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Agenda and Ground Rules

= Moderator
o Jonathan Cohen, Better Buildings Residential Network, Residential Buildings Integration

= Agenda Review and Ground Rules
» Residential Network Overview and Upcoming Call Schedule

= Opening Poll
* Featured Speakers Ground Rules:
o Seth Little, CLEAResult . Sales of services and commercial messages are
o Pat O’Boyle, Michigan Saves not appropriate during Peer Exchange Calls.
o Jason Darrow, ICF . Calls are a safe place for discussion; please do not
= Open Discussion attribute information to individuals on the call.

= Closing Poll and Announcements

The views expressed by speakers are their own, and do not reflect those of the Dept. of Energy.
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Better Buildings Residential Network

Join the Network

Member Benefits: Commitment:

= Recognition in media, social media = Members only need to
and publications provide one number:

=  Speaking opportunities their organization’s

= Updates on latest trends number of residential

= Voluntary member initiatives energy upgrades per

= One-on-One brainstorming year, or equivalent.

conversations

Upcoming Calls (2"? & 4t" Thursdays):

» 9/12: New Contractor Resources — Decision Tools for Retrofits, Heat Pump Water Heaters, and
Cold Climate Heat Pumps

» 9/26: The Latest in Educating Homeowners on the Benefits of Energy Efficiency

Peer Exchange Call summaries are posted on the Better Buildings website a few weeks after the call

EEEEEEEEEEEEEE

#Better For more information or to join, for no cost, email bbresidentialnetwork@ee.doe.gov, or go to
QBunIdmgs energy.gov/eere/bbrn & click Join ENERGY



mailto:bbresidentialnetwork@ee.doe.gov
http://energy.gov/eere/bbrn
https://energy.gov/eere/better-buildings-residential-network/peer-exchange-call-summaries-0
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@ ABOUT US

Our People
Power Qur
Success.

2,400 strong with best-in-class
experts across the customer
journey

CLEAResult’
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Energy Adyvisors
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Engineers Integrated Customer
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In 2022

@ OUR ENERGY EFFICIENCY EXPERTISE

@ &5 G &

oo
60+ 1,650+ 99% 85%
cities across 46 states  active energy programs  customer retention in clients with 10+ years incentives processed through
and 8 Canadian last 5 years of relationship with programs we manage
provinces

&> it E e

190+ 750 250,000+ 600,000+ 3.8M+

utility residential homes served managed rebates processed through our
partners programs annually DR devices customer service team

CEER nnll °$=

600+ 900+ 30,000+ 300,000+ $270M+

clients C&l Trade Ally Partners end use customers served incentives paid through our

: ® rograms annually customer service team
CLEAResult prod




@ Trade Ally Best Practices

Transitioning,
Outreach &
Recruitment

© Transitioning
messaging &
stakeholder

engagement

Trade Ally
segmentation

Channel
engagement

Onboarding & Systems, Tools & Payments &
Training Support Recognition

System orientation ® Partner Hub & ® Speedto

and submission Trade Ally Portals payment.

process © Customer & ©@ Incentive tracking

Program rules and project and information
requirements verification requests

Installation Energy Concierge LTO Bonuses

Practices
Application Gamification

Sales, marketing Support
and Cross-
promotion training



@ Tra nsitioning, Outreach & Recruitment
© Provide clear messaging on the transition: Q’jﬁ]/%@
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Sent from Utility, infroducing new vendor and key contacts Tain
Highlight minimal changes to existing incentives or program requirements;

Identify next steps for transition (i.e. Trade Ally to create profile on Partner Hub)

© Undertake Trade Ally Segmentation & Analysis:

Use Dun & Bradstreet Market Intelligence Technology and Geographic Information Systems (GIS) mapping
to conduct market and spatial analysis for targeting non-participating trade allies

Use this data to identify and reach trade allies who have the greatest volume and customer satisfaction
potential

As each program progresses, monitor the productivity (or lack thereof) of trade allies to guide outreach and
support efforts

® Deliver direct outreach & recruitment activities:

CLEAResult

Networking through utility staff (work with service managers, economic development, community /government
relations, customer service staff to educate them on the program and engage them to help promote the
program to the local communities they serve)

Channel engagement (work with Trade associations, chambers of commerce, industry events to publicize the
program and recruit their members to join the network)

“Meet them where they are”

Screening /Qualification: automated checks that the trade ally is properly licensed, in good standing and
maintains the required level of insurance.

