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Slide 2 (opening slide)
US EPA
Hello there, this is Chandler, and also Casey Murphy of ICF International. We’ll be helping with today’s webinar.
Hi this is Casey.
Ben: Today’s webinar is being recorded. You can request a copy of the recording by emailing us at hvacVI@energystar.gov. We’ll show that email address later in the presentation as well. We’re going to be posting this webinar to the ENERGY STAR VI website. We’ll also be sending a pdf copy of the slides to all attendees following the webinar. 

Next Slide (Objectives)

Ben: I want to briefly outline the webinar objectives today. What we want to do is provide an update on ENERGY STAR’s efforts to promote quality installation of HVAC replacement units in existing homes. Over the past year, EPA’s considered a number of program design changes to the existing ENERGY STAR Quality Installation Program. The objective of today’s webinar is to provide the audience an overview of the redesign program and how a number of industry stakeholders may benefit from participation and promotion of the program. These stakeholders include HVAC contractors, who we think have a unique opportunity to associate themselves with ENERGY STAR in order to get more leads, differentiate their services from their competition, and protect their margins in a price-sensitive marketplace; utilities that can benefit from ENERGY STAR’s brand awareness, and also benefit from program changes that are intended to lower administrative costs, and so the utilities’ program can perform better on cost-effectiveness tests; and also for home energy professionals, who can expand their services in the larger HVAC replacement market. We have other stakeholders like HVAC manufacturers and OEMs, training organizations, and real estate professionals. Also, you’re going to learn about some new opportunities during the webinar. Based on our registration list, we do have a very large and diverse audience. Before I hand it off to Chandler to get started, we wanted to get a sense of who’s actually on the call. I’m going to launch our first of three poll questions. The intention of this question is to get a sense of who you are, how you would describe yourself and your organization.

Next Slide (Quickpoll)

We have HVAC contractor, home energy professional, utility, manufacturer or distributor, or other. While I leave this open for a couple of seconds, I’m going to allow Chandler to step in and introduce himself and his role. 

Chandler: Thanks, Ben. We’re excited to have this conversation with you. I think our timing is spot on. We’re at a point in our industry that we need to rally around the value of a quality installation. It dawned on me the other day that it’s too bad that this is really the last frontier of legitimate energy savings in existing homes – putting systems in incorrectly. I should say the last big frontier. It really should have been the first frontier. We’ve been installing systems at a break-neck speed for years and years, and I’m afraid we haven’t been doing them right. To be honest, about 12 or 13 years ago, I was an HVAC contractor, and I probably put in a few installations that make not have been done correctly. I hope those folks aren’t on the line, but I suspect a lot of us on this call right now would have to nod that maybe they’ve involved in some systems that were not put in as sharply as you would like. I think we’re going to have a really good conversation, and I’m certainly excited about moving this forward. How are we doing on the poll?

Next Slide (Poll Results)

Ben: I’m going to share the poll results with everybody. It looks like we do have a big ground of other, so that could include a bunch of folks. But it’s nice to see that we have about one-fourth of the people on the line are HVAC contractors. We also have a good number of home energy professionals, utilities, and manufacturers as well. 

Chandler: That’s a good cross-section. Thank you, Ben.

Next Slide (Agenda)

We’ll go ahead and start moving into the presentation with a quick agenda review to get us started. We want to talk about the size and the makeup of the HVAC industry; the importance of a quality installation and quality installation practices; and the challenges that contractors face. There’s a big role to play here at ENERGY STAR with EPA to help craft messages that resonate with the homeowners to build that demand for these services that must be in place. We’re going to have information about some messaging. Casey’s going to talk through some of those. We’re going to talk about the structure of this new program that we’re putting together. We’ll show you what we’ve built out. We’re bringing this forward, we’ve been working on this for a while, but it’s not a done deal. We’re seeking comments. We need this to come out of the gates as strong as we can possibly make it, so your input is going to be very important. Then I’ll talk about “what’s in it for me?” and will draw out some of the individual stakeholders’ concerns as we see them and drive home why they maybe want to be moving in this direction. Then Casey will talk about next steps and hopefully we’ll have time for a few questions to keep this going. Those questions that we’re unable to answer, we’ll try to get to electronically so send us an email.

Next Slide (50% of Residential Energy Use Attributable to HVAC)

Here is something that should be pretty obvious to everybody here – how energy is used in the residential home. Heating and cooling represent the lion’s share of this activity. Clearly, there is some other stuff going on. To all of our credit, we have been reducing the load of heating and cooling for years now. It used to be higher, but equipment’s gotten better and smarter, and we’ve taken more ownership of making houses more efficient. So heating and cooling has actually come down, where the plug loads consequently have been accelerating because we have so many things plugged in right now. At the end of the day, we’re spending over $1,000 per home to heat and cool. This is significant, and that’s the sweet-spot of our discussion.

