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= Qverview

= Tour of Solution Center
= Framework
= Handbooks
= Content through Examples

= Next Steps
= Peer Review
= Become a Beta User!
= Future Enhancements
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Purpose: No More Starting from Scratch

e ) | . . ..
=* = Helpresidential energy efficiency
_ 8 programs minimize trial and error to

achieve success.

» Help programs and partners plan,
operate, and evaluate their programs.

= Provide a living repository of examples,

"_jt lessons, and resources.
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Audiences: Programs & Partners

= Target audiences:

1° Program Administrators and Implementers
— utilities, state energy offices, municipal governments, NGOs

2° Program and Service-Delivery Partners
— contractors, financial institutions, marketing firms

3° Program Evaluators
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Development Timeline

March - November 2012: Framework Development, Review, Consultation
Reviewed DOE guides, external literature, BBNP workshops and peer calls; vetted with stakeholders

W

2012: Feedback from Key Partners & Intended Users
Feedback from EE NGOs and programs, identified complementary work, REES conference input and ideas

July - October 2012: Drafted and Vetted Lessons Learned

Based on experience from 2 yrs of BBNP workshops and peer exchange calls, Now = Tips for Success

November 2012 - April 2013: Platform Development
Built platform, designed content format, developed selection of handbooks

April 2013 - April 2014: Content and Functionality Development (15t release
All handbooks complete, additional Solution Center functionality developed

May 2014 — September 2014: 15t Release Available During Peer Review & Beta Testing
Tips for Success enhanced, content & function vetted by external peer reviewers; beta users test all aspects

All content and functionality in place; ready for user submissions



Solution Center Development Team

Content Development

»  Market Position & Business Model
=  Subid Wagley (DOE)
=  Athena Bertolino (Ross Strategic)
=  Rebecca Foster (Vermont Energy Investment Corporation)

=  Program Design & Customer Experience
= Megan Billingsley (Lawrence Berkeley National Laboratory)
=  Tom Beierle (Ross Strategic)
=  Richard Faesy (Energy Futures Group)

= Evaluation & Data Collection
=  Dale Hoffmeyer (DOE)
= Stacy DeGabriele (Eastern Research Group, Inc. - ERG)
= Nikki Kuhn (Vermont Energy Investment Corporation)

=  Marketing & Outreach
=  Jonathan Cohen (DOE)
= Kathleen Brady, Shannon Johnson (ERG)
*  Financing
=  Steve Dunn (DOE)
= Charlie Goff (ERG)
=  Matthew Brown, Dave Carey (Harcourt Brown & Carey)
=  Contractor Engagement & Workforce Development
= Megan Billingsley (Lawrence Berkeley National Laboratory)
= Jennifer Tice, Darcy Peth (Ross Strategic)
8 = Mike Rogers (OmStout Consulting)

Editors
= David Lee (DOE)
= Danielle Sass Byrnett (DOE)
= Amanda Chiu (Energetics Incorporated)

Platform Development

= Chrissi Antonopoulos (Pacific Northwest
National Laboratory - PNNL)

= Michael Baechler (PNNL)
= Linda Connell (PNNL)
= Julia Walker (PNNL)
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Diverse Content Sources

= Content reflects the expertise and experience of:
= Better Buildings Neighborhood Program grant recipients
* Home Performance with ENERGY STAR Sponsors
= EERE Technical Assistance Program

= Guidance published by energy efficiency organizations
about residential programming

= Future: submissions by users

Innovative Energy Efficiency Projects D“Vlng Deman
A £ YU Implemented by Local Governments D nls:
RECOVERY("O‘ in the Southwest
Bette r @) sy, | Energy Effciency & a5,
1 a2
] o {»’ ENERGY renewable Energy SWEE
B u I Id I n g s Technical Assistance Program
NEIGHBORHOOD PROGRAM Existing Homes Progra;n G';I;:g
une .
V-5 DEPARTMENT OF ENERGY Residential Retrofit Program Design Guide c E E a']

/_ HOME wntied cows  Home Performance with ENERGY STAR®

- #4PERFORMANCE  — - .

A C E E E RESOURCE CENTER A SHORT GUIDE TO SETTING UP Sponsor Guide
American Council for an Energy-Efficient Economy | | sesreacnices ron eneray nervoir procramoesian A CITY-SCALE RETROFIT PROGRAM ENERGY STAR




Structured Ciriteria for Including Guidance

and Examples

Evidence Progression

‘ Mature, fully supported,

multi-source

‘ Qualitative data & multi- AEantitaiigeyidence
source anecdotal evidence Best Practice

Lesson Learned . comingin 2015

‘Anecdotal evidence e Tips for Success &

Promising Step-by-Step
Approach

® * Step-by-Step

New, relatively
untested

Innovation

e Other websites
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What You Are About to See

= Version 1 (beta) release
= Contains ~95% of expected content
* Includes ~90% of features & functionality

= Allows users to review content, test the tool, and
provide comments

= \We welcome your feedback through this session
or email: BBRPSolutionCenter@erg.com

Version 2 (full) release expected in Fall 2014
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Solution Center Home Page

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Center is a repository of examples,
ency programs. It is intended to help
lerate, and evaluate their programs.

dbooks

H an d b (0]0) k \ Solution Center Home
In d ex About

Handbook Index

Browse by Program
Components

Energy Data Facts

Glossary

BROWSE BY:

Program Components

Program Design
Phases

Market Position
Content Types &

Business Model

Program Design
& Customer
Experience

Evaluation &
Data Collection

Browse by
Design Phases

Contractor

Browse by
{eti Engagement &
Content Types G Workforce

Development
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Strategy

Davalanret Planning Implementation Evaluation

Better
Buildings
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My Favorites | Account Log Cut

SEARCH

Search

MY FAVORITES

[=3] Finance Favorites
6 items

[Z5] Marketing & Outreach Favorites
1items

o MNew Favorites Folder

My Favorites

RECENTLY UPDATED RESOURCES

Recent
Content

Program Design & Customer Experience — Deliver
Program (1)

Efficiency Maine Downleads and Forms Portal

New York State Energy Research and Development
Authority (NYSERDA) Home Performance with
EMERGY STAR Confractor Manual

EnergySmart Residential Survey (81 KB)
RePower Bainbridge Upgrade Survey {333 KB)

MOST POPULAR HANDBOOKS

Market Position & Business Model — Overview LL] PO p u I ar
Handbooks

Marketing & Oufreach — Overview (1]

Financing — Overview (1]

Program Design & Customer Experience —
Overview L)

Market Position & Business Model — Assess the
Market {_L)

ACKNOWLEDGEMENTS (v)

The U.S. Department of Energy thanks the
following individuals who conducted an expert
review of the Better Buildings Residential Program|
Solution Center handbooks:
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Content: Six Program Components

Evaluation &
Data Collection

Market Position Program Design
& & Customer
Business Mode| Experience

Contractor
Engagement &
Workforce
Development

Marketing &
Outreach

Better U.S. DEPARTMENT OF
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Content: Four Program Design Phases

Strategy

Development Planning Implementation

« Develop Implementation
Plans
» Develop Evaluation Plans

» Develop Resources
© Deliver Program

:'9.:M&k&;D&5|gn::l‘)?e§isibns=
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/ Tabs in Every Handbook

Description: Why the stage is important and what user will learn

Contractor Engagement & Workforce Development — Overview
Wherse Am 1? » Subscribe %) PDF version ® Print this

Diescription Step-by-Step  Tips for Success Examples = Toolbox Topical Resources Quick Links

Description

Successful residential energy programs depend on strong
relationships with contractors. Contractors employ home performance

. . . - Key Resources
professionals who implement energy efficiency measures in homes.

These contractors are the face of your program, and, therefore, e DOE Guidelines for Home Energy
critical partners in your success, Professionals incude standard
specifications for guality work, critical tasks
Recognize contractors’ critical role and deliberately approach and core competencies for effective training
workforce development to maximize your program's impact. Benefits programs, and a framewaork for
of effective contractor relationships, contractor support, and professional certifications. The website
warkforce development efforts include: includes job task analyses that describe
the tasks and skills needed for specific
e Contractors that actively engage in yvour program and help meet vour jobs, information about accredited training
shared goals programs, downloadable training modules,
+ Efficient lead generation and sales efforts by contractors in line with and other resources.

their ability to deliver quality installations

+ High conversion rates that reflect higher homeowner participation in
your program

« High quality of home performance services provided to homeowners

DQE Building America Solution Center
provides home performance professionals
with building science resources, integrated
energy efficiency tools, case studies, and

« Homeowner confidence that energy savings and comfort best practices designed to dramatically
impravements will be realized, due to effective quality assurance and reduce energy use in new and existing
communications homes. This website includes expert

+« Growth potential for contractors expanding in or entering the home information on hundreds of high-
performance market performance design and construction

e Good job opportunities for local, qualified home performance topics, including air sealing and insulation,
professionals. HVAC components, windows, indoor air

guality, and more.
Recruiting, developing, and maintaining enough contractors to work

16 with your program requires ongoing effort. Leading programs engage
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Handbooks — Step-by-Step

Step-by-Step: Detalled what and how information

Market Position & Business Model — Assess the Market

Where Am I? v Subscribe ‘; PDF version ' Print this page

Description Step-by-Step Tips for Success Examples Toolbox  Topical Resources

Step-By-Step

To determine your organization’s market position there are several important steps to consider.

b Assess potential market demand for energy efficiency products and services

, Assess how the market is already being served by other organizations—and what gaps exist for your organization
to fill

+ Assess your strengths and capabilities tgnrovide nenducte and carvirec in the market

* Assess potential market demand for energy efficiency products and services

As your organization enters the residential energy efficiency market or expands its existing role, make sure you
have a solid understanding of current and potential market demand for such services. & variety of factors can
influence demand. Examples include:

+ Local, state, and regional policies (e.q., energy disclosure requirements, utility energy efficiency targets)
that promote energy efficiency.

o The DSIRE database provides comprehensive information on state, federal, local, and utility incentives
and policies that are in place to support renewable energy and energy efficiency.

e The L.S. Department of Energy’s (DOE) 2007 report State and Regional Policies That Promote Energy

Efficiency Programs Carried Qut by Electric and Gas Utilities 4 describes policies that could promote cost-
effective programs, implemented by electric and natural gas utilities, to reduce energy consumption.

o The National Action Plan for Energy Efficiency identifies key barriers imiting greater investment in cost-
effective energy efficiency, describes policy recommendations to overcome the barriers, and documents
policy and regulatory options for greater attention and investment in energy efficiency. The State and

17 Local Energy Efficiency Action Network builds on the Action Plan by focusing on the assistance that
states and local governments need to advance policies and practices that will bring energy efficiency to
scale.
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Handbooks — Tips for Success (1 of 2)

Tips: Lessons based on documented experience from multiple
programs

Program Design & Customer Experience — Overview

Where Am I7? - Subscribe ") FDF version & Print this page

Description Step-by-Step | Tips for Success Examples = Toolbox  Topical Resources  Quick Links

Tips for Success

In recent years, hundreds of communities have been working to promote home energy upgrades through programs such as
the Better Buildings Meighborhood Program, Home Performance with ENERGY STAR, utility-sponsored programs, and others.

a mraarame want bt chara ralatad to thic handbeal Thic lict o not avibonctiee

The following tips present the top les

Make upgrade options clear and concise for customers

Programs in many regions of the U.S. find that the concept of home performance
These homeowners typically have little idea how energy efficiency measures com
benefits of insulation versus new windows) and they might not have heard about
such as air sealing. Several programs have devised simple approaches to help cug
energy and cost savings and other benefits they will achieve from wvarious types
homeowners can choose what is best for them. Recognize though that customerg
when considering an assessment’s proposed measure (e.g., improving the look of
windows, replacing an aging furnace before winter weather sets in).

Keep the program sim for your custol

Provide the customer h a single poind

Make upgrade options clear and concise

Keep the program simple for your contrg

e Austin Eneray developed a form to estimate energy savings using a point system
with residents during a home assessment. The form helped contractors and custg
which measures would achieve 15% energy savings in the home. Texas A&M's En|
validated the point system for the program to ensure its accuracy and integrity. T
streamlined approach was appealing to customers and contractors.

Emphasize the action you want your cus|

Measure and evaluate performance at k

15 new to homeowners.
pare (e.g., energy savings
some effective measures,
tomers understand the

f measures, so

may have other priorities
their home with new

that contractors could use
mers guickly determine
ergy Systems Laboratory
e program found that this

Los Angeles County s Energy Uparade Calfornia implemented the Flex Path proaram 4 that used a point
system to show the energy savings from a menu of energy upgrade measures. To be eligible for program
rebates, residents then selected which measures they would like to undertake that would total over 100

points and achieve 15% energy savings.
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Video Content (2 of 2)

Description Step-by-Step Tips for Success Examples Toolbox Topical Resources

Tips for Success

In recent yvears, hundreds of communities have been working to promote home energy upgrades through programs such as
the Better Buildings Meighborhood Frogram, Home Performance with EMERGY STAR, utility-sponsored programs, and others.
The following tips present the top lessons these programs want to share related to this handboolk. This list i1s not exhaustive.

Expand All
= Adapt messages to your primary target audience’s needs
In Their Own Words: Benefits of Market Segmentation In Their Own Words: Messaging to Motivate

'

Source: U.5. Department of Energy, 2012. Source: U.5. Department of Energy, 2012.
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Handbooks - Examples

Examples: Case studies, program presentations and reports,
materials from individual energy upgrade programs

Financing - Communicate Impacts

Where Am I? »

Subscribe __“:n Frint this page

-] PDF version

Service Delivery

Description Step-by-Step  Tips for Success Examples | Toolbox Tapical Rg Better Spotlight on Austin, Texas:
ildi Best Offer Ever Produces
Examples Upgrades in Record Time

idential energy efficier|
rials. The U.5. Departm¢Key Takeaways

The following resources are examples from individual g

program presentations and reports, and program m Launch With a Short-Term Promotional Offer to

Jump-Start Participation

With Its Best Offer Ever promation, Austin Energy completed comprehensive energy up-
grades In a record 564 homes In only six months—meare than 10 times the utility's typical
participation rate. To quickly develop momentum for Better Bulldings-Austin Energy’s Clean
Energy Accelerator program with homeowners, Austin Energy leveraged its existing Home
Performance with ENERGY STAR® Infrastructure, experlence, and contractor base but added
acomprehensive rebate/financing offer for a finite launch period. Demand soared, and due to
thoughtful planning, Austin Energy and Its contractors were able to keep up with requests for

Use valuable, short-term
promotion to jump-start
program interest

Case Studies

Spotlight on Austin, Texas: Best Offer Ever Produces Uparades in Record Ti
Author: U.5. Department of Energy

Build on existing energy

20

Publication Date: 2011

With its Best Offer Ever promotion, Austin Energy completed compreh
homes in only six months--more than 10 times the utility's typical par
maomentum for BetterBuildings-Austin Energy's Clean Energy Accelerat
leveraged its existing Home Performance with ENERGY STAR infrastruc
added a comprehensive rebate/financing offer for a finite launch perio
planning, Austin Energy and its contractors were able to keep up with
inspections, improvements, and loan origination, while learning valuabl|

Using Credit Enhancements to Leverage Existing COFI Capacity: Indianapo

efficiency efforts to launch
quickly and learn for the next
iteration

Plan for contingencies and
resolve your errors

“Getting on the landscape
fast with some successes

built positive momentum.
There will be warts, so set
reasonable expectations...
but it is a great way to let

v
Author: Lawrence Berkeley National Laboratory
Publication Date: 2012

Highlights the EcoHouse Project Loan Program, which provides fixed inl~

energy improvements among households that are otherwise unlikely t
market rates.

people know you are on

the scene.”

