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For IAQ, don’t ever think of an “$800 UV light” or a “$1200 filter” but
think of these more as an alternative to what not having them costs.
Costs such as doctors visits, missed work and school (14 million
absences a year according to the EPA), show how you can alleviate the
pain, inconvenience and cost to your customers. In this way, your
solution will prove far less costly.

Hello Friends,
Spring has sprung, and in
an enormous way here at
the Greater Cleveland
ACCA.
We are busier than ever
finding ways to keep our
industry and our members
up to speed on the latest
HVAC news.

Hopefully, you’re taking
advantage of the tax credits
for more energy efficient
equipment passed in the
recent stimulus package.
The credits (up to $1,500)
make this a better time
than ever to invest in
more energy efficient
equipment, but of course
your market won’t know
if you don’t tell them.
And if there is anything
else we can help you with,
just let us know…
That’s why we’re here!
Mike Aerni
2013 President

IAQ Sales Made Easy
By Adams Hudson

And it’s not like you’re reinventing the wheel here. The solutions
already exist:


Whole house humidifying/dehumidifying systems. Certain
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?



UV light purification. UV lights are able to break apart molecular
bonds and even kill viruses. In fact, UV lights are so effective that
the Centers for 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
Media Releases to a hungry features editor who’s sick of the same old
“Spring allergy” stories.
Just decide you want and deserve another stream of income, then go for
it. You can add dollars, customers and benefits to a very needy market.
They’d rather pay you for this anyway; all you have to do is effectively
market it. And isn’t that a breath of fresh air?
Adams Hudson is ACCA’s National Marketing Partner. You can request his free
marketing and sales ezine by emailing FreeACCAstuff@hudsonink.com.
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Simple Sales Strategies

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 special-programming 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.
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 are not – I repeat not – gadgets and
hardware. They are not a collection of tools. And, most certainly, they
are not at the “cheapest” price.
But be aware: not all contractors who are “good” at what they do are
successful. Only the ones who understand how to sell their goodness
are successful.
My favorite definition of selling is: A transfer of enthusiasm. You
cannot fake enthusiasm for long. True enthusiasm is its own reward.
People can feel it … and they want it.
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?

April 11, 2013
Breakfast Meeting

Knowing Your
Bottom Line!
How Understanding
the New 2013
Changes in the
Residential Code of
Ohio can affect your
bottom line.
Join us for an informal and
interactive panel
discussion with local Chief
Building Officials from
Lake County, Cuyahoga
County, and Lorain
County.
Thursday, April 11, 2013
7:45 a.m.
Holiday Inn
Independence
Congratulations!

ACCA
Greater Cleveland
would like to
congratulate our
ACCA Ohio Award
Winners!

Al DiLauro
Cleveland Air Comfort
2012 ACCA Ohio
Contractor of the Year
John Kennedy
Speedway
Supplier of the Year
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ACCA National Benefit Highlight

Custom Training
Contractors, distributors, manufacturers, ACCA chapters and other
organizations have the unique opportunity to work with ACCA to adapt
our training programs for your custom needs.
Classes that we frequently adapt and provide for our members include:
 Residential Design for Quality Installation
 Commercial Design for Quality Installation
 Educational Program in Instructor Certification (EPIC)
For more information, contact: training@acca.org or call 1-703-824-8861

The Art of Management

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 decision makers 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?

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 loop.

News Flash

CO Detector
Update
Please be aware of the
requirements in the 2013
Residential Code of
Ohio concerning carbon
monoxide detectors. You
may need to account for
this requirement as part of
your replacement
installations if they fall into
that criteria, most will.
Section 315
CARBON MONOXIDE
ALARMS
315.1 Carbon monoxide
alarms.
For new construction, an
approved carbon
monoxide alarm shall be
installed outside of each
separate sleeping area in
the immediate vicinity of
the bedrooms in dwelling
units within which fuelfired appliances are
installed and in dwelling
units that have attached
garages.
315.2 Where required.
Where work requiring a
permit occurs in existing
dwellings that have
attached garages or in
existing dwellings within
which fuel-fired appliances
exist, carbon monoxide
alarms shall be provided
in accordance with
Section 315.1.
315.3 Alarm
requirements.
Single station carbon
monoxide alarms shall be
listed as complying with
UL 2034 and shall be
installed in accordance
with this code and the
manufacturer's installation
instructions.
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News & Events


April 11 – How Will the New
Ohio Building Code Affect Your
Business



May 9 – The Affordability Care
Act Followup– for businesses
with under 50 employees



2013 ACCA Annual Golf
Outing
July 22 at the Rosemont
Country Club in Fairlawn

 2013 Heat & Plumb the
Country
September 14 at RSC in
Valley View

ACCA Greater Cleveland
P. O. Box 13223
Fairlawn, OH 44334
Phone: 330-671-2191
Fax: 330-752-2616
E-mail: accacleveland@gmail.com
Website: www.acca-cleve.net

Spring Has Sprung


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



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



Bundle your services to be perceived as highquality.

Thank You to Our
Sponsors
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ACCA Board of Directors
2013 Officers:

President –- Mike Aerni 216-889-8800
Vice Pres. – Don Van Horn 440-398-9415
Sec/Treasurer – Kris Guzik 216-676-9045
& Contractor Membership Representative
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
John Marshall 440-328-3050
Heat & Plumb the Country Chairs
Keith Raymond 440-244-5584 &
Brian Stack 888-850-9994
2013 ACCA Ohio Board Trustees

representing Greater Cleveland ACCA:
Al DiLauro, Cleveland Air Comfort
Keith Raymond, Raymond Heating &
Plumbing
Chapter Manager: Michael Mennett

Lennox Parts Plus
For all your parts

