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Introduction

Task of WP 1.5 was the establishing of an expewgifrom experts of various Heat Pump
related EU projects in order to involve experienites have been made by other projects
supported by the IEE programme on successful (modess successful) information chan-
nels/material on heat pumps. E.g. experience irCeliified Heat Pump Installer (EUCERT),
Extend Accredited Renewables Training for HeatiB§RTH), etc.

The project coordinators of relevant other projstitsuld be contacted to avoid double work
and increase the impact of the information toolsémal to be developed. It was intended in
the application that exchanged lessons shouldaradd when preparing information mate-
rial/tools. To ensure a good information flow itsM@reseen to organise an expert workshop
(1/2 day) with key personnel of the other projextd representatives of relevant organisa-
tions (Heat pump centre / European Heat pump Aagoni/ etc.).

The workshop was thought to be organised accompgran IEE conference/info day follow-
ing the project start. It was intended to integthteresults of the expert workshop into the
strategy for information channels/material subseatly¢o the expert meeting.

1% attempt; Cooperation with GroundReach

The broadest overlapping was expected with the @Reach project. Thus involving the
Ground Reach project in the work shop and to ¢fdhié interfaces between both project was
given priority. Unfortunately representatives of t8roundReach project did not attend the
IEE Info day in February, this event could notpaginally planned, taken as the starting
point to implement the envisaged workgroup. Fos teason a meeting with representatives
from the GroundReach project took place in Untenirag/ Munich on Friday %Lof June to
discuss the options for cooperation between baijepts.

GroundReach was presented during the meeting byrdject coordinator, Mr. Dimitros
Mendrinos (CRES, Athens) and Dr. Burkhard Sannardgean Geothermal Energy Council,
Brussels). The meeting took place in a friendly endperative climate. In the beginning the
goals of the ProHeatPump project were introducetheyauthor who explained the approach
and the goals of the ProHeatPump project. Itent®@wifmon interest could be identified easily
on the basis of the work paper (Synopsis of botiepts) set up by the previous ProHeat-
Pump coordinator Stefan Foerster in March 2007 éseex of this document).

Dr. Sanner strongly recommended to involve thevegleorganisations dealing with heat
pumps in Germany into the project as early as ptesand to use them as dissemination part-
ners for project results. Such relevant organisatere the Bundesverband Warmepumpe in
Munich Http://www.waermepumpe-bwp.jland the Geothermische Vereinigung in Geeste
(Http://www.geothermie.de).

Further on he mentioned the activities of the EaempRenewable Energy Council (EREC),
the umbrella organisation of the leading Europesewable energy industry, trade and re-
search associations active in the sectors of pbtitig, wind energy, small hydropower,
biomass, geothermal energy and solar thermaiy.erec.ory. Especially the KARES-H pro-
ject could be interesting for ProHeatPump sincg also a promotion project
(http://www.erec-renewables.org/projects/proj_K4 RESomepage.htin




In detail the following agreements were taken:

= GroundReach will send the actual project schedsike laasis for common planning of
activities. ProHeatPump will send the Annex 1 & #épplication to CRES and Dr.
Sanner.

= GroundReach outputs will be checked by ProHeatPomihe basis of the WEB site
data. Especially the best practice data base dmuldseful for ProHeatPump.

= Both project WEB sites should contain links to tileer project.

= For the remaining part of the project implementatiautual presentations of results
on public project conferences of both projects &hbe envisaged.

= GroundReach results should be introduces into W®Parl 4 as far as it seems to be
useful.

= Results of regional case studies from ProHeatPurapld be made available as best
practice cases for the GroundReach data base.

Dr. Sanner offered to ProHeatPump to check theecbapelling and terminology in project
outputs in English language. Further the Annex GrafundReach application shall be made
available for ProHeatPump. He further on informbdw some upcoming events which
might be interesting for ProHeatPump partners.rindion on these events was given to all
ProHeatPump partners.

Further arrangements concerning synergies betweetwb projects have been done by the
French project partner GRETh. For the requesteel stalies it was agreed to use the tem-
plates from the GroundReach project and to makiada the ProHeatPump case studies not
only on the project WEB-site but also to add tHfenmation to the GroundReach database of
best practice. Each partner should deliver a femvptete case studies.

