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Program goals. These programs mostly offer incentives for various high efficiency and ENERGY STAR
labeled residential products. Information in this section comes from the DSIRE website.®

2.3.1 Central Hudson Gas and Electric Corporation — Home Energy Savings Central Program

The Home Energy Savings Central Program offers customers rebates of between $25 and $1,000 on
energy efficient equipment and measures. This is for residential electric customers who upgrade their
heating, cooling or ventilation systems with specific types of energy efficient equipment. The electric
Home Energy Savings Central rebates began on May 18™ 2009. These rebates include eligible efficient
central air conditioners, central air-source heat pumps, electric heat pump water heaters, furnace blower
fans, ENERGY STAR programmable thermostats and duct and air sealing (with blower door and duct
blaster testing). Rebates for the following types of natural gas equipment are available as well: natural
gas furnaces, natural gas boilers, boiler reset controls, steam boilers, indirect water heaters, programmable
thermostats, and duct and air sealing.

2.3.2 National Grid Generation d/b/a National Grid — Residential (Electric) Energy Efficiency
Rebate Programs

National Grid residential electric customers in Upstate New York are eligible for a variety of electric
equipment rebates to help them save energy in their homes. Rebates are available for ENERGY STAR
programmable thermostats, central air conditioning systems, air-source heat pumps, ECM furnace fans,
electric heat pump water heaters, and duct and air sealing. Equipment must meet standards listed on the
rebate application form.

2.3.3 Consolidated Edison Company of New York Inc. — Residential Energy Efficiency Incentives
Program

Con Edison is offering a Residential HVAC Electric Rebate Program. Through this program, incentives
are offered on energy efficient heating and cooling equipment for residences in the eligible service area.
Service addresses that have one to four residential dwelling units may participate in the program. Eligible
measures and equipment include central air conditioning units, heat pumps, water heaters, furnace fans,
weatherization measures, and thermostats. Con Edison also offers the Central Air Conditioning Program
to residential customers who wish to more effectively manage energy costs. The program provides a free
programmable thermostat, capable of managing energy use over the internet or manually. The thermostat
will be connected to the customer’s central air conditioning system.

8 DSIRE Website: http://www.dsireusa.org/incentives/index.cfm?re=0&ee=1&spv=0&st=0&srp=1&state=NY
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Section 3: KEY ELEMENTS SUMMARY

Based on a review of relevant NYSERDA documents, below is a summary of some key elements of
NYSERDA’s Home Performance with ENERGY STAR Program.

3.1

Ultimate Goals:

The ultimate goals for the Home Performance with ENERGY STAR Program are to:

L.

6.

Create a market-based system of supply and demand that supports the renovation of existing
homes toward greater energy efficiency, using a “house-as-a-system” approach.

Enhance the capacity of the market to supply “one-stop shop” services for comprehensive energy
efficiency for one- to four-family homes.

Develop a network of trained and BPI-certified contractors (and accredited contracting firms) that
market, sell and provide comprehensive "house-as-a-system" energy assessments and services
that focus upon increasing the health, safety, durability, comfort, and energy efficiency of
existing one-to four-family homes.

Lessen the burden imposed by energy consumption and other utility-related costs with a
significant emphasis on providing this benefit for low- to moderate-income residents.

Package energy efficiency with other types of improvements — e.g., advanced meters coupled
with a real-time pricing or time-of-use electricity rate structure, distributed generation, and
renewable energy — for the existing homes renovation market.

Reduce the residential sector's contribution to the system peak demand.

The current primary goals for NYSERDA’s Home Performance with ENERGY STAR Program during
the third round of SBC funding include:

1.

Serving 3,225 existing market rate homes in the first new SBC year resulting in savings of 3.2
GWh of electricity.

Serving 16,125 existing market rate homes over five years resulting in 15.8 GWh and 726,000
MMBtu of energy savings.

Serving 2,100 low-income homes in the first new SBC year resulting in 2.1 GWh savings.

Serving 10,500 low-income homes over the five years savings 10.3 GWh and 473,000 MMBtu of
9
energy.

