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Hello Friends,

Can you believe the
holiday season is about
to rain down in full
force? It seems like just
yesterday, we here
at the Greater Cleveland
ACCA were offering
you the tools to stay
sane during the summer.
Each year, it seems like
time goes by faster and
faster – and hopefully
you’ve got plenty of
profits to show for it. If,
h o w e v e r , yo u f i n d
yourself struggling like
many contractors across
the country, Greater
Cleveland ACCA is here
to help you with that,
too.
Whether it’s marketing
tools to bring in more
leads, training to ensure
your business is at the
top of its game or even
just a little friendl y
understanding, we are
here to do whatever we
can to help you succeed.
So give us a call.
Brian Stack
2012 President

Marketing

Differentiate Yourself This Holiday Season
By Adams Hudson
‘Blending In’ may be fine for cake mix, but it’s terrible for your
marketing. Why? Because you’re spending money to be different, unique
or to stand out from the crowd. All of the institutional and manufacturer
supplied ads start looking the same, and customers can’t distinguish one
from another. This adds to cost while reducing the lead count. Instead, be
bold during the Holidays with your unique edge. And do it for less. Here’s
how…
•
Sales Letters (in a Direct Response format) should be sent out
prior to December 10. Rebate and deferred payment offers work well
during this season. Do not send any sales offers between December 10
and January 12 or you’re wasting money.

•
Low-Cost Holiday Cards can do all of the above and can be sent
from Thanksgiving to New Year’s. Send to your entire database, but do
not use a sales message or the effect is ruined. These are the #1 Customer
Retention pieces during the holidays. Spending $1-$2 each is a poor
investment return if you’ve got thousands of customers. Check out more
free Holiday Card marketing tips at www.hudsonink.com.
•
New Year’s Calendars can be a good idea, but limit them to only
the top purchasing customers in your database. Customers get many
calendars each year, so only the most attractive will make it to the wall,
which means only the costliest. Be careful here.
•
Red and green streamer tape in 2” width can visibly distinguish
your service vehicles from Thanksgiving forward. For less than $4 per
vehicle, you can be a standout in traffic. The tech with the best decorated
truck should get a little gift from Santa.
•
Your “on-hold” message should reflect the season and mood. Have
separate messages for Thanksgiving, Christmas and New Year’s. You
must speak to customers in the language of the season. This costs you zip.
•
Use bags of red and green ‘Kisses’ to give to all customers during
the Holidays. For about 4 cents a customer, you bring a smile and greater
reception to your message.
Not many contractors will make these small, nearly free changes. But, the
ones who do will ‘stand apart’ from their competition. And they’ll be the
ones who are remembered and referred over the rest. Isn’t this what your
marketing should do anyway?
Adams Hudson is ACCA’s National Marketing Partner.
©2012

Hudson, Ink Corp.
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Simple Sales Strategies

The Simple Task of Selling
Many people perceive selling as simply a task of persuading someone
to buy something. Yet if it were that simple, everyone would be a
success, right? The truth is, the “sales” business has an overall failure
rate of 95%. That means that almost everyone who goes into sales,
fails and gets out. I don’t say that to discourage you, but to prepare
you to be in that other 5%.
In the case of HVAC sales, your customer doesn’t come to you and
browse through the shelves of your warehouse. You have to bring
your “store” to them.
You must present your business’ solutions through carefully designed
techniques. In most cases, as you know, the customer does not know
what he or she needs. This is critically important. You are there to
provide the answers and the value. And it can all be done through the
three essential steps of a strong presentation:




Fully discuss the features, advantages and benefits of your product.
Demonstrate its usage – how it works, how to take care of it.
Explain your value or selling proposition. What’s in it for your
customer? What risk are you willing to take from them? How is
the value raised beyond the price?

The sales presentation is the time when the salesperson uncovers and
satisfies the needs of a single buyer to the mutual, long-term benefit of
both the consumer and the HVAC contractor. But, like I said, there’s a
LOT of opportunity for failure in any sales business. So please, for
your sake, be aware of some trouble spots to avoid:


Don’t assume you know what your prospects want to buy before
they tell you. Your prospects don’t want to be cornered into a sale,
and if you come off as the All Knowing Dictator of Contracting,
you’re not going to get nearly as many sales as you could.



Don’t forget to qualify prospects. If you’re not asking early on
about their interest in financing, you’re wasting productive time. If
you’re not asking when they plan to move, but have worked them
up a super system with a 20-year warranty, you’ll be refiguring (or
losing) the deal. Qualify wisely.



Don’t assume the prospect trusts you without earning it. You’ve
got to prove yourself, and handling objections is a great way to do it.
Answer frankly, accurately and confidently in plain English.

