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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:

» EnergyHub

» Energy Wise Alliance

« Franklin Energy Services

» Green Coast Enterprises
Green Light New Orleans
Honeywell

ILSI Engineering

Legacy Professional Services
Urban League of Louisiana

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 highlights.

Program Year 10 (PY10) is divided into three quarters:

* Quarter 2 (“Q2”): April — June.
* Quarter 3 (“Q3"): July — September.
* Quarter 4 (“Q4”): October — December.

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 PY10. 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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Tom Quasius
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Offerings Overview

Residential

Energy Efficiency

M WM ™M ™MW ™M ™MW N

Home Performance with ENERGY STAR®
Retail Lighting & Appliances

Multifamily Solutions

Income-Qualified Weatherization

A/C Solutions

School Kits & Education

Behavioral & Rewards

Demand Response

EZ

EasyCool for Residents

Commercial & Industrial

Energy Efficiency

Z
Z
Z
Z

Small Commercial & Industrial Solutions
Large Commercial & Industrial Solutions
Publicly Funded Institutions

Commercial & Industrial Construction Solutions

Demand Response

Z
Z

Large Commercial & Industrial Demand Response

EasyCool for Business
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Program Performance & Activity

Program Performance & Activity

Table 2.1

OFFERING Vggg:ISESD % TO kWh kW kw % to kWh INCENTIVE INCENTIVE % OF
KWh GOAL SAVINGS | TARGET* TARGET SPENT BUDGET BUDGET
Commercial
& Industrial 1 | 24,414,461 33,055,833 73.86% 2,665.68 4,906.89 54.33% $3,040,736 $4,693,010 64.79%
Energy Efficiency
Commercial
& Industrial 1 - - N/A - 1,809.50 0.00% $1,960 $45,112 4.34%

Demand Response

Residential i

o 29,200,350 23,517,104 124.17% 5,877.00 2,839.61 206.97% $2,256,071 $2,339,160 96.45%
Energy Efficiency

Residential T ; ; N/A 980.37 2,830.10 34.64% $191,155 $192,040  99.54%
Demand Response

53,614,811 56,572,936 94.77% 9,523.05 12,386.10 76.88% $5,489,962 $7,269,322 75.52%

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Savings reflect verified gross savings as

documented in ADM6s Evaluation, Measurement and Verification (EM&V) re

Table2.2

NET ANNUAL TOTAL
ENERGY PROGRAM TRC (B/C RATIO) | UCT (B/C RATIO)
SAVINGS (KWH) | EXPENDITURES

NET PEAK DEMAND

REDUCTION (KW)

8,919.46 49,599,652 $11,508,141 1.04 1.20

Residential Summary

The Energy Smart Residential Portfolio had a successful year despite the challenges created by the
COVID-19 pandemic. The Residential portfolio achieved 29,202,753 in verified gross kWh savings and
reached 124.18% of the goal while spending 96.68% of the incentive budget. PY10 was a nine-month
program year due toth e C o u exterisibonétPY9 through March 31, 2020. When PY10 launched in
Q2, the COVID-19 pandemic was already underway and impacted fieldwork in a variety of ways. Trade

allies, field audits and quality assurance visits were all halted during the Ci & $tady-at-Home orders.
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During this time, the program team focused on community outreach by supporting food distributions at
12 locations organized by city councilmembers and a state representative. At these events, the program
team distributed four-packs of LED light bulbs and energy efficiency kits which created a great opportunity
to increase awareness about the Energy Smart offerings to customers.

Field operations resumed in early July and uncertainty wrought by COVID-19 made it difficult for some
customers to participate due to concerns about spreading the virus. The Energy Smart team developed
COVID-19 protocols following the Centers for Disease Control and Prevention guidelines to address and
reduce the likelihood of spreading the virus. Mandatory use of masks, nitrile gloves and foot coverings
were implemented for all field personnel. New hygiene procedures were enacted to make sure equipment
and products were sanitized before entering each residence. Trade allies were required to view an Energy
Smart COVID-19 safety video and sign off on the new protocols, which was an important step to resuming
field work and ensuring there was a consistent approach to COVID-19 safety. In addition, the program
team implemented a new process whereby customers were contacted in advance of their appointment
to ask if anyone in the home had tested positive or had been recently exposed to a confirmed positive
COVID-19 case prior to field personnel entering the residence. By enacting these protocols, the program
team was able to build trust with customers by demonstrating that the team had taken multiple steps to

ensure everyoneods safety.

In addition to safety protocols, the program team developed and launched Virtual Home Energy
Assessments which allowed customers to participate in a virtual assessment via their smart phone or
tablet, and subsequently receive a customized kit of measures sent directly to their home for self-
installation. Virtual assessments kept people safer, were incredibly convenient for both program
participants and trade allies and proved to be relatively easy to perform. The team also used the Energy
Smart Online Marketplace almost exclusively during the Stay-at-Home order to continue providing
customers with energy-saving solutions through the program while field-based work was paused.
Customers received a limited time offer of a free smart thermostat which created new opportunities for
the EasyCool offering. This focus was driven by energy savings and creating a customer base that could
participate in the new Bring-You-Own Thermostat (BYOT) EasyCool offering. The Home Performance
with ENERGY STAR®, Income-Qualified Weatherization, Retail Lighting and Appliance and A/C
Solutions offerings emphasized the installation of smart thermostats and the associated EasyCool
demand response offering. Cross-promotion and increased customer base were critical to expanding the

EasyCool offering for event-driven demand reductions in the future.
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The Home Performance with ENERGY STAR® offering earned the 2020 ENERGY STAR Partner of the
Year award for a second consecutive year. This award honored the Energy Smart Program for its
outstanding contributions to protecting the environment through superior energy achievements.

Commercial & Industrial Summary

The Energy Smart Commercial & Industrial (C&l) Portfolio successfully achieved 24,415,977 in verified
gross kWh savings and reached 73.86% of the goal, while spending 64.22% of the incentive budget,
despite a very challenging year for businesses impacted by the COVID-19 pandemic. The pandemi ¢
restrictions to businesses had a significant impact on the ability of many C&I customers to perform energy
efficiency upgrades. During Q2, many projects were put on hold due to customer uncertainty about
cashflow, occupancy restrictions and limitations or restrictions on operations. Trade allies experienced
supply chain issues which resulted in relatively low participation during the first two quarters of the
program year. In order to meet PY10 energy saving goals, the Energy Smart team expedited the launch
of planned and new offerings, offered several types of incentive bonuses and increased marketing and
outreach efforts. The team transitioned many measures previously offered through the custom process
to the prescriptive application process. The prescriptive process is used for common measures with
deemed savings that do not require energy savings calculations. Moving to a more prescriptive approach
reduced barriers to participation by eliminating the need for calculations. Program caps were also
increased to encourage customers to participate as much as possible. The per-account incentives cap
was increased from $100,000 per year to $150,000 ($50,000 lighting and $100,000 non-lighting), and the
overall annual customer incentives cap was doubled from $250,000 to $500,000.

The Energy Smart team made enhancements to several existing offerings and launched new program
offerings in PY10. The Commercial & Industrial Construction Solutions offering, which encourages
customers to design and construct higher efficiency facilities than building code or planned designs, was
launched in PY10. Customers qualify for incentives through the Commercial & Industrial Construction
Solutions offering for ground-up construction, additions, restorations and building repurposing. Energy
Smart also began offering a comprehensive Energy Advisor support service which provides qualifying
commercial customers with comprehensive energy efficiency assistance including benchmarking,
building performance analysis, energy efficiency measure recommendations and Energy Smart incentive
application support. The Retro-commissioning offering was enhanced to provide a more streamlined
process. Energy Smart also launched a new Large C&l Demand Response offering that provides an

automated solution for managing energy consumption during periods of peak demand.
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Many New Orleans small businesses were severely impacted by COVID-19 restrictions that caused
businesses to operate at limited capacity, enforce social distancing requirements and in some cases shut
operations down entirely. Recognizing the impacts, the team quickly worked to develop or expedite new
solutions that could allow customers to participate in the program to help them save energy and money.
The program began offering free Small Business Energy Efficiency Kits to small restaurants, offices and
retail stores that contain LED light bulbs, faucet aerators and smart power strips for self-installation. The
team offered the kits through an online order form, via a direct mail Business Reply card and in-person
through door-to-door canvassing. A Small Business Online Store launched just before Black Friday and
offered a new opportunity for customers to shop online for a variety of energy and water-saving products
with instant discounts from the program. Smart thermostats were another new offering in PY10 that gave
customers more control over their energy usage and building comfort. Coupled with the smart
thermostats was the launch of the new EasyCool for Business offering whereby customers can participate
in demand response events via their smart thermostat, helping them reduce their energy use during

periods of high electricity usage.
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Residential Portfolio Performance

Table 3.1

oFFERING | VERIFIED KWh %to kWh | VERIFIED KW INCENTIVE | INCENTIVE % OF
GROSS kWh GOAL GOAL | GROSSKW | TARGET SPENT BUDGET  BUDGET
Vu?hméNpEeF;g;mg‘Acg 1,081,372 1,640,521 65.92% 217.58 1,090.19  19.96% $222,617 $325,004 68.50%
Retail A"F;gﬂgr?gei 9,889,557 6,890,189  143.53%  1,074.61 54538  197.04%  $1,364325  $1,237,392  110.26%
Mg‘(')ﬁ';?{g:g 497,487 437,472 113.72% 114.87 163.70 70.17% $89,346 $106,130 84.19%
'”Wg?hgﬁigtfl'gg 899,228 656,208 137.03% 729.27 445.44 163.72% $375,607 $269,967 139.13%
A/C Solutions 814,856 1,312,417 62.09% 339.51 553.29 61.36% $151,608 $246,461 61.51%
School Kits &
Community 468,115 350,297 N/A 67.28 41.61 161.69% $52,568 $54,206 96.98%
Outreach
Behavioral | 15,549,735 12,230,000  127.14% 3,333.88 - N/A $0 $0 N/A
Rewards - - N/A - - N/A $0 $100,000 0.00%
Easyl_coz‘é' Cg’:{t‘igf - - N/A 980.37 76410  128.30% $61,760 $57,750 106.94%
EasyCool - Bring
Your Own ; - N/A - 2,066.00 0.00% $129,395 $134,290 96.35%
Thermostat

Total 29,200,350 23,517,104 124.17% 6,857.37 5,669.71 120.95% $2,447,226 $2,531,200 96.68%

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Savings reflect verified gross savings

as documented in ADMés Evaluation, Measurement and Verification (EM&V)

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10 13



Home Performance with ENERGY STAR®

Description

This offering will achieve long term, significantly cost-effective electric savings through the use of local
auditors and contractors who will help residential customers analyze their energy use and identify
opportunities to improve efficiency, to install low-cost energy-saving measures and to identify and
implement more comprehensive home efficiency projects. Home Performance with ENERGY STAR®
(HPWES) will offer three levels of home energy audits. The Level | Assessment will include a walk-through
inspection and direct installation of low-cost measures, such as LEDs and water conservation measures.
To generate additional savings at the time of the audit, demand response-enabled smart thermostats
were added as a direct install measure. The Level Il and Il Assessments are comprehensive home
inspections with diagnostic testing, performed by a qualified contractor, targeted to achieve deeper

savings within the home.

To meet t he needs ouk hobkagyvstoCkrof doable stit-gunnhbnages and smaller
multifamily configurations, the offering now includes all buildings with four or fewer units in the HPWES
offering. Structures of this size and construction type often behave more like single-family homes, with
owners often occupying one of the units, thus minimizing the split-incentive barrier. Building types with

two to four units function more like single-family homes, with very little, if any, of common-area space.
Highlights

The Energy Smart Home Performance with ENERGY STAR® offering achieved 1,081,372 in verified
gross kWh savings, reaching 65.92% of the goal. The program received the ENERGY STAR Partner of
the Year award in early 2020. Due to the COVID-19 pandemic and the pause of field work, the HPWES
offering was delayed until July 2020. Until field work was able to resume in July, the program team
supported City Council members at food giveaways around the city. This outreach included giving 738
energy efficiency kits to customers at food distribution events. Kits were handed out at nine locations,
supporting five city council members and a state representative. These giveaways provided an excellent
opportunity to create awareness for the offering and provide energy-saving solutions for customers. After

field work resumed in July, the team completed 169 assessments.
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Table 4.1

LED Bulbs

Event 9Watt S Conndl State Representative
S Member
(Individual)
Household of Faith |  4/24/2020 50 100 (el
Nguyen
New Philippians Missionary Baptist 4/28/2020 103 Cyndi
Church Nguyen
. Cyndi
City Church Eastlake Campus 5/1/2020 150 Nguyen
St. Mary of the Angels Church 5/1/2020 50 150 Jared
Brossett
Kristin
Delgado Community College 5/4/2020 100 110 Palmer, Jay Candace Newell
Banks
St. Katherine Drexel Parish 5/5/2020 72 Jay Banks
Goodwill Mid City 5/6/2020 100 155 Jay Banks
Mother's Day Giveaway 5/6/2020 800 Cyndi
Nguyen
Connect Church of Algiers 5/8/2020 100 35 Al
Palmer
Cyndi
Sankufa Food Pantry 5/29/2020 13 200 Nguyen
Notre Dame Seminary 6/1/2020 100 300 quseph
iarrusso
Arthur Monday Multi- Purpose Center |  6/26/2020 348 Kristin
Palmer

The program team developed a variety of new tools to enhance the offering. In PY10, the team launched
a new self-scheduling tool on the Energy Smart website. This allowed customers to view the upcoming
schedule openings and select a date and time that worked with their schedules. In response to the
COVID-19 pandemic, the team developed a Virtual Home Energy Assessment which allowed customers
to participate virtually by inspecting their home with a program Energy Advisor using online video chat
software. Automated reminder calls were introduced to remind customers of their upcoming appointments
the day before. Trade allies were able to take advantage of the new Efficiency Navigator tool, where they
could submit rebates directly to the program team. Finally, the team developed a new infield data
collection tool called Efficiency Clipboard to improve data processing and streamline the intake of

assessments to the program database.
1 The offering reached 65.92% of the kwWh goal, achieving 1,081,372 kWh.

9 The offering reached 19.96% of the kW target, achieving 217.58 kW.
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Table 4.2

VERIFIED % OF KWH
MEASURE kWh SAVINGS CONTRIBUTION

Aerator 509 0.05%

Air Sealing 27,442 2.54%
Duct Sealing 128,627 11.89%
Insulation 13,873 1.28%
LED 102,987 9.52%

Pipe Wrap 671 0.06%
Power Strip 14,090 1.30%
Showerhead 4,104 0.38%
Therm?)r:tzlrtt ST R
HESK 729,562 67.47%
Giveaway 22,449 2.08%

Budget and Savings

Table 4.3
HOME ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
PERFORMANCE Pre-
Spend Budget % Pre-Evaluated Evaluated % Evaluated %
WITH ENERGY Evaluated
Sl $222,617 $325,004 68.50% 1,099,013 1,081,372  98.39% 163.55 217.58  133.04%
Table reflects verified gross energys avi ngs achi evement from ADM6és Evaluati on, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

Energy Smart and the Finance Authority of New Orleans (FANO) will be working together to support
F AN Opraposed i Gr e e n M @nogragmaTesptogram team would complete general assessments
and follow up measures for participants. Assuming the proposed program becomes operational in PY11,
the team will introduce offerings for new home construction to assist customers applying with FANO in
the pre-planning, framing and completion of new ENERGY STAR-certified homes.
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Retail Lighting & Appliances

Description

The objective of the Retail Lighting & Appliances offering is to increase awareness and sales of efficient
l'ighting and appliances to ENOOGs residenti al
opportunity to purchase a variety of discounted products that are ENERGY STAR qualified or better.

The Energy Smart Online Marketplace features energy efficiency products at discounted prices, allowing
Energy New Orleans customers to purchase energy efficiency products online and have them shipped
directly to their home.

Highlights

The Retail Lighting and Appliances offering achieved 9,889,557 in verified gross kWh savings, reaching
143.53% of the goal. The offering provided a large portion of savings for the residential portfolio in PY10.
Point-of-sale lighting rebates were the main driver of savings at participating retailers in Orleans Parish,
while additional savings came from the new Energy Smart Online Marketplace and mail-in appliance
rebates for ENERGY STAR certified refrigerators, window air conditioning units, pool pumps and heat
pump water heaters. Big box stores including The Home Depot, Costco and Walmart all participated in
the offering. The program team was also able to partner with more local stores, including The Green
Project, Uptown Supermarket, Rainbow Grocery, Walgreens, Freret Hardware and Rockery Ace
Hardware. The mixture allows large quantities of products to be sold in big box stores, while the smaller
retailers allow the product to be available in more locations and to support local businesses and the

customers who shop locally.

The offering was very impactful to the overall residential portfolio in response to the COVID-19 pandemic.
In addition to the energy efficiency kits that were distributed at the City Council-sponsored food
distribution locations, the program team was also able to distribute 1,448 LED lighting four-packs, which
were counted as part of the Retail Lighting and Appliances offering. The LED four-packs were distributed

at eight different events, supporting five city council members and a state representative.

The new Online Marketplace launched in Q1 of 2020 and played a pivotal role in the program team's
response to the COVID-19 pandemic. Promotions of the Energy Smart Online Marketplace occurred
while the Stay-at-Home Orders were in place, resulting in the sale of 9,016 smart thermostats. The

Energy Smart Online Marketplace combined the programé dncentives for smart thermostats with
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manufacturer and retailer discounts which allowed the customers to receive Emerson Sensi smart
thermostats for free after instant rebate and discounts, including free shipping. By layering in additional
LED lighting discounts during this period, the Online Marketplace also brought 22,634 LEDs and 902
advanced power strips into customer homes, largely as add-on purchases for customers purchasing a

smart thermostat.
1 The offering reached 143.53% of the kWh goal, achieving 9,889,557 kWh.

1 The offering reached 197.04% of the kW target, achieving 1,074.61 kW.

Table 5.1
Aerators 11,226 0.11%
Dehumidifier 532 0.01%
HPWH 2,670 0.03%
LED 6,623,507 66.97%
Pipe Insulation 3,997 0.04%
Pool Pump 17,612 0.18%
Power Strip 44,206 0.45%
Refrigerator 6,841 0.07%
Showerhead 55,893 0.57%
Smart Thermostat 3,119,738 31.55%
Window A/C 3,335 0.03%
Total 9,889,557 100.00%

Table 5.2: Participating Retailers

SUPPORTED RETAIL PROGRAMS
RETAIL COMPANY ADDRESS

Appliances

Lighting

Home Depot- Central #385 X X 1100 S Claiborne Ave
Home Depot- Bullard #352 X 12300 I-10 Service Rd
Costco New Orleans #1147 X 3900 Dublin St

Walmart- Tchoupitoulas #5022
Walmart- Chef Menteur #3167
Walmart- Behrman #1163
Walmart- Bullard #912

The Green Project NOLA

Uptown Supermarket

X X X X X X X X X

Rainbow Grocery

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

1901 Tchoupitoulas St
4301 Chef Menteur Hwy
4001 Behrman PI

6000 Bullard Ave

2831 Marais St

1940 Dante St

4837 Magazine St
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SUPPORTED RETAIL PROGRAMS [

RETAIL COMPANY ADDRESS
Lighting Appliances

Freret Hardware X 5109 Freret St

Rockery Ace Hardware X 7043 Canal Blvd

Walgreens #5040 X 1801 Saint Charles Ave

Walgreens #5551 X 619 Decatur St

Walgreens #9063 X 134 Royal St

Barto Appliance X 1400 Airline Dr
Budget and Savings

Table 5.3
ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
RETAIL LIGHTING Spend Budget % ‘ Pre-Evaluated Evaluated % ‘ Pre-Evaluated Evaluated %
& APPLILANCE
$1,364,325 $1,237,392 110.26% 9,822,743 9,889,557 100.68% 1,819.10 1,074.61  59.07%

Table reflects verified grossenergys avi ngs achi evement from ADMO6s Evalwuation, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

In PY11, the program team plans to expand the variety of smart thermostats offered through the Online
Marketplace to include Google Nest. The new Nest thermostat, released in November 2020, will provide

another low-cost option for customers and potential for additional free-after-rebate promotions.
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Multifamily Solutions

Description

The Multifamily Solutions offering targets multifamily property owners (landlords) and managers, as well
as apartment and condo renters. The offering will address their unique needs through a combination of
incentives for both direct install and prescriptive measures and through property owner and tenant
education. A property must have a minimum of five units to qualify for Multifamily Solutions. This allows
for the Multifamily Solutions offering to be more focused on the unique needs of owners, managers and

renters of larger buildings.
Highlights

The Multifamily Solutions offering achieved 497,487 in verified gross kWh savings, reaching 113.72% of
the goal. A large apartment complex comprised most of the savings. At this location, 409 units received
assessments and 116 of those units received air sealing and duct sealing measures from trade allies.
This property will continue to implement air and duct sealing measures into PY11 until the complex is
fully completed. This complex also chose to upgrade a large portion of their old refrigerators, submitting
140 rebates for new ENERGY STAR certified refrigerators. The program team also conducted an initial

site visit at another large apartment complex which will be targeted for completion in PY11.

1 The offering reached 113.72% of the kWh goal, achieving 497,487 kWh.
1 The offering reached 70.17% of the kW target, achieving 114.87 kW.

Table 6.1
MEASURE | |\ SAVINGS | CONTRIBUTION
Aerator 4,179 0.84%
Duct Sealing 332,767 66.89%
LED 149,170 29.98%
Refrigerator 5,899 1.19%
Showerhead 5,472 1.10%

497,487 100.00%
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Budget and Savings

Table 6.2
ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
MULTIFAMILY Pre- Pre-
SOLUTIONS Spend Budget % ‘ Evaluated Evaluated % ‘ Evaluated Evaluated %
$89,346 $106,130 84.19% ‘ 454,304 497,487 109.51% | 111.67 114.87 102.87%
Table reflects verified grossenergys avi ngs achi evement from ADMO6s Evaluation, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

The Energy Smart team will look to partner with Multifamily organizations and directly reach out to larger

apartment complexes to generate more enrollments.
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Income-Qualified Weatherization

Description

The Income-Qualified Weatherization (IQW) offering is designed to offer qualifying customers free energy
efficiency projects ranging from direct install measures, such as LED bulbs and water savings measures,

to demand response enabled smart thermostats and comprehensive envelope measures.
Highlights

The Income-Qualified Weatherization offering achieved 899,228 in verified gross kWh savings, reaching
137.03% of the goal. The offering completed 347 assessments and installed 136 smart thermostats. The
Energy Smart team partnered with the New Orleans Redevelopment Authority and Saint Bernard Project
to provide assessments and upgrades at their properties. Like the Home Performance with ENERGY
STAR offering, the self-scheduling tool, Virtual Home Energy Assessment, Efficiency Clipboard,
Efficiency Navigator and automated reminder calls were all added to the Income-Qualified Weatherization
offering in PY10.

This offering saw strong participation in PY10. Outreach at food distributions, targeted direct marketing
and trade ally referrals all fed into the pipeline generation. The offering exceeded the energy savings goal
and budget. The team used unspent funds from other offerings so that it could continue serving IQW
customers throughout the year. Keeping the Income Qualified Weatherization offering open during PY10

was important to serve the customers who needed support the most.

1 The offering reached 137.03% of the kWh goal, achieving 899,228 kWh.

1 The offering reached 163.72% of the kW target, achieving 729.27 kW.

Table 7.1
VERIFIED % OF KWH
MEASURE kWh SAVINGS CONTRIBUTION

Aerator 946 0.11%
Air Sealing 142,935 15.90%
Duct Sealing 296,101 32.93%
Insulation 179,193 19.93%
LED 212,816 23.67%
Pipe Wrap 3,995 0.44%
Power Strip 4,492 0.50%
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Showerhead 12,084 1.34%
Smart Thermostat 46,666 5.19%

Budget and Savings

Table 7.2

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

INCOME-QUALIFIED

s d Pre-
WEATHERIZATION pen

Pre-

Budget % Evaluated % Evaluated %

Evaluated Evaluated
$375,607 $269,967 139.13% 793,585 899,228 113.31% 702.54 729.27 103.80%
Table reflects verified grossenergys avi ngs achi evement from ADM6és Evaluation, Measurement

pre-evaluated savings reported by TPA.

Planned Changes

During PY10, the program saw increased demand for IQW, and that trend is expected to carry into PY11.
The program team has recognized this shift and will identify ways to expand the offering to include more
customers. Marketing efforts will be targeted to high users and those customers in arrears so we can

maximize support to customers who need it the most.
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A/C Solutions

Description

The A/C Solutions offering provides residential customers with a more comprehensive set of options to
help lower energy consumption associated with keeping their homes cool and comfortable in the summer.
Customers with functioning A/Cs can improve the efficiency of their units with the help of a comprehensive
air conditioning system tune-up or replacement. The offering also includes the installation of new Demand
Response (DR) enabled smart thermostats. The program works to enhance the ability within the
t er r iHeaimgy\V@rdilating and Air Conditioning (HVAC) contractor network to provide value-added

services to customers.
Highlights

The A/C Solutions offering achieved 817,259 in verified gross kWh savings, reaching 62.27% of the goal.
In past program years, May through August summer months were the most active for the A/C Solutions
offering. Due to the COVID-19 pandemic, trade allies were unable to perform upgrades for customers
until July when it was deemed safe for field work to resume. The offering was able to support 541
customers, which included the installation of 118 smart thermostats. To increase the savings potential of
the offering, the program team reintroduced the duct sealing measure, resulting in a 23% boost to the

savings total.

