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I"#P%&#"  BI(1)*™ Federated’s Distracted Driving initiative
focuses on the dangers associated with distracted driving. Distractions
have been a safety issue for drivers ever since the first automobiles hit
the road. Today, however, your drivers may be faced with a wide
variety of distractions that compete for their attention and impact their
ability to safely operate your company vehicles. This program provides

businesses with information to help educate their drivers on the

FAMO' ]S distractions they face while driving, how to handle those distractions,

. and what steps a business can take to implement a distraction free
SUPPLY driving policy.

Nick Lower, District Marketing Manager for Federated

Insurance, graduated from Muskingum College and has been with
l ENNU X Federated for nearly 10 years. He has won awards for sales & service

which are issued to the top 30% of Marketing Representatives.

Innovation never felt so good.™

To Contact Greater Cleveland ACCA

Phone Fax

440-543-4011 440-543-1699

e-mail:

Let us know you're coming by email or fax: March 11, 2010
for:

Members: $30
Non-ACCA members: $49

$5.00 charge for no reservation; No Shows & Late Cancellations will be charged; substitutes welcome
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Thank you for your suypport //
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: 2 1 - Jim Blind
330-334-1624 jab@aprilaire.com
6 ; * * 1 -Colleen O’Hara
216-831-6068 colleen@arzelzoning.com
8 - Mike Scott
216-529-1010 mscott@famous-supply.com
Brian Mazzarella
330-620-1166 bmazzarella@fedins.com
* * - Matt Koley
330-463-1280 matt.coley@ferguson.com
< - Dennis Kall
21-739-1100 dennis.kall@lennoxind.com
5 @) Jack McGranahan
440-835-1919 jmcgran@ix.netcom.com
Ve 1 - Alex Syntax
216-941-9200 mdwstal@aol.com
) O * - George Grozan
800-818-3398 info@4productive.com
8 * $ 1 ..
- George Trappe 440-835-5735
trappman@aol.com
= *3$ - Brett Griffith
216-328-2979 brettg@rhsonline.net
& - Tom Rundle
330-725-3451 trundle@wolffbros.com

Blue indicates Premium Sponsors

wise words

& NG
)*) +#
BYE $F
b 1,GHG6GIB-4:
, %
& 5 C
44-%A;4%,6,6
#% -
# 5 Wohe 1 1, GHAABHAA—-
(. 5 # IS
44-%1;1%,AG,
@. & & & @ #*
+ 44-44;B¥1BB4
? ? - 0& %
44-%144%: - A4
& @
7 - AAAKA : ~4BBB4
) & >
& 44-%;BABA4, -
+ %
H 2?
+ &
#
C
& @ H1-,-%1-,,1
: . # 44-%:4:%4-,,

+%$&,
Early bird registration for
Ohio convention ends

Last date to guarantee hotel
room at Hilton for convention
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MARK YOUR CALENDAR “—

March 11 - Distracted Driving - Federated
Insurance, Nick Lower

April 8 - What"s the BWC doing that affects
our premium rates? Kelly Denk, Frank
Gates Svc. Co./Avizentrisk

April 10 - Spring Fling & Reverse Raffle -
Details mailed ... call for more info

May 13 - no meeting - see May 20

May 20 -- Steve Coscia - special evening
program & dinner with ACCA-NEO chapter.

. 2010

ACCA Conference & Indoor Air Expo

March 7-9, 2010 “The Big Picture”
ACCA national convention and Indoor Air
Expo in Tampa, FL
http://www.accaconference.com/

HILTON AT EASTON,
COLUMBUS, OHIO
MARCH 24-27, 2010
EXPO MARCH 26, 2010

Registration forms now available online
www.ohioconvention-phccacco.org
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March 25, 2010

- -% . /7 O 1 23
Presented by: Jack Rise, Jack Rise HVAC
Technical Training

March 31, 2010
./ #H4 & . & !

Presented by: Keith Walker, Conditioned Air
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The recent winter storms over the past month have caused hundreds of accidents
across the state. Ohio Department of Insurance Director Mary Jo Hudson is offering tips on
what to do in the event of an accident and information drivers should get if they are in a fender
bender. “Getting the proper information is important as it will make the claim filing process go

that much smoother,” said Director Hudson.
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Rule Breaking 101

“What works for one company should work for yours.”

