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Presenter
Presentation Notes
Navigant and Cadeo team are completing market research for Bonneville Power Administration (BPA) on a wide variety of end-uses, including residential lighting. Goals of the research include tracking market trends and collecting/analyzing sales data to help inform effective programs.



LIGHTING IS 
IMPORTANT 

Lighting accounts for more than  
1/3 of the region’s residential energy  

and demand savings. 

Presenter
Presentation Notes
Per most recent (2014) Council Regional Progress Report (RCP), lighting was 34% and 36% of residential energy savings and demand reductions, respectively.



 
 

Single Family  
4,023,937 homes 

(74%) 

Manufactured 
543,730 homes 

(10%) 

START WITH  
THE HOUSES… 

Multi-family  
863,104 units 

(16%) 

Presenter
Presentation Notes
Source: NEEA Residential Building Stock Assessment 2011



 
 

ADD THE LIGHTS… 

Single Family  
Average: 63 lamps  

and 40 fixtures 

Manufactured 
Average: 35 lamps  

and 21 fixtures 

Multi-family  
Average: 23 lamps 

and 14 fixtures  
(per unit) 

Presenter
Presentation Notes
Source: NEEA Residential Building Stock Assessment 2011



Idaho 

Montana Washington 

292M Oregon 

Presenter
Presentation Notes
This number represents STOCK, not flow, and it includes all residential lighting applications.



AND THE MARKET  
IS CHANGING  
(REALLY) FAST 

Technology Regulation 

Presenter
Presentation Notes
The first reason to care is that lighting, and particularly residential lighting, is undergoing what by any measure has to be called revolution.   There are two reasons for this rapid disruption.The first and most significant driver of the market turmoil is the dramatic technological advancements occurring every year.  I’m talking, specifically, of course, about the development and deployment of LEDs.  Cost reductions and performance advancements are improving the economic appeal of LEDs not just every year, but every quarter.  And it’s not just LED lamps that are changing.  It’s what Light Emitting Diodes as a technology enable.  LED technology enable better controllability, better use of the lumens that are produced, and infinite flexibility in terms of shapes, sizes and configuration.A second driver of change is regulations on traditional technologies like linear fluorescent, HID and incandescent lamps. New codes and standards have generally made these incumbents more expensive, effectively lowering the payback of switching to LEDs. 



We track market trends 

We analyze sales and shelf data 

We conduct interviews 

We model Momentum Savings  

TO TRACK THE TOTAL 
MARKET 

Presenter
Presentation Notes
The market is moving quickly.  Programs need sales data—full category sales data—to guide shifts in program strategy and allocate resources to most cost effectively impact the market.  Some LED product categories, as evidenced by their share of sales relative to incumbents technologies, may require more or less incentive support than they did last year or the year before. It’s also important to measuring changes in baselines



SALES TRENDS 
ENERGY STAR 2.0 

SUPPLY CHAIN 
EISA 2020 

We’re going to talk about 

Presenter
Presentation Notes
Before we jump in, I wanted share the four topics we’ll be discussing during the remainder of this brownbag. We’ll start by talking about market trends, using regional sales and shelf stocking data to examine how the residential retail market has changed over the last five years. Next, we’ll talk about the new ENERGY STAR Lamps 2.0 specification, which will have an impact on which CFLs and LEDs qualify for the label and are therefore eligible for utility programs. Third, we’ll share what we learned through interviews with manufacturers and retailers at the most recent ENERGY STAR Partner Meeting about changes in the retail supply chain.Finally, we’ll look to the future and discuss the status – and potential implications – of EISA 2020.



INSTALLED 
STOCK 

PRODUCT 
FLOW 

Reflects Past Decisions Tells Today’s Story 

Presenter
Presentation Notes
Before we discuss sales trends, I’d like to first talk about our data sources, as well as the difference between stock and flow data.First, stock data. Stock data is information about what is currently installed in customer’s homes. It tells us what lighting decisions they’ve made over the last few years, as well as the efficiency opportunities that exist, but less about what is happening in the market RIGHT NOW.That where the flow – or sales – data tells us what lighting customers are buying right now, which is directly relevant to utility programs since they are trying to encourage more efficient purchases.We used two flow or sales dataset for the market trends I’ll share with you shortly, both provided by NEEA. (Thank you NEEA.)



