






train successful technicians,” says Mike, “not to weed out dealers.”  Mike has enjoyed training 
hundreds of dealers from almost every state in the U.S. and several from Europe. 

DEALER TRAINING SEMINARS PACKING THEM IN 

Maryland:  Jay Wilson of Geothermal Options LLC, EarthLinked Sales Rep, had a very successful April 
training seminar in Gaithersburg, Maryland.  Trainees came from throughout Jay’s mid-Atlantic sales 
territory, Maryland, DC and northern Virginia, as well as from points as far away as Massachusetts.   ETI’s 
Technical Support Manager, Russ Bath, trained nearly 40 individuals.  The class took a field trip on the first 
day to see an 18-ton installation at a local church, and the second day enjoyed a presentation by guest 
speaker Monte Jefferson, an ETI installer and driller with several years experience, about what to look out 
for in assessing a project for drilling.    

Florida:  A training session sponsored by new Sales Rep ECS Geothermal Systems was held in Tampa in 
early October.  The training was very well received, with fifteen attending from a diverse group. “We had 
three companies representing well drilling, three HVAC contractors, and one Geothermal company,” says 
Jon Berntsen, Florida Sales Rep.  “That is in addition to ECS’ attendance, which included a 
professional geologist, professional engineer, construction project managers, and 
marketing/sales.”  Most of the attendees were from Florida, but a current EarthLinked dealer from 
Vancouver attended as a refresher course. 

Washington:  Johnstone Supply - Puget Sound held 
its initial training and kick-off meeting on October 14-
15 at the Bellevue Club Hotel in Seattle. It was 
attended by 65 contractors, business owners, drillers 
and electric utility representatives from the Puget 
Sound area. The two-day training course featured 
EarthLinked’s Vice President, Joe Parsons; Geo 
SuperGrout’s President, Jeff Konczak; Johnstone 
Denver’s Sales Manager, Dean Wolfe. 

The two-day event was hosted by Johnstone owners 
Scott and Ryan Sadlier, along with manager Matt 
Poort. “We were looking for a product that sets 
us apart from our competitors,” said Ryan.  “And 
we’ve found that product in EarthLinked.”  Also in 
attendance were two contractors from Hawaii who will be installing EarthLinked cooling units at a satellite 
tracking facility on the island of Oahu. Johnstone Bellevue will be coordinating the equipment delivery and 
involved in the overall quality control process for the project. 

ARTICLES OF INTEREST 

10 Ways Plumbing Engineers Can Prevent Legionnaires’ Disease  

Appearing in the March 1, 2009 issue of PM Engineer magazine, this article explains how to design systems 
that minimize conditions conducive to these and other bacteria, including preventive measures in 
operating and maintenance specifications, and documenting preventive recommendations rejected by the 
owner. 

            Click to read article  

NEW WEBSITE FEATURES  

We have updated our website with some features available only to EarthLinked 
dealers.  Once you are signed in to the Dealer Resource Center, you will find 
more details in the Promotion & Advertising section. 

Promotional Items:  Use the products at trade shows, home shows, when 
making presentations to groups, or on site.  All items will have EarthLinked logo and your company contact 
information. These promotional items are pre-qualified for the ETI co-op advertising program. 

Tradeshow/Store Banners:  These large-scale graphics are 
made of vinyl to be used with trade show displays or store 
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