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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, April 15th, 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 Production Efficiency Program Incentive Updates  (Discussion) 
     
 
2:15 Portland Clean Energy Investment Fund Pilot Update  (Discussion) 
 
  
3:15    Home Energy Review Customer Interface Enhancement  (Discussion) 
 
 
4:00 Adjourn  
  
 
The next scheduled meeting of the Conservation Advisory Council will be on May 20.  
 
Home Energy Review Customer Interface Enhancement  (Discussion) 








To all CAC members and ETO staff: 
 


Goal is to make HER better and more valuable to consumers.  That makes sense.   


What is not working that you are trying to fix? 


The program works as it is, results are good, and savings are good (based on your own reports/statistics).  


The economy is bad not the HER process.  Focus on getting customers to do more, deep energy savings 


for every house.  Low interest financing or larger rebates.  Make it irresistible for homeowners. 


What are ETO goals for 2009 for HES residential program?  More measures per job, more jobs 


less measures, deep energy savings per house, more HPwES jobs,  


 


A Contractor(s) perspective on HER changes 


The following is my opinion and opinions from contractors I have talked with.  I feel it is my 


responsibility to share this in a clear, concise way as part of ORA contractor representative on CAC. 


In business you have to learn what you do best and focus on that.  It is very difficult to be all things to 


all people.  You can please some of the people all of the time, all of the people some of the time.  You 


can never please all of the people all of the time. 


 


Ideas for making HER better: 


1. What are FAQ from customers - come up with answers for all questions, 


a. Have a page or two of these to handout to consumers 


b. FAQ air & duct testing and HPwES.  Set answers that all HER staff uses. 


2. Questionnaire for customers to determine best route/path 


a. Contractors can help develop this with ETO staff 


i. Insulation no testing 


ii. Air & duct testing, insulation bid. 


iii. HPwES – Complete testing, insulation bid, furnace bid, solar too if they want it. 


3. Change the name.  Home Information Review (HIR).  HER is not an audit and should not be 


thought of as one.  Do what you do best promote the programs, incentives and Trade Allies. 


4. Not giving price estimates as hard as that may be. 


a. Always old pricing and never current or accurate. 


b. Conditions of crawl, attic, and walls can vary pricing dramatically. 


c. Causes more issues than it solves. 


d. Experience with past programs (over 20 years); this did not help get customers to do 


more work.  PGE got away from this after many years. 


e. ETO is trying to do the same as what has already been tried by PGE in the past. 


5. Give information about programs and rebates. 


a. Encourage any and all improvements that will save energy. 


b. More you can do the more you can save. 


c. It is not just about energy savings.  Global warming, climate change, carbon footprint. 


d. How many home improvements actually save money monthly? 


e. Home Performance with Energy Star (HPwES) evaluation best way to get overall savings 


options for your home with payback calculations. 


f. Contractors are more qualified/certified than we are (HER staff) to make 


recommendations for you home.  They should test to confirm good and bad about your 


home.  Visual inspections are not as accurate. 


g. Call a few contractors and ask questions.  Find contractor you feel comfortable with and 


feel you can trust. 


6. Priorities for Homeowners – Always in this order based on HPwES training: 







a. Fix the building shell to hold in heat/cool longer and slow temperature change of home 


year round.  Tight and insulated building & ducts. 


b. Upgrade heating, appliances, lighting & hot water system to more efficient type. 


c. Then add solar options – lower load less solar needed. 


 


Issues contractors have that will prevent large support for HER estimates & recommendations: 


1) How does ETO/CSG support contractors when Home Review information is not accurate? 


a) Contractor who has more extensive training views issues differently than HER person with very 


little training.  Usually no certification. 


b) HPwES contractor views priorities differently, with HomeCheck as backup for reasoning and 


much more training. 


c) Testing of house & ducts or HPwES testing is only way to accurately prioritize what shell 


measures should be done. 


d) Information going out now from HER people as far as R-values is not always accurate now. 


e) Issues already exist with HER information not accurate.  Some are giving priority 


recommendations now. 


f) Some HER people say “Windows (furnace, floor insulation, wall insulation) is last thing to do”.  


They should encourage EVERY measure.  Give the customer what they want and more. 


g) HER people have good intentions, but not always helping get customers to do work. 


h) We find customers believe whatever they are told by HER staff.  It is very hard to convince them 


otherwise when we don’t agree with HER recommendations. 


i) Who will we call from ETO/CSG to inform customer that contractor knows better than HER 


person that was out? 


2) There are very few if any contractors that will support or want to see ETO/CSG do audits for 


homeowners and give estimates. 


a) You will create a divide between ETO and contractors. 


b) This is not the way you treat contractor alleys if you want cooperation and more participation 


and more jobs completed. 


c) Contractors can do the job of auditing better than HER staff.  That is what we have paid for 


training to be able to do.  That is our business. 


d) HPwES home assessment is the best way to get estimates of all needs for homeowners with 


estimate and cost savings as accurately as possible.  If it is not of value why promote HPwES. 


e) I have not met a contractor yet who thinks this is a good idea.  If there is a contractor reading this 


that thinks it is a good idea.  Please stand up and give reasons why you feel that way. 


f) ETO will dilute the value of air & duct testing and HPwES home assessments.  Home owners 


will be more confused and wonder, why pay a contractor when ETO will do an audit for free. 


g) Customers will expect contractors to meet or beat ETO estimates and question why they are 


different/higher than ETO estimates. 


