Got Leads? Three low cost ways to spark your replacement business now!
By Kurt Kizewski
HVAC CONSULTING LLC.

There is an old saying “nothing happens without a sale.” That may be true but I say “No sale happens without a lead.” Most contractors that I meet tell me that they have plenty of service calls right now but their replacement business is down. They also say that people are opting to repair versus replace. Sound familiar?
Currently industry shipments of motor bearing units (MBU’s) is at 1995 levels. Whether you are a manufacturer, distributor or contractor you are probably praying that we have a hot summer and things turn around. What if we don’t?
Turn service calls into replacement leads.
An average size  HVAC company  has three to four technicians that run usually four to five calls a day, so that’s fifteen to twenty calls a day or about seventy five to one hundred calls per week. Assuming that most of these calls are demand service work and not warranty, you should be generating around two leads per tech a week. Now some of these leads may not be for complete systems but may be for humidifiers, advanced air cleaning systems or other accessories or services your company may offer.
How do I get my techs to generate leads?
Having been a technician myself who said “ I’m a technician not a salesman” I understand the challenge. The key is to make it easy for them to offer options but not have to do too much “selling.” One way to do that is to have a flyer printed that explains the current Tax Rebates,
Manufactures rebates and any potential utility rebates that might exist in you market. Now, here is the key to this strategy. Do not just hand your techs a stack of flyers and expect that they will reach the customer. Have your office administrator staple them to each invoice so the tech is forced to tear it off the invoice and hand it to the customer otherwise they will end up as floor mats in your service vans.
Create a formalized referral program.
There is a national cable TV provider that is offering one hundred dollars to the customer who refers them to a new customer as well as giving the new customer one hundred dollars for becoming a customer.  What program do you offer?
If you do not have a referral program one low cost idea may be to offer a coupon for your services or a discount towards the installation of a new comfort system. Mail a letter to your existing customer base introducing your referral program with the coupon. This coupon can also be included on the flyer your technicians are handing out.
Comfort Survey
Mail out a comfort survey with a self addressed stamped envelope to your customer base with a coupon for a discounted spring tune up. With the survey you could include the introduction letter of your referral  program and potentially the tech flyer as well.
Make sure the survey includes questions like “describe which rooms are the least comfortable” or how are the humidity levels in your home.”

 Most importantly make sure you ask the  system age. Once these surveys are returned, follow up on any concerns your customers have or contact those with old equipment and watch your replacement business grow. These comfort surveys could be handed out and collected by your technicians to help save on postage costs.
For a free copy of the referral letter, comfort survey and tech flyer contact Kurt Kizewski at hvacconsultingllc@gamil.com or by phone at 719-246-1276.
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Kurt Kizewski has been in the HVAC industry for twenty five years. His experience includes 15 years on the contractor side of the business  as a service technician, retail sales person, sales manager. On the distribution side he was a Top Ten Trane territory manager and Sales & Distribution Manager for Trane residential in Colorado, Utah, Wyoming  & New Mexico. He is now the President of HVAC Consulting LLC. which provides marketing, lead generation programs and training for HVAC contractors.
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