NIELSEN 
SALES 
DATA 

Presenter
Presentation Notes
The first is Nielsen sales data. The Nielsen data offers detailed, full category – that is information about all lighting technologies, incandscents, halogens, CFLs, and LEDs - sales records for a subset of PNW retailers. Full category sales data are the gold standard for market research and program planning.Unfortunately, not all retailers agreed to share their sales data with Nielsen. This includes some high-volume Do-It-Yourself stores responsible for large percentages of program participation.(If asked: We estimate the retailers in the Nielsen dataset represent just under 35% of the total regional, retail market)



NEEA’s RETAIL  
SHELF SURVEYS 

Presenter
Presentation Notes
To understand what is happening at these other retailers, we are relying on NEEA’s annual retailer shelf surveys. Each year, usually in late fall, NEEA visits a sample of regional retailers and takes an inventory of all the lighting on the shelves. They collect a massive amount of information – the number of units, the technology, the wattage, the cost, whether it’s ES qualified – everything. And while shelf data is not the same thing as actual sales data, these retailers have a very detailed understand their customer’s preferences and stock their shelves accordingly. As a result, we believe the shelf data, while imperfect, offers a lot of insight into what is happening at the register.NEEA began collecting shelf stocking data in 2005, but today we’re going to focus on more recent trends. Specifically, since 2011, the year before the Energy Independence and Security Act, more commonly known as EISA, became effective.(If asked: NEEA usually visits around 75 retailers, stratified by state and retailer channel) 



DATA TELL US? 
What do the  

Presenter
Presentation Notes
Okay, enough with the meta-data discussion, let’s talk about what these data tell us about how the residential lighting market has changed over the last five years.



INC HAL CFL LED 2011 

68% 

1% 

31% 

1% 

Presenter
Presentation Notes
Let’s start with 2011. Before we discuss 2011 though, let’s talk about this slides since the following five slides will have a similar format. There are 100 lamps on the slides each representing 1% market share. On the right, in red, are the inefficient lamps…One the left, in green?, are the efficient lamps…In 2011, it was really a two horse race – the classic match-up of efficiency good and evil – between CFLs and incandescent lamps. In 2011, incandescent lamps were winning handily representing nearly 2/3 of total retail sales. CFLs were half that rate at 31%. Interestingly, two important technologies today - halogens and LEDs - were complete non-factors in 2011, each at or below 1% market share.----------------Incandescent: 68%Halogen: 1%CFL: 31%LED: 1%Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.



2012 INC HAL CFL LED 

49% 7% 43% 

2% 

Presenter
Presentation Notes
Okay, let’s look at 2012.Recall that 2012 is the first year of EISA’s three-year phase-in, the year in which 100W incandescent lamps became regulated. (Illegal to manufacture, not to sell remaining stock.)In 2012 we see effects of EISA start to reshape the market with incandescent sales dropping from 2/3 to just under half of total sales. CFL, the most established of the EISA-compliant alternatives, gained much of that lost incandescent market share, rising to five-year high of 43%. Meanwhile, halogen sales grew 7x over the previous year and LED sales doubled, although still only 2% of the market.----------------------------Incandescent: 49%Halogen: 7%CFL: 43%LED: 2%Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.



2013 INC HAL CFL LED 

38% 18% 36% 

7% 

Presenter
Presentation Notes
In 2013, the second phase of EISA kicked in, which regulated the manufacturing of 75W incandescent lamps. Incandescent market share again took a hit – now down to 38%, but it’s halogen lamps – a more efficacious but still inefficient product relative to CFLs and LEDs – that assumes greater market share, at 18%. That’s more than 2x the previous year and 18x the 2011 market share. On the efficient side, we also see a leap for LEDs which grew from 2% to 7% market share. The increase in LEDs, as well as halogens, ate in CFLs market share, which dipped meaningfully to 36%.----------------Incandescent: 38%Halogen: 18%CFL: 36%LED: 7%Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.



2014 INC HAL CFL LED 

23% 30% 35% 

12% 

Presenter
Presentation Notes
2014 – the third and final year of EISA’s roll-out, which banned the manufacturing of 40 and 60W incandescents.Again, we see further decline for incandescents, now down to 23% and a significant rise of halogens, now 30% of the total market. Together, these two inefficient lamps represent just over half the market. On the efficient side, CFLs remained steady dropping only a percent from 36% to 35%, whereas LED sales continued to go – now up to 12% market share.--------------------Incandescent: 23%Halogen: 30%CFL: 35%LED: 12%Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.