9 The offering reached 62.09% of the kwh goal, achieving 814,856 kWh.

1 The offering reached 61.36% of the kW target, achieving 339.51 kW.

Table 8.1
MEASURE i SAVINGS  CONTRIBUTION
AC Tune-up 548,411 67.30%
Duct Sealing 210,106 25.78%
Ductless HP 7,450 0.91%
HP Tune-up 4,288 0.53%
Smart Thermostat 40,489 4.97%
AC Replacement 4,112 0.50%
Total 814,856 100.00%
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Budget and Savings

Table 8.2

DEMAND REDUCTION (kW)

A/C Solutions Spend Budget % Pre-Evaluated  Evaluated % Pre-Evaluated  Evaluated %
$151,608 $246,461 61.51% 786,017 814,856 103.67% 328.48 33951 103.36%
Table reflects verified grossenergys avi ngs achi evement from ADMO6s Evaluation, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

A/C Solutions will continue to engage new trade allies to generate greater participation in the offering in
PY11. The program plans to run a marketing campaign to kick off the offering in April to help drive

customers to this offering at the beginning of peak cooling season.
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School Kits & Education

Description

The School Kit & Education offering targets 6th and 10th grade school age students in New Orleans to
deliver a hands-on lesson and in-person instruction about energy efficiency concepts. Students are sent
home with a home energy kit and forms with installation data are returned to the team. During the
pandemic, these in-person methods have been swapped with live video conference classes, new material
for classroom teachers to add to their own lessons and an online, asynchronous platform to engage

classes in an inter-school competition.
Highlights

The Energy Smart team faced many challenges in PY10 that had not been a concern in previous program
years. In-classroom education was completely canceled in March 2020 due to school closures and the
Stay-at-Home orders. In response to the COVID-19 pandemic, the Energy Smart team developed several
alternative strategies to reach students without visiting their classrooms both to distribute energy kits and

provide professional instruction.

The initial PY10 goal was to deliver 1,800 kits but the team was able to distribute an additional 220 kits
from PY9 that were recovered from previously locked down schools. These kits were distributed with
educational content to the original students scheduled to receive them in PY9. The team was able to
distribute a total of 2,020 kits.

In mid-September, when many kits were finally scheduled to ship to schools, wildfires in California
restricted the kit supplier from shipping them. As a result of this delay, the team was unable to deliver
any kits in Q3. It was during Q3, however, that the team conducted outreach to 100% of eligible Orleans

Parish schools and finalized bookings for Q4.

In Q4, kit distribution and instruction were implemented at double speed with extra staff help, and the
Energy Smart team was able to exceed the annual distribution goal of 1,800 kits to deliver 2,020 school
kits. Kits were distributed in three ways without visiting the classroom: at school meal sites, kits direct

mailedtos t u d éhontesadd to school classrooms via webinars.
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Table 9.1: School Kit Distribution Methods

METHOD # OF KITS

School Meal Sites 119 kits
Direct Mail To Individual Student Homes 133 kits
In-School Classrooms 1,768 kits

TOTAL

As public health conditions changed, NOLA Public Schools had to make ongoing adjustments based on
current conditions to remote versus in-person learning for Orleans Parish 6™ and 10" graders. As a result,
live, in-person instruction provided with the kits in previous years had to be modified to accommodate
teacher sé <changing needteam dévéloped EoaremewngiystruGiomal rmethods: live
webinars by Energy Smart staff, new classroom teacher-led lesson plans, take-home packets for
students and an online platform to submit kWh data forms.

New instructional resources developed:

9 Live webinars.
1 Classroom teacher-led lesson plans.

1 Student activity packets.
1 Online platform to collect data forms.
Live Webinars

Four individual, hour-long live webinars were available for teachers to host Energy Smart staff in their
classrooms. Six schools, representing 450 students and 18 classrooms over 36 sessions accepted live
webinars in the following topics:

9 Introduction to Energy Efficiency.

1 Careers in Energy Efficiency.

9 Climate Change and You.

1 Current Events in Energy.
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Teacher-Led Lesson Plans

Nine lesson plans were available to teachers to select and implement as they saw fit in their own
classrooms. All 18 participating schools, including schools that gave live lessons, accepted one or more
of these lessons to add to their own teaching schedule, representing 1,768 students in over 70
classrooms. The lesson plans developed were:

The House Game.

Research a Fuel.

List Our (Electric) Stuff.

How to Read an Energy Bill.

Gallery Walk.

Myth v Fact About Electricity.

Skit: The Adventures of Kilowatt and Crawfish.

Flow Meter Bag Experiment.

= = =4 =4 =4 =4 =4 4 -9

Classroom Energy Audit.
Student Activity packets

Five branded student activity packets were created to distribute via print and emailed PDF. Each packet
contains activities and experiments for the students to do at home, along with marketing information for
the Energy Smart Online Marketplace to acquire additional energy efficiency products online. The
packets were a way to more equitably reach all students, even those with limited internet access, build
relationships with teachers and provide additional savings opportunities online. Three hundred (300)
activity packets were printed and distributed in Q2, and all 18 schools had access for their 1,768 students

to also use the packets in class or as homework.
The packets covered the following topics:

1 General Energy Introduction.
1 Appliances.

1 HVAC/Insulation.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 28



1 Lighting.

1 Water.

The School Kits & Education offering achieved 468,115 in verified gross kWh savings, reaching 133.63%

of goal.

1 Atotal of 2,020 kits were distributed during the program year.
1 The offering reached 133.63% of the kWh goal, achieving 468,115 kWh.

1 The offering reached 161.69% of the kW target, achieving 67.28 kW.

Budget and Savings

Table 9.2

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

SCHOOL KITS &
EDUCATION Spend

%

Budget Pre-Evaluated  Evaluated % Pre-Evaluated  Evaluated %

$52,568 $54,206 96.98% 468,034 468,115 100.02% 67.27 67.28 100.02%

Table reflects verified grossenergys avi ngs achi evement from ADMO6s Evalwuation, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

Lesson plans available to teachers were incredibly popular in PY10. In response to the demand for new
curricula, the team will be developing four new lessons in PY11 with a goal of one each quarter. However,
Energy Smart instructors are eager to get back into the classroom with hands-on lessons as were
delivered in previous program years. Following public health and school district guidance, Energy Smart

will return to school classrooms when it is safe to do so.
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Behavioral & Rewards

Description

The Behavioral offering provides customers a Home Energy Report/Scorecard( HERs) t hr ough
new Customer Engagement Portal (CEP). Residential customers receive a monthly HER that compares
them 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. All residential customers that
have provided email addresses are automatically opted into the offering and can opt-out at their
discretion. In addition, printed HERs will also be distributed to a limited number of customers who have

not provided email addresses.

The Rewards offering enables 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.
Highlights

The Behavioral offering achieved 15,549,735 in verified gross kWh savings in PY10, reaching 127.14%%
of goal. The first HERs of the year were sent in June and continued through December. A total of 218,596
HERs were delivered to 67,219 Entergy New Orleans customers throughout PY10. In October, the
Rewards offering was launched for all residential customers t hr ou g h Ent €ustgmed s ne
Engagement Portal (CEP). Upon the launch of the Rewards offering, the HERs were updated to include
a dynamic rewards section, which displayed customer reward balances and marketed the program to

further incentivize energy-saving actions and customer engagement through the CEP.

In addition to the Behavioral and Rewards launches, a new Program Awareness Widget was developed
and implemented in the CEP to promote the Home Performance with ENERGY STAR assessments,
EasyCool incentives, ENERGY STAR appliance rebates, A/C Solutions and central air conditioner

rebates.

The Behavioral offering achieved 15,549,735 in verified gross kWh savings, reaching 127.14% of goal.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 30



Table 10.1: Participation

HERS T
LEGACY COUNTS 7120 7120 7120 10/20 10/20 11/20 12/20 12/20 TOTAL
HER

Intro Intro HER Intro Intro Letter +

Report Type Letter Letter Letter HER HER HER HER
Email - NC (Orig) | 27,849 27,636 19,432 16,509 18,448 109,874
Email - NC (New) 3,725 2,484 2,151 2,243 10,603
Email - SC (Orig) 15,150 15,097 11,328 10,613 10,826 63,014
Email - SC (New) 10,441 2,845 2,679 2,225 2,575 20,765

Print - NC only 5205 4,012 5,053 14,340

TOTAL HERS | 27,849 15,150 42,733 14,166 41,364 35,964 38,795 218,596

Budget and Savings

Table 10.2
ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
BEHAVIORAL &
REWARDS Spend Budget % Pre-Evaluated  Evaluated % Pre-Evaluated  Evaluated %
$0 $100,000  0.00% - 1554973 A - 333388  NA

5

Table reflects verified gross energys avi ngs achi evement f{MeasureménDavid\&rifitation (EM&V) findings,relative to

pre-evaluated savings reported by TPA.

Planned Changes

Looking to PY11, several changes are being considered for the Behavioral offerings. The most significant
change would be an increase in the Home Energy Report (HER) program participants. The program is
considering the possibility of adding 40,000 i 60,000 additional participants. A change to the HERs
templates will also be made to cross-promote various Energy Smart programs, along with Rewards. A
reporting dashboard will also be configured for the Rewards program to dynamically and accurately track

metrics and create forecasts in relation to Rewards participation.
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EasyCool for Residents

Description

Direct Load Control

TheDi rect Load Control (DLC) offering is a | oad mana
Enrol |l ed cust oméigitd cyelingludit (DC8)¢t hiav e can receive a radio
New Orl eans during times of peak demand. This devi
compressor to cycle off the wunit during timesarof pe
conditioning uni t s and heat pumps. Thi s p r o g rNawn Orléanss bee

customers since 2016.
Bring Your Own Thermostat (BYOT)

The residential BYOT demand response offering taps into the existing installed base of connected
thermostats in the ENO territory. Through technical integrations with the leading thermostat
manufacturers in the industry, ENO will have the ability to enroll, monitor, and control connected
thermostats and leverage the enrolled aggregation as a capacity resource for peak demand reduction.
When a DR event is dispatched, targeted devices wil
or fAsetbacko) that wildl in turn curtail HVAC wusage
program will receive an incentive upon enroliment, as well as an ongoing annual incentive for continued

participation in the program.
Highlights
Direct Load Control

The program team emphasized smart thermostat installations across the residential portfolio to increase
the opportunities for BYOT enrollments. Participating Direct Load Control participants were also offered
an opportunity to enroll in the BYOT offering. The Switch Your Switch campaign was rolled out to

EasyCool Direct Load Control participants, allowing them to make the change in a variety of ways:

9 Participate in the Home Performance with ENERGY STAR, Income Qualified Weatherization or
Multifamily offering and receive a free installed smart thermostat.

i Participate in the A/C Solutions offering to receive a free smart thermostat from a trade ally.
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1 Purchase and install a smart thermostat from the Qualified Products List on the Energy Smart
website using the rebate form.

1 Continue to participate in the EasyCool offering with the direct load control device.

Any options where the customer elected to participate in the offering with a smart thermostat would have

their direct load control device removed by the program team.

In PY10, there was one event completed on September 2, 2020 from 2 to 6 p.m.

1 No new devices were installed during the program year.

1 Atotal of 1,884 devices were cycled during the program year.

1 The offering reached 128.30% of the kW target, achieving 980.37 kW.

Table 11.1: EasyCool Cycling Events

9/2/2020
Start Time (Hours) 14:00
End Time 16:00
# Devices Controlled 1,884
Cycle Strategy 50% duty cycle

Bring Your Own Thermostat
The BYOT offering

1 A total of 2,067 devices enrolled in the offering during the program year.
1 Zero devices were cycled during the program year.

1 The offering did not achieve any kW reduction in PY10.
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Budget and Savings

Table 11.2
DEMAND REDUCTION (kW) ENROLLMENT BUDGET PARTICIPATION BUDGET
EASYCOOL
FOR . . . :
RESIDENTS kw % to Target Incentives Incentive % to Incentives Incentive % to
Savings* Target ? g Spent Budget Budget Spent Budget Budget
980.37 764.10 128.30% - $3,750 0.00% $61,760 $54,000 114.37%
DLC i : ’
BYOT 3 2066 0.00% $51,675 $51,650 100.05% $77,720 $82,640 94.05%

Table reflects verified gross energy savi ngs Verfidatior(EM&W)indingsfefatveto ADM6 s Ev

pre-evaluated savings reported by TPA.

Planned Changes

In PY11, the program plans to transition customers from the DLC to BYOT option and will investigate the
benefits of concluding the DLC switch component of the offering at the end of PY11. In that case, the
team would develop an outreach strategy to reach DLC customers, inform them of the conclusion of the
switch offering and prompting them to transition to BYOT. In PY12, the program would only offer the

BYOT option for customers.
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Commercial & Industrial Portfolio Performance

Table 12.1

VERIFIED % TO VERIFIED
OFFERING GROSS kWh GROSS
kWh GOAL kW
Small Commercial & | 5 555 799 6,971,094  48.13%  644.44
Industrial Solutions
Large Commercial & | 10 903 056 24180632  78.17%  1,824.42
Industrial Solutions
Publicly Funded | g6 35 1,672,804  112.15%  132.24
Institutions
Commercial &
Industrial Construction 279,621 230,403 121.36% 64.58
Solutions
Large Commercial &
Industrial Demand - - N/A -
Response
EasyCooI ) ) N/A )
for Business

73.86%

24,414,461

33,055,833 2,665.68

% 1O INCENTIVE
Sl SPENT
TARGET
1,397.02 46.13% $593,564
3,245.61 56.21% $2,126,161
219.73 60.18% $297,249
44.53 145.03% $23,762
1,679.00 0.00% $0
130.50 0.00% $1,960

6,716.39 39.69% $3,042,696

INCENTIVE % OF
BUDGET BUDGET
$1,077,495 55.09%
$3,304,809 64.34%
$275,268 107.99%
$35,438 67.05%
$39,457 0.00%
$5,655 34.66%

$4,738,122 64.22%

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Savings reflect verified gross savings

as documented in ADMO6s Evalwuation,
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Small Commercial & Industrial Solutions

Description

The Small Commercial & Industrial Solutions offering provides small businesses (100 kW demand or
less) and other qualified non-residential customers the opportunity to achieve electricity savings through
strategies designed specifically for this sector. This offering helps small business customers analyze
facility energy use and identify energy efficiency improvement projects. Program participants are advised
on applicable offerings through the program as well as financial incentives for eligible efficiency measures
that are installed in their facilities by trade allies.

Highlights

The Small Commercial & Industrial Solutions offering achieved 3,355,719 in verified gross kWh savings,
reaching 48.13% of goal. The COVID-19 pandemic had a significant impact on the ability of Small
Commercial & Industrial customers to participate in the program. Shortly before the launch of PY10 in
April, small business customers were ordered to operate at limited capacity, enforce social distancing
requirements and in some cases shut operations down entirely. The team recognized the impact that the
COVID-19 pandemic was having on small business customers and determined that certain offerings

needed to be created or expedited so that customers could continue participating in the program.
1 Expanded Prescriptive Measures:

0 Beginning in Q1, many measures that were previously offered through the custom process
were transitioned to the prescriptive application process. The prescriptive process is used
for common measures with deemed savings that do not require energy savings
calculations. Moving to a more prescriptive approach reduced barriers to participation by
eliminating the need for calculations. To support the transition from a historically custom-
based approach, a prescriptive trade ally bonus was offered throughout PY10. Trade allies

received a bonus based on 25% of the uncapped prescriptive incentives for their projects.
1 Expanded Small Commercial & Industrial Offerings:

o Demand response-enabled smart thermostats were added as a new prescriptive measure
in PY10. The team cross-marketed smart thermostats and EasyCool to ensure that

customers were aware of both energy efficiency and demand response opportunities.
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o Small Business Energy Efficiency kits were to be introduced later in PY10, but due to the
impact the COVID-19 pandemic had on small business customers, the Energy Smart team
expedited the launch. Three types of kits i office, retail and restaurant i were offered as
a no-cost way for small business customers to implement basic energy efficiency
upgrades. The kits served to introduce customers to the program and contained marketing
inserts of additional offerings. The team conducted follow-up calls and emails to discuss
other opportunities. Additionally, a marketing campaign was implemented for customers
in arrears. Through this initiative, 2,031 customers received Business Reply Cards to order

their free kit.

0 Beginning in November 2020, the Energy Smart team began distributing the kits in-person
to drive program participation and raise awareness of other program offerings, such as
the Small Business Online Store. The team targeted specific commercial corridors
throughout all City Council districts to maximize the number of kits distributed. The team
used tablets synched to the program database to geolocate customer sites and capture
customer information and data points. In-person kit distribution was proven to be an
effective way to introduce customers to the program, gain customer confidence and
satisfaction, generate leads for additional projects and direct customers to the Small
Business Online Store.

0 The Small Business Online Store launched just before Black Friday and served as a one-
stop-shop for small business customers to purchase a variety of lighting and non-lighting
measures at a discounted rate, as the rates were provided as instant discounts. The
i nstant di scounts via Energy Smartés incent.i
holiday specials to significantly reduce the upfront cost, and in some cases made products
free-of-charge. Customers were informed of the Online Store through online ads, targeted
emails, bill-inserts and inserts in the Small Business kits. The team heavily promoted
smart thermostats and used cross-marketing opportunities on the website and in product
order boxes to promote EasyCool to make customers aware of the demand response

opportunity.

M Incentive Bonuses:

0 A Prescriptive Trade Ally Bonus was implemented to help ease the transition from a

custom-based application process to a prescriptive-based approach. Trade allies were

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 38



eligible to receive a bonus based on 25% of the uncapped prescriptive incentives for their

project.

0 To help customers implement projects that may have been put on hold due to the COVID-
19 pandemic, a customer incentive bonus was created which increased custom and
prescriptive rates by 25%. Projects with applications received on or after August 24, 2020
and installed by December 31, 2020 were eligible for the bonus incentives. A total of 79
Small Commercial & Industrial projects received a customer incentive bonus which

resulted in $72,283.25 in additional incentives.
1 The offering reached 48.13% of the kwWh goal, achieving 3,355,719 kWh.

1 The offering reached 46.13% of the kW target, achieving 644.44 kW.
Table 13.1

TOTAL PROJECT

PROJECT TYPE COSTS % COVERED
Custom Lighting $98,220.08 $106,313.70 92%
Custom Non-Lighting $16,625.01 $24,482.00 68%
Prescriptive $452,287.51 $804,983.09 56%
Small Business Kits $26,431.59 $0.00 100%
TOTAL $593,564.19 $935,778.79 63%
Budget and Savings
Table 13.2
ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
SMALL
COMMERCIAL
& INDUSTRIAL Spend Budget % Pre-Evaluated  Evaluated % Pre-Evaluated Evaluated %
SOLUTIONS
$593,564.19  $1,077,495  55.08% 3,590,542 3,355,719  93.46% 641.24 644.44 100.50%

Table reflects verified gross energy savings achievement felatverto ADMO s

pre-evaluated savings reported by TPA.

Planned Changes

The Energy Smart team will begin offering free Small Business kits through the Small Business Online

Store beginning in Q1 of PY11. Small Business Kits proved to be an effective way to raise program
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awareness and provide small business customers with no-cost energy savings measures. In-person kit
distribution will continue in PY11 with an increased goal of 100 kits distributed per month. Program staff
will follow up directly with customers who received a kit to ensure equipment was installed and to discuss
other program offerings such as EasyCool for Business.

To reach the significantly increased Small Commercial & Industrial energy savings goals in PY11, the
Energy Smart team will focus on several strategies to increase program engagement and raise
awareness of the various offerings available to small commercial customers. An outreach firm will
strategically identify and contact customers to drive program participation and additional outreach
personnel will be added to the Energy Smart team. A new marketing agency will be leveraged to further
maximize program awareness and target segment-specific customers to highlight the benefits of program
participation. Increased participation in the Small Business Direct Install offering will be critical to the

success of the offering in PY11 and program staff will focus on recruiting new trade allies.
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Large Commercial & Industrial Solutions

Description

The primary objective of the Large Commercial & Industrial Solutions offering is to provide a solution for
larger (greater than 100 kW demand) non-residential customers interested in energy efficiency through
a prescriptive or custom approach. The Large Commercial &Industrial Solutions offering is designed to
generate significant energy savings, as well as longer-term market penetration by developing delivery
channels, such as design professionals, distributors, installation contractors and Energy Service
Companies (ESCOSs).

Highlights

The Large Commercial & Industrial Solutions offering achieved 18,903,086 in verified gross kWh savings,
reaching 78.17% of goal. In PY10, the Energy Smart team continued to encourage non-lighting projects
to generate deeper savings and a more diversified measure mix for the Large Commercial & Industrial
Solutions offering. Non-lighting measures accounted for 11% of the Large Commercial & Industrial

measure mix in PY10, an increase from only 8% in PY9.
1 Expanded Prescriptive Measures:

0 Beginning in Q1, many measures that were previously offered through the custom process
were transitioned to the prescriptive application process. The prescriptive process is used
for common measures with deemed savings that do not require energy savings
calculations. Moving to a more prescriptive approach reduced barriers to participation by
eliminating the need for calculations. To support the transition from a historically custom-
based approach, a prescriptive trade ally bonus was offered throughout PY10. Trade allies

received a bonus based on 25% of the uncapped prescriptive incentives for their projects.
9 Targeted Outreach to Specific Market Segments:

o Marketing and outreach to Large Commercial & Industrial customers continued to be a
high priority for the Energy Smart team in PY10. Email blasts and paid digital search
campaigns were utilized to educate Large Commercial & Industrial customers about the

increased program and project caps as well as the bonus incentives.
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0 The Energy Smart team performed direct outreach to customers and targeted the
hospitality industry, higher education institutions, hospitals, churches, stadiums and
property management companies to encourage participation in the program. The team
reached Large Commercial & Industrial customers by presenting at various association

meetings and industry events.
1 Incentive Bonuses:

0 A Prescriptive Trade Ally Bonus was implemented to help ease the transition from a
custom-based application process to a prescriptive-based approach. Trade allies were
eligible to receive a bonus based on 25% of the uncapped prescriptive incentives for their
project.

0 To help customers implement projects that may have been put on hold due to the COVID-
19 pandemic, a customer incentive bonus was created which increased custom and
prescriptive rates by 25%. Projects with applications received on or after August 24, 2020
and installed by December 31, 2020 were eligible for the bonus incentives. A total of 40
projects received a customer incentive bonus which resulted in $233,241 in additional

incentives.
1 The offering reached 78.17% of the kwWh goal, achieving 18,903,086 kWh.

1 The offering reached 56.21% of the kW target, achieving 1,824.42 kW.

Table 14.1

TOTAL
INCENTIVES

TOTAL PROJECT
COSTS

PROJECT TYPE % COVERED

Custom Lighting $814,472.18 $2,252,895.15 36%
Custom Non-Lighting $842,984.92 $2,950,754.71 29%
Prescriptive $468,703.74 $1,873,036.43 25%

$2,126,160.84

TOTAL $7,076,686.29 30%
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Budget and Savings

Table 14.2
LARGE COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)
COMMERCIAL & Pre-
INDUSTRIAL Spend Budget % Pre-Evaluated  Evaluated % Evaluated Evaluated %
SOLUTIONS
$2,126,161 $3,304,809 64.34% 19,571,940 18,903,086 96.58% 1,842.50 1,824.42 99.02%
Table reflects verified grossenergys avi ngs achi evement from ADMo6s Evaluation, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

The energy savings goal for Large Commercial & Industrial is significantly increased in PY11 and is larger
than the entire commercial portfolio goal in PY10. To reach this goal, the Energy Smart team will be
adding another outreach position to the team to focus exclusively on Large Commercial & Industrial
customer participation and an outreach firm will be brought on to direct these outreach efforts. Specific
Large Commercial & Industrial customer segments such as commercial real estate, hospitality,
healthcare facilities and industrial customers will be targeted with direct outreach to drive program
participation. The addition of a marketing agency will help grow program awareness with Large
Commercial & Industrial customers and promote segment specific measures and offerings to increase

program participation.
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Publicly Funded Institutions

Description

The Publicly Funded Institutions (PFI) offering is targeted at local publicly funded institutions. The offering
assists end-use customers in overcoming barriers that are specific to publicly funded groups. Through
hands-on expertise and consulting, the program be
roadmap to success. Customers are given guidance throughout their engagement with the program.

