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Viewpoint 

Coolers, vending and bottles –  
more choices for sustainability 
 
People are increasingly focused on health and sustainability when thinking about 
water. Our industry has been growing to address just such a need. Increased customer 
access, concerns over drinking water quality and a boom in home improvements have 
all boosted consumer desire. There are many options to secure safe, clean water and 
do so both responsibly and sustainably. It all depends on the source water, the process 
and the equipment delivering the best product, as well as the professionals who make 
that product available. 
 
Outside of residential and commercial treatment systems, bottled water is a way for 
customers to get the fresh and clean water they want. It is not only the most-sold packaged 
beverage, but it is gaining market share from consumers switching to water from soft 
drinks and juices.  It's up to professionals and companies in the bottled water industry 
to not only deliver a great product, but to correct misconceptions along the way. 
There's little difference on that score between water industries. 
 
Water coolers and water vendors also address concerns of sustainability by providing 
systems without bottles, containers that can be reused before recycling and monitoring 
technology. Outdoor refilling stations provided by most water vendors  allow customers 
the ability to refill at their leisure, for a minimal cost, ensuring a ready source of high-
quality water. While many homes may opt for the water cooler solution, this is generally 
a consideration for offices as a hydration option for employees and an added benefit 
to customers. 
 
In this issue, we profile a water vending dealer and get a comprehensive update from the 
International Bottled Water Association. Having taken part in WQA's annual convention 
this year, we have a few details and images to share in a recap of what we saw and heard. 
Rounding out this month's coverage is an insightful article from Don Cleveland on what 
liability insurance is and why it's an imperative for anyone dealing in water. As one of 
the most highly regulated commodities in the country, even a simple system failure 
can cost a business dearly if they are not covered. 
 
As always, if you have story ideas, author referrals or dealer referrals, please let us know 
We're here to serve you and can do a much better job with your input. We hope to see 
you at one of the upcoming regional events also.  We look forward to the opportunity 
to talk to you and find out what's important to your business and customers.  
 

 
 
Deborah Stadtler 
Publisher 
 

LOOK FOR US OR THE MAGAZINE AT THESE EVENTS: 
 
•     September 14-16 2021 WQA Mid-Year Leadership Conference . . . . . . . . . . . . . Oak Brook, IL, USA 
      https://wqa.org/events 
 
•     September 22-24 EWQA 2021 Conference & Trade Show  . . . . . . . . . . . . . . Wilkes-Barre, PA, USA   
      https://ewqa.org/2021-conference-trade-show/ 
 
•     October 12-15 PWQA 64th Annual Convention and Trade Show  . . . . . . . . . . . Burbank, CA, USA 
      https://pwqa.com/event-calendar/#!event/2021/10/12/2021-convention-and-trade-show
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Global Spotlight 

North America 
 

Water reuse highlighted in 
infrastructure bill 
The US Senate has passed bipartisan 
infrastructure legislation, the Infrastructure 
and Jobs Act, which will invest $1 billion 
(USD) over five years in water recycling 
programs for the Western United States. 
This is an historic investment in water recy-
cling, which until now has received roughly 
$65 million per year through the Bureau of 
Reclamation. The WateReuse Association 
worked closely with congressional cham-
pions to secure this funding. The legislation 
also contains a second association priority, 
the creation of a federal Interagency Work-
ing Group on Water Reuse, which will break 
down silos, leverage resources throughout 
the federal family and facilitate stakeholder 
engagement on water recycling. 
 

Aqua-Rex distributor named 
Aqua-Rex announced it is partnering with 
BBN Sales, Inc. to represent its product in 
Ohio. BBN Sales represents a full spectrum 
of high-quality brands in the plumbing 
space. Adding Aqua-Rex to their line will 
provide a value-add complement to their 
existing products in a state where hard 
water can wreak havoc on even the most 
robust plumbing and water heating pro-
ducts. BBN Sales current line card is diverse 
and matches well with Aqua-Rex which 
has units sized to be suitable for single 
residence homes, multifamily and all types 
of commercial, hospitality, health and 
correctional facilities. 
 

E+H sustainability  
sponsorship announced 
Endress+Hauser announced it is now a 
sponsor of the Green Hydrogen Coalition 
(GHC). The manufacturer has donated to 
the non-profit and is committed to sup-
porting the GHC’s vision to deploy green 
hydrogen at scale to accelerate multi-
sectoral decarbonization. The GHC is the 
only 501c3 educational nonprofit dedicated 
to advancing green hydrogen adoption 
at scale. Green hydrogen can be produced 

using renewable energy sources, through 
means such as electrolysis. Hydrogen fuel 
has been referred to as the 'Swiss Army 
Knife' for hard-to-decarbonize industrial 
sectors such as agriculture, steel man-
ufacturing, cement production and even 
aviation. The only byproduct is water, 
oxygen and heat.  
 

Master Water acquired by 
A.O. Smith 
A. O. Smith Corporation announced it 
acquired Master Water Conditioning Cor-
poration, a water treatment company, in an 
all-cash transaction. Terms of the trans-
action were not disclosed. Master Water 
joins other A. O. Smith acquisitions, Aqua-
sana (2016), Hague Quality Water (2017) and 
Water-Right Group (2019) in the company’s 
growing North America water treatment 
business. The second-generation, family-
owned Master Water Conditioning is based 
in Pottstown, PA, and offers residential, 
commercial and light industrial products 
and systems to address a wide range of 
water issues. The company's products 
include POE water softeners, filters and 
ultrafiltration systems, which are sold under 
the names Alliance, Clarifier, MasterFusion, 
Satin Series, PuroPro, UltraPro and Clear 
Reflections, among others. The company 
was founded in 1967.  
 

Well legislation applauded 
The National Ground Water Association 
(NGWA) applauded the introduction of the 
Test Your Well Water Act in the US House 
of Representatives in July by Congressman 
Dan Kildee (MI-D) and Congressman Mike 
Gallagher (WI-R). The legislation instructs 
US EPA to create an online tool that provides 
private well owners with resources to test 
their drinking water and then better under-
stand the results. This tool would promote 
transparency and streamline agency re-
sources to help people potentially exposed 
to toxic PFAS and other contaminants. 
While the Test Your Well Water Act failed 
to receive consideration in the Senate 
when originally introduced in 2019, the 
current bill’s language has already been 
incorporated in the INVEST Act and is 
expected to have a greater chance of 
passage this congressional session.  
 

Adsorbents market growth 
reported 
According to a new research study, Drinking 
Water Adsorbents Market to 2027 – Global 
Analysis and Forecast – by Product and 

Geography, the drinking water adsorbents 
market size is projected to reach $698.17 
million (USD) by 2027 from $529.21 million 
in 2020; it is expected to grow at a CAGR of 
4.0 percent during 2020–2027. Adsorbents 
are extensively used to remove impurities 
from drinking water, thereby enhancing 
the overall water quality. Stringent regu-
lations pertaining to the quality of water, 
backed by various initiatives by govern-
ments to encourage investments in water 
treatment industries, are triggering the 
demand for drinking water adsorbents.  
 
Latin America 
 

WQA provides its Code of 
Ethics in Spanish  
WQA’s Code of Ethics, which sets standards 
of conduct for water treatment industry 
members in their dealings with each other, 
their customers, members of related 
industries, government officials and reg-
ulators and the public at large, has been 
translated into Spanish for the first time. 
The document, prepared at WQA members’ 
requests, is available online for convenient 
industry and consumer reference. All WQA 
members pledge to abide by the Code of 
Ethics. If an investigation finds a member 
company has violated the Code and created 
consumer harm or confusion, the company 
can be subject to cease-and-desist direc-
tives or even termination of their WQA 
membership.  
 
Asia 
 

Veolia expansion  
announced 
Veolia Water Technologies, a leading so-
lutions provider for water and wastewater 
treatment, has in the last six months 
signed new strategic agreements with 
multiple partners to deliver water solutions 
in countries across Asia Pacific. A total 
of 24 new partners have entered into 
agreements with Veolia Water Technologies 
in Asia Pacific to market, sell and deliver 
specific Veolia products, enabling the 
company to strengthen its local customer 
support and product offering in the region. 
These new contracts cover numerous 
territories including China, Indonesia, 
Malaysia, Thailand, Vietnam as well as 
Bangladesh, Sri Lanka and New Zealand. 

 

Be sure to follow us on LinkedIn 
and Twitter for announcements, 
photos and breaking news.   

MOVING? 
     

Send us your new mailing address 
so that your subscription is not  
interrupted by your relocation.  

 
Contact the Circulation Department 

info@wcponline.com
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nitty-gritty over the next few articles, let’s first discuss the over-
all marketing funnel and the three specific categories. 
 

What is a marketing funnel?  
Simply stated, a marketing funnel is a very real and tangible 
path your future customers will take on their way to making a 
decision to trust you with their family’s water. Imagine a woman 
driving down the road and she hears a radio ad for soft water. 
She’s experienced some of the same issues described in the ad 
so when she gets home she does an internet search for hard 
water and then water softeners. Both times, your Google Ad 
appears and she clicks through to your website. She also explores 
some of your competitors’ sites. 
 
After speaking with her husband and asking around to a few of 
her neighbors, she decides to contact you as well as two other 
companies she feels are reputable, based on Google reviews and 
her friends’ recommendations. You contact her back immediately 
and she sets an appointment with your and one other company 
who also got back with her very quickly. Once you’ve tested her 
water and answered all her questions, she and her husband 
decide to purchase from you. They also sign up for your monthly 
maintenance program which provides them more value and 
also provides you with recurring revenue. In essence, this is the 
outline to your marketing and sales funnel. 
 
Once you understand the different parts 
and how to measure, test and improve 
them, you’ll be able to identify: 
 
• Which marketing channels work to 

drive the most contacts, leads, ap-
pointments and sales 

• What your ratios are at each step in 
the funnel 

• How to identify where the leaks are 
so you can address and fix them 

• How to hold your marketing profes-
sionals accountable for results 

• How to track your initial investment 
in a marketing channel all the way to 
the sale 

• What tools you can use to better un-
derstand what your target audience 
wants at each step 

• What is ultimately driving consumers 
through your marketing funnel and 
how to make it more effective 

 
Next month’s article will discuss how to 
measure, test, and improve the f irst 
section of your marketing funnel: traffic. 
In the meantime, your implementation 
homework is to outline the main steps in 
your marketing funnel from inquiry through 
follow-up service and notate if you are 
tracking (and optimizing) each step. As 
Jeffrey Pfeffer, a professor of organiza-
tional behavior at Stanford University, 
wisely stated, “Successful organizations 

understand the importance of implementation, not just strategy, 
and, moreover, recognize the crucial role of their people in this 
process.” 
 
 
About the author 
 
 Amanda Crangle and the team at 

Lamplight Digital Media help residential 
and commercial water treatment com-
panies profitably grow their dealerships 
using digital marketing. They have worked 
with over 100 water treatment dealerships 
spanning North America, managed millions of dollars in ad 
spend and performed over 1,000 scientific website split tests. 
Crangle intimately knows the water industry, having worked in 
a dealership as a sales rep and as a general manager. She and 
her team are passionate about expanding consumer awareness 
of water quality issues and providing education on final barrier 
solutions.  

 

On a warm summer day in 2009, I was enroute to a sales call 
about 60 miles from the dealership I worked for in Farmington, 
New Mexico. A lead had called the office, hot-to-trot, saying they 
had a significant amount of nitrates in their well water. When 
the lead was passed to me from the office staff, I pulled up our 
database and looked for any neighbors who had our equipment 
installed in the past few years, hoping to find similar issues as 
well as what we installed to fix the problem. 
 
