


    
 

 

 

 
Get More Sales, Leads and Profits  

During Slow Months  
 

The majority of HVAC contractors rely on weather extremes to bring in 
large amounts of income – enough to last them through seasonal lulls 
when no one’s calling.  Sad, but true.  But what’s even sadder is 
knowing they could be growing the value of their company by 500% to 
800% if only they did one important thing:  establish a sound 
maintenance agreement program. 
 

A well-run maintenance agreement program can become your most 
reliable income stream – year-round.  That’s because it’s “money in the 
bank” instead of, “if the weather holds out and nobody quits, hopefully 
we’ll do ‘$x’ volume next season.”  
 

The company who manages a maintenance agreement program can
quantifiably say… 
 

“We’ve got 2200 maintenance agreements at $159 each for $350,000 in 
service, which at 2 services a year means $175,000 next ‘slow’ season. 
Plus, with a schedule to sell another 1000 tune-ups, we can easily add 
another 300 Maintenance Agreements for an additional $48,000 reliably 
scheduled in.  All of these will add to our replacement and referral sales.” 
 

Now, that’s predictability. It evens out your cash flow, which is naturally 
one of the biggest concerns you face.  Selling maintenance agreements 
year-round means that renewals come in year-round, allowing cash to 
come in year-round.   
 

Maintenance agreements help you fill in the slow periods.  What do you 
do now with your service techs when your business slows down?  If you 
lay them off, they find jobs elsewhere, right?  You can’t afford to lose 
them, but you also can’t afford to pay them for doing nothing. 
Maintenance agreements help you keep your quality team intact by 
providing profitable work throughout the year.   
 

The biggest benefit of a well-run maintenance agreement program is the 
guaranteed stream of replacement sales.  As we all know, most replacement 
sales come from repeat customers or referrals.  Since your customers have a 
maintenance agreement with you and your techs see them at least twice a 
year, it is near certain that you will get the replacement call.  From there, 
you’re clearly the front-runner on getting the sale.   
 

With a good renewal system in place, maintenance agreements go on 
and on and on.  As you build relationships, you will not only have a 
customer who renews his maintenance agreement each year, but he will 
also have you do all his service work and equipment replacement. 
Studies show these relationships become so strong that 96% of the 
maintenance agreement customers will not switch to a competitor – even 
if that company offers a better price.   
 

 
 
 
 
You need someone on 
Capitol Hill representing 
your interests with the 
country’s lawmakers.  
 
That’s why ACCA was 
there to offer testimony 
before the EPA about 
controversial rules with the 
phase-out of HCFCs. 
 
You can read more about 
these proposals, including 
ACCA's testimony, on 
Charlie McCrudden's blog 
at acca.org. 
 

Yeah, ACCA has that. 
 

SmartWords 
 

“Many great ideas go 
unexecuted, and many 
great executioners are 

without ideas. One without 
the other is worthless.” 

 

Tim Blixseth 

  “I Wonder if ACCA  
  Has That for Me?”  

Techno Tidbit 

Simple Sales Strategies 

D i d  y o u  k n o w  t h a t
UFAD (Underfloor Air 
Distribution) is becoming 
increasingly more popular 
when it is compared to
traditional ceiling-based air 
distribution? It’s true, due 
mostly to the associated
benefits. 
 

You can learn more at
www.cbe.berkeley.edu/res
earch/research_hvac.htm 



 

 

 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

 
 

Your Employees are Your Most Important 
Customers 

 

They make more contacts in a day than you’ll ever hope to make. (I’d 
imagine more than you’d want to make!) They see things on the job 
no one else does. They hear comments from your customers that are 
pure gold in helping you improve customer service. 
 

A way to virtually ensure your Maintenance Agreement Program will be 
successful is to give each employee – including those in the office – an 
annual tune-up on their residential heating and air conditioning system. 
 

Make sure every employee’s equipment gets serviced in the spring 
and in the fall, just like “normal” customers. (Yes, I realize if they 
were normal they wouldn’t be working for you, but that’s another 
story.) By doing this, when your tech is asked by a customer if he 
gets regular maintenance, he can say, “Yes, even though I could fix 
anything that broke on my system, I believe in them enough to 
actually have one at my home.” 
 

This is impressive. The doctor takes the same medicine he prescribes. 
There is no higher endorsement. 
 

Otherwise, your tech is offering the same excuses anyone can offer, 
“I haven’t had time. I don’t have the money.” How will he counter a 
customer who gives the same objection? Only with an unconvincing 
non-truth, I’m afraid. 

 
NATE Training From ACCA  

 

To make it easier for contractors to prepare their technicians for NATE 
certification, ACCA is launching a new series of computer video 
training classes that will help technicians successfully take and pass 
NATE exams.  
 

Each package is spread across multiple CDs, can be stopped and 
started as the student requires, includes review questions and handouts, 
and can be followed at the convenience of the contractor or the 
technician. You can learn more and even watch excerpts from the 
series at www.acca.org/nateessentials/. 

 
 

The Latest from 
ACCA National  
 

National HVACR 
Residential Sales 
Managers Forum 

 

March 26-27, 2009 
 

St. Louis, MO 
 
This new two-day event 
is a first of its kind, 
offering exclusive training
designed by contractors 
for the people responsible
for sales in residential  
HVACR cont rac t ing
businesses.  
 
Over the course of the 
t w o - d a y  e v e n t ,  a l l
attendees will have the 
opportunity to participate 
in six training classes, 
designed and taught by 
successful contractors
and experts, including:  
 
• Bu i l d i ng  Sa les  w i t h  

Qual i f ied Customers:  
Identifying, Qualifying, 
Closing  

• M a n a g i n g  a  H i g h -  
Performance Team  

• Pricing for Profit and 
Value  

• Selling for High Efficiency 
and High Value  

• Customer for Life: From 
Service to Sales  

• Selling to Women and 
Couples 

 
You can learn more at 
acca.org/salesmanagers/.  
 

News Flash 

The Art of Management 

Rule Breaking 101 

ACCA Benefit Highlight 

“Spring slow-downs mean scary bottom lines.” 
 

FALSE: If you spent your busy season offering every service call a 
maintenance agreement, Spring should be plenty busy. When you add that to 
your Customer Retention programs that should be in full swing, it doesn’t look 
like you’ll be getting a break during your “slow” season! 


