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EXECUTIVE SUMMARY

The Energy Smart Program (Program) was developed by the New Orleans City
Council (Council), is administered by Entergy New Orleans, LLC (ENO) and is
implemented by APTIM, the Third-Party Administrator (TPA). This report contains
data on the Program and evaluation results from ENO’s Third-Party Evaluator’s
(TPE) Evaluation, Measurement and Verification (EM&V) report. This report
includes pre-evaluated gross savings, verified gross savings and net savings.

To ensure success in current and future programs, APTIM has engaged several
subcontractors that have extensive experience in energy efficiency programs
and in the New Orleans market to implement the program, including:

« ILSI Engineering (ILSI)

+ Urban League of Louisiana

« Green Coast Enterprises

» Energy Wise Alliance (EWA)

« Franklin Energy Services

» Accelerated Innovations

+ Green Light New Orleans (GLNO)

This report contains data on the Energy Smart program offerings, including:

« Summary of activities by offering

* kWh savings achieved, kW reduction and incentives spent
» Marketing, outreach and engagement

« Training and workforce development activities

« Supplier diversity spending and highlights

Program Year 9 is divided into five quarters:

* Quarter 1 (Q1): January — March 2019

* Quarter 2 (Q2): April — June 2019

+ Quarter 3 (Q3): July — September 2019

* Quarter 4 (Q4): October — December 2019
* Quarter 5 (Q5): January — March 2020

An emphasis on working collaboratively with ENO, the Council’'s Advisors, and
numerous stakeholders, including local policy advocacy stakeholders, local trade
ally stakeholders and local higher education stakeholders, has been important for
the implementation of the Energy Smart program in PY9. 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

Home Performance with ENERGY STAR®
Residential Lighting & Appliances

™

Low Income Audit & Weatherization
High Efficiency Tune Up
Multi-Family

Direct Load Control (EasyCool)
School Kits & Education

Green Light Direct Install
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Behavioral (Scorecard)

Commercial & Industrial
F Small Commercial Solutions
E Large Commercial & Industrial Solutions
E Publicly Funded Institutions
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Program Performance and Activity

VERIFIED
GROSS

Table 2.1

INCENTIVE
SPENT

Algiers i
Commercial

Algiers i
Residential

N.O. 7T
Commercial

N.O. T
Residential

kWh

1,842,169

3,300,847

37,068,061

26,722,586

kwh GoaL | 0 1O KWh
1718096  107.22%
2673493  123.47%
33,964471  109.14%
22,986,062  116.26%

kW kW % TO kWh
SAVINGS TARGET* TARGET
121.56 263.50 46.13%
1,109.65 1,252.27 88.61%
3,090.42 5,443.10 56.78%
9,589.55 9,245.75 103.72%

$186,479

$ 294,441

$4,145,484

$2,535,486

INCENTIVE % OF
BUDGET BUDGET
$ 310,656 60.03%
$331,036 88.95%

$5,189,554 79.88%

$2,904,865 87.28%

Total | 68,933,663 61,342,122 112.38% 13,911.18 16,204.62 85.85% $7,161,890 $8,736,111 81.98%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 7 9 which were approved on
12/14/2017, combined with the Goals approved in Resolution 20-51 approved 2/20/2020 which extended Program Year 9 an

additional three months through March 31, 2020. Savings reflect verified gr o s s

Measurement and Verification (EM&V) report.

savi

ngs as

document ed

Summary tables show savings and incentive spend from January 1, 2019 through March 31, 2020.

NET PEAK
DEMAND

REDUCTION (KW)

Table 2.2

NET ANNUAL
ENERGY
SAVINGS (KWH)

TOTAL
PROGRAM
EXPENDITURES

TRC (B/C RATIO)

UCT (B/C RATIO)

New Orleans

Algiers

11,747.41

1,164.14

Residential Summary

56,919,032

4,709,293

$13,340,182

$1,073,538

1.92

2.16

1.97

The Energy Smart Residential Portfolio was successful in meeting overall objectives for Program Year 9
(PY9). The Residential Portfolio achieved 30,023,433 in gross kWh savings and reached 117.01% of the

goal, while spending only 87.45% of the incentive budget. The Residential Portfolio surpassed goals in

both the Algiers and New Orleans territories, reaching 123.47% and 116.26%, respectively. In December
2019, PY9 was extended through March 31, 2020 (Q5) and additional goals and budgets were added to

support the additional three months. PY9 had a strong start due to the marketing blitz at the end of
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Program Year 8 (PY8). In addition to the strong start, the marketing and community outreach efforts were
successful in promoting the Energy Smart offerings through the entire program year. Trade Ally referrals,
digital marketing, direct mail and program team outreach were the main channels for Energy Smart
offering lead generation. The Program team created additional opportunities for the portfolio by partnering
with organizations throughout Orleans Parish. Viethamese Initiatives in Economic Training (VIET), New
Orleans Baptist Theological Seminary (NOBTS), Total Community Action (TCA), and New Orleans
Redevelopment Authority (NORA) were all partners that helped promote and facilitate energy efficiency

through the Energy Smart program.

Home Performance with ENERGY STAR®, Low Income Audit & Weatherization, Multi-Family and High
Efficiency A/C Tune-Up were supported by the Energy Smart Trade Ally Network. Trade Allies played a
pivotal role by delivering the deepest savings to customers through A/C tune-ups, air sealing, duct sealing
and attic insulation. The combined efforts of the program team and the Trade Allies resulted in the Energy
Smart program winning the ENERGY STAR® Partner of the Year award from the Department of Energy
for the programds excellent delivery of t he Home
Residential Lighting & Appliance offering had a strong year with participating retailers within Orleans
Parish. As part of the Residential Lighting & Appliance offering, an online marketplace was launched in
late March 2020 that allows Energy Smart customers to purchase energy efficient products online with
instant discounts. The Direct Load Control program continued to add switches through Q3 and facilitated
five cycling events in the PY9 cycling season. The Direct Load Control offering stopped the installation
of switches as Energy Smart will transition to a Bring-Your-Own-Thermostat (BYOT) approach in PY10

which will allow participants to participate in cycling events via their smart thermostat.
Commercial & Industrial Summary

The Energy Smart Commercial and Industrial (C&l) Portfolio includes offerings for Small Commercial &
Industrial, Large Commercial & Industrial, and Publicly Funded Institutions customers. In Program Year
9, the C&l Portfolio achieved 38,910,230 in verified gross kWh savings and reached 109.05% of the goal,
while spending only 78.76% of the incentive budget. The C&I Portfolio surpassed goals in both the Algiers
and New Orleans territories, reaching 107.22% and 109.14% of goal respectively. In December 2019,
PY9 was extended through March 31, 2020 (Q5) and additional goals and budgets were added to support

the additional three months.

The Energy Smart team utilized several strategies in PY9 to increase energy savings compared to PY8.
Marketing, outreach, and engagement strategies included market segmentation and targeted outreach
which focused on the key business segments including higher education, hotels, hospitals, architectural

firms, and commercial property managers. The team reached customers through various channels,
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including direct outreach to individual customers, presentations to industry association meetings, digital
and print advertising, and outreach through program partners. Trade allies continued to be a main driver
of program participation and the Energy Smart team made several enhancements to the Trade Ally
Network by offering more training and development opportunities, providing more tools and resources,
launching a quarterly newsletter, introducing a tiered ranking system, and assisting trade allies with

obtaining diverse supplier certifications.

The Energy Smart team made enhancements to several existing offerings and launched new program
offerings in PY9. The Small Business Direct Install (SBDI) offering launched in PY9 and allowed qualifying
small business customers to receive enhanced prescriptive incentives. The purpose of this offering is to
further reduce the upfront investment for small business customers and promote quick-turn installations.
Energy Smart also launched an Energy Advisor support service to help multi-tenant customers
benchmark their buildings, identify energy efficiency opportunities, and apply for incentives. The team
made process improvements to streamline participation by removing pre-approval for smaller prescriptive
projects, introducing supplementary measure calculation tools, offering trade allies the option to submit
deemed lighting measures through the prescriptive process, and releasing a global incentive application
and measure calculator. To increase production at the end of 2019 and through the PY9 extension period,

the team released an incentive bonus for custom projects.
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Residential Portfolio Performance

Table 4.1
. . % TO
Residential VERIFIED KWh GOAL kwW kW KWh INCENTIVE INCENTIVE % OF
Offerings | GROSS kWh SAVINGS TARGET* SPENT BUDGET BUDGET

TARGET

Algiers i Home
S manne | 546,644 278,789  196.08%  125.31 42.70 293.47%  $116,893 $116,691  100.17%
Algiers i
Retail Lighting | 387,706 425,986 91.01% 80.25 53.40 150.28%  $24,709 $39,846 62.01%
& Appliance
Algiers 'Fg;'iﬁ; 68,514 76,717 89.31% 13.66 1030  132.62%  $12,531 $21,414  58.52%
Algiers i
Low s & | 203,350 118,572  171.50% 59.37 21.10 281.37%  $68,614 $57,836  118.63%
Algiers i
High Efficiency | 300,383 142,913  210.19%  111.50 40.40 275.99%  $42,151 $52,442 80.38%
Tune Ups
Algiers i DLC - - N/A 374.53 83.27 449.78% $5,920 $12,040 49.17%
SchA(')%ile}'(sit; 189,473 185,667 102.05% 31.23 18.60 167.90%  $22,992 $30,230 76.06%
Algiers i
Green Light 6,711 - N/A 1.39 : N/A $631 $537 117.64%
AlgiersT | 1 508 066 1,444,849  110.60%  312.41 98250  31.80% - - -
Scorecard ! ! ! ! ’ : . :
N.O. T Home | 5 944340 3253506  90.50% 657.02 571.84  114.90%  $657,256  $844,511  77.83%
Performance ! ! ) ) . 0 . . . 0 , s . )
N.O. i
Retail Lighting | 7,159,056 5,857,145  122.23%  1,484.75 71145  208.69%  $423,224 $516,435  81.95%
& Appliance
Multi_’;‘é%”"y 1,315,634 1,067,509  123.24%  318.84 138.03  230.99%  $224,904 $257,237  87.43%
. NO. T | 5105784 1,556,362 135.30%  560.97 285.11  196.76%  $709,197 $567,630  124.94%
ow Income
N.O. i
High Efficiency | 2,392,501 1,802,139  132.76%  851.99 541.09  157.46%  $339,120 $339,661  99.84%
Tune Ups
N.O. i DLC . - N/A 3,699.77  1,106.23  334.45%  $60,000 $159,960  37.51%
Scho gf'%t; 916,861 894,250  102.53%  151.13 74.50 202.86%  $118,159 $140,824  83.91%
N.O. T
Green Light | 39938 - N/A 8.25 - N/A $3,626 $78,607 4.61%
N.O. T
Scorecary | 9.848470 8555151  115.12%  1,856.83  5817.50  31.92%

Total | 30,023,433 | 25,659,555 | 117.01% | 10,699.20 | 10,498.02 | 101.92% | $2,829,927 | $3,235,901 87.45%

* Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 1 9, approved 12/14/2017.
Savings reflect verifiedgrosss avi ngs as documented in ADM&6s Evaluation, Measur
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Home Performance with ENERGY STAR

Offering Description

The objective of the Home Performance with ENERGY STAR® (HPWES) offering is to achieve long term,
significant cost-effective electricity savings. The offering uses staff energy auditors and local contractors
to help residential customers analyze their energy use and identify opportunities to improve efficiency,
install low-cost energy-saving measures and identify and implement more comprehensive home
efficiency projects. HPWES offers three levels of home energy audits. The Level | Assessment occurs at
100% of the completed projectsandi nc | ud e st har ofuwgahlok i nspecti on an
cost measures, such as LEDs and water measures. To generate additional savings at the time of the
audit, smart thermostats are included as a direct install measure. A total of 535 customers participated
in Level 1l and Ill Assessments that feature comprehensive home inspections with diagnostic testing
performed by a qualified contractor, targeted to achieve deeper savings within the home such as air
sealing and duct sealing.

Energy Efficiency Kits were added to the program at the end of PY8 to support an end-of-year boost. The
marketing efforts for the PY8 boost continued into the following year as customer requests for kits carried
through PY9. The free kits provide immediate savings as well as cross-promotional opportunities to other
Energy Smart offerings.

Offering Highlights

The Energy Smart Home Performance with ENERGY STAR offering achieved 546,644 verified gross
kWh savings in Algiers and 2,944,342 kWh in New Orleans, reaching 196.08% and 90.50% of goal,
respectively. Energy Smart received the Department of Energyd £NERGY STAR Partner of the Year
award in early 2020. The Energy Smart program was selected for an in-person review of the offering
which provided an opportunity to show compliance with Home Performance with ENERGY STAR
standards and highlight best practices and innovation in the market. The results from the review noted
several highlights including deep trade ally engagement, such as through regular communications and
quarterly advisory groups, training opportunities and support with obtaining disadvantaged business
enterprise certifications. Through the partnership with NOBTS thirty-three homes on the campus were
assessed by the program team in addition to their Multi-Family units. The review also highlighted

community partnerships with unique and hard-to-reach customer types and geographies.

A total of 765 customers in New Orleans and 142 customers in Algiers participated in the offering

throughout PY9. In addition to energy assessments and direct install, 6,312 kits were shipped to Entergy
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New Orleans customers as a result of the 2018 boost. The savings boost and marketing blitz accelerated
the savings generated in Q1. Energy Smart program marketing, community outreach and trade ally
referrals were the primary lead generating channels in PY9. Marketing included direct mail, digital
campaigns, and direct outreach. Five Trade Ally Advisory Group meetings were held in PY9 that provided
valuable feedback throughout the year and will inform changes to the offering in Program Year 10. The
Energy Smart team reviewed 12% of the completed assessments and follow-up work with quality control
inspections. These inspections allow the Program Team to assess and provide feedback to trade allies

for best practices and correct any issues that may have been encountered.

Algiers:
1 Atotal of 1,321 measures were installed during the program year.
9 A total of 878 kits were shipped in PY9.
1 The offering reached 196.08% of the kWh goal, achieving 546,644 kWh.
1 The offering reached 293.47% of the kW target, achieving 125.31 kW.

Table 5.1

COUNT OF GROSS kWh % OF kWh

MEASURE MEASURES SAVINGS CONTRIBUTION

© ACTuneUps| 18 17,036 3.50%
Aerators 4 106 0.02%

Air Sealing 31 31,244 6.42%

Duct Sealing 96 240,689 49.43%

LED Lighting 242 57,070 11.72%

Power Strips 36 7,760 1.59%
Showerheads 3 904 0.19%

Smart Thermostats 13 4,804 0.99%

Kits 878 127,310 26.15%

TOTAL 1,321 486,922 100%

New Orleans:

A total of 8,157 measures were installed during the program year.

A total of 5,434 kits were shipped in PY9.

The offering reached 90.50% of the kWh goal, achieving 2,944,342 kWh.
The offering reached 114.90% of the kW target, achieving 657.02 kW.

=A =4 =4 =

Table5.2
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COUNT OF GROSS kWh % OF kWh

MEASURE | \IEASURES | SAVINGS CONTRIBUTION
AC Tune Ups 190 179,358 6.67%
Aerators 16 566 0.02%
Air Sealing 162 162,439 6.04%
Duct Sealing 415 1,026,657 38.18%
Insulation 1 5,395 0.20%
LED Lighting 1,544 417,345 15.52%
Pipe Wrap 7 1,140 0.04%
Power Strips 264 58,401 2.17%
Showerheads 21 7,684 0.29%
Smart Thermostats 113 43,575 1.62%
Kits 5,424 786,459 29.25%

TOTAL 8,157 2,689,017 ‘ 100%

Offering Budget and Savings

Table 5.3
COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated %
Algiers HPWES $116,893 $116,691 100.17% 486,922 546,644 112.27% 127.24 125.31 98.48%
N.O. HPWES $657,256 $844,511 77.83% 2,689,017 2,944,342  109.50% 705.02 657.02 93.19%

Table reflects verified grossenergys avi ngs achi evement from ADMO6s Evaluation
findings relative to pre-evaluated savings reported by TPA.

, Me a

Planned or Proposed Changes to Offering

The Energy Smart team reviewed the feedback from trade allies and evaluators will adjust the offering
for PY10. The offering will expand measures for gas-heated homes, such as attic insulation, air sealing,
duct sealing and smart thermostats. In addition, energy efficiency kits will be leveraged as an entry-point
for customers and for targeting hard-to-reach customer segments. The offering will also include
incentives for new construction and major home renovations in PY10. Beginning in PY10, residences
between one and four units will qualify for HPWES and residences over five units will qualify for the
Multifamily Solutions offering. This change will more closely align property types that operate similarly

and provide better delivery for trade allies that serve primarily lower density residential configurations.
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Residential Lighting & Appliances

Offering Description

The objective of the Residential Lighting and Appliance offering is to increase awareness and sales of
energy efficient lighting and appliances to residential customers. The offering is available to Entergy New
Orleans retail customers through point of sale and mail-in incentives at participating retailers and online.
The offering gives customers the opportunity to purchase a variety of discounted products that are
ENERGY STAR® qualified.

Point-of-sale rebates are available for LED lighting at locations in both New Orleans and Algiers and
through the new Online Marketplace. Appliance rebate forms are available for appliance purchases of
ENERGY STAR approved appliances including pool pumps, refrigerators, window A/C units, and heat

pump water heaters.
Offering Highlights

The Residential Lighting & Appliance offering achieved 387,706 verified gross kWh savings in Algiers
and 7,159,056 kWh in New Orleans, reaching 91.01% and 122.23% of goal, respectively. The offering
provided a large portion of savings for the Energy Smart residential portfolio in PY9. Point-of-sale rebates
were the main driver of savings at participating retailers in Orleans Parish, while additional savings came
from mail-in appliance rebates for ENERGY STAR rated refrigerators, window air conditioning units, pool
pumps and heat pump water heaters. In Q5, the program team launched the Energy Smart Online
Marketplace which will give customers the option to purchase discounted energy-efficient products
through point-of-sale incentives. The Online Marketplace also offers select products free of charge, such

as certain smart thermostats and Energy Efficiency Kits.
Algiers:
1 Atotal of 2,524 measures were sold during the program year.

1 The offering reached 91.01% of the kWh goal, achieving 387,706 kWh.
1 The offering reached 150.28% of the kW target, achieving 80.25 kW.
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Table 6.1

MEASURE

Lighting Retail Sales

COUNT OF
MEASURES

GROSS kWh
SAVINGS

2,504 405,850

Refrigerators 898
Window ACs 204
HPwWHS 2,371

TOTAL

409,323

New Orleans:

1 Atotal of 62,870 measures were sold during the program year.
1 The offering reached 122.23% of the kWh goal, achieving 7,159,056 kWh.
1 The offering reached 208.69% of the kW target, achieving 1,484.75 kW.

Table 62

COUNT OF GROSS kWh

WIS MEASURES SAVINGS

Lighting Retail Sales 62,713 7,454,868
Refrigerators 107 6,449
Window ACs 39 3,359
Pool Pumps 6 17,347
HPwWHS 5 6,372

TOTAL 62,870 \ 7,488,395

Table 6.3: Participating Retailers

SUPPORTED RETAIL PROGRAMS

RETAIL COMPANY ADDRESS
Lighting Appliances
Barto Appliance X 1400 Airline Dr
Costco Wholesale X X 3900 Dublin St
Dollar Tree (Algiers) X 3771 General DeGaulle Dr
gggfér;l'ree (Donna Villa Shopping X 9671 Chef Menteur Hwy
Dollar Tree (Gentilly Retail Center) X 4242 Chef Menteur Hwy
Dollar Tree (Morrison) X 11701 Morrison Rd
Dollar Tree (Navarre) X 5201 Canal Blvd
Dollar Tree (Tulane/Carrollton) X 4115 S Carrollton Ave

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 9 17



SUPPORTED RETAIL PROGRAMS
RETAIL COMPANY e ADDRESS

Lighting Appliances

Home Depot (Bullard) X X 12300 I-10 Service Rd
Home Depot (Central) X 1100 S Claiborne Ave
The Green Project 2831 Marais St
Walmart (Behrman) 4001 Behrman PI
Walmart (Bullard) 6000 Bullard Ave

Walmart (Chef Menteur) 4301 Chef Menteur Hwy

X X X X

Walmart (Tchoupitoulas) 1901 Tchoupitoulas St

Walgreens (General De Gaulle) 4110 General De Gaulle Dr
Walgreens (Royal) 134 Royal St

Walgreens (Decatur) 619 Decatur St

X X X X X X X X X X

Walgreens (St Charles) 1801 St Charles Ave

Offering Budget and Savings

Table 6.4

RESIDENTIAL DEMAND REDUCTION (kW)

LIGHTING &

APPLILANCE Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated  Evaluated %
Algiers Lighting & | o) 79 $38,846 62.01% 409,323 387,706 94.72% 82.33 80.25  97.47%
Appliance
N.O. Lighti
© Aigpltilz-r:r?ci $423,224 $516,435 81.95% 7,488,395 7,159,056  95.60% 1,556.68 1,484.75 95.38%
Table reflects verified gross energys avi ngs achi evement from ADM6és Evaluation, Me a

findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

The launch and enhancement of the Energy Smart Online Marketplace will continue to drive savings and
provide new options for customers to engage with the Energy Smart program online. In PY10, the
program will offer additional specialty lighting options both online and in-store through point-of-purchase
incentives. The offering will be expanded to include new product offerings including smart thermostats,
ENERGY STAR ceiling fans, deep freezers, and dehumidifiers.
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Multi-Family

Offering Description

The Multi-Family offering targets multi-family property owners (landlords) and managers, as well as
apartment and condominium occupants. The Multi-Family offering addresses the unique needs of this
type of home configuration, which are often overlooked, through a combination of incentives for both
direct install and prescriptive measures, and through property owner and tenant education. This offering

is available to customers residing in homes with more than one unit.
Offering Highlights

The Multi-Family offering achieved 68,514 in verified gross kWh savings in Algiers and 1,315,634 kWh
in New Orleans, reaching 89.31% and 123.24% of goal respectively. The offering performed very well in
PY9 by expanding to large complexes. The Energy Smart team partnered with the New Orleans Baptist
Theological Seminary and performed assessments on all their Multi-Family units. NOBTS patrticipated in
the High Efficiency A/C Tune-up, EasyCool and Home Performance with ENERGY STAR offerings as
well as Multi-Family. Most of the remaining offering participation was from duplexes. There were 509
participants in New Orleans and forty-four participants in Algiers. Direct outreach facilitated the
opportunity to work with NOBTS. Energy Smart marketing, outreach and trade ally referrals were the
main lead generators for the duplexes. The Energy Smart team inspected 59% of the completed jobs

and worked with property managers and landlords to ensure quality work for the owners and tenants.
Algiers:

1 A total of 432 measures were installed during the program year.
1 The offering reached 89.31% of the kwWh goal, achieving 68,514 kWh.
1 The offering reached 132.62% of the kW target, achieving 13.66 kW.

Table7.1
_ COUNT OF GROSS kWh % OF kWh
MEASURE
MEASURES SAVINGS CONTRIBUTION

Aerators 35 1,087 1.80%

Air Sealing 2 1,064 1.77%

Duct Sealing 22 41,423 68.73%

LED Lighting 339 8,537 14.16%

Showerheads 33 7,458 12.37%

Programmable Thermostats 1 701 1.16%

TOTAL 432 60,270 100%
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New Orleans:

1 Atotal of 7,779 measures were installed during the program year.
1 The offering reached 123.24% of the kWh goal, achieving 1,315,634 kWh.
1 The offering reached 230.99% of the kW target, achieving 318.84 kW.

Table 7.2
AC Tune Up 208 130,744 10.30%
Aerator 154 6,648 0.52%
Air Sealing 35 41,386 3.26%
Duct Sealing 224 686,520 54.10%
Insulation 6 19,184 1.51%
LED Lighting 6,671 170,948 13.47%
Pipe Wrap 1 12,689 1.00%
Showerhead 278 62,828 4.95%
Smart Thermostat 10 3,431 0.27%
Programmable Thermostats 192 134,636 10.61%

TOTAL 7,779 1,269,013 100%

Offering Budget and Savings

Table 7.3

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

MULTI-FAMILY

Pre- Pre-

0, 0, 0,
Spend Budget % Evaluated Evaluated % Evaluated Evaluated )
Algiers Multi-Family $12,531 $21,414 58.52% 60,270 68,514 113.68% 12.14 13.66 112.52%
N.O. Multi-Family $224,904 $257,237 87.43% 1,269,013 1,315,634 103.67% 286.10 318.84 111.44%
Table reflects verified gross energys avi ngs achi evement from ADM6és Evaluation, Me a

findings relative to pre-evaluated savings reported by TPA.
Planned or Proposed Changes to Offering

Beginning in PY10, the Multi-Family offering will serve buildings that contain five units or more under one
roof. Buildings that are four units or less will fall under the Home Performance with ENERGY STAR
offering. The Energy Smart team will look for new opportunities with the Building Owner and Manager
Association, Apartment Association, and the Greater New Orleans Housing Alliance to find complexes
that will be good candidates for the offering. The Energy Smart team will also work with the Louisiana
Housing Corporation and Housing Authority of New Orleans to reach affordable housing more effectively
and help properties look for opportunities to install deeper saving measures including duct sealing, air

sealing, attic insulation, and smart thermostats throughout their units for better energy savings.
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Low-Income Audit & Weatherization

Offering Description

The Low-Income Audit & Weatherization (LIW) offering gives qualified customers the opportunity to
receive energy efficiency measures in their homes free of charge. Upgrades range from direct install
measures, such as LED light bulbs and water savings measures, to smart thermostats and

comprehensive envelope measures like attic insulation, air sealing, and duct sealing.
Offering Highlights

The LIW achieved 203,350 in verified gross kWh savings in Algiers and 2,105,784 kWh in New Orleans,
reaching 171.50% and 135.30% of goal respectively. The Energy Smart team partnered with local
organizations to connect eligible participants with the offering. The Energy Smart team worked with Total
Community Action on the Total Power pilot program that was supported by Entergy New Orleans. There
were 50 participants in the pilot, that was designed to help customers who are in arrears become
financially independent. A requirement of the pilot was participation in the Low-Income Audit &
Weatherization offering. Viethamese Initiatives in Economic Training (VIET) is an organization in New
Orleans East which contains a large Viethamese and low-income population. The Energy Smart team
worked with VIET to engage with 25 customers through their organization. Energy Smart provided
translation services with the help of VIET for the assessments to help overcome the language barrier.
The Energy Smart team also worked with New Orleans Redevelopment Authority to provide assessments

to their affordable housing properties.

