
SINGLE FAMILY IMPLEMENTATION PLAN NARRATIVE 
 

1. Program Description 
 
 

In Decision 18-05-041, the Commission approved BayREN’s Business Plan which includes the 
shift from the Home Upgrade program to a new Single-Family program. The new program will 
focus on moderate income households1 and facilitate equitable access to energy efficiency 
services and upgrades. As recommended in the Existing Buildings Energy Efficiency (EBEE) 
Action Plan, the Program will provide an effective, modular approach to customer engagement 
and allow for phased improvements over time while delivering technical assistance and 
guidance about how to sequence improvements over time.2 To accomplish this, the Program 
will provide homeowners and renters with access to low and no-cost on-ramp services and 
measures, a flexible incentive structure, and Energy Advising services to support the customer’s 
journey to be Zero Net Energy (ZNE) ready. The program design allows multiple points of entry 
and leverages the Energy Advisor to develop long term relationships, drive awareness of EE 
opportunities and non-energy benefits (NEBs), and achieve deeper energy savings over the life 
of the program.  
 

2. Program Delivery and Customer Service 

The Single-Family program will deliver savings through no-cost energy assessments to the 
customer and direct installs, customer Do-it-Yourself (DIY) energy saving kits (EE Kit), and single 
and bundled measure incentives for building shell, HVAC and hot water equipment upgrades. 
Marketing and outreach conducted by the BayREN counties, local community based 
organizations, and other BayREN partners will drive customers to the Program. Through the 
Program website and Energy Advisors, the customer will gain access to the Program services 
and resources that will improve awareness of energy saving opportunities, along with their 
energy and non-energy benefits, while at the same time offering tools to undertake 
progressively more impactful measures. The key program services that will be provided are 
described in detail below:  
 

1. Assessments & direct installs 
High energy savings potential customers will be targeted and offered a no-cost 
in-home assessment and direct install package that will include LED lamps, Tier II 
Advanced Power Strips, and water saving measures including faucet aerators and 
showerheads. Information about the home and energy savings potential will be 

                                                      
1 Defined as households with annual income of $48,000 - $125,000 
2 California Energy Commission (2015), Existing Buildings Energy Efficiency Action Plan, p.66 

Describe the program, its rationale and objectives. 

Describe how the energy efficiency program will deliver savings (upstream, downstream, 
direct install, etc); how it will reach customers and the services that the program will 
provide. Describe all services and tools that are provided. 



collected and added to the Program database for future customer targeting. In 
addition to the face-to-face interaction and advice delivered during the in-home 
assessment, the customer will be introduced to their Energy Advisor who will 
follow-up with the customer to discuss additional energy saving opportunities 
and program offerings. Participants will also be requested to release their meter 
data to the Program via the PG&E Share My Data platform.  
 
Through this process the Program will drive immediate energy savings, position 
BayREN as a trusted partner in a longer-term customer journey, and allow 
BayREN to further analyze customer home data and energy use for future 
targeted marketing activities.  
 

2. Online self-assessment & DIY EE Kit offering 
Available to all Program-eligible customers, this offer will leverage a free, online 
tool that walks an eligible homeowner through a simple energy evaluation of 
their home. The short 10 question survey will take roughly five minutes to 
complete, will collect similar information as the in-home assessment, and will 
generate a simple, easy to understand home rating on a scale from 1-5 (“Needs 
Work” to “Super Efficient”). Based on the information provided, the customer 
will receive basic recommendations for improving home efficiency and receive 
follow-up from an Energy Advisor to discuss energy saving opportunities. Upon 
completion of the self-assessment, participants will be able to select a pre-
packaged EE Kit that fits their needs. In order to receive the EE Kit at no cost, the 
participant must release their meter data to the program via the PG&E Share My 
Data platform. Alternatively, EE Kits will also be made available for a nominal 
customer co-pay for those who do not wish to share their energy data.  
 
Upon EE Kit delivery and installation, the Program will have delivered immediate 
energy savings, gained valuable household insights for future customer 
targeting, and educated the participant about energy saving opportunities and 
other program offerings.  
 

