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Matthew Schneider 
 

I  have a guilty pleasure. Every Sunday, Spike 
TV (channel 649 on Charter Cable) has a Bar 

Rescue marathon and admittedly I watch at least 
one or two episodes every week. Bar Rescue is 
hosted by John Taffer, the world’s foremost bar and 
nightclub consultant. He is contacted by a failing 
bar owner and he is given the keys to the establish-
ment for several days to try and rescue it from im-
ploding from financial ruin. The episodes are enter-
taining to watch and week in and week out they 
provide a simple, yet fundamental lesson on small 
business that isn’t just relevant to the bar 
business, but can be extrapolated to heat-
ing and cooling businesses or any 
business for that matter.  
 
Almost every bar that John is 
called in to help has similar issues 
which is not surprising. It amazes 
me that each bar is failing for the 
same reasons and John has a fairly 
easy and similar rescue strategy 
that he calls Bar Science. John 
doesn’t believe in running a bar 
without a significant understanding 
of the market, the clients, the details 
and the facts around what and how a suc-
cessful bar is operated. Although each epi-
sode has similar problems, the show hammers 
home the concepts of small business success. They 
typically go as follows: 
 
1. The Unfocused Management – Most of these 

rescues are rescues because the management 
team is either so unfocused on the success of 
the business or so unwilling to change from 
their formula that the business suffers. Often 
the bar was at one point the most popular night 
spot in the community, but as times changed 
and as popularity waned, the management team 
was either incapable or unwilling to change the 
formula in order to evolve with the new reality. 
John makes it a point to break these individuals 
down and then build them up with Bar Science. 

2. Clients and Competitors – John starts every res-
cue with several pieces of facts. He educates the 
managers on their clients. He focuses on medi-
an age and median income of the community. 
He also calls out significant anomalies of the 
community like biggest employers, colleges 
and attractions. At some point he pulls out a 
map with all of the competitors flagged and 
what their focus/brand are. There is tremendous 
attention paid to what the community is in need 
of to provide a specific, unique experience for 

the community that is not similar to these 
competitors. These facts are the 

foundation of Bar Science. Know 
your clients, know what they 
want, build it and they will come! 
 
3. Organizational Branding – 
There is NEVER any uniformity 
or specific brand message in 
failing bar establishments. John 
often scraps the original concept 
of the bar and creates an Organi-

zational Brand message, where 
the bar and the co-workers send the 

same message to the clients whether 
it be through dress, actions, sales 

presentations, the way they address the 
customer and overall ambiance that creates 
unique experiences and emotions that make cli-
ents want to visit again and repurchase. Every 
member of the team and every client knows 
what the bars brand is and what they can ex-
pect, consistently, when they visit. 

 
4. Sweat The Small Stuff – Half of each episode is 

focused like a laser beam on the “small stuff”. 
Pouring a great drink that makes your clients 
want to buy more, getting food to the table in a 
satisfactory time, portion sizes that create prof-
itability, looking the customer in the eye, greet-
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ing them when they come in and suggesting 
(selling) signature drinks and food that is unique 
to your establishment. The small stuff will insure 
that the business sinks or swims and truly deter-
mines the level of the customer experience. 

 
5. Bar Science, Bar Science, Bar Science – John 

Taffer understands Bar Science. He constantly 
focuses on facts such as liquor costs, number of 
seats compared to revenue generated , how the 
floor is set up to develop areas for people to con-
gregate and communicate. Did you know that if 
a bar serves food, people will stay an additional 
60 minutes and order 2 drinks more than some-
one who doesn’t order food. He is obsessively 
focused on what the facts about the bar industry 
tell him about the individual business and how 
he can use those facts to set a foundation and a 
direction for each and every rescue. Seems like a 
great strategy – search out the science, believe in 
the science and let it set your course. 

 
I realize that we are not operating bar and restau-
rants, but are our heating and air conditioning busi-
nesses any different. Sit back and ask yourselves 
these questions. Do you have an unwillingness to 
change that is hampering your business from evolv-
ing? Does your business have a clear focus on what 
you do well and what you make the most profits on? 
Do you know your customers and do you provide 

them a unique experience each and every time you 
interact with them? Is your team unified behind an 
organizational brand strategy? Are we doing all that 
we can possibly do to make sure that our customers 
stay longer and purchase more (i.e.: Maintenance 
Agreements, Referral Programs)? Do we do, what 
we do, better than anyone and are we sweating the 
small details? Are we using Heating and Air Condi-
tioning Science to set our compass?  
 
