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


Agenda 
Conservation Advisory Council 
Wednesday, July 23, 2014   12:00 pm - 4:30 pm 
 
Address: 
421 SW Oak St., #300 
Portland, OR 97204 
 
 
 
12:00 Welcome, introductions (lunch will be provided for CAC members) 
 
12:05 Old Business      


June CAC minutes    
 Large customer funding limitations – update 
    Old Business – OPUC Docket UM 1622 submittal and schedule.  
   
 
12:15 2015-2019 Strategic Plan draft   (discussion) 


Brief presentation of Energy Trust’s Draft 2015-2019 Strategic Plan followed by CAC 
discussion and input   


 
1:00  Break 
 
1:10 Q2 Dashboards   (information) 


Information on progress to date towards 2014 goals 
 


1:20 2015 Budget concepts: Industry & Ag Sector  (discussion) 
 
2:00 2015 Budget concepts: Commercial sector  (discussion) 
 
2:45 Break 
 
3:00 2015 Budget concepts: Residential Sector  (discussion) 
 
3:45 Measure review: Hearths   (discussion) 


Results of two recent market studies and a metering study and how these are 
incorporated into proposed changes to residential direct vent fireplaces for 2015. 


. 
 
4:30        Adjourn 
 
 
The next scheduled meeting of the Conservation Advisory Council will be on  
September 3, 2014 



http://edocs.puc.state.or.us/efdocs/HAH/um1622hah14143.pdf

http://edocs.puc.state.or.us/efdocs/HAH/um1622hah11043.pdf






Draft 2015-2019 
Strategic Plan 
RAC and CAC 
July 23, 2014 


 







2015-2019 Strategic Plan process 


Info 
Gathering 
Nov ‘13-


Feb 


Strategic 
Issues 
March 


Create 
Draft 
Plan 


Apr-May 


Board 
Review 
of Draft 


June 
retreat 


 


Draft 
Plan 


Outreach 
July-Aug 


Review 
and 


Approval 
Sep-Oct 







What’s changed since March? 


 Incorporated CAC/RAC feedback on strategic issues in 
early draft 


 
 June board retreat 


o Proposed savings goals for electric and gas 
o Determine balance among strategies in annual 


budget, IRP and other processes, not in strategic 
plan 


o Confirmation of proposed renewable goals, added / 
revised strategy descriptions 


o Confirmation of operations goals and strategies 
 


 July 22 Board Strategic Planning Committee meeting 







What’s different about the next 5 years? 


vs. 2015-2019 
 Remaining resource large but harder to acquire 


o Working on “what’s next?” 
o Challenges to cost effectiveness/project economics 


 
 Need for adaptive change, continuous improvement 


o Programs will look different in 2019 vs. 2014 
o Changes in goods, markets, regulation 
o Customer focus, innovation to meet needs 


 


2010-2014                  vs.                2015-2019 
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Strategies 


Efficiency Renewables Cross Cutting Operations 


5-year goals 


Efficiency Renewables Operations 


Long-term goals 


Efficiency Renewables 


Vision and Purpose 


2015-2019 Strategic Plan structure 







Purpose of 5-year goals 


• Push us to excel over longer horizon 
• Creates quantitative metrics to drive toward 


within long-term goals 
• IRP/Budget/OPUC performance metrics aligned 


within short term 


Efficiency 


• Push us to focus on installations and market 
change over longer horizon beyond annual 
generation goals and action plan 
 


Renewables 


• Efficient internal support of Efficiency and 
Renewables goals beyond short term 


• Continued focus on ensuring a responsible, 
transparent and accountable organization 


Operations 







Efficiency Goals  
and Strategies 







5-year efficiency goals—cumulative look 
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4 strategies to meet efficiency goals 


Continuously 
improve 


programs to 
meet 


customer 
needs 


Manage total 
cost of 


efficiency 


Expand 
customer 


participation 


Replenish 
portfolio with 
new resource 







Renewables Goals  
and Strategies 







5-year renewable goals—cumulative look 
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Additional 
10 aMW 


Renewable Generation 2002-2019 


“Sustain a vibrant small to 
mid scale renewable 
generation market that 
produces continual growth 
in project installations 
across all five eligible 
technologies.” 
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4 strategies to meet renewable goals 


Support all 
eligible 


technologies 


Emphasize 
market and 


project 
development 


Use 
competitive 
approach to 


funding 


Markets with 
multiple 
benefits 







Cross-Cutting 
Strategies 







Cross-cutting strategies 


Effective  
partnerships 


Efficient 
support  


Be ready 







Operations Goal  
and Strategies 







5-year operations goal and strategies 


Goal: Optimize internal operations and 
management to support strategic plan 
goals 


 
• Continuously improve internal operations 


 
• Address administrative cost, staffing, 


organizational structure and process 
enhancement recommendations from the 2014 
Management Review 
 


• Maintain flexibility to allow for opportunistic 
leveraging of state and national initiatives 







Your feedback 
 
• Do the plan goals and 


strategies reflect your 
early feedback?  


 
 
• Are there additional or 


different strategies Energy 
Trust should consider 
incorporating? 
 


• Other comments? 







Next steps 
DATE ACTION 


Mid-July to 
August 


Community, stakeholder and public 
outreach 


July 25 
Post draft plan on website; public 
comment period begins 


July 30 
Utility/board roundtable; board 
meeting 


August 26 Due date for public comments 
September 3 RAC/CAC—review comments 


October 1 
Board meeting—consider adoption of 
plan 


+ Visit www.energytrust.org/strategicplan for the latest 







Thank You 
Elaine Prause 
Sr. Planning Manager 
Elaine.prause@energytrust.org 
 
 





		Slide Number 1

		2015-2019 Strategic Plan process

		What’s changed since March?

		What’s different about the next 5 years?

		Slide Number 5

		Purpose of 5-year goals

		Slide Number 7

		5-year efficiency goals—cumulative look

		4 strategies to meet efficiency goals

		Slide Number 10

		5-year renewable goals—cumulative look

		4 strategies to meet renewable goals

		Slide Number 13

		Cross-cutting strategies

		Slide Number 15

		5-year operations goal and strategies

		Slide Number 17

		Next steps

		Slide Number 19






 
 
 


High Efficiency Direct Vent Gas Fireplaces for the Existing Homes Program 
Proposed Measure Revision for 2015 
Conservation Advisory Council 
July 23, 2014 


 
Measure Description 
Direct vent gas fireplaces, including zero clearance and freestanding units and inserts. The measure is 
currently offered in the Existing Homes and Home Performance with ENERGY STAR programs. Additional 
research is needed to expand the measure to the Existing Buildings Multifamily and Efficient New 
Homes programs. 
  
Need for Review 
Energy Trust first provided incentives for efficient gas fireplaces in 2009 as a pilot offering to test the 
savings performance and market potential for upgrading participants to the more efficient option than 
the market baseline. No other regional utility had offered incentives prior to that time, and we were not 
familiar with the market and typical usage. NW Natural provided support in market understanding as did 
a survey of vendors completed by a third party contractor. The market survey results guided our 
determination of the market baseline efficiency, prevalence of standing pilot lights, and the size of the 
market in Oregon. The study also helped us design the savings estimate based on the assumption that 
the majority of the units would be the primary heat source, operating 20 hours per week during the 
heating season. With this information we designed a two tier offer, shown in the table below: 
 


Table 1: Initial measure offer 
Tier FE (%) Incentive 


Tier 1 65-69.9% $200 
Tier 2 70+% $250 


 
For the past 5 years, program activity has increased significantly. In 2013, hearths provided 13% of 
Existing Homes total gas savings. Since 2010, the majority of installed equipment has been the higher 
efficiency tier, including all of the project growth.  The number of installed hearths from 65 to 69 FE has 
remained stable. By 2013, 80% of qualifying equipment was in Tier 2, 20% Tier 1. 
  


 
 
 
 
 
 
 
 
 
 
 
 







Table 2: Program activity history 


 
 
After 5 years of increasing participation, each of the key assumptions needs to be updated to better 
reflect the changing market and typical use of hearths. By summer 2013 we began to look for ways to 
evaluate our key assumptions. Billing analysis turned out to be inconclusive. Since we are incenting 
participants to purchase the more efficient unit over the market baseline, billing analysis was not a good 
fit since the pre-conditions varied significantly. To better inform our market understanding, three 
studies were commissioned over the course of 9 months; 


- Updated market data vendor survey to determine current market efficiency baseline and use of 
standing pilot lights 


- A metering study to determine the hours of use compared to our 20 hours/week assumption 
- Survey of distributors to determine if the Oregon market was more efficient than other 


states/regions and if Energy Trust’s program influenced upstream decisions regarding efficiency 
 
Proposed changes 
The updated vendor survey showed a shift in the market baseline to 67 FE. As a result, two new 
efficiency tiers are proposed: a lower efficient tier from 70 to 74 FE and a more efficient tier at 75 FE and 
above. With the minimum requirement of 70 FE very close to the 67 FE baseline, there appears to be no 
incremental cost.  We are offering an incentive at this efficiency level based upon a market design need 
to retain widely available equipment while the market can adapt to respond to the higher efficiency tier.  
When calculating savings, the average efficiency in the range will be used, not the minimum, so energy 
savings potential remains in the lower tier. The higher efficiency tier is cost effective but equipment 
availability may be limited. This shift will support the market advancing toward the new level while 
retaining the current, most popular efficiency level. 
 
Energy savings based on thermal efficiency 
The efficiency rating is the Fireplace Efficiency score from the Canadian P4 test. Savings are calculated 
according to the following formula: 
 


𝛥𝑡ℎ𝑒𝑟𝑚 = ℎ𝑟 𝑥 
𝑘𝐵𝑡𝑢
ℎ𝑟


 𝑥 (
1


𝑏𝑎𝑠𝑒𝑙𝑖𝑛𝑒
−


1
𝐹𝐸


) 


 
The efficiency is based on the average in each bin, as shown in the table below. The heat capacity for 
each efficiency tier was averaged from program data from 2013. Fireplaces with an efficiency rating 
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between 70 and 74 FE averaged 33 kBtu/h, and fireplaces with ratings of 75 FE or higher had an average 
heat capacity of 26 kBtu/h. Hours of use averaged 15 per week in the metering study. 
 
 
Table 3: baseline efficiency 
 


  


overall 
market 


total 
program 
(includes 
free-riders) 


free-
riders 
(subset of 
total 
program) 


non 
program 


non 
program or 
free rider 


average 
FE in each 
bin 


below 65 1971 0 0 1971 1971 61.0 
65 to 69 2806 260 117 2546 2663 67.0 
70 to 74 2806 


 
1074 483 1732 2215 71.6 


75 + 20 9   9 77.2 
total 7583 1354 609 6249 6858 66.8 


 
The overall market size was an outcome of the market survey. 23 out of the 48 members of the Oregon 
Hearth, Patio, and Barbecue Association were interviewed and their responses assumed to be 
representative of the members the survey contractor was unable to interview. The extrapolated 
responses were compared to program activity. The market baseline of top selling brands was calculated 
by averaging the efficiency of non-program equipment, including free-riders. Free-ridership is 45%, 
according to rolling average quarterly Fast Feedback results. However, this reflects the impressions of 
participants, and may be somewhat distorted in two ways.  First, the program appears to have 
influenced the efficiency of available equipment, based on at least one distributor’s perspective. Second, 
as is the case for all replacement equipment measures, customers may have difficulty distinguishing 
between the efficiency of the model chosen and the efficiency they would have otherwise chosen. They 
may or may not have been presented with a choice by the dealer, who may or may not have proposed 
the same equipment without incentives.  Free-riders surveys are particularly difficult to interpret during 
periods of significant market transition.  The baseline survey indicates that we have been experiencing 
such a period. Thus, we may incorporate the free-riders calculations into our savings forecasts, but also 
look for ways to claim some market transformation savings over time. 
 
For the new lower efficient tier (Tier 1, 70-74 FE), the savings are 19.9 annual therms (15 hours per week 
x 40 weeks x 33 kBtu/h x (1 / 66.8 FE – 1 / 71.6 FE). For the higher efficient tier (Tier 2, 75+FE), the 
savings are 31.5 annual therms (15 hours per week x 40 weeks x 26 kBtu/h x (1 / 66.8 FE – 1 / 77.2 FE).  
 
A sensitivity analysis was done to determine the effect of free-ridership on the energy savings. Although 
we know that some degree of free-ridership is present, the sensitivity of the savings to changes in free-
ridership can be determined by removing the free-riders from the baseline. The resulting average 
baseline efficiency is 66.4 FE. If an alternative approach to free-ridership were selected, the maximum 
energy savings from thermal efficiency would be 21.7 annual therms for equipment from 70 to 74 FE 
and 32.9 annual therms for equipment at or above 75 FE, a change of 9.0% and 4.5% respectively. 


 
Energy savings based on intermittent pilot ignition 
Intermittent ignition savings are calculated by multiplying the heat input by the number of hours the 
pilot would otherwise be on and the Net to Gross ratio (NTG). The heat input is 600 Btu/h, the hours 







8760 minus the hours the fireplace is in operation, and NTG is 0.81 based on the percentage of standing 
pilot lights in the baseline when the measure was implemented in 2009. Savings from the intermittent 
ignition system are 39.7 therms ((8760 hours – 40 weeks x 15 hours per week) x 0.006 therms / h x 
0.81). 
 
A third party contractor interviewed representatives of three manufactures whom they assert cover the 
majority of the Portland market and approximately 30% of the state market. We learned that standing 
pilot lights have nearly vanished and at least one distributor credits our program with that change. One 
expert noted that they sell standing pilot lights in other states but only about 1% of Oregon sales have 
standing pilot lights. To recognize this influence, although standing pilots are no longer in the market 
baseline, savings for intermittent ignition systems will be claimed for each unit in the program in 2015. 
These savings recognize that we helped move the market away from standing pilot lights earlier than 
they otherwise would have. Continuation of this practice beyond 2015 will depend upon additional 
market data we are able to collect and if we can determine from that data a reason to continue to claim 
ignition system transformation savings. 
 
