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Executive Summary

7KH (QHUJ\ 6PDUW 3URJUDP WKH 33URJUDP" ZDV GHYHORSHG E\ WKH
iV DGPLQLVWHUHG E\ (QWHUJ\ 1HZ 2UOHDQV //& 3(12° DQG LV FXUUH
CB&l), the Third-3DUW\ $GPLQLVWUDWRU 373%" 7KLV UHSRUW FRQWDLQV
evaluated kWh savings results and other information regarding the New Orleans and Algiers portions of

the Program, specific to both the Residential and Commercial offerings. More detailed and complete
information, including post-evaluation results, will be provided in the Program Year 9 339" $QQXDO
Report.

The current Energy Smart portfolio of offerings runs from April 1, 2017 through December 31, 2019. To
ensure success in current and future offerings, the Program, led by APTIM, has engaged a number of
subcontractors that have extensive experience in energy efficiency offerings in the New Orleans market
to implement the Program, including:

Accelerated Innovations 3%,

Baynham Environmental

Energy Wise Alliance

Franklin Energy Services

Green Coast Enterprises

Green Light New Orleans

ILSI Engineering

TSG Services

Urban League of Louisiana
This report contains data on the Energy Smart Commercial & Industrial and Residential offerings, which
span the east bank of New Orleans and Algiers territory. The data includes the following:

Summary of activity by offering

kWh savings and incentive spend by offering

Marketing, outreach and engagement highlights
Program Year 9 is divided into four quarters:

x 4XDUWHU 34 7 +Max XD U\
X 4XDUWHU 34+June$SULO
4XDUWHU 3 4+September\
4AXDUWHU  Z2F W REeddhber
$Q HPSKDVLVY RQ ZRUNLQJ FROODERUDWLYHO\ ZLWK (12 WKH &RXQFI
including local policy advocacy groups, trade ally contractors and higher education institutions, has been
important for the implementation of the Energy Smart program. ENO and APTIM view collaborative

teamwork among the large number of stakeholders with diverse interests as a critical component to the
overall success of the program.
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Offerings Overview
Residential
x Home Performance with ENERGY STAR
x Residential Lighting & Appliances
x Low Income Audit & Weatherization
x High Efficiency Tune Up
x  Multi-Family
x Direct Load Control (EasyCool)
x School Kits & Education
x Green Light Direct Install
x Behavioral (Scorecard)
Commercial and Industrial
x Small Commercial Solutions
x Large Commercial & Industrial Solutions

x Publicly Funded Institutions
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Program Performance and Activity

Table 1.1

kWh % TO kWh kw kW % TO kW  INCENTIVE INCENTIVE % OF

SAVINGS GOAL SAVINGS TARGET* TARGET SPENT BUDGET BUDGET
Algiers =

' 158,957 1,583,738 10.04% 27.47 263.49 10.42% $5,229 $257,449 2.03%
Commercial
Algiers -

) ; 743,085 888,672 83.62% 199.28 269.72 73.88% $147,211 $194,280 75.77%
Residential

Algl_ers ) 1,155,879 0.00% - 982.50 0.00% B $0 0.00%
Behavioral

NO " | 5,075,374 32,893,541 15.43% 414.42 5,443.00 7.61% $554,694  $5,028,914 11.03%
Commercial

. NO " | 6,912,450 10,528,443 65.66% 1,685.58 2,428.24 49.17% $1,007,257  $2,353,484 41.42%
Residential
N.O. +

; 6,844,121 0.00% - 5,817.50 0.00% $- $0 0.00%
Behavioral

TOTAL | 12,889,866 53,894,394 23.92% 2,326.75 16,204.46 14.36% $1,714,391  $7,912,734 21.67%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 £9, approved
12/14/2017. Summary tables show savings and incentive spend from January 1st through June 30th, 2019.

Residential Summary

The Energy Smart Residential portfolio has performed well over the first half of 2019 and the Program
realized a large increase in portfolio production in Q2. The Energy Smart team partnered with several
organizations to help drive energy savings. Vietnamese Initiatives in Economic Training (VIET) provided
translators and promoted Energy Smart to members of their community. This partnership led to
completed assessments in the Home Performance with ENERGY STAR, Multi-Family and Low-Income
Audit and Weatherization offerings. The Energy Smart team also engaged with the New Orleans Baptist
Theological Seminary (NOBTS) which was able to participate in multiple offerings including Home
Performance with ENERGY STAR, Multi-Family and EasyCool. Large increases in participation within
the EasyCool and Multi-Family offerings can be attributed to the willingness of participants within these
partner organizations. The Energy Smart team has also discussed opportunities with SBP (formerly St.
Bernard Project) and the Finance Authority New Orleans (FANO) to bring additional offerings and savings
to Entergy New Orleans customers.

Energy Smart continued to welcome new Trade Allies into the Program while finding innovative ways to
improve interactions with customers. The Program team is working on an online Trade Ally directory to
promote active Trade Allies and provide customers with a resource to find a registered Trade Ally.

The Energy Smart team also worked on digital marketing efforts in Q2 to continue promotion of EasyCool
and Home Performance with ENERGY STAR. The team continues to see engagement through business
reply cards for EasyCool, driving a steady stream of customer leads. A pre-season letter for EasyCool
also provided customer engagement, while promoting positive word-of-mouth through referral materials.
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Commercial & Industrial Summary

The Energy Smart Commercial & Industrial offerings have performed well over the first half of the year,
due to targeted marketing, outreach and trade ally training and recruitment efforts that continue to drive
production and project pipeline development.

Commercial & Industrial marketing and outreach efforts in Q2 focused on targeting customers in key
segments such as higher education, commercial property management companies, hospitals and large
C&l. Marketing tactics included color print ads, Google paid search, e-blasts, earned media, cross-
promotion through local partners and associations and segment-specific outreach presentations.

The Energy Smart team continued to recruit new Trade Allies into the Program and continued to offer a
robust training calendar in Q2, and throughout the program year, that will further help develop the
knowledge and skill set of participating contractors. During Q2, the Energy Smart team recruited 14 new
Trade Allies and held or cross-promoted 26 training and workforce development sessions.

At the conclusion of Q2, the C&l Portfolio has reached 15.18% of kWh savings goal and 10.59% of the

incentive budget. The Energy Smart team will be working actively in Q3 to build the pipeline in support of
PY9 goal attainment.
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Residential Offerings Summary

Table 2.1

% TO . o
RESIDENTIAL KWH SAVINGS kw kW % TOKW  INCENTIVE INCENTIVE % OF

OFFERINGS SAVINGS GOAL SAVINGS  TARGET* TARGET SPENT BUDGET BUDGET

Alggirrsfor;';ﬂ?ee 313,550 214,789 145.98% 84.33 4270 197.49% $71,109 $56,489  125.88%

Ligh tinAgl%ieAr\z p“ia'iitea" 138,469 250,986 55.17% 27.69 53.40  51.86% $10,004 $27,596  36.25%

Algiers  £Multi -Family 7,244 53,717 13.49% 1.30 1030  12.65% $1,794 $15,664  11.45%

Algiers £Low Income 50,888 98,072 51.89% 16.52 2110  78.28% $25,797 $33,794  76.34%

Eﬁicierf\(ll?lliilsneilb_ipl)gh 183,015 134,413 136.16% e 40.40  156.74% $32,303 $24.897  129.75%

Algiers +DLC - ; N/A : 83.27  0.00% $ - $12,040 0.00%

Algiers +School Kits 47,573 136,695 34.80% 5.63 1855  30.35% $5,979 $23,800  25.12%

Algiers +Scorecard - 1,155,879 0.00% : 98250  0.00% $ - $- 0.00%

Algiers & N.O. iGLriZehrl 16,915 N/A N/A 3.49 N/A N/A $1,604 $78,607 2.04%

'l\j"eongor;';?]g‘ee 1,170,302 2,863,506  40.87% 297.06 571.84  51.95% $255004  $754.811  33.80%

N.O. iReg‘l;g:&% 3,021,663 3,357,145 90.01% 628.80 71145  88.38% $173,097 $366,435  47.24%

N.O. tMulti-Famiy | 55479 717,509 77.42% 95.66 138.03  69.30% $108,377  $197,737  54.81%

NO. +Low income | 473427 1316362  35.96% 216.11 28511  75.80% $200,509  $452,430  46.33%

N.O. +High ETf{J‘r’]'eerbcgs 1,238,129 1,727,139 71.69% 393.00 541.09  72.63% $204,550 $326,911  62.57%

NO. +DLC : - 0.00% - 1,106.23  0.00% $ - $159,960  0.00%

NLO. +School Kits | 438:882 546,782 80.27% 51.94 7449  69.73% $55,161 $95,200  57.94%
NLO. +Scorecard : 6,844,121  0.00% : 5817.50  0.00% $ - % - -

TOTAL 7,655,535 19,417,115 39.43% 1,884.86 10,497.96 17.95% $1,154,468 $2,626,371 43.96%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 +9, approved
12/14/2017. Summary tables show savings and incentive spend from January 1st through June 30th, 2019.
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Home Performance with ENERGY STAR ©

Offering Highlights

The Home Performance with ENERGY STAR (HPwES) offering had 1,379 participants in Q2. As part of
the end of year savings boost in PY8, this offering added energy saving kits to the Program. The kits
were promoted in Q4 of PY8 using business reply cards that were sent to 84,000 households. In Q2, the
Energy Smart team has continued to see participation through the kit offering, which is an easy entry-
point for new customers. 1,134 kits were shipped to customers in Q2. In addition to the kit promotion,
referrals from trade allies, online marketing and community outreach activities continue to play a pivotal
role in generating requests for home assessments.

Through outreach for the Multi-Family offering, the Energy Smart team has been working with the New
Orleans Baptist Theological Seminary (NOBTS). NOBTS was a great opportunity for the Energy Smart
team as the housing stock on campus was a mixture of single family and multi-family housing. The Energy

Smart team completed 33 HPWES assessments, including A/C Tune-Ups and duct sealing on the NOBTS
campus.

New Orleans:
X A total of 5,500 measures were installed during the second quarter of PY9.
X The offering reached 41% of the kWh goal, achieving 1,170,302 kWh.
X The offering reached 52% of the kW target, achieving 297.06 kW.

Algiers :
x A total of 1,109 measures were installed during the second quarter of PY9.
X The offering reached 146% of the kwWh goal, achieving 313,550 kWh.

X The offering reached 198% of the kW target, achieving 84.33 kW.

Table 2.2: 2019 Home Performance with ENERGY STAR Email Campaigns

AD NAME |IMPRESSIONS CTR CPC CLICKS

HPWES - May 40,587 .81% $.91 329
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Residential Lighting & Appli ances
Offering Highlights

The Residential Lighting & Appliance offering completed 44% of the savings goal in Q2 in New Orleans
and 36% of savings goal in Algiers. Walmart, one of the participating retailers, had a very strong start to
the year in sales of LED lighting. New participating stores, including Dollar General, were brought into
the offering to increase retail sales opportunities. The highest grossing store in the territory was Home
Depot utilizing 40% of the incentives in Q2, followed by The Green Project at 27% and Costco at 13%.
In addition to in-store lighting rebates, this offering promotes ENERGY STAR approved window A/C units,
heat pump water heaters, pool pumps and refrigerators. In Q2, there were 56 appliance rebates submitted
including 45 rebates for energy efficient refrigerators. Forty-eight rebates were submitted from the New
Orleans territory and 8 rebates submitted from Algiers. The offering will continue to promote appliance
rebates through online marketing, in-store promotion and community outreach.

