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Get a front seat mobile office.* Buy any Payne packaged air
conditioner or any Payne packaged heat pump or any Payne gas heat/electronic
air conditioning system and any Totaline thermostat all on one invoice.

FREE!
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 front seat 
mobile office per person - certified HVAC/R professionals only. Offer good while supplies
last. Offer subject to change or discontinuance without notice.

*

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

Customers appreciate preventive maintenance programs because they may help them to: 
• Lower energy bills and save on operating costs.      
• Maintain system efficiency.     
• Avoid expensive downtime.     
• Preserve equipment life.

But preventive maintenance does. Stop into your Totaline® sales center to check 
out all the chemicals you need to start offering preventive maintenance.

Grime doesn't pay.

��
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•“You never get a second chance to make a first impression.”
That quote may seem cliché, but in many ways, truer words have
never been spoken. And in the HVAC/R business, first
impressions are vital. How will you present yourself to your new
customer today? Will they care if your uniform is neat and you’re
well groomed and thoroughly prepared? Those elements may
seem small, but they make a difference. Check yourself at the
door before you go on that service call and ask yourself – would
YOU hire YOU?
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It’s February, and we’re excited to share this new
edition of Beyond Repairwith you. This month, we’re offering
everything you need to be an HVAC/R champion – from
great products that will help you develop your company’s
preventive maintenance program, to Factory Authorized
Parts, exact drop-in replacements on your Carrier®, Bryant®
and Payne® equipment. 

When you make Totaline® sales centers your one-stop
shop for F.A.P. in 2010, you’ll be able to get some great FREE
STUFF items, too. When you choose a great product like F.A.P.
gas valves, for example, you can get a digital compass. Be
sure to check out all the FREE STUFF at www.totaline.com. 

And as always, I’m on board with another installment of
Stump Jim Flynn – and don’t miss my tips for this month, too.
I’ll tell you how preventive maintenance is a great way to gain
customer confidence – and put some money in your pocket at
the same time. And Bob is here with another insightful [Tools
of the Trade]. Don’t miss it!

Check out this edition of Beyond Repair – the news and
information that drives your business – right now!

Jim Flynn
Totaline Marketing and Training Manager
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Service sales: How many of your customers willingly and
enthusiastically recommend your service to their friends, neighbors,
and acquaintances? Service businesses like ours are essentially
word-of-mouth driven, and the longevity of the equipment and
systems we sell means the same customer isn’t likely to call us back
for more every three months, six months, or even every year. There
will likely be long periods between calls for more service from the
same customer. We need a broader base of appeal than those
businesses with more frequent activity, like auto maintenance for
example. So, it’s important we make a strong impression when we
get in front of a customer; a positive impression that will endure. One
day in the future that customer will be sitting at lunch, attending a
PTA meeting, having a drink at friend’s home, or having their hair
done and someone is going ask, “Do you know of a good heating or
air conditioning tech?”

Business development: You can grow your business one of three
ways: increase prices, improve productivity, or bring more people on
board. You can only raise prices so much so it comes down to
improving productivity and hiring. Improving productivity comes first.
You never want to add new hires until you have your business really
in control and humming. But, before you start hiring make sure your
really want to grow. Bigger is not always better. I mention all this
because the residential service and replacement business is likely
turning positive in many parts of the country in 2010. The commercial
service and replacement business probably won’t turn around for
another 12 to 18 months. So, if your focus is on the residential
business, you seek to grow, and you have got your business in order,
then it’s time to keep your eyes and ears peeled for good people who
will complement your business. Don’t rush, but keep your antenna
up for people who will be an asset to your business. 

Good habit:Remember your blessings. You woke up, and this moment
and day belong to you. Smile and go seek your goals with a sense of
urgency and joy. 

Keep in mind, a positive outlook, coupled with a sense of pride in yourself
and the work you do, will not only help you gain customers but will also
make your job easier. Feeling good about yourself and the work you do
is essential, and the people in your life – family, friends, co-workers, and
clients – will take notice.

Totaline Business Development Manager Bob Carré welcomes your
feedback on this column. If you’d like to contact Bob, please e-mail
him at Bob.Carre@carrier.utc.com.  

- with Bob Carré, Totaline® Business Development Manager

TOOLS OF 
THE TRADE
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Your Totaline® sales associates are trained
to provide the best possible solutions 
– like Factory Authorized Parts.