In addition, one interviewee from the distributor survey claimed that due to Energy Trust influence, they 
changed their product line and only sell high efficiency units now. To account for this influence, we 
propose estimating the balance of this distributor’s sales in Oregon that did not receive an Energy Trust 
incentive and booking those savings for 2014. 
 
Measure Cost 
 
Table: 2013 program data 
 


Tier 
Average 


cost 
67 to 69 $4,553 
70 to 74 $4,067 
75 and up $4,241 


 
 
Cost Effectiveness 
 


  Measure 


Measure 
Lifetime 


(Maximum   
70 yrs) 


Annual 
Gas 


Savings, 
therm 


Total 
Cost 


MAX ETO 
Incentives 


Utility 
System 
PV of 


Benefits 


Societal 
PV of 


Benefits 


Combined 
Utility 


System 
BCR 


Combined 
Societal 


BCR 


1 
67 FE 


baseline 
vs 70 


20 59.5 $1 $357 $357 $357 1.0 357 


2 
67 FE 


baseline 
vs 75 


20 71.1 $173 $426 $426 $426 1.0 2.5 


 
Effects of proposed changes 
New tiers will push the market towards higher efficiency units. With the market baseline shift and fewer 
load hours, there are less per unit savings, especially for tier 1. Impacts to the market if there were no 
incentive for units below 75 FE are unknown, but may include a disengagement from the efficiency 







market, considering the small market share of units with efficiencies above this level. It is unlikely that 
the market will continue to move as fast as it has for the last few years but with continued engagement 
with supply chain actors, it seems plausible that the program can continue to drive the higher efficiency 
levels.  Because manufacturers have improved their products over the years, there’s little risk of 
“backsliding” to 61 FE. Continuing to take credit for promoting intermittent pilot lights over standing 
pilot lights for a year helps to continue to support the market. 
 
The change to baseline has a significant effect on the aggregate savings.  Savings would decrease by 
approximately 35%, if the project volume were to remain steady at the level achieved in 2013, with 
nearly all equipment in the 70 to 74 FE tier.  In addition, increasing the efficiency required for the two 
tiers would decrease aggregate savings by about 15%.  
 
Next steps 
A market transformation plan will be developed, to set a baseline for future efficiency development 
against which we can measure our actual impact. For example, in 2015, we estimate that 95% of 
incentives will support 70-74 FE units and 5% will go to 75 FE and greater. If we did not change our 
structure in 2015, the market would most likely still move towards higher efficiency levels but at a 
slower pace. The difference between actual sales and our natural baseline shift could be claimed as 
market transformation savings. 
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Conservation Advisory Council Meeting Notes 
June 18, 2014 


Attending from the council: 
Andria Jacob, City of Portland 
Garret Harris, Portland General Electric  
Holly Meyer, NW Natural 
Roger Kainu, Oregon Department of Energy  
Jeff Bissonnette, Citizens Utility Board of 
Oregon  
Jim Abrahamson, Cascade Natural Gas 
Juliet Johnson, Oregon Public Utility 
Commission 
Kari Greer, Pacific Power 
Stan Price, Northwest Energy Efficiency 
Council 
Scott Inman, Oregon Remodelers 
Association 
Wendy Gerlitz, Northwest Energy Coalition 
Bruce Dobbs, Building Owners and 
Managers Association 
Stephanie Vasquez, Bonneville Power 
Administration 
Don MacOdrum, Home Performance Guild 
 
Attending from Energy Trust: 
Margie Harris 
Kim Crossman 
Paul Sklar 
Jay Ward 
Tom Beverly 
Sue Fletcher 
 


 
Debbie Goldberg-Menashe 
Diane Ferington 
Elaine Prause 
Fred Gordon 
Jackie Goss 
Mark Wyman 
Marshall Johnson 
Ed Wales 
Peter West 
Steve Lacey 
Ted Light 
 
Others attending: 
Mark Kendall, Energy Trust Board of 
Directors 
Scot Davidson, Clean Energy Works  
Andrea Johnson, CLEAResult 
Andrew Morphis, CLEAResult 
Joel Gray, Cascade Policy Institute 
Jennifer Hudson, Schnitzer Steel 
Brien Sipe, CLEAResult 
John Morris, CLEAResult 
Christina Cabralas, CSG 
Jeremy Anderson, WISE 
Carolyn Gross, NW Natural 
Carolyn Farrar, NW Natural 
Jamie McGovern, Citizens Utility Board of 
Oregon 


1. Welcome and introductions 
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.  
 
Kim indicated that the agenda for the next Conservation Advisory Council meeting on July 23 
will be quite dense. Large customer funding, Quarter 2 dashboards and more are on the 
agenda. Staff will likely schedule from 12 to 5 p.m. The council doesn’t meet in August. It’s 
important for the annual budget and two-year action plans for next year to hear from council.  
 
 



http://www.energytrust.org/About/public-meetings/CACMeetings.aspx
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2. Old business 
April Conservation Advisory Council minutes were not included in the packet in time for member 
review at this meeting. Council members are requested to review the minutes and contact Kim if 
they have any comments.  
 
3. Savings Within Reach bill impact estimator 
Mark Wyman discussed updates to the Savings Within Reach bill impact estimator. This is a 
tool currently being used in the Existing Homes programs. It helps customers know what the 
impact on their bill will be when they finance improvements and repay them on their utility bills. 
 
Savings Within Reach is marketed by trade ally contractors. Financing includes on-utility-bill 
repayment, and that option is used only with Savings Within Reach qualifying measures. On-bill 
repayment is ideal for smaller improvement projects. There is no minimum and terms go up to 
10 years for loans greater than $2,500 or five years for loans less than $2,500. Staff is working 
with $600,000 in initial capitalization. The demonstration will continue until funding runs out or 
for a maximum of one year. It’s available to customers of NW Natural, Portland General Electric 
and Pacific Power. 
 
The estimator is an Excel workbook completed by the trade ally, and currently is not available 
on the website for consumers. It provides one output. The customer has to sign a written 
statement that they received and read it. 
 
Upgrades include an easier interface, addition of seasonal bonuses and recognition of oil and 
propane as source fuels. It’s a far different dynamic from a single-fuel project if they change 
fuels and finance on-bill. Customers save money overall, but their heating utility bill will go up 
significantly. The tool provides that functionality with updates. It doesn’t model conversions 
between electric and gas.  
 
Don MacOdrum: What are the Savings Within Reach qualifications? 
Mark W: This is the moderate-income piece of Existing Homes. Savings Within Reach is 
targeted at households at 185 percent to 250 percent of federal poverty level. They are above 
the weatherization assistance cutoff, but face a significant barrier from out-of-pocket costs. It 
offers enhanced incentives. 
 
Garret Harris: When a person converts from oil or propane to electric or natural gas, they can 
participate in your programs. Is that true with Savings Within Reach? 
Mark W: With Savings Within Reach, we engage prior to measure installations. We can receive 
an application for a mechanical system and we’ll record the original fuel type. We can claim 
some savings based on the assumption that they already made the decision to change to 
natural gas or electric heat from oil or propane and we are pushing them to a more efficient 
system. 
 
Garret: If you convert the heating system and do another measure, can you still claim both 
incentives with this? 
Mark W: Yes, a customer may also claim incentives from eligible weatherization measures in 
conjunction with a heating system replacement. Deemed savings for weatherization measures 
are assigned to the customer’s replacement heating fuel source. Energy Trust’s planning staff 
weight a range of installation environments when determining deemed savings levels, including 
those scenarios when a customer’s mechanical equipment may be newly or recently installed.  
 
Jim Abrahamson: With the gas furnace line blacked out, would the form be what the electrical 
customer sees? Two of the electric measures are replacing non-electric heat. Two different 
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HSPFs are shown as clearly replacing non-electric sources. Can this estimate what the fuel 
savings would be from those? 
Mark W: It’s not set up to do that. You select your current fuel source, and it would disable some 
choices. If it’s electric, you will see electric options. If you select oil or propane it will surface 
natural gas and electric options as the new heat source. 
 
Mark continued his presentation, showing examples of what the contractor would see as they 
are working through the spreadsheet. Staff updated the tool for new heating fuel sources for oil 
and propane. The choices depend on the new fuel source. The original workbook is on the 
bottom of the slides. In the load shifting scenario, it adds monthly costs to the loan payment. 
Staff has to rework it to present things in a way customers will find easy to understand. Overall 
cost savings will often outweigh the cost shift to the utility bill for a new heat source.  
 
Wendy Gerlitz: I’m assuming that total interest payments are included in the totals, but they are 
also shown in their own box. That makes it appear that they are not included in the calculations. 
Mark W: The Savings Within Reach offering is designed to be easy for customers, and 
underwriting is flexible, but we wanted to build awareness that it’s not free money. That’s why 
the interest is shown separately. It’s included in the totals. 
 
Holly Meyer: Have any groups tested this to see if people like it? 
Mark W: Feedback has been positive so far, but testing has been limited and we haven’t 
completed broader consumer testing. It may be a good fast feedback topic. 
 
Scott Inman: The total interest payments are confusing. Is that total interest over the term of the 
loan? It shows estimated annual savings of $1,500 but is the $1,300 cost over the life of the 
loan? 
Mark W: We are double messaging on the cost of capital, to ensure customers are aware of it, 
but that may be confusing. We can remove the redundancy. 
 
Holly: I don’t understand the bottom part, where it says, “Impact of the same fuel upgrade 
expressed as debt service – energy savings.” Can you clarify it? 
Mark W: It’s the net impact of the bill. The customer is saving the “estimated monthly energy 
savings” and subtracting the monthly loan payment to arrive at the net effect on the utility bill. 
 


In regards to Energy Trust’s fuel neutrality policy, we feel this is within the policy 
requirements. We are trying to show the net impacts when people use their utility bill as 
a means of repayment.  
 
Customers would never see the multiple simulations on this. However, we don’t watch 
contractors when they give estimates. The tool could be run multiple times for differing 
comparisons. 


 
Bruce Dobbs: What if I want to compare electric to gas. It sounds like that’s forbidden. 
Mark: Those options are disabled to follow fuel neutrality requirements. We are aware a 
contractor could compare using a different fuel type by running the analysis twice. 
 
Holly: It sounds like it wouldn’t be allowed, since the customer has to sign off prior to going 
forward. They could do everything but on-bill repayment if they wanted to switch, though. 
Mark: We are allowing your new fuel to be your fuel of record. That utility will be the one 
collecting payments. For other customers it would be the utility they already have in place. 
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The engineering behind this is the same as the website tool. The new assumptions are around 
oil or propane equipment. 
 
Kim: If you have comments, clarifications or advice, please provide those. 
 
Jim Abrahamson: We’re in this zone at the end because the policy about fuel neutrality causes 
strange gymnastics around a logical customer question. The program isn’t set up to make the 
gas versus electric comparison because of policy, and the tool doesn’t deal with it. It’s a logical 
question for customers to ask. 
 
Mark Kendall: This is a demonstration that started in the spring. What kind of check-in and 
verification are we planning to do? Contractors run the software and give customers the output. 
How much variability are we going to be checking and managing? Also, does the 5.99 percent 
interest rate cover the on-bill financing service costs and other costs? 
Mark W: Craft3 would have more insight about the fund administrative costs. Our utility 
operating agreements include other costs. We do quality review on workbooks, but we don’t 
know how people may be playing around with it. We will correct errors we see submitted to the 
program. We get it early enough that the customer will receive corrections before moving 
forward. 
 
Mark K: The range in parameters can vary, though. 
Mark W: We thought about giving more site specifics, but it adds to the challenge. It is meant to 
be streamlined and easy. 
 
Scott Inman: Does the bill stay with the home, or does it go with the homeowner if they move? 
Mark W: The loan can be moved off bill and serviced by ACH. It can also be handled through a 
fixture transfer. It’s early to tell, but the Energy Efficiency and Sustainable Technology Act, 
EEAST, portfolio is the precedent. With that, most people seem to move it off bill if they sell the 
home, or retire it at the time of sale. 
 
Garrett: How many applications have you received that show non-qualifying fuels switching to 
qualifying? 
Mark W: It’s too early to tell yet. 
Garrett: Please track that and provide more information when you have it. 
 
Wendy: If the customer has questions down the road, such as situations where they don’t see 
the expected amount of savings, who do they call? Where are they directed by the paperwork? 
Mark W: The application has the same terms and conditions as our program applications. It 
would have our program contact information. Service related issues are expected to come 
through the program, and the lender information is there for debt servicing contacts. We are 
working with the utilities to divert those to the resources we provide. 
 
Andria Jacob: Is the capitalization from Craft3 or Energy Trust? 
Mark W: It’s split equally between Craft3 and Energy Trust. 
 
4. Gas cost-effectiveness UM 1622 update 
Fred Gordon and Juliet Johnson presented the gas cost-effectiveness update. 
 
Fred: Juliet is covering the original Oregon Public Utility Commission request for information that 
Energy Trust is responding to. The handouts have more current information than what was 
previously posted online. 
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Juliet Johnson: This is OPUC docket UM 1622, Order 13-256. It has often been helpful for me to 
go back to the source, to see what the commission said and required in response so I can stay 
focused. In other words, “What did the commission require?” 
 


The commission granted exceptions to current cost-effectiveness guidelines for all gas 
measures and programs. The exceptions run through October 18, 2014. Energy Trust 
should take active steps before then to make gas measures as cost effective as 
possible, and create plans to eliminate measures that still aren’t passing, won’t pass or 
don’t meet UM 551 exception criteria. Energy Trust will provide estimated benefit cost 
ratios for both the Utility Cost Test (UCT) and Total Resource Cost Test (TRC) for all 
measures which are close to or less than 1.0. If they are cost effective, what are the 
savings, and where would UM 551 exception criteria apply? Energy Trust was to identify 
proposed measures and programs to be continued and discontinued. That’s not 
necessarily what would be accepted by the OPUC. Energy Trust is also determining 
what a core residential program for gas would look like. The docket schedule is listed in 
the presentation slides and online at 
www.apps.puc.state.or.us/edockets/docket.asp?DocketID=17795. Energy Trust will 
report by July 1, 2014. The commissioners will see the memos created by OPUC staff. 
 
