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The Northwest Energy Efficiency Alliance (NEEA or the alliance) is funded in five-year Business 
Cycles. NEEA’s 2023 Operations Plan identifies and prioritizes key opportunities in the portfolio 
and allocates resources strategically to pursue those opportunities for the fourth year of NEEA’s 
2020-2024 business cycle. 

Introduction 
NEEA enters 2023 against a backdrop of organizational change and during a very dynamic time for the 
energy sector. Within the Northwest, policy drivers and industry shifts are impacting the markets in 
which NEEA works – increasing efficiency opportunities for some, limiting them for others. Outside the 
region, emerging state-wide market transformation efforts and historic federal investments in energy 
efficiency present new opportunities for collaboration and acceleration of NEEA’s efforts. Within the 
organization, NEEA’s Board of Directors and staff are preparing to complete business and strategic 
planning for NEEA’s 2025-2029 Business Cycle and welcome a new executive director in 2023.  

NEEA’s trajectory for the current five-year cycle is strong. NEEA has successfully diversified the electric 
portfolio, adding three new programs in the first three years of the business cycle, and making 
significant market progress in key programs. As a result, NEEA expects to exceed electric energy savings 
targets for Cycle 6. However, inflationary pressures are requiring trade-off decisions between 
accelerating existing programs and introducing more technologies into the electric portfolio to build 
future energy savings pipelines. The 2023 operations plan describes these trade-offs in more detail. 

In the natural gas portfolio, NEEA has made great strides in building market relationships and 
infrastructure for the natural gas initiatives. In 2023, the portfolio will likely have its first program in 
market development with the addition of Efficient Rooftop Units (RTUs) along with the potential for a 
second program to advance later in the year. However, NEEA staff estimate that natural gas savings will 
come under target for Cycle 6, mostly due to changes in Washington’s residential new construction 
market, which are being driven by decarbonization policies. NEEA is in the process of diversifying its 
portfolio of initiatives in response to the changing market. 

 Organizational Priorities 
NEEA staff has identified three focus areas for 2023: 1) building a bridge to Cycle 7; 2) growing 
relationships; and 3) intentionally developing NEEA’s culture.  

1. Building a Bridge to Cycle 7: In 2023, NEEA will remain focused on adaptively managing the
remaining Cycle 6 budget to ensure the success of programs currently in the market while
developing several new programs to build the pipeline of savings for Cycle 7. A major focus for staff
will be completing both the Cycle 7 Strategic and Business Plans by the end of the year.

2. Growing Relationships: NEEA’s Board of Directors has consistently recognized NEEA’s relationships
with regional utilities, market actors, and national partners as a key organizational strength. As more
players enter the Market Transformation space and policy increasingly drives the pace and direction
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of technology development, maintaining and growing these relationships will be critical for NEEA to 
continue to influence market dynamics. In 2023, NEEA staff will be implementing a new customer 
relationship management (CRM) tool, which will allow new, improved ways of tracking and 
managing key relationships.  

3. Intentionally Developing NEEA’s Culture: Staff are NEEA’s number one asset. Given the upheaval in
the job market over the past few years, ensuring the organization remains a rewarding and
competitive workplace is a key priority for NEEA’s Leadership team in 2023. This focus area includes
continuing to execute NEEA’s internal diversity, equity and inclusion strategy and on-boarding a new
Executive Director. It also means building and reinforcing NEEA’s strong culture and employee value
proposition and navigating the challenges related to the new hybrid work environment (i.e., where
employees are both in person and remote).

 2023 Budget Overview 
The 2023 Operations Plan budget is $39.1M which includes budgeted expenditures of Electric ($33.2M), 
Natural Gas ($4.1M), End Use Load Research ($1.1M) and other special projects ($700K).  

 Electric Business Unit – The 2023 Electric Budget is $33.2M, which is 2% higher than the current
2022 forecast of $32.4M. By the end of 2023 NEEA expects to spend 80% of its five-year electric
budget.

 Natural Gas Business Unit – The 2023 Natural Gas Budget is $4.1M, which is 5% lower than the
2022 forecast of $4.3M. This decrease is related to the timing of regional building stock
assessment investments, which were higher in 2022. By the end of 2023 NEEA expects to spend
78% of its five-year natural gas budget.

 End Use Load Research (EULR) – The 2023 EULR budget is $1.1M, which is 60% lower than the
2022 forecast ($2.9M). This decrease reflects the completion of metering installations in homes
in 2022 and a shift to ongoing monitoring in 2023. By the end of 2023 NEEA expects to spend
69% of its five-year EULR budget.

Detailed 2023 budget tables begin on page 27. 

     External Environment & Risk Management 
NEEA’s 2023 Operations Plan was created within the context of several external factors, which could 
create new areas of opportunity for the alliance or, conversely, impact the organization’s ability to be 
successful. NEEA staff will track these factors throughout the year and explore contingency strategies to 
mitigate associated risks.  

GROWING NATIONAL INTEREST AND FUNDING FOR CLEAN ENERGY TECHNOLOGIES – President Biden 
has signed into law two major pieces of energy legislation: the Infrastructure Investment and Jobs Act 
(IIJA) of 2021 and Inflation Reduction Act (IRA) of 2022. Both represent historic levels of federal 
investment in energy efficiency, which will flow into federal, state, and local efficiency efforts. 
Additionally, new tax incentives and consumer facing programs mean greatly expanded incentives for 
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installations and upgrades of energy-efficient products. Though much is still unknown about how and 
when these funds will become available and how they will impact the markets in which NEEA works, this 
investment could provide a significant opportunity for the region to accelerate its Market 
Transformation goals. At the same time, this large infusion of funding could lead to unforeseen market 
impacts, including market confusion and/or adoption of suboptimal solutions, if coordination and 
oversight are lacking. On-going regional coordination and collaboration will be critical. 

REGIONAL, STATE AND LOCAL POLICY — The future of the region’s energy system continues to be a 
focus for policy makers at the regional, state and local levels. As the energy system continues to add 
more intermittent renewable resources, the region must contend with increased variability and new 
dimensions of uncertainty in the region’s energy supply. This uncertainty will likely be compounded by 
significant additional electric loads from the transportation and building sectors and extreme weather 
events that test the limits of the energy system and drive efforts for grid integration and load balancing 
initiatives across the West. Critically, the region must ensure that the burden of this transition in the 
energy system does not fall on those who can least afford it, and that the benefits are shared equitably. 
While these challenges are being felt throughout the region, the priorities for individual utilities vary 
depending on supply-side resources, geography, local policy drivers and customer base. In 2023, NEEA’s 
Board of Directors and staff will explore the evolving value proposition of energy efficiency and NEEA’s 
role through the Cycle 7 Business Planning process.  

GROWING INTEREST IN MARKET TRANSFORMATION — Market Transformation is receiving increased 
attention as the next generation of energy efficiency opportunities are more challenging to address. 
California, the Midwest, New York and portions of the Northeast are currently moving to implement or 
develop Market Transformation policies and programs. NEEA has been engaging in regions where 
interest in Market Transformation is growing to consult and align emerging initiatives with Northwest 
efforts and deliver value back to the region. In 2023, NEEA will continue build market leverage and 
influence through extra-regional partnerships such as the ENERGY STAR Retail Products Portfolio 
(ESRPP), Partnership for Advanced Window Solutions (PAWS) and North American Gas Heat Pump 
Collaborative.  

ECONOMIC DISRUPTIONS — As health impacts from the pandemic begin to wane, the country is 
continuing to experience supply chain delays and workforce disruption along with record inflation. 
Potential market impacts include increasing costs for raw materials and labor, higher interest rates, 
decreased consumer spending, and stymied investment in new construction and other capital 
expenditures. In addition, periodic waves of COVID-19 could require continued flexibility with training 
and stakeholder engagements and result in field work delays. Despite this uncertainty, staff do not 
anticipate material impacts to NEEA’s Cycle 6 goals, including electric energy savings which are 
expected to exceed targets. And, while short-term price increases will not affect the delivery of NEEA’s 
portfolio value due to the long-range horizon of Market Transformation, inflationary impacts are 
creating budgeting and workforce challenges. NEEA will continue to monitor market and pandemic 
conditions throughout 2023 and adjust activities, budgets and forecasting accordingly. 
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Risk Mitigation 

Based on the externalities described above, NEEA has identified a number of organization-level risk 
factors that staff will track and manage throughout 2023 (Figure 1). 

Figure 1 – 2023 Organization-level Risks and Mitigation Strategies 

RISK IMPACTS MITIGATION LIKELIHOOD 

IF federal funding or 
actions are misaligned 
with regional Market 
Transformation 
objectives…. 

THEN… the market will 
move to optimize profits 
from federal incentives 
and may de-prioritize 
Northwest energy 
efficiency objectives. 

Work with market partners 
such as ESRPP and utility 
programs to steer federal 
incentives towards 
Northwest energy efficiency 
objectives. 

High 

IF additional regulatory 
or legal hurdles are 
imposed for natural gas 
use… 

THEN… the market 
potential and benefit/ 
cost ratio of longer-term 
gas technologies could 
decrease, and 
manufacturers and other 
supply chain actors may 
be hesitant to invest in 
efficient gas technology. 

Continue building a diverse 
natural gas portfolio 
including fuel neutral and 
dual-fuel opportunities, to 
mitigate risk from individual 
technologies and changing 
market conditions. Continue 
engagement with 
manufacturers about the 
market potential for efficient 
gas technology and gas 
decarbonization. Deliver 
useful research findings to 
funders to support utility 
programs. 

High 

IF turnover trends 
continue or workforce 
shortages persist…. 

THEN… contractors could 
be harder to secure, key 
work could be affected, 
and staff workloads and 
stress levels could 
increase leading to 
continued turnover.  

Focus on staff engagement, 
retention, and career 
development; leverage 
remote work capabilities to 
expand pool of potential 
hires; continue to diversify 
and develop contractor 
support for specialized 
activities; track and adjust 
employee benefits to remain 
competitive during this 
period of high activity. 

High 
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RISK IMPACTS MITIGATION LIKELIHOOD 

IF supply chain delays 
continue to impact 
product availability…  

THEN… sales could 
decrease as supply fails to 
meet demand and prices 
may increase; near-term 
savings will be reduced, 
and incentive budgets 
may be impacted. 

Continue working with 
distributors and retailers to 
proactively stock and order 
ahead of long lead times; 
keep strong lines of 
communications with 
manufacturers to 
understand supply chain 
issues on a regular basis and 
track the impact on product 
readiness and availability. 

High 

Portfolio Overview 

 Portfolio Management Goals: Electric

Since 2020, NEEA’s portfolio management goals have focused on ensuring the success of NEEA’s two 
largest programs – Heat Pump Water Heaters and Retail Product Portfolio – while also increasing 
diversification of the Cycle 7 portfolio and developing longer-term opportunities. Midway through the 
business cycle, NEEA’s electric portfolio is in a strong position: both Heat Pump Water Heaters and 
Retail Products Portfolio have achieved double digit market adoption, and the portfolio is more diverse 
with the advancement of Extended Motors Products (XMP) Pumps and High-Performance HVAC into 
Market Development and the addition of efficient televisions to the Retail Products Portfolio Program. 
Additionally, NEEA’s efforts to develop High-Performance Windows and Variable Speed Heat Pump 
Programs are contributing to longer-term value in the region. As a result, NEEA is well on track to 
achieve its electric energy savings targets for 2020-2024 and has a strong trajectory of energy savings 
well beyond 2024. Additionally, NEEA continues to develop and advance emerging technologies to build 
new energy savings potential for the future of the region.  

In 2023, NEEA is focused on prioritizing program work to deliver on Cycle 6 Business Plan goals (i.e., 
strategically timing when to scale up or throttle back program development activity based on market 
dynamics) while also preparing for Cycle 7 (i.e., deciding when to advance emerging technology 
opportunities). The Market Transformation portfolio continues to evolve to accommodate new 
opportunities, including the Efficient Fans Program which advanced into the portfolio in 2022 and the 
potential expansion of the Luminaire Level Lighting Controls (LLLC) Program to include exterior LLLC. 
And, as portfolio priorities and resources are considered along with market drivers and timing 
considerations, some programs downscale or move out of the portfolio. Specifically, the Manufactured 
Homes Program will transition out of the Market Development phase of NEEA’s Initiative Lifecycle and 
into Long- Term Monitoring and Tracking, with further code and technology potential to be explored for 
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Cycle 7. Additionally, NEEA staff has reassessed the potential of the Commercial Window Attachments 
Program as a standalone Market Transformation program and will discontinue the program in 2023, 
while maintaining key market relationships and continuing to explore future market transformation 
opportunities for the product.  

  Portfolio Management Goals: Natural Gas

In the natural gas portfolio, NEEA has made great strides in building market relationships and 
infrastructure for the gas initiatives. However, NEEA’s energy savings forecast is projected to fall below 
the Cycle 6 energy savings target range. This drop is driven by decreased savings projections for 
residential codes due to limited natural gas savings from the latest Oregon code update and fuel 
selection changes in Washington in response to code. As staff learn more about supply chain 
disruptions, policy drivers and market decisions regarding fuel choice in new construction, this will be 
reflected in future savings forecasts.  

In 2022, NEEA staff completed an assessment of the current natural gas portfolio due to changing 
market conditions. This assessment, along with input from the Natural Gas Advisory Committee, led 
staff to prioritize assessing new potential programs for the portfolio while ensuring NEEA’s ability to 
pivot as necessary. In 2023, NEEA will focus its natural gas work on evaluating emerging technologies for 
inclusion into the portfolio while simultaneously advancing existing programs. A key priority is ramping 
up market activity for the Efficient Rooftop Unit Program, which is expected to enter Market 
Development in Q4 2022, along with continued program development of the High-Performance 
Windows Program. NEEA will also continue supporting efforts to commercialize and prepare the market 
for gas heat pumps (GHPs), particularly gas heat pump water heaters (GHPWHs). NEEA staff will 
continue to engage with manufacturers and technology developers to understand their product 
roadmaps and support testing and commercialization of GHPWHs, while remaining nimble enough to 
shift remaining Cycle 6 resources to other portfolio priorities should commercialization delays persist.

 Portfolio Composition 
NEEA’s Market Transformation portfolio is organized in seven cross-sector and cross-fuel Product 
Groups: Building Envelope, Consumer Products, HVAC, Lighting, Motor-Driven Products, New 
Construction and Water Heating (Figure 2). Within each Product Group, opportunities exist at varying 
levels of maturity ranging from early concept development to program development, market 
development and eventually long-term monitoring and tracking.  
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Figure 2 – 2023 Expected Portfolio Composition by Product Group and Maturity 

Product Group 
Initiative Lifecycle Phase 

Concept 
Development 

Program 
Development 

Market 
Development 

Long-Term Monitoring 
& Tracking 

Building 
Envelope 

• High-
Performance
Windows (dual-
fuel)

Consumer 
Products 

• Retail Products
Portfolio

HVAC • Dual-fuel
Residential HVAC

• Commercial Gas
Heat Pumps

• Residential Gas
Heat Pumps for
space heating

• Variable Speed
Heat Pumps

• High-Performance
HVAC

• Efficient Rooftop
Units (Natural Gas)

• Ductless Heat Pumps

Lighting • Luminaire Level
Lighting Controls

• Reduced Wattage Lamp
Replacement

Motor-Driven 
Products 

• Power Drive
Systems

• Efficient Fans • Extended Motor
Products – Pumps

New 
Construction 

• Manufactured
Homes

Water Heating • Efficient Gas
Water Heaters
(Natural Gas)

• Heat Pump Water
Heaters

In addition to its portfolio of Market Transformation initiatives, NEEA also manages two infrastructure 
programs, which do not deliver energy savings but provide critical barrier removal support across 
multiple Product Groups – BetterBricks and the Integrated Design Labs. 

Portfolio Value Delivery 
In Cycle 6, NEEA estimates the electric portfolio will deliver between 160-230 average megawatts 
(aMW) of Co-Created energy savings. This includes ~50 aMW of energy savings from anticipated local 
program activity in Strategic Energy Management, a program that NEEA developed in Cycle 5 and was 
later transitioned to the market and taken up by regional utilities with remarkable success. Co-Created 
natural gas savings in Cycle 6 are estimated between 3.3-9.9 million therms. 

In addition, NEEA estimates that the electric portfolio will deliver between 65-93 megawatts of peak 
savings and up to 1.25 million tons of avoided carbon emissions in Cycle 6. The natural gas portfolio is on 
track to deliver between 19 – 65 thousand tons of avoided carbon in Cycle 6. 
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Figure 3 – Cycle 6 (2020-2024) Estimated Co-Created Energy Savings, Avoided Emissions and Peak 
Savings 

Electric Portfolio Cycle 6 Business 
Plan Target 

Natural Gas 
Portfolio 

Cycle 6 Business 
Plan Target 

Cycle 6 Co-Created 
Energy Savings 160-230 aMW 115-152

aMW
3.3-9.9 

Million Therms 
11-18

Million Therms 

Cycle 6 Co-Created 
Avoided Emissions 

(Tons CO2e) 
870,000-1,250,000 N/ A 19,000-65,000 N/ A 

Cycle 6 Co-Created 
Peak Savings (MW1) 65-93 N/ A N/ A N/ A 

In addition to lagging indicators of Market Transformation (i.e., energy savings, peak reduction and 
avoided carbon emissions), NEEA also tracks leading indicators of success, such as potential energy 
savings advanced into the portfolio, and other dimensions of value delivery including dollars leveraged 
from private sector co-investment. See Appendix C for Cycle 6 Business Plan metrics, which are 
documented and reported annually to NEEA’s Board of Directors. 

2023 Planned Activities 
NEEA’s Cycle 6 Business Plan outlines five primary strategies that NEEA employs to deliver regional 
energy efficiency Market Transformation: Emerging Technology; Portfolio Execution; Codes, Standards 
and New Construction; Market Intelligence; and Convene and Collaborate. The following section details 
planned 2023 activities in each primary strategy along with administrative activities critical for 
supporting the organization. 

Emerging Technology 
NEEA builds and maintains a regional pipeline of emerging or expanding 
energy-efficient products, services, and practices. Emerging Technology 
activities include: 1) scanning for new technologies that help manage portfolio 
risk and support business plan goals within each product group; 2) defining 
those technologies as products or measures that meet the region’s goals; and 
3) tracking regional emerging technology activities and gaps in coordination
with the Regional Emerging Technology Advisory Committee (RETAC).
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2023 GOALS AND FOCUS AREAS 

REGIONAL COORDINATION: 

 Continuing to coordinate regional emerging technology research with RETAC on a quarterly
basis.

 Updating the RETAC charter and process to align with the Northwest Power and Conservation
Council’s 2021 Northwest Power Plan.

 Convening Product Council meetings to disseminate research findings and technology
innovations.

NEW OPPORTUNITY SCANNING: 

 Scanning for new opportunities within each product group with an emphasis on HVAC and water
heating, including dual-fuel opportunities. (See Appendix C for complete list of products
currently in scanning.)

 Increasing scanning focus for new technologies in preparation for Cycle 7 with a goal of
proposing at least one electric opportunity and two to three gas opportunities for internal
review by NEEA's portfolio management team.

PRODUCT MANAGEMENT: 

 Maintaining Product Plans for programs and Technology Strategies for each Product Group with
the goal of updating once per year at a minimum.

 Presenting a minimum of one new concept for consideration to enter NEEA’s portfolio.

CRITICAL SUCCESS FACTORS 

MARKET & 
STAKEHOLDER 
RELATIONSHIPS 

 Continued engagement with manufacturers to influence product
development and help manufacturers understand consumer needs.

 Continued coordination and collaboration organizations (both regional and
national) researching technologies, including utilities, the Northwest Power
and Conservation Council, Integrated Design Labs, US DOE National Labs,
research institutions, etc.

EMERGING TECHNOLOGY SUCCESS METRICS 
 PORTFOLIO ADVANCEMENT: Total energy efficiency market potential of emerging technologies

advanced into the alliance Market Transformation portfolio over the 5-year business cycle.

 MARKET ADVANCEMENT: Total energy efficiency market potential of emerging technologies
readied for market development over the 5-year business cycle.
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2023 EMERGING TECHNOLOGY BUDGET (THOUSANDS): 

Electric 
($) 

% of Total 
Electric Budget Natural Gas 

($) 

% of Total 
Natural Gas 

Budget 
Labor + G&A 1,284 4% 31 1% 
Direct 1,266 4% 499 12% 
TOTAL 2,550 8% 530 13% 

*See Table 3, page 29 for details.

Effective Portfolio Execution 
The portfolio execution strategy comprises the largest portion of 
NEEA's annual budget for both electric and natural gas. Activities 
include market strategy development and all facets of program 
management and measurement, including market research and 
evaluation. NEEA's electric and natural gas portfolios are managed in 
seven Product Groups. Some Product Groups share characteristics 
and leverage points that lend themselves to be managed together in 
three categories: Products, Integrated Systems and New 
Construction. See Appendix A for detailed 2023 Product Group and 
program plans.  

2023 ELECTRIC PORTFOLIO EXECUTION FOCUS AREAS AND GOALS 

PRODUCTS: The Products portfolio includes the Consumer Products,
Motor-Driven Products and Water Heating Product Groups. These are 
grouped together to leverage their relatively high-volume sales and 
distribution in retail and wholesale channels, as well as opportunities to 
influence voluntary or mandatory standards. These three product groups 
are responsible for significant short- and long-term savings opportunities 

spanning both NEEA’s current business plan and the next. 

2023 Goals and Focus Areas: 

 Continuing to participate in the Department of Energy’s (DOE) final water heating federal
rulemaking standard through engagement, research and coordination to present Northwest
data and findings and voice the needs of consumers in the Northwest, including those in cold
climates, with challenging installation locations and across all income levels.

 Continuing to increase regional adoption of Heat Pump Water Heaters (HPWH) and, based on
the outcomes of the rulemaking, pivoting interventions to address remaining barriers to market
acceptance and challenging market segments.
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 Adaptively managing the Retail Products Portfolio and exploring new products for inclusion
including room air conditioners, cooktops, portable ACs and monitors.

 Strengthening partnerships and engagement with manufacturers and manufacturers’
representatives to increase promotion and adoption of highly-efficient pumps and circulators.

 Building understanding of the fans market and drivers for efficiency and engaging with strategic
manufacturing partners to inform and test the Efficient Fans program intervention strategies.

INTEGRATED SYSTEMS: The Integrated Systems portfolio is comprised of 
three product groups: Lighting, HVAC and Building Envelope. These are 
grouped together to address intersecting technology and market 
opportunities, such as integrated lighting-HVAC controls and whole 
building approaches. These opportunities tend to be complex, requiring 
advanced design and technical services for the sales and delivery in the 
market. Lighting controls, residential and commercial HVAC, and emerging 
window products all present significant, long-term energy savings 
opportunities. Additionally, city and state level policies are driving towards 
more holistic approaches to achieving energy savings in buildings. 

2023 Goals and Focus Areas: 

 Increasing regional adoption of Luminaire Level Lighting Controls (LLLC) by influencing national
lighting partners towards an LLLC focus and leveraging leading lighting specifiers and
manufacturers’ representatives to increase acceptance of LLLC and its benefits.

 Continuing coordination of the DOE’s Partnership for Advanced Window Solutions (PAWS) to
build national demand for the new ENERGY STAR version 7.0 window specification and
potentially advance the High-Performance Windows program to Market Development.

 Initiating targeted interventions to educate and motivate early adopter supply chain actors and
end users about the benefits of Very High Efficiency Dedicated Outdoor Air Systems (VHE DOAS).

 Continuing progress on test procedure and rating for Variable Speed Heat Pumps (VSHPs) and
potentially advance the program to Market Development.

 Leveraging city and state level policies (e.g., Washington’s Clean Buildings bill) that are driving
whole building retrofits to promote alliance-supported technologies such as LLLCs, High-
Performance HVAC, smart pumps and commercial secondary windows.

CRITICAL ELECTRIC PORTFOLIO SUCCESS FACTORS 
MARKET RELATIONSHIPS & 
NATIONAL PARTNERSHIPS 

 Leverage national interest and funding to increase the impact of Northwest
investment.
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FUNDER ENGAGEMENT  Collaborate with Northwest region on whole building approaches and
resources, and NEEA’s role in preparing the market for new policies such as
the Washington Clean Buildings bill.

DATA & INFORMATION  Maintain access to sales data to inform program strategy and track and
report market adoption over time.

PEOPLE & RESOURCES  Ensure sufficient internal, cross-functional team resources to support
program development and advancement to Market Development.

 Partner with Codes and Standards team to track and respond to anticipated
federal action for testing and/ or standards.

2023 NATURAL GAS PORTFOLIO EXECUTION FOCUS AREAS AND GOALS 
The alliance natural gas portfolio consists of two gas-only programs, 
Efficient Rooftop Units and Efficient Gas Water Heaters and one dual-fuel 
program, High-Performance Windows. Because there has been less 
investment in efficient gas technology historically and because NEEA's 
Market Transformation efforts for gas are more nascent, the programs in 
the gas portfolio are earlier in the Initiative Lifecycle, with only one 
program anticipated to be in market development in 2023. 

2023 Natural Gas Goals and Focus Areas: In 2023, the natural gas 
portfolio will continue to focus on developing emerging 

technology opportunities and preparing programs in early development to advance into the market. To 
support these efforts, the team will leverage strategic partnerships and co-funding with extra-regional 
partners across North America. Key focus areas include: 

 Developing the market interventions for Efficient Rooftop Units, which is anticipated to advance
to market development in Q4 2022.

 Continuing to support efforts to commercialize and prepare the market for gas heat pumps
(GHPs), particularly GHPWHs, leveraging co-funding from manufacturers and utility partners
from within and outside the region.

 Advancing the High-Performance Windows program (formerly Thin Triple Windows) into the
Market Development phase of NEEA’s initiative lifecycle.

 Focusing scanning efforts on the most promising potential new concepts for advancement into
NEEA’s portfolio – dual-fuel HVAC, residential natural gas heat pump space heating, and
commercial natural gas heat pumps.

 Encouraging dual-fuel and fuel-neutral strategies and activities in support of natural gas
portfolio, including advancing High-Performance Windows and potentially transitioning the
Efficient Rooftop Unit program to become a dual-fuel program.

