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   851 SW Sixth Avenue   Portland, OR 97204     1-866-ENTRUST    (503) 546-6862 fax     energytrust.org 


Meeting of the Conservation Advisory Council 
Wednesday, February 18th, 2009  1:30 – 4:00 p.m. 
Energy Trust Megawatt Conference Room 
851 SW 6th Ave. Suite 1200 
Portland, OR 97204 
 
 
AGENDA    
 
1:30 pm Welcome and Introductions  
 
 
1:35 2009 Program Incentive Updates  (Recommendation) 
    Home Energy Solutions - Existing Homes  
    Coop Marketing  Program  
 
 
3:00  Evaluation Update  (Information) 
     Consumer Awareness Study           
 
 
3:30  Portland City On-Bill Finance Pilot (Discussion) 
  
 
4:00 Adjourn  
  
 
The next scheduled meeting of the Conservation Advisory Council will be on March 11.  
 








Portland Clean Energy 
Investment Fund Pilot 
Feb. 18, 2009
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Why: job creation + energy efficiency


• Help Portlanders invest in energy efficiency 
during economic downturn


• Create jobs by mobilizing skilled workforce


• Central strategy in Portland’s Climate Protection 
Plan (reduce greenhouse gases 80% by 2050)
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What: eliminate barriers to home 
efficiency


• Provide low-cost up-front financing


• Simplify choice of measures


• Manage installation of measures


• Easy payback that runs with house







4


Who: City of Portland initiative


• Department of Planning & Sustainability and 
Portland Development Commission


• On Mayor’s First 100 Days list


• City seeking utility participation


• Pilot in 2009 to test concept


• Proposal to scale up Oregon wide in Oregon 
legislature (Sustainable Energy Assistance Act) 


• Worksystems, Inc. grant for green workforce 
development
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How pilot would work


• City of Portland creates new capital fund 
• Fund pays up front costs
• Energy Trust offers “enhanced” home energy 


review
• Homeowner (and maybe renter) gets summary of 


package of weatherization measures, costs and 
financing plan


• “Energy Advocate” aids in contractor selection and 
manages installation for homeowner


• Participant pays back on utility bill over time
• Payment equal or less than value of energy saved
• No net cost to homeowner
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Conceptual flow of funds


Source of capital


Fund Manager  Energy Trust of Oregon  Installation contractor  


Utility bill


Utility Utility customerETOFund Manager
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To resolve for pilot


• Sources of capital for fund
• Whether to offer upgrades with co-pay and/or 


different financing for higher cost measures
• Energy Trust/CSG budget and timeline
• Best way to enroll homes
• Recruiting/training home energy 


reviewer/advocates
• Software/hardware for in-home e-prospectus
• Credit check protocol
• Trade ally recruitment, training, coordination
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What’s next?


This could be the start of something really 
BIG!
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2009 Funding Shortfall


• Carryover funds are projected to be gone prior to the end of 
the 2009 budget year


• HES Existing Homes Program budget is $1.5 million less than 
requested


• Program needs over $1 million of additional incentive funding 
to pay for the same volumes realized in 2008


• Program needs almost $2 million of additional incentive funding 
to allow for 15% growth over 2008 volumes in Single-family 
only (no growth in Multifamily)


• Air & Duct Sealing alone grew by 65-70% year-over-year from 
2007 to 2008


• Contractor base steadily growing
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2009 Program Modifications


Program Modifications, Effective May 1, 2009
• Single-family


– Heat pumps
– Gas furnaces
– Air sealing
– Duct sealing


• Mobile homes (trailer parks)
• Multifamily windows
• Cooperative marketing
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Single-family


Measure and Program Modifications
• Heat pumps
• Gas furnaces
• Air sealing
• Duct sealing
• Cooperative marketing
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Single-family ― Heat Pumps


Heat pump HSPF modification
• Current heat pump requirement – Min. HSPF 8.5
• New heat pump HSPF requirement – Min. HSPF 9.0
• New HSPF, effective May 1, 2009


