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Dear Readers, 

Welcome to the Summer 2018 

issue of Modern McWane. I 

don’t know about anyone else, 

but for me, it surely seems 

that the saying regarding time 

moving faster as you get older 

holds true. Spring barely made an appearance, and we are 

already talking about summer. But the summer season does 

provide us with many opportunities to enjoy time with family 

and friends — enjoying the holidays, doing cookouts, and 

(hopefully) taking that well-deserved vacation. It’s also the 

time of year for graduations, when many young adults begin 

that next chapter of their lives. For any young students or 

the parents of those graduates who may read this, I say 

congratulations. Taking time to celebrate those milestones 

in life is important.  

As usual, our summer issue has us looking forward to 

the upcoming AWWA/ACE conference, which will be 

held in Las Vegas. Please check out our advertisement/

article inside with information on our booth location. We 

will once again have some fun prizes for those who stop 

by and register.  

We also have two personnel announcements to celebrate 

in this issue. Amy Locha has joined our McWane Ductile–

New Jersey staff as a Sales Representative covering 

Delaware and New Jersey. Amy brings 15 years of 

experience in the waterworks industry to McWane, and 

we are excited to welcome her to our team. We also are 

pleased to announce the promotion of Keith Mallet to 

Vice President/General Manager of the Phillipsburg, New 

Jersey, foundry.  Keith oversaw the start up of McWane 

Poles division in Ohio prior to relocating to New Jersey in 

2016, and this is a well-deserved promotion. Please read 

more about each individual inside this issue.  

As always, we have our Project Profile section filled with 

various entries from across the United States and Canada. 

Each article provides unique insight on the challenges the 

project owners faced and their reasoning for choosing 

Ductile Iron Pipe as their material solution. These articles 

also highlight the teamwork between McWane Ductile and 

our partners in Building Iron Strong Utilities for Generations.

I also invite you to check out our two feature articles in 

this issue. Roy Mundy, Senior Regional Engineer, provides 

an in-depth exploration and analysis into the question 

“Are All Ductile Iron Pipe Manufacturers Created Equal? 

Yes (And No),”  and Marketing Specialist Brittleigh Unger 

introduces you to our new “Iron Strong” Learning Center, 

where experienced industry professionals will share 

information on a variety of topics and issues pertinent to 

the waterworks industry. Please stay tuned for more on 

that in coming issues as well.    

As we move into summer, here’s wishing each of you a 

safe and fun time of year with family and friends.  We look 

forward to seeing you at the AWWA/ACE conference in Las 

Vegas. So, please stop by and say hello to catch up the all 

that’s happening at McWane Ductile.  

Stuart Liddell 
Sales Operations Manager 
Sales Operations Department

WELCOME TO MODERN McWANE

IN THIS ISSUE
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IT’S ACE18 TIME! 

The most wonderful time of the year is here, and McWane 

couldn’t be more excited! Join us at the Mandalay Bay Resort 

and Casino in Las Vegas for three days of industry fun at ACE18, 

June 12–14. We’ll be in Booth #23033 sharing the latest McWane 

news and giving away Apple watches to two lucky booth visitors, 

so don’t miss out. While you’re at the show, check out the annual 

pipe tapping competition with pipe provided by McWane Ductile. 

ACE18 is just around the corner, so plan your trip to AWWA’s 

biggest event of the year today!
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IS ALL DUCTILE IRON PIPE CREATED EQUAL?

I have indicated on many occasions that if one were to place 
three joints of ductile iron pipe side by side on the ground, 
each joint made by one of the different manufacturers in 
this country, the appearance and performance of the pipe 
would be the same. All pipe manufacture's essentially meet 
the same quality standards, conforming to AWWA/ANSI 
requirements, albeit McWane Ductile Iron Pipe exceeds 
these standards in certain categories. Sound familiar? All 
ductile iron pipe manufacturers meet all standards to ensure 
proper performance of the pipe itself. So then, what makes a 
satisfied or dissatisfied customer? I contend one key attribute 
is service.

