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Agenda
Conservation Advisory Council
Wednesday October 21st, 2015 1:30 pm — 4:30 pm

Address:
421 SW Oak St., #300
Portland, OR 97204
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1:30

1:35

1:45

2:15

3:45

4:15

4:30

Welcome, introductions

Old Business and Announcements

New CAC member — Tyler Pepple, ICNU

Sept CAC minutes

2016 R1 Budget Preview

2016 R1 Budget and Action Plans by Sector

2016 Residential Incentive Adjustments

(information)
(discussion)

(discussion)

Staff will discuss proposed adjustments to incentive levels and program requirements

which are planned to go into effect in January.
Public comment

Adjourn

The next scheduled meeting of the Conservation Advisory Council will be on
Friday November 20, 2015

421 SW Oak St#300 Portland, OR 97204  1.866.368.7878 503.546.6862 fax

energytrust.org
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Agenda

« 2016 Measure Changes
* EXisting Homes
* Products

» Cross-Sector Savings Strategies






Existing Homes





Existing Homes Measure Changes
* Changes planned for January 1, 2016

Savings and incentive decreases,
requirement changes for heat pump
water heaters

Gas and electric water
heating

Savings and incentive decreases,
requirement changes for ductless heat
pumps and gas fireplace

Gas and electric
heating

Direct Installs Savings and incentive decreases






Existing Homes Additional Changes

* Discontinue $75 EPS incentive
 Transition focus to driving consumer
demand for EPS and collaboration with
market actors to build rater network
« Discontinue $100 multi-measure bonus

Incentive Changes
Multi-Measure Discontinue

EPS Discontinue






Existing Homes Detalled Changes

Category Measure 2015. 2016 Notes
Incentive | Incentive

Direct-vent gas fireplace
20-74% FEg P $250 $150  Electronic ignition

required, savings

Direct-vent gas fireplace $350 $250 decrease

75%+ FE

Direct-vent gas unit heater
80% AFUE (OR)

Remove in OR,

$100 Discontinued maintain in SWWA

Heating Ductless heat pump $800 $800 ol .HSPF minimum,
savings decrease
Gas furnace 95%+ AFUE : :
(SWWA) $350 $200 Incentive budget relief
Gas furnace, rentals $500 $550 Align with SWR
Heat pump advanced Align with Smart
controls, self-install il £ Thermostat measure
Direct  Directinstall: LED A-lamp $11 $9 Savings decrease
Install pligillizelEEe $15 $15 Savings decrease

reflector





Existing Homes Detalled Changes

Incentive | Incentive

Gas water heater .62-.66 Removed Savings decrease,
EF (SWWA) updated baseline
Gas water heater .67 EF Savings decrease,
(SWWA) el S0 updated baseline
Gas water heater .67 EF Savings decrease,
(OR) — S updated baseline

55 gallons or less,
$150 $150 simplified req’s
updated baseline

Heat pump water heater,
Water tier 1 small tank

Heating and Heat pump water heater,

tier 1 large tank $500 Discontinued

Treatment
55 gallons or less,

$500 $300 simplified req’s
updated baseline

Heat pump water heater,
tier 2 or 3 small tank

Heat SR LS WEEUE, $500 Discontinued
tier 2 large tank

Remove 2 speed
Pool pump, 2 speed $200 Discontinued option, maintain

variable speed





Products





Products

2015 2016
Measure ! . Notes
Incentive Incentive

ENERGY STAR

7
clothes washer 0 @7 S
ENERGY STAR
refrigerator $75
ENERGY STAR

$35
freezer
Refri tor, f

e nggra or, freezer $20 or $40

recycling
Clothes washer

n/a

recycling

$75

Discontinued

Discontinued

$30

$30

2016 is a standard, non-tiered
offer solely for front loading
ENERGY STAR certified
clothes washers

Energy Trust may introduce
midstream incentives for a
limited tier of units pending
cost effectiveness screening

2016 is a standard offer
regardless of age of unit
retired

New offer for 2016





Products

2015 2016
Measure . . Notes
Incentive Incentive
Heat pump water 55 gallons or less,
heater, tier 1 small N/A $150 simplified installation
tank — self-install requirements

Heat pump water
heater, tier 2 or 3
small tank — self-
install

N/A $300 55 gallons or less,
simplified installation
requirements






Cross-Sector Savings





Cross-Sector Savings Strategies

Smart N

Launching new $50 incentive across fuel types
Thermostats « 2016 strategy: drive sales online and in retail stores

« Customer-facing incentive (thermal efficiency)
Hearths « Upstream incentive (electronic ignition)
« Savings applied across New & Existing Homes

« Transitioning self-install savings from Existing Homes
Heat Pump Water 14 products program
Heaters « New strategies for upstream water heating savings
across programs





Gas Hearths

« Consistent methodology to record savings
across the sector

* New upstream approach with hearth retailers
and distributors for electronic ignition savings






Smart Thermostats

* Nest models only
» Retall sales - Products program
« Online & contractor sales - Existing Homes program

* 75% of regional Nest purchases at brick and
mortar retail locations

* High heating savings opportunity
« Marketing efforts designed across programs






Heat Pump Water Heaters

« Water heating savings previously 100% allocated to
Existing Homes program

« Self-install heat pump water heater savings -
Products program to implement retail measure TBD

2016

« Trade ally installations - Existing Homes

* Drive installations across water heating fuel types
and installer types through program collaboration

« Assess the best marketing and sorting strategies
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Conservation Advisory Council Meeting Notes

September 9, 2015

Attending from the council:

Warren Cook, Oregon Department of
Energy

Charlie Grist, Northwest Power and
Conservation Council

Julia Harper, Northwest Energy Efficiency
Alliance

Garrett Harris, Portland General Electric
Don Jones, Jr., Pacific Power

Don MacOdrum, Home Performance Guild
of Oregon

Holly Meyer, NW Natural

Elaine Prause, Oregon Public Utility
Commission

Attending from Energy Trust:
Susan Badger-Jones

Mike Bailey

Amber Cole

Kim Crossman

Sue Fletcher

Jackie Goss

Fred Gordon

1. Welcome and introductions

Marshall Johnson
Erika Kociolek
Steve Lacey

Ana Morel

Thad Roth

Erin Rowland
Adam Shick
Julianne Thacher
Katie Wallace
Mark Wyman

Others attending:

Dave Backen, Evergreen Consulting
Susan Brodahl, Energy Trust board
John Frankel, NW Natural

Sara Fredrickson, CLEAResult
Chris Smith, Energy 350

Cameron Gallagher, Nexant

Mitt Jones, Home Performance Guild of
Oregon

Alan Meyer, Energy Trust board
Tim Miller, Clean Energy Works
Greg Stiles, Ecova

Kim Crossman convened the meeting at 1:30 p.m. and reviewed the agenda. The agenda,
notes and presentation materials are available on Energy Trust’'s website
at: www.energytrust.org/About/public-meetings/CACMeetings.aspx.

2. Old business

The council approved July meeting notes without comments or changes.

3. Executive director hire and transition

Susan Brodahl, a member of the board’s Executive Director Transition Committee, presented
plans for recruiting, hiring and transitioning to a new executive director. Energy Trust’s current
executive director, Margie Harris, will retire at the end of 2016.

Susan Brodahl: Based on discussions with the board, the Executive Director Transition
Committee proposed a list of desired traits and capabilities of a new executive director: strategic
thinking, planning and execution; executive level management; effective communications; belief
in mission; sustaining Energy Trust’s culture; and in-depth industry and subject matter
knowledge. The committee is reaching out to stakeholders for input, and is seeking input and

new ideas today from council members.
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Conservation Advisory Council Notes September 9, 2015

Susan Brodahl: What current and future opportunities and challenges should the board have in
mind when selecting an executive director?

Julia Harper: Implications of the Environmental Protection Agency’s Clean Power Plan.
Don Jones, Jr.: Flat or declining utility loads.

Marshall Johnson: Climate refugees.

Greg Stiles: 2020 federal lighting standards

Marshall: Opportunities related to carbon markets.

Garrett Harris: Challenges regarding cost-effective energy-efficiency measures given low costs
of natural gas, changing code standards and market saturation of energy-efficiency measures.

Holly Meyer: Strategic thinking to position Energy Trust to solve the next challenges, such as
how Energy Trust can fit into carbon reduction efforts. | also want to stress the challenge of
finding cost-effective gas-saving measures.

Julia: Opportunities and needs to combine energy-efficiency with water conservation efforts.
Steve Lacey: Political acumen is missing from the list of desired traits.

John Frankel, NW Natural: Increased housing density in the Portland market and increased
multifamily building construction.

Marshall: An urban planning background may be helpful.
Warren Cook: The current and future state of the public purpose charge and SB 838 funding.

Don Jones, Jr.: Energy policy chops, especially at the state level.
Don MacOdrum: | agree that the new executive director needs solid policy experience and
legislative savvy.

Tim Miller, Clean Energy Works: A background in innovation, such as folding in other publicly
funded objectives like resilience. Innovation in looking at new marketing channels, such as
through partnerships.

Susan Brodahl: What capabilities and traits are most and least important to you?

Don MacOdrum: A new executive director needs all of those traits. We should be talking about
the depth of expertise they need to have in each category. What is the minimum level of
expertise or skill needed?

Susan: What's the least important trait? What can we train for?

Don MacOdrum: You can train for Energy Trust culture. In fact, less exposure to Energy Trust's
history and culture may facilitate more innovation and opportunities to forge new relationships.
Don Jones, Jr.: | agree that culture is something you can train for.

Garrett: | don't think it's a bad thing for the new executive director to challenge Energy Trust’s
culture. | would tweak the language from “sustain” to “sustain and enhance.” | think industry
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Conservation Advisory Council Notes September 9, 2015

knowledge is critical, but the incumbent does not necessarily need deep subject matter
knowledge.

Holly: | agree that deep subject matter knowledge is not critical. | suggest breaking out industry
and subject matter knowledge into two bullets. Communications skills are extremely critical.

Garrett: | suggest adding collaboration to the communications bullet.

Julia: The top qualities are strategic thinking, management and communications. Industry and
subject matter knowledge are secondary to those core management and leadership skills.
Finding someone who believes in the mission should be easy.

Don Jones, Jr.: Some industry and subject matter knowledge is important, though it doesn't
need to be the candidate’s top strength.

Don MacOdrum: You could combine the culture and mission bullets, and create a new policy
bullet.

Susan Brodahl: Is it important for the person to be from the Pacific Northwest?
Council members agreed that it's an advantage but not critical.
Warren: The Pacific Northwest has unique energy issues that a candidate must understand.

Marshall: Innovation. Creativity. Change management. IT systems expertise.

Julia: Integrity is an important trait to add. It's important to preserve the integrity of the
organization.

Susan Brodahl: What is most important about this hiring and transition process?

Don Jones, Jr: Hire the right person. Founder and successor transitions are very difficult.
Susan Brodahl: The committee is not just focused on selection, but also transition. We will be
involved in the incumbent’s first 18 months.

Don Jones, Jr.: Will the new executive director be an at-will or contracted employee?
Susan: Likely at-will, but | will need to refer that question to Human Resources.

Don MacOdrum: Continuity of leadership is important. We need systems in place that allow for
the executive director to be innovative and creative.

Susan Brodahl: Send additional questions or comments to Ken Canon, Executive Director
Transition Committee chair. Your feedback will be consolidated by the committee and presented
to the full board.

Greg Stiles: | want to note what | learned in another stakeholder session, which is the
committee will not use a headhunter.

Susan Brodahl: Energy Trust has a strong network and reputation, and we’re not sure it's
needed.

Don Jones: It could be helpful for a headhunter to find and encourage as many qualified
applicants as possible.

Susan Brodahl: There is room in our timeline to engage a headhunter after we receive a first
round of applications, if needed.

Holly: | feel strongly that the candidate should embrace the role of natural gas in our clean
energy future, and not just focus on electric efficiency opportunities.
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4. Gas fireplace market transformation studies

Mark Wyman, New Homes and Products manager, and Adam Shick, Planning project manager,
presented the results of several recently completed studies on the market for direct-vent gas
fireplaces and implications of these findings on future program design. Currently, Energy Trust
provides incentives only for fireplaces in existing, not new, homes.

Adam: There are two components of fireplace efficiency: FE and ignition systems. Fireplace
efficiency, or FE, is an estimate of the efficiency of gas fireplaces, also called thermal efficiency.
Higher is better. Standing pilot lights are on constantly. With intermittent pilot ignition, IPI, the
pilot is ignited first and then is used to turn on the main burner. When you turn the fireplace off,
the pilot light turns off immediately. In this presentation, IPI and electronic ignition are used
interchangeably.

