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Thousands of classes exist about it, and millions of people 

have tried to figure out the secret sauce. In reality, though, 

entrepreneurship boils down to one simple fact: no matter 

how big or small, no business can exist without its customers. 

This is true for any industry, anywhere, anytime. 

What makes the HVAC industry special is that, in most places 

around the U.S., air conditioning and heating are seen more 

as necessities than as basic luxuries. What does that mean 

for you as an HVAC business owner? Basically, it’s that you’ve 

achieved the ultimate entrepreneurial goal: in a world where 

every business needs its customers, you work in an industry 

where the customer needs you, too. 

What that means is that your job isn’t to convince customers 

that they should choose your services. Your job is to convince 

them that they should choose your services above the rest 

of the competition - and that means connecting with your 

customers in a unique way. 

In today’s modern world, where everyone has a sophisticated 

little computer in their pocket pretty much 24/7, helping your 

business grow in the present and scale in the long term boils 

down to one thing: going digital - and doing it well. You need 

a great digital strategy in order to make your HVAC company 

stand out from the competition and be your customers’ 

number-one choice. Lucky for you: we know digital strategy, 

and this eBook’s here to show you just exactly what it is, how 

it’s done, and what it does to connect with your customers in 

an effective way. 



If the Internet is its own virtual world, then 

each social media platform is a unique sort 

of home base. They are where connections 

are made, where ideas are shared, and 

where each of us hangs up our virtual hat 

at the end of the day.  Long story short: 

in this day and age, we may not all be on 

every social media network, but we’re all 

on some. And finding your customers is 

about understanding them all. 

If your business isn’t already on social 

media, it’s behind the times. As of 2019, 

79% of people in the United States have 

a profile on at least one social network - 

and they’re not just posting pictures and 

sharing funny status updates. Social media 

is one of the most powerful tools in the 

world to help your HVAC business grow: 

90% of marketing professionals say social 

media has helped their business grow.

 

https://www.statista.com/statistics/273476/percentage-of-us-population-with-a-social-network-profile/
https://smallbiztrends.com/2016/12/social-media-marketing-statistics.html

T H E  N E E D  F O R  S O C I A L - I Z I N G



We’ve put together a quick 
outline of the major social 
networks you should be on  
- and what each of them has 
to offer your business

 I N S T A G R A M

• Very popular with Millenials (think first-time 

homeowners who need a new HVAC unit)

• Post photos and graphics to help share your 

company’s personality

• Stories help keep your followers engaged

• Sponsored posts can boost your reach and attract new 

customers in your area

F A C E B O O K

• Used across the widest span of ages, from Millennials 

to Baby Boomers: More than two-thirds of Americans 

have a Facebook account.

• The best social network to share videos, special 

promotions, and status updates about what’s going on 

in your business

 L I N K E D I N

• The go-to social network for business networking

• A great place to share updates about any awards or 

certifications your company has, as well as to spotlight 

members of your team for excellent work



In order to use social media successfully for your HVAC company, it’s important to 

understand which of your potential customers are on each network - and how to 

use the format of each network to reach your audience in the ways they want to 

be reached. Check out our blog to learn more about what specific social media 

strategies you can use to grow your company.



R E P U T A T I O N 
B U I L D I N G

If you’re wondering where your future customers are, chances 

are that they’re looking for reviews. Things like online reviews 

and customer testimonials are extremely important for your 

HVAC company to attract new customers. After all, everyone 

expects your company to speak highly of itself: after all, you’ve 

got sales to make. That being said, having past customers 

certify the quality of your work is the ultimate way to make 

sure you’re credible and convincing to future ones. 

There’s no denying the power of a good review. The real 

question is: how can you incite customers to post positive 

reviews, and where should those reviews be? 

I N C E N T I V I Z I N G  G R E A T  R E V I E W S

You already know how this one goes: the most important 

technique for getting great reviews from customers is doing 

great work. But, of course, this wouldn’t be a whole section of 

our eBook if the story ended there. 

https://sproutsocial.com/insights/facebook-stats-for-marketers/#FB-video



It’s important not only to perform excellent work for your 

customers, but to maintain a relationship with them. Even 

after your service visit or installation is done, you should aim 

to maintain connections with your customers by providing 

ongoing value. This can be as simple as: 

• Giving them an exclusive offer, like a discount  
on their next service visit

• Subscribing them to monthly emails that share useful 
tips, like how to measure humidity or how to tell their 
HVAC unit needs repairs

• Mailing them holiday or birthday cards

Showing your customers that they matter to you after they’ve 

paid for services is how you’ll stand out and keep a positive 

relationship going long-term. Ask your past customers to 

leave your company an honest review on platforms like Yelp 

and Google Reviews. If you’ve gone above and beyond to 

make them feel valued, it’s reasonable to expect that their 

honest reviews will also be positive ones. 



W H E R E  T O  P O S T  ‘ E M

When someone’s air conditioner or heater breaks down and 

they don’t have a regular HVAC service provider, there’s one 

place they’re likely to turn to: Google. Getting your business 

to turn up high on a list of Google search results is an 

intricate process in and of itself (we’ll get to that later). That 

being said, positive reviews are one of the biggest factors to 

make a potential customer choose your business over the 

competition in a quick social media search. 