Highlights

The Publicly Funded Institutions offering achieved 1,876,035 in verified gross kWh savings, reaching
112.15% of goal. Once the PFI goal was met and the incentive budget was exhausted, new projects from
publicly funded institutions were processed under the Large Commercial & Industrial or Small

Commercial & Industrial offerings.
1 Expanded Prescriptive Measures:

o Beginning in Q1, many measures previously offered through the custom process were
transitioned to the prescriptive application process. The prescriptive process is used for
common measures with deemed savings not requiring energy savings calculations.
Moving to a more prescriptive approach reduced barriers to participation by eliminating

the need for calculations.
1 Incentive Bonuses:

0 A Prescriptive Trade Ally Bonus was implemented to help ease the transition from a
custom-based application process to a prescriptive-based approach. Trade allies were
eligible to receive a bonus based on 25% of the uncapped prescriptive incentives for their

project.

0 To help customers implement projects that may have been put on hold due to the COVID-
19 pandemic, a customer incentive bonus was created which increased custom and
prescriptive rates by 25%. Projects with applications received on or after August 24, 2020

and installed by December 31, 2020 were eligible for the bonus incentives. One PFI project
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received a customer incentive bonus which resulted in an additional $10,284.87 in

incentives.
1 The offering reached 112.15% of the kWh goal, achieving 1,876,035 kWh.

1 The offering reached 60.18% of the kW target, achieving 132.24 kW.

Table 15.1
TOTAL TOTAL PROJECT 0
PROJECT TYPE INCENTIVES COSTS % COVERED
Custom Lighting $46,624.31 $145,575.85 32%
Custom Non-Lighting $124,309.44 $242,096.40 51%
Prescriptive $126,315.00 $159,471.75 79.2%

TOTAL $297,248.75 $547,144.00 54%

Budget and Savings

Table 15.2
| ENERGY SAVINGS (k)| DEMAND REDUCTION (k1)
PUBLICLY Pre-
FUNDED Spend Budget % Evaluated Evaluated % Pre-Evaluated  Evaluated %
INSTITUTIONS
$297,249  $275,268  107.99% 1,924,976 1,876,035 97.46% 126.84 132.24 104.25%
Table reflects verified gross energys avi ngs achi evement from ADM6s Evaluati on, Measur ement

pre-evaluated savings reported by TPA.

Planned Changes

The Energy Smart team plans to increase PFI participation by targeting customers and facilities that have
not previously participated in the program. The team will continue promoting popular measures such as
LED lighting and building automation system upgrades and will focus on increasing participation in Retro-
commissioning.
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Commercial & Industrial Construction Solutions

Description

The new Commercial & Industrial Construction Solutions offering encourages customers to design and
construct higher efficiency facilities than building code or planned designs. This offering is available to
ground-up construction, additions or expansions, building repurposing and commercial building
restorations. The New Construction offering provides incentives for design assistance, prescriptive

measures and custom upgrades tailored to the custon
Highlights

Commercial & Industrial Construction Solutions offering achieved 281,137 in verified gross kWh savings,
reaching 122.02% of goal. The Energy Smart team introduced the Commercial & Industrial Construction
Solutions offering in the first quarter of PY10. As this was a new offering in PY10, the team focused on
marketing and building awareness of the offering to customers, architectural firms, engineering firms and
developers. Advertisements ran in local business journals throughout the year. The team developed a
new landing page for the offering on the Energy Smart website, developed a guideline document and
created a new application and incentive calculator. Some of the first few projects to participate in the
Construction Solutions offering were LED lighting upgrades at Mardi Gras dens which house Mardi Gras

parade floats.

1 The offering reached 121.36% of the kWh goal, achieving 279,621 kWh.

1 The offering reached 145.03% of the kW target, achieving 64.58 kW.

Budget and Savings

Table 16.1

ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW)

COMMERCIAL &
INDUSTRIAL
CONSTRUCTION Spend
SOLUTIONS

Budget % Pre-Evaluated  Evaluated % Pre-Evaluated  Evaluated %

$23,762 $35,438 67.05% 281,137 279,621 99.46% 64.58 64.58 100.00%

Table reflects verified gross energy savings achievement felatveto ADMO6s Ev

pre-evaluated savings reported by TPA.
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Planned Changes

With the ramp up of the Commercial & Industrial Construction Solutions goal in PY11l and the
understanding that many new construction projects tend to have long timelines, the team will focus on
educating customers on the offering and engaging with architectural and construction firms. The team
will engage a new Diversified Business Enterprise marketing agency and an outreach firm to improve
targeting and increase awareness of the offering, ensuring that projects are initiated during the design

phase.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 47



Large Commercial & Industrial Demand Response

Description

The objective of the Large Commercial & Industrial Demand Response (DR) offering is to secure a total
of 9.3 megawatts (MW) of commercial demand shed over term of the program cycle. Large commercial
customers (exceeding 100kW peak demand) are being recruited and enrolled for an automated turn-key

DR solution.

An advanced software platform, Concerto®, was deployed for dispatch, control and optimization of all
DR resources enrolled in the offering. Concerto is utilized to advance goals of maximizing customer
satisfaction for participants in the offering while being adaptable to new and changing technologies that

can provide flexibility and reliability, such as batteries, electric vehicles and distributed solar.
Highlights

During PY10 the program conducted twenty ADR surveys totaling 6.1MW in demand reduction after
project installation. Surveys are the first step in project cycle that identify large energy consuming
equipment that can shed during energy savings events. Three customers representing a total curtailable
summer load of approximately 650kW are currently in the project installation or final testing phase.

Customers are scheduled to be online and full program participants in the 2021 summer cycling season.

An effort to integrate with Entergy electrical meters is in progress. Integration will allow Concerto to
produce same day consumption and demand baselines to monitor customer performance in the program.

Daily monitoring allows the customer, and in turn the program, to maximize energy savings.

Budget and Savings

Tablel7.1

DEMAND REDUCTION (kW) BUDGET

LARGE
COMMERCIAL &

kwW Incentives Incentive
INDUSTRIAL .. kW Target % %
DEMAND Reduction Spent Budget
REEIROE 1,679 0.00% - $39,457 0.00%
Tablereflectsver i fi ed gross energy savings achievement from ADMO6s Eval !

findings relative to pre-evaluated savings reported by TPA.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 48



Planned Changes

A robust marketing plan for the Large Commercial &Industrial Demand Response offering will be
developed and executed in PY11 to ensure that the offering remains on track to meet overall demand
shed goals. The plan will focus on reaching customers on segments of electrical grid that may be more

congested to improve grid resiliency.
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EasyCool for Business

Description

The Small Commercial & Industrial Demand Response offering, EasyCool for Business, is a Bring-Your-

Own Thermostat (BYOT) Demand Response offering that leverages the built-in capabilities of

many connected thermostatst o sl i ghtly adjust the HVAC temperatu

t hermostat s. I n response to a peak | oad event

be adjusted during the peak event, and in the aggregate will shave load peaks during periods where
generation and transmission capacity is stressed. Small businesses participating in the offering will
receive an incentive upon enrollment, as well as an additional annual incentive upon confirmation of

ongoing involvement.
Highlights

The EasyCool for Business offering enrolled 32 customers, achieving 37% of the enrollment target. In
order to promote the EasyCool for Business offering, the Energy Smart team followed up directly with
customers who applied for smart thermostat rebates on the website. Inserts were included in the Small
Business Energy Efficiency Kits to increase awareness of the EasyCool for Business offering, and
outreach staff followed up with customers who received kits to encourage participation. Outreach staff
also followed up with trade allies who submitted projects that included the installation of smart thermostats
to encourage them to promote the offering to their customers. EasyCool for Business was heavily
promoted on the new Small Business Online Store, both on the website and within the product order

boxes for customers who purchased new smart thermostats.
1 A total of 32 devices enrolled during the program year.

1 No devices were cycled in PY10.
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Budget and Savings

Table 18.1
DEMAND REDUCTION (kW) ENROLLMENT BUDGET PARTICIPATION BUDGET
EASYCOOL ) ) . .
FOR kw kW % Incentives Incentive % Incentives Incentive %
EWNINZS Reduction*  Target Spent Budget Spent Budget
- 130.50 0.00% $800 $2,175 36.78% $1,160 $3,480 33.33%

Table reflects verified gross energy savings achievement felawveto ADMb6s Ev

pre-evaluated savings reported by TPA.

Planned Changes

Distributing Small Business Kits proved to be an effective strategy for engaging with small commercial
customers who would also qualify for the EasyCool for Business offering. Customers will receive a follow-
up call after receiving a Small Business Energy Efficiency Kit to educate the customer about the EasyCool
for Business offering and encourage them to participate. Trade allies who install qualifying smart
thermostats will also be given program materials that explain the EasyCool for Business offering to spread
awareness of EasyCool. The team will focus on recruiting more trade allies to perform work for small

business customers and all new trade allies will be educated on the EasyCool for Business offering.
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Residential Marketing and Outreach

The Energy Smart program team implemented a successful PY10 marketing plan for the Energy Smart
Residential Portfolio despite challenges created by the COVID-19 pandemic. The launch of the new
program year kicked off with the announcement Energy Smart won the 2020 ENERGY STAR® Partner
of the Year award for its outstanding contribution to protecting the environment through superior energy

efficiency achievements.

The program effectively launched new offerings and developed new marketing assets to increase
awareness. Primary efforts included updating collateral and content for the program website. Content
updates included new rebate pages for the water cooler, dehumidifier and smart thermostat rebates.
Other initiatives included new tiles to the Energy Smart Residents page for the newly launched Energy
Smart Online Marketplace; Customer Engagement Portal (CEP) link was updated to direct customers to
the new myentergy.com portal; brochures and handouts were refreshed to include updated program
information and mention of the Energy Smart Online Marketplace; and program applications were
updated to reflect PY10 rebate amounts and copyrighting.

The team provided support during aid and food distribution events hosted by New Orleans City
Councilmembers. Energy Efficiency kits, four-pack and single LED bulbs were distributed by Entergy and
Energy Smart staff to residents during these events. The team also designed branded labels for both the
four-pack and single bulb LED boxes. In April, local news station WDSU featured a news segment about
the kit distribution activity. The team also designed five education workbooks to support virtual learning

for the School Kits offering.

As a result of the COVID-19 pandemic, the Energy Smart team shifted the customer journey and
experience into a more creative, accessible, digital-first approach. In line with current local and national
safety guidelines, COVID-19 safety messaging was posted and continuously updated on the Energy
Smart website and program collateral. Focus was placed on driving customer engagement and
conversions on the Energy Smart Online Marketplace in response to continued Stay-at-Home orders.
The team used email marketing, google retargeting ads and sponsored social media as part of an
integrated digital strategy. A safety video was also developed to reassure customers oft he pr ogr am

commitment to safety as a priority to protect program staff, customers, trade allies and communities.
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Table 19.1: Online Marketplace Promotions

PROMOTION NAME RUN DATES PRODUCTS PROMOTED

TrickleStar Advanced Power Strip - $9.99
Online Marketplace Launch No Expiration Date Smart Thermostats - $69.99
LED Light Bulbs - $2.49

Free Emerson Smart Thermostat 4/1/201 6/10/20 Emerson Sensi Smart Thermostat - Free

Earth Day - Up To $30 Off ecobee ecobee3 Lite - $49

4/16/20 1 4/29/20

Smart Thermostats ecobee with Voice Control - $119
LED PAR - $1.50
50% Off Specialty Led Bulbs 41221201 4/29/20 Globe LED - $1.50

Candelabra LED - $1.50

May Thermostat Promo - Up To $30 . ecobee3 Lite - $49
Off ecobee Smart Thermostats ALY sz ecobee with Voice Control - $119

Water-Saving Show Heads - 75% off

75% Off Water Savers 5/22/20 1 5/29/20 Faucet Aerators - 75% off

$50 Off Smart Thermostat with

Voice Control 6/22/20 1 6/30/20 ecobee with Voice Control - $99

Dimmable Candelabra LED 5w
Dimmable LED 9W, 11W, 25W
Dimmable LED Globe, 6W
Dimmable LED Par 30, 11W

50% Off Dimmable LEDs 712/20 7 7/8/20

The team sent lead generation emails to an average audience of 99,698 customers. Additional
remarketing emails were sent to an average of 82,359 customers that did not open or click the previous
lead generation emails. The team also supported the Online Marketplace promotions with organic posts

on the NextDoor website.

In June, the team launched the Home Energy Report as part of the CEP. The report compares customers
to similar and efficient households, shows their usage over time and provides tips on how to better
manage their energy consumption. Customers receive personalized recommendations on actions to
lower their energy consumption and earn rewards points for completing actions that can be redeemed as

gift cards.

Fieldwork resumed in early Q3 with extensive safety training of field staff and trade allies to ensure the
health and safety of program staff, customers and trade allies. The team developed a press release in
conjunction with the Entergy New Orleans Communications team, announcing that the program reopened
all energy efficiency programs. In June, the team held a kick-off meeting with the trade allies to restart

the program and explain program changes and new protocols.
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In August, the team implemented streaming radio to expand customer reach and program participation.
The 30-second radio ad, recorded by local media personality Camille Whitworth, ran on streaming radio
platforms iHeart Media, Spotify and Pandora.

Table 19.2: Streaming Radio

CHANNEL MESSAGE IMPRESSIONS CLICKS
Spotify Energy Smart Restart 8/37 8/8 95,203 179
Pandora Energy Smart Restart 8/47 8/14 55,644 119
iHeart Media Energy Smart Restart 8/51 8/21 114,317 1

The team developed and launched a Virtual Home Energy Assessment (VHEA) option to allow for
contactless home energy assessments. This process allowed customers to complete a self-guided
assessment with an Energy Smart Energy Advisor via a video platform on a smartphone or other Wi-Fi-

enabled device.

The team also developed and launched an online self-scheduling tool for home assessments. This tool
allowed customers to personally schedule in-person or virtual home energy assessments as their
schedule allowed. The Home Performance with ENERGY STAR® (HPwES) and Income-Qualified
Weatherization (IQW) pages were updated to include VHEA messaging, terms and conditions and a link

to the self-scheduling portal.

Email campaigns and direct mail were implemented throughout Q3 to promote the Online Marketplace,
IQW and HPWES offerings. In September, the team launched a campaign targeting customers that were
$50 or more in arrears. The campaign promoted the HPWES assessment, A/C tune-up and EasyCool
offerings to lower their electric bills. The team sent Eblasts to 16,469 customers and direct mail postcards
with business reply cards to 10,499 customers. The team also included customers in arrears audience

in the Home Comfort Digital Campaign.

The Home Comfort Digital Campaign launched in September and focused on the benefits the program
of ferings can have o-round ThHe campad@sfocasedoh A/C tune-yps, heat pump
water heater and dehumidifier rebates and HPWES assessments. In addition to customers in arrears, the
Home Comfort Digital Campaign audience included customers in zip codes with a high propensity for
HPwES-qualified homes.
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In September, the team worked with Entergy New Orleans Communications team to launch the Energy
Efficiency Tip of the Month. The team designed the tips to increase organic social engagement and

increase program awareness and reach.

The team sent letters to EasyCool Direct Load Control customers to inform them that the cycling season
was ending and make them aware of the option for converting to Bring-Your-Own-Thermostat. The
program ran an EasyCool cycling event on September 2. Alerts were added to the Resident, EasyCool,
A/C Tune-Up, Central A/C and A/C Solutions pages of the Energy Smart website. The message was

posted on September 1 and removed on September 3 once the event concluded.

In Q4, the team continued to support the objective of customer experience measurement by sending
eblast surveys to customers that participated in residential offerings, including assessments, the Online

Marketplace and A/C Solutions.

In October, the team recognized National Energy Efficiency Month with eblasts to 8,440 customers. The
eblast focused on the energy-savings benefits of Energy Smart offerings. Messaging focused on the
Home Performance with ENERGY STAR® and A/C Solutions offerings specifically.

In November, the team developed a remarketing widget within the CEP with the goal of driving awareness
of the program, marketing specific offerings and linking customers directly to the program website. The
widget provided marketing language and links to the A/C Solutions, EasyCool, Home Performance with
ENERGY STAR®, Central Air Conditioner Rebates and Retail and Appliance rebate pages.

The Circuit e-newsletter was a consistent tactic throughout PY10 to promote offerings to Entergy New
Orleans customers. Webinars were a marketing tactic used throughout PY10 for trade ally trainings.

Marketing Collateral
E General Energy Smart Overview Brochure.
The Residential Customer Authorization Form.
General Energy Smart Handout.
Rebate Forms.
Customer Satisfaction Surveys.
Smart Thermostat Leave Behind.
Broken Item Leave Behind.
Earth Day Content.
30-Second Radio Spot.

M M M M WM WM W W
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Single and Four-Pack Led Giveaway Labels.

Smart Thermostat Rebate Landing Page.

Dehumidifier Rebate Landing Page.

Water Cooler Rebate Landing Page.

Virtual Home Energy Assessment Product Instructions.
EasyCo o | ASwitch Yowur Switcho
EasyCool Switch Envelope.

Streaming Radio Banner Ad.

Covid-19 Safety Video.

HERs Reports.

CEP Widget.

NextDoor App Copy.

Marketing Tactics

Z

M T M M M M " WM M TN AWM

Circuit E-Newsletters Content.

Digital Advertising.

Paid Google Search.

Paid Facebook Ads.

NextDoor App Organic Posts.

Direct Mail Postcard with Business Reply Card.

Entergy New Orleans Organic Social Media Posts.
Webinars.

Community Outreach for Kits and LED Bulb Distribution.
Email Campaigns to Residential Customers and Trade Allies.
Streaming Radio.

Web Banner Ads on Energy Smart Online Marketplace.
Entergy New Orleans Press Releases.

CEP Widget.
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Table: 19.3 Residential Eblasts & Trade Ally Newsletters

CLICK
EMAIL NAME OPEN RATE CLICK RATE THROUGH

RATE

Online Marketplace Launch 4/6/2020 1,542 39.6% 6.4% 16.2%

Earth Day Promo 1

April 2020 - Lead conoration | 4/22/2020 110,686 15.6% 1.4% 8.7%
50% ngr”sgggioa'_t{ei‘é'tg‘e';g:g;i% r'1 412412020 109,346 24.4% 2.0% 8.2%

50% Off igﬁfiggg’ol?“g; Z:Eg:ﬁ] ; 4/29/2020 109,099 23.5% 2.1% 8.9%

April ZEO%“_ g?r’nzmgl‘; g 4/29/2020 109,186 21.9% 1.7% 7.5%
May@g;??;f;gﬁg% L 4/29/2020 108,005 23.7% 1.3% 5.4%

May 203?:_223%21?23% ;] 5/13/2020 108,888 19.6% 1.1% 5.5%
75°/h‘;|gf2‘évz‘aé‘isez‘ée§ei;?$% r'\ 5/14/2020 108,597 20.5% 1.9% 9.3%

5% Of&g\;a;%rzgf"s;; Z:Eg;i‘; L 5/26/2020 108,401 15.1% 1.0% 6.8%

Free %Tﬁ;s‘z’gzgrf‘fgazhég:gggf):‘ 5/26/2020 108,303 20.3% 2.8% 13.8%

Free Emerson Smart Thermostat Email- 6/17/2020 105,271 25 50 4.7% 18.6%

June 2020 - Remarketing

$50 Off Smart Thermostat with Voice
Control Promo- 6/19/2020 107,986 24.3% 1.0% 4.1%

June 2020 - Lead Generation

$50 Off Smart Thermostat with Voice
Control Promo 1 6/23/2020 107,445 22.6% 0.9% 3.9%

June 2020 - Remarketing

Free Emerson Smart Thermostat Email i

0, 0, 0,
June 2020 - Remarketing 2 6/29/2020 100,109 16.1% 1.7% 10.3%
Free Emerson Smart Thermostat Email 1 o . 5
June 2020 - Remarketing 2 A (LS oLt gk
0, i -
50% Off Dimmable ng:er:;t?gg 71312020 107,497 16.28% 2.29% 14.07%
50% Off Dimmable LEDs - Remarketing 71612020 30,666 15.60% 2.09% 13.42%
50% Off Dimmable LEDs 1 o o o
Lond Generatior o on dees o 7/6/2020 56,827 14.14% 1.91% 13.49%
Trade Ally Kick Off Web|narpl\zs)glI:J);\;-;Jé)zl0 8/3/2020 73 41.10% 12.33% 30%
We're Here to Help i 9/11/2020 16,469 10.39% 0% 0%
Customers in Arrears
Home Comfort Email i 9/25/2020 1,325 16.50% 2.22% 13.43%

HPWwWES Target Audience
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Home Comfort Email 1 | g/55,5450 16,225 7.16%
Customers in Arrears
October TAAG | g/59/5020 75 29.73%
Meeting Reminder
October TAAG Meeting Reminder 10/6/2020 75 37.84%
Energy Awareness Month 10/27/2020 8,440 7.17%
November TA Newsletter 11/9/2020 70 31.95%
Trade Ally Energy ManagemenF a_md 11/20/2020 70 31.88%
Technology Training
December TAAG Meeting Notice 12/9/2020 73 40.29%
HPWES Assessment Customer Survey 12/11/2020 111 31.53%
Income-Qualified Customer Survey 12/11/2020 184 23.20%
A/C Tune-Up Customer Survey 12/11/2020 173 30.77%
Energy Efficiency Kit Survey 12/17/2020 2,399 40.60%

Table 19.4: Circuit Newsletter Metrics

CLICK-TO-
SCHEDULED | DELIVERY | OPENRATE | OPENRATE |, o e
RECIPIENTS rRate | (NEWSLETTER | (DETAILED OPENS
INTEREST) CONTENT
INTEREST)
4/21/2020 93,312 99.39% 24.50% 5.53% 22,719
5/20/2020 93,762 99.25% 27.23% 5.94% 25,336
6/18/2020 94,236 99.30% 28.50% 6.11% 26,671
7/21/2020 94,571 99.16% 28.09% 6.12% 26,346
8/18/2020 94,459 99.37% 28.88% 4.81% 27,113
9/17/2020 94,451 99.47% 35.19% 10.55% 33,065
10/20/2020 94,561 99.11% 27.84% 6.06% 26,003
11/20/2020 96,415 99.52% 24.93% 11.56% 23,918
12/17/2020 96,285 99.35% 24.10% 7.13% 39,548
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9.46%

9.46%

0.11%

9.72%

0%

8.33%

11.71%

8.29%

5.92%

7.16%

UNIQUE

CLICKS

1,257

1,506

1,630

1,613

1,303

3,490

1,581

2,764

1,643

0.86%

31.82%

25.00%

1.50%

30.44%

0%

20.69%

37.14%

35.71%

19.23%

17.62%

1.36%

1.62%

1.74%

1.72%

1.39%

3.71%

1.69%

2.87%

1.71%
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Residential Customer Satisfaction

Understanding program performance and customer satisfaction are vital to the success of the Energy
Smart program. The team surveyed customers to gauge satisfaction with various elements such as the
program in general, process for participating, staff or trade ally they worked with and their energy-efficient
upgrade. The team reviews customer satisfaction survey results quarterly to ensure that program
satisfaction remains high and continuously improves the customer journey. Customer satisfaction across
all programs showed positive responses, with most customers 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 advisor, their satisfaction with the offerings and their

interest in additional opportunities to lower their bills and save more energy.

Across the residential offerings, customer satisfaction regarding the service, installation and safety
averaged scored between eight and ten, with ten indicating very high satisfaction. Based on the feedback
received in PY10, the team will focus on improving the customer enroliment and scheduling processes
in PY11. In Q4 of PY10, the team developed a self-scheduling tool for the home energy assessments on
the Energy Smart website. The tool allows customers to select a date and time convenient for their
schedule. Email confirmations are sent 24 hours before the appointment, which allows the customer to
reschedule the appointment if needed. The team will use the motivational responses received by
customers in PY10 to inform strategies to increase customer engagement in PY11. These motivators
included saving money on their utility bill, the no-cost direct install items and assessment and helping the
environment. In PY11, the team will work to increase customer engagement through additional
opportunities for customers to provide survey responses via online submissions, follow-up emails and
business reply postcards. Customer home assessment report emails and Online Marketplace follow-up

emails will provide additional opportunities in PY11.

Table 19.5: Customer Satisfaction Survey Results - HPWES/IQW/ME

QUESTION | HPWES QW | MF

Overall, how satisfied are you with the offering? 8.4 9.7 10.0

How satisfied were you with the professionalism

of the energy advisor? 8.1 9.7 10.0

How satisfied were you with the energy
advisor's knowledge about the products 8.0 9.6 10.0
installed and ability to answer your questions?
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QUESTION HPWES QW
| |

How satisfied are you with the safety measures
taken by the energy advisor? (Used ladder, wore 8.9 9.7
gloves, had on safety glasses, etc.).

How satisfied were you with the energy-efficient

products installed? Ehe ele
How likely are you to implement changes
: 8.4 9.7

recommended by the energy advisor?
How satisfied were you with the enroliment and

. 7.6 9.3
scheduling process?
How likely is it that you would recommend the 8.4 96

program to a friend or colleague?

Wanted to reduce my
utility bill. /Items and
audit were free of
charge. /Referral from
a friend or family
member.

Wanted to reduce my

Top motivation for participating in the offering. utility bill

*Scoring is based on question response average.