 


Respectfully submitted to CAC & ETO staff members for the April 15
th


 meeting.  Hopefully this saves 


time for all at the meeting.  I believe you will be hearing from contractors at the meeting to confirm my 


beliefs as expressed.  Please ask them weather they agree or not with my thoughts. 


 


Paul CasePaul CasePaul CasePaul Case    


Paul Case 


Home Visions West – HPwES contractor 
ORA contractor representative to CAC 








Home Energy Review 


Improvement 


Conservation Advisory Council
April 15, 2009







Improve customer experience
Provide an experience that creates repeat 


customers; more measure installs; more 


savings.


Increase customer follow-through
Energy Trust evaluation shows 69% of 


HERs don’t result in further action.


Reduce delay in measure installs
Those who take action wait an average of 


four months to install measures. Many wait 


more than a year. Need to get customers 


into contractor pipeline faster.


Improve customer service
Energy Trust is held to high performance 


standards that include customer 


satisfaction.


Why Improve HERs?







Supports better communication
•Between reviewer and participant


•Between those present and other decision-makers not present at the review


•Provides ongoing reference as homeowners take multiple steps


Space to note existing conditions/appliances in the home


Highlights opportunities for savings 


Features simple messaging around potential savings to motivate 
participant


Provides spaces for reviewer to prioritize energy-saving 
opportunities in the home


HER Homeowner Report 







Streamlined Packet Materials


Welcome Overview
• Online resources


• Top five common improvements by quickest payback


• Benefits of energy efficiency improvements to home


HER Report


• Advisor recommendations based on the home with notes area


Next Steps


• Easy to follow action oriented steps
• Identify financing option


Incentive Grid & Energy-Saving Tips


• Defines measure incentives (rebates, OR Tax Credits, Federal Tax
Credits and loans) and installation criteria


• Backside features some no-cost, low-cost energy-saving tips


Trade Ally list







Additional Components


Reviewer training
• Reviewers trained to provide better customer service


• More technical training in building science


• Train staff in “technical sales” to influence customers to move forward with energy 
efficiency projects


Continued customer contact with reviewer
• E-mail and phone number for customer questions


• Energy Advisor business cards


• Act as a resource to participant throughout measure installation process


Enhanced education on Energy Trust website
• Provide ‘next steps’ information and additional resources in HER section


Encourage measure installation follow-through
• Provide follow-up communications reminding participating to take action; next 


steps information and link to trade ally list







Feedback Received
�Focus on what is not working about HER and needs fixing


�Provide customer FAQ--answer frequent customer questions


• Change name to Home Information Review (HIR)


�Don’t provide price estimates


�Give information about programs and rebates


�Priorities for homeowners (based on HPwES training):


• Weatherization/insulation


• Upgrade heating, appliances, lighting & hot water system to 


more efficient type


• Then add solar options – lower load less solar needed.


�Reinforce that contractors provide more accurate assessments of 


energy-saving opportunities as well as cost information


�Reinforce that Home Performance testing is the best way to 


accurately identify what is working and not working in the home.







More Feedback?
Questions?


Diane.Ferington@energytrust.org


503.445.7621








Portland Clean Energy Fund: 
Financing and Utility Bill Repayment 


for Energy Efficiency


Derek Smith and Andria Jacob


Portland Bureau of Planning and Sustainability


Energy Trust of Oregon, Conservation Advisory Council


April 15, 2009







Portland Clean Energy Fund


Enables homeowners to access 
low-interest, long-term financing 
for quick, easy and affordable 
investments in energy efficiency 
and renewable energy. 







Policy Context


• 80% reduction in carbon emissions by 
2050


• On Mayor’s first 100 days agenda


• Workforce development and green jobs


• Transferability statewide and nationally







The Players
• Lead


– City of Portland and Multnomah County


• Service Delivery 
– Energy Trust of Oregon


• On-bill Repayment
– NW Natural, Pacific Power, Portland General 


Electric


• Fund Management
– Shorebank Enterprise Cascadia







Pilot Scope
• 500 single-family homes throughout Portland


– Mostly owner-occupied


• Enrollment begins this May


• Intent to scale county-wide in 2010


• Test:


– Viability of financial model 


– Attractiveness of “deal sweeteners” like cost-
neutrality, enhanced service delivery


– Scalability 







Measures


Weatherization Windows         SolarFurnace/heat pump


PHASE I: PILOT PHASE II: SCALE


Easier to fit initial financial model


Appropriate to economy challenges


Suitable for on-bill amortization 
periods (up to 20 years)


Suitable for LID/property tax route?


