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By Don Van Horn
Hello Friends,
Can you believe that it’s
already May? We’re in
the last stretch of Spring
and already Summer is
just around the corner.
Here
at
Greater
Cleveland ACCA it’s
been a busy season,
and we hope the same
can be said for your
business.

After all, when you’re
pushing add-on services,
tune-ups, IAQ, and
maintenance
agreements, it can be
hard to find a spare
moment in the day!
Plus, the great thing
about ACCA is that your
membership provides you
with the tools you need
to stay a step ahead of
the competition.
So, if there’s anything
we can do to help here
at Greater Cleveland
ACCA let us know!

Sincerely,

Don

Breakfast Meeting 7:45 a.m.
Holiday Inn Rockside Road Independence, OH

Proper and Effective
Risk Management Practices:
What can you do to keep your business out of
court, government off your back, and your name
out of the paper
Haz Com with the government and the FEPN with the
court and the newspapers.
Speakers:

Richard Katsaras
Patrick Woods
Federated Insurance

Please invite your Techs to join us at our meetings
for only $10.
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.

Don Van Horn
2014 President
©2012

Hudson, Ink Corp.
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ACCA National News

Senate Committee Approves Bill Extending
Expired Tax Breaks for Small Businesses
On April 3, the Senate Finance Committee approved by voice vote a
bill that would reinstate a long list of tax breaks for small businesses
and individuals that expired at the end of last year. Included in the
broad package are provisions that let HVACR contractors expense or
write off small business investments, allow homeowners to offset the
costs of installing higher efficiency furnaces, air conditioners, heat
pumps, or hot water appliances, and help commercial building
owners justify making energy saving improvements to their lighting,
envelope, or HVACR systems. Under the Expiring Provisions
Improvement Reform and Efficiency (EXPIRE) Act, more than 50
expired tax provisions would be extended retroactively from January
1, 2014, through the end of the end of 2015.
Of particular interest to HVACR contractors are the:
Extension of the Section 25C residential energy efficiency tax
credit that allows an eligible taxpayer to qualify for up to $500 in tax
credits for installing a variety of energy savings retrofit measures,
including higher efficiency central air conditioners, heat pumps,
furnaces, and hot water heaters. Installting other retrofit measures,
including new windows and doors, insulation, and roofing materials,
also qualify for the tax credit.
Extension of Section 179D, the Commercial Building Tax Credit,
that allows an eligible building owner to claim a tax deduction of
$1.80 per square foot for making improvements to a building’s
envelop, lighting, or HVAC systems if they result in 50% energy
savings in comparison to a reference building, which meets the
minimum requirements of ASHRAE/IESNA 90.1-2001. As part of the
extension, the extenders package updates the efficiency standards
so that in 2015 qualifying buildings are determined relative to the
ASHRAE/IENSA 90.1-2007 standard.
Extension of expanded Section 179 expensing allowance and
bonus depreciation that incentive investment in tangible property
like vehicles, computer equipment and software, office furniture, and
office equipment. The next step for the EXPIRE Act would be the
Senate floor for debate and approval, but more behind the scenes
work on the bill must occur first. Proponents of a few controversial
extender provisions that were not included in the EXPIRE Act are
working for further changes in the bill.
The House begins its work next week when the Ways and Means
Committee holds a hearing on tax reform. At this pace it could be
months before an extenders package makes it to President Obama’s
desk for approval.

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 jobseekers 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 entrylevel 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?
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ACCA Ohio News
The New ACCA ... is Your ACCA! Have you checked
out the brand new ACCA web site? The new ACCA web
site features a brand new Member Service Center that
includes an easy-to-navigate collection of incredible
resources.
Everything at the new Member Service Center is designed
to offer practical tips and guidance that will help
contractors operate more profitable businesses.
One of the many new resources included is access to
hundreds of hours of online video training that used to cost
contractors an additional $1,200 a year -- it is now
included with ACCA membership at no additional cost! Be
sure to visit www.acca.org today!
_________________________________________________

ACCA Greater Cleveland
would like to invite you, your employees,
and your customers to our

2014 ACCA / PHCC Annual Golf Outing

Monday, July 22, 2013
Rosemont County Club
Fairlawn, OH
Sponsorship Opportunities!



Hole Exclusivity Sponsorships Available - Limited
Hole Sponsorships Available

Show Me The Logo!

