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Only April fools would skip reading this issue ofWorking Together! Inside,
you’ll find information about the Totaline UL-recognized semi-hermetic
compressors, our complete line of commodities at Totaline stores, and the seven
motors you should be carrying on your truck to be ready for any motor service call.

Also, Ed Gancarz of the SHA+RP Institute, gives advice in his column,
MakingMoney in a Recession, on selling service contracts as a way to make money
during those slow HVAC/R times. And in Stump Jim Flynn, well, it seems like
our resident expert just might be stumped— this installment is not to be missed!
You might just recognize a few of the names on page eight, so make sure you check
out the whole story. Earlier this year, Totaline recognized the finalists and handed
out the Totaline Sales Associate of the Year award, and 2007 turned out to be a
unique year for the honor.

Of course, it wouldn’t be a newsletter if we didn’t give you a heads up on the
Totaline Free Stuff you can score this month. Giveaways in April include a free
hub puller, a Totaline dashboard notepad, and a Totaline tape measure, so make
sure to check the rest of these pages and wwwwww..ttoottaalliinnee..ccoomm for details.

Well, what are you waiting for? Start reading.

—Mike Dziok, Totaline marketing manager

Totaline watch*FREE!FREE! Get a FREE Totaline watch with online offer completion and proof of purchase (2008 
invoice showing purchase of any Genuine Carlyle or Totaline semi-hermetic compressor 
from a Totaline distributor. See site for details.) Log on to www.totaline.com, click the 
link to “Free Stuff” for full details and follow the instructions. *While supplies last. 
One per person; certified HVAC/R professionals only.

Sleep soundly with Totaline.
Why do HVAC/R pros who buy Totaline remanufactured 
semi-hermetic compressors sleep so soundly? 
UL-certification combined with competitive prices and the Totaline name make this 
product the go-to guy for professionals who want peace of mind from their compressors. 
For people in the HVAC/R business, Totaline is the key to a good night’s sleep.
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When contractors and technicians purchase Genuine 
Carlyle® and Totaline semi-hermetic compressors from Totaline,
they don’t just get high-quality equipment, they get peace of
mind, too.

“It’s a very expensive proposition for a contractor to install a
compressor for a customer,” said Bob Mann, Totaline product
manager. “Our compressors are remanufactured to OEM 
— original equipment manufacturer — standards. Since we are
the original equipment manufacturer, we set those standards, so
we’re confident that our remanufactured equipment is high 
quality.”

Carlyle and Totaline compressors are manufactured and 
remanufactured at the same Totaline plant, by the same people,
in a controlled environment. Each compressor comes with a 
no-hassle warranty. Our remanufactured compressors have the
Underwriters Laboratories seal of approval, which means the
compressors have met very high standards for quality and safety.
Totaline stores are the only place you can purchase 
UL-recognized Carlyle remanufactured service replacement 

compressors.  
“All service compressors are not the same,” Mann said. “I’ve

had technicians tell me that our compressors just sound better
when they start them up. That gives technicians peace of mind
that, once they’ve installed a compressor, they’re not going to
have any problems with it.”

A complete line of semi-hermetic compressors is available at
Totaline stores.

Beginning April 1, contractors and technicians can receive a
free Totaline dashboard notepad with the purchase of any 
Genuine Carlyle or Totaline semi-hermetic compressor from a 
Totaline distributor. Visit www.totaline.com for a complete list of
eligible part numbers and more information.

“In May, technicians and contractors can receive a free 
Totaline watch with the purchase of a Genuine Carlyle or Totaline
semi-hermetic compressor from a Totaline distributor,” said Mike
Dziok, Totaline marketing manager. “Make sure to watch the 
Totaline website for details.”

TOTALINE, CARLYLE SEMI-HERMETIC 
COMPRESSORS PROVIDE PEACE OF MIND

Just seven different Totalsaver™ or Emerson 
Rescue™ motors can help smart technicians fix 
almost any heating or cooling unit, and by carrying
all seven on their trucks, HVAC/R contractors and
technicians are prepared for virtually any motor 
service call. 

“By stocking the seven multi-horsepower motors
on their trucks, contractors don’t have to leave a job
to get parts,” said Jay Seitz, Totaline product 
manager. “They already have what they need, so
they save themselves and their customers time and
money.”