3. Single and bundled measure incentives and reduced interest rate financing 
Incentives will be paid for the installation of eligible energy efficiency measures 
as long as the customer works with a Participating Contractor. Eligible measures 
fall into three categories:  

1. Operation & Maintenance 
2. Building Shell 
3. HVAC and DHW Equipment Upgrades  

Both homeowners and Participating Contractors will have the ability to submit a 
rebate application for eligible measures. Applications will be submitted via 
customized online portals that facilitate a streamlined user experience. The 
applicant can apply for a single measure, or select from pre-determined bundled 
measure packages that reward the pairing of complementary energy efficiency 



measures. An example of a bundled measure package is a heating system 
upgrade and attic insulation and air sealing upgrade. The potential for increasing 
the number and scope of projects using finance to supplement incentives has 
been demonstrated by PACE and other finance pilots.3 Participants are requesting 

more financing options and lower interest rates4. Therefore, for certain bundled 
packages, customers and contractors will have the option to trade a portion of 
their incentive payment for access to reduced interest rate financing. For 
example, on a $10,000 project the customer could receive an one-time rebate , or 
choose from a pre-set loan option such as a 4.99% rate with payments of $875/mo 
or 0% interest for 24 months with payments of $975/mo.  
 
In order to encourage savings at the meter, an additional incentive will be offered 
direct to contractors who have demonstrated the effective downsizing of heating 
and/or cooling equipment upon project completion. This approach utilizes building 
science best practices to reduce customer costs and drive additional savings at the 
meter. Energy Advisors will support homeowners and contractors to ensure the 
successful submission of incentive applications. In addition, this allows the Program 
to collect additional customer data and identify other energy saving opportunities 
beyond the incentivized measures.  
 

4. Energy Advising 
Energy Advisors fill a gap in current market offerings and will continue to build long 
term customer relationships across the territory and use new program tools to 
remove customer barriers to participation. A free, objective, unbiased third-party, 
the Energy Advisor will act as a facilitator, educator, and advocate for homeowners 
pursuing energy efficiency upgrades. In addition, Energy Advisors will leverage 
existing relationships with over 8,700 single-family homeowners to promote the 
program. Equipped with the new Program’s suite of tools, such as flexible rebates, 
financing products, online tools, discounted energy saving products, and other 
innovative offerings, the Energy Advisor will help address unique barriers of 
moderate income households to drive market penetration. Energy Advisors will:  

1. Provide individualized and ongoing assistance to homeowners and renters 
with relevant programs 

2. Educate homeowners and renters on energy efficiency benefits including 
reduced energy bills, improved indoor air quality and comfort 

3. Be a single point of contact for all efficiency questions and/or projects 
4. Provide support with selecting a contractor, scheduling estimates and 

reviewing bids 

                                                      
3 California Alternative Energy and Advanced Transportation Financing Authority (2018), 2017 
Annual Report to the California State Legislature, p.16; ACEEE (2016), Lending for Energy 
Efficiency Upgrades in Low- to Moderate-Income Communities: Bank of America’s Energy 
Efficiency Finance Program. 
4 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process Evaluation 
2014-2015. Page 10,11. 



5. Help homeowners understand energy and assessment reports 
6. Help drive participation in available financing options and green labeling 

programs 
7. Educate homeowners and renters on complementary program offerings 

A key to the entire process is that each customer will have an assigned Energy 
Advisor, which will allow the Advisor and customer to develop a relationship of 
trust, thereby significantly improving the likelihood of program participation, as well 
as efficiency behaviors following initial participation.  

 
The Energy Advisor will be available as a first point of contact for leads and use that 
first point of contact to provide basic energy efficiency and other “green home” 
education to the customer. During this interaction, the caller will be screened for 
potential participation in any of the core program offerings. If it is not appropriate, 
the Energy Advisor will provide information about complementary programs such as 
those offered by PG&E, local governments and MCE. The Energy Advisor will also 
provide current information about financing options. 
 
If the homeowner proceeds with work, the Energy Advisor may act as a customer 
advocate to (1) interface with the contractor, financing, and incentive program 
administrator, (2) provide incentive application assistance, and (3) perform other 
functions that facilitate the process for the customer. Following the upgrade 
process, the Energy Advisor will continue to act as a source of information, conflict 
resolution, and support for the customer. Importantly, the Energy Advisor leverages 
the homeowner relationship to encourage and increase post-upgrade efficiency 
behavior on the part of the homeowner. The Energy Advisor is a full-service 
customer support experience designed to increase project uptake, provide 
education and options to homeowners, and serve as a trusted third-party advocate 
and provide guidance throughout the upgrade process.  