Rationale
• 2008 Energy Trust program data


2,601 heat pump incentives processed
85% were higher than HSPF 8.5
49% were higher than HSPF 9.0
Average installed cost HSPF 8.5 to 9.0 – $1,000
12 manufacturers sold equipment greater than HSPF 9.5


• Aligns with Oregon Department of Energy’s Specifications


Participant benefit 
• Eligible for Energy Trust rebate and ODOE 


tax credit for all installations
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Single-family ― Heat Pumps


• Heat pump incentives as of May 1, 2009
Upgrade: HSPF 9.0 and above – $200
Replacing electric resistant heat:
HSPF 9.0 and above – $450


• Commissioning incentive being considered – thermostat 
and cutout second-stage heat
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Single-family ― Furnaces


2009 furnace incentive
• May 1, 2009, stand-alone incentives for gas furnaces reduced to $100


– Acknowledges Energy Trust endorsement is critical to up-sell 
efficient furnaces


2009 furnace incentive moderate income households 
(60%-80% median income) and Multifamily buildings


• May 1, 2009, stand-alone incentives for gas furnaces remains $150


Rationale
• Gas furnace market shifted with Energy Efficiency programs 
• 40% replacement furnaces, 95% AFUE or higher
• 70%-75% replacement furnaces, 90% AFUE or higher
• High efficiency has become standard for replacements
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Single-family ― Air Sealing


• Current air sealing incentive – $1 per CFM, up to $400
• Proposed air sealing incentive  – 50% of cost, up to $250
• Air leakage test incentive reduced to $25 per residence tested
• New incentives begin May 1, 2009


Rationale 
• Initially ratcheted up payment to attract more air sealers
• Incentive needs to align with savings; measure is not cost-effective without 


this change 


Requirements 
• Minimum 300 CFM reduction for incentive


• Blower door test, air leakage test, minimum ventilation level of 7 ACH at 
50 Pa (reduction limit waived with approved mechanical ventilation)


• Contractor invoice must list pre- and post-CFM numbers, and final 
ACH50, and document location of air sealing
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Single-family ― Duct Sealing


• Current duct sealing incentive – $1 per CFM, up to $400
• Proposed duct sealing incentive  – 50% of cost, up to $300
• Duct leakage test incentive reduced to $25 per duct system tested
• New incentives begin May 1, 2009


Rationale
• Initially ratcheted up payment to attract more duct sealers
• Incentive needs to align with savings; measure cost-effectiveness is not 


likely without this change


Requirements
• Must have a minimum of 50% reduction to qualify for an incentive; 


minimum 150 CFM reduction to qualify
• Duct sealing performed by a PTCS-certified contractor
• Submit revised PTCS duct sealing form to Conservation Services Group; 


CSG will register eligible forms with Ecos Consulting
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Major Measures: Incentive Cost/kWh


$0.94446.89 $418.76WindowsElectric


$0.61618.50 $378.35Duct Sealing (Testing Costs Included)Electric


$0.47851.39 $397.72Air Sealing (Testing Costs Included)Electric


$0.37899.62 $328.83Attic InsulationElectric


$0.331,780.94 $584.95Floor InsulationElectric


$0.241,069.69 $255.76Wall InsulationElectric


$0.23660.65 $150.00Heat Pump Upgrade (8.2-8.49)Electric


$0.231,767.00 $400.00Ductless Heat Pump, Zone 1Electric


$0.171,136.02 $196.90Heat Pump Upgrade (8.5+)Electric


$0.152,663.00 $400.00Ductless Heat Pump, Zone 2Electric


$0.152,693.48 $400.00Heat Pump Replacement (8.5+)Electric


$0.122,568.83 $300.00Heat Pump Replacement (8.2-8.49)Electric


Avg Incentive / 
kWhAvg kWh


Avg Energy Trust 
IncentiveMeasureFuel
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Major Measures: Incentive Cost/therm


