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There is so much opportunity, and so much work to do in HVAC. I want you to understand the intensity of the issue: HVAC accounts for roughly a quarter of the residential sector potential in the 7th Power Plan, yet we are seeing that high-efficiency HVAC sales need a boost. We collected sales data for all types of HVAC equipment from regional distributors and found that sales are concentrated towards the lower end of the efficiency spectrum.
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Right now, efficiency programs in the Northwest are only touching 10% of the market every year. This means we aren’t getting savings, including savings from commissioning, controls and sizing, for 90% of the market. 
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And 80% of the market is at the lower end of the efficiency spectrum (below our 9.0 HSPF program requirements). This is a problem.So, what do we know about ASHPs? 
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First, we know that over half of the electrically-heated homes in the Northwest are ducted and we want them installing high-efficiency heat pumps. 
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Second, we know that heat pumps last for 15-20 years. Thus, the window of opportunity to influence efficient decision-making is small and that if we miss it, we won’t get another chance for 15 years. That’s a long time.
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Lastly, we know that while federal standards can take care of boosting the efficiency of the box, proper installation practices are the big saver and that’s something that federal standards can’t address.
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So all this means that it’s time to go BIG on HVAC!So what does “going big” mean?
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It means we bring in other market actors to our programs. We are focused on the most fragmented part of the supply chain. It’s hard to influence so many players without support from up the supply chain. We need help from distributors and manufacturers up the supply chain. It’s time for us to think big with our trade allies. 
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Lastly, it means we figure out how to influence what goes into new homes. A large portion--between 1/3 and nearly 1/2—of ASHP sold into the market go into new homes. We want to eliminate the low-end builder models from the market and encourage those builders to install higher-efficiency systems.
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So what’s next? Residential and commercial programs collaborating to engage with distributors Residential team is looking at how to better engage with and buildersDo more research to monitor the market and look for changes, especially with new federal standards
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Check out the newly released market intelligence booklet on our website and come to my brownbag on May 26th 12pm


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Picture: something indicating proper installation. Contractor
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12

