





better,” said Campbell. “We ship everything to our office,
build up the projects, and ship them out in a timely manner
without losing quality control.”

The company has also expanded its inhouse training program
to ensure each of its technicians, which are recertified each
year, are qualified and fully trained. Century looks for qualified
people to bring into the fold, but with an industrywide skill
shortage, inside training is more important now than ever.

“Geothermal requires the skills that a lot of our men already
have, but we also take new employees and train them from
the ground up,” said Campbell. “Even after the public
thinks a technician is certified, once he works with Century,
he'll go through more training to make sure he meets our
standards.”

One of the greatest challenges Century faces today is edu-

cating potential customers on the dangers of working with
contractors that aren’t fully qualified to handle a geother-
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Since we do hydronic piping for a
living, we knew we could do the

piping for geothermal projects.

mal system. With the economic downturn, companies lean
toward lower-priced bids without considering the backlash of
going with price over quality.

“Geothermal systems are simple installations if done right,
but they can be very complex if done wrong,” said Campbell.
“We strive to get the information out there so customers

know what to look for.”

Some of Century’s competitors have started slashing prices to
stay ahead, but Campbell said that is not and will never be
his company’s stance. By maintaining strong relationships
with its vendors, never undercutting its customers, and build-
ing its workforce to ensure quality control, Century doesn’t
have to lower its standards to remain competitive and viable
in the marketplace.

“We give a good price up front,” he said. “We don’t need

any more practice. We stand by our reputation.” 3
—Amanda Gaines
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