HVAC & Air Purifier Trends
Why Personalize the Indoor Air Experience?

Why Consumers Need 24/7 Personal Air Quality Tracking:
Indoors & Out
It’s estimated 91% of the entire world population
live in areas where air quality exceeds safe limits
and 4.2 million deaths each year can be attributed
to air pollution exposure. Pregnant women, small
children, runners, people with asthma or COPD,
and people with heart conditions can all be
affected in different ways. However, air pollution
exposure can also cause long-term health impacts
among healthy individuals outside these groups.

How to Deliver the Personalized Indoor Air
Experiences your Customers Demand

Once the stuff of science fiction, connected
devices for the home are no longer a far-fetched
fantasy. Today they are a genuine object of
consumer demand. Experts predict that by
2025, the worldwide smart home market will
reach $175.24 billion. This rapid proliferation of
connected devices can be attributed in part to the
tendency of these products to multiply once they
enter a home: When a consumer invests in one
smart product for the home, they’re much more
likely to buy other compatible devices to enhance
their connected home experience. In one survey,
70% of consumers who had purchased a smart
home device said their initial purchase increased
their likelihood of making a second smart home
device purchase.
As connected home products become
mainstream, the way consumers view their indoor
air systems is also changing. Increasingly, HVAC
and air purifier companies are required to offer
not only connected experiences, but to find new
ways to differentiate themselves with products
and experiences that cater to their customers’
individual needs.
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A home should be a safe haven in which to relax,
refresh, and re-energize; unhealthy air is both an
unwelcome and harmful houseguest. Forwardthinking companies that address the demand for
personalization by enabling people to monitor
and regulate the air quality both within and
around their home, can succeed in keeping their
customers healthy, loyal, and engaged.

“

by 2025, the worldwide smart
home market will reach
$175.24 billion.

”

In this drive towards making unhealthy air
visible, environmental data integration becomes
essential: As consumers learn more about the
environmental health threats around them, they
understand the value of products and experiences
that help solve this problem for them.

Air pollution poses a significant risk indoors too.
According to the World Health Organization,
indoor smoke from household air pollution
presents a serious health risk for as many as
3 billion people (almost half the entire world
population!) who cook and heat their homes with
biomass, kerosene fuels and coal.

“

4.2 million deaths each year can
be attributed to air pollution
exposure.

”

In addition to activities we do indoors that cause
harmful air pollution (like candle burning, cooking,
and using certain types of cleaning products)
it’s also common for poor outdoor air quality to
migrate indoors. For this reason, attention is now
turning to the Indoor-Outdoor Air Pollution
Continuum and the importance of understanding
the full 24 hour cycle of what an individual has
actually breathed in.

To truly protect themselves from air pollution,
individuals need to understand the connection
between indoor and outdoor air quality. Given
the hyper-local and rapidly changing nature of air
pollution, they also need to understand how their
personal actions and decisions are connected to
the air they breathe.
Once individuals become aware of the connection
between what they are breathing indoors and out,
they can make healthier decisions on a daily basis.
By finding creative ways to bring this information
to consumers through their products and
experiences, indoor air providers empower
customers to take control of the air they breathe.
By informing when to close windows, go for a
run, or when to activate their air purifier system,
personalized clean air experiences become a way
of life for customers, helping to establish longterm brand loyalty and trust.
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The Key Features of any Successful Smart Home Product

Why Tailored Insights are Everything in the Connected Home

In order to build a connected smart home experience
that meets not only a consumer’s baseline air quality
needs, but becomes a necessary addition to their
home, it’s important to understand what drives
people to purchase connected products for the home
in the first place:

Many companies build generic products and services
in the hope of appealing to larger audiences, but savvy
companies recognize that attempting to speak to
everyone can result in products that don’t resonate
with anyone.

Save Money
Many consumers are attracted to the costsaving potential provided by connected
smart home technologies. In America alone,
consumers waste an estimated $130 billion
worth of energy per year, so any device that
can help them reduce this waste will be a
welcome one. The cost-saving potential of
connected devices in the home is especially
pronounced in the energy efficiency space:
smart HVAC systems can reduce home
heating and cooling costs by up to 10%, and
some systems generate savings of up to $219
per year.

Time Saving & Convenience
Smart devices help to make their users’
lives more efficient — an immense valueadd in the age of overbooked schedules and
24/7 work cycles. Consumers want their
smart home solutions to save them time
by handling routine tasks like regulating
home temperature while they’re at work,
or reminding them that it’s not a good
time to hang their washing outside (due
to the high pollen count). Many smart
device manufacturers have already made
convenience a priority. According to one
survey, 57% of consumers reported that their
smart home devices saved them over 180
hours each year.

“

Companies creating personalized
experiences for consumers see a
6-10% increase in revenue annually.

”

To stand out, it’s essential to offer specific solutions
to specific problems. Research from the Boston
Consulting Group shows that companies creating
personalized experiences for consumers see a 6-10%
increase in revenue and growth rates two to three
times higher than those of their peers.

When it comes to health and wellness monitoring in
particular, more doesn’t always mean better. Users can
become overwhelmed by the breadth of information
at their disposal, especially if the insights they receive
from one device contradict the insights they receive
from another. To prevent inducing “paralysis by
over-analysis,” companies should focus on providing
personalized recommendations — that is, giving users
the ability to take action in ways that connect to their
individual lives.
Smart air purification company Blueair provides a
salient example of this kind of personalized experience.
The air purifier company uses location-specific
information to report on air quality both inside and
outside their users’ homes through their connected
Blue Air Friend app and AirView interactive map.
By showing pollutant levels indoors and outdoors at
the street-view level, Blue Air demonstrates the value
of their products, and encourages users to check in
with their devices multiple times per day, dramatically
boosting user engagement.

Health & Safety

Easy to Use
In order for smart devices to deliver a
comprehensive solution, they should ideally
be able to communicate with each other
effectively. Broad-based interoperability
helps users achieve the time and cost
efficiency they’re looking for without having
to worry about switching back and forth
between isolated devices.
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Some of the most popular smart products on
the market, such as smart alarms, security
cameras, and fitness watches, help consumers
address their personal safety, health and
wellness needs. Smart locks and connected
security cameras protect homes from external
threats, while wearable technology helps
monitor sleep patterns, heart rate, and other
key health indicators. Similarly, smart air
purification and HVAC devices can make
decisions — or empower consumers to make
informed decisions — based on information
about invisible factors that affect their health
and wellbeing - like air quality.
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Environmental Insights Boost Revenue & Engagement
Companies that have integrated real-time air
quality data into their products see marked
increases in the time users spend on their apps and
overall brand loyalty. After integrating air quality
and allergen data into its consumer-facing app,
Klara, pharmaceutical company ALK saw their app
churn rate drop 50%. What’s more, following the
integration of real-time outdoor air quality data,
some indoor air companies see an increase in sales
of up to 60%.

“

Following the integration of real-time
outdoor air quality data, companies
see an increase in sales of up to 60%.

In the end, providing a holistic user experience
involves considering the details and granularity
that make up the personal differences in
consumers’ lives. Due to the dynamic nature of air
quality, the complexity of pollution composition,
and the individual nature of different consumer’s
needs, sensitivities, and routines, access to reliable
real-time air quality data has become one of the
most pressing needs of today.
By integrating air quality information into product
experiences, indoor air and smart home device
manufacturers can provide customers with the
tools needed to ensure homes become air quality
safe havens. In doing this, brands will benefit from
boosted user engagement, cross-sales, time spent
on apps, and customer loyalty.

Empowering 7 Billion People
to Breathe Easier
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