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2008 ENERGY STAR Partner of the Year Application
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The word “Noritz” is an Americanized version of the Japanese word “noritsu,” which translates as “efficiency in operation.”  As a leading manufacturer of tankless water heaters in the US, efficiency in operation is the goal both of our aggressive development of products, and of how we function as a company.  Noritz takes great pride in the convergence of our goals with those of the ENERGY STAR program, and we find it gratifying that we can now be counted among the ranks of ENERGY STAR partners.  Because of this pride, we have included ENERGY STAR as a prominent part of all of our product and company promotional programs for the year 2008 and going in to 2009.


Noritz has actively participated since 2003 in the development of the new ENERGY STAR criteria for water heaters that has recently been introduced. By developing a condensing product, Noritz was able to qualify as an ENERGY STAR partner in the boiler category in 2008, making us the first major manufacturer of tankless water heaters to do so.  20% of our current residential product line qualifies to wear the ENERGY STAR label, and this percentage will increase to 100% next year with the addition of the new category.  This will make us not only the first of our competitors to become an ENERGYSTAR partner, but also the only one who will have their entire residential product line qualified for ENERGY STAR.


Noritz is so proud of the part we played in the introduction of the new ENERGY STAR water heater category, and the inclusion of our company as an ENERGY STAR partner, that we have incorporated the ENERGY STAR message into all of our training, marketing and education efforts.  Our combined Noritz and ENERGY STAR message has been spread to hundreds of thousands of end users, installers, distributors, utilities and employees, and will be spread to numbers even greater than that in 2009.  Through our commitment to the principles of the ENERGY STAR program, and our inclusion of the ENERGY STAR message in all of our communication with our customers and partners, we feel that we qualify as an ENERGY STAR Partner of the Year.

Product Qualification Efforts

In the year 2008, Noritz qualified its first group of models as ENERGY STAR products.  These products were high efficiency tankless water heaters that fit into ENERGY STAR’s boiler category as a combination boiler/water heating system.  This qualification comprised 4 models, or 20% of Noritz’s residential product line.  Through November, 2,387 of these qualified products had been sold; 5% of Noritz’ sales of residential products for 2008.


With the help of Noritz and other like-minded companies in the water heater industry, the DOE developed and announced a new ENERGY STAR category for residential water heaters in April of 2008.  According to this criteria, 100% of Noritz’ residential water heater products will qualify for the ENERGY STAR label.  Even if Noritz is not able to achieve the aggressive growth that it is planning for in 2009, this will result in sales of at least 50,000 residential ENERGY STAR water heaters under this new program.  With strong growth next year, this could turn into as many as 100,000 ENERGY STAR water heaters sold by Noritz in 2009.

Labeling Efforts


The commitment that Noritz has to the energy saving principles of the ENERGY STAR program, as well as the pride we feel at the active part we played in the development of the new criteria for residential water heaters has led us to the decision to put the ENERGY STAR label in as many locations on and around our products as is feasible.  Noritz has placed the ENERGY STAR label in the most prominent place possible on the products, directly on the front of the product wherever possible, or on the side in a few cases where the front was not feasible.  The label also appears on the product packaging on both the front and the back, it appears on both the Installation Manual and the Owner’s Guide which are included with every product, it appears on the EnergyGuide which is affixed to each heater, and it appears on every specification sheet that we distribute for ENERGY STAR qualified products.  (See “Exhibit 1: Labeling” for samples).


The ENERGY STAR label is also featured prominently in many different locations on both our standard www.noritz.com website, and our www.tanklessisgreen.com website.  Noritz used the EPA/DOE web tool to find different labeling options for our websites, which feature the ENERGY STAR partner label on the home page, the ENERGY STAR product label on the pages concerning our qualified products, the ENERGY STAR partner label on several pages that discuss saving energy and global warming, as well as the “What is ENERGY STAR?” explanation box on several of the pages that feature qualified products.  (See “Exhibit 2: Website”).

Training Efforts

Tankless water heaters are a fairly new product category, and Noritz has an aggressive product development strategy, so Noritz spends a lot of time and resources on training.  Our distribution chain includes wholesale distributors and installing contractors between ourselves and the end user, and our partners include utilities offering rebates, inspectors, and other agencies and consortia concerned with the promotion of energy efficient products.  We have always done a lot of training to the wide variety of stakeholders that our business is dependent on, so we had an easy opportunity to incorporate the ENERGY STAR message into our existing training regimen, and to spread it quickly to a large number of industry personnel. (See “Exhibit 3: Training” for examples of all of the following trainings).


