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How many of your dealers would like to close the deal on more
commercial jobs? The average commercial contractor "7'8%'", & ®: ;
of the commercial replacement proposals that he presents. The biggest
reason the closure rate is so low is that most business owners choose to
repair versus replace. This is true even when the equipment is old,
inefficient, and frequent service is required. 8 &-&5+&5,". &M *8, b
1&( $8" 5+H5<& ' &t $<" 5=" &' +58/ &r P ' &Ph&AHA". . &HZ'HA" 5+&
088

0%$7"45,$"7$4". . &4>'$. *TW* 748 * B8R & Ys$Maintenance
agreements are the key to success in the commercial replacement
market. 0185 4" 7TH A%t #1"$ "#7,3 &S . ", % . *TUR/* 748
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are more loyal and less likely to shop price. Statistically, & 41$<"""*+
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+&('*4& &/%H"+B. Share this with your dealers who do not view
maintenance agreements as a strong profit generator.

Maintenance customers are also much more likely to consider
replacement cost comparisons and financing offers when they are
presented by a contractor who has been serving their needs over a
period of time. A proven track record with the business owner is
invaluable in improving the likelihood that they will trust the
contractor’s recommendations.

Do you have dealers who need help capturing maintenance
agreements and generating proposals? Get them into the C30P +'5(E
F5,278& , %5, Z7& , &' ZZ @workshop where they will learn how to
generate commercial leads, sell preventative maintenance agreements,
and dominate the commercial replacement business in their market.

H$) & &"($K+' A&, 27§+ (",* Fnlike residential selling, a dealer
selling commercial does not always have an opportunity to make his
proposal to the decision maker. His proposal may go through two or
three layers of management before reaching the decision maker.
Therefore, 12 % +27K +'(",*'S 5, %=-8h W' 7 @/ " S5@QPHS W7 <$'7
2" "#7. If they do not have a professional proposal generator,
encourage them to take a look at the one on ASDealerNet. Also, make
sure that they include a load calculation, leasing proposal, and ROI
(Return On Investment) worksheet. The leasing proposal and ROI
worksheet can be quickly generated through ASDealerNet. Contact
Steve Spires for more information on these tools. The more
professional information your dealer’s proposal contains, the more
likely he is to close jobs.
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leasing proof sheet with every proposal! On average, Z74 5<% @%&
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+0& Many of these business owners will not even use our financing,
but it provides an opportunity to look at replacement as a monthly
investment and overcome capital budget challenges. Contact your
ASBS representative to arrange a commercial leasing workshop for your
dealers. This workshop is free of charge and will have a definite impact
on your dealers’ ability to close commercial replacement opportunities.
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+8('* 48 &I% /B <R 8ARRIEL5Z . &% This is the case with more
existing equipment then our industry can replace over the next 3 years.
The ROI worksheet found on ASDealerNet provides an easy way for
dealers to show a business owner how replacing that old equipment can
put dollars in his pocket! Contact Steve Spires for an Excel version of
this software or for help understanding how to use this valuable tool.
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Welcome to the very first edition of the American Standard
Commercial News. This will be your quarterly source for the
latest and greatest information to help you grow your
commercial business. Once a quarter you will receive a new
edition with proven sales strategies and valuable product
information. In the future we will also be sharing best
practices and testimonials from territory managers and dealers
who are experiencing great success in their commercial
markets. If you have an idea for an article or an experience
that you would like to share, please forward it to
steven.spires@americanstandard.com or give me a call at
(903)-266-3756. Happy Selling and best of luck in 2007!
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B to B Selling is the easiest way to jumpstart your commercial
sales AND if you are participating in the 2007 Commercial
Growth Sales Plan, you may qualify for a FREE B to B
Workshop! Don’t wait, dates are filling up fast! Contact Steve
Spires for details.
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Our new 15 SEER, 3-5 ton packaged units provide distinct
advantages over the competition. Typically, this level of
efficiency is only available in packaged units designed for the
residential market. This is a problem when options such as belt
drive motors or hinged doors are needed. Use this product
along with the available factory installed options to lock out
the competition. These units are especially attractive to
schools and in markets where utility rebates are available based
on efficiency. If you are in a market with high electrical rates,
consider using the ROI worksheet to show why replacing old,
inefficient equipment with a new American Standard 15 SEER
unit makes dollars and sense to the business owner.




