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The Washington State University Energy Program
is pleased to convene this summit
— An Integrated Look at Program Delivery.

Thank you for joining us for this important and timely
event. As leaders in energy efficiency from across the State
of Washington, you have valuable insights that we want
to hear. Your ideas and accomplishments will guide our
discussion of next steps as community energy efficiency
programs evolve.

[ trust that you will benefit from your experience
in today’s event, and I hope that you enjoy it.

Sincerely,

%w/ Py

Jacob C. Fey, Director
WSU Energy Program

WASHINGTON STATE UNIVERSITY
@ EXTENSION ENERGY PROGRAM
4

Our Mission

To advance environmental and economic well-being by providing unmatched
energy services, products, education and information based on world-class research.

Overview

Our staff of over 100 people (energy engineers, energy specialists, technical experts,
software developers, energy research librarians and more) works out of our Olympia,
Spokane and satellite offices. Operating similar to a consulting firm, the
WSU Energy Program is a self-supported department within the University.

Our customers include large and small businesses, public and private utilities, local

and state governments, tribes, federal agencies and facilities, manufacturing plants,

professional and trade associations, schools, universities, national laboratories and
consumers. For more information, visit our website at www.energy.wsu.edu.
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Agenda
8:00 - 9:00 Continental Breakfast — Jefferson Room

Welcome

9:00-9:30 Jake Fey, Director, WSU Energy Program

Report on Current Activities
9:30-10:15 William Ranes, Program Manager, WSU Energy Program
Todd Currier, Assistant Director, WSU Energy Program

10:15-10:30 Break

Break-Out Sessions

10:30 - Noon e Residential Outreach, Service Delivery and Financing — Columbia Room
* Residential Energy Auditing — University Room

¢ Quality Assurance and Training — Seneca Room

e Utility Partnerships — Boren Room

Lunch and Plenary Session
Noon - 1:00 Diana Lin, Program Manager
National Association of State Energy Officials

Break-Out Sessions

¢ Residential Outreach, Service Delivery and Financing — Columbia Room
1:00 - 2:30 * Residential Energy Auditing — University Room

¢ Quality Assurance and Training — Seneca Room

e Utility Partnerships — Boren Room

2:30 - 2:45 Break

Break-Out Sessions

¢ Small Commercial Outreach and Service Delivery — Seneca Room
2:45 - 4:15 * Residential Outreach, Service Delivery and Financing — Columbia Room
* Residential Energy Auditing — University Room

e Utility Partnerships — Boren Room

4:15-4:30 Break

Where Do We Go From Here?
4:30 - 5:00 Break-Out Session Leaders Report
William Ranes, Program Manager, WSU Energy Program

5:00 - 6:30 Reception — Sponsored by EnergySavvy and Earth Advantage Institute
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Clark County PUD - Project Energy Savings
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e Clark Public Utility
District

e Grant amount:
$1 million

¢ Insulation/air-sealing
upgrade

e No cost to
customer

e Single contractor,
competitive selection
service delivery

e Neighborhood
marketing outreach

methods

e Free screening assess-

vy

sssss

ment and free audit for

scope of work

¢ Incentive strategy:
cover full cost with
utility and program
incentives

Clark
Public

Utilities

nnnnnn

Project

Clark County PUD has a long history of delivering energy efficiency servic-
es to customers in Clark County, Washington. They used funding from the
Community Energy Efficiency Pilot (CEEP) to develop a program to serve
two lower- to moderate-income neighborhoods that were not reached by
Clark PUD’s other energy efficiency programs. Many customers in these
neighborhoods were not eligible for low-income programs yet did not
have the resources to take advantage of existing PUD efficiency programs.
CEEP allowed the PUD to focus on neighborhoods and to pay 100 percent
of the project cost.

Players

The Clark PUD collaborated with the City of Vancouver, Clark County
and the Americans Building Community (ABC, a community develop-
ment organization) to develop and deliver their CEEP project. All four
organizations were part of a planning and implementation group that
met regularly. The city and county made project decisions with the PUD,
provided some Energy Efficiency Community Block Grant Funds (for
outreach and repairs) and were actively involved in outreach. ABC played
the primary outreach role in one of the neighborhoods.

Approach

Outreach and Marketing: The project conducted an energy fair in each
neighborhood and attended neighborhood association and business group
meetings to raise awareness and educate people about energy efficiency.
The PUD used direct mail and door-to-door canvassing to reach customers.
They targeted their marketing to houses that were most likely to participate
and they avoided homes with gas heat, which were not eligible for retrofits
through the program. The PUD distributed energy -savings kits at energy
fairs and when canvassing.

Assessments and Audits: The project referred customers with natural gas
heat to the local natural gas utility programs, and they referred low-income
households to the local low-income weatherization program. Each residen-
tial customer who expressed interest in a retrofit received an energy-savings
kit and additional information about the program. If the customer wanted
to continue, the PUD conducted an assessment at the home to identify and
recommend measures. This information was passed on to the contractor,
who completed a comprehensive audit to create the job-card for the retrofit.
The contractor began the upgrade once the work plan was approved. The
PUD conducted an in-progress inspection and approved the work.

The small business portion of the program was for lighting only. Once a
small business expressed interest, the PUD explained the process and con-
firmed the business had T12 lighting. Then the PUD conducted a lighting
assessment with a lighting consultant and discussed lighting needs with the
business owner. The lighting consultant prepared a worksheet that pre-
sented energy use and cost details about the existing and proposed lighting.
The PUD obtained bids from a pool of lighting contractors, and the lowest
bidder was selected. The work was reviewed with the business owner, sched-
uled and completed. During this process, the PUD conducted an in-progress
inspection.
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Incentives: The PUD paid 100 percent of the project cost using a combination of CEEP funding and utility
funding (through the Bonneville Power Administration).

Service Delivery

Team bl Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
PUD (4 (4 v (4 v
Government (4 v v
Contractors v v v
Groups 4 v v
What They Did
Residential Small Business

Outreach and Marketing

Energy fair, neighborhood association
meetings, direct mail and door-to-door
canvassing

Energy fair, neighborhood association
meetings, direct mail and door-to-door
canvassing

Community Education

Part of the energy fair and meetings,
delivery of energy-savings kits, and
integrated into assessments and imple-
mentation

Part of the assessment process

Assessments and Audits

PUD provided an initial assessment

to identify recommendations and the
PUD contractor conducted an audit to
develop the job-card

The PUD and a lighting consultant
conducted a lighting assessment and
prepared a worksheet with the existing
and proposed lighting

Customer Service Strategy

PUD managed the entire process and
used one contractor to complete all
project work

PUD managed the entire process and
used a pool of contractors to do the
work

Incentives/
Financing Strategy

100 percent of the cost of the audit
and eligible measures. Financing was
available for other measures but was
not used.

100 percent of the cost of the light-
ing assessment and eligible lighting
measures

Measure Package

Insulation, duct sealing and air sealing

Lighting

Contracting Approach

One contractor selected through an
RFP to do all work

Contractor pooled bids on each project
and the lowest bid was selected

Quality Assurance

PUD conducted in-progress inspections
of all projects

PUD conducted in-progress inspection
on all projects

Workforce Development

PUD staff person received training,
volunteers received training and
contractors obtained training for staff

PUD staff person received on-the-job
training

Preliminary Results

e Performed over 300 residential assessments and over 200 retrofits.

e Saved each homeowner $260 on average per year.

e Performed seven retrofits for small businesses and nine commercial lighting retrofits.

e Energy savings: approximately $60,000 per year for residential customers, over $8,000 per year for small
business customers, for a combined savings of approximately $70,000 per year.
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Community Energy Challenge
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e Community action
agency and non-profit
organization

e Grant amount:
$2.8 million

e Whole-house residential
upgrade

e 60 to 80 percent
customer financial
contribution

e General contractor
service delivery

* Multiple marketing
outreach methods

e Subsidized audit,
in-person follow up

e Incentive strategy:
supplement utility
incentives, progressive
package

e Subsidized integrated
financing

COMMUNITY

NERGY

CHALLENGE

opportunit
i COUHC¥| ’

IS\ Sustainable
A\ Connections

Project

The Community Energy Challenge (CEC) was created to provide energy
efficiency improvements to working-class households and small businesses
in Whatcom County, Washington.

