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Holiday Travel

Plan for all hazards even those that might not be in our control. 
Here are a few hazards and tips to consider when driving:

 Drowsy drivers
 New and unfamiliar drivers
 Weather conditions
 Traffic
 Others that might be impaired
 Distracted drivers
 Check your rear-view mirrors diligently
 Stop when tired
 Leave your headlights on while driving
 Drive defensively
 Plan your route
 Stock your vehicle, snacks, water and safety related items
 Have your vehicle serviced before a long trip



AGENDA

• Welcome
• Factory Overview
• Product Overview
• Training and New Technology
• Pro Partner Cornerstones
• Dealer Program Overview

• EGIA Introduction
• Ferguson.com
• Rebates
• Marketing and Lead 

Generation
• Closing Q&A



DEALER MEETING KIT

• Welcome to Ferguson
• Ferguson Credit Account Card
• Ruud® Flipbook
• Dealer Agreement Copies

• Must be filled out electronically online

• Carhart Bag



MEET THE TEAM

Rich Saltmarsh, AZ / NV Steve Adams, So Cal Scott Marskell, Nor Cal

Marcus Bates, 
AZ/NV

Isaac Roman, 
So Cal

Silverio Davila, 
So Cal

Richard Sousa, 
Nor Cal

Rod Toner, 
Nor Cal



NEW TO THE WEST TEAM

• Brian O’Neill
• National Ruud Brand Manager
• 13 years with Ferguson

• Management Trainee
• Commercial Sales
• Territory Manager
• Sales Manager

• 3 Time President’s Circle Winner
• 2 Time Rheem Premier Performer
• Strong Rheem Brand Relationship



Gary Lewis, Rheem Manufacturing

Factory Overview
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F e r g u s o n  H V A C  D e a l e r  M e e t i n g

Presenter Notes
Presentation Notes
This year's theme we choose is Elevating for Excellence!Builds off the momentum of Powering Next from last yearWe recognize the past 12-18 months has had its challenges and maybe even some set-backs, there were some lessons learned. However, we’re coming through those challenges and need to ELEVATE for what’s aheadWe need to ELEVATE to meet our customer expectations, to meet the changing industry, and to meet the growth we’re determined to reach.This focuses on forward movement, beyond today’s environment & circumstances, climbing to new heights, leans into not where we’ve been but to higher elevations. Some may say we chose the path less taken, not because it was easy……but because it propels us beyond our competition, because we’re committed to ELEVATING for EXCELLENCE. 



• 2023 In Review
• Current Environment
• 2024 A2L Readiness

Agenda
H i g h  L e v e l  V i e w



2023 NATIONAL SALES MEETING
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Refrigerant R22 to R410A

10 SEER
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14 SEER
regional standards

14.3 SEER2
M1 rating system

 

Refrigerant R410A to low 
GWP

2023

2015
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Introduction of 10-year warranties
FER – Phase-out of PSC furnace 

blower motors

Notes: (1) Regional standards introduced for South and Southwest
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EFFECTIVE DATE

2010

DOE: 81% AFUE for weatherized
80% AFUE for non-weatherized

2015
Congress: 78% AFUE

1992

HVAC Industry Timel ine

Minimum Efficiency Standard

2008

Energy Efficiency

Presenter Notes
Presentation Notes
If we look back over time, this industry has been through a number of changes – efficiency, refrigerant, warranties.  This is a lot for the last 30-35 years. The largest change in AC/HP efficiency was in actually in 2006.  Then in 2015, DOE created regions that differ in requirements.  And of course now in 2023, we’ve had not only a change in efficiency, but a change in metrics for ratings.  And this longterm view doesn’t even include some of our recent complexity, with Energy star spec revision, incentives, state requirements.  Some of you have lived through this history, and so you can attest….we cannot get comfortable.  So where do you think I’m headed with this.  Change is not only part of the business, it is ramping up in frequency and intensity, much like our extreme weather these days.  We have a major change for large commercial coming up, that we’ll talk about.  And while we’re still adjusting to M1 on the residential and light commercial side, *M2* is being developed for the 2029/2030 time frame.  New metrics.  Again.  Incorporating even more sources of energy use.  The point is, regulations aren’t slowing down and neither can we.  Success in the coming years will be defined by those who have the agility and speed to market.  It’s daunting, but also a great opportunity.



Heat exchanger Motor Compressor Controls Apps Variable speedBluetooth®EcoNet®

Industry leading technology

A Look Back at  What We Accomplished

Residential splits (AC & HP)
694 new models

Residential coils
159 new models

Residential air handlers
766 new models

Residential furnaces
1,109 new models

Residential packaged
332 new models

33,500 AHRI system ratings

Presenter Notes
Presentation Notes
EASY TO LOSE SIGHT OF THE GOOD WHEN IT FEELS LIKE YOU ARE FIREFIGHTING, BUT EACH OF YOU HAS BEEN AN IMPORTANT PART WHAT IS A MAJOR ACCOMPLISHMENT.The Endeavor platform was the largest single platform launch in company history. Over the course of the last 18 months we’ve introduced hundreds and thousands of new M1 compliant model in all of our residential families to support all of our brands. We’ve generated over 33,000 system combination ratings to support all these new products. But it’s not just the scale of the launch that is so important. We also introduced new, innovative and leading technology to our product line to establish ourselves as a leader in the industry and set the path for the next 5 to 10 years ahead as we prepare for what comes next.



2023 Chal lenges /  2024 Differences

Backlog / shipping estimate accuracy

 Backlog cleared

Tooling changeout

 No tooling changes for A2L

Pre-order process

 Ordering with complete specs / improved internal data / processes

Fin press limitations

 Capacity added

Delayed releases 

 Weatherking / Ruud Choice and High SEER2 complete

AHRI ratings uploads / related warranty registration issues

 No inventory sell-down (M/M1 matches) / new request process

Presenter Notes
Presentation Notes
2023 was a rough ride for us allThank you for hanging in there!Acknowledge issues as lessons learned, followed by how changes will affect 2024



F e r g u s o n  H V A C  D e a l e r  M e e t i n g

T h a n k  Yo u !

L e t ’s  G o  O n  O f f e n s e !

Up Next Mr. Edwin Tolbert

Presenter Notes
Presentation Notes
This year's theme we choose is Elevating for Excellence!Builds off the momentum of Powering Next from last yearWe recognize the past 12-18 months has had its challenges and maybe even some set-backs, there were some lessons learned. However, we’re coming through those challenges and need to ELEVATE for what’s aheadWe need to ELEVATE to meet our customer expectations, to meet the changing industry, and to meet the growth we’re determined to reach.This focuses on forward movement, beyond today’s environment & circumstances, climbing to new heights, leans into not where we’ve been but to higher elevations. Some may say we chose the path less taken, not because it was easy……but because it propels us beyond our competition, because we’re committed to ELEVATING for EXCELLENCE. 



Edwin slides



Harold Magnuson, Ferguson HVAC

Technology and Training

Presenter Notes
Presentation Notes
Debra Weedon
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Mid-Tier Inverter Matchups - HP

R/UP16
16 SEER2

RA15
15.2 SEER2
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Mid-Tier Control Panel

Inverter drive
Utilized with 1st 
and 2nd stages

Universal outdoor 
control (UODC) 
No dipswitches, 
memory card, or 
diagnostics. 