PROVIDING VALUE-ENGINEERING  
SERVICES TO OUR CLIENTS

McWane Ductile has a wide array of experienced and 
credentialed personnel to work closely with our clients. 
Members of our team have experience in managing water 
and wastewater systems, working for consulting firms, and 
working first hand in the pipe manufacturing process. These 
team members respectively are credentialed as Registered 
Professional Engineers, ENVISION Sustainable Professionals, 
and NACE Certified Corrosion Technicians, available to assist 
clients in special designs such as bridge crossings, long span 
pipe on supports, HDD applications, pipe bursting, corrosion 
forensics and protective measures, and pipe class design for 
internal and external pressures, just to mention a few value-
engineering services provided predominantly free of charge  
to our clients.

CORROSION CONTROL AND ANALYSIS

The AWWA Research Report “Buried No Longer” published 
in 2012 has estimated that ductile iron pipe in all parts of the 
United States will have a service life exceeding 100 years. One 
key component in some locations to achieving this century 
plus of service is proper corrosion control methodologies. The 
NACE Certified Technicians of McWane Ductile work closely 
with consulting and utility engineers in recommending proven 
mitigation measures against corrosion of ductile iron pipe when 
conditions dictate. Our resources go as far as actual soil testing, 
and in some cases, providing our clients with strategic research 
projects to achieve a better understanding of long-term 
corrosion activity in certain parts of the system. Additionally, 
we have performed forensic evaluations where corrosive 
activity appears to occur with recommendations for abeyance 
or correction. Our certified technicians have also proposed 
corrosion control systems for unique and extreme situations, 
which have allowed clients to feel secure in the protection of 
pipelines under those conditions.

FIELD TRAINING AND ASSURANCE MEASURES

McWane Ductile’s Product Engineers have a vast amount of 
experience in virtually every facet of installation of ductile 
iron pipe. Our services include being on the job site at the 
beginning of a project and working with the contractor to 
ensure all pipe installation methodologies are performed 
efficiently and correctly.  This assistance could include simple 
tasks such as joint assembly procedures for push-on and 
restrained joint pipe or the proper installation of polyethylene 
(V-Bio®) encasement. We also offer job site assistance 
on complex installations of TR Flex® restrained joint pipe 

ROY MUNDY, MCWANE DUCTILE SENIOR REGIONAL ENGINEER

I have really enjoyed the opportunity to visit with consulting engineers and utility representatives over the past several 
years to discuss material selection for utility systems and specific projects. Having managed water and wastewater 
systems for most of my career, I have also engaged with interest in the operations of specific water systems. Many times, 
those conversations have lead into areas beyond the engineering criteria for daily operations and into areas such as 
customer satisfaction. The great majority of these systems meet all required regulatory quality standards each day. Then 
why do customers become dissatisfied with the utility? One notable answer is: service. Many customers may go for years 
without interfacing with their water or wastewater utility other than paying their bill, an attribute which many herald as 
being the “silent service.” However, when the time comes to provide the customer with actual services, it many times 
dictates the long-lasting attitude toward the utility, good or bad.

ARE ALL DUCTILE IRON PIPE MANUFACTURERS  
CREATED EQUAL? YES (AND NO)
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and fittings where laying schedules or line drawings are 
paramount to the efficient assembly of the pipeline.  

This attention to the project and assistance to the contractor 
doesn’t stop at the beginning of the job. We also make 
ourselves available throughout the project if circumstances 
dictate our involvement. In many cases, we have been called 
upon to assist contractors to achieve acceptable test results 
at the end of the project, using our experience to focus upon 
certain areas that have been issues in the past for others.

TRAINING

The McWane Ductile team presents numerous training 
programs throughout the year on a multitude of subjects 
ranging from corrosion control, ENVISION, proper selection 
of pipeline materials, proper installation methods for ductile 
iron pipe, etc. The training sessions can be one-hour lunch-
and-learn meetings or extend to a full day. Our team members 
are also active in making numerous conference presentations 
throughout the year at events sponsored by groups such as 
AWWA, ASCE, and RWA. We can also develop training that is 
focused toward a specific concern of a utility.

PLANT TOURS

One of the more notable facilities located in Kentucky, where 
I reside, is the Corvette manufacturing plant. If you purchase 
a new Corvette, you can actually see your ‘Vette made right 
before your eyes. We at McWane Ductile take the same 
pride in showing interested parties how we manufacture our 
products. Many plant tours are conducted during the year 
to provide key insight into the manufacturing process and 
to highlight our quality-control procedures that guarantee 
those protocols. We also take pride in the overall integrity 
of our manufacturing facilities related to safety, efficiency, 
and product quality. These plant tours not only enhance the 
understanding of how our product is made, but also confirm 
the resilient and sustainable attributes of ductile iron pipe.

