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Cover & Snapshot

CONFIDENTIAL | Ironwood Air Company

One-Line Positioning Statement

Ironwood Air helps Phoenix homeowners and small property owners keep their homes cool and their
trust intact, through the Three-Photo Promise: a documented, photographed diagnosis on every single
call, before any repair or replacement decision is made.

At a Glance

Tagline Built Like the Desert Builds Things: To Last

Founded 2011 (15 years in business)

Headquarters Phoenix, Arizona, North Phoenix near 7th Street and Bell Road
Mission No Phoenix family should ever pay for panic instead of a solution.

Primary Offer

Comfort Club Complete membership, $349 per year

Service Area

Phoenix, Glendale, Peoria, Paradise Valley, and parts of Scottsdale
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Section 1 — The Who

Ironwood Air's business is built around three real customer types. Each one arrives at the same
conclusion from a different direction: they want a company they can trust completely, and they have
usually been burned before finding one.

Persona 1: Sweating-It-Out Sandra

Age and background: 52 years old, homeowner in the Sunnyslope and Arcadia area, owns her home 18
years

Situation: Her AC has failed during peak summer and the house has climbed past 90 degrees inside

Top pain points: Fear of being upsold a full replacement she does not need; not knowing which
company to trust when desperate; worry about a cost surprise

Primary motivation: Get cool air back fast without feeling taken advantage of

Where she looks for help: Google "AC repair near me emergency," Nextdoor, local Facebook
homeowners groups

Objection before buying: Is this company going to tell me | need a new unit when I really justneed a fix?

Most likely first purchase: A same-day $89 diagnostic visit followed by an on-the-spot repair

Persona 2: Spreadsheet Steve

Age and background: 41 years old, dual-income household in Ahwatukee, bought a newer-build home
three years ago

Situation: Planning ahead for a system replacement before his 12-year-old unit fails

Top pain points: Cannot tell if competing quotes reflect real equipment differences or just markup;
wants to understand SEER2 ratings and payback

Primary motivation: Long-term value and efficiency, not the lowest sticker price
Where he looks for help: Google comparison articles, YouTube HVAC review videos, r/HVAC

Objection before buying: Am | paying for the company's brand name, or for something that actually
performs better?

Most likely first purchase: A full system replacement quote and load calculation

Persona 3: Landlord Luis

Age and background: 58 years old, owns five rental properties across North Phoenix and Glendale
Situation: Manages properties largely at a distance and relies on tenants to flag problems

Top pain points: Doesn't want to personally coordinate every HVAC call across five properties; needs a
vendor tenants can deal with directly

Primary motivation: Minimize tenant complaint calls and protect rental income

Where he looks for help: Local landlord/real estate investor Facebook groups, referrals from his
property manager

Objection before buying: Will this company actually communicate with my tenants and with me, or will
| get stuck in the middle?

Most likely first purchase: Comfort Club memberships across all five properties, plus one AC
replacement on the oldest unit
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Primary Pain Point, Trigger, and What They've Already Tried

The pain point almost always comes down to one thing, in the customer's own words: | just don't want
to feel stupid or get talked into something | don't need. The trigger event is rarely subtle — the AC
failing on a 110 degree day, a unit turning 10 to 12 years old, or a tenant calling upset about no cool air.

Most new customers have already tried a company found through a mailer or radio ad, gotten a
technician who turned a 40 dollar part into a recommendation for a whole new system, and now don't
trust anyone in the industry without a personal referral.

Identity Shift

Before: at the mercy of whichever technician shows up and whatever they say is wrong. After: has one
trusted local company on speed dial, the same way they trust a family dentist or mechanic.

Contrarian Truth

Most HVAC companies make more money the day a customer's system fails catastrophically. Ironwood
Air built its entire business model around the opposite: keeping a customer's current system running
longer, even when that means a smaller ticket than a full replacement.

Core Pillar Topic

Straight-Talk Cooling: What Actually Keeps a Phoenix Home Comfortable, Without the Upsell.

