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Agenda 

Session 1 
• Introductions, meeting etiquette, objectives 
• Background 
• Perspectives from BC Hydro and GE  
• Discussion 
• Brainstorming: What could collaboration look 

like on existing homes programs? 

Session 2 
• Small group work 
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Proposed Meeting Etiquette 

Participate fully in the workshop 
• Turn off phone and email

Speak up often and loudly
But… don’t share competitive information 
Help us stay on time
• Break at 4:00 
• End at 6:00

? 
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Objectives 

Understand factors that are driving CEE members 
toward comprehensive existing homes programs 
Articulate the benefits and challenges associated 
with getting manufacturers, distributors, and retailers 
more involved in these programs
Identify approaches that would enable greater 
collaboration on these programs 
Set next step(s) for Existing Homes Working Group
? 
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Background 
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Existing Homes Working Group 
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Purpose of Working Group 

Identify best approaches to increase efficiency in 
existing homes 
• Support energy efficiency program efforts
• Tap the expertise of industry players
• Provide consistent messages to the market

… at a time when efficiency programs and industry 
representatives are dealing with significant change 
• Increased energy savings targets 
• New minimum standards and labeling requirements 
• Continued economic recession 
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1st Outcome: Program Guide

Published in June 2010 
Sets out an agreed upon vision for existing homes
Compiles market and technical information needed 
to develop programs locally  
Captures lessons learned & successful approaches
Brings industry expertise & research to the table

Enables more consistent 
programs and messages to be 

delivered to consumers, resulting 
in greater energy savings 
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Existing Homes Program Guide: 
Key Considerations 

Before diving into program planning, new 
efficiency programs need to assess:
• Cost effectiveness constraints 
• Baseline market conditions  
• Policy context (local, statewide, national)
• Program-specific goals and objectives
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Existing Homes Program Guide: 
Program Elements 

1. Identify potential customers 
2. Ensure capacity and capability of the 

workforce 
3. Work with trade allies 
4. Reduce financial barriers through financing 

and incentives
5. Motivate consumer action through 

marketing 
6. Verify savings 
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A Shared 
Customer Manufacturer 

Retailer,
Contractor  

Distributor  

Customer Program Goal: Efficient Homes
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Current Program
Focus Manufacturer 

Retailer,
Contractor  

Distributor  

Customer 
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Expanding 
the Focus Manufacturer 

Retailer,
Contractor  

Distributor  

Customer 
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Today’s Discussion Question

How can manufacturers, distributors, and 
retailers play a larger, more collaborative role 
in comprehensive existing homes programs? 
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Perspectives on Collaboration: 
Patrick Mathot, BC Hydro 
Lisa McLeer, GE Lighting    



CEE Industry Partners 
Meeting
Sept 15, 2010

Patrick Mathot
BC Hydro Power Smart
Residential Marketing

Existing Homes 
Workshop



1. Why is BC Hydro interested in existing 
home energy retrofits?

2. How has BC Hydro worked collaboratively 
with industry to affect adoption of other 
products?

Overview



• Our residential market is about 35% 
electrically heated and growing

• Heating is the largest single load in a 
dwelling

• There is no one-off technology solution to 
reducing this load 

Home Energy Retrofits



Servicing this market
• Gov’t and utilities offer whole-house audits 

and incentives
• Most contractors are small and focus on 

only one measure
• Customers largely do only one measure

Home Energy Retrofits



Lighting, Appliances, Electronics
• Power Smart partners with major 

manufacturers and retailers
• Collaborate to ensure availability of Energy 

Star products
• Offer either customer, mid-stream or up-

stream incentives along with brand support 
and advertising

Traditional Approaches



Market Comparison

• Sophisticated distribution 
channel

• More simple solutions
• High volume
• Retail purchase

• Unsophisticated distribution 
channel

• Complex solutions
• Modest volume
• In-home purchase

Product Focused Whole House Retrofits



• Utilities are risk averse and whole house 
retrofits are more risky than product sales

• Utilities prefer partnering with other large 
organizations 

• Whole house solutions offer an opportunity 
for higher margins to those that offer them

Other Factors 



A New Model? 

