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“We have almost finished our 
lab and a full training process for 
each position,” said Moon. “So, 
we can hire outside the industry 
or give team members a clearer 
career path.”

Smith said Sky historically 
outsourced training, but that 
is changing. 

“We are slowly building up 
our internal training and have 
already developed days’ worth 
of internal training material,” 
he Smith.

Though a majority have set 
their sights on in-house training, 
others are still interested in 
off-site training opportunities. 

“Anyone familiar with Magic 
Touch Mechanical knows we 
invest heavily in employee 
training,” said Morgan. “This 
year, we have dramatically 
increased the travel budget to 
provide more off-site training 
with organizations we belong 
to, such as Nexstar, and 
have already started booking 
attendance for our employees.”

NEW YEAR, NEW 
MARKETING 

According to a survey 
conducted by CoSchedule, 

“Marketers who set goals 
are 429 percent more likely 
to report success than those 
who don’t. And, 81 percent of 
those successful, goal-setting 
marketers achieve them.”

Contractors are looking to 
take advantage of the New Year 
to reset and rejuvenate their 
marketing tactics. Most often, 
targeting the digital aspect of 
things, especially social media.

“We continue to monitor the 
impact of social media and the 
digital side of marketing,” said 
Knaak. “How we reach our 
clients is changing, and while 
traditional mass media still 
plays a significant role, the use 
of social media and grassroots 
marketing are growing.” 

“We will revamp our 
marketing by allocating 30 
percent of our funds to social 
media advertising,” said Hunter. 

“We’ll also be revamping our 
website, targeting Google 
AdWords, and targeting 
Facebook ads.”

Others are looking to 
improve their company website 
in order to better serve their 
customer base.

“We are looking to improve 
our website and client outreach to 
get our services and message out 
there,” said Gerber. “We aim to 
create a more active web presence 
and think outside the box on how 
to find like-minded clients.”

Another way contractors 
are improving their marketing 
efforts is by targeting the 
communities they serve in order 
to become the go-to HVAC 
business for the area.

“This year, we are laser-
focusing our marketing and plan 
to own our own backyard,” said 
Moon. “We are going to pound 
our message directly into our 
target neighborhoods.”

This is the perfect time for 
contractors to revamp their 
businesses. Set goals, follow 
through, and transform your 
company into the successful 
powerhouse it can be.   

MARKETING FOR THE NEW YEAR: According to the International Business 
Machines Corp. (IBM), 84 percent of employees at the best performing 
organizations are receiving the training they need compared to only 16 
percent at the worst performing ones. When teams are appropriately trained, 
companies save an average of $70,000 annually and receive a 10 percent 
increase in productivity.

SOURCE: Information contained in these graphs is courtesy of the Air-Conditioning, Heating, 
& 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 3.9 percent, 
residential electric storage water heaters increased 5 percent, commercial gas storage water heaters decreased 
4.9 percent, commercial electric storage water heaters increased 23.8 percent, gas warm-air furnaces decreased 
4.9 percent, oil warm-air furnaces increased 0.9 percent, central air conditioners increased 5.9 percent, and air-
source heat pumps increased 7.7 percent. 

FIGURES
FACTS &

AHRI Shipment Data 
for November 2017

U.S. shipments of central air conditioners and air-
source heat pumps totaled 431,668 units in November 
2017, up 5.5 percent from 409,157 units shipped in 
November 2016. U.S. shipments of air conditioners 
increased 6.3 percent, to 269,842 units, up from 
253,895 units shipped in November 2016. U.S. 
shipments of air-source heat pumps increased 4.2 
percent, to 161,826 units, up from 155,262 units 
shipped in November 2016.

U.S. shipments of residential gas storage water 
heaters for November 2017 decreased 3.4 percent, 
to 337,947 units, down from 349,676 units shipped 
in November 2016. Residential electric storage water 
heater shipments increased 5.2 percent in November 
2017, to 329,800 units, up from 313,474 units 
shipped in November 2016.

U.S. shipments of gas warm-air furnaces for 
November 2017 increased 6.2 percent, to 284,397 
units, up from 267,860 units shipped in November 
2016. Oil warm-air furnace shipments decreased 
0.1 percent, to 4,289 units in November 2017, down 
from 4,293 units shipped in November 2016.

Commercial gas storage water heater shipments 
decreased 11.8 percent in November 2017, to 6,766 
units, down from 7,670 units shipped in November 
2016. Commercial electric storage water heater 
shipments increased 43.9 percent in November 
2017, to 14,684 units, up from 10,202 units shipped 
in November 2016.
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