Regional Portfolio Advisory Committee
DATE:

February 26, 2019

LOCATION:

NEEA – 421 SW 6th Ave, 6th Floor, Portland OR 97204

TIME:

8:30 am – 4:00 pm Pacific

WEBINAR:

http://neea.adobeconnect.com/rpac2019q1/

DIAL-IN:

1-877-890-9502, Participant Code: 626.264.8262
Packet
Page #

AGENDA (All Times Pacific)
8:30-8:55 am

Welcome, Introductions and Housekeeping

8:55-9:10 am

NEEA Planning and Resources Update
• Update on Strategic/Business/Operations Planning
• Conduit transition
• Introduction to Funder Portals on NEEA.org

All

1-6

Becca Yates
Virginia Mersereau

--

Julia Harper
Dulane Moran

7

Desired Outcome: Committee familiar with new and
improved NEEA.org and new resource for Alliance members.

9:10-10:00 am

“Transition Complete” Milestone
• What is NEEA’s approach to TC? (go, no-go criteria)
• What can RPAC members expect?
Desired Outcome: Committee familiar with NEEA’s approach
to TC milestones and supportive of communication process.

10:00-10:10 am

10:10-12:15 pm

BREAK

ALL

Process Streamlining Task Force Proposal – Workshop
• Background
• Recommendations
• Related Charter revisions
Desired Outcome: Committee is apprised of Task Force
process, provides input on resulting recommendations, and
reaches consensus on steps to streamline our process.

12:15-12:55 pm LUNCH

12:55-1:10 pm

Brent Barclay
Jeff Tripp
Deb Young
Emily Moore
Jeff Mitchell

8-15

ALL

C&I Lighting Regional Strategic Market Plan Steering
Committee Update
• Update on 2018 Progress
• Review proposed approach for 2019
Desired Outcome: Inform and solicit feedback and support
for the 2019 priorities

Debbie Driscoll
Fred Gordon
Charlie Grist
Lori Moen

16

Northwest Energy Efficiency Alliance
421 SW Sixth Avenue, Suite 600, Portland, OR 97204
503.688.5400 | Fax 503.688.5447
neea.org | info@neea.org
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1:10-2:10 pm

RPAC VOTE: Luminaire-Level Lighting Controls (LLLC)
• RPAC Roll Call: Do you support advancing LLLC
through the Scale-up Approval (SA) milestone?

Anne Curran
Chris Wolgamott

17-36

--

Desired Outcome: RPAC understanding of the program and
consensus to advance it in NEEA’s program portfolio.
2:10-2:40 pm

RPAC Round Robin – Updates since Nov 2018

RPAC Members

2:40-2:50 pm

BREAK, TRANSITION TO RPAC+ PORTION

ALL

RPAC+ PRESENTATION
• Update on Planned 2019 DHP Marketing Activities
• Review of 2019 BetterBricks Paid Media Campaign
2:50-3:50 pm
Desired Outcome: Successful implementation of new RPAC+
marketing coordination process; committee informed on
planned BetterBricks and DHP marketing activities.
3:50-4:00 pm

Public Comment, meeting debrief and wrap up
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Josh Pelham
Natalie Fish
Kyle Stuart

BJ Moghadam

Northwest Energy Efficiency Alliance

37-38

--
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Memorandum – Agenda item (Tier 1)
February 19, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

BJ Moghadam, Stakeholder Relations

SUBJECT:

Packet format and Informational Updates

MEETING PACKET APPROACH
This packet continues the “tiered” approach, to keep packets concise and digestible.
•

Tier-1 memos – Active agenda items (see agenda)

•

Tier-2 memos – Informational updates on items not currently requiring agenda time:

•

o

Page 4:

RPAC Work Plan

o

Page 5-6:

Integrated Design Lab (IDL) Progress Report

Additional materials and previous meeting notes:
o

Q1 2019 Emerging Technology Newsletter

o

Q1 2019 Market Research & Evaluation Newsletter

o

Q4 2018 Marketing Newsletter and 2019 Marketing Calendar

o

Q4 2018 Codes and Standards Quarterly Report

o

Q4 2018 RPAC meeting notes

o

Q1 2019 Residential Advisory Committee meeting packet (notes not yet available)

o

Q1 2019 Commercial Advisory Committee meeting packet (notes not yet available)

o

Q1 2019 Industrial Advisory Committee informational packet (meeting canceled)
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Memorandum – Informational (Tier 2)
February 19, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

BJ Moghadam, Stakeholder Relations

SUBJECT:

Proposed Content for RPAC Agendas

The following table is a DRAFT plan for RPAC’s meeting agendas through Q4-2019, including timing of major
Initiative milestones that require touch-points with RPAC in order to advance.
Our Ask of You
• What additional topics would you like to focus on during this period?
Q1 2019
Feb 26 - Portland

Q2 2019
May 21 - SeaTac

Q3 2019
Sep 4 - Portland

Q4 2019
Nov 13 - Portland

PORTFOLIO REVIEW
Portfolio Review
PROGRAM REVIEWS
Luminaire Level Lighting
Controls SA VOTE

Next Step Homes SA VOTE

Portfolio Review

Retail Product Portfolio
SA VOTE

Reduced Wattage Lamp
Replacement Transition Complete

Manufactured Homes
SA VOTE
Air Saver Module
IS/SA VOTE

REGIONAL MARKET STRATEGIES
C&I Lighting update
Progress Review

Progress review

Progress Review

EMERGING TECH
n/a

Emerging Tech updates

Emerging Tech updates

GOVERNANCE/OTHER
Workplan update
RPAC Roundtable
Deep Dive: AC
Streamlining
TC Milestone discussion

Emerging Tech updates

Workplan update
Workplan update
RPAC Roundtable
RPAC Roundtable
Marketing Calendar review
Marketing process review
AC Streamlining

IS = Initiative Start
Milestone
SA = Scale-up Approval Milestone
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Workplan update
RPAC Roundtable
Confirm 2020 meeting
dates
Marketing calendar review
2020 RPAC+ marketing
elections

Memorandum – Informational (Tier 2)
February 26, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

Debbie Driscoll, NEEA, and IDL Directors Jaya Mukhopadhyay and Kevin Amende,
Montana State University Integrated Design Lab (MSU); Ken Baker & Elizabeth
Cooper, University of Idaho Integrated Design Lab (UI); Kevin Van den
Wymelenberg, University of Oregon Energy Studies in Buildings Lab (UO); and Chris
Meek & Heather Burpee, University of Washington Integrated Design Lab (UW)

SUBJECT:

Bi-annual Integrated Design Lab (IDL) Progress Report

Ask of You: Please read this progress report to acquire greater visibility and understanding of the many
activities the region’s Integrated Design Labs (IDLs) perform in support of Alliance programs. This is an
overview of the progress on the Labs’ service contracts with NEEA, between July and December 2018. For
further detail, please refer to the complete report on Conduit.

Luminaire Level Lighting Controls (LLLC)
The Labs provide market intelligence, outreach, stakeholder engagement, and technical guidance to
accelerate adoption of LLLC technology. Efforts have focused on identifying targets for building awareness
and market intelligence and to share information for better technology uptake.
UI: Completed case study of an elementary school and identified a second school that may be a candidate
for a LLLC project and case studies.
UO: Completed product selection and study review for a LLLC Replacement and Redesign Comparison
Study. Energy monitoring equipment acquired and installed; establishment and logging of baseline is
ongoing. LLLC equipment acquisition for five alternates in process, with install of retrofit solutions to follow.
UW: Provided strategic awareness building with market actors and specifiers, conducted product research,
delivered retrofit customer engagement via the City of Seattle’s Tune-Up Accelerator program, and jointly
hosted an industry-focused Advanced Lighting Controls Roundtable in Seattle.

Commercial Code Enhancement (CCE)
The Labs provide research and technical support to NEEA’s CCE Program, as determined through the state
coordination plans, to ensure successful adoption of proposed technologies and practices into state code.
MSU: Participated in development of Montana State Coordination plan and the Montana Code
Collaborative. Reviewed and recommended technology, practices, and processes for future code adoption.
UI: Conducted technology scanning, implemented architect interviews, attended stakeholder meetings,
developed code proposals and communicated with NEEA. Other work included provision of technical
assistance to design professionals, and tracking, report and coordination of above code ideas.
UO: Supported the assessment of several new technologies and practices that were reviewed as part of the
state coordination plans. The Lab support the Architecture 2030 Awards for the 2018 AIA Portland
Architecture Awards by conducting data management and processing for projects submitted to the
competition, and reviewed applications and performance metrics for project rankings.

5

UW: Identified technologies and practices that are candidates for future code proposals to the Washington
State Energy Code, beta tested the Total System Performance Ratio (TSPR) proposal that IDL assisted with
in Q1 and 2, and provided technical support to AIA Seattle for the Energy in Design Award.

Window Attachments
The Labs’ projects seek to reduce the risk to building owners by understanding, documenting, and
addressing the technological and operational challenges associated the widespread adoption.
UO: Analyzed results of previous human factors blind use field study, developed new blind control
algorithm, present algorithm to industry panels and facilitate adoption as new standard.
UW: Conducted interviews with select building owners and designers to understand the operational and
maintenance implications of dynamic window shades and blinds.

Commercial Real Estate (CRE)
Labs engaged municipalities, building owners, managers and vendors to develop market expertise and
accelerate the voluntary implementation of energy efficiency improvements.
UO: Organized and implemented energy retrofit trainings in the Bellevue, WA area and coordinated
development of a transition plan for the CRE Spark tool, which examined its successes, shortcomings, and
potential futures.
UW: The City of Seattle Office of Sustainability & Environment (OSE) in partnership with the UW IDL and
Seattle City Light (SCL), engaged building owners, managers and vendors to develop market expertise and
accelerate the voluntary implementation of energy efficiency improvements in Seattle’s medium
commercial building stock.

HVAC: Very High Efficiency Dedicated Outside Air System (VHE-DOAS)
The Labs provided recruiting and technical support during recruitment, design, installation and data
collection for VHE DOAS pilot projects, along with monitoring of conventional RTUs for baseline comparison.
UI: Sought out suppliers for qualifying products and attempted to establish pilot project at high school near
targeted climate zone, but no pilot was secured.
UO: Installed long-term monitoring equipment with ongoing data acquisition for both a VHE DOAS school
pilot project site and an existing RTU office baseline site. The Lab worked to recruit a suitable VHE DOAS
retail pilot project site; none of the possible sites identified site met all program requirements.
UW: Collected baseline data from three rooftop units at Clallam PUD’s offices in Sequim, WA. We have
developed a fact-sheet for practitioners that describe the VHE-DOAS concept, and developed the basis of
development for a Design Guide aimed at practitioners, installers, and owners slated for development in
2019.

