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Dear Readers,

Welcome to the Summer Issue 
of Modern McWane. We hope 
your summer has gone well with 
relaxing, recharging vacations, 
good weather, and productive 
work. The weather is still warm 
and back to school preparations 
are in full swing now. The summer 
is a busy time for the construction 

industry as it takes advantage of the lack of snow covering the 
ground in much of the country. This summer has been busy for 
us at McWane Ductile with many activities, from AWWA/ACE 
to participating in legislative efforts and, of course, shipping 
large amounts of McWane Ductile to your projects.

Hopefully many of you were able to travel to Anaheim, 
California for AWWA ACE 2015 and visit us at the McWane 
exhibit booth to learn more about McWane Ductile and the 
other McWane Divisions. Many people do not realize that 
McWane is the largest North American manufacturer of 
Infrastructure products in the Water Works Profession. Also 
at ACE 2015, you may have seen McWane Ductile at the 
Tapping Contest, which you can read more about in this issue. 
Being the provider of the Ductile Iron Pipe for the Tapping 
Contest shows the quality of McWane Ductile for all to see. 
McWane Ductile’s superior tapping capacity lends itself 
to fast, easy, durable, and leak-free service connections, 
reducing water loss for utilities. Only Ductile Iron Pipe is used 
for the AWWA Tapping Contest, as other pipe materials are 
not as reliable. Failures during tapping of other pipes pose 
safety issues, especially in an open environment like the 
Tapping Contest.

Besides AWWA ACE 2015, there has been much activity in 
participating with you in opposition to the legislation, being 
promoted by the plastic pipe industry, that is designed 
to eliminate a utility’s or engineer’s ability to use sound 
engineering reason in selecting pipe materials. We have seen 
this legislation promoted in many states, and it has been met 
by a strong coalition of Water Works Utility and Engineering 
Professionals, Manufacturers, Trade Associations, including 
AWWA, ACEC, and many others opposing this legislation 
and communicating their opposition to their elected officials. 
We are grateful to say that, as of this writing, your ability to 

choose the products and services you deem proper has not 
been impeded by the plastic pipe industry. We will continue 
to oppose this legislation vigorously, wherever we see it, and 
to ask you to participate in this opposition by contacting your 
state legislators and making your voice known.

Additionally, in this issue you can see how we at McWane 
Ductile work to not only improve our products but also 
ourselves through continued training. Five McWane Ductile 
personnel have worked on learning about the Envision Program 
for improving the Sustainability of our Infrastructure resulting 
in the award of ENV SP status for those employees. Improving 
ourselves enables our team of professionals to continually 
improve our ability to work for you and with you to help you 
build Iron Strong utilities that will last for Generations.

As always, we have some examples of projects from around 
the United States and Canada that show the broad reach and 
faith our customers put in McWane Ductile and exhibit the 
sustainability of McWane Ductile Iron Pipe in water systems. 
We encourage you to look at these projects and share your 
experiences. The Ditch Doctors are back with their diagnosis 
of problems posed from the field and their recommendations 
with a touch of humor. If you have any questions you’d like 
to pose to the Ditch Doctors, please don’t hesitate to send 
them in to us and if we use your question in a future Modern 
McWane we’ll send you a $50 gift card. Regardless of 
whether or not we publish your question, the Ditch Doctors 
will certainly respond to you to solve your problem.

Finally, please see the updates to the McWane Pocket 
Engineer (pe.mcwane.com). There are new additions, 
including a Pipe Thickness Design Calculator, so be sure to 
register and update regularly. As with everything else we do, 
we are looking to continually improve the Pocket Engineer 
through better and more useful content. Your feedback is 
important to us, and it is incorporated in our improvements, 
so please feel free to share it with us. You can write to me 
directly at Mark.Niewodowski@McWaneDuctile.com or 
contact us through your local sales representative.

Thanks again for your support, loyalty and attention.

Mark Niewodowski
National Manager
Marketing and Specifications Department

WELCOME TO MODERN McWANE

IN THIS ISSUE
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If your company provides any goods or services to a 
governmental entity, such as the SBA, DOT, EPA, and 
similar state agencies and municipalities, you may be 
familiar with requirements to have a percentage of the 
work performed by Disadvantaged Business Enterprises 
(DBE). Many federal, state, and local entities have 
passed laws and regulations to encourage the use of 
DBEs in government contracts. DBEs are companies 
owned and/or controlled by a socially and economically 
disadvantaged individual. Examples include: Minority-
Owned Business Enterprise (MBE); Woman-Owned 
Business Enterprise (WBE); Veteran-Owned Business 
Enterprise (VBE); Small Business Enterprise (SBE); and 
Historically Underutilized Business (HUB). Each program 
has its own requirements, but they are similar in most 
respects, and most state and local programs substantially 
follow the federal guidelines. The programs are designed 
to ensure that DBEs participate in government projects, 
often by providing incentives, such as bid preferences 
and additional funding, to contractors that include DBEs in 
their bids and by requiring certain levels of participation. 
The government takes these programs very seriously and 
has recently pursued actions against contractors, DBEs, 
and suppliers who try to qualify for these incentives and 
funds under false pretenses.