—Karl Rabago, Vice President,
Austin Energy

[The Better Buildings Neighborhood Program is
jpart of the naticnal Better Buildings Initiative

by the U.S. Dep: of Energy.

energy evaluations, Inspections, Improve-
ments, and loan origination, while learning
valuable lessons along the way.

The Best Offer Ever

Austin Energy’s high-value promotion—
the Best Offer Ever—presented customers
who signed up for an energy upgrade
between October 1 and December 31,
2010, with a significant financial Incentive,
resulting In 564 Home Performance with
ENERGY STAR upgrades In skx months. In
the past, participants In Austin Energy’s
Home Performance with ENERGY STAR
program recelved a free energy evalua-
tion, but had to choose between a rebate
or low-Interest rate financing through a
local credit union to complete the recom-
mended upgrades? By signing up during
the promation, participants could receive
both the rebate and financing, for a
combined value of approximately $2,300
per household. Even with the sizable
Incentive, Austin Energy leveraged §4.39
millien In loans using $700,000 of Its
Better Bulldings seed funding to pay for

Flgure 1. Best Offer Ever
Promotlon Results

Data refiect energy upgrades compieted be-
tween October 1, 2010, and March 21, 2011, under
the Best Offer Ever. The Bast Offer Ever was
only avallable to hemeowners who signed up
between October 1 and December 31, 2010.

800

564

500

(95% of
evaluated
homes)

400

200

200

100

Energy
evaluations’ upgrades

Energy Loans
Issued

the Incentives and marketing to launch the promation.
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Handbooks - Toolbox

Toolbox: Templates, forms, tools, calculators

Evaluation & Data Collection — Conduct Evaluation

Where Am I? - Subscribe %) EDF version @ Frint this page
Description Step-by-Step  Tips for Success Examples Toolbox Topical Resources bu.
Town, Date
Toolbox pd 3/12/11
Event Type
) ) ) ) ) o ) Workshop
The following resources are available to help design, implement, and evaluate possible activities related to this handbook. E:_;:t I%_
These resources include templates and forms, as well as tools and calculators. The U.S. Department of Energy does not
endorse these materials.

Templates & Forms

Los Angeles County Energy Issues Phone Survey N (194 KB) 9
Author: Los Angeles County, California
Publication Date: 2010

Sample script Los Angeles County used to survey homeowners about energy issues.

Connecticut Workshop Survey M (76 KB) ¥
Author: Connecticut Neighbor to Neighbor Energy Challenge
Publication Date: 2011

Short survey for Connecticut's Neighbor to Neighbor Energy Challenge workshop participants. The workshop
allowed the program to share its energy efficiency offerings with homeowners.

EnergySmart Residential Survey 4 (81 KB) 9
Author: Boulder County Energy Smart —
Publication Date: 2013

Example survey about 2 homeowner's experience with a visit from an energy advisor 35 part of EnergySmart in
21 Boulder County, Colorado.

LITICIENT ApplIANCces (please aescrine):

__ Heating, Ventilation, and Air Conditioning (please specify):
@ Better

__ Clean energy (describe):

‘ LBxl:,l,(,i,!Wdy!!!gs ___ Other (please describe):




Handbooks — Topical Resources

Topical Resources: Presentations, publications, webcasts

Contractor Engagement & Workforce Development — Deliver Program

Description Step-by-Step  Tips for Success Examples Toolbox | Topical Resources

Topical Resources

The following resources provide additional topical information related to this handbook, which include presentations,
publications, and webcasts. Visit Examples L) for materials fr individual programs.

Where Am I7? w Subscribe %] PDF version i3 Print this pages

Topical Presentations

The Contractor-Participation-Inducing Hg Performancy

Author: Mike Rogers; OmStout Consulig
Publication Date: 2012

Presentation summarizing the imp
performance programs.

y LLC

nt elements ne

Five Steps to a Profitable Contractor Base M '@
Author: Courtney Moriarta; SRA International; Inc.; Emil
Building Performance Institute; Brad Geyer; Fayette Cou
Department of Labor; Sam Flanery; Building Science Aca
Publication Date: 2012

Presentation on five steps to building a profitable con
administration, certification and credentialing, comim
vs. trade), and training and sales support.

22

Five Steps to a
Profitable Contractor Base

Session 2: Engaging Business Partners

Residential Energy Efficiency Solutions:
From Innovation to Market Transformation
Tuesday, July 10, 2012
Arlington, VA

Buildings’
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Handbooks — Quick Links

Quick Links: Access to pre-coded search results on key topics

Market Position & Business Model — Overview

Where Am I7

i

Subscribe ‘_ FDF version 5@ Print this
Description Step-by-Step  Tips for Success Examplez = Toolbox = Topical Resources | Quick Links

Quick Links

The following list provides access to resources with more information on these key topics. Selecting a key topic will return a list
of resources related to that topic. If vou have suggestions for additional key topics, please tell us =4,

+ Business Models for Providing Energy Efficiency Services
Every organization or business has a particular set of motivation i comprise their
business model, Typical business models for providing energy eff Futu re featu re: umented for utility
and non-utility program administrators, remodelers, HVAC (heat Cl | Ckl ng on a tOp | C tors, home
performa actors, home inspectors, utilities, energy serv b 5
name will provide

mpare the benefits of a utility or non access to rel ated Bricy with its
associated costs. The five most common tests used by public utRESIYO1VIE SIS t(PCT), the

utility/program administrator cost test (PACT), the ratepayer impB S _ ost test (TRC), and
the societal cost test (SCT).

Cost- Effectweness Tests
“““ L}

+« Non-Energy Benefits
Energy efficiency programs provide identifiable benefits beyvond energy savings, such as job creation, economic development,
avoided emissions, and water savings. Quantifying these non-energy benefits may help program administrators demonstrate
progress toward stated program and/or policy goals, or increase general awareness and suppaort for program activities.

+ Policies and Regulations Impacting Energy Efficiency Programs

Policies and reguiations, such as energy efficiency targets, utility cost-effectiveness tests, financial regulations, and others,
influence how your organization provides energy efficiency services,

23
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Handbooks — My Favorites

Better Buildings Residential Program Solution Center A of remove this ftem in your faverites foldere

0 Finance Favorites I
§ items

EERE » BTD » Better Buildings Neighborhood Program » Solution Center Home » Program Components » Marketing & O

Mew Favorites Folder
Soltion Center tome  Marketing & Outreach — Deliver Program
About Where Am I? w Subscribe @ Frint this page

Handbook Index

Energy Data Facts Description Step-by-Step Tips for Success Examples Taoolbax

Glossary

Descripti :
BROVSE BY: escrlp lon CIICk the heart arketing & Putreach

It is time to put all of your planning efforts to |
Program Components ! .
program’s marketing and outreach activities. Al to add Content =ges:

Program Design hould be i | befi del H T—
your program shou e in place before you de Overview
Phases outreach partners LL), staffing and workflow (4 to My Favorltes
Content Types outreach materials (), and evaluation plans (4! Obiectives (L

i

Malke DacWn Dacizions L]

You and your partners will want to be ready for sud program interast
that can be generated by new marketing efforts. T

with contractors, relevant program staff, and finan =

the influx of energy assessments, upgrade work, re Add a new Favorites Folder
applications.

| =9

Your program will use a variety of marketing and ou Title *
reach your priority audiences LL). As soon as your m Marketing & Outreach Materials

d . hould also begin to track progr ! AT - - T
uncerway, you sholid aiso begin 10 Tack progress A short, descriptive title for this Favorites Folder. Limit to 255 characters.
tactics to identify what works well in your local mar

Save

24
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Handbooks — Where Am 1?
Where Am |: How the handbook fits into the Solution Center

Design & Customer Experience — Make Design Decisions

Where Am I7

Program Design & Customer Experience — Make Design Decisions

Qverview
Strategy Development
- Assess the Market
- Set Goals & Objectives
- ldentify Partners
- Make Design Decisions
Planning
- Develop Implementation Plans 3
- Develop Evaluation Plans 2 erie D‘;::IE-:\LII:;tin
Implementation
- Develop Resources
- Deliver Program
Evaluation
- Assess & Improve Processes
- Communicate Impacts

tion Step-by-Step Tips for Success Exampl

ription o

options. Instead, you shou
elements that are designed to overcome multiple
the greatest fit of your program to your local cont
your program is tailored to your specific market, v
on:

e Your market assessment L), which identified nee
market. Your program will be designed to seize th
overcome the barriers to adopting energy efficien

e Your program goals and objectives L, which defi
seeks to achieve.

« Your partners L who will help vou deliver the pro
understanding of local contractors and their capa
local utilities.

Strategy
Development

If wour organization has a detailed business plan |
program dESigﬂ. If WaLr crganization does not have"rrrerress PTaT Ty T T oS Ty Ol oo e g gy
decisions as you develop your program design. A business plan typically describes your organization’s:

25
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Example #1 (1 of 7)

Our program needs contractors to perform upgrades. How do |
identify and recruit contractors to develop a local workforce ?

UL8. DEFARTMENT OF Energy Efficiency &
Y Renewable Energy

bmmin | o
Contractor Engagement & Workforce Development — Overview

Where Am [? s Subscribe ") PDF version 3 Print this pags

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home » Diescription Step-by-Step Tips for Success Examples Toolbox  Topical Resources Quick Links

Solution Center Home The Better Buildings Residential Program Solution Center is a repository of lg

resources. and knowledge for residential energy efficiency programs. It | DESCI'IIJUOH

Apout program administrators and their partners plan, implement, manage,
Handbook Index programs. Successful residential energy efficiency programs depend on
Glossa strong relationships Wlth contral_::tors. Contractors em_p_loyr home Key Resources
v Explore Program Components performance professionals who implement energy efficiency i
BROVISE BY: Information in the Residential Program Solution Center is orggfized around the primary measures in homes. These contractors are the face of your « DOE Guidelines for Home Energy
Program Companents functions typically overseen by a residential energy efficiengf program administratar, program, and, therefore, are critical partners in your success. Frofessionals include standard
) termed “program components” throughout this tool. Select A program component belo ) . ) specifications for quality work, critical
Program Design Recognize contractors’ critical role and deliberately approach tasks and core competencies for effective
Phases workforce development to maximize your program’s impact. training programs, and a framewark for
Content Types Benefits of effective contractor relationships, contractor support, professional c:er‘tifirc:ations. The website
and workforce development efforts include: includes job task analyses that describe
) ) the tasks and =kills needed for specific
s Contractors that actively engage in your program and help meet iabs, information about accredited training
yo.ur. shared goals . oo . programs, downloadable training modules,
Market Position Program Design Eataos . ItE:flqerg:.ll.ead gengratlon al_'ld _sales ef'for‘ts by contractors in line with and other resources.
& & Customer < eir ability to deliver quality installations - ) )
Business Model Experience fa Collection + High conversion rates that reflect higher homecwner participation in « DOE Building America Solution Center
your pragram provides home performance professionals
« High quality of home performance services provided to homeowners with bU”di'f'g science resources, ijtegrated
s Homeowner confidence that energy savings and comfort energy Eﬁ:_":len':v t_ools, case studlgs, and
improvements will be realized, due to effective quality assurance and E:;EE;.E:Ecrtl:::gi(d:ss;gi:.z:eﬁ :;adn:ctilsctia:gv
communications - -
s Growth potential for contractors expanding in or entering the home :-Il_lof;r:’:;lt-:—::;:E:j:der:;;u::;;:Fert
DEHD'—WB”CE markfz?: . performance design and construction
s Good qu opportunities for local, qualified home performance tepics, including air sealing and insulation,
Contractor professionals. H\-’AF: components, windows, indoor air
M:Lk;i';fjh& E”&,‘;ﬂsgfgj& Recruiting, developing, and maintaining enough contractors to quality, and more.
- . Development work with your program requires ongoing effort. Leading
Look Across Program Design Phases
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Example #1: Contractor Engagement Overview (2 of 7

Contractor Engagement & Workforce Development — Overview
Where Am I7? v Subscribe T PDF version (8 Print this page

Description Step-by-Step | Tips for Success Examples Toolbox ~ Topical Resources Quick Links

Step-By-Step

Contractor Engagement & Workforce Development — Identify Partners

The 'FO”OWIFIQ StEpS list |mportant activitie Where Am I7? 4 Unsubscribe "%, PDF version (S Print this page

Engagement & Workforce De
need to take into accou
each step to access it

Description Step-by-Step  Tips for Success Examples Toolbox  Topical Resources

Description
Contractor Engagement & Workforce

1. Assess the Marke
Development

Assess the quants

il capacity of availal A critical ingredient for your program’s success is frequent engagement with
contractors, initiated early and often. Your program may also want to work

Set Goals & Obje 5 LLJ with training providers and local employment organizations to develop the stages:
i - skills of the local workforce and help connect those workers with jobs. Overview (L]
| 1
. Identify Partners L] Your partners will include: ; ;Zi%sosaﬁgg\-lgat;]zﬁi:gs w
Establish relationships with contractors an ) ) ) ] 3. Identify Partners (1]
e Contractors that will become your most important service delivery partners 4. Make Design Decisions (L
e Trade associations and economic development institutions that can help you 5. Develop Implementation Plans
Decide on strategies for training, workforcd promote your program to contractors and recruit them 5. Develop Evaluation Plans Ll
. e Training partners that can help you increase the number of trained and 7. Develop Resources 1]
5. Develop Implementation Plans certified technicians in your workforce. 8. Deliver Program (L
Devefop workforce development, contracto 9. Assess & Improve Processes
Your local market assessment L] revealed the many types of contractors 10. Communicate Impacts L

6. Develop Evaluation Plans LLJ you can partner with, including home performance contractors, HVAC
Develop a workforce quality assurance ang contractors, insulation contractors, remadelers, and others. You also
7. Develop Resources 1) surveyed the range of local training and employment organizations that can help enhance the skills and qualifications of
. 1]

the local home performance workforce.
Develop workforce and contractor engagen|

3. Deliver Program LLJ This handbook provides information and tools to help you:

Implement contractor coordination and wol # Assess potential contractor partners

a A &I p e Develop strategies for contractor recruitment
. 556855 mprove Frocesses e Establish ongoing relationships with contractors

Monitor the effectiveness of workforce e L5, TMIUOVELE COTILTTOUDS TTIDTOVETTTET L, cU00TESS TOW DETTOTTTTET 5, 2110 oUgpt &5 TTEEUED.:

10, Communicate Impacts L]
Communicate program resufts to workforce stakeholders and contractor partners.
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Example #1: Step-by-Step (3 of 7)

Contractor Engagement & Workforce Development - Identify Partners

Where Am I? ¥  Unsubscribe "X| PDF version

.'; Print this page

Crescription Step-by-Step

Step-By-Step

Tips for Success

Examples Toolbox = Topical Resources

Partnerships can broaden the rea
your relationships with contractors
and establish effective partnershig
» Assess potential contractor p
+ Develop strategies for contra
v Establish ing relationshi
» Engage and re

¢ Ewaluate potential workforce

+ Establish partnership agreem

+ Develop strategies for contractor recruitment

Recruiting and sustaining contractor participation in programs generally reguires ongoing effort.
Effective contractor recruitment strategies:

s Are built upon good program designs that minimize administrative requirements, while still maintaining
quality standards

Establizsh a relationship between the program and the contractor
Focus on the benefitz of the program to the contractor and how they outweigh the costs of participation

Help the contractor advance to the next stage of participation in the program, such as completing
training/orientation or signing a participation agreement.