The goal to establish a workgroup could not beead so far. In this sense this deliverable
had been submitted with the Progress Report statprgliminary character of the document.
It was agreed wit the desk officer, to use the tBBtractors meeting ori"&nd 9" of No-
vember 2007 for further processing on this issueirgy this meeting a meeting with the
Ground Reach coordinator took place. The idea agm#o participate in the next Ground
Reach conference in Greece in January 2008 argptstrabout the ProHeatPump project.
Due to the short preparation time and a lack ofdreesources it was not possible to realize
the participation in the event.

Missing communication between both projects infdlewing months led to the result, that
the final opportunity to arrange the workshop dgriine IEA Heatpump conference in Zurich
in May 2008 has not been used. Zurich was at thee ¢Bme the final event for GroundReach
which ended in May 2008. From a retrospective pointiew Zurich would have been a good
option for the workshop since both projects werspnt with a couple of partners.

2nd attempt: Creation of an expert group with EHPAmembers

During an extraordinary ProHeatPump meeting in Bame&Sweden in November 2008 and
several monthly Skype conferences the idea wastbaat up an expert group in junction

with the international ProHeatPump conference imgaBulgaria in March 2009. The pro-
ject partners contacted various stakeholders fl@European heatpump scene to join such a
workgroup.



The idea was to create something like a virtualkwgyoup which might communicate by
Skype conferences.

The idea was further, to arrange two official megsi of the workgroup. A constituting meet-
ing shall be arranged during the event in Bulgaifinal meeting combined with the presen-
tation of our project results in May in Brusseler Ehe latter one we might also invite a repre-
sentative of the IEEA. Travel budgets should beistdd in order to enable such meeting.

This work group should be very close to the mentbprsf the project consortium in order to
create a solid base for cooperation. Members shmutte from the European Heat Pump As-
sociation (EHPA) and national heat pump associatifs one candidate Thomas Nowak
from EHPA was suggested. The EHPA was involvedhénGroundreach project and also in a
new, recently launched project funded by IEEA aB asein EU- Cert. Having an expert of
this organisation in the expert group promiseddbaglot of insight into other projects on
European level and a good dissemination of ProHeapFknowledge.

Jorg Rummeni from RWE who was delegated by his eyaplto the German Heatpump As-
sociation should introduce the point of view oftbrganisation to the work- group and hence
introduce the ProHeatPump findings there. Rogedian from SP nominated Monika Axell
for the IEA Heat Pump Centre and Martin Forsen, GE@e Swedish Heat Pump Associa-
tion. Stewart Russel nominated David Matthews, @E@e UK Ground Source Heat Pump
Association. From DLAEM in Varna the suggestion wasvite Nikolay Nikolov from the
Bulgarian Energy Agency and member of the GrounaicRemplementation team. From the
ProHeatPump team Ulrich Mller (swb), J6rg Rumm@&WE), Roger Nordman (SP) and
Stewart Russel (UEdin) agreed to participate.

All nominated persons were invited to attend trenpked workshop in Varna which was
scheduled for the 37of March 2009. Unfortunately only the Bulgariarpekt could finally
arrange to be present in Varna and had to leavelghzefore the meeting. On the spot the
project partners decided to make a last attemphisworkshop in May 2009. The idea came
up to take benefit from the annual conference asérably of the European Heat Pump As-
sociation on 18 and 28' of May in Linz / Austria and to arrange the megtim the eve of

this event on the 18of May.

Expert meeting in Linz / Austria on 18" of May 2009

The meeting was held under following agenda:

Welcome and introduction of work group members

Introduction and discussion on the task of the ebxgreup

Presentation of ProHeatPump Results and draft lafypeecommendations
Introduction of results actually or recently cadrigut under participation of EHPA
(Ground Reach and others)

Discussion with the ProHeatPump partners Roger idard(SP, Sweden), Jorg
Rummeni (RWE, Germany) and Ulrich Muller (swb, Gany) about the lessons
learned in the project and experiences in EU ptsjec
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Jorg Rummeni resents the recommendations from the
ProHeatPump project to the expert group meetiridrin

The meeting was attended by:

Martin Forsen Chairman SVEP

Ulla Lindberg EHPA /SP IEA HP Centre

Thomas Nowak EHPA

Brigitte Bach Arsenal Research Vienna Part timeeme

Karl Ochsner President EHPA Part time present
Gerald Lutz Ochsner Warmepumpen GmbH  Part timesptes
Ulrich Muller swb Netze Bremerhaven ProHeatPumpniea
Roger Nordmann SP ProHeatPump Team
Jorg Rummeni RWE Energy / BWP ProHeatPump Team

Ulrich Mller welcomed the experts and the presteiHeatPump project members, He gave
a short presentation about the ideas of the Prétdeap project and explained the intentions
to have this expert meeting. Especially he undedlitihat one goal for the expert work group
has been to avoid overlapping between EU fundegqiand thus waste of money. Espe-
cially with the GroundReach project therefore eadytacts had been built up.

Thomas Nowak from the European Heat Pump Assooiatibo had been involved in the
GroundReach project said, that he would not seefsignt double work in both projects.
GroundReach has been focussing especially on ttger€dction by using heat pumps
whereas ProHeatPump had a clear focus on markaathanisms especially in the selected
target regions. It would be easy to recognizehlitooking how the Ground Reach project
defended their measures.

Next Jorg Rummeni introduced the findings from BmeHeatPump project in form of a pres-
entation of policy recommendations (see Annex 3).

In the following discussion the main items were:

* Why did ProHeatPump not analyze the market foraips®rption heat pumps?
The speaker clarified, that the heat pump sizgdgrabsorption heat pumps would
have been generally larger than needed in siaghy houses on which the main fo-
cus of the project was laid.




What could be the role of utilities in HeatPump kesing?

Rummeni explained that there would be a stratdjanae between industry and utili-
ties. Relevat would be, the core business of igiliin specific market regions. In the
case of a strong focus on gas sales it would lieulifto get strategic support for
promoting heat pumps. The impact might be, thaégions with strong gas supply
heat pumps often are hindered by special high#éfstéor heat pumps. On the other
hand utilities with a focus on electricity salesmiote heat pumps with special tariffs
in order to fix the customer and to avoid thatédeves to cheaper providers.

Which country specific findings made ProHeatPump?

An interesting observation was that Bulgaria isedl Weveloped heat pump market. At
least in the cities air to air split units seenbéovery popular and vastly spread. One
reason is the low electricity price of 0,07€, tlleew one is the option to use the tech-
nology also for cooling. A high share in the mar&et split machines from East Asia.
Ground source heat pumps are sparely common iraBalm spite of excellent
ground source heating potential. Main reason isibke price which is about 75% of
the average annual income. In the Varna areactstrs for drilling and high prices

for used thermal water from the ground are hindgtive development of a ground
source heat pump market.

The awareness of using electricity for heating pags differs greatly. From country
to country the project considered a very diffengatv on the value of electricity.
Relevant for spreading head pumps is the accept#radectricity for heating which
has often a very specific history (e.g. cheap “gtegectricity from hydropower in
Sweden, relatively cheap CO2 neutral nuclear predwtectricity in France). Both
countries are leading in heat pump installationSurope.

ProHeatPump team members Jorg Rummeni (RWE
energy) and Roger Nordman from Swedish SP

Relevant for heat pump installations is also thaliguof the buildings, especially in
the retrofit market. In UK often the quality of iration is so bad, that houses are bet-
ter reinsulated first before installing a heat pumiso single phase electricity gives
problems with currents. Boundary conditions ditidot between countries, which
leads to different insights.

Heat pumps an RES

The recognition of heatpumps as RES in the new ES Rirective is important for
the marketing of heat pumps. In the past heat pwfipa were used for heating the
building whereas solar thermal collectors were Usetieating the drink water. This




is changing. Al lot of comparable customers are bowing hot water heat pumps.
This is also a result of increased usability ofélgeipment. Simplicity is important to
sell heat pumps. The producers need to approadatutemer’s gut feelings. This has
been done for example in the “nibe” case where ks group of women design the
unit interface.

Prices for heat pumps:

Another discussion has been if the price levehfat pumps compared to traditional
heating systems is not too high actually. The retfrinvest for a ground source heat
pump in the German market is between 8 to 10 yé&adtsstries would rarely effort
investment with such long ROI period. Why shoulivge house owners, especially
older customers do so, for example in the retoafge?