In September of 2008, Noritz conducted a marketing summit at the 2008 ENERGY STAR Appliance Partner Meeting.  The meeting was attended by a large number of manufacturers, distributors and utilities, as well as other industry stakeholders including research laboratories and associations.  Noritz’ marketing summit was attended by 30 members of utilities, labs and associations, and was a good beginning point for work on ENERGY STAR promotion and rebate programs.  From this training Noritz was able to develop many new contacts, including one with Questar that we are turning into a co-branding relationship.


Noritz performs product training on all new employees, as well as quarterly update training for all existing employees.  Noritz has included messaging in this training about what the ENERGY STAR program is, the categories that our products fit in, and how we will be marking our products and promoting our partnership with the ENERGY STAR program.  100% of Noritz employees are aware of our participation in the ENERGY STAR program, and have received comprehensive training on how to talk to consumers about our products and our relationship with ENERGY STAR.


Our distribution through the wholesale plumbing channel is also reliant on a sophisticated level of knowledge about our products at the staff level of our distributors.  Our sales team performs on location training for the personnel of our wholesale customers, and in the second half of 2008 they were able to provide updated training including the ENERGY STAR message for about 25% of our wholesale distribution.


Installers and servicers are the most important link in our distribution chain, so we spend the great majority of our training time working with them.  We do 3-4 installation trainings per month at each of our 5 nationwide facilities.  Each of these trainings is be attended by 25-50 plumbers from a number of different companies.  In 2008, we were able to train 1,771 plumbers on the proper installation of our products, and we were able to incorporate information in this training about the ENERGY STAR program as it applies to our products.  We additionally do service training for service plumbers who work on our products. Through these trainings, we were able to spread the ENERGY STAR message to 2,358 more installing and servicing plumbers in 2008.


Noritz’ industry position and heavy training strategy have allowed us to effectively incorporate the ENERGY STAR message into our existing training program, and in doing so we have been able to spread information to a large number of the customers in our distribution chain, as well as stakeholders and partners that may affect the adoption of this new product category.

Sales and Marketing


Noritz has produced large numbers of co-marketing promotional materials for use by our wholesale distributors and installing plumbers that prominently feature ENERGY STAR labeling.  We have developed a 3 dimensional stamped poster as a life size display that is to be hung in the point-of-purchase area of each branch of our wholesale distributors.  We have also developed counter mats featuring the Noritz name as well as the name of our wholesalers to be placed in the purchase area which promote our association with ENERGY STAR.  Finally, we have printed door hangers which our installing plumbers can hang on the front doors of the homes of potential end users, which promote Noritz together with the plumber, and which prominently feature the ENERGY STAR logo. (See “Exhibit 4: Promotional Items”).


On our www.noritz.com website, as well as through our customer service efforts, Noritz has put a lot of effort into the promotion of utility rebate programs, some of which promote ENERGY STAR specifically, but all of which have the same purpose as the ENERGY STAR program; to promote the adoption of higher efficiency products and practices in the American marketplace.  Our website features links to many of these rebate programs, and our call center staff maintains an updated list of the rebates for customers who enquire.  (See “Exhibit 5: Partner Programs”).


Noritz is an active participant in the Consortium for Energy Efficiency (CEE), which works with utilities to develop model rebate programs which promote energy efficient products.  This year CEE has gone beyond its typical work with utilities, and is developing a program to promote ENERGY STAR water heaters to consumers, installers, wholesalers and retailers.  Noritz has played an active part in the development of this program and the direction it is taking.  (See “Exhibit 5: Partner Programs”).


Throughout 2008, Noritz has been making product demonstrations in our 5 showrooms, at trade shows, home and garden shows, green events as well as at our wholesalers in support of our “Tankless is Green” marketing campaign.  ENERGY STAR messaging and labeling has become integral to this campaign, and we have introduced the campaign to 2005 consumers throughout the year.  (See “Exhibit 6: Showroom” and “Exhibit 7: Displays”).

Consumer/End User Education

Since tankless water heaters are a fairly new product category, educational materials emphasizing the energy efficiency benefits of our products have always been central to our growth strategy.  In addition to our aforementioned website (See “Exhibit 2: Website”), our showroom (See “Exhibit 6: Showroom”) and our displays (See “Exhibit 7: Displays”), Noritz attempts to educate end users through television and magazine advertisement, as well as through the variety of brochures and catalogs that we make available.


Noritz has been running and end user targeted television commercial on CNN’s Anderson Cooper 360⁰ throughout 2008 and will continue to do so into 2009.  The spot touts the efficiency provided by Noritz tankless water heaters as well as the utility bill savings.  Late in 2008, the commercial was updated to include the ENERGY STAR logo indicating our partnership in the program.  The commercial is expected to be viewed around 150,000,000 times each year that we will run it.  (See “Exhibit 8: Television”).  