Interestingly enough, we did have a few customers, however, 
none had nitrate issues. One customer had hard water issues, 
another methane and yet another had mildly hard water with 
iron. Unsure of what I’d find when I arrived, I came prepared 
with materials to help educate them regardless of their water 
analysis results. Sure enough, they’d already had their water 
tested by a local lab. The nitrates were high enough we had to 
customize a solution to bring the water to a consumable level. 
 
In our area of the Four Corners, varying well water tests are common. 
Some folks have wells 60 feet deep containing 10-100+ gpg of 
hardness. Others have gallery wells or use surface water, which 
needs to be treated for other types of contaminants like bacteria. 
Being a hotbed for natural gas, we’d frequently run into methane 
or hydrogen sulfide issues as well. In contrast, our local municipal 
water is hard but has very few contamination issues. This experience 
as a sales representative set me up to be a better marketer once 
I transitioned into online marketing full-time. What I learned was, 
not only can each town or ZIP code have varying water quality, 
it’s possible that neighbors can experience vastly different water 
issues as well. 
 
So can a water treatment dealership effectively communicate with 
these wildly different markets? Is it possible to be everything to 
everyone when it comes to digital marketing for water treatment? 
Can you actually use tools like Google trends or their Keyword 
Planner to accurately build campaigns or budgets for your local 
area? 
 
The simple answer is yes, as long as you’re following a simple, 
three-step process which, over time, customizes your messaging 
to meet your specific audience. This process is to measure, test 
and improve. It’s the very same process that water treatment 
dealers use in the home when performing a water test, except 
done through digital marketing. When done well, this process 
allows us to be better equipped than ever to customize our 

marketing messages to meet people right where they are and 
show them highly relevant and valuable information when they 
need it most.  
 
In other home service industries (like HVAC, plumbing, electrical, 
home appliance sales, maintenance and repairs), the products 
and applications are very similar, allowing these companies to more 
effectively rely on mass-market tools to create their marketing 
strategy. While they still would benefit from a measure, test and 
improve approach, they likely can copy what’s been done before 
and be reasonably successful. 
 
In the water treatment industry, however, it is much more difficult 
to simultaneously help the consumer understand that a water 
treatment system is not your average appliance, while also 
being highly aware not to use industry jargon and complex 
water chemistry descriptions. Add in the layer of complexity 
that water quality varies widely from ZIP code to ZIP code and you 
absolutely must follow these steps to see long-term success. 
 
The goal of most websites in our industry is to generate cost-
effective, consistent leads. We can do this through an effective 
strategy of measuring, testing and improving each step in your 
marketing and sales funnel. When this is done right, you will 
begin to learn how to speak to your market as a whole and to 
individuals’ water treatment needs, which will successfully allow 
you to scale your marketing and your business. 
 
The three primary segments of your marketing funnel are traffic, 
conversion and economics. Perry Marshall, a digital marketing 
expert and the author of 80/20 Sales and Marketing, was the first 
to break the marketing funnel down into these three categories. 
Traffic is used to describe the flow of people to any online or 
physical property you own through your business. Conversion is 
what takes place when someone takes a desired action at your 
physical or online property. On your website, this is typically a form 
submission or a phone call. Economics is the final transaction(s) 
that takes place once that person has chosen to do business 
with you. 
 
Over the course of the next few months, we’ll break down the 
steps of measuring, testing, and improving each category in 
your funnel to learn how to communicate more effectively with 
a variety of people so you further customize your marketing 
and, in turn, generate more online leads. Before diving into the 

Measure, Test and Improve— 
A simple three-step process to get  
more high quality, cost-effective leads
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Modern Marketing By Amanda Crangle

 

 
Visit www.wcponline.com and  
www.agualatinoamerica.com  

 

 



Successful businesses are built broadly on the three Ps: people, 
products and process. While we as business owners and managers 
spend much of our time focusing on our own people, another 
group of people is frequently overlooked…the valuable people 
who invest in our products.  
 
There is a significant uptick in demand for water quality improve-
ment equipment recently and it doesn’t appear to be slowing 
down anytime soon. Opportunities abound for us to serve new 
clients as well as continuing to serve those who already trust us 
with their water. Regardless of how long you’ve been in the water 
quality improvement industry, your level of formal education, or 
your job responsibility, you should continuously work to understand 
the needs, wants and hopes of our current and prospective clients.  
 
The Water Quality Association (WQA) commissions a number of 
key consumer research studies at strategic intervals. These studies 
are conducted using appropriate demographics to deliver a high 
degree of statistical correlation to the real-world lived experience 
across regions. The data generated from this research aids us 
in better understanding our clients (current and prospective) and 
American water users in general. Good dealers are motivated to 
serve their clients with affordable water quality improvement 
solutions that address their concerns, so this study is really impor-
tant. I am glad that we have access to this very relevant information. 
 
At the WQA’s 2021 Conference and Trade Show, I had the oppor-
tunity to present analysis and commentary on the most recent 
study beside my erudite friends Mike Mitchell (Helen of Troy) 
and Toby Thomas (Kinetico). The 2021 data is enlightening and 
worth sharing with a broader audience. Here are the key points 
that we discussed:  
 
Perceived safety of drinking water. Just over half of Americans 
believe that their water is safe, with the rest of them being unsure 
or not confident in the actual safety of their water. 
 
Satisfaction with quality of household water. While they mostly 
believe their water is safe, less than a third of consumers are satisfied 
with the perceived quality of their water. As dealers in the United 
States, we are fortunate to deal with some of the safest water 
in the world that meets minimum standards most of the time. 
Even though this water is safe, most Americans don’t particularly 
like how it tastes or smells. This is hardly the fault of the utility; 
none of us want to pay more taxes than necessary and water 

treatment plant operators do a remarkable job with the limited 
funds that they’re budgeted. Coupled with an aging national in-
frastructure, climate change complications and an ongoing 
pandemic, it is quite remarkable that our delivered municipal 
water is as good as it actually is. It is also not logical or fair to expect 
the utility to go to the expense of delivering delicious water, 
since so little (typically less than one percent) of the municipal 
water is actually used for human consumption. 
 
Compared to tap water, bottled water is…Many Americans turn 
to bottled water (almost 90 percent perceive it as generally 
better than tap water) primarily because of taste and convenience. 
Many users second-guess their bottled water choice because 
they are worried that it is from the same source as the tap water 
in their own homes - a good reminder to us that thoughtful, 
careful educational outreach is very important to help overcome 
some of the well-intentioned misinformation out there. 
 
Awareness of substances/contaminants that could be in water. 
Americans have been inundated with information about poten-
tial waterborne contaminants through news and social media 
consumption. It is interesting to see what their declared concerns 
are, as compared to the reason(s) why they end up actually buying 
a system: 60 percent of survey respondents were interested in 
addressing lead and 50 percent were interested in addressing 
arsenic. Yet most people still buy a system because of taste and 
aesthetics! There is a lot of information out there, but it’s not all 
GOOD information; another reminder to dealers to be help educate 
their prospects and clients responsibly and ethically. 
 
Responsibility of ensuring safe drinking water. The COVID-19 
pandemic and ongoing societal disruptions has emphasized the 
underlying desire from many consumers to take direct personal 
control of their own water quality and not just rely on the average 
or minimum standard. American consumers are becoming increas-
ingly aware that even though the water they receive is generally 
safe, they are responsible for taking that good city water and 
making it great.  
 
Willingness to have water treatment in their home under varying 
conditions. While the survey indicates that there are concerns about 
selection and maintenance (and even with 60+ percent of prospects 
preferring the city or water utility supplier to chose and maintain 
the system), we are now seeing more inquiries than ever before from 
people who want to improve their water safety, quality and aesthetics. 
 

 
 
Know Your Customer 
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16   |  Water Conditioning & Purification                                                                                                                                              SEPTEMBER 2021

Dealer Dynamics By Greg Reyneke, MWS

Installation of water softeners. While they’re looking to address 
specific things in their water, or to produce a specific outcome, 
survey respondents are very interested in the qualifications for who 
they’re going to be dealing with. Seventy-four percent purchase 
locally from home improvement stores, water treatment dealers, 
or plumbers, while only 10 percent purchase online. Sixty percent 
of respondents had their system installed by a local professional 
(dealer, store rep, plumber), reminding us that they seek the 
peace of mind that comes from trusting local professionals who 
have the knowledge, training, licensing and customer-support 
skills to ensure that it works properly and they get the desired 
outcome. One in four American households now has a water 
softener - the most penetration ever and nearly three-quarters 
of those purchasing a water softener do it within the first year 
of moving into their home! 
 
Complex basis for selection of a service provider. Our prospective 
clients are looking for ways to improve the aesthetics, quality 
and sometimes even the safety of their water. They want to work 
with a company that can truly meet their needs. They’re not just 
buying from the person who yells the loudest, has the biggest 
billboard, or knocks on the most doors. Being more-informed than 
ever before and having access to a virtually unlimited amount of 
technical and marketing information, they empowered to research 
the companies they will be working with (I frequently have sales 
reps tell me that prospects were Googling them while they were 
in the middle of a sales visit and even commenting on the deal-
erships website or reviews from other clients.)  
 
Your image and behavior are public information, protect them 
by always doing the right thing, even when you think nobody is 
watching you. Now more than ever before, professional certifi-
cation, a simple clean web-presence and honest reviews carry a 
lot of weight in the prospect’s mind as they struggle to make their 
decision on the investment that they will soon be making on 
improving their quality of life through better water. I was par-
ticularly pleased to see that 42 percent of respondents place a 
high degree of importance in WQA certified personnel. This is 
truly the best way to ensure that a contractor (whether dealer 
or plumber) can do it right the first time and keep the system 
operating in top-top condition. 
 
Degree of importance of salesperson attributes. As important 
as your company’s reputation is, the caliber of representative 
sent to the home, whether salesperson, water specialist or tech-
nician/plumber, is even more important. Smart dealers would be 
wise to focus on ensuring that their employees are WQA-certified 
and staying current on the latest industry education. Consumers 
are placing more credibility in WQA Certification than ever before 
– they view you and your team as a trusted local resource, you 
need to reinforce their opinion and be prepared with the very 
best information and industry best-practices to best serve them. 
 
Beyond certification, we need to ensure that our corporate culture 
is one of transparency and care. Your team should be well-practiced 
in connecting with clients and prospects professionally with 
genuine empathy - we have to truly care about improving the 
lives of our clients through better water quality, not just about 
cashing that commission-check! 
 

Conclusion 
The WQA is a great resource for new and established busi-
nesses, providing the education, equipment certification and 
personnel certification to help you succeed. It is a great time to 
be in the water industry! 
 
 
About the author 
 
 Greg Reyneke has almost three decades 

of ongoing experience in the management 
and growth of water treatment dealer-
ships. His expertise spans the full gamut 
of residential, commercial and industrial 
water quality management applications. 
A recipient of the Ray Cross and Regents Awards, Reyneke has 
been active in the WQA since 2004 and has served on numerous 
committees and task forces. He is past-President of the Pacific 
Water Quality Association and serves on the WQA Board of 
Directors and Board of Governors. Reyneke writes prolifically 
and travels worldwide, helping to improve human life through 
better water quality. You can follow him on his blog at 
www.gregknowswater.com.   
 



