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To grow his air and ventiladon company, Fric
. Detmer has become a part-time detective,
Fairbom-based Detmer and Sons Co. bought
. three area companies in the past seven years,
-which have boosted revenue for the 30-
- year-old company.
= However, buying a competitor
requires due diligence and Detrner
— vice president of business devel-
opment — said business owners
have to sleuth out every detail
of their perspective quarry,
from financials to com-
pany culture and deter-
mine whether to move
. forward,
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“It is not something that happens overnight,” Detmer said.
“It takes a lot of homework” :
As a result of doing its homework, Detmer and Sons
has bumped its revenue from $6.5 million in 2004 to
$9 million today, emplaying 48 people.
The company, which works in duct cleaning
and heating, ventilation and air conditioning
services in the commercial and residential
markets, has been approached five other
times by competitors in the past 10 years,
but opted out, Detiner said,
The acquisition process itself take
between six months to a year, he
said.
Detmer said even if a com-
panylooks golden on paper,
like a real cash cow, it is
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also important to research its type of custont-
ers, the kind of equipment it uses and the kind
of employees who work there,

Otherwise, headaches are on the horizon, -

he said.

The research includes spending days with
the potential company at its office, observing
business and conducting interviews just like
an nvestigator,

“It's meeting after meeting, it is not a hard
decision to come to,” Detmer said. )

Since 2000, Detmer has bought three
HVAC companies: Springfield-based
Brackman Furnace Co., Beavercreek-based
Hussong Sheet Metal Co. and Dayton-based
McPhearsons Heating and Cooling.

Each acquisition came after the owners of
those companies — all family-run operations
—wanted to cash in their chips, Demmer said.

Detmer and Sons decided to move forward
because each buy helped themn diversify.

After buying Brockinan Furnace in 2000,
Detmer gained a substantial foothold in the
Springfield market.

Four years later, after buying Hussong
Sheet Metal, the company added health care
and office clients, such as Synergy Building
Systems. That balariced its lopsided customer
ration from 95 percent residential and just 5
percent cominercial, to an even 50/50. :

With the latest addition to the family of com-
panies, McPhearsons Heating and Cooling,
Detmer and Sons gained expertise in all fonns
of oil heating.

0 heatmg — compared to natural gas
or electric heating — is found in older, large
structures everywhere,

Detmer and Sons competes against many
companies, such as Dayton-based Butler
Heating & Air Conditioning Co. and Tipp City-
based Ed's Heating and Cooling.

Paul Broermar, Eds genems! manager, said
the market is competitive in the Dayton mar-
ket and many HVAC companies use acquisi-
tions as a growth madel,

Broerman said before making acquisitions,
he suggest companies have good processes
and infrastructure in plaée to handle the extra

workdoad.

Detmer said one of the important parts
of acquiring companies for a family-owned
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businesses is maintaining the culare that
makes working there a plus,

“That family atmosphere is still here,” he
said. “It is not like you don't know the guy
down the hall, we still eat lunch together”

Itis no coincidence, then, that all of Detmner
and Sons’ acquisitions have been other family
businesses. As part of its stfategy to buy corn-
panies with simifar cultures and customers,
Detrner said being a family-owned business
helps transition employees and customers.

“We deal with customers and employees on
a personal hasis,” Detmer said.

The company also welcomes new ideas
from the companies it buys and inchudes all
the employees, new and old, into the decision
making process — often successfully imple-
menting more efficient practices and policies.

For example, the company adopted warm-
er winter uniforms, per the suggestion of
Hussong employees who joined in 2004,

“When we bring them over from another
company, they are not just thrown in the mix,
we by to make thern this home and in requn
we getloyal employees,” Detmer said.

Moving forward, Detiner said the company
has created a new brand under the Detmer
and Sons umbrella that focuses on duct
cleaning, ealled Airflow Advantage. That arm
is making about $200,000 a year, at present,
but is expected to mature in about a year and
a half, he said.

It will also seek to boost its residential sales
by as much as 10 percent across other parts
Detmer and Sons.

“There are still a lot of avenues growing out
there,” Detmer said.
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