 

3. Program Design and Best Practices 

The new BayREN Single-Family program was designed to address known residential market 
barriers. Since September of 2013, BayREN has implemented Home Upgrade in the Bay area 
and understands the challenges associated with increasing market penetration of energy 
efficiency projects in the single family market sector. The new program design addresses key 
market barriers with best practice solutions: 
 

1. Homeowners are not educated on the benefits of energy efficiency upgrades 

Describe how the program meets the market barriers in the relevant market sector/end use. 
Describe why the program approach constitutes "best practices" or reflects "lessons 
learned". Provide references where available. 



There is uncertainty about whether energy efficiency upgrades will save households 
money and a lack of understanding about the value of energy efficiency improvements.5 
However, it has been shown that non-energy benefits continue to be a primary driver 
for the adoption of EE improvements. For example, increasing home comfort was 
identified as the second most important motivation for participating in the Home 
Upgrade program (after saving money on their energy bill). Furthermore, evaluation 
teams have recommended that non-energy benefits be combined with energy cost 
reductions in order to make a compelling case for investing in a whole house retrofit 
project.6 As a result, the Program will focus on educating participants on both energy 
and non-energy benefits using best practices by providing:  

i. Engaging website with content that leverages existing and new material and allows 
the customer to self-educate on different measure benefits and case studies and 
testimonials from other participants that showcase various benefits 

ii. In-home coaching and opportunity identification focused on customer education 
and engagement 

iii. Easy to use online self-assessment with customized recommendations and 
descriptions of measure benefits 

iv. Dedicated Energy Advisors trained to effectively communicate short and long-term 
energy efficiency benefits and act as a customer advocate 

v. Individualized contractor training and mentoring that increases EE benefit 
awareness and ensures consistent program messaging 

vi. Energy use analysis and customer demonstrations to help customers further 
understand the value of EE improvements  

vii. Targeted messaging and outreach based on customer home and meter data that 
promotes measure adoption and associated benefits  

By focusing on the customers’ unique needs and situation, the Program will engage with 
customers where they are in their energy efficiency journey. This design will address 
each customer’s needs and situation with a straightforward suite of options7 while 
establishing a platform that facilitates a positive first experience unlocking the ability to 
provide support and guidance over time. Through this journey, customers will be 
introduced to a variety of energy efficiency opportunities and benefits, as well as other 
non-energy benefits such as health, safety, and indoor air quality. 

 
2. Homeowners are not able to afford the high up-front cost of whole house 

improvements and unattractive payback 
According to past and recent studies, the top barriers for moderate income customers 
were financial barriers (such as cost of equipment, rebates not high enough, and 

                                                      
5 Grounded Research and Consulting, LLC. 2018. BayREN Draft Single Family Moderate Income 
Market Characterization Study. Page 18 – “Uncertainty about value of Upgrades” 
6 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process Evaluation 
2014-2015. Page 14. 
7 CEC, “Existing Buildings Energy Efficiency (EBEE) Action Plan”. Page 63. 



financing options unappealing), as well as access to capital and competing interests.8 
High project cost was also a primary barrier among near-participants in the Home 
Upgrade program particularly among lower income brackets.9 
 
More single-family moderate-income households are extremely or very interested in 
working with someone to create a five-year energy-bill savings plan, which indicates the 
need for a flexible and dynamic program that extends the process of purchasing energy 
efficiency measures compared to one expensive bundle up-front.10 To address these 
barriers (among others), the program will offer the following accessible, affordable, and 
robust solutions:  
i) In-home direct-install and customer education energy assessments at no cost to the 

customer 
ii) “On-ramp” EE Kits that increase program accessibility without significant 

homeowner investment  
iii) A flexible incentive structure that accommodates a phased upgrade approach 

through the use of single measure incentives and bundled packages 
iv) Integrated and comprehensive energy efficiency financing options that allows 

customers with lower incomes and limited access to capital to participate and 
extend their payments over the same timeframe as they realize project benefits11 

v) Energy Advisors to help homeowners understand rebates, available financing 
options, and other potential financial support opportunities  

 
3. Renters are not willing or cannot afford to make costly whole home upgrades 

While tenants are typically the population that could most benefit from energy efficient 
housing in order to reduce their monthly expenses, they are not inclined to invest in 
their homes to reduce energy consumption because they don’t own them. On the other 
hand, the property owners of rental buildings typically don’t pay the energy bills and so 
have little incentive to invest in making them more efficient. Getting landlords to 
improve the energy efficiency of their buildings is a well-known challenge and provides a 
significant barrier for a moderate income targeted program to overcome.12  

