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Introduction 
 

What do residential HVAC service business owners or their staff want? They want success, more 
leads or opportunities, make more money, and free up more time for themselves and their families. 
However, most of us have a problem. There is a villain called 'too many distractions, 'which refers to 
the various challenges and obstacles that prevent them from achieving their goals, such as inefficient 
procedures, lack of training, or poor customer service. They need business help, as found in this 
textbook.  
   

This textbook and our comprehensive online support system efficiently help fix this. 
Our online support includes [specific resources or tools], which can be accessed 
through our website or [specific platform].  
 

 
This guide provides a practical and efficient strategic business and career advancement development 
plan, empowering you to succeed in your HVAC business today!  
 

• We are hyper-focused on profitable revenue growth and will help you to move up to 400% 
more boxes off the shelf.  

• We provide you with a business model similar in scope to HVAC franchise business models, 
supported by live weekly meetings. 

• We provide your managers and staff 24/7 job-specific training on professional work delivery 
procedures and forms on their desktops, laptops, or handheld devices. 

• With this guide, you can Achieve sustainable success and transform your HVAC business skills 
to outperform the competition, inspiring you to reach new heights in your industry.  

• Imagine what your HVAC Business's performance would look like if you could learn to run 
your business more like the best.  

  

 
“I looked at all the major consulting services 
and felt that Join HVAC Success’s HVACPro 
offered the best value. We are using his flat 
rate repair service, HVAC & ductless mini-split 
price guides and their HVAC professional 
business and work delivery procedures found 
in this textbook. They provide right at my 
desktop’s online implementation support. We 
view their services as complete business 
system, pricing system and an affordable 
alternative to a franchise.”  
 
Andrew Conrady 
Kelly’s Heating & Air, TX 

 
“We have been using HVACPro for six years 
and can only say great job to Join HVAC 
Success and their team. Our growth has been 
consistent since we started on the program 
and our profits are up. I have found if you just 
follow the program you can become a very 
professional and harvest more opportunities 
that we often overlooked in the past. The best 
part is we are now sustainable and have a 
place to train our new hires. I would highly 
recommend this program. “ 
 
Clint Green  
Premier Heating & Air Conditioning, ID 
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The Many HVAC Business & Career Advancement Benefits 
   
OBTAIN A CLEAR PATH FOR BUSINESS OWNERS OR CAREER ADVANCEMENT 
This textbook provides a prioritized step-by-step strategic business development 
tasking plan to implement best practice procedures within your business. We present 
today’s best practice sequence labor tasking process & forms required to complete 
each business management and work delivery function of the company. These 
business and work delivery functions are also packaged into standard industry job 
training for each member of your business.  
  
INCREASE YOUR CHANCES OF SUCCESS 
Successful contractors know it is all about managing people and procedures that 
enable success—methods that help you consistently capture your fair share of 
revenue and profit opportunities. Customers have gone from negative net profit 
before taxes to 30%+ within three months of implementing textbook best practice 
HVAC business and work delivery procedures.  
 

PERFORM RESIDENTIAL LEAD GENERATION BETTER. 
In this textbook, we provide residential lead generation strategies for your repair, 
service agreement, replacement, and retrofit/design-build project services. 
 
SELL YOUR WORK BETTER 
We provide value-based selling procedures for residential service agreements and 
projects, which offer our clients up to 60% or more close rates at higher gross profit 
margins than price-only selling methods. 
 

PRICE YOUR WORK BETTER 
We provide best-practice repair service, replacement installation, retrofit, and design-
build pricing methods. 
 

ORGANIZE YOUR WORK BETTER 
We provide a complete set of proven business and work delivery procedures to train 
your staff. Operating and work delivery procedures your staff can replicate every time. 
We also help you right-size to full staff utilization and manage your team to 
procedures. 
 

OBTAIN UNLIMITED ACCESS TO BUSINESS& STAFF TRAINING 
Our HVACPro Masterclass Club offers unlimited access to online LIVE staff job 
education and implementation training focused on the HVAC process. 
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