At the federal level, the programs require that a DBE meet 
two qualifications to qualify for participation in a federally 

funded project: (1) the DBE must be certified as a DBE, and 
(2) the DBE must perform a “commercially useful function” 
on that contract. The first step is usually fairly simple: if 
the DBE is owned or controlled by a person in a relevant 
disadvantaged category, the DBE qualifies. The percentage 
of ownership and other rules differ, and there is no single 
central agency for certification, but there are many 
government and private certification groups available.

The second step usually presents the difficulty. For DBE 
participation to count towards the DBE goal, the DBE must 
perform a “commercially useful function” on that contract. 
A DBE performs a commercially useful function when 
it is responsible for execution of the work and actually 
performs, manages, and supervises the work involved. 
With respect to materials used on the contract, the DBE 
must be responsible for negotiating price, determining 
quality and quantity, ordering the material and installing 
and paying for the material itself. Under most programs, 
a DBE does not perform a commercially useful function 
if its role “is limited to that of an extra participant in a 
transaction, contract, or project through which funds 
are passed in order to obtain the appearance of DBE 
participation.” 49 C.F.R. 26.55(c)(2).

A DBE may also be recognized as a broker or dealer. A DBE 
qualifies as a broker if it assists in procuring the materials, 
but only the DBE fees, commissions, or transportation 
charges for delivery of the materials count toward the 
DBE goal; the cost of the materials does not count. To be a 
broker, a DBE must not be a manufacturer or regular dealer. 
A DBE qualifies as a dealer if it owns, operates, or maintains 
an establishment where the materials under the contract 
are bought, kept in stock, and regularly sold or leased to the 
public in the usual course of business.

For projects with DBE utilization requirements, a 
contractor should first locate available, qualified and 
certified DBEs. Many sources are available. If the 
contractor cannot locate any or enough DBEs despite 
good faith efforts, there are usually waiver provisions in 
the requirements, but the contractor will be required to 
show efforts made. Contractors should work in good faith 
to locate qualified DBEs and should thoroughly document 
those efforts.

Using DBEs that don’t meet both qualifying steps can lead 
to claims against the contractor, the DBE, and any supplier 
to the DBE, resulting in fines, penalties, restitution, criminal 
prosecution, prison time, and debarment. Stay tuned for 
more articles to come on recent cases of fraud involving 
DBEs and information on how best to avoid problems, 
including ways to qualify for waivers. See regulations at 49 
CFR Part 26, 13 CFR Part 121 and www.epa.gov/osbp/dbe_
team.htm for more information on the federal programs.

TO  
DBE  
 
NOT  
TO  
DBE . . .

OR 
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This year’s ACE show was significant for McWane Ductile 
in many ways. ACE marked the culmination of nearly a 
year of behind the scenes work and prep to get us ready 
to introduce our new branding to the water works industry 
and our customers. The ACE show and our new branding 
introduction were a huge success and received very 
positive feedback. We used an integrated approach in our 
branding including employee education, new signage at 
our ACE booth and use of before and after comparisons.

To promote our presence at ACE, we executed an integral 
campaign consisting of email and newsletter blasts in 
the weeks leading up to the conference and produced 
a series of ads inviting attendees to stop by our booth. 
At the show, we debuted custom-branded graphics and 
videos. Additionally, we generated buzz by handing out 
McWane Ductile Pocket Engineer-branded wristbands 
and led a prize patrol that canvassed the building, handing 
out gift cards to attendees spotted wearing the wristband. 

We also registered thousands for a drawing to win one 
of two Apple Watches over the course of the show, 
and crowds of people could be seen gathering around 
the booth to learn about our brand and to witness the 
selection of the contest winners.

In addition to our booth promotions, we supported 
our industry by providing the ductile iron pipe for the 
ACE Tapping Competition. The competition is a high-
energy contest involving a race against time to drill 
into a cement-lined, ductile iron pipe and install a tap. 
Hundreds gathered to watch the competing teams and 
to witness the excitement. Check out the winners of this 
year’s competition, listed below.

We loved being able to introduce the water works 
industry to our new brand and are thrilled to have made 
hundreds of new contacts at the show. We look forward 
to what next year has in store!

2015 ACE TAPPING CONTEST
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2015 PIPE TAPPING CONTEST FINALS: WEDNESDAY, JUNE 10, 2015

Team Name -  Men Utility 1st Run 2nd Run Place Coach Setter Cranker Copper

Sadm Monterrey, Apodaca Monterrey Utility, Monterrey, Mexico 1:17:37 1:11:97 1st Juan Jose 
Aguilar

Luis 
Morenoo

Wally 
Orenelas

Oscar 
Hernandez

Spotsylvania Spotsylvania County Utilities, 
Fredericksburg, VA 1:36:22 1:12:85 2nd Roddie 

Acors
Michael 

Dunavant
William 
Bowers

Ronnie 
Baker

Sadm San Miguel Agua Y Drenoje, Monterrey,  
Nueva Leon, Mexico 1:17:75 1:15:50 3rd Jaime 