Handy people to
have around.

Totaline sales associates are trained to provide solutions for whatever you're working on today. That's why they stock lots of
Factory Authorized Parts. Installing FAP maintains the original efficiency of their systems and preserves the warranty and UL
and/or CSA-approvals. Plus, since FAP feature the exact mounting characteristics and lead-lengths, you'll save time and has-
sle. Install FAP whenever you work with Carrier®, Bryant®, or Payne® equipment and everyone wins!

Get a set of 2-way radios.* Buy at least 1 F.A.P. product plus 9 
different line items of chemicals and/or cleaning products all on one invoice.

FREE!
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 set of 2-way
radios per person - certified HVAC/R professionals only. Offer good while supplies last.
Offer subject to change or discontinuance without notice.

*

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

Offering your customers preventive
maintenance not only helps to keep
their equipment in tip-top shape – it
also gives you the opportunity to
stay in touch. Preventive mainte-
nance helps you stay familiar with
your customers, their equipment,
and their unique HVAC/R needs.

How can you start a preventive
maintenance program at your com-
pany? It’s as easy as going to your
local Totaline® sales center. There,
you’ll 9nd everything you need to
get your preventive maintenance
program off to a great start – and the
counter sales people are friendly,
helpful, and fully quali9ed to get you
off to the right start. 

Here are just a few of the products
you’ll 9nd at your Totaline sales center
that will help you get your preventive
maintenance program rolling:

- Chemicals;
- TotalSense Kits;
- TotalTest® Kits;
- Vacuum Pumps;
- Refrigerant Recovery Units;
- Cleaning Products.

And don’t forget about the FREE
STUFF! When you buy preventive
maintenance products at your local
Totaline sales center you’ll be able to
get some great FREE STUFF items
like a lunch cooler or a Tuff Lite :ash-
light. Check out www.totaline.com
for more details.

JIM’S TIPS

Totaline® Marketing and Training Manager Jim Flynn answers your questions about 
Totaline sales centers and the HVAC/R industry.

CAN I JUST VENT HERE?
Q: Why is it that when we terminate two furnace vents out of the same wall we
have to keep the vents a minimum of 36 inches away from each other? In this
instance, I am referring to two furnaces. Why can’t we vent them right beside
each other? ~Kevin Tychkowsky, KT Mechanical Ltd.

A: Thanks for your question, Kevin. In this application, the first thing we need to
know is if the vent termination is for two twinned furnaces or two individual
furnaces. Twinned furnaces share common ductwork and a single thermostat and
operate together. This is done when a larger heat output/airflow requirement
exists. For twinned furnaces you are required to have the vent terminations next
to each other in a very specific configuration. Two separate furnaces don’t
necessarily operate at the same time so vent recirculation is an issue. To
minimize any chance of recirculation we require that there be at least 36 inches
between vent terminations. For guidelines see any of our current high-efficiency
installation instructions. Of course, with all technical questions I suggest you
speak with your local Carrier® or Bryant® service manager. Hope this helps!

For venting here, Kevin is going to get some FREE STUFF delivered right to his
door! Do you want to try to stump me? Then send me your question, and if I use it
here, you’ll get some FREE STUFF of your own!

Jim Flynn
Totaline Marketing and Training Manager

James Flynn



4 • FEBRUARY 2010

FREE!
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 digital compass
per person - certified HVAC/R professionals only. Offer good while supplies last. Offer
subject to change or discontinuance without notice.

*

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

Get a digital compass.* 
Buy any F.A.P. gas valve plus any 2 line items.

Accept no impersonations.
F.A.P. gas valves are the best  choice for
a Carrier®, Bryant® or Payne® furnace.

Be a Preventive Maintenance Champ
When you offer preventive maintenance to your customers, you’ll come out at the head of the race every time. 

That’s because preventive maintenance is a sure-fire way to main-
tain your customer base and put some money in your pocket. And of-
fering preventive maintenance to your customers is as easy as
shopping at your local Totaline® sales center. There, you’ll find all the
essential chemicals you need to be a preventive maintenance champ.