The Green Project will be promoting the Residential Lighting and Appliance offering on their social media
pages as well as during workshops in Q3. The Energy Smart team provided The Green Project with an
LED Infographic that will be displayed alongside the in-store product to assist customers with selecting

the appropriate ODPS W\SH 7KH (QHUJ\ 6PDUW WHDP ZLOO DOVR FRQWLQX

month Circuit e-Newsletter.
New Orleans:
x A total of 1,110 measures were installed during the second quarter of PY9.
X The offering reached 90% of the kwWh goal, achieving 3,021,663 kWh.
X The offering reached 88% of the kW target, achieving 628.80 kW
Algiers :
X A total of 48 measures were installed during the second quarter of PY9.
X The offering reached 55% of the kWh goal, achieving 138,469 kWh.

X The offering reached 52% of the kW target, achieving 27.69 kW.
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Table 2.3: Participating Retailers

SUPPORTED RETAIL PROGRAMS

RETAIL COMPANY Lighiing | pppliances ADDRESS
Barto Appliance X 1400 Airline Dr
Costco Wholesale X 3900 Dublin St
Dollar Tree (Algiers) X 3771 General DeGaulle Dr
Dollar Tree (Donna Villa Shopping Center) X 9671 Chef Menteur Hwy
Dollar Tree (Gentilly Retail Center) X 4242 Chef Mentuer Hwy
Dollar Tree (Morrison) X 11701 Morrision Rd
Dollar Tree (Navarre) X 5201 Canal Blvd
Dollar Tree (Tulane/Carrollton) X 4115 S Carrollton Ave
Home Depot (Bullard) X X 12300 I-10 Service Rd
Home Depot (Central) X X 1100 S Claiborne Ave
Lowes (Central) X 2501 Elysian Fields Ave
Lowes (Read) X 5770 Read Blvd
The Green Project X 2831 Marais St
Walmart (Behrman) X X 4001 Behrman PI
Walmart (Bullard) X X 6000 Bullard Ave
Walmart (Chef Menteur) X X 4301 Chef Menteur Hwy
Walmart (Tchoupitoulas) X X 1901 Tchoupitoulas St

7KH (QHUJ\ 6PDUW WHDP SURYLGHG 3W U D L Qigitikg-and/Appliar@eddfféringg \O H W
including available rebates with retail managers, cashiers, other applicable employees and interested
customers who were present. This also included providing marketing materials and signage to employees.

Table 2.4: Q2 PY9 Retail Training Calendar

NUMBER OF
LOCATION AUDIENCE PARTICIPANTS
6/19/2019 The Green Project - 7243, 2831 Marais St. Retail Employees / Customers 3
6/25/2019 The Green Project - 7243, 2831 Marais St. Retail Employees 1
6/26/2019 \[/)Vralgreens #3889 - 4110 General de Gaulle Retail Employees / Customers 5
6/26/2019 Walgreens #5551 - 619 Decatur St. Retail Employees 1
6/26/2019 Walgreens #9063 - 134 Royal St. Retail Employees 1

Totals 5 Trainings 8 Participants
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Low -Income Audit & Weatherization
Offering Highlights

The Low-Income Audit & Weatherization offering had 223 participants in Q2. The New Orleans territory
completed 28% of the savings goal and Algiers completed 48% of the savings goal in Q2. The Energy
Smart team partnered with VIET (Vietnamese Initiatives in Economic Training) to engage with
Vietnamese-speaking customers and drive participation in New Orleans East. This partnership has
allowed the Energy Smart team to work with translators to better support the Vietnamese community. 15
participants have completed assessments through VIET. The Energy Smart team looks to continue this
relationship for additional participants in Q3 and Q4. Community outreach will continue to be a large
source of leads by getting in front of customers and explaining the benefits of the offering. Trade Ally
referrals will also continue to bring a large quantity of Low-Income Audit & Weatherization participation.
The Energy Smart team used online marketing tactics such as Google display and Facebook ads to
increase awareness. Marketing collateral was also updated for Vietnamese and Spanish speaking
customers in Q2.

New Orleans:
x A total of 516 measures were installed during the second quarter of PY9.
X The offering reached 36% of the kWh goal, achieving 473,427 kWh.
X The offering reached 76% of the kW target, achieving 216.11 kW.
Algiers :
X A total of 69 measures were installed during the second quarter of PY9.
X The offering reached 52% of the kwWh goal, achieving 50,888 kWh.

X The offering reached 78% of the kW target, achieving 16.52 kW.
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High Efficiency A/IC  Tune-Up
Offering Highlights
The High Efficiency A/C Tune-Up offering reached 65% of goal in New Orleans and 90% of goal in Algiers.
This time of year is extremely important for this offering. For accurate A/C Tune-Ups to occur, the
temperature needs to be above 70° to complete the work. The A/C system needs to be turned on and
operating to properly assess the unit and complete the tune-up. Opportunities for duct sealing are
evaluated during the A/C tune up appointment and completed if necessary. The Energy Smart team saw
an increase in savings and participation in Q2 as environmental conditions are conducive to complete
tune-ups. Trade Allies are required to provide schedules of appointments which allows the Energy Smart
quality control technicians to inspect work and provide training additional training to Trade Allies as
needed.
New Orleans:

X A total of 673 measures were implemented during the second quarter of PY9.

X The offering reached 72% of the kWh goal, achieving 1,238,129 kWh.

X The offering reached 73% of the kW target, achieving 393.00 kW.
Algiers :

X A total of 91 measures were implemented during the second quarter of PY9.

X The offering reached 136% of the kWh goal, achieving 183,015 kWh.

X The offering reached 157% of the kW target, achieving 63.32 kW.
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Multi -Family Offering Highlight s

The Multi-Family offering completed 355 Multi-Family audits in Q2. The New Orleans terrifory achieved
73% of the energy savings goal and Algiers reached 9% of the energy savings goals. The Energy Smart
team completed direct installation measures, assessments, thermostat installation and A/C tune-ups with
the New Orleans Baptist Theological Seminary in Gentilly which contains 290 multi-family units. The
project started at the beginning of Q2 and was the first large complex to participate in the offering during
the current program cycle. This campus also has single family housing that participated in the HPWES
offering. The Energy Smart team will look to add additional properties as necessary and also continue to
service the duplexes through the Multi-Family offering. In Q2, 64 duplex units were completed in the
Multi-Family offering.

New Orleans:
X A total of 236 measures were installed during the second quarter of PY9.
X The offering reached 77% of the kWh goal, achieving 555,479 kWh.
X The offering reached 69% of the kW target, achieving 95.66 kW.
Algiers :
X A total of 7 measures were installed during the second quarter of PY9.
X The offering reached 14% of the kWh goal, achieving 7,244 kWh.

X The offering reached 13% of the kW target, achieving 1.30 kW.
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Direct Loa d Control (EasyCool)
Offering Highlights

The EasyCool offering installed 589 devices in Q2. Of these 589 devices, 323 switches were installed at
the New Orleans Baptist Theological Seminary campus. Cycling season began June 1, 2019 and the first
cycling event took place on June 26, 2019. The event ran for four hours, cycling the air condenser on
and off every 15 minutes while keeping the fan running to circulate already-cooled air. There were 1,617
active devices that were controlled during this event. The Energy Smart team maintains an on-call rotation
of DLC technicians to provide after-hours support in case a customer experiences an issue during or
after the event is completed.

The Energy Smart team evaluated the need to add staffing to this program in Q1 and brought in two
additional DLC technicians to support installation and service the growing needs of the EasyCool offering.
Energy Smart has worked with two local disadvantaged business enterprise (DBE) subcontractors to fill
these open positions. The additional staff in Q2, along with the New Orleans Baptist Theological Seminary
opportunity, drove significant increase in production. Business Reply Mailers have also added to the
number of enrollments with over 50,000 mailers sent to customers in Q2. The Energy Smart team intends
to build off this successful marketing tactic in Q3 to continue to drive enroliments in the EasyCool offering.

New Orleans:

X A total of 663 devices were installed during the first half of PY9.
Algiers:

X A total of 53 devices were installed during the first half of PY9.

Table 2.5: Q2 EasyCool Emails

NAME ‘ SENT OPENRATE CTR CLICKS

EasyCool June 2,543 22.5% 5.7% 31

Table 2.6: Q2 EasyCool BRC Mailings

NAME SENT RETURNED RETURN RATE

EasyCool BRC April (4/24) |24,000 500 2.08%

EasyCo ol BRC June (6/19) |30,000

Table 2.7: EasyCool Q2 2019 Display Ads

NAME IMPRESSIONS CTR  Clicks

EasyCool Display Ad +Save Money 192,984 .08% 151
EasyCool Display Ad +Local Creative 344,246 11% 369
EasyCool Display Ad  +Sunflower Image 190,784 11% 202
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Green Light New Orleans
Offering Highlights

In Q2, Green Light installed 729 light bulbs, of which 651 were CFLs and 78 were LEDs.

Table 2.8

TERRITORY LAMPS CFLs LEDs

New Orleans

Algiers

New Orleans:

X A total of 52 LEDs were installed in the second quarter of PY9, achieving 1,290 kWh
and 0.27 kW.

X A total of 575 CFLs were installed in the second quarter of PY9, achieving 13,279 kWh
and 2.74 kW.

Algiers:

x Atotal of 26 LEDs were installed in the second quarter of PY9, achieving 645 kWh
and 0.13 kW.

X A total of 76 CFLs were installed in the second quarter of PY9, achieving 1,702 kWh
and 0.35 kW.
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School Kits & Education
Offering Highlights

In Q2, the Energy Smart team delivered education programming and 354 energy efficiency kits to Orleans
Parish students. Of those, 84 went to Algiers schools. At the end of Q2, the School Kits offering had
achieved 71% of the annual energy savings target.

After kits are distributed, students return a homework form to report kWh saved based on the measures
they installed with their families. In Q2, 1,212 students from 11 schools submitted their reporting. The
Energy Smart team distributed an average of 134 kits per school, 61% of students returned their
KRPHZRUN IRUP DQG VWXGHQWVY DYHUDJH VDY LfQrdhne caifedtiperiod. N: K SHL

The Energy Smart team continued to conduct outreach to 100% of Orleans Parish Public Schools via

phone, email and in-person visits and provides programming to all 68 eligible schools. The School Kits

offering reaches students in the New Orleans Public Schools as well as local private schools that offer a
scholarship voucher. ThLHVH PHWKRGV KHOS WR LQFUHDVH WKH SURJUDPYV U
achieve the maximum kWh savings possible within Orleans Parish.

New Orleans:
X A total of 270 school kit measures were installed during the second quarter of PY9.
X The offering reached 80% of the kWh goal, achieving 438,882 kWh.
X The offering reached 70% of the kW target, achieving 51.94 kW.

Algiers:
X A total of 84 school kit measures were installed during the second quarter of PY9.
X The offering reached 35 % of the kWh goal, achieving 47,573 kWh.

x The offering reached 30% of the kW target, achieving 5.63 kW.
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Behavioral (Scorecard)

Summary

The Energy Smart Scorecard offering was implemented without any issues during Q2 and the two
incidents that the Energy Smart Scorecard offering experienced in Q1 were resolved.

In late Q1, the Energy Smart Scorecard distribution experienced an interruption due to a weather data
issue and the offering experienced high bounce rates. The resolutions were as follows:

T lIssue One - Weather Data: The process that generates scorecards was unable to complete
successfully because of a change in the data format from the weather provider. Unfortunately,
this failure occurred at a pointin AIfV FRGH WKDW GLG QRW JHQHUDWH
unaware that emails were not going out. Al ran stats queries immediately following each
scorecard run to validate Send statistics. In parallel, Al added specific logging to alert the
development team to weather data failure for any zip code. This issue affected Scorecards in late
March and was resolved in early April.

