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Successful Sales
Best Practices and Proven Techniques

HVAC      Mechanical     Air Sealing and Insulation      Duct Sealing     Home Performance 



Safety Moment 

• Always face the ladder when ascending 
or descending

• Always maintain 3 points of contact

• The top of the ladder should never be 
used as a step

• Ladders shouldn’t be moved, shifted or 
extended while occupied

• Never 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 “says YES or NO”

6. Adapting your selling style to match your customer’s

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 do…

Just like the 

tip of an 

iceberg...



The Customer 

sees very 

little of what 

we do…

Just like the 

tip of an 

iceberg...

Thermostat

Air
Conditioner

Furnace

88 years of 
experience

Manufacturer’s 
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 
customer’s problems



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.



People don’t care how much you 
know, 

until they first know how much 
you care.

Zig Ziglar



“When you say it, they can doubt you.

When they say it, it’s true!”

Michael Oliver



Listening …is a gift you give.

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!
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Ducts Leak
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Missing or Insufficient Insulation
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AirAdvice® Data

Frequency of Specific IAQ issues



Percent of Homes with 1 or More IAQ issues



Solving Your Customer’s Problems



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: 

• Asking questions

• Surveying the home and the system

• Taking 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



✓ Hot and cold spots
✓ HIGH energy bills
✓ Allergies
✓ Excessive noise
✓ Reliability concerns

What Are Your Customers’ Problems



✓ More Comfort
✓ Save Energy and Money
✓ Healthier
✓ Quieter
✓ Peace of Mind

Benefits from Solving Problems



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

What Are Your Customers’ Problems



When the total of ALL of the 
BENEFITS exceeds the price…
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 
customer’s problems



Believe in Magic



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



We Support Our 
Community



• Clean Uniforms

• Friendly Technicians

• Combined over 100 

years of experience

• Certified Technicians



Company Preso 9We Respect Your Home





SATISFACTION GUARANTEE 
 

If you are not completely happy with your 
system and cannot fix it, we will remove it 

and refund your money. 

We stand behind our work 100%.   



We Offer 
Rewards for 

Referrals!



Offering Choices



HVAC/mechanicals (heating and cooling)

Indoor Air Quality (testing and mitigation)

Duct Sealing

Air Sealing and Insulation

Do you have a network of partners who you can 

refer customers to for work you do not do?

www.nicorgas.com/findacontractor

What solutions do you offer?          

http://www.nicorgas.com/findacontractor


Energy Efficiency as a Viable Choice

• Summarize the cost- and energy-saving benefits

• Demonstrate knowledge of grant and incentive options

– Utility, manufacturer and government rebates

– Tax credit options

• Show additional funding options like Nicor Gas On-bill Financing 
when rebate eligible equipment is installed

– Nicor Gas has Energy Efficiency loans at 8.99%

– No fees to customer or contractor

– Paid through Nicor Gas bill



64

Inflation Reduction Act (IRA)

• May be eligible for up to $1,200 in federal tax credits per year for 
residential

• Eligible items may include some heating equipment and air sealing 
and insulation projects

• For more information and to apply:

– nicorgas.com/ira





Everything that you heard.

Everything that you saw.

Everything that you measured.

Summarize the Problems





It will take me about 20 minutes to put everything 
together. I’ll start with the load calculation, which 
tells us what size of equipment and ductwork are 
needed. Then, I’ll calculate the utility savings you 

might be able to get. That will give me enough 
information to show you some choices to consider. 

Is all of that okay?

Explain What’s Next



• Clear off your workspace.

• Put the Proposal in a folder.

• The folder is pre-loaded with information, 
assuming the sale is made.

• iPad is set with a photo review of problems 
and a Company Presentation.

• The Summary of “problems” is neatly 
printed and on top of the folder.

Prepare the Presentation





Timid salespersons have skinny kids.

Zig Zigler

Closing the sale



1. Asking for the sale

The Six Sales Behaviors that Create 

Extraordinary Sales Results:





When you have earned the right to ask for the sale, you 

have also earned the right to follow up. 

Create an agreement with the customer for follow-up. 

Follow Up…Until They Say Yes or No!

../../../Handouts%20Forms/Sales%20Calculators%20and%20Lead%20Tracking/TRUST®%20First%20Call%20Follow%20Up%20Referral%20Income%20Calculator.xls


Clients-for-Life



• 1-2-3 Day Workshops

• One-on-One Coaching

• tom@sellingtrust.com

• www.sellingtrust.com

mailto:tom@sellingtrust.com


Questions?



Thank You!

Tom Piscitelli
Selling T.R.U.S.T.®
425.985.4534
Tom@SellingTrust.com

Janet Sebahar
Nicor Gas Energy Efficiency Program
331.262.5290
Jsebahar@southernco.com
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