 Driving Northwest strategic priorities through extra-regional engagement, e.g., working with
Northwest utilities and extra-regional gas utilities to co-fund projects and communicate with
market actors to encourage product plans that incorporate gas efficiency.
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CRITICAL NATURAL GAS PORTFOLIO SUCCESS FACTORS 

FUNDER & 
STAKEHOLDER 
ENGAGEMENT 

 Continue alliance support for extra-regional partnering and opportunity development.
 Continue dual-fuel coordination within the alliance portfolio.

MARKET 
RELATIONSHIPS 
& REPUTATION 

 Maintain close relationships with utilities and other partners across North America,
particularly SoCalGas, Enbridge, Nicor Gas, and GTI.

 Build confidence on the part of key manufacturer partners that new efficient gas
products are a beneficial investment.

PORTFOLIO EXECUTION SUCCESS METRICS (See Appendix B - Business Plan Scorecard) 
 ENERGY SAVINGS (ELECTRIC AND NATURAL GAS): Five- and 10-year Total Regional Savings2

(electric and natural gas) and Co-Created Savings3 (electric only).

 LONG-TERM MARKET AVAILABILITY (ELECTRIC AND NATURAL GAS): Total energy savings
potential that the alliance has enabled in the region based on the 20-year forecast energy savings
estimate of all programs in the Market Development and Long-Term Monitoring and Tracking
phase of NEEA's Initiative Lifecycle process.

 PEAK SAVINGS (ELECTRIC ONLY): Annual achieved and five-year estimated regional peak savings
forecast as a result of the Co-Created Savings.

 BENEFIT-COST RATIO (ELECTRIC AND NATURAL GAS): A portfolio benefit-cost ratio, reflecting
the 20-year value of the regional investment in Market Transformation efforts.

 AVOIDED CARBON EMISSIONS (ELECTRIC AND NATURAL GAS): Annual achieved and 5-year
estimated regional avoided carbon emissions from the Co-Created Savings forecast.

2023 PORTFOLIO EXECUTION BUDGET (THOUSANDS) 
Electric 

($) 
% of Total 

Electric Budget 
Natural Gas 

($) 
% of Total Natural 

Gas Budget 
Labor + G&A 6,115 18% 1,064 26% 
Direct 11,819 36% 1,096 27% 
TOTAL 17,934 54% 2,160 53% 

*See Table 3, page 29 for details

2 - Total Regional Savings: All savings calculated above the preintervention market starting point. 
3 - Co-Created Savings: Savings above the naturally occurring market baseline established at the start of a program, 
including utility program savings and the calculated remainder called Net Market Effects. 
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Codes and Standards 
Market transformation theory includes codes and standards as a 
key leverage opportunity to lock in energy efficiency potential for 
the Northwest. Codes and standards activities are also a strategic 
element of product and program development through 
interaction with testing, rating and labeling activities to ensure 
appropriate information on actual performance is provided to 
market decision makers. Through its Codes and Standards work, 
NEEA: 1) supports regional stakeholders in code development, 
adoption, training and implementation, including engaging with 
energy efficiency organizations and entities that develop national 

model codes; 2) supports the development of energy conservation standards and test procedures to 
materially improve efficiency outcomes; and 3) provides tools and training materials to support builders, 
architects and engineers to build at code or higher to demonstrate practices and technologies that could 
improve code and identify challenges with code language that should be adjusted. Codes and Standards 
activities are closely coordinated with and integrated into the alliance’s Market Transformation 
programs.  

In 2023, Federal standard rulemakings are expected to continue at a high pace in 2023 as the 
Department of Energy works through its backlog of standards. In codes, 2023 will be the first year 
following code updates for Washington, Oregon, and the national model code so the focus will be less 
on code proposals and more on code implementation, training, and planning for the next code cycles 
including code roadmaps and training plans for each state. NEEA will continue new construction 
activities such as for the residential above code database, commercial code compliance portal, trainings, 
and management of BetterBuiltNW. NEEA will also continue to support efficient use of natural gas in 
new construction because it provides a platform to demonstrate efficient gas technologies and as a 
mechanism to collect market data on trends for natural gas usage in new construction.  

Finally, NEEA plans to transition the Manufactured Homes program to Long-Term Monitoring and 
Tracking in late 2023/ early 2024. (Note: Exploration of opportunity to put heat pumps in Manufactured 
Homes will continue as an ongoing part of NEEA’s Emerging Technology work). Final research projects to 
support the transition will be conducted including the Market Progress Evaluation Report, baseline 
analysis and savings analysis.  

2023 GOALS AND FOCUS AREAS  

DEVELOPING AND SUPPORTING ENERGY CODES: 

 Supporting the remaining residential code development in Oregon.

 Supporting the International Energy Conservation Code (IECC) Residential and Commercial
development and the development of an updated ASHRAE 90.1.
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 Updating code roadmaps (measure strategies) for commercial and residential buildings to

support long- term planning for codes for Oregon, Washington and IECC (Idaho, Montana).

 Completing code savings analyses for Washington, Oregon and Montana codes, including an

assessment of current methodology.

PROVIDING CODES EDUCATION, TRAINING AND TECHNICAL SUPPORT TO 
INDIVIDUAL STATES:  

 Continuing to offer code implementation and compliance tools, trainings and technical
assistance in support of the commercial and residential state energy codes in the region.

 Researching the effectiveness and value of compliance tools to the region.

 Strengthening ties with at-code and above-code training programs, leading to the development
of a ‘step-ladder’ approach to trainings.

SUPPORTING NEEA MT PROGRAMS: 

 Supporting test procedure activity for televisions, efficient fans, electric motors, high-
performance windows, high-performance HVAC, gas heat pumps, water heaters (gas and
electric), connected water heaters, and connected pool pumps with an eye on long-term codes
and standards opportunities.

 Coordinating with programs on codes and standards strategies and near-term high-priority
activities

PARTICIPATING IN U.S. DEPARTMENT OF ENERGY EQUIPMENT STANDARDS AND 
TEST PROCEDURES RULEMAKING PROCESSES FOR:  

 Consumer Water Heaters
 Clothes Washers
 Refrigerators/ Freezers
 Commercial and Industrial Fans
 Dishwashers

 Warm Air Furnace
 Clothes Dryers
 Room AC
 Televisions
 External Power Supplies

COLLABORATING WITH EMERGING TECHNOLOGY ACTIVITIES, UTILITY PROGRAMS 
AND MARKET RESEARCH TO DEVELOP ROADMAPS AND LONG-TERM GOALS FOR 
ADVANCING CODES AND STANDARDS: 

 Completing and updating codes and standards strategies for NEEA’s Market Transformation portfolio of
programs and coordinating with programs to incorporate high priority activities into program plans.

 Coordinating with regional utilities to understand program alignment and evolution as codes continue
to update.
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WORKING TO STANDARDIZE REQUIREMENTS GOVERNING OPEN STANDARD 
PROTOCOLS FOR FLEXIBLE DEMAND FUNCTIONALITY AS AN INTEGRAL COMPONENT 
OF EFFICIENT PRODUCTS AND BUILDINGS:  

 Coordinating with current key partners, like the Consumer Technology Association, Institute of
Electrical and Electronics Engineers, U.S. DOE and state and local agencies, and expanding engagement
with other organizations, like Air-Conditioning, Heating and Refrigeration Institute, Advanced Water
Heating Initiative, SunSpec Alliance, to build awareness of the value of CTA 2045.

 Evolving performance specifications for products to include connectivity with test procedures.

 Gaining a better understanding of savings and shiftability potentials from home appliances, commercial
buildings, industrial applications.

CRITICAL SUCCESS FACTORS 

MARKET 
RELATIONSHIPS 

Maintain strong relationships with national efficiency entities, manufacturers, and 
other key stakeholders to continue to collaborate on DOE and national code efforts, 
as these groups provide data, analysis, and strategic direction to align on DOE 
rulemakings. 

STAFFING & 
RESOURCES 

Ensure NEEA’s codes and standards engineers and Product Managers are up-to-
speed to tackle the current fast-paced period of codes and standards activities and 
are working with program teams to share data, technical assistance and market 
intelligence.  

CODES AND STANDARDS SUCCESS METRICS (see Appendix C - Business Plan Scorecard)

 Codes and standards engagement for long-term energy savings (% regional load addressed)

2023 CODES AND STANDARDS BUDGET (THOUSANDS): 
Electric 

($) 
% of Total 

Electric Budget 
Natural Gas 

($) 
% of Total Natural 

Gas Budget 
Labor + G&A 948 3% 61 1% 
Direct 2,678 8% 330 8% 
TOTAL 3,626 11% 391 9% 

* See Table 3, page 29 for details
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Market Intelligence 
NEEA’s Market Intelligence strategy is delivered by the Analytics, Research 
and Evaluation Division, which is comprised of three distinct functions: 
Market Research and Evaluation (MRE); Data, Planning and Analytics 
(DPA); and Energy-use Studies (EUS). In 2023, NEEA’s Market Intelligence 
activities are focused on continuing to: 1) accurately assess results from 
Market Transformation efforts; 2) provide research and market 
intelligence to support program and business planning needs of internal 
and external stakeholders; 3) bring more visibility to Market 
Transformation outcomes and market progress indicators in addition to 
energy savings; and 4) build capacity for in-house data management and 
analysis. 

2023 MARKET INTELLIGENCE GOALS AND FOCUS AREAS BY TEAM 

MARKET RESEARCH AND EVALUATION (MRE) – MRE provides actionable insights for Market
Transformation programs throughout their lifecycle and conducts formal evaluations of programs in market 
development and Long-Term Monitoring and Tracking. Key 2023 activities include: 

 Delivering more than 35 market research, evaluation or market characterization reports supporting
both electric and natural gas programs (see Appendix D for detailed list).

 Continuing to test and refine a more cost-effective data collection methodology for code compliance
evaluations and market progress evaluation reports (MPERs).

DATA, PLANNING AND ANALYTICS (DPA) – This team is responsible for cost-benefit analysis, energy
savings forecasting and reporting, value metrics reporting, market analysis and data management. This group 
also maintains NEEA’s centralized sales data hub. Key 2023 activities include: 

 Forecasting and reporting on energy savings and other value metrics; developing and leading data
collection strategies and market and cost benefit analyses to inform program decisions.

 Continuing to build capacity and infrastructure to support more cost-effective data collection and in-
house processing, which will result in decreased dependence on contractors and increased cost-
savings.

 Providing data and developing new value metrics to support Cycle 7 business planning.

ENERGY-USE STUDIES (EUS) – The EUS team develops, manages, and analyzes large regional studies 
and associated data sets, such as the residential and commercial building stock assessments and the specially-
funded End Use Load Research (EULR) project. Key 2023 activities include: 
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Residential Building Stock Assessment (RBSA): 

 Collecting energy consumption data and building and unit-level characteristics of a representative
sample of single-family and multifamily buildings to inform the region’s energy efficiency, resource, and
utility planning strategies.

 Conducting regional and state-level summary and trend analysis of key characteristics for single-family
and multi-family buildings and units. Summaries will be compared to previous RBSAs to identify trends
over time.

 Conducting qualitative research to better understand some of the results found in the RBSA.

Commercial Building Stock Assessment (CBSA): 

 Determining early planning work to identify the region’s 2025 CBSA priorities that will be used to hire a
contractor and implement the study.

 Developing population estimates of commercial buildings to inform the study’s sample design and
weighting.

CRITICAL SUCCESS FACTORS 

FUNDERS & 
STAKEHOLDERS 

 Ensure continued delivery of high-quality research and evaluation findings and
reports to program teams, funders, and the region.

 Ensure the published RBSA datasets and reports are high quality and error free.
 Develop population estimates of commercial buildings by building type with

precision and confidence for the 2025 CBSA.

DATA & 
INFORMATION 

 Employ new data strategies to combat areas of low or costly data accessibility
(primarily for Integrated Systems).

MARKET INTELLIGENCE SUCCESS METRICS 
• ACTIONABLE INSIGHTS: Evaluation and research provide valuable insights for program planning,

tracking market progress and adaptive management, and validated assumptions for improved cost-
benefit analysis and energy savings forecasting and reporting.

• CUSTOMER SERVICE: Meet internal and external stakeholder needs for savings forecasting, reporting
and other data or market intelligence needs in a timely, accurate manner.

• RELIABLE DATA: Increased and/ or comprehensive access to data, data infrastructure and analytics
necessary to strategically influence the market toward measurable transformation.

2023 MARKET INTELLIGENCE BUDGET (THOUSANDS*): 

Electric 
($) 

% of Total 
Electric 
Budget 

Natural 
Gas 
($) 

% of Total 
Natural 

Gas Budget 

EULR 
($) 

% of Total 
EULR 

Budget 
Labor + G&A 571 2% - - 322 28% 
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Direct 894 3% 113 3% 706 62% 
TOTAL 1,465 5% 113 3% 1,028 90% 

* See Table 3, Page 29

Convene and Collaborate
The Convene and Collaborate strategy is carried out by NEEA’s 
Stakeholder Relations, Corporate Strategy, Corporate Communications 
and Marketing Division. Key 2023 focus areas are completing Cycle 7 
(2025 – 2029) strategic and business planning, helping staff understand 
and apply industry insights and address funder needs, positioning NEEA 
within the evolving energy market and supporting successful execution 
of the internal DEI action plan.  

2023 GOALS AND FOCUS AREAS BY TEAM 

CORPORATE COMMUNICATIONS – Corporate Communications oversees external and internal
communications, executes corporate events and supports organizational alignment on key internal strategic 
initiatives. Key 2023 focus areas include: 

 Communicating and aligning organization around high-priority extra-regional opportunities that
advance alliance priorities and Cycle 6 Business Plan goals and deliver value to the Northwest.

 Managing regional events such as the annual Leadership in Energy Efficiency Awards and Efficiency
Exchange Conference.

 Coordinating Cycle 7 Strategic and Business Planning outreach.

 Communicating the value delivery of NEEA’s large regional studies like Building Stock Assessments and
End Use Load Research.

CORPORATE STRATEGY – Corporate Strategy is responsible for identifying and leading enterprise-wide
planning initiatives, including NEEA’s 5-year strategic and business plans as well as its annual operations 
planning process. Key 2023 focus areas include: 

 Partnering with the Strategic and Business Planning Committees to execute and finalize NEEA’s Cycle 7
Strategic and Business Plans.

 Supporting the organization to deliver on Cycle 6 goals through annual operations planning and by
identifying and supporting organizational priorities.

 Tracking and communicating developments in regional and national energy policy.

STAKEHOLDER RELATIONS – Stakeholder Relations helps NEEA staff maintain high-functioning
engagement practices and forums with stakeholders to ensure effective collaboration and satisfaction with 
alliance activities. Key 2023 focus areas include: 
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 Maintaining NEEA staff and leadership commitment to streamlined committee structure and distinct
scope of each committee.

 Helping to ensure NEEA’s successful transition from virtual to hybrid stakeholder events.

 Supporting organizational adoption and successful transition to new customer relationship
management (CRM) system.

 Contributing to stakeholder outreach for onboarding of new Executive Director.

 Engaging proactively with committee members to understand individual and organizational priorities
and ensure awareness of and satisfaction with opportunities to collaborate with NEEA staff.

MARKETING– The marketing team works directly with program managers to support program marketing
strategy, manage market-facing web properties, lead marketing coordination with funders, and provide in-
house consumer marketing expertise. Key 2023 focus areas include:

 Developing and overseeing effective execution of marketing strategies to support programs for which
marketing is essential for program success and serve as a consultative resource for all other portfolio
programs.

 Overseeing digital properties that enable market development of skills, knowledge and connections
that advance adoption of efficient products within the market.

 Engaging and building on relationships with utility marketing staff to ensure trust-based relationships
are maintained.

CRITICAL SUCCESS FACTORS

FUNDERS & 
STAKEHOLDERS 

 Successful engagement of NEEA’s Board of Directors in the strategic and
business planning process.

 Continued engagement by NEEA funders and stakeholders in alliance advisory
committees and workgroups. 

 Coordination with alliance stakeholders to employ effective marketing
strategies.

TECHNOLOGY 
ADOPTION 

 Successful adoption of new technology and business practice approaches to
facilitate virtual and hybrid meetings and events, including advisory committees,
Board meetings and the annual Efficiency Exchange conference.

CONVENE AND COLLABORATE SUCCESS METRICS 

 POSITIVE STAKEHOLDER AND FUNDER SATISFACTION with NEEA and staff overall, as
measured by stakeholder satisfaction survey.

 ORGANIZATIONAL PLANNING initiatives are successful in aligning NEEA toward evolving priorities
in the near- and long-term, including establishing a Strategic Plan with NEEA’s Board of Directors.

 VIRTUAL AND HYBRID EVENTS are executed effectively.
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2023 CONVENE AND COLLABORATE BUDGET (THOUSANDS)*: 
Electric 

($) 
% of Total 

Electric Budget 
Natural Gas ** 

($) 
% of Total Natural 

Gas Budget 
Labor & G&A*** 2,113 6% - - 
Direct 259 1% - - 
TOTAL 2,372 7% - - 

* See Table 3, page 29 for details
** Natural Gas expenses in the Convene and Collaborate strategy are recouped as a portion of Shared Services
*** Includes two FTE of marketing staff that were originally budgeted in the current business plan within the
portfolio execution strategy; marketing project budgets are included in portfolio execution strategy.

Administration 
NEEA’s Administration function includes the Business Administration and 
Human Resources groups. Business Administration provides key shared 
services for business partners within NEEA, as well as for vendors and external 
stakeholders. The division is comprised of three teams: Information Technology 
(IT), Finance and Accounting, and Contracts and Legal. Human Resources is 
responsible for recruiting and retention, employee engagement and career 
development, and facilities management. In 2023, these teams are focused on 
providing key services to internal teams while supporting NEEA’s organizational 
priorities: 1) building a bridge to Cycle 7; 2) growing relationships; and 3) 
intentionally developing NEEA’s culture.  

HUMAN RESOURCES (HR): 

In 2023, this team is focused on ensuring that NEEA remains a great place to work while also planning for the 
future of the organization. Key activities include: 

 Onboarding NEEA’s new Executive Director.

 Executing and managing NEEA’s internal Diversity, Equity and Inclusion (DEI) strategy.

 Increasing employee engagement to improve staff retention and enhance NEEA's value.

BUSINESS ADMINISTRATION (BA): 

In 2023, BA will continue to support decision-making and organizational priorities by providing best-in-class 
service, tools and resources. Key focus areas include: 

 Finance and Accounting– Continuing to demonstrate fiscal responsibility, resource stewardship and
facilitate Board oversight through transparent, accurate and timely financial reporting. Finance and
Accounting will also support decision making for Cycle 6 execution and Cycle 7 Business Planning. Key
deliverables include accurate reporting to and responding to questions from NEEA’s Board and staff, a
successful financial audit, and timely filing of required documents such as the form 990 tax return.
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 Information Technology (IT) – Delivering optimal IT services and support to help internal customers
and external contractors meet needs while balancing appropriate security protocols. IT will also be
supporting the implementation of NEEA’s CRM tool. Key deliverables include ensuring there is a lack of
major security incidents in NEEA’s IT environment and helping staff successfully adopt Salesforce as the
CRM tool.

 Contracts and Legal – Providing outstanding contracting and legal support that maximizes efficiency
and appropriately mitigates organizational risk while supporting NEEA’s contracting goals. Key
deliverables include developing and implementing a DEI lens to contracting and creating a framework
for the Cycle 7 contracting process.

CRITICAL SUCCESS FACTORS 

PEOPLE & 
KNOW-HOW 

Attract top talent, meeting staffing goals and maintaining employee engagement and 
morale in a hybrid work environment.  

FUNDERS & 
STAKEHOLDERS 

Complete funding agreement prework to ensure contracts will be secured in time for the 
start of Cycle 7.  

2023 ADMINISTRATION BUDGET* (THOUSANDS) 

Electric 
($) 

% of Total 
Electric 
Budget 

Natural Gas 
($) 

% of Total 
Natural Gas 

Budget 

EULR 
($) 

% of Total 
EULR 

Budget 
Labor + G&A 3,333 10% - - - - 
Direct 2,990 9% - - - - 
Allocation of 
Shared Services** -1,110 -3% 900 22% 120 10% 

TOTAL 5, 213 16% 900 22% 120 10% 

*See Table 3, page 29 for details
**Shared services = Convene and Collaborate and Administration
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Governance 
NEEA staff facilitate a robust collaboration process to ensure that regional input is considered in alliance 
program planning and decision-making. This coordination happens at many levels throughout NEEA and funder 
organizations and includes NEEA’s Board of Directors as well as several Board committees (see Figure 5).  

Figure 5 – Alliance Governance and Committee Structure 

Committee Roles and Responsibilities 

REGIONAL PORTFOLIO ADVISORY COMMITTEE (RPAC) 
 Advise NEEA’s Executive Director on portfolio performance and program advancement; “challenge flag”

process; RPAC+ downstream marketing elections.

 Monitor developments from other committees regarding regional coordination, market progress and
emerging technology.

NATURAL GAS ADVISORY COMMITTEE (NGAC) 
 Advise NEEA’s Executive Director on gas portfolio performance and program advancement; “challenge

flag” process; RPAC+ downstream marketing elections.

 Monitor developments from other advisory committees with regard to market progress and emerging
technology.

COORDINATING COMMITTEES (CC) 
 Collaborate with NEEA Staff and report to RPAC on coordination and optimization of NEEA programs and

related activities, to identify and manage through potential implementation challenges between NEEA
and local utility activities and seize opportunities for amplified market influence.
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COST EFFECTIVENESS AND EVALUATION ADVISORY COMMITTEE (CEAC) 
 Advise NEEA’s Executive Director on methods, data sources and inputs for use in NEEA’s cost-benefit

analysis and energy savings reporting.

 Advise NEEA’s Executive Director on market research and evaluation methodologies.

REGIONAL EMERGING TECHNOLOGY ADVISORY COMMITTEE (RETAC) 
 Advise NEEA’s Executive Director on NEEA’s work toward achieving strategic pipeline goals.

 Track and coordinate the progression of energy efficiency technologies to improve technology readiness
and market adoption in the Northwest.

WORKGROUPS 
 Formed by RPAC 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, the Coordinating Committees, and other advisory
committees or workgroups.

NEEA Leadership Team 

EXECUTIVE DIRECTOR: Susan E. Stratton (planned retirement, January 15, 2023)

NEEA LEADERSHIP TEAM:

• Kyle Burchard, Vice President, Business Administration

• Kelly DuLong, Vice President of People and Culture

• Jeff Harris, Chief Transformation Officer

• Susan Hermenet, Vice President, Analytics, Research and Evaluation

• Becky Walker, Vice President, Market Development and Transformation

• Becca Yates, Vice President, Stakeholder Relations, Corporate Strategy, Communications and
Marketing
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2023 Operations Plan Budget 

TABLE 1 – BUSINESS PLAN YEARS 1-4 (2020-2023) AS A PERCENTAGE OF THE 5-YEAR (2020-
2024) BUSINESS PLAN BUDGET  

BY PRIMARY STRATEGY ($ THOUSANDS) 

Comments: 

 Emerging Technology – Natural gas program funds reallocated to natural gas emerging technology scanning.

 Codes & Standards – Natural gas includes residential new construction activities.

 Market Intelligence – Significant Stock Assessment work scheduled in Business Plan for end of cycle. EULR experienced
COVID-19 delays and will now continue into 2025.

 Allocation of Shared Services – With the exception of EULR, Special Projects were not budgeted in Business Plan. Allocation
of Shared Services reflects additional shared services costs allocated to Special Projects.

4 -  End Use Load Research is a special project, funded and operated separately from activities that are regionally funded in the 
Business Plan 

5 -  Shared Services = Convene and Collaborate and Administration 
6 -  Special Projects not budgeted in the Business Plan, excludes EULR 

Electric Natural Gas EULR4 

Primary Strategies 
Years 
1-4

5-Year
Budget

% of 
5-yr

Years 
1-4

5-Year
Budget

% of 
5-yr

Years 
1-4

5-Year
Budget

% of 
5-yr

Emerging Technology 9,566 14,516 66% 1,958 1,401 140% - - - 

Effective Portfolio 
Execution 

74,149 89,642 83% 8,361 12,001 70% - - - 

Codes & Standards 13,292 16,455 81% 872 363 240% - - - 

Market Intelligence 5,122 8,378 61% 488 1,186 41% 6,014 8,956 67% 

Convene & Collaborate 7,700 9,740 79% 0 0 N/ A - - - 

Admin 21,858 24,871 88% 0 300 0% - - - 

Allocation of Shared 
Services5 

(4,715) (4,252) 111% 3,136 3,677 85% 522 575 91% 

Total Activities 126,972 159,350 80% 14,815 18,928 78% 6,536 9,531 69% 

Special Projects6 9,468 0 N/ A 227 0 N/ A - - - 

TOTAL 136,440 159,350 N/ A 15,042 18,928 N/ A 6,536 9,531 69% 
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TABLE 2 – 2023 OPERATIONS PLAN BUDGET BY FUNCTIONAL EXPENSES ($ THOUSANDS) 

Variance drivers: 
 Salaries and Benefits – Inflationary pressures affecting wages and benefits. Additionally, 2022 saw higher than average

turnover and vacancy, which is not expected to continue into 2023
 Professional Services – Year over year increase due to IT security consultant, CRM (salesforce) support, Business Planning

support
 Equipment and Software – Investment in Salesforce reflected for 2023. Laptop refresh delayed in 2022 due to supply chain

issues
 Depreciation – Reflects capitalized costs of Salesforce build, setup, and implementation
 Travel and Professional Development – Spending was lower in the first half of 2022 due to the pandemic; 2023 budget

assumes return to normal conditions and historical inflation, which have increased travel costs.
 Corporate Communications – Team resources partially directed towards Cycle 7 planning in 2022, 2023 represents a return

to typical resourcing levels, with some additions to support for hybrid events.
 Allocation of Shared Services – 2023 reflects reduced Special Projects work in Operations Plan compared to 2022.

7 -  End Use Load Research is a special project, funded and operated separately from activities that are regionally funded in the 
Business Plan. 

