
 
 

 

   
 

        
 

                                                                     
 
 
 
 

  
 

 
 

       
 
 
 

 

 
 
 

 
 
 
 
 

                      

 
To Contact Greater Cleveland ACCA  

 
Phone                                                     Fax 

440-543-4011      440-543-1699 
 e-mail:       accacleveland@aol.com  

 
 

 
 

MARCH 2010 
  

Let us know you’re coming by email or fax:  March 11, 2010   
Reservation for:                            Payment is expected in 
                       advance or at the door
 � Check    � Cash  � Credit card 
Company:               Members:   $30 
Fax: 440-543-1699   or e-mail accacleveland@aol.com     Non-ACCA members:   $49  
$5.00 charge for no reservation;  No Shows & Late Cancellations will be charged; substitutes welcome   
me 

THANK YOU  to our THANK YOU  to our THANK YOU  to our THANK YOU  to our     
 Sponsors! Sponsors! Sponsors! Sponsors!    
    

 
 

 

 
 
 

 
 

    
 

 
 

 
 
 

 
 

Thursday, March 11   
 

Holiday Inn, Independence 

6001 Rockside Rd @ I-77 
 

7:45 am Social 

8:00 am Breakfast & Annual Meeting 
8:30 am Announcements  

Speaker:  Federated Insurance 

           Nick Lower, District Marketing Mgr. 

DISTRACTED DRIVI)G - 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 
distractions they face while driving, how to handle those distractions, 
and what steps a business can take to implement a distraction free 
driving policy. 
           Nick Lower, District Marketing Manager for Federated 
Insurance, graduated from Muskingum College and has been with 
Federated for nearly 10 years.  He has won awards for sales & service 
which are issued to the top 30% of Marketing Representatives.    



 
 
 
 
 
 
 

We begin the month of March anticipating the 
winds of change.  Every year we think it will 
never arrive, but Spring is just around the 
corner.  The snow will melt and the flowers will 
be blooming.  We will soon be rejoicing in the 
hot days of summer.  
 

One goal your Board has set for this year is to 
increase the visibility of ACCA in the 
community and among our fellow contractors.  
We believe by doing this, we can benefit both 
the Greater Cleveland ACCA and our 
members.  We have been blessed with many 
riches and giving back to the community is a 
way for us to share these riches.  We will be 
co-sponsoring Heat and Plumb the Country in 
the fall.  Don Van Horn has graciously agreed 
to chair this endeavor and more information 
will be forthcoming as the time draws near.  
We are considering several other projects 
including Habitat for Humanity and 
coordinating a food drive.  We will keep you 
apprised. 
 

We have planned several fun and/or educational 
activities for the coming months.  Our annual 
Spring Fling will be held on April 10th at La 
Casa Bella Party Center in Oakwood.  A good 
time is had by all and many friendships are 
born and/or strengthened by meeting people 
in a more relaxed environment.  We are 
partnering with the Northeast Ohio Chapter of 
ACCA to bring Steve Coscia to Northern Ohio 
on May 20th.  Steve is a published author and 
renowned expert on HVAC customer service.  
That will be an evening meeting to allow you 
to bring your key customer service 
employees.  This is a not-to-be-missed event!   
Our annual golf outing will also be held in the 
summer.  More information will be coming as 
the time draws near. 
 

Don’t forget to register for the ACCA Ohio 
Annual Convention to be held March 24 – 27 
in Columbus.  If you cannot come for the 
entire convention, consider coming down for 
just one day.  There are several great 
workshops on Friday morning and the Expo is 
open in the afternoon.  Come to learn and 
mingle with your fellow contractors and meet 
with the manufacturer reps and suppliers 
about new and familiar products to assist you 
in working more efficiently.  Hope to see all of 
you there.                                            Kris  
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President's Message     
Kris Guzik 

As the weeks and months f ly by,  we here at 
Greater Cleveland ACCA hope you’re taking 
advantage of everything your ACCA membership 
has to offer. 
 
Whether you need advice from the experts, a peer 
group to help you through bus iness chal lenges, 
updates on the latest laws, or even technical know-how, 
it’s all available to you. Just let us know and we’re here 
to do whatever we can to make you – and your 
business – a success! 
 