Energy Trust began offering incentives for gas fireplaces through a pilot in 2009. The
offering was intended to get consumers to purchase fireplaces with higher FE ratings
and move the market away from standing pilot lights and toward efficient ignition
systems. In 2009, a survey of Oregon hearth vendors was undertaken to estimate the
market baseline FE and prevalence of IPI. That study found that just under 40 percent of
fireplaces had IPI and the average FE was 61 percent.

The survey was replicated in 2013 when the program received anecdotal feedback that
the fireplace market in Oregon had changed rapidly since the 2009 survey. The 2013
survey observed a large increase in average FE, from an average of 61 percent to an
average of 68 percent, and a very large jump in the proportion of fireplaces with IPI, from
40 percent to 76 percent.

To understand if these large changes were driven by Energy Trust, interviews with three
market actors were undertaken in 2014. The outcome of the interviews was
inconclusive. This led Energy Trust to undertake a more comprehensive study of the
fireplace market, which is being presented today.

In 2014, we conducted a market transformation study, asking manufacturers and
distributors to forecast gas fireplace sales in Oregon and a comparison region consisting
of Eastern Washington, Idaho and Montana through 2020. Idaho and Montana lack
fireplace incentive programs. We looked for changes over time and differences between
regions. We learned that the proportion of direct-vent gas fireplace sales with IPl were
much higher in Oregon than in comparison regions. The proportion of high FE fireplaces
was also higher in Oregon than in comparison regions. FE differences between regions
are relatively consistent, and FE levels are not expected to change significantly by 2020.

Don Jones, Jr.: Are all gas fireplaces sold through distributors?
Mark: We have more to learn about the distribution model.
Don Jones, Jr.: In my experience, distributors have an accurate understanding of their markets.

Julia: Do any distributors cover Oregon and other states?
Adam: Yes, two of the three distributors we interviewed work in both regions.

Warren: Do rural differences account for differences in fuel sources?
Adam: No.

Susan Badger-Jones: How do you define rural?
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Adam: The researchers advised us that the comparison regions were more rural than Oregon.

Adam: To learn about gas fireplace prevalence in new homes, we also conducted a survey of
people living in homes whose builders received incentives through Energy Trust's New Homes
program. We found that gas fireplaces are prevalent in new homes, and average FE and IPI
prevalence appears to be lower than what we see in the Existing Homes market. We
interviewed new home buyers to learn how much fireplaces are used in new homes, and found
that they are used much less than fireplaces installed by residents of existing homes—an
average of eight hours per week in new homes compared to 15 hours in existing homes. We
concluded that the best opportunities for new home fireplace efficiency is in IPI.

John Frankel: The New Homes study is based on self-reported data from a warmer-than-
average year and the Existing Homes study is based on metered data during a colder-than-
average year. How can you compare these two studies?

Adam: For Existing Homes, we surveyed residents in addition to metering energy use. We
calculated the difference between surveyed and metered results and applied that factor to the
New Homes data.

Don Jones, Jr.: Builders of new homes install gas fireplaces for aesthetics, not for primary use
as a heat source.

Mark: Fireplaces in new homes are not generally used as a secondary heat source. Additionally,
new homes have more efficient mechanicals and shells, resulting in a lower baseload of heating
to be displaced.

John Frankel: For new homes, awareness by builders about FE were low. FE is not posted on
fireplaces, so it makes sense that awareness is lower.

Mark: The program is working on including fireplaces in Energy Trust's EPS™ model for rating
the energy efficiency of new homes. Based on these studies, if Energy Trust were to offer
incentives for fireplaces in new homes, the incentives would differ significantly from incentives
for fireplaces in existing homes. This could result in market confusion.

Holly: | thought new homes incentives were based on packages, not individual incentives.
Mark: Yes, this is true for homes rated with EPS. We also offer incentives for individual
products. We are collaborating with Northwest Energy Efficiency Alliance to develop a protocol
for a standard performance-based new construction program. One limitation is the modelling
software.

Mark: Objectives in 2016 include maintaining momentum on the prevalence of IPIl. Research
indicated that we have accomplished a lot of progress in the market, and we want to achieve
100 percent IPI. Two-thirds of gas fireplaces are installed in the new construction market. We
want to continue momentum through the retail channel. We need more sales data to determine
if we can achieve market transformation.

In 2016, we will continue downstream incentives for FE and develop new mid-stream
distributor incentives for IPl. The mid-stream incentives will help us make inroads into
the new homes market. Thermal efficiency is not a viable resource in the new homes
market. Electronic ignition savings are cost-effective in both markets.

Don Jones, Jr.: What are key efficiency features that determine the FE score of a fireplace?
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Mark: It's like an Annual Fuel Utilization Efficiency, AFUE, rating. It's hard to isolate the cost of
efficiency because the units have a lot of aesthetic features. More energy-efficient units can
have lower costs in some cases

John Frankel: Everything about the fireplace determines the FE rating score, including glass,
box type, log type and how the unit is sealed.

Fred: It's difficult to decide if we should do more research, which can be very expensive. Our
research is well ahead of everyone else in the country.

Mark: The proposed 2016 Existing Homes downstream thermal efficiency offer is a $150
incentive for units with 70-74 percent FE and $250 for units with 75 percent FE or higher.
Incentives today are $250 and $350, respectively. IPI would be required for all units to receive
incentives.

Marshall: Units cost around $2,000.

Holly: What is the incremental cost between efficient and non-efficient units?
Mark: There is not consensus.
Warren: Current tax credits are $350 and $500.

Mark: The 2016 proposed residential midstream electronic ignition offer is $30. This is a
distributor-facing offer. Savings are discounted. The goal is to hold the line on prevalence of
electronic ignition in 2016 as incentives are transitioned upstream.

John Frankel: How do you define distributors?
Mark: Distributors are defined as anyone who buys from a manufacturer.

Mark: 2016 will be a transitional year. The limited upstream approach will provide a framework

to forecast savings, allow time to build new business relationships and provide opportunities to

establish distributor level baselines to transition to performance-based goals. This will give us a
foothold to launching a mid-stream offer.

Holly: How do you know if $30 is enough to motivate distributors to fill out the paperwork?
Marshall: Distributors would install a quantity of fireplaces so that the $30 would add up to
significant benefit.

Holly: Why are overall incentives going down?

Mark: We now better understand our impact on the market, and are working to finalize a
determination as to the rate of influence our incentive has had. This influence rate will be
applied as a net to gross ratio, discounting the amount of savings we claim on each IPI to reflect
the degree to which we believe our incentive is responsible for the current market-wide
prevalence of IPIs.

John Frankel: Regarding reducing FE incentives, on the HVAC slide, you have a better
understanding of what the market looks like because you survey distributors. How do we know a
customer will choose a more efficient unit when we drop incentives? | am concerned that we will
lose ground by reducing incentives.

Mark: We can pull back from this offer if we feel like we are losing ground. We believe there is
enough momentum in the market that this offer will be successful.

Elaine: With 91 percent of the market having IPI, distributors will get $30 for most of their sales.
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Warren: Energy Trust shouldn’t give up on serving the new homes market with gas fireplace
offerings.

Fred: The challenge is how to identify new home buyers who will actually use their fireplaces.
Holly: Even if the first homebuyer doesn’t use the fireplace, subsequent homeowners may.

John Frankel: Furnaces installed in new homes are two-thirds of the market and have a very low
average efficiency level. Given our study took place during a very warm winter, we need to take
another look at gas fireplace opportunities in new homes.

5. Turning on a dime: Efficacy of incentive bonuses in Production Efficiency

Jackie Goss, Planning engineer, presented an analysis on how bonus incentives influence
project completion rates or enroliment patterns. Using project-level data from the Production
Efficiency program, staff studied the effects of five distinct bonus design structures on
participant attrition, energy savings and completion timeliness.

Jackie: Bonus incentives allow us to respond to changes in the market, encourage quick action,
increase participation and test program design ideas. We’ve offered five bonuses since 2010.
Each bonus was a response to a unigue situation and we analyzed them each a bit differently.

In 2011, the Oregon Department of Energy Business Energy Tax Credit was eliminated,
resulting in fewer projects in the pipeline. The Production Efficiency program offered a
20 percent bonus to new custom lighting and streamlined projects that completed before
year-end. The bonus accounted for a 13 percent increase in project volume and a 3.6
percent increase in electric savings, indicating that many small projects participated in
the bonus.

Julia: How did the savings increase compare to the cost increase?
Kim: Cost increase was not analyzed. All bonus incentives remained cost-effective.

Charlie Grist: Do you think the bonus attracted smaller projects?
Jackie: Only small projects could complete during that time period.

Jackie: In 2012, the program offered a 20 percent bonus for new custom, lighting and
streamlined projects if capital equipment was purchased within 90 days. The bonus was
successful in increasing new project enrollments early in the year. Of those enroliments, 87
percent of bonus recipients completed projects in 2012, which is a typical completion rate.

In 2014, the program offered a year-end bonus to encourage projects to complete in
2014. The bonus was a 20 percent additional incentive for custom capital projects
completed by October 15, 2015. The goal was to reduce attrition. Four percent fewer
projects than usual were abandoned, with 2.7 percent fewer projects delayed and 8.5
percent more projects advanced, which means they closed in Q4 2014 instead of Q1
2015.

Julia: Do bonuses take activity away from future quarters?

Jackie: | don't think this is a big concern. Industrial customers do multiple projects. The sooner
they complete one project, the sooner they will move onto the next project, and the sooner
society reaps the benefits of using less energy.

Kim: Bonuses give project champions a tool to move projects forward within their organizations.

Susan Brodahl: Does this create a workload burden during an already busy time of year?
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Kim: Yes. When projects increase 13 percent, so does paperwork.

Jackie: In 2010, during an economic slump, the Production Efficiency program launched a
90x90 bonus, with an incentive cap of 90 percent of project cost for projects completed within 90
days. We raised the incentive cap instead of the incentive rate. The bonus was for operations
and maintenance projects, which tend to be quick and low cost. In 2010, there was a huge
increase in completed projects. This was repeated in 2011. After two years, it became a
standard offering. However, more people took advantage of 90x90 when it was a limited-time
offering. An additional goal of 90x90 was to get projects to complete on time. Average project
time to complete dropped from 12 months in 2009 to four months in 2010.

The last bonus, in 2014, was a Program Delivery Contractor, PDC, performance
compensation bonus. Typically, most projects close in the last two months of the year.
To encourage projects to complete earlier in the year and help the program evaluate
achievement of goals earlier in the year, the program launched a PDC performance
bonus. As a result, projects completed in Q2 increased and projects completed in Q3
and Q4 slightly decreased.

Kim: The hockey stick may be driven not by the market but by Energy Trust's contracting
structures.

Garrett: Can self-directing customers take advantage of bonuses?
Kim: Yes, but we don’t notice a difference between self-direct and non-self-direct customers
taking advantage of bonuses. Self-directing customers are eligible for 50 percent of incentives.

Holly: Did you also have more projects in 20147
Kim: Yes, that's the general trend.

Don Jones, Jr.: It is the contractors’ behavior making the hockey stick. One year my company
switched our programs and contracts from a calendar year to a fiscal year, and the hockey stick
just moved forward to the end of the fiscal year.

Charlie: Is the shift to Q2 statistically significant?

Jackie: I'm not certain.

Chris Smith, Energy 350: From a PDC perspective, achieving the mid-year goal is an important
measure of our success.

Kim: The mid-year PDC bonuses give us a big impact for a relatively small dollar amount. This
is an example of applying an internal intervention for an internal problem.

Jackie: We need to balance the benefits of bonuses with disrupting the market.

Kim: The industrial sector is unique because when you pull savings forward, you get more
savings in the long run. We're not just pulling forward a limited energy-efficiency resource. The
capacity of staff at the facility to implement projects is one of the main limiters to efficiency, and
when they get a project done earlier than planned, that creates room to do others sooner. The
manufacturers and measures are changing so fast that there are always additional energy-
saving opportunities.

Jackie: Bonuses can also impact customer expectations. Limited-time offers create urgency to
start, accelerate or revive projects. Savvy customers are like savvy shoppers. They may wait for
a deal. We want to mitigate the risk that customers will expect bonuses and wait for a bonus to
do a project. This is one reason why we vary bonuses from year to year.

Kim: That is why we are not running any bonuses this year.
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Jackie: In summary, bonuses that reward projects for completing by a date are best for
achieving same-year savings. Enrollment bonuses generate volume, but may not reduce
delays. Quick-turn projects are often small projects. Mid-year deadlines and bonuses improve
the program’s ability to forecast.

Don Jones, Jr.: Kim, what are your takeaways?
Kim: | would like to explore more interventions like the mid-year PDC bonus strategy. On what
to avoid, the fall bonus had a significant impact on increasing staff workload at year-end.

