
CPPP is the Only Authorized Program of Extended Warranties for 
brands manufactured by NORDYNE. 



AIG Warranty provides comprehensive suite of service 
solutions, tailored to specific client needs 

 

Warranty Administration Extended Service Plans On Demand Services Aftermarket Programs 

• Underwriting  

• Customer Service  

• Logistics  

• Total Management 

• AIGwork Mgt. 

• Repair  

• Replacement  

• Accidental Damage  
Handling (ADH)  

• Express Replacement  

• Advanced  Exchange  

• Lost and Found  

• Installation  

• Repair  

• Troubleshooting  

• Data Backup  

• Peripheral Installation  

• PC Tune-up  

• Virus Removal  

• Missed Point of Sale  

• Expiring Warranty  

• Renewal  

• Parts 

• Retention Marketing 

S U I T E  O F  S E R V I C E S  



 

Represents the world’s largest and most respected brands 

450 MM service contracts written to date 

80 MM active contracts in force in the US 

Chartis administrates warranty products in over 80 countries 

Recently acquired  the most innovative and flexible warranty 

administrator in the industry – AIG Warranty 

AM Best “A” rated with over $27B surplus 

 

 

 

 

Who is AIG Warranty? 

Confidential and Proprietary 

World’s Largest and Most Innovative Warranty Provider 



Online/B2B Retail Manufacturers (NON HVAC) 

Confidential and Proprietary 



* Trane & Goodman Commercial. All other brands 
include residential ESAs. Carrier and Bryant 
residential announced plans to move program in 
2013. 

Company Overview:  HVAC Clients 
Residential Commercial Only 



Research and Trends 



Consumer awareness and understanding of an 
ESA is extremely high through retailer efforts 

 Best Buy 

 Home Depot 

 Sears 

 Wal-Mart 



Consumers are willing to purchase an ESA on a $200 
iPod, wouldn’t they want to protect their expensive 
HVAC system? 

0% 100% 

Homeowner probability of investing in an ESA 

As the consumer investment increases, so does the 
probability of them investing in a ESA 



• Based on Plan 2, current pricing 
• Retail = cost + 25% 



Value 
Brand 

Protection 
Profitability 

Peace Of 

Mind 

      

     

 

• Demonstrate the Value of an HVAC ESA in comparison with other 

products  

• Educate the consumer that labor is not covered under the standard OEM 

parts warranty—Brand Protection 

• ESAs promote profitability at POS and recurring revenue through service 

and add-on sales 

• Continue to promote ESAs as a way to prevent unexpected future repair 

cost 



 Home warranty companies are growing and in a 
position to capture consumers who can’t get 
extended protection 

RESOURCE: homewarrantyreviews.com/reviews 

•

•

•





5% 

11% 

23% 
61% 

Contractor Representing 
ESA Contracts 

1-4 Employees 5-9 Employees

10-19 Employees 20+ Employees

58% 21% 

12% 

8% 

Warranty Registrations by 
Contractor Size 

1- 4 Employees 5-9 Employees

10 - 19 Employees 20+ Employees

RESOURCES: USAA Info Contractor Research; NORDYNE & 
AIG registration and buying trends 



58% 21% 

12% 

8% 

Warranty Registrations by 
Contractor Size 

1- 4 Employees 5-9 Employees

10 - 19 Employees 20+ Employees

5% 

11% 

23% 
61% 

NORDYNE Contractor 
Representing ESA Contracts 

1-4 Employees 5-9 Employees

10-19 Employees 20+ Employees

RESOURCES: USAA Info Contractor Research; NORDYNE & 
AIG registration and buying trends 



Overview of NORDYNE 
Program 



•
•

•
•

•

•



•
–

–

–

–

–

–

*12 Year Plans also available for Maytag 



 12th Man Plan Co-Pay Program 
◦ Access to traditional plans + 

◦ Discounted 3/5 year co-pay labor plans  
 Labor plans have a $65 consumer co-pay 

 12th Man Tier 2 participants only 

 Plans are paid at the AIG Plan 2 rate, higher than average 
reimbursement plans purchased*  

 
 

 

*99% of Plans purchased directly by contractors are at 

the Plan 1 Reimbursement rates. Plan 2 Reimbursement 

rates provide a higher rate for contractors. 