Table 19.6: EasyCool Customer Satisfaction Survey Results

QUESTION [
Overall, how satisfied are you with the offering?
How satisfied were you with the enrollment process?
How satisfied were you with the time it took to receive your incentive?
How likely is it that you would recommend the program to a friend or family member?

Top motivation for participating in the offering.
*Scoring is based on question response average.

Table 19.7: A/IC Tune-Up Customer Satisfaction Survey Results

QUESTION [
Overall, how satisfied are you with the A/C Tune-Up offering?
How satisfied were you with the professionalism of the trade ally?

How satisfied are you with the safety measures taken by the trade ally? (Used ladder,
wore gloves, had on safety glasses, etc.)

How satisfied were you with the quality of service provided by your trade ally?
How satisfied were you with the enrollment and scheduling process?
The energy advisor left the site neat and clean - free from any debris.

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

Top motivation for participating in the offering.
*Scoring is based on question response average.
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N/A

N/A

Wanted to reduce my
utility bill.

EASYCOOL SCORES*

8.5
8.8
8.2
8.7

Wanted to reduce my utility bill.

A/C TUNE-UP SCORES*

9.3
9.4

9.5

8.9
9.3
N/A
9.0

Wanted to reduce my utility bill.



Table 19.8: Online Marketplace Customer Satisfaction Survey Results

QUESTION \ ONLINE MARKETPLACE SCORES*
Overall, how satisfied were you with your Online Marketplace order and experience? 9.7
How satisfied were you with the products you ordered from the Online Marketplace? 9.8
How satisfied were you with the turnaround time it took to receive your order? 9.1

How satisfied were you with the process of ordering the products and navigating the

Online Marketplace? 9.9
How likely is it that you would recommend the Online Marketplace to a friend or 99
colleague? ’
How satisfied were you with the ease of installing the products? 9.8
Top motivation for participating in the offering. Discounted products.
*Scoring is based on question response average.
Table 19.9: Energy-Efficient Kit Customer Satisfaction Survey Results
QUESTION ’ ENERGY EFFICIENCY KIT SCORES*

Overall, how satisfied were you with your Energy-Efficient Kit? 9.5
How satisfied were you with the products included in your Energy-Efficient Kit? 9.5
How satisfied were you with the turnaround time it took to receive your Energy-

S . 8.6
Efficient Kit?
How satisfied were you with the process of requesting your Energy-Efficient Kit? 9.2
How likely is it that you would recommend the offering to a friend or colleague? 9.5
How satisfied were you with the ease of installing the products in your Energy- 96
Efficient Kit? '
Top motivation for participating in the offering. No-cost products.

*Scoring is based on question response average.
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Graph 19.1 Lead Sources

Advertising, _Event, 1.69% Utility Account
R 1.88% Manager,
Mail/Bill Insert, "\ 1.69%

2.44%

Bill Insert,
4.04%

Utility Website,
7.89%

Email, 8.26%
Friends/Family,

71.55%

The Energy Smart team tracked residential customer participation using identified lead marketing sources
for customers that included 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 PY10 included referral sources such as
contractors, family and friends. Email and utility website referrals became more popular in PY10. Email
referrals increased from 0.87% in PY9 to 8.26% in PY10. Utility website referrals also increased from
4.76% in PY9 to 7.89% in PY10. The team will continue to expand customer reach via email and drive
traffic to the utility website.

Proposed Plans for PY11

Marketing plans in PY11 will build upon the program awareness built in PY10 as made evident by website
and email lead source increases. The team will develop a series of integrated marketing campaigns that
incorporate email marketing, Google search and display ads and social media ads that drive traffic to the
Energy Smart website. Various forms of list segmentation will also be explored. Targeting will include
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existing program customers for A/C Solutions and referral offerings, top-energy consumers to maximize
kWh savings and all qualified customers for Online Marketplace promotions. The team will also expand
program awareness through engaging content articles in the Circuit e-newsletter, local print ads and
streaming digital radio ads. Plans include capitalizing on the prevalence of word-of-mouth/friends and
family referrals with an incentivized referral program. Educating the customer base through monthly
energy efficiency tips, product leave-behind materials and customer case studies is also planned for
PY11l. The CEP will be an additional remarketing tool. The HERs provides the team with customer-
specific data to make recommendations to increase the efficiency of individual customer homes and
develop nurture email marketing communications. Additionally, changes to the HER template to provide
additional marketing of Energy Smart programs and CEP energy savings tools, including Rewards will
be implemented. The Energy Smart team will also focus on increased energy-saving opportunities with
manufacturer promotions on the Energy Smart Online Marketplace. In addition, there will be an increase

in the Behavioral program participants, which will result in a wider audience for program marketing.
Community Outreach
Highlights

Under the complex conditions brought by the COVID-19 pandemic on social gatherings, Energy Smart
quickly adapted and offered new programming almost entirely online. The PY10 community outreach
strategy included attending virtual meetings run by community groups, offering additional job training
opportunities, inviting community members to monthly Energy Smart-hosted briefings about the program
and small business canvassing. The team offered flexible content options to community groups, ranging
from five-minute briefings to 60-minute energy efficiency lessons to one 16-hour Green Building
Professional (GPRO) certification program, to have the most positive community impact as possible. In

PY10, community outreach was conducted over 69 event days to 1,817 community members.

Several non-profits hosted Energy Smart community outreach staff once or twice throughout the year as
has been done in previous years, except that all participation was via webinar instead of in-person. These
groups included Greater New Orleans Housing Authority (GNOHA), New Orleans Chamber of Commerce,

Public Allies New Orleans and Dillard University.

As in previous years, neighborhood associations invited Energy Smart to their regular meetings to provide
a five to 15-minute briefing. These groups included Carrollton Riverbend, Delassize, Mid City, Hoffman

Triangle, Lower Garden District and Harmony Oaks neighborhood associations.
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Two community groups,J ane 6 s P | eat@leCirce,met peiodically, but invited new people to show
up at each event. Energy Smart was ableto extendt h e p r aeach@omévscommunity members by
returning to these groups each month, much the same way new students are seen each year in school
classes, but via the same teacher.

The team presented to the GNO Interfaith Climate Coalition. A group of local faith leaders and several
members signed their church buildings up for the Small Commercial & Industrial Solutions offering
following the meeting. The Coalition also invited Energy Smart to the Season of Creation: A Jubilee for

the Earth. This online festival will likely be continued into future years, in-person.

Two job training opportunities allowed community outreach to go in-depth with students. Quarterly, at
Louisiana Green Corps, Energy Smart staff taught opportunity youth professional energy efficiency skills.
The classes included at-home activities to practice home energy assessments and content about green
job opportunities. The GPRO certificate program educated 12 building operations managers and
business owners on how to integrate high-performance construction and maintenance practices into their

everyday work.

Power Trip: Your Journey to Energy Efficiency was a new program offered by the program. Community
members were invited to attend a 30-minute webinar on the Energy Smart program, followed by a
guestion-and-answer session with an energy expert that provided individuals with information specifically
for their home energy needs. In PY11, the team will expand marketing efforts to generate greater

awareness of Power Trip to boost attendance.

Table 19.10: Community Event Virtual Attendance by Month

April 98
May 167
June 60
July 81
Aug 177
Sep 391
Oct 109
Nov 700
Dec 34
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Review

Community outreach during the COVID-19 pandemic was exceptionally challenging. However, new
methods such as virtual workshops, trainings and community events led to a strong showing in PY10. In
PY11, as events can be held in person, Energy Smart will be attending as many events as possible.
However, video conferencing is likely to continue to be a key part of community connection in PY11.

Energy Smart will continue to meet the community where it is, whether that is in-person or virtually.
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Commercial Marketing and Outreach

Highlights

The impacts of the COVID-19 pandemic required the team to focus on virtual outreach, digital advertising,
email campaigns and earned media. Marketing tactics such as direct mail, social media and in-person
distribution of energy efficiency kits to small businesses were implemented to broaden reach and program
participation. Key segments such as restaurants, retail, large and small offices, commercial warehouses,
hospitals, hotels, K-12 schools, publicly funded buildings and higher education were targeted in PY10.

The Commercial & Industrial (C&I) Portfolio expanded in PY10 with the launch of new offerings including
New Construction, Large C&l Demand Response and EasyCool for Small Business. Within the larger
offerings, several sub offerings were launched including Commercial Real Estate, Benchmarking, Small
Business Kits and a Small Business Online Store. The program also moved to a more prescriptive
application process for common measures with deemed savings which shifted many measures that
previously required custom calculations to the prescriptive list.

To support these new offerings website landing pages, collateral and advertising were developed. New
tiles were added for Commercial Real Estate, Benchmarking, Demand Response, Small Business
Solutions and the Small Business Online Store. The Demand Response tile groups the Large C&l and
EasyCool for Business offerings, to distinguish them from the energy efficiency offerings. The Small
Business Solutions tiles was developed to group solutions that are specific to small business customers,
such as Small Business Energy Efficiency Kits, Smart Thermostats, the Small Business Online Store and
the existing Small Business Direct Install offering. The team also developed language and linkages
between smart thermostats and EasyCool for Business to ensure that energy efficiency and demand

response opportunities are always cross promoted.

Landing pages were continuously updated with new content such as the 25% End-of-Year bonus
incentive, rebates on smart thermostats as well as COVID-19 safety messaging. The team developed
product box stickers and cross-promotional inserts for the Small Business Energy Efficiency Kits and
Small Business Online Store orders. To support the Trade Ally Network, the Energy Smart team
developed a Trade Ally Certificate for trade allies to display in their businesses and to legitimize
themselves when meeting with customers. The certificate recognized that the trade ally was authorized
to act as a 2020 Energy Smart trade ally and included their trade ally tier ranking. To show appreciation

to customers that participated inthepr ogr am, a AProud Participant i
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cling was developed and mailed to 204 customers. Lastly, the team completed a case study on the
Andrew H. Wilson Charter School building automation system project and added it to the Success Stories
section of the Energy Smart landing page.

Digital banner ads, paid search, print ads, social and direct mail were implemented in PY10. Advertising
focused on free small business kits, rebates on smart thermostats, 25% bonus incentive, customer
incentive caps and the Small Business Online Store. A total of 17 digital banner ads ran in PY10. The
media channels used included City Business Journal, Biz New Orleans, NOLA.com. and the Chamber of
Commerce. Paid search ran throughout PY10 providing continuous awareness of the program and
offerings. With the focus on digital advertising, print insertions were reduced except for two ads that ran
in Biz New Orleans. This included a full-page 250-word advertorial in the September issue with placement
inthespeci al AProud t o B the adher@asaipage ad\Nhethe Detabér issue. As
added value, free copies of the October issue were sent to individuals that registered for the virtual Real
Estate & Economic Symposium, one of the largest real estate and commercial property symposium
sponsored by Biz New Orleans. Paid social with flighted media schedules ran May through December.
The launch of the Small Business Online store on November 25 was supported with Black Friday and
Cyber Monday ads followed by general awareness ads. The team also implemented direct mail campaign
in Q4 that sent Business Reply Cards for the Small Business Energy Efficiency kits to 2,031 small
business customers in arrears. The goal of that campaign was to make customers who were financially
struggling to pay their utility bill aware of the program and that the program was offering free kits to begin
their journey to energy efficiency.

Earned media and email campaigns continued to be instrumental components of the communication mix.
The Energy Smart team developed and distributed content to program partners for inclusion in their
communications channels. Content was developed to message general program information, Earth Day,
Energy Awareness month, free Small Business Energy Efficiency Kits, smart thermostats, EasyCool for
Business, the 25% End-of-Year bonus incentive and the Small Business Online Store. As a result, the
program received 15 earned media opportunities. The lead article in the May 7 Biz New Orleans e-
newsletter, sent to over 19,000 subscribers, featured the free energy efficiency kits. Other partners that
ran content in their e-newsletters or social media sites included StaylLocal, Algiers Economic
Development District, the Chef 6 s Br i gade, Downt own DmgwNew Oreans.
Email campaigns supplemented the paid advertising efforts throughout PY10 with eight promotional

emails sent to commercial customers.
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Marketing Collateral

=A = =4 =4 =4 =4 =4 4 4 -4 -4 -4 -4 -4 -4 -4 -4 -4 -4 -4 |4 -4 -5 9

Small Business Direct Install Overview with New Incentive Rates.

Prescriptive Overview with New Incentive Rates.

New Construction Webpage, Overview and Guidelines.

New Construction Digital Banner.

Commercial Real Estate Webpage, Overview and Web Inquiry Form.

Demand Response Webpage.

Large C&l Demand Response Webpage and Web Inquiry Form.

Large C&l Demand Response Tri-Fold Brochure.

Large C&l Demand Response Program Overview.

EasyCool For Business Webpage.

EasyCool For Business Offering Incorporated into Smart Thermostat Landing Page.
Benchmarking Webpage and Web Inquiry Form.

Small Business Solutions Webpage.

Small Business Energy Efficiency Kit Webpage and Order Form.

Small Business Energy Efficiency Kit Labels and Inserts.

Small Business Energy Efficiency Kit Content For E-Newsletters.

Small Business Energy Efficiency Kit Digital Banner, Social and Paid Google Search Ads.
Small Business Smart Thermostat Webpage and Rebate Form.

Small Business Smart Thermostat Social and Paid Google Search Ads.

Small Business Smart Thermostat Content For E-Newsletters.

25% Bonus Incentive Website Update.

25% Bonus Incentive Bonus Digital Banner, Search and Content For E-Newsletters.
Small Business Online Store Webpage.

Small Business Online Store Social, Digital Banner, Paid Search and Newsletter Content.
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Small Business Online Store Cross Promotional Insert.
Digital Ads Messaging New $500K Annual Customer Cap.
Biz New Orleans Full-Page Print Advertorial.

Direct Mailer with Business Reply Card.

Earth Day and Energy Awareness Month Content.
Andrew H. Wilson Case Study.

Trade Ally Certificate.

=A = =4 =4 =4 =4 5 =9

Co-Branded Trade Ally Tier Logos.
T AProud PanTthiec iEmentgy Smar t

Marketing Tactics

Pr amdTemkdouWNdtead ow CIl i ng

1 Content For E-Newsletters and Organic Social Posts Submitted To:

o Downtown Development District E-Newsletter.

o Chefds Brigade Facebook

o Entergy New Orleans.
o Algiers Economic Development Foundation.
0 StaylLocal.

o0 Algiers Economic Development Foundation.

And Twitter Soci al

o Mayorés Office of Economic Devel opment

o0 NOLABA.
o0 GNO, Inc.

0 Magazine Street Merchant Association.

Y. Page Print Ad in October Biz New Orleans.
Digital Banner Advertising.

Paid Google Search.

= = = =4 =4

Social Media Posts.
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Webinars.

Eblasts To Trade Allies.

Eblasts To Business Customers.

In-Person Distribution of Small Business Kits.

Direct Mail.

= =\ =\ =4 =4 =1

Mailing of Energy Smart Program Participant Thank You Note and Window Cling.

Table: 20.1 Commercial & Industrial Eblasts & Newsletters

NAME DATE SENT gi?g THCRLgEJKGH

RATE

PY10 Higher Education Cohort Webinar Eblast 4/10/2020 50% 10%
Energy Smart for Facility Management Webinar Eblast 4/19/2020 45% 6%
Energy Smart for Facility Management Webinar Eblast 4/30/2020 31% 5%
Trade Ally Bonus Eblast 5/15/2020 46% 0%
Small Business Kit 7/6/2020 13% 2%
Trade Ally Quarterly Newsletter 717/2020 21% 4%

Energy Advisor BENCHMARKING Service 8/24/2020 36% 14%
Smart Thermostats 8/26/2020 27% 1%
Incentive Bonus to Trade Allies 8/24/2020 40% 9%
Incentive Bonus to Small Commercial 8/24/2020 20% 3%
Incentive Bonus to Large Commercial 8/24/2020 16% 2%
Incentive Bonus to Facility Directors 9/1/2020 25% 3%
Higher Education Cohort Meeting Announcement 9/8/2020 24% 2%
New Lighting Incentives Facility Contacts 11/4/2020 24% 1%
New Lighting Incentives Trade Ally Contacts 11/4/2020 40% 0%
Energy Management Webinar Facility Contacts 11/17/2020 18% 4%
Energy Management Webinar Trade Allies 11/17/2020 27% 2%
Small Business Online Store Coming Soon 11/19/2020 17% 0%
Small Business Online Store Now Open 11/25/2020 13% 1%
25% Incentive Bonus Ending Soon 12/7/2020 16% 1%
Higher Education Cohort Meeting Announcement 12/8/2020 19% 0%
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Table: 20.2: Print Advertising

PUBLICATION
Biz New Orleans September
Biz New Orleans October
Direct Mail w/ BRC 11/20/2020

CHANNEL
Google Paid Search
Google Paid Search
Facebook
Facebook

City Business Journal/The Daily Newsletter
City Business Journal/The Daily Newsletter
Biz New Orleans/Morning Biz

Biz New Orleans/Bizneworleans.Com

The Chamber of Commerce Newsletter

The Chamber of Commerce Newsletter

The Chamber of Commerce Local Deal Listing

Google Paid Search
Google Paid Search
Google Paid Search

Facebook

Facebook

Facebook

Biz New Orleans Morningbiz.com
City Business Journal.com
City Business Journal.com

Facebook

Google Paid Search

City Business Journal.com

Google Paid Search

Nola.com

The Chamber of Commerce Local Deal Listing
City Business Journal.com

City Business Journal.com

Biz New Orleans

Full Page Advertorial

1/4 Page Ad

Standard Mailer with BRC

Table: 20.3: Digital Advertising

DATE
5/6 - 6/30/2020
4/28 - 6/30/2020
5/11 - 6/30/2020
5/11 - 6/30/2020

6/8/2020
6/22/2020
6/9 - 6/30/2020
6/9 - 6/30/2020
5/17/2020
6/1/2020
5/8 - 6/30/2020
7/1 - 9/30/2020

7/17 - 8/25/2020

8/26 -
12/31/2020

8/51 8/31/2020
8/18 - 8/31/2020

9/3 - 9/30/2020

7/1 - 7/9/2020
7/4 - 7/17/2020
9/1 - 9/11/2020

9/1 - 12/31/2020

10/1 -
12/31/2020
10/03 -
10/16/2020
10/2 -
12/31/2020
10/28 -
11/11/2020
10/27 -
12/31/2020
11/16 -
11/24/2020
11/25 -
11/27/2020
11/25 -
11/27/2020
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IMPRESSIONS

21,341
7,750
95,814
46,634
N/A
N/A
N/A
N/A
N/A
N/A
N/A
98,000
7,700
19,700
283,109
4,553
157,045
N/A
N/A
N/A
5,607
79,900

N/A
15,700
N/A
N/A
N/A
N/A

N/A

CLICKS

288
262
305
220

69

83

18

8

N/A
N/A
N/A
868

370
846
1871
60

860

54
19
12

667

15

571

N/A

12

N/A

N/A

MESSAGE

Program Awareness
Incentive Caps

Small Business Kits

MESSAGE

Free Small Business Kits

$55 Smart Thermostat
Rebate

Free Small Business Kits

$55 Smart Thermostat
Rebate

$500K annual customer cap

$500K annual customer cap
Free Small Business Kits
Free Small Business Kits
Free Small Business Kits
Free Small Business Kits
Free Small Business Kits

Free Small Business Kits

Smart Thermostats $175
incentive

Smart Thermostats $220
incentive

Free Small Business Kits

Smart Thermostats $175
incentive

Smart Thermostats $220
incentive

Free Small Business Kits
Free Small Business Kits
Customer Incentive Caps

Free Small Business Kits

Free Small Business Kits
Bonus Incentive
Bonus Incentive
Bonus Incentive
Bonus Incentive

Bonus Incentive

Online Store Black Friday
Deals

Online Store Black Friday
Deals



11/25 - Online Store Black Friday

Google Paid Search 4,038 38

11/27/2020 _ Deals _
Facebook 11}21530-20 1,379 5 Online Stolgislsack Friday
Facebook 11/30/2020 1,021 4 Online Store Cyber Monday
Biz New Orleans 12}%520-20 N/A N/A Onlin’iv?;?éi;(;neral
City Business Journal.com 11/28 - N/A N/A Online Store General
12/31/2020 Awareness
Google Paid Search 11/28 - 7029 68 Online Store General
12/31/2020 ' Awareness
ook ML s Oninectoecoen
Table: 20.4 Earned Media
ORGANIZATION DATE CONTENT
StayLocal Newsletter 4/13/2020 Program Awareness
Biz New Orleans E-Newsletter 5/7/2020 Free Energy Kits
StayLocal Newsletter 5/13/2020 Free Energy Kits
Entergy New Orleans Facebook 5/12/2020 Small Business Kits
Entergy New Orleans Twitter 5/12/2020 Small Business Kits
Algiers Economic Development Foundation Facebook 6/18/2020 Small Business Kits
Chef's Brigade Facebook 7116/2020 Small Business Kits
Chef's Brigade Twitter 7/16/2020 Small Business Kits
Downtown Development District Newsletter 7131/2020 Small Business Kits
Entergy New Orleans Newsroom 10/1/2020 Commercial Overview
Entergy New Orleans Facebook 10/1/2020 Energy Efficiency Month
Entergy New Orleans Circuit Newsletter 10/1/2020 Energy Efficiency Month
StayLocal Newsletter 11/25/2020 Small Business Online Store
Entergy New Orleans Circuit Newsletter 12/1/2020 Small Business Online Store
Downtown Development District Newsletter 12/4/2020 Small Business Online Store

Outreach Events, Presentations and Tactics

As a result of the COVID-19 pandemic, in-person outreach was halted and replaced with virtual methods
such as webinars, virtual meetings and virtual facility walk-throughs. The Energy Smart team patrticipated
in 135 virtual outreach events that included customer meetings, program presentations to associations
and their constituents, and quarterly Higher Education Cohort and Trade Ally Network meetings. The
team connected with organi zat iooEtenomg Developraest, Urbare Ma 'y
Conservancy, Iris Development, Water Collaborative, NOLABA, THRIVE. The team also engaged the
Entergy New Orleans Key Account Service Managers to educate them on the new program offerings and

identify opportunities to work collaboratively with key customers. The purpose of the meetings was to
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share the benefits of the program and brainstorm on ways to increase awareness of the program to their

audiences.

The Energy Smart team participated in several webinars throughout PY10. The team held a PY10 kick
off meeting for facility directors and managers which included a guest speaker from Goodwill Industries
who talked about the positive experience and ease of participation in completing a Building Automation

System project with the Energy Smart program. In June, the Energy Smart team participated in a small

business webinar hosted by StaylLocal and LCI Worker

Lease and Being Energy Efficiento. Energy Smart wa

information about the small business solutions available to Entergy New Orleans small business

customers to help them lower their monthly utility expenses.

In Q3, the Energy Smart team presented on the Commercial Construction Solutions offering to the New
Orleans American Institute of Architects chapter. The team also presented on residential and small
business offerings to the leaders of the Hoffman Triangle Neighborhood Association and partnered with

LaunchNOLA to host a webinar on small business solutions to their small business contacts.

In December, the Energy Smart team was invited to share the small business offeringst o t he
Office of Economic Development during aweekly May or 6 s Of 19 cheek-lCOV I D

Customer cold-calling increased exponentially in Q2 with the implementation of an End-of-Year incentive
bonus in August. The team contacted over 800 small commercial customers that never participated in

the Energy Smart program between August and December.

In-person outreach resumed in November when the team began distributing small business energy
efficiency kits to restaurants, retail stores and offices throughout various commercial corridors in each
City Council district. The kits contained a mix of LED lightbulbs, faucet aerators and smart power strips.
This tactic enabled program staff to promote the suite of small business solutions to customers and
suggest specific measures based on visible conditions of the property. Additionally, the team inquired
about existing contractors of these commercial business owners, allowing staff to promote engagement
between the business owner and contractor as well as an opportunity for the program to recruit
contractors as trade allies. Each commercial customer who received a kit was registered as a lead in the
database and received a follow-up email with information about other small business solutions. Energy
Smart distributed 280 kits from November 17 7 December 31, 2020.
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The team continued outreach to Large C&I customers to promote the new demand response offering
through the Energy Smart website, Trade Ally quarterly newsletter and advisory group meetings,
presentations, and inter-company coordination to coordinate site visits or communications with managed
accounts. Coordination with local building controls contractors, as well as existing non-DR customers led
to new outreach and interest in the offering.

The Energy Smart team targeted key customer segments including higher education, commercial real
estate, government, healthcare, hospitality, industrial and manufacturing to identify energy efficiency
opportunities. The team engaged these segments through advertising, eblasts and direct outreach. Due
to the COVID-19 pandemic, outreach mainly involved virtual meetings with customers and walk-throughs

of facilities using smart phones and tablets.

