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Mitsubishi Electric HVAC: U.S. Ductless Market Pioneer
Mitsubishi Electric Cooling and Heating Solutions is the US. subsidiary of Japan-based Mitsubishi Electric. It entered the US. HVAC
market 30 years ago with a line of Mitsubishi Electric's ductless split systerllS. JARN interviewed Bill Rau, senior vice president and gen­
eral nWllager of Mitsubishi Electric Cooling and Heating Solutions, to learn more about ductless system market strategies in the United
States.
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jARN (J): Please tell our readers
about the U.S. HVAC division of Mit­
subishi ELectric. In what cities and
states are your operations? What is
the reLationship between Mitsubi­
shi ELectric (Japan) and Mitsubishi
ELectric and ELectronics USA?

Mitsubishi Electric (M): M itsubishi
Electric Cooling and Heating Solu­
tions is the U.S. HVAC subsidiary of
Mitsubishi Electric, and a division of
Mitsubishi Electric and Electronics
USA. Mitsubishi Electric Cooling and
Heating Solutions (Mitsubishi Electric
HVAC) division headquarters are in
Suwanee, Georgia. Sales offices and/
or training centers have been set up in
five additional cities including Irvine,
California, Boston, Hebron, Kentucky,
Dallas, and Chicago.

j: When did Mitsubishi ELectric be­
gin saLes of duct-free mini spLits in
the North American market?

M: Mitsubishi Electric opened the
HVAC division in the U.S. in 1980 and
launched Lossnay Energy Recovery
Venti lations (ERVs) and IAQ systems
a short time later. Mitsubishi Electric
first introduced ductless mini-splits to
the U.S. market in 1982.

j: What was the initiaL market reac­
tion to duct-free mini splits? When
did saLes begin to demonstrate stabLe
growth?

M: The U.S. market has historically
approached HVAC much di fferently
than the rest of the world, so changing
the industry mindset was challenging
at first. However, through persistent
continued education and a strong sales
force, we have successfully begun to
transform the way many Americans
think about HVAC solutions. Since
1994, sales of our systems have steadi­
ly increased, with no hint of decline,
in spite of the recent economic down­
turn.

j: Mitsubishi ELectric aLso sells com­
merciaL Mr. Slim systems as weLL as
VR F systems. What is the fuLL range
of products currently offered in the
U.S. market?
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M: In addition to Mitsubishi Electric
HVAC residential M-Series air condi­
tioning and heat pump ductless split
systems, we also offer the light com­
mercial P-Series ductless spl it systems,
variable refrigerant flow (V R F) heat
pump zoning systems with the S-Se­
ries, Y-Series and WY-Series plus the
R2- and WR2-Series heat pump heat
recovery systems - providing a com­
plete ductless spl it and V RF lineup to
meet the needs of any HVAC appl ica­
tion. Additionally, Mitsubishi Electric
HVAC added ducted indoor models to
our lineup to provide a more complete
offeri ng. Air cond ition ing systems
are available from 9,000 Btu/h up to
48,000 Btu/h and heat pump systems
from 9,000 Btu/h to 30 tons/h. Loss­
nay ERVs provide outdoor air solu­
tions for indoor environmental quality.

j: Do you aLso carry ducted systems?
!f so, what are some exampLes of
when a customer wouLd seLect a duct­
ed system?

M: Mitsubishi Electric HVAC offers
ducted indoor units that can be used
with select ductless spl it systems and
all VRF systems that allow for short
duct runs to be incorporated for mul­
tiple or larger zones. A customer might
select a ducted unit for a residential,
office, or hospital ity appl ication. They
are also useful anytime a customer
wants to provide the appearance of
what the U.S. market considers to be
a 'traditional looking' HVAC system,
one that is not visible in the space.

j: How many deaLers do you have
covering the United States? How
much of the country does your saLes
network cover?

