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Special Points
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Sign-up Early for our New
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Sign-up your Foursome
Early!
Save the Date! - Monday,
July 23, 2012 @ 9 am!
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Membership Meeting!
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Federated’s new distracted driving safety
program, In the Blink
of an Eye, focuses on
the dangers associated
with America’s latest
epidemic, distracted
driving.
This continues to be a
public safety issue that
costs business owners
millions of dollars each
year. The program is
designed to help
business
owners
address the risk exposures distracted driving
can have on their companies, as well as help

reduce claims and the
related costs of
distracted driving by
setting high standards
for driving company
vehicles.
Please invite a prospective member to join
you for our breakfast
membership meeting
for free. Attend and
have an opportunity to
acquire one (1) CEU
credit.

THANK YOU SPONSORS

SAVE THE DATE!
ACCA
Annual Golf Outing
Monday, July 23, 2012
Rosemont Country Club
in Fairlawn
New Course, New
Sponsorship Opportunities, and New Prizes!
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The Secret to Your Success
The world is filled with unsolved mysteries. The search is still on for Jimmy
Hoffa, decades after he was last seen.
Strange happenings from centuries ago,
or just last year, fill specialprogramming television at the higher
end of the channels. And, chances are,
somewhere in your house you’ve
misplaced your keys, your glasses, the
remote … well, you get the idea.
Yes, there are lots of mysteries in the
world. But very few can trump the
mystery many contractors want solved
for their own lives: “How can I be
successful at what I do?”
It starts out so simple. After all, you’re
actually good at what you do. Since

you were a kid, you’ve known how to
fix things. You went in this business
because you have technical skills. All
you want to do is make the repair, get
your money and go.
You’re a whole lot better than your
competitor; that’s for sure. But you
also can’t help but notice that he is
making money while you are barely
breaking even. How could this be?
Maybe your competitor understands
that, above all sales strategies and
techniques, there is exactly one
concept that reigns supreme in the
golden halls of selling superstars… It’s
not the money. It’s the service.

Continued from above…

is its own reward. People can feel it…
and they want it.

But be aware: not all contractors who
are “good” at what they are successful.
Only the ones who understand how to sell
their goodness are successful.

You must market and sell with conviction, passion and excitement – all
qualities that set you apart from your
dead-head competition. If what you do
is basically the same as your
competition, how – except by pure
luck – do you expect to outsell them?

My favorite definition of selling is: A
transfer of enthusiasm. You cannot fake
enthusiasm for long. True enthusiasm

In other words, providing service is the
goal. Making money is the byproduct.
If that sounds too bizarre for you to
even consider, then you could be at
risk of missing the main seed of sales
success: we are called to serve.
As a contractor, you’re in a profession
that delivers the completed goal to customers, right in their homes. It is built, installed, serviced, or repaired for them
and their comfort. This is your product
and your service.
Your product and service is not – I
repeat not – gadgets and hardware. It
is not a collection of tools. And it is
most certainly not the “cheapest”
price.

Are You Using Your ComforTools?
ComforTools is a fantastic benefit for
ACCA members! They are a series of
brochures and collateral materials that you
and your technicians can use to educate
your customers and potentially “upsell”
various services and products. Each ComforTool covers a specific topic, free of
ja r g o n o r m an u f ac t ur er - s p e c i f i c
promotional material. The ACCA logo
shows that the info is from a non-profit

third party, which can quickly put consumers at ease.
ComforTools are designed in an attractive
black-and-white format, and can be
downloaded by our members in PDF format. Each ComforTool can be customized
with your company name and contact
information — right in Adobe Acrobat
Reader, with no additional software

necessary!
A few of the many ComforTools available
include: -- Why Is The Price Of R-22
Refrigerant So High?, -- The Wrong Replacement Filter Can Cost You Money, -What Is Formicary Corrosion & How Is It
Stopped?, -- You May Need More Outside
Air In Your Home, and -- What Testing &
Balancing (TAB) Is and Why it is Important.
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IAQ Sales Made Easy
By Adams Hudson
For IAQ, don’t ever think of an “$800
UV light” or “$1200 filter” but more as
an alternative to what not having these
costs. Such as doctors visits, missed
work and school (14 million absences a
year according to the EPA) – and show
how you can alleviate the pain,
inconvenience, and cost to them. In
this way, your solution is far less
costly.
And it’s not like you’re reinventing the
wheel here. The solutions already
exist:
Whole house humidifying/
dehumidifying systems. Certain

Spring Has Sprung

environments make it easier for germs,
bacteria, and viruses to proliferate.
Too moist and mold or mites pose a
problem. Too dry and the natural
mucus that protects against irritants
dries and becomes ineffective. Make
humidity checks part of your IAQ
screening process and help stop problems before they start.
Air filtration systems.
Systems exist that can effectively remove 99.97% of small particle pollutants. That means mold, pet dander,
and allergens are almost completely
eliminated and removed from the
home air supply. Think that’s
something an asthma or allergy sufferer might want to know is available?