Contactor
Line voltage used for 
3rd stage
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Inverter Operation - EcoNet™ Thermostat 4 wires

*AC example based on initial test data, when compared to base efficiency product

EcoNet Thermostat Enabled 
Drive Operation

Time0

Sy
st

em
 S

pe
ed

45%

70%

100%

EcoNet 
call

Demand 
Based 
Decision

Line voltage

EcoNet 
based

• On call – compressor ramps up to 45% 
capacity within 30 seconds.

• The EcoNet uses demand-based logic to 
stage the unit between 45-70% or 100% 
capacity.
• > 1°F demand will stage to line voltage

• Switch to line voltage:
• Synchronize drive and line wave lengths 

(hertz)
Compressor will run at 3450 RPM until 
the call is satisfied. 

• Cannot stage down from line voltage

NOTE: Fundamentally, EcoNet hasn’t changed.

Presenter Notes
Presentation Notes
On call – compressor ramps from off to 45% capacity within 30 seconds.The EcoNet thermostat allows the system to modulate speed and follow the demand in the home between 45-70% or 100% capacity using demand based logic.Before the UODC can switch from inverter to line voltage, it has to synchronize the voltage leaving the inverter to match the line voltage.  Once the compressor receives line voltage, it will run at 3450 RPM until the call is satisfied. UODC has a 5-minute delay; if unit is de-energized, it will be 5 minutes before it starts again.
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Inverter Operation - 24V Thermostat

Two Stage Thermostat
 Drive Operation

Time

0 10 min

45%

65%

100%

Y1

Adaptive
learning
algorithm

Y2

Thermostat 
based

Line voltage

Y1 Call:
• Compressor ramps up to 45% capacity 

• within 30 seconds

Adaptive learning algorithm:
• Determines when to move the system from 

45% to 65% capacity based on previous 
cycle.

• Between 5 and 12 minutes.
• 20 minute maximum @ 45%.

Y2 Call:
• Switch to Line Voltage.

• Synchronize drive and line wave 
lengths (hertz).

• Compressor will run at 3450 RPM 
until the call is satisfied. 

• Cannot stage down from line voltage.

Presenter Notes
Presentation Notes
On Y1 call – compressor ramps from off to 45% capacity within 30 seconds.The system will operate at 45% for between 5 and 12 min, until the adaptive learning algorithm stored in the UODC will determine (based on past run history) when to move the system into second stage at 65% capacity. Adaptive Learning Algorithm looks at how long the unit ran at intermediate speed and adjusts current cycle.Example: If the unit ran at intermediate for 2 minutes and satisfied, it will run at low longer than the previous cycle. The idea is to try to satisfy at the lowest capacity needed.If the system doesn’t get a call for 30 minutes, the timer is resetThe system will operate at 65% until a Y2 call is received from the thermostat, at which point it will it will synchronize the power to match line voltage and then jump to line voltage. Once the compressor receives line voltage, it will run at 3450 RPM until satisfied.UODC has a 5-minute delay; if unit is de-energized, it will be 5 minutes before it starts again.
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Control Board

Furnace Control Board Air Handler Control 
Board

Furnaces and air 
handlers utilize a 
constant torque motor 
but control the speed 
with a PWM signal from 
the control board.No dipswitches, memory card, or diagnostics. 

Presenter Notes
Presentation Notes
Line voltageMin voltage is 92 VMax voltage is 135 VSecondary control voltage: 18 – 30 voltsAUX terminals: 1 amp dry contacts (110 AC or 24 VAC)Sensors are still rated as 10k thermistorsReturn air temp. sensor is built into the boardAuxiliary inputs only work when furnace is connected to an EcoNet Thermostat (not configurable in the contractor app)With a case coil, board is capable of reporting EEV coil applicationsBe careful not to break the Bluetooth receiver. If broken, you might still be able to connect if phone is really close, but it might not.



22

Downloading and Installing the Ruud for Contractors App

You can download and install the Contractor App 
compatible with your operating system.

The App supports iOS 13 or later and Android 7 or later.

1. Do one of the following:

• On the unit, locate a blue label with a QR code and 
scan it with your smartphone. Select your brand. 
You will be redirected to the app download page.

or

• In Google Play Store or the App Store on your 
smartphone, search Ruud for Contractors app.

2. Download and install the Contractor App.

1

2

Presenter Notes
Presentation Notes
For contractors with phones that do not support QR code readers through their camera, they may need to download a QR code reader app. 
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Connecting to a Product
After you have physically installed and powered the 
product, you can connect via Bluetooth to set up the 
system using the Contractor App when you are using 
a 2 stage 24v thermostat.

1. On the Install tab, tap Setup with Bluetooth.

2. On the Connect Bluetooth screen, select the 
required product type. 

3. Optional: If the App finds several products of 
the same type, confirm the product serial 
number to select the required product in the 
Found Products list. 

*If EcoNet Smart Thermostat is 
used, setup MUST be done from the 
EcoNet.*

Presenter Notes
Presentation Notes
Ensure you are within the 10 feet of the product you are trying to connect to, and have enabled the required permissions on your smartphone.
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Air Handler Settings - Advanced

Only change the 
advanced settings 
if you have the 
required level of 
knowledge and 
expertise.

1012

1012

1012

1012

Heat Pump Hi Stage CFM (Heating):

Heat Pump Lo Stage (Heating):

Heat Pump Lo Stage (Heating):

Heat Pump Hi Stage CFM (Heating):

Presenter Notes
Presentation Notes
Cool AC/HP Airflow Trim - Adjust by what percentage you want to increase or decrease the airflow in cooling mode. Note: The maximum values you can set are -25% and +20%.Heat Pump Mode Airflow Trim - Adjust by what percentage you want to increase or decrease the airflow in Heat Pump mode.Note: The maximum values you can set are -25% and +20%.EXV Superheat Setpoint – If EXV is present, this field will show. Adjust the EXV Superheat Setpoint (6-12°F). EXV uses inputs from suction line thermistor and suction pressure transducer to precisely calculate suction superheat and makes necessary adjustments to the refrigerant flow through the EXV to maintain the optimum superheat level. The setpoint is the most efficient setpoint for each coil as the factory default, however, a range is provided to further optimize for different installations.Note: You can configure the EXV Superheat Setpoint only if the EXV input is enabled on the control board.
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Viewing System Status

You can view the current state of a product’s 
status objects by connecting to the product via 
Bluetooth.

1. On the Service tab, tap Show System 
Status.

2. On the System Status screen, select the 
required product type.

3. Optional: If the App finds several products of 
the same type, select the name of the 
required product in the Found Products list.

4. View the current state of the status objects.
To refresh the data, pull the screen down.

COOL

W162313901



RUNNING DIAGNOSTICS

You can run a product's diagnostics via Bluetooth to 
check for active alarms and view the alarm history.

1. On the Service tab, tap Run Diagnostic and 
select the required product type.

2. Do one of the following:

• On the Active Alarms tab, view the list of 
detected active alarms, their codes and 
description.

• On the Alarm History tab, view records of the 
previously detected alarms.

UA18AZ36AJCB

W022339347

26CONTRACTOR APP  |

Presenter Notes
Presentation Notes
Optional: If the App finds several products of the same type, select the name of the required product in the Found Products list.
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Ferguson AND Ruud Factory Training
Ferguson and Factory training is available 
for both the Ruud Contractors App and 
the Mid Tier Inverter Systems.   