Garcia
Azael 

Palomo
Max 

Contreras 
Miguel 
Loera

Greenwood Tappers Greenwood Commissions of Public Works, 
Greenwood, SC 1:39:18 1:21:90 4th Mike 

Proctor
Jody 

Patterson
Austin 

Addison Matt McCoy

Denver Water Mens Tapping Denver Water Utility, Denver, Colorado 1:46:59 1:33:56 5th Huey 
Wooten

Shane 
Fellman

Jose 
Saldivar

Jack 
Bowers

Team Name - Women Utility 1st Run 2nd Run Place Coach Setter Cranker Copper

Lansing Lethal Ladies Lansing Board of Water & Light,  
Lansing, Michigan 2:52:27 2:35:87 1st Remecho 

Sanders
Catherine 

Ackley
Kelly 

Gleason
Marissa 

Klimkiewicz

GCWW Ductile Iron Divas Greater Cincinnati Water Works, 
Cincinnati, Ohio 4:34:37 2:48:34 2nd Lorraine 

Jordan
Lela 

Moustafa
Zebra 

Primus
Vanessa 
Pleasant

Denver (Women) Water Tapping Denver Water Utility, Denver, Colorado 3:11:94 3:06:95 3rd Huey 
Wooten Amy Beth Affshaw 

Andesha
Julie 

Seagren
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Try the latest McWane Pocket 
Engineer. We have taken our 
innovative application to  
the next level.

Built on the back of more than 90 years of industry experience, the 
McWane Pocket EngineerTM, the first of its kind in the industry, solves 
your complex calculations in seconds. Whether it’s tonnage, radius, 
volume or flow, you get the numbers you need quickly and accurately. 

Download the McWane Pocket EngineerTM and put it to work  
on your next project.

Go to the App Store or Google Play to download the  
FREE app today, or access it online at pe.mcwane.com.

The one tool you never 
want to be without.

Version 2.0

Peruse the entire family of 
McWane waterworks companies

Access product information, 
submittal data, installation 
guides and more

Calculate volume, tonnage, thrust 
restraint, energy savings and more

Search and view sales  
support listings

Submit photos and information 
for field support

Watch informational videos

Review frequently asked product 
and installation questions

Receive ongoing feature and  
calculator updates



Do you know what this is? No, it’s not the ship’s wheel from the 
Titanic. It is actually a cast iron water main “donut” cross. This 
piece was installed in 1899, when the town of Smiths Falls, 
Ontario first built their water distribution system.

Smiths Falls is a beautiful town on the Rideau Canal between 
Kingston and Ottawa. The Rideau Canal construction was 
supervised by Lieutenant Colonel John By, and the canal was 
opened in 1832. The 202 kilometer long canal’s first purpose 
was military. Originally, it was intended to provide a secure 
supply and communications route between Montreal and the 
British Naval base in Kingston.

Most of Smiths Falls is built upon the massive rock 
formations of the Canadian shield, often found only six 
inches to a couple of feet below the top soil. The very cold 
Canadian winters would require that water mains be buried 
at five to six feet of depth in order to avoid freezing. Of 
course in 1899, there was no historical data about maximum 
frost penetration. In fact, time would prove that an extra foot 
of depth would be more desirable.

Trenches for sanitary sewer pipe and water main pipe would 
have to be made in this hard bedrock. We are told that the 
core drilling for dynamite was done by hand, as was much of 
the rock removal. Since this was very hard work over many 
long hours, the decision was made to lay the sanitary sewer 
main and the water main in the same, narrowest possible rock 
trench. There were also sanitary manholes at the intersections 
on this difficult construction project.

In order to keep all of the piping in the same trench, the 
cast iron water main would have to surround the sanitary 
manholes, using the tightest possible configuration. This 

circumstance required a cast iron “donut cross” for the 
water main, in multiple locations. Necessity became the 
mother of invention, and a new product was created. Each 
cross was made specifically for each location, featuring 
the slightly different slopes to match the trench slopes at 
the ring connections.

During the time of The Industrial Revolution, it was not 
uncommon to have a local source foundry cast just about 
anything a customer wanted. We’re told that this unusual cast 
iron donut ring was cast locally to follow the geometry of the 
project and the special requirements as they were presented.

According to local accounts, 34 of these fittings were installed 
in 1899, and 31 of them are still providing service. That’s 116 
years and counting! Of the three that have been replaced, 
frost cracking is the main culprit. One of these is the painted 
sign standard in front of the Public Works garage.

We want to thank Don Looby for the majority of the history of 
the famous “iron donut ring”. Don was the local public works 
and water superintendent for close to 30 years, prior to his 
retirement in June.

CANADA

McWANE DUCTILE 
PROJECT PROFILES

Smith Falls, ON – Iron Strong since 1899
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The Department of Veteran Affairs decided to build a 
new ancillary VA Hospital in order to aid the existing 
one in Fayetteville, North Carolina. This new facility is 
located at the intersection of Old Raeford Road and 
Reilly Road, which is just ten miles from the existing VA 
Medical Center’s main campus.