Next Slide (Industry Size & Players)

This industry is really amazing. I’ve been in and around it now for some time, and it’s remarkable. I get all the trade magazines [like AC, Heating, and Refrigeration Institute], and the number I’ve been spotting for some time now is approximately 11,000 heating and cooling systems are installed daily or were installed daily back in 2011. You can see how that’s easy to remember. 11,000 systems. You look around the room, and I’ll be there’s somebody that you know in the room that in this past year has had to replace their heating and cooling system. This happens every day in enormous numbers. it is a big business, a little over $14 billion. It’s a business mostly promoted by the Original Equipment Manufacturers, what we call the OEMs. Their pitch is their product, and it has to be. That’s who they are. They bring products to the marketplace. Every day, I see their pitches. They’re bringing new and improved products and calling it this, calling it that. When you start to dig in on where is the discussion on putting these systems in correctly, they’re not taking as strong of a position on that as I hope they will in the future. This industry is really driven by the independent contractors and the Air Conditioning Contractors Association. ACCA is indeed the big dog out there. They are the leading trade organization with over 60,000 professionals. 4,000 companies are involved with them. ACCA is in a driving position to promote quality installations. They have the ANSI standard for installation. They do some great stuff there. Utilities are a big player, as well. They have been in this marketplace for a long time promoting ENERGY STAR equipment. I was doing this 20 years ago locally here at Pepco. We were giving some pretty crazy incentives just to have an ENERGY STAR piece of equipment installed. It’s shameful how much money was given away without verification that the systems were put in right. Utilities are doing this to reduce their kW predicaments. Peak load is air conditioning, folks. There’s no way around it. When everyone calls for AC, utilities are put in the scramble. Just think how maybe we can shape that if we get some real numbers putting systems in correctly.

Next Slide (HVAC Industry Achilles’ Heel)

Putting systems in correctly has been our Achilles’ heel. On the electric side, central air conditioners and heat pumps have a lot more opportunity to get systems installed correctly. In other words, there are a lot more opportunities to not put them in correctly which is really what happens. There’ve been numerous studies, and this is pretty much where we end up, where we’ve got energy loss with improper refrigerant; energy loss with air flow (it says 3% but I would argue it could be higher than that); sizing continues to be a challenge; and then there’s a big energy loss with the distribution systems. Twenty to thirty percent (20-30%) and higher may ultimately be the efficiency loss of a typical installation when the emphasis is not on quality system installation specs. On the furnace side, the damage is not as severe. It’s approximately 15%, and that’s really about where the estimation of duct leakage penalty comes in. 

Next Slide (QUICKPOLL)

We have our second polling question on what you folks see with QI. Ben?

Ben: We’re interested to get a sense of how you think your knowledge of quality installation would rank on a scale of 1 to 5, 1 being minimal and 5 being very advanced. We’re going to give folks a couple seconds to respond to this one.

Ben: So about 80% of people have responded. We’re going to close this, and I’ll share it with everyone. Looks like almost everyone’s an expert which is great, and no one doesn’t know what it is. 

Next Slide (It’s Time to “Walk the Ducts”)

Chandler: How about the ducts? Years ago, I coined a phrase “walk the ducts”. When I was in this business 12 years ago and even quite before then, it was obvious that distribution systems are a real problem. Here are some pictures, and I suspect you’ve seen others. It really is quite amazing what you find when you walk the ducts – disconnects, flex ducts, plenums that really aren’t attached. These have some serious consequences, obviously for energy use but probably more important is the comfort loss that this translates to. It’s really substantial. Now this is easy to see and fairly easy to fix. When you walk the ducts, you can fix the ducts. This isn’t really hard, but it’s dirty and nasty. 

So what about air flow? What about the refrigerant charge? What about the sizing? Those problems aren’t as readily apparent as predicaments with the ducts as we see here. Although the ducts are easy to see, the other things certainly bear consequences since they’re not as obvious. 

