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1. Executive Summary 

This report is provided to the New Orleans City Council Utility, Cable, Telecommunication and 
Technology Committee (the “Council”) as the review of the fifth year of operations of the Energy Smart 
Program. In Program Year 5 (PY5) the Energy Smart program exceeded its savings target, achieving 114% 
of the total kWh goal. 

Table 1.1 Portfolio Summary of 2015 

2015 Portfolio Summary 
  

     
  

Net Energy Savings Cost Cost-Benefits 

Demand Energy Actual Expenses LCFC 
TRC  

Net Benefits TRC Ratio 
MW MWh         

4  20,349   $               $5,648,627  $                    1,892,863   $5,993,116  1.92 

 
Table 1.1 Portfolio Energy Savings 

New Orleans Goal Achieved Percentage 

Demand Savings (kW) 3,752 3,428 91% 

Energy Savings (kWh) 16,457,612 19,035,828 116% 

Algiers Goal Achieved Percentage 

Demand Savings (kW) 362 299 83% 

Energy Savings (kWh) 1,380,971 1,313,604 95% 

 

One of the highlights of PY5 was that for the second time, the Energy Smart Program was nationally 
recognized by receiving the ENERGY STAR® Partner of the Year Award, for exemplary delivery of the 
Assisted Home Performance with ENERGY STAR® Program. This program provides energy efficiency 
assessments and upgrades at no cost to income qualified residents of Orleans Parish.  

2016 marks the first year in which the annual report will be delivered in this standardized format, which 
originated at the Arkansas Public Service Commission and was utilized last year by the Louisiana Public 
Service Commission. This new report format will give the Council, CURO Staff, the Advisors and 
Intervenors a means by which to make a comparison to other programs that are being operated in the 
immediate region. In addition, this new format provides data consistent with recent requests by 
Advisors. The report contains two sections: 
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Consideration is being given to shifting a certain portion of the Lighting and Appliances budget  to 
HPwES during PY6 in order to accommodate for increased volume of rebate submissions. The Lighting 
and Appliances Program will still be able to reach its annual kWh goal due to the fact that the cost for 
CFLs and LEDs in the marketplace has dropped precipitously, meaning  that less incentive dollars are 
needed in order to supplement the sale of bulbs in retail outlets.  

In PY5, the Green Light New Orleans program expended a total $108,488 of a possible $138,713. 
Unspent dollars will roll forward to PY6, giving Green Light a total of $142,580 to spend in PY6.  
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3.3. Program Budget, Savings and Participants 
Table 3.1 

 
 

Table 3.2 

 
 

3.4. Training and Events 

These items are detailed in the SARP workbook. 

 

 

 

 

 

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 281,883$       281,883$       100% 122,250 2,743,541 2244% 30 353 1176% n/a 2,842 -

Program Year 2014 550,000$       541,451$       98% 912,750 1,825,848 200% 225 525 233% n/a 1,012 -

Program Year 2015 684,763$       684,763$       100% 1,043,383 1,043,383 100% 322 322 100% 198 198 100%

ENO - Income Qualified (AHPwES)
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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Energy Savings (kWh) Budget Actual

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 38,800$         38,800$         100% 94,273 928,933 985% n/a n/a - n/a 775 -

Program Year 2014 16,000$         6,824$            43% 62,692 115,564 184% n/a 18 - n/a 132 -

Program Year 2015 58,564$         58,564$         100% 291,163 291,163 100% 112 112 100% 22 22 100%

Algiers - Income Qualified (AHPwES)
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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3.5. Planned or Proposed Changes to Program and Budget 

The kWh goal and budget both increase slightly for PY6. Like the HPwES program contractors will be 
given an allocation, however instead of a monthly allocation contractors will be provided the allocation 
on a quarterly basis.  

In addition, a new rule was created for PY6 that requires participating contractors to perform air sealing 
and duct sealing and install attic insulation in all homes eligible for the program if an energy assessment 
shows that the home is in need of all three items. If not, the contractor is required to let Energy Smart 
program administrators know why all measures were not required. 
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5.3. Program Budget, Savings and Participants 
Table 5.1 

 

 
Table 5.2 

 

 

5.4. Program Events and Training 

These items are detailed in the SARP workbook. 

  

 

 

 

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 125,152$       125,152$       100% 2,355,154 845,700 36% 995 692 70% n/a 1,387 -

Program Year 2014 117,426$       104,545$       89% 1,359,309 517,188 38% 649 222 34% n/a 356 -

Program Year 2015 368,943$       368,943$       100% 358,291 358,291 100% 117 117 100% 667 667 100%

ENO - Residential Heating and Cooling
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 31,748$         27,838$         88% 225,743 164,872 73% n/a n/a - n/a 132 -

Program Year 2014 4,385$            8,625$            197% 150,120 29,683 20% n/a 11 - n/a 18 -

Program Year 2015 32,751$         32,751$         100% 27,280 27,280 100% 8 8 100% 44 44 100%

Algiers - Residential Heating and Cooling
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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6.3. Program Budget, Savings and Participants 

 
Table 6.1 

 

 
Table 6.2 

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 n/a n/a - n/a n/a - n/a n/a - n/a n/a -

Program Year 2014 n/a n/a - n/a n/a - n/a n/a - n/a n/a -

Program Year 2015 451,411$       451,411$       100% 365,288 365,288 100% 42 42 100% 3,012 3,012 100%

ENO - School Kits and Education
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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6.4. Program Events and Training 

Covered in sections 6.1 Program Description and 6.2 Program Highlights.  

 

6.5. Planned or Proposed Changes to Program and Budget 

The goal from the last program year to this year increased substantially from 1,000 students per year to 
3,600. An estimate of number of schools with 6th graders showed that the 3,600 student goal requires 
almost 95% of all students in public school 6th grade classes to participate. EWA reached out to 100% of 
the schools and scheduled with all schools that responded. Although 95% participation would be 
desirable, it is not realistic, due to teachers’ schedules and curriculum requirements. Reaching 95% of 
students in one grade would be very difficult, so EWA also included some 5th and 7th grade classes. In the 
upcoming year, they will focus on 6th and 7th grade classes, but will also include a higher grade if needed 
to reach the 3,600 students. They also included one private school, St. Rita’s, which has 100% Orleans 
Parish student enrollment, and will work to find similar private schools for the program.  

  

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 n/a n/a - n/a n/a - n/a n/a - n/a n/a -

Program Year 2014 n/a n/a - n/a n/a - n/a n/a - n/a n/a -

Program Year 2015 85,963$         85,963$         100% 47,498 47,498 100% 5 5 100% 671 671 100%
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outreach campaign that Energy Smart has performed in Algiers to date and has helped to 
drive program participation going into PY6.  

 

7.3. Program Budget, Savings and Participants 

 
Table 7.1 

 
 

Table 7.2 

 
 

7.4. Training and Events 

These items are detailed in the SARP workbook. 

 

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 269,783$       264,083$       98% 2,230,328 2,108,012 95% 322 356 111% n/a 89 -

Program Year 2014 338,733$       303,944$       90% 2,666,423 2,519,153 94% 385 498 129% n/a 72 -

Program Year 2015 942,064$       942,064$       100% 3,189,966 3,189,966 100% 461 461 100% 185 185 100%

ENO - Small Commercial and Industrial
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 65,274$         65,274$         100% 409,158 512,925 125% n/a n/a - n/a 15 -

Program Year 2014 26,014$         26,014$         100% 272,090 215,680 79% n/a 38 - n/a 9 -

Program Year 2015 85,461$         85,461$         100% 144,696 144,696 100% 29 29 100% 16 16 100%

Algiers - Small Commercial and Industrial
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7.5. Planned or Proposed Changes to Program and Budget 

PY6 marks the launch of the CoolSaver for Small Commercial customers, as an air conditioning tune-up 
was not previously available through the CoolSaver contractor network. Initial outreach on this is being 
done in partnership with Life City, who is distributing program material to their business clients who 
continue to look for ways to save money and meet Life City’s terms for being a sustainable business. 

Energy Smart recently added a rule that all jobs submitted to the program must be complete within 90 
days of application submittal. It also requires that the participating contractor provide documentation 
proving that material was ordered in order to complete a job within 30 days of application submittal. 
This rule was developed for several reasons, but ultimately ensures that customers receive a timely 
completion of their projects once initiated by a participating contractor.  

