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Come See the Quality of Our Pool Houses in Person at
Booths 1237 & 1243 - right across from The Wall!

Homestead Structures  - www.homesteadstructures.com -  877-272-7252
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HYDROXYLS ARE ABOUT TO 
GET A LOT MORE RADICAL.   

You can just call it All-in-one Self-Contained Sanitizer Status Monitored High Flow Built-in Injector Manifold 

Compact Easy Installation Flow Through Advanced Plasma Gap Right-Sized Serviceable DEL Advanced Oxidation

Get a sneak peek in Atlantic City: Booth 1929

BE THE FIRST TO KNOW WHAT’S NEXT:
FOLLOW @CMPPOOLSPA ON
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Learn more about how ProTek Shield 
protects and shields your heater 
at Raypak.com

INTRODUCING

RELAXATION STARTS WITH 

RAYPAK Quality construction 
that lasts.

Most dependable pool 
heaters in the market.

9 out of 10 pool 
heaters pros* trust the 
Raypak brand.

Professional X94

E3T

Classic Series 
Heat Pump

Digital Gas

Above Ground

Professional 
Gas

*Based on responses from a 2017 study in which pool heater 
professionals were asked to rate Raypak brand attributes.
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Distributors of
Pool & Spa Products

Next Day Delivery
Brick & Mortar Sales Only 
Stock Availability
Internet Protected Items
Easy Online Ordering
Multiple Locations
Low Delivery Minimums
Accurate Shipments
Responsive Sales Team
No-Hassle Returns
VIP Rewards
90 Years of Experience
Territory Protected Brands
Experienced Customer Service
Accurate Invoicing
Special Early Buy Offers
Competitive Pricing
Excellent Service

For business that matters, 
count on Hachik.

It all adds up.

Serving PA, NJ, DE, MD, VA, WV 
100 Commerce Drive, Aston, PA 19014 

7075 Oakland Mills Road, Columbia, MD 21046

Contact us today at Hachik.com 
or Call us at 800-365-4224

When it comes to your business, what matters most? You would probably 
say being (and staying) profitable. At Hachik, we are real people who are 
dedicated to your success. With accuracy, speed and care, we focus on 
supporting you so you can support your customers, no matter the challenge. 
Think of us as not as your distributor, but an extension of your pool & spa 
business. And in today’s economic world, that value really adds up.

Visit us at the Pool & Spa Show, booth 2019
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PRO EXCLUSIVITY IS  
A START. FAIR PRICING 
IS THE SOLUTION.

*When sold and installed by a Totally Hayward™ partner
**Reflects added services provided by pool pros and higher  
  costs of servicing the internet channel

EXPERT LINE PRODUCTS NOW FEATURE BETTER PRICING THAN THOSE ONLINE.
Hayward® Expert Line now provides pool pros with a full assortment of exclusive products at our best pricing**—helping 
the trade to be more profitable and pool owners to get a fair deal wherever they shop. It’s the only sustainable solution 
for our industry—and we’re the only ones doing it.

Visit hayward.com/expert to learn more about Expert Line.

Full line of exclusive products
3+ year parts & labor warranties*

Better pricing than online products**
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YOUR VISION MAY have been blurry before, but with 2020 upon us, everything 
should be much clearer! Take advantage of it and let this be the year you and your team soar 
to new heights. The best part is that you don’t have to go it alone because The Northeast Spa 
& Pool Association is here to help.

Attending the Pool and Spa Show is a great way start off the year with a bang. But be strategic 
about how you and your employees spend your time in Atlantic City. A well-planned show can 
help your company achieve greater profits in 2020.

Don’t wait until you get to the show to decide what classes to take; plan in advance. 
Analyze how you did in 2019, then seek out specific opportunities to improve upon your 
performance in 2020.

Hopefully, by this time you have a complete 2019 profit & loss (p&l) statement and maybe 
even a 2020 operating budget. These are great tools to guide you toward specific topics you 
should be seeking out at the show and even throughout the year at NESPA and your chapter.

Not sure how to use your p&l statement as a tool to make better decisions? We have an expert 
in Jay Forte, who will speak in detail about this on January 28 at the show. In the meantime, 
start by drawing some simple conclusions from your p&l statement; it will help you make your 
time at the show even more impactful.

For instance, you might realize that you need to increase your revenue. You can create a plan 
to find all the classes and exhibitors at the show that can help do that. (Hint: it might just be 
raising prices, as opposed to selling more work.) You might realize your gross profit is too low 
to cover your overhead expenses and you need to find a way to buy product at better prices or 
manage labor time more effectively. Doing either of these will definitely increase your gross 
profit. If you can’t increase your gross profit because you are selling as much as you can at the 
best prices you can and are being super-efficient with your resources, then you might need 
to lower some of you overhead expenses. Create a plan to speak with insurance providers, 
marketing people, payroll companies and education trainers. Many vendors at the show can 
likely help you.

I understand it can get costly to bring your team to the show, so make sure you do what you 
can to get the highest return on your investment. Discuss in advance what you expect your 
team to get out of it. Set an expectation about getting to classes on time and what you want the 
team to get out of walking the exhibit floor. It can be pretty overwhelming for newcomers, or 
even someone who has attended before.

Create a document with specific questions or information you are looking for your team to 
find while walking the floor. You can make it a game or a competition, like a scavenger hunt. 
Ask your team to list three products that can help remove copper stains from plaster; or explain 
the process of finding a leak in a vinyl liner swimming pool – things they’d have to speak with 
exhibitors to learn. Plan a time at the show each day to get your team together to talk about the 
things each person has learned that day in classes. Have a meeting when you get back from the 
show to review all the information everyone gathered on the show floor. Make it mandatory.

On a final note, we are always looking for volunteers to help our great association throughout 
the year. There are numerous benefits of volunteering, like networking with your peers and 
learning from the best minds in the business. When you volunteer at The Pool & Spa Show in 
Atlantic City, you can even reduce the cost of attending programs. Ask us! |

Mitch Katz, CBP, CSP, CPO, is the 2019-2020 president of Northeast Spa & Pool Association.
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THE FACE OF retail has changed. Stores that have 
been around for decades are gone. Amazon puts fear 
into every business owner. Yet there are many compa-
nies that remain healthy by not worrying about their 
competition, but focusing on their customers first.

What makes your pool customers get in the car and 
drive to your location? What makes them recommend 
your products or services over using the internet? What 
turns your first-time customer into a loyal customer 
you have a relationship with? To remain top of mind 
and tip of tongue, here are five areas of focus that will 
help you create and deliver an astonishing customer 
experience.

What is your customer seeing, thinking and doing at 
these touchpoints on their journey in your store. How 
much time, money and energy have you invested in 
each? Could you calculate your return on investment for  
each area?

THE EXTERIOR
Does the outside of your pool store set the level of 

expectation for your customer? Is it easy to find; does it 
have excellent signage; is the parking lot neat and clean?

Customers will Google how to get to your location 
and can opt to see a picture of it before they get there. 
Is that picture accurate and current? Would anything 
about the exterior make them think less or more about 
your store? A well maintained exterior and entrance 
sets the stage for what they will experience once they 
walk through the door. Take a serious look at what a 
first-time customer would see and make the necessary 
changes to make it an inviting one.

to Deliver anWays5 Astonishing Customer   

at Retail
by Anne Obarski

FIRST IMPRESSION IS A VISUAL IMPRESSION
Eighty-five percent of what people remember is through 

sight. So what your customers see first is important.
•  Create a transition from outside to inside, a “decompression 

zone.”
•  Trigger the senses.
•  See your store through a woman’s eyes.

Retail benchmarks suggest that there should be a decom-
pression zone right after walking in the store. A small area 
of about six feet that is uncluttered and inviting will allow 
the customer to sense that they have left the busy outside 
world for the comfort of your store. What is your customer 
seeing, smelling hearing, feeling and touching when they 
come into your store? Engage their senses. Chain Store Age 

Experience

Pool Doctor of Rhode Island’s exterior is clean, bright and inviting.
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research shows that 85 percent of all business decisions are 
made by women. Look around your store to discern how you 
are attracting the female customer. Is your entrance clean 
and free of fingerprints and taped flyers? Does the store look 
fresh and clean? Are the colors inviting or drab and boring? 
If your customer is coming in for maintenance supplies, are 
you displaying interesting décor items that she could pick up 
while there? Remember, first impressions are important; the 
last impression is priceless.

PRODUCT PRESENTATION

Have you ever walked into a store and felt sensory over-
load? Your brain is telling you that there are too many choices. 
Successful pool retailers maximize their square footage and cal-
culate their sales per square foot throughout their store. Retailers 
direct the flow of a “journey” in a store by creating traffic patterns 
that allow them to experience the entire store.

Research shows that customers look right at a 45-degree angle 
when they enter a store. So what is on your “power wall” right 
now? Every item in your store should earn the right to be there. 
Making a statement with your pool products shows the customer 
you believe in those products because of their past sales perfor-
mance. Strategies for good merchandising involve: making a 
statement; informational signing; and frequent changes.

These days customers expect 
an experience, and they want 
anything but the typical. Go for 
the unusual, the unique items 
and ways to display them on 
your “pool stage,” and your cus-
tomers will describe your store 
as an exciting place to shop.

WHERE’S YOUR PINK PIG?
What is your unique marketing advantage? How do your 

customers describe your store? Is it the location, a sign, a logo, 
a person or something unusual that you carry that makes your 
store remarkable, repeatable and shareable?

I like to share this story about a “pink pig.” I was speaking at a 
tradeshow where there were hundreds of cooking grills displayed. 

I found that walking the show floor was…frankly, boring. I came 
around an aisle and there she was: a smoker grill that looked 
like a pink pig. She was painted pink and even had eye lashes. I 
couldn’t stop looking at her. I asked the sales rep: “So who buys 
a “pink pig” smoker?” He immediately said, “Dealers do…some 
roll her out in the parking lot, fire her up, put brats and burgers 
and hotdogs on her and people all know that the store down the 
street has “the pink pig” out and you better stop by.”

What’s your “pink pig”? What do you do differently than 
Amazon or your competition down the street that causes your 
customers to be wowed, tell their friends about it and even post 
on social media? The key to being unique is discovering what 
item your customer can’t find elsewhere, getting it and then 
displaying it in an unusual way.

THE PEOPLE
Customers make assumptions about your hiring, training 

and leadership. Use my F.I.T. strategy to get the right people in 
the right seats on the right bus…your bus!
•  Find the match
•  Interview
•  Train/performance

Your staff is the face of the company. Sometimes the lowest 
paid, newest hired, least trained person is dealing with your 
customers the most. Spend enough time interviewing and hiring 
the right people for each position you have. Be the leader everyone 
wants to work for. Develop and deliver an educational training 
program that sets the bar for performance and then makes sure 
that everyone is at that bar or exceeding performance. Your 
staff is a group of retail pool specialists, not clerks. They are the 
reason your customers choose to come into your store vs. buying 
on the internet. Get rid of those “un-wow” employees who are 
toxic to your team. Your customers will thank you for having 
great employees who care about the customer and are ready and 
willing to help in any way they can.

The word “astonish” means to surprise or greatly impress 
someone. What are you currently doing in your outdoor liv-
ing store to surprise and impress your customers? It’s all in the 
details. People say, “Don’t sweat the small stuff,” and I say, “It’s 
ALL small stuff.” Go be astonishing! |

Anne Obarski is founder of Merchandise Concepts. 
Her “Retail Snoops”TM program extensively 
researches all aspects of customer service. Obarski 
has gathered priceless knowledge after mystery 
shopping more than 2,000 stores and businesses 
over 15 years.

Anne Obarski will present a session titled “The 
A.C.E. Model: 8 Steps to Delivering an Astonishing 
Customer Experience” at The Pool & Spa Show January 
28-30, 2020, Atlantic City Convention Center. See 
a complete list of show seminars by clicking on  
www.thepoolspashow.com.

Beatiful, inviting pool store interior.

PHOTO COURTESY OF VALLEY POOL & SPA

PH
O

TO
 C

O
UR

TE
SY

 O
F 

VA
LL

EY
 P

O
O

L 
& 

SP
A

PH
O

TO
 C

O
UR

TE
SY

 O
F 

PO
O

L 
D

O
CT

O
R 

O
F 

RH
O

D
E 

IS
LA

N
D

THE EDGE  11

http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=11&exitLink=http%3A%2F%2Fwww.thepoolspashow.com


World's Most Efficient Heat Pump
with C.O.P.s of 11.0 or Higher

V a r i a b l e  S p e e d

High Tech Line of 
Salt Chlorine Generators

Reliable Pool/Spa Chlorination
Designed for Commercial Applications

AC
-11

69
 12

_19
 V1

Pro WC Series

Introducing a NEW Generation
of Products for 2020!

