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“Amazon has smart ther-
mostats as well as heating and 
cooling systems. They’re selling 
our stuff. And they’re talking to 
Dan in a van or Chuck in a truck 
and saying, ‘Hey, all I want is 
25 percent of your margin.’ And 
those guys are replying, ‘Fan-
tastic!’ I know many of you 
are thinking, ‘I’m good, I have 
my customers, this isn’t going 
to impact me, and they’re not 
going to scare me.’ But, the first 
step to a solution is recogniz-
ing there is a problem. This can 
happen to you.” 

He offered up companies like 
Blockbuster, Circuit City, and 
Blackberry as prime examples.  

“What beat them? It was inno-
vation, phenomenal customer 
service, and ease of use. HVAC 
contractors can no longer com-
pete on price. The big-box 
stores are Goliath. We are 
David — we have to get inno-
vative. The average Chick-Fil-A 
revenue per location is $4.7 mil-
lion. Why? Because of phenom-
enal customer service. When 
everybody implemented a dollar 
menu, they didn’t feel pressure 
to follow the pack. Instead, they 
started ‘Daddy-Daughter Days’ 
on Tuesdays for half-price. They 
crushed it. They created a new 
experience. This country is built 
on small business, and, as an 
industry, we have to own it and 
work to maintain it.” 

Mounir El Asmar, co-director 
of the National Center of Excel-
lence, Arizona State University, 
led a session called, “Making 
Decisions About New Market 
Opportunities.” The program 
presented a first look at deci-
sion-making framework for new 
market opportunities, which 
was the culmination of two 
years of research conducted by 
Arizona State in conjunction 
with the New Horizons Founda-
tion, an initiative of HVAC and 
sheet metal contractors, industry 
partners, and researchers.

“There’s a lot of literature out 
describing things you should do 
and some things you shouldn’t 
do,”Asmar said. “We tried to 
actually learn from that and 
also learn how successful and 
unsuccessful contractors are 
doing and merge all of that in 
a decision-making framework. 
It’s going to take you through 
10 different steps. First, do this; 
second, do that; third, make 
sure you evaluate these specific 
factors. Bam, bam, bam, and 
then you have go or no-go deci-
sions at each one of these phases 
in order to help you make that 
decision. We also rolled up two 
years of work into 20 pages. 

Contractors are only going to 
make this decision two or three 
times in their careers. Instead 
of relying on their own experi-
ences, or lack thereof, they can 
rely on 30 different experiences 
to learn from others’ mistakes.” 

MEMBERS HONORED
Angela Simon, president 

of Western Allied Mechanical, 
Menlo Park, California, received 
SMACNA’s Contractor of the 
Year Award for her longstanding 
involvement in the association, 
dedication toward mentoring 
young people, and support on 
behalf of women’s involvement 
in the construction industry. 
Simon is the first woman to be 
honored with the award. She 
was also the first woman to serve 
as president of the Bay Area 
SMACNA chapter and the first 
woman to serve on SMACNA’s 
Board of Directors. 

John Sickle Jr., owner and 
president of Duct Fabricators 
Inc. and Ohio Fabricators Inc., 
was recognized as the Legisla-
tive Contractor of the Year; 
Tony Adolfs, executive direc-
tor of the SMACNA Greater 
Chicago chapter, was named 
Chapter Executive Legislative 
Advocate of the Year; and Kevin 
O’Dorisio, executive direc-
tor of the SMACNA Southern 
California chapter, received the 
Petersen-Dunn Award as Chap-
ter Executive of the Year.

Additionally, SMACNA 
elected its new board of direc-
tors during the convention. 
Joseph Lansdell, president of 
Poynter Sheet Metal Inc., Green-
wood, Indiana, was named pres-
ident while Simon was named 
vice president. The newly elected 
directors are Brian Fluetsch, 
president and CEO of Sunset Air 
Inc., Lacey, Washington; Ken 
Groeschel Jr., project manager 
of Butters-Fetting Co. Inc., Mil-
waukee; John Raught, vice presi-
dent and treasurer of Northstar 
Environmental Ltd., Beaver, 
Pennsylvania; and Scott Vidi-
mos, president of Vidimos Inc., 
East Chicago, Indiana.

“As a first vice president, one of 
my ultimate goals is teamwork,” 
Simon said. “It’s very important 
that our labor partners are our 
team members, and I’m looking 
forward to establishing a rela-
tionship with them and helping 
to grow that partnership.” 

SMACNA’s 74th Annual Con-
vention and Product Show will 
be held Oct. 22-25, 2017 at the 
Grand Wailea and Wailea Beach 
Marriott Resort and Spa in Maui, 
Hawaii. For more information, 
visit www.smacna.org. 

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 8.4 per-
cent, residential electric storage water heaters increased 6.5 percent, commercial gas storage water heaters 
increased 0.5 percent, commercial electric storage water heaters increased 47.1 percent, gas warm air furnaces 
increased 4.7 percent, oil warm air furnaces decreased 5.9 percent, central air conditioners increased 6.3 per-
cent, and heat pumps increased 1.9 percent. 

Central A/Cs Up 22.5 
Percent in August

FIGURES
FACTS &

U.S. shipments of central air conditioners and air-
source heat pumps totaled 692,214 units in August 
2016, up 22.5 percent from 565,252 units shipped 
in August 2015. U.S. shipments of air conditioners 
increased 21.2 percent to 477,436 units, up from 
393,798 units shipped in August 2015. U.S. shipments 
of air-source heat pumps increased 25.3 percent to 
214,778 units, up from 171,454 units shipped in August 
2015. 

U.S. shipments of residential gas storage water 
heaters for August 2016 increased 9.6 percent 
to 352,315 units, up from 321,594 units shipped 
in August 2015. Residential electric storage water 
heater shipments increased 24.3 percent in August 
2016 to 355,106 units, up from 285,717 units. 

U.S. shipments of gas warm air furnaces for August 
2016 increased 1.4 percent to 273,136 units, up 
from 269,279 units shipped in August 2015. Oil 
warm air furnace shipments decreased 13.0 percent 
to 2,693 units in August 2016, down from 3,094 
units shipped in August 2015. 

Commercial gas storage water heater shipments 
increased 18.5 percent in August 2016 to 8,028 
units, up from 6,776 units shipped in August 2015. 
Commercial electric storage water heater shipments 
increased 47.5 percent in August 2016 to 10,578 
units, up from 7,172 units shipped in August 2015. 

CENTRAL A/C AND
AIR-SOURCE HEAT PUMPS

RESIDENTIAL STORAGE
WATER HEATERS

SHIPMENTS STATUS OF
WARM-AIR FURNACES

COMMERCIAL STORAGE
WATER HEATERS

273,136
Gas Warm-Air
Furnaces

2,693
Oil Warm-Air
Furnaces

AUGUST 2016

269,279
Gas Warm-Air
Furnaces

AUGUST 2015

3,094
Oil Warm-Air
Furnaces

352,315
Residential Gas

355,106
Residential
Electric

AUGUST 2016

321,594
Residential Gas

285,717
Residential
Electric

AUGUST 2015

692,214
A/C & HP
Combined Total

477,436
A/C Only

214,778
HP Only

AUGUST 2016

565,252
A/C & HP
Combined Total

393,798
A/C Only

171,454
HP Only

AUGUST 2015

10,578
Commercial
Electric

AUGUST 2016 AUGUST 2015

8,028
Commercial Gas

6,776
Commercial Gas

7,172
Commercial
Electric
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