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North Carolina
Charlotte

George Rowley School of On-Site Power Generation

Electrical Generating Systems Association

Basic SchoolPerfect for staff new to the power generation industry or 

someone who needs an introduction to the basic concepts 

and technologies, this school is appropriate for students 

seeking a foundation in generator technology. Whether 

you are in project management, sales, marketing or 

administration, you will find great value in this course! The 

Basic School is a general, yet technical, overview of On-Site 

Power.

Advanced SchoolCompared to the Basic School, expect our highly skilled and 

knowledgeable instructors to go into depth on subjects like 

paralleling, speed and load control, generator protection, 

voltage regulation and more. The Advanced curriculum is 

recommended for technical personnel. If you have more 

than 3 years in the industry and need to sharpen your 

system equipment technical skills, then our Advanced 

School is right for you!(Attending the Basic School prior to attending the Advanced School is encouraged 

but not required.)

A key component of growing professionally 
is to keep rising to new challenges and 

opportunities. The Electrical Generating 

Systems Association (EGSA) offers a rigorous, 
two-tiered education program that outlines the 

technical aspects of power generation. Select 
your education experience and get the most 

out of your professional development dollar by 

attending one of our 7 schools in 2017.

George RowleySchool of On-Site PowerGeneration

New to the Power 

Generation Industry?

Want to sharpen your skill-set?

Need to keep abreast of current 

technology and best practices?

Looking to boost employee 

effectiveness and confidence?

Visit www.egsa.org or call 

561-750-5575

We’re trying something new! Charlotte is the Rowley Schools’ Homebase for 2017!

Basic SchoolsCharlotte, NC - February 7-9Charlotte, NC - June 6-8Charlotte, NC - August 15-17Las Vegas, NV - December 4-6

Advanced SchoolsCharlotte, NC - April 3-6Charlotte, NC - July 10-13Charlotte, NC - October 16-19

Plus:

Check Out The 
2017 EGSA 
Rowley Schools 
Brochure!!

INTERVIEW WITH OUR 2016
TECHNICIAN OF THE YEAR 

DAVE YURO
Modern Power Systems

• EGSA Committees in Action (2016 and Beyond)!
• Preventive Measures are Required with ULSD 
• How do Investors See the On-Site Power Industry?
• Safety Power Inc. Member Profile
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The long-awaited 5th Edition of
On-Site Power Generation:
A Comprehensive Guide to On-Site Power
is available for distribution and purchase!

The 5th Edition represents a major improvement over the 4th Edition!

Here are a few reasons why:

•	 Soft	cover	vs
.	hard	cover	-

	lighter	and	e
asier	to	carry

•	 Over	700	pag
es	vs.	600	pa

ges	(more	than	1
00	pages	add

ed	since	the	
4th	Edition)

•	 47	chapters	v
s.	39	chapter

s	(10	new	subje
cts!)

If you are in the business of On-Site Power, you should own a copy!

This is THE On-Site Power Generation book. It is all there. It’s all in one place.

Call (561) 750-5575 or visit EGSA.org to download an order form.

The Book is
in Stock!

Order Your
Copy Today!

Published by the Electrical 
Generating Systems Association

Newly Revised 
& Expanded

FIFTH EDITION
with Soft Cover
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RESEARCH

The North American on-site power industry has a compelling 
and exciting story to tell investors. Based upon information 

from Power Systems Research (PSR), the leader in collecting in-
formation on global generator production and applications (for 40 
years), it’s a story that features growth, stability and diversity. Taken 
together, this provides an attractive return on investment (ROI) for 
investors. 

Joe Zirnhelt has spent more than 20 years in the power gen-
eration industry, beginning with experience in nuclear power 
plants and emergency standby systems in the U.S. Navy, sev-
eral years commissioning of combined cycle gas turbine power 
plants and since 2005 – studying the reciprocating engine-based 
power generation markets with Power Systems Research. After 
reading this report, you should better understand the attractive 
nature of our industry as well as how and why you may want 
to review your company’s value proposition as a player in the 
North American on-site power industry.

Whether you’re managing a power generation business or 
fulfilling some other key role in supporting business continuity, 
chances are that you may find yourself preoccupied on the mat-
ters at hand in the next days, weeks or months. While we need 
to stay on task and keep business moving along, there may be 
benefits to stepping back and evaluating how your business is 
positioned with respect to the outside world. More specifically, 
how is your business positioned in the eyes of an individual or 
group considering some sort of investment into your business? 

Investor Mindset
Typically, when investors are looking for their next opportu-

nity, they consider companies in industries with some degree 
and possibility of upside potential. Once that upside potential is 
identified, the opportunity is further screened in terms of ROI, 
level of risk and alternative uses of their capital.

Companies operating in the North American on-site pow-
er industry today offer several attractive options for investors. 

What Makes Your Company Attractive?
Investors or lenders looking at your company want to know 

who you are, what kind of environment you’re operating in and 
what your competition is doing. 

Here’s a brief checklist. You probably consider most of these 
in your regular planning, but it never hurts to pull out the list 
and review it occasionally.

• Growth Potential: What is the competi-
tive mix in your space, and what is the poten-
tial for profit margin growth at your company?

• Management Team: Right people, right spots? 
What makes the team so good? Is it improving?

• Partners/Joint Ventures: Synergies and lever-
age can be a real plus, if you’re in a lead position.

• Market Position: How strong is your core 
business? Improving or slipping?

• Market Reach: Global or regional? Ex-
panding or contracting?

• Balance Sheet: Cash reserves? Debt? Access to capital?

• R&D: Committed to developing new 
products? Cutting edge or just keeping up?

• Products/Solutions: Off-the-shelf solutions; cus-
tom solutions, a combination? Production processes 
and capacity to take advantage of market changes?

How do Investors See 
the On-site Power Industry?
By: Joe Zirnhelt, COO, Power Systems Research
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YOUR POWER. OUR PACKAGING.
Whether it is simple or complex, diesel or natural gas, prime or backup, ISCO has creative 
and environment-friendly solutions to meet your power-generation needs.

Turnkey solutions for  
power-generation integration

Our UL 2200-listed enclosures are built to 
withstand the effects of severe environments

Solutions to reduce the environmental sound 
impact of your generator set and meet today’s 
stringent acoustic requirements

 www.iscopower.com
309-249-6211

INTEGRATED  
SOLUTIONS

ENCLOSURES

ACOUSTICS
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EVENTS CALENDAR

Conferences

EGSA 2017 Spring Conference
March 19-21, 2017; Kissimmee (Orlando), FL

EGSA’s Annual Spring Conference features educational sessions 
on a broad range of issues impacting the On-Site Power Industry. 
More information will be available at www.EGSA.org or by calling 
(561) 750-5575.

EGSA 2017 Fall Conference
September 17-19, 2017; Minneapolis, MN

EGSA’s Annual Fall Conference features educational sessions on a 
broad range of issues impacting the On-Site Power Industry. More 
information will be available at www.EGSA.org or by calling (561) 
750-5575.

Industry Trade Shows

POWER-GEN International 2017
December 5-7, 2017; Las Vegas, NV

The world’s largest show for power generation, featuring the 
EGSA On-Site Power Pavilion. For exhibit information, con-
tact Liz Bustamante at (561) 750-5575, ext 206 or via e-mail 
l.bustamante@EGSA.org. 

EGSA 2017 George Rowley Schools 
of On-Site Power Generation
For information, visit www.EGSA.org or 
call (561) 750-5575.

Basic School Dates Advanced School Dates
February 7-9 April 3-6
June 6-8 July 10-13
August 15-17 October 16-19

Las Vegas Basic School*
December 4-6
Hyatt Place Las Vegas, 4520 Paradise Rd, Las Vegas, NV 89169
*To be held concurrently with POWER-GEN International 2017

Charlotte is the 
Rowley Schools’ 
Homebase for 

2017!
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Powerline is published six times per year on a bi-monthly 
basis.  Articles and information submitted for publication 
should be forwarded to the attention of the Editor at the 
address above 30 days prior to publication. Technical 
articles and articles of general interest to the electrical 
generation industry are actively sought and encouraged. 
Powerline reserves the right to limit information appearing 
in its pages to that which, in its sole discretion, will reflect 
positively on EGSA and the industry which it serves.

Throughout every issue of Powerline, trademark names 
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Disclaimer

Powerline Magazine is wholly owned and operated by 
the Electrical Generating Systems Association (EGSA) and 
includes advertising, press releases, editorials, and other 
materials and information submitted by third parties and 
gathered by EGSA, its publisher, and its agents and from 
contributors. This information is passed along by EGSA for 
the interest of its members only. With regard to products, 
services and information mentioned, advertised, or printed, 
EGSA, its publisher, and its agents, do not investigate the 
merit, accuracy or value of the material or information, 
and make no representations, warranties or endorsements 
of any kind, and hereby disclaim any responsibility to par-
ties using such products, services or information. Readers’ 
activities are at their own risk.

With regard to editorials, letters to the editor, columns 
and any other opinions expressed herein, EGSA, its pub-
lisher and its agents, do not ratify, adopt, endorse or verify 
such opinions, and hereby state that any opinions, express 
or implied, are solely those of the speaker. No information 
is to be regarded as legal advice and reliance thereon and 
accuracy of statements is hereby disclaimed.

With regard to information contained herein gener-
ally, EGSA, its publisher and its agents, do not guarantee, 
represent or verify the accuracy of any information. EGSA, 
its publisher and its agents, endeavor to provide accurate 
information, but cannot guarantee the accuracy and hereby 
disclaim liability for any reliance on the information con-
tained herein.

EGSA, its publisher and its agents, make no representa-
tions, warranties or endorsements of any kind of the infor-
mation, opinions, and advertisements contained herein, do 
not assert the accuracy of any statements and all reliance 
thereon is hereby disclaimed.
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Bob Hafich
2016 EGSA President

bob.hafich@ 
emergencysystems-inc.com

The Right Person for the Job

As we head into the final days of 2016, I have 
been reflecting upon my term as 2016 EGSA 

President. Once I began serving on the EGSA Board 
of Directors, I felt that sense of commitment to the 
causes that we, as an Association have embarked 
upon during my tenure. Prior to joining the Board 
though, I remember asking myself how I might 
make a difference.

When you become a part of the EGSA Board of 
Directors there is a personal commitment, but there 
is also an employer commitment as well. In my case, 
or in my brother Joe’s case (who is also very active in 
the organization) the buck stops here. In the case of 
several of my peers on the Board, an employer must 
make that commitment also, either for the 3-year 
term on the Board of Directors or the 5-year term 
on the Executive Board as an Officer on the Board.

I was also fortunate to have worked on multiple 
programs on behalf of EGSA before I began my lead-
ership years. I was the recipient of great coaching 
and mentoring along the way. I have had more than 
a handful of superior role models that showed me 
what a great leader in our Association must do.

Leading up to my years on the Board, there were 
many opportunities that presented themselves for 
me to get involved. (From email solicitations to for-
mer leaders asking for volunteers, I feel good about 
the years I served in the trenches.) It was that hard 
work and dedication which I put in, that enabled 
me to rise where I have.  I also gained personal sat-
isfaction from completing several tasks that took me 
out of my comfort zone like public speaking. I never 
thought that I would be able to stand up and speak 
in front of over 300 people at a conference. This po-
sition has grown me in ways that I never thought 
possible and I am so thankful for it.

I guess what I am saying is that no matter what 
gets you involved in being an active member of our 
Association, there are leadership paths that you 
should not overlook or at least investigate. Did I ever 
think back in the ‘90s that I would be a leader in this 
great organization? Absolutely not. I did not, but the 
more value myself and our company got out of it, 
the more I wanted to put into it. Because of this, I 
became well-versed on EGSA programs, our culture 
and wanted to be included in the planning of the or-
ganization’s future. I had the drive to make it better, 

which brings me to the header, “The Right Person 
for the Job.” I think that all of us have leadership 
qualities within ourselves. When asked, would you 
answer the call? I know many of you would. If you 
saw a path that you wanted to go down, would you 
go? Again, I know many of you would. Let us help 
you answer that call and guide you down that path. 
We are always looking for people to help with the 
heavy lifting!

Do You Have What It Takes?
The “Right Person for the Job” should start by 

visiting our EGSA website and examining the lead-
ership pages. There are specific and transparent re-
quirements of exact qualifications to be nominated 
for the different leadership roles. EGSA also tracks all 
of our valuable member contributions in real time at 
the same area of the site so that you can see what ev-
eryone is doing. Staff also puts out the March/April 
Powerline Magazine issue annually that puts this liv-
ing document into print.

From my days as an officer on the Membership 
Committee to the volunteer work on behalf of the 
EGSA Technician Certification, the programs that I 
have I spent time on truly made me feel connected to 
this great group of member companies and people. 
The work has also promoted long lasting value for 
the EGSA name, my name, and our company name. 
To consider that several of these programs have 
been launched during my tenure in the Association 
makes me feel very proud.

EGSA is responsible for a great legacy within 
our industry. Our Rowley Schools, our Technician 
Certification exam and study guide, and our educa-
tion grants and scholarships are just to name a few. 
Now we are leading the charge again on load bank-
ing certification, so stay tuned for more as the newly 
formed sub-committee takes a run at following the 
same path that we did for the Journeyman and Ap-
prentice exams and study guides which includes a 
DACUM panel. A strong committee to develop the 
process is also underway. (For more on this subject, 
see the committee’s article in this issue of Powerline).

So search yourself, dig deep, and if you think you 
have the depth within you to be a future leader in 
EGSA, then let’s talk. n
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EDUCATION

Michael Pope
EGSA Director  

of Education
m.pope@EGSA.org

The George Rowley Schools of On-Site Power 
Generation are classroom courses, separated 

into modules covering the various components 
of an electrical generating system. Each of these 
important modules is led by instructors that are 
experts in their field to cover the theory and prac-
tice of operation of these components. Each school 
is always just a bit different, as there is the added 
bonus of the exchange of ideas and information 
between the instructors and class, increasing the 
learning and knowledge retention. 

The Basic Rowley School is perfect …
• for managers/supervisors who want to 

ensure their staff have the same basic 
knowledge.

• for project and application engineers, sales, 
marketing, parts and service and adminis-
tration staff.

• for facility managers interested in learn-
ing more about the equipment under their 
control

• for folks entering On-Site Power Genera-
tion who need a great overview of the tech-
nologies that they will encounter during 
their career. 

• for those who may be experienced in some 
areas of power generation but recognize 
their need for knowledge in other areas – 
basic electricity, voltage regulation, bids 
and specifications or transfer switches, for 
example.

• for service and sales personnel preparing 
to take the Apprentice Level EGSA Certi-
fication test.

The Advanced Rowley School is perfect 
for folks …

• who have attended a Basic Rowley School.

• who have a minimum of 3 years’ experi-
ence in On-Site Power Generation and 
wish to take their knowledge to a higher 
level.

• such as project, design and application en-
gineers, service personnel and technicians 
preparing to take the Journeyman Level 
EGSA Certification test.

• with licenses and the need to gain CEUs.

We do not recommend the Advanced Rowley 
School for people that do not have a good working 

knowledge of electrical systems for generator sets.
All Rowley School attendees receive a copy of 

the acclaimed EGSA reference book On-Site Pow-
er Generation: A Comprehensive Guide to On-
Site Power, generally referred to as the “bible” of 
the industry. This book will be useful throughout 
their career. They also receive a certificate of atten-
dance and PDF copy of each module presentation 
on a USB at the conclusion of the course.

Location, Location, Location
When EGSA first offered On-Site Power Gen-

eration Schools (at about the time when Moby Dick 
was still a minnow), most of them were held at the 
same location in Florida. After 8 schools there, 
some of the instructors were getting tired of travel-
ing to Florida, so it was decided to have them at 
different locations around the country. EGSA has 
carried on this way now for almost 25 years and 
despite our best meeting planning efforts, inevita-
bly, surprises are sometimes lurking in front of, or 
behind, the hotel’s automatic sliding entrance door, 
such as an expensive taxi ride from the airport, no 
restaurants within easy walking distance, etc.