INC HAL CFL LED 2015 

12% 33% 31% 24% 

Presenter
Presentation Notes
This brings us to 2015, the final year in our analysis. Keep in mind that NEEA visits stores in late fall so these 2015 data were gathered as recently as December – and even a little into January. That’s only four months ago.In 2015 we see that incandescents have dropped all the way to 12%, with halogens now officially carrying the inefficient torch, at 33%.  2015 also saw the efficient lamps become the majority of sales again, with LEDs growing in popularity, to just under a quarter of all sales. Some of the LED growth came at the expense of CFLs, which continued their slow decline, now down to 31%. Also important to note that the Nielsen data for 2015 isn’t final quite yet. These percentages may changes slightly once final.----------------------Incandescent: 12%Halogen: 33%CFL: 31%LED: 24%Source: Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.
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Presenter
Presentation Notes
This slides provides all five years of general service market trends in one place. You can see clearly that LEDs and halogens went from non-factors in 2011 to two of the three dominant technologies in 2015, while incandescent market share plummeted from 68% to 12% over the same timeframe. CFLs have remained an important technology, although LEDs are increasing eating into their market share.In total, we have a very different technology mix in 2015 and market in which the majority of sales are efficient. Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.
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Presenter
Presentation Notes
The previous slides focused on general purpose lamps, which are nearly 60% of total residential lighting. When we turn our attention to specialty lamps – that is decorative, reflector, globe, and three-ways lamps – we see less change over the same timeframe. There are some overall trends that look similar – more LEDs and less incandescents – but the changes are muted relative to the previous slide, primarily due to EISA exemptions for many of these lamp types.Source: Unit sales by technology. Weighted analysis of Nielsen Sales data and NEEA Shelf Data, 2011-2015.



Where are the  

REMAINING 
OPPORTUNITIES? 



Source: Unit sales by application. Weighted analysis of NEEA shelf-stocking and Nielsen sales data; 2015 

General Purpose and Dimmable 
59% 

Decorative 
15% 

Reflectors 
17% 

Globe  
7% 

3-Way  
2% 

Presenter
Presentation Notes
Let’s start with the overall market mix of general purpose and specialty lamps. As you can see here, 59% of total lamp sales are GP, whereas a 41% of one form or another of specialty lamps.Source: Unit sales by application. Weighted analysis of NEEA shelf-stocking and Nielsen sales data; 2015



Source: Unit sales by application. Weighted analysis of NEEA shelf-stocking and Nielsen sales data; 2015  

General Purpose and Dimmable 
26% 

Decorative 
11% 

Reflectors 
10% 

Globe  
5% 

3-Way  
2% 

Presenter
Presentation Notes
Next, we grayed out the portion of each lamp type that are already efficient and recalculated the percentages to show the remaining inefficient market share by application or lamp type. We think this best highlights where the remaining opportunities are. As shown here, more than half of the retail lamps are remain inefficient (54%) with more opportunities, collectively, for specialty lamp applications than general purpose lighting. In other words, 1 out of every 2 retail lamps sales are either incandescent and halogen so opportunity still exists – especially for specialty lamps where incandescent remains the dominant technology. This is an opportunity for programs, especially given LED’s ability to meet specialty lighting needsLet’s take a look at two examples, Source: Unit Sales by application. Weighted analysis of NEEA Shelf Stocking Data and Nielsen sales data, 2015.



BIG-BOX IS  
BIG LIGHTING. 

Presenter
Presentation Notes
I’d like to switch gears and talk a little bit about the biggest players in the residential lighting market – big box retailers. The shelf and sales data also offers some interesting insights into these critical market actors.



FOUR RETAILERS 
DOMINATE RESIDENTIAL 

LIGHTING 

Cree Philips TCP GE LSG Felt Osram 

Home 
Depot Walmart Costco Lowe’s 

Presenter
Presentation Notes
There are three different flavors of big box retailers - wholesale club stores, do-it-yourself home improvements centers, and mass merchandisers.Our team, using the Nielsen sales data, through interviews with retailers and manufacturers, and digging through publically available quarterly reports, estimate that four retailers in these three channels represent 80% of total lamp sales to residential customers.--------------------------------Wholesale Club 15.0%Do-It-Yourself (DIY) 52.0%Mass Merchandise 16.5%Drug, Grocery and Small Hardware 16.5%Source: Cadeo analysis, including interviews with retailers/manufacturers, researching publically available quarterly reports