Your recruitment strategy should include identifying contractors, enticing them to participate, and
continually supporting their participation in your program. 4s discussed when you learned about
contractors in vour market UL, canvas existing energy programs as well as local home performance
contractors, HVAC contractors, and trade associations to identify contractors vou might encourage to
participate in your program. Consult online directories to find certified home performance professionals
in your community. For guidance and resources on reaching out to contractors, including online
contractor directories, see the market assessment handbook LL.
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Example #1: Tips for Success (4 of 7)

Contractor Engagement & Workforce Development — Identify Partners

Where Am I? Unsubscribe "1| PDF version @ Print this page

Description Step-by-Step Tips for Success Examples Toolbox Topical Resources

. Help contractors enter the home performance market by lowering barriers to entry and providing
TII]E for SUCEEEE training, networking, and mentoring opportunities

In recent years, hundreds of commy Entering a new market adds risk to contractors’ businesses. As several Better Buildings Meighborhood
the Better Buildings Neighborhood B Program partners focused on their efforts to attract contractors, they realized that it would be

The following tips present the top les valuable for them to help contractors enter the home performance market. Many programs took steps
to lower or eliminate unnecessary hurdles or barriers to contractors’ successful entry into the market.
These barriers included long delays to receive payment for the program, paperwork burdens that
were sometimes excessive enough to make contractors reluctant to participate, and program

¢ Design a program that prowi expectations that were unclear to contractors. Programs have also used equipment loan programs,
subsidized training, and other strateqgies to lower the upfront costs of entering the home performance

+ Establish collaborative part market.

To help contractors learn the trade and enter the home performance market, many programs have

HE'_P contractors enter the h offered training and mentoring. Taking steps to help contractors enter the home performance market
training, networking, and me¢ . . . .
can help you establish a trained workforce of high-guality contractors to support home performance
work.

s Favette County, Pennsylvania helped contractors enter the market M by providing grants and financing to
minimize startup costs, and by giving contractors the opportunity to provide Building Performance Institute
(BPI) certification to their technicians. The program partnered with a local private industry council to train
technicians to become BFI certified at no cost to students. The partnership program helped new home
performance professionals start new businesses, for example, by providing grants and low-interest loans to
purchaze computer software and professional equipment. Training and certification in the home performance
industry provides Fayette County residents with an opportunity for stable and well-paving careers.

s« New Hampshire's Beacon Communities Project sought to reinvigorate the local economy of Berlin, New
Hampshire, following the 2006 closure of a pulp mill. The program began working with local community
colleges to provide BFI-certified training to develop maore qualified home performance profeszionals. The
program supplemented the training with mentoring opportunities for students who completed classroom
trainings but needed more experience in the field before being hired by a contractor or starting their own
company. In the nearly three years since the program’s launch in September 2013, 42 students had been
trained through these classes and mentorships. These trained students helped the program offer quality
home performance upgrades to homeowners, and the mentorship is helping students become gualified home

30 performance profezsionals.
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Example #1: Examples (5 of 7)

Contractor Engagement & Workforce Development - Identify Partners
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Description Step-by-Step Tips for Success Examples Toolbox  Topical Resources

U.5. DEFARTMENT OF

ENERGY | .

-

Examples

The following resources are examples from individual residential e
program presentations and reports, and program materials. The U.
materials.

Case Studies

A Business Case for Home Performance Contracting & 99
Author: Facific Northwest National Laborato,
Publication Date: 2012

This report contains information on the
new home performance contractors; sta
industry; home performance business app
customers. It also contains detailed profile

et for home pe
needs and cos
hes; and how
eight success

Home Performance with ENERGY STAR ContractorNories @
Author: U.5. Department of Energy
These case studies highlight examples of participatimNgontra

ENERGY STAR to helo homeowners improve their home INGo

Laborworks@MNeighborworks of Western Wermont Focus Series
Author: U.5. Department of Energy

Publication Date: 2012

LaborWorks @ NeighborWorks is a nonprofit temporary labo
(INWWVT) to assist professional contractors involved with th
(HEAT). In the first of this Focus Series, DOE interviews Mel
o why NeighborWorks set up the temporary fabor pool, how
programs to consider.

S1

Better

BUILDING AMERICA ENERGY RENOVATIONS

A Business Case for Home
Performance Contracting

PREPARED BY

Pacific Northwest National Laboratory

October 2012
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Example #1: Toolbox (6 of 7)

Contractor Engagement & Workforce Development — Identify Partners

1 PDF version
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Description Step-by-Step Tips for Success Toolbox

Examples

Topical Resources

Toolbox efﬁciéncy

(MAINE

To be listed as a Registered Vendor on the Efficiency Maine website, please complete this form, sign it and submit it
with the appropriate documentation.

Residential Registered Vendor Agreement Form

The following resources are
Theze rezources include te
endorse these materials.

able to help design, implemn
tes and forms, as well as toog

Templates & Forms
P Section 1: Registered Vendor Information. Please enter information you would like to appear on the website.

Efficiency Maine Residential Registered Wendor Agreeme
Author: Efficiency Maine
Publication Date: 2014
A short, checkiist-style form that contractors complet
contractors to verify whether they meet basic progran
qualifications, and describe other information about th

Business Mame Phone Number

Street Address Fax Number

City, State, Zip Business Email

Contact Name

Website

Section 2: Basic Requirements. Please include the following documentation when submitting agreement form.

.'/ Required Documentation

Tools & Calculators

Green for All Energy Efficiency Toolkit

Author: Green For All
Publication Date: 2012

A
=

Code of Conduct: http://www efficiencymaine.com/docs/EMCode-of-Conduct.pdf

General Commercial or Professional Liability Insurance (Minimum coverage: $500,000)

Workers Compensation Insurance (Minimum coverage: $500,000)
Please Note: A Sole Proprietor without employees is not required to hove Workers Compensation coverage. Similarly, a Limited Liability

Corporation without employees is not required to have Workers Compensation coverage for the owners. If your business is exempt from this
requirement, please write “NA" in the checkbox to the left.

This practitioner-focused Toofkit for Residential Energy
assist new, established, and future energy efficiency [
promise of the green economy. It is intended as g pra

Section 3: Service Offerings and Qualifications. To have the following services reflected on the Efficiency
Maine Locator, please check the rows that apply and SUBMIT DOCUMENTATION OF APPLICABLE QUALIFICATION(S):

3 program manager can deploy to implement a variety|

Service Offering

Qualification(s)*

summary documents, RFPs, contracts, and other prog

Energy Advisor

Building Performance Institute [BPI) Building Analyst AND Maine Limited
Energy Auditor Technician (LEAT) license

nationwide have used to create their own efficiency pr

Air Sealing and Assessment

Building Performance Institute (BP|] Building Analyst AND Maine Limited
Energy Auditor Technician [LEAT] license

Insulation Insulation installation training
Environmental Protection Agency [EPA) Section 608 Refrigerant Handlin
32 Heat Pumps Certification AND installation training within the last two years by a
manufacturer of ENERGY STAR heat pumps
Gas Maine Fuel Board License (Master or Journeyman, Propane and Natural
Better Gas Technician)
Buildings ol Maine Fuel Board License (Master or Journeyman, Oil and Solid Fuel

U.S. DEPARTMENT OF ENERGY

Technician)




Example #1: Topical Resources (7 of 7)

Contractor Engagement & Workforce Development - Identify Partners
Where Am 17 ¥  Unsubscribe %] PDF version @ Print this page

Description Step-by-Step Tips for Success Examples Toolbox | Topical Resources

Topical Resources

The following rezources provide additional topical information related to thig
publications, and webcasts. Visit Examples LU for materials from and about Co nt ra Cto r O u t rea C

Topical Presentations

Contractor Qutreach: Design & Implementation for Residential Retrofit A
Author: Jared Asch; Efficiency First
Publication Date: 2011

This presentation describes strategies fo
incentives.

Design and Implementation of Residential Retrofit Programs

reach to energy contr.

The Contractor-Participation-Inducing Home Ferfo
Author: Mike Rogers; OmStout Consulting; LLC
Publication Date: 2012

Presentation summarizing the important elements needed to induce]
performance programs.

= EfficiencyFirst

Five Steps to a Profitable Contractor Base & 9
Author: Courtney Moriarta; SRA International; Inc.; Emily Lewving Werm

Building Performance Institute; Brad Geyer; Fayette County Better Buil /,-_ HOME
Department of Labor; Sam Flanery; Building Science Academy PERFORMANCE

Publication Date: 2012 BRESOURCE CENTER
Presentation on five steps to building 8 profitable contractor base, TH
administration, certification and credentialing, communicating with EDHtTaEt‘DI‘S contractor reqrurrements (business

vs, trade), and training and sales support.
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Example #2 (1 of 4)

Our program is starting soon, and we need to research what
the market for energy efficiency looks like in our community.
What should | do to understand the market?

34

Better
Buildings

U.S. DEPARTMENT OF ENERGY

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Solution Center Home The Better Buildings Residential Program Solution Center is a repository of examples,
About lessons, and resources for residential energy efficiency programs. It is intended to help
program administrators and their pariners plan, operate, and evaluate their programs.

Handbook Index
Energy Data Facts
Glossary

BROWSE BY:

Program Components

Program Design
Phases

Content Types

Better
B

uildings’

U DERARTIENT OF EciRdY

Access Program Component Handbooks

Market Position s
& Customer
Business Model Experience

Evaluation &
Data Collection

Contractor
Engagement &

Outreac| Workforce
Development

Strategy
Development

Planning Implementation Evaluation

My Favorites | Account | Log Out

|

MY FAVORITES

[2 Einance Favorites

f ftems

Marketing & Outreach Favorites
1items

o New Favorites Folder

=]

—~

RECENTLY UPDATED RESOURCES (=)

Program Design & Customer Experience — Deliver
Program {1]

Efficiency Maine Downloads and Forms Portal

New York State Enerqy Research and Development
Authority (NYSERDA) Home Performance with
ENERGY STAR Contractor Manual

EnergySmart Residential Survey (81 KB)

RePower Bainbridge Upgrade Survey (333 KB)

MOST POPULAR HANDBOOKS (¥

Market Position & Business Model — Overview 1]
Marketing & Ouireach — Overview L1]
Financing — Overview 1]

Program Design & Customer Experience —
Overview 1]

Market Position & Business Model — Assess the
Market L]

ACKNOWLEDGEMENTS ()

The U.S. Department of Energy thanks the
following individuals who conducted an expert
review of the Better Buildings Residential Program|
Solution Center handbooks:
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Example #2: Program Design Phase (2 of 4)

Strategy

Development Planning Implementation

« Develop Implementation
Plans
« Develop Evaluation Plans

'« Develop Resources
* Deliver Program

. Agsess& Improve

. Make Des:gn Decisions
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Example #2: Strategy Development (3 of 4)

Better Buildings Residential Program Solution Center

EERE » BTC » Better Buildings Neighborhood Program » Solution Center Home »

Solution Center Home EBENP Search CURRENT SEARCH

b About
Handbook Index Enter your kewords Search found 13 items
Energy Data Facts ['assess the market” ‘assess the marel
{-I Strategy Development
Glossary Search .
Clear All Filters
Search results -
BROWSE BY:
¥ Program Components Financing — Assess the Market (L] FILTER BY CONTENT TYPE: ;
+ Program Desian Determine how your target audience currently funds energy efficiency services, fo =
Phagses ! what extent upfront cost is a barrier, and whether improvements to their financing Handbook (13
options would increase the uptake of energy efficiency measures.
» Content Types
Better FILTER BY PROGRAM COMPONENT: (¥

- . » Marketing & Outreach — Assess the Market (1)
Bu lld |n95 Identify and prioritize potential target audiences based on their likely receptivity to
YOour prograt’s senices.

Iarket Position & Business hModel (4)

Program Design & Customer Experience {20

Marketing & Cutreach (3]

Financing {2}

ot —r T Winricf o
Contractor Engagement & Workforce Development — Assess the Market (L E“:‘ lm:n Er::.'f_“"”“‘ =oiizuz
Learn about the capabilities and services of exisling contractors and training
providers working in your market.

FILTER BY PROGRAM DESIGN PHASE: (v

Program Design & Customer Experience — Assess the Market (1)

(-} Strategy Development

Research and analyze the specific barriers, needs, and opportunities for a
residential energy efficiency program in your comimunity.

Market Position & Business Model — Assess the Market (L)
Survey existing and potential demand for energy efficiency products and senvices
based on an understanding of policies, housing and energy characleristics,

36 gmographics, related initiatives and other market actors.
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Example #2: Handbooks (4 of 4)

Market Position & Business Model — Assess the Market

Where Am I? w Subscribe T EDF version $ Print this page
Desc@l}bv-step Tips for Success = Examples  Toolbox TDDica@

Description . .
Market Position & Business Model

This handbook will help you assess what kind of energy efficiency activities and

actors (e.g., home performance contractors, HVAC contractors, remodelers, Stages:
retailers, utilities, lenders, and homeowners) currently exist in your community and 1. Overview (I
the level of interest in new energy efficiency efforts. Using this information, this B

; - N A 2. Assess the Market
handbook will ultimately help you understand the role your organization can play in 3. Set Goals & Objectives (I
- _ - . o3
f|II|nE cturrent or future demand for energy efficiency upgrades in your target 4. Identify Partners (L
market. 5. Make Design Decisions L)
You will first learn how to assess the nature of current and potential demand for 6. Develop Implementation Plans L4
energy efficiency products and services (e.g., home assessments, energy efficiency 7. Develop Evaluation Plans
uparades, loans or products to finance uparades, contractor training) in your 8. Develop Resources
community and what factors can influence this demand. You will then be provided 9. Deliver Program
with tools for determining how the market is already being served by other 10. Assess & Improve Processes

11. Communicate Impacts

organizations and where your organization could provide value in delivering energy
efficiency services. To round out your market assessment, you will learn how to
identify your organization’s strengths, capabilities, and constraints in providing
needed products and services. You will also learn how to use that information to determine the next steps for your
organization as you undertake a residential energy efficiency program.

A thorough market assessment—giving careful consideration to trends, opportunities, gaps, and barriers—will help you
determine if vou should enter the market and if so, how to develop a business model that vields economic, environmental, and
energy benefits for yvour community. If vour organization decides to enter the energy efficiency market or significantly change
its role in the market, you will want to undertake a more detailed market assessment to inform your program design and
strategy (see the handbooks below for more information).

Find related information across other program components:

e Program Design & Customer Experience — Assess the Market (L)
Research and analyze the specific barriers, needs, and opportunities for a residential energy efficiency program in your
community.

& Marketing & Qutreach — Assess the Market (L]
Identify and prioritize potential target audiences based on their receptivity to energy efficiency services.

s Financing - Assess the Market L1J
Determine how your target audience currently funds energy efficiency services, to what extent upfront cost is a barrier,
and whether improvements to their financing cptions would increase the uptake of energy efficiency measures.,

s Contractor Engagement & Workforce Development — Assess the Market ()
Learn about the capabilities and services of existing contractors and training providers working in your market,

37

Access Step-by-Step,
Tips, and resources

General description of
how to assess what kind
of energy efficiency
activities and actors exist
In your community

Access related

information across all
program components
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Example #3: Homepage (1 of 3)

How do | develop an RFP to procure the financing services that my

customers need?
Better Buildings Residential Program Solution Center |

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Solution Center Home The Better Buildings Residential Program Solution Center is a repository of lessons,

» About resources, and knowledge for residential energy efficiency programs. It is intended to help RECENTLY UPDATED RESOURCES ()
program administrators and their partners plan, implement_manage and evaluate their
rendhoak ndex programs. Financing — Overview
Eneray Data Facts Explore Program Components Where Am 17 -] PDF version (59 Print this page
Glossary Information in the Residential Program Solution Center is
BROWISE BY: functions typically overseen by a residential energy efficie o ) ) . .
termed “program components” throughout this tool. Selec Description Step-by-Step Tips for Success Examples Toolbox Topical Resources Quick Links

» Program Components

» Program Design
Phases

Step-By-Step

-

Content Types
The following steps list important activities for successful program administrators to take when implementing Financing
activities; however, no two programs are the same, and program administrators need to take into account the unique

PO aspects of their market to create the most effective approach possible. Select each step to access its handbook.
arket Position

‘ o
Bus|ne§s Model 1. Assess the Market LLJ
Determine how your target audience currently funds energy efficiency services, to what extent upfront cost is a barrier, and
whether improvements to their financing options would increase the uptake of energy efficiency measures.

