it’s an industry 

that excites and has a lot of opportunity.”

To fund the venture, team partnered 

with Imperial Capital, which tends to 

invest in smaller businesses looking to 

grow. Supported with $200 million, it 

formed NPP as a holding company to 

acquire existing service firms.

Patriot Pool & Spa was founded in 2006 

and serves the greater Austin market. Ac-

cording to NPP, it has been growing at a 

rate of more than 20%. It has ranked on 

the PSN Top 50 Service since the list’s be-

ginning in 2018. The company reported a 

total service revenue of $3.5 million in 2019. 

“We have spent the last year dreaming 

of a vision to revolutionize pool service, 

and today it’s coming to fruition,” said 

Patriot founder Hal Denbar. “Our cus-

tomers and teammates stand to benefit 

for decades to come. I look forward to en-

abling the success of other entrepreneurs 

in the industry I love and carrying on the 

legacies that other owners have built ...”

T&D services The Villages region north-

west of Orlando. Its owner, Eddie Skehan, 

has more than 30 years experience. “I had 

not planned to sell T&D until I was ready to 

retire,” Skehan said. “But joining NPP has 

allowed me to take some chips off the table 

Hal Denbar 

Regional Vice 

President,Patriot 

Pool & Spa/NPP

Eddie Skehan

National Vice 

President, T&D 

Pool & Spa/ NPP
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A distributor in Florida has set its sights 

on going national.

Florida Water Products, a supplier 

that had primarily focused on the Sun-

shine and Lone Star States, recently 

closed its second merger, making it the 

second-largest pool/spa distributor in 

North America, according to CEO Carlos 

Del Amo. It plans to further expand its 

national footprint by continuing to roll 

up other independent distributors.

Recently, the company merged with 

Corona, Calif.-based Pool and Electrical 

Products, known as PEP. Founded in 1992, 

it brings 29 locations throughout Califor-

nia, Arizona and Texas.

Under the terms, the family that 

owned PEP, the Becerras, are sharehold-

ers, with two members — Sandy and An-

dreas Becerra — serving on the Board of 

Directors, Del Amo said. They will not 

remain active members in the company, 

he added.

 Louie Mozas, who came from FWP as its 

president, also will serve as president of PEP.

In 2018, FWP merged with Las Ve-

gas-based American Pool Supply, carrying 

it into Nevada and Utah. The founder 

of the nearly 50-year-old company, Jack 

Crockett, remained with the distributor 

until his recent passing. His son, Rick 

Crockett, remains with the company.

Both PEP and American Pool Supply 

will retain their brands. 

In total, the company now has 47 lo-

cations in the six states.

Along with Louie Mozas, the roll-up 

plan has largely been implemented by 

Del Amo, who joined the company in 

2017 as executive vice president, after 

more than 20 years with Big Three man-

ufacturer Pentair. 

The team believed the market would 

benefit from another larger distributor, 

rather than having a landscape with one 

dominant distributor, PoolCorp, and many 

small independents. “I just believed there 

were people out there who wanted an al-

ternative choice,” Del Amo said.

With the three brands combined, the 

company now employs approximately 500, 

Del Amo said, where FWP alone previously 

had a staff of a little more than 200. 

The company is designed to provide 

the infrastructure of a larger firm, but 

retain the family-run feel, he added.

Del Amo and Mozas are shareholders 

in the firm, along with the Becerras and 

some members of the company’s man-

agement team.

Susan Mozas, the other principal in 

FWP, has retired and left the company. 

FWP was founded in 1983 in Tampa. 

The company expects to continue 

growing in this manner, focusing for 

now on the Sunbelt but exploring other 

regions of the U.S. as well, Del Amo said.

Through Acquisitions, Florida Water 
Products Has National Aspirations
BY REBECCA ROBLEDO

The company that owns and publishes Pool and Spa News
has rebranded. 

Hanley Wood, which has owned the publication since 
acquiring it in 2001, now is known as Zonda. The rebranding 
includes a new name, logo, positioning and website.

The branding reflects the expansion of the company’s 
construction and real-estate data operations. In 2018, Hanley 
Wood, which had data and media divisions, was purchased by 
New York-based private equity firm MidOcean Partners and 
merged with another data company it had just acquired, Meyers 

Research. The name Zonda comes from one of the company’s 
data products.

“As we’ve grown, a wide variety of businesses and products 
have come under our umbrella and there was a need to align and 
unify our story,” said Jeff Meyers, CEO of Zonda. “The new brand 
identity is not only current and modern but continues to reflect 
the core ethos of Zonda — continuous growth and innovation.”

The new logo is an evolution of a BIT — the fundamental 
building block of data — and brings in design inspiration from a 
housing property grid.

Hanley Wood Becomes Zonda

Carlos Del Amo, Sr. 

CEO

Florida Water Products
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30% LESS SANITIZER
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Big Three manufacturer Fluidra has ac-

quired Built Right.

Based in Punta Gorda, Fla., the 

10-year-old company manufactures pool 

heat pumps, largely serving the Sunshine 

State, which holds the largest market for 

that product category. 

According to Fluidra, the purchase 

closed in January and included all of Built 

Right’s substantial assets.

“Built Right has an excellent repu-

tation for quality and service,” said Troy 

Franzen, president Fluidra North Amer-

ica. “And because it is based in Florida 

— the largest heat pump territory in the 

U.S.  — it will put us closer to our core 

heat pump customer.”

Built Right will retain its brand-

ing and remain in its current location, 

Franzen said. 

“There are no plans to change the 

Built Right product line — it will be busi-

ness as usual.”

Its staff will also remain in place, 

with the exception of the company 

founder, who will pursue other business 

opportunities.

Fluidra North America is the company 

that used to be known as Zodiac Pool Sys-

tems. It took on that name in 2018, after 

merging with the global manufacturer/

distributor Fluidra. The multinational 

firm, Fluidra, is publicly traded and op-

erates in more than 45 countries. 

Fluidra Acquires 
Heat Pump 
Maker

The year 2020 certainly was one 
for the books. 

After an extremely busy 
year marked by the COVID-19 
pandemic, new-pool permit figures 
in Florida rose 23% — the largest 
increase enjoyed by the state’s 
industry since 2011 to 2012.

Florida registered 32,100 
new pool permits last year. This 
does not account for remodeling or 
significant repairs.

Migration explains part of the 
story, said Wendy Parker Barsell, 
executive director of the Florida 
Swimming Pool Association, based 
in Sarasota. 

“People are coming to Florida 
at a rapid pace,” she said. “They’re 
leaving states that are closing 
down, so the housing market is 
strong here.”

Florida Permits See 
Highest Increase in Decade

BY REBECCA ROBLEDO
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As the National Plasterers Council pre-

pares its virtual conference, it also is debut-

ing or enhancing instructional initiatives.

Its popular start-up certification class 

will become available in a formalized virtu-

al learning management system. The pre-

sentation will be similar to online driving 

classes, with instruction followed by a test 

on the same platform. Students will receive 

needed materials beforehand. The online 

class will be available on-demand anytime. 

But in-person classes will resume when it’s 

safe, said NPC President Jeff Henderson.

The organization has also begun a 

new podcast, called “Smooth Finish” and 

hosted by members Chris Marcano, Brent 

Lane and Rob Romano.

NPC also will launch a video series called 

Tech Tidbits. Here, members submit quick 

videos taken onsite to show how they han-

dle a technique, best practice or challenge. 

Some of these new initiatives will be 

previewed at NPC’s conference, which will 

be presented virtually this year. It takes place 

February 10 and 11, running live from 10:00 

to 2:00 Central time each day. Content will 

be available to registrants for 30 days after 

the conference closes.

It will will include 12 sessions — fewer 

than usual, since some sessions traditionally 

take place outside and, thus, can’t be repli-

cated online. NPC insists on certain things, 

however. As always, its ever-popular auction 

will take place both days at the midpoint, 

with Jay Eaton and his daughter Laura Eaton 

hosting. It will run 45 to 60 minutes each day.

NPC Introduces New Initatives at Conference
BY REBECCA ROBLEDO
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How to Attract High-Quality Talent  
Using the Internet
Figure out your ideal applicant, and then keep them interested, spark 

their ambition, and encourage them to take action.

BY SUSAN SMITH

Once you’ve compiled all the details, 

it’s time to make a profile based on this 

star employee. Here’s an example to get 

you started:

Your ideal employee  
(let’s call him James)

• 28

• Engaged

• Saving up for his first home

• Wants a family

• Is licensed

• Has a great work ethic

• Nice guy, always has a smile  

on his face

• Loves any challenge you throw  

at him

• Eager to learn new things  

every day

• Not afraid to put in the hard work

• Always looks to put in overtime

• Is interested in how things work

• Is a strong team player

Do you know a “James” in your workplace? 

In today’s recruitment market, it’s more 

difficult than ever to attract high-quality 

talent. Getting the right person for the 

right job at the right time is a struggle at 

the best of times — let alone in the middle 

of a pandemic.

Learning to attract and recruit qual-

ified job candidates online is crucial to 

this goal.

Thanks to the wonderful world of the 

internet, job seekers are able to access in-

depth information about a company in 

an instant. They can research positions 

available, browse reviews regarding what 

kind of employer you are, and see exactly 

what you’re made of with a simple click 

of a mouse. There are a variety of sources 

out there to post career opportunities on, 

such as local career sites, job boards, and 

social media platforms such as LinkedIn.

However, this just makes the battle 

to win good workers even harder. You 

have easy access to all these tools, but so 

do your competitors. You might get loads 

of applicants, but they’re not necessarily 

the right fit for your business.

So how do you increase the number of 

qualified job applicants applying for your 

positions through the World Wide Web?

START WITH THE  

RIGHT TARGET

First, let’s take a minute to think about 

who you’re looking for.

If you could clone your best employee, 

would you? Of course you would. Who 

doesn’t want their best employee mul-

tiplied so they can provide hours upon 

hours of amazing work that keeps custom-

ers happy (and doesn’t require hand-hold-

ing from you)?

