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1. Summary 
 

The overall goal of the proposed project is to contribute to the reduction in the use of fossil fuels for heating 
purposes. This will contribute to a better security of energy supply and less dependency of the volatile world 
energy markets and will also result in the reduction of CO2-emissions. Since a Lion’s share of European 
energy is consumed for heating of buildings, key objective of the project is to promote energy efficient heat 
pumps for heating. The project focuses on systems for the residential sector and SMEs, i.e. small to medium 
size heat pumps and in particular on refurbishment where the needs for promotion is higher then for new 
buildings. Promotion of heat pumps will be done by the means of improved and steady information on heat 
pumps of the target groups end users and installers as well as policy makers. To increase the market share of 
heat pumps information on marketing/promotion of heat pumps will be analysed and disseminated. An im-
portant project topic will be the investigation and evaluation of possible combinations of heat pumps and 
Renewables. 
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2. ProHeatPump Intention 
 

2.1 Goals 
 

The overall goal of the proposed project is to contribute to the reduction in the use of fossil fuels for heating 
purposes. This will contribute to a better security of energy supply and less dependency of the volatile world 
energy markets and will also result in the reduction of CO2-emissions.  

 

Expected Results and Potential Impacts  

�  Suitable and practical information material for each target group (installers, end users and policy mak-
ers) on the possibilities and the advantages of heating by the means of heat pumps.  

�  Improved marketing strategies to promote heat pumps in European countries with low market penetra-
tion but high potential for heat pumps. Based on experiences from countries with high market share 

�  Presentation of favourable conditions for the combination of heat pumps and Renewables 

�  Increase the number of heat pump installations during the project time.  

 
Potential impacts of the action – in case of a broader scale of implementation as well as in the longer run 
after the end of your project/contract 

�  Promote multi renewable energy technologies (combinations with heat pumps) 

�  Show further necessary developments in the heat pump sector 

�  Increase the share of RES heat technologies in the HVAC (heating, ventilation and air-conditioning) 
industry. 

�  Contribute to development of multi renewable energy technologies  

�  Give hints on other benefits caused by an increased number of heat pumps and how to handle impacts of 
dramatic increase in heat pump applications.  

�  Contribute to appropriate policy measures and market incentives in countries with low uptake of heat 
pumps 

 
 

2.2 Approach 
 

Since about 40% of the energy consumption in Europe is used for buildings and the Lion’s share of this 
energy is consumed for heating, key objective of the project is to promote energy efficient heat pumps for 
heating. The project focuses on systems for the residential sector and SMEs, i.e. small to medium size heat 
pumps and in particular on refurbishment where the needs for promotion is higher then for new buildings.  
To increase the market share of heat pumps adequate information on marketing/promotion of heat pumps 
will be analysed and disseminated. Promotion of heat pumps will be done by the means of improved and 
steady information on heat pumps of the target groups SMEs, end users and installers (WP3 & WP6).  
To foster innovative technologies with low market share it is not sufficient to inform the professionals work-
ing in this field. It is also necessary that policy makers will create a positive “climate” for this technology. 
Therefore policy context is an additional working point for the project. A market analyses of heat supply, 
current heat pump installations and market volume for heat pumps will be a starting point for the assessment 
of reasons for different market shares of heat pumps in different countries (high shares in Swe-
den/Switzerland, low shares in UK/Germany etc.) (WP2) 
Policy measures related to promotion of heat pumps and their impact will be assessed in the partner coun-
tries, going more into depth for the three countries Sweden, UK and Norway (WP4). 
To achieve a further reduction in fossil fuels consumption, technological and economical aspects combina-
tions of heat pumps and Renewables will be investigated to find best (“win-win”) applications (WP5). 
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The described work packages will be framed by dissemination and communication of the developed infor-
mation material and the reported findings (WP6&7). 
Expected results are an increased number of heat pump installations due to better informed end users and 
installers who will decide to implement heat pumps. 
 

Target Groups and Key Actors  

a) Mainly addressed target groups: 

�   End users (SMEs, house owners / building associations)  
Final decision on the heating system is made by end users. Informing this target group is a first 
and indispensable step which enables them to decide on heat pumps. 

�   Installers 
Installers are very close to the customer when it comes to decisions on heating systems. If an in-
staller is not well informed about heat pumps he might recommend not to implement one, even if 
the end user would like to have one. In general, amateurs rely on professionals when decision on 
technology has to be done. Therefore the project consortium addresses installers as a second tar-
get group. 

�  Policy makers 
Experience (e.g. in Sweden) shows that the wider policy context has a great impact on the uptake 
of a technology. Policy makers have to be informed to in a brief and concise  

 
b) Further target groups (only addressed in a wider sense) : 

�  Thermal equipment industry 

�  Building authorities  

�   Building companies  

 
c) Key actors in the heat pump market involved in the consortium 

�  Heat pump/Thermal equipment associations/networks 
Association and networks have wide contacts and good dissemination channels. Involving these 
partners will assure reliable dissemination.  

�   Energy agencies 
Energy agencies are facilitators between end users, technological professionals, municipalities 
and policies in the field of energy efficiency. This position helps to understand the different 
viewpoints and to develop suitable information material/strategies to address end users and in-
stallers. 

�   Engineering / Sales 
Engineering companies working in the field of energy efficiency and rational use of energy are in 
a similar position like energy agencies but usually more technically oriented. However they can 
also facilitate especially between end users and technological professionals. They can provide 
helpful input to information material/strategies to address end users and installers. 

�   Energy supplier 
Energy suppliers enjoy great confidence of end users as well as installers. It is believed that they 
possess the necessary technological know-how to advice on heating systems. Their market posi-
tion gives them immense influence on decisions of end users but also on take on of a new tech-
nology of professionals like installers.  

 
d) Further key actors in the heat pump market  
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�   Heat pump manufacturer 

�  Architects   

�  Installers (see target group) 

�   Wholesalers 

�   Municipalities (Building authorities) 

�   Policy makers 

�   Financial institutions  
 
 

2.3 Work Sharing 
 

The project partnership was built up as follows: 
 
Partic. Rolea Partic. N° Participant name Participant short name Country 
CO 1 swn Netze Bremerhaven 

GmbH Co.KG 
swb Germany 

CB 2 RWE Energy AG RWE Energy Germany 
CB 3 Groupement pour la Recher-

che sur les Echangeurs Ther-
miques 

GRETH France 

CB 4 The University of Edinburgh UEDIN UK 
CB 5 Swedish National Testing an 

Research Institute 
SP Sweden 

CB 6 Energikontor Sydost ESS Sweden 
CB 7 Dobrich Local Agency for 

Energy Management 
DLAEM  Bulgaria 

 

The work programme for the ProHeatPump project is divided in ten work packages (WP) each resulting in 
key deliverables: 

 WP 1 "Management". Project management will steer the entire project and will especially facilitate 
communication within the consortium and IEEA. Project meetings will be organised, chaired 
and documented, communication via email and website will be encouraged and track will be 
kept of deliverables. Adherence of deadlines and the quality of the project results will be as-
sure.  
Responsible: Partner 1, swb  

 WP 2 “Market analysis on heat pumps for heating and cooling of buildings”. The market potential 
for heat pumps will specifically be analysed for buildings constructed from year 1980 on. Fo-
cus is laid on ground source heat pumps for the residential sector and for SMEs in the coun-
tries Bulgaria, France, Germany and UK. For Bulgaria and France air to water heat pumps will 
also be considered. 
Responsible: Partner 1, swb  

 WP 3 “Marketing of RES-Heat”. Experiences with promotion and marketing tools of heat pumps 
will be analysed and evaluated. The positive impact of heat pump promotion in Sweden will 
be compared to marketing strategies that have been established in Germany and the UK. 
Responsible: Partner 2, RWE Energy 

 WP 4 “Policy context and measures”. Policy measures related to the promotion of heat pumps and 
its impact on the heat pump market will be assessed in the partner countries. Additionally, a 
more detailed assessment will be done for the three countries Sweden, UK and Norway.  
Responsible: Partner 4, UEDIN 
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 WP 5 “Heat pumps and Renewables”. The possibilities to combine heat pumps and Renewables 
will be analysed. The technical, economic and environmental aspects of combinations will be 
examined. Information material on win-win combinations for heat pumps and Renewables will 
be developed. 
Responsible: Partner 3, GRETH 

 WP 6  “Dissemination and Communication”.  Existing and newly developed information material 
on heat pumps will be disseminated and communicated to the target groups via work-
shops/seminars, trade fairs, regional professional associations. The public will be informed on 
project objectives and results via e.g. press reports and the project website. Responsible: Part-
ner 5, SP  

 WP 7  “Common Dissemination Activities” All members of the project consortium will contribute 
to the online information systems and web-sites of IEEA, will participate in IEEA events and 
will deliver common presentation material and media tools. 
Responsible: Partner 1, swb  
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3. Work Package 2:  
Market analysis of heat pumps for heating and cooling of buildings 

 
3.1 Task description 

 

This work package establishes a basis for the following work packages. Objective is to generate specific and 
useful data on the market potential for heat pumps. Focus is laid on ground source heat pumps for the resi-
dential sector and for SMEs (e.g. supermarkets) in the countries Bulgaria, France, Germany and UK. For 
Bulgaria and France air to water heat pumps will also be considered. In particular, buildings that have been 
constructed from year 1980 on will be analysed. 
Further determination of details on specific regions, specific building types and particular SME sectors will 
be agreed on by the consortium within the first 3 months of project duration. 

Approach:  
The data will be pursued through desk-based research, in particular reviewing “grey literature” and web-
sources, supplemented where necessary by short questionnaire / semi-structured interviews with representa-
tives of relevant national/regional associations e.g. heat pump association / building society / chamber of 
commerce and industry, etc. 

Planned Tasks: 

 WP 2.1 Determination of specific regions and specific SME sectors that will be analysed in particular 
The consortium will agree on specific regions in Bulgaria, France, Germany and the UK for which 
regional market potential will be assessed and summarised.  
E.g. SWB will focus on buildings in rural areas constructed after 1984 in northern Germany. ESS 
will focus on the regions Kalmar, Kronoberg.and the county of Blekinge. 

 WP 2.2 Market analyses in the determined regions and specified SME sectors 

a) Heat supply  
Current heat supply for the above determined buildings and sectors will be examined. E.g. exten-
sion of pipeline based energy supply, current prices for electricity and prices for other energy types 
like bio fuels, gas and oil. Also CO2 emission factors for electricity are relevant to estimate the po-
tential in CO2 reduction.  

b) Current heat pump installations 
Content will be data on heat pumps in the above mentioned buildings and sectors like number of 
heat pumps installed, types and sizes of heat pumps installed, average price for kWh heat (respec-
tively cooling) generated by heat pumps. 

c) Market volume 
The market volume of the heating and cooling market relevant for small brine/water and air/water 
heat pumps (up to 45 kW) will be examined. Heat and cooling demand and current heating sys-
tems will be relevant. Considered buildings are residential homes and small industrial buildings up 
to 3000 sqm constructed from 1980 on. It will be assessed for how many buildings heat pump ap-
plications would be reasonable (according to heat demand), how many kW could be installed and 
how many Euros have to be invested. RWE Energy will provide tools for the estimation of the 
market volume. 

Planned Outcome of this work package: 
·  Condensed overview of the current heat pump situation related to the determined buildings and sectors in 

Bulgaria Germany, France, and UK. 
·  Overview of the marketing and policy measures in Sweden and Norway. (Countries with high market 

penetration). 
·  Data will be summarised in short reports. 
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3.2 Results 
 

Introduction   
Workpackage 2 started in the first month of the project ProHeatPump and was planned as a database in the 
project design. It was aimed to generate specific and useful data on the market potential for heat pumps. In 
the countries Bulgaria, France, Germany and UK focus was laid on ground source heat pumps for the resi-
dential sector and for small and medium enterprises. For Bulgaria and France air to water heat pumps should 
also be considered.  
 
Determination of specific regions and specific SME sectors that will be analysed in particular  
The consortium agreed on the following specific regions in Bulgaria, France, Germany and the UK:  
 
Target area 1, district “Osterholz”, swb  
In Germany two target areas were chosen so the German partners are able to compare their target area with 
other European countries as well as with another German region.  
 
The lead partner swb choose the district “ Osterholz“ as its target region. It is placed in northern Germany 
between the Cities Hamburg and Bremen. Its total size is 650 km² and approximately 110.000 people live 
there. The population density of the district is quite low (173 Inh./km²) regarding German conditions. There 
are many homeowners living in their one-family-buildings.  
 
Biggest city of the district is its capital “Osterholz-Scharmbeck” with a population of 30.800 inhabitants. 
Further cities with more than 10.000 inhabitants are Schwanewede (19.900 inh.), Lilienthal (18.200 inh.) 
and Ritterhude (14.400 inh.).  
 
The industrial development in this region is weak. Many big companies have settled in the near city of Bre-
men which it is more attractive for example because of its harbour. Many inhabitants (more than 50%) work 
in Bremen. Unemployment is about 7,4 %.  Agriculture and tourism are important sectors of the region.  
 

 
Location of district “Osterholz” (brown area) in Lower Saxony in northwestern Germany 
 
Target area 2, “Rhein-Erft-Kreis”, rwe  
The second German partner RWE Energy chose the district “Osnabrück” as their target area before changing 
to “Rhein-Erft-Kreis”.  
 
Reasons:  
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When RWE Energy chose the target area Osnabrück it aimed to show an interest conflict of a supplier. In an 
area which is supplied by gas and electricity by the same supplier it might be difficult to promote both ener-
gies for heating purposes.  
 
Osnabrück had such a situation, where the local supplier offers both energies. But its main marketing focus 
is on gas. Therefore the target area has been not optimal. 
The new target area “Rhein-Erft-Kreis” has the same conditions. The local supplier offers both energies, but 
is much stronger related to heat pumps. To show positive examples in the project the new target area seems 
much more appropriate. For example the local supplier offers different support schemes for heat pumps. For 
the project it seems to be better to have an active partner in an target area, so different actions could be out-
lined and discussed.  
 
The district „Rhein-Erft-Kreis“ is placed in the west of Germany in the province of North Rhine-Westphalia 
between the Cities Cologne, Düsseldorf and Aachen. Its total size is 704,7 km² and comprises approximately 
464.209 inhabitants. The population density of the district is normal with 659 inhabitants per sq. km regard-
ing German conditions.  
 
In the graph below is shown the location of the Rhein-Erft-Kreis in Germany and North Rhine-Westphalia. 

 
Germany     North Rhine-Westphalia  
 

The area of the district stretches from north to south 38 km and from east to west 28 km. The highest point is 
207m high, the lowest 42m. The land utilization is most of agriculture with more than 50%, approx. 10 % 
are forest, 15% is covered by buildings. 
 
The district comprises 9 cities and 1 community, which are listed below. 
Cities: 

Kerpen (64.698 inh.) 
Bergheim (62.722 inh.) 
Hürth (56.379 inh.) 
Pulheim (53.752 inh.) 
Erftstadt (50.972 inh.) 
Frechen (49.645 inh.) 
Brühl (44.563 inh.) 
Wesseling (35.251. inh.) 
Bedburg (24.859 inh.) 

Elsdorf (21.368 inh.) Community  
 

 
 
 
 
 
Status: 31.12.2007 
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Economical Aspects 
The district is stamped by its mineral resources, especially lignite. The district is located in the heart of 
the Rhine lignite area, where lignite is mined in open cast mining fields. RWE operate European big-
gest lignite power plant in Bergheim. 
 
The unemployment rate is about 7,5% which is lower than the German rate with 9,5%. The main eco-
nomic sector of the region is a 3700 MW electric power station fired with lignite and the open cast 
mining. Many smaller enterprises have settled close to the power station, offering different services for 
the power plant. Agriculture and a little bit of tourism are further economic sectors of the region, as 
well as commerce and services.  
 
Target area 3, region „Rhône-Alpes“, Greth  
The French partner Greth chose the region „Rhône-Alpes“ for the market analysis. The region is 
placed in southeast France. It is named and bordered by the river “Rhône” and the Alps. Its total size is 
approximately 44.000 km² and roughly 5.650.000 people live there which means a population density 
of 134 inh./km². The region includes the Départements Ain, Ardèche, Drôme, Isère, Loire, Rhône, 
Savoie und Haute-Savoie. The region with its capital Lyon is the second biggest region in France.  
 