Industry mourns  
Terry Heckman 
The Pacific Water Association has 
been saddened by the sudden death 
of Terry Heckman on August 11. He was 
70 years old. Heckman spent most 
of his life in the water improvement 
industry, from Enting Water, through GE Water and Process 
Technologies to Pentair. Before retiring, he also consulted 
for several OEMs. Heckman always was engaged in the 
high-efficiency aspects of the water treatment industry, 
such as sensor-based water softeners to EDI salt-free 
technology to water-on-water ROs. He was the foremost 
trainer in whatever he was doing at the time. Along the 
way, Heckman found time for the politics of our industry, 
joining the PWQA Board of Directors, working through 
the chairs and becoming President for the 2006-2007 term, 
the year the association celebrated its 50th anniversary. 
Even though he was from AZ, he attended PWQA legislative 
events in Sacramento, CA, every year, helping to keep the 
message alive and representing the industry. Heckman 
is survived by his wife Judy as well as his children and 
grandchildren. Only a few short weeks ago at the WQA 
convention, his 30th, he was proud to attend and cap his 
retirement. Services will be held at Our Saviors Lutheran 
Church, 612 South Ellsworth Road, Mesa AZ, on September 
11 at 1 pm, September 11.  
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People 

H20 mourns  
Marchesini  
Antonio 'Tony' Marchesini, Founder of 
H2O International South Africa, was 
born March 9, 1959 and died August 8 
in South Africa. He was a very optimis-
tic and positive man, a good husband, 
a great father, a great son and a great family man; but 
most of all, he was a great person to be around. In 1996, after 
H20 International sponsored a sailboat race (Rothmans 
Race from Cape Town to Rio de Janeiro), H20 International 
South Africa was launched. In 2012 and following in the 
footsteps of H2O International USA and other WQA members, 
he started Wishing Well International Foundation South 
Africa. In 2018, Marchesini started conversations with CWC 
(Now BWT Africa) and after many years of hard work, 
H20 International South Africa was sold. Marchesini 
stayed with H2O|BWT for two years and announced his 
retirement in March 2021. He is survived by his wife, Rosa; 
children Renato, Giovanni and Fulvia; his mother, Lucrezia; 
brother Davide and sisters, Giovanna, Tiziana, Emilia. A 
Requiem Mass was held August 14. 
 

Nelsen mourns  
Yankovich  
Nelsen Corporation mourns the loss 
of Jimmy Yankovich, who passed 
away suddenly on March 17. He  was 
with Nelsen for 25 years and was one 
of the kindest people you’d ever 
meet. Yankovich was a dedicated member of the Nelsen 
team helping countless customers and fellow employees 
with his years of knowledge and servant’s heart. Although 
conflict does happen from time to time, where he was 
concerned, Nelsen management couldn’t recall a single 
customer complaint or a conflict between him and a fellow 
employee. He was a kind person…quick with a smile and 
friendly hello. His impact on Nelsen and each of those 
who had the privilege of working with him will remain 
for a long time…if not forever.  

recently as its Director of Events and Strategy. Silberhorn holds 
a Bachelor of Science in hospitality and tourism management 
from Roosevelt University. 
 

ResinTech veterans  
honored by WQA  
A pair of ResinTech veterans were 
honored with WQA Leadership Awards 
for their commitment to the water 
treatment industry at this year's WQA 
Convention & Expo in Las Vegas. Frank 
DeSilva is National Sales Manager for 
ResinTech Inc., where he has worked 
for more than 30 years. He holds a Master of Science in Environ-
mental Engineering from New Jersey Institute of Technology and 
has authored numerous articles on ion exchange and related 
topics. DeSilva serves on the Board of Directors of the Pacific 
Water Quality Association, is a Past President of that association, 
is a member of the AWWA Ion Exchange Standards Committee 
and serves on the Legislative and Regulatory Committee of the 
Association of Water Technologies. Larry Gottlieb has been President 
of ResinTech, Inc. since 2017. During his tenure, he launched 
several subsidiary businesses including Aries Filterworks and 
ACM Technologies. Gottlieb earned a degree in mechanical 
engineering from the University of Pittsburgh and began his 
career with Holtec International. He serves on the WQA Board of 
Directors and is a member of the US Department of Commerce’s 
Environmental Technology and Trade Advisory Committee 
(ETTAC).  

 

Visit www.wcponline.com and  
www.agualatinoamerica.com 

 

Silberorn added to WQA staff  
WQA has named award-winning meeting 
professional Angie Silberhorn, CMP, as its 
new Meeting Services Director. She will di-
rect the association’s annual convention, its 
Mid-Year Leadership Conference and other key customer and 
member events. Silberhorn comes to WQA after eight years 
with the Warehousing Education and Research Council, most 
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Upcoming Events 

September 2021 
 
7-9 Aquatech Mexico  

Mexico City, Mexico  
https://www.aquatechtrade.com/mexico/ 

 
12-15 AWWA Water Infrastructure Conference 

Phoenix, AZ, USA  
https://www.awwa.org/Events-Educa-
tion/Water-Infrastructure 

 
13-14 2021 Drowning Prevention Symposium 

San Diego, CA, USA  
https://watersafetyconference.com/con-
ferencefees/ 

 
14-16 2021 WQA Mid-Year Leadership Conference  

Lisle, IL, USA  
https://wqa.org/events 

 
14-15 Elementary Nonwovens Training Courses  

Cary, NC, USA  
https://www.inda.org/training/elemen-
tary-training.php 

 
21-23 5th Arab Water Forum 

Abu Dhabi, UAE   
https://arabwaterforum.org/ 

 
22-24 EWQA 2021 Conference & Trade Show 

Wilkes-Barre, PA, USA  
https://ewqa.org/2021-conference-trade-
show/ 

 
22–27 WorldSkills Shanghai 2021  

Shanghai, China  
https://worldskills.org/  

 
26-30 IAPMO 92nd Annual Education and  

Business Conference (Virtual) 
https://www.iapmo.org/ibu/events 

 
October 2021 
 
4-8 drinktec 2021 (POSTPONED TO 2022) 

Munich, Germany  
https://www.drinktec.com/index.html 

 
5-6 World Water-Tech North America Summit 

Virtual  
https://worldwatertechnorthamerica.com/ 
register/ 

 
6-7 Watersmart Innovation Conference  

& Exposition 
Las Vegas, NV, USA  
https://www.watersmartinnovations.com/ 

 
11-13 IDA Water Reuse and Recycling Conference  

Rome, Italy  
https://wrr.idadesal.org 

 

12-14 Fiber & Filament Extrusion Fundamentals  
Cary, NC, USA  
http://www.inda.org/training/advanced-
training.php#FFEF 

 
12-15 PWQA 64th Annual Convention and Trade 

Show 
Burbank, CA, USA  
https://pwqa.com/event-
calendar/#!event/2021/10/12/2021-conven-
tion-and-trade-show  

 
13-21 World Aquatic Health Conference  

Houston, TX, USA 
https://www.phta.org/education-and-events/ 
events/world-aquatic-health-conference/ 

 
14-16 CGA 2021 Education Conference and  

Tradeshow  
Stateline, NV, USA  
https://www.groundh2o.org/events 

 
15 Global Handwashing Day  

https://globalhandwashing.org/global-
handwashing-day/ 

 
19-21 Aqua Ukraine  

Kyiv, Ukraine  
https://www.iec-expo.com.ua/en/aquaen-
2021.html 

 
20-22 drink technology India  

Mumbai, India  
drinktec-worldwide@messe-
muenchen.de  

 
20-22 National Hydropower Association's Clean 

Currents Tradeshow and Conference  
Atlanta, GA, USA  
https://www.hydro.org/events/ 

 
26-29 Intermediate Nonwovens Training Course  

Cary, NC, USA  
https://imisw.inda.org/store/events/reg-
istration.aspx?event=INWTC213 

 
November 2021 
 
2-4 food & drink technology (fdt) Africa and 

IFAT Africa 
Midrand, South Africa  
https://fdt-africa.com/ 

 
2-5 Aquatech Amsterdam 2021  

Amsterdam, The Netherlands  
https://www.aquatechtrade.com/amsterdam/ 

 
3-4 CIPHEX West  

Vancouver, BC, Canada 
https://www.ciphexwest.ca/west2020/publ
ic/enter.aspx 

 

3-5 WWEMA 113th Annual Meeting 
Miami Beach, FL, USA  
https://wwema.org/ 

 
4 Aquatech Innovation Forum 

Amsterdam, The Netherlands  
https://www.aquatechtrade.com/innova-
tion-forum/ 

 
7-10 AWWA Water Quality Technology  

Conference  
Tacoma, WA, USA  
https://www.awwa.org/Events-Educa-
tion/Water-Quality-Technology 

 
7-11 IDA 2021 World Congress  

(POSTPONED TO 2022) 
Sydney, Australia  
https://idadesal.org/event-schedule/ida-
2021-world-congress-2/ 

 
8-11 IBWA Annual Business Conference and 

Trade Show  
San Antonio, TX, USA  
https://bottledwater.org/convention/ 

 
10-11 Asia Pacific Smart Water Utilities 2021  

Singapore   
www.asia.smart-water-utilities.com 

 
10-11 Virtual AWWA | SWAN International 

Smart Water Symposium 
https://www.awwa.org/Events-Educa-
tion/Smart-Water 

 
13-18 PSP/Deck Expo 2021  

Dallas, TX, USA 
https://www.poolspapatio.com/en/home.
html 

 
19 UN World Toilet Day 

https://www.un.org/en/observances/toilet-
day 

 
29-Dec 2 IWA Digital Water Summit  

Bilbao, Spain  
https://digitalwatersummit.org/ 

 
December 2021 
 
14-16 Groundwater Week and Summit 

Nashville, TN, USA  
https://groundwaterweek.com/ 

 
February 2022 
 
21-25 AMTA Membrane Technology Conference 

(MTC22)  
Las Vegas, NV, USA  
https://www.awwa.org/Events-Educa-
tion/Events-Calendar 

 

24-26 32nd Annual Berkeley Springs International 
Water Tasting 
Berkeley Springs, WV, USA  
www.berkeleyspringswatertasting.com  

 
March 2022 
 
11 World Plumbing Day 

https://www.worldplumbing.org/world-
plumbingday/ 

 
22 World Water Day 

https://www.worldwaterday.org/ 
 
29-31 FiltXPO® International Filtration/Separation 

Exhibition & Technical Conference  
Miami Beach, FL, USA  
https://www.filtxpo.com/ 

 
April 2022 
 
11-14 National Water Safety Conference  

Fort Worth, TX, USA  
https://watersafetyconference.com/ 

 
17-21 Singapore International Water Week 2022 

Virtual 
www.siww.com.sg/ 

 
May 2022 
 
10-11 Emerging Water Technology Symposium  

San Antonio, TX, USA  
https://ewts.org/ 

 
16-18 Global Water Summit  

Madrid, Spain  
www.watermeetsmoney.com/ 

 
29-Jun 2 IDA 2022 World Congress  

Sydney, Australia  
https://wc.idadesal.org/ 

 
June 2022 
 
12-15 AWWA  Annual Convention & Exposition  

(ACE22) 
San Antonio, TX, USA 
https://www.awwa.org 

 
July 2022 
 
12-14 AMTA/SEDA Workshop: PFAS and Emerging  

Contaminant Rejection by Membranes   
Durham, NC, USA  
https://www.amtaorg.com/event/amta-
technology-transfer-workshop-durham-
nc-april-27-29-2021 

 

Highlighted listings denote WC&P attendance or distribution (subject to change)

September 2022 
 
11-15 IAPMO 93rd Annual Education and Business  

Conference  
Charlotte, NC, USA  
https://www.iapmo.org/ibu/events 

 
11-22 IWA World Water Congress & Exhibition 

(POSTPONED FROM 2021) 
Copenhagen, Denmark  
https://worldwatercongress.org/ 

 

12-16 drinktec 2022  
Munich, Germany  
https://www.drinktec.com/index.html 

 
27-28 Canadian Hydronics Conference 

Saskatoon, Saskatchewan  
https://www.ciph.com/page/CHC2021   

CUSTOMER SERVICE IS OUR PRIORITY 
Contact us at info@wcponline.com



2021 Bottled Water  
Industry Update
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Bottled water reaffirmed its position as America’s favorite pack-
aged beverage by outselling carbonated soft drinks (by volume) 
for the fifth year in a row in 2020. According to the Beverage 
Marketing Corporation (BMC), sales of bottled water grew by 4.7 
percent in 2020, reaching $36.3 billion (retail) and consumption 
grew by 4.2 percent to 15 billion gallons (56.8 billion liters). In 
addition, per capita consumption was up 3.5 percent in 2020, 
with every person in America drinking an average of 45.2 gallons 
(171 liters) of bottled water last year.  
 
