
CUSTOMER INFORMATION

Name: Phone 1: Phone 2:

Address: City: State: Zip:

Install Address: City: State: Zip:

Proposal &
Agreement

INSTALLATION SHALL INCLUDE

p New ______ Amp disconnect p Evacuate refrigerant system p Balance for uniform supply air distribution p 

p New ______ Amp electric service p p Provide for external combustion air p Meet all code requirements

p New low voltage wiring p Meet all federal, state & local laws p New gas piping from _______ to ______ p Complete system start up

p New weather resistant equipment stand p Remove existing equipment from premises p New vent pipe and cap p ____ year parts warranty

p New reinforced equipment pad p Install energy saving setback thermostat p Clean work area to customer's satisfaction p ____ year labor warranty

p New vibration isolation pads p New copper wire from ______ to ______ p New condensate drain system p ____ year compressor warranty

p New properly sized refrigerant lines p Make air tight plenum transition p New condensate pump p ____ year service agreement

p New clean, dry ACR copper tubing p p Install aux. condensate drainpan p __________________________________

p Insulate refrigerant suction line(s) p New duct run from _______ to ________ p p __________________________________

p Install refrigerant drier(s) p p p __________________________________

DETAILS, APPROVAL & PAYMENT

Details:

System Investment $
Credit Card:

p  VISA   p  AMEX

p  M/C    p                     

ACCOUNT #

Rebates/Credits -$ EXP. DATE              /              SIG.:

Total (Including Tax) $
You, the buyer, may cancel this transaction without penalty any time prior to midnight of the third business day after this transaction with 

Down Payment -$

BALANCE DUE $ Company Approval:
Payment due to installers in full upon completion of installation

Customer Acceptance:Proposal Valid Until:               /             /             

COMFORT PACKAGES

p Even Air Flow Package p Air Quality Package p Comfort Control Package p Safety First Package

Install balancing dampers• 
Set/check cooling & heating air volumes• 
Install double deflection di�users (optional)• 
Install new return air grilles (optional)• 

Caulk with lifetime duct sealant• 
Install filter change schedule• 
High e�ciency air purification (optional)• 
Easy-change filter grilles (optional)• 

Install ease of use comfort interface• 
Correct grilles and registers as required• 
Set/check cooling and heating air volumes• 
Install double deflection di�users (optional)• 

Double insulated copper wire• 
Sunlight resistant wire ties• 
New low voltage wiring as needed• 
Mark all hvac circuit breakers• 

p Quiet Package p Reliability Package p Energy Savings Package p                                                                 

Vibration eliminators• 
Canvas duct connectors as required• 
Insulated air return(s)• 
Cross-break sheet metal• 
Install turning vanes where needed• 

Install new condensate drain as required• 
Refrigerant removal per federal guidelines• 
Provide customer training• 
Quality Control Audit (Top 10%)• 

Complete system leak check before start-up• 
Charge to manufacturer’s specs• 
Caulk with lifetime duct sealant• 
Insulate suction line• 

COMFORT SYSTEM 

OUTDOOR
Air Conditioner: p XL                                   p XR                                   Model #: RATED EFFICIENCY:

Package: p XL                                   p XR                                   Model #:

INDOOR

Furnace: p XC              p XV              p XL              p XR            Model #:

Air Handler: p YES                                   p NO                             Model #: TOTAL 
INVESTMENT:Coil: p YES                                   p NO                             Model #:

ACCESSORIES

Clean Air: p  CLEANEFFECTSTM      p  MEDIA      p  PLEATED Model #:

Thermostat: p  COMM.      p  PROG.      p  NON-PROG. Model #:

p POWER   p LARGE BYPASS   p SMALL BYPASS Model #:
MONTHLY

INVESTMENT:Other:

NOTES

YOUR COMPANY LOGO 
& CONTACT INFO HERE

© ACT 800-515-0034

AMERICAN STANDARD

ASSET 2016
FIND OUT MORE!

