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At CHS, we see our business as an extension of yours. With a
national network of resources, our trusted and knowledgeable 
account managers are here to help you monitor markets and 
plan supply. It’s a partnership backed by a combination of 
dependable supply chains and our Propane Control Room.SM

Let us help guide you through uncertainty and back to 
the dinner table, where you belong. To learn how we can 
navigate the market better together, contact Craig White at 
701-934-5032 or Craig.White@chsinc.com.

A PARTNERSHIP
FOCUSED ON HELPING YOU 
AVOID COLD SUPPERS.

© 2015 CHS Inc. 

®
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President’s Message

Jason Gamble

MEGR-1222

• ZERO failures with over
500,000 cycles or 30 years of 
use throughout all seasons

• Field tested across all regions 
of the USA

• Extensive UL testing to UL144/
UL144C

• KEY FEATURES: Stainless steel
internal components, molded
lip fabric reinforced diaphragms,
powder coat finish, GLT Viton 
seats, Peel-N-Stick leak check 
label, exclusiveTri-Tap two-stage
pressure port system, plus 
much more!

MEGR-1232

Your FULL LINE equipment distributor is now offering

MEC                               Regulators.

MEGR-1622H

MTankCo Supply, LLC
7074 302 Industrial Dr. | Southaven, MS 38671

 ph 800.235.3528 | fax 662.349.1346
MTankCo.com | sales@mtankco.com

I hope that everyone had 
a Merry Christmas and a great 
start to the New Year!!   As 
we all know, the fall heating 
season did not turn out the way 
we hoped it would.   But, in the 
recent past, the majority of our 
colder weather has come after 
the first of the year so there is 
still hope that we can finish out 
with some cold weather.  Even 
though we have not had a great 
start, there has been some good 
news on the national level con-

cerning the tax extenders.  NPGA succeeded in getting four 
major tax provisions included in the agreement.
 1.  A two year extension of the Alternate Fuel Tax Credit.  
This refundable credit remains at 50cpg for 2015, but then 
will energy content adjusted to 36cpg for 2016.
 2. A two year extension of the refueling property credit.  
Allows a credit for 30% of costs associated with installation 

of refueling stations, up to $30,000.
 3. Permanent expansion of section 179 expensing.  The 
provision increases the expensing limitation and phase-out 
amounts to $500,000 and $2 million, respectively, and these 
levels are indexed for inflation in the future.
 4. A five year extension of Bonus Depreciation.  This pro-
vision will phase down over a five years, but it will be 50% 
for 2015-2017, 40% for 2018, and 30% for 2019.
 These tax credits are designed to help us promote propane 
as a viable alternative fuel.  I encourage our industry to take 
full advantage of this opportunity to grow your gallons. 
 I will also take this opportunity to plug Propane Days in 
Washington, DC.  These are the issues that we brought to our 
senators and representatives, and with the continued help of  
NPGA, our industry was successful at getting them passed.  
 I would like to invite everyone to our spring meetings on 
March 10th at the Association office in Prattville.  Just like 
Propane Days these meetings are where issues are discussed, 
and we encourage everyone to participate.  As always, I 
would like to thank the staff for their hard work and would 
like to wish everyone a HAPPY and COLD NEW YEAR!!
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Comments &
ReviewsLP Gas Board 

by Mark Nelson, Administrator
As Christmas and the end of the year approach I wanted 

