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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

Energy Efficiency Program Administration

Rebate & Financing Program Administration * Retailer/ Contractor Training * Strategic Planning
Industry Advocacy * Utility Exchange * Home Makeover Contests * Contractor Screening & Approval

A

Manufacturer / Distributor Industry Advocacy
National Program Development Industry Advocacy * Sales & Marketing Support
Joint Marketing * Dealer/ Contractor Sales Training Market Development

Contractor Direct Programs

Buying Group Financing * Marketing Support * Contractor Exchange
Sales Training * Approved Contractor Marketing Program * Customer Referral Program




UTILITY & STATE SPONSORED PROGRAM ADMINISTRATION

Rebate Program Administration & Income Verification
= Processed 2.5 Million Rebates & Disbursed Over $250 Million In Rebate Checks

Enerqy Efficiency & Renewable Enerqy 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

EGIB ELECTRIC & GAS INDUSTRIES ASSOCIATIOIy
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CONTRACTOR NETWORK DEVELOPMENT PROCESS

Building A High Performance Contractor Network

Contractor
Recruitment

Trade Ally
Program
Orientation

Quality
Assurance/
Customer
Survey

Sales Tools

Contractor . 4 11
— I | ’ G | & Marketing

Referral
Resources

Program

Contractor
Screening
& Approval

Performance
Monitoring

Contractor
Training

EGIB ELECTRIC & GAS INDUSTRIES ASSOCIATION/
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GIVE CONTRACTORS THE TOOLS THEY NEED TO GROW AND

THEY WILL HELP YOU SUCCEED!

“Before Leaders Become Big And Tall,
They Were All Once Short And Small”

\Mf«"'wi (e WW

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

)
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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




CONTRACTOR RECRUITING

Using Creative Imagery To Capture Contractors Attention Through Print
Advertising or Direct Mail Marketing Outreach

on Water Supply Alert

- Record low precipitation
for 8 of the last 9 years

> Environmental issues have
led to supply cuts of 30%

» Growing population
increases regional demand

Fast Facts for Contractors

SoCal Water$mart efficient landscape technologies
save water for your residential customers and SoCal
offer opportunities for your business. ' Water$mart

REBATE SUMMARY

Residents of single Weather-Based Irrigation Controllers
far:".ly.hopes Se{ved by Less than 1 acre of irrigated landscape starting at $80/co
~ s participating water agencies i b
S Root yoursel g are eligible for rebates for More }han1 acre of irrigated landscape sramflg at C.n‘ ‘
| installing the following water-  Rotating Nozzles starting at $4/nozzle

B

™ in water efficiency...
and watch your

efficient outdoor products: Synthetic Turf starting at $0.30/sq ft

$mart for Your Customers  $mart for Your Business

business grow.
© SAVE TIME & BOOST SALES
© SAVE MONEY © INCREASE PROFITS
O SAVE WATER & PROVIDE QUALITY SERVICES

SoCal WaterSmart offers water efficiency rebates to residential customers (or their contractors)
for rotating nozzles, weather-based irrigation controllers, and synthetic turf.

For more information or to get a set of rebate applications, go to www.bewaterwise.com

THE METROPOLITAN WATER DISTRICT
7 OF SOUTHERN CALIFORNIA

F SOUTHERN CALIF

SoCal
& Water$mart

Sponsared by the Medropolitan Water District of Seathem California

d the Family of Souths California Water Ay i . o . o .
= yeneete e For more information, visit www.bewaterwise.com




TRADE ALLY PROGRAM ORIENTATION

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)

= Describe Available Financing Options For
Customers

= Discuss Contractor Network Participation
Requirements & Penalties For Non-
Performing Contractors

= Announce Awards Program For High
Performers

Treat Them Like Insiders And Give
Them Privileged Information
About Your Programs And Where
They Are Headed.

/
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TRADE ALLY PROGRAM ORIENTATION

Southern California Edison’s A/C Quality
Program is giving away $37 million in
contractor incentives.

How much will you claim?