Content Pillars

e How AC systems actually fail in extreme desert heat, and what each failure really costs to fix

e Real cost breakdowns: whatarepair or replacement should cost in Phoenix, and how to spot an
upsell

e Maintenance that genuinely extends a unit's life in Arizona's climate
e Behind the truck: how a woman-founded local company trains and pays its technicians

® Real energy bill savings: SRP and APS specific tips

Competitive Differentiation Summary

Valley Cool Air Conditioning rotates subcontracted technicians and leads every call with financing before
a diagnosis. Budget Air Phoenix advertises the lowest visible service-call price but is chronically
unavailable during actual summeremergencies. The market gap: acompany sized enough to answer the
phone and show up during a heat wave, but that still treats every customer relationship like a small,
name-recognized local business would.
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Section 2 — The You

Origin Story

In July 2010, Mari Ortega was working the phones as a dispatcher for one of Phoenix's largest HVAC
franchises. On a day the temperature hit 118 degrees, she listened to one of the company's own
technicians talk a 74-year-old widow into a full system replacement over a 40 dollar capacitor, using the
woman's fear of the heat against her. Mari quit within the week, pulled together her savings, and called
Dan Whitfield, a technician she trusted completely, to ask if he'd help her build something different.
Ironwood Air started a few months later out of Mari's garage with one used service truck and a simple
rule: show the customer the actual problem before you ever recommend a fix.

Mission

No Phoenix family should ever pay for panic instead of a solution.

Core Values
e Show, don'tsell — every technician documents the actual failed part, on camera, before quoting
any repair or replacement

e Answerduringthe emergency, every time — June through September, phones are staffed by a
real person from 6a.m. to 9 p.m.

e A truck that can actually finish the job — every truck carries the 40 most common repair parts

e No commission on replacements — technicians are paid on craftsmanship, never commission
for selling a new system

e Onetrained crew, neversubcontracted — every technicianisa W-2 Ironwood employee trained
personally by Dan

Brand Archetype

Primary: The Caregiver — protects people and looks after their wellbeing. Supporting: The Sage —
educatesratherthan pressures. The worst thing this brand could be perceived as is the slick, fast-talking
salesperson who pushes financing before ever diagnosing the problem.

Personality Traits and Tone

Traits: warm, direct, unflappable, meticulous, plainspoken, loyal. Formal¢>Casual: leans casual and
neighborly. Serious<>Playful: mostly practical, with occasional dry humor once trust is established.
Expert<>Peer: expert, but explains like a knowledgeable neighbor.

Signature Framework: The Three-Photo Promise

On every diagnostic visit, the technician takes and shows the customer three photos: the failed part as
found, the replacement part in hand, and the completed repair. The aha moment: you don't have to
trust us blindly, you can just see it.

Emotional Target
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Relief followed by control — the customer should exhale, and also feel treated as capable of
understanding what happened to their system, never talked down to or rushed.

Linguistic Fingerprint

Signature phrases: "Let's get you air before we talk about anything else." "No mystery, no pressure. We
fix what's broken, we don't invent what isn't." A line from the company's own radio ad: "When your AC
dies on the hottest day of the year in Phoenix, that's not the day you should also have to feel like you're
getting hustled."

Anti-Persona: What Ironwood Never Does

® Neversays a system doesn't have long left without showing the failed part on camera
e Neveruses fear-based urgency language
e Neveropens a call or quote by talking about financing before a diagnosis

e Never calls a reconditioned or reused part brand new

We Are, But Never

e We are direct, but never alarmist
e We are efficient, but never rushed with the customer

e We are technical experts, but never condescending

Voice in Practice

Would say: "Your capacitor's toast. That's the part that helps your compressor start up. It's a quick fix,
I've got it on the truck, and we can have you cool again in about thirty minutes."

