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355,000 Electric Customers in Washington and Idaho
314,000 Natural Gas Customers in Washington, Idaho and Oregon (95,000)



Problem

How do we increase program activity without 
adversely affecting program cost effectiveness?



Solution

Hire a Trade Ally Specialist to 
strengthen our relationships with:

 HVAC Dealers

 Plumbers

 Builders

 Retailers

 Associations



Retailer Initiative 

 Increase the Number of Retailers Stocking Qualified Models

 Place Program Specific Collateral in Stores

 Provide Training to Sales Associates

 Maintain Relationships



Identify the “Appropriate” Decision Maker

Who will be responsible for ordering and 
maintaining qualifying models? 

Who will benefit the most if water heater 
sales go up?

Who can approve our point of sale 
materials?

 May Not be the Store Manager
 May Not be the Assistant Store Manager
 Department Manager is the Key



Provide Training and Support

Meet with sales associates to educate 
them on incentives.
Stay in contact, cultivate the relationship.
Follow through on commitments.
Refresh point of sale material as needed.
Don’t forget the donuts!



Help Them Sell Water Heaters









Kerry Shroy
Lead DSM Program Manager – Oregon
541-858-4743
Kerry.shroy@avistacorp.com
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