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NAVIGATING A POST TAX-INCENTIVE WORLD
Matt Schneider

A

s previously mentioned, I am a news “junkie”. I have
been hearing a lot more about the increasing possibility of a double dip recession. I don’t know about you,
but I am skeptical that we ever came out of the first recession. The pundits and politicians will argue that by definition our economy saw growth over the last year, proving
the first recession is over, but I am sure that many of you
are not seeing that growth in your businesses.
I travel around the state visiting and communicating by
phone with hundreds of contractors each week and I can
assure you that if you are not seeing growth in your business, you are not alone. During times like these, I encourage you to take a step back, analyze your business and
focus on maximizing every opportunity that you can.
Strong sales leads are hard to come by, so your sales
teams need to close a higher number of these leads at
higher profit margins to remain on solid fiscal ground.
Weekly, I am analyzing many
different market indicators. I
look at individual contractor’s
sales year-to-date over last
year’s sales, product mix
leaving our warehouse, quantity of consumer rebate forms
being returned to our office
for credit, advertising dollars
spent and consumer confidence reports. I also read several different industry magazines and newsletters cover to
cover in an attempt to learn or pick up any possible successful tips from other industry insiders. In the last several weeks I have picked up on two items that I would
like to share.
First, I receive a monthly report from Jolene that lists all
of our Exclusive Armstrong Air Dealers, their advertising
budgets (determined at the beginning of the year), their
advertising expenditures for the month and their remain-

ing advertising balance. Un-coincidently, the dealers that
have been diligently advertising and have used over 50%
of their advertising budgets are up in purchases year to
date. I can also attest to the fact that these dealers are having successful years from my conversations with them.
Advertising is a key component to lead generation and is
most important during the time periods that leads are
scarce. The off season months are the time to advertise,
not when leads are naturally flowing into your businesses
due to weather. Ideally advertising your business is a 365
day a year event.
Second, monthly I receive various numbers from the industry focusing on trends regarding specific equipment
being shipped into our market. This data comes from multiple sources such as trade magazines, HARDI and the
manufacturers with which we represent. I anxiously await
this data so that I can compare
“our market” with Monroe
Equipment’s specific sales
numbers to make sure that our
customers are falling in with
state wide trends and to make
sure that I am not missing a
product segment. It is amazing what you can learn from
this data.
For instance, 2010’s fourth
quarter data for furnaces
shipped into Wisconsin
showed that 53% of the products shipped were 95%+ product with ECM motors, 41% were standard 90% equipment and 6% were mid-efficients. This data trend is easily
explained by the existence of the Federal Tax Credit that
provided tax incentives for purchasing the highest efficient product sector with additional state incentives for
the ECM motors. For almost two years our sales teams
were focused on 95% efficiency and ECM motors. The
first quarter data has just been released for 2011. Interestingly, the product mix is substantially different. In a post
Continued on page 2
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TESTO LIMITED TIME MAIL-IN REBATES
Randy Steffes

M

onroe is proud to be your distributor of TESTO
brand HVACR testing products.

Right now we are featuring the Combustion Gas Analyzer
kits. With mail-in rebates good through December 2011,
now is a great time to buy a TESTO just in time for the
WE Energies incentive programs.

TESTO 327-1 (Basic Kit 0563-3203-71)

Testo 327-1 Kit

Testo 330-1 Kit

TESTO 330-1G-LL (Advanced Kit 0563-3371-75)

The everyday, robust combustion analyzer!

The everyday, robust combustion analyzer!
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O2, CO, Flue Gas Analyzer
12” flue probes with 5’ hose
Power supply with charger
I-R printer with 6 pack paper rolls
Particle filter
Case
3 Year sensor warranty
$150 MAIL IN REBATE

Only $1,301.97

Combination Gas Analyzer
12” flue probes with 5’ hose
Power supply with charger
I-R printer with 6 pack paper rolls
Particle filter
Case
4 Year sensor warranty
$250 MAIL IN REBATE

