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to Hi igh Perfo:a.ncé‘:%

Most successful business

organizations in the world? SUCCESS

Accldental or
Intentional?

Top college football teams?

All-time top quarterbacks?
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Our “system” is the
funnel that keeps our
efforts directed to our
desired goals

Maintain
Repair

Happy Customers!



What can HVAC
contractors learn from

a high-performance
sportswear giant?
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$877,000,000 1998
$9.200,000, 2
K5t g JUST DO IT.
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B l AZE YOIJR TRAIL
to High Performance

Nike hit on a basic human need...

the desire to lace
up your shoes and
get into the game




Following a correct standard and doing what is
morally right or good.

Exerting energy to perform a task by executing a
defined procedure, practice, or discipline.

A desired state of affairs or circumstances; a goal to
be achieved.
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Act with the highest standard of quality and integrity. Conform to
manufacturer specifications and applicable laws. Perform in compliance
with the customer’s safety, health, comfort, and efficiency desires. Treat
customers with the respect they deserve.

Dependably perform the many tasks required to properly evaluate,
design, price, sell, install, maintain, repair, and renovate profitable high-
performance HVAC systems.

Consistently deliver “JUST DO” service resulting in happy customers that
willingly pay a premium price for our premium product while gladly
referring us to their family, friends, neighbors, and co-workers.




HIGH PERFORMANCE

To blaze a tralil to
high-performance
results, there
must be a trail!

Begin training your
field and support
people. To minimize
disruptions, train a
few people ineach
area at first.

8 Purchase the right
test instruments. Its
wiser to purchase better
instruments as budget
permits than buya
bunch of cheap ones
that will frustrate your

-,
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techs and make their
work more difficult.

4 ciearly define
which measurements
are mandatory on every
service call, maintenance
call, and installation.
Don't require too much
up frent, build on their
testing habits.

9 Establish roles and
boundaries for every-
one involved. Don't

let people veer too far
out of their lanes. it will

—

.' Get your entire
team on board. The
quickest way to get buy
in from everyone includ-
ing C5Rs, dispatchers,
sales staff, field and

and office personnel is
to test and repair their
homes. Offer to provide
materials and labor at
cost or free, It will be a
valuable investment.

n Strengthen your
diagnostic and prob-
lem-solving abilities.

f their kers
and shut down cooper-
ation. Designate how
handoffs occur, who
follows up, and where
the information goes.

E Practice, practice,
practice. Before getting
in front of customers,
it'simportant to help
your field people build
confidence in their
testing abilities. Have
them practice testing

own homes, and/

: in the shop, in their
-

or family member’s
homes.

Hold refi training
classes using NCI ma-
terials. Present unique
system performance
problems and work on
solutions together. When
possible, indude hands-
on testing.

8 practice simplified
communication skills.

One of the keys to suc-
cessin selling ¢

healthy competition
among your techs,
Recognize and reward
consistent culture of
testing and offering
customers solutions.

T provide collateral
material for techs, sales,
and marketing. Create
simple materials that
support the type of
work you do. Check out
NCI's online library for
hundreds of download-
able materials.

12 update your

service invoices to

with a letter explaining
the test results in your
ComfortMazxx report.

15 offer repairs for
diagnosed system
defects. Provide simple,
flat rate priced Air Up-
grades that address major
airflow issues. If you
provide a simple pricing
calculator, your techs
and sal le will be

easy to understand
reports a breeze,

more comfortable with
offering these soluti

and do it more often.

16 perform standard-
ized repairs to reduce

include perfi e
testing and provide
space for recommend-

static pr and
increase fan airflow. As
your team geﬁ more

ed imp
13 use comfort-
Maxx™ software to
standardize your testing
processes, generate
leads, and test out to

on air upgrades and oth-
errenovations is knowing
how to explain complex
issues in simple layman’s

prove delivered
performance.

14 Follow up with
customers on poor

fenced you can start
o oﬁerueeper solutions
that better address
comfort, health, safety
ﬂ Test-out to verify

Create service agree-
ments that include the.
air distribution system

50 you can malntain

your customers’ :
for optimum paxf £

your imp

work. Train yourin-
stallers to test their
work. They will learn




Phil Jackson
Chicago Bulls
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Act with the highest standard of quality and
Integrity.
Conform to manufacturer specifications and

applicable laws.
Perform in compliance with the customer’s
safety, health, comfort, and efficiency desires.
T " Treat customers with the respect they deserve.
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v' Dependably perform the many tasks required to
properly evaluate, design, price, sell, install,
maintain, repair, and renovate profitable high-

performance HVAC systems.

AIR CONDITIDMNG
PLUMB G







GH PERFORMAN z
R g
: |

HUAC SUMMIT 2018

-."- al Comiortinstitute,; Inc

v' Dependably perform the many tasks required to
properly evaluate, design, price, sell, install,
maintain, repair, and renovate profitable high-

performance HVAC systems.

AIR CONDITIDMNG
PLUMB G




v Consistently deliver “JUST DO” service resulting
in happy customers that willingly pay a premium
price for our premium product while gladly

referring us to their family, friends, neighbors,
and co-workers.
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IT You Just Do It!

== L g
Eric Johnson “m“’;‘;“ma March 5-6, 2018

Air Conditioning by Jay, Inc. LIS T XET



	�You Too Can Sell �High Performance HVAC… �If You Just Do It!
	Success: Accidental or Intentional?
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	To blaze a trail to high-performance results, there must be a trail!
	Even Michael Jordan Needed Coaches
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	�You Too Can Sell �High Performance HVAC… �If You Just Do It!