;—I



cR) Onboardmg & Training

Help Trade Allies understand the Program — ensure resources are available online and
via printable reference material to help TA's navigate the program:

. Participation Agreement
. Training on project application and incentive payment process & procedures
. Eligible measures and projects Sample Trade Ally / Field Outreach Marketing Toolkit

. Specific measure-related best practices

. . . . .. .. Small Business Lighting
° Project economics and financing training for key-decision makers Info Sheet

. Training on the audit tool for accurate field use Frequently Asked

Questions
® Provide toolkit of resources to promote and sell projects

. Technology-specific one-pagers that outline potential benefits to the customer

° Sales training and techniques including how to properly present assessment findings, nume Rebate
. e . Applications
analysis, and payback opportunities to the customer, how to use a consultative approach
gauge the customer’s ability to proceed, how to ask process questions that helps the custc
visualize and agree to the steps of the implementation process

Measures
List

e Account Manager/Energy Concierge support

e Sample social media posts and content -
ustomer

*  Options/path for co-branded materials Case Studies

® Deliver ongoing training

° Webinars/workshops, cross training on other Programs offered by utility
. One-on-one training with TA Energy Concierge

° People First, Buildings Second ™ training to enhance trade allies’ behavioral science skills and
craft a customer-centric experience to fuel their continued energy efficiency journey

CLEAResult’ 10



cR) Systems, Tools & Support

© Provide a Trade Ally Partner Hub
*  One-stop location for all training and support resources,
application submissions and status monitoring
©® Offer Trade Ally Concierge Services
* Dedicated support for TAs
*  One-on-one training on rules of engagement and how to

present the program to the customer

© Monitor performance and offer support - In-field project
assessment and partner outreach to ensure the trade ally
presents the program to the customer professionally

© Offer application submission support that reduces
administrative burden on Trade Ally and enables them to
focus on selling and project implementation (in place of
ongoing “rewards”)

© Segment TAs by measure category to enable specialization
in Account Management & Energy Concierge support

CLEAResult’

Figure 2. Example of Trade Ally Partner Hub

Get Started
. -~
Become a Trade Ally Reglster as a Contractor
Interested in jolning our team? Apply Galn acoess to some of our portal
now 1o get started resources. You may chocse to

upgrade to a Trad Ally at anytime.

O THENORAM m

As a Trade Ally, you will have the opportunity to:

* Grow and diversdy your bus

4
My Account
Sign s 1o access the Rebate Poetal,
marketing matesisks, training courses

and other exclusive program

Follow these steps to become a Trade Ally:

Registration Attend a training webinar

e you've venified yexr accoust.

You wit be asvigrad 2 dodeatod

we'll oomall ]
3 ialring webinae Durvg e toining
wabsinae

‘ccoant masagee
00 introdecn thenmebven. W

orograr
proceas, mesores, how 10 submit 3
T appication, erd. Thes traimag 1
Ut 608 Roul with tme or
Questions el arcwen.

Begin Applcation

Wit b avallaio fon
ooy support thiceghoet the yaa

=
Program FAQs

Fird answiers 1o some of th most
frequently asked questions about

our Trade Ally Program.

Look for your website lsting

After completing the training webina
your buskess wil bo added ta the
i A Trase Ay tosd which alksws
cormmarciat custamens to eastly locats
suarty parvopating Trade Al
EVINE YU 2 (v Wy 10 €D your
Cusromer base. Make sure 10u (hack
yout Sating
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Figure 3. Contractor Score Components

cR) Payments & Recognition

Customer
Service

Assessment
Conversion

© Provide mechanisms for partners to track the
status of their payment(s)

©® Offer Limited time Only (LTO) bonuses to drive
activity within a specific measure category
and /or geographic location and /or specific
time period

Help Desk
Interactions CONTRACTOR
SCORE

_—

Production

Projects

Dollar

Savings

Energy
Savings

© Provide program marketing and collateral to
bolster their credibility with customers (i.e.
cobranded badges, vehicle magnets)

Figure 4. Contractor Score Cards

CLEAResult [

© Consider “gamification” approach to let Trade
Allies know how they are performing compared
to their peers and encourage friendly
competition:

*  Quarterly /annual scoring of TAs based on the
components in Figure 3

*  Annual score cards with rank

©@ Deliver Annual Trade Ally surveys to gauge TA
satisfaction & continuously improve the program

CLEAResult’



@ A Broader Reach Through Focus

* A long-term commitment
* Trade Allies are part of the communities we serve
* Listen and Value
* How can the program serve the businesses
* Impacts of design evolution
*  Workforce Development
*  Justice 40
*  Attribution and braiding /stacking

CLEAResult’
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Michigan Saves

Contractor Lists & Networks — What Are
Good Practices?