Carrying seven multi-horsepower motors also
means that technicians free up room on their trucks

for other equipment. “Plus, it reduces the amount of
money they have to spend on motor inventory,” Seitz
said. 

Beginning April 1, contractors and technicians
can receive a FREE hub puller with the purchase of
seven Totalsaver or Emerson Rescue motors from a
Totaline distributor. The Totalsaver motors include 
direct drive blower motors P257-E5470, 
P257-E5471, P257-E5460, and P257-E5461; and
condenser fan motors P257-E5464, P257-E5462,
and P257-E5465. Emerson Rescue motors include
direct drive blower motors 5470, 5471, 5460, and
5461; and condenser fan motors 5464, 5462, and
5465. Visit www.totaline.com for more information. 

SEVEN TOTALSAVER OR EMERSON 
MOTORS TO KEEP ON THE TRUCK!
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Totaline stores stock what HVAC/R technicians
and contractors need to service most units. This
means they can get in and out and back to the job
quickly — which saves time and money.

“We try to make Totaline a one-stop shop,” said
Todd Parody, Totaline product manager. “We carry
quality, reliable, name-brand commodities at 
competitive prices.”

Totaline offers commodity items including copper
tubes and coils, copper fittings, linesets, brass fittings,
insulation, refrigerant, thermostat wire, PVC fittings,
and condensing whips.

“And, our friendly, knowledgeable counter sales 

associates are always available to help you find what
you need fast,” Parody said.

Beginning April 1, contractors and technicians can
receive a FREE Totaline tape measure with the 
purchase of any two Howell Metal linesets from a 
Totaline distributor. Visit www.totaline.com for more
information.

“Also, this July, technicians will be able to get a
free JugLugger refrigerant carrying strap with the 
purchase of two, R410A Puron refrigerants from a 
Totaline distributor,” said Mike Dziok, Totaline 
marketing manager. “Keep checking totaline.com for
great offers.”

GET SUPPLIES AND GET BACK TO 
THE JOB QUICKLY WITH TOTALINE

Totaline named Bruce Schrell of Totaline Florida
and Roy Hartman of Totaline South Texas as its 2007
Top Sales Associates of the Year. The men, who tied for
first place, were recognized with the national award at a 
ceremony at Totaline’s regional training in Orlando, Fla.,
in February.

“I feel extremely privileged and honored to be 
selected as a finalist and top sales associate of the
year,” Hartman said. 

Finalists for the honor were Tim Hehn of WWG 
Totaline, Birch Bicha of Auer Steel (Milwaukee), Joseph
Jaegers of Totaline Northeast, James Starkey of
Habegger Corporation, and Issac Orozco of Valair. 
Finalists and winners were selected based on 
evaluations by their immediate supervisors and test
scores earned on a Totaline counter sales associate
100-question quiz. More than 2,500 Totaline counter

sales associates are eligible for the award.
“I was really surprised,” Schrell said. “Just to be

named a finalist was pretty special. It’s a great 
company to work for.”

Usually only one sales associate is named as the
sales associate of the year, according to Jim Flynn, 
Totaline training manager. “This is the first time I’ve
known it to be a tie,” he said. 

Along with a plaque commemorating their award, 
Hartman and Schrell were each presented with a
$2,000 Best Buy* gift card and the trip to Orlando,
which included a one-day hopper pass to Walt Disney
World parks.

“This year, Totaline is celebrating its 20th birthday,
and our slogan is ‘Parts and people. Working together,’”
Flynn said. “No one did a better job of embodying that
message than these seven people.”

TOTALINE NAMES 
2007 TOP SALES ASSOCIATE

*Best Buy is a trademark of Best Buy Co., Inc., and Best
Buy is not associated with or a sponsor of this award.
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With seven motors in your truck...

nothing stands in your way.

With seven motors in your truck...

nothing stands in your way.

• Totally enclosed for shaft-down applications 
• Slinger protects bearing when motor is mounted 
in shaft-up or horizontal position

• Rated continuous air over 
• Permanent split capacitor 
• Class B insulation  • 26” leads 
• Reversible by electrical reconnection 
• Six-inch shaft with two full flats, 90° apart  

Call it HVAC/R Repair 101. Call it the 80/20 rule. We call it common sense.

