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news for our distribution partners

Article Key:

Content of specific interest to wholesalers

Content of specific interest to contractors and digital 
system distributors.

Content of specific interest to our OEM partners

KMC “Greens Up” Social

KMC “Green” Social Media Wins APEX Award

What do KMC’s website, Twitter, Facebook, LinkedIn, 
and YouTube pages (or channels) have in common 
(besides KMC)? They are all about green…as in green, 
sustainable solutions for energy efficiency and indoor air 
quality in buildings. In August, APEX 2013 announced 
an award for KMC as the only winner in the category of 
Green Social Media.

The APEX Awards for Publication Excellence, sponsored 
by Communications Concepts, is an annual competi-
tion for writers, editors, publications staff, and business 
and nonprofit communicators. According to the APEX 
2013 announcement, “The awards were based on excel-
lence in graphic design, editorial content, and the ability 
to achieve overall communications excellence.” In this 
twenty-fifth annual competition, awards were given in 
138 communications categories. KMC’s social media col-
lection was one of over 2,400 entries.

Now, after the catalog awards from earlier this year, 
KMC has won a total of 18 awards for excellence in its 
paper and online publications since 2006. Links to all 
the award-winning KMC social media sites are available 
from the home page of www.kmccontrols.com.

Product News

New Models for AppStat

The KMC BAC-4000 series—the AppStat— now in-
cludes additional models for Fan Coil Units. These new 
models now support output configurations for both 
modulating and on/off valves in one unit. With these 
additional features, an AppStat can control a two-pipe 
fan coil unit with auxiliary electric heat. As with other 
models, a humidity sensor, motion sensor, or both are 
also an option.

The KMC AppStat combines the power of a space-
mounted equipment controller 
with the convenience of built-
in temperature, humidity 
and motion sensors. The 
controllers include a 
wide range of factory 
supplied programs 
for the following 
applications.

Fan Coil Units

• Two-pipe heating and 
cooling with on/off valves, 
modulating valves, or both

• Four-pipe heating and cooling on/off valves, modu-
lating valves, or both

• Three-speed or modulating fan control

• Automatic or manual fan control

• Remote space temperature sensor

• Local temperature setback mode based on optional 
built-in motion sensor

• Dehumidification on models with humidity sensor

(more AppStat and Product News on page 3)

www.GetAppStat.com
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Our Featured Project— 
The Bullitt Center
KMC Controls’ Authorized Installing 
Contractor Northwest Automation Uses KMC 
in the Greenest Commercial O!ce Building 
on the Planet 

Earth Day 2013 served as a backdrop for the official 
opening of a new facility, billed as the world’s “greenest” 
and most energy efficient office building. A property 
owned by the nonprofit Bullitt Foundation, the 
Bullitt Center in Seattle, Washington, is a six-story, 
50,000 square foot, $18.5 million office building 
located at the heart of the Central and Capitol Hill 
district intersection.  Nestled alongside commercial 
offices and apartments, the Bullitt Center is a chic 
commercial lease space unlike any other.  The building 
incorporates so many state-of-the-art environmental 
and sustainability features that new city ordinances had 
to be drafted to accommodate them.  The goal of the 
project is to demonstrate the possibility of a truly net-
zero, self-sustaining design.

The facility was officially opened with all the pomp and 
circumstance one would expect for a project boasting 
many impressive “firsts” for a green site in the United 
States.  The Bullitt Center is the first commercial office 
building in the U.S. to meet the requirements of the 
international Living Building Challenge (certification 
pending) and the first to collect rainwater and process 
it on-site for potable water use.  Other notable features 
include an efficient, low-leakage shell, large windows, 
responsibly sourced FSC wood products, on-site 
rainwater collection, and on-site waste processing.

The Seattle architectural firm The Miller Hull 
Partnership provided design and architecture, renowned 
builder Schuchart was chosen as the project’s general 
contractor, and PAE Consulting Engineers designed 

the electro-mechanical system.  The cutting-edge 
environmental and energy-saving features of the 
structure are controlled by a KMC Controls BACnet DDC 
system and monitored by a KMC TotalControl software 
workstation.

