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Richard:
Good afternoon and welcome to the webinar this afternoon on Leveraging Partnerships with Faith-Based Organizations.  This is Richard Faesy with Energy Futures Group and part of Team 4.  I’ll explain a little bit about who we are as part of the DOE’s Technical Assistance Network, but first I would like to introduce out three speakers today.


And actually, before I do that, I just want to let everybody know that the webinar this afternoon will be about an hour long, we hope to leave 10 or 15 minutes at the end for questions.  Feel free to type questions into the box on your dashboard and I’ll be reviewing those after the three presenters have walked through their case studies and read those out to the presenters; they will answer them at the end.  So feel free to ask questions at any point during the presentation but we’re going to hold until the end to answer those so we can make sure to get through all three presentations.


There will also be a survey that comes out to all attendees at the end of the webinar so please take a few minutes and answer that if you would, it will real help us and DOE get a sense of how this went, how useful it was, and in providing any feedback for future events. 

So, without further ado, I’d like to present our three speakers today, Reverend Fletcher Harper, who’s an Episcopal Priest, who’s the Executive Director of Green Faith, an interfaith environmental coalition based in New Jersey, an award winning spiritual writer and nationally-recognized preacher on the environment.  He has developed a range of innovative programs to make Green Faith a leader in the religious-environmental movement.  A graduate of Princeton University and Union Theological Seminary, Harper served as a parish priest for ten years prior to joining Green Faith 

He was named 2006 Environmental Leader of the Year by then New Jersey Department of Environmental Protection Commissioner, Lisa Jackson, and accepts the Green Faith’s Many Faith’s One Earth Award from U.N. Secretary-General Ban Ki-moon in 2009.

So, founded in 1992 Green Faith inspires, educates and mobilizes people of diverse religious backgrounds as environmental leaders through religious-environment education programs by creating the operation of religious institutions in the homes of their members through legislative advocacy and values-based environmental activism, Green Faith helps religious institutions and people of all faiths put their beliefs into action for the Earth. 


So, Reverend Fletcher Harper will be our first speaker and followed by Paul C. Raver Jr.  Paul Raver is cofounder and President of Green Market Solutions, a company that markets and promotes energy efficiency and renewable programs to residential and commercial markets and partnerships with investor-owned utilities and State and local governments.  Green Market Solutions, or GMS, offers services focused on transforming energy markets including audit, retrofit implementation services, compact florescent lamps, lead generation, focused outreach services and strategic consulting services. 

At Green Market Solutions Mr. Raver has primary responsibility for new business development and client relationship management.  Prior to founding GMS, Paul was a manager at Alvarez and Marshall specializing in forensic accounting analysis related to matters of bankruptcy, litigation due diligence.  Paul received a Bachelor of Science in finance from Indiana University, a Master of Business Administration for the Wharton School at University of Pennsylvania, a Master’s Course in International Studies from the Lauder Institute of U. Penn as well.


Paul serves on the Policy Committee of Midwest Energy Efficiency Alliance, MEEA, who is one of the Team 4 members and the advisory board of Lake Front Capital Fund LP, a real estate partnership investing multi-family residential real estate properties in the Greater Chicago/Illinois Metropolitan area.

So, Paul Raver will be our second speaker and followed by our Alexis Chase.  Alexis Chase is with Georgia Interfaith Power and Light, a staff person who joined in September 2008 as the Outreach Communication Director and stepped in as interim executive director in August 2009.


She was hired as the Executive Director in February 2010.  Alexis received her Bachelor of Arts from Tufts University in 2000 and earned a Master of Divinity from San Francisco Theological Seminary in 2006.  Alexis is a member of St. Luke Episcopal Church in Atlanta.


So, we’ll hear three perspectives this morning – or, I’m sorry – this afternoon, but first I will just do a little bit of overview of what we hope to accomplish and a little bit about the DOE’s Technical Assistance Project.


So, as you probably know from having signed up for this, this webinar is going to explore how faith-based organizations or partners are using energy efficiency as an organizing motivator to retrofit both the institutional buildings and the members’ homes as well.  So, the three programs I mentioned in New Jersey, Maryland and Georgia are going to represent their models and experience in leveraging faith-based organizations to save energy.


So, what is the technical assistance project?  For those of you who have attended earlier webinars, I’m sorry if this is repeating, but we want to just make sure that people are aware of the program and what’s available out there.


DOE’s Technical Assistance Program, or TAP, supports the stimulus-funded grantees from the energy efficiency and conservation block grant program on the community scale and the State energy program by providing State, local and tribal offices, tools, resources and technical assistance to promote their clean energy program.

There’s quite a bit that can be offered, including one-on-one assistance for programs or grantees who have needs or questions.  There’s quite an extensive online resource at DOE’s Solution Center website.  This includes past webinars, this webinar as well will be recorded and posted up on the website within a week or so.  Events and calendars of future webinars and events, there’s a blog and quite a few best practices and project resource available there.  