Players

The Opportunity Council, a Community Action Agency, used expertise
gained through administering a low-income weatherization program to
implement a moderate-income residential energy efficiency program. At
the same time, Sustainable Connections, a non-profit business member-
ship organization, focused on the small business aspects of the program.
Local electric and natural gas utilities provided marketing, outreach and
rebates. The cities of Bellingham and Ferndale, and Whatcom County,
contributed funding. Local contractors made efficiency improvements
to homes and businesses. The Energy Efficiency Finance Corporation
developed a loan product and Banner Bank supplied loans.

Approach

Outreach and Marketing: Residential outreach and marketing lever-
aged neighborhood associations and networks, while small business
marketing and outreach emphasized business relationships and events.

Assessments and Audits: Homeowners received a subsidized $195
home energy assessment and Home Energy Performance Score. Small
businesses received a free energy assessment and action plan.

Incentives: The CEC offered homeowners tiered incentives to implement
specific energy efficiency measures, which reduced the out-of-pocket cost
of projects to homeowners. Small businesses were also offered several
incentives to improve their energy efficiency. Homeowners and small
businesses were offered low-interest loans with preferential terms:

e Homeowners were offered first-tier incentives to implement attic insulation,
air sealing, duct sealing, and water pipe and heater insulation. A second
tier consisted of wall insulation, floor insulation and ventilation. Additional
incentives were offered for upgrading to high-efficiency water heaters and
high-efficiency furnaces. Homeowners were paid up to 30 percent of the
project cost to cover deeper retrofits.

e Small businesses were offered matching utility rebates and incentives for
heat pumps, solar photovoltaic systems and high-efficiency lighting.
Sustainable Connections visited businesses and provided recommendations
in a report that consisted of contractor referrals, financing, facility action

plans and technical support.

Local Economy

The Community Energy Challenge was a positive economic endeavor.
The program leveraged investments from homeowners, businesses,
local government and the community. Over 20 contractors delivered
residential services and became more skilled in delivering weather-
ization services. Businesses and homeowners learned how to better
manage their energy use. Customer surveys indicated high satisfac-
tion with the program.
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Service Delivery

Team AR TR Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
Opportunit v
pCp b Y v v v v v Direct v
ounci installation
H Program
Sustalnqble management; v v
Connections no admin.
Government v
Contractors (%4 v v
Banner Bank v
What They Did
Residential Small Business

Outreach and

General marketing and outreach (news-
paper, website, social media). Focused on

General marketing and outreach (newspaper,
website, social media). Focused on business

Marketing neighborhood associations and neighbor- | relationships, business events and promoting
hood networks. participants.
Community Part of neighborhood outreach, assess- Part of business outreach, assessments and
Education ments and implementation. support.

Assessments and
Audits

CEC provided subsidized energy audits.

CEC provided free energy assessments as well
as more detailed benchmarking and energy
action plans as appropriate.

Customer Service

CEC was the facilitator of the one-stop
shop and managed all aspects of a

CEC offered a menu of services that business
owners could choose from.

Low-interest loans with preferential terms
were also available.

Strategy project.
CEC offered tiered incentives that CEC offered incentives that doubled utility
. required implementation of the most rebates. Special incentives were available for
Incentives/ . - . .
. . cost-effective measures first; incentives heat pumps and solar photovoltaic systems.
Financing
covered about 30 percent of the cost.
Strategy

Measure Package

Comprehensive: air and duct sealing,
insulation, heating and water system
upgrades, CFLs, windows and solar.

Measures eligible for utility rebates, heat
pumps, solar PV.

Contracting
Approach

CEC acted as a facilitator and trainer.
They used a pool of weatherization
contractors selected through an RFQ and
approved HVAC contractors.

Provided contractor referrals; businesses could
use contractors they had a relationship with.

Development

provided for all contractors; staff training.

Bl AT CEC conducted in-progress and final None
Y inspections with test-out of all projects.
Workforce Classroom and on-the-job training was None

Preliminary Results

e Performed over 700 residential energy audits and over
100 small business energy audits.
e Facilitated over 450 residential energy efficiency

projects and over 40 small business retrofits, with a

conversion rate of 53 percent for residential customers.
e Saved Whatcom County homeowners over $210,000
in utility costs.
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Community Power Works for Home
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Municipal government

Grant amount: $20 million
total, $12 million for
CPW for Home

Whole-house residential
upgrade

60 to 70 percent customer
financial contribution

Managed exclusive
contractor pool

Multiple marketing and
outreach methods

Subsidized EPS audit:
intensive project
management using a
custom web portal and
in-person contractor
follow-up

Incentives based on carbon
and energy saved; addi-
tional incentives for heat-
ing system upgrades

Subsidized integrated
financing with reduced
rates for low-income
households

Energy Performance Score

COMMUNITY

WORKS

Pend
Orele

Project

Community Power Works (CPW) is a comprehensive effort to provide energy
efficiency improvements in residential, low-income multi-family, small business,
hospital, large commercial and municipal sectors in Seattle, Washington. This
program was created to develop innovative approaches to drive demand and
achieve whole-house energy upgrades.

Players

The Seattle Office of Sustainability and Environment (OSE) contracted with
Cascadia Consulting to market efficiency upgrades and facilitate the upgrade
process using a custom web-based IT platform developed by EnergySavvy.
Cascadia and OSE selected and managed a pool of 15 local contractors who
completed upgrades in compliance with the High Roads Agreement, a set of
employment and contracting standards developed through a collaborative process
involving community organizations, labor organizations, contractors, and
training providers. Seattle City Light provided subsidized Energy Performance
Score (EPS) audits, marketing assistance and additional rebates for electrically
heated homes, while Puget Sound Energy (PSE) maintained existing rebate
programs. Craft3 and Puget Sound Cooperative Credit Union developed loan
products, originated loans and served as fund managers. Services to low-income
households were coordinated with the Seattle Office of Housing (Homewise).
South Seattle Community College, Got Green and LiUNA were designated as
qualified training providers (QTPs).

Approach
Outreach and Marketing: Comprehensive multi-channel marketing, strong
brand development and extensive use of social and on-line media.

Assessments and Audits: A subsidized EPS audit was required for all partici-
pants and was used to establish eligible measures and incentive levels based on
estimated energy savings.

Incentives: CPW offered homeowners incentives for up to 50 percent of total project
costs based on the percentage of energy saved as established by the test-in audit:

e $1,250 for projects saving 15 to 20 percent,

¢ $2,000 for projects saving 21 to 30 percent, and

¢ $2,500 for projects saving more than 30 percent.

Additional incentives included:
¢ $1,200 for upgrading from oil heat to high-efficiency natural gas or
ductless heat pump.
* $500 toward the cost of decommissioning an oil tank.
e Seasonally timed incentives for homeowners.
¢ $250 incentives to auditors or contractors who delivered leads that
completed an upgrade.

Local Economy

Over 20 contractors and 100 workers delivered residential services and became
more skilled in delivering weatherization services. Across all six sectors,
Community Power Works has generated: 58,000 hours of work performed by
over 500 people, including 330 contractors and auditors (as of April 30, 2012).
The contractor pool and number of workers is expected to grow.
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Service Delivery

Team IR Outreach and | Assessments/ | Incentives/ . Workforce .
and . . . . Installations Advisors
Member Management Marketing Audits Financing Development
Seattle Office of Gcrj::r:;d
Swsarabity ond | S0 | v voo| s v | v
reporting
Cascadia Upgrade
Consulting project (4 Test-out Management v
(and subs) manager
Seattle . . Incentives,
City Light v Financing on-bill repay v
PSE Incentives
Contractors and .
audit firms 4 Testin v
High Road Agree- v
ment Partnership
Craft3 Loan program Loans
Puget Sound
Co-op Credit Payme.nt Loans
Union processing
Seattle Office of Low Low-income
Housing income single and Funding 4
(Homewise) multi-family

What They Did

Outreach and Extensive and comprehensive multi-channel marketing (traditional media, trade allies, and neighborhood and

Marketing professional networks). Extensive use of social media. Strong emphasis on building the CPW brand.
Community Broad-based community education was not a primary focus but was included as part of neighborhood outreach,
Education website postings, and one on one through assessments and implementation.

