
“120Water thinks 
outside the box, and 

they came up with a way 
to overcome our 

challenges. They’ve 
taken a lot of stress out 
of running this program 
every 3 years. The way 

they handle the program 
is much more e�cient 
than the way we were 

handling it, and it’s an all 
around great thing for 

Del-Co water.”

-Damon Dye                       

Plant Superintendent

The Challenge
Del-Co Water Company in Delaware County, Ohio operates on a triennual reporting 

schedule under the Lead & Copper Rule. Every three years, they are required to get 50 

water samples from 50 customer locations, and every three years, they struggle to hit that 

number. They’ve tried reaching out to clients directly via phone or mail, o�ering incentives 

and rewards on the water bill, but still continued to see the program take up an outsized 

amount of their time when it rolled around. Their manual kit process–driving to the home, 

calling via the phone to ensure the sample was filled correctly, driving back to pick them 

up, and delivering them to the lab–was pulling key sta� away from other projects. 
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The Project
Glenn Marzluf (General Manager/CEO) and Damon Dye (Plant Superintendent) looked for 

ways to free up the time they were spending on LCR sampling–and 120Water fit the bill. 

The automation of mailing the sample kits would save the hours spent driving to and from 

customer homes, and the centralized software could provide an e�cient way to manage 

the data and modernize the program.

The Tactics
120Water’s digital sampling kits are mailed automatically to pre-selected customers, with 

clear instructions on how to fill the sample and return it with the provided pre-paid shipping 

label. All kit progress is tracked in the 120Water software so the Del-Co team can check in 

on where they are in the process of hitting their goal of 50 kits. 120Water’s services team 

also assists with calling the selected customers in the area to make sure they know how to 

fill their kits. Once the kits are returned to the lab and tested, results are loaded into the 

120Water software automatically–a vast improvement from waiting for results to arrive in 

one big batch of numbers, the way Del-Co was doing it before. Having this centralized data 

accessible to multiple stakeholders, such as compliance managers, the water quality team, 

and engineers ensures that the whole team is in the know.

120Water’s expertise and painstaking customer care takes the stress o� the team at Del-Co 

and allows their sta� to spend their time on other important water initiatives. 

What’s Next
Moving to a modern solution like 120Water allows Del-Co flexibility for future programs and 

for better long-term data management. In addition to LCR sampling, the system can support 

tier validation and lead service line inventory data, both projects that Del-Co will have to 

address in the near future. “It’s great to have a partnership with a company like 120Water,” 

says Damon–and he looks forward to it continuing for years down the line.

Del-Co Simplifies Tri-Annual LCR Sampling,  

Saves time and money collecting 50 kits 
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