So this covers, really, all topics that might be of interest to State and local communities, including energy efficiency, renewable transportation is part of that as well, program design, implementation, financing and performance contracting.

More detail here than I’m going to walk through but within each of those major topic areas – on the technical side, program design and implementation, financial and performance contracting – there’s quite a bit of expertise that this team can bring to grantees.  The particular team that I’m involved with, called Team 4, is involved with delivering the program design and implementation, this is lead by the Vermont Energy Investment Corporation and includes partnerships with all of the regional energy sufficiency support organizations that are listed here.


So, we are providing – we’ve got a network of expertise across the country and we will – if you’re interested and need assistance – technical assistance – you would contact through the Solution Center – there’s a process for engaging and we would line you up with a local resource, or if they don’t have the expertise somebody within the team would, so this is a great resource to tap into if you haven’t already.


So, with that I am going to move things over to Fletcher Harper and he will be starting – I’m just giving him the rights to the mouse and keyboard here.  We’re going to be – after the webinar overview which I’ve just gone through – Fletcher’s going to walk us through the Green Faith and Green Market Solutions along with Paul Raver; they’re going to be sharing the first two case studies and then Alexis Chase will be talking about Georgia Interfaith Power and Light.


With that, I’ll turn things over to Reverend Fletcher Harper.

Reverend Harper:
Thank you very much, Richard, I appreciate it and appreciate the opportunity to be with everybody today.  A couple of words of introduction, briefly, about GreenFaith and also about Green Market Solutions; GreenFaith is an inter-faith environmental coalition.  We’re geographically based in New Jersey but we also function and have programs that are national in scope.

And what I want to do is – after giving a very brief intro, both to our work and Green Market Solutions’ work – take you through four different projects that we’ve worked on, which I think are relevant in today’s discussion; one being some work we’ve done with solar power, one being some work that we’ve done with compact florescent light bulb distribution, one being a partnership with a utility, and the final being one that is the newest on the block in concert with agencies in Maryland and Delaware.  


And, as part of the sort of approach that we’ve taken, we have consistently relied on partnerships with other leaders, in particular with Green Market Solutions, and Paul Raver, my colleague at Green Market Solutions, is on the line now.  And Paul, perhaps you could say just a couple of sentences to introduce Green Market Solutions.

Paul Raver:
Sure, thanks Fletcher.  Yeah, just too briefly introduce Green Market Solutions; we’re a national energy services company that focuses on the implementation and marketing of energy efficiency programs, typically in partnership with utilities and State government.  To date we’ve worked primarily on the East Coast and in the Midwest where we’re based.  In addition today we’ll definitely discus our role in helping implement and market home energy audit and retrofit programs, which are typically known as Home Performance with ENERGY STAR Programs throughout the U.S.

Reverend Fletcher:
All right, thanks Paul.  Richard I’m not – I don’t seem to be able to advance the slides, so, if you have control it would be wonderful if you could advance two slides ahead now.  Thanks.


Perfect, thank you.  One of our earliest projects in relationship to engaging a range of religious institutions on energy-related issues – not solely from an educational or advocacy perspective but from the perspective of really putting what they believe into action – was around the topic of solar power.


As many of you know, the New Jersey Clean Energy Program through the State Board of Public Utilities had a very aggressive solar rebate program back – starting in 2003 – and we were able – in partnership with a solar installer named Sun Farm Network – to have solar arrays installed in 25 different faith-based sites.

The total – the numbers – are not enormous.  And one of, I think, the characteristics of the faith-based sector in relationship to solar is that often times the average project size is quite small compared to the size of projects that commercial installers and commercial financing groups are accustomed to financing and supporting.


But what we found, very consistently, was that these faith-based installations generated a very substantial amount of publicity – community awareness, regional media coverage – because it was such an odd-bedfellows kind of experience and an innovative experience for people to see this cutting-edge technology, relatively speaking, up on buildings that were, relatively speaking, fairly old in many cases.


In this particular partnership, the way that it worked effectively was that GreenFaith and Sun Farm Network had distinct responsibilities; GreenFaith played the role of identifying and then prequalifying and supporting timely decision making within the faith-based sites that we worked with.  To identify the 25 faith-based sites we had to speak with over 110.  We found that sometimes the faith-based sites that were most enthusiastic didn’t have appropriate roofs for solar array and sometimes those that had the best roofs weren’t particularly interested.


So, our job was to identify those that fit both of those criteria, and then to make sure that they were able to move their decision-making process along in a timely way.  We also did a lot of educational outreach about the New Jersey Clean Energy Program and the solar rebates that it was offering.

And we received a small grant from the Department of Energy’s Million Solar Roofs program, which funded some addition workshops and outreach through a variety of religiously-based institutions around the State of New Jersey.