$19.8518.35 $364.22Duct Sealing (Testing Costs Included)Gas


$17.6021.82 $383.98Air Sealing (Testing Costs Included)Gas


$11.0236.34 $400.52WindowsGas


$6.5479.80 $521.74Floor InsulationGas


$3.6583.94 $306.23Attic InsulationGas


$3.5388.64 $313.11Wall InsulationGas


$2.4960.32 $150.00Gas Furnace without ECMGas


$2.4860.54 $149.87Gas Furnace with ECMGas


$2.2788.15 $200.00Tankless Water HeaterGas


Avg Incentive / 
ThermAvg Therms


Avg Energy Trust 
IncentiveMeasureFuel
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Uptake in SF Air & Duct Test/Sealing


Air Test/Sealing & Duct Test/Sealing 2008 versus 2007


321 945


$59,054


$166,943


112,116


295,925


2007 Measure
Occurrence


2008 Measure
Occurrence


2007 Incentive
Cost


2008 Incentive
Cost


2007 kWh 2008 kWh


Electric
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Uptake in SF Air & Duct Test/Sealing


Air Test/Sealing & Duct Test/Sealing 2008 versus 2007


1,272 4,760


$236,173


$815,701


14,282
48,782


2007 Measure
Occurrence


2008 Measure
Occurrence


2007 Incentive
Cost


2008 Incentive
Cost


2007 therms 2008 therms


Gas
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2008 Impact from Uptake (SF)


Budgeted
Incentives Actual


Incentives Budgeted kWh
Actual kWh


Budgeted
$/kWh Actual $/kWh


Electric


$54,401


$166,943


129,501


295,925


$0.42
$0.56


Air Test/Sealing & Duct Test/Sealing


Electric
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2008 Impact from Uptake (SF)


Budgeted
Incentives Actual


Incentives Budgeted
therms Actual therms


Budget $/therm
Actual $/therm


Gas


$185,634


$815,701


13,177 48,782
$14.09 $16.72


Air Test/Sealing & Duct Test/Sealing


Gas
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Mobile Home Parks (Mobes)


Trade Ally Program Participation Requirements
• May 1, 2009 start date


• Air sealing – no tighter than 7 ACH at 50pa


• Up to two cross-over ducts allowed; if two cross-over ducts, then 100% 
quality control


• Contractors enter MOU and receive allotment


of jobs for six-month period, dependent on funding


• $25 each for duct and air sealing tests, the same payment for ISMs and $150 
for a crossover duct


• Participating contractors must install CFLs and high-performance 
showerheads and aerators at each job – track inventory and complete 
installation form for each job


• Contractor payment requires invoices, inventory update, and installation form 
for each job submitted  
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Mobile Home Parks – Duct Sealing 


Rationale for Incentive Change
• Initially ratcheted up payment to attract more duct sealers
• Incentive needs to align with resulting savings; measure is not likely to be 


cost-effective without this change


Requirements 
• Duct sealing must have a minimum of 50% reduction (minimum 50 CFM 


reduction) to qualify for incentive
• Contractor invoice must list pre- and post-CFM numbers, and final ACH50
• Duct sealing performed by PTCS-certified contractor
• Submit revised PTCS duct sealing form to Conservation Services Group; 


CSG will register eligible forms with Ecos Consulting  
• Blower door test, air leakage test, minimum ventilation level of 7 ACH at 50 


Pa (reduction limit waived with approved mechanical ventilation)
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Existing Mobile Homes 
New Requirements


Notification letter at 7 ACH
• There will be a requirement to issue a notification letter when less than 7 


ACH at 50 Pa exists in the mobile home, even with an approved 
mechanical ventilation strategy