There were 758 participants in New Orleans and 72 participants in Algiers. Community outreach was a
primary lead generator in PY9. Customer referrals and trade ally referrals are major drivers for lead
generation. The Energy Smart team inspected 11% for quality assurance. The Trade Ally Advisory Group
provided suggestions in PY9 for improvements that are being implemented in PY10.

Algiers:
1 A total of 846 measures were installed during the program year.

1 The offering reached 171.50% of the kWh goal, achieving 203,350 kWh.
1 The offering reached 281.37% of the kW target, achieving 59.37 kW.
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Table 8.1

PERCENT OF kWh

CONTRIBUTION

COUNT OF
HEREIRE MEASURES SAVINGS

AC/HP Tune Ups
Aerators

Air Sealing

Duct Sealing
Ceiling Insulation
LED Lighting
Pipe Wrap
Showerheads

Smart Thermostats

GROSS kWh

10 9,418
1 44
1 632

42 95,118

6 23,043

77 17,717
1 76
2 452

2,059

6.3%
0.0%
0.4%
64.0%
15.5%
11.9%
0.1%
0.3%

1.4%

New Orleans:

1 A total of 9,406 measures were installed during the program year.

1 The offering reached 135.30% of the kWh goal, achieving 2,105,784 kWh.
1 The offering reached 196.76% of the kW target, achieving 560.97 kW.

AC/HP Tune Ups

Air Sealing

Duct Sealing
Ceiling Insulation
LED Lighting

Showerheads

Smart Thermostats

Programmable Thermostats

Table 8.2

COUNTOF | CGROSS
MEASURES | WM
175 163,153
21 663
27 11,188
344 925,789
74 231,185
8554 204,709
15 2,318
66 14,916
128 43,917
1,402

PERCENT OF

kWh
CONTRIBUTION

10.2%
0.0%
0.7%

57.9%

14.5%

12.8%
0.1%
0.9%
2.7%

0.1%

TOTAL 9,406 1,599,239 100%
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Offering Budget and Savings

Table 8.3
eI 2 AV 4 COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
WEATHERIZATION spend Budget % Pre- Evaluated % Pre- Evaluated %
pen udge ? Evaluated vajuate 0 Evaluated vajuate 0
Algiers Low Income | g0 61 ) $57,836 118.63% 148,559 203,350 136.88% A 59.37 80.75%
Audit & Wx
N.O. Low I.ncome $709,197 $567,630 124.94% 1,599,239 2,105,784 131.67% 729.70 560.97 76.88%
Audit & Wx
Table reflects verified gross energys avi ngs achi evement from ADM6s Evaluation, Mea:

findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

Gas-heated homes will be eligible for air sealing and attic insulation beginning in PY10. The Energy
Smart team will reach out to gas-heated home customers who were previously ineligible for these
measures. The focus will be on expanding opportunities with current partners and seeking partnerships
with new community organizations that can connect the Energy Smart team with qualified customers.
The offering will also cross promote and drive utilization of the Low-Income Home Energy Assistance
Program and Weatherization Assistance Program. In PY10 trade allies will perform air sealing for all
income qualified audits which will provide another opportunity to serve customers. This change is in
response to feedback from the Trade Ally Advisory Group that saw this as an opportunity to increase

savings and expand opportunities for trade allies.
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High Efficiency A/C Tune-Up

Offering Description

The High-Efficiency A/C Tune-Up offering is designed to minimize market barriers to efficient cooling in
residences. This program provides residential customers with a comprehensive set of options to lower
their energy consumption and costs associated with keeping their homes cool and comfortable in the
summer. Customers with functioning A/C units that are more than one year old can improve the efficiency
of their units with the help of a comprehensive A/C tune-up. Customers with failed units or working, but

inefficient units are eligible for incentives for replacing the unit with a new energy efficient system.
Offering Highlights

The High Efficiency A/C Tune-Up offering achieved 300,383 in verified gross kWh savings in Algiers and
2,392,501 kWh in New Orleans, reaching 210.19% and 132.76% of goal respectively. There were 600
participants in New Orleans and 90 participants in Algiers in the offering. There were five trade allies that
supported the High Efficiency A/C Tune-Up offering. This offering earned most of the energy savings in
Q2 and Q3 as a result of New Orleans customers running their air conditioners in the summer months.

The Energy Smart team inspected 9 percent of submitted rebates for quality assurance.

Algiers:

1 A total of 176 measures were installed during the program year.
1 The offering reached 210.19% of the kwWh goal, achieving 300,383 kWh.
1 The offering reached 275.99% of the kW target, achieving 111.50 kW.

Table 9.1

COUNT OF
MEASURES

GROSS kWh
SAVINGS

% OF SAVINGS
CONTRIBUTION

MEASURE

166,158 66.0%
85,593 34.0%

251,751 100.0%

Duct Sealing
AC Tune Ups
TOTAL

New Orleans:
9 Atotal of 1,261 measures were installed during the program year.

1 The offering reached 132.76% of the kwWh goal, achieving 2,392,501 kWh.
1 The offering reached 157.46% of the kW target, achieving 851.99 kW.
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Table 9.2

0,
MEASURE |\ ChdUREs | SAVINGS | CONTRIBUTION
Duct Sealing 570 1,411,428 69.1%
AC Tune Ups 674 610,626 29.9%
Ductless HP 2 3,713 0.2%
Heat Pumps 1 1,006 0.0%
Central AC 14 15,572 0.8%

TOTAL 2,042,344 100.0%

Offering Budget and Savings

Table 9.3

HIGH EFFICIENCY DEMAND REDUCTION (kW)
AC TUNE-UP

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated  Evaluated %
Algiers High E‘:'ucr']eensg $42,151 $52,442  80.38% 251,751 300,383  119.32% 83.66 11150  133.28%
N.O. High E‘:'ucr'znsg $339,120  $339,661  99.84% 2,042,344 2,392,501  117.14% 656.74 851.99  129.73%

Table reflects verified gross energys avi ngs achi evement from ADMés Evaluation
findings relative to pre-evaluated savings reported by TPA.

, Me a

Planned or Proposed Changes to Offering

There will be several changes to the High Efficiency A/C Tune-Up offering in PY10. Duct sealing will be
available strictly through the Home Performance with ENERGY STAR, Income Qualified Weatherization,
and Multi-Family offerings. The AC Tune-Up offering will provide a comprehensive set of solutions
including DR-enabled smart thermostats and cross-promotion with EasyCool.
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Direct Load Control (EasyCool)

Offering Description

The Direct Load Control (EasyCool) offering is an opt-in load control initiative that allows Energy Smart
to cycle off a participantdéds home c¢ent rheutsthaughoutc ondi
cycling season. The events run for four hours (typically from 2 p.m. i 6 p.m.) and cycles the condenser
on and off every 15 minutes. Participating customers are incentivized after each cooling season with a
$40 incentive check. During cycling events, the AC unit is sent a signal to activate the switch. The

EasyCool offering is designed to reduce demand load at peak times in the cooling season.

Offering Highlights

The EasyCool offering far exceeded the kW targets in both the Algiers and New Orleans territories.
Energy Smart executed five cycling events in PY9 during the cycling season which runs from June
through September. A total of 1,969 control devices were cycled in PY9. The program saw an increase
in enroliments in PY9 due to better brand awareness and marketing tactics such as business reply cards
and community outreach. The partnership with NOBTS allowed the Energy Smart team to install switches

on all their units which was the first large complex to participate in the offering.

The Energy Smart team stopped installing switches at the end of Q3 as the program began planning to
evolve EasyCool from demand load control switches to demand response enabled smart thermostats. In

preparation for this design change, Energy Smart began focusing on installing smart thermostats in Q4.
Algiers:

1 A total of 112 devices were installed during the program year.

1 A total of 181 devices were cycled during the program year.

1 The offering reached 449.78% of the kW target, achieving 374.53 kW.
New Orleans:

1 A total of 974 devices were installed during the program year.

1 A total of 1,788 devices were cycled during the program year.
1 The offering reached 334.45% of the kW target, achieving 3,699.77 kW.
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Table 10.1: EasyCool Cycling Events

DIRECT LOAD CONTROL CYCLING EVENTS

Date 6/26/2019 7/9/2019 8/8/2019 8/29/2019 9/4/2019
Start Time (hours) 1400 hrs 1400 hrs 1400 hrs 1400 hrs 1400 hrs
End Time 1830 hrs 1830 hrs 1830 hrs 1830 hrs 1830 hrs
# Devices Controlled 1,617 1,687 1,865 1,920 1,939
Cycle Strategy 5.30% 50% 50% 50% 50%
(15 min on/off) (15 min on/off) (15 min on/off) (15 min on/off) (15 min on/off)

Offering Budget and Savings

Table 10.2

DIRECT LOAD CONTROL DEMAND REDUCTION (kW)
(EASYCOOL)

Spend Budget % Pre-Evaluated Evaluated %
0,
Algiers DLC $5,920 $12,040 49.17% 374.53 N/A
$60,000 $159,960 $37.51% 3,699.77 N/A

N.O. DLC

Tabler ef | ects verified gross energy savings achievement from ADM(
findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

In PY10, EasyCool offering will evolve to a bring your own thermostat ( fi B Y Gfppdoach to demand
response. The modified EasyCool offering will enable customers with new or existing connected smart
thermostats to enroll in BYOT, and the program will cycle their thermostats during peak demand events.
The BYOT offering will allow the Energy Smart EasyCool offering to tap into the growing base of
connected thermostats in Orleans Parish and leverage the aggregation as a grid resource for peak
reduction. Energy Smart will offer smart thermostats through many program offerings and channels to

build the base of thermostats and fully integrate energy efficiency and demand response.
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School Kits & Education

Offering Description

Energy Smart School Kits and Education is an offering for middle and high school students that combines
in-class education programming and a free Energy Smart Starter Kit for students to bring home and install
with their parents. Kits consisted of four 9-watt LED light bulbs, two 15-watt LED light bulbs, one low-flow
shower head, one low-flow kitchen sink aerator, one low-flow bathroom sink aerator and one water flow

bag.
Offering Highlights

The School Kits offering achieved 189,473 in verified gross kWh savings in Algiers and 916,861 kWh in
New Orleans, reaching 102.05% and 102.53% of goal respectively. In PY9, the Energy Smart team
delivered 4,969 kits to students in their classrooms at 55 schools and meal sites during the beginning of
the COVID-19 crisis. The team reached out to all public schools with 6th grade classes, several high
schools and about a third of the scholarship schools in Orleans Parish. Methods included phone, email
and in-person visits to each campus. The decentralized nature of the Orleans Parish School District
makes it more difficult to reach students than within other parishes in Louisiana.

Each school received two visits by Energy Smart staff instructors and included content aligned with the
Louisiana Student Standards for Science. The educational content included fun, hands-on activities such
as a skit with costumes about how electricity rea

importance of conserving electricity, the bicycle generator and the home retrofit game.

The changes to the School Kit offering in PY9 included a new in-class activity for high school students to
encourage critical thinking about energy decision-making and the role of energy efficiency in their lives.
The team also partnered with the Youth Program Quality Intervention (YPQI) study to help improve
learning experiences and classroom practices. Through the study, the Energy Smart team is making
small process changes to ensure delivery of the highest quality youth programming with outcomes that

are most impactful to students.

In addition to classroom programming, The Energy Smart for Kids team also participated in community
outreach at STEM Saturday with Dr. Mackie and at five summer camps. The intention in delivering this
type of education is to reach parents throughout the year and encourage their participation in the Energy

Smart program at home.
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Projected lifetime savings indicate that the kits installed will produce 452,964,986 kWh in New Orleans
and 93,606,897 kWh in Algiers.

Algiers:

1 A total of 851 kits were distributed during the program year.

1 The offering reached 102.05% of the kWh goal, achieving 189,473 kWh.
1 The offering reached 167.90% of the kW target, achieving 31.23 kW.

New Orleans:

1 Atotal of 4,118 kits were distributed during the program year.

1 The offering reached 102.53% of the kWh goal, achieving 916,861 kWh.
1 The offering reached 202.86% of the kW target, achieving 151.13 kW.

DATE

1/9/2019

1/15/2019

1/15/2019

1/18/2019

1/24/2019

1/28/2019

2/1/2019

2/5/2019

2/5/2019

2/15/2019

2/19/2019

2/25/2019

3/11/2019

3/12/2019

3/14/2019

3/22/2019

3/25/2019

4/11/2019

4/11/2019

5/10/2019

Table 11.1

SCHOOL NAME

New Orleans Charter Science & Math High School

Audubon Charter School

Lusher High School

McDonough #32 Literacy Charter School
Phillis Wheatley Community School

International School of Louisiana

Dr. Martin Luther King Jr. Charter School for Science

and Technology
Sophie B. Wright Charter School

St. Alphonsus

Fannie C. Williams

St. Michael's Special School

Paul Habans Charter School

KIPP Central City Academy

Lawrence D Crocker College Prep

Lake Forest Charter Elementary School
St. Augustine High School

Eleanor McMain Charter Secondary School
KIPP Renaissance High School

KIPP Booker T. Washington High School

Alice Harte Charter School
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RESPONSE
RATE

50%

76%

86%

54%

53%

99%

55%

56%

2%

100%

42%

60%

56%

63%

100%

75%

63%

45%

66%

61%

KITS
DIST.

123

50

150

35

270

132

125

186

32

55

12

85

120

60

80

135

79

150

120

84

FORMS
RETURNED

62

38

129

19

142

117

69

104

23

55

51

73

38

80

114

50

68

79

51

29



9/5/2019

9/6/2019

9/9/2019

9/19/2019

9/27/2019

10/3/2019

10/4/2019

10/4/2019

10/14/2019

10/17/2019

11/1/2019

11/4/2019

11/7/2019

11/7/2019

12/2/2019

12/12/2019

12/9/2019

1/17/2020

1/28/2020

1/17/2020

2/3/2020

2/3/2020

2/17/2020

3/3/2020

3/4/2020

3/5/2020

3/6/2020

3/9/2020

3/10/2020

3/13/2020

3/16/2020

3/26/2020

3/26/2020

3/30/2020

St. Joan of Arc

Ben Franklin Elementary

New Orleans Adventist Academy
Fannie C. Williams Charter School
St. Augustine High School

St. Rita Catholic School

Joseph A Craig Charter School

LB Landry-OP Walker College and Career
Preparatory High School

Einstein Charter Middle School

Andrew H Wilson Charter School

Audubon Charter School

KIPP Central City Academy

ReNEW Schaumburg Elementary

Abramson Sci Academy

New Orleans Charter Science & Math High School
Bauhaus

ReNEW SciTech Academy

Audubon Charter School (Montessori)

International School of Louisiana

L.B. Landry-O.P. Walker College and Career
Preparatory High School

Lake Forest Charter Elementary School
GW Carver High School

New Harmony High School

Dr. Martin Luther King Jr. Charter School
Esperanza Charter School

Rosenwald Collegiate Academy
FirstLine Live Oak

Arise Academy

Homer A. Plessy Community School
Akili Academy of New Orleans

KIPP Booker T. Washington High School

Homer A. Plessy Community School - Meal
distribution

Harriet Tubman Charter School - Meal Distribution

Cut-Off Rec Center - Meal Distribution
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66%

78%

75%

79%

7%

41%

55%

0%

7%

78%

7%

47%

0%

63%

65%

0%

0%

100%

0%

45%

92%

0%

56%

0%

0%

0%

0%

0%

0%

0%

0%

0%

0%

0%

32

90

62

130

27

33

150

150

160

35

130

90

120

40

10

150

45

116

150

7
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Offering Budget and Savings

Table 11.2
SCHOOL KITS & COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
EDUCATION
OFFERING Spend Budget Pre-Evaluated  Evaluated % Pre-Evaluated  Evaluated %
Algiers School Kits & | o) g4, $30,230  76.06% 198,453 189,473  95.47% 23.49 3123 132.95%
Education
N.O.School Kits & | o) 19159 $140,824  83.91% 960,318 916,861  95.47% 113.66 15113 132.97%
Education
Table reflects verified gross energys avi ngs achi evement from ADM6s Evaluation, Me a

findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

The Energy Smart team experienced greater challenges with lower form return rates in PY9 compared
to previous years. In PY10, the team will work to provide clearer communication about expectations with
teachers regarding the homework return forms.

In response to the COVID-19 pandemic, the team will consider options for providing virtual lessons, Kits

and activities mailedt o s t uhdnesdndtéke additional measures to follow CDC guidelines.

In future program years, the Energy Smart team will also evaluate opportunities for revising the kit
measures.

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 9 31



Green Light New Orleans

Offering Description

Green Light New Orleans (GLNO) installs energy-efficient lighting for residents utilizing volunteers. GLNO

installed energy efficient CFL and LED light bulbs in homes throughout Orleans Parish in PY9.
Offering Highlights

The Green Light New Orleans offering achieved 6,711 in verified gross kwWh savings in Algiers and 39,938
kWh in New Orleans. The Energy Smart team installed a total of 1,935 light bulbs during PY9, of which
1,735 were CFLs and 200 were LEDs.

Algiers:

1 A total of 287 measures were installed during the program year.
1 The offering achieved 6,711 kWh and 1.39 kW.

New Orleans:

1 Atotal of 1,648 measures were installed during the program year.
1 The offering achieved 39,938 kWh and 8.25 kW.

Table 12.1

TERRITORY TOTAL LAMPS LEDS

New Orleans 157
Algiers 43

Offering Budget and Savings

GREEN LIGHT

Table 12.2

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

Spend  Budget % Pre-Evaluated  Evaluated % Pre-Evaluated Evaluated %
Algiers Green Light | $631 $537 117.64% 6,414 6,711 104.63% 1.33 1.39 104.51%
N.O. Green Light | $3,626  $78,607 4.61% 38,292 39,938 104.30% 7.92 8.25 104.17%
Table reflects verified gross energys avi ngs achi evement from ADM6s Evaluation, Mea:

findings relative to pre-evaluated savings reported by TPA.
Planned or Proposed Changes to Offering

In PY10, the Energy Smart team will leverage Green Light New Orleans to build greater awareness of

the program and bring greater energy savings opportunities.
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Behavioral (Scorecard)

Offering Description

Scorecard is a behavioral offering that provides customers with information regarding potential ways to
lower their electric bills. The offering launched as a residential energy savings behavioral pilot in January
2017. Approval for release of the new Energy Smart Scorecard, revised to an opt-out distribution model,
began on May 2, 2018 with an initial treatment group of 25,000 customers, in addition to the previously
registered participants from the opt-in phase. The distribution then increased to 50,000 recipients in Q2.
At the end of December 2018, Energy Smart adjusted its Scorecard distribution list to include all Entergy
New Orleans customers for whom a direct email address has been provided. In total, the Scorecard
offering had 112,593 participants.

Offering Highlights
Highlights

The Scorecard offering achieved 1,598,066 in verified gross kWh savings in Algiers and 9,848,470 kwh
in New Orleans, reaching 110.60% and 115.12% of goal respectively. The offering progressed smoothly
through PY9 with a trend in open rates which grew steadily from an 18% open average in Q1 to a more

than 30% open average by the end of Q4.

For most of Q1 and Q2, scorecards were sent without significant modification. The offering also
experienced the resolution of two incidents. Specifically, in late Q1, two technical issues were identified

and resolved.

1. Weather Data: The process that generated scorecards was unable to complete successfully
because of a change in the data format from the weather provider. Unfortunately, this failure
occurred at a point in our code that did not generate an error message and the team was unaware
that emails were not being distributed. In response, the team added specific logging to alert when

there was a weather data failure for any zip code to avoid similar issues going forward.

2. High Bounces: All Scorecards are blind copied to an internal mailbox for reference and
troubleshooting purposes. On 2/6/19, that internal mailbox became full and started generating

bounces for every message, which resulted in inaccurate data metrics. New stats are accurate.

The customers who missed their scorecard one month received it the following month as scheduled. The
team opted not to send two scorecards in a row (one from the last month and one from the current month)

to avoid confusion resulting from multiple similar emails arriving at the same time.
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The open rates for PY9 were high when compared to previous years. Beginning with the last send of Q2,
the open rates for Scorecards began to reach the 30% mark, which was a trend that continued
consistently throughout Q3 and led to a high of 42.7% opened in early August. These numbers were
supported by the fact that the advertisementforthe Company 6s ReNEWabl e Orl eans

solar program, which was included in the late Q3 Scorecards, created an overwhelming response.

In the last week of Q3, the Energy Smart Scorecard sends were temporarily paused due to an unexpected
series of meter exchanges that took place within the group due t o the Companyés
Advanced Meter Infrastructure (AMI). The Scorecard was configured to assume one meter per billing
cycle thus creating an incomplete usage comparison to previous periods. A configuration/change/update
process was required to address the multiple billing records per bill period with multiple meters. In all

other areas, Q3 Scorecards were sent on schedule without issue.

The Scorecard offering progressed through Q4 2019 without remarkable modification. The open rates for
Scorecards in Q4 continued to be above 30%. Scorecard sends were paused temporarily at the end of
Q3/beginning of Q4 to ensure that proper data was being recorded and sent to customers who received
a new AMI meter in the middle of their billing cycle. For example, if the first part of their bill was data from
their original meter and the second part was data from their newly installed meter, the Scorecard needed

to aggregate that data. The team was able to successfully aggregate the data.

Table13.1

BEHAVIORAL
(SCORECARD)

Pre-Evaluated Evaluated %

Algiers Scorecard 1,598,066 N/A

N.O. Scorecard 9,848,470 NIA

Participation

Following are the delivery metrics of the distribution of Scorecards each week starting on January 4",

2019 through the last week of the Q4, December 27" in descending order.

Table 13.2
TYPE COUNT % OF SEND
12/27/2019 Send 16330 100
12/27/2019 Delivery 15560 95.28
12/27/2019 Open 5724 35.05
12/27/2019 Click 59 0.36
12/27/2019 Bounce 839 5.14
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12/27/2019
12/27/2019
12/13/2019
12/13/2019
12/13/2019
12/13/2019
12/13/2019
12/13/2019
12/13/2019
11/22/2019
11/22/2019
11/22/2019
11/22/2019
11/22/2019
11/22/2019
11/15/2019
11/15/2019
11/15/2019
11/15/2019
11/15/2019
11/15/2019
11/8/2019
11/8/2019
11/8/2019
11/8/2019
11/8/2019
11/8/2019
10/25/2019
10/25/2019
10/25/2019
10/25/2019
10/25/2019
10/25/2019
10/18/2019
10/18/2019
10/18/2019
10/18/2019
10/18/2019
10/11/2019
10/11/2019
10/11/2019
10/11/2019
10/11/2019
10/11/2019
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Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Send
Delivery
Open
Click
Bounce

Complaint

61198
57122
15098
234
4282
10

20923
19161
6807
86
1821

22949
21669
7089
58
1334
80
64002
59745
17849
180
4411

72426
68102
22995
248
4509
12
310
297
100

14
30234
28378
11122

210
1963

0.01
0.02
100
93.34
24.67
0.38

0.02

100
91.58
82458

0.41

8.7

0.01

100
94.42
30.89

0.25
5.81
0.35

100
93.35
27.89

0.28

6.89

0.01

100
94.03
31.75

0.34
6.23
0.02

100
95.81
32.26

0.32
4.52

100
93.86
36.79

0.69
6.49
0.01
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9/20/2019
9/20/2019
9/20/2019
9/20/2019
9/20/2019
9/20/2019
9/6/2019
9/6/2019
9/6/2019
9/6/2019
9/6/2019
9/6/2019
8/30/2019
8/30/2019
8/30/2019
8/30/2019
8/30/2019
8/23/2019
8/23/2019
8/23/2019
8/23/2019
8/23/2019
8/23/2019
8/16/2019
8/16/2019
8/16/2019
8/16/2019
8/16/2019
8/16/2019
8/16/2019
8/9/2019
8/9/2019
8/9/2019
8/9/2019
8/9/2019
8/9/2019
8/9/2019
8/2/2019
8/2/2019
8/2/2019
8/2/2019
8/2/2019
8/2/2019
8/2/2019
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Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Send
Delivery
Open
Click
Bounce
Complaint
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint

Unsubscribe

52140
49090
18337
417
3187

34432
31992
9836
168
2548

9584
9152
4019
60
466
33103
30952
13964
250
2253

28670
26743
9916
264
1998

20060
18728
6909
172
1389

16
15792
15122

6887
136
742

10

100
94.15
35.17

0.8

6.11

0.01

100
92.91
28.57

0.49

7.4

0.02

100
95.49
41.93

0.63
4.86
100
93.5
42.18
0.76
6.81
0.01

100
93.28
34.59

0.92
6.97
0.02
0.03

100
93.36
34.44

0.86
6.92
0.01
0.08

100
95.76
43.61

0.86
4.7
0.01
0.06
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7/26/2019
7/26/2019
7/26/2019
7/26/2019
7/26/2019
7/26/2019
7/26/2019
7/12/2019
7/12/2019
7/12/2019
7/12/2019
7/12/2019
7/12/2019
7/12/2019
7/5/2019
7/5/2019
7/5/2019
7/5/2019
6/21/2019
6/21/2019
6/21/2019
6/21/2019
6/21/2019
6/21/2019
6/21/2019
6/7/2019
6/7/2019
6/7/2019
6/7/2019
6/7/2019
6/7/2019
6/7/2019
5/31/2019
5/31/2019
5/31/2019
5/31/2019
5/31/2019
5/31/2019
5/31/2019
5/24/2019
5/24/2019
5/24/2019
5/24/2019
5/24/2019
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Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Bounce
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click

