
Recreation Time - Enjoy Savannah!
Spouse Guided Walking Tour (for those that signed up) 
Officers’ and Directors’ Meeting 
Exhibits Open       
Registration

Lunch Provided in Exhibit area
Leaders vs. Managers, Chris Michel, Service Nation
Strength in Numbers – The Secret to Boosting Sales
Multiples, Dave Fox & Jack Strauch
Refreshment Break with Exhibits
AI Adaptation for Contractors with Tersh Blissett and
Colleen Keyworth
Transitioning Your Business by Patrick Lange
Rest & Refresh 
Meet and Greet Reception
PAC Silent Auction
Dinner Awards Banquet   Ballroom
Dueling Pianos 

Exhibits Open
Breakfast
Today’s Universal Heat Pumps by Clint Cooper, Apex/Hajoca
Economic Outlook, Joey Smith, Chair of Economics,
University of West Georgia
Refreshment Break with Exhibits
All-Star Contractor Panel with Barry Abernathy, Jim Corbin,
& Ed Newsome
Code Updates & State of the Industry
General Membership Meeting
Adjourn

CAAG Conference 2026CAAG Conference 2026
Tentative Schedule 

Thursday, April 9th

11AM 
12PM
8AM-6PM
4 PM    
6-7PM

CAAG Cup Lunch at Crosswinds Golf Club 
Golf Tournament Shotgun Start
Exhibitor Setup
Hotel Check-in          
Meet and Greet Opening Reception Atrium

Friday, April 10th

Morning 
8:30-10:30AM 
8:30-10:30AM 
11AM -4PM 
11AM -4PM
 
11:30AM-1PM
1-2PM 
2-3PM 

3-3:30PM 
3:30-4:30PM 

4:30-5:30PM 
5:30-6:00PM 
6:00-7:00PM
  
7:00-9:00 PM 
9:00 - 

Saturday, April 11th

7-11AM 
7-8AM 
8-9AM 
9-10AM 

10-10:30AM  
10:30-11:30AM 

11:30-12:30PM 
12:30-1PM 
1PM 

Sponsors

Daikin

Service Nation

Hotel Keys—Southern Pipe & Supply
Name Badges—The Harbin Agency

Daikin

Apex/Hajoca

Trane Technologies

Mitsubishi

Mingledorff’s

Rick Hendrick Commercial

Jackson EMC

Dealers Supply Company
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Conditioned Air Association of Georgia 
P.O. Box 1239, Jasper, GA 30143 

678-646-2224 
Email: tucker@caag.org       Web: www.caag.org 

Tucker Green, Executive Director 

Welcome to the CAAG 2026 Annual Conference! 
 
Dear CAAG Members and Attendees,  
 
Welcome to our state CAAG Meeting in beautiful Savannah, Georgia! We are 
delighted to have you here and hope your time with us is both productive and 
enjoyable.  
 
Founded in 1733, Savannah is Georgia’s oldest city and is known for its 
charming historic squares, cobblestone streets, and majestic oak tress draped in 
Spanish moss. Rich in history from the Revolutionary and Civil War eras, 
Savannah’s historic district is one of the largest and best preserved in the 
country.  
 
While you’re here, we encourage you to explore some of the city’s highlights, 
including River Street along the Savannah River, the iconic fountain at Forsyth 
Park, and the many historic homes, churches, and shops throughout the 
downtown squares. Savannah’s Southern hospitality, beautiful scenery, and 
vibrant culture make it a truly special place to visit.  
 
Use this time to meet as many fellow contractors and vendors as possible. 
Shake some hands, hug some necks, and make 
lifelong connections.  
 
Thank you for joining us for this year’s meeting. 
Enjoy both the conference and your time in 
Savannah!  
 
Yours in Service, 
 
Brian Spencer  
CAAG President  
2025-2026 
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Apply today. To get started visit georgiapower.com/contractor

HEIP
The Home Energy Improvement 
Program helps Georgia Power 
residential customers reduce energy 
use, save on energy costs and 
improve the indoor air quality and 
comfort of their existing homes. 