Following Lyon there are six more cities with more than 100.000 inhabitants (Annecy, Annemasse, 
Chambéry, Grenoble, Valence and Saint-Etienne). Regarding its population and its economic devel-
opment the region Rhône-Alpes is the second biggest of France. The economical development in this 
region is very well. Industry, agriculture and tourism are main economic sectors of the region.   

 

 
Location of Rhone-Alpes target area in France 

 
Target area 4, districts “Kalmar”, “Kronoberg” and “Blekinge”, ESS    
The Swedish partner ESS chose several districts as their target region. The districts Kalmar, Krono-
berg and Blekinge are situated in the southeastern part of Sweden and has a population of 564 000 
inhabitants. The largest cities are Kalmar, Växjö and Karlskrona. The region has a lot of forest and the 
share of bioenergy in the energy system is relatively high.  

 
 Total size Inhabitants Pop. density Structure

Kalmar 11 170 km2 234 000 21 inh./km2 12 communities

Kronoberg 8 460 km2 179 000 21 inh./km2 8 communities

Blekinge 2 940 km2 151 000 51 inh./km2 5 communities

Total 22570 km 2
564 000 25 inh./km 2 25 communities 
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The province „Kalmar“ is placed in southeast Sweden with the Baltic Sea as its eastern border. Its total 
size is 11.170 km² and approximately 234.000 people live there. The population density of the district 
is low (21 Inh./km²). Kalmar is separated in 12 communities. Its biggest city is Kalmar with 34.000 
Inhabitants. The main economic sector of the region is food.  
 
The province „Kronoberg“ is placed in southern Sweden western of the province Kalmar. Its total size 
is 9.400 km² and approximately 180.000 people live there. The population density of the district is low 
(19 Inh./km²). Kronoberg is separated in 8 communities. Its biggest city is Växjö with 55.600 Inhabi-
tants. The sparsely populated province is affected by forests and lakes. The economy of the region is 
well developed and has one of Swedens lowest unemployment rate.  
 
The province „Blekinge“ is placed in southern Sweden. It has its northern border to Kalmar and Kro-
noberg. Its total size is 3.000 km² and approximately 151.000 people live there. The population density 
of the district is (51 Inh./km²). Blekinge is separated in 5 communities. Its biggest city is Karlskrona 
with 32.000 Inhabitants. The landscape is affected by forests, lakes and on its southern coast by archi-
pelago. The main economic sector of the region is fruit-growing.  
 
For all three counties the wood industry is very important. There are a lot of woodhouse manufactures 
and also some pulp and saw mills in the area. Wood is also an important part for covering the energy 
demand by generating biomass energy. In the northern part of the county of kalmar the energy sector 
is large. A nuclear power plant supplies an industrial area with several connected companies. The ser-
vice sector is also growing especially around the cities Kalmar, Växjo and Karlskrona and affects the 
economic development.  
 
Target area 5, “Edingurgh”, “East Lothian”, “Perth” and “Kinross”, UEDIN  
The University of Edinburgh also chose several regions for their area to investigate.  
The Scottish capital Edinburgh can be found in south-east Scotland. The city has approximately 
450.000 inhabitants.  The economy of Edinburgh and its hinterland has recently been announced as 
one of the fastest growing city regions in Europe. Education and health, finance and business services, 
retailing and tourism are the largest employers. Unemployment in Edinburgh is low at 2.2%, which 
has been consistently below the Scottish average.  
 
 
 
 
 
 
 
 
 
 
 East Lothian    Edinburgh   Perth & Kinrock 
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East Lothian is one of 32 unitary council areas in Scotland. It is placed east of the city of Edinburgh 
with a total size of 680 km² and 92.000 inhabitants. The city of Musselburgh with 22.000 inhabitants 
is the biggest city of the council area followed by some further cities like Cockenzie, Port Seton and 
Prestonpans. The economy is determined by agriculture, light industry and tourism.    
 
Perth and Kinross is another council area which is chosen by UEDIN as their target area. It can be 
found in the middle of Scotland north of Edinburgh. It is 5.300 km² wide and has 140.000 inhabitants. 
Agriculture, light industry, services and tourism are main economic sectors of the region.   
 
Target area 6, Varna and Dobrich, Bulgaria, DLAEM   
The Bulgarian partner DLAEM chose two municipalities as their target area. The municipality 
„Varna“ is placed in northeast Bulgaria near to the border of Romania on the waterfront of the black 
sea. Its total size is 255 km² and approximately 358.000 people live there.  
 

 
 
Varna is Bulgarias third biggest city following Sofia and Plowdiw. Bulgarias biggest harbour and the 
biggest airport are placed in Varna so Varna is an important centre of trading and business in the re-
gion. There are also some centres of education and universities placed in Varna, for example: medical, 
technical and an economical university.  
 

The industrial development in this municipality is very well regarding Bulgarian conditions and it is 
increasing rapidly. The main economic sectors are tourism, industry and agriculture. Tourism is 
growing fast especially along the coast of the black sea.  
 
The municipality „Dobrich“ is placed in northeast Bulgaria near to the border of Romania 52 kilome-
tres north of the city of Varna. Its total size is 109 km² and approximately 115.000 people live there. 
In the city centre the ethnographical museum can be found which deals with the development of the 
city from past to present.  
 
Dobrich is a minor centre of culture and industry of the rural traditional agricultural area between the 
river Danube and the coast of the black sea. Wheat, sweet corn, sugar beets, sunflowers and cotton 
wool are the regions agricultural products. Other economical sectors are machine building-, food- and 
textile industry.  
 

1.1 Data from target areas  

An overview of some general data referring to the target areas is shown below:   
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2 Market analysis in the determined regions and specified SME sectors   
Due to several reasons the working period was stretched from six months to 21 months. One point was 
that swb had to ask the main energy sullpier ewe for permission to chose the district “Osterholz” as their 
target area to assure their coorperation. Finally the discussion between ewe and swb was successful. An-
other important point was the discussion and the coordination which data is needed. Some topics are given 
in the project design. During the kick-off meeting in Bremerhaven several categories were named to col-
lect information.  
 
During the work progress every partner recognized that some information was not available or some de-
tails were missing. For example the numbers of installed heat pumps are not distinguishable by their heat 
source or their heating power. In some cases the national figures had been used instead of the regional 
data.  
 
The during the kick-off meeting compiled table has been used as a base to collect information for the mar-
ket analysis. Some changes were made because the before defined data has not been available.  
 
The requested data are distinguishable in three groups:  

-  non-residential sector of buildings  
-  residential sector of buildings  
-  installed heat pumps in the target areas  

 

2.1 Energy supply  
In each target region there are different energy sources available:  

-  heating oil  
-  natural gas (except Sweden)  
-  electricity  

 
In cities district heating is also an opportunity for heat supply. In areas with a high gas penetration many 
dwellings are supplied by this energy source. The gas lobby had a major influence in the energy supply 
and started a mass of marketing actions to connect customers to the gas grid. During the last decades a 
many clients changed from oil to gas supply so the oil share has been decreasing.   

2.2 Energy prices  
In general the energy price is the biggest influence which energy source is chosen by the customers. Be-
cause of that changes in the price are often trend-setting influences in energy supply.  
 
The energy price has two major components:  

-  the energy buying price  
-  the tax component  

 
Because the buying price might be similar in different countries each government can affect the energy 
price strongly via different tax rates. Installing a ground source heat pump is very expensive so the run-
ning costs should be low compared to other energy sources.  
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Figure 3.2: Fuel prices in each target region   

 

As shown in figure 3.2 the price for heating oil is as high as the electricity rate in Sweden. In addition 
there is no natural gas available so the major share of clients is using electricity for heating purposes. Cus-
tomers who want to reduce their heating costs are able to limit their expenses to 25% by using a ground 
source heat pump which is a huge advantage.  
 
Looking at the energy prices in France the running costs could be decreased to roughly 33% changing 
from oil heating to a ground source heat pump and limited to 50% if natural gas has been use before. Be-
cause of its climate conditions ait/water-heat pumps are popular in France as well especially in its southern 
parts for cooling purposes but the savings are less compared with ground source heat pumps. Because of 
the investment is less too it could be useful.  
 
In Bulgaria heating with a heat pump is cheaper than heating with fossil fuels but for the major share of 
the Bulgarians ground source heat pumps or air to water heat pumps seem to be not affordable. Because of 
the climatic conditions with cooling requirements air to air systems are in use instead of water heating 
systems in general.  
 
In Germany the benefit is just 50% when customers change from oil or gas to a ground source heat pump 
because electricity is roughly twice as expensive as the price for oil or gas so the incentive is smaller. In 
addition heating with electricity is not as popular in Germany as in Sweden because it is very expensive 
and direct electric heating is not environmental friendly in German understanding.  
 
Comparing the German target regions were the level of market development and marketing effects are 
very different the number of installations clarifies this issue. There are 175 heat pumps in “Landkreis Os-
terholz” (0,4%) and 3597 heat pumps in “Rhein-Erft-Kreis” (3%) installed. So apart from energy costs 
long term and structured marketing actions by the electricity supplier in that region have paid out and in-
fluenced the heat pump market strongly. Several single marketing actions from different market actors 
(energy agencies, installers, energy consultants) could not start a similar development in “Landkreis Os-
terholz”.   
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2.3 CO2-emission savings 
There is a huge carbon reduction potential using heat pumps for heating purposes instead of fossil fuel 
burners or direct electric heating. If heat pumps are used in proper buildings and installed well heat pumps 
are as efficient as state of the art gas condensing boilers at a season performance factor (SPF) of 2.7. Oil 
boilers are less efficient than gas boilers. The higher the SPF the more carbon is saved. A modern ground 
source heat pump should reach a SPF of about 4.0 if the building and the heat distribution is adequate. If 
an air to water heat pump is installed a SPF should be reached. The calculation of carbon savings from 
heat pumps compared with district heating systems is more complicated and should not be answered gen-
erally. If the district heating system is supplied by power-heat coupling plants fired with waste or biomass 
an accurate calculation is required.  
Another advantage of heat pumps is that electricity from photovoltaic-systems or wind energy could be 
used when it is generated, transformed into heat and stored in the hot water tank until it is used. So there is 
a good combination of green electritity generation and heat pumps.   

2.4 Commercial market development 
First of all the market for heat pumps in commercial buildings is totally apart from the residential market. 
The manufacturers, the installers, the planners are different because the heating power has to be much 
higher. Often these units are built in piece production.  
There are solid numbers from none target area referring installed ground source heat pumps in commercial 
buildings. Very high investment is not possible because the construction costs are limited. There could be 
a market for air/water heat pumps while using waste air or waste heat as an energy source. Certain number 
referring installed units are not available. Projects with heat pumps in commercial buildings should be 
used as pilot cases or lighthouse projects.  
 

2.5 Residential market development 
The level of market development is very different in the European countries. There are countries with high 
market penetration like Sweden and Norway. Heat pumps are used for heating for many decades and the 
market is steady and well developed. 
 
For small houses about 8-10 % of the buildings are heated with ground source heat pumps in the region, 
which is about the average for Sweden. This means that over 14 000 of almost 170 000 small houses in the 
region are heated with ground source heat pumps. There is also a high number air and exhaust air heat 
pumps, but there are no statistic for this on regional level.  
 
The market for gshp in small houses is presently decreasing, reasons for this is that many house owners 
already has changed heating from oil and electricity to other alternatives and also that air to water heat 
pumps has gained market shares due to technology development and lower installation costs.  
 
There are also about 116 000 dwellings in multifamily houses in the region, but most of these are heated 
with district heating (70-80 %). Heat pumps are also used, approximately 8-10 % based on values on na-
tional level.  
 
Compared to the Scandinavian neighbours the market in France and Germany is not developed that well.  
But since the early 90s the German heat pump market is growing continuously. Since 2000 the growing of 
the market has increased even more rapidly with its peak in 2006 a growth of 147% up to 44.000 sold 
units per year. Also in 2007 the market grow by 1% (45.000 sold units). In Germany are 300.000 hp units 
in operation at the end of year 2007. In 2008 it seems the market will reach the number of 50.000 sold 
units. In market development is shown in the following graph. Brine-water heat pumps are still the most 
popular heat pumps, but air-water heat pumps are growing fast. Air –water heat pumps are a cheaper in-
vestment compared to brine-water machines and especially in the renovating sector of heating systems, 
they become more popular.  
Like the German heat pump market the French market is growing rapidly.  In France there are over the 
69600 heat pumps installed in 2007 (18600 ground source and 51000 air-source), 80% of the ground 
source heat pumps are installed in new buildings and only 37% for air-source heat pumps.  
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It can be assumed that more than 10% of the installed heat pumps are in the Rhone-Alpes region, due to 
the fact that leading manufacturers are installed in the region (CIAT, Avenir-Energie, France-Geothermie, 
Sofath…).  
 
In the UK and Bulgaria there is an infant market with a low level of development yet.  
There are just four installed ground source heat pumps installed in Bulgaria by the end of 2007 so the 
market share can not be estimated. Two ground source heat pumps are installed in the Bulgarian target 
area. The heat pump market is not well developed yet in Varna Municipality and Dobrich Municipality 
and the installations which will be created under this project should be taken as a pilot case or demonstra-
tion model. The most promising market for HPs is new family houses, new buildings, existing renovating 
and insolating buildings, new SMEs. There is an importance of a national lobby organization in our coun-
try that is concerned with the promotion of HPs.  
The ground source heat pumps market is not yet well developed in the UK but the number of installed 
units is growing rapidly. The number of installations in the target areas is not known precisely. By the end 
of 2007 there were 3100 gshp installed. About 80% of them are heating residential buildings. Despite the 
increasing market the market potential can not be estimated precisely because there are no certain stan-
dards for buildings referring their insulation requirements. There are some pools of organisations working 
on proper policies but the progress is not as far as in countries like Sweden or Germany. In addition the 
building stock in the UK is often single glassed so using heat pumps in old buildings should be proved 
well.  
 

Conclusion  
The conditions for a successful future heat pump market development are very good. Especially in new or 
refurbished houses the heat pump is an adequate heating system with high energy efficiency and low run-
ning costs so the market share will keep on increasing.  
 
To reach a high market penetration like in Sweden the heat pump market should be developed with a 
structured cooperation of the involved market actors. In the past the market development has been affected 
by external effects like increasing oil prices. Direct marketing actions should be hosted for example 
headed by the energy supplier (utilities) or manufacturers and supported by installers and energy consult-
ants to improve the solidity and the independence of the heat pump market from external effects. The en-
ergy supplier has an additional influence to the market situation via special rates for heat pump electricity. 
Many suppliers use special rates already as one part of their marketing strategy.  
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4. Work Package 3: Marketing of RES-Heat 
 

4.1 Task description 
 

Objectives:  
Like most renewable energy systems heat pumps face specific market barriers like high initial cost, system 
complexity, lack of information about the system etc. if compared to conventional systems. This work 
package aims at the improvement of heat pump marketing. 
Approach:  
Based on the report (D6, WP2, Task 2.1d) existing marketing instruments will be analysed. Hitherto estab-
lished information channels, marketing events and market incentives (e.g. grants for heat pump installa-
tion, specific heat pump tariffs, enhanced communication of low operation costs, examples of successful 
installations (e.g. “in the neighbourhood”), presence/presentations at relevant trade fairs, heat-contracting 
etc.) will be analysed in terms of their successfulness. Examples of most successful instruments will be 
reported. For market strategies that have failed, potential reasons will be given.  

Tasks: 

 WP 3.1 Analysis of existing marketing instruments for heat pumps in Bulgaria, France, Germany, 
Sweden and UK. 
Former or existing marketing strategies for promotion of heat pumps in Bulgaria, France, Ger-
many, Sweden and the UK will be analysed. The analysis will distinguish between market incen-
tives established by the public body (regional, national and European) and incentives established 
by private companies, e.g. energy utilities and heat pump manufacturers. Marketing instruments 
will be reviewed via desk-based analysis of promotion material on heat pumps provided by 
manufacturers, consulting companies, press releases, etc. The successfulness of marketing tools 
in terms of increased heat pump installations will be assessed via interviews with sales manag-
ers, energy agencies and energy consultants working in heat pumps field. 

