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JOIN THE INSURGENCY, IF YOU DARE

Matthew Schneider

0 ne of Monroe Equipment’s great friends gave us a
nickname recently — The Insurgent Distributor. At
first I took it almost negatively, my mind instantly fo-
cusing on it being a derogatory term used during the
Iraq War, but since then I have embraced the descrip-
tion. Insurgency is defined as a “rebellion against the
recognized authority” and by all means in today’s
HVAC marketplace we need a little “rebellion”. Monroe
Equipment is happy and honored to lead the campaign.
Every insurgent organization must have a plat-
form, a reason to fight the battles. Here is the

MEI Battle Cry:

I.  Contractors of Wisconsin and the Upper
Peninsula — Operate Your Businesses In
Independence! The “recognized
authority” will tell you that
you need them to succeed.
In fact, some of them will
tell you all you need is
their products to find suc-
cess. A primary insurgent
principle is that no one can
control your destiny better
than you. You don’t need any-
one to succeed. You need a fo-
cus and a plan. It helps to have
an insurgent spirit and fire in
your belly to touch peoples
lives in a meaningful way. That
way your customers will propel your business to
success with you, for you and for all the right rea-
sons!

II. Reject The Concept Of Mass Marketing! The
“recognized authority” will talk more about brand
marketing than their products they sell. The reality
is Mega-Manufacturers and Mega-Distributors are
as interested in their contractor serfs marketing their
products as they are in them selling their products.
Unfortunately for them, in the new generation of
consumerism, mass marketing is becoming a mass
graveyard where your valuable spoils of war go to
lay to rest. Over and over again, studies show that
consumers pay little attention to mass marketing,
relying on their social spheres for referrals and rec-
ommendations. In fact, a good portion of the fastest

III.

IV.

growing companies in America have marketing
budgets less than 1%, putting their time, energy and
money towards consumer experience and advocacy
over marketing schemes. When the “authority” sug-
gests you spend 7% to 12% of sales, marketing
them - rebel hard. Rebel real hard.

Never Lend Your Support To The Authority
While They Strengthen Their Battle Plans
Against You! Let’s be perfectly honest. The
“authority” uses carrots like Home Depot,
Lowes and Costco to strengthen their defenses
and rob contractors of their independence while
using their propaganda machines to feed their
contractors poison pills. In even
worse scenarios, they funnel
products direct to consumers
through the internet, while
they wine and dine the very
people they are stealing profits
from on a Caribbean beach.
The insurgent contractor never
lends their support to anyone
who partners with them - while
plotting against them. Instead in-
surgents should join other insur-
gents to make sure there is a
strong, unbreakable, independent
industry that we can feel proud to
leave to the next generation of
skilled craftsman.

Never Pay To Join A Club! Friends don’t ask
friends to pay for the right to enter into the friend-
ship. If the “authority” offers you membership into
the elite for a small, several or multi-thousand dollar
fee, that isn’t friendship or even partnership, that is
a business transaction. The “authority” is still grasp-
ing to the old ways where contractors gladly lined
up and opened their pocketbooks in order to join
what was considered to be the elite group of con-
tractors. Insurgent types reject that notion. Let’s cre-
ate a group of like-minded insurgents that know it is
in their best interest to share their knowledge, their
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processes and their successes with others who will
return the favor. That is the surest way to keep our
industry great.

Always Do What’s Best For Your Customer! Be-
lieve in your customer. They are more knowledgea-
ble about what we do than ever before. Contractors
are no longer needed to educate them on their needs.
Instead consumers expect us to reassure them that the
research they have already done is correct and that
they are making the best choice. Believe it or not,
humans are genetically preprogrammed to lend their
support and efforts to people who have helped them
out. What does that mean for the insurgent contractor
— do a great job, with your customer’s best interest at
heart and if they express their gratitude, ask them for
a referral. This is contracting success at its most pure
form. We do a great job for you and you repay us
with your advocacy.

You Don’t Need Professional Salespeople To Be A
Professional Contractor! Do quick google searches
on changing trends in sales, inside organizations such
as Ford or the rise of retail giants like Amazon. What
part about consumers not wanting to be “sold” does
the “authority” not understand? Consumers are lead-
ing a rebellion right now against the notion of having
to deal with a professional salesperson. The

“authority” will preach sales boot camps, sales tech-
niques, promotions, rebates and incentives to drive
sales. The insurgent way — give control to the con-
sumer. That’s right. Find any and every way you can
allow the consumer to purchase what they want, from
who they want and for what they want to pay. Get out
of the way. We are skilled contractors, not profes-
sional salespeople and consumers say professional
salespeople are a barrier to them buying rather than a
conduit.

This is just the beginning of our manifesto. History has
shown that often insurgent groups are looked at as a little
kooky or unhinged, but countless times they were proven
correct over time. We believe that our view of the HVAC
distributing and contracting landscape should be our
compass. Our mission is to promote contractor independ-
ence, strengthen confidence in the skills needed to sup-
port a transference of our industry not to mega-
corporations, but to our sons, daughters, nieces and neph-
ews. To provide support to contractors who have our
backs, not to those who have big wallets. Finally, to pro-
mote and encourage manufacturers who are working for
their customers, not their shareholders.

