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DOE SSL Program Overview

• Program established to help consumers identify 

quality product

• Criteria development and roll out of qualifying product 

paced to prevent consumer disappointment



Barriers to Adoption of LEDs

• High initial cost

• Poor products and exaggerated manufacturer claims

• Consumer misunderstandings and misconceptions



The Case for EEPS Programs

• Education

• Promote ENERGY STAR qualified products

• Energy savings



Current Product Categories

• Residential
– Portable desk lamps

– Recessed, surface and pendant-
mounted downlights

– Ceiling-mounted luminaires with 
diffusers

– Cove lighting

– Surface-mounted luminaires with 
directional heads

– Outdoor wall mounted porch lights

– Outdoor step lights

– Outdoor pathway lights

– Outdoor pole/arm-mounted 
decorative luminaires

• Non-Residential
– Recessed, surface and pendant-

mounted downlights

– Under-cabinet shelf mounted task 
lights

– Portable desk lamps

– Wall wash luminaires

– Bollards



ENERGY STAR Offers

• Platform for communication

• Technical assistance

– Quality product identification

• Tools and resources



Web Content

• Product List

• Product Finder

• Rebate Finder

• FAQs

• Consumer Education Tools

• Savings Calculator 

(under development)



Partner Resource Guide

• Provides sample marketing 

messaging

• Contains graphs and tables; 

– customized to meet your needs

• Compares LEDs to other light 

sources



Sample Info Graphics



EEPS Program Design

• General Guidelines

– Maintain quality by only providing incentives for ENERGY 

STAR qualified products

– Clearly communicate benefits of LEDs to customers