In the Library: 
The following ACCA-produced educational tools for 
your company training meetings are available for your 
use;  1 month maximum borrow time;  Deposit of value 
of items by credit card or check to be refunded upon 
return of items.    Call the office 440-543-4011 if 
questions or to request.   Available items are brought to 
membership meetings and may be taken at that time if 
requested in advance.  
 
Manual D -- Manual with CD: Understanding Manual D 
Manual J -- Manual with CD: Understanding Manual J 
Manual T -- Air Distribution Basics for Residential & 
 Small Commercial Buildings - Manual 
Manual S -- Residential Equipment Selection - ANSI
  approved  - Manual 
Tips for Residential HVAC Installation - CD includes
 Tools & materials, Installing Duct, Panning, 
 Takeoffs & Connections, Field Modifying Duct, 
 Using drive cleats, Hangers & Supports, Misc.  
 
Coming soon:    CORE testing preparation on CD  
 
Executive Secretary Sandy Pogan is NATE certified 
proctor for testing;  at your site or her office.    
 
WELCOME new Associate Members 

McGranahan Associates, Inc. 
Jack McGranahan, President 

440-835-1919    fax: 440-835-1180 
jmcgran@ix.netcom.com 

HVAC Products: Co-Ray-Vac, Vantage & Gordon 
Ray low intensity infrared heating equipment 

ICE Air turnover & make-up air heating & cooling 
equipment  

Residential Energy Services, Co., Inc. 
George Trappe, Vice President 

440-835-5735   fax: 440-835-5780 
trappman@aol.com 

Energy Audit Services, Building Efficiency 
Diagnostics, Building Energy modeling, REScheck 

compliance, Manual J,D,S Compliance 
 

MEMBERSHIP  
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wise wordswise wordswise wordswise words    
    

“Small opportunities are often the 
beginning of great enterprises.” 

 

Demosthenese 
    

Aprilaire/Research Products Corp. - Jim Blind 
   330-334-1624      jab@aprilaire.com  
Arzel Zoning Technology, Inc.  -Colleen O’Hara 

216-831-6068 colleen@arzelzoning.com 
Famous Enterprises - Mike Scott 
        216-529-1010    mscott@famous-supply.com 
Federated Insurance - Brian Mazzarella 
 330-620-1166 bmazzarella@fedins.com 
Ferguson Heating - Matt Koley 
 330-463-1280  matt.coley@ferguson.com 
Lennox Industries - Dennis Kall 

21-739-1100 dennis.kall@lennoxind.com 
McGranahan & Associates -  Jack McGranahan 
           440-835-1919   jmcgran@ix.netcom.com 
Midwest Compressor, Inc. - Alex Syntax 
 216-941-9200  mdwstal@aol.com  
Productive Air Duct Cleaning  - George Grozan 
 800-818-3398  info@4productive.com  
Residential Energy Services Co., LLC    
 - George Trappe  440-835-5735 
 trappman@aol.com  
Robertson Heating Supply - Brett Griffith 
 216-328-2979   brettg@rhsonline.net 
Wolff Brothers  - Tom Rundle 
 330-725-3451   trundle@wolffbros.com  
 

Blue indicates Premium Sponsors  
         

GREATER CLEVELAND ACCA 
2010 Officers: 
President –- Kris Guzik      
 Energy Management Specialists - 216-676-9045 
Vice President -   
Secy/Treasurer – Enos Detweiler, Burton Sheet 
 Metal               440-834-1717 

Board of Directors / Committee Chairs: 
Mike Aerni – Conserv-Air -Golf Outing  216-889-8800 
Al DiLauro –Cleveland Air Comfort-Golf Outing 
               440-232-1861 
Jerald & Laurie Hoover, Hoover Heating & A/C 
 Spring Fling Social Event         440-439-2994 
Keith Raymond, Raymond Plumbing &Heating -  
 Education             440-244-5584 
Brian Stack, Stack Heating & Cooling,  
 Immed. Past President            888-850-9994 
Don VanHorn, BTU Comfort Solutions,  
 Heat the Town            440-398-9415 
Mike Scott, Famous Supply -  
 Associate Representative    
 
ACCA Ohio Board Trustees representing 
Greater Cleveland ACCA: 
Enos Detweiler, Burton Sheet Metal 
Brian Stack, Stack Heating & Cooling (2010-2011)         
 
Chapter Manager: Sandy Pogan, CAE 440-543-4011 

ASSOCIATE MEMBERS 

Thank you for your support !!Thank you for your support !!Thank you for your support !!Thank you for your support !!    