Table: 20.5: Outreach Events and Presentations

DATE | PRESENTATION

4/2/2020 | Trade Ally PY10 Kick-Off Meeting
4/13/2020 | Goodwill Industries
4/15/2020 | StayLocal

4/15/2020 | Algiers Economic Development
4/15/2020 | Downtown Development District
4/20/2020 | New Construction incentive discussion -- kern family
4/26/2020 | Higher Education Cohort Meeting
5/4/2020 | New Orleans Baptist Theological
5/6/2020 | Energy Smart PY10 Overview for Facility Managers
5/10/2020 | GNO, Inc.
5/10/2020 | NOFAB i New Orleans Food and Beverage
5/10/2020 | NOLABAi New Orleans Business Alliance
5/10/2020 | FPAC i1 Food Policy Advisory Committee
5/10/2020 | Louisiana Restaurant Association
5/10/2020 | Downtown Development District
5/26/2020 | LA Fair Action Housing Action Center
6/2/2020 | Pat Jackson with Port Orleans
6/8/2020 | Christian Labat
6/10/2020 | Convention Center
6/30/2020 | StayLocal/LCl webinar
718/2020 | Trade Ally Quarterly Meeting
7/15/2020 | UNO Alumni Association
7/15/2020 | LifeCity
7/21/2020 | AIA New Orleans Chapter
7/21/2020 | Deer Park Condo Association
7/27/2020 | Atchafalaya Restaurant
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7/28/2020
7/29/2020
7/31/2020

8/4/2020

8/5/2020

8/6/2020

8/6/2020

8/7/2020
8/10/2020
8/10/2020
8/11/2020
8/12/2020
8/12/2020
8/14/2020
8/14/2020
8/18/2020
8/26/2020
8/28/2020
8/28/2020
8/31/2020
8/31/2020
8/31/2020
8/31/2020

9/1/2020

9/1/2020

9/3/2020

9/3/2020

9/4/2020

9/4/2020

9/9/2020
9/11/2020
9/15/2020
9/15/2020
9/16/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020
9/17/2020

Edinburgh Williams Beauty Salon

Air Service Air conditioning

Dylan Laventhal

Mayor's Office of Economic Development
Urban Conservancy

Christ Temple Church

Rite Hite

Concordia

Urban Properties

Urban Properties

IRIS Development

The Water Collaborative

House of Refuge

THRIVE

Housing Authority of New Orleans
Hoffman Triangle Neighborhood Association
Mayor's Office of Economic Development
Lafitte Redevelopment

The Front LLC

Housing NOLA

Housing & Complex Care

4 Dimensions LLC

Roland Davis

LaunchNOLA

Hertz Investment Group

WWII Museum

Silocaf

Jerusalem Missionary Baptist Church
McDonald's on Carrollton

Quality Inn

Woodvine and Big Easy Bucha

LSU Health System

Customer training -- developer Steven Kennedy

Orleans Tower

Hertz Investment Group
Children's Hospital

LSU Health System
Tulane Medical Center
Dillard

Lowes Hotel

Marriot

Landry High School

Orleans Tower
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9/17/2020
9/17/2020
9/17/2020
9/18/2020
9/18/2020
9/18/2020
9/18/2020
9/21/2020
9/22/2020
9/22/2020
9/22/2020
9/22/2020
9/22/2020
9/24/2020
9/24/2020
9/27/2020
9/27/2020
9/29/2020
9/29/2020
10/1/2020
10/8/2020
10/8/2020
10/9/2020
10/9/2020
10/10/2020
10/11/2020
10/12/2020
10/12/2020
10/13/2020
10/13/2020
10/14/2020
10/14/2020
10/15/2020
10/15/2020
10/19/2020
10/20/2020
10/20/2020
10/22/2020
10/26/2020
10/27/2020
10/27/2020
10/27/2020
10/27/2020

HOLCIM

Crescent Crown Distributing

Customer training -- Ebenezer Baptist Church
Poydras Properties

Poydras Center

City Church

Woodvine and Big Easy Bucha
Woodvine and Big Easy Bucha

Mayor's Office of Economic Development
Higher Education Cohort Meeting

Reily Foods

Mossy Motors

Green Coast

Loew's Hotel

ENO Customer Service Managers
LaunchNOLA Small Business Solutions Webinar
Xavier University

Magazine Street Merchant Association
Enwave

Spa Atlantis

Quiality Inn New Orleans East

Eden House

New Orleans Terminal

Park Place Barber School

Drink Cajun Fire

Covenant House

Mayor's Office of Economic Development
PJs Coffee in New Orleans East
Chamber of Commerce Power Breakfast
LaunchNOLA

Councilwomen Nguyen office

Greater Ebenezer Baptist Church
Quality Inn New Orleans East

New Testament Baptist Church

Creative Designs

Cardinal Expo

CX Exhibits

BRT (John Rice)

Waffle House

Lofting Group

Spa Atlantis

Artisan Cafe

DEM Services

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10

7



10/29/2020 | Youth Empowerment Project
10/29/2020 | Fountainbleau Hotel

11/3/2020 | Big Easy Bucha

11/3/2020 | Keeler and Associates

11/5/2020 | BRT (John Rice)

11/5/2020 | WYES
11/10/2020 | Lionheart Prints
11/10/2020 | Energy Management and Technology: Fundamentals and Beyond
11/10/2020 | Picayune Holdings
11/11/2020 | Folgers

12/8/2020 | NASA

12/9/2020 | McDonnel Group

12/9/2020 | Hancock Whitney

12/9/2020 | University of Holy Cross

12/9/2020 | Archdiocese of New Orleans

12/9/2020 | Introduction to Motors and VFD
12/15/2020 | Mayor's Office Weekly COVID Meeting
12/16/2020 | State of Louisiana Electrical Division
12/17/2020 | Lakeview Sushi
12/18/2020 | DEM Services
12/21/2020 | DEM Services

Program Presentations

Trade Allies i 7 presentations.

Higher Education i 6 presentations.

= = =

K-12 7 1 presentation.

9 Associations i 23 presentations.

I Museumi 1 presentation.

1 Small Business 1 25 presentations.
Commercial Real Estate T 13 presentations.
Religious/Faith Based 1 8 presentations.

Government 1 9 presentations.

= = = =1

Healthcare i 6 presentations.
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I Hotelsi 8 presentations.

1 Manufacturing i 4 presentation.
1 Non-profit i 4 presentations.

1 Restauranti 4 presentations.
1 Warehouse i 4 presentations.

9 Utility 7 1 presentation.

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 Ahands ond knowledge al
leadership in the industry to their peers, identify the support they need to implement projects and 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 20.6: Higher Education Cohort Meetings

DATE | LOCATION

4/26/20  Webinar Program Year 10 Kick Off and new offerings overview.
Recap of new offerings; Status to goals and budgets; Discuss the 25% customer
9/22/20  Webinar bonus; Energy and Sustainability at the Morial Convention Center; Large C&l Demand
Response offering overview.
12/17/20  Webinar ‘ Recap of Program Year 10; Green Revolving Fund; Benchmarking.

Participating Institutions and Organizations:

9 Dillard University.

9 Louisiana State University Medical Center.
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Louisiana State University Health Foundation.
Southern University at New Orleans (SUNO).

Tulane University.

University of New Orleans (UNO).

Xavier University.

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

New Orleans Baptist Association.

NOLA Public Schools.

= =_ = = =4 =4 =4 -4 -4 -9

Collegiate Academics.

Proposed Plans for PY11

The Energy Smart program will be expanding its marketing strength and expertise by hiring an advertising
agency to help market the Commercial & Industrial offerings to participating and non-participating
customers. Marketing plans in PY11 will continue to build upon program awareness built through prior
program years with the primary goal of increasing program participation, particularly with large and small
customers that have never participated in the Energy Smart program. The team will develop a series of
integrated marketing campaigns that incorporate email marketing, Google search, display ads and social
media ads that drive traffic to the Energy Smart website. Video case studies, expanded public relations
and media events, outreach, customer testimonials and video case studies are further initiatives planned
for PY11. Small commercial offerings such as EasyCool for Business, Small Business Direct Install and
Small Business Online Store will be key focus areas. For the Large C&l offerings, focus will be on the
Construction Solutions offering, non-lighting measures and those measures that produce the largest kWh
savings in PY11.

A robust marketing plan for the Large C&l Demand Response offering will be developed and executed
in PY11 to ensure that the offering remains on track to meet overall demand shed goals. The plan will
focus on reaching customers on segments of electrical grid that may be more congested to improve grid

resiliency.
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Commercial & Industrial Customer Satisfaction

Customer satisfaction is one of the highest priorities for the Energy Smart program. Surveying was
conducted byEnt er gy New ORaftyEsalustad. REshts shalved that an overall satisfaction
rate of 9.5 on a 10-point scale, with 10 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 20.7: Commercial & Industrial Customer Satisfaction

How satisfied are you with the staff member who assisted you with your project? 10.0
How satisfied are you with the facility assessment or other technical services received from the staff person? 9.4
How satisf_ied are you with the amount of time it took to get the rebate or incentive after the completed application 95
was submitted?

How satisfied are you with the range of equipment that qualifies for the program? 9.8
How satisfied are you with the steps you had to take to get through the program? 9.0
How satisfied are you with the contractor or trade ally that provided the service? 9.5
How satisfied are you with the energy efficiency improvement(s) you completed? 9.8
How satisfied are you with the program overall? 9.5
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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, providing marketing engagement
opportunities, assisting with program participation and 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 PY10, the Energy Smart
team continued to focus on making enhancements to the Trade Ally Network. It expanded training and
development opportunities and streamlined the application process. The program transitioned to online
quarterly meetings and trainings to maintain safety measures due to the COVID-19 pandemic. This
allowed the program to welcome speakers from organizations throughout the country to advise trade
allies on a variety of topics such as building energy certifications, finance, sales and technical training.
Additionally, the program conducted regular direct outreach to trade allies to increase engagement with
the program.

Trade Ally Resources

Energy Smart provides resources each year to trade allies to improve their experience with the program.
These resources include:

Trade Ally Badges.

Bi-Monthly Residential Trade Ally Newsletter.

Residential Leave-Behind Flyer with Program Information.

= = =4 =

Residential Technical Training Available for BPI CEUs.

=

Residential Field Guide Forms Regarding Trade Ally Service Measures.

Residential Conflict of Interest Hazard Disclosure Form.

==

Quarterly C&I Trade Ally Newsletter.
C&l Leave-Behind Postcard with Examples Of Completed Projects.

C&Il Frequently Asked Questions.

=A == = =

C&I Small Business Direct Install One-Page Summary.
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1 C&l Program Overview One-Page Summary.
1 C&l List of Prescriptive Incentives.
1 C&l Sales Proposal Tips.

In PY10, the Energy Smart team significantly improved the design of its quarterly C&Il newsletter with a
more visually appealing layout. The new format contains links to program information and training
opportunities. New additions to the newsletter included a Trade Ally Spotlight and visual representations

of the status to program goals and incentive funding.

Energy Smart also produced new materials allowing trade allies to promote their affiliation with the

program as well as program offerings:

1 Trade ally certificates.
1 New construction document outlining guidelines for incentives.

1 Summary of the Commercial Real Estate offering.

Trade Ally Safety

In PY10, Energy Smart produced a COVID-19 Safety Video which was distributed to all trade allies. This
video provided an overview of the work safety procedures required of trade allies interfacing with clients.
Program staff reiterated these safety guidelines in quarterly meetings, newsletters and regular
communications. Residential trade allies were required to confirm that they had reviewed the COVID-19
safety guidelines prior to resuming work for the program. The Energy Smart team surveyed commercial
trade allies through emails and phone calls to gauge the impact on COVID-19 on their businesses, to
review safety guidelines, and to gain insight as to how the program could assist their business during the

economic shutdown.

Energy Smart staff implemented the following safe work practices for all trade allies:

9 Trade allies who feel sick shal/l not wor k ons

1 Trade ally employees are responsible for ensuring temperature is below 100.4 degrees.

9 Trade allies should perform pre-screens before the customer visits via phone or email. During the
pre-screening, all parties should confirm if the site visit is warranted and conditions are safe, all

parties should also confirm that no sickness or potential iliness exist to individuals who have been
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exposed, possibly exposed or quarantined. Trade allies may be asked to complete confidential
health screenings or questionnaires by the customer or site location and may have to comply to
be admitted on site.

91 All trade allies should use protective equipment, known as PPE, when working on site.

Trade Ally Network Development and Highlights

The Energy Smart team recruited new C&l and Residential trade allies to the program through these
methods:

91 Direct outreach to local contractors working in the energy efficiency industry who had not
previously engaged with the program.

9 Direct outreach to business owners to inquire about their existing electrical contractors.

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

1 Facilitation of the GPRO (Green Professionals Building Skills & Maintenance) course in
conjunction with the Urban League of Louisiana.

1 Engagement with participating contractors that have not registered as trade allies.

The Residential Trade Ally Network was directly impacted by the COVID-19 pandemic forcing field-based
offerings to be suspended while the Stay-at-Home order was in effect. Multifamily Solutions, Home
Performance with ENERGY STAR®, A/C Solutions and Income Qualified Weatherization field work was

suspended until the end of June.

On June 24, the program announced the re-opening of all residential offerings and provided health and
safety guidelines for performing services in customer homes. The Energy Smart team re-enrolled
residential trade allies who suffered direct economic impact from the COVID-19 Stay-at-Home orders.
Next, the Energy Smart team processed customer assignments that had been on hold due to COVID-19
and increased the scheduling of customer referrals with active trade allies. The team provided in-person
and virtual training with residential trade allies to boost the economic health of their businesses and

ensure proper completion of services in the program.

In PY10, the Energy Smart team decided on the criteria for a tier system to evaluate residential trade

allies and announced to the trade allies that this tier system would go into effect in Q1 of PY11. The
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categories of the tier criteria will include quality reviews, kwWh savings contribution and response time to
customer s. The tier system wicontinuossuirpppoeeméent it thade alfyr ogr a
performance and accountability. During the development of the residential tier system throughout PY 10,
Energy Smart staff sought feedback on metrics used in ranking the trade allies to increase trade ally

involvement in the process.

The residential program modeled its tier system from the commercial tier system. PY10 was the second
program year in which C&l trade allies were tiered either Platinum, Gold, Silver or General based on their

participation in the program in the previous year.

Table 21.1: Residential Trade Ally Tiers

TIER # OF TRADE ALLIES

Gold

Silver
General

While the program never suspended C&l trade allies from continuing field work, the team communicated
the COVID-19 safety protocols to trade allies when acting on behalf of the program. The Energy Smart
team added 34 new trade allies to the C&I Trade Ally Network in PY10.

C&l trade allies are listed on the online searchable database according to their tiers as well as their
services provided and diverse supplier certification. Customers in search of trade allies are directed to
this online searchable database. This tiered system is intended to incentivize C&I trade allies to work
towards a higher tier ranking and help customers find trade allies based on their services and level of

experience.

Table 21.2: C&I Trade Ally Tiers

# OF TRADE ALLIES

Platinum 7
Gold 5
Silver 22
General 90
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Trade Ally Advisory Group (TAAG)

In PY10, the Energy Smart team continued to host Trade Ally Advisory Group (TAAG) meetings on a
guarterly basis for both C&l and Residential trade allies, shifting to an online format considering the
COVID-19 pandemic. TAAG meetings are essential to strengthening the relationship between the
program and its trade allies. In addition to learning the status of program goals, incentive funding and
program updates, trade allies can ask questions and provide insight about specific projects or about
modifications to program processes. The program enhanced the TAAG experience in PY10 by facilitating

efficient online meetings. Trade allies from all states were able to tune in live to the discussions.
Residential Trade Ally Advisory Group

The Residential Trade Ally Network kick off webinar was hosted in April 2020, with subsequent TAAG
meetings held in July, October and December. The Energy Smart team improved the residential TAAG

experience by:

1 Modifying the format of presentations to be more interactive with trade allies and to allow for
deeper discussions on how to streamline program processes.

1 Setting meetings with trade allies who were unable to attend meetings to ensure that all trade
allies had the opportunity to current program modifications.

9 Offering follow-up online trade ally surveys to gain insight from participating trade allies.
Commercial & Industrial Trade Ally Advisory Group

The C&l kick off TAAG meeting was also held in April 2020, with subsequent TAAG meetings held in July
and October. The Energy Smart team built upon the progress of the C&l TAAG experience from the prior
program year by continuing the following elements:

1 Welcoming guest speakers from workforce-development agencies.

1 Welcoming guest speakers from Honeywell to provide an overview of the Commercial Demand
Response offering.

1 Emphasizing specific non-lighting prescriptive measures in categories such as HVAC and
refrigeration.

1 Highlighting direct outreach efforts in both large commercial and small commercial programs.

1 Providing opportunities for individual application assistance.
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1 Polling trade allies on their interest in professional development opportunities.
1 Promoting new offerings as well as the trade ally bonus and customer bonus.

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 registered with the program at the

end of PY10.

Table 21.3: Contractor Engagement

CATEGORY # OF TRADE ALLIES

C&I Network

Residential Network

TOTAL

Registered trade allies have met the programés
allies are required to maintain a level of activity in the program to remain registered. Energy Smart

conducts a yearly review of registered trade allies.

Contractor Participation

A total of 50 C&I contractors submitted projects to Energy Smart in PY10, 30 of which were registered

trade allies with the program. A total of 10 residential trade allies submitted rebates to the program team.

Table 21.4: Contractor Participation

# OF COMPANIES

CATEGORY
C&I Network

Residential Network
TOTAL
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Planned or Proposed Changes

In PY11, 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 will also store training materials and centralize critical program announcements.

For residential trade allies the team plans to build upon past successes by expanding its offerings in
PY11 and streamlining the ease with which trade allies submit projects to the program. The program will
enhance the online rebate submission system offered to streamline participation by simplifying the
customer assignment and rebate submission process. Residential trade allies will have the opportunity
to participate in other new offerings such as new construction, as well as window efficiency upgrades for

residential customers.

Similarly, the team will create an improved internal tracking system for C&l trade allies that will track
outreach campaigns, trade ally participation, project submissions and other areas pertaining to program
goals. The team also plans to increase the share of non-lighting projects submitted such as HVAC,
refrigeration and cooking equipment. The team will focus recruitment efforts on trade allies that perform
non-lighting upgrades and those that serve the small business market.
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Training Program

In PY10, Ener gy Smartés training efforts significantly
increase visibility of the program. Energy Smart offered training opportunities to trade allies that were led

by staff, technical trainers, finance experts and green-building consultants.

Due to COVID-19, the Energy Smart team committed to engaging trade allies in PY10 through a series
of interactive webinars which were designed to help trade allies develop a variety of skillsets while Stay-
at-Home orders were in place.

Audiences Trained
In PY10, 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 Customers: The Energy Smart team made presentations to customers regarding the program

and available resources 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 appliance rebates available to residents.
Training Topics/Content Categories

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.

1 Technical Training: Topics included the fundamentals of energy efficiency, motors and variable
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frequency drive, in depth trainings on combustion safety methods, air sealing and duct sealing
in residential customer homes, operations certification opportunities and best practices of

performing program measures.

1 Program Implementation Training: Topics included trade ally orientations, program
application walk-throughs, new-program orientations, retailer educations and training on

program processes, systems and annual plans.

Graph 22.1: Training Investment by Audience Type
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Chart 22.1: Training by Participation Type
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Market Segmentation Training Highlights
Green Building Professional (GPRO)

Energy Smart partnered with the Urban League of Louisiana to host i Gr een Bui l di ng Pr
( GPRO) Operations & Maintenance Essentials, d a cust
event in August of PY10. GPRO coordinated with Energy Smartand t he Ur ban League o0
Contractor Resource Center to instruct this six-day course which focuses on strategies to reduce energy
use while improving tenant comfort and health. The Urban League provided event outreach/marketing,

registration support and virtual platform use.
GPRO 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 impacts on business, discuss relevant efficiency improvement projects and learn
how to leverage available Energy Smart incentives to execute those projects. The course had a technical
emphasis on energy efficiency in commercial buildings including lighting, HVAC, and building design. At
the end of the course, students took a test on their understanding of many facets of building science and

operations.
Technical Training

In December, the program offered two training opportunities eligible for continuing education credits. The
instructor for both classes was Jerry Eaton, P.E., a specialist with over 20 years of teaching experience in
assisting companies identify, quantify, and implement energy reduction projects and programs, which drives

utility bill cost savings.

The first course, eligible for six professional development hours, was entitled Energy Management and
Technology: Fundamentals and Beyond. The course provided attendees with an understanding of why energy
management programs succeed or fail, how to develop and implement a culture of energy efficiency within an
organization, how to analyze electric bills and how to understand utility costs. The instructor explained how
energy management programs are a critical element in cost reduction and profitability initiatives within an
organization. This course was attended by 22 commercial customers, 15 trade allies and four program staff

members.
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The second course, eligible for three professional development hours, was entitled Introduction to Motors
and Variable Frequency Drives (VFD). The course covered when and why to use a VFD and provided
an overview of terminology such as simple payback, blended energy cost and high efficiency motors.
Attendees learned how to estimate energy cost savings and learned cost-reduction strategies through
case studies.

Planned Improvements to Training Program

In PY11, the Energy Smart team will enhance its training program through the leadership of a new training
partner which will direct training efforts in Q2, Q3 and Q4. This partner will enable the program to improve
its ability to offer technical trainings that qualify for continuing education credits. Additionally, the Energy
Smart team will provide educational opportunities by partnering with a variety of organizations. The
subject matter of these educational opportunities will include:

Technical training on air conditioner tune-ups for residential systems in cold weather conditions.

Sales of residential services in addition to the measures offered by the program.

Technical training on efficient building renovation options for windows and doors.

Technical training on high efficiency residential design and construction methods.

Regulations and economics of lightbulb recycling.

Technical training on non-lighting measures such as refrigeration and HVAC.

Commercial sales training focused on soft skills.

Training on smart thermostats and demand response.

Green building tours focused on energy efficiency and LEED certification.

Retro-commissioning incentives and implementation.
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Sales of residential services outside of the program.

The Energy Smart team will expand opportunities for residential trade allies by working with outside
organizations such as SELACACI and JohnStone of New Orleans to promote growth and engage local
contractors within the air conditioning and weatherization industry. These initiatives include introductory
presentations, cross promotion, staff attendance of events and enrolling interested organization members

as new residential trade allies.
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Energy Smart will also poll C&l trade allies and commercial facility directors to gauge their interest in

pursuing the Certified Energy Manager certification offered through the Association for Energy Engineers.
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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 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. The team reviewed customer calls to evaluate the

performance of customer care center agents in their interactions with customers.

The Energy Smart team performed desk audits periodically throughout PY10. These audits are designed
to identify and inspect irregularities within submitted rebates. Energy Smart staff addressed any
irregularity or customer issue that arose. The Energy Smart team would attempt to resolve the issue by

phone; if further assistance was needed, then a staff member would address the issue on site.

The Energy Smart team also selected customers for quality assurance inspections which included
checking diagnostic testing procedures and services to ensure best practices were being utilized by trade
allies and the Energy Smart team. Virtual site inspections were used in PY10 to ensure the safety of

customers and program staff.

Table 23.1: Residential Project Inspections

% OF PROJECTS

OFFERING

INSPECTED
Home Performance with ENERGY STAR 66.67%
Multifamily Solutions 21.43%
Income-Qualified Weatherization 29.44%
A/C Solutions 9.25%

Commercial & Industrial Quality Assurance

The program conducted QA/QC reviews on 100% of Commercial & Industrial (C&l) projects in PY10.
These checks included both pre-installation and post-installation desk reviews. Prior to the safety
measures taken for COVID-19, all projects with incentives above $5,000 were subject to an on-site
inspection. Energy Smart conducted all project inspections through video calls with customers and/or the

trade allies implementing the project. Virtual inspections were scheduled ahead of time just as they would
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have been for in-person inspections. During the virtual pre-installation inspections, the customer or trade
ally walked Energy Smart staff through the building using a smart phone or tablet to confirm that the
information provided in the application matched the visual inspection. Every project received a thorough
desk review. Energy Smart randomly selected 10% of prescriptive projects for inspections prior to
processing incentive payments. The checks during the pre-installation reviews ensure the customer and
project are eligible for the program and that the estimated savings and incentives are accurate. An
accurate estimate gives the customer and contractor confidence that if the pre-approved scope of work
is implemented as proposed, their projected savings and incentive amount would 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 quarterly 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 a full suite
of energy solutions specific to small businesses. In addition to the Small Business Direct Install (SBDI)
offering, the team introduced smart thermostats and EasyCool for Business, Small Business Energy
Efficiency Kits and a Small Business Online Store. These offerings are intended to provide small
businesses with several different ways to participate, including the virtual retail option through the Online
Store. The launch of the Small Business Energy Efficiency Kits was expedited in response to the COVID-
19 pandemic and offers a no-cost solution for customers to begin their energy efficiency journey through
a pre-packaged kit of basic measures that customers can self-install. To further participation, the team
began canvassing commercial corridors throughout all City Council districts to distribute kits and directly
engage customers. Additionally, the team implemented a direct mail campaign whereby Business Reply
cards were sent to customers in arrears to promote the free Energy Efficiency Kits and other offerings.
The goal of these new solutions and tactics is to reach small business customers that are generally harder

to engage and because they are some of the customers hardest hit by the pandemic.