                                                      
8 Grounded Research and Consulting, LLC. 2018. BayREN Draft Single Family Moderate Income 
Market Characterization Study. Page 18 – “Top Barriers to Energy Efficiency Upgrades” 
9 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process Evaluation 
2014-2015. Page 9.  
10 Grounded Research and Consulting, LLC. 2018. BayREN Draft Single Family Moderate Income 
Market Characterization Study. Page 24 – “Percentage Interested or Willing to Invest in Home 
Upgrades” 
11 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process 
Evaluation 2014-2015. Page 11. 
12 Murtishaw and Sathaye (2008), Quantifying the Effect of the Principal-Agent Problem on U.S. 
Residential Energy Use, 2008 ACEEE Summer Study Proceedings.  
 



The Program will support renters in accessing the various “on-ramp” services and 
resources that make sense regardless of ownership, and will also encourage behavioral 
and operational savings. In addition, the program will help overcome the landlord-
tenant barrier through the use of the Energy Advisor as a 3rd party facilitator, 
representing the relevant project benefits and program incentives to both tenant and 
landlord. 
 

4. The value and timing of whole house energy efficiency improvements are not aligned 
to the homeowner’s needs and interests 
As described by the Existing Buildings Energy Efficiency Action Plan developed by the 
California Energy Commission (CEC), the single-family market is a “challenging arena in 
which to achieve deep energy savings due to the diversity in housing stock, socio-
economic and demographic makeup, property owner preferences, behaviors, 
knowledge of energy, and differences in climate zones.”13 As a result the new Single-
Family Program is designed to meet these unique needs and characteristics by meeting 
customers where they are in their energy efficiency journey and addressing individual 
preferences, behaviors and needs. From complementary services and offerings at no 
cost to the customer, free expert advice and support, to performance or measure based 
rebates and integrated financing options, the program will support a diverse range of 
customers.  
 

5. Contractors are not educated on the benefits of whole home upgrades as a business 
model 
To drive greater market penetration, it is imperative that contractors understand and 
can communicate the benefits of energy efficiency and a whole house approach. 
Lessons learned from other programs show that it may be helpful to actively educate 
contractors about what is required of them and help contractors effectively sell 
upgrades to customers.14 With the majority of past program participants reporting that 
contractors first made them aware of the program15, it is clear that contractors need to 
be able to communicate program and measure benefits to customers. To address this, 
the Program will continue deploying individualized support and assistance to 
contractors with a focus EE benefits and the value of the program to the contractors’ 
business model. In addition, the Program will develop simple marketing resources 
designed for customers with less awareness of program operations and energy efficient 
measures. 
 

6. Reluctance to participate in government/IOU programs due to training requirements 
and administrative burdens 

                                                      
13 CEC, “Existing Buildings Energy Efficiency (EBEE) Action Plan”. 
14 Grounded Research and Consulting, LLC. 2018. Draft Memorandum re: Contractor Findings 
for BayREN. Page 4.  
15 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process 
Evaluation 2014-2015. Page 47. 



Contractors continue to communicate frustration about the time investment required to 
complete program requirements and the administrative burden this places on their 
operations.16 In order to address this known market barrier and introduce 
improvements that encourage continued contractor participation and engagement, the 
Program will introduce an improved process in which both customers and contractors 
can apply for incentives. Contractors will have the option to place the burden of 
completing application paperwork on the customer or, if they are so inclined, take on 
responsibility for submitting all paperwork on the customer’s behalf. This process is 
supported by a proven and robust technology platform and incorporates both 
homeowner and contractor facing portals for which to apply for program incentives. 
Reducing the amount of time any given contractor needs to spend on program 
administrative requirements and providing tailored education and support will increase 
contractor satisfaction, participation and ultimately lead to more energy efficiency 
projects completed.  
 

4. EM&V 

 
The program will incorporate data collection, internal performance analysis and tracking of key 
performance metrics to mark progress toward program goals and support continuous 
improvement over time. 
 
Data Collection Strategies 
The program’s data collection strategies will aim to collect sufficient data to measure the 
effectiveness of the program activities and to support reporting on program metrics. The data 
to be collected for each of the core program activities and collection approaches are 
summarized in the table below.  