The last thing you want to do is show up at the job site unprepared! 
Keep these seven motors on your truck to cover most cooling jobs in the field.

TOTALSAVER MULTI-HORSEPOWER MOTORS
DIRECT DRIVE MOTORS
P257-E5460 1/2-1/3-1/4-1/5-1/6 H.P., 115V
P257-E5461 1/2-1/3-1/4-1/5-1/6 H.P., 208/230V
P257-E5470 3/4-1/2-1/3-1/4-1/5 H.P., 115V
P257-E5471 3/4-1/2-1/3-1/4-1/5 H.P., 208/230V
CONDENSER FAN MOTOR (208/230V)
P257-E5462 1/3-1/4-1/5-1/6 H.P., 1075 RPM, 208/230V
P257-E5464 1/3-1/4-1/5-1/6 H.P., 825 RPM, 208/230V
P257-E5465 1/2-1/3-1/4-1/5 H.P., 1075 RPM, 208/230V

In a down economy with new housing
starts significantly reduced, many in the HVAC
industry are experiencing a slowdown in 
business. “One way contractors can make it
through downturns like this is by having lots of
service agreements,” said Ed Gancarz, 
principal of the SHA+RP (Successful Heating
Air Conditioning and Refrigeration 
Professionals) Institute.

How do service agreements help? “When
new construction takes a downturn as severely
as it has, you still have plenty of work to do
when you have service agreements,” Gancarz
said. Service contracts can run between $200
to $400 each, helping cash flow, and they 
remove some of the seasonality of the HVAC
industry. 

“In slow times, the question becomes what
the heck can I do to both make money and
keep my technicians busy?” Gancarz said.
Some businesses end up laying techs off. “You
don’t build loyalty from your techs that way and
you don’t make money that way, either.”

There’s another big advantage to service
agreements: they build customer loyalty. 

Contractors are in homes on a regular basis,
forming relationships with homeowners as they
perform regular heating and air conditioning
maintenance. In the meantime, if something
breaks, the customer is likely to call that 
contractor they know. “They’re not going to
take a name out of the yellow pages,” Gancarz
said. “You get their repair work.”

Even in a down economy, service 
contracts are still growing six percent annually.
“Service contracts are a $10 billion industry,”
Gancarz said. “Of course, not all of that is
HVAC, but the point is, do people buy service
contracts and extended warranties? You bet
they do.”

In the threat of a recession, consumers
may be more likely to purchase a service
agreement or even extended parts and labor
warranties, because they know they might not
be able to afford a new unit if their old one
breaks. “They want to keep the old unit 
running,” he said. Customers can budget for
extended warranties, protecting themselves
from surprise HVAC repairs that can typically
cost anywhere from $80 to $2500. And service

agreements ensure that their old unit remains
in tip-top shape.

Selling service contracts to customers is
sometimes just a matter of offering them. 
Studies show that half of contractors and 
technicians aren’t even asking customers if
they want them. “While technicians are in 
customers homes, make sure they’re offering
service contracts,” Gancarz said.

Although it might be too late to have 
service contracts in place for this down 
economy, it’s never too late to start preparing
for the next business slowdown. Build 
customer loyalty, help cash flow and keep your
technicians busy by adding service contracts
to your daily to-do list. 

Edward Gancarz is the principal of the SHA+RP 
Institute. Their services include small business 
consulting and training, individual and group 
coaching, organization development, call center
management and marketing and selling support.

Phone: (315) 263-1234 
E-mail: egancarz@twcny.rr.com

MAKING MONEY IN A RECESSION: SERVICE AGREEMENTS

What it takes to sell service 
contracts and warranties:
• A plan
• Enthusiasm
• Belief in the product
• Attitude
• Skills
• “Ready” response to objections
• The guts to ask for the order
• Practice, practice, practice
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Okay — not household commodities.
We’re talking about HVAC/R commodities.

Totaline tape measure*
Get a FREE Totaline tape measure with online offer completion and proof of purchase (2008 
invoice showing purchase of any two Howell metal linesets from a Totaline distributor. See site
for details.) Log on to www.totaline.com, click the link to “Free Stuff” for full details and follow
the instructions. *While supplies last. One per person; certified HVAC/R professionals only.FREE!FREE!

