


												



Meeting notes
Fourth Quarter Trade Ally Roundtables 
December 15, 2011

Tom Beverly welcomed the group and introduced all the Energy Trust program staff who were present. Tom reminded the group to update their email addresses with us to ensure they receive the INSIDER newsletter.

Tom reviewed the 2011 trade ally survey results with the group. 1400 trade allies received the survey and 192 surveys were completed. 55 percent were Residential trade allies and about half of those companies have worked with Energy Trust for more than five years. The scores increased from last year. 75 percent of respondents say they are completing paperwork for customers. Many who don’t complete it on customers’ behalf say that customers wanted to fill out it out themselves. Most of the trade allies who responded were aware of GreenStreet lending. 

Tom asked about EBIX, our insurance tracking company, and if there were any concerns. Many of the trade allies didn’t know who EBIX was. Tom reminded the group that they track insurance certificates and CCB licenses for us, and that EBIX sends out notifications when licenses or insurance are missing, expired or non-compliant. A handful of trade allies stated that Ebix sends multiple reminders even when they respond with correct documentation. Tom asked for that feedback to be sent to us so we can discuss problems with our Ebix contact.

The group mentioned that email is the preferred method of communication. Many are receiving INSIDER on a monthly basis and Tom reminded everyone to check their spam filters if they aren’t receiving it. Tom asked if the web is easy to navigate. About half of the room thought the Energy Trust website was easy to use and the other half thought it was difficult. Many mentioned key components/updates are buried too far – have to click through too many links to get there.

A few suggestions from trade allies were: Have the cash incentives on the main trade ally page, have a link for trade ally input titled something close to, “What can Energy Trust do to make website navigation better?” Another suggestion was to have more current content listed first and articles second. Trade allies asked if there could be some sort of a web forum and Tom mentioned how this would need to be monitored, but could be very helpful.

Many trade allies say they are interested in webinar trainings.

Tom stated that the survey was posted online in the reports section of the Energy Trust library, and later showed the group how to navigate to that page on the website.

Don MacOdrum with the Home Performance Guild thanked everyone for coming and began with a brief history lesson about the Guild. The Board and founders wanted to take the Home Performance industry to the forefront of the marketplace and find more skilled workers. Don was brought on board in February 2011, and it was a big milestone for the organization to have a full time employee. Since then, they have worked on behalf of the Home Performance industry, and have lobbied for changes that benefited members. For example, the CCB finally established a rule, with persuasion from the Guild, to differentiate home inspectors from energy auditors. The guild is also working to bring affordable healthcare coverage to members, and is close to the goals they must reach to do so. Don is excited to continue the statewide expansion of the guild and Clean Energy Works Oregon (CEWO). The goal is to serve the entire state. The Guild meets on the second Thursday of every month and all are welcome to attend. 

Wendy Koelfgren from Clean Energy Works Oregon (CEWO) presented information about an open application for contractors to join the 2012 CEWO contracting pool, which is due December 15, 2011. Some trade allies in the audience asked why they should join CEWO? Wendy stated that CEWO is great at marketing and attracting attention, and those efforts will bring more jobs for the contractors. If contractors are BPI certified and Energy Trust Home Performance with ENERGY STAR trade allies, CEWO would love to have them apply.

There are new terms and conditions on the application this year, including different wage requirements. Workers need to be paid at a certain minimum rate and there are specific requirements for healthcare provisions. The next rollout of CEWO is in Bend and is planned for mid January. Lane County will follow the Bend rollout. If other trade allies are interested, they should attend the Q&A session at the Oregon Association of Minority Entrepreneurs (OAME), on North Vancouver Ave, on Friday, December 9, from 2:00-5:00 pm. 

A trade ally asked if they shouldn’t apply if they are not BPI certified. Wendy replied that you can subcontract some of the work, and CEWO encourages networking between contractors to do just that. Anyone with an interest should still attend the informational meeting for more details. 

A trade ally asked about financing choices. The lender selection will be rolling out on January 19, 2012, so homeowners will have more options. 

Michael Piper with Clackamas County introduced himself and went over additional rebates that are available within Clackamas County. There is an additional $500 rebate available for homeowners who participate in Energy Trust programs, or a $1000 rebate for Savings Within Reach customers (paid directly to contractor). 

