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Get to know your 

Board of Directors 
 

Did you know that your 

new Board of Directors 

has been hard at work 

since the first of January?  

In addition to their ―day 

jobs‖ this group of 

dedicated men meets once 

or twice a month to help 

strengthen and guide this 

chapter in a new direction.  

Your Board is comprised 

of both Contractors and 

Associates that thoroughly 

understand the intricacies 

of the HVAC industry. 
 

Take the time to seek out 

and get to know these men, 

they are:  President: Bill 

Potts, Vice President: KC 

Walters, Secretary/ 

Treasurer: Al D’Andrea, 

Ex-officio: David Landry, 

Stan Penna, Robert 

McCorcle, Robert Arroyo, 
and Parker Holt.   

 

If you have a question or 

an idea for your chapter of 

ACCA, please let one of 

them hear from you; or 

perhaps you would just 

like to say ―thanks for your 

hard work.‖  ACCA Austin 

is fortunate to have these 

fine professionals at our 

service.  Thank you Board 

Members! 

        Cynthia Sanders 

Executive Director 

 

IAQ Sales Made Easy 
 

By Adams Hudson 
 

Too many contractors focus on how much their product or service ―costs‖ 

homeowners. Others look at ―payback.‖ Yet I much prefer selling against 

the market comparison. 
 

As an inside strategy, we do not ―sell‖ CDs. We offer ―Audio Seminars‖ 

instead. Nor do I sell ―books,‖ but we do offer ―study courses.‖ In either case, 

which is the more expensive? So I don’t put myself against a $10 or $20 

product; I put my products against those in the hundreds or thousands.  
 

For IAQ, don’t ever think of a ―$800 UV light‖ or ―$1200 filter‖ but more 

as an alternative to what not having these cost. Such as doctors visits, 

missed work and school (14 million absences a year according to the 

EPA) – and show how you can alleviate the pain, inconvenience, and cost 

to them. In this way, your solution is far less costly. 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 binds and 
even kill viruses.  In fact, UV lights are so effective that the Centers of 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 and in Press Releases to a 

hungry features editor who is 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 

ezine and free marketing reports by emailing FreeACCAstuff@hudsonink.com. 

Austin, Texas 
April 2011 
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Tips for Successful Negotiating 
 

Good salespeople are good negotiators.  So are good buyers, which 

make this an interesting dance. The ―old‖ style of sales and negotiation 

was to ―sneak up‖ on weaknesses and fears, and then play heavily on 

them until the other person relented.  This is pure high-pressure, 

marked by substantial repercussions including buyer remorse, future 

vow to disuse, bad-mouthing, and even lawsuits.   
 

The ―new,‖ more successful, negotiation still operates from a position 

of strength, but instead of playing off of their weaknesses, you help 

them gain the benefits you present. 
 

That’s why your initial survey is so important. You are to find out the 

answers that frame the negotiation. What are their needs? What 

pressures do they feel? What options do they have?   
 

Before you begin, you must know what you can negotiate. If you’ve 

got a margin to uphold, or a dollar amount you cannot go less than, 

then that is it. You’ve got to hold the line, but always remember — 
 

Do not ever be put in the position of “Take it or leave it” on the first 

offer.  This cuts your negotiation to the point of seeming unfairness in 

light of the regular negotiator.   
 

Likewise, don’t always have to ―check with the office‖ on every 

request. Know that you’ve got certain leeway within guidelines to 

make your own deal as needed. If you can add in a programmable 

thermostat, or filter upgrade with no additional cost, this can become 

part of your response instead of fumbling for what you can or cannot 

do. It’s also important to avoid these mistakes, which can cost you the 

sale, your integrity, and probably some sleep: 
 

 Giving up without getting.  Everything must have value. If you give 

up something, get something in return, even if it’s just your 

competitor’s proposals or a referral or a written testimonial. Never 

give without getting. 
 
 

 Quitting too soon. Far too many salespeople quit the negotiation 

process before they have been able to take it to a point that is 

beyond the uncomfortable. Work to the point where both you and 

your prospect are happy with the outcome.  If you have come this 

far, don’t quit too soon. A sales call that comes down to 

negotiation is one near closing. However, learn a lesson from it and 

don’t let your next call become a negotiation.   
 

Now that you know what to avoid, you can delve into the right things 

to do for the best negotiating outcome. Realize that many customers 

are negotiating ―silently‖ while you’re presenting. They’re thinking of 

ways to cut; items to get you to include; and issues of competition they 

can throw your way.   

 

 

 
 

 
Need in-depth training at your 
fingertips? 
 

ACCA has launched a new 
series of e-books addressing 
important topics for contracting 
business owners. Written in 
easy-to-understand language, 
we make complicated concepts 
more accessible so you can 
make sure you are operating at 
peak performance and in 
compliance with the law and 
marketplace. Learn more at 
www.acca.org/members/downl
oads/guides. 
 

Yeah. ACCA has that for you. 
 

 

SmartWords 
 

“In the business world, 
the rearview mirror is 

always clearer than the 
windshield.” 

 

Warren Buffett 

 
 

 

 

Did you know there’s an 
extensive range of boiler 
products that can easily retrofit 
existing equipment? It enables 
cost efficient optimization of 
combustion. The manufacturer, 
says these packages allow 
upgrades and conversions of 
almost any equipment from any 
manufacturer. To learn more,  
you can check it out at 
www.achrnews.com/Articles/ 
Products. 
 

“I Wonder if ACCA  

Has That for Me?” 