8 - Shared Services = Convene and Collaborate and Administration; negative total reflects allocation of costs to Special Projects 

Electric 
($) 

Natural 
Gas ($) 

EULR7 
($) 

Total 2023 
Budget ($) 

2022 
Forecast % Change 

Salary & Benefits 13,514 1,092 310 14,916 13,675 9% 

G&A 

Professional Services 1,018 9 - 1,027 864 19% 

Equipment & Software 767 - - 767 513 50% 

Travel & Professional 
Development 

587 42 12 641 432 48% 

Corporate Communications 259 - - 259 184 41% 

Depreciation 445 - - 445 356 25% 

Facilities & Other 1,024 13 - 1,037 968 7% 

Allocation of Shared 
Services8 

(1,110) 900 120 (90) (446) (80%) 

Sub-Total G&A 2,990 964 132 4,086 2,871 42% 

Programs/ Projects 16,656 2,038 706 19,400 23,038 (16%) 

Total Expenses 33,160 4,094 1,148 38,402 39,584 (3%) 

Special Projects 700 700 3,489 N/A 

Total Activities 33,860 4,094 1,148 39,102 43,073 N/A 
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TABLE 3 – 2023 OPERATIONS PLAN BUDGET BY PRIMARY STRATEGY ($ THOUSANDS) 

Primary Strategy Expense Type 
Electric 

($) 
% Total 
Electric 

Natural 
Gas ($) 

% Total 
Natural 

Gas 

EULR 
($) 

% Total 
EULR 

Emerging Technology 
(ET) 

Labor & G&A 1,284 4% 31 1% - - 
Direct 1,266 4% 499 12% - - 

TOTAL ET 2,550 8% 530 13% 
Portfolio Execution 
(PE) 

Labor & G&A 
6,115 18% 1,064 26% - - 

 Building Envelope Direct 348 1% 147 4% - - 
 Consumer Products Direct 2,926 9% - - 

 HVAC Direct 1,580 5% 541 13% - - 
 Lighting Direct 1,702 5% - - - - 

 Motor-Driven 
Products 

Direct 
1,867 6% - - - - 

 New Construction Direct 90 0% - - - - 
 Water Heating Direct 2,381 7% 408 10% - - 
 Infrastructure Direct 860 3% - - - - 

 LTMT Direct 65 0% - - - - 
Sub-total 

Direct 
11,819 36% 1,096 27% - - 

TOTAL PE 17,934 54% 2,160 53% - - 

Codes & Standards 
(C&S) 

Labor & G&A 948 3% 61 1% - - 
Direct 2,678 8% 330 8% - - 

TOTAL C&S 3,626 11% 391 9% - - 

Market Intelligence 
(MI) 

Labor & G&A 571 2% - - 322 28% 
Direct 894 3% 113 3% 706 62% 

TOTAL MI 1,465 5% 113 3% 1,028 90% 

Convene & Collaborate 
(C&C) 

Labor & G&A 2,113 6% - - - - 
Direct 259 1% - - - - 

TOTAL C&C 2,372 7% - - - - 

Admin 
Labor & G&A 3,333 10% - - - - 
Direct 2,990 9% - - - - 

Allocation of Shared 
Services 

(1,110) (3%) 900 22% 120 10% 

TOTAL ADMIN 5,213 16% 900 22% 120 10% 
Total 33,160 100% 4,094 100% 1,148 100% 
Special Projects Labor & G&A 390 - - - - - 

Direct 310 - - - - - 
TOTAL SPECIAL 700 - - - - - 

Total By Business Unit including Special 
Projects 

33,860 4,094 1,148 

Electric 33,860 
Natural Gas 4,094 
EULR 1,148 

Total All Activities 39,102 



30  | 2023 Operations Plan 

TABLE 4 – 2023 EFFECTIVE PORTFOLIO EXECUTION BUDGET VS. 2022 FORECAST 
DIRECT EXPENSES BY PRODUCT GROUP ($ THOUSANDS) 

See Appendix A for program-specific budget drivers. Major variance drivers are: 

 Consumer Products: ($393K) Product-specific strategy changes/ incentive decreases in RPP program.
 Motor-Driven Products: +$687K First full year of program development for Efficient Fans, potential development of new

program concept for Power Drive Systems.
 Water Heating: ($1,104K) Shifting HPWH program market interventions to focus on installer education & training; significant

reduction in distributor incentives, as strategy is shifting from per unit incentives to quarterly data stipends; cost savings
realized through in-house analysis of data.

 HVAC: +$199K Increased market engagement with transition of High-Performance HVAC program to Market Development.
 Long-term Monitoring: ($102K) 2023 Activities captured within product group budgets

Product 
Group Program/ Initiative 

Electric ($) Natural Gas ($) 
2022 

Forecast 
2023 

Budget 
Net 

Change ($) 
2022 

Forecast 
2023 

Budget 
Net 

Change ($) 

Building 
Envelope 

Building Envelope Strategy 50 50 0 0 0 0 
High-Performance Windows 195 298 103 97 147 50 
Window Attachments 209 0 (209) 0 0 0 

Total Building Envelope 454 348 (106) 97 147 50 

Consumer 
Products 

Consumer Products Strategy 0 0 0 0 0 0 
Retail Product Portfolio 3,319 2,926 (393) 0 0 0 

Total Consumer Products 3,319 2,926 (393) 0 0 0 

HVAC 

HVAC Strategy 265 253 (12) 69 92 23 
Ductless Heat Pumps 90 65 (25) 
Efficient Rooftop Units 0 0 0 450 449 (1) 
High-Performance HVAC 745 1,010 265 0 0 0 
Variable Speed Heat Pumps 371 317 (54) 0 0 0 

Total HVAC 1,471 1,645 174 519 541 22 

Lighting 
Lighting Strategy 359 325 (34) 0 0 0 
Luminaire Level Lighting 1,369 1,377 8 0 0 0 

Total Lighting 1,728 1,702 (26) 0 0 0 

Motor-Driven 
Products 

Motor Products Strategy 80 65 (15) 0 0 0 
XMP – Pumps 1,040 1,167 127 0 0 0 
Efficient Fans 60 385 325 0 0 0 
New Initiatives 0 250 250 0 0 0 
Total Motor-Driven Products 1,180 1,867 687 0 0 0 

New 
Construction 

Manufactured Homes 74 90 16 0 0 0 
Total New Construction 74 90 16 0 0 0 

Water 
Heating 

Efficient Gas Water Heaters 0 0 0 425 408 (17) 
Heat Pump Water Heaters 3,468 2,381 (1,087) 0 0 0 

Total Water Heating 3,468 2,381 (1,087) 425 408 (17) 

Infrastructure 
BetterBricks 407 460 53 0 0 0 
Integrated Design Labs 400 400 0 0 0 0 

Total Infrastructure 807 860 53 0 0 0 
LTMT Long-Term Monitoring Total 102 0 (102) 0 0 0 

Total 12,603 11,819 (784) 1,041 1,096 55 
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TABLE 5 – 2023 ELECTRIC EFFECTIVE PORTFOLIO EXECUTION BUDGET -DIRECT 
EXPENSES BY PRODUCT GROUP AND ACTIVITY ($ THOUSANDS)  

Building 
Envelope 

Consumer 
Products HVAC Lighting 

Motor-
Driven 

Products 

New 
Constr-
uction 

Water 
Heating 

Infrast-
ructure Total 

Lab & Field 
Testing 528 

Data 
Collection & 
Assessment 

1,159 

Integrated 
Design Labs 

Base Funding 
400 

Mid/ 
Upstream 
Incentives 

3,233 

Market 
Channel 

Development 
1,948 

Market 
Evaluation 823 

Market 
Research 536 

Marketing 960 
Program 

Management 325 

Tech Support/ 
Training 736 

Technical 
Research 1,171 

Total 2023 
Budget 348 2,926 1,645 1,702 1,867 90 2,381 860 11,819 

Lab and Field Testing: In situ and laboratory testing to validate energy 
savings assumptions or product quality  
Data Collection & Assessment: Activities related to the collection, 
analysis, management assessment and reporting of data  
Integrated Design Labs: Accelerating market transformation through 
research, technical assistance and training  
General: Activities that fall outside of identified categories 
Midstream/  Upstream Incentives: Financial incentives to  
manufacturers, distributors and other midstream supply chain 
participants  
Market Channel Development: Activities to develop relationships, 
support and engage with supply-chain market actors  
Market Evaluation: Activities to measure and assess program 
performance, such as Market Progress Evaluation Reports 

Market Research: Activities to increase understanding of markets and 
market barriers  
Marketing: Consumer awareness building, business case 
development, developing marketing resources for partners  
Program Management: Activities related to contractor project 
management, reporting, coordination and evaluation  
Stakeholder Support: Utility coordination and communication 
activities, engagement with national and regional stakeholders  
Technical Support and Training: Lab technical support, technical tool 
development, RTF measure preparation, technical training  
Technical Research: Research to support program development, 
measure development with the RTF, technical roadmaps, codes or 
standards, etc.

ACTIVITY DETAILS ARE CONFIDENTIAL 



TABLE 6 – 2023 NATURAL GAS EFFECTIVE PORTFOLIO EXECUTION BUDGET – DIRECT EXPENSES 
BY PRODUCT GROUP AND ACTIVITY ($ THOUSANDS) 

Building 
Envelope 

Consumer 
Products HVAC Lighting 

Motor-
Driven 

Products 

New 
Constr
uction 

Water 
Heating 

Infrastr
ucture LTMT Total 

Lab & Field 
Testing 368 

Data 
Collection & 
Assessment 

50 

Integrated 
Design Labs 0 

General 3 

Mid/ 
Upstream 
Incentives 

172 

Mkt Channel 
Development 211 

Market 
Evaluation 13 

Market 
Research 60 

Marketing 89 
Program 

Management 50 

Tech Support/ 
Training 65 

Technical 
Research 15 

Total 2023 
Budget 147 0 541 0 0 0 408 0 0 1,096 

Lab and Field Testing: In situ and laboratory testing to validate energy 
savings assumptions or product quality  
Data Collection & Assessment: Activities related to the collection, analysis, 
management assessment and reporting of data  
Integrated Design Labs: Accelerating market transformation through 
research, technical assistance and training 
General: Activities that fall outside of identified categories 
Midstream/ Upstream Incentives: Financial incentives to  
manufacturers, distributors and other midstream supply chain participants  
Market Channel Development: Activities to develop relationships, support 
and engage with supply-chain market actors  
Market Evaluation: Activities to measure and assess program 
performance, such as Market Progress Evaluation Reports 

Market Research: Activities to increase understanding of markets and 
market barriers  
Marketing: Consumer awareness building, business case development, 
developing marketing resources for partners  
Program Management: Activities related to contractor project 
management, reporting, coordination and evaluation  
Stakeholder Support: Utility coordination and communication activities, 
engagement with national and regional stakeholders  
Technical Support and Training: Lab technical support, technical tool 
development, RTF measure preparation, technical training  
Technical Research: Research to support program development, 
measure development with the RTF, technical roadmaps, codes or 
standards, etc.
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ACTIVITY DETAILS ARE CONFIDENTIAL 
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TABLE 7 – 2022 FORECAST VS. 2023 OPERATIONS PLAN BUDGET 
BY FUNCTIONAL EXPENSE ($ THOUSANDS) 

2022 Forecast 2023 Budget Net Change 
Year over 
Year (%) Electric 

Natural 
Gas EULR9 

Special 
Projects Electric 

Natural 
Gas EULR 

Special 
Projects 

Salary & Benefits 12,296 1,084 295 170 13,514 1,092 310 285 10% 
G&A 

Professional Services 858 - 6 - 1,018 9 - - 19% 
Equipment & Software 497 - 16 - 767 - - - 50% 

Travel & Professional 
Development 398 34 - - 587 42 12 - 48% 

Corporate 
Communications 184 - - - 259 - - 6 44% 

Depreciation 356 - - 9 445 - - 9 24% 
Facilities & Other 957 11 - - 1,024 13 - - 7% 

Allocation of Shared 
Services10 (1,478) 885 147 446 (1,110) 900 120 90 

Sub-Total G&A 1,772 930 169 455 2,990 964 132 105 26% 
Programs/ Projects 18,360 2,275 2,403 2,864 16,656 2,038 706 310 -24%

Total Expenses 32,428 4,289 2,867 3,489 33,160 4,094 1,148 700 (9%) 

Net Change (%) Year Over Year 2% (5%) (60%) (80%) 

Variance drivers by Business Unit (see Table 2 variance drivers by functional unit): 

 Electric Business Unit – The 2023 Operations Plan represents a +2% increase year over year, and would result
in use of 80% of the Cycle 6 budget through the 4th year of the cycle

 Natural Gas Business Unit – The 2023 Operations Plan represents a -5% decrease year over year, driven
partially by completion of RBSA in 2022

 End Use Load Research (EULR) – The 2023 Operations Plan represents a -60% year over year decrease as all
home meters will be installed in 2022 and commercial buildings meter installation work expected to be
completed in early 2023.

9 -  End Use Load Research is a Special Project; Special Projects are funded and operated separately from activities that are 
regionally funded in the Business Plan  

10 -  Shared Services = Convene and Collaborate and Administration 
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TABLE 8 – 2022 FORECAST VS. 2023 ELECTRIC EFFECTIVE PORTFOLIO EXECUTION BUDGET  
BY SECTOR ($ THOUSANDS) 

Primary Strategies 
Expense 

Type 
2022 

Forecast 
2023 

Budget 
Net Change 

($) 
Net Change 

(%) 
Effective Portfolio Execution Labor & G&A 5,310 6,115 805 15% 

  Residential Direct 7,427 6,122 (1,392) (19%) 
  Commercial Direct 4,016 4,436 420 10% 
  Industrial & AG Direct 160 397 237 148% 
  Enabling Infrastructure Direct 807 860 53 7% 
  Long-Term Monitoring and 

Tracking  Direct 102 0 (127) (100%) 

Sub-Total Direct Expenses Direct 12,603 11,819 (784) (6%) 

Total 17,913 17,934 21 0% 

TABLE 9 – 2022 FORECAST VS. 2023 NATURAL GAS EFFECTIVE PORTFOLIO EXECUTION BUDGET 
BY SECTOR ($ THOUSANDS) 

Primary Strategies 
Expense 

Type 
2022 

Forecast 
2023 

Budget 
Net Change 

($) 
Net Change 

(%) 
Effective Portfolio Execution Labor & G&A 675 1,064 389 58% 

  Residential Direct 523 555 32 6% 
  Commercial Direct 518 543 25 5% 
  Industrial & AG Direct 0 0 0 0% 
  Enabling Infrastructure Direct 0 0 0 0% 
  Long-Term Monitoring 

and tracking  
Direct 0 0 0 0% 

Sub-Total Direct Expenses Direct 1,041 1,098 57 5% 

Total 1,716 2,162 446 26% 



35  | 2023 Operations Plan 

TABLE 10 – 2023 SPECIAL PROJECTS BUDGET 
BY PROJECT ($ THOUSANDS) 
Please note: Special Projects are funded and operated separately from activities that are regionally funded in 
the Business Plan. Expenses are 100% covered by special funding agreements. Table 10 reflects contracted 
projects at the time of the 2023 Operations Plan. Special Projects are reviewed quarterly by the Board’s Finance 
and Audit Committee.  

Special Project Expense Type Electric Natural 
Gas 

Total ($) 

ComEd RPP 
Labor & G&A 18 0 18 
Direct 0 0 0 

Lloyd Luminaire Level Lighting Controls 
Labor & G&A 9 0 9 
Direct 0 0 0 

Efficiency Exchange Conference 
Labor & G&A 6 0 6 
Direct 100 0 100 

MN CEE Consulting 
Labor & G&A 85 0 85 
Direct 0 0 0 

Partnership for Advanced Windows 
Solutions 

Labor & G&A 86 0 86 
Direct 0 0 0 

Project Salmon11 
Labor & G&A 21 0 21 
Direct 0 0 0 

Strategic Energy Management 
Labor & G&A 166 0 166 
Direct 210 0 210 

Total 701 0 701 

All Special Projects 
Labor & G&A 391 0 391 
Direct 310 0 310 

Comments: 

 Efficiency Exchange - 2023 Efficiency Exchange conference will be a hybrid event. Registration fees will offset 100%
of direct expenses; Labor and G&A will be reviewed at the end of the 5-year Business cycle once total revenue has
been calculated. Estimated Labor and G&A is provided here for visibility and are approximations based on best
available information.

 Strategic Energy Management – SEM Labor and G&A include a $90K allocation for Shared Service.

11Portland General Electric, Energy Trust of Oregon, Northwest Energy Efficiency Alliance, Community Energy Project 

and National Renewable Energy Laboratory have partnered on a Smart Grid Asset Load Management & Optimized 

Neighborhood (SALMON) project in the Overlook and Arbor Lodge neighborhoods of Portland.  
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Appendix A – Program Activities 
Appendix A is organized by Integrated Systems (Building Envelope, HVAC and Lighting Product Groups), New 
Construction and Products (Consumer Products, Motor-Driven Products, and Water Heating Product Groups). Each 
Product Group includes a vision statement, strategic priorities and 2023 focus areas. These are followed by detailed 
program plans, which are tailored according to the Initiative Lifecycle (ILC) phase of that program. Each phase of the ILC 
has a distinct purpose and associated objectives. As programs move through the ILC, goals, objectives and strategies 
evolve. 

Concept Development: The purpose of this phase is to develop a logical Market Transformation (MT) concept for the 
product or practice as well as a reasonable estimate for savings. Given the preliminary nature of this work, staff do not 
typically prepare in-depth annual operations plans for opportunities in Concept Development. 

Program Development: The purpose of this phase is to validate confidence in the product or practice attributes, market 
opportunity, savings potential and mechanism for diffusion. Using these inputs, NEEA staff develop a viable, scalable MT 
program and identify opportunities to accelerate the path to Market Development. In this phase, staff do not yet have 
enough information to develop total regional or co-created savings estimates, so rely on 20-year potential savings to 
estimate program opportunity. 

Market Transformation 

• Market Development: The purpose of this phase is to create lasting market change through direct market
interventions designed to remove barriers, leverage market opportunities and tap influencers and existing
channels for diffusion. Interventions are strategic, planned and adaptively managed as market dynamics
change and more information is gained. During annual planning, NEEA staff look for the most impactful
market levers and activities that could bolster or accelerate the achievement of alliance MT goals.

• Long-Term Monitoring and Tracking: The purpose of this phase is to monitor and track market diffusion
after NEEA has withdrawn active intervention in the market and to estimate and report energy savings
associated with alliance market activities. The budget for this work falls within the Market Intelligence
strategy.

Infrastructure Programs – Infrastructure programs do not directly deliver energy savings but support Product Group 
strategies and/ or multiple programs across the portfolio. During annual planning, NEEA staff identify activities to 
maximize the investment and value for the region from these infrastructure programs.
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INTEGRATED SYSTEMS 
The Integrated Systems portfolio includes Building Envelope, HVAC, and Lighting Product Groups. These Product Groups 
are managed together to address intersecting technology and market opportunities. 

Product Group: Building Envelope 
The Building Envelope Product Group includes the supply chain that manufactures, distributes, and sells the physical 
separator between the interior and exterior of a building, which includes walls, fenestration and roofs and the end 
consumers who purchase them. There is currently one program in the Building Envelope Product Group, High-
Performance Windows (HPW).  

In 2023, Window Attachments, formerly part of this product group, is  discontinuing as a stand-alone Market 
Transformation program. The primary reasons for this include: program challenges with replicable measurability, the 
longer ramp of the market opportunity and inherent complexity of integration of envelope retrofits with other building 
upgrades, and portfolio prioritization and resourcing for the remainder of NEEA’s current business cycle. NEEA will 
continue to explore MT opportunities for commercial secondary windows, especially as the product is likely more suited 
as a key tool for a whole building approach.  Additionally, NEEA will continue key market relationships and activities 
under the Building Envelope product group work, as noted below.       

Table 1 – Product Group Overview 
Product Group 
Vision (10-year) 

Advanced building envelopes become standard practice as a key enabling strategy to reach new 
and existing building efficiency targets. 

Strategic Priorities 
(3 to 5-year horizon) 

Market insight and engagement, policy influence: 
• Continue to focus NEEA’s Building Envelope Product Group strategy and associated

investments on fenestration products as the primary MT opportunity.
• Accelerate adoption of residential HPW by leveraging the new ENERGY STAR® version 7.0

windows specification, stimulating demand via regional production builders, and driving
manufacturers to increase Northwest production.

Partnerships and collaboration: 
• Engage in national partnerships to build alignment and market momentum in both window

attachment and primary window markets.
• Leverage the Department of Energy’s (DOE) investment and focus on the Partnership for

Advanced Window Solutions (PAWS) national collaborative and emerging policies for deep
energy retrofits of existing commercial buildings to increase market demand for high-
performance fenestration products.

• Raise awareness of the important role building envelope measures play in reaching
aggressive whole building energy reduction targets for both residential and commercial
new and retrofit applications.

Emerging technology: 
• Assess viability of additional building envelope measures beyond fenestration through

product scanning.
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Table 1 – Product Group Overview (cont.) 

2023 Focus Areas • High-Performance Windows (HPW): Advance the HPW program to Market Development
phase and build momentum for the new ENERGY STAR version 7.0 windows specification by
encouraging Northwest production builders to demand HPW. In parallel, work with leading
window manufacturers to increase Northwest product availability at reduced costs.

• ENERGY STAR Specification engagement: Work with ENERGY STAR and other national
partners to help prepare the Northwest windows market for the release of the 7.0
specification which will go into effect in late 2023.

• Window Attachments: Discontinue the Window Attachments program as a stand-alone
NEEA MT program. Support critical relationships and the transition of program assets to the
market through the Building Envelope Product Group strategy. As an established
certification body for window attachment products, continue modest support for the
Attachments Energy Rating Council (AERC). Package existing resources and disseminate
through AERC, Northwest utility programs, and the PAWS national collaborative.

• Codes and standards: Lead the PAWS collaborative’s Codes and Standards Workgroup to
provide greater influence as codes improve nationally.

• Research and data: Complete HPW cost study and begin data collection for HPW program
via national partnerships with ENERGY STAR, the Fenestration and Glazing Industry Alliance
(FSGI) and/ or individual manufacturer engagement.

• Emerging technologies: Research additional high-performance window and envelope
emerging strategies, including dynamic windows and vacuum insulated panels.

Product Group 
Leverage 
Opportunities 

• Leverage the BetterBuiltNW platform to reach new construction market professionals.
• Continue coordinating with NEEA’s Codes and Standards team around field work with

production and above-code builders.
• Continue supporting Codes and Standards team to influence windows code and code

options.
• Explore collaboration with the Retail Products Portfolio (RPP) Program as a possible channel

to build market demand for HPW once the new ENERGY STAR specification goes into effect.
• Leverage Residential Building Stock Assessment (RBSA) research to better understand

window conditions of Northwest residential building stock.
• Leverage whole building policies/ regulations, programs, national partnerships and the

PAWS collaborative to ensure building owners value and demand commercial secondary
windows as a key strategy to reach whole building targets.

• Use the BetterBricks platform and market partners to reach market leaders to adopt
commercial secondary windows as a key energy efficiency strategy, especially in
Washington.
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Dual-Fuel Program: High-Performance Windows (Building Envelope Product Group) 
Lifecycle Phase: Program Development 

Executive Summary – The High-Performance Windows (HPW) Program aims to accelerate the adoption of high-
performing windows that reach 0.22 U value, or lower, influencing leading manufacturers to scale 
production and advancing the ENERGY STAR criteria. Technological advances in thin glass production, a pending update 
to the ENERGY STAR specification, and additional builder and policy drivers are providing leverage points to help NEEA 
accelerate the market. In addition, there is national interest in this product. The PAWS collaborative was launched in 
2021 and has established several Work Groups to align efforts around HPW market adoption and utility program 
development across the U.S., which enables NEEA to send a larger demand signal to manufacturers and build the 
business case for scaled production. Given these market dynamics, the HPW Program is working towards a transition to 
Market Development in late 2023/ early 2024; staff are focused on finalizing program logic and strategy and ramping up 
market engagement activities that will continue in Market Development.  

Table 1 – Program Overview 
Market 
Transformation 
Theory 

The overall Market Transformation theory focuses first on stimulating national builder and 
consumer demand for HPWs, which will motivate manufacturers to then meet that demand 
with scaled production and subsequent price declines. In addition, pushing the ENERGY STAR 
specification to HPW performance levels will serve as the longer-term diffusion mechanism 
to reach the large existing home and multi-family window replacement market. Over time, 
the program will push for HPW performance levels to be included in building codes with the 
long-term goal of over 50% of windows sold in the Northwest at 0.22 U value or less. 

Program Status The program is in Program Development and is expected to advance to Market Development 
in late 2023 to early 2024. 

Path to Market 
Development 

• Use results from the Northwest Windows Market Characterization Study (completed in
2022) to refine savings potential and cost effectiveness estimates for the region.

• Work with HPW manufacturers to characterize current availability of HPW in the
Northwest and understand strategies for scaling future supply to meet growing demand.

• Test production builder acceptance of HPW as a drop-in replacement for standard double-
paned windows in new homes.

• Engage in the ENERGY STAR specification update process to push for changes on path to
HPW performance levels (0.22 U value or less).

• Engage national partners through the PAWS collaborative to aggregate demand for HPW.
Key Accomplishments 
to Date 

• Refined barriers and opportunities in the new construction market; builders are testing
HPWHs in new homes in the Northwest.

• Established relationships with key Northwest window manufacturers. Confirmed product
availability in the Northwest and learned about manufacturer drivers to scale production
of HPW.

• Influenced and supported the ENERGY STAR version 7.0 criteria update, which will lower
the northern climate zone specification from U value 0.27 to U value 0.22 and is expected
to go into effect in late 2023.
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Engage with builders in a 
pilot to increase their use of 
HPW as a standard offering 
in new homes. 

• Continue to engage Phase 1 builders
enrolled in the pilot to track use of
HPW as a standard offering over time.

• Continue to engage and incentivize
Phase 2 builders to purchase and install
HPW in new developments by the end
of 2023; consult on their use of HPW
beyond the pilot.

• Develop a comprehensive engagement
plan for national builders active in the
Northwest.

• Facilitate HPW manufacturer-supplier-
builder relationships; engage at least
two manufacturers to supply one to
two production builders.

 Three builders
grow their use
of HPW as
standard
offering in new
homes in the
Northwest by
Q4

 Two builders
grow their use
of HPW as
standard
offering in new
homes in the
Northwest by
Q4

Table 2 – Benefit & Value 
Benefit/ Cost Ratio on 20-
Year Savings Forecast 

TBD – This program is in early development. 