Clackamas County recently reallocated money and will have rebates through 2012. Michael encouraged the trade allies to put an emphasis on marketing, fairs, green day forums, door-door campaigns and Home Energy IQ workshops. Homeowners benefit from hearing directly from the contractors and deals are often made at the end of workshops. Clackamas County is working with Umpqua Bank and hosting receptions. Conversations are happening around Solarize Clackamas County. 

A trade ally stated that Solarize is not a good idea and it’s not right to give all the jobs to one contractor. It basically killed his business in certain areas with Solarize campaigns. Others echoed his concerns.

Michael replied that they are organizing a group who will issue an RFP for West Linn, Lake Oswego, etc. 

A trade ally stood up and said the Solarize program has destroyed his business because other contractors get all the work.

Michael offered to revisit this in the solar breakout session. 

All but Lake Oswego chose to participate in the rebate programs in Clackamas County. The expiration dates are currently set for the end of 2012. 

Aaron Winer with Northwest Energy Efficiency Alliance (NEEA) introduced himself and explained their collaboration with Energy Trust. The NW Ductless Heat Pump Project started in 2008. There have been 12,000 installations (757 installations in Energy Trust territory) with 550 contractors participating and 650 quality assurance reviews.

The project focuses on a displacement approach: focuses on homes with baseboard electric resistance heat, where each room has its own heat source keeping it warm. The focus is on promoting a single ductless heat pump in the main living space, while leaving electric as a backup. Heat will radiate out and move to most of the house. 97 percent of homeowners who participated are happy with their ductless system. The core requirement is that you’re replacing electric resistant heat. The cost is about $4500 for a single outdoor unit installation. 

There is a master installer program and some of the benefits include a priority listing in the contractor finder on the project website, eligibility to win the contractor of the year award and additional installation training.

Requirements:
· Attend orientation and installation best practices webinar
· Complete 15 installations
· Submit photo documentation of two project installations
· Submit one homeowner testimonial

Evolving technology includes floor mount units and ceiling cassettes. In new construction, we see all units installed in hallways with rooms branching off. Ceiling cassette units are a little more expensive, but more common. Last year, new homes in Clark County used ductless systems and they were almost noiseless.

There is regional campaign information in the packet everyone received, which includes information on a $10,000 prize offered now through December 31, 2011. Aaron encouraged trade allies to add promotional touts to their websites, download campaign brochures and repost Facebook posts.

The NEEA website has all events, webinars and trainings listed.

A Home Performance contractor asked how to market and train for the project? 

Aaron encouraged people to attend the orientation where they will talk about the sales approach, marketing tools, library of resources, downloadable sales sheet and customizable marketing pieces. Best Practices is more technical, but other trainings are offered monthly.

Aaron and Roch covered the Northern Climate Specifications below and Roch went into detail about heat pump water heaters.

Northern Climate Specification
	
	Minimum Northern Climate EF
	Minimum “Northern Climate” Features
	Minimum supported installation locations
	Sound levels

	Tier 1
	1.8
	•ENERGY STAR compliance
	Semi-conditioned
Unconditioned
	dBA < 65

	Tier 2
	2
	Tier 1 plus: Minimal use of electric heating elements
•Freeze protection
•Exhaust ducting option
•Compressor shut-down/notification
•10 year warranty
•Condensate management
	Conditioned
Semi-conditioned
Unconditioned
	dBA < 60

	Tier 3
	2.4
	Tier 2 plus:
Intake ducting option
Air filter management
	Conditioned
Semi-conditioned
Unconditioned
	dBA < 55



Heat pump water heaters are available at Lowes, Home Depot, Sears, etc. 

Website— www.smartwaterheat.org


Roch with General Pacific presented on the heat pump water heater and has been involved with this for five years. 

Roch demoed the air generate unit. With the colder climate here, existing units now operate in heat pump mode when air is at 45 degrees or above.

The upper portion of the tank is where the heat pump is located. With 9000 BTUs, this product is very efficient. The downside is there is more airflow. If there is an issue with the heat pump portion of the unit, there is an additional power cord that can be plugged in for temporary water heat in an emergency. 

The space to install the unit needs to be 10x10 at minimum. If you choose to install this in a closet, there needs to be pressure balancing ducts or you would need to install different doors to allow airflow. The unit cannot be installed in a sealed area because it won’t operate. The price is typically $1,500 or $1,750 for the larger gallon unit. Ask Roch about custom pricing on custom projects.  