Only $2,145.68

Navigating Continued from page 1

tax-incentive market, 55% of consumers are now choosing standard 90% condensing furnaces over the 36% that are
still investing in the 95%+ equipment with ECM motors and 9% are still replacing mid-efficient products with midefficient product.
These product changes signify the need for a change in our sales approach. In the post tax-incentive marketplace, consumers are increasingly choosing the option they see as a “value”. As salespeople, we need to tailor our presentations
around making the customer feel comfortable with their purchase no matter what it is, because their confidence in the
economy and their willingness to spend money is significantly weakened. The consumer must believe that they are receiving the best product for the best price making the little things like Stainless Steel primary heat exchangers and industry leading temperature rises all the more important. As much as we would like to see every customer invest in a
modulating or variable speed furnace, the reality is only 1/3 of consumers in our market are investing in these products
so we must make sure our presentation at the kitchen table is all inclusive.
If we sit back and try to coast our way through these rough waters, we set ourselves up to drown. Now is the time to
evaluate the marketplace and make corrections to our processes and procedures to make sure we successfully survive
the tumultuous environment.
P.S. Allied Air has reported that 30% of their total condensing unit shipments nationwide for the summer months were
nitrogen charged equipment. I can also tell you that other manufacturers saw much higher percentages than that. Just
another sign, positive or not, that our market has been turned upside down!
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EXTERNAL STATIC PRESSURE
Kenneth Jung

T

here seems to be a lot of questions and confusion
when it comes to measuring and understanding static
pressure readings. Hopefully this article will help to clarify
some of those areas.
First, a simple definition: Static pressure in a ducted system is that pressure created by the duct system that the
blower needs to overcome to move air.
When the blower on a furnace or air handler is running, everything else in the system , coil(s), duct work, dampers, registers, boots, elbows, filters, etc. all create resistance that
opposes air flow and causes the air to slow down. All of
these items need to be kept in mind when designing or
evaluating any type of air flow related problem.
The Static Pressure across the cooling coil is the most important static pressure reading taken. The reading is the
resistance in inches of water column encountered by the air
flowing through the coil. For maximum efficiency from the
air conditioning system, the static pressure drop across the
coil must meet the specifications given by the coil manufacturer. This will insure that the correct amount of air
flow is passing through the coil. If the reading taken does
not match the specification, a blower speed adjustment
may solve the problem. If not, then a closer look at the return and/or supply air system needs to be done.
To obtain the necessary information, four test holes are
required. One is placed in the
return air duct close to the furnace. A second hole and probably the hardest to position needs
to be after the filter, but before
the blower cabinet or blower
housing. Carefully locate the
third hole as it must be located
above the heat exchanger but
below the cooling or any other
coil in the system (i.e.: hot water) and lastly a test hole needs to be in the supply duct
after the coil. With these test point locations information
can be gathered to properly evaluate the “air flow system.”
What type of instrument is needed? Since the readings are
small, the meter will have to be able to measure in increments down to or below 0.10”measured in “Inches of Water Column”. An inclined manometer, digital manometer,
or Magnehelic gauge are all suitable for this type of testing.

Total System External Static Pressure
With the manometer connected as illustrated, a direct reading on the gauge will give the total external static pressure
in inches of water column. This is a positive pressure that
includes the resistance offered by the evaporator coil, supply ducting, return ducting, registers/grills, filter, and all
duct fittings. This total pressure should not exceed the capacity of the furnace blower or air handling system. Most
manufactures rate and recommend that the total system
external static pressure does not
exceed 0.50” w.c. if the reading
obtained is higher than 0.50” a
closer look at the entire system
must be made.
A further check to isolate the problem areas is to divide the supply
system and return duct system.
Connect the manometer as shown
to read the static pressure offered
by the supply duct, registers and
cooling coil. This will be a positive pressure. A reading in this
area in excess of 0.45” w.c.
would indicate problems in the
supply system.
With the manometer connected as
shown, static pressure of the supply side duct system only is
taken, eliminating the cooing coil.
A reading in excess of 0.15” w.c
could indicate problems in the
supply side ducting and/or registers.
With the manometer connected in
the return air duct, a negative
pressure will be measured. A
reading in excess of 0.10” w.c.
could indicate problems in the
return air ducting or grills.
With today’s high efficiency furnaces and air conditioning systems, it is of utmost importance
that proper air flow is delivered.
This will insure proper operation
and long term reliability of the
equipment along with a comfortable satisfied customer.
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GETTING TO KNOW YOU
Donna Inman