Next Slide (California HVAC Contractor & Technician Behavior Study (2012))

We reviewed a survey done about a year ago done by EMI Consulting of about 450 contractors in California. They asked them What do you think of the nature of QI? What have you seen in the marketplace of promotion of systems put in right? I’ll read these out if you don’t mind. First, “Many contractors are not aware of the existence of utility Quality Installation and Quality Maintenance programs.” Utilities do have these programs in place (several in California), but contractors don’t know it. When asked about standards that spell out how to put systems in correctly, only 2% said yes. One contractor said “customers have two primary priorities: making sure their system is functioning (however effectively) and spending as little money as possible.” There’s a challenge there. “When asked about the barriers to implementing high quality installation services, 62% of the contractors indicated that their customers simply did not want to pay for it.” But guess what? They’re going to pay for it. Systems put in quickly without attention to detail with the predicaments of oversized and improper air flow, bad charge, bad ducts, that homeowner is going to indeed pay for that poor performing system over the years, so it’s a problem. This opens up a door that we need to educate homeowners.

Next Slide (If we know QI is the right thing to do, why isn’t it happening?)

If we know QI is the right thing to do, why isn’t it happening? As the California guys mentioned, it’s a price-sensitive marketplace. Unfortunately, consumers don’t understand the value of quality installation. What do you mean I’m buying a system that’s presumed to be a high efficient system, and it’s not going to deliver what I’m buying? This is not a plug-and-play product. Homeowners don’t get that. They think they are getting a SEER 16 with any type of installation. There’s a real challenge here of getting homeowners to understand the value. Those contractors that try to do it are really in a tough squeeze competing against those that really aren’t doing that at all. The homeowner of course thinks how much is this really going to cost? You’re talking about putting systems in correctly, and yet they hear the “ching ching” going on, when in essence, it’s how systems should be put in in the first place. So a little bit of a hurdle.

The contractors that do want to do it right have challenges, not to mention getting the homeowner familiar, but the quality installation takes time at the point of sale, at designing the system correctly, getting the size right, taking ownership of the ducts. It adds time at the install. There’s additional testing that we need to see happening. Again, we need to test ducts and tighten them up. There’s a bit more detailed commissioning report and more paperwork. It sounds like a program – programs mean paperwork, and contractors don’t like it. Another real challenge, and one that is going to be really tough to knock off completely, is the predicament where most people wait until their systems breakdown catastrophically. Then they start calling that June day when you get that first 90-100 degree day, and systems don’t work. Scramble happens, and when scramble happens, quality installations don’t. It’s a real challenge to try to get the homeowners to think about early retirement to a system that is already well over 10 years and has been problematic. Emergency replacement is a tough nut.

Next Slide (So How Can We Educate Consumers on the Value of QI?)

So how do we educate consumers on the value of a quality installation?

Next Slide (Impact of ES on Marketplace)

I’ll give you a hint: ENERGY STAR. ENERGY STAR has a significant impact in the marketplace. You guys know this. Our brand is the beast. 80% of consumers know this brand. It’s a trusted brand that they believe is going to give them guidance and steer them to an efficient product. We’ve done that over 300 million times a year with our qualified products and a host of categories. We’re all over the marketplace with ENERGY STAR. In our Certified Homes Program, we have over 1.4 million certified homes to date. When you look at the New Homes marketplace, you’ve got to tip your hat that ENERGY STAR has made a significant push to the market in introducing the value of “This house is efficient.” It means something. It’s going to be more comfortable, and the bills are going to be more manageable. This is a good house. Maybe years down the road, we can look back and say the same thing about a quality installation, that we’ve been able to make significant headway in raising the tide of HVAC installations. Maybe we can make that happen for the HVAC industry.

Next Slide (It’s All About the Contractors!)

For those that have heard me talk or ramble on before, I’m a big contractor believer. I think all these programs are contingent upon an effective delivery by the contractor. I used to manage a Home Performance with ENERGY STAR program, and I was fond of saying that if these programs don’t work for the contractor, they don’t work at all. This is true here with HVAC. We need to help HVAC contractors better position themselves who are doing it right and differentiate themselves in the marketplace. They’re bringing more to this installation. They’re going to leave “bubba” and one truck-one ladder behind. We need to separate ourselves from those guys. Putting systems in right and promotion of ENERGY STAR qualified installations should bring more leads and more referrals from those leads. Jobs should close at a higher rate – larger jobs and jobs that offer increased margins. Quite frankly, there’s nothing better to satisfy a customer than to completely get that comfort thing right. Too many contractors are installing these new systems and forgot to walk the ducts. You saw those pictures where you may have disconnects. Well you haven’t taken care of that comfort thing. With the promotion of quality installation, I think there are new skills to be had across the value chain of the contractors, particularly from sales. I used to sell heating and cooling equipment. I know it’s a real challenge when you’re just selling a product and competing against the next guy who’s selling a product. It’s a price decision. I used to get up in the attics and walk the ducts, and try to have a discussion where we can fix this house if you connect some ducts and that kind of thing. So we need increase their [contractor’s] skills. We need to certainly get technicians on board to install systems correctly. HVAC companies really struggle with warranty and call backs. I was blown away with the accepted frequency of going back to an installation a day or two later, a week later, and continuing to fine-tune a brand new installation to meet the homeowner’s “Hey, I’m still not comfortable”. Let’s get these systems put in right to begin with. Ultimately, I think a lot of us realize that the key to home performance is really growing the HVAC contracting base.