Activity Data Sources/Methods 

Marketing & Outreach  Customers acquired, by 
channel/partner 

 Spend, by channel/partner 

 Customer self-reporting and 
web analytics 

 Budget tracking 

Assessments & Direct 
Installs 

 Measures installed 

 Household characteristics 

 Inventory tracking and field 
inspection (sampling) 

 Field assessment forms 

                                                      
16 EMI Consulting, 2016. Energy Upgrade California – Home Upgrade Program Process 
Evaluation 2014-2015. Page 44. 

Describe any process evaluation or other evaluation efforts that the Program Administrator 
(PA) will undertake. Identify the evaluation needs that the PA must build into the program. 
These might include: 

a) Data collection strategies embedded in the design of the program or intervention to 
ensure ease of reporting and near-term feedback 

b) Internal performance analysis during deployment 
c) Performance Metrics 



Energy Advising  Household characteristics 

 Customer priorities 

 Energy data (optional) 

 Phone interviews 

 Share My Data authorization 
(optional) 

Online Self-Assessment 
& EE Kit 

 Household characteristics 

 Measures installed 

 Online survey 

 Follow-up email survey 

Contractor Engagement 
& Development 

 Trainings/certifications 
completed 

 Measures installed 

 QC results 

 Contractor enrollment 
documentation 

 Training event attendance 

 Incentive applications 

 Field inspections (sampling) 

Pay Rebates on Eligible 
Upgrades 

 Measures installed  Incentive applications 

 
Internal Performance Analysis 
The program will conduct performance analysis with varying degrees of depth, on a regular 
cadence. The table below summarizes the internal performance analysis to be conducted on a 
monthly, quarterly and annual basis. 

Frequency Analysis/Report 

Monthly  Customer acquisition and participation 

 Budget spend, measure installation and energy savings 

Quarterly  Marketing effectiveness by channel/partner 

 Contractor installation quality, training and development 

Annually  Characteristics of the participating customer population 

 Program and measure cost-effectiveness 

 Claimed savings versus measured savings (depending on 
availability of customer-authorized energy data) 

 
Performance Metrics 
The key performance metrics to be tracked for the program were initially specified in the 
Business Plan Decision (D.18-05-041, Attachment A) and further clarified through the CAEECC 
process. In summary, the metrics to be tracked for the Single-Family Program are: 

1. Energy Savings (First Year and Lifecycle) 
2. GHG Emission Reductions 
3. Depth of Intervention 
4. Market Penetration (Full, DAC and HTR) 
5. Cost per Unit Energy Savings 
6. Energy Intensity per Single Family Household 

 



5. Pilots 

 
BayREN will introduce a pilot for measuring the energy impacts of projects at the customer’s 
utility meter using the CalTRACK methods. The pilot will have two key components:  1. Use of 
meter data to improve the effectiveness of the core program services, and 2. An optional 
measured performance track that will enable customers to pursue and be rewarded for all 
energy savings, including those induced by behavioral and operational changes. 
 
All customers, as part of their participation in the program services, will be invited to share 
their energy usage data using PG&E’s Share My Data platform. The energy data that customers 
share will be combined with other information about the home and used to help target 
program services. Customers with obviously high heating loads, for example, will be targeted 
for insulation and heating system measures. Then, as the customers undertake measures, the 
information about those measures will be combined with their energy data to provide, over 
time, valuable feedback on the effectiveness of various measures for realizing measurable 
energy savings in the Bay Area. 
 
Once the measurement tools have been tested and proven reliable, BayREN will introduce the 
option for customers to choose a measured saving path, instead of the typical single or bundled 
measure incentive option. The benefit to customers of choosing the new measured savings 
path will be that they can be rewarded for the energy savings they generate through relatively 
low cost behavioral and operational changes. This option could be particularly beneficial to 
moderate income customers, including renters. The pilot must test different feedback 
mechanisms to determine what will be motivating to customers who choose this path. The 
options under consideration for the pilot are: 

1. Goal setting and feedback, 
2. A direct financial reward for energy saved, or 
3. Comparison to the savings of others 

 

6. Additional Information 

 
 
 

Please describe any pilot projects that are part of this program, and explain the innovative 
characteristics to these pilots. The inclusion of this description should not replace the 
Ideation Process requirements currently agreed by Commission staff and IOUs. This process 
is still undergoing refinements and will be further discussed as part of Phase Ill of this 
proceeding. 