BMC also reported that bottled water has increased its 'share of 
stomach' of the overall beverage market from 14.1 percent in 
2009 to 23.6 percent in 2020. Carbonated soft drinks hold the 
second position, with 18.3 percent, reflecting a clear trend of 
consumers increasingly choosing healthy, convenient, zero-calorie 
bottled water instead of sugar-sweetened beverages. In fact, 44 
percent of the growth in bottled water sales (from 2010 to 2020) 
has come from people switching from soft drinks and fruit 
drinks to bottled water. 
 
The International Bottled Water Association (IBWA) advocates on 
behalf of the industry by focusing on the issues that are important 
to our members, consumers, and government: government affairs 
(local, state, and federal), environmental sustainability; science; 
technology; and communications. The Association unifies the 
bottled water industry and represents uncompromising com-
mitment to the safety and availability of bottled water. 
 

Communications and media activity 
IBWA has always stayed on the front line, monitoring news clips, 
responding timely to media requests and informing editors and 
writers when a false or misleading article requires a correction. 

Some observations from the past year include: 
 
• As water scarcity issues continue to worsen in the western 

part of the United States, IBWA developed a microsite—
hydratethestates.org—to help with its education and advocacy 
efforts. The site is designed to provide the facts about the 
bottled water industry’s small water use because oftentimes 
social media and news reports incorrectly claim that the 
industry is a large water user. The fact is bottled water is a 
very small water user. Of all the water used in the United States, 
bottled water uses a very tiny amount – just 0.01 percent. In 
addition, most bottled water that is sourced in a region 
(whether from a municipal or groundwater source) is con-
sumed in that same region. Trucking bottled water great 
distances is not economically viable for the vast majority of 
bottled water businesses. 

• News articles concerning PFAS (per- and polyfluoroalkyl 
substances) contamination in tap water are increasingly 
drawing attention to IBWA’s self-imposed mandatory testing 
requirements and standards of quality (SOQ) in member 
company bottled water products. IBWA’s PFAS SOQs of 5 
ppt for one PFAS and 10 ppt for more than one PFAS are 
substantially below US EPA’s health advisory level of 70 ppt 
for tap water. Testing for PFAS provides consumers, local 
and state governments, and disaster and emergency relief 
personnel further assurance that bottled water is a safe and 
convenient product for everyday use and in times of need 
when tap water is compromised. This industry-led action 
underscores the commitment of IBWA members to always 
provide consumers with the safest and highest quality bottled 
water products.  

• Social media continues to be a popular way for people to 

Feature By Jill Culora
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receive information and IBWA is constantly building online 
tools in the form of graphics and quizzes to educate consumers 
about bottled water, such as the fact that bottled water has 
the smallest environmental footprint of all packaged drinks. 
On average, it takes only 1.39 liters of water to produce one 
liter of finished bottled water (including the one liter of water 
consumed) and only 0.21 mega joules of energy (on average) 
are used to produce one liter of bottle of water — the lowest 
water- and energy-use ratios of any packaged beverage 
product. 

• IBWA developed a new series of infographics that actively 
promotes the fact that, in addition to being the lowest water 
user to produce its contents, bottle water’s PET packaging 
also has the smallest environmental footprint of all other 
packaging types, including aluminum, glass, paperboard 
cartons, and even PET soda bottles. The infographics detail 
conclusions from a Trayak LCA study that show how the 
production of 16.9 oz PET bottled water containers (the most 
popular size among consumers) uses less water and less fossil 
fuels, and emits less greenhouse gases than the production 
any similarly sized packaging alternative. (See graphic here: 
https://bottledwater.org/wp-content/uploads/2021/05/Envi-
ronmental_Impact_of_Drink_Packaging_2021_800.jpg) 

• The industry is working with partners (such as Keep America 
Beautiful and The Recycle Partnership) to educate consumers 
about the importance of recycling. All bottled water containers 
are 100-percent recyclable – even the cap. And, according 
to the National Association for PET Container Resources, 
PET plastic bottled water containers can be recycled over and 
over again (https://napcor.com/frequently-asked-questions/). 
Research shows that bottled water drinkers are the best re-
cyclers, with water containers making up approximately 55 
percent in curbside recycling programs. 

• IBWA continues to be at the forefront in utilizing new and 
innovative digital communications tools and has a robust 
organic and paid social media presence on Facebook, Insta-
gram, Twitter, Pinterest, YouTube and now TikTok. The asso-
ciation’s podcast—H2O In The Know—highlights important 
industry issues, covering a range of topics from recycling 
and regulation to healthy hydration and water resource 
management. IBWA has also expanded its social media 
efforts by partnering with like-minded organizations (such 
as those mentioned above) for its #PutItInTheBin recycling 
campaign. This campaign harnesses the power of social 
media to help educate consumers about the value of recycling. 
In addition, IBWA’s flagship magazine, Bottled Water Reporter, 
which is available to members in both print and digital editions, 
won an APEX award for publication excellence in 2021. 

 

Government affairs 
At the federal, state, and local levels, IBWA works on numerous 
legislative issues that could either benefit the bottled water in-
dustry or potentially harm it. Nearly every state addresses bot-
tled water issues—a fact that is reflected by the more than 1,000 
pieces of legislation that are introduced in state legislatures and 
various state government agencies each year. In addition, the 
states consider more than 400 proposed regulations annually 
that could impact the bottled water industry.  
 

Water cooler tariffs 
IBWA continues to lead efforts to reinstate exclusions on tariffs 
imposed on water coolers and component parts from China. 
The industry received exclusions from those tariffs in 2018, 2019, 
and 2020, but unfortunately, that exclusion was not renewed for 
2021. IBWA is working to have the exclusion reinstated because 
these increase costs combined with the negative financial impact 
due to the COVID-19 pandemic has been detrimental to American 
bottled water manufacturing and jobs reliant upon the home 
and office delivery sector of the industry. IBWA is an active member 
of the American for Free Trade coalition, which is a group of 
industry trade organizations whose members are similarly 
impacted by tariffs imposed on Chinese imports. IBWA has met 
with several members of Congress to encourage their support of 
extending critical exclusions and will continue to do so until the 
Biden Administration reopens the exclusions process. IBWA has 
also met with US Trade Representative (USTR) staff to discuss this 
issue in detail. 
 

Water stewardship 
Bottled water companies have a long, deeply held tradition of 
effectively and responsibly protecting, managing and using all 
water resources. Having long-term and sustainable water sources 
is essential for the bottled water industry, so IBWA members are 
notably efficient users of those water sources. As the leader for 
the bottled water industry on these issues, the association helps 
to bolster its members’ water stewardship practices by developing 
guidance documents, such as the IBWA Water Stewardship 
Best Practices Framework Guidance and Water Stewardship 
Best Practices Guide.  
 
The guides are designed for all bottled water companies to use—
regardless of production size, location and/or development 
stage of their water stewardship programs. Key aspects of each 
best practice were divided into three approach categories: initial, 
advanced and leading. Members can use the information contained 
in this document to evaluate their current water stewardship 
practices against others in the industry and identify opportunities 
for improvement or outreach. 
 
In addition, all IBWA bottler members that produce bottled water 
from a groundwater source comply with the IBWA Bottled 
Water Code of Practice, which sets out the following criteria for 
source water monitoring and protection: 
• An evaluation of the chemical, physical, microbiological, 

and radiological characteristics of the source 
• A report on the regional geology surrounding the site and 

the specific site geology. A description of the vertical and 
horizontal extent of the source aquifer using existing data. 
The information will be used to define the recharge area of 

The International Bottled Water Association (IBWA) 
advocates on behalf of the industry by focusing on the  
issues that are important to our members, consumers, and 
government: government affairs (local, state, and federal), 
environmental sustainability; science; technology; and 
communications.
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variety of information and resources, and also offered guidance 
on operating a facility during the pandemic. In addition, IBWA 
created a COVID-19 Information and Resources webpage to 
provide members with a central, online location to go to for relevant 
and timely information about the COVID-19 crisis.  
 
The temporary office closings during the height of the COVID-19 
pandemic impacted the office delivery segment of the bottled 
water industry; however, bottlers experienced record highs in 
residential business throughout the past year. Many consumers 
recognized the benefits of e-commerce and rapidly adopted 
direct-to-consumer services as an added convenience to their 
lifestyle. Those consumers report that they plan to continue 
having bottled water delivered to their homes post-pandemic. 
With more and more offices reopening in the United States, the 
industry is optimistic that office deliveries will rebound. 
 

Looking ahead 
BMC predicts that bottled water will continue to build upon its 
growth history and gain more market share. As consumers continue 
to increasingly choose bottled water as their healthy hydration 
beverage, IBWA will continue to work hard to create a favorable 
business and public affairs climate for the bottled water industry, 
as well as to proactively promote and strongly defend the interests 
of all its member companies. 
 
 
About the Author 
 
 Jill Culora is VP of Communications for 

IBWA. She holds a Post-Baccalaureate 
Degree in journalism from the University 
of King’s College (Halifax, Nova Scotia) 
and a Bachelor of Arts Degree in political 
science from Dalhousie University (Halifax, 
Nova Scotia).    
 
About the organization 
 
 IBWA is the authoritative source of information about all types 

of bottled waters, including spring, mineral, purified, artesian 
and sparkling. Founded in 1958, its membership includes US 
and international bottlers, distributors and suppliers. IBWA is 
committed to working with FDA, which regulates bottled water 
as a packaged food product, to set comprehensive and stringent 
standards for safe, high-quality bottled water products. In addition 
to FDA regulations, member bottlers must adhere to the IBWA 
Bottled Water Code of Practice, which mandates additional 
standards and practices that in some cases are more stringent 
than federal and state regulations. A key feature of the Code is 
a mandatory annual plant inspection by an independent, third-
party organization.    
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the aquifer, or in the case of regional aquifers, the zone of 
influence of the subject source. 

• A report detailing the development of the source; the method 
of construction including spring design, well installation, 
surface catchment, intake structures and transmission 
facilities as appropriate 

• A watershed survey of the recharge area or zone of influence 
of subject source that identifies and evaluates actual and 
potential sources of contamination, which shall be updated 
every three years, including any reported discharge that 
may affect the source 

• Based on the findings of the watershed survey, a plan for 
special monitoring of any significant contaminant source 
and for taking restrictive preventive or corrective measures 
as appropriate to protect the source water 

 

Bottled water plant siting and permitting  
opposition 
Activist groups have seized upon plant siting and permitting 
activities as an opportunity to attack the bottled water industry. 
Their stated objective is to prevent bottled water companies 
from siting, permitting and re-permitting bottled water plants 
and is aimed at both groundwater and public water source bottling 
facilities. These actions are often aimed at large bottled water 
companies; however, many of their proposals would also impact 
small- and mid-size bottlers. Anti-bottled water groups perpetuate 
false claims that are built around fear, conspiracy and corporatiza-
tion and directly tie them to the siting, permitting or re-permitting 
of bottled water plants. IBWA’s Plant Siting and Permitting 
Working Group has developed a Best Practices Guide for Plant 
Siting. That guide is a tool that bottlers can use to review the 
requirements for developing a bottling facility and help them 
integrate with the community and develop a working relationship 
that is mutually beneficial. 
 