 Aftermarket Co-Pay Labor Program 
◦ Offered to consumer after consumer warranty registration that did 

not buy a plan and indicated they want labor coverage 

◦ No contractor investment; consumer pays AIG for protection plan 
via credit card/check 

◦ Contractor of record is notified of consumer purchase and is the 
servicer of record for future calls 

◦ Only 3 and 5 year labor plans available  

◦ Labor plans have a $65 co-pay 

◦ Plans are paid at the AIG Plan 2 rate, higher than average 
reimbursement plans purchased*  

◦ Great for contractors with no sales resources, limited credit or one 
more chance to close that ESA! 

 *99% of Plans purchased directly by contractors 

are at the Plan 1 Reimbursement rates. Plan 2 

Reimbursement rates provide a higher rate for 

contractors. 



Traditional Plans 12th Man Plan Aftermarket  
Sales Channel  NORDYNE 

Contractor 
12th Man T2 
Contractor 

Registered 
Consumer 

Lengths 2, 5, 10  
(+ 12 Maytag) 

3 & 5 Years Only 3 & 5 Years Only 

Reimbursement 
Rate Plan 

Plans 1, 2, 3 Plan 2 Plan 2 

Terms No Co-Pay Consumer  
$65 Co-Pay 

Consumer  
$65 Co-Pay 

Servicer Installing 
Contractor of 

Record 

Installing 
Contractor of 

Record 

Installing 
Contractor of 

Record 
ESA Revenue Mark-Up Mark Up + Co-Pay Co + Pay 

Upfront cost to 
Contractor 

Mid – High Low  
 

No Cost 



Overview on Traditional Plans 
Available Since 2010. 



Features  Plan 1  Plan 2  Plan 3  

  Hourly labor reimbursement  $75  $100  $125  

  Trip & diagnosis reimbursement  $40  $85  $95  

  Refrigerant covered?  Yes* Yes*  Yes*  

  All NORDYNE brands covered?  Yes  Yes  Yes  

  Maximum time from install date to sell contracts?  

60 

months** 

60 

months**  

60 

months**  

  Coverage effective date?  Day 91  Day 91   Day 91  

  Contracts Transferrable? Yes*** Yes***  Yes***  

* Refrigerant cost included within SelecRate reimbursements 
  

** Contracts sold beyond 1 year from install include 90 day wait period 
 

*** Contracts are transferrable with a low $25 fee 

Program Overview  
 



Program Overview  
 

Easy to Understand Pricing (EXAMPLE Price Sheet) 

* Please check program site for latest pricing and plan offers 



Program Overview  
 
Flat Rate Reimbursement Codes 

Please see your latest CPPP Program 
Materials for the most recent 
Reimbursement Rates. 



Program Overview  
 
Flat Rate Reimbursement Codes 

Please see your latest CPPP Program 
Materials for the most recent 
Reimbursement Rates. 



Aftermarket & 12th Man Plan 
Tier 2 



 3 and 5-year co-pay plans 

 A 90 -day wait period required for coverage 
to take place to assure there are no pending 
warranty claims against the system 

 Contractor who services the customer with a 
plan will get: 
◦ $65 payment directly from the consumer for each 

repair call 

◦ $85 trip charge paid by the plan 

◦ $100 labor rate paid by the plan 

 

Co-Pay reimbursement equivalent of  
Traditional Plan Two 



Features  

Hourly labor reimbursement  $100  

Trip & diagnosis reimbursement  $85  

Consumer co-pay to contractor $65 

Refrigerant covered?  Yes*  

Coverage effective date?  Day 91**  

Contracts transferrable? Yes***  

* Refrigerant cost included within SelecRate reimbursements 
 ** 90-Day wait period from purchase 
*** Contracts are transferrable with a low $25 fee 
 
NOTE: Rate is equivalent of the traditional CPPP program, tier 2. Currently 95% of CPPP participants buy Tier 1 
(a lower reimbursement rate) and about 5% of contractors (usually large contractors) use Tier 2 reimbursement 
rate. 