During 2017, we decided to try a new approach 
and see whether our members will appreciate 
the change. With the exception of the December 
school (held in conjunction with POWER-GEN 
International) all Rowley Schools will be held in 
Charlotte, NC. 

Charlotte was selected for a number of reasons. 
First, Charlotte (CLT) is a major airline hub that is 
served by Southwest, United, Delta, American and 
Jet Blue. While we recognize that a trip to Char-
lotte may require longer travel times from some 
locations in North America, it doesn’t necessarily 
translate to more expensive travel costs. For ex-
ample, of 7 random airports that I checked across 
the country, round trip fares to Charlotte during 
February, 2017 ranged from $239 to $431 (Orange 
County). Seattle, Minneapolis and Midway were 
all about $360; everyone that travels knows there 
is no identifiable logic in airline pricing!

On the plus side of this single location:
• Our June school was at this location; it has 

a good meeting room, AV equipment and 
very helpful staff

• Complementary airport shuttle service

• Greater negotiating power for room rates 
and other concessions

Continued on page 29

Who, Where and When.
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Made in USA /  An Equal  Opportuni ty Employer
1-800-225-5250  russelectric.com

Custom Designed and Built 
Power Control Systems

All the capabilities you want...
and some you may not have considered!

With mission-critical data and life safety at stake, why would you try to 
make do with a standard catalog power control system? Why would 
you settle for a less than optimal solution? 

Don’t compromise. Insist on a powerful, flexible, fully-integrated 
Russelectric Power Control System... custom-designed and built 
with your specific needs and wants in mind. Russelectric will custom 
tailor a power control system that not only provides all the operating, 
monitoring, and reporting capabilities you want, but one that is intuitive 
and easy to use because it is based on your way of doing things. And 
because Russelectric specializes in custom systems, we can often 
suggest features and capabilities you never even considered.

16-318 Integrated Systems Ad (EGSA PwrLine).indd   1 10/4/16   11:34 AM
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CODES & STANDARDS

Herb Whittall
EGSA Technical Advisor
HWhittall@comcast.net

Codes & Standards Update
The U. S. Consumer Product Safety Commis-

sion Staff (CPSC) has made a recommenda-
tion for a proposed rulemaking to address the 
carbon monoxide (CO) poisoning hazard associ-
ated with portable generator sets. You can view 
this proposal by reviewing this link: https//www.
cpsc.gov/s3fs-public/Proposed Rule Safety Standard 
for Portable generators October 5 2016.pdf

UL 1778 Ed. 5 Uninterruptible Power Systems 
is being harmonized with the related Canadian 
Standard. Voting for this harmonization closed 
on October 17. The results were not made avail-
able as of the writing of this article, but in my 
opinion, it probably was accepted. More to follow 
on this.

UL has made a personnel change. Derrick 
Martin is now Project Manager for UL 231 – 
Standard for Power Outlets and UL 6200 – Out-
line of Investigation for Controls for Stationary 
Engine Driven Assemblies. He can be reached at 
derrick.l.martin@ul.com. 

UL 231 recently published some changes to 
the following articles: 5.7.2 revised “Extra-Duty” 
Outlet Box Hoods, 8.2.8 Component Accessibil-
ity, 8.2.11 Use of “Type WR” Receptacles, 35.73 
Corrections to Clause References and the Addi-
tion of “Loop Feed Current Rating” in new sec-
tion 3.6.1 and 32.3 and revising 10.1.9.

UL 6200 did not get enough positive votes to 
be approved. As a side note, UL 6200 was the 
subject of intense and somewhat negative discus-
sion at the Fall Conference meeting of our UL 
2200 Working Group that met on that Sunday 
from 11am to 2 pm (during the Conference).

In the NEC Connect news from NFPA, Jeff 
Sargent (NFPA) points out 5 new Articles that 
will appear in the 2017 Edition of the National 
Electric Code (NEC). The NEC has been com-
pletely revised and renumbered in several places. 
The new articles are: Article 425 – Fixed Resis-
tance and Electrode Process Heating Equipment; 
Article 691 – Large Scale Photovoltaic (PV) Elec-
tric Supply Stations; Article 706 - Energy Storage 

Systems; Article 710 – Stand Alone Systems and 
Article 712 – Direct Current Microgrid. 

These new articles are included, as the world 
electric systems are changing due to new tech-
nology and new uses.

The September issue of Diesel Progress has an 
article (Page 93) by Art Aiello titled “Three Part 
Harmony”. The article is related to Europeans 
approving Stage 5 emission standards for die-
sel engines and whether the US will follow suit. 
Essentially to meet stage 5, all engine manufac-
turers will need to fit Particulate filters on their 
engines. From what he says, California seems to 
think that their emission standards already meet 
those contained in European Stage 5 and that 
the Europeans are just now catching up to their 
standards. It is important that all the world har-
monize their standards to keep the costs down 
as low as possible for the engine manufacturers.

As you may recall in one of my previous ar-
ticles, I was told several years ago by Mercedes 
Benz (USA), that if they could make their SUV 
to one standard for use worldwide, they could 
reduce their cost per car by $1,000.

The ISO released a 16 page document titled 
“Changes to the ISO Directives.” They went as far 
as documenting on each page what was changed 
for that particular Directive (so you do not have 
to compare the new document with the old to 
find the changes). It would be helpful if other or-
ganizations did the same when they made revi-
sions to a document.

The ISO has been active the last few months. 
TC 70 (which makes standards concerning re-
ciprocating and rotary displacement internal 
combustion engines) held a meeting in China in 
October. They list 40 members of which 12, in-
cluding the USA, are voting members. The US 
vote is done through SAE and I am a member of 
that committee and vote. Interestingly, in a re-
cent poll, none of the voting member countries 
of TC 70 had made ISO standards a requirement, 
however they do show up in bid specs. n
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We may have said it many times before, but when it comes 
to analyzing the importance of EGSA Committees, you 

need not look any further than a visual review of the EGSA 
organizational chart. In our hierarchy, these EGSA Committees 
are ranked almost at the top of the chart, only superseded by the 
general membership. 

In 2015, we also learned during our 50th anniversary Time 
Capsule series (both the printed interviews and EGSA YouTube 
video segments) that some of the best EGSA Member memoirs 
recorded by Staff have something to do with the amount of work 
that got accomplished, or a goal that was attained while working 
on (or for) a particular EGSA Committee. Committees are also 
integral in branding EGSA outside of the membership.

In 2016, a great amount of work has been accomplished at the 
Committee level. In both San Antonio and Sacramento, strides 
have been made in multiple areas. Committee initiatives are ex-

tremely important to the Association, as this is where a lot of the 
heavy lifting gets done. 

One of our upcoming speakers for Spring 2017 mentioned to 
Staff that while he had never been to an EGSA Conference, that 
he had indeed been touched by EGSA in a significant way. You 
see, during his first year in power generation, his employer saw 
the value of sending him to an EGSA school. He verbally gave 
EGSA the credit for attracting and retaining him to our industry 
without ever touching him again for 16 years! That’s some pow-
erful stuff….and all because the Education Committee took the 
time to plan and execute a Basic and Advanced School module 
under the leadership of the EGSA Board, our Executive Director 
and George Rowley, our first Director of Education.

We hope this article will cause you to act! Get involved with 
one of our EGSA Committees if you aren’t already. We can cer-
tainly use the extra hands. The work will be rewarding and it 
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will serve you well too. Our 2013 EGSA President, Deb Lau-
rents, summed it up succinctly, “I think it is very telling that the 
EGSA Board of Directors and our Executive Board are strategi-
cally placed at the bottom of the EGSA org chart. Each of the 
committees is evenly placed in the center, as if they are a conduit 
between the general membership and its leadership.”

This article is a brief recap of recent committee efforts for 
the 2016 calendar year. Let us know how we can help you get 
involved. With that, here’s what’s cooking for the remaining part 
of 2016 and beyond!

Codes & Standards Surveillance Committee (CS)
Codes & Standards represents EGSA and its members’ in-

terests on select national and international industry codes and 
standards committees and reports back to the membership 
through Powerline Magazine, Committee meetings, Action Alerts 
and e-mail blasts.

The Committee also:

• Develops recommendations and provides action regard-
ing industry codes and standards development and re-
view by request and as needed;

• Surveys the membership and other industry professionals 
to determine the applicable standards it should monitor;

• Provides the Association with a platform from which it 
may develop Recommended Practices for the proper ap-
plication of codes and standards within the industry; and

• Educates EGSA members on standards, their application 
and interpretation.

From an organizational standpoint, there will not be any 
changes to the Codes & Standards Surveillance Committee in 
2017. The 2016 Spring Conference represents the first for the 
current CS leadership team and will run through the Fall of 
2017. However, beginning with the Spring 2017, the committee 
will be seeking a new Secretary to assume that position in the 
Spring of 2018 for a two-year commitment.

John Svendsen (Woodward, Inc.), Chair of the Committee 
had this to say, “Participating in the Codes & Standards Com-
mittee is an excellent opportunity to have involvement for your 
company on standards that could be very pertinent to your busi-
ness. Please take the opportunity to learn and grow within our 
industry in terms of knowledge and relationships and give our 
committee a try!

In addition to the reporting and updates on new or changing 
industry standards, at each committee meeting there is usually 
a technical speaker that focuses on a topic relevant to industry 
issues. During last Fall’s Conference, Dr. Karim, the Supervi-
sor of the Structural Support Unit at the California Office of 
Statewide Health Planning and Development (OSHPD), which 
handles seismic certification approval for OSHPD, presented on 
Special Seismic Certification. We are also planning to have tech-
nical speakers at the 2017 conferences too.”

Conference Planning Committee (CP)
The Conference Planning Committee is making big changes 

in 2017 as Committee Chair and Conference Emcee, Charlie 
Habic (Gillette Generators, Inc.) will take on the role of EGSA 
President next year. This makes for an exciting year, with Hal 
Walls (Clariant Corp. & EGSA Board) taking on the Chair and 
Emcee position beginning in Kissimmee at our 2017 Spring 
Conference. “Those fancy Italian loafers are going to be hard 
shoes to fill, but I have my game face on,” jokes Walls.

The additional members of the Conference Planning Com-
mittee’s leadership team will be Clement Feng (Generac Power 
Systems) as Vice Chair and Tom Black (ASCO Power Technologies 
& EGSA Director) as Secretary.

“One of the first significant changes for 2017 will be the loca-
tion of our Spring Conference,” continues Walls, “as EGSA Staff 
was able to negotiate a great rate with the Gaylord Palms Hotel 
in Kissimmee. This is the first time in over 5 years that EGSA 
has not met at a Hyatt property.”

In Sacramento, thanks to EGSA Member, Andy Briggs (Pow-
er Telematics, Inc.), the Committee selected “Power Your Imagi-
nation” as the theme for our Spring event. The committee has 

Conference Planning
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also confirmed several of the 2017 spring speakers, with the 
biggest catch being Jon Dorenbos of Philadelphia Eagles fame. 
Most recently - Jon absolutely “wowed” America with his mind-
blowing and inspirational performances on NBC’s hit television 
show - America’s Got Talent, where Jon made it to the finals and 
placed third overall in the competition amongst tens of thou-
sands of competitors.

Our Tuesday keynote is Steve Rizzo, the Attitude Adjuster. 
A Speaker’s Hall of Fame speaker, who is also a Showtime Net-
work all-star comedian, Steve brings his captivating ability to 
engage people with laughter as he challenges them to shift their 
focus and way of thinking to discover greater enthusiasm, in-
creased productivity and new levels of success.

“Our committee has a lot on its plate, some excellent EGSA 
Member speakers up our sleeve and we are working hard to de-
velop the perfect program for our next conference. Stay tuned!” 
adds Walls.

Distributor Dealer Committee (DD)
The Distributor Dealer (DD) Committee serves the generator 

service and sales side of our industry. The committee’s main 
goal is to deliver content to industry professionals that promote 
best practices and programs to meet the current needs and chal-
lenges facing generator dealers and distributors. 

Our Committee Chair is Lyndon Risser (DynaTech Genera-
tors) Vice Chair, Kurt Summers (Austin Generator Service and 
EGSA Director), Secretary, Chad Youkers (Sunbelt Transformer, 
LTD and TAP Chair) Al Powers (Powers Generator and TOYA 
Chair), Bob Piske (Arizona Generator Technology, EGSA Director, 
and DD Board Liaison). 

EGSA industry volunteers like these are from across the 
country (in many cases competitors) and work together every 
year to bring value to EGSA membership especially our EGSA 
DD Members. “The common goal of building upon our industry 
is the glue to those that want to make a difference. Our Com-
mittee needs and wants everyone’s participation,” says Bob Piske 
(former DD Chair). Current Chair, Lyndon Risser, had this to 
say, “Attending the conferences is where it starts, but serving on 
a working group that creates real value for all current and future 
EGSA members is where the action is!”

Vendors serving this committee have found the meetings to 
be a valuable platform as well. “As a Manufacturing Member and 
long-time supporter of EGSA, our company takes great pride 
in supporting EGSA and the DD Committee” says Chad Youk-
ers. “There is a wealth of networking opportunities that EGSA 

provides and one of the key attributes that makes EGSA so suc-
cessful are the committees. Once you find the committee that 
‘speaks’ to you, it’s easy to get involved and give back. ‘It’s a case 
of ‘the more you give, the more you get’ and we’ve found the 
relationships and networking possibilities afforded at the Spring 
and Fall Conferences, as well as POWER-GEN Intl. to be invalu-
able in the growth of our business.” adds Chad. “I can think of 
no better organization we support that allows one to see so many 
customers and potential customers in a concentrated area.”

 “The need for qualified technicians has always been a hot 
topic and will be key to our industry’s success in the future. 
The DD Committee created the Technician of the Year Award 
(TOYA) as tool for the membership to promote, measure and 
reward our best technicians. The fourth annual TOYA will be 
presented in the Fall of 2017. EGSA Member companies from 
all over the country submit their top technicians as candidates. 
Judges thoughtfully evaluate these through an anonymous pro-
cess that results in a top score and a clear winner. This creates 
a national platform benefiting the winning technician, his fam-
ily and their employer. Our industry also benefits by showcas-
ing our best people, which ultimately attracts new talent for the 
outstanding career opportunities in power generation. We honor 
our first responders and open the door for others to join us!” 
adds Al Powers, 2016 TOYA Chair.

 The most recent working group program is our Technician 
Apprenticeship Program (TAP). This program will leverage the 
EGSA platform to channel potential technicians from commu-
nity colleges and trade schools directly to our members. A future 
goal of this program is to create an online tool that will show-
case on-site power’s attractive career paths within our industry. 
This new program clearly display’s EGSA’s commitment to being 
“THE” Association for our Industry.

There’s more work to be done. “The value delivered to EGSA 
Members today is exceptional,” says Kurt Summers. “The leader-
ship of our Board of Directors and Staff over the past few years 
has cast a vision for innovation, relevance and excellence. It’s a 
great time to be an active member of EGSA! It’s a perfect way to 
get involved in the DD Committee.”

Education Committee
Tom Wein (Generac Power Systems & EGSA Director) has 

served the Education Committee as Chair for 3 years and is now 
passing the torch to Richard Knittel (Prime Power Services, Inc.) 
who has been an active member since 2011 and has a strong 
technician background. Most recently, our readers may recall 
that Richard spearheaded the EGSA TOYA judging process, as 
our first Chair of that working group. He was very engaged dur-
ing the process, fully vetting the scoring system with our mem-
bers during the DD Committee that took place during two of our 
association conferences (2013 and 14). 

“Richard is a great leader, has a great respect for education 
programs, is responsive to the Board and the needs of the Mem-
bers and will stay the course. He will continue to motivate and 
steer the Education Committee into the next level of accomplish-
ments,” reports Tom Wein, who will now take over as Chair for 
the EGSA Technician Certification Committee.

“The Education Committee has many moving parts, some 
might even view a recent venture as a “succession,” as a portion 
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of the Committee is breaking off from the main group to contin-
ue the work conducted thus far to develop an EGSA Loadbank 
Certification program.”

