


Its much more than just adding bigger coils.

Energy effi  ciency is certainly a hot topic at the 
moment and will continue to be as energy prices 
continue to rise and we see the introduction of 
the Carbon Tax. For the air conditioning industry 
we are all working to produce higher EERs and 
Temperzone believes the balance between cost 
and effi  ciency can only be achieved by continual 
development of our own products.

Shane McBride from Temperzone commented, 
“Energy effi  ciency is not a hit and miss process. 
It’s an exact refrigeration engineering science. 
Temperzone understands building an energy 
effi  cient design is much more than just adding 
bigger coils!”

We are able to develop high effi  ciency equipment 
based on the following principles:

• Sound air conditioning engineering design 

Energy Effi  ciency at an Aff ordable Price

principles.

• Ensuring the optimum refrigeration system bal-
ance point is met.

• Evaporator and condenser coils are thermo-
dynamically balanced across a wide range of 
operating conditions.

• Individual components are selected at the re-
quired duty points not just at nominal operat-
ing conditions and then placed into a balanced 
system.

• Specifi cally designed and circuited evaporator 
and condenser coils, sized to ensure the opti-
mum system operating pressures so as not to 
artifi cially increase the electrical input.

• Ensuring the correct refrigerant distribution 
and velocity with the system.



Energy effi  ciency is a balancing act. By just 
increasing coil surface area, as many others 
do, you reach a point where the system simply 
becomes fi nancially, physically and 
thermodynamically impractical.

Temperzone’s approach has always been to 

balance improved effi  ciency with aff ordability. So 
with many of our units the base model is already 
well above the EER of our competitors, with a 
range of options that increase the energy effi  cien-
cy and functionality even further.

A good example is our new 70kW Rooftop Package Unit. 

Its standard specifi cations are listed below. In this 
confi guration it is already the most energy effi  cient 
70kW Package Units on the market.

Options: Plug Fan, which raises the EER to 3.25, 
DiGital Scroll Compressor providing 10% to 100% 
capacity control, Modbus, Bacnet, Lonworks con-
trol interface, Economy cycle and 32 Handing 
confi gurations. Please note for a full list of options 

please refer to downloadable specifi cation sheet 
click here or visit www.temperzone.biz

Temperzone is the Australian market leader in 
developing and manufacturing energy effi  cient 
rooftop package units. Our future direction is to 
maintain the development of Aff ordable Energy 
Effi  cient equipment across our entire product 
range.



This has been the voice mail message for Peter 
Boxall, Sales Engineer from Queensland for a 
couple years.  But the message will have to change 
shortly as Peter is retiring at the end of the month.
During his 37 years in the air conditioning industry 
Peter has held a number of senior positions for rep-
utable brands in the industry culminating with the 
last 2 years at Temperzone. Wayne Cormack, fellow 
Queensland Sales Engineer describes Peter as the 
‘ultimate gentleman’. Wayne was kind enough to 
interview Peter for Temperzone News.

Peter fi rst ventured into the air movement industry 
in April 1974 when a chance arose to join Email’s 
MPD (motor products division) as State Sales Man-
ager. Email was a great Australian company in the 
day with a vast number of diff erent divisions. When 
he transferred to Email’s ACD (air conditioning 
division) the rest, as they say, was history – Peter 
found his niche, prospered and became State Sales 
Manager. Peter stayed at Email for 25 years before 
a 4 year stint at Carrier, 6 years at IACS and, saving 
the best for last, 2 years at Temperzone.
Peter recalled that the fi rst air conditioner he ever 
sold was a “Kelvinator box window rattler that we 
put into the Errol Stewarts Acacia Ridge Store (Kel-
vinator was owned by Email Ltd back then). Things 
have certainly changed since then.”

“Temperzone’s strategic alliance with Hitachi is 
defi nitely one of the key changes I have seen 
during my time in the industry. It enhances and 
compliments the Temperzone range, which is pre-
sented to contractors and the industry alike.  An-
other aspect worth mentioning is how Temperzone 
engineering is continually improving its products 
for energy effi  cient solutions for the Australian 
market, it is really crucial.”