Show Me The Logo! Do your customers know what ACCA
is? How about your competitors?
How Do They Know if You Don’t Tell Them? Do your
customers know when they see the ACCA logo they’re
choosing a member of the Air Conditioning Contractors of
America - a professional? Be proud of your membership and
display the ACCA logo! Need a logo? Send an email to
mary@accohio.org

News Flash
.Contractor

Comfort Index 73
in March;
Up 8 from 2013
The March Contractor
Comfort
Index
(CCI)
shows that contractors'
positive outlook on shortterm growth is holding
steady at the end of the
first quarter of 2014.
ACCA began measuring
contractor
attitudes
toward
short-term
economic growth with the
CCI in February 2010.
For March 2014, the CCI
is 73. The CCI also
shows that contractors
are continuing to feel
better about short-term
growth than they were 12
months earlier when the
CCI
was
65.
The CCI is calculated
based on a survey of the
association's contractor
members, who are asked
how positive they feel
about
new
business
prospects,
existing
business activity, and
expected
staffing
decisions in the shortterm future. Weighted
and averaged into one
number, a CCI of 50 or
above reflects anticipated
growth.
The CCI is released prior
to the start of each
month; the next index
number will be released
during the last week of
April.
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Upcoming Events

Thursday, May 8 – Proper and
Effective Risk Management Practices
with Federated Insurance
Monday, July 21 – Annual Golf Outing
at the Rosemont Country Club in
Fairlawn
Saturday, September 13 – Annual
Heat & Plumb the Country Event – this
year we will focus on our veterans
Wednesday, September 24 – ACCA
National or State Speaker at the
Famous Expo at Landerhaven from
4:00 to 6:00 pm
Thursday, October 9 – Home Energy
Audits – The In’s and Out’s – Panel
Discussion
Wednesday, November 12 – Joint
Dinner Meeting on Current Building
Code Topics – ACCA, PHCC, Building
Officials
Thursday, December 11 – Hiring the
Right Salesperson with Tom Sully

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

Thank You to Our
Sponsors
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ACCA News

ACCA Ohio Installs New 2014-15
Board of Directors
ACCA Ohio has announced the installation of its 2014-15 Board of
Directors and Officers.
The board was installed this week at the 2014 ACCA/PHCC Ohio
Convention and Expo in Columbus, Ohio. The new officers officially took
their positions at Friday's Annual Installation Banquet.
Last year's President, Ed Reid of Bartels Heating & Cooling of Hamilton,
OH, handed the leadership role over to President-Elect Jeff Reed of
Custom Air Conditioning and Heating Company, Gahanna, OH. Reed
will serve a one-year term.
"2014 was another great year from start to finish and Ed's leadership
helped ACCA Ohio stay ahead in the ever-changing environment that
small businesses must work in," says Rocco Fana, Jr., executive
director of ACCA Ohio. "Jeff Reed brings his own unique energy and
outlook to continue the association down the path that has been set.
ACCA members can be confident that we are prepared for another
productive and successful year regardless of what the next 12 months
have in store."
Serving alongside Reed on the Executive Committee are Directors
and Officers: Brain Stack, Stack Heating & Cooling, Avon, OH,
President-Elect; Kris Guzik, Energy Management Systems,
Cleveland, OH, Vice President; and Reid will serve this year as
Immediate Past President/Treasurer.
Directors on the Board, not serving on the Executive Committee are:
Frank Alexander, Aire-Flo Corp, Columbus, OH; Mark Swepston, Atlas
Butler, Columbus, OH; Bill Duecker, Airtron Heating & A/C, Columbus,
OH; Deborah Ratcliff, Ratcliff’s Heat & Air, Hebron, OH; Joe Gertz,
Willis Heating & Air Conditioning, Cincinnati, OH; Josh Hauser, Hauser
Heating & Air Conditioning, West Chester, OH; Al DiLauro, Cleveland
Air Comfort, Cleveland, OH; Mike Aerni, Conserv-Air, Cleveland,
OH; Paul Broerman, Choice Comfort Services, Troy, OH; Tom Tanner,
Tanner Heating & A/C, Dayton, OH; Bobby Thompson, Kish Heating &
Cooling, Painesville, OH; and Bruce Beckwith, Beckwith Heating &
Cooling, Akron, OH.
ACCA Ohio also thanked those members who have completed
their service on the Board of Directors this year: Roger Gundlach,
Gundlach Sheet Metal Works, Sandusky, Ohio; and Keith
Raymond, Raymond Plumbing and Heating, Lorain, Ohio.

Mark your calendar for next year's annual
conference, scheduled for March 25-27, 2015, at
the Embassy Suites in Independence, Ohio.