Would never say: "This whole system is basically on life support. You really can't trust anything with a
unit this old."
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Company Overview

Ironwood Air Company is a family-owned, woman-led HYAC company based in Phoenix, Arizona, serving
homeowners and small property owners across the North and Central Phoenix metro. Founded in 2011

CONFIDENTIAL | Ironwood Air Company

by Marisol Ortega and Dan Whitfield, the company grew from one used service truck into a five-
technician operation built around a single idea: show the customer the actual problem before
recommending a fix. Every technician on the road is a trained, in-house employee, nevera

subcontractor.
Key Facts
| DIET] | Information
Founded 2011
Headquarters Phoenix, Arizona, North Phoenix near 7th Street and Bell Road

Legal structure

LLC

Team size 8: two owner-operators, five field technicians, one dispatcher
Website ironwoodair.com
Tagline Built Like the Desert Builds Things: To Last

Products and Services

| Service

Diagnostic / Service Call

Price

$89, waived if repair
performed same visit

| Format

One-time home visit

Who It's For

Anyone needing a
diagnosis

Common Repair (e.g.,
capacitor)

$225 to $375

Same-visit repair

Most AC breakdowns
during summer

18 SEER2)

(estimate)

New AC System, Standard Starting around $6,500 1-2 day install Homeowners replacing
Efficiency (estimate) an aging or failed system
High-Efficiency System (16- | $9,800 to $13,500 1-2 day install Homeowners prioritizing

efficiency

Ductless Mini-Split, single
zone

Starting around $4,200
(estimate)

Half-full day install

Casitas, ADUs, additions

Duct Sealing

$1,450

Half day service

Homes losing cooled air

Whole-Home Duct
Replacement

$3,800 to $7,500
(estimate)

1-2 day install

Homes with damaged
ductwork
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| Service Price | Format Who It's For
Comfort Club Essential $199/year Two seasonal Basic seasonal protection
visits/year
Comfort Club Complete $349/year Two visits, quarterly Full seasonal protection
filters, waived after-
hours fees

History & Timeline
e 2011: Founded in Mari's garage with one used truck, after leaving her dispatcher job over an
unethical upsell
® 2013: First hire, a second technician, after word-of-mouth filled the schedule three weeks out

e 2015: Moved into a small leased shop near 7th Street and Bell Road; made the Three-Photo
Promise official policy

e 2017: Survived a brutal 119 degree heat wave that knocked out two competitors' phone
systems for days

e 2019: Launched the Comfort Club membership program

e 2021: Grew to five field technicians, hired the company's first dedicated dispatch manager
e 2023: Completed its 5,000th service call

e 2025: Added ductless mini-split installs and indoor air quality services

Biggest win: the 2017 heat wave loyalty spike — many Comfort Club members trace back to that
summer. Biggest lesson: a 2014 hire made before demand could support it, leading to a layoff four
months later; the company has grown deliberately ever since.

Competitive Landscape

| Competitor ‘ Does Well Ironwood's Advantage

Valley Cool Air Conditioning Large marketing budget, same-day No rotating subcontracted technicians
scheduling
Budget Air Phoenix Lowest visible service-call price Parts-stocked trucks mean fewer

return trips

Desert Sun HVAC Solutions Aggressive financing offers up front Never leads with financing before a
diagnosis

Differentiation Statement

Ironwood Air is the only HVAC company in the Phoenix metro built around the Three-Photo Promise, a
documented, photographed diagnosis shown to the customer on every single call before any repair or
replacement decision is made.

Visual Identity Notes
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Primary colors are a copper and rust orange paired with a deep charcoal navy, against warm off-white
backgrounds. Logo: a stylized ironwood tree silhouette. Imagery favors warm desert tones and real
technicians and trucks photographed in actual Phoenix neighborhoods, never stock photography.