Installed by KMC’s Authorized Installing Contractor 
Northwest Automation of Tonasket, Washington, and 
spearheaded by controls engineer Roger Norman, the 

uniquely designed controls system integrates many 
more innovations than most typical building automation 
systems.  At the Bullitt Center, KMC BACnet Building 
Controllers and FlexStats are used for control of radiant 
floor heating and cooling zones. KMC FlexStats are also 
used for indoor air quality management and to provide 
free cooling.  The top-shelf equipment list includes an 
AAON 100% outside air rooftop air handling unit with 
heat recovery, Titus VAV boxes, and Florida Heat Pump / 
Bosch heat pumps sourced by 26 ground thermal wells – 
which also generate heat for domestic water in addition 
to heating and cooling process water. 

Some of the most impressive applications of the 
KMC devices include control of rainwater collection, 
filtration, and purification into potable water from 
a 56,000-gallon underground cistern, grey water 
collection, control, pumping, and distribution to the 
building’s green garden areas. KMC controls also allow 
for precise control of the facility’s “smart” windows 
which automatically open when outside air and weather 
conditions are favorable, or whenever free cooling is 
desired.

The building additionally boasts a 14,000 square 
foot rooftop photovoltaic solar array to produce the 
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equivalent of the building’s 
energy needs, an innovative 
floor plan designed to 
position all work areas 
within 30 feet of windows, 
composting toilets for on-site 
sewage processing, amenities 
to encourage bicycling, and 
an indoor environment free 
from toxic fumes generated 
by certain furniture or 
paints. 

In fact, the facility is so 
energy-efficient that simple 
plug-in devices such as 
computers, printers, and 
appliances are expected to account for nearly half of 
the building’s real energy consumption.  To cut down 
on non-point source pollution and storm water runoff, 
the Bullitt Center’s landscape features a green roof 
and planting strip, as well as pervious hardscapes to 
allow rainwater to penetrate the soil surrounding the 
building.

The Bullitt Center’s energy performance metrics 
are displayed in an 
educational format for 
tenants and visitors on a 
real-time Tridium/JACE 
dashboard via a large 
touch-screen interface.  
This is just one example 
which helps achieve the 
project’s stated goal of 
acting as an educational 
platform to promote 
replication of energy-
efficient, performance-
based buildings.  To that 
end, the Bullitt Center 
team is working hard to 
share the lessons they’ve 
learned over the course 
of the Bullitt Center 

project to encourage others in the green building arena. 
Indeed, the Bullitt Center is a very good example from 
which to learn.

Find more information at bullittcenter.org

Product News  (contiued from page 1)

New Models for AppStat

Roof Top and Unitary Units

• Modulating valves or on/off heating and cooling 
valves.

• One or two stage heating

• One or two stage cooling

• Automatic or manual fan control

• Optional economizer

• Remote space temperature sensor

• Local temperature setback mode based on optional 
built-in motion sensor

• Dehumidification on models with humidity sensor

Heat Pump Units

• Two stages of heat and two stages of cooling plus 
auxiliary heat

• Optional economizer

• Dehumidification-in models with auxiliary heat and 
a humidity sensor

• Local temperature setback mode based on optional 
built-in motion sensor

• Automatic or manual fan control

(more Product News on page 4)

Right now, this is a job. If I advance any higher, this 
would be my career. And if this were my career, I’d have 
to throw myself in front of a train. 

– Jim Halpert, The Office

The brain is a wonderful organ. It starts working the 
moment you get up in the morning and does not stop 
until you get into the office. 

– Robert Frost
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Product News  (contiued from page 3)

Discontinued Products
Several of our VCB, VFB, and VEB-series valve assem-
blies will be discontinued effective December 13, 2013.

Please note affected models below:

VCB-41XXXBFX
VCB-42XXXBFX 
VCB-46XXXBFX 

VFB-4303&SX 
VFB-43XXXB 
VFB-43XXXBX 
VFB-46XXXB 
VFB-46XXXBX 

VEB-4303&SDL 
VEB-43XXXBCF 
VEB-43XXXBDH 
VEB-43XXXBDL 
VEB-46XXXBCF 
VEB-46XXXBDH 
VEB-46XXXBDL 

Cochrane Supply Mini-Summit Review

KMC Controls Authorized Systems Distributor Cochrane 
Supply hosted the annual Cochrane Mini Summit on 
June 20-21. The Cochrane Supply and Engineering 
Mini-Summit at the Soaring Eagle Casino and Resort 
in Mt. Pleasant, MI was well-attended by more than 
200 controls contractors and another twenty product 
vendors, including KMC.  