The role that Sun Farm Network played was that they provided the engineering and procurement – the EPC – function.  And they also provided financing for the remaining 30 to 40 percent of the project that the State rebate program did not pay for.  We found that having the capacity there to finance 100 percent of the project was almost a complete requirement with faith-based groups, many of which are on extremely tight budgets and have no way to afford a capital outlay for a solar project.


And we’re currently ramping up efforts again with several different financing and EPC partners to do more solar work, not only in New Jersey but beyond.  


I think the particular leverage points that working with the faith community offers in this regard – in regards to solar – is the relatively high visibility of these institutions within their communities.


These institutions have a lot of traffic, not only of their own members but of other non-profit and community groups that use their facilities, and that makes them very effective centers of community awareness and education.  There’s clearly a morale suasion benefit to working with non-profits or faith-based institutions.  


And there’s a substantial opportunity for citizen education in an outreach and for well-designed, sort of marketing and promotion of, not only solar power, but a wide range of other energy efficiency and conservation opportunities as well.

The challenges are very clear, as I noted before, the small size of the average site and the sometimes sort of lengthy volunteer decision-making process proved challenging at times also; so I think those are the largest challenges.


And in that regard we found that that was what made for a good partnership between GreenFaith and Sun Farm Network was that we could do what we were good at, which is keeping religious institutions moving forward, and they could do what they were good at, which was the engineering and technical and financing work.

A second round of work that we did, we called our Healthy People/Healthy Planet Tour.  And this was, again, thanks to the forward-looking policies of the New Jersey Clean Energy program, which was funding a meaningful amount of outreach and product distribution of energy-efficient lighting products, and we distributed, over a two-and-a-half year period, the numbers of CFL’s and ENERGY STAR-rated desk lamps that you see, working through a significant number of faith-based and also some community-based institutions. 


I think a second sprig of the religious community in regards to today’s broader topic is our capacity to reach urban and low-income communities.  Frequently in those communities it is the faith-based institutions that are among the most stable or well- established work trusted.  And so to be able to spread the word about different government or utility-based incentive programs of various kinds, working with faith-based groups can be a very useful network to connect with.  


And our sense that we haven’t seen any definitive studies on this topic is that frequently communities of color, lower-income communities and many urban communities are underserved in relationship to these incentive programs and it’s important for many reasons, to have their participation be solid.

We found that it worked well to work on – in addition to being at lots of church-related events on Sunday mornings or events at mosques or temples on or around their days of worship – we also worked through community events, many of which involved faith-based institutions.


And we also worked with a number of faith-based schools, and we did a lot of educational outreach quantifying both the financial and environmental benefits for the participants in these programs, because we found that for the most part they simply weren’t aware of them.  So, we feel it was a significant educational value as well as the actual product distribution value.


In addition to the free distributions, we worked on a number of occasions with Green Market Solutions, which had developed a fundraising program related to the distribution of CFL’s and Paul would you say a few words about that.

Paul Raver:
Sure, Fletcher.  So, Fletcher was right in saying that we worked with schools or the faith-based youth groups that were associated with the faith-based organizations to implement a fundraising program where students, instead of selling the typical candy or wrapping paper, were selling compact florescent light bulbs to their parents and to neighbors and so on and so forth, and this was just another channel in which to help drive, you know, further penetration of CFL’s into the market and to do so in a way that was certainly an educational component.  


It had an educational component where we had a presentation on energy efficiency and conservation for the students or for the youth groups.  And it also was a feel-good component in the sense that we’re raising funds for the students or the youth groups as well.  So, overall it’s just another channel in which to get additional CFL’s into the market and to do so in a way which engaged the youth.
Reverend Fletcher:
Thanks Paul.  I think – to add another sort of finding of ours – as a faith-based group and as someone who went to graduate school at seminary, I think it’s not at all inaccurate to say that many faith-based groups are very good at educating and inspiring and have much less experience in terms of logistics management.


And one of the things that we found very useful in terms of our partnerships we’ve had with Paul at Green Market Solutions is that they’re really good at logistics, which frees us up to do what we’re good at and not spend a disproportionate amount of time doing what we’re not very good at.  So I think that’s something for all groups to keep in mind when approaching faith-based groups is to be mindful of what their strengths are and what they’re not as strong at.  And the partnerships that I think worked best really seemed to leverage the unique strength that the faith-based groups have and amplify them.


I think that the biggest leverage points on these sorts of distribution programs – and I know this was our experience – was the multiple touch points in underserved communities.  And frankly, we regularly had the experience that we were the first time that people had heard of various State or utility incentive programs.  And I don’t think that that’s outside the norm.  I think that in many cases in these communities there’s just not a terribly high level of awareness for a whole host of reasons and I think that these types of partnerships can help raise that awareness and in important ways.  