The public meeting is September 30, 2014. People are allowed to state their cases or 
correct facts in the memos during that meeting. 


 
Jim Abrahamson: What is the concept of core gas programs? Will that be in the July 1 report? 
Fred: What we’ll say remains to be seen. We don’t have a lot of information. 
 
Jim: If the exceptions expire and substantial gas-saving programs drop off, I would assume the 
utility Integrated Resource Plans (IRPs) are adjusted. Energy Trust provides savings numbers, 
and if they remove measures and programs, they should also be removed from the IRPs. 
Juliet: I imagine the commission would implement changes for both Energy Trust and the 
utilities. 
 
Jim: I would hope the IRP savings would come out if they show up in this docket. 
Juliet: It wouldn’t hurt to restate that for the commission if it’s a concern. 
 
Mark K: How long after the public meeting will the order come out? 
Juliet: An order typically comes a week after the meeting. 
 
Don MacOdrum: The “societal cost” terminology doesn’t seem to be here. 
Fred: The societal test isn’t in our information. TRC and UCT are the only tests that are in rule 
UM 551. So we are not planning to discuss general societal benefits in our comments. In our 
July 1 filing, we are giving a beginning product for the docket and not an end product. If 
something can’t be done within this rule, that’s for you, and others, to talk about. The OPUC has 
suggested that any discussion of changing the rule should explain what measures cannot be 
accommodated within UM 551 and why they are important.  
 
Fred: The presentation includes what the OPUC asked for, and two additional  suggestions. 
One covers some process issues, and the other relates to hedge, or risk value. Both are 
discussed below. 
 


What follows is a high-level review of the key cost-effectiveness tests in UM 551. We 
have covered these issues extensively with this council, including an entire workshop on 
these issues, so I won’t delve into the details here. 



http://www.apps.puc.state.or.us/edockets/docket.asp?DocketID=17795
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The UCT for measures includes incentives as costs, and avoided utility costs plus 10 
percent, as benefits. The benefits are divided by the costs. As applied to programs, the 
costs also include Energy Trust’s program management costs and an allocated share of 
Energy Trust’s administrative costs.  
 
The TRC is different primarily in these two respects: it includes as costs the full costs of 
the measures, including the portion that consumers pay, not just the portion covered by 
incentives. Also, benefits include non-energy benefits enjoyed by the consumer. Carbon 
benefits are included in both tests to the extent that they are forecast as utility 
compliance costs for future regulations. If someone believes there is a higher cost to 
carbon, it’s not included. 
 
Next, I’ll review changes we’ve made since the UM 1622 order to lower the cost of 
programs and eliminate measures. 
 
In looking at measures, Performance Tested Comfort Systems whole-house duct sealing 
was the biggest thing we changed. We discontinued it because of performance issues. 
We attempted to do a pilot, but we had site selection criteria designed to increase 
average savings, and couldn’t find homes that fit the right criteria. We couldn’t build a big 
enough sample. We are now out of duct sealing for single-family homes. Duct and air 
sealing in mobile homes seem to be cost effective.  
 
As an aside, there are many, many gas measures that are still cost effective. In the 
current draft, we list them at the end of the report. 
 
We propose to discontinue whole-house air sealing at the end of this year. As noted 
below we have a pilot underway for air sealing using a different approach. 
 
For ceiling and floor insulation, requirements for site eligibility were tightened. This has 
resulted in fewer qualifying sites, but more savings per site. The calculations presented 
today reflect these higher savings. 
 
We have held back on narrowing eligibility for custom gas measures to avoid a seesaw 
effect. We currently allow measures which have a TRC of 0.7 or better as long as they 
pass the UTC. 


 
Kim: We’ve discussed everything on this list of adjusted and eliminated measures at 
Conservation Advisory Council meetings over the last 18 months. 
 
Fred: For reference in this presentation, if we have an exception, which means it is written into 
the rules that we can continue doing a certain measure and we have obtained specific 
authorization from the OPUC to do so. 
 


The gas side of the Production Efficiency program is not presented because there are no 
problems presented by lower gas avoided costs. Some custom measures at specific 
sites may not pass, but not enough to be a concern to the program. 
 
The gas portion of Existing Buildings as a whole is okay and passes both the UCT and 
TRC. Some custom gas measures are at issue. These are primarily custom HVAC and 
custom control measures. More sites won’t pass because avoided costs went down. We 
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will go to new avoided costs at some date. The tighter investment limit for custom may 
impact some projects at large universities and hospitals. 
 
For existing buildings, residential-type dishwashers should be removed, and were 
already taken out of residential programs. 
 
Within the Existing Buildings program, multifamily has issues for all insulation measures. 
They are a very small percentage of the gas portion of the multifamily initiative. Some 
people value insulation, but it doesn’t amount to a lot of the 2013 annual multifamily 
savings. Windows also have issues with the TRC. Energy Trust market research shows 
that owners invest in windows for other reasons in addition to the value of energy 
savings.  
 
The gas portion of New Buildings as a whole is okay, and passes both the UCT and 
TRC. There are a number of issues with specific measures, which only amount to about 
2.5 percent. Some of the issues reflect code changes. We need to spend some time 
looking at some of the data. Again we should remove the residential dishwasher 
measure, and also demand control ventilation. Market solutions is a series of packages 
of measures for small commercial buildings. There are a handful of cost-effectiveness 
issues for different packages. Some are with measures that are likely to cost less later, 
with designer experience, market volume and more competition. In a couple of cases, 
we believe we need to retain a measure so that the entire package reaches a threshold 
of savings that captures the developers’ attention, for example, 10 percent of load. 
 
The market solutions initiative is shown on the slide with no annual savings. It was just 
launched last year, and will be an increasing share of the program over time, but will be 
a lower percentage of savings. 
 
The gas portion of the New Homes program as a whole is okay, and passes both the 
UCT and TRC. Builder Option Packages are mostly okay except for the one package 
listed on the slide which is a tiny proportion of the overall program. This is the only 
problem within the gas portion of New Homes.  
 
These are all the current measures that have cost-effectiveness issues within the current 
gas offerings other than for Existing Homes. Based on 2013, all the measures with cost-
effectiveness issues constitute 6 percent of the overall program savings.  


 
Don MacOdrum: For that option package, is there a reduced future cost exception? 
Fred: Yes, it’s market transformation. As you do more of it, the cost comes down through 
training and practice, or it gets adopted through code. 
 
Bruce Dobbs: Existing multifamily windows are a paradox to me. It’s the most substantial way to 
save energy in a majority of multifamily buildings, but it’s very expensive to do windows and it 
ends up being dropped. 
Fred: We had many window measures in our program until the multifamily Business Energy Tax 
Credit from the Oregon Department of Energy mostly went away. There are benefits to the 
owner, but without someone else paying a large share of the money, few will do it. 
 
Jeremy Anderson: On multifamily, does the TRC testing remove tax credits from the owner’s 
cost? 
Fred: It’s a reduction from total cost for the TRC. We aren’t dealing with it for multifamily. 
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Jeremy: There is an excellent tax credit for multifamily windows. The program has never been 
close to fully subscribed. 
Fred: There is a tax credit there, but it’s limited in its use, so we didn’t include it. We will follow-
up with you to discuss this further.  
 
Holly Meyer: The slides from last night, and the current ones, make it look like they get an 
exception. The slide you have up say, “see single-family discussion.” 
Fred: This has been through much iteration, and is pretty dynamic. We’re now proposing that 
these measures be addressed the same way as single-family insulation. But we’re leaving this 
open as to the specific approach. 
 
Fred continued his presentation. The gas side of Existing Homes as a whole has cost-
effectiveness issues. One is prospective and another is retrospective. The current issue is the 
UCT. We are forecasting a positive TRC in 2014, so hope that issue is retrospective. 
 


On a gas-only basis, we’ve seen the 2013 program come in under 1.0 on the UCT, and 
the same has been true so far in 2014. Showerheads have large quantifiable non-energy 
benefits and helped the TRC. But the added savings were not nearly enough to bring the 
UCT above 1.0. We are confronting this situation now. 
 
The UCT was 0.7 in 2013 and is 0.73 in 2014. The insulation measures, which will be 
discussed next, are not the whole picture of the Existing Homes program. Water-saving 
measures contribute a lot of gas savings as do water heaters, furnaces and hearths. 
 
The UCT reflects all costs compared to savings from all measures. Measure savings 
have diminished, and that helped drive the UCT below 1.0. Our stricter requirements for 
ceiling insulation, which is we won’t insulate if there is already a certain amount in the 
ceiling, has led to a 50 percent disqualification rate on proposed ceiling insulation 
installations. Each participant is saving more, but there is less measure throughput and 
no administrative savings.  
 
Regional data from a NEEA survey shows that 85 percent of single-family homes has a 
significant amount of ceiling insulation already. We suspect that we are doing better on 
insulation in Oregon than the region does as a whole because we’ve been working on it 
longer and more consistently. We think we are chasing a residual market.  
 
Other factors driving the UCT issue are that in both 2013 and 2014, we invested in 
improvements to our internal systems like IT, web forms and so on, to create  
efficiencies that may lower costs later. This may result in some productivity gains, but 
they are good only for a few percentage points.  
 
In this way we changed several measures to change the TRC, but it didn’t provide 
change for the UCT.  
 
Also, in the current gas avoided cost forecasts, there is no risk premium or hedge value. 
We may not fully value the benefits of efficiency for gas in the way we do for electric 
savings.  
I will now review single-family gas weatherization measures and their cost-benefit 
performance. 
 
Insulation measures don’t pass the TRC by wide margins. Ceiling insulation comes in 
with roughly half the benefits of costs. Other insulation measures have benefit cost ratios 
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of 0.2 or 0.3, depending on if you look at the whole program or the standard track where 
the average cost of the measure is lowest. 
 
Moderate-income furnaces, hearths, windows and aerators are a bigger piece of the gas 
portion of the Existing Homes savings. Insulation is process and labor intensive, and 
doesn’t pass. 


 
Wendy Gerlitz: The program doesn’t pass the UCT, but I don’t see measures which don’t pass 
as a large proportion of the program. 
Fred: When we perform benefit cost tests for individual measures, we don’t include a share of 
program management and administrative costs. Generally, programs don’t depend on a single 
measure so those costs will be there either way. When we perform the benefit cost tests for a 
program, we include program management costs.  
 


Additionally, we don’t usually deduct savings for free riders when performing benefit cost 
tests for individual measures. Those numbers tend to bounce around, and sometimes 
the information is more reliable if viewed in aggregate. If a measure has a sustained high 
level of free riders we will still pull it from the program.  
 
Existing Homes measures need to come in at an average TRC somewhere between 2.0 
or 3.0 for the program to pass after program management costs, administrative costs 
and free riders are considered. 


 
Wendy: Are they fairly typical on costs, or is this an expensive program? 
Fred: This is a high touch, high administrative cost program, so it costs more to run. 
 
Bruce: Is ceiling insulation passing for electric savings? Is this only gas? 
Fred: This is just for gas. 
 
Fred continued his presentation. As mentioned previously we are proposing that we sunset 
whole-house air sealing after 2014. We hope we can transition to a prescriptive approach to air 
sealing at the time that ceiling insulation is installed. We are doing a pilot through the heating 
season to see how well it works. Depending on the benefit cost ratio that we forecast based on 
that pilot, we may need to come back to the OPUC to see if we can carry it forward. 
 


ENERGY STAR 0.67 to 0.70 Energy Factor water heaters don’t pass the TRC. This 
measure is due to become a market minimum under federal standards soon. We want to 
hang onto it until the standard is implemented in the field, because federal standards 
have often rolled back. We think that providing success in the field with this measure 
increases chances that the standard will be put in place. 
 
Solar water heating has been under a proxy, but this is now not the OPUC’s preferred 
approach. The proxy was based on market research showing many other reasons 
customers install the measure. Spa covers work for electric but not gas. We want to 
keep it for consistency.  
 
There has been much discussion of consumer non-energy benefits. The appendix to our 
report provides some documentation of these benefits. The OPUC has the option of 
considering an exception on the basis of these benefits. The appendix will show what 
other states have done, and will pull out facts from other studies. This appendix will not 
discuss broader benefits to Oregon or society, such as additional value of carbon 
reduction or job benefits. Our instructions are to work within the rules and not focus on 
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economic development and the like, which fall outside of the scope of UM 551, the 
OPUC’s cost-effectiveness rule.  
 
There are two proposals for a streamlined process for granting cost-effectiveness 
exceptions. The proposed streamlined exceptions process would delegate some 
authority to the Energy Trust planning staff with guidance from the OPUC. We are 
hoping for ways to shorten the supply chain. The OPUC has the option of considering 
these ideas through the cost-effectiveness docket or separately. 
 
Finally, we offer some discussion of gas hedge, premium, or risk value. There are a 
couple of basic ideas behind this. If you lower the gas load, the marginal cost of gas to 
the utility may decrease, which benefits ratepayers. Also, there is a lower risk of very 
high costs if gas loads and prices grow more than expected. NW Natural plans to study 
hedge value through its IRP process in 2015. Gas price forecasts have varied 
extensively over the last 10 years and the price is difficult to predict. 
 
Until there is a conclusion on this issue, we suggest that the OPUC allow measures and 
programs with TRC and UCT benefit cost ratios somewhat below 1.0.  


 
Don MacOdrum: 20 percent was mentioned. How does that tie to the benefit cost ratios? 
Fred: We saw that Massachusetts has a higher premium gas value that, if applied to Oregon 
avoided cost forecasts, would bring measures to around a benefit cost ratio of 0.8 to 1.0. That’s 
probably not appropriate as Massachusetts starts out with much higher forecast avoided costs. 
But it provides an estimate of what the highest value might be.  
 
