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Have something worth partnering for

� Direct install programs
� Very controlled

� Efficiency by intimidation (Commercial Kitchens)
� Let dealers know they will lose market share

� Advertise for participating dealers

� Web site

� Restaurant Marketplace

� Trade shows



Keep it simple

� If it’s not simple no one has time for it
� Prepare report of proposed program/measure

� Detailed description of program

� Qualifying products

� Energy savings calculations 

� Measure life

� Incremental cost

� Cost effectiveness

� Be transparent

� Your prospective partners should not have to re-design

� If applicable, include water



PSE’s Service Area



A consistent implementation works

� Rebate levels that work for you and your partners

� Rebate delivery that works for your customers
� Point of sale signage

� Don’t rely on sales people to point out rebated units

� One volume source for all the program information

� Keep it updated

� Create a “clearinghouse” one address to send all the rebates

� Create joint marketing materials

� Include water

� Customers may be able to “double dip”



Dealer Incentives

� Customers don’t always send in rebate paperwork

� Spiff dealers/sales people for completing paperwork at 
“Point of Sale” (POS)

� If dealers take rebate off invoice it gets turned in

� You get more uniformly completed paperwork

� Reward those you ask to take extra time and effort

� Process payments promptly
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