Assessments and
Audits

A subsidized EPS audit was required for all participants and was used to establish eligible measures and incentive
levels based on estimated energy savings.

Projects were managed using a project management web service developed by EnergySavvy in partnership with

Customer Service | Clean Energy Works Oregon. Project management included regular email and phone contact. Homeowners had

Strategy the option of managing their project online with the support of the energy consultant or relying on the contractor
for service.
Incentives were based on the percentage of energy saved as estimated by EPS, up to 50 percent of total project
Incentives/ costs. In addition, CPW matched electric and gas utility incentives for converting oil-heated homes to high-effi-
Financing ciency gas and electric. Rebates were also available for oil tank decommissioning. Craft3 offered below market rate
Strategy standard (4.49 percent) and low-income loans (3.49 percent) and more flexible qualifications with on-bill payment

through Seattle City Light.

Very comprehensive whole-house energy packages: air and duct sealing, insulation, windows and mechanical

Measure Package system upgrades,

Managed contractor pool required to meet a set of minimum standards, including experience, training and

Contracting 1agec J
certification, wages and benefits.

Approach

100 percent test-out EPS audits performed by independent auditors. A sample of homes received in-depth quality

Quality Assurance | assurance and monitoring visits.

Participating contractors were monitored for compliance with High Roads Agreement, which covered wages,
benefits, hiring from Qualified Training Programs, wage progression and provision of training to new entry-level
hires, and certification of existing staff.

Workforce
Development

Provided an average of $2,000 in energy

efficiency incentives to individual

homeowners. o
e Completed comprehensive upgrades

achieving average energy savings of over 26

percent and energy cost savings of over $500
per year.

Customer surveys indicate that over 90
percent of customers would recommend this
program to others.

° ° °

Preliminary Results

At the half-way point in the grant, CPW has:

e Performed over 1,000 EPS energy audits and
completed 135 upgrades, with over 90 more
under construction.

WSU Energy Efficiency Summit e Page 9



NNNNN

City of

sssssssss

eeeeeeeeeee

nnnnnnnn

nnnnnn

‘‘‘‘‘‘‘‘‘

Municipal utility
Grant amount: $63,000

Heating system/
insulation upgrade

70 to 80 percent
customer financial
contribution

Utility/contractor
referral service delivery

Utility outreach
methods

Subsidized audit,
optional follow up

Incentive strategy:
program incentives only

Llicnsburg

Energy Services Department

City of Ellensburg

Project

The City of Ellensburg, along with the Bonneville Power Administration
(BPA), has been running energy efficiency programs for electrically heated
homes and businesses since 1980. No program for natural gas-heated
homes was available until the city used CEEP funding to develop a natural
gas energy efficiency program. This program targeted homes in Ellens-
burg’s older residential neighborhoods and small businesses in the
Downtown Historical District.

Players

The City Council of Ellensburg approved and supported the natural gas
efficiency program. The City delivered services for this program through
their Energy Services Department. Contractors conducted the weath-
erization work. The City had an agreement with HopeSource, a local
agency responsible for low-income weatherization, to do mutual referrals;
the City and HopeSource did a few projects together to build experience
and relationships. To reach small businesses, the City developed a relation-
ship with the Ellensburg Downtown Association.

Approach

Outreach and Marketing: The City sent utility bill inserts by mail to get
the word out to targeted neighborhoods, made presentations, and pre-
pared flyers and handouts. After this initial outreach, they discovered that
word of mouth was sufficient to generate demand for the program.

Assessments and Audits: For residential natural gas customers who
signed up for the program, City staff provided:
¢ A free energy assessment,
¢ A one-page document with energy efficiency improvement
recommendations,
e A detailed bid document to be used by the contractor to
provide a proposal,
e Support for selecting a contractor,
¢ In-progress and final inspections, and
e Rebates for heating and water system energy efficiency
upgrades (including duct sealing and insulation) and ceiling
and floor insulation.

Small business customers also received a free energy assessment from the
City, which emphasized educating business owners about their energy
systems and how to optimize performance for energy and cost reduction.

Incentives: Rebates were provided for energy efficiency upgrades to
mechanical systems and insulation. The City also provided rebates to
businesses for lighting system improvements through their BPA-funded
programs. CEEP dollars funded rebates for natural gas efficiency mea-
sures. The City funded the assessments and all other program support.
Homeowners and small business owners paid the majority of the costs for
energy efficiency improvements (typically more than 80 percent).

WSU Energy Efficiency Summit ¢ Page 10



Local Economy

Prior to the CEEP Pilot Program, no contractors in Ellensburg offered insulation and weatherization services.
The program brought two insulation contractors into the community and helped them get up-to-speed deliver-
ing quality work that met the program requirements. In addition, five heating contractors were involved with

the program.

Service Delivery

Team AT Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
City of
y v v v v v
Ellensburg
Contractors v v
Downtown
.. (4
Association
HopeSource v

What They Did

Outreach and Marketing

Limited utility bill inserts, presentations, flyers and handouts. After initial
outreach, word of mouth produced sufficient demand.

Community Education

Used existing resources (handouts, booklets, CDs) for participants and those
who expressed interest. Education focused on participants.

Assessments and Audits

Free energy assessment, a one-page document with recommended energy
efficiency improvements and a detailed bid document (residential only). For
small business customers, emphasis was placed on education and working with
contractors to develop bids.

Customer Service Strategy

Provided assessment and recommendations, assisted customer with evaluating
bids and selecting the contractor, conducted quality assurance and paid
incentives.

Incentives/Financing
Strategy

Rebates for natural gas energy efficiency measures funded with CEEP dollars
(typically less than 20 percent of costs).

Measure Package

Heating system (including duct sealing and duct insulation), hot water system,
and ceiling and floor insulation. Business customers were eligible for lighting
rebates through a BPA-funded program.

Contracting Approach

Contractor referral list. Customer selected and dealt with contractor.

Quality Assurance

In-progress and post inspection.

Workforce Development

On-the-job training to improve the quality of contractor work.

Preliminary Results

e Performed over 140 residential energy assessments and 10 small business energy assessments.
e Facilitated over 60 residential retrofits and five small business retrofits.
e Provided City of Ellensburg participants with approximately $20,000 in energy savings.
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Investor-Owned Utility

Grant amount:
$1.8 million

Duct sealing upgrade,
with CFLs and low flow
shower heads provided to
customer

No cost to customer
Single contractor-
competitive selection

service delivery

Neighborhood marketing
outreach methods

Prescriptive direct
installation

Incentive strategy:
cover full cost with

utility and program
incentives

PUGET
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SOUND
ENERGY

Project

Puget Sound Energy (PSE) has a long history of offering energy efficiency
programs to customers. They have provided a manufactured home duct-
sealing program since 2006 and are always looking for new opportunities
to reach customers who are not served by their other programs. The
Community Energy Efficiency Pilot (CEEP) grant allowed PSE and their
contractor, UCONS, to expand the number of homes served by their
manufactured home duct-sealing program, add low-cost direct install
measures and enhance workforce development.

Players

PSE chose UCONS to implement their manufactured home duct-sealing
program through a competitive request for proposals. UCONS and a
partner offered PSE the opportunity to incorporate the CEEP grant into the
program. PSE moved forward as the prime contractor for the CEEP grant;
developed the statement of work with UCONS; provided management
oversight, tracking and support; and paid for the duct sealing. UCONS
delivered the program services. They worked with manufactured home
park managers on marketing outreach and used a sub-contractor to help
with worker training and quality assurance. The Department of
Commerce RISE Program also assisted with outreach and education to
establish relationships with some manufactured home parks.

Approach

Outreach and Marketing: UCONS'’s marketing team was responsible
for outreach and customer sign-up. Once UCONS selected a manufac-
tured home park, they met with the park manager for approval and
support, attended community meetings, contributed program write-ups
to the community newsletter, and raised awareness through direct mail-
ings. This was followed by door-to-door canvassing, where UCONS
provided information and scheduled customers for service. They left flyers
for residents who were not home and then provided follow-up.