Energy Savings Forecast 
Total Regional Co-Created 

2020-2024 Estimate Electric:  < 0.1 aMW of heating and cooling 
savings 
Natural Gas:  5,000 – 14,000 Therms of 
heating savings 

Electric:  < 0.1 aMW of heating and cooling 
savings 
Natural Gas:  3,000 – 10,000 Therms of 
heating savings 

2020-2029 Estimate Electric:  0.9 – 3.5 aMW 
Natural Gas:  210,000 – 2,741,000 Therms 
of heating savings  

Electric:  0.7 – 2.5 aMW 
Natural Gas:  147,000 – 1,919,000 Therms 
of heating savings 

Additional Value Delivery Increased occupant comfort (thermal and acoustics). 

Reduced energy burden on disadvantaged communities. 

Simplified tool for builders to reach above-code new construction program 
requirements. 
Reduced peak heating and cooling loads, allowing installation of a smaller heating  and 
cooling system. 

Increased building resiliency and occupant safety in extreme temperature events. 

Longer measure life in comparison to other energy efficiency measures (25-45 years). 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Engage with manufacturers 
to co-create strategies for 
scaling future supply of 
HPW to meet growing 
demand. 

• Complete market research with
manufacturers to further solidify
program logic.

• Complete a segmentation of available
products and increase understanding 
of price points. 

• Continue to work with manufacturers
to understand what constitutes
sufficient demand to signal switching a
line to thin triple window production.

• Continue to learn about manufacturer
product roadmaps; learn about
manufacturers’ plans to meet the new
ENERGY STAR specification.

• Aggregate demand across PAWS
collaborative participants to build a
larger business case for manufacturers
in targeted regions.

 One to two
leading
manufacturers
supplying the
Northwest
develop
roadmap to
scale
production of
HPW by Q2

 One to two
leading
manufacturers
supplying the
Northwest
develop
roadmap to
scale
production of
HPW by Q4

Finalize key intervention 
strategies and transition to 
Market Development. 

• Solidify program logic with defined,
prioritized and phased program
interventions.

• Finalize data collection strategy.

 Program
Advancement
presented to
RPAC and
NGAC by Q4

 Program
Advancement
presented to
RPAC and
NGAC by Q2
2024

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense $292,000 

$195,000 electric 
$97,000 natural gas 

$445,000 
$298,000 electric 
$147,000 natural gas 

Increase in budget to support 
anticipated transition to Market 
Development. 

Key Assumptions Driving 
Budget Estimates 

Program transitions to Market Development in late 2023 to early 2024. 

Builder pilot continues through 2023; incentives spend dependent on builder 
engagement and construction timelines. 

Implementation contractor comes on board mid to late 2023 to lead market 
channel development work in the new construction sector. Timeline dependent on 
program advancement, budget and scope dependent on final program strategy. 

Program will focus on the following activities in early stages of Market 
Development: manufacturer engagement, builder engagement, and marketing 
activities targeting new construction market. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF the program cannot convince 
production builders to commit to 
HPW as a standard offering in a 
portion of new homes… 

THEN this will impact NEEA’s ability 
to demonstrate an early demand 
signal for manufacturers to change 
over or add TTW production lines 
supplying the Northwest. 

• Continue to provide incentives to
volume builders and facilitate
manufacturer engagement to
enable them to purchase HPW and
test use them in new homes with
minimal incremental cost barrier.

• Target green and/ or above-code
builders as early adopters.

• Explore a windows “Buyer’s Club”
for production builders where NEEA
and partners help to aggregate
demand and negotiate special
pricing for home builders to include
HPW.

• Promote HPW as a way to meet
Diversity, Equity and Inclusion (DEI)
and low-income program goals
(utility and other agencies) to
increase demand.

IF the program is not able to 
address the first-cost barrier over 
time… 

THEN the program may not meet 
benefit/ cost thresholds. 

• Informed by Northwest residential
window market characterization
and additional data analysis, update
assumptions in program cost-
benefit analysis, including costs, unit
energy savings, window
replacement rates, and HPW
adoption by fuel type.

• Work with manufacturers to
address cost barrier, aiming to
reduce costs of HPW over time to at
or near price parity with current
double pane products.

Table 4 – Budget (cont.) 
Key Assumptions Driving 
Budget Estimates 

Addditional manufacturer market research needed in 2023, prior to program 
advancement. 

Cost study in 2023 to monitor changes in incremental manufacturing cost and 
inform program cost effectiveness and program strategies. 

Both electric and natural gas portfolios continue to co-fund at a split of two thirds 
electric, one third natural gas. 

External funding for PAWS collaborative to enable national coordination of 
programmatic efforts. 
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Table 5 – Risks & Mitigations (cont.) 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 
IF the program is not able to acquire 
granular windows sales data from a 
central source… 

THEN the program will need to use 
more resources to gather data to 
measure impacts and savings. 

• Acquire data from manufacturers
who ship to the Northwest directly,
and/ or explore ways to supplement
a data source with research to
better estimate Northwest sales.



Product Group: HVAC 

44 | 2023 Operations Plan 

Product Group: HVAC 
The HVAC Product Group is comprised of the supply chain that manufactures, distributes, specifies, designs and installs 
commercial and residential HVAC products, as well as the end consumers who purchase them. There are three programs 
currently in the HVAC Product Group: Efficient Rooftop Units (Efficient RTUs), High-Performance HVAC (HP HVAC) and 
Variable Speed Heat Pumps (VSHP). 

1 Compared to average efficiency of new systems installed in 2020. Savings include design and distribution improvements 
and apply to both new construction and retrofit. 
2 Compared with 2020. 

Table 1 – Product Group Overview 

Product Group 
Vision 
(10-year) 

By 2030: 
• Newly installed systems will use an average of 30% less energy1, and
• The region will halt regional HVAC load increases across all residential and commercial

buildings2.

When achieved, NEEA staff estimate the Northwest will save over 400 aMW electric load and 
300 MM Therms of natural gas. 

Strategic Priorities 
(3 to 5-year horizon) 

• Multi-faceted portfolio: Build a portfolio that addresses the significant Market
Transformation opportunities for residential and commercial, both natural gas and electric
technologies and best practices.

• Market insights and knowledge: Inform and accelerate the region’s interventions in
equipment, design and installation efficiency through insights derived from data and
research.

• Partnerships and collaboration: Amplify alliance investments by collaborating internally
and externally, leveraging the incredible momentum around heat pumps, indoor air
quality, and HVAC efficiency in general.

2023 Focus Areas Multi-faceted portfolio: 
• Transition HP HVAC and efficient RTU Programs to Market Development.
• Determine a viable path to advance the VSHP Program to Market Development, or

otherwise define and align with funders on NEEA’s interventions to advance product
efficiency.

• Continue to study and develop natural gas opportunities for HP HVAC and natural gas heat
pumps, as well as dual-fuel (hybrid) opportunities for efficient RTUs and the residential
market.

• Scan for opportunities to 1) democratize access to heat pumps, such as window-mounted
heat pumps and reduced cost installation strategies, 2) support hydronic heating and
cooling in HP HVAC and 3) deliver capacity, carbon and grid flexibility benefits in
combination with HVAC efficiency.

• Develop and implement HVAC codes and standards strategy to prioritize and plan for
codes and standards opportunities within and adjacent to NEEA HVAC programs.
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Table 1 – Product Group Overview (cont.) 
2023 Focus Areas Market insights and knowledge: 

• Collect sufficient HVAC distributor data to build representative model of both commercial
and residential markets.

• Regularly develop HVAC market and product insights based on regional stock, sales and
permit data, in combination with additional data sets. Share relevant, targeted insights
with program teams, funders, and market partners.

Partnerships and collaboration: 
• Develop trusted partnerships and ensure engagements are coordinated and as consistent

as possible across programs, especially those that reach similar markets such as efficient
RTUs and HP HVAC.

• Amplify the alliance’s influence and benefit from others’ investments by being a regional
conduit to national activity, such as federal and extra-regional state investments in building
training and developing education and awareness materials related to Northwest HVAC
programs.

Product Group 
Leverage 
Opportunities 

• Continue to use HVAC Sales Data to inform and evaluate all three HVAC programs, along
with the Ductless Heat Pump MPERs, codes and standards work, Natural Gas Heat Pump/
Combi development and product group strategy development. Already, coordinated
relationships across all these efforts inform and strengthen the alliance’s MT work and the
breadth of data collection—NEEA doubled regional HVAC data collection participants from
seven to 14 distributors since 2019, resulting in a more representative, reliable dataset.

• Pursue cross-program operational efficiencies such as:
o Coordinate relationships development and market outreach across programs and in

partnership with BetterBricks,
o Combine evaluation of similar market progress indicators across HVAC programs, and
o Leverage work and relationships across programs, including water heating and VSHP

program activities informing natural gas heat pump/ combi and dual-fuel product
work.

• Partner with Codes and Standards team to track and respond to anticipated federal action
for testing and/ or standards for efficient RTUs, VSHPs, Computer Room AC and other
relevant federal opportunities that arise.
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Natural Gas Program: Efficient Rooftop Units (HVAC Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The Efficient Rooftop Unit (Efficient RTU) Program aims to increase the efficiency of rooftop
units through product differentiation and ultimately, federal standards. Modeling completed in 2020 confirmed 
condensing burner efficiency and identified several other lower cost efficiency measures that could offer significant 
efficiency gains. Based on this research, the program transitioned and expanded from the Condensing RTU Program to 
the Efficient RTU Program in 2021. In 2022, the program focused on activities to build confidence in its MT strategy, its 
ability to measure market adoption and savings, and increasing the availability of qualifying products to support the 
transition through Program Advancement into the natural gas portfolio. In 2023, the program expects to begin Market 
Development and focus on:  

• Finalizing specification, refining the qualified product list (QPL), and appointing a partner/ owner to oversee
both,

• Engaging with manufacturers to develop and promote efficient RTUs for the commercial market, and
• Creating awareness and support of efficient RTUs from market actors and utilities across the U.S. and Canada.

Table 1 – Program Overview 

Market 
Transformation 
Theory 

The current federal standard that relates to commercial RTUs does not require condensing 
furnaces, heat recovery, or address shell losses at all. Each of these features deliver 10–40% 
natural gas savings beyond today’s minimum efficiency RTUs. Today these features are 
typically only available in customized, premium RTUs, which make up a very small portion of 
this highly commoditized, cost-competitive market, but widespread market adoption of these 
efficient features could generate annual savings of three to ten MM Therms by 2039. 

NEEA proposes transforming the Northwest market to efficient RTUs by: 
• Working with manufacturers to address equipment availability and first cost market

barriers by producing an increasing variety and volume of light commercial efficient RTUs,
including lower price point models.

• Increasing awareness of efficient RTUs and their value proposition among distributors,
manufacturer representatives, contractors, and facility managers.

• Differentiating more and less efficient units by developing a voluntary specification and
Qualified Products List.

• Leveraging state and federal codes, as well as voluntary and federal standards, to
increasingly require efficient RTU efficiency measures.

Ultimately, the Efficient RTU Program will provide evidence needed to support a federal 
standard by 2030 that requires at least 20% more efficient RTUs than the 2020 market 
average. 

Program Status The program expects to transition into Market Development in Q4 2022. 
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Table 2 – Benefit & Value 

Table 1 – Program Overview (cont.) 
Current Market 
Barriers & 
Opportunities 

Barriers 
• Differentiation: The market is unable to differentiate efficient RTUs that have superior

whole box efficiency.
• Availability: Limited Tier 1 product availability for light commercial replacement market.
• First cost: Insufficient value proposition to overcome higher first cost (equipment and

install) and risk aversion for manufacturers, contractors, customers.
• Market awareness: Lack of awareness of products/ features that deliver heating

efficiency.
• Contractor capacity: Lack of contractor knowledge and experience specifying and

installing condensing RTUs and heat/ energy recovery.

Opportunities 
• Codes: Opportunity to require specification and/ or Canadian Standards Association (CSA)

P.8 test procedure in future codes and standards.
• North American alignment: Customer and utility interest in improved energy and carbon

efficiency in the US and Canada.

Key 
Accomplishments to 
Date 

• Developed a new test procedure, CSA P.8, that captures and values efficiency measures
beyond burner efficiency, paving the way for efficient RTUs.

• Lab tested three representative units to verify updated P.8 test procedure.
• Completed one field test with a second underway utilizing lab tested units.
• Developed and refined specification based on manufacturer feedback and energy

modeling results.

Benefit/ Cost Ratio on 20-
Year Savings Forecast 

The benefit/ cost ratio for efficient RTU measures is 1.0; this result is preliminary and 
currently under review. 

Energy Savings Forecast Total Regional Co-Created 

2020-2024 Estimate 0.05 – .14 MM Therms 0 – 0.07 MM Therms 

2020-2029 Estimate 0.15 – 1.45 MM Therms 0.06 – 1.33 MM Therms 

Additional Value Delivery Funder support: Developing a specification and increasing availability of efficient RTUs 
will provide funders with customer and/ or trade ally engagement opportunities 
including trainings, pilots, and incentive program development/ enhancement. 

Maximize efficiencies: Coordinate with other alliance programs, in particular the HP 
HVAC Program that promotes a very high efficiency dedicated outdoor air system (VHE 
DOAS) for electrically heated commercial buildings. 
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Table 3 – Goals & Objectives 

2023 Goals Critical Activities Target Threshold 
Finalize specification and 
refine QPL; identify 
partner/ owner of 
specification and QPL. 

Barriers: 
• Differentiation
• Awareness

• Finalize specification for performance
path thresholds.

• Identify qualified products and create
QPL.

• Identify a partner/ owner to host and
maintain the specifcation and associated
QPL as a voluntary specification
independent of NEEA.

 Partner
identified by
Q1

 Partner
identified by
Q3

 Partner
identified by
Q3

 Partner
identified by
Q4

Encourage manufacturers 
in developing and 
promoting efficient RTUs 
for the light commercial 
market. 

Barriers: 
• Availability
• Awareness
• First cost

• Engage with major manufacturers to
expand availability of Tier 1 products that
serve the light commercial replacement/
maintaince market.

• Partner with manufacturers to identify
value proposition and effective path to
introducing Tier 1 units for the light
commercial market.

• Work with manufacturers to share RTU
data and commit to longer-term data
sharing agreements.

 Agreement
from two
manufacturers
to produce and
offer light
commercial
units by Q2

 Agreement
from one
manufacturer
to produce
and offer light
commercial
units by Q4

Create awareness of and 
support for efficient RTUs 
from market actors 
(manufacturer reps, 
distributors, contractors) 
and utilities across the 
U.S. and Canada. 

Barriers: 
• Awareness
• First cost

• Refine value proposition for targeted
market actors.

• Continue refinement of voluntary
specification as a tool for market
adoption.

• Collaborate and coordinate with key
stakeholders (utilities/ partner
organizations such as Northeast Energy
Efficiency Partnerships, or NEEP, and
Minnesota Center for Energy and
Environment, or MN CEE) on
specification/ QPL and investment in
program efforts.

• Partner with distributors to increase
regional availability of efficient RTUs.

• Demonstrate benefits of using NEEA’s
BetterBricks platform and other industry/
trade organizations as a vehicle, as well
as through stakeholder partnerships.

 Three partners
reference
efficient RTU
specification
by Q4

 One partner
references
efficient RTU
specification
by Q4

Improve cost data, 
increase understanding of 
costs of Efficient RTUs. 

Barriers: 
• First cost

• Work with distributors and manufacturer
representitivies to gather incremental
pricing.

 Acquire data
by Q3

 Acquire data
by Q4
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF major manufacturers do not offer 
prescriptive path Tier 1 efficient RTUs 
as baseline products or as a standard 
option… 

THEN the alliance’s target market 
will be narrower, which could result 
in lower savings, lower interest from 
market actors and increased reliance 
on the performance path. 

• Engage manufacturers early to
help define and develop
intervention strategies.

IF the voluntary specification is not 
adopted by the manufacturers… 

THEN the program may need to 
delay market interventions. 

• Solicit early and frequent
feedback from manufacturers
and other market actors on
viability of specifications to
change course or halt program if
barriers cannot be overcome.

IF alignment/ support among 
regional and extra-regional utilities 
and efficiency organizations is not 
achieved… 

THEN the program will need 
additional regional resources to 
influence manufacturers and 
standards. 

• Engage frequently with extra-
regional partners to align on
program design.

IF performance path cost data is not 
available and most of the market 
uptake is in performance versus 
prescriptive… 

THEN the alliance will have lower 
certainty of the cost effectiveness of 
Tier 1 and will need to redirect funds 
to find new data and improved 
performance path cost benefit 
understanding. 

• Monitor the effectiveness of data
collection activities throughout
the year. Work with internal and
external partners to identify
additional data sources and
methods. Estimate costs of
additional data collection and
plan budgets accordingly.

• Build trust among manufacturers
and other market actors to
support sharing credible
incremental cost data.

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense $450,000 $449,000 N/A 

Key Assumptions Driving Budget 
Estimates 

Same budget as 2022 with no co-funding from extra-regional partners. 

Key intervention strategies are still being solidified, and budget is estimated 
based on timeframe and early thinking on possible intervention strategies. 
Market Progress Evaluation Report (MPER) 1 will kickoff in mid-2023. 
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Table 5 – Risks & Mitigations (cont.) 

Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 
IF at least a 50% of RTU sales in the 
annual HVAC product group data 
collection cannot be acquired… 

THEN efficient RTU savings will not 
be extrapolated to the entire market 
and savings will be underestimated. 

• Continue to build relationships
with manufacturer
representatives to encourage the
sharing of sales data with NEEA.

• Share a compelling value
proposition with manufacturer
representatives that includes
trust in NEEA’s reputation for
secure data storage and
responsible data use. Listen and
respond to input on what value
NEEA can provide to participants
using shared data.



High-Performance HVAC 

51 | 2023 Operations Plan 

Electric Program: High-Performance HVAC (HVAC Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The High-Performance HVAC (HP HVAC) Program aims to transform the commercial HVAC
market in the Northwest by accelerating the adoption of Very High Efficiency Dedicated Outside Air Systems (VHE 
DOAS), which separate the heating and cooling from the ventilation, allowing for optimal functionality of these system 
components. When compared to a code-minimum system replacement, this VHE DOAS approach has been 
demonstrated to reduce commercial building energy use by an average of 48%, and HVAC energy use by an average of 
69%, compared to conventional HVAC systems.3 Since program work on this system approach began in 2015, NEEA has 
conducted extensive technical and market research to inform product definition, address lack of availability of energy/ 
heat recovery ventilation (E/ HRV) systems, and better characterize and understand the market to help shape program 
interventions. NEEA’s analysis of this data has been instrumental in influencing the inclusion of VHE DOAS in some state 
and local codes, ultimately helping raise the floor on HVAC system efficiency and performance. The alliance’s efforts 
have dovetailed with growing market and policy trends, including the rise of variable refrigerant flow (VRF), 
decarbonization, and the recent rise in attention to indoor air quality (IAQ). The program is transitioning to Market 
Development in late 2022 and will focus on the following key goals in 2023:   

• Educate and motivate early adopter manufacturers’ reps/ distributors to promote the system approach,
• Raise supply chain and end-user awareness of the system approach, and its significant cost savings and non-

energy benefits,
• Increase the availability of qualifying E/ HRVs, and
• Provide market data and evidence to influence the advancement of local, state and federal codes.

3 Code-minimum equipment, based on pilot and technical support projects, is often a packaged rooftop unit (RTU). 

Table 1 – Program Overview 
Market Transformation 
Theory 

Despite rising popularity of VRF systems, adoption of very high efficiency E/ HRVs has been 
limited due to relatively high prices and lack of awareness of the products, design 
principles, and value proposition. Also, system designers and contractors are reluctant to 
implement many of the design practices because they are not as familiar and 
straightforward as today’s common practice of employing packaged roof top units. Further, 
very high efficiency E/ HRV availability remains a barrier as most major manufacturers do 
not yet have products of this caliber and there are still limited capacities available. 

NEEA will work to achieve sustained market change by 1) educating and motivating 
manufacturers’ reps/ distributors to promote the system approach, fostering them as 
champions and leveraging them to help gain market acceptance; 2) raising awareness 
among others in the supply chain, as well as key commercial building end-user influencers 
and decision-makers; 3) working with manufacturers and suppliers to encourage more 
qualifying E/ HRV products in a wider range of capacities and price points, and 4) providing 
market data and evidence to influence local, state and federal codes. 
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Table 1 – Program Overview (cont.) 
Market Transformation 
Theory 

As a result, by 2035, the commercial energy code in each Northwest state will require the 
VHE DOAS approach or equivalent efficiency. This exceeds the 2014 minimum commercial 
energy code in each of those states by at least 45% of average HVAC energy savings. 

Program Status The program advanced to Market Development in Q3 2022. 

Current Market Barriers 
& Opportunities 

Barriers: 
• High first cost: E/ HRVs of this caliber are premium products with high first costs

attached.
• Limited availability: While product availability has grown since 2015, more growth is

needed in terms of price points and capacities of compliant E/ HRVs.
• Complexity of system, design process and decision-making: The system approach is

more complex than the standard packaged RTU. Further, there are multiple
influencers on decision-making within both the supply chain and commercial
building end-users.

• Lack of awareness of VHE DOAS and its value proposition: The supply chain, as well
as end-users, are unaware of and do not see the value proposition for the system
approach.

Opportunities: 
• Codes: NEEA will continue to provide market data and evidence to influence local,

state and federal codes, supporting integration of the VHE DOAS approach and/ or
its elements over successive code cycles.

• High demand for non-energy benefits: The pandemic and an increase in wildfire
smoke throughout the region have both increased attention to indoor air quality
and decarbonization present a timely window to drive adoption of this system
approach.

Key Accomplishments 
to Date 

• Assisted first manufacturer with compliant HRV/ ERV products to North America in
2015; expanded the number of manufacturers with compliant E/ HRVs from one to five
and grew the product list from five to over sixty compliant models.

• Conducted extensive market research, including a market characterization, specifier
interviews and focus groups and end-user decision-making, that informed priority
leverage points, helped defined and refine target audiences, and determined key
messaging and value propositions.

• Provided evidence to influence inclusion of high-performance path incrementally closer
to the system approach in 2015 and 2018 Washington State Energy Code (WSEC).

• Conducted technical analyses to refine the product definition, culminating in a report
on energy use and cost analysis that included over five thousand permutations of VHE
DOAS system configurations. These analyses informed updates to the product
definition made in early 2022.

Table 2 – Benefit & Value 
Benefit/ Cost Ratio on 
20-Year Savings Forecast

1.4 

Energy Savings Forecast Total Regional Co-Created 
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Educate and motivate 
early adopter 
manufacturers’ reps/ 
distributors to promote 
the system approach. 

Barriers: 
• Lack of awareness

of VHE DOAS and
its value
proposition

• Complexity of
system, design
process and
decision making

• Engage key influencers to increase their
acceptance of system approach via energy
and non-energy value propositions.

• Foster champions to influence designer,
architect and installer channel partners.

• Provide market channel support to
participating manufacturers’ reps/
distributors on marketing, education and
training opportunities.

• Provide early-stage incentives to help buy
down risk and attract champions.

 Six agreements
in place with
manufacturers’
rep/ distributor
of compliant E/
HRVs by Q2
2023

 Five agreements
in place with
manufacturers’
rep/ distributor
of compliant E/
HRVs by Q2
2023

Table 2 – Benefit & Value (cont.) 

2020-2024 Estimate 0 – 0.5 aMW 0 – 0.5 aMW 

2020-2029 Estimate 1 – 4 aMW 1 – 3 aMW 

Additional Value 
Delivery 

Maximize efficiencies: Coordinate with other alliance programs – specifically Efficient 
RTUs, BetterBricks and Extended Motor Products – to leverage existing work, collaborate, 
share market knowledge and relationships, and maximize data access. 
Research, data and tools: Generate or partner to advance HVAC market intelligence and 
technical analysis to help inform NEEA and funder activities and program design. 
Enable progress toward policy goals: Help utilities/ cities/ states meet goals related to 
deep energy efficiency targets and carbon reduction. 

Peak reduction: This program contributes to both winter and summer peak load reduction. 

Funder support: Provide technical and market research to help inform utility incentive 
development (where applicable), leverageable program materials and engagement 
opportunities. 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Raise supply chain and 
end-user awareness of 
the system approach, 
and its significant cost 
savings and non-
energy benefits 

Barrier: 
• Lack of awareness

of VHE DOAS and
its value
proposition

• Demonstrate benefits using NEEA’s
BetterBricks platform and other industry
and trade organizations as a vehicle, as well
as through partnership with alliance
stakeholders.

• Educate other members of the supply chain
beyond manufacturers’ reps/ distributors,
specifically early adopter designer
engineers with secondary outreach to
architects and contractors.

• Increase awareness through partnerships
with trusted advisors to key commercial
building end-user influencers and decision-
makers, specifically within schools, office
and government buildings.

 Eight featured
events in
collaboration
with alliance
partners, key
industry and/
or
professional/
trade
organizations
by Q4

 Six featured
events in
collaboration
with alliance
partners, key
industry and/ or
professional/
trade
organizations by
Q4

Increase availability of 
qualifying E/ HRVs 

Barriers: 
• Lack availability of

E/ HRVs
• High for cost of E/

HRVs

• Encourage priority manufacturers and
suppliers to offer more qualifying E/ HRV
products in a wider range of capacities and
price points and make them more broadly
available. Explore opportunities to assist
including, but not limited to:
o Continuing to support E/ HRV testing

(e.g., AHRI, Passive House
International or alternative) to grow
list of compliant products, and

o Supporting manufacturer stress-
testing to determine if less-costly
component alternatives could be an
option.

 At least two
new capacities,
two new price
points or two
new
manufacturers
with eligible
equipment by
Q4

 At least one
new capacity,
one new price
point or one
new
manufacturer
with eligible
equipment by
Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense 

$745,000 $1,010,000 

Increased budget to support program transition to 
market development, specifically early-stage 
incentives for manufacturers’ reps/ distributors and 
additional outreach materials and activities. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 

Goals Potential Impacts Mitigation/ Contingency Plan 

IF there are significant delays 
in contracting with 
manufacturers’ reps/ 
distributors or HVAC project 
implementation due to supply 
chain shortages or other 
external factors… 

THEN program outcomes 
and learnings to inform 
program refinement will 
be delayed. 

