	HVAC Newsletter  

	
For us the old adage "Good help is hard to find" should be rewritten. In the industry, good help is hard and expensive to find.

As an industry recruiting specialist, whose clientele is comprised of manufacturers, design build firms, and service companies, I am astonished at the willingness of some industry companies to spend exorbitant amounts of time and money doing their own recruiting. Time and time again companies fail to learn from their hiring mistakes and are condemned to repeat them.

Recruitment of top talent is very much an art. Identifying and interviewing top talent is just the beginning. The intangible factors are often the downfall of a company's direct hiring attempt, that is, identifying a candidate's vulnerability to turning down an offer due to fear of change, being counter offered by their present employer and using that offer to leverage themselves upwards, relocation problems that arise late in the process, or a host of other issues. A qualified third party recruitment specialist will cover issues that many employers wouldn't even think of addressing until they were already full-blown problems.

For example, from the employee standpoint, fear of change is probably the single biggest pitfall. People are intrigued by the money, increased responsibilities, and possibilities of a new offer, but they fear making the change. A big part of the recruiter's job is to make the unknown known to the candidate early in the process. A tremendous problem in the industry occurs when a person gets an offer, gives notice to his present employer and then is hit hard and fast with a counteroffer. A recruiter will make certain that a candidate has thoroughly considered the possibility of a counteroffer from his company and is prepared to turn it down. A focused person who has made a commitment to a job change won't renege.

The industry is an extremely close-knit marketplace. The changing dynamics and interlocking specialization have made the search for quality candidates even tougher. A person you are working with now might be with the company you are interviewing with next week. Almost everyone knows each other and information spreads like wildfire. Recently I heard through the grapevine of a large company that wanted to interview an employee of another company. Within 24 hours the employee's boss found out and told her to cancel the interview or be fired. I don't know whether this was due to malicious or inadvertent talk, but such mishaps can be avoided by the confidentiality of a recruiter.

The Service
Anyone who's placed help wanted ad would recall being inundated with either lots of wrong resumes or people who are "window shoppers". Although productive and happy employees don't read the want ads, almost everyone welcomes the opportunity to advance their career and quality of life.

Beyond collecting resumes, a good recruiter develops a network of industry candidates, through conventions, associations, and direct recruiting calls. The recruiting process truly begins by developing a relationship with candidates to see what their "hot buttons" are so when an opportunity comes along, they know exactly who to approach. This relationship also allows the recruiter to separate the serious job hunters from the "window shoppers." Any qualified recruitment specialist thoroughly prescreens candidate’s way beyond their work history. Why would a candidate leave a good job in the industry for one that the recruiter is representing? What kinds of commissions or incentives does the candidate stand to lose if he accepts this job? What types of benefits can a company use to attract the candidate? A company's reputation is a major factor in attracting a candidate. Other non-monetary issues include job responsibilities, potential for greater career growth, company stability, travel, and location.


There is a clear advantage for a company to retain an industry-specific recruitment specialist as a conduit to high-quality candidates. An industry specialist is usually a mover and shaker with direct contact to the top talent the company is trying to recruit. A recruitment specialist who can demonstrate his industry knowledge is likely to generate the kind of confidence necessary to attract top-quality candidates. Knowledge about the industry and about one's clients prevents the recruiter from wasting time when there are no qualified candidates available. Presentations to candidates are well targeted and very specific.

While there will usually be a significant price tag associated with locating and hiring the right professional, a recruitment specialist can minimize cost and risk to the company. A recruiter's fees could range from $10,000 to $15,000 for a position ranging from $40,000 to $70,000. However, comparing this to a company spending the same amount of money or more and using productive work hours to acquire that perfect candidate justifies such fees. 
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An industry leading HVAC controls manufacturer approached Dow-Tech Associates for the immediate need of a very seasoned sales representative - controls.   This was a newly created position, which was critical to the BAS division. 

Within 2 weeks we identified the top talented candidates through canvassing all major competitors and all targeted companies.  As a result we presented the two most qualified and interested candidates to our client.  As an end result a hire was made with a candidate from one of the major competitor s.  
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Looking For HOT Talent????
Project Manager with 20 years experience for Mechanical Projects and Building Automation Controls. This candidate lives in Howell NJ and is looking for an opportunity with a reputable mechanical contractor or a controls contractor.  Career responsibilities consist of managing multiple projects, P&L costs, labor management, releasing/ordering equipment and estimating.  Contact Mike Ferrugio at 973-696-8000x17

National Sales Engineer- HVAC Equipment Our candidate has 17 years experience in regional and national sales of commercial HVAC equipment.  This individual sells to contractors, wholesalers, distributors, consulting firms and end users.  This candidate has great communication skills, motivation and training capacity.  This hot candidate currently lives in Tennessee but is open to relocation for the right opportunity.  Contact Mike Ferrugio at 973-696-8000x17

Service Sales Representative- Energy Services This individual is responsible for sales and marketing of end users energy services programs.  Develops and supports business relationships with all buying influences within contract accounts to insure customer satisfaction, profitability and increases customer retention rates.  This hot candidate is looking to expand his expertise in the facility solutions market with a reputable mechanical contractor or energy company in the Richmond, VA area.  Contact Mike Ferrugio at 973-696-8000x17

Project Engineer with 15 years experience in the HVAC and Building Automation Industry.  This candidate has extensive experience in designing, problem solving, compiling submittals, drawing wiring diagrams, commissioning and writing software on DDC control systems for HVAC commercial applications.  This person is interested in working in the Washington DC area or the -Maryland area.  Contact Carey Martinelli at 973-696-8000x18.

Project Manager/Project Engineer with 15 years experience in the HVAC Building Automations Industry.  This person has extensive experience in Project Managing DDC control systems as well as designing control systems.  This candidate is open to working in Philadelphia, PA; Baltimore, MD and Washington, DC.  Contact Carey Martinelli at 973-696-8000x18.

Branch Manager/Sales Rep looking for an opportunity in the Oregon area.  This candidate has over 20 years experience including management of sales, personnel, financial and strategic planning.  Responsible for operations for a 30 person, 4 million dollar a year branch.   Revived a stagnant branch while boosting net profit from 8% to 16%.  Always aggressively exploring new market niches.  Contact Christina Tummey at 973-696-8000x12


Branch General Manager/Sales Rep in MI – Our client is looking for an individual to establish a territory in the Detroit, MI area.  Opportunity would give the flexibility for someone to grow and flourish.  This company will provide the necessary finances to grow their business and YOUR career!!!  Contact Christina Tummey at 973-696-8000x12

Service Operations Manager St. Louis - Industry leading HVAC equipment and BAS company has immediate lead for someone to oversee total operations of multi million-dollar branch.  Very high growth potential.  Contact Louis Klass at 973-696-8000x33.

Service Sales Rep Detroit - Fastest growing division of this major HVAC company. Responsible for selling service contracts and retrofit projects.  Tremendous opportunity for career advancement to a management role.  Contact Dana Worell 973-696-8000x16

Project Manager Controls New York, NY- Rapidly expanding controls company.  Responsibilities include managing entire projects throughout NY metro area with concentration in DDC and pneumatic controls.  Very attractive salary and incentive plan.  Contact Mike Ferrugio 973-696-8000x17

Account Executive - Owner Direct Atlanta- Fortune 500 company seeks individual to 

sell full breadth of products and services focusing on HVAC control applications sell bundled solutions direct to commercial/ industrial clients.   Contact Mary Petnel 973-696-8000x31