Assessments and Audits: UCONS used a data management system to
schedule work to match the work-flow needs of their installation teams.
Jobs were scheduled in three-hour windows to allow UCONS to efficiently
do a group of jobs in a day. There was not a separate assessment or audit.
On complex homes, UCONS performed duct testing, but in most cases
prescriptive duct sealing was provided. They also installed CFLs in high-
use fixtures, insulated hot water pipes, and left a low-flow showerhead

(or an energy savings kit with a showerhead, aerators and thermometer)
to be installed by the customer. UCONS employed a staff inspector who
checked most jobs. At the completion of each job, UCONS installers
explained to the customer what was done and the customer signed off on
the work. UCONS left energy information with the customer as part of the
ongoing education process. UCONS hired a third-party contractor (Energy
Services Group) to do monthly quality assurance inspections, usually done
the same day a job was completed or a day later. PSE had the right to
perform site verification and inspections.

Incentives: 100 percent of the cost was covered through a combination
of PSE rebates and ARRA funding.
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Service Delivery

Team AR TR Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors

Member Marketing Audits Financing Development

Management
PSE (4 (4 v
Contractor -

UCONS v 4 (%4 (%4 (%4
Subcontractor v v
Manufactured

Home Park v v
Managers

What They Did

Outreach and Marketing

Worked with the manufactured home park manager, attended community
meetings, used the community newsletter and did direct mailing to get the
word out. Walked the park, provided information about the program, provided
educational information and scheduled customers on the spot for services. Left
flyers for residents who were not home and then followed-up. Leveraged the
PSE website, Energy Advisors, press releases and community engagement efforts
to expand marketing reach.

Community Education

Part of outreach and installation processes.

Assessments and Audits

No separate assessment was conducted. As part of implementation, needed
work was identified and completed.

Customer Service Strategy

Comprehensive project management and implementation. Once a customer
agreed to have work done, UCONS managed all aspects of a job.

Incentives/Financing
Strategy

100 percent of the cost was covered through a combination of PSE rebates and
ARRA funding.

Measure Package

Prescriptive duct sealing, water pipe insulation, CFLs in high-use fixtures,
low-flow showerheads and water savings kits.

Contracting Approach

PSE hired UCONS to provide implementation services.

Quality Assurance

UCONS project lead inspected most jobs. A third-party consultant conducted
random monthly inspections. PSE conducted site verification and some
inspections.

Workforce Development

UCON:S staff received training on duct testing and sealing, and some were
certified. A consultant provided periodic on-site training and UCONS project
leads mentored staff and worked with new employees.

Preliminary Results

e PSE and UCONS expanded the number of customers served by the manufactured
home duct-sealing program by almost 2,500 customers.

e Performed over 7,200 upgrades.

e Saved homeowners over $550,000 annually.
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City of Bainbridge, City of
Bremerton and
Conservation Services
Group Partnership

Grant amount:
$4.8 million

Residential upgrades with
limited commercial up-
grade target in Bainbridge
Island

80 to 90 percent customer
financial contribution

Referral to contractor/
trade ally list, customer
manages upgrade process

Call center/web-based
marketing and social
media tactics

Optional subsidized EPS
audit with telephone
follow-up or no-cost CSG
walk-through assessment

Utility incentives plus
additional RePower
rebates for insulation and
whole-house air sealing

Fuel match incentives
for oil and propane
customers

Referral to a subsidized
energy efficiency loan
product

RE,POWER

BAINBRIDGE

nnnnnn

RePower Bainbridge Island / RePower Bremerton

Project

RePower Bainbridge Island and RePower Bremerton is a county-wide
program aimed to drive demand for energy efficiency upgrades by
providing subsidized audits, information about utility rebates, supplemen-
tal incentives, financing and access to a local skilled workforce for home-
owners in the cities of Bainbridge Island and Bremerton, Washington.

Players

The City of Bainbridge Island co-wrote a grant with Conservation
Services Group (CSG) and invited the City of Bremerton to join the effort
to coordinate outreach and stakeholders. Positive Energy worked with
Puget Sound Energy (PSE) to obtain island energy use data and live

data feed to develop community energy dashboards. CSG is the direct
grant recipient and delivers energy audits (Home Energy Check-Ups). CSG
also provides program design services and call center and program sup-
port services, and manages the trade ally network consisting of 18 local
contractors and auditors. Earth Advantage provides the Energy Perfor-
mance Score (EPS) audit tool and training for auditors and contractors.
PSE and Cascade Natural Gas maintain the existing rebate programs and
provide performance data. PSE is implementing the commercial upgrade
program. Kitsap County Credit Union and the City of Bainbridge Island
developed and offered an island-specific energy efficiency loan product.
The marketing and service delivery model are closely coordinated with
RePower Kitsap and provided by CSG. Sierra Club provides canvassing
assistance. Kitsap Community College offers trainings and job placement
services.

Approach

Outreach and Marketing: Focused on community outreach and ta-
bling events as well as social media tools (Facebook, Twitter). Traditional
free media (newspaper, radio, mailings) plus web page and call center.
Incentive guide clarifies what is available to customers from utilities and
RePower. The Trade Ally Network was established and requires Building
Performance Institute (BPI) certification for all participating contractors,
including upgrade contractors and energy auditors.

Assessments and Audits: Participants get a free Home Energy Check
Up. Island and Bremerton residents are also eligible for RePower-subsi-
dized EPS audits.

Incentives: Existing utility incentives were supplemented by RePower
Rewards, a $400 bonus for installing two or more qualifying improve-
ments. Utility incentives are matched for oil and propane customers.
There is a $400 whole-house air sealing incentive, a $100 organizational
challenge incentive, property owner incentive, and a friends and family
referral incentive.
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Local Economy
Almost 20 contractors became more skilled in delivering residential energy efficiency upgrade services including
whole-house weatherization. The contractor pool and number of workers is expected to grow. Contractors have

reported that 28 new jobs were created since program start.

Service Delivery

Team AT Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
Cities of Local
Bainbridge and coordination v
Bremerton
. Outreach,
Cor)servatlon incentives and v v v Referrals v
Services Group referrals
Earth Tool and
Advantage training v v
WSy Energy | Dot
Program, Performance v v v
Commerce Consultants
PSE, Cascade .
! |
Natural Gas v ncentives
Contractors and
audit firms v 4 v
Kitsap County
K . L
Credit Union v oans

What They Did

Outreach and

Community energy dashboards. Traditional media plus web portal and call center. Use of Trade Ally Network

Marketing including contractors and realtors.
. Broad-based community education campaign at program start to raise awareness about capacity issue. Trainings in

Community . : . -

Educati the house as a system were delivered by CSG to residents during the first summer of the program. Summer 2012

ucation will focus on real estate agent outreach and training.
Participants receive no-cost home energy check-ups (Bainbridge) or PSE HomePrint Assessment (Bremerton,

Assessments . . . . : .

and Audits provided by CSG Energy Advisors). EPS follow-up is encouraged by auditors and provided by RePower Kitsap

Energy Advisors.

Customer Service

CSG coordinated referrals for audits and contractors through a call center and also implemented a Technical Help

Strategy Desk staffed by Lead Energy Advisor.
: Supplemented utility incentives by providing RePower Rewards and additional whole-house air sealing incentives
Incentives/ ; o ; - A . -
Financin and a variety of community-oriented incentives such as organizational challenge and friends and family bonus. Low-
g interest loans made available by Kitsap Credit Union and collateral to promote this were developed in partnership
Strategy with CSG.

Measure Package

Mixed customer choice, market driven.

Contracting
Approach

Referral to a Trade Alley Network. Customers manage bids and upgrade process. CSG provides QA services to 10
percent of all upgrade jobs and on all DIY jobs applying for RePower rebates.

Quiality Assurance

In-depth quality assurance and quality control visits provided for in-process upgrades and post-construction.

Workforce
Development

Sales skills training and EPS tool training provided to auditors and contractors. Targeted training provided to realtors
and appraisers. Additional BPI training made available to Trade Ally Network by CSG and other providers.

preliminary Results e Performed 234 HomePrint Assess- Bainbridge Island.
ments in Bremerton. e Completed 41 upgrades in Bremerton
e Performed 239 EPS assessments in e Current conversion rate of 21 percent.