• Work closely with NEEA’s internal contracts team
and manufacturers’ reps/ distributors to expedite
contract review and processing.

• Monthly monitoring of contracting and market
trends that could impact timelines.

IF manufacturers’ reps/ 
distributors submit an 
overwhelming number of 
projects for incentives… 

THEN the program will 
have to re-examine the 
incentive structure and 
requirements. 

• Monitor incentive strategy developed based on
market insight monthly to ensure estimations are as
accurate as possible regarding both number of
projects and incentive amount.

• Manage expectations with manufacturers’ reps/
distributors on incentive fund availability and
ensure contracts include terms that allow NEEA to
manage to available budget.

IF engagement with 
manufacturers’ reps/ 
distributors does not create 
champions for the system 
approach… 

THEN market adoption 
would be delayed. 

• Monitor outputs and short-term market progress
indicators frequently and communicate delays and/
or resistance as soon as identified to ensure the
team is ready to adaptively manage/ pivot as
needed.

• If needed, create back-up plan/ strategy for
secondary market actors to target should
manufacturers’ reps/ distributors engagement
prove unsuccessful and/ or too slow.

Table 4 – Budget (cont.) 
Key Assumptions 
Driving Budget 
Estimates 

Early-stage incentive and market channel program support agreements with five to six 
manufacturers’ reps/ distributors in place by end of Q2 2023. 

The majority of outreach (marketing, education and training) will be implemented through 
relationships with other organizations (e.g., BetterBricks and alliance stakeholders and market 
partners). Minimal budget is allocated to develop additional materials/ tools and conduct limited, 
targeted outreach to key audiences outside of partner outreach scope. 

Maintaining existing level of manufacturer outreach. 

Funding for initial preparation and research to inform upcoming 2024/ 2025 code cycles. 

Low level of lab and technical research to inform standard development for E/ HRV. 

MPER 1 will kick off in mid-2023. 
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Table 5 – Risks & Mitigations (cont.) 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 
IF NEEA does not build and 
maintain alignment with key 
stakeholders regionally, 
nationally and in Canada 
around program approach… 

THEN there is a risk that 
market confusion and 
competing approaches 
will erode the business 
case for the system, 
potentially undermining 
program efforts or 
resulting in a delay in 
market development. 

• Ongoing coordination with alliance stakeholders to:
o Inform their incentive development using NEEA

analysis
o Determine if there is an opportunity for a

coordinated/ layered incentive to push the
market toward the higher efficiency products.

• Continue ongoing engagement with market
partners who are currently working on or have
expressed interest in VHE DOAS (e.g., Institute for
Market Transformation (IMT), NYSERDA, ASHRAE,
etc.) and with utility partners within and outside of
Northwest, providing support to guide, leverage and
bring consistency wherever possible.

IF NEEA cannot collect 
sufficient data on system 
installations… 

THEN gaps will persist in 
the program’s 
understanding of 
adoption of VHE DOAS 
and its elements. 

• Implement plan for collecting market adoption data
via multiple complementary data sources to ensure
comprehensive coverage (e.g., leveraging the CBSA,
ConstructConnect, HVAC suppler data, MPERs, and
permits).

• Build data collection in as a component of any
agreements with manufacturers’ reps/ distributors
and/ or manufacturers.

• Work internally and with alliance stakeholders to
support continuous improvement in data access,
procurement, and quality.
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Electric Program: Variable Speed Heat Pumps (HVAC Product Group) 
Lifecycle Phase: Program Development 

Executive Summary – The Variable Speed Heat Pumps (VSHP) Program aims to improve best practices and
efficiency for electric residential heating system replacements. VSHPs are a technological advancement that unlock 
savings, peak reduction and control capabilities that can reduce residential space conditioning loads by more than 30%. 
While VSHPs, including high efficiency multi-stage heat pumps sold today, are gaining market share in the Northwest, 
current ratings do not accurately differentiate installed system efficiency. Additionally, many features and capabilities 
exist that could maximize efficiency but are not well understood or adopted. 

In 2022, NEEA developed the VSHP Program with an initial focus on 1) improving test procedures and federal efficiency 
standards and 2) replacing EFAFs and existing single- and two-stage air source heat pumps with central ducted variable 
speed heat pumps. NEEA’s market research and market analysis conducted in 2021 and 2022 provided insight that the 
market is adopting central ducted VSHPs at a higher rate than expected, and cost effectiveness is a challenge with a 
baseline market of replacing EFAFs. At the same time, product research conducted for ductless heat pumps, multi-
speed, and VSHPs indicates that these residential HVAC technologies often rely heavily on contractor choices and 
behavior to lock in the potential energy savings. There are features and capabilities currently available in the market, 
and some emerging in the market, which could build in greater efficiency into these systems with less reliance on 
contractor behavior and choice. 

These research findings guided the program team to refine its target market and MT strategy. In 2023, the team will 
determine a viable path to advance the VSHP Program to Market Development, or otherwise define and align with 
funders on NEEA’s interventions to advance product efficiency. The program will continue to focus on achieving savings 
through an improved testing and rating procedure and proposes to pursue increasing the efficiency of the overall VSHP 
market by encouraging broader adoption of built-in efficient product capabilities and improved differentiation of better 
performing VSHPs. The program will continue to identify high-value energy efficiency features and capabilities, build 
alignment, and grow adoption with manufacturers and other energy efficiency and industry partners. 

Table 1 – Program Overview 
Market 
Transformation Theory 

While VSHPs are gaining market share in the Northwest, current ratings do not accurately 
differentiate installed system efficiency. In addition, efficiency, grid capacity and comfort 
benefits are significantly underrealized due to suboptimal equipment design, installation, 
and maintenance. 

NEEA aims to accelerate market adoption of high-performance VSHPs for the region while 
optimizing installed system efficiency and peak capacity benefits by: 

• Developing an ENERGY STAR-based specification that differentiates higher-
performing equipment and incorporates design elements that most significantly
impact installed efficiency.

• Building manufacturer, utility and market partner support for system features and
capabilities that deliver improved system efficiency and including these in future
specifications and standards.

Ultimately, through a combination of federal test procedure, standard, and product 
improvements, the program seeks 30% energy savings beyond current installed system 
performance. 
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Improve test procedure 
and metrics to better 
differentiate product 
performance. 

• Support the Rating Representativeness
Project, led by Northeast Energy Efficiency
Partnerships (NEEP).

• Continue to support the multi-national
development of the load-based test
procedure.

• Monitor and respond to any US DOE
rulemakings.

 Complete
Ratings
Represent
ativeness
project by
Q4

 All field data
collection
completed in
2023

Table 1 – Program Overview (cont.) 

Program Status The program is in Program Development. 
Path to Market 
Development 

• Update program baseline, savings estimates and forecast.
• Update draft VSHP specification based on funder feedback, learnings from rating

representativeness test results, and other field work.
• Identify available systems that meet energy and performance specifications, with

priority given to low cost and cold climate systems.
• Identify the highest value features and capabilities to pursue in Market Development.
• Identify market progress indicators and data sources and finalize data collection plan

for tracking market and program progress.
Key Accomplishments 
to Date 

• Completed initial product specifications, creating common understanding and alignment
on product priorities.

• Compeletd priority market research, informing baseline data and helping NEEA identify a
role for MT.

• Completed key product and test procedure lab tests, research and assessments,
advancing standards work.

• Completed installation best practices assessment, identifying barriers and opportunities
for market interventions.

• Created bi-national support for improved heat pump differentiation, metrics and load
based test procedure and rating.

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast TBD – This program is in development. 

Energy Savings Forecast Total Regional Co-Created 

2020-2024 Estimate 0 aMW 0 aMW 

2020-2029 Estimate TBD aMW TBD aMW 

Additional Value Delivery Enable progress toward policy goals: help utilities/ cities/ states meet goals related to 
deep energy efficiency targets and carbon reduction. 

Improve grid flexibility opportunities: enable funders in the region to reduce peak load 
and address capacity issues in both summer and winter. 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Identify highest value 
product features and 
capabilities for efficiency. 

• Develop definitions, savings estimates, and
test methods for identified high value
features and capabilities.

• Update product specification.

 Complete
product
specificati
on with at
least four
high value
features
and
capabilitie
s by Q4

 Define,
estimate
savings, and
identify test
method for at
least three
high value
features and
capabilities by
Q4

Increase market partner 
(both energy efficiency 
and industry) adoption of 
highest value features and 
capabilities. 

• Build alignment with regional and extra-
regional partners (utilities, energy efficiency
organizations, federal agencies, and HVAC
market partners) to spread adoption of
identified features and capabilities and
product testing and metrics.

• Collaborate with manufacturers on adoption
of high value features and capabilities into
product development.

 Three
high value
features
and
capabilitie
s gain
manufact
urer
support
(adopt or
indicate
plan to
adopt) by
Q4

 One high value
feature or
capability gains
manufacturer
support (adopt
or indicate
plan to adopt)
by Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense 

$371,000 $317,000 

Budget supports priority program 
development and market 
engagement activities to 
determine path to Market 
Development. 

Key Assumptions Driving Budget 
Estimates 

Rating Representativeness Study completion: third-party and collaborative 
research is completed, without delays or data access challenges. 

Features and capabilities validation: budget included to advance this 
priority work. 

HVAC Sizing Tool: NEEA to continue minimum maintenance and 
improvements to the online tool until determination of its need in Market 
Development. 
ACEEE Heat Pump Forum Sponsorship: $12k. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF Rating Representativeness 
research is not complete before 
Notice of Proposed Rulemaking is 
issued… 

THEN reduced data will be submitted 
to the U.S. DOE, potentially 
diminishing influence. 

Submit available data. 

IF identified features and capabilities 
yield insufficient or indeterminate 
savings… 

THEN the benefit-cost ratio will be 
challenging for advancing a viable 
program. 

Continue to investigate other 
features, capabilities, and inverter 
driven technologies for MT. 

IF the alliance is unable to build 
sufficient energy efficiency industry 
and market alignment around 
features and capabilities… 

THEN the products with desired 
features and capabilities will be slow 
to come to market or non-existent. 

Narrow the number of features and 
capabilities to those with the 
greatest likelihood to succeed 
commercially. 

IF extra-regional partners are 
primarily driven by electrification/ 
carbon reduction goals… 

THEN the national coalition-building, 
necessary to influence manufacturers 
to adopt identified features and 
capabilities for efficiency, could be 
limited. 

Continue to advocate for efficiency 
nationally, drawing connections with 
efficiency and carbon reduction 
goals. 

Table 4 – Budget (cont.) 
HVAC Product Group budget: will cover Northeast Energy Efficiency 
Partnership QPL ($50k), HARDI membership ($1.5k). 

Minimal budget included for additional market engagement, should the 
program advance to Market Development in 2023. 
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Product Group: Lighting 
The Lighting Product Group is comprised of the supply chain that manufactures, distributes, specifies, designs and 
installs lighting products, including lamps, ballasts, controls and fixtures as well as the end consumers who purchase 
these products. There is currently one MT program in the Lighting Product Group, Luminaire Level Lighting Controls 
(LLLC). 

Table 1 – Product Group Overview 
Product Group 
Vision 
(10-year) 

The market chooses quality, networked lighting solutions that prioritize energy savings, whole-
building system integration, and other non-energy benefits. 

Strategic 
Priorities 
(3 to 5-year 
horizon) 

Build Northwest demand for networked lighting solutions with a focus on LLLC through regional 
and national market partnerships, utilities, trade ally networks and energy codes. 

• Engage national and regional partnerships to build demand and create greater market
leverage with national manufacturers.

• Position connected lighting as a priority energy efficiency tool to reach voluntary/
mandatory local and state building renewal requirements.

• Continue to encourage alliance funders and their inclusion of connected lighting systems
in programs.

• Push for code proposals to increase inclusion of networked lighting controls starting with
the WSEC with increased data and market intel.

• Leverage NEEA’s MT extra-regional partnerships to bring increased attention and scale
to market engagement for networked lighting solutions, including Design Lights
Consortium (DLC), Illuminating Engineering Society (IES), DOE, Minnesota Center for
Energy and Environment (MN CEE), and utilities in California and Illinois.

Build capabilities of market partners to drive adoption of networked lighting solutions. 
• Leverage current lighting training channels to drive adoption of networked lighting

solutions.
• Build the business case for networked lighting solutions through research and market

engagement.
Streamline product group market intelligence data acquisition. 

• Focus data collection efforts through the Non-Residential Lighting Data collection (NLDC)
effort that serves alliance needs and understanding of overall lighting market trends.

Research the lighting controls market to better understand the networked lighting solutions 
landscape as it evolves. 

• Continue national partnerships (DOE, DLC) to improve networked lighting product
performance and specification.

• Prioritize and coordinate technical research between lighting, other building systems
integration and demand response capabilities.
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Table 1 – Product Group Overview (cont.) 
2023 Focus Areas • Luminaire Level Lighting Controls: Increase supply chain engagement and adoption of LLLC

in the region through extra-regional partnerships, leveraged training, awareness marketing
with early adopters, enhanced supply chain promotion, and integration with energy codes.
Confirm possible expansion of program scope to include exterior LLLCs.

• Top Tier Trade Ally: Continue support for NXT Level training and transition to market,
encouraging and growing self-sufficiency that continues to support both alliance funder
programs and NEEA’s LLLC program in 2023 and beyond.

• Electrical distributor engagement: Maintain limited engagement with distributors to support
continued regional data collection, the Non-Residential Lighting Study, and LLLC deployment.

• Codes and standards: Lead efforts to have LLLC capability referenced in the International
Energy Conservation Code (IECC). The American Society of Heating, Refrigerating and Air-
Conditioning Engineers (ASHRAE) and state codes.

• Scanning and product management: Identify lighting product opportunities that will help to
advance exterior LLLCs, including advanced controls with grid balancing aspects. In addition,
continue research on LLLC and HVAC or more specifically, how lighting controls can be used
to improve whole building energy use through data.

• Market research, evaluation and data collection: Continue to research the adoption and
market for controls, including networked lighting controls through the LLLC MPER effort.
Continue tracking overall lighting market adoption of LEDs and controls with data collection
through the Non-Residential Lighting Data Collection (NLDC) effort and the Residential
Lighting Market Analysis.

Product Group 
Leverage 
Opportunities 

• Leverage whole building policies/ regulations, programs and national partnerships to ensure
building owners value and demand networked lighting solutions, particularly LLLC products,
as a primary strategy to reach whole building targets.

• Use BetterBricks platform to reach demand side market leaders to adopt networked lighting
controls with particular focus on LLLC.

• Continue to leverage NXT Level training to reach early adopter trade allies on networked
lighting controls with particular focus on LLLC.

• Ensure all data collection and market research and evaluation efforts across the product
group are mutually reinforcing and are used across NEEA programs and alliance member
programs.
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Electric Program: Luminaire Level Lighting Controls (Lighting Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The Luminaire Level Lighting Controls (LLLC) 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. As adoption of LLLC is growing in the Northwest, the program continues its focus on 
leveraging influential market partners and LLLC champions to increase acceptance of LLLC and its benefits.  

In 2023, the program will target leading lighting specifiers to influence building owners on the business benefits of this 
technology. This is key to long-term market diffusion; building owners need to understand and value LLLC beyond their 
energy savings benefits and drive demand. To create a larger demand signal, the program will continue to push 
influential national partners, such as the Illuminating Engineering Society (IES) standards process and the Design Lighting 
Consortiums’ (DLC) specification, towards a LLLC focus. Program partnerships beyond the Northwest will also encourage 
other regions to focus on LLLC to create market alignment and amplify impact. The program will continue to support 
targeted educational efforts to remove specific supply chain sales and installation barriers, as well as continue 
collaboration with alliance funders to increase awareness of LLLC. Finally, because exterior LLLC products have 
improved, offer similar customer benefits, and share a similar supply chain (non-municipal applications), the program is 
exploring the feasibility of expanding the program scope to include exterior LLLC. 

Table 1 – Program Overview 
Market 
Transformation 
Theory 

Luminaire Level Lighting Controls (LLLC), a growing subset of Networked Lighting Controls (NLCs) 
with sensors in each fixture, bring simplicity, flexibility and high-quality lighting experience, while 
delivering greater energy savings alongside non-lighting business benefits. These advantages build 
a path for much broader adoption. Yet, for LLLC to gain widespread market adoption, LLLC-
specific barriers need to be addressed. Cost is still higher than basic control systems or first 
generation NLCs. In addition, both those who specify lighting projects (designers, engineers, and 
installers) and their customers are unaware of LLLC’s unique value proposition and still hold 
misperceptions based on their experience with the older control technology. 

To address these barriers and leverage LLLC’s unique value proposition, the program engages key 
manufacturers and their supply chain to enhance promotion and sales in the Northwest, builds 
market awareness and capabilities via regional and national industry organizations as well as key 
market influencers and early adopters, and supports integration of LLLC into energy codes. As a 
result, over time LLLC will become standard practice in new and existing commercial buildings. 

Program Status The program entered the Market Development stage in 2019. 
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Table 1 – Program Overview (cont.) 
Current Market 
Barriers & 
Opportunities 

Barriers: 
• Product readiness: The program has achieved increased availability of qualified product

and continues to promote improvements in out-of-box usability.
• Trade ally knowledge and capabilities: The program is addressing sales, design,

specification, installation, set up and programming skills.
• Awareness of value proposition: The program continues to increase the understanding

and acceptance of LLLC’s lighting, energy and other business benefits by decision-makers
and influencers.

• First cost: Incremental cost is coming down; program continues to support utility efforts
to offset project cost through downstream incentives.

Opportunities: 
• Business benefits beyond LLLC energy efficiency opportunity: Leverage extensive LLLC

business benefits to expand market adoption.
• Solid state lighting trends: The program leverages the strong interest in adopting LEDs

through promotion of LLLC as best LED option.
• Manufacturer investment: LLLC expands the value of lighting by offering benefits, such as

data and connectivity with business and building systems.
• Extra-regional interest: The program works to expand extra regional understanding and

interest in LLLC as a MT opportunity to create larger demand signal to manufacturers.

Key 
Accomplishments 
to Date 

• Set national specifications in place via Design Lights Consortium.
• Worked to create strong and increasing availability of product, with 35 LLLC systems

available from 29 manufacturers, including all major manufacturers. 
• Achieved approval of energy savings by Regional Technical Forum (RTF).
• Educated market actors on basics of LLLC across the region with attendance of 699 in

program-sponsored training.
• Continued education of market actors, building more in-depth knowledge, with attendance

of 92 to-date in program-sponsored trainings on focused LLLC topics.
• Continued strong earned media coverage demonstrating interest in LLLC.
• Established collaborative partnerships with seven manufacturers to increase promotion

through their regional sales channels .
• Collaborated with 12 professional associations to educate market actors on LLLC topics and

highlight accomplishments of influential specifiers.
• Worked to place LLLC as a highlighted option in the International Energy Conservation Code

(IECC) national code base, Washington and Idaho state codes.
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Influence leading specifiers 
who focus on key target 
markets to include LLLC in 
their ongoing business 
practices. 

Barriers: 
• Awareness of value

proposition
• Trade ally knowledge

and capabilities

• Educate specifiers (designers,
engineers, contractors/ installers)
via presentations and resources on
the value of LLLC to their own
business and their clients’ business.

• Identify and engage strategic LLLC
“champions” to carry message on
LLLC business benefits through
influential market aggregators like
American Institute of Architects
(AIA) and Building Owners and
Managers Association (BOMA).

 Ten lighting
specifier
educational
offerings
(resources or
events) with a
focus on
increasing
decision maker
understanding of
LLLC value
proposition by
Q4

 Seven lighting
specifier
educational
offerings
(resources or
events) with a
focus on
increasing
decision maker
understanding
of LLLC value
proposition by
Q4

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast 1.2 

Energy Savings Forecast Total Regional Co-Created 

2020-2024 Estimate 1-2 aMW 1-2 aMW

2020-2029 Estimate 8-16 aMW 7-14 aMW

Additional Value Delivery Training to build controls sales and installation capabilities that support both trade ally 
transition to digital technology and supports funder relationships with trade allies. 
Increased building owner access to LLLC business benefits beyond energy savings. 
Increased opportunities for customer engagement for funders. 
Data and research on lighting controls for the region, including establishing RTF savings 
rate and incremental cost. 
Support for specification development and a qualified product list. 
Common marketing and education resources that support funder programs and provide 
benefits to trade allies working across service areas. 
Market development activities also support broader adoption of advanced controls 
through training and marketing activities. 
LLLC can contribute to winter and summer peak load reduction and can support funder 
demand response initiatives. 
Potential integration with HVAC to produce more granular HVAC controls. 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

• Disseminate LLLC business case
through earned media, professional
associations / organizations,
utilities, manufacturer sales
channels and additional NEEA
program efforts (NXT Level,
BetterBricks) to broaden awareness
of LLLC value proposition amongst
specifiers and building owners.

Increase promotion of LLLC 
through key manufacturer 
sales channels. 

Barrier: 
• Awareness of value

proposition

• Continue engagement of key
manufacturers and their priority
local manufacturer representative
agencies and distributors to ensure
they are well positioned to
champion LLLC in the region.

• Fill in gaps of geographic and
product coverage of LLLC promotion
in Northwest.

• Collaborate with manufacturer
representative agencies to motivate
specifiers to consider LLLC for their
projects.

 12 strategic
engagements
with specifiers
done in
collaboration
with
manufacturer or
manufacturers’
reps by Q4

 Ten strategic
engagements
with specifiers
done in
collaboration
with
manufacturer or
manufacturers’
reps by Q4

Increase visibility and 
demand for LLLC through 
strategic engagements. 

Barriers: 
• Awareness of value

proposition
• Trade ally knowledge

and capabilities
• High costs

• Engage Illuminating Engineering
Society (IES) controls committee to
include LLLC in their standard
practice recommendations.

• Engage DLC and other national
partners like DOE’s Solid State
Lighting Program to align focus on
LLLC.

• Engage large territory extra-regional
partners to focus on LLLC to create
greater pull with manufactures and
greater visibility with building
owners.

• Leverage new commercial policy
mandates, such as the Washington
Clean Buildings bill, to position LLLC
as a key strategy for building owners
to meet new aggressive goals.

 LLLC Program
aligns with five
partner
organizations on
LLLC focus by Q4

 LLLC Program
aligns with four
partner
organizations
on LLLC focus by
Q4
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Table 5 — Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF competing products gain 
momentum or if overall adoption of 
controls stalls in the market… 

THEN market adoption may be 
delayed and increased spend may be 
required to support new program 
strategies, such as bolstering 
marketing and engagement activities 
and offering incentives for 
distributors, manufacturer reps, 
specifiers, and/ or manufacturers. 

• Better understand evolving
competitive landscape, relative
value and costs.

• Refine messaging on value
proposition.

• Continue to collaborate with
influential industry organizations
to position LLLC as a better
option and to reduce market
confusion regarding connected
lighting terminology.

IF sufficient collaboration with key 
specifiers and early adopters in 
earned media, marketing case studies 
and educational activities is not 
achieved… 

THEN near-term influence on market 
perceptions of LLLC will be lessened 
and market adoption may be 
delayed. 

• Collaborate with organizations
such as NXT Level, DOE, IDLs and
industry associations to identify
key influencers.

• Monitor strategy to leverage
influencers closely and adaptively
refine as needed.

• Implement diversified set of
earned media, marketing and
education tactics that are less
reliant on collaboration with
influencers.

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 

Annual Expense $1,369,000 $1,377,000 N/A 

Key Assumptions 
Driving Budget 
Estimates 

Data collection: continue third party sales data acquisition and efforts for broader lighting 
controls category data. 

Market development: continue work with existing manufacturers and ramp up of collaboration 
with their sales channels. Continued collaboration with influential industry associations. 

Marketing: support strategy of leveraging influencers and early adopters, especially through 
earned media and market partnerships. 

Key Assumptions 
Driving Budget 
Estimates 

Program management: continue market insights to inform program strategies and adaptive 
management of program. 

Technical support and training: coordinate with NXT Level, IDLs, Lighting Design Lab (LDL), NEEA 
funders, manufacturers, and industry associations to continue focused LLLC training and 
resources. 
Market Research and Evaluation: MPER and Key Assumptions Review in addition to a Bi-annual 
cost study. The MPER research will include understanding exterior LLLCs and competing controls 
products like Networked Lighting Controls and the decision to do no controls. 
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Table 5 — Risks & Mitigations (cont.) 

Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF macro-economic conditions result 
in construction slowdown… 

THEN market adoption may be 
delayed. 

• Adapt value proposition to focus
on cost savings and long-term
impacts.

• Continue to engage local utility
programs to provide LLLC
incentives and promote benefits
of LLLC.



Manufactured Homes 

69 | 2023 Operations Plan 

NEW CONSTRUCTION 
The New Construction Product Group maximizes energy efficiency opportunities for new residential and 
commercial buildings through code requirements and informs and enables code advancement through market 
adoption of energy-efficient products and practices. The New Construction Product Group works closely with the 
Codes and Standards team to increase adoption of efficient new construction measures that support future code 
advancement. 

In 2022, the Residential New Construction and Commercial Code Enhancement Programs were consolidated into 
the codes department rather than maintained as standalone programs as the activities in these programs have 
increasingly intersected with code development and code implementation activities. This organizational change 
enables NEEA to better meet the changing needs in each state while finding operational efficiencies. 
Manufactured Homes will remain a standalone Market Transformation program through 2022 and into 2023, as 
the program is nearing the end of the Market Development phase and will transition to Long-term Monitoring and 
Tracking in 2023 or early 2024. 

Electric Program: Manufactured Homes (New Construction Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The Manufactured Homes Program increases voluntary adoption of a more advanced, high-
performance version of the Northwest Energy Efficiency Manufactured Homes Specification (NEEM+). Data 
collected from manufacturers, retailers and buyers is used to influence both a new U.S. Housing and Urban 
Development Department (HUD) standard for Manufactured Homes and the subsequent revision to the ENERGY 
STAR Manufactured Homes specification. 

A new DOE standard—the first energy code update to manufactured homes in 25 years—was announced in 2022 
with an effective date of March 2023. Questions remain about enforcement authority between the DOE and HUD 
that could influence the effective date, though NEEA expects a resolution of this issue before Q1 2023. The new 
standard increases efficiency for double wide and larger manufactured homes while single wide homes were left 
largely unchanged. In response to the new federal standard, ENERGY STAR is in the process of updating its 
specification and is expected to add heat pumps as a required element. 

