
In its Commercial division, Carrier currently has an installed 
base of over 400 000 chillers, yet fewer than 60% are serviced 
by the company. As these systems become more complex, 
in-house and independent maintenance teams are struggling 
to keep pace with the technical expertise of Carrier’s 
specialised own technicians. This represents a substantial 
growth opportunity for Carrier to convert un-serviced 
units into long-term service agreements. By capturing these 
high-margin after-sales contracts, Carrier secures 
recurring revenues.

To sustain and further this shift to providing after-sales 
servicing, Carrier is pursuing structured initiatives in its main 
markets. In the US, the Techvantage program aims to address 
the skilled labour deficit by hiring 1 000 new technicians and 

training 100 000 more by 2030.  In Europe, the System Profi 
program is actively upskilling Viessmann’s 80 000 installer 
partners into ‘System Installers’ capable of generating five 
times more revenue than traditional single-product installers. 

Transitioning for growth
Carrier is pivoting from a pure hardware seller to an integrated 
temperature control solutions provider, thereby accelerating 
growth and boosting profitability. The company’s revenue 
growth will be primarily driven by the product transition toward 
decarbonisation, demand for AI data centre infrastructure 
cooling, and the expanding provision of high-margin services. 
Consequently, in a world of increasingly extreme temperatures 
due to climate change, Carrier presents a compelling 
investment case for clients in our global funds.

Following the cancellation of fossil-fuel boiler subsidies in early 
2025, the market is transitioning from legacy gas boilers to 
high-efficiency electric heat pumps, which are four times more 
profitable for Carrier than gas boilers. 

While the upfront cost of a heat pump remains higher than a 
boiler - a factor that initially tempered the transition - robust 
government support in key markets like Germany, UK, France 
and Italy has mitigated this barrier. In Germany, which accounts 
for half of Viessmann’s revenue, government subsidies can 
cover up to 70% of installation costs for compliant heat pump 
systems. Post-installation, electric heat pumps deliver 
significantly lower operational expenses than traditional gas 
boilers, while drastically reducing carbon emissions, particularly 
when the electricity comes from renewable sources.

Data center cooling
Perhaps the most explosive area of growth for Carrier is data 
centre cooling. The rapid progress in, and utilisation of, artificial 
intelligence (AI) systems has resulted in enormous growth in 
the building of new data centres, and plans for future builds are 
exponentially larger. High-density AI server racks operating at 
peak utilisation can reach internal temperatures of between 
85°C and 95°C and require uninterrupted cooling. This 
structural demand has seen Carrier’s data centre revenue 
double between 2024 and 2025. 

While legacy data centre architectures rely heavily on 
traditional air-cooling chillers, which currently comprise 87% 
of the market, next-generation AI racks require direct-to-chip 
liquid cooling. Carrier is actively innovating to provide for this 
shift, with advanced Coolant Distribution Units (CDUs) that sit 
adjacent to servers to continuously circulate low-temperature, 
non-conductive coolant directly over the chips – as 
illustrated on the following page. 

Carrier provides a fully integrated, customised ecosystem, 
which includes hardware (chillers, air handlers and CDUs) and 
specialised software (building automation systems and 
dedicated engineering services within close proximity). 
This comprehensive, full-system offering creates high 
switching costs for clients and differentiates Carrier from 
component-only manufacturers.  

Building a high-margin service network
Historically, 75% of Carrier products were serviced by 
third-party providers or in-house teams rather than Carrier 
itself. Since 2020, management fundamentally shifted strategy 
to transform after-sales into a core operational pillar to capture 
lucrative, recurring revenue streams. Aftermarket sales have 
grown by 15% per year since then, representing around 23% of 
total group revenue in 2025. 

We unpack Carrier’s business model, the cooling off of 
American residential market demand following a boom, 
the company’s strategic expansion into Europe and the 
high-growth opportunities from data centre cooling and 
aftermarket services.          

Carrier’s key brands
The table below highlights Carrier’s core brands across market 
segments, along with their positioning. Its key market-leading 
brands include: 
� Carrier - the dominant brand in the Americas;
� Viessmann - a top-tier player in Europe; and
� Toshiba – a premium brand in the Asia-Pacific region. 