Bounce

14263
13573
6109
106
739

91778
86617
36880
446
5443
14
32
82
75
30

5915
5296
1834
22
631

29654
27769
5474
83
1960

10
13574
12939
5049
64
677

38883
36898
7226
121
2072

100
95.16
42.83
0.74
5.18
0.01
0.06
100
94.38
40.18
0.49
5103
0.02
0.03
100
91.46
36.59
8.54
100
89.54
31.01
0.37
10.67
0.02
0.05
100
93.64
18.46
0.28
6.61
0.03
0.03
100
95.32
37.2
0.47
4.99
0.03
0.03
100
94.89
18.58
0.31
5133
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5/24/2019
5/24/2019
5/10/2019
5/10/2019
5/10/2019
5/10/2019
5/10/2019
5/10/2019
5/10/2019
5/3/2019
5/3/2019
5/3/2019
5/3/2019
5/3/2019
5/3/2019
5/3/2019
4/26/2019
4/26/2019
4/26/2019
4/26/2019
4/26/2019
4/26/2019
4/26/2019
4/12/2019
4/12/2019
4/12/2019
4/12/2019
4/12/2019
4/12/2019
4/12/2019
4/5/2019
4/5/2019
4/5/2019
4/5/2019
4/5/2019
4/5/2019
4/5/2019
3/22/2019
3/22/2019
3/22/2019
3/22/2019
3/22/2019
3/22/2019
3/22/2019
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Unsubscribe
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Unsubscribe
Send
Delivery
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Click
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Complaint
Unsubscribe
Send
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Click
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Send
Delivery
Open
Click
Bounce
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Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint
Unsubscribe
Send
Delivery
Open
Click
Bounce
Complaint

Unsubscribe

27547
25656
5012
78
1948

25683
24241
4579
59
1532

32
34325
32755

6624

86

1675

14
18589
17380

3294

50

1259

40212
37988
6969
98
2334

19228
18466
3949
57
817

4259

0.02
0.02
100
93.14
18.19
0.28
7.07
0.02
0.03
100
94.39
17.83
0.23
5.97
0.01
0.12
100
95.43
19.3
0.25
4.88
0.01
0.04
100
93.5
17.72
0.27
6.77
0.02
0.03
100
94.47
17.33
0.24
5.8
0.01
0.01
100
96.04
20.54
0.3
4.25
0.02
22.15
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3/15/2019
3/15/2019
3/15/2019
3/15/2019
3/15/2019
3/15/2019
2/15/2019
2/15/2019
2/15/2019
2/15/2019
2/15/2019
2/1/2019
2/1/2019
2/1/2019
2/1/2019
2/1/2019
2/1/2019
1/25/2019
1/25/2019
1/25/2019
1/25/2019
1/25/2019
1/25/2019
1/18/2019
1/18/2019
1/18/2019
1/18/2019
1/18/2019
1/18/2019
1/11/2019
1/11/2019
1/11/2019
1/11/2019
1/11/2019
1/11/2019
1/4/2019
1/4/2019
1/4/2019
1/4/2019
1/4/2019
1/4/2019
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Open
Click
Bounce
Complaint
Unsubscribe
Send
Open
Click
Bounce
Unsubscribe
Send
Open
Click
Bounce
Complaint
Unsubscribe
Send
Open
Click
Bounce
Complaint
Unsubscribe
Send
Open
Click
Bounce
Complaint
Unsubscribe
Send
Open
Click
Bounce
Complaint
Unsubscribe
Send
Open
Click
Bounce
Complaint

Unsubscribe

70675
12742
195
4334
22
18
5408
699

283

43723
6557
94
2133
17
19
21296
3873
52
896

23761
4455
70
1021

24949
4520
87
1219

25562
4528
88
1063

21

100
18.03
0.28
6.13
0.03
0.03
100
12.93
0.17
528
0.04
100
15
0.21
4.88
0.04
0.04
100
18.19
0.24
4.21
0.04
0.04
100
18.75
0.29
4.3
0.03
0.02
100
18.12
0.35
4.89
0.01
0.02
100
17.71
0.34
4.16
0.01
0.08
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Planned or Proposed Changes to Offering

Beginning in PY10, the Behavioral offering will transition to a Home Utility Report/Scorecard (HURS)
t hrough ENO6s new Customer Engagement Portal (CEP) .
HUR that compares their residence to similar and efficient households, shows their usage over time,
provides tips for saving energy, rewards them for taking actions and directs them to other program
offerings. The new Opt-In Rewards offering will enable residential customers to sign-up for Rewards
through the CEP. Participants can receive eGift cards from their choice of available retailers for

accumulating points for taking specific actions.
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Commercial & Industrial Portfolio Performance

COMMERCIAL
& INDUSTRIAL

Algiers i
Small C&l

Algiers i
Large C&l

Algiers i PFI

N.O. ¥
Small C&l

N.O. 1
Large C&l

N.O. i
PFI

VERIFIED
GROSS
kWh

480,276

1,117,025

244,868

7,742,239

26,108,37
9

3,217,443

38,910,23
(0]

kWh GOAL
OFFERINGS

670,037

797,046

251,013

6,230,963

24,805,586

2,927,922

35,682,567

% TO kWh

GOAL

71.68%

140.15%

97.55%

124.25%

105.25%

109.89%

109.05%

Table 15.1

kw
SAVINGS

kw
TARGET*

950 107.60
54.68 117.40
7.29 38.50
892.11 1,098.10
2,141.72 3,914.80
56.59 430.20

3,211.98 5,706.60

56.29%

% TO kWh INCENTIVE
TARGET SPENT
55.38% $43,734
46.58% $113,930
18.94% $28,815
81.24% $953,695
54.71% $2,827,908
13.15% $363,881

$4,331,963

INCENTIVE

BUDGET

$125,829

$132,962

$51,865

$1,206,945

$3,535,727

$446,882

$5,500,210

%

OF

BUDGET

34.76%

85.69%

55.56%

79.02%

79.98%

81.43%

78.76%

*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 17 9, approved 12/14/2017.

Savings reflect verified grosss avi ng s
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Small Commercial Solutions

Offering Description

The Small Commercial & Industrial (Small C&I) offering provides small businesses with the opportunity
to achieve energy savings for their facility by implementing prescriptive, custom or Small Business Direct
Install projects. Commercial customers with a peak demand of less than 100 kW are considered eligible
for Small C&l incentives.

Offering Highlights

The Small Commercial & Industrial offering achieved 480,276 in verified gross kWh savings in Algiers
and 7,742,239 kWh in New Orleans, reaching 71.68% and 124.25% of goal respectively. In PY9, there
were 130 projects implemented on the East Bank and 14 projects in Algiers, compared to 119 projects

on the East Bank and 11 projects in Algiers in PY8.
9 Targeted Outreach to Specific Market Segments and Territories

A Generating participation in Algiers has continued to be challenging but the Energy Smart
team has taken a more direct approach to engaging with customers in the Algiers
territories. The team encouraged the Small Business Direct Install trade allies to focus
their attention to the Algiers territory and performed direct outreach to customers.

 Small Business Direct Install

A The Energy Smart team introduced the Small Business Direct Install (SBDI) offering in
September 2019. Through the SBDI offering, small business customers can receive higher
incentive rates for one-for-one retrofits or replacements installed by an approved SBDI
Trade Ally. There was a total of 29 SBDI projects in PY9 which resulted in a total gross
energy savings of 705,606 kWh. Out of a total of 180 prescriptive measures installed in
PY9, 78 measures or 43% were installed as part of the Small Business Direct Install

offering.
1 Custom Incentive Bonus

A Energy Smart offered a custom incentive bonus at the end of PY9 to encourage program
participation. The incentive bonus was released in early November and offered an
additional $0.03 per kWh saved for all custom projects submitted on or after the

announcement date and completed by the end of PY9.
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A The bonus increased the Small C&l custom incentive rate to $0.15/kWh for both lighting
and non-lighting projects.

A The bonus was successful in encouraging participation for Small C&l customers and
issued an additional $221,169.35 in program incentives for these customers. The custom
incentive bonus further reduced the upfront cost associated with these projects which is

often a challenge for Small C&I customers.

Table 16.1

Count of

Gross kWh % of Savings

Project Components Project . .
J P ) Savings Contribution

Components
Lighting ‘ 476 8,007,853 97.0%
Refrigeration ‘ 5 51,902 0.6%
HVAC ‘ 5 7,783 0.1%
Controls 5 190,726 2.3%
s |
Table 16.2
Custom Lighting ‘ $867,049 $2,073,418 41.82%
Custom Non-Lighting ‘ $20,548 $23,720 86.63%
Prescriptive $34,570 $134,857 25.63%

$922,167 $2,231,995 41.32%

Algiers:

1 A total of 44 measures were installed during the program year.
1 The offering reached 71.68% of the kWh goal, achieving 480,276 kWh.
1 The offering reached 55.38% of the kW target, achieving 59.59 kW.

Table 16.2

L Count of Measures Gross kWh Savings
Component
" Prescriptive | 16 186442

Prescriptive 186,442
Custom 28 296,638

New Orleans:

1 A total of 447 measures were installed during the program year.
1 The offering reached 124.25% of the kwWh goal, achieving 7,742,239 kWh.
1 The offering reached 81.24% of the kW target, achieving 892.11 kW.
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Pragram Count of Measures | Gross kWh Savings
Component

Prescriptive 135 839,149
Custom 312 6,936,035

TOTAL 7,775,183

Offering Budget and Savings

Table 16.3

DEMAND REDUCTION (kW)

SMALL COMMERCIAL

Budget % Pre-Evaluated Evaluated %

Spend Pre-Evaluated Evaluated %
Algiers Small |\ 75 $125,829  34.76% 483,080 480,276  99.42% 60.06 59.59 99.22%
Commercial
N.O. Small Commercial | $953,695  $1,206,945 79.02% | 7,775,183 7742239 99.58% 907.33 892.11 98.32%

Table reflects verified gross energy savings achievement from
findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

The Energy Smart team plans to introduce several changes to the Small C&l offering in PY10, through
enhanced and expanded program measures and offerings. Several new prescriptive measures will be
offered, including exterior lighting measures, packaged terminal air conditioners and heat pumps,
commercial duct sealing, A/C and heat pump tune-ups, chiller replacements, night covers, strip curtains,
solid door refrigerators and freezers, window film, commercial kitchen equipment, advanced power strips,
vending machine controls and low-flow showerheads. All non-24/7 lighting will be offered through the
prescriptive pathway. The prescriptive process will streamline participation by eliminating the need for

calculated energy savings that is required for custom measures.

Energy Smart will offer energy efficiency incentives for customers who purchase and install DR-enabled
smart thermostats. This will support a new demand response offering for small business customers that
will allow ENOto contr ol the customero6és smart ther mostat d
will receive demand response incentives for enrolling in the demand response offering and for annual

participation.
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In PY10, the program will also launch Small Business Kits as an entry-point into the program. Eligible
customers will be able to receive a kit that they can self-install and information about other ways to

participate in Energy Smart.

Energy Smart will launch a dedicated New Construction offering that will incentivize customers to adopt
and implement energy efficient design and construction that goes beyond the originally established

design baseline. Eligible projects include ground-up construction, additions and expansions, gut rehabs

and Awarm shell 0 projects. The program wil|l engage

efficiency design improvements.

The PY9 custom incentive bonuses will also be honored in PY10 for those participants who would have

been able to complete their projects in PY9 had it not been for the COVID-19 pandemic.
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Large Commercial & Industrial Solutions

Offering Description

The Large Commercial and Industrial Solutions (Large C&l) offering is designed to provide qualifying
non-residential customers with financial incentives to assist with the purchase and installation of energy
efficient technologies that produce verifiable savings. Customers are considered eligible for the Large
C&l offering if they have a peak demand of 100 kW or greater and incentives are available for these

customers.
Offering Highlights

The Large Cé&l offering achieved 1,117,025 in verified gross kWh savings in Algiers and 26,108,379 kWh
in New Orleans, reaching 140.15% and 105.25% of goal respectively. In PY9, the Energy Smart team
continued to encourage projects that incorporated non-lighting measures in order to generate deeper
energy savings. In PY9, there were 126 projects in New Orleans and 2 projects in Algiers compared to
90 projects implemented in New Orleans and 3 projects in the Algiers territory in PY8.

9 Targeted Outreach to Specific Market Segments and Territories

0 Marketing and outreach efforts to Large C&I customers has continued to be a high priority
for the Energy Smart team in PY9. Email blasts and paid digital search campaigns were
utilized to educate Large C&I customers about the program incentive caps available to

Large C&l customers with multiple facilities.

o0 The Energy Smart team performed direct outreach to customers and targeted the
hospitality industry, higher education institutions, hospitals, property management
companies and real estate brokers in order to further encourage participation in the
program. The team reached broad audiences through presentations at association

meetings and industry events and engaged customers individually.
9 Custom Incentive Bonus

o Energy Smart offered a custom incentive bonus at the end of PY9 to encourage program
participation. The incentive bonus was released in early November and offered an
additional $0.03 per kWh saved for all custom projects submitted on or after the

announcement date and completed by the end of PY9.

o The bonus increased the Large C&I custom incentive rate to $0.12/kWh for lighting and
$0.15/kWh for non-lighting projects.
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o The bonus was successful in encouraging participation for Large C&l customers and
issued an additional $822,222 in program incentives for these customers. The custom
incentive bonus covered a greater percentage of the project cost to improve the
Cc u st o metum onsinvestment and reduce payback times, which are key motivators for

Large C&I customer participation.

Table 17.1

. Cour.1t i Gross kWh % Of Savings
Project Components Project . I
Savings Contribution
Components
Lighting 509 19,105,663 70.1%
Refrigeration 1 11,283 0.0%
HVAC 11 1,807,731 6.6%
Controls 24 5,640,917 20.7%
Motors 2 109,307 0.4%
Miscellaneous 572,105 2.1%

Table 17.2

Project Type | Total Incentives Total Project Costs % Covered
Custom Lighting $1,306,442 $3,138,006 41.63%
Custom Non-Lighting $761,573 $5,204,061 14.63%
Prescriptive $45,286 $197,765 22.90%

$2,113,301

Algiers:

1 A total of 4 measures were installed during the program year, all of which were custom.
1 The offering reached 140.15% of the kwh goal, achieving 1,117,025 kWh.
1 The offering reached 46.58% of the kW target, achieving 54.68 kW.

New Orleans:

9 A total of 547 measures were installed during the program year.
1 The offering reached 105.25% of the kWh goal, achieving 26,108,379 kWh.
1 The offering reached 54.71% of the kW target, achieving 2,141.72 kW.
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Table 17.3

PROGRAM COUNT OF GROSS KWH

COMPONENT MEASURES SAVINGS

Prescriptive 878,736
25,250,801

26,129,538

Custom

Offering Budget and Savings

Table 17.4

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

LARGE C&l

Pre- Pre-
0, 0, )
Spend Budget % Evaluated Evaluated % Evaluated Evaluated %
Algiers Large C&l | $113,930 $132,962 85.69% 1,117,468 1,117,025 99.96% 54.70 54.68 99.96%

N.O. Large C&l $2,827,908 $3,535,727 79.98% 26,129,538 26,108,379 99.92% 2,118.28 2,141.72 101.11%

Table reflects verified gross energys avi ngs achi evement from ADM6és Evaluation, Mea:
findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes to Offering

There are several program changes and additions planned for PY10 to enhance and expand program
measures and offerings. The Energy Smart team will introduce new incentive caps. Customers will be
eligible to receive up to $150,000 in program incentives per account per year, with a maximum of $50,000
for lighting incentives and $100,000 for non-lighting incentives. This account cap is a substantial increase
from the account cap in PY9 which limited customers to $100,000 per account. The overall customer cap
will also see a substantial increase from $250,000 to $500,000 which will allow Large C&I customers with
multiple facilities to maximize the amount of energy savings projects they can implement in a program

year.

Several new prescriptive measures will be offered, including exterior lighting measures, packaged
terminal air conditioners and heat pumps, commercial duct sealing, A/C and heat pump tune-ups, chiller
replacements, night covers, strip curtains, solid door refrigerators and freezers, window film, commercial
kitchen equipment, advanced power strips, vending machine controls and low-flow showerheads. All non-
24/7 lighting will be offered through the prescriptive pathway. The prescriptive process will streamline

participation by eliminating the need for calculated energy savings that is required for custom measures.
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The Retro-Commissioning (RCx) offering will be redesigned to provide a more streamlined process and
higher incentives to encourage program participation. The new RCx offering will provide financial
incentives to cover the cost of RCx studies and services so there is no cost to the customer. Upfront
costs were often cited as the reason customers do not ultimately move forward with an RCx project and
this enhancement is designed to remove barriers to participation. Projects will also receive incentives for

implementing upgrades and for verifying the energy savings.

Energy Smart will launch a dedicated New Construction offering that will incentivize customers to adopt
and implement energy efficient design and construction that goes beyond the originally established
design baseline. Eligible projects include ground-up construction, additions and expansions, gut rehabs
and Awar m s h dHelpgrammwi jergage sustomers during design to encourage energy

efficiency design improvements.

Commercial Real Estate will be a target sector that focuses on class A and B office buildings, which have
been identified as having a high savings potential. The Energy Smart team will use targeted outreach to

meet the needs of the commercial real estate decision makers.

The Energy Smart team will continue to promote the Energy Advisor support service for owners of multi-
tenant buildings through benchmarking with ENERGY STAR Portfolio Manager. The Energy Advisor will
provide qualifying customers with comprehensive energy efficiency assistance that includes building
performance analysis, energy efficiency measure recommendations and Energy Smart incentive

application support.

Beginning in PY10, Energy Smart will also introduce a new demand side management offering
specifically targeted at larger (100kW and up) commercial and industrial customers. The automated
program allows customers to participate in energy events, and earn a financial incentive while doing so,

without any on-site support.

The PY9 custom incentive bonuses will also be honored in PY10 for those participants who would have

been able to complete their projects in PY9 had it not been for the COVID-19 pandemic.
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Publicly Funded Institutions

Offering Description

The Publicly Funded Institutions (PFI) offering provides financial incentives and technical services to
encourage publicly funded customers to implement energy-saving measures. The PFI offering is
designed to help this customer segment overcome barriers to energy improvement, such as higher first
cost of efficiency equipment and a lack of technical knowledge or resources. The PFI program supports
government building participation by carving out a budget specifically for these institutions that in previous
years were unable to participate, as funds were exhausted by the time municipalities were able to plan,

approve and execute energy efficiency projects.
Offering Highlights

The Publicly Funded Institutions offering achieved 244,868 in verified gross kWh savings in Algiers and
3,217,443 kWh in New Orleans, reaching 97.55% and 109.89% of goal respectively. In PY9, there were
15 projects completed in New Orleans and one project completed in Algiers compared to 24 projects in
New Orleans and one project in Algiers. Although the number of projects decreased in PY9, the total
energy savings was up 29% compared to PY8.

9 Partnership with Green Coast Enterprises

A APTIM has continued to work closely with Green Coast Enterprises to facilitate energy
efficiency projects for Publicly Funded Institutions in the New Orleans and Algiers
territories. Green Coast completed several projects with the City of New Orleans as well
as with churches and schools in PY9 which brought in a total of 14 projects which resulted

in gross energy savings of 6,588,798 kWh.
9 Custom Incentive Bonus

A Energy Smart offered a custom incentive bonus at the end of PY9 to encourage program
participation. The incentive bonus was released in early November and offered an
additional $0.03 per kWh saved for all custom projects submitted on or after the

announcement date and completed by the end of PY9.

A The bonus increased the PFI custom incentive rate for large customers to $0.12/kWh for
lighting and $0.15/kWh for non-lighting projects. The bonus increased the rates for small
customers to $0.14/kWh for all projects, both lighting and non-lighting.
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A The bonus was successful in encouraging participation for PFI customers and issued an
additional $110,798 in program incentives for these customers. The custom incentive
bonus further reduced the upfront cost associated with these projects which is often a

challenge for PFI customers.

Table 18.1
Count of % Of Savings
Project Components Gross kWh Savings Contribution
Lighting 1,153,433 33.44%
Controls 6 2,296,103 66.56%
Table 18.2
Project Type Total Project Costs % Covered
Custom Lighting ‘ $83,245.06 $97,068.29 85.76%
Custom Non-Lighting ‘ $79,643.03 $105,899.70 75.21%

Prescriptive $899.00 $2,288.21 39.29%
$163,787.09 $205,256.20 79.80%

Algiers:

1 A total of 7 measures were installed during the program year.
1 The offering reached 97.55% of the kwWh goal, achieving 244,868 kWh.
1 The offering reached 18.94% of the kW target, achieving 7.29 kW.

Table 18.3
Gross kWh SaVIngs
Component
Prescrlptlve 5 346
Custom 6 239523

New Orleans:

1 A total of 28 measures were installed during the program year.
1 The offering reached 109.89% of the kWh goal, achieving 3,217,443 kWh.
1 The offering reached 13.15% of the kW target, achieving 56.59 kW.
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Table 18.4

Program

Count of Measures Gross kWh Savings

Component

Prescriptive 16,408

Custom 26 3,188,260

Program Budget and Savings

Table 18.5

PUBLICLY FUNDED ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

INSTITUTIONS

Pre-Evaluated Evaluated %

Spend Budget % Pre-Evaluated  Evaluated %
Algiers F;L:J?]'('j‘ié’ $28,815  $51,865  55.56% 244,869 244,868  100.00% 8.40 7.29 86.79%
N.O. Publicly
Funded $363,881 $446,882 81.43% 3,204,667 3,217,443 100.40% 81.88 56.59 69.11%
Table reflects verified gross energys avi ngs achi evement from ADM6s Evaluation, Me a

findings relative to pre-evaluated savings reported by TPA.

Planned or Proposed Changes Offering

There are several program changes and additions planned for PY10 to enhance and expand program
measures and offerings. The Energy Smart team will introduce new incentive caps. Customers will be
eligible to receive up to $150,000 in program incentives per account per year, with a maximum of $50,000
for lighting incentives and $100,000 for non-lighting incentives. This account cap is a substantial increase
from the account cap in PY9 which limited customers to $100,000 per account. The overall customer cap
will also see a substantial increase from $250,000 to $500,000 which will allow Large C&l customers with
multiple facilities to maximize the amount of energy savings projects they can implement in a program

year.

Several new prescriptive measures will be offered, including exterior lighting measures, packaged
terminal air conditioners and heat pumps, commercial duct sealing, A/C and heat pump tune-ups, chiller
replacements, night covers, strip curtains, solid door refrigerators and freezers, window film, commercial
kitchen equipment, advanced power strips, vending machine controls and low-flow showerheads. All non-
24/7 lighting will be offered through the prescriptive pathway. The prescriptive process will streamline

participation by eliminating the need for calculated energy savings that is required for custom measures.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9 53



The Retro-Commissioning (RCx) offering will be redesigned to provide a more streamlined process and
higher incentives to encourage program participation. The new RCx offering will provide financial
incentives to cover the cost of RCx studies and services so there is no cost to the customer. Upfront
costs were often cited as the reason customers do not ultimately move forward with an RCx project and
this enhancement is designed to remove barriers to participation. Projects will also receive incentives for

implementing upgrades and for verifying the energy savings.

Energy Smart will launch a dedicated New Construction offering that will incentivize customers to adopt
and implement energy efficient design and construction that goes beyond the originally established

design baseline. Eligible projects include ground-up construction, additions and expansions, gut rehabs

and Awarm shell 0 projects. The program wil|l engage

efficiency design improvements.

Beginning in PY10, Energy Smart will also introduce a new demand side management offering
specifically targeted at larger (100kW and up) commercial and industrial customers. The automated
program allows customers to participate in energy events, and earn a financial incentive while doing so,

without any on-site support.

The PY9 custom incentive bonuses will also be honored in PY10 for those participants who would have
been able to complete their projects in PY9 had it not been for the COVID-19 pandemic.
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Marketing and Outreach

The first quarter of PY9 was primarily focused on updating application forms and collateral for the new
program year as well as developing new marketing tactics to increase awareness and participation in the
program. Residential marketing efforts centered on promoting the EasyCool offering by emphasizing the
benefits of participating through various channels including community outreach, install leave-behinds,
direct mail and social media. Supporting marketing collateral was developed including a Refer-A-Friend
door hanger and a Business Reply Card (BRC) that was sent to 24,000 residential customers. The team
revised commercial collateral to reflect new incentive caps, simplify the infographic showing the steps to
participate, streamline the prescriptive incentive rate chart and reflect any updates to program statistics.
New creative assets such as a full color print ad, big checks for award presentations and a new quarterly
Trade Ally Newsletter were also developed. A marketing calendar was launched to track all marketing
and outreach tactics across the residential and C&I portfolios. In addition, the team developed a strategic

outreach plan to target key customer segments by quarter.

In Q2, Energy Smart was awarded a Gold Hermes Award in the Electronic Media/Social Media/Website
category for the new program website. The team focused on improving communications and overall
engagement with customers. Residential messaging focused on EasyCool and Home Performance with
ENERGY STAR. The team reached residential customers through the EasyCool pre-season letters and
referral postcards, Google digital and paid search campaigns, Facebook ads and community outreach
events. The general residential Energy Smart brochure was also updated and translated into Spanish
and Vietnamese to better reach and serve diverse communities throughout Orleans Parish. The team
reached business customers through full color print ads, Google paid search campaigns and customer
e-blasts. Direct customer outreach efforts were focused on higher education, commercial property
management companies, large consumers and hospitals. 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.

In Q3, the Energy Smart team focused on enhancing program offerings and processes and growing
customer participation. In July, a Business Reply Card was sent to 25,000 residential customers to
promote the EasyCool offering. This effort was augmented by an email to an additional 2,500 residential
customers in Algiers. Nurture email campaigns were utilized to generate new residential leads after
EasyCool marketing was paused in mid-August due to a shift in program delivery from demand load
control devices to demand response smart thermostats. The team developed new marketing assets for
the new Small Business Direct Install offering and the Energy Smart Energy Advisor Support Setrvice.

The Energy Smart team secured an interview between Entergy New Orleans and Preservation in Print
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magazine for an articleon6 Fi ndi ng ways toreevoake, i nehbbssétatulec

ran in the September issue of Preservation in Print and mentioned the commercial offerings and benefits
of the Energy Smart program. Commercial outreach efforts focused on higher education, commercial
property management companies, hospitals, large consumers and small C&I in Algiers. The Energy
Smart team focused on nurturing leads generated from program presentations at outreach events,
attendance and presentations at association meetings and referrals from partnerships with local
organizations. Several leads were generated from the program presentations given to the Louisiana

Society of Healthcare Facility Managers and the Greater New Orleans Hotel and Lodging Association.