6. Public comment
There were no additional comments.

7. Meeting adjournment
The meeting adjourned at 4:00 p.m.

The next scheduled meeting of the Conservation Advisory Council will be on October 21,
2015, from 1:30 p.m. —5:00 p.m.
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Today’s
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Investment Strategy
and Approach

Draft Budget—
Overall Highlights

Draft Budget and
Action Plan—Sector
Highlights

Discussion and Next
Steps






A clean energy power plant (2002-2014)

« 492 average megawatts saved
e 39 million annual therms saved
« 115 aMW generated

 Enough energy to power 470,000 homes and
heat 77,000 homes

« $1.1 billion invested since 2002
« $1.9 billion saved on participant energy bills, so far
+ Bill savings will grow to $4.8 billion over time





Draft 2016
Annual Budget





Budget and action plan development process

August

Utilities provide
feedback; program
plans refined

July

Initial concepts
shared with utilities

September

Draft budget
developed

October November December
Draft budget :
published:; utility Budget outreach Final proposed

revenue identified; presentations; budget published;
presentations begin revisions begin presented






Four building blocks for budget & action plan

Utility
Integrated

2015-2019 Resource Market
Strategic Plan Plans & knowledge
Goals Renewable and context
Resource
Assessments

Areas of
emphasis






2016 Draft Budget Summary

1. Invest $187.7 million to acquire 58.5 aMW and 5.7 MMth
of clean energy efficiency

« Spending up, dominated by increased project demand,
different project mix and corresponding incentive growth

« Deliver highly cost-effective energy at 3.0 cents/kWh and
34.1 cents/therm

2  Meet solar demand and invest in future generation from other
renewables

3. Some revenue increases planned while program reserves continue
to decline

4. Maintain operational efficiency focus
5. Keep staffing costs well below OPUC performance measure

6. Continue low administrative and program support costs

Rol





2016 budgeted expenditures

Communicatons & Manélgemelnt &
Outreach eneral
$2.90 million \ ___— $3.58 million

1.5% 1.9%

Rol 8





2016 total incentives, delivery & other expenditures

Communications & Management &
Customer Service General
$2.90 million $3.58 million
1.5% 1.9%
Internal Program
Delivery
$17.80 million
9.5%

Rol 9





2016 utility savings summary

2015 Budget
Savings (Net)

PGE (Efficiency) 33.19 aMW
Pacific Power (Efficiency) 19.93 aMW
NW Natural (Oregon) 5.15 MMTh
NW Natural (Washington) 0.26 MMTh
Cascade Natural Gas 0.43 MMTh

MMTh: million annual therms
aMW: average megawatts

Rol

2016 Goal
(Net)

34.12 aMW

21.56 aMW

4.94 MMTh

0.26 MMTh

0.46 MMTh

IRP target for
2016 (Net)

27.23 aMW*

16.84 aMW

3.9 MMTh*

0.26 MMTh*

0.45 MMTh

2016
Budget ($
Million)

$87.09

$53.80

$21.26

$1.65

$2.56

2016 Budget
(Levelized
Cost)

3.0¢/kWh

3.1¢/kWh

32.8¢/therm

46.9¢/therm

41.1¢/therm

The PGE & NW Natural IRP targets listed were developed in 2013.
They will be updated in IRPs expected to complete in 2016.
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2016 electric savings by program

N

11

Rol





2016 natural gas savings by program
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Residential sector

Cascade Natural Gas
(therms)

NW Natural (therms)
PGE (kwh)

Pacific Power (kWh)

NEEA savings not included.

Rol

2015 Goal

137,183

1,906,671

69,090,224

49,783,617

. Goals and budget

2015 Re-forecast

145,652

1,911,815

71,040,198

51,285,045

2016 Goal

164,085

1,973,374

70,520,541

52,462,983

2016 Budget
($ Million)

$1.0
$10.8
$22.7

$15.7

14
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Residential sector: 2016 electric savings

New Homes
3%

NEEA savings not included.
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Residential sector: 2016 gas savings

Rol





Residential sector: Strategies and activities

 New Homes

— Delivery: Program Management Contract with
CLEAResult, market based verifier contractors working
with builders, leveraging NEEA

— Incentives: Incentives are driven by the EPS rating

 Products

— Delivery: Program Management Contract with Ecova
Services: Lighting, appliances, showerheads and
refrigerator recycling

— Incentives: Increase rural area lighting engagement to
reach a broader diversity of customers through rural
stores. Adjusting new appliance incentives to
reflect cost effective savings. Expanding appliances
eligible for recycling.

17





Residential sector: Strategies and activities

« Existing Homes

— Delivery: Program Management Contract with CLEAResult,
trade ally contractors, distributors, Enhabit, HP Guild

— Services: On-line Home Energy Review, Energy Saver Kits,
Savings Within Reach, EPS, LivingWise kits through schools,
On Bill Repayment financing

— Incentives: The program encourages efficient space
heating, water heating, weatherization, lighting, water
conservation and behavioral actions through incentives and
financing

18





Residential sector: Initiatives and pilots

* Transitioning from self-install water heater
model to a retail model.

« Achieve heating system savings through
controls

 Offer program incentive for gas hearths
across New and Existing Homes to drive
savings across residential sector

* Develop savings measures for
manufactured homes

19
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Commercial sector: Goals and budget

2015 Goal 2015 Re-forecast 2016 Goal 2016 Budget

($ Million)
Cascade Natural Gas 260,822 297.887 263,661  $1.4
(therms)
NW Natural (therms) 2,473,025 1,982,549 2,220,077 $8.9
PGE (kWh) 107,392,740 101,310,264 118724109  $40.6
Pacific Power (kwh) 62.216.884 65716036 64388817  $23.3

NEEA savings not included.

21
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Rol

Commercial sector: 2016 electric savings

NEEA savings not included.
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Commercial sector: 2016 gas savings

Rol





Commercial sector: Strategies and activities

« Existing Buildings and Multifamily

— Delivery: Program Management Contracts with ICF and
Lockheed Martin, trade ally contractors, Allied Technical
Assistance Contractors

— Services and Incentives: Custom and prescriptive, studies,
midstream and direct install. Adding RCx and PfP approaches.
Exploring custom and prescriptive changes

« Strategic Energy Management: Comprehensive O&M
Solutions

— Delivery: Cohort approach through new Program Delivery
Contractor structure

— Services and Incentives: Multi-year engagement, training,
analysis, implementation of savings strategies; incentives will
remain at current level

24





Commercial sector: Strategies and activities

* New Buildings
— Delivery: Program Management Contract with CLEAResult,
Design Allies

— Services and Incentives: Custom and market solutions,
training and design assistance; incentives will remain at

current levels

25





Commercial sector: New Initiatives

Existing Buildings

« Expand Direct Install Offerings

« Expand Pay-for-Performance

* RetroCommissioning

« Additional SEM Tools/Training Materials

Multifamily

« Advanced Powerstrips and other new measures
« Community Blitz Events

« Green PSF Online Tool

New Buildings

« Update Market Solutions Packages
« Data Center Updates

« Support New Design Tools

26
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Industry & Ag sector: Goals and budget

2015 Goal

Cascade Natural Gas

(therms) S

NW Natural (therms) 1,030,561
PGE (kwh) 89,200,691

Pacific Power (kWh) 45,219,287

NEEA savings not included.

2015 Re-forecast

19,602

1,558,317

64,115,378

38,952,461

2016 Goal

35,015

1,001,438

73,608,710

46,923,228

2016 Budget
($ Million)

$0.1

$2.7

$19.6

$11.8
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Industry & Ag sector: 2016 electric savings

NEEA savings not included.

Rol





Industry & Ag sector: 2016 gas savings

e /

1%

Rol





Industry & Ag sector: Strategies and activities

« Custom Track: Custom Projects and SEM

— Delivery: Custom Program Delivery Contractors (PDCs) act as
primary point of contact with Energy Trust for end-use customers

— Services: Project studies by Allied Technical Assistance
Contractors (ATACs) and SEM by SEM Coaches

— Incentives: Custom incentives held at current level; consider
bonuses as needed in 2016 to reach goals

« Streamlined Tracks: Lighting and Streamlined Industrial

— Delivery: Trade Ally Coordinator PDCs develop prescriptive and
calculated measures/tools and trade ally channels
* Rebid of Industrial Lighting PDC and Streamlined Industrial PDC contracts

— Incentives: Most incentives held at current levels; tune some
prescriptive measures to promote controls

31





Industry & Ag sector: New and In Development

* New sources of savings
— Continuous SEM

 Manage costs & expand participation
— Scoping walk-through tool
* Expand participation
— New industry: Cannabis production facilities

 Customer service
— Business Customer Portal

32
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NEEA goals and budget

2015 2015 2016 2016 0L
) ) : Levelized
Savings  Savings Savings Budget
Goal Re-forecast  Goal ($ Million) Cost
(per kWh)
PGE (aMW) 2.86 4.22 4.12 $4.3 1.9¢
Pacific Power (aMW) 1.99 2.93 2.86 $3.0 1.9¢
NW Natural - - - $0.61
Cascade Natural Gas - - - $0.06
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NEEA Portfolio Overview

Cycle 5 High
Savings
Contributors

Cycle 6 Savings
Contributors*

Small Contributors
to overall goals

Secondary
Window Glazing
(Commercial)

Commercial New
Construction

Manufactured
Homes

Retail Product

Portfolio

Super Efficient

Dryers

Luminaire Level
Lighting Control

Commercial and

Industrial SEM
Infrastructure

Reduced Watt.
Lamp

Heat Pump
Water Heaters

Ductless Heat
Pumps

Standards

Next Step Home Codes

Top Tier Trade
(optional)

CRE
infrastructure

RETA CRES

Training
infrastructure
(optional)

Integrated
Design Lab
infrastructure

*definition expanded to include moderate savings from prior programs

Ally infrastruct.

Industrial Tech.

TVs

Res CFLs

Homes

Codes &
Standards

Food Processors
Drive Power
Building

Operator Cert/
Expansion

Commissioning
BacGen

Pneulogic

2015-2019
Co-Created Savings
Estimates:

All Investments

20-25 aMW

5 aMW
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Benefits from 2016 investments

for 2016 participants

+ jobs, wages and business income from bill savings recirculating in our local economy

Energy improvements at throughout Oregon
and southwest Washington

at cents/kWh and cents/annual therm
Enough clean and
by avoiding of carbon dioxide

Continued high customer satisfaction
statewide

Training and






Budget outreach schedule

OUiober&NOVEmDET)  Docember &

RAC/CAC presentations Oct. 21 Public comments due Nov. 20
Draft budget online, Oct. 29

. Comments reviewed
Board of Directors, Nov. 4

Final adjustments, if needed
Public webinar, Nov. 16

OPUC public meeting, Nov. 17 Final proposed budget online, Dec. 3
RAC/CAC updates, Nov. 20 Board of Directors, Dec. 11

Action on Final Proposed
2016-17 Budget and Action Plan

+ www.energytrust.org/about/budget

Send comments to info@energytrust.org
38





Discussion and feedback

« What questions do you have?
 What information needs clarification?
o Other feedback?