I have had the pleasure to watch several of Monroe 
Equipment’s own John Taffers at work. Several of 
our most successful and awe inspiring contractors 
needed to be rescued at one time and without any 
indecision these owners/managers picked themselves 
up and worked side by side with our John Taffers 
and built incredible businesses that they can be 
proud of. In 2017, I promise you that everyone at 
Monroe Equipment is focused on HVAC Science 
with tools like the 2016 American Home Comfort 
Study, great reading lists provided to every stock-
holder in the organization and a team of the indus-
try’s best trainers and consultants. We will not be 
bringing donuts and price sheets. We will be deliver-
ing science to help you navigate this evolving mar-
ketspace. We want to help if you are willing to trust 
in the science. 

“HVAC SCIENCE” Continued from page 1 

OSHKOSH BUILDING PROGRESS 

Matthew Schneider 
  

A fter a few delays, we have finally started construc-
tion on our new Oshkosh branch building. 

 
We look forward to serving our customers in the new 
building and plan to move in sometime in late March. 
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GETTING TO KNOW YOU 
Barb Beckett 
 

D ave Herbst has been with us since September of 2015. From the moment I met 
him, I knew he would be a wonderful addition to the team. He is genuinely a nice 

person to be around and a pleasure to work with. 
 
Dave’s first job was a flex position, working in the warehouse and driving, truck making 
deliveries. Dave is a “wherever you need me” kind of guy, filling in the voids as needed. 
 
Dave went to college to earn a degree in real estate/marketing but ended up working as a 
route sales representative for 31 years. Being in route sales helped Dave overcome his 
shyness and hone his communication skills. He enjoyed the freedom of being able to 
manage and grow his sales area, build relationships with customers, and see the fruits of 
his hard work.  
 
Dave grew up in Menomonee Falls in a hardworking middle class family, the youngest 
of 6 children. It was a lot of fun growing up with five siblings. (Oh, the stories he could 
tell!) Dave’s parents instilled a strong work ethic; his first job was at age 9 helping with 
his mother’s commercial cleaning business. The family spent a lot of time camping and 
being outdoors. His dad took him hunting and fishing, sports that he thoroughly enjoys 
to this day. He especially loves to go deer and turkey hunting and would like to go out West to hunt elk someday. 
 
Dave has been married to his wife and best friend, Lee Ann, for 36 years. They have three children, two daughters and a 
son, and a quirky, high energy cattle dog. Their oldest daughter is married and has two children, ages four and two. 
Their younger daughter volunteers heavily and loves to lead preschoolers in worship. Their son, who is also married, is 
working on his Master’s degree in Theology and will be ordained as a pastor. Dave enjoys spending time with his fami-
ly; they bring great joy to his life. 
 
One of his favorite things about working at Monroe is the family atmosphere. It is great to be part of a very successful, 
growing company where management as well as co-workers truly care about one another and are willing to help each 
other.  

Dave Herbst 

MONROE SUPPORTS VETERANS 
Joseph Scala 
 

I  was honored to be a par/t of the American Veter-
ans travelling tribute to our Vietnam Veterans in 

Oshkosh. I had the pleasure of  singing “God Bless 
America” and sharing this day with these heroes and 
their families.  

Monroe Equipment is proud to support our veterans! 
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Upcoming Events 
 
 

 

FEBRUARY 5-12 - Punta Cana MECP Dealer  
 Celebration Trip 

Rich Taylor 
 

W e at Monroe Equipment are always looking 
for ways to help you make your job easier. 

 
That is why now would be a great time to stop in and 
take a look at the Rothenberger line of tools we now 
carry. We have a press tool that will handle up to 2”, 
a handheld threader that will handle up to 1 1/4” and 
a threading machine good up to 2”. 
 
Pipe wrenches and other handheld tools will be com-
ing soon. Stop in and see our friendly staff with any 
questions or opportunities you may have. 
 
We want to be your “Go To” wholesaler for all of 
your HVAC needs. 

PARTS DEPARTMENT 

Tom Jacobi of Total Mechanical with Joseph 
Scala of Monroe Equipment at Lambeau Filed 

cheering on the Green Bay Packers. 

Ben Lane 
 

T he State of Wisconsin Department of Safety and 
Professional Services, in conjunction with the 

University of Wisconsin-Madison, is hosting the 46th 
Annual Wisconsin Commercial Building Code Re-
fresher February 27 – March 1 in Madison, WI.   
  
2017 will be a key year with the state expected to 
move from the 2009 to 2015 International Codes. 
The program will focus on key changes between the 
2009 and 2015 Codes. Anyone actively engaged in 
the design, construction or remodeling of commer-
cial buildings within the state is strongly encouraged 
to attend.  Please feel free to contact me at 262-783-
8190 or blane@monroeequipment.com for additional 
information. 

2017 CODE REFRESHER 