AN\

How can | benefit from participating in

| \\//” A/C Quality's residential measures?
\ "h " A E
N ke
N Retrement and Peadalial Senwces,
| R\
AJ/C Quality Contractor Orientation Workshops il ) ) o ) '
Residential Early Retirement Benefits: Residential Services Benefits™:
Wednesday, March 14 Thursday, March 15 Shortanad 233 cyekas Expanded biatie sanwoes
11:00 am — 2:00 pm 11:00 am - 2:00 pm A ez B30
Radisson Whittier Holiday Inn - Palmdale Syzbkn o g L LT
7320 Greenleaf Ave. 38630 5% St. West SrprEr bl e dearonss
Whittier, CA 90602 Pakmdale, CA 93551 e ek it = e
wednesday’ March 21 Thursday. March 22 Incantivas range from S345 - $750 per unit INCSNYIvGS raga rom 375 - S285 oo unil|
11:00 am — 2:00 pm 11:00 am— 2:00 pm
Hilton Hotel San Bermardino Hilton Hotel d b k f 5
225 West Valley Bivd, 285 N. Hospitality Lane How do | participate in A/C Quality’s residential measures?
San Gabriel, CA 91776 San Bermardino, CA 92408
1 Call the A'C Qualty Comact 2 Provcte vour customers Ouslity
Cefiler &l BD0.376 3 and vath premum eficiency and wach
Ca": 800_378.7503 to reserve your Spot. regquest an enrobmes i packed [E f and ity YOUIT DUSTIGSS Qrove.
° i w > E according to
Or visit: www.ac-quality.com A/C Qustty guiceines
Can’t make any of these dates? Check the website for
updates on additional workshops scheduled! B
A/C QUALITY _Jll)l\()\ Q

2 by Cldomn uily ridedaes add sinrtoed by

SOUTHERN CALIFORNIA
of Mo Cebbomo Pitdic -—
TEna

“DISON 5

Call Today at: 800-378-7503
or vigit: www.ac-quality.com




CONTRACTOR SCREENING & APPROVAL

GEO&Smart

‘Suitaiusble Financisy Solunions

Contractor Opportunity Sheet
f l

Why Should You Complete The
Dealer Application Today To Participate
In The Express Loan Program?

Does Your Company Qualify?

Yes | No

aki 5
it's sample. The SECSmadt Loan Program can: by ol ke e

sinimum net worh of S50,000

+ Halp NCREASE your SALES

+ G your cushomers @ QUICK & EASY paymaent cpton

» Halp cistomers decide lo BLIY fom SOL MOV ard nol
from your competitors

Satistactory business oredt report

Mo Lingaid b e oF judgrents
n exozss of §56000 wihout
seeaplakle explanalion

How Can You Make Sure You

Achieve These Results? Thres safiskactory [rate references with

at least b excesdng $5,000

Wahen youl offer tha GEQSman Express Loan Fregram with
Same-As-Gash promations to al wour prospective customers.
Yiou'

Mo bankngtey in the past & years

Ganeral [akilily insurancs covenage
Elmmcmll.rln:rer: salas by
Geting more sales l=ads
& Closing more sales
+  Ircraasing the average gross profil par job
by upgrading customers 1o maore st enshae projecis
o highsr gality equipment ard mabssials)
#  Gelfing a highe loan approval rale

Winrkars' com perestion nsurancs
oovErage

Coreractar liewnsas, as required by law

OO00000O O 000
000000 0O 000

Salistaciony bank referance

o unresobeed claims wit the Beter
Eunimass Bureasu

oL a quck ardd sasy applicalion process with:
Mo paperaors for you and your customars
+ A comesnient refermal bo 2 paperiess. loan-by-phone
oo b
»  Exlerded lcan cenler Founs open when you
frequently mest with your customers
s Cdick cred® dacision im less han 10 minees

If you meet all of the above
gualifications, you are eligible to apply
far enrollment within the GEQOSmart

ol cuiich payrsant Tar somglated jalis, Express Loan Program,

Save money with low SAC dealer fess

GEQSmart Express Loan Program Sign-Up Instructions

+ Fax Or Mail Your Completed Sign-Up Materials And
Supporting Documentation To EGIA Ag:

Complete And Sign The Enclosed Application And
Sunmit It To EGLA Along With The Requrad Supparting 3
Dozumentation. Incemplete Applications Will Not Be .