+ www.energytrust.org/about/budget
Send comments to info@energytrust.org; comments due Nov. 20






Thank you

4
N

1.866.368.7878 EnergyTrust
WWW.energytrUSt.0rg of Oregon





Supplemental Slides
for CAC packet
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2016 electric savings by sector (aMw, net)

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 Goal
Forecast

60.0

50.0

40.

o

30.

aMw
o

20.

o

10.

o

0.

o

m Commercial ®™Industrial © Residential
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2016 gas savings by sector (million therms)

million therms

7.0

6.0

5.0

4.

o

3.

o

2.

o

1.

o

0.0

2007

2008

2009

2010 2011 2012 2013

m Commercial ®™Industrial © Residential

2014

2015
Forecast

2016 Goal
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2016 electric savings, budget by program

2015 aMW 2016 : 2016
: : 2016 Electric :
Savings aMW Savings Cost ($ Million) Levelized

Forecast (Net) (Net) Cost

Existing Buildings 14.30 15.60 $48.2 3.4¢
New Buildings 4.77 5.30 $15.6 3.2¢
Production Efficiency 11.77 13.76 $31.4 2.8¢
Existing Homes 4.74 3.99 $15.0 3.8¢
New Homes & Products 9.23 10.05 $23.4 3.0¢
NEEA—combined 7.15 6.98 $7.3 1.9¢
TOTAL** 51.9 55.68 $140.9 3.0¢

** Columns may not total due to rounding

aMW: average megawatts
44
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2016 natural gas savings, budget by program

2015 Savings 2016 Budget 2016 Gas 2016

Forecast MMTh Savings Cost Levelized

MMTh (Net) (Net) ($ Million) Cost
Existing Buildings 1.79 1.89 $8.6 39.3¢
New Buildings 0.49 0.60 $1.6 22.6¢
Production Efficiency 1.58 1.04 $2.8 23.6¢
Existing Homes 0.94 0.84 $5.4 46.2¢
New Homes & Products 1.12 1.30 $6.3 30.7¢
NEEA—combined - - $0.7 -
TOTAL** 5.92 5.66 $25.5 34.0¢

** Columns may not total due to rounding
MMTh: million annual therms 45
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PGE: 2016 savings, budget by program

2015 2015 2016 2016 2016
Savings Savings Budget Levelized

Goal  Forecast G?)Z\IIE?A?N ($ Million) Cost/kWh
aMW aMW

Existing Buildings 10.07 9.03 10.18 $30.61 3.2¢
New Buildings 2.18 2.54 3.37 $9.95 3.2¢
Production Efficiency 10.18 7.32 8.40 $19.58 2.7¢
Existing Homes 2.65 2.66 2.20 $8.16 3.8¢
New Homes and Products 5.24 5.45 5.85 $14.50 3.2¢
NEEA — combined 2.86 4.22 4.12 $4.29 1.9¢
TOTAL 33.19 31.21 34.12 $87.09 3.0¢
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Pacific Power: 2016 savings, budget by
program (net)

2015 2015 2016
Savings  Savings  Savings 2016 Budget 2016 Levelized
Goal aMW Forecast Goal aMW .
(Net) aMW (Net)  (Net) ($ Million) Cost/kWh

Existing Buildings 5.15 5.27 5.42 $17.63 3.6¢
New Buildings 1.95 2.23 1.93 $5.63 3.1¢
Production Efficiency 5.16 4.45 5.36 $11.84 2.9¢
Existing Homes 2.02 2.08 1.79 $6.85 3.8¢
New Homes and Products 3.67 3.77 4.20 $8.87 2.7¢
NEEA — combined 1.99 2.93 2.86 $2.98 1.9¢
TOTAL 19.93 20.73 21.56 $53.80 3.1¢
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Pacific Power: 2016 savings, budget by

program (gross)

Existing
Buildings

New Buildings

Production
Efficiency

Existing Homes

New Homes and
Products

NEEA —
combined

TOTAL

2015
Savings
Goal aMW
(Gross)

6.3
1.9
6.0
2.1
3.7
2.0

22.0

2015 2016 Levelized
FSavmgSt Savings 2016 Budget ~ Cost/kWh
orecast . . MW (Gross)

aMw p »

(Gross) (Gross) ($ Million)

6.5 6.4 $17.63 3.1¢
2.2 1.9 $5.63 3.2¢
5.2 6.8 $11.84 2.3¢
2.2 2.0 $6.85 3.4¢
3.8 4.2 $8.87 2.7¢
2.9 2.6 $2.98 1.9¢
22.8 23.8 $53.80 2.7¢
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NW Natural: 2016 savings, budget by
program (Oregon, without industrial)

2015
20.15 Savings 20.16 2016 Budget Levelized Cost/
Savings Savings
Forecast
Goal Annual Goal Annual
Therms Annual Therms
Therms ($ Million) therm
Existing Buildings 1,465,970 977,552 1,098,008 $5.36 $0.43
New Buildings 314,741 356,000 518,170 $1.30 $0.21
FlERlLEE 280,057 311,663 300,722 $0.72 $0.22
Efficiency
Existing Homes 840,081 841,000 752,193 $4.72 $0.45
NewHomesand g9 557 956405 1,114,085 $5.16 $0.29
Products
NEEA —
combined $0.54
TOTAL 3,869,375 3,442,620 3,783,177 $17.80 $0.35
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NW Natural: 2016 savings, budget for Oregon
(Industrial DSM)

2015
20.15 Savings 20_16 2016 Budget Levelized Cost/
Savings Forecast Savings
Goal Annual Goal Annual
Annual
Therms Therms .
Therms ($ Million) therm
Production
Efficiency 741,504 1,246,654 700,716 $1.98 $0.24
Existing Buildings 531,135 503,557 443,244 $1.42 $0.27
New Buildings 11,180 50,459 9,600 $0.05 $0.49
TOTAL 1,283,820 1,800,670 1,153,560 $3.46 $0.26
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NW Natural: 2016 savings, budget by
program (Washington)

2015

2015 Savings 2016 _
Savings g Savings 2016 Budget Levelized Cost/
Forecast
Goal Annual Goal Annual
Annual -
Therms Therms Therms ($ Million) therm
Existing Buildings 150,000 94,981 151,056 $0.71 $0.37
Existing Homes 51,148 55,466 47,693 $0.46 $0.66
e Hames Al | e gy 58.944 59,403 $0.42 $0.47
Products
NEEA- Combined $0.06
Total 257,063 209,391 258,152 $1.65 $0.47

52
Rol





NW Natural: 2016 savings, budget by program
(all programs, both states)

2015
20.15 Savings 20.16 2016 Budget Levelized Cost/
Savings Savings
Forecast
Goal Annual Goal Annual
Therms Annual Therms
Therms ($ Million) therm
Existing Buildings 2,147,105 1,576,090 1,692,308 $7.50 $0.38
New Buildings 325,921 406,459 527,770 $1.35 $0.21
Breduction 1,030,561 1,558,317 1,001,438 $2.70 $0.24
Efficiency
Existing Homes 891,229 896,466 799,886 $5.18 $0.46
NewHomes and ;) 515 445 1015349 1173488 $5.58 $0.30
Products
NEEA —
combined $0.61
TOTAL 5,410,257 5,452,681 5,194,889 $22.91 $0.34
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Cascade Natural Gas: 2015 savings, budget

by program

2015
Savings
Goal Annual
Therms
Existing Buildings 190,657
New Buildings 70,165
Production
Efficiency 35,015
Existing Homes 38,253
New Homes and
Products 28
NEEA —
combined
TOTAL 433,020

2015
Savings

Forecast

Annual
Therms

212,117
85,770
19,602
44,386

101,266

463,141

2016
Savings

Goal Annual

Therms
194,129
69,532
35,015
35,771

128,314

462,761

2016 Budget

($ Million)

$1.11
$0.26
$0.10
$0.25
$0.77
$0.06

$2.56

therm

$0.49

$0.31

$0.25

$0.52

$0.37

$0.41

Levelized Cost/
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Cascade Natural Gas: 2016 savings, budget

by program

2015
Savings
Goal Annual
Therms
Existing Buildings 190,657
New Buildings 70,165
Production
Efficiency 39,015
Existing Homes 38,253
New Homes and
Products 80
NEEA —
combined
TOTAL 433,020

2015
Savings

Forecast

Annual
Therms

212,117
85,770
19,602
44,386

101,266

463,141

2016
Savings

Goal Annual

Therms
194,129
69,532
35,015
35,771

128,314

462,761

2016 Budget

($ Million)

$1.11
$0.26
$0.10
$0.25
$0.77
$0.06

$2.56

therm

$0.49

$0.31

$0.25

$0.52

$0.37

$0.41

Levelized Cost/
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ENERGY TRUST 2016-2017 ACTION PLAN

Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

Existing Buildings DRAFT Action Plan, October 2015

Program Description

Energy Trust’s Existing Buildings program provides electric and gas energy-efficiency solutions for
existing commercial buildings of all sizes throughout Energy Trust service territory. The board-
approved program consists of three components: 1) management and delivery of the program for
existing commercial customers via a Program Management Contractor contract with ICF International,
2) delivery of the Strategic Energy Management portion of the program via contracts with two Program
Delivery Contractors, and 3) management and delivery of the Multifamily portion of the program via a
PMC contract with Lockheed Martin. This document outlines activities consistent with components #1
and #2 above. The Multifamily portion is addressed in a separate document.

The ICF-managed portion of the program provides a comprehensive set of services through four
primary program delivery tracks to help customers in all commercial market sectors achieve their
energy efficiency goals.

1. The Custom Track enables the program to address customer-specific measure to acquire
electric and gas savings from energy-efficient capital project installations and operations and
maintenance, O&M. The program uses account managers and engineering firms to identify
and promote customer opportunities. The program pays a group of qualified Allied Technical
Assistance Contractors, ATACs, to conduct energy studies to assess the potential energy
savings from specific custom measure installations. Program representatives work with
customers to identify and install the measures that best meet their needs to acquire energy
savings.

2. Through the Prescriptive Track, the program provides a variety of prescriptive measures with
predetermined savings and incentives engineered to meet customer needs in a variety of
different market sectors for buildings of all sizes. The program goes to market with these
measures through a combination of direct outreach and nurturing a network of trade ally
contractors to promote, sell and install the measures. The program will continue to expand
collaboration efforts with trade allies to further leverage them as an effective sales force to
increase uptake with previously unserved customers throughout Energy Trust service territory.

3. The program goes to market with the Lighting Track via a combination of direct program
outreach and a well-developed network of trade allies. Lighting is typically an excellent first
efficiency step for many customers. In addition to the traditional lighting track, the program
developed mid-stream offerings that buy down the price of lighting products for small
commercial customers and Oregon state agencies. Furthermore, ICF has contracted with an
installation contractor to identify and install energy-efficient lighting applications for small
commercial customers in predetermined geographic territories.

4. Strategic Energy Management, SEM, is delivered by two PDCs: Strategic Energy Group and
CLEAResult. The PDCs provide training, tools and technical assistance to enable customers to
save energy by establishing or improving energy management practices in their portfolio of
buildings. SEM offerings aim to secure and deepen customer commitment to energy
management, and improve customer capability to drive persistent, measureable improvements
in the energy intensity of their operations.






ENERGY TRUST 2016-2017 DRAFT ACTION PLAN
Existing Buildings DRAFT Action Plan, October 2015

2016 Strategic Focus

1.

Continue to focus on delivering tailored program services to business owners, property owners,
tenants, property management companies, trade allies and electrical/mechanical contractors,
distributors, manufacturer representatives and manufacturers.

Maintain statewide program reach and develop opportunities to reach customers in under-
participating areas.

Continue approach to develop and grow the Trade Ally Network to more effectively sell energy-
efficiency projects of all types and sizes.

Adapt lighting program offerings to respond to changing market conditions and more stringent
codes and standards.

Refine program offerings to drive customers to the most cost-effective measure applications in
response to reduced gas and electric avoided costs.

Expand opportunities for customers to leverage operations and maintenance measures to
capture low-cost energy savings opportunities.

Streamline program approaches to improve customer experience and capture efficiencies in
implementation costs.

2016 Activities

1.

Continue to provide direct outreach and technical services to help key customers maximize
their energy savings, and use SEM as a key account management tool for targeted customers
groups.

Explore higher custom incentive offerings to attract more customers to implement measures
that will result in significant gas and electric savings.

Support and enhance program coordination with trade allies throughout the state to continue to
sell lighting measures and expand sales opportunities for non-lighting measures. Deliver
trainings on how to sell and install new technologies and how to identify other program
opportunities and cross-sell measures within different end uses.

Continue to provide direct installation applications for small commercial customers, including
expanding the offering for lighting and possibly expanding the list of eligible measures.

Provide incentives for technically sound and cost-effective LED lighting applications to adapt to
rapidly changing LED technologies and their respective pricepoints.

Continue and possibly expand mid-stream incentives for targeted customer groups to serve
customers that have not historically participated in Energy Trust programs.

Provide incentives to encourage customers to achieve energy savings through
retrocomissioning. This offering will be targeted at buildings >20,000 sq.ft. and will provide
custom incentives for first-year savings achieved by using qualified engineering firms to
implement specific cost-effective O&M measures.

Expand Pay for Performance pilot to a standard offering to support operational and behavioral
savings.

a. There is one building presently enrolled in the pilot. Based on lessons learned in this
pilot, the program will launch an expanded offering targeting a limited set of customers
that are required to comply with the City of Portland’s benchmarking innitiative.

b. This offering will be targeted at 5 to 10 buildings >50,000 sq.ft., and will provide
incentives each year for three years for savings achieved from O&M and behavioral
actions.






ENERGY TRUST 2016-2017 DRAFT ACTION PLAN
Existing Buildings DRAFT Action Plan, October 2015

10.

11.

12.

13.

14.

15.

16.

17.

18.

19

Increase custom track participation and enhance the customer experience by streamlining the
application process and customer engagement. Activites include updating participant-facing
forms to reduce the number of signatures required and developing stronger modeling and
calculation guidelines for ATACs to expedite technical reviews.

Work with other efficiency organizations to achieve regional economies to reduce product costs
and ensure supply.

Support the City of Portland’s benchmarking requirements through training and tailored
program offerings.

Continue to coordinate with the Oregon Department of Energy to identify and study projects at
schools in Energy Trust service territory. Work on methods to streamline study approvals and
explore opportunities to implement prescriptive projects.