A number of services are provided at this new location, 
including: primary care, specialty care, day surgery, 
audiology, pharmacy, radiology, and it will even include 
an eye clinic. Due to the high need of reliable water 
supply for all these services at such an important care 
facility for our Country’s veterans, McWane Ductile 

was the easy choice and the right choice. In addition 
to increasing service offerings in the Fayetteville area, 
this project also created more than 1000 jobs locally.

In terms of product usage, this job required restrained 
joint pipe. Specifically, we used McWane Ductile TR 
FLEX® Class 250 pipe, in two different diameters. In 
concert with the pipe, TR FLEX® fittings were also used 
throughout the project.

All of us at McWane appreciate the sacrifices of all 
Service Members and thank all veterans and current 
Military Personnel for their selfless service.

Sales Representative: Dwayne Shelton

Project Location: Fayetteville, North Carolina

Project Owner/Utility: PWC of Fayetteville, North Carolina

Project Engineer: Mulkey, Inc.

Project Contractor: Ace Avant of Archdale, North Carolina

Project Distributor: Waterworks Supply of Fayetteville, 
North Carolina

Types of DIP used on the project:

Diameter Joint Class Footage

24” TR FLEX® 250 900

16” TR FLEX® 250 600

EAST
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In 2014, the Village of Libertyville, Illinois 
determined that it needed to make some water 
main improvements. Ultimately, the firm of Gewalt 
Hamilton Associates was selected to provide 
engineering services for the project. In addition, 
the folks from A Lamp were selected to perform 
the contracting duties.

This project is in an existing neighborhood 
requiring speedy installation and minimal 
disturbance from construction activities to 
maintain the residents’ quality of life. In addition, 
the terrain was surrounded by mature trees. 
These factors, along with others, contributed 
to the need for a Horizontal Directional Drill 
(HDD) for the 8 inch TR FLEX® Ductile Iron Pipe. 
The jobsite was located on McKinley Avenue in 
Libertyville, Illinois.

We at McWane Ductile are extremely proud to 
have the opportunity to be a part of this project, 
and we certainly appreciate the business.

Sales Representative: Dan Flaig

Project Location: Libertyville, Illinois

Project Owner/Utility: Village of Libertyville, Illinois

Project Engineer: Gewalt Hamilton Associates of  
Vernon Hills, Illinois

Project Contractor: A Lamp Concrete Contractors

Types of DIP used on the project:

Diameter Joint Class Footage

8” TR FLEX® 52 3360
8” Tyton® 52 1580

MIDWEST
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Sales Representative: Eddie Lowe

Project Location: Greenville, South Carolina

Project Owner/Utility: Greenville Water

Project Engineer: Goodwyn, Mills, and Cawood, Inc.

Project Contractor: Payne, McGinn, & Cummings of  
Travelers Rest, South Carolina

Project Distributor: Southern Utility Supply

Types of DIP used on the project: 

Diameter Joint Class Footage

36” TR FLEX® 250 36
24” TR FLEX® 250 1527
24” Tyton® 250 6465
12” TR FLEX® 350 107

SOUTH

This project was located on Augusta Road in Greenville, 
South Carolina. The majority of the work involved the 
installation of a 24 inch water main. We are proud to say 
that McWane Ductile Iron Pipe was the pipe of choice, 
and was supplied by Southern Utility Supply.

In terms of duration, work began in April of 2015, and 
ran through June of the same year. According to Robby 
McGinn of Payne, McGinn, and Cummings, there was a 
nature of time sensitivity to this project. Consequently, 
the folks from Payne, McGinn, and Cummings allocated 
three crews to the job. Each crew worked tirelessly, 
day and night, in order to complete it. Even with a tight 
schedule, the project was executed quite well. The 
planning was excellent, inter-company coordination 
was fantastic, all deliveries were on time, and superior 
service was provided when needed.

This is the type of project of which we at McWane 
Ductile are very proud. All parties involved performed 
at a very high level in order to make this job such a 
successful one. Frankly, we at McWane Ductile are 
honored to be part of such a collaborative effort, and 
are thankful to those involved for their business.
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Sales Region: Treatment Plant

Sales Representative: Dan Henrie

Project Location: Williston, North Dakota

Project Owner/Utility: City of Williston

Project Engineer: Advanced Engineering and  
Environmental Services

Project Contractor: Rice Lake Construction Group

Project Distributor: HD Supply - Minot, North Dakota

Types of DIP used on the project:

Diameter Joint Class Footage

4” Tyton® 350 90
6” TR FLEX® 350 90
8” TR FLEX® 350 252
8” Tyton® 350 90

12” Tyton® 350 450
18” Tyton® 350 180
20” Tyton® 250 2160
24” Tyton® 250 468
30” Tyton® 250 1440
42” Tyton® 250 1020

TREATMENT PLANT

This project is located in the city of Williston, North 
Dakota. Over the last several years, Williston has 
experienced extremely rapid population growth, 
due primarily to the increase in oil and gas 
exploration in the area. Consequently, the city’s 
infrastructure has been severely strained, to the 
point where some new water treatment resources 
became necessary.