2737 24th St. N. - St. Petersburg, FL 33713 - 727.823.5642 aquacal.com - autopilot.com

Visit us at The Pool & Spa Show in Atlantic City Booth #1629

MAAP
Protected

ChlorSyncTM
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ONE OF THE most contentious 
topics in the water industry, after value 
versus price, is qualifying prospects. 
There seems to be an antipathy and, 
in many cases, even open hostility by 
many companies to simply discuss 
the possibility of qualifying prospects 
prior to setting a personal meeting with 
them. This is the result of both a fear 
of the process and a misunderstand-
ing of the value that the qualification 
process offers to both the company and 
prospect.

WHY MANY FEAR THE QUALIFICATION 
PROCESS

In the recent past, when leads were 
slow and sales even slower, the major 
reason stated by most for dreading 
the qualification process was the fear 
of eliminating any chance for a sale. 
Every opportunity to meet with a 
prospect was considered so precious 
and important that the risk of losing a 
sale through a rigorous, or even cursory, 

Business Feature

qualification process was considered to 
be unacceptable.

Now that the economy is booming, 
interest rates are low and consumer 
confidence is strong, those fears seem 
groundless. So why do they still persist? 
One reason is because we fear what we 
do not understand. But another reason 
is that there is an element of preparation 
necessary to become highly proficient at 
qualifying. Most will not invest the time 
and energy to qualify properly.

WHAT IT IS ALL ABOUT
The qualification process is all about 

collecting information so that you are in 
a position to better help your prospects 
make the right decisions. This is true 
even if the process helps to determine 
that a particular prospect is not a fit for 
your company.

It should always be a friendly and ini-
tially light investigatory process. Our 
industry has pretty much shunned this 
practice; most likely due to fear and lack 

of professional knowledge. Qualifying 
also provides you a unique opportunity 
to warm up to your prospect and show 
your interest in them and their families.

REASONS TO QUALIFY
When does the prospect want the 

pool – now or in five years? Studies have 
shown that the decision to purchase a 
pool may take as long as five years to 
make. That’s a significant amount of 
time. Once the decision is made, how-
ever, consumers want the progression 
from discussion to completion to be 
accomplished as quickly as possible. 
Qualifying allows the salesperson the 
rationale and information to provide 
the pool, or other products and services 
that meet the financial requirements or 
limitations of the prospect, as quickly 
as possible.

Sell prospect on your company. People 
call or email you primarily because they 
have already made the decision to own a 
pool. You don’t have to sell them on the 

Qualifying 
Prospects

Fun  Profit
by Mario D. Rossetti
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idea of a pool; all you have to do is provide 
enough reasons for them to work with 
you and to own your pool. Qualifying 
allows you to invest your precious time 
where it is most needed.

Who is a qualified lead or prospect? A 
qualified prospect is one who is ready, 
willing and able to purchase your prod-
ucts – now. Ready, because their timing 
is immediate (or within your building 
window); willing, because they want a 
pool and will move forward when they 
are satisfied that they have made the right 
decisions; able, because they are finan-
cially capable of owning your pool. The 
only way to determine if these qualifiers 
are all present is to ask pertinent qualify-
ing questions.

Maximize ROI on ad budgets. Contrary 
to popular belief, advertising should not 
simply be designed to create leads. Leads 
in themselves have little intrinsic value. 
Advertising should be designed to create 
qualified leads. This is actually where 
the qualification process should begin. 
What good are leads that create prospects 
that won’t qualify for your pools? Only 
qualified leads have value.

For example, if your company has 
decided to build an upscale pool and 
the ad brings in calls from entry level 
buyers, you have created leads with very 
little or no value. And you will still have 
had to pay for advertising that doesn’t 
work. In other words, you have wasted 
advertising dollars.

Save time and more money. There is 
little sense in trying to provide products 
or services for those who don’t want, need 
or cannot afford your pools or spas. It is 
a waste of their time and most often pro-
duces bad feelings and negative internet 
reports. By the way, it is also a waste of 
your time and energy and interferes with 
the opportunity for the success that you 
may have enjoyed by investing your time 
with more qualified prospects. On the 
flip side, you may also discover those who 
are qualified and ready to move forward 
immediately.

Increase company morale and loyalty. 
When prospects are qualified to move 
forward immediately, the salesperson 
has a greater likelihood of success. This 
will increase excitement and commission 
income and, of course, company profits. 
And that is always a good thing. Everyone 

in the company benefits from working 
with qualified consumers.

Increase confidence. You want to say 
“yes.” After all, to salespeople, “yes” earns 
commissions. But sometimes we want to 
say “yes” too often – so much, in fact, that 
we appear desperate. We allow prospects 
to create the playing field and then we 
attempt to play successfully on it.

Think of when you were single and 
dating. If you asked someone out and 
they perceived that you were desperate 
for a date, you probably didn’t do so 
well. When you were confident, bold 
and assertive, your chances for that date 
were greatly enhanced. It’s the same 
when selling. Appear too desperate or 
anxious and your chances for success 
are significantly reduced.

Show prospects you have value. 
Qualifying lets prospects know that 
you are also investigating them, just as 
they will be investigating you. They’ve 
probably never had anyone tell them 
that they were interested in determining 
if they were a fit for the company. You 
have value, too, and are not just another 
greedy salesperson desperate to separate 
them from their money.

HOW TO QUALIFY
Set parameters. In order to properly 

qualify prospects, everyone must first 
know what qualifications should be 
met. Create potential guidelines. For 
example:
• Are there certain parts of town that 

are more likely than others to fit your 
building parameters, areas where the 
homes are generally valuable enough 
to support the pool or spa that you 
want to construct?

•  Travel time is another potential con-
sideration. Clearly outline those geo-
graphic areas in which you are willing 
to build. Decide if this will be a hard 
and fast rule or one in which each 
salesperson should apply caution. 
Some discretion should be applied, 
perhaps based upon potential profit 
or travel multipliers.

•  Size or amenity factors. Should the 
size of the pool be a factor, or is it the 
amenities that will dictate the value? 
This is an important issue, as ameni-
ties often increase the price and profit 
as quickly as the pool perimeter size.

•  Financial. Here’s the “able” part of the 
equation. You may do all else well and 
lose it right here. Don’t feel self-con-
scious or afraid of asking the financial 
questions. The least you should ask is 
what steps have they taken to investi-
gate financing options. Be prepared 
to hear “We’ve already taken care of 
that.” Really? What if they tell you that 
they are paying cash? Cash is not a 
bad option, is it? Believe it or not, it 
may be. When you hear this response, 
why not mention that “I appreciate that 
response. In fact, many of our clients 
have mentioned the same thing; how-
ever, after a little investigation they 
found that they actually saved money 
by financing. It will only take a few 
minutes to determine if this is the case 
for you. Why not invest a few minutes 
to find out for yourself?” Then you can 
put them in touch with your favorite 
financing source to discuss options. 
You just might turn into a hero. In 
any event, you will show yourself to 
be professionally competent to advise 
them on this and future purchases.

ADDITIONAL CONSIDERATIONS
There are many other considerations 

and parameters that could be listed, but 
those mentioned here will provide a good 
start for future investigations. And by the 
way, do not be fearful of your prospects 
rejecting your qualifying questions. If 
approached correctly, they won’t. When 
accomplished properly, your prospects 
will appreciate your concern for them 
and their time. The limiting factor for 
qualifying is almost always the fear 
within the salesperson. |

Mario Rossetti is president of Rossetti 
Enterprises, a company specializing in 
providing value-based training solutions 
to help clients achieve increased sales suc-
cess with the highest possible profits.

    Mario Rossetti will present a 
seminar on this topic at The Pool 
& Spa Show January 28-30, 2020, 
Atlantic City Convention Center. 
Visit www.thePoolSpaShow.com for 
the latest information.
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Rocco Russo will speak on 
“Selling Against the Internet” at 
The Pool and Spa Show in Atlantic 
City January 28-30, 2020. Go to 
www.ThePoolSpaShow.com for a 
complete schedule.
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WELCOME TO THE (dis)
information age! The internet has been 
presenting challenges to our industry 
for quite some time. When a home-
owner reviews an equipment replacement 
proposal, for example, their tendency has 
been to research this possible purchase 
on the internet. Reviews of products, DIY 
videos, service and repair blogs as well as 
purchasing options tend to give home-
owners a false sense of being educated 
and accomplished. Allowing homeown-
ers to purchase equipment presents the 
possibility of installing products that 
are not applicable for their pool. This 
has the potential to create situations 
that could result in personal injury or 
property damage. Pool service and repair 
technicians attempting to combat these 
trends should develop strategies for those 
conversations, where homeowners have 
price shopped against the pro’s proposals. 

BECOME YOUR CUSTOMER’S VALUED PARTNER
Being able to offer a one-stop shop 

has become critical. Understanding and 
being properly licensed to connect gas 
hook-ups, water and electrical connec-
tions brings a level of convenience your 
customers will appreciate, and they’ll be 
willing to pay for it. Otherwise, home-
owners may have to call different contrac-
tors in order to complete an installation. 
At that point, which contractor would get 
the call in the event of a breakdown? We 
can remove the guesswork by furnishing 
all applicable services and providing a 
convenient experience.

Create enough interest to get your cli-
ent to talk further. Generate enthusiasm. 
Question them to find out their exact 
needs, then provide solutions through 
your products and services. Focus on 
promoting a positive experience, not the 
transaction.

EDUCATE HOMEOWNERS ON WARRANTY AND 
QUALITY

Homeowners can enjoy extended 
warranties when purchasing equip-
ment through dealers that are involved 
in manufacturer’s partner programs. 
Most likely they will have zero war-
ranty coverage when purchasing equip-
ment online. Your proposals shouldn’t 
include items that are found easily at 
an online retail site. Online direct to 
retail purchases could cost less than 
your wholesale price. These items may 
be “stale stock” that has old serial num-
bers and lack improvements made by 
the manufacturers. These aren’t the 
latest and greatest that manufacturers 
have to offer, but your customers can 
rest assured what you install will be.  
Inform them that you’ll not only be 
replacing an expired component, but 
you’ll also be bringing the installation 
up to current codes and standards, in 
accordance with the manufacturer’s 
detailed instructions. 

Also, offer discounts on their first 
regularly scheduled maintenance. 
Perform preventive maintenance in 
order to ensure equipment longevity 
and reliability. Stressing that mainte-
nance is required at the point-of-sale 
prepares the customer for that inevitable 
cost related fact. This is also another 
differentiator between not only you and 
internet sales, but also you and your 
competitors. 

SUPPORT YOUR CUSTOMER
Everybody’s equipment breaks on 

the Friday before their kid’s birthday 
weekend, or is that just a line designed 
to create urgency on our part?  Another 
valuable approach would be to ensure 
same-day or next-day service if there’s 
a problem throughout the warranty 

period. Being available, accessible and 
capable of backing up that product pur-
chase lets customers know that you 
believe in the quality of what you’re 
proposing.  

When your homeowner views you 
and your company as their trusted 
advisors, prescribing the appropriate 
products for their specific applica-
tions, performing installations and 
upgrades that save them money and 
help keep their pool sparkling, they 
should have no reason to price shop 
for competing proposals. When they 
know that you’re committed to pro-
viding the perfect pool experience for 
them so that they can maximize their 
backyard leisure time, you’ve devel-
oped a customer for life. 

Feeling forced to do work that you 
don’t particularly care about creates 
stress, whereas performing tasks that 
you truly enjoy creates excitement and 
enthusiasm. Share that passion with 
your clients and let them see why they 
made the right choice in hiring the right 
professional for their needs. Our love 
for our industry is something that the 
internet couldn’t possible duplicate. |

Rocco Russo is regional 
trainer, east, at Zodiac 
Pool Systems.
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YOU HOPE THAT every employee’s 
tenure at your business is highly successful 
and long lasting; however, there may be 
times when you need to address certain 
employee issues. While these interactions 
can be uncomfortable and discouraging, 
the way you manage employee discipline 
can impact almost everything within your 
organization – from productivity, profit-
ability and employee morale, to personnel 
turnover and, potentially, your exposure 
to litigation.