Program Overview  
 

Co-Pay reimbursement equivalent of  
Traditional Plan Two 



Program Overview  
 
Flat Rate Reimbursement Codes 

Co-Pay reimbursement equivalent of  
Traditional Plan Two 

Please see your latest CPPP Program 
materials for the most recent 
reimbursement rates. 



Program Overview  
 
EXAMPLE: Flat Rate Reimbursement Codes for Aftermarket Program 

Co-Pay reimbursement equivalent of  
Traditional Plan Two 

$260 - $65 Co-Pay = $195 AIG Reimbursement 

$435 - $65 Co-Pay = $370 AIG Reimbursement 

$635 - $65 Co-Pay = $570 AIG Reimbursement 

*$65 consumer – co-pay is deducted from the reimbursement schedule 

Please see your latest CPPP Program 
materials for the most recent 
reimbursement rates. 



FAQ for All Programs 



Traditional Plans 12th Man Plan Aftermarket * 
Sales Channel NORDYNE 

Contractor 
12th Man T2 
Contractor 

Registered 
Consumer 

Lengths 2, 5, 10  
(+ 12 Maytag) 

3 & 5 Years Only 3 & 5 Years Only 

Reimbursement 
Rate Plan 

Plans 1, 2, 3 Plan 2 Plan 2 

Terms No Co-Pay Consumer  
$65 Co-Pay 

Consumer  
$65 Co-Pay 

Servicer Installing 
Contractor of 

Record 

Installing 
Contractor of 

Record 

Installing 
Contractor of 

Record 
ESA Revenue Mark-Up Mark Up + Co-Pay Co + Pay 

Upfront Cost to 
Contractor 

Mid – High Low  
 

No Cost 

*Aftermarket not currently offered for NuTone and Broan registrations. 



Contractors' Preferred Protection Website 
  

 Seamless online contract entry process (For Traditional and 12th Man Plans) 
 

 Claims submission center for your convenience  

NEW SALES 

Just Login and Access! 

SUBMIT CLAIMS 

Benefits to Contractor 



 Contractor must complete and provide the following information to 
AIG: 

 Enrollment Form 

W 9 

Certificate of Insurance 

 

 Once contractor has completed and submitted required 
documentation, their contractor record becomes active and can 
begin selling and servicing ESA’s immediately  

 

 Contractor can access Contractors Preferred Program via OEM 
branded sites 
 Branded consumer web site 

 Contractor Log-in at footer of page 

 



 What is covered? 

 Mechanical and electrical failures contained within the equipment 

 What is not covered? 

 Repairs due to damage or incorrect installation of equipment 

 Non-electrical/mechanical items (duct work, drain lines, etc.) 

 Maintenance of equipment 

 Overtime charges for a covered mechanical failure 

 Are there any coverage limits? 

 No limit to quantity of claims, but limit of liability is replacement 
cost of like and kind equipment during the term of agreement 



 

 Can the agreement be transferred? 

 Yes, for a minimal charge of $25 

 When will coverage begin? 

 Coverage starts the 91st day from install date on traditional and 
91st day from purchase on aftermarket plans 

 What if homeowner is not satisfied? 

 Agreement can be cancelled for full refund of purchase price in the 
first thirty (30) days the ESA is issued 

 After thirty (30) days, agreement can be cancelled and homeowner 
will receive a pro rated refund based on the time remaining on the 
plan, administrative fee, and less the value of any services or claims 
that had been provided or paid 



 

 Will contractor be charged for the Aftermarket plan a consumer 
purchases? 

 No. This is the benefit of the program. No out-of-pocket-money to 
purchase and all of the upfront paperwork is handled by AIG.  

 What if I don’t want to be the contractor of record on an aftermarket 
purchase? 

 You may decline if desired. The consumer’s plan will remain in tact 
and another servicer will be provided in the event of a repair. You 
can still participate with other consumers. 

 Can contractors purchase the co-pay aftermarket plans and sell them? 

 Only 12th Man Plan Tier 2 contractors. They will see this option when 
they login to the portal to buy a plan.  

 



 

 What is the difference between the Co-Pay program for 12th Man 
Contractors  and the Aftermarket Program for consumers? 