Safety of BPA 
IBWA continues to actively monitor new developments and defend 
the safety of bisphenol A (BPA), a chemical compound used in 
the manufacturing of polycarbonate plastic, which is used in many 
3- and 5-gallon water cooler bottles. This includes responding to 
news stories and social media posts that contain false or inaccu-
rate information about BPA and opposing local, state and federal 
bills that would restrict its use or negatively impact bottled water 
products. IBWA continues to monitor proposed legislation and 
potential action federally and in all states. 
 

FSMA compliance 
IBWA continues its efforts to assist members in complying with 
FDA’s Food Safety Modernization Act (FSMA). All bottled water 
companies, including very small companies, must comply with 
FDA’s final rule for Current Good Manufacturing Practices, 
Hazard Analysis and Risk-Based Preventive Controls for Human 
Food. Among other things, the rule requires food facilities to 
have preventive controls-qualified individuals (PCQIs) on staff. 
 
To help members comply with that requirement, IBWA conducted 
numerous PCQI training workshops in various locations around 
the United States over the past three years and continues to 
offer workshops as requested. Those workshops provide both 
member and non-member attendees an opportunity to become 

a PCQI for their facility(ies), in compliance with the preventive 
controls rule. The workshops are run by a Food Safety Preventive 
Controls Alliance (FSPCA)-trained lead instructor. Attendees are 
trained in the development and application of risk-based pre-
ventive controls, which include preparation of the food safety 
plan and validation of the preventive controls. IBWA encourages 
all bottled water producers to participate in PCQI training and, 
as such, it has invited non-IBWA members to sign up for the 
workshops. 
 

Microplastics 
IBWA continues to follow microplastics developments, through 
its working group and collaboration with the Natural Mineral 
Waters Europe (NMWE), to monitor and assess research and news 
stories reporting on claims about microplastics being found in 
food and beverages, including bottled water. It is important to 
note that there is currently no scientific consensus on a testing 
methodology or the potential health impacts of microplastic 
particles, which are found in all aspects of our environment – soil, 
air and water. Therefore, reports in the media and online do 
nothing more than unnecessarily scare consumers.   
 
A research study, “Analysis of microplastics in drinking water 
and other clean water samples with micro-Raman and micro-
infrared spectroscopy: minimum requirements and best practice 
guidelines,” was published in July in the journal of Analytical 
and Bioanalytical Chemistry following three years of work by 
the NMWE Technical Working Group. The paper proposes quality 
criteria for analysis of microplastics, including the sampling 
method, sample size, sample processing and storage, laboratory 
preparation, clean air conditions, positive and negative controls, 
sample treatment and polymer identification using micro-Raman 
and micro-infrared spectroscopy. This research study provides 
a framework for harmonization and standardization of methods 
in Europe and globally for microplastic analysis.  
 
IBWA is also monitoring the implementation of a 2018 law that 
requires the California Water Resources Control Board (CASWRCB) 
to adopt a definition, test methodology and accreditation require-
ments for laboratories to test for microplastics in drinking water. 
The CASWRCB adopted its definition in July of 2020 and plans 
to finalize test methodologies and accreditation requirements 
for laboratories to analyze microplastics in the fall of 2021.  
 

COVID-19 impact 
From the start of the COVID-19 public health crisis, IBWA staff 
worked hard to make sure its members had the information they 
needed to stay in business successfully through the pandemic. 
IBWA issued regular email bulletins for its members and developed 
a COVID-19 members-only handbook, which pulled together a 
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As consumers continue to increasingly choose bottled 
water as their healthy hydration beverage, IBWA will 
continue to work hard to create a favorable business and 
public affairs climate for the bottled water industry, as 
well as to proactively promote and strongly defend the 
interests of all its member companies.



Why Do Water-related Businesses 
Need Insurance?
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To many business owners, insurance is a four-letter word. An 
empathetic insurance agent or broker, however, can understand 
the frustrations. Many times insurance policy terminology is 
mysterious and trying to find the actual coverage in the document 
is difficult. How could an average businessperson understand 
that coverage for contractual liability is found as an exception 
to an exclusion in his policy? The organization controlling most 
property and liability policy language, the Insurance Services 
Office (ISO), tried to comply with regulatory mandates in the 
middle 1980s to simplify policy language but almost 30 years 
later it seems to have failed. So, insurance remains a pain-in-the-
neck subject, but it is really essential to doing business in the 
modern world. There are a number of reasons why businesses 
need to take a second look at the fundamental explanations of 
why insurance is necessary. None of the reasons are small.  
 
First, many policyholders think first about their business’ poten-
tial for a big loss or damage and not about the costs of the legal 
system in which we operate. Our system of seeking damages in 
the United States is greatly influenced by the number of licensed 
lawyers practicing law here. There were 1,143,358 lawyers licensed 
to practice in 2012. When lawsuits for damages are filed, many 
lawyers use a shotgun approach. Everyone who might be connected 
to a potentially negligent party or product is sued. If you are not 
hit in the first round of litigation, you may find you had a contract 
which required you to indemnify a party that has been sued. 
You will then be targeted in the second round. So, you or your 
business will be required to hold harmless or indemnify the 
party with which you have the indemnity contract. If you or your 
insurance company doesn’t defend or volunteer to indemnify the 
contract issuer, the issuer will sue you, your insurance company 
or both.  
 

The courts in the US have let it be known that the “duty to defend 
is higher than the duty to indemnify.” This means that an insurance 
company, after making its initial assessment on coverage for a 
particular claim must step forward and provide the insured 
business with a defense. The defense is essential because many 
times the water treatment specialist insured is simply not liable 
and is not the cause of the alleged damage. Frequently insureds 
are sued, but no damages are ultimately payable to the plaintiffs. 
In this respect, one of the primary reasons for purchasing liability 
insurance is to cover the cost of hiring attorneys in the event 
someone rightfully or wrongly, sues you or your business.  
 
Your insurance company must defend when the policy provides 
coverage for the allegations made by the plaintiff. The author 
has personally been associated with suits where defense costs 
have ranged from $25,000 to $1 million.  My clients, the insured 
defendants, were in the end found to be innocent of the allegations. 
It’s safe to say that more insureds will use defense coverage in 
their liability policies than will use coverage for indemnity claims. 
The cost of being defended is almost the primary reason for pur-
chasing insurance. Paying for the big loss is a second issue. This 
is an important matter when it comes to rating liability insurance 
coverage and calculating the premium. When a water treatment 
specialist wants $100,000 in liability coverage, the first $25,000 
is the most costly part of the coverage. That’s because there is 
a very high probability that the insurance company will pay out 
the $25,000 for defense.  Most lawsuits are settled for $25,000 
or less, with the bulk of this figure paying both sides’ attorneys’ 
costs.  The remaining $75,000 of the water treatment specialist’s 
$100,000 is much cheaper than the first $25, 000 , because the 
chance of it being paid out is much less than the first $25,000 
used for defense. 
 

Feature By Donald L. Cleveland



SEPTEMBER 2021                                                                                                                                               Water Conditioning & Purification   |  31

 

contractors, which was apparently developed by either an owner 
or a general contractor. Many of our insured water treatment 
specialists have been asked to complete this new checklist and 
provide a Certificate of Insurance verifying the existence of all 
insurances contained in the checklist before entering the job 
sites. One of the requirements on the checklist is liability insurance 
policies must not have a XCU Exclusion. This exclusion in fact 
deals with operations that perform excavations, tunneling or 
boring and may use explosives in the projects. (X = Explosion, C 
= Collapse, U = Underground). These exposures are not at all 
common to the water treatment industry, but this doesn’t matter 
to the general contractor’s risk managers! If the XCU exclusion is 
in the water treatment specialist’s insurance policy, that specialist 
will not get on the job.  
 
Other standard checklist questions that aren’t related to water 
treatment include: 
 
• Does the policy have a residential work exclusion? 
• Does the policy exclude frame construction? 
• Does the policy have height restrictions? 
• Does the policy have a scaffolding exclusion? 
 
The second risk management push affecting our water treatment 
clients is coming from building owners and managers. While 
the requirements are not as exotic as the XCU Exclusion above, 
they do affect the cost of our clients’ doing business. Building 
owners and managers are requiring higher liability limits from 
water treatment specialists and stronger insurance companies 
standing behind the policies. The most frequent demand for liabil-
ity limits is a minimum of $5 million per occurrence. This can mean 
that an average water treatment business might be compelled 
to buy an additional $4 million in excess liability insurance to go 
on the job site. Some larger complexes are requiring total liability 
limits of $10 million. They are also demanding that the insurance 
company providing coverage must have an A.M. Best rating of 
A-VII or better. The VII measures the policyholders’ surplus or 
surplus of the carrier. A rating of VII means that the company has 
a surplus of between $50m and $100 million. Generally, owners 
or risk managers will not accept an insurer with less than $50m 
- $100m policyholders’ surplus. 
 
Fifth, some insurance companies offer assistance to their insured 
businesses with loss control inspections. While some policy-
holders might look at the inspections as a nosy intrusion into 
their business, they are actually there to help the insured prevent 
losses. While the inspector is making the inspection for the insur-
ance company, the inspection report, with any suggestions for 
loss mitigation, is also given to the policyholder. Such simple 
things as storing oily cloths in a confined area, extension cords 
on the floor running across a hallway or foot traffic area, safety 
shields missing from grinding or milling machinery, lack of fork-
lift training, patterns of repetitive motion injuries and company 
drivers with DUI records are some common inspection observations. 
If the insured works with the inspection information to make 
corrections, many potential claims will be eliminated. When 
compliance is shown, underwriters tend to give risk management 
premium credits to the insured on the next renewal. Following 
the inspection recommendations assists the insured. Injuries to 
friends, employees and clients are avoided and property loss is 
greatly reduced. It is a win – win situation. 
 

Conclusion 
In summary, solid and broad insurance is necessary for the 
water treatment business because: 
 
1) It defends you for covered claims; that is its first duty. 
2) It is a contractual asset that can preserve the business and 

business owner’s assets in case there is a catastrophic event.  
3) It transfers your business risk to an established and regulated 

risk sharing pool at a proportionately small cost.  
4) It allows a water treatment professional to get on the job despite 

insurance pricing and availability fluctuations and changing 
risk management requirements. 

5) Some insurance companies offer inspections to help both 
the policyholder and the insurance company avoid losses. Loss 
avoidance should produce premium credits and reduced prices. 
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Second, let’s look at a basic definition of insurance. Insurance 
is a process where a large risk exposure is transferred to someone 
else in exchange for a proportionately small premium payment. 
Some examples we have seen are: 
 
1. A business owner is spared paying lifetime medical benefits 

for an injured employee, plus lost wages, home modifications, 
buying a handicapped-equipped vehicle, paying for the 
education of three children and numerous other expenses 
totaling $6 million, because the owner had purchased a 
workers compensation policy and paid a premium of $30,000. 

2. A water treatment business owner avoids paying $750,000 
in water damages caused by leaking pipes, because the 
owner purchased a $4,000 liability policy. 

3. Another business owner has his $2.5 million building and 
contents replaced after a fire had destroyed it, because he 
paid a $7,500 premium. 

 
Therefore, insurance is an asset of the water treatment specialist’s 
business. It will protect or even save the business and the personal 
assets of the owner when there is an unforeseen event.  
 
Third, within the proportionately small premium payment concept, 
there is the fundamental idea of risk sharing. Few people can 
afford to pay the types of damages outlined above, but society 
demands the damages be paid. So, to help businesses grow and 
prosper without the danger of being ruined by an unfortunate 
event, people and organizations band together and pool their 
money in formal institutions. Implied in becoming a member of 
these institutions is a promise that one person will allow 
another to use some of his money in the event of a claim.  
 