SWOT Analysis

Strengths
® In-house, employee-only technician crew
e The Three-Photo Promise builds trust immediately
e Fifteen years of hyper-local reputation
e Active owner-operators keep quality control tight
e Recurring Comfort Club revenue (~1,400 active memberships)

e Staffed after-hours phone lines during peak summer

Weaknesses
e Limited geographic footprint, missing outlying suburbs
e Deliberately slow hiring pace limits capacity spikes

e No dedicated marketing hire — growth runs on word-of-mouth

Opportunities
e Rising demand for ductless mini-splits
e Growing SRP and APS efficiency rebates
e Underserved landlord and property-manager segment

® Alicensable training model for future expansion

Threats
e National franchise HVAC brands entering Phoenix
® Increasingly extreme heat events straining capacity
e Rising equipment and refrigerant costs
e Atight skilled-labor market
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Section 4 — The Offer

Core Offer: Comfort Club Complete Membership

Price: $349/year. Deliverables: two seasonal tune-up visits, quarterly filter replacement, waived after-
hours fees, 20% off repairs, free minor repairs under $150, extended labor warranty. Mechanism: a
proactive 21-point seasonal inspection using the same Three-Photo Promise documentation as an
emergency call. First win: within the first tune-up visit, usually inside 30 days, most members walk away
with at least one small issue caught before it became an emergency.

Proof

"They showed me exactly what was wrong on my phone before they touched anything. First AC
company that's ever done that." — Sandra M., Sunnyslope

"Called at 8 p.m. on a Saturday in July, and a real person answered, not a machine." — Luis R., North
Phoenix property owner

Ironwood closes approximately 62% of in-home system replacement estimates, and has completed
more than 5,300 service calls since 2011.

Revenue Architecture

e Entry point: the $89 diagnostic visit, no ongoing commitment
e Recurring revenue: Comfort Club Essential and Complete, ~1,400 active members
® Ascension path: diagnostic = repair - membership - eventual replacement and renewal

® Repeatvs. new: ~55% of annual revenue from repeat/membership customers, 45% from new

Capacity Snapshot (Internal Use)

Team size: 8 (two owner-operators, five field technicians, one dispatcher). Approximate monthly
revenue: $185,000. Single point of failure: Dan personally signs off on every full system replacement
install before the crew leaves, which caps how many large installs can close in a given week.

Top FAQ
e Whyis my AC blowing air but it's not cold? — Usually refrigerant, capacitor, or compressor; the
diagnostic visit finds the exact cause
e Do youcharge for the estimate or diagnostic visit? — $89, waived if repair completed same visit

e How long does a full system replacement take? — Most single-story homes are completed in
one day

® Is abigger AC unit always better? — No, an oversized unit short-cycles and causes comfort
problems

e Do you offer financing? — Yes, through a third-party financing partner

e What'sincluded in Comfort Club? — Two tune-ups, quarterly filters, waived after-hours fees,
repair discounts; Complete adds free minor repairs and extended warranty
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Do you work with landlords on multiple properties? — Yes, with a single point of contact
What brands do you install? — Trane and Daikin, selected to fit the home

Do youwork weekends and after hours in summer? — Yes, staffed 6 a.m.-9 p.m., June through
September

What areas do you serve? — Phoenix, Glendale, Peoria, Paradise Valley, and parts of Scottsdale

Top Objections

Your diagnostic fee is higher than the company down the street — Parts-stocked trucks mean
fewer return visits, photo-documented diagnosis

| don't wantto be locked into a membership — 12-month term, cancel any time before renewal

How do | know you won'tjusttell me | need a whole new system? — The Three-Photo Promise,
no commission on replacements

I've been burned before by a company that never showed up — The 2017 heat wave story,
staffed after-hours line every summer since

Can | trust a small local company to still be around? — Fifteen years in business, same shop
since 2015

Five-Year Positioning Goal

Ironwood Air wants to be known as the company that proved Phoenix homeowners don't have to
choose between fast service and honest service, and to become the default HVAC referral partner for
local roofing, insulation, and solar companies across the Phoenix metro.
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Section 5 — Copy-Paste Marketing Toolkit

Every piece below is ready to copy and use as-is. The Al Context file is also delivered as a standalone
plain-text file (Ironwood_Air_Al_Context.md) so it can be pasted directly into any Al tool without
opening this document. See the Cover Letter and Usage Guide for exactly where each piece goes.