Totaline® has ‘em.
• ACR copper tube
• refrigerant
• thermostat wire

• air conditioner whips
• REF copper coils
• copper fittings

• black pipe and fittings
• brass fittings
• PVC fittings

• insulation tube
• linesets

Q: Steve Maddux from Texas wrote: “Where’s the sniffer valve on an O6E compressor located?”

A. I checked with three Totaline compressor wizards, and e-mailed Steve back this note: “All agreed that a sniffer valve
was not on the 06 line semis, but is on the 05 line open drives. It is located near the frame above the hand hole cover. The
function of the valve is to let the oil drain back into the crankcase without compromising oil pressure.”

But then…
Steve responded that there is indeed a sniffer valve on the 06E compressor; in 1968 and 1969 only, there was a sniffer

valve on the end of the crank shaft.
So if Steve already knew the answer, why did he write? Turns out the retired and self-proclaimed Totaline 

Compressor Man from Houston (aka Larry Crawford) had put Steve up to the question, and the two were in cahoots to
stump me! I called Larry, who I’ve known a long time, to let him know I was onto them. 

So yes, the Compressor Man from Houston got me. But I don’t mind getting stumped by Larry. He’s a great, 
knowledgeable guy and I consider him a good friend. Since Steve posed the question that stumped me, I’ll be sending him
a nice Totaline prize. And the next time I get a compressor question, I’ll check in with Larry — just in case. 

Keep sending in your questions and try to Stump Jim Flynn…again!

James.Flynn@totaline.com

Jim Flynn is Totaline’s training manager and has 30 years of experience in HVAC/R. Every month, we challenge readers to
Stump Jim Flynn with a question about Totaline and the industry. Contact him at James.Flynn@totaline.com.

STUMP JIM FLYNN

DID STUMP JIM FLYNN GET . . . STUMPED?!
Totaline training manager Jim Flynn answers your questions about Totaline and the HVAC/R industry.

James Flynn



PAGE 6APRIL PAGE 7APRIL

Okay — not household commodities.
We’re talking about HVAC/R commodities.

Totaline tape measure*
Get a FREE Totaline tape measure with online offer completion and proof of purchase (2008 
invoice showing purchase of any two Howell metal linesets from a Totaline distributor. See site
for details.) Log on to www.totaline.com, click the link to “Free Stuff” for full details and follow
the instructions. *While supplies last. One per person; certified HVAC/R professionals only.FREE!FREE!

Totaline® has ‘em.
• ACR copper tube
• refrigerant
• thermostat wire

• air conditioner whips
• REF copper coils
• copper fittings

• black pipe and fittings
• brass fittings
• PVC fittings

• insulation tube
• linesets

Q: Steve Maddux from Texas wrote: “Where’s the sniffer valve on an O6E compressor located?”

A. I checked with three Totaline compressor wizards, and e-mailed Steve back this note: “All agreed that a sniffer valve
was not on the 06 line semis, but is on the 05 line open drives. It is located near the frame above the hand hole cover. The
function of the valve is to let the oil drain back into the crankcase without compromising oil pressure.”

But then…
Steve responded that there is indeed a sniffer valve on the 06E compressor; in 1968 and 1969 only, there was a sniffer

valve on the end of the crank shaft.
So if Steve already knew the answer, why did he write? Turns out the retired and self-proclaimed Totaline 

Compressor Man from Houston (aka Larry Crawford) had put Steve up to the question, and the two were in cahoots to
stump me! I called Larry, who I’ve known a long time, to let him know I was onto them. 

So yes, the Compressor Man from Houston got me. But I don’t mind getting stumped by Larry. He’s a great, 
knowledgeable guy and I consider him a good friend. Since Steve posed the question that stumped me, I’ll be sending him
a nice Totaline prize. And the next time I get a compressor question, I’ll check in with Larry — just in case. 

Keep sending in your questions and try to Stump Jim Flynn…again!

James.Flynn@totaline.com

Jim Flynn is Totaline’s training manager and has 30 years of experience in HVAC/R. Every month, we challenge readers to
Stump Jim Flynn with a question about Totaline and the industry. Contact him at James.Flynn@totaline.com.