to take this opportunity to thank Wayne Caylor of South 
Alabama Gas and reflect on his tenure as a board mem-
ber over the past twelve years.  Wayne’s second term as a 
board member expired in October and he will be greatly 
missed.  Many board changes occurred during Wayne’s 
time in office, and much of it occurred under his leader-
ship as chairman of the board from 2008 – 2015.  While 
none of us like change, I believe that the LP-gas industry 
in Alabama is better today due in great part to Wayne 
Caylor’s service on the board.
 As chairman of the board, Wayne created the Rules & 
Regulation Committee to facilitate evaluation of the board 
regulations and advise the board on proposed changes to 
the administrative law.  The committee is composed of 
individuals representing safety, retail business, and regula-
tory concerns.  The diversity of the committee allows for 
open, candid discussion of new and existing regulations 
and their possible effects on all stakeholders.  One of the 
greatest changes related to the regulations was the adop-
tion of the 2011 edition of NFPA 58 in 2014. Though an 
admittedly contentious issue, Chairman Caylor guided 
with a determination that all would be heard and com-
promise for the good of the industry would be the theme.  
While no legislative body is ever going to produce a per-
fect product, I believe this committee has helped shape the 
Alabama LP-Gas Board regulations into the best possible 
for all stakeholders.
 Under the direction of Chairman Caylor and in part-
nership with the Alabama Propane Gas Association, the 
board accomplished a 3-year effort to revise the Alabama 
LP-Gas Board law.  Many antiquated laws were removed 
and necessary changes were implemented as well.  For 
example, minimum general liability insurance require-
ments were as low as $100,000 in the previous version of 
the law.  Such low coverage certainly would be inadequate 
for most of the residential homes and commercial projects 
constructed today.  Another vital change to the law is that 
retail LP-gas dispensers are now required to obtain an in-
dividual permit for their operations.  This change provided 
more effective disciplinary measures for violations, a safer 
environment for stakeholders, and decreased liability for 
retail LP-gas dealers.  It would have been easier to just 

let sleeping dogs lie and avoid such a tremendous task 
of amending the law, but Chairman Wayne Caylor was a 
champion of the cause.  
 On a more personal note, I would like to thank Wayne 
for his leadership during my almost five years as adminis-
trator for the board.  As my immediate supervisor, he was 
always supportive, and he always trusted and allowed both 
myself and the staff to perform our jobs in accordance with 
Alabama law with minimal oversight.  Great leaders instill 
a desire to produce and perform well.  Thank you, Wayne 
Caylor, for your service on the Alabama LP-Gas Board, 
and know that you made a difference that will be realized 
for many years to come.
  

w w w . m s t a n k . c o m    

PRODUCTS:
• New TRANSPORT TRAILERS

• New BOBTAILS

• New BULK STORAGE TANKS

Ask about availability of

used or refurbished

transport trailers and bobtails

SERVICES:
• Refurbishing & Repairs

• Blasting & Painting

• 5-Year Inspections

• Annual Inspections

• Stress Relieving 

• Parts

PROUDLY MANUFACTURED & ASSEMBLED IN THE USA

WORLD CLASS PERFORMANCE
FROM AMERICA’S
INDUSTRY LEADER

HEADQUARTERS

P O Drawer 1391

Hattiesburg, MS 39403-1391

PH: 800-331-8265 ext. 224  

FAX: 601-264-0769 

EMAIL: sales@mstank.com

INDIANA DIVISION

1301 East Elkhorn Road

Vincennes, IN 47591-8004

PH: 812-886-8265

FAX: 812-886-8979

EMAIL:  salesid@mstank.com
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Executive Director’s Message

Lisa Hill

Inergy has a new name … Crestwood … and increased capabilities to 

serve your propane supply needs. With assets in every premier shale 

term agreements with producers – we offer you greater assurance of 

propane supply and complete risk management services that increase 

connect with Crestwood.

Max Johnson
Regional Analyst
Southeast

max.johnson@crestwoodlp.com 
D:
C:

Connections 
for America’s Energy

    I have often said that this in-
dustry rarely sees a season where 
all the factors line up in its favor. 
Wholesale prices are low, supply 
is abundant, but we are missing 
one major element...WINTER 
WEATHER! 
    Most would agree that the first 
part of the 2015-2016 winter 

did not exist. The weather is not something that you can 
change. You can, though, change the number of “burner 
tips” your customers have in their homes. Since custom-
ers’ propane bills are down, use it as an advantage to your 
company by encouraging customers to purchase new or 
upgrade existing propane appliances while they have the 
extra funds in their budgets. Create an attractive marketing 
campaign highlighting this year’s lack of winter as an “op-
portunity” which consumers cannot afford to pass up.

