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Southern Oregon Roundtable 
Medford, September 23, 2011

Tom Beverly welcomed the group and went over the planned agenda. He also invited trade allies who hadn’t yet signed up to join the Development workshop at 12:30pm. Tom also covered the purpose of the roundtable meetings as a forum to offer feedback, ask questions, and open general discussions.

Tom presented information on Energy Trust’s budget themes for 2012. No numbers are completed yet, but the themes inform how we assign our funds. The background is that residential solar solidified gains but commercial has stalled because of BETC allocations shifting projects to 2012. Despite a weak economy, in 2010, savings grew 38 percent for electric and 67 percent for gas. In 2011, growth solidified in residential programs but the business sectors were variably impacted by BETC changes. We are left with a challenge to keep commercial projects moving, and more money will be necessary in parts of the budget.

Connie is the new name of the energy tax credit program ODOE is working on. There will be half the amount of funding from before the changes — $14 million per year now. There is a framework of new rules coming up. ENERGY STAR moved their criteria up and we are going to follow their lead.

Themes we are responding to:
1. Address a slow economic recovery
2. Transition to new tax credit programs
3. Manage costs and cost effectiveness
4. Support trade allies and customers
5. Diversify portfolio
6. Respond to new codes and standards
7. Complete legacy BETC projects 

Tom went over BETC changes and the challenges we face for 2012. The big factors in the market are the uncertain economic recovery, more stringent energy codes and standards, higher tiers for appliances, transition to a different energy tax program, and expanded and more diversified market actors. Those mean a need for more incentive dollars to reach deeper for savings and mitigate the loss of tax credits. Having more market actors means more need for cooperation to avoid confusing customers, but also more opportunities to collaborate with other organizations having similar goals to our own.

The ways we need to address a slow economic recovery are with low-cost and no-cost measures, including the expansion of direct-installs for renters. We have not reached out to that multifamily market as much as we have to the property owners and managers. We will grow Savings Within Reach efforts and limited bonus incentives to help spur lagging markets, provide more customer support to ‘sell’ projects, support financing options and expand strategic energy management efforts. We are nearly ready to roll out a lending ally category, like GreenStreet Lending, and display lenders on the website as additional options for financing.

Tom discussed the transition to the new tax credit programs. He stated that we need to closely watch the rule making and revisions because it impacts Energy Trust as much as everyone else in the room. Trade allies are encouraged to get involved since Energy Trust is prohibited from doing so. We need to support customer understanding of the tax credits while ensuring customers are aware of the full range of measures. With this, we need to manage expectations. We also need to partially mitigate for lost BETC credits within our budget and where the economic case warrants, without impacting the successful residential sector programs.

Tom presented how we are going to manage cost and cost effectiveness. Within our program efficiencies, we plan to take a revised approach for New Homes, lower delivery per unit cost for appliances, enhanced deployment of ATACs, take earlier intervention in contractor issues and participate in program re-bids.

For measure costs, we will address results of impact and market evaluations. We plan to closely monitor markets and program pipelines, and use strategies to aid competitive prices and high quality. We will continue to use pilot processes and initiative plans to assure orderly innovation and develop earlier indicators to adjust before formal evaluations.

Our ongoing plans to support trade allies and customers include program and process simplification moving toward online forms and offerings, as well as enhanced phone and web engagement. For trade allies, we plan to put more emphasis on the benefits of the Trade Ally Network to customers, leverage market-based training and deploy the development fund. We also plan to produce revised customer information including a greater emphasis on key actions. EPS has been very effective as a sales technique. In Q1 of 2012, we plan to launch EPS for Existing Homes and are exploring what this would mean for Existing Buildings. The model and approach for Existing Homes took two years, and we’re not sure if we’ll get there for Existing Buildings. 

We will support the 32 targeted segments across the five major Energy Trust programs and expand comprehensive solutions engagement, including strategic energy management and a focus on deeper savings in targeted markets where non-energy benefits leverage action. 

We plan to expand offerings in water heaters, LEDs and lighting design, and EPS for Existing Homes. We plan on revised approaches for new and small commercial buildings, capital projects for multifamily and post-occupancy analysis. We also plan to expand channels to reach customers by reaching out to customer-owned utilities in overlapping areas and non-lighting trade allies, focusing on rural commercial. We want to leverage community-led initiatives, develop a plumber channel, and work with Clean Energy Works Oregon (CEWO) as it expands in rural areas. We also plan to do more upstream support, like offering manufacturer incentives to ensure the right appliances are readily available. We plan to complete OPOWER, the behavioral pilot, and continue to leverage market actors. 

