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Better Buildings Residential Network Peer 

Exchange Call Series: Home Energy 

Assessments – The Good, the Bad, and the 

Ugly! (301)
August 13, 2015

Call Slides and Discussion Summary



Agenda

 Call Logistics

 Opening Polls

 Residential Network and Peer Exchange Call Overview

 Featured Speakers
 Marshall Runkel, Clean Energy Works (Network Member)

 Anna Markowski, Elevate Energy (Network Member)

 Discussion
 What have we learned about what works well (and doesn't)?

 How important is standardization across a program territory?  

 How can programs and contractors work effectively together to implement 

effective practices?

 Closing Poll
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Call Participant Locations
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Call Participants

Residential Network Members

 Build It Green

 CalCERTS

 City of Bellevue (WA)

 City of Holland (MI)

 City of Winter Park (FL)

 Clean Energy Works

 Connecticut Green Bank

 Duke Carbon Offsets Initiative

 Earth Advantage Institute

 Efficiency Nova Scotia

 Efficiency Vermont

 Elevate Energy

 Energy Efficiency Specialists, LLC

 Focus on Energy (WI)

 Greater Cincinnati Energy Alliance 

(GCEA)

 green|spaces

 Local Energy Alliance Program (LEAP)

 Metropolitan Washington Council of 

Government

 Midwest Energy Efficiency Alliance 

(MEEA)

 Monroe County (IN) Energy Challenge

 Pure Eco

 PUSH Buffalo

 Research Into Action (RIA)

 South Burlington Energy Prize

 Vermont Energy Investment Corporation 

(VEIC)
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Call Participants

Non-members

 1Source Energy

 Alabama Department of Economic and 

Community Affairs (ADECA)

 Applied Performance

 Brooklyn Green Home Solutions

 City of Fort Collins (CO)

 CLEAResult

 ComEd

 Environmental Design / Build

 Eric Kjelshus Energy

 Holy Cross Energy

 JEA (Jacksonville Electric Authority)

 MPower Oregon

 NYC Dept. of Housing Preservation and 

Development

 OptiMiser

 Philadelphia Gas Works

 PUSH Green

 Sacramento Municipal Utility District 

(SMUD)

 Sonoma Clean Power

 U.S. Department of Housing and Urban 

Development (HUD)
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Opening Poll

 Which of the following best describes your organization’s experience 

with the call topic?

 Very experienced/familiar – 45%

 Some experience/familiarity – 32%

 Limited experience/familiarity – 13%

 No experience/familiarity – 5% 

 Not applicable – 5% 
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Better Buildings Residential Network

 Better Buildings Residential Network: Connects energy efficiency 

programs and partners to share best practices to increase the 

number of American homes that are energy efficient.

 Membership: Open to organizations committed to accelerating the pace 

of existing residential upgrades. Commit to providing DOE with annual 

number of residential upgrades, and information about benefits 

associated with them.

 Benefits: 

For more information & to join, email bbresidentialnetwork@ee.doe.gov.
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 Peer Exchange Calls
 Tools, templates, & 

resources
 Newsletter updates on 

trends

 Recognition: Media, materials
 Optional benchmarking
 Residential Solution Center 

mailto:bbresidentialnetwork@ee.doe.gov


Better Buildings Residential Network 

Group on Home Energy Pros Website
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Peer Exchange Call Series

 Calls are held the 2nd and 4th Thursday of every month at 12:30 

and 3:00 ET (but this is changing in October!)

 Calls cover a range of topics, including financing & revenue, data & 

evaluation, business partners, multifamily housing, and marketing & 

outreach for all stages of program development and implementation

 Upcoming calls:
 Sept 10, 12:30 ET: Mastermind: Program TBD

 Sept 10, 3:00 ET: The Other 15%: Expanding Energy Efficiency to Rural Populations

 Sept 24, 12:30 ET: Audience Segmentation and Analysis Strategies for Targeted Marketing

 Sept 24, 3:00 ET: Incorporating Energy Efficiency into Multi-family, Affordable Housing 

Rehabilitation Projects 

 Send call topic ideas to peerexchange@rossstrategic.com. 
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Peer Exchange Call Summaries
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How do you eat an elephant? One bite at a time. A 

slight shift in perspective goes a long way.

Understanding how EE can solve a financial, public 

relation, or customer service problem for the utility 

is the right place to start.



Web portal of residential EE upgrade program resources, & lessons learned 

to plan better, avoid reinventing the wheel.

 BB Neighborhood Program, Home 

Performance with ENERGY STAR 

Sponsors+

 Provides:

o Step-by-step guidance

o Examples

o Tools and Templates

o Quick Links and Shortcuts

o Lessons learned

o Proven Practices posts

o Tips

 Continually add content to support 

residential EE upgrade programs—

member ideas wanted!

Residential Program Solution Center –

We Want Your Input!
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Opening Poll #2

 Beginning in October, we will hold one Peer Exchange call every 

Thursday, rather than our current schedule. 

 Which of the following times usually works best with your schedule 

for a 90 minute call? If you have other ideas for times or comments 

about the schedule switch, please write them in the questions box 

on your dashboard.