The theme was “Making Dollars Out of Data” with an 
emphasis on analytics and how they can be used to have 
a positive financial effect on the bottom line for real 
estate stakeholders. The many breakout sessions covered 
advances in data gathering, security/access control, and 
simplified building control systems. Additionally, best 
practices in both technical and business topics were 
heavily discussed.  The Cochrane Mini Summit provides 
a great opportunity for the exchange of ideas and lends 
insight to where our industry is headed in the future.

Sales 101—The Truthful Sales Pro

By Mitch Kehler,  Midwest AVP

“A truthful salesman…” These words unfortunately 
don’t always go together in the 
mind of the average person. 
Salespeople aren’t all slick-
talking used car salesmen, but the 
profession of selling does have a 
stigma attached to it – even in the 
HVAC industry. 

One of the easiest sins for even 
experienced sales professionals 
to commit is the tendency to 
answer virtually any customer 
request with, “Yes, we can do 
that.” The “Yes Attitude” is even 
touted by notable sales trainer 

Jeffrey Gitomer as one of the best approaches to client 
relationship management. 

(continued on page 5)

Upcoming Industry Events

Join KMC at NFM&T Vegas and Greenbuild!

NFM&T Vegas 2013
Mandalay Bay Convention Center

KMC Booth #514
September 17-18, 2013

Las Vegas, NV 89119

Greenbuild 2013
Pennsylvania Convention Center

KMC Booth #1012
November 20-22, 2013
Philadelphia, PA 19107
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Such enthusiasm sometimes creates an issue: most 
salespeople have probably experienced the discomfort of 
wading back through a customer’s misunderstanding of 
their actual capabilities or value offering. The truth of 
the matter is that in the interest of building long-lasting 
relationships with your customers, it pays to maintain a 
focus on openness and honesty from the beginning.

One of the common denominators shared by successful 
sales professionals is a firm grasp on what their 
organization’s capabilities truly are. You may be faced 
with a potential client seeking out a solution that you 
don’t have, and if you are truly focused on developing a 
long-term relationship, the best thing you can do is be 
up-front with them regarding the gaps in your firm’s 
capabilities. Let them know that while your solution is 
surely an option, it actually may not be an ideal fit for 
their needs. The upside of passing on a project that is 
a marginal fit for your offering is that you have taken 
a critical early step toward developing a customer that 
will trust and appreciate your opinion further down 
the road. The key that allows you to define yourself 
as a professional focused on profitable, long-term 
relationships - as opposed to the guy who gets fired 
for passing on jobs - is a firm understanding of your 
company’s real strengths and capabilities. Focus on the 
opportunities that are an ideal fit for both you and your 
customer to create mutually beneficial results.  

By no means should you start regularly pointing out 
that your competitors may offer better solutions, but 
keep in mind that people buy from individuals that they 
like and trust. Making a move early to build trust can 
pay off in spades later on. Knowing exactly what you 
have to offer and how well you can execute and deliver 
is critical when making this type of recommendation to 
your customer. If nothing else, bearing this in mind will 
hopefully prevent you from having to traverse the mine 
field of dealing with a customer that you sold on smoke 
and mirrors.

Our Newest Certified Technicians
In recent months, all of the following students 
received full accreditation as either WinControl XL+ 
for KMDigital, BACstage for BACnet, or TotalControl 
Technicians.  To receive status as certified technicians, 
students must 
complete the week-
long courses and 
successfully pass 
the final written 
exam as well as the 
implementation 
project.  

Summer 2013 (KMDigital)
Mark Pederson

Paris Bui
Andre Lave

Patrick Stebbins
Michael Carson
Michael Beran

Kelly Baker
Billy Gayton

Upcoming Training Classes 

BACstage for BACnet Training 
September 15 – 20, 2013 

New Paris, IN 46553

TotalControl Training 
September 23 – 27, 2013 

New Paris, IN 46553

KMC BACnet Module for Niagara Training
October 14 – 18, 2013

Phoenix, AZ 85040

WinControlXL+ for KMDigital Training
October 14 – 18, 2013
New Paris, IN 46553

BACstage for BACnet Training
November 11 – 15, 2013

Tampa, FL 33614

(continued from page 4)

Look well to this day. Yesterday is but a dream and 
tomorrow is only a vision. But today well lived makes 
every yesterday a dream of happiness and every tomor-
row a vision of hope. Look well therefore to this day. 

– Francis Gray

Out there in some garage is an entrepreneur who’s  
forging a bullet with your company’s name on it. 