STUMP JIM FLYNN

DID STUMP JIM FLYNN GET . . . STUMPED?!
Totaline training manager Jim Flynn answers your questions about Totaline and the HVAC/R industry.

James Flynn
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With seven motors in your truck...

nothing stands in your way.

With seven motors in your truck...

nothing stands in your way.

• Totally enclosed for shaft-down applications 
• Slinger protects bearing when motor is mounted 
in shaft-up or horizontal position

• Rated continuous air over 
• Permanent split capacitor 
• Class B insulation  • 26” leads 
• Reversible by electrical reconnection 
• Six-inch shaft with two full flats, 90° apart  

Call it HVAC/R Repair 101. Call it the 80/20 rule. We call it common sense.

The last thing you want to do is show up at the job site unprepared! 
Keep these seven motors on your truck to cover most cooling jobs in the field.

TOTALSAVER MULTI-HORSEPOWER MOTORS
DIRECT DRIVE MOTORS
P257-E5460 1/2-1/3-1/4-1/5-1/6 H.P., 115V
P257-E5461 1/2-1/3-1/4-1/5-1/6 H.P., 208/230V
P257-E5470 3/4-1/2-1/3-1/4-1/5 H.P., 115V
P257-E5471 3/4-1/2-1/3-1/4-1/5 H.P., 208/230V
CONDENSER FAN MOTOR (208/230V)
P257-E5462 1/3-1/4-1/5-1/6 H.P., 1075 RPM, 208/230V
P257-E5464 1/3-1/4-1/5-1/6 H.P., 825 RPM, 208/230V
P257-E5465 1/2-1/3-1/4-1/5 H.P., 1075 RPM, 208/230V

In a down economy with new housing
starts significantly reduced, many in the HVAC
industry are experiencing a slowdown in 
business. “One way contractors can make it
through downturns like this is by having lots of
service agreements,” said Ed Gancarz, 
principal of the SHA+RP (Successful Heating
Air Conditioning and Refrigeration 
Professionals) Institute.

How do service agreements help? “When
new construction takes a downturn as severely
as it has, you still have plenty of work to do
when you have service agreements,” Gancarz
said. Service contracts can run between $200
to $400 each, helping cash flow, and they 
remove some of the seasonality of the HVAC
industry. 

“In slow times, the question becomes what
the heck can I do to both make money and
keep my technicians busy?” Gancarz said.
Some businesses end up laying techs off. “You
don’t build loyalty from your techs that way and
you don’t make money that way, either.”

There’s another big advantage to service
agreements: they build customer loyalty. 

Contractors are in homes on a regular basis,
forming relationships with homeowners as they
perform regular heating and air conditioning
maintenance. In the meantime, if something
breaks, the customer is likely to call that 
contractor they know. “They’re not going to
take a name out of the yellow pages,” Gancarz
said. “You get their repair work.”

Even in a down economy, service 
contracts are still growing six percent annually.
“Service contracts are a $10 billion industry,”
Gancarz said. “Of course, not all of that is
HVAC, but the point is, do people buy service
contracts and extended warranties? You bet
they do.”

In the threat of a recession, consumers
may be more likely to purchase a service
agreement or even extended parts and labor
warranties, because they know they might not
be able to afford a new unit if their old one
breaks. “They want to keep the old unit 
running,” he said. Customers can budget for
extended warranties, protecting themselves
from surprise HVAC repairs that can typically
cost anywhere from $80 to $2500. And service

agreements ensure that their old unit remains
in tip-top shape.

Selling service contracts to customers is
sometimes just a matter of offering them. 
Studies show that half of contractors and 
technicians aren’t even asking customers if
they want them. “While technicians are in 
customers homes, make sure they’re offering
service contracts,” Gancarz said.

Although it might be too late to have 
service contracts in place for this down 
economy, it’s never too late to start preparing
for the next business slowdown. Build 
customer loyalty, help cash flow and keep your
technicians busy by adding service contracts
to your daily to-do list. 

Edward Gancarz is the principal of the SHA+RP 
Institute. Their services include small business 
consulting and training, individual and group 
coaching, organization development, call center
management and marketing and selling support.