According to Totaline Assistant Category Manager Frank
Dzialo, HVAC/R equipment is frequently exposed to contaminants
and moisture, and without proper maintenance, the exposure can
cause equipment failure and damage. “When techs provide pre-
ventive maintenance programs, they can help their customers avoid
costly repairs and maintain system efficiency,” said Dzialo. “This is
a great way for dealers to cement their client relationships.”

“HVAC/R equipment like air conditioners and furnaces are big-
ticket items with expectations of years of service,” he added, “and
big ticket items require preventive maintenance. We carry a wide
variety of the chemicals you need under the Totaline brand.”

Dzialo said that Totaline sales centers carry a full line of chemicals
and diagnostic kits that can help techs offer preventive maintenance
programs easily and affordably. “Totaline sales centers offer a complete
line of both indoor and outdoor coil cleaners, as well as general-use
chemicals like degreasers and leak reactants,” he said. “We even carry
the convenience items, like wasp spray, hand cleaners and sanitizers.”

And when you shop at Totaline sales centers in 2010, you
can receive FREE STUFF. For example, when you buy one F.A.P.
product plus nine different line items of chemicals and/or cleaning
products all on one invoice, you can get a FREE set of 2-way ra-
dios. Visit www.totaline.com for more details.

For the home or business owner, Factory Authorized Parts:
• preserve the original manufacturer’s warranty,
• preserve the original efficiency of the system,
• preserve engineered sound requirements (for 
applicable components such as motors), and 
• meet rigorous factory run life design specifications.

For the dealer or technician, Factory Authorized Parts:
• provide an exact drop-in replacement,
• feature exact electrical connections and lead lengths,
• feature exact mounting characteristics, and
• preserve the UL and/or CSA approvals and listings 
for the parts in the original equipment.
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Customers appreciate preventive maintenance programs because they may help them to: 
• Lower energy bills and save on operating costs.      
• Maintain system efficiency.     
• Avoid expensive downtime.     
• Preserve equipment life.

Offering preventive maintenance is a great way to keep equipment running 
smoothly – and put a little more money in your pocket. Check out all 
the chemicals you need to offer PM at your Totaline® sales center.

Help your customers'
equipment live longer.

Get a Tuff Lite flashlight.* 
Buy at least 1 TotalTest kit and 1 box of replacement test tubes on one invoice.

FREE!
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 Tuff Lite flash-
light per person - certified HVAC/R professionals only. Offer good while supplies last.
Offer subject to change or discontinuance without notice.

*

Actual promotional brand and item style may vary from image. Substitute product may be used other then featured item.FREE!
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When Stanley Berger bought Arista Air Conditioning Corp.
in 1973, he had hopes of making it one of the premier
HVAC/R companies in the tri-state area. Today, the com-
pany has accomplished just that – with 140 employees
and a fleet of 90 service vehicles, Arista has moved to the
head of the HVAC/R pack.

Scott Berger, current president of Arista and son of
Stanley, said that much of the company’s success can be
attributed to its commitment to customers and employees
alike. “We look at our work, our customers, and our em-
ployees from the focus of trust,” Scott said. “We’re in an
industry where gaining trust is the key to it all. We want to
develop long-term relationships.”

Scott said that Arista focuses primarily on commercial
air conditioning, but has developed a strong and growing
niche in customized, high-end residential applications, for
the most part in Manhattan. “What makes this an interest-
ing niche is that it often requires commercial equipment
used in a sophisticated application,” he said, adding that
the largest residence they have done was 49,000 square
feet. “That required several different types of systems, in-
cluding sophisticated controls, humidification, air cleaning
– everything you could possibly imagine.”

Arista currently serves downstate New York, New
Jersey and Connecticut, with a number of other accounts
extending into the Northeast Corridor. Scott said that
about 45 percent of the work they do is installation for a
small core group of general contractors. “What we do is
definitely much more relationship-oriented, and we’re al-
ways looking toward the long term,” he said.

Scott said that Arista does not do any paid adver-
tising, and instead relies on word-of-mouth, as well as
their uniquely designed trucks. “Our trucks are our
strongest point of marketing – they’re new, clean, lettered
the same way, and recognizable,” he said. Additionally,
Scott said that Arista Air Conditioning Corp. has a com-
prehensive website, www.aristair.com, which they are in
the process of updating. He added that he also belongs
to several networking organizations, including industry
organizations like IFMA (International Facilities Man-

agers’ Association) and local groups like the MBN (Met-
ropolitan Business Network). 

