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By Frank Hammes, President of IQAir
 

While most of the air purifier 
industry is obsessed with 
churning out products 

that maximize profits and hit mass 
market retail price points, IQAir has 
never followed that path. IQAir leads 
because our passion is to make the 
very best air quality products that 
give customers what they really want 
and need – the cleanest, healthiest 
air possible.
 When my father and his brother 
introduced the world’s first air clean-
ing system nearly 50 years ago, they 
pioneered a new industry and a new 
idea – that people could improve their 
health by improving their indoor 
environment. Since the EPA estimates 
we all spend about 90% of our lives 
indoors, the idea of breathing health-

The World’s Best Air Purifiers Just 
Became The Quietest
� With the introduction of the New Edition™ Series – IQAir makes the most significant 
update to its line of room air purifiers…ever.

ier air indoors is as significant as 
penicillin – one of the greatest health 
advances of the 
20th Century.  
 When IQAir 
introduced its 
HealthPro Plus 
nearly 14 years 
ago, it set a new 
standard in pro-
viding clean air. 
It was the first true high-performance 
air purifier available to consumers. 
IQAir’s HyperHEPA technology was 
developed for the most critical medical 
applications. The HealthPro Plus was 
the first air purifier to help provide the 
kind of relief allergy and asthma su!er-
ers were looking for. But now we look 
toward the 21st Century and challenge 
ourselves to improve on an industry 
we are so proud to have founded. IQAir 

has met that challenge with the intro-
duction of the dramatically improved 
New Edition. IQAir sets a new stand-
ard, not only in how well we clean the 
air, but also how quietly we do it.

 Why do I 
point out the 
quietness of the 
New Edition 
Series as such a 
significant aspect 
of our product 
improvement? It’s 
because that has 

always been one of the greatest chal-
lenges of the air purifier industry – to 
not just clean the air but to do so quietly. 
Your customers want clean, healthy air 
without disrupting their environment 
with noise. In fact, this point is so im-
portant it almost derailed the air purifier 
industry with the “silent” air purifier 
fiasco. Brands such as Ionic Breeze spent 
tens of millions of dollars to sell your 
customers on “silent” air purifiers, but 
these heavily marketed products had 
one problem – they did virtually nothing 
to e!ectively clean the air. 
 Now IQAir has changed the game. 
The New Edition Series is such a sig-
nificant improvement over the original 
IQAir line that we had to amend the 
name. That says a lot about an air 
cleaner that already was recognized 
as #1 by product reviewers, health 
and environmental experts, and most 
importantly – your customers them-
selves. The New Edition Series o!ers 
your customers a triple play of perfor-
mance advances and better value than 
ever before: lots more clean air, lower 
maintenance costs – and lower noise!
 But just what kind of improvements 
are we talking about? For example, the 

{      }IQAir HealthPro Plus New Edition Facts  

The New Edition takes what many consider the gold standard in air purification and makes 
it even more e!ective, lowers maintenance costs and makes it quieter. continued on following page >>
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IQAir HealthPro Plus New Edition now 
produces an average of 15% more clean 
air across all fan speeds. This means 
that your customers now are able to 
breathe even cleaner air. Air cleaning 
is a constant process. The faster an air 
purifier cleans the air, the cleaner your 
indoor environment will be. We’ve also 
increased filter life by over 20% for the 
pre-filter and HyperHEPA filter. This 
considerably lowers maintenance costs 
for your customers. And we’ve lowered 
perceived sound levels by an average 
of 32%. This means that your customers 
can now have the quietest high-perfor-
mance air purifier in the world. 
 How have we done all of this? 
Well, let me first say how we have not 
achieved it.
 We have not achieved it by reduc-
ing the e"ciency of our filters or by 
replacing them with synthetic fake 
HEPA filters.
 We have not added an ionizer like  
many so-called “premium” air puri-
fiers do in order to cheat the Clean Air 
Delivery Rate (CADR) test. Ionization 
does not clean the indoor environ-
ment. It is a cheap trick used to fool 
product testers that use the CADR 
test. Ionizers charge particles and 
make them stick to surfaces. These 
surfaces can be anything from the 
walls in rooms to furniture – or worse, 
your customers’ lungs.
 We have also not increased our 
quietness by sacrificing long-term fil-