Goals for partner recruitment, training and certification will be established on a market-by-market basis as
performance in each market is evaluated."

? NYSERDA, System Benefits Charge Proposed Plan for New York Energy $mart™™ Programs 2006-2011, (SBC March 2006
Proposed Plan), as amended March 2, 2006

10 NYSERDA, System Benefits Charge Proposed Plan for New York Energy $mart™™ Programs 2006-2011, (SBC March 2006
Proposed Plan), as amended March 2, 2006
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3.2 Market Barriers and Issues the Program Attempts to Address (“the Problem”):

Markets are typically defined by the products, services, and market events that characterize the
requirements of a specific group of consumers. There may be different market actors for different market
events or for different products or services.

A wide range of barriers may be encountered for the adoption of greater efficiency, behavioral changes
and the use of new energy technologies within single family buildings. These barriers can be broken
down into three general categories: barriers affecting the supply side, mid-market and infrastructure
barriers, and barriers affecting demand side (and associated end-use) market actors. Supply-side and mid-
market and infrastructure barriers include business practices and policies that deter the development or
delivery of energy efficient products and services, or indicate an insufficient availability of, or
commitment to, such energy-efficient products and services. Demand-side barriers primarily revolve
around existing home end-uses and potential replacement or retrofit opportunities. Table 5 presents the
list of market barriers for the existing homes market. The barriers are labeled “S” (for supply), “M” (for
mid-market and infrastructure) and “D” (for demand) and are numbered for later reference.

Table 5 lists specific barriers related to market actors (not ordered by priority) for the HPWES program.
Note —Table 5 is meant to be a comprehensive list of market barriers that could potentially impact
achievement of key HPWES program goals. Each of these potential barriers would need to be tested and
evaluated in order to determine to what extent they specifically impact the HPWES market.

Table 5. Market Barriers and Associated Market Actors for the Existing Homes Renovation Market

Market Area Barriers Market Actors
Supply Side S1 — Perceptions of a lack of demand for energy efficiency and new Manufacturers
technologi
energy technologies Distributors
S2 — Lack of repair parts for efficient equipment and new energy .
technologies Suppliers
S3 — Lack of standards for advanced meters and common connectivity Utilities
envirqnment preveyting b_ro_ad market development of advanced Regulators
metering and real-time pricing products
S4 — Lack of real time prices for electricity
Market M1 — Cost for completing training and BPI certification (cost of course'' Contractors and
Infrastructure and opportunity costs associated with taking time off from contracting Remodelers
and Policy schedules). Distributors
M2 — Uncertainty of whether investment in BPI certification will pay Lenders

off. Contractors need to be assured that work can be provided in order
to recoup costs.

M3 — Contractors are often unwilling to learn about and conduct
services outside of their own specific trade.

M4 — Lack of eligible contractors (including skilled specialty
contractors), and competition with utility programs to recruit those that
are eligible.

M35 — Lack of availability of high-efficiency equipment.

A portion of these costs are reimbursed by the program. Perceived value of course and payback for the investments must be

in line with course costs for market transformation.
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Table 6. Market Barriers and Associated Market Actors (continued)

Market Area Barriers Market Actors
Demand Side D1 — Lack of awareness of the benefits of energy efficiency investments Residential
for bill savings and increased comfort, health and safety. consumers

D2 — Lack of money to pay for energy efficiency investments by low- to Low to moderate
moderate-income households. income families

D3 — Lack of trust in residential contractors

D4 — Confusion regarding how to qualify or take advantage of
opportunities associated with state and federal tax incentives

D5 — Confusion regarding overlapping offerings of NYSERDA and
utility programs.

33 Targeted Market Actors:

The Home Performance with ENERGY STAR Program targets existing one- to four-family homes within
the New York Energy $mart® area. The program is open to owners of one- to four-family homes and
BPI-accredited contractors.'? Other targeted market actors include: contractors, distributors, remodelers,
lenders, residential consumers, and low- to moderate-income families.