Carrier’s US market post-boom 
North America remains Carrier’s core market, where it holds 
the leading market share with a large installed product base 
and deep penetration within dealer and independent 
installer networks.

The US residential market experienced a period of surging 
demand following the 2020 pandemic - charted on the next 
page. The shift to working from home, combined with subsidies 
from the Inflation Reduction Act (IRA) and the prevailing low 
interest rates, accelerated the replacement cycle for home 
heating and cooling products. However, by the end of 2025, 

these pandemic-era tailwinds had abated. The demand for air 
conditioning units and air-source heat pumps has subsequently 
declined and is expected to contract further in 2026. 

The US market is predominantly driven by replacement 
demand, with 75% of new unit sales replacing legacy systems. 
Old air conditioners are significantly more energy-intensive 
than modern units due to outdated technology, worn 
components and lower efficiency - often consuming twice the 
energy to achieve the same effect. Upgrading to modern 
systems can yield material long-term electricity cost savings 
that more than justify the conversion costs. 

Looking ahead, industry volumes are poised to resume growth 
as a vast portion of the aging, inefficient residential units are 
replaced. This cycle is expected to gain momentum through 
2027 and beyond. In this consolidated1 residential market, 
Carrier’s encumbent brand and dominant distribution footprint 
position it well to capture the forecasted growth.      

Positioned for the EU’s energy transition
Carrier’s European business primarily serves the need for indoor 
heating rather than air conditioning. Its recently acquired 
Viessmann business is the leading German provider of integrated 
home energy management systems, encompassing heat 
pumps, solar panels, battery storage and smart thermostats.  

Camissa Asset Management Funds

Performance to 31 March 2026 Launch1 
year

3 
years1

5 
years1

10 
years1

15 
years1

Since
launch1

TER2

1-year
TER2

3-year
TC3

1-year
TC3
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Footnotes and disclaimer follow overleaf.

Unit trust funds4

Equity Alpha Fund
SA Equity General funds mean
Outperformance
SA Equity Fund
SA Equity SA General funds mean
Outperformance
Global Equity Feeder Fund
FTSE World Index (ZAR)
Outperformance
Balanced Fund
SA Multi Asset High Equity funds mean
Outperformance
SA Balanced Fund
SA Multi Asset SA High Equity funds mean
Outperformance
Protector Fund
CPI + 4%5

Outperformance
Stable Fund
CPI + 2%5 
Outperformance

Institutional funds6

Managed Equity Fund
FTSE/JSE Capped SWIX Index
Outperformance
Domestic Balanced Fund7

Peer median8

Outperformance
Global Balanced Fund9

Peer median10

Outperformance
Bond Fund
BESA All Bond Index
Outperformance
Money Market Fund
Alexander Forbes STeFI Composite Index
Outperformance

Shariah unit trust funds4

Islamic Equity Fund
SA Equity General funds mean
Outperformance
Islamic Global Equity Feeder Fund
Global Equity General funds mean
Outperformance
Islamic Balanced Fund
SA Multi Asset High Equity funds mean
Outperformance
Islamic High Yield Fund
Short-term Fixed Interest Index (STeFI)
Outperformance

