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Be Patient, It’s Winter
I am pleased to have the
opportunity in the coming year
to write a few columns and, in this
one, I would like to talk a bit about
the defrost cycle. This cycle has
PRIORITY over all other functions. This means that you cannot operate the unit, change
modes or speeds, or balance it
without defrosting first. It is
important to remember that,
when the outside temperature is
below the freezing point, all units
(HRV and ERV) will always
automatically defrost once they
are plugged in and operation
begins. Defrost times will vary
according to the unit (for example,
10 minutes for the Constructo 1.0).
I suggest you follow these steps:
1) Plug the unit in.
2) Set the unit to minimum
speed. It will defrost a few
minutes later on high speed.
3) Wait 10 minutes. The unit
will return to low speed.
4) You can then verify all funtions
and balance the unit.
You’ll see, this 10 minutes of
patience will pay off.
Happy ventilation!
Jean Pothier
Senior Technician and Trainer

I am very excited about sharing these
few lines with you because they allow
me to confirm Venmar Ventilation’s
commitment to following up on the
meetings held at the end of 2005.
Indeed, we committed ourselves to
providing you with more effective
communications, a new level of marketing
support and new programs designed to
improve your market competitiveness.
For, beyond these meetings, which
were a great success, our common goal
is to mutually improve our business.
Sales of our new Constructo 1.0 product
are a testimony to our ability to once
again meet market needs in terms of
innovation. We are happy and grateful
for your interest and success over the
past few months. Several of you have
capitalized on the introduction of this
new product to increase your own sales.
Every day, we come closer to achieving
our objective – the success of our
mutual companies.

IAQ by
Gord Cook
IAQ Opportunities

Most of your customers don’t even
know that there are issues with their air
quality that can be solved by professional
HVAC contractors. It is absolutely critical
that when doing in-home sales visits
whether for service or sales, HVAC
personnel have their eyes and, most
importantly, their nose open to receive
clues of IAQ issues in a client’s home.
Start with the knowledge that all
houses, new or old, tight or loose, need
provisions for some amount of mechanical
ventilation. It is no longer possible for
natural air leakage / ventilation to provide
adequate air quality control in our
homes. We have added far more
pollutants to our homes – pets, plants,
plastics, computers, moisture and we
spend far more time indoors. When you
visit a customer’s home you bring a fresh
nose to help them uncover issues their
nose has become acclimatized to. If you
smell damp, musty odors help your
customers look for moisture problems
and resolve them with the assistance of
ventilation and dehumidification. If you
smell scented candles or air fresheners
help your customers discover the benefits
of removing odors via ventilation rather
than just masking them. Of course, there
are a wide array of odors you might
notice and then dozens of possible visual
clues of air quality problems you
will discover in many older homes as
soon as you are committed to the
overwhelming evidence that all houses
need provisions for at least some type of
mechanical ventilation.

Finally, and in line with our wishes and
continuous improvement process, our
marketing and R&D experts are already
at work developing new products that
will substantiate Venmar AVS’s leadership
in the field of air quality. I look forward
to unveiling these new products to you
in the very near future.

A Real Success!

Last September 2005, many Certified
Dealers flew to Montreal. Why? To take
part in the first Venmar AVS Certified
Dealer Meeting and meet the members
of Venmar’s dedicated team. The dealers
greatly appreciated the tour of our
facilities, and found the sales and product
training sessions particularly useful.
After a full day spent in Drummondville,
everyone attended a wonderful dinner
in Montreal. This enjoyable evening
allowed people to get to know each
other and forge relationships, as well as
reinforced a sense of belonging with
Venmar and its team members. Once
they returned home, all the participants
received a box containing a variety of

P R O F E S S I O N A L S

effective marketing and communication
tools, including stickers, a launch kit,
ball cap, and more. Combined to the
3-year exclusive warranty, we at Venmar
hope that all you dealers are currently
using these great tools, and are
confident that you will find them of
great help. Should you have specific
requirements concerning them, please
do not hesitate to contact your representative or distributor.
Since this event was such a success, we
intend to make it an annual event. The
meeting provided a great opportunity
to share “day-to-day” issues and
challenges, update product information
and get tips on increasing sales. We are
looking forward seeing you on May 11th !
Book now by returning your registration
form no later than March 14th. Should
you have any questions, please contact
your sales representative or distributor.

Gord Cook
Special Contributor
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March 23-25

May 11

July

Fall

Throughout the year

CMX Trade Show
Booth #1331

Dealer Meetings

Upcoming
Newsletter

Sales Training with
Félix Laventure

Home Plans Promo

exact dates to be confirmed