So now that we know you’re cloning 

your employee, who are you cloning? Do 

you have a picture in your mind of who 

you’d like to clone?

Now think about it. What are they 

like? What makes them so valuable to 

your company?



®



Are they hardworking and exceptional 

at what they do? If so, keep them in your 

mind when writing up your job appli-

cation. It’ll make it easier to target the 

right talent if you’ve got a picture of who 

you want.

Now, take the profile we’ve created for 

James and compare it with the “generic 

profile” that’s often posted on recruitment 

websites.

•  Anyone who has a pulse

•  Aged somewhere between 25 and 50

•  Shows up for work

•  Has their license

•  Only does the bare minimum

Now, think about this: The generic pro-

file works for their paycheck and their 

paycheck alone. They show up, clock in, 

clock out, that’s it.

But your star employee, James, works 

because he believes in his job, takes pride 

in his work, wants to become something, 

strives to do the best job possible, and 

complete his goals.

Who would you prefer to work for 

you? James, of course. But, how does 

James help you recruit other staff?

It’s simple: Focus on James as the 

target audience when you are recruiting. 

He’s the type of person you want in your 

business — and there are others like him 

out there. You just have to find them. 

You can find employees just like 

James by:

•  Focusing on applicant-centered re-

cruiting rather than job-centered 

recruiting

•  Writing job posts specifically catered 

for James or applicants like him

•  Not writing a cold and impersonal 

job description

•  Highlighting the benefits of working 

with you, not the demands of the 

position

REELING IN THE RIGHT 

CANDIDATES

So you’ve found James, and he’s consider-

ing applying for the position. How do you 

make sure he goes for the job?

Focus on your star 
employee as the target 
audience when recruit-

ing. He or she is the type 
of person you want in 
your business — and 
there are others like 

them out there.
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Keep James’ attention by:

•  Leaving the option to learn more 

about the job;

•  Showing off benefits that recent 

hires and current employees are 

enjoying;

•  Being specific about what the 

job entails but staying concise. 

Long-winded sentences might 

make him stop reading;

•  Always focusing on the appli-

cant — not the job — and what 

you can do to help them;

THREE STEPS FOR  
SECURING QUALIFIED 
TALENT
1. Keep them interested.

If you want to keep James hooked, then 

you have to keep him reading. How do 

you do that?

• Avoid using industry jargon;

• Be specific;

•  Show them what a day will be like 

working with you;

•  Make sure your job listing can be 

easily accessed on mobile devices;

2. Spark their ambition.

Make them want that job. 

The easiest way to do this is to tell 

them a story about your workplace. Get 

them engaged by how amazing it is to 

work for you. If you’re placing the ad on 

your own site or on social media, include 

a video showing employee testimonials 

or showcasing your facilities and perks.

3. Encourage them to take action

You have one goal in this step: Don’t 

lose them. Make it easy for them to get 

in contact with you to apply for the job. 

You can do this by:

•  Keeping online application forms 

short and only including the nec-

essary information needed. Long, 

complicated application forms 

scare off applicants;

•  Linking from the job ad straight 

to your careers page;

•  Naming the best person to contact 

in relation to applications so they 

know who they’re talking to;

•  Including your phone number and 

email address;

•  Telling them what to expect after 

applying.

By implementing these tips, you’ll 

see an increase in the number of ap-

plicants you receive for open positions. 

But most important, you’ll see a huge 

improvement in the quality of the ap-

plicants applying.

The next time you post a job adver-

tisement online, try this approach and 

see the radical change in applicant qual-

ity and number.

Susan Smith is the founder of Just for Contrac-

tors, a digital agency that specializes in web-

sites and digital marketing for the construction 

trades. She’s been in construction since she was a 

kid — her dad owned a 100-plus-people tool and 

die business. This article originally appeared in 

our sister publication Builder.
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A Punch List That Won’t Knock You Out
To keep the final phase of a job from derailing, make sure  

you address these nine items.

BY DENNIS DIXON

of the contract to reinforce good commu-

nication and set expectations. As a result, 

the homeowners understand the rules, 

and I get a road map on how to perform.

While I can’t recommend specific 

language to include in your punch-list 

procedures — that’s a job for your attor-

ney — your contracts should address the 

concepts listed below.

PUNCH-LIST PREPARATION

I explain to homeowners that during 

the last few weeks of the project, I will 

begin to prepare a list of items that are 

incomplete or require adjustments, re-

pairs, or touch-up. I also explain that I 

will present this list to them during a 

final inspection walk-through. While I 

The final few days of a job can be the 

most difficult. You want to wrap things up 

and move on to the next project, and the 

homeowners are anxious to have the place 

to themselves. Often all that’s between you 

and final payment is the punch list. I’ve 

learned from long experience that the best 

way to keep this last phase from derailing 

the job is to have a set of procedures in 

place and make sure the homeowners 

understand how they work.

I put what I call “close out, completion, 

and final payment procedures” into all 

of my agreements for new construction, 

remodeling, and commercial-tenant im-

provements. Since I believe an informed 

customer is a happy customer, I try to 

cover all the bases and use this section 

Since I believe an 
informed customer is a 
happy customer, I try to 
cover all the bases and 
use this section of the 

contract to reinforce good 
communication and set 

expectations. 





make it clear that the homeowners are 

welcome to communicate their own list 

of items and concerns at any time during 

the project, the goal here is to make sure 

they understand that they can’t add to 

the list after the walk-through. (I’ll get to 

warranty items a little later.) Otherwise, 

I might show up at the site to find sticky 

notes sprouting like mushrooms.

Final payment. Most homeowners 

want to withhold the entire final pay-

ment until the punch list is completed. 

But punch-list work is usually small stuff 

that seldom adds up to anything even 

close to the amount of a final payment. 

So I itemize the list and put a price on 

everything, and the homeowner can with-

hold the total of those itemized prices or 

$500, whichever is greater. The goal is to 

encourage communication and avoid a 

situation in which something like the 

late delivery of a special-order light fixture 

worth a few hundred dollars threatens to 

hold up a final payment of thousands of 

dollars. It might be a good idea to tie the 

payment to the final inspection by a third 

party, like a building inspector or a lender. 

If the home is deemed fit to be occupied 

and the bank releases the needed funds, 

then it’s difficult for the homeowner to 

argue for withholding the entire amount.

Timely completion. I specify that 

we will complete all punch-list items as 

soon as reasonably possible, but no later 

than 30 days from the final inspection 

by the appropriate building authority. In 

practice, we try to finish everything up 

before the final inspection, or at worst 

within 10 days of it. If something gets 

in the way of that happening (like a late 

special-order light fixture), we negotiate 

that part of the deal, and put the outcome 

in writing.

Homeowner responsibility. Some 

punch-list work may require moving, 

protecting, or even storing the home-

owners’ personal property — everything 

from artwork, clothing, and furniture to 

pets, rugs, and vehicles. We prefer that 

the homeowners handle this themselves, 

Homeowners are 
welcome to communicate 

their own list of items 
and concerns at any time 
during the project, but the 
goal here is to make sure 
they understand that they 
can’t add to the list after 

the walk-through. 
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though they must agree to cooperate 

with us on timing. If we handle it, we 

state that we will not be held responsible 

for their personal property.

DAMAGES AFTER INSPECTION

Sometimes items are damaged after the 

walk-through. Maybe one of the movers 

pokes a hole in the screen door or fuzzes 

up the paint on a door molding while try-

ing to jockey a rug into a bedroom. Though 

we usually perform these small repairs 

without making a fuss, our contract says 

that we do so at our discretion. This gives 

us control.

Speaking of control, sometimes 

things happen despite our best efforts. 

For example, once we installed an AC 

compressor just outside the back of a 

house, and the next morning we found 

that it had been stolen. Another time, the 

homeowner’s children displaced freshly 

laid tile by walking on it too soon. Things 

like this (a neighborhood dog leaving 

paw prints in a freshly poured concrete 

sidewalk, a gust of wind smearing fresh 

paint) are unfortunate but not our re-

sponsibility. Again, we are pretty gener-

ous about taking care of these kinds of 

problems, but our contract states that 

we are not obligated to make the repairs.

Utility service. Our punch-list proce-

dures exclude us from liability for damage 

caused by an outage or surge from a utility 

serving the property. We added this in re-

sponse to a problem we had one super-cold 

winter. One night the demand for natural 

gas was so high the pressure dropped in 

the entire neighborhood and shut down 

the gas appliances, including our clients’ 

furnace. The pipes froze and we got the 

phone call. We responded and eventually 

the insurance companies worked it out, 

but we decided to address it in our contract 

to avoid similar problems in the future.

Limitations. A related issue has to 

do with finishes, textures, and overall 

appearances. For example, Ponderosa 

pine — a very messy tree — is common in 

Flagstaff where we do most of our work. 
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Pine cones and sap often fall on decks and 

porches and can discolor the finish. Our 

contract explains that we are not obligat-

ed to repair, repaint, or replace materials 

that may be affected in this way.

Product performance. I once had a 

homeowner claim that the porch heaters 

we installed should be replaced because 

they generated too much heat. Another 

customer complained that the dishwash-

er made too much noise. While we are 

sympathetic to these complaints and 

try to help, we are not responsible for 

creating or resolving them.

WARRANTY ITEMS

We spell out warranty coverage in a 

separate section of the contract, but it’s 

worth mentioning briefly here. Because 

it’s easy to confuse a punch-list item 

with a warranty item, we specify what is 

covered by warranty. That way, if the air 

conditioner stops working, it won’t hold 

up our final payment. We’ll fix it, but not 

as part of the punch list. Our suppliers 

and subcontractors cooperate with us 

on this, and if we can, we try to be part 

of the solution. But we also make it clear 

that while a manufacturer warranty may 

cover parts, we have the right to charge 

for the labor required to make the repair.

