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Northern California/Hawaii NEBB Chapter 

Chapter News 

2011 board of directors 

 Randy Silva, President                       

Pacific Coast Trane 

 Curtis Worley,  President Elect                   

T.A.B.C.O., Inc. 

 Steve Smith, Technical Chair    

Pacific Test &  Balance, Inc. 

 Steve Conn,  Education Chair                  

Air Systems, Inc.. 

 Vic Congi,  Marketing Chair            

Carter Air Balance 

 Dan Moore, Past President    

Pyramid Balancing Associates     

 Audrey Kearns, NEBB     

Chapter Coordinator  

 MAY 2011 

 

  

REQUIREMENTS FOR MANNING 

NEBB CERTIFIED  

PROJECTS IN 2012 

 

I 
n May, 2009, the NEBB Board established a requirement 

that all NEBB certified projects in the year 2012 and be-

yond shall be manned on-site, at minimum, by a NEBB Certi-

fied Professional or a NEBB Certified Technician to provide 

project supervision.  A Certified Firm may use any combination 

of manpower, including multiple non-certified technicians; 

however, it must designate and deploy on-site for each project 

either a NEBB Certified Professional or a NEBB Certified 

Technician. This announcement was made in May, 2009; No-

vember, 2009 and to all chapter coordinators.  

 

Be sure to get your technicians certified today.  Contact your 

Chapter Coordinator to set up a Technician exam. 
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       2011 NEBB NATIONAL ANNUAL MEETING 
 IN SAVANNAH, GEORGIA 

T his year’s NEBB Annual Meeting will be in beautiful, historic Savannah, Georgia from October 

19-21, 2011 at the Hyatt Regency Savannah.   

 

Join NEBB for two days of technical sessions.  

The 2nd Annual Fishing Tournament  will be held 

Thursday, October 20th.   The 14th Annual 

NEBB Golf Tournament will be on Friday,      

October 21st and the ever popular Get Acquaint-

ed Party will be Thursday, October 20th.  As 

usual, there will be great tours to explore all that     

Savannah has to offer!   

 

 

 

  

On-line registration will open in June so get  

prepared for a fabulous event! 

 

 

Historical Parks 

Historical Homes 

Historical Waterfront 

  
 

Northern California/Hawaii NEBB Chapter 
Re-certification Meeting 

http://0.tqn.com/d/gosoutheast/1/0/M/2/-/-/historichome2.jpg
http://0.tqn.com/d/gosoutheast/1/0/P/3/-/-/WormsloeStatePark_satism.jpg
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       2011 NEBB NATIONAL ANNUAL MEETING 
 IN SAVANNAH, GEORGIA 

  
 

Northern California/Hawaii NEBB Chapter 
Re-certification Meeting 

O n May 16th, Northern California/Hawaii NEBB Chapter, held it’s annual re-certification 

meeting in Newark, California.  New this year was offering a full day of speakers so 

NEBB certified professionals could attain their 6 hours of CEU’s for the year. 

 

    At this years meeting the following vendors were in attendance and had their products on 

display: 

 AirNab, LLC 

 Belimo Americas 

 Evergreen Telemetry, LLC 

 HuntAir, Inc. 

 Keithly Barber Associates, Inc. 

 

    Our speakers schedule for the day included: 

 Tim Eder, AirNab, LLC, “Smart Buildings, Smarter Balancing” 

 Pete Secor, Evergreen Telemetry, LLC, “Tips for Successful Wireless Sens-

ing” 

 Greg Holzer and Dale Davis, Keithly Barber Associates, Inc., “Cloud Based 

Commissioning” 

 Mark Hydeman, P.E., Taylor Engineering, “What’s on the Horizon for HVAC in 

Title 24 2013” 

 Derek Eggers, CEO, Syserco, “Energy Management System & TAB Team Re-

lationship” 

 Michael J. Kearns, CLU, ChFC, Northwestern Mutual Financial Network, “What 

Keeps You Up At Night” 

 Garry Cole, Belimo Americas, “PI Valve Flow Verification 2011” 

 Dave Benson, HuntAir, Inc., “Fanwall Design” 

 

    We had National Board Member Tom Hooker present a status report on NEBB Na-

tional news. 



