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Selling Oilheat Equipment 

How To Increase Your Profitable Heating Equipment Sales 

The best way to retain your customers is to sell them new heating equipment. Done 

correctly equipment sales can also be very profitable. In this new entertaining 

interactive one day seminar Bob offers a fresh look at the art and science of selling 

heating equipment to homeowners.  

 

The stale old selling techniques no longer seem to work as well as they did. Today's 

homeowners are better informed, and more skeptical of unsubstantiated claims and 

slick closing techniques. The economics of home ownership have changed and we 

have to change our approach in order to convince customers to invest in our 

proposals.  

 

The Seminar is designed for company owners, top management, heating 

contractors, sales professionals, sales managers, service managers, service 

technicians, and anyone else engaged in selling and marketing heating equipment. 

The course covers a combination of communication skills, technical information 

about efficiency upgrades, and new sales skills. 

 

We will cover the following step-by-step program to increased sales success: 

1. Benefits & Advantages of Oil Heat 

2. Available Equipment 

a. Boilers (Coil, Pin, Cast Iron) 

b. Furnaces (ECM Motors) 

c. How to determine the best upgrade options for your customer  

3. Equipment Sizing 

a. Calculating Loads 

b. Duct Loads 

c. Heat Loss 

4. System Design 

5. Getting Leads  

a. How to find leads 

b. How to track leads 

c. The importance of a good appointment  

d. Using Techs for Sale Leads 

e. Social Media 

6. Sales Technique  

a. How to conduct a customer interview so you raise interest, and get to 

know your prospect’s needs and wants 

b. The elements of a winning presentation  



c. How to help your prospect with their concerns  

d. How to sell your price  

e. How to do payback and return on investment calculations 

f. Asking for the Sale, when and how 

g. Helping your customer make a decision  

h. How to increase your customer’s satisfaction and your profits with 

winning installations 

i. The importance of after sale service 

j. How to use your equipment sales success to attract new customers 

7. Benchmarking your self 

a. Sale Margins (margin vs markup) 

b. Ratio of leads to jobs sold 

Extra:  Teaching the Techs to Help with Sales 

a. Working with Techs to increase sales 

b. Follow Up on tech Leads 

c. What techs should and shouldn’t say?   

 

This is a seven-hour seminar. It is approved for 7 NORA CEUs. 

Start time 8:30 AM end 4:00 PM 

 

Biography for Bob Hedden: 

President- Hedden Company-full service management consulting, research, and 

education firm specializing in Efficient Home Heating 

Former Executive Director- Oilheat Manufacturers Association, 

Education Director- National Oilheat Research Alliance,  

Chairman of the Board- Community Heath Centers of the Rutland Region.  

Board of Directors- Harriett's Energy Services Inc. 

 

Bob is an Efficient Heating Consultant and Educator with over 45 years experience 

in customer retention, marketing, sales, energy conservation, and service 

department operations. 

 

Bob has written four technical books: OMA's Advantages of Oilheat, NORA's Oilheat 

Technicians Manual, Efficient Oilheat, a Guide to Energy Conservation, and NORA's 

new Gold Advanced Efficiency workbook. 

 

He teaches customer service, leadership & management, sales & marketing, and 

technical courses for over 400 energy and HVAC companies, trade associations, 

technical schools, and colleges in the US and Canada. 

 