As noted in the evaluation report, the lighting calculator used in PY5 to estimate savings contained a 
flaw in that it had not been updated to account for Energy Independence and Security Act (EISA) 
baseline shifts. This flaw was the biggest contributor to the small business program not achieving its PY5 
net savings goals due to the impact that it had on the program realization rate. The calculator has 
already been adjusted for PY6 and an annual review and testing protocol put in place to ensure that this 
does not happen again.  
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8.3. Program Budget, Savings and Participants 
Table 8.1 

 
 

Table 8.2 

 

 

8.4. Training and Events  

These items are detailed in the SARP workbook. 

 

 

 

 

 

Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 465,088$       459,250$       99% 4,130,464 4,601,848 111% 636 696 109% n/a 18 -

Program Year 2014 522,970$       519,304$       99% 6,138,592 5,823,379 95% 945 831 88% n/a 23 -

Program Year 2015 1,774,136$    1,774,136$    100% 8,642,831 8,642,831 100% 1,403 1,403 100% 45 45 100%

ENO - Large Commercial and Industrial
Cost Energy Savings (kWh) ParticipantsDemand Savings (kW)
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Program Budget Actual % Plan Evaluated % Plan Evaluated % Plan Actual %

Program Year 2013 57,926$         21,895$         38% 646,897 209,023 32% n/a n/a - n/a 1 -

Program Year 2014 51,518$         626$               1% 430,187 24,576 6% n/a 2 - n/a 1 -

Program Year 2015 153,103$       153,103$       100% 133,404 133,404 100% 6 6 100% 1 1 100%
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8.5. Planned or Proposed Changes to Program and Budget 

Energy Smart recently added a rule that all jobs submitted to the program must be complete within 90 
days of application submittal. It also requires that the participating contractor provide documentation 
proving that material was ordered in order to complete a job within 30 days of application submittal. 
The exception to this rule is for custom/M&V projects which need a longer time to qualify, have 
measures installed and post installation verification analysis be performed. 

As noted in the evaluation report, the majority of businesses taking part in the Large Commercial 
program own several locations. This fact coupled with the number of contacts that the Energy Smart 
program has built since program inception allows for better planning for custom/M&V projects. PY6 was 
launched with more than 10 custom/M&V projects prioritized for completion by the end of Q3. 
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Appendix A: Customer Satisfaction Survey Results 
 

  

29 
 



 

New Orleans Home Performance with Energy Star 
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Algiers Home Performance with Energy Smart - Customer Satisfaction Surveys
Total of 36 surveys received through Apr 19, 2016
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Good
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the energy consultant?
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50%Good
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Good
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Fair
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Q2b: How do you rate your experience with 
the contractor?
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ner
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Tenant
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Q3: Are you the homeowner, landlord, or 
tenant?

Yes
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No
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Planning 
to
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Q6: Have you taken advantage of other 
Energy Smart programs?
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Q1d: What measure(s) did you implement as part of the program?
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Q5: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.
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Q4: The Energy Smart Program, and assitance from my contractor, allowed the following 
to be true?

Algiers Home Performance with Energy Star 
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Total of 42 surveys received through Apr 28, 2016

ENO Assisted Home Performance with Energy Star - Customer Satisfaction Surveys
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Q4: The Energy Smart Program, and assitance from my contractor, allowed the following 
to be true?

New Orleans Income Qualified (AHPwES) 
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Total of 12 surveys received through May 5, 2016

ELA Home Performance with Energy Smart Assisted - Customer Satisfaction Surveys
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Algiers Income Qualified (AHPwES) 
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ENO CoolSaver AC Tune-up Program - Customer Satisfaction Surveys
Total of 47 surveys received through Mar 28, 2016

Excellent  
67%

Good
33%

Q1b: How do you rate your experience with 
the energy consultant?

Excellent  
67%

Good
33%

Q2b: How do you rate your experience with 
the installer?

Excellent  
100%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner
67%

Tenant
33%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
67%

Probably  
33%

Q5: Would you recommend the Energy 
Smart program to others?

Yes
34%

No
33%

Planning 
to

33%

Q7: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.5 1 1.5 2 2.5 3 3.5

Q6: How did you hear about the Energy Smart program?

Excellent  
75%

Good
17%

Fair
8%

Q1b: How do you rate your experience with 
the energy consultant?

Excellent  
67%

Good
25%

Fair
8%

Q3: How do you rate the value of the 
Energy Smart Room A/C Replacement?

Homeow
ner

67%

Tenant
33%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
59%

Probably  
33%

Probably 
Not 8%

Q5: Would you recommend the Energy 
Smart program to others?

Yes
18%

No
36%

Planning 
to

46%

Q7: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 1 2 3 4 5 6 7 8

Q6: How did you hear about the Energy Smart program?

Excellent  
50%

Good
50%

Q1b: How do you rate your experience with 
the energy consultant?

Excellent  
50%

Good
50%

Q2b: How do you rate your experience with 
the installer?

Excellent  
100%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner

100%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
50%

Probably  
50%

Q5: Would you recommend the Energy 
Smart program to others?

Yes
50%

No
50%

Q7: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.2 0.4 0.6 0.8 1 1.2

Q6: How did you hear about the Energy Smart program?

Excellent  
66%

Good
26%

Fair
4%

Poor
4%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
68%

Good
24%

Fair
6%

Poor
2%

Q2: How do you rate the value of the Energy 
Star Program?

Homeow
ner
92%

Landlord
4%

Tenant
4%

Q3: Are you the homeowner, landlord, or 
tenant?

Yes
28%

No
52%

Planning 
to

20%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25 30

Q5: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 5 10 15 20 25 30 35

Q4: The Energy Smart Program, and assitance from my contractor, allowed the following to 
be true?

New Orleans CoolSaver A/C Tune-Up 
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ELA Energy Smart CoolSaver AC Tune-up Program - Customer Satisfaction Surveys
Total of 24 surveys received through Mar 21, 2016

Excellent  
100%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner
67%

Tenant
33%

Q4: Are you the homeowner, landlord, or 
tenant?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.5 1 1.5 2 2.5 3 3.5

Q6: How did you hear about the Energy Smart program?

Homeow
ner

67%

Tenant
33%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
59%

Probably  
33%

Probably 
Not 8%

Q5: Would you recommend the Energy 
Smart program to others?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 1 2 3 4 5 6 7 8

Q6: How did you hear about the Energy Smart program?

Excellent  
100%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner

100%

Q4: Are you the homeowner, landlord, or 
tenant?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.2 0.4 0.6 0.8 1 1.2

Q6: How did you hear about the Energy Smart program?

Excellent  
54%

Good
46%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
67%

Good
33%

Q2: How do you rate the value of the Energy 
Star Central A/C Program?

Homeow
ner
83%

Tenant
17%

Q3: Are you the homeowner, landlord, or 
tenant?

No
83%

Planning 
to

17%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 2 4 6 8 10 12 14 16 18 20

Q5: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 2 4 6 8 10 12 14 16

Q4: The Energy Smart Program, and assitance from my contractor, allowed the following to 
be true?

Algiers CoolSaver A/C Tune-Up 
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ENO Central A/C Unit Replacement Program - Customer Satisfaction Surveys
Total of 24 surveys received through May 5, 2016

Excellent  
56%

Good
30%

Fair
11%

Poor
3%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
54%

Good
37%

Fair
2%

Poor
7%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

96%

Landlord
4%

Q3: Are you the homeowner, landlord, or 
tenant?

Probably  
100%

Q4: Would you recommend the Energy 
Smart program to others?

Yes
24%

No
63%

Planning 
to

13%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 2 4 6 8 10 12 14 16 18

Q5: How did you hear about the Energy Smart program?

Excellent  
68%

Good
29%

Fair
3%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
48%

Good
42%

Fair
7%

Poor
3%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

96%
Landlord

26%

Tenant
35%

Q3: Are you the homeowner, landlord, or 
tenant?

Yes
23%

No
44%

Planning 
to

33%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 2 4 6 8 10 12 14 16

Q5: How did you hear about the Energy Smart program?

Excellent  
40%Good

60%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
40%Good

60%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

40%Landlord
20%

Tenant
40%

Q3: Are you the homeowner, landlord, or 
tenant?

No
60%

Planning 
to

40%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.5 1 1.5 2 2.5

Q5: How did you hear about the Energy Smart program?

Excellent  
77%

Good
23%

Q1b: How do you rate your experience with 
the staff member?