 WP 3.2 Consultation of market actors on the results of the analysis 
To get feedback on the evaluation of the marketing instruments the opinion of market actors will 
be asked on the results of the report via short questionnaires / check lists. In Bulgaria and the UK 
market actors will additionally be asked about their opinion on the applicability of the results 
within their region. 

 WP 3.3 Training courses on marketing of heat pumps 
Two one-day training courses for local companies on marketing of heat pumps will be organ-
ised, one in Bulgaria and one in the UK. Project results and positive experience from Sweden 
and Germany will be presented and applicability for the addressed regions will be discussed.  

 

Results 

Like most renewable energy systems heat pumps face specific market barriers like high initial cost, system 
complexity, lack of information about the system etc. if compared to conventional systems. This work 
package aims at the improvement of heat pump marketing. 
 
Analysis of existing marketing instruments 
 
Analysis of existing infrastructure of regions 
The existing infrastructure for heating has an enormous impact of the development of the heating systems 
used in the future. Therefore it has been necessary to examine the existing infrastructure for heating sys-
tems in the countries of the project partners. 
 
A major impact of the development of any infrastructure for heating systems is given by the density of 
population. Investment costs for gas grids for example are only cost efficient if enough heat/gas demand 
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per kilometer grid is given. Sweden with its sparsely population has no major gas grid. In cities district 
heating is widely-used. In comparison in Germany with a dense population a dense gas grid has been es-
tablished during the last 40 years.  
 
A further reason for the dense gas grid has been the central position of Germany as a gas transit country. 
France in contrast has a relatively dense gas grid in Northern France where winter are colder than in the 
southern part of France, where almost no gas grid exists. But due to a high share of CO2 neutral electricity 
production in nuclear power plants the use of electricity has a wide acceptance in the population. There-
fore a lot of houses have been and are still heated by direct electricity heating systems. With their own gas 
sources in UK a transmission from coal fired heating systems to gas fired heating systems has been taken 
place in the last twenty to thirty years. Only in rural areas a comprehensive gas grid is missing. The gas 
infrastructure in Bulgaria is still weak. District heat has been a common way to heat cities. In rural areas 
oil and wood has been widely spread. 

 
Fig. 1: Population density in selected European countries 
 
The existing infrastructure for heating systems is a strong indication of future developments. Heating sys-
tems are often used for 15 to 20 years sometimes even longer. The change of old heating systems to new 
ones is very slowly. The heating system is normally a low interest product. If the average age of cars in 
Germany for example is about 8 years, the average age of the German heating devices is 15-17 years, with 
the impact that these old systems have low performances and low efficiencies. In the following figure 2 it 
is shown how the structure of heating systems have changed over the last 10 years in Germany. Gas based 
heating systems still have the highest share of almost 68%. Oil heating systems have faced a strong de-
crease over the last years. Biomass has an unstable development, but a share of about 5-7 %. Heat pumps 
in comparison have gained strong market shares of now 10%. Heat pumps have become quite popular in 
Germany. 
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Fig. 2: Development of Heating systems in Germany 
 
The development in Germany has been campaigned with a strong investment to build up a nation wide gas 
grid infrastructure. Before the gas prices in 2006/2007 have increased the first time very strong and addi-
tionally the first Russian-Ukraine gas crisis have come up in German gas heating systems in new build 
houses had a market share of 90 – 95 %. It was never a doubt to install a gas grid in new settlements. A 
supply by grid is comfortable and secure, gas has been delivered at reasonable prices and no decision has 
to be done when to buy oil for example.  
 
Also for gas supply companies often Stadtwerke this has been a profitable business. But with the before 
mentioned crisis’s and new legislation the position of gas has been weakened. The crisis leads people to 
think twice before to renew or invest in a heating system. Gas as a cheap and environmental friendly en-
ergy source had lost its image. An investment now leads to a higher insulation of building to reduce the 
heat demand significantly. Afterwards biomass and heat pumps are often considered as a new heating 
system or gas condensing boilers with solar thermal devices. 
 
The new Renewable Energy Heating Law (EEWärmeG) requires 15 % of the heat has to be produced by 
renewables. This reduces the gas consumption in the future. Another regulatory framework, the Energy 
Saving Directive (EnEV 2009) requires -30% reduction of the heat demand of buildings compared to the 
directive from 2007. The next reduction is already announced for 2012 when new houses have to reduce 
their heat demand again by -30%. 2009 60 kWh/m² *a is excepted in 2012 it will be 40 kWh/m²*a. These 
both developments higher share of renewables and lower heat demand leads gas grid companies to a cru-
cial question in the future: Are new gas grids in new settlements an attractive investment? The reimburse-
ment of the investment had been paid off by an installation fee, which is paid ones and thru a fee on the 
gas consumption. If today houses use 20.000 kWh/a new houses in 2012 will consume less than 6000 
kWh/a. With today’s gas tariffs the break even point of such investment will last much longer, probably to 
long for grid companies. Especially when the half of new houses will go for biomass and heat pumps as an 
alternative for gas. To raise the installation fee is no option for gas companies because the advantage of 
low investment costs for gas heating systems will disappear compared to biomass and heat pumps. 
 
Fig.3 shows the electricity production of countries of the project partners and additionally Austria and 
Switzerland where heat pumps have already significant market shares. AS mentioned before countries like 
Switzerland, France, Sweden and Austria have high shares of CO2 neutral electricity production, which 
favors the use of electricity for space heating. The UK with a significant share of gas and nuclear should 
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have concerns using electricity for space heating but there is no major share of electricity space heating, 
due to the high gas penetration and the low gas prices in the past. A Country like Germany with a much 
higher CO2 emission rate connected to the electricity production have much more concerns using electric-
ity for space heating. Environmental groups and in the meantime also political parties have successfully 
arguing in the past that electricity is to special to use it for space heating. Multi family houses build in the 
fifties and sixties often used electricity storage heating systems which have low investment costs and by 
that time still low operating costs. But with a conversion factor of 3,0 in the past and nowadays of 2,6 each 
electricity kilowatt hour used for space heating had a very high CO2 emission factor. This argument and 
the increasing prices in the past have lead to the conclusion that electricity has a much to high value to use 
it just for space heating. This is one reason why heat pumps suffer under the stigma of electricity used for 
space heating. 

Bruttostromerzeugung inkl. Nettoimporte 2006
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Analysis of different framework conditions 
Another important impact for heating systems is given by the climate of a country or region. An expensive 
and efficient heating system is necessary when winters re cold and long. In such regions a heating water 
distribution system in the house is a wroth while investment. In regions with a few days with minus de-
grees such expensive systems make no sense. In figure 3 in shown how much heating degree days are 
needed in average. Sweden with its cold northern climate has the highest need for heating. Whereas 
Southern France and Bulgaria have the lowest need for heating. Of cause this need leads to different heat-
ing systems. For the few days a heating system in Southern France is used per year, a costly heating water 
distribution system is not affordable. Direct electricity heating systems have been a good choice, if only 
economically aspects have been taken into account. The investment is cheap, the operation costs are 
higher than oil and gas, but for the few days a year the investment is reasonable.  
 
Sweden with its cold and long winters had to follow a different strategy. District heating in cities as men-
tioned before and heating water distribution systems in the town houses has been common. Oil as a energy 
source independent from a grid is forbidden in Sweden. So in rural areas other options had to be found. 
Wood had been an option in old times, but nowadays 80% of Swedish houses in rural areas are heated by 
heat pumps. Electricity is available in all regions of the country. Electricity is CO2 emission low generated 
with hydro and nuclear. Electricity is quite inexpensive compared to other EU-countries. Therefore heat 
pumps have be come quite common in Sweden. 
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Fig. 3: Average Heating degree days of selected areas 
 
Another factor for common heating systems is the available income in different countries. If new efficient 
and environmental friendly heating systems costs two or three times an average yearly income these sys-
tem have no changes to be established in the next years and will not play a major rule in mass heating 
market. If such systems are considered as environmental friendly subsidies form official bodies (national, 
regional or local) has to be provide. But also in countries with higher BIP the investment for a heating 
system has to be reasonable. In Germany and the UK a common gas condensing heating system costs 
about 5.000 to 8.000 €. A biomass heating systems or heat pump system have investment costs two or 
three times higher than condensing gas heating systems. An investment in such heating systems reaches 
the break even point after 7 to 12 years. The operating costs for biomass and heat pumps are 30% to 50% 
lower than gas heating systems. With the gas crisis and the high gas prices people a more open to invest in 
such systems as we have seen in many European countries. In the moment when the oil price fell from 145 
$/barrel to 45 $/barrel new orders for heating systems slowed down immediately. Most of the oil tanks 
have been filled up with cheap oil after the winter. In these cases an investment for a new heating system 
is shifted to the next year at least.  
 
Fig. 4 shows the income per habitant of selected European countries. Especially in Eastern European 
countries with a low income support schemes have to been established to lead the heating market onto an 
environmental friendly way. 
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Fig. 4: BIP per inhabitant in 2006 in € 
 
Another important fact is the habit how a house is heated. For example in Germany hydraulic heating sys-
tems have been very common. The distributed heat has been considered as a high comfort factor. In Swe-
den, France and Bulgaria air heating systems are in place, which do not have a high acceptance in Ger-
many due to the fear of high operating cost, noise and low comfort. Also this “mental” factor has to take 
into account, if space heating systems are discussed. To change such habits a long time is to consider. 
 
Installer, planers and architects have a great influence of the decision of an investor. For many years in-
staller could sell gas condensing heating systems in the UK and Germany. In France they sold direct or 
storage electricity heating systems, in Bulgaria nowadays a lot of split systems are sold. Installers are 
trained by the heating companies. Sometimes they are in a bonus system to sell certain heating systems. 
And of course installers want to have satisfied costumers. A heating system has to work, when it gets cold 
outside, the efficiency does not play an important role as long as the operating cost s are not to high. In-
staller give important advices for heating systems which are followed by an investor normally like high 
comfort, high liability, low maintenance costs, etc. Such soft factors also play n important role, which 
heating systems will be installed for the next ten to fifteen years. Education and training for installer be-
come more and more important to overcome these obstacles and get the installers convinced that new 
heating systems are the better choice of today. 
 
Prices for gas, oil and electricity have a very great impact of the choice of a heating system. In all Western 
European countries these energies are traded on stock exchanges, therefore you have transparent prices 
with no subsidies. In Eastern European Countries especially electricity is subsidized. Therefore the price 
signal sends wrong information. The price difference between electricity and gas/oil is so little that in-
vestments will be done for electricity (direct heating, storage heating and nowadays more and more split 
systems which also are able to cool in the summer). The installations are much cheaper than a gas or oil 
heating system. The operating costs do not went up, due to the subsidies. A difficult situation especially 
when electricity supply companies are still state owned, but also when just sold to Western European 
companies, which now raise the prices.  But these prices signals are very important to guide a market. 
Levis and taxes even with a long transition period might help in such cases.   
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Analysis of marketing instruments by public bodies 
As mentioned in the chapter before politics have a major impact of the heat market development. Either 
thru taxes and levies or by direct grants for end consumers public bodies are able to influence market de-
velopments strongly. 
 
An very impressive example is France. As any other EU country they are obliged to reduce the energy 
consumption used by end consumers by -9% until 2016. Because in France a lot of direct and storage elec-
tricity heating systems are installed with a poor efficiency due to the conversation factor of the power 
plants, the government introduced a grant scheme which is easy to handle, effective, technology open and 
help to meet the EU goal. 50% of the investment costs will be recovered by the tax authorities. The inves-
tors just have to attach the invoice to the tax declaration. Encouraged be this simple and easy support 
scheme 152.000 new heat pumps have been sold in 2008. EU champion!  
 
These heat pumps reduce the electricity consumption of the end consumers by a factor of 2 at least. Even 
with a poor seasonal performance factor of 2 the heat pumps reduce CO2 emissions. The French electric-
ity production with its low CO2 emissions can compete with gas condensing boilers. In Germany heat 
pumps need SPF of 2,3 at least to be CO2 neutral. But with such a low SFP no renewable energy will be 
used. Therefore a SFP of 2,7 at least has to be reached. The French subsidies system is very effective and 
will help the country to reach the EU goal in this sector. 
 
Sweden has chosen another way by a verdict to use oil for heating. In rural areas no other heating system 
can compete with the efficiency and the low operating costs of heat pumps. The soil in Sweden is in favor 
to use ground source heat pumps. But also for the summer house air to air heat pumps are used. In the 
cities with district heat it is obligatory, that new houses are connected to the grid. 
 
The UK has no support scheme for renewables used for heating. Gas heating systems still dominate the 
market. Renewables and especially heat pumps are seldom used. 4000 to 5000 units are sold per year. 
Often in status of the insulation of the houses does not meet the requirements for a heat pump. The UK 
with a more liberalized market does not intervene the market structure and movements much. The price 
set the signals what to do. In these situation renewables have a hard start into the market. 
 
In Germany with a long history of support schemes for renewables the government try to encourage in-
vesting in renewables. But in comparison to France the support schemes is much more complicated, not 
technology open and to as efficient. The new renewable heat law in conjunction with the subsidies scheme 
(Marktanreizprogramm) favors solar thermal and biomass (Pellets). The law as well as the support scheme 
asks for a certain share of renewables to support the heating system. 15% has to been reached. Solar ther-
mal will reach this percentage, when 0, 04 m² per square meter will be installed. A house of 100 m² has to 
install 4m² solar thermal collectors to meet the requirements. About 6 to 10% will be the share of renew-
ables which could be feed in the heating and water system. Biomass systems as well as heat pumps have to 
feed in 50% of the heat load of a house. In addition if a heat pump is installed a separate heat and electric-
ity meter has to be installed to survey the performance of the installed heat pump. This has been granted 
by the installer. 
 
Bulgaria has no support schemes for renewables in place. 
 
Analysis of marketing instruments by private companies 
Another way to introduce certain heating systems into the market is by marketing and subsidies given by 
private companies. These companies operate the gas and/or the electricity grid in a region. Often coopera-
tion with the producing industry is done. In France EDF also support the installation of heat pumps by a 
subsidies of up to 4.000 € per unit. EDF of cause has a strong interest to sell electricity in the future but 
also obliged to help their end costumers to reduce their electricity consumption. With the heat pumps EDF 
meets both targets. 
 
In Sweden nowadays electricity companies like Vattenfall do not have to support the installations of heat 
pumps. Heat pumps are very common. Therefore a special subsidy is not necessary. But utilities often 
promote heat pumps in their costumer magazines or thru marketing events. 
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In the UK utilities are more engaged in gas than in electricity. The gas grid is dense and a competition 
between gas heating and electricity heating will not be encouraged. Utilities make a good profit with paid 
off gas grids. A competition with other energy sources used for heating will reduce this profit. Therefore 
utilities promote new gas condensing boilers with a higher efficiency, sometimes together with solar ther-
mal applications to give costumers a good feeling to reduce their energy consumption and bill but still use 
gas for heating. From the point of view of a utility which has invested in wide gas grids this is a normal 
and economical reaction. 
 
In Germany also the utilities sometimes promote and subsidies the use of renewables for heating. In Ger-
many about 700 hundred utilities are engaged in the electricity sector, 800 are engaged in the gas sector. 
About 400 of them are in both. Due to this split market it is difficult to say utilities support renewables or 
not.  
 
Gas companies especially Stadtwerke act very similar to the utilities in the UK. They offer subsidies to 
renew old gas boilers sometimes together with solar thermal collectors. Also some pilot projects with gas 
heat pumps or micro CHP are offered. Stadtwerke are owned by the city. The income of a Stadtwerk goes 
into the treasury of the city. Of cause politicians of cities are very interested to keep the status to stable the 
financial situation of the city.  
 
Electricity utilities of cause try to promote electricity driven heat pumps thru costumer magazines, infor-
mation evenings for builders, cooperation with architects, planners, industry and installers to spread such 
systems in their grid. Some utilities also offer subsidies like “the electricity for the first year is for free”, to 
show how much a heat pumps only use. Also information is provided by Internet. Especially the customer 
can find here find installers and drillers, who have experiences to install a heat pump. The group of utili-
ties offering both energies often promote gas and are happy to have electricity in the back hand before a 
costumer decide to go for biomass, for example.  
 