We found ourselves somewhat frustrated because there’s so much opportunity for next steps with so many of these households to whom we would be distributing CFL’s.  We could see and intuit that there were substantial opportunities for further energy savings.  And with the product-distribution approach we weren’t able to get at those and that was something that made us very excited about the next initiative I’d like to describe, if you could go to the next slide, Richard.


We partnered with – GreenFaith and Green Market Solutions – partnered with PSE&G, the largest utility in New Jersey, during 2010 to enroll households in what ended up being ten urban enterprise zones around the State in PSE&G’s Whole House Energy Efficiency program.

And you see there the description of the various roles that the different partners in the partnership took, and my sense is that it worked extremely well that way.  


The program, which I’ll spend a little bit of time talking about, utilized what we referred to and what many are familiar with, is a community-based social marketing approached.  It involved a number of valuable, free services including those that are described there on the slide; the blower door, lighting replacements, appliance – in some cases – appliance replacement, thermostat replacement, heating and cooling equipment evaluation.


There were three stages in this program.  We handled the first two.  The first two were a free home energy audit, blower door test, a number of free CFL’s and a free programmable thermostat for those who were enrolled.


Stage three was something that PSE&G handled, that involved financing for larger-scale upgrades such as insulation or boiler or furnace replacement.  And that was something that PSE&G handled with another commercial partner and, to some degree, in-house themselves.


So, that’s an overview of this worked.  And if you go to the next slide I’ll talk a little about the results that we got.  


In February we launched in four urban enterprise zones in New Jersey and we started with the goal of getting 1,000 enrollments between February and December of last year.  In September, having found that we were able to be quite affective with this PSE&G, expanded our territory to include ten urban enterprise zones.  And we ended up, by the end of the year, enrolling over 3,700 households in the programs.

And we used a variety of methods to find these people.  We found that we relied significantly on presentation at faith-based sites and community events similar to what I had described for the CFL distribution a couple of minutes ago.  But we also – and this really was thanks to the logistical expertise of Green Market Solutions – were able to introduce a very effective door-to-door campaign using some mapping software and census table, which enabled us to target our results and to track them.


And it felt to us that we were able, in the ten communities that we worked with, to create a very substantial community presence through this combination of strategies, through the combination of presentations at faith and community-based events and door-to-door. 


And our biggest challenge in this regard was that since we were managing the enrollment side of the equation, we were not managing the energy audit or retrofitting-side of the equation.  And early on we simply didn’t know how that would go, and so it took a while for us to learn how to counsel and advise those who we had enrolled in the program about what their expectations should be, about when they should get served then and, you know, what sort of wait time to expect and what to expect at the second or third stage of the process; that was something that we were able to work out as we moved along.


If you go to the next slide, please, this is just map of the State with some approximate numbers of what we were able to do.  And you can see that – for those of you who have any knowledge of New Jersey – Hampton, New Jersey, which is one of the cities down in the southeast corner – is one of the poorest cities in the country.  


And in the four southern cities where we had had some real concerns about our ability to deliver, our team just did an absolutely outstanding job; we thought of identifying people who were eligible for the program and getting them enrolled.


The small numbers in Carteret and Perth Amboy simply represent the fact that they were the last two cities – urban enterprise zones – that we got access to.  So it didn’t reflect any lower level of interest there, it simply reflects the fact that we had much, much less time to work in those communities than we did in the other eight.

So, you can go to the next slide.  And at this point I’ll pass to Paul, who will describe some of the more technologically savvy methods that we use in order to drive enrollment.

Paul Raver:
Thank you Fletcher.  What this page is really designed to show is – I think Fletcher mentioned that we were engaging home owners, both through faith-based organizations and community events – but we also had a significant door-to-door campaign where we would go out into the neighborhoods – specific neighborhoods – within the ten urban enterprise zones in which we operated and we would actually go door-to-door and engage residents in that manner to sign them up – to explain the program and then essentially sign them up and recruit them for the program.


In doing so, we used a nice GIS software product that we have to map specific streets and neighborhoods within the targeted community and determine where it was best to basically implement these door-to-door canvassing campaigns.  


What you see on the screen here is basically a printout of the document that would be provided to each of our canvassing field reps as they went about and performed their door-to-door canvassing activity and allowed them to record their interaction and the responses from customers and do so in a structured and data-driven way, which allowed us really to quantify and understand the success that we were having.

And so this was just an example that we wanted to show really part of our logistics and operations in implementing this program.  And I think that probably wraps up the PSE&G program in New Jersey and Richard, if you will flip to the next slide unless I have control.

Richard:
You should have control; we’ll test it at the next one.

Paul Raver:
Okay.  

Reverend Fletcher:
The Maryland slide is up Paul, you may not be seeing it.

Paul Raver:
Okay, thank you.  


Now we’ll move in and talk a little bit about Green Market Solutions’ participation in the Maryland Home Performance with ENERGY STAR Program.  And, as part of this portion of the presentation what I’d like to share with you is really some of our preliminary program results, including number of customers that we’ve recruited and number of assessments that we’ve performed in addition to retrofit and solved, and also projected energy savings and actual energy savings.