ACCA Golf Outing

Use the two-step upsell approach from tuneup to maintenance agreement.

Cost: Golf, Continental Breakfast, Lunch, Dinner and Drink
Tickets for $105 per person or
$400 per Foursome!

Bundle your services to be perceived as highquality.

Treat Clients, Staff, and You!

This is a big month for IAQ – especially allergy related – so be ready for a push.

UV light purification.
UV
lights are able to break apart molecular
binds and even kill viruses. In fact, UV
lights are so effective that the Centers
of Disease Control (CDC)
recommends them in homeless
shelters to prevent the spread of
illnesses, including tuberculosis.
If positioned well, IAQ basically sells
itself. Include your IAQ message in
your newsletter, in your Spring
Tune-Up postcards (our PowerPack
ads include this as part of your
Tune-Up, driving value skyward) and in
Press Releases to a hungry features
editor who’s sick of the same old
“Spring allergy” stories.

Have a great day playing golf,
advertising your company, taking
care of clients, staff, yourself
while enjoying the weather, a
new golf course for ACCA, and
laughing with good company!
Registration @ 9:00 am
Shotgun Start @ 10:00 am

April’s President Message
Hello Friends,
Can you believe that it’s already April? Not
only does that mean Spring has officially
sprung, it also means that a third of 2012 is
almost over. It seems like time moves
faster and faster, and this year is no
exception.

When time is speeding by, it can be
easy to forget or to let small things in
your business slip through the cracks. But as
we all know, it’s the little details that can have
the greatest impact on the success – or failure
– of your business.

That’s why the Greater Cleveland ACCA tries to
stay on top of the issues you’re facing as an
HVACR contractor. There are many changes
and opportunities unique to our industry, and we
want to help you make the most of both. Let us
know what we can do for you!
Brian Stack
ACCA Greater Cleveland
2012 President
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How to Recruit and Keep Employees
Sure, you can offer a great product at a
great price, and support it with great
marketing. But unless you’ve got great
people working alongside you, your
business is going to have a difficult time
prospering. The question is: who are
you going to hire?
Every growing business understands
the need for additional help, as well as
the fear that the person hired won’t be
“right” for the job.
Your current staff knows job-seekers
and can tell you more about them than
an employment agency ever could. (Or
that you can legally ask!) So, how do

you get that valuable info? Try these
tips:
Offer a good reward. Pay a finder’s
fee for successful referrals – in cash,
time off, transportation upgrade or
other perk. An entry-level reward, of
course, would be less than for an upper-level manager.
Promote the program. Put it on the
bulletin board, by the water cooler,
email it weekly, remind everyone at
meetings.

Pay special attention to referrals.
This makes both parties feel special.
Fast track the process by cutting interview time and introducing decisionmakers sooner.
Look at old staff before hiring new
staff. Many times employers overlook
their own well versed staff and spend
wads on retaining a new person. Is the
perfect candidate already on board?

Save the Date!—ACCA Annual Joint Golf Outing
ACCA Joint Golf
Outing

New Sponsorship
Opportunities

Monday, July 23,
2012

& Registration
Forms

Rosemont Country
Club, Fairlawn

New Course

Rule Breaking 101
“Customers don’t care what you send, as
long as you stay in touch.”

FALSE: Quality in what you send is just as
important as how often you send it. Send
meaningful news. You get news of recalls,
updated warranties, product modifications or
you may have just purchased a new “super
tool,” but who do you tell? Include your customers, and they’ll include you in their buying

ACCA Benefit Highlight - HomeWords
Customer Retention
Customer Retention is dependent on regular, routine contact. All it takes is a
small, regular investment in a well-designed "Retention Marketing" program.
One of the most effective ways to communicate with your customers is
through the ACCA HomeWords newsletter program.
HomeWords is filled with informative, entertaining, and sales-building articles
that customers read and enjoy. It is "season specific" and contains specially
created “ads” for you to choose from, along with your company logos and
contact information. And it’s only available to ACCA Members. Visit
www.acca.org/members/homewords.