Thomas Nowak argued that with increasing numbeiatds due to economy of scales
prices would go down. On the other hand the redurimvest is much shorter with

state subsidies. In the French market in 2008 riene 150.000 heat pumps have been
sold due to an effective subsidy programme. Amntlmenent manufacturers have no
relevant stock piles. Finally marketing would be #ey problem if sales go down.
Naturally a change of paradigm is necessary wharufaaturers have all sorts of
heating products. There is the need to phase aighhtiming. We need economic in-
centives to have the big shift! Not by subsidies.

Missing heat pump “culture”:

A problem is that there are no heat pump commuyig in general. The installer is
the front man in selling the products, there shdnddshared risks with producers. The
unifying requirement in the decision level towahdst pumps, is the lack of qualified
people at all stages in the chain. We need an @#dacgystem that transports the in-
formation to the right messengers.

Qualification and Certification:

Qualification and certification were seen as cruf@ators to increase heat pump sales
and trust of customers in the technology. EUcars ixisting product training were
seen as necessary basic offers. Anyhow additioaiaing suitable to the needs of the
installers is missing. In Sweden training schemeg bff when it was introduced to
manufacturers. Installers were afraid of goingrioversity. The inroad to vocational
training is hard, so there is a need to have tigioentres.

Another problem in some countries is the policyhaf guilds. The heat pump issue is
cross professional: It is part of the electriciaafts and of the climate and refrigerat-
ing professions and heating installers. Guilds tlaaint interference in their systems.
They have the inherent tendency to occupy a nelantdogy as their own domain.
This is hampering the introduction of the heat plsupject into vocational training in
many countries where there are strong guilds.

It can also be stated that beside contradictograsts of guilds there is still a lack in
training facilities and qualified trainers for hgatmps in the vocational training sys-
tem. Promotional HP units (supplied by manufacs)rer use in vocational training
could help.

Certification based on a two tire system, prodacid installers, where both should be



approached simultaneously is indispensable. Anylowractise it is not so easy
though.

As a conclusion of the discussion it was statetlibat pumps are still faced with technical,
economical and policy barriers. It will be necegdarshow ways to overcome these barriers.
In this context also expectations were set in ttediBatPump project and the project report.
The project representatives stated that work igunay and the input from the workshop
will be taken into account.

For the report it was seen as important to addhesdifferences in awareness and the matur-
ity of the markets in the different countries. Thet was given to provide information suit-
able to the countries’ level of development on$heurve.

Generally the project should not try to answegatstions on policy and give too many an-
swers. It would be better to restrict to certanyéh groups where information can have the
largest impact, and focus on them (the groups nrighbe the same in all countries?!). The
project should use the Russian puppet tactic: Hawtle successful sale of a heat pump from
an installer be described as a contribution testieessful market development?

After the end of the meeting the discussion wagicoad during a common dinner.



Annexes to Deliverable 4:

Annex 1

Proposal for the clarification of redundancies andlifferences between the IEE projects
GroundReach (GR) and ProHeatPump (PHP)

1. Introduction

Both projects are basically aimed to bring theatisimation of heat pumps within the EU forward by

— Studying of countries with a higher market pen&rat

— Presenting of market barriers/obstacles

— Deducing measures for a better market penetration

- Communicating project results by direct measurée¢ticontact to target groups in workshops, caniees

etc.) and indirect measures (website, brochurefiets)

GR has started 11 months earlier than PHP, theidara 36 months (PHP: 30 months).

GR involves 21 partners from 16 countries (PHP ringas from 5 countries).

The concrete and numerous intersections/overlapgekea the projects and their working packages résrh
the resembling targets. See the detailed analys#dnarked Annex 1 of GR.

To disintegrate the number of overlaps the follayépproach is done:
- Pointing out the differences between the projectsthe unique selling points of PHP
— Sharpening of the basic profile and the uniquarggpoints of PHP (and GR) as well as ,decartdlisétof

2

the projects so that redundancies will dissolvelfits

. Differences between the projects

The following proposals need to be discussed antitpkarised in common with GR.