SHARE OF EFFICIENT  
LAMPS STOCKED BY  

STORE LOCATION 
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Presenter
Presentation Notes
We looked across retailers, we found, interestingly, that stores were more similar than different. That is the share of efficient lamps stocked at store locations was relatively consistent across the PNW, whether in both urban and rural locations. This indicated, to us, that most lighting stocking decisions are made at the corporate level and dictated down to regional and local stores.This has meaningful implications when thinking about the most effective methods of program intervention. It appears that grass root local efforts can help, but that strong relationships at the corporate level are critical to making widespread change. We found this to be true for DIY Retailer 1…Source: Unweighted Analysis of NEEA Summer Shelf Survey, 2015.
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Presenter
Presentation Notes
And DIY Retailer 2Source: Unweighted Analysis of  NEEA Summer Shelf Survey, 2015.
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SHARE OF EFFICIENT  
LAMPS STOCKED BY  

STORE LOCATION 

Presenter
Presentation Notes
And, although to a lesser extent, Mass Merchandise Retailer 1.Source: Unweighted Analysis of NEEA Summer Shelf Survey, 2015.



ENERGY STAR 2.0? 
What’s going on with 

Presenter
Presentation Notes
You may be aware, but ENERGY STAR recently updated their specification for residential lamps. While now final, the process of updating the specification was rather contentious and we heard a lot about it – and what might mean for utility programs - at the ES Partner meeting in October. 



with current consumer  
preferences and awareness 

Some manufacturers thought the  
original ES2.0 specification was 

TOO STRINGENT  
AND OUT OF STEP 

Presenter
Presentation Notes
EPA’s original proposal for ES 2.0 was more stringent and many manufacturers and retailers felt it was “over-engineered”. Several manufacturers, expressed particular concern about the proposed omni-directionality requirement and cited omni-directionality as the most costly barrier—from a manufacturing perspective—to move an LED from non-ENERGY STAR to ENERGY STAR 2.0 compliance. The manufacturers we met with also said they felt the 2.0 spec was not taking into account the changing market and challenged how much consumers cared about omni-directionality and a 25,000 hour operating life, especially when these features meant higher retail prices.



Other manufacturers 

DISAGREED. 

They built their business model  
on high-quality ENERGY STAR lamps. 

Presenter
Presentation Notes
However, there isn’t a consensus among manufacturers on this issue.Some manufacturers see the ENERGY STAR label as a competitive advantage and were confident they could meet the proposed ENERGY STAR 2.0 specification at a competitive price.



VERDICT:  
COMPROMISE 

Less stringent 
dimmability testing 

25,000 hours 
15,000 hours 

MORE LEDs WILL QUALIFY  

Presenter
Presentation Notes
So what happened? ENERGY STAR reduced the requirements of it’s original proposal for ES 2.0 but still raised efficacy requirements for all lamp types relative to the ENERGY STAR 1.0. The final spec also lowered lifetime requirements for general purpose lamps, down from 25,000 to 15,000 hours, but left them the same for decorative and reflector lamps (15,000 hours and 25,000 hours, respectively). In the end, this means more LEDs will qualify than under ES original proposal for 2.0.



SUPPLY 
IS CHANGING. 

CHAIN 

THE 

Presenter
Presentation Notes
We also heard at ES that the supply chain is changing. 



THE PLAYERS 

Major Manufacturers GE, Osram Sylvania, CREE, Philips 

Contract  
Manufacturers MLS, San’an Opto 

Small & Mid-sized 
Manufacturers MaxLite, TCP, Lighting Science Group 

Traditional Retailers Home Depot, Lowe’s, Walmart, Costco 
ACE Hardware, Fred Meyer 

Online Retailers 1000bulbs.com, LampsPlus.com, 
LightingDirect.com 

Presenter
Presentation Notes
Before talking about the supply chain, let’s review the key playersMajor Manufacturers = Vertically Integrated (have their own manufacturing facilities).Contract Manufacturers = Manufacturers, typically Chinese based, that produce LEDs, or components of LEDs sold by others.Small & Mid-Sized Manufacturers = Also known as “re-labelers”, sell LEDs manufactured/assembled by contract manufacturers, serve as liaison with retailers.Traditional Retailers = Brick and mortar stores, may have an online option too.Online Retailers = No brick and mortar stores, sell online only.



THEN. 