1. Al Context File

One consolidated file covering company facts, brand voice, visual identity, pricing rules, personas and
funnel, objections, and escalation rules — everything an Al tool needs to write, speak, design, or answer
as lronwood Air. Delivered as its own file, Ironwood_Air_Al_Context.md, soit can be pasted straight into
an Al tool without opening this document. The complete file is also reproduced below — if the
standalone file isn't handy, copy everything between the two marker lines instead; it's the exact same
content.

— COPY EVERYTHING BELOW THIS LINE —

Ironwood Air Company — Al Context

This is the one file to paste into any Al tool — a system prompt, a CustomGPT, a chatbot, GoHighLevel
Voice Al or Conversation Al — when it needs to write, speak, or answer as Ironwood Air Company.

1. Company Facts

Ironwood Air Company is a family-owned, woman-led HVAC company based in Phoenix, Arizona,
founded in 2011 by Marisol Ortega and Dan Whitfield. The company is known locally for the Three-
Photo Promise: a documented, photographed diagnosis shown to the customer on every service call,
before any repair or replacement decision is made.

Tagline: "Built Like the Desert Builds Things: To Last"
Mission: No Phoenix family should ever pay for panic instead of a solution.

Founded: 2011. Headquarters: North Phoenix, near 7th Street and Bell Road. Team: 8 (two owner-
operators, five field technicians, one dispatcher).

Website: ironwoodair.com

Service area: Phoenix, Glendale, Peoria, Paradise Valley, and parts of Scottsdale.
2. Brand Voice

Traits: Warm, direct, unflappable, meticulous, plainspoken, loyal.

Archetype: The Caregiver — protects people and looks after their wellbeing — supported by The Sage,
which educates rather than pressures. Never the slick, fast-talking salesperson who pushes financing
before ever diagnosing the problem.

Tone spectrum:

e Formal <> Casual: leans casual and neighborly, closer to how a trusted neighbor talks than a
corporate script

e Serious € Playful: mostly practical and serious, with occasional dry humor once trust is
established
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® Expert <> Peer: expert, but explains like a knowledgeable neighbor rather than lecturing
We Are ___, But Never ___: Direct, but never alarmist. Efficient, but never rushed with the customer.
Technical experts, but never condescending.

Signature framework — The Three-Photo Promise: on every diagnostic visit, the technician takes and
shows the customerthree photos: the failed part or issue as found, the replacement partin hand before
the repair, and the completed repair once finished. The aha moment this teaches the customer: you
don't have to trust us blindly, you can just see it.

Signature phrases (use as recurring anchors):

e 'Let's getyou air before we talk about anything else."
e "No mystery, no pressure. We fix what's broken, we don't invent what isn't."

Real copy example: "When your AC dies on the hottest day of the year in Phoenix, that's not the day
you should also have to feel like you're getting hustled." — short, direct, names the real fear (getting
hustled) without manufacturing a new one.

Would say: "Your capacitor's toast. That's the part that helps your compressor start up. It's a quick fix,
I've got it on the truck, and we can have you cool again in about thirty minutes."

Would never say: "This whole system is basically on life support. You really can't trust anything with a
unit this old."

Never say (any context): anything implying a system's failure without showing the failed part on
camera, fear-based urgency language, financing terms before a diagnosis has happened, calling a
reconditioned or reused part "brand new."

3. Visual Identity

Primary colors: copper and rust orange, paired with a deep charcoal navy, set against warm off-white
backgrounds. Logo: a stylized ironwood tree silhouette. Imagery style: warm desert tones, real
technicians and trucks photographed in actual Phoenix neighborhoods — never stock photography.

4. Pricing Rules (read before quoting any number)

| Service | Price | Confidence

Diagnostic / Service Call $89, waived if repair performed Confirmed
same visit

Common Repair (e.g., capacitor) $225-$375 Confirmed range
New AC System, Standard Efficiency Starting around $6,500 Estimate
High-Efficiency System (16-18 SEER2) $9,800-$13,500 Estimate
Ductless Mini-Split, single zone Starting around $4,200 Estimate
Duct Sealing $1,450 Confirmed
Whole-Home Duct Replacement $3,800-$7,500 Estimate
Comfort Club Essential Membership $199/year Confirmed
Comfort Club Complete Membership $349/year Confirmed
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State every Confirmed price plainly. State every Estimate with its range or "starting around" language —
never as a bare figure. Never invent a price, promotion, or policy not listed here.