M: M itsubish i Electric HVAC's ex­
tensive sales network covers the entire
U.S., and we work with the top distrib­
utors in each market. We have more
than 1,100 stocking distributors - the
largest number in the VRF category
in the U.S. Our HVAC distributors in­
clude the most respected in the HVAC
industry, including ABCO Refrigera­
tion and Supply Corp., Long Island
City, New York; US Air Conditioning
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Distributors, City of Industry, Califor­
nia; Gemaire Distributors, Inc., Deer­
field Beach, Florida; General Supply
and Machine Company, Inc., Merid­
ian, Mississippi; and A/C Warehouse,
Honolulu. Through our distributor
network, Mitsubishi Electric HVAC
products are sold by more than 2,700
HVAC dealers/contractors nationwide.

j: CouLd you describe trainings
conducted for deaLers as weLL as any
saLes promotion activities?

M: Mitsubishi Electric HVAC offers a
wide-ranging series of training classes
for commercial and design/build
contractors and engi neers as well as
residential contractors at any of its five
tra in ing centers. Topics range from
sales and profit training to product
installation and design. Classes are
categorized into Core Commercial
Training and Core Residential Train­
ing. The commercial training focuses
on commercial and design/build con­
tractors and engineers and includes the
following courses: City Multi Service
Course; Diamond Designer Level
I; Diamond Designer Level 2. The
residential series focuses on training
and supporting Mitsubishi Diamond
Dealer contractors and includes the
following courses: Accelerate!; Mr.
Slim Product Overview; Mr. Slim Ser­
vice Course; Make a Profit Difference;
and the Lost A rt of Sell ing. Si nce M it­
subishi Electric HVAC began training
HVAC distributors, dealers, mechani­
cal engineers, and contractors in 2002,
more than 45,000 individuals have
been trained.

In regards to sales promotion ac­
tivities, Mitsubishi Electric HVAC
actively promotes our HVAC products.
We produced the first television com­
mercial to market residential ductless
split systems in 2002. Since then, the
campaign has grown to a nationwide
program on a number of networks. In
addition, the campaign incorporates
an interactive and social media com­
ponent. We also market our products
in a variety of leading national trade,
consumer and online publications.

j: Do engineers come over from Mit­
subishi ELectric in japan to provide
technicaL training?

M: Yes. Japan factory engineers are
available to provide technical train­
ing on any products marketed in the
U.S. In addition, Mitsubishi Electric
has played host to several groups of
U.S. engineers that Mitsubishi Electric
HVAC escorts to Japan for product
training.

j: Product procurement: Are all
the products soLd ill. the US. market
imported from Mitsubishi ELectric

Bill Rau,
senior vice president,

Mitsubishi Electric Cooling
and Heating Solutions

factories ill. japan? Are some compo­
nents procured or assembLed locaLLy?

M: Most of the products sold in the
U.S. are imported from Japan and
Thailand.

j: Do you plan to locate production
in the United States or North Ameri­
ca (including Mexico) in thefuture?

M: We are exploring our options.

j: It appears that the United States is
moving to restrict HFC refrigerants
due to their high global warming po­
tential (GWP). How has the market
response been to VRF systems (con­
necting multipLe direct expansion
indoor units) that use HFC refriger­
ant?

M: Several Mitsubishi Electric HVAC
staff members are heavily involved
with AHRI and ASHRAE. There
has been a lot of discussion about the
alternate Tefrigerants, but none of the
refrigerant manufacturers are indicat­
ing the market is moving towards this,
and they are not proposing alterna­
tives at this time. Because there is no
proposed alternative, it is difficult to
speculate. With our current VRF sys­
tems, there have been no problems or
concerns with regard to refrigerants.

j: Are you aware ofmoves to develop
new low-GWP refrigerants in the
United States?

M: The topic has been discussed at
length, but a final decision has not
been reached at this time.

j: japanese, South Korean, and
Chinese manufacturers are increas­
ingly entering the U.S. market. For
example, Carrier recently annoullced
it was beginning sales of Toshiba
products through Carrier sales chan­
nels. What is Mitsubishi's view of
this recent momentum?