Presenter
Presentation Notes
Smaller players in the lighting market—such as TCP, Lighting Science Group, and MaxLight—who do not have “vertically integrated manufacturing”, have relied on contract manufacturers in China to produce the components for their LED products. These small players, sometimes referred to as “re-labelers”, acted as the middlemen between the overseas manufacturers and consumers, leveraging well-known brand names and distribution channels to bring their products to the U.S. market. These players claim they also offered an important quality control buffer for the newer LED technologies that were still being developed, to ensure consumers were getting only high quality LED products. 



NOW. 

Presenter
Presentation Notes
Discussions at the ENERGY STAR meeting revealed that this market is shifting. The Chinese contract manufacturers are starting to cut out the middleman, and take their products directly to the U.S. market. This move reduces the cost to the consumer—as it removes the price markup from TCP, LSG, and others—but also potentially introduces lower quality products into the market. 



LESS OF THESE 

22.8 years 

10 years 

Presenter
Presentation Notes
Here are two Philips LEDs – one ES, with a 23 year expected life, and another, non-ES lamp with only 10 year life expectancy ($4)



MORE 
OF 
THESE 

4.6 years 

Presenter
Presentation Notes
Some newer non-ES lamps have even shorter life expectancy – such as this Lowe’s Utilitech lamp – at only 4.6 year that currently retails for less than $4 for a 2-pack. Lowe’s also has a 6 pack for $9 or $1.50/lamp.According to retailers at ES, these lamps are “flying off the shelves” and meeting the mix of quality, lifetime, features, and prices that their customers are looking for.



Type of LED 

ENERGY STAR YES YES YES 

NON-ENERGY  
STAR YES NO NO 

WHAT’S THE 
IMPACT? 

Efficient Dimmable Longer Lifetime 

Presenter
Presentation Notes
Important: ES and non-ES are EQUALLY efficient or efficacious. However, ES tend to be omnidirectional, dimmable, and have longer lifetimes than their unqualifed counterparts.



RETAILERS 
ARE PHASING  
OUT CFLs 
With cheaper, more popular LEDs,  
why sell CFLs? 

Presenter
Presentation Notes
We also heard at ES that retailers were planning to phase out CFLs. Since then some manufacturers, most notably GE, have publically announced their plans to stop manufacturing CFLs. Other manufacturers are likely to follow suit shortly. With new regulations on the horizon, remaining manufacturers are unlikely to invest in bringing CFLs up to a new standard. http://www.nytimes.com/2016/02/02/business/energy-environment/ge-to-phase-out-cfl-light-bulbs.html?mwrsm=Email&_r=0



OK,  
WHAT’S NEXT? 



In February, DOE issued a  
notice of proposed rulemaking  

for general service lamps  

EISA 2020 

Presenter
Presentation Notes
Remember that the 2007 EISA legislation that took effect from 2012-2014 and regulated the manufacture of existing 100w, 75w, 60w and 40w lamps?  Well, it’s back. That same legislation also included a requirement that the DOE to revisit efficiency standards for all General Service lamps and finalize new efficiency requirements by January 1, 2017 that will become effective no sooner than January 1, 2020. 



Proposes a minimum efficacy  
of 70 lumens/watt, which  

ONLY SOME LEDs  
can currently meet. 

Presenter
Presentation Notes
Similar to the ES 2.0 specification process, the DOE’s rule making process is likely to be contentious and may also end in compromise.However, the original proposal put forth by DOE sets a minimum performance standard of 70 lumens/Watt, along with a longer minimum lifetime requirement. This is a standard to that only LEDs can currently meet. -------------�Exceptions: some non-standard applications such as rough service and 3-way lamps are exempt
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Presenter
Presentation Notes
In fact, right now, only the most highly efficacious LEDs comply with the proposed standard.(Dots are lamps currently qualified for ES)



HOWEVER….  
Manufacturers still do not consider  

EISA 2020 to be set in stone 

U.S. job loss – four halogen plants 

Presenter
Presentation Notes
The primary reason for this skepticism was that the loss of U.S. jobs—due to the closing of four halogen plants—would not be viewed favorably in the political arena. 



Even if it does not pass as proposed,  
EISA requirements will increase 

45 LUMEN/WATT  
BACKSTOP 

Presenter
Presentation Notes
It’s complicated though.The original EISA legislation included a “backstop” provision. The backstop provision states – and I’m paraphrasing here - that if the DOE fails to complete a rulemaking or if the final rule does not produce savings greater than a minimum efficacy standard of 45 lumens per watt, then the DOE will  prohibit the sale of any general service lamp less than a 45 lumens per watt starting in 2020. That outcome would mean that CFLs live on, but halogens do not..Basically, the backstop provision in the 2007 legislation proactively set an efficiency floor – at 45 lm/W - for the current rule making process. As mentioned earlier, DOE’s proposed rule greatly exceeds that at 70 lm/W.