We welcome you to join us if you dare, but a tremendous
amount of courage will be required to deflect the criti-
cism of the “authority” and their loyal followers.

Online entries only! Visit us at www.monoeequipment.com
and enter for your chance to win!
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GETTING TO KNOW YOU

Barb Beckett

evin Griesemer has been with Monroe Equipment for about a year and a
half learning the business by helping in the warehouse, taking and full-
filling orders and learning the technical side of the HVAC business.

Growing up in Hartford, Kevin never dreamed of working in the heating and
cooling industry. He attended UW-Whitewater and has a BA in Finance with a
minor in Economics. He was a two-time team captain of the college soccer
team.

Kevin worked in the financial industry on the asset management side for 15
years. He held roles in service, sales, management and learning and develop-
ment. He found himself wanting to pursue a new direction in the trades, but
was not sure where to start. After a few years, he decided to make the move to Kevin Griesemer
HVAC due to some discussions with friends already in the trades.

While going to school at Moraine Park Technical College (MPTC), he was looking for a part-time job in the
trades to further his development. He came across an internship posting on the school site for Monroe Equip-
ment and decided to apply. He honestly had no idea what path he would choose to pursue or even what paths
existed. After graduating in May from MPTC with an associate’s degree in HVAC/R, Kevin will be with us
full time and will take on the roll of Tech Service Dispatcher/Training Coordinator.

Kevin has been married to Sonia for thirteen years and has two children, Sable who is 10 years old and Dylan,
8 years old. When Kevin is not at school or working, he enjoys woodworking, basketball, soccer, tennis,
camping, fishing and hunting.

PRODUCT SPOTLIGHT

Rich Taylor

t’s just about air conditioning time. Are you ready for the warm weather and air condi-
tioning service calls?

We now carry Nu-Calgon EasySeal with UV dye.

¢ Ultraviolet dye detects larger leaks

¢ Strongest leak sealant on the market

¢ Fast and easy to install . Prce o
¢ Polymer free 25 TONS
¢ Works with all refrigerants ; ——
¢ Forms a permanent seal - Ultraviolet

¢+ OEM approved not to clog manifold gauges f formulation

¢ Proven not to plug TXVs, cap tubes or pistons 2 + Aids in finding
¢ Precise formula for systems up to 5 tons : larger leaks

EasySeal Direct Inject is the market’s #1 leak sealant choice, with over a million leaks sealed. Don’t settle for
less than the best. EasySeal is the only leak sealant that’s truly easy and effective. For more information, visit
our website www.monroeequipment.com .


http://www.monroeequipment.com/advancedwebpage.aspx?cg=422&cd=3&SKUTYPE=String&SKUFLD=SKU&DM=1250&WEBID=5404
http://www.monroeequipment.com/advancedwebpage.aspx?cg=422&cd=3&SKUTYPE=String&SKUFLD=SKU&DM=1250&WEBID=5404
http://www.monroeequipment.com/advancedwebpage.aspx?cg=422&cd=3&SKUTYPE=String&SKUFLD=SKU&DM=1250&WEBID=5404
http://www.nucalgon.com/
http://www.monroeequipment.com/advancedwebpage.aspx?cg=422&cd=3&SKUTYPE=String&SKUFLD=SKU&DM=1250&WEBID=5404
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THANK YOU

Rich Taylor

n behalf of Larry, Randy, Allen, Terry, Woody and myself, thanks for making 2016 a huge success. We couldn’t
do it without you, our dedicated partners.

Please stop in and see what’s new as well as visiting our “newly located” branch in Oshkosh.

We are always looking for new things to make your job easier. If there is something you need and you don’t see it, just
ask and we will look into bringing it in for you.

Together lets make 2017 another successful year!

WHAT S HAPPENING AT MONROE EQUIPMENT

Joseph Scala attended the Oshkosh West Side Eco-
nomic Development and Panel Discussion. Among
the items discussed were development projects in Fox
Valley and the announcement of the Milwaukee
Bucks D-League team coming to Oshkosh. Joseph had
a chance to network with Sean Fitzgerald of New
North B2B Magazine and Jason White, CEO of Great-
er Oshkosh Economic Development Corp.

¢ State Senator Roger Roth visited our Oshkosh Branch
where there was a general discussion of what’s hap-
pening in the economy, business climate and the state.

¢ We have moved into our new building in Oshkosh.
We are right down the road from our old location so
come on over and see us at 3255 Fernau Court. Terry
and WOOdy would be happy to show you around! Joseph Scala, Sean Fitzgerald and Jason White

¢ Also a big thank you to the dealers that helped staff
our Armstrong Air booth at the 2017 Realtors Home
& Garden Show.

Why are computers like
air conditioners?

Upcoming Events

April 15 - Menomonee Falls

CLOSED for Easter Weekend

MAY 27 & 29 - Menomonee Falls & Oshkosh
CLOSED for Memorial Day Weekend

They quit working properly
when you open Windows.
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