34 Program Implementation Approach (“Activities”):

Activities within NYSERDA’s Home Performance with ENERGY STAR Program have been designed to
work strategically with demand-side and mid-market and infrastructure market actors and with supply-
side market actors (particularly in the area of advanced meters) to help address key barriers.

The activities associated with NYSERDA’s HPWES program elements are grouped into four areas:

1. Provide consumers with interest reduction finance options and additional incentives for low-
income households (and associated processing and administration support)

2. Provide pooled advertising incentives (i.e., cooperative advertising)
3. Recruit and train contractors (infrastructure development)
4. Develop equipment agreements

In addition to these four activities, NYSERDA provides separate marketing and general awareness
programs which, collectively target and are designed to affect the existing homes market by increasing
demand for energy efficiency improvement services and equipment.

Table 7 lists these HPWES activities, grouped along the supply-demand continuum. The logic model in
Section 4: below is diagrammed from left to right to match this continuum.

12 GDS Associates, Home Performance with ENERGY STAR Program: Market Characterization and Market Assessment. Final
Report, February 2009 page 1-2.
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Table 7. Activities of the Home Performance with ENERGY STAR Program

Consumer Financial Incentives and Enabling Financing Options Activities (Demand-Side)

Offer ENERGY STAR financing (exclusively by participating contractors in the Program) for owner-occupied, one- to four-
family homes

Target New York Energy $mart™ Loan Fund to eligible consumers
Provide Homeowner Financing Incentives (HFI) of up to 10 percent of the cost of the eligible measures up to $ 3,000

Provide Low-income households with incentives of up to 50% of the costs associated with the installation of eligible measures
(up to a maximum of $5,000 per household or $10,000 for a two- to four-family building)

Promote and educate contractors and homeowners on the use of federal and state energy efficiency tax credits

Cooperative Advertising Activities (Mid-Market and Infrastructure and Demand-Side)

Provide cooperative advertising incentives to support and leverage contractor advertising

Recruitment and Training Activities (Mid-Market and Infrastructure)

Recruit contractors for each of the technology and service types involved (HVAC, shell, etc.)

Conduct classroom training on a market basis (reimbursement 75% — 100%)

Provide support for market-based training and BPI certification of New York contractors and accrediting of firms

Work with advanced metering suppliers and developers

Provide contractor support and assistance as requested

Provide training and support for the Targeted Residential Energy Analysis Tool (TREAT) software to participating contractors
Provide field support to contractors who need assistance with the software as part of their implementation contract

Use program implementation contractor to facilitate specialty contractor partnering within each market area to ensure that whole-
house services are provided

Equipment Agreement Development Activities (Mid-Market and Infrastructure and Supply-Side)

Use program implementation contractor to develop and promote execution of equipment agreements to ensure that advanced
diagnostic testing equipment and associated software is available to meet program requirements for comprehensive home
assessments (CHA)

3.5 Program Inputs and Potential External Influences

The ability of the HPWES Program to accomplish the outputs and outcomes likely to result in the program
reaching its ultimate goals is dependent on the level, quality and effectiveness of inputs that go into these
efforts. There are also external influences that can help or hinder the development of anticipated
outcomes. Key inputs and potential external influences are presented in Table 8 and Table 9.

Specific outputs and outcomes anticipated for the HPWES Program activities are shown in the logic
diagram in Section 4: , below. More information on these outputs and outcomes, and associated
measurement indicators can be found in Table 10 and Table 12 immediately following the diagram (see
Section 5: ).
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Table 8. Key Inputs for the Home Performance with ENERGY STAR Program

Program Inputs

SBC funding and EEPS gas funding
Staff resources and experience implementing earlier rounds of the SBC-funded programs
. NYSERDA'’s credibility and relationship with key stakeholders and policy makers