Emerging Technologies: Bullitt Center Baseline Verification
The UO Lab worked with utility and industry representatives to analyze and quantify the performance of
the Bullitt Center and “counterfactual” baseline, facilitating 20-yr power purchase agreement with Seattle
City Light.
Please contact Debbie Driscoll at DDriscoll@neea.org if you have questions about NEEA’s work with the
IDLs.
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Memorandum – Agenda item (Tier 1)
February 19, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

Julia Harper, Director, Market Strategy and Execution

SUBJECT:

Transition Complete Milestones

Our Ask of You:
In the RPAC meeting, NEEA staff will provide a review of the current approach to evaluating, managing and
communicating Transition Complete milestones. Please come prepared to discuss, ask questions, raise
concerns and provide feedback on your comfort level with the current approach.
Brief Overview:
Some RPAC members have raised questions about how Transition Complete milestone decisions are made
for NEEA initiatives. At the Transition Complete milestone, NEEA winds down and exits market engagement
for the initiative but continues to monitor for measurement and reporting of market progress and ongoing
regional energy savings. We will be discussing our current processes for:
-

-

Establishing ultimate goals and an exit strategy as part of initiative planning and scoping
Using Market Progress Evaluations (MPERs) to determine and measure progress in removing
barriers as identified by the initiative, including an expanded MPER scope to support the transition
decision
Addressing critical “go/no go” questions in the Transition Complete decision
Reviewing and gathering input from stakeholders regarding the Transition Complete decision

PROGRAM LIFECYCLE STATUS
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Memorandum – Agenda item (Tier 1)
February 19, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

Advisory Committee Streamlining Task Force
(Brent Barclay, Jeff Tripp, Deb Young, Emily Moore, Jeff Mitchell, BJ Moghadam)

SUBJECT:

Streamlining Task Force Recommendations – Round 1

Our Asks of You:
1. Review the overview below and the Strawman Proposal that follows
2. Call on ANY of the Task Force members with questions
3. Come to the RPAC meeting with an open mind and ready for a robust discussion!
Overview:
The Task Force has met nearly weekly since early January to reach alignment around the following
Strawman Proposal. This draft represents a meaningful first step toward improving the efficiency and
effectiveness of the advisory committee/coordination process, starting with RPAC itself. Below is a
summary of key points/consideration for you to know as you read the strawman:
1. Strawman components:
a. 1-pager explaining context for this effort (drivers, process, and guiding principles)
b. Revised RPAC charter for vetting as a group on Feb 26
2. Objectives for Feb 26:
a. Reach agreement as a committee on a revised RPAC charter and addenda
b. Reach agreement on guiding principles around the scope of Sector Advisory Committees
and Work Groups, for a second round of Task Force work (to be vetted with RPAC in Q2)
3. The amount of red-lining to the original charter made it unreadable, so the strawman includes a
clean version with notes explaining noteworthy changes, and below is a summary of some of the
bigger changes. For reference, here is the current RPAC Charter.
4. Summary of key changes to RPAC charter and addenda:
a. Simplified/clarified language to reduce redundancy between sections and reduce ambiguity
on specific roles and responsibilities
b. Update language for consistency with NEEA’s Cycle 6 Business Plan
c. Added “Purview of NEEA Governance/Advisory Structure” table to help clarify the specific
and distinct roles of each advisory level (intent is to include this in all charters)
d. Integrated the “Challenge Flag” process as part of Addendum A – Program Advancement
(retaining all process language but trimming contextual prose, and eliminating 2 pages)
e. Added new addendum for RPAC+ process (verbatim to Business Plan Appendix 9)
Contact us with ANY questions you’d like to chat about before the meeting:
- Jeff Tripp (425-424-6579)
- Emily Moore (503-688-5422)
- Deb Young (406-497-2339)
- Jeff Mitchell (503-688-5482)
- Brent Barclay (503-230-4712)
- BJ Moghadam (503-688-5443)
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RPAC PROCESS STREAMLINING TASK FORCE – Strawman Proposal
I. Drivers for this Proposal:
1. During its August 2018 meeting, RPAC held a robust discussion on streamlining the NEEA Advisory
Committee/coordination process, and recommended that a Task Force be formed to propose changes
to improve the efficiency and effectiveness of alliance collaboration.
2. Based on RPAC’s guidance, the Board has asked that NEEA’s resource commitment to the Advisory
Committee/coordination process be reduced by $250k for the 2020-2024 Business Cycle ($50k/year).
II. Process for Developing, Vetting, Approving and Implementing Proposed Process Improvements:
1. Streamlining Task Force initiated December 2018 to meet weekly/biweekly to develop
recommendations to bring back to RPAC in Q1.
2. In advance of the Feb 26 RPAC meeting, draft recommendations will be shared so RPAC members can
seek feedback from relevant staff within their organizations.
3. Task Force will present proposed recommendations to RPAC for review and input during its Feb 26
meeting, with the goal of reaching agreement on proposed recommendations.
4. Upon agreement by RPAC, the proposal and any resulting Charter revisions will be shared with the
relevant NEEA Board Committee(s) for input, and with the full Board for approval in Q2.
5. Upon Board approval, the revised process will be communicated to the Sector Advisory Committees
and existing Work Groups.
6. The remainder of 2019 will be used to transition to the revised process, with all changes fully
implemented by Q1 2020.
7. A review of the revised process will be conducted concurrently with the planned mid-cycle assessment
of the RPAC+ downstream marketing coordination process in 2022.
III. Guiding Principles:
1. Objective: Develop recommendations on how to utilize RPAC, Sector Advisory Committees (SACs) and
Work Groups (WGs) to ensure efficient and effective collaboration on alliance programs/activities.
2. The process has room for improvement, but it’s working. A periodic refresh on the process is prudent,
but let’s not lose what’s working.
3. Role clarification is key, so each member on each committee or work group understands the distinct
purpose and scope of that committee or work group, and their role as a member.
4. Collectively, the role of NEEA’s Advisory Committee/Coordination structure is to:
a. Advise on the optimization and advancement of alliance program portfolio;
b. Ensure stakeholder awareness and understanding of alliance market transformation activities;
c. Identify and prevent instances of overlap/conflict through robust coordination;
d. Share knowledge, expertise and resources to support successful delivery of alliance Business
Plan objectives.
5. The “Goldilocks” target – engage the right people for the right topics at the right times.
6. Communication disconnects result in delays, missed opportunities and strained relationships. ALL
involved—RPAC/SACs/WGs/NEEA staff—share responsibility for communicating within/among our
organizations.
7. One size does not fit all—even the most knowledgeable committee member won’t have all the
expertise to advise on every program/activity/technology that comes to that committee for input—
know when to engage additional expertise for input on specific topics.
8. RPAC is the portfolio and program-advancement advisor to NEEA’s Executive Director—purpose/scope
clarification needed.
9. SACs advise Staff on program coordination and optimization—purpose/scope clarification needed.
10. WGs are formed on an as-needed basis and staffed with as-needed expertise, for a limited term and
specific purpose that is distinct from that of RPAC and SACs.
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REGIONAL PORTFOLIO ADVISORY COMMITTEE CHARTER
Review process:
Advisory Committee
HISTORY
Source
RPAC
Governance Committee
Executive Committee
Board Decision
RPAC
Governance Committee
Executive Committee
Board Decision

Governance

Date
August 11, 2016
August 31, 2017
October 24, 2017
November 16, 2017
December 5, 2017
February 26, 2019
###
###
###

Executive

Board

Action/Notes
Revised
Revised
Recommend Board approval
Recommend Board approval
Board approval.
Revised (anticipated)
Recommend Board approval
Recommend Board approval
Board approval.

Next Review
Q1 2018
Q2 2020
Q2 2020
Q2 2020
Q1 2020
###
###
###

Purpose
The purpose of the Regional Portfolio Advisory Committee (RPAC) is to support Alliance success by
advising on the optimal composition of NEEA’s program portfolio, including a formal vote for program
advancement at two key decision points in the Initiative Lifecycle, consistent with the goals and objectives
of NEEA’s five-year Business Plan and annual Operations Plan.

Commented [BM1]: SECTION OBJECTIVE: Clarify
RPAC’s distinct scope over portfolio and program
advancement.

RPAC is a management advisory committee with a formal voting function that is used to advise NEEA’s
Executive Director on portfolio management.
Responsibilities
1. Review and advise on NEEA’s electric Operations Plan annually to ensure effective portfolio
performance consistent with the goals, strategies and objectives of NEEA’s Business Plan.
2. Review and vet within RPAC Member (“Member”) organizations the “business case”
document provided at voting milestones, and work as a committee to reach full consent to
advance NEEA programs per the Program Advancement Process (refer to Addendum A),
including course-corrections via the “challenge flag”. Key components of the business case
include progress and findings to date, planned activities for the next stage, investment rationale
and proposed budget, market transformation theory, a funder coordination plan, and
expectations for funders and for NEEA staff regarding the coordinated execution of key
program activities.
3. Share knowledge, expertise and resources to support successful implementation of NEEA’s
program portfolio, including identifying opportunities for leverage among alliance and local
programs, and managing intersecting activities in common markets.
4. Participate in the “RPAC+” downstream marketing coordination process (refer to Addendum B
– RPAC+ Downstream Marketing Coordination Process) to ensure transparency, coordination
in the planning process, and the ability to assess the effectiveness of the alliance’s evolving
regional downstream marketing work.
5. Monitor outcomes of alliance program coordination/optimization discussions at the Sector
Advisory Committees.
6. Monitor developments in energy savings estimates, including those due to changes in
assumptions or methodology vetted by the Cost Effectiveness and Evaluation Advisory
Committee.
7. Monitor developments in alliance emerging technology efforts, including those vetted by the
Regional Emerging Technology Advisory Committee.
8. Provide a forum for information exchange within the region on market and program portfolio
updates and developments, and opportunities for collaboration.
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Commented [BM2]: SECTION OBJECTIVE: Clarify,
simplify, and re-order based on importance/priority.
Commented [BM3]: #1 OBJECTIVE: Integrates RPAC’s
portfolio management role into its annual Ops Plan review.

Commented [BM4]: #2 OBJECTIVE: Consolidate points on
voting process and challenge flag.

Commented [BM5]: #3 OBJECTIVE: To be replicated in
Sector charters (specific to their scope)—emphasizing
coordination role, avoiding overlap and finding synergies.

Commented [BM6]: #4 OBJECTIVE: New bullet for RPAC+
process, including verbatim language with Business Plan.
Commented [BM7]: #5,6,7 OBJECTIVE: Capture RPAC’s
“monitoring” role of other advisory committees.

Commented [BM8]: #8 OBJECTIVE: Modified from original
charter #10

9. Conduct annual review of each active NEEA Work Group to ensure its purpose remains both
relevant and distinct from that of other NEEA Advisory Committees.
Committee Membership
Each electric direct funder will appoint a representative with voting authority (“Member”) on RPAC, and
the Executive Director may appoint additional Members as needed to support or enhance the effectiveness
of the committee. Voting authority is exclusive to Members.
Portfolio Consent Voting
Full consent must be reached by all RPAC Members in attendance, in person or electronically, in order for
a NEEA program to advance through the Initiative Start and Scale-up Approval milestones (refer to
Addendum A – Program Advancement Process for voting rules). To conduct a vote, a quorum of RPAC
Members must participate (a quorum is a simple majority of Members).