False: Whether it's marketing, sales, or management style, each company has its own personality and
flair. Embrace and enhance those things that make your company different. After all, that's how you'll
stand out from the competition.
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“If you can’t find something you need
in 60 seconds or less, you’ve got an
organization problem.” That’s one of
the many truisms uncovered by Mark
Matteson during his experiences
“decluttering” a very cluttered office.

At first, he says, he was in the same
old self-talk trap that many find
themselves in (“I might need this one
day...”). But then he launched a
thorough effort, beginning with this
question: “What are the vital elements
of an effective office?”

PC and printer/fax, desk, bookshelves,
filing cabinets and chair for visitors
were among the items that made the
list. Everything else had to go, based
on a simple formula:

1/3 gets TOSSED
1/3 goes to Goodwill
1/3 will be re-installed

We are motivated to take action for
two fundamental reasons, Matteson
says: 1) Fear of loss; 2) Desire for
gain. He also noted that in order to
succeed, he needed to do four things:

Decide to change.

List the reasons for making this
change (W.LL.LF.M = What's In It for
Me?)

Be accountable to someone (family,
for instance)

Take massive and immediate action.

Publisher’s note:
Most of the information provided in 54 ”

is from ACCAdemics by Adams Hudson , ACCA’s National
Marketing Partner, winner of the Dan Kennedy National Sales
Letter Contest, and author of Contractor Marketing Secrets

ACCN

Air Condiioning Contraciors of America

Greater Cleveland
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By Adams Hudson

What’s your company worth? It depends on how many customers are in the asset column. Oh, sure,
when you hear the phrase *“assets”, you might be thinking cash, equipment, trucks, office furniture,
warehouse ... in other words, things you own or nearly own. But don’t leave out “customer
relationships” in your calculations. They are also assets with an actual economic value — even if they
don’t show up on the spreadsheet quite the same way as physical possessions.

Maybe you’ve heard the buzzwords making their way through the marketing world: Lifetime Value,
Lifetime Market Value, Customer Lifetime Value, Lifetime Customer Value...

These are all variations of a concept based on what you can expect a customer to spend with your
company over time. “Lifetime” is a loose term, by the way — not really a life expectancy calculation of,
say, 77 years, but more like a multiyear period of, say, 7 years.

The lifetime value of your customers can be calculated with complicated spreadsheets and software, or
you can stick to a simple formula. For instance, let’s say an average customer ticket is $150, and he
makes two transactions per year, for an average of 7 years.

The “lifetime” value is 150 x 2 x 7 = $2100. (To determine lifetime “profit”, you’d multiply that figure
by your percentage of gross profit.)

Obviously, large-ticket replacements would send the lifetime value “way up” — and so would referrals
from satisfied customers. Regardless, the principle is undeniable: a customer relationship is an asset that
can be grown.

Assets can grow through their own activity — regular service, upsells, replacements — and their value is
increased exponentially when their referrals set off another set of calculations. But they can also fade to
zero, if customers run off with the next contractor that bats his low-priced eyes in their direction.

So look to the lifetime value as a number to be increased and reinforced. What upsells and add-ons can
you make to increase the average order? And are you doing what is needed to keep a valuable customer
your customer? For the contractor, retention marketing is always the best deal in town. (You can get a
free sample of HomeWords the ACCA exclusive customer retention newsletter by sending your request
to freeaccastuff@hudsonink.com)

NATE NEWS

All NATE exams are now graded as pass/fail. There will be no numerical grade attached to the
pass/fail. Candidates will still receive a statistical score report if they do not pass an exam to
help them identify their weak areas.

* 4 "4, 4

North American Technician Excellence (NATE) and the International Ground Source Heat
Pump Association (IGSHPA) announced an agreement that enables the current IGSHPA
Accredited Installer Exam to be administered and processed by NATE. As a result, all
technicians who successfully complete the IGSHPA/NATE exam will be "NATE
Certified/IGSHPA Accredited Installers.” This agreement aims to hold heating, ventilation, air-
conditioning and refrigeration (HVACR) practitioners to a higher standard and further promotes
industry excellence.
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