DQ HU

¥ IssueTwo- +LIJK %RXQFH 5DWH $00O VFRUHFDUGY DUH %&&THG WR D(

for troubleshooting purposes. That internal mailbox became full and started generating bounces
for every message, which resulted in inaccurate data. Accurate stats are shown here, below.

Any customers who missed their Scorecard as the issue was resolved received their Scorecard the
following month. The Energy Smart team opted not to send two Scorecards in a row (one from the missed
month and one from the current month) to avoid confusion from multiple similar emails arriving at the
same time.

In all other areas, Scorecards are being sent on schedule without further issue.The Energy Smart team
noticed that Scorecards sent in smaller batches at the end of the month have a much higher open rate
than those sent at other times in the month and in larger batches. The Energy Smart development team
is investigating reasons for this.

Offering Highlights

Following are the delivery metrics of the distribution of Scorecards each week starting on the first week
of the Q2 period, April 5, 2019 through the end of June, 2019.
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Delivery Metrics

Table 4.1
DATE  ACTION  TOTAL % SENT
Send 5915 100%
Open 1753 29.6%
06/21/2019 Click 21 0.36%
Bounce 631 10.67%
Unsubscribe 4 .07%
Send 29654 100%
Open 5297 18.2%
06/07/2019 Click 82 0.28%
Bounce 1960 6.1%
Unsubscribe 19 .06%
Send 13574 100%
Open 4809 35.4%
5/31/2019 Click 51 .38%
Bounce 677 4.9%
Unsubscribe 6 .04%
Send 38883 100%
Open 6896 17.7%
5/24/2019 Click 108 0.28%
Bounce 2072 5.3%
Unsubscribe 14 .03%
Send 27547 100%
Open 4927 17.9%
5/10/2019 Click 77 0.28%
Bounce 1948 7.1%
Unsubscribe 14 .05%
4/26/2019 Send 34325 100%
Open 6151 17.9%
Click 77 .22%
Bounce 1675 4.9%
Unsubscribe 15 .05%
Send 18589 100%
Open 3190 17.6%
4/12/2019 Click 43 0.23%
Bounce 1259 6.8%
Unsubscribe 9 .05%
Send 40212 100%
Open 6812 16.9%
4/05/2019 Click 94 0.23%
Bounce 2334 5.8%
Unsubscribe 8 .02%
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Commercial & Industrial Offerings Summary

Table 5.1
0,
COMMERCIAL = kWh ot KW KW wTokw | ACTYAL  INCENTIVE % OF
& INDUSTRIAL = SAVINGS SAVINGS  TARGET*  TARGET BUDGET  BUDGET
GOAL SPENT
C AIgiErs *| oo camroa sacaen oo am ammen omeser emooa s coe aosor
Sl £ 158,957 535,678 29.67% 27.47 107.60 25.54% $5,229 $105,675 4.95%
Algiers - Laggj - 797,046 0.00% - 117.40 0.00% $- $113,462 0.00%
Algiers +PFI - 251,013 0.00% - 38.50 0.00% $- $38,312 0.00%
N.O. £Small o 0 0
N | L779.652 5760033  30.90% 129.06 1,098.10 11.75% $207,758  $1,136,305  18.28%
N.O. - Large ® e o
9 | 3205722 24205586  13.62% 285.36 3,914.80 7.29% $346,936  $3.445727  10.07%
N.O. +PFI - 2,927,922 0.00% - 430.20 0.00% $- $446,882 0.00%

TOTAL | 5234331 34,477,278 15.18% 5,706.50 $559,923 $5,286,363 10.59%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 +9, approved
12/14/2017. Summary tables show savings and incentive spend from January 1st through June 30th, 2019.
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Small Commercial Solutions

Offering Highlights

The Small Commercial offering achieved 1,938,609 kWh through Q2 (1,779,652 kWh in New Orleans
and 158,957 kWh in Algiers), with 1,333,320 kWh closing in the second quarter. Through Q2, the Small
Commercial Offering has an estimated 5,531,670 kWh in the pipeline for PY9 (4,993,461 kWh in New
Orleans and 538,210 kWh in Algiers), resulting in a current forecast of 87% to goal in New Orleans and
100% to goal in Algiers for PY9. The Small Commercial Solutions offerings continue to trend strongly
towards achieving goal, adding 3,010,566 to the pipeline in Q2. The Energy Smart team continues to see

results from marketing and outreach strategies to both customers and Trade Allies.

The Energy Smart team plans to launch a Small Business Direct Install offering in Q3 that will be another
strategy used to address barriers that small commercial customers face by offering enhanced incentives

to cover a great portion of the project cost.

New Orleans:

X A total of 16 projects were completed during the second quarter of PY9.

x The offering reached 31% of the kWh goal, achieving 1,779,652 kWh.

X The offering reached 12% of the kW target, achieving 129.06 kW.
Algiers :

X 2 projects were completed during the second quarter of PY9.

X The offering reached 30% of the kWh goal, achieving 158,957 kWh.

X The offering reached 26% of the kW target, achieving 27.47 kW.

Table 5.2

New Orleans

PROJECT TYPE

Custom Lighting

COUNT OF TOTAL GROSS
PROJECTS SAVINGS (kWh)

18 1,684,318

Prescriptive 95,333

Algiers
PROJECT TYPE

COUNT OF TOTAL GROSS
PROJECTS SAVINGS (kWh

2 24,599
Prescriptive 134,359

Custom Lighting
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Percentage of total project cost covered by the incentives:

Table 5.3
PROJECT TYPE | TOTAL INCENTIVES TOTAL PROJECT COSTS % COVERED
Custom Lighting $206,983 $434,122 47.68%
Prescriptive $6,004 $6,298 95.32%

Large Commercial & Industr ial Solutions
Offering Highlights

The Large Commercial offering completed 3,295,722 kWh through Q2, all of which are savings in the
New Orleans territory, and 1,696,130 kWh in savings were achieved in the second quarter. Through Q2,
the Large Commercial offering has an estimated 17,766,439 kWh in the pipeline for PY9 (16,684,347
kWh for New Orleans and 1,082,092 kWh for Algiers), resulting in a current forecast of 69% to goal in
New Orleans and 136% to goal in Algiers for PY9. Similar to the Small Commercial offerings, the Large
Commercial & Industrial offerings have seen results from the marketing and outreach strategies and
initiatives implemented through the first half of the program year. Direct outreach in Algiers has
contributed to filling the pipeline for that territory which is forecasted to reach 135% of the goal while
remaining within budget. Marketing, targeted customer outreach efforts, training opportunities and Trade
Ally development have all contributed to filling the pipeline to 69% of the 24 million kwh goal in New
Orleans.

The Energy Smart team will continue to implement a variety of strategies to engage the market and
increase production in Q3.

New Orleans:
X A total of 9 projects were completed during the second quarter of PY9.
X The offering reached 14% of the kWh goal, achieving 3,295,722 kWh.
X The offering reached 7% of the kW target, achieving 285.36 kW.
Algiers :

X No projects were completed during the second quarter of PY9.
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Table 5.4

New Orleans
COUNT OF PROJECTS TOTAL GROSS SAVINGS (kWh) TOTAL INCENTIVES
Custom Lighting 4 2,862,522 $290,703
Custom Non -Lighting 12 208,774 $25,053
Prescriptive 8 224,426 $31,180

19 3,295,722 $346,936

Percentage of total project cost covered by the incentives:

Table 5.5
PROJECT TYPE | TOTAL INCENTIVES TOTAL PROJECT COSTS % COVERED
Custom Lighting $290,703 $603,068 48.20%
Custom Non -Lighting $25,053 $719,053 3.48%
Prescriptive $31,180 $49,543 62.93%

$346,936 $1,371,664 25.29%
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Publicly Funded Institutions

Offering Highlights

The Publicly Funded Institutions (PFI) offering has not paid any projects in PY9. Through Q2, the PFI
offering has an estimated 758,378 kWh in the pipeline for PY9 (743,785 for New Orleans and 14,593 for
Algiers), resulting in a current forecast of 24% to goal for PY9. The Energy Smart team continues to work
with existing partners to identify opportunities within the PFI sector and have had productive meetings
with publicly funded customers throughout Q2 where opportunities have been identified in both New
2UO0HDQV DQG $0JLHUV WKDW DUHQYW \HW UHDOL]JHG LQ WKH SLSHOI
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Marketing and Outreach

Residential Marketing and Outreach Highlights

In Q2 the Energy Smart team focused on additional tactics for awareness and customer recruitment. The

$SULO ODXQFK RI WKH (DV\&RRO UHIHU BRef€ aFFJR $ LG QF SdoHE_REy& & Q F O X
Development of this strategy was based on the 2018 Residential Stakeholder Advisory group. While

results from these pieces are not yet available, the Energy Smart team is confident the pieces will help

spread positive word-of-mouth with customers.

The EasyCool Google display ads ran April 8 through May 31, 2019. Results showed over 728,000
impressions with 722 clicks, a click-through-rate of 0.10% with an average cost-per-click of $1.03. The
advertisements were successful in providing a high number of exposures to EasyCool messaging and
were a good test to determine future Google display opportunities. There were 9 advertisements in market,
and three of them performed best based on their size. The team tested three different creatives, 3 ads
per creative. One ad incorporated a local image used in previous marketing efforts; another included a
local image of sunflowers in a park and the last was a line drawing from a recent newsletter sent to
residents. Results are shown below in Table 9.2. Google Analytics was enabled after the campaign
launched, so data pertaining to how much traffic each ad group drove to the site is unknown; however
the campaign as a whole drove 582 visits to the EasyCool lead form. The ads with the sunflower image
received the most clicks (55) and the highest CTR (.10%). Within that campaign, the 300 x 250 sized ad
received the most clicks (31) and the 728 x 90 sized ad received the second most clicks (13). Different
sized ads ran because depending on the website where the ads appear, that site may have a different
spot available for display ads. For instance, some sites use a banner ad at the top of the page and others
use a left- or right-hand side feed.

In May, the Energy Smart team launched Facebook campaigns promoting Home Performance with
ENERGY STAR. These advertisements focused on New Orleans zip codes who either lived in single-
family detached homes or were house hunting. The advertisements ran from May 22" through June 22",
This campaign generated over 40,000 impressions with over 300 clicks for a click-through-rate of 0.81%.
The campaign generated 2 new customer sign-ups for the program. Future campaigns will focus on a
more targeted audience, using known email addresses to create a list of customers with similar interests
and demographic traits. Past results also show that an omni-channel approach is more effective, and that
pairing a business reply card mailing along with digital tactics drives more engagement.

The Energy Smart team also updated the translated the general Energy Smart Spanish and Vietnamese
brochures. The updated brochures will aid the outreach during future outreach events and ensure the
program and offerings are understood by these non-English speaking groups.

Leading up to the cooling season, a pre-season letter and referral postcard were sent to customers on
May 29", At the end of the first quarter, 24,000 business reply cards were sent. Over 500 replies were
received in second quarter, resulting in a 2% response rate. This tactic will continue to be used throughout
the third quarter.
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Q3 will focus on a number of efforts to continue the promotion of EasyCool including development of an
infographic. Messaging will highlight non-energy benefits and minimal disruption to home environments.