Commented [BM9]: #9 OBJECTIVE: New RPAC role, to
ensure efficient, judicious use of Work Groups.
NOTE: Since the Regional Strategic Market Plans (RSMPs)
are not resourced in Cycle 6 as they were in Cycle 5, the Task
Force agreed that the proposed role for Work Groups could be
an appropriate fit for the RSMPs moving forward, and the
previous charter point specifically addressing RSMPs could be
replaced with one addressing a role for RPAC to oversee
WGs in general.
Commented [BM10]: OBJECTIVE: Clarify that voting is
exclusive to committee members.

Commented [BM11]: No substantive edits.

Open Meetings and Closed Sessions
All RPAC meetings shall be open to the public. With the exception of sensitive information not appropriate
for public dissemination, meeting materials (including but not limited to meeting packets, slide
presentations, summary notes and Portfolio Consent Voting records) will be posted for public access. A
closed session for part or all of any committee meeting may be called at any time to discuss sensitive
information such as competitive or proprietary information that should not be publicly shared. Any RPAC
Member can request a closed session.

Commented [BM12]: No substantive edits.

Meeting Schedule
RPAC will conduct standing meetings quarterly and additional meetings and/or webinars as needed.

Commented [BM13]: No substantive edits

Shared Commitment
RPAC Members and NEEA Staff share a commitment to communicate within and among Member
organizations on the activities and decisions of this and related advisory committees, in the spirit of
collaboration and with the intent of operating with no surprises.
Review schedule:
RPAC will review this Charter at least annually and route substantive revisions to the appropriate NEEA
Board Committee(s) for review. The Board will review this charter during the first year of the funding
cycle, or at other times as needed.
Purview of NEEA Governance / Advisory Structure
NEEA Board
• All corporate governance and fiduciary duties, including ensuring the system of rules,
practices and processes by which a firm is directed and controlled are in place to balance
the interests of the alliance’s many stakeholders.
• Strategic, Business and Operations Planning
Regional Portfolio
• Advise NEEA’s Executive Director on portfolio performance and program advancement;
Advisory Committee
“challenge flag” process; RPAC+ downstream marketing elections
(RPAC)
• Monitor developments from SACs, CEAC and RETAC with regard to regional
coordination, market progress, and emerging technology
Sector Advisory
• Advise NEEA Staff on program coordination and optimization, to avoid overlap conflicts
Committees (SACs)
between NEEA and local programs, and seize opportunities for deeper collaboration
Cost Effectiveness and • Advise on methods, data sources and inputs for use in NEEA’s cost-benefit analysis and
Evaluation Advisory
energy savings reporting
Committee (CEAC)
• Advise on market research and evaluation methodologies
Regional Emerging
• Track and coordinate the progression of energy efficiency technologies to improve
Technology Advisory
technology readiness and market adoption in the Northwest
Committee (RETAC)
• Advise on NEEA’s work toward achieving its strategic pipeline goals
Work Groups
• Formed on an as-needed basis and staffed with as-needed expertise, for a limited term and
specific purpose that is distinct from that of the ACs
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Commented [BM14]: OBJECTIVE: Capture our collective
goal of communicating effectively between, among and within
our organizations.

Commented [BM15]: No substantive edits
Commented [BM16]: NEW TABLE – in the spirit of
reducing redundancy, succinctly capturing the distinct scope
of each committee (to be included in all committee charters)

RPAC CHARTER ADDENDUM A – NEEA PROGRAM ADVANCEMENT PROCESS
OVERVIEW
NEEA Staff will take a formal vote of its Regional Portfolio Advisory Committee (RPAC) prior to a NEEA
Program being adopted into the NEEA market transformation program portfolio (Initiative Start milestone),
and prior to a NEEA Program being approved to 'scale‐up' its market activities (Scale-up Approval
milestone).

Commented [BM17]: OBJECTIVE: Consolidate
Addendums A and B, integrating Challenge Flag as part of the
Program Advancement Process, retaining all process
language and eliminating 2 pages.

NEEA will provide RPAC with a detailed “business case” at least 10 business days prior to a vote. Key
components of the business case include: progress and findings to date; planned activities for the next
stage; investment rationale and proposed budget, including estimated energy savings; market
transformation theory, including market drivers, barriers and intervention strategies; a funder coordination
plan, and detailed roles and responsibilities to clarify expectations for funders and for NEEA staff
regarding the execution of and coordination on key program activities.
In addition to this process, there is a formal intervention process (i.e. the “challenge flag”) that allows
RPAC Members to request changes and improvements if a funder believes a program is heading in a
direction contrary to that which was agreed upon.

Commented [BM18]: Cycle 6 Business Plan language.

PORTFOLIO-CONSENT VOTING
A roll-call vote will be taken at RPAC prior to a NEEA program advancing through the Initiative Start and
Scale-up Approval milestones. Full consent1 must be reached for a NEEA program to advance.
An RPAC Member may register his/her vote as follows:
1. Yes
a. In person or by phone during a meeting where a vote is taken
b. In writing (electronic or otherwise) to NEEA Staff in advance of a meeting
c. Via an appointed delegate, in the event the RPAC Member is unable to participate
2. No
a. In person or by phone during a meeting where a vote is taken
b. RPAC Members voting “No” shall identify their concerns and how they might be addressed
so that RPAC Members and NEEA Staff have an opportunity to discuss and understand the
Member’s position.
3. Present, Not Voting
a. An RPAC member may abstain from voting, including as a means of remaining neutral on a
vote, or registering dissent without voting “No” to block a program’s advancement.
Notes:
a. To the extent an RPAC member’s organization has opted out of a NEEA program, that
member shall abstain from voting on the advancement of that program.
b. If an RPAC member is unable to participate in a meeting where a vote is to take place, and
does not register a vote in writing in advance of the meeting, and appoints no delegate to
represent his/her organization at the meeting, that member is considered to forgo his/her
vote on the program slated for voting at that time.
Voting results will be shared with NEEA’s Board and posted for public access along with other committee
meeting materials. If RPAC does not reach full consent for program advancement, the advancement of the
program will be delayed and NEEA’s Executive Director will direct the program team to address the
committee’s concerns and bring a modified program proposal back to RPAC for a vote. In the rare

1

Full Consent = In groups that require unanimous agreement or full consent (unanimity) to approve group decisions, if
any participant objects, he/she can block consensus.
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Commented [BM19]: Restructured this section to clarify
voting options, including “Present, Not Voting”, per RPAC
practice.

occasions when consensus cannot be achieved through this process, the Executive Director will discuss
with the Board prior to making the final decision on the program’s advancement.
“CHALLENGE FLAG” PROCESS
The “challenge flag” is a formal intervention process that allows an RPAC Member to request changes and
improvements if he/she believes a program is heading in a direction contrary to that which was agreed
upon. In such a case, the requesting Member should exercise the process as follows:
1. Member should first communicate the concern to NEEA Staff and attempt to resolve the matter
directly. If a satisfactory resolution cannot be reached, Member should inform NEEA Staff that
he/she intends to exercise the “challenge flag” option. At this point, NEEA Staff halts any activities
related to Member’s concern until it can be addressed with RPAC.
2. Member and NEEA Staff work together to determine the best option for addressing the concern
with RPAC, based on the impact on the program and timing of the next scheduled RPAC meeting.
Options include, but are not limited to:
a. Discuss during the next regularly scheduled RPAC meeting.
b. Convene a special RPAC meeting/webinar.
3. Member prepares “Challenge Flag” memo for RPAC, articulating:
a. The NEEA activity that he/she believes is going in a direction contrary to that which was
agreed upon by RPAC;
b. The nature and scope of Member’s concern;
c. A proposed solution that Member feels addresses both his/her concern and the viability of
the NEEA market transformation effort.
4. NEEA Staff convenes RPAC for a facilitated discussion on Member’s proposed resolution, with the
goal of addressing both (i) Member’s concern, and (ii) the viability of the NEEA market
transformation effort.
a. If RPAC and NEEA Staff agree on a proposed solution that achieves 4(i-ii), then RPAC
shall indicate its support by reaching full-consent on the proposed solution and the NEEA
market transformation effort shall proceed as modified.
b. If RPAC and NEEA Staff cannot agree on a proposed solution that achieves 4(i-ii), the
NEEA market transformation activity causing Member’s concern shall remain on hold, and
NEEA staff shall prepare an alternative solution to propose at a future RPAC meeting.
i. Upon re-convening, if RPAC and NEEA Staff agree on the alternative solution, and
full-consent is reached by RPAC, then no further action is required and the NEEA
market transformation effort shall proceed as modified.
ii. In the event that RPAC and NEEA Staff are still unable to agree on a proposed
solution that addresses 4(i-ii), the matter will be escalated to NEEA’s Executive
Director for discussing with the Board prior to the Executive Director making the
final decision on how the NEEA market transformation effort shall proceed.
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RPAC CHARTER ADDENDUM B – “RPAC+”2 DOWNSTREAM MARKETING
COORDINATION PROCESS
OVERVIEW
Downstream marketing activities3 are a small subset of the marketing activities undertaken at NEEA, and they
are a sensitive subject with funders due to the customer touch. These guiding principles address a dual objective:
funder concerns around marketing to customers and the ongoing effectiveness of regional Market
Transformation work. The intent of this work is to ensure transparency, adequate time for deliberation,
coordination in the planning process, and the ability to assess the effectiveness of the alliance’s evolving
regional downstream marketing work.

PRINCIPLES FOR DOWNSTREAM MARKETING EXECUTION ACTIVITIES
1.
2.
3.
4.

An implementation process will achieve the dual objective above.
An option for self-delivery and exemption will be provided for funders.
Funders will have flexibility regarding the timing of self-delivery.
The delivery of marketing activities in participating and self-delivering service territories will include
the entire electric and/or gas service territory, including areas with overlapping zip codes.
5. Decisions made should include consideration of the regional result and initiatives’ objectives.
These guiding principles represent a compromise by NEEA’s Board. They are not intended to set a precedent
for reimbursement, self-delivery or exemption. The Board will re-evaluate these guiding principles as part of
a mid-cycle assessment in 2022 to determine effectiveness of these principles and identify suggested
improvements. Funder documentation of self-delivery work and/or exemption will be essential for this
review. RPAC+ will develop specific metrics and desired outcomes for this mid-cycle review.

