
©2010 Hudson, Ink Corp. 

  
 

 

 Simple Sales Strategies 
 Does ACCA Have That?  
 The Art of Management 

Volume 5, Issue 10

 
 
 

Howdy Y’all! 
 
Change is in the air 
at ACCA-Austin and 
I am excited to be 
right in the midst of 
the transformation!  
In the coming weeks 
and months you will 
hear about the new 
vision your Board of 
Directors has for this 
Chapter.  
 
You are a valued 
member of this 
organization and it 
will be my honor 
and pleasure to 
serve you. 
 
In the meantime, I 
look forward to 
getting to know each 
of you.  Should you 
have any suggestions 
or concerns please 
feel free to contact 
me. 
 

Cynthia Sanders 
Executive Director 

cynthia@accaaustin.com 

Retention is the New Acquisition 
 

By Adams Hudson 
 

Your business is about sales. No sales means no business. Doesn’t matter how 
“good” you are. In harsh business times, harsh reality is required: Customers 
are sales. With 2,100 ad messages a day, you think they’re remembering you 
on their own? Not a chance. But there’s good news, and here it is: Most other 
contractors aren’t focusing on retention either. They’re getting and forgetting 
them. So, how do you shift your “ignored” customers into being committed, 
referring, un-switchable customers. Use the Stay, Sway, and Stake method.  

  

1. Stay Relevant – Most contractors just “do the job”, present an invoice, 
and leave. This hardly makes you memorable. Repeat contact via email 
or newsletters works wonders. Facebook or other social media updates 
with similar, shorter information can be weekly. The point is to drive 
followers to your website, where they sign up for your newsletter.  

2. Sway Their Alliance – Customer certificates, loyalty discounts, and 
seasonal offers (again, perfectly suited to your newsletter) keep you in 
front of them regularly, reminding them of your value, and why you 
are their contractor. Your goal is un-“switchability”.  

3. Stake a Claim – Look at your customer base geographically. You 
want to “own” the neighborhoods in clusters. This is done by making 
a neighborhood presence via a) Bold truck signage, b) Yard signage, 
c) Door hangers, d) Surround mailers, and again, e) Newsletters to 
surrounding homes with either a trial offer or a call-behind for service. 

 

You may wonder, “Why a ‘print’ newsletter in this day and age?” 4 quick 
reasons: First, because they require a physical address, coincidentally 
located at their house (!). Second, because physical mail has a far higher 
perceived value than email or digital post. Third, since your competition is 
too cheap or lazy to send them, you’ll stand out even more. Fourth and 
most importantly, because your customers are worth more than the two 
dollars a year it takes to print and mail them.  
 

Ultimately, a strong customer retention program uses a newsletter as its 
centerpiece. Surveys show that loyal customers spend 33% more than non-
loyal customers.  And referrals among loyal customers are 107% greater than 
among non-loyal customers.  If the business that wins a customer stays in 
touch, treats him fairly, remains valuable, and continues to build the 
relationship, the customer can’t help but use and refer the business. 
 
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 
March 2011
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Sales Closing Secrets 
 

In sales, there is a huge difference between being “close” in a sale, and 
getting to “close” on a sale.  One pays – the other doesn’t.  Reasons for 
the missed close could be any of the following:   
 

• Not selling the company – Customers draw many conclusions about 
you, your company and your competitors, but they’re looking for a 
“difference.” That difference is often the company’s integrity.   

 

• Not selling your honesty/trustworthiness – Don’t get stuck on a 
great presentation that has no “personal” feel to it, no relationship, no 
eye-to-eye transfer of trust.  The salesperson who fails to appear 
honest will not close many sales.   

 

• Not presenting the “closing solution” to the customer.  A customer 
wants his “solution” packaged for him – that’s why you’re there!  Then, 
he wants this package presented as a logical, natural progression from 
his current situation to your solution for him.  That’s all.   

 

Effective closes come in all shapes and sizes that are just right for 
almost any occasion.  Here’s one of the classics…   
 

The Alternative Close of Choice (AKA The Dicker Close) 
 

This close is so natural that it’s hard to resist.  It’s also quite logical 
and usually avoids the sticking point of “Let me think about it” since 
you’re asking a direct question. 
 

Basically, you’re giving the prospect a choice between two things, with 
either answer being a sale for you.  The choice gives the customer a 
feeling of ownership in the decision – and results in ownership of the 
equipment as the close is finalized.   
 

On the way to set up the close, you ask… 
 

 “Since our pricing falls in line with your budget, which do you 
prefer, a ‘Brand’ or a ‘Brand’ system?” 

 

 “Would the standard round thermostat be better, or do you prefer a 
digital programmable thermostat?” 

 

 “We have 90 days same as cash, or I may be able to get you 6 full 
months with no payment.  Which would help you better?” 

 

In your progress toward the close, these “alternate of choices” have 
allowed the customer to personally select “their” system.  They feel in 
control of these choices and if they ask for your input on helping them, 
you are stepping more into the advisory/expert role with each query.  
This builds their confidence and trust in you. 
 