2. Set Goals & Objectives LL]

. Identify Partners L]
Identify and partner with financial institutions that can provide capital, underwriting, and other functions to enable your
customers to access financing.
=
Determine if enhancements to existing financing products or the development of new products are necessary to alfow you to
achieve your goals and objectives.
5. Develop Implementation Plans LL]
Develop a plan to implement your financing activities, with defined roles for financial institution partners, contractors,
customers, and your program.
6. Develop Evaluation Plans L]
Establish an evaluation plan that will alfow you to determine how your financing activities are impacting the market.
7. Develop Resources
Develop the procurement, outreach, and loan support resources required to perform your financing activities.
8. Deliver Program L]
38 Launich your financing activities in coordination with other program components.
9. Assess & Improve Processes (1)
Focus on the continuous improvement of your financing activities by tracking and evaluating data, responding to feedback, and

Better modifying strategies when needed.
° ) ® N
Bl"ldlngs( 10. Communicate Impacts (L]

U.S. DEPARTMENT OF ENERGY

Communicate the resufts of your financing activities to internal and external partners.



Example #3: Handbook (2 of 3)

Key Items to Include in Solicitations for Lending Partners

Financing - ldentify Partners

Where Am I?

Key items to consider including in solicitations for lending partners are listed below. Do not
develop the items for your solicitation in a vacuum; consultations with at least a few potential
lenders will help you develop a solicitation that meets your program’s needs and one that
lenders understand and can respond to quickly with a proposal.

ips for Success Examples Toolbasx | You will want to include background information about your program as well as requests for
specific information from the lender. Make sure to define the prescribed format and content for
proposals in response to the solicitation, and the rules, processes, and schedule that will lead
to the selection of lenders.

Description Step-by-Step

Step-By-5te

Program background for you to include:

3
]
=
o
=
=
3
]
=
m
U
[y
o
3
23]
.y
o
o
=
=
=
-
o
c
=
i
3
oL
5
5
o
w
3
=

Program summary and goals

w
)
)
i
i3]
0
=

=
=)
w
3
o
n
=1
=
,_r
-
m
=
-
o
=3
m
M
3
i
=

s

-
c

=

10
=
a
o
M
o
m

Existing program partners and their roles over the full program development and implementation

rs Ccan occur ir-l para”el Wlth |'I'IE|k.i|'II'_'| ﬁl-lal-llzil-llfl dESiﬂl-l period, as well as the roles you anticipate for the lending partner

Available government funding and guidelines (if applicable)
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The target borrower market, the types of energy efficiency projects to be financed, and the economics

ablish relationships with lenders that will offer consumer f of the projects
5, consider the following steps:

Clean energy investment and lending volume targets

Items to ask lenders to respond to:

Propozed structure and terms of the energy efficiency loans, including eligible borrowers, eligible
IdEﬂtif‘l_.l" lenders projects, expected loan tenaors, underwriting guidelines, and proposed loan terms

Proposed structure of credit enhancements or revalving loan funds, including a risk-sharing formula

Engage lenders Sources of capital and ability to attract additional sources of funds

Financial stability of proposed lender and experience with residential energy efficiency loans

Onzlificatione of tha pronncad landar's prooram manaoger nerconna! nd cnnnoet ctaff

Determine the process for soliciting prq_ - _lote proposals

After you issue a solicitation for a lending partner, the next task is to evaluate the proposals and
select a lender. Best practice for evaluation of proposals is to develop a scoring sheet that provides
members of the evaluation team with a method to rank the qualifications of bidders objectively.

v Ewvaluate proposals

» Megotiate and exe the lending agre

In addition to your organization’s standard qualification criteria, you should carefully evaluate the
proposal for:

« Financial stability and experience of the responding lender

s Qualifications and adequacy of the proposed program manager and staff

» A detailed description of the functions that will be performed by the lender

» A detailed description of the process and why the process will be acceptable to contractors
» A detailed description of the IT and other systems that will suppart the process

39 s A description of the method of compensation

* Reporting capabilities

NENT OF
’Better s Quality cantrol and quality assurance related to loan administration.
@ Buildings’ miveRGY
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Example #3: Resources (3 of 3)

[INSERT GRANTEE LOGO|
Description Step-by-Step  Tips for Success Examples

Program Materials

[NOTE: Numbers and any fictional names are used for illustrative purposes]

Sample RFP: City of Independence, Missouri A3 (217 Ki

Author: City of Independence, Missouri REQUEST for PROPOSALS (RFP)
Publication Date: 2010 for Residential Energy Efficiency Loan Facilities:

A sample competitive procurement procedure to award Id L 1€ty

Sample RFP: Greensboro Energy Efficiency Loan Produ Propesal Due Date: September X, 2010 at XX:00 a.m.
Auth_nr: _Eletter Buildings of Greensboro, North Carolin Send Proposals to: City of [ I
Publication Date: 2011 Office of Sustainability

A sample REP from Greenshoro, North Carolina, for energ 789 Main St

[City], [State] 19890

If vou have questions about this RFP, please contact:

Description Step-by-Step Tips for Succeg Lead Contact for RFP Cary S. Ford, Projects Manager

Questions & Communications: 800-123-4567, CFordi@ City.gov

Templates & Forms
1. Request for Propesals (“RFP”)

Financing Program Goals and D n Template Present]
Author: U.S. Department of En
Publication Date: 2011

Template for program administra

Based on a grant from the [ ] State Energy Fund (“SEF”), the City of [ ] (the “City™)
is seeking a financial institution (FI) partner to participate in its city-wide energy efficiency
initiative (“Program™). We are requesting proposals from Fls to provide the following services:

filf out to help det|

« assist in final structuring of the energy efficiency loan program, in collaboration with the
City and its financial advisor, Energy Finance Corp. (“EFC™);

DOE Template Financial Institution RFE A (659 KB)
Author: U.S. Department of Energy
Publication Date: 2010

A template competitive procurement procedure to award | » manage a loan loss reserve fund (“LRF™), or other credit enhancement mechanism (see
Section 5), funding for which shall be provided by the City to enhance the credit structure
of the Loan portfolio;

s originate and provide energy efficiency (“EE") loans (“Loans™) to residential energy
users (and, possibly in the future, small commercial and non-profit energy users);

40 e provide related Loan administration services, e.g., billing and collections; and

B ett e.r s provide reports on the Loan portfolio and LRF.
Buildings’ ENERUOIT
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Example #4 (1 of 2)

| need to explore options for setting up a quality
assurance program. Where do you talk about that?

BEBNP Search

CURRENT SEARCH
mr keywords Search found 17 items
huality assurance quality assurance
sarch Clear All Filters
Search results i
, FILTER BY CONTENT TYPE: =
NYSERDA Quality Assurance Procedures [ (210 KB) -

Author: New York State Energy Research and Development Authority

Publication Date: 2012

This section of NYSERDA’s Home Performance Contractor Resource Guide
describes guality control procedures for initial review, field inspection, and
administrative review of projects. Supporting worksheets are avallable to assist with

Handbook (5)
Tips for Success (5) Use fllters tO

Program Materials (2 .
Publications (2} further I’eflne

. - Topical Presentations (2]
compliance and verification. —— resu ItS
Quality Assurance and Enduring High Quality Work /5 —~,

Author: U.S. Environmental Protection Agency e e e

Publication Date: 2011
Overview of quality assurance guidelines for Home Performance with ENERGY
STAR.

Program Design & Customer Experience (4)

Evaluation & Data Collection (3}

Financing {3

Contractor Engagement & Workforce Development
)}

Data Driven Quality Assurance & Quality Control |15

Author: Patrick Roche; Conservation Services Group

Publication Date: 2012

Presentation describing how Conservation Services Group uses data to monitor
market transformation and for internal QA/QC purposes.

FILTER BY PROGRAM DESIGN PHASE: :i:

Owernview (4)

sirategy Development (9]
Planning {7}

Job Quality. Equitable Access and Quality Assurance Standards in Leadin Implementation (2}
Residential Weatherization Programs ]
41 Author: Community Benefits Law Center
Publication Date: 2010

Summary of the standards that support job quality, equitable access and quality .

Be.tte.r assurance in several residential energy efficiency programs from different parts of the FILTER BY STATE OR TERRITORY: \Y e n
BUIldlngs@ country. ENERGY

U.S. DEPARTMENT OF ENERGY

Evaluation (6}




Example #4: Filter for Handbooks (2 of 2)

= BETTER
BBNP Search BUILDINGS Quality Assurance Best Practices

LS DEPARTHENT OF EMERGY

Enter your keywords
|C|L|a|i’f§f' assurance - Quality Assurance Best Practices: Home Performance with ENERGY STAR Programs
Search While the EPA’s Home Performance with ENERGY STAR is not the only whole house retrofit

program in operation, it offers a set of standard guidelines and best practices for Quality Assurance

Search results [QA) that should be utilized in starting any new or updating existing home retrofit programs.

Contractor Engagement & Workforce Development — Overview (L]

In order to sponsor a Home Performance with ENERGY STAR program, organizations must submit

Support and partner with the workforce who will deliver your progrant's energy an implementation plan which includes Quality Assurance protocols. In order to meet ENERGY
efficiency services by understanding their capacily, recruiting contractor partners, STAR requirements, (A plans must explain how the program will ensure participating contractors
enabling technical training and business development support, fostering clear will meet program standards. QA plans must explain:

conmmunication, and refining program processes over time, in partnership with . C 1 staff qualificati . intended to ensure that qualified

Your workforce. building scientists are assessing the home and are capable of protecting the brand promise

viimes G Y STAR. These capabilities include:
U.S. DEPARTMENT OF Energy Eﬁlclency &‘

DO E Te Ch n |Ca I ASS|Sta nce Prog ram ENERGY Contractor staff understand how to represent the program and their participation in

Renewable Energy \

\ ontractor staff understand the energy efficiency strategies applicable for
| esidential retrofits

e ""* ontractor staff can protect the health and safety of occupants when installing
nergy efficiency measures

ontractor companies have proper licenses, insurance, etc.

ontractor companies sign participation agreements that outline proper conduct
nd program requirements

g process that requires participating contractors to report jobs that are promoted
owners and performed under the HPwES logo.

tome = but not all - programs want to pre-approve jobs prior to commencement.
owever, this pre-approval tends to slow down jobs and can potentially reduce the
B udit-to-retrofit conversion rate.

ompliance with program requirements and industry standards (see below)

irt review process that ensures program compliance and provides for follow-up

| contractor when necessary

Epnrtlng of jobs (aka “file checks") serve multiple purposes:

Rebate processing (i.e, eligibility of installed measures)

= Sufficient data to have some reasonable assurance that measures will save
energy

Confirmation that health & safety measures were being followed

* Combustion safety - draft test, Combustion Appliance Zone [CAZ)

The Parier Banch installstion in Hawa) tests
- * Ventilation - ASHRAE compliance
Jim Grevatt » Lead safe practices

#  Other [moisture, ashestos, etc.)
Data that could be used to inform an on-site QA visit
Opportunity to mentor contractors

Vermont Energy Investment Corporation
DOE Technical Assistance Program

Team 4 - Program & Project Development &

October 26, 2010 :
Implementation

B ildings’ 1

U.S. DEPARTMENT OF ENERGY




Solution Center Home Page

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Center is a repository of examples,
ency programs. It is intended to help
lerate, and evaluate their programs.

dbooks

H an d b (0]0) k \ Solution Center Home
In d ex About

Handbook Index

Browse by Program
Components

Energy Data Facts

Glossary

BROWSE BY:

Program Components

Program Design
Phases

Market Position
Content Types &

Business Model

Program Design
& Customer
Experience

Evaluation &
Data Collection

Browse by
Design Phases

Contractor

Browse by
{eti Engagement &
Content Types G Workforce

Development

43

Strategy

Davalanret Planning Implementation Evaluation

Better
Buildings

U.S. DEPARTMENT OF ENERGY

My Favorites | Account Log Cut

SEARCH

Search

MY FAVORITES

[=3] Finance Favorites
6 items

[Z5] Marketing & Outreach Favorites
1items

o MNew Favorites Folder

My Favorites

RECENTLY UPDATED RESOURCES

Recent
Content

Program Design & Customer Experience — Deliver
Program (1)

Efficiency Maine Downleads and Forms Portal

New York State Energy Research and Development
Authority (NYSERDA) Home Performance with
EMERGY STAR Confractor Manual

EnergySmart Residential Survey (81 KB)
RePower Bainbridge Upgrade Survey {333 KB)

MOST POPULAR HANDBOOKS

Market Position & Business Model — Overview (1] PO p u I ar

Handbooks

Marketing & Oufreach — Overview (1]

Financing — Overview (1]

Program Design & Customer Experience —
Overview L)

Market Position & Business Model — Assess the
Market {_L)

ACKNOWLEDGEMENTS (v)

The U.S. Department of Energy thanks the
following individuals who conducted an expert
review of the Better Buildings Residential Program|
Solution Center handbooks:

5. DEPARTMENT OF

ENERGY




Ings Residential Program
Center

Steps
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Summer 2014: Peer Review & Beta Use

= Peer reviewers will comment on technical
validity, market relevance, and framing

= Beta User access:
= https://bbnp.pnnl.gov/
= Username: betauser
= Password: bbrpsc

= Create a user account to customize experience

= Get Involved!

= Signh up to become a beta user now or email:
BBRPSolutionCenter@erg.com

45
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https://bbnp.pnnl.gov/
mailto:BBRPSolutionCenter@erg.com

Account |

Better Buildings Residential Program Solution Center  — s x|

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

enter Home ildi tial Program Solution Center is a repository of examples,
ons, and resources for residential energy efficiency programs. It is intended to help MY FAVORITES

program administrators and their partners plan, operate, and evaluate their programs
Handbook Index

Access Program Component Handbooks
Energy Data Facts

Glossary

BROWSE BY:

Program Compenents

Program Design
Phases

Market Position Program Design
& Customer

Experience

Evaluation &

Content Types ¢
Data Collection

&
Business Model

Contractor
Marketing & Engagement &
Outreach Workforce
Development

Market {
ACKNOWLEDGEMENTS

The U.S. Department of Energy thanks the
following individuals conducted an
) review of the Better Buildings Residential Program)
Planning Solution Center handbooks

Strategy
Development

ccess the Solution Center

Access Information:
= https://bbnp.pnnl.gov/
= Username: betauser
= Password: bbrpsc

Email comments about the Solution Center to:
BBRPSolutionCenter@erg.com

ENERGY
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Handbook Index

Organized by
program
component and
design phase

= QOverview
Handbooks

= Stage
Handbooks

Program Design

Better
Build

U.S. DEPARTMENT OF ENERGY

ings’

4.

Program Compeonents

o

on

8.