. Existing awareness of NYSERDA among market actors

Expertise of raters, trade allies, and contractors

Table 9. Potential External Influences for the HPWES Program

External Influences and Other Factors

Changes in political priorities
e  Federal energy policies including energy related tax credits and American Reinvestment and Recovery Act funding
e  Perceptions of energy and global climate change issues
e  Green Jobs - Green NY legislation allows for free audits to income qualified households
e Codes and standards
Weather and associated impacts on customer actions and energy bills
Broad economic conditions that affect capital investment and energy costs (rapidly changing economic conditions)
. Energy prices and regulation (changes in fuel and energy prices)

. Perceptions of the value of “green” buildings and ENERGY STAR

. Activities of public and institutional purchasers and projects
. Low interest rates (favor home improvement industry in general)
. The recession and its associated impacts on New York and the country’s economic well-being (which can limit up-

front funds available for energy efficiency enhancements and decrease the perception of the ability of consumers to
make these investments)

Competing Priorities
. Other draws on household capital (e.g. medical expenses, transportation, education, child care, etc.)

Activities of non-NYSERDA energy efficiency and renewable energy programs

e EPA’s national ENERGY STAR Homes and Products programs (support national branding of the ENERGY STAR
label)

e The New York Energy $mart™ Communities and Education Program, which supports energy efficiency community
efforts, awareness of the benefits of ENERGY STAR homes and assists in builder and contractor recruitment within a
community

e Programs and activities resulting from Federal stimulus (American Reinvestment and Recovery Act) funding

e  Utility programs in the National Grid, ConEd, Central Hudson and other NY utility service territories
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Section 4: PROGRAM LOGIC MODEL DIAGRAM

The following page (Figure 1) contains NYSERDA’s Home Performance with ENERGY STAR Program
logic model diagram showing the linkages between activities, outputs and outcomes, and identifying
potential external influences. The logic model depicts the program as it is described in the updated SBC
III plan. The logic diagram presented here is at a slightly higher level than the tables in this report,
aggregating some of the outcomes, in order to provide a logic model that is easier to read. (Evaluation
research should use the more detailed tables, in addition to the diagram, in examining the anticipated
linkages and performance through the various outcomes.)
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Inputs: EEPS and SBC funding

Staff resources and experience implementing SBC programs
NYSERDA’s credibility and relationships with key stakeholders
and policy makers

Existing awareness of NYSERD A among market actors
Expertise of raters, trade allies, and contractors

Figure 1.
Home Performance with ENERGY STAR®
Program Logic Model Diagram
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Section 5: OUTPUTS, OUTCOMES AND ASSOCIATED MEASUREMENT

INDICATORS

It is important to distinguish between outputs and outcomes. For the purposes of this logic
document, outputs are defined as the immediate results from specific program activities. These
results are typically easily identified and can often be counted by reviewing program records.

Outcomes are distinguished from outputs by their less direct (and often harder to quantify) results
from specific program activities. Outcomes represent anticipated impacts associated with
NYSERDA'’s program activities and will vary depending on the time period being assessed. On a
continuum, program activities will lead to immediate outputs that, if successful, will collectively
work toward achievement of anticipated short-, intermediate-, and long-term program outcomes.

The following tables list outputs (Table 10) and outcomes (Table 12), taken directly from the
logic model and associated measurement indicators. For each indicator, a proposed data source
or collection approach is presented. When required, the need for baseline data is also noted.
Items in this table should be prioritized and subsequently considered as potential areas for
investigation as part of a formal program evaluation plan.

Table 10. HPWES Program Outputs, Associated Indicators and Potential Data Sources

Outputs (<1 year)

Indicators

Data Sources and Potential
Collection Approaches

Outputs from NYSERDA’s Sepa

rate Marketing and General Awareness Programs

Advertisements, public relations,
and educational materials
developed and presented

Dollars spent, and types of campaigns
developed and implemented, by

geography

Number of ads and impressions

Program records

Market surveys

Outputs from Consumer Outreach, Financing Options and Incentive Activities

Consumer loans granted and
financing provided

Number of loans and dollar amount of
financing provided

Number and dollar amount of homeowner
financing incentives provided

Number of homes improved

Sources of financing (Contractor-provided
ENERGY STAR financing, HFIs, Loan
Fund, etc.)