We will respond to new codes and standards by going further upstream for more expensive savings with high appliance tiers as well as new Oregon codes and federal standards. For the New Buildings program, we will aid market transition to 2010 code, promoting Reach Code and by diffusing information learned, including info from the Path to Net Zero pilot, server-farms and semiconductors. For commercial and industrial lighting, we will support the accelerated end to the T12 market, address new ballast standards for 2013 and work with NEEA on lighting design alternatives. 

With BETC changes and a fixed Energy Trust budget, we require more focus on smaller projects, less support for relatively high capital cost projects and paying close attention to the acceleration of a budget plateau. In the near term, we will complete a substantial pipeline of legal BETC projects. In the long term, we will focus on custom projects that succeed without BETC and highly leverage other funds. We will continue to grow a healthy pipeline of future projects and revise custom tracks to competitively allocate funding.  When the funding comes back, we will have projects ready to go. 

Tom provided Peter’s email information as a feedback channel, and explained that the date on the presentation was for the Conservation Advisory Council members. 

Tom also gave a brief update on the New Buildings program. Fall is big training season for the program and formal announcements will be coming out soon. There will be two trainings per month for the remainder of the year. Mark Jewell, who specializes in financial training, will present a two part series, followed by an advanced training. October trainings will cover 2012 and overcoming code. 

Kacia Brockman offered an update on the Solar program. PowerClerk is now available in the Solar Water Heating program for filing applications, and solar trade allies should be aware that solar water heating incentives are now higher for gas backup systems at $8 per therm, vs. $0.30 per kWh for electric backup. This is an increase from previous levels. Insider has details on the changes.

Dan Wilkinson reminded all the trade allies about the Standard Incentive Booklet for Existing Buildings. Dan stressed that standard incentive projects don’t have to be preapproved, except for lighting. This booklet is great to hand out to customers. There are new stickers available for the RTU program.  

Lisa Hull represented the commercial lighting team. The group learned of the 50 percent fall bonus incentive and trade allies were reminded about the offer and eligibility requirements. Projects must have been pre-approved for BETC, but denied tax credits because of the retroactive sunset date of April 15, 2011.

Scott Leonard presented updates on the New Homes program. There are currently 345 builders and 80 HVAC trade allies enrolled in the program. Scott briefed us on the Energy Performance Score (EPS), which gives real estate professionals and builders a look at the energy consumption, carbon and financial impact of a home’s energy usage. The EPS can be compared to a miles-per-gallon rating for a car. 

Scott introduced the group to the Smart Homebuyer Campaign, which encourages people to redefine what they should value in a new home. The goal of the campaign is to educate potential buyers to consider energy efficiency in their buying decisions and help create market demand for energy-efficient homes. You’ll see a Smart Homebuyer checklist, print and web ads, and information on Energy Trust’s website promoting the campaign. 

The Smart Homebuyer checklist is a tool that potential homebuyers can use to ask questions about efficiency when searching for a new home. Energy Trust has created a rotating web graphic so trade allies can get involved in the campaign. Placing the graphic on your website will keep customers connected and associate your business as a resource in the New Homes market. For those interested, here is the image link: www.energytrust.org/smarthomebuyer.

Lastly, Scott discussed the product incentives available now through December 31, 2011. All ENERGY STAR® qualified clothes washers with a Modified Energy Factor (MEF) of 2.2–2.45 are eligible for an Energy Trust cash incentive of $50. Energy Star qualified clothes washers with an MEF of 2.46 or higher are eligible for an Energy Trust cash incentive of $100. 

All ENERGY STAR freezers are eligible for a $50 incentive. Purchase an ENERGY STAR qualified refrigerator that is 30 percent or more above federal standards and receive a $100 cash incentive. Purchase an ENERGY STAR qualified refrigerator that is 20-29 percent above federal standards or an ENERGY STAR freezer and receive a $50 cash incentive. 

All ENERGY STAR dishwashers that use 268 kilowatt hours (kWh) per year or less are eligible for an Energy Trust cash incentive of $25.

For additional details on New Homes or products information, contact Scott Leonard.

Matt Iacovone introduced himself and dived into the Existing Homes Dashboard. He stressed that trade allies are bringing in the majority of projects and savings. Between January-July 2011, Trade Allies brought in roughly 14,000 projects and over 7 million in incentives. Non-Trade Allies brought roughly 4,000 projects and slightly over $1 million in incentives.