This is really designed just to provide some real-world data of a program that’s really been started this year and that is ongoing currently.  Equally as important, we want to share the marketing strategy that we have implemented in order to recruit customers in general, but also specifically with respect to faith-based organizations.


Overall, really – again this is the Maryland Home Performance with ENERGY STAR Program.  Currently we are working with three utilities there; Pepco, Delmarva Power and Baltimore Gas and Electric.  


A little bit about the programs themselves; Pepco and Delmarva have $100.00 home energy assessment and rebates from up to 15 to 50 percent.  A typical energy-saving measure is like air sealing, insulation, duct sealing.  The BG&E is structured the same way on the rebate side from having rebating percentages from 15 to 50 percent.  Instead though, they have a $400.00 assessment where a $250.00 rebate is applicable if the customer decides to go for it with the _______.


Moving to the next page; this is just an overview of service territories where we’re active.  As you can see, the red dots are where we’re currently active; that’s the Pepco, BG&E and then upper right-hand corner, the dark blue, is Delmarva Power.  We expect to move into the other service territories, Allegany and then the Southern Maryland Electric Cooperative.


Briefly, a timeline of our activities – I think I mentioned again that we really started it this year – this program – so it’s kind of a work in progress and it’s something that we’re currently managing as we speak.


Really, we got started in December 2010 and became a part of the Maryland Home Performance with ENERGY STAR Program.  We also became a participating contractor for both Pepco and Delmarva.  We started working with Honeywell, who is the program manager in that – for those utilities.


In January we got our team on the ground, including technical manager, marketing manager and project director and hired three full-time auditors, and we’ve definitely kept them busy throughout the start of the program.

We began marketing in February 2011 and then to date we’ve signed up over 130 customers and have begun performing BTI audits as well as ongoing energy efficiency measures.  


Here – this slide, real briefly – just shows where we’ve been active.  We’ve been most active in the Pepco service territory, specifically in the counties of Montgomery and Prince George’s, just another view of the 130 customers we’ve signed up.


Moving on to this next slide.  I think this slide is a little more interesting, it shows a few more results to date; again, the 130 customers that we’ve recruited.  Of those customers, 92, we have performed home energy assessments on.  Of those, we’ve had sit down, in-home customer reviews with 28 of them. 


And what that is, essentially, is after the home energy assessment is performed, there’s a home energy assessment report that we share with the customer.  We sit down with them, have the kitchen table conversation, if you will, and really take them through the summary of their utility bills and their costs, identify areas for saving opportunities, point out recommendations.  Typically the typical recommendations are air sealing, insulation and duct sealing, HVAC, retrofit, and then actually provide them, in that report, with a cost proposal for work to be performed.

And of those conversations, we’ve had 18 retrofits sell of the 28 so far; and that’s about a 64 percent – what we call – conversion rate, which is an important metric for us.  As we work in different target markets it’s something that we – at the end of the day, working with utilities and working in the public utility commissions – they’re obviously very focused, not only on the assessment, but more so on making sure that those energy savings get captured.


And so that’s an important metric that we constantly are reviewing and trying to improve upon.  

Lastly, we have a very small sample of four test-outs and that is really at the – that’s really a customer that’s gone through the entire process; we’ve recruited them, they’ve had their assessment performed, we sat down with them at the kitchen table, we’ve sold them the energy efficiency work, we’ve installed the energy efficiency measures and then we’ve actually had the test-out audit or assessment to determine what the actual savings are.


Moving on to the next page – the next two pages, actually.  I just wanted to provide a little perspective, and this comes from – this really a poll, these two pages are poll questions from an Efficiency First webinar earlier this year and Efficiency First, for those of you that don’t know, they’re really the trade association for the home performance industry; helping advocate and move the home performance industry forward to enable the sustainable and scalable development of energy efficiency measure, installation and work to be performed.  


On that webinar there were over 700 contractors and other participants.  And they ask them a couple questions and the questions they ask, one was “What is your average close rate that you have after you’ve done the assessment?”  Meaning, what is your conversion rate from after doing the assessment with customers that actually chose to move forward with the work?


And as you can see here, there’s five different buckets going from zero to 19 percent, all the way up to 80 percent plus.  A couple points of this; you’ll see that the last two buckets really represent 50 percent of the respondents and those 50 percent of the respondents, on average, they’re closing less than four times out of ten or less than 40 percent of the assessments that they do result in work that is performed.


Just as a perspective, anybody that’s involved in the management or implementation of home energy audits and retrofit programs certainly wants to focus on this very key metric and that’s the conversion rate again; the conversion rate or the close rate.