 Go ahead and look at the appliances you have available 
through your company. Which appliances can you afford 
to “put on sale?” Do it and then hit it hard. 
 Your customers will appreciate the fact that their pro-
pane dealer is thinking of ways to help them save money. 
In the end, next year, your company will have even more 
“burner tips” in the field; therefore, hopefully you will 
deliver more propane in the years to come.
 This philosophy is what I hope you can see when you 
look at the front cover...what your future could look like. 
But remember, YOU have to be a part of what your future 
looks like. If you sit back and do not think ahead, you will 
be left behind. 
 Swaping customers from one company to another can 
only sustain a company for so long. I know I have said it 
several times in this article already, and I know others who 
have written on this same topic many times, but I’m telling 
you...BURNER TIPS ARE THE SAVING GRACE FOR 

THIS INDUSTRY!
 Gather all your staff for a meeting. It is 
very important to get the suggestions and 
feedback of your employees. Here’s the 
thing...they want to work...they want their 
jobs...they are a huge part of the success of 
your business. Use their ideas. Be creative 
with their involvement. Make it fun to grow 
your business. The more you make them 
feel part of the business, the more they will 
pour into that business, and the more your 
business will thrive.
 APGA encourages growth in the Alabama 
Propane Industry. Your association will 
strive to assist its members in any way pos-
sible. 
 Please remember that we still have 
rebates available on water heaters, heat-
ers, logs, furnaces, outlets and regula-
tors. These rebates help you and your 
customers!

What Do You See...
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Safety & Education

Mike McGough

 For gas appliances to operate safely and to the efficiency 
standard for their designs, adequate air must be provided 
for combustion, dilution of flue gases and ventilation.  The 
air must be supplied from inside the building which infil-
trates through the walls, ceiling joints, around doors and 
windows or other opening from the outdoors, or it must 
be supplied directly from outdoor air using specifically 
designed and constructed passage ways. The complete gas 
vent installation must develop a positive flow that will 
exhaust all combustion gases.
 One of the most important components of an appliance 
system is the venting system. The key word is “system,” 
as the design, application and materials used all work in 
conjunction with each other. If one of the components fail, 
the entire system will more than likely fail.
 A properly designed and installed venting system is 
essential to safe and efficient utilization of gas operated 
equipment. Venting is the removal of combustion products 
to the outdoors through ducts, flues, vents, chimneys, or 
stacks especially designed for that purpose. Normally, 
combustion products of propane in air mixtures are not 
harmful when the appliance is achieving complete com-
bustion. However, when combustion is incomplete the 
products can be harmful to both life and property.
 Because parts of the venting systems are concealed 
behind walls and ceilings or in attics, it is not possible to 
inspect every portion. Your visual inspection procedures 
are limited to those portions that are visible.  The follow-
ing is a list of things to look for:
 · Excessive rust or corrosion – even though constructed 
of galvanized pipe, over a period of time, corrosion or rust 
can occur.  Look for soft spots or deep rusting, especially 
at bends, low spots or where connections are made. When 
performing an inspection, look closely for pinholes. 
 · Connections should be tight and leak free  – 
pipes and connections should not move freely with 
one another. Follow manufacturing instructions for 
assembling the vent. Pipes without locking connec-
tions should be fastened with sheet metal screws. 
 · Single Wall vents – these must be installed a 
minimum of 6” from combustibles such as wood, 
plywood, paneling, blinds, etc.  See NFPA 54 for 
clarification. 
 · Vent Slope – unless the venting system is 
sloped upwards, flue gases will become trapped. 
It is very important that all vent pipe/connections 
have an upward slope of at least ¼” for every foot 
in length. Avoid bends which cause resistance 
to the flow of combustion products. Keep hori-

