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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 6 per-
cent, residential electric storage water heaters decreased 4.3 percent, commercial gas storage water heaters 
increased 0.2 percent, commercial electric storage water heaters increased 40.8 percent, gas warm-air furnaces 
increased 2.7 percent, oil warm-air furnaces decreased 2.3 percent, central air conditioners increased 6.9 per-
cent, and heat pumps increased 4.7 percent. 

Central A/C Units 
Up 7% in October

FIGURES
FACTS &

in the classroom, we collectively 
select the six to 10 new skills that 
are to be acted on, and we follow-
up to learn of successes and tem-
porary failures.

The one aspect that gets more 
return on investment is one-on-
one education. Every sales lead-
er and salesperson is different 
and has different needs. That’s 
why one-on-one sessions work 
so well. Each session is just for 
Bud or Mary. At the conclusion 
of the half-day session, we list a 
minimum of nine specific skills, 
habits, and traits to focus on. I 
might add that these sessions 
are when the truth is laid out be-
cause most haven’t been told the 
truth. Why? The sales manager 
hasn’t learned how to effectively 
mentor, and many managers 
view telling the truth as con-
frontational. It’s not. Telling the 
truth is what a sales leader must 
do. Conversely, not telling them 
the truth hurts them. I plainly 
label that posture as cowardice. 

One last thought regarding 
field coaching: Don’t show fa-
voritism. It’s a plague. I’ve wit-
nessed numerous sales manag-
ers who spend more time with 
their favorites when they should 
be investing their time coaching 
and nurturing target accounts 
and target salespeople in each 
territory. Spend major time on 
major things and minor time on 
minor things. Reduce C proj-
ects whenever possible to free 
up time for the emergencies that 
pop up, like funerals. What? Yes, 
follow Yogi Berra’s plan to have 
time for funerals. “You should 
always go to other people’s fu-
nerals, otherwise they won’t 
come to yours.”

Another big reason to work 
on the sales manager’s develop-
ment � rst is because most good 
people leave their employer be-
cause of managers — not the 
company. � is alone should 
prompt CEOs to ensure the sales 
leader is growing.

CREATIVITY
� is is de� nitely an area for 

leaders to get better at because 
studies show that only 1 percent 
of the U.S. population is naturally 
creative. And the small percent-
age of salespeople who develop 
the creative side of the brain 
dominate logic-driven salespeo-
ple’s results almost every time.

Once the sales manager em-
braces creativity, she is “fairly” 
capable of teaching it to others. 
Usually, my clients leave most of 
their creativity implementation 
up to me because getting a log-
ic-driven manager to unlearn 
straight logic thinking into a 

blend of creativity and logic is 
a long-haul education segment 
that starts slowly. As more peo-
ple begin to embrace creativity, 
it becomes a vital part of your 
culture. And I’ll take creativity 
and culture over strategy almost 
every day. A small example of 
same-old, same-old is that ap-
plications, medical forms, etc., 
ask who is to be called in the 
event of an emergency. I write, 

“an ambulance.”

COMMUNICATION
AMA’s survey of the top � ve 

most important skills training 
for an individual are communi-
cation at 65 percent; skills specif-
ic to roles, 60 percent; leadership 
development, 53 percent; project 
management, 49 percent; and in-
terpersonal skills, 48 percent. 

Yet, all five areas concern 
communication to a great de-
gree, but Nos. 1 and 5 are proof 
that education is desperately 
needed. Typically, communica-
tion is the No. 1 reason for an 
individual’s ineffectiveness, and 
it’s also the No. 1 reason for a 
declining culture.

While you want to be clear, 
your style, or how you say it, is 
more important than what you 
actually say. To the mix, add 
humor (if appropriate), creativ-
ity, and high energy. Just be 
anything but boring. Prior to 
Pope Francis visiting Cuba and 
the U.S., he answered a question 
about his immense popularity. 
He said, “Jesus also, for a certain 
time, was very popular, and look 
at how that turned out.” True and 
humorous. Maybe we should ask 
for training in Pope skills?

WRAP UP
Hogan Assessments report-

ed that only 18 percent of hu-
man relations (HR) profession-
als said their companies had 
enough talent to meet its future 
leadership needs. But I believe 
that percentage to be even lower 
among sales managers due to 
the limited number of colleges 
offering sales degrees. Today, 
you have to extensively search 
for a college offering sales lead-
ership courses. And have you 
provided your sales manager 
with a mentor? I consider that 
a must-have. As a vice president 
of sales, I had one.

One of the best ways for sales 
managers to get their prima-
donnas to bring value is by the 
sales managers bringing value 
themselves. If their not the best 
sales managers in their markets, 
they can be (if you have chosen a 
progressive top-� ight manager.) 

Invest in them. 

U.S. shipments of central air conditioners and air-source 
heat pumps totaled 425,882 units in October 2016, 
up 7.3 percent from 396,922 units shipped in October 
2015. U.S. shipments of air conditioners increased 
5.6 percent to 271,913 units, up from 257,477 units 
shipped in October 2015. U.S. shipments of air-source 
heat pumps increased 10.4 percent to 153,969 units, 
up from 139,445 units shipped in October 2015.  

U.S. shipments of residential gas storage water 
heaters for October 2016 decreased 1.9 percent to 
298,405 units, down from 304,156 units shipped 
in October 2015. Residential electric storage water 
heater shipments decreased 4.3 percent in October 
2016 to 289,068 units, down from 302,199 units.

U.S. shipments of gas warm air furnaces for October 
2016 decreased 5.8 percent to 264,440 units, down 
from 280,615 units shipped in October 2015. Oil 
warm air furnace shipments increased 8.2 percent 
to 4,985 units in October 2016, up from 4,609 units 
shipped in October 2015.

Commercial gas storage water heater shipments 
decreased 15.1 percent in October 2016 to 6,343 
units, down from 7,471 units shipped in October 
2015. Commercial electric storage water heater 
shipments increased 2.2 percent in October 2016 
to 8,096 units, up from 7,925 units shipped in 
October 2015.

CENTRAL A/C AND
AIR-SOURCE HEAT PUMPS

RESIDENTIAL STORAGE
WATER HEATERS

SHIPMENTS STATUS OF
WARM-AIR FURNACES

COMMERCIAL STORAGE
WATER HEATERS

264,440
Gas Warm-Air
Furnaces

4,985
Oil Warm-Air
Furnaces

OCTOBER 2016

280,615
Gas Warm-Air
Furnaces

OCTOBER 2015

4,609
Oil Warm-Air
Furnaces

298,405
Residential Gas

289,068
Residential
Electric

OCTOBER 2016

304,156
Residential Gas

302,199
Residential
Electric

OCTOBER 2015

425,882
A/C & HP
Combined Total

271,913
A/C Only

153,969
HP Only

OCTOBER 2016

396,922
A/C & HP
Combined Total

257,477
A/C Only

139,445
HP Only

OCTOBER 2015

8,096
Commercial
Electric

OCTOBER 2016

7,925
Commercial
Electric

OCTOBER 2015

7,471
Commercial Gas

6,343
Commercial Gas
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