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WE ARE GROWING AGAIN

Matthew Schneider

For nearly forty years Monroe Equipment was a
small, family owned, niche furnace and air con-
ditioner distributor solely represented by our head-
quarters in Menomonee Falls, Wisconsin. With the
change in ownership in 2009, the goal of becoming a
complete-need HVAC distributor blossomed and we
fulfilled an anxiety ridden goal of opening a northern
branch location to serve our valuable dealers in the
Fox Valley where we put down roots in Oshkosh,
Wisconsin. This location quickly outgrew it’s mea-
ger beginnings and we happily built a much bigger,
more user friendly building on Fernau Ct. Thanks to
all of our outstand-
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heading up the branch set-up and operation and
Randy Steffes, Monroe Equipment Icon, will be as-
sisting him. These guys will make sure that customers
relying on Monroe Equipment 27" Street location will
receive the legendary customer service that our clients
have always known and expected.

Don’t worry, all of our phones and computer systems
are linked together, so traditional Menomonee Falls
customers can still talk to Rich or Randy for service or
Racine/Kenosha customers who want Larry, Allen or
Kevin’s expertise are still welcome. In the end we are
one team, expanding

ing partners in this
part of our great j
state and our fabu- K
lous personnel head- [*
quartered there, we
can absolutely say |
that Oshkosh is a

HUGE success.

With the blueprint
created, we began
looking at expand-
ing our southern ter-
ritory a little over a
year ago. We must
have walked through fifty different buildings, had
over a hundred different discussions with our con-
tractor partners in that area and even had offers to
purchase on the table multiple times.

In the end, we believe we have found our perfect
home at 441 27" Street, Caledonia. Monroe Equip-
ment will reside in half of the commercial building
next to the Milwaukee Auto Auction, on 27™ Street,
just north of the Seven Mile Road exit. We are visi-
ble from I-94, along with our neighbors and building
mates, Cabinets to Go and Hassless Mattress.

Satellite locations are only as successful as the team
that support them, so we are so pleased to announce
that Rich Taylor, longtime member of our Me-
nomonee Falls Customer Support Team, will be

our reach to better
serve you.

Please note that 27"
Street will be a Will
Call Only location to
start. Truck deliver-
ies to this region of
the state will still
originate out of Me-
g nomonee Falls. We

d will restock the 27"
Street location daily
| to best serve you.

We hope to be offi-
cially open by Christmas. Please keep your eye out for
opening details and Will Call specials for this location.
Please help us make sure that this expansion is a suc-
cessful one for all.
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RESIDENTIAL MAKE-UP AIR REQUIREMENTS

Allyse Panaro

A re you familiar with WI SPS 323? This is Wis-
consin’s Uniform Dwelling Code which applies
to all one and two-family dwellings built after June
1*, 1980. Our engineering department has been get-
ting numerous questions on the residential make-up
air requirements along with air change requirements
for habitable rooms without openable windows
(typically basements).

If you take a look at WI section SPS 323.02; you will
see that outside makeup air is required to balance the
mechanical exhaust ventilation which will help to
prevent back drafting of any open combustion heat-
ing appliances. It is important to note that if you do
not have any open-combustion space or water heat-
ing appliances (including dryers or ranges) you may
then rely on infiltration through building cracks for
make-up air and are not required to provide combus-
tion air. WI section SPS 323.06 discusses the com-
bustion air requirements for fuel combustion and flue
gas venting and section SPS 323.07 specifies the re-
quirements for habitable rooms that do not have win-
dows. This article will focus on SPS sections 323.02
& 323.07.

Make-Up Air Requirements:

Located within WI SPS 323.02 - The code requires
make-up air to equal 40% of the total of all intermit-
tent exhaust ventilation. This includes bathroom ex-
haust(s), kitchen hood exhausts, and dryer exhausts
similar to the blank chart below:

Habitable rooms without windows:

A habitable room is defined by SPS 320.07(37) as
“any room used for sleeping, living or dining purpos-
es excluding such enclosed places such as kitchens,
closets, pantries, bath or toilet rooms, laundries, stor-
age spaces, utility rooms and similar spaces”. Venti-
lation requirements for these habitable rooms with-
out openable windows is 1 Air Change per hour.
This typically affects basement remodels where there
are limited windows.

Here is a handy formula to figure out the airflow re-
quired to create 1 air change per hour:

space volume (LxWxH)
mins
60 hr

1ACH = = XXXCFM

After inputting the volume of the space into the for-
mula you will receive the total minimum amount of
air required to create 1 air change per hour. This ex-
haust fan airflow will then need to be added to the
table below to make-up 40% of all exhausted air.

Contact Monroe’s Engineering department if you
need help finding the perfect exhaust fan for your
residential needs.