Coordinate with Northwest Energy Efficiency Alliance and other NEEA funders to leverage
regional lighting coordination opportunities such as upstream buy-downs and contractor
training.

Continue to develop tools to enhance the business case for energy efficiency investments,
including updating existing program sales tool and leveraging other efforts such as NEEA’s
Existing Building Renewal Tool.

Continue to work with stakeholders to develop financing options through lending allies, leasing
options and new financing mechanisms such as Property Assessed Clean Energy, PACE.

Continue to promote Building Operator Certification by providing incentives for customers to
enroll in the course.

Continue to enhance SEM:
a. Encourage current participants to enroll in SEM Continuation offering.

b. Roll out new standardized curriculum and tools to streamline program delivery and
enhance customer experience.

c. Expand delivery to customer subsets categorized by market, size, geography, etc.

Continue ductless heat pump pilot with modifications made in 2014 to allow multiple indoor
heads to increase the number of enrolled projects.

Adjust custom incentive offering to encourage throughput on custom projects with gas savings.

2016 Assumptions
Overarching

1.

2016 budget and goals assume that spending on large energy users (who do not pay
supplemental 838 charges) will remain under the incentive cap used to administer
requirements that large energy users do not benefit directly from 838 funding. If analysis of
2015 spending (to be completed in Q2 2016) finds us over the cap in PGE territory, the
program will need to act to reduce spending on these customers, and this would impact both
savings and spending.

2016 planned actions assume that the economic and policy environment that commercial
customers and the program are operating in do not change in significant ways compared to
2014 and 2015.

Lighting will continue to play a large part in delivering electric savings, and LEDs will be the
focus of most lighting projects.
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Existing Buildings DRAFT Action Plan, October 2015

Delivery

4. Large energy-saving projects will be less common than they have been in the past. The trend
of needing to serve more small projects to make savings goals will continue and the average
savings per project will continue to decline. This requires expanding the outreach and delivery
team to serve an increasing project base, an enhanced focus to work with Trade Allies to sell
program offerings, and a need to develop offerings to reach customers that have historically
under-participated in the program.

2017 Strategic Focus
1. Serve all eligible commercial customers through a combination of outreach to customers and

contractors and program offerings and incentives to influence customers to make significant
investments in energy efficiency.

2. Expand on the portfolio of program offerings with a continued focus on SEM, Pay for
Performance and other O&M-related offerings.







ENERGY TRUST 2016-2017 ACTION PLAN

Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

Existing Homes 2016 DRAFT Action Plan, October 2015

Program Description

The Existing Homes program provides customer service, technical assistance and financial incentives for
residents of single-family and manufactured homes. The program encourages efficient space heating,
water heating, weatherization, lighting, water conservation and behavioral actions through incentives,
education, trade ally support and market interventions through the following program tracks or key
initiatives:

1. Single Family Prescriptive acts as the foundation for Existing Homes program tracks. The
availability of cash incentives allows customers to have an a la carte option for energy-efficiency
upgrades and provides trade allies with a basis for helping customers who do not qualify for or are
not interested in multiple improvements. Available incentives must be cost-effective with both Utility
and Societal Benefit Cost Ratios over 1.0. Incentive levels are adjusted in response to market
conditions, which in some cases include the desire to stimulate the market to install energy-
efficient measures and encourage market transformation for certain measures.

2. Home Performance with ENERGY STAR® is a residential whole-house energy-efficiency
program for the existing homes market, delivered exclusively by contractor firms employing
Building Performance Institute-certified field staff. Home Performance with ENERGY STAR is
founded on the “house as a system” approach to building functionality, which integrates
progressive concepts of building science and places a strong emphasis on health and safety as
well as building durability. The U.S. Department of Energy began to administer the Home
Performance with ENERGY STAR program in October 2011 and works in conjunction with the
U.S. Environmental Protection Agency to support local program sponsors. Energy Trust is
Oregon’s statewide sponsor and manages trade ally involvement, program promotion, project
verification, incentive processing and reporting. The incentives and measures within the Single
Family Prescriptive track are the basis of the measures implemented through Home Performance
with ENERGY STAR.

e Enhabit (formerly Clean Energy Works) is a nonprofit that provides customers with a
comprehensive list of energy-savingsmeasures and opportunities to finance selected
upgrades. Enhabit began as a pilot program with Energy Trust and the City of Portland, and
evolved within the Home Performance with ENERGY STAR track. In April 2010, the U.S.
Department of Energy invested in the pilot to advance the model statewide. Now, Enhabit
functions as an independent nonprofit and maintains strong partnerships with utility companies,
local lenders, local governments, Energy Trust, the Oregon Department of Energy and the U.S.
Department of Energy.

o Enhabit provides eligible customers with free home energy assessments and dedicated Energy
Advisors to help homeowners through every step of the energy-efficiency retrofit process,
including coordinating contractor involvement and choosing financing and upgrade options.
The program offers no-money-down financing to customers, reducing the financial barriers to
investing in energy-efficiency upgrades.

3. Savings Within Reach addresses barriers to moderate-income households by providing higher
incentives paid directly to the contractor, lowering costs and reducing out-of-pocket expenses for
particpants. This incentive track is not a program, but rather a set of enhanced incentives designed
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to improve accessibility and affordability of home energy improvements. An on-bill loan repayment
product has been available for Savings Within Reach customers of Portland General Electric,
Pacific Power and NW Natural gas since 2014.

4. The Existing Manufactured Homes track promotes energy savings in the manufactured housing
sector by offering select single-family prescriptive measures and Savings Within Reach incentives
to income-eligible occupants and providing no-cost air sealing, duct sealing and repair, and direct
installation of light bulbs, faucet aerators and showerheads. The no-cost weatherization services
are designed to provide accessibility of home energy improvements for a demographic that may be
underserved due to supposition of lower income level association. The PMC creates and maintains
relationships with participating contractors, Oregon Department of Housing and Community
Services, community action programs and other relevant stakeholders to identify outreach
opportunities, key communities and eligible customers unaware of program benefits.

5. Energy Saver Kits and LivingWise Kits deliver savings for the Existing Homes program through
two pathways:

o Energy Saver Kits, including energy-saving water and lighting products, are offered at
no cost to homeowners and renters. They can be ordered online and shipped to the
recipient’'s home. Each kit contains a combination of LED light bulbs, bathroom and
kitchen faucet aerators and showerheads determined by the customer’s responses to
an online questionnaire. The PMC contracted with Energy Federation, Inc. in 2015 to
provide customer service for the Energy Saver Kit phone line, manage and order the kit
inventory, and assemble and ship Energy Saver Kits.

o The LivingWise Kit curriculum focuses on energy education opportunities aimed at 6th
grade students and their families. Students are provided with energy- and water-saving
devices, which are taken home and installed with family members. Students and
teachers work to understand and appreciate the value of natural resources in everyday
life. The PMC contracts with Resource Action Programs for implementation and
delivery of LivingWise curriculum through Oregon schools.

2016 Strategic Focus

1. Deliver program through PMC CLEAResult, subcontractors, trade allies and market actors.

2. Redesign program offers to further cost-effective delivery approaches and maximize returns for
participating customers and the utility customer base as a whole.

3. Establish thresholds of portfolio savings achieved through instant savings measures while
continuing to grow savings from heating and water heating equipment.

4. Streamline program touch points and guide customers to relevant resources and support, based
on customer disposition, utility consumption and housing characteristics.

5. Maintain statewide program reach while seeking out opportunities to partner with jurisdictions and
market actors to reach customers in under-participating areas.

6. Develop new market interventions aimed at leveraging opportunities within existing supply chains
and market actors.

7. Implement targeted and cross-sector marketing strategies to support equipment installations and
promote offerings for residential customers, ensuring that eligible customers continue to see
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incentives and offers available to them as program designs change.

2016 Activities

10.

11.

Accelerate adoption of efficient gas and electric water heaters, leveraging the results of 2015
market research, education of trade allies and participation within the distribution chain. Expand on
agreements with distributors and supply chain actors to increase market share of efficient heating
and water heating equipment.

Improve customer and trade ally experiences through continued focus on ease of participation and
offering instant incentives.

Deliver instant savings measures savings through LivingWise Kit curriculum in schools, capturing
site data to re-engage participating parents with energy-saving opportunities.

Collaborate with the Products program to increase customer adoption and installation of self-
installed, web-enabled smart thermostat controls.

Drive customer awareness of home energy use by integrating EPS™ into customer engagement
pathways.

Expand and streamline financing options for homeowners to broaden eligible measures in the
market-rate and moderate-income tracks and improve pre-approval and application processes.

Continue to evolve program quality assurance processes to reduce administrative impacts and
leverage technology innovations, program partners and available data resources.

Implement pilots to discover new cost-effective electric savings drivers in anticipation of reduced
savings from lighting measures and lower electric avoided costs.

Expand on program efforts to promote gas furnaces in single-family rental homes and electric
heating system retrofits in manufactured homes.

Offer weatherization incentives to gas and electric customers, with specific efforts to target
resource achievement in moderate-income homes and single-family rental properties.

Evaluate existing manufactured homes free service track and provide recommendations for 2017
program design.

New Delivery Concepts

1.

Drive an increase above the 2 percent of domestic water heater savings in the portfolio. The
program will restructure contractor-installed domestic water heater incentives to an upstream
model and collaborate with Products to incorporate self-installed domestic water heaters to the
Products program through retailer strategies—final design based on domestic water heater market
research.

Offer program incentive to maintain gas hearth baseline for electronic ignition paired with a Market
Actor Performance Incentive allocated across New and Existing Homes to drive gas hearth
savings across residential sector.

Explore option to extend the kit ordering process to include a partial pay option to maximize
savings and ease of participation with each customer touch point. This could include products like
advanced power strips and smart thermostats with a bulk buy-down reduced rate and instant
incentive, which would add value for customers and increase administrative efficiencies. This
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supports diversification of kit savings in anticipation of LED cost-effectiveness constraints in 2017.

As an outcome of the 2015 EPS™ concept map project, transition focus from building a network
that delivers scores to driving awareness and demand for EPS with our customers. This will
integrate with program customer engagement platforms and create a streamlined, comprehensive
customer engagement approach.

Collaborate with the Portland General Electric behavioral demand response pilot to evolve
crossover and impact of energy savings and implement a behavior energy-efficiency pilot to
leverage PGE pilot components to test behavioral energy efficiency savings opportunity.

Explore opportunity to collaborate with regional community action agency service delivery
channels to support HVAC installations and acquire heating savings.

Support the NW Natural Clean Heat initiative to ensure installation of-high efficiency gas furnaces
through the targeted offering.

Program Enhancements

Customer Experience

o Support systems enhancements to improve customer experience and application
processing based on identified business systems priorities including web form
enhancements, improved email communication, on-bill repayment processing and the
Trade Ally Portal.

o Continue to implement customer engagement strategies and reduce barriers to
participation by simplifying messaging, streamlining customer engagement touchpoints and
aligning customer-facing promotional channels.

o Reduce processing timeline per project with streamlined processes, upstream designs,
trade ally-based incentives and bulk processes.

Regional Delivery

o Regional account managers will collaborate to represent Energy Trust across New Homes,
Existing Homes and New Buildings programs based on specific initiatives and market actor
relationships across programs.

o Support region-specific initiatives, including, but not limited to, NW Natural Clean Heat,
wood stove replacement programs with South Central Oregon Economic Development
District in Southern Oregon and Washington county, and local coordination with community
action agencies.

o Support the Georgetown Energy Prize projects through direct installation of energy-efficient
products and community engagement.

o Focus promotional Energy Trust offers to moderate-income residents and rental property
owners in under-participating regions.

Market Engagement

o Continue account manager customized outreach and relationship development with key
trade ally and market actors to drive participation and regional savings.

o Continue to increase participation and impact of distributor SPIFs.
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o Collaborate with utilities to drive program participation with trade allies and customers.

o Design a media plan that focuses on customer benefits of working with trade allies,
supporting the customer call to action of hiring a trusted trade ally.

o Use business development funds to design a campaign ally model to drive core measure
savings for Existing Homes.

o Collaborate with Products to align retail and targeted marketing to residential customers
with products that cross over both programs.

o Collaborate with regional initiatives including NEEA Hot Water Solutions and NW Ductless
Heat Pump Project to support cost-effective program delivery and savings acquisition.

e Analysis and Evaluation

o Conduct new measure research supported by CLEAResult in 2016, including Low-E storm
windows for electrically heated manufactured homes.

o Define analytics and baselines to measure impact of program design changes over time
prior to the launch of new initiatives.

o Support the sorting of residential savings across multiple programs/channels (Nest,
advanced power strips, hearths, domestic water heating).

Marketing Activities

¢ Drive conversion rates from Energy Saver Kits and online Home Energy Reviews to core
measures through tailored communications and targeted marketing efforts.