Sometimes it becomes necessary to dis-
charge or terminate an employee. When 
this happens, supervisors and managers 
need to know how to manage the disrup-
tion to the company as well as to the spe-
cific employee. The way you communicate 
an employee’s termination may impact the 
likelihood of whether or not they decide 
to file a wrongful discharge suit against 
your company. The following suggested 
guidelines can be useful when preparing 
for an employee termination.
  1. Carefully document the pro-

cess: Review employee perfor-
mance documentation with 

your HR department. Include all the 
information surrounding the reason for 
their termination, with supporting 
details such as the results of previous 
performance reviews, warnings and 

disciplinary actions. Create a record of 
the effective date of termination and place 
it in the employee’s file. Consider creating 
a termination letter that includes the date 
of termination and a clear outline of the 
status of their benefits. The letter should 
be delivered to the employee at the ter-
mination meeting.

  2. Make sure the employee’s final 
paycheck is complete. Review 
state final pay laws and ensure 

all applicable remuneration will be 
included in the employee’s final paycheck. 
This may include reimbursement for 
unpaid expenses, commissions and 
bonuses. Terminated employees may also 
be entitled to payment for accrued but 
unused vacation, personal or sick time. 
Prior to the termination meeting, review 
your state laws for the requirements 
regarding when the final paycheck must 
be issued.

  3. Reclaim company property. 
Upon termination, the 
employee should be asked to 

relinquish all company-issued property, 
including laptops, tablets, cell phones, ID 
badges, parking passes and keys, as well 
as any company documents in their pos-
session. If these items are kept at the 
employee’s home, schedule a time to 
retrieve them.

  4. Schedule a time to collect per-
sonal items. Some businesses 
prefer to have employees pick 

up personal items immediately following 
notice of termination. Others opt for an 
after-hours time for them to gather their 
personal belongings under supervision.

  5. Be prepared to discuss benefits. 
Employees enrolled in a com-
pany- sponsored group health 

insurance program may be entitled to 
continued health insurance coverage in 
compliance with the Consolidated 
Omnibus Budget Reconciliation Act 
(COBRA) or a similar state law. It may 
be appropriate to give departing employ-
ees a continuation notice and a benefits 
status letter outlining any relevant infor-
mation regarding the company’s life 
insurance and retirement plan programs 
where applicable. Employers in some 
states are also legally obligated to pro-
vide terminated employees with a notice 
explaining how they can claim unem-
ployment benefits.

  6. Ask for current contact informa-
tion. It may be necessary to 
correspond with a former 

employee in the future (for example, to 
send a Form W-2 at the year’s end). Upon 
termination, be sure you have updated 
contact information and ask them to alert 
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you of future residence changes in the 
near term.

 7. Contact your IT department. 
An increasingly important 
step is to notify your IT 

department or network administrator. 
Coordinate with them to cancel the 
terminated employee’s access to com-
pany computer and telephone systems. 
Ask the employee to relinquish their 
passwords and any other information 
that involves accessing company 
records and telephone messages, both 
on-site and remotely. Also request that 
the employee’s building entry security 
code or access card be disabled and, if 
applicable, their parking pass disabled 
or returned.

 8. Alert staff and customers to 
the employee’s departure. In 
cases where the employee has 

worked closely with certain staff or 
customers, let them know this indi-
vidual has left the company. Reassure 
customers that business will continue 
as normal during the transition period. 
Inform all involved who will take over 
the previous employee’s responsibilities. 

It is not necessary to provide details 
about the reason for the termination.

COSTS OF TERMINATING AN EMPLOYEE
Terminating an employee represents real, 

hard costs that can impact your business’ bot-
tom line. These costs might include paying 
out any separation benefits such as sever-
ance or accrued time off. Subsequently, your 
business may be faced with the challenge 
of filling the vacancy, and this can mean 
absorbing the costs of temporary employ-
ees or paying overtime to existing staff to 
cover the gap. Recruiting a replacement can 
be an expensive process as well, including 
placing job advertisements, using recruit-
ers or placement agency fees. There may 
also be related staff costs for the time spent 
interviewing, and in some cases paying for 
candidate expenses to travel for interviews. 
Finally, there are training costs associated 
with getting new employees up to speed, 
which may include internal training classes 
or even off-site educational seminars.

Indirect costs of termination are harder 
to quantify, but ultimately may be equally or 
more difficult on your business. Excessive 
turnover can cause employee morale to drop 

and have a significant impact on the overall 
company culture. Productivity setbacks and 
the potential impact on quality and cus-
tomer service can be costly as well. Losing 
key employees can damage relationships 
with clients, hurt your industry reputation 
and confuse the overall positioning of your 
business. Depending on the employee, 
there may be a cost of future innovation 
and acquiring new clients as well. |

Frank Preto has been a 
human resource consultant 
at Paychex for eight years. 
He has earned a bachelor’s 
degree and a master’s degree 
in business administration 

from East Carolina University.

Rose Ludgate, Paychex, will present 
a session titled “Effective Leadership 
Skills: From Managing to Disciplining 
Employees” at The Pool & Spa Show 
January 28-30, 2020, Atlantic City 
Convention Center. Register online at  
www.thepoolspashow.com.
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THERE IS A strong current of generosity, commit-
ment to service and giving back to the community that runs 
through membership of the Northeast Spa & Pool Association 
(NESPA). Whether it is a swim safely program needing funds, 
a pool constructed for a wounded warrior who needs to 
regain his strength after giving his all for this country, Special 
Olympics funding or support for numerous other educational 
and safety efforts, NESPA members are there to help.

That’s why is was no surprise in 2009 when NESPA 
members from our 4-state region (New York, New Jersey, 
Pennsylvania and Connecticut) agreed to create and gener-
ously fund the NESPA Foundation, a 501(c )(3) educational 
non-profit organization dedicated to enhancing professional-
ism of the pool and spa industry through promotion, educa-
tion and research, safety and charitable endeavors.

“We in the pool and spa business are lucky to be in an 
industry that literally enhances physical and mental health, 
boosts happiness and helps bring family and friends together 
in a most delightful way. Through the NESPA Foundation’s 
efforts we continue to enrich the public’s pool and spa expe-
rience with our charitable endeavors,” said John Lochren, 
president, Solar Pool Enclosures of N.Y. Inc. and chairman 
of the NESPA Foundation.

RECENT AWARDS BY THE FOUNDATION
Among its many efforts, NESPA Foundation recently 

awarded grants to two educational programs that provide 
children with life-saving water skills while introducing them 
to a lifelong love of swimming.

THE NESPA FOUNDATION

Business Feature

Giving Back to the Community & Industry

John Lochren

KidSwim Long Island was awarded a $4,600 grant from the 
foundation that it is using to expand its water safety initiative 
focused on educating pre-school and elementary school-age 
children on the rules of water safety. In the past three years, 

the program has given out more than 100,000 water safety 
booklets while performing more than 150 water safety book 
readings, character/puppet shows and assemblies. KidSwim 
has already reached more than 37,000 children ranging from 
nursery school-age to the 5th grade.

“Long Island has over 600 miles of shoreline and it’s esti-
mated that one in six Long Island homes has a swimming 
pool,” said CJ DelVaglio, former president of Long Island Pool 
& Spa Association (LIPSA). “The chance that children in our 
community will be near water is very high. KidSwim gives 
them the tools they need to be safer not just in the summer, 
but year-round. With the support of the NESPA Foundation, 
we look forward to another successful season of teaching 
children in Long Island about water safety.”

In another effort, the foundation awarded a $5,000 grant 
to New York State’s Learn to Swim Program in support of its 
sixth season of the Learn to Swim Initiative. The program 
encourages New Yorkers with age-eligible children to sign 
up for free swimming lessons that are focused on getting 
kids acquainted with the water in a safe and fun way. Since 

“We in the 
pool and spa 
business are 
lucky to be in 
an industry 
that literally 
enhances 
physical 
and mental 
health, boosts 
happiness and 
helps bring 
family and 
friends together 
in a most 
delightful way.”

John Lochren, president, Solar Pool 
Enclosures of N.Y. Inc. and chairman of 
NESPA Foundation 
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The NESPA Foundation was created in 2009 as a 
501(c ) (3). Its board of directors includes:
Chairman
John Lochren, Solar Pool Enclosures of N.Y. Inc.

Vice President
George Kazdin, Kazdin Pools & Spas

Secretary/Treasurer
Mark Warshaw, Bel Aqua Pool Supply, Inc.

Board Members
Robert Blanda, Mill Bergen Pool Center
John Migliaccio, The Pool & Spa Place
Kyle Chaikin, Ultimate in Pool Care/Chaikin 
Ultimate Pools
Scott Frost, Fluidra
Dominick Mondi, NESPA Executive Director
Greg Howard, CareCraft, Inc.
April Neilson, Innovative Water Care
Scott Newton, BioLab, Inc.
Clive Ensher 

its start in 2013, the Learn to Swim Program has grown 
each year and expanded its reach to serve low-income 
urban inner-city communities, as well as rural populations 
across all of New York state where swimming options and 
instruction are limited.

“With continuing support from partners like the NESPA 
Foundation, this important program has served more 
than 20,000 kids at nearly two dozen parks every summer 
for seven straight years,” said State Parks Commissioner 
Erik Kulleseid. “Together, we are taking steps that can 
save lives.”

“The foundation is thrilled to support these fantastic pro-
grams focused on providing our children and their families 
with key water safety information,” said Lochren. “But we 
are also open to supporting many other initiatives.” He 
said that organizations in need of funding should contact 
the NESPA Foundation. The foundation awards grants on 
a rolling basis throughout the year. Grant requests can be 
submitted at any time during the year.

If you would like to be considered for a grant, please send 
a letter of interest to the foundation as follows: NESPA 
Foundation, 6B South Gold Drive, Hamilton, NJ 08691;  
ph: 609-689-9111, fax: 609-689-9110, email: info@nespa-
foundation.org.

Naturally, to do its work effectively, the foundation is 
always in need of additional donations to expand its pro-
gramming to more worthy causes, according to Lochren. 
For those within the industry or outside of the industry 
who want to donate, please call the foundation at (609) 
689-9111 or you may send your donation check to: NEPSPA 
Foundation, 6B South Gold Drive, Hamilton, NJ 08691. 
Please include a letter with your contact information with 
your donation. For those who would simply like to learn 
more about the foundation’s work, please call NESPA 
Executive Director Dominick Mondi at 609-689-9111. |

NESPA FOUNDATION LEADERSHIP
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with
SMART PHOTOMETER SYSTEM®

The eXact iDip® Pool Pro + Kit is the latest generation test kit 
that combines two state of the art water quality test instruments. 
The first is the revolutionary Level 1 NSF/ANSI-50 Certified 
eXact iDip® Smart Photometer System which integrates 
patented 2–way wireless communication with any compatible 
iOS or Android smart device and has the potential to test over 
40 water parameters. The second is the NEW eXact® pH+ Smart 
Meter system which capitalizes on electrochemistry technology 
combined with Bluetooth connectivity.

Certified to 
NSF/ANSI Standard 50

EXACT IDIP® POOL PRO+ KIT: 
One (1) eXact iDip® Photometer, (1) eXact® pH+ meter, ORP Probe, 
Cleaning brush, Quick Start Guide, and 25 each iDip® reagent tests:

eXact® pH+ Smart Meter: Calculated tests:eXact iDip® Photometer:

(Unlock by in-app purchase only $4.99/ea.)

• Combined Chlorine
• Total Chlorine
• LSI

(Langelier Saturation Index)

• pH
• TDS
• Temperature
• Conductivity
• Salt/Salinity
• ORP (Now included!)

• Total Alkalinity
• Free Chlorine
• Combined/Total Chlorine
• Calcium Hardness
• Cyanuric Acid
• Over 40 additional iDip
tests available for purchase

The NEW eXact iDip® Pool Pro+ Test Kit was 
awarded Best New Service Industry Product at the 
2019 International Pool and Spa Patio Expo show.

Learn how the new eXact iDip® Pool Pro+ Test Kit 
can help your pool business achieve accurate water
results with minimal time and effort.

2019 Best New Product Award Winner

sensafe.com | 800-861-9712 | info@sensafe.com

NSF®-50 CERTIFIED 
WATER TESTING

NESPA1219.indd   1 12/18/19   2:14 PM987254_Industrial.indd   1 20/12/19   11:39 AM
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www.lamotte.com/insta
Water Testing Leader Since 1919!

Just dip and read to get truly instant results
®—only by Insta-TEST ! No swirling or waiting 

®times, the Insta-TEST  PLUS 1-Dip formulas 
feature extremely stable color reactions and
an extra wide pH range. Put our distinctive 
colors to the test!

A No-Wait | 1-Dip Formula

For more details!

• Instant Results Without Waiting Times
• Wide Range pH 6.2 to 9.0
• Color Reactions Remain Stable
• No Cross-Contamination
• Moisture Proof Container
• Reliable Accuracy

No Waiting!