100% Quality Control with jobs that repair multiple 
complex ducts


• Beginning May 1, 2009, quality control inspections will be required when 
more than one complex duct repair incentive is received
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MOBE Contractor Incentives: 
Current versus Proposed


up to 2 per bathroom and 
up to one per 


kitchen $2.00 n/a n/a Low flow aerator


up to 1 per bathroom $5.00 n/a n/a Low flow showerhead


maximum 5 in high usage 
areas $3.00 


maximum 5 in high 
traffic areas $3.00 CFLs


maximum 2; QC 
inspection required 


for 2 incentives $150.00 n/a $150.00 
Crossover or Air 


Return Repair 


min 50 CFM reduction
$0.50 per CFM, up 


to $300 min 50 CFM reduction 
$1 per CFM, up to 


$400 Duct Sealing


performed by ODOE 
PTCS certified 


contractor $25.00 


performed by 
ODOE/PTCS 


certified 
contractor $50.00 Duct Leakage Test


min 50 CFM reduction; 
min ACH 7 @ 50pa 


$0.50 per CFM, up 
to $250 


min 50 CFM reduction; 
min ACH 8 @ 


50pa 
$1 per CFM, up to 


$300 Air Sealing


pre and post CFM 
numbers $25.00 n/a n/a Air Leakage Test


Proposed RequirementsProposed IncentiveCurrent RequirementsCurrent IncentiveMeasure
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Multifamily Windows


Minimum window U-value of 0.30 beginning May 
1, 2009


Rationale: 
• Of the 15,867 windows installed in the 2008 windows promotion, 95% were 


U-.30 or less
• Program simplification
Requirements:
• Applies to projects with electric or gas heat 
• Insulation requirements for window incentives remain the same
• Electric-heated multifamily units


– $3.00 per sq. ft. incentive for the replacement of single-glazed windows 
– $2.00 per sq. ft. incentive for the replacement of double-glazed windows


• Gas-heated multifamily units
– $2.25 per sq. ft. incentive for the replacement of both single- and double-glazed 


windows
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Cooperative Marketing Restructuring


Structured to reward volume and quality


• Three tracks with consideration for being new trade ally
– Home Energy Solutions


• New trade allies
• Established


– Home Performance with ENERGY STAR®


• New trade allies
• Established 


– Real Estate Professional
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Home Energy Solutions 
Trade Allies (first year in program)


• First year of trade ally participation; quarterly cap 
based on number of total employees


11–20, $1,000/quarter


1–10, $500/quarter


21–30, $1,500/quarter


31 and up, $2,000/quarter (capped out)
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Home Energy Solutions
Trade Allies


$400,000+ in project cost installed (21)
– Quality control pass rate of 95% or greater


– $2,000 per quarter/$8,000 per year


– Quality control pass rate of 94% or less


– $1,500 per quarter/$6,000 per year


$100,000 – $399,999 in project cost installed (60)
– $1,000 per quarter/$4,000 per year


$99,999 and under in project cost installed (113)
– $2,000 per year


** Numbers in parenthesis indicate the number of current HES trade allies out of 196 
that fall into a particular category.
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Home Performance 
Trade Allies (first year in program)


• First year of trade ally participation; quarterly cap 
based on number of total employees


1–10, $1,000/quarter


11–20, $1,500/quarter


21–30, $2,000/quarter


31 and up, $3,000/quarter (capped out)


After first year of reimbursement, recalculated 
semi-annually, 
on the 15th of every January and July
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Home Performance Trade Allies


$200,000 and up in project cost installed (8)
– Quality control pass rate of 95% or greater
– $3,000/quarter for co-op, $12,000/year


– Quality control pass rate of 94% or less 
– 2,500/quarter for co-op, $10,000/year


$50,000–$199,999 in project cost installed (11)
– $2,000 per quarter/$8,000 per year


$49,999 and under in project cost installed (7)
– $1,000 per quarter/$4,000 per year


** Numbers in parenthesis indicate the number of current Home Performance 
trade allies out of 26 that fall into a particular category.
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Real Estate Professional Trade Allies


Quarterly allotment $1,000 per quarter


• Reimbursement for only the following:
$100 cash back for becoming an Earth Advantage S.T.A.R.* and Energy 
Trust trade ally
Web site—fixed annual reimbursement of $250
Direct mail and flyers—33% of approved project cost
Business cards—33% of approved project cost


