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what we learned 
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sales data is awesome 

2013 2014 2015 2016 

CFL  

Halogen  

Linear 
Fluorescent  

HID 

Incandescent 

LED 

11% 

4% 

47% 

3% 

7% 

28% 

Oh look! 

You don’t say! 

I thought they were 
gone! 

Hmmm… 
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Regional Representation 

Lamps Shipment Floor Space Branches 



24 
2017 
Distributors 

9 

2017 annual  
distributor survey 

# Branches 

≈ 

205 
Market Share 
Representation 

30 
% 

Years Covered 

‘10 
‘16 
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# Distributors 

  2014 
 
 

  2015 
 
 

 2016 
 
 

2017 
 

  

 
 
  

#12 

 
 
   
 

#16 
 

 #27 
 
 

 
 
 

 

#24 
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Supports Development of Model 

MODEL 
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Continue to provide value 3 

Even stronger data 2 
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Three goals for 2018 

Retain and build participation 1 



Our Team 

BPA w/ Cadeo 

Evergreen Consulting 
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YES 
Elaine Miller, NEEA 



15 

How We Get Their Attention 

Incentive for  
their Staff Time 

Market Intel 
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How We Get Their Attention 

Collaborative Spirit 
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Timeline 
‘17 Q4  ‘18 Q1  Q2  Q3 

Drafting Survey, 
Outreach Strategy 

Distributor 
Outreach 

Data QA Analysis 
 

Report Out 
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JESSICA 
AIONA 



DATA CENTER MARKET ACTOR 
INTERVIEWS 

20 



Goals 
• Learn about: 

– The supply chain 
– Efficiency of IT and infrastructure equipment 
– Efficiency practices 
– Cloud computing adoption rates 
– Differences in small-scale and large-scale 

data centers 
– Data growth in the NW 
– Utility programs 
– Market trends 
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Market Actors 
• Interview 20 market actors 
• 5 interviews with broad industry experts 
• 15 interviews with “niche” market 

actors: 
– Equipment manufacturers 
– Wholesale distributors 
– Data center owners/managers 
– Data center design/build firms 
– EE program managers 
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Who do you 
know? 



Timeline 
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Interview Broad  
Industry Experts 

12/4-12/22 

Identify Niche  
Market Actors &  
Refine Questions 

12/22-1/5 

Interview Niche 
Market Actors 

1/8-2/2 

Write Findings  
Memo 
2/5-3/9 



BONNIE 
WATSON 



HVAC  
Project 
Updates 



Current HVAC 
Projects 

1 

2 

3 

4 
NEEA Regional 
Sales Data 
Collection 

Field Study 
Planning/ CC&S 
Baseline Update 

Market 
Intelligence 
Gathering 

Momentum 
Savings Market 
Model 



HVAC Momentum 
Savings Model 

Objective 
Build a market model to 
understand how total 
residential HVAC market 
energy consumption is 
changing over the 7th PP, 
and calculate momentum 
savings for the 7th PP. 
 

Activities 
1. Model Scoping and 

Methodology 
Development 

2. Model Development 
Sprints 

3. Final Model and 
Methodology Memo 
 

Outcomes 
• Momentum Savings 

Market Model 
• Methodology 

 

 

 

 

Sectors 
 Residential  
 

Timeline 
Start:  
October 2017 
Model Method and 
Scoping:  
December – Early 2018 
Model Sprints:  
Early 2018 – December 
2018 
Final Method and Model: 
December 2018 
End:  
December 2018 
 

 
Project Manager 
Bonnie Watson 
bfwatson@bpa.gov 
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HVAC Momentum 
Savings Model 

Our Current Thinking 
How do you model just one year of 
total market energy consumption for 
residential HVAC? 