– Gary Hamel
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Nearly 50 years ago, Ken Kreuter, who would later become the founder of KMC Controls,  
was featured in the newsletter of the controls system division of Robertshaw.

oops

Do you know any of 
these people?

The tradition continues!

The tradition continues!

The tradition continues!

The tra
ditio

n continues!
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In developing web-
enabled products, we 
test our products for 
compatibility with new 
versions of Internet Ex-

plorer. All of the KMC web 
enabled products currently 

are compatible with Internet 
Explorer version 8 and later. This includes Internet 
Explorer version 10 running on Windows 8. 

However, if you are using Internet Explorer version 10, 
which will only run on Windows 7 or Windows 8, you 
must enable the Compatibility View to use the WebLite 
web pages. If you open the WebLite web page and the 
Login button is not present, change the compatibility 
mode. The compatibly mode can be changed either from 
the Tools menu or, if present, by clicking the compatibly 
icon in the address bar.

This information is also covered in Technical Bulletin 
TB0613A Browser Compatibly, which is available from 
the partner’s web site.

Browser Update for Web-Enabled 
Products

by David Menges,  
Senior Content Developer

When Worlds Collide
by Ben H. Dorsey III, Sr. VP, Marketing

The title above has reference to an old sci-fi movie about 
. . . you guessed it . . . disaster heading toward earth in 
the form of another celestial body.  In the old movie, 
humankind simply created a means of getting off planet 
Earth and relocating to another home.  Newer movies 

based on this theme have the heroes destroying the 
approaching body just in the nick of time.

In business, neither of these approaches is really an 
option.  You see, our worlds collide in the form of 
acquisitions, growth, downturns, market imperatives, 
regulations, new employees, new management, new 
customers—in other words, CHANGE. 

Worlds are certainly colliding within our industry.  
Change is dramatically molding manufacturers, 
distributors, contractors, and the clients and buildings 
we serve.  That brings an influx of new procedures, new 
people, new challenges.  Market initiatives are requiring 
even the old dogs among us to learn new tricks.

But we can’t run away and relocate when faced by these 
changes.  Even changing jobs is not an option.  You 
would, after all, have to change every week and it is the 
“changing” that you’re trying to avoid.  And we certainly 
can’t try to destroy the approaching world; that power 
only exists in science fiction.  

What we must do is DEAL with the change.  Modern 
parlance refers to this as “managing change.”  Over the 
years, I’ve employed two simple steps for successful 
change management.

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

 ! Armed with this information, decide and pursue a 
course of action.  

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

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

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

Event Date Location
BACstage for BACnet 
Training

15-20 Sep New Paris, IN

NFM&T Las Vegas 17-18 Sep Las Vegas, NV

Total Control Training 23-27 Sep New Paris, IN

KMC BACnet Module 
for Niagara AX Training

14-18 Oct Phoenix, AZ

WinControlXL+ for 
KMDigital Training

14-18 Oct New Paris, IN

BACstage for BACnet 
Training

11-15 Nov Tampa, FL

Greenbuild 20-22 Nov Philadelphia, PA

AHR Expo 21-23 Jan New York, NY

KMC Controls, Inc.
19476 Industrial Drive • New Paris, Indiana 46553

Phone: 877.444.5622 • Fax: 574.831.5252
Email: info@kmccontrols.com
Web: www.kmccontrols.com

© 2013 KMC Controls, Inc.

“Live from Chicago . . .
we span the globe in
search of . . . the next 
controls technician!!!”

:HOO��WKDW·V�LW�WKHQ���7KH�UHDOLW\�
VKRZV�KDYH�ILQDOO\�UXQ�RXW�RI�
WRWDOO\�XQUHDOLVWLF�PDWHULDO�

“I must have a raise,” the man said to his boss. “There 
are three other companies after me.”

“Really?” the boss asked. “What other companies are 
after you?”

“The phone company, the gas company, and the power 
company,” the man replied.

mailto:info%40kmccontrols.com?subject=
http://www.kmccontrols.com

	KMC “Greens Up” Social
	New Models for AppStat
	Our Featured Project—The Bullitt Center
	Discontinued Products
	Cochrane Supply Mini-Summit Review
	Upcoming Industry Events
	Sales 101—The Truthful Sales Pro
	Upcoming Training Classes
	Our Newest Certified Technicians
	A Page in Time: 50 Years Ago
	Tech Tips
	When Worlds Collide
	KMC Event Calendar
	Climate Chnage Cartoon