This distinction can get tricky. We once 

had a homeowner complain that the burn-

ers on an expensive commercial gas range 

had discolored after just a few weeks of 

use. We worked with the manufacturer 

to replace the burners, but we explained 

that the discoloration was a normal part of 

everyday use and thus fell outside of both 

our warranty program and the manufac-

turer’s. It’s important to anticipate how 

you will handle strange, Murphy’s-law-type 

circumstances that impact your work — 

without taking responsibility for problems 

you didn’t cause and shouldn’t have to fix.

Dennis Dixon is a licensed general contractor 

in Flagstaff, Ariz. This has been adapted from 

an article that originally ran in our sister 

publication, JLC.

It’s important to anticipate 
how you will handle 

strange, Murphy’s-law-type 
circumstances that impact 
your work — without taking 
responsibility for problems 

you didn’t cause and 
shouldn’t have to fix.
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Yvette Gammon

NPC Chair 

The Driver

BY REBECCA ROBLEDO

At the age of 9, Yvette Gammon learned 

some lessons about life that some of us 

never do.

What she experienced generally only 

comes to those 50 or so years older. “I had 

an aneurysm and a stroke,” says the Na-

tional Plasterers Council Chair. “I spent 

some time in a wheelchair, and I was told I 

would never walk again. I was told I would 

never have a healthy [child].”

She did walk again, but she had to 

learn how to do it, as well as how to eat 

and dress herself. “I had to start all over 

again at age 9,” she says. 

But she gained an outlook that has 

served her well throughout her life. “I 

appreciate the very small things in life, 

because I know what it feels like to basi-

cally lose your life and then wake up and 

you’re still here,” she says. “I learned that 

you have to fight to live — I had to fight 

to take that first breath. And it just made 

me very appreciative.”

This attitude has infused her accom-

plishments, whether co-founding a business 

in her adopted industry or taking the helm 

as the first female NPC chair. As she begins 

the second of her two-year term and pre-

pares to oversee her first NPC Annual Con-

ference in this position, get to know more 

about this history-making professional.

RESOURCEFUL TURN

Despite what her doctors said, Gammon 

did have a child. In fact, she was pregnant 

with him when she hatched the plan for 

Gammon Pools, a pool/spa surfacing and 

remodeling firm based in San Diego. 

It was also in this period of her life that 

she showed some of the grit and perspec-

tive gained early in life. Though she had 

recovered from the stroke itself, she was 

left with an after affect. The brain surgery 

she underwent to repair the aneurysm 

left her with epilepsy. While pregnant, 

she suffered a couple seizures, which kept 

her from working.

“When something [like that] happens 

to you at an early age, you go one of a cou-

ple ways,” Gammon says. “You either get 

angry and say, ‘The world owes me because 

this happened to me,’ or you ... say ‘I’m 

lucky. I’m blessed. I got another chance 

— and I need to do something with it.’ ”

She clearly chose the latter. She and 

her husband, Donnie — both San Diego 

natives — were a young couple and first-

time parents-to-be. Donnie Gammon was 

already an accomplished plasterer, follow-

ing the path originally carved into the 

pool/spa industry by his grandfather, then 

his father and aunt. He was working for 

some of the bigger plastering companies 

in the San Diego area. 

“It runs very deep in his family,” Yvette 

Gammon says.

Meanwhile, with a Bachelors of Busi-

ness degree and marketing minor from 

National University, she was benched 

from her position as a product marketing 

manager for semi-conductors. She was 

thinking about how the Gammons could 

best utilize Donnie’s talent and skills in 

the field and her business background.

“At that point, I was tinkering around 

with the business because I was bored,” 

she says. “I kept calling and saying, ‘Hey, 

this is getting exciting!’ And it blossomed 

from there.”

In 1998, they officially opened shop. 

Yvette Gammon would handle the busi-

ness side of things, while Donnie Gammon 

would oversee construction. To keep their 

options open, in case it made sense to add 

new revenue streams in the future, she de-

cided to call the company Gammon Pools. 

“I figured from a marketing perspective, 

we could go in any direction,” she says. “I 

As the first woman to chair the National Plasterers Council, Yvette Gammon 

parlays her business chops and an outlook shaped by childhood challenges.





Last year, she was unexpectedly thrust 

into the top position, when the expect-

ed incoming chair was not able to take 

the helm. Outgoing Chair Lee Valenzu-

ela hand-picked her. But this meant she 

would come in cold. Normally, one has 

the benefit serving two years as vice chair 

before taking over. But she didn’t have this 

breaking-in period.

So far in her term, Gammon and the 

board have put the priority on preparing 

NPC for the future. She feels most proud 

of new programs to carry the organization 

into the digital age (see page 18). And she 

sees that the younger generation is begin-

ning to claim its seat at the table.

“There are more women on the 

board now, there are younger faces on 

the board,” Gammon says. “There’s a 

new energy. I have people who are so 

motivated and excited about what’s hap-

pened that I see the new age of NPC 

coming, and I feel like I am right at the 

forefront of it.”

put us in a position where we were able to 

really look around, get a feel for what we 

wanted to do and give ourselves the time 

to figure out what that meant.”

She also used her position as an indus-

try-outsider to benefit the company, talking 

to as many people as she could to find out 

what gaps the local industry had that Gam-

mon Pool could fill. Learning the construc-

tion industry’s reputation for inconsistent 

customer service, she figured the company 

could distinguish itself in that arena. 

Ultimately, the Gammons decided to 

maintain their specialty in pool surfacing 

and renovations and to keep the company 

small. “It gave us the ability to have that 

family business feeling,” she says. This  

way, the Gammons could stay close to the 

work and clients, focusing on that high 

level of customer service.

SEAT AT THE TABLE

With the NPC, Gammon took the same 

approach.

The company joined soon after it 

started. She learned as much as she could 

from her more established peers. 

“They seemed important and scary 

and really smart,” Gammon says. “I was 

that wide-eyed person in the room looking 

up to all these people.”

In relatively quick order, she joined 

the Board of Directors. “I was terrified,” 

she says. “I had never sat on any type of 

board like this and, as a woman I was 

even more challenged. They all knew each 

other, they had created this organization, 

and I felt like the outsider. So I tried to 

keep my mouth shut and my eyes and 

ears open and learn.”

While there, she has worked in sev-

eral capacities, at different times head-

ing the membership committee, the 

marketing committee and helping with 

the organization’s start-up certification 

instruction.

“I’d had my hands in just about every 

pot you can think of,” she says.





HELP AROUND 

THE CLOCK

Chatbots allow customers to 
interact with your company 
24 hours a day — boosting 
website utility while reducing 
human workload.

By Rebecca Robledo

W
ith the crazy activity and demand that the pool/

spa industry has been experiencing, companies 

need as much help as possible managing the workload.

To help, firms are turning to technologies that can 

boost website functionality so visitors feel more engaged 

and staff unload some of the work. “Differentiating tire 

kickers from real qualified leads was our focus this 

spring and summer,” says Pam Vinje, president and CEO 

of Small Screen Producer, a web marketing company 

focused on the pool/spa industry. 

Enter chatbots.

Once found only on the websites of monoliths such as 

Amazon, these platforms utilize an automated system to 

hold an initial conversation with customers or prospects. 

They pop up on the screen and ask the user if they need 

help, then go through a series of questions to lead the 

consumer in the right direction.

As they’ve become accessible to smaller companies, 

some pool/spa firms are taking advantage of them. 

Used astutely, they can save you time and make it 
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sales call when that does happen. 

Chatbots also can enliven a website 

and make it more useful. “Forever, websites 

have been built like brochures: You click 

on a website, and you’re looking at hot tub 

models, but there’s no way to convert a 

sale,” Vinje says. “We are trying to create 

the website as a 24/7 sales machine.”  

This helps keep customers on the site 

longer. One marketing specialist that has 

worked with pool/spa fi rms, Local IQ, found 

that 2- to 5% of site visitors engage with the 

chatbot, compared with the traditional 1- to 

2% of browsers who convert from passive 

browsers to active prospects. “Chat really 

helps capture leads and visitors that other-

wise would have bounced from your site,” 

says Olga Barrocas, senior product manager 

for Local IQ, the marketing solutions divi-

sion of Gannett, which serves more than 

300,000 small businesses in the U.S.

Chatbots come in diff erent forms. Do-it-

yourself chatbot platforms are available for 

companies to install on their own and oper-

ate for a monthly fee. They’re generally easy 

to install for those accustomed to website 

easier for website visitors to engage with 

your company. Applied inappropriately, 

however, they can prove frustrating for 

potential customers.

Here, experts discuss this technology 

and provide advice on implementing it to 

maximum benefi t.

What they do — and 
what they don’t
To best utilize this technology, users should 

understand their purpose and limitations. 

Chatbots are not meant to completely 

replace human interactions.  At this point 

in their development, they will not answer 

complex questions or close sales. Instead, 

they perform like something of a traffi  c 

cop or gatekeeper. They can relieve staff  

of some basic phone-answering duties, 

providing basic information such as store 

hours, or gathering cursory information 

from the client then directing them to the 

best professional to address their needs. 

Not only can they sift out tire kickers, but 

they can gather information on serious 

prospects, making for a quicker, easier 

upkeep, Vinje says. They often just require 

the application of a code on the back end.   

These often rely on human backup to 

type in the answers, Barrocas says, requir-

ing more time and expertise to manage. 

Among small business, such as those 

in the pool/spa industry, decision-tree 

chatbots are most commonly found. These 

ask web visitors a series of questions and 

provide choices to help narrow down and 

pinpoint their needs. 

For those who want a more customized 

chatbot decision tree without as much work 

setting up and fi ne-tuning, marketing pro-

fessionals such as the experts quoted here 

can help.  They can customize the workfl ows 

— the chains or funnels of questions and 

responses that lead to the resolution — to 

provide the right information and a good 

experience for the consumer. 

“The diffi  cult part is organizing the 

information into a fl ow that makes sense 

so that people don’t jump off ,” Vinje says.

 More sophisticated systems use natural 

language processing, which allow customers 

to type in a question and respond with an 

answer. But those haven’t become common 

among small businesses yet, Barrocas says.