¢ Design and implement a campaign ally marketing effort for 3-star trade allies to promote specific
core measures using lessons learned from the success of the Existing Buildings effort in 2015.

¢ Continue to build customer awareness of Energy Trust offerings and energy-saving opportunities
as the program works upstream with market actors to drive savings.

¢ Reduce focus on broad marketing, and design targeted marketing campaigns and refined media
buys that drive core measure savings.

2016 Pilots
o Pilot concepts are under review for 2016 and will be selected in collaboration with Energy Trust
residential team and Planning.

2016 Assumptions

1. Staff will manage budget to comply with program-level cost-effectiveness goals.

2. Hearth distributors and manufacturers will support strategies and share data as part of a transition
of hearth incentives to both consumers and retailers/distributors.

3. Opportunities exist to partner with utilities to promote data-driven behavior messaging.
4. Gas avoided costs will remain consistent with 2015 levels.

5. There will be new water heater upstream incentives designed to support stocking of qualifying
products and recognize savings at time of install.

6. LED A-Lamp incentives will decrease in 2016, reducing the Energy Saver Kit incentive expenditure
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7.

9.

by approximately $500,000, and the savings per A-Lamp bulb will decrease from 15 to 10 kilowatt
hours.

An increase in electric equipment projects will offset a significant reduction in domestic water
heating savings and implementation of a minimum 9.0 HSPF requirement.

Inclusion of Nest thermostats across fuel types will result from two past pilots. Nest savings and
incentive spending are conservative in the budget, as the measure is new. However, the program
sees high potential for heating savings through this channel.

Reduction in weatherization savings, including reduced project volume from Enhabit.

2017 Strategic Focus

1.

Further refinement and development of 2016 strategic focus areas, with a goal of increasing
portfolio Benefit Cost Ratios while continuing to acquire cost-effective efficiency resources.

Build on mid-stream designs established for lighting and showerheads to encourage the adoption
of efficient technologies by residential ratepayers.

Facilitate sector sorting and redesign of program delivery approaches to further cost-effective
investments among the residential sector as a whole.
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Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

Existing Multifamily

Program Description

The Existing Multifamily program serves all existing multifamily structures with two or more units in
Energy Trust’s service territory in Oregon. Owners and managers have a menu of offerings available to
them, including financial incentives and services, for both in-unit and common-area improvements. The
program provides expertise to help customers identify a comprehensive set of savings opportunities,
including lighting site analyses, custom energy analysis studies, and tablet-based walkthrough surveys.

The program is designed to reach six types of multifamily market segments, including affordable,
assisted living, attached residential owners, campus living, home owners associations, and market rate.
An account manager approach is utilized to cultivate and maintain long-term relationships and foster
participation across tracks.

Existing Multifamily consists of five primary savings tracks:

1. Buy-Down Promotions incentives are available to distributors through a mid-stream approach to
encourage sales of efficient equipment and lighting to eligible customers.

2. Common-Area Lighting incentives are designed to address lighting and controls in non-tenant
spaces. The program provides expertise to help participants identify these opportunities through
on-site scoping studies.

3. Custom financial incentives are offered for measures that are shown to be cost-effective in a
specific application, but do not fit within the scope of current standard financial incentives. The
program provides funding for Allied Technical Assistance Contractors (ATACSs) to conduct
energy analysis studies and offers incentives for custom-analyzed measures based on modeled
savings.

4. Direct Install instant-savings measures are available at no cost to participants, and include the
installation of high-efficiency LED light bulbs, showerheads, shower wands and aerators as well
as leave-behind energy saving power strips in tenant dwelling units.

5. Prescriptive incentives are available for water heaters, HVAC equipment, weatherization,
appliances and foodservice equipment.

The program is delivered via a PMC contract with Lockheed Martin, and sub-contracts with Evergreen
Consulting to deliver common area lighting services, and CLEAResult to conduct direct-installation
services in tenant units.

2016 Strategic Focus

1. Deliver program to multifamily entities through Program Management Contractor Lockheed
Martin, Inc., subcontractors and a statewide network of trade allies specializing in this market,
and continue to expand services to customers who have not yet engaged with the program.

2. Continue to focus on delivering tailored program services to property owners, tenants, property
management companies, trade allies and contractors, distributors, and manufacturers.
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3.

Diversify measure mix and identify new savings opportunities to ensure a comprehensive suite
of offerings to help participants save energy, as well as reduce reliance on direct-install
measures for program savings to adapt to potential future challenges in delivering this offering.

Continue to expand program engagement throughout the state to reach new customers and go
deeper with existing customers in all four utility service territories.

Build and leverage long-term relationships to help established customers implement energy
savings strategies over time and across multiple capital budget cycles.

2016 Activities

Initiatives and focus areas for 2016 incorporate elements of the Strategic Plan including; expanding
customer participation, replenishing energy efficiency resources through development of new measures
and approaches, and continuously improving program design and services.

1.

Continue to offer free in-unit direct installation of LEDs, showerheads and faucet aerators, and
leave-behind advanced power strips during direct-install visits. The program will also launch an
initiative conducting common area direct-install services in small multifamily properties (2-4
units) to obtain “stranded” savings not typically achieved through our standard lighting track.

Build upon learnings and continue research on 2015 pilots including: advanced power strip
technologies as a leave-behind measure, (Q1); ductless heat pumps (billing data results
anticipated December 2015 to inform 2016 measure continuation), Cadet Energy Plus space
heating (continuation of the current pilot in 2015-16 heating season to test a buy-down model as
a means to drive technology adoption); and water sub-metering in collaboration with the Portland
Water Bureau (pilot launch anticipated in Q1 2016; final results not anticipated until 2017; pilot is
planned for PGE customers),.

Identify potential new savings opportunities for further research, which could potentially include:
heat pump clothes dryers, ventilation and infiltration optimization, low-e storm windows, building
energy management and controls commissioning, and behavioral energy savings initiatives.

Recruit multifamily customers to participate in Energy Trust’s Strategic Energy Management
offering.

Incorporate new program and customer facing tools to facilitate customer participation and
leverage data for targeting new projects. These activities include PMC launch of an enhanced
project tracking system, launch of an online auction tool to enable participants to solicit multiple
contractor bids online, development of streamlined ways of filling out forms and uploading data
into Energy Trust systems.

Streamline delivery by bringing certain aspects of the program delivery in-house to the PMC to
reduce delivery costs, including site assessments and bringing on a lighting specialist dedicated
to serving small and medium sized lighting projects.

Expand on mid and upstream buy down offerings, conducting outreach to suppliers and
manufacturers of energy efficiency appliances and equipment and broadening the list of
measures offered.

Continue to offer free technical expertise, including walk-through surveys and site assessments
to help customers identify and prioritize energy savings opportunities.
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10.

11.

12.

13.

1.

Continue to utilize past participant walkthrough surveys to re-engage with customers and drive
deeper energy savings per property.

Drive gas savings through potential enhanced incentives for select measures and maintain
momentum in uptake of steam traps and TRVs as highly cost-effective prescriptive gas savings
measures for participants.

Provide deeper level of coordination support for affordable market customers and collaborate
with affordable housing market actors, such as OHCS, to help customers maximize energy
efficiency improvement opportunities.

Deploy grass-roots community outreach tactics to drive program participation and help tenants
save energy, with a focus on non-Metro regions and smaller properties which are typically less
engaged with our programs in those areas. Nine “Community Blitz" events and follow-ups are
planned for 2016 in PAC and CNG territory

Explore potential behavioral initiative(s) to engage tenants to save energy.

Key Assumptions for 2016 Budget

While efforts will continue to be made to diversify the program savings mix, direct-install will
continue to make up a significant portion if not the majority of savings in 2016. However,
continued assessment of current measures which may be faced with cost-effectiveness
challenges in the near-term future further drives the need to identify new savings opportunities to
maintain a robust portfolio of offerings.

Savings in PGE are anticipated to plateau or see slight declines beginning in 2016. This is due
to strong market saturation in the Portland-metro area, especially with the larger multifamily
properties in this territory. Consistent with trends over the last several years, PAC is expected to
see strong growth in savings in 2016 in all savings tracks. NWN is also anticipated to increase in
savings in 2016 with strong momentum in buy-down and prescriptive tracks. In 2015, CNG has
faced challenges which are expected to continue in 2016, with an estimated drop in savings by
nearly half of the 2015 goal, due to having achieved a large portion of the opportunity in this
territory. Remaining opportunity in CNG is largely in smaller properties, mainly through direct-
install although it is hoped the program will gain traction through additional gas buy-down
measures in 2016.

There will be a continued need to increase outreach to continue to achieve savings goals, with
increasing costs per lead. Several factors contribute to this trend:

a. As the metro region becomes increasingly saturated, more emphasis is needed in non-
metro areas;

b. While project counts have trended upward year-over-year, savings per project have
declined, as many projects with the largest savings opportunities have been completed,

c. Focus will continue to increase on addressing participation gaps in customer segments
historically not engaged with the program.
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2017 Strategic Focus

1. Maintain focus on program outreach to customer groups who historically have not had high
levels of participation, as well as continued engagement with past participants to drive deeper
energy savings improvements.

2. Continue to identify new savings opportunities to maintain a robust portfolio of program offerings.
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Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

New Buildings DRAFT Action Plan, October 2015

Program Description

Energy Trust New Buildings serves new construction, major renovations and tenant improvements,
including multifamily and some new industrial core and shell. Working directly with building owners,
developers, business owners and design professionals, New Buildings targets and delivers technical and
financial resources to accelerate market adoption of high-performance equipment, buildings, advanced
technologies and building design practices. The program team engages with projects in early design,
working directly with the project team, owners and allies to incorporate energy efficiency early in the
building design and development process. New Buildings will continue to drive significant changes to how
buildings are designed and constructed, resulting in sustained market practices that promote high-
performance buildings and the benefits of energy-efficient places to live, work and do business in Oregon.

Aggressive energy savings targets are feasible in today’s market, creating one of the greatest market
advantages for major initiatives aimed at deep energy-efficiency. This long-term strategic vision guides
energy program savings goals, market development, innovation in delivery and the development of cost-
effective measures and decision-making tools to transform the market.

New Buildings will drive deeper savings by deploying program resources in three delivery methods, or
tracks:

1. System-based measures
2. Custom modeled savings
3. Packaged incentives

Three initiatives will be continued: Path to Net Zero, Market Solutions targeted to 8 small commercial
markets, and Allies for Efficiency for program training and education. Achievement of deep savings and
the delivery of simple solutions will be supported with early design assistance, technical assistance,
installation incentives and building commissioning.

With a mature program and ally network, paired with a strong economy, New Buildings plans to deliver
increased project activity and savings over the next two years. To achieve utility-specific savings goals in
2016, and lay the foundation for future savings in 2017-2018, New Buildings will use the following
strategies, delivered by Program Management Contractor, CLEAResult, and subcontractors.

2016 Strategic Focus

1. New Buildings’ goal is to transform building design and construction practices for low-energy and
net-zero building to become commonplace. Two critical pilots—Path to Net Zero and Small
Commercial Efficiency—Iled to two innovative program offerings now standardized in the program,
and these pilots helped shape how to deliver savings opportunities to a wide range of building
owners and project teams and how to target deep energy savings. As some building owners lead
with advanced designs and technologies, program staff capture early learnings then incorporate
the emerging savings opportunities into approachable standard offerings for many market actors to
adopt. This connection allows new Path to Net Zero design strategies to transfer to projects taking
a prescriptive approach and that need simple, packaged solutions. Since the launch of Path to Net
Zero and Market Solutions, New Buildings has begun to capture the synergies occurring in the
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market, leveraging net-zero strategies and solutions to further serve under-participating market
segments, helping these customers make bigger leaps and save more energy.

Build a market advantage for advanced buildings and enable broad adoption of advanced design
strategies and technologies. With the emergence of net-zero design practices on a national level,
there is greater interest in Path to Net Zero and energy-efficiency. However, achieving net-zero
goals will remain a challenge for most projects and allies in these early stages of market adoption.
Many owners and allies need increased familiarity with how to approach a net-zero design, energy
modeling and systems selection before applying these strategies to their projects, but many are
beginning to emerge and embrace net zero.

Increase owners’ ability to target, achieve and sustain deep energy savings. To expand the
application of net zero design strategies across a wide range of building types, sizes and climate
zones, New Buildings will build capacity and knowledge among owners and developers to create
high-performance buildings that achieve deep energy savings. This requires deploying more
tactics that support owners, including: high-level, easy-to-use tools that support early decision
making and help them set requirements for their building; case studies of building strategies and
occupant satisfaction; and recognition and reward for their accomplishments. But the program will
also help owners and professionals address challenges with value-engineering by providing
owners with examples of performance-based contracting alternatives. Introduce and begin to
standardize energy modeling and analysis tools that inform early design decisions, and empower
allies designing next-generation buildings with better analytic tools that support the business case
for owner-driven decision making.

