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Purpose

This document presents CalMTA's logic model for the Residential Heat Pump Water Heating
(HPWH) Market Transformation Initiative (MTI), outlining the specific market barriers and targeted
interventions relevant to CalMTA’s market transformation role. The model focuses intentionally on
the areas where CalMTA can deliver unique value, distinguishing its efforts from those of other
programs and stakeholders operating in the HPWH space. By defining a precise scope and
concentrating on interventions aligned with CalMTA's mandate, the model attempts to provide a
clear framework for understanding CalMTA’s contribution to market progress and ensures that
activities remain coordinated, non-duplicative, and strategically impactful.

The model focuses only on the market barriers and interventions relevant to market
transformation and appropriate for CalMTA to address. It does not attempt to cover the entire
water heater market. For example, although heat pump water heaters can increase operating
costs compared to gas units, rate-design work that affects customer bills is outside CalMTA's
scope.

The barriers included in this logic model are specific to CalMTA's efforts. Other barriers such as
local code confusion or permitting delays are being handled by other programs or parties and
are not included here.

The listed strategic interventions are unique to CalMTA and highlight key collaboration activities.
To avoid confusion or the appearance of duplicating other organizations/programs work, the
team intentionally moved away from broad intervention categories in favor of more precise
tailored actions. As a result, the model reflects CalMTA's unique contribution to the market.
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Residential Heat Pump Water Heater - Logic Model Draft

Complex and inconsistent
California program landscape and
requirements for supply chain
and customers

Some California housing
characteristics are less
than ideal for Heat Pump

High first cost
(equipment &
installation costs)

Federal Standard requiring HPWH for
electric tanks > 20 gallon <120 gallon

California 2030 Heat Pump Goal (and CA
Heat Pump Partnership work)

Complex product
requirements that
customers do not value

Customer value proposition
and demand result in limited
supply chain business case
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Short-Term -
(1-2 yrs) California program partners Market and program

programs partner with
CalMTA on Scale-Up

Manufacturers and

Increased HPWH
installations in early MTI
identified submarkets

Total installed cost
decreases for MTI
identified submarkets

Increased installer
confidence and acceptance
of HPWH technology

align on a shared definition
of qualified HPWH
products, creating
consistency for market

Installer market partners and
programs utilize shared
messaging and research to
educate and accelerate

partners leverage and
participate in Market
Intelligence Data Hub

Plans creating quid pro quo data
partners and end HPWH adoption ?e?ationpshigs
customers
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Long-Term

(6-10+ yrs)

IMPACT
California meets Statewide Heat Pump Goal and the majority of

water heaters installed are HPWHs
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