demanding
with
respect to the efficiency of our products. The size of our
equipment, the efficiency of the motors
and core recovery
rates will play a key
role in the success
of our products.
With respect to motors, we are currently
testing several devices and models of
devices equipped with DC or EC (electronically commuted) motors. In addition
to the fact that they are still costly, these
variable speed motors also offer
enhanced performance at low speed—a
major relative saving for this type of
equipment.
With respect to recovering energy, as a
result of our investment in the Innergy
Tech division, we are already a leader in
North America, positioned to offer the
best volume/performance ratio in the
industry. In this respect, for some time
now, we have been producing high-performance cores used namely in Europe
where the standard is to offer recovery
performance superior to 90%.
If you have energy efficiency projects, feel
free to contact us.
Gerry Gagnon
IAQ Product & Market Manager

Success Story you said?
Tell me about it!
mind a phone call from one of our loyal
IAN dealers. The homeowner was very
interested as he had heard the local IAN
dealer had a good reputation. At this
point, local Barrie, Ontario IAN dealer
Yanch Heating contacted the home owner
and provided a quotation for an HRV as
well as a complete Heating and A/C system. In the process, Yanch has met the
builder and is now able to assist the
builder in the other 8 or 10 custom homes
he builds every year.
It’s stories like this that make the program
worthwhile, please feel free to share any
IAN success stories with us, in turn, we will
share them with the entire IAN network
across North America, so we can all enjoy
the benefits of the IAN program.
Scott Stevens
Vice-President Wholesale Sales

As you approach the busy winter season
remember to take the right tools to every
sales call. Of course you need brochures,
quote forms, business cards, demonstration
tools and ample enthusiasm. There may be
other technical tools of the trade you find
useful like flashlights, inspection mirrors,
hand tools to access equipment and thermometers. In addition, let me suggest a few
tools to help your customers resolve air
quality problems they might not even know
they have.
The most important tool is your nose. On
every call you bring a “fresh” nose to the
customer’s home. While it might seem a tad
offensive to say “boy it sure stinks in here”,
you can be very helpful if you mention that
you detect a musty smell or a chemical
smell. You can say things like “I’m curious,
can you tell me you feel the need to use a
plug in air freshener?”. You will be surprised
by the conversations you will initiate by
gently reminding them of odours they may
have become used to.
Another important tool is a hygrometer.
Since relative humidity is such an important factor in comfort and air quality, you
need to help clients take control of it. But
first you need to measure it and thereby
focus their attention on it. Window condensation is often a great indicator of
high humidity levels but only during cold
weather and even then people often
assume it’s a window problem and not a
ventilation opportunity. Buy a good
hygrometer. Traditional sling psychrometers are excellent but a little fiddly
to use. There are inexpensive digital
hygrometers available at electronics
stores such as Radio Shack or The Source.
Your favorite wholesaler will also carry
more accurate and faster responding
hygrometers.
So as you head out for sales call this winter,
carrying a hygrometer and being keenly
aware of the smells you encounter will
help you help your customer improve
the air in their homes. Have a great winter
season!
Gord Cooke
Special Contributor
YELLOW

The
Indoor
Air
Network loyalty program has been an
overwhelming success right from the
start. The activities
in Drummondville
and Montreal were
exciting and informative; however we’ve
often wondered how a plant tour and a
great night out in Montreal translated into
tangible benefits for our members. A couple of weeks ago I asked our Venmar team
if they had any success stories that we
could show with the entire North
American IAN network. I received many
emails back of IAN successes and the one
I would like to share with you today is
below:
Through the Home Plans referral program, a Plans buyer from Midland,
Ontario was contacted by a Venmar sales
representative and asked what stage the
project was at, the home owner was pouring footings the following day. With some
more probing (good use of the sales training provided in Drummondville) our representative found out that he did not have a
Heating and Air-Conditioning contractor.
The home owner was asked if he would

Your nose: the most
important tool?

Good ventilation!
Jean Pothier

N O V E M B E R

Senior Technician and Trainer

I S S U E • 2 0 0 6

C A L E N D A R
Sept. 12th to Nov. 30th 2006

Visit Us Online!
www.venmar.ca
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Upcoming Newsletter

Certified Dealer
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« C’est super ! »

Dear members,
My topic is energy, energy consumption
and the implications for housing construction. As in the case of the Energy Crisis of
the 1970s, which led to the founding of our
company, we are now experiencing a new,
yet major, energy crisis that is forcing our
governments to implement energy conservation policies and programs.
No less than 30% of the energy produced
on earth is used for our residential and
commercial constructions. According to
Natural Resources Canada, oil (a resource
that is so volatile yet so critical for the
global economy) will be totally used up by
2070. In 2025, more than 100 years after
we started using oil, we will have consumed
50% of the world’s oil resources and oil
production will start to decline in 2038.
The speed at which China is integrating
into the global economy could accelerate
this decline.
Following the 1970 crisis, construction programs, codes and standards for sealing our
constructions were implemented. The
upcoming crisis will lead to the proliferation of energy conservation programs and
measures such as LEED (Leadership for
Energy and Environmental Design), Energy
Star Residential, NovoClimat, etc. It
should be noted that all of these programs
include sections intended to ensure the
quality of indoor air and ventilation.
If we consider the impacts of all this on
our industry, it is to be expected that
these programs will be increasingly
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In conclusion, a ventilation system
that receives proper maintenance
is a trouble-free system.

Energy: the key of the future

MAGENTA

Maintenance
and troubleshooting
As we all know, fall is here and
that means troubleshooting
season is just around the corner.
Personally, whenever I get the
chance to visit customers’
homes, I tell them about the
benefits of proper maintenance
and give them a checklist of
things they should do throughout
the year. Here is an example:
Regular maintenance should take
place every 3 months. In addition,
an annual maintenance should
be performed every fall.
Filters:
• Remove filters.
• Vacuum to remove most of
the dust.
• Wash with a mixture of warm
water and mild soap. Rinse
thoroughly. Shake filters to
remove excess water and
let dry.
Recovery module:
A- Polypropylene Core HRV
(Solo 1.5 / 2.0, Constructo 1.5 /
2.0, H.E 1.3 / 1.8 / 2.6)
• Remove the recovery core.
• Let it soak in a mixture of cold
or lukewarm water and mild
soap (dishwashing liquid).
• Rinse thoroughly.
• Shake the core to remove
excess water and let dry.
B- Thermal Wheel (Duo) (this
recovery module cannot be
washed with water)
• Disconnect the thermal wheel
wires.
• Remove the thermal wheel.
• Remove dust by using a vacuum
cleaner with a soft brush
attachment.
C- ERV core (Constructo ERV 1.0)
• Remove the recovery core.
• Remove dust by using a vacuum
cleaner with a soft brush
attachment.
Exterior hoods:
• Clean every 3 months or at
every change of season.
To prevent problems with your
unit, make sure that the registers are always open and free
of any obstruction.
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