WHAT HAPPENS 
NEXT? 

3 
DOE seeks  

public comment 
DOE issues  
Final Rule 

Covered lamps to  
comply 3 years after 

 Final Rule issued  

Presenter
Presentation Notes
Important to note that, similar to the 2012-2014 rollout, EISA 2020 can be phased in.



RECAP 
Sales data help programs watch  

a changing market. 



RECAP 
Halogens have assumed much of the  

incandescent market share;  
LEDs have done the same for CFL. 



RECAP 
Specialty lamps present  
different opportunities 



RECAP 
Supply chain shifts have  
impacted market offerings  
and program dynamics 



RECAP 
EISA 2020 may 
transform the market, 
but uncertainty exists 



CONTACT INFO 

Carrie Cobb 
clcobb@bpa.gov 

503.230.4985 



APPENDIX 



THANK YOU 

Presenter
Presentation Notes
The market is moving quickly.  Programs need sales data—full category sales data—to guide shifts in program strategy and allocate resources to most cost effectively impact the market.  Some LED product categories, as evidenced by their share of sales relative to incumbents technologies, may require more or less incentive support than they did last year or the year before. It’s also important to measuring changes in baselines
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Average Efficacy: 
32 lumens per watt 

Presenter
Presentation Notes
For example…Source: Unit sales by technology and application. Analysis of NEEA shelf-stocking and Nielsen sales data; 2015
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Presentation Notes
Source: Unit sales by technology and application. Analysis of NEEA shelf-stocking and Nielsen sales data; 2015



What is the state of 

RESIDENTIAL 
LIGHTING? 



900 MILLION LAMPS 
Estimated 2014 National Shipments 

 
4.2 PERCENT 

PNW as % of National Population 
 

92 PERCENT 
Retail Lamps Purchased by Residential Customers 

 
34.4 MILLION LAMPS 

Top down estimate of 2014 PNW residential lamp market  

is the regional market? 
HOW BIG 

Source: Cadeo analysis of NEMA shipments.  Population statistics taken from US Census Bureau 

Presenter
Presentation Notes
2014 National Shipments: 825,025,437 units (Assume 90% of market)Total 2014 shipments: 916,694,930  (900 million units)Scale to NW population (4.2% of US population)Assume 8% go to non-residential sector2014 Northwest shipments: 34,408,139 units



Source: Cadeo analysis of NEMA shipments, Nielsen sales data.   

15.7 MILLION LAMPS 
2014 Nielsen Sales Data for PNW 

 
23.5 PERCENT 

% of Total PNW Sales Captured by Nielsen 
 

92 PERCENT 
Retail Lamps Purchased by Residential Customers 

 
61.3 MILLION LAMPS 

Bottom-up Estimate of 2014 PNW residential lamp market  

is the regional market? 
HOW BIG 

Presenter
Presentation Notes
Nielsen sales data: 15,652,464  unitsAssume Nielsen data represents 23.5% of total marketAssume 8% go to non-residential sector2014 Northwest shipments:  61,277,731



SHELVES? 
But what’s on the 



EFFICIENCY MIX  
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% General Purpose ENERGY STAR LEDs 

DIY Retailer 2 

Mass 
Merchandise 

Retailer 1 DIY Retailer 1 

Presenter
Presentation Notes
In a previous slide, I showed you that the retailers generally carry the same proportion of inefficient and efficient lamps across retail locations. The efficient portion of the retailer sales are made up of both ENERGY STAR and non-ES CFLs and LED. Despite concerns about non-ES, lower life-LEDs, taking over shelves, our analysis found increasing all three big box retailers increased their ENERGY STAR general purpose lamps in 2015.  In some ways this makes sense – the longer a specific ENERGY STAR specification is in place, the more likely manufacturers can meet it. However, it’s contrary to what we heard at the ES Partner meeting. (Cadeo analysis of unweighted 2012-2015 NEEA shelf data for Mass Merchandise Retailer 1, The DIY Retailer 1, and DIY Retailer 2. These charts show the % of ENERGY STAR general purpose LEDs stocked by year, broken out by retailer. ) 
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