. Assess the WMarket

Program Design

& Customer

. Assess the hMaret

Evaluation &

Data Collection

. Assess the harket

. Assess the WMaret

Contractor

Engagement &

Workforce
Development

. Aszess the Wardet

Impacts

Impacts

Impacts

Set Goals & 2 SetGosls & 2 SetGosls & 2. SstGeosls & 2 SestGeals &
Objedtives Objectives Objectives Objecdtives Objectives
. ldentify Partners 3. |dentify Partners 3. |dentify Partners 3. ldentify Partness 3. ldentify Partners
sk Design 4. Maks Design 4. Makes Design 4. Mlaks 4, hske Design
Decisions Cecisions Decisicns Decisions
D 5. Develop 1. Develop E. Develop E. Develop E. Dewvelop
Implementsticn Imglementation Evslusticn Imglementation Imglementation Implementation
Plans Plans Plans Plans Plans Plans
. Develop &. Develop &. Develop S, Develop 8. Develop
Evaluation Plans Evalustion Plans Evalustion Plans Evalustion Plans Evaluation Plans
. Develop 7. Develop T. 7. Develop 7. Develop
Besources Resources Resources Besources
8. Deliver Program 3. Conduct 8. Deliver Program 8. Deliver Program 8. Deliver Program
Evalusticn
Azszess & Improve | B Assess & Improve | 4. Communicate | 8. Assess & Improve 2. Assess & Improve 2. Assess & Improve
Processes Processes Impacts Processes Processes Processes
. Communicate 10. Communicate 10. Communicate 10. Communicate 10. Communicate

Impacts

Impacts




Energy Data Facts

« National Residential Energy Facts
« Consumer Home Energy Upgrade Facts
« Sources for More Residential Energy Data

Better Buildings Residential Program Solution Center |

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home » Energy Data Facts

Solution Center Home Energy Data Facts

r About
Handbook Index Following are data points and sources that programs and their partners frequently request from the U.S. Department of Energy when planning.
Energy Data Facts evaluating, or marketing their programs.
Glossary National Residential Energy Facts
BROVVSE BY: 1. What percentage of total U.S. energy consumption is made up of consumption from the residential sector?

¥ Program Components
» Households account for 21.4% of total energy consumption in the United States.

d E;Dgram Design Calculations based on data from: Annual Energy Outlook 2014 Early Release. Table 2: Energy Consumption by Sector and Source, U.S.
ases Department of Energy, 2014

v Content Types
2. What does the average 5. household spend per year on its energy bills?

* The average household spends 52,024 on residential energy annually, including heating. cooling. water heating, appliances, lighting, and
electronics.
Source: Residential Energy Consumption Survey 2009, Table CE1.1: Summary totals and intensities. U5 homes, U.5. Department of
Energy, 2012

Better U.S. DEPARTMENT OF

Buildings’ ENERGY



Glossary

Glossary

Note

The glossary is a work in progress. The terms and definitions listed are only a partial list. The glossary will ultimately include all key terms
and definitions used in the Better Buildings Residential Program Solution Center.

Accreditation — Confirmation that contractors meet third-party criteria for business practices and standards (e.g.. carrying insurance, .
employing certified workers).

« Assessment — A series of tests in a home or building that reveals opportunities for improved energy efficiency, such as poor insulation and air
leaks. Also known as “audit” or “evaluation.”

» Assessor — A person who performs a series of tests in a home or building that reveals opportunities for improved energy efficiency. Also known
as “energy professional,” “auditor,” or “home energy expert.”

» Business case — Demonstration of the value of energy efficiency programs in terms of costs and benefits, cost-effectiveness, or other
performance measures.

» Business model — The overarching administrative and financial model for energy efficiency programs and/or participating contractors.
s Certification — Verfication that workers meet third-party standards to perform work.

+ Co-branding — An arrangement that associates a single senice with more than one brand; in the context of energy efficiency programs, an
organization might promote the use of its brand by a partner or contractor in marketing materials.

+ Co-marketing — An arrangement in which programs and contractors or other partners jointly market the program, including using program-
generated materials to which partners can add their own brand or marketing information (e.g.. door hangers, yard signs).

+ Community outreach partner — Public, private, and/or nonprofit institutions that assist with raising customer awareness about program
senvices (e.g., community organizations, media outlets, social marketers, fuel dealers).

+ Contractor — A private company providing energy efficiency upgrade services to customers (e.g., remodelers, heating ventilation and air
conditioning [HVAC] contractors); often programs will have a list of approved, qualified, and/or enrolled contractors.

s Contractor qualifications — Certification, accreditation, training, and/ar other technical standards and skills established by energy efficiency
51 programs that contractors must meet in order to participate in the program.
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Content: Starting with Better

Buildings Neighborhood Program

Better
Buildings

Planning

Clarify What We
Need to Know

Solution Center
Step-by-step guidance
Options
Examples

Tools

Templates

Promising approaches,
lessons learned, best
practices

52

=
%What We Know Now
M Website

M Case Studies

M Program
Guides & Templates

41 Analysis &
=¥ Evaluation

We Know

= Quantitative
» Qualitative
* Formal Evaluations

Review & Revise What

)

% Data Collecti
‘}-‘;’; daia wollection

= Quantitative (reporting)

* Qualitative (account
management, peer
exchange calls, Google
Site forum, workshops)

Better
3 (] ®
Buildings
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Six Program Components

Al
"

il

53

Market Position & Business Model: Identifying
unmet needs in the marketplace that can be filled
through a well-designed organizational business model
that balances costs and revenues.

Program Design & Customer Experience: Designing
and implementing an integrated residential energy
upgrade program that provides a positive experience to
customers.

Evaluation & Data Collection: Devising and
Implementing plans for continuously and periodically
evaluating program efforts to identify successes and
areas of weakness that require attention.

Buildings’
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Program Components (cont.)

C A

$
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54

Marketing & Outreach: Inspiring homeowners to
action through effective marketing and other strategies
for driving consumer demand for home energy
upgrades.

Financing: Ensuring that consumers have access to
affordable financing that will enable them to pay for
energy upgrade activities.

Contractor Engagement & Workforce Development:
Recruiting, training, and working in partnership with the
energy efficiency contractors who will complete energy
upgrade work in customers’ homes.

Buildings’

EEEEEEEEEEEE



For Your Consideration...

= How would you use the tool?
= What do you find helpful about the tool?

= What do you find confusing about the navigation
or other features?

= What types of content should we add?
= What additional features would you like to see?

55
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Access Handbooks by Program

Component or Program Design Phase

W8 CEPARTMENT

Eneargy Effic

ENERGY | rer

Better Buildings Residential Program Solution Center

My Favorites | Account | Log Out

EERE » ETQ » Eetter Buildings Neiphborhood Program » Solution Center Home »

Solution Center Home The Better Buildings Residential Program Solution Center is a repository of lessons
v About resources, and knowledge for residential energy efficiency programs. It is intended to help

program administrators and their partners plan, implement. manage, and evaluate their

Handbook Index programs.

Energy Data Facts Explore Program Components

Glossary Infarmation in the Residential Program Sclution Center is organized around the primary
functions typically overseen by a residential energy efficiency program administrator,
termed g _ ~ guent below.

Program Components

Program Design
Phases

pov o

v Content Types

Access handbooks
through navigation
bar or central
graphics

Look Across Program Design Phases
If you are not interested in jumping info a specific program component, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.

MY FAVORITES

| Finance Favorites
& itemns
. Ouirescn Materials

4 items

Q v

RECENTLY UPDATED RESOURCES
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Strategy
Development

Planning Implementation Evaluation

FBetter
4@ Buildings’
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Access Handbooks by Program

Component

After selecting a Program Component,
the user is taken to the Program
Component’s Overview handbook

& & Customer
Business Model Experience

Evaluation &
Data Collection

Market Position & Business Model — Overview
Where Am I? =

72| PDF version (3 Print this page

Description Step-by-Step Tips for Success Examples Toolbox Topical Resources Quick Links

Description

A vibrant residential energy efficiency market provides the benefits of

reduced energy use, improved public health and safety, lower energy . Contractor
bills, job opportunities, and a better environment. The first step in Key Resources Marketing & Engagement &
entering this market is to define your organization’s niche in the market o _ Qutreach Workforce
for providing energy efficiency services, otherwise known as your market « Better Buildings Neighborhood Program Development

Business Models Guide [N is a resource for
those interested in entering, or expanding
their services in, the residential energy
efficiency market. The guide also aims to
enhance understanding of critical market
To position yourself appropriately in the market you will need to players as organizations identify partners
understand the energy efficiency value chain and what it looks like in for long-term growth.

yvour market. A value chain highlights all key participants and how they

interact to deliver value to customers. It includes the actors with whom

you may cooperate or compete in the marketplace, the products and

services these actors provide to customers, and the policies, incentives, and other factors that shape how actors operate in
the market. An example of a national view of the residential energy efficiency value chain is described in Assess the Market L)
and Section 1.3 of the Better Buildings Meighborhood Program Business Models Guide,

position. You can then use your established market position to create a
viable business model, the overarching administrative and financial
structure of the organization, before designing and implementing an
energy efficiency program.

To understand your market’s value chain and the potential for your position in it, you will need to assess the market L] to
understand:

e Market demand for energy efficiency products and services

e How the market is already being served by other organizations and programs

Existing gaps in the market that vour organization might fill

e Your organization’s strengths and capabilities to provide products and services in the market

» What public or private sector entities you want to partner with to complement your organization’s capabilities.

57
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Manage Your Subscriptions: Handbooks

& Resources

Select when to
receive emails:

*Daily
*Weekly

Select
individual

handbooks or
entire
program
components

58

View || Edit Subscriptiagg

Click “Subscriptions”
tab on the Account page

Handbooks & Resources || Content types

# Better
4@ Buildings’

U.S. DEPARTMENT OF ENERGY

Frequency of Notifications
Weekly

Select Handbooks Select Resources by Program Component

Subscribe to All
Market Position & Business Model
- Dwverview
-- Assess the Market
-- Set Goals & Objectives
- |dentify Partners
-- Make Design Decisions
- Develop Implementation Plans
-- Develop Evaluation Plans
-- Develop Resources
- Assess & Improve Processes
-- Communicate Impacts
Program Design & Customer Experience
- Overview
-- Assess the Market
-- Set Goals & Objectives
- |dentify Partners
-- Make Design Decisions
- Develop Implementation Plans
-- Develop Evaluation Plans
-- Develop Resources
- Deliver Program
- Assess & Improve Processes
-- Communicate Impacts

Contractor Engagement & Workforce Development

Subscribe to All
Market Position & Business Model
Program Design & Customer Experience
Contractor Engagement & Workforce Development
Marketing & Outreach
Financing

#| Evaluation & Data Collection

Select Resources by Program Design Phase

Subscribe to All
Overview
Strategy Development
Planning
Implementation

Evaluation

[Save

Select resources
by program

component

Select resources

by design phase

U.5. DEPARTMENT OF

ENERGY



Manage Your Subscriptions: Content Types

View | Edit | Subscriptions
Handbooks & Resources || Content types

Frequency of Notifications
As soon as possible ¥

| Case Studies

| Topical Presentations

| Program Materials

| Publications

| Program Presentations & Reports
| Templates & Forms

| Tools & Calculators

Click to
subscribe by
content type

Subscribe to All

Subscribe to

all content by
type

| Webcast
|Save
59
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Future Feature: Customized Content

Building America Solution Center

EERE » BTO » Building America » Solution Center » Guides

Solution Center Home
Help

FIND YOUR TOPIC BY:

Building Components
Guides A-Z
ENERGY STAR

FIND RESOURCES:

References and Resources
CAD Files

Image Gallery

Case 5tudies

FIND PUBLICATIONS:

Building Science Publications

Heavy Membranes at Valley and Roof Deck Penetrations

1| PDE version

[E) Belonas to 0 Fisld Kits (5@ Print this page

Feedback

This measure may not be appropriate for your climate. See the climate tab for more information.

More Info.

CAD

Description Ensuring Success Climate Training Compliance

Scope

Scope

Water Managed Roof Assembly

Self-sealing bituminous membrane or equivalent at all
valleys and roof deck penstrations.

A Install a self-sealing bituminous membrane or
equivalent at all valleys and roof deck penetrations
priarto rocfing felt.

ENERGY STAR HNotes:

Mot required in dry climates as shown in 2009 IECC Figure
301.1 and Table 301.1.
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Content is specific to
you based on
information you

provided
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Peer Review

= Scheduled for summer 2014

= Comments/suggestions/recommendations will:
= Examine technical validity and replicability
= Evaluate market and strategic benefit
= Enable us to reframe information
= Help determine what to fix and how
= Find information gaps
= Determine additional resources

= Get Iinvolved!

= Signh up to become a peer reviewer now or send an email
to: BBRPSolutionCenter@erg.com
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About (If You Want a Refresher) (1 of 2)

Abﬂut * Content

The content in the Residential Program Solution Center reflects the expertise and experience of the U.S.
Department of Energy’s Better Buildings Residential program staff and consultants, Better Buildings Neighborhood
Program grant recipients and partners, Home Performance with ENERGY STAR Sponsors, DOE's Office of Energy
Efficiency & Renewable Energy (EERE] Technical Assistance Program, and existing program guidance published by
a wvariety of organizations working to improve energy efficiency in residential buildings across the country. All
experience of these content is based on gualitative and quantitative evidence of lessons learned and best practices from energy

| energy efficiency g efficiency programs. Third party experts will be reviewing the content and linked materials within this beta version
of the Solution Center. Visitors to the Solution Center are invited to submit additional content or materials for

possible inclusion by emailing: BERPSolutionCenter@erg.com =4,

In recent years, hun
programs such agfthe Better Buildings

The Better Buijhgs Residential Progr
collected from
evaluate resid

r Content

program achievements as well as opportunities for making program improvemesnts.

+ Marketing & Outreach - Spur consumer demand for your program's services by understanding vour target
audience and motivating them to act using effective messaging, marketing and outreach tactics, and attractive
program offers.

+ Financing - Ensure that your program’s customers will have access to affordable financing, so they can pay for the

¥ Organization

+ Acknowledgments

* Acknowledgments

Note The U.S5. Department of Energy thanks the following individuals who conducted an expert review of the Better

: : Buildings Residential Program Solution Center handbooks:
This version of the

not include all coi « Lauren Boitel, EnergyFit Nevada

content, and provi + Kyle Diesner, City of Portland Bureau of Planning and Sustainability

« David Haeqg, Elevate Energy

« Laura Parsons, California Center for Sustainable Energy

« Kristin Riott, Bridging The Gap

« Erick Shambarger, Milwaukee Office of Environmental Sustainability & Me2 program
+ Suzanne Shelton, Shelton Group

The Residential P
back often as we
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How to Use This Tool (2 of 2)

How to Use This Tool

The Better Buildings Residential Program Solution Center was designe
collected from the experience of these efforts. It is intended to hel
evaluate residential energy efficiency programs.

a repository for key lessons, resources, and knowledge
rs and their partners plan, implement, manage, and

~ What You Will Find

The Better Buildings Residential Program Solution Center presents information in a series of handbooks organized
around the primary functions typically overseen by a residential energy efficiency program administrator, termed
“program components” in this tool:

+ What You Will Find

Market Position & Business Model - Identify your organization's preferred market position by assessing existing
market actors, gaps, competitors, and potential partners. Develop a business model that will allow yvou to deliver
energy efficiency services.

Program Design & Customer Experience - Design a residential energy efficiency program that integrates
marketing and outreach, contractor coordination, incentives, financing, and program evaluation to provide
customers with the products and services they want through a customer-centric process.

Evaluation & Data Collection -
Develop evidence-based insights into your program’s performance through third-party process and impact
evaluations. Learn how to develop effective data collection strategies and timely evaluations to identify important
program achievements as well as opportunities for making program improvements.