With an updated federal standard and ENERGY STAR specification, NEEA’s Manufactured Homes Program is 
preparing to move into the Long-Term Monitoring and Tracking (LTMT) stage of the Initiative Lifecycle framework. 
NEEA will discontinue direct interventions in the market but will continue to monitor progress until the market is 
considered transformed. In 2023, program activities will focus on finalizing baseline and evaluation projects to 
inform long-term program decisions and strategy and prepare the program for transition into LTMT. In addition, 
NEEA staff will work with manufacturers to help them prepare for the new version of ENERGY STAR.  
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Table 1 – Program Overview 

Market Transformation 
Theory 

The Manufactured Homes Program aims to influence the HUD standard to a 
higher tier of efficiency through an upgrade to the 25-year-old voluntary energy 
efficiency standard (NEEM) run by the manufactured home industry to a new 
higher level of performance. 

To achieve this, the program has provided regional Manufacturers with technical 
assistance, financial incentives and quality assurance support to increased 
product availability and reduce first costs. The program also provided regional 
retailers with marketing assistance and financial support to increase consumer 
awareness of NEEM. 

Evidence collected from these activities were used to influence a HUD standard 
revision and a subsequent ENERGY STAR Manufactured Homes revision. 

Program Status 
Program is preparing for Long-term Monitoring and Tracking in late 2023/ early 
2024. 

Current Market Barriers 
& Opportunities 

Barrier: Technical logistics of factory and field installation of heat pumps. 

Opportunity: Help manufacturers prepare for new ENERGY STAR specification. 
Key Accomplishments to 
Date 

Updated Federal standard in 2022. 

Table 2 – Benefit & Value 

Benefit/Cost Ratio on 20-
year savings forecast 

1.1 

Energy Savings Forecast Total Regional Co-Created 

2020-2024 Estimate* 0.7-1.1 aMW 0.5-0.7 aMW 

2020-2029 Estimate* 4-6 aMW 0.7-1.1 aMW 

Additional Value 
Delivery 

Serves rural customers. 

Provides an affordable housing option. 

Provides health and comfort to occupants. 

*Note that savings estimates will be updated after consultation with the RTF regarding the changes to HUD
code in 2023.
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Table 3 – Goals & Activities 
2023 Goals Critical Activities Target Threshold 

Complete final research 
projects to prepare the 
program for LTMT. 

• Conduct study or studies
to complete:
o Transition Market

Progress Evaluation
Report (T-MPER),

o Evaluate new federal
standard, and

o Update baseline study
based on new
stardard.

 Complete final
studies by Q4

 Complete final
studies by Q2
2024

Provide technical support to 
manufacturers in preparation 
of new ENERGY STAR 
specification. 

• Test heat pump logicistics.  Four
manufacturers
demonstrate
ENERGY STAR
level by building
one home by
Q4

 Two
manufacturers
demonstrate
ENERGY STAR
level by Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 

Annual Expense $74,000 $90,000 Program activities focused on preparing for 
LTMT and to demonstrate heat pumps. 

Key Assumptions 
Driving Budget 
Estimates 

Final evaluation activities ~ $90,000-$100,000 
Does not include heat pump support, budgeted in Emerging Technology - ~$25,000 
Does not include standard evaluation, budgeted in Codes and Standards - ~$30,000 

Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 

Goals Potential Impacts Mitigation/ Contingency Plan 

IF the DOE and HUD fail to 
reach an agreement on 
enforcement of the new 
standard and the effective 
date moves indefinitely and 
ENERGY STAR might not 
continue with their update… 

THEN there will be no changes in levels 
of efficient performance that 
manufacturers traditionally point to. 
This might not impact the Northwest 
manufacturers, but NEEA will need to 
reassess program activities in 
preparation for a future standards 
change. 

• Close monitoring—at this
stage in the standards
process there is little NEEA
can do to intervene.

IF manufacturers find the 
new ENERGY STAR 
specification too difficult to 
implement and buyers don’t 
care… 

THEN the NEEM program might face 
declining interest by manufacturers 
whose fees pay for inspection and 
educational help. Without NEEM, NEEA 
won’t have manufacturer home sales 
data. 

• This outcome is unlikely
but would be significant.
Support heat pump tests to
make sure manufacturers
can be successful.
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PRODUCTS 
The Products portfolio includes the Consumer Products, Motor-Driven Products and Water Heating Product Groups. 
These opportunities tend to be mass market consumer products, sold through retail and distributor channels in high 
volumes.  

Product Group: Consumer Products 
The Consumer Products group comprises the entire supply chain, including manufacturers, distributors, physical and online 
retailers, contractors and installers, that deliver consumer goods and services in high volume as well as end customers who 
purchase them. There is one program in the consumer products group, the Retail Products Portfolio Program (RPP). 

Table 1 – Product Group Overview 
Product Group 
Vision 
(10-year) 

NEEA’s influence on the market sustainably delivers efficient consumer products to everyone. 

Strategic 
Priorities 
(3 to 5-year 
horizon) 

Scale: Build scale nationally with utilities, energy efficiency organizations and the supply chain. 
• Expand promotion of NEEA's MT approach to utilities, regulators and evaluators, building

awareness and increasing participation in MT programs targeting consumer products.
o Identify utility territories that have or are adopting an MT framework and those

that have active Codes and Standards programs that enable evaluation flexibility.
o Conduct direct outreach to potential program sponsors for enrollment in ESRPP.

• Strengthen retailer and manufacturer market partnerships for mutual benefit by better
understanding the value of delivery channels back to retailers and manufacturers.

• Explore opportunities for increased coordination in the energy efficiency community for
prioritizing and preparing for specification and regulatory opportunities.

Market knowledge: Improve data access and analysis and develop long-term actionable results. 
• Increase the robustness of data acquisition, including online sales data, to ensure it delivers

long-term value to the program and market partners.
• Build knowledge of critical consumers insights and how they are expected to evolve over

the next ten years.
Emerging technology: Conduct targeted and timely research on technical data to Influence the 
market. 

• Prioritize technical research outputs based on market intelligence and in coordination with
NEEA’s Codes and Standards team.

• Create opportunities for collaboration with manufacturers to provide them value while
satisfying Northwest goals.

2023 Focus Areas Programs: 
• Leverage research outputs to target ENERGY STAR RPP (ESRPP) Program scale growth

opportunities and execute the program sponsor recruiting and retainment approach.
• Use retailer online sales data and purchased data analysis results to build market knowledge

across Product Group.
• Incorporate product connectivity developments  and Environmental, Social, and Governance

(ESG) goals set by retailers and manufacturers in the team’s decision making for product or
program changes.
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Table 1 – Product Group Overview (cont.) 
2023 Focus Areas Codes and standards: 

• Take advantage of clear priorities established by Standards Tracker and the ENERGY STAR
prioritizaition tool to maximize influence on DOE test procedure and standard
opportunities.

• Support State Standards for consumer products (computers and monitors) in collaboration
with market transformation managers and product managers.

Scanning and product management: 
• Continue supporting high savings DOE opportunities: clothes washer and dryer emerging

technology, combined laundry opportunity, and refrigerators. Additionally, investigate
opportunities in portable ACs, computer monitors and displays, cooktops, and dishwashers.

• Using the ENERGY STAR prioritization tool and Standards Tracker for decision making,
launch research on the next priority ENERGY STAR and DOE opportunities.

• Conclude second field laundry study to capture typical use of residential clothes washers
and dryers.

Research and data: 
• Monitor for new opportunities with retailers to leverage the retail data platform and

retailer agreements for products not in the RPP.
Product Group 
Leverage 
Opportunities 

• Continue to coordinate with the national energy efficiency community to prioritize and prepare
comments for ENERGY STAR specifications and leverage regulatory opportunities in
coordination with Codes and Standards team, including natural gas.

• Leverage strong Consumer Products EPA/ ENERGY STAR relationship to advance new
opportunities and support other NEEA product groups and programs, including EPA’s work on
affordability and equity.

• Leverage relationships with manufacturers to assist Codes and Standards team in developing
comments and strategy.

• Continue to coordinate retailer outreach with water heating, motors and HVAC where
relationships overlap.

• Coordinate a NEEA-wide plan for load flexibility across all product groups and natural gas.
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Electric Program: Retail Products Portfolio (Consumer Products Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The Retail Products Portfolio (RPP) Program is a midstream retail program that partners with
utility organizations and large retailers around the country to offer incentives for a portfolio of consumer products. In 
exchange for these incentives, participating retailers provide full-category sales data for each product in the portfolio, 
which NEEA and partners use to support stricter ENERGY STAR specifications and federal standards. 

NEEA’s RPP Program works to drive sales of efficient consumer appliances and electronics sold through national retailers. 
The products in the portfolio have the potential to deliver 500 aMW of energy savings for the Northwest over the next 20 
years. In 2023, the program will continue to work closely with extra-regional ENERGY STAR RPP (ESRPP) programs. 
Regional and extra-regional efforts have three primary drivers that create opportunities for RPP in 2023:  

1. The increasing interest and activity by large public companies (retailers and original equipment manufacturers,
or OEMs) around ESG concerns. Many have established published goals around these things that are being
reported on during quarterly earnings calls. NEEA can position its efforts in a manner that supports its partners’
ESG goals by growing the program to increase its impact on retailer and manufacturer decision-making.

a. Environmental (sustainability, carbon reduction, energy efficiency)
b. Social (DEI – ENERGY STAR push toward affordability/ equity, human rights – reliably sourced,

consumer protection – right to repair)
c. Governance (responsibility to stakeholders and employees – minimum wage, pay gaps, etc.)

2. Advancement of online/ multichannel sales trends accelerated by the pandemic, which allows NEEA to refine its
product-specific strategies to best support retailer omni-channel objectives.

a. Role of physical stores is changing as more buying decisions are made outside of or before entering a
store

3. Continuing trend toward connected products, which impacts energy use and may influence the program’s
approach with specification and standard revision opportunities.

The RPP Program will consider these and other factors in evaluating new products for inclusion in the portfolio in 2023 and 
beyond. The program will also continue to take an active role in the DOE rulemaking and ENERGY STAR specification 
revisions processes, which are expected to continue into 2023. These activities are vital to “locking in” savings achieved 
through other program strategies.  

Table 1 – Program Overview 
Market Transformation 
Theory 

Highly efficient products have not been widely promoted by retailers and adopted by 
consumers because the efficiency of appliances and electronics is not a top consideration 
of corporate retailer buyers, and the benefits of energy savings are often too small to 
impact many consumers’ choices. NEEA’s RPP Program is working with extra-regional 
program administrators, national retailers and the EPA ENERGY STAR Program to influence 
corporate retail buyer’s purchase decisions through mid-stream incentives and give RPP 
access to full category sales data. The incentives encourage retailers to purchase, stock 
and promote higher-efficiency products. RPP analyzes the full category sales data to 
identify the most promising energy efficiency opportunities, and leverages the insights 
gained from the data analysis to influence increased stringency of ENERGY STAR 
specifications and federal standards. These actions cause a permanent change to the 
manufacturing processes across entire product categories, resulting in energy savings for 
years to come. 
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Table 1 – Program Overview (cont.) 
Program Status 

The program advanced to Market Development in Q3 2019. 

Current Market Barriers 
& Opportunities 

Barriers: 
• Energy efficiency is not a top consideration of corporate retail buyers.
• The benefits of energy savings are often too small to impact many consumers’ choices.

Opportunities: 
• Advances in specifications and standards influence manufacturers to develop and build

more efficient products.
• Recent evolution to ESRPP management structure allows NEEA to play a greater role

as the facilitator of Program Governance Committee made up of representatives from
each Program Sponsor organization.

• Soundbars: ENERGY STAR version 2.0 expected to be finalized by end of 2022
• Televisions: ENERGY STAR version 9.0 goes into effect in October 2022, will require

ongoing engagement to build industry support.
• Televisions: DOE is expected to adopt NEEA test procedure as soon as Q3 2023.
• Washers: DOE has published a Notice of Data Availability pertaining to review of

federal standard; Request for Information (RFI) expected.
• Dryers: DOE is expected to publish a Notice of Proposed Rulemaking pertaining to

federal standard; final rule expected.
• Refrigerators: DOE has published a Notice of Proposed Rulemaking pertaining to

federal standard; final rule expected.
• Room AC: DOE has published a Notice of Proposed Rulemaking pertaining to federal

standard; final rule expected.
• Room air cleaners: DOE has published a Notice of Final Determination pertaining to air

cleaners as a covered product, which determines that air cleaners qualify as a covered
product. A RFI is expected.

Key Accomplishments to 
Date 

• Assumed facilitation of the national ESRPP Program and created the ESRPP Program
Governance Committee to support evolution of the program and give Program
Sponsors more control of the program.

• Successfully recruited one new sponsor to join the program in July 2022, one additional
sponsor planning to join later in 2022, and one large new sponsor planning to join in
2023.

• Developed TV Test Method which is expected to be adopted by DOE. TV Test Method
and Voluntary Agreement with industry have resulted in high level of interest in TV
specification version 9.0.

• Effectively collaborating internally with Codes and Standards team for increased
impact on DOE opportunities including dryers, clothes washers, refrigerators, room AC,
air cleaners.

• Built a centralized data management system that is agreeable to both participating
retailers and other program sponsors, and that provides clean and reliable data for
program management purposes.
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Table 3 – Goals & Objectives 

2023 Goals Critical Activities Target Threshold 
Effectively implement product-specific 
strategies. 

Opportunity: 
• Advances in specifications and

standards influence manufacturers
to develop and build more efficient
products

• Continue federal rulemaking
activities for washers, dryers,
refrigerators, air cleaners.

• Evaluate new products for
inclusion in the portfolio,
including room conditioners,
cooktops, portable AC, and
monitors.

• Leverage findings from 2022 field
laundry study to support
important rulemaking activities.

• Consider updates to the portfolio
to reflect recent advancements
in rulemaking.

 Document
significant
specification
/  standard
progress
related to
four
products by
Q4

 Document
significant
specification
/  standard
progress
related to
two products
by Q4

Table 1 – Program Overview (cont.) 
Key Accomplishments to 
Date 

• Developed a robust portfolio management process with support from the RPP
Workgroup, supported by program data and adopted by the ENERGY STAR RPP
Products Taskforce.

• Confirmed that midstream incentives can have influence on retailer buying decisions,
based on feedback from participating retailers.

• Participated in ENERGY STAR specification revision processes and federal standard
rulemaking processes for all the products in the RPP.

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast 

2.7 

Energy Savings Forecast Total Regional Co-Created 

2020-2024 Estimate 42-70 aMW 13-21 aMW

2020-2029 Estimate 115-190 aMW 48-80 aMW

Additional Value Delivery 

Full-category sales data available for funders’ use. 

Funder opportunity to put up signage in stores. 

Program contributes to both winter and summer peak load reduction. 
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Table 3 – Goals & Objectives (cont.) 

2023 Goals Critical Activities Target Threshold 
Explore alternative opportunities to 
promote efficient TVs. 

Opportunity: 
• Advances in specifications and

standards influence manufacturers
to develop and build more efficient
products

• Continue to provide data and
technical expertise to build
industry support for ENERGY
STAR version 9.0.

• Design program alternatives that
would appeal to and influence
various targets in the supply
chain such as retailers, OEMs, and
suppliers to support certification
to the ENERGY STAR version 9.0
specification.

• Respond to DOE rulemaking
activities to promote
incorporation of new test
procedure.

• Work with key retail partners to
influence TV operating system
software (standby power).

 Determine
and
implement
TV strategy
to increase
participation
in ENERGY
STAR version
9.0 by end of
Q2

 Determine
and
implement
TV strategy
to increase
participation
in ENERGY
STAR version
9.0 by end of
Q3

Grow and strengthen ESRPP Program 
through targeted recruitment and 
retention activities 

Barrier: 
Energy efficiency is not a top 
consideration of corporate retail buyers 

• Recruit additonal program
sponsors to join ESRPP.

• Work with California Market
Transformation Administrator to
support assessment of the
program.

• Develop and deploy retention
processes and activities
(examples include regular check-
ins, surveys).

 Conduct
outreach to
four target
program
Sponsors by
Q4

 Conduct
outreach to
two target
program
Sponsors by
Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 

Annual Expense 
$3,319,000 $2,926,000 Incentive reductions for select 

products. 

Key Assumptions Driving Budget 
Estimates 

Per updated product-specific strategies, incentives on room AC, freezers and 
basic refrigerators are removed in 2023. 
No new products or retailers are being added in 2023. 
Budget supports additional product testing and manufacturer engagement 
for TVs and ENERGY STAR version 9.0. Does not include incentives for TVs in 
2023. 
Second MPER will be completed in 2023. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF the ENERGY STAR RPP effort cannot 
continue to grow due to recruiting 
challenges… 

THEN retailers may lose interest and 
drop out of the program. The 
program would have less impact in 
the market due to lack of scale. 

• NEEA staff will deploy processes
and materials to leverage during
recruitment and onboarding
activities to ensure that
prospective and new Program
Sponsors have the necessary
resources and support.

• NEEA staff will work to leverage
the California MT Administrator to
encourage the State to join ESRPP.

IF existing Program Sponsors cannot 
maintain participation in ESRPP due to 
poor evaluations, cost-effectiveness 
concerns, lack of understanding of MT 
program value, etc.… 

THEN retailers may lose interest and 
drop out of the program. The 
program would have less impact in 
the market due to lack of scale. 

• NEEA staff will continue to provide
support to extra-regional Program
Sponsors to build their MT
engagement and help them adopt
appropriate evaluation criteria and
framework.

IF manufacturers choose not to certify 
their TVs to ENERGY STAR version 
9.0… 

THEN a significant portion of the 
program’s savings forecast is at risk. 

• NEEA staff will work with retailers
and manufacturers to build
support for the specification,
including testing additional TVs to
the new test procedure and
providing data as appropriate.
NEEA staff may also support
ENERGY STAR in preparing
customer-facing marketing
materials to promote the benefits
of efficient TVs.

If reduced incentives cause retailers to 
lose interest in the program… 

THEN retailers may lose interest and 
drop out of the program. The 
program would have less impact in 
the market due to lack of scale. 

• NEEA staff will work with retailers
to promote program value and
increase engagement, work to
recruit additional Program
Sponsors to join the program and
increase budget.
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Product Group: Motor-Driven Products 
The Motor-Driven Products Product Group includes the supply chain that manufactures, distributes, specifies, designs and 
installs a variety of motor-driven systems such as pumps, fans, compressed air systems and high-performance motors, as 
well as the decision-makers who influence the purchase of these products. This Product Group includes two programs: 
Efficient Fans and Extended Motor Products (XMP) – Pumps. 

Table 1 – Product Group Overview 

Product Group 
Vision 
(10-year) 

The market adopts motor-driven products designed to optimize system efficiency. 

Strategic 
Priorities 
(3 to 5-year 
horizon) 

Product management: 
• Establish criteria for adding products to product group, prioritizing support for those that meet

system efficiency, cost-effectiveness, and end user satisfaction targets.
• Use established criteria to build pipeline of smart, innovative, and high-efficiency products.

Market influence:
• Leverage upstream and midstream relationships to address market barriers to adoption of

efficient motor-driven products.
• Gather insights and understand market partners’ business through engagement with market

actors.
• Apply findings to educate and influence market allies to lead market change; support demand

creation through strategic partnerships with trade associations.
2023 Focus 
Areas 

• Programs:
o XMP – Pumps Program will continue to focus on building partnerships and deepening

engagement with manufacturers’ reps to remove barriers to adoption of efficient pumps,
including:
 Implementing contract designs that motivate the midstream channel to stock and sell

more efficient products,
 Partnering with Hydraulic Institute (HI) on ER label awareness and education,
 Exploring potential new interventions to further promote the highest tier of efficient

products, including variable load, smart pump and circulator products, and
 Continuing participation in DOE federal rulemaking process for both pumps and

circulators.
o Efficient Fans Program will focus on launching the first full year of program development,

including:
 Identifying and conducting outreach to strategic manufacturer partners,
 Conduct technical research on components and factors of fan system efficiency
 Completing market characterization and understanding path to purchase, and
 Documenting specific market tests to complete during the Program Development

phase.
• Codes and standards:

o Work with program staff to build out a Motor-Driven Products Codes and Standards plan
and develop a proactive strategy for influencing codes.

o Incorporate key standards and test procedures for fans into existing pumps Codes and
Standards plan and continue to monitor/ track related federal activity.
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Table 1 – Product Group Overview (cont.) 
2023 Focus 
Areas 

o Work to understand the DOE’s position on variable speed drives and whether there is
opportunity for NEEA to influence federal test procedure.

• Scanning and product management:
o Conduct technical research on Power Drive Systems and variable speed technology.
o Validate smart pumps/ circulators energy savings.
o Perform technical research on fan system efficiency.

• Research and data:
o Improve data management efficiency to maximize resources and enable potential

expansion to other products and markets, such as industrial or agricultural.
o Use commercial drive penetration research (slated to begin in 2022) to inform the broader

product group team where there may be savings opportunities (for aftermarket drives) as
well as potential intervention strategies to leverage drives as a tool to increase adoption of
efficient pump and fan products/ systems.

o Conduct fans market characterization, manufacturer rep research, and baseline forecast
review (will continue into 2024).

Product Group 
Leverage 
Opportunities 

• Continue to use BetterBricks for market engagement with specifying engineers; educate
engineers on efficient product options.

• Coordinate with Water Heating teams as necessary on circulator pumps and/ or manufacturer
outreach.

• Inform/ coordinate as needed with HVAC teams on potential areas of overlap as the program
launches the fans program and conducts research on drives.
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Electric Program: Efficient Fans (Motor-Driven Products Product Group) 
Lifecycle Phase: Program Development 
Executive Summary – The Efficient Fans Program focuses on non-embedded, or stand-alone, motor-driven fan
systems that are not packaged by the manufacturer as part of any equipment with additional operating functions (e.g., 
HVAC, Make-up Air or Outdoor-Air units), and may include a fan, motor, and drive (including controls).  

2023 will be the first full year of Program Development, and the program will be piloting a lean, targeted approach 
focused on manufacturers and testing whether they can be motivated to produce more efficient fans and promote those 
efficient models during the selection process via their fan selection software. There is much to learn and test in this early 
Program Development phase, particularly to understand market and baseline conditions and the potential effectiveness 
of this upstream approach to achieve overall greater fan efficiency and sustained market change. 

Key activities in 2023 include: 
• Identifying and scoping initial manufacturer/s to partner with for program pilots,
• Understanding factors supporting and constraining the decision to purchase an efficient fan, including within

manufacturers’ selection software,
• Assessing the landscape around codes and standards activities, and
• Understanding components of fan systems, and what drives fan efficiency.

Table 1 – Program Overview 
Market 
Transformation 
Theory 

The Efficient Fans Program will initially partner with manufacturers and industry associations to 
increase awareness, visibility and adoption of more efficient fan products. By developing and 
promoting reliable energy metrics that allow manufacturers to differentiate products and making 
those metrics more visible in the fan selection process, NEEA believes the overall market efficiency 
of fans will improve. Targeting interventions as far upstream as possible will shift manufacturers’ 
product mix toward more efficient products that will diffuse across the market. 

When the program is successful, manufacturers will produce and promote efficient fan systems, 
resulting in an overall increase in fan efficiency of 20 – 25% above baseline and the first federal 
test procedure and standard for fans. 

Program Status The program entered the portfolio in Q3 2022 and is in Program Development. 
Path to Market 
Development 

• Identify the most influential manufacturer/ s to work with, build relationships, and assess
initial manufacturer data quality and collection process to inform program strategy and design,
market insights, energy savings.

• Conduct market research to understand the decision and purchase process for specifiers and
engineers in selecting efficient fans, including exploring the role of selection software.

• Test the value proposition to manufacturers to prioritize efficient products in their selection
software, based on market research findings.

• Assess the fan efficiency landscape for different fan types and design points/ applications and
partner with top manufacturer/ s to understand their challenges and barriers to manufacturing
and selling more efficient fans.

Key 
Accomplishments 
to Date 

• Completed Commercial and Industrial Stand-Alone Fans Market Research Study in December
2021.

• Joined the Air Movement and Controls Association, Inc. (AMCA) and began participating in key
committees:



Efficient Fans 

82 | 2023 Operations Plan 

Table 3 – Goals & Objectives 

2023 Goals Critical Activities Target Threshold 
Identify and scope initial 
manufacturers to partner 
with for program pilots. 

• Determine one to two strategic
manufacturing partners informed by
Efficient Fans Manufacturer Regional
Market Share Research 2022 Study.

• Begin manufacturer outreach and
relationship building.

• Acquire and assess initial data quality
and determine data collection
process.

• Investigate opportunities to test
target inventions based on
recommendations from path-to-
purchase research.

 Pilot partners
confirmed by Q2

 Pilot partners
confirmed by Q4

Table 1 – Program Overview (cont.) 
Key 
Accomplishments 
to Date 

o AMCA North Amercian Regional Committee
o Energy Efficiency Subcommitees

• Joined the Canadian Standards Association to monitor the Benchmark Energy Factor.
• Joined ASHRAE TC5.1 Committee for Fans.
• Kicked off research in Q2 2022 on Fan Energy Index levels and variable speed capacities to inform 

program strategy.
• Kicked off Efficient Fans Manufacturer Regional Market Share research in Q2 2022.

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast 

TBD – This program is in early development. 

Energy Savings Forecast 
Total Regional Co-Created 

2020-2024 Estimate TBD aMW TBD aMW 

2020-2029 Estimate TBD aMW TBD aMW 

Additional Value Delivery Potential cross-program leverage: There may be an opportunity to partner with 
regional SEM programs to influence selection of more efficient fans in commercial 
buildings. There may also be an opportunity to leverage manufacturer or other market 
relationships that overlap with the HVAC product group. 
Non-energy benefits: Some non-energy benefits for Efficient Fans could center around 
efficient fans being quieter, and a greater interest in airflow and indoor air quality 
related to the COVID-19 pandemic and public health. Furthermore, reduction in excess 
airflow may increase the useful life of fans. 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

• Test targeted interventions to
promote efficient products via their
selection software

Understand factors 
supporting and 
constraining the decision 
to purchase an efficient 
fan, including within 
manufacturers’ selection 
software. 