zontal runs as short as possible. 
The maximum length should not 
exceed 75 percent of the height of 
the vent. 
· All vent pipes must be supported – 
–  to prevent vent pipes from 
separating or not maintaining an 
upward slope, they must be sup-
ported. If the vent pipe extends 
more than 5 feet above the roof 
level, it must be securely guyed 
or braced. 
 · Venting penetrates the roof
– the inspection should verify that the vent flashing and 
terminating cap are in place. These should comply with 
manufacturer’s instructions and NFPA 54. 
 ·  Perform a calculation to determine whether there is 
sufficient indoor air to support a particular appliance in a 
certain location. There are three methods to calculate com-
bustion air: standard, alternative standards and KAIR.
 Once the inspection is complete, a draft test should be 
done on appliances equipped with draft hoods.
 · Turn on the gas appliances 
 · Close all doors and windows 
 · Turn on the bath exhaust fan and the kitchen exhaust 
   fan if it is vented outside the kitchen 
 · Allow the appliances to operate for 5 minutes 
 · After striking a match, blow it out and while it is 
  smoking hold it near the draft hood opening. If the 
  smoke is drawn into the opening, the vent is perform
  ing properly.  If the appliance will not draw or any of 
  the above conditions exist, you must remove the
  appliance from service, re-inspect and correct the 
  problem.
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Empire SR Radiant & 
BF Blue-Flame Heaters

AMERICAN MADE

HearthRite Radiant & 
Blue-Flame Heaters

IMPORTED

Heaters & Hearth
A Division of Empire Comfort Systems Inc.

The White Mountain Hearth line has a full line of quality & comfort products from vent-free to vented fireplaces, cast iron stoves, and realistic log sets.

Houston TX
(800) 334-7816

Kansas City MO
(800) 821-5062

Little Rock AR
(800) 643-8222

Dallas TX
(800) 821-1829

St. Louis MO
(800) 423-4685

Richmond VA
(800) 368-4013

Fayetteville NC
(800) 447-1625

Orlando FL
(800) 821-0631

Indianapolis IN
(800) 241-1971

Atlanta GA
(800) 241-4155

Debbie CannonGas Equipment Co. TV - www.youtube.com/GasEquipmentTVwww.gasequipment.com

What do you do when your value has no value?
 It seems we have a difficult time explaining value these 
days. We say things like “value-added service” and “more 
bang for the buck” and “we value you, our Clients” -- but 
then we explain things in ways that do not show value to 
those we are trying to help. “If you buy five, the sixth one 
is free.” Wow! Now that’s definitely not value. How about 
those phone calls from credit card companies that tell you 
you’ve been preapproved? Technically, if we’re talking 
preapproval, doesn’t that mean you have not been ap-
proved yet? ...which means they just pulled your name out 
of the phone book.
 Value means customers are getting something that is 
definably worth more than they are paying (or asking) for. 
It means that the value is obvious and instantly understood. 
Value means you are giving more than they expected and 
whatever you’re giving had real value before you gave 
them more. There is nothing less valuable than giving 
someone more of something they thought was worthless 
to begin with. Consider this illustration: A friend of mine 
asked me if I wanted to go to a new restaurant. I asked 
whether the food was good. He said it was not really that 

good but the portions were huge. Great: It’s what I have 
always aspired to be: pudgy and average.
 Top performers spend the time to create value proposi-
tions. A value proposition explains what the issue, problem 
or need is; describes the specifics of how you will deliver 
your solution; and explains how the solution will make 
money, make life easier or create a desired success. Each 
value proposition can be customized for each occasion, but 
it’s very important to have brief, clear, easily repeatable 
propositions that everyone can use. 
 The value proposition is not an elevator speech or a mis-
sion statement. It is focused directly on showing how value 
will occur when your product, service, idea, or leadership 
style is chosen.
 Those of you who already do this well, please tell the 
rest of the world so we can help put the value back in 
value.

[Garrison Wynn is a nationally known speaker, trainer, consultant. He 
is the present and founder of Wynn Solutions, specializing in turning 
talent into performance.http://www.wynnsolutions.com.]
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FREE ESTIMATES

New Bobtails
Refurbished Bobtails
Hydrostatic Testing

Annual VK Inspections
Annual DOT Inspections

Base Engineering Shutdown

New Installations
Maintenance & Repairs

All Work Performed to NFPA 58
Code Upgrades

Storage Plant Acquisition & Removal

Betts Vapor Proof Lights:
complete stock of lights, lens 

& accessories
Chelsea PTO & Equipment:
power take offs, drive shafts 

& accessories

You should have 
received your 2016 
APGA Membership 

Directory.

If you did not, please 
give us a call.

Are you receiving 
APGA emails on 
important notices 
and educational 
opportunities?

If you are not, please 
give us a call.