ter e"ciency. Some of our competitors 
who claim quiet HEPA performance 
regularly lose more than 50% of their 
filtration e"ciency in a very short 
time. This is often as little as a few 
weeks or a couple months. The IQAir 
HealthPro Series never has and never 
will drop filter e"ciency even after 
10,000 hours of continuous use. The 
New Edition stays true to that promise. 
The only reason filters ever need to be 
changed in our system is to maintain 
the highest level of airflow. 
 The bottom line for our deal-
ers is that even after years of use the 
New Edition, like the original IQAir 
line, will give you the famous ZERO 
particle count in the clean air stream 
entering a typical indoor environment, 
showing that virtually no particles 
escape our HyperHEPA filter when 
tested with a laser particle counter. Try 
this with any other brand of air puri-
fiers and you will see why IQAir is the 
most trusted name in air cleaning.
 Well, how are we now able to 
produce so much more clean air and be 
even quieter? We have achieved it by 
going back to the two basic parts of an 
air purifier that are responsible for how 
well it cleans the air and the noise that 
it creates in doing so: its filters and its 
fan. By redesigning our pre-filters and 
HyperHEPA filters and combining them 
with a first-of-a-kind aerodynamically 
optimized fan, we are now able to filter 
more air with fewer filter changes and 
less noise than ever thought possible.

 At IQAir, the filters inside our air 
cleaning system are an endless obses-
sion for us. While most other air puri-
fier companies outsource filter manu-
facturing, we’ve always taken pride in 
our filter craftsmanship. What others 
consider a manufacturing headache, 
we have always seen as essential know 
how. This allowed us to make nearly 
100 subtle improvements over the 
years. But with the New Edition filters 
we have switched to an entirely new 
manufacturing level. We’ve replaced 
the hot-melt glue spacers used in most 
conventional HEPA filters with an inert 
polypropylene used in most drinking 
water bottle caps. This completely elim-
inates the characteristic HEPA odor 
experienced by many users of HEPA 
air purifiers. And by improving further 
on the filter pleating design, we were 
able to increase loading capacity by on 
average more than 20%. This translates 
into higher airflow while increasing 
filter life – and this higher e"ciency 
also saves your customers money by 
lowering filter replacement costs.
 And then there is the new fan. 
While other manufacturers have over 
the years started to combine less 
dense filters with less powerful fans, 
IQAir believes residential consum-
ers need professional level strength 
air purification. Allergy and asthma 
su!erers need maximum air cleaning 
power for maximum relief. The New 
Edition features the most powerful 

<< continued from previous page

continued on page 16 >>

The New Edition air purifiers contain completely 
redesigned particle filters that eliminate the typi-
cal HEPA-filter smell, allow for more airflow and 
last longer.

The New Edition features a new three dimensionally 
optimized fan that converts more energy into air move-

ment instead of noise.
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Hardly a week goes by that an 
independent floor care dealer is 
not called upon or visited by a 

company that wants to sell them some-
thing. Perhaps it’s a security system for 
the showroom, new communications 
equipment, or liability insurance. The 
list seems endless. But for one 
reason or another, many dealers 
shy away from turning the table 
around and pursuing business 
with other businesses. 
 Although consumer sales 
have long been the main focus 
of the floor care industry, 
there are profits to be made 
in commercial sales. After all, every 
building — residential and commer-
cial — needs cleaning; and business 
owners and facility managers need 
cleaning equipment. Here are four 
strategies that may help you cultivate 
your commercial sales opportunities. 
 1. Develop an outside sales capa-
bility. To win commercial business you 
must call on commercial customers. 
BEAM dealers succeed at this year 
in and year out by adapting the skills 
they developed selling to home build-
ers to calling on other commercial 
customers. A-TECH in Des Moines, 
IA, o!ers a great example. Their 
outside sales team not only helps 
them maintain market leadership in 
new home installations, they also sell 
central vacuums to hair salons, veteri-
nary clinics, restaurant franchises and 
professional o"ce buildings. 
 2. Focus on your product o!ering. 
Commercial businesses want branded 
products known for their reliability 
and durability. One reason independ-