ASSURANCE OF AVAILABILITY

We have all seen too often the devastating effects of 
natural disasters and the effect such disasters can have on 
infrastructure. The recent flood in Houston affected the nation 
by shutting down oil refineries for a time. Key facilities can 
also be affected by other factors such as work stoppages, 
utility failures, and the like. One service we provide to our 
clients, one we hope may not be necessary, is the availability 
of product even if one of our facilities becomes idle for any 

reason. The multiple plant locations of McWane Ductile in 
New Jersey, Ohio, and Utah ensure that most sizes of ductile 
iron pipe can still be manufactured even with the temporary 
loss of one location. Again, we don’t foresee this happening, 
and we plan strategically for it not to happen; however, when 
forces beyond our control come into play, our clients have the 
insurance of multiple locations of production. Additionally, these 
multiple plant locations in different parts of the country can aid 
contractors when installing large projects wherein pipe can be 
strategically shipped so as not to require large storage areas or 
the stringing of pipe for inordinate distances during construction.

THE MCWANE FAMILY OF COMPANIES

The McWane family of companies is made up of some of the 
most recognizable names in the industry, including M&H Valve, 
CLOW Fire Hydrants and Valves, Kennedy, Tyler-Union just to 
name a few. I personally have assisted clients who were unable 
to obtain products other than ductile iron pipe on a timely basis 
from their contracted manufacturer. Through working with one 
of our McWane product providers, I was able to obtain the 
needed product in significantly less time, thus assisting our 
clients in a timely project completion.

THE POCKET ENGINEER

A unique service that McWane Ductile has provided to the 
industry is our Pocket Engineer, available on the web at 
pe.mcwane.com, the Apple Store, and Google Play. This 
program provides a multitude of information such as contact 
information for McWane representatives, a virtual plant tour, 
product information, archived editions of the Pipe Economy 
catalog, and access to DIPRA technical publications.  It also 
includes calculators for various engineering decision-making, 
including energy savings, pipe thickness, HDD installation arcs, 
pipe volumes, pipe testing data, restraint joint thrust design, and 
more. I sure wish I had this when I was in engineering school.

I often share a story I heard about a well-known department 
store. A lady entered the shoe department indicating she had 
bought a pair of shoes at a competitor’s store, but they were too 
small. She found the identical shoes at this store and advised the 
sales person she wanted to buy the shoes that fit her, and she 
would take the others back. The salesperson then replied, “We 
will take those shoes back if you’d like, so you’ll have no need 
to return to that other store.” We pledge to provide the service 
wherein you’ll have no need to go anywhere else. That service 
makes us different at McWane Ductile, building Iron Strong 
Utilities for Generations.  
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cWane Ductile is pleased to announce 
the launch of our latest interactive 
communications tool for the water and 
wastewater industry — the Iron Strong 

Learning Center. This exciting new initiative allows users 
to explore product reviews, manufacturing and design 
processes, installation guides, testing, services, system 
tendencies, do's and don’ts, and so much more; all will 
be shared with you and the worldwide marketplace. 
This resource will quickly become our number one 
communication tool and primary connection to everyone 
within the ductile iron pipe community. With this integration 
of new and existing resources, we will ensure accuracy, 
accessibility, and even a little fun.

Iron Strong is fueled by real-world utility experiences and 
contributions from McWane personnel in all corners of 
the industry and assignments, as well as other advisory 
contributors along the way. The answers to those frequent 
nagging questions will finally all be in one place, no more need 
to thumb through resource after resource to find answers.  

This project is a work in progress and will bring you new 
information on a weekly basis, so check back frequently 
to explore. The best part? You can subscribe to Iron 
Strong with a click of a button. That way you’ll never 
miss out when updates are delivered directly to your 
inbox! We are counting on you and our own people 
to challenge the McWane Ductile Sales & Sales 
Operations teams to show you what you think you 
know in a way you've never thought of, with learning 
and productive discussion at the core of it all. If 
there’s something you want to see, let us know via 
our contact page at www.mcwaneductile.com.