Next Slide (Program Resources and Design)

ACCA to their credit building out a whole new platform in this direction and taking the lead on bringing the HVAC contractors into Home Performance, so that’s pretty exciting stuff there.

Next Slide (Current ENERGY STAR Quality Installation Program (ESQI))

A quick look at where we’ve been – it hasn’t been that great of a story. We launched the initial ESQI program in 2008. We had a handful of sponsors, and they’re still with us, although we haven’t been helping them out too much as we’ve been trying to rework this program. There are about 2,500 jobs to date. One of the things that we certainly found out working with these sponsors in asking “how come this isn’t working so well?”, they all said it costs a heck of a lot to administer this program. That really rang true with us. Their cost-effectiveness numbers were very low. TRCs were killing them. At the time, Home Performance with ENERGY STAR was quite frankly getting all of the attention, and it didn’t get ESQI a real chance.

Next Slide (New and Improved Existing homes HVAC Program – Now Called “ESVI”)

We’re going to give it a chance now. We’ve got a new program for you, and we’ve changed the name. It’s ENERGY STAR Verified Installation. It really is more what we are doing in the marketplace. We are in a position to verify the installation has been performed correctly. I’m really excited about this opportunity to build some national recognition and demand for quality installation that a lot of stakeholders can rally behind. All the stakeholders that we’ve talked about really nod their head to QI. “Yeah, we do it.” “I understand that.” “We tell our contractors to do it.” It’s in our manuals, but at the end of the day, it just really isn’t happening. Maybe this can be a rallying point for everyone to come together on. I hope so.

We need to move away from it to be exclusively a program reliant on utilities. By allowing a broad market-based delivery, I think our reach is going to be broader, and it can help the utilities concentrate on what they do better. It will create a new role for utilities so they don’t have to invest heavily in program costs and contractor handling. They can put their attention to what they’re good at, and that’s marketing and communicating to their customers and not what they’re good at: building contractor infrastructure. We believe that they’ll also find with an ESVI program that those energy savings may be a little bit more real. We believe it can open the door for premium incentives down the road. I’m really excited about the option of working with utilities, getting them in this program, and helping them redesign attractive incentives because they don’t have to put all that money into program management and QA. 

At the nuts and bolts of our program, we are kind of piggy backing on what ENERGY STAR Certified Homes has rolled out. You folks that are familiar with Version 3 know that there’s an enhanced requirement of professional installation of heating and cooling equipment. This is being brought to you by credentialed contractors who have joined up with the several credentialed firms out there who bring forward to the marketplace contractors that demonstrate proficiency in the HVAC world. That takes that load off the utilities. We’re looking to piggy back that. We’re going to require contractors in our program to be credentialed by organizations that provide these services. We’ll have a little bit more about that. 

We’re certainly interested in a consistent delivery across the country and not a patchwork of how one utility defines quality assurance and another does it their way. A consistent delivery across the country is what we hope to see happening.

Next Slide (HVAC Quality Installation Oversight Organizations (H-QUITOs))

Here is our definition of H-QUITO: HVAC Quality Installation Oversight Organization. They have to apply, and we have to recognize them. I’m not going to read all the stuff, but I will tell you that it is the responsibility of the H-QUITO to develop and maintain a credentialing program that promotes professionalism with contractors. These are the contractors that you want coming into your house. Those contractors need to attest to delivering a QI. The H-QUITO will provide some ENERGY STAR orientation training. The H-QUITO has to provide oversight. The QA responsibility rests on the H-QUITO. The H-QUITO will send out certificates demonstrating the system’s been put in right, and of course, they have to report back to us.