Procassad, I You Hawe Ary Queesions, H
Call (B55] 367-3442 ext. 230

Eleckic & Gas ndusiries Assodation
2800 Wt Avenue, Suile 105
Sacrarmenta, CA 25801
Fax: (BOD) 506-9073

The Beckric & Gar Indizcirie A ra i o dedicated ko g AR and r

¥ =nlubsem
shwough a nmwkﬂdilm-.m:nurxb.rnrB‘.dl;ﬂihulurmrmw: ahang with spocialiy d and apg d Fypame impr

L eomracions.

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




CONTRACTOR SCREENING & APPROVAL

GEO @smar'm ¥i. BANK REFERENCE

Bark Mare
Sastzaable fuancing Sehtang Coningd
Contractor Application i
ity Sdnie I
Fhione
IMPORTANT NOTE Pricr to completing this application, please review the “Do You Qually? ™ secticn of the attaclved Types al sty Susheis Chatking  Adtiunt § rdlAedd
Express Loan Contractor Opportunity Sheet. If you meet these qualifications, then complete this contractor Crucl Type and Ameerl of Cresii
spplication. I you hawe ary questions about thess qualifications, pleass call the Blectric & Gas Industries Association
% (886) 367-3442 ext. 339 VIl TRADE REFERENCES [Provide three references)
TRADE REFERENCE #1 TRADE REFEREMNCE #2 TRADE REFERENCE w3

THE FOLLOWING MUST BE SUBMITTED WITH THIS APPLICATION [orai groster fram §5, B [oradhi groater than §5, 000]
1. Company's balance sheet and income statement for most recent year-end (and most recent monthiyear ta
date if more than § morths old).
2. Copies of business licenses referenced in Section V.
3. Copies of insurance summary pages refersnced in Section VIl
4. Articles of Incorporation or organization (first page only) and coples of any dibéa filings. d

. FIRM'S LEGAL NAME
oy twn Y VIl INSURANCE
Tl sohare pry Atk cophes of gl Babily ard wares® camparsaiion iatrais oy Surivery pegs bsivdlag B sl ming hifbmeiien: pous

LU S IR, (SO0 COMIan F AT, ovil™s ooy g8 Do e inDes, SOoNEY Do iodeT, SILarige N s

1X. BUSINESS QUESTIONS

I,  FIRM'S LEGAL STATUS (check appropriate box) 1. ek B2 Commpairy of @iry of I S ks ever id Fod LarkiupooyT Yes ____HE 0T ik il b ciiniplion o i, wived aad whire
" Wit : el
: 4 il e I aurranky, oriss e bess sy lovauts Sed sgaral the Campery o sy ol is piscpaisT Yas Mo | yun, aitacy
T e — Jr—
2 tesom Ay U TESohesd Somieines ed ot the Compary of its prins pals with e Sate Aomey Genery, Seter Susness Buresy o
arows - - wrellar vy Vea ¥n
D Py i : 1Mpes, altach a desenphon of coreaeis) dfd et
. OFFICERS AND KEY PERSONNEL o e

Attncly sddbomal formastion o separsie sheet f pecessary,
Mame o parian 1o contac] for addfénal mammalica

Prem e Himnbes E-madl Address

3
5
=

AUTHORIZATION:

B ool B Rg Bid SRR LS OORuEoN | o DerihAnp e apsiraoy o I S0t o sad e iein ohd Rive Sl sulfnsy on Dehall of e
Briity ammesd In S sppiicstion, | Ariher meiSorics Brerans WSS b veridy my Compary's cacl snd ober raleresces conbaired bersis snd bn
5 = G obduin credE ports on Cormpaty s 28 racizabs H e red