Go to www.lamotte.com/pool to sign up for the FREE Dealer Locator

Made in

USA

954405_LaMotte.indd   1 3/5/19   4:28 AM

Service • Retail • Commercial • Builder • All service & retail sizes available

Visit us at the Pool & Spa Show in Atlantic City - BOOTH #1632

Lo-Chlor to the rescue!
The PROVEN Solution

lo-chlor.com

Lo-Chlor® is focused on YOUR business success
 When you partner with Lo-Chlor you gain a full line of specialty pool chemicals 
 AND the industry's best resources to help drive stronger pro�ts for your business. 
 We teach preventive pool care, expertly identify and solve existing problems 
 quickly, and provide a full range of business tools. That means clean water in 
pools and growth in your business.

800.491.9810 
contact@lo-chlor.com 

982099_LoChlor.indd   1 12/10/19   2:00 AMTHE EDGE  25
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POOL AND SPA manufactur-
ers, retailers, dealers and service pro-
fessionals are increasingly concerned 
about the need to protect their cus-
tomer base, customer lists and other 
proprietary information. Builders at 
many of the classes I’ve presented have 
expressed the concern that time and 
money invested in elevating their crew 
members or their sales force may end 
up benefiting a competitor when that 
person joins another pool company or 
even starts his or her own business.

As a result, companies in all indus-
tries are looking at ways they can 
protect themselves against the loss of 
customers and the loss of information 
or documents they deem proprietary. 
Some of these approaches are more 
effective than others.

THE NON-COMPETE AGREEMENT (NCA)
Non-Compete Agreements (commonly 

referred to as NCAs) are commonly used 

Business Feature

Protecting
Your Business

by Steven B. Getzoff

in connection with the sale of a business. 
If I’m buying your dental practice, for 
example, and paying significant money 
for the goodwill and patient access the 
practice has developed, I have a legitimate 
interest in ensuring that you can’t open a 
new practice in the same town and reclaim 
your patients. The same rationale applies 
to the sale of a pool building business or a 
service business. NCAs used in this con-
text will invariably be upheld, even for as 
long as 10-15 years, and within a reason-
able geographic scope.

In recent decades, however, companies 
have attempted to impose NCAs on their 
employees, all the way down to low-wage 
hourly workers. Nail and hair stylists have 
been required to sign non-compete agree-
ments prohibiting them from working 
at or opening a competing salon, even if 
they have been terminated without cause. 
This has resulted in adopted and pend-
ing legislation in many states invalidating 
NCAs outright, or at least limiting their 

use based on pay scale or other factors 
such as grounds for departure.

Because an NCA restricts a person’s 
ability to earn a living, courts also tend 
to disfavor these types of agreements in 
the workplace. In New York, Connecticut, 
Pennsylvania and New Jersey, for example, 
a court will invalidate an NCA unless the 
company can show a compelling need 
and the agreement is appropriately limited 
in time and scope. What is appropriate 
will depend on the stature and compen-
sation of the employee. A CEO or VP of 
research and development might reason-
ably be restricted from taking a position 
in a competing firm for a year, whereas a 
field employee or sales rep might not be 
restricted at all. For this reason companies 
are turning their focus to other forms of 
protection that do not tend to run afoul 
of the courts and recent laws.

Because the law may vary from state to 
state, any NCA should include a choice of 
law clause.

ISTOCK.COM/WILLIAM_POTTER

26  www.nespapool.org

http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=26&exitLink=http%3A%2F%2FISTOCK.COM%2FWILLIAM_POTTER
http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=26&exitLink=http%3A%2F%2Fwww.nespapool.org


THE NON-SOLICITATION AGREEMENT (NSA)
The non-solicitation agreement (NSA) 

has been used with increasing frequency, 
particularly with sales personnel. A prop-
erly written non-solicitation agreement 
does not restrict a person’s ability to work 
at a competing firm. It does limit their 
ability to take away or, in some cases even 
call on, existing customers or leads that 
they pursued or serviced at their prior 
company for a reasonable period of time, 
typically 6 to 12 months. When prop-
erly drafted, these agreements are often 
enforced by the courts.

THE NON-DISCLOSURE AGREEMENT (NDA)
All employers have a right to protect 

trade secrets and other confidential infor-
mation. This can include formulas, test 
methods, production methods, pricing, 
sales and marketing strategies, and infor-
mation they have acquired about existing 
or potential customers. Unlike NCAs or 
NSAs, the scope of an NDA can extend 
indefinitely. Employees with access to this 
type of information should be required 
to sign an NDA. The document should 
1) accurately identify and acknowledge 

the type of information deemed confi-
dential and proprietary; 2) include an 
acknowledgement of the irreparable harm 
the company will suffer from the revela-
tion of any such information; 3) cite the 
employer’s right to seek injunctive relief 
in the event of a breach; and 4) include a 
choice of law clause.

To enforce an NDA, a company will 
need to demonstrate that the information 
in question is actually proprietary and has 
been treated as such by the company. In 
making this determination, a court will 
look to the company’s own internal prac-
tices. Has the information been appropri-
ately restricted within the company on a 
need to know basis, or can any employee 
access it? Has the company shared the 
information with outsiders on its own? 
Are documents marked confidential, 
physically or electronically? Materials that 
are readily accessible beyond a need-to-
know inner circle will likely not be con-
sidered proprietary. Similarly, a collection 
of publicly available information, such 
as names, addresses and phone numbers 
will likely not be considered proprietary. 
However, if additional information is 

added to the list, such as buying patterns, 
sales margins, or even family or other per-
sonal information sales personnel might use, 
it is far more likely to be protected.

Pool and spa companies have a legitimate 
need to protect their customer base and pro-
prietary information. This is best accom-
plished by engaging a legal professional 
to create a document that addresses these 
needs, without running afoul of emerging 
laws and court rulings. |

Steven B. Getzoff is partner 
in the law firm of Schwab Katz 
and Dwyer and outside coun-
sel to Pool & Hot Tub Alliance 
(formerly APSP) and other 
companies in the industry.

Before the Season Starts, Take the Time NOW to 
Review your Business Insurance!

We are the pool & spa insurance specialists professionals have turned to for over 25 years – serving more 
clients than any other agency in the region!

We insure over 150 pool & spa companies in NY, NJ, CT & PA.

We are the #1 Agent for the APSP/NESPA – endorsed Insurance program.

8 Stage Road, Monroe, NY 10950 • Phone: (845) 783-2555 
1-800-382-4231

www.walterroseagency.com | E-mail: kevin@walterroseagency.com

We are a member

940990_Walter.indd   1 11/15/18   6:28 PM

Steven Getzoff will present a 
seminar titled “What’s in Your 
Contract” at The Pool & Spa Show 
from January 28-30, 2020, Atlantic 
City Convention Center. Visit  
www.thePoolSpaShow.com for the 
latest information.

THE EDGE  27

http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=27&exitLink=http%3A%2F%2Fwww.walterroseagency.com
http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=27&exitLink=mailto%3Akevin%40walterroseagency.com
http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=27&exitLink=http%3A%2F%2Fwww.thePoolSpaShow.com


979077_Serum.indd   1 12/17/19   3:50 PM

PVC

NO PRIMER
NEEDED

INSTA-FUZE
INSTA-FUZE
NO PRIMER
NEEDED

Creates 
Permanent Bond

Instantly Fuse Wet 
Or Dry PVC Pipes 
And Fittings

Not A Cement Or Glue

No Daubers Required

Creates 
Permanent Bond

Instantly Fuse Wet 
Or Dry PVC Pipes 
And Fittings

Not A Cement Or Glue

No Daubers Required

Gladon.com

314-449-8203

NOW
AVAILABLENOW
AVAILABLE

979014_Gladon.indd   1 17/10/19   4:17 AM

Calcium
Blocker 

 Calcium
 Friendly 

Item #52806

Calcium
Blocker 

Item #52804

Calcium
Friendly 

Visit: www.HydroLife.com
CAMCO MANUFACTURING I 121 LANDMARK DRIVE I GREENSBORO, NC 27409

1-800-334-2004 I FAX: 336-668-2049 I WWW.CAMCO.NET

2 PACK

Now available in new High flow XL 40,000 gallon capacity filters.

Show special
20% off

Item #52800 Item #52802

Item #52810 Item #52812
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Clean, Green and Renewable

Fiber Clear, Inc. 
www.fiberclearpoolandspafiltration.com

Call 612.670.1234 or contact your nearest distributor

A Natural Clarifier

For Commercial Pools

• DE Replacement
• Filter Aid for Sand & Cartridges
• Non-Toxic  • Biodegradable 
• Two Micron Filtration

• Filtration + Oil Scavenger
•  Removes Sun Tan Oils, 

Body Oils and Cosmetic 
Residue

• Reduces Pool Scum Line

•  For Start Ups & High 
Particulate Loading 

• Extends Start Up Cycles
• Biodegradable

985417_Fiber.indd   1 10/12/19   3:15 PM
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AS A SWIMMING pool and spa 
business owner, you want to operate 
your business effectively and profit-
ably. Armed with computers, tablets, 
mobile devices and cell phones, you use 
technology to your advantage.

Your mobile devices are your 
office on the run. You access valu-
able information from these devices, 
including customer orders, employee 
personal data, inventory and more. 
To you, this information is priceless. 
Cybercriminals and hackers are bank-
ing on your computers and mobile 
devices being unsecured. While such 
technology greatly improves efficiency, 
it also makes the business extremely 
susceptible to cyberattacks, which can 
be devastating.

Cybercriminals are getting more cre-
ative with their cyberattacks as well. 
Almost all businesses use computers 
and mobile devices, which puts them 
at risk to cybercriminals. The size of 
the business no longer matters; big or 
small, the venomous effect of a cyber-
attack can be devastating.

According to the 2019 Mobile 
Security Index:
•  86 percent of respondents agreed that 

mobile threats are growing faster 
than other types of threats.

•  64 percent of those who were compro-
mised said they suffered downtime.

Business Feature

•  What and how many devices access 
your network; how secure are those 
devices?

•  Do third party organizations have 
access to your network; what security 
precautions do those organizations 
take to protect your network and who 
is contractually obligated for security 
and responsible for breaches?

•  Do you routinely test the security of 
your network; are you updating and 
patching all programs and applica-
tions; do you have strong firewalls?

•  Are you limiting spam to your net-
work; are you limiting what sites 
your employees can access via your 
network, including what they can 
download?

•  Are you limiting the sensitive data 
that you keep; are you limiting the 
number of people who can access your 
sensitive data and your network?

•  Are the machines that house your 
network (local or cloud) secure?

•  Are you routinely backing up your 
information separate and distinct 
from your servers and network?

•  Are your employees adhering to best 
practices regarding passwords (the 
longer and more diverse, with num-
bers and symbols, the better)?

•  Do you have a plan in case of breach; 
do you know what to do if faced with 
ransomware, and do you have insur-
ance in case of a catastrophic event?

•  Do you have competent cybersecurity 
professionals, internally or outside, 
who can assist you to test your system, 
perform audits and help in case of a 
breach?

•  Are you training all workplace par-
ticipants on preventing phishing, 
malware, ransomware, spam; how 
to prevent identity theft and social 
engineering scams; and how to 
secure passwords and mobile devices? 
Employee cybersecurity mistakes 
account for the vast majority of cyber-
criminal intrusions.

•  Are you providing continual educa-
tion on emerging cyber risks?

•  Have you purchased cyber insurance 
coverage?

SECURITY
CYBER

Protecting Your 
Business from Disaster

•  48 percent say they sacrificed 
mobile security for business 
objectives.

•  83 percent agreed that organiza-
tions need to take mobile security 
more seriously.

THE PROBLEM OF PHISHING
Phishing is one of the most com-

mon ways hackers try to steal your 
information. Phishing is when a 
cybercriminal poses as a legitimate 
institution or individual to lure indi-
viduals and businesses to provide 
sensitive information. This can be 
done through a text claiming to be 
from a vendor partner, an email from 
a friend trying to get you to check 
out a photo or video, or through 
multiple means of communication.

The text or email may contain 
a malicious link or attachment 
that infects your computer or 
mobile device with malware that 
can steal your personal and client 
information.

Here are some precautionary 
measures:
•  Don’t accept text messages from 

numbers you don’t recognize. 
Block them!

•  Don’t click on links in texts or 
emails, especially short ones or 
links that look suspicious.

by Richard Gaynor

CYBER RISKS – ITEMS TO CONSIDER
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•  Don’t download files unless you’re expect-
ing something from someone you trust. If 
it’s something financial, give the person a 
call, just to confirm it came from them.

