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NRDC Energy Efficiency Program Ideas 
March 29, 2005 

NRDC Contact: Devra Bachrach, dbachrach@nrdc.org  
 
 
General 

 Water use in Southern California, in particular, has a very high embedded energy cost 
(due to pumping, treatment, and wastewater treatment).  Currently, the energy efficiency 
programs only account for the energy savings associated with the reduction in energy 
used to heat water as opposed to the embedded energy.  Moreover, some Southern 
California cities are looking at desalination facilities, which would create an even higher 
avoided energy cost associated with water consumption.  We recommend that the 
Southern California utilities partner with the local water agencies (for example, the 
Metropolitan Water District) and local governments to do more water efficiency 
programs that recognize the high avoided cost of energy embedded in water 
consumption.  This is also a good area for local govt partnerships.  See NRDC report on 
energy-water connection at http://www.nrdc.org/water/conservation/edrain/contents.asp.   

 Consider tree programs for climates with high AC load in partnership with cities or other 
entities that promote tree programs for their other benefits (e.g. property values). (May be 
good area to bid out.) 

 The utilities and implementers should strive to enable program participants to conduct as 
much of the process online as possible. 

 As much as possible, all programs should be tiered to continue pushing the envelope and 
encourage the next level of efficiency. 

 Need long-term strategic plans for various measures or end-uses, for example: 
o Strategy to take over the lighting market with CFLs; need to work on the 

availability of pin-based CFLs and replacement ballasts; plan for solid-state 
lighting and dimmable CFLs. 

o Residential HVAC 
o Solar hot water heating 

 Pursue efficient computers – both the power supply and power management software. 
(May be good area to bid out.) 

 Time of hookup 
o Take advantage of the utility’s contact with customers when they hookup for 

service.  Consider requiring an audit (and follow-up with rebates) and requiring 
customers who opt out to pay a fee (i.e. a fee-bate model)  Track whether a home 
or business has been audited and only require an audit every so often.   

o Consider offering a home “tune-up” for things like HVAC, analogous to 30,000 
mile service for car, every so often.   

o The utilities could begin building a database of information about customers to 
more effectively target programs. 

o Provide all new hookups with a welcome kit with rebates and information on 
programs. Have utility rep provide information about programs by phone when 
customer calls in. 

 Explore idea of PAYS (Pay-As-You-Save) in concert with on-bill financing.  PAYS is a 
financing agreement tied to the premises so if an occupant leaves the building, the next 
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occupant takes over.  Helps overcome split incentive problem, and has been implemented 
in New Hampshire. See http://www.paysamerica.org/   

 Provide benchmarking information on customer bills, so they can see if they have higher 
use than average  

 Provide information in a customer-centered manner (eg. I’m a local govt, what should I 
do?) rather than with a long list of program options. 

 Target food and drug stores to stock and sell CFLs.  The California Lamp Report 2003 
shows that a higher proportion of incandescents relative to CFLs are sold in food and 
drug stores. (May be good area to bid out.) 

 Look at targeting programs to particular areas or sectors.  For example, with the new 
avoided costs, consider emphasizing outreach in areas that have high T&D avoided costs.  
Also consider sectors that are experiencing high growth, for example, the biotech and 
medical industries. (May be good areas to bid out.) 

 
Residential Retrofit 

 Consider expanding early retirement or replacement programs to include room AC, 
central air conditioners, clothes washers, and dishwashers.  And consider expanding to 
small non-res customers. 

 Mobile homes have a higher proportion of room AC, electric water heating, and electric 
well pumps.  Consider programs to specifically target these opportunities.  

 Audits 
o Follow up with customers to see if they implemented the recommendations and 

remind them to do it; also use it to track program success. Also, include direct 
installation of low-cost measures with on-site audits.   

o Link audit recommendations to both rebate offerings and information on how to / 
where to buy recommended items (e.g. how do I find a contractor to get my ducts 
tested and sealed?).  For example, for each recommendation provided to the 
customer, allow the customer to enter zip code and search for the nearby 
contractors that they can use. 

 For HVAC – provide a higher rebate if done in combination with quality installation 
 Time of sale - incentivize home inspectors (during home sale process) to identify energy 

saving opportunities and link to other EE programs. (May be good area to bid out.) 
 LED holiday lights – plans for public showcases, make available at Xmas tree lots, etc.  