If a claim for $1 million needs to be paid, it takes 200 policy-
holders paying a $5,000 premium each to cover the loss. In this 
respect, 199 people have, at least conceptually, agreed to pay 
the claim of one insured person. This is the simple math. It takes 
a large number of premium paying policyholders to make one 
of these institutions work. Since the institution (fraternal society, 
mutual insurance company, stockinsurance company) also has 
to pay for administration, acquisition and other costs (which 
average 26 percent), it would really take 252 policy holders to 
cover all costs and pay the one $1 million claim.  
 
Looking on a broader scale, according to a recent Insurance 
Journal article, auto physical damage losses for insurers in the 
United States were 70.57 percent of the premiums they received 
in 2012. If we add insurers’ administration, acquisition and other 
costs, the average combined loss and expense ratio for US insur-
ance companies insuring auto physical damage in 2012 was 
96.57 percent of premiums paid. The insurers made what is 
called an underwriting profit in this case of 3.43 percent of total 
premiums received. It will always take the large numbers of 
businesses or people who have no claims to support the small 
group of businesses or people who do have claims. This is where 
the law of large numbers works in the insurance business. GEICO 
is a good example. According to Insurance Company Reviews, 
published by About.Com. GEICO has 11 million policies in force 
covering 17 million vehicles. The Lizard has, in effect, a large risk-
sharing pool. 
         

Fourth, there are specific influences on insurance availability 
and requirements around the world. The most important influencers 
of insurance availability and regulation are known as the risk 
management push and the hard/soft market cycle. Despite the 
collapse of the real estate market and world recession that started 
in 2008, the property and casualty insurance segment has not 
had a hard (meaning expensive or unavailable) market since the 
mid-1980s. This has positively affected most water treatment 
specialists, by increasing the availability and affordability of the 
types of insurance needed to go to work or set foot on job sites. 
It’s simply hard to get a job without proof of liability insurance. 
 
The real estate and savings and loan crises caused insurance 
companies to lose large amounts of their assets and their non-
premium income streams in the mid 1980s. Prior to 2000 when 
interest rates began to drop and again in 2008 when real estate 
values collapsed, insurance companies had been accustomed to 
earning considerable amounts of non-premium (mostly investment) 
income. This enabled the insurance industry to suffer greater 
that 100-percent combined loss and expense ratios as described 
above and still make annual operating profits. So, an insurer 
could pay $107 in claims for every $100 in premium received but 
with the benefit of high-yielding investment returns, still make 
a profit. The recent economic and real estate collapses, together 
with the persistent low-interest rate environment would normally 
cause a hard market. The rapid recovery and growth of the stock 
market, however, has allowed soft insurance market pricing to 
continue to date.  
 
Regulators generally do not want companies to accept total 
premiums that exceed three times a carriers’ capital and surplus. 
In the 1980s for example, premium writings were restricted because 
the non-premium income dropped severely. The real estate, stock 
market as well as interest rates all fell sharply and reduced the 
capital and surplus of insurance companies. Insurance became 
a scarce commodity and casualty premiums in particular for 
businesses jumped as much as 2,000 percent. Businesses were 
really being hit hard. Congress helped provide some relief by 
passing the Risk Retention Act of 1986. The Act opened the door 
for businesses in similar industries to combine and capitalize 
their own liability insurance companies. This removed part of 
the scarcity created by severe pollution, asbestos, chemical and 
other liability losses in the standard insurance market. The hard 
market cycle ended in the early 1990s and has not reappeared since. 
As a result, insurance premiums have been relatively affordable 
and most coverages have been available since that time.  
 
A risk management push is now taking place, however. Property 
and business owners and their risk managers are always looking 
for the most complete forms of indemnification to avoid retaining 
risk and liability. They want to transfer as much risk and liability 
as possible. Like other professional groups, property and business 
owners and their risk managers have their own associations and 
meetings where they listen to the latest ideas and exchange 
checklists, contract clauses and notes.  
 
Two new and challenging risk management concepts affecting 
the water treatment industry have arisen as a result of such 
group or association exchanges. One is a checklist used by general 
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For the first time in more than a year, industry players were able 
to meet face-to-face, talk to their clients, engage new clients 
and take part in a long list of education opportunities, both at 
the convention and online. Committees have been managing 
virtually since COVID-19 struck but sitting down around the table 
to discuss matters in person was a far better option. I wandered in 
and out of most of the educational sessions and some of the panel 
discussions. There were many standing-room-only presentations; 
most were reasonably well attended.  
 
WQA has been embarking on a water-for-all ideal that will require 
a lot of work to bring to fruition. But, if done properly, the regulators 
can be brought onto the side of the water industry. As noted by 
Doug Ramer, Richard Mest, Shannon Murphy and others, this 
will be a marathon, not a sprint. There are a great many moving 
parts to address and this will require a lot of patience and support. 
 

Overall, I spoke to many of the the 140 exhibitors who were 
somewhat optimistic about their futures. Though the convention 
was a small one this year, the ability to meet and greet other 
industry professionals could not be underestimated. People 
need people, as the saying goes. Business people need other 
business people also. The importance of attending conventions 
and other events in our industry is more relevant than ever to 
success. As a designated essential industry, there is much the 
nation needs to know about water quality and that is not going 
to change. 
 
The 2022 WQA Convention & Exposition will be held April 6-8, 
2022, in Orlando, FL. The convention theme is Impact. We hope 
to see you there or perhaps, maybe sooner. For now, enjoy the 
sights at the 2021 convention. 
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Residual Chlorine –  
The Next Canary in the Coal Mine
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Recent testing confirms the presence of alarmingly high levels 
of bacteria within the premise piping of various buildings with 
low or no use during the recent pandemic. Most workers celebrated 
the end of the nationwide shutdown (that left buildings drastically 
underused or totally vacant); however, it seems that the warnings 
issued by ASHRAE, the CDC and US EPA about water systems 
in underused buildings are becoming a reality. 
 
Recent testing conducted by our company confirms that buildings 
subjected to shutdowns or reduced utilization have shown a 
deterioration in their water quality when returning to pre-pandemic 
schedules. This decline in quality has been traced to stagnant 
water within the buildings. Although it seems extreme, numerous 
buildings have shown dangerously high bacterial contamination 
levels (>1,000,000 cfu/mL of slime molds and iron-related bacteria) 
within the premise piping.  
 
Although certain bacteria are always present in municipal water, 
they are typically controlled by the residual chlorine in the city’s 
distribution system. In unused and under-used buildings, stagnant 
organic material and bacteria can rapidly exhaust residual chlorine 
and allow the growth of biofilm that could harbor pathogens. At 
this level of contamination, simply flushing the piping may not 
be sufficient and if not properly addressed, that contamination 
can threaten health and safety.  
 
During the last week of July, at Water Quality Association’s  Confer-
ence in Las Vegas, NV, random tests were conducted for residual 
chlorine at various locations. Samples obtained from smaller, 
street-front locations (near the municipal distribution system) 
all measured over 0.5 mg/L; samples taken from larger buildings 
had no detectable level of residual chlorine.  
 

The absence of residual chlorine in premise piping may be a 
clear indication that those systems are not adequately disinfected. 
And, like that unfortunate canary in the coal mine that succumbs 
to the bad air…it gives one a chance to react and rectify the 
problem before it gets worse.  
 
Last summer, in anticipation of re-opening the economy, US 
EPA and the CDC issued the following guidance for all properties 
affected by the shutdown:   
 

“Building and business closures for weeks or months reduce 
water usage, potentially leading to stagnant water inside 
building plumbing. This water can become unsafe to drink 
or otherwise use for domestic or commercial purposes. For 
example, optimal growth conditions for undesirable 
pathogens, such as Legionella bacteria, can occur when 
hot water temperatures decrease and disinfectant residuals 
(e.g., chlorine) drop to low levels. Water chemistry changes 
may also increase corrosion and leaching of metals, including 
lead, and may cause the formation of disinfection by-products. 
Turning on the water for immediate use after it has been 
stagnant can pose a risk to public health if not properly 
managed. Additionally, turning on water after a prolonged 
period of non-use could disrupt pipe and plumbing scales to 
such an extent that microbial and chemical contaminants 
could be released into the water.” 

 
In January, the CDC issued its Legionella Toolkit that is “designed 
to help people understand which buildings and devices need a 
Legionella water management program to reduce the risk for 
Legionnaires’ disease, the key elements of a water management 
program, and how to develop it.” This Toolkit can be found online 
at www.cdc.gov/legionella/wmp/control-toolkit/index 
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A key component to the CDC Toolkit is the reference to the ASHRAE 
12-2020 guideline, which is designed to help in reducing the risk 
of dangerous levels of bacterial growth in buildings:  
 

“4.2.2.2 Growth. Biofilms play an important role in Legionella 
growth. Biofilms are complex and dynamic microbial eco-
systems that form on surfaces within the building water 
systems. Biofilms impair the effectiveness of physical and 
chemical control methods, such as maintaining hot-water 
temperatures and applying chemical disinfectants. Legionella 
bacteria are known to invade and replicate within protozoa 
that are associated with biofilms. While inside these protozoa, 
the Legionella bacteria are further shielded from disinfectants 
and temperature extremes. 
 
Key factors that contribute to Legionella growth include 
sediment, temperature, water age, and disinfectant residual.” 

 
The biofilms described by this section are occurring at an alarming 
rate within our communities, even though recent testing of local 
water sources and distribution systems found that all municipal 
systems tested were operating with adequate and appropriate 
levels of disinfection. Buildings that may be especially vulnerable 
include hospitals, care centers, churches, schools, office buildings, 
or literally any building, anywhere, that had limited use during 
the shutdown. Cities and local water operators are following the 
national guidelines for maintaining antimicrobial levels of dis-
infectant in their distribution systems, but building owners and 
managers are generally not, and this is mostly due to a lack of 
knowledge that they are responsible for the quality of the water 
in their building (not the city or county). 
 
Keep in mind that chlorine can be quickly consumed after only 
a few hours if the bacterial load is too high, or the water is allowed 
to sit unused in the plumbing. Think about that. It takes a relatively 
short time for the disinfectant in the water to disappear and many 
of this country’s buildings have gone unused for over a year due 
to pandemic shutdowns. The lack of residual chlorine in the 
building water has become a potentially serious issue. Water 
sitting in these buildings becomes stagnant and can allow bacteria 
to colonize within the premise plumbing. Also remember that 
most bacterial colonies can double numerically every 20 minutes. 
Once established, they are particularly difficult to eliminate or 
manage. These colonies themselves aren’t the real issue:  it’s the 
opportunistic premise plumbing pathogens (OPPPs).  
 
OPPPs can survive in low-nutrient, low-oxygen environments. 
Furthermore, OPPPs interact with protozoans (usually amoeba), 
enabling them to resist treatment and persist in the environment. 
OPPPs resist treatment by forming biofilms, in which micro-
organisms aggregate together to form complex structures attached 
to pipe walls. Cell-to-cell communication is involved in marshalling 
the natural defenses of all the bacteria and protozoans against 
disinfection and regulates cell attachment and detachment in 
biofilms. Unfortunately, pathogenic bacteria frequently become 
ensconced in these protective biofilms. When this happens the 
likelihood of this deadly bacteria getting into air conditioning 
systems, hot tubs, showers, aerosolized water from toilet flushing 
and other sources is increased exponentially. Breathing water 
vapor from these sources allows Legionella to enter someone’s 
lungs, it’s downhill from there. 
 

While working to identify and fix bacterial problems, one com-
pany has found that in all cases of contamination, the residual 
chlorine level in the building was non-detectable, likely indicating 
high chlorine demand in the building’s plumbing. Testing for 
residual chlorine is simple and inexpensive. Knowing residual 
chlorine levels enables quick and easy prediction of where problems 
may occur and will help to confirm if treatment steps have been 
successful. The author strongly advises all property owners, 
managers and concerned parties to familiarize themselves with 
national guidelines and take immediate steps towards controlling 
bacterial biofilm levels in their buildings. Proactive testing along 
with smart treatment can avoid a potential disaster. 
 