Mike Dodge, VP of Sales & Marketing at McWane 
Ductile, sums it up well: “We believe in Iron Strong 
and want to share the core values behind it with the 
entire water and wastewater industry. This won’t just 
strengthen our position in the market, but it will allow 

for a wealth of knowledge — learning tools, guides, videos 
and more — to be shared over multiple platforms. This 
online tool will also provide our sales teams with additional 
resources for their daily interactions with customers, 
contractors, engineers, and end users.”

We welcome you to the McWane Ductile Iron Strong Community!   

IRON STRONG
Brittleigh Unger, McWane Ductile Marketing Specialist 

PRESENCE BUILDS A LIBRARY OF RESOURCES FOR GENERATIONS

GET ACCESS TO:

Video Guides 
Installation Resources

Product Specifics
Industry News
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AMY LOCHA

KEITH MALLETT

In February of this year, Amy Locha joined McWane Ductile as the sales representative 
for the Delaware and New Jersey region. Prior to joining McWane, Amy held multiple 
positions over the course of 15 years at Sigma Corporation based in Central Jersey. 
With every new challenge in life comes a goal, and her goal is to become a successful 
and productive member of the McWane family of companies as she begins this new 
journey in her professional career. Amy resides in Ocean County, New Jersey, with her 
supportive family. Amy and her husband, Dave, are the proud parents of four beautiful 
children: Alexis, Kaylee, Isabella, and David. Their family is also extended to their other 
children — dogs Daisy, Diesel and Yogi.

We are pleased to announce that Keith Mallett has been promoted to Vice President/
General Manager of our McWane Ductile facility located in Phillipsburg, New Jersey. 
Keith started his career with McWane as a management trainee in Coshocton, Ohio, 
where he oversaw the design, installation, and ongoing production of McWane Poles. 

In 2016, Keith relocated to McWane Ductile New Jersey as the Assistant General 
Manager. During his time there, Keith and the Phillipsburg team have improved in many 
key areas while bringing much needed vision and stability. 

Congratulations, Keith, on your new role!

McWANE NEW HIRES & PROMOTIONS
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McWANE DUCTILE 
PROJECT PROFILES

NORTHEAST
Sales Region: Northeast

Sales Representative: Bob Hartzel

Project Location: Ridley Twp., PA

Project Owner/Utility: Central Delaware County Authority  

Project Engineer: Catania Engineering Assoc., Inc.

Project Contractor: N. Abbonizio Contractor, Inc. of 
Conshohocken, PA

Project Distributor: Ferguson Waterworks — Coatesville, PA

Types of DIP used on the project:

Diameter Joint Class Footage

30" TR Flex® PC350 3,651

The Central Delaware County Authority was established 
by municipalities located in the south central part of 
Delaware County, Pennsylvania, in 1937. The Authority is 
currently made up of 12 municipalities, and their mission 
is to protect the public health and the environment 
by transporting wastewater out of the watershed for 
proper treatment and disposal.

The force main serving Crum Creek Pump Station, 
located in Ridley Township, has been in continuous 
service since it was installed in 1938. When first 
installed, it served as part of a conveyance system 
that intercepted raw sewage being dumped into 
local streams and carried those flows to a direct 
discharge into the Delaware River. Today, the flows are 
transported to the Western Regional Treatment Plant, 
located in Chester, Pennsylvania, for proper treatment 
prior to discharge into the Delaware River.

The force main, now 79 years old, is at the end of its 
service life and requires replacement. The contracts 
for this project (Sanitary Force Main & Gravity Sewer 
Interceptor) was awarded in July 2017. The project 
was awarded to N. Abbonizio Contractors in the 
amount of $3,338,290.

The new 30-inch diameter force main (replacing the 
existing 24-inch diameter cast iron line) will be sized to 

handle the additional new flows of three of the newest 
municipalities, (Edgemont, Upper Providence, and 
Newtown Townships), and the Force Main will decrease 
infiltration and inflow for existing municipal members.