MARCH 3  
• Early bird registration for 

Ohio convention ends 
• Last date to guarantee hotel 

room at Hilton for convention 



                                           installed 

 
 
 
 
 

COMING EVENTS 
2008 Coming Events              
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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.     

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

 

Registration forms now available online 
www.ohioconvention-phccacco.org 

 

 
 
Seminars and training sessions from the 
nation's leading contractors and industry 
experts ... all from the comfort of your own 
desk, office, or training room!   And produced in 
webinar format by ACCA.    
 Participate in live, interactive training 
without taking time away from work. Or access 
online training archives -- whenever you want 
-- 24/7.   http://www.acca.org/comfortu/ 
Registration is required; you must be a 
member. 
All for one low monthly fee. No risk. Cancel 
anytime.     

This month: 

March 25, 2010 
Diagnosing Airflow Problems (Part 2) 
Presented by: Jack Rise, Jack Rise HVAC 
Technical Training 

March 31, 2010 
How to Turn Comfort Complaints Into 
Profits 
Presented by: Keith Walker, Conditioned Air 

 

  



 
 
 
 
 
In an Accident?  Make Sure You Get Enough Info!  
Insurance Department reminds Ohioans to get as much information as they can to assist in the 
claims process  

COLUMBUS — 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.   
 
Director Hudson suggests that Ohioans:  

•         Be safe!   Make sure you stay away from moving traffic after an accident.  Do not put yourself 
in a dangerous situation.  Move your vehicle out of harm’s way if you are able.  

•         Assist others if necessary – Check on passengers in your car and in the other vehicle(s) and see 
if they need help, but only if it doesn’t put you in a dangerous situation.  Call emergency 
personnel if necessary  

•         Take photos – Try to take as many pictures as possible of the damage.    Also, sketch a diagram 
of the accident, making sure to label your car, any other vehicles involved, streets, highways 
and other points of interest.  

•         Exchange information – Get the name, address, phone number, date of birth from the other 
drivers involved in the accident.  Also, get the driver’s insurance information, including policy.  If 
the driver of the car is not the owner of the vehicle, get the insurance information of the vehicle 
as well.  

•         Get witness information – Get the contact information of those who may have seen the 
accident.  Your insurance company and/or police may want to speak to them later.  

•         File a police report – If the accident is not serious, you do not need to call the police to have 
them do a report at the scene.  Police may also be too busy to respond to a minor accident.  If 
this is the case, you can move your vehicles to the side of the road, exchange information and 
then file a report later.  If an officer does come to the scene, make sure to get his information as 
well (name, badge number, etc.)  

Ohio insurance consumers with questions and concerns about their insurance can call the 
Department’s consumer hotline at 1-800-686-1526. Free information can also be obtained at 
www.insurance.ohio.gov .  
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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.   
  



 
 
 
 
 

Lose The Clutter 
 

“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.I.I.F.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 Business Helps 
 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 
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The Season for  
Indoor Air Quality Services 

 
Spring is in the air, and that’s great – especially if 
you like pollen, allergies, sneezing and so forth.  
Yet the problems of springtime breathing issues 
also create opportunities for household breathing 
solutions. 
 
One of the best times to remind customers about 
Indoor Air Quality issues could be when their noses 
are stopped up, and they’re sniffling their way 
through the weeds the lawn just sprouted 
overnight.  So, as you talk to customers in ads and 
in person, tell them what they need to know:   
 

• Americans spend 90% of their time 
indoors these days. 

• Indoor air often contains higher 
concentrations of hazardous 
pollutants than outdoor air. 

• Indoor air pollution is one of the top 
five environmental risks to public 
health. 

 
We’ve been talking about this for awhile, and the 
support just keeps on coming.  In fact, researchers 
from Johns Hopkins University released a study 
that – not surprisingly – found an association 
between increasing levels of indoor particulate 
matter pollution and the severity of asthma 
symptoms among children.   
 
They followed 150 asthmatic children for six 
months, using monitoring equipment to measure 
the air in the child’s bedroom at scheduled 
intervals.  And they came to conclusions that verify 
the need for IAQ services:  understanding the 
effects of indoor air is important because children 
spend so much time indoors, and improving indoor 
air quality may also help improve asthma health. 
 
An important part of serving others is educating 
them about potential problems they face and 
options they have to resolve these problems.  So 
what will you do about what you know about IAQ?  
Tell your customers.   
 