  
 

Succession Planning:  Continuing Success 
Part 1 

Tim Eder, AirNab, LLC 
Pete Secor, Evergreen Telemetry 

Greg Holzer and Dale Davis, Keithly Barber & Assoc. 

President Randy Silva Introducing  

Mark Hydeman, Taylor Engineering 

Derek Eggers, Syserco 

Dave Benson, HuntAir 

Mike Kearns, Northwestern Mutual Garry Cole, Belimo Americas 



T he Need for a Succession Plan 

Whether large or small, whether organized as sole proprietorships, partnerships, 

limited liability companies, or corporations, all businesses need to address suc-

cession.  

In addition to the issues of family succession, devising a succession plan is crucial in 

case of disability, retirement, or death, or in the event that growth in your company changes 

your role away from “hands on” to a more managerial focus. Your successor can then as-

sume your duties as a “doer,” and free up your time so you can direct your attention to 

larger issues.  

Business continuity planning not only benefits the withdrawing owners and their fami-

lies, but also the remaining owners and their families, the employees, and the business enti-

ty itself.  

The owner’s primary goals in a succession plan are the following: 

• To stabilize the business 

• To facilitate the transfer of the business in accordance with the owner’s wishes 

• To minimize eventual estate taxes 

• To maximize the wealth passed on to the next generation within the family 

As we shall see, many factors influence the direction of a succession plan, and there are 

no iron-clad solutions. However, based on the goals set forth in the initial phase of the pro-

cess, priorities and points of emphasis emerge. For example, focus should be on estate 

planning if the owner wants to transfer business interests to family members while incurring 

the least amount of transfer or gift tax. If a sale to a third party is the primary objective, 

structuring an appropriate buy-sell agreement and income tax issues may overshadow gift 

and estate tax issues. 

Procrastination and Facing Reality 

Many business owners may resist facing succession issues or feel they can delay think-

ing about it. Most family businesses have unique characteristics. Envisioning the future un-

der new leadership is daunting.  

Owners who are accustomed to controlling and managing all aspects of the business 

sometimes have difficulty “letting go.” After all, the success of the business has been 

achieved largely through the total commitment of the owner—it’s the owner’s “baby.”  

An owner may have greater difficulty grooming a family member than an outsider for 

succession because of the overlap of family and business boundaries. Sometimes, disharmo-

ny among family owners can paralyze mutually beneficial planning. Often overlooked is the 
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Succession Planning:  Continuing Success 
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personality of the owner and the effect of his personality on other family members. Almost 

everyone has a story about family members who professed to love each other dearly, but 

who were constantly at each other’s throats when it came to running the family business; 

or, about the father who dreamed of one day turning his business over to his son or daugh-

ter, but who couldn’t recognize that his child had different ideas about the future direction 

of the company.  

Finally, some families just don’t discuss money or inheritance issues because such dis-

cussions may be perceived as a lack of family trust. Care must be taken to ensure that the-

se kinds of issues will receive open and honest discussion. Denial will not change the reality 

that, when a company doesn’t have a succession plan in place, the impact on the company 

can be devastating and sometimes create irreversible damage.  

The fact that participants may have different agendas and goals will not doom the pro-

cess, but failing to recognize and deal with such differences almost surely will be disas-

trous. Indeed, planning early and carefully for succession has been cited as one of the most 

important characteristics found among businesses that have survived a generational transi-

tion. 

 

STEP ONE 

Developing the Plan:  An Overview 

Business continuity planning is the dynamic 

process of planning for the time when the 

owner will have a less active role in the busi-

ness. Regardless of the actual strategies em-

ployed, all plans must address both manage-

ment succession and ownership succession.  

The first question should be: Will ownership 

and/or management remain in the family and, 

if so, in what capacity? If your intent is to 

keep your business within the family, you’ll 

need to determine your family’s needs and in-

terests, as well as the needs of the business. 

A family conference should be called to ex-

plore the relationship between the business 

and the family.  

Here are some areas to explore: 

• Discuss with members of your family who 

will participate in the business and in what 

capacity. 

• Are some family members interested in 
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maintaining jobs within the business, even though they may not be part of key management? 

• What compensation should non-participating family members receive?  

Ask Yourself These Questions: 

Whether succession involves a gift or a sale to family members or an unrelated party, 

these questions must be addressed: 

• Who will ultimately own your company? 

• When is the plan activated or how is it triggered? 

• How will the price be determined? 

