OLLSCOIL TEICNEOLAIOCHTA
BHAILE ATHA CLIATH

R Building Services Engineering
Volume 17 | Issue 12 Article 1

10-1-1978

Irish H & V News

Follow this and additional works at: https://arrow.tudublin.ie/bsn

Cf Part of the Civil Engineering Commons, Construction Engineering Commons, and the Construction

Engineering and Management Commons

Recommended Citation

(1978) "Irish H & V News," Building Services Engineering: Vol. 17: Iss. 12, Article 1.
doi:10.21427/D7HM7Q

Available at: https://arrow.tudublin.ie/bsn/vol17/iss12/1

This Article is brought to you for free and open access by
the Journals at ARROW@TU Dublin. It has been accepted
for inclusion in Building Services Engineering by an
authorized administrator of ARROW@TU Dublin. For more
information, please contact arrow.admin@tudublin.ie,
aisling.coyne@tudublin.ie.

OLLSCOIL TEICNEOLAIOCHTA
BHAILE ATHA CLIATH

This wors licensed under a Creative Commons D U B L I N

TECHNOLOGICAL

Attribution-Noncommercial-Share Alike 4.0 License CRIVERSITY DUBLIN







Building Se




HEVAC - WHERE CUSTOMER

CONCERN
COMES

FIRST

From planning the construction of jumbo jet
hangers, organising an air line operation in
Nigeria as Catering Manger of Aer Lingus
and Managing Director of a successful
computer company, John A. Hoey sits into
the chair of Chief Executive at HEVAC Ltd
with a world wide experience both in
commercial and the engineering environ-
ments.

It was earlier this year that John was
appointed by HEVAC to take over the
company with a view to revitalising it for the
changing technology of the eighties, a task
he welcomes as a challenge. Because of his
history of challenges, which involved many
diverse roles, HEVAC can be confident that
by the eighties not only will John and his
team succeed, but their customers will know
that they are dealing with a company that
rates customer concern as their number one
priority.

The immediate effect that HEVAC cus-
tomers will observe is the major restruc-
turing that is taking place within the
company in relation to their marketing and
servicing policies. To this end John has set
about the establishment of a permanent base
for HEVAC in the Munster area with the
acquisition of new premises in Cork city and
the appointment of new personnel.

MUCH NEEDED SERVICE

The explanation for this move, according
to John, is that he sees HEVAC as the largest
supplier of equipment to the domestic, in-
dustrial heating and air conditioning trade in
Ireland. “We have a very wide range of pro-
ducts in each division,” he says, “‘and now
we have the opportunity, particularly with
the steady growth of the Irish market, to
expand and provide a better and much

John A. Hoey, B.E.,, MB.A., C.Eng., M1 Mech. E.

Chief Executive, Hevac Lid.
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“The need to ensure the proper service for all customers, whether

they be merchants or contractors, who come to Hevac is always
uppermost in the company’s mind"’

needed service to the Irish industry.”

It is this need to create a better service
for the Irish market as a whole that made
John realise the company was too Dublin
based. “You just cannot sell from your
Dublin office,” he explains, “you must go
into the field if you really want to provide
a first class service to your customers and
that will be our policy between now and
1980.

In addition to establishing themselves in
the Munster area with their base in Cork,
HEVAC have already appointed new sales
representatives and are in the course of
appointing two new engineers for the Cork
and Limerick areas. This together with the
creation of a stores facility in Cork will
ensure a faster delivery service.

SALES DIVISION

HEVAC recognise that with such a wide
range of internationally acknowledged
products available to their customers, the
strengthening of their sales division was
needed to give the company a more effective
sales coverage. “We believe that our
economy is going to expand and stabilise,
therefore we must be ready to service that
economy .

It is this belief in the future of the
country’s economy that has encouraged

Majella Flaherty, Switchboard and Receptionist.
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HEVAC to bring about within their sales
division a new approach to coping with
various sections of their product ranges.
They have recognised how difficult it is
for one person to deal effectively with
both the domestic and industrial sides
of the business. “Therefore™ John explains
“we have faced up to this situation and
accepted that there are in fact two separate
markets — domestic and industrial -
and re-organised our sales representatives
accordingly”.

OVERLAP

While this might mean in simple terms
that the representatives will deal only with
their own section of the market, John
points out that they will in fact work
and overlap as necessary to provide the
proper service to the customer, “while
they are departmentalised they will not
be compartmentalised” he says.

HEVAC are confident that they have
the best possible range of products
available on the market today. All the
products are recognised within their own
countries and most of them enjoy a major
share of their respective markets. HEVAC
intend to ensure that the same criteria will
apply here in Ireland.

This policy of diversification by HEVAC
shows  their perception of modern
market trends. By dealing in such a wide
range of products from domestic boilers,
steam boilers, chimney stacks, packaged air
cooler units for computer rooms, chillers,
coolers and water towers for industry, they
are thus ensuring themselves against any
fluctuation in any particular market. “In
other words,” as John says, “all our eggs
are not in one basket.”

