Profiting from Home
Performance

B4A |




Performance Systems

-, J
welking you live betten at hame and work

| @Pe”mma““e Systems Contracting. i
| ‘ - BT

A - COMFOR o HEALTH = ENERGY EFFICIENCY

= .
l 228 Performance Systems Development. 2 Profiting from Home Peformance

LY




PIER Whole House Contracting Study

> Report on the results of
contractor surveys

» Defining best practices

O
ICI

PUBLIC INTEREST ENERGY RESEARCH
"Research Powers the Future"

» Developing
comprehensive training
program
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Two Part Survey Process

> Online Survey

o 118 contractor respondents from 35 states, the District of
Columbia and Canada

o Focus on basic business characteristics and basic testing used

» Phone Survey
o 15 selected contractors
o Variations in type, location, and business model
o Contractors talked about what concerned them
o Explored best practices (see survey)
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Who is making _

> Large and small
> Different climates

> Inspector/Raters and
Installers

> Start ups and conversions W
or extensions of existing business

» Trade-focused or whole house
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Key Findings of the Online
Survey

> Very diverse response

o Lots of contractors self identifying as Home
Performance contractors outside of the programs

> Patterns in the use of testing
o Blower doors, Billing, Baseload and IR
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Key Findings of Phone Survey

> Not as much whole house
o Trade contractors tend to stay focused on their trade

o Startups and remodelers doing more comprehensive
workscopes

> Advice to contractors should be tailored
o To climate and trade add origin and business model

> Full report at www.psdconsulting.com
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Home Performance
with Energy Star

» A whole-house, fuel
neutral approach

to improving the energy
efficiency of existing
homes using
differentiated local
contractors who
evaluate homes and
Implement
performance tested
Improvements within a
quality assurance
context

ENERGY STAR®
BE A LEADER-CHANGE OUR ENVIRONMENT

FOR THE BETTER

HOME BUSINESS PARTNER
PRODUCTS MPROVEMENT (LU0 e RESOURCES

Home = Partne £3 = Utility & EEPS Resources = H rmance = Home
Performance with ENERGY STAR Overview

+WHAT IS ENERGY STAR?
+ NEWS ROOM

=< email this page
=@« print view
~[El< POF Reader

Manufacturers
Retailers

Builders
Lenders, Raters

& Sponzors of
New Homes

Home Performance with ENERGY STAR Overview

Launched in 2001, Home
Performance with ENERGY STAR is
My‘—lﬁf an effort to use the ENERGY STAR
brand to help encourage and
PERF(IHI'TILIE\NI:E facilitate whole-house energy )
improvements. Rather than labeling a
ENEHGYSTAH particular product, or even a home
Home Performance with ENERGY STAR is linked to
the building performance contracting service. The
effort emphasizes consumer education, value and
"one-stop” problem solving. While the program goal
is saving energy, its market-based approach and
message focus on addressing a variety of customer
needs, from comfort to durability to health and
safety. It also encourages the development of a
skilled and available contractor/provider
infrastructure that has an economic self-interest in
providing and promoting comprehensive, building
science-based, retrofit services

Utilities/EEPS Quick Links

Service &

Home Performance Partnership Agreement T2
Product Providers

(42 KB)

Partner Web Sites
Web Linking Polic
Brochure §|139 KB)

Ad Template ) (35 KB)

=
g,

Businesses
Small Businesses

Congregations

HWVAC
Contractors

Quick Tips

to save energy
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Motivations

» Ethics: "l want to do good work."

> Differentiation: "l want to be different and better and
maybe charge more for my work."

» Risk avoidance: "Problems are eating up my profits."
» New markets: "l want to be part of the next big thing."

» Business stability: "l lay off too many trained people In
the off season."
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Basic Steps For Everyone

Investigate your market

Get ongoing access to technical training

Choose a business model and assemble the team
Buy equipment

Get access to customer financing

Develop or change your business process (often the
missing link)

> Setup and run marketing and sales

7. Be able to deliver on the quality of the installations

o 1 = CORE
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Develop a List of Local Problems

» What are the drivers for performance problems in your
market?
o Comfort — Cold or hot rooms
o Health — Mold, CO, poor ventilation
o Durability — Moisture control, window condensation paint
o Efficiency — High bills
» Do you have the technical training to recognize and
solve these problems?

D DAg
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Ongoing Access to Training

» Take advantage of any building science based training
that Is out there offered by utilities or weatherization

o The training may be based on a different business model but
the physics is always the same

o Train crews too, not just yourself, internal training
» Training Resources list (to be provided)
o Information resources like Home Energy CD, BPnet

o Conferences like Affordable Comfort
o Trainers like PSD and Weatherization training centers
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CEC Home Performance Contractor Protocols

Warkoting Strategics and
Tedhniques

Customer Sales Proscess

Customer Relstiors and
Follow-up

Morigages and Financing
Program Requirements

Custamer Relaped

Business Process

Frofessional Metwarking and
Dutreach

Contractor Staff Trainivg and } Tratring ard Develapment

Motivation

Business Management
CQuiality Assurance

Wimddnws and Doars
EJ"'IS-'.'-EI"C"J" Seructure Installation
Air Sealing Tecl'niq.r::-‘,]

Combstion
HYAL S WHS Appliances

S

Lightirg and Appliances
= Systeims Installation

Installation

el.'ir Distribution Systems
Conling Systems
Morture Cantrel and 1880

& 1B} Instalation

General Installatian

General nstallation
Test-Cut and Documentation T

Fundamertal Caloulatan
Ferfarmance Calculation
Sar Calculation
Cpecificatian

Fre Inspection Erergy Use
Calculation

Jab Cest Exstimation.