Scott said that in they have recently kicked off the Blue
Sky Initiative, where they have embraced the green move-
ment in two distinct ways. “In one way, we work to be good
corporate citizens,” Berger said. “We’ve adopted many poli-
cies at our offices to be more sustainable. We use wind
power, recycled paper, purchase recycled products. We’re
working right now on a lighting retrofit, and we actually even
installed a waterless urinal,” he said. On the customer end
of the environmental movement, Arista has been encour-
aging customers to consider more energy-efficient air con-
ditioning systems and to adopt preventive maintenance
programs to help maintain system efficiency.

Scott said that Arista strives to provide quality prod-
ucts to their clients, and one way to do this is through the
use of Factory Authorized Parts. “We do feel that there is a
quality difference with F.A.P. parts,” he said. “We do a lot of
work with Carrier products, and F.A.P. is the best choice for
that equipment. People consider the value proposition. To
have to come back and make a repair again is much more
expensive than using the right part the first time.”

Scott said that he has been very involved in industry
organizations over the years. He is a former local president
of ACCA (Air Conditioning Contractors of America), and is
currently on the national board of the MSCA (Mechanical
Service Contractors of America). Scott has also served on
the IFMA board locally for approximately 10 years. 

Scott is also actively involved in the MCERF (Me-
chanical Contracting Education and Research Founda-
tion), which helps fund educational programs for the
HVAC/R industry. He said his company invests heavily in
the training of technicians, most of which is done within
the company. “We make in-house training a priority.” 

Scott said that his company has built its success on
the dedication of their employees, and that there is very low
turnover. He said the company encourages morale by hav-
ing weekly summer barbeques and annual events like the
family company picnic and an international luncheon. “We
really are a family oriented company, and it shows,” he said.

Arista Air Conditioning Corp.
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The peoples' champion.
Want to win more customers? Be the HVAC/R pro with the reputation for doing things
right. Installing F.A.P. maintains the original efficiency of their systems and preserves
the warranty and UL and/or CSA-approvals. Plus, since F.A.P. feature the exact
mounting characteristics and lead-lengths, you'll save time and hassle. Install F.A.P.
whenever you work with Carrier®, Bryant®, or Payne® equipment and everyone wins!

Make them your fan with F.A.P.

FREE!
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 Dis-
tributor will be required. See site instructions for complete details. One solar rechargeable
AM/FM radio with flashing LED light per person - certified HVAC/R professionals only. Offer
good while supplies last. Offer subject to change or discontinuance without notice.

*

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

Get a solar rechargeable AM/FM radio with flashing LED light.* 
Buy at least 5 different line items all on one invoice including at least 1 F.A.P. heating product.

Get Smart – Get F.A.P. Gas Valves
When it comes to replacing gas valves on Carrier®, Bryant®, or
Payne® equipment, technicians in the know choose Factory Au-
thorized Parts. Not only are F.A.P. gas valves an exact, drop-in
replacement; they can also help provide your customers with
peace of mind.

That’s because F.A.P. gas valves are manufactured to pro-
vide several benefits to both the technician and the homeowner.
“F.A.P. gas valves have exact mounting characteristics and are
specifically designed to fit Carrier, Bryant, and Payne equipment
perfectly,” said Totaline® Category Manager John Loeffler. “Elec-
trical connections and gas inlet and outlet sizes are exact
matches, which leaves nothing to chance.”

But one of the most important features of F.A.P. gas valves
is that they have been tested by Underwriter’s Laboratories, Inc.
and/or the Canadian Standards Association, and have met their

rigorous safety standards. Therefore, when you choose F.A.P.
gas valves, you can be assured that you are providing your cus-
tomers with a UL and/or CSA-approved solution. 

Additionally, when you use F.A.P. gas valves, you’ll preserve
both the manufacturer’s warranty and system efficiency on your
customer’s equipment, not to mention ease of installation for you.
F.A.P. gas valves are high quality and will help you save time and
guesswork – and, they’re readily available at your local Totaline
sales center. 

When you choose F.A.P. gas valves in 2010, you’ll be eligi-
ble for FREE STUFF, too. When you buy any F.A.P. gas valve
plus any two line items, you can get a FREE digital compass.
For more information on this and other great FREE STUFF of-
fers, visit www.totaline.com.
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Get a front seat mobile office.* Buy any Payne packaged air
conditioner or any Payne packaged heat pump or any Payne gas heat/electronic
air conditioning system and any Totaline thermostat all on one invoice.