By e

Frinind Famm of Sigrar

o “ ; S Cute Auinorized Sapresantation O
s 2 ade e at o Reral By TCaTpany)
Please complete and submit by mail or Fax to:
srad k = il 1inn
S %
> TRINIC LEY
e T i i e Fax; (2004 505-0073
V. LICENSES ] )
AXOCh copes of al buskioss Noonses regued by w. (0.g. contracions, mechanvcal efctric, pumbing, 6¢.) Quiestions? Call ([H66) I8T-3442 ext. 33 or erail; jchandlen§egincmg

Comtinue To Page 2




CONTRACTOR TRAINING

Give Participating Contractors Simple Tools and They Will Use Them

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 sale
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

The Relationship Between The Contractor and The Homeowner Looking
Across The Kitchen Table, Is Where “The Rubber Meets The Road”

N

)
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CONTRACTOR TRAINING

Teach Them How To Sell High-Efficiency Solutions

Developing a Payback Analysis

for High-Efficiency Heating Systems

D A) Calculate baseline costs
3 - . S PP Py N Lo o Usirg e customes s ¢
Proposal Writing Checklist . ezl ot

. . g D ! Muliply the average by 8 (number of manths
[tems to include with vour bid nan-epaas hraling marts (January-May,
S Exarpis

L Al then for June, Juty, Augos! snd &
on-space hexting gas cost

fembee snd

sk brg four o

Aing) to detarming the 1otal co

Asber-Oecamier]

$13r

$49 4 531 4 $31 4§25 = o4 = £34.25 3vgimo - B mo. = $274 yearly ron-space heating cost average

D =) Calculate space heating costs:
s o Usirg he customer's gas bils

¥ Al them for January, Fetvuary, Mardh, Apri, May, October
’Ct"’”' and tax crects : - Nowembar and O december {zpece heating mocths)]
51 efficiency Lnk they can affara Did you know? e @ 10 calouats the Yoty

o « Eampe, f the bits .\.....,..va, Al October - Decambe ,..-.wyv.umxu

Explain that £ is important no by the Jowest bid The lowe

o) P the Kownet Ve 10 the GUalnmieei—a Guaity corliacior tks Industry studies indicate ERRLIEG 5 ’ ”".:_‘ "
up to 70% of HUAC sys- SP20¢ heating 7 8§74 |
tems suffer from impropes
D { nstallation, increasing
. 06 Cusomers with 8 sorirary of ks oAMons Thess can be costs by up to J0%. !
uz={ul in comparng bk from olher A) Calculate total savings for upgrading the extsting unit to the new unit.

25 hat your caloual
IR0 of Ameri

) Example (assumes an exsting fumace efMclancy kevel of 65% and replacement Lnit keval of 929%)

Duct laakage can account

foc 2 28% » loss in system §1,001 {yearty sovings] « [

$M7 savings per yoar

o efficiency and comfort.
Eaphain trm value of 8 seevics conliacd and e imponanos of &y serr
manisnaos

4 wsomer o check thars each manth whan in use, and change R A) Using the ssme assumpbionrs fom sbove, the cost of upgrading from & =tandard efficiency unitto 8
Aty The av Ther andd 00l Shondd D2 Iocated whnle iTs easy ’ S o I high-eMoercy AFLE repiacement unt (350 inown as ncremental oost) = S84
m Pt in a typical llinos home 6 i
24 with 2 82% efficiant model = D e
n saves 97 therms of 1,135 Cabubste the incrementsl cost gy back lime 334 Inszomonta S0 (o818 & 4 4 yurs
Exblain Bt s pounds in greenhouse gas -
B xpiain v Q0
ki Gk e re g s £ o St emissions per yoart Sakadale 20 year savings (based on mpected usst ie of fumace
ST [warvings por yone) * 20 yrars « $6.340 Iatime savings
o C 3
Economic Stimulus Package Bonus!
. »llnv«nlx .n.\,u-huru'nF’A*Fﬂ.V‘Tc»a».vru.vm. C 0.” \ P
1 harms Bpgiscces Significantly increassd tax cradits for home heating and i A% Now tha
¥ =t 31wt dut work bo ITEeos M. o Amesican Recovery and Relnvestment Act of 2008, Be sure to Include these credits in your calculations and
2 by SRS Al educate customers about this great opportunity for higher
For more Information on these tax credits visit ENERGY STAR's ot W ) g dits