Spread Your Wings With 
Commercial Business
By Renee Kaiser
Electrolux Home Care Products

ReneeKaiser

ent floor care retailers are successful is 
their products are well known for their 
performance and durability. For exam-
ple, the Sanitaire Professional prod-
ucts carried by many of our dealers are 
in high demand because they are built 
to withstand the heavy, day-to-day 
demands of commercial cleaning. 
 3. Stress your service capabili-
ties. As reliable and durable as your 
products are, they will need repair 

and/or service from time to 
time. Consider o!ering your 
customers a service contract 
that assures the products are 
inspected regularly, and that 
belts, brush rolls, bulbs, bags 
and filters are replaced in a  
timely manner. You might 
also consider having “loaner” 

equipment available for your commer-
cial customers.
 4. Take advantage of your manu-
facturer’s expertise. Your Electrolux 
sales representative can help you put 
together sales strategies and selling 
tools to pursue commercial business. 
Take advantage of that expertise to 
help you get started.
 Building a successful commercial 
business strategy can be challenging, 
but it also can be highly rewarding. 
It’s a customer category that o!ers the 
potential for high-margin, high dollar 
sales, and reliable, repeat business. 
 Working with businesses also 
can help you leverage and grow your 
consumer sales by showing that your 
products meet the reliability and 
cleaning performance requirements of 
the most demanding settings. �

Renee Kaiser is National Field Sales Di-
rector for Electrolux Small Appliances. 
A veteran of the home care products 
industry, she makes her home in Florida.   

Company Milestones
1963: The Hammes family introduces first residential  
 air filtration system for coal ovens.
1971: IQAir adapts revolutionary filter for hospitals  
 and other critical environments. 
1982: IQAir creates world’s first universal cabin air  
 filter for automobiles.
1998: IQAir introduces HealthPro Series, the world’s  
 first line of high-performance air purifiers.
1999: Launch of world’s first handheld IAQ particle  
 counter (ParticleScan Pro).
2003: World’s first independant HEPA certification of  
 room air purifier filter assembly according to  
 the European cleanroom filter standard EN 1822.
2003: IQAir selected by the Hong Kong Hospital  
 Authority as the only portable air purifier suitable 
 to contain the SARS virus for their over hundred 
 hospitals, health care centers and clinics.
2004: IQAir honored by the American Lung Associa- 
 tion for creating “The World’s Cleanest  Home” 
 on the popular ABC reality TV series “Extreme  
 Makeover: Home Edition.”
2005: Study finds IQAir air purifiers reduce hospital 
 MRSA contamination.
2008: IQAir selected by US Olympic Committee to 
 provide air filtration for Beijing training facility 
 and Olympic Village living quarters. Team USA 
 wins 110 medals, the highest medal count the 
 US ever earned at a non-boycotted Olympics.
2010:  Major hospital study finds IQAir HealthPro 
 Series e!ective in the prevention of invasive 
 aspergillosis, a major killer in hospitals.
2012: Launch of the IQAir HealthPro Series New  
 Edition and GC Series New Edition.

fan ever used in a residential room air 
purifier. And that power translates into 
even better air cleaning results. The 
new three dimensionally optimized 
design now uses state-of-the-art aero-
dynamics to convert energy into more 
air and less noise.
 More clean air, longer filter life and 
less noise: We worked very hard on the 
New Edition and we think you, your 
sta! and your customers will be de-
lighted. Give us a call today to order a 
sample for your showroom at a special 
Authorized Dealer discount.  �
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