Pat O’Boyle — (517) 410-5924 - poboyle@michigansaves.org

August 2024

MichiganSaves.org

u Michigan Saves*




What Is Michigan Saves?

* Incorporated as a nonprofit corporation in
2009; supported first loan in 2010

B

Government and Utilities

* Provides a publicly funded credit enhancement,

known as a loan loss reserve, for lenders Michigan Saves®

The Nation’s First Nonprofit Green Bank

— Leverages private capital at a rate of at
least $30 to S1

* Maintains a network of authorized contractors

* Manages a transactional process that connects
customers, contractors, and lenders Contractors

* Offers tech-enabled deal flow and job
management

Customers

:‘ Michigan Saves” 16



Authorized Contractor Eligibility

Registered and in good standing with the State of Michigan Corporations Division

Maintain minimum levels of insurance as outlined in program guide

Contractors must maintain any required licenses

Attendance at required training(s)

Read and agree to terms and conditions outlined within the Michigan Saves
Contractor Agreement and Implementation Guide, including the Michigan
Saves’ vendor fee, which is 2.49 percent of the financed amount

M I Michigan Saves 17



Recruitment, Retention and Resources for
Contractors

Relationships to manage

e Contractors
e Utilities
e  Municipalities (Ex. Ann Arbor)
e  Workforce Development Partners
e Non-profit Partners
e Distributors
e Realtors
o000
®_0 ann‘
{ J
...
MARKETING MATERIALS SUPPORT FROM THE
FOR PROSPECTIVE MICHIGAN SAVES
CUSTOMERS OUTREACH TEAM

Methods of engagement

Contractor Breakfasts
Utility Events
Distributor Events
Contractor Office Visits
Covid Calls

NGEN portal

REQUIRED FORMS AND
PROGRAM MINIMUM
STANDARDS

Timely Communication

is Key

e Phone Calls

e Text Messages

e Discussion Messages
e Email

<> G

-7 —
TIPS FOR TALKING DEDICATED WEBSITE
ABOUT FINANCING MichiganSaves.org
WITH YOUR
CUSTOMERS

:‘ Michigan Saves

18



Unsecured Loans: Accessible in Low- to
Moderate-income Communities

* More than half of Michigan Saves residential financing flows toward
households with the highest energy burdens

a41%

High-income
households

99%

Low- to moderate-
income households

(>60%-120% AMI) (>120% AMI)

e Diverse Business Certification

:‘ Michigan Saves” MichiganSaves.org 19



Michigan Saves by the #’s

$623M
financed

<1.5%
default
rate

48,000
borrowers

Over
$60m in 1,100+
solar and authorized
batte ry contractors
storage

Al

Michigan Saves

MichiganSaves.org

20



Outreach Team!

Katie Rose

Customer Service Representative
info@michigansaves.org

Mac McCabe

Outreach

Mmccabe@michigansaves.org

Pat O’Boyle

Director of Business Development

poboyle@michigansaves.org

Bob Foster

Outreach
Rfoster@michigansaves.org

Chrissy Mancogna

Customer Service Representative
info@michigansaves.org

Todd O’Grady

Director of Outreach

togrady@michigansaves.org

:‘ Michigan Saves’

MichiganSaves.org



Thank you.

MichiganSaves.org

n facebook.com/MichiganSaves

, @MichiganSaves
m Linkedin.com/company/Michigan-Saves/

517-484-6474
info@michigansaves.org

Subscribe to our newsletter:
MichiganSaves.org/smartenergy

Michigan Saves*

The Nation’s First Nonprofit Green Bank
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Contractor Lists & Networks - What Are Good Practices?

> s/
Strategies for Building Effective Contractor Networks _/IEF
Jason Darrow Senior HVAC Technical Specialist 8/8/24

Jason.Darrow @icf.com



Introduction

Senior HVAC technical specialist at ICF.

ICF is a consulting agency specializing in energy efficiency programs,
supporting utilities and contractors to achieve better energy savings.

I'l be covering the importance of contractor networks, our approach to

building these networks

ICF Delivers Energy Efficiency Programs Across the U.S.