Local training is available from your 
Ferguson Technical Service Advisor.  

Demo Mid Tier units: One can connect to 
a unit and use the Ruud Contractors App.

Ferguson HVAC offers variety of training. 
For a full schedule one can go to 
fergusonhvac.com/training

Factory training can be accessed from 
the MyRuud portal (my.ruud.com) and 
clicking on Ruud University

 

Presenter Notes
Presentation Notes
Ensure you are within the 10 feet of the product you are trying to connect to, and have enabled the required permissions on your smartphone.



REPLACE PARTS

Bluetooth® 
Repair 

28CONTRACTOR APP  |

Presenter Notes
Presentation Notes
To replace/repair equipment components, go to Service > Service with Bluetooth® > and select the component you’re replacing.



Up next:

Sales – Dave Utter /Ashlea Orton
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THE PRO PARTNER CORNERSTONES

Training
Online and in-person technical training, premier learning facilities with live-fire demonstrations, 
exclusive graduate studies courses and training

This program is designed to provide value in four key areas:

Consumer experience
Peace-of-mind for Pro Partners with our Quality Pledge, flexible financing options and a strong 
Online Ratings & Reviews Program

Marketing & business support
Ruud®-generated leads, targeted social media content and digital brand campaigns, 
access to vetted vendor partners and online reputation management

Contractor incentives
Exclusive program discounts and promotions, equipment rebates and ProClub rewards

31



CONTRACTOR REQUIREMENTS

• Maintain high-performing Ruud® annual product sales, with annual 
purchases made up of at least 60% Ruud residential products*

• Maintain high-level customer service and satisfaction, as demonstrated 
by a four-star rating on the Online Ratings & Reviews program via a 
minimum of 30 customer review submissions per year

• Remain committed to continuing industry education / training, including 
completing a minimum of 10 collective, business-wide hours of 
authorized courses each year (this includes Ruud University online, 
in-class and conference courses, as well as certain industry courses)

• Hold all required, current and applicable state license documentation, be 
in good standing with their distributors

* Any single-phase residential equipment installed in a residential 
application—including single-family dwellings—which includes 
apartments, condominiums, duplexes and homes

32



GIVING PRO PARTNERS PEACE-OF-MIND
Any Ruud® matched system1 installed by a Pro Partner Contractor, in a 
residential application2 as part of an AHRI-matched system, that experiences 
failures that cannot be resolved in the first year after installation, may qualify for 
a Ruud Quality Pledge Unit Replacement & Labor Allowance, with Ruud 
District Technical Representative (DTR) approval3 prior to the equipment being 
removed from the application .

Our Quality Pledge

1Excludes: Geothermal Heat Pumps and Oil Furnaces. 2Residential Application is defined as 
any single-family dwelling, which includes apartments, condominiums, duplexes and homes. 
3Full Unit Replacements require pre-approval by the Ruud District Technical Representative 
to be eligible.

In keeping with its policy of continuous progress and improvement, Ruud reserves the right to 
make changes to this program without notice.

33



Industry-Leading Training

Ruud® University is your one-stop resource for the best professional 
training opportunities in the heating and cooling industry. Our goal is to 
give Pro Partners a competitive edge by providing the most relevant 
curriculum, latest training tools and an expanding roster of engaging 
courses offered year-round.

PRO PARTNER BENEFITS
• Exclusive access to online Graduate Studies courses, including: 

Sustainability, Sales, Business Practices & Tools, Marketing & 
Communication, Leadership & Personal Development and 
Customer Service

• Hands-on learning opportunities in our state-of-the-art Innovation 
Learning Centers

• In-field training opportunities held at distributor locations

34



Technical Training Powered 
by Interplay Learning
Technical training for all skill levels from the leading provider of online 
training for the skilled trades:

• Includes five (5) passes per company, a $2,800 value! Additional 
packs of five (5) can be purchased at a discounted rate

• Over 200 courses and growing

• NATE Continuing Education hours available

• Includes custom Ruud 3D/VR courses (Inverter, Renaissance™ 
Commercial Rooftop) and four (4) other generic 3D/VR courses

• Access is delegated through a contractor’s My.Ruud profile 

35
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Ruud Online Ratings & Reviews
The Online Ratings & Reviews Program solicits, manages and 
promotes reviews of Pro Partners made by their customers—
allowing them to build and maintain a strong online reputation and 
grow their business—which can lead to additional sales 
opportunities for you.

PRO PARTNER BENEFITS
• Positive differentiation of their business 

in a crowded online marketplace

• Reviews are validated by us to ensure 
feedback is appropriate and authentic

• Enhanced page rank on search engines
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Online Reputation Management
The Ruud® Online Reputation Management Program powered by 
RepBooster™ makes it easy for Pro Partners to improve their online 
reputation with:

The Base Package of the Ruud WebSuite™ Program is offered 
to Pro Partners at no cost. Choose from two responsive website 
designs, and receive a fully branded, ready-to-go website. Add 
your logo, socials and company contact info.

• Review Monitoring: Monitor reviews on Google & Facebook

• Review Notifications: Receive alerts when a new review appears online

• Review Responding: Pro Partners can respond to reviews directly from the 
dashboard

• One Central Dashboard: Available on their desktop, tablet or mobile device

• Simple Review Requests: Pro Partners can enter the customers name and 
phone and/or email address then click send. It’s easy and fast for anyone to 
request a review right from the contractor app

WebSuite
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Social Media Program

Pro Partners participating in the Pro Partner Social Media Program 
will have access to:

• 5 monthly pieces of social media content for Facebook, Instagram 
and X (formerly Twitter)

• Access to Social Horsepower, a social media management tool 
that allows Pro Partners to view, edit and schedule content to their 
social media pages

• Quarterly infographics to inform and educate consumers on 
industry news and information

• Access to a library of yearly holiday social media content in 
Social Horsepower to post onto your social pages

• Quarterly Social Media Webinars where our marketing team (and 
even special guests) provide social media best practices and more 
to educate, train and equip Pro Partners with the knowledge and 
skills to help them win in the digital age

• Quarterly Social Media Newsletters to provide Pro Partners with 
information regarding social media updates, news and trends
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Digital Brand Advertising is activated and driven by us. It consists of regional digital brand awareness campaigns 
that are targeted by consumer, and customized by region / state and season. They automatically and continually 
market the Ruud products that are most likely to sell to a given audience in a given region and connect all leads 
(online clicks and phone calls) to your business. The length of these campaigns will vary by market and consumer 
demand, but most last approximately 3–6 months.

PRO PARTNER BENEFITS
• More contractor and Ruud brand impressions through smarter targeting of consumers

• Any received leads go directly to you; all online users are directed to a special landing page that connects them 
with Pro Partners in their area

• Any received leads are continually tracked both online (by appointment scheduling) and by phone (calls), so you 
will have visibility to the campaign’s effectiveness in your market

• NEW – All video content is available to Pro Partners for free customization, and you can use them to promote 
your business via YouTube, Programmatic and/or Connected TV

IMPORTANT! Digital Brand Advertising does NOT guarantee leads

Digital Brand Advertising
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Pro Profile
You can claim your Pro Profile and customize it with content, videos and 
business information to add an even deeper level of trust with the 
homeowner as they browse.

You get two high-impact page features that are exclusive to Pro Partners:

Ratings and Reviews: Much like the existing dealer locator, only 
Pro Partners will get to display install ratings and reviews on their 
Pro Profile page.