In Q4, the Energy Smart team focused on closing out certain offerings and projects while continuing to
increase the project pipeline due to the PY9 extension. Residential marketing focused on promoting the
Home Performance with ENERGY STAR®and Income Qualified Weatherization (IQW) offerings utilizing
various marketing tactics such as email and nurture campaigns, smart thermostat giveaways at outreach
events and Google display and search ads. Table-top signs were developed for use at outreach events
to incentivize enrollments. In October, messaging about Energy Efficiency Month was added to the
website. In November, the team launched an integrated digital campaign to promote HPwWES which
included email as well as Facebook and Google display and search ads. A nurture email cadence was
also established to offer smart thermostats to customers in gas-heated homes who had previously
participated in the HPWES and LIW offerings. The Energy Smart team participated in The Total Power
Pilot run by Total Community Action in partnership with Entergy. The Energy Smart team conducted one-
on-one counseling with participating customers to reduce their bills and help families become energy
self-reliant. Business marketing focused on promoting a custom incentive bonus as well as sending email
campaigns, running full color print ads and implementing paid search campaigns. The Energy Smart
team enhanced the Small Business Direct install offering for SBDI trade allies by co-branding the SBDI
overview with service provider logos and developing SBDI service provider badges. The program
released a new case study on the University of New Orleans to showcase the numerous energy efficiency
upgrades made throughout their campus. The Urban League of Louisiana invited the program to sit on a
panel at the 2019 Women in Construction Convening: The Power of Connectivity Conference in October
and to present a program overview at their annual Opportunities Outlook 2020 for DBE Contractors event

in December.

During the Q5 extension period, the team continued to build awareness and drive participation in the
program to meet additional savings goals and build the pipeline for PY10. Residential marketing focused
on driving enrollments in the HPWES and LIW offerings and developing a new online marketplace. The

marketplace is an e-commerce site where residential customers can purchase energy-efficient products
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and have them shipped directly to their homes. A digital retargeting campaign was targeted at customers
who visited the HPWES landing page but did not complete the sign-up form. The team also supported
new calendar year activities such as badge updates and planned outreach activities with Homeowner
Associations throughout the city. In February, retail lighting promotions were launched for LED bulbs in
Walmart and Costco stores. Commercial marketing focused on closing out PY9 commercial projects,
finding quick-turn projects for the extension period and building the pipeline for PY10. Marketing and

tactics consisted of Google paid search and print advertising in business publications.
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Residential Marketing and Outreach

Highlights
In PY9, the Energy Smart team focused on engaging customers in the entire suite of Energy Smart

offerings.
In PY9, the residential marketing and outreach strategy included the following objectives:
1 Continue customer experience measurement through engagement metrics and customer

satisfaction analytics.

1 Use Omnichannel Marketing to ensure deeper customer education and awareness by utilizing
multiple tactics across traditional and digital mediums.

Focus on customer education/awareness to promote the EasyCool, HPWES and LIW offerings.

Target cross-program promotional opportunities to ensure active customers are offered
additional opportunities for energy savings.

The Energy Smart team actively sought ways to expand the customer experience upon entering the
program and expanded on word-of-mouth and referral opportunities. The Energy Smart team developed
and deployed yard signs to encourage neighbor-to-neighbor referrals during assessments. Signs were
also developed to promote Energy Smart participation and attendance at Homeowner Association

meetings.

The key factor in overall program success in PY9 was utilizing an omnichannel marketing approach to
promote Energy Smart. With an emphasis on digital tactics, the program team implemented email
campaigns, digital and search ad campaigns, provided monthly articles to the Circuit e-newsletter with a

focus on seasonal content, paid Facebook ad campaigns and video marketing.
Multiple messaging channels were used to ensure that customers were aware of all available offerings.

Marketing Collateral

Residential General Overview

EasyCool Installation Door Hanger
EasyCool Preseason Envelope

EasyCool Refer-A-Friend Postcard
EasyCool6 Do Not Removed Sticker
EasyCool Videos

EasyCool Overview

EasyCool FAQ Sheet

HPWES Assessment Guide

HPWES Participation Certificate

HPWES Starter Kit Installation Guide

Retail Lighting and Appliance Rebate Forms

= =8 =8 =4 =4 4 8 -8 -8 4 -8 9
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1 LED Infographic Sign
1 Homeowners Association Yard Sign
1 Assessment Referral Yard Sign

Marketing Tactics

1 Eblasts regarding program updates targeting residential customers

1 Trade Ally newsletters

I Google Paid Search ads April 9, 20197 June 1, 2019
A Impressions: 728,014
A Clicks: 722

I Google Paid Search ads November 4, 2019 7 December 21, 2019
A Impressions: 3,948
A Clicks: 104

1 Google Paid Search ads November 7, 2019 i December 19, 2019
A Impressions: 127,208
A Clicks: 203

Table: 21.1 Residential Eblasts & Trade Ally Newsletters

DATE OPEN CLICK CLICK THROUGH
SIS SENT RATE RATE RATE

Trade Ally Newsletter Feb 2019 2/6/2019 51.40% 17.10% 33.30%

EasyCool Survey Email Feb 2019 | 2/20/2019 57.20% 23.30% 40.70%

A/C Tune Up Survey Email Mar 2019 3/13/2019 31.40% 6.90% 22.00%

Trade Ally Newsletter May 2019 5/29/2019 53.10% 7.80% 14.70%

Algiers EasyCool Email Jun 2019 6/6/2019 22.00% 1.20% 5.60%

Trade Ally Newsletter Jul 2019 7/11/2019 62.50% 9.40% 15.00%

Trade Ally Advisory Group Reminder Jul 2019 7/25/2019 47.30% 4.40% 9.30%
Trade Ally Newsletter Sep 2019 | 9/16/2019 47.80% 10.00% 20.90%

Nurture Email - A/C Tune-Up Participants Sep 2019 9/19/2019 17.80% 4.80% 26.80%
Trade Ally Notice A/C Tune-Up Oct 2019 | 10/14/2019 54.30% 0.00% 0.00%

Trade Ally Advisory Group Meeting and

Training Reminder Email Oct 2019 AU A S0 S Sl

HPWES Promo for Kit Participants Oct 2019 | 10/29/2019 31.70% 3.50% 10.90%

HPWES Campaign Nov 2019 | 11/12/2019 22.20% 0.30% 1.50%

Trade Ally Rebate Regression Notification Nov.2019 | 11/21/2019 55.20% 10.30% 18.80%

Save The Date: Energy Smart 2020 Trade Ally Kick-Off Dec 2019 12/2/2019 54.00% 0.00% 0.00%
Trade Ally Newsletter Dec 2019 | 12/6/2019 51.70% 10.30% 20.00%

Smart Tstat Promo Dec 2019 | 12/11/2019 15.60% 0.00% 0.00%

Smart Tstat Promo Follow Up Dec 2019 | 12/16/2019 33.50% 3.70% 11.00%
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Trade Ally Program Year Extension Notification Email Jan 2020 | 12/26/2019 48.80% 0.00% 0.00%
Trade Ally Advisory Group Reminder Jan 2020 1/10/2020 42.20% 0.00% 0.00%

Trade Ally Newsletter January 2020 1/31/2020 45.80% 15.70% 34.20%

Trade Ally Financing Options Webinar Notification Feb 2020 | 2/11/2020 42.70% 12.20% 28.60%
Trade Ally Newsletter March 2020 3/19/2020 50.00% 3.00% 6.10%

Program Year 10 Trade Ally Kickoff Apr 2020 3/26/2020 48.50% 15.20% 31.30%

Table 21.2: PY9 Circuit Newsletter Metrics

CLICK-TO-
SCHEDULED DELIVER Sl sl SIENISSIE UNIQUE UNIQUE
RECIPIENTS Y RATE =R TTER (D= 112D OPENS CLICKS

INTEREST) CONTENT

INTEREST)
1/17/2019 104626 99.48% 19.57% 7.05% 20,370 1,437 1.38%
2/19/2019 105249 99.49% 17.72% 6.27% 18,553 1,164 1.11%
3/19/2019 105619 98.68% 19.33% 10.01% 20,141 2,016 1.93%
4/16/2019 105124 98.41% 27.20% 11.55% 28,139 3,251 3.14%
5/19/2020 93,969 98.82% 28.53% 8.74% 26,805 2,342 2.52%
6/18/2019 94,277 99.28% 27.75% 10.15% 26,164 2,656 2.84%
7/23/2019 94,952 99.61% 27.67% 7.80% 26,274 2,050 2.17%
8/20/2019 95,708 99.59% 27.49% 6.62% 26,308 1,742 1.83%
9/17/2019 94,650 98.69% 25.41% 6.17% 24,050 1,483 1.59%
10/22/2019 95,880 99.14% 21.71% 6.44% 20,820 1,340 1.41%
11/20/2019 95,952 99.52% 24.93% 11.56% 23,918 2,764 2.89%
12/17/2019 95,661 99.35% 24.10% 7.13% 23,056 1,643 1.73%
1/21/2020 93,441 97.25% 24.86% 8.99% 23,233 2,088 2.30%
2/25/2020 95,349 99.43% 22.13% 4.83% 21,097 1,018 1.07%
3/19/2020 98,094 99.39% 43.51% 11.27% 42,676 4,810 4.93%
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Residential Customer Satisfaction

Understanding program performance and customer satisfaction are vital to Energy Smart's success, as
a significant amount of program participation comes from word-of-mouth marketing. In PY9, surveys
continued to be deployed via BRC and online link to ensure continuous customer feedback for program
improvement. The team benchmarks these numbers and reviews them quarterly to both ensure high
program satisfaction and find ways to continuously improve the customer journey. Surveys were
deployed all year via leave behind survey cards that can be returned through postage-paid mail or
completed online. Customer satisfaction across all programs showed positive responses with most
customers highly satisfied as well as highly likely to recommend Energy Smart to their friends or
colleagues. Detailed customer responses highlighted their appreciation of the professionalism and
knowledge of the energy auditor, their satisfaction with the offerings and interest in additional

opportunities to lower their bills and save more energy.

Across the Energy Smart offerings, customer satisfaction regarding the service, installation, safety and
enrollment process consistently ranged between 7 and 10, with 10 being highly satisfied. Areas for
improvement in PY10 will focus on customer enrollment and communication with program and trade ally
staff. Trade ally communication with the customer will continue to be highly monitored with quality
assurance throughout the year to ensure customers are responded to in a timely manner. The team will
use the motivational responses received by customers in PY9 to inform strategies to increase customer
engagement in PY10. These motivators included saving money on their utility bill and helping the
environment. Increasing customer engagement within the Energy Smart program will include enhanced

opportunities for customers to provide survey responses via online submissions and HPwWES kit inserts.

Table 21.3: Customer Satisfaction Survey Results - HPWES/IQW/ME

QUESTION HPWES IQW MF
Overgll, how satisfied are you with the 8.22 9.80 9.94
offering?

How satisfied were you with the 770 9.69 9.94

professionalism of the energy advisor?

How satisfied were you with the energy
advisor's knowledge about the products 7.74 9.60 9.94
installed and ability to answer your questions?

How satisfied are you with the safety measures
taken by the energy advisor? (Used ladder, 7.69 9.85 9.94
wore gloves, had on safety glasses, etc.).

How satisfied were you with the energy-

8.03 10.00 9.94
efficient products installed?
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QUESTION ] HPWES \ QW MF

How likely are you to implement changes

7.74 9.40 N/A
recommended by the energy advisor?
How Sat.ISerd were you with the enrollment and 758 935 N/A
scheduling process?
How likely is it that you would recommend the 8.08 10.00 10.00

program to a friend or colleague?

Iltems and audit were free
Wanted to reduce my Wanted to reduce of charge/Wanted to help
utility bill. my utility bill. the environment/Wanted

to reduce my utility bill.

Top motivation to participate in the offering.

*Scoring is based on question response average

Table 21.4: EasyCool Customer Satisfaction Survey Results

QUESTION y EASYCOOL SCORES*
Overall, how satisfied are you with the offering? 9.24
The energy advisor completing the work was professional. 9.27
The amount of time to complete the work was satisfactory. 9.25

The energy advisor worked in a safe manner (Used ladder, wore gloves, had on safety

glasses, etc.). 9.14

The energy advisor left the site neat and clean - free from any debris. 9.28

How likely is it that you would recommend the program to a friend or colleague? 9.13

Average Customer Response on Program Satisfaction 9.24

Top motivation to participate. Wanted to reduce my utility bill.
*Scoring is based on question response average

Table 21.5: A/C Tune-Up Customer Satisfaction Survey Results

QUESTION ’ A/C TUNE-UP SCORES*

Overall, how satisfied are you with the A/C Tune-up offering? 9.39

How satisfied were you with the professionalism of the trade ally? 9.3

How satisfied are you with the safety measures taken by the trade ally? (Used ladder, 9.42

wore gloves, had on safety glasses, etc.)

How satisfied were you with the quality of service provided by your trade ally? 9.35

How satisfied were you with the enrollment and scheduling process? 9.25

The energy advisor left the site neat and clean - free from any debris. 9.25

How likely is it that you would recommend the program to a friend or colleague? 9.75

Top motivation to participate. Wanted to reduce my utility bill.

*Scoring is based on question response average
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Chart 21.1 Lead Sources

Friends/Family I 52.85%

Other NN 11.18%

Door to Door
Canvassing

Telemarketing I 6.06%

I 6.85%

Utility Website I 4.76%
Mail/Bill Insert I 3.53%
Advertising N 3.17%
Event I 3.03%
Online Source MM 2.88%
Partner I 2.31%
Email B 0.87%

Social Media B 0.87%

Utility Account
Manager

Other MW 0.94%

B 0.72%

The Energy Smart team tracked residential customer participation using identified lead marketing sources
for customers that included contractor, community event/outreach, customer service center, email,
friends and family/word-of-mouth marketing, direct mail, utility referrals, social media, the Energy Smart
website and traditional advertising. The highest performing lead sources for PY9 included referral sources
such as contractors and family and friends. Outreach events continued to be another important lead
source for the program. The team will continue to support word-of-mouth marketing which remains a top

source for lead generation.

Proposed Plans for PY10

Marketing plans in PY10 will build upon the achieved objective of building program awareness through
engaging content articles in the Circuit e-newsletter and radio announcements, increased digital
marketing targeting including paid display ads, increasing customer referral and word-of-mouth through

an incentivized referral program. Plans will also include video testimonials, Homeowners Association
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outreach, educating the customer base through monthly energy efficiency tips, product leave-behinds
and customer case studies. Marketing efforts will be responsive to the COVID-19 pandemic and the team
will shift most of the focus to supporting the online marketplace where customers can order energy
efficient products sent to their home. The Customer Engagement Portal (CEP) will be an additional
remarketing tool in PY10. The CEP uses customer-specific data to make recommendations to increase
theefficiency of a ¢ ust ome théefficidmay pregramd will begily l&veraging data collected
from the CEP to market programs to customers. The Energy Smart team will also focus on school

outreach events to support distant learning with branded energy efficiency workbooks.
Community Outreach

Highlights

Throughout PY9, The Energy Smart team attended 163 community outreach events, or about 11 per
month. These activities included fairs and festivals, neighborhood groups and energy efficiency
workshops in all City Council Districts and in both the New Orleans and Algiers territories. Total visibility
at events was 122,445 participants which significantly exceeded the 20,000-participant goal. The Energy
Smart team collected 848 customer leads through 3,950 individual conversations. In these community
interactions, the Energy Smart team encouraged residents to sign up for an initial assessment in the
Home Performance with ENERGY STAR, Low Income Audit & Weatherization and EasyCool offerings.

Community outreach varies depending on the season, with sharp increases after Mardi Gras and in the
Fall, which is the most active time for fairs and festivals. Venues included large events like the Urban
League School Expo as well as smaller venues like neighborhood churches, the Entergy Customer Care

Centers and neighborhood events like Hike Fest on the Lafitte Greenway.

The Energy Smart team attended four separate series of topically similar meetings in different locations
in the City. The meeting series included senior centers, Entergy Rate Case meetings,t he Mayor 0
Affordable Housing Tour and the Entergy Customer Care centers. At each event, there were dozens to
hundreds of civic-minded, engaged citizens. By speaking to customers in comfortable and familiar
settings the team was able to have meaningful, substantive conversations about Energy Smart with both

past and future participants.

In addition to community events for adults, the Energy Smart team also taught students at five summer
camps and distributed materials and LED bulbs to campers to take home to their families. At several
commercial locations, the Energy Smart team installed prescriptive measures as part of teaching

workshops, with a focus on small businesses in Algiers.
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The Energy Smart team also worked with the commercial trade ally program staff to develop workforce
recruitment and education through the existing Green Professional Certification program. Several staff
membersear ned trainer certificati on ssional (GRRDY hdayltlads a n

and offer nationally recognized certification upon completion.

The Energy Smart team also began signing up families enrolled in The Total Power Pilot run by Total
Community Action in partnership with Entergy. Each family received one-on-one counseling from an

Energy Smart team member to reduce their bills and help families become energy self-reliant.

Table 21.6
NUMBEROF |\ rrenpance
A 21 1,584
B 70 38,742
C 29 1,745
D 25 2,509
E 18 1,910

Review

In PY9, the Energy Smart team spent more time on thematic events and workshops as they were
expected to result in higher lead conversion rates. The Energy Smart team was able to increase the
number of events from the previous year and increase visibility numbers. Overall, the team successfully

conducted outreach efforts in each City Council district and both the Algiers and New Orleans territories.

The Energy Smart team engaged in new efforts that led to greater community reach that will likely create
more opportunities in future program years. Some of these efforts included new outreach to summer

campers, expanded opportunities with Total Community Action programs and job training.
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Commercial Marketing and Outreach

Highlights

In PY9, the Energy Smart team implemented several commercial marketing and outreach tactics to raise
awareness of the program and incentive offerings to drive participation among the business community
in both East Bank and Algiers territories. Segments targeted within the business community included
higher education, hotels, hospitals, architectural firms, commercial real estate and commercial property
managers. Key tactics included implementing a commercial and industrial focused advertising campaign,
developing a new SBDI offering and implementing an end of year bonus.

Throughout PY9, the Energy Smart team developed new marketing collateral to support new offerings
such as Small Business Direct Install and the Energy Advisor Support Service, a new role to assist
owners of multi-tenant buildings with building performance analysis. The team updated the website to
include the new trade ally searchable database, the Small Business Direct Install landing page and the
new case study on the University of New Orleans energy efficiency projects. Existing collateral was
revised to reflect program changes such as updating the project caps infographic to reflect the new

$100,000 projectcapsfornon-l i ghting projects and simplifying the

Paid advertising increased in PY9 with the launch of targeted advertising campaigns messaging the
benefits of the Energy Smart program to commercial and industrial customers. Advertising channels
consisted of print ads in local business journals and paid Google search campaigns. The program
received added value through its media buys in the form of bonus distribution of publications with Energy
Smart ads at the Tulane Business Forum on October 4, 9th Annual Real Estate & Economic Forecast
Symposium on October 16 and the New Orleans Entrepreneur Week conference March 23 7 March 27,
2020. The Energy Smart program also received earned media in PY9 with articles appearing in Biz New

Orleans.com and Preservation in Print publication.

Email marketing was heavily utilized throughout PY9. E-blasts were developed and implemented
targeting small and large C&l customers, healthcare, higher education, architectural firms and C&I trade
allies. Program content was published in e-newsletters from Downtown Development District, Stay Local,

Greater New Orleans Hotel and Lodging Association and New Orleans Chamber of Commerce.

Outreach efforts focused on presenting program overviews to trade associations, organizations and direct
customer outreach. Industry specific presentations were developed and presented to ensure the content
was relevant to the event and the attendees. A presentation delivered to the Louisiana Society of
Healthcare Facility Managers in Baton Rouge on May 10, 2019 was developed in collaboration with

Energy Smart, Entergy Louisiana Entergy Solutions and Green Coast Enterprises. It showcased the
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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 hospital and three healthcare leads. Three other leads came from the July 9, 2019
Greater New Orleans Hotel and Lodging Association presentation.

The Urban League of Louisiana invited the program to sit on a green building panel at the 2019 Women
in Construction Convening: The Power of Connectivity Conference in October and to present a program
overview at the Urban League of Loui si ®Disadvéwrdaged n n u a |
Business Enterprise (DBE) Contractors seminar, held in December. Energy Smart also participated in an

E-Source webinar for energy efficiency professionals in March 2020.

Marketing Collateral
1 Commercial & Industrial Overview
Prescriptive Overview
RCx Overview
Business Leave-Behinds
Small Business Direct Install Overview
Small Business Direct Install Request for Qualifications
SBDI Service Provider Badges
Trade Ally Network Overview
Trade Ally Tiering Overview
Energy Advisor Support Service Overview
Check Inserts
Presentation Checks
Color print ads
Digital paid search ad copies

Program content for targeted C&l customers Eblasts

=A =4 =4 =4 =4 4 4 4 -4 4 4 -4 -4 -4 I

University of New Orleans case study

Marketing Tactics
1 Sent program content for inclusion in association e-newsletters such as:
A The Green Project
A Greater New Orleans Hotel and Lodging Association
A New Orleans Chamber of Commerce
A USGBC
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>

New Orleans Agenda

>

Biz New Orleans

>

Chamber of Commerce event calendar

>

StayLocal
A New Orleans Metropolitan Association of Realtors
1 Renewed memberships in following associations:
A StayLocal
A New Orleans Chamber of Commerce
A LifeCity
9 Eblasts regarding program updates targeting commercial and industrial customers and trade
allies
Trade Ally newsletters
Entergy New Orleans and Biz New Orleans interview on April 17
A Article ran April 22 in Biz New Orleans newsletter
Print ads in local publications
Google Paid Search ads
Developed program content and static digital ad for:

A NOLA Ready Website and social media page

A Archdioceses newsletter

Table: 22.1 C&I Eblasts & Newsletters

NAME DATE SENT OPEN RATE CTR

Eolast To Hgher Eicstion Cofor Reges | aaeons

Trade AEIII))I/athIiOS(-)r :; Cg:‘r:)A Lljlpi)elfllggti(r?é 21512019 59% 13%

Trade Ally Quarterly E-Newsletter 2/19/2019 51% 1%

Eblast To Trade Allies for Peer-To-Peer Trade Ally Training 3/22/2019 41% 2%
Lighting ApS?éZfi:)EoTingdgsAclﬂgzigz /012012 49% 3%

Energy Smart Progrilr)rlla:;ctioTﬁglN%lljas tI(E)rT:e?; %i%?lrgrigg 4/04/2019 16% 2%

Q2 Trade Ally Newsletter 4/10/2019 46% 3%
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Eblast To Healthcare Segment on
Energy Smart Incentives for The Healthcare Industry

Eblast to C&l and TAs Regarding
Energy Smart Mid-Year Announcements

Eblast to Higher Ed Cohort Re:
Higher Ed Cohort Meeting

Eblast to TAs Regarding Energy Smart
Efficiency Panel Discussion

Email to Architectural Customers Regarding
Energy Smart Incentives for Architectural Firms

Q3 Trade Ally Newsletter

Eblast to C&I Program Contacts Messaging the
Retro-Commissioning Breakfast and Learn Meeting

Eblast to Trade Allies Regarding
Q3 Trade Ally Group Advisory Meeting Reminder

Email Targeted to 31 Top
Commercial Real Estate Producers Of 2018

Eblast to C&I Customers Announcing the Launch of The
New Combined Incentive Calculator

Eblast To East Bank Large C&I Customers on YTD Status
on Program and Remaining Incentives

Eblast to Large C&l Participating Customers Messaging
Retro-Commissioning Breakfast and Learn Meeting

Eblast to Hospital Customers Announcing
August Meeting for Healthcare Industry

Eblast to Trade Allies Announcing Launch of Searchable
Trade Ally Database

Eblast to Trade Allies Announcing
Combined Incentive Calculator Webinar

Eblast to Higher Education Contacts Regarding
Q3 Higher Education Cohort Meeting

Eblast to Registered Trade Allies Announcing
the Small Business Direct Install Offering with
Request for Qualification Form Attached

Eblast To Trade Allies Announcing a Workforce
Development Meet-N-Greet

Eblast to Trade Allies Announcing Building Controls
Trade Show and Opportunity to Table

Q4 Trade Ally Newsletter

Eblast to Trade Allies Regarding
Q4 Trade Ally Group Advisory Meeting Reminder

Eblast to Commercial and Industrial Customer Email List i
Invitation to Building Automation Controls Trade Show

Eblast to Trade Allies Messaging
End of Year Incentive Bonus
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4/23/2019

5/03/2019

5/06/2019

5/29/2019

6/27/2019

7/15/2019

7/29/2019

7/29/2019

8/05/2019

8/06/2019

8/05/2019

8/08/2019

8/08/2019

8/13/2019

9/04/2019

9/04/2019

9/09/2019

9/13/2019

10/01/2019

10/18/2019

11/04/2019

11/06/2019

11/19/2019

27%

27%

33%

55%

20%

45%

26%

50%

N/A

39%

19%

29%

18%

54%

53%

40%

54%

45%

49%

46%

51%

32%

48%

7%

1%

12%

5%

0%

7%

13%

10%

N/A

N/A

.9%

3%

N/A

11%

%

10%

17%

2%

5%

4%

6%

2%

2%
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Eblast to Commercial and Industrial Customers 11/19/2019 3204 206
Messaging End of Year Incentive Bonus
Invitatior!E ?()I?SZtOtZOO-I:I'rra;jeeAAl:Iisskl.ici-a(\;fef tl\rlllge?iantg 12/02/2019 57% N/A
Eblast to Trade Allies Messaging F_’Y9 12/24/2019 49% 206
Program Updates and Extension
January 2020 Trade Ally Newsletter 1/03/2020 34% 55%
Eblast To Trade Allies - Trade Ally Meeting Announcement 1/06/2020 50% 55%
Eblast On Prescriptive Measure Updates 1/10/2020 55% 55%
Eblast to Higher Education Cohort i Meeting Reminder 1/30/2020 46% 36%
Trade Ally Kick Off Moeting Updat | 312512020 0% S5
Eblast to C&l Customers and TAs i 3/24/2020 5206 55%
Energy Smart Program Update

Table: 22.2: Color ¥ Page Ad Print Advertising

PUBLICATION DATE

Biz New Orleans 5/01/2019

City Business Journal 5/24/2019
Preservation in Print 6/01/2019
Biz New Orleans 8/01/2019

City Business Journal 8/16/2019
Preservation in Print 9/01/2019
City Business Journal 9/27/2019
Biz New Orleans 10/01/2019

Biz New Orleans 3/01/2020

Table: 22.3: Digital Advertising

CHANNEL DATE IMPRESSIONS CLICKS CALLS

Google Paid Search 5/8/2019 i 7/31/2019 4,729
Google Paid Search ‘ 1/10/2020 i 3/31/2020 5,202 656 542
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Outreach Events, Presentations and Tactics

The Energy Smart team took a targeted approach to outreach during PY9 by defining key customers and
segments to target by quarter. Segments were reached via presentations at industry meetings and direct
customer outreach such as phone calls and meetings. The outreach team made over 300 outreach
contacts via email and phone and attended 119 meetings and made 88 program presentations to

customers and customer groups
Quarterly key segments are as follows:

Q1: Hotel and hospitality, higher education institutions, hospitals and Algiers businesses The
Energy Smart team made over 50 outreach contacts via email, phone and attended or presented at 19

meetings to customers and customer groups.