Marketing & Outreach - Spur consumer demand for your program's services by understanding your target
audience and motivating them to act using effective messaging, marketing and outreach tactics, and attractive
program offers.

Financing - Ensure that your program’s customers will have access to affordable financing, so they can pay for the
services you offer.

Contractor Engagement & Workforce Development - Support and partner with the workforce who will deliver your
program’s energy efficiency services by understanding their capacity, recruiting contractor partners, enabling
technical training and business development support, fostering clear communication, and refining program
processes over time, in partnership with your workforce.

b Find What You Need

+ Register to Customize Your Solution Center Content

Description Step-by-Step  Tips for Success Examples = Toaolbox Taopical Resources Quick Links

Description Provides information about why the handbook is important and describes what
someone will learn by working through it.
Step-by-Step Provides detailed what and how information related to the handbook topicthat

program administrators need to be successful (e.g., key steps; relevant lessons, tips,
and best practices; program design options).

Tips for Success Provides lessons learned related to the handbook topic based on gualitative multi-
source evidence that can help program administrators be successful.
Examples Provides access tocase studies, program presentations and reports, and program
materials specific to individual residential energy efficiency upgrade programs.
63 Toolbox Provides access totemplates, forms, tools, and calculators thatcan be used to help

design, implement, and evaluateactivities related to the handbook topic.
Topical Resources | Provides access to presentations, publications, and webcasts related to the handbook

B tt that are topical in nature, rather than program-specific.
! e er Quick Links Provides links to resources and materials in the Solution Center related to the key

‘ BUI IngS topics listed.
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Solution Center Home Page

5.8, CEPARTHENT OF

Energy Effici
Renewable En

Better Buildings Residential Program Solution Center

My Favorites | Account | Log Out

.

Handbook

Index
S— ™

Solution Center Home

b About

Handbook Index

Energy Data Facts

Energy
Data Facts

Glossary
BROWSE BY:
v Program Components

v Program Design
Phases

v Content Types

Browse by
Content Types

Browse by
Design Phases

64
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EERE » ETO » Better Buildings Meighi|

Browse by Program
Components

of lessons,
: intended to help
evaluate their

The Bef
resourcy

Evaluation
Data Colle

Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.

MY FAVORITES

__| Finance Favorites

8 items
M

My Favorites

Oudreach Mater

4 items

4]

RECENTLY UPDATED RESOURCES

Recent
Content

Popular
Handbooks
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Strategy
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Solution Center Home Page

5.8, CEPARTHENT OF Energy Effici

ENER Y Renewable En

Better Buildings Residential Program Solution Center

My Favorites | Account | Log Out

Hand book EERE » ETO » Better Buildings Neighi|
I n d eX Solution Center Home The Bet|

+ About resourcy

Browse by Program
Components

of lessons,
: intended to help
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y Glossary > & Residential Program Solution Center is organized around the primary
Dat a FaC t S BROWSE BY- ons typically overseen by a residential energy efficiency program administrator,

v Program Components
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v Content Types

Evaluation
Data Colle

Browse by
Content Types

Browse by
Design Phases

Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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All Content

Filter All Content by
content type or other
filters

ltems per page

far the Southwest )\_1
Author: Southwest Energy Efficiency Project

Publication Date: 2012

This repont explores the best practices that utilities showld undertalie in the development
and Implementation of enerqy efficiency programs. The report calcwlates the Impact that

investing in enerqy efficiency will have on jobs, household income, and state and regional
econories, along with the other public health benefits such as reducing poiiution.

10 Mew Year's Resolutions to Keep the Custamers Caming

Author: Home Energy Magazine

Publication Date: 2013

This article provides 10 tps home energy contractors can wse to update their marketing
outreach and improve thelr customer sendce.

20-Unit Windharn Apartrment Building Gains Energy Savings and Comfort

Author: Efficiency Maine

Publication Date: 2013

This case study highiights a 20-unit apartment building that gained energy savings and
comfort through Efficiency Maine.

A Business Case for Home Peformance Contracting 4

Author: Pacific Morthwest Mational Laboratary

Publication Date: 2012

This raport contains information on the market for hame perfarmance upgrades and the
opportunities that exdst for new home pedormance contractors, start-up needs and costs
for firma entering the home performance contracting industny home perdformance
business approaches; and how established home perdformance contractors attract
customers. It also contains detatled profiles of eight successful home performance firms
across the United States,

CURRENT SEARCH

Search found 605 items

Clear All Filters

FILTER BY CONTENT TYPE:

Publications (1081
Program Presentstions & Reports (1017
Program Materials (567

Caze Studies (53]

Wehcast (55

Tips for Success (53]

Topical Presentations (42]

Templates & Forms (391

Handkbook (527

Tools & Calculatars (27

s

FILTER BY PROGRAM COMPONENT:  (¥)

tarket Position & Business Model (64
Program Design & Customer Experience (1287
Evaluation & Data Collection (1117

farketing & Cutreach (1967
148

Contractor Engagement & \Workforce Development
(103)

Financin

FILTER BY PROGRAM DESIGN PHASE: (¥)

Crverviewy (567

Stratecy Developmert (3087
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Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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Look Across Program Design Phases Better

If you are not interested in jumping into a specific program compenent, you can explore

the same information by choosing one of the four major phases in a program’s lifecycle. B u I Id I n gs

Each “design phase” includes handbooks from the six program components to help you e
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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Handbooks — Create a PDF

Program Design & Customer Experience — Make Design Decisions
Where Am I? ¥  Unsubscribe

@ Print this page

m Program Design &amp; Customer Experience — Make Design Decisions.pdf - Adobe Reader

File Edit View Window Help
@@@@@@| f24|i: ||E? ToolséSign

https://bbnp.pnnl.govhandbooks/program-design-customer-experience-%E2%80%93-make-design-decisions

T

Program Design & Customer

- . Experience
Program Design & Customer Experience — Make
Design Decisions Stages:
Descri pt ion Program Design & Customer Experience Overview Lu
Successful energy efficiency programs address the specific needs, Stages: 1. Assess the Market Ll..J
opporltﬂn:tles and ;:el’gllenges'hof mei',:;toc:_acl:kmaﬂ(ets_ Pélogams “f:-itﬁre overvion 2. Set Goals & Objectives Ll
most likely to succeed aren't those that pick program elements a e e |
menu of options. Instead, you should develop a coordinated strategy 1. Assess the Market 3. Identify PE!I‘tI'IEI 3 *-‘u
of related elements that are designed to overcome multiple market 2. Set Goals & Objectives 4. Make Design Decisions
l}i’ﬂfﬁfﬁé‘;&“jﬂ;“;&?ﬁ:;gﬂi‘;’gﬁg{g‘gﬁﬂ:ggg&lﬁfﬁgﬁ“ 3. Identify Partners 5. Develop Implementation Plans ()
your design should be based on: ) 4. Make Design Decisions 6. Develop Evaluation Plans L
« Your market assessment which identified needs and runities 5. Develop Implementation Plans 7. DEVE'DD Resources
in the market. Your program will be designed to seize these 6. Develop Evaluation Plans 8. Assess & Improve Processes
fggﬁtﬂm;ﬁﬁg&m the bamiers to adopling energy efficiency 7. Develop Resources 9. Communicate Impacts
. L R 8. Deliver Program
« Your program goals and objectives, which define what your
9. Assess & Improve Processes

program seeks to achieve.

« Your partners who will help you deliver the program, with particular
understanding of local contractors and their capacity and, in many
cases, local utilities.

If your organization has a detailed business plan for providing energy
efficiency services, it will be a key guide for program design. If your
organization does not have a business plan, you will make many of
these types of planning decisions as you develop your program design.
A business plan typically describes your organization’s:

Market position in relation to other organizations' energy efficiency
services and your organization's strengths and capabilities

* Services your organization will provide directly or through partners

Target markets and how your organization will reach them

Assets and infrastructure needed by your organization in order for it
to play your desired role in the market

Financial model, including your organization's funding and revenue
strategy and a realistic assessment of the costs and effort needed to
participate in the market

-
[=]

. Communicate Impacts

flities.

cy services, it will be a key guide for
<e many of these types of planning
25 your organization’s:

« Governance structure, descnbing who will manage vanous aspects
of your organization and make decisions about program design and
implementation.

"Nl 5. OEPARTMENT OF ENERGY

U.5. DEPARTMENT OF

ENERGY



Handbooks — Print this page

Where Am I?

Program Design & Customer Experience — Make Design Decisions

¥ Unsubscribe

™| FDF wversion

Descripi

Des

Succe
oppor
likely
option
eleme
the g
your g
on:

® O
m4
v

s Y0
5&

s Y0
LN

If you

progra
decisi

73

Better
Buildings

U.S. DEPARTMENT OF ENERGY

Pragom Dusign & Coslersn Esparbarnn — bbb Durign D i s

Program Design & Customer Experience — Make
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DEscrRIPTION

Successfil energy eficiency progams addmess the spediic needs,
opportunities, and challenges of their local markets. Frograms that
ane mcest liosly 1o succesd anen't those hat pick program elements
#rom a menu of opSons . instead, you should deselop 2 ooordina ted
simegy of relaied slements. that ane designed 1o owercom e muliple
markeat bariers o ensure the greaiest it of your program o your local
oonfed. To make sure that your progmam s tilored 1o your specific
markest, your design should be based on:

« ‘Your market assessment, which identified needs and opporturifes
in e market. Your program will be designed 1o seine hese
opportuniies and owsrcome the bamiers o adoping energy

efficency that you ‘ve: identifed.

= “four
program seeks o achiess.

which dedine what your

* “four pariners who wil help you delser e program, with partioular
understanding of local contraciors and their capacity and, in many
cases, local utilises .

i your organization has a detaied business plan for providing enengy

afficiency senices, it will be: a key guide for program design. If your

anganizaf®on does nathave a business plan, you will make many of

these types of planning dedisions as you develop your program

design. Abusiness plan typically desaribes your organization’s:

= Abwket positian in relation o other organizations’ energy efficency
services and your anganimton’s simengths and capabilises

+  Sarvices your organization will proide direcly or Sinowgh pariners

= Targaf markeds and how your organization will reach them

= Ancets and ini ded by your org
o plary your desied role in She market

= Finanrcal model, mduding your organization’s funding and revwe nue
simiegy and a realistic assessment of the costs and efiort meeded
o participaie in the marke?

jan in order for it

+ Govemance siuciune, des aibing who will manage wanous aspecs
af your organization and make decisions about program design and
implementatsan.

Informason in youwr busimess plan about your organizion’s senrdoes,
tanget markeis, revenus, and costs provides @ good foundasion for
program design. The program design prooes s will help pou
specifically define $he markets, products, and senices on which your
arganizion’s nesidental enengy efidency progam wil foous. Your
business plan wil also help you be nealisSc about your onganimion's
bud get for the program as you decide on your program's. s cope and
afferings.
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Access Handbooks by Program Design

Phase

Select a design phase to see all associated handbooks across program components.

Strategy Implementation Evaluation
Development

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Solution Center Home Handbooks
» About

Handbook Index Contractor Engagement & Workforce Development — Deliver Program L) Search found 8 items
inati i ining i i : [mplementation :
Eneray Data Facts Implement confractor coordination and workforce recruitment and training in concert with

other program components

CURRENT SEARCH

Clear All Filters

Glossary

BROWSE BY: Contractor Engagement & Workforce Development — Develop Resources L] FILTER BY PROGRAM COMPONENT:  (¥)
+ Program Components  Develop workforce and contractor engagement procedures, forms, and matenals =
* Program Design Market Position & Business Model (1)

Phases Evaluation & Data Collection (2}

Evaluation & Data Collection — Conduct Evaluation L)
Manage third-party impact and process evaluation activities by coordinating with

Marketing & Out h (2}
Strateqy Development Arketin utreach (2

) : ! - Financing (1}
Planning evaluators, iransferring dafa, and overseeing evaluation deliverables. Contractor Engagement 8 Workforce Development
@
Implementation
. Evaluation & Data Collection — Develop Resources L]
Evaluation . - i
Conduct and manage evaluation and data collection activifies .
» Content Types FILTER BY PROGRAM DESIGN PHASE: (v)
74 Einancing — Deliver Program L] {=} Implementation
Launch your financing activities in coordination with other program components.
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Handbooks — Step-by-Step

Step-by-Step: Detailed what and how information

Market Position & Business Model — Overview

Where Am 17 ! Subscribe -'_ PDF version __'”:i Print this page

Description Step-by-Step Tips for Success Examples Toolbox Topical Resources Quick Links

Step-By-Step

The following steps list important activities for successful program administrators to take when implementing Market Position &
Business Model activities; however, no two programs are the same, and program administrators need to take into account the
unigque aspects of their market to create the most effective approach possible. Select each step to access the handbook.

e Assess the Market L)
Assess current market offerings, new opportunities for energy efficiency services, and organizational role and capacity.

+ Set Goals & Objectives L]
Establish or update organizational mission, vision, and goals related to energy efficiency.

o Identify Partners LL]
Engage stakeholders in business mode! design and establish targets for strategic partnerships,

+ Make Design Decisions L]
Establish governance and decision processes; develop value proposition and business model for energy efficiency services.

+ Develop Implementation Plans L]
Develop or revise business, financial, and staffing plans.

+ Develop Evaluation Plans
Develop continuous improvement strategies and procedures.

+» Develop Resources
Develop management and operational systems.

o Assess & Improve Processes
Examine procedures for operating the organization and refine as needed.

« Communicate Impacts
Publicize benefits and lessons learned resulting from organizational cperations.
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My Favorites — Adding Resources

Description Step-by-Step  Tips for Success Examples Toolbox ~ Topical Resources

Examples _
) o ) ) o Add or remowve this tem in your favorites folders.
The following resources are examples from individual residential energy efficiency programs,

program presentations and reports, and program materials. The U.S. Department of Energy ¢ & f“:tﬂ"'“ Favorites
o Iems

Other Favorites
Case Studies 1 items

Spotlight on Austin, Texas: Best Offer Ever Produces Uparades in Record Time M5 (555 kB) @

Author: U.S. Department of Energy

Publication Date: 2011

This case study provides examples of lessons learned through the implementation and monitoring of Austin Energy’s Best Offer
Ever promotion. The promaotional offer generated a record number of home upgrades in just six months. Due to theughtful
planning, Austin Energy and its contractors were able to keep up with this temporary surge in requests for energy evaluations,
inspections, improvements, and fean origination, while learning valuable lessons along the way.

Austin's Home Performance with ENERGY STAR Program: Making a Compelling Offer to a Financial Institution Partner A
(369 KB)

v

Author: Lawrence Berkeley National Laboratory

Publication Date: 2011

This paficy brief describes how Austin Energy’s Home Performance with ENERGY STAR program worked with its lending partner,
Velocity Credit, to originate almaost 1,800 loans, totaling approximately $12.5 miffion.

Program Design Case Study: Boulder, Colorado M (247 kg) '@

Author: Home Performance Resource Center

Publication Date: 2010

This case study focuses on two components of the ClimateSmart initiative in Boulder, Colorado: the ClimateSmart Loan Program
(CSLP) and the ClimateSmart Residential Energy Acticn Program (REAP). Includes best practices recommendations for the design
and implementation of successful home energy upgrade programs, focusing on financing and incentives, marketing, workforce
development, and business models,

B

Better U.S. DEPARTMENT OF

Buildings’ ENERGY

U.S. DEPARTMENT OF ENERGY



Manage My Favorites

SPcount | Log Out

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Sclution Center Home » Fawvorites

Solution Center Home Finance Favorites
About

MY FAVORITES

Handbook Index Handbooks Finance Favorites

Energy Data Facts Financing

Glossary Deliver Program (L) 04/04/2014 @ 1o Faoris rolcer
BROWSE BY: Launch your financing activities in coordination with other program components. - “
Program Components A” Of your My

" i i = 7
Program Design De\-ellnn I|'|'|n|IE|'nen:tat|||:|n Plans ,_uEifEli{EEl‘I-i o o - FaVO I‘IteS
Phases Develop a plan to implement your financing activities, with defined roles for
financial institution partners, contractors, customers, and your prograim. fO | d ers are
Content Types

Overview (L) 04/04/2014 shown here
Ensure that your program’s customers will have access fo affordabile financing, so
they can pay for the services you offer.