• 2009 mechanism in place to track participation and project 
completion by clients of real estate professionals


2010 cooperative marketing will be based on project referrals


*S.T.A.R.= Sustainable Trained Accredited Realtor








Energy Trust of OregonEnergy Trust of Oregon 
2008 Residential Awareness and Perception Study2008 Residential Awareness and Perception Study


Presentation to Conservation Advisory Council


February 18, 2009
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Study PurposeStudy Purpose


Understand Energy Trust customers’ general 
level of interest and awareness regarding 
energy efficiency, renewable energy, climate 
change, and etc.;


Help design Energy Trust’s marketing and 
implementation of existing/future programs and 
campaign;


Serve as a benchmark for future tracking 
surveys.
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SurveySurvey


Sample of 1,000 from random digit dialing; 
additional 204 renters from list


Sample weighted to be representative of Oregon 
population


Question Areas:



 
Energy Trust awareness and participation





 
Use of energy





 
Impressions of energy efficient/renewable energy 
products





 
Global warming beliefs





 
Purchasing plans
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Key FindingsKey Findings


• Energy Trust awareness concentrated in Metro/PDX region, PGE 
customers.


• Most commonly heard about Energy Trust from utility bill inserts and 
other direct mails.


• Participants tend to be homeowners in single-family houses, middle 
aged, have higher education level and household income, and gas 
space heat.


• Participants have installed efficient measures, but conservation 
behaviors are not different from nonparticipants.


• Nonparticipants appear to be trying to reduce energy use by 
conservation measures, not able to employ efficiency measures 
primarily due to cost barrier. 


• Nonparticipants hold slightly more skeptical views toward “energy 
efficient” products in cost, availability, and comfort.



Presenter

Presentation Notes

Note: 77 people (5.8 percent) had participated, so nonparticipants are really the average person.
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Key Findings, continuedKey Findings, continued


• More people in Metro and Willamette/Coast regions believe Global 
Warming is real compared to South and Eastern Oregon. 


• No difference in belief of global warming between participants and 
nonparticipants.


• More than half of nonparticipants’ primary news source is TV.  
Participants rely more on paper media and public radio.


• Half of the participants intend to participate in Energy Trust programs 
in next 12 months; about a quarter of nonparticipants intend to 
participate in Energy Trust programs in the next year. 


• Very few differences by region.
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Energy Trust Awareness by RegionEnergy Trust Awareness by Region


*** p
N=1,205
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Energy Trust Participation by RegionEnergy Trust Participation by Region


Note: ns denotes no significant difference observed.


ns, p (region)
*** p (homeownership)
N=70


N=8N=6N=17N=39



Presenter

Presentation Notes

% of owners and renters by region who have participated in ETO
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Energy Trust Awareness and Participation


Of home owners in our service territory, 
38% had heard of us, 10% said they had 
participated.



 
Of single family home owners in our service 
territory, the numbers are 39% and 11%.


Of renters in our service territory, 20% 
have heard of us, 2% said they had 
participated.



 
Of single family renters in our service 
territory, the numbers are 27% and 5%.
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Energy Trust Participation RateEnergy Trust Participation Rate


N=328N=1,195


Note: Those respondents who said have participated in ETO only before 2004 (5 years or more ago) were not counted as ETO participant.
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Use of EnergyUse of Energy


Participant Nonparticipant Sig. (p)


How concerned about your home’s energy bill? (10-point) 8.2 6.8 ***
% of time you turn the lights off when leaving a room? 79.9% 85.2% *
% of time you do laundry with washer fully loaded? 83.6% 86.2% ns
% of time you leave your computer on/sleep mode? 49.4% 37.9% *
% of time you try to buy energy efficient appliances/electronics? 87.8% 74.8% **
Ever had a home energy audit/review? (yes) 34.3% 13.7% ***
Has filter for heating system been changed since January? (yes) 69.6% 54% **
Have a plasma TV larger than 42 inches? (yes) 13% 3.2% ***
Have CFL or twisty/swirly bulbs in your home? (yes) 91.3% 78.6% **



Presenter

Presentation Notes

Group with highest level of desired (EE) behavior is bolded

Participants more concerned with bill (but they tend to be wealthier!)