Specials and Offers: This is a fully customizable open text field where 
you can list your daily, weekly, monthly and seasonal deals or even 
coupon codes so you can make your business stand out from the rest 
on Ruud.com.

Online Booking
“Book Now” on Ruud.com provides homeowners with an easy way 
to book a service appointment with a trustworthy Pro Partner™. 
This feature enables customers to request an appointment from 
you—right from our Find a Contractor tool on Ruud.com

Book Now Feature & Pro Profile
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Recruitment Support Program Powered by Military 
Hire

Hiring the right person, who respects customers and co-workers 
alike, helps to cultivate the best customer service experience. In 
order to help the Pro Partners with their efforts, We have partnered 
with MilitaryHire to offer the Recruitment Support Program.

As part of the Pro Partner program, you will receive:

• 1 recruiter account (resume search seats)

• Up to 10 job postings

• Up to 600 resume views per month

• Up to 10 automated Resume Search agents
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Pro Partners receive an elite sales advantage with exclusive 
CashBack and Residential KwikComfort® Financing promotions.

PRO PARTNER BENEFITS
• Seasonal CashBack promotions

• Seasonal Residential KwikComfort Financing promotions

• Options to combine promotions for even stronger 
purchase incentives

Exclusive Seasonal Promotions

NOTE: Eligible equipment matrix will be announced 
approximately 60 days from promotion start date and is 
subject to change at Rheem's discretion.
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ProClub Rewards Program

Pro Partners can earn and redeem unlimited ProClub 
Points for all eligible Ruud® equipment purchases and 
turn those points into valuable rewards.

PRO PARTNER BENEFITS
• Fast earning and easy redeeming, with points 

awarded for eligible equipment purchases, training 
and certain program participation

• Thousands of high-value loyalty rewards—gifts, 
tools, travel, event tickets, etc.

• All-online program makes registering, tracking 
and redeeming easy and convenient
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Digital Checklist

• Set up your Pro Profile page

• Sign up for Interplay licenses

• Enroll in the Social Media Program

• Easy access to to other tools on My.Ruud and so much more

The digital checklist helps make sure you are taking advantage of all the 
Pro Partner Program has to offer.

A single location for Pro Partners to set up all the different benefits 
offered to them through My.Ruud and the Pro Partner program.

To access the Checklist: Contractor Profile > AC Tab > Pro Partner Section > View 
Checklist or through the Checklist portal under Pro Partner Dashboard

The PDF version of the Checklist is housed under the Pro Partner Guides —
Marketing > Pro Partner > Pro Partner Program Guides
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Quick Start Guide

The Pro Partner Program is about enhancing contractor success and 
building your business through a carefully selected suite of tools and 
programs.

So we wanted to make it as easy as possible for Pro Partners to take 
advantage of all of them.

Some highlights from the Quick Start Guide:

• How to File a CashBack Claim and more functions within your CST 
Dashboard

• How to Sign Up for the Pro Partner Social Media Program and Pro 
Partner Recruitment Support Program

• How to access Ratings & Reviews

• …and so much more all bundled for you in one Guide

• The Quick Start Guide is located on My.Ruud.com > Marketing > 
Programs > Pro Partner> Pro Partner Program Guides > 
2023 Pro Partner Quick Start Guide



The value that a Ruud® Pro Partner™ realizes for their membership features will depend on the size of their business 
and their active participation in promotions and programs.

*This is the estimated value a participating contractor can expect to see as a Pro Partner. Actual value may vary. 

Pro Partner Value Guide

FEATURE CONTRACTOR
VALUE

Ruud Online Ratings & Reviews – Review management portal; unlimited automated email surveys; automated verification, posting & notification of reviews $2,400

Pro Partner CashBack Rebates – Exclusive CashBack promotions $4,500

Residential KwikComfort® Financing Promotion – Eight (8) months of promotions $11,000

Digital Brand Advertising – Based on brand awareness campaign, plus value of a blended service / install average ticket $5,000

ProClub Rewards – Based on selling two qualifying units a month $1,000

2025 National Conference – Two-day conference with instructor-led courses (limited availability) $1,000

RepBoosterTM  – Total digital reputation management solution pulling together Google, Facebook and Ruud Ratings & Reviews $300

Online Appointment Booking – Through the Book Now feature on Ruud.com $400

WebSuiteTM – Customizable website options ($84–500) $500

Ruud-branded Creative Assets – Complete library of creative assets $1,500

Interplay Learning – Courses for all skill levels from the leading provider of online training for the skilled trades; includes five (5) passes per company $2,800

Recruitment Support Program – MilitaryHire.com is your resource for hiring talent from the US Military. This program provides 1 recruiter account, up to 10 job 
postings, up to 600 resume views per month and up to 10 automated Resume Search agents $2,400

Graduate Studies – Our online Graduate Studies section has business related courses specifically curated with you in mind $750

Pro Partners Social Media Program – This program provides a social media management tool, along with five pieces of social media content a month $8,000

Total Average Monetary Benefit of a Pro Partner Contractor Membership* $41,550

46
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Social Media Pages

Facebook, Instagram and X (formerly Twitter).

PRO PARTNER PRIVATE FACEBOOK GROUP

The private Pro Partner Facebook Group is for Pro 
Partners to learn more about the benefits of the Pro 
Partner program, to have an additional resource to talk 
shop and to discuss what’s happening in the field within 
the HVAC industry and their business. Pro Partners and 
distributors are encouraged to join.

Follow these steps to join:
• Go to the Ruud Air Facebook page
• Click the “Groups” tab
• Click “Join Group”
• Answer the membership questions

Facebook.com/RuudAir

Instagram.com/Ruud_Air

X.com/Ruud_Air
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Are You Ready
To Go Pro?
We’re proud to invite you, an elite Ruud® 
contractor, to join the Pro Partner™ 
Program—the best partnership and 
loyalty rewards program in the business.
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Marcus Bates
Dealer Program Overview 

Up Next…

Presenter Notes
Presentation Notes
Debra Weedon



Marcus Bates, Ferguson HVAC

Ferguson / Ruud Dealer 
Programs

Presenter Notes
Presentation Notes
Debra Weedon



• What’s next for 2024?

• Distributor Support

• Program Support

WHY BECOME A DEALER?