What are the opportunistic premise plumbing 
pathogens? 
The most notable of the pathogens that are present in premise 
pluming is Legionella pneumophila. This pathogen was discovered 
after 200 people were made seriously ill (34 of whom died) while 
attending the American Legion meeting at the Bellevue-Stratford 
Hotel in Philadelphia, PA, in 1976. Investigations found that Legion-
ella bacteria thrive in hot weather and in cooling systems, and 
that inhaled tiny droplets of water containing either planktonic 
(free swimming) or biofilm-containing Legionella are particularly 
dangerous to frail individuals. Thus, Legionella is considered 
one of the deadliest opportunistic pathogens and is particularly 
dangerous in hospitals and care centers. 
 
It isn’t, however, always the most prevalent. Pseudomonas species, 
which are famous for producing factors that allow it to outcompete 
other environmental bacteria and resist disinfection, are often 
found in or near POU fixtures (faucets, drains and shower heads). 
Non-tuberculosis Mycobacteria species can cause both pulmonary 
and non-pulmonary infections. Like their cousin that causes 
tuberculosis, these bacteria result in nasty infections due to 
their ability to adapt cell morphology, allowing them to resist 
both treatment and disinfection.  
 

Conclusion 
More recently, examples of antimicrobial resistant microbes 
have been discovered as OPPPs and may represent a class of 
new and emerging especially problematic pathogens. The good 
news is that the majority of problems associated with OPPPs 
(and with the biofilms that allow their propagation and survival), 
can be addressed by the development of a water management 
plan that uses the detection of residual chlorine to ensure the 
health and safety of premise plumbing.  
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When consumers take a sip of water at a restaurant or peruse 
their grocery store’s produce during its scheduled misting, 
there’s only one thing they want: clean water. While it may 
seem like a simple-to-deliver ask, the truth is, it requires a well-
functioning reverse osmosis (RO) system.  
 
There’s a lot at stake if one of the many parts completing an RO 
system malfunctions, including contaminated water or mineral 
build-up. These filtration problems could arise during a busy 
day at a restaurant or mid-stream at a soda fountain, putting an 
original equipment manufacturers’ (OEM) reputation as a provider 
of high-quality filtration products on the line. Here’s why you’ll 
want to partner with manufacturers you can trust to complete 
RO systems.  
 

Know and trust your manufacturers 
Water filtration systems are often comprised of parts from differ-
ent manufacturers. As you are not the sole product manufacturer 
in most instances, this can lead to a lack of quality control within the 
final RO system. Fittings and tubing are among those products 
most frequently outsourced and should be of high quality to 
not contaminate the water or cause malfunctions. 
 
With tubing or fittings that come from sources of low quality, 
this could potentially create breakages or triggering improper 
filtration, resulting in increased contaminants and impurities. 
This can produce water that tastes poorly while increasing the 

potential for bacteria, heavy metals and discoloration. If a business 
uses water for end products, such as beverages, coffee or bottled 
water, inadequately filtered water could negatively impact what 
customers receive. 
 
To make matters worse, if the end user has a hard water source, 
the product's failure to filter could create buildup from minerals, 
such as copper, iron, magnesium and calcium. The hard water 
could cause residue or a whiteish film creating an appearance 
of uncleanliness while also decreasing the system’s lifespan by 
creating clogs and cracks in pipes.  
 

Ramifications of a faulty system 
With a defective RO system and the number of issues that 
could arise from tubing and fitting malfunctions, grocery stores, 
restaurants and other businesses could suffer from customer 
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retention, potential lawsuits or pipe damage, causing significant 
fiscal strain. In any of these scenarios business reputation is at 
stake — and could be negatively impacted and create long-term 
ramifications. 
 
The impending loss of reputation and revenue not only impacts 
the business but also the OEM. Providing a water filtration product 
that caused problems puts additional stress on your own reputation 
as a provider of high-quality products your customers can trust.  
 

What to look for when selecting reputable 
manufacturers 
To safeguard your reputation and product quality, your manufac-
turer of choice should offer the following: 
 
• Products that are produced from concept to delivery 
• Reps who visit OEMs, remain accessible and collect feedback 

to inform product enhancements and new product development 

• Installation detail drawings, installation instructions and 
technical test data.  

 
At the product’s conception and installation, it’s critical to invest 
in high-quality fittings and tubing to complete your RO system. 
And knowing the product you provided to end users is reliable 
at providing clean, filtered water will give you peace of mind as 
well as the many businesses you work with.  
 
 
About the author 
 
 Ted Antony is the fluid tech marketing 

specialist at RWC — a market leader and 
manufacturer of water control systems 
and plumbing solutions for residential, 
commercial and industrial applica-
tions. To learn more about John Guest, 
please visit www.johnguest.com.   

Feature By Ted Antony

SHARE YOUR SUCCESS STORY 
Feature your dealership in our  

monthly Dealer Profile column!  
 

We know every dealership is special—that’s why we write about  
a different one each and every month—and we’d like to feature yours!  

Just contact us to get started—it's an easy process.  
 

Contact the Editorial Department: 
droberts@wcponline.com 

(530) 249-1836



Above all, Chem-Free Systems is committed to educating the 
public on the advantages of water vending machines. “Despite 
the fact that the vending of water has been in existence for over 
30 years, the vast number of people are unaware of their ability 
to source a means of getting high-quality treated water at a very 
low price,” Gale said, “The market is vast and growing each year.” 
The company’s hope is that more people will learn of the benefits 
of only consuming purified water but only if using their own 
container. “Once people are educated about the contaminants 
in the public water supply, they will not be keen to go back to 
using anything but treated water,” he said.  
 
Gale believes water vending machines are the key to a healthier, 
less wasteful future, as getting access to clean water at a low 
price becomes increasingly rare. “Some people understand that 
they just can’t drink tap water, or in some cases, bottled water 
that was put in storage months ago. A vending machine initiates 
the process on demand. Drop the money, water comes out and 
it is all purified right then and there,” he said. Gale has seen that 
landfills are loaded with tons of empty plastic, single-use con-
tainers that never degrade, which are ending up in the oceans, 
streams and lakes all over the world. “Their use truly should be 
outlawed,” he said.  
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Edward Gale founded Chem-Free Systems in 1991 after retiring 
from his previous career. In the search for something he could 
do to keep himself mentally and physical occupied without having 
to spend gobs of money, he stumbled upon the Water Quality 
Association convention, which happened to be at Miami Beach, 
FL, that year. “When I walked around the halls, I discovered big 
water vending machines that were about $8,000 each. I thought, 
that is way too expensive to get into, especially with something 
I know nothing about,” Gale said. He inquired about the possi-
bilities of buying a vending machine for under $1,000 and with that 
inspiration, he had a simplified, light-weight version designed 
of what initially caught his eye. He made his product compact 
enough that it could be hung on walls. Gale went apartment 
hopping to place his product (of which most were very receptive) 
and from there, started his business.  
 
“I decided to find a niche within the water vending business. I 
located my machines primarily in high-rise condominiums 
where there’d be 300 or 400 apartments,” Gale said. “There was 
no competition. There’s still no competition.” Once the company 
became further recognized, it evolved to manufacture bigger, 
free-standing units specific for outdoor use. The company began 
finishing its larger units with a special paint that prevents rusting 
and preserves its original appearance so that they can be placed 
outside of high-trafficked convenience stores or food markets 
and look pristine for years. After this development, the market 
grew in the company’s favor and since then it has been selling the 
full-size outdoor unit commercially in 17 countries and 45 states.  
 
Chem-Free Systems has been privately owned by Gale and operated 
by five of the seven employees since its inception. The company 
has received National Automatic Merchandise Association 
(NAMA) and state approval. It also provides on-site training as well 

as a thorough owner’s manual and 24/7 contact numbers. The 
water vending machines are made in the USA and have received 
much praise for the quick return on investment and convenience. 
“Our success depends on your success,” as can be read on the 
forefront of the business website, is the company motto. 
 
Operators now also have the option to choose alkaline water, 
which many people consider to be healthier than purified water. 
“From a business point, the store is adding another product 
without the need for added inventory, theft, or spoilage as well 
as earning additional revenue. The machine will attract customers 
into the store and provide additional impulse sales to the store. 
It is a win-win for all parties,” Gale said. He added that water 
dealers are the ideal candidate for a water vending business. 
 
Almost every company in the water industry across the world 
uses chemicals to eliminate contaminants, but often the 
chemicals remain even after treatments. Chem-Free Systems earns 
its name by using UV light to purify water. Chlorine, ammonia 
and other common elements will never be traced in their product. 
With the industry using tons of chemicals that each treatment 
facility must use, Gale believes it is incumbent upon the water 
conditioning industry to educate people on the hazards of con-
suming inferior water and that, despite the officials saying their 
water is safe, long-term consumption is hazardous to a person’s 
health. “No treatment plant can do anything close to as good a 
job as the water coming out of a certified vending machine,” 
he said. 
 

Chem-Free Systems has learned throughout the years how to 
adjust to tedious protocols that get thrown its way. “Like many 
companies, some states and municipalities love to develop new 
and sometimes onerous regulations which, in many cases, is 
overkill,” Gale said. Without having much choice in the matter, it 
is important for the company to stay flexible. Chem-Free Systems 
will occasionally encounter source water from a well and not a 
public treatment plant. The specific contents of the water must 
be analyzed to remove the contamination in addition to the use of 
UV sterilization to inactivate living organisms found in well water. 
 

 
Health and Happiness 
from a Vending Machine 
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Dealer Profile By Emma H. Peterson

 
Chem-Free Systems, Inc. 
7168 Cataluna Circle 
Delray Beach, FL 33446  
Toll-free: (800) 735-2831 
Fax: (561) 637-3377 
watervendingequipment@gmail.com 
Skype: theonlywaterman 
Employees: Seven

“No treatment plant can do anything close to as good  
a job as the water coming out of a certified vending  
machine,” he said.

Vending water into a customer’s own container is a unique way 
of getting this vital resource directly to the buyer. “It is an easy, 
quick and inexpensive method that is an example of providing 
a product that everyone loves,” Gale said. The company will al-
ways keep its mission of providing a high-quality product at a 
low cost. “Water is an indispensable commodity that everyone 
needs every day and vending it is ideal for people concerned 
with their health.” 
 
 
About the author 
 
 Emma H. Peterson, author of WC&P 

International's corporate and dealer 
profile series, is a student at the University 
of Arizona, majoring in journalism, with 
a minor in natural resources. Throughout 
her college experience, she has devel-
oped a following for her photography and photojournalism 
endeavors. After graduation, Peterson intends to broadly expand 
her creative/ feature writing and photography prospects, as 
well as pursue her personal interests in skiing and rock climbing.   
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minimum of three operating/regeneration cycles. Non-regeneration 
systems that recommend backwashing over the life of the system 
must be backwashed at the manufacturer’s recommended inter-
val with a minimum of one backwash at the midpoint of the test. 
 

Sampling and analysis 
Influent challenge and filtered water samples are collected at 
the beginning of the on portion of the cycle at the start of the 
initial cycle after two unit void volumes (a void volume is the 

amount of water that is required to fill the system to the point 
where no air is left in the system) have passed through the unit, 
at the start of the fourth cycle and when the original flowrate of 
the system has decreased by 50 percent. Sample size is 500 mL 
or one unit void volume, whichever is larger. The samples are 
collected at the beginning of the flow to the test unit to include 
any particles that may be released from the sudden increase in 
flow to the test unit, taking into account how much water is in 
the system downstream of the media and allowing that water 

to flow out before collecting the filtered 
water sample.  
 

