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Are Homeowners 

Still Investing in 
Energy ς Efficiency?? 

Only 56% Believe 
Their HVAC uses 

the Most Energy  

Emerson Consumer Survey 



61% Unaware of Tax 
Credits / Incentives  

66% Use CFL Lights 

Only 12% Would Spend 
$2,000 or More on E E 

 43% Use Set Back T-Stat 

31% Say Upgrade Cost is 
Too Much  

35% Have Already 
Upgraded 

Emerson Consumer Survey 



ÅHome Comfort Survey 

ÅAsk Questions to Gauge Interest 

Åaŀƴǳŀƭ άWέ IŜŀǘ [ƻǎǎ κ Dŀƛƴ 

ÅSite Survey 

 

Gather Data on Project Site 



ÅCompany Brochure, Licenses & Certificates 

ÅSystem Warranty & Geothermal Benefits 

ÅProduct Brochures to Cover Benefits 

ÅSales Presentation with Proposal & Economics 

Materials for Proposal 



ÅProper Software Program Inputs 

ÅGeoDesigner ς Operating Costs 
with 3 Options 

ÅSales Proposal Will Provide 
Information to be USED to          
ά/ƭƻǎŜ ǘƘŜ 5Ŝŀƭέ 

Build a Sales Proposal with Data  

from Geothermal Software Programs 



ClimateMaster GeoDesigner 

Loads Input 



ClimateMaster GeoDesigner 

Unit Options 



ClimateMaster GeoDesigner 

Aux Heat Options 



ClimateMaster GeoDesigner 

Loop Type 



ClimateMaster GeoDesigner 

Soil Types 



ClimateMaster GeoDesigner  

Select Unit 



ClimateMaster GeoDesigner  

Select Unit 



ClimateMaster GeoDesigner  

Select Unit 



Why Customers Buy Geothermal 

What are the factors in your decision making?

Other

12%
Tax Credits

10%

Green Product 

Environment 

Concerns

15%
Installation 

Process

10%

 Lower heating 

and cooling 

bills

27%

Price of 

System

21%

Dealer 

Experience

5%



ClimateMaster GeoDesigner 

Energy Savings 

Savings of 
$67 MO 
$102 MO 



www.dsireusa.org 

Find All Incentives  
Before Sales Proposal 



ClimateMaster Sales Proposal 
Program / Inputs 



ClimateMaster Sales Proposal 

Program / Inputs 



ClimateMaster Sales Proposal 

Program / Inputs 



ClimateMaster Sales Proposal 

Program / Inputs 



ClimateMaster Sales Proposal 

Program / Inputs 



  

Dealer Assessment Questions 

While Doing the Project Site Evaluation 
You will want to Ask some Key 

Questions to Determine the Customers 
Interest in Purchasing a Geothermal System  

 
 



 Dealer Assessment Questions 

The ñHome Comfort Surveyò 



  

Dealer Assessment Questions 



  

Dealer Assessment Questions 



  

Dealer Assessment Questions 



  

Dealer Assessment Questions 

While 
Doing the 

Project Site 
Evaluation 
Determine 
Where and 
What Type 

of Loop 



  

Dealer Assessment Questions 

Review 
Questionnaire 
for Comfort, 

IAQ & Features 
of Geo Option 

plus the 
Financial 
Savings  



  

Sales Presentation 

You Should use some form of a Sales Presentation 
Whether it is a άCƭƛǇ .ƻƻƪέ Printed Method or 

An Electronic Version / Power Point Type 
 

bƻǘ άIŜǊŜ ƛǎ a¸ tǊƛŎŜέΗ   
ŀƴŘ ά/ŀƭƭ aŜέ 

 
 



  
Sell Your Company Benefits  

{ƻƳŜ ƛǘŜƳǎ ǘƻ ŎƻƴǎƛŘŜǊ ƭƛǎǘƛƴƎ ŀōƻǳǘ άDŜƻ 9ȄǇŜǊǘǎ I±!/έ 
Ownership, Employees, Years in business 
Trade Associations, Licenses, bonded & insured 
Courtesy policies ς No smoking, Drug Free team, clean up & 
protect owners property etc. 
NATE/RSES/CFC and IGSHPA & Manufacturer Certifications 
Service hours / 24 / 7 / 365 
PICTURES ς Company building, employees and actual 
installations - Case studies and Testimonials 
References ς Past satisfied customers !!!  
 

Any Items that will help  
you to stand out from others!! 