+ ACE

* AEP Texas

* Ameren Missouri

+ Avangrid

* BGE

+ CenterPoint Energy
+ Central Hudson

+ City of Edmonton

+ City of Toronto

+» Columbia Gas

of Ohio

+ ComEd

» ConEdison

» Consumers Energy
+ Delmarva Power

& Light

» Dominion South

Carolina

+ Dominion Virginia
+ DTE Energy

* Duke Energy

+ El Paso Electric

+ Entergy Arkansas

» Entergy Corporation
+ Entergy Mississippi
» Evergy

* Eversource

+ FOE Wisconsin

+ GasNetworks

+» Georgia Power

+ Hydro Ottawa

+ [ESO

» JEA

* Liberty Utilities

* Mass Save

+ National Grid

» NB Power

* NMGC

* NYCEDC

» NYSERDA

* Oncor

+ Ontario Ministry

of Northern

Development and Mines

+ Orange & Rockland
* Pepco Holdings

* PNM

* PPL

* PSE&G New Jersey
« PSO

* Rockland Electric

« Salt River Project

+ SaskPower

» SCE

+ Seattle City Light

« SEMCO

* SMECO

* SMUD

+ SoCalGas

+ SoCalREN

* Spire Energy

« TNMP

* WGL Energy

+ Xcel Energy




*Key points to be covered in the
presentation
«Importance of contractor networks
sapproach to building contractor networks
*Participation agreements
«Organizing and supporting contractors |
*Inclusion of small and minority contractors
*Training programs =

3 Confidential and Proprietary



Importance of Contractor
Networks

Types of Contractors that benefit from Networks

Building Impact on
Science Energy

Contractors Savings




ICF’s Approach to Building
Contractor Networks

Developing and

Maintaining
Comprehensive
Contractor Lists

Establishing Minimum
Standards for
Participation

Identifying and
Recruiting Skilled
Contractors




Criteria for
Participation

Participation
Agreements
are Key

. , Formal

.
a s

ot W

QNS -

Revoking

Participation
for Non-
Compliance

Participation
Agreements

- ensure that contractors

meet the program's
standards. These criteria
outline the necessary
qualifications, experience,
and performance
expectations

- formalize the roles and
responsibilities of each
party involved

- mechanism to revoke

participation for
contractors who do not
meet the minimum

standards
Al
ZICF



Making Participation Valuable

Listingon Providing
Contractor Supportive and
network lists Relevant Tools

- Lead generation - Programmatic
assistance

Relevant

industry
trainings
network - Technical
growth and assistance
contractor
engagement

Confidential and Proprietary



Building Relationships with Trade Organizations

Importance of
Collaboratin - Supply houses
9 - Manufacturers

industry - Trade organizations
stakeholders

» These organizations
provide industry insights,
training, and advocacy,
benefiting both
contractors and energy
efficiency programs.”

Benefits for
Contractors and
Programs




Understanding Contractor Sizes
and Capabilities

Mature companies
15-20%

Mid size
companies 10-

15%

Small companies comprising
majority 50-60%.



.

Understanding Contractor )
Sizes and Capabilities

Catalyzing Growth
of Mid and Small-

Sized Companies

- Smaller - Program design
Companies may should be
struggle with streamlined to
administrative make it accessible
burden of to as many

program contractors as
participation possible



Inclusion of Small and
Minority Contractors




Inclusion of Small and
Minority Contractors

Direction and
Advice on
how to obtain
industry
certifications

support
initiatives
- Translation

-Targeted
marketing

Strategies
to Attract
and
Retain

targeted
outreach

tailored
training




Contractor lists

LEARN ABOUT HEAT PUMPS REBATES & FINANCING FIND A CONTRACTOR »

Change Language

Find a Contractor

Tap into our statewide network of trusted professionals —
trained to deliver the highest-quality heat pump
installations and energy efficiency services for your home.

Ready to move forward? We can help you find a NYS Clean
Heat participating contractor in your area. Simply enter
your address. You can also search for specific contractors
you have worked with in the past.

* Providing Consumers with Easy Access
to Qualified Contractors:

» Our contractor lists are made accessible
to consumers through user—friendly
online platforms.

» These platforms feature clear and

accessible contractor profiles with
search and filter options, making it easy
for market to find and hire qualified
contractors for their energy efficiency
projects.



Contractor lists

LEARN ABOUT HEAT PUMPS REBATES & FINANCING FIND A CONTRACTOR »

Change Language

Find a Contractor

Tap into our statewide network of trusted professionals —
trained to deliver the highest-quality heat pump
installations and energy efficiency services for your home.