Your business team must fight for its business through good selling
techniques. Selling is the process of effectively presenting the value of
your products and services to a potential customer. It is about
influencing and persuading. It offers a relationship. And it’s an
opportunity to build trust.

November 8, 2012
Breakfast Meeting
The Developing
Nature of the
Affordable Care Act –
1 CEU
Our Group Health
Seminar will address
concerns regarding the
developing nature of
ACA (Affordable Care
Act) rules and
regulations and how
they will affect our
business owners. When
shopping for group
health, we will also go
over why Health
Savings Accounts
(HSA's) and Defined
Reimbursement
Program's (DRP's)
should be considered in
your decision making
process. In addition we
will have a refresher
course on HIPAA
compliancy.

THANK YOU!
ACCA Greater
Cleveland would like to
again say thank you to
all of the Techs, Member
Companies, and
Volunteers that
participated in another
successful Heat &
Plumb the Country on
Saturday, September
15th.
We hope you can join
us in 2013!
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ACCA Ohio Benefit Highlight
ACCA Ohio Benefit of the Month – Teaming Up For Progress
The Teaming Up For Progress program takes ACCA contractor members
with less than five years of experience, and pairs them with non-competing
contractors with more than five years of experience. The program gives
contractors a chance to learn, one-on-one, from contractors who have built
their business and know how to succeed. It will also give contractors an
opportunity to learn about ACCA Ohio and how they will benefit from their
membership.

The Art of Management

There’s No “I” in “Team”
A strong team goes a long way toward a strong business. Remember
the old adage, “A house divided against itself cannot stand”? Well,
the same thing goes for your contracting company. You have to pull
together as a team or you’ll all fail. Here are some tips for uniting
your workplace:

News Flash
ACCA National
Chapter Discount
Rate Available
-- Your chapter code is:
2013GrCleve.
-- Receive the lowest possible
registration for the best
experience for HVACR
contractors.

-- Your code will only work until
December 1 - after that, the
code will expire and everyone
will pay full price.
-- To receive the discount,
contractors must register online
at www.accaconference.com
by December 1 or call Vickie at
703-824-8856 to register by
phone with the code.

1.
Have clear goals. And express them clearly. If your
employees don’t have a measurable goal in sight, then they’re just
forging – hopefully ahead – blindly. With clear goals, employees
begin at the same place and understand where they’re going.

_____________________

2.
Provide training. The world – and the contracting industry –
is constantly changing. That means that even the most experienced
members of your team need training to stay at the top of their game.
Remember, training isn’t a cost; it’s an investment in having the best
business possible.

Both Public and Private
employers participating in the
group rating or group
retrospective rating program
that have had a claim in their
green year or year prior are
required to complete two hours
of safety training and provide
proof. The employer may be
disqualified from future group
participation if they do not fulfill
the two hour training
requirement. Companies have
from now until June 30, 2013 to
complete the training

3.
Loosen the reins. That means giving employees the power to
make decisions. When you’ve invested in loyal employees, trust goes
a long way toward making their job – and yours – a lot easier. Let
them know that they don’t have to run to you with every little
question; some decisions are theirs to make.
4.
Meet regularly. We’re not talking about office group therapy
here. But
scheduled
meetings cement the team. It’s a time for
Rule
Breaking
101
everyone
to
come
together
andbusiness.”
evaluate the business as a whole.
“A slow economy means slow
Plus, you’ll get valuable information and insight that only comes
FALSE
: No
matterprovided
the state by
of athe
economy,
people still need heating
from the
security
group
dynamic.
and air conditioning; they still need IAQ options to help them breathe a
little easier. The question is, do they need them from you? Make sure
they do by using relationships to build sales.

BWC Two-Hour Safety
Training Requirement

You’ll also be able to meet
the 2-Hour training
requirement at the
PHCC/ACCA Ohio
Convention
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News & Events



November 8, 2012
ACCA Breakfast Meeting
Topic: Healthcare



December 13, 2012
ACCA Breakfast Meeting
Managing Workers’
Compensation Claims



January 10, 2012
ACCA Breakfast Meeting
HVAC Industry Update
with Mike Weil



Spring Calendar will be
available in the December
newsletter

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

Final Stretch


Deferments, monthly payments and trade-in
campaigns are big hits thanks to the upcoming
holidays.



Get ready to send your Holiday mailing. (See
card samples at www.hudsonink.com.)



Carry your aggressive Direct Response push
from October through this month.

Thank You to Our Sponsors
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ACCA Board of Directors
2012 Officers:

President –- Brian Stack 888-850-9994 Vice
President – Mike Aerni 216-676-9045
Sec/Treasurer – Kris Guzik 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
John Marshall 440-328-3050
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
Chapter Manager: Michael Mennett

Lennox Parts Plus
For all your parts