• How will the purchase be financed? 

• What will be the effects of a change in ownership and management on the operation and 

value of the business? 

• How will management retain key employees? 

• Will your company have enough cash reserves to carry it through the transition phase? 

• How can income and transfer taxes be minimized?  

Once you have answered these questions, the process of succession planning will begin. 

 

STEP TWO 

Gathering & Analyzing Relevant Data 

Before a plan can be developed, goals and objectives must be identified, various business 

and personal issues must be addressed, and a large amount of information must be gathered. 

Compiling Business Data 

You will need to analyze your company’s financial position within the context of financial 

forecasts for your industry and the larger economy. Financial statements, detailing the com-

pany’s cash flow and assets and liabilities, should be prepared by an outside accountant. You 

will also need to prepare thorough job descriptions of all key positions and determine areas 

of responsibility. In conjunction with this analysis, you will be outlining the qualifications 

necessary for your successor. You will want to consider a candidate’s job experience and 

academic background, as well as how both will fit into the successful operation of your busi-

ness.  

Training Potential Successors 

While someone can instantly become the owner of a business, becoming an effective 

manager of that business is not an overnight process. Many businesses find that mentor-type 

relationships, in which the next generation of managers are immersed in the day-to-day op-

erations of the business, enable potential successors to grasp the strengths and weaknesses 

of the company. The transition between relinquishing control of your business and your suc-

cessor taking the helm will hinge, in large part, on the training and information you provide, 

so that the successor fully understands the challenges that lie ahead.  

Compiling Personal Needs 
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Among the personal issues that need to be addressed are your financial needs and de-

sires. How much money do you want or need to take out of the business? Will your with-

drawal from the business be partial or complete? When will the withdrawal take place? 

Compiling personal financial data is just as important as compiling business financial data, 

because a good succession plan involves satisfying not only the objectives of the business, 

but the owner’s personal objectives as well. 

 

STEP THREE 

Refining the Plan—Strategies & Techniques 

Assuming the business will be sold, the strategies and techniques available will depend 

on the form of the business entity, and on determining what is being sold and who is the po-

tential buyer. For example, is the sale an asset sale or a stock sale? Is the potential pur-

chaser another current owner, a family member, a group of key employees, or an unrelated 

third party?  

Specific strategies begin to emerge depending on the form of the business. Because 

most family businesses are either incorporated or partnerships, we shall only briefly men-

tion the implications of selling a sole proprietorship before turning our attention to the is-

sues more common to partnerships and corporations.  

Planning for the sale of a sole proprietorship does not offer the same flexibility as that 

available to partnerships and incorporated businesses. 

The sale of a sole proprietorship is a taxable event. The sale does not involve a legal 

entity separate and distinct from its owner. The gain in each business asset is triggered up-

on the sale. Consequently, the planning focus is centered around structuring the sale to 

achieve the lowest possible tax cost by taking advantage of favorable long-term capital 

gains rate (15% through 2010 for taxpayers in the top four brackets). The holding period of 

an asset isn’t the only factor; you must also properly classify assets to maximize use of the 

capital gain rate. 

In contrast to sole proprietorships are closely held businesses, in the form of partner-

ships and corporations owned by a small number of individuals.  

Ownership of the business is not available to the general public. Securities are not listed 

on the stock exchanges, and there is no readily available means for determining the fair 

market value of these businesses. Consequently, alternative valuation methods must be 

used before the price can be fixed. 

Multiple factors affect the valuation process; the more complicated the business, the 

more difficult the process will be. Not only must assets be valued but also liabilities. In ad-

dition to obvious or admitted liabilities (for example, outstanding debt), there may be hidden 

or potential liabilities such as violations of hazardous waste laws or fair labor standards, 

problems with existing contracts, and unfunded pension liabilities.  

Whether your business is a corporation, partnership, or sole proprietorship, tax issues 

  
 

       NEW MEMBERS 
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Welcome back to our returning firm and congratulations to Certified  

Professional John Choo for attaining his NEBB certification! 

 

UNITED MECHANICAL, INC. 
2161 Oakland Road 

San Jose, CA  95131 
408/232-9000 

408/433-5203 Fax 

jchoo@umi1.com 

 

Certified Professional:  

John Choo 

Air & Hydronics 

 

 

 

  
 

       NEW MEMBERS 

are complex and can have a dramatic effect on the ultimate proceeds received from the sale 

or the accepted valuation. It is imperative, therefore, that you consult with your financial ad-

visor and especially your attorney. 