•  Invest in virus and malware protection for 
your computer and mobile devices. There 
are many competitively priced products 
on the market for a year of service.

•  Buy cyber liability insurance. It pro-
vides the protection and business 
support required to address these 

dangerous and devastating attacks. 
Contact your insurance agent to 
learn more about this critical pro-
tection that may be missing from 
your current coverage. |

Richard Gaynor is presi-
dent of Middleton & 
Company, an insurance 
agency headquartered in 
Newton, New Jersey.

Richard Gaynor will be 
part of a panel titled “Cyber 
Liability Exposures” at The  
Pool & Spa Show from January 
28-30, 2020, Atlantic City 
Convention Center.

Cyber extortion reimbursement costs including a credible threat to introduce malicious code;
pharm and phish customer systems; or to corrupt, damage or destroy systems.

Electronic Media peril broadly defined to include infringement of domain name, copyright,
trade names, logo, and service mark on internet or intranet site.

Interruption expenses include costs associated with rented/leased equipment, use of third
party services, staff expenses or labor costs directly resulting from a covered loss.

Personally identifiable information {PII) broadly defined to include an individual’s name in
combination with social security number, driver’s license number, account number, credit or
debit card or any non-personal information as defined in any privacy regulation.

Knowledge provision includes Board of Directors, President, Executive Officer, Chairman, Chief Information 
Officer, Chief Technology Officer, Risk Manager or General Counsel.

Broad coverage for damages to third parties caused by a breach of network security.

Breach of privacy coverage includes damages resulting from alleged violations of HIPAA, state
and federal privacy protection laws and regulations.

Regulatory expense coverage to comply with an alleged breach notice order issued by a
regulatory agency (include both Federal and State).

Coverage for expenses resulting from a breach of consumer protection laws including, but not
limited to, the Fair Credit Reporting Act (FCRA), the California Consumer Credit Reporting
Agencies Act (CCCRAA) and the EU Data Protection Act.

Public relations expenses to repair your reputation as a result of a data breach.

Customer breach notice expense coverage (via sub-limit) - reimburses for costs to notify and
remediation costs including, but not limited to, credit monitoring.

Coverage for rogue employee(s) causing intentional damage to the insured’s network.

Expenses including forensics, legal, remediation (credit monitoring expenses, postage and
advertising) and other costs. Coverage for contractual liabilities including PCt-DSS costs.

Breach definition extends to acts of the insured and acts of a service provider acting on behalf
of the insured.

Punitive and exemplary damages coverage provided on a most favorable venue basis.

Business interruption coverage, including lost revenue as a result of a cyber breach.

CYBER INSURANCE CONSIDERATIONS FOR COVERAGE

This template is intended as a starting point for evaluating coverage.  Based on your organization’s size, business 
sectors and the geographic locations you operate in, your needs may vary. 

Coverage for loss resulting from administrative or operational mistakes – extends to acts of
the employee, business process outsourcing (BPO) or outsourced IT provider.
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VISIT THE WALL LOCATED IN  
AISLE 1200 ON THE SHOW FLOOR! 

Bring your entire team!
Register Now at www.ThePoolSpaShow.com

January 28-30 | Atlantic City Convention Center

What’s New? 
Bigger than ever, this year’s learning 
environment will cover over 2,500 square feet 
of learning space and feature new interactive, 
hands-on education on:    

Electricity

Energy Efficiency

Hardscapes &  
Vinyl Liners

Retain more knowledge and gain more skills when you get a chance to learn by doing. 

The Pool & Spa Show is the ONLY place where you’ll find a learning environment of this size and scope for FREE  
as part of your show badge registration! 

T R A I N I N GEducation in 
Action at the 

Explore
Tour our hands-on learning environment

Watch
See live demonstrations

Learn
Master the latest industry best practices

Shotcrete Uncovered

Troubleshooting Heaters

Tile Repair and Renovations

Lighting Design

992827_Editorial.indd   1 19/12/19   5:44 PM
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MERLIN KEEPS THE MAGIC GOING! 
We never stop innovating and bringing you pool liners that keep 

up with market trends. Where some fall flat, we rise above – 
offering 12 new patterns in 2020! 

FOR MORE INFORMATION, VISIT 
MERLININDUSTRIES.COM

Sterling Shore
Sea Grove Tile
Peaceful Waters Floor

Beachside Tile
Gold Coast Floor

Moonlight Cove Tile
Jasper Beach Floor Prismatic Sea

Magnolia Tile
Peaceful Waters Floor

Santa Maria Tile
Blue Cove Floor Coral Bay

Messina Tile
Turquoise River Floor

Valencia Tile
Ocean Mist Floor Stone Jewel

Arrowhead Tile
Jasper Beach Floor

983275_Merlin.indd   1 11/21/19   4:19 PM
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Celebrate NESPA’s 
Outstanding 
Achievement Award
Winners at  
the Industry’s  
Biggest Party!

NESPA’S 2019 OUTSTANDING 
Achievement Award Winners – both the 
builders competition and the service com-
panies – will be revealed for the first time at 
The Pool & Spa Show in Atlantic City at the 
Welcome Party Monday, January 27, from 7-9 
p.m. at the Saloon Bar at the Wild Wild West 
(Bally’s Casino). Grab a drink, have a bite 
and marvel at the way your peers combine 
concrete, vinyl, acrylic, steel, rock, waterfalls, 
light and technology into astounding, one-
of-a-kind projects.

The pools, spas and water features shown 
on these pages are just a sampling of the Gold 
Medalists from NESPA’s 2019 Outstanding 
Achievement Builders Awards Competition 
that will be featured at the Welcome Party. 
In all, a total of 191 entries were submitted 
to the competition, of which 83 won medals 
and 22 captured awards of merit.

The Outstanding Achievement Awards 
recognize top builders and service compa-
nies that do work in New York, New Jersey, 
Pennsylvania and Connecticut. Learn 
more about these awards at NESPApool.
org. Welcome Party tickets ($20) must be 
purchased before entering the party. On the 
off-chance you miss the Welcome Party, see 
all of these winners at NESPA’s Membership 
Booth throughout the show.

The family previously lived in a condo located in Center City, Philadelphia. Their dream was to 

purchase a home on a body of water with enough space to build a custom pool. The end product 

was a free form pool with a swim-in grotto, waterfall and spa along the banks of the Delaware 

River in Bucks County, Pennsylvania.

Project Challenges: According to Crystal Clear Signature Pools, LLC, Southampton, Pennsylvania, 

the challenges with this project were all related to the location. The existing yard is small and the 

company was restricted by the property line setbacks and the flood plain line from the Delaware 

River.  Setting the large 6,000-lb. grotto top cantilevering over the pool was a challenge due to 

the limited space for large equipment.

Products Used: Two Pentair IntelliFlo VSF; Pentair FNS Plus D.E. Filter, 60- sq.-ft.; Pentair Intellitouch 

with Screenlogic; Pentair Mastertemp 300K BTU pool and spa heater; Pentair Intellibrite 5G and 

Globrite LED color lights; Pentair Intellichlor Salt Water Generator; Wet Edge Signature Series Stone 

Pebble Plaster Tahoe finish to match the neighboring river; Custom cut natural stone coping with 

polished edges, tumbled bluestone pool coping, custom set natural boulder waterfalls.

PROJECT LOCATION: BRISTOL TOWNSHIP, BUCKS COUNTY, 
PENNSYLVANIA

WINNING COMPANY: CRYSTAL CLEAR SIGNATURE POOLS, LLC, 
SOUTHAMPTON, PENNSYLVANIA

CATEGORY: WATER FEATURES, RESIDENTIAL

CUSTOM POOL WITH 6,000-LB. GROTTO TOP 
CANTILEVERED OVER WATER
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“The project included the construction of a luxury 

pool and spa at a lakefront house,” according to Adam 

Steele, Steele’s Signature Pools, Medford, New Jersey. 

It consisted of a 50-ft. long pool, 10-ft. spa, 25-ft. fire 

ledge and an 8-ft. waterfall. The pool offers a 15-ft. 

sun ledge with chaise loungers and a center table.

Project Challenges: The challenge with this project 

was constructing a pool on a hillside that was also 

lakefront and had limited access. The pool equip-

ment had to be plumbed in a crawl space that had 

limited access and required core drilling and working 

in tight confines.

“This pool is a triple vessel perimeter-edge pool that is 

built above the parking garage of an upscale apartment 

building,” explained Ruth Aveta, CPO, CBP, of Creative 

Master Pools, Inc., Lincoln Park, New Jersey. She said 

that since headroom below was an issue, the pool was 

elevated to get enough depth.

“The client required a shallow pool that allowed for 

some separation of swimming groups that also func-

tioned as a feature for an entertaining space. Since this 

pool has full overflow on all sides, the gentle sound of 

water overflowing adds to the ambiance of the space 

for all the connected apartments to enjoy in the warm 

weather months. The pool deck is built on pedestals 

above the waterproofing membrane for the parking 

garage,” she said.

Project Challenges: This pool is built on the 3rd level of 

the parking garage. Designing it high enough to get the 

required depth, but low enough to negate the need for a 

railing around the entire perimeter took some creativ-

ity with the multiple levels. In addition, the client 

required that the buildings be framed before the pool 

was begun. Some late design changes delayed the 

start, so the apartments were very close to comple-

tion by the time the pool project was underway. This 

created an access challenge that was solved by 

moving the materials up to the pool area through 

apartment hallways and Gunite and plaster through 

small 3-in. by 6-in. drain holes in the parking decks.

Products Used: Pentair IntelliChem 2 pump chemical 

control system, Pentair IntelliTouch Control system, 

Pentair Intelliflo pumps for circulation and overflow, 

Pentair Eti 400 Heater, Pentair Globrite LED lights, 

System III filter, and Hayward UVO3 Water Treatment 

System with UV + Ozone sanitizer.

Products Used: Multiple Hayward Tri-Star 2 hp and 3 

hp pumps; Hayward Omnilogic pool panel; Hayward 

PROJECT LOCATION: MORRIS 
COUNTY, NEW JERSEY

WINNING COMPANY: CREATIVE 
MASTER POOLS, LINCOLN PARK, INC., 
NEW JERSEY

CATEGORY: COMMERCIAL POOL

PROJECT LOCATION: BURLINGTON 
COUNTY, NEW JERSEY

WINNING COMPANY: STEELE’S 
SIGNATURE POOLS, TABERNACLE,  
NEW JERSEY

CATEGORY: POOL/SPA COMBO, 
CONCRETE

TRIPLE-VESSEL 
PERIMETER-EDGE POOL 
BUILT ABOVE PARKING 
GARAGE

50-FT. LAKEFRONT POOL 
WITH 10-FT. SPA, 25-FT. 
FIRE FEATURE

Valve Actuators; Rotron commercial spa blower; Pentair 

Mastertemp 400; Jandy Never Lube Valves; and Ledge Loungers.
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“Our firm was tasked with designing and building a 

unique one-of-a-kind residential landscape plan,” 

said Brian Parks, Tranquility Pools, LLC, Haskell, New 

Jersey. “It was unlike anything else we had ever seen. 

Everything on this property was custom built. From 

a massive overflow perimeter swimming pool, to a 

fully glass-tiled spa, to a spacious patio, multiple gar-

dens and water fountains, every inch of this beautiful 

estate was carefully curated, designed and executed. 

All the stones that we installed on this property were 

reclaimed from roads and ruins all over Europe. It took 

a collaborative effort from our team of architects and 

designers, as well as the homeowners, to bring the 

entire vision to life.”

This project is a residential pool with several inter-

active and aesthetically pleasing features, accord-

ing to Scott Neave, Neave Pools, Wappingers 

Falls, New York. The main pool has an oversized 

sun ledge with three Pentair LED bubblers for 

lounging, a grotto with integrated bench seating 

and a 6-ft. waterfall over the face of the grotto, 

which acts as the grotto roof and jumping surface 

into the pool.

The lower basin, which is oversized by design, 

incorporates floating steps so that the infinity 

edge can be admired from this unique position. 

The upper waterfall, which is located outside the 

pool, spills into a small reflecting pond that then 

spills into the main pool area.

Project Challenges: The topography of the site, 

which dictated the design with over 15 feet of 

elevation, was also the most challenging aspect 

of the construction process. Secondary to that 

was the amount of water in transit, which required 

precise calculations and construction techniques.

Project Challenges: Creating a 2,000 square foot, 

360-degree perimeter overflow pool presented many 

challenges. Installing and properly placing the underwater 

fiber optic lights to look like stars was a difficult produc-

tion, as was making sure the water flow was even all 

the way around the pool to maintain an even and proper 

overflow level.