FREE!
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 front seat 
mobile office per person - certified HVAC/R professionals only. Offer good while supplies
last. Offer subject to change or discontinuance without notice.

*

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

Customers appreciate preventive maintenance programs because they may help them to: 
• Lower energy bills and save on operating costs.      
• Maintain system efficiency.     
• Avoid expensive downtime.     
• Preserve equipment life.

But preventive maintenance does. Stop into your Totaline® sales center to check 
out all the chemicals you need to start offering preventive maintenance.

Grime doesn't pay.

®®



•

•

•“You never get a second chance to make a first impression.”
That quote may seem cliché, but in many ways, truer words have
never been spoken. And in the HVAC/R business, first
impressions are vital. How will you present yourself to your new
customer today? Will they care if your uniform is neat and you’re
well groomed and thoroughly prepared? Those elements may
seem small, but they make a difference. Check yourself at the
door before you go on that service call and ask yourself – would
YOU hire YOU?
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It’s February, and we’re excited to share this new
edition of Beyond Repairwith you. This month, we’re offering
everything you need to be an HVAC/R champion – from
great products that will help you develop your company’s
preventive maintenance program, to Factory Authorized
Parts, exact drop-in replacements on your Carrier®, Bryant®
and Payne® equipment. 

When you make Totaline® sales centers your one-stop
shop for F.A.P. in 2010, you’ll be able to get some great FREE
STUFF items, too. When you choose a great product like F.A.P.
gas valves, for example, you can get a digital compass. Be
sure to check out all the FREE STUFF at www.totaline.com. 

And as always, I’m on board with another installment of
Stump Jim Flynn – and don’t miss my tips for this month, too.
I’ll tell you how preventive maintenance is a great way to gain
customer confidence – and put some money in your pocket at
the same time. And Bob is here with another insightful [Tools
of the Trade]. Don’t miss it!

Check out this edition of Beyond Repair – the news and
information that drives your business – right now!

Jim Flynn
Totaline Marketing and Training Manager
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Service sales: How many of your customers willingly and
enthusiastically recommend your service to their friends, neighbors,
and acquaintances? Service businesses like ours are essentially
word-of-mouth driven, and the longevity of the equipment and
systems we sell means the same customer isn’t likely to call us back
for more every three months, six months, or even every year. There
will likely be long periods between calls for more service from the
same customer. We need a broader base of appeal than those
businesses with more frequent activity, like auto maintenance for
example. So, it’s important we make a strong impression when we
get in front of a customer; a positive impression that will endure. One
day in the future that customer will be sitting at lunch, attending a
PTA meeting, having a drink at friend’s home, or having their hair
done and someone is going ask, “Do you know of a good heating or
air conditioning tech?”

Business development: You can grow your business one of three
ways: increase prices, improve productivity, or bring more people on
board. You can only raise prices so much so it comes down to
improving productivity and hiring. Improving productivity comes first.
You never want to add new hires until you have your business really
in control and humming. But, before you start hiring make sure your
really want to grow. Bigger is not always better. I mention all this
because the residential service and replacement business is likely
turning positive in many parts of the country in 2010. The commercial
service and replacement business probably won’t turn around for
another 12 to 18 months. So, if your focus is on the residential
business, you seek to grow, and you have got your business in order,
then it’s time to keep your eyes and ears peeled for good people who
will complement your business. Don’t rush, but keep your antenna
up for people who will be an asset to your business. 

Good habit:Remember your blessings. You woke up, and this moment
and day belong to you. Smile and go seek your goals with a sense of
urgency and joy. 

Keep in mind, a positive outlook, coupled with a sense of pride in yourself
and the work you do, will not only help you gain customers but will also
make your job easier. Feeling good about yourself and the work you do
is essential, and the people in your life – family, friends, co-workers, and
clients – will take notice.

Totaline Business Development Manager Bob Carré welcomes your
feedback on this column. If you’d like to contact Bob, please e-mail
him at Bob.Carre@carrier.utc.com.  

- with Bob Carré, Totaline® Business Development Manager

TOOLS OF 
THE TRADE
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Your Totaline® sales associates are trained
to provide the best possible solutions 
– like Factory Authorized Parts.