COORDINATION PROCESS
1. ILC Milestones – As part of the Business Case for Scale-up Approval milestone votes at RPAC,
downstream marketing activities will be flagged if they are a strategy for that phase of the program. To
the extent downstream marketing is known as a potential intervention following the Initiative Start
milestone, it will be flagged in the Business Case.
Purpose: Information sharing around marketing, decision point for program progress.
2. Prior to October each year, or as early as available – Funders agree to share marketing plans relating
to relevant alliance programs. NEEA staff will provide guidance.
Purpose: Information sharing, consider opportunities for leverage and coordination.
3. Early October each year – As part of the Operations Plan packet, RPAC+ will receive a Marketing
calendar with downstream activities for the upcoming calendar year highlighted.
a. Marketing calendar is presented as part of Operations Plan presentation
b. RPAC+ shares marketing calendar internally with marketing and program staff and discusses
proposed downstream activities in advance of Q4 RPAC meeting
Purpose: Information sharing in preparation for decision at Q4 RPAC meeting
4. Q4 RPAC Meeting – Funders will be prepared to discuss their marketing plans and opportunities for
regional synergies. Funders will commit to participating, self-delivery, or exemption for downstream
marketing activities for the upcoming calendar year.
Purpose: Decision point for activities in the draft Operations Plan marketing calendar, informs the
Operations Plan that is approved by the Board.
5. Two months prior to planned campaign – NEEA staff will conduct a webinar for RPAC+ sharing
NEEA’s planned marketing approach. Funders opting to self-deliver agree to document and share their
planned marketing approach within four weeks following this webinar.
2

RPAC+ = A group consisting of RPAC members, funder marketing staff and other electric and natural gas funder staff.
Downstream Marketing Activities = Region-wide marketing activities to promote energy efficient products/services/
practices in the NEEA portfolio directly to end-use customers, including digital ads, purchased social, billboards and print,
broadcast (radio/tv), point of purchase and direct mail where NEEA may use a market-facing brand. “Downstream
marketing activities” do not include marketing to midstream and upstream partners—including installer base,
distributors, and manufacturers.
3
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Purpose: Information sharing
6. Q2 RPAC Meeting – If changes or additions are made to the current-year Marketing calendar, there is
another discussion at the Q2 RPAC meeting and changes will be sent to RPAC+ a month prior to the
meeting for internal review/vetting. Funders will commit to participating, self-delivery, or exemption
for downstream marketing activities in their territories.
Purpose: Decision point for any activities added to marketing calendar
7. Quarterly – Marketing calendar will be included in quarterly marketing newsletter. Newsletter
distribution will include marketing contacts, RPAC, gas funders, and sector advisory committee
members (other program staff can request to be included).
Purpose: Information sharing
8. Ad hoc – If there are new marketing activities that were not included in the previous semiannual review
but have a planned start-date before or within two months following the next scheduled review, a
special communication with RPAC+ will be initiated to determine whether a special meeting/webinar is
needed, or if the next scheduled review (Q4 or Q2) is sufficient for determining how the activity will be
executed.
Purpose: Possible decision point if a special meeting/webinar is needed.

OPTION FOR SELF-DELIVERY AND EXEMPTION
1. Funders agree to document their rationale for self-delivery or exemption and, when choosing to selfdeliver, share their plans to support the intended outcome of the regional effort.
2. NEEA staff will provide an online template to support funder documentation in a streamlined and
efficient manner. Funders agree to document activities executed in the market within approximately 30
days following execution of self-delivered activities. Funders agree to document and share results as
they become available.
3. Documentation is recommended in the spirit of sharing, collaboration and learning, and is not intended
as scrutiny of Funder decisions.

FLEXIBILITY AROUND SELF-DELIVERY TIMING
1. At the time the Marketing calendar is reviewed with RPAC+ (Q2 and Q4), Funder plans for selfdelivery of downstream marketing activities will include an expected execution timeframe and rationale.
Funders choosing self-delivery of regional execution agree to conduct activities within a timeframe that
will help meet regional objectives in the spirit of this agreement.
2. When a Funder opts for self-delivery of downstream marketing activities, NEEA staff and the funder
should attempt to coordinate activities to optimize campaign effectiveness. This coordination should
include consideration of timing sensitivity (e.g. seasonality, partnership commitments, etc.).

OVERLAPPING ZIP CODES
1. Alliance activities will include all electric and/or natural gas zip codes for funders participating in the
regional campaign irrespective of self-delivery or exemption elections of other funders with overlapping
zip codes. Other coordination arrangements may be considered.
2. Self-delivery activities may include coverage for overlapping zip codes in addition to any regional
campaign activity. Funders opting to self-deliver agree to include all of their electric and/or natural gas
service territory zip codes in the activity they undertake to support the regional campaign.

REIMBURSEMENT
1. Reimbursement for self-delivering funders will be based on the funder share of budgeted costs for each
campaign or activity in each Operations Plan and as agreed by funders at each Q2 RPAC meeting for
any mid-year changes to marketing activities.
2. No reimbursements are provided if the campaign or activity is cancelled.
3. Reimbursement is not provided for exemption.
4. Reimbursement will be provided on request and computed on an annual basis and will be provided in
the form of a bill credit after acceptance of the audit report for the preceding year.
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Memorandum – Agenda item (Tier 1)
February 26, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

Debbie Driscoll, Commercial Market Strategy Manager, NEEA, on behalf of the C+I Lighting
Regional Strategic Market Plan Steering Committee: Charlie Grist, NW Power and
Conservation Council; Fred Gordon, Energy Trust of Oregon; Lori Moen, Seattle City Light;
Michael Lane, Puget Sound Energy; Dave Murphy, BPA

SUBJECT:

2019 Update to the Commercial + Industrial Lighting Regional Strategic Market Plan

In this agenda item we will:
1) Share a progress update on 2018 priority strategies
2) Provide an overview of 2019 plan updates
3) Discuss your feedback on the 2019 Plan
Ask of You:
Please review this memo in preparation for a discussion of your questions and feedback on the 2019 plan.
Progress on 2018 Priority Strategies
The collaborative made significant progress in the past quarter. Highlights include:
1. A new data dashboard that combines both sales and pricing data for linear lamps, with the goal of
offering timely and granular data to inform program decision making. In the future, the hope is to
expand this dashboard to include a variety of commodity lamp and fixture types. The first prototype
can be viewed here.
2. The Lighting Program Manager Work Group prioritized the creation and sharing of targeted
marketing materials as a way to overcome adoption networked lighting controls adoption barriers.
NEEA’s LLLC initiative produced three one-page marketing brochures that are now available for rebranding by any funder and BPA has plans to produce shareable marking materials as well.
Additional updates on each strategy can be found in our quarterly newsletter.
2019 Updates to Plan
In early 2019, the C+I Lighting RSMP Steering Committee, with input from regional stakeholders, led a
process to update the plan and set priorities for the coming year. While the strategies and actions identified
in previous iterations of the plan will continue to be monitored, the Steering Committee and Lighting
Program Manager Work Group see greatest value in continuing to focus on the same two priority strategies
as were our focus throughout 2018:
1) Increase adoption of networked lighting controls (NLC) with a focus on luminaire level lighting
controls (LLLC), which are a subset of NLC that have sensors and controls embedded in the fixture.
2) Inform program planning for commodity lamps (TLED, HID-LED, CFL-LED, etc.)
Please contact Debbie Driscoll if you have questions about the C+I Lighting Regional Strategic Market Plan.
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Memorandum – Agenda Item (Tier 1)
February 13, 2019
TO:

Regional Portfolio Advisory Committee (RPAC)

FROM:

Maria Alexandra Ramirez, Stakeholder Relations Manager

SUBJECT:

Advisory Committee Feedback Report – Luminaire Level Lighting Controls Scale-up
Approval

BACKGROUND:
The Commercial Advisory Committee (CAC) met on February 12, 2019 to review/discuss NEEA’s Luminaire
Level Lighting Controls (LLLC) program, in advance of RPAC’s vote on the program’s Scale-up Approval (SA)
milestone. The LLLC SA milestone document has since been updated to reflect the feedback offered by CAC
members during that meeting and previous 1:1 outreach. A summary of the changes made to date include:
1.
2.
3.
4.

Added a checkpoint with RPAC within 2 years
Clarified leverage of NEEA programs
Clarified transition strategy as it relates to lagging markets
Added language on program learning to date and on the intention of program to continue to gain
market insights and collaborate with utilities on energy savings data
5. Expanded range of benefit cost ratio and levelized cost to reflect additional energy savings
scenarios
During the February 12, 2019 CAC meeting, members were asked if they had any reservations about
recommending a “yes” vote to their RPAC member on this program’s advancement. All CAC members
present expressed support, with the exception of Avista, who said the RPAC member had reservations and
Avista was undecided. The following is a summary of CAC feedback.
ASK:
Please review this feedback summary and the milestone document that follows, and connect with your CAC
member to discuss any questions or concerns you may have about the program and to inform your vote at
the February 26 RPAC meeting.
February 12, 2019 CAC Meeting
PARTICIPANTS
Joe Fernandi – Seattle City Light
Nancy Goddard – Pacific Power
Bill Hibbs – Clark Public Utilities
Natasha Houldson – Tacoma Power
Oliver Kesting – Energy Trust of Oregon
Lorri Kirstein – Avista
Mark Lenssen – Puget Sound Energy

Michelle Lichtenfels – BPA
Shelley Martin – Idaho Power
Katie Pegan – Idaho Office of Energy & Mineral Resources
Blake Shelide – ODOE
Sinh Tran – Snohomish County PUD
Deb Young – NorthWestern Energy
Andy Paul - Avista

DISCUSSION
• Tacoma Power: Usability – what are you seeing as the limiting feature that might still be a challenge?
NEEA Staff clarified that they are seeing a different set of skills in the next generation of lighting
systems; seeing second generation of the apps come out, and installer base is less inclined to learn new
management mechanisms like phone apps.
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•

•

•

Energy Trust: Appreciate the outreach and multiple discussions; would still like to ensure a check-in
cadence after this milestone. NEEA Staff clarified that there are built in opportunities for check-ins and
review of program and market progress once a program enters market development. We’ll continue to
share progress with CAC and RPAC, and via annual operations planning. Also, in market development
more formal evaluations will be conducted – Market Progress Evaluation Reports (MPERs) – which will
provide a good view of market adoption, learnings, and program strategy refinements that are needed.
Additionally, funders can always make specific requests for more information – or advisory committee
discussion – as the program progresses.
BPA: Still have a lot of work to do on contractor training side; see this as a really important regional
effort. Appreciate and support NEEA in moving this forward. Looking forward to the annual Market
Progress Evaluation Reports (MPERs). Working closely together on this program will be critical to
ensure efforts are complimentary and not conflicting.
NorthWestern: Appreciate your evaluation of sub areas that are lagging; also want to know what/how
is evaluated in the MPERs. NEEA Evaluation Staff clarified that they focus on evidence from the market,
and can isolate and oversample specific areas as requested or when it appears there are gaps.

SUPPORT SUMMARY:
• Energy Trust: Supportive
• BPA: Supportive
• Clark PUD: Supportive
• ODOE: Supportive
• NorthWestern: Working with NEEA Staff to evaluate exit strategy language; Supportive
• Seattle City Light: Supportive
• Idaho Office of Energy & Mineral Rsrcs: Supportive
• Avista: RPAC member has reservations and NEEA staff is setting up a follow-up meeting to discuss;
cannot specify feedback or concerns, as the concerns are at the RPAC-level. Avista is undecided at this
time.
• PSE: Supportive
• Tacoma Power: Have some questions about some of the technology details but will follow up on that
separately; Supportive
• Idaho Power: Supportive
• Snohomish PUD: Supportive
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Initiative Lifecycle (ILC) Milestone Document
Business Case
Purpose: The ILC Milestone Document is a tool that supports milestone decisions. The document
summarizes and serves as the definitive source of key information about our Market Transformation
effort. This document also serves as the Initiative Business Case for our funders.
Audience: Directors, Program Team, Portfolio Management Team, Advisory Committee Members

PROGRAM: Luminaire Level Lighting Controls

DATE: February 1225, 2019

SECTOR:

PROGRAM MGR: Anne Curran

Commercial/Industrial

STRATEGIC MARKET: Commercial Lighting
MILESTONE FOR WHICH TEAM IS SEEKING APPROVAL: Scale Up
TYPE OF PROGRAM:
Initiative: NEEA in driving role with aggressive market transformation objectives, clear exit strategy. Infrastructure: Ongoing investment in
development and maintenance of market resources and/or platforms that support NEEA initiatives and utility programs

☒Initiative

☐Infrastructure

PROGRAM VISION of a Transformed Market

Vision: Implementation of Luminaire Level Lighting Controls (LLLC) becomes standard practice for commercial buildings, as
the majority of lighting products come with embedded sensors and controls as the default option..
The program uses a multi-faceted approach incorporating specification development, market awareness building, training,
utility program support, supply chain interventions, and integration with energy codes to transform the market.