Ready to move forward? We can help you find a NYS Clean
Heat participating contractor in your area. Simply enter
your address. You can also search for specific contractors
you have worked with in the past.

* Providing Consumers with Easy Access
to Qualified Contractors:

« Offering guidelines on evaluating and
selecting Network partners empowers
customers while maintaining program
neutrality



Contractor lists

LEARN ABOUT HEAT PUMPS REBATES & FINANCING FIND A CONTRACTOR »

Change Language

Find a Contractor

Tap into our statewide network of trusted professionals —
trained to deliver the highest-quality heat pump
installations and energy efficiency services for your home.

Ready to move forward? We can help you find a NYS Clean
Heat participating contractor in your area. Simply enter
your address. You can also search for specific contractors
you have worked with in the past.

* Providing Consumers with Easy Access
to Qualified Contractors:

* Providing comprehensive lists of
qualified Program Partners with
transparent customer ratings and
credentials can help customers make
informed decisions without implying
program endorsement.



CASE STUDY

Qual!ty Assurance and ' ' | + Ensuring High Standards within Contractor

Quality Control | Networks

(QA/QQC) ; - Performance of contractors reflect directly on
the program

- Even with disclaimers in place unsatisfied
customers will attribute poor performance to
the program

Many programs Icf implements include
QA/QC components

* QA/QC Processes and Their Importance

- Quality assurance is necessary to maintain
integrity of the program




CASE STUDY (continued)

Technical Support
Resources

and

m

Customer/Contractor Tools

By, B

)

Mobile Online Mobile Field Online Online Contractor/ Check/ACH
Applications Applications Verifications Scheduling Retailer Search Payments
= Q5]
K o & 24
)
Correspondence Surveys Online Learning Trade Ally Account Manager
Marketing/Info Portal Dashboard
—— Utility Data —— ICF Systems Reporting and

Customer Information
(e.g., computer information
systems, usage)

Vendor Data

Participation and
Enroliment
mwnrn

External Data
) Customer Insight Data
".___ Sources (e.g., Experian,

Dun & Bradstreet)

i = o

Tracking Reporting

Relationship
Management

Em—
B =

Rules and Customer Analytics
Calculations

and Insights

A
m . }o User-Created Reports

Incentive
Processing

c{%/)

Forecasting
Modeling Tools

Visualization

== | Complex Reports

Program Management
Dashboards




Building Strong Relationships

Importance of Collaboration and
Communication
Strategies for Maintaining Contractor
Engagement and Motivation
Provide impact results back to
industry
how much CO2 reduced

how many homes electrified

Confidential and Proprietary

Dl
ZICF



Key
Points

Importance of
contractor
networks in
energy efficiency
programs

Organizing and
maintaining
contractor lists
and networks

building and supporting contractor networks

Establishing participation agreements and
minimum standards

Providing ongoing
training and
technical support

Collaborating with trade organizations

Inclusion of small
and minority

Strategies for reaching and recruiting minority

contractors contractors

S i . : i
o o with  Program design should be streamlined to make it
IT tools and accessible to as many contractors as possible

processes



Q&A

s\l
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Pacific
Northwest
NATIONAL LABORATORY

DOE Residential “Energy Skilled” Workforce Initiative

DOE and PNNL are providing clarity and transparency around
workforce skills needed for residential energy upgrade jobs

1. Define skills
2. Make training content available

3. Recognize aligned programs

RECOGNIZED BY THE
U.S. DEPARTMENT OF ENERGY

4. Inform residents




Northwest  SKills standards published for each job category

NATIONAL LABORATORY

Topic Key Concept Knowledge Area Possible
(Bokd e are e o) Points

Knowledge (ASHPs)

Energy Skilled Content Requirements - Heat Pump Installation |

Topic Key Concept Knowledge Area Possible
P (Bold items are required) Points
Space Conditioning | Knowledge of ducted/ductless/packaged terminal air source heat pumps (ASHPs) Required
Heat Pump Types
and Applications Knowledge of ground source and water source heat pumps 2
Knowledge of variable speed compressors 5
Compressor Stages Knowledge of minimum and maximum system capacity in variable speed systems 5
and Sequences of .
Operation Understand the difference between constant speed supply fans and variable speed supply fans 5
5

Knowledge of systems with variable speed supply fans

'