Review of program database, related
files and documents

Interviews with participating
residents with regard to their
financing uses and selection

Incentives provided to low-
income households

Number and dollar amount of incentives
to low-income households by region

Review of program database, related
files and documents

Federal and state tax incentives
obtained

Number of contractors promoting federal
and state tax incentives as part of project
funding

Program enhancement made to
automatically direct participants to
available federal and state tax incentives

Number of participants receiving federal
and state tax incentives

Review of program records

Interviews with program contractors
and participants

GDS Associates, Inc.
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Table 11. HPWES Program Outputs, Associated Indicators and Potential Data Sources (continued)

Outputs (<1 year)

Indicators

Data Sources and Potential
Collection Approaches

Outputs from Activities for Cooperative Advertising Incentives

Ads placed through Co-op
advertising incentives

Number and dollar amount of advertising
supported

Adpvertising dollars leveraged by region

Incentives paid on co-op advertising by
region

Numbers and expenditures on co-op
advertising, content ratings of
participating builders’ advertising

Number of ads and impressions

Review of program database, related
files and documents

Interviews with participating
contractors

Outputs from Recruiting and Training Activities

Contractor recruitment materials
developed and distributed

Number and type of recruitment and
marketing materials distributed

Program records

Contractor training sessions held

Number of contractors recruited and
trained to participate in program

Number of contractors trained to do
whole-house assessments and to
implement recommended home
improvements

Number of training reimbursement
incentives provided and dollar amount

Number of contractors receiving BPI
certification

Number of contractors trained and
utilizing TREAT and Home Check
software

Number of contractors requiring field
support on TREAT software and types of
support requested

Number of advanced metering suppliers
and developers involved with program

Review of program database, related
files and documents

Interviews with trainees who became
program partners and those who did
not become active

QA and QC records

Cooperative record analysis with
entity responsible for BPI
certification

QOutputs from Equipment Agreement Development Activities

Contractors have equipment to
perform whole house
assessments

Number of contractors equipped to
conduct whole-house assessments

Number and description of contractor
equipment agreements (i.e., types and
quantities of equipment) executed through
the program

Relevant contractor survey with
participating and non-participating
contractors

Review of program records

GDS Associates, Inc.
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Table 12. HPWES Program Outcomes, Associated Indicators and Potential Data Sources

Outcomes

Indicators

Data Sources and Potential
Collection Approaches

Short-Term (1-3 years)

Increased consumer
demand for energy
efficient home
improvements and
associated technologies

Number of homes improved through the
program

Number of homes improved outside of the
program

Types of improvements made

Amount of homeowner dollars invested in home

improvements by type (e.g. insulation,
weatherization, HVAC)

Review and verification of program
database

Site visits

Contractors aware of and
competent for program
participation

Number of contractors recruited and trained

Geographic distribution of trained contractors
across the state

Numbers of participating contractors, depth of
participation (% of these contractors’
businesses), number of contractor trainings,
number of contractors trained (All measured for
separately for market and low-income)

Contractor awareness of HPWES across the new
home markets

Effectiveness of contractor training

Review of program database, related
files and documents

Survey of program contractors

Survey of contractors, by existing
home market

Increasing number of
contractors working in
teams to provide whole
house services

Number of contractor teams seen participating
in program (including identification of specialty
contractor areas)

Number of facilitated teams providing whole
house services both through the program and
independent of the program

Review of program database, related
files and documents

Interviews with applicants who
became program partners and those
who did not

Contractors promote and
advertise the Home
Performance with
ENERGY STAR Program

Number of contractors actively promoting and
advertising the program

Number, percent, and dollar value of advertising
by contractors offering whole house energy
efficiency (and comfort) services

Number and percent of contractors who list and
advertise BPI certification that participate in the
program and those that do not participate

Survey and depth interviews of
residential contractors who have
completed BPI certification through
the program

Count and content analysis of home
improvement advertising in
newspapers, yellow page advertising,
and home shows and comparison
against known participating
contractors

Homeowners are aware of
HPWES program and have
general knowledge of
energy efficiency