Meeting the needs  
of end users 
Once again, the NSF Joint Committee on 
Drinking Water Treatment Units is at work 
updating the standards to address con-
cerns about an emerging contaminant in 
source water and drinking water. This time 
it is microplastics and of course there are 
others that have been in the works, too, 
such as PFAS compounds. In the case of mi-
croplastics, the Joint Committee is able to 
leverage an existing, tried and true test 
method to quickly and easily establish per-
formance of many commercially available 
treatment systems to address the issue of 
microplastics in drinking water. The solution 
to addressing emerging contaminants is 
not always this straightforward, but in 
cases where it is, the Joint Committee is 
pleased to be able to move forward quickly 
and confidently. 
 
 
About the author   
 Rick Andrew is NSF’s 

Director of Global Bus-
iness Development – 
Water Systems. Pre-
viously, he served as 
General Manager of 
NSF’s Drinking Water Treatment Units 
(POU/POE), ERS (Protocols) and Biosafety 
Cabinetry Programs. Andrew has a Bach-
elor's Degree in chemistry and an MBA 
from the University of Michigan. He can be 
reached at (800) NSF-MARK or email: 
Andrew@nsf.org   

 

We have been hearing about the issue of microplastics in source 
water and drinking water for several years now. This issue is an 
interesting one because although microplastics have been detected, 
there has not been clear consensus on the significance of it. 
There has also not been an accepted test method to establish a 
water treatment technology’s ability to treat the water for micro-
plastics reduction. 
 
Considering this issue, in 2018, a task group was formed under 
the NSF Joint Committee on Drinking Water Treatment Units 
to develop requirements and a testing protocol for POU and 
POE devices for the reduction of microplastics in drinking water. 
The first step was for the group to explicitly define what is meant 
by microplastics, specifically the size of the plastic particles being 
considered as microplastics. To this end, the group reviewed 
existing global regulatory definitions of microplastics as a basis 
for a size range. Ultimately, the group settled on a definition of 
microplastics as having a size greater than 1 and less than 5,000 
µm. Given that microplastics are defined as plastic particles in 
this size range, the task group further determined that the 
NSF/ANSI 42 Particulate Class I reduction claim could serve as a 
conservative surrogate, as it specifies a test particle size range 
from 0-80 μm and allows for a reduction claim based specifically 
on 0.5-1 μm sized particles. Because at this point in time there 
are not clearly documented health effects related to microplastics 
in drinking water and there are also no aesthetic effects (taste, 
odor, appearance) of microplastics in drinking water, the task 
group is proposing to add this claim is being added to NSF/ANSI 
401 for emerging compounds and incidental contaminants. 
 

Current status 
As of the writing of this article, a ballot is out for voting by the 
Joint Committee. With a few more days left in the balloting 
period, the vote is currently 22 affirmative, zero negative and 
zero abstentions. Although there are no guarantees, at this point 
it is looking favorable for the ballot to pass. Assuming the ballot 
passes, it will move to the NSF Council of Public Health Consultants 
for ultimate ratification as a last step before being adopted into 
NSF/ANSI 401. If all goes smoothly, the updated version could be 
published by late 2021. 
 

Test method 
One appealing aspect of this proposal is that the test method is 
one that already exists in NSF/ANSI 42 and one that many differ-
ent treatment systems have successfully passed. Essentially, a 

challenge of particles is introduced into test systems and the 
requirement is that the systems must reduce the number of 
particles in the size range of ≥ 0.5 μm to < 1 μm by 85 percent.  
 
The challenge particles are derived from ISO fine test dust, 
which is defined by ISO 12103-1,A2. This ISO test dust includes 
particles in the size range of 0 to 80 μm. The challenge solution 
must contain at least 10,000 particles/mL.The ISO test dust is 
added to test water obtained from a public water supply with 
the following specific characteristics. These characteristics relate 
to the water prior to adding the challenge for testing: 
 
• Hardness  . . . . . . . . . . . . . . . . . . . . . . . . . . . ≤ 170 mg/L as CaCO3 
• pH  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7.5 ± 0.5 
• Temperature  . . . . . . . . . . . . . . . . . . . . . . . . . . 20 ± 3 °C (68 ± 5 °F) 
• TDS  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 200 to 500 mg/L 
• Turbidity  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ≤ 1 NTU 
 
For plumbed-in systems and faucet mounted systems, two 
systems are conditioned in accordance with the manufacturer's 
instructions, using the general test water without the particulate 
challenge added. The systems are tested using challenge water 
with the particulate challenge added, at the manufacturer's rated 
service flow and at an initial dynamic pressure of 410 ± 20 kPa 
(60 ± 3 psig). The pressure is readjusted during the test, although 
the systems may experience some change in dynamic pressure. 
The systems are operated on a 50-percent-on/50-percent-off 
basis with a 1- to 3-minute cycle, 16 hours per day, followed by 
an 8-hour rest under pressure. A 10-percent-on/90-percent-off 
cycle of operation may be used in testing if requested by the 
manufacturer. 
 
For POE systems, one system shall be conditioned in accordance 
with the manufacturer's instructions. The system is tested using 
the particulate challenge water at the manufacturer's rated 
service flowrate and an initial dynamic pressure of 410 ± 20 kPa 
(60 ± 3 psig). The pressure is not readjusted during the test, although 
the system may experience some change in dynamic pressure. 
The system is operated on a 50-percent-on/50-percent-off basis 
with a 1- to 3-minute cycle for four cycles. Following the fourth cycle, 
the system is operated continuously 16 hours per day followed 
by an 8-hour rest under pressure. 
 
Systems that use regeneration as part of the operating cycle 
must pass the applicable requirements after the completion of a 

Microplastics  
Reduction  
Testing
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Water Matters By Rick Andrew

FOLLOW US ON SOCIAL MEDIA! 

                                                    
    @WCPonline           http://bit.ly/WCPLI
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Website relaunch    

 
Built on innovation and reputation from start to finish, Flomatic's updated 
website is state-of-the-art to meet the ever-changing valve needs of 
committed customers. Features include improved access to  technical 
resources; a fresh database of local sales representatives; a site that is 
mobile-friendly and web optimized as well as instant access to the Flomatic 
team through its Customer Service Chatbot. 
https://www.flomatic.com/ 
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What’s New 

Water dispensers  
 

 
 
 
 
 
 
 
 
 
 
 

A first-of-its-kind to be available 
in the United States and Canada, 
Quench’s new product line of 
touchless hydration solutions, 
dubbed the Quench Q-series, 
offers sensor-activated, touch-
less dispensing for health-con-
scious businesses. All Quench 
Q-Series options produce 
quenchWATER+, which uses a proprietary five-filter setup to 
add electrolytes and improve taste by removing sediments and 
contaminants. The result is crisp, clean, great-tasting electrolyte 
water. The Q-Series is available in a range of dispensing capacities 
to give workplaces of all sizes and configurations the flexibility 
to hydrate their staff and guests. Each touchless system has 
built-in sensor-activated panels. Users can simply hover their 
hand or fingers over sensor-activated buttons to release a 
steady stream of water.  
https://quenchwater.com 
  
Liquid analysis sensors 
 

 
Endress+Hauser's Memosens technology converts measured 
values to a digital signal and transfers it inductively to a transmitter, 
offering safe data transfer for increased availability of the meas-
uring point and trouble-free operation. With Memosens 2.0, liq-
uid analysis measuring points now become completely 
future-proofed and ready for IIoT. This new technology is available 
for pH/ORP, conductivity and dissolved oxygen sensors—and it 
will be extended to the complete sensor portfolio for liquid anal-
ysis. Field replacement is simple and quick because the sensors 
are pre-calibrated in the lab, reducing process downtime. They are 
backwards-compatible and can easily be integrated into exist-
ing systems, providing future-proof liquid analysis 
https://eh.digital/Memosens-technology_us  
 

Drills engine upgrades  
 

 

 
Lone Star Drills introduces upgraded HD and HDA model drills 
with Honda iGX800 engines, giving users increased respon-
siveness and power via an electronic governor that optimally 
adjusts the engine’s throttle to match the drill’s load. The new 
engine comes standard on HD and HDA model soil sampling 
drills and is an optional upgrade for all hydraulic drills. The engine 
upgrade is recommended for all high-torque hydraulic drills, 
including Little Beaver’s Big Beaver earth drill. The iGX800’s 
electric, self-tuning regulator (STR) governor maximizes per-
formance during varying loads when encountering different 
soil densities and obstructions. This provides reliability that is 
critical to achieving peak drilling efficiency. 
www.lonestardrills.com 
 

Water treatment financing 
Castle Credit offers simple financing solutions to deliver fast 
funding for customers' projects, with financing solutions that 
can help all customer types improve their homes with what 
matters most to them, whether it's helping with urgent re-
pairs or bringing that dream project to life. A full range of pri-
mary and secondary financing programs for customers are 
offered. Solutions are tailored to ensure that the unique needs 
of our dealer are met - and their customers. With tiered fi-
nance offerings to suit each customer’s credit profile, we offer 
a one-stop solution that runs the customer’s application 
through the options available to immediately find the best fi-
nancing offer for each applicant.  
www.CastleCredit.com  •  (800) 500-6554 
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Classifieds 

Classified rates are $1.95/word; $78 minimum. Classified display ads billed at $80/column inch. Additional 
$20 for web-page advertising for one month. Add $5 for blind-box number; inquiries to be forwarded by the 
publisher. Deadline: first week of the month preceding publication. Contact our Circulation Department at 
info@wcponline.com. 

 
TEXAS-based  

Water Conditioning Business 
For Sale by Owner  

 
•    20+ year old business 
•    Customer database of over 2000 
•    Current Annual Service List of over 

500 (not contracted) 
•    Sale includes customer database, 2019 

Ford F350 CC, diesel 4x4 w/utility bed, 
tools and equipment; backflow testing 
equipment and more 

•    Website and SEO actively engaged 
•    Debt-free company 
•    Sales/service 95% referral and repeat 

business generated 
•    Owners will consider staying on for a 

pre-arranged period of time if desired 
by new owner; owner has over 40 yrs 
experience in the industry  

For inquiries please respond to 
Ads@wcponline.com 

FOR SALE
 

 
BUSINESS FOR SALE  

 
56-year-old Manufacturer of Permanent 
Magnetic Water Conditioners  
 
•    Proprietary multi-pole multi-field 

technology  
•    Worldwide distribution  
•    Pioneers in permanent magnetic 

water treatment  
 
Seeking buyer with serious interest only.  
Reply to info@wcponline.com.  
 

5-GAL WATER BOTTLING  
PLANT FOR SALE  

 
Start bottling immediately: 100 bph.  
Includes auto-bottling machine, 1,500-
gallon tank, UV, 2,500 gpd RO, pumps, 
manuals, video. $19,550.  
Call Bill @ (614) 843-8491  
 

BEAUTIFUL SUNNY FLORIDA! 
40 YEAR CULLIGAN DEALERSHIP  
 

HIRING INSTALLERS + TECHNICIANS 
GREAT PAY/BENEFITS 

RE-LOCATION ASSISTANCE • OCALA, FL 
1-800-233-2063 

 

FOR SALE

Classifieds Work! 
Classified rates are $1.95 per word with a $78 minimum.  

 
Classified display advertising is billed at $80 per column inch.  

An additional $20 will put your classified ad on our  
web page for one month.  

 
Add $5 for a blind box number; inquiries  

will be forwarded by the publisher.  
 

Place an ad today! 
Contact the Circulation Department  |  info@wcponline.com

CUSTOMER SERVICE IS OUR PRIORITY 
Subscription renewals; change of address;  

back issues or any other questions regarding  
your subscription 

Contact us at ads@wcponline.com 
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