Expectation management
In their eff ort to save time, more people 

prefer to delay making human contact 

with a company and prefer to work with 

automated services, says Scott Reynolds, 

CEO of The Get Smart Group, a digital mar-

keting agency that specializes in the pool/

spa industry, based in Angels Camp, Calif.

While chatbots appeal to that tenden-

cy, they also can become very frustrating 

if expectations are not managed, he adds. 

A visit can turn sour very quickly if the 

user expects a human response, only to 

realize they’re communicating with a bot 
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THE WEBSITE AS A 24/7 
SALES MACHINE.”
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time, you’ll want to take a multiple-choice 

approach as you zero in on what they need. 

For instance, many companies begin by 

asking what product or service category a 

customer is interested in — pools, hot tubs, 

service, etc. Then they use the next question 

to narrow it down further. If they choose 

“pools,” you can ask if they’re inquiring 

about inground or aboveground pools. Those 

who choose inground can be asked if they 

want concrete, vinyl-liner or fi berglass. Af-

ter making that choice, they can be given 

options such as “view galleries,” “download 

resources,” or “speak with service rep.”

“You really have to guide them down the 

path and give them two or three options at 

every stage,” Reynolds says. “If you give more 

than that, it gets overwhelming for them.”

If they choose “service,” you can ask if 

they want regular maintenance, openings, 

closings, repairs. If that’s what they want, 

the chatbot can provide a form. Give extra 

thought to whether you want to handle 

appointments through the bot, Reynolds 

says. Some companies fi nd that a human 

should speak with the customer fi rst, to 

get the specifi cs about their pool and/or 

spa and any issues they are having.

Most often, they’ll be asking a sim-

ple question that is answered in the web-

site’s FAQ page. Other times, they want to 

schedule an appointment. Either way, try 

to pinpoint what they need by the fourth 

or fi fth question, these experts recommend.

If a form is the answer, make sure to 

keep these simple, too, Barrocas advises. It’s 

tempting to ask tons of in-depth questions 

to help jump-start your in-person interac-

tions, but the user’s attention span may not 

last that long. Remember, people choose 

the chatbot because they want to save time.

“The quicker they can submit their 

inquiry the better,” Barrocas says. “Those 

additional questions can be gathered and 

answered by the live receptionist or live 

staff .” It can seem less arduous to go over 

this information in conversation, she added.

Place your best sales writer in charge 

of writing the scripts, and bring appropri-

ate staff er together to gather input when 

writing bot responses. 

Keep the exchange conversational, 

“GIVE THEM TWO OR THREE 
OPTIONS AT EVERY STAGE. IF 
YOU GIVE MORE THAN THAT, 
IT GETS OVERWHELMING.”

that can’t answer their specifi c question. “ 

Experts suggest immediately disclos-

ing that the user is communicating with 

a bot. Handle this in the greeting. “Right 

out of the gate, say something like, ‘I’m the 

ABC Pools chatbot, and I’m here to answer 

your common questions,’” Reynolds says.

You can even include a photo or draw-

ing of a robot, rather than a human, to 

help convey this, Barrocas adds.

At some point, most customers will 

need to be handed off  to a human — often 

at their request. When this happens, use 

the opportunity to collect their informa-

tion. More importantly, when promising to 

send their information to the staff , make 

clear when they can expect to hear back. 

Otherwise, the user will expect a fairly im-

mediate call, Reynolds advises. If they don’t 

hear back quickly, they can become angry.

“If the [user] wants to talk to a person, 

we ask for their name, phone number and 

email address and say, ‘We will forward this 

to someone who will get back to you within 

24 hours,’” Reynolds says as an example. 

“That seems to break that cycle of anger.”

This also is a good time to let potential 

customers know if it will take a while to 

receive their products. Whether it’s con-

struction backlogs or supply-chain issues, 

let them know if they’ll need to wait sev-

eral weeks or months for their products.

Smooth exchange
To make the exchange as pleasant as pos-

sible for the user, it is also necessary to 

establish easy-to-understand and eff ective 

workfl ows. So spend time and thought 

on your scripts, whether working with a 

professional or handling it on your own.

The wording from your chatbots should 

be very leading — try to avoid the oppor-

tunity for freeform answers. Most of the 
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Reynolds says. Language that’s stilted and 

formal — or robotic — can be a bit too on 

the nose. Feel free to use humor and even 

emojis. “You can say something like, ‘I 

can help you with plenty of things, and 

if I can’t, I’ll fi nd one of my human over-

lords to help you out,’ ” he says. “Lots of 

tongue-in-cheek humor goes a long way.”

Platform of choice

When choosing a chatbot platform, look 

for one that will integrate with your cus-

tomer relationship management (CRM) 

system, Reynolds suggests, so you can 

maximize its usefulness.

This way, the bot can send gathered 

information to the CRM as it triggers a 

notifi cation for the next action, whether 

it be setting an appointment or emailing 

brochures and or other materials that 

will help the consumer in the meantime.

Reynolds and his team also chose 

a chat platform that integrates direct-

ly with Facebook Messenger. This way, 

the chat conversation can carry across 

devices through Facebook. “If you start 

a conversation when they’re brows-

ing your website and they click the 

chat button on their phone, it opens 

up in Facebook Messenger,” he says. 

Now they chat with you on their phone, go 

to bed, and when they get to their comput-

er in the morning, the same chat is there.”

Consumers who don’t use Facebook 

can chat as guests, but the conversation 

will not transfer devices.

Facebook doesn’t charge for this ser-

vice in its native format. However, it has 

limited functionality. Additionally, this 

requires that any employee who monitors 

or responds to chat gain access to the 

company’s Facebook page, leaving open 

the hazard that somebody could acciden-

tally post something on the company page 

that was meant for their personal page. 

To provide more functions and avoid 

any mis-postings, Reynolds works with 

a tool that integrates directly with Face-

book and only provides employees access 

to the chat.
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The Vivid 360 Replacement LED delivers more reliable,

colorful and vivid lighting replacements than ever before.

Pool, spa and nicheless light replacements

Available in solid white, solid blue or multi-color

See why in industry calls Vivid360 “the most reliable,

service-friendly replacement LED on the market”

The Vivid 360 Replacement LED delivers more reliable,

colorful and vivid lighting replacements than ever before.

Pool, spa and nicheless light replacements

Available in solid white, solid blue or multi-color

See why in industry calls Vivid360 “the most reliable,

service-friendly replacement LED on the market”
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WE’RE BRINGING YOU THE 
MOST POPULAR GENESIS® pool 
construction, design & engineering, 
and business courses for the builder.

EXPERIENCE THE BEST education 
available, from the leading 
instructors in the industry.

VIRTUALLY ATTEND the first-ever  
GENESIS® Symposium for pool  
builders everywhere.    

March 16-18
March 16-18
March 16-18

Symposium

THE VIRTUAL
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12 recorded sessions with Q&A with 
presenters

Interactive, Live Roundtable Chats

Over 25 hours of CEUs in two days

The member fee is $349.  
Visit genesis3.com/symposium
for details. Space is limited,  
register by February 15, 2021.
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In order to protect customers from harmful microorgan-
isms, pool-care experts and pool owners alike should have an 
understanding of sanitization. Sanitizers protect swimmers 
by killing pathogens introduced from sources such as rain, 
source water, swimmers, and nearby vegetation.  ORINE To help with product shortages, make this 

sanitizer work as efficiently as possible.

Chlorine is the most commonly preferred 

among these products. Demand for gran-

ular and tableted types will likely remain 

high in 2021. To meet this need while work-

ing with expected shortages, improving 

chlorine’s effi  ciency will be essential to sat-

isfying customers.  Professionals can help 

maximize chlorine’s effi  ciency through 

such factors as chemical balance, consider-

ing the characteristics of the sanitizer pro-

gram of choice, and incorporating supple-

mental products into maintenance routines 

will. If this is done correctly, customers can 

safely enjoy their backyard investments.

WHY CHLORINE IS EFFECTIVE
Chlorine has been the preferred disinfec-

tant for drinking and recreational water 

since the early 1900s. It kills quickly be-

cause it is toxic to many organisms.
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chlorine-based sanitization program. The 

sodium hydroxide by-product introduced 

by salt chlorinators or sodium hypochlo-

rite creates an acid demand, resulting in 

cloudy water if not corrected quickly. Acid 

will be needed to account for this change 

and keep the water balanced. At the oppo-

site end of the spectrum, trichlor’s acidity 

over time erodes total alkalinity depending 

on the amount applied and the pH balance 

of source and rain water. 

Total alkalinity should be measured 

weekly and maintained at 80-150 ppm 

to maintain pH between 7.2 and 7.6. This 

range helps keep the proper amount of 

hypochlorous acid available for disinfec-

tion and maximize its efficiency in the 

pool water.

LIQUID CHLORINE
It is anticipated that the 2021 pool sea-

son will see a rise in the use of liquid 

chlorine by pool service professionals 

and consumers, because it is easy to use 

and economically advantageous.

In a 10,000-gallon pool, 10.7 fluid ounc-

es of standard 12% sodium hypochlorite 

increases free chlorine by 1 ppm. Using 

stabilizer will help protect chlorine from 

rapid degradation caused by sunlight and 

ultraviolet rays. Unstabilized chlorine has 

a half-life of only 35 minutes. Properly sta-

bilizing a pool using liquid chlorine will 

allow free chlorine to last six times longer. 

Keeping an adequate stabilizer residual re-

duces the need for constant replenishment 

to maintain a proper free chlorine residual.

To further get the most out of your san-

itizer, climate control of stored chemicals 

will be crucial, because sodium hypochlo-

rite’s shelf life is adversely affected by heat. 

When chlorine is added to pool or spa 

water, hypochlorous acid (HOCl) forms, 

along with a negatively charged hypo-

chlorite ion (OCl-). Hypochlorous acid, 

the most active killing form of chlorine, 

has a neutral charge, allowing it to easily 

penetrate the negatively charged cell walls 

of most microorganisms. 