 

Submitted By:  Michael J. Kearns, CLU, ChFC 

                      Northwestern Mutual Financial Network 

            60 S. Market St., Suite 600 

                      San Jose, CA  95131 

                      408/535-5738 
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CALENDAR OF EVENTS 
        

    NEBB Certified Professional     September 17, 2011, 8:00 a.m.—1:00 p.m. 

 Written/Practical Exam     San Leandro, CA 

 

    NEBB Technician Exam     On Demand Basis 

          Contact the Chapter to set up 

 

    Retro Commissioning Seminar    June 8—11, 2011 

          ASHRAE Learning Center 

          Atlanta, Georgia 

          Contact Elana, NEBB National 

 

   Fume Hood Performance Testing   September 19-23, 2011 

 Seminar        Labconco, Kansas City, Kansas 



  

TAB Engineers, LLC 
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FEATURED ASSOCIATE 

T AB Engineers is a Testing, Adjusting and Balancing (TAB) and commissioning firm lo-

cated in Honolulu, Hawaii.  Their main clients are government contractors who build 

or renovate U.S. military bases.  They also do work on public schools, hospitals, industrial 

facilities and commercial spaces although the majority of their work is from the U.S. mili-

tary.  

 

In 2005 TAB Engineers expanded to perform work on military bases in Japan.  Working 

overseas with the Japanese contractors poses a unique set of challenges in comparison to 

working in the United States.  This involves educating the contractors in Japan, who often 

perform their own TAB, on how to apply sound TAB practices and the value of certification. 

The standards for testing, adjusting, and balancing vary greatly between our two countries.  

However, the most rewarding part of doing business in Japan is when a project finishes 

successfully and the owner, contractors, and design engineers see the value of following 

NEBB TAB standards. TAB Engineers, LLC spends ninety percent (90%) of its time on TAB 

and ten percent (10%) on commissioning projects. 

 

Ryan Chang, NEBB Certified Professional, graduated from Oregon State University in 1995, 

majoring in mechanical engineering.  His first job out of college was with a NEBB TAB 

company in Portland, Oregon.  Ryan     

decided to change his career focus and 

started working as a design engineer.   

After 2 years working in Oregon, Ryan 

moved back home to Hawaii and worked 

as a design engineer for 5 more years.  In 

2002, he found his niche in TAB and 

started TAB Engineers, LLC.  He started 

small and progressively has grown larger 

over the years.  

 

Ryan started his own TAB firm because 

he likes hands-on problem solving, apply-

ing practical knowledge of design engineering, and the challenges of running a business.  

On occasion, his company is offered technical challenges by facilities managers that require 

 

Ryan Chang, Owner 

TAB Engineers, LLC 



conducting research and troubleshooting in order to find an optimal solution.  He feels that diffi-

cult system problems are actually a marketing opportunity when it takes a collaborative effort of 

the design engineer, facilities manager and the TAB firm.   The technical challenges of TAB can 

be rewarding, gratifying and challenging.  He learned to appreciate the unique problems in every 

project.  “There is always something new to challenge you, and you’ll never stop learning in this 

profession,” says Ryan.  

 

Currently, TAB Engineers has 11 employees.  Ryan’s    

office staff includes his wife, Lisa, the bookkeeper, his  

father, Merton, office manager, his sister, Yvette, typist 

and AutoCAD drafter, Kim, project coordinator, Martin, 

report writer who is also currently training to be a TAB 

certified professional.  His field personnel are 5 techni-

cians, with himself being the one certified professional.  

Even though he has 

many family mem-

bers working in his 

firm, his philosophy 

is to treat employees the same as family.  

 

One of the showcase projects that TAB Engineers worked on 

was a C-17 aircraft hangar at Hickam Air Force Base.  It is 

basically a building that is large enough to fit a jumbo jet in-

side so that they can spray corrosion protective chemicals 

while the planes are sheltered from the weather.  The heavy duty ventilation supply and exhaust 

fans are designed to dilute and exhaust the toxic corrosion inhibitor fumes to protect the mainte-

nance staff as they service the planes.   