Resources
Webcast
_ _ _ , , The largest folder
Finance Planning 04/04/2014 Presentation M, Media "&s Transcript 24 A
Author: U.S. Department of Energy OpenS N the center
Publication Date: 2010

Thizs webcast discussed the broad spectrum of needs financing mechanisms must Of th e p ag e
address within infegrated energy efficiency programs.

Case Studies

Austin’s Home Performance with ENERGY STAR Program: Making a Compelling

Offer to a Financial Institution Partner 25 04/04/2014

Author: Lawrence Berkeley Mational Laboratory

Publication Date: 2011

This policy brief describes how Austin Energy’s Home Performance with ENERGY
TAR program worked with its lending partner, Velocity Credit, to originate alimost

1,800 loans, tofaling approximately §12.5 million.
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v About
Handbook Index
Energy Data Facts

Energy
Data Facts

Glossary

BROWSE BY:

+ Program Compaonents

v Program Design
Phases

v Content Types

Evaluation
Data Colle

Browse by
Content Types

Browse by
Design Phases

Look Across Program Design Phases

If you are not interested in jumping into a specific program compenent, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle.
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.
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4 items
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Search Content

loru:ugrarn funding SEARCH

BBNP Search

« Based on keywords,
SeaTe o 2 eme titles, and filter meta

Clear All Filters

Search
S:I;Crch results d a.ta.

FILTER BY CONTENT TYPE: (v

Enter your keywords
|pr0gram funding

Think broadly about potential funding sources and program administration partners

Handhbook (57
Clean Energy Program Funding: EPA Local Climate and Webcast Series Program Presertations & Reports (2) g I zes u ItS I n CI u d e

Presentation Publications (2]

Three-part wehinar series. Part | discusses how to design and implement funding Webeast (2] k I I
programs, line up partners, and gain support for clean energy programs through s (f Feess il H an OO S an a
both conwentional and non-conventional methods. Part || discusses how to locate
available sources of funding. Part Il explaing how to leverage existing funds and

make clean energy investments more affordable for clean energy program . Oth er CO nte nt types

audiences. FILTER BY PROGRAM COMPONENT: (¥}
harket Position & Business Maodel (71 . .
Expanding Marth Caraling Energy Efficiency and Renewable Lending Programs: Program Design & Customer Experisnce (21 ([ ] l |Se fl Ite rS tO refl n e
Market Snapshot 4 Financing (4
This market assessment evaluates lending options for funding energy efficiency It
upgrades in Morth Carolina. reS u S

FILTER BY PROGRAM DESIGN PHASE: (v)

What's YWorking in Residential Energy Efficiency Upgrade Programs: Greater

Cincinnati Energy Alliance 4 Cverview (2)
Stratedy Development ()
Fresentation on the organization, funding structure, and market focus of the Planninc (6
Greater Cincinnati Energy Alliance. Implemertation (41
Evaluation (17
Part I: Getting Started: Answering Big Picture Funding Guestions
Presentation 1, Presentation 2, Presentation 3, Presentation 4, Transcript 14 .
This webcast (Part | of a three-part series) covers the big picture questions that FILTER BY STATE OR TERRITORY: )
local governments should consider for funding clean energy programs. What
resources are available? What are the program priorities? How can these programs Harth Caralire (1)
pay for themselves? What funding is available? Mot Assigned (1]
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FILTER BY CONTENT TYPE:

Filters Available

Program Presentations & Reports {107}
Program hMaterials (94)
Case Studies (88)

All Content Types can be browsed e

or searched

FILTER BY PROGRAM COMPONENT: (&)

Search filters include:
« Content Type FILTER BY PROGRAM DESIGH PHASE: _ (@
 Program Component
 Program Design Phase
o State or Territory

e Customer Income Y
* Neighborhood Type e

»

FILTER BY STATE OR TERRITORY:

O]

FILTER BY CUSTOMER INCOME:

e BUIIdIng SeCtor FILTER BY NEIGHBORHOOD TYPE:
Coming Soon: E—

e Program Name

FILTER BY BUILDING SECTOR:

81 Single Family {103}
Multifamily {88}
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Register to Customize Content

* Registered users can:

= Subscribe to emalll
updates about Solution
Center content.
= Look for “Subscriptions”
tab in your user account.
= Save materials in
customizable “My
Favorites” folders.

» Look for “My Favorites”
icon. @
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Click
“Register” to

Better Buildings Residential S gStoI{cRVIe]U]§

EERE » BTQ » Better Buildings Neighborhood Program » Solutf

Solution Center Home
About

Handbook Index
Glossary

BROWSE BY:

Program Components

Program Design
Phases

Content Types

user account

Login | Register

I ———

The Better Buildings Residentig)

resources, and knowledge for réSIOENUEL BBy SICIENCY prugratis. 101s niteioed to help

program administrators and their partners plan, implement, manage, and evaluate their
programs

Explore Program Components

Infarmation in the Residential Program Solution Center is organized around the primary
functions typically overseen by a residential energy efficiency program administrator,
termed “program components” throughout this tool. Select a program compaonent below

Evaluation &
Data Collection

Market Position Program Design
& Customer

8
Business Model Experience

Contractor
Engagement &
Workforce
Development

Qutreach

Look Across Program Design Phases

If you are not interested in jumping into a specific program component, you can explore
the same information by choosing one of the four major phases in a program’s lifecycle
Each “design phase” includes handbooks from the six program components to help you
and your partners strategize, plan, implement, and evaluate your program. Select a
program design phase below.

RECENTLY UPDATED RESOURCES I

Financing — Assess & Improve Processes L)

Program Desian & Customer Experience — Make
Design Decisions (4

Financing — Deliver Program (4

Contractor Engagement & Workforce
Development— Develop Evaluation Plans (4

Part lll: Keeping it Going: Financing Options for
your Clean Energy Programs

MOST POPULAR HANDBOOKS (*)

Marketing & Outreach — Ovenview (L]

Market Position & Business Model — Overview (1)

Financing — Overview (L)

Program Design & Customer Experience —
Overview L1

Market Position & Business Model
Market L&)

\ssess the
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@ Buildings’

U.S. DEPARTMENT OF ENERGY

U.5. DEPARTMENT OF

ENERGY



Subscribe to Emall Updates

Look for the “Subscribe” link at the top of each handbook.

Evaluation & Data Collection — Overview

Where Am I7? £ T PDF version ' Print this page

Description Step-by-Step  Tips for Success Examples  Toolbox Topical Resources Quick Links

Description

As the manager of an energy efficiency program, yvou need to be asking
guestions about the performance of your program. How well is the

program accomplishing its objectives? How effective are the marketing Key Resources

campaigns? How satisfied are participants with the available incentives, o

including any financing offered? Just how much of a difference are we » Energy _Eff":'e'f“:‘*' Proqram Impact _

making in the local home improvement market? Is the program cost- Evaluation Guide /5 provides an overview

effective? How can we improve program performance? Questions like these of the basic objectives, structure, and

—about performance and outcomes—ultimately involve evaluation of the approaches that can be used to plan and

effects of a program. conduct impact evaluations of efficiency
programs.

There are three common types of energy efficiency program evaluations:;
impact, process, and market effects, These can include a wide range of
assessment studies to determine the effects of 3 program. These include understanding or documenting:

« Program performance
e Program or program-related markets and market operations
* Program-induced changes in energy efficiency markets

!Better U.S. DEPARTMENT OF
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My Favorites — Adding Handbooks

Add ar remove this item in your favorites folders.

Better Buildings Residential Program Solution Center © France Foveries

m
3
n

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home » Program Components » Financing

o Mew Favorites Folder

Solution Center Home  Financing — Deliver Program

¢ About Where Am I? Ll

%) PDF version U@ Brint this page

Unsubscribe

Handbook Index
Description Step-by-Step Tips for Success Examples Toolbox Topical Resources C||Ck the heart to

add content to My
Financing FaVOFIteS

Energy Data Facts

Glossary - -
Description

BROVSE BY:
Everything you have prepared so far has put you in a position to
implement vour financing activities. To prepare yourself for program
delivery, you should have completed the following steps: Overview Wi

Asseszs the Market LU

Set Goals & Objectives LU
Identify Partners (L]

Male Design Decisions WL
Develop Implementation Flans W
Develop Evaluation Flans (L]
Develop Resources

Asszeszz & Improve Processes WL
Communicate Impacts (L]

¢ Program Components Stages:

» Program Design
Phases

b Content Types « Determined the need for home energy loans in your community based on a
market azzeszsment WL, and eztablished goals and objectives L] to guide your
financing activities.

« Identified and engaged lending partners (L.

s Designed vour financing activities LA, which are likely focused on sponsoring
an existing financial product or program or providing capital to lenders, either
to lend directly or as a credit enhancement.

s Developed an implementation plan LU that identifies workflows and defines
the roles for your program, lenders, and contractors, as well as an evaluation
plan and metrics LU to help vou track and measure program progress.

BOCO =] O LN e Ld ORI
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Example #3: Search (1 of 4)

How do | develop an RFP to procure the services | need for my program?

My Favorites | Account | Log Out

Better Buildings Residential Program Solution Center re

EERE » BTQ » Better Buildings Neighborhood Program » Sclution Center Home »

Solution Center Home BBNP Search

CURRENT SEARCH
About

Handbook Index Enter your keywords Search found 19 items
|RFF' RFF
Energy Data Fa
Clear All Filters
Glossary
Search results .
BROWSE BY: FILTER BY CONTENT TYPE:
Program Components Strateqic Marketing Services RFP 5 (127 KB)
) Author: Eagle County, Colorado Program Materials {18} A
P De:
PLZQEI:: - Publication Date: 2010 Program Presentations & Reports {1} Use fl IterS to
Thiz is @ sample request for proposals (RFF) from Eagle County, Colorado, for Temgplates & Forms {1} g
Content Types marketing services. Webcast (1) fu rt h er refl ne
results
DOE Template Financial Institution RFP A5 FILTER BY PROGRAM COMPONENT: -
Author: U.S. Department of Energy =
Publication Date: 2010 Program Design & Customer Experience {1}
A template competitive procurement procedure to award loan loss reserve funds Evalustion & Data Collection {4)
te a financial institution partner. Marketing & Quireach (4}

Einancing {11}
Contractor Engagement & Workforce
Development (1)

Sample RFP: Michigan SAVES Loan Program /5
Author: Michigan Saves

Publication Date: 2010 -
Example RFP for the Michigan SAVES Loan Program, backed by a loan loss FILTER BY PROGRAM DESIGN PHASE: (v
reserve fund.

Planning {13}
Implementation {13}

Evaluation {3}

Sample RFP: City of Independence, Missouri A

Author: City of Independence, Missouri

Publication Date: 2010

A zample competitive procurement procedure to award loan loss reserve funds fo -
a financial institution partner. FILTER BY STATE OR TERRITORY: o

Colorado {3)

Morth Carclina {3}

Financing Programs: RFP & Contract Terms and Conditions

Michigan (2}
86 Presentation (&), Media &, Transcript Washington (2}
Author: U.S. Department of Energy Alabama {1}

Publication Date: 2011
This webcast discusses financing program RFPs and contract terms and U.S. DEPARTMENT OF
Better

Buildings ) ENERGY

U.S. DEPARTMENT OF ENERGY
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Example #6 (1 of 3)

What are other programs doing to engage and train
contractors?

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home »

Sclution Center Home All Content

CURRENT SEARCH
»  About

Handbook Index Search found €99 items
ltems per page

Energy Data Facts [ 100 T Clear All Filters

Glossary 520 Billion Bonanza: Best Practice Utility Energy Efficiency Programs and Their B
Benefits for the Southwest 2 FILTER BY CONTENT TYPE: v
BROWSE BY: ") -
» Program Components  pihar Southwest Energy Efficiency Project Fublications {127}
» Program Design Publication Date: 2012 Program Presentations & Reports {107}
Phases This report explores the best practices that utilities should undertake in the e
~ Content Types development and implementation of energy efficiency programs. The report s Studies (28
calculates the impact that investing in energy efficiency will have on jobs, household L B
CAET = income, and state and regional economies, along with the other public heaith benefits PSS S
Frogram Material &  SUCH as reducing pollution. AELEEE |
Examples Tips for Success (51}

Topical Presentaticns [48)

Topical Material Tools & Calculators {35)

10 Mew Years Resolutions to Keep the Customers Coming &

Author: Home Energy Magazine

Publication Date: 2013 -
Thiz article provides 10 lips home energy contractors can use o update their FILTER BY PROGRAM COMPONENT: o
marketing outreach and improve their customer service.

Market Position & Business Model {88)

Program Design & Customer Experience {151}
Evalusation & Dats Collegtion {151)

20-Unit Windham Apartment Building Gains Energy Savings and Comfort A (2 me) & Marketing & Cutreach (212)
Author: Efficiency Maine Financing {180}
Publication Date: 2013 Contractor Engagement & Workdforce
This case study highlights a 20-unit apartment building that gained energy savings Development (127)
87 and comfort through Efficiency Maine.
Better FILTER BY PROGRAM DESIGN PHASE: v RTMENT OF

Buildings( 2011 EnergyWorks Annual Report 2 @ :RGY
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Example #6: Search for Tips for Success (2 of 3)

All Content

[tems per page

oo T

Contractors are your sales team — educate and empower them with the skills fo
market your program
@

Design a program that provides value for contractors and aligns with their business
cycles
=]

Enzure that training programs focus on the skills that employvers want and the
community needs
&

Establish a clear system and process for ensuring quality work,

Establish collaborative partnerships with contractors and communicate with them
early and often
&

Have clear rules and systems for identifying and remedying contractor problems &

Help contractors enter the home performance market by lowering barriers to entry and

CURRENT SEARCH

Search found 2 items
{-) Tips for Sucoess

{-} Contractor Engagement & Workforce
Development

Clear All Filters
[ -
FILTER BY CONTENT TYPE: v
[-) Tips for Success
\, J

{ FILTER BY PROGRAM COMPOMNENT: )

{-} Contractor Engagement & Workforce
Develocpment

\. S

FILTER BY PROGRAM DESIGH PHASE:

praviding training, netwaorking, and mentoring opportunities

&

Provide information to help customers pick the right contractor &

Recognize and reward good contractor performance &

Crwerview [5)

Strategy Development (3
Planning {5}
Implementaticn (8}

Evaluaticn {8}
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Example #6: Tips Provide Program Examples (3 of 3)

Contractors are your sales team — educate and empower them with the skills to market
your program

Contractors are your sales team — educate and empower them with the skills to market your program

Many home perfarmance programs have confronted the challenge of how to reach out to maore customers and to improve conversion
rates of customer interest into completed upgrades. Realizing that the contractoris a primary face-to-face link between customers and
the pragram, same Better Buildings Meighborhood Program partners took steps to empower contractors to market program senvices
through co-marketing and sales training.