Awareness of HPWES among home owners

Consumer understands what the ENERGY
STAR label signifies and recognizes its benefits

Consumer survey of home owners

GDS Associates, Inc.
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Table 13. HPWES Program Outcomes, Associated Indicators and Potential Data Sources (continued)

Outcomes

Indicators

Data Sources and Potential
Collection Approaches

Direct program savings
and environmental benefits

Amount and dollar value of kW, kWh, fossil
fuel savings, and subsequent emission
reductions

Comparison of conditions before and
after retrofit; engineering algorithms

Program participant surveys
Site visits

Billing analysis

Increased sales of
ENERGY STAR products

Number and type of ENERGY STAR products
sold

Program participant surveys

Comprehensive
assessments completed

Number of whole-house assessments performed
by participating contractors and by non-
participating contractors.

Number and type of energy efficiency
improvements recommended

Review and verification of program
database

Interviews with participating and
non-participating contractors

Increased comfort, health
and safety in existing
homes receiving
improvement services

M&V on indoor air quality

Comparison of indoor air quality for HPWES
homes and non-participating homes

Homeowners’ perceptions of air quality, safety
and comfort

Quality of completed projects (including health
and safety aspect), as determined by post-
completion inspections

Site visits to test indoor air quality of
program and non-program homes

Homeowner survey (could be
participants only or comparison
between participants and non-
program home occupants)

Intermediate-Term (3-5 years) Outcomes

Purchasers recognize
benefits and word-of-
mouth creates greater
consumer knowledge and
awareness

Number of referrals from participating
consumers

Survey of BPI—certified contractors

Contractors find HPwWES
work to be feasible and
profitable

Builders perceptions on CHA and HPWES work
concerning ease, cost, and profitability

Survey and depth interviews of
residential contractors

Contractors’ investment in expanding
their HPWES services, training, and
sales materials

GDS Associates, Inc.
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Table 14. HPWES Program Outcomes, Associated Indicators and Potential Data Sources (continued)

Outcomes

Indicators

Data Sources and Potential
Collection Approaches

Higher value and resale
value for homes that
undergo HPWES

Resale prices for HPWES homes

Attributes of HPWES incorporated in valuation
assessments

Home sales data matched against
prior HPWES records and then
multiple regression comparison for
other home characteristics or
matching study

Two-stage survey of property
assessors and records

Awareness and knowledge
of HPWES in other
contractors increases

Awareness of HPWES by non-program builders
and correct knowledge about the meaning of the
ENERGY STAR Ilabel, what it means for home
performance, and the process for obtaining the
ENERGY STAR label

Survey of non-participating
residential builders

Long-Term Qutcomes (5+ years)

Contractors promote
whole house assessments,
without program
assistance

Number, percent, and dollar value of advertising
by contractors offering whole house energy
efficiency (and comfort) services

Number of homes assessed per contractor,
Number of homes improved per contractor,

Percent of home improvement market that is
based on whole house assessments

Percent of home improvement market that
include improvements that increase energy
efficiency

Survey and depth interviews of
residential contractors (of various
trades) that have completed BPI
certification through the program and
a sample of those that did not
participate in HPWES.

Count and content analysis of home
improvement advertising in
newspapers, yellow page advertising,
and at home shows and comparison
against known participating
contractors

Consumer demand for
home energy and comfort
performance increases,
without program
assistance

Number of calls received by contractors to
conduct comprehensive home assessments

Level of capital investment in existing homes

Percent of consumer requests for contractors
with BPI certification

Percent of home improvement market that
includes whole house assessments (through and
outside of the program)

Percent of home improvement market that
include improvements that increase energy
efficiency

Percent of homes receiving home improvements
that make energy efficiency investments

Survey and depth interviews of
residential contractors (of various
trades)

Survey and depth interviews of
homeowners

Survey and depth interviews of BPI
certified contractors and non-BPI
contractors (from various trades)