Handy people to
have around.

Totaline sales associates are trained to provide solutions for whatever you're working on today. That's why they stock lots of
Factory Authorized Parts. Installing FAP maintains the original efficiency of their systems and preserves the warranty and UL
and/or CSA-approvals. Plus, since FAP feature the exact mounting characteristics and lead-lengths, you'll save time and has-
sle. Install FAP whenever you work with Carrier®, Bryant®, or Payne® equipment and everyone wins!

Get a set of 2-way radios.* Buy at least 1 F.A.P. product plus 9 
different line items of chemicals and/or cleaning products all on one invoice.

FREE!
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 set of 2-way
radios per person - certified HVAC/R professionals only. Offer good while supplies last.
Offer subject to change or discontinuance without notice.

*

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

Offering your customers preventive
maintenance not only helps to keep
their equipment in tip-top shape – it
also gives you the opportunity to
stay in touch. Preventive mainte-
nance helps you stay familiar with
your customers, their equipment,
and their unique HVAC/R needs.

How can you start a preventive
maintenance program at your com-
pany? It’s as easy as going to your
local Totaline® sales center. There,
you’ll 9nd everything you need to
get your preventive maintenance
program off to a great start – and the
counter sales people are friendly,
helpful, and fully quali9ed to get you
off to the right start. 

Here are just a few of the products
you’ll 9nd at your Totaline sales center
that will help you get your preventive
maintenance program rolling:

- Chemicals;
- TotalSense Kits;
- TotalTest® Kits;
- Vacuum Pumps;
- Refrigerant Recovery Units;
- Cleaning Products.

And don’t forget about the FREE
STUFF! When you buy preventive
maintenance products at your local
Totaline sales center you’ll be able to
get some great FREE STUFF items
like a lunch cooler or a Tuff Lite :ash-
light. Check out www.totaline.com
for more details.

JIM’S TIPS

Totaline® Marketing and Training Manager Jim Flynn answers your questions about 
Totaline sales centers and the HVAC/R industry.

CAN I JUST VENT HERE?
Q: Why is it that when we terminate two furnace vents out of the same wall we
have to keep the vents a minimum of 36 inches away from each other? In this
instance, I am referring to two furnaces. Why can’t we vent them right beside
each other? ~Kevin Tychkowsky, KT Mechanical Ltd.

A: Thanks for your question, Kevin. In this application, the first thing we need to
know is if the vent termination is for two twinned furnaces or two individual
furnaces. Twinned furnaces share common ductwork and a single thermostat and
operate together. This is done when a larger heat output/airflow requirement
exists. For twinned furnaces you are required to have the vent terminations next
to each other in a very specific configuration. Two separate furnaces don’t
necessarily operate at the same time so vent recirculation is an issue. To
minimize any chance of recirculation we require that there be at least 36 inches
between vent terminations. For guidelines see any of our current high-efficiency
installation instructions. Of course, with all technical questions I suggest you
speak with your local Carrier® or Bryant® service manager. Hope this helps!

For venting here, Kevin is going to get some FREE STUFF delivered right to his
door! Do you want to try to stump me? Then send me your question, and if I use it
here, you’ll get some FREE STUFF of your own!

Jim Flynn
Totaline Marketing and Training Manager

James Flynn
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FREE!
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 digital compass
per person - certified HVAC/R professionals only. Offer good while supplies last. Offer
subject to change or discontinuance without notice.

*

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

Get a digital compass.* 
Buy any F.A.P. gas valve plus any 2 line items.

Accept no impersonations.
F.A.P. gas valves are the best  choice for
a Carrier®, Bryant® or Payne® furnace.

Be a Preventive Maintenance Champ
When you offer preventive maintenance to your customers, you’ll come out at the head of the race every time. 

That’s because preventive maintenance is a sure-fire way to main-
tain your customer base and put some money in your pocket. And of-
fering preventive maintenance to your customers is as easy as
shopping at your local Totaline® sales center. There, you’ll find all the
essential chemicals you need to be a preventive maintenance champ.