L

et me introduce to you the newest – and youngest –
member of the Monroe family. We welcomed Allyse
Brost to our engineering department in July this year.
(Allyse sounds like “ahleece”.)
She brings sunshine to work every day when she comes in
driving her bright yellow car! Once she is in the office,
the sunshine continues with her friendly greeting, cute
smile and pleasant personality.
Allyse grew up in the Neenah area of Wisconsin and is a
recent graduate of MSOE with a degree in Architectural
Engineering. While still a student, she worked as a security assistant at The Grohmann Museum on campus. This
museum is one of Milwaukee's newest attractions and
home to the world's most comprehensive art collection
dedicated to the evolution of human work. Allyse also
worked for her mother, a lawyer, when she was still living
in her hometown area.
Allyse enjoys “hanging” out with friends, doing all kinds
of puzzles and wedding planning! Her single status will
change next July when the wedding bells chime for her
and Steve.
Giraffes and frogs are among “I like” things for Allyse.
Since a giraffe would be rather difficult to bring into your
home – you can always go to the zoo and even feed them
there – Allyse is taking up the hobby of poison dart frogs,
specifically the yellow and black variety. She tells me that
a poison dart frog is not poisonous in the captive environment because their diet is not made up of the ants which
eat poisonous plants. Instead, the frogs she gets will eat
fruit flies that don’t fly! (Of course, she will raise those
also.) To get this hobby going, Allyse will need to build a
frog terrarium which is quite a process. She will build in

an aquarium, a rainforest
type decorative background made up of great
stuff foam, brown silicone,
soil and peat moss. The
terrarium will have a layer
of rocks for drainage and
landscape fabric to prevent
dirt from getting into the
water, followed by a layer
of soil, peat moss and
leaves. Some plants will
Allyse Brost - Engineering
also be added. The interest
in poison dart frogs comes from a friend who had a tank
and then the research began! The plan is to get two frogs
which will later be named by her and Steve. If you have
an interest in poison dart frogs or poisoned art frogs
(which is what I thought she was talking about originally), just contact Allyse!
Allyse’s primary job functions here at Monroe are to perform residential heat loss calculations using the department of energy’s RES check computer software and to
provide engineering services and support for our commercial clients on new construction and major renovation
projects.
Her first impression of her co-workers here at Monroe is
that we are like a close knit family.
Ben Lane, our engineering manager, says, “Allyse’s
strong work ethic and refined AutoCAD skills coupled
with her engineering knowledge have really helped to
improve our efficiency and productivity which we hope
will help to make the customers we serve that much more
productive and ultimately profitable.”

SERVICE NET WARRANTY VERIFICATION SITE
Sandy Burns

S

ervice Net now has a website for verifying extended labor warranties: www.hvaccoverageverification.com

This site will assist you in verifying labor warranty coverage on equipment. You will need a valid serial number(s) for
the covered equipment. If the search does not return any information, it may be due to: 1) an incorrect serial number try serial #’s with and without an “S” at the beginning; 2) a cancelled contract; or 3) it has been less than 30 days since
the contract was purchased. Please check for typographical errors and try again. If you need assistance, please call Service Net Client Support at 888-562-5715. If you’d like to verify the 6-10th year parts warranty on equipment or need
any other assistance, please contact me at sburns@monroeequipment.com.
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ESTIMATING FURANCE AND A/C SIZING
Benjamin Lane

A

s the heating season draws nearer, we receive increasingly more calls from contractors and builders
alike looking for help in sizing furnaces and air conditioners for both new construction homes and residential replacements. In a perfect world where we had all of the
time we needed, there was no such cost associated with
our time and we had unlimited resources, we would of
course perform a detailed heat load and loss calculation
on every project we bid, and certainly every job we were
awarded, to determine the exact equipment sizes we
needed to meet our clients needs. Unfortunately, we very
seldom have the time or the resources we need to get
these calculations done in a timely and more importantly,
cost effective way. So how then can we quickly and accurately estimate the furnace and air-conditioning sizes required for projects we’re bidding without assuming undue
liability for underbidding equipment sizes required or
pricing ourselves out of the job entirely by drastically
overbidding just to be sure we’re safe?
The answer is simple. As one of
Monroe Equipment’s valued dealers, you are one of the best contractor’s in the industry. Draw on
your wealth of experience and use
it to your advantage when bidding
and estimating projects. Track
your past successful projects and
find ways to apply what made
those projects successful to new
projects you’re bidding.
With the advent of the International Model Codes, state and
federal mandates toward net zero
construction and general trends in
our industry; construction is and
has been tightening up. We are
not seeing vastly different heating
outputs required on a per square foot basis for new construction homes from builder to builder and construction
type to construction type because of this. If you were to
simply track the heating outputs required on all of the
successful projects you’ve worked on for the past year or
more, along with the square footage of the area (s) served
and perhaps the style of the home (i.e. ranch, two-story,
etc.) you would very likely come up with some very similar BTUH/ft2 numbers that you could then conservatively
apply when bidding future projects. Careful consideration