Edward Phillips of N. Abbonizio Contractors states, 
“McWane Ductile and Ferguson Waterworks were 
terrific in communicating the availability of materials 
and delivering when promised so that we were able 
to continue along steadily with pipe installation while 
maintaining enough pipe on the ground with a limited 
amount of space available to stage material. Their 
technical support staff was there on day one to provide 
valuable information to our crew for installing the TR 
Flex® DIP and provided us with engineered cost-saving 
suggestions along the way.”  
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MIDWEST

This project is called TW-3/17 West Transmission 
Main and consists of approximately five miles of 30-
inch diameter Ductile Iron Pipe and TR Flex® fittings. 
This transmission main is being installed to provide 
source water from Lake Michigan to the Village of 
Bartlett. Currently, 60 percent of Bartlett’s water is 
being purchased from another city, while the rest is 
being drawn from village wells. The decision to use 
Lake Michigan water was brought up by resident 
complaints about water quality, as well as odor being 
caused by algae blooms in the Fox River. This project 
will enhance the water quality and reliability for the 
residents of Bartlett for years to come.  

The TW-3/17 West Transmission main has an expedited 
schedule and is planned to be completed in early 2019. 
Bartlett will become the 29th member of DuPage Water 
Commission, which is the second largest water system 
in Illinois and the largest water customer of Chicago.

McWane Ductile is proud to be a part of this project 
with Benchmark Construction, DuPage Water 
Commission and AECOM.

Sales Region: Midwest

Sales Representative: Dan Flaig

Project Location: Villages of Bartlett, Hanover Park, & 
Roselle, Illinois

Project Owner/Utility: DuPage Water Commission  

Project Engineer: AECOM Technical Services, Inc.

Project Contractor: Benchmark Construction

Types of DIP used on the project:

Diameter Joint Class Footage

30" Tyton® 52 20,600

30" TR Flex® 52 3,600

24" Tyton® 52 575

24" TR Flex® 52 325
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SOUTH
Sales Region: South

Sales Representative: Brian Richard

Project Location: Johns Creek, GA 

Project Owner/Utility: Fulton County, GA 

Project Engineer: Brown & Caldwell

Project Contractor: Reynolds Construction

Types of DIP used on the project:

Diameter Joint Class Footage

24" TR Flex® 350 12,000

24" Tyton® 350 12,000

20" TR Flex® 350 3,200

20" Tyton® 350 2,100

Country Club of the South was the site of the largest 
project for McWane Ductile in Georgia in recent 
years. Residents of the community were excited at 
the prospect of having re-use water for their irrigation 
needs. The new water line would allow them to add 
vegetation to the landscape in areas where it had 
previously not been possible.

Layne Heavy Civil had just become Reynolds 
Construction as the project began. Matt Stonica, 
superintendent for the company, had many challenges 
from the start: finding a staging area, managing the 
activity at the site, and dealing with the many changes 
to construction plans. 

Good communication between the manufacturer and 
contractor was paramount for a job of this scope to 
advance without delay until completion. Most of the 
pipe installed was restrained joint TR Flex®, with pipe, 
spool pieces, and fittings provided by McWane. Matt’s 
crew had experience with a “puzzle” of this sort, so 
fitting the pieces together was likely the least concern 
they had. Directing automobile traffic and heavy 
equipment in the tight quarters was the real challenge. 

At one point, Matt had three crews working at the 
same time in different locations. But the construction 
culminated with a bridge crossing over Johns Creek, up 
the hill and into the Fulton County water reclamation plant. 

Water from that plant will flow through ductile iron pipe 
and provide needed irrigation for many generations to 
come in the northern area of Fulton County and Country 
Club of the South. The combination of McWane Ductile 
products and Reynolds Construction workmanship 
ensures that statement as a fact.
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WEST
Sales Region: West

Sales Representative: Carolyn Lopez

Project Location: Banning, CA

Project Owner/Utility: City of Banning 

Project Engineer: Albert A. Webb & Associates  
Riverside, CA

Project Contractor: Genesis Construction

Types of DIP used on the project:

Diameter Joint Class Footage

24" TR Flex® 250 7,603

16" TR Flex® 350 72

12" TR Flex® 350 54

6" TR Flex® 350 54

The City of Banning, California, situated in the San 
Gorgonio Pass, located about 80 miles east of Los 
Angeles, California, and 30 miles west of Palm 
Springs, California, is a fast-growing city. Banning 
Public Works and Utilities Department currently 
provides domestic water services to all areas of the 
city except for a small section in the northern portion. 
The city owns and operates wells, reservoirs, and a 
distribution line system, delivering domestic water to 
an area of approximately 23.2 square miles, via 10,648+ 
metered connections. 