The keypad on the unit will show an error code if there is a problem. The unit will switch over to emergency mode when a lot of hot water is being used. There are three modes—hybrid, automatic and emergency. The unit will only stay in emergency for two days.

Rob Del Mar with the Solar program gave an update on recent solar incentive changes.
The Energy Trust solar electric incentives for Pacific Power territory have become constrained
due to high demand and limited new funding in 2012. To ensure funds are available throughout the year, the budget for Pacific Power projects will be managed in steps, with decreasing incentive levels as caps are met, to help ensure continuous funding.

When the funds within each step are fully used, the incentive will drop from $1.50 per watt to $1.25 a watt and will remain there until the next cap is met. An email communication will be sent out when the incentive levels change, and updates will be placed on the website. Use the deadline as a sales tool.

There is a bonus package for doing both a Home Performance and Solar site assessment. The homeowner can receive $100 if they have both assessments within a four week period of each other. Homeowners can receive $400 for completing a solar improvement along with two qualifying energy-efficiency upgrades within a six-month period.

A trade ally asked if there will be another networking meeting for solar and home performance contractors. There were eight trade allies at the previous networking session, and depending on demand, we may have another meeting.

Starting January 1, 2012, Energy Trust will expand the solar-ready option for new home construction to include houses with lower solar resource measurements. In addition, any home that meets solar ready requirements will be eligible for incentives and no longer need to meet High Performance Home standards.

There is a Solar Water Heating technical training in January, targeting plumbers and HVAC contractors. This training will be offered at low cost and will give credentials to become a solar trade ally. A notice will be emailed out. 

A trade ally asked what kind of license is needed to install Solar Water Heating or Solar PV? The contractor needs to be a plumber or have an electrical license, respectively. If you don’t have those licenses, you can sub out that part of the work.

Scott Leonard with the New Homes program presented on updates for next year. The New Homes program is looking to bring on more verification contractors and they will help with training and subsidize the cost in 2012.

There are currently 343 builders in the network and 78 HVAC trade allies working with New Homes.

The following are product incentives available in 2012:
· $100 incentive for refrigerators with 30 percent or greater efficiency than required by federal standards.
· $50 incentive for freezers with 10 percent or greater efficiency than required by federal standards.
· $100 incentive for clothes washers with a Modified Energy Factor of 2.46 or higher.
· $40 incentive for refrigerator and freezer recycling (previously $50).

The dishwasher incentive is discontinued in 2012.

In 2012, the New Homes verifier incentive is changing. New Homes is now paying $300 for EPS verification. For low income, there is an additional $250. The incentive is paid directly to the verifier. We are making these changes to reopen the verification network to more contractors, and it’s a perfect side-business for BPI (or other) certified contractors who can do the diagnostics. The new construction Energy Performance Score is only available in Oregon.

Matt Iacovone with the Existing Homes program encouraged Existing Homes trade allies to talk to Scott Leonard about verification opportunities.

In 2011, there were about 19,000 Existing Homes projects submitted by trade allies, and 4,952 projects submitted by non-trade allies. $9 million in incentives were for projects from trade allies, and $1 million was paid for non-trade allies.

Update for trade allies: exsitinghomesTA@energytrust.org is the only email used now. Please submit all inquires to the above email address. The old address was discontinued.

The 2012 Specification Manual will be rolled out by May 1, 2012. The manual will be mailed out to all trade allies two weeks in advance.

The most recent Existing Homes ratings update was on October 1, 2011. The next update will be January 1, 2012. Trade allies need to attend the two webinars in order to maintain their three star rating. Missing the webinars is the most common reason for three star trade allies to drop a level.

2012 incentive changes and updates:
There is no change in window incentive amounts, but the new requiremetns will be slightly lower. We will still pay $3.50 per square foot on U-value .25 or less and $2.25 per square foot on U-value .26 - .30.

In 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. The duct sealing process may also change. Stay tuned to roundtables and INSIDER for updates. 

The gas tankless water heater incentive is now $150. The 0.67 gas tank water heater incentive is $150 (up from $100). The 0.62 gas tank water heater incentive is no longer available. 

Ductless heat pumps
The ductless heat pump incentive will go from $600 to $800 in 2012. Trade allies must be NW ductless heat pump project oriented contractors.