EASE
Georgia Power’s Energy Assistance for 
Savings & Efficiency Program (EASE), or 
Income-Qualified program, promotes 
energy efficiency improvements in 
existing Income-Qualified single-family 
homes, as well as multifamily properties.

As a participating Program Contractor, you have the opportunity to grow and 

diversify your business and offer your customers rebates from Georgia Power 

in order to increase the comfort and energy efficiency of their home.

Stronger Together



 
11:30 am – 1:00 pm 

 

Lunch  
Exhibit Area 

 

 

1:00-2:00pm      Tax Planning & Exit Strategy 
By: Matt Pearson & Richard Vaughn 

 

2 : 00 -3 :0 0pm     Top 10 Employment Mistakes 
By: Philip Sigel 

 

 

3:00 –3 :30 pm 
 

 
Refreshment Break  

Exhibits Open 
 

 

                                                                                                                                
3:30 -4 :30pm   

SEO Changes & AI Affects 
By: Dave Squires  

4:30-5:30pm   
Transitioning Your Business 

By: Patrick Lange   
5 : 3 0 -  6 : 0 0 p m 

Rest & Refresh  
  

 

6:00 -7:00 pm 

 

 

 
Meet and Greet Reception  

Athena   

 
 6:00 – 7:00 PM    PAC Silent Auction 

 
 

 

7:00 – 9:00 pm 
 

 

Dinner Awards Banquet 
Ballroom 

 

             
 
 

 
Thursday, April 9, 2026 
 

 

11:00 am           CAAG Cup Lunch 

12:00pm   Shotgun   8th Annual CAAG Golf TOURNAMENT “CAAG CUP”  
Crosswinds Golf Club 
(Must register in advance) 

8 a m  –  6 P M           
 

Exhibitors Setup – Atrium 

4 : 0 0 p m         

                                               Hotel Check In               

6PM – 7PM          
 Opening Reception 

Exhibits Open 
Atrium 

 
 
                 

Friday, April 10, 2026 
M o r n i n g          Recreation Time – Enjoy Savannah! 

8:30-10:30AM     Officers’ and Directors’ Meeting 

8:30-10:30AM     Spouse Guided Walking Tour (must register) 

 
 
11:00 am – 4:00 pm 

Exhibits and 
Registration Open 

 
Name Badges 
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7:00 – 9:00 pm Dinner Awards Banquet 
Ballroom

9:00 unti l  

Dueling Pianos 

Saturday, April 11, 2026 
     7:00 am – 11:00 am  Exhibits Open 

7:00 am - 8:00 am 

Ex
hi

bi
ts

   
O

pe
n 

Breakfast 
Exhibits Area 

8:00 am–9:00 am 
By: Clint Cooper 

9:00 am–10:00 am 

Economic Outlook 
By: Joey Smith, UWG Chair of 

Economics 

10:00 am–10:30 am 

Exhibits Open / Coffee Break 
Exhibits 

10:30 am – 11:30 am 
All-Star Contractor Panel 

Barry Abernathy, Jim Corbin, & Ed 
Newsome 

11:30 am – 12:00 pm State Codes Update 
By: Ted Miltiades & Elaine Powers 

Today’s Universal Heat Pumps
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Stay Connected with CAAG all year long! 
 

Like us on Facebook at CAAG – Conditioned Air 
Association of Georgia  

 
Follow us on Instagram – caag.hvac 

 
Follow us on LinkedIn at Conditioned Air Association of 

Georgia (CAAG) 
 

Visit our website www.caag.org 
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Georgia HVAC Businesses Are HOT - Keep Your Options Open  
By: Patrick Lange, Business Modification Group  

They don’t call Georgia hot for nothing. The Peach State, already ranked 8th largest in the 
U.S., is gaining both people and companies at a rapid rate. In fact, Georgia’s population has 
been growing at about 1.1 percent annually, almost three times the U.S. average.  

That makes Georgia HVAC companies an attractive target for various types of buyers. The 
trades, in general, and HVAC in particular, are very appealing because of their recurring-
revenue model. We’re seeing a ton of interest in Georgia companies, so if you haven’t re-
ceived a call, letter, or email from an interested buyer, there’s a good chance you probably 
will soon. Here’s what you need to know.  

