Targeting Contractors That Target
Moderate Income Homeowners

Ed Thomas, EGIA, (970) 209-8347, ethomas@egia.org
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Practice Radical Inclusion

e Firms/programs that already prominent in marketplace

 Those who have demonstrated capability/capacity to
deliver/scale

» BPI certified professionals and accredited organizations
(and EGIA, NATE, LEED, etc.)

« Past contractor participants in utility/government initiatives
« Avoid tendency to start with just new market entrants
» |dentify skill and competency gaps and need for training
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October 22, 2010

ceo®smart Smart Financing

Seven home tax credits you don’t
want to miss out on

Heabng and cooling account for more than half the energy used in 8
typical home. If youwr chant's haating or cooling unil is mons than 10 yeans
old, it may be a good for them fo think about replacng it Find out about
the 7 Home Energy Credits that expire on December 31, 2010

What are the 7 credits?
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EGIA MEMBERS HAVE FREE AU/ m—
BUSINESS DEVELOPMENT W)N
PROVIDED BY EGIA'S LEADERSNII ACADEMY

€GIB LADERSHIP

Utility Contractor Loan Program Updates

Keep Up To
Date With
Industry
News

Training
Opportunities

EGlp



SIS

1 Originally PFrecented on

Upgrade

CALIFORNIA

Topics to improve their business profitability
Target owners AND key staff
Record to view on-demand

Offer Continuing Education Units
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Create Contractor Exchange

* One-Stop-Shop for all utility and government program updates
 Name badge ribbons for “HVAC, “Insulation, “BPI,” etc.

 Panels with:
— Successful contractors {!5:;:; R 1 L
— Utility/Government program managers '
— Manufacturer/Distributor reps.

« Target business owners
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Provide Third-Party Endorsement

Recommended Contractor Screening Criteria:

 Orientation on Your Program Messaging and Requirements

« Verification of Valid Contractor License

« Verification of BPI or other credentials

o Satisfactory Dun & Bradstreet Check
 Satisfactory Background/Credit Check

« Verification Of Solid Business Financials

» Trade Reference Check

Take acdvarntage af sur new loan program and

START SAVING

energy & money right now!
‘Sana-us-cash fnandeg = Zaro interadt + No pugimants for up 1o 12 neenthi.
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Provide Contractor Recognition

Contractor Of The Quarter
ABC Contracting Firm
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Br ulich CEO § Executive Director, EGIA

Practices. and Installing Energy saving Measures

Quarter / Year
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to Get: Your
Loan Status ONLINE|

Backed by the FHA, the >owerSaver is
the cost-effective way to hhip yau
finance energy-saving home improvements..

GET A POWERSAVER RATE QUOTE TODAY!

What is a PowerSaver Loan?

The PowerSaver loan is a program backed by the FHA to
help homeowners make energy-efficient retrofits,
15 year 3.625% 7.225% PowerSaver loans offer the potential to lowar your

T 1 enargy Bills, reducs qrenrth-:m:.u Qas @rmissions, Increase
20 year 5. 875% 7.383% the wvalue of your home, and save money...all at the

sama tima!
mumplmnh Rates badsd on 825 000 loan
B LTV = chilf, no clossng costs 1o
borrower [clomng costs r: A via Sun West
through feders! grant], 7 day lock period With a PowerSaver loan you can:
retes subjpect o change wthoul nplice

» Finance geothermal heat pumps, replacemant
Annrs. incalatinn. snlar slactric and snlar thermal




Be A Finance Clearinghouse

Online

¥ ShortTerm = LongTerm | Commercial — Fresh Start - Select
| Same-As-Cash ™ poioing | Leasing 9 Financing [ payments
Program Program Program Program

Diagnostic
' Equipment &
| Training
Financing

Contractor
Business
Expansion
Financing

|
| Contractor Consultation

| Enroliment Portal
' | Residential Loan Call Center
es

Training & Best Practic

Sales & Marketing Tools
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Innovative way to shine a light that mimics
program

Modeled after reality television shows

Take B.S. approach to select home that best
demonstrates potential for energy savings

Products and services donated by
participating contractors

Media & VIPs invited to tour winning homes
- Winning home owners make compelling case

to traditional/social media
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All about “losers” learning how to conduct their ==

own energy makeover

Goal: Engage Community To Demo

Program Success
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Two Xcel Energy Customers Will Win
A Home Energy Makeover Worth Up
To $10,000!
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THE DEADLINE TO ENTER HAS PASSED. PLEASE
CHECK BACK 300N FOR MORE INFORMATION ON
THE WINNING HOMES.
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o Available at www.lacountymakeovercontest.org EGIB



http://www.lacountymakeovercontest.org/

Produce Homeowner Workshops

Offer insight on energy savings and P
GY
makeover

other benefits

Put together homeowners with WORXSHOF | ©x70 | sroNsoms

‘contractors and get the heck outta the Oclober 4, 2008
af Loramis Couwir Commumis Coliope, Cheewr, Sramag
way

Hosted by Wyoming Home Performance Aliance

,|' Agenda sessions should feature winning | = e i 0

coniuan Flerksled i srangy afficincy and el

armngy. This avenl @ axpectad to atiract sbout 150

I' homeowners with contractors who s i s i it
- worked on their homes. o e e ke oty e i

Uckats 2t tha door. Tha okt pics includes snacks and
refrestwments. Lunch wil be avalable for purchase on sibe

Teach contractors how to sell and AR

ddjocent Event for Regiconal Ullites Program Sha ansd

Chch harg for printable Bear with Jgenda %ﬂt;"r-mzw;ﬁ;lww Efficiency Exchonge
cltober 2-3,
JI homeoWnerS hOW to buy &l Laremnds Coanty Commumifr College, Chareans, Wioming (1000
I
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Goal: Champion Early Adopter Contractors and Homeowners
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Offer A Contractor Roadmap

onths 1-3

Step 1 — Identify prospective
nto your contractor network

Step 2 — Deliver webinars on
business development topics

- Step 3 — Produce Contractor
Exchange workshop(s)

ontractors/stakeholders to invite

Months 4-6

Step 4 — Conduct Program
Participation Webinars/Workshop(s)

Step 5 — Enroll and Screen
Interested Contractors for Program
Participation

Step 6 — Establish Contractor Web
Portal

Step 7 — Establish Homeowner Web
Portal

Step 8 — Administer Contractor and
Homeowner Incentives

Step 9 — Conduct Quality Assurance

Months 7-9

Step 10 — Conduct Home Energy
Makeover Contest

Step 11 — Produce Homeowner
Workshops

Step 12 — Conduct Community Energy
Exchange

EGlp
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