In season 6 of ABC’s hit home repair show, “Extreme Makeover: Home Edition,” Noritz will be featured as a preferred vendor.  Many episodes will feature our ENERGY STAR labeled tankless water heater products.  Recent data shows that each episode of the show garners 10-15 million viewers.  (See “Exhibit 8: Television”).


Noritz also has ads running in magazines that target end users, installers and distributors.  We have different ads that target consumers who prefer the green aspects of our products, those who prefer the breadth of our product line, and those who are most concerned about quality.  Although the target consumer is different for each of these ads, they all feature the ENERGY STAR logo as a symbol of our commitment to energy efficiency.  The circulation of the magazines that these advertisements have run in adds up to more than 400,000 issues over several months.  (See “Exhibit 9: Magazines”).


Noritz also offers a variety of catalogs and brochures to be given to end users who contact us and show interest in our products.  Our standard consumer brochure has been given out to 116,000 end users, and it features the ENERGY STAR logo on the front cover.  (See “Exhibit 10: Consumer Brochure”).  Our full catalog features ENERGY STAR messaging both on the front cover, and on the pages with the products which qualify to be labeled with the ENERGY STAR logo.  This catalog was seen by 55,000 end users, installers and wholesalers in 2008.  (See “Exhibit 11: Catalog”)

Other ENERGY STAR Efforts


Since 2003, Noritz has been actively petitioning the DOE to develop an ENERGY STAR criteria for water heaters.  We participated in the discussions about the subject in April of 2003, although the DOE decided not to proceed at that time.  Noritz submitted comments in the process and petitioned for the adoption of an ENERGY STAR water heater criteria both on its own and through the Gas Appliance Manufacturer’s Association (GAMA).  When the idea resurfaced in 2007, we again played an active role, submitting comments pushing for the highest levels of efficiency possible for the program, attending the criteria development meetings, and again working with industry partners as well as GAMA and the CEE to come to an agreement on what the criteria should be. (See http://www.energystar.gov/ia/partners/prod_development/new_specs/downloads/water_heaters/Noritz_6.29.07.pdf, http://www.energystar.gov/ia/partners/prod_development/new_specs/downloads/water_heaters/WH_StakeholderMeetingNotes_6.5.07_Final.pdf) In 2008, when the new criteria was announced, Noritz became the first tankless water heater manufacturer to become an ENERGY STAR partner in the boiler category.  We presented our ENERGY STAR strategy at the 2008 ENERGY STAR Appliance Partners Meeting and met with DOE and DR International staff to make sure the implementation of the new water heater criteria went smoothly.  Noritz has been dedicated to the ENERGY STAR program and philosophy for years, but only now were we able to become a partner.

Outside of the ENERGY STAR program, Noritz has been dedicated to promoting energy efficient products worldwide.  We are ISO 14001 certified at all of our worldwide facilities, including factories, warehouses and offices in the US, Japan and China.  In 2008 we were the only company in the US to lobby with the Air Conditioning, Heating and Refrigeration Institute (AHRI) for the reinstatement of a $300 federal tax credit for high efficiency water heating appliances, even widening the definition of the products so that more competitors would have products that would qualify.  Further, Noritz has received global recognition both for its efficient products and for its efforts to prevent negative environmental effects of gas appliances including Japan Energy Conservation Awards in 2001, 2002 and 2003 (www.eccj.or.jp/bigaward/index.html), the Eco Products Promotion Council Chairman’s Award in 2004 (www.gef.or.jp/ecoproducts/kyogikai.htm), The Global 100 Eco-Tech Award in 2005 (www.expo2005.or.jp/jp/N0/N2/N2.6/N2.6.166), The Japan Minister for the Environment Award For Global Warming Prevention in 2005 (www.sumaitokankyo.com/sumai/vol4.pdf), and the IGU Gas Usage Efficiency Award in 2008 (www.igu.org).


Long before Noritz became an ENERGY STAR partner, we developed a commitment to both energy efficiency and the environment that matches with the goals of the ENERGY STAR Program.  Our excitement about finding a program whose philosophy so closely matches our own goals, along with our pride of accomplishment about our participation in the development of the new ENERGY STAR water heater criteria, has led us to promote the ENERGY STAR message and logo in all of our communications. We have even included promotion of our ENERGY STAR partnership on our sales, service and delivery vehicles (See “Exhibit 12: Vehicles”).  We believe that our maintenance of the principles of the ENERGY STAR program, along with our enthusiasm for promoting the program alongside our products makes Noritz ENERGY STAR’s Product Manufacturer Partner of the Year.
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