Q2: 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.

Q3: Higher education institutions, hospitals, hotels and commercial real estate brokers The
Energy Smart team made over 40 direct outreach contacts via email, phone and attended or presented

at 17 meetings to customers and customer groups.

Q4: Focused on closing out projects in all sectors as well as continuing to fill the project pipeline
to meet savings goals Direct outreach efforts to potential customers resulted in 23 potential leads. The

Energy Smart team attended or presented at 28 meetings to customers and customer groups.

Q5: Small C&l in Algiers and closing out projects in all sectors The Energy Smart team made over
30 direct outreach contacts via email, phone and attended or presented at 14 meetings to customers and

customer groups.

As highlighted in Table 22.4 below, the Energy Smart team attended numerous events and held

presentations for industry groups.

Table: 22.4: Outreach Events/Presentations

DATE EVENT

1/7/2019 Audubon Zoo

1/24/2019 LifeCity Love Your City Gala
2/2/2019 Chamber of Commerce

2/6/2019 Christian Unity Church

2/21/2019 Domain Companies

2/7/2019 Mods Art Supply
2/12/2019 Higher Education Cohort Meeting

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9 72



2/21/2019
2/21/2019
2/21/2019
212712019
212712019
212712019
3/11/2019
3/15/2019
3/19/2019
3/20-21/2019
3/21/2019
3/25/2019
3/25/2019
4/1/2019
4/3/2019
4/4/2019
4/8/2019
4/9/2019
4/9/2019
4/9/2019
4/10/2019
4/10/2019
4/12/2019
4/16/2019
4/16/2019
4/17/2019
4/26/2019
4/29/2019
5/08/2019
5/10/2019
5/14/2019
5/20/2019
5/21/2019
5/22/2019
5/22/2019
5/22/2019
5/22/2019
5/28/2019
5/30/2019
5/30/2019
5/31/2019
6/4/2019
6/4/2019
6/5/2019
6/5/2019

Entergy Customer Service Managers Meeting
llluminating Engineering Society

New Orleans Baptist Association

Greater New Orleans Hotel and Lodging Association
Financial Authority of New Orleans

Gallo HVAC

Xavier University

TLC Engineering

ASHRAE Meeting

GPRO Training

Marriott Engineering Business Council

Crumb Engineering

Gallo

CX Customer Meeting

USDA Meeting

Ron Somverville Meeting

Orleans Parish School Board Meeting

NASA Michoud Meeting

Convention Center Meeting

Riverwalk Meeting

Build NOLA Mobilization Fund Information Session
Institute of Real Estate Management Meeting
Norman Roussell Meeting

Entergy Lunch & Learn Entergy

ASHRAE Meeting

Siemens Meeting

Good Work Network Meeting

Domain i Crescent Club Apartments

Good Work Network Meeting

Louisiana Society of Hospital Facility Managers
Tulane University Business School Meeting
University of New Orleans

ASHRAE Meeting

StayLocal Meeting

Renaissance Publishing Business Networking Lunch
St. George Church Meeting

Touro Infirmary Meeting

Childrenés Hospital
NOLA Energy Challenge

Renaissance Publishing Networking Event
Goodwood Meeting

University Medical Center

International Facility Manager Association
Entergy Customer Service Managers Storm Preparedness Meeting

The Green Project Meeting
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6/10/2019
6/11/2019
6/11/2019
6/11/2019
6/11/2019
6/12/2019
6/12/2019
6/24/2019
6/25/2019
6/28/2019
7/9/2019
7/11/2019
7/16/2019
7/17/2019
7/25/2019
7/31/2019
8/13/2019
8/16/2019
8/21/2019
8/22/2019
8/22/2019
8/23/2019
8/29/2019
9/4/2019
9/9/2019
9/12/2019
9/23/2019
10/3/2019
10/8/2019
10/10/2019

10/17/2019

10/21/2019

10/21/2019
10/22/2019
10/24/2019
10/28/2019
10/28/2019
11/5/2019
11/11/2019
11/12/2019
11/19/2019
11/19/2019
11/21/2019
12/2/2019

MCC Hotel Meeting

New Orleans Food Co-op Meeting

Childrenés Hospital Meeting
WDG Architects Meeting

Jackson Barracks Meeting

New Orleans Metropolitan Association of Realtors i Commercial Division
SUNO Meeting

City Park Meeting

NOLA Energy Challenge Meeting

Institute of Real Estate Management Luncheon

Greater New Orleans Hotel and Lodging Association Presentation
Preservation Resource Center of New Orleans Meeting
Royal Sonesta Hotel Meeting

University of New Orleans RCx Meeting

StaylLocal B2B Speed Meeting Event - tabled

StayLocal B2B Business Trivia Event - tabled

MAC Beauty Meeting

Louisiana Association of Healthcare Facility Managers
Greater New Orleans Inc. Meeting

Archdiocese Head of Schools Meeting

Ochsner Baptist Hospital Meeting

Touro Infirmary Meeting

PeeWee Crab Cakes Meeting

St. Rita Catholic School

New Orleans Surgical Center

Marriott Engineering Business Council

Max. J. Derbes, Inc. Realtors Meeting

Capital One Meeting

Waffle House Meeting

IFMA Luncheon

2019 Women in Construction Convening: The Power of Connectivity
Conference

Peter and Paul Bed and Breakfast Meeting

Home Life Gardens Meeting

Louisiana Endowment for the Humanities Meeting
Holy Cross College Meeting

VIET Meeting

Newman High School Meeting
ULI/NOLABA Real Estate Breakfast
Cyndi Nguyen office at City Hall Meeting
Ashe Cultural Center Meeting

City Park Meeting

ASHRAE New Orleans Chapter

Longue Vue Gardens Meeting

GNO Inc. Meeting
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12/2/2019 Mt. Carmel Meeting

12/3/2019 Troubadour Hotel Meeting

12/4/2019 Chamber of Commerce Annual Luncheon
12/5/2019 VIET Meeting

12/9/2019 Louisiana Endowment for Humanities Meeting

12/15/2019 Total Community Action/Total Power Seminar
12/16/2019 Total Power Press Event

12/16/2019 Peche Restaurant Meeting

12/19/2019 STRIVE

12/19/2019 Old 77 Hotel

12/20/2019 Mt. Carmel Meeting
1/20/2020 Joel Pominville, ED of AIA New Orleans Chapter
1/20/2020 Alfred Groos GM Royal Sonesta
1/23/2020 Pete Sanchez - TCA
1/29/2020 City Park Meeting
1/31/2020 Devona Dolliole of Downtown Development District
1/31/2020 Cafe Reconcile
2/4/2020 Stay Local event -- "Review Redux: Engaging Your Customers. . . "
2/10/2020 African Baptist Church
2/24/2020 The Building
2/24/2020 Abbotts Frozen Custard
2/27/2020 Algiers Economic Development
3/9/2020 E-Source Presentation

Program Presentations

A

> > >y > > > > >y D> D> D> D> D

Higher Education i 8 presentations
Hospitality (Hotel/Restaurant) i 8 presentations
Associations i 20 presentations

Technical Groups i 7 presentations

Property Management i 2 presentations
Financial Groups i 3 presentations

Religious Organizations i 1 presentation
Publicly Funded Institutions i 1 presentation
Direct Customer Outreach i 10 presentations
Entergy Internal Groups i 1 presentation
Healthcare i 5 presentations

Non-Profit Organizations T 10 presentations
Publicly Funded Institutions i 3 presentations

Government i 6 presentations
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A Retail i 1 presentation

A Entergy Internal Groups i 2 presentations

Higher Education Cohort

Energy Smart established a Higher Education Cohort in PY8 with the goal of developing 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. On a quarterly basis, institutions are convened to report on current and future energy
efficiency projects, share fAhands onodo knowl ed
leadership in the industry to their peers, identify the support they need to implement projects and also
receive training on specific relevant topics. The cohort and ongoing engagement with this sector led to
some application submittals and to an understanding of how to include Energy Smart into future capital

projects for higher energy savings.

Table 22.5: Higher Education Cohort Meetings

DATE | LOCATION TOPIC

Q51 2/11/2020 | LSU Health Services Energy Smart Program Updates; Higher Education Cohort Updates; Roundtable
discussion

Q417 12/10/2019 | Contemporary Arts Center CANCELLED

Member Presentations; Energy Smart Program Updates; Green Revolving Fund

Q37 9/17/2019 The Shop Overview; Higher Education Cohort Updates; Roundtable discussion

Member Presentations; Energy Smart Program Updates; Higher Education

Q21 5/14/2019 | LSU Health Services Cohort Updates; Roundtable discussion.

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

Q17 2/12/2019 | Archdiocese of New 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

=A =4 =4 =4 4 4 a4 =4

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

1
1 New Orleans Baptist Association
1 NOLA Public Schools

1

Collegiate Academics
Proposed Plans for PY10

In PY10, extra effort will be placed on increasing program awareness and program participation to
targeted C&I segments. The addition of new offerings, more attractive incentives and streamlining the
process for participation will be a catalyst for growth. The Energy Smart team will focus on increasing
advertising to include the use of digital advertising, target segment email marketing campaigns, customer
video testimonials, expanding the breadth of case studies, direct commercial customer outreach, as well
as leveraging association memberships to reach customers within specific industry sectors to promote
the program. The team will also continue to support and develop the base of trade allies which are the
largest drivers of customer awareness and participation. The Commercial and Industry marketing

strategy will have the following objectives:

91 Increasing program awareness and participation

1 Educating customers about the benefits of energy efficiency

1 Growing and supporting a robust, engaged and qualified trade ally network
Commercial & Industrial Customer Satisfaction

Customer satisfaction is one of the highest priorities for the Energy Smart Program. Surveying was
conducted byEnt er gy New ORaftyeematuatad. RAshts shaved that an overall satisfaction
rate of 4.66 on a 5-point scale, with 5 indicating very high satisfaction. Individual customer satisfaction
metrics also exhibited high satisfaction among customers. While results showed high satisfaction with
the program and process, the Energy Smart team continuously works to improve and enhance the

customer experience.

Table 22.6: Commercial & Industrial Customer Satisfaction

QUESTION

How satisfied or dissatisfied you are with the staff member who assisted you with your project? 4.67

How satisfied or dissatisfied you are with the facility assessment or other technical services received from the

staff person? 4.50

How satisfied or dissatisfied you are with the amount of time it took to get the rebate or incentive after the

completed application was submitted? “El
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How satisfied or dissatisfied you are with the range of equipment that qualifies for the program?
How satisfied or dissatisfied you are with the steps you had to take to get through the program?
How satisfied or dissatisfied you are with the contractor or trade ally that provided the service?

How satisfied or dissatisfied you are with the energy efficiency improvement(s) you completed?

How satisfied or dissatisfied you are with the program overall?

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9
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Trade Allies

The overall mission of the Trade Ally Network is to develop and increase the local residential, commercial
and industrial contractor base by facilitating training opportunities, marketing engagement opportunities,

aiding with program participation and providing support with obtaining supplier diversity certifications.

Engaging the registered Trade Ally Network is a key factor in the success of the Energy Smart program
as trade allies bring in a substantial portion of program savings. Throughout PY9, the Energy Smart team
continued to focus on making enhancements to the Trade Ally Network, expanding training and
development opportunities, and streamlining the application process. These actions led to a continued
increase in the number of projects submitted by trade allies as well as a higher quality of work.

In PY9, the Energy Smart team strengthened its onboarding process for new trade allies, increased the
number and variety of educational opportunities related to energy efficiency, and conducted regular
outreach to trade allies to increase engagement with the program. These efforts have helped the program
to reach its overarching goals and foster an atmosphere of support on behalf of the program with its trade

allies.
Trade Ally Documents & Processes

In PY9, the Energy Smart team created several resources and marketing materials to improve the trade

ally experience.
Trade Ally Resources
1 Quarterly Residential and C&I trade ally newsletters
1 C&l onboarding assistance i frequently asked questions and proposal tips
1 Small Business Direct Install request for proposals
9 Small Business Direct Install summary page for the public
1 Bi-monthly residential trade ally newsletter
1 Residential leave-behind flyer with program information
1 Quarterly Trade Ally Advisory Group meetings
1 Technical residential training available for BPI CEUs
9 Sales and proposal training

9 Small Business Direct Install marketing one-page summary
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1 C&l Energy Smart summary page for the public
Trade Ally Network Development Plan & PY9 Highlights

The Energy Smart team added 51 new trade allies to the C&I Trade Ally Network in PY9, representing a
57% increase from the total at the close of PY8. The Residential Trade Ally Network added 6 trade allies

in PY9, representing a 27% increase.

The Energy Smart team recruited new C&I and Residential trade allies to the program through numerous

methods:

1 Outreach to local contractors working in lighting and non-lighting categories who have not
previously engaged with the program

1 Promotion of webinars, networking events and educational building tours to local professional

networks

9 Facilitation of the GPRO (Green Professionals Building Skills & Maintenance) course in

conjunction with the Urban League of Louisiana

1 Engagement with contractors who submitted projects to the program without yet being formally

registered as trade allies

i Facilitating a talk on the Retro-commissioning incentive process to re-engage RCx providers as

well as recruit new ones

On behalf of its existing trade allies, the Energy Smart team enhanced the benefits of participation in the
Trade Ally Network. In PY9 the Energy Smart team launched an online searchable database where
customers can search for trade allies by their type of service as well as by their supplier diversity
certification, if applicable. This online searchable database ranks trade allies by their level of participation
in the program i both in their achieved kWh savings as well as the number of projects submitted to the
program. Trade allies receive tier rankings of either Platinum, Gold, Silver, and General based on their
participation in the program. Trade Allies are listed on the online searchable database according to their
tiers as well as their services provided and diverse supplier certification. This tiered system is intended
to incentivize trade allies to work towards a higher tier ranking and help customers find trade allies based

on their services and level of experience.

In PY9, the Energy Smart team began releasing a C&l newsletter every quarter, increasing its frequency

from bi-annual publications in prior years. The newsletter provides updates on the status of program
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goals and budgets, highlights from the previous quarter, and advertises and promotes training and

professional development opportunities.
Trade Ally Advisory Group (TAAG)

In PY9, the Energy Smart team continued to host Trade Ally Advisory Group (TAAG) meetings on a
qguarterly basis for both C&l and Residential trade allies. The feedback provided by the trade allies
informed improvements throughout PY9 and for future program years. The Department of Energy cited
the quarterly TAAG meetings and newslettersa s A b e s tsoingheiareview of tke Home Performance
with ENERGY STAR offering. This practice is utilized across the entire Energy Smart Portfolio. The
program holds all TAAG meetings with the Urban League of Louisiana, Energy Smart

workforce development partner.

The Energy Smart team enhanced the TAAG experience in PY9 through a variety of ways, including:
Welcoming guest speakers from workforce-development agencies

Presenting on feedback from facility directors and property owners about effective sales proposals

Providing opportunities for individual application assistance

=A = = =1

Polling trade allies on their interest in professional development opportunities
Measuring the Network
Contractor Engagement

The Energy Smart team recruited local contractors to register as trade allies in both the residential and
C&l programs. The table below shows the total number of trade allies which were registered with the

program at the end of PY9.

Table 23.1: Contractor Engagement

# of Trade Allies

Category
C&I Network
Residential Network

Total Trade Allies

Regi stered trade allies have met the programods
allies are required to maintain a level of activity in the program in order to remain registered. Energy

Smart conducts a yearly review of registered trade allies.
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Contractor Participation

A total of 65 C&I contractors submitted projects to Energy Smart in PY9, 36 of which were registered
trade allies with the program. A total of 15 residential trade allies submitted rebates to the program team.

Table 23.2: Contractor Participation

Category
C&I Network
Residential Network

# of Companies
36

Total Participation

Planned or Proposed Changes in PY10

The team proposes to launch a trade ally portal where trade allies can view the status of their projects
and access program documents, such as marketing materials and project applications. The portal would

also store training materials and critical program announcements.

The Energy Smart team will launch a tier system for evaluating residential trade allies in PY10. Trade
allies will be grouped into two categories and ranked according to their performance in quality reviews,
kWh savings contribution and response time to customers. The tier system will support the program®&
goal for continuous improvement and foster growth for participating trade allies.

For C&l trade allies, the team plans to build upon past successes by expanding its offerings in PY10 and
streamlining the ease with which trade allies submit projects to the program. The program will expand
the number of prescriptive measures offered, which will streamline participation by reducing the need for
detailed calculations. C&l trade allies will have the opportunity to participate in other new offerings such
as new construction, an enhanced RCx offering and the introduction of smart thermostats for small

business customers.
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Program Training

In PY9, Energy Smartodés training efforts significantl
increase visibility of the program. Energy Smart offered training opportunities to trade allies that were led
by staff, energy efficiency experts, and facility directors.

Audiences Trained
In PY9, the Energy Smart team provided training to the following groups:

1 Contractors/Trade Allies: This group was targeted for training to increase existing technical skill
levels, energy efficiency knowledge and program literacy to generate interest with their customer
base and provide customers with a better participation experience.

1 Energy Smart Employees: This group was targeted for training to improve technical knowledge
of lighting and non-lighting areas.

1 Customer Influencers: The Energy Smart team made presentations to customers regarding the

program and available resources in order to empower them as participants.

1 Retail Employees: This group was targeted for training to orient retail managers, section
managers and other employees about energy-efficient products available for purchase at their

stores and rebates available to residents.
Training Topics/Content Categories
1 Compliance Training: Topics included administrative ethics and protection of customer data.

1 General Awareness Training: Topics included Energy Smart eligibility and participation

guidelines.

9 Soft Skills Training: Topics included sales training, marketing skills, customer service

practices and program operations.

9 Technical Training: Topics included the fundamentals of energy efficiency, intermediate energy
efficiency training, program calculator walkthroughs, operations certification opportunities and

best practices of performing program measures.

1 Program Implementation Training: Topics included trade ally orientations, new-program

orientations, retailer educations and training on program processes, systems and annual plans.
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Bar Graph 24.1: Training Investment by Audience Type

Training Investment (minutes of facilitation)
by Audience Type
Residential Field Training | N
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Chart 24.1: Training by Participation Type

Training By Participation Type

= Compliance General Awareness
= Program Implementation = Soft Skills

= Technical
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Market Segmentation Training Highlights

Green Building Professional (GPRO)

Energy Smart partnered with the Urban League of Louisiainaand t he Mayor 6s Offi ce
Sustainability to hold i Gr een Bui l ding Professional ( GPRO) Oper ¢
customer market segmentation and trade ally training event in March 2019. GPRO coordinated with

Energy Smart and the Urban Leagueof Loui si anaés Cont rtaimstruotthis Rdag o ur c e

course which focuses on strategies to reduce energy use while improving tenant comfort and health.

Urban League provided:
1 Event outreach, marketing, and registration support
1 Facility use
1 Event Programming: Contractor Resource Center info session
1

Certification Proctor

Energy Smart partners included:
1 Training event promotion

9 Course instruction

Training Objective

This local-focused certification training aims to increase contractor knowledge of the principles of high-
performance construction and how to maintain efficient operations for a medium to large scale building.
Contractors and company operations managers had the opportunity to network and learn about common
inefficiencies and their negative business impacts, discuss relevant efficiency improvement projects for
Orleans Parish and learn how to leverage available Energy Smart incentives to execute efficiency

improvement projects.

At the end of the course, students were tested on their understanding of many facets of building science
and operations, with the goal of increasing energy efficiency improvement through regular operations

and maintenance to the benefit of local businesses in the Orleans Parish unique commercial market.

Technical Emphasis: Identify efficiency projects and measures relevant to larger commercial buildings,
including commercial plumbing equipment, lighting fixtures that maintain customer design focus and New

Orleans ambiance, HVAC controls and upgrades, ventilation systems and occupancy controls.
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Facility Manager Panel Discussion

In June 2019, the Energy Smart team hosted a panel discussion featuring facility directors who have

participated in the program for an audience of C&l trade allies. The Energy Smart team polled the

panelists on a range of topics regarding their decision-making processes related to energy efficiency

projects. The panel gave trade allies valuable insight that they could use in approaching prospective

customers. This event was well-attended and allowed trade allies to connect individually with facility

directors and property owners looking to make their buildings more energy efficient.

Planned Changes to Training Program in PY10

The Energy Smart team will provide ample educational opportunities in partnership with a variety of

organizations. The subject matter of these educational opportunities will include:

T

=A =4 =4 =4 =4 4 4 4 4 -4 -4

Assistance in obtaining diverse-supplier certifications

Sessions on LEED Certification and green building categories

Sales training on the importance of narratives in addition to features and benefits
Financing commercial energy efficiency projects

Promoting professional development certifications through the Building Performance Institute
Exposure to energy efficiency and green building software through the USGBC
Training on the Technical Reference Manual

Training on New Construction incentives

Training on Retro-commissioning incentives

Residential combustion safety & CAZ testing

Residential training on business growth with Energy Star

Residential technical trainings on the characteristics of efficient buildings

Residential sales training specific to additional services to Energy Smart
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Quality Assurance

Residential Quality Assurance

The Energy Smart team performs multiple checks for quality assurance within the residential portfolio. All
project incentive rebate forms are reviewed for accuracy before approving the incentive payment. The
team conducted on-site and in-office training for trade allies to ensure quality work, compliance with
offering requirements and accurate rebate submissions. Customer calls were reviewed with the use of
calibration calls to evaluate the performance of customer care center agents in their interactions with
customers. The combined feedback led to improvements in PY9 and supports the Energy Smartt e a mé s

goal of continuous improvement.

Desk audits were performed periodically throughout PY9. These audits are designed to identify and
inspect irregularities or outliers within submitted rebates. Any irregularity or customer issue that arose
were addressed by the Energy Smart team. The Energy Smart team would first contact customers that
have an issue related to an offering. From there, the issue would be discussed and if it could not be
resolved over the phone a member of the Energy Smart team would address the issue on-site. The
Energy Smart team also selected customers for quality insurance inspections which included checking
diagnostic testing procedures and services to ensure best practices were being utilized by trade allies

and the Energy Smart team.

Table 25.1: Residential Project Inspections

OFFERING % OF PROJECTS INSPECTED

Home Performance 12.62%
Multi-Family 59.38%

Low Income 11.27%

High Efficiency Tune Up 9.44%
EasyCool 15.2%

Commercial & Industrial Quality Assurance
The program conducted QA/QC checks on 100% of Commercial & Industrial (C&I) projects in PY9. These

checks include both pre-installation and post-installation desk reviews and on-site inspections. In PY8,
the team removed the requirement for program pre-approval for prescriptive projects with an incentive
below $5,000 in order to streamline participation for common measures. All projects receive a thorough
desk review and 10% of projects that were not pre-approved were randomly selected for site inspections
prior to processing incentive payments. All custom projects and prescriptive projects over $5,000

received desk reviews and site inspections before and after implementation. The checks during the pre-
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installation reviews ensure the customer/project are eligible for the program and that the estimated
savings/incentives that are reserved and communicated to the customer are accurate. An accurate
estimate gives the customer and contractor confidence that if the pre-approved scope of work is followed
their projected savings and incentive amount remain accurate as well. The post-installation checks verify
that the equipment being incentivized is installed and operational, incentives match the claimed savings
and that the claimed savings will be realized upon evaluation. Additionally, desk audits are performed

guarterly to review program documentation and processes.
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Initiatives

Market Segmentation

The Energy Smart team enhanced engagement with small business customers by launching the Small
Business Direct Install (SBDI) offering. This SBDI offering provides a streamlined process for trade allies
to assist small businesses in taking advantage of higher prescriptive incentives. The team also chose to
target larger campuses which are eligible for Retro-commissioning (RCx) incentives. A discussion on the
Retro-commissioning incentives brought together ten RCx service providers and ten potential customers
for a review of the RCx project submission process. Energy Smart also led direct outreach by phone and
in-person visits to small businesses throughout Algiers. The team worked with multiple partners to
introduce and train contractors and building management of the Orleans parish area in the certification
course, Operations & Maintenance Essentials from GPRO, a credentialing program created by Urban
Green Council.

Within the Residential portfolio, the Energy Smart team worked with SELACACI and JohnStone of New
Orleans to promote growth and engage local contractors within the Air Conditioning industry. These
initiatives included introductory presentations, cross promotion and staff attendance of events, and

enrolling interested members as new trade allies into the residential programs.
Supplier Diversity

Energy Smart partners with multiple small and disadvantaged businesses to help deliver the program.
Choosing the DBE partners was part of a conscious decision to create a dynamic and diverse delivery
model and invest in the development of local businesses, providing them with necessary experience to
thrive and grow in the energy efficiency sector. Small, minority, and/or disadvantaged businesses that
supported Energy Smart are meaningful contributors to the program design and delivery. Their scopes

are developed to increase their skills and capabilities in the energy efficiency field.
In total, Energy Smart spent over $750,000 of non-incentive program funds on diverse suppliers.

Trade allies holding diverse-supplier certifications accounted for 22% of C&l project submissions and
11% of total C&I kWh savings in PY9.