Include here additional information as required by Commission decision or ruling (As 
applicable. Indicate decision or ruling and page numbers) 



SUPPORTING DOCUMENTS 
 
 
 
 
 
 
 
 
 

1. Program Manuals and Program Rules 

 
 
 

2. Program Logic Model 

 

All programs must have manuals to clarify for implementers and customers the eligibility 
requirements and rules of the program. Note that program rules must comply with CPUC 
policies and rules. Table templates are available at 
http://eestats.cpuc.ca.gov/StandardTables/GuidanceDocument.aspx. At minimum, manuals 
should include: 

a) Eligible Measures or Measure Eligibility - Provide requirements for measure eligibility 
or a list of eligible measures. 

b) Customer Eligibility Requirements - Provide requirements for program participation 
(e.g., annual energy use, peak kW demand) 

c) Contractor Eligibility Requirements - List any contractor (and/or developer, 
manufacturer, retailer or other "participant") eligibility requirements (e.g. specific 
IOU required trainings; specific contractor accreditations; and/or, specific technician 
certifications required). 

d) Participating Contractors, Manufacturers, Retailers, Distributers - For upstream or 
midstream incentive and/or buy down programs indicate 

e) Additional Services - Briefly describe any additional sub-program delivery and 
measure installation and/or marketing & outreach, training and/or other services 
provided, if not yet described above 

f) Audits - Indicate whether pre-and post-audits are required, if there is funding or 
incentive levels set for audits, eligibility requirements for audit incentives 

g) Sub-Program Quality Assurance Provisions - Please list quality assurance, quality 
control, including accreditations/certification or other credentials 

Model should visually explain underlying theory supporting the sub-program intervention 
approach, referring as needed to the relevant literature (e.g., past evaluations, best practices 
documents, journal articles, books, etc.) 



 
 

3. Process Flow Chart 

  

Provide a sub-program process flow chart that describes the administrative and procedural 
components of the sub-program. For example, the flow chart might describe a customer's 
submittal of an application, the screening of the application, the approval/disapproval of an 
application, verification of purchase or installation, the processing and payment of 
incentives, and any quality control activities. 



 
 
 
 

4. Incentive Tables, Workpapers, Software Tools 

 
The following table provides a summary level view of the program measures and indicative 
incentives levels. Work is underway to complete the final measure and incentive structure for 
inclusion in the October 3rd IP filing. Some measures are expected to be only offered in select 
climate zones, but that analysis has not been finalized. 
 

Measure 2018 
Incentives 

Unit Eligible 
Climate Zone 

EE Kit and Direct Install 

Provide a summary table of measures and incentive levels, along with links to the associated 
workpapers. Templates are available at 
http://eestats.cpuc.ca.gov/StandardTables/GuidanceDocument.aspx. 



Screw in LED – A19 $10 lamp All 

Screw in LED – R/BR30 $10 lamp All 

Faucet aerator $10 faucet All 

Low-flow showerhead w/ thermostatic valve $50 showerhead All 

Tier 2 advanced power strip $50 power strip All 

Operations and Maintenance Improvements 

HVAC tune-up $100 system 4, 12 

Duct sealing $200 system All 

Smart thermostat $100 thermostat All 

Shell Upgrades 

Attic insulation $1 area (ft2)  All 

Wall insulation $1 area (ft2) All 

HVAC and DHW Equipment Upgrades 

High efficiency furnace $500 system All 

High efficiency air conditioner $250 system 4, 12 

Heat pump water heater $1500 system All 

High efficiency gas water heater $1000 system All 

Combining shell and HVAC upgrade $500 home All 

Evidence of proper HVAC system sizing 
(downsizing) 

$100 home All 

 

5. Quantitative Program Targets 

 
Participation Objectives:  

Year 2018 2019 2020 2021 2022 2023 2024 2025 

Participants 1500 1800 2700 3500 4000 4500 5000 5000 

 
 

6. Diagram of Program 

 

Provide estimated quantitative information on number of projects, companies, non-
incentive customer services and/or incentives that program aims to deliver and/or complete 
annually. Provide references where available. 

Please provide a one page diagram of the program including subprograms. This should 
visually illustrate the program/sub-program linkages to areas such as: 

a) Statewide and individual IOU marketing and outreach 
b) WE& T programs 
c) Emerging Technologies and Codes and Standards 
d) Coordinated approaches across IOUs 
e) Integrated efforts across DSM programs 


