


7 Signs of a Great Leader

-- Unknown

Great leaders don't merely lead; they elevate the standard of excellence
around them, empowering those they serve.

In the arena of leadership, the most transformational are not just those who
gather followings but the ones who nurture and cultivate more leaders.
These exceptional individuals foster environments where team members can
thrive, innovate, be authentic and ultimately, step into leadership roles
themselves.

Here are seven signs, shared recently by the CEO Coach Eric Partaker on
X, that demonstrate traits of great leadership or what it's like to work for a
great leader:

1. They Give You Credit

Great leaders acknowledge your hard work. They celebrate and spotlight your
achievements and ensure everybody in the team knows the part you played.
Your success is their success.

2. They Value Your Input

Great leaders appreciate your ideas. They make it safe for you to voice your
thoughts and every suggestion is welcomed. You end up in a culture where
everybody is encouraged to speak up.

3. They Support Your Growth

Great leaders throw their weight behind you. They are there for you when you
need them. You get plenty of opportunities to learn, develop, and grow. And
you are encouraged to constantly aim for new heights and become

your best.

4. They Care About Your Well-being

Great leaders make it a habit to check in on you. They ask how you're doing,
beyond work. They are there to support, not supervise. They go out of their
way to make sure you're doing well and provide you with what you need when
you're facing challenges or going through hard times.

5. They Value Your Time

They respect your boundaries and don'tintrude into your private space and
time. Your off-hours are your off-hours, and work-life balance isn't just a
buzzword. They even actively encourage you to disconnect and take time off
work.

6. They Set the Example
Great leaders walk the walk. Their actions speak louder than their words, and
they lead by example. They set the bar high and inspire you to meet their
standards without resorting to micromanagement.
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Membership Benefits...

Air Conditioning of Western PA

will continue to be your local industry partner,
as we have been since 1950.

Annual Membership Brings You the Following Benefits:

* Networking events * Insurance for member's company discount
+ Discounts on seminar * Code enforcement updates * Local lobbying
* Current info from local suppliers + ACCWPA Apprenticeship School

* Legislative efforts * Voice for the local contractors

* Local website * Golf Outing
* Technical training courses » Education opportunities for your technicians
* Apprenticeship program office staff

State recognized
* Monthly newsletter
* Information of industry news
changes within the industry
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+ Advocacy agenda promote contractor interest.
+ Labor and HR legal advice before utilities

* Helping members to stay ahead of the curve

* 8 Monthly informative meetings

Upcoming

Meetings!

2025

General Meetings
Schedule!

February 12t s
Board Meeting ONLY 2025
Planning Meeting

March 12t weq,

Board Mtg & Gen. Mtg.
TOOL TIME

“New COOL Stuff”
Speaker: HBB Pro
Rosedale Technical College

Why Customers Want to Give You Referrals
By: Adam Hudson

There's no better way to gain customers than through your customers' referrals. A customer's personal
recommendation adds strength to your marketing program that money can't buy.

Referrals are big business — and they're serious business. You've got a small window when you need
to make the contact (24 - 48 hours), and you better be prepared to deliver the same level of service
that brought you the referral in the first place.

Knowing that there's a lot at stake with referrals, let's look first at your customers’ motivations. What's
in it for them? Why would they want to give you referrals? HVAC Sales Training expert David Holt
points to four main reasons:

1. The hero factor. Your referral source has an opportunity to be a real hero to one or more
friends or colleagues. If working with you truly has been a pleasure, he or she can “look good”
by helping a friend or colleague learn about you. Remember — people prefer to find service
providers through recommendations.

2. It brings them better service. Your customers know that if they give you referrals it will give
you added incentive to provide them with even better service. Even though you attempt to give
all your customers the best service possible, isn't it natural that you will run a little faster and
jump a little higher for the customers who give you referrals?

3. They like you and trust you. If people like you and trust you, they probably want to help you. This is the
most powerful reason! If you've been serving them well, most customers get great pleasure from helping
you become more successful. If you share your vision for success, they will enjoy seeing your success by
helping you with referrals.

4. They know that keeping you in business helps them! Help your customers see the benefits of your
staying in business. You can help them as their needs change, and you will be there to cover their
warranties and continued maintenance.

Your customer may also respond to the incentives you offer, such as a $25 discount on their new system for each
name offered.

Just remember, even if you do offer incentives, don't overlook the fact that what you're really offering
are great products with great service from a great company. That's the true incentive for referrals.
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