2

.1 In principle

Both projects should not act as competitors oivadsrbut to bundle its strengths for a commondhifhereby
the quality and the depth of the result may bedased significantly without breaching the interedtthe pro-
ject partners. Without a decartelisation of thggxts an uncertainty will be caused to the targetps, as dif-
ferences in the way of the presentations and imgbelts itself cannot be avoided. A continuatibthe projects
without measures of equalisation is counterprosiacind possibly counters the approach to bring ne@ips
forward.

Measures:

2

The unique selling points and differences of batjgrts should be strengthen

Duplication and redundancies are to be avoidedh puagjects are to be decartelised.

On the initiative of measures, in case of doubd@rdination with the partner project should be done
Results should be exchanged (non-restrictive)

.2 Geographical approach (local vs. national)

GR has a more national/EU wide approach, PHP getad more locally. 5 of 21 partners of GR are wakn
an european or international context. That mearaysis and measures of GR are more “broadly basedi’e

people are addressed but local/regional specitdriesicannot be answered. PHP however, is contethioa
typical regions and their special features, is waghkmore in depth, is able to deal with practiaad @oncrete
problems.
Measures:

Arrange with GR that PHP will attend to its target¢as exclusivelyGR will not become active in the target
areas, will concentrate more on a general EU-wiitative.
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— PHP increases the depth of penetration in the targas, national approaches are to be avoided.
— Data collection of GR is more width, of PHP morepleData are exchanged.

2.3 Subjects of the contents

GR focusses on other emphasis than PHP, espeaially
— Potentials on the reduction of CO2-Emissions

— Demonstration of best practise

— Appropriate technologies of heat pumps

Market barriers/obstacles

PHP concentrates particularly on the subjects

— Commercialisation and Marketing of heat pumps
— Renewable Energies and heat pumps

— Market barriers and policy context

In GR ,,Commercialisation/marketing“is rather oneneéiny subjects. ,Renewable Energies/Heat Pumpsstis
a (substantial) subject. Problematically, howeigethe fact that market barriers/policy context massignifi-
cant main focus for GR as well as for PHP.

Measures:

— Arrange with GR that PHP will work out the thredomcts ,Commercialisation / Marketing“, ,Renewable
Energies / Heat Pumps" and ,policy context” exahaedy. Therefore, GR should demand the three main fo
cus subjects ,,CO2-Emissions”, ,best practise” ahdchnologies” for itself. The websites could refethe
corresponding partner project.

— By analysing the market barriers GR should coned¢aton the technological/economical subjects and PH
on the non-technological subjects (policy, legistatmarketing).

- Guidelines for target groups (e.g. supporting pdasnarchitects etc.): Also here should be aimeecar-
telisation, e.g. GR concentrates on the ,technitaljet groups like architects, planners and itest&hnd
PHP on the ,nhon-technical“ as policy-makers, comesuetc.

2.4 Publication of result
The tools for the publication are very similar, fily equal. The publications therefore shouldcberdinated.

Measures:

- GR and PHP should coordinate the contents of alizssdike web sites, leaflets etc.
— The participation and execution of conferenceswoikshops should be coordinated
— The contacts should be kept transparent

Stefan Foerster
CREA Center fur rationelle Energieanwendung GmbH
16. Méarz 2007
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Annex 2

Presentation of ProHeatPump Project

ProHeatpump

Promotion of efficient heat pumps for heatin

Duration: 122006 - D5/2009
Conminget N=; EIE/06/072

Project Presentation expert workshop Linz
Ulrich Miller

Version [Bth May 2009

Summary

What we da

Cerall project goal = pramolte energy allickent heast pumps for haating for the residentlal
sectar and SMES. Promotion of haal pumps will be dons in defined target areas by the
means of improved and stsady infermetion on heat pumps of the targe: groops end usars
and inglaliars ad well &8 r_'lE'"I‘_]' makers, Another impartant pm]e-.'t Lopee k5 the vasrigaticn
and avalustian of combinations of heal purnps end renewablas,

Framework

Lead partrier of the project is the swh NelZe in Bremearheven (Germeany] which carvles cut
the project in cosperation with rwe Ensrgy [Germany |, Univesity of Edinburgh (LK), 5P
and the Seuth East Sweden Ensrgy Agency (Sweden), SRETh (France} and DLAEM
(Bulgaris)

What we expect bo achieve

slncreasa the numbear of hast pump installations in selactad targel arsss;

sCreation of switable and practical information material for esch targat group instaiiers,
end users and pobcy makers) on haating by the mezns of hast pumps.