Carolyn Farrar: Do the environmental benefits have costs added in Massachusetts? 
Fred: They are a state of detail. They have separate, specific adders for all sorts of things. That 
involved $15 million in research and selection of values within a wide range of uncertainty. 
We’ve learned that trying to pick numbers with a huge variance is not a preferred approach for 
the OPUC. The exceptions process provides for qualifying measures without doing this. 
 
Holly: With a 0.7 UCT, that’s concerning. If you didn’t have gas and had only electric, the 
electric utilities would have to carry the burden of costs. 
Fred: If they had to carry it, we would have very different programs. PGE and Pacific Power ran 
individual electric programs before Energy Trust came on the scene. 
 
Holly: It’s benefitting the same people, so maybe we don’t look at TRC, and combine the 
utilities. If you took away gas it would burden electric more. 
Fred: If you look at the gas portion of the New Home and Products program in combination with 
the Existing Homes program, the combination passes both UCT and TRC. There are some 
measures for Existing Homes in the New Homes and Products program, such as refrigerator 
retirement. We allocate program management costs and administrative costs to electric and gas 
portions of programs in a way that more electric incentives reduces the gas benefit cost ratios. 
The allocation method is based on generally accepted accounting practices. These may not be 
flexible. 
 
Jim Abrahamson: I’m back to the original data dump. Will there be numbers associated with 
administrative and program costs allocated out? 
Fred: We already have that in our budgets, published on our website, so yes, we can do that. 
 
Kari Greer: Are you going to say what exception applies and why in the report? 







Conservation Advisory Council Notes      June 18, 2014 
 


page 11 of 15 
 


Fred: Where there is background research, we will reference it. Where we have that we will add 
it in. 
 
Don: It sounds like the electric side is generally cost effective, but not as large as the gas? 
Fred: It's true for insulation, and it is quite cost effective. 
 
Don: Does having the gas program help with customer acquisition in the electric program? 
Fred: We have designed a program with a lot of outreach, customer service and the like. Prior to 
Energy Trust, PGE and Pacific Power ran more responsive programs with less outreach. They 
were differently featured. 
 
Jim: Cascade Natural Gas is running larger programs in Washington, ourselves, right now.  
Fred: If you are asking about running it yourselves, that’s on the table with the other ideas. 
 
Holly: Do we legally even have to run conservation programs? 
Fred: There are laws requiring an energy audit that is pretty useless. For electric, SB 1149 
waived the audit. For gas, the OPUC staff says we are doing better than the audit so deemed 
our programs to be equivalent. There’s a law from the 1970s that talks about caulking, 
weatherstripping and cold water pipe wraps, things no longer thought to be that good a program 
approach. 
Juliet: We are looking into that. There are many, very old things on the books. Some say that 
programs, incentives, loans and audits should be offered. They are heavily cross referenced, 
but it appears there is some guidance to run these programs. We are still looking into it. 
Fred: EEAST is something to look at. 
 
Scott Davidson: You set the current situation stage and recommendations. You aren’t charged 
to look at a number of innovative opportunities and alternatives to go forward. 
Fred: We aren’t looking at different tests. I think in terms of the rationale within the existing rule, 
weatherization has presented a tough situation. We need to look at developing a core program. 
Given the numbers, there are a couple of ways to go. For insulation, the non-energy benefits 
have to carry a large share of the costs, if that’s the rationale.  
 
Scott Davidson: Would that creative thinking happen through a coalition outside this group, or 
within Energy Trust? 
Fred: There is thinking about how we might reduce program costs and what objectives would 
that meet. We need guidance on how we shape that project. We will look at what the Existing 
Homes program is. 
 
Scott Davidson: I came in thinking that the exceptions would be a path to a whole-home retrofit, 
but the UCT findings make that difficult. When you think about the homeowner’s needs, they 
don’t have complete control over their heat source. It might be good to look at a comprehensive 
solution. 
Fred: The OPUC will look at how gas and electric look together, and we’ll give additional 
analysis. We are going to think about how to balance program costs against savings.  
 
Margie Harris: When this came up before, we determined that we are the starting point for 
responding to the OPUC order; so we are setting the table for the dialog. We have references to 
other ideas and research, but we aren’t going as deep as others can, as part of the process. 
We’ll frame things up, and we want others to participate in the process with the OPUC. 
 
Juliet: The OPUC wants suggestions, and it would be great to provide comments early and 
often. 
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Scott Davidson: I fear that one voice will not change things. We need some mechanism to 
collaborate on ideas to create some powerful and feasible concepts. 
 
Juliet: Joint comments come up and grab people’s attention. During the process, if people want 
to organize and file joint comments, it can help. 
 
Stephanie Vasquez: The load is not as big as we thought and savings weren’t as much by a 
quarter. What are the pieces of the pie represented by the measures? 
Fred: The columns show the specific measures as percentages. Everything at issue was about 
6 percent of program savings on up to 18 percent for Existing Homes in 2013. We run many 
programs with smaller issues than we’ve seen for Existing Homes. In Existing Homes insulation, 
we are retrofitting entirely new things, which is more expensive than upgrading replacement 
equipment that the customer plans to buy without us. And we’re engaging in many small 
projects.  
 
5. Resource assessment 
Kim Crossman: The agenda item on resource assessments no longer fits with our schedule. 
The slides describe the results of a published study, which is available on our website at 
www.energytrust.org/reports under “Resource Assessments,” and nothing controversial came 
out of it. We decided to push it from the meeting today. Please send questions or concerns to 
Ted Light at ted.light@energytrust.org if you read the study and have any questions or 
comments. 
 
6.  Residential HVAC Market Study 
Paul Sklar: This is a quick update on a new study. We didn’t see a great deal of change 
between the 2012 study and this year’s. We aren’t proposing any changes to residential HVAC 
equipment. 
 
Holly Meyer: We’ve heard a lot of anecdotal evidence that a lot of gas furnaces are going back 
to 80 percent. Did you look at that? 
Ted Light: Yes, we included gas furnaces in the study, but the findings did not support that.  
 
Kim: This is following our agreement that we’d focus our time at Conservation Advisory Council 
on measures where there is a possibility of a significant change. 
 
7. Measure update: Residential windows 
Marshall Johnson: This study originated because there were observations that indicated the 
baselines for windows are shifting, and we haven’t made adjustments to windows for a long 
time. We’ve had two tiers for a long time, and we get anecdotal evidence that there’s a high free 
ridership rate, while our impact is low on windows. We know there’s a new ENERGY STAR 
structure coming at the national level. 
 
Paul: The proposed ENERGY STAR specifications are planned for January 2016. There is a 
prescriptive measure for U-Value 0.27 or better windows. An alternative is based on equivalent 
energy performance criteria as defined by ENERGY STAR, which allow slightly higher U-Values 
for a higher Solar Heat Gain Coefficient to get more passive solar heating. That motivated the 
suggested changes. 
 


The second motivation for change is a market study that Energy Trust hired a third-party 
contractor to do in the third quarter of 2013. It is part of the packet and slides. 
 



http://www.energytrust.org/reports

mailto:ted.light@energytrust.org
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The baseline showed two peaks in the proportion of sales from different window 
efficiencies from U-Values of 0.35 to 0.33 and 0.29 to 0.30.  
 
We wanted to come up with a picture of the market that exists outside our programs to 
use as a baseline. To better reflect the market, we adjusted the sales date to pull out 
Energy Trust participants who were not free riders. This allows us to measure efficiency 
against the natural market baseline. 


 
Marshall: Paul attempted to remove our influence from the data that was studied. 
 
Paul: The market baseline is the weighted average in blue, or 0.334. The current baseline we 
use is 0.35. There have been changes to the program volume over time with windows. It 
increased in 2011 when we dropped the second measure requirement. We also entered the 
market with 0.25 or better windows. 


 
To calculate savings, we are using evaluated program data from billing analysis. This 
information came from 2008 and 2009 data. Prior to 2010, there were few tier two 
windows in the program, so we used a modeled estimate from the Regional Technical 
Forum. The suggested change to the savings methodology is to estimate tier two 
savings on a straight line extrapolation from tier one. Gas savings from tier one used to 
be 0.29 therms per square foot. They are now 0.196 therms per square foot, due to the 
baseline change. With the new savings methodology, tier two savings would increase. 
They were 0.42 therms per square foot, and are now 0.475 therms per square foot. 


 
Marshall: The new methodology allows us to capture greater savings for tier two windows and 
the incremental amount increases for tier one. 
 
Paul: We don’t use wholesale when calculating costs, so we have to convert the data from the 
wholesale cost estimates in the market study to retail, using the ratio of the wholesale costs 
from the study to the 25th percentile cost of windows installed in the program. Rather than take 
the median we took the 25th percentile cost. That is intended to represent the incremental cost 
of a basic efficient window without extra features. Market data for tier one and two are shown in 
the slides. 
 


Since the costs were previously from 2009 data, they have changed, primarily for tier 
two. The incremental cost for tier two windows has gone up from $2.25 per square foot 
to $4.36. 
 
The benefit cost ratios all pass. We calculated the Utility Cost Test benefit cost ratio to 
come out to 1.0 for gas heated homes. By doing that, we identify the maximum possible 
incentive amount. The highest levels we can offer would be $1.78 for tier one windows 
and $4.31 for tier two windows. 


 
Kim: For incentive design, Planning staff is providing us with the maximum that could be offered 
for a measure, the ceiling. But of course, we don’t want to pay more than is needed to generate 
activity. Knowing the maximum is an important input for the programs to determine what the 
actual incentive level should be to generate activity.  
 
Marshall: We have program costs on top of that, so just because it passes doesn’t mean we can 
set incentives at that level. This information comes in time to help with budgeting. The majority 
of windows in our program come in at U-Values of 0.30 and 0.29. We want installers to work in 
alignment with ENERGY STAR. We want the ceiling of tier two to push contractors to demand 







Conservation Advisory Council Notes      June 18, 2014 
 


page 14 of 15 
 


more from manufacturers. Right now they are tooling to 0.30 and 0.29. We aligned with the 
Department of Energy’s program before and realized it was a stretch. Our tier two was intended 
to drive a higher level of efficiency, but it’s really a minority of program activity. By making this 
adjustment now, we can be ready for DOE transitions in 2016. 
 
Paul: Energy Trust will do evaluations of these new measures. We have data accumulating for 
more efficient windows, and we will get more billing analysis on them. We’ve been in the market 
for quite some time, as has NEEA for electric-heated homes, and we want to look at options for 
market transformation for windows in gas-heated homes for Existing Homes. 


 
If we assume a similar market share in 2015 to 2013, the impact is minimal for electric, 
but more for gas. It aligns with the next generation of ENERGY STAR and recognizes 
the market shift. 
 
Things are up in the air with the OPUC docket, so we have not settled on an incentive 
design yet. We are confident in the ceiling adjustment for the tier two and wanted to get 
that information out now. We will come back to this group later with more information. 


 
Scott Inman: You’ve offered gas and electric homes the same incentives for a while, but it looks 
like you could offer more for electric. Did you look at that? Multifamily has different incentives. 
Marshall: That’s true, and we have considered offering different incentives. We looked at that for 
air sealing for example, and discussed it with the Conservation Advisory Council. There is an 
issue of how we sell that to customers and keep incentives simple. We could have higher 
incentives for electric. 
 
Holly Meyer: When you put in windows and a thermostat, and bundle other things, it becomes 
murkier to evaluate. 
 
Scott Inman: When you make the change, I think the percentages of better windows will 
increase. You talk about additional benefits from many things, but triple-paned windows have 
detriments. To get to 0.27 they don’t have to be triple-paned. 
 
Kim: So, to recap, Scott, you are saying that the design shift we are proposing for windows 
seems like it will work, and also that we could consider paying different incentives for gas and 
electric. Both Jim and Holly seemed to think that having different incentives for gas and electric 
creates new complexities that need to be considered. Is that correct?  
 
All agreed.  
 
Marshall: It might make strategic sense to look at different incentives for other measures. 
Adding more money here might increase free ridership and hurt us more. 
 
Wendy Gerlitz: When you get to 0.25 or lower, they jump up in cost quite a bit. Would you do a 
tier three to encourage more efficient windows, or would it add confusion? 
Marshall: The push-pull strategy is to keep the existing tier structure in place, but we could 
potentially add a new tier when we change to 0.27. We want to encourage people to go there. 
The windows market is complex, and few people wanted to give us this information. It may be 
more about the strategy than putting costs on it. 
 
Scott Inman: You lost the tax credit in 2013, especially for box stores that may go backward in 
terms of efficiency. 
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Wendy: Windows are a long-term investment. If you have these more efficient ones available 
and the homeowner is on the verge of going more efficient, they will still get the same incentives 
either way. I’m not sure it makes sense from a consumer standpoint. Why spend so much more 
on windows if you don’t get more of an incentive? 
 
Paul: We want to look at bringing them back in at some point, but I have concerns with adding 
another tier. 
 
Scott Inman: The highest efficiency is 0.22, but you add 50 percent to weight and 50 percent to 
wear and tear. The technology moves quickly, and who knows where it will be in five years? I’m 
in favor of adding another tier. 
 
Peter West: There is always a trade-off when you’re looking at a program with a UCT of 0.7. 
Simplicity sells, and the Conservation Advisory Council is a sophisticated audience. We 
sacrifice some things to reach the right audience. There are two distributors that do most of 
what we get in terms of savings. We have to consider that. 
 
Fred: NEEA has been exploring an initiative to build a supply chain to get more efficient 
windows at volume. It’s a struggle. There are things that could work out. People who care a 
whole lot seem to move without us so we may not need a higher incentive for these windows at 
this early point. 
 