Presenter Notes
Presentation Notes
2020 – COVID, Market contraction, strong consumer demand2021 – COVID Delta, commodity inflation, continued increasing demand2022 – Inflation, demand, DOE changesDistributor support – Help us help you, equipment supply, training, technical supportProgram support – Three dealer levels to best fit your business needs



3 LEVELS 
Choices BENEFITS

STANDARD 
DEALER

PRO 
DEALER

PRO 
PARTNER™

PRO 
DEALER

PRO 
PARTNER™

Dedicated Ferguson App 
(ordering, account management)
ProPoints through 
Ferguson.com purchases 
Free Technical Training
Ruud Technical Support with 
Ferguson TSA’s
Monthly Purchase Summary

■ Pro Business Discounts 
Payzerware™
iCreate®

■ KwikComfort® Financing
■ Protection Plus® Warranties
■ WebSuite™ Access
■ Military Hire available
■ Fleet Discount Program

■ Cintas Uniforms
■ DesignStar® 

Access to CI Web

Ferguson Exclusive 
Marketing Discounts

4% Co-Op
■ CashBack – Double CashBack for 

Spring 2024
■ 8% KwikComfort Financing Rebate ten 

months out of the year
EGIA Included:
– Exclusive Access to Business 

Development Tools
– In-House Training
– Financing Options

■ Pro Rewards
■ Priority Positioning on Dealer Locator
■ Quality Pledge
■ Marketing and Business Support
■ Five VR Training Licenses
■ Five Social Media Posts per month = 

60 posts per year
■ Over 300 Graduate Studies Courses 

Ferguson Web Portal

2% Co-Op
Digital Marketing Campaign 
and Consumer Lead Generation 
Dealer Upselling Incentives
Quarterly Co-Op Statement and Planner 
Sales Builder Pro

■ RepBooster™ Access

= Ferguson Exclusive Benefit



• $50,000 Ruud Equipment Purchase Commitment

• Dealer Pricing & Support

• No Cost to Join

KwikComfort 
Financing

Protection 
Plus 

Warranties
Websuite 
Access

Fleet 
Discount 
Program

2024 STANDARD DEALER

Presenter Notes
Presentation Notes
Entry level dealershipProtected dealer pricing different from non-dealers and local support from our amazing technical service advisors including training classes.Kwikcomfort – Can increase your sales up to 50% by providing customers with payment plans that fit their budgetProtection Plus – Warranty program backed by AIG that offers extended parts warranties and labor coverage to help you maintain your customer relationships.Fleet Discount Program – By being a Ruud dealer you are eligible for major discounts on GM, Ford, Dodge, Ram, and Nissan vehicle purchases. 2020 a Pro Partner bought two vans and saved &8k on each using this program. 



• $125,000 Ruud Equipment Purchase Commitment

• Dealer Pricing & Support

• 2024 Digital Marketing Campaign

• 2% Marketing Coop

• $1,000 program fee 

DesignStar Digital 
Marketing 2% Coop

2024 PRO DEALER

Presenter Notes
Presentation Notes
Pro Dealer levelDealer pricing and support from TSA and classesCashback Equipment Rebate – March to May & September to Nov rebates up to $625 for installing qualifying Ruud equipment. Install RA16, RA17, UA17, UA20, RGEA15/16 for a rebate from $50-$600. Install RP15, RP16, UP17, UP20, RQRM for rebates $75-$625Ruud branding digital campaign – Spring and Fall. 200,000 Cross device digital impressions2% coop accrual for marketing. Work with your current marketing campaign to offset costs or start a new one. Ruud is incredibly easy to work with.



• $200,000 Ruud Equipment Purchase Commitment

• Dealer Pricing & Support

• Cashback Equipment Rebate

• Up to 8% rebate of financing fees

• 2024 Digital Marketing Campaign

• 4% Marketing Coop

• $4,500 program fee 

Cashback 
Rebate

Financing 
Rebate

Digital 
Marketing 4% Coop

2024 PRO PARTNER

Presenter Notes
Presentation Notes
Pro Partner levelDealer pricing and support from TSA and classesCashback Equipment Rebate – March to May & September to Nov rebates up to $625 for installing qualifying Ruud equipment. Install RA16, RA17, UA17, UA20, RGEA15/16 for a rebate from $50-$600. Install RP15, RP16, UP17, UP20, RQRM for rebates $75-$625Ruud branding digital campaign – Spring and Fall. 200,000 Cross device digital impressions4% coop accrual for marketing. Work with your current marketing campaign to offset costs or start a new one. Ruud is incredibly easy to work with.



NEW DIGITALLY SIGNED DEALER AGREEMENTS
Located on the New Dealer Resource Site



SPECIAL OFFERS

• Sign up today - Get $500 
OFF your dealer fee!



Thank you!
Next up – David Delgado, EGIA



EGIA Live Demo
David Delgado, EGIA



DIGITAL COMMERCE
SHANELL PENNINGTON
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24/7 SELF-SERVICE
• Access to bids and orders 

(online & offline) 
• Access to credit memos
• Product details and spec 

sheets
• Online Bill Pay – access to 

serial numbers & true 
invoices 

• Proof of delivery 
• Ability to request and build 

quotes
• Ability to place orders 

Presenter Notes
Presentation Notes




CREATE ONLINE ACCOUNT



JOB BOARD



MY ACCOUNT ICON/DASHBOARD

A gateway to the most frequently 

used website features



PRO PLUS LOYALTY PROGRAM

FAQ’s:
• Customer needs to sign up to start earning points
• 1 point for each dollar spent online
• Only 1 Pro Plus Admin per account
• Pro Plus rewards can be found in the Dashboard
• Pro Plus admin can be changed by contacting customer 

support

Presenter Notes
Presentation Notes




ADDING/EDITING USERS



SEARCH BAR & CATEGORIES

• Typing 3 characters into the search bar will trigger 
the type-ahead feature

• Matching products, or product categories will 
display directly below the search bar

• Search results are based on matching products 
with the highest volume of sales in your area

Additional Categories include:
• Repair Parts & Maintenance
• Controls, Sensors & Zoning

• Installation Supplies
• Air Distribution

• Fans & Ventilation
• Grills, Registers & Diffusers

• Adhesives & Sealants
• Equipment Pats & Accessories



PRODUCT DETAIL & AVAILABILITY



MY LISTS
• Saves time by organizing your most 

purchased products
• Streamlines ordering process
• “Bought Often” – updates monthly
• Share Lists w/ others



ORDERS
• Access to 12 months of order 

history for all online and offline 
purchases

• View tracking info, proof of 
delivery timestamps and 
signatures

• Sort and view orders by job name, 
PO#, who placed the order, order 
status, etc. 



QUOTES & DRAFTS
• Create, view, and manage 

quotes on all main and job 
accounts



FERGUSON APP

• Scan Books

• Barcoding Labels

• Scan to cart

• Reorder

• Availability

• Order Status

• Quotes

• My Lists



ACCOUNTING FEATURES



ACCOUNTING FEATURES



UPDATE INCORRECT DATA/FEEDBACK



S2S BENEFITS & PO PROCESS



Next up… Rebates with Steve Auld



Steve Auld, Ferguson HVAC

Incentives and Rebates
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Residential Energy Efficiency Tax Credit (25C)
• 25C Tax Credit

• For Qualified Electrification Upgrades

• Total Annual Credit                                    $3200

• Heat pumps and HPWHs                             $2000

• Other upgrades                                            $1200

• Annual Credit for Heat Pump & HPWHs   $2000

• Heat Pump                                                   $2000

• HPWH                                                          $2000

• Annual Credit for Other Upgrades            $1200

• Insulation                                                      $1200

• Doors                                                              $500

• Windows                                                         $600

• Electrical panel                                               $600

• Energy Audit                                                   $150

• Available January 1, 2023

• Tax credit capped at 30% of project cost

• Covers purchase and installation costs for HP’s, HPWH’s 
& panel upgrades

• HP must meet CEE efficiency requirements

• Credit limit is annual & resets each year

• Household must have adequate tax liability
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EEHIC (new 25C#)
EEHIC (new 25C#)

Energy Efficient Home Improvement Credit (previously 25C)