UNDER ONE ROOF

The need to ensure the proper service for
all customers, whether they be merchants or
contractors who come to HEVAC, is always
uppermost in the company’s mind. John
says, “‘we want our customers to know that
when they deal with HEVAC we will ensure
as far as possible that all their requirements
will be met by our staff and to this end we
are constantly on the lookout for other
products to fill any gaps that are in the
market. In short we hope that all their needs
will be under the one roof.”

As proof of HEVAC’s intentions they
have just recently acquired the Nu-Way
Benson space heaters to fill what they con-
sider a major gap in their product range.
Another important addition has been the
acquisition of Denco-Miller who specialise
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Pat Conroy, Company Aecountant.
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Ken Keating, Assistant Accountant.
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Introducing

TimeController

The new plug-in timeswitch from Smiths Industries that
your customers will find dozens of ways to use every day.

An intensive research programme has
ensured that TimeController has all the
features'people want:

Plugs-in direct. Compact, modern
styling. White, to complement home decor.
Numerous on/off programmes for maximum
flexibility. Operates almost any electrical
appliance.

TimeController is the most advanced
plug-in time-switch on the market. It has
already achieved big sales across Europe
and looks set for a great U.K. success with
the Smiths Industries reputation behind it.

Take this opportunity to increase your
TimeController is a quality product with outstanding timeswitch sales and profits; order today
packaging designed to make an impact at the point-of-sale. from your usual wholesaler or contact us for
further details.

SMITHS INDUSTRIES

All Enquiries to:—

Hevac Limited

Heating Ventilating and Air Conditioning

TIME CONTROLS

Smiths industries Time Controls, Waterloo Road, London NW2 7UR
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THE INGH THAT PUTS US
MILES AHEAD OF CONVENTIONAL *
GHIMNEYS.

Between the two stainless factory-maar nneys inthe world,
steel walls of a Selkirk chimney is an we nalurally have a range to match.
inch of insulation. ; , Butwe als; navethe advantage

Butits no ordinary insulation. of our ownin-house design teamto

lts equivalentto17°0f brick. make sure you get the right chimney

Thats what makes a Selkirk { inthe right place.
chimney so much more efficientthan So,whatever you need to know
an ordinary chimney. | INn chimney terms, just post the )

It means that the inner wall wil coupon below,
heat up in seconds. Creating an even, ~ Becauseits one subjecton
natural draught that gets the most which were miles ahead of most

out of the fuel. people.
Efficient combustion alsfo e _ STy v
means t‘ﬂcm'% less chance of soot :
| Potine e
lEv’Lﬂl itdoes. the smooth = pon.
inner surface will give the soot little ' J B Hevac Limited
nope of depositing itself.) ' B e P T340 e, 857 G Mo

The insulation helps prevent condensation | === — s T
formin g 0o ADDR
Condensation that can rot conventional
steel or brick chimneys. __{H&VN 20/10.

~ And,asfall that wasn'tenough, Selkirk
chimney and gas vent sections simply lock SELKIRK METALBESTOS
together with an 1/8th turn.

Making installation extremely quick and Chimneys stacked
easy. with advantages.

And, being the largest manufacturer of

htips:/Harrow tudyblinde/asmivel4/issA2/1
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in a range of computer room air condi-
tioning.

MEETING DEMAND

HEVAC will also be introducing a wide
range of fittings, valves, gauges, etc, to the
domestic market and they are confident that
this continual researching for new products
will enable them to meet future expansion
to the obvious benefit for all their cus-
tomers.

Yet, despite all this restructing, John is
quick to point out that unless you have the
right personnel many of your best efforts
will be wasted. In this aspect though, John
has no fears, he is confident that the blend
between long serving members and the addi-
tion of new members of the staff has
brought to HEVAC the right blend of ex-
perience, technical knowledge and above all
a new enthusiasm which he stresses is more
important than the individual items of
equipment.

RECIPE FOR SUCCESS

- HEVAC intend to be effective in the

rious geographical areas already men-
tioned and will constantly be updating their
plans with regard to product ranges. “We
have the very best of products,” John says,
“we will be very competitive price wise in
some items and a little more expensive in
others. But if we continue to combine good
products, reasonable prices, effective dedi-
cated service to our customers from the
salesmen, administration staff, stores, tech-
nical people, dispatch and after sales service,
then I am happy that we have the right
recipe for success. My job is to ensure that
we get it.”

Lynda Doyne and Mary O 'Meara, members of the
] typing pool.
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All Domestic

Requirements Housed
Under One Roof

As well as being the oldest department with-
in the company, Hevac’s Domestic Division
is also the largest and throughout the years
has developed an unrivalled reputation for
confidence, good personal customer relation-
ships and the most important criteria of all
for their success, the assurance for always

being known to give a fair deal.

Merchants and contractors are assured
that all their requirements in the domestic
range are housed under the one roof at
Hevac. The company recognises that the
domestic side of the business can be the
most demanding and no efforts are spared to

Gordon McCabe, Domestic Division Manager.
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