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GETTING YOUR LOCAL BUSINESS ON THE WEB 

Rick Herd 
 

W hile many aspects of the HVAC industry are very 
physical and immediate, that doesn’t mean your 

business shouldn’t also adapt to today’s constantly evolv-
ing technological world. Although you may not be selling 
products or services directly online, you shouldn’t avoid 
putting time and effort towards your website. The web has 
become increasingly more local as the use of mobile devic-
es has increased over the last few years and this creates an 
opportunity for your business to be seen more than before! 
 
Five years ago you may have invested in 
having your website SEO (Search Engine 
Optimization) boosted. More than likely, 
the service stuffed keywords into 
the code that related to your web-
site. Although this is still part of 
the process, it is not the only part 
anymore and should not be over-
done as Google changes their algo-
rithms for search results that take 
in many more factors. The follow-
ing are some short and simple tips that should be consid-
ered for your local business website. 
 
Make your website responsive 
As I stated before, more and more people are using their 
mobile devices today – especially for looking up local ser-
vices. Having a responsive site means that your website is 
user friendly from any sized device – whether laptop, desk-
top, tablet or phone (or a 90” screen TV). Not only is this 
important for usability sake, but Google will actually place 
you higher in mobile search rankings since it can tell if 
your site is built in this method. 
 
Organic Content 
While design trends have changed numerous times 
throughout the life of the web, your site’s content is still 
the most important part about it. Organic content plays a 
vital role in improving your site rankings. This mainly re-
fers to having your site text relate to the subject of said 
site. Google looks down on content that doesn’t apply to 
what users are searching for on your site after they click 
through. This also includes creating unique content and not 
just copying the words from another site/business.  Creat-
ing a unique experience and dialogue also increases return-
ing users! 
 
Keyword Optimization 
SEO used to be as simple as loading the website code with 
keywords that related to searches by people. Today, while 

they are still around, it is important that you use keywords 
properly. Use related keywords not only in your code, but 
also in your page titles, URLs, text headings, and most 
importantly, body text. You want to avoid overloading 
your site with keywords. In relation to having organic con-
tent, take your list of keywords and be sure to use them 
throughout the text of your site without being overbearing 
about it. Spamming keywords will negatively impact your 
search rankings – use them wisely! 

 
Register with Business Listings 
Make sure you have included your business in 
all the major business listings. Yelp, Yellow 

Pages and Google Business listings 
are solid places to start. By having 
your address consistently placed 
through these services you increase 
traffic to your business, as well as 
giving customers the ability to read 

and review other customer experi-
ences.  It’s important to note that 

your Google Business listing is also accurate. Having the 
wrong address can lose customers and make it harder for 
Google to connect your listing to your site! 
 
Social Media Presence 
Social Media helps get a wide range of visitors to your 
website. Through social media, you can keep in touch with 
your customers by sharing updated information and attract 
new customers. Research shows that about 50% of adults 
are using more than one social media daily, so the presence 
of business in social media will fetch you more organic 
traffic. 
 
Check Analytics 
Finally, you should remember to check your website ana-
lytics regularly. By taking note of your traffic, you can find 
which practices are most effective for your business and 
adjust accordingly. Google Analytics is a well-known tool 
for monitoring website traffic and includes many services 
from keywords used in searches to which pages are creat-
ing conversions for your company. 
 
This may seem like a lot to take in at once, and rightfully 
so! Website rankings are constantly changing as time goes 
on and as more people use the internet. It is important to 
pay attention to the multiple factors that are considered 
when your site is ranked by search engines.  Remember, 
our MECP’s are given the opportunity to have myself as-
sist you with your website development and ranking needs! 
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Dustin Sewell 
 

B uilding a new house and intend on using 1” R-5 on the 
basement? It’s likely not going to work, but it could. RE-

Scheck has taught me a few things over the past six months. 
 
Orientation, Orientation, Orientation! Now more than ever, 
supplying the direction in which the front of the house faces 
is crucial. If we do not have that information we use the 
worst case direction. Why? We don’t want to tell you the 
house passes just to have an inspector 
notice the direction and tell you to up-
date the REScheck and then find out af-
ter the house is already being built that 
there is no way to get a pass other than 
increase the foundation insulation.  
 
Orientation, between the worst case and 
the best case, may be up to a 4% differ-
ence. Usually the difference is a change 
in insulation values somewhere on the 
house. With that said, here are some rule 
of thumbs I’ve discovered.  
 
