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Northeast Oregon Roundtable 
Pendleton, October 14, 2011

Tom Beverly welcomed the group and went over the planned agenda. Since few trade allies were present, he asked for input about what portions of the agenda should be covered. The group chose to move directly into Existing Homes updates and have an open discussion about regional challenges. Tom turned the presentation over to Matt.

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.

Tom reminded the group to be sure email addresses are up to date with Energy Trust. Insider goes out via email, as do reminders, meeting and training invitations, and important announcements.

Matt stated that 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:	With Pendleton being the size it is, this referral system is very likely to bring in trade allies from other areas, like Hermiston. It can really hurt local trade allies and confuse customers who have always dealt with one contractor. Is that being considered?
A: 	Matt replied that it was designed with the customer in mind, rather than the trade ally, and is only one way that referrals come through. It only impacts customers going through the online analysis, phone triage, or physical home energy review. Also, the customer will get a reminder call after two weeks of inactivity, and can receive another three contractors if they want them at that time.
Q:	You should definitely keep the list of contractors as short as possible. In my experience, even 15 names on a list services to confuse people and slow things down.
A:	We’ll offer 3 names, but will keep this in mind going forward. The huge list of contractors was part of the reason we came up with this referral system.

Matt continued: 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 mentioned that there are no incentive amount changes for windows. 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.

Q: 	You should take a look at duct sealing and air sealing requirements locally, with the colder climate. Duct runs through attics are not sealed and insulated very well, and you can see the lines where they run on frost covered roofs of houses. Capco requires them to be covered with additional batts of insulation.
A:	We’ll find out about the requirements. This is a great example of things being added to the spec manual where it makes sense.

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.

Q:	These .67 water heaters are fine, but they aren’t available through our local distributors. If we have to pay freight from Portland, it becomes too expensive for our customers. They are actually more expensive than tankless water heaters in some cases.
A:	We are working with distributors and offering more dealer stocking incentives and upstream support. We’ll look at what it takes to make these more available in the Pendleton area.

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.

Q:	As we understand it, a RETC isn’t available for heat pump water heaters. The change took place months ago. You’ll want to find out about it as you start offering incentives.
A:	This is something new to us. We need to review with ODOE and find out more about the change. Our incentive will be available as a pilot, either way. 

Matt also discussed the Existing Homes program response to the tankless water heater evaluation. Since 2007, 4,300 incentives have been paid and it takes 18 month to look at the customer savings. The evaluations tell us that tankless units are showing stable savings of 65 annual therms, which is 36 percent less than originally assumed. Planning and Evaluation’s recommendation, based on four years of experience and three evaluations for the Existing Homes program, is to remove the incentive for the tankless water heaters. Energy Trust will decrease the incentive from $200 to $100, effective January 1, 2012, and will end the tankless water heater incentive effective May 1, 2012. Energy Trust will end promotions and reduce web presence beginning fall 2011.

Q:	This is really surprising to us. Did you look at the newer condensing models? A lot of them are very efficient, and we install them often for our customers who replace water heaters.
A:	It came as a surprise to some of us, as well. As it turns out, tankless water heaters were much less efficient than predicted, and costs didn’t go down as we offered more incentives.

Q:	Off topic, but relevant, there are some problems with how Energy Trust defines conditioned space. Code doesn’t view unconditioned basements the way we do, for example. You’re not supposed to add heating vents to unheated basements, for example.
A:	We definitely need to know these things because it helps inform our efforts to improve the spec manual and avoid problems with code. This is another item we can follow up on, and add to the spec manual.

Tom and Matt discussed incentive determinations, and explained the cost/benefit ratios
Energy Trust has to meet, using a presentation slide from the tankless water
heater evaluation slides. In light of the interest in numbers and how Energy Trust makes
decisions, Tom also summarized the 2012 budget themes below.

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 

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.  

William Gatchel spoke for the Lighting program about the Fall Bonus Incentive and reminded all trade allies about the offer. 

Additional trade ally feedback:

Energy Trust should consider holding training sessions in the evening, and possibly the
roundtables too. That way trade ally staff will not be in the field, and would be more able to
attend. After 5:00 pm would be ideal.

Pictures are very helpful in training materials and slides, and it would be helpful to use more of
them.

We should hold more roundtable meetings in the Pendleton area. Both the trade allies
and outreach staff feel somewhat disconnected, and this helps bring everything together for 
them.
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