Programs have found that offering sales training to home performance professionals can significantly boost sales and improve
customer experience and conversion rates. In addition to offering sales training, another approach is to empower contractors by co-
marketing and co-branding with them to reach new homeowners. During sales training, technicians can learn about the program’'s
upgrade pracess, how to sell it using non-technical communications with customers, and other techniques for transforming
assessments into upgrades. Consider offering free or reduced-cost sales fraining as a partnership benefit for cantractors. Taking the
resources to offer this training to contractor staff helps ensure that technicians understand and can promaote program benefits, rebates,
and other incentives available to customers.

+ Efficiency Maine boosted conversion rates with sales fraining /4, which helped contractors communicate with customers mare
effectively. Through manthly webinars and professional development courses, the program has helped contractors improve their
skills in targeted communication and selling program options, thereby increasing home energy upgrade conversions. After
conducting a two-day sales training course for contractors, coinciding with additional homeowner incentives and a filing deadline,
Efficiency Maine's average monthly rate of energy upgrade conversions increased from 10% before the training to 60% a few
months afterward.

« Energy Upgrade California in Los Angeles County provides marketing materials and sales training to contractors. Having learned
that contractors often do not have the time or experience to create marketing tools, the program developed an online resource
center with customizable marketing kits for contractors. Frequent netwaorking events for contractors also provided training on specific
aspects of marketing. Because contractors had limited budgets, Energy Upgrade Califarnia established an online, on-demand print
center that contractars can use ta print and deliver program marketing materials. The marketing materials raised the visibility of
home performance professionals, helped homeowners find qualified contractars, and ensured a consistent message about the
prograr.
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Questions?

= How would you use the tool?
= What do you find helpful about the tool?

= What do you find confusing about the navigation
or other features?

= What types of content should we add?
= What additional features would you like to see?

90
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Example #4: Filter for Webcasts (3 of 4)

BENP Search
CURRENT SEARCH
Enter your keywords Search found 1 item
|quality assurance quality assurance
(=) Webcast
Search
Clear All Filters

Search results

Quality As.suranu_:e for R.’esi_u:lemial Retr.u:uﬁt Programs ‘ FILTER BY CONTENT TYPE: \ e

Presentation 5, Media &1, Transcript —

Author: Jim Grevatt, Vermont Energy Investment Corporation P

Publication Date: 2010 -

Webcast about guality assurance for residential upgrade programs.

DOE Technical Assistance Program ENERGY | s Siciency &

Renewable Energy

. Jim G tt

Quality Assurance for e ‘
91 Vermont Energy Investment Corporation
Residential Retrofit Programs DK Tk ooz togions
Better October 26, 2010 Team 4 - Pic_:gram & Project Development &
Bu i I d i n gs® Implementation

U.S. DEPARTMENT OF ENERGY




Example #4: Filter for Publications (4 of 4)

Enter your keywords
quality assurance

Search
Search results

Quality Assurance and Enduring High Quality Work A

Author: Home Performance with Energy Star

Publication Date: 2011

Cvenview of qualily assurance guidelines for Home Performance with ENERGY
STAR.

Job Quality, Equitable Access and Quality Assurance Standards in Leadin
Residential Weatherization Programs &)

Author: Community Benefits Law Center

Publication Date: 2010

Summary of the standards that support job guality, equitable acce
assurance in several residential energy efficiency programs from
the country.

Quality Assurance Best Practices: Home Energy Performance with ENERGY
STAR Programs M

Author: LS. Department of Energy

Publication Date: 2011

This publications lists guality assurance best practices on how to create a guality
assurance plan and the components that these plans shouwld include.

92
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Quality Assurance Best Practices

Quality Assurance Best Practices: Home Performance with ENERGY STAR Programs

While the EPA's Home Performance with ENERGY STAR is not the only whole house retrofit
program in operation, it offers a set of standard guidelines and best practices for Quality Assurance
(QA) that should be utilized in starting any new or updating existing home retrofit programs.

In order to sponsor a Home Performance with ENERGY STAR program, organizations must submit
an implementation plan which includes Quality Assurance protocols. In order to meet ENERGY
STAR requirements, QA plans must explain how the program will ensure participating contractors
will meet program standards. (A plans must explain:

= Contractor company and staff qualification requirements intended to ensure that qualified
building scientists are assessing the home and are capable of protecting the brand promise
of ENERGY STAR. These capabilities include:
o Contractor staff understand how to represent the program and their participation in
it
o Contractor staff understand the energy efficiency strategies applicable for
residential retrofits
o Contractor staff can protect the health and safety of occupants when installing
energy efficiency measures
o Contractor companies have proper licenses, insurance, etc.
o Contractor companies sign participation agreements that outline proper conduct
and program requirements
+ Reporting process that requires participating contractors to report jobs that are promoted
to homeowners and performed under the HPwES logo.

o Some - but not all - programs want to pre-approve jobs prior to commencement.
However, this pre-approval tends to slow down jobs and can potentially reduce the
audit-to-retrofit conversion rate.

o Compliance with program requirements and industry standards (see below)

+ [ob report review process that ensures program compliance and provides for follow-up
with the contractor when necessary

o Reporting of jobs (aka “file checks") serve multiple purposes:

= Rebate processing [i.e., eligibility of installed measures)
* Sufficient data to have some reasonable assurance that measures will save
energy
*  Confirmation that health & safety measures were being followed
+ Combustion safety - draft test, Combustion Appliance Zone (CAZ)
tests
+ Ventilation - ASHRAE compliance
#  Lead safe practices
+  Other (moisture, ashestos, etc.)
»  Data that could be used to inform an on-site QA visit
*  Opportunity to mentor contractors

o~ |
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Buildings
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Example #5:. Manage My Favorites (4 of 4)

My Favorites | Account | Log Out

Better Buildings Residential Program Solution Center

EERE » BTO » Better Buildings Neighborhood Program » Solution Center Home » Fawvorites

solution Center Home  \]arketing & Outreach Materials

MY FAVORITES

About
Handbook Index Resources Finance Favorites

G itemns
Energy Data Facts Templates & Forms Marksting & Cutreach Materisls

4 itemns 1
Glossary @ Howto Write a Press Release [ (154 KB) 04/25/2014 @ new Favorites Folder All of your “My
BROWSE BY- Author: U S. Department of Energy Favorites”
Program Components [ Remowve this itern from your Marketing & Outreach Materials Favorites Folder }9 folders are

Hover over name

Program Design . . .
Example Phone Survey for Screened-out Applicants /& (211 ke 04/25/2014 : shown here
Phases
Author: U.S. Department of Energy to remove items
Content Types Publication Date: 2011

Sample phone survey for applicants who have been screened out from
participating in the prograim.

Example of a Survey for Padicipants Who Completed Eneragy Upagrades A5 (144 KB)

04/25/2014
Author: U.S. Department of Energy “ .
Publication Date: 2011 Contents Of Mark_etlng
Sample email survey template for successful program participants. & Outreach Materials”
folder is shown here
Handbooks

Marketing & Outreach

Overnview L4 04/25/2014

Spur consumer demand for your program's services by understanding your target
audience and motivating them to act using effective messaging, marketing and
outreach tactics, and attractive program offers.

Better U.S. DEPARTMENT OF
Buildings’ ENERGY

U.S. DEPARTMENT OF ENERGY



Example #5 (1 of 5)

I've found a lot of
useful ideas and
examples about
marketing and
outreach across the
Solution Center.

How do | save the
materials so | can
refer to them later?
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Ciescription

Step-By-Step

MNow is the time to use your strategies and tactics LU to gealaay

Step-by-Step

Tips for Success

Examples

Marketing & Outreach — Deliver Program

Where &m 17

Toolbox

demand for yvour program offerings.

It is important to get ready for a sudden influx of interes
vour workplan and timelines L, and start collecting the d

Better

Buildings’

U.S. DEPARTMENT OF ENERGY

stream adjustments based on the market's response.

The following steps can help you effectively deliver the A

~ Assess your marketing program’s readiness

& Subscribe

cal Resources

Click the heart
to add content
to My Favorites

=¥ BDF version

8 Print this psoe

launch to test
hake mid-

jrogram:

Expand All

Most aspects of your program should be in place before you launch marketing and outreach activities.

Following are just a few guestions to help you assess the readiness of your staff, materials,

contractors, and other partners to support your marketing and outreach efforts:

Key Takeaways

LUse waluable, short-term
prametion le jump-star
prageam intemst

« Build on existireg eneragy
effuclency efforts to launch
quickly and learri for the next
iteration

= Flan for cantingencies and
risalve your efrars

“Getting on the landscape
TaSt Wit SO §LECRsT s
built positive momentum.
Thire will be warts, 5o st
reascnable sxpectations...
bt it is & great way to let
Peophbs HROW YiOU 4F8 Of
‘the scene”

—tar RAbaga. Vice Fresidant

Austin Ersergy

Service Delivery

Launch With a Shart-Term Promational Offer to

Jump-5tart Participation
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Example #5: Add Handbook to My Favorites (2 of 5)

Better Buildings Residential Program Solution Center A of remove this ftem in your favorites foldere.

0 Finance Favorites I
§ items

EERE » BTD » Better Buildings Neighborhood Program » Solution Center Home » Program Components » Marketing & O

Mew Favorites Folder

Soltion Center tome  Marketing & Outreach — Deliver Program
About Where Am 17 %) PDF version i3 Print this page

Handbook Index

Energy Data Facts Description Step-by-Step Tips for Success Examples Taoolbax

Glossary r

Description . L%
BROVISE BY: Add a new Favorites Folder
Program Components It is time to put E_lII of your planning
program’s marketing and outreach
Program Design our program should be in place be
Phases Y i Preg ) ) P Title *
outreach partners L4, staffing and - -
Content Types outreach materials (1, and evaluztf Marketing & Outreach Materials
A short, descriptive title far this Favarites Folder. Limit to 255 characters.
You and your partners will want to
that can be generated by new mar Saye
with contractors, relevant program
the influx of energy assessments, |
applications. Y. AS5e55 & lmprove otesses L
Your program will use a variety of marketing and outreach approaches to 10. Communicate Impacts Ll
reach your priority audiences L), As soon as your marketing activities are
underway, you should also begin to track progress L] across your various
tactics to identify what works well in your local market and make necessary mid-stream adjustments.
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Example #5: Add Resources to My Favorites (3 of 5)

Marketing & Outreach — Overview

Where Am I7

® Subscribe -"L PDF wersion __":II Print this page

kamples Toolbox Topical Resources Quick Links

Driving Demand

for Home Energy Improvements:

Motivating residential customers to invest in 5l information related to this handbook, which include presentations,
r materials from and about individual programs.

comprehensive upgrades that eliminate energy

waste, avoid high bills, and spur the economy
rence presentation archive @

ence
e nd Climate Change (BECC) Conference. BECC is the premier event

rganizational behaviar and decision-making related to energy usage,
, and sustainability. Past conference presentations include various

September 2010
Add or remove this item in your favarites folders.

Environmental Energy Technologies Division

Lawrence Berkeley National Laboratory i i i N
= 0 g":t::nz& Favorites iting and communications

1« 0 Marketing & Outreach Favorites
3 items

o Mew Favorites Folder

~

A
|M|

BERKELEY LAB

CEeeer

Publications

Driving Demand for Home Energy Improvement &
Author: Lawrence Berkeley National Laboratory

Publication Date: 2010
This guide provides an assessment of various approaches to Marketing & Outreach for home energy efficiency

improvements.

96
U.5. DEPARTMENT OF

Botian ENERGY

Buildings’

U.S. DEPARTMENT OF ENERGY



Example #5: Subscribe to Updates (4 of 5)

Subscribe to email updates about Solution Center content:
* Look for the “Subscribe” link at the top of handbooks.
« Access your user account to manage subscription preferences.

From: Better Buildings Residential Program Solution Center [mailto: no-reply@brak.pnl.gov]
Sent: Friday, May 30, 2014 11:35 AM

To:

Subject: Better Buildings Residential Program Solution Center Subscriptions

Greetings,

The Better Buildings Residential Program Solution Center is notifving vou of the following changes based on vour subscription preferences:
Handbook

Title: Program Design & Customer Experience — Deliver Program

Authors: DOE
Link: https-/bbnp.pnnl sovhandbooks/program-design-customer-experience—deliver-program

Title: Marketing & Outreach — Assess the Market
Authors: U.S. Department of Energy
Link: https:/bbnp.pnnl. govhandbooks/marketing-outreach-—-assess-market

Title: Program Design & Customer Experience — Develop Evaluation Plans
Authors: US. Department of Energy
Link: https-/bbnp.pnnl sovhandbooks/program-design-customer-experience—develop-evaluation-plans

Title: Marketing & Outreach — Communicate Impacts
Authors: US. Department of Energy
Link: https:/bbnp.pnnl. sovhandbooks/marketing-outreach—-communicate-impacts

Title: Program Design & Customer Experience — Communicate Impacts
Authors: U.S. Department of Energy
Link: https:/bbnp.pnnl.govhandbooks/program-design-customer-experience—-communicate-impacts

97

,Better U.S. DEPARTMENT OF

4 Buildings ENERGY



Example #5: Print or Save a PDF (5 of 5)

Marketing & Outreach — Develop Resources

. . - . .
Where Am I? ¢ Subscribe =% | POF version s Print this page
Marketing &amp; Outreach - Develop Resources.pdf - Adobe Reader == [é]
Fle Edit View Window Help ®

‘ ‘ lz‘ = Tools Sign Comment

FREeEeE| 1 @[]

https:i/bbnp.pnnl.govihandbooks/marketing-outreach-%E2%80%93-develop-resources rketing & Qutreach

Marketing & Outreach — Develop Resources Ages:
Description Overview WLl
Successful i i i fzzess the Market L
programs need consistent, high quality marketing and Marketing & Outreach Pl L= A=
outreach materials and resources that promote the program benefits in Set Goals & Objectives LU
a way that will resonate with customers. Once you defined your target Stages: A r =
audiences and messaging based on their motivations, you devised a o Identify Partners Wil
plan to create demand for your program that will leverage your Lverview a Masi arie = |
brand using a variely of strategies and tactics. Now you can develop 1. Assess the Market Make Design Decisio I'|._ L
marketing and outreach resources to reach your audiences. 2. Set Goals & Objectives Develop Implementation Plans W
The types of marketing and outreach resources that your program 3. Identify Partners Develop Evaluation Plans LW
might use range from direct mail and advertising to one-stop-shop 4. Make Design Decisions Develop Resources L1
websites, social media content, videos, and infographics (visual - - ;
representations of information or data intended to present complex 5. Develop Implementation Plans Deliver Program LA
information quickly and clearly). Resources can also include talking 6. Develop Evaluation Plans Accpoo rove Proceszes |
points, signage, banners, exhibits, and collateral materials that can be Assess & - Improve Processes LU
distributed by your marketing and outreach partners and staff at events 7. Develop Resources Communicate Impacts W
. ) } 8. Deliver Program
Whatever materials you create, they should align with your program
9. Assess & Improve Processes

brand's personality, tone, messaging, and look-and-feel to reinforce
program awareness and expand the impact of your materials to 10. Communicate Impacts
increase consumer demand.

To assist your resource development efforts, this section covers the FONa | it'y’,. tone , Messad | ng, an d
following topics: terials to increase consumer
« Staff and plan to develop marketing & outreach resources
« Create a distribution plan
« Develop materials that motivate with a call to action :'i':S .
+ Brand your outreach consistently

« Use traditional and modem matenals

« Share your materials internally and with partners
» JEVEIDD Marerals gt MoV ate WILT 9 call T0 gCon

s Brand vour outreach consistently
» Uze traditional and modern materials
« Share yvour materials internally and with partners
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Future Enhancements

= Comments & ratings for content
= User submission process for new content

= Highlighted content based on your market
and program — “Decision Tool”

= More multimedia
= \What else?
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