As soon as he started, Peter said he realized that 
Temperzone cared about its employees and he 
could feel that in the culture within the company. 
“It puts the company in good stead for the future 
and I consider them to be industry leaders that are 
in it for the long haul. There is a mutual respect 
within the industry for Temperzone products and 
the brand attracts a positive draw.”

When Wayne asked what the biggest asset Peter 
has learned or acquired over his 35+ years in the 

The Money or the Box?

industry, Peter answered easily “Friendships. 
Developing friendships within the air conditioning 
fraternity. While the fraternity is small and people 
move from company to company, you are able 
to build relationships over long periods of time. I 
would like to say thank you to the contractors and 
consultants who have helped me over the years, 
who have supported me and the companies I 
worked with. Over the years I have really come to 
realize that it’s not what you know, it’s who you 
know, but the what is still very important.”

In terms of the future of the industry, Peter said 
that “Temperzone will always be there as a major 
Australian/NZ manufacturer for many years to 
come, with continual and reliable products being 
available.  I see Temperzone as market leaders with 
very competitive pricing in all areas.”

And in terms of his own future? Peter fi rst plans 
to spend a couple months with his wife Sandra in 
Dubai, enjoying Christmas with family.  And after 
that relaxing and enjoying life while exploring his 
handyman exploits with his family and large clien-
tele of neighbors!!

Queensland Branch Manager, Shane McBride said, 
“It’s amazing, Peter Boxall had the confi dence in 
me some 15 years ago and gave me my fi rst ever 
job in air conditioning sales as a trainee sales engi-
neer and taught me a lot of what I know now, years 
later we at Temperzone have had the confi dence 
in Peter Boxall to fi nish his outstanding career and 
valuable contribution to the Queensland HVAC 
Industry with Temperzone.

Thank you does not seem to be enough to say … 
what else can you say. Thanks Pete, we all wish you 
the best for the future.



It is not unusual for companies to ask their 
customers to complete surveys asking questions 
about their customer service. That’s nothing new. 
But rarely do you hear of a company who has not 
only listened to the feedback but put in place a 
series of major changes as a result. That is exactly 
what Temperzone Limited in New Zealand has 
done. In direct response to the feedback they 
received from customers, they have made some 
very major changes to the way they interact with 
customers and created a strong Customer Service 
Department.

The feedback Temperzone received was 
customers wanted to do business with 
Temperzone, there was high confi dence in the 
product range but they also expressed the desire 
for a more collaborative relationship and to better 
understand customers’ needs. Fairly confronting 
stuff , but instead of fi ling the information and just 
continuing on, the management met the feedback 
head on and developed a plan.

One of the fi rst things they did was hire Joanne 
Iles as a Customer Service Manager.  Her role is 
to specifi cally manage the service delivery of the 
Temperzone Customer Service Department. When 
Temperzone News recently spoke to Joanne, her 
passion and commitment to improving the cus-
tomer service was very evident. Jo came on board 
earlier this year in February and Jo and her team 
have already had a very big impact.

According to Jo, “It’s no longer just about the sales, 
the aftersales support is also very important. So 

we wanted to make sure our customers could get 
through to us and get a solution to any issue 
quickly. To be able to do this, we have increased 
our number of Technical Services Engineers by 
50%. These guys have a total combined 
experience of over 40 years in the industry and 
they understand the issues that our customers 
come up against. As well as having the technical 
knowledge, they also understand the pressures 
our customers are facing trying to get units up and 
running quickly. We totally understand that our 
performance has a direct eff ect on our customer’s 
performance”.

“We have also moved one of the Technical Services 
Engineers to our One Stop Shop, which is our retail 
outlet here at the head offi  ce. It is a place where 
customers can come to collect the spare parts or 
equipment they need.  We wanted to provide our 
customers with really accessible technical support. 
If any customers coming in have questions, he can 
help them right away.”

And the customers are happy. Several have 
commented that it is ‘Great to have someone here 
who can help, who understands the products.’

