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AHRI Shipment Data
for November 2019
YEAR-TO-DATE: Year-to-date U.S. shipments of residential gas storage water heaters decreased 3.4 percent,
residential electric storage water heaters decreased 1.1 percent, commercial gas storage water heaters
decreased 5.8 percent, commercial electric storage water heaters increased 11.2 percent, gas warm-air furnaces
increased 1.2 percent, oil warm-air furnaces increased 7.0 percent, central air conditioners decreased 1.0
percent, and heat pumps increased 6.0 percent.

CENTRAL A/C AND
AIR-SOURCE HEAT PUMPS

SHIPMENTS STATUS OF
WARM-AIR FURNACES

U.S. shipments of central air conditioners and airsource heat pumps increased 2.1 percent in November
2019, to 460,002 up from 450,399 units shipped in
November 2018. Air conditioner shipments decreased
2.4 percent, to 267,994 units, down from 274,586 units
shipped in November 2018. Air-source heat pumps
increased 9.2 percent, to 192,008 units, up from
175,813 units shipped in November 2018.

U.S. shipments of gas warm-air furnaces decreased
8.7 percent in November 2019, to 284,670 units,
down from 311,635 units shipped in November
2018. Oil warm-air furnace shipments decreased
3.9 percent, to 4,128 units, down from 4,296 units
shipped in November 2018.
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COMMERCIAL STORAGE
WATER HEATERS

RESIDENTIAL STORAGE
WATER HEATERS

U.S. shipments of commercial gas storage water
heater shipments decreased 7.6 percent in
November 2019, to 6,120 units, down from 6,620
units shipped in November 2018. Commercial
electric storage water heater shipments increased
8.0 percent, to 10,934 units, up from 10,125 units
shipped in November 2018.

U.S. shipments of residential gas storage water
heaters increased 0.4 percent in November 2019,
to 342,380 units, up from 341,158 units shipped in
November 2018. Residential electric storage water
heater shipments increased 6.9 percent, to 341,949
units, up from 319,806 units shipped in November
2018.
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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.
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Make comparison-speak a
habit, and your customers
will see you as a more
trustworthy source of
information for their buying
decision process.
Goldilocks “just right” feeling.
No one wants to miss out on
an upsell, but the goal should
not be to dupe your customer
into buying the highest-margin
product by failing to tell them
about a more cost-effective
option that likely checks off
the needs on their list. Provide
customers with three options:
something that doesn’t quite
meet their needs, something that
over-delivers, and a solution that
falls in the middle. Because you
have tuned in to exactly what
the customer needs, selling the
middle option in comparison to
the other two should be simple.
If you are the service provider
for all three options, this strategy
gives you an added bonus. If
the customer chooses the more
elaborate option, you’ve earned
more. If they choose the less
desirable option, they will know
up front what they’re getting and
perhaps sacrificing — and you’ve
earned their trust in the process.
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By defining the sell points
for your products, grouping
them into tiers, and offering
at least three options, you
can successfully provide
the customer with a wellthought-out and easily
understandable reasoning for
your recommendation.

The
common
(although
tired) sales pitch I shared at the
beginning turns into a richer
conversation once you’ve added
comparisons. In this example,
I’ve uncovered that the customer
is most concerned with the
ability to stay comfortable in
their home, with affordability
being their second concern.
“The package I’d like to

offer you today is our Premier
package. Your upstairs and
downstairs will have individual
thermostats, which I know is
what you were looking for. I’d
like to share with you some other
options for your consideration.
Our Platinum package would
give you even more comfort
options: every room could have
its own set point. The higher
price could be offset with
some rebates, but it is more
expensive than the Premier
package. Another option is our
Economy package. This is the
most affordable of the three, but
it doesn’t come with the zoning
you asked for. Given what we
have discussed so far, I think
the Premier package most meets
your needs.”
By defining the sell points
for your products, grouping
them into tiers, and offering
at least three options, you can
successfully provide the customer
with a well-thought-out and
easily understandable reasoning
for your recommendation.
Resolve to make comparisonspeak a habit in your organization
and your customers will see you
as a more trustworthy source
of information for their buying
decision process.
Pam Duffy, P.E. is a member of the
AHR Expo Expert Council and the
owner of Spark One Solutions, LLC
in Dallas, a marketing and business
solutions consulting company
based on serving HVAC businesses.
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