Educate them about the pollutants that may be 
building within the air in their homes, help them 
identify the symptoms they may have been 
experiencing, and let them know about the 
solutions you have to offer.  In other words, let 
them know what you know, and you’ll both benefit 
from this important exchange of information.  



 
                

 
 

Calculating the Value of A Customer 
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 
Pass or Fail  
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. 
Ground Source Heat Pump 
 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. 
 

 



 
                      

     
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

MEMBER MINUTE – March 2010 

AIR CONDITIONING CONTRACTORS OF AMERICA - OHIO CHAPTER 
18961 River’s Edge Drive, Chagrin Falls, OH 44023 

1.800.353.ACCO (2226) - fax: 440.543.1699  
accohio@aol.com - www.accohio.org 

 
 

Extend an invitation to another 
HVAC/R contractor who is 

missing all the benefits to be 
successful - as well as a viable 

competitor.   
 
 

 IMPORTANT DATES 
 

ACCA Conference  
March 7-9, 2010  

Tampa, FL  
  

2010 Convention 
March 24-27, 2010 
Hilton at Easton 
Columbus, OH  

www.ohioconvention-
phccacco.org 

 

 
 

Platinum Sponsor… 

 
 

Gold Sponsors… 
 

 
 

 
 

 

MEMBER BENEFIT:   10th ANNUAL PHCC-ACCA CONVENTION AND EXPO 
MARCH 24-27, 2010, Hilton at Easton, Columbus, OH 

Today’s PuzzleDTomorrow’s Solution 
 
Net�work�ing [net-wur-king]; noun  
Meeting and interacting with individuals who have similar interests in an effort to 
build relationships that will produce current and future benefits. 
 
One of the most important benefits to take advantage of at the Annual ACCA-
PHCC Ohio Convention is NETWORKING.  There are numerous networking 
opportunities that allow you to expand your network of contacts, gather new 
ideas, share your experience and find new partners from around the state.   
 
ACCA Ohio Annual Meeting: Learn the current “state of the Association” and 
have an opportunity to express your concerns, ask questions and talk with board 
members who make the decisions at the state level on your behalf throughout 
the year. Thurs, March 25, 2010; 8:30am to 11:00am; Hilton at Easton, 
Columbus 

************************************************ 
Media Campaign: Along with the Ohio PHCC, the ACCA Board of Directors, 

local chapters and members have committed funds to support a media 
campaign to educate the public about unfair utility competition.  We are asking 
all ACCA members to participate in this campaign and send a check in any 
amount to ACCA Ohio (18961 River’s Edge Dr. E, Chagrin Falls, OH 44023).  

 
Legislative & Regulatory Update:      
 SB213- Workers Compensation Premiums (Faber K) would put into place a 

two year moratorium on additional premium increases for group employers to 
allow for the past changes to mature so actual claim and premium data can be 
used and analyzed.    

 
REMINDER: If you do not pay your Speedway/SuperFleet bill by the due 

date, the discount that you are counting on is not awarded.    
 
How to Market and Sell the Tax Incentive Program: This free report will show 

you how easy it is to start selling higher end equipment now using this lifetime 
opportunity program. Excellent results for the proactive. We’ve even created 
an entire marketing system just for the tax incentive program. No matter who’s 
marketing strategy you use, do not miss out. To get this gift, fax a polite 
request on your letterhead to 334-262-1115 or a similar e-mail to 
freeaccastuff@hudsonink.com 

Energy Star OH Recovery Act Rebate Program: The state of Ohio is making 
rebates available to replace inefficient appliances with Energy Star® qualified 
appliances according to the following: **$100- Hi-efficiency Gas Storage Water 
Heater and $250 Electric Heat Pump Water Heater. Purchase must be made 
between March 19 and May 17, 2010 (** Only Energy Star® qualified hi-
efficiency gas storage water heater certified as of January 1, 2009 to present, 
and is subject to any updates by Energy Star®).      

Scholarships Now Available: Memorial Scholarship funds are now available to 
Ohio residents pursuing a career in HVACR through trade / vocational schools 
or college programs designed with educational programs to benefit the 
HVACR industry.   Applicants must be sponsored by an ACCA Ohio member.  
Applications are available online at www.accohio.org or by calling 800-353-
2226.  Deadline to file an application is June 15. 

 