In Bulgaria no support schemes from utilities are in place. 
 
All these activities from private companies are aiming to support their core business. Investments in gas 
and electricity grids are expensive and pay off times are often very long. To stable and expand these ac-
tivities a lot of marketing is done to convince costumer to use the right energy source. With a view on heat 
pumps it could by said, that utilities which promote heat pumps in a serious way have a much higher 
number of installed heat pumps. In Germany the average of installed heat pumps is 3, 7 heat pumps per 
1000 customers. Stadtwerke Bremen with a strong gas business and a electricity business as well has only 
1, 7 heat pumps installed per 1000 costumers. RWE Rhein-Ruhr has 7, 7 heat pumps per costumer in-
stalled, LEW a Bavaria subsidiary of RWE which only sell electricity, has 13, 6 heats pumps per 1000 
costumers. These figures show how much the promotion of heat pumps thru the local utility influence the 
installed number. As mentioned in chapter 2.1 the infrastructure in an area has a strong influence of the 
structure of used heating systems. And companies, which have invested in infrastructure and knowledge, 
try as much as the can to keep their status.  
 
Conclusions 
To promote heat pumps in a broad way different framework conditions have to be considered as men-
tioned above. New legislation might change existing structures, but companies will look that their core 
business is to not influenced to much or in a way that with a transition period a new business is estab-
lished. This is not only valid for utilities but also for the heating industry. Production capacities have to 
been redirected without causing stranded investments. On the other hand EU legislation requires for cer-
tain goals like CO2 reduction, reduction of energy consumption, etc. These targets could only meet if 
changes in the market will take place.  
 
Important if such strong market changes are for seen, is a transparent communication. Costumers have to 
be correctly informed what they could achieve when they change their heating system – economically and 
ecological. Industry, utilities, installers and other market players have to be convinced that changes are 
necessary. 
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Politicians can set the frame by setting targets. These targets could be encouraging but should be reason-
able. Targets should go for a reduction of CO2 emissions and reduction of primary energy and end energy 
consumption. Targets should be technology open. The infrastructure in different countries but also in dif-
ferent regions in one country can be so different that not only one solution exists. 
 
In Fig. 5 is shown how much heat pumps have been sold in different European countries in 2008. The 
sales figures of the different countries show how much incentive programs are able to accelerate the num-
bers of sold heat pumps. France and Germany have very high sales figures. Sweden, Switzerland and Aus-
tria with a long history of using heat pumps have also high sales figures because the technique is well 
know and accepted. But also Eastern European countries gain on sold heat pumps. But in all countries is 
still a great potential for more heat pumps. 
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Fig.5: European heat pump market 2008 
 
Fig 6. shows the expected development of the European heat pump market until 2013. The growth from 
2007 to 2008 has been +45%. For the next years a slower development is expected. The strong growth 
from 2007 to 2008 has been arouse be the high oil and gas price, the incentive programs in France and 
Germany and a stronger marketing for heat pumps. 
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For the promotion of heat pumps it is important to under line that heat pumps are considered as renew-
ables. The ambient energy source which is used by heat pumps is ambient heat from air, water and soil, 
which is renewable. With the EU-RES directive these facts have been recognized. Now it is necessary that 
these requirements will become national law in each EU-country.  
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5. Work Package 4: Policy Context and Measures 
 

5.1 Task description 
 

Objectives:  

·  To understand how policy measures related to heat pumps have impacted on the uptake of heat pumps 
in Sweden, Norway and the UK.  

·  To identify how policy may promote the uptake of heat pumps through an integrative approach, rather 
than purely economic/financial incentives. This includes looking at how other measures related to en-
ergy conservation may influence the uptake as well as housing and building policy.  

·  To understand the system-wide enablers and barriers to the adoption of heat pump energy technologies. 
This implies addressing the dynamics surrounding policy implementation and its consequences for en-
ergy technology choice.  

·  Identify lessons for policy learning and transfer from high-adopter to low-adopter countries, as well as 
potential barriers to learning and transfer. 

Approach:  
Various policy measures and market incentives have been applied to increase the uptake of heat pumps, 
with different rates of success. For instance, Rivalen (undated) points to the active role of the Swedish 
government in explaining their high uptake of heat pumps. Initiatives he mentions include an active policy 
in developing heat pumps, subsidies for installation (up to 1999), as well as communication and informa-
tion campaigns promoting heat pumps as a “natural heating” solution. However, previous studies of heat 
pumps as well as other energy technologies have shown how understanding of uptake or non-uptake of 
single technologies require an understanding of the wider policy context (Aune 1998, 2002, Næsje 2000, 
2002, Russell 1993, Summerton, 1992, Weber 1998, 1999). To understand the uneven adoption of heat 
pump technology and the prospects for greater uptake it is necessary to address not only the substance of 
policy (e.g. in terms of particular economic or other support measures) but also the dynamics surrounding 
policy implementation and its consequences for energy technology choice. The role and influence of these 
policy issues will be examined through detailed policy implementation studies, limited to three contrasting 
countries. Based on figures on current uptake of heat pumps in European countries (Lund 2001, Rybach 
undated), the selected cases are:  
·  Sweden, the country with highest adoption of heat pumps in Europe,  
·  The United Kingdom, where heat pump is still extremely limited, and  
·  Norway, where the technology is implemented but where there is probably potential for higher up-

take.  

The methods will include desk- based analysis of policy documents and campaigns, as well as interviews 
with key actors representing the policy level as well as the industry and end users.  

 
 

5.2 Results 
 

 

Work Package 4: Policy Context and Measures 

The work was organised as four tasks: 

WP4.1 Analysis of relevant policy documents such as White Papers on energy policy and the follow-up 
of the EU Directive on Energy Performance in Buildings in Sweden, Norway and UK, focusing 
on the role of heat pumps within broader energy policy.  

The aim was to identify 

�  policy measures targeted to increase the uptake of heat pumps; 

�  general energy conservation measures that impact on the uptake of heat pumps; 
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�  other policy and regulatory mechanisms related to energy, buildings and housing that 
impact on the uptake of heat pumps. 

WP4.2 Analysis and evaluation of (national/regional/local) campaigns initiated by government and as-
sociated institutions in Europe to promote heat pumps. 

This included initiatives taken towards end users as well as intermediary organisations. 

WP4.3 Interviews with about 15 key actors in each country, including local and central governments, 
planners, architects, heat pump trade organisations and installers, energy saving agencies and 
consumer organisations. The aim of the interviews was to increase the understanding of 

�  how current policy initiatives are received among key actors; 

�  what systemic barriers hinder a more active role for policy in promoting heat pumps; 

�  what measures key actors would like to be implemented to increase the uptake of heat 
pumps – measures relating to the specific technology and more systemic changes. 

WP4.4 Development of appropriate policy measures and market incentives focused on Bulgaria and the 
UK.  

The tasks in WP4 involved all five partner countries, in analysing their countries’ systems and experi-
ences, in undertaking the comparisons, and, as envisaged in the formulation of the project, formulating 
lessons for the partner countries with less developed markets. 

Outcomes and deliverables 

The outcomes required of WP4 were: 

�  a report analysing the policy context related to energy conservation, building and 
housing policy in Sweden, Norway and the UK; 

�  proposals for appropriate policy interventions in countries with relatively low market 
penetration of heat pumps will be distributed to key actors. 

The deliverables associated with this work package are: 

�  D5: Report on existing policy on heat pumps 

�  D10: Report on the analysis of government campaigns 

�  D17: Internal evaluation of interviews 

�  D26: Short reports including proposals for appropriate policy interventions 

�  D29: One one-day round table in the UK with about 15 participants 

�  D31: One one-day round table in Bulgaria with about 15 participants 

To better service the objectives of the project, and on the basis of their developing understanding of the 
issues, the partners decided that the activities and outputs from WP4 should be extended, supplemented 
and focussed in several ways: 

�  consistent with the focus of the project overall, to concentrate on ground source heat 
pumps; 

�  to produce comparable and similarly structured and detailed reports on the policy con-
text in all the partner countries, to allow better comparison and to allow more effective 
lessons to be drawn from those countries with more developed heat pump markets; 

�  to produce a more detailed report on Norway than was originally envisaged, to take 
into account the well�developed market and the markedly different experience of HPs 
in that country, even though the project had no Norwegian partner; 

�  to treat the scope of WP4 as issues of governance, rather than simply policy – with 
governance understood as the complex of activities and measures that influence the 
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operation of the industry and markets and the direction of their development, includ-
ing policy, strategy, regulation and industry self-regulation, without assuming that any 
one function was the domain of a specific actor or embodied in specific institutions; 

�  to produce recommendations for all five partner countries rather than just the UK and 
Bulgaria, to provide the most useful vehicle by which the results of the project could 
be combined and presented, beyond the specific deliverables required. 

Specifically, our developing understanding of both the influences on the uptake of heat pumps, and of the 
wider analysis of energy systems and the theoretical developments on which it is based, led us to produce 
a combined report covering the original deliverables D5, D9 and D10 – the separate reports on policy 
measures, government campaigns and marketing practices – and containing additional material essential 
for the analysis, including some of that collated for WP2 on existing patterns of heating provision into 
which HPs are expected to fit. It became increasingly clear that the distinctions between these areas of 
activity were artificial, that the issues overlapped substantially, and that interventions to shape the industry 
and markets could and should take a range of forms and be undertaken by a variety of actors. Understand-
ing the history of their development and influence and evaluating their impacts required them to be con-
sidered together. This blending of concerns and expansion of the scope of our inquiry have been particu-
larly important in deriving and justifying our recommendations; in addressing changes needed in more 
general policies as well as those focussed on microgeneration and HPs; in targeting them at the appropri-
ate agencies; in making them specific and realistic; in considering the likely interactions between recom-
mended measures; in allowing for flexibility where changes in conditions are unpredictable; and in pack-
aging them as a coherent action plan addressing all the relevant actors. 

For the same reason, the interviews undertaken in task WP4.3 were used more extensively than originally 
envisaged, to explore the full range of issues relevant to WPs 2 to 5 rather than just the policy matters 
covered in WP4. 

What also became clear early in the project was the rapid change in the landscape of HP industries, mar-
kets and governance, particularly in those countries with less developed markets. New initiatives have 
emerged every few months, especially as countries have accelerated their attempts to tackle climate 
change through energy efficiency and microgeneration, and the map of HP-related activity has changed 
quite dramatically. Rather than just to have deliverables at early stages of the project which would become 
rapidly outdated and therefore of limited use, we therefore decided to keep updating the combined report 
through the lifetime of the project, and make the latest version available through the PHP website and at 
appropriate events.  

As well as providing a suitable vehicle for developing and disseminating the results of the work in the 
partner countries, producing sets of recommendations for all five has allowed us to compare the findings 
and insights more effectively and productively. 

 

Findings 

Detailed findings of the work in WP4 are contained in its deliverables and particularly in the combined 
report which incorporates elements of WPs 3 and 4. Here we focus on summarising and reflecting on the 
key findings and insights, drawing out some of the key comparisons between the partner countries, identi-
fying the overarching issues and objectives that need to be addressed, and explaining the importance of 
governance for the prospects of HP industries and markets. 

It is clear that policy and regulation has a profound impact on the prospects for HPs and the growth of 
markets, in large part because establishing HPs as a viable and competitive option requires the creation by 
state intervention of suitable conditions that demonstrably cannot be achieved by leaving the market to 
develop on its own. Although they have never amounted in any of the countries to a concerted strategy 
directly to promote HPs, policy and regulation have nonetheless been important in developing the indus-
tries and markets in those countries where they are better established, and will be important in those coun-
tries where they are not yet well developed.  

The governance framework at all levels is crucial, from general European and national policies on energy, 
climate change and the built environment, to the detailed ways in which both direct support for microgen-
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eration is given and the indirect effects of other interventions emerge. A crucial determinant of success in 
stimulating the uptake of microgeneration is how well general policies expressed as broad aims or specific 
targets are translated into practical measures, and the degree of consistency between them. We have iden-
tified several instances first, of failure to operationalise general policies – to connect aspirations and tar-
gets to appropriate practical instruments directed to their achievement; second, of the detailed implementa-
tion of measures being counterproductive, despite the best intentions of their designers and in ways that 
would have been impossible to predict; and third, of conflict between the instruments applied to different 
technologies.  

Thus it is important to understand how these different levels and domains of governance articulate and 
affect HPs, and this understanding is crucial in designing or reforming that framework to promote their 
uptake. We must continue to analyse, debate and make changes to the detailed framework of measures to 
take emergent problems into account. Generally there has not been adequate systematic evaluation of the 
efficacy of promotion programmes, support schemes and other initiatives, meaning there is a poor evi-
dence base on which to design new initiatives or argue for changes in governance. 

The landscape of the HP industry, markets and governance in each country is very complex. A wide range 
of actors is involved, and particularly in the countries with smaller but rapidly growing markets, new play-
ers are entering the market, the range of intermediaries is growing, and the character of the players is be-
coming more varied. The roles they undertake and the relations between them are likewise complex and 
often changing rapidly as the industry grows. In the installation side of the industry, companies may ex-
pand, merge or be taken over by more general HVAC and other types of company, branch out into other 
renewable and microgeneration technologies and services and offer a wider repertoire, or become subsidi-
aries of equipment manufacturers and suppliers. This is all to be expected in a sector largely vested in 
private industry in a competitive market, subject to relatively light regulation, dealing with decentralised 
plant, responding to locally varying conditions and needs, and emerging in part from horizontal diversifi-
cation in a number of related industries. To a large extent these changes depend on national and local con-
ditions and responses to specific changes in the markets, and we should not expect the structure of the 
mature industry in these countries to come out the same as in, say, Sweden and Germany. 

The governance framework in each country, and the articulation of European initiatives with national 
frameworks and strategies, have also become more complex. In part this arises from the multiple, inter-
secting and sometimes conflicting goals, agendas and stimuli that have direct or indirect implications for 
HPs, and in which HPs have become enmeshed:  

�  the increasing importance of climate change mitigation;  

�  the restructuring and reform of energy provision for other reasons;  

�  the belated recognition that heat should be an important and explicit policy subject in 
its own right, and that a move towards renewable heat requires similar policies and 
support to renewable electricity;  

�  the increasing variety of technological options for heating and microgeneration which 
are becoming available, and the competition between them; and 

�  the emergence of other energy agendas, like security, decentralisation and energy 
poverty. 

The consequence particularly in the countries with smaller but rapidly growing markets is that attempts 
have had to be made, and still need to be made, to rationalise and make more coherent the governance 
structures and connect the different policy agendas. At a general level for example, the connection has 
only recently been made between microgeneration initiatives and the energy poverty agenda – that is, to 
recognise a role for microgeneration in alleviating energy poverty and to find ways to support its introduc-
tion in low income households. On a more specific issue, the training and accreditation of microgeneration 
installers, the multiplicity of schemes, inconsistencies between them, and the consequent complexity and 
expense for new entrants, have presented obstacles to growth and quality assurance on that side of the 
industry. 

The HP scenes in the five partner countries have shown significant differences. These are not entirely 
explained by the different sizes of the HP market and industries, and the differing extents to which HPs 
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have been explicitly identified and supported as a more energy efficient option. They also come from dif-
ferences in the characteristics of available energy resources and traditional patterns of energy provision for 
the built environment; energy industry structures and the roles and characteristics of specific players; gen-
eral government strategies on energy and environment; heating needs; settlement patterns; and building 
characteristics and requirements. In particular, they reflect differences in the response to the increasingly 
influential European directives and initiatives on energy and climate change, and to other common pres-
sures and trends. 

Certain positive influences on HPs are common to the countries, even though the precise ways they affect 
the industry and its governance may differ: the increasing importance of climate change; the goal of a low-
carbon economy and energy sector; increased reliance on renewable sources; an increasing emphasis on 
better energy performance in buildings; a recognition that microgeneration and decentralised energy pro-
duction should be an important part of sustainable energy strategies, and a recognition of a range of tech-
nological options. 

At the same time, there are some common influences that again to differing degrees act against wider 
introduction of HPs – for example, the continued focus of mainstream energy companies on supply and 
the relatively low level of DSM activities; the poor development of an energy services model for energy 
provision; conservative building industries intent on reducing capital costs of construction; and a dearth of 
architects who treat energy performance seriously and can integrate microgeneration into their designs. 