Investigate whether quality testing is needed.  (May be good area to bid out.) 
 Expand use of in-store promotion and information at point of purchase.  Could include 

representatives at store home improvement events on in-store kiosks to provide 
information to customers about efficiency and what particular products to buy. 

 Pilot educational component along with programmable thermostats. (May be good area to 
bid out.) 

 Look at making higher tiers consistent with the proposed federal tax incentives. 
 Look at aggressive new efficiency levels for dishwashers and clothes washers based on 

the CEE tiers or the Oregon tax credits. 
 Expand availability of dimmable CFLs, ceiling fan light kits, and energy efficient 

recessed cans. 
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Residential New Construction 

 Consider a program targeted at manufactured homes.  Consider leveraging the Northwest 
Energy Efficiency Alliance’s program. 

 Ensure that Energy Star new homes also get Energy Star appliances installed, for 
example through tiered rebates or welcome kits with rebates, etc.  (May be good area to 
bid out.) 

 Provide a higher tier for the New Construction program, so that it continues to push the 
envelope.  Consider a green building component for the higher tiers. 

 Work with the CEC to structure incentives for photovoltaics that are tied to how 
efficiency a home is beyond T24. 

 Promote Energy Efficient Mortgages (EEM), and get Jumbo market to offer them. 
 Provide all new homes with a welcome kit with rebates and information on programs, 

potentially through real estate agent.  
 If possible, continue to use the Energy Star brand.  Keep a placeholder in the program 

proposal to use the brand if discussions with Energy Star are successful. 
 
Non-Residential Retrofit 

 Consider power strip occupancy sensors for office buildings 
 Allow programs to count savings for early replacements for certain measures (e.g. 

upgrades of T12 to efficient T8s).  
 Investigate how to sub-meter commercial tenants, who currently pay for utilities by the 

sq.ft., to help better align their incentives.  
 Building recommissioning (May be good area to bid out.) 
 Look at making higher tiers consistent with the proposed federal tax incentives. 
 Focus on making Super T8 and Programmed Rapid Start Ballasts available in the market, 

and provide higher rebates for these measures than for standard T8s and fixtures. 
 Target refrigerated beverage vending machines to enable low power mode feature and to 

retrofit lamps. 
 
Non-Residential New Construction 

 Just like with the Residential New Construction program, tie this program to the 
efficiency of the non-shell items that draw power as well.  And for multi-family new 
construction (e.g. condos or apartments) tie to the appliances just like for the residential 
program. 

 Provide a higher tier for the New Construction program, so that it continues to push the 
envelope, and ensure it’s consistent with the proposed federal tax incentives.  Consider a 
green building component for the higher tiers. 

 Building commissioning  (May be good area to bid out.) 
 Allow commercial tenants who are renovating existing spaces (e.g. new HVAC and 

lighting, without touching shell) to participate. 
 
Emerging Technologies 

 RASS shows that TVs, PCs and office equipment are 15% of average residential usage & 
we currently don’t go after that.  There should be an accelerated effort to develop a test 
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method and gather data to lay the groundwork for an Energy Star spec for TVs and set-
top boxes.  

 Improve Solar Pathway lights as replacement for outdoor lighting 
 Ensure close coordination between PIER and the programs 
 Build a better set-top box 
 Hotels in other countries use key cards to activate the lighting and potentially the HVAC 

system in hotel rooms.  Explore the possibility of using the technology here. 
 
Codes and Standards 

 Potential CASE Study: Commercial HVAC for large buildings (not the rooftop units) 
retrofit/new construction + commissioning: are more creative ideas needed to develop 
system specs for the 2008 code? 

 Support NBI’s efforts to develop the next generation of programs and codes beyond T24.   
 Consider new standards that would effectively ban incandescent bulbs.  Also investigate 

ability to effectively ban T12 lamps based on current federal standards. 
 
Partnerships 

 Work with local governments to use expedited permitting to provide additional incentive 
for efficiency new construction and remodeling, and have local govt help provide leads to 
projects. 

 Help local governments establish local ordinances that require efficiency upgrades when 
a building is sold (i.e. CECO and RECO assistance). 