Table 7.1: Q2 2019 Marketing Tactical Calendar

TACTIC TIMING OFFERING
E-Circuit Newsletter April Earth Day theme - EasyCool
Refer-A-Friend Card & Door Hanger April EasyCool
Display Advertisement April-May EasyCool
E-Circuit Newsletter May Stay cool this summer - AC Tune-ups
Pre-Season Mailing May EasyCool
Bill Insert May EasyCool/HPWES
Facebook Advertisement May-June HPWES

Table 7.2: Q2 2019 Circuit Newsletter Metrics

MONTH APRIL MAY JUNE
Scheduled Recipients 105,124 95,089 94,959
Delivery Rate 98.41% 98.82% 99.28%

Open Rate

0, 0, 0,
(Newsletter Interest) 20 2 Aesie

Click -to-Open Rate

0, 0, 0,
(Detailed Content Interest) 11.58% 8.81% 10.21%

Total Clicks 3,933 2,861 3,518

Unique Clicks 3,559 2,315 2,559

Click Rate N/A 2.46% 2.71%
Ranked Link 1st 2nd 8th

Community Outreach
Highlights

In Q2, the Energy Smart team completed 31 community outreach activities, such as attending events,
presenting to neighborhood associations and canvassing businesses. The total customer reach
combined was 3,720 people, with staff engaging in one-on-one conversations with 871 individuals and
directly generating 174 leads across home assessments and EasyCool. Of the 31 events, 23% of the
events took place in Algiers.

Despite a lower community reach to individuals in Q2, the Energy Smart team was able to generate a
comparable number of conversations and leads because the events attended allowed for more direct
conversations and higher engagement quality. Venues included the Xavier University Earth Day Event,
VIET, Baptist Community Ministries Resource Fair, Saint Rita Cahtolic Church Community Health Fair,
Eat Local Challenge and a handful of senior events.
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The Energy Smart team also added several NORD summer camps to the outreach portfolio in an attempt
torHDFK WKH VWXGHQWYVY SDE@RRYQ LMMDPIRWUNYFBGXGEGH QG $FHV $EXQC
New Orleans Ballet Association and The NET Charter High School summer programs. Six hundred 9W

LED bulbs were distributed to 150 campers with literature and sign up information for Energy Smart.

Table 7.3: Events by City Council District Q2

COUNCIL DISTRICT EVENTS ATTENDED PERCENT BY DISTRICT
A 4 12.9%
B 8 25.8%
@ 10 32.3%
D 6 19.4%
E g 9.7%
Grand Total 31 100.0%

Commercial Marketing and Outreach Highlights

During Q2 the Energy Smart team focused on driving program awareness and participation within the
business community in both East Bank and Algiers territories. The key C&I customers segments targeted
in Q2 were higher education, commercial property management companies, large consumers and
hospitals.

New creative assets were developed and launched during Q2, such as full color print ads for Preservation
in Print, Biz New Orleans and City Business Journal. Two Google paid search ads launched on May 8"
and new e-blasts were developed and implemented targeting small and large C&I customers, healthcare
and architectural firms.

For outreach events, the Energy Smart team developed segment specific presentations to ensure the
content was current and relevant to the event and the attendees, such as the presentation given to the
Louisiana Society of Healthcare Facility Managers. The Energy Smart team collaborated with the Entergy
Louisiana Entergy Solutions team and Green Coast Enterprises in the development of this presentation
which showcased the C&I program offerings for both Energy Smart and Entergy Solutions and detailed
the benefits of implementing energy efficiency measures in healthcare facilities. The presentation was
well received and resulted in several valuable leads.

Plans for Q3 include developing marketing assets targeted to commercial property management
companies, retail, office and large C&l customer segments. Tactics will include e-blasts, tailored
presentations to associations, digital and print advertising and continued direct customer outreach. The
Energy Smart team will continue to develop new case studies for specific customer and facility types.

Marketing Assets
x Color print ad for business publications

x Digital paid search ads
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x Eblasts to targeted C&I customers
Marketing Tactics
x Program content in e-newsletters such as:
X New Orleans Agenda e-newsletter
X Biz New Orleans e-newsletter
x Chamber of Commerce Event calendar
X StayLocal e-newsletter

x Eblast to all Trade Allies on April 1 messaging Lighting Application Tips Discussion Trade Ally
meeting (meeting was cancelled on 4/11)

X Openrate: 48.6%
x Click rate: 2.8%

x Eblast to commercial ENO accounts on April 4, messaging the Energy Smart Program and the
NOLA Energy Challenge

X Openrate: 15.7%
x Click rate: .2%
x Eblast to all Trade Allies on April 10 regarding the Q2 Trade Ally Newsletter
X Openrate: 46.2%
x Click rate: 2.8%
X Secured interview on April 17 between Entergy New Orleans client and Biz New Orleans
X Article ran April 22 in Biz New Orleans newsletter

x Eblast targeting healthcare industry on April 23 messaging Energy Smart Incentives for the
Healthcare Industry

X Openrate: 26.9%
x Click rate: 7.1%
x  Full color, ¥4 page print ad ran May 1 in Biz New Orleans magazine

x Eblast to participating Entergy C&I customers and Trade Allies on May 3 messaging Energy
Smart Mid-Year Announcements

X Openrate: 26.8%
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x Click rate: 1.2%
X Eblast to Higher Education Cohort on May 6 announcing the Higher Ed Cohort meeting
x Openrate: 32.8%
x Click rate: 12.1%
x Launched Google Paid Search ads on May 8
X Results as of June 30
X Impressions: 2603
x Clicks: 136
x Calls: 25
x Full color ¥ page print ad ran in May 24 issue of City Business Journal
x Eblast to Trade Allies on May 29 messaging the Energy Smart Efficiency Panel Discussion
X Open rate: 54.6%
x Click rate: 4.6%
x Eblast targeting architectural firms on June 27 messaging Energy Smart Incentives
x Open rate: 20.0%

X Click rate: 0%

Outreach Tactics, Events and Presentations

Direct targeted outreach to key customers and segments was defined in the PY9 Marketing,
Communications & Outreach Plan. During Q2, the outreach team targeted the following segments:
higher education institutions, hospitals, large C&l and commercial property management companies. The
Energy Smart team made over 180 direct outreach contacts via email, phone and attended or presented
at 42 meetings to customers and customer groups.

Table 7.4: Q1 2019 Commercial Outreach Events

DATE EVENT

April1 | CX Customer Meeting
April 3 | USDA Meeting

April 4 | Ron Somverville Meeting
April 8 | Orleans Parish School Board Meeting
April 9 | NASA Michoud Meeting
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April 9 | Convention Center Meeting
April 9 | Riverwalk Meeting
April 10 | Build NOLA Mobilization Fund Information Session
April 10 | Institute of Real Estate Management Meeting
April 12 | Norman Roussell Meeting
April 16 | Entergy Lunch & Learn Entergy
April 16 | ASHRAE Meeting
April 17 | Siemens Meeting
April 26 | Good Work Network Meeting
April 29 | Domain +Crescent Club Apartments
May 8 | Good Work Network Meeting
May 10 | Louisiana Society of Hospital Facility Managers
May 14 | Tulane University Business School Meeting
May 20 | University of New Orleans
May 21 | ASHRAE Meeting
May 22 | StaylLocal Meeting
May 22 | Renaissance Publishing Business Networking Lunch
May 22 | St. George Church Meeting
May 22 | Touro Infirmary Meeting
May28 | &KLOGUHQYV +RVSLWDO
May 30 | NOLA Energy Challenge
May 30 | Renaissance Publishing Networking Event
May 31 | Goodwood Meeting
June 4 | University Medical Center
June 4 | International Facility Manager Association
June 5 | Entergy Customer Service Managers Storm Preparedness Meeting
June 5 | The Green Project Meeting
June 10 | MCC Hotel Meeting
June 11 | New Orleans Food Co-op Meeting
June 11 | & KL O GHbkpiei Meeting
June 11 | WDG Architects Meeting

June 11 | Jackson Barracks Meeting

New Orleans Metropolitan Association of Realtors +Commercial
Division

June 12 | SUNO Meeting

June 24 | City Park Meeting

June 12

June 25 | NOLA Energy Challenge Meeting

June 28 | Institute of Real Estate Management Luncheon

Program Presentations:
X Higher Education £3 presentations

X Financial 1 presentation
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X Hospitality +2 presentation

X Healthcare %4 presentations

X Associations +9 presentations
x ASHRAE
X Louisiana Society of Hospital Facility Managers
X Institute of Real Estate Management
X International Facility Managers Associations
X Renaissance Publishing Group

X Non-Profit Organizations 3 presentations

X Publicly Funded Institutions +3 presentation

x Direct Customer Outreach +9 presentations

x Government x5 presentations

X Retail +1 presentation

X Property Management +1 presentation

x Entergy Internal Groups *2 presentations

Higher Education Cohort

The goal of the Higher Education Cohort is to develop a peer-to-peer exchange network that provides a
forum for sharing effective methods for achieving energy savings as well as overcoming barriers to
success. The Cohort provides a platform for collaboration to share knowledge, reduce barriers and
promote effective strategies for making campuses more sustainable and energy efficient. The Cohort has
evolved substantially since its launch in 2017 with more participating institutions and other organizations
that face similar challenges from a campus configuration.

The second quarterly meeting of PY9 was held on May 14, 2019 and attended by patrticipants from six
institutions. The cohort meeting started with presentations from two of the Higher Education Cohort
members. Kirk Deslatte from LSU Health reviewed energy efficiency projects he completed with Energy
Smart and the process and barriers along the way. Dr. Latonia Viverette Batiste gave an overview on
Student Involvement and Sustainability at Xavier University. The Energy Smart team provided program
updates on budget pipeline, trade ally tiering levels, program clarifications regarding free ridership and
savings estimates as well as reviewing the results from the Higher Education Cohort Survey and
reviewing the 2019 goals for the Higher Education Cohort and status of those goals. At time of the
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meeting, the cohort is forecasting to have 41% of their 5 million kWh savings goal submitted and in the
pipeline. The purpose of the Higher Education Cohort Survey was to discover what cohort members
wished to gain from the meetings. The top three results were on 1) understanding how to participate in
the program 2) learning about energy efficiency topics and 3) learning about sustainability and energy
efficiency strategies. Meeting adjourned with roundtable Q&A.

Table 7.5

LOCATION

Member Presentations; Energy Smart Program Updates;

Q2 xMay 14 (RIS Higher Education Cohort Updates; Roundtable discussion.

2018 Program Results; Best Practices for Senior
Management Engagement in Energy Efficiency;
Roundtable discussion; goals for 2019.

Archdiocese of New

Q1 +February 12 Orleans

Participating Institutions and Organizations:

Dillard University

Louisiana State University Medical Center

Louisiana State University Health Foundation
Southern University at New Orleans (SUNO)

Tulane University

University of New Orleans (UNO)

Xavier University

New Orleans Baptist Theological Seminary (NOBTS)
Archdiocese of New Orleans

New Orleans Baptist Association

X X X X X X X X X X
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Trade Allies
Trade Ally Highlights

In Q2 the Energy Smart team continued to build upon the success from the first quarter of 2019.
Residential offerings for both Algiers and New Orleans continued to move along strongly in Q2, with Multi-
Family being a particular focus. The Commercial and Industrial Trade Ally network grew by 14%. The
Energy Smart team provided both Residential and C&I Trade Allies with training and networking
opportunities that enhanced the program and increased production.