The other question we had that was interesting was what is your average home performance job size?  And you’ll see here – there’s five different buckets here, starting with less than $2,500.00 all the way up to greater than $10,000.00.  The largest number of respondents were in the $2,500.00 to $5,000.00 range.  And I think this is pretty typical; it’s definitely something we’re experiencing in the Maryland market currently.  I think our average jobsite is around $3,500.00 to $4,000.00 dollars, and it’s typically work that is done for air sealing, insulation and duct sealing.  Those are typical measures and typically comprise an average home performance job.


Moving on to the next page is – this is a page that I wanted to show projected an actual savings that we are delivering in the Maryland market.  The caveat – before we get into the data too much – is that this is a very limited data set.  Currently there’s only four data points for this set of data and, again, these are four customers who have gone from being recruited to having the assessment done, to having the retrofit work installed and then to having the test-out audit done to determine the actual savings.


A couple points here is I think we’ve gotten – what’s promising to me in managing these programs in the State of Maryland – is that I think we’re getting good cost savings and good energy savings data as an initial step.


And, as you’ll see, the green bars are projected and the grey bars are actual, and so the cost savings of 13 percent and then the total energy savings of about 17 percent; I think that’s a good start for us.  I’d certainly love to see those numbers go up and get additional cost savings for the customers and then additional energy savings for, you know, both the customers and the utilities, but I think that’s a good start.  I’d love to see the energy savings get to 20 or 25 percent on average.  If we could do that I think we’ll improve over time and hopefully we can reach that.

One other point I’d like to point out is the projected versus actual.  As you can see from the green versus the grey bars, we’re overestimating our projected versus actual savings by about four to five points.  And so I think that’s something internally that we’re learning as a group is that we’re going to have improve on getting to a more – basically working to improve out estimation techniques.  And that’s something we’re reviewing with our stuff currently, so that we can more accurately estimate the cost savings and the energy savings.


I think the thing we don’t want to do or that we want to be aware of is we don’t want to over promise the customer and then have a customer that is at the end of their experience and that were somehow disappointed that they’re only getting, you know, 17 percent total energy savings versus 21 percent.  So that’s something we want to work on so that we can have a satisfied customer – a group of customers – and make sure that the customer’s experience is consistent and is a good one.


Only a couple more slides here and then I’ll turn it over.  You know, the marketing channels that we’re currently using in the Maryland market, it’s really a multi-pronged approach.  We’ve had great success at home shows.  As the summer months start to come on here, we’ll be doing a number of community events, which are typically outside; those include street fairs and local town festivals, movies in the park, and similar types of outdoor events.


We will implement a referral program and as the summer months come on we’ll also do door-to-door campaigns in targeted neighborhoods.  And as well, we will establish for-profit and not-for-profit partnership.


Getting back to really the whole point of this presentation today is leveraging partnerships with faith-based organizations.  Again, we’ve had a limited time here in Maryland but we’ve had a good experience already.  In early April we had a presentation at the North Chevy Chase Christian Church where we worked with the church leadership to have a one-hour presentation where our project director came.  And as you can see there, the picture down in the lower left we had about 20 attendees attend the presentation, we had 8 sign-ups for the audit, and those likely will turn into four or five retrofit jobs.

From our perspective, that’s a great success and a great win to be able to engage the faith-based community and really have – it’s essentially a small presentation but it’s very powerful in the number of people that signed up and hopefully that will turn into four or five retrofit jobs and we’ll be able to capture those energy and cost savings for those customers.


The next page really is where we’ll go in the future with faith-based organizations and we have a short-term strategy for Pepco and a little bit of a longer-term strategy for Baltimore Gas and Electric.


The thing here – these really are organizations that are part of the GreenFaith network.  And the thing I like about this is we’ve had a great partnership with GreenFaith over the last couple years and we’re continuing it.  And the point that we’ve made is to not try to recreate the wheel.  GreenFaith and Fletcher all – they have pre-existing relationships that are built on years of working with these organizations, there’s a high level of trust, and I think the thing here that we want to do is leverage those relationships.

And it is something that’s a big part of our strategy and something we’re really excited about.


Briefly, this is a door-to-door campaign for the BC area; I think we went over that sufficiently earlier in the presentation.  And then finally, lessons learned.  I think I’ve touched on a lot of these points already.  We’re using a multipronged marketing approach; we’re engaging community-based groups including faith-based organizations.


Again, specifically for the faith-based organizations – I’ll make this statement again – is we want to continue to leverage the existing relationships that GreenFaith has and other organizations similar to what GreenFaith has and we want to avoid recreating the wheel.  Beyond that, we will begin with our short-term plan in BC and we’ll seek opportunities to grow GreenFaith Network as well.


I think we will engage a number of faith-based organizations just organically and independently and we’ll want to work to bring them into the network that GreenFaith already has.