8. Public comment 
There were no additional comments. 
 
9. Meeting adjournment 
The meeting adjourned at 4:15 p.m. The next Conservation Advisory Council meeting is 
scheduled on July 23, 2014. 
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Sector: Commercial     
Lead: Oliver Kesting 
 


Sector Overview:  


Energy Trust’s Commercial Sector provides energy efficiency services and financial incentives to 


commercial, institutional and multifamily customers. Primary sector activity is accomplished 


through three Program Management (PMC) Contracts: Existing Buildings, New Buildings and 


Existing Multifamily. In 2015 Strategic Energy Management (SEM) will be delivered through new 


Program Delivery Contracts (PDCs), managed by sector staff. In addition to PMC and PDC 


activity, the sector supports Training, Building Operator Certification, and other efforts. 


 


2015 Sector Themes and Key Directions:  


The primary objective of the commercial sector is to make cost-effective investments in energy 


efficiency to meet IRP goals. In order to achieve the goals in 2015 and lay the foundation for 


future savings in 2016 and beyond, the commercial programs will focus efforts on: 


• Broadening Participation by Underserved Customers  


• Developing new measures and approaches to save energy 


• Continuously improving program design and services 


2013 Recap: 


As described in the Commercial Sector 2013 Trends report1, although the sector did not reach 


stretch goals in all utility territories, the sector did achieve record-high electric savings, and 


continued to drive down the incentive cost for gas savings. 2013 highlights include: expanding 


trade ally engagement, increasing momentum in LED technology , and completing the transition 


to a new Existing Buildings PMC contractor.  


 
                                                           
1 http://energytrust.org/library/meetings/cac/140423_CAC_Packet.pdf 
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2013 Electric Savings by Program for Commercial Sector 


 
 
2013 Gas Savings by Program for Commercial Sector  
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Electric Savings (Working) for Commercial Sector Programs, 2004-2013  


 
 
Gas Savings (Working) for Commercial Sector Programs, 2004-2013  
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2014 Current Situation / Market Conditions: 


Updates to Oregon Energy Code and Federal Lighting Standards have ratcheted up baselines 


which is reducing the savings available per project. In addition, Energy Trust has already 


supported many of the largest custom capital projects in existing buildings. To meet goals, the 


Sector must now bring in a substantially higher volume of projects and support new technologies 


and approaches. Technologies such as LEDs are becoming more cost effective, while newer 


approaches to Operations & Maintenance savings are gaining momentum in the market. 


However, avoided costs have dropped significantly, impacting cost effectiveness and limiting the 


measures we can support with incentives. The State’s Energy Incentives Program is substantially 


smaller and narrower in scope than in the BETC years and Energy Trust is coordinating with 


ODOE to identify limited opportunities to leverage incentives and tax credits to increase market 


penetration.  


 
Program direction and key activities, by program 
 
 
Existing Buildings 


Large customers generally embrace energy efficiency practices and consistently utilize our 


services. Small to mid-sized customers often need additional support to move forward  with 


energy efficiency investments. Changing baselines and technologies require program evolution 


and there are challenges associated with helping trade allies adapt to these changes.  


Existing Buildings continues to build and reinforce relationships with non-lighting trade allies, and 


SEM continues to deliver substantial savings for the program’s larger customers. Falling avoided 


costs and potential increases to free-ridership rates present challenges in continuing to maintain 


yearly savings levels in 2015. Custom projects are showing good potential; lighting savings are 


making a comeback as a result of an incentive increase for custom lighting and new prescriptive 


LED measures are gaining market traction. 


Lighting:  


• LED lamp prices continue to drop, creating more retrofit opportunities and allowing for the 


introduction of more prescriptive LED incentives.  
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• Existing Buildings will continue to track street light retrofits as LED street lighting prices 


decline and will adapt the incentive offering to help municipal customers install 


appropriate technology. 


• In 2013 the program launched a pilot that provided incentives through distributors for 


reduced prices for LEDs for small customers. In 2014 this initiative is increasing the 


number of participating distributors and in 2015, it is expected to expand on the success 


with higher LED prescriptive savings. 


• In 2014 the program continues to offer incentives for comprehensive lighting solutions, 


Performance Plus. Existing Buildings is limiting the number of participating trade allies to 


contractors with demonstrated proficiency in comprehensive project designs.  


Custom 


• Existing Buildings will continue to explore increases to custom incentives in order to drive 


additional project activity. 


Prescriptive 


• The program will continue to work with existing Trade Allies and new vendor groups to 


promote measures through training, coordination and marketing. 


• In 2014 Existing Buildings is offering several prescriptive measure bonuses to spur 


business for specific trade ally groups and/or in specific market sectors that have large 


untapped electric and gas savings potential.  These include: cooler doors and packaged 


terminal heat pumps for electric savings,  boilers and steam traps in schools for gas 


savings, and  insulation and food service equipment for both fuels.  


Strategic Energy Management:  


• Participants continue to see value, and savings, from SEM by implementing and planning  


O&M improvements and behavioral activities to reach their energy saving goals. 


• Program staff is working on the development of new SEM curriculum through a new 


contract and the recruitment of new contractors SEM delivery services.   
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Schools: 


• Existing Buildings is working with ODOE to provide audit and technical project support to 


support 110 K-12  schools in 17 districts enrolled in ODOE’s “Cool Schools” initiative.  


• In 2015, Energy Trust will work with ODOE to provide prescriptive measure bonuses for 


eligible schools, including designing schools-specific bonuses like the 2014 steam trap 


bonuses. 


Innovation: 


• Existing Buildings has launched a pilot to test the viability of providing incentives for 


ductless heat pumps in small commercial applications;  pilot findings will inform 2015 


activity.  


• Work is under way to develop an offering to provide streamlined lighting installations for 


small customers in late 2014;  this initiative is expected to be carried into and brought to 


scale in 2015. 


• The program is developing  a “Pay-for-Performance” pilot to test the ability to achieve 


deeper savings or reach new customers by paying for verified savings over time. 


 
 
New Buildings 


Several market sectors emerged strong in 2014 and are expected to continue into 2015. Urban 


infill continues to enroll in New Buildings with multifamily, grocery, healthcare, retail and mixed 


use at record-high numbers. Strategies developed over the years are delivering strong results 


statewide and will be continued in 2015 to maintain consistency statewide.  


Small Commercial: 


• Market Solutions offers six streamlined incentive packages that do not require energy modeling—


to encourage owners to achieve 10-20 percent savings beyond code. These packages will be 


expanded to include two or three new segments including Tenant Improvement and Highrise 


Multifamily. 
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Building Code: 


• New Buildings is promoting early design assistance and tiered custom incentives to reduce the 


costs of high-performance design strategies and strengthen code adoption.  


Lighting:  


• New Buildings is encouraging comprehensive lighting design with higher incentives. This 


will be continued into 2015 since it has been successful in identifying additional energy 


savings. 


Innovation:  


• The Solar Ready offering launched in 2013 enables customers to more cost-effectively 


add solar to their buildings at a later date.  


• Developing Path to Net Zero strategies and provide technical support for owners and 


developers targeting net zero for their buildings.  


• Encouraging high performance data center design through market transformation 


approaches.  


• Considering revised HVAC approaches such as Variable Refrigerant Flow or other 


technologies.  


 


Existing Multifamily  


The multifamily market continues to experience historically low vacancy rates, driving increased 


activity in construction of new multifamily units and creating challenges to retrofits at existing 


properties. As a result, there has also been resistance to major capital projects that require 


vacant units or temporary tenant displacement. 


Energy Trust has increased outreach to integrate our breadth of program offerings into the short 


and long-term planning cycles of decision makers, streamlined distributor buy-down initiatives 


and introduced innovative pilots focusing on technologies and strategies specific to the 


multifamily market in order to overcome the barriers posed by the current  market conditions.  
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Market Segments: 


Existing Multifamily serves all buildings that have 2 attached units or more and is designed to 


reach a range of ownership/use segments through our wide variety of program offerings and 


engagement services. The majority of savings are expected to come from the Market Rate, 


Assisted Living and Affordable Housing market segments making up 87 percent of all electric and 


79 percent of gas savings. 


Projects: 


• A comprehensive redesign of the Custom Track was launched in 2014 to drive more 


savings from large retrofit projects on both the gas and electric side by streamlining the 


timeline, focus and costs associated with multifamily custom projects.  


• Instant Savings Measures, ISMs, are expected to be direct-installed in more than 20,000 


dwelling units in 2014.  


• While savings from weatherization and windows measures are lower than during the 


previous energy tax credit offerings, the savings from these projects is projected to 


increase during 2014 and 2015 primarily due to Existing Multifamily’s increased focus on 


engagement and assistance to trade allies who specialize in the installation of these 


measures. 


Midstream incentives: 


• Beginning in 2012, Multifamily started mid-stream appliance incentives which has 


increased the uptake of qualified appliances installed through maintenance and 


replacement channels. In June 2014, the program streamlined the enrollment process to 


encourage high distributor participation to remove the high barriers to entry. 


 Innovation: 


• Existing Multifamily continues to work to overcome barriers to participation created by 


renter/landlord split incentives by focusing on water and sewer costs paid by the majority 


of multifamily property owners and managers. 
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• Multifamily is running several pilots including: 
 


 MPower Oregon pilot in collaboration with Network for Affordable Oregon Housing, 


leveraging HUD grants to overcome barriers in affordable housing through light touch 


retrofit and on-bill payment.   


 Convective Heating Pilot to examine the energy efficiency results of certain high 


efficiency electric wall heaters.  


 Memory care/assisted living pilot to provide comprehensive lighting designs that meet 


new state standards   


 


2015 Key Actions and Initiatives  


In 2015, the commercial sector will continue with strategies from 2014 and engage in the 


following efforts in order to meet savings goals: 


 


The sector will emphasize improvements that broaden participation by underserved ratepayers  


• Developing financing opportunities where they can encourage additional program 


participation and drive cost-effective savings. 


• Developing prescriptive incentives to support greater market adoption of new cost-


effective technologies such as LEDs, which would be particularly attractive for smaller 


business customers. 


• Implementing delivery methods to provide service to small commercial customers 


including hassle-free direct installions of energy efficient equipment. 


• Developing Strategic Energy Management offerings to cost-effectively bring benefits of 


SEM to smaller customers.  


• Expanding regional outreach strategies to better engage and serve customers in rural, 


non-metro areas. 


 


The commercial sector will continue to encourage savings through developing new measures and 
approaches to save energy 







 


7/21/2014  10 | P a g e  
 


COMMERCIAL SECTOR BUDGET CONCEPTS 2015 


• Developing additional prescriptive incentives and expanding midstream buydowns where 


they can drive cost effective savings.  


• Targeting O&M incentives to optimize building systems performance for customers of all 


sizes.   


• Implementing a pay-for-performance pilot to assess the market demand and feasibility of 


longer-term contracts to support capital and operational savings. 


• Improving the presentation of a compelling business case for deeper energy efficiency 


investment, supported by tools and services to assist customers with decision-making 


and setting priorities 


• Providing point-of-sale financing information to see how it could increase project 


decision-making. 


• Coordinating with external organizations such as NEEA, ODOE, Network for Affordable 


Oregon Housing, City of Portland and Multnomah County to gather new ideas and 


develop new approaches.  


 


Finally, the Sector will emphasize continuous improvement of program design and services:   


 


• Streamlining the application process and enhancing online tools to make it easy for 


customers to participate in programs 


• Expanding Strategic Energy Management and transitioning the SEM delivery contract 


structure to encourage innovation and expand the geographic area for the offering. 


• Exploring strategies to utilize data to for more targeted marketing and outreach activities 


as well as helping customers better understand energy saving opportunities in their 


buildings. 


• Improving processes for project and technical review; adopting systems to better identify 


multiple retrofit opportunities; and improving lead capture for future targeted marketing 


efforts. 


• Consider incentive increases to motivate customers where current offerings don’t provide 


adequate financial returns. 


• Investigate ways to communicate the benefits of integrating solar, alongside efficiency 


projects, to create a comprehensive energy plan at customer sites. 
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2015 Anticipated Challenges or Risk Factors  


• Serving the needs of larger customers (>1 aMW) may become a challenge as we get 


closer to spending limits and potentially implement strategies to limit spending for these 


customers.  


• Avoided cost reductions may limit the sector’s ability to capture savings by reducing the 


cost-effectiveness of some measures. Potential measures impacted include; custom 


HVAC and control measures, Market Solutions,weatherization, water heating and boiler 


measures.  


• A maturing retrofit market is resulting in limited savings opportunities per project and 


fewer large custom projects. 


• Potential transition to a new PMC contractor for Multifamily in late 2015.  


• Potential transition challenges SEM moves to a new model and new contractors are 


brought on. 


• HB2801’s potential rules on comprehensive building analysis and cost-effectiveness 


considerations may require adjustments to program strategies. Any new rules could 


create more program opportunity for New Buildings and deep retrofits, but could also 


impact overall program cost effectiveness.   


• CFL baseline changes implemented January 1, 2014, will continue to reduce savings 


potential for multifamily direct install measures.  


• Completion timing on large projects including data centers, lighting, and custom 


projects could shift accomplishments into 2016. 
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Sector: Industry & Agriculture     
Lead: Kim Crossman  
 


Sector Overview  
Energy Trust’s Industry and Agriculture Sector provides energy efficiency services and 
incentives to industrial and agricultural customers through a single program. Production 
Efficiency provides a diverse set of custom and streamlined offerings that have been designed 
to help these energy intensive and complex organizations achieve cost-effective savings on an 
ongoing basis.   


Launched in 2003, the program is designed and managed in-house, by Sector staff, since 2008, 
and is delivered with the support of a large number of contractors. PE is brought to market by 
six teams of Program Delivery Contractors (PDCs) with deep technical and program expertise, 
who make it easy for customers and trade allies to participate. Allied Technical Assistance 
Contractors (ATACs) provide high quality technical studies to enable investment decision 
making. Industrial Technical Service Providers (ITSPs) support the development of customer 
capacity to manage their own energy use and reduce energy waste in their operations, using 
energy information, Strategic Energy Management, and other comprehensive O&M approaches.  


 


2015 Sector Themes and Key Directions 
• Broaden Participation by Underserved Customers 


o Increase PDC outreach and provide custom services to small industries in all 
areas of Energy Trust service territory.  


o Expand the Trade Ally and vendor network for effective delivery of irrigation, 
compressed air and other streamlined industrial measures, especially in rural 
areas.  