In the beginning of May, Energy Smart held the second quarterly Trade Ally Advisory Group meetings for
both the Residential and C&I networks. The Energy Smart team identified further opportunities in Q2 for
engagement with C&I Trade Allies that will be implemented throughout the remainder of PY9. These
opportunities include networking events, green building facility tours, technical energy efficiency trainings,
sales trainings and increasing the level of communication between facility directors and Trade Allies.
Objectives include building stronger relationships with community stakeholders who can assist with
increasing diversity within the Trade Ally Network. The residential program identified the following
opportunities for Q3 from the Q2 residential Trade Ally Advisory Group meeting: the need to formally
report customer referrals, the opportunity to build a framework for the creation of a tiered residential Trade
Ally ranking system, more technical one-on-one trainings specific to rebate submissions, and the
opportunity to create a one-stop-shop for Trade Allies to see valuable resource materials such as past
newsletters or local community event calendars.

Trade Ally Advisory Group Meeting (TAAG)

The Q2 C&l TAAG meeting was held on May 2, 2019. Thirdy C&I Trade Allies, representing 24 companies,
were in attendance. The TAAG meetings continue to see increased attendance and participation which
demonstrates the value of the group. The Q2 meeting focused on program updates regarding funding
and goal attainment, as well as the unveiling of the forthcoming tiered Trade Ally ranking system the
online searchable Trade Ally database that will launch in early in Q3. In addition, two guest speakers
presented at the meeting. Camille Pollan from the City of New Orleans Office of Resilience and
6XVWDLQDELOLW\ SURPRWHG WKH &LW\TV (Qdf UalisighK B@en HCQrpH D QG
promoted Louisiana Green Corps as a workforce development resource for Trade Allies. One major area
of interest that was identified in the meeting were new construction projects. Specifically, the Trade Allies
requested information on how to determine new construction baselines and the method for calculating
incentives.

Other C&I discusssion topics included:
X Tips on using Energy Smart marketing materials in the consulting process.
x Guidance on avoiding free ridership in projects.
X Ways in which post-project follows up with cients and excellent customer service can impact sales.

x Feedback on upcoming training opportunities.
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During the Q2 Residential Trade Ally Advisory Group meeting, also held on May 2", Monique Pilie from

LA Green Corps promoted Louisiana Green Corps as a source of workforce development for Trade Allies.

In addition, the Energy Smart team reviewed participation guidelines for representing the program and a
7TUDGH $00\YV FRPSDQ\ WR FXVW R Risthegduldysehces@ndrefedrd caisidmer® HV |
to the program. Trade Ally discussion included conversations about possible changes to best practice
standards and rebate requirements, with different ways to service customers in the residential program
offerings. Trade Allies expressed interest in training technicians directly on best practices and the Trade

Ally manual. They also requested clarification on the differences between requirements in measures that
overlap one another, such as air sealing and attic insulation. Lastly, Trade Allies agreed to supplying
documentation for homes upon program request in the event that an issue or hazard is detected.

Measuring the Network
Contractor Engagement

Engagement is defined as contractors who have applied and been approved to become Registered
Residential Trade Ally and/or Registered Commercial & Industrial Trade Ally. Contractors who register
with both are counted in both totals, as the networks are considered separate in nature.

The Commercial and Industrial Network registered 14 new Trade Allies, while the Residential Network
welcomed 3 new Trade Allies.

Table 8.1

CATEGORY @ # OF COMPANIES

C&I Network

Residential Network

Total Engagement

Contractor Participation

Participation is defined as registered Trade Allies who have completed and closed out projects in Q2 of
20109.

In addition to the 8 registered C&I Trade Allies that have completed and/or closed out a project, there
are 2 participating contractors that will be targeted for recruitment in Q3. Residential Trade Allies new to
the program began scheduling customers and will begin servicing homes during the start of Q3.

Table 8.2

CATEGORY @ # OF COMPANIES

C&I Network 8
Residential Network 11
Total Engagement 19
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Table 8.3: Trade Ally Newslette r Statistics

Residential c&l
Date Sent 5/29/19 4/10/19
# Sent 70 107
Open Rate 50% 40.2%
Click Rate 16% 2.8%
Total Clicks 7 3
Total Opens 60 43
Unsubscribes 0 0
Time Spent Viewing Email * 71.4% N/A

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

*Time spent viewing email is the percent of people who opened the email and viewed for more than 8 seconds.
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Program Training
Residential

Q2 began with Trade Ally and customer outreach, as well as many field trainings held for technicians
while working in customer homes. The two main areas of focus were best practices and customer
communications.

The Energy Smart team also offered multiple office meetings with Trade Allies, ensuring rebate forms
are meeting the required standards and field services are being performed properly.

On June 4, 2019, thH (QHUJ\ 6PDUW WHDP KHOG D 7UDGH $00\ WUDLQLQJ H
'RRU” ZLWK D IRFXV RQ VDOHYVY DQG FRPPXQLFDWLRQ IRU WHFKQLFLD
Allies in attendance learned about methods to quickly identify the personality types of customers they are

working with and practiced implementing an elevator pitch to each other based on the different personality

types. Trade Allies who attended expressed interest in attending this training again in the future. The

team also received requests from other Trade Allies that were unable to attend, requesting that the

training be held again for their technicians.

Commercial and Industrial

In Q2, the Energy Smart team began implementing the Trade Ally engagement plan for C&I Trade Allies.
Energy Smart provided opportunities for Trade Allies to learn from other Trade Allies as well as from
engaged customers. The first peer-to-peer education session occurred on April 10, 2019 where a
representative of one Trade Ally focusing on building controls presented on the terminology in the field

as well as the latest technology. This presentation also focused on the most effective way to submit non-
lighting applications to the program. The Energy Smart team also facilitated a training entite G 3(QH U J\
(INLFLHQF\ )DFLOLW\ 'LUHFWRUV 3DQHO 'LVFXVVLRQ ™ ZKLFK ZDV KLJK
opportunity to learn directly from facility directors who have become leaders in energy efficiency through

the Energy Smart program. The team also partnered with the Louisiana Chapter of the U.S. Green
Building Council (USGBC) and offered a green building tour of a LEED-certified building, focusing on the
energy standards within LEED.

Throughout Q2, the Energy Smart team focused on individual trainings on the process and program
participation. The Energy Smart team assisted 10 Trade Allies with topics such as utilizing custom
lighting and non-lighting calculators as well as proper documentation for submitting applications to the
program. In addition to trainings developed by the Energy Smart program for Trade Allies, the Energy
Smart team received training with respect to building science and energy efficiency. Staff toured the
facilities at The Shop at the CAC, led by a facilities director who covered a range of lighting and non-
lighting topics with respect to energy efficiency.

Detailed Program training data can be found in Appendix C: Training and Education.
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Initiatives
Market Segmentation

Within the Residential Portfolio, Energy Smart used digital tactics such as email, Facebook ads and
Google Display ads to promote the EasyCool offering. Emails were sent to customers who have not yet
signed up for EasyCool. This email list was used to create an audience for Facebook ads. The Google
Display ads targeted the New Orleans area with ads that tested messaging and design promoting
EasyCool on the Google Display network of websites. Message testing included three different
campaigns: the 2018 campaign, a campaign focused on environmental stewardship, and another
campaign focused on the $40 incentive.

Within the Commercial and Industrial Portfolio, the Energy Smart team has been applying a market
segment approach throughout PY9. This approach has involved identifying the key target segments
based on past participation and segment growth opportunities. Once key segments were identified, the
team developed lists of contacts, organizations and associations to target segments by quarter. During
Q2, the team targeted the following segments via marketing and outreach tactics:

X Higher Education Institutions
x Commercial Property Management
X Hospitals
X Large C&l
x Algiers
Supplier Diversity
Workforce Development

$ NH\ FRPSRQHQW RI (QHUJ\ 6PDUWYV GHOLYHU\ardRI&/a®OTrade MR FR QW
skills and capabilities through training and workforce development initiatives. 7KH SURJUDPYV PDLQ W
and workforce development partner is the Urban League of Louisiana, a national organization with

significant experience with workforce development and training initiatives.

The Urban League of Louisiana (ULLA) serves an integral role in the New Orleans community as an
advocate, a service provider and a trusted source of information for minority communities and
underserved populations on a variety of topics. As such, ULLA plays a pivotal role in engaging these
communities on behalf of Energy Smart, reaching minority contractors to prepare them to provide energy
efficiency services for clients and to prepare them for green industry opportunities in the region.

$GGLWLRQDOO\ 8//$1V &RQWUDFWRU 5HVRXUFH &HQWHU SURYLGHV
PD\ QRW KDYH SUHYLRXV H[SHULHQFH SHUIRUPLQJ HQHUJ\ HIILFLHQF
utility incentive program in the past.
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The majority of Energy Smart Residential and C&l program trainings are developed in coordination with
WKH 8UEDQ /HDJXH RI /RXLVLDQDTV &RQWUDFWRU 5H V-PoXnd &adthiggH Q W H U
for contractors at their multiple Louisiana locations.

In Q2, the Energy Smart team established relationships with several new commercially-focused partners
with respect to building a robust energy efficiency economy. These partners include a non-profit
organization which trains young adults to enter the construction industry, a provider of business
consulting services specializing in business certifications, two economic-development agencies and a
business management organization offering training within the community.

Residential workforce development initiatives included regular field-based trainings with Trade Ally staff
to explain code of conduct, best practices and materials and methods for working with different types of
residences throughout Orleans Parish. These trainings occur regularly while the Energy Smart team
conducts quality assurance inspections of Trade Ally work. Additional meetings were held at the request
of Trade Allies, where aspects of the offerings or measures were explained in greater detail, to ensure
best possible operations between a Trade Ally and the Program.
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Incentive Budget Highlights

INCENTIVES SPENT INCENTIVE BUDGET* % OF BUDGET*

ALGIERS +SMALL Cé&l $5,229 $105,675 4.95%

ALGIERS - LARGE C&l $ - $113,462 0%
ALGIERS *PFI $ - $38,312 0%
ALGIERS - RES $147,211 $194,280 75.77%

N.O. +SMALL Cé&l $207,758 $1,136,305 18.28%

N.O. - LARGE C&l $346,936 $3,445,727 10.07%
N.O. *PFI $ - $446,882 0%
N.O. - RES $1,007,257 $2,432,091 41.42%

TOTAL $1,714,391 $7,912,734 21.67%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 +9, approved
12/14/2017. Summary table shows incentive spend from January 1st through June 30th, 2019.