At the half-way point in the grant,

RePower Bainbridge/Bremerton has:

e Performed 1,836 free home energy
check-ups in Bainbridge Island.

Bainbridge and Bremerton.
e Completed 425 upgrades in
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County government

Grant amount:
$1.1 million

Mixed customer-driven
residential upgrade

80 to 90 percent
customer financial
contribution

Referral to contractor/
trade ally list; customer
manages upgrade
process

Call center/web-based
marketing

Optional subsidized EPS
audit with telephone
follow-up or no-cost
utility walk-through
assessment

Utility incentives plus
additional RePower
rebates for insulation
and whole-house air
sealing

Referral to a
subsidized energy
efficiency loan
product

RE,POWER

KITSAP

nnnnnn

RePower Kitsap

Project

RePower Kitsap is a county-wide program aimed to drive demand for
energy efficiency upgrades by providing subsidized audits, information
about utility rebates, supplemental incentives, financing and access to a
local skilled workforce for homeowners in Kitsap County, Washington.

Players

Kitsap County coordinated outreach and stakeholders. The Washington
State University Energy Program provided reporting and stakeholder
coordination, and contracted with the Conservation Services Group
(CSG) to manage rebates, provide call center and program support
services, and manage the trade ally network consisting of 18 local
contractors and auditors. Earth Advantage provided the Energy Perfor-
mance Score (EPS) audit tool and training for auditors and contractors.
Puget Sound Energy (PSE) and Cascade Natural Gas maintained existing
rebate programs. The Kitsap County Credit Union developed and offered
an energy efficiency loan product. The marketing and service delivery
model were closely coordinated with RePower Bainbridge and RePower
Bremerton, operated by the cities of Bainbridge Island and Bremerton,
with program implementation provided by CSG.

Approach

Outreach and Marketing: Traditional free media (newspaper, radio,
mailings) plus web page and call center. Strong program presence was
provided at local events, trade shows and markets. The Trade Ally
Network, including upgrade contractors and energy auditors, was
established.

Assessments and Audits: Participants had the option of getting a
subsidized EPS audit. PSE also provided a no-cost utility walk-through
HomePrint assessment.

Incentives: Existing utility incentives were supplemented by Repower
Rewards, a $400 bonus for installing two or more qualifying improve-
ments and a whole-house air sealing incentive.

Local Economy

Almost 20 contractors became more skilled in delivering residential energy
efficiency upgrade services including whole-house weatherization. The
contractor pool and number of workers is expected to grow.
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Service Delivery

Team Administration Outreach and | Assessments/ | Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
. Local
Kitsap County coordination v v
. Outreach,
SCor.IservGatlon incentives and (4 Management Referrals v
ervices Group referrals
Earth Tool and
Advantage training v v
Grant and
erU Energy contract v
rogram manager
PSE, Cascade .
Na,tural Gas v Incentives
Contractors and
audit firms v v v
Kitsap County
Credit Union v Loans
Washington
State Grant and
Department of ;c;r;t;;cetr v
Commerce
What They Did
Outreach and | Traditional media plus web portal and call center. Use of Trade Ally Network, including contractors and
Marketing realtors.
Community Broad-based community education was not a primary focus but was included as part of website
Education postings and one-on-one through assessments and implementation.
Assessments Participants had the option of getting a subsidized EPS audit or a no-cost utility walk-through
and Audits assessment. Telephone follow-up for EPS audits
Customer CSG coordinated referrals for audits and contractors through a call center and also processed RePower
Service Strategy Rewards referrals.
Incentives/ Supplemented utility incentives by providing Repower Rewards and additional air sealing incentives for
Financing whole-house air sealing meeting minimum targets. Low-interest loans made available by Kitsap Credit
Strategy Union.
Measure Package | Mixed customer choice, market driven.
Contracting Referral to a Trade Alley Network. Customers manage bids and upgrade process.
Approach
Quality In-depth quality assurance and quality control visits provided for both in-process upgrades and
Assurance post-construction.
e e Sales skills training and EPS tool training provided to auditors and contractors. Targeted training
Devel t provided to realtors and appraisers. Additional Building Performance Institute training made available
evelopmen to Trade Ally Network.

Preliminary Results

At the half-way po

int in the grant, RePower Kitsap has:

e Performed over 280 EPS assessments.

e Completed over
¢ Provided almost

250 upgrades.
$200,000 in energy efficiency loans to homeowners.
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Community/sustain-
ability based non-profit
organization

Grant amount:
$750,000

Insulation/air sealing
upgrades

30 percent customer
financial contribution

Facilitated process with
referral to screened
contractors for service
delivery

Multiple marketing
outreach methods

Free screening assess-
ment, subsidized audit
and in-person follow-
up for scope of work

Incentive strategy that

supplements utility
incentives

Center

Project

The Sustainable Living Center (SLC) was created to provide energy
efficiency improvements to homeowners in Walla Walla, Washington. No
whole-house weatherization services were available to households that did
not qualify as low income in Walla Walla prior to CEEP. As a result, a large
portion of the population, particularly those living in older homes, ben-
efited from SLC energy efficiency services.

Players

The Sustainable Living Center led the CEEP pilot in Walla Walla, collabo-
rated closely with local utilities to develop their program, and made utility
rebates accessible for clients. Blue Mountain Action Council, a local low-
income weatherization provider, offered technical assistance and referrals
to the SLC. The SLC used a variety of community groups to reach poten-
tial clients and spread the word about their program. They worked with
contractors to deliver quality weatherization services to program clients.

Approach

Outreach and Marketing: The SLC did door-to-door canvassing,
direct mailing, community events and civic presentations to build name
recognition and awareness of the program. They worked with volunteer
groups to go door to door to provide CFLs and information on low-cost
and no-cost energy efficiency opportunities. While these approaches were
not particularly successful in bringing clients into the program for assess-
ments, they were an important starting point for developing trust and
brand awareness. Most referrals to the program were from contractors or
word-of-mouth referrals.

Assessments and Audits: A unique aspect of the SLC program was that
it provided free initial energy assessments to potential customers, which
identified energy efficiency opportunities and encouraged participation in
the program. Homeowners learned how they could save energy and were
often given low-flow showerheads and aerators and CFLs.

For clients who wanted to pursue energy efficiency improvements, an
SLC-certified auditor performed comprehensive home energy perfor-
mance review audits. For contractor bids, SLC prepared a participation
offer that showed the job cost, energy savings, savings-to-investment
ratio, and utility and SLC rebate estimates. Participating clients coordinat-
ed with the contractor to install the energy efficiency improvements.

Incentives: The SLC program limited its rebates to floor, wall and ceiling
insulation measures. This simplified the program and provided the great-
est opportunity for impact and education with limited funding. The SLC
incentive covered about a third of the cost, on average, with the balance
split between utility rebates and the homeowner.
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Service Delivery

Team AR TR Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
SLC (4 (4 v (4 4
Contractors v v
Utilities (4 (4 v
Volunteers 4
Blue Mountain v
Action Council

What They Did

Outreach and Marketing

Community events (such as farmers markets and fairs), civic organization
presentations, direct mail and door-to-door canvassing. Most referrals of clients
to the program came through word-of-mouth and contractors.

Community Education

Most of the community education occurred via information delivered as part of
the free homeowner energy assessments. Education was also incorporated into
outreach at community events and in door-to-door canvassing.

Assessments and Audits

This was a two-step process. First, a free one-hour energy assessment identi-
fied opportunities, provided education and informed the homeowner about the
program. Second, an energy performance review audit was offered for $150 for
homeowners who chose to move forward.

Customer Service Strategy

SLC provided assessments and audits, assisted with getting contractor bids and
prepared a participation offer that shows the job cost, energy savings, savings-
to-investment ratio, estimated utility rebates and SLC rebates. SLC also provided
quality assurance.

Incentives/Financing
Strategy

SLC incentives covered 30 percent of the project cost. On average, utility rebates
covered another third of the cost and the homeowner paid about a third.

Measure Package

SLC incentives for floor, wall and ceiling insulation measures (and air sealing
associated with those measures).

Contracting Approach

Contractor referral list. Customers select and deal with contractors directly.

Quality Assurance

All projects received a final inspection.