Participants are not very different (slightly worse) from average when it comes to conservation behaviors, better when it comes to purchasing behaviors, EE
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CFL OwnershipCFL Ownership


N=1,204 N=521


N=1,204


* Asked if they said no/don’t know to CFL possession.


+


=
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Energy Efficiency/Renewable ImpressionEnergy Efficiency/Renewable Impression


* p


* p


* p
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Other Activities to Reduce Energy UseOther Activities to Reduce Energy Use


Note: The total number of responses (not number of respondents) were used for denominator. Total number of responses=1,616.



Presenter

Presentation Notes

 watch tv in the dark. 
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Global Warming/Ecological BeliefGlobal Warming/Ecological Belief


** p
N=968


Note: In order to rescale this survey data to the scale used in the national survey, “somewhat convinced” (middle point) in this survey was treated as missing (n=235). 
‘Completely convinced’ and ‘Mostly convinced’ were combined in “convinced” bins, and ‘Not so convinced’ and ‘not at all convinced’ were combined in “not convinced” 
bins. American Opinions on Global Warming, http://www.populationmedia.org/wp-content/uploads/2008/01/americansglobalwarmingreport.pdf


National survey, 2007
Convinced


Not convinced


No significant difference between participants and nonparticipants.



Presenter

Presentation Notes

Completely 
mostly 
somewhat 
not so 
not at all
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Advice you would give to reduce Advice you would give to reduce 
contribution to global warmingcontribution to global warming


Note: The total number of responses (not number of respondents) were used for denominator. Total number of responses=995.



Presenter

Presentation Notes

Asked of people who were at least somewhat convinced that global warming was happening.

There is a lot of talk about things people can do to reduce their contribution to global warming. If a friend of yours wanted to do the most effective thing, and had the money to do anything, what would you advise your friend to do? 
Open-ended
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PurchasingPurchasing


Note: Responses other than “yes” or “no” were treated missing.


N=1,173 N=1,192
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Struggler ProfileStruggler Profile


Behavioral variables
• Low energy consumption
• No Energy Trust participation
• Least informed about general 


energy efficiency issues
• Need more CFLs


Demographic variables
• Renters
• Electricity for heating
• Low income 
• Less educated
• Older householders
• Scattered across the state
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Main Street Oregonian ProfileMain Street Oregonian Profile


Behavioral variables
• Both low and high energy 


consumption
• Average information awareness 


level
• Some Energy Trust participation
Demographic variables
• Homeowners
• Electricity for heating
• Higher concentration in non-urban 


area, South in particular
• Middle income
• Varied education level
• Older householders
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Progressive Saver ProfileProgressive Saver Profile


Behavioral variables
• Low energy consumption
• Most informed about general 


energy efficiency issues
• Low Energy Trust participation


Demographic variables
• Homeowners
• Natural gas for heating
• Middle income
• Varied level of education
• Younger householders
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Willing and Able ProfileWilling and Able Profile


Behavioral variables
• Both low and high energy 


consumption
• Most informed about general 


energy efficiency issues
• High information awareness level


Demographic variables
• Mix of owners and renters
• Natural gas for heating
• Higher income
• Varied level of education
• Younger householders
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Comfortably Established ProfileComfortably Established Profile


Behavioral variables
• Very high energy consumption
• Average information 


awareness level
• High Energy Trust participation


Demographic variables
• Mix of owners and renters
• Electricity for heating
• High income
• Well educated
• Older householders
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Target Segment SelectionTarget Segment Selection


Strugglers


Main Street Oregonians


Progressive Savers


Willing and Able


Comfortably 
Established


Attractiveness Targeting Implementation


Low


High


Moderate


High


High


No, but send CFLs


Yes, hit hard!


Yes


They will come


Yes
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