First, I want CAAG members to know you have the choice of who you sell to-or whether 
you sell at all. If something doesn’t feel right, you do not have to sell. I’ve had many calls 
where sellers just didn't get the warm and fuzzy feeling about potentially passing along 
their “baby” to the buyer on the other end of the line. That’s OK.  

For most HVAC company owners I work with, longtime employees become like family 
and loyal customers turn into friends. You want to make the right decisions for them, too. 
Let me be clear, you are in complete control of what happens to your company - the 
legacy you pass along, and who you choose to sell to. Here are the typical types of buyers 
that you may hear from.  
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The Newcomer This may be a single person or a small group seeking to break into the HVAC in-
dustry. They may be green with little to no HVAC experience, but are usually business-savvy. 
Working with a “newcomer” can be challenging due to SBA and licensing requirements, but it can 
be done.  

The Strategic Buyer  This buyer may or may not reach out through a third party. They could be a 
competitor wanting your market share, or even an out-of-town HVAC company looking to break 
into the market. We love this kind of buyer because they understand the HVAC market well and can 
pay at the top of the asking price.  

The Professional Buyer  This group is a private equity firm or family office that purchases compa-
nies every day. They may own dozens, or even hundreds, of companies like yours. Their plan is to 
improve operations, scale, and combine companies to position themselves for an even bigger sale a 
few years down the road. Professional buyers can be great because they are well capitalized, can 
move fast, and know what they want. However, make sure you have someone well-versed in acqui-
sitions in your corner because this group is looking for the best deal they can negotiate. If you don’t 
do this every day, as they do, you are at a distinct disadvantage. My advice for heating and air com-
pany owners is always the same, whether you want to sell next week—or never.  

Build your business based on service, repair, and replacement. All types of buyers are looking 
for recurring, predictable revenue. They look for companies with a loyal customer base that trusts 
them to keep their systems in good repair, fix them when something fails, and give them honest ad-
vice when it’s time to replace. Maintenance agreements create predictable revenue year-round, so 
it’s important to make them a cornerstone of your company. They also keep your technicians busy 
during the off-season, so you can hire and retain great talent.  

Keep Clean Books. Many owners run personal expenses though the company, which lowers their 
tax liability, but also lowers their profitability on paper. Take the personal charges off your books. 
Invest in dedicated accounting and customer relationship management software. Not only will it pay 
off when you sell your company, but you’ll also spend a lot less time each month keeping the 
books.  

Stay away from new construction. By far the most controversial advice you’ll hear! New con-
struction is almost always a race to the bottom. Developers and construction companies don’t want 
to invest in the best and highest quality equipment for new homes. The new homeowners won’t 
have a relationship with your company; when they need help, they’ll shop around for the best deals 
on new systems, maintenance, and repairs. Many buyers won’t seriously consider a business that 
relies heavily on new construction, no matter how profitable it is right now. If they do, it will often 
be a much lower offer than sellers are expecting. They understand that a company’s real value is in 
its service, repair, and replacement business, and that’s what they’ll base their offer on.  

Running a solid business gives you options. Whether you want to sell somewhere down the road, let 
a son or daughter inherit the business, or just not be a burden on your family if something happens 
to you, the key is to position yourself so that ALL options remain available to you. You get to 
choose who to hand your baby to.  
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BusinessModificationGroup.com

850-669-2498

GET YOUR COMPLIMENTARY
AND CONFIDENTIAL
VALUATION
Knowing what your HVAC business is
worth just makes sense.

Forget what you think you know and
learn the facts. All opinions of value are
backed with data including comparable
sales in your market.

