Efficient Roof Top Unit Program Logic Model
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Engagement plans and marketing campaigns:
overarching and specific to each stakeholder
group: manufacturers, manufacturer, reps,
distributors, contractors, and decision
makers (including large purchasers and
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qualifying ERTUs in IL (of
varying makes/models,

capacities, and price points);
qualifying ERTUs available
from more suppliers

4. QPL developed;
market
differentiates
around products
on QPL
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6. Manufacturer, manufacturer rep,
distributor, installer, & decision maker,
awareness, knowledge, and comfort with
ERTUs and their value proposition
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technology specifications

13. IL base code and/or Federal
codes include qualifying ERTUs <
in compliance paths

Y
Long - Term
5-10 years

:!.'ESOUIC?
1Nnnovations in collaboration with neea




	ERTU Logic Model Final.vsdx
	Page-1