Workforce Development

Initial contractor training about the program. Contractor training on air sealing,
contractor oversight and quality assurance. Auditor mentorship led to
BPI-certification of one auditor.

Preliminary Results

e Conducted over 600 residential assessments and over 200 home energy performance review audits.
e Completed over 200 energy efficiency upgrades for residential customers.
e Saved Walla Walla residents over $100,000 per year.
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Snohomish PUD - Community Power!

nt
Kitttas . whiman

Lewis Gent Garfield
Columbia

Walla Walla

Public Utility District

Grant amount:
$2.1 million

Windows/lighting/
thermostat multi-family
upgrade

Customer financial
contribution: residential
25 to 80 percent; multi-
family O percent; direct
install 70 percent

Single contractor-
competitive selection,
contractor service
delivery

Neighborhood marketing
outreach methods

Free assessment to
prepare scope of work

Incentive strategy:
cover full cost of audits
and utility and
program incentives
(for direct install)

SNOHOMISH COUNTY

PUBLIC UTILITY DISTRICT NO. 1

Project
Snohomish County PUD has delivered energy efficiency programs for over 25
years. CEEP provided the PUD with the opportunity to test new ideas. The PUD
had three goals for the Community Power! program:
e Develop sustainable and replicable energy efficiency service delivery models,
e Obtain energy savings in what may be hard-to-reach market segments, and
e Mobilize effective community-driven energy efficiency efforts.

Players

The PUD created a small team to develop and deliver the Community Power!
program. The City of Everett and Snohomish County were the primary
collaborators, assisting with outreach, providing consulting on program design
and administration, and contributing some funding through Energy Efficiency
Community Block Grants. Other community partners who helped with outreach
included a couple of smaller cities, neighborhood groups, churches and crime
prevention groups.

Approach

Outreach and Marketing: Community Power! consists of three distinct
elements: multi-family building direct install, small business direct install and com-
munity-based residential. Outreach to multi-family buildings and small businesses
was mainly direct face-to-face marketing. Community Power! also provided pre-
sentations to associations. Contractors did much of the marketing for small busi-
nesses. Marketing and participation targeted two neighborhoods in South Everett,
chosen because these areas were underserved and had many potential partici-
pants. Initial residential outreach was focused on discrete community groups and
networks, primarily through community meetings, events and networking. When
the number of participants was lower than desired, Community Power! expanded
outreach to include the entire county. Community Power! advertised the program
through an e-newsletter, website and utility bill inserts, and invited homeowners to
team up with their neighbors and sign up for an energy assessment.

Assessments and Audits:

Multi-Family Building Direct Install: The building owner signed a participation
agreement. The PUD contractor conducted a building assessment and prepared a
statement of work, which was approved by the PUD.

Small Business Direct Install: The small business element was a lighting-only
program. It followed the processes of the existing PUD lighting rebate program,
but increased the incentive to 90 percent of the project cost to encourage partici-
pation. An approved lighting contractor engaged the customer and submitted a
project bid, signed by the customer, to the PUD. The PUD inspected the existing
building, made necessary revisions to the bid and authorized the work.

Community Based-Residential Install: A PUD contractor conducted a full energy
audit on homes built before 1992 using Energy Performance Score and a blower
door test. All other homes underwent a simpler assessment that placed more em-
phasis on behavioral changes.

Incentives: Direct install measures were provided at no cost; enhanced incentives
were provided for other measures. Incentives covered 90 percent of lighting costs.
Enhanced incentives for residential refrigerators and insulation covered up to

75 percent of costs.
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Service Delivery

Team IR Outreach and | Assessments/ | Incentives/ . Workforce .
and . . . . Installations Advisors
Member M Marketing Audits Financing Development
anagement
PUD 4 4 4
Government v v v
Contractors 4 v v
Community
4
Groups
What They Did
Multi-Family Small Business Residential

Outreach and

Direct face-to-face marketing
with presentations to community
associations

Direct face-to-face marketing
relying largely on contractors

Initially focused on discrete
community groups through
community meetings, events
and networking. Advertised

Marketing through an e-newsletter, web-
site, bill inserts and peer-to-peer
marketing.

Community Integrated into assessments and | None Part of community events and

Education implementation audits/ assessments

Provided for free by the PUD Contractor assesses lighting Provided for free by the PUD

contractor and prepares a bid contractor for homeowners
Assessments who signed up in groups of five.
and Audits Organized into two tiers; homes

built after 1992 receive a tier 1
assessment.

Customer Service

Direct installation of low-cost
measures using one contractor.

Typical utility lighting
program using approved

Typical utility weatherization
program after the initial sign up

Financing Strategy

cost; enhanced incentives for
other measures

of lighting costs

Strategy Deeper measures follow PUD contractors (Team Up and Save) and the
program requirements. free audit/assessment
Incentives/ Direct install measures are no Incentives cover 90 percent Enhanced incentives for refrig-

erators and insulation, up to
75 percent of cost.

Measure
Package

Direct install: EE lighting, CFLs,
thermostats, low-flow show-
erhead, faucet aerators, smart
power strips. Other measures:
common area lighting, attic
insulation, windows, doors

Lighting

Typical weatherization mea-
sures; leave-behind measures
(CFLs, showerheads, aerators) at
no cost

Contracting
Approach

Direct: RFP, one contractor
Other: approved contractor pool

Approved contractor pool

Assessments: RFP, one contractor
Weatherization: approved
contractor pool

Quality Assurance

Inspect all projects

Inspect all projects

Inspect all projects

Preliminary Results
e Performed over 4,200 residential and multi-family energy assessments and over 140 small business

energy assessments.

e Facilitated over 4,000 residential and multi-family retrofits and over 140 small business retrofits.
e Energy savings: approximately $220,000 per year for residential customers, approximately $200,000 per year

for commercial customers, for a combined savings of over $400,000 per year.
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Non-profit organization

Grant amount:
$4 million

Whole-house residential
upgrade

60 to 70 percent customer
financial contribution

General contractor service
delivery

Neighborhood marketing
outreach methods

Subsidized audit,
in-person follow up

Incentive strategy:
supplement utility

incentives

Subsidized integrated
financing

Energy Performance Score

SustainableWorks

Conserving Energy. Creating Jobs.

SustainableWorks

Project

SustainableWorks was created to address triple bottom-line social, economic
and environmental concerns at a time when communities were facing
great economic distress, high unemployment and increased concern for
the environment. SustainableWorks founders saw an opportunity to
organize communities around energy efficiency to drive demand to
address these conditions.

Players

SustainableWorks developed a network of relationships among local
governments, community groups and leaders and volunteers in the
neighborhoods where they worked. SustainableWorks worked with
utilities through their existing programs, collaborated with two credit
unions to offer financing and developed a network of contractors to
deliver services. SustainableWorks collaborated with trade unions to
provide weatherization training and apprenticeship opportunities, and
developed a comprehensive building performance auditor training course
using matching funds from a Department of Labor Sound Energy
Efficiency Development (SEED) grant.

Approach

Outreach and Marketing: SustainableWorks used a community-based
outreach (community organizing) approach. In each community, they
started with a community steering committee composed of leaders from
local government and community organizations to get input and local
buy-in. Then they launched a media blitz with a big community event.
This was followed by a neighbor-to-neighbor approach using peoples’
existing networks and door-to-door canvassing.

Assessments and Audits: SustainableWorks offered a comprehensive
service delivery model to manage the entire process from audit to final
inspection and payment. They scheduled and conducted the audit with
customers who signed up, produced an audit report and had an energy
consultation with the homeowner, ideally on the same day as the audit.
One unique aspect of SustainableWorks” approach was to bundle services.
They tried to schedule groups of audits and projects in neighborhoods to
make service delivery more efficient. They also grouped project bids into
bundles.

Incentives: SustainableWorks handled all of the utility rebates and grant
incentives so the homeowner paid just the net project cost. Utility rebates
typically covered less than 10 percent of project cost, CEEP incentives
covered 15-20 percent, and Federal Way area homeowners were also
eligible for Energy Efficiency Community Block Grant funds. The energy
audit costs were subsidized by utilities so homeowners paid only $95.
SustainableWorks assisted homeowners with securing financing and
offered low-interest loans (0 percent interest for eligible homeowners)
with favorable terms through the Energy Efficiency Credit Enhancement
Program and their partner credit union.