According to Totaline Assistant Category Manager Frank
Dzialo, HVAC/R equipment is frequently exposed to contaminants
and moisture, and without proper maintenance, the exposure can
cause equipment failure and damage. “When techs provide pre-
ventive maintenance programs, they can help their customers avoid
costly repairs and maintain system efficiency,” said Dzialo. “This is
a great way for dealers to cement their client relationships.”

“HVAC/R equipment like air conditioners and furnaces are big-
ticket items with expectations of years of service,” he added, “and
big ticket items require preventive maintenance. We carry a wide
variety of the chemicals you need under the Totaline brand.”

Dzialo said that Totaline sales centers carry a full line of chemicals
and diagnostic kits that can help techs offer preventive maintenance
programs easily and affordably. “Totaline sales centers offer a complete
line of both indoor and outdoor coil cleaners, as well as general-use
chemicals like degreasers and leak reactants,” he said. “We even carry
the convenience items, like wasp spray, hand cleaners and sanitizers.”

And when you shop at Totaline sales centers in 2010, you
can receive FREE STUFF. For example, when you buy one F.A.P.
product plus nine different line items of chemicals and/or cleaning
products all on one invoice, you can get a FREE set of 2-way ra-
dios. Visit www.totaline.com for more details.

For the home or business owner, Factory Authorized Parts:
• preserve the original manufacturer’s warranty,
• preserve the original efficiency of the system,
• preserve engineered sound requirements (for 
applicable components such as motors), and 
• meet rigorous factory run life design specifications.

For the dealer or technician, Factory Authorized Parts:
• provide an exact drop-in replacement,
• feature exact electrical connections and lead lengths,
• feature exact mounting characteristics, and
• preserve the UL and/or CSA approvals and listings 
for the parts in the original equipment.
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Customers appreciate preventive maintenance programs because they may help them to: 
• Lower energy bills and save on operating costs.      
• Maintain system efficiency.     
• Avoid expensive downtime.     
• Preserve equipment life.

Offering preventive maintenance is a great way to keep equipment running 
smoothly – and put a little more money in your pocket. Check out all 
the chemicals you need to offer PM at your Totaline® sales center.

Help your customers'
equipment live longer.

Get a Tuff Lite flashlight.* 
Buy at least 1 TotalTest kit and 1 box of replacement test tubes on one invoice.

FREE!
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 Tuff Lite flash-
light per person - certified HVAC/R professionals only. Offer good while supplies last.
Offer subject to change or discontinuance without notice.

*

Actual promotional brand and item style may vary from image. Substitute product may be used other then featured item.FREE!
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When Stanley Berger bought Arista Air Conditioning Corp.
in 1973, he had hopes of making it one of the premier
HVAC/R companies in the tri-state area. Today, the com-
pany has accomplished just that – with 140 employees
and a fleet of 90 service vehicles, Arista has moved to the
head of the HVAC/R pack.

Scott Berger, current president of Arista and son of
Stanley, said that much of the company’s success can be
attributed to its commitment to customers and employees
alike. “We look at our work, our customers, and our em-
ployees from the focus of trust,” Scott said. “We’re in an
industry where gaining trust is the key to it all. We want to
develop long-term relationships.”

Scott said that Arista focuses primarily on commercial
air conditioning, but has developed a strong and growing
niche in customized, high-end residential applications, for
the most part in Manhattan. “What makes this an interest-
ing niche is that it often requires commercial equipment
used in a sophisticated application,” he said, adding that
the largest residence they have done was 49,000 square
feet. “That required several different types of systems, in-
cluding sophisticated controls, humidification, air cleaning
– everything you could possibly imagine.”

Arista currently serves downstate New York, New
Jersey and Connecticut, with a number of other accounts
extending into the Northeast Corridor. Scott said that
about 45 percent of the work they do is installation for a
small core group of general contractors. “What we do is
definitely much more relationship-oriented, and we’re al-
ways looking toward the long term,” he said.

Scott said that Arista does not do any paid adver-
tising, and instead relies on word-of-mouth, as well as
their uniquely designed trucks. “Our trucks are our
strongest point of marketing – they’re new, clean, lettered
the same way, and recognizable,” he said. Additionally,
Scott said that Arista Air Conditioning Corp. has a com-
prehensive website, www.aristair.com, which they are in
the process of updating. He added that he also belongs
to several networking organizations, including industry
organizations like IFMA (International Facilities Man-

agers’ Association) and local groups like the MBN (Met-
ropolitan Business Network). 