The most popular testing methods avail-

able to pool professionals will detect both 

the beneficial hypochlorous acid and the 

less desirable hypochlorite. Keeping free 

chlorine available at 1 to 4 parts per million 

is the most important task to ensure safe 

water. It takes effort, but there are strategies 

worth examining that will be effective.

WATER BALANCE
Balanced water is not only important for 

protecting pool surfaces, but is also im-

portant to chlorine’s efficiency.

When chlorine is administered to the 

water, it dissociates into hypochlorous 

acid and hypochlorite. 

Hypochlorous acid is the killing form 

needed to sanitize and oxidize. 

Chlorine is most effective when main-

tained in neutral environments with a 

pH range of 7.4 to 7.6. Water with a lower 

pH shifts the equilibrium to the left side 

of the equation, producing more hypo-

chlorous acid. If the pH exceeds 7.6, the 

equilibrium shifts to generate more hypo-

chlorite, which is about 80-100 times less 

effective at sanitizing. Negatively charged 

microorganisms are repelled by the less 

effective hypochlorite’s negative charge 

and won’t be effectively killed.

INFLUENCE OF  
TOTAL ALKALINITY AND  
SANITIZER TYPE
As seen in the chart, keeping the pH in 

range is very important to chlorine’s 

effectiveness. Total alkalinity helps to 

control pH balance more effectively. A 

total alkalinity below 40 ppm causes dif-

ficult-to-correct pH swings. It also can 

decrease the pH, which impacts swim-

mer comfort and can be detrimental to 

pool surfaces and equipment.

These effects on alkalinity are import-

ant when evaluating the options for a 

With just a 10o F temperature increase, 

10-15% sodium hypochlorite decreases its 

potency almost 3 times as fast. Higher con-

centrations of liquid chlorine also degrade 

faster, an effect that is further accelerated 

by increased summer temperatures. Pay-

ing close attention to this during trans-

portation and storage will be critical to 

insuring that maximum-strength liquid 

chlorine is applied every time.

Liquid chlorine’s typical pH of ap-

proximately 13 raises the water’s pH. This 

doesn’t just diminish hypochlorous acid 

output, but it also increases the propensity 

of calcium carbonate precipitation when 

added to the pool, which can result in 

prolonged cloudy water or scale deposits 

on pool surfaces and equipment in areas 

of hard water. To account for this pH shift, 

standard application of liquid chlorine 

into 10,000 gallons will likely require 10 

to 16 fl. oz. of muriatic acid, or 12 to 20 oz. 

of dry acid, accompanied with a scale in-

hibitor for maximum protection.

OXIDATION IMPORTANCE
The addition of a weekly maintenance 

oxidizer is another important tool to 

maximizing sanitization efficiency.

Applying a weekly shock to prevent 

buildup will garner better customer satis-

faction, and cost less overall. Some profes-

sionals only apply oxidizers to remediate 

major issues, such as an algae outbreak 

or cloudy water. But, as with most things, 

prevention is important for pool care suc-

cess. During oxidation, electrons transfer 

between hypochlorous acid and its tar-

get. Each atom has a preferred oxidation 

state based on its periodic table location, 

which controls the reaction. To oxidize 
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pH %HOCl %OCl-

7.0 76 24

7.2 66 34

7.5 50 50

7.8 33 67

8.0 24 76
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The perfect
tool for

uncertain times

Pool Perfect® MAX

#15301NCM

No matter what sanitizer you use,
Pool Perfect® MAX can help improve its efficiency

The enzymes in this formula break down non-living waste that is typically oxidized by higher 

levels of chlorine or a non-chlorine oxidizer. Pool Perfect MAX goes to work on those nuisance 

contaminants while also removing problem-causing phosphate to create sparkling clear water.
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weekly algaecide to prevent growth, espe-

cially as temperatures rise during pool sea-

son. Quat algaecides behave like detergents 

and are cationic antimicrobial agents that 

bind to negatively charged membranes of 

algae’s cell walls to destroy the cell. Quats 

are economical but can cause foaming if 

overdosed, or in pools with added agitation 

from spillover fountains or attached spas. 

In these situations, algaecides containing 

chelated copper or polyquats become more 

appropriate. Polyquats behave similarly to 

quats but do not foam. 

Eustigmatos, a stubborn form of green 

algae, contains the powerful antioxidant 

beta-carotene. Beta-carotene’s antioxidant 

properties protect the cell from chlorine 

oxidation. Using a more specialized algaeci-

de with copper circumvents this challenge. 

It’s always a better practice to incor-

porate a preventative algaecide on top of 

thorough brushing in regular mainte-

nance. This alleviates some of chlorine’s 

burden, and lessens the demand on chlo-

rine so it can focus on sanitizing.

Enzymes

To maximize chlorine efficiency, pro-

fessionals should also consider ways to 

effectively, both chlorine and its target 

will need to change their oxidation states. 

Hypochlorous acid generates chlorine at 

a +1 state and needs to decrease to a state 

of -1, which happens as hypochlorous acid 

interacts with most organisms. 

Nitrogen and many nitrogenous 

compounds are a common target for 

chlorine because they react with chlo-

rine so readily. To prevent nitrogenous 

compounds from remaining in a form 

that will continue to react with the free 

chlorine needed for proper sanitiza-

tion, maintenance shocking should be 

performed weekly, as well as after rain 

storms or heavy use to enable chlorine 

to primarily focus on sanitization. 

Prevention is an easy way to avoid 

fighting an uphill and likely expensive 

battle with superchlorination or water 

dilutions.

ANCILLARY PRODUCTS

Algaecides

Most algae growth is suppressed under 

an adequate chlorine residual, however 

algae stresses chlorine and diminishes 

sanitization efficacy.

Because of this, it is important to use a 
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prevent water-quality problems before 

they develop.

Chlorine and adequate filtration will 

remove visible contaminants from the 

water, but oils and dirt inevitably depos-

it along the waterline. An enzyme is a 

naturally derived catalytic protein used 

to break organic matter down into more 

manageable forms. Enzymes can be highly 

specialized and often picked for certain 

wastes. One type of enzyme, protease, 

breaks down nitrogenous amino acids. 

Another enzyme, lipase, hydrolyzes fats 

and oils. Often, multiple enzymes are 

paired together to target more than one 

type of problem. For better performance, 

enzyme and surfactants are often a part 

of dual-action formulas, as they have a 

synergistic relationship. With surfactants, 

a hydrophobic “tail” attaches to oils at the 

surface, while a hydrophilic “head” lifts 

oils from the surface where they enter 

the water to be broken down and removed 

by filtration. These also help prevent oily 

buildup in the filter. The elimination of 

these oxidizable non-living wastes reduces 

the demand on chlorine and improves the 

overall water quality.

CONCLUSION

After the challenges experienced glob-

ally throughout 2020 with increased de-

mand on pool supplies and products, it is 

important to plan for similar conditions 

in the upcoming season. 

With COVID-19 still a major influ-

ence on the pool industry and home-

owners alike, finding ways to add effi-

ciencies into pool maintenance routines 

is key to delivering on the expectations 

of a homeowner’s backyard investment. 

Understanding how the basics of pool 

care can impact water quality and what 

additional technologies can maximize 

sanitizer performance will be important, 

as it is typically more successful and 

less costly to remove the things that 

present challenges before they become 

major problems.  

Emily Johnson has been working for R&D 

at BioLab, a KIK Custom Products Com-

pany, since 2014. She holds a Bachelor of 

Science degree in Biological Sciences with 

a Chemistry minor from the University of 

South Carolina.





Cloud Based Software

In-Store Water Testing Software

Service Scheduling Software

See us at the 

Everything Under the Sun Show

Orlando, FL February 19-20th

booth# 918 

The

BESTin
Water Testing

Systems!

Our Complete, Purpose-Built Software System Technology and support that 
makes running your business easier!

Industry leading chemical treatments that are completely flexible
Seasonal service scheduling with our unique “Daysweeper System”

Internal messaging system as well as text and email to clients
Designed to handle any size pool business

Easy-to-use on mobile devices - syncs with Spin Lab
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Blue Ribbon Beauties

Introducing some of the high-ranking honorees from 
the Northeast Spa and Pool Association’s Outstanding 
Achievement Awards for builders

P
H

O
T

O
S

 C
O

U
R

T
E

S
Y

 N
E

S
P

A

RESIDENTIAL CONCRETE POOLS —  

Geometric 

Glen Gate Company
Wilton, Conn.
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POOL/SPA COMBINATION — Concrete

Steele’s Signature Pools
Medford, N.J.

RESIDENTIAL CONCRETE POOLS — 
Geometric

Thomas Flint Landscape Design
& Development
Waldwick, N.J.



www.FloridaPoolPro.biz
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POOL/SPA COMBINATION — Concrete

Specialized Pools
Brick, N.J.

SPECIALTY POOLS — Cocktail

Thomas Flint Landscape Design
& Development
Waldwick, N.J.





RESIDENTIAL CONCRETE POOLS — 

Geometric

B & B Pool and Spa Center
Chestnut Ridge, N.Y.

SAFETY COVER

Aquavisions
Carlisle, Pa.
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Dive in and immerse yourself 

in the new PHTA.org

A NEW, CLEANER LOOK 
We washed the deck, changed the chemicals 
and moved some pixels around. We think you 
will like it.

EASIER NAVIGATION 
Whether you’re browsing our site for information 
or education. Navigate seemlessly from 
desktops to mobile devices.

MORE UPGRADES TO COME 
We’re not finished yet. Keep an eye out for more 
improvements in the coming months.