Products Used: SR Smith Fiber optic star lights; two 500,000 

BTU heaters; hand laid glass tiles; sourced custom glass 

7/8-in. x 7/8-in.; underwater speakers; and Pentair deck jets.

PROJECT LOCATION: BERGEN COUNTY, 
NEW JERSEY

WINNING COMPANY: TRANQUILITY 
POOLS, LLC, HASKELL, NEW JERSEY

CATEGORY: SPECIALTY POOLS, 
PERIMETER OVERFLOW (WET EDGE)

PROJECT LOCATION: DUTCHESS 
COUNTY, NY

WINNING COMPANY: NEAVE POOLS, 
WAPPINGERS FALLS, NEW YORK

CATEGORY: SAFETY COVER

OVERSIZED SUN LEDGE 
WITH GROTTO AND TALL 
WATERFALL

Products Used: Three Pentair Intelliflo Pumps; 3 Pentair 

LED Bubblers; 400K BTU Master Temp Heater; Pentair 

520 Cartridge filter; Pentair EasyTouch with integrated 

SCG; 5 Pentair Glo-Brite Color LED 12V pool lights.

MASSIVE OVERFLOW 
PERIMETER POOL 
& GLASS-TILED SPA 
FEATURES ROCKS 
RETRIEVED FROM ROADS 
AND RUINS ALL OVER 
EUROPE
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You Name It,
We Label It
Your customers know you,  
and your name is the one  
they trust. No artwork charge.

We’re committed to making sure  
our prices are always the best.

Any order placed before 11 am will  
be shipped the same day.

Pricing for 
Fast-Turn Profits

Same Day Shipping

979429_NJonas.indd   1 19/09/19   12:54 AM

MA-4052LG
5” TWO-WAY LED SPA SPEAKER
• 1¼” piezo tweeter
• 5.3 oz driver magnet
• Audio-signal-synched LED performance
• Socket head capped screws
• Max power: 60W
• Impedance:  4 Ohm
• Self-draining speaker cone will not collect water regardless of mounting
• Dimensions: OD-5.83 inches (148 mm)
• Depth:  2.77 inches (70.25 mm)
• Minimum installation depth: 2.56 inches (65 mm)
• Weight: 1.15 lbs. (520 grams)

Amazing Sound
anywhere, any weather

Hanover, Maryland 410 • 761 • 4000 www.polyplanar.comPoly-planar

985060_Poly.indd   1 05/12/19   5:50 PM

www.unicelfilters.com

Pool filter replacement cartridges may all look the same, 
but they are not the same. None perform with Unicel’s precision.

Unicel maintains its leadership position by offering 
the most finely crafted products, the fastest turn-around time, 

and the most responsive customer service in the business.

Always has. Always will.

362792_Unicel.indd   1 2/22/08   10:32:42 AM

1-888-273-1444
EastCoastSalt.com

WATER SOFTENING SALT
POOL SALT

DE-ICING SALT

Family Owned & Operated Since 1998

Trusted Reliable

NJ’s Largest Salt Delivery Service

969682_East.indd   1 01/07/19   12:37 PM
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“I may have oversold this project,” quipped William 

Drakeley, Drakeley Pool Company, LLC, Bethlehem, 

Connecticut. “I met with the customer, who wanted 

a new pool for his home at the edge of Long Island 

Sound. He asked ‘What’s cool in residential pools 

today?’ I responded: the vanishing edge is cool, 

perimeter overflow spas, swim ledges, automatic 

covers that come up through the floor, all-glass 

tile and acrylic panels as sidewalls. ‘Okay,’ said 

the customer, ‘let’s do it.’”

What resulted was a 60-ft. pool with perimeter 

overflow vanishing edge, 7-ft. spa with perimeter 

overflow. The sidewalls of the pool facing Long 

Island Sound are 6-ft. 10-in. acrylic panels 7-1/2 

-in. thick. The equipment vault is constructed under 

“This bayfront project was designed and built to 

be the versatile, summer-home addition that our 

clients always dreamed of. We worked hand-in-

hand with our clients on each detail of the project 

as their 14-ft. by 28-ft. pool and 7-ft. by 7-ft. spa 

were being built in concert with their new water-

front home,” said Alexa Kniffin of Specialized Pools, 

Inc., Brick, New Jersey. Beneath its shell, this proj-

ect includes 18 wood pilings and 4-in. plumbing 

circulating back to an intelligent, energy-efficient 

equipment pad.

“The pool includes benches with hydrotherapy 

jets along the north and east walls for panoramic 

sunset views, while the spa implements a unique 

toe-kick design that not only hides the main drain 

covers, but also gives cover to 30 ¼-in. air noz-

zles to oxygenate and enhance the hydrotherapy  

experience,” Kniffin explained.

PROJECT LOCATION: NORMANDY 
BEACH,  
OCEAN COUNTY, NEW JERSEY

WINNING COMPANY: SPECIALIZED 
POOLS, INC.,  
BRICK, NEW JERSEY

CATEGORY: POOL/SPA COMBO, 
CONCRETE

Project Challenges: “The location of the project at 

the tip of a peninsula presented some challenges 

throughout the build,” said Kniffin. “We dealt with 

harsh weather conditions and site-flooding, and the 

roads to the project were often flooded.”

Products Used: Pentair equipment platform, which 

includes three IntelliFlo pumps, an IntelliTouch 

automation system synced with the home’s Control 

4 system, 5 LED white/color Globrite lights, 

Screenlogic phone control, cartridge filtration and 

natural gas heat. Additionally, the project includes 

a Cover Pools automatic cover, 9-ft. glass waterline 

tile from Lunada Bay, and a PebbleSheen finish from 

Pebble Technology.

the pool. There are 20 tons of steel throughout the 

project, and it took five days to shoot concrete.

Project Challenges: Drakeley has been building 

highly complex pools for decades, so few things  

challenge the company. This pool, however, 

was a real challenge: the acrylic panels were 

originally designed as one piece, but the acrylic 

wall manufacturer had previous failures in the 

Northeastern climate with the temperature dif-

ferential. Drakeley had to engineer and install a 

stainless steel mullion for the wall, but in doing so 

he had to accurately calculate the thermal expan-

sion of steel, acrylic and concrete all tied together 

as the temperatures changed.

PRODUCT LOCATION: LONG ISLAND 
SOUND COAST IN FAIRFIELD COUNTY, 
CONNECTICUT.

WINNING COMPANY: DRAKELEY POOL 
COMPANY, LLC

CATEGORY: EXCEPTIONAL 
RECOGNITION IN DESIGN & BUILDING, 
CONCRETE

BAYFRONT POOL & SPA 
COMBO

60-FT. POOL & SPA 
THAT LITERALLY HAS 
EVERYTHING
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CMYK 

Y ell o w - C-0 ,  M-7 ,   Y-66 ,  K-0  
D a r k  B lue - C-100 ,  M-72 ,   Y-0 ,  K-18 
Lig h t  B lue - C-65 ,  M-34 ,   Y-0 ,  K-0  

CNA Risk Control experts know that with multiple workers on the job, there is an increased  

risk of something slipping through the cracks. That’s why they recommend all pool and  

spa contractors incorporate a daily inspection into their worksite checklist. It’s a policy  

that delivers peace of mind throughout the construction process, while also minimizing 

costly claims.

Learn how our risk control programs help NESPA members avoid troubled waters. 

Contact your independent agent or visit cna.com/nespa.

The examples provided in this material are for illustrative purposes only and any similarity to actual individuals, entities, places or situations is unintentional and purely coincidental. In addition, the examples 
are not intended to establish any standards of care, to serve as legal advice appropriate for any particular factual situations, or to provide an acknowledgment that any given factual situation is covered under 
any CNA insurance policy. Please remember that only the relevant insurance policy can provide the actual terms, coverages, amounts, conditions and exclusions for an insured. All products and services may 
not be available in all states and may be subject to change without notice. “CNA” is a registered trademark of CNA Financial Corporation. Certain CNA Financial Corporation subsidiaries use the “CNA” 
trademark in connection with insurance underwriting and claims activities. Copyright © 2019 CNA. All rights reserved. 20190716 19-0116-IND

One Simple Step Leads  
to Thousands of Safer Pools
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A 1,200-sq.-ft. Gunite, free form pool and spa 

combo, this project’s additional features include a 

sheer descent, six laminars and a vanishing edge.

Project Challenges: According to Coral Sea Pools, 

Briarcliff Manor, New York, the first challenge on 

this site was hitting rock on the first day of digging; 

it took three days to chop it out. The second was the 

pool radius: the architect did not detail the radius 

dimensions on his plan. The third challenge was 

getting the entire pool, spa and vanishing-edge 

tank shot in one day.

Products Used: Jandy variable speed pumps; Jandy 

nichless LED lights; Jandy RS & iAqualink; Jandy 

cartridge filter; Jandy pool heater.

“This project showcases a magnificent backyard 

attraction that features some of the most unique 

luxury pool amenities imaginable,” explained Valerie 

Wegrzynowicz of Cipriano Landscape Design, 

Mahwah, New Jersey. The 1,250-sq.-ft. swim-

ming pool includes a 12-person spa, low-voltage 

colored lighting, iridescent glass tile finishes and 

five waterfalls. The grotto structure beyond the 

pool mixes natural and artificial stone to form a 

mountainous backdrop. The waterfalls, which move 

2,500 gallons of water per minute into the swim-

ming pool, conceal a fully furnished dry interior 

grotto and swim-up bar.

Project Challenges: The entire pool interior is fin-

ished with more than 500,000 individual glass tile 

pieces, a custom gradient blend of translucent glass 

tile transitions up the shallow end of the pool to give 

the feel of a wave washing ashore. Another of the 

more challenging aspects of this job was creating 

the 10-foot-high waterfall/grotto structure in a flat 

backyard while maintaining the natural style of the 

PROJECT LOCATION: WESTCHESTER 
COUNTY, NEW YORK

WINNING COMPANY: CIPRIANO 
LANDSCAPE DESIGN, MAHWAH, NEW 
JERSEY

CATEGORY: SPECIALTY POOLS, 
NATURAL

PROJECT LOCATION: KATONAH, NEW 
YORK, WESTCHESTER COUNTY

WINNING COMPANY: CORAL SEA 
POOLS, BRIARCLIFF MANOR, NEW 
YORK

CATEGORY: POOL/SPA COMBINATION, 
CONCRETE

1,250-ST.-FT. POOL 
INCLUDES 12-PERSON 
SPA AND 5 WATERFALLS

design. The designer/builder used natural stone 

and realistic faux stone for a natural appearance.

Products Used: Oceanside Glasstile; Speck 

Waterfall Pumps; Dolphin – Custom 45-ft.enclosed 

tube slide; Pentair operating system and equipment.
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“Our client wanted the simplicity of a liner pool; how-

ever, he had three large dogs that loved swimming,” 

said Greg Imhoff, Blue Sol Pools, Bloomingdale, 

New Jersey. “We decided to design and incorporate 

a custom Gunite beach entry that tied into their 

lagoon liner pool to allow the dogs to access the pool 

without ripping the liner.” Two massive waterfalls 

are set around the pool: the large one salt water 

flowing into the pool; the other fresh water flowing 

into a separate dry pond to allow for aquatic plants.

Project Challenges: “We had to carefully 

marry the liner track to the Gunite beach 

entry by making it not only functional, but 

aesthetically pleasing as well” said Imhoff. 

Products Used: Pentair Clean and Clear 520, Pentair 

Superflo 1.5 hp, Pentair Intellichlor, Mastertemp 

400 BTU heater, Easy Touch Automation System 

with Screenlogic. |

This elegant waterfall-edge pool is located on the 

22nd floor of a historic building recently restored to 

luxury residencies by Post Brothers. Post Brothers and 

Diamond Spas played important roles in this project, 

according to Matthew McMaster of Bennington Pool 

Service, King of Prussia, Pennsylvania. McMaster said 

that the oversized spa size sits next to the 360-degree 

infinity edge lounge pool and both are open 24 hours 

a day, 365 days a year.  The pool is surrounded by 

travertine, nero marquina marble, all tied together by 

100-year-old white terracotta set against a stunning 

unobstructed backdrop – the Philadelphia skyline.

Project Challenges: The goal was to make sure the 

experience for the residents was the same summer 

or winter. So designing the pool and spa to operate 

outside, on a rooftop, year around, was the challenge.