High 
7.5%
7.4%
4.9%
4.5%
6.3%
4.8%
4.5%
5.1%
4.0%
3.3%
1.5%

Low
-3.0%
0.0%
-2.1%
-1.2%
0.8%
0.4%
0.1%

-0.7%
-2.0%
-1.8%
0.8%

High 
11.7%

-
5.9%
9.5%

-
7.6%
7.1%
7.4%
8.8%
5.3%
1.9%

Low
-5.4%

-
-7.5%
-4.5%

-
-3.0%
-4.4%
-5.7%
-7.8%
-4.1%
-0.4%

High 
11.7%

-
12.7%
9.5%

-
7.6%
7.1%
7.4%

10.6%
5.3%
1.9%

Low
-5.4%

-
-7.5%
-4.5%

-
-3.7%
-4.4%
-8.9%
-7.8%
-6.2%
-1.2%

High 
12.6%

-
-

9.5%
-

7.6%
7.1%
9.6%

-
8.0%

-

Low
-21.6%

-
-

-15.7%
-

-13.9%
-11.4%
-14.3%

-
-9.3%

-

High 
12.6%

-
-
-
-

7.6%
-

9.6%
-
-
-

Low
-21.6%

-
-
-
-

-13.9%
-

-14.3%
-
-
-

High 
12.6%
11.5%
18.1%
9.5%
6.3%
9.5%
7.1%
9.6%
14.6%
8.2%
2.7%

Low
-21.6%
-5.9%
-15.6%
-15.7%
-5.2%

-13.9%
-11.4%
-14.3%
-8.4%
-9.3%
-2.4%

Highest and lowest monthly fund performance
Equity Alpha Fund
SA Equity Fund
Global Equity Feeder Fund
Balanced Fund
SA Balanced Fund
Protector Fund
Stable Fund
Islamic Equity Fund
Islamic Global Equity Feeder Fund
Islamic Balanced Fund
Islamic High Yield Fund
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34.0%
24.4%

9.6%
35.1%

29.5%
5.7%
3.5%

12.9%
-9.4%
18.1%

16.2%
2.0%

31.0%
28.1%
2.9%

18.7%
7.0%
11.7%

18.9%
5.0%

13.8%

38.3%
34.1%

4.1%
33.1%
27.9%

5.2%
19.9%
19.6%
0.3%

20.4%
19.2%

1.2%
9.2%
7.4%
1.9%

33.7%
24.4%

9.2%
19.9%
4.0%

15.8%
28.4%
23.0%

5.3%
14.1%
7.4%
6.7%

17.8%
14.8%

3.1%
17.8%
16.4%

1.3%
9.5%
16.1%

-6.7%
14.3%
12.6%

17%
-

14.3%
7.6%
6.7%

15.0%
5.7%
9.3%

19.9%
19.2%
0.6%
19.1%

16.8%
2.3%

15.9%
14.5%

1.4%
15.6%
14.3%

1.4%
9.6%
8.0%
1.6%

14.1%
14.8%
-0.6%

9.7%
11.5%
-1.8%

13.0%
14.3%
-1.2%
11.5%
8.0%
3.5%

13.4%
12.5%
0.9%

-

6.2%
14.0%
-7.8%
11.3%

10.6%
07%

-

11.7%
8.8%
2.9%

13.6%
6.8%
6.8%

15.1%
15.4%
-0.3%
15.3%
14.3%

1.0%
12.9%
12.6%
0.3%

13.7%
12.5%

1.6%
8.5%
6.8%
1.8%

11.5%
12.5%

-1.1%
7.3%
8.7%

-1.4%
12.1%

12.3%
-0.2%

9.5%
6.8%
2.7%

12.3%
8.5%
3.9%

-

-

10.4%
8.0%
2.3%

-

10.5%
8.8%
1.8%

10.7%
6.5%
4.2%

12.7%
10.3%

2.4%
12.8%
10.1%
2.7%

11.9%
9.7%
2.1%

11.4%
10.4%

1.0%
8.2%
6.8%
1.5%

11.0%
8.5%
2.6%

-

11.3%
9.1%

2.3%
-

 

15.7%
12.2%

3.5%
15.3%
16.3%
-1.0%

7.7%
14.7%
-7.0%
10.2%

9.1%
1.0%

18.5%
16.7%

1.8%
10.3%

9.9%
0.4%
9.8%
6.1%
3.7%

12.7%
12.1%
0.7%

10.7%
10.2%

0.5%
11.5%

10.5%
1.0%

10.7%
9.08%

0.5%
7.9%
7.1%

0.9%

11.5%
10.9%

0.6%
9.6%

12.6%
-3.1%
10.1%
9.6%
0.5%
8.8%
6.5%
2.3%

11.6%
9.5%
2.1%

-

-

-

-

8.9%
9.4%

-0.4%
-

11.9%
12.0%
-0.1%
11.1%

10.7%
0.4%

-

 