must be given, of course, when applying these principles
especially when determining air conditioning sizing as no
two homes are exactly alike and things like the amount of
glass and the direction it faces play a pivotal role in this.
Here at Monroe Equipment, we have extensive experience in performing residential heating and cooling load
calculations with successful projects numbering in the
thousands. It is for this reason that we, ourselves, have
been able to come up with several “rules of thumb” for
heating and air conditioning sizes that we will often utilize when providing budgetary numbers for you, our valued dealers, when drawings are not immediately available
or a quick and easy number is all that is required.
Our past experience has shown us that new homes being
built under the current energy codes typically require
heating outputs in the neighborhood of 25 – 35 BTUH/
ft2. Older homes can be much harder to judge especially
when insulation values are unknown but a heating output
in the range of 40 – 50 BTUH/ft2
has proven to be sufficient in the
past. As previously stated, cooling loads can be more difficult to
estimate and careful consideration should be given to the
amount of glass a home has and
what the most dominant solar
direction is but our experience in
this area can come in handy here
as well.
Typical new construction homes
will require cooling capacities in
the neighborhood of 600 – 700
ft2/ton. If the home has a large
amount of glass facing predominantly the west, east or even
south than you may want to consider being in the 600 ft2/ton range. If the home seems to
have a marginal amount of glass and it seems to be
equally distributed around the various exposures perhaps
a number closer to the 700 ft2/ton will be adequate.
It is important to remember that these numbers are to be
used as check figures only and for budgetary purposes.
Once a project has been awarded, any new design, layout
or installation should be accompanied by a detailed heat
load and loss calculation so we can be certain that what
Continued on page 6
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Estimating Sizing Continued from page 5

we have proposed will meet the owner’s project
requirements. The Department of Energy has created the REScheck computer software as a tool for
builders, contractors and designers alike to determine residential heat loss requirements and to demonstrate building envelope compliance for permitting purposes. This software is extremely user
friendly and for those of you who are hands-on and
would like the benefit of performing the calculations on your own, the software can be downloaded
free of charge from the Department of Energy’s
website at: http:www.energycodes.gov.
Otherwise, allow Monroe Equipment’s expert
staff of Designer’s and Engineer’s be your trusted
advisor. Monroe Equipment will provide a detailed REScheck compliance report for any new
construction residential one or two family home,
FREE with a purchase of an Armstrong Air heating and cooling system.

.

Up Coming Events

OCTOBER 4 & 5
Hydronics Training 8:30 a.m. - 4:30 a.m. at Monroe
OCTOBER 6
Bosch Greenstar Boiler Training 8:00 - 11:30 a.m. at Monroe
Bosch Greenstar Boiler Training 2:00 - 5:30 p.m. at Monroe
OCTOBER 7
Bosch Greenstar Boiler Training 8:00 - 11:30 a.m. Green Bay
OCTOBER 12
Air Flow Dynamics Training 1:00 - 5:00 p.m. at Monroe
OCTOBER 19
Oil Heat & Burner Training 8 a.m. - 4 p.m. at Monroe (FULL)
OCTOBER 26
Basic Electric & Metering Usage Training 1-5 p.m. at Monroe
NOVEMBER 2
Oil Heat & Burner Training 8 a.m. - 4 p.m. at Monroe (FULL)
NOVEMBER 24 & 26
Monroe Equipment CLOSED for THANKSGIVING
DECEMBER 24 & 26
Monroe Equipment CLOSED for CHRISTMAS
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