Scott said that in they have recently kicked off the Blue
Sky Initiative, where they have embraced the green move-
ment in two distinct ways. “In one way, we work to be good
corporate citizens,” Berger said. “We’ve adopted many poli-
cies at our offices to be more sustainable. We use wind
power, recycled paper, purchase recycled products. We’re
working right now on a lighting retrofit, and we actually even
installed a waterless urinal,” he said. On the customer end
of the environmental movement, Arista has been encour-
aging customers to consider more energy-efficient air con-
ditioning systems and to adopt preventive maintenance
programs to help maintain system efficiency.

Scott said that Arista strives to provide quality prod-
ucts to their clients, and one way to do this is through the
use of Factory Authorized Parts. “We do feel that there is a
quality difference with F.A.P. parts,” he said. “We do a lot of
work with Carrier products, and F.A.P. is the best choice for
that equipment. People consider the value proposition. To
have to come back and make a repair again is much more
expensive than using the right part the first time.”

Scott said that he has been very involved in industry
organizations over the years. He is a former local president
of ACCA (Air Conditioning Contractors of America), and is
currently on the national board of the MSCA (Mechanical
Service Contractors of America). Scott has also served on
the IFMA board locally for approximately 10 years. 

Scott is also actively involved in the MCERF (Me-
chanical Contracting Education and Research Founda-
tion), which helps fund educational programs for the
HVAC/R industry. He said his company invests heavily in
the training of technicians, most of which is done within
the company. “We make in-house training a priority.” 

Scott said that his company has built its success on
the dedication of their employees, and that there is very low
turnover. He said the company encourages morale by hav-
ing weekly summer barbeques and annual events like the
family company picnic and an international luncheon. “We
really are a family oriented company, and it shows,” he said.

Arista Air Conditioning Corp.
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The peoples' champion.
Want to win more customers? Be the HVAC/R pro with the reputation for doing things
right. Installing F.A.P. maintains the original efficiency of their systems and preserves
the warranty and UL and/or CSA-approvals. Plus, since F.A.P. feature the exact
mounting characteristics and lead-lengths, you'll save time and hassle. Install F.A.P.
whenever you work with Carrier®, Bryant®, or Payne® equipment and everyone wins!

Make them your fan with F.A.P.

FREE!
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 Dis-
tributor will be required. See site instructions for complete details. One solar rechargeable
AM/FM radio with flashing LED light per person - certified HVAC/R professionals only. Offer
good while supplies last. Offer subject to change or discontinuance without notice.

*

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

Get a solar rechargeable AM/FM radio with flashing LED light.* 
Buy at least 5 different line items all on one invoice including at least 1 F.A.P. heating product.

Get Smart – Get F.A.P. Gas Valves
When it comes to replacing gas valves on Carrier®, Bryant®, or
Payne® equipment, technicians in the know choose Factory Au-
thorized Parts. Not only are F.A.P. gas valves an exact, drop-in
replacement; they can also help provide your customers with
peace of mind.

That’s because F.A.P. gas valves are manufactured to pro-
vide several benefits to both the technician and the homeowner.
“F.A.P. gas valves have exact mounting characteristics and are
specifically designed to fit Carrier, Bryant, and Payne equipment
perfectly,” said Totaline® Category Manager John Loeffler. “Elec-
trical connections and gas inlet and outlet sizes are exact
matches, which leaves nothing to chance.”

But one of the most important features of F.A.P. gas valves
is that they have been tested by Underwriter’s Laboratories, Inc.
and/or the Canadian Standards Association, and have met their

rigorous safety standards. Therefore, when you choose F.A.P.
gas valves, you can be assured that you are providing your cus-
tomers with a UL and/or CSA-approved solution. 

Additionally, when you use F.A.P. gas valves, you’ll preserve
both the manufacturer’s warranty and system efficiency on your
customer’s equipment, not to mention ease of installation for you.
F.A.P. gas valves are high quality and will help you save time and
guesswork – and, they’re readily available at your local Totaline
sales center. 

When you choose F.A.P. gas valves in 2010, you’ll be eligi-
ble for FREE STUFF, too. When you buy any F.A.P. gas valve
plus any two line items, you can get a FREE digital compass.
For more information on this and other great FREE STUFF of-
fers, visit www.totaline.com.