7.6%
6.5%

1.1%

9.9%
9.5%
0.4%

-

-

-

Apr-04

Sep-22

Nov-19

May-11

Aug-23

Dec-02

May-11

Sep-06

May-07

Jul-13

May-07

Jan-04

Jul-09

Jan-19

May-11

Mar-19

1.72% 

1.70% 

1.86%

1.51%

1.82%

1.51%
    

1.47%

1.49%

1.80%

1.49%

0.58%

0.28% 

0.42%

0.25%

0.23%

0.56%

0.17%

0.21%
    

0.18%

0.12%

0.15%

0.02%

2.09% 

2.02%

1.90%

1.52%

1.46%

1.51%
    

1.47%

1.50%

1.79%

1.50%

0.58%

0.33% 

0.58%

0.25%

0.24%

0.34%

0.17%

0.25%
    

0.18%

0.12%

0.17%

0.03%



Fifth floor MontClare Place

Cnr Campground and Main Roads

Claremont 7708

PO Box 1016  Cape Town 8000

Tel +27 21 673 6300  

Email: info@camissa-am.com

Website: www.camissa-am.com

Footnote: 1Annualised (ie the average annual return over the given time period); 2TER (total expense ratio) = % of average NAV of portfolio incurred as charges, levies and fees in the 
management of the portfolio for rolling one and  three-year periods to 31 March 2026. 3Transaction costs (TC) are unavoidable costs incurred in administering the financial products 
offered by Camissa Collective Investments and impact financial product returns. It should not be considered in isolation as returns may be impacted by many other factors over time 
including market returns, the type of financial product, the investment decisions of the investment manager and the TER. This is also calculated on rolling one and three-year periods to 
31 March 2026. 4Source: Morningstar; net of all costs incurred within the fund and measured using NAV prices with income distributions reinvested; 5CPI for March is an estimate; 
6Source: Camissa Asset Management; gross of management fees; 7Domestic Balanced Fund benchmark returns are an estimate for March; 8Median return of Alexander Forbes SA 
Manager Watch: BIV Survey; 9Global Balanced Fund benchmark returns are an estimate for March; 10Median return of Alexander Forbes Global Large Manager Watch.

Important information: The Camissa unit trust fund range is offered by Camissa Collective Investments (RF) Limited (Camissa) [registration number 2010/009289/06], a registered 
management company in terms of the Collective Investment Schemes Control Act, No 45 of 2002. Camissa is a subsidiary of Camissa Asset Management (Pty) Limited [a licensed FSP], 
the investment manager of the unit trust funds and a member of the Association for Savings and Investment SA (ASISA).

The information, opinions and any communication from Camissa, whether written, oral or implied are expressed in good faith and not intended as investment advice, neither does it 
constitute an offer or solicitation in any manner. Furthermore, all information provided is of a general nature with no regard to the specific investment objectives, investment performance, 
financial situation or particular needs of any person. It is recommended that investors first obtain appropriate legal, tax, investment or other professional advice prior to acting upon 
such information.  

Unit price: Prices are published daily on our website. Unit trusts are traded at ruling prices and can engage in scrip lending and borrowing. Exchange rate movements, where applicable, 
may affect the value of underlying investments. All funds are valued and priced at 15:00 each business day and at 17:00 on the last business day of the month. Forward pricing is used. The 
deadline for receiving instructions is 14:00 each business day to ensure same day value.

Performance: Unit trusts are generally medium to long-term investments. The value of units will fluctuate, and past performance should not be used as a guide for future performance. 
Camissa does not provide any guarantee either with respect to the capital or the return of the portfolio(s). Foreign securities may be included in the portfolio(s) and may result in potential 
constraints on liquidity and the repatriation of funds. In addition, macroeconomic, political, foreign exchange, tax and settlement risks may apply. However, our robust investment process 
takes these factors into account. 

Performance is based on a lump sum investment into the relevant portfolio(s) and is measured using Net Asset Value (NAV) prices with income distributions reinvested. NAV refers to the 
value of the fund’s assets less the value of its liabilities, divided by the number of units in issue. Figures are quoted after the deduction of all costs incurred within the fund. Individual investor 
performance may differ because of initial fees, the actual investment date, the date of reinvestment and dividend withholding tax. Camissa may close a portfolio to new investors to 
manage it more effectively in accordance with its mandate.

Fees: Different classes of units may apply and are subject to different fees and charges. Commission and incentives may be paid, and if so, would be included in the overall costs. A feeder 
fund is a portfolio that invests in a single portfolio of a collective investment scheme, which levies its own charges, and which could result in a higher fee structure for the feeder fund. 
A schedule of the maximum fees is available upon request.

Camissa Asset Management is a licensed FSP
Reg No. 1998/015218/07