The city is replacing and relocating its aged steel 
water transmission pipeline within the Banning Water 
Canyon with ductile iron pipe. They are first replacing 
segments they have deemed the most aged and prone 
to failure. The existing pipeline will be abandoned in 
place, with the new transmission pipeline out of the 
active river channel. The replacement pipeline will 
be located within an existing access road along the 
eastern bank of the San Gorgonio River.  

This transmission pipeline provides approximately 
40 percent of the city’s water supply and is 
considered Banning’s backbone water supply 
infrastructure. Therefore, the city intends to replace 
the transmission pipeline in appropriate phases so 
it is made of more current durable materials and 
can be relocated out of the active river channels. 
Completing this project will decrease water system 
losses and improve efficiency of nearly half of the city 
of Banning’s water supply. Additionally, relocating the 
water line to the existing access road will lessen the 
amount of habitat and resource disturbance through 
maintenance of the pipeline.
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CANADA
Sales Region: Canada

Sales Representative: Steve Philpott

Project Location: Saint John, New Brunswick

Project Owner/Utility: City of Saint John, New 
Brunswick

Project Engineer: AMEC

Project Contractor: Acciona & Dexter Construction 

 

Types of DIP used on the project:

Diameter Joint Class Footage

36" Tyton® PC250 19,686

The Safe, Clean Drinking Water Project (SCDWP) for 
Saint John, New Brunswick, was a major initiative for 
updating the aging water infrastructure throughout 
the city and surrounding areas. As it stands, this 
venture was one of the largest of its kind to happen in 
Atlantic Canada and was a positive step forward in the 
waterworks industry for the region. This project is not 
only about updating their tired water system with state-
of-the-art equipment and materials but also opening 
the door to exploring “outside-of-the-box thinking" to 
ensure the city’s needs are met. With more resources, 
better know-how, and many individuals from various 
backgrounds coming together, this project was a huge 
success. The City of Saint John, New Brunswick, will 
now have clean and safe drinking water they can be 
confident in for years to come.

The development of this project consisted of three 
consortiums teaming up to complete the mega project 
and to determine the best approach for the on-time 
completion of each section. After Wolseley Waterworks, 
a local distributor in the area, was awarded the 
project by the general contractor, Acciona, we 
worked closely with them to provide a 36” Ductile Iron 
transmission main, which was more than 19,000 feet 
long throughout the site. In saying this, the threat of 
concrete pressure pipe quoting the contractor direct 
was against us at each step of the bidding process. The 
piping subcontractor, Dexter Construction, favored DI 
over PCCP, which was a major factor in supplying the 
SCDWP along with the benefits of using iron pipe for this 
application. Furthermore, the last correspondence with 
Acciona revealed that 95 percent of the line is installed 
with no testing issues, and we will watch the final 5 
percent closely to ensure the same outcome. 

“With the Saint John Safe, Clean Drinking Water 

Project, Dexter Construction has experienced the same 
high level of service from Canada Pipe that we have 
come to expect over our years of working together. Even 
though we weren’t responsible for the procurement 
of the pipe materials in this instance, as we were an 
installation sub, the Canada Pipe representatives were 
always attentive to our calls and provided on-site 
assistance when we were working through construction 
issues. Thank you to the team at Canada Pipe for 
helping make this a successful project,” said Brian 
Reimer, Manager of Estimating & Engineering at Dexter 
Construction. McWane Ductile thanks all who were 
involved in the successful completion of this project. 
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And your design life! All the variables quickly come together on 
a single screen on your phone or computer. Touch the Calculate 
button and everything from drilling angles to bore radii, required 
horizontal distances, and percentage of safe end-pull used is 
displayed as quick as a sneeze. 

Visit pe.mcwane.com or download the McWane Pocket Engineer™ from the 
App Store or Google Play Store.

SIMPLIFY YOUR JOB SITE.

mcwaneductile.com

POCKET ENGINEER
Available for iOS + Android 
or online at pe.mcwane.com

B U I L D I N G  I R O N  S T R O N G  U T I L I T I E S  F O R  G E N E R A T I O N S
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Dearest Ditch Doctor,

I've got a young engineer out here on my job site refusing to accept 

a successful hydrostatic test because I used the words "within 

allowable leakage," which freaked him out. He said there's no way 

they can accept a "leaking pipe" into their system and that I need 

to "get it not leaking at all" before he or his office will permit it to go 

into service, following chlorination disinfection first. What did I do 

wrong? The project is at a standstill until this question gets resolved. 