Tom continues “So far, we have completed the following 
tasks, approved structure and assigned members to the commit-
tee, developed a rough draft of learning outcomes that is being 
vetted, the EGSA Board approved funding for a certification pro-
gram by a third party, the DACUM (which stands for Develop-
ing a Curriculum) panel has been identified and approved with 
safety being a top priority.”

This initiative is moving forward, led by the recently ap-
pointed Chair, Paul Feld (Penn Power Systems and EGSA Direc-
tor), along with Scott Anderson (Simplex, Inc), Richard Knit-
tel, Martin Peko (Load Banks Direct, LLC), Al Powers (Powers 
Generator Service, LLC), Mark Prevoznick (ASCO Power Tech-
nologies) and Tom Wein. 

Join the Education Committee in Kissimmee, they would love 
to get you engaged in one of our many programs that serve the 
industry! 

Government Relations Committee (GR)
The Government Relations Committee is experiencing a 

changing of the guard in 2017, with Mazen Badr (PD Systems) 
stepping into the role of Chair. This change was recommended 
by Dave Stringer (DEIF, Inc & EGSA Director) and approved by 
2016 EGSA President Bob Hafich (Emergency Systems Service Co.).

The committee will keep its focus on microgrids and renew-
ables for both the government (such as the Dept. of Defense) and 
regional municipalities. 

Over the last few conferences, the attendance of the GR Com-
mittee has steadily increased. This is great news, considering 
the lack of government members in attendance due to recent 
funding issues.

Overall, the committee maintained and offered exciting inter-
est in doing business with the government. New opportunities 
were limited and in general the microgrid discussions took cen-
ter stage during the committee meeting in Sacramento. Badr had 
this to add, “As I take over the Chair role, I will do my best to 
manage the fear of doing business with DOD customers, help our 
committee members identify opportunities and showcase what 
is out there for our Members, the majority of whom have never 
done business with the DOD. Ways of accomplishing this will be 
addressed in the next few meetings and if possible, government 
personnel will attend and join in this important industry topic.” 

International Trade Committee (IT)
“For EGSA Member companies looking to expand their busi-

ness outside the borders of the United States, or if you are al-
ready conducting business around the world, this is the com-
mittee for you,” says David Vennie (Worldwide Power Products 
& Chair of the International Trade Committee). 

“The International Trade Committee helps provide Members 
with a ‘think tank’ for moving your business from local to glob-
al. The committee focuses on global market activity to keep a 
pulse on power generation around the globe.

The committee leadership, with assistance from outside per-
spectives and speakers, review active growth areas around the 
globe for potential focus and expansions. 

We look at US government programs such as blue key to help 
with expansions. We review Internet, Google, and other on-line 
options to expand without building brick and mortar. We dis-
cuss the best electric power trade shows around the globe, and 
we even get to basics as far as international traveling hints and 
tricks to the trade,” Vennie continues.

Overall, the committee generates great discussions related to 
international business. If you (or the firm you work for) have any 
involvement in international business, this EGSA Committee is 
the place for you.

Market Trends Committee (MT)
The Market Trends Committee has finished the 2016 year 

as strong as ever, with John Hoeft (GE Power) completing his 
3-year term as Chair and “passing the gavel” to Joe Zirnhelt 
(Power Systems Research), who has been active in committee lead-
ership, serving most recently as Vice Chair of the Committee. 
Justin McMahon (Leroy Somer/Kato Engineering and EGSA BOD) 
is also moving through the chairs, advancing from Secretary to 
Vice Chair with Chris Nagle (Dresser-Rand, A Siemens Business) 
selected as the incoming Secretary.

“The Market Trends Committee is thankful for the leader-
ship under John Hoeft over the past 3 years. During his tenure, 
the Committee has grown significantly in terms of regular at-
tendance by creating meetings that offer an interesting agenda 
where attendees feel engaged to ‘be involved’ in furthering com-
mittee objectives. 

As an example of the committee’s service to the association, 
they have established the annual Pulse Survey which is adminis-
tered before each fall conference and provides valuable insights 
for members concerning the business climate for on-site power 
generation” reports new Chair, Joe Zirnhelt. 

EGSA COMMITTEES
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In 2016, the committee hosted intriguing committee meetings 
that were both informative and maximized member participation.

Spring 2016 – In San Antonio we were fortunate to have 3 
guest speakers including:

Dave Branyon (Southwest Research Institute) spoke on the 
subject of Advancements in Gas and Dual Fuel Engine Technol-
ogy.

Karl Schmid ( John Deere Power Systems) and Keith Burg 
(MTU Onsite Energy) each offered their perspectives on market 
trends in the area of power generation for agricultural applica-

tions.
We brought a new meeting format to the Fall 2016 Confer-

ence in Sacramento, where we facilitated 4 breakout groups to 
discuss topics and then came back together as a committee and 
tasked the group leaders to present the key takeaways. 

The format was successful in that it fostered knowledge shar-
ing amongst all meeting participants. The following were the 
areas of focus for the small groups along with the small group 
leaders:

• Disruptive Technologies & Incentives led by 
Mike Sanford (Cummins Power Generation) 

• Peak Shaving Management Issues led by 
Hans Melberg (IEA)

• Market Opportunities for Onsite Power led by Bob 
Apple (Volvo Penta) and Don Kujawski (Murphy by 
Enovation Controls)

• Fuel Quality led by Brad Holmes (Clay & Bailey Mfg. 
Co.)

The Market Trends Committee looks forward to continued 
success in 2017. They encourage OEMs, distributors and con-
sultants that want to better understand the market and new op-
portunities to consider attending the meetings and becoming 
involved in this committee. The dialog to provide insight and 
create market connections to further develop potential business 
relationships is a unique aspect that Market Trends brings to the 
table and will provide value to each attendee’s EGSA experience.

Membership Committee
The Membership Committee revived of one of our “tried and 

true methods” of gaining new EGSA Members in 2016, with a 
new spin on an old tactic! In Sacramento, the Committee rolled 
out the 2016-2017 EGSA Membership Drive.

“Not since 2012 have we attempted one of these efforts and 
we are expecting some great results. We are offering superior 
‘drive’ prizes to do what we do best, add value to the Associa-
tion by signing new members,” reported Walter Petty (Atlantic 
Power Solutions & Membership Chair.)

Beginning on September 12, 2016 and continuing through 
to our first day of the EGSA general session at the 2017 EGSA 
Spring Conference (March 20, 2017), EGSA Members will get 
out there and compete to win by signing new EGSA Members.

We are serious about growing the membership of our orga-
nization in the right way, and the BEST way to effectively add 
good members to the Association is through word-of-mouth and 
peer-to-peer interaction. 

The 2016-2017 Membership Drive Grand Prize Package includes:

• One complimentary EGSA Registration for Fall 2017 
(estimated value $555)

• A $250 hotel credit in the Fall (to be redeemed dur-
ing our Fall Conference next year from Sept 17th-19th, 
2017 at the Hyatt Regency Minneapolis, MN)

• A $500 Richard Petty Driving Experience Gift card – This 
part of the gift provides the winner great flexibility to cus-
tomize the Richard Petty Driving Experience. Here’s a list 
of tracks all over North America where you can redeem 
this fabulous prize purse for signing the most EGSA New 
Members: www.drivepetty.com/race-tracks

It’s a purse worth over $1,300 for doing what you already do 
best, sharing information with your colleagues!

As our industry evolves, EGSA needs to grow too… not only 
to widen our circle, but to also extend our reach in certain mem-
bership categories such as consulting & specifying engineers, 
military members and technician member categories.

The last time we attempted this in 2012, we gained 24 new 
members, several of which have become very active and hold 
leadership roles in the Association! It was well worth the effort 
and association branding.

Load Bank Certification Sub-Committee (LB)
Paul Feld (Penn Power Systems & EGSA Director) has been a 

long-standing member of the Education Committee. He present-
ed an idea about establishing a Load Bank Training Certification 
back in 2015 to supplement EGSA’s Rowley schools. 

The certification would consist of classroom and hands-on 
training, with an exam that would need to be passed satisfac-
torily in order to achieve certification. The motivation for this 
training was two-fold; establish a world-class certification to 
educate technicians, and to train them to use the best safety 
measures at all times.

EGSA COMMITTEES

Membership
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As many in our industry will agree, executing a Load bank 
test is a complex process, as no two are ever the same. They also 
present safety concerns because of the complexity. The goal of 
this ad hoc-committee is to develop the curriculum.

After a couple of false starts, the group decided to seek advice 
from Ferris State University (FSU) on how to move forward. It 
was determined that the best path was to use the same path we 
used to develop successful the EGSA Technician Certification. 
First, a DACUM panel will to create the questions that will be 
used to drive the curriculum. 

The Load Bank Committee is currently made up with Paul as 
Chair, Richard Knittel (Prime Power Services, Inc.) - Vice Chair, 
Bob Piske (Arizona Generator Technology, Inc. & EGSA Direc-
tor) - Secretary, Michael Pope (EGSA) - Board Liaison, Tom 
Wein (Generac Power Systems & EGSA Director), Al Powers (Pow-
ers Generator Services, LLC) , Dave Pfister (Simplex, Inc), Mark 
Prevoznik (ASCO Power Technologies) and Martin Peko (Load 
Banks Direct, LLC) engaged FSU to provide a proposal to create 
the questions. 

Paul Feld had this to report at press time, “After several dis-
cussions, a decision was made to accept the FSU proposal and 
move forward with the DACUM panel. Our expectation was to 
meet in November with the panel to hammer out the questions. 
The questions are being developed by our industry experts (sev-
eral some from the Committee), from load bank manufacturers 
and others from the technician side of things. We have post-
poned the DACUM panel until February 2017 and once all com-
ponents come together, member companies will have access to 
this professional training with certification. We are certain that 
this effort will elevate and separate our member companies and 
their technicians from the fray. Customers embrace any level of 
certification that ensures that their equipment, regardless of ap-
plication, is well maintained and always in a state of readiness, 
‘certified to perform as designed.’ We need EGSA member sup-
port to make this happen.” 

Technical Oversight Committee (TOC)
Thought EGSA always has the same committees?… introduc-

ing our newest committee – Technical Oversight Committee 
(TOC)

Brian Ponstein (MTU Onsite Energy Corp.) saw a real ad-
vantage of EGSA Members joining forces to fill voids within our 
member organization in a technical fashion. It all began when 

he and Dan Bigelow (Reverso Pumps) discussed the topic of fuel, 
mainly biodiesel and reoccurring issues seen in our industry 
for some time. They discussed how both of their organizations 
have written articles on this subject, but lamented that neither 
of them felt they gave the subject the proper justice due to orga-
nizational limitations and brand-specific measures. The idea of 
using EGSA as a way to create video content and publish topics 
together using EGSA as the platform was born. 

Both Brian and Dan knew this idea had to get the proper at-
tention from the right individuals at EGSA to get this committee 
underway. As we know, typically if someone comes up with a 
good idea, they become the keeper of the flame. Both Brian and 
Dan were more than willing and actually turned down other 
committee leadership positions to ensure that this new commit-
tee takes off.

Before the Spring Conference in Sacramento, Brian and Dan 
had several discussions with other EGSA members, as well as 
Staff about using industry experts to create articles and videos 
on topics relevant to our industry. 

While many member companies write articles on topics, they 
can be limited on what they can write based upon what a specif-
ic organization does…. where adding other member companies 
into the mix makes for a more well-rounded article to address 
the entire picture. Content will be presented in a way that will 
be informative to sales professionals, business owners, the engi-
neering community and even lawmakers.

Brian and Dan hit the Spring Conference hard by creating 
awareness within other key committees like Conference Plan-
ning, Distributor Dealer and the Education Committees. The 
idea and concept was accepted favorably and a new EGSA com-
mittee was formed. Brian and Dan setup the building blocks 
ahead of time to give the EGSA Board a full understanding of 
why this committee was needed and what it will do. The EGSA 
Staff also sees the value in how this committee will bring a new 
element to the Association.

Since this is a newly formed committee, it is also a great op-
portunity to increase your involvement within EGSA if you are 
currently looking for something to be involved in or just have 
an interest. This group will be very active in writing articles and 
publishing videos on topics related EGSA’s members. Plan on 
attending the Spring Conference TOC Meeting in Kissimmee to 
learn more about how to get involved or contact us now! Bring 
your ideas to this meeting, as the group is eager to hear them.

Meeting of Members
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Visit Generac.com/generaccity to browse hundreds of 
real-world applications. For project design support, contact 
your local Generac Industrial Power Distributor.

POWERING
BIG INDUSTRIES
FROM SINGLE ENGINE TO PARALLELED SOLUTIONS,
GENERAC INDUSTRIAL POWER KNOWS MEDIUM VOLTAGE

Medium voltage applications can be found in data centers, municipal waste water, petrochemical, 
heavy manufacturing, and campus environments where loads are physically located far apart. 
Generac Industrial Power has tremendous experience optimizing these multi-megawatt, medium 
voltage solutions for our customers – because after all, power generation is all we do.
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EGSA COMMITTEES

Another exciting item! The TOC has already begun work. 
TOC leadership is working with EGSA Staff to secure proper 
resources to create, host and distribute deliverables. The first 
article is underway, along with the scripting of our first video 
recording session (tentatively scheduled at POWER-GEN In-
ternational). Stay tuned via EGSA’s YouTube channel, Powerline 
Magazine, LinkedIn and website for links to these documents 
in 2017.

Codes & Standards Working Groups
“Before I report on the UL 2200 Working Group, I’d also like 

to add that Columbia Southern University is offering our mem-
bers a 10% discount on pursuing a college education,” reports 
Steve Sappington (Caterpillar, Inc. and EGSA Director), and with 
that, our Chair of the UL 2200 Working Group begins. 

“The UL 2200 Working Group has been encouraged and mo-
tivated by UL to hold itself accountable for making the UL 2200 
Standard for Safety what it needs to be for our industry. In other 
words, UL told us that the Standard is ours to make our own. 
Our group discusses, throughout the year all of the new and 
current methods and the materials used, to construct an engine 
generator assembly and develop change proposals to ensure UL 
2200 remains aligned with those methods and materials. Safety 
is paramount! 

Two-thirds or more of the UL 2200 Standard Technical Panel 
(STP) members support and attend our EGSA UL 2200 Working 
Group meetings. Therefore, UL 2200 change proposals devel-
oped by EGSA will likely be accepted when the proposal is voted 
upon by the entire STP. 

UL representatives periodically attend our meetings to up-
date us on internal activities pertinent to the UL 2200 Standard 
for Safety. At EGSA’s 2016 Fall Conference, we learned that UL is 
harmonizing UL 2200 with Canadian requirements to develop 
a new Standard, ULC 2200. UL provided us with an overall 
review of the new standard and requested our group’s feedback. 

Professional relationships are formed in our working group 
and maintained throughout the year, during discussions with 
working group members and as a task force UL requested for us 
to form to improve gaseous fueled engine genset requirements. 

Committees not only represent progress in our industry and 
organization, they are where change is explored and discussed. 
By participating in an EGSA Committee, you are not only help-

ing with EGSA initiatives, you are enriching your career and 
representing your employer by using your voice in on-site power. 

As with any business of significance, there will always be 
differing opinions and challenges in EGSA Committee work, but 
these outlets provide a unique position within onsite power to 
express those differences and come together to do great work.” 
Sappington concludes. 

How EGSA Committees are Organized
Each of our EGSA Committees typically has 4 active leader-

ship roles to fill, while there are a few exceptions with our ad-
hoc committees and working group(s). Three of these leadership 
opportunities (Chair, Vice Chair and Secretary) are perfect op-
portunities to explore leadership within EGSA or to rise in the 
ranks of members and aspire to an EGSA Board of Directors role. 

The 4th leadership role on each committee is the Board Li-
aison. This person is typically appointed by the current Presi-
dent from our list of Board Members. This EGSA Board Member 
works as a conduit to report on committee activity that needs 
Board attention, approval or acknowledgement. The Board Liai-
son is an important component of each committee because since 
they sit in on the Board of Directors (BOD) meetings, they know 
what fellow BOD members expect them to bring forth before 
and after each committee meeting is held. This keeps everyone 
informed of the important work and can provide perfect updates 
at a moment’s notice, as BOD meetings are held both before and 
after the committees meet!