“Another recent initiative is the cross skilling all the 
Technical Services Engineers so they can all answer 
questions about any of our products and 
manufacturers.  This will enable them to help the 
customers when they ring in, because that’s when 
they need the assistance. The Technical Services 
Engineers handle on average 2,500 calls per month 
which works out to 125 calls a day! And the One 

Temperzone New Zealand Really Listens To 

Its Customers



Stop Shop handles on average 1,700 calls per 
month which works out to another 85 calls a day, 
plus customers coming in the front door.”

The initial customer feedback also highlighted the 
fact that the Warranty process was a bit of a 
struggle. A core focus for Jo and the management 
was to change the process and make it easier for 
customers to work with and more timely.
So with all these changes in place, what is the 
feedback from their customers saying now? 
According to Jo, “we have had some really positive 

feedback since we have made the changes. We are 
being seen by our customers to be more willing 
to talk about the issues and allocate the required 
resources to achieve a rapid resolution. The 
Customer Service Dept has really allowed 
Temperzone the opportunity to have a greater 
focus on our Customers.”

“One of the goals is to get resolution for 
customers in a timely manner. It is really important 
for our customers to have things sorted quickly so 
they can get on with their business.”



Releasing a product as sophisticated as VRF into 
the Australian market takes much more than just 
ordering the product range and sorting out a 
price list. We have spent the last 12 months work-
ing hard on several levels to ensure we can off er a 
great VRF product range that you can confi dently 
choose and install in any size project.

To be confi dent about choosing a VRF brand 

you need to know the product is of the highest 

quality, the selection software is up to scratch, 

the product support is there from specifi cation 

through to warranty, and that there is a full range 

of stock and spare parts available nationally.

Temperzone ticks all the boxes!

We are confi dent it’s time for you to try 

Hitachi VRF from Temperzone.

Hitachi – A global player in VRF:

Hitachi is a major corporation with a powerful net-
work that spans the globe. Hitachi has been manu-
facturing premium quality VRF equipment for over 
20 years and is a major VRF supplier around the 
world. Hitachi has a signifi cant share of the Japa-
nese VRF market. Hitachi manufactures VRF units 
in Japan, China, Spain and Brazil. The Australian 
market is supplied from a plant in Shimazu, Japan 

that manufacturers thousands of units each year.
Temperzone carries the 3rd generation Hitachi Set 
Free VRF which was launched in Japan less than 12 
months ago.

Selection Application:

Temperzone, in partnership with Hitachi, have 
developed an online selection application specifi -
cally for the Australia/NZ market. The sophisticated 



selection application has been developed from 
scratch in Australia and provides a comprehensive 
basis to select and confi gure VRF systems of any 
size. The selection application is web based to al-
low for continuous product updates and eliminates 
the need to update software from a CD or down-
load.

The selection application is currently available 
through the Temperzone Sales team. If you have 
a VRF project that you would like to run through 
the application, speak to your Temperzone rep and 
they will be able to model your project and pro-
duce a full report in either word or excel formats.

Training:

Before Temperzone released the VRF product to 
the wider market, we undertook extensive training 
of Sales, Service, Support and Warranty staff  with 
the new product range. This process saw Temper-
zone staff  spending time in Japan to train at their 
facilities as well as Hitachi Technical staff  coming 

from Japan to run training programs locally.

Stock and Spare Parts:

Temperzone has established a comprehensive in-
ventory of both VRF product as well as spare parts 
which is available through our national warehouse 
and supply network. We have brought in the entire 
product range of 40 indoor units and modular 
condenser units from 8 HP to 54HP, all with appro-
priate spare parts to match. Product is available in 
a day or two and spare parts are available next day 
anywhere in Australia

It’s the Temperzone way of doing business:

Temperzone has built its business and reputation 
on quality product, quality people and quality 
service. That’s why we have taken nearly 12 months 
to develop the VRF product off ering for the Austral-
ian market. We have ticked all the boxes and can 
confi dently say it’s time for you to try Hitachi VRF.