Excellent  
78%

Good
22%

Q2b: How do you rate your experience with 
the installer?

Excellent  
81%

Good
19%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner
83%

Landlord
17%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
70%

Probably  
26%

Maybe 
4%

Q5: Would you recommend the Energy 
Smart program to others?

Yes
13%

No
70%

Planning 
to

17%

Q7: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25

Q6: How did you hear about the Energy Smart program?

New Orleans Central A/C Replacement 
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ELA Central A/C Unit Replacement Program - Customer Satisfaction Surveys
Total of 2 surveys received through Apr 21, 2016

Excellent  
56%

Good
30%

Fair
11%

Poor
3%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
54%

Good
37%

Fair
2%

Poor
7%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

96%

Landlord
4%

Q3: Are you the homeowner, landlord, or 
tenant?

Probably  
100%

Q4: Would you recommend the Energy 
Smart program to others?

Yes
24%

No
63%

Planning 
to

13%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 2 4 6 8 10 12 14 16 18

Q5: How did you hear about the Energy Smart program?

Excellent  
68%

Good
29%

Fair
3%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
48%

Good
42%

Fair
7%

Poor
3%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

96%
Landlord

26%

Tenant
35%

Q3: Are you the homeowner, landlord, or 
tenant?

Yes
23%

No
44%

Planning 
to

33%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 2 4 6 8 10 12 14 16

Q5: How did you hear about the Energy Smart program?

Excellent  
40%Good

60%

Q1b: How do you rate your experience with 
the contractor?

Excellent  
40%Good

60%

Q2: How do you rate the value of the 
Energy Smart tune-up?

Homeow
ner

40%Landlord
20%

Tenant
40%

Q3: Are you the homeowner, landlord, or 
tenant?

No
60%

Planning 
to

40%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 0.5 1 1.5 2 2.5

Q5: How did you hear about the Energy Smart program?

Excellent  
50%

Good
50%

Q1b: How do you rate your experience with 
the energy consultant?

Excellent  
100%

Q2b: How do you rate your experience with 
the installer?

Excellent  
50%

Good
50%

Q3: How do you rate the value of the Energy 
Smart Room A/C Replacement?

Homeow
ner

100%

Q4: Are you the homeowner, landlord, or 
tenant?

Definitely  
100%

Q5: Would you recommend the Energy 
Smart program to others?

No
100%

Q7: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 0.2 0.4 0.6 0.8 1 1.2

Q6: How did you hear about the Energy Smart program?

Algiers Central A/C Replacement 
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ENO Consumer Products Program - Customer Satisfaction Surveys
Total of 43 surveys received through Apr 26, 2016

Excellent  
78%

Good
20%

Fair
2%

Q1b: How do you rate your experience 
with the Green Light N.O. volunteers?

Excellent  
76%

Good
22%

Fair
2%

Q1b: How would you rate the ease of contacting 
Green Light N.O. and scheduling an appointment?

Excellent  
71%

Good
21%

Fair
4%

Poor
4%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

59%

Tenant
41%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
96%

Probably  
4%

Q4: Would you recommend the Energy 
Smart program to others?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 5 10 15 20 25 30 35 40

Q5: How did you hear about the Energy Smart program?

Excellent  
73%

Good
23%

Fair
2%

Poor
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
74%

Good
24%

Fair
2%

Q1b: How do you rate your experience 
with the Green Light N.O. volunteers?

Excellent  
63%

Good
31%

Fair
4%

Poor
2%

Q1b: How would you rate the ease of contacting 
Green Light N.O. and scheduling an appointment?

Excellent  
68%

Good
28%

Fair
2%

Poor
2%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

52%Landlord
2%

Tenant
46%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
92%

Probably  
6%

Definitely 
Not 2%

Q4: Would you recommend the Energy 
Smart program to others?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 5 10 15 20 25 30

Q5: How did you hear about the Energy Smart program?

Excellent  
66%

Good
28%

Fair
4%

Poor
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
84%

Good
11%

Fair
5%

Q1b: How do you rate your experience 
with the Green Light N.O. volunteers?

Excellent  
74%

Good
19%

Fair
5%

Poor
2%

Q1b: How would you rate the ease of contacting 
Green Light N.O. and scheduling an appointment?

Excellent  
72%

Good
23%

Fair
3%

Poor
2%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

65%
Landlord

2%

Tenant
33%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
96%

Probably  
2%

Maybe 
2%

Q4: Would you recommend the Energy 
Smart program to others?

Friend / Family
Radio Ad
In Store

Contractor
Presentation

Bill Insert
Email
Other

0 5 10 15 20 25 30

Q5: How did you hear about the Energy Smart program?

Excellent  
82%

Good
16%

Fair
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
35%

Good
63%

Poor
2%

Q1: How do you rate your overall 
experience with the program?

Excellent  
47%

Good
53%

Q2: How do you rate the value of the 
program?

Homeow
ner
65%

Landlord
23%

Tenant
12%

Q3: Are you the homeowner, landlord, or 
tenant?

Yes
12%

No
81%

Planning 
to
7%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25 30 35

Q5: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 5 10 15 20 25

Q4: The Energy Smart Program, and assitance from my contractor, allowed the following to 
be true?

New Orleans Consumer Products 
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ELA Consumer Products Program - Customer Satisfaction Surveys
Total of 1 surveys received through Oct 29, 2015

Excellent  
71%

Good
21%

Fair
4%

Poor
4%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

59%

Tenant
41%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
96%

Probably  
4%

Q4: Would you recommend the Energy 
Smart program to others?

Excellent  
73%

Good
23%

Fair
2%

Poor
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
68%

Good
28%

Fair
2%

Poor
2%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

52%Landlord
2%

Tenant
46%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
92%

Probably  
6%

Definitely 
Not 2%

Q4: Would you recommend the Energy 
Smart program to others?

Excellent  
66%

Good
28%

Fair
4%

Poor
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
72%

Good
23%

Fair
3%

Poor
2%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner

65%
Landlord

2%

Tenant
33%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
96%

Probably  
2%

Maybe 
2%

Q4: Would you recommend the Energy 
Smart program to others?

Excellent  
82%

Good
16%

Fair
2%

Q2a: How would rate the overall value of 
your CFL installation?

Excellent  
100%

Q1: How do you rate your overall 
experience with the program?

Excellent  
100%

Q2: How do you rate the value of the 
program?

Homeow
ner

100%

Q3: Are you the homeowner, landlord, or 
tenant?

No
100%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 0.2 0.4 0.6 0.8 1 1.2

Q5: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 2 4 6 8 10 12

Q4: The Energy Smart Program, and assitance from my contractor, allowed the following to 
be true?

Algiers Consumer Products 
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ENO Green Light CFL Program - Customer Satisfaction Surveys
Total of 50 surveys received through Apr 26, 2016

Excellent  
50%

Good
25%

Fair
25%

Q2: How do you rate the value of the Energy 
Efficient New Homes Program?

Builder
100%

Q3: Are you the homeowner, landlord, or 
tenant?

Central HVAC System

Heat Pump (avg. 3 ton)

Heat Pump DHW (> 50gal)

Energy Star Windows

Energy Star Advanced Lighting Package

Other

0 0.5 1 1.5 2 2.5

Q1b: Which prescriptive measures did you implement?

HERS 85
HERS 70

Energy Star Advanced Lighting Package
Other

0 0.5 1 1.5 2 2.5

Q1a: Which performance measures did you implement?

Good
100%

Q2: How do you rate the value of the Energy 
Efficient New Homes Program?

Builder
100%

Q3: Are you the homeowner, landlord, or 
tenant?

Central HVAC System

Heat Pump (avg. 3 ton)

Heat Pump DHW (> 50gal)

Energy Star Windows

Energy Star Advanced Lighting Package

Other

0 0.2 0.4 0.6 0.8 1 1.2

Q1b: Which prescriptive measures did you implement?

HERS 85
HERS 70

Energy Star Advanced Lighting Package
Other

0 0.2 0.4 0.6 0.8 1 1.2

Q1a: Which performance measures did you implement?

Excellent  
84%

Good
14%

Fair
2%

Q1a: How do you rate your experience with 
the Green Light N.O. volunteers?

Excellent  
78%

Good
18%

Fair
4%

Q1b: How would you rate the ease of contacting 
Green Light N.O. and scheduling an appointment?