On the one hand, it is therefore not reasonable to regard differences between the countries in the HP scene 
as simply representing more or less adequate strategies for the development of the industry and its govern-
ance, nor to expect the ideal arrangements and outcomes to be the same in each country. On the other 
hand, it means such an evaluation of the appropriateness and success of each country’s strategy for intro-
ducing HPs is more difficult to make and justify. 

These caveats notwithstanding, we maintain it has been a very useful and instructive exercise to compare 
the experiences and performance of the partner countries in developing their HP industries and markets, 
and that carefully formulated lessons can be drawn from those countries where HPs are used more exten-
sively for those with less developed markets, as we have attempted to do in the sets of recommendations. 

One feature of growing HP markets which it is crucial to identify is the market segments where most in-
stallations are occurring and the characteristics of users that are expressing most interest, so that installers 
can target these first, cater for their specific needs, and provide information and service promptly and ap-
propriately. In the less developed markets, these form niches where conditions are most favourable. In-
stallers here still rely to a large extent on would-be end users or specifiers like architects knowing about 
HPs in advance and actively seeking installation.  

The powers and traditions in energy matters of the different levels of government in each country form 
one of the most important differences affecting the growth of the HP market. The pattern varies within 
countries and regions as well as between countries. As we have found in our activities in different target 
areas, local authorities that are relatively weak or inactive, that have no recent record of involvement in 
energy issues, and that do not act as a counter to the dominant influence of energy companies and markets 
in shaping energy use in their areas, are a crucial missing link in efforts to increase the uptake of energy 
efficiency and microgeneration. Conversely, some authorities have been able and willing to use even their 
limited powers and informal influence to support these goals in their areas. 

Access to HP units does not appear to have been a problem even for those countries with poorly developed 
markets and with few manufacturers of their own, as in the UK, or none, as in Bulgaria. Units are now 
marketed effectively across Europe and most manufacturers’ products are available in all the partner coun-
tries. However, HP units continue to be more expensive in those countries with smaller markets.  

It may also be the case that improvements in units arising from research and development among manu-
facturers and other innovators – for example, in more efficient compressors and other enhancements rais-
ing the CoP, or in provision for integrating input from solar thermal collectors – continue to be introduced 
first in countries with larger markets. 

Two aspects of HP systems and the markets for them, however, affect the development of the market as 
much as these differences between countries in the availability and cost of the HP units. The first is differ-
ences in practice among installers, and in opinions among installers and manufacturers about best practice 
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and the merits of different technical options – such as the choice between vertical and horizontal collectors 
and among the different types of horizontal collector, and between different ways of providing higher 
temperature DHW when the space heating supply is at a lower temperature. Consensus on these issues, 
and consistency of practice, appear to be less easily achieved in countries with smaller markets, particu-
larly when the industry has not been able or willing to learn sufficiently from practice in other countries. 

The second aspect is the level of consumer confidence in, and familiarity with, HPs as a heating and cool-
ing option. The issues around consumer confidence, the requirements of building it, and the problems 
threatening it, have emerged in our study as one of the most important questions facing the industry in 
countries where the market is growing. The novelty of the technology in these countries and general igno-
rance about it; a lack of advice and of information on performance from impartial sources; some discour-
aging experiences of poorly installed systems, of trying to arrange installation, and of trying to get com-
plete and accurate costings; accreditation schemes that are sometimes inadequate, incoherent or patchy; 
and means of redress that are perceived as inadequate; have all contributed to scepticism about the option, 
even among those most interested and most favourably inclined to sustainable energy options. This issue 
points in particular to the importance of building good quality control mechanisms in the industry, and 
these are a matter for all the players: companies, industry associations, training and accreditation agencies, 
and government. 

Countries have tried different forms of financial support for HP installations, as all have faced the barrier 
presented by the high capital costs of installation, and the problem of this unfavourable cost structure in 
relation to competing options remains, even in well developed markets. Tax regimes, investment incen-
tives, and other general features of countries’ financial and fiscal systems as they affect HPs, also vary 
greatly.  

Opinion remains divided both on the lessons to be drawn from the experience of support schemes and on 
the merits and disadvantages of each type, and on the extent to which other relevant financial conditions 
have affected the HP market and should be reformed to encourage it. Most authorities and commentators 
have identified problems with subsidy schemes – particularly their impact in distorting the market at dif-
ferent times in their life; the effect of frequent changes in their terms and conditions; the way support is 
sometimes attached to a limited range of products or installers; the way subsidies may detract from other 
forms of public intervention; and sometimes a failure to publicise the schemes adequately – and they are at 
best ambivalent about the mechanism. There is however no agreement on a better alternative or combina-
tion of support measures, and the most appropriate instruments in any case will be and arguably should be 
different in the partner countries. 

One implication of the unfavourable cost structure, and its accentuation in less developed markets, is that 
the industry needs to find ways of achieving economies of scale and efficiencies in installation to acceler-
ate the reduction of purchase and installation costs. Governments need to find ways to support this move, 
particularly in their role as specifiers and purchasers for public buildings. A less geographically dispersed 
pattern of installation would improve efficiency and reduce installation costs, and organisations like local 
authorities, developers or social housing agencies commissioning multiple installations on one site could 
bargain for lower unit costs. 

There are two aspects of technical knowledge in the field that have affected the development of HP mar-
kets. One is the continuing debates and differences of opinion we have already mentioned on the merits of 
technical options and practices in design and installation. While consensus on some of these issues may 
emerge and certain practices and design features fall into disfavour, it is not likely that all these differ-
ences will be resolved and not necessarily desirable that they should be. Indeed there is strong argument 
that experimentation and diversity of practice is a necessary part of innovation. However, as we have indi-
cated, diversity may produce confusion among customers and specifiers, and continued conflict over quite 
fundamental aspects of design and installation may reflect badly on the industry. 

The second area in which disputed technical knowledge is important is in evaluations of the option. This is 
especially important first, as economic, energy efficiency and carbon evaluation has become routinised 
and specific values embedded in calculation packages for design and evaluation and in the advice and 
judgements given by ‘cognitive intermediaries’ or ‘gatekeepers’ acting on behalf of customers, policy-
makers or regulators. HP advocates like the industry associations have often found themselves contesting 
aspects of the evaluation of HPs – for example, in the choice of measure or the precise values assumed for 
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CoPs in the assessment of the carbon emissions of HPs, in the calculation of future economic values in 
NPV assessments, and in the assumptions about the carbon intensity of grid electricity supplied to HPs.  

The second way that disadvantageous or disputed knowledge affects HPs is through the summary judge-
ments that appear in popular and media discussion of the option and even among authorities – particularly 
when HPs are dismissed as ‘electric heating’, as having no efficiency or carbon saving benefits over estab-
lished alternative heating systems, or as not being ‘renewable’ or having a significant renewable compo-
nent in their energy source. The validity of these claims, and the appropriate basis for the calculations that 
inform them, continue to be debated at expert level in academic and energy sector circles. As long as no 
consensus is reached, or that consensus, or at least the detailed arguments and justifications, are not ade-
quately translated into more popular messages – for example, the summaries in information sheets and the 
slogans in advertising – then damaging depictions of HPs continue to circulate. 

Recommendations: coverage, basis and formulation 

The sets of recommendations for each partner country were intended to cover the range of issues affecting 
the uptake of HPs; to be targeted, specific and realistic; to take into account the understanding of the com-
plex relations between the different aspects of the HP industry, markets and governance which has come 
out of the work for all the WPs; and particularly to allow the transfer of lessons from countries with more 
developed to those with less developed markets. 

The findings of WP4 and our understanding of the governance context, as summarised here, led us to 
identify the following areas and issues, and to produce recommendations addressing as many of them as 
were appropriate for each of the partner countries and at the European level. This summary of the WP4 
work has already mentioned most of these and has indicated their importance. 

�  awareness-raising and education among particular occupational and public groups; 

�  information and popular messages; 

�  capacity-building in particular organisations and occupations; 

�  stimulation and support of innovation in components and systems; 

�  information on markets and performance; 

�  priority market segments to target; 

�  system and component performance standards and criteria; 

�  system integration, especially in the context of low or zero carbon buildings, and 
waste heat sources; 

�  criteria and calculation techniques for economic and environmental assessment of 
HPs, especially calculation of energy and carbon benefits, especially for evaluating 
GHSP installations against other heating options; 

�  position and merits of GSHPs in relation to other forms of heat pump 

�  popular and political arguments and claims, their influence, and way in which they 
can be addressed and countered; 

�  information and advice sources and credibility; 

�  messages for marketing and publicity; 

�  support for marketing and publicity; 

�  quality management for equipment, installation and service; 

�  compliance with standards; 

�  training and accreditation of installers; 

�  labelling or certification of equipment; 

�  performance monitoring; 

�  testing facilities; 
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�  best practice guidelines, case studies, demonstration installations, customer communi-
ties; 

�  building standards, codes, regulations; 

�  national interpretation and implementation of EU directives; 

�  categories, classifications and definitions affecting HPs, especially ‘renewable’ and 
‘electric’; 

�  financial support mechanisms (e.g. subsidies targeted to microgeneration, or loans for 
building renovation); 

�  tax regimes; 

�  planning, environmental and safety regulations; 

�  system cost structures and component costs; 

�  energy prices and markets, including coverage or penetration of other heating forms; 

�  dispute resolution; 

�  consumer confidence; 

�  utility obligations and market instruments; 

�  government purchasing and public buildings; 

�  industry structure, relations between suppliers, installers, drillers, etc., role of utilities, 
role of energy services and other business models, forms of competition and coopera-
tion; 

�  road-mapping, scenarios, targets and other futures exercises. 

The interventions we recommend were based on a comprehensive list of possible governance instruments 
drawn up as part of the preparatory work in WP4. In choosing among interventions that might achieve the 
same objective, and in choosing appropriate agencies to undertake them, we took into account not only the 
specifics of the HP scene but general arguments about the relative efficacy of the measures, their accept-
ability to different parties, and the opposition they might incur from particular interests. 

Some recommended measures address changes in more general policy or practice that would benefit HPs, 
where we are in effect arguing for HP interests to add their support to more general calls for action on, 
say, housing energy performance. However, we also attempted to identify what action needs to be taken 
by HP interests to contribute to that wider effort. 

The recommendations are explained and justified, based on our understanding of the market and policy 
scene in each country and the obstacles and requirements we identified. The discussion identifies likely 
problems with the implementation of the measures, such as resistance from particular interests or inade-
quate information. In some cases we decided it was appropriate to present alternative measures where we 
were unable to decide between them, or where it was not our prerogative to do so. In some cases the rec-
ommendations are contingent on unpredictable events, and these necessarily take the form: if these condi-
tions occur, then this response or this course of action is suggested. 

Given that other national and European organisations and projects had already made and discussed rec-
ommended actions, we drew on these – though not uncritically – but attempted to refine and supplement 
them rather than duplicating them. 

As well as being discussed among the project partners, the recommendations were trialled in later inter-
views with key actors and in the policy and regulation roundtables in the UK and Bulgaria, and refined 
and expanded in the light of feedback in those. 

Conclusion 

WP4 was an essential part of the overall project. It effectively analysed and demonstrated the complex 
role of governance in the development of the HP industry and markets, and provided essential information 
and understanding for the recommendations in which the work of the project was encapsulated. 
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WP4 entailed more research and desk-based analysis than the other WPs, and fully justified the inclusion 
of an academic partner with expertise in energy innovation and governance issues and able to bring an 
integrated sociotechnical view of the HP industry, markets and governance. WP4 contributed to, and in-
teracted with, work in the other WPs in ways we had not entirely foreseen. Issues and needs that emerged 
in the course of the project led us to expand and redefine some of the objectives of WP4 so that it could 
more effectively achieve its outcomes and fulfil its role in guiding the work of the other WPs. The key 
output of a continuously updated report on the HP scene in the partner countries proved to be a unique and 
valuable resource for outsiders as well as the project, and its distribution helped publicise the project. 
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6. Work Package 5: Heat pumps and Renewables 
 

6.1 Task description 
 

The objective of WP 5 was to increase the share of RES (renewable energy source) heat technologies in 
the HVAC (heating, ventilation and air-conditioning), by evaluating combination of heat pumps with other 
renewable energy sources such as  

�  Solar thermal assisted heat pumps 
�  Exhaust air heat pumps 
�  Photovoltaic energy for electrical heat pumps 
�  Biogas used for gas heat pumps 

�  The outcomes of this work package are: 
�  Drawbacks and opportunities for the combination of heat pumps and Renewables.  
�  Proposals for increased integration of heat pumps and Renewables. 
�  Information material (including best practice examples) on heat pumps and Renewables. 

 
Fact sheets and  technical references have been compiled and evaluated, economic and environmental 
analysis have been prepared for UK and Bulgaria.  

 
 

6.2 Results 
 
The work performed has mainly consisted of two stages: 

1. compilation of public information on heat pump coupling with RES 
�  gas engine and heat driven heat pumps 
�  solar assisted heat pumps 

2. technical and economic evaluation for heat pump coupled with RES 
�  case studies for UK and Bulgaria  

In parallel with these technical activities specific dissemination activities took place (see WP) 
�  two workshops in France 
�  edition of fact sheets 
�  edition of a guide on heat pump and RES coupling in two languages 

 
Detailed description of the activity 
Gas engine heat pumps and heat driven heat pumps 
Gas engine driven heat pumps and gas fired absorption heat pumps are alternative technologies to electri-
cal driven heat pumps. Such type of heat pumps could use biogas instead of natural gas or liquefied petrol 
gas, or even wood for absorption machine. Direct use of solar energy is also possible. 
 
Gas engine heat pumps (GHP) differ from a conventional heat by the fact that the compressor is driven by 
a gas engine rather than an electric motor. One of the major differences with electrical driven heat pumps 
is that part of the heat released by the engine is recovered and used for heating the water. The heat can be 
collected from the engine cooling water or from the exhaust gas for large systems. 
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Figure 1: Description of a gas driven heat pump 

 
 
Generally, gas heat pumps use ambient air as heat source, but in some cases ground couple systems are 
used. For the case of air-source systems, the COP will never drop below 1, even in case of very low ambi-
ent temperatures. This means that for the worst case, the useful heat is equal to the combustion heat. Fur-
thermore, GHP manufacturers claim having better performance in part load compared to electrical driven 
heat pump. This might be true with the first generation of heat pumps, but for new heat pumps with vari-
able speed compressor this not the case anymore. 
 
It is difficult to compare directly a gas and electrical driven heat pump, as for electrical heat pump the 
primary energy efficiency depends on the production method of electricity its efficiency and the losses in 
the distribution network. Nevertheless we can easily compare gas driven heat pumps with gas boilers. 
Condensation boilers can reach efficiencies equal or slightly over 100%. For gas driven heat pumps, test 
realised in Japan have shown that the average efficiency between 1997 and 2005 has increased from 90% 
to over 150%. These high performances have been reached by using more efficient heat exchangers, the 
use of scroll compressors and improvement of the gas engine. The refrigerant fluid used today is HFC410a 
 
Gas fired heat pumps or absorption heat pumps use heat as main energy source. For domestic and small 
scale applications, the heat is generally generated by the combustion of gas. Absorption machine are based 
on the capacity of a liquid or a salt to absorb the flowing refrigerant. The most common fluids uses are: 

·  water (refrigerant) and lithium-bromide (absorbent); 
·  ammonia (refrigerant) and water (absorbent). 

 
Absorption heat pumps are also named ‘three sources’ machines as they require a low temperature source 
where heat is extracted, a medium temperature source where the useful heat is produced and a high tem-
perature source for regenerating the absorbent (gas combustion). The electrical consumption of the auxil-
iaries represents 1% to 3% of the gas consumption for heat loads in the range of 30 kW to 40 kW. 
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Figure : Principle of an absorption heat pump. 
 
The performances of absorption heat pumps have significantly increased these last years by the use of 
more complex cycles and more efficient components. Heating COP over 1.4 can now be reached. 
 