  

Sales Process 

What Used to Work Might Need Updated 



  

Customers Attitude 

×34% of consumers said they "systematically look for and purchase 
green products," up from 32% in 2007.  

×16% of U.S. consumers last year reported being "systematic 
ǎƘƻǇǇŜǊǎ ƻŦ ƎǊŜŜƴ ǇǊƻŘǳŎǘǎΦέ 

×24% said higher price premium for buying green is acceptable, 
up from 20% the year before 

×60% of consumers say they use energy efficient appliances 

×95% say they will use energy efficient appliances in future 



  

Sales Process 

Consumers Will BUY at the HIGHER Levels 



  

Sales Approach Method 

Offer the Customer 3 Different Choices 

Platinum               Gold                Silver 



  

Sales Approach Method 

Show Monthly and Total Investment 

Platinum               Gold                Silver 



  

Sales Approach Method 

Pot of Gold 
 

What the Customer SEES 
 

!ǘ ǘƘŜ ά9ƴŘ ƻŦ ǘƘŜ wŀƛƴōƻǿέ 
 

All the Other High Quality 
Intangibles That Your 
Company Provides 



  

Sales Approach Method 

Tip of the Iceberg 
 

What the Customer SEES 
 

Bottom of the Iceberg 
 

All the Other High Quality 
Intangibles That Your 
Company Provides 



LIFE Magazine October 1948 / USA Install 

 

 

 

 

1St Geo Patent = 1912 in Sweden  





1 unit of energy  
from the grid 

Plus: 
3-5 units of energy 
from the earth 

Yields: 
4-6 units of energy  
for the building 

400-600% Efficient 



Geothermal Heat Pump Systems é 

é are the most energy-efficient, environmentally 
clean, and cost-effective space-conditioning system 

 
é produce the lowest carbon dioxide 

emissions, including all source effects, of 
all available space-conditioning 

technologies 
 
 
 

(EPA, 1993) 

Geothermal Heat Pumps are one of the Most Effective Ways 
to the Reduce Energy Consumption and Environmental Footprint  

of our Building Stock 



Typical Geothermal Concerns 

From ñHeatSpringò :  Chris Williams 

1 ï Price 

2 ï Return on Investment 

3 ï Is this a Proven Technology 

4 ï How Does this Technology Compare to     

      Other Options to Consider 

5 ï Dealer Support and Service 



Dealer Assessment Questions 

# 10 Maintenance  

Would you be interested in a heating and  
cooling system that provides the  

LOWEST maintenance costs?  
 
 



Dealer Assessment Questions 

# 10 Maintenance  



Dealer Assessment Questions  

# 9 Domestic Water Heating 

Would you be interested in a heating and  
cooling system that also provides the  

Energy to do 40 to 60% 
of your annual domestic water heating? 

Or FULL 100% On Demand Water Heating? 
 
 



Hot Water Generator Does 40 to 60% 

H W Gen Provides 
54% of H2O Htg 

For $71 

GeoD 
Example 



Dealer Assessment Questions  

# 8 A Safety  

If you could have a heating and cooling system 
that required No gas lines or flue pipes would you 

be interested in knowing more? 
 
 



If you could have a heating and cooling system 
that provided the benefit of no possibility of 

carbon monoxide poisoning or delayed ignition  
Would you be interested? 

 
 

Dealer Assessment Questions 

# 8 B Safety  



Dealer Assessment Questions 

# 8 C / Duel Fuel Choice 

If you could have a heating and cooling system 
that provided the benefit of using a Geothermal  
heating system during normal operation and the 

ability to use a conventional system during extreme 
conditions, Would you be interested? 

 
 



Would you be interested in a heating and  
cooling system that provides the  

LONGEST life expectancy? 
 

Dealer Assessment Questions  

# 7 Life Expectancy  



Dealer Assessment Questions  

# 7 Life Expectancy  



If the Unit is Replaced in 20+ Years 
The Loop System can be  

USED AGAIN  
with the Next Unit! 

 

Dealer Assessment Questions  

# 7 Life Expectancy  



Are you Concerned about  
how much Energy we Import? 
If you could help Improve our  
Nations Energy Independence 

Would you be interested? 
 
 

Dealer Assessment Questions  

# 6 Energy Independence  



  Thermal Loads 
 

Heating        9.2% 
 

Cooling        4.3% 
 

Hot Water      3.8%  
 

Total      17.3%   

~ 20% of all U.S. Carbon Emissions 

Buildings Dominate U.S. Energy  
Use and Carbon Emissions 