PROGRAM TIMELINE: Strike Zone Link

10/31/11

3/18/13

6/1/17
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2/26/19

12/31/26

1. Executive Summary
. (Author: Program Manager)

Luminaire Level Lighting Control (LLLC) systems integrate controls and sensors into the luminaire to offer an
improved lighting experience for occupants while increasing energy savings. LLLC is one coherent system designed
to work together and address issues that have held back previous generations of controls by providing a better out
of box experience, simpler installation with less wiring, better tools for set up and verification, and more adaptability
when changes in space use require controls reconfiguration. Additionally, LLLC offers other value to businesses
including data analytics and integration with other building and business systems.
While market momentum on the supply side has been strong, the demand side has not caught up and market
adoption is still low. Barriers to adoption include high initial cost, lack of installation and configuration skills in
market and limited customer awareness of value proposition. Interest in adoption of LEDs and a robust commercial
construction market present opportunity, but also a need to deploy strategies quickly to prevent lost opportunity.
As reflected in the LLLC logic model, the program employs a multi-faceted approach to transform the market. In its
first phases, the LLLC program has laid a foundation for its long-term vision of the implementation of LLLC becoming
standard practice for commercial buildings.
•
•
•
•
•

Product readiness: National specifications are in place and there is strong availability of qualified products.
Training: Training for installers is available for funders to host for their trade allies.
Energy Savings: Savings rates have been established by the Regional Technical Forum (RTF).
Codes: LLLC are included as an option in Washington building code and in the IECC national code base.
Utility Incentive Programs: A number of NEEA funders have incorporated incentives in their program
designs or have dedicated resources to pilot activities.

In its next phase, the program will build upon the progress made to date and will tackle market barriers around cost,
skill and awareness to address slow adoption of LLLC thus far. Key program intervention strategies during the market
development life cycle phase will include:
• Training and Education: Training and education for installers, designers, and lighting specifiers to bolster
market capabilities, aid in driving down cost and increase awareness and acceptance of LLLC.
• Supply Chain Intervention:
o Collaboration with sales agencies (manufacturer representatives) to change product
recommendation habits, create champions for LLLC in the market, and collect market data.
o Coordination with manufacturers and distributors to bring additional sales and promotional
focus to the region and to collect market data.
• Building Awareness: Foster awareness amongst decision makers and influencers through case studies,
leverage of industry partnerships, and support for funder programs.
The energy savings LLLC delivers is significant, with estimates dependent on space type of 25 to 75 percent savings
compared with non-controlled fixtures. Regionally, this market transformation opportunity aggregates to 54 aMW
over the long term. The comprehensive market development plans that the program has put in place for its next
phase, combined with the strong regional collaboration already underway, will influence the market trajectory and
speed up LLLC adoption, thus enabling the region to both realize the savings potential from LLLC and to avoid lost
opportunity from the adoption of non-controlled LEDs.

Luminaire Level Lighting Controls
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2. Progress, Findings and Adjustments
(Author: Program Manager)

2.1
•

Summary of Market Progress
Product Specifications: National product specifications for LLLC have been published and are being
administered by the Design Lights Consortium (DLC).
Product Availability: Availability of product is strong and continuously increasing, with 18 controls systems
from 13 manufacturers listed on the DLC Qualified Product List (QPL) as of August 31, 2018.
Codes: The Washington State building code and IECC national code base have been updated to include
LLLC as an option.
Training: Over 150 regional trade allies to date have taken a one day training on networked lighting
controls hosted by the program and NEEA funders.

•
•
•

2.2
•

Summary of Other Progress
Savings: The Regional Technical Forum (RTF) has incorporated LLLC in its non-residential retrofit and new
construction lighting protocols and has established control energy savings rates.
Utility Incentive Programs: Funders have incorporated incentives into their lighting program designs to
help offset the initial incremental cost of LLLC. Puget Sound Energy, Tacoma Power, Seattle City Light,
Pacific Power and Idaho Power currently have incentives in place. The BPA Lighting Calculator also
provides an incentive which can be leveraged by its customer public utilities. Snohomish PUD and Energy
Trust of Oregon have dedicated resources to LLLC pilot activities.

•

2.3

Go / No-Go Decisions for this Milestone

In its first phases, the LLLC program has laid a foundation around product readiness, specifications, initial
energy savings estimates, training and regional program support. While there is now strong momentum on
supply side, the demand side is lagging. In its next phase, the program will build upon the progress made to
date and through implementation of its market development plan will tackle market barriers around cost,
knowledge, skills and awareness to address slow adoption of LLLC thus far. The program will continue to gain
insights in to the market and collect data in order to refine program strategies and energy savings estimates.
The program seeks approval to move through the ILC Scale Up milestone and into the Market Development
phase and has put the following in place to support that progression:
•
•

Alignment of program with the priorities of the Regional Strategic Market Plan for Lighting
A market development plan in place that operationalizes the logic model:
o Documented in section 3.2 and Program Implementation Plan in Appendix
o Documented in updated Logic Model in Appendix

Luminaire Level Lighting Controls
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•

Product Control energy savings are established:
o The RTF has incorporated LLLC in its non-residential lighting retrofit and new construction
protocols
o Additional research over time will help refine these savings values
A 20 year forecast of market energy savings is established:
o 54 aMW of savings has been identified over 20 year period
o Outlined in section 4
A risk mitigation plan is in place:
o Documented in section 8
o Challenges in collecting sufficient sales data to enable reporting of energy savings from all
market activity are addressed in more detailed Risk Management Plan in Appendix

•

•

2.4

Key Assumptions, Findings and Adjustments

Since the Product Readiness Milestone Approval in June 2017, the program has invested in better
understanding the market and challenges to adoption.

1

Assumption and Finding

Adjustments to Program Strategy

Earlier Assumption: Sales data from distributors would be
sufficient to report energy savings.

Continue to work with distributors to resolve data collection
challenges

Finding: Distributor databases are not set up well to track
LLLC. Working with existing participants in the Distributor
Platform would only document a small portion of sales.

Add strategies to collect sales data from additional sources
including manufacturers and their sales agencies
Perform additional characterization of the market to inform data
collection strategy through better understanding of sales and
distribution channels and of market share

2

3

Earlier Assumption: Training of installers is critical to
market adoption

Continue to collaborate with NEEA funders to deliver training to
their trade allies

Finding: Through initial training delivery, confirmed need
for focus on installer training. Additionally, through
participation in Department of Energy’s Next Generation
Lighting System initiative, we observed first-hand the lack
of knowledge that is hampering successful installation.

Make improvements to installer-focused training to provide
additional product exposure.

Additional Market Learning: The program prioritized
learning more about the market actors who influence the
selection of product through a series of interviews.

Accelerate plan for educating designers and lighting engineers
though partnership with the Lighting Design Lab

Finding: The split between selection of fixtures (by
Designers) and controls (Engineers) creates challenges for
an integrated product like LLLC. Manufacturer
representatives at independent sales agencies are a very
important source of information for all other market
actors and are influential in product selection.
Additionally, designers, engineers and manufacturer
representatives hold a number of misperceptions about
LLLC and are not always a proponent of LLLC.

Luminaire Level Lighting Controls

Training plan updated to focus on the Lighting Design Lab as
delivery channel throughout the Northwest region

Incorporate engagement of sales agencies and manufacturer
representatives into market development plans. Develop a further
understanding of current manufacturer representative practice
with regards to recommendation of LLLC. Potentially offer a SPIF
promotion for a limited time period to generate interest in LLLC
and change recommendation behaviors.
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4

Assumption and Finding

Adjustments to Program Strategy

Earlier Assumption: Office would be the first market to
adopt LLLC.

Develop market segmented promotional materials for use by
utilities.

Finding: Schools and healthcare facilities have been early
adopters of LLLC driven by non-energy benefits. Some
adoption has also been seen by offices.

Perform additional characterization of LLLC sales.

3. Market Transformation Theory
3.1

Market Transformation Theory Narrative

(Author : Product Manager)

Vision: Implementation of LLLC becomes standard practice for commercial buildings, as the majority of lighting
products come with embedded sensors and controls as the default option.
Logic Model and Documentation Packet updated Q3 2018.
Energy efficiency programs have long pursued increased use of lighting controls, with limited success. LLLC
systems, however, are easier to install and program than traditional controls, and have the potential to deliver
greater energy savings alongside other non-energy benefits.
The program uses a multi-faceted approach incorporating specification development, market awareness
building, training, utility program support, supply chain interventions, and integration with energy codes to
transform the market so that LLLC systems become standard practice for commercial buildings.
This initiative’s market transformation theory is presented in the table below.

IF NEEA OVERCOMES THESE
TARGETED MARKET
OPPORTUNITIES/BARRIERS,

Product Readiness

BY EXECUTING THESE INTERVENTION STRATEGIES…

•
•
•

First Cost

•
•
•

Luminaire Level Lighting Controls

THIS DESIRED CONDITION WILL EXIST IN THE
MARKET AS LONG-TERM OUTCOMES (5-10i
YRS.) OF THE INITIATIVE

Develop and Maintain LLLC specification in
conjunction with Design Lights Consortium
Influence lighting and controls manufacturers to
continue to promote and sell LLLC products
Bring additional reseach to market and serve on
PNNL/DOE’s Next Generation Lighting Systems
(NGLS) committee to influence manufacturers to
address usability issues

•

Support well trained trade allies through LLLC
training throughout the region
Provide a foundation (i.e., specifications,
marketing, RTF savings, cost research) to enable
utility program incentives and promotion.
Influence manufacturers to increase number of
products with LLLC capabilities

•

Scale-up Approval, NEEA Program Life Cycle
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•
•

•

Product category is clearer and more
standardized through specifications and
QPL
Product readily available
Product is straightforward to use

Trade allies gain comfort with deployment
of LLLC solutions, allowing for more cost
effective projects
Technology costs and product pricing
continue to decrease, thereby placing
Integrated LLLC product on par with
standard luminaires
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Value Proposition and
Awareness

•

•
•
•

Research energy savings, cost, NEBs non-energy
benefits, and installation complexity to better
articulate value to the purchaser
Support and complement utility marketing efforts
Provide education that utilities can deliver to their
customers
Coordinate with distributors, manufacturers and
other supply chain actors on marketing

•

•

Lighting purchase decision makers and
influencers understand both energy and
non-energy benefits of LLLC
LLLC being chosen as a path for supporting
business needs; e.g., lighting increasingly
viewed as business data collection
platform

Energy Code

•

Include LLLC in state energy code

•

LLLC becomes required by energy code for
all new construction projects

Lack of Skilled Trade Allies

•
•
•

Regional LLLC training
NXT Level curriculum includes LLLC
Manufacturers provide local training for LLLC
products

•

Trade allies gain comfort with deployment
of LLLC solutions, allowing for more cost
effective projects
Trade allies have the skills and knowledge
to bid, install, and program LLLC products

3.2

Next Phase: Priority Intervention Strategies

•

(Author : Program Manager)

Program activities will be staged through 2026 when transition to long term monitoring is planned. See
Program Implementation Plan in Appendix for additional detail. Key program intervention strategies during
the market development life cycle phase will include:
•

Training and Education: Educate installers (trade allies) to bolster market capabilities and to aid in
driving down cost and increasing awareness. Educate designers and lighting engineers to increase
product acceptance.
Supply Chain Intervention: Collaborate with sales agencies (manufacturer representatives) to change
product recommendation habits, create champions for LLLC in the market, and collect sales data.
Continue to collaborate with manufacturers and distributors to bring additional sales and promotional
focus to the region and to provide market data.
Building Awareness and Market Acceptance: Foster awareness amongst decision makers and influencers
through leverage of industry partnerships and support for funder programs. Continue to support funder
programs in offering downstream incentives to bring down first cost, bolster value proposition and drive
customer awareness. Downstream marketing activities are not currently planned for this program. See
the Marketing Strategic Plan for more information about marketing activities.