Tax Credit

Qualifed Property placed in Service after 12/31/2022 through 12/31/2032

Up to 30% of qualified equipment or up to:
Heat Pump, Split (NORTH) = $2,000 (exception for HPs) Heat Pump, Split (SOUTH) = $2,000 (exception for HPs) Heat Pump, PAC (NORTH) = $2,000 (exception for HPs) Heat Pump, PAC (SOUTH) = $2,000 
(exception for HPs) Heat Pump, Ductless (NORTH) = $2,000 (exception for HPs) Heat Pump, Ductless (SOUTH) = $2,000 (exception for HPs) AC, Split = $600
AC, PAC = $600
Furnace (gas) = $600 Furnace (oil) = $600 Energy Audit = $150 Labor can also be claimed

Total Annual Limit = $2,000 Heat Pumps & $1,200 for all others

Heat Pump, Split (NORTH) = 15.2 SEER2, 10 EER2, 8.1 HSPF2
 Heat Pump, Split (SOUTH) = 15.2 SEER2, 11.7 EER2, 7.8 HSPF2
 Heat Pump, PAC (NORTH) = 15.2 SEER2, 10 EER2, 8.1 HSPF2
 Heat Pump, PAC (SOUTH) = 15.2 SEER2, 10.6 EER2, 7.2 HSPF2
 Heat Pump, Ductless (NORTH) = 16 SEER2, 9 EER2, 9.5 HSPF2 
Heat Pump, Ductless (SOUTH) = 16 SEER2, 12 EER2, 9.0

Open to any American homeowner with a tax liability

Must be principal residence Cannot be combined with the HEEHRBP
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Tax Credits and Rebates
1. 25C: Residential Energy Efficiency Tax Credit Extension & Increase (CEE)

2. 45L: New Energy Efficient Home Tax Credit (ES/DOEZER) 
3. 179 D: Commercial Energy Efficiency Tax Deduction  (Performance)

4. HOMES: Home Energy Performance based Rebates (Performance)
5. HEEHRP: High-Efficiency Electric Home Rebate Program (Section 50121) (ES)
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 DoE issued instruction for states’ applications (7/2/23)
 Over $4B allocated

 Tied to Energy Star 6.1

 Will provide insight into each state’s strategy

 States must indicate intent by 8/16/24 or forfeit funds

 Significant uncertainty around timeline & launch
 Opt-outs – FL and TX potential 

 

Regulatory   -  IRA  update

 25C eligible product in all sizes

 Aligned to HP acceleration

 Home Energy audit requirements issued

25C Federal Tax Credits State-Managed Rebate programs

“The design and implementation of 
these rebate programs will be 

complex.” – DOE 
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Body Slide Instructions:Slide Title: Arial Bold, 24pt. Single line of textBody Text: Arial Regular, 16pt.Line Spacing: 1.0Main bullets: Arial Regular, 14pt., orange, squareLevel bullets: Arial Regular, 14pt., black, square



2023 NATIONAL SALES 
MEETING

Tax  Credi t  So lut ions

2-ton
3-ton
4-ton
5-ton

Matching Indoor
Air Handler Gas Furnace

802VN/A

802VN/A

802V / 97MVN/A
802V / 962V / 97–98MV N/A

RA14AZ

*P18AZ

2-ton
3-ton
4-ton
5-ton

Matching Indoor
Air Handler Gas Furnace

HMVZ 962V / 97–98MV
HMVZ 802V / 962V / 97–98MV

HMVZ 802V / 962V / 97–98MV

*P16AZ

2-ton
3-ton
4-ton
5-ton

N/A 802V / 962V
N/A 802V / 962V / 97–98MV
N/A 802V / 962V

HMVZ 802V / 962V

N/A 802V

RP15AZ

1.5-ton
2.0-ton
2.5-ton
3.0-ton
3.5-ton
4.0-ton
5.0-ton

H2VZ 801V / 802V / 921V / 962V
H2VZ All but T families
H2VZ All but T families
H2VZ All but T families

H2TZ/H2VZ 801V / 802V
H2TZ/H2VZ
H2TZ/H2VZ

801V / 802V / 97V
801V / 802V / 97– 98V

RD17AZ

2-ton
3-ton
4-ton
5-ton

H3VZ
H3VZ

H3VZ
H3VZ

Ratings Nov.
Ratings Nov.
Ratings Nov.
Ratings Nov.

WP15AZ

*A18AZ

1.5-ton
2.0-ton
2.5-ton
3.0-ton
3.5-ton
4.0 ton

H1VZ / H2VZ All V families
H2TZ / H1VZ / H2VZ All but mod families*

97–98MV*

H1TZ / H2VZ 801T
H2TZ / H2VZ All families

H2TZ 801T

RA13NZ

1.5-ton
3.5-ton

H1VZ N/A
H1VZ N/A

WA14AZ
WA13NZ

Same as RA14/13*Z

*P18AZ

2-ton
3-ton
4-ton
5-ton

Matching Indoor
Gas Furnace

962V / 97–98MV
802V / 962V / 97–98MV

802V / 962V

*P16AZ

2-ton
3-ton
4-ton
5-ton

N/A
N/A

N/A

N/A

N/A

RP15AZ

1.5-ton
2.0-ton
2.5-ton
3.0-ton
3.5-ton
4.0-ton
5.0-ton

All but T families
All but T families
All but T families

801V / 802V / 97MV
802V
N/A

802V / 97–98MV

RD17AZ

2-ton
3-ton
4-ton
5-ton

Air Handler
HMVZ
HMVZ

HMVZ

N/A
N/A

N/A

N/A

N/A

H2TZ / H2VZ
H2TZ / H2VZ

   H2TZ / H2VZ
H2TZ / H2VZ
H2TZ / H2VZ
H2TZ / H2VZ
H2TZ / H2VZ

H3VZ
H3VZ

TBD if meets
N/A

Ratings Nov.
Ratings Nov.
Ratings Nov.
Ratings Nov.

WP15AZ

A I R  C O N D I T I O N E R S H E AT  P U M P  N O R T H H E AT  P U M P  S O U T H

H2TZ N/A

Presenter Notes
Presentation Notes
Tax credits have gotten everyone’s attention since the introduction of the Endeavor platform. This was a late breaking development we had only a few months to react to. As Sachin described, we found ways to make adjustments to some of our product lines to offer a full portfolio of tax credit eligible products from base efficiency up to high efficiency. But the break and butter offering will be the RA14AZ air conditioners, where we’ve added Tax Credit eligible combinations up to 4 ton, and our RP15AZ and WP15AZ heat pumps. The WeatherKing offering is going into production as we speak, so be sure to highlight this offering to your customers. We will also have tax credit ratings with our Universal Heat pump design launching early next year, and you’ll hear more about this exciting product in the breakouts.



Events
Retail Partnerships 
Sales Training 
Storytelling

EDUCATE
Increase Awareness

INSPIRE
Influence Decision

Makers

SWITCH
Guide Buyers

Contractor Directory
Incentive Finder

Paid Media 
Earned Media 
Social Media 
Collateral
Website Resources 
Marketing 
Partnerships

The Switch Is On educates and encourages consumers to upgrade 
their fossil fuel powered appliances for electric appliances.



Incentive Finder
70 programs

270 incentive offerings
70,000+ incentive searches in 2022 

Sacramento Incentive Example

● $2,500 for Heat Pump Water Heater
● $2,000 for HPWH + Tax Credits 

Eligible + More to Come!