Existing homes more
efficient, without
NYSERDA assistance

Baseline efficiency level of existing homes

Survey and site visit of existing
homes by year built

Sustainable kW, kWh,
therm and oil savings and
environment benefits

kW, kWh, and BTUs corresponding
environmental benefits for HPWES homes

Survey of BPI-certified contractors

Review of project database

Impact evaluation for reliable
estimates of kW, kWh, therm and oil
savings

GDS Associates, Inc.
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Section 6: TESTABLE HYPOTHESES (RESEARCHABLE ISSUES) FOR EVALUATION
EFFORT

Based on this program logic model assessment for NYSERDA’s Home Performance with
ENERGY STAR Program, a number of researchable issues have been identified and are noted
below. Some of these have been investigated and continue to be investigated through NYSERDA
evaluation activities.

Research addressing these questions will help to validate the reasonableness of the associated
theories and will help inform NYSERDA program staff of progress and potential areas for
program enhancement and refinement.

Based on recognition of key underlying program hypotheses, the following issues are proposed
for potential testing. These issues are grouped into short-, intermediate-, and long-term periods to
represent when they are expected to become important or verifiable.

Short Term:

e Are the appropriate types and levels of recruiting and training efforts being conducted
through the HPWES Program, such that contractors are made aware of the program and
the desired level and mix of contractors (e.g. mix and distribution of trades across the
state) are participating in the HPWES Program? An increased effort to encourage more
networking and inter-trade dialogue between certified contractors of different disciplines
is expected to continue. It will be important to assess the impact of this effort.

e Are the improvements being made to homes within the HPWES program meeting the
Program’s and the homeowners’ expectations and the contractors’ and Program’s claims
for energy savings, air quality, safety-elements and increased comfort (compared to
conditions prior to the installation of retrofit measures)?

e Are homeowners aware of and somewhat knowledgeable about HPWES assessments,
improvements, and products from prior experience, prior advertising, and word-of-mouth
advertising from friends, relatives, and colleagues? As they begin to think about how to
make their home more comfortable, is their knowledge being reinforced and directed by
the advertising provided by contractors and through materials provided by other
ENERGY STAR product retailers? Are there other barriers that are preventing
homeowners from participating in the program or otherwise making their homes more
energy efficient? (Continued long-term program advertising may also be considered
depending on market development.)

Intermediate Term:

e Is the appropriate mix of contractors participating in the program to meet the needs of
potential participants (i.e., is the program able to recruit and train contractors with the
right skills and geographic distribution to effectively serve the market)?

e Are participating contractors learning from experience how to assess existing homes
using a whole-house perspective and are they selecting improvements that will make the
greatest impact on energy usage in a way that works well with their business model?

e Do participants recognize the benefits of the home improvements to HPWES standards?
Are they becoming promoters of these types of improvements, the certified contractors,
and of the HPWES Program?

e Are contractor’s legacy customers being provided with upgraded HPwWES level services
next time they call? At what extent, or rate of growth?
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Are contractors becoming certified through BPI and seeing the value of having this
credential? Through peer networking, and without having ever participated in the
Program themselves, are they seeing the opportunities they present for market recognition
and profit?

Are contractors finding HPWES work more profitable? What factors contribute most to
profitability (types of measures being installed, level of demand, etc)?

What is the market share(s) in the remodeling, and energy retrofitting market, held by
HPwES and BPI-accredited companies?

Are homes that are improved through HPWES seeing higher resale values than homes of
similar size, age and location?

Long Term:

Are consumer awareness and higher resale values leading to greater consumer demand
for energy efficiency improvements?

Are New York contractors regularly including a whole-house perspective in a significant
proportion of homes where they work without program support? Because they can easily
incorporate recommendations for improvements to other house systems outside of their
own trade, and have experience with successful partnering with contractors in other
trades, are more contractors viewing their entire project sites from a whole-house
perspective? Is this becoming standard practice and incorporated into their business
plans, adding to their businesses’ profitability? Are they promoting and continuing to
provide education to consumers on energy efficiency in their homes?

What level of penetration among contractors and what level among homeowners is
needed to create a sustainable self-generating market for whole-house assessments that
lead to high efficiency residences?
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