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our appetites for the big brands 
are starting to wane and we’re all 
undergoing the ‘Aldi experience’. 
After being buried for decades 
under a sea of labels, we’re finally 
starting to emerge into a world 
of better deals, value for money 
and willingness to experiment 
with new products, regardless of 
the brand. 

Sadly, however, this isn’t the 
case in all markets. The heating 
market, for instance, continues 
to be gripped by an underlying 
malaise amongst installers – 
known as ‘brand blindness’. 

Comfort-zone pitfalls
Instead of giving customers true 
value for money by considering 
other price-competitive options 
that offer premium performance 
or introducing them to new and 
innovative products pioneered 
by brands that deliver superior 
energy efficiency, some installers 
continue to buy only from the 
tried-and-trusted brand that 
they feel more familiar and 
comfortable with.

Consider the pitfalls of only 
ever installing one brand or 
one type of heating control. 
This approach could result in 
missing out on similar products 
offering the same features at 
a better price, or on additional 
benefits that a new brand may 
have – such as genuine extended 

warranties, better customer 
service and energy savings.

Not only that, when people 
become too attached to one 
brand or model that they’ve been 
purchasing for many years, it 
becomes even more difficult to 
switch to new options. 

From the customer’s point 
of view, if ‘brand blind’ installers 
are truly working in the best 
interests of their clients, then they 
should provide them with added 

value, and this means taking 
into account other brands that 
offer the same for less or – better 
still – more for less. It’s no longer 
acceptable to blindly specify the 
brand of heating controls that 
is most familiar, or the one they 
think is best. 

Looking forward
So what’s the cure? Customers’ 
expectations have changed 
drastically over recent years and 
customers today want value – 
effectively a first-rate product at  
a second-rate price.

So look out for those heating 
control brands that have an 
established pedigree, offer a 
wide choice of quality products 
and have invested in new and 
innovative controls designed 
to provide full flexibility and 
control because these will play a 
significant role in helping reduce 
home heating costs. Combine your 
choice of product with excellent 
customer service, expert product 
advice, technical support and 
extensive distribution networks.

As technology 
continues to evolve, 

the easiest route is to 
stick with the product 

you know. Dean 
Jepson believes that 

now is the perfect 
time to experiment 

with new options.

Many installers want a ‘fit 
and forget’ solution that makes 
a healthy contribution to the 
bottom line. All the customer 
wants is a heating controls 
system that is flexible, easy to 
operate, saves energy and – 
above all else – one that offers 
complete peace of mind.

Customers today are also more 
savvy than ever before – thanks 
to the internet – but they are 
also more demanding. They are 
far more willing to experiment 
with new products to get what 
they want because the amount 
of information out there makes 
taking a chance far less risky.

So it’s important to familiarise 
yourself with the latest 
developments in heating controls 
and outsmart your competitors. 
For example, the new breed of 
internet-enabled thermostats 

with wireless capabilities enables 
homeowners to control times 
and temperatures from wherever 
they may be. Now, thanks to this 
new technological breakthrough, 
heating controls look set to get 
a whole lot smarter and, for 
installers, opportunities abound.

Technical advances
These controls may sound 
technical and expensive, but 
they are really simple to use and 
install, and they are competitively-
priced too. Boasting in-built RF 
technology and the ability for 
homeowners to manage their hot 
water and heating from anywhere 
in the world via a PC, tablet or 
smartphone (through an app 
that can be downloaded via both 
iTunes and Android stores), they 
enable users to take full control 
of their hot water and heating 

programmes – including holiday 
and frost modes – by selecting 
the perfect temperature at the 
required time. They are also 
designed to play a significant  
role in helping reduce home 
heating costs.

Some models don’t require 
wiring or even a simple tool. As 
well as offering speedy, fuss-free 
installation, these latest thermostats 
help installers avoid any regulations 
required for electrical fitting in a 
heating system. 

As an industry, we need to 
embrace this new technology 
and help the homeowner fully 
understand the benefits of a 
system that can be controlled 
from wherever they are. We 
should all be willing to invest 
in the best when it comes to 
heating controls.  n
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››The latest 
thermostats help 
installers avoid any 
regulations required 
for electrical fitting in 
a heating system.‹‹

A
t some stage in our 
lives, we’ve all been 
brand loyal to a 
particular product or 

service. If the brand in question 
meets all our expectations, 
delivers a positive experience and 
makes us feel good or secure 
when we buy it, we’ll probably 
buy it again and again.

However, with the recent 
recession and the cost of living 
continuing to rise, it appears that 