eDeveloprment of impraved marketing strategies to promote heat pumps countries with
low market panetration but high polantial for heat pumps.,

sPresantation of Tavourable conditions for the combbnation of hest pumps and renewsbles

12.07. 2009 2
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Background

Abouz 40% of the energy consumption in Europe is usad for buildings
and the Lion's share of this energy is consumed for heating
preponderating by the use of fossile fusls.Heat pumps produce an
adequate and eco-friendly heat supply with 75% gacthermal power or
enviranmentz| heat and 23% electricity,

Key obsective of the project is to show how to reduce the use of fossile
fuels for heating by the uss of efficient heat pumps. Thereby the
availabilicy of raw materials for energy production will be increased and
the dependence on workd energy markets as well as the production of
C02 decreased.

12.07. 2009 3

Objectives and main sleps

0

To achieve a further reduction of the use of fossile fusls technological
and economical aspects of heat pumps in relaticn with renewable
=nergies are invastigated.

Ta promots innovative technolegies with fow market shares it is not
sufricient to inform, experts. It js necessary that policy Drlf'lall_fers produce
2 «positive climate For this techrology. In 2 first step of the project
available information are examined and communicated to the target
groups (SME, enduser and instaflers), For this reason Politcal measures
and itz effacts as well 35 marketing strategies for promoting heat
pumps will ba evaluated arnd recessed for different countries,

.'5-..':|E||:|UE|r practical information materials are developped, the
evaluated resuits are communicated to the target groups (enduser
SME, installer, policy etc.). The web sarves as "l'lecﬁa. but mzinly zlso
direct communication with the target groups, workshops and
conferences,

13.07.2000 L
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Expected Resulls

O Increase the number of heat pump installations during the project
time on selected target areas.

O Suitabie and practical information material for each target group
[installers. and usars and -:u::-lirﬁ makers) on the possibilites and
the advantages of heating by the means of heat pumps.

O Impraved matﬂtfting strategies to promote heat pumps.ip European
countries with low market penetration ut.higﬁ.'n .pute_nﬁarffur Il-'IEEIT.
El_lum-pE, based on sxperiences from countries with high market

share

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

12.07.2009 ]

Work Progress WP 2

O ‘What has been done so far ?

B The cansortium has agresd an specific target regions In Bulperia, France,
Germany and the UK for which reglanal markel petential hes basn assasiad
aitd sufmarised.

L] The marcel potentizl lor st pumes his Baen 'S-FIEﬁFiEEL"'!.' gnalysed far
bulidings constructed from year 1980 on. Current hest supply for the
determmined bulldings and dsctors has bean axaminsd pnurmber of hast
L pS installad, types and sires of heat pumps In!ta.lbed, BVEFAgE: price far
Kiih hest {respeckively cosling) generated by heal pumps as well as the
miarksr volume of tha he ﬂlil'.q Adid EE":I|EI'|I:I markal relavant e small
bl'l-hﬂll'\'n'\-ﬂttl' and alrfwater hest plmps.

O What was the most important finding?

L] Hesl pump use lﬂEr.I'HII-:IE. mastiy fram the eLE gf|d penetration of thea
analyred arsas. Condanse gas bailers are the most relevant competitors hor
hest pumps. Predestinated for heat purnp sales are new residential bulldings
with state af the art insulation standand and low temperature (ground)
hieating.

B The retrofit sector =2ems Lo b2 & very 2e2nsible markel since heat pump
imstalatipn aften |2 hamperad by Heulfcient insualatica snd heal distributan

L2207, 100 L]
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Work Progress WP 3

O ‘what has been done so far ?

B Farmer or existing marketing strateges for promobiaon of heat pamps in
Ell..llﬂ-ar'h!. Franos, 'E-E."Irl-ar'l'\:.'r Sweden and the UK have baen analvsed under
the Stops af . markat |ncantives ssisbbshed H"' the publiz Bady and
incentives established by privete companies, B.0. energy Utilites and hest
purp manufacturers. The successfulness of markating bools has bBeen
asseaRad vie iInterviews with sales manajers, snangy BOENCIES Bnd ensrgy
eonsultants working in hast purnpes Tleld.

