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Energy Efficiency Program Administration
Rebate & Financing Program Administration * Retailer/ Contractor Training * Strategic Planning 

Industry Advocacy * Utility Exchange * Home Makeover Contests * Contractor Screening & Approval

Industry Advocacy
Industry Advocacy * Sales & Marketing Support 

Market Development

Contractor Direct Programs
Buying Group Financing * Marketing Support * Contractor Exchange

Sales Training * Approved Contractor Marketing Program * Customer Referral Program

Manufacturer / Distributor
National Program Development 

Joint Marketing * Dealer/ Contractor Sales Training

EGIA Brings All Facets Of The Home Improvement Market Together 

Towards One Common Goal …Enhanced Energy Efficiency!

The Electric & Gas Industries Association is a non-profit organization with a 

mission to advance energy efficiency and renewable energy solutions through a 

nationwide network of manufacturers, distributors, utility & state energy efficiency 

program sponsors and thousands of home improvement contractors
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Rebate Program Administration & Income Verification
 Processed 2.5 Million Rebates & Disbursed Over $250 Million In Rebate Checks

Energy Efficiency & Renewable Energy Financing
 Financing Of Over $450 Million In Home & Business Efficiency Upgrades

Contractor Network Development, Screening & Management
 Manage Utility Sponsored Contractor Networks & A Nationwide Membership 

Network Of Over 2500 Home Improvement and Solar Contractors

Home Energy Makeover Contest Administration
 Support Services Ranging From Design Consulting To Procurement/ Donation Of 

Installed High Efficiency Measures To Full Program Administration  

Utility Exchange/ Contractor Exchange Services
 UtilityExchange.org Plans and Produces Activities Where Utilities and Allied 

Organizations Learn and Network Regarding Energy Efficiency, Demand 

Response, Renewable Energy, Customer Service, Marketing/Sales and Enhanced 

Business Operations

UTILITY & STATE SPONSORED PROGRAM ADMINISTRATION
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“Before Leaders Become Big And Tall, 

They Were All Once Short And Small”

Strong Utility Sponsored Contractor Networks Are Not Only Critical To The Success 

Of Your Energy Efficiency Programs, But Also Help Support Area Job Creation And 

Enhance The Economic Vitality Of The Communities You Serve

GIVE CONTRACTORS THE TOOLS THEY NEED TO GROW AND 

THEY WILL HELP YOU SUCCEED!
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CONTRACTOR RECRUITING

Reach Out To The Broadest Cross Section Of Your Contractor Base

 State Contractor Licensing Organizations

 Past Utility Program Participants

Manufacturers & Distributors

 Local/ National Trade Organizations (NARI, NAHB, ACCA, SEIA, EGIA)

 Chamber of Commerce & Business Organizations

 Yellow Pages/ Media Advertising Publications

 Purchased Contact Lists
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CONTRACTOR RECRUITING
Using Creative Imagery To Capture Contractors Attention Through Print 

Advertising or Direct Mail Marketing Outreach
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TRADE ALLY PROGRAM ORIENTATION                                    Set 

The Stage For Success

Contractor Open House/ Program Orientation Meeting

 Review Program Process, Requirements & Services Available To Trade 

Allies. Typical Agenda Could Include:

 Efficiency Program Overview, Program Application Process And Review Of 

Customer Marketing & Contractor Sales Tools

 Quality Control Procedures & Program Technical Requirements

 Introduce Cooperative Marketing Incentives (If Applicable)

Treat Them Like Insiders And Give 

Them Privileged Information      

About Your Programs And Where 

They Are Headed.

