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SOURCE: Information contained in these graphs are courtesy of the Air-Conditioning, Heating, 
and Refrigeration Institute (AHRI). Industry figures are estimates that are derived from the best 
available figures supplied by a sample of AHRI member companies.

YEAR-TO-DATE: Year-to-date U.S. shipments of residential gas storage water heaters increased 0.8 percent, 
electric storage water heater shipments decreased 2.7 percent, commercial gas storage water heaters increased 
3.4 percent, commercial electric storage water heaters increased 16.9 percent, gas warm air furnaces increased 
4.9 percent, oil warm air furnaces increased 7.8 percent, central air conditioners increased 2.2 percent, and heat 
pumps decreased 1.2 percent.

they were getting everything 
they needed to be successful. 
Once school training wrapped 
up, I implemented our unique 
training program based on com-
munication skills. You can teach 
guys and gals to fix stuff, but 
you also must teach them to be 
great communicators. They’re 
the ones representing your com-
pany at a customer’s front door.”

The curriculum itself is a bal-
ance between classroom educa-
tion and practical applications. 
Students spend half the day 
in the classroom, focusing on 
theory, principle, and code, and 
the remainder of the day is spent 
in the lab performing hands-on 
activities with torches, meters, 
and other equipment.

“When someone graduates from 
the tech school, they have the basic 
skills needed, but we also look for 
people skills, because they’re so 
essential,” said Baker. “The way 
you present yourself while on the 
job site and how you knock on 
the door and approach customers 
are important factors. We offer 
courses where our franchisees 
and students learn how to interact 
with consumers. We have all had a 
guy or gal come to our houses and 
finish the job without explaining 
anything. We expect more than 
that from our technicians.”

Students in the program have 
access to the company’s online 
management system and can 
take online classes to learn how 
Direct Energy does business. 
They also have the opportunity 
to go for ride-alongs with their 
potential employer to better 
grasp what the experience is 
like on the job site.

“The trades are in high 
demand, and people will always 
need help with their air condi-
tioning and heating systems,” 
said Will Sivils, a 23-year-old 
student in the first wave of the 
program. “I didn’t want a job 

that was going to be obsolete in 
a few years, and this was a great 
opportunity.”

IMPROVING 
FOR THE FUTURE

According to Baker, the ini-
tial run of the program has been 
successful and Direct Energy 
anticipates expanding the pro-
gram across the country during 
the first quarter of 2016.

“Our team is working with 
a half-dozen schools across the 
country to replicate this pro-
gram,” said Baker. “We’re look-
ing at technical schools with 
multiple locations.”

Borowski highlighted that 
Direct Energy isn’t building any 
schools itself, but is partner-
ing with established vocational 
schools and training students to 
do things a specific way.

“Of course, we want students 
to be physically capable, but 
it’s important they know that 
their job is not just to fix things. 
They need to leave a system 
better than they found it. The 
real challenge has been attract-
ing high-character people. It all 
comes down to character, which 
is one reason we’re trying hard 
to work with veteran’s asso-
ciations, as they understand 
structure and taking direc-

tion. They’re mature enough to 
understand there is a job to do.”

On an application level, 
Baker said that listening to stu-
dent feedback is vitally impor-
tant, adding that the program 
will continue to grow and evolve 
as it ventures out past just Sun-
coast Technical College.

“We learned that students 
really enjoy getting the chance to 
ride alongside technicians on the 
job,” said Baker. “Students will 
have more interaction with their 
potential future employers moving 
forward because it is something 
they’re really asking for.” 

Direct Energy is hoping a separate venture with television personality 
Mike Rowe will further help close the technician gap and generate inter-
est in HVAC and the trades as a whole. 

“We’re partnering with Mike and the mikeroweWORKS foundation,” 
said Baker. “Our television and radio spots have prominently featured 
Mike. He works with schools across the U.S. and is trying to get people 
to work in the trades and get rid of stigmas associated with them. Hard 
work should not be shunned. Through the partnership, we’ve donated to 
his foundation, as we share a like-minded cause. This training program 
was in place before we teamed up with Mike, but the relationship has 
been great. The trades can give you a great living and ensure you can 
take care of your family.”
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HVAC Shipments 
Slip in October

U.S. shipments of central air conditioners and air-
source heat pumps totaled 396,922 units in October 
2015, down 8.5 percent from 433,643 units shipped 
in October 2014. U.S. shipments of air conditioners 
decreased 8.2 percent to 257,477 units, down 
from 280,524 units shipped in October 2014. U.S. 
shipments of air-source heat pumps decreased 8.9 
percent to 139,445 units, down from 153,119 units 
shipped in October 2014.

U.S. shipments of residential gas storage water 
heaters for October 2015 decreased 21.0 percent 
to 304,156 units, down from 385,093 units shipped 
in October 2014. Residential electric storage water 
heater shipments decreased 22.8 percent in October 
2015 to 302,199 units, down from 391,317 units 
shipped in October 2014.

U.S. shipments of gas warm air furnaces for October 
2015 decreased 1.6 percent to 280,615 units, down 
from 285,148 units shipped in October 2014. Oil 
warm air furnace shipments decreased 1.0 percent 
to 4,609 units in October 2015, down from 4,656 
units shipped in October 2014.

Commercial gas storage water heater shipments 
decreased 1.3 percent in October 2015 to 7,471 
units, down from 7,569 units shipped in October 
2014. Commercial electric storage water heater 
shipments increased 22.0 percent in October 2015 
to 7,925 units, up from 6,498 units shipped in 
October 2014.
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