Phone: (315) 263-1234 
E-mail: egancarz@twcny.rr.com

MAKING MONEY IN A RECESSION: SERVICE AGREEMENTS

What it takes to sell service 
contracts and warranties:
• A plan
• Enthusiasm
• Belief in the product
• Attitude
• Skills
• “Ready” response to objections
• The guts to ask for the order
• Practice, practice, practice
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Totaline stores stock what HVAC/R technicians
and contractors need to service most units. This
means they can get in and out and back to the job
quickly — which saves time and money.

“We try to make Totaline a one-stop shop,” said
Todd Parody, Totaline product manager. “We carry
quality, reliable, name-brand commodities at 
competitive prices.”

Totaline offers commodity items including copper
tubes and coils, copper fittings, linesets, brass fittings,
insulation, refrigerant, thermostat wire, PVC fittings,
and condensing whips.

“And, our friendly, knowledgeable counter sales 

associates are always available to help you find what
you need fast,” Parody said.

Beginning April 1, contractors and technicians can
receive a FREE Totaline tape measure with the 
purchase of any two Howell Metal linesets from a 
Totaline distributor. Visit www.totaline.com for more
information.

“Also, this July, technicians will be able to get a
free JugLugger refrigerant carrying strap with the 
purchase of two, R410A Puron refrigerants from a 
Totaline distributor,” said Mike Dziok, Totaline 
marketing manager. “Keep checking totaline.com for
great offers.”

GET SUPPLIES AND GET BACK TO 
THE JOB QUICKLY WITH TOTALINE

Totaline named Bruce Schrell of Totaline Florida
and Roy Hartman of Totaline South Texas as its 2007
Top Sales Associates of the Year. The men, who tied for
first place, were recognized with the national award at a 
ceremony at Totaline’s regional training in Orlando, Fla.,
in February.

“I feel extremely privileged and honored to be 
selected as a finalist and top sales associate of the
year,” Hartman said. 

Finalists for the honor were Tim Hehn of WWG 
Totaline, Birch Bicha of Auer Steel (Milwaukee), Joseph
Jaegers of Totaline Northeast, James Starkey of
Habegger Corporation, and Issac Orozco of Valair. 
Finalists and winners were selected based on 
evaluations by their immediate supervisors and test
scores earned on a Totaline counter sales associate
100-question quiz. More than 2,500 Totaline counter

sales associates are eligible for the award.
“I was really surprised,” Schrell said. “Just to be

named a finalist was pretty special. It’s a great 
company to work for.”

Usually only one sales associate is named as the
sales associate of the year, according to Jim Flynn, 
Totaline training manager. “This is the first time I’ve
known it to be a tie,” he said. 

Along with a plaque commemorating their award, 
Hartman and Schrell were each presented with a
$2,000 Best Buy* gift card and the trip to Orlando,
which included a one-day hopper pass to Walt Disney
World parks.

“This year, Totaline is celebrating its 20th birthday,
and our slogan is ‘Parts and people. Working together,’”
Flynn said. “No one did a better job of embodying that
message than these seven people.”

TOTALINE NAMES 
2007 TOP SALES ASSOCIATE

*Best Buy is a trademark of Best Buy Co., Inc., and Best
Buy is not associated with or a sponsor of this award.
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When contractors and technicians purchase Genuine 
Carlyle® and Totaline semi-hermetic compressors from Totaline,
they don’t just get high-quality equipment, they get peace of
mind, too.

“It’s a very expensive proposition for a contractor to install a
compressor for a customer,” said Bob Mann, Totaline product
manager. “Our compressors are remanufactured to OEM 
— original equipment manufacturer — standards. Since we are
the original equipment manufacturer, we set those standards, so
we’re confident that our remanufactured equipment is high 
quality.”

Carlyle and Totaline compressors are manufactured and 
remanufactured at the same Totaline plant, by the same people,
in a controlled environment. Each compressor comes with a 
no-hassle warranty. Our remanufactured compressors have the
Underwriters Laboratories seal of approval, which means the
compressors have met very high standards for quality and safety.
Totaline stores are the only place you can purchase 
UL-recognized Carlyle remanufactured service replacement 

compressors.  
“All service compressors are not the same,” Mann said. “I’ve

had technicians tell me that our compressors just sound better
when they start them up. That gives technicians peace of mind
that, once they’ve installed a compressor, they’re not going to
have any problems with it.”