Excellent  
55%Good

27%

Fair
14%

Poor
4%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner
56%

Tenant
44%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
90%

Probably  
10%

Q4: Would you recommend the Energy 
Smart program to others?

Yes
13%

No
77%

Planning 
to

10%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25 30

Q5: How did you hear about the Energy Smart program?

Excellent  
76%

Good
22%

Fair
2%

Q2a: How would rate the overall value of 
your CFL installation?

New Orleans - Green Light New Orleans 

40 
 



 

 

ELA Green Light CFL Program - Customer Satisfaction Surveys
Total of 43 surveys received through Apr 28, 2016

Excellent  
50%

Good
25%

Fair
25%

Q2: How do you rate the value of the Energy 
Efficient New Homes Program?

Builder
100%

Q3: Are you the homeowner, landlord, or 
tenant?

Central HVAC System

Heat Pump (avg. 3 ton)

Heat Pump DHW (> 50gal)

Energy Star Windows

Energy Star Advanced Lighting Package

Other

0 0.5 1 1.5 2 2.5

Q1b: Which prescriptive measures did you implement?

Good
100%

Q2: How do you rate the value of the Energy 
Efficient New Homes Program?

Builder
100%

Q3: Are you the homeowner, landlord, or 
tenant?

Central HVAC System

Heat Pump (avg. 3 ton)

Heat Pump DHW (> 50gal)

Energy Star Windows

Energy Star Advanced Lighting Package

Other

0 0.2 0.4 0.6 0.8 1 1.2

Q1b: Which prescriptive measures did you implement?

Excellent  
93%

Good
7%

Q1a: How do you rate your experience with 
the Green Light N.O. volunteers?

Excellent  
67%Good

26%

Fair
5%

Poor
2%

Q1b: How would you rate the ease of contacting 
Green Light N.O. and scheduling an appointment?

Excellent  
77%

Good
23%

Q2b: How would you rate you level of satisfaction 
with the CFL bulbs that were installed?

Homeow
ner
58%

Tenant
42%

Q3: Are you the homeowner, landlord, or 
tenant?

Definitely  
91%

Probably  
7%

Maybe 
2%

Q4: Would you recommend the Energy 
Smart program to others?

Yes
29%

No
62%

Planning 
to
9%

Q6: Have you taken advantage of other 
Energy Smart programs?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25 30 35

Q5: How did you hear about the Energy Smart program?

Excellent  
90%

Good
8%

Fair
2%

Q2a: How would rate the overall value of 
your CFL installation?

Algiers - Green Light New Orleans 
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NO Small Commercial Solutions & Industrial Solutions - Customer Satisfaction Survey
Total of 91 surveys received through Feb 10, 2016

Excellent  
82%

Good
18%

Q1a: How do you rate your experience with 
the Energy Smart representative?

Excellent  
79%

Good
20%

Fair
1%

Q1c: How would you rate the overall value 
of the Energy Smart program?

Yes
25%

No
75%

Q1e: Are you planning to implement any 
other energy efficiency measures?

Yes
14%

No
54%

Planning 
to

32%

Q3: Have you taken advantage of other 
Energy Smart programs?

Yes
61%

No
39%

Q6: May we contact you in regard to your 
comments or concerns?

Electric Chillers

Energy Efficient Lighting

Widow Film

High efficiency AC and heat

Premium Efficient Lighting

Other

None

0 5 10 15 20 25 30 35

Q1d: Which upgrade(s) do you or do you plan to implement within 60 days for the 
assessment?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 10 20 30 40 50 60 70

Q2: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 5 10 15 20 25 30 35 40 45 50

Q2: The Energy Smart Program, and assitance from my contractor, allowed the following 
to be true:

New Orleans Small Commercial 

42 
 



 

ELA Small Commercial Solutions & Industrial Solutions - Customer Satisfaction Surveys
Total of 5 surveys received through Apr 14, 2016

Excellent  
60%

Good
40%

Q1a: How do you rate your experience with 
the Energy Smart representative?

Excellent  
60%

Good
40%

Q1c: How would you rate the overall value 
of the Energy Smart program?

Yes
40%

No
60%

Q1e: Are you planning to implement any 
other energy efficiency measures?

Yes
40%

No
60%

Planning 
to
0%

Q3: Have you taken advantage of other 
Energy Smart programs?

Yes
80%No

20%

Q6: May we contact you in regard to your 
comments or concerns?

Electric Chillers

Energy Efficient Lighting

Widow Film

High efficiency AC and heat

Premium Efficient Lighting

Other

None

0 0.5 1 1.5 2 2.5

Q1d: Which upgrade(s) do you or do you plan to implement within 60 days for the 
assessment?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 0.5 1 1.5 2 2.5 3 3.5 4 4.5

Q2: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.

0 0.5 1 1.5 2 2.5 3 3.5 4 4.5

Q2: The Energy Smart Program, and assitance from my contractor, allowed the following 
to be true:

Algiers Small Commercial 

43 
 



 

NO Large Commercial Solutions & Industrial Solutions - Customer Satisfaction Surve
Total of 27 surveys received through Apr 21, 2016

Excellent  
85%

Good
15%

Q1a: How do you rate your experience with 
the Energy Smart representative?

Excellent  
88%

Good
12%

Q1c: How would you rate the overall value 
of the Energy Smart program?

Yes
46%

No
54%

Q1e: Are you planning to implement any 
other energy efficiency measures?

Yes
32%

No
36%

Planning 
to

32%

Q3: Have you taken advantage of other 
Energy Smart programs?

Yes
85%

No
15%

Q6: May we contact you in regard to your 
comments or concerns?

Electric Chillers

Energy Efficient Lighting

Widow Film

High efficiency AC and heat

Premium Efficient Lighting

Other

None

0 5 10 15 20 25

Q1d: Which upgrade(s) do you or do you plan to implement within 60 days for the 
assessment?

Friend / Family
Radio Ad

In Store
Contractor

Presentation
Bill Insert

Email
Other

0 5 10 15 20 25

Q2: How did you hear about the Energy Smart program?
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LA Large Commercial Solutions & Industrial Solutions - Customer Satisfaction Surve
Total of 1 surveys received through Apr 11, 2016

Excellent  
100%

Q1a: How do you rate your experience with 
the Energy Smart representative?

Excellent  
100%

Q1c: How would you rate the overall value 
of the Energy Smart program?

Yes
100%

No
0%

Q1e: Are you planning to implement any 
other energy efficiency measures?

Yes
0%

No
100%

Planning 
to
0%

Q4: Have you taken advantage of other 
Energy Smart programs?

Yes
100%

No
0%

Q6: May we contact you in regard to your 
comments or concerns?
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High efficiency AC and heat

Premium Efficient Lighting
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Q3: How did you hear about the Energy Smart program?

Choose a more efficient equipment than I otherwise would have…

Made an energy efficient upgrade sooner than I had planned.

Installed additional energy saving equipment than I had originally…

I would not have had the work done at all  without Energy Smart.

Had no impact on my decision.
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Q2: The Energy Smart Program, and assitance from my contractor, allowed the following 
to be true:
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Term Definition
Original Budget (Approved Budget) This is the budget most recently approved by the Commission.
Annual Energy Savings Energy savings realized for a full year. (8,760 hours)
Benefit Cost Ratio The ratio of the total benefits of the program to the total costs over the life of the measure discounted as appropriate.
Customer Savings Savings that are derived from custom measures where deemed savings are not addressed in the currently approved TRM.
Deemed Savings A "book" estimate of the gross energy savings (kWh or therms) or gross demand savings (kW or therms) for a single unit of an installed 

EE measure that (a) has been developed from data sources and analytical methods that are widely considered acceptable for the 
measure and purpose and (b) is applicable to the set of measures undergoing evaluation.  This information is found in the TRM on the 
APSC website and is subject to updates effective for estimation of EE savings associated with measures installed since the beginning of 
the year in which the updated version is approved.  See Volume 2, Section 1.6.

Demand The time rate of energy flow.  Demand usually refers to electric power measured in kW but can also refer to natural gas, usually as 
Btu/hr or therms/day, etc..  The level at which electricity or natural gas is delivered to users at a given point in time.