V O LU M E I I I S S U E I V
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ACCA Ohio Update
ACCA Benefit of the Month
Amerisearch Employee background checks are
becoming increasingly more important to protect your company. ACCA
Ohio has partnered with
Amerisearch Background Alliance to
provide you with secure and comprehensive screening services.
Quick, confidential and easy-to-use,
Amerisearch can help you save time
and money in costly hiring mistakes.

For more info and ACCA Member
rates
1. ACCURACY of information
contact Mike Brown at
800-569-6133 or
2. Q U I C K t u r n a r o u n d t i m e
mikeb@amerisearchbga.com
3. REAL customer service
4. EASY-TO-USE delivery system
systems
5. COMPETITIVE pricing

Lennox Parts
Plus
For all your parts

What does Amerisearch provide
ACCA members?

Help Support YOUR Specialty Contractor PAC
Specialty Contractors PAC- We
are working very hard to make
Residential licensing a reality this
year. Our bill is ready and our
lobbying team in Columbus has
spoken to several potential sponsors. We need to be engaged now
and begin working to educate elected
officials who believe in and support
residential licensing and what our
industries do.

A strong PAC representing the
HVACR and P-H-C industries is no
longer a luxury; it’s a necessity. In
today’s political climate we cannot
afford to be without a strong voice –
we need PAC contributions so
our voice is heard – the stronger
our voice, the more influence and
access we have.

Coming Events
April 12 – In the Blink of an Eye Distracted Driving
Federated Insurance

July 23 – ACCA Joint Golf Outing
with ACCA Akron/Canton at
Rosemont Country Club, Fairlawn

May 10 – Preventing Customer Problems
Rick Blank, Ferguson Heating and
Cooling

September 15 –
Heat & Plumb the Country

June, July, & August – No Meetings

ComfortU - Online Learning from
ACCA
www.acca.org/comfortu

We’ve made a contribution and we
hope you’ll join us. Any contribution –
$25, $50, $100 or more – makes a significant difference in our efforts.
Thank You.
Tom Tanner, ACCA Dayton
Mark Swepston, ACCA Ohio Past
President 1989-1990

ACCA Greater Cleveland Board of Directors
ACCA GR EATER CLEVELAN D

2012 Officers:
P. O. Box 13223
Fairlawn, OH 44334

President –- Brian Stack
Vice President – Mike Aerni
Sec/Treasurer – Kris Guzik

Phone: 330-671-2191
Fax: 330-752-2616
E-mail: accacleveland@gmail.com
Website: www.acca-cleve.net

888-850-9994
216-676-9045
216-676-9045

Board of Directors / Committee Chairs:

Associate Membership Co-Chair
Kurt Davis
330-463-1280
Golf Outing Co-Chair
Al DiLauro
440-232-1861
Associate Membership Representative
Open
Heat & Plumb the Country Chairs
Keith Raymond 440-244-5584
Don Van Horn 440-398-9415

ACCA Ohio Board Trustees
representing Greater Cleveland ACCA:
Kris Guzik, Energy Management Specialists
Keith Raymond, Raymond Heating & Plumbing
We’re on the Web!
www.acca-cleve.net

Chapter Manager: Michael Mennett

Thank You to our Associate Members
Aprilaire – Jim Blind
jab@aprilaire.com
Arzel Zoning Technology, Inc.
Colleen Weston 216-831-6068
colleen@arzelzoning.com

Honeywell – Jeff Holben
614-404-1196
Jeffrey.holben@honeywell.com
Kuno Creative – Chris Knipper
chris@kunocreative.com

Bitboyz – Jeff Dennis
216-539-9655
jeff@bitboyz.com

Lennox Industries - Dennis Kall
216-739-1100
dennis.kall@lennoxind.com

Famous Enterprises - Mike Scott
216-529-1010
mscott@famous-supply.com

Productive Air Duct Cleaning George Grozan
800-818-3398
info@4productive.com

Federated Insurance –
Rich Katsaras
330-314-3964
RMKatsaras@fedins.com
Ferguson Heating – Kurt Davis
kurt.davis@ferguson.com

Rapid Recovery – Rick Boettcher
216-927-9500
rboettcher@raprec.com
Refrigeration Sales Corp. –
Jack Tobik
216-525-8232
tobikj@refrigerationsales.com

Residential Energy Services
Co., LLC
George Trappe
440-835-5735
trappman@aol.com
Robertson Heating Supply –
Dale Hochevar
216-328-2979
dhochevar@rhs1.net
Webb Supply Co. –
Tony Valentino
216-289-7400
tony.valentino@webbsupply.com