WSU Energy Efficiency Summit ¢ Page 22



Service Delivery

Team AR TR Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
SW (4 (4 v (4 (4 (%4 v
Municipalities v v v
Contractors v (4
Utilities v v
Labor unions v
Credit unions v

What They Did

Outreach and Marketing

Community-based outreach, beginning with a community steering committee
to get input and local buy-in, then a local media blitz with a big community
event, followed by a neighbor-to-neighbor approach using existing social
networks, including door-to-door canvassing.

Community Education

Public education was provided as part of the community organizing process.
Homeowner education was provided at the audit and consultation process.

Assessments and Audits

Provided audits for $95 (subsidized by utilities) followed by an energy
consultation.

Customer Service Strategy

Comprehensive project management. Managed all aspects of the project
including bids, incentives, financing, scheduling and follow up.

Incentives/Financing
Strategy

Provided direct incentives that typically covered 15 to 20 percent of project
costs and obtained utility incentives. Discounted and administered utility
rebates. Provided financing in partnership with credit union. This included a
revolving loan loss reserve, interest rate buy-down and favorable loan terms
through an Energy Efficiency Credit Enhancement Grant Program.

Measure Package

Comprehensive weatherization measures: air sealing, insulation, heating
systems, duct sealing, water heaters, window replacement, direct install of CFLs,
appliance replacement and ventilation. Also health and safety measures:
asbestos abatement and mold remediation.

Contracting Approach

Acted as the general contractor using a pool of contractors and direct staff to
execute services.

Quality Assurance

Staff project manager performed a QA assessment of the work upon completion.
Conducted follow-up survey with the customer. Performed spot project inspec-
tions. Coordinated with government and utility inspectors.

Workforce Development

Offered building performance auditor training courses, mechanical systems
training, infrared technology training and energy modeling. Paid short call
opportunities for graduates to work in the field as assistants to auditors. Trade
unions provided mechanical trades cross training, weatherization training and
apprenticeship opportunities.

Preliminary Results

e Performed over 1,200 residential energy audits and approximately 400 retrofits.
¢ Energy savings: approximately $170,000 per year for residential customers.
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Economic Development
Council Agency

Grant amount:
$1 million

Customer choice of se-
lected upgrades

80 to 85 percent
customer financial
contribution

Optional referral to
screened contractors for

service delivery

Multiple marketing out-
reach methods

Subsidized audit with
telephone follow up

Incentive strategy:
utility incentives

Referrals for available
financing

Energy Performance Score

THURSTON

ENERGY

PATHWAY
TO SAVINGS
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Thurston Energy

Project

Thurston Energy was created by the Thurston County Economic Develop-
ment Council and the Thurston County Climate Action Team. The intent
of Thurston Energy was to act as “a trusted energy advisor” to encourage
and support homeowners and businesses in Thurston County, Washing-
ton, to save energy and money through energy efficiency and help create
a sustainable energy retrofit industry and workforce. Most commercial
projects consisted of lighting upgrades.

Players

Thurston Energy is a program of the Thurston County Economic Devel-
opment Council (EDC). Thurston County Climate Action Team (TCAT)
provided oversight and volunteer support. City and county governments
were involved in developing Thurston Energy. Thurston Energy worked
closely with the City of Lacey and utilized some city funding to deliver
services to Lacey residences, collaborated with Puget Sound Energy
(PSE) to develop an energy efficiency walk-through audit and services for
commercial businesses and partnered with several local credit unions to
offer loans to homeowners and businesses for energy efficiency upgrades.

Approach

Outreach and Marketing: Thurston Energy worked to raise awareness
of the “Thurston Energy” brand and to publicize the opportunity to save
energy and money. To do so, they used door-to-door canvassing, direct
mailing/utility bill inserts, neighborhood and business group presentations
and community events, as well as website and media (newspapers, radio
ads, email, social media). Thurston Energy also relied on their business
network, contractors and word of mouth.

Assessments and Audits: Thurston Energy scheduled subsidized audits
for homeowners and was available to advise and follow up with home-
owners to help them understand their audit report and recommendations,
provide referrals to contractors and help secure contractor bids.

Thurston Energy offered free walk-through assessments for businesses,
usually in collaboration with PSE. As part of the walk-through, CFLs and
faucet aerators were installed for PSE customers. PSE then presented a
walk-through report to customers. Thurston Energy followed up with
customers to determine their interest in implementing any recommenda-
tions and provided a list of contractors for those customers interested in
managing their own projects; for a fee, Thurston Energy managed the
process for the customer.

Once the project was complete, the Thurston Energy advisor followed up
with the customer on how the job went. If customers were interested in
loans to help finance their energy efficiency upgrades, Thurston Energy
referred them to several credit unions that offered loan products for this
purpose. Thurston Energy did not directly offer incentives for energy
efficiency measures, but provided information about PSE rebates.
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Incentives: Utility incentives were available directly from the utility for some measures.

Local Economy

Thurston Energy worked to raise the energy consciousness in the community and build awareness of the Thurston
Energy brand. They made connections and built bridges between the business and environmental communities.
Thurston Energy helped some businesses expand, develop energy efficiency services and create jobs.

Service Delivery

Team AR TR Outreach and | Assessments/ Incentives/ . Workforce .
and . . . . Installations Advisors
Member Marketing Audits Financing Development
Management
(4
Tl?urston v v 4 . Direct installs v v
nergy Commercial during
assessments
Municipalities v v
V V
Contractors (4 o Offered v v v
Residential .
discounts
Utilities v v v v
Commercial
Volunteers v v
Credit unions v 4

What They Did

Outreach and Marketing

Methods included door-to-door canvassing, direct mailing/utility bill inserts, neighbor-
hood and business group presentations, community events, website and various media
(newspapers, radio ads, email, social media). They also relied on contractors, their busi-
ness network and word of mouth.

Community Education

Education was integrated into their outreach and audit processes.

Assessments and Audits

Residential audits were subsidized and provided by contractors initially for $95 and then
for $195. Commercial walk-through assessments were conducted by Thurston Energy
and PSE for no cost (in most cases). Thurston Energy also provided audit scheduling
services on behalf of the local energy auditors.

Customer Service Strategy

Acted as an energy advisor to the customer. The customer was responsible for working
with the contractor and moving a project forward, with advisory support from Thurston
Energy. For a fee, Thurston Energy helped manage commercial projects.

Incentives/Financing
Strategy

Financing was available from partner credit unions. Utility incentives were available
directly from the utility for some measures. Municipalities (such as the City of Lacey)
provided rebates to customers for audits and upgrade measures.

Measure Package

None. Customers were free to choose the measures they wanted to implement (and pay for).

Contracting Approach

Thurston Energy vetted the contractor/vendor network. Customer selected and dealt with contractor.

Quality Assurance

Followed up with the customer. No project inspection.

Workforce Development

Supported contractors to increase their professionalism and customer service skills and
to take advantage of existing training programs. Partnered with EDC’s Business Resource
Center to help local people create new businesses and/or spin-offs of existing businesses.

