
heating & cooling

WE ARE HEARING that the recent cold snap hasn’t made much 
of a diff erence to retail heating sales, at least when it comes 
to log burners. And this shift does appear to be a longer term 
phenomenon. 

� e latest New Zealand Census (2013) for example shows that 
electricity is used for heating in almost 80% of occupied private 
dwellings. Wood is still the second most common heating fuel, 
but is decreasing: in 2013, wood was used in 37% percent of 
dwellings, down from 41% in 2006, and 45% in 2001.

� e other side of the coin is that the last few years and 2015 

in particular have proven to be ideal for heat pumps, with even 
some reports of shortages of stock. 

Fiona Harris at Fujitsu General confi rms: “� e humid, 
warmer than usual summer months of January and February 
proved to be a boon, with more and more people buying heat 
pumps to cool and dehumidify their homes. Summer sales 
proved especially strong in Auckland and Christchurch.”

So it isn’t all doom and gloom in retail heating. Indeed we hear 
from some quarters that sales of heat pumps are currently running 
some 20% ahead of 2014 and that gas is also warming up.

HARDWARE HOT FOR HEATING
With Mitre 10 in particular racing along in the retail heating 
market and PlaceMakers making a concerted eff ort to become 
a heating destination for the trade (see sidebar on page 58), it’s 
clear that the hardware channel is taking this category more 
seriously than ever.

Harris Home Fires’ Steven King for one talks of his 

Is the net effect of tightening up local 
emission regulations driving the market 
away from wood fires and towards gas and 
heat pumps? Steve Bohling reports.

Where there’s no 
SMOKE there’s no fires?
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Why it’s best to sell

Backed by Experience

0800 692 472
Address product enquiries to

sales@temperzone.co.nz
www.hitachiheatpumps.co.nz

Energy Efficient

Reliable Controls

Nano Filtration Heats and Cools

Quiet Operation

Compact Design

Brands try to sell you on having the most energy 
efficient, quiet, smartest and best looking Heat Pumps, 
but the truth is, not much separates the leading brands 
in our industry.

However, Hitachi isn’t just think about the end user, 
we’re also, ‘Thinking Of You’. We know it’s not just about 
the product, but also about having the support to back 
up the product and enable your business to operate 
seamlessly.

Hitachi Heat Pumps are exclusively distributed in NZ by 
temperzone ltd, NZ’s largest manufacturer of air 
conditioning products for 60 years. We offer competitive 
pricing, leading industry expertise and the absolute best 
in product and re-seller support.

Industry’s Longest Warranty

The Hitachi brand is renowned for quality and reliability 
and temperzone confidently offers a 6 year warranty on 
Hitachi Heat Pumps - the industry’s longest. And, unlike 
other brands we don’t require the product to be installed 
by exclusive accredited installers. You can use your own 
installer knowing that the warranty on the Hitachi Heat 
Pumps you sell, are always covered. When it comes to 
your customers, we ensure they’re happy. 

relationships with Mitre 10 and PlaceMakers going “from 
strength to strength”, adding: “� ey have seen the category 
grow beyond I think anything they thought imaginable; my 
conversations with category managers indicate they are really 
starting to see the potential for the category.”

� ere is also even a school of thought that says the hardware 
channel is taking heating business away from seasonal outlets 
like lawn mower shops etc and the independent heating 
specialists. Some of this is down to the sheer buying power of 
the national chains. 

But, adds Fiona Harris, it also refl ects hardware’s buy-in at 
store level. “We have found that where the individual managers 
of the larger hardware stores have taken an interest in driving 
heat pump sales, by building strong displays and marketing, heat 
pumps are growing signifi cantly and rewarding the eff ort.”

But, when it comes to log burners, we’re hearing that the retail 
hardware players have been working hard on the aff ordable end 
of the market. More than one commentator has noted “a bit of a 

Where there’s no 
SMOKE there’s no fires?
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Hitachi � oor mounted heat 
pumps
Introducing what Hitachi is calling “New Zealand’s most elegant 

fl oor model”. Not only does it provide the best in energy 

effi cient warmth, it also looks good doing it. The new fl oor 
mounted heat pumps are designed with overall ambiance in 

mind. Hitachi’s easy to use yet elegant design has a fi nely honed 

curve giving it a slimming look. The stand and body are visually 

separate with differing fi nishes on the front frame and cabinet 

to enhance its compactness. It will look at home in any room. 

Thanks to the quality and reliability you’ve come to expect from 

Hitachi it comes with a 6-year warranty.

www.hitachiheatpumps.co.nz

swing” towards less expensive wood fi res driven by the big box 
stores’ promotions, some including free fl ue kits.

It’s also being said that the enthusiastic take-up of these 
cheaper log burners may show that the market is saying a 
somewhat shorter lifespan is becoming acceptable. 

But is the market totally price driven? Turning to electric 
and spot heating, are consumers willing to pay more for more 
effi  cient products?

Julian Liew-Young at Glen Dimplex believes they are: 
“Defi nitely – our most successful lines are our most expensive 
products. � ere is a lot of confusion about energy effi  ciency 
when it comes to electric heating and there is a belief that all 
electric heaters will cost you the same amount of money to run. 
We do a lot of tests to show that this is not necessarily the case 
and that you do defi nitely get more from paying more for more 
effi  cient technologies.”

THE EFFECT OF EMISSIONS
With the Canterbury region taking the lead by clamping down 
on domestic emissions, the talk in the trade is all about the 
eff ect on the market of enforcing ultra-low emission burners 
(henceforth ULEBs) to help clear the air. 