The Trade Ally Rating System will be updated on October 1, 2011. Matt encouraged all trade allies to check their company profiles and to contact the Existing Homes team at ExistingHomesTA@energytrust.org with any questions.

Trade allies must attend two webinars to maintain three-star status. Part 1 is the Trade Ally Program Training and Part 2 is the Weatherization Specifications Training. This is great for administrative staff as well as those out in the field. 

The new 2011 Weatherization Specifications Manual is out, and has been in effect since July 1, 2011. 

There is a new Act Now Bonus starting in October 2011. The bonus is an extra $100 to customers if installing measures within 90 days of customer engagement (first customer contact). As of September 1, 2011, three methods of customer engagement are online, phone and in-home.

The Customer Engagement Overview includes customer entry, audit and then customer hand-off. One customer entry point is the online Home Energy Profile, a web audit which provides the customer with their home’s profile, a link to sign up for a Home Energy Review by phone, and an email from Energy Trust with “we can help” information. Another customer entry point is from a calling list or direct call to our contact center. These calls lead to an HER phone audit, providing the customer with an HER packet of resources, custom home energy report, individualized contractor list with contact information, and a 2 week reminder call to see if they need additional support. 

Matt presented the new Trade Ally Contractor Referral plan which was previously shown to the Conservation Advisory Council on May 18, 2011. 2 or 3-star trade allies will be on the referral lists starting in November 2011, based on their QC rates and activity levels. The Trade Ally Referral criteria are based first on having a two or three star rating, then being able to meet the customer’s needs. The software generating referrals starts searching within 25 miles of the customer, and attempts to build a pool of 20 possible trade allies. It expands the distance from the customer until it reaches 20 in the pool or reaches a 100 mile maximum distance from the customer. The search also factors in the customer’s project needs and trade allies’ experience in installing the necessary energy saving measures. Other features include randomization of contractors selected from the pool for referral, and a limit to how many referrals each eligible trade ally receives each month. We will also provide follow-up support and Fast feedback evaluation of the project. 

Q:	How much will the referral process bring in contractors from outside the area? It seems like big players from outside Southern Oregon will show up at the top of the list. How far out will it search?
A: 	The radius will expand up to 100 miles to get a pool of 20 contractors to draw from. If it can’t find that many, it will at least stop at 3 company names.
Q:	Do customers have to use that list of contractors?
A:	No. Customers can choose their own contractor or do a search on their own. Contractors are sorted by distance from their location and whatever services the customer searches for.

As of January 1, 2012, the new incentive level for Ductless heat pumps will be $800, up from $600. Trade allies must have completed NW Ductless Heat Pump Project orientation to provide incentives. There are upcoming trainings which you can check on the training calendar or at www.nwductless.com. 

Contractor Orientation:
October 12, 8:00am
November 9, 8:00am

Best Practices: Installation
September 22, 8:00am
November 3, 8:00am

Contact John Sweet for more information at 503.523.4802.

Matt discussed window incentives, and explained that incentive amounts won’t change for windows, but efficiency tiers will. New window efficiency tiers will be $3.50 per square foot for U-Value .25 or less, and $2.25 per square foot for U-value .26- .30.

Effective January 1, 2012, air sealing must be performed only by a qualified Energy Trust trade ally contractor to receive incentives. Other incentive requirements and technical specifications may change, as well as for Duct Sealing. 

Domestic hot water changes include a .67 Gas Tank Water Heating incentive increase to $150 (from $100). As of January 1, 2012, there will no longer be an incentive available for .62 Gas Tank Water Heaters. This aligns with ENERGY STAR, which moved from .62 to .67 in September 2010. Since this isn’t in our natural gas territory, it may not affect you unless you go to Coos Bay, or further north along I-5.

Q: 	So this change doesn’t affect Avista?
A: 	No, Avista still has its own incentives available. You should definitely check with them if you’re working in their area to see what’s available.

There is a 2012 Heat Pump Water Heater pilot which will be a $500 incentive on products that meet the NEEA northern climate specification. The contractor will be approved by NEEA and Energy Trust criteria. The unit must replace an existing electric water heater to qualify according to pilot requirements.

Matt also discussed the Existing Homes program response to the tankless water heater evaluation, explaining that it wouldn’t have great impact unless trade allies were working in Cascade Natural Gas or NW Natural territories. Tankless gas water heater incentives will be phased out, starting with a decrease to $100 after December 31, 2011, and elimination after April 30, 2012.

The main breakout session covered Existing Homes questions and answers. There was also a separate discussion for solar trade allies. The meeting ended at 12:00 pm.
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