Ultimately, the city of Williston chose to move 
ahead with the construction of a new Waste Water 
Treatment Facility (WWTF) and Water Resource 
Recovery Facility (WRRF). The City of Williston 
retained Advanced Engineering and Environmental 
Services to provide a Preliminary Engineering Report 
(PER), along with additional Engineering services.

The PER outlined a phased plan that will increase 
the capacity of the WWTF to a service level of 
80,000 residents. In addition, the city will have 
the ability to handle up to 120,000 residents in the 
future. Also, the PER will provide Williston with a 
guide for handling all regulatory requirements.

The job called for pressure class Ductile Iron 
Pipe at a number of different diameters, and VBIO 
polyethylene encasement was used throughout 
the project. We at McWane Ductile are pleased 

to be part of such a proactive and grand upgrade 
of existing resources, and we certainly thank 
everyone involved for their business.

This is just another example of our ability and willingness 
to help build Iron Strong utilities for Generations.
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The project involved a subdivision called Magnolia 
at Sundance. This new community is located in 
Beaumont, California. More specifically, it is nestled 
in the San Gorgonio Pass, which affords a beautiful 
mountain backdrop.

We at McWane Ductile appreciate the opportunity 
to manufacture the ductile iron pipe for this project. 

It was provided, through our friends at HD Supply, to 
BT Pipeline. Those three groups worked extremely 
well together on this new pipeline for the Magnolia at 
Sundance subdivision. It was a pleasure to be a part 
of the team that provided service to the Richmond 
American / Beaumont Cherry Valley Water District.

Sales Representative: Carolyn Lopez

Project Location: Beaumont, California

Project Owner/Utility: Richmond American/Beaumont Cherry 
Valley Water District-BCVWD

Project Contractor: BT Pipeline

Project Distributor: HD Supply – Perris Branch

Types of DIP used on the project:

Diameter Joint Class Footage

8” Tyton® 350 5703
12” Tyton® 350 700
16” Tyton® 250 5310
24” Tyton® 200 1188

WEST
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Dear Ditch Doctor,

I got a sun burn yesterday after a 
lengthy discussion about gasket 
storage. Charles says, “you can’t 
hurt those gaskets.” Jim says, “the 
sun has no effect on gaskets.” I 
am outnumbered here, and I do not 
agree with either of them. What is 
the real story?

Signed, 
Tom in Tallahassee

Dear Tom,

I am sorry to hear that you are 
outnumbered and are really not 
getting good information.
Ultraviolet rays are not just harmful 
to your skin. In fact, ultraviolet 
rays are also damaging to rubber 
gaskets, when exposed for long 
periods of time. Gaskets should be 
stored either inside or out of the 
elements. Consequently, the gasket 
shipping bags are opaque, and thus, 
do not allow exposure to sun. While 
plastic pipes like pvc and hdpe ARE 
corroded by exposure to sunlight 
McWane Ductile Pipe is not.

As always, I recommend you 
take some time to look over the 
AWWA Standards. Gasket storage 
is addressed in AWWA C600 
Installation of Ductile Iron Mains and 
Their Appurtenances. Good luck with 
your project and try to have your next 
discussion in the shade next time!

Sincerely, 
The Ditch Doctor

Dear Ditch Doctor,

My crew installed a ductile iron 
pipeline recently, and for the past six 
weeks, I’ve been going crazy trying 
to get it to hold pressure. I can’t 
get it to pass the pressure test, no 
matter what I do! Every time I pump 
it up to the required test pressure, it 
loses 25 to 30 psi, which is obviously 
beyond the +/- five psi limit of the 
testing standard. I must have pumped 
this thing up 100 times or more to 
the required pressure, to no avail. 
Frankly, it is really starting to annoy 
me! What in the world should I do 
next? I’ve even had a leak detection 
company come out here and they 
say that “they can’t hear anything 
wrong.” I am at a real loss out here, 
and I’m not just talking what the 
pressure gauge is showing me. 
PLEASE HELP!

Signed, 
Lost in Laredo

Dear Lost,

The best advice I can give you is: 
DON’T BE A SLAVE TO THE GAUGE! 
Far too many contractors make that 
exact mistake over and over again, 
landing them right where you are 
now, which is frustrated and short of 
the goal. Forget the pressure drop. 
That can be very misleading. The 
pertinent issue here is: HOW MUCH 
WATER VOLUME it takes to recover 
the pressure loss that you describe. 
What you’ve done so far is nothing 
more than pet the same dog over and 
over again, and wonder why all it 
does is wag its tail. I do not mean to 

over simplify, but it’s true. We need 
to EXERCISE that dog and see how it 
reacts. When the standard “proof” 
test doesn’t work out, it’s time to go 
diagnostic. The best way to do that 
is to IGNORE PRESSURE and TRUST 
VOLUME. Pumping the line to three 
different and increased pressure 
values, (perhaps 200 psi, 250 psi, and 
300 psi), waiting 30 minutes at each 
pressure, then recording how much 
water volume it takes to recover 
each pressure loss, will absolutely 
and reliably tell you if you’ve 
simply got trapped air or a matter 
requiring additional attention (such 
as a leak). The relative difference of 
recovery volumes can help identify 
the problem and the best way to go 
about resolving it. Once you have 
those comparable recovery volume 
numbers, email or call me back 
and together we’ll take the next 
appropriate step. This diagnostic 
test is based in centuries-old reality, 
and the simple yet reliable physical 
properties of fluid, along with the 
knowledge that air is compressible 
while water is not. If you disagree 
with that fact, dig up Archimedes or 
Newton and argue with them. When 
it comes to successfully testing 
buried pipelines, PRESSURE LOSS is 
just a hint, while RECOVERY VOLUME 
is the truth. Trust it. Pump it. But only 
do so three times. THEN CALL ME 
BACK! In just two more hours of your 
work, we’ll know what’s up, and it 
shouldn’t be your BLOOD PRESSURE!

