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Successful Sales
Best Practices and Proven Techniques

HVAC      Mechanical     Air Sealing and Insulation      Duct Sealing     Home Performance 



Safety Moment 

ÅAlways face the ladder when ascending 
or descending

ÅAlways maintain 3 points of contact

ÅThe top of the ladder should never be 
used as a step

Å[ŀŘŘŜǊǎ ǎƘƻǳƭŘƴΩǘ ōŜ ƳƻǾŜŘΣ ǎƘƛŦǘŜŘ ƻǊ 
extended while occupied

ÅNever carry an object or load that could 
cause you to lose your balance



Our Presenter

His 45 years of experience in HVAC 

sales training, sales management, sales 

coaching, and business coaching have 

given him a broad and diverse business 

expertise. Tom has developed his sales 

training and business capabilities by 

working with major manufacturers, 

distributors, contractors, builders and 

utilities.

Tom Piscitelli



Selling with TRUST® 

The Most Effective Sales 

Training for Sales Professionals





1. Asking for the sale

2. Engaging customers in the discovery of their problems

3. Offering CHOICES®

4. Using financing effectively

5. Following up until the customer ñsays YES or NOò

6. Adapting your selling style to match your customerôs

The Six Sales Behaviors that Create 

Extraordinary Sales Results:



1. Asking for the sale

The Six Sales Behaviors that Create 

Extraordinary Sales Results:



You will be more comfortable and 
confident during your sales calls,

producing happier customers,

creating even greater 
sales success.

The TRUST® Promise





The Customer 

sees very 

little of what 

we doé

Just like the 

tip of an 

iceberg...
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Thermostat

Air
Conditioner

Furnace

88 years of 
experience

aŀƴǳŦŀŎǘǳǊŜǊΩǎ 
recommendations 
and local codes are 
minimum standards

Drug-free
company

Employees
On call 24/7

Preferential service for our 
Peak Performance 

customers

Comfort  guaranteed in 
writing

Financial
strength

Multiple finance 
choices

Licensed, 
bonded, and 

insured

Each job inspected 
with a 17-point check 

by installation 
supervisor

Service trucks 
with genuine 
factory parts

Expertise in all 
home comfort 

problems

Heat Loss and Heat 
Gain Load Calculation 

on every home

Factory-
trained 

Installation & 
Service 

Technicians

Special care taken 
to protect your 
home during 
installation

All installers and 
service technicians 

wear photo ID

What you see:

What you also receive:



Sell Yourself

  Sell Your Company

        Sell a SOLUTION to your 
ÃÕÓÔÏÍÅÒȭÓ ÐÒÏÂÌÅÍÓ



When you talk, you have no idea what 
the customer is thinking about.

When you ask questions, you can 
influence what the customer is thinking, 
but you cannot control their thoughts.



tŜƻǇƭŜ ŘƻƴΩǘ ŎŀǊŜ Ƙƻǿ ƳǳŎƘ ȅƻǳ 
know, 

until they first know how much 
you care.

Zig Ziglar



ά²ƘŜƴ you say it, they can doubt you.

When they ǎŀȅ ƛǘΣ ƛǘΩǎ ǘǊǳŜΗέ

Michael Oliver



Listening Χƛǎ ŀ ƎƛŦǘ ȅƻǳ ƎƛǾŜΦ

Michael Oliver



T.R.U.S.T.® Principles







Tell the Truth



Relationship



Understand



Show them CHOICES®



Take Action



Problems exist in every home

Homeowners want someone they can trust 

People want information 

Everyone appreciates having choices 

You can ask for the sale without being 
pushy

Selling is simple. Just find 
out what the customer 
wants and offer it to them.          



Problems Exist in Every Home

Customers expect you, 
as an expert, and as 
their advocate, to 

investigate everything 
that is important and 
could be a problem for 
their family or business.
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Houses Leak!



10/07/13 TRUST® Training and Consulting ©

Ducts Leak

28
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Missing or Insufficient Insulation

29



AirAdvice® Data

Frequency of Specific IAQ issues



Percent of Homes with 1 or More IAQ issues



{ƻƭǾƛƴƎ ¸ƻǳǊ /ǳǎǘƻƳŜǊΩǎ tǊƻōƭŜƳǎ



What are we selling?

What is the customer buying?

     Customers buy solutions 
to their problems.





Creating solutions for your 

customers begins with your sincere 

interest in helping them.



Giving your customers choices will 

show them that you respect their 

ability to make a choice.  



The choices you offer are based on the 

problems you discovered by: 

ÅAsking questions

ÅSurveying the home and the system

ÅTaking appropriate measurements 



Engaging customers in the discovery 

process will create their ownership of 

your proposed solutions.



TRUST® Process for Creating Choices

Problem   +  Cause   +  Consequence  =  Choices

1. Find a problem

2. Explain what caused it

3. Tell them the consequence of not fixing it

4. Ask if they would like to know what their 
choices are to fix it



VHot and cold spots
VHIGH energy bills
VAllergies
VExcessive noise
VReliability concerns

²Ƙŀǘ !ǊŜ ¸ƻǳǊ /ǳǎǘƻƳŜǊǎΩ tǊƻōƭŜƳǎ



VMore Comfort
VSave Energy and Money
VHealthier
VQuieter
VPeace of Mind

Benefits from Solving Problems



V Comfort: Hot and cold spots or drafty
V HIGH energy bills
V Allergies or indoor air quality
V High or low humidity
V Water infiltration
V Ice dams
V Excessive noise
V Reliability concerns

²Ƙŀǘ !ǊŜ ¸ƻǳǊ /ǳǎǘƻƳŜǊǎΩ tǊƻōƭŜƳǎ



When the total of ALL of the 
.9b9CL¢{ ŜȄŎŜŜŘǎ ǘƘŜ ǇǊƛŎŜΧ
then the customer will BUY!





High Utility bills

Save money and energy without sacrificing comfort

May have higher upfront cost but offers a better return on 
investment

 Environment- Efficiency is better for environment and lowers 
carbon footprint

Commercial customers

Lower operating costs

Helps with sustainability goals

A combination of different choices can meet energy, money savings, 
and carbon footprint goals.

How Can Energy Efficiency be Part of the Solution?















Sell Yourself

Sell Your Company

Sell a SOLUTION to your 
ŎǳǎǘƻƳŜǊΩǎ ǇǊƻōƭŜƳǎ



Believe in Magic



We have built one of the most trusted names in 
home service in Southern Idaho.



We Support Our 
Community



ÅClean Uniforms

ÅFriendly Technicians

ÅCombined over 100 

years of experience

ÅCertified Technicians



Company Preso 9We Respect Your Home