The residential program consists of a diverse Trade Ally Network with potential for several trade allies to
acquire diverse-supplier certifications. The Energy Smart team is committed to uncovering and
addressing hurdles to trade ally acquisition of diverse supplier certifications and to connect those trade

allies to the state and federal officials who can assist them.
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Workforce Development

A key component of Energy Smartés delivery model i
skills and capabilities through training and workforce development initiatives. Ener gy Sonar t 0 s
training and workforce development partner is the Urban League of Louisiana (ULLA), a national

organization with significant experience in workforce development and training initiatives.

The ULLA serves an integral role in the New Orleans community as an advocate, a service provider and
a trusted source of information for communities of color and underserved populations on a variety of
topics. As such, the ULLA plays a pivotal role in engaging communities on behalf of Energy Smatrt,
reaching minority contractors to prepare them to provide energy efficiency services for clients as well as
green industry opportunities in the region. Addi ti onal | vy, ULLAOGs Comvidesact or
support and training to local contractors who may not have previous experience performing energy

efficiency upgrades or who havendt worked with a ut

Energy Smart coordinates pr ogr partnetshipawitmthedpan League o u g h
of Loui sianads Cont rthat pravides yearsoand traingng fQrecontragtors at their

multiple Louisiana locations.

In addition to the partnership with the ULLA, the Energy Smart team coordinates with other local

workforce development agencies, including:

YouthForce Nola
Delgado Community College
YouthWorks in the City of New Orleans

New Orleans Business Alliance

= =/ =4 =4 =

Louisiana Green Corps

The Energy Smart team presented to four electrician classes at Nunez Community College for future
electricians. The team educated students on the process for participating in the C&l offerings. This

allowed the Energy Smart team to provide electricians in training with an overview of the Trade Ally

Network and the types of job categories within the energy efficiency industry. In October of PY9, the

Energy Smart team facilitated a workforce development discussion between C&l trade allies and the New

Orleans Business Alliance. These discussions resulted in a trade ally company hiring an entry-level

empl oyee from within the agency©6s nedewlopmkntagéhegsr es en
attended a variety of Energy Smart networking events and educational talks throughout PY9.

Residential workforce development initiatives also included regular field-based trainings with trade ally

staff to explain code of conduct, best practices, materials and methods for working with different types of
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residences throughout Orleans Parish. These trainings occur regularly while quality assurance
inspections of work performed are taking place. The Energy Smart team met individually with trade allies
to increase their understanding of program offerings and measures, as well as the proper process for
participating in the program.
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Incentive Budget Highlights

Table 27.1
L cemcsnr | ncameowon | socowor
Algiers 1 Small C&l $43,734 $125,829 34.76%
Algiers - Large C&l $113,930 $132,962 85.69%
Algiers i PFI $ 28,815 $51,865 55.56%
Algiers i Residential $294,441 $331,036 88.95%
N.O. 7 Small C&l $953,695 $1,206,945 79.02%
N.O. - Large C&l $2,827,908 $3,535,727 79.98%
N.O. 7T PFI $363,881 $446,882 81.43%
N.O. 1 Residential $2,535,486 $2,904,865 87.28%

*Budgets are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 1 9, approved 12/14/2017.

As of March 31, 2020, the ENO-Legacy Energy Smart account had a negative balance of
approximately $3.1 million. The ENO-Algiers Energy Smart account had a negative balance of
approximately $362K. These amounts will be collected over time in the Energy Efficiency Cost
Recovery rider that began in April 2020.
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Net Savings Summary

Summary
Ent er gy &arty Hvaluatord ADM, conducted the program evaluation to verify the gross energy
savings of each offering. Additionally, ADM estimated program net-to-gross ratios (NTGRs) through

evaluation of free-ridership and spillover effects.

The Energy Smart program achieved 61,628,326 in Net kwh savings and 12,911.55 in Net kW savings,
reaching 100.47% of the kWh goal and 79.68% of the kW target across both territories. The Algiers
territory achieved 4,709,293 in Net kWh savings, reaching 107.23% of the savings goal. The New Orleans
territory achieved 56,919,033 in Net kWh savings, reaching 99.94% of the savings goal. These values

represent savings net-of-free-ridership, compared to the filed goals.

Table 28.1

NET kWh kWh SAO/{J/I-II-\|OGS NET kW kwW % TO kW

SAVINGS GOAL* GOAL REDUCTIONS TARGET* TARGET

Algiers i Small C&l 458,855 670,037 68.48% 55.97 107.60 52.02%

Algiers - Large C&I 991,136 797,046 124.35% 51.07 117.40 43.50%

Algiers i PFI 231,510 251,013 92.23% 6.85 38.50 17.79%

Algiers i Home Performance 485,807 278,789 174.26% 115.19 42.70 269.77%
Algiers 1 Retail Lighting & Appliance 255,334 425,986 59.94% 52.93 53.40 99.12%
Algiers i Multifamily 59,984 76,717 78.19% 12.32 10.30 119.61%

Algiers i Low Income 203,350 118,572 171.50% 59.37 21.10 281.37%

Algiers i High Efficiency Tune Ups 269,790 142,913 188.78% 98.40 40.40 243.56%
Algiers i DLC - - N/A 374.53 83.27 449.78%

Algiers i School Kits 149,420 185,667 80.48% 23.85 18.60 128.23%

Algiers i Green Light 6,041 - N/A 1.25 - N/A

Algiers i Scorecard 1,598,066 1,444,849 110.60% 312.41 982.50 31.80%

N.O. 7 Small C&l 7,396,935 6,230,963 118.71% 837.87 1,098.10 76.30%

N.O. - Large C&l 23,165,965 24,805,586 93.39% 2,000.15 3,914.80 51.09%

N.O. 7 PFI 3,041,930 2,927,922 103.89% 53.15 430.20 12.35%

N.O. i Home Performance 2,538,456 3,253,506 78.02% 590.36 571.84 103.24%

N.O. i Retail Lighting & Appliance 4,719,481 5,857,145 80.58% 976.82 711.45 137.30%
N.O. 1 Multi-Family 1,184,526 1,067,509 110.96% 294.55 138.03 213.40%

N.O. i Low Income 2,105,784 1,556,362 135.30% 560.97 285.11 196.76%

N.O. T High Efficiency Tune Ups 2,158,495 1,802,139 119.77% 754.10 541.09 139.37%
N.O. i DLC - - N/A 3,699.77 1,106.23 334.45%

N.O. T School Kits 723,047 894,250 80.86% 11541 74.50 154.91%

N.O. 1 Green Light 35,944 - N/A 7.43 - N/A
N.O.i Scorecard 9,848,470 8,555,151 115.12% 1,856.83 5,817.50 31.92%

61,628,326 61,342,122  100.47% 12,911.55 16,204.62 79.68%
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*Goals are reflective of the Supplemental and Amended Energy Smart Implementation Plan PY 7 7 9 which were approved on
12/14/2017, combined with the Goals approved in Resolution 20-51, approved 2/20/2020, which extended Program Year 9 an

additional three months through March 31, 2020. Savings reflect verified netene r g y
Evaluation, Measurement and Verification (EM&V) report.

savi

ngs as

document ed

The Energy Smart program achieved a Net-to-Gross Ratio (NTGR) of 89.40% in Net kWh savings relative
to the verified gross kWh savings and a kW NTGR of 92.81%. The NTGR for the Algiers territory was
91.57% of kwWh savings and 94.55% of kW savings. The NTGR for the New Orleans territory was 89.23%

of kWh savings and 92.65% of kW savings.

Algiers 1 Small C&l

Algiers - Large C&l

Algiers i PFI

Algiers i Home Performance
Algiers 1 Retail Lighting & Appliance
Algiers i Multifamily

Algiers i Low Income

Algiers i High Efficiency Tune Ups
Algiers i DLC

Algiers i School Kits

Algiers i Green Light

Algiers i Scorecard

N.O.i Small C&l

N.O. - Large C&I

N.O. T PFI

N.O. i Home Performance

N.O. i Retail Lighting & Appliance
N.O. i Multi-Family

N.O. i Low Income

N.O. 1 High Efficiency Tune Ups
N.O. T DLC

N.O. i School Kits

N.O. 1 Green Light

N.O. i Scorecard

VERIFIED

GROSS kWh

480,276
1,117,025
244,868
546,644
387,706
68,514
203,350
300,383
189,473
6,711
1,598,066
7,742,239
26,108,379
3,217,443
2,944,342
7,159,056
1,315,634
2,105,784
2,392,501
916,861
39,938
9,848,470

Table 28.2

NET kWh
SAVINGS

458,855
991,136
231,510
485,807
255,334
59,984
203,350
269,790
149,420
6,041
1,598,066
7,396,935
23,165,965
3,041,930
2,538,456
4,719,481
1,184,526
2,105,784
2,158,495
723,047
35,944
9,848,470

kWh NTGR

95.54%
88.73%
94.54%
88.87%
65.86%
87.55%
100.00%
89.82%
N/A
78.86%
90.02%
100.00%
95.54%
88.73%
94.54%
86.21%
65.92%
90.03%
100.00%
90.22%
N/A
78.86%
90.00%
100.00%

VERIFIED
GROSS kW

59.59
54.68
7.29
125.31
80.25
13.66
59.37
111.50
374.53
31.23
1.39
312.41
892.11
2,141.72
56.59
657.02
1,484.75
318.84
560.97
851.99
3,699.77
151.13
8.25
1,856.83

NET kW

REDUCTIONS

55.97
51.07
6.85
115.19
52.93
12.32
59:37
98.40
374.53
23.85
1.25
312.41
837.87
2,000.15
53.15
590.36
976.82
294.55
560.97
754.10
3,699.77
115.41
7.43
1,856.83

kW NTGR

93.93%
93.40%
93.96%
91.92%
65.96%
90.19%
100.00%
88.25%
100.00%
76.37%
89.93%
100.00%
93.92%
93.39%
93.92%
89.85%
65.79%
92.38%
100.00%
88.51%
100.00%
76.36%
90.06%
100.00%

TOTAL 68,933,663 61,628,326 89.40% 13,911.18 ‘ 12,911.55 92.81%
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Appendices

Appendix A: School Kits & Education Summary

1/9/2019

1/15/2019

1/15/2019

1/18/2019

1/24/2019

1/28/2019

2/1/2019

2/5/2019

2/5/2019

2/15/2019

2/19/2019

2/25/2019

3/11/2019

3/12/2019

3/14/2019

3/22/2019

3/25/2019

4/11/2019

4/11/2019

5/10/2019

9/5/2019

9/6/2019

9/9/2019

9/19/2019

9/27/2019

10/3/2019

10/4/2019

10/4/2019

10/14/2019

SCHOOL NAME

New Orleans Charter Science & Math High School
Audubon Charter School
Lusher High School
McDonough #32 Literacy Charter School
Phillis Wheatley Community School

International School of Louisiana

Dr. Martin Luther King Jr. Charter School for Science and
Technology

Sophie B. Wright Charter School
St. Alphonsus
Fannie C. Williams
St. Michael's Special School
Paul Habans Charter School
KIPP Central City Academy
Lawrence D Crocker College Prep
Lake Forest Charter Elementary School
St. Augustine High School
Eleanor McMain Charter Secondary School
KIPP Renaissance High School
KIPP Booker T. Washington High School
Alice Harte Charter School
St. Joan of Arc
Ben Franklin Elementary
New Orleans Adventist Academy
Fannie C. Williams Charter School
St. Augustine High School
St. Rita Catholic School

Joseph A Craig Charter School

LB Landry-OP Walker College and Career Preparatory
High School

Einstein Charter Middle School
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RESPONSE
RATE

50%

76%

86%

54%

53%

99%

55%

56%

72%

100%

42%

60%

56%

63%

100%

75%

63%

45%

66%

61%

66%

78%

75%

79%

7%

41%

55%

0%

7%

KITS FORMS
DIST. RETURNED

123

50

150

35

270

132

125

186

32

55

12

85

120

60

80

135

79

150

120

84

32

90

62

130

27

33

150

150

62

38

129

19

142

117

69

104

23

55

51

73

38

80

114

50

68

79

51

21

70

49

100

11

18

115
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10/17/2019

11/1/2019

11/4/2019

11/7/2019

11/7/2019

12/2/2019

12/12/2019

12/9/2019

1/17/2020

1/28/2020

1/17/2020

2/3/2020

2/3/2020

2/17/2020

3/3/2020

3/4/2020

3/5/2020

3/6/2020

3/9/2020

3/10/2020

3/13/2020

3/16/2020

3/26/2020

3/26/2020

3/30/2020

Andrew H Wilson Charter School
Audubon Charter School
KIPP Central City Academy
ReNEW Schaumburg Elementary
Abramson Sci Academy
New Orleans Charter Science & Math High School
Bauhaus
ReNEW SciTech Academy
Audubon Charter School (Montessori)

International School of Louisiana

L.B. Landry-O.P. Walker College and Career Preparatory
High School

Lake Forest Charter Elementary School
GW Carver High School
New Harmony High School
Dr. Martin Luther King Jr. Charter School
Esperanza Charter School
Rosenwald Collegiate Academy
FirstLine Live Oak
Arise Academy
Homer A. Plessy Community School
Akili Academy of New Orleans
KIPP Booker T. Washington High School
Homer A. Plessy Community School - Meal distribution
Harriet Tubman Charter School - Meal Distribution

Cut-Off Rec Center - Meal Distribution
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78%

7%

47%

0%

63%

65%

0%

0%

100%

0%

45%

92%

0%

56%

0%

0%

0%

0%

0%

0%

0%

0%

0%

0%

0%

160

S5

130

90

120

40

10

150

45

116

150

7

211

45

90

63

145

81

80

27

80

30

27

107

95

124

27

61

75

26

45

67

71

25
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Appendix B: Community Outreach Summary

01/09/19
01/09/19
01/09/19
01/10/19
01/15/19
01/16/19
01/16/19
01/24/19
01/28/19
01/29/19
01/30/19
02/02/19
02/04/19
02/04/19
02/04/19
02/05/19
02/06/19
02/07/19
02/08/19
02/12/19
02/13/19
02/16/19
02/16/19
02/20/19
03/07/19
03/09/19
03/09/19
03/13/19
03/13/19
03/15/19
03/15/19
03/20/19
03/20/19
03/22/19
03/23/19
03/27/19
04/01/19
04/03/19
04/03/19
04/06/19

04/10/19

EVENT NAME/ORGRANIZATION

ReFresh Project monthly meeting
Evening Star Missionary Baptist Church
ENO Public Meeting
Gladewaves Presentation
ENO Community Meeting
Gladewaves Presentation
ENO Community Meeting
ENO Community Meeting
St Roch Community Church
St Philip Church
ENO Community Meeting
Super Tax Day
Carrollton Riverbend education center Senior Day
CCC - Eastbank
ENO Community Meeting
ENO Community Meeting
CCC - Eastbank
ENO Community Meeting
LA Green Corps Training
Krewe De Lose meeting
CCC - Westbank
Urban League School Expo
Jericho Road Presentation
CCC - Westbank
Community Commitment Center Food Pantry
Reverb/Zac Brown Band
Riverview Villa
CCC - Westbank
ReFresh Project monthly meeting
New Orleans Home and Garden Show
City of New Orleans DeStress Day
CCC - Westbank
UnCommon Construction Blower Door

Kingsley House Health and Resource Fair
Hike the Greenway
ENO Community Meeting

Entergy Customer Care Center
XULA-Xavier University Earth Day
Entergy Customer Care Center

Council District C Housing Summit

Bike to Work Day
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# OF

PARTICIPANTS

37
2
8

10

12

20

24

63
4

16
400
72
250
20
22
150
23
14
15
85
2500

75
40
9000

120
36
15000
40
150

450
1200
45
220
150
300
63

155

COUNCIL
DISTRICT
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PRESENTATION
TYPE

Presentation
Nonprofit Retrofit
Table at Public Building
Presentation
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Presentation
Nonprofit Retrofit
Table at Public Building
Table at Public Building
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Training
Presentation
Table at Public Building
Fair or Festival
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Nonprofit Retrofit
Table at Public Building
Presentation
Table at Public Building
Fair or Festival
Table at Public Building
Training
Fair or Festival
Fair or Festival
Table at Public Building
Table at Public Building
Fair or Festival
Table at Public Building

Presentation

Fair or Festival

98



04/10/19
04/13/19

04/14/19
04/16/19
04/17/19
04/22/19
04/24/19
04/30/19
05/03/19
05/08/19
05/15/19
05/19/19
05/22/19
05/23/19
05/24/19
05/31/19
06/01/19
06/03/19

06/03/19

06/12/19
06/12/19
06/12/19

06/13/19

06/25/19
06/26/19
06/26/19

06/29/19

07/02/19
07/02/19

07/02/19

07/09/19
07/17/19
07/19/19
07/22/19
07/25/19

07/30/19

07/30/19
07/31/19
08/05/19
08/06/19
08/07/19
08/08/19

Entergy Care Center - Westbank
Lower 9th Ward Homeownership Association
Presentation
Saint Rita Catholic Church Community and Health
Fair
Earth Day at Botanical Gardens
Entergy Care Center - Westbank

Earth Day at Green Project
Entergy Care Center - Westbank
Energy Smart and Rooftop Solar at VIET
Entergy Care Center - Eastbank
ReFresh Project monthly meeting
Entergy Care Center - Westbank
Trinity C.A.R.E.S. Community Resource Event
Entergy Care Center - Westbank
Louisiana Green Corps Training
Louisiana Green Corps Training
Gladewaves Presentation
Eat Local Kickoff

Entergy Care Center - Eastbank

BCM - Congregational Wellness 4th Biennial
Resource Fair

ReFresh Project monthly meeting
Entergy Care Center - Westbank

Treme Neighborhood Assoc Meeting

Central Missionary Baptist Church Prescriptive
Install

NOLA Energy Challenge
United Healthcare Senior Event

Networking Luncheon with Prosperity Now
Living Water Baptist Church Health and Wellness
Fair
Entergy Care Center - Eastbank

NOLA Exchange Club Presentation

Faubourg St. John Neighborhood Association
Meeting

RAI Ministries - Senior Center
LA Green Corps Training
Louisiana Green Corps Training
New Orleans Council on Aging

New Orleans Council on Aging

United Health Care Sock Hop with Sally Ann
Roberts

New Orleans Council on Aging
New Orleans Council on Aging
New Orleans Council on Aging
New Orleans Council on Aging
New Orleans Council on Aging

New Orleans Council on Aging
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150
16

150
600
175
65
150

32
120
34
85
250
60

17
75
150

225

31
120
27

58
60
275
90
12
38

25

42
31

61

25
20
20
31
31
41
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Table at Public Building

Presentation

Fair or Festival
Fair or Festival
Table at Public Building
Table at Public Building
Table at Public Building

Presentation
Table at Public Building
Presentation
Table at Public Building
Fair or Festival
Table at Public Building
Training
Training
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Presentation
Nonprofit Retrofit
Presentation
Presentation
Meeting
Fair or Festival

Table at Public Building

Presentation
Presentation

Presentation
Training
Training

Table at Public Building

Presentation
Table at Public Building

Presentation
Presentation
Presentation
Presentation
Presentation

Presentation
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08/10/19
08/12/19
08/13/19
08/15/19

08/17/19

08/19/19
08/21/19
08/29/19
09/04/19
09/10/19
09/11/19
09/11/19
09/16/19
09/17/19
09/18/19
09/18/19
09/19/19
09/19/19
09/23/19
09/25/19
09/30/19
10/01/19
10/09/19
10/10/19
10/14/19
10/14/19
10/17/19
10/19/19
10/21/19
10/24/19
10/24/19

10/26/19

10/28/19
10/29/19
10/30/19
10/30/19
10/31/19
11/01/19
11/04/19
11/06/19
11/07/19
11/09/19
11/11/19

STEM Saturday's
New Orleans Council on Aging
New Orleans Council on Aging

New Orleans Council on Aging

Ponchartrain Park Neighborhood Association

Meeting
Entergy Rate Case Meeting

Mayor Cantrell Affordable Housing Tour
Mayor Cantrell Affordable Housing Tour
Mayor Cantrell Affordable Housing Tour
Entergy Rate Case Meeting
ReFresh Project Community Meeting
Entergy Rate Case Meeting
Entergy Rate Case Meeting
Entergy Rate Case Meeting
Senior Caucus event
Entergy Rate Case Meeting
Entergy Rate Case Meeting
Mayor Cantrell Affordable Housing Tour
Entergy Rate Case Meeting
Mayor Cantrell Affordable Housing Tour
Mayor Cantrell Affordable Housing Tour
Wings and Watts
ReFresh Project monthly meeting
RAI Ministries - Senior Center
CCC-Easthank
CCC-Eastbank
CCC-Eastbank
STEM Fest
CCC-Eastbank
CCC-Eastbank

Aurora West Neighborhood Presentation

Dillard 13th Annual Housing, Health and Resource

Fair

CCC-Eastbank
Rock N' Network

LA Green Corps Class

Central Circle Wellness Luncheon Table

CCC-Eastbank
LA Green Corps
CCC - Eastbank

Tulane internship fair
CCC-Eastbank

New Orleans Neighborhood Summit

CCC-Eastbank
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35
30
10
30

30

125
100
50
55
28
40
45
68
300
28
45
42
25
80
40
220
26
22
70
100
65
5000
80
90

280

65
250

65
80

150
120
80
250
65
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Fair or Festival
Presentation
Presentation

Presentation
Presentation

Table at Public Building
Table at Public Building
Table at Public Building
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Table at Public Building
Fair or Festival
Presentation
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Fair or Festival
Table at Public Building
Table at Public Building

Presentation
Table at Public Building

Table at Public Building
Presentation
Training
Table at Public Building
Table at Public Building
Training
Table at Public Building
Table at Public Building
Table at Public Building
Fair or Festival

Table at Public Building

100



11/13/19
11/13/19
11/14/19
11/14/19
11/16/19

11/19/19

11/20/19
11/23/19
11/23/19
12/02/19
12/03/19
12/11/19
12/12/19
12/12/19
12/13/19
12/14/19
12/16/19
12/17/19
12/18/19
01/08/20
01/10/20
01/10/20
01/18/20
01/18/20
01/21/20
01/22/20
01/29/20
02/03/20
02/04/20
02/08/20
02/12/20
02/19/20
02/27/20
02/27/20
03/03/20
03/24/20
04/14/20
04/15/20
04/21/20
04/22/20
04/23/20

ReFresh Project Meeting
Irish Channel Neighborhood Association Meeting
CCC-Eastbank
RAI Ministries

Urban League School Expo

TCA / National Energy & Utility Affordability
Coalition (NEUAC) / Entergy Meeting

Central Circle Networking Luncheon
Cleanup NOLA
Water Fall Fest
CCC-Eastbank
CCC-Eastbank
ReFresh Project Meeting
LA Green Corps
TCA Workshop
LA Green Corps
STEM Saturday
TCA Super Liheap Day
Entergy Renewable Portfolio Meeting
Entergy Renewable Portfolio Meeting
ReFresh Project Meeting
Entergy CCC
Community Commitment Engagement Center
Hoffman Triangle Cleanup Day
5th African Baptist Church community meeting
Entergy Renewable Portfolio Meeting
Entergy Renewable Portfolio/Energy Blitz Meeting
Housing NOLA New Orleans Listening Tour
Enter Care Center
Entergy CCC - Eastbank
Super Tax Day
ReFresh Project
Central Circle Meeting
CCC - Canal St
Jericho Road Post Purchase Workshop
Entergy CCC
LA Green Corps Training
Greater New Orleans Housing Authority (GNOHA)
LA Green Corps Training
LA Green Corps Training
LA Green Corps Training
Louisiana Fair Housing Action Center (LAFHAC)
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20
36
80
17
300

16

24
50
400
70
165
28

50

1000
100
50
35
43
80

20
50

18
45
180
120
350
25
17
85

300
14

20
20
20
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Presentation
Presentation
Table at Public Building
Presentation

Fair or Festival
Meeting

Meeting
Fair or Festival
Fair or Festival
Table at Public Building
Table at Public Building
Presentation
Training
Presentation
Training

Fair or Festival

Table at Public Building
Table at Public Building

Presentation

Nonprofit Retrofit
Info Table
Presentation
Table at Public Building
Table at Public Building
Presentation
Table at Public Building
Table at Public Building
Table at Public Building
Presentation
Meeting
Table at Public Building
Presentation
Table at Public Building
Training
Presentation
Training
Training
Training

Presentation
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Appendix C: Training and Education

1/11/2019

1/15/2019

1/21/2020

1/28/2019

1/31/2019

2/5/2019

2/7/2019

2/20/2019

2/20/2019

2/27/2019

2/28/2019

3/11/2019

3/13/2019

3/13/2019

3/13/2019

3/13/2019

3/18/2019

TITLE

Residential Field
Training
(BrotherhoodWay
General
Contractors)

ENO Confidentiality
Training

Legal Gifts and
Entertainment

Residential Field
Training (RM
Laplace)

Energy Smart
Program Training

Residential Field
Training (CNC
Construction)

Q1 Residential
TAAG / Program
Update

Residential Training

- AC Tup;Frem

the Numbers to the
Grit

Q1 C&l TAAG
Meeting

Trade Ally Energy
Smart Training

Trade Ally
Recruitment and
Training
Residential Field
Training (RM
LaPlace)
Residential Field
Training (Louisiana
Home
Performance)
Residential Field
Training (Louisiana
Home
Performance)
Residential Field
Training (Louisiana
Home
Performance)
Residential Field
Training (RM
LaPlace)
Residential Field
Training
(BrotherhoodWay

AUDIENCE

Residential
Trade Allies

Energy Smart
Employees

Energy Smart
Employees

Residential
Trade Allies

Trade Ally
commercial and
Industrial Sales

Employees

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&I Trade Allies

Trade Ally Gallo
Mechanical
Employees
Engineering

Firm Hus

& Associates

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies
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#
ATTENDEES

12

15

30

LENGTH

35

30

30

35

60

35

120

120

120

75

60

35

35

35

35

35

35

OBJECTIVE

Technical

Compliance

Compliance

Technical

Program
Implementation

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

General
Awareness

Technical

Technical

Technical

Technical

Technical

Technical

DESCRIPTION

Proper calendar scheduling/ customer
satisfaction; Training technicians on
best methods to performing services for
customers.

General considerations, APTIM
company standards, and Entergy
contractual standards. Required training
to satisfy ENO initial training and annual
reoccurrence training requirement for all
program employees.

Administration policies that govern the
ethics associated with partner and client
interactions

Equipment set training. Advised on best
practices for insulating attics.

