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Nothing Happens Until
Somebody Sells Something
Buys

Dominick Guarino - 2024

High-Performance HVAC only works if a customer sees
it as something they want, need, or must have
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What is High-Performance HVAC?
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Low-Performance HVAC

Typical U.S. HVAC System Measured Performance

42.7+
57.3%

(Testing conducted in both heating and cooling modes)
Content and illustrations © NCI Inc. 2007-2024 SOURCE: NCI Contractor Testing Results11-05 to 12-23
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High-Performance HVAC Focuses on:
~ Safety & Health

Energy

; O
) Comiort = Efficiency
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High-Performance HVAC

After System is Upgraded and Tested

System BTU
Loss Of
Equipment
Rated Capacity

System BTU
Delivery of
Equipment
Rated Capacity
(Testing conducted in both heating and cooling modes)
Content and illustrations © NCI Inc. 2001-2024 SOURCE: NCI Contractor Testing Results 11-05 to 12-23
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How To Deliver
High Performance

Static Pressures

BTUs

Refrigerant Charge

Combustion Efficiency

Tested and Balanced
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Why Sell High-Performance?

Owner Employees

It’s A Win-Win &
All the Way Around
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Customers Win
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Safer, Healthier More Reduced Utility More Value for Equipment will Fewer
Comfortable bills Their Dollar Last Longer unexpected
breakdowns
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Employees Win

= = v 3 @

Better Career Better Income Job Stability Year-round Work  Personal Growth
paths and Value
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Company Wins

Better Trained
Better Quality Employees -
Retention

Higher

Differentiation Profitability

Year-Round
Fewer Callbacks More Referrals | Stability — More
Even Cash Flow
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Customer Education is the Key

e Teach Your Way Through The Sale Purchase

e Teach Your Customer about their home and
system, and how to buy what they want and
need
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High-Performance
Lead Generation & Sources
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Three Types of Leads

e Traditional Replacement Leads
e Service-Generated Call Turnovers
e Homeowners Seeking Solutions
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Traditional Replacement Leads

e No drastic changes to your current marketing

e Differentiate with words like “High-Performance,” “Measured Results,”
and “Proven Results” into your messaging

e Add questions to your CSRs’ scripts about customer needs and that
increase awareness about how you are different

e Mention your techs and comfort specialists are certified to properly test
and provide recommendations for improvements based on their needs.

e Document responses for your Comfort Specialist
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Service-Generated Leads

e Service Techs test static pressure testing on every service call

e Short customer interview about findings and possible fixes

e Set up follow-up call with Comfort Advisor

e Document what testing was done, conversation, and
outcomes

e Documentation sent to Comfort Specialist
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Homeowners Seeking Solutions

Leads from homeowners with often long-standing problems
Incoming calls may involve detailed conversation

Ask lots of questions

Offer testing service for a fee - based on their needs and wants

Set up appointment for Comfort Advisor and if needed, lead tech to
perform testing

Document the conversation in detail for Comfort Specialist
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The High-Performance Sales Call
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Three Types of Sales Calls

e Traditional Replacement Leads
e Service-Generated Call Turnovers
e Homeowners Seeking Solutions
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Traditional Replacement Leads

e Start with interview — assess needs and wants

e Introduce the concept of testing slowly — your competition likely
didn’t

e Bringin only a thermometer and manometer to test temperatures
and static pressures

e Interpret airflow from statics or use Truflow tool

Content and illustrations © NCI Inc. 2007-2024

Why and How to Sell High-Performance HVAC



Traditional Replacement Leads

e Take the customer with you whenever possible as you test

e Use Airflow Hood if major temperature imbalances

e Educate the homeowner about their system

e At minimum offer an Air Upgrade

e Offer other options based on needs and findings

e Never push — always allow customer to pull — you are there to
facilitate the buying process.
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Service-Generated Leads

e Start with interview — review finding by your tech and assess
needs

e Begin testing fairly quickly. Your existing customer and no
competition

e Bring in thermometer and manometer to test temperatures and
static pressures.

e Interpret airflow from Static Pressures or use Truflow tool

e Introduce Airflow Hood to diagnose hot and cold rooms
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Service-Generated Leads

e Take the customer with you whenever possible as you test

e Educate the homeowner about their system

e Based on findings offer options like an Air Upgrade or System
Renovation

e |f equipment is older than 10 years or extremely oversized, offer
replacement options as well.

e Never push —always allow customer to pull —you are there to
facilitate the buying process.
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Homeowners Seeking Solutions

e This could be a paid diagnostic call

e Bringin all the tools including manometers, airflow testing and
sensible/latent testing tools. Start with interview — review finding
by your tech and assess needs and wants

e Bring in thermometer and manometer to test temperatures and
static pressures.

e Introduce Airflow Hood to diagnose hot and cold rooms
e Interpret airflow from statics or use Truflow tool
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Homeowners Seeking Solutions

e Begin testing quickly. This customer wants answers. Take them
with you through the process — Education is key here

e Teach the homeowner about their system and why the issues

e Offer options including Air Upgrades and System Renovations

e If equipment is older than 10 years or extremely oversized, offer
replacement options as well.

e Never push —always allow customer to pull —you are there to
facilitate the buying process.
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Next Steps

Air Balancing

Residential System Performance

CO & Combustion Testing

Duct System Optimization

Training Path to
High-Performance  Airflow Testing & Diagnostics

Content and illustrations © NCI Inc. 2007-2024

Why and How to Sell High-Performance HVAC



Come See Us at
Booth S-9043!

800-633-7058

www.nationalcomfortinstitute.com
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Questions?
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