During the first few months of PY10 when the Stay-at-Home orders were in effect, the team handed out
energy efficiency products at food distribution locations throughout the City Council districts and relied
on virtual options for residential customers. The team handed out single and four-packs of LED light bulbs
at various drive-through food distribution sites and provided customers with collateral on the Energy
Smart offerings. While field work was paused, the team engaged customers through the Energy Smart
Online Marketplace which offered free Energy Efficiency Kits and a free smart thermostat for a limited

time.

A Virtual Home Energy Assessment (VHEA) was launched and offered customers the option to have the
program conduct their comprehensive home assessment through a smart phone or tablet. During the
VHEA, the Energy Advisor conducted the virtual assessment with the customer, produced the summary
report and then the team direct-shipped custom boxes of energy efficiency products to customer homes
for self-installation. The team also implemented an email campaign for customers in arrears that
promoted Energy Awareness Month in October and highlighted the Home Performance with ENERGY
STAR® and A/C Tune-up offerings.
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Supplier Diversity

Energy Smart partners with multiple small and disadvantaged businesses to help deliver the program.
Choosing diverse 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
support 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 $675,387 in non-incentive program funds with diverse suppliers throughout
PY10.

During PY10 the Energy Smart team assisted any trade allies with potential to acquire diverse-supplier
certifications in beginning the application process and connecting them with support from the Urban

League of Louisiana.

Trade allies holding diverse-supplier certifications accounted for 8% of C&I project submissions and 21%
of total C&I kWh savings.

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.
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 extensive 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, ULLAGs Contractor
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support and training to local contractors who may not have previous experience performing energy

efi ci ency upgrades or who havendét worked with a

Energy Smart coordinates program trainings thr
of Loui sianads Cont rthat pravides yearsoand itraingng fQrecontragtors at their
multiple Louisiana locations. In April, Energy Smart partnered with ULLA to host a webinar focused on
assistance with diverse-supplier certifications. Representatives from ULLA and state and federal officials
detailed the steps for trade allies to obtain the uniform application for the Disadvantaged Business

Enterprise certification.

In PY10, Energy Smart also partnered with ULLA to create and promote Green Tech Month, a series of
five webinars which promoted potential career paths in the clean energy sector. ULLA created a web site
for the webinar series as well as marketing materials and the organization promoted the event among its
job seekers. ULLA Vice President of Workforce Development Cherie LaCour-Duckworth co-hosted each
webinar and introduced the guests. One webinar focused specifically on careers in residential energy
efficiency and a second on careers in commercial energy efficiency. Attendees heard from successful
professionals regarding the necessary certifications and academic career paths to form their own paths
in these fields. The audience consisted of college students, workforce development networks and working
professionals whose careers had been impacted by COVID-19.

In addition to the partnership with the ULLA, the Energy Smart team coordinates with other local
workforce development agencies, including:

Delgado Community College.

Junior Achievement of Greater New Orleans.

Louisiana Green Corps.

New Orleans Business Alliance.

Nunez Community College.

YouthForce Nola.
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YouthWorks City of New Orleans.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 98

ut i

ough



Energy Smart coordinated trade allies to be guest speakers with the Launch NOLA Power Hour, where
industry leaders meet participants in the YouthForce NOLA Launch program of students who recently
graduated high school. Trade ally representatives shared lessons on their careers in energy efficiency.

The team will develop more connections between workforce agencies and trade allies in PY11. The
Energy Smart team laid the groundwork in PY10 to increase the level of instruction focused on energy
efficiency within these agencies and to increase the level of engagement between trade allies and the
agencies. In addition to facilitating guest speakers of trade allies to workforce networks, a central
workforce goal of the program is to promote internships and job shadowing which could lead to

employment opportunities within the Trade Ally Network.
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Financial Highlights

OFFERING

Small Commercial & Industrial Solutions
Large Commercial & Industrial Solutions

Publicly Funded Institutions

Commercial & Industrial Construction
Solutions

Large Commercial & Industrial Demand
Response

EasyCool for Business

Home Performance with ENERGY STAR
Retail Lighting & Appliances
Multifamily Solutions

Income Qualified Weatherization

A/C Solutions

School Kits & Community Outreach
Behavioral

Rewards

EasyCool - Direct Load Control

EasyCool - Bring Your Own Thermostat

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables
show incentive spend from 4/1/2020 to 12/31/2020.

Table 25.1

INCENTIVE

SPEND

$593,564
$2,126,161
$297,249

$23,762

$0
$1,960
$222,617
$1,364,325
$89,346
$375,607
$151,608
$52,568
$0
$0
$61,760
$129,395
$5,489,922

INCENTIVE

BUDGET

$1,077,495
$3,304,809
$275,268

$35,438

$39,457
$5,655
$325,004
$1,237,392
$106,130
$269,967
$246,461
$54,206
$0
$100,000
$57,750
$134,290

$7,269,322

% OF
BUDGET

55.09%
64.34%
107.99%

67.05%

0.00%

34.66%
68.50%
110.26%
84.19%
139.13%
61.51%
96.98%
N/A
0.00%
106.94%
96.35%

75.52%

Table 25.2 below illustrates the monthly EECR contributions, expenses and balances associated with

PY10 and early PY11.
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Table 25.2

Energy PY9
Efficiency Beginning | Amortization
Revenues Balance + Carrying

(from EECR) Charges

. PY9
Adj Energy PY10 PY10 = PY9 Amort PY9

(3 years - Balance
PY10-12)

Efficiency /PY11 /PY11 Exp

Expenses

Revenues Expenses Balance Algiers

Program Year 10

11/2019 $179,603
01/2020 $114,668 $109,641 $1,868,090 $98,604  $82,322 ($168,372)
02/2020 $109,641 $82,322 ($168,372)
03/2020 $109,641 $1,526,641 $84,042  $82,322  $1,442,311
042020 $1,352,637 $109,641 $914,073 ($914,073) $154,571  $86,638  $82,322  $1,601,198
05/2020 $1,387,890 $109,641 $1,278,249 $786,044  ($1,406,278) $82,322  $1,518,877
06/2020 $1,726,898 $109,641 $1,617,257 ($3,023,535) | $314,221  $26,698  $82,322  $1,777,474
07/2020 $1,933,543 $109,641 $1,823,902 | $1,868,468 ($2,978,970) | $920,593  $37,184  $82,322  $2,652,929
08/2020 $1,968,434 $109,641 $1,858,793 | $2,031,972 ($2,805,791) $82,322  $2,570,607
09/2020 $1,995,652 $109,641 $1,886,011 | $1,750,804 ($2,940,999) | $274,367  $83,032  $82,322  $2,845,685
10/2020 $1,733,665 $109,641 $1,624,024 $363,544  ($4,201,479) | $283,759  $30,481  $82,322  $3,077,604
11/2020 $1,449,799 $109,641 $1,340,158 $964,572  ($4,577,065) $60,415  $82,322  $3,055,697
12/2020 $1,421,024 $109,641 $1,311,383 $739,790  ($5,148,658) $82,322  $2,973,375
Program Year 11

01/2021 $1,606,650 $109,641 $1,497,009 | $2,281,579 ($4,364,089) $82,322  $2,891,054
02/2021 $1,487,205 $109,641 $1,377,564 | $1,613,237 ($4,128,415) $82,322  $2,808,732
03/2021 $1,580,120 $109,641 $1,470,479 $972,373  ($4,626,521) $82,322  $2,726,410

**There is a beginning credit balance of $114,668 for ENO Legacy and a debit balance of $179,603 for ENO Algiers on January 1, 2020. The

PY9 Balance reflects an offset of $2.2M related to the Lost Contribution of Fixed Costs for previous years.
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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 49,599,653 in Net kwWh savings and 8,919.46 in Net kW savings,
reaching 87.67% of the kWh goal and 72.01% of the kW target. These values represent savings net-of-

free-ridership, compared to the filed goals.

OFFERING

Table 26.1

NET kWh

NET kW

SAVINGS REDUCTIONS

kw % TO
TARGET TARGET

Small Commercial 3,355,719 6,971,994  48.13% 644.44 1,397.02 46.13%
& Industrial Solutions
Large Commercial 18,146,963 24,180,632  75.05% 1,641.97 3,245.61 50.59%
& Industrial Solutions
Publicly Funded Institutions 1,773,603 1,672,804 106.03% 124.20 219.73 56.52%
Commercial & Industrial 279,621 230,403  121.36% 64.58 44,53 145.03%
Construction Solutions
Large Commercial & Industrial ) ) N/A ) 1,679.00 N/A
Demand Response
EasyCool for Business - - N/A - 130.50 N/A
Home Performance
with ENERGY STAR 838,013 1,640,521 51.08% 178.10 1,090.19 16.34%
Retail Lighting & Appliances 7,208,743 6,890,189 104.62% 759.72 545.38 139.30%
Multifamily Solutions 447,291 437,472 102.24% 106.01 163.70 64.76%
Income Qualified Weatherization 899,228 656,208 137.03% 729.27 445.44 163.72%
A/C Solutions 732,556 1,312,417 55.82% 305.22 553.29 55.16%
School Kits & Community 368,181 350,207  105.11% 51.69 41.61 124.22%
Qutreach
Behavioral 15,549,735 12,230,000 127.14% 3,333.88 0.00 N/A
Rewards - - N/A - 0.00 N/A
EasyCool - Direct Load Control - - N/A 980.37 764.10 128.30%
EasyCool - Bring Your Own ) ) )
Thermostat N/A 2,066.00 N/A
Totals 49,599,653 56,572,936 87.67% 8,919.46 12,386.10 72.01%

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables show incentive spend
from 4/1/2020 to 12/31/2020.Savi ngs refl ect verified net energy savi ngsnd¥esificaiamc u ment e d
(EM&V) report.
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The Energy Smart program achieved a Net-to-Gross Ratio (NTGR) of 92.51% in Net kWh savings relative
to the verified gross kWh savings and a kW NTGR of 93.66%.

Table 26.2

OFFERING VERIFIED NET kWh VERIFIED NET kW kw

GROSS kWh SAVINGS GROSS kW REDUCTIONS NTGR

Small Commercial

. ! 3,355,719 3,355,719 100.00% 644.44 644.44 100.00%

& Industrial Solutions
Large Commercial 18,903,086 18,146,963 96.00% 1,824.42 1,641.97 90.00%

& Industrial Solutions
Publicly Funded Institutions 1,876,035 1,773,603 94.54% 132.24 124.20 93.92%
Commercial & Industrial 279,621 279,621 100.00% 64.58 64.58 100.00%

Construction Solutions

Large Commercial & Industrial N/A _ - N/A
Demand Response

EasyCool for Business - - N/A - - N/A

Home Performance with

ENERGY STAR 1,081,372 838,013 77.50% 217.58 178.10 81.85%
Retail Lighting & Appliances 9,889,557 7,208,743 72.89% 1,074.61 759.72 70.70%
Multifamily Solutions 497,487 447,291 89.91% 114.87 106.01 92.29%
Income Qualified 899,228 899,228 100.00% 729.27 729.27 100.00%
Weatherization
AIC Solutions 814,856 732,556 89.90% 339.51 305.22 89.90%
School Kits & Community 468,115 368,181 78.65% 67.28 51.69 76.83%
Qutreach
Behavioral 15,549,735 15,549,735 100.00% 3,333.88 3,333.88 100.00%
Rewards - - N/A - - N/A
EasyCool - Direct Load - - NIA 980.37 980.37 100.00%
Control
EasyCool - Bring Your Own
Thermostat ) ) N/A . . N/A

53,614,811 49,599,653 92.51% 9,523.05 8,919.46 93.66%
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Appendices

Appendix A: School Kits & Education Summary

SCHOOL NAME DATE KITS DISTRIBUTION ENROLLMENT OFFERING

Alice M. Harte Charter School 5/27/2020 1 Charter

Andrew H. Wilson Charter 10/23/2020 80 Charter

Audubon Charter School 10/2/2020 87 Charter

Bishop McManus Academy 11/18/2020 15 Charter

Bricolage Academy 6/29/2020 38 Charter

Dr. King High School 10/23/2020 85 Charter

Edward Hynes Charter School 5/27/2020 1 Charter

Einstein Charter School 11/18/2020 98 Charter

Eleanor McMain Secondary School 11/16/2020 98 Charter
Energy Wise Alliance 5/27/2020 8 N/A

Esperanza Middle School 12/1/2020 64 Charter

FirstLine at Live Oak 10/13/2020 60 Charter

International School of Louisiana 5/18/2020 221 Charter
Joe Brown Community Center 6/5/2020 26 N/A

KIPP Believe College Prep 6/27/2020 197 Charter

KIPP Morial School 12/9/2020 105 Charter

Lake Forest Elementary Charter School 12/10/2020 67 Charter

Lusher Charter School 10/26/2020 354 Charter

Lycée Francais 5/18/2020 1 Charter

Morris Jeff Community School 5/27/2020 212 Charter

RENEW Schaumburg Elementary 12/2/2020 70 Charter

Rosenwald Recreation Center 6/4/2020 39 Charter

Saint Joan of Arc Catholic School 9/11/2020 27 Charter

Sanchez Community Center 6/5/2020 37 Charter

St. Mary's Academy 11/1/2020 9 Charter

St. Rita Catholic School 11/23/2020 20 Scholarship
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Appendix B: Community Outreach Summary

DATE
4/14/2020
4/15/2020
4/21/2020
4/22/2020
4/23/2020
5/12/2020
5/14/2020
5/14/2020
5/20/2020
5/26/2020
5/26/2020
5/27/2020
5/28/2020

6/15/2020
6/24/2020
6/30/2020
7/20/2020
7/21/2020
7/21/2020
7/22/2020
7/22/2020
7/29/2020
8/4/2020
8/12/2020
8/18/2020
8/18/2020
8/19/2020
8/19/2020
8/20/2020
8/26/2020
8/26/2020
8/31/2020
9/1/2020
9/2/2020
9/2/2020
9/3/2020

GROUP

Greater New Orleans Housing
Authority (GNOHA)

Louisiana Green Corps

Louisiana Green Corps

Louisiana Green Corps
Louisiana Fair Housing Action Center

New Orleans Chamber of Commerce

Central Circle Virtual Coffee Break
Updates

CRNA - Carrollton Riverbend NA
GNO Interfaith Climate Coalition
LA Fair Housing Action Center
Mayor's Round Table

GNO Interfaith Climate Coalition

Central Circle Virtual Coffee Break
Updates
Fairground Neighborhood Association
Zoom Meeting

Central Circle Meeting
Housing Summit 2020
Louisiana Green Corps
Louisiana Green Corps
Central Circle Meeting
Louisiana Green Corps
Harmony Oaks

Central Circle Meeting

Iris Development Lower Garden
District Meeting

Janes Place - Renters Assembly
GPRO
Hoffman Triangle
GPRO
Janes Place - Renters Assembly
GPRO
Janes Place - Renters Assembly

Central Circle Meeting

Healthy Homes Housing and Complex
Care Roundtable

GPRO
Janes Place - Renters Assembly
GPRO

Power Trip
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LOCATION
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar

Webinar

PEOPLE AT EVENT
28
20
20
20
10
30
18
20
16
16
34
15
18
18
14
28
12
12
14
12
17
14
36
18
12
19
12
12
12
14
17
25
12

8
12
4
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9/3/2020
9/9/2020
9/10/2020
9/15/2020
9/16/2020
9/16/2020
9/17/2020
9/22/2020
9/23/2020
9/23/2020
9/23/2020
9/24/2020
9/30/2020
9/30/2020
9/30/2020
10/7/2020
10/7/2020
10/12/2020
10/14/2020
10/14/2020
10/19/2020
10/21/2020
11/4/2020
11/4/2020
11/10/2020
11/11/2020
11/12/2020
11/12/2020
11/16/2020
11/16/2020
11/20/2020
12/4/2020
12/3/2020
12/4/2020

GPRO
Janes Place - Renters Assembly
Green Tech Month
Green Tech Month

Janes Place - Renters Assembly

Season of Creation: A Jubilee for the
Earth

Green Tech Month
Green Tech Month

Janes Place - Renters Assembly

Season of Creation: A Jubilee for the
Earth
Delassize Neighborhood Association
Meeting

Green Tech Month:
Central Circle

Janes Place - Renters Assembly

Season of Creation: A Jubilee for the
Earth

Power Trip
Janes Place - Renters Assembly
Mid-City Neighborhood Association
Janes Place - Renters Assembly

Central Circle Monthly Meeting
Broadmoor NA Meeting

Janes Place - Renters Assembly
Janes Place - Renters Assembly
Power Trip

St John Neighborhood Association

New Orleans Neighborhood Virtual
Summit

Dillard University Outreach Call

New Orleans Neighborhood Virtual
Summit

Canvassing

Broadmoor Improvement Association
Meeting

Public Allies of New Orleans
Power Trip
Louisiana Green Corps

Louisiana Green Corps
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Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar

Webinar

District B - Keller
Library

Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar
Webinar

Webinar

12

28
42
16
23
29
37
17
19
22
44
13
16
28

12
31

18
23

12

31
280

280
50
24

23

14
14
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Appendix C: Training and Education

Date Title Audience Attendees | Length

4/2/2020

4/4/2020

4/6/2020

4/8/2020

4/9/2020

4/10/2020

4/14/2020

4/20/2020

4/20/2020

4/21/2020

4/22/2020

4/27/2020

4/29/2020

C&l Trade Ally
Training -- Energy
Smart PY10 Kickoff

Retail Training
(Costco New Orleans
#1147)

C&l Trade Ally
Training -- Digital
Lumens

Residential Trade Ally
Advisory Group

Retail Training (Home
Depot- Central #385)

C&l Trade Ally
Training -- Motion
Industries

C&l Trade Ally
Training --
Commercial Energy
Financing

C&I Trade Ally
Training -- NOLA
Electric

C&l Trade Ally
Training -- NOLA
Electric
C&l Trade Ally
Training -- Balthazar
Electriks

C&I Trade Ally
Training -- Diverse
Supplier Certification

C&l Trade Ally
Training --
Brotherhoodway

C&l Trade Ally
Training -- Technical
Reference Manual

C&I Trade Allies

Retail Staff and
Customers

C&I Trade Allies

Residential Trade
Allies

Retail Staff and
Customers

C&l Trade Allies

C&l Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&I Trade Allies
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32

28

20

14

16

90

20

60

45

15

30

45

60

60

30

45

30

60

Objective

Kickoff of PY10 to
inform trade allies of
program goals and
offerings.

Program
Implementation

Program Overview
and Implementation
Advice

Program
Implementation

Program
Implementation

Program Overview
and Implementation
Advice

Provide information
about options for
commercial
financing.

Overview of New
Construction
Incentives

Overview of New
Construction
Incentives

Calculator Training

Technical Assistance
with Diverse Supplier
Applications

Calculator Training

Technical Training
on Technical
Reference Manual

Description

Trade allies received
updates on new
programs and incentive
goals by a variety of
staff.

Product knowledge.

Met with Ben Rukavina
to discuss program
marketing materials and
steps for project
submission.

Review PY9 program
goals, new rebate and
incentive amounts and
new income-qualified
measures for duct
efficiency and attic
insulation.

Product knowledge and
program benefits.

Onboarding through
review of marketing
materials, project
submission, and
communications.

Representative of NEIF
spoke about lending
options for commercial
energy efficiency
projects.

Existing trade ally
(customer project
manager) learned about
new construction
offerings.

Second part of training
focused on new
construction.

Calculator overview and
project submission
process.

State and federal
representatives provided
information about DBE
and other certifications.

Provided assistance with
a calculator overview for
a new trade ally.

Engineering department
provided assistance with
custom measures found
in Technical Reference
Manual.
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4/30/2020

5/4/2020

5/5/2020

5/8/2020

5/11/2020

5/13/2020

5/13/2020

5/19/2020

5/20/2020

5/22/2020

5/22/2020

5/22/2020

5/26/2020

5/28/2020

5/29/2020

C&l Trade Ally
Training -- Balthazar
Electriks

Commercial Customer
-- New Orleans Baptist
Theological Seminary

C&l Trade Ally
Training -- Magnetite
Panels

Residential Trade
Allies -- Kickoff
Meeting

C&l Trade Ally
Training -- Rhodium

Internal Staff Training
-- Computrols Webinar
on Post COVID Re-
occupying

C&l Trade Ally
Training -- 3D Service
Group

C&l Trade Ally
Training -- Site Logic

C&l Trade Ally
Training -- Melink

C&I Trade Ally
Training -- Southern
Style

C&l Trade Ally
Training -- Palco

C&I Trade Ally
Training -- Natal's

C&l Trade Ally
Training -- Paul Poole

C&l Trade Ally
Training -- Urban
League Resources

C&l Trade Ally
Training -- Magnetite
Panels

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

Residential Trade
Allies

C&l Trade Allies

Energy Smart Staff

C&l Trade Allies

C&l Trade Allies

C&l Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

12

30

30

60

60

30

30

15

15

15

15

30

30

30

60

60

Calculator Training

Program Overview
and Calculator
Training

Program Overview
and implementation
advice

Program Overview
and Kickoff

Program Overview
and Implementation
Advice

Internal Staff
Training

Program Overview
and Implementation
Advice

Program Overview
and Implementation
Advice

Program Overview
and Implementation
Advice

Program Overview
and Implementation
Advice

Program Overview
Re-education of
Existing Trade Ally
Program Overview
Re-education of
Existing Trade Ally

Program Overview
with New Trade Ally

Technical Training
on resources
available from Urban
League.

Program Overview
and Implementation
Advice

Provided assistance with
a calculator overview for
a new trade ally.

Facility Director received
program overview of
updates to the program.
Onboarding of a new
trade ally -- marketing
materials, project
submission, and
communications.
Provide updates to the
program for the new year
for PY 10.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Gain insight on building
facility directors and their
energy efficiency goals
during COVID.

An overview of incentive
values, project
submission guidelines,
and communication tips.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Onboarding of a new
trade ally -- marketing
materials, project
submission, and
communications.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Review of project
submission guidelines
for existing trade ally.
Review of project
submission guidelines
for existing trade ally
Onboarding of a new
trade ally -- marketing
materials, project
submission, and
communications.

Business advisor with
Urban League provided
an overview of resources
available from Contractor
Resource Center.

Onboarding of a new
trade ally -- marketing
materials, project
submission, and
communications.
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6/2/2020

6/2/2020

6/3/2020

6/3/2020

6/8/2020

6/10/2020

6/11/2020

6/12/2020

6/15/2020

6/15/2020

6/16/2020

6/16/2020

6/17/2020

6/26/2020

Commercial Customer

C&l Trade Ally
Training -- C&0
Plumbing

C&l Trade Ally
Training -- Sales
Training

C&l Trade Ally
Training -- Trane
Technologies

Commercial Customer
-- The Building on
O.C. Haley

Commercial Customer
-- Ernest Morial
Convention Center

C&l Trade Ally
Training -- Citi
Approved

C&l Trade Ally
Training -- Computrols

C&I Trade Ally
Training -- Triple HHH

C&l Trade Ally
Training -- Salas
O'Brien

Individual Trade Ally
Training -- DSL LLC

C&l Trade Ally
Training -- Enernet

C&l Trade Ally
Training -- Scott's
Electrical Solutions

C&l Trade Ally
Training -- Moses
Engineers

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

Commercial
Customer

Commercial
Customer

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

20

30

30

60

15

30

60

30

45

30

15

30

30

30

30

Program Overview
for a commercial
customer.

Program Overview
and Implementation
Advice

Sales Training for
Trade Allies

RCx overview

Program Overview
for a commercial
customer,

Calculator Training

Program Overview
and Implementation
Advice

Review of sales
training with trade
ally.

Program Overview
and Implementation
Advice

Program overview

for existing trade ally.

Program Overview
and Implementation
Advice

Program Overview
and Implementation
Advice

Program Overview
and Implementation
Advice

Program Overview
and implementation
advice.

Discuss prescriptive
incentives, SBDI, project
submission process, and
the searchable
database.

Potential trade ally
provided with an
overview of incentive
values, project
submission guidelines,
and communication tips.
Sales training focused
on telling successful
stories and using Energy
Smart marketing
materials.

Review of RCx updates
in PY10 with existing
trade ally.

Discuss prescriptive
incentives, SBDI, project
submission process, and
the searchable
database.

General Calculator
training for project
submission.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Follow-up on sales
training that trade ally
attended, focusing on
equating energy
efficiency with customer
goals.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Brief overview of project
submission guidelines
for an existing trade ally.

An overview of incentive
values, project
submission guidelines,
and communication tips.

Onboarding of a new
trade ally -- marketing
materials, project
submission, and
communications.

An overview of incentive
values, project
submission guidelines,
and communication tips.