Sincerely, 
The Ditch Doctor
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Mike Dodge, VP of Sales & Marketing of McWane 
Ductile is pleased to announce and congratulate 
five members of the McWane Ductile Marketing 
and Specifications Department who have received 
ENVISION Sustainability Accreditation from the 
Institute for Sustainable Infrastructure (ISI). They 
are Mark Niewodowski, LEED AP, and National 
Manager of MASD; John Johnson, Western 
Regional Sales Engineer; Roy Mundy, P.E., Eastern 
Regional Sales Engineer; and Ken Rickvalsky and 
Jerry Regula, North American Product Engineers. 
McWane Ductile is a Sustaining Member of the 
Institute for Sustainable Infrastructure.

Envision is an Environmental Sustainability Rating 
System for Infrastructure Planning, Design, 
Construction, and Operation. It was developed 
by the Institute for Sustainable infrastructure 
(ISI) and the Zofnass Program for Sustainable 
Infrastructure at the Harvard University 
Graduate School of Design. The Institute for 
Sustainable Infrastructure was founded by the 
American Public Works Association (APWA), 

the Association of Civil Engineering Companies 
(ACEC), and the American Society of Civil 
Engineers (ASCE). ENVISION is often referred to 
as LEED for Infrastructure. The Envision Rating 
System is used to evaluate, grade, and give 
recognition to infrastructure projects that provide 
progress and contributions to a sustainable 
future. “The purpose of Envision is to initiate 
a systemic change... to transform the way 
infrastructure is designed, built and operated”  
– William Bertera, Executive Director, ISI. 

To learn more about ISI and Envision go to:  
http://sustainableinfrastructure.org

We at McWane Ductile know that Ductile 
Iron Pipe provides a positive contribution to 
creating sustainable infrastructure and is 
a vital part of Building Iron Strong Utilities 
for Generations. To find out how McWane 
Ductile can help your project obtain ENVISION 
Certification, contact your local sales rep or 
one of our ENVISION Specialists.

The picture to the left was sent 
to McWane Ductile by Trey 
Lewis of Consolidated Pipe & 
Supply in Columbus, Georgia. 
As the pipe marking indicates, 
this piece was originally cast in 
1934. Apparently, it was cut out 
only recently, as part of a meter 
replacement program.
The remaining pipe is still in 
service at Fort Benning in 

Columbus, Georgia. According to 
Trey, the pipe looked great inside 
and out.

We at McWane Ductile would 
like to thank our friends at 
Consolidated Pipe & Supply 
for bringing this picture to our 
attention. This is certainly a 
great example of the longevity  
of our products.

1934 PIPE

SUMMER ANNOUNCEMENT  //  ENVISION
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GENERAL SALES
Craig Spitzer, General Sales Manager
Office: 908-878-0822
craig.spitzer@mcwaneductile.com

Fran Tone, Inside Sales Manager 
Office: 908-878-0823
fran.tone@mcwaneductile.com

Gary Kurtz, Assistant Sales Manager
Office: 908-878-0821
gary.kurtz@mcwaneductile.com

CONNECTICUT & MASSACHUSETTS
Jeff Houser, District Manager New England
Office: 518-275-1780
jeff.houser@mcwaneductile.com

VERMONT, NEW HAMPSHIRE, 
MAINE & RHODE ISLAND
Jim Guilbault, Sales Representative
Office: 802-578-7057
jim.guilbault@mcwaneductile.com

NEW YORK
Mike Palermo, District Manager New York
Office: 585-737-0456
mike.palermo@mcwaneductile.com

CENTRAL & EASTERN PENNSYLVANIA
Bob Hartzel, District Manager Mid Atlantic
Office: 717-571-5683
bob.hartzel@mcwaneductile.com

NEW JERSEY & DELAWARE
Chuck Sanguinito, Sales Representative
Office: 484-695-1939
chuck.sanguinito@mcwaneductile.com

MARYLAND & WESTERN  
PENNSYLVANIA
Larry Jones, Sales Representative
Office: 410-271-9833
larry.jones@mcwaneductile.com

NORTH CAROLINA
Dwayne Shelton, District Manager Piedmont
Office: 336-682-6187
dwayne.shelton@mcwaneductile.com

VIRGINIA
Todd Soady, Sales Representative
Office: 757-262-6174
todd.soady@mcwaneductile.com