ClimateWell AB is a supplier of highly efficient solar air conditioner equipment with the unique ability to 
store energy and convert hot water to cooling and heating. For the first time, a solar powered climate sys-
tem can fully meet the heating and cooling requirements of a residential house. Our modular product con-
cept also creates opportunities to design systems for hotels and offices. Hot water is the energy source for 
the air conditioners, which hence use only an absolute minimum of electricity. It is thus also possible to 
use hot water from district heating or co-generation to power the systems. 
 

�  Gas-driven heat pumps 
Biogas could be used for gas-driven heat pumps, but up to now, the manufacturers are 
claiming that the quality of biogas evaluated is not high enough and the engine could be 
damaged while using biogas.  

 
�  Externally fired absorption heat pumps 

Presently no manufacturer is proposing such systems, but research is being performed to 
evaluate the use of bio-gas. 

 
�  Solar driven absorption heat pumps 

Solar driven absorption or adsorption heat pumps are at an early commercial stage. Such 
units are particularly well suited for heating and cooling purposes. Presently the payback 
time for such system is not economic unless significant subsidies for the initial invest-
ment. 

 
 
Solar assisted heat pumps 
In the present economical context, primary energy is more and more expensive. That's the reason why 
low-energy solutions for house heating and domestic hot water (DHW) generation are more and more 
investigated. In this way, many manufacturers offer appliances that can combine heat pumps (HP) and 
solar energy. Some of these solutions have existed for more than 20 years whereas other came out quite 
recently on the market.  
 
The purpose of the actual document is to inventory the most relevant of these offers, according to their 
technological availability. Many technical combinations are possible. However, in the aim of sustainabil-
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ity – for the customer as well as the manufacturer – the offered products must generate energy saving and 
in the same time have to generate little over cost compared to traditional technologies. For this reason, 
despite the present-day offers are quite numerous, they do not really constitute a large technical diversity.  
 
Many manufacturer websites have been consulted, principally European ones, but not only. The collected 
information is general public one. So the following presentation does not pretend to be exhaustive with 
regards to the existing solutions nor to innovation.  
 
It is shown that the commercial offers are actually based on the following principles : 

�  HP with solar-assisted evaporator,  

�  Classical HP coupled to standard thermal solar receivers, 

�  Multifunction appliance combining an air-source HP, a thermal-regenerative controlled 
mechanical ventilation (CMV) and  a thermal solar receiver for house heating and DHW 
generation, 

�  Photovoltaic (PV) powered HP – principally for steady or transportable refrigeration 
appliances, for medical, military or individual uses.  

 
Further information will complete this report about the research activities in this field, especially to pre-
sent a few demonstration plants.  
 

Solar evaporator heat pump : 

 

 

Heat pump with serial solar assistance : 
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Conventionnal heat pump with solar-preheater water cylinder : 

 

Multifunction heat pump :  
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Solar-photovoltaic powered heat pump (refrigerating use) : 

 

 
The aero-solar evaporator HP is mature today. 
Despite there are not many scientific details in the available information about the performances of these 
systems, it seems that the energy saving generated by solar power is quite significant. The resulting HP + 
solar could divide the primary energy consumption by 4 or 6 compared to conventional heating systems. 
The success of this technology for collective plants is a sign of its efficiency. One of the main require-
ments that large plants have to satisfy is a regular maintenance of the frigorific fluid circuit. 
 
For small systems, such as aero-solar evaporator DHW generators, despite the low investment cost they 
represent for the customer, it seems that the energy saving are quite moderated. Probably this is due to the 
small areas exposed to solar radiation, but once again, there is a lack of experimental databases. Anyway, 
the real-time use of solar energy of these systems advantages their use in quite sunny countries (such as 
southern Europe or the Mediterranean area). Despite these drawbacks, the relative simplicity of this tech-
nology makes it competitive for energy saving and investment costs. 
 
The solar assisted HP with a series secondary circuit can present various configurations. The series as-
sisted with conventional solar thermal receiver remains today in the R&D domain, as well as more elabo-
rated connections of the solar receivers. However, the series solar HP assistance by the mean of polymer 
receivers is commercialised since 1990. The performances of the realised systems presented by the manu-
facturers shows, once again, that these systems needs an important mean sunshine to achieve an interest-
ing thermo-economical gain. 
 
In fact, the given performances in often cloudy countries (such as Northern France) are similar to those 
obtained with conventional solar-electric DHW generators (some 60% of energy saving). On the opposite 
the electrical consumption can be divided by 4 and more by sunny weather. The advantage of this technol-
ogy is its relative simplicity, and the low fill-in volume of frigorific fluid compared to the aero-solar 
evaporator HP. The low-cost solar receiver is a potential advantage, whereas its is contrary with its low 
efficiency because large collecting area are easily affordable. These two advantages of this technology 
give it an important competitiveness against aero-solar evaporator HP, for the same hypothetical installa-
tion countries. 
 
The HP combined with standard thermal solar receivers by the mean of intermediate buffer cylinders or 
multifunction cylinders are more adapted to low sun-irradiated countries. The thermal inertia of the buff-
ers allows storing the available solar energy and its delayed use for DHW or house heating. 
 
About energy efficiency, this kind of solutions could lead to use HP in countries where winter temperature 
are usually too low (falling of the COP, freezing risks), by the possibility of coupling multifunction cylin-
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ders with several boilers, so conventional ones (fuel, gas or wood boilers). Moreover these solutions are 
adapted for individual houses as well as collective buildings. 
 
The main bar to the development of such HP + Solar combinations, mostly for the individuals, is their 
high level investment costs. Despite the mind evolution about ecology and energy saving, many families 
can't afford with a return on investment after 5 years or more. The concerned manufacturers have well 
understood this fact, so they try to offer system as simple as possible and also modular, so as to allow the 
customers to bring evolutions to their heating system in accordance to their means. 
 
It is quite the same about multifunctional systems: High energy performances and high energy savings are 
contrary with an important investment cost. This, specially for these technologies designed for passive 
houses, because the potential customers have more opportunities to lower the cost prices of separated ele-
ments materials, technically equivalent but more competitive.  
 
Directly PV-powered HP will still need important development before being commercially offered for 
house or building applications. But the existing appliance such as PV powered freezer and refrigerators 
tends to show the potential of this technology particularly for air-conditioning, due to the possibility to 
design the systems for the accordance between the demand and the solar resource. 
 
Finally, the combination of thermodynamic technologies and solar energy will always need a specific 
study to each case, to take into consideration local weather conditions and determine the energy efficiency 
of an installation, for individual buildings as well as collective ones. The operability of the systems have 
risen up during the last years, in such a way that reliable technologies are offered today. 
 
The actual customers are not very numerous, but they take part in the technological development, on one 
hand on the commercial field, on the other thanks to the technical following and maintenance of real 
plants. The evolution of the minds about energy saving and ecology, and more competitiveness of the 
products should promote a more important diffusion of these technologies in the coming years 
 
Case studies 
The technical-feasibility study has been performed for case studies specified by the project partners. For 
each case study, a complete description file has been documented by the partners to allow the equipment 
sizing, the energy consumption calculation and the economical analysis. 
 
The table supplied to each partner is hereunder attached as table 1. 
 
On the basis of the case study supplied data, a complete model of the building has been built and dynami-
cal energy consumption simulations have been performed on order to: 
 

�  Estimate the power of the equipment for heating, air conditioning if necessary, with EN-
ERGY+ software, 

�  Calculate the annual energy need for heating, air conditioning if necessary, with ENERGY+ 
software, 

�  Estimate the energy consumption with a solar thermal system with a French dynamic simula-
tion tool SIMSOL, which is running with TRNSYS dynamic simulation software 

 
On the basis of the dynamical results, a comparison between, a ground source heat pump coupled with 
solar panels and standard alternative solutions (electrical boiler, or gas boiler) is performed. 
 
The technical data for the solar panels and the ground heat pump are from WIESMANN products data 
files, as this manufacturer proposes the possibility to couple different energy system with flexibility and 
reliability.  
 

�  WIESMANN solar thermal panels references are VitiSol 100 2.5 for any case study. 
�  WIESMANN heat pumps references depends on the power needed for each case study. 
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The coupling architecture depends on the size of the building and the power consumption. One storage 
tank is adapted for a family house with the drawbacks of energy losses, but with a lower investment (see 
figure 1). The solar panels and the supplement equipment, in our case the Heat Pump, heat the water in the 
same tank. 
 
The Two storage tank architecture is adapted for large buildings (see figure 2). One tank is dedicated to 
the solar panels and the other is connected to the tap water and the heat is supplied by the supplement 
equipment, the heat pump in our case. 
 
 

 
Figure 1 : One storage tank DHW solar system architecture 

 

 
Figure 2 Two storage tank DHW solar system architecture 



 
 

 47 

For each case, the energetic annual cost is evaluated with and annual energy cost increase of +12% /year. 
The, the Life Cycle Cost of the HVAC system is evaluated taking into account the investment amount and 
the national subsidies 
 
3 cases have been evaluated for Bulgaria: 

�  A apartment building in Varna of 1800 m² 
�  A multi-family house house of 800 m² 
�  A kinder garden in Varna of 2000m² 

For each case, three heating systems are compared: 
�  Electrical heating 
�  Gas boiler 
�  Solar assisted heat pump 

 

 
Real and modelled building 

 
Thanks to the ENERGY+ model and the SIMSOL solar system simulation software, the equipments have 
been characterized (rated power, surface of panels, etc…) with the annual energy demand for heating and 
annual DHW consumption. 
 
Concerning the investment costs, the electric heating system are far less expensive compare to HP & solar 
and gas boiler solution, as electric heaters, air conditioning systems (split system) and individual electric 
DHW system are very cheap.The HP & solar system is the highest investment solution with 600 € subsi-
dies. Exploitation cost is significantly higher for the electrical system. 
Gas boiler and heat pump & solar annual energy cost are at the same level or slightly lower for the gas 
boiler. 
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Then, on the basis of investment evaluation made by the Bulgarian partner and the financial subsidies that 
could be onbtained if Renewables Energy are used for building application, a Life Cycle Cost evaluation 
of HVAC equipments has been realised. 
 
The obtained curves shown by the figure 10 are used for evaluating the feasibility of Renewables Energy 
system with a payback of investment obtained after 3 years of buiding exploitation compare to electrical 
heating solution. 
 

 
 
On the other side, the over-investment of the HP and the solar panels is never paid back in comparison 
with the gas boiler solution, with the hypothesis of the same cost increase for gas and electricity. The 
economical feasibility of the HP & solar system is easily proved if the alternative is only electrical 
heating. 
 
The gas boiler is still the more competitive altenative system with drawbacks : 

�  Gas supplying continuity to be ensured during the next 20 years, 
�  Greenhouse gases emissions of natural gas combustion, 

 
It can be underlined that HP and solar cannot be paid back when building envelop is not performant 
enough to limit over investment. An over insulation of the building could be a solution to obtain 
acceptable pay back period. 
 
For UK a small familly house of 50 m² has been evaluated. 
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The electric heating system are far less expensive compare to HP & solar and gas boiler solution, as elec-
tric heaters, and electric DHW system are very cheap. The HP & solar system is the highest investment 
solution with 30% of investment subsidies. 
 
Exploitation cost is significantly higher for the electrical system. Gas boiler is cheaper than the heat pump 
& solar panels because of low price of natural gas. 
 
The annual energy costs have been calculated for the systems over 20 years, as shown by the figure 9. 

 

 
Figure 3 : Annual energy cost for the 2 systems 

Gas is cheaper than HP & Solar and Electrical heater is far more expensive. 
 
Then, on the basis of investment evaluation made by the UK partner and the financial subsidies that could 
be onbtained if Renewables Energy are used for building application, a Life Cycle Cost evaluation of 
HVAC equipments has been realised. 
 
The obtained curves shown by the figure 18 are used for evaluating the feasibility of Renewables Energy 
system with a payback of investment obtained after 3 years of buiding exploitation compare to electrical 
heating solution. 
Because of the low cost of natural gas, the investment of HP and solar panels is never paid back. 
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Ground force Heat Pump and solar panels technical feasibility is difficult to prove for building project 
when it is possible to install natural gas boiler. 
It is, in the studied cases, always easy when it is competition with electrical heating system. 
 
The drawbacks of heat pump remain the high investment and the electricity cost that are hardly compen-
sated by system efficiency. The unknown parameter is the increase rate of energy, and the similarity be-
tween gas and electricity in the near future. 
 
 
The only case where the feasibility is possible, under condition of installing efficient ancillaries, the build-
ing envelop has been totally retrofitted to reduce power demands for heating. In that case, the over in-
vestment is dramatically decreased and the economical feasibility can be shown thanks to national subsi-
dies. 
It another proof that a global energy approach is needed to ensure renewable energy system application in 
building field. 
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7. Work Package 6: Communication and Dissemination 
 
7.1 Task description 
 
The general description of the planned Communication and Dissemination is given in Annex 1 of the grant 
contract: 

Work Package 6: Communication and Dissemination  

Objectives: 
Objective of this work package is communication and dissemination of the project findings. In-
formation flow to the target groups will be facilitated and the project activities will raise the level 
of awareness on heat pumps as being an energy efficient heating system. 
Since promotion of heat pumps is the key objective of this project, the activities reported here are 
essential for the success of the project.  

Approach 
Existing information material like leaflets, guidelines and software tool (e.g. a simple calculator 
for cost comparison, etc.) will be gathered, evaluated and if necessary redesigned. Emphasis is 
laid on the practicability of materials/tools.  
Focus is laid on material for installers/planers and information for end users. The target group 
policy makers will be involved in the development of policy measures (see WP 4). 
Different approaches for dissemination and communication are selected for the different target 
groups. 

Outcome of this work package: 
····  Increased information levels on heat pumps for the target groups end users and installers  
····  Increased awareness of the advantages of heat pumps  
····  Positive engagement of end users and installers in heat pump applications (increase in instal-

lations) 

 
 
7.2 Results 
 

The overall goal of the ProHeatPump project was to reach a wider deployment of heat pumps, especially 
in less developed markets, such as Bulgaria and the UK. To achieve this goal existing and newly devel-
oped information material on heat pumps was disseminated and communicated to the target groups via 
workshops/seminars, trade fairs and regional professional associations, as well as the project website. The 
public has been informed on project objectives and results via e.g. press reports and the project website.  
 
Objective of communication and dissemination of the project findings was to establish an information 
flow to the target groups. The project activities helped raise the level of awareness on heat pumps as being 
an energy efficient heating system. Since promotion of heat pumps was the key objective of this project, 
the activities reported here were essential for the success of the project.  
 
Focus was laid on material for installers/planers and information for end users. The target group policy 
makers were involved in the development of policy measures. Different approaches for dissemination and 
communication were selected for the different target groups. 
 
In the ProHeatPump project, the mainly addressed target groups were: 

�   End users (SMEs, house owners / building associations)  
Final decision on the heating system is made by end users. Informing this target group is a first 
and indispensable step which enables them to decide on heat pumps. 
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�   Installers 
Installers are very close to the customer when it comes to decisions on heating systems. If an 
installer is not well informed about heat pumps he might recommend not to implement one, 
even if the end user would like to have one. In general, amateurs rely on professionals when 
decision on technology has to be done. Therefore the project consortium addresses installers as 
a second target group. 

�  Policy makers 
Experience (e.g. in Sweden) shows that the wider policy context has a great impact on the up-
take of a technology. Policy makers have to be informed in a brief and concise way. 

 
Further target groups (only addressed in a wider sense) were thermal equipment industry, building authori-
ties and building companies. Different regions were chosen in each country for arrangement of workshops, 
trade fairs etc. The regions chosen were: 
 

�  Bulgaria: Varna and Dobrich 

�  Germany: Landkreis Osterholz & Landkreis Rhein-Erft 

�  France: Region Rhone- Alpes 

�  UK: Edinburgh & East Lothian 

�  Sweden: Provinces Kalmar, Kronoberg and Blekinge 
 
 
7.2.1 Activities Carried out 
 
In the project, a website was established within the first 3 months. The site domain www.proheatpump.eu 
was chosen for this project. In the second version of the project webpage, different levels (internal / pub-
lic) and in five different languages were established, providing information material (downloads / links / 
etc.).  
The project webpage has been updated with new project results as soon as they were publishable. The 
website was mainly designed for the target groups that want information on project results, e.g. end users, 
installers and policy makers. Some parts were mainly directed to end users, such as the forum and the 
online cost calculator software. 

