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RESIDENTIAL LIGHTING

SHAKE-UP:

ENERGY STAR 2.0
AND NEW MARKET ACTORS


Presenter
Presentation Notes
Overall: 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.

Today: Share interim findings from interviews with manufacturers and retailers at October’s ES Partner Meeting, as well as analysis of NEEA shelf stocking data from 2012-2015. 

Have about 15 minutes worth of slides, so we’ll have plenty of time for discussion afterwards. That said, please feel free to jump in if you have a question while I’m presenting.



There Is some

SCUTTLEBUTT

around the role of
ENERGY STAR LEDs in the marketplace


Presenter
Presentation Notes
The talk of this year’s ES Partner meeting was the ES 2.0 spec under development and what it will mean for the mix of  ES and non-ENERGY STAR lamps on the shelves and for utility programs.

Before we talk about non-ES LEDs, let’s revisit ES LEDs… 
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Presentation Notes
As a quick reminder, ENERGY STAR LEDs are generally more expensive – but for a reason – they are omnidirectional, dimmable, and have longer lifetimes than their unqualifed counterparts.



Omni-Directionality
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Some manufacturers think
ENERGY STAR 2.0 specification is

TOO STRINGENT


Presenter
Presentation Notes
Market actors are concerned the new, more stringent ENERGY STAR 2.0 specifications are “over-engineered”.

Several manufacturers, expressed particular concern about ENERGY STAR 2.0’s omni-directionality requirement. They 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 OUT OF STEP

with current consumer preferences and awareness.


Presenter
Presentation Notes
Several manufacturers questioned the importance of true omni-directionality to the average consumer and noted near omni-directionality was significantly less expensive to produce, led to a cheaper shelf price, and, from their perspective, was totally acceptable to the majority of residential lighting end-users.




Other mahufactUrers

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 are able to meet the ENERGY STAR 2.0 specification at a competitive price.



WHILE THE POLICY DEBATE
CONTINUES,

RETAILERS
ARE ACTING.



Presenter
Presentation Notes
While ES, manufacturers and other market actors work through the nuances of ES 2.0; retailer are acting and putting the products on the shelf they believe their customer’s demand.

Retailers at ES Partner Meeting indicated that their shelves, through recent lighting products re-bids was changing – both in terms of the products on the shelf and the mix available.  



LESS OF THESE

10 years
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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.


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.



SUPPLY
CHAIN



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


Major Manufacturers

GE, Osram Sylvania, CREE, Philips

Contract
Manufacturers

MLS, San’an Opto

Small & Mid-sized
Manufacturers

= = i
En)

MaxLite, TCP, Lighting Science Group

Traditional Retailers

Home Depot, Lowe’s, Walmart,
ACE Hardware, Fred Meyer

Online Retalilers

Lo

1000bulbs.com, LampsPlus.com,
LightingDirect.com

THE PLAYERS


Presenter
Presentation Notes
The re-bids and change in the shelf mixes impacts the players

Major 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. 





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. 



IMPLICATIONS
AND QUESTIONS

fy S

Where will prices What products How will programs
go from here? What are coming? Which work with online
does that mean for are going? and contract

Incentives? manufacturers?


Presenter
Presentation Notes
Traditional manufacturers are really the ones that interact with utilities and implementers; help manage upstream "programs“. They have systems and program staff know how to work with them.

1. Where will pricing go? Pricing could diverge into better and best, and pricing impacts what incentives programs should pay. It might get confusing.
2. What new products are coming and what products are phasing out?  Philips phased out the from ping-pong ES to a lower life lamp with a similar price point. What do these trends mean?


But what do the

DATA SAY?

~N
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Presentation Notes
But what does the data say? What is percent of CFLs and LEDs are ENERGY STAR qualified? Has this changed over the last four years?




NEEA’s RETAIL

SHELF SURVEYS
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Presentation Notes
To answer this question and corroborate the anecdotes shared at ES, we analyzed 2012-2015 NEEA shelf data. For clarity, we focused in on three of the retail market’s biggest players, which we will call Mass Merchandise retailer 1, DIY Retailer 1 and DIY Retailer 2. 


MORE
GENERAL PURPOSE

ENERGY STAR LEDs IN 2015
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Contrary, to the narrative at the ES Partner meeting, our analysis found the share of ENERGY STAR general purpose LEDs stocked by retails actually increased in 2015 

(Cadeo analysis of unweighted 2012-2015 NEEA shelf data for DIY Retailer 1, DIY Retailer 2, and Mass Merchandise Retailer 1.)



AND MORE SPECIALTY

ENERGY STAR LEDs IN 2015
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We found the same trend for specialty lamps.

(Cadeo analysis of unweighted 2012-2015 NEEA shelf data for DIY Retailer 1, DIY Retailer 2, and Mass Merchandise Retailer 1.)



TRUE AT ALL
THREE RETAILERS
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The 2015 increase in ENERGY STAR general purpose lamps stocked can be seen at all three retailers.  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 shelf data for DIY Retailer 1, DIY Retailer 2 and Mass Merchandise Retailer 1. These charts show the % of ENERGY STAR general purpose LEDs stocked by year, broken out by retailer. ) 



THINGS TO

CONSIDER
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There are some potential explanations for the disparity between the shelf data and the ES Partner Meeting scuttlebutt.


Summer ENERGY STAR Products on

Shelf Study Partner Meeting Shelves
® ® ®

August October 2016 and

2015 2015 Beyond

DISPARATE
TIMING
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Presentation Notes
This comparison isn’t entirely apples to apples:

NEEA’s 2012-2014 Shelf Stocking Surveys were completed in the winter. 
NEEA’s 2015 Summer Shelf Study was completed in August 2015.
Our findings from the ENERGY STAR Partners Meeting are from October 2015 and trends market were talking about may not hit stores until the new year. We may still see the real wave of non-ENERGY STAR LEDs. 
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The number of stores included from the three chosen retailers in the 2015 sample was significantly higher than in previous years. 

(Cadeo analysis of unweighted 2012-2015 shelf data for Mass Merchandise retailer 1, DIY retailer 1, and DIY retailer 2. This chart shows number of Mass Merchandise retailer 1, DIY retailer 1, and DIY retailer 2 stores included in the sample, 2012-2015.)



RETAILER
VARIABILITY

LEDs at 10 sampled DIY Retailer 2’s stores (2015)
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Presenter
Presentation Notes
Our analysis also found high variability in ES shares across stores in the sample. This graph, for DIY Retailer 2, shows that the share of ENERGY STAR lamps stocked ranged widely from from 27%-75%.

(Cadeo analysis of unweighted 2015 shelf data for DIY Retailer 2)



UPCOMING

- 2015 sales data (select retailers)
- Another round of NEEA shelf survey (all retailers)
- Interviews with online lighting retailers



>

Carrie Cobb
clcobb@bpa.gov
503.230.4985

CONTACT INFO
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