It’s all about offsetting. If you want to use 1” R-5 on the 
foundation instead of the code mandated 3” R-15, don’t try 
it on a ranch house. Your best chance for this to work with-
out any problems is on a two-story house with a basement 
that doesn’t have exposed foundation walls (aside from the 
standard 8” grade) and you will need 2’ x 6’ walls. It might 
take R-21 in the walls but it is doable. 
 
Can 1” R-5 be used in a ranch house? Sure. Things to con-
sider, you will likely need heavily insulated walls and a ceil-
ing in the area of R-55. It might require the walls be in the 
realm of flash and batt or batt with external foam sheathing. 
Are you using continuous bracing? If not, you will likely 

need R-21+ with the foam sheathing between the bracing. 
Do you have more than minor exposed foundation walls? 
Then expect at a minimum 1-1/2” R-7.5 foundation insula-
tion. If there is a reasonable way to get R-5 on your founda-
tion, we will do it. 
 
On the majority of the houses, 1-1/2” R-7.5 will typically 
work on those that do not have exposed basements. It may 

require R-21 walls and R-50 ceilings, 
but it is usually doable without too 
much grief. If you have basements with 
lots of exposure, make sure that the 
foundation wall steps are shown on the 
plan. The more exposed foundation 
walls, the less likely it is to get low insu-
lation foundations to pass. 
 
Wall heights are another factor. This 
goes back to offsetting insulation values. 
If you have a 9’ basement wall and 8’ 

first floor, there are a lot less wood walls to offset the foun-
dation walls than if they were the same height or if the stud 
walls are taller than the foundation walls. This is ultimately 
why multi-level houses pass easier, 16’-18’ feet of wood 
walls versus 8 or 9’ of foundation walls. 
 
None of the above is a guarantee and will often require win-
dow and door values along with an orientation, but this in-
formation should help you get the best results. There will 
always be other information that goes into play, such as the 
window layouts, being a non-favorable orientation, even 
going as far as the perimeter to area ratio. It is a complex 
mix of factors that come together and hopefully end up with 
a reasonable passing REScheck. 
 

TIPS FOR NEW CONSTRUCTION 

Greg Lynch of The Green Bay Gamblers along with Todd Raymond, Andy 
Sorenson and Joseph Scala of Monroe Equipment, Inc. 

Joseph Scala 
 

T odd Raymond, Andy Sorenson and Joseph Scala of  
Monroe Equipment, Inc. enjoyed a great day at The 

28th Annual Robinson Metal Cerebral Palsy Golf Classic. 
The event was held on Monday, July 11, 2016 at Thornberry 
Creek in Oneida. They were joined by Greg Lynch, Com-
munity Relations Director for The Green Bay Gamblers.   
 
These efforts support 2,000+ infants, children and adults 
in Northeast Wisconsin each year. Events included raffles 
and auctions to raise money for this great cause. 
 
Monroe is proud to partner with Robinson, a great cus-
tomer and company, making great efforts not only with 
Cerebral Palsy but with many other charitable/community 
efforts. 

MONROE HELPS FIGHT AGAINST CEREBRAL PALSY 
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EXTENDED WARRANTY CLAIM PROCEDURES UPDATED 
Sandy Burns 

 
PREMIUM CARE PLUS 
Effective for qualifying units installed October 2003 – December 2009 
  
 ALL CLAIMS MUST HAVE PRIOR APPROVAL FROM ASSURANT/FEDERAL WARRANTY PRIOR 

TO ANY WORK BEING DONE AND MUST BE FILED WITHIN 5 DAYS OF FAILURE 
 All Premium Care Plus agreements have a 7-digit contract number 
 You must contact Assurant/Federal Warranty to check units for warranty status 
 You will need a model and serial number in order to check coverage. Please contact them at 800-235-5121 with any 

questions in regards to filing warranty claims  
 A prior approval number is mandatory 
 Email claims to hvac@assurant.com  Fax 727-369-1622 
 
This company is difficult to work with.  If you have any questions at all please contact me before filing any claims. They 
have been known to ask for the homeowners telephone number so they can verify the claim. 
 
