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Customer Without a Current Maintenance Plan
Goal: Get the customer enrolled in the <Smart Plan – Company Plan Name> with sensors.
Opening: - “Hi [Name], this is [CSR] with [Company]. I’m calling to make sure your AC system is ready for the season. Do you have a quick minute?”
Reason for Call / Problem Framing: - Systems often fail due to small unnoticed issues. - Prevent breakdowns before they happen.
Introduce Smart Plan: - <Smart Plan – Company Plan Name> with real-time sensors. - Detect small issues early, before costly repairs.
Key Benefits (Pick 2–3): - Priority service - Lower repair costs - Peace of mind - Energy efficiency
Engagement Question: - “Have you ever had your AC or heater break down at the worst possible time?”
Close / Call to Action: - “Let’s get you set up so your system is covered. Would mornings or afternoons work better for your first visit?”
Objection Quick Phrases: - “This gives peace of mind and prevents bigger repair bills.” - “It complements any maintenance you do — catching things not always visible.” - “Most homeowners find it pays for itself with savings and avoided repairs.”

Customer With Current Maintenance Plan
Goal: Transition customer to the new <Smart Plan – Company Plan Name> with sensors and extra benefits.
Opening: - “Hi [Name], this is [CSR] with [Company]. You already have a maintenance plan with us, and I wanted to share a new option that adds extra protection and benefits.”
Reason for Call / Problem Framing: - Existing plans maintain the system, but the new <Smart Plan – Company Plan Name> adds monitoring and early detection. - Avoid surprise breakdowns and costly repairs.
Introduce Smart Plan: - Sensors monitor your system in real-time. - Detect small issues before they become big problems.
Key Benefits (Pick 2–3): - Proactive alerts + early problem detection - Priority service - Discounts on repairs - Better efficiency and peace of mind
Engagement Question: - “Have you ever had a repair after your regular maintenance visit that could’ve been caught earlier?”
Close / Call to Action: - “We can upgrade your plan so you get this extra protection automatically. Would mornings or afternoons work for us to set it up?”
Objection Quick Phrases: - “This is just adding protection — your plan still works, this enhances it.” - “It helps avoid unexpected repairs and keeps your system running efficiently.” - “It’s designed to protect your investment and gives real-time monitoring.”
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