Demand Savings Demand that did not occur due to the installation of an EE measure. (non-coincident peak)
Energy Sales Energy sold by the utility in the calendar year.
Energy Savings Energy use that did not occur due to the installation of an EE measure.
Gross Savings The change in energy consumption and/or demand that results directly from program-related actions taken by participants in an 

efficiency program, regardless of why they participated.
kW A Kilowatt is a measure of electric demand - 1000 watts.
kWh The basic unit of electric energy usage over time.  One kWh is equal to one kW of power supplied to a circuit for a period of one hour.

LCFC Energy Savings For the current Program Year, the sum of eligible net energy savings from (1) measures installed in prior Program Years (8,760 hours) 
and (2) measures installed in current Program Year as adjusted for time of installation, weather, etc. (less than 8,760 hours).  
Clarification of item (1) above: The savings reported in the current year should only reflect the current year impact of measures 
installed in prior years but, should not include the savings claimed and reported in prior years.

Lifetime The expected useful life, in years, that an installed measure will be in service and producing savings.
Lifetime Energy Savings The sum of the energy savings through the measure's useful life.
Measures Specific technology or practice that produces energy and/or demand savings as a result of a ratepayer's participation in a Utility/TPA 

EE Program.
Net Benefits The program benefits minus the program costs discounted at the appropriate rate.
Net Savings The total change in load (energy or demand) that is attributable to an EE Program.  This change in load may include, implicitly or 

explicitly, the effects of free drivers, free riders, EE standards, changes in the level of energy service, and other causes of changes in 
energy consumption or demand.

Net-to-Gross Ratio (NTGR) A factor representing net program savings divided by gross program savings that is applied to gross program impacts, converting them 
into net program load impacts.

Other Savings Savings for which no deemed savings exist and no custom M&V was performed.
Participant Cost Test (PCT) A cost-effectiveness test that measures the economic impact to the participating customer of adopting an EE measure.

Main Menu Glossary 



Term Definition

Main Menu Glossary 

Participant A consumer that received a service offered through the subject efficiency program, in a given Program Year.  The term "service" is used 
in this definition to suggest that the service can be a wide variety of services, including financial rebates, technical assistance, product 
installations, training, EE information or other services, items, or conditions.  Each evaluation plan should define "participant" as it 
applies to the specific evaluation and in accordance with the C&EE Rules and/or State law.

Plan Savings Annual energy savings budgeted by the utility for the Program Year.
Portfolio Either (a) a collection of similar programs addressing the same market (e.g., a portfolio of residential programs), technology (e.g., 

motor-efficiency programs), or mechanisms (e.g., loan programs) or (b) the set of all programs conducted by one organization, such as 
a utility (and which could include programs that cover multiple markets, technologies, etc..).

Program Administrator Cost (PAC) Test The Program Administrator Cost Test measures the net costs of a demand-side management program as a resource option based on 
the costs incurred by the program administrator (including incentives costs) and excluding any net costs incurred by the participant.

Program Year The Year in which programs are administered and delivered, for the purposes of planning and reporting, a Program Year shall be 
considered a calendar year, January 1 - December 31.

Program A group of projects, with similar characteristics and installed in similar applications.  Examples could include a utility program to install 
energy-efficiency lighting in commercial buildings, a developer's program to build a subdivision of homes that have photovoltaic 
systems, or a state residential EE code program.

Ratepayer Impact Measure (RIM) Test The Ratepayer Impact Measure test measures what happens to customer bills or rates due to changes in utility revenues and operating 
costs caused by the program.

Expended (Revised Budget) This is the Budget the utility used for the Program Year.  This budget may be different from the Approved Budget (ABudget), if the 
Commission has granted the utility the flexibility to modify its program budgets.

Sales as Adjusted for SD Exemptions The utility's 2010 Annual Energy Sales minus the 2010 Annual Energy Sales of the customers granted self-direct exemptions by 
Commission Order.

Total Resource Cost (TRC) Test The Total Resource Cost Test measures the net costs of a demand-side management program as a resource option based on the total 
costs of the program, including both the participants' and the utility's costs.

TRC Levelized Cost The total costs of the program to the utility and its ratepayers on a per kWh or per them basis levelized over the life of the program. 



Utility Information Utility Type
1. Utility Full Name Entergy New Orleans, Inc. Electric
2. Utility Abbreviated Name ENO
3. Program Year 2015
4. Docket UD-08-02
5. Date Filed February 4th, 2015
6. Name of Contact Derek Mills
7. Email Address dmills3@entergy.com
8. Telephone Number 504-670-3527

Utility Information Program Descriptions Budgets Savings & Participants Training Best Practices 

Main Menu 

Instructions:  Fill in all cells.  Select Company's Utility Type from the dropdown menu.  

ENO - 2015 EE Portfolio Information 
Utility Information << Back Next >> 



Program Name Target Sector Program Type Delivery Channel
1. ENO - Home Performance with Energy Star Residential Whole Home Trade Ally
2. ENO - Consumer Products POS Residential Consumer Product Rebate Retail Outlets
3. ENO - Income Qualified (AHPwES) Residential Whole Home Trade Ally
4. ENO - School Kits and Education Residential Behavior/Education Trade Ally
5. ENO - Residential Heating and Cooling Residential Prescriptive/Standard Offer Trade Ally
6. ENO - Small Commercial and Industrial Commercial & Industrial Prescriptive/Standard Offer Trade Ally
7. ENO - Large Commercial and Industrial Commercial & Industrial Prescriptive/Standard Offer Trade Ally
8. --
9. Algiers - Home Performance with Energy Star Residential Whole Home Trade Ally

10. Algiers - Consumer Products POS Residential Consumer Product Rebate Retail Outlets
11. Algiers - Income Qualified (AHPwES) Residential Whole Home Trade Ally
12. Algiers - School Kits and Education Residential Behavior/Education Trade Ally
13. Algiers - Residential Heating and Cooling Residential Prescriptive/Standard Offer Trade Ally
14. Algiers - Small Commercial and Industrial Commercial & Industrial Prescriptive/Standard Offer Trade Ally
15. Algiers - Large Commercial and Industrial Commercial & Industrial Prescriptive/Standard Offer Trade Ally
16. --

Utility Information Program Descriptions Budgets Savings & Participants Training Best Practices 

Main Menu 

Instructions:  List Program names and the other required detail.  Provide additional detail for each program by clicking on the "View Program Detail" button.  

ENO - 2015 EE Portfolio Information 
Program Descriptions << Back Next >> 
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Term Definition
Audit - C&I Programs in which an energy assessment is performed on one or more participant commercial or industrial facilities to identify sources 

of potential energy waste and measures to reduce that waste.
Behavior/Education Residential programs designed around directly influencing household habits and decision-making on energy consumption through 

numerical or graphical feedback on consumption, sometimes accompanied by tips on saving energy. These programs include 
behavioral feedback programs (in which energy usage reports compare a consumer's household energy usage with those of similar 
consumers); online audits that are completed by the consumer; and in-home displays that help consumers assess their usage in real 
time. These programs do not include on-site energy assessments or audits.

Consumer Product Rebate Programs that incentivize the sale, purchase and installation of energy efficient measures/equipment and or devices (e.g., 
refrigerators, dishwashers, clothes washers, dryers, electronics, lighting, lighting fixtures, lighting controls, etc.) that are more efficient 
than those meeting minimum energy performance standards.  All rebate/incentive delivery channels are included (Coupon, upstream 
retail, upstream manufacturing, web based, point of sale, etc.). Further, these programs typically do not include the local participating 
contractor (HVAC, Insulation, Auditing, etc.) for installation or incentives/rebates.

Custom Programs designed around the delivery of site-specific projects typically characterized by an extensive onsite energy assessment and 
identification and installation of multiple measures unique to that facility. These measures are likely to vary significantly from site to 
site

Demand Response Demand response programs
Financing Residential - Financing programs for residential projects.  As with other programs, costs here are utility costs, including the costs of any 

inducements for lenders, e.g., loan loss reserves, interest rate buy downs, etc.

C&I - Projects designed to increase loan financing for C&I energy efficiency projects. As with other programs, program costs here are 
any costs paid by the PA out of utility-customer funds, including, e.g., loan loss reserves or other credit enhancements, interest rate 
buy downs, etc., - but not including rebates. Where participant costs are available for collection, these ideally will include the total 
customer share, i.e., both principal (the participant payment to purchase and install measures) and interest on that debt. Most of 
these programs will be directed toward enhancing credit or financing for commercial structures.