Build knowledge and market momentum to accelerate the adoption of Path to Net Zero, putting
Architecture 2020 milestones within reach for customers. Continue with two long-running training
series building upon the Allies for Efficiency and the Building Energy Simulation Forum, and add
Allies for Efficiency Level Il trainings to provide in-depth lessons on technologies and tools and
resources on complex analysis and decision-making. The program will continue to use the forums
to build better bridges between contractors, designers and owners. As awareness of high-
performance building design grows, empowering allies to successfully design and construct
becomes critical. To encourage greater understanding and application of design and savings
strategies, research on high-priority topic areas will be supported and results shared with the
design community, through Allies for Efficiency and disseminated to project teams. As the number
of buildings grows, the program will promote higher-level achievements through Allies for
Efficiency and enhance the successful long-term training and education initiative to expand
learnings.

Continue supporting small commercial building owners and businesses with streamlined building-
type-specific incentive packages, called Market Solutions, that make it easy to participate. Eight
Market Solutions, each with a Good/Better/Best incentive options, are available to customers and
allies including office, retail, primary schools, small multifamily, large multifamily, grocery,
restaurant and office tenant improvements. The program will support business owners occupying
very small spaces with tips and guidance to access services through the Trade Ally Network.

Maintain and grow opportunities for core savings in buildings related to lighting, building controls,
heating, cooling and ventilation, and IT equipment. Continue support for advanced lighting design
and lighting controls, with the objective of driving reductions in lighting power density across a wide
range of buildings and applications. Update the lighting calculator to include new controls.
Collaborate with Northwest Energy Efficiency Alliance on their Luminaire Level Lighting Controls
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work. Retool HVAC savings approaches to address the decline in roof-top HVAC units that are
now becoming code baseline. Identify advanced savings measures that need to be piloted or made
prescriptive for small businesses. Continue to support data centers, adjust baselines and identify
market transformation activities targeting equipment sizing in facilities.

2016 Activities

10.

11.

12.

Continue building market demand among commercial building owners and developers increasingly
on the Path to Net Zero, and provide them with recognition and rewards in the early design phase
as projects are getting underway. Work with current Path to Net Zero project teams to achieve their
energy-savings targets, reward their success and begin to advance the program’s community
building strategy.

Grow the number of advanced energy savings measures available to the market. Aggressively
standardize innovative savings measures into simple solutions ready for market adoption.

Pilot technologies and strategies that are viable and increasingly appealing to the market, but it
has been difficult to determine their costs and savings.

Continue to couple early design assistance with Market Solutions Good/Better/Best packages
targeting grocery, small multifamily, office, retail, restaurant and schools, large multifamily and
office tenant improvement.

e Expand the retail package to include a pathway for retail tenant improvements focused on
lighting and control strategies

¢ Examine ways to leverage the Best and Very Best options toward net zero energy design.

Continue regional program delivery to Eastern Oregon, Central Oregon, Southern Oregon and the
Willamette Valley, and increase outreach activities to building owners along the coast and
Columbia corridor. Expand project support in Southern Oregon and Central Oregon.

Continuously improve how customers tap into services and incentives, leveraging online
processing and enrolliment.

Expand delivery of training and education—under the umbrella of Allies for Efficiency—to reach
new audiences, technical specialists, construction contractors and trades with enhanced content.

Update the data center offering to be more streamlined and design-focused. Develop training and
education materials with the objective of shifting IT design practices and deliver content through
new market channels.

Update solar and solar ready offering and market engagement strategy.

Adapt to reduced gas and electric avoided costs to provide cost-effective measures, providing
more services as necessary to aid the customer’s decision making and redefining
recommendations to limit marginally cost-effective measures.

Work with other organizations to build market momentum for net-zero energy, advanced design
and construction.

Increase code knowledge and compliance through training, education and project support, and
increase access to resources that can be used by code officials to increase compliance of energy
codes.
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13. Coordinate with NEEA to leverage regional activity and content, and prepare for code updates.

2016 Assumptions

1.

Statewide growth in construction will continue steadily and vacancy rates for large market
segments are low, causing across-the-board demand for new construction and major renovation
space. The program will manage to historically high levels of statewide construction activity and
plans to deliver 70% more energy savings compared to 2015. Program staff assume that the
program will continue to influence the market to build energy-efficient buildings when the pace of
construction is so fast it may crowd out energy-efficiency.

Large volumes of projects from two market segments will close: multifamily pipeline contains 100
buildings that we assume will close in 2016 with significant electric and gas savings, and that
distribution centers will continue to expand in 2016, tapering off in 2017. We anticipate that several
significant distribution center projects will enroll and close in 2016.

The 2014 Oregon Energy Efficiency Specialty Code was not widely reflected in program offerings,
but will limit available prescriptive HVAC offerings, which could have a ripple effect on market
solutions packaged incentives.

Growth in major market segments will continue, including office, retail, schools and multifamily
segments. Projects will complete within the timelines projected.

Project teams strive to reach deeper energy savings goals, tapping into program offerings such as
Path to Net Zero and Market Solutions Good/Better/Best.

The state’s first 30 Path to Net Zero projects will be successful as they undergo design and
completion.

Large Projects: One large commercial project in Pacific Power territory will close in 2016,
completing with today’s projected savings estimates. Another large project in PGE territory is
assumed to close in 2016, which presents a slight risk to our goal if delayed. As in past years,
large projects could enroll in 2016 and close in 2016, but this scenario is unlikely and therefore it is
assumed no unenrolled projects will close in 2016.
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Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

New Homes DRAFT Action Plan, October 2015

Program Description

Energy Trust’'s New Homes program focuses on acquiring electric and gas savings in Energy Trust
service territory by supporting a network of trade ally builders, subcontractors and verifiers to build energy-
efficient homes that extend above code requirements in three separate tracks. New Homes incentive
tracks are based on performance-based EPS-rated homes, stand-alone measures and efficiency
improvements in small multifamily dwellings. All three tracks require the participant or trade ally to install
equipment that is above the current Oregon Residential Specialty Code. The program is managed by a
program management contractor, CLEAResult, which contracts with local home builder associations and
Earth Advantage to help deliver consistent program information and training throughout the Energy Trust
territory to builders, subcontractors, verifiers and real estate allies.

1. Performance incentives (whole home track) enable trade ally builders to receive incentives for
building at least 10 percent above the Oregon Residential Specialty Code. Incentives range from
$600 to -$5,000 based on the overall performance improvement of the home compared to the
same home if built to code. Home data is collected by third-party verifiers who are hired as
subcontractors by the trade ally builder to consult, inspect and model the home in REM/Rate®
software. Verifiers are partially subsidized by the program to help offset the cost of participation for
the trade ally builder.

2. Prescriptive incentives (stand-alone track) allow builders or subcontractors to qualify for
incentives for installing high-efficiency equipment in non-EPS™ homes, such as a qualifying heat
pump water heaters, gas water heaters, ductless heat pumps, alternative technology treatment
waste water systems, showerheads, hearths and air sealing. New Homes uses stand-alone
incentives to engage potential customers not currently participating in the program.

3. Small multifamily incentives are a new offering for New Homes in 2016. In coordination with the
New Buildings program, New Homes will bring to market a prescriptive incentive package.
Incentive packages will consist of some combination of the following measures: high-efficiency
lighting, exterior lighting, energy-efficient water fixtures, water heater, bathroom fans, ductless heat
pumps, high-efficiency gas furnaces, packaged terminal heat pumps and gas hearths. Bringing
small multifamily projects of 12 units or fewer into the New Homes program will allow for single-
family home builders to work with the same program team as they expand into small multi-unit
projects.

The program also claims gas market transformation savings for influencing the 2008 and 2011 Oregon
Residential Specialty Code. The method for claiming market transformation savings will undergo a full
evaluation in 2016 to prepare for the upcoming 2017 code change.

2016 Strategic Focus

e Deliver program through Program Management Contractor CLEAResult, subcontractors and a
statewide comprehensive network of trade allies.

e Sustain and grow market share of EPS-rated New Homes within Energy Trust service territory,
including enhanced regional field support outside of the Portland Metro region.

e Expand program reach to capture savings in new and existing market segments. This includes
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working with affordable housing organizations, targeting new housing types such as accessory
dwelling units and small multifamily.

Leverage forthcoming code change to engage non-program builders with stand-alone measures
driving future code compliance.

Continue to explore opportunities to partner with developers and city planners to drive energy
efficiency at earlier junctures in the development cycle.

Coordinate with regional organizations and other programs, such as Northwest Energy Efficiency
Alliance, Oregon Home Builders Association and Existing Homes, across various program
opportunities.

Continue to implement a five-year strategic solar plan.

2016 Activities

1.

Offer EPS incentives to trade ally builders and verifiers to gain a 10 percent increase in the total
number of homes submitted in 2015.

Provide timely and engaged service to program stakeholders in rural and under-participating
regions.

Recruit new builders and continue to provide direct outreach and technical services to help
participating builders maximize their energy savings.

Continue to support and deliver trainings on EPS to industry actors in including real estate brokers,
appraisers, lenders and home inspectors.

Work with the Existing Homes team to recruit new Construction Contractors Board credentialed
home energy assessors to expand the EPS network.

Support NEEA’s development of a regional standard protocol for performance-based residential
new construction efficiency programs. This will allow neighboring PUDs to offer additional
incentives to EPS builders, creating more uptake of EPS homes in gas-only territories.

Support Colombia Basin Student Homebuilder's Program, increasing awareness of EPS in Eastern
Oregon.

Further the program’s role in regional market transformation by driving early uptake of anticipated
future code requirements. Engage code builders with technical and, if cost-effective, financial
assistance in meeting future code requirements.

Continue to improve the Axis platform to enhance the participant user experience and add
functionality that will improve program efficiencies for a more cost-effective delivery model.

2016 New Delivery Concepts

1.

Evaluate the program’s cost of savings acquisition for specific pathways and by housing type
(townhomes, accessory dwelling units, small homes). Use this data to revise the builder and
verifier incentive structure in 2017.

Explore a dedicated track for large-scale projects where incentive payments may exceed
$500,000.

Transition the location of a current account manager to Bend (region 8)—an area of potential
growth for the program. The account manager will also serve regions 2, 6, 9, 10, and11 (Southern
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10.

and Eastern Oregon), acting as the first full-time New Homes account manager to be located
outside of Portland Metro area.

Support NEEA's feasibility study and potential market-test of an automated “Simple Score” using
publically available datasets to establish a performance rating or score on all residential structures
within the selected test market.

Support U.S. Department of EnergyHome Energy Information Accelerator, enhancing the
availability and use of reliable home energy information at relevant points in residential real estate
transactions.

Reconfigure participation pathways for electric zonal heated homes, tailoring offers to meet the
needs of affordable housing developers, providing options for participation that encourage (but do
not require) heat pump water heaters, and implement in Axis.

Work with the Hillsboro, Beaverton and other cities to advance opportunities for energy efficiency
in new housing developments prior to the building permitting process, providing incentives for
commitments to set performance targets. Explore incorporating energy performance standards into
master land use development plans submitted by developers to municipal planning commissions.

Launch suite of measures (including shell, HVAC, lighting and domestic hot water) tailored to the
unique building characteristics and load profiles of small multifamily dwellings.

Partner with Existing Homes implementation team to launch a mid-stream hearth initiative
promoting alternatives to standing pilot light ignition systems.

Determine next steps for implementing findings of a New Homes process evaluation to improve
program design and services.

Marketing Activities

1.

1.
2.

Retool builder messaging to expand engagement with builders through advertising, newsletters,
public relations and email blasts, urging potential trade allies to build EPS homes or install stand-
alone measures.

Expand relationships with participating builders and leverage existing trade allies to promote EPS
and stand-alone measures through cooperative marketing, social media, earned media and
advertorial content.

Continue to advertise to and engage with consumers to raise awareness of EPS and support
builders. Revise materials (print collateral, EPS web page, etc.) to make EPS more accessible to
consumers.

In partnership with Earth Advantage, engage real estate allies with new and existing materials,
curriculum and trainings that provide clear action items for participants that are designed to keep
allies engaged with Energy Trust. Identify and train real estate allies to act as ambassadors for
Energy Trust offerings, with a focus on using EPS during the sale of a home. Grow the real estate
ally network with an emphasis on training allies in under-participating regions, providing consistent
support throughout the state.

2016 Assumptions

Manage budget to comply with program incentive and delivery goals.

Areas of high activity for new construction will sustain production, including the Portland Metro and
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Bend areas. Overall EPS activity is forecasted to increase by 10 percent, with greater gains
possible in the Bend and Salem markets contingent on emerging partnerships with production
builders.