The people who fill these committee leadership roles have, 
in most cases, worked diligently to get there. They have partici-
pated over time and been appointed (for 3-year terms) by the 
EGSA President.

For those members who go the additional mile after leader-
ship in our EGSA Committees, many choose to advance and go 
into service on our Board of Directors. If you are interested in 
committee activity, we strongly urge you to select one or even 
two to attend when you register for the 2017 Spring or Fall 
Conferences. Feel free to also join our LinkedIN page, Electri-
cal Generating Systems Association (EGSA), where the majority 
of our committees have a separate page where the members of 
that committee use this social media platform to communicate 
between meetings. n
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Limited diesel fuel storage and irregular re-supply can 
often cut emergency generator run time to 24 hours or 
less. The GTI Bi-Fuel® System can increase your run 
time by as much as four times that of conventional, 
all-diesel operation.

GTI BI-FUEL IS THE SOLUTION
This patented system draws low-pressure natural gas 
into your diesel engine as supplemental fuel. It can 
substitute up to 70% of your diesel fuel requirement, 
extending generator run time and reducing your 
dependence on diesel fuel re-supply. Proven in 
thousands of installations, GTI Bi-Fuel® is an easy 
retrofit requiring no engine modification.

GTI Bi-Fuel® — A Product
of the HOERBIGER Group

Increase your generator run 
time by as much as 400%

Data Centers, Hospitals, Critical Care Centers, 
Nursing Homes, Grocery Stores, Climate-Controlled 
Storage Facilities, First Responder Facilities…

BECAUSE YOU NEVER KNOW WHEN 
YOU’LL NEED STANDBY POWER.

Find a distributor near you or learn more about 
GTI Bi-Fuel® at www.gti-altronic.com.
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Top: These 3 fuel samples exhibit the differences between good 
and poor quality diesel fuel.

Middle Right: Gum and Varnish formation on a fouling filter 
housing.

Middle Left: Here’s an example of poor fuel samples directly 
pulled from a diesel generator tank.

Bottom: Dust particles from internal tank corrosion.

FUEL

Preventive Measures are 
Required with ULSD
Smart Fuel Management 
Can Prevent Shutdowns and 
Protect Equipment
By: R.J. Johansen, Fuel Management Services

Professionals in the on-site power industry are tuning in to 
the fuel quality challenges that have arrived with ultra low 

sulfur diesel fuel (ULSD) as well as the essential strategies for 
protecting power generation sites from fuel-related threats. 

It was my privilege to deliver a presentation on fuel qual-
ity challenges and opportunities at the EGSA Fall Conference 
in Sacramento in September. The professionals in attendance 
seemed eager to learn about ULSD and how to manage the 
challenges that it presents. In follow-up discussions I have 
fielded many questions and heard a lot of stories about dif-
ferent fuel-related concerns 
and problems. It is exciting 
and satisfying to help ser-
vice professionals learn more 
about fuel and develop prof-
itable business practices that 
enhance their client relation-
ships.

With several years of stor-
ing and using ULSD, on-site 
power professionals are be-
coming famil iar with the 
equipment problems and service interruptions that can re-
sult when fuel is inadequately managed. ULSD issues have 
been studied repeatedly, including an in-depth report by the 
U.S. Environmental Protection Agency published in 2016. (A 
summary of the report is available online at www.epa.gov/ust/
alternative-fuels-and-underground-storage-tanks-usts. The full 
report is also available for download.)

The EPA conducted research on 42 underground tanks 
storing diesel fuel and found that 83 percent exhibited mod-
erate or severe corrosion of metal components inside the tank 
system. It also found that only 25 percent of the owners of 
those tanks were aware that they had a problem.

The EPA report confirmed what previous studies have 
shown: ULSD has substantially different fuel chemistry 
compared to the higher-sulfur fuels that we used to store for 
on-site power. Today’s diesel is pushed hard during refin-
ing to increase the yield and remove the sulfur. It undergoes 
catalytic cracking and hydro-desulfurization. It is transferred 
repeatedly as it travels from the refinery to the storage tank, 
and each transfer can introduce contaminants such as etha-
nol and microorganisms. 
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Our best work begins by 
thinking outside the box.

1740 Eisenhower Drive | P.O. Box 5905
De Pere, WI 54115-5905

920-490-3250 | Fax 920-617-3308 | www.robinsonenclosures.com

WHERE CUSTOM IS STANDARD

Our best ideas go inside.
At Robinson Custom Enclosures, our state of the art design
begins by thinking outside the box. We custom design each
enclosure package to meet the customer’s need in the
most cost-effective way possible. 
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At Robinson Custom Enclosures, our state of the art design
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enclosure package to meet the customer’s need in the
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thinking outside the box.

Our best ideas go inside.

 800.231.2258
BALTIMORE, MD WWW.PRITCHARDBROWN.COM

• ISO-9001 Certified
• 70,000 ft2 of manufacturing space
•  Strategically located for domestic and  

worldwide markets
•  Over 65 years of experience
• Turn-key systems available

• Available Certified IBC Seismic Compliance
• Professional sales and engineering staff
•  High performance, maintenance free materials
• Unparalleled customer service
•  Expertise in code compliance, extreme sound 

attenuation and challenging applications

Like Us
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FUEL

While the EPA stopped short of explaining the causation 
between specific fuel contamination issues and the problems 
it found in tanks and equipment, the report left no doubt that 
proactive steps are essential to prevent premature failure of 
fuel storage vessels, metal tank compo-
nents and fuel metering systems.

In addition to the contamination is-
sues, ULSD also brings an increased 
risk of filter plugging, due largely to the 
fallout of particulates from the fuel and 
the build-up and/or release of sediments. 
These problems occur more frequently 
now, because ULSD has a greater affinity 
for moisture, and it carries water along 
for the ride. Water collects on fuel-wetted 
surfaces and serves as the electrolyte that 
allows corrosion to take place. Water also 
provides a habitat for microorganisms. 
Fuel tanks are better environments for 
microbes to grow now, because there is 
less sulfur, which used to act as a natural 
microbe inhibitor in diesel. The fuel also 
has reduced lubricity compared to high-
sulfur diesel. 

Another set of complications comes 
with the biodiesel that is blended into 
many diesel loads. Biodiesel is an excel-
lent drop-in fuel that improves diesel’s 
environmental profile and can improve 
the price, but it also will make the fuel 
more complex and less stable in storage, which increases the 
need for effective fuel quality management.

ULSD and bioblended ULSD are relatively new fuels, and 
there are new rules for handling them. Before you go running 
for the hills, let’s look at a few easy ways we can fight these 
problems:

• Regularly monitor fuel, and remove any water that is 
present in storage tanks.

• Send fuel samples to a fuels laboratory as a matter of 
routine to test for stability, water, particulate, microbial 
life, and organic/inorganic contamination. 

• Use additives that include film-forming amines that 
inhibit corrosion; an anti-microbial (dual phase); a de-
mulsifier; and an organic dispersant. Make sure all these 
components are totally fuel soluble.

• Filter the fuel and clean the tanks.

Housekeeping is more important than 
ever before. Fuel Management Services 
has been addressing diesel issues for over 
60 years, and it has never been more im-
portant than now to start a preventative 
maintenance program to limit corrosion 
in tanks and components and minimize 
other fuel quality issues.

The industry is becoming more aware 
of this topic and now is the perfect op-
portunity to start educating your custom-
ers and employees on the issues we have 
been seeing. Offer better protection, and 
reassure your customers that with your 
help their emergency generator will not 
shut down at a critical time.

About The Author
Richard (RJ) Johansen 

is from Toms River, NJ. 
He works with Fuel Man-
agement Services and has 
been supporting the on-

site power industry with fuel quality expertise. He has been 
working in the oil and gas industry for 5 years, working in ar-
eas such as Saudi Arabia, Bahrain and Qatar and has managed 
projects on industrial pipelines in power plants, oil and gas 
refineries and corrosion prevention. By seeing the opportunity 
first hand with fuel changes RJ has continued a career in fuel 
analysis services and diesel fuel additives. 

RJ has assisted many emergency power service departments 
with managing ultra-low sulfur diesel and is well-versed in 
fuel contamination, fuel additive chemistry, corrosion control 
for fuel in storage, as well as fuel distribution systems. He has 
also provided fuel quality solutions for utilities, diesel trans-
portation, military and heating oil delivery.

Gums, particulate, and varnish buildup 
from a fouling filter.
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2016 TECHNICIAN OF THE YEAR

Dave Yuro went to Cedar Ridge High School 
for 4 years in Old Bridge, NJ. During his 

senior year, he participated in an industrial pro-
gram and left school each day after lunch to go 
to work as a construction technician at a local 
cable company. Then, he graduated from Lincoln 
Tech for automotive and Diesel Technology. Dave 
sees great potential in the EGSA Technician Ap-
prenticeship Program (TAP) that our Distribu-
tor Dealer community is working on currently, 
“I sincerely wish that our industry had more of 
a shadowing program. It is so much easier to 
show someone than tell someone when it comes 
to a generator technician’s responsibilities,” Dave 
shares during his phone in-
terview this month.

While Generator techni-
cians are responsible for ser-
vicing, maintaining, selling parts 
and providing customer assurance, in 
our industry, they are also the represen-
tatives of our companies and usually one 
of the few people that actually have face-to- 
face time with your customers.

Technical knowledge is respected and expect-
ed, but the ability to think and act under pressure is 
what separates elite technicians from the “shade tree” 
mechanic. Power Generation equipment is made 
up of sensitive and complex systems that require 
expertise to keep the power on. Many times, the 
systems that a technician installs and/or services 
can sometimes mean the difference between a life 
or death situation, making them our industry’s 
“first responders.”

On September 14th, EGSA and Modern Power 
Systems announced that Dave Yuro was named 
the 2016 Technician of the Year Award (TOYA) winner at the EGSA 
Fall Conference in Sacramento, CA. Dave, his wife, along with the 
VP/GM of Modern Power Systems, John McClure, were all in atten-
dance at the EGSA Fall Conference in Sacramento, CA to celebrate 
this industry accolade in its third year of being awarded.

“Dave was our third EGSA TOYA to be named since the pro-
gram’s inception. EGSA has been so proud to host this annual event, 
but our sponsors are what really make an impact on the award it-
self,” shared Lyndon Risser, 2016 DD Chair. “Having a program like 
this where we can recognize our industry first responders has been 
rewarding and our sponsors have really stepped up each year to 
add the value that the program warrants. It has been such an honor 
for our committee to develop and work on each year.”

Dave began his career in power generation by almost sheer ac-
cident. He was working as a lift truck mechanic, when one year, the 
company he was working for decided to downsize and disband the 

forklift business altogether. This created a series 
of layoffs and the company told everyone who 
worked in the forklift division of the business 
that they should begin looking for another job.  
His company ended up offering him a job in their 
power generation division, in what might have 
been considered a setback had things not turned 
out so well.

“It was actually an excellent move. I was al-
ready working as a mechanic, but working with 
forklifts is a completely different animal. First, 
there is a big learning curve for a power genera-
tion system. Also, if you have a forklift go down, 

there are typically a few others that 
can be used until you get the re-
pair completed. With a genera-
tor, there’s typically only one, 
so your time management and 

your ability to assess the situation be-
fore you make the service call are much 

more critical functions. 
The typical client is also different. In 

power generation, your client is usually a high 
level manager. You have to be on your game 

and know the best way to fix the problem. The 
work environment is also much cleaner. Forklifts 

were not a clean work environment, as opposed to our 
Marine/Yacht clients whom demanded a spot-
less work area. Over the years, I even kept white 
sneakers and a specific clean uniform in my truck 
to work on the boats,” Dave adds.

Being flexible is definitely a plus in this indus-
try. While some clients these days have remote 
monitoring systems, others still prefer to call Dave 
direct. “My office schedules the appointment, but 
most times, my customers call me directly with 

the issues, so that I can start to diagnose the service call prior to 
going out. Simple time savers like knowing what to bring along on 
a call can save a second trip out,” Dave adds.

“My average work week is about 60 hours. It can really be a 
rollercoaster during certain months and you have to be flexible. I 
can go a month without making a service call on a weekend, and 
then get three Saturdays of calls in a row. There are typically late 
night phone calls and off hours. Our territories are split and the 
response time is top priority. We have 20 techs now, when I started 
there were 4. We have grown tremendously in the years I have been 
at Modern.  Most techs have been here for approximately 6 years 
and there are a few that have put in half that time. We have three 
EGSA Journeymen currently and 7 or 8 apprentice-level guys who 
are working toward the time in job needed (3 years) to take the 
Journeyman test. It is Modern’s goal, as well as Generac’s, to have 
all industrial technicians EGSA certified.”

Interview With Our 2016 TOYA 
Winner, Dave Yuro

PORTRAIT OF A WINNER: 
Our 2016 EGSA TOYA is 

David Yuro of Modern Power 
Systems, a 29-year power sys-
tems veteran, with more than 
19 directly related to power 

generation.
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2016 TECHNICIAN OF THE YEAR

Questions from Our Members
The following question was provided by Todd Vaughan, 
Kelly Generator & Equipment, Inc. - 2014 TOYA Winner

How did you come to be a generator technician, do you 
love what you do, and what brings you the most satisfac-
tion (as it relates to generators)? 
David Yuro: “I guess the short answer is solving tough problems. I enjoy 
being put to the test and when it’s all over and resolved I get a great 
feeling of satisfaction. Also training is extremely gratifying. I really enjoy 
teaching the Generac Power Systems training classes in Bristol, PA”

The following question was provided by Sean Fallon, 
Cooper Electric Supply 

Is there any issue you encounter that could be prevented 
with additional training for either the installing contrac-
tor or the end user? 
David Yuro: “Natural Gas Plumbing issues…a lot of our natural gas start-
ups cannot be completed as planned due to insufficient gas volume is-
sues. I think training for the plumbing contractor would be a great help 
in this area.”

The following question was provided by John Bentech, 
Dynatechgenerators.com 

In emergency situations when the best of technicians 
bump up against proprietary controls, do you feel there is 
a need for a standardized diagnostic platform (like OBD2 
in the automotive field) for the generator industry? 
David Yuro: “Good Question John! I have mixed feelings about having a 
Standardized Diagnostic Platform. On one hand, it would make my life 
(and those of my fellow technicians’) easier by giving us the means to 
communicate with all genset controllers.  But…I think it would also hurt 
the dealerships that are highly trained on a specific product by letting 
untrained and non dealers  get into parameters they are not familiar 
with. For example, we have a customer with a Generac Bi-fuel MPS sys-
tem (paralleling system) that used a non Generac generator company 
to troubleshoot an issue they were having. The service company had a 
version of our gen link program and was able to access the parameters. 
Needless to say they only made the issue worse and we were called in to 
make a simple fix. Training is KEY!”

The following 5 questions were provided by Chad Youkers, VP 
Rentals Division - Sunbelt Transformer Ltd., EGSA Distributor 
Dealer Committee Secretary

We all have those defining moments in our career that 
we’re most proud of. Could you share a notable experi-
ence that stands out? Do you have any advice for some-
one out there that may be reading this that thinks they 
may want to pursue on-site power generation as a ca-
reer? Where to start?
David Yuro: “There are so many jobs that I am proud of, but recently we 
replaced 2 radiator assemblies at a sewer plant in 2 separate buildings. 
They came from England and with the fan assemblies attached, weighed 

over 5000 lbs. We had very limited space to work with and we were told 
several times that our plan of removal and installation wouldn’t work. 

Meanwhile, the job went like clockwork. It’s a great feeling to accom-
plish something like that! There have been many others, but the truth is 
I feel proud of every job every day.

My advice for someone interested in on-site power generation as a 
career would be to look into it. Make sure you are willing to make the 
commitment first. It is not a 9 to-5 job. There will be cancelled plans and 
late nights and it has its dangers, but if you are willing, it is a great career 
and you will never stop learning.