Membership Dues Notices Have Been Sent
The Alabama Propane Gas Association is fortunate to have a very strong 
membership, and we thank you for your continued support. 

APGA’s Board, Committees and staff work on an on-going basis to keep 
you up-to-date on issues effecting your business and to be good stewards 
of your membership dues as well as Alabama’s portion of PERC rebate 
funds. We welcome our marketer and supplier members to participate on 
any of our committees to help lead the direction of the association. Our 
first meeting in 2016 will be here at the Association office in Prattville on 
March 10th.  We hope you will make plans to join us.

The Association hopes to continue its strong membership in 2016. Please 
return your dues payment by January 31, 2016. If you have any questions 
regarding your membership, please do not hesitate to contact Lisa Hill at 
334-358-9590 or lisa@alabamapropane.com. We look forward to work-
ing with all our members in the coming year.
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 It is not too late to develop a fresh sales strategy for next 
year that incorporates the best sales targets and tactics that 
will take you far beyond your past sales performance. It is 
easy to fall into the rut of looking at your last year’s sales 
performance by target category, adding a small percent-
age of increase, and calling it a good plan for another year. 
Then you scramble throughout the year to force sales by 
using the same out of date sales plan, or worse yet, no plan 
at all. Struggling to meet low sales expectations retards the 
growth of your business.
 Your sales plan for acquiring new business should be 
short and simple. Part of the strategy is a review of your 
existing business and opportunities in the marketplace. The 
planning should set a strategy and tactics to acquire new 
propane business and grow your business with existing 
customers.
 New propane user targets can vary by marketing territory 
and by marketer preference. Finding new users of propane 
could mean targeting builders and related trades, school 
districts, landscapers, golf courses, craft beer brewers, and 
the list goes on. It is time to look at where new user pros-
pects are in your marketing territory and decide which ones 
you want to target.
 Acquiring new propane business will also include 
increasing your propane market share by acquiring pro-
pane customers from your competitors. While this doesn’t 
increase overall propane usage, it happens to some degree 
because customers have the right to choose a propane 
supplier, unlike the oligopoly the natural gas utilities have. 
Depending on your individual situation, you will probably 
want to target how much of your new propane business 
comes from new users versus business from competitors. 
Too many propane marketers spend too much time chasing 
competitors’ customers rather than finding new users that 
will grow the overall market. If your company is that good, 
a certain percentage of the competitor’s customers will mi-
grate to you without expensive advertising and promotion 
on your part. 
 Growing your business with existing customers should 
be a part of your strategy for profitable growth of your 
company and has the added benefit of being great for 
customer retention. The average consumer today wants to 
spend less on overall energy use without sacrificing high 
performance. If that energy savings and high performance 
is also better for the environment, consumers will like it 

even more. Propane enables your customers to do all of 
those things, but your customers need to hear it from you. 
Propane water heaters, both tankless and storage tank mod-
els, are perfect examples of propane products about which 
your customers need to hear more. Who is going to tell 
them if you don’t? Target your current propane custom-
ers in your sales plan. If you don’t sell, install, and service 
propane equipment for homes and businesses, this should 
be the year you start, or promote those added burner tips, 
even if you have to depend on trade allies to sell and install 
them for you. 
 Review your list of sales targets for new propane busi-
ness and the targeted ways to grow your business with 
existing customers. Set a strategy for how you want to 
reach out to those targets. Set realistic but aggressive sales 
call quotas and sales goals for each target category and 
establish the tactics necessary to carry out the plan. Your 
tactics should include ways to increase awareness of your 
products, services, and solutions in your community, the 
overall marketplace, and with your customer base. Cre-
ate meaningful sales data reports to track sales progress 
related to sales goals and review them frequently with your 
sales team.
 Do you have the sales management and trained sales 
team in place to carry out your sales plan? Is your sales 
process designed to turn prospects into leads into sales? 
If not, you may need to go outside of your company for 
strategic sales consulting assistance to make sure you have 
the right sales process, sales plan, and the right people in 
place to carry it out. Marketer Technology & Sales Train-
ing (MTST), available through the Propane Education & 
Research Council and most State or Regional Propane Gas 
Associations, is another resource you should check out.
 Your company’s new business acquisition and existing 
business growth depend on you to implement a sales plan 
best suited to your target market. Your sales plan will bring 
higher sales expectations and give you a path to achieve 
them.

