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TECHNICAL HEATING

While zoning is nothing new within the heating industry, there 
still remains some confusion about what it is, what its benefits 
are and how easy it is to integrate. Andy Mansfield exposes the 
myths around zoning and explains why now, more than ever, 
installers need to be selling its benefits.

I
n this day and age, customers 
expect to have full control of 
their home heating controls. 
With the era of remote 

digital technology firmly upon 
us, homeowners are becoming 
increasingly tech-savvy as the 
boundaries of what we can control, 
when and from where, are shifting. 

Additionally, in a study carried 
out by the Department of Energy 
& Climate Change (DECC) in 
October 2013, homeowners cited 
both the ability to set different 
temperatures at different times for 
different rooms from one central 
panel (without having to go to the 
effort of turning individual TRVs on 
and off) and the ability to remotely 
turn on heating before returning 
home as high priorities when it 
came to their heating controls. 

In order to meet their 
customer’s needs, then, and 

to remain competitive in this 
market, good installers need 
to be investing time in fully 
understanding these products 
– how they work, how they 
are installed and how they 
can provide homeowners with 
significant savings. 

Myth One: Zoning 
systems are messy and 
complicated to install
Zoning previously meant adding 
zone valves, changing pipework, 
wiring additional thermostats and 
having challenging conversations 
with the customer. However, 
now that wireless, touchscreen, 
remote-access-enabled heating 
control systems have arrived, 
installers are able to create 
heating zones with the existing 
pipework without having to 
disturb house décor and risk 

ruining existing fixtures  
and fittings. 

The only wiring that takes place 
to create zones in this new system 
is the addition of the remote relay 
box, which is wired into either 
the motorised zone valve or the 
boiler. This acts as the wiring 
interface between the devices and 
the system. The binding on the 
systems components is carried 
out via a touchscreen controller 
and additional sensors can be 
easily bound in post-application if 
the zoning requirements change.

As long as the installer plans 
the fit beforehand and discusses 
the plan with the customer, the 
job should take no time at all. 
Most sophisticated systems will 
also provide guided configuration 
for the installer and scheduling 
‘wizards’ for the property owner 
to help them set up time and 
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temperature profiles in each 
zone according to their living 
habits. Working out a zoning plan 
with the customer ensures that 
the installer can decide what 
products they need beforehand 
and carry out the majority of 
preparation work ahead of time.

Myth Two: Zoning is only 
the same as using TRVs
When using thermostats and 
radiator valves (TRVs), the 
homeowner only has a small 
degree of heating control. 
Depending on which rooms the 
homeowner frequents, they have 
to go around the house adjusting 
the valves either up or down.

Sophisticated zoning systems 
allow a homeowner to create 
and individually control up to 
12 heating zones – plus a hot 
domestic water supply if required 
– all controllable remotely via a 
smartphone or tablet.

Zoning a home provides 
ultimate energy efficiency and 
cost savings for the inhabitants  
– with the additional functionality 
of being able to programme  
TRVs to a set time to deliver  
even greater savings.

Myth Three: It’s hard to 
demonstrate the practicalities 
of zoning to customers
While the concept of zoning may 
not be new for the homeowner, 
often they are not familiar with 
the practicalities of zoning or 
know what steps they can take 

to zone their property. Installers 
often face the bigger challenge  
of providing the right information 
for the homeowner.

The best way to help the 
customers decide on heating 
zones is to explain that the 
temperature suitable for the 
living room will differ from the 
temperature in the bedrooms, 
kitchens, bathrooms and home 
offices/studies – as well as the 

››Most sophisticated 
systems will provide 
guided configuration 
for the installer and 
scheduling ‘wizards’ 
for the property 
owner.‹‹

different times that each of 
these rooms will be used. The 
installer needs to discuss the 
homeowner’s lifestyle and habits 
to demonstrate this.

This is where the manufacturer 
comes in. Manufacturers should 
be providing installers with as 
much information as they need 
in easy-to-use and digestible 
formats, aiding in the promotion 
and benefits of zoning. All good 
manufacturers will have user-
friendly websites for the individual 

needs of consumers and 
installers. Video animations and 
apps compatible with both tablets 
and smartphones should also be 
available so that information can 
be accessed instantly and on the 
job site. 

Manufacturers should also 
provide installer training for all 
zoning products so installers  
can easily talk about and sell  
the features and benefits to  
their customers.  n

Modern controls ensure that the  
homeowner has the right temperatures in the right rooms.