Market Specific/Hard to Reach Multi-family and mobile homes programs are designed to encourage the installation of energy efficient measures in common areas, 
units or both for residential structures of more than four units. These programs may be aimed at building owners/managers, tenants 
or both. This program may include rebate, direct install and auditing incentives/services.

New Construction Residential - Programs that provide incentives and possibly technical services to ensure new homes are built or manufactured to 
energy performance standards higher than applicable code, e.g., ENERGY STAR Homes. These programs include new multi-family and 
new/replacement mobile homes.

C&I - Programs that incentivize owners or builders of new commercial or industrial facilities to design and build beyond current code or 
to a certain certification level, e.g., ENERGY STAR or LEED.

Back Program-Type Definitions 



Term Definition

Back Program-Type Definitions 

Other Programs not captured by any of the specific Residential, Industrial or Commercial categories but are sufficiently detailed or distinct to 
not be treated as a "general" program. Example: An EE program aimed specifically at the commercial subsector but is not clearly 
prescriptive or custom in nature might be classified as C&I: Other.

Prescriptive/Standard Offer Prescriptive programs that encourage the purchase and installation of some or all of a specified set of pre-approved measures.

Measure/Technology Focus Residential Programs that focus on specific a technology or a limited technology that require additional verification, quality control 
and/or includes specific design engineering prior to installation. Such programs can include water heating programs, pool pumps, 
HVAC "right sizing" replace on burn out or retrofit. Like the Consumer Product rebate program the Measure/Technology focus program 
must exceed standards in New Orleans. Unlike the Consumer Product programs these programs will usually require the recruitment 
and training of installation contractors and reporting from installation contractors followed by quality control practices.

Whole Home Whole-home energy upgrade or retrofit programs combine a comprehensive energy assessment or audit that identifies energy savings 
opportunities with house-wide improvements in air sealing, insulation and, often, HVAC systems and other end uses. The HVAC 
improvements may range from duct sealing to a tune up to full replacement of the HVAC systems. Whole-home programs are designed 
to address a wide variety of individual measures and building systems, including but not limited to: HVAC equipment, thermostats, 
furnaces, boilers, heat pumps, water heaters, fans, air sealing, insulation (attic, wall, and basement), windows, doors, skylights, 
lighting, and appliances. As a result, whole- home programs generally involve one or more rebates for multiple measures. Whole-home 
programs generally come in two types: comprehensive programs that are broad in scope and less comprehensive, prescriptive 
programs sometimes referred to as "bundled efficiency" programs. This category addresses all of the former and most of the latter, but 
it excludes direct-install programs that are accounted for separately and completed outside this program.
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1. ENO - Home Performance with Energy Star X X X
2. ENO - Consumer Products POS X X X
3. ENO - Income Qualified (AHPwES) X X X
4. ENO - School Kits and Education X X
5. ENO - Residential Heating and Cooling X
6. ENO - Small Commercial and Industrial
7. ENO - Large Commercial and Industrial
8.
9. Algiers - Home Performance with Energy Star X X X

10. Algiers - Consumer Products POS X X X
11. Algiers - Income Qualified (AHPwES) X X X
12. Algiers - School Kits and Education X X
13. Algiers - Residential Heating and Cooling X
14. Algiers - Small Commercial and Industrial
15. Algiers - Large Commercial and Industrial
16.

Residential 

Back Program Detail 

Definitions - Residential 
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Definitions - Cross Sector 

Instructions:  Select all that apply.  



Program Name
1. ENO - Home Performance with Energy Star
2. ENO - Consumer Products POS
3. ENO - Income Qualified (AHPwES)
4. ENO - School Kits and Education
5. ENO - Residential Heating and Cooling
6. ENO - Small Commercial and Industrial
7. ENO - Large Commercial and Industrial
8.
9. Algiers - Home Performance with Energy Star

10. Algiers - Consumer Products POS
11. Algiers - Income Qualified (AHPwES)
12. Algiers - School Kits and Education
13. Algiers - Residential Heating and Cooling
14. Algiers - Small Commercial and Industrial
15. Algiers - Large Commercial and Industrial
16.

Back 

Definitions - Residential 

Definitions - C&I 

Definitions - Cross Sector 

Instructions:  Select all that apply.  
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Commercial & Industrial (Small Business, Commercial, Industrial, and Agriculture) 



Term Definition
Behavior/Education Residential programs designed around directly influencing household habits and decision-making on energy consumption through 

numerical or graphical feedback on consumption, sometimes accompanied by tips on saving energy. These programs include 
behavioral feedback programs (in which energy usage reports compare a consumer's household energy usage with those of similar 
consumers); online audits that are completed by the consumer; and in-home displays that help consumers assess their usage in 
real time. These programs do not include on-site energy assessments or audits.

Consumer Product Rebate/Appliances Programs that incentivize the sale, purchase and installation of appliances (e.g., refrigerators, dishwashers, clothes washers and 
dryers) that are more efficient than those meeting minimum energy performance standards. Appliance recycling and the 
sale/purchase/installation of HVAC equipment, water heaters and consumer electronics are accounted for separately.

Consumer Product Rebate/Electronics Programs that encourage the availability and purchase/lease of more efficient personal and household electronic devices, including 
but not limited to televisions, set-top boxes, game consoles, advanced power strips, cordless telephones, PCs and peripherals 
specifically for home use, chargers for phones/smart phones/tablets.  

Consumer Product Rebate/Lighting Programs aimed specifically at encouraging the sale/purchase and installation of more efficient lighting in the home. These 
programs range widely from point-of-sale rebates to CFL mailings or giveaways. Measures tend to be CFLs, fluorescent fixtures, LED 
lamps, LED fixtures, LED holiday lights and lighting controls, including occupancy monitors/switches.

Consumer Product Rebate/Appliance Recycling Programs designed to remove less efficient appliances (typically refrigerators and freezers) from households.
Demand Response - Load Control A demand response activity by which the program sponsor or program administer remotely shuts down or cycles a customer's 

electrical equipment (e.g., air conditioner, water heater) on short notice. Direct load control programs are primarily offered to 
residential or small commercial customers. Also known as direct control load management.

Demand Response - Price/Time Base A) Interruptible Load: A demand response program where electric consumption is subject to curtailment or interruption under 
tariffs contracts that provide a rate discount or bill credit for agreeing to reduce load during system contingencies. In some 
instances, the demand reduction may be effected by action of the System Operator (remote tripping) after notice to the customer 
in accordance with contractual provisions. 

b) Time of Use Pricing: Demand-side management that uses a retail rate or Tariff in which customers are charged different prices 
for using electricity at different times during the day. Examples are time-of-use rates, real time pricing, hourly pricing, and critical 
peak pricing. Time-based rates do not include seasonal rates, inverted block, or declining block rates.

Financing Financing programs for residential projects. Costs here are utility costs, including the costs of any inducements for lenders, e.g., 
loan loss reserves, interest rate buy downs, etc.

Manufactured Homes Manufactured programs are designed to encourage the installation of energy efficient measures in manufactured homes.

Back Program Definitions - Residential 



Term Definition

Back Program Definitions - Residential 

Measure/Technology Focus - HVAC/Furnace Programs designed to encourage the distribution, sale/purchase, proper sizing and installation of HVAC systems that are more 
efficient than current standards. Programs tend to support activities that focus on central air conditioners, air source heat pumps, 
ground source heat pumps, and ductless systems that are more efficient than current energy performance standards, as well as 
climate controls and the promotion of quality installation and quality maintenance.

Measure/Technology Focus - Insulation Programs designed to encourage the sale/purchase and installation of insulation in residential structures, often through per-square-
foot incentives for insulation of specific R- values versus existing baseline. Programs may be point-of-sale rebates or rebates to 
insulation installation contractors.

Measure/Technology Focus - Pool Pumps Programs that incentivize the installation of higher efficiency or variable speed pumps and controls, such as timers, for swimming 
pools.

Measure/Technology Focus - Water Heater Programs designed to encourage the distribution, sale/purchase and installation of electric and gas water-heating systems that are 
more efficient than current standards, including high efficiency water storage tank and tankless systems.

Measure/Technology Focus - Windows Programs designed to encourage the sale/purchase and installation of efficient windows in residential structures.
Multi-Family Multi-family programs are designed to encourage the installation of energy efficient measures in common areas, units or both for 

residential structures of more than four units. These programs may be aimed at building owners/managers, tenants or both.