Next Slide (ESVI Program Structure)

Here’s a simple structural overview. EPA reviews and approves H-QUITO applications. Right now, ACCA is our only organization that is onboard with the existing homes delivery. As I mentioned earlier, there are several that participate in the New Homes. Advanced Energy is one, NYSERDA and NEA in the northwest, but only ACCA is onboard right now with the existing homes delivery. The H-QUITOs are the ones that bring the force of contractors that are credentialed. They provide the 3rd party oversight. They provide 100% of the contractor review of the contractor checklist and 5% field review. The H-QUITO may employ other organizations to help them meet the verification requirements. They may look to raters, providers, all sorts of folks who demonstrate proficiency in the review process. 

The HVAC contractor fills out a form. It’s an elaborate commissioning report. It is sent forward to the H-QUITO. The H-QUITO gives it a review. 100% of the job files get reviewed, and ultimately, the H-QUITO will send a certificate to the homeowner. 

Next Slide (Where the Mastic Meets the Sheet Metal – the ESVI Checklists)

Here’s another one of my sayings: “Where the Mastic Meets the Sheet Metal”. It’s all about the checklist. When you get right down to it, this is our program. This is what we’re asking. This is what we need to see to confirm a system’s been installed right. I can save you from going blind and tell you that this is built off ACCA’s quality installation standard – the ANSI recognized standard, which we stand on. This defines an installation. 

Casey: This is the time for the 3rd polling question.

Next Slide (QUICKPOLL)

Ben: We want to get a sense of if you are an HVAC contractor or program sponsor, how often do you deliver or incentivize QI services? We’ll give folks a couple more seconds to respond here.

Ben: Looks like a good majority of people have responded. I’ll close here and share the results with everyone. It looks like some people are doing it all the time, the majority are delivering it some of the time, and a good proportion actually never deliver it.

Chandler: Well thanks for being honest. It’s not easy to do, and there are lots of pieces to it.

Next Slide (ESVI Contractor Checklist)

Chandler: I’m just going to skim through what our checklist looks like and what are the critical components here. If you’re familiar with ACCA QI 5, you’ll see that this kind of follows, but the big things are getting the design work done. Let’s confirm that the system has been designed correctly. We need to see that the Manual J has happened. We need to see that the Manual S has happened and the selection of matching equipment. We need to see that the ducts have been addressed; that system leakage has been reduced; air flow tests have been performed. We’re using static pressure tests to help us understand the performance of the system; making sure the refrigerant is where it needs to be. That will be on our landing page for your review. To the contractors out there, we really want to hear from you. We’ve already shared this with a handful, and I think we’re getting pretty close to a good review/a good checklist.

Next Slide (ESVI Verified Checklist (100% File Review))

Then we have the checklist for the verifiers (the contractors has their checklist). The verifier receives the contractor’s checklist, and then the verifier has their checklist to confirm that indeed the contractor has hit some major points – the biggest being “Is that contractor in the program?” You’ve got to be in the program of course to get a certificate, so that’s the first pass. Then the verifier makes sure that the contractor filled out their checklist properly and addressed these key points. At the end, when that has been approved, and the contractor has hit all these points, that will trigger the certificate. 

Next Slide (ESVI Verified Checklist (5% Field Review))

Further on the verifier checklist, we have some questions for when the verifier goes on site and is able to physically review the installation and confirm the home characteristics. They get in and confirm the contractor did the load, got the equipment done right. You reconfirm the tests and do a CAZ test. This provides extreme high confidence that the system was installed right. These numbers of 100% file review and 5% field review is what we’ve used and continue to use in Home Performance with ENERGY STAR. But before that, there’s a whole lot of contractor training and education that must have already happened. The H-QUITOs bring to the market contractors that are already there, that have demonstrated that they know this stuff. We feel comfortable that the H-QUITO is going to bring forward contractors who can do this right. They need to know their work is getting looked at. 

Next Slide (New Conversations Will be Started for Participating Contractors)

We think there are going to be some new conversations started in the industry for the contractors. We’re putting forth a new logo; one that we hope will draw attention and build some demand. Ask about ENERGY STAR Verified HVAC Installation. It’s a new logo that participating contractors can use. When they’re part of a credentialed group, they’ll have access to this and to our certificates and collateral. We’ve got a new brochure coming out which looks pretty slick. The last thing I’ll mention, we’re exploring options of allowing those contractors in a credentialed program, in good standing, to become ENERGY STAR partners. That is something that is being reviewed.

Next Slide (The ENERGY STAR Brand: Key to Consumer Education and Awareness)

We’re going to have Casey chat a little bit about some marketing stuff.