Ever walked past an old Temperzone unit purr-
ing away that was built when Muldoon and Fraser 
were PM’s and thought…they don’t make em like 
that anymore? Truth is nowadays the technology is 
far superior to that of old. The issue could be to do 
with setup and understanding of the refrigeration 
cycle, particularly when it comes to superheat.
This article is to help technicians to better under-
stand what superheat is and how simple it is to 
check, but most importantly, to understand its 
purpose.

Checking superheat is as easy as adjusting super-
heat which should be done on all refrigeration 
systems.

Why is correct superheat so important?

The compressors lifespan!! If the superheat is set 
right then there is no reason why the compressor 
won’t run for twenty or more years.
If it’s not set right and is fl ooding or starving exces-
sively, then expect as little as a year or two before 
failure. 

The compressor needs the correct amount of 
returning refrigerant to keep its motor windings at 
the correct temperature and most importantly its 
oil at an optimum.

High Superheat: (starving)

In this scenario, the compressor will get too hot 
causing its sump oil to overheat, slowly break 
down and lose its viscosity (lubricating eff ect). 
If you don’t have the correct lubricating eff ect, the 
compressor bearing will wear and eventually seize.

Low Superheat (fl ooding)

In this scenario, there is too much refrigerant com-
ing back. Some say that these new scroll compres-
sors can withstand liquid fl ooding which they can, 
but it’s the oil that can’t.
What happens is the sump oil becomes diluted 
with the refrigerant and loses its viscosity (lubricat-
ing eff ect).

If you don’t have the correct lubricating eff ect,  the 
compressor bearing will wear and eventually seize.

Understanding Superheat



Points to note:

1: Bearing failure often gets reported as a winding 
failure because the resulting locked rotors high 
current draw can cause the winding to short out. 
Its not until the compressor is cut open for inspec-
tion that you realize the seized bearing caused the 
winding to blow.

2: Superheat should be checked after the compres-
sor has run continually for at least ten minutes to 
allow the system refrigerant and oil to settle.

3: The indoor units return air temperature and air-
fl ow should be as close to normal operating condi-
tions as possible as well as the outdoor ambient.

Setting superheat

There is an article on this topic that you can view 
on our website www.temperzone.biz 
If you haven’t been onto this site before there is a 
wealth of information available once you have reg-
istered by simply fi lling out your email address etc.
For superheat click on “Technical” then “Application 
Notices” and then scroll down to “02/02”.

Checking and Setting Superheat

It is preferred to set superheat in cooling cycle 
when the indoor return air temperature is just 
above set point e.g 23ºc plus or minus a couple of 
degrees. But sometimes this is not possible due to 
the variable temperatures and conditions during 
the winter months. So you may have no choice but 
to set the superheat during a heat cycle (Make sure 
you revisit the system again in early summer to 
re-check).

The target superheat temperature is generally 3ºc 
to 6ºc (4ºc to 6ºc for EEV’s)

1: Fit your LP gauge to the common suction line 
port situated between the compressor and the 
reversing valve.

2: Convert this Low Pressure to temperature us-
ing a pressure/temperature conversion chart or 
the relevant refrigerant temperature scale on your 
manifold gauge.

3: Measure the same pipes external temperature 
with an “accurate” digital thermometer.

4: Subtract the converted pressures temperature 
away from the pipe surface temperature and that’s 
the superheat.

Example 1: If the R410A units low pressure was 
110psi (755kpa) and the suction pipe temperature 
was 12ºc then: 
110psi (755kpa) converted to temperature is 2ºc so 
we then subtract 2 from the 12º pipe temperature 
which results in a superheat of 10ºc. Indicating in 
this case it’s a little high and requires lowering.

Example 2: If the R22 units low pressure was 55psi 
(380kpa) and the suction pipe temperature was 4ºc 
then: 
55psi (380kpa) converted to temperature is -1ºc 
so the diff erence between this -1 and the 4º pipe 
temperature is a superheat of 5ºc. Indicating in this 
case it is OK.

Adjusting superheat

TX Valve

Wind the valve stem OUT to increase or wind it IN 
to decrease, then wait approx ten minutes for it to 
settle before rechecking.

