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Strategies for Increasing Heat Pump
Water Heater Adoption

OVERVIEW

By providing financial incentives, utilities and
policymakers can help accelerate the
adoption of heat pump water heaters
(HPWHSs) in the Southeast, reducing
household energy burdens while advancing
grid stability and climate goals.

Project Goal

Identify opportunities to increase
market transformation and
deployment of HPWHs

Timeline
2024 - 2025

Biggest Opportunity

Align incentives
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BARRIERS

Despite these advantages, adoption remains

significant barriers include higher upfront costs (~$4,000 installed versus ~$2,000

slow across the region. The most

for standard units), low consumer awareness, and contractor reluctance to
recommend or install HPWHs. Emergency replacement scenarios — when water

heaters fail unexpectedly — make it unlikely that consumers will research or invest in

new technologies. In this scenario, if a customer is interested in a HPWH, but a

limited supply of rebate-qualifying systems at the storefront or distributor prevents
them from same-day installation, that may further discourage a potential customer

from purchasing a HPWH. Without consistent customer demand for HPWHs,

storefronts and distributors are not incentivized to take up shelf space with HPWHs

that could potentially collect dust.

OPPORTUNITIES

To accelerate market adoption, stakeholders
with consumer and plumbing and dual-trade
goals. These include:

should prioritize strategies that align

contractor needs, and utility system

e Offering instant or midstream rebates to reduce upfront costs at the point of

purchase or installation.
* Equipping contractors with training, sales
promote HPWHs confidently.

tools, and financial incentives to

* Expanding stocking and distribution so HPWHSs are readily available during

emergency replacements.

* Coordinated consumer education campaigns highlighting long-term savings,

comfort, and environmental benefits.

UTILITY REBATES FOR HEAT PUMP WATER HEATERS

LGE&KU
$300
Duke KY
$350

| TVA |
$1300
Sawnee EMC
l&
Cobb EMC

Coweta-
Fayette EMIC
250
Greystone

$400

AP VA
$400
$1200if
61-99% of AMI

SWEPCO

AR $1150

ENTERGY AR
$500

ENTERGY
MS
$750

GPC

$1000

DEC/DEP NC
$500

DEC/DEP SC
$350

50% up to

DOMVA/NC
$250 40-59 gal
$400 60+ gal

DOMSC
$750

AP=Appalachian Power
APC=Alabama Power Company
AMI=Area Median Income
BES=Beaches Energy Service
DOM=Dominion

DEC=Duke Energy Carolinas

SWEPCO LA
$1150

MPC
$350
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ENTERGY NOLA

FPL
Up to 50% of
cost for
commercial

$400
ENTERGY LA

DEP=Duke Energy Progress
EMC=Electric Member Cooperative
FPL=Florida Power & Light

$400 $1000
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JEA $350
< 50 gal GPC=Georgia Power Company
BES $500 JEA=Jacksonville Energy Authority
LGE&KU=Louisville Gas &
MJ Electric/Kentucky Utilities

MPC=Mississippi Power Company
QUC=0rlando Utilities Commission
TECO=Tampa Electric Company
TVA=Tennessee Valley Authority

auc
$500




