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All-in-One Comfort Control. « easy being qreen with Quaternity™ by Daikin. Be M!‘,E_ﬂlg
comfortable and save energy year round with just one appliance that cools, heats, purifies the air and deals with
the challenges of humidity. In fact, Quaternity is the only single system in North America that can be programmed VD AIKIN AC
to a relative humidity set point (RH%) so it doesn't waste energy or sacrifice comfort by over cooling rooms. Simply sbsolute comfor

set the relative humidity point to the desired level, just like the temperature. More comfort using less equipment
and energy. Envious?
Qualifies for the Tax Stimulus Credit
Key Quaternity Features:
W Energy efficient heat pump up to 22 SEER 15.8 EER, and 11 HSPF
8 Dehumidification to a pre-determined relative humidity set point (RH%) allowing greater comfort at higher
temperature setting to save energy.
Unique four-stage air purfication filters dust, pollen and odor, and destroys viruses, bacteria and mold
with Flash Streamer technology
Alln-one system eliminating unnecessary appliances and energy consumption.

Quaternity™ by Daikin - The most innovative Split System in North America, helping to sustain the environment and
deliver an unsurpassed level of comfort to any home.

(@») DAIKIN AC

absolute comfort
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Qualifying Tax Stimulus Credit Products @ Coastline:

-95% AFUE Gas Furnace

-HP Systems 1.5 through 5 tons

-St Cool Systems 1.5 through 4 Tons

-Package Systems through 5 Tons

-Daikin “Quaternity”, Mini Splits and Multi Port Systems
-Noritz Tank-less Water Heaters

-AttiCat® Blown Insulation by Owens Corning

008 NORITZ

ALWAYS HOT®

TEMPSTR2

Heeating and Ceoling Products

Whirlpool
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BIG NEWS!

e NEEDAPLACETO
DISPOSE OF YOUR
UNWANTED or

USED EQUIPMENT?

We are now offering a
recycling service for you.

Please ask for details!

e REFRIGERANT RE-
CLAIM SERVICE

NOW AVAILABLE

You are able to dispose
of your unused Refriger-

ant in all of our locations
e ARE YOU SELLING
MINI SPLITS?

We have products that
make you more money
and qualify for the Stimu-

lus Tax Credit!!

www.coastlinedistribution.com
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Summer Sales Secrets
(How to improve sales and closure rates now, in the heat of the year)

Studies have shown that the #1 reason sales are lost is lack of trust! (#2 is no one
asked them to buy, #3 is no one followed up). So do the things necessary to build
trust. Ask questions, listen, establish priorities, offer options that solve their

concerns. Be there on time. Do what you said you were going to do.

Then ask them to buy. Before you ask, take a deep breath, reflect on their issues, not
your commission, and then present the investment required in terms of the benefits
they will receive. Always refer back to the benefits. | realize it will be busy this
summer. We will be pushed to get out the proposals. There is a natural tendency to
rush through, get on to the next call. This is the one area you do not want to rush,
asking for the business. So slow down, review the home comfort opportunities they
had shared with you and the solutions you bring to the table, then show them how

easy it is to own comfort in their home.

Now, just a head’s up. Contracting Magazine did a study a few years ago, here is

what consumers wanted from a new comfort system: 42%-better humidity control,
41%-better air purification, 32% better temperature control, 31%, winter
humidification, 28%-individual temperature control. Now that we know what they
want, share how they can get that. Don’t get all balled up on the price, it was way
down the list on things wanted. The reason we get so many price objections is

simple: we don’t discover needs and share benefits.

Next, plan on following up. You cannot follow up too much, have a system that

allows you to see customers who have not purchased and check back every year, or
on the anniversary of the quote. Just tell them you were thinking of them, ask if they

had any other questions. It will pay dividends.

Finally, send out hand-written thank you notes after every install. Every one. We
have to have the emotional connections, people buy emotionally. So help them buy

and give them the best reason to refer you to others, you really care about them as

people, not just another 4 ton system.

Sales Improvement Professionals, Inc www.siptraining.com Phone: 970-635-5675
[ ]

Be Sure To Visit Your Local Coastline Location For All Your HYAC Equipment, Parts and Supply Needs!

www.coastlinedistribution.com