SALES REPRESENTATIVES
MIKE DODGE, VP SALES & MARKETING NOTE: New email addresses

EAST SALES TEAM

CANADA SALES TEAM

MIDWEST SALES TEAM

TREATMENT PLANT SALES

SOUTH SALES TEAM

WEST SALES TEAM

McWANE DUCTILE MASD

GENERAL SALES
Greg Eisnor, General Sales Manager
Office: 902-444-7350
Cell: 902-449-2685
greg.eisnor@canadapipe.com

Crystal Leslie, Manager, Sales Office
Office: 905-547-3251
crystal.leslie@canadapipe.com

ATLANTIC
Greg Eisnor, Sales Manager
Office: 902-444-7350
Cell: 902-449-2685
greg.eisnor@canadapipe.com

Steve Philpott, Sales Representative
Office: 709-722-4814
Cell: 709-728-8760
steve.philpott@canadapipe.com

QUEBEC
Marc Giguere, Sales Manager
Office: 819-225-8300
Cell: 819-740-4242
marc.giguere@canadapipe.com

Michel Metivier, Sales Representative
Eastern Quebec
Office: 418-843-3566
Cell: 418-802-4594
michel.metivier@canadapipe.com

ONTARIO
Paul Stringer, Sales Manager
Office: 705-799-7667
Cell: 705-750-5686
paul.stringer@canadapipe.com

Ron Siddique, Sales Representative
Cell: 289-244-8714
ron.siddique@canadapipe.com

WESTERN CANADA
Colin Turner, Sales Representative
Office: 604-737-1279
Cell: 604-360-0960
colin.turner@canadapipe.com

GENERAL SALES
Scott Frank, General Sales Manager
Office: 740-622-6651
Cell: 740-202-3094
scott.frank@mcwaneductile.com

Geoff Guss, Assistant Sales Manager
Office: 740-291-1053
Cell: 614-558-2908
geoff.guss@mcwaneductile.com

Dave Bursh, Inside Sales Manager
Office: 740-291-1064
dave.bursh@mcwaneductile.com

ILLINOIS
Dan Flaig, District Manager
Cell: 815-353-4607
dan.flaig@mcwaneductile.com

Bill Stich, Sales Representative
Cell: 630-779-1347
bill.stich@mcwaneductile.com

KENTUCKY, SOUTHERN INDIANA  
& SOUTHWESTERN OHIO
Jon Melloan, Sales Representative
Office: 502-859-2950
Cell: 502-472-6647
jon.melloan@mcwaneductile.com

SOUTHERN MICHIGAN, NORTHERN 
INDIANA & NORTHWESTERN OHIO
Kevin Christian, Sales Representative
Cell: 734-223-5632
kevin.christian@mcwaneductile.com

MISSOURI, IOWA, KANSAS,  
NEBRASKA & SOUTH DAKOTA
Robin Hazlett, Sales Representative
Office: 816-873-3411
Cell: 816-898-0516
robin.hazlett@mcwaneductile.com

NORTHEASTERN OHIO & NORTHERN 
WEST VIRGINIA
Kevin Ratcliffe, District Manager
Office: 740-291-1012
Cell: 740-202-0004
kevin.ratcliffe@mcwaneductile.com

CENTRAL & SOUTHEASTERN OHIO  
& SOUTHERN WEST VIRGINIA
Phil Ames, Sales Representative
Cell: 614-325-6865
phil.ames@mcwaneductile.com

WISCONSIN, MINNESOTA, NORTH 
DAKOTA & NORTHERN MICHIGAN
Chris Mirwald, Sales Representative
Cell: 920-227-8616
chris.mirwald@mcwaneductile.com

GENERAL TREATMENT PLANT SALES
Chris Hutras, Director Treatment Plant Products
Office: 740-622-6551
chris.hutras@mcwaneductile.com

Cory Humphreys, Technical Services Manager
Office: 740-291-1046
cory.humphreys@mcwaneductile.com

NORTHERN OHIO, PENNSYLVANIA  
& MICHIGAN
David Smith, Treatment Plant Sales Manager
Cell: 724-316-4093
david.smith@mcwaneductile.com

SOUTHERN OHIO, WEST VIRGINIA, 
KENTUCKY, TENNESSEE & INDIANA
Darcie Keirns 
Treatment Plant Sales Representative
Cell: 740-607-9082
darcie.keirns@mcwaneductile.com

IOWA, MISSOURI, KANSAS, COLORADO, 
NEBRASKA, N. DAKOTA, S. DAKOTA & 
MINNESOTA
Dan Henrie, Treatment Plant Sales Manager
Cell: 630-604-7489
dan.henrie@mcwaneductile.com

DELAWARE, MARYLAND,  
VIRGINIA & WASHINGTON, D.C.
Alex Shelton, Treatment Plant Sales Representative
Cell: 740-572-2903
alex.shelton@mcwaneductile.com

GENERAL SALES
Terry Lynch, General Sales Manager
Office: 615-305-0768
terry.lynch@mcwaneductile.com

Stuart Liddell, Assistant Sales Manager
Office: 352-208-5709
stuart.liddell@mcwaneductile.com

