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YEAR-TO-DATE: Year-to-date U.S. shipments of residential gas storage water heaters decreased 5 percent, 
residential electric storage water heaters decreased 3.2 percent, commercial gas storage water heaters 
decreased 9.7 percent, commercial electric storage water heaters increased 7.1 percent, gas warm-air furnaces 
increased 11.6 percent, oil warm-air furnaces increased 24 percent, central air conditioners decreased 0.1 
percent, and heat pumps increased 6.4 percent.

SOURCE: Information contained in these graphs is courtesy of the Air-Conditioning, Heating, 
and Refrigeration Institute (AHRI). Industry figures are estimates derived from the best 
available figures supplied by a sample of AHRI member companies.

explained what would happen 
to the variable-speed fan in 
the proposed equipment if the 
return-side issues weren’t fixed.

At first, the homeowners 
thought Corey was crazy, but in 
the end, they were thankful for 
his attention to detail. They are 
purchasing a system because of 
Corey’s actions — he persuaded 
them to make a better choice 
with performance.

BARRIERS TO  
THIS APPROACH

Corey believes many 
HVAC contractors don’t 
use performance testing to 
persuade because they have 
misconceptions about it that are 
hard to overcome. Many believe 
it takes too long to test. Corey 
says the tests he performs add 
about 10 minutes to a call.

Another barrier is the 
skill set of many salespeople. 
Unfortunately, many don’t have 
a technical background and 
haven’t been educated on how to 
test. The last thing a salesperson 
wants to deal with is drilling 
test holes in equipment, only 
to face homeowner backlash 
because they don’t understand 
the importance.

GETTING STARTED
Corey has a strong support 

system at Getzschman because 
management believes in high-
performance HVAC systems. 
For this approach to work, you 

must believe in the importance of 
measuring performance. 

Be bold: Measuring offers 
the confidence to prove that 
you’re different.  If you aren’t 
happy with your current results, 
learn the skills needed to test 
performance. Once in place, 
start to increase your selling 
skills. Two books you need in 
your library are “The Greatest 
Salesman in the World,” by Og 
Mandino, and “How I Raised 
Myself from Failure to Success 
in Selling,” by Frank Bettger. 
Start reading and applying 
the knowledge in these books 
in small chunks, one principle 
at a time. Before you know it, 
your confidence and success 
will increase.

Invest your time and learn 
the persuasion skills needed 
to better serve your customers. 
Help them see your point of 
view so they agree with you — 
and then act. Remember, when 
done correctly, persuasion is 
a positive step to help your 
customers understand.   

If you’re an HVAC contractor or 
technician interested in learning 
more about measuring system 
performance, contact me at  
davidr@ncihvac.com or call  
800-633-7058. NCI’s website,  
www.nationalcomfortinstitute.
com, is full of free techånical 
articles and downloads to help you 
improve your professionalism and 
strengthen your company
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“Persuasion can be used 
in a positive way to help 
others see your point 
of view for their own 
good. Done the right 
way, it creates a winning 
environment for you and 
your customer. They get the 
HVAC system they expect 
and deserve, and you get a 
profitable sale that leads to 
a long-lasting relationship.”

—David Richardson
curriculum developer  

and trainer
National Comfort Institute

U.S. shipments of central air conditioners and air-
source heat pumps increased 3.5 percent in May 
2019, to 1,005,646, up from 971,246 units shipped 
in May 2018. Air conditioner shipments decreased 2 
percent, to 659,423 units, down from 673,010 units 
shipped in May 2018. Air-source heat pumps increased 
16.1 percent, to 346,223 units, up from 298,236 units 
shipped in May 2018. 

U.S. shipments of residential gas storage water 
heaters decreased 15.1 percent in May 2019, to 
357,513 units, down from 421,140 units shipped in 
May 2018. Residential electric storage water heater 
shipments decreased 8.8 percent, to 343,390 units, 
down from 376,621 units shipped in May 2018.  

U.S. shipments of gas warm-air furnaces increased 
4.6 percent in May 2019, to 290,143 units, up from 
277,258 units shipped in May 2018. Oil warm-air 
furnace shipments increased 39 percent, to 2,703 
units, up from 1,944 units shipped in May 2018. 

U.S. shipments of commercial gas storage water 
heater shipments decreased 16.1 percent in May 
2019, to 7,390 units, down from 8,804 units shipped 
in May 2018. Commercial electric storage water 
heater shipments increased 5.1 percent, to 13,452 
units, up from 12,794 units shipped in May 2018.

CENTRAL A/C AND
AIR-SOURCE HEAT PUMPS

RESIDENTIAL STORAGE
WATER HEATERS

WARM-AIR FURNACES

COMMERCIAL STORAGE
WATER HEATERS

290,143
Gas Warm-Air
Furnaces

2,703
Oil Warm-Air
Furnaces

277,258
Gas Warm-Air
Furnaces

1,944
Oil Warm-Air
Furnaces

MAY 2019 MAY 2018

357,513
Residential
Electric

MAY 2019

421,140
Residential
Electric

MAY 2018

343,390
Residential Gas

376,621
Residential Gas

1,005,646
A/C & HP
Combined Total

659,423
A/C Only

346,223
HP Only

MAY 2019

971,246
A/C & HP
Combined Total

673,010
A/C Only

298,236
HP Only

MAY 2018

13,452 
Commercial
Electric

MAY 2019

12,794
Commercial
Electric

MAY 2018

7,390
Commercial Gas

8,804
Commercial Gas

40_NEWS-Frost_DD_F+F-081219.indd   44 8/6/19   4:13 PM