Start with a technical school and join a company that’s willing to train 
and you won’t be sorry. One of the biggest complaints I hear from techs at 
other companies is ‘We never get any training’ and that’s just a shame.”

What job stands out as the one that is unequivocally your 
proudest moment as a power generation professional? 
And, why?
David Yuro: “It’s difficult to recall one job as my proudest moment. I like 
challenges and anytime I leave a job site with a happy customer, I am 
proud. But if I had to pick one right now, I would say the time that fel-
low technicians Brian Pagano, Rich Boyle, Lamar Sullivan and I had to 
replace (5) 22 liter Doosan Engines at a Pennsylvania school for the 
disabled children.

We worked long days in 100 degree heat in the middle of an open field 
and the conditions were brutal, but we were able to get them back up 
and running and load banked in the allotted time. Although physically 
drained, by the end of the job, all we could do was smile.”

What do you think would be the best way to introduce 
and attract ‘Millennials’ to the lucrative onsite power 
generation industry?
David Yuro: “Introducing millennials to on-site power is a challenge, be-
cause not many schools focus on generators as an area of study. In 
the last few decades the education system has gone from “blue collar” 
hands on training to a more administrative way of education.

As we mentioned earlier, I believe if millennials could be introduced by 
using an apprenticeship program which includes “shadowing” a techni-
cian on the job, they would realize the technology and skill set involved in 
the generator industry.  It’s one thing to talk about a career and another 
to experience it.”

What do you think is the most frustrating challenge that 
our industry faces today?
David Yuro: “I believe the issue we are facing is many companies believe 
they can jump into the lucrative (on-site power generation) industry with 
inadequately trained and/or inexperienced technicians. Many techs that 
I speak with get little training and poor support from their companies. 
This causes customers to receive a poor quality of service and reflects on 
our industry. I have been lucky to work for companies that have always 
put safety, training and quality first. I believe customers should always 
ask for EGSA certified techs to work on their critical equipment.”

Looking back, would you do it all again? Why or why not?
David Yuro: “Absolutely, I love my career. The only thing I would change is 
I would get involved in generators earlier, right out of technical school. I 
find my job extremely satisfying. Every day I find a feeling of accomplish-
ment helping customers.”
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The following question was provided by Jeff Gehlhausen, 
Clarke Fire Protection & Clarke Power Generation.

In your many years as a tech what was that ‘Holy Cow’ 
moment that comes first to mind and how did your years 
of experience and training get you through it? 
David Yuro: “Training is so important! You can’t fix or maintain anything 
if you don’t know how it works. I went to Lincoln Tech for Automotive 
and Diesel and then went to Foley Cat, where training was a top priority. 
Between the lift truck and power systems, I attended countless classes. 
Now at Modern, I have attended many Generac, Volvo, Perkins and ASCO 
Classes.

I believe you never stop learning. I can’t think of a particular “Holy 
Cow” moment, but there are definitely times when things don’t go as 
planned….like when you are doing an annual load bank test and some-
thing fails. You have to be able to assess the situation calmly and decide 
a plan of action. That’s where training and experience kick in and you 
keep your head about you.”

The following 3 questions were provided by Rick Morrison, 
Sales Manager, Integrated Solutions, Nixon Power Services, 
EGSA Director 2013-2015

Why did you get in the generator business?
David Yuro: “I was originally a lift truck technician. My company disbanded 
the lift truck business and invited a few of us to join the power systems 
division. This was the best thing that ever happened to me, although it 
didn’t seem like it at the time. I had just bought a house, had 3 children 
and was changing careers. But, quickly I realized I had been given a great 
opportunity and I have been in the industry ever since.”

What is the one thing that motivates you every day about 
your job?
David Yuro: “I enjoy that every day is a new experience, there’s never a 
dull moment. I feel like I learn something new every day and that no two 
days are alike. I also get to challenge myself daily. Just when you think 
you have it all figured out…you don’t.”

How do you balance your family life with your career?
David Yuro: “I will admit this is a very challenging job that conflicts with 
family time. Being on call and emergencies happen and plans do get 
cancelled. The balance my family has obtained is based on our spon-
taneous nature, and working around the position…and, we don’t make 
plans that can’t be changed.”

The following question was provided by Christy Livering, CAP-OM, 
Vice President/Operations Manager, DynatechGenerators.com

How do you stay humble in your position, considering the 
risks involved on the field/site?
David Yuro: “Safety is and should be every gen tech’s primary concern. 
The job is dangerous but if you follow safety procedures, wear your PPE 
and don’t take shortcuts, you will be okay.”

The following question was provided by Dane Olson, Operations 
Manager, Generator Solutions, Inc.

Simply put, do your customers request you by name?
David Yuro: “The short answer is Yes.

It’s a great honor for customers to ask for me personally and call me 
directly. I do not take this lightly; it just means that I have developed a 
trust and rapport that is good for my customer and my company. 

Also, being a trainer for Generac and getting emails from students on 
how they enjoyed my class and how it helped them is just as satisfying!”

The following question was provided by Keith Heid, 
Sales Manager, Fidelity Engineering, Inc.

What has been the biggest advancement in generator 
set and ATS technology that has improved generator 
performance and reliability, since you first entered the 
industry?
David Yuro: “I think communications and remote monitoring. With all the 
advancements in the internet and cellphone networks, we can be made 
aware of an issue (even at a remote site) before the customer is and 
have it fixed before it becomes an issue. 

The days of dial up internet and landlines are long gone. Building 
management systems monitor all aspects of power generation increas-
ing reliability tremendously. Also the ability for ATS and gensets to store 
events and alarms, make it much easier to pinpoint an issue even if the 
customer was not onsite when the problem occurred.”

The following 2 questions were provided by Daveed Ben, 
Global Service Engineer & Technical Instructor at DEIF, Inc.

How difficult has it been to cope with learning mechan-
ics, electronics and controls at the same time?
David Yuro: “I was lucky. I was a lift truck technician that specialized in 
electric forklifts, so that gave me a strong background in DC controls. I 
had a strong engine background rebuilding engines in lift trucks, motor-
cycles and for fun. I also went to school for Computer Programming, so 
when I joined the Power Systems Division at Foley Inc. (a CAT dealer), I 
was lacking only in AC power experience.

The techs that trained me were top notch, truly the” Best of the Best” and 
went out of their way to help me master all aspects of power generation.”

Is there anything you would like to add, David?
David Yuro: “When my supervisor, Joe Camacho, told me that he had 
nominated me for the 2016 EGSA Technician of the Year Award (TOYA), 
I was extremely honored. I must admit though, I didn’t believe I had a 
chance against the Incredible talent in our industry.

Then, when I got the call telling me I had won…I was incredibly over-
whelmed. It is such a great honor to have won this award and it makes 
me look back over my career, at all the people I have met, worked with, 
learned from and taught. I would love to thank all of them by name, but 
it would take pages and pages. To all of you I say, “Thank you…”

I would also like to thank Modern Group Power Systems for all they do. 
I look forward to many more years in On-Site Power.”

For more than 50 years, the EGSA has been on the cutting edge 
of generated power solutions. Providing codes and standards up-
dates, emerging technologies, education, best practices, technician 
certification, and industry enrichment, EGSA is the leading author-
ity in the on-site power industry. We are proud of our Distributer 
Dealer Committee for handling the annual award and developing a 
fair and transparent way of judging and scoring.
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Left: In Sacramento during the 
EGSA Fall Conference, John 
McClure personally congratu-
lates David for being selected as 
the 2016 TOYA recipient.

Middle: All in a week’s work…
the same week that David ac-
cepted the 2016 EGSA TOYA, 
he also walked his daughter, 
Mrs. Nikki Stone, down the 
aisle in her country-themed 
nuptials!

Right: David and his wife Dawn celebrate his TOYA moment to-
gether with EGSA! (Also pictured: Bob Hafich, 2016 EGSA Presi-
dent and John McClure, Modern Power Systems VP).

Bottom Photos: What a Great Idea! Modern Power Systems 
went out of their way to show their expressed gratitude, highlighting 
David’s achievement alongside the Pennsylvania Turnpike with 
their highway signage.

“Our nominee (David Yuro) is an asset to our company, one that we’ve come to trust and rely upon to keep us lead-
ers in our market. It’s because of his service to the customer and to our company that we continue to expand our 
customer base, provide our customers with new equipment, and continue to be the go-to service provider for many 
key accounts. AT&T, Verizon Wireless, American Tower, Comcast, Alpha Technologies, and many others, don’t hesi-
tate to contact us due to the dedication of our nominee. I truly hope that he is selected and chosen as this year’s 
EGSA Technician of the Year so that he understands just how much his service is appreciated. He has dedicated a 
significant portion of his life to improving himself, taking care of our customers, and spreading his knowledge to our 
entire team. I would like this opportunity to be able to thank him for all that he does for our company and our cus-
tomers. He is absolutely, without question, the definition of a professional EGSA Certified generator technician.” 

Joe Camacho, Operations Manager, Modern Power Systems.

2016 TECHNICIAN OF THE YEAR

We’d also like to thank the following 
sponsors, for without their support, the 
TOYA would not be possible:
• Generac Power Systems
• Kelly Generator & Equipment, Inc.
• Power Pro-Tech Services
• SunBelt Transformer
• Emergency Systems Service Company
• Arizona Generator Technology  

(DBA GEN-TECH)
• Lionheart Critical Power Specialists
• Nixon Power Services Company
• Powers Guaranteed Generators
• South Shore Generator Sales & Service
• CD & Power
• Power Telematics

Thanks to our members below who took 
the time to take part and have a voice in 
providing these interview questions! 
• Daveed Ben, DEIF, Inc.
• John Bentech, Dynatechgenerators.com 
• Sean Fallon, Cooper Electric Supply 
• Jeff Gehlhausen, Clarke Fire Protection & 

Clarke Power Generation
• Keith Heid, Fidelity Engineering, Inc.
• Christy Livering, DynatechGenerators.com
• Rick Morrison, Nixon Power Services
• Dane Olson, Generator Solutions, Inc.
• Todd Vaughan, Kelly Generator & 

Equipment, Inc.
• Chad Youkers, Sunbelt Transformer Ltd.

To those who submitted questions, please stop by 
the EGSA Booth #1837 at POWER-GEN Intl, 
we have a token of our thanks waiting for you!

EGSA and the Distributor Dealer Com-
mittee would like to thank the following 
judges for 2016. Thank you for your time-
ly participation and attention to detail!
• Tom Black, ASCO Power Technologies
• Andy Briggs, Power Telematics, Inc.
• David Griffin, AKSA Power Generation Co. Ltd.
• Keith Heid, Fidelity Engineering, Inc.
• Rick Hodgkins, (formerly with Phoenix 

Products)
• Chris Nagle, Dresser Rand, A Siemens 

Business
• Chad Youkers, Sunbelt Transformer LTD.
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• Reasonable hotel rate, $135/night

• Restaurants within close proximity

• The hotel will store our demonstration pieces (show and 
tell) at no charge. This will allow us to add more items 
to increase attendee information retention. Shipping parts 
around the country has been expensive and we have had 
a few breakages through the years.

Clearly, some members do wait for a school to come in close 
proximity to their geographic location before sending people, but 
our averages tell a different story, with approximately 90% flying 
in. After holding schools in most parts of the country, we realized 
that the northwest had been neglected, so we arranged a school in 
Portland, OR. While the school was well-attended, we had no stu-
dents from either Oregon or Washington States; most were from 
the mid-west and east. Our October school in Nashville attracted 
folks from 16 States, 3 Canadian Provinces and Costa Rica, but 
nary a one from old Rocky Top (Tennessee).

We sincerely hope that this single location will work out well 
for you; please let me know if you have any comments!

Here is the 2017 schedule for the Charlotte schools:
Basic: February 7 – 9; June 6 –8 and August 15 – 17
Advanced: April 3 – 6;  July 10 – 13 and October 16 - 19
The basic school, held in conjunction with POWER-GEN 
International will be December 4 – 6, 2017 in Las Vegas.

A Holiday Gift Idea
Do you have customers that you would like to recognize with 

a little something special for the holiday season? Or perhaps, 
consulting/specifying engineers, facility managers, employees or 
people with whom you would like to do business?

Consider the benefits of giving a copy of the EGSA reference 
book, On-Site Power Generation: A Comprehensive Guide to On-Site 
Power. This latest, 5th edition, is packed with 700 pages of useful 
information about all components in an on-site power generating 
system, from batteries to breakers, from radiators to rain caps and 
everything in between.

By giving this book you will be setting yourself apart from 
those that give the traditional (and often useless) gifts. You will 
be presenting a valuable tool that will help with their professional 
development and career and that they can hang onto until retire-
ment. We can even provide a PDF label in Avery format so that 
you may customize the book with their name and your company 
name printed on the front cover! The order form can be found at 
EGSA.org.

Comments or questions? Send me an email: m.pope@egsa.org. n

EDUCATION
Continued from page 8
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The North American on-site power industry has a compelling 
and exciting story to tell investors. Based upon information 

from Power Systems Research (PSR), the leader in collecting in-
formation on global generator production and applications (for 40 
years), it’s a story that features growth, stability and diversity. Taken 
together, this provides an attractive return on investment (ROI) for 
investors. 

Joe Zirnhelt has spent more than 20 years in the power gen-
eration industry, beginning with experience in nuclear power 
plants and emergency standby systems in the U.S. Navy, sev-
eral years commissioning of combined cycle gas turbine power 
plants and since 2005 – studying the reciprocating engine-based 
power generation markets with Power Systems Research. After 
reading this report, you should better understand the attractive 
nature of our industry as well as how and why you may want 
to review your company’s value proposition as a player in the 
North American on-site power industry.

Whether you’re managing a power generation business or 
fulfilling some other key role in supporting business continuity, 
chances are that you may find yourself preoccupied on the mat-
ters at hand in the next days, weeks or months. While we need 
to stay on task and keep business moving along, there may be 
benefits to stepping back and evaluating how your business is 
positioned with respect to the outside world. More specifically, 
how is your business positioned in the eyes of an individual or 
group considering some sort of investment into your business? 

Investor Mindset
Typically, when investors are looking for their next opportu-

nity, they consider companies in industries with some degree 
and possibility of upside potential. Once that upside potential is 
identified, the opportunity is further screened in terms of ROI, 
level of risk and alternative uses of their capital.

Companies operating in the North American on-site pow-
er industry today offer several attractive options for investors. 

What Makes Your Company Attractive?
Investors or lenders looking at your company want to know 

who you are, what kind of environment you’re operating in and 
what your competition is doing. 

Here’s a brief checklist. You probably consider most of these 
in your regular planning, but it never hurts to pull out the list 
and review it occasionally.

• Growth Potential: What is the competi-
tive mix in your space, and what is the poten-
tial for profit margin growth at your company?

• Management Team: Right people, right spots? 
What makes the team so good? Is it improving?

• Partners/Joint Ventures: Synergies and lever-
age can be a real plus, if you’re in a lead position.

• Market Position: How strong is your core 
business? Improving or slipping?

• Market Reach: Global or regional? Ex-
panding or contracting?

• Balance Sheet: Cash reserves? Debt? Access to capital?

• R&D: Committed to developing new 
products? Cutting edge or just keeping up?

• Products/Solutions: Off-the-shelf solutions; cus-
tom solutions, a combination? Production processes 
and capacity to take advantage of market changes?

How do Investors See 
the On-site Power Industry?
By: Joe Zirnhelt, COO, Power Systems Research
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Why Invest In the Engine-Based On-Site 
Power Industry?

None of us operates in a business vacuum. So, what’s hap-
pening in our industry? That’s what your potential investors 
want to know. For purposes of this discussion, we’re limiting 
our analysis within the context of the typical EGSA member 
company’s main area of focus: the on-site power industry, using 
either diesel or natural gas reciprocating engines for applications 
of prime power or standby service. 

Here’s how we see the North American power-gen market 
from a 30,000-foot level as a subset of the total global genset 
market. Our research drills down to the model level, too, but 
that’s a topic for another discussion, on another day.