%= (Doth annual and
Xeaifoe impact on the

SAVNGS, BMISE0N SN
amplasds Gilosns,

awed = 1.7 fewer B

greerhouse gasses




CONTRACTOR TRAINING

Continuing Education With 24/7 Access To Program Training Materials Is Key

o] Litn,

CHICAG&LAND Trai
N T
: u
The Chicagoland Natural Gas Savings Program is pleased to present: -
The High Efficiency Training Series for Heating Contractors -

 TRACK1

Efficiency Pays: How to Successfully Sell High
Efficiency Heating Systems

527} this haf-day
courss will explo 2 usiness model by
promoting high eff y heating equipment and quaity instala.
Participants wil leam:
eys o seling - do's and don'ts

tion p

the Chicagotand Natural Gas Savings

Program to increase sales

Registration begins: &30am
Training: Sam - noan (followed by Linch, pravided at no cost

to partiopants)

z

Outside the Box: Quality Installation and Main-
tenance for Heating Systems

Present Midwest HyVA S e C
|
drement and diagnoshics
mianca varsus system pedformance
|

Registration begins: 12 30pm

Training: 1pm - 4pm {preceded by lunch, provided at no cost
o paticipants)

=Administer An Ongoing

ning Curriculum
Workshops
Webinars

Online Learning

sEstablish A “Contractor
Corner” Informational

tion 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




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




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




CUSTOMER SATISFACTION

CUSTO M E R FEE D BAC K CONTRACTOR/VENDOR LIST - page 1 of 2
LIGHTEN

The following contractors or vendors (listed alphabetically) have demonstrated their interest and @

Determlne Customer Sat|SfaCt|0n ability in helping businesses complete energy-efficient lighting retrofits and apply for funding from

LIGHTENUP.

C h eC k for p rog ram CO m pl |an Ce Platte River Power Authority’s LIGHTENUP provides cash incentives for energy-saving lighting retrofits. An application
must be submitted to Platte River and approved before the retrofit is begun. The program is open to all commercial
electricity customers of Estes Park Light & Power (Town of Estes Park), Fort Collins Utilities (City of Fort Collins),

| de nt|fy h |g h -perfo m | ng Longmont Power & Communications (City of Longmont), and Loveland Water and Power (City of Loveland).
and IOW_perfo rm | ng CO ﬂtl’aCtOI’S Customers may work with any vendor or contractor and are not limited to those on this list. This list is simply

intended as a starting point for customers without a prior relationship with a vendor or contractor. Customers are

encouraged to solicit bids from two or more companies.

» Focus marketing efforts
# of Avg. Customer
u ContraCtor fOI I OW-U p Contractor/Vendor Contact Person Projects Star Rating
t. d t Completed | (4 stars possible)
negative an osituve
( g p ) Accurate/Dickinson Lighting & Electric | Chris Stein A A A A
« ” 1504 Wagon Tongue Dr. cstein@accurateinc.biz 4 0. 0. 0.1
» “Scorecard” to encou rage wo rk... |FortcColins, CO 80521 (970) 482-9226 39
Advanced Lighting & Energy Solutions Ted McGee
u LeadS baCk to rEfeI‘I‘als \5,,\:30 Parfet St tmcgee@Advanced-e.com 2 .. 0. 0.1
eat Ridge, CO 30033 (303) 940-5900 40
www Advanced-e.com B
Chadwick Electric Services Don Beranek AL A A A
1305 Duff Dr. #6 don@chadwickelectric.com 3 WK
CONFL ICT RESOL UTION Fort Collins, CO 80524 (970) 4829449 40

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




WYOMING GEOSmart LOAN CONTRACTOR REFERRAL

Sponsored By The Wyoming Home Performance Alliance

GEO&Smart

Finding Tha Right Contractar
Aperorma Caoramor |

| ramernpy nioe

4 Financng Contracion Refanad

ATTENTION Wyoming HOMEOWNERS
Find EGIA APPROVED Contractors In Your Area

e refured (e en EGU

Aantrachor H

zontractor re I= are not currently available in your area, plaase ch

(e our program an & regular basis

First Name: |
Last Name:

Address.