Products Used: Stainless Steel Pool by Diamond Spas; 

PROJECT LOCATION: PHILADELPHIA, 
PENNSYLVANIA

WINNING COMPANY: BENNINGTON 
POOL SERVICE, KING OF PRUSSIA, 
PENNSYLVANIA

CATEGORY: EXCEPTIONAL 
RECOGNITION IN DESIGN AND 
BUILDING COMPETITION, CONCRETE

PROJECT LOCATION: ROCKAWAY,  
NEW JERSEY

WINNING COMPANY: BLU SOL POOLS, 
BLOOMINGDALE, NEW JERSEY 

CATEGORY: RESIDENTIAL CONCRETE 
POOLS FREEFORM

ELEGANT WATERFALL 
EDGE POOL ON 22ND 
FLOOR OF HISTORIC 
BUILDING

Clear Comfort Sanitizers; Jandy Levolor Autofill Systems; 

Jandy LED lights; Pentair Heaters (Eti 400), IntellIflo VSP, 

Clean & Clear Plus filters.

GUNITE BEACH ENTRY 
COMBINED WITH  
LINER POOL
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Parts
by Allied

Huge 
selection
We’ve got it all!

Same day
shipping
You’ll get it quick!

Superior
tech support

We have all the answers!

www.spaparts.com

7215 Bermuda Road, Las Vegas, NV 89119-4304
info@spaparts.com

1.800.237.9937

More than 10,000 items in stock

visit Booth #2918

Th
e Pool & Spa Show

Atlantic City,NJ
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Experience hands-on learning at the  
expanded Training Wall on The Show Floor.

Engage with industry peers at the new 
Connection Center located on The Boardwalk at  

The Show’s entrance.

Enhance your understanding of member benefits  
and other resources you need to succeed.

EXPERIENCE

ENGAGE

ENHANCE

Don’t want to wait for the Show?  
Visit NESPAPool.org now to 
learn about all the benefits  
our members receive and give 
us a call to find out how you  
can connect with NESPA today.  

Visit the Membership 
Suite and enter to win 

a Yeti, iWatch Series 5, and MORE!

January 28-30 | Atlantic City Convention Center

Where Connections Come to Life!
The Pool and Spa Show is a 4-day EXPERIENCE, but 
for NESPA members the connections last year-round.  

Visit us and find out how you can connect at the 
NESPA Membership Suite in aisle 1200.  
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AS WINTER COMES to an 
end, pool professionals will be faced 
with a variety of pool water cleanup 
challenges. Brave service technicians 
removing pool covers need to recall 
how to clean cloudy, swampy pool 
water and how to keep it clear all sum-
mer long. In order to be prepared for 
these water clarification challenges, 
it’s important to remember that phos-
phates, metals and organic waste are 
the three main contaminants that 
cause havoc in pool water. Identifying 
the sources of these contaminants can 
help pool professionals keep pool 
water clear.

CONTAMINANT #1: PHOSPHATES
In our industry we hear the word 

phosphate on a regular basis. But it’s 
important to be reminded exactly what 

Phosphates, Metals & 
Organic Waste

Technical Feature

phosphates are and why they are a pool 
water contaminant. Phosphates are bio-
logical building blocks that are formed 
when phosphoric acid comes in contact 
with certain metals. It is important to 
understand that phosphates exist in 
many different forms. Most of these 
come from natural sources such as riv-
ers, lakes and oceans or mined rock. 
(The United States is one of the largest 
producers of phosphate rock.) Phosphate 
is termed a “pollutant” or “contaminant” 
and is primarily used in soaps, deter-
gents, shampoos and even soda pop. 
Other phosphate sources include fertil-
izers, organic debris such as leaves and 
bark, and some pool chemicals. What 
we find is that phosphates are one of the 
primary contaminants in pool water and 
can cause headaches for service techs 
trying to clarify pool water.

As an industry, we have learned that 
phosphate removal has proven to be 
helpful in solving pool water problems. 
However, anyone who has dealt with 
pool maintenance for a while can attest 
to the fact that there is no “magic pill” in 
the quest to maintain crystal clear pool 
water. It takes conscientious work and 
a regimen that includes proper pool-
water balancing, correct sanitizer levels 
and regular doses of shock. Maintaining 
phosphate levels below 125ppb can help 
reduce potential pool problems.

Remember, when it comes to swim-
ming pools, we are only concerned with 
the orthophosphate form of phosphate. 
When testing pools for the presence of 
phosphates, use a test kit made specifi-
cally for free orthophosphate.

There are several issues that may 
be caused by high-phosphates: cloudy 

by Chris Marcano
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water, increased time and effort to care 
for the pool water, and calcium phos-
phate scale formation on heaters and 
salt cells. Before you start testing for 
phosphates, however, here are tips to 
ensure accurate readings:
•  No algae present. An accurate read-

ing of phosphates cannot be obtained 
with live algae in the pool.

•  Chlorine level is below 5ppm. A 
high chlorine reading could bleach 
out the test results, rendering them 
inaccurate.

•  High-range testing. In some cases, 
phosphate levels may be so high that a 
dilution test is necessary. If the regu-
lar test maxes out, re-test using the 
following solution: fill ½ of the test 
vial with distilled or bottled water 
(zero-phosphates) and then fill the 
other ½ of the vial with pool water. 
Do the test as usual and multiply the 
results by two for your high range 
phosphate reading.
In many cases, high levels of phos-

phates can cause calcium phosphate 
scale, which forms when phosphates in 
the water fuse together with calcium. 
The carbonate often falls out of solution 
and can feel ‘gritty’ to the touch. It also 
tends to build up on salt generator cells 
and heat exchangers. When it comes to 
calcium phosphate scale, prevention is 
the best approach. If you already have 
calcium phosphate scale, remove it first, 
then do a phosphate treatment to reduce 
the likelihood of reoccurrence. While 
we are continuing to learn more every 
day about phosphate removal, the ben-
efits of its removal have been soundly 
proven in both the laboratory and the 
field. Phosphate removers efficiently 
help to remove this contaminant from 
the pool. Some removers even work on 
the filter where it can be backwashed 
out, while most need to be vacuumed 
from the floor of the pool when they 
fall out of solution.

CONTAMINANT #2 – METALS
While some contaminants are inad-

vertently added to pool water, in many 

cases, the water itself can be filled with 
contaminants, namely metals. Source 
water often contains high levels of iron 
and copper, the most common metals 
that cause pool problems. These hid-
den metal ions can cause discoloration 
of the water and stains on the pool 
surface.

Iron can cause staining and give 
water a brownish tint. It can make its 
way into pool water in a number of 
ways. While lawn care professionals 
sometimes inadvertently introduce 
iron into the pool via fertilizers, 
well water is the most common way 
iron gets introduced into the pool. If 
the source water is well water, there 
can also be iron bacteria present, 
small organisms that occur in soil, 
shallow groundwater and surface 
waters. It is a good idea to start a 
weekly maintenance program using a  
sequestering agent.

Copper is another common metal 
contaminant introduced into pool 
water from more basic algaecides, 
heat exchangers and even old cop-
per plumbing. One of the most com-
mon mistakes made when diagnosing 
problem water is mistaking ‘copper 
green’ for ‘algae green.’ Consumers 
often come into the pool store saying 
their water is green and your store 
staff may immediately sell the con-
sumer a copper algaecide to remove 
‘algae.’ This, unfortunately, could lead 
to making the green water problem 
even worse. When green water prob-
lems are reported, it is important to 
ask the customer if the pool water is 
cloudy and green or clear and green. 
If the water is clear, but has a greenish 
cast, this is a sure sign of copper in the 
water and a good sequesterant will 
work to clear the copper green into 
the filter. If the green water is from 
algae, then the water will also appear 
cloudy and the walls and f loor will be 
slimy to the touch.

If there are metals in the water, add-
ing a sequestering agent is key, as met-
als can cause staining while you are 

correcting the water chemistry. A lot 
of staining in pools is caused by the pH 
dropping and aggressively dissolving 
the metals into solution, so an ounce 
of prevention goes a long way.

CONTAMINANT #3- ORGANIC WASTE
Reports on the amount of non-

living waste left behind by bathers 
are quite shocking. It is a commonly 
accepted standard in the pool and 
hot tub industry that each bather 
leaves behind approximately 16 oz. 
of non-living waste in a body of water 
after a 45 to 60 minute swim. These 
unwanted contaminants come from 
lotions, sunscreens, make-up, hair 
products, pollen, bird waste, even jet 
fuel dropped by planes landing near 
your client’s neighborhood. The best 
way to solve the problems associated 
with non-living organic waste is to add 
enzymes to the pool on every service 
visit to help break down these con-
taminants in the water so the filter 
doesn’t need to work as hard.

When using an enzyme mainte-
nance product weekly, pool profes-
sionals can actually take it one step 
further by splitting the dose up to 
daily feed amounts (this works well 
in commercial pools). Enzymes work 
even while bathers are swimming, so 
think of it like cleaning up in the midst 
of a party. As non-living organics are 
being added to the water via bathers, 
enzymes can be continuously break-
ing them down rather than waiting 
for them to build up and cause fil-
ter problems, water clarity issues or 
scum rings along the waterline. For 
best results, enzymes should be added 
when chlorine levels are below 5ppm.

Enzymes are particularly effective 
in large outdoor commercial pools 
that are filled with the bather waste, 
body oils and sunscreen from bathers, 
in addition to being exposed to a lot 
of environmental waste. The patrons 
of these pools always comment how 
the water feels nicer when it has been 
treated with enzymes. IS
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Facility managers may be apprehen-
sive at first because of the cost of using 
enzymes, but many quickly change 
their minds and find room in their 
budgets after they see how the filters 
work more efficiently, unpleasant 
odors disappear and the water clarity 
improves.

CONCLUSION
By incorporating enzymes and 

phosphate removal into pool main-
tenance, service techs are essentially 

Chris Marcano will pres-
ent a seminar on this topic at 
The Pool & Spa Show from 
January 28-30, 2020, Atlantic 
City Convention Center. Visit  
www.ThePoolSpaShow.com for 
the latest information.
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automating the removal of many 
unwanted contaminants from pool 
water. Once service techs can identify 
the most common pool water contami-
nants, it will be much easier to remove 
them, keeping pool water clear and 
clean all season long. |

Chris Marcano is director 
of training and education 
for NC Brands and an 
APSP Fellow.
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OVER THE PAST few years, aquatic professionals have 
learned that the fastest way to lower energy consumption is 
to reduce energy use in the pool pump room. Pumps use a 
vast amount of electricity. To reduce costs associated with 
water circulation and filtration, VFDs, or Variable Frequency 
Drives, can be added to the pump room to immediately lower 
the energy consumed by the equipment.

A VFD is designed specifically to help aquatic facilities save 
energy and operating costs by increasing pump performance, 
saving up to 60 percent or more on the pump’s electricity 
usage. The VFD allows the system to ramp up to full speed 
during the day as the pool reaches peak bather loads. At night, 
the drive can slow the pump down to continue filtration, but 
not at full speed while the pool is closed.

MAXIMIZE PUMP PERFORMANCE 
TO REDUCE ELECTRICITY USAGE

VDFs allow the pool pumps to run at their most efficient 
point on the electrical curve. The VFD allows for better 
control of the pump itself by dialing the pump to the exact 
flow rate needed rather than using butterfly valves to bring 
the pump to the GPM needed.

Technical Feature

Installing a VFD on a pool pump can save an aquatic 
facility as much as 5-10 percent in energy costs by sim-
ply dialing in the pump where it actually needs to be. A 
variable frequency drive will essentially “right-size” the 
pump to the exact f low required and in doing so will use 
less energy by providing a constant f low as the filter gets 
dirty (using an optional f low sensor). The VFD offers “off-
hour” f low management capability and adjusts drive input 
voltage for the best efficiency point – so pumps become 
98 percent efficient.

INCREASE PUMP MOTOR LIFE
One of the key features of the VFD is its ability to ‘clean 

up’ the power going to the pump. By doing so, the pump 
receives a constant, solid f low of power and voltage to the 
motor, which helps lengthen the life of that motor. Pump 
motors last longer because of the overload trip protection 
that protects motor and drive from voltage spikes and phase 
unbalance. Perhaps more important, a VFD can allow for 
a ramp-up start of the motor that makes life easier on the 
motor and also eliminates the potential water hammering 
effect on the plumbing systems.