As of June 30, 2019, ENO-Legacy Energy Smart had a remaining balance of approximately $4.6M left in
the account. This funding is composed of Rough Production Cost Equalization payments as well as
funding stemming from a Community Block Development Grant tax treatment. ENO-Algiers Energy
Smart had approximately $303,426 remaining in the account.
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Appendices

Appendix A: School Kits & Education Summary

NUMBER

SCHOOL OF KITS
KIPP RENAISSANCE HIG H SCHOOL | 4/11/2019 150
KIPP BOOKER T. WASHI NGTON HIGH SCHOOL | 4/29/2019 120
ALICE M. HARTE CHART ER SCHOOL | 5/10/2019 84

ENROLLMENT
OEEERING TERRITORY
Charter New Orleans
Charter New Orleans
Charter Algiers

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Appendix B: Community Outreach Summary

DATE
4/1/2019

4/2/2019

4/3/2019
4/6/2019
4/10/2019

4/13/2019

4/14/2019

4/16/2019
4/17/2019
4/22/2019
4/24/2019
4/30/2019

5/8/2019
5/15/2019
5/19/2019
5/22/2019
5/23/2019

5/24/2019

5/31/2019

6/1/2019

6/3/2019

6/12/2019

6/13/2019

6/25/2019

6/26/2019

6/29/2019

PRESENTATION TYPE
Table at Public Building

Fair or Festival

Table at Public Building
Table at Public Building
Fair or Festival

Table at Public Building

Neighborhood
Presentation

Fair or Festival

Fair or Festival
Table at Public Building
Table at Public Building

Table at Public Building

Neighborhood
Presentation
Neighborhood
Presentation

Table at Public Building
Fair or Festival

Table at Public Building

Neighborhood
Presentation
Neighborhood
Presentation
Neighborhood
Presentation

Fair or Festival

Table at Public Building

Neighborhood
Presentation

Table at Public Building

Small Commercial Direct
Install

Table at Public Building

Neighborhood
Presentation

Table at Public Building

Table at Public Building

EVENT NAME/ ORGANIZATION
CcCcC

XULA Earth Day
CECE
Council District C/Algiers Housing Summit
Bike to work Day/Week
CCC-Westbank
Lower 9 Homeowner Presentation
Saint Rita Catholic Church - Community Health Fair
Earth Day at Botanical Gardens
CCC-Westbank
Earth Day at Green Project
CCC-Westbank
VIET
ReFresh Monthly Meeting
CCC-Westbank
Trinity C.A.R.E.S. Resource Fair
CCC-Westbank
LA Green Corps
LA Green Corps

Gladewaves Presentation

Eat Local

Baptist Community Ministries Congregational Wellness
4th Biennial Resource Fair

CCC-Eastbank
ReFresh Monthly Meeting

Treme Neighborhood Assoc
CCC-Westbank

Central Missionary Baptist Church
NOLA Energy Challenge
Networking luncheon with Prosperity Now
United HealthCare Member event - Seniors

Living Water Baptist Church Health and Wellness Fair
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AUDIENCE REACH
Residential 220
Residential 150
Residential 300
Algiers 63
Residential 155
Algiers 150
Residential 16
Residential 150
Residential 600
Algiers 175
Residential 65
Algiers 150
Residential 32
Residential 34
Algiers 85
Residential 250
Algiers 60
Residential 7
Residential 7
Residential 17
Residential 75
Residential 205
Residential 150
Residential 31
Residential 27
Algiers 120
Residential 3
Residential 10
Residential 60
Residential 58
Residential 275
Reach 3720
48



Appendix C : Training and Educ ation

DATE

TITLE

AUDIENCE

#
ATTENDEES

LENGTH

OBJECTIVE

DESCRIPTION

Train a new Trade

4/1/2019

4/2/2019

4/4/2019

4/9/2019

4/9/2019

4/10/2019

4/12/2019

4/16/2019

4/16/2019

4/22/2019

4/23/2019

4/23/2019

Training Phone
Call to Trade Ally
Solar Alternatives

APTIM Internal
Training

Trade Ally
Training

Residential Field
Training
(BrotherhoodWay
General
Contractors)

Residential Field
Training
(Louisiana Home
Performance)

Trade Ally Peer-
to-Peer
Presentation

Residential Field
Training (General
Heating & AC)

Residential Field
Training
(Louisiana Home
Performance)

Residential Field
Training
(Louisiana Home
Performance)

Residential Field
Training
(Diversified
Energy)

Residential Field
Training (CNC
Construction)

Residential Field
Training
(Diversified
Energy)

C&l Trade Ally
Solar
Alternatives

Energy Smart
Employees

C&l Trade Ally
BrotherhoodWay
General
Contractors

Residential
Trade Allies

Residential
Trade Allies

C&Il Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies
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30

30

60

15

15

60

60

20

10

30

15

20

Ally on Lighting
Calculator and
Program Overview
To Train Marketing
Department on
Process for
Submitting Projects
to Energy Smart
C&I Program

Train a Trade Ally
on Lighting
Calculator and
Program Overview
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training trade
allies on
introduction to
building controls
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing

Phone call on lighting calculator
and program overview

Marketing Department trained on
custom lighting calculator and an
overview of other documents
necessary for Trade Allies to
submit projects to Energy Smart

Trained the owner and two
employees on lighting calculator
and paperwork process for
submitting projects

Topic(s); scheduling. customer
interaction

Topic(s); Efficiency of LED light
bulbs and helped install them.
The program

Trade Ally in building controls
taught other trade allies about
terminology and basics of
building controls technology
Topic(s); rebate forms. Best
practices. Schedules. Hazard
disclosure. Program
requirements for
branding/paperwork/presentation.
(ID/decal)

Topic(s); uniform requirements.
Hazard disclosure. program
descriptions (multi-family
classification)

Topic(s); uniform requirements.
Hazard disclosure. program
descriptions (multi-family
classification)

Topic(s); Air sealing opportunities

Topic(s); mastic thickness. Spray
foam in system covering
requirements.

Topic(s); Informed Gage about
Hazard Disclosure form and knob
and tube. Informed customer
about the same issue.
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4/24/2019

4/24/2019

4/24/2019

4/29/2019

4/30/2019

5/1/2019

5/1/2019

5/2/2019

5/2/2019

5/6/2019

5/6/2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

Residential Field
Training
(Diversified
Energy)

Residential Field
Training
(Diversified
Energy)

Residential Field
Training (Home
Energy Savers)

Residential Field
Training (Big Star
Conservation)

Residential Field
Training (CNC
Construction)

Residential Field
Training (Home
Energy Savers)

Residential Field
Training
(Louisiana Home
Performance)

Q2 Trade Ally
Advisory Group
meeting

Q2 Trade Ally
Advisory Group
meeting

Residential Field
Training (Home
Energy Savers)

Trade Ally
Training

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&Il Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&l Trade Ally
Energy Savers

29

13

15

20

20

80

20

30

30

90

120

30

60

services for
customers.

Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Training
technicians on best
methods to
performing
services for
customers.

Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Training
technicians on best
methods to
performing
services for
customers.

Provide Q1 Review
and announce Q2
updates to the
program as well as
financial status
updates

Formal feedback
event; workshop
learning. Target
focus for feedback
is best practices of
the program.
Training
technicians on best
methods to
performing
services for
customers.

Lighting Calculator
and Program
Overview

Topic(s); hazard disclosure form
usage and potential reasons for
usage.

Topic(s); material usage. Rebate
form usage.

Topic(s); duct sealing
requirements. Hazard disclosure.
MVR. Fresh air intake/
dehumidifier rec.

Topic(s); first five. New crew
lead. Order of operations with
multiple measures. Sealing
opportunities in attic. Material
requirements. Rebate fill out.
Best practices for prioritizing
sealing opportunities. MVR
calculations.

Topic(s); whole house approach.
Follow up opportunities.
Addressing customer concerns

Topic(s); documentation.
Schedule requirements. Rebate
fil out. Identification
requirements.

Topic(s); Trained Shemar on
Hazards of spray foam in ac
system. Trained Homeowner
about LED's and helped install
her Energy Smart Kit
Showerhead, kitchen fixture and
bathroom fixture.

Presentation by Energy Smart to
Commercial and Industrial Trade
Allies

Presentation by LA Green Corps
and Energy Smart to Residential
Trade Allies. Guided
conversation.

Topic(s); measurement
documentation. picture
documentation requirements

Meeting to review the steps for
submitting custom non-lighting
applications with 3
representatives of the Trade Ally
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5/8/2019

5/8/2019

5/10/2019

5/10/2019

5/10/2019

5/14/2019

5/15/2019

5/15/2019

5/15/2019

5/16/2019

5/16/2019

5/20/2019

5/21/2019

5/23/2019
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Residential Field
Training
(Diversified
Energy)

Residential Field
Training
(Louisiana Home
Performance)

Residential Field
Training
(Louisiana Home
Performance)

Residential Field
Training
(Louisiana Home
Performance)

Trade Ally
Training

Trade Ally
Training

Residential Field
Training (CNC
Construction)

Trade Ally Peer-
to-Peer Training

Trade Ally
Recruitment and
Training

Residential Field
Training
(Diversified
Energy)

APTIM Training

Manufacturer
Training

Residential Field
Training (Big Star
Conservation)

Residential Field
Training (Home
Energy Savers)

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&l Trade Ally
Diversified
Energy

C&l Trade Ally
Colmex

Residential
Trade Allies

C&lI Trade Allies

C&l Trade Ally
Energy Grainger

Residential
Trade Allies

APTIM
employees

APTIM

Residential
Trade Allies

Residential
Trade Allies

30

20

20

30

60

75

80

60

30

40

60

60

30

30

Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Lighting Calculator
and Program
Overview

Program Overview
+Prescriptive,
Custom Lighting,
and Custom Non-
Lighting

Training
technicians on best
methods to
performing
services for
customers.

Trade Ally
Computrols training
on cooling-tower
efficiency

Program Overview
and
Implementation

Training
technicians on best
methods to
performing
services for
customers.

Engineering
Training on energy
efficiency

Manufacturer and
Installer of controls

Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing

Topic(s); Attic prep. Ventilation
requirements.

Topic(s); scheduling
requirements. best practices.
material requirements

Topic(s); blower access/
cleaning. Best practices

Topic(s); best practices.
Materials usage. Documentation.
safety

Meeting to review the steps for
submitting custom non-lighting
applications with 2
representatives of the Trade Ally

Meeting to welcome a new Trade
Ally and provide all-
encompassing initial program
training

Topic(s); Hard duct addressing.
Dealing with problem customers.
appropriate material usage

Presentation on the latest
technology associated with
cooling towers

Phone call to provide an
overview of the program and all
steps needed to submit projects
to Energy Smart

Topic(s); test in/out. Proper set
up/take down. Addressing
customer concerns.

Building tour of The Shop,
focusing on energy efficiency of
lighting and non-lighting aspects
of the building

Topics: Site Worx technology,
demonstrations, and webinars to
aid Trade Allies in the future

Topic(s); Proper Air sealing
procedures

Topic(s); Program scope, and
limitations
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5/24/2019

5/24/2019

5/24/2019

5/27/2019

5/28/2019

5/29/2019

5/30/2019

5/31/2019

5/31/2019

5/31/2019

6/3/2019

6/4/2019
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Residential Field
Training (CNC
Construction)

Trade Ally
Training

Trade Ally
Training

Residential Field
Training
(Louisiana Home
Performance)

Commercial
Customer
Training

Residential Field
Training (CNC
Construction)

C&l Trade Ally
Training

Residential Field
Training (Home
Energy Savers)

Residential Field
Training (Home
Energy Savers)

Residential Field
Training
(Louisiana Home
Performance)

C&l Trade Ally
Training

Residential
Training - Selling
Your Work at the

Door

Residential
Trade Allies

C&l Trade Ally
Grainger

C&l Trade Ally
vy Consulting

Residential
Trade Allies

Commercial
Customer
&KLOGUH
Hospital

Residential
Trade Allies

C&l Trade Ally
Siemens

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&l Trade Ally
Johnson
Controls

Residential
Trade Allies

15

30

45

20

60

40

60

30

20

35

60

140

services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Program Overview
and
Implementation

Program Overview
and
Implementation
Training
technicians on best
methods to
performing
services for
customers.
Commercial
Customer with In-
House Labor +
Program Overview
and
Implementation
Training
technicians on best
methods to
performing
services for
customers.

Program Overview
and
Implementation

Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Program Overview
and
Implementation

Training
technicians and
crew leads on
methods to upsell
or present trade
ally company
services for
customers.

Topic(s); whole house approach.

Air barrier concerns

Address concerns about
estimated incentives and liability
of Grainger taking on risk of
unfulfilled incentives, as well as
the concern of the fact that
Grainger will not be doing the
installations

Review of overall program and
discussion of where Trade Ally
services can fit into the program

Topic(s); Ac Tune-Up
requirements. Safety.

Custom and prescriptive
calculator overview and
document submission overview

Topic(s); Best practices (solvent
mixing according to instructions)
safety. Uniform requirements.