Accurators

ADD refrigerant to increase or remove refrigerant 
to decrease then wait approx ten minutes for the 
system to settle before rechecking.

EEV 

Electronic expansion valves can only be 
adjusted by changing their internal program pa-
rameters which are usually factory set and chances 
are the problem is lack of system refrigerant or a 
fault elsewhere. 
There are many infl uences associated with super-
heat like evaporator airfl ow, evaporator return & 
supply air temperatures and condensing tempera-
ture. So if you’re unsure, don’t hesitate to contact 
your Technical Service Engineers.

Compressor Discharge pipe temperature (hot 

gas)

The compressor discharge pipe temperature is in 
direct relationship to the superheat. A ball park fi g-
ure that I have found (cross reference only) is that 



this temperature on a scroll compressor is usually 
60ºc to mid 70’s when the superheat is acceptable 
and the operating conditions are normal.
As a crude rule of thumb, you will fi nd that if the 
discharge pipe is cool enough to hold your hand 
on then you can almost guarantee that the refrig-
erant is fl ooding back (0ºc superheat). If it’s too hot 
to touch then its superheat is probably too high 
(starving).

You should be able to touch the compressor dis-
charge pipe for about half a second before the heat 
is unbearable. Next time you set the superheat, 
measure the discharge temperature and after a few 
settings you should see a pattern emerge.

Before closing I have a tip on another subject that 
could save you a lot of time: When you’re about to 
start the process of changing a single phase com-
pressor that has been diagnosed to have a locked 
rotor, change the capacitor and give it another try!
You’ll be surprised how many compressors miracu-
lously burst back into life.

One of the great things about learning is that you 
never stop, so if you’re not quite sure about any-
thing written above or have any questions then 
contact your Technical Service Engineers at 
Temperzone where we’ll be only to happy to help 
you out.



We have increased the Effi  ciency not the Price!

Temperzone is launching a new range of high 
effi  ciency Hitachi Wall Splits from mid December 
2011. There are new models available in 2.4kW, 
3.5kW, 5kW, 6kW, 7kW and 8kW which will replace 
the entire current product range.

The new units have higher EER and COP’s 
compared to their predecessors and all now have 
an H2 rating. We are able to provide AEER and 
ACOP ratings for all units.

As with our previous Splits they have Nano Titani-
um air purifying fi lters and stainless steel pre fi lters 
are available for all models and are standard on the 
5kW and above range. All units have anti corrosion 
treatment on the outdoor unit and units 5kw and 
above have PAM controls as standard.

New Hitachi Wall Splits

The working ambient range for the 5-8kw products 
has been increased from 43 degrees to 46 degrees. 
All models have demand response capability.
The specifi cations for each unit are included in the 
table below.

The new range of Hitachi wall splits combine 

high effi  ciency with excellent built quality, 

making them excellent value for money.

For more information on specifi cations availability 
and pricing contact your Temperzone rep.



The fi nalists of the inaugural Auckland Central 
Business Awards were announced 10 November at 
a glittering black tie Gala Dinner at the Langham 
Hotel. These awards were arranged by the Auck-
land Chamber of Commerce. Temperzone Ltd was 
the winner of the ‘Excellence in Exporting’ Award. 
There were three other worthy fi nalists. This award 
is great recognition for the 55 years Temperzone 
has lead the local industry and supported the local 
economy by exporting large quantities of its air 
conditioners.

According to Les Kendall, Governing Director and 
CEO Temperzone Group, “We put our success down 
to consistent export performance and growth over 

Temperzone New Zealand Wins 

Business Award

many decades. Despite tough economic conditions 
in recent years, the company has consolidated and 
strengthened its international position, and now 
exports to more than 16 countries. While other 
companies have withdrawn, from Australasia, 
we’ve stayed and been able to increase our market 
share. The export award is a confi rmation for man-
agement and staff  that we’re on the right track.”
To be confi dent about choosing a VRF brand you 
need to know the product is of the highest quality, 
the selection software is up to scratch, the prod-
uct support is there from specifi cation through to 
warranty, and that there is a full range of stock and 
spare parts available nationally.