Global Industry Size and Scope
Globally, more than 1.3 million units are produced annually, 

powered by natural gas or diesel fuel. We’ll be using production 
figures throughout this report, not sales of units to end users. 

Other key parameters of the global genset market:

• Although gas gensets are gaining over diesel in recent 
years, on a global basis most gensets are diesel powered. 
Gas gensets made up 17.4% of genset production in 2015 
at just over 228,000 units. We expect this share of gas ver-
sus diesel to grow to over 19% by 2021. 

• In terms of total Gigawatts (GW) 
produced, the total genset produc-
tion in 2015 was about 127 GW, 
of which 88% was diesel and 12% 
gas.

• Standby units account for about 
55% of total GW while prime 
power is about 45% of total GW.

• Factory value of 2015 production is estimated at $17 bil-
lion; $13.3 billion diesel and $4.2 billion gas.

• We see the global market growing to $21 billion by 2021, 
a CAGR of 3.9% overall with gas genset value seeing 5.4% 
CAGR.

The North American Market
North American production accounts for 

about 25% of the global total, or about 300,000 
units produced per year. However, North 
American consumption is something less than 
300,000 units since many units produced here 
are exported out to other regions.

 
 

In North America, here’s what we see for the on-site power 
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Fuel 2015 2016 2017 2018 2019 2020 2021 CAGR 
2016-2021

Diesel 1,083,188 1,085,179 1,100,437 1,125,916 1,145,483 1,176,297 1,203,889 2.1%

Gas 228,403 239,529 248,639 255,927 261,984 274,990 289,089 3.8%

Grand Total 1,311,591 1,324,708 1,349,076 1,381,843 1,407,467 1,451,287 1,492,978 2.4%

Source: Power Systems Research – OE LinkTM database

2015 North America Genset Production

Power Range Diesel Units Gas Units Grand Total

<5 kW 6,438 2,287 8,725

5 to18 kW 61,135 113,181 174,316

18 to 50 kW 22,439 35,445 57,884

50 to 250 kW 34,858 21,240 56,098

250 to 500 kW 10,696 2,571 13,267

500 to 1000 kW 3,584 706 4,290

>1000 kW 4,417 859 5,276

Grand Total 143,567 176,289 319,856

Source: Power Systems Research – OE LinkTM database

Global Genset Production by Region – Total Units (2015-2021)

Region 2015 2016 2017 2018 2019 2020 2021

North America 319,856 332,148 337,873 338,561 340,310 353,438 367,750

R.O.W. 991,735 992,560 1,011,203 1,043,282 1,067,157 1,097,849 1,125,228

Grand Total 1,311,591 1,324,708 1,349,076 1,381,843 1,407,467 1,451,287 1,492,978

Source: Power Systems Research – OE LinkTM database



34    www.EGSA.org Powerline •  November/December 2016

RESEARCH

industry:

• On a units basis, over 90% of the units produced in North 
America in 2015 were in the 5-250 kW range.

• The factory value of gensets produced in North America in 
2015 is estimated at $4.7 billion, and we expect this figure 
to grow to $5.7 billion by 2021.

• Production of natural gas units has a higher forecasted 
growth rate than diesel over the next five years, 5% natu-
ral gas vs. 2% growth for diesel. 

A SWOT Analysis
Now that we have an overall picture of the genset market 

globally and in North America, let’s dig a little deeper into the 
investment opportunity that on-site power offers.

Strengths

• Renewables such as wind and solar (deemed as green) 
have generated a lot of interest over the years; one com-
mon drawback for these renewables is the power they pro-
duce is intermittent. They can’t supply a consistent source 
of power like reciprocating engines; 

• Engine-based power offers excellent power density 
on short demand;

• Fuels—both diesel and natural gas—are easily 
available in most areas of North America;

• Brand names are important with buyers; and

• The genset sale often is a door opener 
for other services.

Weaknesses

• The more stringent emissions compliance standards be-
come, the more costs will be passed along to end users. As 
a result, end users may look for alternative solutions;

• Engine-based power is vulnerable to cheaper imports, es-
pecially in the lower kW ranges; and

• The barriers to entry in the power-gen space may be lower 
than in other industries available to our investors.

Opportunities

• Engine power is flexible and adaptable, and works well 
with other technologies;

• The growing need for data and data backup is going to 
continue to fuel the growth of data centers which require 
standby power units; and

• Available technology is increasing for engine-driven 
gensets. Many of the on-highway improvements in areas 
such as fuel injection, turbocharging, etc. start in the on-
highway markets but eventually find their way into the 
power gen markets at a lower cost to the end user.

Threats

• There always is the possibility of a game-changing tech-
nology bursting upon the scene, but this is no more likely 
in on-site power than any other segment; 

• Any new technology must gain a foothold and be ac-
cepted. Not an easy proposition. For example, consider the 
hurdles that have hindered widespread adoption of electric 
vehicles; and

• The combined costs of fuel and emissions could drive the 
end user to seek an alternative solution for their on-site 
power needs.

Key Drivers of Demand
It is helpful to distinguish between the different types of driv-

ers and one can quickly see that yearly genset demand patterns 
can be characterized into three distinct “layers.”

Core Demand is the underlying demand that will exist each 
year. These are the units for replacements and new installs that 
exist simply because of the overall size of the market. These 
purchasers are not “on the fence.”

Base Demand is tied to the overall health of the economy 
and is affected by forces such as interest rates, housing starts, 
construction spending, government spending, oil & gas activity, 
and the overall economic cycle of recession and expansion. Base 
demand will not substantially swing the market up or down in 
any given year but will shape the overall results to some degree.

Finally, Variable Demand is the wildcard and is due to any 
sort of crisis or natural disaster requiring gensets. These are sit-
uational influences on demand (outages caused by hurricanes, 
tornadoes, ice storms, etc.). The increased frequency and sever-
ity of electrical outages, whatever the cause might be, will cause 
the user to shift their purchase decision.
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One thing is certain: loss of 
power is becoming more un-
acceptable every day. The eco-
nomic impact of power out-
ages is growing to the point 
where organizations—and 
even many residential users—
are not willing to accept even 
minimal downtime because of 
power outages.

Each quarter, Power Sys-
tems Research interv iews 
more than 900 business own-
ers and 300 consumers in our 
PowerTrackerTM survey to de-
termine their level of concern 
regarding the reliability of 
their electric supply. 

From these concerns, we 
have created what we like to 
refer to as the Anxiety Index. It’s interesting to note that the 
trend of this index is declining over time; the level of intensity 
of concerns seems to have lessened over the last 10 years.

We interpret this change as an indication that concerned par-
ties have moved to install backup systems. 

Bottom Line
What are the takeaways from this article? First, the need for 

on-site power globally and in North America has been grow-
ing—for many reasons, in both the industrial and consumer 
segments, and is expected to continue growing through 2021.

Second, even though barriers to entry into the genset space 
are relatively low, buyers are willing to pay a premium for estab-
lished, brand-name products. Third, the sale of a genset can be 
a door-opener in terms of providing additional related products 
and services.

Finally, in summarizing all of this, we must not overlook the 
fact that companies in the on-site power industry can provide 
solid investment opportunities. Given this, it is worth the ef-

fort to step back from time to time and evalu-
ate how you would be positioned in the eyes 
of any potential investor. Taking such steps, 
even if you do not envision a need or have a 
desire for outside investment, will ensure that 
how you appear to those outside of our indus-
try is what you would intend. Perhaps the say-
ing “perception is reality” gets over-used these 
days but many times a newcomer to the mar-
ket may make their initial evaluation based on 
what they perceive from their outside perspec-
tive. This may be your one chance to make that 
right impression that counts. n

About the Author
Joe Zirnhelt is C.O.O. & Strategist at Power 

Systems Research. He has focused on the power 
generation related markets working on projects 
addressing many of the current and future as-
pects of our industry. 

Working in the power generation-related industries for more 
than 20 years, Joe’s experience spans several technology areas 
starting with a tour as an officer in the United States Navy and 
a graduate of the naval nuclear propulsion program. Following 
his naval service, he joined Alstom Power and was involved with 
gas turbine combined cycle plant commissioning and warranty 
management services.

Joe received his Bachelor of Science in Mechanical Engi-
neering from the University of Notre Dame and MBA from the 
University of Texas at Austin. He has been involved with EGSA 
since 2005 and an active member of our community, currently 
serving as Chair of the EGSA Market Trends Committee. 
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EGSA Member Alert

The EGSA Board of Directors wishes to 
make our members aware of a recent 

change to the makeup of our Executive 
Board Members. Our 2016 Vice President, 
David Brown, has taken a job opportunity 
to keep his family in Southern California, 
but unfortunately, the career is outside the 
power generation industry.

“David has been a very committed and 
contributing member of our organization and Board. Although as 
with any new position he will need the time to invest in his new ca-
reer, we certainly hope that he will stay in touch,” adds Bob Hafich, 
2016 EGSA President. “In the time that I got to know him, he be-
came a personal friend as well. We wish him and his wife, Diane our 
very best.” David recently accepted a position with Mission Critical 
Electronics, a firm who represent a platform of brands and products 
that focus on industrial electronics and electrical applications.

Effective immediately, Dennis Roundtree, Vice President and 
CEO of Onsite Power, Inc. will take David’s place on the EGSA Ex-
ecutive Board and in 2017, will serve as the President-Elect for our 
Association. “Dennis has the credentials to step right in and be im-
mediately productive on the EGSA Executive Board. He is a 25 year 
veteran of the on-site power generation industry. Also, he has been 
an active member since the 90s and has championed our education 
programs, including being a Rowley School Instructor for the last 
18 years. He and his wife CeeCee are active and engaging people 
and we look forward to having Dennis serve the Association,” adds 
Charlie Habic, incoming 2017 EGSA President. 

Dennis is not only a “people person” but he also has a great deal 
of experience in on-site power technologies. He was a member of the 
EGSA Board from 2007 until 2009 and has been a Rowley School 
Instructor since 1998. Working his way through the chairs in the 
Education Committee, Dennis was also both the Education Chair 
(07’-08’), as well as in an Officer capacity (04’-06’). Dennis is a Tim-
mler Award recipient (2009) and one of only 8 EGSA Members to-
date that have been awarded our James Wright Educator Award. n

Rowed Hard and Put Away Wet

Michael Pope, EGSA’s Director of Education, previous Chair of 
the Education Committee, Board Member and 2012 EGSA 

President, and Bill Kaewert, CTO of SENS and present EGSA Board 
Member are both Rowley School Instructors and EGSA Reference 
Book chapter authors. Coincidently, and independently, they are 
both avid rowers. Their boats are called shells and are long but only 
20” wide! This year they both entered Boston’s Head of the Charles 
Regatta (HOCR), held during the weekend of October 22-23.

The HOCR has become the major event for rowers in the USA 
and beyond since its beginnings in 1965. It now attracts over 11,000 
athletes, 1,900 boats and tens of thousands of spectators every year. 
Crews arrived from all over the world to compete here including 
Canada, the UK, France, Germany, South Africa, Australia, New 
Zealand, Columbia, Mexico, Ukraine and Japan, to mention just a 
few. It is the largest rowing regatta in the world. 

The race is rowed on 3 miles of the Charles River in the heart 
of Boston and it is purely against the clock. There are six distinct 
turns in the river and six bridges over the river. Navigation is quite 
important – those bridge abutments are really solid and can wreck a 
rowing shell and change the event to a swimming experience for an 
unfortunate crew! There were many Olympians competing, includ-
ing the Women’s Eight, who won Gold in Rio this summer.

We have two reports for you, first from Michael:
“Rain: continuous. Winds: 20 – 30mph. That was the forecast 

for Saturday’s weather. At least it wasn’t going to snow, which it did 
during my first race there in 2009.

“This year I teamed up with rowing partner Don in his 32’ double 
shell – two scullers, meaning we both have two oars. These boats 
have sliding seats, enabling the rowers to use their legs for maximum 
power applied to the oars. After an early Saturday morning arrival in 
Boston it was soon time to launch and start the leisurely 3 mile row 
downstream to the starting area where the rowers are “launched” 
across the start line in 15 second intervals. It was beautiful! No wind 
or rain, temperature was low 60s and the water was like glass; it 
doesn’t get better. But, oh, it got worse! Within a minute of our start 
a strong wind brought a driving rain and, inevitably, it was a head 
wind. The three miles felt like five; usually it only feels like four. 
“During the last mile of the course things are hurting and my body’s 
pre-alarms are sounding loud and clear. I’m running out of O2. Then, 
thankfully, we pass the Finish line. Total exhaustion! We paddled 
slowly back to the dock and prepared, in the continuing rain, for our 
return journey back to the South Coast of Massachusetts. 

“We picked up a couple of penalty points for being on the wrong 
side of some marker buoys but managed to avoid contact with all of 
the bridge abutments. Don and I finished towards the back of our 
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COMPLEX
 

doesn’t have to be

COMPLICATED

DGC-2020HD
Digital Genset Controller 

is the easy fit for
complex applications! 

• Distributed Energy Resource  
(DER) management

• System level breaker management 
and coordination

• Main-tie-main control

• Tie breaker control

• Load management/peak demand 
curtailment

• System level management via  
peer-to-peer communications

• Go to www.basler.com/register  
to create your account and get  
helpful Application Notes and  
Instruction Manuals.

World Headquarters
Highland, Illinois, USA

Tel: 618.654.2341
info@basler.com

DGC-2020HD:
A total system solution

Suzhou, PR, China
Tel: +86.512.8227.2888
chinainfo@basler.com

Singapore
Tel: +65.6844.6445

singaporeinfo@basler.com

www.basler.com/be-2020HDsystem

EGSA NEWS

“Men’s Senior Master Doubles 50+” class this year, so we didn’t earn any hardware (like gold, 
silver or bronze) but I know the winners were very grateful to us – we made them look great! 

Michael was given a tee shirt worded with “A Gentleman and a Sculler”. He admits that 
both claims have been disputed.

Bill is a serious athlete. He does “century” bike races (100 miles) and is a triathlete (swim-
ming, cycling and running) and competes in Ironman races including swimming 2.4 miles, 
followed by 112 miles on the bike and then running a marathon

On the Sunday he competed in two separate races. Although Sunday was sunny and free 
of rain, all crews fought gusty headwinds and crosswinds of 20-30+ mph. And now Bill’s 
Experience:

 “Both races that day were rowed with fellow alumni of Dartmouth College. The first in 
a quad, a boat in which each of four rowers employs two oars,. The second race was in a 
mixed eight, in which each of the eight rowers uses one sweep oar. Compared with single 
and double sculls, these are fast boats – but each has its unique challenges. 

The quad requires more quickness and precision than other boats. Two of my fellow 
oarsmen were members of the 1980 United States Olympic team, are all excellent scullers 
Rowing is above all a team sport because the crew wins or loses as a team. This team dy-
namic is quite valuable for young people to learn, as it helps develop skills valuable to adult 
life. Shared suffering, going the extra mile for your teammates and keeping going even when 
your body screams that it’s time to stop all are ways in which rowing helps build character, 
perseverance and teamwork.

“One of the best things about our quad is that the four of us forged what would become 
a lifelong bond when we rowed together in college. This was our 41st year together, and 
each of us looks forward to continuing together at least once or twice a year until we are 
either unable to travel or too decrepit to get into the boat. “Our mixed eight crew had never 
rowed together before the race! “Mixed” means half the crew is female, the other half male. 
Compared with doubles and quads, in the eight-oared shell rowers are able to apply more 
brute force to their single oar. Compared with sculling, racing in a sweep boat is a real suffer 
fest. Although in both events my heart rate during each 20-minute race was well into my 
maximum zone, it was highest in the eight. Facial expressions of most rowers, mid-race, are 
always amusing, and often the subject of intra-crew trash talking.

As Michael indicated, the Charles is a tricky river to navigate, and it was much more so 
this year because of strong, gusty winds. As we rowed amidst three boats near one of the 
six bridges, we ended up clashing oars with another eight in a turn to starboard just as the 
passage beneath the bridge narrowed. In addition to a 15-second penalty assessed against 
us, it took time to detangle our oars and then accelerate back up to race speed from a dead 
stop. Such challenges are what make the Head of the Charles an exhilarating race. 