An overview of incentive
values, project
submission guidelines,
and communication tips.
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6/30/2020

6/30/2020

6/30/2020

711/2020

7/1/2020

7/1/2020

7/2/2020

7/2/2020

7/2/2020

7/2/2020

71212020

C&l Trade Ally
Training -- June 30
Arc Software Training

Commercial Customer
-- June 30 Arc
Software Training

Internal Staff -- June
30 Arc Software
Training

Residential Trade Ally
Advisory Group

Retail Training (Home
Depot- Central #385)

Retail Training
(Walmart- Behrman
#1163)

Retail Training
(Walmart- Chef
Menteur #3167)

Retail Training
(Walmart- Bullard
#912)

Retail Training
(Rainbow Grocery)

Retail Training
(Rockery Ace
Hardware)

Retail Training
(Uptown Supermarket)

C&I Trade Allies

Commercial
Customer

Energy Smart Staff

Residential Trade
Allies

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

10

29

60

60

60

45

25

10

20

15

15

Technical training on

energy-efficiency
software.

Technical training on

energy-efficiency
software.

Technical training on

energy-efficiency
software.

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Overview of Arc
software, the LEED
certification software
associated with USGBC
and provided by
Arcskoru.

Overview of Arc
software, the LEED
certification software
associated with USGBC
and provided by
Arcskoru.

Overview of Arc
software, the LEED
certification software
associated with USGBC
and provided by
Arcskoru.

COVID-19 recap,
available rebates,
program changes, A/IC

Tune-up news and smart
T-stat order options.

Product knowledge,
Program Benefits.

Product knowledge.

Pricing discrepancies.

Product knowledge,
program benefits and
pricing discrepancies.

Product knowledge and

program benefits.

Product knowledge.

Product knowledge and
program benefits.
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7/6/2020

7/8/2020

71812020

7/8/2020

718/2020

7/13/2020

7/15/2020

7/15/2020

7/15/2020

7/20/2020

7/21/2020

Retro-commissioning
overview for RSPs

Quarterly Trade Ally
Group meeting July 8

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training J&R AC &
Heating)

Individual Trade Ally
Training -- Perle
Construction

Trade Ally Training
LEED Credentials

APTIM Staff Training -
- LEED Credentials

Community Outreach
Program Overview --
UNO Alumni

Potential Trade Ally
Training -- Chester
Electric

APTIM Staff Training -
Trane Fundamentals

C&l Trade Allies

C&l Trade Allies

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

C&I Trade Allies

C&l Trade Allies

Energy Smart Staff

Community
Outreach

C&I Trade Allies

Energy Smart Staff

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

16

18

12

12

60

60

30

30

30

45

60

60

60

15

180

Provide an overview
of RCx incentive
stages to service

providers.

Quarterly program
overview of goals,
updates, and
feedback.

Technical

Technical

Technical

Program overview
for a potential
commercial &

industrial trade ally.

Facilitate training
beneficial to C&l
trade allies.

Facilitate training
beneficial to the
Energy Smart staff.

Present an overview
about the program to
the general public.

Provide a program
overview to a
potential trade ally.

Technical training on
non-lighting
fundamentals.

Review of application
phase, investigation
phase, implementation,
and measurement &
verification.

Review of the status of
program funding to date
and discussed
educational
opportunities.

Instruction on btu/hr and
EER.

Instruction on program
guidelines and
standards, along with the
ACTU tutorial.

Instruction on program
guidelines and
standards, along with the
ACTU tutorial.

Reviewed incentives,
bonus, and the process
for submitting
applications with
company management

Review of LEED
credentials, continuing
education and exam
procedures.

Review of LEED
credentials, continuing
education and exam
procedures.

Presented to UNO
alumni about program
incentives from customer
and trade ally
perspective.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

HVAC fundamentals
pertinent to non-lighting
category of incentives.
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7/21/2020

7/21/2020

7/23/2020

7/23/2020

7127/2020

7/128/2020

7/28/2020

7/29/2020

7/30/2020

7/30/2020

7/30/2020

Potential Trade Ally
Training -- AIA
Presentation

Customer Training --
Deer Park Condo
Association

Potential Trade ally
Training --GTI
Services

Potential Trade Ally
Training -- Lucas
Construction

Customer training -
Atchafalaya
Restaurant

Potential Trade Ally
Individual Training --
Capital Area
Construction

Customer Training --
Edinburgh Williams
Beauty Salon

Potential Trade Ally
Training -- Air Service
Air Conditioning

Potential Trade Ally
Training - Expert Air

Trade Ally Training --
Trane Technologies

Potential Trade Ally
Training -- Energywise
Solutions

C&l Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

Commercial
Customer

C&I Trade Allies

Commercial
Customer

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

60

30

15

30

30

30

15

30

15

15

15

Provide a program
overview to a
potential trade ally.

Program overview
for a potential
commercial
customer.

Provide a program
overview to a
potential trade ally.

Provide a program
overview to a
potential trade ally.

Program overview
for a potential
commercial
customer.

Provide a program
overview to a
potential trade ally.

Program overview
for a potential
commercial
customer.

Provide a program
overview to a
potential trade ally.

Provide a program
overview to a
potential trade ally.

Program
implementation
review with C&l

Trade ally.

Provide a program
overview to a
potential trade ally.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of updates to
incentives and project
submission.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.
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7/31/2020

8/4/2020

8/6/2020

8/6/2020

8/7/2020

8/10/2020

8/12/2020

8/12/2020

8/18/2020

8/19/2020

Customer Training --
Dylan Laventhal

Iris Development
Lower Garden District
Meeting

Customer Training --
Christ Temple Church

Potential Trade Ally
Individual Training --
Rite Hite

Trade Ally Individual
Training -- Concordia

Customer Training --
Urban Properties

Trade Ally Individual
Training -- Synergy

Customer Training --

House of Refuge

GPRO Training

GPRO Training

Commercial
Customer

Residential &
Customer
Commercial
Customers

Commercial
Customer

C&l Trade Allies

C&I Trade Allies

Commercial
Customer

C&l Trade Allies

Commercial
Customer

C&I Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

36

30

60

30

30

30

15

30

30

120

120

Program overview
for a potential
commercial
customer.

Program overview of
incentives for
residential and
commercial
customers.

Program overview
for a potential
commercial
customer.

Provide a program a
overview to a
potential trade ally.

Onboarding of a new
trade ally.

Program overview
for a potential
commercial
customer.

Program
implementation
review with C&l

Trade ally

Program overview
for a potential
commercial
customer.

Educate potential

trade allies about

energy-efficiency
skillsets.

Educate potential
trade allies about
energy-
efficiencyskillsets.

Reviewed small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Provided an overview of
all incentives available to
customers.

Reviewed small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Reviewed incentives,
bonus, and the process
for submitting
applications with
company management.

Review of all incentives,
the process for
submitting projects, and
timeline for incentives.

Reviewed small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Reviewed updates to
incentives and project
submission.

Reviewed small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Educate attendees about
skills needed to become
an energy-efficiency
professional and how to
use the Energy Smart
program.

Educate attendees about
skills needed to become
an energy-efficiency
professional and how to
use the Energy Smart
program.
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8/20/2020

8/21/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

8/24/2020

GPRO Training

Trade Ally Individual
Training -- Flick
Engineering

Trade Ally Individual
Training on Smart
Thermostats --
Premier Energy
Concepts

Trade ally Individual
Training on Smart
Thermostats -- White
Rhino Construction

Trade Ally Individual
Training on Smart
Thermostats -- E-1

Electric

Trade Ally Individual
Training on Smart
Thermostats --
Automated Controls

Trade Ally Individual
Training on Smart
Thermostats -- Star
Service

Trade Ally Individual
Training on Smart
Thermostats -- 3G

Trade Ally Individual
Training on Smart
Thermostats -- ABM

Trade Ally Individual
Training on Smart
Thermostats -- H&E

Trade Ally Individual
Training on Smart

Thermostats -- J&R
A/C and Heating

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

C&l Trade Allies

C&I Trade Allies

C&l Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

120

15

15

15

15

15

15

15

15

15

15

Educate potential
trade allies about
energy-
efficiencyskillsets.

Program
implementation
review with a C&l
Trade ally.

Program
implementation
review with C&I trade
ally.

Program
implementation
review with C&l trade
ally.

Program
implementation
review with C&l

Trade ally.

Program
implementation
review with C&l trade
ally.

Program
implementation
review with C&l trade
ally.

Program
implementation
review with C&I trade
ally.

Program
implementation
review with C&I trade
ally.

Program
implementation
review with C&I trade
ally.

Program
implementation
review with C&l trade
ally.

Educate attendees about
skills needed to become
an energy-efficiency
professional and how to
use the Energy Smart
program.

Reviewed updates to
incentives and project
submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

115



8/24/2020

8/25/2020

8/26/2020

8/27/2020

8/31/2020

8/31/2020

8/31/2020

9/1/2020

9/2/2020

9/3/2020

Trade Ally Individual
Training on Smart
Thermostats -- Landis
Construction

Trade Ally Individual
Training - H&E
Comfort

Retail Training
(Walgreens #3889)

Potential Trade Ally
Training -- E. Sam
Jones

Housing NOLA
Webinar

Potential Trade Ally
Training -- Blue Box
Air

Customer Training --
Laundromat Owner
Roland Davis

GPRO Training

GPRO Training

Trade Ally Individual
Training -- Mayer
Electric

C&l Trade Allies

C&l Trade Allies

Retail Staff and
Customers

C&l Trade Allies

Community Partners

C&I Trade Allies

Commercial
Customer

C&I Trade Allies

C&I Trade Allies

C&I Trade Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

25

15

15

15

60

60

30

120

120

15

Program
implementation
review with C&l trade
ally.

Program
implementation
review with C&I trade
ally.

Program
Implementation

Provide a program
overview to a
potential trade ally.

Educate the
community about the
Energy Smart
program.

Provide a program
overview to a
potential trade ally.

Program overview
for a potential
commercial
customer.

Educate potential

trade allies about

energy-efficiency
skillsets.

Educate potential
trade allies about
energy-
efficiencyskillsets.

Program
implementation
review with a C&l
trade ally.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Review the updated
smart-thermostat
prescriptive incentive
and project submission.

Product knowledge and
program benefits.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Overview of commercial
and residential Energy
Smart incentives to
housing professionals in
New Orleans.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Instruction in skills
needed to become an
energy-efficiency
professional and how to
use the Energy Smart
program.

Instruction in skills
needed to become an
energy-efficiency
professional and how to
use the Energy Smart
program.

Review of updates to
incentives and project
submission.
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9/3/2020

9/4/2020

9/9/2020

9/9/2020

9/10/2020

9/11/2020

9/15/2020

9/15/2020

9/15/2020

9/15/2020

9/17/2020

GPRO Training

Customer training --
McDonald's on
Carrollton

Customer training --
Quality Inn in New
Orleans East

Residential Field
Training - J&R AC and
Heating

Green Tech Month

Customer training --
Woodvine and Big
Easy Bucha

Customer Training --
Developer Steven
Kennedy

Residential Field
Training (Rebirth
Energy Solution)

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (Big Star
Conservation)

Residential Field
Training (Magnetite
Window Panels)

C&I Trade Allies

Commercial
Customer

Commercial
Customer

Residential Trade
Allies

Community Partners

Commercial
Customer

Commercial
Customer

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

120

45

30

60

60

30

30

30

15

15

15

Educate potential

trade allies about

energy-efficiency
skillsets.

Program overview
for a potential
commercial
customer.

Program overview
for a potential
commercial
customer.

Technical training
with trade ally staff
while performing
services.

Instruct the public
about workforce
development in

energy efficiency.

Program overview
for a potential
commercial
customer.

Program overview
for a potential
commercial
customer

Technical

Technical

Technical

Technical

Instruction in skills
needed to become an
energy-efficiency
professional and how to
use the Energy Smart
program.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Instruction on picture
requirements, calendar
requirements, and best
practices.

Facilitation of a webinar
on careers in energy
efficiency directed
torward students and the
general public.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Instruction in safety
below houses.

Documentation and best
practices.

Insulation preparation
and documentation.

Instruction in duct
sealing and air
conditioning.
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9/17/2020

9/17/2020

9/17/2020

9/17/2020

9/18/2020

9/18/2020

9/18/2020

9/18/2020

9/21/2020

9/21/2020

9/22/2020

Green Tech Month

Trade Ally Individual
Training -- FSG
Electric

Trade Ally Individual
Training -- Energy
Management
Collaborative

Customer training --
Ebenezer Baptist
Church

Residential Field
Training - Magnetite
Window Panels

Trade Ally Individual
Training -- Concordia

Trade Ally Individual
Training -- Diggs
Electrical

Customer Training --
Woodvine and Big
Easy Bucha

Residential Field
Training

Customer Training --
Woodvine and Big
Easy Bucha

Green Tech Month

Community Partners

C&l Trade Allies

C&I Trade Allies

Commercial
Customer

Residential Trade
Allies

C&I Trade Allies

C&l Trade Allies

Commercial
Customer

Residential Trade
Allies

Commercial
Customer

Community Partners

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

60

45

15

30

15

45

30

30

30

30

60

Instruct the public
about workforce
development in

energy efficiency.

Onboarding of a new
trade ally.

Program
implementation
review with a C&I
trade ally.

Program overview
for a potential
commercial
customer.

Technical training
with trade ally staff
while performing
services.

Program
implementation
review with C&l trade
ally.

Program
implementation
review with a C&lI
trade ally.

Program overview
for a potential
commercial
customer.

Technical

Program overview
for a potential
commercial
customer.

Instruct the public
about workforce
development in

energy efficiency.

Facilitation of a webinar
on careers in energy
efficiency directed
torward students and the
general public.

Review of all incentives,
the process for
submitting projects, and
timeline for incentives.

Review of updates to
incentives and project
submission.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Instruction on material
usage

Review of updates to
incentives and project
submission.

Review of updates to
incentives and project
submission.

Review of small
business incentives such
as smart thermostat, kits,
lighting and non-lighting
incentives.

Sealing measures and
water damage mitigation
best practices.

Review of small
business incentives such
as smart thermostat, kits,
lighting, and non-lighting
incentives.

Facilitation of a webinar
on careers in energy
efficiency directed
toward students and the
general public.
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9/22/2020

9/22/2020

9/25/2020

9/25/2020

9/25/2020

9/29/2020

9/29/2020

9/29/2020

9/29/2020

10/1/2020

10/6/2020

Customer Training --
Reily Foods

Customer Training --
Mossy Motors

Retail Training
(Rockery Ace
Hardware)

Retail Training
(Uptown Supermarket)

Retail Training
(Rainbow Grocery)

Customer Training --
Enwave

Trade Ally Individual
Training -- Smith
Engineering for
Enwave

Trade Ally Individual
Training -- Rashad's
A/C and Heating

Trade Ally Training

Residential Field
Training (Big Star
Conservation)

Residential Field
Training (Duct Pro)

Commercial
Customer

Commercial
Customer

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

Commercial
Customer

C&l Trade Allies

C&I Trade Allies

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

10

15

30

10

10

45

45

30

120

15

60

Program overview
for a potential
commercial
customer.

Program overview
for a potential
commercial
customer.

Program
Implementation

Program
Implementation

Program
Implementation

Program overview
for a potential
commercial
customer.

Provide a program
overview to a
potential trade ally.

Onboarding of a new
trade ally.

Technical

Technical

Technical

Review of small
business incentives such
as smart thermostat, kits,
lighting and non-lighting
incentives.

Review of small
business incentives such
as smart thermostat, kits,
lighting and non-lighting
incentives.

Product knowledge and
program benefits.

Product knowledge and
program benefits.

Product knowledge and
program benefits.

Review of small
business incentives such
as smart thermostat, kits,
lighting and non-lighting
incentives.

Review of incentives,
bonus, and the process
for submitting
applications with
company management.

Review of incentives, the
process for submitting
projects and timeline for
incentives.

Training on Air Sealing
and Duct Sealing,
including the best
methods and safest
ways to work with
weatherizing homes.

Duct sealing best
practices.

Best practices, HPWES
follow up measures, and
material usage.
documentation.
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10/6/2020

10/7/2020

10/7/2020

10/7/2020

10/9/2020

10/11/2020

10/12/2020

10/14/2020

10/19/2020

10/19/2020

10/20/2020

10/21/2020

10/21/2020

Trade Ally Advisory
Group

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (Duct Pro)

Residential Field
Training (Magnetite
Window Panels)

C&l Trade Ally
Individual Training --
Rashad's A/C and
Heating

Residential Field
Training (Diversified
Energy)

C&l Trade Ally
Individual Training --
Rashad's A/C and
Heating

Residential Field
Training (Duct Pro)

C&l Trade Ally
Individual Training --
Rashad's A/C and
Heating

Customer Training --
Brijesh with Quality
Inn

C&Il Trade Ally training
-- Premiere A/IC

C&l Trade Ally
Individual Training --
Johnson controls

Retail Training
(Walgreens #5040)

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

C&I Trade Allies

Residential Trade
Allies

C&I Trade Allies

Residential Trade
Allies

C&I Trade Allies

Commercial
Customer Training

C&I Trade Allies

C&I Trade Allies

Retail Staff and
Customers

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

13

120

30

120

15

30

15

15

30

30

30

30

15

15

Program
Implementation

Technical

Technical

Technical

Program
Implementation

Technical

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Updates to the Energy
Smart programs and
discussing trade ally
experiences in the
program, with a focus on
best practices.

Onboarding instruction
including picture
requirements, calendar
requirements and best
practices.

Measure prioritization,
safety measures (PPE),
material usage, attic
tents and follow-up
sales.

Material usage.

Training on details
regarding project
submission, timeline for
incentives, and specifics
to upcoming projects.

Duct sealing best
practices.

Overview of project
submission, timeline for
incentives, and specifics
to upcoming projects.

Instruction on submitting
projects and the timeline
for rebates.

Training on details
regarding project
submission, timeline for
incentives, and specifics
to upcoming projects.

Project submission
overview to a
commercial customer.

General overview of the
program and the steps
for submitting projects.

General overview of the
program and the steps
for submitting projects.

Product knowledge and
program benefits.
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10/21/2020

10/21/2020

10/22/2020

10/23/2020

10/23/2020

10/28/2020

10/29/2020

11/2/2020

11/4/2020

11/5/2020

11/9/2020

11/10/2020

11/10/2020

11/10/2020

Retail Training
(Walgreens #5551)

Retail Training
(Walgreens #9063)

Customer training --
CX Exhibits

Residential Field
Training (Big Star
Conservation)

C&l Trade Ally
Individual Training --
Elan Studio

C&l Trade Ally
Individual Training --
Bernhard MCC

C&l Trade Ally
Individual Training --
Lina Stern

C&Il Trade Ally training
-- Benfatti

C&I Trade Ally
Individual Training --
GalCan Electric

Customer training --
BRT (John Rice)

C&I Trade Ally
Individual Training --
Daikin

Retail Training (Home
Depot- Bullard #352)

Retail Training (Home
Depot- Central #385)

Retail Training
(Uptown Supermarket)

Retail Staff and
Customers

Retail Staff and
Customers

Commercial
Customer Training

Residential Trade
Allies

C&I Trade Allies

C&I Trade Allies

C&l Trade Allies

C&l Trade Allies

C&l Trade Allies

Commercial
Customer Training

C&l Trade Allies

Retail Staff and
Customers

Retail Staff and
Customers

Retail Staff and
Customers

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

15

15

45

30

30

45

60

15

30

30

30

15

15

15

Program
Implementation

Program
Implementation

Program
Implementation

Technical

Program
Implementation

Program
Implementation

Program
implementation

Program
implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Program
Implementation

Product knowledge and
program benefits.

Product knowledge and
program benefits.

Program overview to a
commercial customer
looking to submit an LED
lighting project.

Instruction on batt
insulation in attics and
duct sealing.

General overview of the
program and the steps
for submitting projects,
particularly LED lighting
projects.

General overview of the
program and the steps
for submitting projects.

Program update and
overview for an existing
trade ally.

Program overview to an
HVAC contractor to
consider working with
the tune-up offering.

Onboarding review of
steps for project
submission and timeline
for incentives.

Program overview to a
potential customer
connected by outreach.

Onboarding review of
steps for project
submission and timeline
for incentives.

Product knowledge,
program benefits,
changes to pricing and
product selection.

Product knowledge,
program benefits,
changes to pricing and
product selection.

Product knowledge, and
program benefits.
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11/10/2020

11/10/2020

11/11/2020

11/12/2020

11/12/2020

11/12/2020

11/13/2020

11/13/2020

11/17/2020

11/17/2020

11/17/2020

11/17/2020

11/18/2020

11/18/2020

Retail Training
(Rockery Ace
Hardware)

Retail Training
(Rainbow Grocery)

Residential Field
Training (Duct Pro)

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (J&R AC &
Heating)

C&l Trade ally
individual training -
Blue Box Air

Residential Field
Training (Duct Pro)

Residential Field
Training J&R AC &
Heating)

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (Big Star
Conservation)

Residential Field
Training (Magnetite
Window Panels)

Trade Ally Training

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training (Big Star
Conservation)

Retail Staff and
Customers

Retail Staff and
Customers

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

C&l 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

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

15

15

120

30

30

30

60

15

30

15

120

120

30

15

Program
Implementation

Program
Implementation

Technical

Technical

Technical

Program
Implementation

Technical

Technical

Technical

Technical

Technical

Technical

Technical

Technical

Product knowledge,
program benefits,
changes to pricing and
product selection.

Product knowledge,
program benefits,
savings, and incenetives.
AC Tune Up, Duct
system designs, Air
sealing mechanical
closets.

Overview of hazard
disclosure, including
photo documentation,
testing procedures and
secondary measures.

Review of equipment
recommendations such
as A-Frame, ladder,
multiple hex head bits
and stiff brushes for
blower fan.

Onboarding review of
steps for project
submission and timeline
for incentives.

Instruction on duct
sealing, fire hazards,
electrical hazards and
kits for AC cleaning.

Review of best methods
for clearing mineral
deposit spots.

Quoting follow up

measures for HPWES
customers and rebate
opportunities for trade
allies and customers.

Homeowner on benefits
of insulation, LED light
bulbs and roof venting.

Best practices for Air
Sealing & Duct Sealing.

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

Instruction on hazard
disclosure
documentation and
safety measures while
accessing condensers.

Instruction on duct
sealing requirements,
materials, photos, and
return sealing.
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11/19/2020

11/24/2020

11/24/2020

12/1/2020

12/4/2020

12/4/2020

12/4/2020

12/8/2020

12/8/2020

12/8/2020

12/9/2020

12/10/2020

12/13/2020

12/14/2020

12/14/2020

12/15/2020

12/17/2020

Residential Field
Training (Public
Construction Inc.)

Residential Field
Training (Diversified
Energy)
Residential Field
Training (Diversified
Energy)

C&l Trade Ally
Individual Training --
JCI
Residential Field
Training (Public
Construction Inc.)
Residential Field
Training (Public
Construction Inc.)
Residential Field
Training (Public
Construction Inc.)
Residential Field
Training J&R AC &
Heating)

Residential Field
Training (J&R AC &
Heating)

Residential Field
Training J&R AC &
Heating)

C&I Trade Ally
Individual Training --
GalCan Electric

Residential Trade Ally
Advisory Group

Residential Field
Training (Diversified
Energy)

Residential Field
Training (Diversified
Energy)

Residential Field
Training (Duct Pro)

Residential Field
Training (Diversified
Energy)
Residential Field
Training (Public
Construction Inc.)

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

C&I 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

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

Residential Trade
Allies

ENERGY SMARRNNUAL REPORT PROGRAM YEAR 10

25

30

15

15

15

60

30

30

15

30

15

30

120

60

15

15

15

15

Technical

Technical

Technical

Program
Implementation

Technical

Technical

Technical

Technical

Technical

Technical

Program
Implementation

Program
Implementation

Technical

Technical

Technical

Technical

Technical

Instruction on how to
seal around the attic fan
area and installation of
smart thermostats.

AC Tune Up best
practices.

Testing requirements in
rainy weather.

Program overview with a
focus on non-lighting
incentives.

Multifamily duct sealing.

Sealing around return
cavities through a wall.

Sealing supply boxes
disconnected from wall.

Photo documentation
requirements.

Instruction on AC Tune
Up: cold weather
calibration. smart
thermostat installation
and attaching faceplates.

Identification of issue
locations and sealing
opportunities on hard
duct systems.

Part two of onboarding
with a new trade ally.

Review of program year
2020 to date and provide
opportunity for
discussion and feedback
from residential trade
allies.

Testing procedures for
duct blasts and supply
vents.

Duct sealing
requirements (bottom
and top seams supply
ducting splits).

How to test ACTU in
colder weather and
rooftop safety.

Air sealing best practices
and duct sealing best
practices.

Instruction on proper
duct sealing.

123



. N Instruction on proper
Residential Field Residential Trade

12/18/2020 Training (Public : 5 15 Technical sealing from inside of
h Allies supply duct in within
Construction Inc.)

conditioned space.
Residential Field
12/28/2020 Training (Louisiana
Home Performance)
Residential Field

ReS|dent_|a| Trade > 30 Technical Air ;eallng prlorltles and
Allies testing requirements.

Residential Trade Air sealing priorities and

12/28/2020 Training (Louisiana ; 2 30 Technical - ;
Allies testing requirements.
Home Performance)
Customer Training -- ERTTEE SRR Program overview to a
12/21/2020 DEM Services Customer Trainin 1 60 Im Iemgentation customer who is
(Denise) 9 p submitting a project.
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Appendix D: Marketing Collateral

Residential Marketing Collateral

April Facebook Ad

Entegy New Orleans s Like Page

heois

Celebrate Earth Day and get up to an additional $30 off Energy Smart’s
spedial pricing on the ecobee3 Lite and ecobee Voice Control thermostats.