Informed three CIS employees on the
application process and the incentive
calculator

Best Practices for AC Tune-up.

Trade allies gathered at the Urban
League to become informed on the
program and to provide feedback on
their experience in submitting projects.
Training technicians and crew leads the
proper methods to test and tune-up
HVAC systems for customers.
Explaining the Best Practices Standards
involved in HVAC service.

Trade allies gathered at the Urban
League to become informed on the
program and to provide feedback on
their experience in submitting projects.
Informed three Gallo employees on the
application process and the incentive
calculator

Informed electrical engineer

at Huseman on the a
for Energy Smart

Proper application / usage of solvent in
AC tune-up. Material prep / inventory.

Trained on Insulation best practices.
Also, proper duct sealing practices.

AC Tune Up temperature testing and
duct sealing best practices

Attic preparation best practices. Also,
proper flagging and damming.

Temperature requirements for AC tune-
up / rebate form fill out

Schedule compliance / hazard
disclosure form usage
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3/20/2019

3/25/2019

3/25/2019

3/26/2019

3/28/2019

3/29/2019

3/31/2019

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

General
Contractors)
Green Professional
Building Skills
Training:
Operations and
Maintenance
Essentials

Trade Ally Training
i Gallo

Trade Al
i Crumb
Engineering

Residential Field
Training (Public
Construction Inc.)
Residential Field
Training (Louisiana
Home
Performance)

Energy Smart
Incentive Calculator
Training

Residential Field
Training (RM
LaPlace)
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)

Trade Allies /
Energy Smart
Employees

Trade Ally

'y Potential Trade

Ally

Residential
Trade Allies

Residential
Trade Allies

Energy Smart
Employees

Residential
Trade Allies

C&l Trade Ally
Solar
Alternatives

Energy Smart
Employees

C&Il Trade Ally
BrotherhoodWa
y General
Contractors

Residential
Trade Allies

Residential
Trade Allies

C&l Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies
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16

960

90

75

55

35

30

35

30

30

60

15

15

60

60

20

10

30

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Technical

Technical

Program
Implementation

Program
Implementation

Soft Skills

Technical

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Two-day training introducing attendees
to green-building principles and
environmental principles

Met with four Gallo employees and
covered the commercial program
overview includi-ng
lighting calculators

Met with potential trade ally and covered
application process, potential projects in
2019, and the non-lighting and lighting
calculators.

Rebates, best practices in residential
services.

Topic(s); Hazard disclosures /
appropriate times to turn down job/delay
until homeowner compliance
(disconnected gas vents in attic)
Training and development specialist
trained the Marketing and Outreach
Lead on application process and
calculator

Air sealing & Insulation methods in a
Balloon frame house

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

scheduling. customer interaction

Efficiency of LED light bulbs and helped
install them.

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

Uniform requirements. Hazard
disclosure. program descriptions (multi-
family classification)

Uniform requirements. Hazard
disclosure. program descriptions (multi-
family classification)

Air sealing opportunities
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4/23/2019

4/23/2019

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

5/8/2019

5/8/2019

5/10/2019

5/10/2019

5/10/2019

5/14/2019

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9

Residential Field
Training (CNC
Construction)

Residential Field

Training (Diversified
Energy)
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 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
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

Residential

Trade Allies

Residential
Trade Allies

C&l Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&I Trade Ally
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

29

13

15

20

15

20

20

80

20

30

30

90

120

30

60

30

20

20

30

60

75

Technical

Technical

Program
Implementation

Program
Implementation

Technical

Technical

Technical

Technical

Technical

Program

Implementation

General
Awareness

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Mastic thickness. Spray foam in system
covering requirements.

Informed Gage about Hazard Disclosure
form and knob and tube. Informed
customer about the same issue.

Hazard disclosure form usage and
potential reasons for usage.

Material usage. Rebate form usage.

Duct sealing requirements. Hazard
disclosure. MVR. Fresh air intake/
dehumidifier rec.

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.
Whole house approach. Follow up
opportunities. Addressing customer
concerns

Documentation. Schedule requirements.
Rebate fil out. Identification
requirements.

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 C&I
trade allies; Provide Q1 Review and
announce Q2 updates to the program
as well as financial status updates
Presentation by LA Green Corps and
Energy Smart to Residential Trade
Allies. Guided conversation.

Measurement documentation. picture
documentation requirements

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

Attic prep. Ventilation requirements.

Scheduling requirements. best
practices. material requirements

Blower access/ cleaning. Best practices

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
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5/15/2019

5/15/2019

5/15/2019

5/16/2019

5/16/2019

5/20/2019

5/21/2019

5/23/2019

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

6/7/2019

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 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)

Cé&l Trade Ally
Training

Residential Training
- Selling Your Work
at the Door
Residential Field
Training (Louisiana
Home
Performance)

Residential
Trade Allies

C&l Trade Allies

C&l Trade Ally
Energy Grainger

Residential
Trade Allies

APTIM
employees

APTIM

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies

C&l Trade Ally
Grainger

C&l Trade Ally
vy Consulting

Residential
Trade Allies

Commercial
Customer
Childre

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

Residential
Trade Allies
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80

60

30

40

60

60

30

30

15

30

40

25

60

40

60

30

20

85!

60

140

Technical

Technical

Program
Implementation

Technical

Technical

Technical

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Technical

Technical

Program
Implementation

Soft Skills

Program
Implementation

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

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

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

Proper Air sealing procedures

Program scope, and limitations

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

Ac Tune-Up requirements. Safety.

Custom and prescriptive calculator
overview and document submission
overview

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

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

Best practices. Rebate data.

Air seal opportunities

Best Practices (Blower and evaporator)

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

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

Best practices test in. documentation.
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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

7/9/2019

7/11/2019

7/16/2019

7/18/2019

7/19/2019

7/24/2019

7/29/2019

7/30/2019

7/31/2019

8/1/2019

8/2/2019

8/2/2019

8/6/2019

8/7/2019

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9

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)
APTIM Staff
Training -- custom
non-lighting
calculator

Trade Ally Training
Trade Ally Training

Trade Ally Training
Trade Ally Training

Trade Ally Training
Trade Ally Training
Trade Ally Training
Trade Ally Training

Trade Ally Training

Trade Ally Training

Retail Training

Trade Ally Training

Retail Training

Commercial
Customer MCC
Group

Residential
Trade Allies

Commercial
Customer 7
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

Internal APTIM
Staff

C&l Trade Ally
Energy Savers
C&l Trade Ally
Grainger
Residential
Trade Allies
C&l Training
Acadiana
Lighting
C&l Potential
Trade Ally

C&Il Trade Ally

C&l Trade Ally
Digital Lumens
C&I TAAG
Meeting
Residential
TAAG Meeting
C&l Trade Ally
Greenlight
Energy
Conservation
Retail Training
of Dollar Tree
on Chef
Menteur for
residential
program

Residential
Field Training

Retail training of
Home Depot on

36

20

27

14

60

15

60

60

30

75

60

30

65

60

60

15

15

15

30

60

60

120

120

15

15

60

45

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Program
Implementation

General
Awareness

General
Awareness

Technical

Program
Implementation

Technical

Program
Implementation
Program
Implementation
Program
Implementation

Program
Implementation

Program
Implementation
Program
Implementation

Technical

Program
Implementation
Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

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

Program requirements. (contact)
schedule compliance

Input the specific lighting examples from
the building on the far end of the
Childrenés Hospital

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

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

Insulation installation (kneewall).
Moisture control. Insulation rating.

Program orientation. Expectations. Best
Practices. Code of Conduct.

Train APTIM Staff on the combined
calculator

Trade Ally Individual Training -- Energy
Savers with Scott Tollver

Trade Ally Individual Training i Gene
Jones with Grainger

Trade Ally Individual Training i Gene
Jones with Grainger

Trade Ally Individual Training i
Acadiana Lighting

Potential Trade Ally Individual Training T
Sage with Maas Electric

Train Trade Ally BAM Construction on
combined calculator

Train trade ally Digital Lumens on the
combined calculator

Q3 Trade Ally Quarterly C&l meeting
held at Urban League

Q3 Trade Ally Quarterly residential
meeting held at Urban League

Train trade Ally Greenlight Energy
Conservation

Program purpose, savings/incentives,
product knowledge

Program requirements, best practices,
follow-up measures, calendar
requirements, potential upcoming
programs such as new construction
Program purpose, savings/incentives,
product knowledge
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8/8/2019

8/8/2019

8/8/2019

8/10/2019

8/13/2019

8/13/2019

8/15/2019

8/16/2019

8/16/2019

8/19/2019

8/20/2019

8/21/2019

8/26/2019

8/28/2019

8/28/2019

8/28/2019

9/10/2019

9/11/2019

9/12/2019

9/13/2019

9/17/2019

9/18/2019

Retail Training

Trade Ally Training

Trade Ally Training

Retail Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

APTIM Training

APTIM Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Customer Training

Trade Ally Training
Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Claiborne for
residential
program
Retail training of
Home Depot on
Bullard for
residential
program
C&l Training
The Next
Energy
C&l Trade Ally
NOLA LED
Retail training of
Green Project
for residential
program
Retro-
commissioning
training
C&I Training
Site Logic

Residential
Field Training

APTIM walk-
through of
Trade Ally

facility
Webinar on
GPRO Train the
Trainer
C&I Training
Affinity

Construction

Residential
Training on Attic
Insulation

C&I Training E-
1 Electric

C&I Training
White Rhino
Construction

C&I Training
GWJ
Construction
C&Il Training
LightEdison
C&Il Training
Curtis Stout
Customer

Childre
Hospital
Webinar

Combined

Calculator

Residential
Field Training

Residential
Field Training
C&l Training All-
N-One Electric

C&l Training GH
Mechanical
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10

10

45

45

15

30

60

30

15

60

180

60

120

60

45

15

15

15

15

30

15

120

60

60

Program
Implementation

Technical
Technical

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Technical

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Technical

Technical

Technical

Technical

Program
Implementation

Technical

Technical

Program purpose, savings/incentives,

product knowledge

Train Trade Ally the Next Energy on

combined calculator

Train trade Ally NOLA LED on combined

calculator

Savings/incentives; program knowledge,

LED technology

Train trade allies through PPT

presentation on RCx incentives

Train Trade Ally Site Logic on combined

calculator

Program restrictions for spray foam roof

lines and the hazards related to it;

proper ventilation, moisture/mold issues;
conditioned spaces for ducts.

APTIM Staff walk through of Trade Ally
facility to learn about building controls

APTIM Staff webinar led by Urban

Green Council

Train trade ally on Energy Smart
program overview and potential for

expanding measures

Train trade allies through PowerPoint
and discussion on strategies for attic

insulation

Train Trade Ally E-1 Electric on
combined calculator and program

overview through onboarding
Train Trade Ally White Rhino

Construction on combined calculator
and program overview through

onboarding

Train potential Trade Ally GWJ
Construction on program overview

Train Trade Ally LightEdison on

combined calculator

Train Trade Ally Curtis Stout on

combined calculator

Train

customer
the combined calculator

Chi

Go To Meeting Webinar on the C&lI

Combined Calculator

Schedule compliance training

Program standards, Optimiser Reports,
incentive paperwork, and best practices

for air sealing and duct sealing
Train Trade Ally All-N-One Electric on
combined calculator and program

overview through onboarding

Train Trade Ally GH Mechanical on

combined calculator
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9/18/2019

9/19/2019

9/19/2019

9/19/2019

9/24/2019

9/24/2019

9/27/2019

10/2/2019

10/2/2019

10/3/2019

10/7/2019

10/9/2019

10/10/2019

10/11/2019

10/11/2019

10/12/2019

10/16/2019

10/16/2019

10/16/2019

10/17/2019

10/17/2019

10/17/2019

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training
Trade Ally Training

Trade Ally Training

Retail Training

Retail Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Residential Field
Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Retail Training

Retail Training

Retail Training

Residential
Field Training
Residential
Technical
Training
C&l Training
White Rhino
Construction

C&l Training
Gravel Road
Construction

C&Il Training
Servidyne

C&l Training
CIS

Residential
Field Training
Retail
Employees
Dollar Tree Chef
Menteur Hwy
Retail
Employees at
Home Depot on
Claiborne
Capital One
Operations
Department
Potential Trade
Ally Bayou
Lighting

Diversified
Energy

N.A.C. Smart
Technologies

Echo Food
Service

Coburn Supply
Company

Trade
allies/contractor
s

LED Supply
Plus

Flick
Engineering

Hemma Lighting

Retail
employees at
Dollar Tree on

General
DeGaulle

Retail

employees at
Wal-Mart on
Behrman

Retail
employees at
Home Depot I-
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24

11

30

180

45

60

30

60

30

15

15

15

45

45

30

30

30

15

30

15

15

15

30

15

Technical

Technical

technical

Program
Implementation

Technical

Program
Implementation

Technical

General
Awareness

General
Awareness

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

General
Awareness

General
Awareness

General
Awareness

Training directed to crew lead on home
performance with Energy Star
Program requirements, sales process,
software training, program best
practices.

Train Trade Ally White Rhino
Construction on combined calculator

Train Trade Ally Gravel Road
Construction on combined calculator
and program overview through
onboarding

Train Trade Ally Servidyne on combined
calculator

Train Trade Ally CIS on combined
calculator and program overview
through onboarding

Air conditioning drainage issues and
best practices

Program purpose, savings/incentives,
product knowledge

Program purpose, savings/incentives,
product knowledge

Calculator training, program
implementation required documents,
communications

Calculator training, program
implementation required documents,
communications

Calculator training, program
implementation required documents,
communications

Program overview, communications,
incentive values, timeframe, and project
submission paperwork

Program overview, calculator training,
and required project submission
paperwork

Program overview, communications,
incentive values, timeframe, and project
submission paperwork

Schedule compliance training

Program overview, communications,
incentive values, timeframe, and project
submission paperwork

RCx incentive overview including
opportunity assessment, study and
incentives, and measurement and
verification

Program overview and required project
submission paperwork

Program purpose, savings/incentives,
product knowledge

Program purpose, savings/incentives,
product knowledge

Program purpose, savings/incentives,
product knowledge
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10/17/2019

10/17/2019

10/17/2019

10/21/2019

10/21/2019

10/23/2019

10/23/2019

10/29/2019

10/30/2019

10/31/2019

11/5/2019

11/5/2019

11/7/2019

11/7/2019

11/11/2019

11/13/2019

11/18/2019

11/19/2019

11/25/2019

12/3/2019
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Retail Training

Trade Ally Training

Trade Ally Training

Retail Training

Trade Ally Training

Residential Field
Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Retail Training

Residential Trade
Allies

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Residential Field
Training

Residential Field
Training

Trade Ally Training

Trade Ally Training

10 Service
Road
Retalil

employees at

Dollar General

on MacArthur
Blvd

C&l Trade Ally
ABM

C&l Trade Ally
White Rhino
Construction

Retail
employees at

Green Project
on Marais St

Coburn Supply

Company

Residential
Trade Allies

Johnson
Controls

Residential
Trade Allies

White Rhino
Construction

Irion Lighting

Walgreens on
General De
Gaulle
Residential
Trade Ally
Advisory Group
Meeting
Quality
Compressed Air

Graybar

NOLA LED

Trade Ally
Advisory Group
meeting

Trade Allies

Trade Allies

Charlie Boyle,
Engineer

GH Mechanical

11

20

15

45

45

15

15

30

15

120

30

60

15

120

30

15

30

120

15

30

60

60

General
Awareness

Program
Implementation

Program
Implementation

General
Awareness

Program
Implementation

Program
Implementation

Program
Implementation

Technical
Program

Implementation

Program
Implementation

General
Awareness

General
Awareness

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Program purpose, savings/incentives,
product knowledge

Program implementation overview,
marketing materials, communications,
and calculator training

Program overview, communications,
incentive values, timeframe, and project
submission paperwork

Program purpose, savings/incentives,
product knowledge

Provide a review of the timeframe and
incentives in the SBDI program

Best practices for duct sealing,
importance of foaming around the boots,
application of mastic to the inner line,
and caution against sealing the outer
liner to the collar

Provided information on incentives for
chiller replacements and calculating
savings, as well as new control systems.
Training on Air Sealing and Duct
Sealing, including the best methods and
safest ways to work with weatherizing
homes

Program overview, communications,
incentives, values, timeframe, and
project submission paperwork

Program overview, communications,
calculator training, and required
paperwork for project submission

Program purpose, savings/incentives,
product knowledge

CRM discussions, badges, feedback on
quarterly newsletter, and trainings
offered by Franklin

Program overview, communications,
calculator training, and required
paperwork for project submission
Provide calculator training and review
required paperwork for project
submission

Program overview, communications,
incentives, values, timeframe, and
project submission paperwork

Provide program updates, facilitate
introductions with workforce-
development agencies, provide training
on SBDI measures, and receive
feedback on program implementation
Trained homeowner on how to use her
Thermostat, and basic building science
knowledge with regard to insulation in
her attic and sealed ducts

Training on worksite organization &
cleanliness

Program overview, communications,
incentive values, and project submission
paperwork

Program overview, communications,
incentive values, and project submission
paperwork
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12/3/2019

12/3/2019

12/4/2019

12/4/2019

12/4/2019

12/5/2019

12/9/2019

12/10/2019

12/12/2019

12/12/2019

12/18/2019

12/20/2019

1/14/2019

1/20/2020

1/20/2020

1/22/2020

1/28/2020

1/29/2020

1/29/2020

1/30/2020

2/5/2020

2/5/2020

2/10/2020
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Residential Field
Training

Residential Field
Training

Residential Field
Training
Residential Field
Training

Residential Field
Training

Trade Ally Training

Residential Field
Training

Residential Field
Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Advisory
Group

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Residential
Trade Allies

Residential
Trade Allies

Residential
Trade Allies
Residential
Trade Allies

Residential
Trade Allies

Royal Ranges
Commercial
Fryers

Residential
Trade Allies

Residential
Trade Allies

Balthazaar
Electric

NOLA
Restaurant and
Design

Eskew Dumez
Ripple

American
Electric LED

Residential
Trade Ally
Advisory Group
Meeting
C&Il Trade Ally
Harbor Electric
C&l Trade Ally
Eco Lite

C&I Trade Ally
Grainger

C&l Trade Ally
LED Supply
Plus
C&I Trade Ally
LED Supply
Plus

C&l Trade Ally
Eco Lite

C&Il Trade Ally
Eco Lite
Cé&l potential
trade ally
Entrusted
Energy
C&l Trade Ally
Synergy
Building
Solutions
C&l Trade Ally
LED Supply
Plus

16

15

15

30

30

30

15

30

30

60

45

60

30

90

30

30

15

15

15

10

10

75

30

10

Program
Implementation

Program
Implementation

Program
Implementation
Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Technical

Program
Implementation

Technical

Program
Implementation

Technical

Program
Implementation

Training on after-work cleanup & site
maintenance.

Training on working with difficult
customers, as well as test-in procedures
(covering all vents securely)

Training on material usage, work
prioritization.

Training on direct install
standards/opportunities & Site safety.
Training on program requirements,
paperwork/rebate information, and
diagnostic testing procedures.
Program overview, commercial-kitchen
incentives, and required paperwork for
project submission

Training on rebate pricing. Best
practices. licensing/insurance
requirements.

Hazard Disclosure, work-site safety,
testing order of operations

Program overview, communications,
calculator training, and required
documentation for project submission
Program overview with a focus on
commercial kitchen equipment,
communications, calculator training, and
required documentation for project
submission

Program overview with a focus on
energy modeling, communications,
calculator training, and required
documentation for project submission
Program overview, communications,
calculator training, and required
documentation for project submission

Program Q5 TAAG meeting with Trade
Allies for feedback on residential
offerings

Program overview to Harbor Electric

Program overview to EcolLite and
onboarding

Overview of the trade ally bonus in
place until the end of PY9 as well as
updates to the calculator

Calculator training on combined
calculator, training part 1 -- video

Calculator training on combined
calculator -- training part 2 by phone

Reviewing one account vs. two
accounts, understanding process
timeline for paperwork, communicating
about incentives, etc.

Assistance with the calculator for a
specific port of Orleans proposal

Overview with owner of Entrusted
Energy on calculator, timeline, and a
site walk-through of a church

Calculator training covering the program
application tab and its 6 field cells
required to populate the incentive

Small Business Direct Install Training on
cases which include bother SBDI and
non-SBDI measures
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2/13/2020

2/14/2020

2/17/2020

2/17/2020

2/17/2020

2/17/2020

3/3/2020

3/3/2020

3/5/2020

3/10/2020

3/12/2020

3/12/2020

3/19/2020
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Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Tread Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

Trade Ally Training

C&l Trade Ally
Salas O'Brien
C&l Trade Ally
IBEW
C&I community
college potential
trade allies
C&Il community
college potential
trade allies
C&I community
college potential
trade allies
C&l community
college potential
trade allies

Residential
Trade Allies

C&l Trade Ally
Deubler
C&l Trade Ally
Wiring
Resources
C&l Trade Ally
J&R AIC
Heating
C&l Trade Ally
Balthazaar
Cé&l potential
trade ally
Bernhard
Electric

C&l Trade Ally
Nola Electric

13

16

18

45

30

60

60

60

60

60

15

60

60

75

30

45

Program
Implementation
Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program

Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program Overview and onboarding with
a focus on non-lighting incentives
Program overview with the International
Brotherhood of Electrical Workers
Program Overview and technical
training with level 1 electricians at
Nunez Community College

Program Overview and technical
training with level 2 electricians at
Nunez Community College

Program Overview and technical
training with high-school senior electrical
class at Nunez Community College

Program Overview with Mechatronics
class at Nunez Community College

Program training covering CAZ testing
and training in homes to ensure health
and safety standards are met prior to air
sealing.

General Program Overview with Deubler
Electric

In-person Onboarding with Wiring
Resources LLC, with a focus on lighting
incentives

In-person Onboarding with J&R A/C
Heating, with a focus on non-lighting
incentives

Calculator training in preparation of two
lighting proposals

Program overview with Bernhard MCC

Onboarding of NOLA Electric, with a
focus on non-lighting, lighting, and new
construction
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Appendix D: Marketing Collateral
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== Entergy.

Building 3 Smarter Energy
Future for Neaw Orleans

5 Ways to Start Saving
Energy Today

You can be the star of our
energy-efficiency offerings
VIDEO: 3 Cheers for
Induction Cooling st Home

Test Your Home Energy
Knowledge

It's your time...

Use it wisely.

saving tips, tools &
interesting articles

O ). BY ENTERGY
ENERGY INSIGHTS FOR YOU, POWERED BY US.

Save Me Money Keep Me Informed Energy Efficiency Programs elLibrary

You can be the star of our energy-efficiency offerings
The Preview

While your favorite Hollywood celebrities, movies and TV shows are
receiving the big awards this month. you can be the big winner in

your own home when you receive free energy-efficient products.
Entergy New Orleans customers can join the cast when they call to YOUR ENERGY-SAVING CO-STARS
sign up for cur Home Performance with ENERGY STAR® or
Income-Qualified Weatherization offering.

The Plot

Home Ferformance with ENERGY STAR free energy assessmentis

worth a rating of four stars because it's available to any residential Entergy customer in Orleans Parish who fves in
an existing single-family home. During the assessment, an energy advisor will review your home's energy-efficiency
neads, including the frae installaton of products. After the 3ssassment, the energy advisor will provide an estimate
for the suggested upgrades and help you identify the specific rebates you may qualify for.

Residential Entergy customers in Orleans Parish who meet the income qualification of 200 percent of the federal
poverty level are eligible {o accept free energy-efficiency improvements to their home as part of the Income-Quatfied
Weatherization offering. * If you qualify, an energy advisor vall parform a walk-through assessment ancé conduct
weatherization enhancements.

The Action

Here are five reasons to partake in our super ENERGY STAR offerings:

1. We'll Give Your Home the Movie Star Treatment
During your assessment. we use 3 scientific approach and state-of-the-ar tocis to find ways to boost your
home's enargy efficiency.
You're the Star of the Show
We present a thorough, personalized analysis of the results of your assessment.
Don't Forget to Take Home Your Free Swag Bag
We'll install free products, which may include programmable thermostats, smart power strips and LED light
buibs.
. A Timeless Classic
The energy-efficient changes designated for your home will reduce your energy use and utility costs on your
monthly bifl.
. Two Thumbs Up
If you like your experience with our energy-efficiency offerings, you can explore what else we have to offer
and recommend us to your friends. family and neighbers.

]

w

-

o

Will there be a sequel?

When you take part in our E3syCocdl offering, you can collect an annual savings of $40 — that's the cost of almost
five movie tickets. Learn more about additona! offenngs from Energy Smart by calling 504-229-6868 or emailing
info@energysmarinols.com.

*Income eligbility does not guarantee participation. Avalabiity may be limited and is on a first-come, first-served
basis.

Energy Smart is 3 comprehensive energy efficiency program developed by the New Crleans City Council and
administered by Entergy New Orleans, LLC. @2018 Entergy Services, LLC All Rights Reserved.
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ENERGY INSIGHTS FOR YOU, POWERED BY US.

Newsletters Save Me Money Keep Me Informed Energy Efficiency Programs elLibrary

°

Seven lucky charms for energy efficiency

ALSO IN THIS ISSUE
_ You don't nead to trek to the end of the rainbow to save on your

energy bills. Simply soring into enargy efficiency with the Energy ’

Hdoe Appbares T Smart Program. Here are five energy-saving good luck charms:

P

Biggest Energy Users
Seven lucky chams for 1. Four-Leaf Clover: Home Performance with ENERGY
energy efficiency SIAR®

Bring the luck of the irish to your home with this
comprehensive, whole-nouse approach to improving energy
efficiency. it starts with a free energy assessment: can

VIDED: You Can Replace
Recessed Lighting with

222 include 3 certified rade ally installing additonal
INFOGRAPHIC: The recommended energy-efficient measures and ends with lower
History of Daylight Saving utility bills:

Time 2. Rabbit's Foot: A/C Tune-Up Ofering

Does your central A/C unit need {o be locked at? Then consider this chamming offering. A/C Tune-Up You can
improve the performance and efficiency of your unit by up to 20 percent just for getting it cleaned and
maintained. Fius, you can get up to $150 in an instant rebate and 3 decreasad monthly enargy bill.
Pot of Gold: Central Air Conditioner Rebates
Well, this is good fortune: Depending on what kind of new central air conditioner you get installed, you may
be efigibée for rebates up to $500.
Rainbow: EasyCoo! Offering
Want to earn some green every year? Get $40 back every year when you sign up for EasyCool. A trained
Energy Smart advisor will install an A/C cycling or 'smart’ switch on your outdoor A/C unit or heat pump
‘ system for free. You don't have o be home for the free instaliation. When the device is activated, your air

: conditioner will run but for half as long. These “events” accur only on select weekdays from June 1-Sept. 30
Start paying online » from twio to four hours between 2-6 p.m.

w

It's your time...

