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1. Promotes increased availability, sales, &

installation of efficient equipment

2. Influences distributor stocking practices

3. Diminishes financial barriers 

4. Facilitates market transformation



1. Project planning

2. Establish value proposition

3. Mapping the supply chain

4. Eligibility & Performance request

5. Data collection

6. VEIC SMIT RFI / planning sessions

7. Establish incentive levels

8. Administration / management fees

9. Execute SMIT plans

10. Supply Chain Account Manager

11. PDA / MOU



1. Project planning

2. Establish value proposition

3. Mapping the supply chain

4. Eligibility & Performance request

5. Data collection

6. VEIC SMIT RFI / planning sessions

7. Establish incentive levels

8. Administration / management fees

9. Execute SMIT plans

10. Supply Chain Account Manager

11. PDA / MOU



1. Project planning

2. Establish value proposition

3. Mapping the supply chain

4. Eligibility & Performance request

5. Data collection

6. VEIC SMIT RFI / planning sessions

7. Establish incentive levels

8. Administration / management fees

9. Execute SMIT plans

10. Supply Chain Account Manager

11. PDA / MOU



Return on Net Assets (RONA) 

46

Distributor Net Income

Inventory + Accounts Receivable – Accounts Payable

=



RONA driver Consideration

Increase gross margin(GM), 

gross profit (GP) &

net income (NI)

• Energy-efficient products affect GM, GP, & NI

Decrease inventory 

investment &

increase turnover

• Collaborative sales & marketing

• Intensive product & program training

• Incentives increase market demand

Accounts Receivable (AR) • Avg. AR collection 50 - 55 days; Target < 35 days

Accounts 

Payable (AP)
• Avg. AP terms 30 - 35 days; Target: 45 - 240 days

Return on 
Net Assets 
(RONA)

Distributor Net Income

Inventory + Accounts Receivable – Accounts Payable
=



Return on Net Assets (RONA) Electric Resistance HPWH Variance

Resale from distributor to customer $458 $1054 $596

Distributor cost (estimate) $376 $850 $474

Gross profit per water heater $82 $204 $122

Gross profit generated from
14,000 units / year

$1,148,000 $2,856,000 $1,708,000

HPWHs increase

distributor value 150%

Distributor Net Income

Inventory + Accounts Receivable –

Accounts Payable





Tier
% of 

Companies

% of Total Branch

Locations
Branches Cumulative

Top 4 7% 55% 148 148 (55%)

Next 5 (9) 9% (16%) 19% 50 198 (74%)

Next 9 (18) 16% (32%) 11% 30 228 (85%)

Next 37 (55) 68% (100%) 15% 42 270 (100%)

Example:

Regional Distributor Database: 55 Companies, 270 Branch locations
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1. Internal stakeholder planning 

meetings

2. Request for information (RFI) to 

suppliers

3. Suppliers: Develop & present SMIT 

plan



Customer facing marketing 

materials of rebate offer

Post-sale communications 

reinforce customer value



Logos & 

hyperlinks





Every 2.5 days = TOTAL ANNUAL AVERAGE before Upstream Program
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US VT VT %

Population 324,227,000 626,562
*0.2% of US 

Population

Annual # of                    

HPWH Units
60,000 ~2,150

*VT: 3.6% of US 

Total HPWHs

*V%: VT 1700% contribution of annual uptake vs % of US population

HPWH 

Penetration %
~1.25%

~60%                                  
(electric to electric)

+4700%

BEFORE AFTER V%

VT HPWH

Penetration %

Before & After 

Midstream

7% 60% +750%





1. SMIT Process / Deep Supply Chain Engagement

2. Elevate Inventories

3. Aggressive Sales & Marketing

4. Product & Program Training

5. Optimize Data Collection

6. 100% Incentive Pass-through w/ Instant Rebate

7. Administrative / Management Fees to Distributors

8. Supply Chain Account Manager / Single POC
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