 1:00 pm ET / 10:00 am PT – 34%

 Any of these times – 34%

 3:00 pm ET / 12:00 pm PT – 22%

 2:00 pm ET / 11:00 am PT – 10% 

 None of these times/ other (please explain)

Update: Peer Exchange calls will be held Thursdays at 1:00pm ET.
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Program Experience:

Marshall Runkel, Director of Contractor 

Services and Policy

Clean Energy Works



Marshall Runkel

Director of Contractor Service and Policy



100 Point Performance Check

•Collateral 

•Workbook

•EPS
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Collateral
Identifies homeowner 
goals and existing 
characteristics of 
home. Contractors co-
brand. 
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Collateral
House diagram 
provides a “sketch 
pad” for contractors 
to discuss potential 
upgrades. Categorizes 
benefits of upgrades 
into Energy Savings, 
Comfort, Health & 
Safety, Renewables, 
Durability and Value
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Workbook
Collect home data in 
an Excel workbook 
that is linked to 
bidding, lending and 
QC processes. 
Workbook is HPXML 
compliant that makes 
it possible to 
aggregate data and 
transfer to others. 
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EPS
Workbook data 
transfers to another 
entity that creates an 
EPS for every 
homeowner. 
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EPS
Provides a preliminary 
“unofficial” to all and 
final “official” asset 
rating to homeowners 
that make upgrades 
through CEW. 



Program Experience: Clean Energy 

Works

 When Clean Energy Works began, each participating homeowner 

received a full Home Performance with ENERGY STAR audit. 

 Clean Energy Works saw the need for reduced pre-sales costs 

and increased conversion rates. The 100 Point Performance 

Check was developed out of that need. 

 The 100 Point Performance Check can be branded with a contractor 

logo. Some contractors may still choose to provide a longer report 

as well.

 The program has a “grow as you go” data strategy:

 The first visit, the contractor collects a snapshot of data.

 If the customer decides to go forward with more assessment, 

another visit has expanded evaluations (e.g., blower door test).

 Contractors currently collect data in Excel, but future forms will 

be online and fillable on a tablet.

https://cewo.org/prepare-for-your-100-point-performance-check/


Program Experience: Clean Energy 

Works

 As part of the program, homeowners receive an Energy 

Performance Score (EPS).

 The EPS is “unofficial” after the first assessment; an official EPS 

is given when the homeowner moves forward with the process.

 The EPS gives estimated monthly energy costs, estimated 

energy use, a carbon use score, and how that information 

compares to similar homes.

 The data to develop the EPS information is based on estimated 

energy use based on characteristics of the home, rather than on 

actual consumption information.
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Lessons Learned: 

Anna Markowski, Community Projects Manager

Elevate Energy



©2015 Elevate Energy

Elevate Energy

MyHomeEQ for Contractors



©2015 Elevate Energy

Our Tool - MyHomeEQ



©2015 Elevate Energy

Report Generated



©2015 Elevate Energy

Sample of Information Added



©2015 Elevate Energy

Self Calculating Rebate Section



©2015 Elevate Energy

Questions? -- Stay in Touch

@elevate_energy

Facebook/elevateenergy

Anna Markowski
Community Projects Manager

Kimberly Loewen 
Manager of Construction Services

ElevateEnergy.org 



Lessons Learned: Elevate Energy

 Elevate Energy developed MyHomeEQ partially based on customer 

feedback about assessment reports.

 Some customers received reports that were too short and could 

be about “any home.”

 Other customers received assessment reports that were too 

long; too much information overwhelmed them.

 Elevate Energy does not require the contractors with which it works 

to use MyHomeEQ, but it is highly encouraged. 

 In some areas, contractors were excited to have a tool; in other 

areas, contractors still prefer to use their own forms.

 In future versions, contractors can brand the tool with their logos.

 Customers receive a report with customized rebate information and 

steps needed to reduce their energy use by at least 15%. 
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Discussion Questions

 What have we learned about what works well (and 

doesn't)?

 How important is standardization across a program 

territory?  

 How can programs and contractors work effectively 

together to implement effective practices?
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Discussion: Best Practices – Customer 

Engagement

 Keep the cost of the initial assessment low to bring customers in.

 Assessments can cost $400-$700 per home, but that can be difficult for 

homeowners to justify without other incentives. 

 Elevate Energy charges $99 for the assessment; Clean Energy Works 

does not charge for the assessment.

 Clearly communicate the program and results to customers.

 Make assessment reports concise and easy to understand.

 Communicate the value of your home performance advisors.

 Communicating some aspects of energy savings can be difficult, such 

as energy differences across two widely different seasons. For example, 

a mild winter was immediately followed by the “Polar Vortex” in the 

Midwest. Customers who made efficiency upgrades in between may 

have seen higher energy costs in the second year, and this can be 

sometimes difficult to explain.

 Focus on what upgrades the customer wants to do—in addition to what 

the assessment suggests the homeowner should do.
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Discussion: Best Practices – Contractor 

Engagement 

 Keeping costs for the customers low requires coordination with the 

contractors.

 When incentives are lower, customers are less likely to pay for a 

high cost assessment.

 Contractors may cover some of the assessment fee if programs 

feed them leads.

 Communicating possible energy/money savings can strengthen 

conversion rates, even when incentives are low.

 Work with contractors on assessment tools and standardized reports

 What works best for them? What kind of format do they want to 

enter in data? (e.g., Excel, paper, tablet)

 Can you customize the form for different contractor logos?
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Closing Poll

 After today's call, what will you do?

 Seek out additional information on one or more of the ideas – 50%

 Consider implementing one or more of the ideas discussed – 33%

 Make no changes to your current approach – 28%

 Other (please explain) – 0%

Please send any follow-up questions or future call topic ideas to: 

peerexchange@rossstrategic.com
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