Pool & Hot Tub Alliance

2111 Eisenhower Ave., Suite 500
Alexandria, VA 22314
(703) 838-0083

www.phta.org    |    phta@phta.org 

Pool & Hot Tub Alliance

4775 Granby Circle
Colorado Springs, CO 80919
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Aladdin Equipment Co.

Product: Filter Cartridge Elements
Features: Aladdin is only one of two manufacturers 
in the U.S. making replacement cartridges with 
Reemay Paper
Contact: aladdin1950.com

AquaCal AutoPilot

Product: HeatWave SuperQuiet Variable  
Speed Heat Pump
Features: the new heat pump is designed to 
automatically adjust its speed, precisely matching 
the heating demand to maximize efficiency
Contact: aquacal.com

Artistry In Mosaics

Product:Moonscape Turquoise MS826T3 2x6
Features: one of over 300 stunning and trend 
setting glass tile blends suitable for any application;  
matching glass bullnose trim tile is available in over 
50 of the company’s most popular blends
Contact: artistryinmosaics.com

Basecrete Technologies LLC

Product: Basecrete Flexible Waterproof Bondcoat
Features: this waterproofing membrane and bond-
coat is made of a proprietary blend of polymers and 
specialized content; It remains flexible to absorb 
movement in the underlying concrete structure
Contact: basecreteusa.com

Blue Square Mfg.

Product: Vivid360 plug kits
Features: Vivid360 plug kits allows new lighting  
to be installed using existing lighting cable —  
eliminating the need to pull new cable and  
simplifying installation
Contact: bluesquaremfg.com

Fluidra

Product: Jandy AquaLink TCX
Features:  simple, aftermarket automation upgrade 
easily replaces existing timeclock-based systems
Contact: FluidraUSA.com
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This marketplace contains info on products from exhibitors at  

The Everything Under the Sun Expo. Details are based on  

materials provided from manufacturers.

Home Port Water Testing  Systems

Product: Service Scheduling and In-Store  
Water Analysis Software
Features: complete, purpose-built, cloud-based 
software system and support; integrates test results 
from the Wave Test Strip Scanner and/or Spin Lab.
Contact: homeportcomputer.com

Jack’s Magic Products

Product: Surface Magic
Features: time-saving and effective way to remove 
debris from pool water surface; will quickly clear dirt, 
grass clippings, leaves, oils, and floating debris; non-
toxic and biodegradable
Contact: jacksmagic.com

LaMotte Co.

Product: ColorQ 2x PRO 7 Kit
Features: eliminates the need to visually determine 
slight color variations using an innovative dual-optic 
design with wider path-length; packaged in a com-
pact carrying case for on-site testing.  
Contact: lamotte.com

Ledge Loungers

Product: Signature Slide
Features: designed for water depths of 0-12 inches, 
the Signature Slide has a smooth slide area, slip 
resistant steps and rounded edges to create a safe 
space for hours of fun 
Contact: ledgeloungers.com

Lo-Chlor

Product:Miraclear Tab Display Box
Features: this easy-sell product is ideal for high 
traffic areas in pool retail stores; unique gel tab for-
mulation removes particles too small to otherwise be 
filtered; provides clear, sparkling water for 30 days
Contact: lo-chlor.com

Lyon Financial

Product: Pool & Home Improvement Loan Solutions
Features: firm offers terms up to 20 years, no 
consulting fees, no prepayment penalties, and 
low, fixed rates; company’s experience is unique to 
swimming pools, not just any type of loan!
Contact: lyonfinancial.net
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Natural Chemistry

Product: Pool Perfect Max
Features: formulated to work as a continuous filter 
cleaner, removing maintenance levels of problem-
causing phosphates, reducing scrubbing of scum 
lines and waterline rings
Contact: naturalchemistry.com

PAL Lighting

Product: PAL Sonar Replacement LED Bulb 
Features: with underwater wireless color control. 
This patent protected product operates using low 
frequency wavelength which allows the end user to 
control their pool light via remote handset or App
Contact: pallighting.com

Century, a Regal Brand

Product: VGreen 165 Variable Speed Motor
Features: The VGreen 165 is a durable energy-
efficient replacement pool pump motor known for its 
ease of installation and premium energy savings of 
up to 80% versus a single speed motor, per maker.  
Contact: pool-motors.com

Speck Pumps — Pool Products

Product: BADU SwimJet Systems 
Features: The in-the-wall BADU SwimJet Systems 
now come with new LED touch buttons; redesigned 
control box with new digital circuit boards come with 
built-in Wi-Fi to connect to the BADU Connect App.  
Contact: usa.speck-pumps.com

WATERCO USA

Product:Multicyclone Cyclonic Powered Filtration
Features: This filter spins out debris down to 5 mi-
crons and is ideal for new and existing installations. 
It works with all equipment brands and extends 
media filter cleaning cycles by at least four times
Contact: waterco.us

Water Tech Corp.

Product: Precision 2.0 Li
Features: this battery operated pool cleaner now 
has reinforced the battery and motor compartment 
that incorporates new sealing process; easy, push-
button on-off switch, completely cordless
Contact: watertechcorp.com
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Aquabot Rapids 1500
BWT’s Aquabot Rapids 1500 

is an automated pool cleaner  

equipped with the patented 

AquaSmart Gyro System. 

The cleaner can brush, 

vacuum and micro-filter dirt, 

debris and contaminants from 

the pool’s floor, walls and 

waterline in the shortest  

amount of time while 

 preventing cable tangling.

Contact: BWT | bwt.com

Polaris EPIC Robotic 
Cleaner Series
The new Polaris EPIC cleaners 

are designed to provide greater 

agility with a new a rear flow 

outlet that helps propel the 

cleaner up inclines and over 

obstacles, and introduce 

a dual-traction motor that 

enables brushes to rotate 

independently — providing 

greater maneuverability with a 

tighter turn radius. 

These cleaners also 

incorporate a Track Wheel 

design constructed of a 

continuous treaded wheelbase 

that increases the surface area 

resulting in better traction — 

making it ideal for climbing 

walls, stairs and other obstacles 

(such as the main drain) while 

creating a strong area of suction 

beneath the cleaner. 

Additionally, all three EPIC 

cleaners come with a new 

patent-pending Double Helix 

brush — a split-brush composed 

of strategically staggered 

rubber blades that gently 

agitate stuck-on dirt and draw 

debris in, channeling it towards 

the large inlet for more effective 

cleaning. 

Contact: Fluidra | fluidraUSA.com

Q360+ 
The Q360+ automatic pool 

cleaner works using flow  

not pressure. 

It automatically cleans 

your pool while users relax, 

circulating water and chemicals 

to every square inch of the 

pool. The Q360+’s valve 

circulates with today’s latest 

energy efficient pumps, and is 

independently proven to reduce 

chemicals and energy costs, 

according to company officials.

“It’s a revolutionary product 

— the valve is flow based and 

easy to install and maintain,” 

says Mandy Pascua, Blue 

Square’s national sales and 

marketing manager. “The Q360 

Performance Plus cleaning jets 

deliver more cleaning distance 

and more efficiency then ever.”

Marketing materials are 

available to download on the 

company’s website or literature 

by request.

Technical support is available 

Monday through Friday, 7 a.m.-3 

p.m., Arizona time by calling 

480-612-6880.

The cleaners com with a 

3-year with optional limited 

lifetime warranty.

Contact: Blue Square 

Manufacturing |  

bluesquaremfg.com

Product Profiles:  
Automatic Pool Cleaners
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Dolphin M400 Robotic  
Pool Cleaner
The Dolphin M400 is designed 

to provide a superior cleaning 

solution for all pool types up to 

50 feet in length.

Utilizing a smart navigation 

technology called CleverClean, 

this cleaner scans and cleans a 

pool in 2.5 hours. It’s equipped 

with a dynamic dual drive motor, 

three scrubbing brushes, and 

durable tracks. It’s designed to 

effectively remove leaves, dirt 

and debris on the floor, walls 

and waterline — leaving your 

pool sparkling clean.

This cleaner also uses 

Bluetooth technology to 

connect it to a smart phone, 

allowing users to set the weekly 

scheduler and control the 

Dolphin via the MyDolphin App.

“In my opinion, the best thing 

about the M400 is it’s reliability,” 

says Brittany Brock, Maytronics’ 

marketing specialist. “I often 

refer to it as the ‘workhorse’ 

because it’s easy to use and 

gets the job done, every time.”

Contact: Maytronics | 

maytronicsus.com

AquaNaut 450
The patented self-adjusting 

variable vanes of AquaNaut’s 

V-Flex technology provide 

maximum power at almost 

any flow (perfect for use with 

variable-speed pumps) while 

virtually eliminating clogs, 

says Patrick Caty, Hayward’s 

senior global product manager: 

automatic pool cleaners. 

By adjusting automatically, 

the turbine vanes allow large 

debris to pass easily through 

the cleaner. AquaNaut’s four-

wheel drive capability allows it 

to quickly and completely clean 

standard-sized pools (up to 

16-by-32 feet) and even those 

with deep ends. It can also be 

adapted for pools up to 20-by-

40 feet with an upgrade kit. 

The patented robust tire 

treads provide superior climbing 

power on any surface and easy 

navigation of obstacles such 

as main drains. AquaNaut’s 

patented adjustable roller skirt 

ensures it never loses suction on 

uneven surfaces or obstacles. 

Three easily interchangeable 

throats improve suction 

performance at lower flow and 

allow larger debris to pass.

Contact: Hayward | hayward.com 

poolspanews.com

is the resource for 

exclusive online 

content, new and 

innovative product 

information, and the 

comprehensive pool

and spa news Directory—

the industry’s 

comprehensive 

business resource list.
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Spa No Phos
New for 2019, Spa No Phos is 

a naturally formulated hot tub 

water additive that helps remove 

phosphates from spa water.  

Phosphates can enter the 

water through a variety of ways, 

including source water from 

the tap, laundry detergents off 

bathing suits, cosmetics and 

other chemicals. 

Phosphates can impede 

sanitizer performance, 

especially in salt water hot 

tubs, so removing them from 

the water helps overall water 

maintenance. 

“Finally, a phosphate remover 

for hot tubs,” says Mark Ridpath, 

sales and marketing manager 

for Capo Industries. “Spa No 

Phos is specifically formulated 

for the use in hot tub water with 

correct dosages for hot tub 

water volumes.”

Technical support can be 

found by calling 800.263.8250. 

Contact: Capo Industries  | 

capoindustries.com

Powerclean Salt Ultra
Power clean Salt systems are 

NSF-Certified to produce up to 

2 pounds of chlorine per day.