• Develop new measures and approaches to save energy 


o Promote and support Trade Ally and vendor deployment of newer streamlined 
measures/ technologies including LEDs, Performance Plus Lighting, and direct 
install of small compressed air leak reduction.  


 
o Bring Industrial Strategic Energy Management (SEM) to scale in the market. 


Optimize and standardize offerings for all sizes of industries, expand the number 
of participants enrolled in SEM offerings, and develop approaches to help 
participants harvest even more savings from their SEM program, long term.   
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• Continuously improve program design and services 


o Leverage and cross-promote within all Production Efficiency delivery channels to 
increase savings, provide additional value to Trade Allies and create seamless 
customer experience.   


 
o Reinforce persistence and repeat participation by providing information about 


historical participation. Use peer to peer influence, spread best practices by 
promoting successful strategies and projects. 


 
o Work with PDCs to develop tools and approaches that reduce the cost of 


providing Custom services to small industries around the state.  
 


o Track spending on Large Customers for compliance with 838 funding restrictions 
and be prepared to implement changes in incentives or other interventions if 
needed 
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2013 Recap1 


Working Savings, Electric 2004-2013 


80 percent of electric savings in 2013 came from the Custom track (custom projects, 
SEM, mega-project) while 20 percent of savings came from streamlined tracks (lighting 
& small industrial).  


The diversification of offerings has helped the program round out its portfolio as the contribution 
of savings fluctuates between offerings year to year. In 2013, the savings from a megaproject 
and increased savings from Strategic Energy Management compensated for an ongoing trend 
of decreased savings from industrial lighting projects. Market conditions, in particular the 
phasing out of the BETC tax credit, have changed the value proposition for lighting projects. To 
help reverse this trend, custom lighting incentives were increased as of January 2014.  


 


 


 
                                                           
1 This section excerpted from “2013 Production Efficiency Trends: Measures, Markets and Sources of Savings”, 
published in April, 2014, posted at http://energytrust.org/library/meetings/cac/140423_CAC_Package.pdf 
 



http://energytrust.org/library/meetings/cac/140423_CAC_Package.pdf
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Working Savings, Gas 2009-2013 


2013 Gas savings are split roughly 50/50 between the Custom and Streamlined tracks. Total 
savings from streamlined projects increased by more than 50% compared to 2012, largely 
driven by greenhouse projects.  


Annual gas savings by track varies from year to year, as the majority of savings in both tracks 
come from a fairly small number of large projects. There was a 25% increase in gas savings 
from 2012 to 2013. Further, industrial natural gas outcomes are heavily influenced by the 
shifting completion dates of a small number of large projects. In 2011, the program saw the 
completion of a few big projects that affected the savings. Late in 2012, a couple of large 
projects pushed to an expected completion in 2013. In 2013, the savings were back up as the 
pushed 2012 projects completed and combined with the rest of the program activity for the year.   
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2014 Current Situation / Market Conditions 
In most ways, the market is acting as expected and the program as a portfolio is being 
implemented and performing as planned in the 2014 Action Plan. The savings 
associated with the pipeline of 2014 projects are more than 20% higher in both gas and 
electric than they were in 2013 at midyear, indicating a strong market for industry in 
general and for investment in energy efficiency in industry. However the gains are not 
equal across all sectors of the economy and regions of Oregon. 


• Growth in savings is largely occurring in PGE and Northwest Natural Gas 
territory, which are exceeding goals. Savings in Pacific Power and Cascade 
Natural Gas territories have been decreasing or held flat over the last few years. 
Some industries in Southern, Central and Eastern Oregon, especially wood 
products, have not recovered fully from the recession after five years. Others are 
new, stable or growing, and although it is harder to reach goals, there is a 
significant amount of activity occurring and uptake of the program in these areas.  


• The program is running a bonus in Cascade Natural Gas (CNG) territory, which 
is currently furthest from goal. We see the trend of lower industrial savings 
potential in CNG territory continuing in 2015. The situation in Pacific Power 
territory is not as extreme, as the 2014 pipeline of projects is fairly robust, 
especially compared to 2013 at this time. However, the Pacific Power pipeline is 
also sensitive to a few large projects, and seems less secure relative to PGE and 
NWN. In addition to pushes to bring in new projects before the end of the year, 
extra delivery efforts will be applied to influence and improve completion rates for 
projects already in the pipeline.  


SEM implementation is on track and participation is strong, with 43 enrolled sites currently and 
36 expected to book savings in 2014. Market interest is growing, and to meet this demand, a 
new SEM cohort is being recruited in the Portland metro area, and two new SEM cohorts are 
being recruited in Central and Southern Oregon, the first in those areas. All of these will begin in 
2014 and complete in 2015. The development of new SEM curriculum, tools and materials is 
underway to support expansion of SEM participation in 2015 and beyond.  


The custom lighting incentive increase implemented in January has been successful, 
and the effect of that combined with rapidly growing LED savings has brought Industrial 
lighting back up significantly.   
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2015 Key Actions and Initiatives 
The core direction of the program will continue from 2014 through 2015, with the 
continuation or addition of the following activities and emphases: 


• Over-arching Efforts  


o Leverage and cross-promote within all delivery channels to increase savings.  


 Continue and expand cross-promotion of Custom and Streamlined tracks 
begun in 2014. Custom PDCs to promote opportunities for Trade Ally- 
delivered projects at customer sites, scope opportunities, provide leads 
and encourage customer action. Streamlined track PDCs to provide 
information and feedback on results of streamlined projects and provide 
leads for Custom projects back to Custom PDCs.   


o Reinforce persistence and repeat participation by building customer capacity for 
energy efficiency. 


 Provide customers with accurate and accessible information on project 
and energy savings history to reinforce commitment to maintaining 
energy savings and confidence in the business case for energy efficiency.  


 Peer to peer engagement is a core strategy. It is used successfully as the 
organizing principle and key driver of change in cohort-based offerings 
such as SEM and ROC. Other program activities incorporate peer to peer 
influence, and these will continue to be developed and implemented in 
2015, including the Champion newsletter, the Bi-annual Breakfast for 
Champions, the annual NW Industrial Efficiency Summit, case studies, 
and the industrial EE speakers bureau, where leading participants are 
tapped to host tours and speak at conferences and meetings.   


 Co-fund energy interns at industrial sites to support Champions and site 
Energy Teams in data collection, project management or other efforts to 
implement efficiency.   


o Track spending on Large Customers for compliance with 838 funding restrictions, 
analyze and communicate savings and cost impacts of potential interventions to 
reduce spending. Be prepared to implement changes in incentives or other 
interventions if needed.  (See Risks section).  


o Targeted and more strategic marketing and outreach, based on enhanced 
access to utility data, will occur within the program. Initial efforts will be designed 
to target eligible gas customers for outreach.  Additional applications for the data 
may include the initial outreach needed to extend custom services to small 
customers, especially those in rural areas.  
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o Better utilize and leverage Energy Trust IT systems and data to streamline 


resource utilization and more cost-effectively deliver and administer services to 
customers.  


o Seamlessly coordinate services with New Buildings program to avoid lost 
opportunities and improve all aspects of the energy efficiency of greenfield 
industrial sites. 


o Continue offering customer-facing outreach events promoting all program tracks 
in underserved parts of the state. Prior events focused mainly on Pacific Power 
territory have been successful. 


 


• Custom Projects 


o Maintain current Custom PDC territories and hold steady on primary program 
offerings, strategies and base incentive levels at medium-large customer sites. 
PDC territories are designed to provide comprehensive coverage, with an 
objective to provide equivalent levels of service to customers across all rural and 
urban areas served by Energy Trust. Program and technical services provided by 
PDCs and other custom offerings provide a high level of customer satisfaction, 
technical realization, low free ridership and low levelized costs.  


o Increase outreach and custom services to small industries in all areas of Energy 
Trust service territory.  


 The same strategies that have worked for medium to large industries are 
beginning to be employed to better serve smaller industries. Historically, 
Custom PDCs have been assigned to serve medium to large industries. 
Starting in 2014, Custom PDCs began serving all sizes of industry within 
a geographic territory. This will continue, with more proactive outreach 
and growing participation by small industries in 2015.  


 Learning how to scale custom services to most cost-effectively serve 
smaller sites will be a key development focus of the program over the 
next few years. In 2015, begin development of tablet application scoping 
tool for Custom PDCs to enable cost-effective analysis and reporting of 
energy savings opportunities at small-medium industrial sites.  


• Strategic Energy Management  


o Continue design and implementation to bring SEM to scale 


 Optimize and Standardize: Complete development of first year 
introductory SEM curriculum, tools and program management guidelines, 
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begun in 2014. Train ITSP contractors and integrate use of these 
materials into SEM implementation.  


 Expand participation: Continue to ramp up recruitment of new SEM 
participants of all sizes. Implement cohorts in Southern and Central 
Oregon, Willamette Valley. Introduce SEM concepts and assess 
organizational readiness for SEM in Eastern OR and on the coast.   


 Harvest more savings: Support persistence and continuous improvement 
through ongoing engagement with ~100 sites who have participated in 
SEM over past 5 years. Begin program design and development for 
Continuous SEM offering, to be launched in 2016.   


o Refrigerator Operator Coaching (ROC) provides elements of SEM and other 
technical training to operators within targeted industry types to drive O&M 
savings. ROC is running a 4th cohort in 2014 and has very high customer 
satisfaction. Expect to run another cohort in 2015.  


 


• Streamlined Tracks  


o Streamlined Industrial 


 Expand the Trade Ally and vendor network for effective delivery of 
irrigation, compressed air and other streamlined industrial measures, 
especially targeting underserved rural areas or under-supported 
measures.  


 Deploy new small compressed air leak reduction measure more broadly. 
Direct install incentive design combined with delivery by a robust set of 
Trade Allies may be a foot in the door for sites that have not previously 
participated. 


 The agriculture sector is primarily served through Trade Allies and 
vendors, supported by the Streamlined Industrial PDC. Along with some 
specialized measures for greenhouses and wineries, the Ag Initiative 
brings irrigation efficiency to farms through streamlined measures and 
tools. Development and support of Ag Trade Allies and vendors is 
ongoing, as is coordination with regional and local Ag stakeholders. 
Program is planning to formally partner with a local Ag stakeholder as a 
means of engaging farmers in the Klamath Basin not easily reached 
through the standard trade ally delivery channel.  
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o Industrial Lighting 


 Maintain custom lighting incentive at current level, which was increased in 
early 2014. The current incentive has been successful at reversing a 
multi-year trend of declining industrial lighting savings.    


 Expect considerable savings from LEDs and continued rapid deployment 
in industry in 2015. Engage to track market and technology changes and 
nimbly respond to maximize savings that will be gained from this major 
lighting technology shift over the next few years.   


 Train more Trade Allies to develop Performance Plus comprehensive 
lighting projects to achieve deeper savings from better design practices in 
lighting retrofits.  


 


2015 Anticipated Challenges or Risk Factors 


Large customer funding constraints: Although 2013 spending did not trigger the limitation for 
spending on customers not paying 838 funding (> 1 aMW), results from 2013 left us within a few 
tenths of a percentage point under compliance. While the base 2015 budget and goals will not 
assume curtailments in spending on large customers, there remains a strong likelihood of 
needing to act in mid or late 2015, in particular in PGE territory. Establish tracking system for 
spending on these customers across all programs serving them, and invest program 
development effort in offerings for smaller industries. There are ongoing questions regarding 
ability to commit future mega-project funds due to funding limitations.  


Delivery cost increase for Custom PDCs to further extend services to small industries: Less 
savings per site potential will likely increase average delivery cost/kWh. We need to learn how 
to scale these services appropriately to get the most cost-effective outcomes, and will through 
trial and error over the next few years. Probably will not affect gas delivery, as more small 
customers are eligible, have greater potential, so we expect to get more gas over time from this 
strategy. Currently, PE has lowest portion of budget going to delivery compared to other Energy 
Trust programs and is well under PUC performance for levelized cost, so increase in the short 
term should be manageable.  


Other incentive budget risks: The incentive budget is built on assumptions of percentage of 
different sources of savings we will achieve, based on historical experience and market trends. 
Although custom capital projects have the best levelized cost due to long measure life and are 
the best value to the customer, SEM savings cost significantly less in terms of incentives. As we 
try each year to dial in our annual incentive budgets, to minimize carryover, we run the risk of 
exceeding incentive budgets if there is significant, unexpected uptick in capital projects or 
under-spending incentive budgets if we achieve significantly higher SEM savings than planned.  








PGE PAC NWN CNG


2014 Achievement to Date 
(Rpt kWh or therm) 97,827,142 40,056,753 1,642,058 144,753


To date % of 2014 Goal
33% 26% 31% 31%


C
on


te
xt


Historical % of actual 
accomplishment 34% 26% 34% 27%


B
ud


ge
t


To Date % of Incentive Budget 
Spent 10% 17% 13% 8%


PGE: 89.66% PAC: 93.57%
NWN: 100.57% CNG: 102.39%


Combined Efficiency


*Dashboards are a program management tool used by Energy Trust staff on a quarterly basis and represent best available data as of 
the date of distribution. Goals and progress to goals shown do not include savings from NEEA electric market transformation and 
therefore do not reflect official goals or official progress to goals. In addition, incentive spending is preliminary. Official Energy Trust 
data are reported in quarterly and annual reports to the Oregon Public Utility Commission, which are published online at 
www.energytrust.org/reports.
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PGE PAC NWN CNG


2014 Achievement to Date 
(Rpt kWh or therm) 40,745,567 6,550,206 324,300 12,398


To date % of goal
40% 13% 28% 28%


C
o


n
te


xt


Historical % of actual 
accomplishment 11% 16% 26% 2%


B
u


d
g


e
t


To Date % of Incentive 
Budget Spent 24% 17% 19% 17%


PGE: 100% PAC: 89%
NWN: 111% CNG: 33%


* Dashboards are a program management tool used by Energy Trust staff on a quarterly basis and represent best available data as of the date of distribution. Goals and
progress to goals shown do not include savings from NEEA electric market transformation and therefore do not reflect official goals or official progress to goals. In 
addition, incentive spending is preliminary. Official Energy Trust data are reported in quarterly and annual reports to the Oregon Public Utility Commission, which are 
published online at www.energytrust.org/reports. 
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Program: Industrial


Industrial Sector Summary*
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Production Efficiency; not including NEEA
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INDUSTRIAL AND AGRICULTURAL SECTOR 
 
PROGRESS TO GOALS 
 
Sector overall 


 The industrial and agricultural sector is on track to meet electric and gas goals for 2014.  


