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“It’s not so much how busy you are but why you are busy.
The bee is praised; the mosquito is swatted.”

(Catherine O’Hara)

Aluminum Sidewall Improvements

Continuous product line improvement is one of the
hallmarks of Continental quality. It is what we have
undertaken for more than 50 years.

We offer a number of aluminum diffusers for sidewall
and ceiling applications. Recently, a portion of the
product line underwent some re-engineering for both
aesthetic and functional purposes.

Improvements consist of a new rivet-free face and new

1" damper blades.

Models Affected

The following models have been improved:

Series A22—Lanced face; 2-way deflection; multi-
shutter damper

Series A23—Lanced face; 3—way deflection; multi-
shutter damper

Series A24—Lanced face; 4-way deflection; multi-
shutter damper

Series AC1H—Curved Blade; 1-way deflection;
multi-shutter damper

Series AC2H—Curved Blade; 2—way deflection;
multi-shutter damper

Series AC3—Curved Blade; 3—way deflection; multi-
shutter damper

Series AC4—Curved Blade; 4-way deflection; multi-
shutter damper

Series AC44—Curved Blade; 4-way deflection;

multi-shutter damper
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Improvements

Previous models riveted the damper box to the diffuser
face. Spot welding now creates a cleaner look.

Previous models used 2" damper blades. New 1” blades
extend less obtrusively into shallow duct applications.
Installed depth of previous models, with blades extended,
was 2.25 inches. The new installed depth is only 1.625

inches.

Brochure Redesign

We have updated our popular corporate capabilities
brochure (8 pages) to reflect the design of other
marketing materials recently introduced.

The document
provides insight into
our company and
product line. You
can get a digital
version now on our
web site. (Solutions,
Downloads, Catalogs
& Brochures).

Printed copies are
also available through
your Continental sales
representative (Part #

SB-001).




Windows of Opportunity

Continental sales managers gathered recently for our
annual Sales Conference. Under a theme of “Windows
of Opportunity” these sales professionals had a platform

to both learn and share their experiences.

Wi@ws of Opportunity
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Sales Conference 2007

For three and a half days, sales managers reported on
their own territories and were fed a steady stream of
company and product information along with a full day
of formal sales training.

Continental sales professionals pause for a
photo op during the recent sales conference

“We selected this theme (Windows of Opportunity),”
explains Ben Dorsey, Vice President of Marketing, “to
illustrate the potential of current market conditions. We
are seeing trends and market demands that require more
out of our practices and people. We are determined to
maintain our manufacturing excellence while climbing
through these windows of opportunity.”

In midweek, the sales managers gathered with other
company employees for an Awards Dinner. At the
event, special awards were presented to

O Bernie Blanda, Regional Sales Manager
O Ray Posey, Regional Sales Manager
O Doug Gaugler, Director of Sales and Customer

Service.

The conference concluded only when minds (and
stomachs) were filled!

Bernie Blanda (right)
receives the “Road Warrior”
award from Mitch Baker

Ray Posey (center)
receives the
prestigious “Sales
Professional of the
Year” award

Doug Gaugler (right)

receives the special

“Foundation Award”
from Ben Dorsey

“As we planned this year’s conference,” says Mitch
Baker, Vice President of Sales, “we set six objectives that
we wanted to achieve. Five of them were completely
achieved during the conference week. And, while time
will be the judge on the sixth objective, I'm confident
we’re well on our way.”



Featured Product—RVML
In a word, our RVML diffusers can be described as

“versatile.”

The construction of the RVML makes it suitable for
both light commercial or high-end residential use. It is
also suited to sidewall or ceiling installation.

This steel diffuser features a multi-shutter damper and
adjustable, roll-form face blades in vertical orientation.
The adjustable nature of the blades ensures suitable

air diffusion for all mounted locations and user
requirements.

Recently, and in response to customer feedback, we
undertook some re-engineering of the RVML—
changing the spacing of the front blades from 1/2” to
3/4" to permit easier adjustment.

While designed for single deflection, the adjustable
blades can be configured for 2—way or even 3—way throw
patterns.