• Why we can’t just follow in lighting 
model’s footsteps 

• Many factors that influence 
residential HVAC energy 
consumption. Over 40,000 
permutations 

• With this in mind, considering the 
options for model architecture and 
scope 
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HVAC Market 
Intelligence Project 

Objective 
Gather market intelligence 
about the HVAC market to 
inform the residential and 
commercial momentum 
savings model. 
 

Activities 
1. Technology Guide 
2. Market Actor 

Interviews 
3. Trade Show Interviews 
 
Outcomes 
• Technology guide 
• Interview findings 

memo 
• Trade show findings 

memo 
 

 

 

Sectors 
 Residential  
 Commercial 
 

Timeline 
Start:  
September 2017 
Technology Guide:  
January 2018 
Interview Findings:  
February 2018 
Trade Show:  
January  - March 2018 
End:  
April 2018 
 

Project Manager 
Bonnie Watson 
bfwatson@bpa.gov 
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HVAC Market 
Intelligence Project 

Early Look: Interview Findings 

• Change in the market sales 
mix over last 3-4 years: 

• Res: Ductless growth 
continues; inverters are 
taking hold 

• MF homes: market not 
seeing much change 
across the board 
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HVAC Market 
Intelligence Project 

Early Look: Interview Findings 

• Change in the market sales 
mix over last 3-4 years: 

• Com: increases in VFDs, 
VRF, new refrigerants (e.g., 
CO2), and cloud-based 
computing for remote 
performance monitoring 
(i.e. advanced controls).  

• Light com: automation is 
also starting to take hold. 
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HVAC Market 
Intelligence Project 

Looking Ahead 

 

Any things you’re curious 
about that we could explore 
at the AHR Expo in Chicago? 
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HVAC Field Data 
Collection Planning 

Objectives 
1. Determine the 

residential CC&S current 
practice baseline for 
ASHP 

2. Gather data to inform 
momentum savings 
model 

 

Activities 
1. Working Sessions 

2. Research approach 
planning 

3. Planning how to collect 
field data 

 
Outcomes 
• Research Plan 

• Field Data Collection 
Protocol 

 

 

 

Sectors 
 Residential  

 

 
Timeline 
Start:  
November 2017 

Research Plan:  
March 2018 

Field Data Collection 
Protocol:  
March 2018 

End:  
March 2018 

 

Project Manager 
Bonnie Watson 

bfwatson@bpa.gov 
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HVAC Field Data 
Collection Planning 

Our Current Thinking 
 

How do we identify where new 
HVAC equipment is being 
installed in the PNW? 
• Ask contractors? 
• Permit data? 
• Survey homeowners? 
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HVAC Distributor 
Sales Data 
Collection - NEEA 

Objective 
Collect full-category regional 
HVAC sales data for 2017 
from NW HVAC distributors. 

 

Activities 
1. Data collection 

prioritization and 
research design 

2. Pre-engagement 
planning 

3. Data collection 

4. Data cleaning  and 
analysis 

 
Outcomes 
• Cleaned, anonymized 

full-category HVAC 
distributor sales data for 
2017 

• Presentation of sales 
data trends 

 

 

 

 

Sectors 
 Residential  

 Commercial 

 

 
Timeline 
Start:  
May 2017 

Data Collection  Plan:  
October 2017 

Data Collection:  
November – February 2018 

Results: 
March 2018 

End:  
March 2018 

 

Project Manager 
Suzi Asmus, NEEA 

sasmus@neea.org 
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HVAC Distributor 
Sales Data 
Collection - NEEA 

36 



HVAC Distributor 
Sales Data 
Collection - NEEA 

 

Outreach Tactics 

• Leverage manufacturer relationships 

• ORACCA meeting chats 

• Other ideas? 

Outreach Status 

• 94% of contacts received email 

• 77% of contacts received phone calls, 64% 
of these have resulted in conversations 

• One distributor is confirmed as 
participating 

• Another distributor indicated high 
likelihood of participation 
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Thank  
You 



THX! 
 

 

 
 

See you January 3rd! 
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