
Targeting Contractors That Target 
Moderate Income Homeowners 
 

Ed Thomas, EGIA, (970) 209-8347, ethomas@egia.org 



About EGIA 



Practice Radical Inclusion  

• Firms/programs that already prominent in marketplace 
• Those who have demonstrated capability/capacity to 

deliver/scale 
• BPI certified professionals and accredited organizations 

(and EGIA, NATE, LEED, etc.) 
• Past contractor participants in utility/government initiatives 
• Avoid tendency to start with just new market entrants 
• Identify skill and competency gaps and need for training 

 
 



Stay in Touch with Email Updates  

• Training 
Opportunities 

• Keep Up To 
Date With 
Industry 
News    



Provide Business Development Webinars 

• Topics to improve their business profitability  
• Target  owners AND key staff  
• Record to view on-demand 
• Offer Continuing Education Units 



Create Contractor Exchange 

• One-Stop-Shop for all utility and government program updates 
• Name badge ribbons for “HVAC, “Insulation, “BPI,” etc. 
• Panels with: 

– Successful contractors 
– Utility/Government program managers 
– Manufacturer/Distributor reps.  

• Target business owners 



Provide Third-Party Endorsement 

Recommended Contractor Screening Criteria: 
 

• Orientation on Your Program Messaging and Requirements 

• Verification of Valid Contractor License 

• Verification of  BPI or other credentials 

• Satisfactory Dun & Bradstreet Check  

• Satisfactory Background/Credit Check  

• Verification Of Solid Business Financials  

• Trade Reference Check 



Provide Contractor Recognition  



Offer Contractor Co-Branding 

1. “Design your own” 2. Pre-designed Materials 



Leverage PowerSaver Initiative 



Be A Finance Clearinghouse 



Conduct Home Energy Makeover Contest  
• Innovative way to shine a light that mimics 

program 
• Modeled after reality television shows 
• Take B.S. approach to select home that best 

demonstrates potential for energy savings  
• Products and services donated by 

participating contractors  
• Media & VIPs invited to tour winning homes  
• Winning home owners make compelling case 

to traditional/social media 
• All about “losers” learning how to conduct their 

own energy makeover 

Goal:  Engage Community To Demo 
Program Success 



Available at www.lacountymakeovercontest.org 

Showcase Their Customers 

http://www.lacountymakeovercontest.org/


Produce Homeowner Workshops 
• Offer insight on energy savings and 

other benefits 
• Put together homeowners with 

contractors and get the heck outta the 
way 

• Agenda sessions should feature winning 
homeowners with contractors who 
worked on their homes.   

• Teach contractors how to sell and 
homeowners how to buy 

Goal:  Champion Early Adopter Contractors and Homeowners 



Offer A Contractor Roadmap 
Months 7-9 
 
Step 10 – Conduct Home Energy 
Makeover Contest  
 
Step 11 – Produce Homeowner 
Workshops  
 
Step 12 – Conduct Community Energy 
Exchange   
 

Months 1-3 
 
Step 1 – Identify prospective 
contractors/stakeholders to invite 
into your contractor network 
 
Step 2 – Deliver webinars on 
business development topics 
 
Step 3 – Produce Contractor 
Exchange workshop(s) 

Months 4-6 
 
Step 4 – Conduct Program 
Participation Webinars/Workshop(s)  
 
Step 5 – Enroll and Screen 
Interested Contractors for Program 
Participation 
 
Step 6 – Establish Contractor Web 
Portal  
 
Step 7 – Establish Homeowner Web 
Portal 
 
Step 8 – Administer Contractor and 
Homeowner Incentives  
 
Step 9 – Conduct Quality Assurance 
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