
FREE!

RCD-Totaline has made key cooling
Factory Authorized Parts more affordable.
Stay tuned for more affordable key heating
Factory Authorized Parts this fall.

FREE!

Actual promotional brand and item style may vary from image. Substitute product may be used other then featured item.

(at’s why she always asks her technician for Factory Authorized Parts.)

“Only the best for MY family!”
Donna knows that a comfortable family is a happy family. She makes sure the household A/C unit and furnace
are perfectly maintained, and she knows that if a repair is necessary, Factory Authorized Parts are always the right
choice. at’s because F.A.P.:

- Preserve the original manufacturer’s warranty;
- Preserve the original efficiency of the system;
- Preserve engineered sound requirements (for applicable components);
- Meet rigorous factory run life design speciVcations.

So, when you offer Factory Authorized Parts to your customers with Carrier®, Bryant® or Payne® equipment, you’ll
not only be offering them the best – they’ll think you’re the best!

Go to www.totaline.com and click the “FREE STUFF” link. Then, follow the
directions and complete the offer. Offer must be completed and a proof of
purchase from a Totaline Distributor will be required. See site instructions for
complete details. One CD boom box with AM/FM tuner per person - certified
HVAC/R professionals only. Offer good while supplies last. Offer subject to
change or discontinuance without notice.

*

** Equipment purchases (air conditioners, heat pumps, furnaces, package
products) do not count as line items.

Get a CD boom box with AM/FM tuner.*
Buy 15 different line items** on one invoice including a minimum of
2 Factory Authorized Parts products totaling at least $350.00 in purchases.
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Totaline History 101

Some might say the development of Totaline® more than 20
years ago was a stroke of genius. But for David Buttermore,
who is oen considered the “father” of Totaline, it was more
like a stroke of lightening.

“I went on a camping trip and was struck by lightening,”
said Buttermore, who is now retired. “So while I was in the
hospital, I was thinking that life is too short to be unhappy in
what you’re doing. As soon as I got out of the hospital, I had an
opportunity to make a career change and I went into parts sales.”

It was in parts sales at Carrier where Buttermore found
his calling. He noticed two things while there: that although
Carrier had what he called “the best distribution in the world
for equipment,” the company wasn’t leveraging that business
for parts sales. Customers would buy their compressors from
one store, for example, and their parts at competitors’ stores.

Also, there were no self-service sales stores offering generic
HVAC/R parts. Customers would walk up to a counter in a
store, tell the person behind the counter what they needed, and
the person would run back to the warehouse to Vnd the part.

Buttermore knew there had to be a better way. “My vision
was always to be the NAPA [auto parts] of the HVAC/R
industry,” he said. NAPA sold parts for all types of cars and
trucks right off the rack on the showroom Woor. Buttermore
wanted to create something similar for the HVAC/R world.

Aer the name “Totaline” was decided upon, the team of
professionals chosen to build upon this new concept got to

work creating a strategy. e Totaline plan covered everything
from products and marketing to training sessions for counter
sales staff. It also called for a business development group. “It
was a group of people who would help distributors understand
the business, even do store layouts for them,” Buttermore said.
“It was comprehensive.”

Distributors were provided with a manual that told
them, shelf by shelf, what to stock, how many parts they
could fit into the store, and how much product they
needed, making it easy for distributors to implement the
Totaline concept.

Totaline began to see success as early as the late 1980s,
when it held its Vrst global parts meeting. e meetings
became annual events that distributors and customers
looked forward to attending. As well as focusing on the
Totaline parts offerings and training, each meeting
introduced new, unique products, including TotalTest,
TotalSave, TotalClean, and NoSubBase thermostats.

With more than 20 years of history under their belts,
and terriVc products like F.A.P. available every day, RCD-
Totaline has made an indelible name for itself in the world
of HVAC/R. “Totaline is, as far as I know, still the best-
known name in the marketplace,” Buttermore said. “I am
very serious when I say we had the best distribution in the
world. We did and we still do. I think it’s a pretty powerful
name in the industry, and I’m really proud of that.”

Portions of this article have been excerpted from “e History of Totaline: 20 Years of Parts and
People. Working Together” which appeared in the May 2008 edition of the “Working Together”
newsletter. To read the full version, visit www.totaline.com.