Be READY when someone approaches
you to buy your company

SCAN NOW

Or Visit Our Website

Patrick Lange
Exclusively dedicated to
the HVAC Industry

SO WHAT'S YOURS WORTH?
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Conditioned Air  
Association of Georgia 

Officers & Directors 2025 - 2026 
 
Officers 
PRESIDENT  Brian Spencer  Spencer Htg & Air Co.  Norcross 
PRESIDENT ELECT Michael Brown  J. R. Hobbs   Lawrenceville 
VICE PRESIDENT Victor Laircey  Creighton Laircey  Augusta 
TREASURER  Cherri Powers  E. Dennis Htg, & Cooling  Peachtree City 
SECRETARY  Chad Slaughter  Waller Heating & Air  Valdosta 
PAST PRESIDENT: Robert Ashby  Christian Bros. Mechanical Austell 
Directors  
Albany   Clay Carr  SafeAire Heating & Cooling  Albany 
Augusta    Joe Savage  Doc Savage Htg/AC, Inc.  Augusta 
Coastal    Emory Young, Jr.  Certified Electric, Inc.  Brunswick 
Coastal Empire  Steven Galbreath  Galbreath & Sons   Richmond Hill   
Cobb    Chad Popilek  E. Smith Htg. & Air  Marietta 
Columbus  Justin Quinn  Sensigreen Htg. & Air   Opelika  
East Metro  Eric Medina  Cool Masters Services   Lawrenceville  
Hall Co.   Rusty Gravitt  Gainesville Mechanical   Gainesville  
MAACA   Alan Ferguson  Ferguson Heating & A/C Co.,          East Point 
Northeast GA Athens Rex Coker  Stanfield Air Systems   Athens 
Northwest GA Rome  BJ Littlejohn  Ware Mechanical   Rome  
Middle Georgia   Doug Ward  Aire Serv of Dublin  Dublin 
West Metro   Jeffery Rosser  Coolzone Heating & Cooling Lithia Springs 
Valdosta   Seth Ray   Ray & Son Heating & Air  Valdosta 
Dir. At Large  Steve Nail  Nail Heating & Air Conditioning Hampton  
Dir. At Large  Nat Belger  Superior Air Management  Athens  
Dir. At Large   David Hammond  Hammond Services, Inc.  Griffin  
Dir. At Large   Rick Busby  Busby’s, Inc.   Augusta  
Dir. At Large  Elaine Powers  Powers Heating & A/C, Inc. Peachtree City 
Dir. At Large  Matthew Holtkamp Holtkamp Heating & Air Cond. Suwanee 
Dir. At Large                      Pat Rogers  United Maintenance  Atlanta 
Dir. At Large  Bill Preston  American Comfort  Winder 
Dir. At Large  Lamar Pendley  Pendley Htg. & AC  Cartersville  
Dir. At Large  Louie Broxton  Broxton Mechanical, Inc.  Alpharetta 
Dir. At Large  Ed Newsome  Albany Air Cond. & Heating Albany  
Dir. At Large  Bart Hillman  Southern Mechanical  Augusta   
   
Supplier Reps  
Joe Mingledorff  Mingledorff’s 
Robert Bonnell  Daikin  
Clint Cooper   Hajoca  
Rhoda Washington AIG 
Roy McAllister  Trane 
David Otto   Southern Pipe & Supply  
Jimmy Heath  Breeze Lease Purchase  
     
Utility Reps  
Jamie McKenzie  Georgia Power Company 
Tess Stuber   Atlanta Gas Light 
Jeff Pratt  Oglethorpe Power  
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CAAG Exhibitors  
(as of 3/13/2026) 

 Airex Manufacturing  
 Aprilaire 
 Atlanta Gas Light  
 AIG HVAC Warranty 
 Ausband Chapman In-

surance 
 Breeze Lease Purchase 
 Business Modification 

Group 
 Construction Solutions  
 Daikin 
 Enterprise Fleet 
 FieldEdge  
 Georgia Power Co. 
 Hajoca/Apex Supply 
 Home Service Engine 
 Hudson Independent 

Partnerships   
 Lentus/DOW 
 Microf  

 Mingledorff’s 
 Mobile Fleet Solutions 
 Mitsubishi  
 Online Access  
 Pinnacle Finance  
 PureTalk Business 
 Resideo  
 Resolute Consulting Ser-

vices 
 Rick Hendrick Chevrolet 
 RTO National  
 Service Titan 
 Shearer Supply 
 Southern Pipe & Supply 
 The Nixon Group 
 Team Air Distributing  
 Trane Technologies 
 Thermaflex  
 Unico System  
 Zofton Advisory Group  
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O&D list  
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