Upcoming trainings for ductless heat pumps:
· Check trade ally training calendar or www.nwductless.com
· Contractor orientation
· Best Practices Installation

New ductless heat pump specifications:
· Maximum 2 outdoor units
· Maximum 2 indoor heads per outdoor unit
· Contact John Sweet for more information

Energy Trust will launch a heat pump water heater pilot on January 1, 2012. A $500 incentive is available for heat pump water heaters that replace electric water heaters and conform to the second tier of the Northern Climate Specification set by Northwest Energy Efficiency Alliance. Trade allies must receive training from product manufacturers and be approved by Energy Trust to offer pilot incentives. For more information, contact Casey Maharg.

After a reminder about the new trade ally logo, Tom asked the group about their thoughts on the cooperative marketing logo change. Most trade allies in the room were disappointed in the change and preferred the color logo over the black/white option. Tom told the group we will revisit this again.

A trade ally mentioned that he talked with a homeowner who had a free home energy review, and the advisor said the customer could get a Home Performance assessment for $75. That doesn’t seem right.

Tim Davis responded that customers are often confused by what the dollar amount is referring to. The advisor was probably referring to some other upgrade or incentive. He will remind the advisors to be clear in their communications to homeowners. 

Existing Homes breakout with Matt Iacovone
Matt Iacovone did a basic review of the website and the training section. There are now 20 minute on-demand training videos. 

Energy Trust will reimburse trade allies for CFLs, showerheads and faucet aerators if bought and installed for homeowners, and also provide an incentive. This direct install of instant savings measures will launch in February or March, 2012.

A trade ally asked about LEDs for lighting. Matt said we’re looking at it but it’s too expensive right now.

There will be a $150 tankless water heater incentive until May 1, 2012, then we’ll discontinue it. We made this decision because we saw the market price for installation go up, saw tax credits go away, and the savings assumptions we made were not met. We determined that tankless water heaters were not as cost effective as we had planned, and they didn’t pass our societal cost effectiveness tests.

Quality assessments on Home Performance with ENERGY STAR jobs were completed with good reviews. Home Performance contractors are going into deeper savings with customers. We are at an average of four measures per project with Home Performance contractors. If you add Savings Within Reach contractors, we’re at five average measures per project. We currently have 93 Home Performance trade ally contractors in the Existing Homes program. 2010 was the big growth year; 2011 has been consistent with enrolling new Home Performance contractors. Next year we plan to keep marketing consistent.

The OPower approach was successful this year. In this pilot, mailings went to select homeowners comparing their energy usage with their neighbors. It motivated some changes in homeowners’ behavior.

A trade ally mentioned they had never seen all the marketing we offer. Matt responded that Energy Trust can put something together to show what we’ve done and what’s available.

Energy Trust now offers cooperative marketing and the Business Development fund as two separate funds. Ashley Sheehan is your contact for all inquires. The business development fund allows trade allies to be reimbursed for approved training they take.

Trade allies asked what type of marketing works best for others. Some say marketing is not effective and others say it’s very effective. The feedback was that direct mailings, yard signs and business cards seem to be the best place to use the Energy Trust trade ally logo, and are a good way to get noticed. Ashley Sheehan reminded the group that the trade ally logo is not allowed on company vehicles. Trade allies tell us they do occasionally see the logo on other contractor vans. We encouraged trade allies to let us know when they see this; there are some legal concerns about using the logo on vehicles.

The required webinar trainings to maintain the star rating will eventually be on demand at some point. That will make it easier to complete requirements for a three star rating.

There was a discussion about the bonus incentive for homeowners when they receive a Home Energy Review and call a contractor we refer them to within a certain amount of time. If a trade ally works with the customer, then sends them to us for a Home Energy Review, they may lose that customer if the person wants the bonus incentive. Some trade allies don’t agree with our procedure because if they are already working with the homeowner who didn’t review, their customer can’t receive the bonus.

Matt responded that he would work with those customers directly if that situation came up, and to send calls his way for further help.

Several trade allies asked about forms, and if they will ever be completely online. Tom explained that Energy Trust’s current software upgrade project has caused online forms to be further delayed. It will be a slow process throughout 2012, but some forms will be moved to online formats. The first ones are unlikely to happen until close to the end of the first quarter, and others are likely to follow toward the end of the year.