Praposals and Reporting | Propasals and Reporting

Energy Ratig Calculation ]

Reporting

(

~

CEC Home
Performance
Protacals

Basic Building Science

Fundamentals

Buminess Goals and Benefits

Custamer Benef s

Envircrmental Goals and
Berefits

Goals and Benefits

General Inspectian

Proscess ( @
Energy Rating Data Collection

Custamer Concerms

Customer ——————®
Sike Inzpection :

Thermal Baundary &

Building Envelope

Structure
Blovsrr door tost ,
Transitian fones &
Misture

Health, Durability, |40 and
Satety

)
Carbon Manoaide

Appliance Vertt and Vent
Fressures

Cambustion Appliance Zones

Inspections

5

E

Cembustion EMichency, Flue
fispection, HYAC, DHW

e
o =

Heat Exchangers ;

te Duct Leakage

LT ——

——1 Heating and Coaling Ducts,
Design and A Flos Evaluatian

. Conditaned Zones

Baseload Appliances and
Lightire

Mrchanical Vertilation

i

o
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Business Model Choices

> The Consultant (rater or otherwise)
o Independent or as a Sub

» The General Contractor
o Responsible for coordination
o Sales heavy variation

» The Facilitator
o EEMs
» The Subcontractor
o Not responsible for marketing

» The Whole House Option
o Doitall
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The Whole House Team

General Brokers and
Contractors Builders

stomer Contast &
Team Coordinatiot

Envelope
Contractors

HVAC
Contractors

HVAC
Skills

Skills

Weatherization

Agencies
Riagnostics Skills
Diagnostic Energy
Contractors Raters
“It takes a team to cover all the bases”
oG 15 Profiting from Home Peformance
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Decision: Am | going to be a
prime contractor or a sub?

» Cost to get started

o Do you have the money for investing in equipment and
marketing?

» Marketing interest and skills
o Are you a people person?

» Technical difficulty and interest

o Do you want to engage in a long term technical learning
process?

o Are you familiar with the contracting business?

» Financial risk
o Do you want to take financial risks for potential payoffs

> In the end: personal goals and desire!
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Greening the Business Model

» Take advantage of public perceptions
» Renewables — Solar, wind, etc.

» Recycling and waste control
o ToxXICS
o Waste

> Materials choices
o Green product branding
o Low iImpact materials

» Presenting carbon information
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OAll

B Smaller Less WH
OLarger More WH
“ “ ‘ ‘ OAIl Private Contractors

Profiting from Home Peformance

CONSULTING  SOFTWIARE  TRAIMING
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Minimum Diagnostics
Equipment for a Basic Test

Blower door

Digital manometer

CO measurement

Combustion efficiency

Flow hood or fixed orifice devices (for exhaust fan flow)

2 Thermometers (two sensor differential or equivalent
preferred)

Hygrometer (%RH and temperature)

Duct blaster (climate dependent)

AC Gauges (climate or commercial)

Computer and printer with Microsoft Word and Excel
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Equipment Options

1. IR (areal crowd pleaser)

2. \Wood moisture meter

3. Waitt hour meter (appliances)
4. Software (energy and loads)
5. Water flow (showers)

6. Temperature sensors dataloggers (commercial and
multifamily)

7. Run-time meters (savings and analysis)

D DAg
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Buy Installation Equipment

> Equipment and vehicles
o HVAC
o Shell
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Get Access to Homeowner
FInancing

> Make It easy to expand the work scope and meet
the fIrSt COSt ObJeCtlonl %Bui_lding Performance Association___ -

> Sources == Finaning

hy Use A
! Contactor  * | What can we do:

. BP.
CCCCCCCC

O Fan n Ie M ae (fed e ral) Most, if not all, BPA Contractors can offer
attractive finance plans to their customers.
Working with your contractor homeowners can
finance up to 325,000 (on approved credit) for

O EG IA the work to be carried out. An optional 10-yea
amortization period may also be available for
any loan greater than $5,000.

. .

O State h O u S I n g fl n an Ce Check with your BPA Contractor for available

plans and payment options.

o Manufacturers R e
o Credit cards
o Banks (Contractor originated important)

» Typical rates
» Subsidies

D DAg
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Sample Whole House
Marketing and Sales
Qualifying Process

Select marketing
strategies that bring in

more WH qualified
customers:

v
Yellow pages. Targc_atted Telemarketing. Press releases. Presentations. Referrals. Existing
mailings. customers.
N L / J J
Initial customer contact
with trained employee
asking scripted
guestions.
Yes Is customer No
qualified for whole house
approach?
Customer positively .
answers questions. Cus_tomer LS
Needs, ability, and questl_ons oGS
frllst el present, negative answers.
\ 4 \ 4
Whole house RCP Commodity RCP
presentation. presentation.
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Getting the Work Done Right

Hiring, Motivating and
S=SMERSEmF Retaining Trained Crew
8 o Feedback on results
o Benefits (health, etc.)
o Training
o Post Inspections
o Other Motivations?
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Basic Steps For Everyone

Investigate your market (climate, housing types, etc.)
Get ongoing access to technical training

Choose a business model and assemble the team
Buy equipment

Get access to customer financing

Develop or change your business process to be HP
suitable (often the missing link)
> Set up and run marketing and sales adapted to HP

7. Be able to deliver on the quality of the installations

o 1 = CORE
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Greg Thomas
Performance Systems Development, Inc.
gthomas@psdconsulting.com
www.psdconsulting.com
Www.pscontracting.com
Www.treatsoftware.com
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