Congratulations
to Cindy Griffin,
Refrigeration Sales
Corporation, for winning
the ACCA Ohio Supplier
of the Year Award
We want to say THANK YOU to
Cindy and RSC for making our
Heat & Plumb the Country
Community Service Event a
Success!

Welcome our Two
Newest Associate
Members:
Angela Long with Conservation
Services Group – Working with
the Columbia Gas Program
Terry Kretch with Kretch and
Associates – Engineering Firm

“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.
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ACCA Ohio State News

ACCA Benefit of the Month
NEW MEMBER BENEFIT
WorldPay Credit Card Processing
Before recommending WorldPay to you,
ACCA Ohio made the decision to use
WorldPay and we are now accepting
credit cards (We’ve also switched the
Convention credit card processor to
WorldPay and we will see at least a 30%
savings!). Our Senior Account Rep Perry
Pokrandt made the transition seamless
and extremely easy. Perry has never
failed to return a call or email and usually
does so within an hour of contact. He has
shown the utmost in customer service in
every capacity possible. We encourage
you to have your credit card statements
reviewed with Perry to see how much you
can save. Contact Perry today to see how
much you can save on your bottom line.
715-410-8167
/
perry.pokrandt@worldpay.us

Everybody Gets One in 2014!
If you know a company that would
benefit from joining ACCA, please send
them our way. Help ACCA grow stronger
by building a membership of quality
companies like yours.

Stop Unlicensed Activity in
Ohio
We’ve teamed up with the Ohio
Department of Commerce and OCILB
Training& PR Manager Carol Ross to
stop unlicensed activity. Have a
complaint or need to report unlicensed
activity?
Call Carol direct at 614-644-3495 to file
your complaint.

What’s the Best HVAC Sales Personality?
If you hire the wrong type of salesperson, you’ll have poor
results. In one year, a $1m HVAC retail business can easily
have 300-500 leads (depending on replacement to service
mix).
The “wrong” type salesperson who is closing 25% instead
of 35%, is costing you 30-50 jobs a year! That’s $120,000$200,000 a year… on 10 measly percentage points in
closing ratio.
Choose salespeople wisely and match their skills to the job
and their customers. The “match rate” shown is their
acceptance and trust level by customers in our industry.
1)
The hard “Closer” has only a 34% “match” rate with
customers in our business. Why? Because installations
require more time, more thought, more understanding than
the closer can muster. He also irritates as many as he
sells.
2)
The “Consultant” does much better. He takes his
time, and listens intently. He takes no risks scaring
prospects into a decision. However, he’s pretty slow. His
match rate is 64%. The only reason it’s not higher is that
his professional air can occasionally be regarded as stiff,
and not terribly relaxing for homeowners.
3)
The “Display” seller does poorly. Why? His stand
back and “there it is” approach or his over-description of
technical function wears poorly on prospects. They trust his
initial knowledge, yet waver at giving up thousands of
dollars for vaguely described benefits. Just 10% “match”
with customers.
4)
The “Relationship” salesperson does the best in this
industry. His style is to understand and relate to the
customer. Trust building, credibility earning discourse is
their specialty. The pressure is low, but the trust is usually
so high that the customer tends to exert his own buy
signals because they “feel” comfortable. Additionally, a
long time purchase like cooling and heating must be
tended to by a trustable, consistent, reliable type. Their
match rate is an astounding 72%.

See how your current sales staff rates. If you identify any
salespeople as “non-relationship”, make immediate plans
for training toward that goal.
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ACCA Board of Directors
2014 Officers:

President – Don Van Horn 440-398-9415
Vice Pres. – Josh Bulloch 440-934-9265
Sec/Treasurer – Kris Guzik 216-676-9045
& Contractor Membership Representative
Board of Directors / Committee Chairs:

Associate Membership Co-Chair
Scott Kinsman 330-463-1280
Golf Outing Co-Chair
Mike Aerni 216-889-8800
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
2014 ACCA Ohio Board Trustees

- Representing Greater Cleveland ACCA:
Al DiLauro, Cleveland Air Comfort
Mike Aerni, Conserv-Air Heating & Cooling
Chapter Manager: Michael Mennett

Heating Up


Capitalize on the warm weather
for pre-season replacement
offers and last minute tune-ups.
Let your customers know that
you’ll take care of their home
comfort now – and they can
enjoy the rest of the summer.



You can also take advantage of
World Asthma Day in May to
showcase your IAQ expertise.
Don’t miss the chance to pick up
publicity by offering free IAQ
testing around this day.

Lennox Parts Plus
For all your parts

