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N d f H E R t fit C t tiNeed for Home Energy Retrofit Contracting 

About a one-third of owner-occupied homesAbout a one-third of owner-occupied homes 
are now at least 45 years old and an additional 
third is between 25 and 45 years old meaningthird is between 25 and 45 years old meaning 
that a large majority of our homes were built 
before modern energy codes and are draftybefore modern energy codes and are drafty, 
uncomfortable and expensive to operate.



Th Ch llThe Challenge

Nearl 130 000 000 ho sing nits in U S Nearly 130,000,000 housing units in U.S.
 NY HPwES program reaching 6,500 units per 

year; after 8 years only 1% of the housingyear; after 8 years only 1% of the housing 
stock transformed.

 How do we ramp up to a ten year upgrade on How do we ramp up to a ten year upgrade on 
all existing homes in the country?



Ramping Up Home PerformanceRamping Up Home Performance

i f hi i l
State Units of 

Housing
10,000
Years

1000 Years 100
Years

10 
Years

Scenarios for Achieving Scale:

There are 13 308 346 homes in California

g
U.S. Total 130,000,000* 13,000 130,000 1,300,000 13,000,000

There are 13,308,346 homes in California 
(about 10% of the U.S. total).

* S   U S  C  2008* Source:  U.S. Census, 2008



B ilt pon the solid polic fo ndation of deli eringBuilt upon the solid policy foundation of delivering 
real jobs through the private sector to accomplish 

public imperativespublic imperatives,

Home Star is the most important piece of 
l i l ti f id ti llegislation for residential energy 

efficiency ever.



.   

SILVER STAR - Eligible Measures

$1,000 Per 

Rebate delivered to customer at time of purchase, but paid to 
installer post completion of job and quality assurance:

$ ,
Measure

Up to 50%

Cap $3 000

Whole House Air Sealing  Duct Seal / Replace
 Attic Insulation w Sealing Wall Insulation
 Domestic Hot Water  Floor Insulation
 Heating Equipment  Cooling EquipmentCap $3,000  Heating Equipment  Cooling Equipment
Windows and Doors
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1. Energy Assessment
 Minimum  20% 

i ksavings work scope
 BPI Accredited

2. Retrofit
 Fundamentals Fundamentals
• Weatherization
• Insulation

Major systems
• Heating / Cooling
• Water Heating

3. Quality Assurance
 15%/ 10% 15%/ 10%

7



BPI HP ES C t t M d lBPI HPwES Contractor Model
 Educate Customers on Whole-House
 Offer Comprehensive Solutions
 Get Key Staff Trained & CertifiedGet Key Staff Trained & Certified
 Follow BPI Standards in Your Work
 Last Do No Harm by “testing out” Last Do No Harm by testing out
 Participate in Independent, Third-Party 

Quality Assurance ProgramQuality Assurance Program



Typical home full of systemsTypical home…full of systems…
 Drainage system
 Foundation systemy
 Flooring system
 Wall system 
 Ceiling system
 Roof system
 Heating system
 Air conditioning system
 Ventilation & IAQ systems
 Moisture control systems
 Distribution system Distribution system
 Exhaust systems
 Plumbing systems in/out
 Electric, Appliance 

& Lighting systemsg g y
 Energy management system

Key Question:  Do you know 
where your fresh air comes from?
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Marketing Materials for Accredited g
Contractors

Ne spaper ads Newspaper ads
 Yellow pages ads

H h t Homeowner sheets
 Lawn signs
 Truck decals
 Neighborhood door hangers



Co-Branded Homeowner Marketing Sheetg



5 Customizable Newspaper Ads5 Customizable Newspaper Ads



Customizable Yellow Pages Adg



Customizable Lawn Signsg



N i hb h d D HNeighborhood Door Hangers



What’s In It For Me for Contractors?

 Brand Recognition – DifferentiationBrand Recognition Differentiation
 Access to Resources
 EducationalEducational
 Business Training
 Marketing Outreach

 Independent, 3rd Party Quality Assurance
 Feedback on Best Practices



Summary of the Value PropositionSummary of the Value Proposition
SALES BENEFITS

• Offer customer complete solutions
OPERATIONAL BENEFITS

• Differentiate businessOffer customer complete solutions
• HP uses a systematic approach
• Expand your scope of services 
• Improve your closing rates

Differentiate business
• Reduce staff down time
• Retain high quality staff
• Identify qualified staff to hirep y g

• Be selective about projects
• Perform larger value projects
• Offer competitive financing

y q
• Minimize call back costs
• Fewer customer complaints
• Manage your risk

Examples
• NY: Average Project = $8,500
• CA: Average Project = $12,000

• Customer satisfaction/referrals
• Increased profitability
• Ability to sleep, knowing 

 did it i ht  th  fi t tiyou did it right, the first time



This Is Too Expensive!

“I don’t have the time or resources to 

This Is Too Expensive!

invest in these kinds of systems.”
BPI’s combined Accreditation/QA fee is BPI s combined Accreditation/QA fee is 
$.003 for every dollar of revenue.

Accreditation/Quality Assurance adds 
about $15 to the average $5,000 job.g j