M: The recent interest in U.S. HVAC
manufacturers, such as Carrier, in
developing partnerships with duct­
less split system manufacturers dem­
onstrates acceptance of the product
concept and furthers the momentum
Mitsubishi Electric HVAC has worked
to drive for 30 years. The U.S. market
is only beginning to see the benefits
of these types of systems, and the en­
trance of additional companies will
further accelerate the acceptance of
the message we are delivering and
work to significantly increase Mitsubi­
shi Electric HVAC's sales in the mar­
ket. American consumers will want to
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by AHRI in December 2009. New
minimum standards for higher volume
electric and gas storage water heaters,
on the other hand, are more than twice
as high as the originally proposed lev­
el. AHRI believes this new standard
will mandate heat pump technology
be used. The pool heater minimum is
lower than the level proposed in De­
cember. The final direct heating equip­
ment requirements are lower than the
proposed levels but still increase the
current requ i rements.

ductless split-systems in the U.S. for 30
years and therefore has the dominant
position within the segment. In 2003,
Mitsubishi Electric HYAC launched
YRF systems in the U.S. market, and
since then has continued to expand the
category among key stakeholders. We
will push forward using the aggres­
sive sales and marketing strategies we
have employed for 30 years, and will
maintain our impressive distributor
and dealer network to support the mar­
ketplace. Additional entrants will find
the market well served, with extremely
high standards of professionalism al­
ready in place.

the best value to our customers in this
rapidly changing market."

On April 9, A. O. Smith Water
Products Company announced one
of its largest product launches in its
74-year history, with four new high­
efficiency product lines including the
Cirrex solar water heating system for
residential appl ications. The company
plans to begin shipping Cirrex systems
later in the second quarter.

Chromagen, with estimated 2009
sales of US$ 50 million, has two
manufacturing operations in Israel and
distributes products in more than 35
countries worldwide. The company
provides solar products designed for
domestic use as well as complex cen­
tral systems for com mercial appl ica­
tions.

Chromagen solar collectors are
certified by the Solar Rating and Cer­
tification Corporation (SRCC) in the
United States, International Standard
ISO 9806, and a number of other cer­
tifications worldwide.

The company was founded in 1962
and also owns Chromagen Spain, a
leading supplier of solar water heating
systems in that country.

The Air-Conditioning, Heating, and Re­
frigeration Institute (AHRI) received an
advance copy of the U.S. Department
of Energy's final rule for revising the
federal minimum efficiency standards
for residential water heaters, direct
heating equipment, and pool heaters.
The rule is expected to be published in
the Federal Register soon.

AHRI noted that the new mini­
mum standards in the final rule for
lower-volume gas storage units are
sl ightly lower than what was reported

J: Besides Carrier and McQuay (a
Daikin subsidiary), other U.S. man­
ufacturers are looking to create alli­
ances with Japanese, South Korean,
and Chinese manufacturers? What is
Mitsubishi's strategy to counter this
globalized competition?

M: We understand that there is in­
creasing interest in companies form­
ing relationships with one another. We
will have to wait to see how successful
they are. Mitsubishi Electric HYAC
has led the introduction and sales of

Mitsubishi Electric HVAC
make sure the product they select for
their homes or businesses has a net­
work of factory-trained dealers behind
it that can properly install and service
these high ly advanced and efficient
systems. This market support is an
area where we excel.

AHRI: New DOE Water Heater Rules
Mandate Heat Pump Technology
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A. O. Sm ith has entered into a stra­
tegic cooperative agreement with
Chromagen, a leading global manufac­
turer of solar water heating solutions
located in Sha'ar Ha'amakim, Israel, to
develop advanced solar technology for
water heati ng appl ications.

Under the terms of the agreement,
Chromagen will offer A. O. Smith
exclusive marketing and distribution
rights of its solar collectors for use in
residential and commercial solar water
heating systems in the United States
and Canada. The two companies also
agreed to cooperate on design, de­
velopment, and marketing of energy­
efficient solar products.

"Chromagen, a pioneer in solar
water heating, offers a proven solar
product line of consistently high quali­
ty, extensive technical capabilities, and
a global presence in the rapidly ex­
panding renewable market," said Ajita
G. Rajendra, president of A. O. Smith
Water Products Company, in making
the announcement. "As A. O. Smith
expands its offering of high-efficiency
water heating solutions, it is important
we team up with the right strategic
partners so that together, we can bring
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A. O. Smith and Chromagen to Cooperate on
Solar Water Heating Solutions

Tecumseh Celseon indoor air-cooled
condensing units

compact design works well in space­
restricted applications. In all but a few
cases, Celseon condensing units have
a smaller size envelope compared with
standard AE units.