 

       
 

In addition to the planning in Annex 1 a forum has been established for people who want to ask questions 
and discuss GSHP on a European level. So far the project partners have started to fill the forum with ques-
tions and answers themselves, so that it will not be an empty space. Anyhow this approach was not realis-
tic. Finally the forum did not find the expected resonance, probably a result of the fact that there are 
meanwhile a lot of information channels on heat pumps so that such forum was simply not needed. 
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 An eForum has been implemented to the project WEB- Site 
 
The statistics of the website is being monitored. From the launch we have had well over 40.400 page 
views by more than 4.250 unique visitors. The most downloaded files are: 

 
# File  Downloads 
1 Proheatpump D9.pdf      744 
2 Factsheet proheatpump.pdf 572 
3 Proheatpump D19.pdf    537 
4 Proheatpump D21_FR.pdf    492 
5 Proheatpump D11.pdf   460 
6 Proheatpump D4.pdf   351 
7 Proheatpump D3.pdf   333 
8 Proheatpump D1.pdf   302 
9 Proheatpump D8.pdf   297 
10 Proheatpump D5.pdf   246 

 
A total of 10.070 downloads have been made from 2007-01-01 to 2009-05-31 
 

�  Guideline(s) for decision on heating with heat pumps (target group: end users) 
Existing information and promotion material for end users was reviewed. In line with the dissemi-
nation activities (Information campaigns / road shows / etc) suitable material was selected. Focus 
was laid on easy to understand best practice examples, photographs of heat pumps installed in 
houses, etc. In Germany and Bulgaria guidelines have been developed on the base of the analysed 
material. The guideline report is downloadable on the project website as Deliverable 12. 

�  Comprehensive guideline(s) on heat pump technology and installation (Installers / engineers),  
Existing material for installers/planers/engineers was reviewed. Suitable material was selected and 
used in a one-day training session held in Varna, Bulgaria. The report on the guidelines for in-
stallers is available for download as Deliverable 13 on the project website.  

�  Software tool to calculate heat costs generated by heat pumps 
Available instruments have been analyzed. At the end a tool from Sweden was accepted by the pro-
ject partners and has been embedded into the WEB- Site. Translations in all project languages have 
been done and have been installed subsequently. At the end of the project the tool has been revised 
and transformed in a WEB data base tool. Details are described in deliverable 11 of the project.  
 
As a result the tool has in increased usability and stability which will allow the use also after the 
end of the project when the maintenance of the WEB site will be restricted. Also the new construc-
tion of the cost calculator allows embedding it on external WEB sites in follow up activities which 
enhances the value of this ProHeatPump product. Further the user guidelines have been adapted in 
order to improve the usability of the tool. The tool is available in all project languages except 
French. In French language still the old tool is in use since there was no support from the French 
partner to enable an update of the French version. 
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   The old… 
 

….and the new tool. 
 
 
7.2.2 Action in Target areas 

 
Germany / swb 
Contacts had been built up with utility service centres and installers in both German target areas during the 
first reporting period. Installer lists are available for both regions. In June 2008 ProHeatPump successfully 
participated on the Publica 2008, a regional business fair which was visited by approximately 20.000 visi-
tors. In forehand of the event discussions had been carried out with various installers and the regional utili-
ties. Information material about ProHeatPump and a brochure for house owners published by the German 
Geothermic Association as well as the project poster were available at the exhibition stand of all utilities 
as well as one installer company. 
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 Heat pumps and the project were successfully introduced  during the PUBLICA, a regional business fair 
in Osterholz- Scharmbeck which was visited by approximately 20.000 visitors. 
 

   
 

 
 
The 2 days participation on the Publica 2008 was an excellent opportunity to promote heat pumps and to 
inform about the ProHeatPump project. Heat pumps found a strong interest also by partly already well 
informed visitors as could be proven by various discussions during the event. 
 
In 2008 the first nation wide Heat Pump Action Week organised by the Geman Heat Pump Association 
took place. During this campaign more then 2.400 events had been arranged all over Germany within two 
weeks. More then 1.600 actions had been carried out by local installers. One of the events took place in 
the target area Osterholz. For this reason the regional project partner swb decided to focus organise all 
outstanding events in the context of the 2nd campaign which was scheduled between 24th of April and 8th 
of May 2009. The aim was one hand to give additional support to the nation wide campaign at local level, 
on the other hand to take benefit from the fact that during these weeks heat pumps would find a broader 
interest in the media.  
 
For the preparation of the event a meeting with local installers was organised in the target area Osterholz 
on 3rd of March 2009. The meeting was attended by the three most active installer companies and the swb 

Publica  
Osterholz- Scharmbeck 
7/8 June 2008 
 
The event was pre-
pared in cooperation 
with utilities and in-
stallers 

Publica 2008: An interesting side 
effect was that the exhibition hall 
above left on the picture is acclima-
tised by a gas driven air to air heat 
pump which was explained on two 
guided tours by the owner and in-
staller to the public 
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project management. Subjects of the meeting were the contribution to the nation wide Heat Pump Cam-
paign 2009, the participation of local installers in a training scheme according to EU-CERT and opportu-
nities to arrange a closer cooperation between the local heat pump pioneers. Further the planned activities 
of the project during the campaign were synchronised with planned actions of the installers in order get 
synergies instead of double work. As a result of this meeting the actions described below were carried out. 
 
On the 7th of May the Electricians Guild organised an exhibition on heat pumps for end users in the facili-
ties of the Stadtwerke Osterholz- Scharmbeck (Local utility). It was agreed with the utility and the guild 
that ProHeatPump should arrange 2 side events to this exhibition.  
 
The first one was a meeting with installers from the heating and the electricians’ guild. Objective was to 
inform about the actual legal development in Germany concerning heat pumps and the necessity of quali-
fication. Jörg Rummeni from the German HeatPump Association could be won as speaker who was able 
to inform the participants from first hand about the new RES directive and the adaptation into German 
legislation and especially the new grant schemes for heat pumps. He also introduced the EU-CERT 
scheme which has become much more relevant now since quality requirements for installers become more 
and more crucial for the marketing.  
 

 
 

 
 
In the 2nd part of the meeting the local Employment Promotion Structure ProArbeit informed about possi-
bilities to give grants in the framework of a regional ESF co-funded scheme tom promote individual fur-
ther education in SMEs in Lower Saxony. This funding could contribute up to one third of the cost for 
EU-CERT participation. 
 
The meeting had been prepared by a telephone inquiry with about 60 installer companies. The key ques-
tions were related to their involvement in heat pump business, the interest in further engagement in heat 
pump promotion and interest in qualification and certification according to EU-CERT. An interesting re-
sult was that in general the electricians were more enthusiastic about the heat pump subject and ready to 

Installer meeting Osterholz- Scharmbeck, 
May 7 2009: 
Mrs. Heinsohn from ProArbeit explains the 
options for subsidies to EU-CERT partici-
pants 

Installer meeting Osterholz- Scharmbeck, 
May 7 2009: 
Presentation Rummeni on market devel-
opment for heat pumps 
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engage them then the installers of heating systems (see also D 20). At the end a list of 22 companies with a 
declared interest on qualification could be set up. The companies on that list were the addressees for the 
invitation to this installer meeting. 14 from the 22 companies registered to participate of which finally 9 
were present. Three other companies were bound to the exhibition which took place in parallel and could 
not participate. They were informed after the event. 
 
As a result of the event an arrangement was made with the German Heat Pump Association and one of 
their contracted training centres for EU- CERT for a special EU-CERT course arranged for participants 
from the region. To increase the interest and the number of possible participants an information letter has 
been sent out also by the regional Chamber of Crafts. The 40 hours training course is scheduled to start in 
September 2009. 
 
The 2nd event in the framework of the exhibition was dedicated to end users and took place in the evening 
of the 7th May on the same place. Again Mr. Rummeni was the key note speaker. The event had been an-
nounced in the local newspaper and was visited by 21 participants. 
 
An evaluation of the event based on the feed back questionnaire developed in the project (see D 7) which 
was filled in by 16 visitors led to the following results: 
 

�  The article in the local newspaper brought 75% of the visitors. 25% decided spontaneously to par-
ticipate in the evening event during their visit in the exhibition in the afternoon. 

�  7% of the participants declared the information received as very useful, 80 % as useful and 13 % 
found that no new information had been provided to them. 

�  The practical applicability of the information was seen by 63% of the participants, 31% thought 
that the information was partly applicable for them and 6% did not see any practical applicability 
with the explanation that the investment cost for ground source heat pumps would be too high. 

�  94% of the participants were end users, 6% installers. 
�  As the motivation to participate in the event 69% declared that they were interested in general in-

formation on ground source heat pumps. 13% mentioned the marketing advices for heat pump in-
stallers and 18% the international know how transfer. 

�  62 % of the participants declared that they would be interested in further information on heat 
pumps against 38% without further going interest. 

 

 
 

End user event Osterholz- Scharm-
beck, May 7 2009…. 
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The next event was carried out on 28th of May 2009 in cooperation with ProArbeit in the framework of a 
regional well accepted information scheme for local industries which ProArbeit carries out on behalf of 
the districts Business Development Department under the brand “OHZ power”. The event was entitled 
“Energy saving in enterprises – the use of heat pumps in industrial facilities” and dedicated to leading staff 
or owners of local SMEs.  It was arranged in the NETZ Centre for Innovation in Osterholz- Scharmbeck.  
 
The objectives of the event were to 

�  inform representatives from local SMEs about the impacts of future development in the energy 
sector on their enterprises,  

�  show the access points to reduce energy cost in the companies, 
�  inform about reduction of heating cost and CO² emissions through use of heat pumps in industry 

facilities, 
�  give practical evidence on the advantages of heating with heat pumps during an on the site visit 

and 
�  inform about grants for energy surveys in SMEs. 
 

     
 
Key note speakers were Martin Mergelmeyer from John Becker Engineering and Horst Kammeier from 
Kammeier Multi Services, a local owner of rented industrial buildings and facility manager. The meeting 

Jörg Rummeni informs about the ad-
vantages of heat pumps for private 
houses 

The event was announced by newspa-
per article as well as a mailing in the 
OHZ power action 
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was attended by 14 participants of whom 5 were installers or energy advisors. The rest were owners or 
leading staff from SMEs. 
 

 
At the beginning the project coordinator gave brief information on the ProHeatPump project. Then Mr. 
Mergelmeyer gave an overview about the different access points for energy saving in an enterprise and 
informed also about a national grant program which pays subsidies to SMEs for energy advice. Mr Kam-
meier presented two models of using heat pumps in his facilities. The 1st example was a refurbished for-
mer factory hall which is now serving as hall for events and exhibitions (see above description Publica 
2008). This building is acclimatised by a gas motor driven air to air heat pump.  
 

 
 
The 2nd example was a new building in an industrial area in the neighbourhood of the NETZ Centre which 
hosts 4 start- up companies. For each of the 4 compartments a heat pump unit delivers the heat in combi-
nation with a hydraulic low temperature ground heating system. The ambient energy is captured by a hori-
zontal collector system. Due to the relatively small surface of the collector a system for re-warming the 
ground a fan coil can take warmer temperature from the air to warm up the collector field. The functioning 
of the equipment was explained on an in- situ visit during the event. 
 
An evaluation of the event based on the feed back questionnaire developed in the project (see D 7) which 
was filled in by 14 visitors led to the following results: 
 

�  The mailing in the “OHZ power” scheme brought 2/3 of the visitors. 1/3 came by information 
given by friends or colleagues. 

�  8% of the participants declared the information received as very useful, 75 % as useful and 17 % 
found that no new information had been provided to them. 

Local entrepreneur Horst Kammeier 
informs about experiences with heat-
pumps in his industrial facilities 

This heat pump heated industrial 
building was visited during the event. 
Heat pumps are located in the 4 boxes 
along the wall 
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�  The practical applicability of the information was seen by 75% of the participants, 17% thought 
that the information was partly applicable for them and 8% did not see any practical applicability. 

�  64% of the participants were end users from local industries, 36% installers. 
�  As the motivation to participate in the event 83% declared that they were interested in general in-

formation on ground source heat pumps. 8,5% mentioned the marketing advices for heat pump in-
stallers and 8,5% the international know how transfer. 

�  73 % of the participants declared that they would be interested in further information on heat 
pumps against 27% without further going interest. 

 
Since it was evident that it would not be possible to reach the number of participants in the events as 
pointed out in Annex 1 of the grant contract the project management had decided in autumn 2008 to ar-
range also some activities in Bremen. For this purpose an internal meeting in the swb group was arranged 
on 23rd of October 2008. The meeting was attended by 14 participants from the different departments of 
swb group. Objective was to inform about the project and to discuss options and ideas to pick up the heat 
pump subject by the swb group. As a result in March 2009 a new product coupling heat pumps with a 
special tariff for certified green electricity was launched in spring 2009. Also a guideline for end consum-
ers had been developed in close cooperation with the project in form of a brochure and a leaflet. Espe-
cially the survey carried out for deliverable 12 on end user guidelines influenced this material a lot.  
 

   
 

Brochure (left) and 
 
Leaflet (next page) guide swb customers to decision 
about an heat pump investment 
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 .  .  
The brochure which was originally made for the Bremen market and paid by swb internal funds had also 
been adapted to the target area as a ProHeatPump product and will be used there also after the end of the 
project for end customer information. 
 
The new product and general information on heat pumps was also subject of two events which had been 
carried out in May 2009 in Bremen. One event took place on Monday 11th of May in the swb Customers 
Information Centre as information evening about heat pumps and the new “Thermo pro nature” tariff. 
 

  
 
The second event was dedicated to installers and carried out in cooperation with Bremer Energiekonsens. 
This organisation is working as an agency for information on energy efficiency and climate protection 
which is supported by regional utilities and the state of Bremen. Taking benefit from the presence of Mr. 
Rummeni from the German Heatpump Association in the area on 7th of May an Installer Lunch was organ-
ised. Due to the fact that two other events with Mr. Rummeni in the target area Landkreis Osterholz had 
been scheduled in the afternoon and in the evening the combination of lunch and presentation was seen as 
the only option for this event. Unfortunately also this option was not sufficient to attract a relevant number 
of participants. In spite of more then 150 invitations sent to addressees on the Energiekonsens mailing list 
only 11 participants came including internal staff from swb and the speaker. There were two presentations 
in the event. The first speaker from the swb sales department introduced the new activities of swb in the 
heat pump market. Mr. Rummeni introduced the policy of the German Heat Pump Association especially 
under the scope of quality management for heat pumps by means of qualification and certification. 
 

Information evening on heat pumps in the 
swb customer service centre in Bremen 
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An evaluation of the event based on the feed back questionnaire developed in the project (see D 7) which 
was filled in by 4 visitors led to the following results: 
 

�  The mailing by Energiekonsens brought 3 from 4 answering visitors. 1 came by information given 
by friends or colleagues. 

�  All answering participants declared the information received as useful. 
�  The practical applicability of the information was seen by 3 of the participants. 1 participant did 

not answer on this item. 
�  3 participants were installers, 1 was energy advisor. 
�  As the motivation to participate in the event 3 participants declared that they were interested in 

general information on ground source heat pumps. 1 mentioned the marketing advices for heat 
pump installers as motive to come. 

�  3 of the participants declared that they would be interested in further information on heat pumps 
against 1 without further going interest. 

 
Germany / RWE Energy 
 
German partner RWE has a long tradition in promoting heat pumps. Reason is that in a lot of regional 
markets where the company is active, they only sell electricity. Thus there is at least in these markets no 
internal competition between heat pumps and gas sales. The company permanently promotes heat pumps 
by special publications, events, special tariffs and a bundle of information on the company’s website. For 
this reason no specific events in target areas had been foreseen since the target area receives the same en-
gagement for heat pumps then other RWE regional markets. 
 
It was also planned to give a presentation (one speaker RWE Energy) at “4th  Wärmepumpenforum” in 
Berlin, October 2006. Target group of the event are installers/planners, manufacturers and politicians at 
national level. This participation had been postponed until the 6th forum in Berlin in October 2008 where 
Roger Nordman and Ingo Eichberger presented the ProHeatPump project and the actual results.  
 