 Through Q2, electric savings are 32 percent higher than savings in Q2 2013. Gas savings are 37 percent higher than 
the past three years’ average.  


 One area of marked improvement is savings achieved by the streamlined track. Total savings from lighting, calculated 
and prescriptive projects through Q2 are higher than prior years.  


 
PGE 


 The sector achieved 41 percent of savings goal in PGE territory, significantly more than historical averages.  


 The projected 2014 savings pipeline for PGE stands at 100 percent of annual goal, compared to 110 percent of goal 
at this time last year.  


 
Pacific Power  


 The sector achieved 13 percent of savings goal in Pacific Power territory, slightly lower than historical averages.  


 The projected 2014 savings pipeline for Pacific Power stands at 89 percent of annual goal, compared to 76 percent of 
goal at this time last year.  


 
NW Natural  


 The sector achieved 28 percent of savings goal in NW Natural territory, slightly higher than historical averages.  


 The projected 2014 savings pipeline for NWN stands at 111 percent of annual goal, nearly identical to this time last 
year.  


 
Cascade Natural Gas  


 The sector achieved 28 percent of savings goal in Cascade Natural Gas territory, significantly higher than historical 
averages.  


 To boost savings, the program launched a bonus exclusively for Cascade Natural Gas customers in Q2. Participants 
who complete eligible custom or prescriptive gas savings project can receive a 20 percent bonus in addition to 
standard incentives.  


 
SOURCES OF SAVINGS, TRENDS 
 
Sector overall 


 Q2 has provided further confirmation that the increased custom lighting incentives are having a positive impact on 
savings acquisition and project pipeline development. In addition, uptake of LED products in lighting projects is 
increasing more quickly than anticipated with the majority of lighting savings coming from LED upgrades. In 2013, 
approximately 20 percent of savings came from LED upgrades. 


 
PGE 


 Completion of a megaproject accounted for more than two-thirds of savings in PGE territory in Q2.  


 While roughly 75 percent of savings through Q2 came from the custom track, lighting projects accounted for 18 
percent of savings and the streamlined industrial track accounted for 8 percent of year-to-date savings.  


 Fast-acting doors in refrigerated spaces are an emerging source of savings within the streamlined industrial track, 
accounting for nearly 20 percent of year-to-date savings. 


 
Pacific Power  


 Through Q2, 55 percent of savings came through the custom track, with 23 percent from lighting projects and 21 
percent from the streamlined industrial track, consisting largely of compressed air and irrigation upgrades. 


 
NW Natural  


 Several custom projects completed in NW Natural territory during Q2, and custom track savings accounted for 63 
percent of savings through Q2. The remaining savings came largely from calculated and prescriptive greenhouse 
projects through the streamlined industrial track.  


 
Cascade Natural Gas  


 Savings in Cascade Natural Gas territory resulted from a prescriptive space heating project. 
 
  







PGE PAC NWN CNG


2014 Achievement to Date 
(Rpt kWh or therm) 28,882,895 12,101,929 524,576 65,257


To date % of goal
23% 22% 26% 22%


C
on


te
xt


Historical % of actual 
accomplishment


23% 30% 19% 23%


B
ud


ge
t


To Date % of Incentive Budget 
Spent 20% 19% 18% 19%


PGE: 76% PAC: 92%
NWN: 95% CNG: 114%


July 1, 2014Commercial Programs Summary*
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New Buildings, Existing Buildings and Existing Multifamily; not including NEEA


* Dashboards are a program management tool used by Energy Trust staff on a quarterly basis and represent best available data as of the date of distribution. Goals 
and progress to goals shown do not include savings from NEEA electric market transformation and therefore do not reflect official goals or official progress to goals. 
In addition, incentive spending is preliminary. Official Energy Trust data are reported in quarterly and annual reports to the Oregon Public Utility Commission, which 
are published online at www.energytrust.org/reports.  


Commercial Sector


2014 Adjusted Pipeline percent of Goal
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COMMERCIAL SECTOR 
 
PROGRESS TO GOALS 
 
Sector overall 
 The commercial sector is on track to exceed goal in Cascade Natural Gas territory and approach goal in NW Natural 


territory. While New Buildings and the multifamily initiative exceeded historical gas accomplishments, Existing 
Buildings is behind historical gas accomplishments.  


 Existing Buildings and the multifamily initiative are planning increase to base custom gas incentives and offer a short-
term increase on the custom project incentive to drive participation and bring savings in line with 2014 goals.  


 Existing Buildings and multifamily initiative launched prescriptive bonuses to help reach goals.  
 Multifamily brought on additional resources to increase direct installation of light bulbs, showerheads and faucet 


aerators. 
 New Buildings launched enrollment bonuses for multifamily projects to maximize program participation in this market 


sector.  
  
 
SOURCES OF SAVINGS, TRENDS 
 
Sector overall 
 Existing Buildings savings and pipeline are behind expectations for both electric and gas. SEM savings are lagging 


due to the timing of projects but are expected to significantly exceed goals by the end of the year.  
 Emphasis on serving smaller customers continued in 2014 with outreach and trade ally recruitment resulting in more 


projects with customers in rural areas.  
 New Buildings activity and interest remains at an all-time high with 152 enrollments in Q2. Enrollments were strong 


across all four utility territories, especially in Cascade Natural Gas territory and central Oregon.  
 Direct installation of CFLs, faucet aerators and showerheads comprised the majority of gas and electric savings for 


the multifamily initiative.  
 New data centers provide substantial electric savings yet continue to be difficult to predict. In PGE, one data center 


delayed its construction timeline and is now expected to close in 2016 instead of 2014, as was originally planned. 
 The sector received responses to a request for proposals for a Pay for Performance pilot.  
 In collaboration with Oregon Department of Energy, Energy Trust completed several energy studies for K-12 schools 


expected to install measures this summer. Existing Buildings refocused effort to reach out to small school.  
 Existing Buildings continued to expand outreach to non-lighting trade allies including food service dealers, insulation 


and roofing installers and HVAC vendors. 
 Existing Buildings and Multifamily launched bonus incentives for prescriptive measures including boilers, ductless 


heat pumps, package terminal heat pumps and select foodservice equipment and steam traps in schools. 
 Multifamily launched a customer-facing Energy Savings Action Plan report that aggregates and ranks savings 


opportunities by return on investment, the cost of delaying upgrades and non-energy benefits . 
 Multifamily streamlined mid-stream incentive promotions for refrigerators and clothes washers to encourage higher 


distributor participation and reduce the program staff time required to manage the promotions. 
 Work continued with local, regional and national organizations to develop and deploy an on-bill repayment pilot, 


MPower Oregon, with two projects completed during Q2.  
 During Q2, New Buildings conducted 122 outreach activities (lunch and learns, networking events and account 


management) in regional locations. These efforts can directly be connected to the higher enrollment numbers, 
especially in rural areas. 


 Existing Buildings, multifamily and Production Efficiency programs continued to collaborate, with a focus on 
streamlining and sharing common resources and making referrals between programs. 


 More than 200 participants from across the state attended an Allies for Efficiency training on net-zero energy.  







PGE PAC NWN CNG


2014 Achievement to Date 
(Rpt kWh or therm) 28,198,680 21,404,618 793,181 67,097


To date % of goal
41% 45% 37% 51%


C
on


te
xt


Historical % of actual 
accomplishment


36% 38% 37% 40%


B
ud


ge
t


To Date % of Incentive Budget 
Spent 38% 39% 32% 30%


PGE: 100% PAC: 100%
NWN: 100% CNG: 100%


July 1, 2014Residential Programs Summary*
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Existing Homes, and New Homes and Products; not including NEEA


*Dashboards are a program management tool used by Energy Trust staff on a quarterly basis and represent best available data as of the date of 
distribution. Goals and progress to goals shown do not include savings from NEEA electric market transformation and therefore do not reflect official 
goals or official progress to goals. In addition, incentive spending is preliminary. Official Energy Trust data are reported in quarterly and annual reports to 
the Oregon Public Utility Commission, which are published online at www.energytrust.org/reports. 


Residential Sector
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RESIDENTIAL SECTOR 
 
PROGRESS TO GOALS 
 
Sector overall 


 The residential sector is on track to meet electric and gas goals for 2014.  


• A Savings Action Plan, implemented in Q1, bolstered savings in the first half of the year. The action plan included 
spring weatherization bonuses for customers of all utilities, spring fireplaces bonuses in for Cascade Natural Gas 
customers, promotions of LivingWise Kits in schools and Energy Saver Kit promotions. 


• The spring Energy Saver Kit campaign and reintroduction of LivingWise kits contributed the majority of electric and 
gas savings in Q2. Direct installations of light bulbs, faucet aerators and showerheads comprised 80 percent of 
electric savings, with 12 percent of savings from HVAC, 5 percent from weatherization and 3 percent from water 
heating measures. Direct installations of light bulbs, faucet aerators and showerheads comprised 64 percent of gas 
savings, with 15 percent of savings from HVAC, 19 percent from weatherization and 2 percent from water heating 
measures. 


• Clean Energy Works and home performance measures contributed fewer-than-expected savings than expected. 
Many projects are in process and strong savings are anticipated in Q3 and Q4.  


 
SOURCES OF SAVINGS, TRENDS 
 
Sector overall 


• A Western Regional Utility Network promotion with Sears-Kenmore refrigerators launched on May 30 and ran 
through June 29. The promotion resulted in 33 refrigerators purchased, and retailers provided positive feedback on 
the effort. 


• Spa covers, windows, heat pump water heaters and heat pumps are performing above 2013 levels and driving core 
measure electric savings. 


• Through the SmartDrips campaign, the City of Portland Bureau of Transportation and Portland Water Bureau began 
distributing efficient showerheads on March 1. Energy Trust delivered 400 showerheads to Portland Water Bureau 
for distribution through their online and phone ordering systems.  


• LEDs already achieved 123 percent of annual savings goal through Q2. 
• The Existing Homes program launched and began promotion of a new $350 incentive for high-efficiency pool pumps 


in Q2.  
• Existing Homes insulation and gas hearth measures performed below Q2 2013 levels. As a result, Energy Trust 


increased outreach at health and retail vendors.  


• The volume of Clean Energy Works projects are below 2013 levels for Q2 for both gas and electric. 
• To drive ductless heat pump savings in electric territories, Existing Homes planned for a summer ductless heat pump 


bonus, expanded eligibility requirements and developed of a fixed-price offering for manufactured homes. 
 
PGE 


• There were 47 electrically heated homes built and third-party verified in Portland General Electric territory. 
• A total of 8,500 compact fluorescent light bulb A-lamp, globes, reflectors and twists were distributed through PGE 


community offices. 


• During Q2, 1,700 Carry Home Savings kits were delivered and 1,800 kits were processed. 
• A total of 2,293 refrigerators were collected for recycling in PGE territory. 
 
Pacific Power  


• There were 35 electrically heated homes built and third-party verified in Pacific Power territory. 
• A total of 1,096 refrigerators were collected for recycling in Pacific Power territory. 
 
NW Natural  


• Gas savings were lower-than-expected in Q2, following higher-than-expected gas savings in Q1. Gas savings are 
anticipated to increase in the remainder of 2014.  


• There were 440 gas-heated homes built and third-party verified in NW Natural territory. 
• In Q2, 209 gas-heated new homes received air sealing measures in NW Natural territory.  
• The 2014 Ultimate Open House featured 25 homes rated with EPS. The tour reached 22 unique builders and 


provided information regarding EPS opportunities.  
 


Cascade Natural Gas  


• The sector implemented a showerhead direct installation initiative in the Bend area, which contributed 4.5 percent of 
savings goal for Cascade Natural Gas territory. 


• There were 45 gas-heated homes built and third-party verified in Cascade Natural Gas territory.  
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RESIDENTIAL BUDGET CONCEPTS 2015 


      
Sector: Residential  
Lead: Diane Ferington  
 
 
Sector Overview  
Energy Trust’s Residential Sector provides energy efficiency services and financial incentives to 
residential consumers. Primary sector activity is accomplished through two Program 
Management Contracts (PMC), New Homes and Products (NH&P) Program and Existing 
Homes (EH). In addition to PMC activity, the sector delivers energy savings through pilot efforts 
and work with Northwest Energy Efficiency Alliance on market transformation savings.  


2015 Sector Themes and Key Directions  
There has been significant and steady growth in the residential sector 2009–2012, with electric 
and gas savings increasing by 89% and 105%, respectively, during that time period. Despite 
this impressive growth, the sector has seen electric savings level off from 2012–2013 and gas 
savings have declined over this same period. Program staff expects to see savings continue to 
level off or even decline over the next few years. In fact, it will take significant innovation in 
program designs, as well as the continued growth of emerging technologies, in order to maintain 
the current savings levels. Gas weatherization savings are impacted by lowered avoided costs 
and are operating under an exception with the PUC. A PUC docket is in process that will inform 
Existing Home’s program direction for 2015–2016. 