[Tom Jaenicke is Vice-President of Propane Marketing Services for 
Warm Thoughts Communications, a company providing Breakthrough 
Marketing Solutions for the energy services industry. He can be reached 
at tjaenicke@warmthoughts.com or call him at 810 252-7855.]

Planning ahead will raise your 
sales expectations
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SCOTT

Used LP Gas and 
 Fuel Hauler Bob Tails FOR SALE!

Contact Joey Johnson 
for pictures and prices 

TODAY!
662.254.9024 ext. 116

joey@scottpetroleuminc.com

ALL ARE 
FLEET VEHICLES

SCOTT PETROLEUM CORPORATION, INC. | 102 MAIN STREET | ITTA BENA, MISSISSIPPI  38941

Promoting Payment Plan Options To 
Cash-Strapped Customers Is A Win-Win

 These rather uncertain economic times make promoting 
payment and pricing options the right idea. With the value 
of the dollar at record lows and the price of energy, food, 
and just about everything else on the rise, cash-strapped 
consumers are looking for relief. Make your company a 
hero by offering customers helpful options.
 Don’t miss a win-win opportunity. Low-income propane 
customers should be on a payment plan to help them get 
through the winter. Propane marketers often require even 
budget payment customers to be credit worthy. But, if 
the payment plan is structured and managed properly, the 
customer should never have a negative balance. Spring 
is the time to start encouraging customers to enroll so a 
cash reserve can be built before next winter. You’ll receive 
payments earlier in the year and enjoy a more stable cash 
flow going into fall. Customers (and potential customers) 
will find managing a monthly payment, instead of worry-
ing about paying a large lump sum, a welcome relief.
 It’s time to get payment plan information into custom-
ers’ hands now while winter heating bills are top of mind. 
Marketing strategies could include invoice stuffers, direct 
mail campaigns, company letters, promotions via newslet-
ter and web articles, customer referrals, etc. One company, 
Propane Resources has helped facilitate results ranging 
from an invoice stuffer moving 50 customers onto a level 
pay plan (within two weeks), to a direct mail campaign 
that resulted in more than 100 new customers enrolling in 
a level pay plan, to a postcard 
campaign resulting in a whop-
ping 10 percent response rate. 
These are the kind of strategies 
that prohibit your receivables 
from becoming too trouble-
some.
 One big way you can help 
your customers and win some 
loyalty points in the process 
is by informing them that you 
are making every effort to keep 
your propane prices as stable as 
possible. Explain the specifics 
about how you are doing this. 
Inform them of the geopolitical 
and market conditions causing 

energy prices to escalate, LIHEAP funds to evaporate, etc. 
Keep customers informed. Consumers share a common 
myth that gas companies inflate their prices to gouge them. 
In layman’s terms, explain why this isn’t the case with 
your company and that higher prices are hurting you, too. 
And, don’t forget to remind consumers of the benefits of 
using clean and efficient propane. Help take the sting out 
of bad news and instead create positive feelings.
 Spread the word that your company is always working 
hard to provide better services. Make sure your custom-
ers know you are doing everything possible to help them. 
Toot your own “horn.” With higher energy bills and other 
unsettling economic factors, now is the perfect time to pro-
mote helpful payment options to customers and potential 
customers. Improve both parties’ cash flow and position 
everyone to be a winner!

[Andrea Young with Propane Resources regularly consults with retail 
propane companies regarding their comprehensive marketing strategies. 
Young is a regular contributor to industry publications and speaker at 
industry events. She holds a B.A. in Communication Studies and has 
more than 20 years’ experience in communications, public relations, and 
marketing. Andrea can be reached at andrea@propaneresources.com.]
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    Several propane industry leaders will begin one-
year terms on the National Propane Gas Association’s 
Women in Propane Council beginning January 1, 2016.   
During NPGA’s Fall Board Meeting, Kelly Bosak, 
Affirmative Action Officer at Ferrellgas, was named 
Chair of the business council and Laurie Irish-Jones, 
CEO of Irish Propane and Irish Carbonic, was named 
Vice-Chair.  Tracy Kirkman, part owner of Ehrhart 
Energy, will continue in her role as Treasurer. The 
council’s current Chair, Cindy Platz-Belmont of Delta 
Liquid Energy, will take on the post of Immediate Past 

Chair in 2016. Founding Chair Nancy Coop of Ferrellgas will remain on the Executive Board.  Additional Committee 
Chairs are listed below. 