Also Jörg Rummeni from RWE was one of the speakers in that event, who by the way had been delegated 
by his employer as a political contact officer to the German Heat Pump Association from fall 2007 until 
the end of the project. By this way project results could be communicated in real time to the political level 
as well as the project was well served with first hand information. 
 
It was also planned that additionally to these activities, RWE Energy should disseminate information on 
heat pumps and the project activities regionally not using project resources for travel and organisation via 
 

�  Different information evenings with building owners in their regional distribution areas 
(about 4-5 per year during the project) 

�  Different events with architects, planner, etc. (3 per year) 
�  Different events with manufactures of heat pumps and installers (exchange of experiences) 
�  Participation on different regional fairs (renexpo, Augsburg, Bavaria; Deubau and SHK, Es-

sen, NRW; etc.). 
 
The number of the described events has been achieved. Anyhow a detailed report was not available at the 
end of the project. 
 
 
Sweden 
A one day energy fair, “Nybro energimässa”, with private households as main target group was held in 
Nybro (SE) in the beginning of September 2007. The fair were organised together with the municipality of 
Nybro and the small house association. The fair focused on heating in houses. The energy expert Lars 
Andrén held a lecture regarding different heating alternatives. The fair was visited by about 500 people 
and there were about 18 exhibitors. Information material about heat pumps was distributed at the fair. 
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There were discussions about heat pumps and conditions to install a heat pump: Positive and negative 
aspects including economical and environmental issues were presented. The fair made it possible for visi-
tors to get information from both installers and independent energy advisers. Visitors were also informed 
about the ProHeatPump project. 
 

 
In the middle of April 2008 a seminar were held in Oskarshamn, Sweden. The intention of the seminar 
was to show how low temperature heat can be used to develop an area. Heat pumps are a technology to 
make it possible and more profitable. When for example a heat pump is combined with waste heat from an 
industry the efficiency factor for the heat pump can be raised and more useful heat is produced with rela-
tively low input of primary energy. Heat pumps are a very common heating source in Sweden, but there is 
still a large potential and the interest is growing also for larger buildings. 
 

 
 
Different ideas and experiences were discussed during the seminar. ESS presented information about heat 
pumps and possibilities to use the heat. ESS has carried out a pre study to use waste heat from a nearby 
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industry. The result of the case study concerning a recreation and conference centre and a green house 
using waste heat as heat source were also presented. 
The seminar was attended by 39 policy makers and some 50 end users. 
 
On May 21st 2008 an Education seminar for energy advisors and consumer advisors has been arranged in 
Karlskrona. It was a 2 day course on heat pumps, in cooperation with Mats Carlström and Martin 
Nylander (former Swedish heat pump association personnel) and Jan Lindström from Thermia with 25 
participants. 
 

 
 
Three day energy fair, “Miljö&Energi 2008”, with private households as main target group was held in 
Kalmar (SE) in the beginning of June 2008. The fair was organised together with local authorities, Mil-
jöfordon Syd, Destination Kalmar and Kalmar University. The fair focused on heating in houses, cars 
driven on renewable energy, but also ecological living. Information material about heat pumps was dis-
tributed at the fair. Discussions about heat pumps were held with end users, installers and small house 
manufacturers regarding energy efficiency possibilities with heat pumps and other heating alternatives. It 
was also discussed how to increase the performance of heat pumps. Visitors were also informed about the 
ProHeatPump project and experiences from heat pumps in other countries. The fair was visited by about 
1000 people and there were about 30 exhibitors. 
 
 
UK 
The UK partner University of Edinburgh held a major event in Edinburgh on 22nd September 2008, in 
cooperation with the UK’s Heat Pump Association and Ground Source Heat Pump Association. The event 
covered activities required for deliverables 15, 24 and 29. A special website had been established: 
http://www.gshpscotlandevent.org/ .  
 

 
 

May 21st 2008: Education for energy 
advisors and consumer advisors in 
Karlskrona  
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The event was aimed at installers, architects and manufacturers of heat pumps, but of course others were 
also welcome. The event was divided into an exhibition, where manufacturers and service providers 
showed their products, and a conference/workshop where many aspects of GSHPs were discussed. 
 
Plenary talks included a brief introduction to the UK GSHP scene, and key organisations introduced them-
selves, e.g. GSHPA, HPA, EST. Further on, key issues were identified and points of contention and chal-
lenges were described. The four workshops that were held covered topics of interest to architects and 
builders, installers (technical), installers (marketing) and those concerned with policy and regulation.  
 
In the architects’ and builders’ workshop, the objective was to provide an opportunity for participants to 
present experience and cases, to introduce participants not yet involved in GSHPs to the technology and 
issues, and to identify requirements:  policies, support, information, forms of cooperation. 
 
The technical workshop for installers focused on introducing newcomers to key requirements, issues, 
choices for design and installation of systems, and to industry structure and relations, contracting, etc. In 
addition, an introduction to accreditation and training systems and requirements was given. Presentations 
and views on case studies of installations were given, to share early experience and problems and also to 
allow experienced installers to describe their experience. 
 
Workshop 3, Installer Marketing, was held to summarise general publicity for GSHPs, supplier and in-
staller marketing methods and experience, and to summarise and review results of PHP marketing surveys 
among installers.  It was important to identify requirements and actions concerning policies, support, and 
information, forms of cooperation, national publicity and information initiatives. 
 
Workshop 4, policy and regulation identified and explored key policy and regulatory issues and require-
ments as well as examined experiences and values of subsidy schemes and other financial support meas-
ures.  
 
In total, about 160 participants attended this one-day event. Many voices were heard that this was an ex-
cellent organised event that brought many different groups and interests together to share experience. 
 

�� ��
�
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France 
The French partner had to carry out one workshop and to hold a presentation on heat pumps and renew-
ables at the annual meeting of AFPAC (L’Association Française pour les Pompes A Chaleur) with target 
groups installers and manufacturers at national level.  
 

 
Bulgaria 
Various activities have been carried out in Bulgaria to present the project and it’s subject on national level 
events 
 

�  April 19-20, 2007: Participation and presentation on a Conference of The Municipal Energy   Ef-
ficiency Network EcoEnergy in Gabrovo, Bulgaria. 

�  November 15, 2007: Participation and presentation on a Workshop “The Norwegian cooperation 
programme for economic growth and sustainable development in Bulgaria“in Sofia.  

�  November 16-17, 2007: Participation and presentation on a Managenergy Training Programme  
Module “Developing Successful Sustainable Projects” for Directors or Deputy Directors of Local 
& Regional Energy Agencies (LEAs) in VARNA, Bulgaria.  

�  December 5-6, 2007: Participation and presentation on a Conference of ABEA ( Association of 
Bulgarian Energy Agencies) in Sofia. 

�  April 1-3, 2008: Participation and presentation on Energy Charters’ “In-depth Review of Energy 
Efficiency Policies and Programmes of Bulgaria” 

 
A one-day information day on heat pumps with short presentations, Posters, examples of heat pumps, etc. 
in cooperation with heat pump manufacturers (target groups: SMEs, house owners; number of participants 
about 200 in average; regional level) has been carried out according to Annex 1 of the grant contract on 
12th of December 2008 in Varna. 
 

Impessions from theProHeatPump 
event in Edinburgh in September 2008  
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An evaluation of the event based on the feed back questionnaire developed in the project (see D 7) which 
was filled in by 128 visitors led to the following results: 
 

�  21% of the participants came on information by friends and colleagues. 10% came based on in-
formation in the exhibition. Media information was relevant for 23%. Most important was infor-
mation via internet which attracted 47% of the visitors. 

�  As most relevant information source Seminars (35%) and conferences (38%) were mentioned. 
�  From all information material the participants had seen about ProHeatPump the general report on 

the policy and marketing mechanisms was mentioned with 42% 
�  40% of the participants declared the information received as very useful, 60 % as useful. 
�  The practical applicability of the information was seen by 79% of the participants, 21% thought 

that the information was partly applicable for them. 
�  67% of the participants were end users, 18% installers, 5% producers, 8% traders and 2% politi-

cians. 
�  As the motivation to participate in the event 35% declared that they were interested in general in-

formation on ground source heat pumps. 20% mentioned the marketing advices for heat pump in-
stallers and 45% the international know how transfer. 

�  All the participants declared that they would be interested in further information on heat pumps. 
 
 

7.2.3 Conclusions 
 
Target groups 
The most effect in terms of engagement and interest came from the target groups installers and manufac-
turers. These target groups also acts as multipliers of project results, since they use material in their pro-
motion activities. This target group is probably the easiest to reach out to via branch organisations, and 
they act as multipliers, so the benefit can be much better than reaching out to end users. In order to attract 
installers and manufacturers, the information need to be on a higher level than when reaching out to end 
users, hence there is a need to prepare good presentation material. 
 
End users is a target group that also have large interest in the project, but is more time consuming to reach 
out to in an individual event like a personal meeting in a trade fair or a workshop. End users are, however, 
acting as ambassadors for the technology when they have a good working system that saves them money. 
Often other end users listen more closely to their neighbours that to the salesman that sells the product. 
 
Reaching out to policy makers is the toughest task, since they have little time, and the messages must be 
very clear. In this project however, we reached many policy makers in especially Bulgaria, which is a 
proof that heat pumps have attracted policy makers as a means of reaching ambiguous EU renewable en-
ergy targets. 
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Website 
The website was early online, but there was little content in the first months. It would probably be better to 
wait with launching the website until there is more material available. It would also be a good idea to link 
the project website with a newsletter that draws attention to the website. The newsletter can then announce 
new material on the website. By cooperating with already existing branch organisations or international 
organisations, and supplying material to their newsletter, a larger audience can be reached early in the 
project. 
 
Workshops and conference 
Workshops and conferences are very good ways to gather the business, and by inviting good speakers, 
there is a good chance to have a large audience. The organisation of the practical issues in the event could 
be rather time-consuming, therefore it is good to arrange the workshop together with a professional event 
organiser. 
In the planning of the contents, give time slots for networking and discussions, since there always is short 
of time. 
 
 
8. Final Conclusions 
 
Generally it can be stated that the high investment cost of HP units and of drilling boreholes results in a 
price of a heat pump installation at two to three times the price of a state-of-the-art gas boiler. As this price 
difference has to be overcome by lower operating cost to result in a total cost of ownership advantage, 
market success in such areas is nearly only possible with an equally large gap in energy prices (this can be 
illustrated by energy price ratios). 
 
Owners of newly constructed houses are reluctant to take out additional loans to finance a more expensive 
heating system even though such action would be much more cost effective in the long run. Installers 
should inform the consumer on the total cost of ownership topic. Banks could assist and could also pro-
vide larger loans, because energy cost for heat pump heated houses are lower than those of comparable gas 
and boiler systems.  
 
The explosion in energy prices however seems to have a clear impact on the attractiveness of investment 
in heat pumps, in particular in regions where the price for fossil fuels has grown stronger than that for 
electricity. Market growth is likely to be much faster the lower the energy price ratio between electricity 
and competing technologies becomes. Such a development is more difficult to achieve in countries with 
developed gas grids. Usually actors try to seriously hamper the promotion of ground source heat-pumps 
(and others).  
 
Installing HPs in the renovation of old houses is sometimes problematic, as it requires larger effort (an 
energy audit, renovation measures for roof, windows, and garden). However if the result of such assess-
ment is positive, heat pumps are particularly well suited for old buildings that have at least a low tempera-
ture heating system (with new technologies are just coming to overcome this limit. In this case expensive 
additional measures like insulation of roof and wall cavities or a new heat distribution system can be post-
poned or cancelled completely.  
 
 The price for ground source heat pumps and the mentioned specifics of the retrofit sector create a high 
hurdle for the increase of heat pump sales in the renovation segment. In connection with demographic 
change the requirements from and the expectations on a building are changing. If the inhabitant of a house 
is close to retirement or even already retired, it is not untypical, that his heat demand is much lower than 
that of comparable humans. In most cases he or she lives alone in their houses and are just heating the 
rooms they really need. The high up-front investment cost of heat pumps requires a 10-12 year time hori-
zon to recuperate them. In particularly seniors shy away from renovation stating that they will have to bear 
all the cost but limited benefit.  
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On the other hand demographic change also decreases the number of young families which construct a 
new house, which is the most interesting model to install a ground source heat pump. The heat pump mar-
ket comprises two distinct segments. One is the private residential market with largely standard industri-
ally produced systems; the other is for public or business facilities which use bespoke systems designed 
and assembled by specialist companies. According to this split in the market there are in most countries 
and especially in Germany totally different distribution channels.  
 
In private houses people ask for heat and this is the traditional domain for installers of heating systems. 
Unfortunately, many installers are good plumbers, but lack the deeper knowledge on heat pump technol-
ogy and the specifics of heat pump installation. As it is the installer who often sells the heat pumps, he 
may even consult against heat pump systems in case he fears competition. He may even not offer heat 
pumps to the customer fearing that he may loose the business (if he can not install it and the customer opts 
for it.  
 
The traditional domain of the refrigerating and acclimatization business is another market segments. Com-
panies from this sector have extensive knowledge on heat pumps even from times when the term heat 
pump was not common and specialists only talked about refrigerating machines. Refrigeration installers 
are usually able to customize heat pumps exactly for the needs of each facility. Somewhere in between are 
the electricians who start selling heat pumps almost in the context of energy efficiency measures. As al-
ready pointed out in the progress report the differences between conditions in participating countries had 
been underestimated. Finding reasonably comparable target areas was more complicated than expected. 
For this reason the project partners decided to carry out an additional survey to produce background in-
formation on the regions studied, including specific data on heat pump planning, installation and distribu-
tion, on the image of heat pumps among different audiences, and on information and support activities 
provided by different organizations.  
 
Such have been the developments during the lifetime of the project in the heat pump industry and markets 
in all the partner countries, and the greatly increased level of information and activity on heat pumps, that 
some of the objectives and tasks originally envisaged in the project proposal were rendered inappropriate 
or redundant. In some cases we found that almost identical tasks had already been undertaken or were 
being undertaken, particularly by the heat pump associations in each country. We have therefore sought to 
revise the form and content of some of the outputs to better reflect the needs of the industry and policy-
makers in this much changed environment. In particular, it was intended that PHP would produce more 
information and promotion materials of its own. To have done so in the form originally envisaged would 
have lead to the pointlessly production of material that is now readily available. An assessment showed 
that this material is adequate for its specific audiences. We therefore adjusted the objectives and outputs to 
varying extents to contribute more appropriately to the promotion of the technology. Similarly, some of 
the promotional activities have been undertaken working in more close cooperation with other actors than 
we envisaged, so that we combined forces, avoided duplication and reinforced each other’s efforts. 
 
When trying to summarize the different aspects positively affecting market development, the following 
success factors should be taken into considerations for new markets: 
 

- It takes a certain critical mass before a market or market segments starts to have its individual 
growth dynamics 

- The development of such a critical mass requires positive framework conditions. Policy mak-
ers and utilities are well advised to prepare the ground for a general understanding on heat 
pump technology, its cost structure, and its environmental benefits.  

- A lot can be done by providing information and information material (check lists, technology 
overview, installer guidelines, systems check) to decision makers like public servants, archi-
tects, planners, final consumers and (needless to say) installers.  

- Financial subsidies should be considered in markets where the difference in upfront invest-
ment between heat pumps and technologies using traditional fuels. In order to be successfull, 
they must comply with some requirements: 
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- If a government is not willing to fine-tune a subsidy scheme according to these aspects, in 
tendency it might even be better for the industry not to receive the subsidy, because it destabi-
lizes long term development on a speculative short term decision making horizon.  

- A subsidy that is too extensive attracts many free-riders without proper knowledge.  
 

- Actors should also work towards a system to collect data on heat pump sales. This is often 
lacking but seems very important to measure success of any subsequent measure and of indus-
try development as a whole.  

 
- It should be foreseen (and this is also in line with the RES Directive (2009/28/EC)) to estab-

lish heat pump technology in all curricula for the education of professionals in the field of 
heating and cooling. At the same time, a certification system should be installed.  The 
EUCERT training and certification system for heat pump installers is one of the few that is 
working EU-wide. Instead of developing new systems, it seams reasonable to accredit it.  

 
 


