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Hello Friends,
Can you believe that it’s
already June? Summer
is almost here and the
year is half gone!
With the recent attacks
from Mother Nature in
several states across
the U.S., we’ve all seen
the affects harsh
weather can have on
people’s lives. Let’s
make sure we take the
time to create an
emergency plan for what
to do if something like
this happens to you.
Encourage your
employees to set up
plans for their families
as well.
And with the heat we
hope settles in for a long
summer, make sure you
and your employees
stay hydrated and
healthy.
Resources to help you
prepare for emergencies
are available online at
http://www.ready.gov/.
Have a great summer
everyone!

Sincerely,

Mike Aerni
2013 President

Marketing

The Power of the Word “Free”
Truths don’t change. There’s one I love, but gets misconstrued: “You
must give to get.” It works in business, friendships, marriage, childraising, and was the core mantra of a peaceful teacher 2,000 years
ago.
Giveaways work. Free stuff works. The most powerful marketing word
that exists is “free.” I wish I could come up with a better one, but it
hasn’t been invented yet. That’s why I love the intelligent use of this
word.
But it also maddens me too. That’s because giveaways are
everywhere, continually overused, over-said, and in one huge way,
very overrated. The giveaway has become the circus barker’s byword
of “too good to be true,” thus the occasional “gimmicky” description.
The result is that legions of potential customers respond first with,
“what’s the catch?” When used unwisely, the word “free” repels as
many – or more – than it attracts.
When to use it: In Direct Response ads (one of the five basic
message ‘types’ of ads you definitely should use) free is the gateway
to response. It lowers the barrier to leads, and gains acceptance,
causing those seeking a risk-free way to gain your service offering to
be magically drawn to the phone. But only when used as a way to offer
something of value and validity that supports the core offer.
In other words, when testing air quality, installing UV filtration, or
working on humidity solutions, offer a free “safe air” filter (with your
logo on it of course) or something related to the quality of their air. This
supports and increases the value of your already highly-prized service
and pulls it closer to irresistible. This is critical. Why?
The entire reason you run Direct Response ads is to create a flood of
leads, based on the irresistibility of the offer. “Free” things add to that
attraction. When you insert a limitation or a deadline, you drive home
the “sense of urgency” which means the lead count rises even faster in
an effort to “beat” the limitation.
So use “free”, but use it wisely. If you do, you’ll gain more results,
better customer relations, and more bang for your marketing dollar. All
because you were willing to “give to get”.
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Simple Sales Strategies

$1 Billion
Rebate Plan

When Leads and Sales Don’t Come, Who’s to Blame?
Any contracting business can hit a rough patch from time to time.
The key to overcoming it is knowing what went wrong and what to
do about it. Take a look at the following common problem areas
and their solutions. You can easily avoid the “blame game” in a
way that generates leads, increases closing ratios and improves
profits.
1. Low phone traffic? – Look to your marketing for the trouble it’s
causing you. The purpose of marketing is to level out weatherdriven leads. If it isn’t, chances are, you’re either badly undermarketed or you’re spending good money on bad marketing.
Solution: Follow a four-point plan for identifying with your
audience – research, resell, reap, and repeat.
2. Many leads, few sales? – If you’re getting many leads, but few
sales, that’s not a marketing problem. That’s a selling problem.
Sure, you may get some unqualified leads, but the salesperson is
usually too quick to blame “price, products or people” instead of
“poor presentation and preparation.”
Solution:
Draw a clear distinction between you and your
competition by delivering a comprehensive, yet brief, sales
presentation that builds confidence and trust in you, your company
and your recommendations. Talk about your prospects’ needs and
problems and how you and your products or services will provide
the right solutions. Provide your techs with “presentation” training
that will help them be better prepared in front of prospects.
3. Many leads and sales, but no money – You’re spending lots of
money and lots of energy and getting lots of work done – but it’s
not paying off for you. Take a look at your overhead, scheduling
and any waste, of course. Also recognize that the real culprit
could be your pricing strategy. If you’re trying to be the “cheapest
in town,” your competition isn’t running you out of business –
you’re doing that to yourself. When you’re losing money on calls,
you’re better off financially not showing up at all.
Solution: There are two pricing strategies for special offers – one is
a penetration strategy, which means that you are basically seeking
entry into a customer’s home. This strategy works if your
technicians are properly trained to look for additional work and
trained to consult with the customer. If they aren’t – and if your
technicians merely walk in and perform the maintenance work – you
are going to lose money and opportunities.