A complete line of semi-hermetic compressors is available at
Totaline stores.

Beginning April 1, contractors and technicians can receive a
free Totaline dashboard notepad with the purchase of any 
Genuine Carlyle or Totaline semi-hermetic compressor from a 
Totaline distributor. Visit www.totaline.com for a complete list of
eligible part numbers and more information.

“In May, technicians and contractors can receive a free 
Totaline watch with the purchase of a Genuine Carlyle or Totaline
semi-hermetic compressor from a Totaline distributor,” said Mike
Dziok, Totaline marketing manager. “Make sure to watch the 
Totaline website for details.”

TOTALINE, CARLYLE SEMI-HERMETIC 
COMPRESSORS PROVIDE PEACE OF MIND

Just seven different Totalsaver™ or Emerson 
Rescue™ motors can help smart technicians fix 
almost any heating or cooling unit, and by carrying
all seven on their trucks, HVAC/R contractors and
technicians are prepared for virtually any motor 
service call. 

“By stocking the seven multi-horsepower motors
on their trucks, contractors don’t have to leave a job
to get parts,” said Jay Seitz, Totaline product 
manager. “They already have what they need, so
they save themselves and their customers time and
money.”

Carrying seven multi-horsepower motors also
means that technicians free up room on their trucks

for other equipment. “Plus, it reduces the amount of
money they have to spend on motor inventory,” Seitz
said. 

Beginning April 1, contractors and technicians
can receive a FREE hub puller with the purchase of
seven Totalsaver or Emerson Rescue motors from a
Totaline distributor. The Totalsaver motors include 
direct drive blower motors P257-E5470, 
P257-E5471, P257-E5460, and P257-E5461; and
condenser fan motors P257-E5464, P257-E5462,
and P257-E5465. Emerson Rescue motors include
direct drive blower motors 5470, 5471, 5460, and
5461; and condenser fan motors 5464, 5462, and
5465. Visit www.totaline.com for more information. 

SEVEN TOTALSAVER OR EMERSON 
MOTORS TO KEEP ON THE TRUCK!
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Only April fools would skip reading this issue ofWorking Together! Inside,
you’ll find information about the Totaline UL-recognized semi-hermetic
compressors, our complete line of commodities at Totaline stores, and the seven
motors you should be carrying on your truck to be ready for any motor service call.

Also, Ed Gancarz of the SHA+RP Institute, gives advice in his column,
MakingMoney in a Recession, on selling service contracts as a way to make money
during those slow HVAC/R times. And in Stump Jim Flynn, well, it seems like
our resident expert just might be stumped— this installment is not to be missed!
You might just recognize a few of the names on page eight, so make sure you check
out the whole story. Earlier this year, Totaline recognized the finalists and handed
out the Totaline Sales Associate of the Year award, and 2007 turned out to be a
unique year for the honor.

Of course, it wouldn’t be a newsletter if we didn’t give you a heads up on the
Totaline Free Stuff you can score this month. Giveaways in April include a free
hub puller, a Totaline dashboard notepad, and a Totaline tape measure, so make
sure to check the rest of these pages and wwwwww..ttoottaalliinnee..ccoomm for details.

Well, what are you waiting for? Start reading.

—Mike Dziok, Totaline marketing manager

Totaline watch*FREE!FREE! Get a FREE Totaline watch with online offer completion and proof of purchase (2008 
invoice showing purchase of any Genuine Carlyle or Totaline semi-hermetic compressor 
from a Totaline distributor. See site for details.) Log on to www.totaline.com, click the 
link to “Free Stuff” for full details and follow the instructions. *While supplies last. 
One per person; certified HVAC/R professionals only.

Sleep soundly with Totaline.
Why do HVAC/R pros who buy Totaline remanufactured 
semi-hermetic compressors sleep so soundly? 
UL-certification combined with competitive prices and the Totaline name make this 
product the go-to guy for professionals who want peace of mind from their compressors. 
For people in the HVAC/R business, Totaline is the key to a good night’s sleep.
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Actual promotional item styles may vary slightly.
Visit www.totaline.com and click the “FREE STUFF” link.