Although neither of us came away with a medal, we each feel blessed to have the oppor-
tunity to compete with some of the nation’s and world’s best rowers.”

Are there any other rowers out there? These guys would love to hear from you! And if you 
have an extra-curricular activity that you would like to share, let us know. n
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For more info, call 800-564-5066 or 
e-mail: salessupport-us@vdo.com

Outstanding 
Solutions
Innovative information displays  
for Off-Highway applications.

MultiViu™ Compact 
Smart phone size and 
programmable tablet design. 
Easy low light read. Two CAN 
inputs, one video input.

MultiViu™ High 
Fully-programmable instrument 
cluster monitors and controls 
multiple equipment  functions.

Pressure Differential, NOx 
and Hi Temp Sensors 
Real-time emissions and fuel 
management sensors for highly 
accurate engine control and 
standards compliance.

Viewline
Our most advanced and versatile 
analog instruments ever for 
power generation applications.

CO3683 Powerline_OutstandingSolutions_MultiViu_ThirdV_11-16_v1.indd   110/5/16   10:56 AM

Whether You Are Seeking New Talent or Looking for a New Career,
We Make the Job Search Easier with the EGSA Job Bank!

This Process Allows Members to Control Their Listings

One of the great benefits that you enjoy as an EGSA Member is access to the Job Bank. 
Posted on the EGSA website and bi-monthly in each issue of Powerline Magazine, the 

EGSA job bank boasts more than 60 job postings at any given time. (Online & Print)
The EGSA Job Bank is managed exclusively online via our web site. We are giving 

you the power to directly manage your own job postings. Choose how long the ad 
should run, whether the ad should run in Powerline Magazine and edit it whenever you 
need to. This streamlined process means you manage your listings.

 Online Job Bank The Directions Are Easy! To Post a Job:

• Log onto the job bank* at 
www.egsa.org/Careers.aspx

• Click on “Add New Job Opportunity.”
• Fill in the job information
For your job posting, you will see “delete” and “edit” buttons below the posting. Use 

these if you need to edit the posting at a later date. (Ads run online for 60 days unless 
edits are made to update the listing.)

To review all of the career opportunities that our Members have available, simply 
visit www.egsa.org and click on the Careers tab! Remember - Job Bank postings are one 
of the FREE benefits of EGSA Membership.

EGSA Membership can save you money on job placement advertisements; show this 
article to your HR Department if this service is not one you are currently utilizing!

For questions, call EGSA staff at 561-750-5575 or visit www.egsa.org/Careers.aspx for 
complete instructions! n

*To create an EGSA login, please visit www.egsa.org and click the green “register” link 
in the upper right-hand corner. The minimum information required is your name, company 
name, company email and the creation of a password. (The password must be 8 characters 
long, must contain letters and numbers and also include one uppercase letter.)
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NEW EGSA MEMBERS

MF=Manufacturer DD=Distributor/Dealer CI=Contractor/Integrator MR=Manufacturers Rep
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer

AD=End-User AE=Service AG=Educational Institution AM=Military AR=Retiree AF=Student
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Kenneth R. Anderson III. . . . . . . . . . . . . . . AM
Clovis, NM 

Central States Diesel Generators, LLC . . . DD
Waukesha, WI 
Patrick Paden, Sales/President
We buy and sell used diesel generator sets 100 
kW to 2000 kW from the brands you can trust 
Caterpillar, Cummins, Kohler and others.

Clarke Energy . . . . . . . . . . . . . . . . . . . . . . DD
Waukesha, WI 
Jon Going, Sales Manager
Clarke Energy is the authorized distributor and 
service provider for GE’s Jenbacher gas engines in 
the Midwestern States of Illinois, Indiana, Iowa, 
Michigan, Minnesota and Wisconsin. We have 
industry leading knowledge of natural gas fueled 
combined heat and power, biogas, landfill gas, 
sewage gas, coal bed methane, flare gas and peak-
ing station applications.

Daseco Electrical LLC 
dba Daseco Generators. . . . . . . . . . . . . . . . CI
Cataumet, MA 
David Smith, President
Daseco Generators services, installs and main-
tains commercial, light industrial and residential 
generator systems. Generac dealer servicing GE, 
Briggs & Stratton, Kohler, Siemens, Honeywell, 
Mill Bank and Eaton generator units.

Db Sales Company. . . . . . . . . . . . . . . . . . . DD
Lockport, IL 
Dan Bianchi, President
Tammy Bianchi, CEO
Louis Bianchi, VP Marketing
Charles Thomas, VP Production
Db Sales Company is a distributor for generators 
and generator equipment.  We distribute Kipor 
portable generators, Governors of America engine 
governors, Dieselandgeneratorsales.com custom 
build diesel generators.

Generation System Integrators . . . . . . . . . . CI
Kutztown, PA 
Ron Hilbert, President
We provide consulting services for on site power 
generation for standby and utility curtailment. 
GSI also provides equipment for on site power 
generation.

PVICM . . . . . . . . . . . . . . . . . . . . . . . . . . . . . CI
Norcross, GA 
Steve Schmidt, Power Systems Engineer
We design and build, perform maintenance and 
have 24/7 monitoring.
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EGSA MEMBER CLASSIFICATION & DUES SCHEDULE (Choose appropriate membership below and enter amount in box #3 on reverse)

FULL MEMBERSHIP Annual
Dues

Initiation
Fee

TOTAL
DUE

❏ MF Manufacturer Membership Any individual, sole proprietor, partnership or corporation seeking membership must apply 
for a Full Membership as a manufacturer if they meet one or more of the following criteria:

 1. They manufacture prime movers for power generation.
 2. They manufacture generators or other power conversion devices producing electricity.
 3. They manufacture switchgear or electrical control devices.
 4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, geothermal, or any other power production 

  or conversion system including related components or accessories for national or regional distribution.
 5. They are a wholly owned subsidiary of a firm that qualifies under rules one through four.

$870 $200 $870

❏ DD Distributor/Dealer Membership Any individual, sole proprietor, partnership or corporation actively engaged as a distributor or 
dealer for products listed under Manufacturer Membership may apply for Full Membership as a Distributor/Dealer. If an organiza-
tion qualifies under Manufacturer Membership, it is not qualified under this section.

$310 $100 $310

❏ CI  Contractor/Integrator Membership Any individual, sole proprietor, partnership or corporation actively engaged as a Contrac-
tor or Equipment Integrator of products listed under Manufacturer Membership, not bound by brand, geographic territory or con-
tractually obligated as a Distributor/Dealer of a specific product. These firms typically purchase products from a Distributor/Dealer, 
Manufacturer or Retailer, adding value through installation, product knowledge, relationships, unique services, etc., and then re-sell 
the resulting product to an end-user. 

❏ MR Manufacturer’s Representative Membership Any individual, sole proprietor, partnership or corporation actively engaged in 
the representation of products listed under Manufacturer Membership may apply for Full Membership as a Manufacturer’s Repre-
sentative. If an organization qualifies under Manufacturer Membership, it is not qualified under this section.

❏ EM Energy Management Company Membership Any individual, sole proprietor, partnership or corporation engaged in energy 
management, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), Integrators, Aggregators, and 
other similar enterprises may apply for Full Membership as an Energy Management Company.

$210 $100 $210

ASSOCIATE MEMBERSHIP Annual
Dues

Initiation
Fee

TOTAL
DUE

❏ Associate Regular Membership (Select Appropriate Category Below) $210 $100 $210

❏ Associate Full Membership Any individual, sole proprietor, academic institution, student, partnership or corporation meeting the 
requirements of Associate Regular Membership may apply for Full Membership at their option to enjoy the privileges of Full Member-
ship, including the rights to vote and to serve on EGSA’s Board of Directors. Initiation fees and annual dues will be assessed at 
the existing non-manufacturer Full Member rates. (Select Appropriate Category Below)

$310 $100 $310
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Associate Membership Categories - Select One

❏ AA Trade Publication Membership Any trade publication dealing with the electrical generating systems industry or its suppliers may apply for Associate Mem-
bership–Trade Publications.

❏ AB Trade Association Membership Any trade association made up of individual or company members sharing a common interest in the electrical generating 
systems industry may apply for Associate Membership.

❏ AC Engineer Membership Any consulting or specifying engineer may apply for Associate Membership–Engineer. Membership may either be held in the em-
ployer’s name or individual’s name under this classification. Individuals whose employer qualify as a Full Member, as described in the Full Membership section, 
do not qualify for this category.

❏ AD End-User Membership Any individual employee of a company who owns or operates electrical generating equipment and/or related switchgear or compo-
nents, whose responsibility to his employer includes planning, design, installation, supervision, or service of such equipment may apply for Associate Member-
ship–User. Membership may either be held in the employer’s name or individual’s name under this classification. Individuals whose employer qualify as a Full 
Member, as described in the Full Membership section, do not qualify for this category.

❏ AE  Service Membership Any individual, organization or academic institution that offers services such as research, testing or repair to the electrical generating 
systems industry may apply for Associate Membership–Services. Membership may either be held in the individual’s name or the organization’s name under 
this classification. Individual companies whose employer or parent organization qualifies as a Full Member, as described in the Full Membership section, do not 
qualify for this category.

❏ AG Educational Institution Membership  Any postsecondary vocational-technical school or college offering on-site power generation-related instruction may 
apply for Associate Membership–Education Institution.

❏ AM Military Membership Any individual who is currently enlisted, or who has been discharged, or has retired from the US 
or Canadian Military may apply for membership within this category. Proof of military engagement is required by either 
current Military ID card or honorable discharge documents.

$50 N/A $50

❏ AR Retiree Membership Any individual who retires from a member company may apply for Associate Membership–Retired. 
This classification does not apply to any individual who is employed more than 20 hours per week.

Complimentary $0

❏ AF Student Membership Any individual currently enrolled at an academic institution may apply for Associate Membership–Student. Complimentary $0

Application for Membership
ELECTRICAL GENERATING SYSTEMS ASSOCIATION

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557
E-Mail: e-mail@EGSA.org • Website: www.EGSA.org

Under the leadership of its Board of Directors and operating through its various committees and staff, EGSA strives to educate, provide network-
ing opportunities and share relevant knowledge and trends with industry professionals including manufacturers, distributor/dealers, engineers, 
manufacturer representatives, contractor/integrators and others serving On-Site Power consumers.

Initiation Fee 
Waived Through  

2/28/2017
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1. Contact information
Company _________________________________________________________________________________________________________________________________

Address  __________________________________________________________________________________________________________________________________

City _________________________________________________________________State/Province ________________________________________________________

Zip/Postal Code ______________________________________________________Country _____________________________________________________________

Phone _______________________________________________________________FAX _________________________________________________________________

Official Representative _________________________________________________Title _________________________________________________________________

Representative’s E-Mail  ________________________________________________Company’s Web Address _______________________________________________

How did you hear about EGSA? ❏ Web site ❏ Powerline magazine ❏ Colleague ❏ POWER-GEN ❏ Other _____________________________________

Why are you joining EGSA?    ❏ Certification Program ❏ CEU Program ❏ Power Schools ❏ Buying Guide Listing ❏ Other  _______________________

7. official representative’s Authorization

Signature ____________________________________________________________________________________Date ________________________________________

3. Membership Dues (Please fill in the appropriate TOTAL 
amount from the dues schedule on page one.)

 Membership Dues $ ___________

 Membership Plaque (optional)** $ ___________

 On-site Power Reference Book (optional)** $ ___________

 florida residents: Add 6% Sales Tax to ** items $ ___________
** shipping and handling is included for Continental Us Residents.
Non-Continental Us Residents should call egsa   $ ___________
Headquarters for shipping charges for **items. totAl  $ ___________

4. Payment Method (Payable in US$ drawn on U.S. bank,
U.S. Money Order, or American Express)

❏ Check # ______________  Amount Due $ ____________

❏ Mastercard         ❏  Visa       ❏  American Express

Card # __________________________________ Exp. Date _______

Signature: ________________________________________________

Print Name: _______________________________________________

5. Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer’s Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date:  

Do you buy AND sell equipment? ❏ Yes ❏ No          Do you manufacture packaged equipment?   ❏ Yes ❏ No 

6. Sponsor(s): A”Sponsor” is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the Board to act 
favorably on this application; however, if a Member recommended that you consider membership, we request that individual’s name and company name for our records.

Sponsor Name ______________________________________________Company Name _______________________________________________________________

01 ---Batteries/Battery Chargers
02 ---Control/Annunciator Systems
29 ---Education
30 ---Emission Control Equipment
04 ---Enclosures, Generator Set
05 ---Engines, Diesel or Gas
06 ---Engines, Gas Turbine

07 ---Engine Starters/Starting Aids
08 ---Filters, Lube Oil, Fuel or Air
28 ---Fuel Cells
03 Fuel Tanks and Fuel Storage 

Systems
09 ---Generator Laminations
10 ---Generator Sets
11 ---Generators/Alternators

12 ---Governors
13 ---Heat Recovery Systems
14 Instruments and controls, 

including meters, gauges, relays, 
contactors, or switches

15 ---Load Banks
16 ---Motor Generator Sets
17 ---Radiator/Heat Exchangers

18 ---Relays, Protective or Synchronizing
19 Silencers/Exhaust Systems/Noise 

Abatement
20 ---Solenoids
21 ---Switchgear and Transfer Switches 

(Automatic or Manual), Bypass Iso-
lation Switches, and/or Switchgear 
Panels

22 ---Trailers, Generator Set
23 ---Transformers
24 ---Uninterruptible Power Supplies
25 ---Vibration Isolators
26 ---Voltage Regulators
27 ---Wiring Devices or Receptacles

Enter codes here: (limit 10 codes per category)
Products sold: ________ ________ ________ ________ ________ ________ ________ ________ ________ ________
Products rented: ________ ________ ________ ________ ________ ________ ________ ________ ________ ________
Products serviced: ________ ________ ________ ________ ________ ________ ________ ________ ________ ________

Available Codes:

2. Member Classification Please use the worksheet on page one of this application to determine your membership type.

 full Memberships Associate Memberships  (Select Appropriate Catagory) ❏ Service (AE)
 ❏ Manufacturer (MF) ❏ Regular Associate Membership ❏ Trade Publication (AA) ❏ Educational Institution (AG)
 ❏ Distributor/Dealer (DD) ❏ Full Associate Membership ❏ Trade Association (AB) ❏ Military (AM)
 ❏ Contractor/Integrator (CI)  ❏ Engineer (AC) ❏ Retiree (AR)
 ❏ Manufacturer's Representative (MR)  ❏ End User (AD) ❏ Student (AF)
 ❏ Energy Management Company (EM) 

55.00**

140.00 **
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EGSA JOB BANK

USA Northeast

Inside Rental Sales
Sunbelt Transformer

Location: Sharon, PA - USA
Seeking experienced applicant to help grow our 
Rental Division. Based in Sharon, PA this position 
will be responsible for rental sales for the Northeast 
US. Position is Inside Sales with some required 
travel.  We cater primarily to power generation 
distributors and dealers along with all the major 
power rental houses.
To apply: Email resumes to cyoukers@sunbeltusa.com

USA Northwest

Outside Sales Representative Power 
Generation

EC Power Systems
Location: Fife, WA

Our Power Systems branch in Fife, WA is seeking 
an experienced Generator Sales professional to 
provide excellent customer service, develop and 
close sales as well as generate new business focused 
in the Washington state market.  Applicants with 
disabilities may request accommodation to complete 
the application and selection process.  To learn more 
about our company please visit our website at: 
www.e-c-co.com. CCB# 49737 
To apply: For consideration please email or fax resume 

and cover letter to Human Resources at: Email:  
employment@e-c-co.com Fax:  503-220-5384

USA Southeast

Service Technician B
Nixon Power Services

Location: Lawrenceville, GA
Service Technician B is an intermediate-level 
technician position. The position has the technical 
understanding of generator repair and operation 
to per form simple repairs and preventat ive 
maintenance.  The position reports to     the Service 
Manager in the Service department and routinely 
interacts with customers both external and internal.