Commonly stocked sizes include 10X4, 10X6, 12X4,
12X6, 14X4, 14X6, 14X8 but the RVML is available in

dozens of other sizes.

A companion product, the RHML, offers a similar
design with the exception of horizontally mounted front

blades.

Features, Advantages, and Benefits

O Steel construction; white finish
O Multi-shutter damper

O Roll-form, vertical front blades
O Adjustable deflection

O For ceiling or sidewall mounting

O Suitable for commercial or high-end residential use

When Worlds Collide

The title above has reference to an old sci-fi movie
about—you guessed it—disaster heading toward earth
in the form of another celestial body. In the old movie,
humankind simply created a means of getting off planet
Earth and relocating to another home. Newer movies
that follow the story line of colliding worlds, have the
heroes destroying the approaching body just in the nick
of time.

In business, neither of these approaches is really an
option. Our worlds collide in the form of acquisitions,
growth, market downturns, market imperatives,
regulations, new employees, new management, new

customers—in other words, CHANGE.

Worlds are certainly colliding within our HVACR arena.
Consolidation has affected manufacturers, distributors,
contractors and commercial clients we serve. That
brings an influx of new procedures, new people, new
challenges. And market initiatives are requiring even the
old dogs among us to learn new tricks.

But we can’t relocate when faced by these changes. Even
changing jobs is not an option. You would, after all, have
to change every week and it is the “changing” that you're
trying to avoid. And we certainly can't try to destroy

the approaching world; that power only exists in science
fiction.

What we must do is DEAL with the change. Modern
parlance refers to this as “managing change.”

Here’s the short course on managing change:

O Anticipate how you and others will be affected by the
change.

O Armed with this information, decide a course of
action.

(continues on page 6)



Custom Booth Sees First
Use at Comfortech

A few thousand contractors,
distributors, and other industry
professionals gathered in St. Louis
recently for the 11th annual HVAC
Comfortech show. And we were there
sporting a new, custom display.

The primary driver of the booth
design was creating an appropriate
space for as much product as is
reasonable to display. This goal
necessitated the use of innovative

design elements.
HVAC

For example, floor and baseboard COMFPH&?
2

products are placed in a stairstep-style

unit while T-bar units dress up the

faux ceiling. The most innovative elements of the booth,
however, are two sets of swing-out door panels sporting HARDI Fall Conference

idewall/ceili illes and diffusers.
ridewatiiceling grities and CHusen Following quickly on the heels of the Comfortech

show, HARDI convened its annual Fall Conference

in Orlando. Of course, as a Sustaining Member of

A faux ceiling displays HARDI, Continental was also in attendance.
mounted T-bar units

Swinging panels maximize
space while permitting

access to both sides of The conference format has proven effective in both
mounted sidewall/ceiling disseminating relevant information and in creating
product networking opportunities.
Committee and council meetings complement the
From an aesthetic perspective, curvature components of educational tracks
the booth were designed to reinforce the corporate logo designed to keep
and “soften” the look created by all the hardware. distributors and

supplier members

informed. In the

meantime, luncheons,

receptions, and the conference booth program provided
ample time to initiate or cement industry relationships.

We were glad to see some of you in attendance and
thanks to those of you who stopped by our table at the
booth program.

The 2008 Fall Conference has been slated
Mitch Baker (right) and Dave  for Phoenix with other events occurring

Fitts (2nd from right) handle throughout the year.
contractor inquiries at the

HVAC Comfortech show
T



http://www.hvaccomfortech.com

GRDs—A Terminology Tutorial
by Ben H. Dorsey lli

It seems as every industry matures the terminology
used by industry professionals becomes more
specialized. However, within our industry, we speak

of air distribution products with a fair amount of non-
specificity. Since we've been making these devices for
more than a century, perhaps it’s time to finally come to
a consensus.

Perform a simple Google search for these terms

and you'll discover the most overly simple to overly
complex to downright incorrect definitions. And that’s
after sorting through pages and pages of inapplicable
definitions.

So often from the public we hear the term, “vent,” simply
because it’s an easy, generic word to use. Even within
our industry, it’s not unusual to hear the term, “hole
cover. “ Now that’s just plain lazy!