3. The program developed production goals assuming the continuation of historical single-family
splits between gas and electric heated homes at 85 percent gas and 15 percent electric.
Production goals may be influenced by the participation of new builders, and market shifts to
different housing types and system configurations.

4. Verifier network remains intact or experiences little impact as a result of House Bill 2801 additional
fees, licensing and bonding requirements.

5. Small multifamily initiative goes to market in Q3 2016.
2017 Strategic Focus

1. The program will conduct forward planning activities in anticipation of an update to the Oregon
Residential Specialty code. These include revisiting assumed installed costs and savings values
for common measures, refreshing common market baselines for component efficiency values and
evaluating the cost effectiveness of individual measures and common configurations of measures,
or EPS pathways.

2. Further the program’s role in regional market transformation by driving early uptake of anticipated
future code requirements. Model costs and benefits under the new 2017 Oregon Residential
Specialty Code. Work to transition the program into the next code cycle.
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Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

Production Efficiency DRAFT Action Plan, October 2015

Program Description

Energy Trust’s industry and agriculture sector provides electric and gas energy-efficiency solutions for
all sizes and types of eligible industrial and agricultural businesses through the Production Efficiency
program. The program provides a robust set of services and incentives through three primary delivery
tracks to help these energy-intensive businesses achieve cost-effective savings on an ongoing basis.
The program is designed and managed in-house by industry and agriculture sector staff, and is
delivered to market through the support of a large number of contractors and other market actors.

1. The Custom Track allows for a comprehensive approach to gas and electric process efficiency
projects, retrofits and operations and maintenance, O&M. Custom Program Delivery Contractor
industrial efficiency experts act as long-term energy efficiency account managers for industrial
customers of all sizes and types in their assigned geographic territory. PDCs provide turnkey
support to participants in their assigned geographic territories, helping participants identify
specific efficiency opportunities and facilitating their ongoing participation in Energy Trust
programs. They achieve savings goals through developing and delivering custom projects,
which represent more than one-half of Production Efficiency program savings. Allied Technical
Assistance Contractors, ATACs, provide analysis for custom projects to support customer and
program investment decisions.

2. Strategic Energy Management, SEM, provides training, tools and the technical support of
SEM coaches to enable customers to save energy by establishing or improving energy
management practices in the workplace. SEM offerings aim to secure and deepen customer
commitment to energy management and improve their capability to drive persistent,
measureable improvements in the energy intensity of their operations.

3. The Streamlined Tracks focus on simpler, more common equipment measures, typically
installed through Energy Trust trade allies and other vendors. The Streamlined Tracks are
delivered by specialized PDCs who focus on trade ally outreach and training, project
verification and delivery of savings from streamlined measures, and new measure and tool
development. The trade ally delivery channel leverages long-term vendor relationships as a
primary influence on customer decision-making. The lighting Trade Ally Network delivers all
types of lighting projects at industrial sites. The Streamlined Industrial and Agricultural
Initiative, Sl, delivers savings from irrigation measures, small compressed air, variable
frequency drives and other prescriptive and calculated measures.

2016 Strategic Focus

1. Continue to implement and continuously improve current, effective Custom, Streamlined and
SEM offerings.

2. Provide more outreach, technical services and other support to increase savings from the
agriculture sector and small- to medium-sized industrial customers.

3. Redesign and implement an SEM offering for industrial sites that have previously participated
in the program’s first year SEM offering, and recruit new SEM patrticipants.

4. Increase gas savings and the number of gas projects completed in all tracks.
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5.

Working with other organizations such as NEEA, Pacific Northwest National Laboratory and
others, provide information and help deploy emerging technologies. More commonly in
industry, this involves more unusual, rarely deployed applications of existing technology, such
as smart manufacturing controls, energy information systems and Performance+ lighting
design.

Continuously improve internal processes and systems, including use of data and information to
support program activities and technical management of all tracks.

2016 Activities

Ongoing

1.

Continue to use Custom PDCs as long-term energy efficiency account managers and technical
consultants for all types and sizes of industrial customers.

Continue to use Streamlined PDCs to develop new streamlined and lighting measures and to
recruit, train and support trade allies.

Achieve greater geographic diversity of both gas and electric savings by improving outreach
efforts to trade allies across the state. Continue to develop and support their use of the
streamlined industrial calculator tools for small compressed air, irrigation and other measures.

Promote uptake and increase volume of refrigeration-related streamlined measures,
particularly fast-acting doors and refrigeration controls.

Diversify and increase SEM participation by offering the one-year, introductory Core SEM
offering to 25 to 30 new sites in 2016.

Drive integration of lighting controls and other best practices in comprehensive lighting projects
through ongoing promotion of Performance+ and other advanced lighting strategies.

Working with utilities and other industry partners, improve awareness of the benefits of
efficiency and services available for small- to medium-sized industrial customers.

In Development and New Initiatives

8.

10.

11.

Develop tools that reduce PDC effort and cost associated with providing custom engineering
services at smaller industrial sites, beginning in 2016 with a tablet-based tool to support site
walk-throughs and quickly generate scoping studies for energy-efficiency opportunities.

Develop and launch a multiyear Continuous SEM offering for the 130+ customers who have
previously participated in introductory SEM offerings.

Provide outreach, technical services and incentives to reduce the energy use of new or
expanding cannabis production facilities. Engage with local market actors and peers in other
states to accelerate understanding of technical solutions for this sector and inform planning
and program strategies.

Enable customer self-service for information about historical participation in Energy Trust
programs and the status of projects in process through development of an online Business
Customer Portal.

2016 Assumptions

Overarching
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1.

2016 budget and goals assume that spending on large energy users (who do not pay
supplemental 838 charges) remains under the incentive cap used to administer requirements
that large energy users do not benefit directly from 838 funding. If analysis of 2015 spending
(to be completed in Q2 2016) finds us over the cap in PGE territory, the programs will need to
act to reduce spending on these customers, and this would impact both savings and spending.

2016 planned actions assume that the economic and policy environment that manufacturers
and the program are operating in do not change in significant ways compared to 2014 and
2015.

Delivery

3.

Delivery costs for 2016 continue to scale predictably with working (gross) savings goals, with
only very minor adjustments in the run rate on two of the five delivery contracts. Despite this,
delivery costs will show a perceptible upward trend compared to 2015 due to changes in the
free ridership evaluation factor that resulted in a loss of 8 percent of savings net-to-gross
compared to 2015. This change simply means that the PDCs have to pursue more working
savings in order for the program to reach the same reportable savings goals.

Incentives and Savings

4.

Most incentive levels appear to be optimized now and are working to successfully bring in
savings. No major incentive changes will be proposed for Custom incentives in 2016, but some
calculated and prescriptive measures may be adjusted, as needed.

The program did not budget for a bonus incentive in 2016, but may implement a well-defined
bonus if savings forecasts in 2016 show significant gaps in the project pipeline. In the event
this were to occur, we assume that existing, uncommitted incentive budgets would be sufficient
to support targeted additional spending toward reaching goal.

The budgeted cost (run rate) for lighting incentives has been increased slightly, by less than
one cent/ kWh, in accordance with recent spending trends. This increase is reflective of the
higher cost of LEDs, but LEDs also benefit from longer measure life and a better levelized cost.

Gas incentive run rate assumptions have been decreased slightly to better reflect recent
acquisition costs.

More savings are expected to come from Custom projects in 2016 than in recent years, and
less from relatively low-cost SEM. The increased acquisition cost per kWh is balanced by the
much longer measure life of Custom projects.

Layered on to this shift from SEM savings to more Custom projects is the cost associated with
the net-to-gross factor on all electric projects, which has the single biggest impact on the
program’s increasing incentive costs in 2016.

2017 Strategic Focus
1.

Use, maintain and improve mature and developing program strategies, relationships, offerings,
initiatives and tools.
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Continuously improve program designs and services to meet customer needs and provide excellent customer service;
manage the total cost of delivering energy efficiency to maintain and improve the supply of cost-effective measures; expand customer
participation; replenish the energy-efficiency resource in the mid- to-long-term through
a portfolio of new technologies and product development strategies.

Products Program DRAFT Action Plan, October 2015

Program Description

The Products program provides prescriptive financial incentives to customers for the purchase and
installation of energy-efficient products. The program is comprised of five components:

1. Retail lighting and showerheads
2. New appliances

3. Kits and giveaways

4. New manufacture homes

5. Appliance recycling

Appliance recycling is managed by a subcontractor responsible for scheduling appointments, picking up
and decommissioning of appliances. The Products program aims to acquire cost-effective electric and gas
savings through implementation of program efficiencies, targeted outreach, innovative program offerings
and marketing, as well as expanded focus on retailers and the retail channel. Leveraging data analytics
and flexible incentive levels in tandem with increased retailer and consumer education maximizes uptake
of energy-efficient products and sustained energy savings.

For new manufactured homes, the program provides prescriptive financial incentives to retailers for the
sale of energy-efficient home models and ductless heat pumps installed in those homes.

2016 Strategic Focus

1. Deliver program through Program Management Contractor Ecova, subcontractors and an
expanded statewide network of retailers.

2. Educate retailers and consumers about the benefits and features of energy-efficient
lighting, showerheads and appliances through targeted marketing strategies to support
specific Products program offerings. Targeted marketing strategies could include digital
ads, email or direct mail with targeting based on geographical location, consumer context
or past behavior.

3. Implement delivery improvements to gain program efficiencies and reduce costs. This will
include a continued focus on driving customers to apply online, simplification of
participation requirements for the recycling program offer and increased collaboration with
Simple Steps, Smart Savings™ to reduce administrative burden on Energy Trust and
Bonneville Power Administration. The cost versus benefit of updating qualified product lists
and maintaining appliance point of purchase in stores on a monthly basis will also be
assessed. There will be a focus on streamlining processes and gaining efficiencies across
all residential programs.

4. Increase participation of manufacturers and retailers.
5. Use market data and analytics to drive targeted marketing strategies.

6. Address participation gaps by offering incentives at a wide range of retail types and
increase presence in rural communities.
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Explore product recycling offer to include clothes washers. Ensure products are safely
decommissioned and recycled.

Align program specification for new clothes washers with ENERGY STAR® version 7.0.

Pursue potential new savings opportunities to expand program portfolio. Continue to foster
regional collaboration by partnering with key industry partners such as Northwest Energy
Efficiency Alliance, Regional Technical Forum and Bonneville Power Administration.

2016 Activities

1.

10.

11.
12.

Maintain lighting and showerhead program design that uses data analytics and incentive level
flexibility to maximize energy savings potential across the entire territory.

Incorporate new measures into the program portfolio such as clothes washer recycling and
additional LED lighting applications.

Maintain current retail lighting promotions with incentive and savings changes. Expand
promotions through partnerships with new manufacturers and expanded product lists with
existing manufacturers. Monitor shift in lighting sales mix from CFLs to LEDs, and respond
with incentive adjustments throughout the year.

Maintain refrigerator and freezer recycling program offer with incentive and savings
changes. A single incentive level will be offered regardless of age of unit to simplify
participation.

Maintain new clothes washer program offer with incentive and savings changes.

Conduct market test of mid-stream incentive model for refrigerators.

Expand participation and influence to customer groups and geographic areas with lower levels of

program participation, working to reach customers through online offerings and community- or
employer-hosted events.

e Program is exploring a partnership with NEEA to pilot Enervee’s “online closed loop retalil
marketing platform.”

o Review results of 2015 TechniArt pop-up promotions and online product promotions. If
successful, maintain and expand program model to reach additional customers.

¢ Continue working with independent and discount retailers.

Increase cross-program collaboration to increase program efficiency and savings. Cross
collaborate in joint program measures and other areas, including advanced power strips tier 2,
advanced thermostats and water heaters.

Provide EPS™ scores on new manufactured homes to drive customers to choose the most
efficient electric models.

Work with regional partners to update assumptions on fuel allocation methodology for dual fuel
measures, such as showerheads and clothes washers.

Coordinate with NEEA to accelerate the commercialization of high-efficiency dryers.

Update marketing point of purchase materials for lighting in retail locations during Q1.

2016 Assumptions
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1. LEDs will continue to increase market share and CFLs will trend downward.

2. Savings from appliances, such as refrigerators and clothes washers, will decline. National
efficiency standards for appliances are becoming more stringent, raising market baselines.

2017 Strategic Focus

1. Continue to focus on lighting sales. The volume of lighting sales is projected to decrease, however
the program portfolio is projected to acquire more electric savings due to greater savings from LED
sales. More products will also become ENERGY STAR® certified and prices will drop due to
increased demand.

2. Facilitate sector sorting and redesign of program delivery approaches to further cost-effective
investments for the residential sector as a whole.

3. Build on mid-stream designs established for lighting and showerheads to encourage the adoption
of efficient technologies by residential ratepayers.






