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first tests to determine the need 
for an airflow upgrade. This 
test is the foundation for how 
much duct repair needs to be 
done. If static pressure is exces-
sive, equipment can’t move the 
needed airflow and duct size 
will likely need to be increased. 
If static pressure is acceptable, 
the airflow upgrade may not be 
as extensive.

The static pressure drop 
taken over certain components 
of the system can also be used 
to identify areas of airflow 
restriction in the duct system 
that need repair. A restric-
tive coil, air filter, or duct 
fitting can quickly be discov-
ered through these tests and 
explained to the customer.

Consistent testing during 
service and maintenance calls 
allows a tech to discover addi-
tional opportunities to offer 
airflow upgrades. These discov-
eries are made using static pres-
sure readings and fan airflow 
measurements. Think about 
how a doctor records weight, 
blood pressure, and temperature 
at each office visit — this is the 
consistency I’m referencing.

Another source for discover-
ing airflow upgrades is customer 
complaints, such as concerns 
over uncomfortable rooms, large 
temperature swings, high utility 
bills, and repeat repairs. Armed 
with an air-balancing hood, a 
salesperson can measure regis-
ter and grille airflow to help the 
customer discover the source of 
these complaints. 

DISCUSSING 
AIRFLOW UPGRADES 
WITH CUSTOMERS 

When discussing airflow 
upgrades with a customer, keep 
it simple and focused on how it 
will solve his or her problems. 
If a tech begins discussing air 
density or uses industry abbrevi-
ations, he or she’s going to con-
fuse the homeowner. Don’t talk 
in an unknown language or get 
too technical.

Use basic principles that relate 
to the problems at hand. Relating 
high total external static pres-
sure to high blood pressure and 
low fan airflow to failing report 
card grades are comparisons fre-
quently used to help a customer 
understand the poor operating 
condition of the system. 

EACH UPGRADE 
IS UNIQUE 

Based on a customer’s needs, 
budget, and testing results, a tech 
will define an airflow upgrade 
plan that fits each unique situ-
ation. Not everyone wants the 

same thing, and very few will be 
willing to pay for perfection. 

Getting past the perfection 
hang-up can be a big chal-
lenge for those who measure 
performance. Unless the cus-
tomer yearns for perfection and 
is willing to invest in it, a tech 
may hinder his or her success by 
pursuing it. Keep the attention 
focused on their problems and 
what it will take to solve it.

By focusing on a customer’s 
problems, the tech is allowed to 
create a unique product that com-
petitors are unable to duplicate.

VERIFYING AIRFLOW 
UPGRADE SUCCESS 

Before any work is done, a 
tech will need to test-in to estab-
lish a baseline of how the system 
is operating. Once the airflow 
upgrade is complete, he or she 
will need to test-out to ensure 
the upgrades are achieving the 
desired results. 

Don’t make the mistake of 
assuming a tech’s designs will 
automatically work. Remember 
one of the lessons I learned from 
a balancing hood: Our duct 
designs often didn’t do what 
we intended. The only way we 
discovered this was through air-
flow measurement. 

The rubber meets the road 
when airflow upgrades are tested 
to assure they operate as intended.

CUSTOM CONTENT 
PROVIDER 

Everyone in the company 
wins when a contractor elects 
to add airflow upgrades to its 
arsenal. Installers stop making 
many of the common mistakes 
that kill airflow and system 
performance. Technicians look 
past the equipment and account 
for the impact of the entire 
system when troubleshooting. 
Salespeople find new opportu-
nities to correct long-standing 
issues the competition can’t 
address. Owners differentiate 
their companies and increase 
sales by becoming a custom 
provider of comfort and effi-
ciency solutions. 

Airflow upgrades are an 
essential step in helping the 
industry get back to the crafts-
manship that make it great. A 
tech’s imagination is the only 
limit to the results that can 
be achieved. Why not take 
advantage of the huge level 
of inventory available instead 
of becoming disheartened by 
being beaten on a bid? Change 
the game and offer a product 
the competition unknowingly 
creates for your HVAC com-
pany daily. 

FIGURES DYNASTY
FACTS & DUCT

Oil Warm-air Furnace 
Shipments Up 
Again in January

U.S. shipments of central air conditioners and air-
source heat pumps totaled 424,102 units in January 
2016, down 11.6 percent from 479,484 units shipped 
in January 2015. U.S. shipments of air conditioners 
decreased 10.7 percent to 257,616 units, down from 
288,361 units shipped in January 2015. U.S. shipments 
of air-source heat pumps decreased 12.9 percent to 
166,486 units, down from 191,123 units shipped in 
January 2015.

U.S. shipments of residential gas storage water 
heaters for January 2016 decreased 14.2 percent 
to 353,708 units, down from 412,410 units shipped 
in January 2015. Residential electric storage water 
heater shipments decreased 21.1 percent in January 
2016 to 321,065 units, down from 406,853 units 
shipped in January 2015.

U.S. shipments of gas warm-air furnaces for January 
2016 increased 0.7 percent to 195,348 units, up 
from 194,057 units shipped in January 2015. Oil 
warm air furnace shipments increased 18.2 percent 
to 3,344 units in January 2016, up from 2,828 units 
shipped in January 2015.

Commercial gas storage water heater shipments 
decreased 10.8 percent in January 2016 to 7,125 
units, down from 7,991 units shipped in January 
2015. Commercial electric storage water heater 
shipments increased 30.3 percent in January 2016 to 
7,196 units, up from 5,524 units shipped in January 
2015.

CENTRAL A/C AND
AIR-SOURCE HEAT PUMPS

RESIDENTIAL STORAGE
WATER HEATERS

SHIPMENTS STATUS OF
WARM-AIR FURNACES

COMMERCIAL STORAGE
WATER HEATERS

195,348
Gas Warm-Air
Furnaces

3,344
Oil Warm-Air
Furnaces

JANUARY 2016

194,057
Gas Warm-Air
Furnaces

JANUARY 2015

2,828
Oil Warm-Air
Furnaces

353,708
Residential Gas

321,065
Residential
Electric

JANUARY 2016

412,410
Residential Gas

406,853
Residential
Electric

JANUARY 2015

424,102
A/C & HP
Combined Total

257,616
A/C Only

166,486
HP Only

JANUARY 2016

479,484
A/C & HP
Combined Total

288,361
A/C Only

191,123
HP Only

JANUARY 2015

7,196
Commercial
Electric

JANUARY 2016

5,524
Commercial
Electric

JANUARY 2015

7,991
Commercial Gas

7,125
Commercial Gas
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