Lastly, we just want to make sure as a group that we effectively manage data collection and reporting.  One thing we’ve learned, that the utilities, and certainly the public utility commissions, are very – obviously find data collection and reporting a key part of their function and it’s very important so that results can be tracked and understood so that programs can be measured and approved one.


I think that would be the gist of our presentation.  Certainly we’ll answer any questions here at the end, but certainly feel free to reach out to Fletcher or myself; we have our e-mail addresses here as well as our phone numbers.  

So, thank you once again.

Richard:
Great, thanks Paul and let’s turn things over to Alexis Chase.

Alexis Chase:
Hi, this is Alexis.  I’m the executive director of Georgia Interfaith Power & Lights.  We are a Statewide, non-profit here in Georgia that engages communities of faith and stewardship of God’s creation as a direct reflection of our faith line.  And we do this through worship, education and the sustainable generation and efficient use of energy.


And everything I say here is going to be on our website, which is right there at the bottom of the slide and you can find our e-mail addresses and how to contact us there.  So, if you miss anything that I say, please, by all means, go to our website.


So, in September of last year, 2010, we created a program called Power Wise and we created this program thanks to a nice grant from the DOE, which is administered through the Georgia Environmental Finance Authority.  


And so what we do is we provide communities of faith with step-by-step instruction on how to embrace energy efficiency.  Before Power Wise was launched we had been doing energy audits in congregational faith basis for years and had learned a couple things.  The most important thing was is that of all the energy audits that we have done may be one or two communities of faith – and this is churches, synagogue, mosques from storefront churches to the 50,000-person mega church – we have a couple of those here in Georgia. 


We came to the conclusion that maybe one or two of all those energy audits we had done, they had somebody on staff with the technical expertise or the wherewithal to navigate the waters of embracing energy efficiency.  So, we came to the conclusion that we – because we have that technical expertise, because we could pay somebody to do that for them – we needed to do it because they could not do it by themselves; it was almost impossible.


And so we wrote this Power Wise program with that in mind.  And so we start off with a low-cost energy audit and we’ve performed so far 59 energy audits since September.  We have a professional energy auditor who works for us and averages, you know, between two to four energy audits a week and we’re doing them all over the State and he actually goes to their facilities and walks around with their facilities manager, although, you know, over 90 percent of the congregations that we work with don’t have a full-time facilities manager; it’s a well-intentioned volunteer who has absolutely no experience with anything that we’re talking about.

So, we actually go to their facilities, do a walkthrough energy audit of all of their systems.  We also collect 12 months of their historical energy data; so we have 12 months of their gas and electricity bills.  So then we upload that to the Portfolio Manager’s system of ENERGY STAR.  And we had originally thought that – we projected that the scores of each of these congregations would be around a 50, that they would get a Portfolio Manager’s score of about a 50.


Well, we’ve come to the conclusion – and based on our quantifiable data of 77 energy audits for the for the Power Wise Program, 59 since the program launched – that the average ENERGY STAR score rating of our congregations is about a 20, with the majority of them being much lower than that.


So these communities that space
 across Georgia, which there are over 15,000 of them, are not doing a very good job in terms of their energy efficiency.  And so we also analyze their energy data so that we can sort of point out hotspots as well as we’ve also found that comparing one congregation to another – comparing their energy data – (A) it engenders a sense of sort of competition, but it also let’s people know that “By the way, you’re using ten times as much energy as this church down the street,” which they appreciate.


So, after all that we provide them with a customized energy audit report.  We guarantee at least three life-cycle analysis of some their ECM’s – their energy conservation measures.  The majority of those – the first one tends to always be an HVAC upgrade and then a lighting upgrade and then usually something to do with insulation.  

From these energy audit reports we’ve been able to project that based on just the low-hanging fruit and the steps that aren’t cost-prohibitive, a congregation can save 20 percent on their gas and electricity bills.


We have projected that – based on the low-hanging fruit and sort of behavioral changes – they’d only be able to save ten percent.  But, from all these energy audits, we’ve seen time and time again, it averages at least 20 percent.  And if they embrace one cost-prohibitive measure, just one, like adding insulation or upgrading and HVAC system, they’re going to save at least 35 percent; it’s been surprising to us.


We also – along with the customized energy audit report – give them a companion guide.  One thing we’ve also learned is that most congregations do the same things wrong across the board, no matter what size they are, where they are, who’s their energy provider; they do the exact same things wrong.  So we have a companion guide that sort of walks them through helping figure out sort of the low-hanging fruit and the things that everybody does wrong.


Next, we have project management.  We provide free project management to these congregations.  And, as I said, they don’t have someone with a technical expertise to embrace energy efficiency or even to know what do I hire a contractor for and where do I buy the supplies, how do I even interview contractors, how do I get bids; they don’t have somebody who does that for them so we help them do that, and that’s been incredibly helpful.