Kelly Bosak is Chair of the Executive Board.  Kelly is the Affirmative Action Officer at Ferrellgas.
Laurie Irish Jones,  Vice Chair of the Executive Board.  Laurie is the CEO of Irish Propane and Irish Carbonic.

Cindy Belmont, Immediate Past Chair of the Executive Board.   Cindy is Vice President of Administration at Delta Liquid Energy. 
Nancy Jarvis Coop, Founding Chair.  Nancy is a Business Development Executive at Ferrellgas. 

Tracy KIrkman, Treasurer.  Tracy is the owner of Ehrhart Energy in charge of Administration and Finance.  
Brilynn Johnson,  Chair of Programs and Events.  Brilynn is a Regional Sales and Marketing Director at AmeriGas Propane.

Jackie Hopkins,  Vice Chair of Programs and Events.  Jackie is a Customer Service Specialist at Sheldon Gas Company.
Aubree Barbosa,  Chair of Membership.   Aubree works for Ferrell North America. 

Loren Fenton,  Vice Chair of Membership.  Loren is the Distribution Manager at Ferrell North America. 
Sarah Knight , WIP Mentor Project Manager.   Sarah is Manager of Customer Service at Ferrellgas.

Hayley Karicofe, Marketing Chair.  Hayley is an Area Sales Manager for AmeriGas Propane. 
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Jury Rejects Propane Explosion Claim in 
Subrogation Lawsuit

A Minnesota jury found a propane supplier, Federated 
Co-ops, not liable in a subrogation lawsuit brought by a 
homeowner’s property insurer arising out of a fire that de-
stroyed its insured’s residence. The Property and Casualty 
Insurance Company of Hartford, paid insurance benefits to 
the homeowners arising from the fire, and then brought the 
lawsuit against Federated seeking to recover the payments. 

Gas Odor Calls and Leak Repairs.
 James and Karen Carlstrom owned a house in Pine, 
Minnesota. Federated Co-ops supplied propane for the 
residence. In May 2011, the Carlstroms called Federated 
to report a gas odor in their home. Federated sent a service 
technician to investigate the gas odor call. The technician 
located and repaired a leak in the utility room near the hot 
water heater. 
 On June 13, 2011, the homeowners again called Feder-
ated about gas odor in their home, and Federated again 
came to investigate. This time, the service technician 
found a leak in the basement crawl space. After repairing 
it, the technician purportedly told the Carlstroms that it 

was safe to return to, and occupy the house. The next day 
a fire completely destroyed the residence. Hartford paid 
insurance benefits to the Carlstroms for their house and 
personal property and then filed a lawsuit on June 12, 2012 
against Federated. 

The Lawsuit.
 Hartford claimed in the lawsuit that a propane leak 
caused an explosion and fire, and alleged that Federated 
was negligent in failing to properly repair the two leaks it 
found, or in not finding other leaks. Specifically, Hartford 
asserted in its negligence complaint that Federated failed 
to properly inspect and evaluate the Carlstroms’ propane 
gas supply and distribution system; failed to properly re-
pair the propane system; failed to properly test the propane 
system before informing the Carlstroms that it was safe to 
return to their home; failed to vent any propane that had 
settled in the basement crawl space as a result of the sec-
ond leak; and failed to warn the homeowners of the dan-
gers associated with a continuing gas leak. Hartford also 
claimed that Federated did not properly train and supervise 
its service technicians in the proper performance of their 
jobs. 
 In its defense, Federated denied all of Hartford’s negli-
gence claims and any liability for the damages Hartford as-
serted. Additionally, Federated denied the fire was caused 
by an explosion and asserted negligence on the part of the 
homeowners.  

