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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 decreased 15.3 percent, 
residential electric storage water heater shipments decreased 22.6 percent, commercial gas storage water heat-
ers decreased 8.6 percent, commercial electric storage water heaters increased 23.4 percent, gas warm air fur-
naces increased 3.1 percent, oil warm air furnaces decreased 5.7 percent, central air conditioners decreased 2.0 
percent, and heat pumps decreased 4.8 percent.

their services. The time and 
materials (T&M) approach 
typically involves charging for 
materials and equipment used 
on a job site, markups for over-
head, hourly labor fees, and 
occasional fuel surcharges.

Another approach gaining 
momentum in recent years is 
flat rate pricing, where custom-
ers know the price of everything 
before making a purchase, thus 
eliminating labor and material 
cost calculations.

Both methods have their pros 
and cons, but The New Flat 
Rate (TNFR), a company boast-
ing menu-based pricing tools for 
HVAC contractors, is hoping its 
training center and headquar-
ters in Georgia will help con-
vince both curious and skeptical 
contractors to take the plunge 
and adopt flat rate pricing.

TIME TO TRAIN
TNFR moved into its new 

facility in Dalton, Georgia, in 
mid-August 2015 and launched 
the training center on Aug. 24, 
2015. TNFR’s vice president 
and senior trainer, Matt Koop, 
is spearheading the company’s 
training efforts.

“Because I and our other 
trainers are technicians and 
business owners alike, we relate 
to attendees on a personal 
level. The content we share is 
accepted and imprinted very 
quickly,” said Koop. “The low-

pressure communication styles 
we teach help to improve out-
comes across the board. Techni-
cians who hate to sell are able 
to get high-end results without 
feeling like salesmen.”

TNFR’s inaugural training 
sessions in late August featured 
attendees from states across the 
country, including Minnesota, 
Illinois, Indiana, Virginia, Ala-
bama, and Georgia. 

“We offer different types of 
training, and each is very per-
sonalized,” said Koop. “Our pri-
mary class is a two-day program 
centered on the essentials of 
flat rate pricing. We’re offering 
a new, easy way to implement 
good business practices for your 
personnel. It’s a customer reten-
tion/sales program every month 
and sometimes twice a month.”

TNFR also offers customer 
service office management 
training to help improve over-
the-phone and peer-to-peer com-
munication. Koop said it focuses 
on setting and respecting bound-
aries with prospective customers.

“We focus on establishing 
a true wow factor with a cus-
tomer,” he said. “We train on 
practices and things they can 
change in their companies to get 
better. Our training focuses on 
helping contractors earn more 
money as well as offering a 
higher-quality product.” 

ATTENDEE RESPONSE
Jared Leisek, business partner 

at Einstein Plumbing and Heat-
ing in Bend, Oregon, said his 
participation in the Customer 
Retention/Service program at 
TNFR allowed him the ability 
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A/C Shipments Up 
7 Percent in March
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U.S. shipments of central air conditioners and air-
source heat pumps totaled 720,084 units in March 
2016, up 6.5 percent from 676,010 units shipped 
in March 2015. U.S. shipments of air conditioners 
increased 6.9 percent to 467,666 units, up from 
437,339 units shipped in March 2015. U.S. shipments 
of air-source heat pumps increased 5.8 percent to 
252,418 units, up from 238,671 units shipped in March 
2015.

U.S. shipments of residential gas storage water 
heaters for March 2016 decreased 21.6 percent to 
376,766 units, down from 480,619 units shipped 
in March 2015. Residential electric storage water 
heater shipments decreased 26.7 percent in March 
2016 to 342,669 units, down from 467,617 units 
shipped in March 2015.

U.S. shipments of gas warm-air furnaces for March 
2016 increased 0.4 percent to 228,343 units, up 
from 227,423 units shipped in March 2015. Oil 
warm-air furnace shipments decreased 31.1 percent 
to 2,198 units in March 2016, down from 3,189 units 
shipped in March 2015.

Commercial gas storage water heater shipments 
decreased 8.4 percent in March 2016 to 9,634 units, 
down from 10,517 units shipped in March 2015. 
Commercial electric storage water heater shipments 
increased 15.8 percent in March 2016 to 10,445 
units, up from 9,020 units shipped in March 2015.
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228,343
Gas Warm-Air
Furnaces

2,198
Oil Warm-Air
Furnaces

MARCH 2016

227,423
Gas Warm-Air
Furnaces

MARCH 2015

3,189
Oil Warm-Air
Furnaces

376,766
Residential Gas

342,669
Residential
Electric

MARCH 2016
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Residential Gas

467,617
Residential
Electric

MARCH 2015

720,084
A/C & HP
Combined Total

467,666
A/C Only

252,418
HP Only
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A/C & HP
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437,339
A/C Only

238,671
HP Only

MARCH 2015
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Commercial
Electric
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Commercial Gas
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Commercial
Electric
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