Advise your happy customers to post their positive reviews 

on Google Reviews or Yelp, since those are two of the most 

popular reviewing platforms among customers. It’s also a 

fantastic idea to have a page of your website that’s totally 

dedicated to client reviews and testimonials. There, you 

can post the very best feedback you receive, along with 

any before & after photos or testimonials videos you’re able 

to capture. Once a potential customer is drawn into your 

site, seeing this positive reinforcement from other satisfied 

customers will help make their decision to choose your 

company even easier. 



46% of all Google searches are for local 

goods and services. This means that, when 

someone is in need of urgent HVAC services, 

they’re likely to turn to search engines in 

order to find the best service provider. That’s 

where you come in. 

One of the most important things you can 

do to boost your HVAC business’s digital 

strategy is to show up when potential 

customers search for services that you can 

provide. Luckily, turning u high on search 

results isn’t a game of chance: it’s done 

through carefully designed strategy. 

Making sure your company turns up high 

on search engine results is a process called 

Search Engine Optimization, or SEO. This 

process is long and complicated, and there 

are many.

https://www.chatmeter.com/blog/50-local-seo-stats-every-marketer-should-know-2018/

T H E  S E A R C H  I S  O V E R 



full-time jobs in the marketing world dedicated to getting it 

just right - but here’s a basic rundown of what SEO entails:

Keywords are the key to SEO. Keywords, which are the terms 

that people search on Google in order to find your company, 

are strategically written into your website, your blog posts, 

and all of your online content. The better - and more - that 

these keywords match the terms people are searching for, 

the higher your website will turn up in search engine results. 

Here’s an example: 

• Mary lives in Dallas, TX. When Mary’s HVAC unit breaks 
down, she conducts a Google search for “affordable HVAC 
units in Dallas.” 

• Bob’s HVAC Company has done extensive SEO on their 
website. Their goal is to be the first search result for the 
keyword “affordable HVAC units in Dallas.” In order to 
meet this goal, Bob has incorporated this keyword into 
blog posts and a dedicated page on his website. 

• When Mary searches for “affordable HVAC units in Dallas,” 
Bob’s HVAC Company is the third result that comes up 
(they still have some SEO work to do). However, upon 
seeing Bob’s excellent Google Reviews, she decides to 
click through to their website. She’s very impressed with 
what she sees and gives their Sales department a call. 



Another key to SEO is balance: it’s not as simple as stuffing 

your website and blog posts with a certain keyword and 

hoping that’ll do the trick (in fact, that’s exactly what not 

to do). Though best left to a specialized professional, SEO is 

something you can get started on yourself:

• Create a list of keywords that you’d like to turn up high on 
search results for (Pro Tip: aiming for local keywords is a 
great way to get started)

• Create blog posts that feature these keywords in the title 
and a few times in the body 

• Create a pillar page on your website dedicated to this 
keyword 

• Repeat the process for every keyword you’d like to pursue, 
and you’ll have found a solid way to get started. 

IT’S ALL IN THE STRATEGY

What we’ve done so far in this eBook is touch the tip of the 

iceberg of digital marketing strategy. Each of the areas we’ve 

described is a small piece of an overall puzzle. Social media, 

review platforms, and search engines are the three biggest 

places where you can find your future customers. But, in 

order to reach them effectively, you need a good strategy. 

Generally speaking, the idea behind a good digital marketing 

strategy is simple: reach your potential customers where 

they are by offering them valuable content without being 

interruptive or annoying. 



But it’s only the beginning. No matter who they are or what 

they’re looking for, every single person who is considering 

your HVAC company will go through what we call a Buyer’s 

Journey. This is a process that can easily be broken down 

into three steps: 

Awareness

Finding out about your company and  

the services you provide

Consideration

Coming across more of your content and information, 

considering whether choosing you over the competition 

is right for them.

Decision 

Making a choice: will they go with your  

services or won’t they? 

Posting pictures of your business on Instagram, sharing 

a cool video on Facebook, posting great reviews on Yelp, 

and turning up highly in search results - these are all small 

steps that you can take to usher your future customers 

along a bigger, more successful buyer’s journey. The process 

of mapping that journey out from beginning to end and 

creating the digital strategy that’ll take your customers 

through every step is called Inbound Marketing. 

AND THAT’S WHERE 
WE COME IN. 



READY TO TAKE 
THE NEXT STEP? 

Attracting more customers than ever and growing your 

company starts with an expertly created digital strategy. 

If you’re looking to take your HVAC business to next-level 

growth…

LET’S TALK



260 1st Ave S, Suite 200: #171
St. Petersburg, FL 33701

e: jonathan@maintaindigital.com

www.maintaindigital.com

M A I N T A I N 
D I G I T A L

S O C I A L

facebook.com/maintaindigital/

linkedin.com/ company/maintain-digital

@maintaindigital