ALABAMA & FLORIDA 
(Panhandle only)
Jeremy Gwin, Sales Representative
Office: 205-541-4090
jeremy.gwin@mcwaneductile.com

ARKANSAS, OKLAHOMA & 
NORTH TEXAS
Steve Waryas, Sales Representative
Office: 918-938-2379
steven.waryas@mcwaneductile.com

FLORIDA (Except Panhandle)
Gary Gula, Sales Representative
Office: 239-989-6298
gary.gula@mcwaneductile.com

MISSISSIPPI, LOUISIANA 
& TENNESSEE (Memphis only)
Doug Clark, Sales Representative
Office: 662-341-0205
doug.clark@mcwaneductile.com

SOUTH CAROLINA & 
EASTERN GEORGIA
Eddie Lowe, Sales Representative
Office: 478-258-5458
eddie.lowe@mcwaneductile.com

TENNESSEE (Except Memphis)
Dusty Henderson, Sales Representative
Office: 615-418-0741
dustin.henderson@mcwaneductile.com

TEXAS (Except El Paso)
Scott Rhorick, Sales Representative
Office: 254-317-8455
scott.rhorick@mcwaneductile.com

WESTERN GEORGIA
Brian Richard, Sales Representative
Office: 803-600-3323
brian.richard@mcwaneductile.com

GENERAL SALES
Nick Koncar, General Sales Manager
Office: 801-623-4256
Cell: 801-864-5544
nick.koncar@mcwaneductile.com

Kim Christensen, Inside Sales Manager 
Office: 801-623-4254 
kim.christensen@mcwaneductile.com

ARIZONA, NEW MEXICO, 
SOUTHERN NEVADA & TEXAS 
(EL PASO ONLY)
Wes Cassiere, Regional Sales Manager  
— Southwest
Cell: 480-280-5424
wes.cassiere@mcwaneductile.com

COLORADO, WYOMING 
& MONTANA
Nick Koncar, General Sales Manager
Office: 801-623-4256
Cell: 801-864-5544
nick.koncar@mcwaneductile.com

NORTHERN CALIFORNIA & 
NORTHERN NEVADA
Paul Diamond, Sales Representative
Cell: 916-826-2872
paul.diamond@mcwaneductile.com

OREGON
Carrie Stephens, Sales Representative
Cell: 503-577-4177
carrie.stephens@mcwaneductile.com

SOUTHERN CALIFORNIA
Carolyn Lopez, District Manager
Office: 951-371-1440
Cell: 951-310-6444
carolyn.lopez@mcwaneductile.com

David Bridge, Sales Representative
Cell: 951-520-6416
david.bridge@mcwaneductile.com

UTAH & SOUTHERN IDAHO
Richard Brimhall, Sales Representative
Office: 801-623-4255
Cell: 801-735-1283
richard.brimhall@mcwaneductile.com

WASHINGTON, HAWAII, ALASKA  
& NORTHERN IDAHO
Jason Harrison, Regional Sales Manager 
— Northwest
Cell: 425-681-1394
jason.harrison@mcwaneductile.com

Jason Barnes, Sales Representative
Cell: 206-714-8213
jason.barnes@mcwaneductile.com

Mark Niewodowski, National Manager, 
Marketing and Specifications Dept.
1201 Vanderbilt Road, Birmingham, AL 35234
Office: 205-241-4361
mark.niewodowski@mcwaneductile.com

Jerry Regula, National Product Engineer
2266 South Sixth Street, Coshocton, OH 43812
Office: 740-291-1068
jerry.regula@mcwaneductile.com

Ken Rickvalsky, National Product Engineer
183 Sitgreaves Street, Phillipsburg, NJ 08865
Office: 609-290-7701
ken.rickvalsky@mcwaneductile.com

Roy Mundy, Regional Sales Engineer — 
Eastern Region
3672 Winding Wood Lane, Lexington, KY 40515
Cell: 859-361-8585
Fax: 859-273-4799
roy.mundy@mcwaneductile.com

John Johnson, Regional Sales Engineer — 
Western Region
39926 Chalon Court, Temecula, CA 92591
Cell: 951-813-9589
john.johnson@mcwaneductile.com

Barnes Ray, Marketing
1201 Vanderbilt Road, Birmingham, AL 35234
Office: 205-241-4309
barnes.ray@mcwaneductile.com
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MCWANE DUCTILE
1201 Vanderbilt Road
Birmingham, AL 35234

[FIRST NAME] [LAST NAME] 

[ADDRESS1]

[ADDRESS2]

[CITY], [STATE] [ZIP]

DI P 
HDD
YES

Cast to stand the test of time, ductile iron pipe has a long, successful history of durability 
and ease of installation. For more than 22 years, outstanding tensile strength and a minimal 
installation footprint has made ductile iron the perfect option for any horizontal drilling job.  
For quality you can count on in even the toughest environments, choose ductile iron pipe.

www.mcwaneductile.com

YES, you CAN use DUCTILE IRON PIPE  
for horizontal directional drilling.

S T R E N G T H .  S T A B I L I T Y .  S O L U T I O N S .
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