•

•

1

Upcoming Activities and Purpose

Estimated Timeline

Continue to refine data management plan and develop strategies to ensure granular
information can be collected to enable deeper market understanding and to ensure
program energy savings can be successfully reported. Leverage the Distributor Platform
to engage distributors in data collection.
Develop strategies for collection of data from sales agencies (manufacturer
representatives).

2019 and ongoing

Luminaire Level Lighting Controls
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2

3

4

5

6

7

8

9

Upcoming Activities and Purpose

Estimated Timeline

Collaborate with sales agencies on education and marketing to create champions for LLLC
in the market. Develop a further understanding of current manufacturer representative
practice with regards to recommendation of LLLC. Develop targeted SPIF promotion to
change product recommendation habits at key local sales agencies (manufacturer
representatives).

2019 - 2021

Leverage the Lighting Design Lab to deliver training opportunities throughout the region.
Educate designers and lighting engineers to aid in increasing product acceptance.
Continue to educate trade allies to bolster market capabilities, aid in driving down
installation cost, and increase awareness.

2019 - 2022

Continue coordination with manufacturers regarding product plans, training, and
specifications. Work with fixture-only manufacturers to expand fixtures that LLLC is
available on. Increase promotional activities in region through collaboration with
manufacturers and their sales channels, including distributors..

2019 and ongoing

Work with the DLC, manufacturers, and utilities nationally to refine and progress LLLC
specifications in order to expand product value in the market and deliver energy
efficiency.

2019 and ongoing

Foster LLLC awareness, acceptance and demand among building owners, property
managers, facility managers, and architects through leverage of industry partnerships and
support for funder incentive programs. Create materials for use by funders to drive
awareness of LLLC with their customers, including case studies. Develop training and
educational materials that utilities can deliver to their customers.

2019 and ongoing

Perform market research according to the Research and Evaluation Plan to inform
program activities, including understanding sales channels, decision making, product
energy savings, non-energy benefits, and cost trends.
Continue collaboration with IECC on representation of LLLC in the IECC 2021 and 2024
code bases. Educate the market to strengthen awareness of LLLC as a code option in
region. Leverage Commercial Code Enhancement Program to coordinate with new
construction programs.
Influence accepted practices for new construction/renovation design and for retrofit
through research, identification of best practices, and collaboration with standards
institutions (IES, ANSI), labs and researchers.

2019 and ongoing, as
targeted needs arise
2019-2024

2021 and ongoing

The LLLC program will leverage other NEEA programs wherever feasible. The program coordinates with Top Tier
Trade Ally program on incorporating curriculum on LLLC in to NXT Level training. NEEA’s Distributor Platform
provides processes, contracts and relationships with distributors to advance awareness of LLLC and to collect
sales data. Better Bricks Platform provides a repository of LLLC materials, including case studies, and serves as a
vehicle to foster awareness of LLLC. The LLLC program coordinates with the Commercial Code Enhancement
program to foster regional collaboration on code direction as it relates to LLLC.

Luminaire Level Lighting Controls
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3.3

Transition Strategy
(Author : Product Manager)

Target Year for Transition Complete Milestone: 2026
• When the Exit Criteria below are met, NEEA will strategically discontinue program interventions
and will rely on code and market forces to maintain the LLLC market adoption trajectory
• If there are subregions in the Northwest that are lagging markets, the program would consider a
staggered exit and work with NEEA funders and market actors on a phased transition.

Transition Strategy

NEEA’s Exit Criteria

The criteria that will inform NEEA’s decision to exit the market are based upon the program Logic
Model and MPIs outlined in the Logic Model Documentation Packet. They include:
• LLLC is included in the energy code in all NW states for new construction projects
• A majority of the top lighting manufacturers offer LLLC as a standard feature (i.e., not an optional
add-on) on all their LLLC-appropriate fixtures
• A majority of trade allies who install lighting controls agree that LLLC is the easiest-to-install lighting
controls solution
• A majority of the top regional distributors offer LLLC at near price parity to similar non-controlled
luminaires from the same manufacturer

4. Investment Rationale
Author: Program Manager and Planning

The proposed program investment is estimated. Actual program budgets will be approved annually by the NEEA Board through the
operations planning process.

Market Situation/
Opportunity
(Why Now?)

Linkage to Market
Strategy?
(Why NEEA)

Adoption of lighting controls thus far has been low. LLLC addresses many of the issues that have held back
previous generations of controls from being adopted. The market shift toward LEDs creates opportunities for
adding controls but also brings the risk of lost opportunity if the rate of control adoption does not keep pace.
A robust current market in commercial new construction creates a natural opportunity to transform the
lighting controls market using LLLC.
NEEA is well positioned to play a role in driving awareness of the LLLC value proposition, bringing clarity to the
market through product specifications, collaborating with utilities to address upfront cost and bolstering
market capabilities through training.

Proposed Investment for 2019-2020
Activities (from Section 3.2)
Data Collection & Assessment
Field & Lab Testing
Incentives
Market Channel Development
Marketing
Program Mgmt
Technical Support & Training
Market Research

Cost Center
MSE
MSE
MSE
MSE
MSE
MSE
MSE
MRE

Job Title of Required NEEA Personnel
Program Manager
Project Manager/Coordinator
Product Manager
Market Research & Evaluation
Planning

Total
Avg. Hours per Week
32
11
16
8
6

Luminaire Level Lighting Controls

Amount (Direct Costs)
$
354,000
$
18,000
$
$
$
$
$
$
Total Hours
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358,000
295,000
200,000
396,000
224,750
1,845,750
Total FTE
3,072
1,056
1,536
768
576

0.80
0.28
0.40
0.20
0.15
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Stakeholder Engagement
Marketing
Code

2
192
0.05
6
576
0.15
1
96
0.03
Total Estimated Hours and FTE
7,872
2.05
Note: Annual rate for both direct costs by activity and NEEA resources will begin to decrease slightly starting in 2022 and then ramp down
further starting in 2024.
Total Proposed Program Investment – Direct Costs Only
Phase
Scanning & Concept Identification/ 2011-2013
Concept Opportunity Assessment, Market & Product Assessment/ 2013-May 2017
Strategy Testing & Finalization/ June 2017-March 2019
Market Development/ April 2019-December 2026
Long-Term Monitoring
Total

Proposed Total Investment per Phase
$
239,000
$
825,000
$
850,000
$
5,550,000
$ 100,000 per year
$
7,464,000

Return on Investment (ROI)/Outcomes
Energy Efficiency/Savings Forecast
Savings Forecast
2020 - 2024

2025 - 2029

Total Regional Savings
3.3
11.4
Co-Created Savings
2.9
9.8
Net Market Effects
0.9
2.9
7th Power Plan Savings Forecast
2016-2021
Total Regional Savings (Power Plan Baseline)
0.6
Remaining Savings (Power Plan Baseline)
0.2
Cost Effectiveness: Total Resource Cost Perspective
Value
Levelized Cost (w/o Act Credit)
9.1-16.5 ₵/kWh
Benefit Cost Ratio

1.2-2.2

2030 - 2034

2035 - 2037

25.9
19.0
5.7

14.3
8.9
2.7

20 - Year Total*
(2018-2037)
54
41
12

Additional Information (please include source of information)
The numbers are the average value across the program’s target
market. The range illustrates the impact on the cost effectiveness of
choosing different types of LLLC systems and the savings per fixture
resulting from varied technical assumptions including the controls
baseline.

*The 20-Year potential is measured starting in 2018. For 2015-2019 cycle, the program is forecasting less than 0.1 aMW of the
savings potential to be realized. In order to report energy savings from all market activity, the program is addressing the current
challenges it faces in collecting sufficient market data. See Section 3 Risk Management for additional context.
Additional Value Delivery
•
•
•
•
•
•

Provide training to build controls installation capabilities and support funder trade ally engagement
Increase opportunities for funder customer engagement
Bring data and research on lighting controls for the region, including informing RTF control savings rate
Support specification development, resulting in reduced market confusion and a qualified product list available to utilities and the
market
Support funders in leveraging common resources and thus providing benefits to trade allies working across service areas
Market development for LLLC supports future Demand Response capabilities and programs

Luminaire Level Lighting Controls
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5. Product and Market Definition
Author: Product Manager

5.1

Product Definition

Luminaire Level Lighting Controls (LLLC) are lighting productsa type of networked lighting controls with
integrated (either at the factory or on site) sensors and controllers that are wirelessly networked, enabling
lighting products within the system to communicate with each other and transmit data. The Design Lights
Consortium (DLC) maintains a Qualified Product List (QPL) for Networked Lighting Controls that includes LLLC
products. This QPL and its specification requirements are the cornerstone of NEEA’s product definition for
LLLC.
Product Developments
LLLC is a dynamic product category, with both new LLLC products emerging and ongoing improvements being
made to existing product options. LLLC products can be segmented in to “smart” lighting and “clever” lighting.
With smart LLLC lighting, non-lighting business value may outweighs the desire for energy efficient lighting in
the decision-making process. Smart lighting willmay also be the more expensive of the two products. Clever
lighting offers some of the same lighting experience and energy saving as smart lighting and is geared towards
easier installation and commissioning. Clever lighting will likely be marketed to small- and medium-sized
businesses with lower HOUhours of use, and the energy savings will be one of the main selling features. To
achieve widespread adoption and enable LLLC to become standard practice, the program will support the
market transformation across the spectrum of LLLC products.
Additionally, while the program is focusing on energy efficiency savings to be gained through the control of
lighting, we will continue to track, through our emerging technology efforts, LLLC’s capabilities to monitor,
control and to connect to HVAC, and plug load, and other systems andwith the potential to deliver additional
energy savings.