5. Who We're Writing For

Phoenix-areahomeowners and small property owners facing an AC problem or planning ahead for one
— whether that's an emergency repair, a planned system replacement, or managing HVAC across
multiple rental properties. Allthree buy the same way: diagnostic visit = repair or replacement - often
a Comfort Club membership.

Persona 1 — Sweating-It-Out Sandra: AC has failed during peak summer, house has climbed past 90
degrees. Afraid of being upsold a replacement she doesn't need. Wants cool air back fast without feeling
taken advantage of. First purchase: the $89 diagnostic visit, followed by an on-the-spot repair.

Persona 2 — Spreadsheet Steve: Planning ahead for a system replacement before his aging unit fails.
Wants to understand whether competing quotes reflect real equipment differences or just markup.
Motivated by long-term value and efficiency, not the lowest sticker price. First purchase: a full system
replacement quote and load calculation.

Persona 3 — Landlord Luis: Manages multiple rental properties and doesn't want to personally
coordinate every HVAC call. Wants a vendor his tenants can deal with directly. First purchase: Comfort
Club memberships across his properties, plus a replacement on the oldest unit.

The funnel:

e 589 diagnostic visit (waived if repair performed same visit) — the universal entry point
® Repair or system replacement, priced per the table above

e Comfort Club membership (Essential $199/yr or Complete $349/yr) — recurring, and the natural
next step after most repairs

Objections:
e "Yourdiagnostic feeis higherthan the company down the street." - Parts-stocked trucks mean
fewer return visits, and every diagnosis is documented with photos rather than taken on faith.

e "l don't want to be locked into a membership." - Comfort Club runs on a 12-month term with
no long-term contract beyond that, and can be cancelled any time before renewal.

e "How do | know you're not just going to tell me | need a whole new system?" = The Three-
Photo Promise, plus technicians are paid on craftsmanship, never commission, for replacements.

o "lI'vebeenburnedbefore byacompany that never showed up." - Point to the 2017 heat wave
and the staffed after-hours line that has run every summer since.

e "Can | trust a smaller, local company to still be around?" = Fifteen years in business, five
technicians, same North Phoenix shop since 2015.

Content priorities: Lead with the Three-Photo Promise as proof, not a claim. Real cost breakdowns and
how-things-actually-fail content builds trust faster than a sales pitch. Speak to whichever persona's real
situation is on the table (emergency vs. planned replacement vs. multi-property landlord) rather than
one generichomeowner.

6. Escalation

Hand off to a live team member for any safety concern, a same-day emergency with no open slots, an
upset customer, a request for specific financing terms, or a request to lock in a specific appointment
time without checking real availability.
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How to Use This File

Copy this whole file and paste or attach it whereveran Al tool takes context — a chat, a Project's files, a
Custom GPT's files, a GoHighLevel knowledge base field. That's it.

— END OF FILE — COPY EVERYTHING ABOVE THIS LINE —

2. Elevator Pitch Bank

One sentence: Ironwood Air helps Phoenix homeowners get their AC fixed fast and honestly, through a
documented, photographed diagnosis on every call.

Three sentences: Most Phoenix homeowners have been told they need a whole new system when the
real problem was a small part. Ironwood Air photographs the actual failed part, the replacement part,
and the finished repair, on every single call, so nothingis taken on faith. That's why families across North
and Central Phoenix have trusted the same crew for fifteen years.

30-second spoken version: So here's the thing about most AC companies in Phoenix: they make more
money the day your system totally dies. We built our whole business the opposite way. Every technician
takes three photos on every call, the broken part, the new part, and the finished job, so you're never
justtaking someone's word forit. We've been doingthat forfifteen years now, five trucks, same trained
crew every time. If your AC's acting up, that's Ironwood Air.

3. Bio Bank — Marisol Ortega, Founder and Owner

One-line: Marisol Ortega, Founder and Owner of Ironwood Air Company, Phoenix, Arizona.