Indeed, with no locally made ULEBs available so far, the 
relatively tiny number of imported products and their very 
high cost appears to be driving some consumers away from log 

PlaceMakers 
turns up the heat
The opening of the new Taupo store in May was not only 

signifi cant for revealing the fi rst purpose-built PlaceMakers/Mico 

co-location, but also the fi rst to really shout the brand’s renewed 

emphasis on kitchens and bathrooms – and now heating.

In respect of the latter category, PlaceMakers Gary 
Woodhouse (General Manager Operations & Marketing) and Liz 
Aitken (Heating Category Manager) confi rm that more stores 

around the country will also have dedicated heating areas to 

showcase this vastly increased range of heating products.

The Cranford St store in Christchurch also has a dedicated 

heating area (see photos) for example and the model will be 

rolling out around the country as retrofi ts occur, including but 

not exclusively into more Mico co-locations. 

Taupo had always sold heating but the new site offered the 

chance to grow it into a real destination category and to make 

plain that PlaceMakers was offering heating as an installed 

solution complementary to its kitchen and bathroom offers. 

“We wanted to highlight to our customers both our range 

and ability to sell the product,” says Gary Woodhouse. And, 

as Taupo was co-located with Mico with its gas expertise, a 

dedicated heating offer was “a natural fi t”. 

In terms of the impressive breadth and depth of range and 

fuel types being offered, Liz Aitken says it’s about offering 

whole home heating solutions and showing that PlaceMakers 

“has the capability and also the width of range to service pretty 

much every need around heating.”

Gary Woodhouse underlines that the dedicated heating areas 

and the heating catalogue are also designed to say “we’re not 

just about sticks of timber and frame & truss – we are about the 

whole house and heating is an important part of any house.”

www.placemakers.co.nz

www.hitachiheatpumps.co.nz
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Improve your success with 
heat pumps
John Greaves, Hitachi Manager at Temperzone, shares some tips 

on how to fi nd success in selling heat pumps.

• Support – The most important thing is to forge a strong 

relationship with suppliers which have the knowledge to help 

you make sales and help provide after sales support to keep your 

customers happy. Aligning yourself with a good installer and 

working closely with them is also key. Remember that it is your 

job to sell the heat pump, but the installer is the one who can 

make or break the deal depending on how well they do their part.

• Sizing – Get your customer to think about the area(s) they 

want to heat or cool. Once the system type is decided, the right 

capacity needs to be selected. Reputable brands like Hitachi 

have guides which indicate the typical capacity (kW) required 

based on room size, room type, and geographic location within 

New Zealand. Your installer should also provide a fi nal check at 

the time of installation to ensure the system size is correct.

• How about effi ciency? – If your customer is considering a 

heat pump, chances are they already know that heat pumps 

are widely regarded as the most effi cient form of heating 

available. Don’t get hung up on the exact effi ciency or 

number of stars though – many heat pumps have very low 

running costs.

• What do they cost to run? – A diffi cult question to answer 

exactly because there are so many variables. The easiest way 

to answer is that it will cost around a third of the price of the 

same capacity electric heater running for the same time.

• Are there ongoing costs / requirements? – The short answer 

is no, but the fi lters on the indoor unit will need cleaning 

occasionally (maybe 3 or 4 times a year), and the outdoor unit 

should be checked to ensure that there is no debris (leaves, 

etc) building up around it.

Share the above information to help potential customers with 

their purchase decision. This sharing builds their trust in you and 

they will reward you with their purchase.

www.hitachiheatpumps.co.nz

burners altogether and towards gas fi res and heat pumps.
Will there be a race for the fi rst NZ-made ultra-low emission 

burner? We are hearing both yays and nays in response to that 
question but it’s clear that the expense of ULEBs makes the 
alternatives look attractive. “� e gas and heat pump guys are 
loving what’s happening down in Christchurch,” says one pundit. 

Both product types beat ULEBs hands down, emissions-wise, 
and, adds Mark Cowden at gas fi re supplier Escea, gas has that 
added visual appeal: “When was the last time you saw someone 
walk into a house and stand warming themselves in front of a 
heat pump? � at’s what our fi res are designed for…”

But are we looking at the death of the log burner? Julian Liew-
Young at Glen Dimplex, with his Masport hat on, doesn’t think 
so: “No, I think wood fi res will always have a place. Wood fi res 
are not simply a heat source – you can heat water and cook on 
them too and they will work even during power outages. Wood 
fi res are not dead by any means!”  

NZ’s leading heat pump specialist 
Heat pumps are us! All we do is heat pumps, so you 
benefit from specialist technology, features and innovations.

NZ’s energy efficient heat pump range
We have the energy efficiency your customers 
want, with ENERGY STAR® qualified  
products in every category.

Advanced features
Fujitsu delivers the features that benefit and excite your 
customers. Like quiet mode on the outside unit, human 
sensor, self cleaning filters (Nocria range), 7-day timers, 
healthy air filters, power diffuser, and many more.

New Zealand’s Heat Pump Superbrand
Awarded as New Zealand’s trusted, iconic Superbrand –  
for 2 years running.

Better service
Fujitsu has New Zealand’s only installation accreditation 
scheme – so you can reassure your customers that  
they’ll get a first class installation from an experienced 
professional.

Fujitsu Accredited Installers also give a full 6 year full part 
and labour warranty - New Zealand’s longest warranty.

Giving Kiwis a helping hand
We at Fujitsu believe in the concept of ‘business serving  
the community’, and we therefore support a number of 
local and national community projects - especially those  
that help protect our Kiwi values of home and family.

The Home Comfort Specialist
FG1906

Reasons to  
recommend Fujitsu 
Heat Pumps

Asthma New Zealand 
recommends Fujitsu
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