5.2

Competing Products or Services

Energy Efficient
“Product”
LLLC
Competing
Alternative #1
No controls
Competing
Alternative #2
Simple single
technology
controls

Luminaire Level Lighting Controls

Strengths
• Simple installation and commissioning
• Multiple control strategies
• Higher energy savings
• No extra work
• No extra cost

Weaknesses
• Lack of qualified installers
• Cost (near term)
• Product awareness
• Relies on direct human interaction to control
• No energy savings from controls

• Lower upfront costs
• Well known technology

• Difficult to maintain operational integrity
• Minimal energy savings
• Limited persistence of energy savings over time
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Competing
Alternative #3
Other Networked
controls

5.3

• Multiple control strategies
• High energy saving potential

•
•
•
•

High cost
Complex installation and commissioning
Lack of qualified installers
Difficult to maintain operational integrity

Market Definition

Target Market
•
•
•
•

Building Owners
Business Owners
Building Managers
Building Tenants

Who are the End Users?

•
•
•
•

Building Owners
Business Owners
Building Managers
Building Tenants

Who Influences the Purchase
Decision?

•
•
•
•
•
•
•
•
•
•
•

Trade Allies (Installers)
Distributors
Lighting Designers
Architects
Manufacturers’ Sales Representatives
Building Owners
Business Owners
Building Managers
Building Tenants
IT Departments
Specifying Engineers

Who Purchases?
(Purchase Decision Makers)

Market Size

Data Source

Current Market Size

2 billion square feet of floor space in
Office, Warehouse, Large Retail,
Schools, University and Hospital.

The 7th Power Plan.

Potential of Market

200-600 million square feet of floor
space (10-30% of current market)

NEEA based on DOE’s projection of Connected
Lighting.

(What is the size we are going after?)

Luminaire Level Lighting Controls
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6. Roles: NEEA, Market Contributors, and Utilities (complementary
approach)
. Author: Program Manager

NEEA’S ROLE:
Product and specifications:
•
Track emerging products and product trends
•
Represent the region to champion national specifications and advance product features and capabilities
•
Collaborate with manufacturers on product plans and availability
Education:
•
Bring training opportunities to the region for customers, installers, designers and lighting engineers
•
Collaborate with funders to match training to their local program needs
•
Support education on code
Supply chain engagement:
•
Collaborate with manufacturers on promotional activities
•
Coordinate with distributors on marketing and education
•
Develop intervention strategies to turn manufacturer representatives at sales agencies into product champions
Support for funder programs and demand side awareness:
•
Support funder programs in offering downstream incentives and driving awareness with their customers.
•
Work with RTF and regional stakeholders on control energy savings rates
•
Articulate the value proposition through research, marketing collateral development, education development and publication of case
studies.
•
Bring insights to the region on market dynamics, barriers and opportunities
•
Leverage other NEEA programs such as Top Tier Trade Ally, Distributor Platform, Commercial Code Enhancement and Better Bricks, as
well as partners such as Integrated Design Labs and Northwest Energy Efficiency Council to generate awareness.

MARKET CONTRIBUTORS

WHAT ARE THEY DOING?

Lighting Manufacturers

•
•
•
•
•
•

Bringing qualified product to market
Providing product-specific training
Managing sales channels

Sales agencies (manufacturer representatives)

•

Recommending product, providing
product information and influencing sales

Installation Contractors (Trade Allies)

•

Installing product and making
recommendations that influence sales

Lighting designers and engineers

•

Selecting and specifying products for
renovations and new construction

Distributors

Luminaire Level Lighting Controls

Selling and fulfilling orders for LLLC
Providing sales data
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HOW ARE WE ENGAGING WITH
THEM?
•
Engaging manufacturers on
specifications, product features,
training and regional promotional
activities
•
Providing support for marketing
•
Leveraging Distributor Platform to
establish agreements for
collecting sales data
•
Coordinating on marketing and
education
•
Developing an promotional
strategy to change product
recommendation habits
•
Providing education through
utility-hosted trainings

•

Providing educational
opportunities
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Design Lights Consortium (DLC)

•
•
•
•

Administering specifications and QPL
Developing online training on networked
lighting controls
Developing a savings database
Convening forums for manufacturers,
utility programs, research organizations,
standards organizations and other
stakeholders
Sharing best practices, sharing resources,
and collaborating to address challenges
facing utilities and market

•
•

•
•

Participating in meetings
Leveraging Conduit for
information sharing

•
•

Maintaining membership in DLC
Collaborating closely on training
curriculum
Influencing specifications
Participating in targeted
committees and helping support
national controls efforts

West Coast Utility Lighting Exchange (WCULT)
and National Utility Lighting Exchange (NULX)

•

Regional Technical Forum

•

Incorporating LLLC in lighting protocols

•

Coordination on research

Pacific Northwest National Labs (PNNL) / DOE

•

Convening market stakeholders on
challenges such as interoperability and
reporting standards
Administering the Next Generation
Lighting System (NGLS) initiative on
installation and set up challenges

•
•

Participation in forums
Serving on NGLS committee and
collaborating on papers to
distribute findings

•

FUNDERS’ ROLE:

Education:
•
In partnership with NEEA, offer training to trade allies and customers to strengthen market capabilities
Programs:
•
Incorporate LLLC in downstream incentive programs to offset upfront cost and drive awareness and product demand within their
customer base
•
Provide data on incentivized LLLC projects to further regional understanding and support regional savings reporting

INDIVIDUAL FUNDER

WHAT WILL/ARE THEY DOING?

WHEN

Ask for All Funders

Incorporate LLLC in downstream programs:
•
Puget Sound Energy, Tacoma Power, Seattle City Light, Idaho Power,
Pacific Power and BPA member utilities have incentives in place
•
Energy Trust of Oregon’s New Construction program and Snohomish
PUD have pilots underway. Energy Trust of Oregon’s Existing
Buildings and Industrial programs are considering a pilot.

ongoing

Offer LLLC training to trade allies
•
Idaho Power, Snohomish PUD, Tacoma Power, Energy Trust of
Oregon and BPA have hosted LLLC trainings

ongoing

Provide data on incentivized projects

ongoing

Ask for All Funders

Ask for All Funders

Luminaire Level Lighting Controls
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7. Funder Coordination Plan
Author: Stakeholder Relations

Who

What

When

Sector
Advisory
Committee

ILC Milestone Doc (Business Case)
• CAC SA Milestone review of all business case components.
• Share ongoing program updates via CAC meetings.

Q1 2019
Quarterly

Utility Roles & Responsibilities:
•
Incorporate LLLC in their downstream programs.
•
Collaborate with NEEA to plan and host trainings for their trade allies.
•
Assist with awareness building and case studies.
•
Provide data on incentivized LLLC projects to further regional understanding and support
regional savings reporting.
Market Transformation Results:
•
Share updates via annual Ops Plan, CAC meetings and communications throughout the year.
Evaluation:
•
Advise of MPERs, research activities and MRE updates through MRE Newsletter

WORK
GROUP
(WG)

Marketing:
•
Share Marketing Strategic Plan via SA milestone review
•
Share Annual Marketing Calendar via annual Operations Plan review. Any planned downstream
activities will go through the Downstream Marketing Coordination Process via RPAC and
marketing leads.
•
Share updates on any marketing activities via quarterly Marketing Newsletter
ILC Milestone Doc (Business Case)
• Review of business case components done in coordination with CAC review
• Share updates on Program Implementation Plan via annual Ops Plan, WG meetings and
communications throughout the year
Other:
• Advise of MPERs through progress updates via WG meetings
• Share all planned marketing activities via quarterly LLLC program updates

RPAC

ILC Milestone Doc (Business Case)
• Present Scale-up Approval business case for RPAC vote
• Share program updates via annual Ops Plan, RPAC meetings and communications through the year
• Check-in with RPAC no later than two years from approval to assess evolving market and program
progress

Q1 2019
Q1 2019
Q1 2019
Ongoing
Annually
Quarterly
Quarterly
Q1 2019
Annually

Quarterly
Q1 2019
Annually
2-3x/year

2-3x/year
Quarterly
Q1 2019
Quarterly
Q1 2021

Other
• Share Marketing Calendar via annual Ops Plan.

Annually

Cost
Effectiveness
Adv. Comm.
(CEAC)

Planning & Evaluation
• Share updates on portfolio metric changes (aMW, CE, risk, equity) via annual CEAC meeting
• Consult/share first MPER

Annually
2020

Individual
Funder
Needs

ILC Milestone Doc (Business Case)
• Review of business case components with all stakeholders, via 1:1 roadshow visits and webinars
• Collaborate with individual utilities to (1) Incorporate LLLC in their downstream programs (2)
collaborate with NEEA to plan and host trainings for their trade allies and (3) assist with awareness
building and case studies, and (4) provide data on incentivized LLLC projects.

Luminaire Level Lighting Controls
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2019 - 2026
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Who

What

When

Evaluation
• Collaborate with ETO on LLLC pilot for market research
• Share MPER reports throughout this phase
Marketing
• Share Annual Marketing Calendar via annual Operations Plan review. Any planned downstream
activities will go through the Downstream Marketing Coordination Process via RPAC and
marketing leads.
• Share updates on any marketing activities via quarterly Marketing Newsletter.
Regional
Groups

ILC Milestone Doc (Business Case)
• Collaborate with DesignLights Consortium (DLC), Pacific Northwest National Lab/ US Department
of Energy, Lighting Design Lab, Regional Technical Forum, National Utility Lighting Exchange
(NULX) and standards institutions (IECC, ANSI, IES)

Q3 2018 -Q4 2019
2020 - 2026
Annually

Quarterly
2019 - 2026

8. Program Risk Summary
Author: Program Manager and Planning

Program Risk Assessment
Risk and Potential Consequences

Level

Risk
No.

"IF" this happens, "THEN" this will occur
(impact)

If market sales data cannot be collected
under current data management plan, the
program will not be able to measure and
report full market savings and the 54 aMw
forecasted will be diminished.

Response
Type
Mitigate

Response Plan
•

•

•

1

H
•

•

Luminaire Level Lighting Controls

Leverage the Distributor Platform
to continue to collect data from
distributors and work through
data collection challenges.
Explore additional sources
including associations,
manufacturers and manufacturer
representatives.
Continue to work with Planning
on granularity of data needed and
alternative methods of reporting
savings.
Continue to work with NEEA
management to review successes
and challenges with the data
management plan, and adjust
plan accordingly.
Details on plan to collect
sufficient data to report energy
savings from all market activity
can be found in Appendix Risk
Management Plan
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Owner
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If installers do not gain comfort with the
technology and the set up required, LLLC
sales will fall short of potential, resulting
in lost energy saving potential.
2

Mitigate

•
•

M
•

If market does not accept technology in
near term, lost opportunity as LED
adoption increases.

3

Mitigate

•

•

M

•

If utilities do not adequately promote and
incentivize LLLC, market adoption will be
slowed. Refinement of energy savings
estimates will also be delayed.

Mitigate

•

•

•
4

L

•

5

6

If unforeseen developments in technology
supplant LLLC controls approach, program
energy savings will be diminished.
If actual market conditions show lower
lighting load than forecasted baseline
assumptions, program potential could be
diminished.