The primary objective of the Residential Sector is to make investments in program design that 
will deliver cost effective savings.  This is accomplished through services and financial 
incentives that enable customer to invest in energy efficiency projects. Themes to achieve 
savings in 2015 and lay the foundation for 2016 will focus on:  


• Making it easy for customers to participate  


• Empowering contractors to serve customers  


• Designing innovative programs; including upstream and midstream strategies for 
equipment and products measures 


• Expanding EPS adoption and its compliance with HB 2801 


• Targeting communications to bring the right offer to consumers (geographic, usage, past 
participation) 


• Leveraging partnerships with third-party organizations and market participants 


• Developing program and administrative efficiencies 


• Utilizing information technology to bring efficiencies in data processing and 
administrative tasks. 
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RESIDENTIAL BUDGET CONCEPTS 2015 


2013 Recap  
Overall, the Residential Sector had a successful year in 2013, delivering savings from a variety 
of programs and offerings this mixed portfolio approach. However a combination of adjustments 
to address cost effectiveness and a design that reduced energy savings kits quantities 
dramatically affected savings achievements in Existing Homes. New Homes and Products 
experienced an increase in savings.  


Sector Savings - Electric  


 


Sector Savings – Gas 
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RESIDENTIAL BUDGET CONCEPTS 2015 


Existing Homes  


2013 savings came from three main segments for Existing Homes  


• Prescriptive track measure installations, including heating/water heating equipment 
weatherization 


o This track served more than 12,909 customers in 2013 and expects to serve a 
similar number of customers in 2014 


• Instant savings measures (lighting, aerators and showerheads) 


o Contractor install, Home Energy Review install or an Energy Saver Kit 


o Just over 14,000 customers received Energy Saver Kits in 2013. By design, more 
kits will be delivered in 2014. 


o Planning increased market engagement to support contractor and program ally 
direct installation 


• Whole home savings through Home Performance with ENERGY STAR® track (includes 
Clean Energy Works projects)  


• The other areas of savings include manufactured homes duct sealing, savings from solar 
thermal installations and Opower behavioral savings.  


New Homes  


Overall, 2013 was a successful year for the New Homes Program—housing starts in Oregon 
were up over 40% from 2012 to 2013 and continued growth is expected in the next couple of 
years.   


• Market share of EPS homes in 2013 was 21 percent.  


o Despite increasing energy codes, the program was able to complete more than 
1,540 homes receiving an EPS score, representing 40 percent more homes than 
budgeted for 2013 and a 17 percent increase in EPS homes from 2012. 


Products  


Lighting savings exceeded goals in 2013 due to the addition of general purpose CFLs and LEDs 
in Q4. Strong lighting savings came from end of year promotions.    


• Lighting comprised 70 percent of the products electric savings and showerheads and 
energy savings kits comprised 95 percent of the gas savings in products. 


• Over 2 million bulbs were delivered into the market almost doubling the savings from 
2012.  
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• While lighting savings continue to increase, appliance volumes and savings continue to 
decrease. As the overall selection of appliances becomes more efficient, there are fewer 
savings available to efficiency programs.  


2014 Current Situation / Market Conditions  
Basic program designs from 2013 continued into 2014 for the major programs but with a 
strong emphasis on cost reductions to remain cost effective.  Behavioral savings 
continue to be monitored for NWN and PGE. A test of behavioral savings targeting high 
energy users in Pacific Power territory launched in August 2013 and will continue 
through August 2015. 


Existing Homes 


A new PMC, CLEAResult, began implementing the Existing Homes program in 2013 with a 
strategy designed to significantly reduce the volume of kits while focusing on increasing savings 
through major measure installations. This approach was too ambitious and savings goals were 
not achieved. In 2014 more kits were included in the program design and a Savings Action Plan 
to drive increased savings earlier in the year was launched in February.  


CLEAResult added the following elements in 2014 and continues to refine and evolve program 
designs while bringing process improvement. 


• Utilized campaign functionality in CRM and consumption data to target customers with 
specific offers 


• Developed a Trade Ally portal for contractors to self-serve customers and provide 
contractors project visibility 


• Improved customer experience through enhancement to incentive application process, 
including: significant improvements in the on-line forms usability, improved audit control 
procedures and reductions in the occurrence of missing information. 


• Established a customer engagement strategy with follow-up messaging 


• Expanded the quality management framework and associated tools among contractors 


New Homes 


The new construction market is rebounding. New Homes has streamlined program participation 
with improved systems and processes, making the program more scalable. The program 
launched a third phase of an air sealing pilot with subcontractors. In addition, the program 
continues to leverage existing infrastructures such as regional training entities and existing 
rating companies, as well as key stakeholders such as OHBA, NEEA, Earth Advantage, and 
ODOE. In 2014 the program became fully integrated with NEEA’s Axis database allowing real 
time generation of EPS scores and the elimination of paperwork required for processing EPS 
new homes. 


  







 


7/21/2014  5 | P a g e  
 


RESIDENTIAL BUDGET CONCEPTS 2015 


Products  


New refrigerators & freezers, clothes washers, lighting and refrigerator recycling continue to 
drive savings. 


As appliance efficiency baselines continue to increase, the program is seeking more cost 
effective ways to work with retailers other than the traditional mail-in rebates. Innovative retail 
program designs being tested in 2014 include:  


• Instant rebates with Sears 


• Involvement in the Western Regional Utility Network (WRUN) and Northwest Regional 
Retail Collaborative (NWRRC) to learn what other programs are doing and leverage the 
collective strengths of NW and West Coast utilities to garner retailer interest in 
collaboration 


• On-line lighting buy downs 


• Midstream appliance pilot 


• Innovative third party relationships—partnering with Oregon Food Bank for refrigerator 
recycling—offering consumers the opportunity to donate their $20 or $40 incentive to 
Oregon Food Bank  


These new and innovative retail program designs offer the benefit of improving customer 
experience, reducing program administration costs, removing up-front cost barriers, and 
strengthening retailer relationships.  


2015 Key Actions and Initiatives  
Leveraging relationships with market actors for effective collaborations to advance industry 
codes, transform home energy use and bring innovations in retail products are important 
themes that will require greater investments in delivery.  


New Homes 


With the rebound in new home construction, the program is targeting a goal of 20–25 percent 
market share of EPS homes built within Energy Trust territory. New Homes activities will 
continue to utilize market actors for program activities.   


• Leverage NEEA’s Efficient New Homes initiatives, as well as the network of independent 
verifiers.  


• Continue to make it easier to enroll program homes by leveraging NEEA’s verifier portal 
to allow automatic generation of EPS and continue to refine it so there are efficiencies in 
data processing and reporting.  


• Work with real estate agents, appraisers, and lenders to increase understanding and use 
of EPS.  
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• Expand EPS to newly constructed low rise multifamily  


• Expanded focus on affordable housing, solar ready and major remodels 


• Set the stage for energy code improvements over the next 10–20 years. Work with 
NEEA, OHBA, and other industry stakeholders to identify cost effective strategies to 
reduce the energy consumption in new homes.   


o Goal: submit a joint proposal to Building Codes Division for the 2017 energy code 
update.  


o Energy Trust and NEEA will support builders with training and incentives in order 
to prepare for upcoming energy code changes. 


o Continue to drive home builders toward net zero homes through the Live Net 
Zero initiative 


• Continue to increase homebuyer awareness, understanding, and purchase of EPS 
homes. 


To support higher standards beyond ENERGY STAR for manufactured homes, the program is 
collaborating with Bonneville Power Administration, NEEA and other regional stakeholders to 
work with manufacturers to incorporate the High Performance Manufactured Homes 
specification1 into their manufacturing processes. Energy Trust is planning on providing retailer 
incentives for inclusion of ductless heat pumps and heat pump water heaters as a way to 
support the adoption of these measures. 


Products 


Even though savings for major appliances are decreasing and new Federal lighting 
manufacturing minimum efficiency standards (EISA) are reducing deemed savings for lighting 
measures, there are still significant opportunities to increase savings acquired through retail 
channels by improving the way we work with retailers. The products program will continue to 
build upon the innovative retail program designs being tested in 2014.    


• Increase retail field services and educational materials in order to better leverage this 
opportunity - Evaluation results consistently point towards the sales associate being one 
of the most influential aspects of the decision to purchase energy efficient options.   


• Expand field services to cover any product sold at retail that other Energy Trust or NEEA 
initiatives  


• Expand online and instant incentives to additional retailers 


• Continue to test mid-stream appliance approaches  


                                                           
1 This specification is similar to Energy Star with an improved shell, a ductless heat pump, and heat pump water 
heater.  
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• Improve market research and data acquisition to more accurately identify the true 
savings 


• Leverage program structure to collect valuable information on local markets 


• Expand LED offerings through support of a wider variety of products and more retail 
locations 


• Strategically implement and monitor the program around more specific KPIs to improve 
the overall impact of the program 


• Coordination with community action programs to provide energy saving products for 
distribution to their clients  


• Continue support of refrigerator recycling with a focus on older refrigerators and closer 
coordination with retailers 


Existing Homes 


A number of proposed program design innovations will continue to be rolled out. 


• Expand tools for trade allies to aid them in quality management practices  


• Improve ease of project data submission through instant incentives, electronic forms, 
and trade ally portal use reduces program administration and results in faster incentive 
payment 


• Improve customer engagement strategies through strategic customer targeting based on 
usage and demographic information 


• Increase trade ally inclusion of direct install measures (CFLs, showerheads, aerators) as 
part of bidding and project installations practices, including mobile application 
submission through enhanced contractor tools 


• Expand savings penetration of key product categories through midstream engagements 
with equipment distributors and retailers 


For gas weatherization projects, the focus will be on responding to PUC direction resulting from 
the gas cost effectiveness docket. 


• Energy Trust will continue to improve upon a consumer facing tool to aid customers in 
understanding the savings information related to Existing Home measures.  


o Customers can enter variables from a contractor’s bid, like square feet of 
insulation, and see associated energy savings based on Energy Trust’s 
evaluated deemed savings results. 


• Expansion of trade ally installed instant savings measures will aid in achieving cost 
effectiveness by maximizing the savings potential for this measure class.  
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Ductless heat pumps will be a driver of savings with steady growth. The program will continue 
to;  


• Expand measure occurrence through targeted marketing, field support services, and 
midstream efforts, as well as collaboration with NEEA’s Northwest Ductless Heat Pump 
initiative 


• Target outreach to focus on upgrading inefficient electric heating systems (housing 
characterization, promotions with electric utilities and existing mobile homes). 


Savings Within Reach will continue to support moderate income customers while maintaining 
program cost effectiveness goals.  


• The program will closely monitor the uptake and success of the moderate income loan 
product, which includes on-bill repayment, no participant fees, and no upfront costs to 
Savings Within Reach participants with PAC, PGE, and NW Natural as the primary heat 
source. 


• The program will continue to offer instant incentives for SWR customers provided 
through their contractor’s invoice as a reduction in the total project cost. 


EPS will take an increased role as an Existing Homes tool for homeowner education and 
efficiency in leading to project installation action.  


• We will continue coordinating with ODOE to play a complementary role in supporting 
market awareness and activity as a result of House Bill 2801. 


Energy Trust will continue to support real estate professionals through the Real Estate Ally 
network, with the goal of leveraging their interactions with home buyers and sellers to drive 
energy efficiency improvement. 


• Look to Real Estate Allies to raise awareness and understanding of EPS in the 
marketplace including lenders, appraisers and home inspectors.  


o Provide seminars for Real Estate Allies - tying energy efficiency and renewable 
home improvements to increasing home value. 


A Lending Ally initiative will better incorporate lending products into options consumers have 
when making energy efficient improved to their homes. 


• Support Trade Ally groups utilizing lending products to increase customer follow through. 


• Lending products will also be integrated into customer engagement processes.  


Water heating savings continue to be an important part of long term savings goals and will be a 
focus area for expansion.  


• Increase ENERGY STAR gas tank water heaters installations.  
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• Expand on NEEA’s efforts with manufacturers and installers to foster growth in heat 
pump water heaters. 


Pilots and Tests 


Programs will continue to conduct pilots to test delivery strategies, investigate new technologies 
and better understand the best way to incorporate innovations into programs.  


• Complete a pilot, started in 2014, to test prescriptive air sealing specifications combined 
with ceiling insulation to determine energy savings.  


• Energy Trust is continuing to work with Opower to deliver Personal Energy Reports to 
customers of Pacific Power. 


o The Pacific Power effort launched in 2013 with reports to15,000 Pacific Power 
customers with higher-usage and electrically heated homes - first reports August 
2013 and will continue through August 2015 


o The program is exploring additional behavior options for 2015 


• The NEST pilot currently in evaluation stages may lead to a list of qualified measures to 
support efficient heat pump controls. A follow-up test of smart thermostats in gas heated 
homes is planned for later 2014, so continuation and/or a second-stage evaluation to 
test on gas equipment may be planned for 2015. 


• Conduct a midstream appliance pilot with major retailer such as Home Depot, Lowes, or 
Sears as part of the transition away from large consumer rebates. 


• Test a home energy monitoring system pilot in new homes in order to engage with 
homeowners buying EPS new homes. 


2015 Anticipated Challenges  
• Introducing new technologies and savings levers for the Existing Homes portfolio 


while transitioning away from energy saver kits savings requires discipline and 
strategy incorporating near and long term criteria. 


• Gas weatherization avoided costs have required the program to reduce 
incentives, eliminate measures, and change measure level requirements to the 
point that fewer projects qualify, impacting therm savings. The results of the PUC 
docket will be an important component to program response. 


• Few new gas savings strategies are ready for market—the program will explore 
new, low cost ways to acquire gas savings.  


• Ductless heat pump average installed costs are close to the maximum to support 
TRC cost effectiveness test requirements. New strategies are in place to 
segment costs. 
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• We have limited experience using consumption data to target customer homes 
for priority measures; since high users are key to increased savings per 
measure, we need to be careful to not over target high users with offers.  


• Retailers are slow to move away from the traditional consumer rebate for major 
appliances. With declining savings the program needs to move to a midstream 
model. Consumers may lose awareness of efficient products and of Energy 
Trust’s involvement.  


• With EISA coming into full effect and Halogens and LED’s rapidly coming to 
market, the lighting market is in a period of transition and the impact on the 
market conditions and true savings is uncertain. 