The Ohio Bureau of
Workers'
Compensation
(BWC) Board of Directors
approved a $1 billion
rebate plan to be spread
among more than 210,000
private employers and
public-taxing
districts.
BWC hopes to send the
bulk of the checks by late
June,
early
July.
Employers could expect a
56%
refund
of
the
premiums they paid from
7-1-2011 – 6-30-2012.

ACCA
Greater Cleveland
would like to invite you,
your employees, and your
customers to our
2013 Annual
Golf Outing
Monday, July 22, 2013
Rosemont
County Club
Fairlawn, OH
Sponsorship
Opportunities!


One (1) Lunch
Sponsor Available



Hole Exclusivity
Sponsorships
Available



Hole Sponsorships
Available
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ACCA Ohio Benefit Highlight

News Flash

Benefit of the Month –
ACCA Workers Comp Group Rating Program
Group rating enables ACCA members to receive as much money as
possible from the BWC maximum discount to a smaller percentage
for companies with claims. Members receive discounts by pooling
their individual experiences with the experience of other employers
in the ACCA group (Available to contractors and associates of any
size). For more info contact Kelly Denk / kdenk@avizentrisk.com /
800-777-4283 ext. 21709
The Art of Management
Motivate Your Employees Without Spending A Dime
You may think that it takes expensive bonus plans or compensation
packages to motivate your employees. But while those things make
nice additions to a paycheck, they’re not necessarily the best way to
get the most from your employees. In the same way your customers
are triggered to buy from you for emotional reasons, your employees
are triggered to greater performance based on the desires for:
 Activity. No one likes to spend the day twiddling their thumbs.
Having enough work makes an employee feel productive and
important – and thus, motivated.
 Ownership. When an employee has a share in the results of
your company’s efforts, a pride of ownership develops. Its part
of the team mentality that says, “Hey, I helped do that!”, and it
leads to greater job satisfaction and performance.
 Competence. Believe it or not, your employees want to know
that they’re doing their job correctly – and being the best at
what they do is a strong motivator for success.
 Achievement. No one says, “Hey, aren’t you glad we missed
the sales numbers this week?” Employees are motivated by
knowing what they’re aiming for and having the tools to get
there – even if it’s a challenge.

 Recognition. Giving credit where credit is due goes a long
Rule Breaking 101
way toward happy, loyal employees. And once they’ve
earned you’re praise, they’ll be looking for ways to repeat
the success – for them and for you.

The U.S. Court of
Appeals for the D.C.
Circuit ruled favorably on
a motion filed by the Airconditioning, Heating,
and Refrigeration Institute
(AHRI) requesting a stay
of the May 1, 2013,
compliance date for the
regional furnace
standards. The U.S.
Department of Energy is
now prohibited from
enacting or enforcing the
standard until the pending
lawsuit has been
resolved. The Court of
Appeals motion was
agreed-to based on the
confusion surrounding the
events and actions of the
final furnace rule. The
rule mandates that home
furnaces installed in 30
northern tier states have
an AFUE rating of at least
90%.
____________________
Contractors'
Confidence Soars In
May
The May Contractor
Comfort Index (CCI) shows
that contractors' optimism
about short-term growth is
continuing as summer
approaches. ACCA began
measuring contractor
attitudes toward short-term
economic growth with the
CCI in February 2010.
For May 2013, the CCI is
77; the highest the CCI has
ever been in the three years
ACCA has been tracking
contractors' opinions. The
CCI also shows that
contractors are feeling
better than they were 12
months earlier when the
CCI was 70.
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News & Events

No Meetings June, July, and August


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 – 7:00 a.m.