To apply: Go to www.nixonpower.com to apply

Service Technician A
Nixon Power Services

Location: Lawrenceville, GA
Ser v ice Techn ic i an A i s an advanced-level 
technician position. The position has the technical 
understanding of generator repair and operation to 
perform major repairs and installations of generators 
and associated equipment.  The position reports 
to     the Service Manager in the Service department 
and routinely interacts with customers and various 
employees within the company.

EGSA Certified Technicians Preferred.
To apply: Go to www.nixonpower.com to apply

Switchgear System Service Manager
Nixon Power Services

Location: Undecided
The Switchgear Systems Service Manager is a 
leadership position responsible for the establishing, 
developing and growing the new Switchgear Systems 
Service Business Unit within Nixon. Initially 
responsible for securing and executing switchgear 
service business in this space. As the unit matures, 
potentially become responsible for growth, training, 
sales and operations of the business unit.

EGSA Certified Technicians Preferred.
To apply: Go to www.nixonpower.com to apply

Aftermarket Service Manager
Nixon Power Services
Location: Nashville, TN

The Aftermarket Service Manager is a leadership 
position responsible for Service department’s 
financial performance; departmental operations; 
warranty administrat ion and execution. The 
position reports to the Aftermarket Operations 
Manager and regularly interacts with customers 
both internal and external.

EGSA Certified Technicians Preferred.
To apply: Go to www.nixonpower.com to apply

Operations Manager, Major Accounts
Nixon Power Services

Location: Lawrenceville, GA
The Operations Manager, Major Accounts oversees 
all aspects of customer care for assigned major 
accounts, supervises major account coordinators, 
interfaces with key major account customers. 
Provides excellent customer service to key major 
customers.  The position is in the Integrated 
Solutions department and reports directly to the 
Aftermarket Service Manager.

To apply: Go to www.nixonpower.com to apply

EGSA Job Bank Guidelines
EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. To post 
an EGSA Job Bank ad (limited to approximately 50 
words) please visit www.EGSA.org/ Careers.aspx.

Manufacturer’s Rep Seeking Principals
Leading Mid-South manufacturer’s rep is seeking addi-
tional product lines. We have decades of experience in 
all aspects of the onsite power generation industry. We 
are interested in adding quality complementary manu-
facturers to our line of superior products serving the 
industry. Our record of outstanding success can help 
you achieve your sales and market share goals. Please 
respond if you have an area where you desire additional 
sales and market share.

Please respond to: J.Kellough@EGSA.org
(Reference PLMJ13JB-1)

Are You Short Staffed?
Cost effective services without adding 

to your staff or overhead
• Project management, supplier coordination, owner’s representative

• Commissioning, installation, removal and re-commissioning

• Power generation equipment appraisal, purchasing or resale 

• Project experience to 50 MW in Asia, South America, Africa and Europe

• Domestic and international travel on short notice

• Decades of experience in the on-site power industry

• Member EGSA - We provide NDA’s and the utmost confidentiality

Please respond to: J.Kellough@EGSA.org
(Reference PLND16JB-1)
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SAFETY POWER INC. www.safetypower.ca

Safety Power Inc. (SPI) was incorporated in Ontario, Canada 
in 2005 and is a privately held company with a focus on 
providing world-class clean technology for large scale diesel 
and natural gas internal combustion (IC) engines. Safety 
Power’s head office is located minutes from Toronto Pearson 
International Airport in Mississauga, Ontario with manu-
facturing in Kitchener, Ontario and a sales branch office in 
Seattle, WA USA.

Safety Power Inc. (SPI) serves its customers through major OEM 
engine distributors and an extensive network of leading con-

sulting and environmental engineering firms. The EGSA Member 
firm’s strength is derived from its strong in-house engineering tal-
ent and their accomplished research and development competen-
cies, which has resulted in leading-edge technologies with a focus 
on CO, NMHC, and NOx emissions reduction.

Safety Power is an ISO 9001 certified company and its team 
of engineers and technicians provides turnkey solutions that in-
clude Selective Catalytic Reduction (SCR) for NOx emissions, Die-
sel Particulate Filters (DPF) and Oxidation Catalysts for reduction 
of PM, CO and NMHC (VOC’s) in accordance with Tier 4 Final 
(T4F), BACT Compliance and other equivalent global emissions 
standards. Safety Power’s relationship with the customer does not 
end upon delivery of the equipment. Safety Power also provides 
installation support services, startup & commissioning services, 
remote engineering analysis & support services via its proprietary 
GlobalVu system, and routine onsite maintenance and re-verifica-
tion services including a custom designed catalyst management 
replacement plan. All of which supports onsite diesel and natural 
gas power systems to be operated and tested without restriction, 
while minimizing the impact on the surrounding environment.

The genesis of Safety Power was the outcome of the post analy-
sis of one of the largest electrical blackouts that North America 

had experienced in more than four decades. On August 14, 2003 a 
widespread power outage crippled huge areas of the northeastern 
United States and Canada. Industry, government and transporta-
tion ground to a halt. In some jurisdictions the outage lasted for 
several days. The weather was extremely hot during the outage. 
More than fifty million people were impacted. Few commercial fa-
cilities and fewer hospitals had air conditioning systems powered 
by their existing emergency standby generators. Many of those 
generators were installed to provide a backup source of power for 
just an eventuality failed to operate due to a host of maintenance 
related reasons. Emergency agencies in New York City and Toron-
to reported more than 900 elevator rescues in buildings where the 
backup generators failed to start and power the elevators to safety. 

Power started returning to pockets of the East Coast within 24 
hours, but the enormous blackout that struck the region raised 
many issues about the integrity of the electrical infrastructure 
including the emergency standby systems meant to mitigate the 
impact of grid power outages.

The reasons for the large number of failed starts varied but 
most of the standby engine based generator failures could be 
summed up as lack of proper maintenance and because they 
were not adequately routinely tested. Facility owners and opera-
tors were reluctant to test these units because of complaints about 
air emissions. 

Following incorporation in 2005, Safety Power positioned it-
self as a global innovator in the development of technologies that 
have resulted in a line of state-of-the-art emission control prod-
ucts that meet or exceed the emission limit requirements from the 
strictest regulatory authorities in North America - US EPA Tier 4 
Final emissions control, BACT Compliance, ONT MOE EBR 010-
2463, EURO Stage 4etc

From the onset, Safety Power’s co-founders, Robert Desnoyers, 
President & Chief Executive Officer and Bob Stelzer, Chairman & 
Chief Technical Officer had a vision to develop a clean technology 

SAFETY POWER INC.
Another in Our Series of EGSA Member Company Profiles

MEMBER PROFILE: SAFETY POWER INC. 

Safety Power head office in Mississauga, Ontario, Canada.
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solution that would allow owners of large scale diesel and natural 
gas engines, which are typically being used in standby power, 
CHP or distributed power applications, to operate the engines 
freely under load conditions without facing operating restrictions 
imposed on them by their federal or local regulatory authority. 
It is proven that routine testing and operation of these engines 
results in improved reliability and fewer issues than those experi-
enced during the 2003 blackout.

Within its first year of operation, Safety Power installed a full-
scale prototype for a megawatt class diesel generator set to demon-
strate the emissions control technology and generator dispatching 
capabilities to key stakeholders. Following the successful launch 
of the prototype, Safety Power commenced design, engineering 
and manufacturing activities for the full scale rollout of state-of-

the-art emissions control solutions to reduce the harmful exhaust 
emissions that previously prevented the use of diesel and natural 
gas engines for non-emergency use and restricted routine main-
tenance testing to a few hours per year. Owners of these assets 
now have a proven solution that gives them the freedom to oper-
ate their generating assets for routine maintenance purposes and 
the option to consider utilizing their diesel or natural gas engines 
for revenue generating programs such as Demand Response, Peak 
Shaving or to implement risk mitigation strategies such as storm 
avoidance operation.

Building off of these initial systems, Safety Power has con-
tinued to design new products to meet the demands of the ever 
changing market place. In the spring of 2011 Safety Power, in-
troduced the ecoCUBE® product line. This unique product line 

MEMBER PROFILE: SAFETY POWER INC. 

Top Left: Safety Power’s 
compact design allows a full 
Tier 4 Final emissions con-
trol solution to be installed 
above the engine, indoors in 
a very tight space.

Top Right: Control Techni-
cian and Chief Technical Of-
ficer, Bob Stelzer surveying 
installation prior to commis-
sioning.

Bottom Left: Carrying out 
testing & verification proto-
cols as part of Safety Power’s 
ISO 9001 QA/QC activities 
prior to shipping CP100 SCR 
Control Panels.

Bottom Right: Safety 
Power’s Manager of Controls 
Technology carrying our 
pre-commissioning checks 
on outdoor ecoCUBE® SCR 
system.

Safety Power team still smiling 
after being beat severely by the 
local CAT dealer.
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combined several SCR components and emissions reduction technologies into 
one compact reactor housing. In addition the ecoCUBE® was designed with 
the most stringent Natural Gas and Diesel regulations in mind. The ecoCUBE® 
product has proved to be a big success within the market place and now has 
well over 150 installations. 

Working closely with world class colleges and universities and by employing 
a core group of talented, highly skilled engineers, Safety Power has developed 
an exceptionally effective product architecture utilizing computational fluid dy-
namics and model-based control algorithms that has resulted in a state-of-the-
art emissions control solution for many applications and in accordance with the 
highest standards, including Tier 4f emissions protocols. Safety Power’s emis-
sions control systems for diesel and in particular natural gas engines are achiev-
ing performance levels not previously realized in the industry within a compact, 
low cost, highly configurable platform. This winning combination of attributes 
along with Safety Power’s strong commitment to continued product innovation, 
research & development and talent recruitment ensures that Safety Power will 
continue to be a Global Innovator in its served market.

The EGSA Connection
Since joining EGSA in 2012, Safety Power has been an active EGSA Mem-

ber. The firm participates by attending our annual spring and fall conferences. 
They exhibit in our Exhibitor Showcase each year and they support us by 
sponsoring our activities during these events. They have also advertised in 
Powerline Magazine!

Robert and Brenda have become staples in our EGSA community being ful-
ly engaged in what EGSA has to offer. We are proud to have them as members 
and look forward to their continued success and engagement with EGSA! n

Photo 1: A beautiful fall day in Quebec just outside of Montreal as the first two of 
twenty-seven ecoCUBE SCR systems being install on 2.5MW diesel engines.

Photo 2: Sr. Project Coordinator at Safety Power’s manufacturing facility in Kitch-
ener, Ontario inspecting ecoCUBE® SCR systems designed for natural gas engines 
prior to loading and shipping.

Photo 3: Sr. Control Engineer and crew braving a bitterly cold winter day to con-
nect the control cabling to one of five systems being installed on 2.5MW enclosure 
diesels for the purpose of demand response use.

Photo 4: Safety Power crew aligning SCR system that was just hoisted 44 stories 
atop a data center in downtown Toronto.

Photo 5: “Safety Power provides on-going support & maintenance service to the 
products sold”
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INDUSTRY NEWS

MIRATECH® Announces the Acquisi-
tion of the IP of Vaporphase

MIRATECH® announces the acquisition 
of the IP of Vaporphase. Vaporphase is a 
leading supplier of heat recovery systems for 
reciprocating engines in North America. The 
transaction includes the intellectual property 
of Vaporphase, certain key employees are 
also joining MIRATECH as part of this ac-
quisition.

“The addition of Vaporphase heat recov-
ery capabilities will effectively round out our 
exhaust system product offering. This will 
improve our position in the growing mar-
ket segment of Combined Heat and Power 
(CHP) plants which act to reduce the carbon 
footprint over traditional engine installa-
tions”, said Dean Glover, MIRATECH CEO. 
He also added, “Over 3000 Vaporphase units 
have been produced over their 75-year his-
tory, this deep installed base and focus on 
high quality makes them a perfect addition 
to the MIRATECH family of products.”

The Vaporphase product line includes 
both hot water and steam production sys-
tems, in both horizontal and vertical ap-
plications and have proven applications on 
numerous brands of engines fueled by die-
sel, gas and synthetic fuels. Warner Bauer, 
former President of Vaporphase and retained 
consultant to MIRATECH commented: “Be-
coming part of the MIRATECH family is a 
very positive milestone in the long history of 
Vaporphase, we are excited to integrate our 

product line into the MIRATECH sales chan-
nels both domestically and internationally”.

Please visit MIRATECH.com for more in-
formation. n

Duke Energy names Harry Sideris 
new Florida President

Harry Sideris, Senior VP 
of Environmental, Health 
and Safety for Duke Energy, 
has been named Duke En-
ergy’s State President in Flor-
ida, effective Jan. 1, 2017.

Sideris, 46, succeeds Alex Glenn, who has 
been named Senior VP of State and Federal 
Regulatory Legal Support. Glenn, 51, will be 
based in Charlotte, N.C. 

As State President, Sideris will be respon-
sible for the financial performance of Florida 
and manage state and local regulatory and 
government relations, and community af-
fairs. He will also work with Glenn’s team 
and the corporate and regulatory strategy 
team to advance rate and regulatory initia-
tives in Florida. Sideris will be based in St. 
Petersburg.

“Harry’s decades of diverse industry ex-
perience have prepared him well for this 
important role,” said Doug Esamann, Ex-
ecutive VP, Energy Solutions, and President, 
Midwest and Florida regions. “More than 1.7 
million customers across Florida depend on 
us. Harry understands that responsibility. In 
his new role, he will continue to advocate 

for policies and practices to meet the energy 
needs of our customers.”

Sideris joined Progress Energy (formerly 
Carolina Power & Light) in 1996 and served 
in numerous operations, maintenance, tech-
nical and leadership roles across Progress En-
ergy’s generation fleet in the Carolinas and 
Florida – at both the plant and corporate 
levels. In July 2012, following the merger 
of Duke Energy and Progress Energy, he 
became VP of Power Generation for Duke 
Energy’s operations in the western portion of 
North and South Carolina, which included 
coal-fired, hydro and combustion turbine 
plants. In August 2014, he assumed his cur-
rent role.

“I look forward to my new role in Florida 
working with the employees, customers and 
the community to continue building on our 
company’s legacy and commitment to the 
Sunshine State,” said Sideris. This is an excit-
ing time for Duke Energy due to the transfor-
mational change taking place in the energy 
industry. We’re driving innovation, bringing 
greater value and choices to our customers, 
modernizing the power grid and generating 
cleaner energy.”

Sideris earned a Bachelor of Science de-
gree in chemical engineering from North 
Carolina State University and a Master of 
Business Administration degree from Camp-
bell University. 

Please visit www.duke-energy.com for more 
information. n

Strength to Ride Out the Storm
n	Free Standing Liquid Storage Tanks
n	Fuel Delivery Systems
n	Generator Sub-Base Fuel Tanks
n	Day Tank Systems
n	Custom Equipment Enclosures
n	Custom Containerized Solutions

DESIGN • MANUFACTURE • INSTALLATION SUPPORT • SERVICE

904-354-1858
PHOENIXPRODS.COM

Visit us at

Booth 3729
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ASCO. Innovative Solutions.

POWERFUL, FLEXIBLE LOAD BANK CONTROL.

SIGMA is a multifunctional embedded load control system 
specifically designed for ASCO load banks. Flexible, Feature Rich and Cost 
Effective. It is the best-in-class solution for a variety of applications.

SIGMA gives intelligent, fast, user-friendly control and accurate 
instrumentation with outstanding test features and data acquisition 
capabilities. SIGMA brings a cost effective solution to today’s power 
testing requirements which require high level instrumentation, data 
capture and verification.

The ability to network multiple load banks of differing capacities and 
combinations all controlled from one hand-held or PC is just one of the 
many benefits SIGMA brings its users.

 
For more information please contact customercare@asco.com 
 
www.ascopower.com  •  800.800.ASCO

ASCO. Innovative Solutions., ASCO Power Technologies and the ASCO logo are trademarks and service marks of ASCO Power Technologies ©2016 ASCO Power Technologies. All rights reserved.
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