Preliminary Results

e Facilitated over 250 residential retrofits and 40 small business retrofits.
e Performed over 600 residential energy audits and over 100 small business energy assessments.
e Saved homeowners and businesses approximately $90,000 per year.
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Organization Attendee List

» Tara Anderson, SustainableWorks
tara.anderson@sustainableworks.com
(206) 575-2252

Erin Armstrong, WSU Energy Program
armstronge@energy.wsu.edu, (360) 956-2089

Elise Avers, Department of Energy Resources —
Massachusetts, elise.avers@state.ma.us
(617) 626-7300

~ Matthew Babbitts, Clark PUD
mbabbitts@clarkpud.com, (360) 992-3365

Ruth Bell, Cascadia Consulting Group
ruth@cascadiaconsulting.com, (206) 449-1103

Steve Bicker, Tacoma PUD
sbicker@cityoftacoma.org, (253) 502-8141

Glenn Blackmon, Washington State Department of
Commerce, glenn.blackmon@commerce.wa.gov
(360) 725-3115

Rick Blumenthal, Conservations Service Group
Rick.Blumenthal@csgrp.com, (206) 866-0215

Joe Brabeck, Avista Corp.
joe.brabeck@avistacorp.com, (509) 495-4108

Alan Budman, Snohomish PUD
acbudman@snopud.com, (425) 783-8282

Adam Buick, City of Seattle Office of Sustainability
& Environment, adam.buick@seattle.gov
(206) 684-0208

Scott Case, EnergySavvy
scott@energysavvy.com, (877) 217-2685

Elisia Choi, Conservation Services Group
elisia.choi@csgrp.com, (503) 523-4843

Ayelet Cohen, Conservation Services Group
ayelet.cohen@csgrp.com, (503) 523-4843

» Shawn Collins, Opportunity Council
shawn_collins@oppco.org
(360) 676-6099 ext. 131

Mark Crocker, WSU Energy Program
crockerm@energy.wsu.edu, (360) 956-2157

Joshua Cummings, Thurston Energy
Jjosh@thurstonenergy.org, (360) 754-6320

Cathie Currie, Puget Sound Energy
cathie.currie@pse.com, (360) 475-7069

Todd Currier, WSU Energy Program
curriert@energy.wsu.edu, (360) 956-2038

»Joshua Curtis, Community Power Works
Jjoshua.curtis@seattle.gov, (206) 684-0967

» Dave Dahlin, Sustainable Living Center
daved@sustainablelivingcenter.com
(509) 524-5218

Jonathan Dickenson, Lockheed Martin/Cascade
Natural Gas, jonathan.e.dickenson@Imco.com
(425) 877-2328

»~ Tom Eckhart, UCONS
tom@ucons.com, (425) 576-5409

Ken Eklund, WSU Energy Program
eklundk@wsu.edu, (360) 956-2019

Shannon Ellis-Brock, Puget Sound Cooperative
Credit Union, shannone@psccu.org
(425) 462-3811

Jessica Farmer, Community Power Works
jessica.farmer@seattle.gov, (206) 684-3515

Jake Fey, WSU Energy Program
feyj@energy.wsu.edu, (360) 956-2000

Dave Finet, Opportunity Council
martha_border@oppco.org, (360) 734-5121 x 304

Monica Foster, Cascade Natural Gas
monica.foster@cngc.com, (360) 788-2357

Grace Garland, UCONS
grace@ucons.com, (425) 466-1536

Jessica Geenen, Puget Sound Energy
jessica.geenen@pse.com, (425) 457-5884

Steven Gelb, Emerald Cities Seattle
stevengelb@comcast.net, (206) 713-0952

Andrew Gibb, Seattle City Light
andrew.gibb@seattle.gov, (206) 684-3466

Debbie Gray, Conservation Services Group
deborah.gray@csgrp.com, (206) 682-0624

Elizabeth Grimes, Department of Economic &
Community Affairs — Alabama
elizabeth.grimes@adeca.alabama.gov
(334) 353-3004

Ron Hachey, Virginia Department of Mines, Minerals,
and Energy, ron.hachey@dmme.virginia.gov
(804) 692-3218

Lauren Hadley, South Seattle Community
College, lauren.hadley@seattlecolleges.edu
(206) 934-6853

Christine Hamhart, UCONS
christine@ucons.com, (425) 576-5409

Bill Hayden, SustainableWorks
bill.hayden@sustainableworks.com
(206) 575-2252

Brian Henderson, National Association of State
Energy Officials (NASEO), bhenderson@naseo.org
(842) 215-3135

David Heslam, Earth Advantage Institute
dheslam®@earthadvantage.org
(503) 968-7160 x34
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Luke Howard, WSU Energy Program
howardl@energy.wsu.edu, (360) 956-2043

Ed Impala, UCONS
ed@ucons.com, (425) 576-5409

Seth Kolodziejski, Conservation Services Group
seth.kolo@csgrp.com, (206) 866-0218

» Yvonne Kraus, Conservation Services Group
yvonne.Kraus@csgrp.com
(206) 866-0650 ext 10212

Rick Kunkle, WSU Energy Program
kunkler@energy.wsu.edu, (360) 956-2072

Jen LaBrecque, Community Power Works
Jjennifer.labrecque@seattle.gov, (206) 733-9063

Jason Lear, Batt + Lear
Jjason@battandlear.com, (206) 301-1999

Diana Lin, National Association of State Energy
Officials (NASEO), dlin@naseo.org
(703) 299-8800 x24

Anne Maertens, EnergySavvy
anne@energysavvy.com, (206) 619-2268

Jessica McCann, Conservation Services Group
Jjessica.mcCann@csgrp.com, (503) 523-4843

»Malcolm McCulloch, Puget Sound Energy
malcolm.mcculloch@pse.com, (425) 457-5733

Anneka McDonald, WSU Energy Program
mcdonalda®@energy.wsu.edu, (360) 956-2131

Rob McGarty, EnergySavvy
rob@energysavvy.com, (877) 217-2685

Rashad Morris, Washington Environmental Council
rashad@wecprotects.org, (206) 631-2604

Denise Mulholland, WSU Energy Program
mulhollandd@energy.wsu.edu, (360) 956-2143

Chuck Murray, Washington State Department of
Commerce, chuck.murray@commerce.wa.gov
(360) 725-3113

Eileen Nebhut, Southeast Energy Efficiency Alliance
(SEEA), enebhut@seealliance.org, (404) 602-9659

Julie Nurse, WSU Energy Program
nursej@energy.wsu.edu, (360) 956-2160

» Gary Nystedt, City of Ellensburg
nystedtg@ci.ellensburg.wa.us, (509) 962-7245

» Suzy Oversvee, Snohomish PUD
seoversvee@snopud.com, (425) 783-8291

Sean Penrith, Earth Advantage Institute
spenrith@earthadvantage.org
(503) 968-7160 x 13

Andrea Petzel, Community Power Works
andrea.petzel@seattle.gov, (206) 233-0079

Cory Plantenberg, Washington State Department of
Commerce, cory.plantenberg@commerce.wa.gov
(360) 725-3111

»William Ranes, WSU Energy Program
ranesw@energy.wsu.edu, (360) 956-2155

Mark Rentfrow, Thurston Energy
mark@thurstonenergy.org, (360) 528-2112

Dennis Rominger, Puget Sound Energy
dennis.rominger@pse.com, (425) 456-2396

Eugene Rosolie, Cowlitz PUD
erosolie@cowlitzpud.org, (360) 577-7505

Annette Roth, Thurston Energy
annette@thurstonenergy.org, (360) 754-6320

Lizzy Safranski, Clark PUD
Isafranski@clarkpud.com, (360) 992-3053

Autumn Salamack, Kitsap County Commissioners
Office, asalamack@co.kitsap.wa.us
(360) 337-5670

Emily Salzberg, WSU Energy Program
salzberge@energy.wsu.edu, (512) 660-3354

Vince Schueler, WSU Energy Program
schuelerv@energy.wsu.edu, (360) 956-2135

~ Martin Selch, Sustainable Connections
martin@sconnect.org, (360) 647-7093 x111

Allison Spector, Cascade Natural Gas
allison.spector@cngc.com, (360) 788-2356

Melinda Spencer, WSU Energy Program
spencerm@energy.wsu.edu, (360) 956-2098

Kellie Stickney, SustainableWorks
kellie.stickney@sustainableworks.com
(206) 575-2252

Shani Taha, UCONS
shanit@ucons.com, (360) 466-2210

Tony Usibelli, Washington State Department
of Commerce, tony.usibelli@commerce.wa.gov
(360) 725-3110

Pinky Vargas, Puget Sound Energy
pinky.vargas@pse.com, (360) 647-6554

Chris Wagner, National Association of State Energy
Officials (NASEO), cwagner@naseo.org
(703) 946-1746

Alissa Whiteman, Department of Energy
Resources — Massachusetts
Alissa. Whiteman@state.ma.us
(617) 626-7300

Dan Wildenhaus, Fluid Market Strategies
dwildenhaus@fluidms.com, (503) 808-9003

Mike Williams, SustainableWorks
oldflattracker@frontier.com, (206) 575-2252

~Ramsey Zimmerman, Thurston Energy
ramsey@thurstonenergy.org, (360) 754-6320

N Project lead contacts
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