Jury Trial. 
 At trial, Federated asserted its position that proper leak 
checks were done on the homeowners’ propane system 
through fact and expert witnesses. Federated witnesses 
testified as follows: The first leak check showed a small 
leak at the pilot tube of the gas water heater. The service 
technician tightened the compression fitting, did a leak 
check and documented the work, including the leak check. 
In response to the second gas odor call, the Federated ser-
vice technician used a leak detector and located a cracked 
flare nut on the service line coming in from the outside 
to the basement crawl space. More specifically, the flare 
nut had stress corrosion cracking at issue. The technician 
made a new flare connection with a new flare nut. After 
the repair work was completed, which involved an inter-
ruption of service, the technician did a block gauge test 
and documented that the propane system was leak free. 
Based on this evidence, Federated asserted that proper 
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leak tests were completed and documented. Federated also 
countered Hartford’s claim about a failure to vent propane 
from the crawl space with expert testimony that the crawl 
space could not have been full of gas because the techni-
cian found the second leak with a leak detector and a leak 
detector could not have located the leak if the crawl space 
was full of gas.
 Through its own expert, Hartford asserted at trial that af-
ter the fire, three more cracked flare nuts were found in the 
process of recovering the gas lines after the incident and 
that if the Federated service technician found one cracked 
flare nut during his investigation, he should have checked 
all the flare nuts in the system. Federated countered this 
claim through expert testimony to the effect that the leak 
test done by the technician held, so the other flare nuts 
were not at issue and a leak test was the proper procedure 
to use to verify the system was leak-free because not all 
the fittings in the system would be visible to a technician. 
 Hartford and Federated also put on competing evidence 
and testimony at trial as to whether there was an explo-
sion. This evidence centered in part on Federated’s expert 
testimony that there was no glass blown out of windows 
and no damage to the foundation of the residence.  

Verdict.
 After hearing all the evidence, the jurors returned a de-
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fense verdict for Federated. The court’s report on the jury’s 
verdict indicates that the jury found both Federated and the 
Carlstroms were negligent, but the jury determined that 
neither the negligence of Federated nor the negligence of 
the Carlstroms directly caused the fire. The jury also found 
that the homeowners incurred property damages of about 
$273,000. However, because the jury decided Federated 
was not liable for any damages, Hartford did not recover 
anything in its subrogation action and the trial judge en-
tered judgment in favor of Federated.

***
 The underlying incident, resulting trial and jury verdict 
reviewed above underscores the importance of following 
proper leak testing procedures and documenting service 
work correctly, completely and in a timely manner. A 
well-known phrase applicable to multiple professionals, 
including those in the propane industry, is that if you don’t 
document it, you didn’t do it. Or, to say it another way: 
“What you do is what matters, not what you think or say or 
plan.” ~Jason Fried.

[Kathryn A. (“Katy”) Regier is a shareholder in the law firm of Schlee, 
Huber, McMullen, McCarthy & Hansen, P.C., in Kansas City, Missouri. 
She can be contacted through her email address: kregier@schleehuber.
com.]   
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January
1 APGA Office Closed
14 Alabama LP Gas Board Meeting - Montgomery
19 Hazardous Materials/Security Awareness for New 

Hires/CSRs - Prattville
20 Hazardous Materials/Security Awareness with Bobtail 

Refresher - Prattville

February
2 Hazardous Materials/Security Awareness for New 

Hires/CSRs - Cullman
3 Hazardous Materials/Security Awareness with Service 

Refresher - Cullman

March
1 Fire Safety Analysis - Prattville
2 Fire Safety Analysis - Cullman
3 Dispensing Propane Safely - Cullman
8 Dispensing Propane Safely - Prattville
10 APGA Committee/Board Meetings - Prattville

April
5 Hazardous Materials/Security Awareness for New 

Hires/CSRs - Prattville
6 Hazardous Materials/Security Awareness with Service 

Refresher - Prattville
8-10 Southeastern Convention & Expo - Nashville, TN
13 Hazardous Materials/Security Awareness for New 

Hires/CSRs - Cullman
14 Hazardous Materials/Security Awareness with Bobtail 

Refresher - Cullman
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