 September 12 – ACCA
General Membership
Meeting – 9:00 a.m.
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

Summer Days
Public relations isn’t easy. But you
don’t have to be an expert. There are
many resources available to help you
think through every aspect of the
process. Try checking out some of the
information available online. PR Daily
has an article of the day geared toward
everything public relations, including
social media, print media, and even
handling a crisis. Learn more at
www.prdaily.com.

Thank You to Our
Sponsors
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ACCA National News
Residential Equipment
Selection Manual S Available
For Public Review
The Air Conditioning Contractors of
America Educational Institute (ACCA-EI)
Standards Task Team (STT) announces
an American National Standards Institute
(ANSI) public review period for the
"BSR/ACCA 3 Manual S - 201x,
Residential Equipment Selection" as a
revised and redesignated industry
standard. The 45 day public review period
started on 10 May 2013 with a comment
deadline of 24 June 2013.
This revised standard provides
procedures for selecting and sizing
residential comfort cooling and heating
equipment. The standard has been
divided into two parts – a 'normative'
portion that details the selection/sizing
criteria and an 'informative' portion that
provides discussion, guidance, and
example problems related to procedure
intent and use.
A review version of the proposed Second
Edition of Manual S (dated 17 April 2013),
and the public review response form, can
be downloaded
from www.acca.org/industry/ansistandards/under-review.
_________________________________

Annual Frank Alexander
Legislative Day a Success!
On May 14, more than 35 ACCA and
PHCC members visited the Statehouse to
meet with lawmakers to discuss
Residential Licensing, Municipal Tax
Reform,
Specialty
Construction
Contractors (SB 78) and Energy Efficiency
Resource Standards.
Legislative Day
kicked off with an issues briefing that
featured Sen. Kevin Bacon and Rep. Zack
Milkovich. Both thanked our members for
participating in our annual legislative day
and discussed current issues. After the
briefing, members met with over 40
legislators from the Ohio House of
Representatives and Ohio Senate. Our
day ended with an evening reception that
was attended by more than 70 legislators
and staff at the Statehouse Museum.

Registration Now Open For ACCA's
Service Managers Forum
ACCA, the nation's largest association of indoor
environmental systems professionals, has announced that
registration is now open for the Service Managers Forum,
which is taking place October 3 – 4 in Austin, TX. This
event is presented by ACCA and the ACHR NEWS.
The Service Managers Forum is one of ACCA's most
popular managers' meetings, and it is returning for the sixth
year with a new line-up of learning labs to help veterans
and new service managers reach new levels of success.
This year ACCA reworked the program schedule, so
attendees get the most value out of this day and a half
program. The lineup features eight learning labs that cover
residential and commercial topics and two learning labs
that cover leadership topics. The two leadership learning
labs will be repeated, so that attendees will have the
opportunity to go to both.
Registration
is
open
for
this
event
at
www.servicemanagersforum.com or by calling 703-8248856. Contractors can register with early bird pricing of
$395 until August 15. Prices will increase $100 after that
date.
ACCA has also secured a special rate of $179/night plus
applicable fees and taxes at the Sheraton Austin Hotel at
the Capitol. The ACCA rate is good until September 5,
2013, or when the block is full, whichever comes first. To
make your reservation call 888-627-8349 and mention
ACCA to receive the discounted rate or visit
www.servicemanagersforum.com/register/hotel-travel/
to
book online.

ACCA Ohio Scholarships Available
Funds are now available to Ohio residents pursuing a
career in plumbing-heating and cooling through
trade/vocational schools or college programs
designed with educational programs to benefit the
HVACR industry. Applicants must be sponsored by an
ACCA Ohio member.
Applications are available online at
www.accohio.org or by calling 800-353-2226.
Deadline to file an application is July 15.

6

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