We also – after that – provide them with a home energy audit training class in which we teach people how to embrace energy efficiency in their own home.  We’ve done five of those classes with about 125 people attending.  We also – on a lark – at our first home energy audit training class invited the State weatherization person, because there is a lot of money here in Georgia and most States to help home owners – low-income homeowners as well as the elderly – weatherize their homes.  


So, we invited the State weatherization person to help them walk through – if they qualified – walked through applying for weatherization assistance; and that’s been hugely successful.  We’ve had almost 40 people be able to sign up for weatherization assistance, including several elderly members of congregations, which has been really, really exciting because they otherwise would not be able to afford it.

We also help congregations walk through – Georgia Power has a number of energy efficiency rebates for commercial buildings as well as for homeowners – so we help them navigate the waters of that because most people just sort of have no idea how to do those things.


Finally, we also have a solar loan fund.  We’ve had two congregations here in Georgia avail themselves of our solar loan fund and that’s a 10-year, zero-interest, revolving loan fund in which we help them install solar PV on their facilities.  And the reason that’s not more popular, unfortunately, is because our solar tariff in which, you know, the solar power is bought back from the power company, is not very big and so we haven’t had the opportunity to get more congregations signed up because there’s not been the money there to help them do that.


Georgia IPL, for those that don’t know, is part of a network of 38 States Interfaith Power and Light chapters, and so your State – it’s quite possible that there is an Interfaith Power and Light in your State already.  GIPL – Georgia IPL – is the only State with this program in place; we’re the only ones doing professional energy audits.  Other States do have easy and simple walkthrough energy audits that you can access, they also have classes like our home energy audit training class and can help you get access to the weatherization person, et cetera, but we’re the only ones with this program.


So, that’s all that I have now that there’s four minutes left.

Richard:
Thank you Alexis, appreciate that and I’m sorry to not have more time at the end.  There are quite a few questions here.  What I will commit to doing is we’ve got everybody who’s on the webinar; we have your contact information.  There’ve been a number of questions about whether you can get copies of the presentation before it gets posted on the website.  What we’ll commit to doing is we can send out the presentation, if that’s okay with the presenters here, I’m assuming it is because it’s going to be post on the DOE website at some point in the near future, along with the questions that we aren’t able to get answers to in the next couple minutes.

So, I will work with the presenters and address – there are probably 10 or 15 questions that are here – so we’re not going to have time to cover those in the next three or four minutes.  We can do some of them here but within the next – I’d say by the end the week, if hopefully we can do that, get the copy of the presentation out and answer your questions.


In the meantime, Alexis, there are a couple of questions about Georgia that may be you could help answer.  One of them – one of them – maybe this is sort of general question – maybe I’ll open this up to all the presenters.  “Have any of the panelist’s organizations found ways to do what they do in a financially sustainable way?  Are there any plans for when and if government funding isn’t available?”  So, I don’t know if anyone wants to take that on.  It’s not an easy – it’s not a softball but are there any plans?

Alexis Chase:
I can answer.  Georgia, I feel, has created a system in which we do a performance contract.  We have a congregation sign a non-legally binding memorandum of understanding before we do the energy audit.  And what it says is that a congregation will donate back to us a third of their energy savings for three years.  


And we’ve done the math that if only 80 percent of the congregations that we audit only donate back to us just an 80 percent of that third, our program will be sustainable indefinitely.  Now, all I have is shame and guilt on my side to get a congregation to give me cash, but it works pretty well, you’d be shocked.


And so, our plan is that when the government funding runs out in December of this year, that’s what we’re using as a measure to keep us going.  And it seems to be good because we also help congregations track their energy data, we keep uploading it to Portfolio Manager, so we actually see quantifiable data of how much energy they’re saving, so that’s how we calculate their third.

Reverend Harper:
Richard, this Fletcher, GreenFaith offers a fee-for-service – two different types of fee-for-service energy audits.  One is our basic energy audit and another is what we call a professional-grade audit, with the basic audit – which costs $500.00 – we’ve made it sustainable because of the fee we charge and we provide a money-back guarantee that if the congregations we work with don’t save at least that much in the first year, we’ll give them their money back.

So, we’ve – you know – no one gets rich doing that type of job but it does make it sustainable.

Richard:
Great.  Well, thank you for the responses.  I think that what we’ll do – as I mentioned before – is we’ll consolidate the questions, provide answers and we’ll distribute those along with the presentation out to everybody else – everybody who’s participated on the webinar.


I just want to thank the three panelist today, great information, really, really useful to think about this as a using faith-based organizations as a vehicle into saving energy.  And I want to encourage everybody to check the DOE Solution Center website for upcoming webinars; they’ll be happening at least a couple a weeks ongoing, so there are some great resources there.  And look for an e-mail from us, or you can respond as well if you’ve got any immediate questions to the GoToWebinar invitation and then Jennifer Travis or Leslie Lauder will get a response back you through us.


So, thank you for participating today and have a good rest of the afternoon.

[End of Audio]
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