Other All residential programs not specifically captured in the other residential program categorizations.
Whole Home/Audits Residential audit programs provide a comprehensive, standalone assessment of a home's energy consumption and identification of 

opportunities to save energy. The scope of the audit includes the whole home although the thoroughness and completeness of the 
audit may vary widely from a modest examination and simple engineering-based modeling of the physical structure to a highly 
detailed inspection of all spaces, testing for air leakage/exchange rates, testing for HVAC duct leakage and highly resolved modeling 
of the physical structure with benchmarking to customer utility bills.

Whole Home/Direct Install Direct-install programs provide a set of pre-approved measures that may be installed at the time of a visit to the customer 
premises or provided as a kit to the consumer, usually at modest or no cost to the consumer and sometimes accompanied by a 
rebate.  Typical measures include CFLs, low-flow showerheads, faucet aerators, water-heater wrap and weather stripping. Such 
programs also may include a basic, walk-through energy assessment or audit, but the savings are principally derived from the 
installation of the provided measures.

Whole Home/Retrofit Whole-home energy upgrade or retrofit programs combine a comprehensive energy assessment or audit that identifies energy 
savings opportunities with house-wide improvements in air sealing, insulation and, often, HVAC systems and other end uses. The 
HVAC improvements may range from duct sealing to a tune up to full replacement of the HVAC systems. Whole-home programs 
are designed to address a wide variety of individual measures and building systems, including but not limited to: HVAC equipment, 
thermostats, furnaces, boilers, heat pumps, water heaters, fans, air sealing, insulation (attic, wall, and basement), windows, doors, 
skylights, lighting, and appliances. As a result, whole- home programs generally involve one or more rebates for multiple measures. 
Whole-home programs generally come in two types: comprehensive programs that are broad in scope and less comprehensive, 
prescriptive programs sometimes referred to as "bundled efficiency" programs. This category addresses all of the former and most 
of the latter, but it excludes direct-install programs that are accounted for separately.



Term Definition
Audit Programs in which an energy assessment is performed on one or more participant commercial or industrial facilities to identify 

sources of potential energy waste and measures to reduce that waste.
Custom Programs designed around delivery of site-specific projects typically characterized by an extensive onsite energy assessment and 

identification and installation of multiple measures unique to that facility.  These measures may vary significantly from site to site.  
This category is intended to capture "whole-building" approaches to commercial sector efficiency opportunities for a wide range of 
building types and markets (e.g., office, retail) and wide range of measures.

Custom/Agriculture Farm- and orchard-based agricultural programs that primarily involve irrigation pumping and do not include agricultural 
refrigeration or processing at scale.

Custom/Data Centers Data center programs are custom-designed around large-scale server floors or farms that often serve high-tech, banking or 
academia. Projects tend to be site- specific and involve some combination of lighting, servers, networking devices, cooling/chillers, 
and energy management systems/software. Several of these may be of experimental or proprietary design.

Custom/Industrial Processes Industrial programs deliver  custom-designed  projects that are characterized by an onsite energy and process efficiency 
assessment and a site-specific measure set that may include, for example, substantial changes in a manufacturing line. This 
category includes all EE program work at industrial sites that is not otherwise covered by the single-measure prescriptive programs 
below,e.g., lighting, HVAC, water heaters. This category therefore includes, but is not limited to, all industrial and agricultural 
process efficiency, all non-single measure efficiency activities inside and on industrial buildings.

Custom/Refrigerator Warehouses Warehouse programs are aimed at large-scale refrigerated storage. Typical end uses are lighting, climate controls and refrigeration 
systems.

Demand Response - Load Control a) Direct Load Control: A demand response activity by which the program sponsor or program administer remotely shuts down or 
cycles a customer's electrical equipment (e.g., air conditioner, water heater) on short notice. Direct load control programs are 
primarily offered to residential or small commercial customers. Also known as direct control load management.

b) Demand Response Program: A demand response program that provides incentive payments to customers for load reductions 
achieved during an Emergency Demand Response Event.

c) Interruptible Load: A demand response program where electric consumption is subject to curtailment or interruption under 
tariffs contracts that provide a rate discount or bill credit for agreeing to reduce load during system contingencies. In some 
instances, the demand reduction may be effected by action of the System Operator (remote tripping) after notice to the customer 
in accordance with contractual provisions.

Back Program Definitions - Commercial & Industrial 



Term Definition

Back Program Definitions - Commercial & Industrial 

Demand Response - Price/Time Base Response a) Critical Peak Pricing: Demand-side management that combines direct load control with a pre-specified high price for use during 
designated critical peak periods, triggered by system contingencies or high wholesale market prices.

b) Critical Peak Pricing with Load Control: Demand-side management that combines direct load control with a pre-specified high 
price for use during designated critical peak periods, triggered by system contingencies or high wholesale market prices.

c) Peak Time Rebate: Peak time rebates allow customers to earn a rebate by reducing energy use from a baseline during a specified 
number of hours on critical peak days. Like Critical Peak Pricing, the number of critical peak days is usually capped for a calendar 
year and is linked to conditions such as system reliability concerns or very high supply prices.

d) Real time pricing: Demand-side management that uses rate and price structure in which the retail price for electricity typically 
fluctuates hourly or more often, to reflect changes in the wholesale price of electricity on either a day-ahead or hour-ahead basis.

e) Time of Use Pricing: Demand-side management that uses a retail rate or Tariff in which customers are charged different prices 
for using electricity at different times during the day. Examples are time-of-use rates, real time pricing, hourly pricing, and critical 
peak pricing. Time-based rates do not include seasonal rates, inverted block, or declining block rates.

Financing Programs designed to increase loan financing for C&I energy efficiency projects. As with other programs, program costs here are 
any costs paid by the PA out of utility-customer funds, including, e.g., loan loss reserves or other credit enhancements, interest 
rate  buy downs, etc.,- but not including rebates. Where participant costs are available for collection, these ideally will include the 
total customer share, i.e., both principal (the participant payment to purchase and install measures) and interest on that debt. 
Most of these programs will be directed toward enhancing credit or financing for commercial structures.

Govt/Nonprofit/MUSH MUSH (Municipal, University, School & Hospital) and government and non-profit programs cover a broad swath of program types 
generally aimed at public and institutional facilities. Examples include incentives and/or technical assistance to promote energy 
efficiency upgrades for elementary schools, recreation halls and homeless shelters. Street lighting is accounted for separately.

Other Programs not captured by any of the specific C&I categories but are sufficiently detailed or distinct to not be treated as a "general" 
program. Ex ample: An EE program aimed specifically at the C&I subsector but is not clearly prescriptive or custom in nature might 
be classified as C&I: Other.

Prescriptive/Grocery Grocery programs are prescriptive programs aimed at supermarkets and are designed around indoor and outdoor lighting and 
refrigerated display cases.

Prescriptive/HVAC C&I HVAC programs encourage the sale/purchase and installation of heating, cooling and chiller systems at higher efficiency than 
current energy performance standards, across a broad range of unit sizes and configurations. Most of these programs will be 
directed toward commercial structures.



Term Definition

Back Program Definitions - Commercial & Industrial 

Prescriptive/IT or Office Programs aimed at improving the efficiency of office equipment, chiefly commercially available PCs, printers, monitors, networking 
devices and mainframes not rising to the scale of a server farm or floor.

Prescriptive/Industrial Prescriptive programs that encourage the purchase and installation of some or all of a specified set of pre-approved industrial 
measures besides those covered in other measure-specific prescriptive programs.

Prescriptive/Lighting C&I lighting programs incentivize the installation of higher efficiency lighting and controls, compared to the existing baseline. Most 
of these programs will be directed toward commercial structures. Typical measures might include T-8/T-5 fluorescent lamps and 
fixtures; CFLs and fixtures; LEDs for lighting, displays, signs and refrigerated lighting; metal halide and ceramic lamps and fixtures; 
occupancy controls; daylight dimming; and timers.

Prescriptive/Motors Motors programs usually offer a prescribed set of approved higher efficiency motors, with industrial motors programs typically 
getting the largest savings from larger, high powered motors (>200 hp).

Prescriptive/Small Commercial Prescriptive programs applied to small commercial facilities. (See definition of prescriptive programs for additional detail.) Such 
programs may range from a walk-through audit and direct installation of a few pre-approved measures to a fuller audit and a fuller 
package of measures.

Street Lighting Street lighting programs include incentives and/or technical support for the installation of higher efficiency street lighting and 
traffic lights than current baseline.



