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Hydro-Quebec’s Challenge

s |

Hydro Quebec’s Goal

v Targeting 21 TWh in energy savings by 2035 — equivalent to powering ~20% of
households for a year.

Heat pumps as a Strategic Lever

v Most Quebec households rely on electric baseboards for heating. Heat pumps are
central to HQ’s goals.

Current Approach: LogisVert program

v A resource acquisition program offering incentives for residential heat pump
adoption. &

The Challenge

v" Incremental approaches may not be enough. Ambitious goals require market change.
The Opportunity: Market Transformation

v~ Shift from one-project-at-time

v Target all consumers, reshape the market, enable long-term savings.
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Leveraging Evaluation to Support Market

Transformation
Evaluation Objective Evaluation Approach
» Inform Hydro-Quebec’s decision on » Leverage LogisVert evaluation (process
market transformation (MT) for residential and market) to build MT foundational
heat pump (HP) market elements:
> How LogisVert evolve into a Market > ldentify barriers

Transformation program? ]
> Develop program theory/logic model

> What would a successful MT program _ o
look like? » ldentify market progress indicators

> What analytic elements are required? > Develop natural market baseline
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Eata Collection Overview

Data-Collection Activity

Market MT Logic Progress Natural Market
Barriers Activities Model Indicators Baseline

Interviews with jurisdictions

Web survey with general population/participants

Interviews with builders (participants/non-
participants)

Telephone survey with installers/distributors

Delphi panel with distributors

Interviews with market experts
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Logic Model ——

Legend:
Hydro-Québec activities
- Mon-Hydro-Québec activities

Rental*Market NC Market
: [ \
Lack of awareness and Lack of customer Highpurchase ~ Pooropinionof Investmentlostto ~ Owner authorization Lowest
knmuhdge aboutHPs confidence in | and installation | customers and . theownerduringa requn'ed to msmll a  construction price
among customers installers | costs . installers of HPs | move | HP ! imperative
| : i : i L |

y f

1. LogisVert customer

v f ! | v v

6. Ceriified installer W 2 Educational material 10. Financial assistance 13. Promotion of HP
network i for fential custor for consumers on HPs M shared between ll benefits adapted to the

landlord and tenant g rental market

adverfising campaigns

i 4. Technical support
2. Educational material i (sizing, controls,
for consumers on HPs installation)

5. Site ing|

8. Enhanced financial
assistance for income-
qualified households

5. Site inspections

9. Support for
research and
development on
controls and low
temperatures

11. Financing on the | 15. Study and lobby for

tenant’s electricity bill the advancement of

building codes
requiring HPs

12. Setting up a HP
rental pilot scheme

1,2,3,6,7,8,10,11,1213,
14> Increase in the

number of efficient HPs
financed by LogisVen

3,456 - Increase in professionals’ expertise with
HPs

34 > Increase in | 1,2,34,912>

installers who promote [ Increase in the
efficient HPs proportion of high-

1 effidency HPs

15,14 > Increase in

3.4,6 > Increase in interactions between installers new constructions

13 = Increase in the proportion of rental
and Hydro-Québec

housing served by LogisVert parficipating in
LogisVert

1213 > Better . |
knowledge of efficient [ 2.4,5,6,9 - Increase in customer comfort i

HPs among customers

Increased penetration of heat pumps

4,5,6,9 > Improvement 2,4.5,6.9 > Increase in P owner satisfaction with i i 2,4,5,6,9 > Increase in
in installation quality J installations and installers | i

energy savings per heat
pump

Adoption of building codes requiring heat pumps.

Heat pumps are preferred option over eleciric resistance for replacement scenarios in existing homes.
Heat pumps are the preferred scenario over air conditioning.




Eey Barriers Not Addressed by Current Program

Barrier

Lack of trust in installers Network of certified installers

Lack of knowledge among Technical support for professionals and
installers about heat pumps onsite inspections

High purchase and installation Enhanced financial assistance for low-

costs income households

Lowest construction price Studies on and lobbying for the advancement
imperative (new construction) of a building code requiring heat pumps
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Select Market Progress Indicators

Increased proportion of rental housing served

by LogisVert
Increase penetration of heat pumps (renters
and owners)

Medium * Improved installation quality
and Iong » Percentage of population who are satisfied with their heat pumps
term » Adoption of a building code requiring heat pumps
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Natural Market Baseline

Percentage of Homes with Heat

Pumps
70%
Heat pump 60% __,-—"
installation in 50% T
Quebec in ’ "
2024 . T
150 000 _ew=T
30%
20%
The data collection Econoler estimates the
activities made it possible penetration rate of the L
to estimate the market residential housing %
size at 150 000 heat stock at 31%. 2024 2025 2026 2027 2028 2029 2030 2031 2032 2033 2034 2035
pumps in 2024. =< = With Current Program Natural Market Baseline
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Key Findings

@ Market not yet transformed despite high program uptake

,@ Incentives are critical to current adoption rate

o . -
&q{ MT efforts should focus on low-income, rental market and new construction
E/E Long-term baseline has greater uncertainty

ECON

o

L=R



10

o —
A —

Conclusion o~

This study offers a practical model for transitioning from resource acquisition to
market transformation.

Key elements:

= Market barriers to heat pumps

= Activities to address those barriers
= Market Progress Indicators

= Natural Market Baseline

Hydro-Quebec is moving forward with a market transformation program for heat pumps.

An implementation plan is underway, with actions already targeting market actors.
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Lessons Learned

Integrate MT early — embedding MT into RA program evaluations
brings efficiencies but requires dedicated focus.

Sales data gaps — estimating heat pump sales needs
triangulation and iteration.

Baseline uncertainty — long-term projections are difficult without
historical data and expert consensus.
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THANK YOU

Jillian Mallory
jmallory@econoler.com

econoler.com
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QUESTIONS?

?
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