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HVAC dealer earns Medal of Excellence

| RBEHAPOLE—EBrvant Heal-
ing and Cooling Systems,
o of the HYAC Indusiry's
lepdeErs in provy iding hoome
comfort solutions, recently
annownced the winners af
itz mational Medal ol Excel-
lence (MOE) program, in-
cluding Green Vallay's very
pwm Green Valley Cooling
and Heatlng.

Green Valley Cooling and
Heating was honored as a
pold award winnes at the In-
dianapeliz 500 MOE Week-
pnd aver the Memorial Doy
hliday

TO0 entries

Green Walley Cooling apd
Heating was selecisd a3 one
of 13 winners owt of nearly
T pndries for the RMOE
wwards this year

Thee company has done ex-
ceedingly well at providing
guality serviee 1o its Southe
erm Arizomna customer base,
and Bryant has noticed, this
being the secomd BIOE
award the dealer has re-

pelved.

Gireen Valley Cooling amd
Heatlng sirives 1o exceed s
CUSLoTNErs’ expeciatlons,
and with more than 4,000
CUSLENET SEeTVICE apgres-
ments, me moio B sorking
wdl

“Wir are exclbed abowt be-
bk named & golidl MOE win-
mar 11 was a ot of hard work
far every ane of aur 18 &m
ployesas, but being receg-
nized by Bryant and our dis-
tributlor parciner, Air MMe-
chanical, for our achieve-
menl makes b oall worth-
while. We can't wait to try
ang deo if agiein next vear!™
gajd Ethan Bemeze. presi-
demial Green Valley Cooling
nnid Heating

Alr Mechanical
Beneze's excitement.

“We are renlly proud o
have Green WValley Cooling
and Heating ax ane of our
dealers. It is thelr commii-
ment fo doing “whistever it
takes” dav after day that
makes a differerce 10 our

alaares

besiness" said Rod Martin,
sales manaper al Alr be-
chanbcal

Sccording o Keith Ter:
rell, manaper of dealér pro-
grams at Bryant, MOE 15 a
buginess enrichment pro
gram available exclusively

o Hryvani dealers.
The multl-staged process
fosters dealer growth

It'll:'l:lllgl'l sa|f-assessment and
development of buskness
plans; as well as planning
ad sharing of besl prac.
tices.

Busimess plons
This wear, pacticipatling
denlers ware nskhed tosnbmin
buginesz plans specifying
company  procedures  and
aales pesnLlis for 2004,
Bryanl visited dealer sites
in April to interview the £
nalists, tour thelr facilitles
and evaluate how Bryant
proluets are being markoebed
within thelr communities.
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