I'm losing dollars by the minute. Please help!

Sincerely, 

Livid in Livonia 
Yup, That's in Michigan

Hello Livid,

Take a deep breath. You've done nothing wrong. In recent years, 

the vernacular has changed from saying "allowable leakage" 

to the more accurate term "testing allowance.” Never was it 

meant to mean "... oh, it's just a little leakage ... it will get better 

over time ... don't worry about it!” Real leaks never get better on 

their own. No level of prayer, dance, hope, or other intervention 

short of digging up and repairing it is the answer if, in fact, water 

is escaping the pipeline. The testing allowance is a practical 

representation of what happens to a ductile iron pipeline once 

it is buried and pressurized. The allowance represents a total 

measure of minor factors that could produce a small pressure 

drop in a pipeline segment without a loss of water involved. 

Real things such as tiny pockets of trapped air, absorption of 

water into the cement mortar lining, and longitudinal growth 

of the pipeline from internal pressure of the water are some of 

these factors. The expression “minor” relates to the +/- 5 psi 

pressure change permitted during the length of your hydrotest. 

With any meaningful amount of trapped air or even the tiniest 

drip occurring anywhere in the pipeline, you will never remain 

within this 5 psi differential. If you’re not sure that you really have 

a leak, just pump the line up another 50 psi above your original 

test pressure, wait 30 minutes, and pump back up. If the recovery 

volume increases at all from prior, you've got a real leak, get to 

digging. But if it stays the same or gets better at a higher internal 

pressure, good news, it's just trapped air! Like a balloon, squish 

when compressed and expands when released. I hope this long-

proven reality eases the engineer’s mind and gets you back to 

working!

Sincerely,

The Ditch Doctor

Help Me Ditch Doctor,

The inspector on this pipeline project came out here and just told 

us we are laying pipe in the wrong direction. He said the bells have 

to face the other direction, like he says the plans show. He wants 

us to dig up the 1,000 feet we've already installed and reverse each 

pipe. Is he for real? Does it really matter? No one ever told me it does 

before this. I need your immediate help on this. Thank you.  You can 

call me at 1-855-BIG-PIPE if that's easier for you.

Sincerely, 

Stopped in Stockton

Dear Stopped,

Your inquiry is the ultimate example of one of my favorite sayings: 

"that which makes no difference is no difference." Think about 

it, and perhaps ask the question of the inspector onsite, "how's 

the water gonna know (what direction the bells are laying)?" The 

inside surface of a ductile iron pipe joint is a smooth continuation 

of the barrel on each side, even when the joint is deflected. So, 

what difference does the bell direction make? Absolutely none! 

If you look at the configuration of the bell, its leading lip and 

everything else about the design is designed to guide the spigot 

gently across the gasket while compressing it to a watertight 

finish, much like how a boat ramp protects the bow into and 

out of the water. It goes without saying, yet I'm typing it here 

nonetheless because it’s so important: every job site decision 

should start and end with worker safety. The laying direction of 

the bells is quite often determined by what is safest for those 

installing the pipe, especially on slopes, and can actually change 

during the construction of a pipeline. And as for machine size 

needed (second most popular inquiry), if the machine can pick up 

the pipe, it is big and strong enough to assemble the joint. It's the 

dead weight of the pipe that makes the gasket compress, not the 

force of the push. You can’t “over-home” DIP, but why bring an 

elephant gun to a chicken fight? I can call the inspector directly 

if he or she requires any additional information. We are here to 

help, free of charge!