Casey: Great, thanks Chandler. As Chandler mentioned, contractors face a variety of challenges when they’re trying to do the work right. First and foremost, homeowners simply don’t understand the value and importance of quality installation. They might think that equipment is simply plug-and-play. If they’re getting multiple bids, they’re naturally going to gravitate to the cheapest bid. In that sense, they’re assuming they’re buying a commodity service, and yet we know that that is not the case. So how can high quality contractors compete? First, they can try to take shortcuts and lower their costs and their standards, or they can spend more time trying to educate their perspective customers, increasing the time to make the sale. After they issue a proposal to the customer, they might have to spend extra time trying to fend off the cheaper bid and get into a pricing war. They have to really work hard to maintain a high quality of service if they want to install equipment in a quality manner. How can ENERGY STAR help? How can ENERGY STAR help drive more leads to credentialed contractors? How can ENERGY STAR help them lower the cost of customer acquisition? How can ENERGY STAR help them with their close rates? 

It really starts with a core message that captures the essence of quality installation and the value for the consumer. The sample messaging that the EPA is developing is a better way to replace your HVAC system. ENERGY STAR Verified HVAC Installation gives you the peace of mind that your HVAC contractor will design and install a system that is the most effective and efficient at heating and cooling your home. 

The peace of mind is that homeowners are going to see increased comfort, that the equipment is going to be functioning correctly, and one thing that isn’t listed in the bullets here is the peace of mind that you’re dealing with a credentialed contractor and that his or her work is going to be verified. That can mean a lot in the marketplace when a homeowner is trying to compare which contractor to work with. We hope that the association with ENERGY STAR can really help those contractors build that trust when they’re at the kitchen table with the homeowner, and close that deal. 

Next Slide (New Consumer Collateral Material)

In order to assist the contractors, the EPA has also developed a consumer brochure. We’re hoping contractors can use that to help their sales people to spend perhaps less time trying to convince the customer to believe them and rather to point to ENERGY STAR. Consumers can go to the ENEGY STAR webpage, learn about the importance of quality installation, about what it means for them, and then also have more confidence that that credentialed contractor is going to deliver long-term value for what the homeowner needs. 

Next Slide (ESVI Homeowner Certificate: Confidence The Job Was Done Right)

Another piece of collateral that is being developed is the actual certificate itself. The certificate is really the tangible evidence – their receipt – giving them peace of mind that this job was done correctly. Any contractor can say “yeah, I’m going to install things per specifications, per quality installation standards”, but only credentialed contractors participating in the ENERGY STAR program can offer this receipt, this certificate, at the completion of a job. That really helps to build it up to the consumers peace of mind that they’re dealing with a high-quality contractor. 

Next Slide (What’s in it for me?)

I think the EPA is certainly interested in having this certificate co-branded by credentialed organizations and also by sponsors as well.

Next Slide (Homeowner: What’s in it for me?)

With that, I’ll go ahead and hand it back to Chandler.

Chandler: So what’s in it for me? Let’s start with the homeowner. This is maybe the most obvious, but at the end of the day, this is the customer that needs to benefit. Peace of mind; the efficiency claims are realized; the comfort will be increased; the durability of the equipment enhanced; the knowledge that it’s been verified and recognized by ENERGY STAR; and the certificate that is going to follow could very much be part of future real estate transactions. We believe that it being a 3rd party verified certificate, it will have a legitimate place in the MLS structure. So what’s the burden to the homeowner? Well, I’m understanding that the lowest price is often the most expensive option. We need to reach out and get them educated, but obviously they are in a sweet spot.

Next Slide (HVAC Contractor: What’s in it for me?)

What’s in it for the HVAC contractor? About 25% of folks on the line are HVAC contractors, and we believe the association with ENERGY STAR is going to work. In fact, when I was selling, I used to lean on ENERGY STAR in a pretty big way. You’ll all have access to the brand, collateral, and website. The added credibility that this work is being verified is a new market position for you – one that “bubba” cannot attest to. You’re a part of a group that will likely be relatively small initially but is delivering comprehensive services recognized by ENERGY STAR. We anticipate you’ll get an unfair share of the business if you’re part of the program. How about that? You’ll have greater control over your crews and your workflow.  So what are the burdens for an HVAC contractor? It’s going to cost more. You’ve got to pay to join a credentialing club, if you will. There are costs associated there. It is our hope that the demand will far outweigh the cost. That hopefully will be a wash. Programs mean there’s going to be additional paperwork. There are checklists to fill out. There may be some additional training on how to do some testing. So contractors are going to have to step it up a bit, but I believe if there’s good work, association with a national program, as well as an H-QUITO organization, and hopefully utility in the marketplace with a premier incentive, that good contractors are going to want to be in this program.

Next Slide (Utility: What’s in it for me?)