• Conduct Market Characterization
Report; specific research objectives
will focus on describing the path to
purchase for efficient fans, including
the roles, motivations, and
perspectives of relevant market actor
groups.

 Market
Characterization
Report
completed in Q4

 Market
Characterization
Report
completed in Q1
2024

Assess the landscape 
around codes and 
standards activities. 

• Work with Codes and Standards
team to develop codes and standard
action plan.

• Determine how the alliance might
align with manuafacturers and
industry associations on codes and
standards comments.

• Incorporate codes and standards
needs into the Data Needs
Assessment.

 Develop Codes
and Standards
Action Plan by
Q4 2022

 Develop Codes
and Standards
Action Plan by
Q1

Understand components of 
fan systems, and what 
drives fan efficiency. 

• Assess the fan efficiency landscape
for different fan types and design
points/ applications.

• Update the Product Plan.
• Work with top manufacturers to

determine what drives the efficiency
of the fan components; understand
their challenges and barriers to
manufacturing and selling more
efficient fans.

 Updated Product
Plan by Q4

 Updated Product
Plan by Q1 2024

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense 

$60,000 $385,000 New program; first full year of 
program development. 

Key Assumptions Driving Budget 
Estimates 

Market Characterization Report, Baseline Review, and Manufacturers’ 
Representative Research are planned in 2023. 
The program will conduct outreach and engagement with manufacturers 
and begin to acquire and assess data. 
Planned technical research is included in the Emerging Technology budget. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF working with manufacturers 
alone does not prove to be a 
sufficient strategy to increase 
adoption of efficient fans… 

THEN additional market interventions 
will need to be considered. 

• Conduct additional research on
other market actors, such as
manufacturers’ reps, contractors,
and installers, to understand
specific barriers and potential
intervention strategies.

IF manufacturer data is not made 
available… 

THEN the alliance will not be 
able to accurately measure or 
forecast energy savings or 
market progress. 

• Leverage existing
relationships and a proven
track record of getting data
from manufacturers;
explore a potential AMCA
shipment data source.

• Work with more than one
innovative and/ or
influential manufacturer and
split out the budget
allocated to manufacturers/
data acquisition to more
than one data source.

IF energy efficiency metrics (such as 
FEI) are not understood and valued 
by fan engineers and specifiers… 

THEN fan engineers and specifiers will 
not be able to identify and choose the 
most efficient options. 

• Continually assess effectiveness of
market tests with manufacturers
(above), which, if successful, will
avoid this risk. Potentially develop
a new program design and
interventions to overcome this
barrier.

IF fan engineers and specifiers do 
not care about energy efficiency… 

THEN they will not prioritize energy-
efficient products. 

• Consider program design that will
encourage manufacturers to
increase their overall fleet
efficiency to meet upcoming codes
and standards.
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Electric Program: Extended Motor Products – Pumps (Motor-Driven Products 
Product Group) 

Lifecycle Phase: Market Development 

Executive Summary – The Extended Motor Products (XMP) – Pumps Program works to accelerate and increase the
adoption of highly-efficient pumps and circulators. The program provides midstream incentives and other support to 
motivate pump and circulator distributors to encourage them to preferentially stock and sell efficient pump products. In 
exchange, distributors provide NEEA with full-category sales data, which informs program strategy and enables the 
market progress to be measured. XMP – Pumps also partners with the Hydraulic Institute (HI) on its Energy Rating (ER) 
Program to raise market awareness of the ER label and enable product differentiation of efficient pumps and circulators. 

For the program’s first year in Market Development, 2023 efforts will focus on increasing the percentage of regional 
pump sales that are Smart Pumps and Smart Circulators (or other highly efficient units) by reducing and removing market 
barriers to widespread adoption of highly efficient equipment. 2022 was a difficult year for the pump supply chain, 
marked by production bottlenecks, product shortages, price increases and extended shipment delays across the entire 
industry. Pump OEMs are working to diversify their base of component suppliers and restore product lead-times to more 
normal levels. In 2023, the program will seek to influence pump OEMs and the HI to more aggressively market Smart 
Pumps and pumps with high ER label scores, encourage variable speed drive integration into pump product lines, and 
work with the HI to make the ER label more useful to specifying engineers. The alliance will continue work on federal 
standards, with significant progress expected—a first-ever federal standard for circulators will likely be enacted in 2023, 
and the existing federal standard for pumps will likely expand its scope of coverage to five additional clean water pump 
types.  

Table 1 – Program Overview 
Market 
Transformation 
Theory 

To address key market barriers and enable diffusion, the XMP Program engages influential 
manufacturers, distributors and trade associations to demonstrate product performance of Smart 
Pumps, highlighting the value proposition and communicating results through trusted market 
channels. The program also works with the HI to improve and influence the HI ER, which offers a 
mechanism for product differentiation for efficient pumps, hence improving awareness. Lastly, the 
program works directly with key distributors to influence stocking practices, so efficient pumps are 
promoted and readily available. These distributors provide the program with data that is used to 
track adoption of efficient products, and support NEEA’s work to influence federal efficiency 
standards, which will result in a long-term impact to the entire market. Ultimately, the program 
seeks expanded federal standards that would require integrated variable speed drives and 
advanced controls for all covered pumps. 

Program Status The program advanced to Market Development in Q2 2022. 
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Table 1 – Program Overview (cont.) 
Current Market 
Barriers & 
Opportunities 

Barriers: 
• Product availability: Buyers cannot find efficient products where they typically buy pump

products.
• Product awareness: Buyers are not aware of energy performance differences between

models.
• Demonstrated product performance: Buyers are unsure of the reliability and maintenance

experience of Smart Pumps.
• Buyers select on first cost: Price-sensitive category; limited use of lifecycle cost

calculators; specifiers are disconnected from operating costs.

Opportunities: 
• Energy Rating label: Lab-tested performance that highlights energy performance

differences in one simple number.
• DOE standards: Clean water pump standard led to model changes; circulator standard

pending.
• RTF measures: Proven status for pumps measure set; deemed savings values to calculate

savings from midstream data.
• Power Drive Systems research: Suggests most applications could benefit from a variable

speed drive.
• Adjustable Speed Drive integration into pump OEM products: Smart Pumps already on

market; OEMs looking to diversify drives supply base.
Key 
Accomplishments 
to Date 

• Achieved active, sustained participation from eight Northwest pump distribution companies
who sell HI ER labeled products and share pump sales data.

• Supported and influenced HI’s ER Label Program.
• Influenced distributor sales practices; the Q2 2022 quarterly result was 27% of sales met “highly

efficient” criteria (see below), up from an average level of 21% over the prior three quarters:
o Constant load pumps with ER greater than or equal to 20
o Variable load pump with ER greater than or equal to 55
o Smart pumps
o Variable load pumps installed where code doesn't require a drive

• Leveraged anonymized XMP data to inform the DOE’s updates to the existing federal pumps
standard, which is poised to expand its scope of coverage.

• A first-ever circulator standard is close to implementation, which is poised to require
electronically commutated motors (ECMs) in all circulators.

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast 

1.9 
Cost-effectiveness varies by product class, application and horsepower. 

Energy Savings Forecast 
Total Regional Co-Created 

2020-2024 Estimate 3 – 5 aMW 1 – 4 aMW 
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Motivate participating 
manufacturers’ 
representative firms to 
preferentially stock and 
sell highly efficient 
pumps and circulators. 

Barriers: 
• Product awareness
• Product availability

• Design, implement and manage
midstream smart pump and smart
circulator bonus structures for each
participating distributor informed
by pilot assessment and learnings
from prior years.

• Provide detailed monthly reports/
analysis to all participating firms,
reviewing progress through
monthly online meetings, and
tracking progress toward efficiency
targets.

• Conduct data-focused outreach to
two or more potential new
participants, screening by sales
volume and product mix.

 Highly efficient4
market share of 25%+
by Q4

 Highly efficient
market share of
15%+ by Q4

4 Highly efficient is defined as pumps that meet one or more of the following criteria: 
- CL (constant load) pumps with ER of 20+
- VL (variable load) pumps with ER 55+
- Smart Pumps (integrated pump, motor, drive and controls)
- Non-code VL pumps 

Table 2 – Benefit & Value (cont.) 
2020-2029 Estimate 7 – 15 aMW 4 – 12 aMW 

Additional Value Delivery Savings relevant to both winter and summer peaks. 

Integrated products reduce installation labor hours. 

Auto-balancing reduces commissioning costs and complexity. 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Motivate participating 
manufacturers’ 
representative firms to 
preferentially stock and 
sell highly efficient 
pumps and circulators. 

Barriers: 
• Product awareness
• Product availability

• Design, implement and manage
midstream smart pump and smart
circulator bonus structures for
each participating distributor.
informed by pilot assessment and
learnings from prior years

• Provide detailed monthly reports/
analysis to all participating firms,
reviewing progress through
monthly online meetings, and
tracking progress toward efficiency
targets.

• Conduct data-focused outreach to
two or more potential new
participants, screening by sales
volume and product mix.

 Highly efficient
market share of 25%+
by Q4

 Highly efficient
market share of
15%+ by Q4

Raise awareness of 
energy-efficient pumps, 
the ER label, and the 
specific benefits of 
smart pumps related to 
installation and 
maintenance costs. 

Barriers: 
• Product Awareness
• Buyers Select on

First-Cost

• Solicit Program Support Proposals
from participating distributors and
award funding to the companies
and opportunities that the
program deems most likely to
increase efficient sales.

• Sponsor Hydraulic Institute training
and education programming.

• Help secondary audiences like
contractors and installers gain
more confidence in the reliability
and advantages of Smart Pumps
through relevant market education
delivered through BetterBricks.

• Complete additional in-depth case
studies about Northwest
installations of smart pumps.

 400+ contact hours
with Northwest pump
buyers/  specifiers to
educate about the ER
label and HI’s lifecycle
cost calculator by Q4

 300+ contact
hours with
Northwest pump
buyers/
specifiers to
educate about
the ER label and
HI’s lifecycle cost
calculator by Q4
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Leverage relationships 
with pump 
manufacturers, 
distributors and 
industry associations to 
benefit long-term MT 
and accelerate the pace 
of smart pump and 
variable load pump 
market adoption. 

Barriers: 
• Product awareness
• Product

performance

Opportunities: 
• Energy Rating label
• DOE Standard
• Power Drive

Systems research
• Adjustable Speed

Drive integration
into pump OEM
products

• Socialize ER Label research findings
with manufacturers and the HI to
improve their ER Label Program so
it better supports highly efficient
sales.

• Broaden the program’s
understanding of the technical
potential, non-energy benefits, and
end-user value proposition for
variable speed drives (both
integrated and wall-mounted).

• Identify data to encourage the DOE
to consider requiring dramatic
increases in efficiency (to Smart
Pump or eqivalent performance) in
a future federal standard update.

• Educate the market about the
benefits of variable speed pumping
by sharing NEEA/ NEMA Power
Drive Systems research findings
with target
audiences.

• Investigate potential for new
partnerships between variable
speed drive OEMs and pump
OEMs.

• Support Product Group strategy
development for variable speed
drives and electronically
commutated motors (ECM).

 Smart Pumps market
share of 20%+ by Q4

 Smart Circulators
market share of
15%+ by Q4

 Smart Pumps
market share of
15%+ by Q4

 Smart Circulators
market share of
10%+ by Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense 

$1,040,000 $1,167,000 Increased incentives as program 
transitions to Market Development. 

Key Assumptions Driving Budget 
Estimates 

Eight participating manufacturers’ representatives. 

Data-focused outreach/ screening of new potential participants. 

MRE research needs for XMP in 2023 are estimated at $15,000. 

Continued partnership with Hydraulic Institute on pump energy efficiency 
awareness building and pump system education activities. 

Assumes continued engagement with Pumps Systems Matters Board. 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF the economy enters a recession, 
or if supply chain issues persist 
through much of 2023… 

THEN sales of Smart Pumps and other 
highly efficient units would decrease 
as many pump buyers would select 
lowest cost options. 

• Unable to mitigate, but would
adjust budget forecast, savings
results and cost-effectiveness
estimates.

IF smart pumps, smart circulators 
and pumps with electronically 
commutated motors (ECM) do not 
achieve strong market uptake 
among pump buyers and 
engineers… 

THEN the alliance may not meet its 
MT goals and would need to identify 
alternative market shift strategies. 

• Continuously learn from research
and monthly interactions with
pump distributors to focus
resources where they will have the
biggest MT impact. Leverage
BetterBricks for market education;
work upstream with manufacturers
to ensure their product lines
include efficient options that fit all
applications; elevating NEMA/
NEEA power drive system research.

IF pump product labels do not 
achieve strong market acceptance 
among buyers and specifiers… 

THEN the alliance may need to alter 
midstream strategies to encourage 
awareness of the value of highly 
efficient pumps and circulators. 

• Use findings of ER Label Research
Study to partner with HI and
manufacturers on targeted
improvements to the ER Label
Program; support distributor
training efforts on Energy Rating;
offer educational and research
content to targeted Northwest
audiences on ER, lifecycle cost
calculators, and pump system
optimization.

IF relationships with Northwest 
pump distributors weaken… 

THEN the alliance could lose access to 
ongoing full category sales data and 
opportunities to influence pump sales 
practices. 

• Partner internally with Information
Technology on data security, Data
Services on data quality, analytics
and ease of participation, and
Market Channel management on
participant satisfaction.
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Product Group: Water Heating 
The Water Heating Product Group includes all natural gas and electric water heaters and the supply chain that 
manufactures, distributes (wholesale and retail), specifies, designs and installs commercial and residential water 
heaters and the end consumers who purchase these products. There are two programs currently in the Water 
Heating Product Group, the Efficient Gas Water Heaters (EGWH) Program and the Electric Heat Pump Water 
Heaters (HPWH) Program. 

Table 1 – Product Group Overview 

Product Group 
Vision 
(10-year) 

A world where everyone reaps the total benefits of the most efficient hot water. 

Strategic 
Priorities 
(3 to 5-year 
horizon) 

National influence: 
• Develop and implement a national strategy focused on innovative partnerships, coalition

building, raising awareness and increasing adoption (sales) of HPWH technology before,
during, and after the DOE’s final rule. Without widespread engagement and ultimately,
increased adoption, low market acceptance of the increased federal standard could put
NEEA’s long-term MT goals and savings at risk.

• Identify and maximize extra-regional opportunities for research and data acquisition
through engagement with national partners. This will allow NEEA to accurately track
against national engagement goals, potentially mitigate loss of regional data from some
manufacturers, and benefit from extra-regional market research findings.

Policy momentum: 
• Actively monitor policy activity at all levels to identify opportunities to incorporate

efficient water heating solutions, with an aim to provide data, inform processes, and
leverage NEEA’s experience in the Northwest.

• Opportunistically influence decarbonization policy to position efficient water heating as
an implementation tool.

Product solutions: 
• Conduct ongoing market analysis to identify and assess product and application gaps,

focusing on feasible opportunities for inclusion in the product group.
• Develop roadmap and revise strategic priorities to focus on expansion of the product

group beyond single family homes.
• Build out robust product plan prioritizing solutions with the most potential.
• Position Advanced Water Heating Specification (AWHS) as the gold standard for efficient

water heater performance.
Dual-fuel cohesion: 

• Develop shared market engagement plans to increase dual-fuel representation with
market partners.

• Conduct long-term planning for sharing resources between both teams once a natural gas
heat pump water heater (GHPWH) is commercially available.
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Table 1 – Product Group Overview (cont.) 
2023 Focus Areas Programs: 

• Dual-fuel: Leverage relationships to continue engaging in the DOE rulemaking, focusing
on careful coordination of natural gas and electric positions and stakeholder interactions.

• Electric:
o Remain flexible to pivot or adapt the HPWH Program interventions in response to

the outcome of the standards process (expected in Q1 2023).
o Continue to focus on supply chain engagement to drive demand in the

Northwest.
o Support installers to build acceptance and confidence in HPWH technology.
o Understand barriers to market acceptance of a new federal standard.
o Develop solutions for multifamily spaces.

• Natural gas:
o Assess market actor (manufacturers, technology developers, and utlities)

commitment to GHPWH technologies.
Codes and standards: 

• Continue to manage critical path activities to support influencing federal standard.
• Continue to engage in national model code development processes to incorporate

efficient water heating requirements.
Scanning and product management: 

• Define potential new markets (commercial, industrial, multifamily, etc.) and technologies
(split systems, lowboys, central systems, etc.) to lay the groundwork for potential future
water heating opportunities.

• Electric:
o Lab testing of wastewater heat recovery device.
o Technical support for central systems.

• Natural gas: Explore technical readiness of additional GHP technologies.
Research and data: 

• Electric:
o Research and investigate potential federal standards workarounds.
o Review the cost/ benefit to installers of complying with new federal standard.
o Continue field research to demonstrate HPWH performance and customer

satisfaction in cold climates.
o Begin MPER 7 in 2022.

Product Group 
Leverage 
Opportunities 

• Coordinate across product groups where market relationships overlap via internal distributor
and manufacturer roundtables.

• Engage with HVAC Product Group to increase visibility into water-heating related combi
developments for both natural gas and electric.

• Align Demand Response (DR)/ connected products strategies across product groups where
appropriate.

• Coordination with Motor-Driven Products Group as necessary related to circulator pumps
and/ or manufacturer outreach.
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Natural Gas Program: Efficient Gas Water Heaters (Water Heating Product Group) 
Lifecycle Phase: Concept Development 

Executive Summary – The Efficient Gas Water Heater (EGWH) Program will work to develop the market for efficient
natural gas water heating products, bring a natural gas heat pump water heater to market and ultimately influence the 
passage of a federal standard requiring residential gas storage water heaters greater than 35 gallons to have a Uniform Energy 
Factor (UEF) >1 by 2030. 

While there has been significant progress on commercialization of a GHPWH, there are no major manufacturers who have 
announced a firm date for product launch. Additionally, early learnings through the North American Gas Heat Pump 
Collaboratives (NA GHP) membership indicate inconsistent levels of support for driving GHPWH adoption. 

The program believes if there is no “line-of-sight” launch date established nor clear indication of strong and broad utility 
support for a GHPWH, future project resources could be better used on alternative products with a more certain future. To 
make informed decisions in 2024 regarding the project’s future, the program will focus on the following activities in 2023: 

• Driving product advancement and testing of leading two GHPWH technologies through co-funded projects,
• Leveraging ongoing relationships with technology developers/ manufacturers to understand certainty of

commercialization timelines, and
• Assessing utility commitment to supporting GHPWH through participation in the NA GHP Collaborative’s GHPWH

Committee and discussing internally amongst NEEA’s Natural Gas Advisory Committee.

Table 1 – Program Overview 

Market Transformation 
Theory 

Transforming the residential natural gas storage water heating market to a federal 
standard requiring UEF >1 has the technical potential to save the region more than 100 
MM annual therms. By overcoming barriers related to product development and supply 
chain adoption, NEEA can secure these savings and create lasting market change. 

Program Status The program is in the Concept Development phase. It is projected to advance to the 
Program Development phase, pending a confirmed launch date for a commercialized 
residential GHPWH. 

Path to Market 
Development 

• Work with manufacturers and technology developers to determine launch date for a
commercially available residential GHPWH.

• Identify additional GHP technologies suitable for a GHPWH and who could bring them
to market.

• Understand utility ability to support significant and rapid adoption of a commercialized
GHPWH.

Key Accomplishments to 
Date 

• Partnered with major manufacturer assessing GHPWH business case, accelerating
product advancement, and initiating launch strategy.

• Engaged three additional major manufacturers and two technology developers driving
GHPWH advancement.

• Led NA GHPWH Collaborative’s GHPWH Committee in exploring capabilities for
supporting product launch, preparing draft market tools and identifying additional
activities to prime the market.
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Drive GHPWH product 
advancement and testing. 

• Investigate opportunities to refine
existing technologies.

• Partner with technology
developers and/ or manufacturers
to demonstrate technical
readiness.

• Identify additional technologies.

 Successful
demonstration
of UEF 1.0 in lab
testing of
current versions
both absorbtion
and adsorption
technologies by
Q4

 Successful
demonstration
of UEF 1.0 in lab
testing of
current version
of one
technology by
Q4

Understand certainty of 
commercialization timelines. 

• Support manufacturer in analyzing
business case, refining product
design and testing.

• Leverage ongoing relationships
with technology developers/
manufacturers to understand
certainty of commercialization
timelines.

• Review developers/
manufacturers advanced product
quality planning framework.

 Two
manufacturers
initiating
product
advancement
and process
development
activities by Q4

 One
manufacturer
initiating
product
advancement
and process
development
activities by Q4

Table 2 – Benefit & Value 

Benefit/ Cost Ratio on 20-
Year Savings Forecast 

TBD – This program is in development and an annualized forecast is uncertain. 20-year 
total regional technical (not utility program) savings potential is 220 MM annual 
Therms. Early assumptions indicate a pathway to cost effectiveness - costs and benefits 
will be more clearly defined as the program progresses towards Market Development. 

Energy Savings Forecast 
Total Regional Co-Created 

2020-2024 Estimate 0 - 0.15 MM Therms 
(Based on potential savings from 

demonstration projects if begun in 2024) 

0 - 0.15 MM Therms 
(Based on potential savings from 

demonstration projects if begun in 2024) 

2020-2029 Estimate 
1 - 8 MM Therms 1 - 8 MM Therms 

Additional Value Delivery Learnings from development of natural gas heat pumps for water heating will be 
leveraged by both NEEA and market actors to utilize the technology for other end uses 
(combination systems, furnaces, RTUs, etc.). 
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Table 5 – Risks & Mitigations 
Key Risk Areas for 

2023 Goals 
Potential Impacts Mitigation/ Contingency Plan 

IF GHPWH 
technologies fail to 
mature and/ or be 
successfully 
demonstrated… 

THEN increased budget could be 
required to stimulate 
technology and/ or product 
advancement, or less budget 
could be used due to diminished 
opportunities. 

• Drive multiple technology developers/
manufacturers to advance GHPWH.

• Consider new strategies to stimulate technology
and/ or product advancement. 

IF NA GHP 
Collaborative 
membership does not 
choose to pursue 
development of a 
shared investment 
platform… 

THEN increased budget could be 
required to lead a similar effort. 

• Demonstrate value of this platform to Collaborative
membership.

• Continue to lead GHPWH committee.

IF policy changes 
include more bans on 
residential use of 
natural gas, 
diminishing the 
business case to 
commercialize a 
GHPWH... 

THEN the program timeline will 
be adversely affected and 
significant, additional, budget 
may be required. 

• Evaluate new strategies to influence manufacturers
technology roadmap.

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 
Annual Expense $425,000 $408,000 N/A 

Key Assumptions Driving 
Budget Estimates 

GHPWH technology developers and manufacturers continue to be engaged with the 
product and devote resources to commercialization. 

Co-funding is available for product advancement and testing projects. 

No GHPWH incentive budget is anticipated. 
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Electric Program: Heat Pump Water Heaters (Water Heating Product Group) 
Lifecycle Phase: Market Transformation 

Executive Summary – The Heat Pump Water Heater (HPWH) Program works to increase adoption of HPWHs for
emergency and planned replacements in single-family homes and influence a Federal Standard in 2023 that will require 
HPWHs for all electric storage tanks that are 45 gallons or larger. NEEA’s most recent projections identify a 20-year 
technical achievable savings potential of 412 aMW for electric water heating. Realizing this significant savings opportunity 
relies on the adoption of HPWHs for emergency and planned replacements in existing single-family homes and low-rise 
multifamily homes.  

Since 2011, NEEA has worked to transform the water heating market by overcoming several ongoing barriers against 
market adoption: 

• Supply chain is resistant to install HPWHs compared to standard electric resistance tanks,
• Existing products do not solve for all installation configurations,
• Consumers are unfamiliar with efficient water heating technologies, especially in emergency replacement

situations, and
• Federal testing procedures and standards lag behind the AWHS criteria.

The alliance’s success overcoming these barriers in the Northwest demonstrates the feasibility for broad national adoption 
of the technology and market readiness for a federal standard that requires heat pump level efficiency for most of the 
market. In January 2022, the DOE began the standards rule making process for consumer water heaters by publishing the 
Test Procedure Notice of Proposed Rulemaking and the preliminary Technical Support Document (TSD) for the energy 
efficiency standard. It is anticipated that the Notice of Proposed Rulemaking for the standard will be published in early 
2023.  

In 2023, the program will remain flexible to respond to the Notice of Proposed Rulemaking and published rulemaking. 
NEEA staff will continue to engage with manufacturers, wholesalers and retailers in the Northwest to drive demand in the 
region, support installers in gaining acceptance and confidence in installing the technology, support manufacturers in 
continued product development, and encourage utilities without programs to support regional growth. In anticipation of a 
successful rulemaking in 2023, the program will focus on understanding the barriers to market acceptance and exploring 
solutions for multifamily applications. 

Table 1 – Program Overview 

Market 
Transformation 
Theory 

To overcome barriers and accelerate the market adoption of HPWH, the alliance works to: 1) 
influence ENERGY STAR and federal test procedures to incorporate key elements of the AWHS 
thereby creating national alignment and laying the ground work for a federal efficiency standard; 
2) participate in federal standards rulemaking process by sharing data and building alignment
with stakeholders; 3) work upstream with water heater manufacturers to influence product
development; 4) train the supply chain in HPWH technology until it becomes standard practice;
and 5) continue to increase awareness and demand for HPWH among consumers on a regional
and national level. By executing these strategies to address key barriers, the program will
achieve a federal standard that shifts the majority of the market to HPWH, and achieve these
significant savings benefitting the region, and nation, for future generations.

Program Status The HPWH Program has been in the Market Development phase since 2015. 
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Table 1 – Program Overview (cont.) 
Current Market 
Barriers & 
Opportunities 

Barriers: 
• The supply chain is resistant to installing HPWHs compared to standard electric

resistance tanks in retrofit and emergency replacement applications.
• First cost is significant for many applications of HPWH.
• Product faces challenging installation scenarios; cost effective solutions for all

installations are needed, including those with space constraints.

Opportunities:  
• The DOE is undertaking the rulemaking process for a new water heating standard.
• Consumer awareness of HPWH has doubled since 2016.
• Manufacturers have developed new models and better equipment for the retrofit

market.
• ENERGY STAR is looking to NEEA to further align the AWHS and ENERGY STAR water

heating specification.
Key 
Accomplishments 
to Date 

• Increased homeowner awareness of HPWHs, which has doubled since 2016, showing
progress towards addressing a key market barrier. In 2021, more than half of surveyed
homeowners in the Northwest (57%) said they were aware of HPWHs.