 

Techno Tidbit 

 

Simple Sales Strategies 

 

http://www.quotationspage.com/quote/25953.html
http://www.quotationspage.com/quote/25953.html
http://www.quotationspage.com/quote/25953.html
http://www.quotationspage.com/quote/25953.html
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Hot Topics! Webinars 
 

ACCA offers “Hot Topics” webinars exclusively for members, covering 
breaking news or items of urgent importance to the HVACR industry. 
Members may participate in “Hot Topics” at no charge, and as soon as 
possible after the webinars are held, recordings are made available for 
viewing online. 
 
Learn more at www.acca.org/members/hot-topics. 
 

 
 

The Latest from 

ACCA National 
 

Commercial Design for 
Quality Installation 

 

Arlington, VA 
 

April 12-14, 2011 
 

If your company needs 

simplified and practical 

procedures for calculating 

both heat loss and gain for 

residential structures using 

unitary a/c equipment, this 

Manual N training is for 

you. 
 

With a focus on ACCA’s 

Manual N5AE, this training 

helps contractors develop 

an understanding of how 

to calculate the various 

parts of a commercial 

facility’s heating and 

cooling load using 

computer based software. 
 

This three day experience 

will give you all of the 

tools necessary to Design 

for Quality Installation.  

In addition, you’ll get a 

peek at some extremely 

helpful software that can 

dramatically minimize the 

time required to perform 

the required calculations 

and system design without 

sacrificing either quality 

or accuracy. 
 

Students will be expected 

to understand the basics 

of Microsoft® Windows.  
 

To learn more, email:  

Kelly.McMillan@acca.org 
 

 

 
 

“The weather dictates the success of your business.” 
 

False: Sure, the weather impacts and influences your business. But you 
dictate your success. That means thinking creatively to outsmart your 
competition and turning “slow” times into money makers. 
 

News Flash 

 

The Art of Management 

 

Rule Breaking 101 

 

ACCA Benefit Highlight 

 

 

 

5 Great Management Insights  
 

People skills.  This one element of management can make or break your 

company. From interactions with employees and other businesses to 

furthering relationships with customers, nothing is more certain to stop 

you in your tracks than poor interpersonal communication.  America’s 

top CEO’s understand that and have ranked the most important skills for 

managers below:  
 

 

1. Give or share importance. The #1 failure of managers is “ego driven, 
self-centered directive”. Promote team strength, not your importance. 

2. Share your vision. If they don’t know where you’re going, how do you 
expect them to follow? 

3. Admit your mistakes. Since I presume you’re human, it’s ok to goof. It’s 
even more ok to admit it. If you hide mistakes, why wouldn’t employees? 

4. Stay connected. Many managers look forward to the day when they can 
sit back, detached. Don’t be tempted. Even if you’ve earned the right to 
pull back, have weekly phone-ins, mini-meetings, or regular on-site 
appearances. 

5. Make your job and competition fun. Sound impossible? Then you’ve 
gotten too serious. Have fun with team and individual goals. If you can’t 
think of a way to make your job fun, you’re in the wrong job. 

 

Without people, you have no customers, sales, or business.  So make 

enhancing your people skills a management priority.  But remember – 

they won’t do any good until you put them into practice. 
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April 2011 
 

 “Ask the Inspector!” 
Tony Hernandez, City of Austin  
Residential Building Supervisor 

o Tuesday, April 5th,  12 Noon 
o ABC Home & Commercial Services 

    Training Center 
o 9475 E. Highway 290 

 

 National HVACR Residential Sales Forum – 

Arlington, VA (4/4-5) 

 Commercial Design for Quality Installation – 

Arlington, VA (4/12-14) 

 Residential EPIC Training – Arlington, VA 

(4/19-22) 

ACCA Austin Chapter 
13706 Research Blvd., Suite 214 

Austin, Texas 78750 

 

Phone:  512.650.5355 

Fax:      512.233.2665 

 

 

www.accaaustin.org 

Get To Know Your  
ACCA Austin Members 

 
CONTRACTORS   ASSOCIATES 
 

ABC Home and Commercial Services ACES Supply 

Air Pro Austin    Ameriprise Financial 

Airtech Energy Systems, Inc.  Austin Energy 

American Conservation & Air  Federated Insurance 

ARS Service Express #9132  Ferguson Supply 

Blackall Mechanical Inc   First Cardinal 

Blue Air     Gemaire 

BP Heating and Air   Goodman Distributing 

Centex Mechanical, Inc.   Higginbothem & Associates 

Central Services    INCE Distsributing 

Covenant Air Conditioning and Heating INSCO Supply 

Davis Service Company Johnstone Supply 

Diagnostic Experts of Austin DBA Hanks Service  M&M Manufacturing 

Faught Service Company, Inc. Morrison Supply 

Fox Service Company   Robert Madden Industries 

Gemini Mechanical   Whorton Insurance 

Lakeway Air Conditioning & Heating 

Landry Service Co. 

MAP Mechanical 

McCullough Heating & Air Conditioning 

Quality Living Services 

Schlueter Electric & Refrigeration 

Stan's Heating & Air Conditioning, Inc. 

Stay Cool Texas 

Strand Brothers 

Tejas Air & Heat 

Trades, Inc. 

Vic's Heat & Air 
 

News & Events 

 

Breathe Easier 
 

 This is a big month for IAQ – especially allergy 
related. 

 

 Use the two-step upsell approach from tune-up 
to Maintenance Agreement. Broad marketing for 
the MA just isn’t going to work, but you can use 
your Newsletter to make a smooth transition. 
Keep using your PowerPack ads and Postcards 
to spread the message. 

 
 

Hot Topics Now 

 

 

http://www.accaaustin.org/