 Describe Available Financing Options For 

Customers

 Discuss Contractor Network Participation 

Requirements & Penalties For Non-

Performing Contractors

 Announce Awards Program For High 

Performers
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TRADE ALLY PROGRAM ORIENTATION
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CONTRACTOR SCREENING & APPROVAL

DETERMINE STRENGTH OF BUSINESS

 3-5 Years In Business

 $200,000 In Annual Sales and/or Minimum 

$50,000 Net Worth

 Contractor Licenses Required By Law

 No Unresolved Claims with Better  

Business Bureau

 Satisfactory Trade References

 Satisfactory Business Credit Report

 General Liability and Workers’ 

Compensation Insurance

PROGRAM PARTICIPATION AGREEMENT

 Program Participation Requirements

 Branding & Advertising Guidelines

 Quality of Service & Customer Satisfaction 

Requirements
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CONTRACTOR SCREENING & APPROVAL
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CONTRACTOR MARKETING TOOLS

Marketing tools for contractors that back up the 
program sponsors consumer marketing message.
 Trade Ally Branded Program Support Materials

 Provide Pitch-Book Design Support
 Develop Targeted Sales Book Inserts

CONTRACTOR TRAINING TOOLS

Effective training of both the technical and the sales 
side of the business.
 The Technician and The Salesman Are Typically 

Not The Same Person

COMPREHENSIVE FINANCING TOOLS

Makes the energy efficient home affordable 
especially when complimented with program  
sponsor incentives.
 Home Energy Efficiency Doesn’t Occur Until It’s 

Financed

CONTRACTOR TRAINING

Give Participating Contractors Simple Tools and They Will Use Them

The Relationship Between The Contractor and The Homeowner Looking 

Across The Kitchen Table, Is Where “The Rubber Meets The Road”
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CONTRACTOR TRAINING

Teach Them How To Sell High-Efficiency Solutions
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Administer An Ongoing 

Training Curriculum

 Workshops

 Webinars

 Online Learning

Establish A “Contractor 

Corner” Informational 

Section On Your Website

 Repository For All 

Program Materials, 

Marketing Collateral, 

Training Materials, Sales 

Tools & Announcements

 Password Protected So 

That You Know Who Is 

Accessing Program 

Materials

CONTRACTOR TRAINING

Continuing Education With 24/7 Access To Program Training Materials Is Key
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PERFORMANCE MONITORING AND QUALITY ASSURANCE
Ensure The Program’s Reputation For Quality And Value

ENSURES PROGRAM QUALITY

 Participating Contractors are Properly Qualified

 Installed Measures Meet Program Requirements

REPORTING PROCESS

 Ensure Jobs Promoted Under The Program Are Reported 

(Metrics for Regulators or Shareholders/Members)

 In-office File Review

 On-Site Inspections 

CUSTOMER SATISFACTION

 Customer feedback mechanism    

 Conflict resolution mechanism
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PERFORMANCE MONITORING & QUALITY ASSURANCE

In-Office File Review

 Assessment Report (existing conditions to verify actual vs. deemed 

savings)

 Findings and Recommendations 

 Scope of Work

 Final Inspection Report 

 Completion Report 

 Certificate of Completion

 Rebate Request…

On-Site Inspection

 Job Selection Protocol Tiered on Contractor Performance Record 

 Customer Discussion

 Inspection Documentation 

 Visual Inspection and Diagnostic Tests
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CUSTOMER FEEDBACK

 Determine customer satisfaction 

 Check for program compliance 

 Identify high-performing 

and low-performing contractors 

 Focus marketing efforts

 Contractor follow-up 

(negative and positive)

 “Scorecard” to encourage work…

 Leads back to referrals

CONFLICT RESOLUTION

 Determine if deficiencies exist (on-site inspection)

 Is there a health and safety condition requiring immediate corrective action?

 Document corrective actions, discuss with contractor, determine if additional training is 

required

 Re-inspect

 Determine contractor’s potential for continued participation

CUSTOMER SATISFACTION
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WYOMING GEOSmart LOAN CONTRACTOR REFERRAL
Sponsored By The Wyoming Home Performance Alliance
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WYOMING GEOSmart LOAN PROGRAM                            
Contractor Marketing and Sign-up Process

www.egia.org/WyomingHP
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CONTACT INFORMATION

Bruce Matulich

Executive Director

(916) 480-7314 Office

(408) 781-4643 Cell

bmatulich@egia.org
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