Celseon's molded fan shroud di­
rects air flow across the entire coil sur­
face, optimizing system performance
and ensuring that cabinet temperatures
are maintained at extreme operating
conditions. The fan shroud assembly
can be easily removed to facilitate
coi I clean ing and fan motor replace­
ment. Sweat connections and electrical
screw terminations are standard on
every Celseon condensing unit to save
time and money.

has trained more than 10,000 HYAC
distributors, engineers and contrac­
tors in 2009 alone. Also in 2009, the
company introduced the fi rst A I AI
CES educational program for U.S. ar­
chitects on YRF zoning technology.

For years, Mitsubishi Electric has
taken an active role in advocating for
govern ment pol icies that recogn ize
the performance capabilities of YRF
zon ing systems. In 2004, M itsubish i
Electric was the first to secure a spe­
cial wavier from the U.S. Department
of Energy demonstrating the unique
performance of YRF zoning systems
versus traditional central air systems.

Add itionally, M itsubish i Electric
was the first to lead the U.S. split-duct­
less effort with the Air-Conditioning,
Heati ng, and Refrigeration Institute
(AHRI) to recognize the different per­
formance capabilities of the technolo­
gy and pave the way for new federally
recognized performance standards for
the ductless category. Currently, Paul
Doppel, Mitsubishi Electric director of
factory liaison and government affairs,
serves as chairman of the Ductless
Equipment and Engineering Commit­
tee of the AHRI, among other AHRI
positions.

The current lineup of Mitsubishi
Electric split-zoning systems includes
24 models that are Energy Star rated
and 14 systems that qualify for the
federal tax credit. Mitsubishi Electric
YRF zoning systems can help new or
existing buildings earn essential points
in the U.S. Green Building Council
(USGBC)'s LEED ratings system under
the 'Energy & Atmosphere' and' Indoor
Environmental Quality' categories.

30
YEARS

• MITSUBISHI
"'ELECTRIC

With their compact size, proven per­
formance, and reliability, Tecumseh
fractional horsepower indoor air­
cooled condensing units are widely
used around the world. The company's
Celseon line increases customer value
further by covering the same capacity
range as Tecumseh's conventional AE
condensing units with fewer models,
less complexity, and more flexibility.

Celseon's modular construction
is built around a common base plate
that accommodates an assortment of
Tecumseh A E compressor models and
standardized components. Shaded pole
fan motors are suppl ied as standard
equipment and, service valves and
liquid line receivers are available as
options. Simplified fastening methods
have been incorporated into the de­
sign, thereby reduci ng assembly ti me
and improving product quality.

Initial Celseon products are de­
signed for use with refrigerants R 134a,
R22 and R404A/R507 and cover a
capacity range from l/6th to 1/3rd hp
for commerciallhigh temperature ap­
pi ications and from 1/5th to 1/3rd hp
for low temperature applications. The

Mitsubishi Electric Cooling and Heating
Solutions Celebrates 30 Years in the U.S.

Tecumseh Introduces Fractional Horsepower
Indoor Air-Cooled Condensing Units

Mitsubishi Elec­
tric Cooling and
Heating Solu­
tions (M itsubish i
Electric) is proud
to announce 30
years as an i n­
dustry leader in
split-zoning and
variable refrigerant flow (YRF) cool­
ing and heating technology in the U.S.
marketplace.

"Over the past three decades,
Mitsubishi Electric has led the HYAC
industry in pushing the acceptance of
the innovative split-zoning and YRF
cooling and heating technology that is
now establ ished as a true alternative to
traditional HYAC systems," says Bill
Rau, senior vice president and general
manager, Mitsubishi Electric. "Our
company has been, and will continue
to be, at the forefront of developi ng
new, energy-efficient, air conditioning
technology that helps our customers
save money and increase comfort."

As a leader in the U.S. market,
Mitsubishi Electric was the first manu­
facturer to introduce residential mini­
splits to the United States 30 years ago
in 1980 with its Mr. Slim split-zoning
systems. It was also the first to intro­
duce YRF zoning systems for com­
mercial and residential applications in
2003 with its City Multi systems.

Other M itsubish i Electric 'fi rsts'
include being the first ductless HYAC
manufacturer to introduce training
programs to educate industry profes­
sionals about split-zoning and YRF
technologies. With five training cen­
ters nationwide, Mitsubishi Electric