 The aftermarket plan is offered only to a consumer after they have 
registered their warranty and indicated they have no labor plan, but 
are interested in labor. The consumer pays AIG list price directly. 
The contractor is contacted by AIG about the purchase and the 
contractor can verify they are the contractor of record. 

 The 12th Man Plan Co-Pay option allows the contractor to offer these 
same co-pay plans directly to the homeowner. The contractor 
purchases the plan directly from AIG for less and sells them to the 
consumer at a mark-up of his own discretion (or can build it in to 
cost of unit). This is only available to 12th Man Plan Tier 2 
contractors. 

 



 

 What if I don’t want to sell labor protection plans and I don’t want my 
consumer to have them either? 

 Contractor does not have to offer labor. However, consumers have a 
legal right to add labor coverage on their systems. And if they want 
one, they can get them from a competitor or a whole-home warranty 
company if desired. By offering them coverage it keeps the 
consumer tied to the original installer and satisfies their desire for 
labor protection. 

 What is the minimum insurance coverage and where do I go to get 
coverage? 

 Minimum insurance coverage is $500,000, you can go to any large 
insurance provider to obtain this coverage.  You must submit a 
certificate of insurance to AIG, with AIG listed as the certificate 
holder. 



 

 Can I participate in all programs? 

 Once enrolled you can offer the traditional program to the consumer. Any 
plan sold through the warranty registration process will be part of the 
aftermarket sales process, but the consumer will be registered to you if 
desired. You must participate in Tier 2 of the 12th Man Plan to be able to 
purchase and sell 3/5 year co-pay plans. 

 My brands were not listed in the Aftermarket program, how can I participate?  

 If you want to participate please call AIG/AIG at 1-866-845-4718, Option 3. 
You will need to provide your NORDYNE dealer ID. If not known, provide 
business name and contact name along with the brand carried.  

 
 



Drivers Behind Pricing of ESAs 



• AIG continually monitors all HVAC programs to look at 
current and future trending 

• The program must be properly funded with adequate 
reserves to ensure future viability 

• Price adjustments are necessary to protect dealers and 
consumers that trust in our product to be sustainable for 
the life of the agreement 

• AIG is the only ESA provider with historical data supplied 
by the major HVAC OEMs which is vital to establish 
accurate pricing 

 



Frequency 

• Defined as the number of claims submitted by a 

contractor vs. the number of agreements 

purchased. 

Severity 

•Defined as the average reimbursement per 

claim. 



• CPPP pricing reflects ACTUAL severity and FREQUENCY. 
• AIG uses REAL performance data and adjusts prices accordingly to 

cover program costs. 
• When performance is above expected severity or frequency, 

program pricing is adjusted upwards. 
 

• Why have all other HVAC ESA companies failed? 
• They do not have real performance data, therefore pricing is 

typically well below the required amount to cover the term of the 
warranty period.  

• ESAs are priced to sell, not necessarily protect for the long term. 
• The administrator and the underwriter are separate companies. 

(AIG is both.) 
• Many focus on HVAC only (AIG has a diversified Portfolio) 



                      

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 

10 Year ESA 

• A typical policy with just 3 service calls over 10 years 

could see payouts over $825 

 



• What causes FREQUENCY and SEVERITY to rise? 
• Manufacturer defects 
• Poor installation 
• Changing out components or making repair claims on routine 

maintenance calls where there have been no failure.  
• Prescriptive change outs drive up costs of claims. While some 

contractors believe this is good practice, it actually is considered 
fraudulent because no failure took place. (It would be like filing an 
auto accident claim before you had an accident.) This practice has a 
significant impact on rising costs of plans across all manufacturers. 

• Fraudulent claims.  
• About 25% of labor claims show no part claim filed with the 

manufacturer for high dollar components. (This % does not include 
parts claims not filed on less expensive components, nor does it 
account for potential oversight to file the part claim.) 

• AIG will look at trends and take action to stop fraudulent claims. 
Actions may include closer monitoring of contractor claims, change in 
service process or remove a contractor from the program.  

• Poor claim practices drive up ESA costs for everyone in the program.  



 