Powerclean Salt has a 

dependable cell in a broad range 

of salinity levels—3,000 to 

35,000 PPM. This chlorinator 

dynamically adjusts conductivity 

at low temperatures to extend 

the life of the cell.

“Pool professionals appreciate 

the updated Powerclean 

Salt Ultra design,” says Rich 

Simpson, CMP’s national 

sales manager, pool division. 

“Large, wide plate spacing 

helps minimize calcium buildup 

and increases time between 

cleanings.”

This backyard chlorinator can 

be cleaned by hand using the 

included blue cleaning stick, no 

acid or special stands needed. 

CMP also offers product-

specific marketing materials 

including brochures, product 

images and videos for print and 

online use. Request access at 

c-m-p.com/assets.

All CMP products include a 

12-month limited warranty.

Contact: CMP | c-m-p.com

All Clear Professional Pool 
and Spa Chemicals
If there’s a problem or a 

watercare need for a pool or 

spa, the All Clear line has an 

application for it.

Manufactured for more than 

50 years, this complete line has 

eight selling categories.

The list includes large and 

small stabilized chlorinating 

tablets, granulated stabilized 

chlorinating products, algaecide 

products, non-chlorine sanitizer 

and acid/PH decreasers.

The 3-inch tablets and 

sticks are extremely hard and 

slowdissolving.

Dealers and consumers love 

the All Clear Professional Pool 

and Spa Chemicals, from the 

quality of the child-resistant 

packaging to the attractive 

color-coding system, according 

to the company.

Technical support is provided 

on the website, where SDS’s are 

posted for all products.

Contact: Aqua Tri | Irvine, Calif. | 

aquatri.com

Product Profiles:  
Chemicals
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Salt Support System Start
Salt Support System Start uses 

borate technology to help buffer 

pool water, reduce chlorine 

demand and protect both 

swimming pool liners and pool 

equipment against the extreme 

conditions of salt water.  

System Start uses Chlorine 

Shield to decrease salt 

generator cell activity and is 

designed to be added at the 

start of every swimming season 

— simply add 25 pounds for 

every 10,000 gallons of water. 

In addition to balancing water 

and preventing corrosion, this 

product is formulated to improve 

filter maintenance, keep water 

clear and inhibit algae growth.  

“Adding Salt Support System 

Start once per season can 

improve pool water quality 

while extending the life of 

salt pool equipment,” says 

Bokor.  “You can truly give your 

customers the worry-free pool 

they’ve always wanted with this 

product.”

Available in 10- and 25-pound 

pails.

Contact: Haviland | 

saltsupportusa.com

Computerized Water  
Testing Labs 
The best choices in 

computerized water testing, 

according to Richard DeLeo, a 

partner of Home Port Computer, 

are the Wave Test Strip Scanner 

and LaMotte’s Spin Touch Lab.  

Each are supplied with Home 

Port’s Pool Watch Software 

along with 100 test strips/

disks. The units can be installed 

together on one water test 

computer, enabling users to 

get test results from either 

system with a simple click of 

the mouse. The Wave provides 

six test results in less than 20 

seconds. For more in-depth 

testing, the Spin Touch Lab can 

give up to 10 test results in 60 

seconds. 

In addition, the Pool Watch 

Software is pre-loaded 

with all of today’s popular 

chemical brands. Salt chlorine 

generators, ionizers, etc., are 

also included.

“Customers love the flexibility 

of switching back and forth 

from the Wave and the Spin 

Touch Lab,” says DeLeo. “They 

also love the cost effectiveness 

of the Wave test strip scanner.”

Contact: Home Port Computers | 

homeportcomputer.com 

Eclipse3 Algaecide
Now on the market for almost 

20 years, Eclipse3 is a mineral 

based, natural way to combat 

algae growth.   

In addition, Eclipse3 

Algaecide is blended with 

clarifiers, formulated to bring 

sparkle to the water, and  

is chelated to eliminate  

mineral staining. 

“Eclipse3 is a pool water 

maintenance product that 

will help reduce the amount 

of sanitizer used,” says Mark 

Ridpath, a sales and marketing 

spokeman for the company. “It 

will help reduce water balance 

adjustments and pool owner 

headaches.”

Contact: Crystal Clear Pool  

& Spas | eclipse3.com
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Super Pacs
Jack’s Magic Super Pacs is a 

natural enzyme that prevents 

the buildup of suntan lotions, 

oils, grease, and other organic 

contaminants that can lead to 

scum lines in pools and spas. 

This phosphate-free product 

also improves filter efficiency, 

reduces chemical usage, and 

helps prevent dull hazy water 

in all sanitizer systems. It is 

biodegradable, non-toxic and 

environmentally friendly. Just 

one ounce treats 20,000 

gallons for two weeks. 

“Many of our commercial 

customers love this product 

for its performance in high 

chlorine levels,” says Nadia 

Beane, executive vice president 

of Jack’s Magic. “They also love 

the fact that so little product 

(1 ounce) lasts for two weeks 

in 20,000 gallons of pool 

water, saving money over liquid 

enzymes.”

For technical support, 

customers can call 800-348-

1656 and speak to a technician 

Monday-Friday, 8 a.m.-5 p.m. 

EST or visit jacksmagic.com.

Marketing materials can be 

downloaded from the company’s 

website.

Contact: Jack’s Magic Products | 

jacksmagic.com

FROG Serene
The FROG Serene is a hot tub 

sanitizer designed to use fresh 

minerals to make the hot tub 

water cleaner; it kills two ways, 

with minerals and a very low 

level of bromine.  

Company officials say 

the FROG Serene uses up 

to 50% less bromine and 

minerals to condition the water  

compared to the minimum ANSI 

recommended bromine level of 

2.0 ppm for a hot tub.

Unlike chlorine, bromine 

slowly dissolves in hot water, 

it’s easier to regulate and 

has far less odors. Bromine 

is less impacted by pH 

swings, ensuring sanitizing 

effectiveness. 

The FROG Serene is also 

designed to eliminate the work 

and guesswork with prefilled 

cartridges that last about 

a month — no daily dosing 

needed. 

Dealers benefit from a 

proven, repeat business model 

with products that come with 

MAP protection to ensure  

profitability year after year. 

Contact: King Technology | 

kingtechnology.com

eXact iDip Pool Professional 
Test Kit
The eXact iDip Professional 

Test Kit combines two state-

of-the-art water quality test 

instruments. The first is the 

eXact iDip Smart Photometer 

System, which integrates 

patented two–way wireless 

communication with any 

compatible iOS or Android 

smart device and has the 

potential to test more than 40 

water parameters. The second 

is the new eXact pH+ Smart 

Meter System, which uses 

electrochemistry technology 

combined with Bluetooth 

connectivity.

The kit is compatible with 

iPhone, iPad, and iPod Touch 

with the minimum iOS system 

version 9.0 and Android version 

4.4 with Bluetooth 4.0.

The pre-configured kit 

is housed in a rugged and 

durable plastic case with 

secure fasteners and padded 

compartments. 

The iDip is NSF-certified.

Contact: Industrial Test Systems | 

exactidip.com
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Ultrapen PT4 FCe 
Pocket Tester
The Ultrapen PT4 Free Chlorine 

Equivalent (FCe) Pocket 

Tester provides one-button, 

instantaneous, reagent-free pH, 

ORP and FCe testing in a rugged 

aluminum field tester.

Daniel Robinson, North 

American sales manager for 

Myron L Co., explains how it came 

about: The firm took decades of 

industry knowledge and combined 

that with years of pocket tester 

user feedback to design and 

build “the benchmark in accuracy, 

reliability and simplicity — the PT 

Series Ultrapens. By fully potting 

this product line in an aircraft 

aluminum tubular enclosure, 

it provides the toughest, most 

reliable pocket tester on the 

market.”

A quick-start guide, product 

data sheet/brochure and posters 

are available for the PT Series 

Ultrapens. They come with a 

manufacturer’s warranty.

Contact: Myron L Co. | myronl.com

Enjoy 
On the market for more than 

five years, Enjoy, by N. Jonas & 

Co. offers all the chemicals a 

pool owner needs for one month 

in one convenient box.

Busy pool owners appreciate 

that it makes pool care a 

snap — and that less chlorine 

is needed. In fact, says Vice 

President Ed Wexler, one of the 

best things about the product 

is the fact that up to 80% less 

chlorine is used.

Enjoy contains a sanitizer 

that is used weekly, and special 

tablets used once a month. 

It comes in four sizes for the 

following aboveground pools 

up to 24 feet, round; and pools 

up to 15,000 gallons, 20,000 

gallons and 30,000 gallons.

Attractive point-of-purchase 

displays and merchandising 

materials are available. 

For technical support call 

800-523-6533 or visit the 

company’s website njonas.com

Contact: N. Jonas & Co. |  

njonas.com 

WaterLink Spin Touch Lab
The WaterLink Spin Touch 

with Centrifugal Fluidics 

Photometry uses a patented 

WaterLink Spin reagent disk to 

measure 10 different tests in 

just 60 seconds. It measures 

Free Chlorine, Bromine, Total 

Chlorine, Combined Chlorine, 

pH, Alkalinity, Hardness, 

Cyanuric Acid, Copper, Iron, 

Phosphate and Salt. 

In addition, the water analyst 

can be proactive, since they are 

able to measures all of these 

important tests and recommend 

the correct products to fix their 

water chemistry issues when 

using the WaterLink Solutions 

PRO software program. 

“We have received a lot of 

feedback from customers about 

how the innovative WaterLink 

Spin Lab has improved their 

business by making water 

testing so easy anyone in the 

store can use it and receive 

accurate results,” says Rich 

DeMoss, LaMotte’s global 

pool business director. “Many 

retailers have mentioned that 

the lab has increased their 

chemical sales by 20% because 

they are testing everything 

every time.”

Contact: LaMotte Co. |  

lamotte.com
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INTELLICHEM Commercial 
Water Chemistry Controller
The IntelliChem Commercial 

Water Chemistry Controller 

continuously monitors pH 

and chemical levels and 

automatically delivers just the 

required amount of chemicals 

needed to keep pools clearer, 

safer and always ready to enjoy.  