On one contractor web site, I found this definition
for grille: “Same as Air Diffuser. May also be called a
register.” Really?

And even when we want to be a little more accurate,
we’ll use the general abbreviation of GRD, for grilles,
registers, & diffusers.

Well, let’s tackle the terms in that order:

So we've taken our grille, added a damper and use the
resulting product only for supply air. That’s a little more
specific use. But the term “register” is still somewhat
generic and is generally appropriate only in the
residential market.

Diffuser

With enhanced capability a register becomes known as a
diffuser. Our definition is amended as follows:

Diffuser—An air flow device designed to discharge air in a
spreading pattern, specific path, or particular direction.

So, once again, we're talking about supply air and control
of it. We've added specially designed louvers, vanes

or stamped devices that can place air in thin layers, in
circular patterns, or spreading jets—in essence a register
on steroids. But what happened to the damper? Well,
it’s there . . . most of the time. (Think of it as 1 before e
except after ¢ or when sounding like weigh.)

The terms register and diffuser are often interchanged,
even by product manufacturers. That is simply the
result of generations of common usage. After all, a floor
register has been called that for decades despite the

fact that most really are diffusers. In the commercial
realm, things are easier. Here, grilles and diffusers

reign supreme and register is something you do before
attending an event.

Grille

This simplest device in terms of inherent complexity
is, in application, more complex than the other two.
A grille is simple in that it does not have an attached
damper and, in most cases, has no moving parts.
However, a grille can be used for both supply air

and return air. The same is not true for a register or

diffuser.

So here’s our definition: Grille—A covering for an
opening through which air passes.

(Can you say ‘hole cover?”’) But wait, wouldn’t that
definition also be applicable to register and diffuser?
Maybe our contractor friend mentioned above was
right after all?

I like to think of it in the simple geometric language

I you would have used proper terminology,
instead of hole cover, this would not have
been a problem!

we learned in school. You remember: A square is a
rectangle but a rectangle is not necessarily a square. By
the same token a register is a grille but a grille is not
necessarily a register.

Register

Let’s get right to the definition: Register—A damper-
equipped grille which supplies conditioned air.

Our problem with trying to define these terms is two-
fold: First, the lines really are blurry between them. And
second, all these words have commonly used alternate
meanings. (Just try setting up a Google Alert for news
and information about grilles, registers, and diffusers and
you'll see what I mean. That one cost me a make-up

lunch with my IT director.)
(continues on page 6)




(GRD Terminology, continued from page 5)

So, I think we need a new term—a single word or short
phrase that can be used instead of grille, register, or
diffuser. I know what you're thinking. We have such

a term in ‘hole cover.” But I think you’ll agree that it
lacks the panache befitting an evolved and professional
industry.

No, we need a new word—dare I say it—a made-up
word. It should be catchy enough to unite manufactur-
ers, distributors, contractors, homeowners and facility
professionals. It should speak to air distribution devices
and encompass the function of all three devices discussed
here. Further, it should be short and applicable to singu-
lar and plural usage.

After careful and thorough consideration (basically,
between the time I decided to do this in the paragraph
above and right now), I am prepared to advocate the use
of the term, “iVent.”

It’s got it all—the everyman appeal and that cute little
“1” that’s become so trendy. So let’s set aside a century
of grilles, registers, and diftusers, and usher in a new
century of iVent. I can already see the campaign theme:
“It’s not just a vent; it’s an iVent.”

I hope I can count on your cooperation. ©

(When Worlds Collide, continued from page 3)

Despite what they say, very few people actually enjoy
change. Most dislike it to some extent; many will fight it
at all costs. How do you react? How will this particular
change affect you? Consider those around you. How
will this change affect them? How will they react?

Most grand plans for change fail because we either did
not anticipate participant reaction or did not plan on
dealing with their reaction.

Understanding others and meeting their needs is a great
key for managing change (as well as a general formula
for business success).

Closing Line
“I don’t suffer from stress; I'm just a carrier.”
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Healthy Air Quality
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