Intermittent Exhaust Fans | Typical Exhaust CFM | OR Actual CFM | Number Total (cfm)

Bathroom fan (min. 50 cfm) 75 X
Residential Kitchen range hood 180 X
Downdraft range exhaust 400 X
Electric clothes dryer 175 X
Gas clothes dryer 150 X

Sub Total

Intermittency Adjustment Factor | X .40
Adjusted Total
Any constant exhaust fans without dedicated makeup air | +
Grand Total
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THE POWER OF STARS

Matthew Schneider

I attended two different manufacturer events in
the past two weeks, both very different, but that
is a story for another day. Each were held in strange
cities and in another part of the country, outside of
my Upper Midwest comfort zone. The second event |
attended, I was happily accompanied by Randy
Schneider and Matt Kobleska and unlike the first, we
were looking for reasons to retreat. You see, the
folks from Monroe Equipment aren’t cocktail party
types. We aren’t particularly white collar. We don’t
look forward to standing in large rooms with folks
that we don’t know, bragging about our accomplish-
ments over Pinot Grigio and pure liquor poured over
nothing but ice. So understandably,
we were looking for an escape. A
dinner alone, where we could relax
and spend quality time with one an-
other.

How do a couple of Generation Xer’s
and a Boomer find a great restaurant
in a foreign city? Well the Boomer
suggests that we consult the front
desk. No. No. The Gen Xer’s grab
their phones from their pocket, look
up steakhouses and pick the one with
best star rating. On this occasion, it
was a place called Kayne’s and they
had an opening for 8 o’clock. It was
a ten minute walk from the hotel and it had a 4.8 star
rating. We locked it in, in seconds. Not a minute lat-
er, old M.K.’s phone was ringing with a Nashville,
TN number. It was Kayne’s confirming our reserva-
tion and thanking us for considering them. We
walked to the restaurant and had a dining experience
that was second to none. Four different servers, all as
pleasant and knowledgeable as the next, great food,
great atmosphere, great drinks. We had such a great
experience we went online and gave them a five star
rating.

Our great experience didn’t stop there. The next af-
ternoon, Kayne’s texted Matt K. with a friendly
shout-out that our same table we were sitting at, with
our same server team, was available again tonight at
the same time and asked us if we were interested in
revisiting. If it wasn’t for a rewards dinner being put
on by our hosts, we would have taken them up on it,
but we had to regretfully decline. They thanked us
for our business and told us how grateful they were
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for our consideration. We were all impressed by the
simple connection and gratitude all conveyed via
text.

On the third day, we had a little bit of time to spare
before our flight, so after a quick visit to the Country
Music Hall Of Fame, we wanted to grab a quick bite.
Siri led us right to a super small, super hip, bar and
restaurant called The Stillery. It had a 4.7 star rating
and was right on Music Row. The little restaurant
was so packed we squeezed in to the last three stools
at the bar where we were served (and entertained) by
a gentleman who made dining with them a joy. I
have never experienced Nashville Hot Chicken be-
fore, but I would fly to Nashville
tomorrow to enjoy it again. We took
a few seconds out of our day to
quickly give them a five star rating
and a little shout-out.

It occurred to us that we had visited
a city we have never been to before
and had two of the best meals of our
lives and accomplished it strictly
from a rating/star system on our
iPhones. Some of you have em-
braced the star rating system and I
applaud you. It is a powerful tool
that people are embracing every day
to help them with purchasing decisions.

The key is that you need to make sure that this rating
system is being marketed in a place that people will
see it. Burying ratings in obscurity will not help,
since the definition of the rating system is ease of use
and quick decision making. Plus, if you want great
ratings, you better provide great experiences or you
will be plagued by the killer three star rating or
worse yet a single star and a complaint. This simple
experience opened our eyes to a simple marketing
lesson and a deeper understanding of modern con-
sumerism. If done right, the star rating system could
change your business permanently and for little to no
cost. So much for those $20k advertising require-
ments from big brother manufacturer!
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GETTING TO KNOW YOU

Barb Beckett

Meet Garrett Maurer, who has been working at Monroe Equipment for little over a
year now. Garrett works in the warehouse and also helps with deliveries. Garrett is
originally from Kewaskum and went to school in West Bend. He currently lives in West
Bend with his wife Shelby and their German Shepard, Sadie.

Garrett does not have a background in HVAC, but is very excited to learn about it. While
in high school, he worked for his dad doing masonry in the summer. When he was 16, he
got his first part-time job working in the yard at Fleet Farm. Since then he has worked in
the trades including tool and die, welding and a couple of factories.

Garrett enjoys working on anything with a motor; cars, trucks, snowmobiles, etc. He and
Shelby also like to take their boat out wakeboarding, tubing or just to relax.

Someday Garrett and his wife would like to retire up north and live on a lake. Garrett Maurer

MONROE TEAM ATTENDS CROWN BOILER TRAINING

Joseph Scala

onroe’s Team joined key customers in attending

Crown Boiler Training at their Philadelphia
Headquarters September 25-27, 2017 for training on
Crown’s residential and commercial boiler lines. The
trip also included a visit to Crown’s warehouse, which
highlighted their inventory and ability to ship quickly
in cases of urgent customer need.

