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Offer it now,
so homeowners won't have to worry about it later.

Learn more by visiting www.410A.com

Roger, you're not alone.

Since Honeywell introduced the world to
refrigerant R-410A almost a decade ago,
millions of R-410A systems have been
installed around the world and dealers
and their customers couldn't be happier

with the results.

Consumers like being offered an HVAC
system they won't worry about having

serviced as R-22 is phased out.

They like buying R-410A models that are
often quieter and more reliable than their

R-22 counterparts.

They feel secure in knowing they've done

the right thing for the environment.

Some even love knowing they've bought
the state-of-the art in comfort technology,

even though it cost them a little more.

Dealers don't just like R-410A systems
because their customers do. Offering
R-410A lets customers know they're ahead
of the curve, and ahead of the competition.
R-22 is going away and they're not afraid

to tell customers what the best solution is.

Give your customers the R-410A option.

And give yourself the edge.
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