  
PREMIUM CARE PLUS (Handled by Service Net) 
Effective for qualifying units installed January 1, 2010 - June 2015 (No Prior Approval) 
(NOTE: This is LABOR ONLY - 91st day thru 10th year)  All parts go through Monroe Equipment 
 
 The website for labor coverage on a unit is  www.hvaccoverageverification.com  
 You may need to send along proof of installation. The easiest way is to send along a copy of the Allied registration. I 

can get a copy to you if needed.  
 Complete PREMIUM CARE PLUS claim form and fax, email or mail to Damon Dean:     
  Service Net - Fax 866-244-0156      Phone - 888-257-0913                                
 Address - ATTN: HVAC Claims; 650 Missouri Avenue; Jeffersonville, IN 47130 
 Email hvacclaims@servicenet.com                 
            
 
TRINITY WARRANTY 
Effective July 2015 – Current Date (No Prior Approval) 
(NOTE: This is LABOR ONLY – 91st day thru 10th year)  All parts go through Monroe Equipment 
 
 The website for labor coverage on a unit is www.trinitywarranty.com 
 You may need to send along proof of installation. The easiest way is to send along a copy of the Allied registration. I 

can get a copy to you if needed. 
 Complete the Trinity Warranty claim form and fax, email or mail to: 
 Trinity Warranty Solutions Fax 312-445-8726   Phone 877-302-5072 
 Address:- 150 Pierce Rd Suite 600; Itasca IL  60143 
 Email claims@trinitywarranty.com 
 
If you have any questions feel free to call me at 262.432.3245 or email me at sburns@monroeequipment.com. 
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GETTING TO KNOW YOU 
Barb Beckett 
 

M eet Rick Herd, one of our newest employees. Rick 
is the onsite web developer for our company as 

well as helping our dealers establish and maintain their 
online presence.  

Rick always knew that he wanted to get into a creative 
field but had also spent his whole life working with tech-
nology, whether it was creating digital products or build-
ing computers. He looked into graphic design programs at 
first but felt that a degree in web design suited his skillset 
better. After graduating with a degree in Web and Digital 
Media Design, he became the webmaster for a non-profit 
program and then did freelance work for about a year be-
fore deciding that he liked working in a team environ-
ment, which led him to Monroe. 

Rick likes to listen to hip-hop and electronic music, binge
-watch shows on Netflix with his girlfriend Krystl, and 
play competitive video games online. 

 
In 2014, along with two of his 
closest friends, he started a Mil-
waukee local music label/artist 
collective for music producers 
interested in hip-hop and elec-
tronic music. They originally 
had a nine artist roster that has 
grown to 17 artists, gone on a 
coast-to-coast tour, hosted spe-
cial events around Milwaukee 
including unique venues and 
boat parties, and now have a 
monthly radio show on 88.9 
Radio Milwaukee.  

Rick’s family has always been extremely supportive. 
Growing up with a single mother, she is his biggest in-
fluence in not only trying to further his personal growth, 
but to be the best person he can be. 

Rick Herd 

The Monroe Igniter is a quarterly publication created exclusively for customers of Monroe Equipment, Inc. 

MONROE EQUIPMENT, INC. N50 W13941 Overview Drive, Menomonee Falls, WI 53051 
262-783-8190 • Fax 262-783-8180 • info@monroeequipment.com • © Copyright 2016 

 Upcoming Events 
 
 

NOVEMBER 24, 2016 - Menomonee Falls & Oshkosh 
 Closed for Thanksgiving 
 

NOVEMBER 26, 2016 - Menomonee Falls & Oshkosh 
 Closed for Thanksgiving Weekend  
 

DECEMBER 24 & 26, 2016 - Menomonee Falls & Oshkosh 
 Closed for Christmas 
 

DEC. 31 & JAN. 2, 2016 - Menomonee Falls & Oshkosh 
 Closed for New Year’s 

Rich Taylor 
 

F all is here and everyone is gearing up to do clean and 
checks. Let Monroe Equipment be your source for 

all your tune-up needs. 
 
Stop in and say hi to our friendly staff and enjoy a hot cup 
of coffee or a cold beverage on us! 
 
We also want to congratulate the following contractors 
that won our in-store Veto Cargo Tote Giveaway: 
 

Mark at North Lakes Htg. Menomonee Falls Branch 
Doug at Great Lakes Htg. Menomonee Falls Branch 
Eric at Anderson HVAC Oshkosh Branch 
Jason at A&BE Htg. Oshkosh Branch 

PARTS DEPARTMENT 