 

Ryan Chang currently holds NEBB certification in TAB, Sound and Vibration, and Building Sys-

tems Commissioning.  He made the decision to become NEBB certified because in this profession, 

credibility is everything and NEBB certification gives him that.  Having NEBB certification has 

added value to his service and gives him the ability to work on projects that require a certified 

TAB firm.  Customers of NEBB certified firms know that they will be getting quality professional 

service consistently on their projects.  They know that TAB and commissioning optimizes the 

performance of a facility so that it is able to operate as efficiently as it was designed by the engi-

neer.  Ryan emphasizes to the engineering community that buildings that are properly designed, 

constructed, balanced and commissioned will have less problems, consume less energy, and less 

likely to have uncomfortable interior conditions.  “We all benefit when we work together as a 

team to achieve a successful project.” 

 

Merton Chang 

 

Kim, Project Coordinator 



N EBB’s Quality Assurance Program is the single source for prompt, pro-

fessional project support. 

 

NEBB's credibility is built by maintaining integrity through high standards, 

quality programs and demonstrated capabilities of its certified firms. This is 

achieved through NEBB's Quality Assurance Program (QAP). The program 

ensures swift, single-source mediation and resolution of disputes between 

NEBB Certified Professionals and their customers. NEBB’s QAP applies to all 

projects that have been specified for completion in accordance with NEBB’s 

applicable Procedural Standards and delivered by a NEBB Certified Firm. 
 

NEBB will issue Conformance Certification Certificates when called for in 

specifications and applied for by a NEBB Certified Firm.  A unique certificate 

is issued for each project covered by a Conformance Certification. A certifi-

cate is not a requirement to seek assistance under NEBB’s QAP. 
 

Request for Assistance:  A request for assistance may be initiated by a pro-

ject’s owner or his/her representative either in writing or via a telephone call 

to NEBB or to a local NEBB chapter. 
 

Resolving The Issue:  NEBB will select a qualified, third party professional to 

evaluate and address all issues within seven (7) calendar days of receiving 

an initial complaint.   NEBB’s qualified third party professional will promptly 

contact the NEBB Certified Firm and the person who initiated the complaint. 
 

During an initial review the NEBB third party professional may: 

     •  Review applicable plans and specifications. 

     •  Review job specific procedures and submittals. 

     •  Review applicable reports and field conditions. 

     •  Review the accuracy of field data. 

     •  Attempt to mediate a solution with the two parties. 
 

Taking Corrective Action:  If NEBB determines that corrective action is re-

quired, NEBB will perform one or more of the following actions to resolve 

the issue: 

     •  Prepare a scope of work document that outlines the corrective actions 

that are necessary. 

     •  Secure a letter of credit, certified check or payment and performance 

bond from the original NEBB firm to assure  

        successful completion of the required work.  

     •  Supervise the required remedial work by the original contractor, if the 

original contractor agrees to perform the work. 

     •  Select an alternate NEBB Certified Firm to redo the defective work at 

no cost to the owner, if the original firm refuses to do the work. 

 

Phone: 510-386-1270 
Fax: 510-438-6853 
E-mail: akearns@nocalhawaiinebb.org 
www.nocalhawaiinebb.org 

Northern California/

Hawaii NEBB 

COMMITTEES: 

Technical: 

Steve Smith, Pacific Test &    

     Balance, Chair 

Greg Bluhm, CSI, Inc. 

Jim Taylor, TK & Assoc. 

Carey Tomasa, Air Balance  

     Hawaii 

Jason Huffman, Pacific Test &  

     Balance, Inc. 

Art DeLeon, Final Air Balance 

 

Education: 

Steve Conn, Air Systems, Chair 

Bill Jeffrey, DPR Construction 

Ryan Chang, TAB Engineers 

Martin Burke, TSS,  Inc. 

Art DeLeon, Final Air Balance 

 

Marketing: 

Vic Congi, Carter Air, Chair 

Romy Gonzalez, Alpha Air  

     Balancing 

Dan Moore, Pyramid Balancing 

Sargon Ishaya, Pragmatic Eng. 

Greg  Bluhm, CSI, Inc. 

Troy Stenstrom, Therma 

Bill Jeffrey, DPR Construction 

We’re on the 

Web 

www.nocalhawaiinebb.org 

39899 Balentine Drive 
Suite 200 
Newark, CA  94560 
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NEBB Quality Assurance Program 