It features an adjustable 

dual sanitizer support with a 

secondary liquid chlorine source 

feeder able to kick in, as needed, 

to get the pool up to chlorine set 

point quickly. The unit also has 

a programmable chemical feed 

cycle complete with on and off 

times for precise water balance. 

Additionally, the unit’s flow 

sensor ensures chemicals 

won’t feed without system 

flow, protecting against false 

readings and equipment 

damage. Plus this unit has a 

BUILT-IN Langelier Saturation 

Index (LSI) calculator that allows 

users to know when water 

chemistry is in or out of balance. 

Designed for easy of use, the 

unit also offers “plug & play” 

installation with all components 

pre-mounted and pre-wired with 

a two-pump configuration option.

Contact: Pentair | pentair.com

Xpress Flex
New for 2021, Xpress Flex 

provides a new in-store testing 

solution that combines speed, 

accuracy, and affordability into 

one testing platform. It tests up 

to 11 parameters in less than 

one minute, for less than a dollar 

per test.

“Xpress Flex combines the 

three elements that retailers 

value in water testing: fast 

testing, accurate testing, 

and affordable testing,” says 

Joe DeFuria, Director of 

Brand Development for Taylor 

Technologies. “We have been in 

development of the device and 

testing the system for the past 

three years. Feedback about our 

introduction of Xpress Flex has 

been really strong, highlighting 

the desire for more in-store 

water testing options.”

Live demonstrations of 

Xpress Flex from the company’s 

R&D facility in Maryland are 

available. For more information, 

please contact or complete the 

form at TaylorXpressFlex.com. 

Marketing materials, such as 

product brochures and videos, 

are also available.

Xpress Flex has a two year full 

replacement warranty.

Contact: Taylor Technologies | 

TaylorXpressFlex.com

Pool Perfect Max
Pool Perfect Max is Natural 

Chemistry’s premier 

maintenance formulation. Added 

weekly, this product reduces 

the amount of time and effort 

needed on pool care. 

Its key benefits include: 

working as a continuous filter 

cleaner, removing maintenance 

levels of problem-causing 

phosphates, reducing scrubbing 

of scum lines and waterline ring. 

Pool Perfect MAX is a 

premier maintenance product 

that combines three industry-

leading technologies: 1) Broad 

spectrum enzymes that clean 

filters and scum lines, 2) 

phosphate removers that keep 

phosphate levels low and 3) 

water clarification ingredients 

that keep water sparkling.

“The best thing about this 

product is the fact that it 

combines three powerful 

products into one bottle so pool 

professionals or their clients 

simply add one capful of this 

highly concentrated product per 

10,000 gallons of pool water, 

just once a week, to make pool 

maintenance super simple,” says 

Jamie Novak, brand manager, 

NC Brands.

Contact: Natural Chemistry | 

naturalchemistry.com
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DESIGNERS • SUPERINTENDENTS • GMS

With offices across the country, high lead flow, 
unmatched incentives, national training programs, 
exclusive equipment & discounts, and unique 
advancement & ownership opportunities, Blue 
Haven is the place for motivated, experienced 
pool pro’s. See list of U.S. offices, and apply at 
(confidential) www.bluehaven.com

AQUA • COM

CLEANING DEVICES!
#1 POOL & SPA FILTER

Ph: 941-922-7786
Fax: 941-922-2439
www.aquacomb.com

• Fully cleans
   like new
• Saves water
   & electricity
• Saves time

16x32-$512     18x36-$648     20x40-$800
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>> PRODUCT FOR SALE

Pebble/Plaster truck 95 F850. Spray Force 

Excalibur mixer, Thompson pump. Truck and 

equipment clean and fresh. 200 ft. Pump hose, 

Pebble wands, hoses and pumps included. Ready 

to roll out to job. Pics available. $26,500 (obo)

(951) 743-7665. Dan@blazster11@yahoo.com

>> POSITION AVAILABLE

SALES OPENING

Leading Hot Spring dealer Mainely Tubs has one 

remaining opening for a Sales Associate in its new 

Bedford, New Hampshire showroom.

Contact us at careers@mainelytubs.com.

>> POSITION AVAILABLE

A leader in wholesale pool distribution since 

1982, Pool Equipment and Supply is growing and 

looking for great people!  We have immediate 

openings in GA, AL, and the panhandle of FL.  

Positions include: Inside Counter Sales, Outside 

Sales Representatives, professional drivers and 

various Management opportunities in several 

branches.  Swimming pool industry experience is 

a plus but other wholesale distribution experience 

will be considered.  PES offers competitive 

compensation and benefi ts packages. Interested 

candidates, please email your cover letter and 

resume to pesmain@pescompany.net.

Additional Rates
Logos or Artwork:  .............$165

Full Page Classifi ed Ad:  ..$2,227

1/2 Page Classifi ed Ad:  ..$1,234

1/3 Page Classifi ed Ad:  ..$1,384

2021 PSN CLASSIFIED RATES

 2X 6X 12X 18x 20X
Per column inch $315 295 280 275 240

Products For Sale & Dealer Wanted Ads
2X 6X 12X 16X

Per column inch $329 314 301 272
Add. 1∕2 inch $136 134 124 101

Positions wanted, per column inch, per insertion, fl at charge:  $200

FOR INFORMATION 

on how to be a part of the next 

POOL AND SPA NEWS

special advertising section, contact 

Paul Tourbaf at 

ptourbaf@zondahome.com
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Advertiser Phone WebSite Page #

Aqua Comb / Mi-Way 941.922.7786 aquacomb.com 72

Aqua Creek Products 888.687.3552 aquacreek.com 54

Aqua Tri 949.474.7707 aquatri.com 5

Aquamatic Cover Systems 800.262.4044 aquamatic.com 18

Blue Square 480.612.6880 bluesquaremfg.com 6, 46

BWT 833.469.2782 aquabot.com 33

Capo Industries 800.263.8250 capoindustries.com 53

CMP c-m-p.com/salt Inside Front Cover

Cover-Pools CoverPools.com/T4 23

Crystal Clear Pool & Spa 800.263.8250 Eclipse3.com 34

Fix A Leak fixaleak.com 72

Florida Swimming Pool Association UndertheSunExpo.com | FloridaPoolPro.biz 57

Fluidra JANDY.com | FluidraUSA.com    3, 31

Genesis genesis3.com/symposium 47

Hammerhead Patented Performance 866.887.7983 hammerheadvac.com 29

Haviland Pool and Spa Products havilandpool.com/pages/borates-make-it-better 15

Hayward Pool Products hayward.com/expert 21

HFS Financial Services 877.255.1730 HFSFIN.com/PSN Belly Band, 26-27

Home Port Computer, Inc. 866.275.0547 homeportcomputer.com 54

Homestead Pool Products/Central Distribution 800.362.0460 72

Industrial Test Systems 800.861.9712 SENSAFE.com 30

Jack’s Magic Products, Inc. 800.348.1656 jacksmagic.com 16

King Technology, Inc. nocya.com 10-11

LaMotte Company lamotte.com/pool 22

Latham Pool Products, Inc. lathampool.com 43

Loop-Loc 800.LOC.LOOP looploc.com 7

Lyon Financial 877.754.5966 LYONFINANCIAL.net 35

Macalite Equipment, Inc. 480.967.0770 MACALITEEQUIPMENT.com 39

Maytronics maytronicsus.com 17

Meyers Research meyersresearchllc.com 59

Miracote Products 800.692.3502 | 310.631.6594  

210.888.0449 | 908.245.2808 miracote.com 37

Myron L Company myronl.com 32

N. Jonas 800.523.6533 njonas.com 45

NC Brands naturalchemistry.com 51

Pegasus Products 908.707.1122 pegasus-products.com    Inside Back Cover

Pentair Aquatic Residential pentair.com/sterilizer 8

Pentair Aquatic Residential pentair.com/pumpregulations Back Cover

Pool & Hot Tub Alliance 703.838.0083 | 719.540.9119 PHTA.org 61

Quik Spray, Inc. 419.732.2611 quikspray.com 72

Rocheux International, Inc. 800.688.9213 rocheux.com 24

Sider-Crete, Inc. 888.743.3750 sider-crete.com 38

Taylor Technologies taylortechnologies.com 25

Ultra Aluminum 800.656.4420 ultrafence.com 19

W. R. Meadows, Inc. 800.542.POOL deckoseal.com 12

Advertisers: To update your listing, contact Stephanie Fischer at 773-824-2422 or send an email to sfischer@zondahome.com   
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Easy Access

The AquaTRAM 90+ lift rotates 90o left or right for easy 

pool access. The lift has an increased lifting capacity of 400 

lbs and has an improved reach to clear spa benches and 

most gutter types. Includes dual flip-up armrests, seat with 

adjustable belt and footrest plus simple-to-operate controls.  

Contact: Pentair; pentair.com

Streamlined Lift

The newly redesigned Portable Pro 2 Pool Lift has a much 

less complicated, sleeker look than the original and features a 

350-pound weight capacity, a choice of colors and a choice of 

weight plate or sand counter-balance. Users can supply their 

own sand to conserve on freight costs and simplify assembly.  

Contact:  Aqua Creek Products; aquacreek.com 
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Good Maneuver

The new Polaris EPIC cleaners are designed with a new a 
rear flow outlet that helps propel the cleaner up inclines 
and over obstacles, and introduce a dual-traction motor 
that enables brushes to rotate independently — provid-
ing greater maneuverability with a tighter turn radius. 
Contact:  Fluidra; fluidraUSA.com

New Products

A Natural Look

Renolit Alkorplan Touch is an 80-mils, 3D embossed pool liner 

made of two layers of flexible PVC sheets interleaved with a 

polyester mesh. Thicker than a traditional liner, this reinforced 

membrane reproduces natural textures, such as marble and 

sand, making each pool unique and original.  

Contact: Renolit; aquaandmore.com