Chy:

State:

Zip Code:

FPhone. ] W[
Emel Address |
I'm looking for a qualified contractor for the following {check all that 3

['12r Conziboning ‘Windows I"1Roofing
| I1Heangy Loors I 1sairg
[ Satar Phatovoda e [PV T Hot Wals o [JO0he

O Sakn Wislor Pessling T Insubstion OSakn Spacs Hisling
[ <olar Fool Heating Pumbing 1Wng Power

Suberet Coe
fowiret 4l oy

GEO&Smart

Homeowner Center

Fnaray Camar

Approved Confractor |

ATTENTION Wyoming HOMEOWNERS
Find EGIA APPROVED Contractors In Your Area

arse quaifis

clewing corlracto 0 1w
miraciar Progras

mem procot

10 provide homeawr

EGW Firandng

| Conmacior Refemral

energy eff Crnt

y igenlify the

DISMICT COMPIancs
cnngiora

SEOGENING 30

Service | Contractor Fhone
HVALC 307) 724
HVAL (307) 7S
Far yaur conmvenien:e QUET thave 1o conlat vor withie the next ba 1ys 1o
wNer any X ¢ and to scnedule 3 mee estimata for you
lMicient hanme
2 1rile vo lore the ECIAE
and pear -_1»:!“. ol e imyp
and posnnely impact the eavironment




WYOMING GEOSmart LOAN PROGRAM

Contractor Marketing and Sign-up Process

GEOSSmart’

Susipnabie Fnanciag Sanlens

APPROVED
CONTRACTOR

Fowm Ariarritnts

I2zrgram2elhic ey he

Sastalsadie Ananetay Salstioas e

IR Frap U merang

v

He Cestomer Loy

© & 12Monthk CRsamerts SN P22 Srancbicns

Iru-- Lieas Ptz “f. et 2 -,'~:.,Ill"| S eres sliurdauls ; : r Wyoming GEOSmart Loan Program

-
w Loan maovid:Up Tokas 00
- ~apaark

Ineu=l

el gy

b bl ol Request A GEOSmart Financing Sign-up Package

o FaibopzveConliscgn =i ciadeon Castamz Relendi=oprzmzid areorc2s: (ol i2e Casto L2aey Yesa T in the spEdcior Lelow 300 Cick T2 Submit Lot ‘af en finizazd

=138 Wi ZR0A 1 3 SRLE packaar wityr 7 beans

£ 00T 223133 30 06 POEPARTIC O 3T WU CLSICITErS e Yy oming GF

W T Lean Preg s titkente Reques:GSCan
L al® ik elum o cortEel L Sty o e rfarr sbun AlILGS o S 42 el LY

T psrlapsle in Hie Wity

sECEMY a0 Fragram

Company Name:

Contact Name. ; &
crivactors Vst

Request GEQOSmart Address: -
Sign-Up Kit Unit: w euslfisd woper Lle
City: fthe reneves )
‘ AT T or

Zip Code:;

gl
Phone. )
klerd be aoaroved by ZC
Fax:
Fax: 1= fur progrer srecival

I
[
[
I
[
State: [y |
[ e
I
[
[

www.egia.org/WyomingHP

Click Hese For
Sunil Peckspe

N /




4 1)
CONTACT INFORMATION

EGIB ELECTRIC & GAS INDUSTRIES ASSOCIATION

Bruce Matulich
Executive Director
(916) 480-7314 Office
(408) 781-4643 Cell
bmatulich@eqia.org