B In Bulgaris gnd the Uk markel actors have besn additlonally ba asked sbout
their apinion an the spplicability of the results within their régien in rowsd
teble meetings. Furthes on in theses countries raining courses far bocal
companiEs on marketing of heat pumps heve been drganized

O ‘What are the resules?

u Comprehansive evaluation of successliul and non-suctasalul markeling taals
gnd strategies Lo assist merkel aclers in countries with |ow market
penetratian of heat pumps to decide an the most appropriate bols)strategy
far their counbry,

12,07 2002 ¥

Work Progress WP 4

O ‘what has been done sa far ?

u An analiysis af relevant policy documents undar the aeopa of policy Mmeasuras
targebad to increass the uprake of haal apnergy policy Pomps in Sweden,
L'EE'I[?I'?}' and UK, focesing on the mle of haat purmps within broader energy

i

B An anaslysis of [natanal/reginalflacal) campeigns initiatad By govarnmeant
Engd pssacipted mstifuticng in Eurape Lo promote healt pumps

L] Intarviass with k.E'p' astore in each country L0 Basess hair uﬂﬂ-&i’ﬁtﬂﬂdlﬂf‘l afl
sceads of current .p-:l1|l'."|l' inibiatives, s¢stEmic barriems H#’I-U‘Er“'lu B morg
FI‘I:IE-EI'IHE rale :.-r_nur'u:-p in nfﬂﬂ'l-ﬂﬁﬁﬂ heat-pu mps grd their ﬂl-ﬂ-ﬂ!ﬂh’.‘ll‘l! (1]
rprove palicy aid

B For Bulgarie apd the UK suggessens an approprizle palicy meaasured and
A U incentives have baen devaloped and disouss with a
interdiscipbinary group af E:.-PEI’I—:F\-

O ‘what are the FFEIJ"E?H-I | o
|m Re analysing the policy context related to energy conservation,
I:rcl::ﬁrt'rg anJI‘u:-uIE'l palicy iF Swedan, N'3$EF and the UK.
B Short reports incleding specitic pr s for appropriate poi
interen u:r%sélglcnup;%ggp?w r'gllai.iveiyslw n‘gﬂ-neg =y qt::g' of heat
PUMpPS Wil istei vl BCTOIE.

m  Specific proposals fora rigte policy interventions in countries with
reﬁivé? low marsst pggerggbiun :ﬁ:lll'legf PUMES.

L2 07,2002 ]
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Work Progress WP 5: Heat Pumps and Renewables

O ‘whathas bheen done so far 7

B Informetion on heat and gee driven hest pumps have baan collected and
the potantizl coupling with bloges or solar hast hes basn syvaluated,

B Examples of haat pumps coupled to soler hest have been callected.

O ‘what are the resules?
B A regort on hest and gas driven heat pump bas bean Esued,
O ‘what was the most important fnding?

B Sayers| examples of the cougling of hest purnps with renevable have been
found, Buk for most of the cazs thay are limited to damanstration
oparations.

B There are very limited commercially svailable systems.

B The main barvier to the widespreading of such technologies is the
Investment cost,

O The next steps until the eng of the project

B Fact ahaals on st pumos coupled wikh renawables ¢ill be lasued

B A workshop will b2 organised in France

B Two technlcal-economic studiss will ba performed (Bulgaria and UK)

12.07.21009 2

First Resuits

O

It can be stated thet & developed gas grid seriously hampers the prometion
of ground source heat pumps. The high cost of HP wnits nd of drilling
borshaies puts the url:l;e of B healt pu mp Installation at batween two or thees
Eites that of & statenl-the art &5 bailer. Owners of newly constructad
houses gra raluctant to take cul additiongl loans te financs a mere expensive

Il1ﬁl.!IU|"|l:;| gyalem even il in the langer term it wiwld be much more cost
Cliva,

Inestallng HPS in the renovation of old houses k& problematic, 3% B serous
EnEngy dit oftan mdicaies that Tor & Deat purmp 1o ba scofdmic and
affective, axpensive additenal measures like insuletion of real end wall
cavities or a new heat distribution System woukd be reguired.