= https://bsesc.enerqgy.gov/recognition



https://bsesc.energy.gov/recognition

Pacific
Northwest
NATIONAL LABORATORY

Residential jobs with
current skills gaps:

* Heat Pump Installation
= HP Water Heater Installation

= Home Energy Assessment
o Single Family
o Multifamily

https://bsesc.enerqy.qov/



https://bsesc.energy.gov/

o

Pacific

Northwest 3. Recognize Credential Programs

NATIONAL LABORATORY

(s

RECOGNIZED BY THE
U.S. DEPARTMENT OF ENERGY

Energy Skilled recognition includes credentials across job categories:

Heat Pump Heat Pump Water Home Energy Assessment
Heater .

Local Union No. 26

] »~
SHEET METAL WORKERS A . Sm I t h
<, LOCAL 104 & )
Bay Area Industry Training Fun:

. Ostate @
g O o mETE
PLUMBIN armerican HERS Rater

G
&WATER HEATERS =~ wArin nearcns

SHEET METAL WORKERS
& [OCRL 104 T EErE NCOICERTS
ay Area Industry Training Fun TR

e Smith. ECO2, seoroms wnre :

8iTS mbertec —3 —3
ny@’ LIMITED q
MITSUBISHI é TRANE B ot @
ELECTRIC © g I BSI I

MITSUBISHI ELECTRIC TRANE HVAC US  cearruances Stme @ LG




Explore the Residential Program Guide

Resources to help improve your program and reach energy efficiency targets:

= Handbooks - explain why and how to implement
specific stages of a program.

» Quick Answers - provide answers and resources for
common questions. » [ oo Desion

& Customer
Experience

Evaluation &
Data Collection

» Proven Practices posts - include lessons learned,
examples, and helpful tips from successful programs.

» Technology Solutions NEW! - present resources on
advanced technologies, HVAC & Heat Pump Water

Engagement &

Heaters, including installation guidance, marketing Deeiopmen
strategies, & potential savings.

https://rpsc.enerqy.qov

» Health + Home Performance Infographic — spark
homeowner conversations.

Better

U.5. DEPARTMENT OF
Buildings ENERGY


https://rpsc.energy.gov/handbooks
https://rpsc.energy.gov/quick-answers
https://rpsc.energy.gov/proven-practices
https://rpsc.energy.gov/tech-solutions
https://www.energy.gov/eere/better-buildings-residential-network/articles/new-doe-health-home-performance-infographic

Health + Home Performance Infographic

_ DOE’s Health + Home Performance Infographic reveals the

Do You Have a “Healthy Home?” . L. .

e link between efficiency and health - something everyone
P, cares about. Efficiency programs and contractors can use

N . the question-and-answer format to discover a
_ﬁ homeowner’s needs.

rrrrr

bty conversations where people decide what to do - and who
they want to do it. It also has links for homeowners to find
a qualified contractor if they do not already have one.

heating and cooling systems include

| ﬂL% The infographic is ideal for the “kitchen table”
1

[ycETStarted

FIND A QUALIFIED CONTRACTOR:
= Home Perommance with ENERGY STAR® Ot ENERGTSTAR 0y, HumePeromance
* Buiking Perfomance Inst i

Download this infographic from DOE’s Better Buildings
Residential Network.

Looking for photos to help tell your energy efficiency story? Visit our image libraries:
https://www.energy.gov/eere/better-buildings-residential-network/articles/image-libraries

U.S. DEPARTMENT OF ENERGY  OFFICE OF ENERGY EFFICIENCY & RENEWABLE ENERGY 49



https://www.energy.gov/eere/better-buildings-residential-network/articles/new-doe-health-home-performance-infographic
https://www.energy.gov/eere/better-buildings-residential-network/articles/image-libraries

Thank You!

Follow us to plug into the latest Better Buildings news and
updates!

, Better Buildings Twitter

m Better Buildings LinkedIn

Office of Enerqy Efficiency and Renewable Energy
Facebook

Please send any follow-up questions
or future call topic ideas to:
bbresidentialnetwork@ee.doe.gov

Better

U.5. DEPARTMENT OF
Buildings’ ENERGY


http://listserv.erg.com/trk/click?ref=zpe5n8wq2_3-22vwubb-0-150fx31b27x1202&
https://www.linkedin.com/company/better-buildings
https://www.facebook.com/eeregov/
https://www.facebook.com/eeregov/
mailto:bbresidentialnetwork@ee.doe.gov
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