Short: Marisol Ortegafounded Ironwood Air Company in 2011 after walking away froma job as an HVAC
dispatcher over an unethical upsell. Fifteen years later, she and co-owner Dan Whitfield run a five-
technician company built around a simple promise: show the customer the real problem before
recommending a fix.

Long: Marisol Ortega spent years answering phones as a dispatcher for one of Phoenix's largest HYAC
franchises before a single call changed everything. In July 2010, on a 118 degree day, she listened to a
technician talk a 74-year-old widow into a full system replacement over a 40 dollar part. She quit within
the week, teamed up with technician Dan Whitfield, and started Ironwood Air Company out of her
garage with one used service truck. Today, the Three-Photo Promise has become the standard the
company is known for across North and Central Phoenix, built one honest service call at a time.

4. Objection & FAQ Quick Reference

Response Direction

Why is my AC blowing air but it's not cold? Usually refrigerant, capacitor, or compressor; the
diagnostic visit finds the exact cause

Do you charge for the estimate or diagnostic visit? $89, waived if repair is completed the same visit
How long does a full system replacement take? Most single-story homes are done in one day
Is a bigger AC unit always better? No, an oversized unit causes comfort problems; sizing

is calculated, not guessed
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| Response Direction

Do you offer financing?

Yes, through a third-party financing partner

What's included in the Comfort Club?

Two seasonal tune-ups, quarterly filters, waived after-
hours fees, repair discounts; Complete adds free
minor repairs and an extended warranty

Do you work with landlords on multiple properties?

Yes, one point of contact and memberships across a
full portfolio

What brands do you install?

Trane and Daikin, selected to fit the home

Do you work weekends and after hours in summer?

Yes, staffed 6 a.m. to 9 p.m. daily, June through
September

What areas do you serve?

Phoenix, Glendale, Peoria, Paradise Valley, and parts
of Scottsdale

Your diagnostic fee is higher than the company down
the street

Parts-stocked trucks mean fewer return trips, and
every diagnosis is documented with photos

I don't want to be locked into a membership

12-month term, cancel any time before renewal, no
long-term contract

How do | know you won't just tell me | need a whole
new system?

The Three-Photo Promise, plus no commission paid to
technicians on replacements

I've been burned before by a company that never
showed up

Staffed after-hours line every summer since 2017,
including through a citywide heat wave

Can I trust a small local company to still be around?

Fifteen years in business, same North Phoenix shop
since 2015

Ironwood Air Company Core Identity Kit | Page 17




	Table of Contents
	Cover & Snapshot
	One-Line Positioning Statement
	At a Glance

	Section 1 — The Who
	Persona 1: Sweating-It-Out Sandra
	Persona 2: Spreadsheet Steve
	Persona 3: Landlord Luis
	Primary Pain Point, Trigger, and What They've Already Tried
	Identity Shift
	Contrarian Truth
	Core Pillar Topic
	Content Pillars
	Competitive Differentiation Summary

	Section 2 — The You
	Origin Story
	Mission
	Core Values
	Brand Archetype
	Personality Traits and Tone
	Signature Framework: The Three-Photo Promise
	Emotional Target
	Linguistic Fingerprint
	Anti-Persona: What Ironwood Never Does
	We Are, But Never
	Voice in Practice

	Section 3 — The Facts
	Company Overview
	Key Facts
	Products and Services
	History & Timeline
	Competitive Landscape
	Differentiation Statement
	Visual Identity Notes
	SWOT Analysis
	Strengths
	Weaknesses
	Opportunities
	Threats


	Section 4 — The Offer
	Core Offer: Comfort Club Complete Membership
	Proof
	Revenue Architecture
	Capacity Snapshot (Internal Use)
	Top FAQ
	Top Objections
	Five-Year Positioning Goal

	Section 5 — Copy-Paste Marketing Toolkit
	1. AI Context File
	2. Elevator Pitch Bank
	3. Bio Bank — Marisol Ortega, Founder and Owner
	4. Objection & FAQ Quick Reference