1. Home Energy Audit

2. Evaluators 
recommendations, 
incentive offers and 

referral

3. Whole house contractor 
solution & upgrade

4. Final audit and 
incentives



GE Lighting
CEE Conference 

September 15, 2010
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CEE Conference 
September 2010

Existing Homes Focus

• Lighting is a key touchpoint 
to consumers for the GE brand

• Promotes ecomagination SM

• Lighting is an easy entry to 
Energy Efficiency 
for most homeowners

- Low cost and good ROI

• Lighting is changing, and we 
want to continue to educate 
and make choices as easy as 
possible
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CEE Conference 
September 2010

ecomagination SM

ecomagination SM is our business strategy to help 
meet customers' demand for products that 
improve their bottom line and reduce their 
impact on the environment.

ecomagination SM reflects GE's commitment to 
invest in a future that creates innovative 
solutions to environmental challenges.

In 2012, if all 
200 million 100-watt 
incandescent lamps 

being sold today 
were switched to 26 
watt CFL lamps,  the 

green house gas 
reduction would be 

equivalent to 
removing nearly 

2 million cars from 
the road each year.

• Double R&D, growing research in cleaner technologie s 
from $700 million in 2005 to $1.5 billion by 2010

• Increase revenues from eco products to 
$25 billion in 2010 

• Reduce our greenhouse gas emissions and 
improve the energy efficiency of our operations 

• Reduce our global water use 20% by 2012

• Engage and inform the public
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CEE Conference 
September 2010

New FTC packaging regulations on
Medium Screw Based Incandescent, 

Halogen, CFL and LED

Starting 2011

Legislation and consumer education

78%
Unaware

FTC Labeling - Front
• Most consumers 

are not aware 
of upcoming 
incandescent 
lighting 
legislation

• Need utilities to 
help retailers, 
manufacturers 
and government 
educate 
consumers on 
lumens 
vs. watts

FTC Labeling - Back

Lighting Facts Label

Color 
Appearance 

Mercury 
Content 
(on CFLs)

Brightness
In Lumens

Yearly 
Operating
Cost based 
on 3 Hrs/Day, 
11¢ kWh

Life

Watts

Energy Cost

Brightness
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CEE Conference 
September 2010

Working 
Collaboratively 
with Utilities

Developed a GE 
Capabilities/Toolkit

- List of program options

- Benefits and limitations of each option

- General lighting industry/retail information (seas onality, industry 
definitions, coupon redemption expectations…) 

Critical to understand what information/data is nee ded during and at 
the end of a program

All stakeholders need to understand the benefit of running a 
program, and what is required to be successful
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CEE Conference 
September 2010

Cobranded coupons on CFL and LED
• Used as bill stuffers, direct mail, handouts or onl ine
• Tracking by household is possible
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Discussion 

1. What other types of collaboration have been used 
to promote specific end uses or systems? 

2. What are the necessary underlying elements of a 
successful collaboration?

3. What challenges or barriers would need to be 
overcome?



32

Brainstorming  
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What Could Collaboration on Existing 
Homes Programs Look Like? 

A few ideas to get us started…
• Southern California Gas 
• Mitsubishi 
• Best Buy 

What are your ideas?



Break!
- Reconvene at 4:30 Central 
- Reports from subgroups will   
begin at 5:00 Central 
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Subgroup Questions 

What are the potential benefits of the approach?  

What are the potential downsides of the approach?  
What would be required for the approach to 
succeed? 
• Assumptions, underlying conditions, information, 

funding, timing, coordination, etc.

Should the Existing Homes Working Group pursue 
the approach? 
• If so, what needs to be done? 
• What would the end result or outcome look like? 
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Next Steps 

Tonight 
• Dinner 

Tomorrow and Friday   
• General Sessions, including Whole House 
• Windows, Lighting, HVAC, Electronics, Water 

Heating
• Continue discussion during networking breaks

Next Week and Beyond 
• Join the Working Group and stay tuned! 



Thank you! 

Rebecca Foster
Principal Program Manager 
rfoster@cee1.org 
617-337-9265