Sincerely,

The Ditch Doctor
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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
Amy Locha, Sales Representative
Cell: 908-319-0992
amy.locha@mcwaneductile.com

MARYLAND & WESTERN 
PENNSYLVANIA
Ben Leonard, Sales Representative
Cell: 908-442-5241
benjamin.leonard@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 REPRESENTATIVESMIKE DODGE, VP SALES & MARKETING

EAST SALES TEAM

CANADA SALES TEAM

SOUTH SALES TEAM

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

Crystal Issacs, Manager, Sales Office
Office: 905-547-3251
crystal.issacs@canadapipe.com
Martin Phinney, National Sales Engineer
Office: 506-961-9229
martin.phinney@canadapipe.com

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

QUEBEC
Marc Giguere, Sales Manager
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
Scott Bell, Sales Representative
Cell: 604-499-3825
scott.bell@canadapipe.com

Brent Williamson, Sales Representative  
Office: 604-737-1279  
Cell: 604-360-0960  
brent.williamson@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

SOUTHERN ILLINOIS
Clinton (CJ) Fowler, Sales Representative
Cell: 330-260-9292
clinton.fowler@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, WESTERN 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
David Smith, General Sales Manager
Cell: 724-316-4093
david.smith@mcwaneductile.com

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

NORTHERN OHIO, WESTERN 
PENNSYLVANIA, MICHIGAN,  
WESTERN NEW YORK
Matt Drummond, Sales Representative
Cell: 614-917-3821
matt.drummond@mcwaneductile.com

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

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

DELAWARE, MARYLAND, 
VIRGINIA, WASHINGTON, D.C., EASTERN 
PENNSYLVANIA & TENNESSEE
Alex Shelton, 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

ALABAMA, GEORGIA, SOUTH 
CAROLINA, FLORIDA, LOUISIANA & 
MISSISSIPPI
Jeremy Gwin, Regional Sales Manager
Office: 205-541-4090
jeremy.gwin@mcwaneductile.com

TENNESSEE, ARKANSAS, TEXAS & 
OKLAHOMA
Dusty Henderson, Regional Sales Manager
Office: 615-418-0741
dustin.henderson@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

ALABAMA, LOUISIANA, FLORIDA 
(Panhandle only) & 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, Regional Sales Manager
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 &  
TEXAS (El Paso only)
Wes Cassiere, Regional Sales Manager 
— Southwest
Cell: 480-280-5424
wes.cassiere@mcwaneductile.com

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

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

UTAH & COLORADO
Aaron Loosli, Sales Representative
Cell: 385-208-7352
aaron.loosli@mcwaneductile.com

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

Daniel Sullivan, Sales Representative 
Cell: 206-503-3900 
daniel.sullivan@mcwaneductile.com

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

WASHINGTON, IDAHO, WYOMING, 
MONTANA & HAWAII
Jason Barnes, Sales Representative
Cell: 206-714-8213
jason.barnes@mcwaneductile.com

NORTHERN CALIFORNIA & 
NORTHERN NEVADA
Christine Michaelidis, Sales Representative
Cell: 916-205-0906 
christine.michealidis@mcwaneductile.com

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

Jeff Henderson, National Account Manager
Cell: 614-404-4909 
jeff.henderson@mcwaneductile.com

Jerry Regula, National Product Engineer
Office: 740-291-1068
jerry.regula@mcwaneductile.com

Ken Rickvalsky, National Product Engineer
Office: 609-290-7701
ken.rickvalsky@mcwaneductile.com

Roy Mundy, Regional Engineer
Cell: 859-361-8585
Fax: 859-273-4799
roy.mundy@mcwaneductile.com

John Johnson, Regional Engineer 
Cell: 951-813-9589
john.johnson@mcwaneductile.com

John Simpson, Regional Engineer 
Cell: 865-256-2541
john.simpson@mcwaneductile.com

Brittleigh Unger, Marketing Specialist
Office: 740-202-7352
brittleigh.unger@mcwaneductile.com

MIDWEST SALES TEAM

WEST SALES TEAM

SALES OPERATIONS

TREATMENT PLANT SALES
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MCWANE DUCTILE
1201 Vanderbilt Road
Birmingham, AL 35234

[FIRST NAME] [LAST NAME] 
[ADDRESS1]
[ADDRESS2]
[CITY], [STATE] [ZIP]

mcwaneductile.com

POCKET ENGINEER
Available for iOS + Android 
or online at pe.mcwane.com

THE NUMBERS YOU NEED  
BEFORE YOUR COFFEE  
GETS COLD.

B U I L D I N G  I R O N  S T R O N G  U T I L I T I E S  F O R  G E N E R A T I O N S

Created to help engineers solve complex 
calculations in a matter of seconds, the 
McWane Pocket Engineer’s new calculator 
makes Horizontal Directional Drilling easy.