Overview of lighting and non-
lighting calculators and
documents needed for
submission

Topic(s); Best practices. Rebate
data.

Topic(s); air seal opportunities

Topic(s); Best Practices (Blower
and evap)

Overview of lighting and non-
lighting calculators and
documents needed for
submission

Explaining the resources
available to technicians to
improve the customer
experience.

52



6/7/2019

6/10/2019

6/11/2019

6/11/2019

6/11/2019

6/13/2019

6/18/2019

6/19/2019

6/20/2019

6/21/2019
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Residential Field
Training
(Louisiana Home
Performance)

Commercial
Customer
Training

Residential Field
Training
(Louisiana Home
Performance)

Commercial
Customer
Training

C&l Trade Ally
Training

Residential Field
Training (Rebirth
Energy Solution)

Energy Efficiency
Facility Directors
Panel Discussion

Green Building
Tour

Residential Field
Training (Rebirth
Energy Solution)

Residential Field
Training (H&E
Comfort
Services)

Residential
Trade Allies

Commercial
Customer MCC
Group

Residential
Trade Allies

Commercial
Customer *
Children's
Hospital

C&l Trade Ally
Training WDG
Architects

Residential
Trade Allies

C&l Trade Allies
and Commercial
Customers

C&l Trade Allies
and the overall
community

Residential
Trade Allies

Residential
Trade Allies

TOTAL

1 15
2 60
2 15
1 60
2 60
2 30
36 75
20 60
1 30
2 65

Training
technicians on best
methods to
performing
services for
customers.

Program Overview
and
Implementation

Training
technicians on best
methods to
performing
services for
customers.

Custom Lighting
Calculator Training

Program Overview
and
implementation

Training
technicians on best
methods to
performing
services for
customers.

Energy Efficiency
panel discussion
led by three
facilities directors
participating in
Energy Smart

To provide an
opportunity to tour
a green building
and learn about
LEED certification
Training
technicians on best
methods to
performing
services for
customers.
Training
technicians on best
methods to
performing
services for
customers.

Topic(s); best practices test in.
documentation.

Overview of lighting and non-
lighting calculators and
documents needed for
submission

Topic(s); program requirements.
(contact) schedule compliance

Input the specific lighting
examples from the building on
WKH IDU HQG RI WKH
Hospital campus

Overview of lighting and non-
lighting calculators and
documents needed for
submission

Topic(s); New hire orientation.
Program expectations. Best
Practices

Discuss a range of topics
associated with energy efficiency
and participating in Energy
Smart, as well as provide a
networking event for Trade Allies
and commercial customers

Tulane campus planning
department led a green building
tour in LEED-Silver Dinwidde Hall

Topic(s); insulation installation
(kneewall). Moisture control.
Insulation rating.

Topic(s); Program orientation.
Expectations. Best Practices.
Code of Conduct.
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Appendix D : Marketi ng Collateral

Commercial and Industrial

" LOCAL INSIDER °

Eat Local Challenge: Take the Pledge

It Pays to Be Energy Smart

Energy Smart is an energy efficiency

program that provides incentives to New g

Orleans business customers for energy < K

saving upgrades to their facilities. The ”SI'oljlaIr't; L",()fgy'
program works with business owners and

facility managers to identify energy efficiency

opportunity and provide valuable cash _V : = Entergy,
incentives on energy efficiency upgrades and improvements. In 2018, Energy Smart saved
commercial and industrial customers nearly 30 million kWh and received about $3.4 million doliars in
incentives

Participants can receive up to $100,000 per site, per year for equipment upgrades that resuit in
verifiable electric usage reduction such as

Lighting and lighting controls

Chillers

HVAC upgrades and heat pump

Motors g

Energy efficient upgrades can help your business

Lower maintenance costs with longer-lasting, high-quality technology

Increase comfort for customers and employees

Increase occupancy rates

Increase asset value
To start participating today visit energysmartnola.com, email info@energysmartnola.com or . ke e et o ko
call 504-229-6868 or meet with EnergySmart at Office Hours July 25
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Get cash incentives for energy saving upgrades
for your historic home or business.

£
Smart @E,Itefgy Visit energysmartnola.com

Preservation Print June Ad
Go gle Energy Auditing Service

Ready to get Energy Smart? | Cash incentives
available.
[Ad)energysmartnola.com ~ 1-###
Get valuable cash incentives to perform energy
saving upgrades to your business or home.

s i

Google Paid Search Ad 1

€ Energy Auditing Service

It Pays To Be Energy Smart | Up To S100K In
Incentives

energysmartnola.com -~ -#E#E#EEEsas
Get Up To S100K Per Site To Perform Energy
Saving Upgrades To Your Business. Call Now!

Google Paid Search Ad 2
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Energy Smart incentivizes business customers to perform
energy saving upgrades.

Get up to $100,000 per site, per year for upgrades that
result in verifiable electric usage reduction.

Building Chillers
Automation Systems & Motors

HVAC Upgrades Lighting
& Optimization & Lighting Control

Visit energysmartnola.com or call 504-229-6868.

[
Smart == Entergy,

A New Orleans Program

City Business Journal & Biz New Orleans
May 2019 Insertion s
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Smart = Enlerg

A New Crleans Program

TRADE ALLY TIEN LEVELS
PLATINUM SILVER GENERAL
10 points > 29 pomis TRADS ALLY
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B sved

Vieloome to the Commercial and industrial Trade ARty Quarterly Newciletter. The

purpota of thic newcletter ic to be a racouros for trade alty parinerc 40 leam about

updatec % the program and Informaticn adout upooming trade ally svente,

HOW TO CARN 2OINTS « AN LLAMPLL

fraining and profeccicnal deveicpment opportunitiec.

n lighteg t Thiz ner-lghting wrade of mne points
Rures in Hvw projects oby weild warn five w3 den.gral n thiy
with o O total hWh peints for he progects non lighterg trade ally

st the Gold leve

saved in 2008,

Q1 Review and Highlight

TRADE ALLY TIER BENEFITS

20
tted 3 project appiication this

1 110 bueineeess have subml

sximalely 2.2 milllon KWh eaved, &
qs woul of 34.5 million kWh
$220,000 In Incantives paild

.S millicn In funding is still avallatie

DOl o

2019 Program Updates

Calcutator Updats

On March 20 and 21, green-buliding
profeccionals In the New Orlsanc

attendad & Qreen Profeccional Euliding
2kilic tralning
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* Enargy &mart lc not afMliatec

Events and Professional Development e, 30 ot w it fhe prosuaticn of i

training
=T wm

4240 % Cwevolton Ave., Sute 110 Euliding Perfcrmance Inciifuts -
N Ortmars, LA TO119 * Enargy 8mart lc nct afflliatac Euticing Analyct

with the produoticn of thic

training.

Energy Smart G2 2018 Trade Ally Advicory Group Meefing

Say 2, 2013

Ageodu:
9:15 mm. - Ereskfa! and Natworking
TISE0 wm. - Portiollo Updates
23017 wm. - Queslions wnd Dicussion

Plescos chick oo 1o REVP through Evenihle. m

AZHIA AEE LING

3PEAXER TO EE ANNOUNCED

EF1 Buliding Analyct Training

ASHIAE CHAMIEI NEEIINU SI'EAXEN - 2120 NOE

* Enargy Smart Ic not affliatec

with the produotion of thic * Energy Emart Ic not affliiatec
training with the produotion of thic
training

* Energy 2mart ic not aMilated with the production of thic fraiming.

LaGrange Consuiting

Courca: Bullding Bolence 101

Loulciana Houcing Corporation Tralning Faciity
11827 Indusiria

Eaton Rouge,

Cost: 81

Svent Oetwds: KOO

£ 5 tact Fau LaGranoe of 836-846-

* Energy 3mart iz not afilatad with the produotion of thic fraiming.

Euliding Performance Incéitute - LEtting Cortrole Wesirmr Traming
DL
nfiltration and Duct Leakage Aped 78

54 wm

Viwzirar
Cost Pres
Loutciana Houcing Corp. Tralning

Y
Baton Rouge
Cout: $423

aiic

* Eneargy Smart Ic not affiliatec
with the produotion of thic
training

Euliding Performanca Inciitute -
argy Emart Ic not afflliatec Buliding Analyst

)2 Trade Ally Newsletter April 10, 2019

BEI.B145
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Smart:

A New Orleans Program o

property ownere and managarc ozn ¢ign up for

!

cal 604-228.8988

occt savings
Frae fachnloal acsl
training. i 2=

Nola Energy Challenge an d Energy Smart
E-Blast April 4, 2019
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The New Orileans Agenda

Friday, April 12, 2019
Get Energy Smart this Earth Day and Every Day After

NEW ORLEANS - Energy Smart
’ s 8 local energy-efficiency
7, Smart yrogram that helps New Orleans
A New Orleans Program alectric customers save energy
ind money. Through the
program, which was developed
by the New Orleans City Council and is administered by Entergy New Crleans,
residential customers can get free home-energy assessments and valuable
rebates on a variety of upgrades.

In addition to the many residential offerings, Energy Smart incentivizes New
Orleans business customers to perform energy-saving upgrades to their
facilities. The program works with business owners, facility managers and
trade ally contractors to identify energy-efficient opportunities and provides
valuable cash incentives in the process.
For example, business participants can receive up to $100,000 per site, per
year for equipment upgrades that result in verifisble electric usage reduction
such as:
« Lighting and lighting controls
« Chillers
» HVAC upgrades and heat pumps
+ Motors
Energy-efficient upgrades also can help businesses:
Lower maintenance costs with longer-lasting, high-quality technology
Increase comfort for customers and employees
Increase occupancy rates
Increase asset value
In 2018, Energy Smart saved over 48 million kilowatt-hours and paid more

than $5.8 million in incentives across residential and commercial customers.
Commercial and industrial customers saved nesarly 30 million kWh and

A

received sbout $2.4 million in incentives

For more information about Energy Smart and how you can participate, visit
energysmarinola.com, emsil info@energysmarinola.com or call 504-229-6868.

New Orleans Agenda Article  April 12, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

60



Smart

A New Orleans Program

The Energy Smart team invites you to an oppeortunity to learn from one of our own lighting

will present on how NOLA LED tailors its
Energy Smart program. Learn how NCLA

5 to become mors fficent in s;bmming 3pghications that were

trade allies - NCLA LED. Owner Kody Tassin
business approach to take full advantage of
LED adapted its busines
likely to be approved by Energy Smart.
Thursday, April 18
8-10am.
Urban League of Greater New Crleans
4640 S Carroliton Ave., Suite 110
New Orleans, LA 70119

Please click below to RSVP through Eventbrite

ore information about Enargy Sman, visit gn

cem or call 504-223-6868
We hope to see you thers.

Thank you
The Energy Smart Program

Lighting Applications Tips E  -Blast April 1, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Higher Education Cohort Meeting
Announcement

Piazse Join ue for the naxt
Ensrgy Smart Higher Education Cohort meeting

May 14,2018
#-10:20am
L3U Human Development Centar, Room 128
411 &, Prieur B, New Orieanc, LA 70113
Thers ic a free parking lct behind the buliding. The Entranoe to the parking ot Ic on
2outh Prieur 3treet
To RAVP for thic event cllck
Toploc coverac will inolude
L BU Madical Censer cohort partiolpation.
Xavier University student engagement on sustainabdility.
Recuttc from higher education cohort curvey.
Program statuc and update cn higher ed participasion goaic
Roundtable anc Q2A.