Utilities – I think we’ve covered a lot of this already, but what’s in it for me? Real peak demand savings (of course we have to have some numbers there to make that happen); the marketplace will bring you a program that is much quicker to launch than if you’re inclined to strike out on your own with a quality installation program. We will bring forward the contractor piece of it and the QA piece, so that will lower your administrative costs. Increased confidence on projected savings – I think that’s kind of a recurring thing. Less focus on contractors or quality assurance – that is what the marketplace brings to you. You can concentrate on marketing and education and incentives and such.  The burden is you might have to change your current program. You might have to have some new conversations with your Public Service Commission and such. Like I said, we’d love to help out there. There might some ignition that the previous energy savings claimed may not be as fully realized as you’d hoped. I think we’re all guilty on that one.

Next Slide (OEM: What’s in it for me?)

The OEMs, what’s in it for you guys? There’ll be reduced warranty claims. You’re not going to be receiving faulty equipment coming back that was certainly built correctly but installed wrong, and consequently comes back to you as a failed compressor. Those should be greatly reduced. There are some real costs involved by the OEMs for what they’re putting forward on covering those claims. If you’ve got systems that are foolproof and working, not subject to failure, your position in the market will be strengthened. This will also put you in a better position to work with contractors, and break through that inherent disconnect between the manufacturers and the contractors. I know that there are some issues there, and this may help bridge those challenges. We need training collaboration with the contractors and maybe working with the distributers to help them bring forward the training needed to raise the performance. There are some OEMs that are already moving aggressively with their key contractors into Home Performance and using a quality installation as that driver. 

Next Slide (HPwES Stakeholders: What’s in it for me?)

We have friends at DOE that now manage our Home Performance with ENERGY STAR. What’s in it for me? Or if I’m a contractor or program sponsor of Home Performance? We’ll bring forward some HVAC contractors who can deliver quality installation. Back when I was managing Home Performance with ENERGY STAR, we estimated about 30% of the jobs had a system change out. We’d just cross our fingers that those systems were being put in correctly. We had no way of knowing it and no way to enforce it. Now we’re hoping that this will roll up eventually into that delivery. These HVAC contractors are going to be a great recruit for Home Performance. There will be new and exciting opportunities for training centers to support new QI verifications. I want to mention that our friends at North American Technical Excellence, NATE, they are building out a certification to recognize raters and other technicians on how to verify that a system has been installed correctly. When we look at our New Homes program, this is an area that’s a little bit weak right now. The raters are not as comfortable or as confident as they need to be in front of that newly installed HVAC system. NATE is building out a certification that’s going to give us a lot more confidence that those verifiers understand what they’re doing. Clearly this will strengthen the delivery of Home Performance, and there’s going to be some new opportunities for an assortment of folks in the industry to support the industry as a verifier.

Next Slide (ENERGY STAR: What’s in it for them?)

ENERGY STAR – what’s in it for those guys? It replaces our current program that’s not really working. It positions ENERGY STAR as an industry catalyst for quality installation, much like ENERGY STAR has helped move other markets. I feel strongly that we can rally the industry behind this. Obviously, this presents a significant opportunity to reduce greenhouse gas emissions. We’re the Environmental Protection Agency, and that part is very important. Getting systems put in correctly is important. We also feel that bringing the HVAC contractors into our family is going to be that final mile of delivery. And of course, I need something to do, so that’s what’s in it for me. 

Next Slide (Wrap Up – Why ESVI?)

Now we’ll wrap it up. This is that point where you tell them what you told them. Why ENERGY STAR verification? Seeds real market transformation; homeowners get what they paid for (how about that, folks); broad messaging of the value of the installation as a key performance; only credentialed contractors can participate; hopefully it will give the OEMs new warranty options (there are some interesting prospects there); across the board, we’re going to see these predicted energy savings more likely realized; we believe it’s going to lower the cost of programs to play in this arena and hopefully allow them to put forward some premiere quality installation incentives, and that of course is needed; the fact that 85% of the market out there is with existing homes is why we’re heading here – we’re making great progress with ENERGY STAR Certified Homes but it’s new homes, that’s where the action is; and of course new opportunities for verifiers. 