Luminaire Level Lighting Controls

Continue program emphasis on
installer training.
Work with manufacturers to
improve out of box experience
and encourage increased
product-specific training.
Support Next Generation Lighting
Systems initiative efforts to bring
manufacturer attention to supply
chain challenges.

Anne Curran

Implement multiple program
strategies simultaneously such as
training, market actor leverage,
and case studies.
Work with manufacturers to
encourage additional hands-on
support for early adopters.
If needed, bolster marketing and
engagement activities and
explore upstream incentives.

Anne Curran

Continue engagement with
utilities to provide support to
enable programs.
Coordinate with programs on
project data collection to help
substantiate and refine energy
savings estimate.
Leverage Regional Strategic
Market Plan efforts around
Networked Controls to provide
additional tools to utilities to
support incentive and training
programs.
Implement education, training
and supply chain collaboration
activities in parallel with utility
collaboration. If needed, explore
further upstream activities and
incentives.

Anne Curran

Accept

•

Track emerging technologies and
monitor LLLC adoption.

Chris
Wolgamott

Accept

•

Track validity of forecast
assumptions and communication
early with utility programs
through CEAC and if needed
through RPAC

Kathryn Bae

L

L
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7

If incremental costs do not maintain
current trend of decreasing year over
year, LLLC may be cost effective only in
limited applications, which could reduce
the level of utility promotion and
incentives for LLLC and slow adoption by
the market.

Accept

•

Continue to work with
manufacturers on product
roadmaps and track cost trends

Chris
Wolgamott

L

Risk Levels:
H - Serious Situation, insufficient information about the situation, potential solution(s) being evaluated
M - No serious situation, some information exists about the situation, in wait mode for more comprehensive data
L - Most (i.e. critical mass) information about the situation exists to support no serious/negative impact

Each of these criteria is examined and scored on a 1-6 scale where 1 is minimal risk and 6 is high risk. Each of the criteria is equally weighted and the
overall risk is an average of the criteria scores.

Overall Risk

Cost Effectiveness

Measurability

Unproven
Technology

Unproven Market
Approach

Late Life Savings
Delivery

3

3

4

2

2

3

Equity Metrics
Regional Equity
NEEA’s metric for Regional Equity compares each state’s share of the regional technical savings potential to the share of NEEA’s funding that comes
from that state in an index.

ID

MT

OR

WA

0.8

1.3

1.2

0.9

Rural Equity
This is assigned by determining the efficiency opportunity in the target market split between rural vs. urban and comparing that to NEEA’s funding mix.
The result should then be adjusted by the initiative team based on the expectation of the long term impacts of our intervention in that market.

Rural Equity Score
Urban

1.4

5 Points Distributed Between Urban and Rural
Rural

3.5

1.5

9. Appendices
All of the ILC Deliverables that are required for each phase are listed in the ILC Appendices Spreadsheet. These deliverables are also found on the back of the ILC
Placemat. Open the ILC Appendices Spreadsheet and Filter on column 1 (Milestone) based on the milestone you’re completing in order to display the deliverables
required for that phase. Use this spreadsheet to manage the completion of deliverables within your team. Insert who the owner of the deliverable is (who is
responsible for creating it), who the contributors are, who it has been approved by (the functional manager) and what the status is. Once a draft deliverable has
been created, insert a hyperlink over the name of the deliverable to the location within SharePoint.
Double click table to open the source file.

Luminaire Level Lighting Controls
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ILC Milestone Appendices
Milestone
Deliverable Name and Link
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)
Scale-Up Approval (SA)

Owner

Contributors
Approved by:
Status
Chris Wolgamott,
Kathryn Bae,
Updated ILC Milestone Document (Business Case) Anne Curran
Emily Moore
Approved
Maria Alexandra
Ramirez
Updated Program Plan
Anne Curran
see sub-deliverables below:
Implementation Plan
Anne Curran
Emily Moore
Approved
Updated Product Assessment Plan
Chris Wolgamott
Mark Rehley
Approved
Updated Program Strikezone
Anne Curran
Emily Moore
Approved
Updated Risk Assessment & Management Plan Anne Curran
Kathryn Bae
Emily Moore
Approved
Updated Transition Strategy
Chris Wolagmott
Mark Rehley
Approved
Updated Data Management Plan
Anne Curran
Emily Moore
Approved
Updated Product Definition
Chris Wolgamott
Mark Rehley
Approved
Updated Logic Model
Chris Wolgamott
Mark Rehley
Approved
Updated Research and Evaluation Plan
Meei Lum
Jennifer Stout
Corinne McCarthy
Approved
Savings & CE Forecast
Kathryn Bae
Stephanie Rider
Approved
Updated Funder Coordination Plan
Maria Alexandra Ramirez
BJ Moghadam
Approved
Advisory Committee Feedback Report
Maria Alexandra Ramirez
Not Started
Stacy Blumberg
Updated Marketing Strategic Plan
Stacy Blumberg
(reviewed by Josh
Approved
Pelham)

Notes/Link to the deliverable

Additional Links

ILC Milestone Document

Implementation Plan
Product Assessment Plan
Current Program Strikezone
Risk Assessment & Management Plan
Transition Strategy
Data Management Plan
Data Management Plan Memo
Product Definition
Logic Model Packet
Logic Model
Market Research & Evaluation Plan
Savings & CE Forecast
Funder Coordination Plan
Advisory Committee Feedback Report
Marketing Strategic Plan

Or, directly access each deliverable via these hyperlinks:

•

ILC Milestone Document

•

Program Plan:
o Implementation Plan
o Product Assessment Plan
o Current Program Strikezone
o Risk Assessment & Management Plan
o Transition Strategy

•

Data Management Plan and Data Management Plan Memo

•

Product Definition

•

Logic Model Packet and Logic Model

•

Market Research & Evaluation Plan

•

Savings & CE Forecast

•

Funder Coordination Plan

•

Marketing Strategic Plan

•

Advisory Committee Feedback Report (not started; to be completed after Q1 2019 CAC)

Luminaire Level Lighting Controls
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Memorandum – Informational item (Tier 2)
February 19, 2019
TO:

RPAC+

FROM:

Kyle Stuart, Marketing Manager

SUBJECT:

DHP Marketing Update

Ask of You
Review the following update to the planned 2019 DHP downstream marketing activities, connect with your relevant
marketing/program staff, and come to the RPAC+ portion of the Feb 26 RPAC meeting with any questions.
Background
At the time the RPAC+ marketing coordination process was being developed (Q3-Q4 2018), NEEA’s marketing team
was asked for a ‘best guess’ at 2019 downstream marketing activities. At that time, we proposed for the DHP
program running paid digital media in online communities (such as NextDoor and Reddit) to influence conversations
about HVAC solutions where people were naturally gathering online. During the November RPAC meeting, per the
new RPAC+ process, members elected either to participate in the campaign, self-deliver in their territory, or be
exempt from the campaign. Concurrently with this effort, given the significant funder concern around a planned
DHP customer mailing (which in-part prompted the need for the RPAC+ process), the Marketing team focused on
identifying alternative channels for effective customer-awareness building that avoided the contentious traditional
downstream channels.
Update
Based on the background above, we feel there is a better marketing strategy and smarter investment for this stage
of the program. As such, the DHP team intends to not move forward with the planned downstream activity, and
instead pursue a content-generation strategy, where quality 1:1 DHP content (e.g. pricing guidance and tips for
working with installers) is distributed through industry and content experts, through their own brand and channels
(not a NEEA third-party brand, such as Going Ductless), with a call to action to check with local utilities for available
rebates. This tactic is tentatively slated for Q3 2019.
Key factors leading to this change:
1. Cost: Given the DHP program’s 2019 budget, and objectives for this stage of the program, paid media on
NextDoor and Reddit would be less cost-efficient than the proposed alternative (i.e. bang for the buck).
2. Objective (short-term vs. long): We believe shifting our focus to creating educational content provides
continuous long-term value, as these assets will be available for utility use and easily discoverable by
market actors (via searches on Google, YouTube and social platforms) after NEEA transitions its role in the
market (NEEA is currently assessing program readiness for LTMT). While paid media may be the right ‘tool’
for other programs’ objectives, this tactic is better suited for short-term promotions and is not what we feel
is currently needed for the DHP program.
What This Means for You
Given this change, there is no longer a downstream marketing activity triggering the RPAC+ process for NEEA’s DHP
program in 2019 (i.e. nothing to participate in, self-deliver, or exempt from). That said, a coordinated approach—
with NEEA pursuing this content-generation strategy and willing utilities promoting DHPs directly to their
customers—would be an ideal partnership on this effort. To that end, program content will be shared with utilities
as early as possible, to use in their own marketing and educational efforts in support of their DHP programs, should
they choose to do so.
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Memorandum – Agenda item (Tier 1)
February 19, 2019
TO:

RPAC+

FROM:

Natalie Fish, Program Manager

SUBJECT:

2019 BetterBricks Paid Media Campaign

Our Ask of You:
We request feedback to ensure participating utilities are aligned with our intended approach to the
planned BetterBricks paid media campaign. During out time together on February 26, we will walk through
an overview of the campaign goals and tactics, and answer questions.
Brief Overview:
In Cycle 6, the BetterBricks Platform will serve as cross-cutting infrastructure, supporting the Alliance’s
portfolio of commercial programs. The Platform will create awareness, increase capability, and work to
make energy efficiency a key part in planning and decision making for commercial building professionals.
The Platform will accomplish this by providing tools, resources, industry knowledge, and by connecting
market actors that are ready to implement projects with their utility.
To support the BetterBricks Platform goals for 2019 and beyond, BetterBricks is planning an integrated
marketing campaign, which includes paid marketing. An integrated marketing campaign is a strategic
approach to marketing that brings together all aspects of marketing communication, tactics, methods, and
channels in a holistic manner, resulting in a more effective and efficient campaign. An integrated campaign
ensures that all messaging and communications strategies are consistent across all channels and are
centered on the target audience.
The BetterBricks paid media campaign will use multiple data sets, which we will walk through in the
presentation, to identify our target audience online: architects/designers, engineers, facility managers, and
building operators in Montana, Oregon, Washington, and parts of Idaho. This targeting will ensure that our
investment is spent on the audience we want to reach. The campaign will engage the target audience when
they are online looking for information and will connect them with the BetterBricks Platform. The paid
tactics allow us to reach the target audience when they’re searching for information in the places they
already visit. By providing the target audience with relevant information when they need it, we make them
aware of BetterBricks and build equity with them. The campaign will direct them to a landing page where
we will collect their email and establish a way to engage with them in the future. Connecting with the
target audience and demonstrating what BetterBricks offers lays the foundation for BetterBricks to achieve
its Cycle 6 goals and provides another channel for market actors to discover and connect with utilities.
The paid campaign is a crucial part of the overarching BetterBricks Platform effort. It enables NEEA to reach
members of the target audience we have not engaged before and would not be able to reach through our
earned (“shares”, reposts, reviews, etc.) and owned (websites, blog, newsletter, etc.) channels. During the
RPAC+ presentation, we will share messaging and creative and walk through which channels and tactics we
intend to use. We look forward to sharing the vision of the campaign with you.
Please contact Natalie Fish if you have questions about the 2019 BetterBricks Paid Media Campaign.
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