Pleace oontact Linca Baynham st = cr oall 504~
202-7318 with guactions.
Fleace chars with other oolisaguec who may be Intarected in attencing

Thank you,

The Energy 2mart PFrogram

Higher Ed Cohort E -Blast May 6, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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L)
Smag_ w = Entergy,

A New Orleans

Energy Smart Incentives for
the Healthcare Industry

Energy Smart to present to the Louisiana
Society for Healthcare Facilities Management.
Baton Rouge, LA

Healthcare Professional E -Blast April 23, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Smart* = Entergy.

ram

Energy Smart Mid-Year Announcements

2 ¥ o an . o The currant program Incentives axpire on
Deo. 31, Business cus 4t part ! o up to §100,000 per
ciis, por year ! sage mduction

Energy Smart Mid -Year Program Announcements

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Energy Efficiency Panel Discussion

SO

’

3.

BER

Chaz Dickercon, Engineering Manager,
Hyatt Regency New Orisanc

Niok Miohasl, Dirsotor of Operations,
Holy Croce High gohocl

Art 2chaiing, Acciciant Direotor of 2usiainadlilty,
Emact N. Mcrial Convention Canter

Tuecday, June 13
B-10am
Urban League of Greater New Crieanc
4340 & Carrcilton Ave., 3ults 110
New Orisanc, LA 70118

Ciick below to R2VP

ci 604-208-885%

Energy Smart Efficiency Panel Discussion M

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

ay 29, 2019
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Yy chould you inoorperats snergy sfficlient upgrades? 8

Don't wall. The current program expiras on Des. 31. I you have

E-Blast to Architects June 27, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Residential

Visite energysmartnola.com,
llame al 504-229-6868 o
envie un email a info@energysmartnola.com
para obtener més informacién.

= Entergy,

b8 b '3

8
s's
Es el momento de ~ ,)&

poner toda su energia = A~ X
en ahorrar dinero. W

Obtenga Energy Smart y ahorre

Smart

ANew Orleans Program

General Energy Smart Program  Brochure Spanish

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Tdi trang mang energysmartnola.com
Goi s6 504-229-6868
Email info@energysmartnola.com

Energy Smart gilip quy vi giam chi phi dién nuic Entergy New Orleans ciia
quy vi. Chugng trinh st dung mét phuang phap toan dien cho toan b can
nha nhdm tang hiéu qua st dung nang kigng va mifc d0 tién dung théng
qua cac cai tién gia a, chang han nhu:

« Danh gid mc dg st dung ndng hmug cla cin nha véi nhilng thay ddi
tryc nep (den LED, voi nutc, méy thong gi6, dau voi sen dong chay
cham

Chinh lai hé thing méy lanh d€ téng hiéu qua am lanh va lam cho
n6 hoat dgng tt hon dén 30 phan trdm, ngoai ra con dudc gidm gid
$150 ngay.

Nhan dudc $40 mdi nam khi tham gia chuing trinh EasyCool G€ gitip bao
dam ngudn cung ndng luting lién tuc cho quy vi va nhiing ngui hang
X6m ciia quy vi

Thay thé thiét bi hién tai bing cac thiét bi du tiéu chudn ENERGY STAR®:

He théng digu hda khdng khi | Hodn tién trd 13i ti $200 cho mdi hé thding
trung tam

May Bom Nhiét Ngudn Khi Hoan tién trd lai tdh $200 cho mdi hé thing

My Bom Niét Knéng Gng Dén | Hodn tién tr lal t8 $500 cho m hé théng

My 0y hod khéng khi gan | Hoan tién tr lai 1 $50
wén cifa 5

T lanh Hoin tién trd 13i b

May un Nudc Nong Bing | Hoan tién td i
Bom Nhiét

My Bom Hd Boi Hobn tién tré lai t6

Céch Nniét Trén Ting Ap Méi | Tdi t5i da $.40 mét fee

Loc Khi Trung binh $250 i nha néu gidm 650 CFMS0
8it Kin Dtng Ong Trung binh $250 ml nha néu giam 200 CFM25

ANew Orleans Program

=
== Entergy,

ba dén luc st
dung nang Iu’dng

JA\,)!C
"3’(‘”

S dung Energy Smart va Tiét Kiém

Smart

ANew Orleans Program

Nhiéu khoan tiét kigm - Hung cic
khoan khuyén mai hoan tién mat quy
qid khi tiét kiém nang luong

Nhiéu lyra chon - C6 cic khoan
thudng tu dai cho nhiéu cong trinh tié
kigm ndng Iugng khac nhau trong nha,
khu nha mudn, hosc cd 6 thuong mai
ciia quy vi.

én Igi - Lam viéc truc ll(';! véi mdt
NIt Tiges Tharm Gi v cAc oan G
ngay Ip tic cho nhiing cach thilt tiét
kiém néng lugng du dieu kién

Chét Iuiging — Energy Smart xic nhdn
cAc nha thau va lm viéc vdi ho

ché 6& dam bao chit lugng cong e
6t nhit.

Chutong trinh Energy Smart giip gidm
chi phi ting truc dé cai tién can nha
alia quy vi. Tdy thudc vao duf an quy
Vi lya chon, Energy Smart cd thé danh
cho quy vi hon $5,000 g trang

tréi céc khoan chi phi cai tidn it
kiém néng lugng cho nha, qua 4o

6 thé gitip quy vi et kiém dugc

it nhdt 20 phan tram hda don dich

vu dién nutc hang nam.

General Energy Smart Program  Brochure Vietnamese
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| enrolled in EasyCool and you should, too.

Sign-up is quick and
easy. You don't even
need to be home for
installation. Every
year you participate,
you will receive $40.

Smart

A New Orleans Program

What's cool about EasyCool?

* It's free and
easy if you're
a qualifying
homeowner or
renter in Orleans
Parish.

After every

summer season Receiving $40 after every
you participate, summer is easy with EasyCool.
you'll receive $40.

You don't even
have to be home
when we install
your cycling switch
on your outdoor
A/C unit or heat-
pump system

if there are no
access issues.

ity Counci
gy Services. LLC. AU Rights Beserved

EasyCool Refer a Friend Postcard

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019



Find your way
to savings.

Earn $40 each year
with EasyCool.

=
Smart™ = Entergy,

Increase energy conservation
in New Orleans.

Use,less energy

for EasyCool.

Display Ads April

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Smart %Entergy_

ANew Orleans Program

Why choose Energy Smart?

Energy Smart recduces the up-front cost of improving your home.
Depending on the projects you choose, Energy Smart can offer you

-
Smart = Entergy,

over $5,000 toward your home energy improvements, which could A New Orleans Program

save you 20 percent or more on your annual utility bill.

Your neighbors participated in
Energy Smart and you should, too.

Energy Smart helps to lower your Entergy New Orleans utility bills

- Home Performance With ENERGY STAR®

+ Income-Qualified Weatherization

+ A/C Tune-Up

- Residential Lighting and Appliance Rebates
+ EasyCool

Visit or call
to learn more ways to

save through Energy Smart.

Call us at or visit us at
for more information.

IN THE

IF MAILED
UNITED STATES

NO POSTAGE
NECESSARY

BUSINESS REPLY MAIL

PERMIT NO. 278001

POSTAGE WILL BE PAID BY ADDRESSEE

ENERGY SMART PROGRAM
524 ELMWOOD PARK BLVD. #140

NEW ORLEANS LA 70123-9905

FIRST-CLASS MAIL

Do you own or rent your home? [ Own I Rent
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Energy Smart Enrollment

Please tear al

EasyCool Refer a Friend Door Hanger

!
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Improve the efficiency and comfort of your home with Energy
Smart’s Home Performance with ENERGY STAR® offering.

-
Smart = Enlergy

Sign up to receive FREE energy- We can install shower heac
saving products. Sign Up more.

O 20

Comment

HPWES May Facebook Ad

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Smart
~i
Energy Smart Spotlight

May

How to be the perfect Energy
Smart Trade Ally.

Energy Smart Residential

Energy Efficiency Program

During the recent 2nd Quarter Trade Ally Advi

Group meeting, we discussed the importance

representing your company professionally and
clearly to the customer. Here are some quick

reviews of the program requirements

Smart

Read more »

Q2 Trade Ally Advisory
Meeting Recap

Last month we held the quarterly Trade Ally

Advisory Meeting. Thank you to those who we
able to attend, but for those who weren't able

make it, here's a brief recap of what we went

over. We appreciate your partnership and all t

work that you do on behalf of the Energy Sma

offerings

Read

Upcoming Events and Trainings

These meetings and courses are available to Registered Energy Smart Residential Tr;
Ally technicians and field or sales team members. Management and customer service
staff are also encouraged to attend

Trade Ally Newsletter

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Q3 Trade Ally Advisory Group
Meeting

Aug. 1
4-6:30 p.m

Urban League of Louisiana
4640 S. Carrolliton Ave., Suite 110
New Orleans, LA 70119

The purpose of this meeting is to share updates to
the Energy Smart offerings and to discuss your
experiences. We will talk through several topics,
with a primary focus on Trade Ally growth. The
session will close with time to answer any remaining
questions and document feedback

VP »

Energy Smart Residential Training - Planning and Practices for

Attic Insulation
Aug. 21

4-6:30 p.m

Energy Smart
Residential Training

- Selling Your Work at
the Door

June 4
4-6:30 p.m

Urban League of Louisiana
4640 S. Carrollton Ave., Suite
110

New Orleans, LA70119

Please join us for an in-depth
training on increasing the value
of your communication and
making a sale. Staff will break
down the concepts of motivators
and trust building to increase
their interactions skills. Trade
Ally members will practice and
strengthen an "elevator speech"
about your business. Energy
Smart will also share training
materials to help your team with
potential new ways to reach
customers. The session will
close with time to answer any
remaining questions

RSVP »

The purpose of this training is to explain the acceptable quality standards for eligible attic
insulation services. Staff will walk through how to perform the tasks to prepare an attic and

take a detailed look at what a passing and failing project looks like as related to material
usage and techniques. Energy Smart program staff will also distribute materials to help
your team address customer needs quickly and professionally. The training will include

reviewing how to calculate estimated R-Values before and after insulating a home. Lastly,
we will discuss properly completing the Energy Smart rebate forms. The session will close

with time to answer any remaining questions.

Smart

ANew Orleans Program

email info@energysmartnola.com or call 504-229-6868

)
== Entergy,

For more information about this and other energy efficiency offerings, visit energysmartnola.com,
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Appendix E: Program Photos

Commercial and Industrial

Q2 Higher Ed Cohort May 6, 2019
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Peer-to-Peer Training in April

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

10, 2019
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Energy Efficiency Q&A Panel J une 18, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Storm Preparedness Table Event

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019

June 5, 2019
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Q2 Trade Alley Meeting May 2, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Residential

Abundance of Desire, STE M Innovation Camp outreach in the Florida Neighborhood June 25,
20109.

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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Abundance of Desire, STEM Innovation Camp outreach in the Florida Neighborhood June 25,
20109.
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1HZ 2UOH D Q Biké& toWMofkDay April 10, 2019
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WWII Museum Summer Camp wheret he Energy Smart Team
distributed L EDs as part of summer outreach.
June 27, 2019

ENERGY SMARTQUARTERLYREPORT2 QUARTER 2 2019
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WWII Museum Summer Camp where the Energy Smart Team
distributed LEDs as part of summer outreach.
June 27, 2019
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WWII Museum Summer Camp where the Energy Smart Team dist  ributed L EDs
as part of summer outreach.
June 27, 2019
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The Energy Smart Team doing community outreach
at the United Healthcare Quart erly Health fair senior event.
June 26, 2019
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