May require legislative solutions


Also will include commercial







Fund Structure - Pilot 
Senior


Lender


Foundation 


PRI


Local 


Government


Public 


Purpose 


Charge


Property 


Loans


Investment 


Fund


Fund


Start-Up


Program 


Start-Up


Tax Credit 


Equity


Working 


Capital


Weatherization 


Grant


Federal Block 


Grant


Program 


Implementation


• City/County create 
equity fund


• $3 million 
capitalization for 
500 homes


• Stimulus $$ and 
PP funds


• Loans sold to 
secondary market 
for capital 
replenishment







Outreach


• Initial targets from Energy Trust database, 
~2,500 homes


• Representation from each utility service 
area and low-income population


• Messaging and materials currently in 
development







Participant Experience
• Invitation from Mayor and County Commissioner


• Sign up for Home Energy Assessment


• Homeowner gets summary of measures, costs and 
financing options


• Energy advocate supports participant decision-
making


• Investment paid back through utility bill


• Most measures result in no net cost to homeowner







Service Delivery
• City/County requirements 


– Highest quality work product


– Best possible data from the field 


– Highly positive experience for participant


• Energy Trust
– Home Energy Assessment new path 


• Energy Advocate (EA) program representative


• Establishes BPI-certified project contractor (PC) pool 
– RFQ to select pool and establish measure costs (flexibility)


• EA teams with project contractor to conduct assessment


• Project contractor under EA coordination with participant 
completes work or is assigned general contractor role of 
managing subs to complete multiple measures







Next Steps 


• Work groups meeting to design program


– Outreach


– Service delivery


– Systems integration


– Workforce development


– Fund management


• Working toward mid- to late-May launch 
event








2009 Production Efficiency  


Proposed Incentive Changes


April 15, 2009
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Analysis of Need


• Proposed changes based on:


– Review of PE program historical incentive and project 


cost data


– Alignment with Existing Buildings custom incentives


– PDC observation of immediate effect of recession on 


the Industrial sector in Oregon and resulting PE 2009 


forecast trends


– Lack of economic stimulus directed to this sector
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Current Incentives/ Proposed Changes


• Current incentives


– Current custom incentives $.20/ kWh or 50% of project costs


– 2008 special incentive of 60% of costs for projects committed by
1/15/09, completed by end of 2009, drove new commitments in Fall/ 
Winter 2008. 


• Proposed Changes


– Permanent change to $.25/kWh 


– Temporary special of 60% of project costs for commitments in 2009, 
completed before end of 2010, to drive savings during recession 


• Applies to all PE custom electric efficiency measures except lighting


– Does not apply to pilots or special strategic market offerings


• Proposed to be effective May 15, 2009
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Key Findings Addressed By Changes


• Average turnkey costs for industrial energy efficiency projects have 
risen significantly since 2006


– Materials and equipment costs directly affected by rising metals, energy 
costs


– Types of projects incented by ETO have changed – larger number of 
smaller projects for smaller industrials, deeper savings in sites that 
already tapped low hanging fruit


• Currently ~ 45% of incentives capped by $.20/kWh


– Higher-priced projects get capped at $/kWh


• Incentive change to $.25/kWh designed to 


– motivate underserved customers to participate 


– increase kWh savings at participating sites by going after higher-cost 
measures
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Historical PE Cost and Incentive Data


Incentive and Cost Comparison
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Aligning PE with EB Incentives


• Existing Buildings, Multifamily, Production Efficiency 
increased lighting custom incentives in tandem in Feb 
2009. 


– Increased:


• custom incentive from 30% of installed cost to 35% of installed cost


• custom incentive cap from $0.15/kWh to $0.17/kWh


– Value of consistent incentives from both customer perception and


internal administrative perspective


• Proposed change from $.20 to $.25/kWh is in alignment 
with EB Custom Mechanical change which became 
effective Feb 2009.
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Key Findings Addressed By Changes


• Economic recession directly affecting most Oregon large industrials


– Traditional source of PE low cost, large efficiency projects


– Our larger industrials are increasingly committed to energy efficiency, 
are actively seeking projects, but are getting resistance from financial 
decision-makers


– Some large projects have been canceled or delayed, offsetting new 
commitments and flat-lining PE program forecast in Feb & March 2009.


• Fairly good commitments during Sept 08 – Jan 15, 2009 due to 60% 
incentive special


– Lower cost/ higher savings projects typically capped by project cost %


• Proposed “special” (temporary) 60% project cost cap designed to


– Overcome financial decision-maker reluctance to commit 


– Reach immediate PE kWh savings goals in 2009/ 2010
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2009 Forecast Trend – Recently Flat


2009 Forecast History


0


10,000,000


20,000,000


30,000,000


40,000,000


50,000,000


60,000,000


70,000,000


80,000,000


90,000,000


100,000,000


Oct-08 Nov-08 Dec-08 Jan-09 Feb-09 Mar-09


S
a


v
in


g
s


 (
k


W
h


)


Estimated


Proposed


Committed


Completed