TheE &xpiaaiod FlcEd howeaver aesms o have 5 chesar ai the
attm:ﬁlenua ment ir ils.ear. pumgs, and market grnw:ﬂh:ﬁf'ﬁi-.r o be
mueh faster l.l.'I'I‘J'l the new engrgy pHicss,

The hest pump markel comprises twe distinct sagments with guite different
shryclures and dstribetion chennsls. One 8 the privete residential marksk
with |lergely gtandard indostrially produced systems the other s fer oublic o
I'J'..IE.-FIE‘& facilites which ugs |.'II"."!.|.'II1"k.'E Sakarms Iil‘.‘"sh:ll'll‘_'ﬂ and assemblad |‘.'||I'
aciglist cormpanies, Enhencemant af I'I'I-Elr'k‘-'l.ll'l-l;l 'E[I-ELEI'.‘"EE musk considear
%5 a%a B-LEII"!.|I:|I',| poink

1EO7. -0 10
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Annex 3

Presentation Rummeni “Recommendations”

Mic e T 3

ProHeatpump

Promotion of efficient heat pumps for heating

Recommendations for a belter promolbion of heatl pumps

Expert Waorkshap

Linz, [&tn. May J009

Content

O Recognition of Heatpumps as RES - Adaptation of
member state’'s policies to RES Directive

O Incentives and grant schemes {general remarks and
country specific hints)

Easier Planning

Pricing of Heatpumps, especially under the scope of
retrofit market and demographic development

Marketing & PR

Research & Development
Qualification

Certification / Accreditation

(|

1

EELE

L2307 . 200 2
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1. Recognition of Heatpumps as RES

O Eecngnitinn of Heatpumps as RES - Adaptation of
member state's policies to RES Directive

O EU set SPF up to 2,875

O This SPF should be the requirement for national
legislation

O Higher SPF in national legislation will hinder a
broaden approach of heat pumps

O A higher SPF could be required to receive grants
or subsidies

O Especially in countries with a low HP penetration
requirements should be not to high to encourage
the market development

1307 300 3

2. Incentives and grant schemes

Incentives and grant schemes (general
remarks and country specific hints)

O Grant schemes should be simple and technology

open

O Grant schemes should not consider the heat source but
only the SPF

O The amount of grants could be in correlabion to SPF

O Grants schemes should focus especially to the
retrofit market {biggest market potential)

O HPs a niche product in the new building sector

O Mo obstacles for Air to Air HPs

1307 .3 00% 4
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3. Easier Planning

O Easier Planning

B Drilling permission on the basis of
preference regions(traffic signal
maps)

B No discrimination thru Carbon
Capture and Storage (CCS) regions

® Drilling regulations should be
national wide consistence

L2007, 200

W

4. Pricing

Brezk even point of HPs should be reasonzable
But price fluctuations of cil and gas could be
not the basis of production planning

Another argumentation is needed (life cycle
value)

Problems with utilities if gas and electricity
supplier,

Price spread between electricity and fossil

energles, especizlly in countries with non-
liberzlized energy markets

T ) W 0

L2307, 200
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5. Marketing & PR

O  Marketing

=
Emmm’l

Industry does marketing through brochures and Internet,
et,
But most end consumer contacts does have utilities
Target area Osterholz-Schermbeack vs Rhein-Et

O Osterhofz: 1,7 HP [ Inhabitant

O Rhein-Erftz 7,7 HP/ Inhabitant

Building strategic partnerships betwesn industry, installer
and utilitiss

Uise of testimonials of satisfiad customers
Importance of mouth to mouth propaganda
Establishing of a PR network with relevant mags and news

Improving and implementing guality standards far
transparancy of HP, installars, drillars, etc.

1207 . 2009

6. Research & Development

0 Research & Development

System integration in retrofit and existing
houses

Reducing of drilling costs

Alternative solutions like "Cold District
Heat”

Monitoring of HP to improve permanently
the system efficiency

Development of new HP components with
higher efficiency

1207, 3009
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7. Qualification

O Qualification
B Improvement of dissemination of EU- Cert scheme
®m Development of basis curricula for vocational
training and further education of different
professions of installers (electricians, heating
installers) based on EU- Cert quality standards

B Adeguate technical equipment for vocational

schools
B  Recruitment / training of accredited speoialists for
teaching
L2 OF 3000 -]

8. Certification and Accreditation

C Certification and Accreditation
B Industry
B Driller

B Installer

L2307, 2009 1]
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