Next Slide (Progress and Development Timeline)

Casey: Taking a look at the progress and development timeline, as was mentioned previously, our ENERGY STAR Quality Installation program has been around for about 5 years. For well over a year now, Chandler and EPA have been working on looking at what was working and what wasn’t, developing a new programmatic framework, responding to stakeholder feedback to define that framework, and now we have a variety of program design elements and collateral built out and are going to a broader audience to get feedback. Your comments are welcome. Now is a critical time. We expect to have a soft launch in the first quarter of 2014, and in particular, we’d appreciate your thoughts on any number of things, some of which would be on the program design itself, the use of the H-QUITOs, and the credentialed workforce. In addition, we expect to receive perhaps a lot of great feedback on the checklists themselves. As Chandler mentioned, they were built on the ENERGY STAR Certified Homes checklists that are also consistent with ANSI ACCA Standard 5. Having said that, there are differences in the existing home marketplace, and there are probably some tweaks that might improve the checklists even further from where they’re at now. There is a requirement currently in the proposed program design to require ENERGY STAR certified equipment, so we’d love to hear any feedback on that.

Next Slide (We want your thoughts on…)

We also have a kind of request for data – the estimated savings attributable to measures that are required for ESVI. If there are deemed savings or other ways that different programs are capturing the savings potential for quality installation, we’d love to hear that. We want to make sure that the program works for a number of program sponsors in different climate zones and under different regulatory constraints. We also want to hear your thoughts on the effectiveness of the messaging. As Chandler said, it’s really all about the contractors. We have to have the message appeal to perspective prospects and help credentialed contractors sell their services. If you can do that effectively, you can spend less money on incentives and less money on other avenues to try to capture the customer’s attention and to invest in quality installation. Certainly, we want to hear any utilities that are interested in participating. 

Next Slide (Discussion) 

You can go to the landing page for comments, and on the last slide, there are a couple different links. You can contact Chandler at his email address. The main page is still the consumer-facing webpage, but if you go to the development webpage, you can download the draft checklists, and you can also see some other information. I think Chandler was also going to mention something as well. I think we only have a minute or two left, so we may not be able to take any questions. 

Chandler: When you get to the landing page, you need to punch the Contractors or Sponsors button to take you to the landing page. When you go to ESVI, you’ll see on the right for Program Sponsors, for Contractors. Hit either one of those, and that will open up the landing page for this information that we’ve posted today. We might have time for one question. Ben, what do you have?

Ben: We actually have quite a few questions. Some of them are actually comments, which is great that we’re already getting some feedback. Chandler said you can visit the ENERGY STAR VI website. You can also go directly to the development page. We’ve listed that link right on here for you. To let everyone know, we will be sending out a PDF copy of the slides to all attendees, so you will get a copy of the slides within the next 24 hours. Since we don’t have a lot of time and quite a few questions, we’re probably going to follow up with folks individually. Again though, we do encourage you to email us with your comments, and we’ll try to get back to you as soon as possible. 

Chandler: Let’s take a question. What do we have here? 

Ben: One question is “Who are the H-QUITO organizations in this program?”

Chandler: They’re still being worked out. As I mentioned, ACCA is onboard right now. We’re very excited that they bring forward a large group of participating contractors. We anticipate that there will be other organizations that are going to want to step forward. You can go online and request a copy of that application, and we’ll send it to you. What’s another one?

Ben: Who are the verifiers, and what sort of qualifications do you need to be a verifier?

Chandler: That’s still being worked out. The verifiers under the New Homes program are quite frankly raters, who are the ones following up and looking at the systems. Some of the HVAC contractors are a little concerned that this verifier doesn’t really know what they’re looking at. Although many do, there’s certainly a need to get those verifiers better positioned. That’s where that NATE certification is going to be important. They’re building that out, and it should be ready by the 1st of the year. We’ll look at it and more sure it’s applicable. We may be in a position to say that’s a prerequisite down the road that to be a verifier, you’ve got to demonstrate proficiency. That will be demonstrated by taking that NATE certification. 

Ben: And one thing I’m hearing through some of the comments is a request to get the questions and disseminate them to the group, so what we’re going to do is we’re going to collect all of these questions since we don’t have time to respond to everyone now, but we’ll get a record of this. Again, we’ll follow up with you individually, and feel free to email us at hvacVI@energystar.gov. We’re really trying to get as much feedback as possible about the checklist, about the program design, from contractors whether or not this program makes sense to them. All of this information is really valuable, and we’re going to find ways to share our answers, not just with the person asking, but with the whole community. We really appreciate you all hoping on the phone today. We had over 200 people in attendance, which is great. I want to thank Casey for helping out today, and ultimately we want to say thank you to Chandler for joining us today as well.

[bookmark: _GoBack]Chandler: Thanks to both of you. You guys know that this is my passion, and I want to see this industry step up and accept the challenge of putting in systems correctly. I hope you folks on the line step up with me. Appreciate it.