Save up to

) on ecobee

smart thermostats

™~ - ™

Celebrate Earth Day with an addtional S30 off.

Offer vaiid April 18-29, 2020
Shop Now
o
Like Comment Share
3 Entergy New Orleans ’ Entergy Mew Orleans
.K{‘H’ il Sponsored - @ '; Sponsored -

Spring into water savings and reduce your utility costs with 75% off water-

‘Stay cool and save big on your energy bill this summer with 50 off the

saving products. ecobee Smart Thermostat with Vioice Control. Sale ends June 30.

Spring Savings Sale
75% Off
Water-Saving

Products

SUMMER SALE:
GET UP TO $50 OFF

ecobee Smart Thermostats.

Get $50 Off the ggobee Smart Thermostat

[ comment

SHOP.ENERGYSMARTNOLA.COM SHOP.ENERGYSMARTNOLA.COM/
Shop 75% Off Water-Saving Products. Shop Now
Offer Valid May 22-29, 2020. with Voice Control

o Like (O Comment 2> Share 1 Like

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10

Get Otfer

&> Share
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Rebate Forms

Window Air Conditioner Rebate Form

Get a $50 Rebate

Comp\elo this form and mail o the address listed on the back with a copy of your dated sales receipt or email to

gysmartnola.com. Limit four rebates per customer per year. See reverse side for complete terms

and conditions. Submitted product must be ENERGY STAR' Qualified to receive a rebate.

%]

To search for qualified products and to verify eligibility, go to:
ENERGY STAR S, ,Ce,fu = il

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

: o
ySmart = Entergy,

New Orleans, LLC

Available for Entergy New Orleans Customers

Please fill out completely. All information is required:

Purchaser’s Name: Email:

Entergy Customer's Name: Entergy Customer's Email:

Installation Address: City: State: ZIp:

Purchaser’s Address: City: State: ZIP:

Daytime phone:

Type of Residence: [ Single Family (Detached) [ Single Family (Attached) [ Multifamily (5 or more units) [ Other: [0 Own [JRent
Size of area to be cooled: sq.ft.

Air Conditioner Information: ~ Make: Model:

Cooling Capacity: (Btu/hr) Is system reverse cycle: [ Yes [ No CEER: Window or wall installation:
Louvered Sides: [ Yes [ No

By signing below, purchaser autharizes Energy Smart to perform on site inspections as needed to confrm installation. & separate rebate must be filled out for each window ar
condtioner unit purchased. A rebate check wil be paid to purchaser listed on this orm. Email adchess will anly be used to notify you of your rebate status.

Purchaser's Signature: Date:
| —
Please send this application along with a copy of your dated sales receipt to:  Email: d I L
Energy Smart All rebate forms must be submn!hd within 45 days of the purchase date. All
524 Elmwood Park Blvd., Suite 140 rebates are given in the form of a check. Please allow 4 - 6 weeks for processing.
New Orleans, LA 70123-3508 This offer is available through Dec. 31, 2020 or while funds last.

Energy Smart is a comprehensive energy effciency program developed by the New Orleans City Council and administered by Entergy New Orleans, LLC. 2020 Entergy Services, LLC All Rights Reserved.

063-001810-00
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Pool Pump Rebate Form

Get a $300 Rebate

Complete this form and mail to the address listed on the back with a copy of your dated sales receipt or email to residenti-
alapps@energysmartnola.com. Limit four rebates per customer per year. See reverse side for complete terms and conditions.

Submitted product must be ENERGY STAR® Qualified to receive a rebate.

To search for qualiied products and to verfy eligibility, go to:

ENERGY STAR energystargov/products/other/pocl pumps.

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

a
Smart == Enteigy,

ANew Orleans Program
New Orleans, LLC

Available for Entergy New Orleans Customers

Please fill out completely. Allinformation is required

Purchaser’s Name. Email

Entergy Customer's Name: Entergy Customer's Email

Installation Address City. State. P
Purchaser’s Address City State ZP.

Deytime phone

Typo of Residence: [ Single Famnily (Detached) [J Single Family (Attached) T Multifamily (5 or more units) I Other

OOwn [OJRent
Pool Pump Inf Make: Model #
Approx. hours of operating
Pool Pump Horsepower: _______ Typeof Pump: [JTwo Speed [ Variable Speed per day in filtering mode
_ Approx. hours of operating
Age of replaced pump: Estimate of pool square footage: per day in cleaning mode:

By signing below, purchaser authorizes Energy Smart to perform on site inspections as needed to confirm installation. A separate rebate must be filled out for each in-ground pool
pump purchased. A rebate check will be mailed to purchaser listed on this form. Email address wil only be used to notify you of your rebate status

Purchaser's Signature: Date:
e |
Ple. dthis ek long with a copy of your dated sak tor Email reslde
Energy Smart All rebate forms must be submitted within 45 days of the purchase date. All
524 Elmwood Park Blvd,, Suite 140 rebates are given in the form of a check Please allow 4 - 6 weeks for processing.
New Orleans, LA 70123-3308 This offer is available through Dec. 31, 2020 or while funds last.

Energy Smartis a comprehensive energy efficiency program developed by the New Orleans City Council and administered by Entergy New Orleans, LLC. £2020 Entergy Services, LLC Al rights reserved.

043-00110-00
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Dehumidifier Rebate Form

Get a $25 Rebate

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

resid: I -gysmartnol.

conditions. Submitted product must be ENERGY STAR® Qualified to receive a rebate.

m. Limit four rebates per customer per year. See reverse side for complete terms and

Y

To search for qualified products and verify eligibility go to: website: p
ENERGY STAR

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

=
Smart = Entergy,

ANew Orleans Program

Available for Entergy New Orleans Customers

Please fill out completely. Only dehumidifiers qualify for this rebate. Allinformation is required:

Purchaser's Name: Email:

Entergy Customer's Name: Entergy Customer’s Email:

Installation Address: City: State: ZIP:
Purchaser's Address: City: State: ZIp:
Daytime phone:

Type of Residence: [ Single Family (Detached) [ Single Family (Attached) [ Multifamily (5 or more units) 3 Other
CJOwn [JRent
Dehumidifier Informati Make: Model# Capacity (pints):

How is the residence currently heated and cooled: (check all that apply): Heat [ Gas Heated [ Electrically Heated [ Heat Pump System
Cool [ Air Conditioned (Central or Room A/C) [ No Air Conditioning

By signing below, purchaser authorizes Energy Smart to perform on ste inspections as needed to confirm installtion. A separate rebate must be filed out for each
dehumidifier purchased. A rebate check will be mailed to purchaser lsted on this form. Email address will oy be used to notify you of your rebte status.

Purchaser's Signature: Date:

Pl 1th " e T data d sk ft tor S |
Energy Smart. All rebate forms must be submitted within 45 days of the purchase date. All

524 Elmwood Park Blvd., Suite 140 rebates are given in the form of a check. Please allow 4 - 6 weeks for processing.
New Orleans, LA 701233308 This offer is available through Dec. 31,2020 or while funds last.

Energy Smart is 3 comprehensive energy eficiency program developed by the New Orleans City Council and administerad by Entergy New Orleans, LLC. £2020 Entergy Services, LLC All Rights Ressrved.

063-002410-00
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Heat Pump Water Heater Rebate Form

Get a $400 Rebate

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

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

conditions. Submitted product must be ENERGY STAR® Qualified to receive a rebate.

Water heater must be certified as a heat pump ENERGY STAR water heater product. Certification can be found on
ENHHENESIIYE] the ENERGY STAR website: energystargov/products/water heaters/heat pump water heaters

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

)
vSmart == Entergy

ANeuw Orleans Program

Available for Entergy New Orleans Customers

Please fill out completely. Only heat pump water heaters qualify for this rebate. All information is required:

Purchaser’s Name: Email:
Entergy Customer's Name: Entergy Customer's Email:
Installation Address: City: State: ZIP:
Purchaser’s Address: City: State: ZIp:
Daytime phone:
Type of Residence: [ Single Family (Detached) [ Single Family (Attached) [ Multifamily (5 or more units) [ Other
OO Own I Rent
Heat Pump Water Heater Information: ~ Make: Model#:

How is the residence currently heated and cooled: (check all that apply): Heat [ Gas Heated [ Electrically Heated [ Heat Pump System
Cool [ Air Conditioned (Central or Room A/C) I No Air Conditioning

Existing water heater type andage: [ Electric Water Heater ] Gas Water Heater [ Heat Pump Water Heater Approx. Age:

Installation location: [ Inside Conditioned Space [ Unconditioned Garage 1 Unconditioned Basement [ Others (Specify)

By signing below, purchaser authorizes Energy Smart to perform on site inspections as needed to confirm installtion. & separate rebate must be filled out for each heat
pump water heater purchased. A rebate check vill be mailed to purchaser sted! on this form. Emal address will only be used to notify you of your rebate status

Purchaser's Signature: Date:
Pl d this apeli I " el £t Email: residential: I
Energy Smart All rebate forms must be submitted within 45 days of the purct Al
524 Elmwood Park Blvd,, Suite 140 rebates are given in the form of a check, Please allow 4 - 6 weeks for processing.
New Orleans, LA 70123-3308 This offer is available through Dec. 31, 2020 or while funds last.
Energy Smart s a energy eficiency prog the New Orleans City Council and administered by Entergy New Orleans, LLC. 22020 Entergy Services, LLC All Rights Reserved.

063-002510-00
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Smart Thermostat Rebate

Get a $100 Rebate

Energy Smart Smart Thermostat Rebate
Complete this form and mail to the address listed on the back with a copy of your dated sales receipt or email to
residentialapps@energysmartnola.com. Limit two rebates per customer per year. This rebate offer cannot be used towards purchases
from the Energy Smart Online Marketplace. See reverse side for complete terms and conditions. Submitted product must be
ENERGY STAR® Qualified to receive a rebate.

Receive up to $100 rebate on ENERGY STAR®
Qualified Smart Thermostats.

To search for qualified products and to verify eligibility, go to:
EHEBIEG]  https://www.energystar.gov/products/heating cooling/smart_thermostats.

bidential Electric Customer Information

b

Purchaser's Email:

Entergy Customer's Email:

City: State: ZIP

Smart Thermostat Rebate Qualiftying Products List Gy Stte .
BRAND  MODELNUMBER

ingle Family (Attached) [ Multifamily (5 or more units) [ Other

Alarm.com B3s-Tio EcoFactor Simple S100

Alarm.com ADC-T3000 Emerson STssU; STss

ArisricarStanidard ACONTB824AS52DB CHigrssn ST75U: ST75 all that apply): Heat [ GasHeated [ Electrically Heated [ Heat Pump System
American Standard Gold 824 Emerson ST75WU; ST7sW Cool [ Air Conditioned (Central or Room AfC) [0 No Air Conditioning
Braeburn 7320 HIVE SLT4 Type OManual O Programmable 1 Unknown

Braeburn 7205 Honeywell Lyric Model: Seril Nummbes:

Braeburn 7300 Honeywell TH6220WF §- odet it

Braeburn 7305 Honeywell CcC quare Footage:

Bryant T6-WEMo1-A LUX GEO

Carrier TP-WEMo1-A LUX KONO rm on site inspections as needed to confirm purchase. A separate rebate must be filled out for each
Cére TSTWHAO LUX GEOx to purchaser listed on this form. Email address will only be used to notify you of your rebate status.
Cér® TSTWRHo1 Nest T3007ES

Deriva IntelliSync Nest T3016US Date:

ecobee EB-STATE4 Nest T3017US

ecobee EB-STATE3 Nest T3z021US

ecobee EB-STATE3LT Nest T3007EF

ecobee EB-STATEs-01 Nest T4000ES

ecobee EB-STATEsC-01 Nest T4001ES

ecobee EB-STATEsP-01 Nest T4000EF

ecobee EB-STATEsPC-01 PROSTAT PRS7325WF

ecobee EB-STATEsPB-01 Trane TCONT824AS52DB

ecobee EB-STATEsVP-01 Venstar T2000

EcoFactor Simple S100 B Venstar T7900

For more information about this and other energy efficiency
programs, visit energysmartnola.com,
email info@energysmartnola.com or call 504-229-6868.

)
Energ ySmart‘% == Enlergy,

Energy Smart is a comprehensive energy efficiency program developed by the New Orleans City Council
ANew Orleans Program

and administered by Entergy New Orloans, LLC. 92020 Entergy Services, LLC All Rights Rescrved.

Energy Smarl is » comprehensive energy efficiency program developed by the New Orleans Cily Council and adminislered by Entergy New Orleans, LLC. 52020 Entergy Services, LLC Al Rights Rescrved.

06300271000
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Refrigerator Rebate Form

Get a $50 Rebate

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

tdential. 1

r PP gysmartnola.com. Limit four rebates per customer per year. See reverse side for complete terms and
conditions. Submitted product must be ENERGY STAR® Qualified to receive a rebate.

To search for qualified products and to verify eligibility, go to:
ENERGY STAR energystargov/productfinder/product/certified-residential-refrigerators/results.
Compact refrigerators and freezers less than 7.75 cubic feet do not qualify.

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

]
Smart = Entergy,

ANew Orleans Program

Available for Entergy New Orleans Customers

Please fill out completely. Allinformation is required:

Purchaser’s Name: Email:
Entergy Customer's Name: Entargy Customar's Emaik
Installation Address: City: State: ZIP:
Purchaser’s Address: City: State: p:
Daytime phone:
Type of Residence: [ Single Family (Detached) [ Single Family (Attached) [ Multifamily (5 or more units) [ Other
O Own [OJRent
Refrigerator Information: ~ Make: Model #, Ice Maker: [JYes [CINo

Defrost Type: [J Automatic Defrost [ Partial Automatic Defrost (] Manual Defrost  Through the Door Water/lce Dispenser: [ Yes [ No

Product Type: [J Top Freezer [ Side Freezer [ Bottom Freezer [ Single Door [ Other (Specify)
By signing below, purchaser authorizes Energy Smart to perform on site inspections as needed to confirm purchase. A separate rebate must be filled out for each
refiigerator purchased; A'rebate check will be mailed to purchaser isted on this form. Email acdress vl anly be used to habfy you oF your rebite status,

Purchaser’s Signature: Date:
=SS )
Pl d this aooh ol it cowy el el e .

Energy Smart All rebate fo it be submitted within 45 days of the purchase date.
524 Elmwood Park Blvd., Suite 140 All rebates are given in the form of a check. Please allow 4 - 6 weeks for
New Orleans, LA 70123-3308 processing. This offer is available through Dec. 31, 2020 or while funds last.

Energy Smart is a comprehensive energy efficiency program developed by the New Orleans City Council and administered by Entergy New Orleans, LLC. ©2020 Entergy Services, LLC All Rights Reserved.
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Water Cooler Rebate Form

Get up to $50 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
dential

r PP gysmartnola.com. Limit four rebates per customer per year. See reverse side for complete terms and
conditions. Submitted product must be ENERGY STAR® Qualified to receive a rebate.

ENERG To search for qualified products and verify eligibility, go to: energystargov/productfinder/product/certified-water-caolers

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

- -
Smart == Entergy

ANew Orleans Program
New Orleans, LLC

Available for Entergy New Orleans Customers

Please fill out completely. Only water coolers qualify for this rebate. All information is required:

Purchaser’s Name: Email:
Entergy Customer’s Name: Entergy Customer’s Email:
Installation Address: City: State: ZIP:
Purchaser’s Address: City: State: ZIP:
Daytime phone:
Type of Residence: [ Single Family (Detached) [ Single Family (Attached) [ Multifamily (5 or more units) [J Other
O Own [JRent
Water Cooler Information: ~ Brand: Make: Model#:

Product type: Hot & Cold [J $50 Rebate  Cook & Cold [J $25Rebate  Cold Only [T $25 Rebate

By signing below, purchaser authorizes Energy Smart to perform on site inspections as needed to confirm installation. A separate rebate must be filled out for each

water cooler purchased. A rebate check will be mailed to purchaser listed on this form. Email address will only be used to nofify you of your rebate status.

Purchaser’s Signature: Date:
. - e ]
Please send this application along with a copy of your dated sales p Email: dentialapps@energy la.com
Erergy Smart All rebate f t be subrmitied within 45 days of the purchass date; All
524 Elmwood Park Blvd, Suite 140 rebates are given in the form of a check. Please allow 4 - 6 weeks for processing.
New Orleans, LA 70123-3308 This offer is available through Dec. 31, 2020 or while funds last.

Enargy Smart is a comprehensive energy efficiency program developed by the New Orleans City Council and administared by Entargy New Orleans, LLC. 2020 Entergy Services, LLC All Rights Roserved.
063-0038-10-00
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Income Qualified Weatherization Rebate Form

Income Qualified Weatherization

Attic Insulation and Air Infiltration Reduction Rebate Form

Available for Entergy New Orleans Customers

Please fill out completely. All information is required.

Customer Name:

(Account Holder on Record) A t Number: Meter Number:
Cust Address: City: State: ZIP:
Customer Email Address: Cust: Phone Numb

Type of Residence: [ | Single Family [} Multifamily (5 or more units) ] Other

[ Own [] Rent (PLEASE NOTE: If you rent, it is necessary to have the owner of the property sign this form.)

How is the residence primarily heated and cooled:

Heating: [ | Electric Resistance Heated (Furnace, Baseboard, etc.) "] Heat Pump System (Air Source, Mini-Split, etc.) [] Gas Heated

Cooling: [] Air Conditioned (Central or Room A/C)  [] No Air Conditioning Approximate Age of the HVAC System:

Choose one: [] Send rebate check to me. Please attach copies of dated invoices for the work including installation and materials costs.

[] | authorize direct payment of the rebate in the amount of $. to the trade ally specified in this document and recognize
that | have received the equivalent value of this amount through services provided.

Cust Signat: Date:
TotallnsulationCost: | Total InsulationSq.ft: Total Air Sealing Cost: $ Number of Stories: (11 [J2 [J3
Starting Rvalue: R8orles) | Finel Rvalue: Rioormoe)_____ Home Shielding (pick one): (] Normal [ Well [ Exposed
$ REBATE per Sq. ft. (per heating fuel type) Starting CFMs0 Final Improved CFMso CFMs0 Reduction®
Starting Revalue Electric Strip or
Gas-Heated Heat Pump [
urnace

R-OtoR-4 $0.85 per Sq.ft. $085 per Sq. $085 per Sq. . *10% CEM50 reduction required for eligibility

Rs5toR8 $0.85 per Sq. ft. $0.85 per Sq. ft. $0.85 per Sq. . $ REBATE per CFM50 Reduction (per heating fuel type)
Total Rebate Amount: X B GasHeated Heat Pum Electric Strip or Electric Strip or

Insulation Sq. & X Rebate per Sq, k. g P Furnace Furnace (No A/C)
$050 per Sq. ft. $0.50 per CFMso | $0.50 per CFMso Not-Eligible

Service Date: Total Rebate Amount: X =

CFMs0 Reduction X Rebate per CFMs0 Reduction

For more information about this and other energy efficiency
programs, visit energysmartnola.com, A

email info@energysmartnola.com or call 504-229-6868. E S F? %E t
Energy Smeet & comprehieniive endegy eficlency program developed by the New Orlesdis City Caurel nergK mart+ niergy.

and administered by Entergy New Orleans, LLC. €2020 Entergy Services, LLC All Rights Reserved. New Orleans Program

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10 133



Income Qualified Weatherization

Attic Insulation and Air Infiltration Reduction Rebate Form

Available for Entergy New Orleans Customers

By signing below, |, the trade ally, confirm | performed (or have confirmed that a participating Energy Consultant has conducted) passing Combustion
Safety Tests according to BPI, HERS or other nationally recognized standards where appropriate, before beginning any work and after any work was
completed. | must include the results of the above tests with this rebate form for quality assurance purposes.

Trade Ally's Company Name: (please print)

Trade Ally's Mailing Address:

City: State: ZIP:
Trade Ally's Signature: Date:
Primary Contact:

Contact Person Email:

How did you hear about Bill Insert Door-to-Door Canvassing

the program?

Terms and Conditions

Rebate Offer:

Rebate application must be submitted within 45 days of service. Must
submit one rebate application form per unit. Service must be performed
between April 1, 2020 and Dec. 31, 2020. Work must be completed by a

participating trade ally. Applicant must be an Entergy New Orleans, LLC.

residential customer. It is the responsibility of the customer to assure
that all requirements for the rebate are met.

Participation Requirements:

Failure to provide any of the required information will prevent
processing of your application. The dated invoice must match the date
of service listed on the rebate program procedures, requirements and
rebate levels are subject to change or cancellation without notice and
are subject to available program funds. Misrepresentation of installation
location or measure eligibility may result in forfeiture of the rebate.
Please allow up to 4-6 weeks from the date all required information is
received to process your rebate.

Inspection:

Program reserves the right to conduct pre-inspection or post-inspection
of proposed and completed projects. This inspection will be scheduled
with the applicant.

For more information about this and other energy efficiency
programs, visit energysmartnola.com,
email info@energysmartnola.com or call 504-229-6868.

Energy Smart is a comprahensive energy efficiency program developed by the New Orleans City Council

and administerad by Entergy New Orleans, LLC. #2020 Entergy Services, LLC Al Rights Reserved.

ENERGY SMARRPNNUAL REPORT PROGRAM YEAR 10

Contact Person Phone:

Email Event Friends/Family [] Mailer

] Search Engine [ Social Media | Calling Campaign [ Utility Website [ Other

Liability:

Entergy New Orleans, LLC or their parents, subsidiaries, employees,
affiliates and agents assume no responsibility for the performance of the
equipment or equipment warranty, the quality of the work, labor and/
or materials supplied, and/or the acts or omissions of the participating
trade ally.

Customer Satisfaction Survey:

| understand that | may be contacted by Energy Smart to complete a
survey or questionnaire to provide feedback on my satisfaction with the
program.

Send signed application and all required documents to:

Energy Smart

524 Elmwood Park Blvd. Suite 140

New Orleans, LA 70123-3308

Phone: 504-229-6868

Email: residentialapps@energysmartnola.com

D

Smart~ = Entergy,

“ ANewOrleans Program
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HPWES Attic Insulation Rebate Form

Attic Insulation and Air Infiltration Reduction Rebate Form

Available for Entergy New Orleans Customers

Please fill out completely. All information is required.

Choose one: [ | participated in Home Performance with ENERGY STAR®.

L] | participated in the Multifamily Solutions.

Customer Name:

(Account Holder on Record) A t Number: Meter Number:
Cust Add, City: State: ZIP:
Cust Email Add, Cust Phone Number:

Type of Residence: [ Single Family [ Multifamily (5 or more units) [ Other

] Own [l Rent (PLEASE NOTE: If you rent, it is necessary to have the owner of the property sign this form.)

How is the residence primarily heated and cooled?

Heating: Electric Resistance Heated (Furnace, Baseboard, etc.) ["] Heat Pump System (Air Source, Mini-Split, etc.)  [1 Gas Heated

Cooling: [ Air Conditioned (Central or Room A/C) ] No Air Conditioning Approximate Age of the HVAC System:

Choose one: [ ] Send rebate check to me. Please attach copies of dated invoices for the work including installation and materials costs.

["] 1 authorize direct payment of the rebate in the amount of § to the trade ally specified in this document and recognize
that | have received the equivalent value of this amount through services provided.

Cust: Signat Date:
Total Insulation Cost: | Total InsulationSq.ft: Total Air Sealing Cost: § Number of Stories: (11 (12 [13+
Starting R value: (R8 or less) Final R value: (R30 or more) Home Shielding (pick one): - [ Normal - (] Well [ Exposed
; $RERATE par S (e hecig el ) Starting CFMs0 Final Improved CFM50 CFMs50 Reduction®
Starting R-value Electric Strip or
Gas-Heated Heat Pump K
urnace

RotoR-4 $030 per Sq. it 5035 per Sq. ft. $0.45 per $g.ft. *10% CFMS0 reduction required for eligibility

RstoR-8 $0.30 per Sq. f. 50.35 per Sq. ft. $0.45 per Sq. ft. $ REBATE per CFM50 Reduction (per heating fuel type)
Total Rebate Amount: X s Electric Strip or Electric Strip or

nsulabionSa. . X Rebate per . f. GasHeated Heat Pump Furnace Furnace (No A/C)
$0.20 per CFM50 | $0.30 per CFM50 | - $0.40 per CFMso Not-Eligible
Service Date: Total Rebate Amount: X :
M5 Reduction X Rebate per CFM50 Reduction

For more information about this and other energy efficiency
programs, visit energysmartnola.com,

email info@energysmartnola.com or call 504-229-6868. Q
Energy Smart is a comprehensive energy efficiency program developed by the New Orlesns City Council EH erg YSmart » - En tefgy,
and administered by Entergy New Orleans, LLC. £2020 Entergy Services, LLC Al Rights Reserved. ANew Orleans Program
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