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Total Sales
Income Levels:
$150,000
$75,000 -$149,000
$35,000-$74,000
less than $35,000

HVAC Residential Replacement & Add On –
Selling In The Home
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Frequently Asked Questions

Q: I’m thinking about adding a 
salesperson, but I’m a little unsure of 
this move. Several of my technicians 
do a pretty good job of selling. Do you 
have any national numbers that tell me 
who is selling to residential customers?

A: Our national numbers reveal who 
the homeowner believes sold them 
their replacement or add-on central air 
conditioning products: 
• Almost half of the time, it’s the HVAC 
business owner.  
• Next in importance is the salesperson. 
Those describing themselves as “sales 
professionals only” are now responsible 
for one fifth of the sales.  
• Those in sales who are also the 
installing technician’s manager account 
for about three in every 10 sales.  

• The diagnostic or 
installation technician 
rounds out the next 
level of homeowner 
sales, and is responsible 
for selling one in every 
five households.

Each group sells well 
across all income strata. 
The HVAC business 
owner is the premier 
sales person with all 
groups, and does best with lower income 
homeowners (<$35,000) and again with 
high income homeowners ($150,000+).  

Salespersons sell well across all 
income levels too, but tend to excel 
with households in the $75,000 to 
$150,000 income range. There are large 
numbers of opportunities in this income 
bracket. Whether specifically targeted 
by salespersons or best able to relate to 
and sell this homeowner, the sales staff 
working on commission tend to sell to 
this group best, especially homeowners 
with college in their background. If you do 
decide to bring in your first salesperson, 

include a budget to support 
their sales outreach effort 
among mid-upper income 
homeowners, to expand 
your sales in this strata, and 
maximize your salesperson’s 
income potential.

Technicians fare well 
across all income levels, 
with about a fifth of the 
sales, and tend to excel 
with those in the highest 

income bracket. It would appear they 
are appreciated for their hand’s-on 
knowledge, as are business owners 
among this group. Adding a salesperson 
will enhance total sales across all strata, 
and when supported may help you excel 
with the large group of upper-middle 
class in your market.  

Garry Upton, of Decision Analyst, Inc., shares 
his interpretations of its American Home Com-
fort Study of homeowners, and explores what 
customers look for in HVAC contractors. To 
learn more about this study, or to purchase it, 
contact Garry at gupton@decisionanalyst.com

Over the course of 2008, this space 
will identify opportunities within 
customers’ homes that you may 
not have observed in the past. The 
opportunities are based on a recent 
homeowner survey conducted by 
Decision Analyst, Inc.