DATES AVAILABLE NATIONWIDE 
CALL FOR DETAILS

FAX COMPLETED FORM TO (602)-216-2148

PLEASE SEND MORE INFORMATION: 
INVESTMENT: 

AVAILABLE CLASSES NATIONWIDEAVAILABLE CLASSES IN MY AREA.

INCLUDES 4-DAYS OF TRAINING, BREAKFAST, SNACKS AND LUNCH.

1.

3.

2.

4.
ATTENDEES

COMPANY TM

EMAIL PHONE

ADDRESS

CITY STATE

ACCT#

ZIP CODE

EXP

V I S A M/C AMEX

The ultimate sales training course designed specifically to sell American Standard comfort systems

All New Tools!
The latest addition to our time-tested process 
is the “Selling Through Tough Times” kit. 
These materials help you overcome obstacles 
to your sales success:

	 �Completely redesigned Proposal & Agreement make 
it easy to document your value, ask for the sale, & set 
yourself apart from the competition

	 �Tools to help offer your entire product line from entry 
level to premium solutions & close more sales

	 �Exercises that help handle objections in any economy 
and help customers make the right decision today

	 �Goal setting tools to make sure your limited resources 
are allocated properly, reducing wasted time and money

	 And much, much more...

Time Tested Tools
Comfort Concerns List©

Learn to ask the right questions to discover 
your customers’ needs and desires. Help 
your customers sell themselves.

Wheel of Value©

Learn to lock out the competition with 
the 4 things your customers need, & your 
competition can never provide.

Estimated Energy Savings© 

An easy to use tool to show the advantage 
of high efficiency products

www.NoPressureSelling.com



WHAT WILL YOU LEARN AT 
ASSET TRAINING

Most businesses fail because they have 
the wrong processes in place. Just four 
days of training will give you a simple, 
repeatable sales process that will help you 
understand your customers’ concerns, 
match their comfort system to the benefits 
they seek, and close the sale!

No-Pressure Selling® Process
This process is unlike any other. ASSET training will help 
you completely understand today’s consumers and close 
more sales. You will learn to do all this by asking the 
right questions, listening effectively, and presenting the 
best possible solution. Manipulative tricks, and pressure 
closes simply will not work with today’s consumers.

Discovering Opportunities
	 Comfort Concerns List©
	 Pinpointing needs
	 �Focus your survey on making your customers’  

lives better

Present Benefits
	 Comfort system
	 Your unique solution

Gain Commitment
	 Two magic questions©

	 Ask for the sale effectively

About our Instructors
Our team of professional seminar  
leaders has more than 200 years of 
combined sales experience. 
Each has spent time in the field 
effectively implementing the 
NPS process in the real-world.

Participants appreciate our  
instructors’ dedication to creating  
a fun, but challenging, learning 
environment that consistently  
delivers long-term results.

No-Pressure Selling® Presentation
The Value of Your Company
	 Build value around your company
	 Differentiate yourself from the competition

The Value of Your Installation
	 How to build value around the job you perform
	 What you need to do that really “goes the extra mile”

The Value of American Standard
	 How to build value with the products (brands) you sell
	 Present the unique benefits of the American Standard 	 	

	 product line

The Value of Buying from You
	 How to build value around yourself
	 �Present the benefits of being a consultant, not a salesman
	 �Show how buying from you is the ultimate unique benefit

Dealing With Objections
What to do when you hear:

www.NoPressureSelling.com
(800)-515-0034

FIND OUT MORE!

	 “The price is too high”
	 “We’re not in a hurry”
	 “We need another bid”
	 �“We’ve found that cheaper 

somewhere else”

	 “We can’t afford it”
	 “We need to think about it”
	 Class suggested 		

	 objections

	 How to ask the right 	
	 questions

	 How to build rapport
	 Physical comfort

No-Pressure Selling® Sales Call
	 Emotional comfort
	 Financial comfort
	 How to eliminate 		

	 customers comfort 		
	 issues