Can Save 50 Percent on Power with

by John Watt

VFD Drives

Commercial Acu Drive XS. Commercial 3 VFD. 
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For larger horsepower pumps (5HP and higher), variable 
frequency drives offer a significant return on investment, 
especially for commercial aquatic facilities. The greatest 
long-term benefit of the VFD is that it helps to lengthen 
the life of the pump motor so the maintenance and motor 
replacement is significantly decreased. Preventive main-
tenance costs drop because of motor protection, motor 
soft start and protection of the pump’s shaft and impeller. 
Installing a VFD not only saves you on energy usage costs, 
but also keeps motors working better, longer, so motor 
replacement is far less frequent.

REDUCE OPERATING COSTS
In order to quantitatively work on reducing the operating 

costs associated with running the pump room, you must 
start by determining exactly what it costs to run your 
system. In order to do this, first determine the GPM and 
TDH of the pump, how long each day the pump runs and 
the cost per kilowatt hour your power company is charg-
ing. Once you have a clear dollar figure to tackle, you will 
be able to easily determine the payback of adding a VFD.

CHOOSING A VFD
Choosing a VFD is very easy. All you need to know is the 

phase going to the pump – single or three; the horsepower 
of the pump onto which you are installing the VFD; and 
whether the drive will be installed indoors and outdoors. 
You see the greatest potential for savings when using a 
VFD with Class F motor insulation. Be sure to check this 

VARIABLE FREQUENCY DRIVES

Do the following:
•  “Right-size” your pump to the exact flow required;
•  Save energy with constant flow as the filter gets dirty 

(with optional flow sensor);
•  Offer “off-hour” flow management capability;
•  High efficiency up to 98 percent - adjusts drive input 

voltage for best efficiency point;
•  Eliminate need for motor starters;
•  Adjustable ramp up and down duration eliminates 

water hammering and prolongs equipment life;
•  Overload trip protection protects motor and drive from 

voltage spikes and phase imbalance;
•  Save up to 60 percent or more on pump’s electricity usage.

•  Eliminates need for motor starters;
•  Adjustable ramp up and down duration eliminates 

water hammering and prolongs equipment life;
•  Overload trip protection protects motor and drive 

from voltage spikes and phase imbalance.

VFDS EXTEND PUMP MOTOR LIFE
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on existing motors. If they are class B, for example, the 
drive can still be used, but additional software may need 
to be added depending on the incoming voltage.

INSTALLING THE VFD
As long as you know wiring and power, most pool pro-

fessionals can easily install the VFD. The incoming power 
from the power source basically gets wired to the incoming 
side of the VFD and then the pump motor gets wired to the 
outgoing part of the VFD. One thing to always remember 
is that VFDs require the use of a three-phase motor. So if 
you have single-phase power coming to the drive, the VFD 
acts as a phase converter and wires to a three-phase motor.

EQUIPMENT COSTS VS. ENERGY SAVINGS
Even with the advantages explained, some facility opera-

tors still find the cost of a VSP or VFD hard to justify. 
However, before ruling one out, the price of a new pump 
should be compared to the expense of doing nothing. For 
example, an aquatic facility using a single-speed pump 
may have operational costs of up to $900 per year. After 
five years, the facility will have spent $4,500 to operate 
the pump. However, comparable operational costs for a 
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 1.  Replace pool pump with an energy-efficient unit.
 2.  Consider a variable speed pump (VSP). VSPs with 

permanent magnet motors and digital controls 
can save up to 90 percent in utility costs com-
pared to one- or two-speed pumps with induction 
motors.

 3.  If using an energy-efficient one- or two-
speed pump, make sure it is sized to the pool’s 
requirements.

 4.  Reduce run time or speed to lower energy use.
 5.  If using a one-speed pump, reduce filtration run 

time. In general, water needs to be circulated 
through the filter once every six hours for most 
commercial applications.

 6.  If using a two-speed or VSP, use the lowest speed 
to appropriately circulate the water. Reducing 
speed saves more energy than reducing run time.

 7.  Install a variable frequency drive (VFD) to run 
pumps efficiently.

 8.  Run the pool’s filtration system during off-peak 
hours when electricity demand is lower (generally 
between 8 p.m. and 10 a.m.). Install a timer or 
control system to automate hours of operation.

 9.  Keep intake grates clear of debris. Clogged drains 
require the pump to work harder.

 10.  To obtain maximum filtration and energy effi-
ciency, backwash or clean the filter regularly as 
required.

10 STEPS TO HELP REDUCE ENERGY CONSUMPTION/
PUMP ROOM OPERATING COSTS
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facility with a well-designed circulation system that uses a VSP 
or VFD may be as little as $200 per year. During the same five-
year period, it would cost the facility less than a quarter the 
amount it would have spent using a single-speed pump. Cost 
savings will continue to multiply the longer the VSP or VFD is 
used. (Costs and savings will vary by region.) The initial cost 
of a VSP or VFD can typically be recouped during the second 
year of operation, especially in pools that operate year-round.

The VFD units have a minimal payback time as they auto-
matically optimize energy. Most VFD units offer a built-in 
display to show you how much time remains until your drive 
pays for itself. Plus the VFD eliminates the need for a motor 
starter, which, purchased separately, would cost $500-$750. 
Many utility providers around the country even offer rebates 
to those that install a variable frequency drive, making the 
investment in the drive minimal.

Looking at the pump room as a whole can drastically help 
facility managers reduce their operating costs. Technology 
advancements in today’s pool pump room will ensure that 
the pool in your athletic club is achieving the water quality, 
reporting, and cost controls necessary to keep the pools run-
ning as smoothly and efficiently as possible, minimizing their 
impact on the environment.

SAVING 50 PERCENT
With the substantial energy-use rebates that some local 

power companies offer, in conjunction with the savings 

in daily operational expenses, some end-users are get-
ting back approximately 50 percent of the pump’s cost in 
less than a year when they add a variable frequency drive 
and upgrade their pumps. Variable speed pumps are self-
priming, highly energy efficient pumps. A variable speed 
pump or a VFD will immediately lower the pump room’s 
monthly energy bills. |

John Watt  has spent the last 25 years working 
for Pentair in a variety of positions including 
field service technician, regional service man-
ager, national trainer and product specialist. 
He currently works for Pentair’s application 
engineering and new product development for 

the USA, Latin America and Canada.

John Watt and Mike Fowler, Pentair, will present a 
session titled “Maximizing Energy Efficiency Pump 
Rooms with Variable Frequency Drives” at The Pool & 
Spa Show in Atlantic City January 28-30, 2020. Check 
out all show seminars at www.thepoolspashow.com.
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DISTRIBUTORS OF THE NORTHEAST

Imperial International, Carlstadt, NJ
www.imperialusa.com

Leading billiards and licensed game room furniture 
distributor.

Jack’s Magic Products, Inc., Largo, FL
www.jacksmagic.com

Distributor of products to remove pool and spa stains. 
Brands: Jack’s Magic ®, Power Blue®.

Jet Line Products, Inc., S. Kearny, NJ
www.jetlineonline.com.

Full-line distributor of pool equipment, pool kits, steel panels, 
steps, coping, extrusion, filters, pumps, heaters, plumbing, parts 
and chemicals with eight fully-stocked branches.

Kayden Manufacturing, Inc., Paterson, NJ
www.kaydenliners.com.

Kayden is a distributor of liners. Brands include: Kayden 
Liners, The Pool Bladder, Deco-Trim, ZipStep.

Pocono Pool Products, Cresco, PA
www.completepoolsource.com

Distributor of vinyl liners for inground and aboveground 
pools.

Pool Corp., Convington, LA
www.poolcorp.com

Brands distributed include: Superior Pool Products, National 
Pool Tile.

SCP Distributors, Latham, NY
www.scppool.com

Brands distributed include: EZ Chlor, Regal & Sustain 
Chemicals, Package Pools, Garden Leisure Spas & Above 
Ground Pools.

Slack Chemical Company Inc., Carthage, NY
www.slackchem.com

Distributor of swimming pool and spa chemicals.

Superior Pool Products, LLC, Blackwood, NJ
www.superiorpoolproducts.com

Superior Pool Products, LLC provides a complete line of 
inground and aboveground pools, accessories, spas, grills, 
maintenance equipment and construction materials such as 
pavers, rebar, cement, pool finishes, etc. |

Editor’s Note: Looking for a special product or to compare products, a better price, a new business relationship? Here is a list of 
distributors in the Northeast who also participate in The Pool & Spa Show in Atlantic City, which runs from January 28-30, 2020.

Accu-Care Supply, Inc., East Providence, RI
www.accucaresupply.com

Accu-Care Supply, Inc., is a distributor that supplies 
specialized packaged sodium hypochlorite solution as 
well as a full line of chemicals, filters, pumps, liners 
and accessories. The company distributes Trevi and 
Cornelius pools.

Bel-Aqua Pool Supply, Inc., New Rochelle, NY
www.bel-aqua.com

Bel-Aqua is a wholesale pool & spa distributor servicing 
the Northeast. Bel-Aqua distributes pool & spa equip-
ment, parts, in-ground aqua steel pool kits, above ground 
pools, liners, steps, pumps, heaters, filters, automatic pool 
cleaners, Eastern leisure chemicals, sanitation equipment, 
deck equipment, commercial equipment.

Essentials, Cumming GA
www.essentials-spasupplies.com

Essentials is a distributor of pool and spa hot tub acces-
sories, steps, filters, lifts, chemicals, vacs, fragrances, 
ducks, LED pool and spa lighting brands.

Essex Brownell, Ft. Wayne, IN
www.essexbrownell.com

Essex Brownell is an international distributor of 
motors, renewal parts, pump seals and more.

Fujiwa Tile, Dallas, TX
www.fujiwatiles.com

Fujiwa Tile provides top quality porcelain tiles. Brands 
carried by the firm include: Eros, Glasstel, Joya, Kasuri, 
Kawa, Legacy, Licata, Lunar, Peb, Pilos, Planet, Rivera, 
Saga, Star, Stoneledge, Titan, VIP, Veniz and Yomba.

Hachik Distributors, Inc., Aston, PA
www.hachik.com

Hachik Distributors is a full-line brick and mortar 
distributor. It offers: comprehensive services and pro-
grams designed to maximize your budget and help you 
compete against the internet with 100 percent internet 
protected brands and products. The company’s brands 
include: AquaGuard, SunGuard, SplashPro.
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WANTED
Subs and in house 
techs needed.

Part time Sales Rep 
with experience

Vinyl Pool Renovator

We are located in Carmel, NY
For more info please go to: www.thelinerspecialistsny.com

Ph.: 845-225-4125 • Email: poolliners01@gmail.com
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Frank Wall Enterprises
415 Wilkins Wise Road
Columbus, MS 39705
Phone: (662) 327-0921
Fax: (662) 327-0177
E-mail: frank@frankwall.com
Web: www.frankwall.com

INNOVATIVE PRODUCTS for the 
CONSTRUCTION INDUSTRY.
More than 30 years in the swimming pool 
construction industry
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FOR MORE INFORMATION, PLEASE CONTACT US

800-488-9146  •  orders@frankwall.com  •  wwwfrankwall.com

A revolutionary 

product line for 

fixing broken or 

corroded screw tabs 

and slots on vinyl 

liner sealing rings for 

underwater lights!
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Custom Pool Tile

Modular Bar Stool Tops

(602) 237-6401
www.meridiantile.com

Meridian Tile

MADE IN THE U.S.A.
DIRECT TO BUILDERS !

* Available in Glass and Porcelain

990514_Meridian.indd   1 12/10/19   2:08 AM

Cleans an entire 
filter in as little as 

5 minutes!

 Fully cleans like new
 Saves water & energy

 Saves time

™

#1 POOL & SPA FILTER 
CLEANING TOOL

POOL

www.aquacomb.com
Phone: 941-922-7786

Fax: 941-922-2439

SPA

• 100% RECYCLABLE
 • 

10
0%

 RECYCLABLE
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©2019 Waterway PlasticsEDGE1219

Come and visit Waterway at these shows:

 Booth 309 Mid America   -   Indianapolis, Indiana   -   January 13-16, 2020
 Booth 425 Southwest   -   Houston, Texas   -   January 22-25, 2020
 Booth 1719 Atlantic City   -   Atlantic City, New Jersey   -   January 28-30, 2020

What’s in your fittings?

Our fittings are NSF listed’  
made from NSF approved plastic  

& manufactured in the USA.
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Brass Components Heavy Duty Springs Triple Stitching 

This all adds up to the finest cover available. Simply put, 
our line of Safety Covers are in a class by themselves. 
Ask your pool dealer about the Coverlon Difference. 

Box and X-Stitch Double Webbing 

� COVERLON 
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http://www.theedge-digital.com/nspq/0120_q1_2020/TrackLink.action?pageName=56&exitLink=http%3A%2F%2Fwww.coverlon.com
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