The group also took time for some fun, taking in a Phil-
lies game on September 26th and also visiting the his-
toric Independence Mall Area, the birthplace of our
Nation, with many historic sites including Independ-
ence Hall and the Liberty Bell. All of us at Monroe
look forward to a great relationship building the Crown
line and a long and strong partnership for many years
to come.

Crown is an established leader since 1958, with superi-
or products and support. They employ the latest tech-

nology for performance and safety, offering a wide
range of products to meet each customer’s individual
needs. Crown offers competitive pricing, attractive
warranties and optional extended coverage.

Monroe team members at Crown Boiler Training.
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To make room for the new 10:1 Raptor Boilers, Crown has made 5:1 Boiler inventory available at closeout pricing!
Monroe Equipment has put together “Bullet Proof” Installation Packages. Limited time offer, whiles supplies last!

See our website www.monroeequipment.com for more details!
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MILFORD HILLS MAGIC-PAK PRESENTATION

Joseph Scala

0ver 30 development professionals in a wide
range of disciplines gathered at Milford Hills
Hunt Club in Johnson Creek on August 10" for a
Monroe Equipment Magic-Pak product presentation
and discussion. Participants enjoyed lunch together
with the Monroe Team, a presentation and Q&A on
Magic-Pak, clay shooting and a social hour at one
of Wisconsin’s premier venues.

The presentation was facilitated by Joseph Scala,
with Matt Schneider adding key information regard-
ing Monroe’s pricing model and the benefit of his
experiences. Nationally-renowned trainer, Ken Jung,
covered many technical and service aspects; and
Andy Sorenson covered quotation, as well as ques-
tions concerning other product lines.

Magic-Pak is truly the foundation of multi-family
projects in Wisconsin, with a 40+ year reputation for
superior performance, and we are excited to bring
our 95% efficiency version to the marketplace. The
Monroe Team is made up of the finest professionals
handling this product line, with a wealth of
knowledge and experience.

If you would like to come to our Menomonee Falls
or Oshkosh locations to learn more about Magic-
Pak, please contact us. We are also glad to “bring
our show” to your facility.

SATURDAY HOURS

Matthew Schneider

Monroe team members with contractors at Milford
Hills Magic-Pak presentation.
Top Photo: Joseph Scala

Middle Photo: Kenneth Jung
Bottom Photo: Matthew Schneider

tarting in 2018, we will no longer automatically be open on Saturday mornings. Over the past decade,

with the influx of universal parts and the commoditizing of brands, we have seen the Saturday morning
traffic drop from a steady flow of contractors, to a trickle, to many Saturday mornings our people do not see a
single contractor. We will open on Saturday’s during inclement weather, where we determine our contractors
will definitely need us and will make those announcements via email and Facebook.

We will still have emergency opening abilities, with parts professionals on call during off hours, for a fee and
we have made the determination that we will begin waving emergency opening fees for all of our Monroe
Equipment Committed Partner dealers starting immediately. If you are not aware of the MECP pro-
gram, please ask your Territory Manager to explain the benefits and program concepts. Thanks for your un-

derstanding.
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Celebrating 100 Years of VIEEMANN
Save $500 per Vitrocrossal 300 Gas Boiler

Floor-standing gas condensing boiler from 19-199 MBH.

High efficiency of 95% AFUE on all models.

High temperature operation of up to 90°C (194°F).

MatriX dome gas burner with 5:1 turndown ratio to ensure high efficiency and extremely clean combustion.
Durable, reliable, and long service life with Inox-Crossal stainless steel heat exchanger and high mass design.

Multiple venting options and configurations with vent lengths up to 198 ft.

Vitrocrossal Regular Dealer SPECIAL
Viessmann Products Pricing Pricing Thru 12/31/17

CU3A266 $3,872.81 $3,372.81

CU3A267 $4,094.61 $3,594.61

CU3A268 $4,744.69 $4,244.69

CU3A269 $5,080.08 $4,580.08

September 15, 2017 to December 31, 2017. Subject to change without notice.

Upcoming Events

NOVEMBER 23, 2017 - Menomonee Falls & Oshkosh
CLOSED for Thanksgiving

NOVEMBER 24, 2017 - Menomonee Falls & Oshkosh
CLOSING at 12:00 p.m.

NOVEMBER 25, 2017 - Menomonee Falls & Oshkosh
CLOSED for Thanksgiving Weekend

DECEMBER 22, 2017 - Menomonee Falls & Oshkosh
CLOSING at 2:00 p.m.

DECEMBER 23 & 25, 2017 - Menomonee Falls & Oshkosh
CLOSED for Christmas

DECEMBER 29, 2017 - Menomonee Falls & Oshkosh
CLOSING at 2:00 p.m.

DEC. 30, 2017 - JAN. 1, 2018 - Menomonee Falls & Oshkosh
CLOSED for New Year’s
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