Remember that when you’ve covered the details and overcome any 
objections, you can close your prospect naturally with the Alternate of 
Choice method.  Either answer is the same as “Sold!”   

 
 
 
Want to meet and interact with 
other contractors to discuss 
your business hot topics? ACCA 
will hold its third annual National 
HVACR Residential Marketing & 
Sales Forum on April 4 & 5 in 
Arlington, Virginia. 
 

For the third annual event, 
there’s an exciting new program 
featuring five of the most 
successful contractors in 
America, covering four of the 
most important topics in sales 
and marketing. Full program 
details and registration are 
available online for contractors 
at www.hvacsalesforum.com or 
call Vickie Ellis at 703-824-8856. 
 

Yeah. ACCA has that for you. 

 

SmartWords 
 

“Make your product easier 
to buy than your 

competition, or you will find 
your customers buying 
from them, not you.” 

 

Mark Cuban 

 
 
Did you know that there’s a 
wireless video inspection system 
that allows video to be either 
viewed on a computer or 
streamed live through Skype©? 
The video can also be recorded 
or edited. The Seeker™ 100 
system includes an RCV100 
receiver, small wand, and flexible 
camera-tipped probe. 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 
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HomeWords Newsletter 
 

One of the most effective, cost-efficient ways to communicate with your 
customers is through a newsletter program.  HomeWords is designed with 
informative, entertaining, and sales-building articles that customers read and 
enjoy. It is "season specific" and contains specially created ads for you to 
insert, along with your company logo and contact info for a custom look. 
 

HomeWords is exclusively for ACCA members from the expert marketers at 
Hudson, Ink. To order a free sample issue of HomeWords, submit your 
request at www.acca.org/homewords/ 
 

 
 

The Latest from 
ACCA National 

 

Residential Design for 
Quality Installation 

 

Arlington, VA 
 

March 15-17, 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 J 8th Edition 
training is for you. 
 

With a focus on ACCA’s 
Manual J - 8th Abridged 
Edition, this training helps 
contractors develop an 
understanding of how to 
calculate the many various 
components of a residential 
heating and cooling load -
both manually and by using 
computer-assisted 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

 
 
“Being good at what you do means you will be successful.” 
 

False: That is the greatest myth in all of contracting.  If you’re great at what you 
do and no one knows, how does your talent translate into profits? You must get 
your name out there through any means necessary – including advertising, 
testimonials, and publicity. All successful business market. Period.

News Flash 

The Art of Management 

Rule Breaking 101 

ACCA Benefit Highlight 

 
 

Most Coveted Employee Motivators  
 

Too often managers feel that sales are the only important driver of business. 
Yet the very people in your organization that impact sales and your bottom-
line don’t feel “connected” enough to sales to understand how they can 
affect it.  

 
You can motivate your employees with money, but as managers, this is 
pretty shortsighted. To say, “If we get a 10% net this month, we’ll all go 
out to dinner” is great. But if you don’t manage and motivate their 
performance, how will this ever be achieved?  

 
Employees ages 25-49 ranked the most important motivating factors for 
their job performances: 

 
 Job security – If a worker has a sense of insecurity, then performance suffers 

through a feeling of threat or dread. Lift the black cloud through guarantees. 
 
 Interesting work – Creative people get stifled at “the same old thing” and 

sometimes start looking elsewhere when things grow stale. They need more 
challenging opportunities and responsibilities. 

 
 Personal loyalty – Commitment-oriented individuals strive to put in what they 

get out, but it works both ways. If you don’t reward their loyalty, they won’t give 
it. Awards and other recognition help tremendously. 
 

You need to put the proper motivators out there, or you won’t get 
maximum performance. And isn’t that what you’re after? 
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March 2011 
 

• Small Business, Big Money: Landing 
Government Contracts – Online (3/3) 
 

• Residential Design for Quality Installation – 
Arlington, VA (3/15-17) 

 
• HVACR & Plumbing Instructor Workshop – 

Landsdowne, VA (3/23-25) 
 

ACCA Austin Chapter 
13706 Research Blvd., Suite 214 
Austin, Texas 78750 
 
Phone:  512.650-5355 
Fax:      512.233-2665 
 
www.accaaustin.org 
 
 
 

 

Save the Date! 
Tuesday, April 5, 2011 

 

Lunch and Learn Featuring 
City of Austin Residential Building Supervisor 

TONY HERNANDEZ 
 
 

Check your email box for details coming soon! 

News & Events 

Spring Into Action 
 

 Push for pre-season service, tune-ups and 
preventative maintenance.   
 

 It’s allergy season, so anything related to IAQ 
is a big seller among the sniffling millions.  

 

 Now is the time to drive home to your customers 
that they are important and that their relationship 
with your company matters. Order your 
customer newsletter now if you haven’t already. 

 

Hot Topics Now 

 



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<

    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /DEU <>
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>

    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)
    /HUN <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