Term Definition
Codes & Standards In C&S programs, the PA may engage in a variety of activities designed to advance the adoption, application or compliance level of 

building codes and end-use energy performance standards. Examples might include advocacy at the state or federal level for higher 
standards for HVAC equipment; training of architects, engineers and builder/developers on compliance; and training of building 
inspectors in ensuring the codes are met.

Market Transformation Market transformation programs include programs aimed primarily at reducing market barriers to the adoption of more efficient goods 
and services rather than acquiring energy savings, per se. MT programs are gauged by their market effects, e.g., increased awareness of 
energy efficient technologies among customers and suppliers; reduced prices for more efficient models; increased availability of more 
efficient models; and ultimately, increased market share for energy efficient goods, services and design practices.  Example programs 
might include upstream incentives to manufacturers to make more efficient goods more commercially available; and point-of-sale or 
installation incentives for emerging technologies that are not yet cost effective. Workforce training and development programs are 
covered by a separate category. Upstream incentives for commercially available goods are sorted into the program categories for those 
goods, e.g., consumer electronics or HVAC.

Marketing, Education, Outreach ME&O programs include most standalone marketing, education and outreach programs, e.g., development and delivery of in-school 
energy and water efficiency curricula; and statewide marketing, outreach and brand development. 

Multi-Sector Rebates Multi-sector rebate programs include providing incentives for commercially available end-use goods for multiple sectors, e.g., PCs, HVAC.

Other This category is intended to capture all programs that cannot be allocated to a specific sector (or are multi-sectoral) and cannot be 
allocated to a specific program type.

Research These programs are aimed generally at helping the PA identify new opportunities for energy savings, e.g., research on emerging 
technologies or conservation strategies. Research conducted on new program types or the inclusion of new, commercially available 
measures in an existing program are accounted for separately under cross-cutting program support.

Shading/Cool Roofs Shading/reflective programs include programs designed to lessen heating and cooling loads through generally changes to the exterior of 
a structure, e.g., tree plantings to shade walls and windows ,window screens and cool/reflective roofs. These programs are not 
necessarily specific to a sector.

Voltage Reduction Programs that support investments in pre-meter system savings, typically by the program administrator. The most common form of 
these programs are voltage regulation programs that reduce voltage (within reliability parameters) during select time periods. Other 
measures may include purchase of higher efficiency transformers.

Workforce Development Workforce training and development programs are a distinct category of market transformation program designed to provide the 
underlying skills and labor base for deployment of energy-efficiency measures.

Back Program Definitions - Cross Sector 



Program Name
Planning / 

Design
Marketing & 

Delivery
Incentives / 
Direct Install EM&V Administration Total

1. ENO - Home Performance with Energy Star -$                         -$                         291,512$            1,573$                218,095$            511,180$            
2. ENO - Consumer Products POS -$                         -$                         241,491$            1,573$                178,442$            421,506$            
3. ENO - Income Qualified (AHPwES) -$                         -$                         320,349$            47,184$              317,230$            684,763$            
4. ENO - School Kits and Education -$                         -$                         70,894$              47,184$              333,333$            451,411$            
5. ENO - Residential Heating and Cooling -$                         -$                         248,409$            1,573$                118,961$            368,943$            
6. ENO - Small Commercial and Industrial -$                         -$                         455,876$            89,650$              396,537$            942,064$            
7. ENO - Large Commercial and Industrial -$                         -$                         894,890$            125,825$            753,421$            1,774,136$         
8. n/a -$                         
9. Algiers - Home Performance with Energy Star -$                         -$                         23,806$              1,208$                18,856$              43,870$              

10. Algiers - Consumer Products POS -$                         -$                         19,333$              151$                    15,428$              34,912$              
11. Algiers - Income Qualified (AHPwES) -$                         -$                         28,321$              4,530$                25,713$              58,564$              
12. Algiers - School Kits and Education -$                         -$                         6,433$                4,530$                75,000$              85,963$              
13. Algiers - Residential Heating and Cooling -$                         -$                         22,315$              151$                    10,285$              32,751$              
14. Algiers - Small Commercial and Industrial -$                         -$                         41,913$              7,550$                35,999$              85,461$              
15. Algiers - Large Commercial and Industrial -$                         -$                         75,883$              12,079$              65,140$              153,103$            
16. n/a

Total: -$                         -$                         2,741,425$         344,762$            2,562,441$         5,648,627$         
Regulatory

Total Portfolio Budget: 5,648,627$         

Utility Information Program Descriptions Budgets Savings & Participants Training Best Practices 

Main Menu 

Instructions:  Provide RBudget amount for each cost category, including Regulatory at bottom.  Provide budget reconciliation by clicking on the "Budget Reconciliation" button.  

ENO - 2015 EE Portfolio Information 
Budgets << Back Next >> 

Budget Reconciliation 



Program Name Expended Original Budget Difference Change Explanation for the Change

1. ENO - Home Performance with Energy Star 658,178$           291,512$           366,666$           126% Includes funds for Green Light New Orleans, PY4, and a reallocation 
Consumer Products

2. ENO - Consumer Products POS 165,666$           241,491$           (75,825)$            -31% Not all of the funds were expended and a portion were reallocated to 
HPwES

3. ENO - Income Qualified (AHPwES) 271,359$           320,349$           (48,990)$            -15% Exceded goal without expending all the funds, additional funds have been 
rolled to PY6

4. ENO - School Kits and Education 69,778$             70,894$             (1,116)$              -2%
5. ENO - Residential Heating and Cooling 122,355$           248,409$           (126,055)$         -51% Additional funds have been rolled to PY6

6. ENO - Small Commercial and Industrial 457,416$           455,876$           1,540$               0% Includes funds from PY4

7. ENO - Large Commercial and Industrial 800,074$           894,890$           (94,816)$            -11% Exceded goal without expending all the funds, additional funds have been 
rolled to PY6

8. n/a
9. Algiers - Home Performance with Energy Star 72,316$             23,806$             48,510$             204% Includes funds for Green Light New Orleans and PY4

10. Algiers - Consumer Products POS 25,333$             19,333$             6,000$               31% Includes funds from PY4

11. Algiers - Income Qualified (AHPwES) 31,278$             28,321$             2,957$               10% Includes funds from PY4

12. Algiers - School Kits and Education 6,433$               6,433$               (0)$                     0%
13. Algiers - Residential Heating and Cooling 24,634$             22,315$             2,319$               10% Includes funds from PY4

14. Algiers - Small Commercial and Industrial 25,003$             41,913$             (16,910)$            -40% Additional funds have been rolled to PY6

15. Algiers - Large Commercial and Industrial 21,732$             75,883$             (54,151)$            -71% Additional funds have been rolled to PY6

16. n/a
Regulatory -$                        -$                        -

Total Portfolio: 2,751,555$       2,741,425$       10,130$             0%

Back Incentive Budget Reconciliation Table 



Demand Savings Energy Savings
Program Name (kW) (kWh) Participants Participant Definition

1. ENO - Home Performance with Energy Star 883 4,286,868 2,550 Customer
2. ENO - Consumer Products POS 200 1,149,201 6,164 Customer
3. ENO - Income Qualified (AHPwES) 322 1,043,383 198 Customer
4. ENO - School Kits and Education 42 365,288 3,012 Customer
5. ENO - Residential Heating and Cooling 117 358,291 667 Customer
6. ENO - Small Commercial and Industrial 461 3,189,966 185 Customer
7. ENO - Large Commercial and Industrial 1,403 8,642,831 45 Customer
8.
9. Algiers - Home Performance with Energy Star 124 577,130 1,277 Customer

10. Algiers - Consumer Products POS 15 92,433 412 Customer
11. Algiers - Income Qualified (AHPwES) 112 291,163 22 Customer
12. Algiers - School Kits and Education 5 47,498 671 Customer
13. Algiers - Residential Heating and Cooling 8 27,280 44 Customer
14. Algiers - Small Commercial and Industrial 29 144,696 16 Customer
15. Algiers - Large Commercial and Industrial 6 133,404 1 Customer
16.

Total: 3,727 20,349,432 15,264

Utility Information Program Descriptions Budgets Savings & Participants Training Best Practices 

Main Menu 

Instructions:  Provide net demand savings, net energy savings, number of participants and the participant definition for each program. 

ENO - 2015 EE Portfolio Information 
Savings & Participants << Back Next >> 
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