Use it wisely.

»

o o

o

Penny: Residential Appliance Rebates
\Whether you're ready to upgrade your light bulbs or water haater, we can help. We also offer financial
incentives for your newly purchased appliances.

Check out more money
saving tips, tools &

Do you qualify for these offerings?
interesting articles

8. Horseshoe: Multifamiy Direct Install for Tenants

Qualifying tenants are able to receive free energy- and water-saving products—which can include
programmable thermostats, light bulbs, showerheads and faucet serators—instalied right in their units at no
cost

Gold Star: Income-Qualified Westherization

Eligible housenolds can get free energy-efficient services from an accredited trade ally. These may include 2
walk-through assessment, energy-saving products, duct sealing, air seafing, atbc insulation and an A/C tune-
up.

el

Spreading the luck to Small Businesses

Saving money on your utility bill doesn't just apply to residences. If you are 3 small business owner, Energy Smart
can help you identify opportunities and provide cash incentives for completing eligible upgrades with proven energy
savings. Learn more about Energy Smart Commercial & Industrial Cfferings by visiting

energysmarinola com/businesses.

Opportunity is knocking.

Learn more about our Energy Smart enargy-efficiency services by visiting
httos:/www.energysmarincla infolresidents’ or calling 504-220-5868.

@ |OOAR
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LED Infographic Outreach Table Display
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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.

Ready to register?

Call 504-229-6868 or visit energysmartnola.com.

* 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.

* Youdon'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 The EasyCool device is only activatéd Rl :
access issues. on select summer weekdays. e o g, Wi akciog o T b et Sooady cooied e

Enroll in EasyCool today.

Call 504-229-6868 or visit energysmartnola.com
to learn more ways to save through Energy Smart.

EasyCool Refer-A-Friend Post Card
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Energ Ki%rn.t.? %Enteigy,

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-Qualifed Weatherization

+A/C Tune-Up

+Rasidential Lighting and Appliance Rebates
+ EasyCool

Call us at 504-229-6868 or visit us at
energysmartnola.com for more information.
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1 Do you own or rent your home? O Own O Rent

Energy Smart Enrollment

Energ Kimrﬁ QEntery

Why choose Energy Smart?

Energy Smart reduces the up-front cost of impreving your home.
Depending an the prajects you choose, Energy Smart can offer you
over $5.000 toward your home energy impravements, which could
save you 20 percent or more on your annual utility bill

Visit energysmartnola.com or call
504-229-6868 to learn more ways to
save through Energy Smart.

NEW ORLEANS, LA

PERMIT NO. 278001
POSTAGE WILL BE PAID 5Y ADDRESSEE

ENERGY SMART PROGRAM

524 ELMWOOD PARK BLVD. #140
NEW ORLEANS LA 70123-9905

BUSINESS REPLY MAIL

FIRST-CLASS MAL

Energy Smart Refer-A-Friend Door Hanger with Business Reply Card
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Energy Smart Starter Kit Installation Survey

Please remember to return this form.

Energy a
Smart <@
for KIDS “*

Teacher's Name

School

Student's Name Date

1. Check the type of water heating at your home.
(Hint: Gas water heaters have a little “chimney” on top called a flue.
Plus, if your Entergy bill has no gas on it - you're all electric.)

O Gas 0O Electric

Did you install....

2. 9w LED bulbs. How many?
OOne OTwo O Three 0OFour

3. 15w LED bulbs. How many?
O One OTwo

4. The bathroom sink aerator.
OYes 0O No

5. The kitchen sink aerator.
OYes ONo

6. The showerhead.
OYes ONo

™

Completed the experiment.
O VYes ONo

)
Energ Kﬁrggrh}:% == Entergy,

Energy Smart (s a comprehensive energy officiency program davaloped by the New Orisans City Council and administered by Entergy New Orleans, LLC. €20 Entargy Services. Inc. All Qights Resarvad.

Energy Smart for Kids Updated Installation Survey
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Energy Smart Starter Kit Installation Guide

Dear Parent/Guardian, Energy &

Your child has received an Energy Smart Starter Kit to reduce your home energy use Smart w
and save your family money. Please help your child install the contents of the kit by foz‘ KIDs "
following the tips below. Then help your child complete the back side of this form as J

the homework portion of this energy efficiency lesson. ./

LED Light Bulbs

LED bulbs screw into a light socket the same as regular light bulbs. Two different LED wattages are
provided depending on brightness needed for your reom.

Water-Saving Shower Head

Unscrew the old shower head, using an adjustable wrench or pliers if necessary. Then tighten the new
shower head into place.

NOTE: Use a damp cloth around the shower head and aerator to protect the metal finish when using any
tools in installation.

Water-Saving Sink Aerators

22 Installing or replacing the water-efficient sink aerators may require an adjustable wrench or pliers.
Unscrew the old one and tighten the new aerator into place. The larger, white aerator swivels and will
spray when you pull on it. Make sure the rubber washer is inside the aerator before installing. Both
aerators have threading on the inside and outside to fit most faucets. One aerator is for kitchen sinks
and one is for bathroom sinks.

Shower and Faucet Flow Meter Bag

Prove that the water items will save more money for your family. Use the flow meter bag to measure
before and after gallons per minute coming out of the faucet. Try it with yours, then try it with ours and
see how much water (and money) you'll save.

Want to win a $100 gift card?

Provide your name and email address below and we'll send you a three-minute survey for your chance to win.

Parent/Guardian Name Email

Address Phone

Visit energysmartnola.com for more ways to become more Energy Smart in your home.

=
Energ K%@&{t:% == Entergy,

Energy Smart for Kids Updated Installation Guide
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A New Orleans Program

Thank you for your participation in the A/C Tune-up offering.
The Energy Smart A/C Tune-up offering helps to oplimize your cooling and your
savings. Thank you for your participation.

“ou're invited to take a brief customer satisfaction survey.

= Less than five minutes to complete.
= Your input helps us improve our offerings and services.

Thank you for helping fo use energy wisely.

Take our survey &

For any questiong, please call 504-229-6868 or email us.

Thank you again for participating in the Energy Smart A/C Tune-up offering.

Enamy Smart 5 a comprehensive anengy eficiancy program devaloped by tha Mew Criears City Coundl and acminisiered by Enbargy New Orieans, LLC.
20 Erfengy Sandoes, LLC A Rights Reservad.

This message was senl iy Enargy Smart Resienial Program. 524 Elmwood Fark Bled., Suile 180 Mew Orleans, LA 70123

To manage your prafencenoes, vish your emal prefenences.

A/C Tune-up Email 7 Sent 3/13/2019
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A New Orleans Program

Thank you for your participation in EasyCool.

Thanks for your participation in the Energy Smart EasyCool offering, which makes an
important contribution to reducing energy demand, benefiting the environment and
keeping electric costs more affordable. Thank you for helping to use energy wisely.

You're invited to take a brief customer satisfaction survey.

* |Less than 5 minutes to complete.
* Your input helps us improve our offerings and services.

Take our survey »

For any questions, please call 504-229-6868 or email us.

Thank you again for participating in the Energy Smart EasyCool offering.

Energy Smart is 3 comprehensive energy efficiency program developed by the New Orleans City Council and administered by Entergy Mew Crleans, LLC.
©2018 Entergy Services, LLC All Rights Reserved.
This message was sent by Energy Smart Residential Program. 524 Elmwocd Park Blvd., Suite 140 New Orleans, LA 70123

To manage your preferences, visit your email preferences.

EasyCool Survey Email i Sent 2/20/2019
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MY Entergy New Orleans il Like Page

—

Entersy Sponsored

Sign up for Energy Smart's EasyCool and receive $40 after each summer
season of participation. Join your neighbors and easily enroll now for
2019.

Receiving $40 after every
summer is easy with EasyCool.

$40 for you, each year.
EasyCool helps the environment while managing the cost of electricity for you and
your community.
s o yn Sign Up
SAVE.ENERGYSMARTNOLA.INFO/EASYCOOL
Oo 20 562 Comments 311 Shares

y Like ¥ Comment # Share

March EasyCool Facebook Ad

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9 122



g

Smart ¥

Entergy,

February 2019
A " Required Checklist for 2019

As 2019 gets underwary, all kade ailes need 10 ensure
1hat they ane In QOOA SIARGING WILH the program s
S00N 35 possie Please check tvough these tems
and make absoktely sure that your company Is ready
for the yea

Energy Smart

Residential Training -

AIC Tune-ups

Feb. 20

46pm

LvDan League of Loutsiana

4540'S. Carmoion Ave . Sute
Q1 Trade Ally Advisory Group e

1

Meeting New Odeans, LA 70119
Feb 7 The purpose of thes rainng 5 10

explan he acceptable quakty
4630pm stancands for elgike A'C fune-

up rebates. We wil walk teough
Urdan League of Loutsiana how %0 perfoen many of the
4540 S. Carrofiton Ave , Sute 110 tasks associated with an AIC
New Orieans, LA 70119 tre-up ana take @ detalled Kook

3 what a passing and faing
aooce project looks e as related 1o
4-4.15pm. - Dnner and Networkang mtenad usage and technique
415430 p m - Offering Updates Energy Sman program staff wil
430630 p m - Quesdons and Discussion 2SO0 GSDULE MANENAS 10 help

YOur team acdress customer

We hope 10 see your team at the meeting. For more neeas quicidy and professionally
ONMAton about this and other energy emcency

offerings visit eOCIGYSMANoos.com. omad

DERSC0SIgyETRINGA COm of call 504-229-6858

Green Profi I g Skills Tr: Op and
Maintenance Essentials

March 20-21

gamSpm

Urban League of Loursiana
4540 S. Camolion Ave . Sute 110
New Oneans, LA 70119

Greéen Professional Bulding Sials Traming 1s a3 P tranng and

program developed by Urban Green Council. the U S, Green Busiding Councis New York
Cey affiate. The course cost is S335, and Wit Cover large muRliamey ang commercial
bulding operations and maintenance. Classes Wil end with the cernication exam for the
Green Professional Busiding Skaiss Training Qoerions & Manienance Essentials
Cenncanen

Energy Smart Resdertal Program 524 Bimwood Park Bivd, Sote 130 New Orfesrs LA 70123

You recerved tha emad because you arw subscnbed to Trade Aty Newsletter from Energy Smart Resdert)
Progam

Update your pmal oreferences to choose the types of emads you recerve.

feoen o

o

Residential Trade Ally Newsletter i Sent 2/6/2019

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9

123



Get a $50 Rebate

Energy Smart Refrigerator Rebate

Fill out the reverse side of this form and mail to the address listed on the back with a copy of your dated sales receipt or email to

idential la.com. Limit four rebates per customer per year. See reverse side for complete terms and

conditions. Your refrigerator must be ENERGY STAR® Qualified to receive a rebate.

PN $50 Rebate on ENERGY STAR
M‘ﬁ( Qualified Refrigerators

To search for qualified products and to verify eligibility, go to:
d 4 d bial-Ffr I

ified-resid 2 y
ENERGY STAR Compact refrigeratars and freezers less than 775 cubic feet do not qualify.

For more information about this and other Energy Smart programs, visit energysmartnola.com or call 504-229-6868.

Energ Kimﬁt,? gEntergx

Available for Entergy New Orleans Customers

Entergy New Orleans Residential Electric Customer Information

Dlease fil out completely. Allinformation is required:

Purchaser's Name: Email:
Installztion Address: City: State: _______ ZIP:
Purchaser's Address: City: Shatee . k-
Daytime phone:
Type of Residence: [ Single Family (Detachec) [ Single Family (Attached) I Multifamily (2or more units) [ Other
OOwn O Rent
Refrig Inf i Brand: Make: Model #:
Replacing Operational Refrig OYes OONo  Age of Existing Refrigerator: lceMaker: OIYes CINo

Defrost Type: [0 Automatic Defrost [ Partial Automatic Defrost [ Manuzl Defrost  Through the Door Water/Ice Dispenser: [1Yes [ No
Product Type: [ Top Freezer [ Side Freezer [ Bottom Freezer [ Single Door [ Other (Specify)

By sigring below, purchaser authorizes Energy Smart to perform on site inspections as needd to confirm purchase. A separate rebata must be filled out for each
refrigerator purchased. A rebate check vill be mailed to purchaser isted on this form. Email address will only be used to notify you of your rebate status.

Purchzser's Signature: Date:

Energy Smart is a comprehensve energy eficiency program developed by the New Orleans City Councl and sdmirvatered by Entergy New Orleans, LLC. 2019 Entergy Servicss, LLC All Rights Reserved.

Updated Refrigerator Rebate Application
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Name: Email:

Address:

City. 2P, Phone.

Does your home have a central A/C or heat pump system? 0 Yes O No
. Doyou own or rent your home? 0 Own O Rent
. How many A/C systams presently cool tho home? 01 D2 O3

PR T

Select all of the following that apply:
O Pets in or near A/C o heat pump system
O A/C or heat pump s behind a kockex

DI A/C or heat pump s more than six fect off the ground

IF you chacked any o the sbeve options a reprasentative wil call to schedule an agpaintmen:

Signature: Date

Please tear

ENERGY SMART CAN HELP
YOU FIND SAVINGS AND AN
XTRA $40 EVERY YEAR

« Complate the information on the attached postage-paid post card
and drop it in the mail.

- Once nrolled, a technician will ba in your neighborhood to install
your device.

IS EASY

)
: g
EnergySmart =

iew Orlescs Progrem

%Entegy,

EasyCool helps Entergy New Orleans manage higher energy demand in the summer.
Atro cost to you, a cycling switch s installed on your home's outdoor A/C unit or
heat-pump system. During periods or "events of high demend — usually the hottest
days of the summer — the switch to cycle your cooling system will activate. This only
oceurs on weekdays (Monday-Fricay} but never on holidays. The “events” typically last
for two to four hours between 2-6 p.m.

To learn more about EasyCool and other opportunities for energy savings call

868 or visit : Don't miss these opportunities to save
even more
NO POSTAGE
NECESSARY
IF MAILED
IN THE
UNITED STATES
—
——
BUSINESS REPLY MAIL —
FRST-CLASS WAL PERMITNO. 278001 NEW ORLEANS. 1A

FOSTAGE WILL BE PAID BY ADDRISSEE

ENERGY SMART PROGRAM
524 ELMWOOD PARK BLVD. #140
NEW ORLEANS LA 70123-9905

LT A P R LT T T N

March EasyCool Business Reply Card

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 9
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ENERGY SMART COMMERCIAL &
INDUSTRIAL OFFERINGS

Energy Smart is Entergy New Orleans’ energy efficiency program that incentivizes customers to perform energy
saving upgrades in their facilities. The program works with business owners, facility managers and trade ally
contractors to identify opportunities and provide cash incentives for completing eligible upgrades with proven
energy savings. Applications are accepted on a rolling basis. There is no deadline to apply.

Incentives are available for equip t upgrades that Energy efficient upgrades can help your business:
result in a verifiable electric usage reduction, such as: '
+ Increase comfort for customers and employees.
+  Lighting and lighting controls. ". + Lower maintenance costs with longer-lasting,
+  Chillers. high-quality technology.
N nvﬁc upgrades and heat pump. ’ i"‘ » Increase occupancy rates.
o + Increase asset value.
Participants can $50,000 for $100,000 for ‘:o.ooo .
receive up to lighting only non-lighting only &r i ’:B
100 percent of upgrades per site, vpgrades per site, 'id'ﬁ':d il 'ihm
) = e upgrades per site,
the project cost. perysa pe per year.

Follow these simple steps to earn incentives for your next energy efficiency project.

Participant Participant submits Program conducts Participant orders & Darticipant submits Program conducts
identifies project required documents site visit & grants installs t. | d post-site visit
pre-approval®. after installation. & pays incentive.
“Cantact us to Rnd out if pre aproval 's required for your groject.

Visit energysmartnola.com to find a Registered Trade Ally.

& &
EnergySmart* | = Entergy,

Allew Orisame Frogisen

Updated Commercial & Industrial Overview
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OFFERING INFORMATION

PRESCRIPTIVE INCENTIVES

Prescriptive incentives are paid a pre-defined amount
per unit for certain measures in the following categories:

« Lighting

+HVAC

+ Refrigeration.

» Commercial Kitchen Equipment.

Chack if the equipment you plan to install is on the
| prescriptive incentive list at energysmartnola.com. If not.
the project will be custom.

Scope out the project and complete the prescriptive
0 incentive workbook to determine if pre-approval is required
for your project.

If pre-approval is required (estimated incentive is greater than
$5.000). submit completed application, prescriptive

0 incentive calculator, one racent Entergy bill and spec sheats to
commercialapps@energysmartnola.com. You must recelve
pre-approval prior to purchasing equipment

If pre-approval is not required (estimated incentive amount iz
0 less then $5,000).equipment may be purchased and installed.
Then submit application, prescriptive incentive calculator, one
recent Entergy bill and spec sheets to
)

app -gysmartnola.com,

Energy Smart is available to all Entergy New Orleans electric customers including:
Small Businesses | Non-profit Organizations | Large Commercial and Industrial Facilities | Publicly Funded Institutions

CUSTOM INCENTIVES

Custom incentives are paid based on the estimated
energy savings, customer size and project type as follows

+ 530 per kWh saved for custom lighting projects in
facilities with peak demand »100 kW (large commaercial),

+ 532 per kWh saved for custom lighting projects in
facilities with peak demand <100 kW (small commercial).

+ 532 per kWh savad for all custom non-lighting projects,

Submit completed application, applicable incentive
calculator, one recent Entergy bill, proposal and spec sheets to
1

i +
PP L3

Pre-approval is required for all custom projects. Program

schedules site visit

Once approved, implement your project.

Contact the program tesm when project is complete.
Submit project completion notice signed by the
customer with any updated documentation.

Program performs post-review and site inspection. Once complete, the incentive payment is approved.

CONSULTATIVE ENERGY SERVICES CASHBACKINCENTIVES TRAINING & DEVELOPMENT
Energy Smart can help guide Energy Smart has paid out Energy Smart is committed
V4 projects to increaze energy more than $n.4 million to to providing training and
savings and cost-offectivenass. business customers. davelopmant to participating

trade ally contractors.

For information about this and other Energy Smart offerings,
visit energysmartnola.com, email info@energysmartnola.com or call 504-229-6868.

I
. g
EnergySmart*

ANew Orisans Program

%Enlergy‘

Updated Commercial & Industrial Overview
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ENERGY SMART
RETRO-COMMISSIONING OFFERING

Buildings need regular maintenance checks and tune-ups in order to maintain optimal efficiency. Energy Smart connects
facility owners and managers with experts and provides financial incentives to ensure that their buildings and the
equipment within it are in peak operating conditions for prime energy savings.

Energy Smart’s Retro-commissioning offering helps large commercial and industrial customers save a significant amount of
energy and produce paybacks of less than two years with the help of incentives. Through retro-commissioning (RCx). you
can manage energy use more effectively, increase tenant comfort and catch small maintenance needs before they become
costly repairs,

RCx is the simple i °F'»F -n‘h'

performance and ;nm efficiency of
e X e fadbendy i
as 3 whole. Specialized Trade Allies, called
RCx Service Providers. work dicectly with
facility managers to examine all facets of a
building, including the structura| envelope,

OFFERING
PROCESS ettt P15

b Application &

Opportunity

Assessment

Annual Energy Savings
+

Energy Smart Incentives

building controls. lighting, HVAC, equipment
choices, workplace habits, maintenance . RSP Conducts
schedules and operational policies, RCx Study
The Energy Smart Retro-commissioning
offering includes low cost measures such
as adjustments, recalibrations and process
changes that provide quick paybacks, Saving e iomar
meney now can help your company invest in Slach Mammas
mere projects later. Your RSP conducts an to Install
RCx Stucly at your facility, which make Study &
racommendations to changes in your systems, Implementation
equipment and practices that can lead to incentives s 8
significant energy and cost savings. | Fosssavies

Verification
READY TO GET ENERGY SMART?
Visit energysmartnola.com to view a list of
qualified RSPs, and then contact the RSP of
your choice to get started on the offering
process or call us at 504-229-6868.

CK LESS

AVERAGE P

Install

)
; s
EnergySmart#

A New Orleans Program

Updated Retro-commissioning Overview
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ENERGY SMART

Ni%\ RETRO-COMMISSIONING OFFERING

The Energy Smart Retro-Commissioning offering is available to
Large Commercial and Industrial Entergy New Orleans electric customers,
including publicly funded institutions.

TERMINOLOGY

RSP; A Retro-commissioning Service
Provider is a specialized Energy

Smart Trade Ally who is qualified to Approved RCx Study enc Workhoak 50 percenl of stucy cost!
assist customers through the RCx

INCENTIVE PHASE INCENTIVE RATE

process. Verification of Irplamaated Savags 3002/ Wk
Opportunity Assessment: A set

of screening questions designed to
determine well-qualified candidates
for RCx.

Enrollment Application: A form
that when completed and approved,
admits a customer into the
Retro-commissioning offering and
allows the RSP to conduct a study.
Study: A comprehensive audit that
inspacts, assesses and analyzes
energy usage. The studly identifies
and provides savings and cost
analysis of low-cost RCx measures,

Measure Selection Form: A form
detailing a set of recommendad
measures to be implemented.

.

For information about this and other Energy Smart offerings,
visit energysmartnola.com, email info@energysmartnola.com or call 504-229-6868.

-
Energ ySmart‘? == Entergy,

A Nev Orleans Program

Fard ahowsizzs by s dew Cleans G

LEEy I 8T 15 ¢ 1 e e = e oS vy e 1 deceleced Sytiet

Updated Retro-commissioning Overview
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ENERGY SMART
TRADE ALLY NETWORK

Energy Smart is Entergy New Orleans’ energy efficiency program that incentivizes customers to perform energy
saving upgrades in their facilities.

The Energy Smart New Orleans Trade Ally Network aims to develop and increase the commercial and
industrial contractor base by providing training opportunities, industry networking cpportunities and assistance
completing program-related documentation and other requirements. Trade allies can leverage Energy Smart’s
cash incentives to gain new customers and maximize existing customer projects that reduce energy use.
Applications are accepted on a rolling basis. There is no deadline to apply.

Incentives are available for equip t upgrades that result .
inaverifiable electric usage reduction, such as: 1. Technical assistance.
Lighting and lighting controls. :Egg?:;:g: 2. Co-branding opportunities.
Chillers. 3. Access to training.
> o TRADE ALLY 7
Unitary air conditioning ancl heat purnp. 4. Industry networking events,
Motors.
Participants can $50,000 for $100,000 for f;:o'oot' »
receive up to lighting only non-lighting only t:::' &' “mlt";din
100 percent of upgrades per site, upgrades per site, kiating & non:ighting
3 per year. e adr upgrades per site,
the project cost. ROLIRSL per year.

Follow these simple steps to earn incentives for your next energy efficiency project.

l..o.....Ce.Qll..o..‘..‘o...".e...'..e..l

Particpant Pasticiount subidts Program conducls Participant orders & Participant submits Pragram canducts
identifes project: required documants. sHa visit & grants installs aquipment. | -completion documents post-aite visit
pre-approval®, wRter installation, & pays incentive,
*Cantest 1 to Fag aat iF pro-cppravel is paguainrod “ar yaur wrojoct,
b M
2 X
Lnergysmart+ hal &/
gySma: rt® = Entergy,
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PRESCRIPTIVE INCENTIVES

Prescriptive incentives are paid a pra-defined amount
per unit for certain measures in the following categories:
» Lighting.
*HVAC
+ Refrigeration.
+ Cemmerzial Kitchen Equipment.

Check if the equipment you plan to install is on the
prescriptive incentive list at energysmartnola.com., If not,
the project will be custom.

| Scepa out tha project and complate tha prascriptive

incantive workbook to determine if pre-approval is required
for your project.

If pre-appreval is required (estimated incentive is greater than
$5.00¢C), submit completed spplication. preseriptive

incentive calculator, one recent Entergy bill and spec sheets
2] ialapp gysmartnola.com, You must
raceive pra-approval prior to purchasing aquipment

If pre-approval is not required {estimated incentive amount iz

less than $5.000), equipment may be purchased and installed.
Then submit application, prascriptive incantiva caleulator, one
recant Entergy bill and spac shaats to
commercialapps@energysmartnola.com.

Energy Smart is available to all Entergy New Orleans electric customers including:
Small Businesses | Non-profit Organizations | Large Commercial and Industrial Facilities | Publicly Funded Institutions

CUSTOM INCENTIVES

Custom incentives are paid based on the estimatec|
energy savings, customer size andl project type as follows:

- $30 poar kWh saved for custom lighting prajects in
facilities with peak demand =100 kW {large commaercial}.

« 422 per kWh saved for custom lighting projects in
facilities with peak demand <2100 kW (small commercial).

« 412 per kWh savad for 2ll custom nen-lighting projacts.

Submit completed application, applicable incantive

calculator, one recent Entergy bill, proposal and spec sheats to

ial gysmartnola.com

PP

Pra-approval is raguirad fer all custom projects. Program
schedules site visit.

Once approved, implemant yeur project.

Contact the program team when project is complate.
Submit project completion notice signed by the
customer with any updated documentation,

Program performs post-review and site inspection. Once complete, the incentive payment is approved.

e

GROW YOUR BUSINESS

Ovar 750 business custemers
have completed projects with
Energy Smart contractors

CASHBACK INCENTIVES
Energy Smart has paid out
more than $11.4 millien for
energy efficiency projects.

TRAINING & DEVELOPMENT
Energy Smart is committed
to providing training and
development ta participating
contractors,

For information about this and other Energy Smart offerings,
visit energysmartnola.com, email info@energysmartnola.com cr call 504-229-6868.

a
= Entergy,
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Updated Prescriptive Overview
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