$1.6 billion will roll out in next 3-12
months for building electrification



Contractor Finder
1000+ contractors

7000+ leads for 
contractors



Getting Your Company Listed

SwitchIsOn.CleanEnergyConnection.org/form/enrollment-form

● Integrated quality assurance with CSLB license verification
● 20 minutes to complete requirements
● 1 week to be verified by administrator

https://switchison.cleanenergyconnection.org/form/enrollment-form


Stacking Incentives

TECH 
Clean 
CA:
$1,000

CCA:
$1,237

IRA Tax 
Credit:
$2,000

Total:
$4,237

Project Scope 
Replacing a natural 
gas furnace and AC 
with qualifying heat 

pump



NV ENERGY 
Contractors interested in joining the program can contact homeenergysaver@nvenergy.com.

mailto:homeenergysaver@nvenergy.com


ARIZONA
• Program Contact Information:

For questions on the program, reach out to us at
Email: TEPEfficientHome@Franklinenergy.com
Phone: 866-473-8761

mailto:TEPEfficientHome@Franklinenergy.com


Questions?



Thank you!



Debra Weedon, Ferguson

Marketing /Advertising / Lead 
Generation 
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Debra Weedon, Ferguson HVAC

Marketing and Lead 
Generation
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FERGUSON RUUD 2024 DEALER 
MARKETING CAMPAIGNS

OMNICHANNEL MEDIA OPTIONS



Areas of Specialty
• Retail
• Home Services
• Automotive
• B2B
• QSR
• Medical
• Entertainment

Marketing Overview 
Rich Intelligence to Reach Your Best Audience

 Demographics

 Coupon Redemption

 Product Purchases

 Lifestyle and Interests

 Ready to Buy 

 Retail Visits

110B 
Daily Intent Signals

1.4B 
Addressable Devices

33B 
Daily Location Signals

2.5M
Evaluated Ad 

Opportunities per Second

575M
Websites With 
Our Inventory

120M+
Addressable US 

Households

Media Capabilities
• Personalization
• Retargeting
• Dayparting
• Geofencing
• Weather Triggering
• Contextual
• CRM Onboardingz

Benchmarks*
• Viewability: 70%+
• OLV VCR: 80%+ (:15)
• CTV VCR: 95%+
• CTR: .14%-.18%
• Email: 10%+ Open Rate
*Benchmarks are based on 
standard placements and are not 
a guarantee of performance



Discover a More Complete and Custom Audience
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P O W E R F U L  I N T E L L I G E N C E

Proprietary Intelligence

Connect layers of intelligence – all anchored to a household

Who People Are

Homeowners, new movers, 
income $75K+,  

Households with children;

Consumer Understanding
1.4B Devices

110B Buying Signals
33B Location Signals

Household Connect
Long-term, Stable Identity

120M Households

Neighborhood Understanding
100K+ Neighborhoods

2B Coupon Redemptions
1.2M Retail Locations

People’s Interests
Immediate Interest in furniture; 

Interest Over Time in Remodeling

What Products People Buy
Purchases of Furniture, 
Appliances

How Receptive to Coupons
Coupon Redemptions for 
Mattress, Skin Care, Dining

Where People Spend
Heavy Spenders at Lowe’s, 
Target, Publix, CVS

Where People Shop
Store Visits to Ashley, Floor & 
Décor, Lowe’s, Home Goods

Presenter Notes
Presentation Notes
We start with the powerful intelligence from the Consumer Graph, which is the primary, interconnected technology fueling consumer intelligence throughout the platform. We have over 50 years of experience in understanding consumers’ lives, buying behaviors, media influence, and response. Our Graph connects layers of intelligence from offline and online proprietary and third-party audience data sets, in addition to our clients’ first-party data through the option of customer onboarding. The data itself isn’t unique, but it is what we do with that data to uncover consumer motivation that’s unique. For example, we use patented analyses and rich text mining on over 110 billion bid stream signals every day to discover the consumers interested in your product and ready to buy. And we have access to 33 billion daily location signals to understand where they like to shop and where they live. This data helps you build a more complete, custom audience for each campaign. All the the data is anchored to a household for stability and for the ability to scale – to neighborhoods and targeting across channels.Our technology bridges the physical and digital world to 1) to know your consumers more fully and 2) intelligently target across channels for a more connected consumer experience. 



The Right Media Mix Inspires Action from Home 
Improvement Shoppers
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2 0 2 3  M E D I A  I N F L U E N C E  O N  P U R C H A S E S

5% 
In-Store

9% 

13% TV

4% 
Outdoor

40% 

29% 

Digital

Radio

Multi-Media Influence On Home Improvement Purchases¹

Print

In a multichannel world, in-market consumers are motivated by omnichannel messaging

69%
Of purchase influence is driven 

by print & digital media

Source: ¹Prosper Insights & Analytics MBI Study, January 2023



Homeowner Decision Factors

> Not all about lowest price…speed, communication and 
information have value.

> Listening to the homeowner’s concerns, returning calls, 
having helpful customer service, and other ways of 
building trust are important for increasing the chances 
that the quote will be the one chosen.

> Offering options at different price points is part of the 
flexibility that helps foster that company-homeowner 
relationship.
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Source:  ACHR (Air Conditioning Heating Refrigeration) News, October 2023

2/3 of Homeowners Follow the 3 Quote Rule for 
HVAC Repair or Replacement

H O M E  I M P R O V E M E N T  T R E N D S

HVAC companies need to promote to stay in front of potential customers regularly to land in this limited 
consideration set

66%

26%

6% 2%

3 Quotes 2 Quotes >3 Quotes 1 Quote

Number of Quotes Gathered Before Hiring an 
HVAC Company



Recommended Media Channels for HVAC 
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M E D I A

Direct Mail Postcards consistently driving sub-$60 new customers. Combine the targeting and efficiency of display ads 
for a powerful, omnichannel media strategy

Direct Mail Postcard Cross Device Display
New Customer Acquisition deployment in key geographies.
Targeted at postal carrier route level.
Starting at 24.6¢ per home, printed and mailed 

Reach Homeowners who are in-market for AC & Heating 
services using our award-winning consumer graph.
Across all devices in the home: mobile, tablet, laptop, PC



Carrier Routes

102

T a r g e t i n g  

• Targeting at Postal Carrier Route Level 
• Avg 500 Households per Carrier Route
• Demographic Targeting:

• Homeowners
• Single Family Residences
• Median Income 
• Median Home Value
• Median Year Homes Built

• Overlay Digital Display 
• Same geographies
• Layer on in-market signals for 

heating & air service needs
• Multi-touch point approach

Presenter Notes
Presentation Notes
Lead time: Wrap – 4 weeksInserts – 3-4 weeksFlexible page positions based on objective, message needs, and budget



Ferguson Dealer Audience 
Profile
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O V E R V I E W

GEOGRAPHY
Service Area : ZIP code list 
Dealer Sales Data: dealer can provide their customer 
sales data for analysis of top performing neighborhoods and 
areas of greatest growth opportunity

DEMOGRAPHIC & FINANCIAL
Homeowners
HHI $75K+
A35+
Median Year Built

IN-MARKET
HVAC and Climate Control
Remodeling
New Movers

INTEREST & CARD SPEND
Home Improvement



How it Works
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M A T C H B A C K  A N A L Y S I S

NOTE: Historic Digital Match Rates are revisited based on latest iOS14 Updates. 

Utilizing first-party CRM data, Valassis Matchback Analysis is a simple way to correlate digital and/or print advertising with transactions.

The print and/or digital campaign is executed using 
predictive targeting from the Valassis Consumer Graph™.

First-party CRM data (prospect, loyalty, or customer lists) that
includes household addresses is compared to the Graph 
targeting profile.

Valassis generates a report matching consumers who were exposed 
to a print and/or digital ad with those who acted or made a purchase.

01 02

03

CRM data Valassis Consumer 
Graph

Valassis Consumer Graph

Demographics

Purchases

In-market Signals

Interest Over Time

Store Visits

Coupon Redemptions

Matchback Analysis is subject to data meeting onboarding requirements. 
It may not be available for clients who must adhere to certain data regulations.



SEND TO 
DEVICES

EACH UNIQUE DEVICE ID IS MATCHED 
TO A UNIQUE HOUSEHOLD ID
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Methodology: Media to Transactions Connection
M A T C H B A C K  A N A L Y S I S

NOTE: Historic Digital Match Rates are revisited based on latest iOS14 Updates. 

Each House Parcel Number / Property Line 
is associated with a 

UNIQUE HOUSEHOLD ID

THROUGH VALASSIS DSP WE HAVE ACCESS TO
UNIQUE DEVICE IDs

PRINT MEDIA
SEND DIRECTLY TO A UNIQUE HOUSEHOLD ID

DIGITAL MEDIA

CLIENT 
PROVIDED

TRANSACTIONS

EACH TRANSACTION IS MATCHED 
TO A UNIQUE HOUSEHOLD ID

On the Household Level Using 1:1 Attribution 
Match Customer Address Level Transaction Data Back to Valassis Proprietary Distribution Data 

Media Impact

Valassis Proprietary Distribution Data Customer Address Level Transaction Data 

Leverage client provided Customer Address Level Transaction Data & Valassis Proprietary Distribution Data.
Media is matched to the consumer household allowing 1:1 attribution and precise measurement across customers reached (received media) 
and not reached (did not receive media).



California HVAC Brand
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M A T C H B A C K  A N A L Y S I S

MATCHBACK RESPONSE ANALYSIS

1,755
MEDIA INFLUENCED HHs THAT MADE A TRANSACTION

$3.1M
REVENUE INFLUENCED BY MEDIA 

$14.45
COST PER ACQUISITION / TRANSACTION

ADDRESS VERIFICATION
Number of Transaction Records Received: 3,198
Number of Transaction Records Certified for Analysis: 3,198 (100%)
*Only ATZ’s that ran from 1/9/22 – 3/20/22 were included in this analysis

Customer Addresses are verified based on USPS Household Address Data

TRANSACTIONS
Total Number of HHs that Made a Transaction: 14,329 HHs
HHs that Did Not Receive Media: 12,574 HHs
Media Influenced HHs: 1,755 HHs (12%)

MEDIA INFLUENCED REVENUE
HHs that Made a Transaction that Received Media: 1,755 HHs
Average Media Influenced Transaction: $1,749
Estimated Media Influenced Revenue: $3,179,170

COST PER ACQUISITION / TRANSACTION
HHs that Made a Transaction that Received Media: 1,755 HHs
Campaign Investment: $25,359
Cost Per Acquisition / Transaction: $14.45

RESPONSE RATE
HHs that Made a Transaction that Received Media: 1,755 HHs
Unique HHs that Received Media (Distribution): 181,016
Response Rate: .97% .97%

RESPONSE RATE

KEY CAMPAIGN METRICS

Return on Ad Spend (ROAS) is not used as KPI for this analysis as it is variable to the 
customer value definition (service frequency, annual revenue, monthly revenue, etc.)

CAMPAIGN DATES:  1/9/2022 – 3/20/2022
MEDIA TYPE:  Direct Mail Postcards
BUDGET:  $25,359
ANALYSIS PROMO PERIOD: 1/9/2022 – 4/30/2022







Additional Marketing

• Print Advertising Special Offer
• Buy 3 Drops, get the 4th Free

• Value Sheet Inserts
• Direct Mail Postcards
• Premium Postcard Inserts

• Additional Cross Device Display ads
• Connected TV and Streaming Video

• Use your Co-op to cover the costs
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Thank you!



Richard Sousa, Ferguson HVAC

Closing

Presenter Notes
Presentation Notes
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KEY TAKEAWAYS

• Elctrification

• Pro Partner - $4,500 investment – over a $20,000* value  *4% co-op, 8% Financing rebate, Cash back, discounts 

and more...

• Not ready for Pro Partner, we have 2 other levels to help support you until you are ready (Dealer, and Pro Dealer

• Get with your local TM ASAP to get signed up so you can MAXIMIZE the dealer program



SPECIAL OFFERS

• Sign up today - Get $500 
OFF your dealer fee!



SPECIAL OFFERS

• Not ready to sign 
up?   

• Sign up by Dec 
31st, get $250 
OFF



Thank you!


	Slide Number 1
	Welcome
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Factory Overview
	Ferguson HVAC Dealer Meeting��
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Ferguson HVAC Dealer Meeting��Thank You!��Let’s Go On Offense!
	Slide Number 15
	Technology and Training
	Mid-Tier Inverter Matchups - HP
	Mid-Tier Control Panel
	Inverter Operation - EcoNet™ Thermostat 4 wires
	Inverter Operation - 24V Thermostat
	Control Board
	Downloading and Installing the Ruud for Contractors App
	Connecting to a Product
	Air Handler Settings - Advanced
	Viewing System Status
	RUNNING DIAGNOSTICS
	Ferguson AND Ruud Factory Training
	REPLACE PARTS
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Up Next…
	Ferguson / Ruud Dealer Programs
	Slide Number 52
	Slide Number 53
	Slide Number 54
	Slide Number 55
	Slide Number 56
	Slide Number 57
	Slide Number 58
	Slide Number 59
	Slide Number 60
	DIGITAL COMMERCE
	Slide Number 62
	Slide Number 63
	Slide Number 64
	Slide Number 65
	Slide Number 66
	Slide Number 67
	Slide Number 68
	Slide Number 69
	Slide Number 70
	Slide Number 71
	Slide Number 72
	Slide Number 73
	Slide Number 74
	Slide Number 75
	Slide Number 76
	Slide Number 77
	Slide Number 78
	Incentives and Rebates
	Residential Energy Efficiency Tax Credit (25C)
	EEHIC (new 25C#)�
	Tax Credits and Rebates
	Slide Number 83
	Slide Number 84
	The Switch Is On educates and encourages consumers to upgrade their fossil fuel powered appliances for electric appliances.
	Incentive Finder
	Contractor Finder
	Getting Your Company Listed
	Stacking Incentives
	Slide Number 90
	Slide Number 91
	Slide Number 92
	Slide Number 93
	Marketing /Advertising / Lead Generation 
	Marketing and Lead Generation
	Slide Number 96
	Marketing Overview 
	Discover a More Complete and Custom Audience
	The Right Media Mix Inspires Action from Home �Improvement Shoppers
	2/3 of Homeowners Follow the 3 Quote Rule for HVAC Repair or Replacement
	Recommended Media Channels for HVAC ��
	Carrier Routes
	Ferguson Dealer Audience Profile
	How it Works
	Methodology: Media to Transactions Connection
	California HVAC Brand
	Slide Number 107
	Slide Number 108
	Additional Marketing
	Slide Number 110
	Closing
	Slide Number 112
	Slide Number 113
	Slide Number 114
	Slide Number 115