• Grew HPWH installations by 30% in 2021; the current market share in the Northwest is 15%
compared to 2% nationally. The program has tracked 98,000 HPWHs in the region from 2012
to 2021.

• Published the AWHS 8.0 which includes a new specification for commercial central HPWH
products (2022).

• Heavily influenced the test Notice of Proposed Rulemaking, which reflects NEEA’s comments
and specifically references the AWHS and the research that NEEA has completed. NEEA has
been instrumental in collaborating with energy advocates and industry leaders to develop a
viable solution and path forward for DOE.

• Performed research on confined spaces that led to updated manufacturer installation guides
reducing the space requirement from 750 cuft. to 450 cuft., which includes solutions for
confined spaces that do not require expensive and time intensive ducting.

• Garnered significant support from the region in the form of utility programs with over 100
utilities offering customer incentives.

• NEEA, with findings from entities such as BPA, PacifiCorp, PGE, Xcel Energy and Southern
Company, have charted a path for a Demand Response Standard that supports Washington
and Oregon Standard for connectivity for water heaters (CTA 2045). All major OEMs and
many utilities have been involved and supported. The test harness, test method, listing
process and branding were completed at the end of 2021.

• Shaped the Air Conditioning, Refrigeration Institute (AHRI) 1430 Standard that clearly
delineates connected water heaters for 40–80-gallon sizes to be CTA 2045B.
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Increase installer 
adoption of HPWH 
in retrofit 
installations. 

Barrier: 
• Supply chain

resistant to
install HPWHs
compared to
electric
resistance
tanks in diverse
retrofit
application

• Develop, test and and deploy targeted marketing to
encourage installers to incorporate HPWH into their
mainstream business. Messaging will incorporate
research findings from 2022 and 2023 including
pricing research, confined space lab testing and
Boring But Efficient campaign result and installer
focus groups.

• Engage with one to three key installers to develop a
promotion to drive HPWH as the default technology
for retofit and emergency replacement situations.

• Leverage partnerships with distributor and
manufacturer reps, develop opportunities
(marketing support, training, spiff) to influence
installers to increase HPWH for retrofit and
emergency replacmeent applications.

• Update BetterBricks technical bulletins for installers,
developers, architects and contractors for single
family based on confined space and noise mitigation
research, installation recommendations, training,
and product.

• Conduct Cold Climate Demonstration research to
inform case studies, installation guides, and updates
to existing trainings.

 Percent of
regional
plumbers that
list HPWH on
their website
increases 10%
by Q3

 Percent of
regional
plumbers
that list
HPWH on
their
website
increases
5% by Q4

Table 2 – Benefit & Value 
Benefit/ Cost 
Ratio on 20-Year 
Savings Forecast 

1.3 

Energy Savings Total Regional Co-Created 
2020-2024 
Estimate 

19 - 23 aMW 16 - 19 aMW 

2020-2029 
Estimate 

60 - 81 aMW 46 - 65 aMW 

Additional Value 
Delivery 

Demand response capability and smart device connectivity. 

Longer warranty offering tied to AWHS. 

End consumer benefits such as dehumidification. 

Data and analysis to support Regional Technical Forum Unit Energy Savings (UES). 
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Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

Understand 
barriers to market 
acceptance of the 
proposed 
standard. 

Opportunity: 
DOE is currently 
undertaking a 
rulemaking to 
update the 
consumer water 
heater energy 
conservation 
standards 

• Explore installer creative solutions to proposed
standard. Understand path of least resistance and
cost benefit of complying.

• Update installer messaging to drive acceptance of
standard.

• Support manufacturers bringing products that
address challenging installations to be listed on QPL
through sharing market intel and providing testing
support.

 Complete
research with
installer focus
groups to
identify
barriers to
proposed
standard by Q1

 Complete
research
with
installer
focus
groups to
identify
barriers to
proposed
standard by
Q3

Explore 
appropriate 
solutions and 
applications of 
heat pump water 
heaters in 
multifamily. 

Barrier: 
• Existing

products do
not solve for all
installation
configurations

• Support manufacturers in technological
solutions for multifamily.

• Apply learnings from the challenging installs and
confined space research in understanding 
unique elements for multifamily including low 
income. 

• Explore supporting PGE and Energy Trust efforts
to test multifamily solutions in collaboration
with the SALMON project.

• Work with manufacturers to develop and
provide technical advice in the form of trainings,
installation and promotion materials for
multifamily.

• Develop market facing guides for property
owners, developers, contractors, installers, HERs
Raters and code officials.

 Two OEM
provide
technical guide
for multifamily
by Q3

 One OEM
provides
technical
guide for
multifamily
by Q4

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 

Annual Expense 
$3,468,000 $2,381,000 

Key Assumptions Driving 
Budget Estimates 

Shifting focus of interventions to installers, based on program learnings. 

Quarterly data stipends replace per unit incentives with distributors. 

Transition contracted data analysis of distributor shipment data to NEEA in-house 
analysis support. 

Planned research focused on understanding installers’ barrier to market acceptance 
of federal standard and MPER 7. 

Budget decrease is due to program strategy shifts and 
focusing interventions to address key acceptance and 
installation barriers and increase adoption of HPWH 
in retrofit applications.
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF the DOE rulemaking process 
does not result in a standard that 
shifts the majority of electric 
water heaters market to HPWH… 

THEN the program may need to 
pivot interventions based on rule 
making outcomes and provide 
additional support for the market 
in the form of education, training, 
tracking, incentives and 
engagement with OEMs and 
utilities. 

• Continue to build consensus with
advocates and industry. Participate in the
rulemaking process by providing data and
comments.

IF the shift from per unit 
incentives to data stipends do 
not result in data commitments 
from distributor… 

THEN the alliance will lose market 
insights and the ability to 
extrapolate full manufacturer 
data. 

• Ask the OEMs to provide less granular
data and ask MRE to do more detailed
interviews and data parsing.

IF the decreased focus and 
resulting reduced incentive 
budget for the distributor 
channel results in weakened 
relationships and lost traction… 

THEN the program may lose 
market insight and an important 
leverage point, if interventions 
need to pivot in response to the 
DOE rulemaking process. 

• Maintain communication with distributor
to identify lower cost opportunities to
increase HPWH in the replacement
market.



Infrastructure Program: BetterBricks 

101 | 2023 Operations Plan 

ENABLING INFRASTRUCTURE 
Enabling Infrastructure programs support regional energy efficiency by building market capability, awareness 
and demand for energy-efficient products, services and practices. NEEA’s infrastructure programs in 2023 are: 
BetterBricks and the Integrated Design Labs. The Top-Tier Trade Ally Infrastructure Program was transitioned to 
the market in 2022. 

BetterBricks Infrastructure Program 
Executive Summary – BetterBricks supports alliance programs by providing access to target market actors through
its relationships and communication channels. This allows multiple programs to leverage a central investment while 
working to overcome market barriers, such as raising awareness and generating demand for energy-efficient 
technologies in commercial buildings. BetterBricks launched in 1999 and represents a long-standing, trusted resource for 
building professionals. BetterBricks target audiences include building owners, property managers, buildings facilities 
staff, architects, designers, engineers and contractors. 

In 2023, BetterBricks will streamline and improve processes to identify, coordinate and execute market engagements 
between internal program teams and market partners. To best support the alliance’s short and long-term commercial 
building MT efforts, BetterBricks will focus on creating and disseminating relevant content after seismic market shifts 
due to COVID-19 and new city and state-wide policies. BetterBricks will ensure an audience-centric approach in all 
market engagements and communications that will further position the program as an influential and trusted resource 
for energy-efficient commercial building solutions that align with the market’s business goals. This allows the 
BetterBricks Infrastructure Program to provide additional market engagement opportunities to alliance programs 
through deeper relationships, and more effectively educate and influence the market to adopt more energy efficiency in 
commercial buildings. 

Table 1 – Program Overview 
Description BetterBricks is a centralized market engagement platform that enables alliance and funder programs 

to leverage NEEA’s extensive relationships, resources, and market knowledge in the commercial 
building market in an efficient, coordinated and streamlined manner. 

The BetterBricks platform supports alliance programs that address energy-efficient technologies and 
practices in the commercial building sector through three primary elements: 

• Market Relationships: BetterBricks is a trusted third-party, which brings both credibility and
attention to NEEA’s work in commercial buildings and helps build important partnerships that
result in consistent opportunities for programs to engage with and better understand key
segments/ audiences.

• Tools and Resources: BetterBricks creates, inventories and disseminates resources that 1)
educate the market about alliance programs’ energy efficiency solutions and associated
benefits, and 2) support the market in properly implementing these solutions.

• Communication Channels: BetterBricks maintains communication channels that allow
alliance programs to deliver targeted communications to and from target audiences using
curated messaging.
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Create new market 
engagement opportunities 
and develop deeper 
market understanding to 
support current and future 
MT efforts. 

• Support commercial building market
strategy development and execution.
Work with alliance programs and MRE
team to further segment and analyze the
Northwest commercial building market.
Identify target markets possessing
highest potential leverage for current
and future MT strategies. Compile
collective market understanding of target
markets and conduct reseach to fill
knowledge gaps.

• Engage new firms and strengthen
existing relationships. Identify and seek
new partnerships with highly influential
market leaders, such as engineering
firms, ESCOs, Energy-as-a-Service (EaaS)
providers, etc., to expand the reach and
efficacy of educational efforts.

 Identify and
partner with
three
influential
market
leaders to
engage and
educate
commercial
building
market by Q4

 Identify and
partner with
two influential
market leaders
to engage and
educate
commercial
building
market by Q4

Table 1 – Program Overview (cont.) 
Key 
Accomplish
ments to 
Date 

Over its 20+ year tenure, BetterBricks has: 
• Developed and maintained a repository of relevant energy efficiency resources available on

BetterBricks.com,
• Established important relationships among a network of energy efficiency professionals and

commercial building decision makers, and
• Successfully positioned itself as a trusted third-party to lead the accelerated adoption of energy

efficiency in commercial buildings.

Table 2 – Benefit & Value 

Value 
Delivery 

• Customer and market engagement opportunities: BetterBricks’ partnerships provide direct
program access to various target audiences through speaking engagements, training opportunities,
and messaging amplification.

• Maximize efficiencies: As an alliance infrastructure, the BetterBricks platform supports multiple
programs through a centralized investment, including Luminaire Level Lighting Controls, Extended
Motor Products (XMP), Efficient RTUs and High-Performance HVAC. BetterBricks provides
programmatic access to targeted audiences and ensures that gained understanding of audience
motivations and barriers are shared across programs.

• Energy efficiency resources: In addition to leveraging partner channels, BetterBricks is a critical
dissemination platform for alliance program tools, resources, and case studies.



Infrastructure Program: BetterBricks 

103 | 2023 Operations Plan 

Table 3 – Goals & Objectives (cont.) 
2023 Goals Critical Activities Target Threshold 

• Find and engage champions of integrated
design. Work with market champions to
develop one to three case studies and/ or
success stories that highlight the value of
efficient buildings from the market’s
perspective.

• Continue to support WA stakeholders
affected by HB 1257. Continue consulting
with regional stakeholders to provide
support where needed and gather market
intelligence.

Increase awareness, 
access, relevance and 
utilization of 
BetterBricks resources 
to move the market 
toward higher 
performing buildings. 

• Redesign BetterBricks.com. Better align site
structure to improve access to resources
among target audiences. Ensure alignment
with alliance program strategies and utility
efforts.

• Inventory energy efficiency tools and
resources. Continue efforts to scan for and
inventory top-tier energy efficiency tools
and resources. Using target market insights
(see previous goal), package and
dissemenate relevant tools via owned,
partner, and social channels.

• Develop audience-centric value propositions
and messaging tools. Informed by market
segmentation and targeting activities (see
previous goal), partner with program teams
and MRE to develop value propositions and
messaging maps that effectively align the
value of program offerings with the business
goals of commercial building decision
makers.

• Leverage social media channels. Provide
energy efficiency education and other highly
relevant content on LinkedIn and Twitter to
build awareness among target audiences.

• Improve program representation and brand
presence at events. Revamp booth and
presentation materials to better represent
multiple alliance program and  strengthen
brand awareness.

 Partner with
program
teams and/ or
market
leaders to
develop seven
new resources
specific to
whole-
building
efficiency or
integrated
design by Q4

 Partner with
program teams
and/ or market
leaders to
develop five
new resources
specific to
whole-building
efficiency or
integrated
design by Q4
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Table 5 – Risks & Mitigations 
Key Risk Areas for 2023 Goals Potential Impacts Mitigation/ Contingency Plan 

IF the commercial real estate 
market continues slow energy 
efficiency investments due to 
occupancy changes (result of 
work-from-home policies)… 

THEN relevant alliance programs 
may experience slower adoption 
of their respective products in 
commercials buildings. This could 
also increase recruitment 
challenges, and/ or postpone 
pilot projects, for programs in 
development. 

• Increase communication around the health
benefits of energy efficiency investments
(VHE DOAS and Indoor Air Quality).

• Place greater emphasis on the resiliency
benefits of energy efficiency investments in
messaging and outreach.

• Focus on areas with policy drivers that
present opportunities for energy efficiency
(City of Seattle, HB 1257, etc.).

IF the BetterBricks platform is 
not consistently leveraged by 
alliance programs… 

THEN the region’s investment 
into the platform cannot be fully 
realized, and full value will not be 
extracted. 

• Proactively plan content, engagements,
and target partner organizations with
program teams.

• Regularly check in with programs to ensure
the platform is utilized, providing value and
is easily understood.

Table 4 – Budget 
2022 Forecast 2023 Budget Variance Explanation 

Annual Expense $407,000 $460,000 N/A 

Key Assumptions 
Driving Budget 
Estimates 

Current partner sponsorships continue in 2023; new sponsorships may include AIA Montana and 
BOMA Spokane and/ or Idaho, and/ or new partner types, such as engineering firms and Energy 
Service Companies (ESCOs). 

BetterBricks.com requires a significant redesign to address a growing amount of aging content, 
and to more effectively present energy efficiency solutions by redesigning with user-centricity as a 
core design philosophy. 

BetterBricks will continue to engage and support the IDL network to gain market insights, explore 
new energy efficiency solutions, engage new partners, and disseminate resources to building 
owners and operators working towards compliance with relevant local and/ or corporate policies. 

BetterBricks will continue engaging the Washington commercial building market to promote 
alliance-supported resources and technologies via the Clean Buildings Bill early adopter incentive 
program. 
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Infrastructure Program: Integrated Design Labs 
Executive Summary – The mission of the Integrated Design Labs (Labs) is to transform the design, construction,
and operations of commercial, institutional, and residential buildings to advance energy-efficient, high-performance, 
and healthy buildings in the Northwest. Integrated Design Labs exist at Universities of Idaho, Oregon and Washington, 
and Montana and Washington State Universities. The Labs are a critical partner to alliance programs, accelerating MT 
through research, technical assistance and education, which are used by NEEA programs and market partners. 

There are two types of NEEA funding for the Labs: (1) Base Funding, which funds lab operations, such as exploratory 
research, facility and equipment costs, and/ or staff; and (2) Services Funding, which provides funds for particular 
projects or work being requested of the labs. Services funding supports NEEA’s Emerging Technology and Initiative work 
and is included in other Operations Plans and budgets. 

Table 1 – Overview 
Description The Labs are a critical source of and testing ground for emerging technologies and 

practices. They can be leveraged to support local and regional efficiency programs 
through case studies, training, testing and evaluating new technologies, building 
awareness of new programs or technologies within the design community. Designers, 
engineers and the building owners and managers they work with are a critical 
leverage point for efficient building practices across programs and they need 
resources to support their understanding and ability to implement energy efficient 
building practices. 

Table 2 – Benefit & Value 
Value Delivery • Bring solutions to rapidly emerging challenges specific to each micro-region,

feeding the emerging technology pipeline
• Influence new construction and renovation projects to cost-effectively achieve

exceptional energy performance targets and serve as a model for future buildings
and practices

• Develop and advance tools, methods, and technologies to accelerate energy-
efficient buildings through research and project-based education

• Quantify and verify energy savings from new technologies and practices
• Deliver educational programs and experiences that form the next generation of

leaders in the building industry
• Create leads and opportunities at very early phases of project development,

when efficiency can most effectively be influenced
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Table 3 – Goals & Objectives 
2023 Goals Critical Activities Target Threshold 

Influence new construction and renovation 
projects to cost-effectively achieve 
exceptional energy performance targets and 
serve as a model for future buildings and 
practices. 

• Specific activities vary by Lab and
progress is reported bi-annually to the
region. N/A N/A 

Drawing on their expertise, tools and 
relationships, the Labs’ deliver valuable 
energy efficiency resources that serve 
multiple product initiatives as well as 
funders and their customers. 

• Specific activities vary by Lab and
progress is reported bi-annually to the
region. N/A N/A 

Table 4 – Budget 2022 Forecast 2023 Budget Variance Explanation 

Annual Expense $400,000 $400,000 N/A 

Key Assumptions 
Driving Budget 
Estimates 

IDL base funding allocated in the Cycle 6 business plan ($2M total) is distributed evenly in each 
year of the cycle ($400k/ year). 

Base funding will be allocated to individual labs based primarily on the number and size of 
commercial customers in their territory, in alignment with the formula used to determine NEEA 
funders’ funding shares. 
A General Communication Task is included in service contract funding (via BetterBricks) to cover 
one all-Director meeting per year, one Product Council or other presentation to NEEA staff, and 
bi-annual reporting that is delivered to NEEA and funder stakeholders. 
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Appendix B: Scorecard 
NOTE: As of Q3 2022 

Market Transformation Metrics Target Estimate 
Market 
Transformation 
Development 
Metrics 

Electric 
Portfolio 
(aMW) 

Portfolio Advancement 600 1037 
Market Advancement 175 180 
5-year Co-Created Savings 115-152 120-17512

5-year Total Regional Savings 360-500 435-620
20-year Long-Term Market Availability >600 900 

Natural Gas 
Portfolio 
(million 
Therms) 

Portfolio Advancement No Target 80-100
Market Advancement No Target 2-7.5
5-year Total Regional Savings 11-18 4-12
20-year Long-Term Market Availability No Target 2-7.5

Validation and Additional Benefit Metrics Estimate (as of Q3 2022) 
Validation Metrics Electric Codes and standards engagement for long-

term energy savings (% regional load 
addressed)13 

55% 

Private Sector Co-Investment ($M) TBD 
Natural Gas Codes and Standards Engagement for Long-

term Energy Savings (% regional load 
addressed) 

25% 

Private Sector Co-Investment ($M) TBD 

Additional Benefits 
Metrics 

Electric 5-Year Avoided Carbon Emissions from Co-
Created Savings (Tons CO2) 870,000 - 1,250,000 

5-Year Peak Savings from Co-Created Savings
(MWp14) 65-93

Natural Gas Avoided Carbon Emissions (Tons CO2) 19,000 - 65,000 

Operational Metrics 2023 Target 
Operational Metrics Electric 

Portfolio 
2023 Budget ($ Millions) $33.2 
Administrative Budget (% total) <18% 
20-year Portfolio Benefit-Cost Ratio ≥1 
20-year Portfolio Investment Levelized Cost
($/ kWh) Report Only 

Natural Gas 
Portfolio 

2023 Budget ($ Millions) $4.1 
20-year Portfolio Benefit-Cost Ratio ≥1 
20-year Portfolio Investment Levelized Cost
(cents/ Therms) Report Only 

Organization-wide Annual Employee Retention Rate ≥88 

12 - Electric 5-year Co-Created Savings, 5-year Total Regional Savings, and 20-year Long-Term Market Availability values all exclude savings from Strategic 
Energy Management (SEM). SEM savings are reportable above the market transformation baseline; however, they were not forecasted when the Cycle 6 
business plan was developed so excluding them from the scorecard aligns with the targets. 
13 - Estimated percent of regional load that will be served with new test procedures over a 20-year planning horizon. 
14 - Source:  Northwest Power and Conservation Council ProCost model (retail value).
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Appendix C: 2023 Products in Scanning and Activities 
PRODUCT 

GROUP 
PRODUCTS 

TECHNICAL 
POTENTIAL 

ASSESSMENT 

TEST METHOD 
DEVELOPMENT 

PERFORMANCE 
SPECIFICATION 
DEVELOPMENT 

MANUFACTURER 
ENGAGEMENT 

MARKET 
MONITORING 

LAB 
TESTING 

FIELD 
TESTING 

BUILDING 
ENVELOPE 

Window Attachments X X X 
Non-glass Secondary Windows X X 
Retrofit Wall System 
Improvements  X X X 

Dynamic Glazing X 
High Efficiency Windows* X X X 
Integrated Design / 
Performance Path Code* X 

CONSUMER 
PRODUCTS 

Clothes Dryer Innovations (UV, 
Ultrasonic, others)  X X X 

NEEA Field Laundry Study* X X 
Thermo-electric HP Dishwasher X X X X 
Commercial Laundry Innovation X X X 
Commercial Cooking X X X X X 
Induction Cooktops X X 
Displays/ Monitors* X X X X 

HVAC Variable Speed Heat Pumps* X X X X X X 
Alternative Refrigerants X 
Micro Heat Pumps* X X X X X 
Heat Pump Commissioning 
Products*  X X X 

Hybrid Heating Systems (Gas / 
Electric) X X X 

High Efficiency Dedicated 
Outdoor Air Systems* X X X 

Efficient Roof Top Units* X X X 
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PRODUCT 
GROUP 

PRODUCTS 
TECHNICAL 
POTENTIAL 

ASSESSMENT 

TEST METHOD 
DEVELOPMENT 

PERFORMANCE 
SPECIFICATION 
DEVELOPMENT 

MANUFACTURER 
ENGAGEMENT 

MARKET 
MONITORING 

LAB 
TESTING 

FIELD 
TESTING 

Air Quality Monitoring and 
HVAC Control*  X X 

Cold Temperature Heat Pumps* X X X X X X 
Thermostats X X 
Radiant Heating/ Cooling* X X X 
Energy and Heat Recovery 
Ventilation*  X X X X 

Inverter Driven Packaged 
Terminal Heat Pumps X 

Gas Heat Pump X X X X 
Heat Pumps for Manufactured 
Homes* X X X 

Duct Sealing X X 
Combination Space and Water 
Heating (Combi) X X X X 

LIGHTING Zonal Lamp Control & HVAC X 
Intelligent Buildings (AI) X X X 
Network Lighting Controls X X 
Residential Lighting Controls X X X 
Outdoor Luminaire Level 
Lighting Controls* X X X X X 

MOTOR-
DRIVEN 
PRODUCTS 

XMP – Pumps* X X X 
Power Drive Systems X X X X 
Advanced motors X X 
Fans* X 

WATER 
HEATING 

HPWHs for Challenging Installs* X X 
Demand Response Enabled 
Water Heaters*  X 

Mid/ Large Scale Multi-Family X 
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PRODUCT 
GROUP 

PRODUCTS 
TECHNICAL 
POTENTIAL 

ASSESSMENT 

TEST METHOD 
DEVELOPMENT 

PERFORMANCE 
SPECIFICATION 
DEVELOPMENT 

MANUFACTURER 
ENGAGEMENT 

MARKET 
MONITORING 

LAB 
TESTING 

FIELD 
TESTING 

Low-rise Multi-Family Water 
Heating X X 

Commercial Water Heaters X X X X 
Hybrid (dual-fuel) Water 
Heaters  X X 

Drain Waste Heat Recovery X X X X 
Gas Heat Pump Water Heating 
(GHPWH)* X X X X X 

* Denotes work that directly supports an existing NEEA program
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Appendix D: 2023 Market Research and Evaluation Calendar 
PRODUCT GROUP DELIVERABLE NAME DURATION OF RESEARCH END DATE 

BUILDING ENVELOPE High-Performance Windows Manufacturer Research January 2023 - June 2023 July 2023 

CODES AND 
STANDARDS 

Montana New Commercial Construction Code Evaluation May 2022 - November 2023 December 2023 

Washington New Residential Construction Code Evaluation July 2022 - December 2022 January 2023 

High CRI Bulb and Commercial Kitchen Equipment OR & WA 
State Standard Evaluations August 2022 - April 2023 May 2023 

Residential and Commercial Codes Market Progress 
Evaluation Report (MPER) #2 September 2022 - March 2023 April 2023 

Montana New Residential Construction Code Evaluation November 2022 - May 2023 June 2023 

Portable Air Conditioners Standard Influence Evaluation November 2022 - July 2023 August 2023 

Industrial Air Compressors Standard Influence Evaluation November 2022 - July 2023 August 2023 

Idaho New Residential Construction Code Evaluation November 2022 - September 2023 October 2023 

Idaho New Commercial Construction Code Evaluation May 2023 - November 2024 December 2024 

Residential and Commercial Codes MPER #3 October 2023 - March 2024 April 2024 

CONSUMER PRODUCTS 

Retail Products Portfolio MPER #2 July 2022 - March 2023 April 2023 

Participating Retailer Market Size Review April 2023 - July 2023 August 2023 

Sound Bars Influence Assessment & Baseline Review May 2023 - September 2023 October 2023 

Televisions Savings Calculation Review June 2023 - August 2023 September 2023 

HVAC 

Dual-Fuel and Gas Heat Pump Market Research November 2022 - June 2023 June 2023 

Efficient Roof Top Unit MPER #1 June 2023 - December 2024 December 2024 

High-Performance HVAC MPER #1 June 2023 - December 2024 December 2024 
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PRODUCT GROUP DELIVERABLE NAME DURATION OF RESEARCH END DATE 

Ductless Heat Pumps LTMT, Year 3 August 2023 - December 2023 December 2023 

Efficient RTU Key Assumptions Review September 2023 - December 2023 December 2023 

HP HVAC Key Assumptions Review September 2023 - December 2023 December 2023 

Variable Speed Heat Pump Baseline and Key Assumptions 
Review January 2023 - March 2023 March 2023 

LIGHTING Luminaire Level Lighting Controls MPER #2 September 2022 - June 2023 July 2023 

MOTOR - DRIVEN 
PRODUCTS 

Commercial Adjustable Speed Drives Market Penetration 
Research September 2022 - March 2023 April 2023 

Efficient Fan Systems Market Characterization January 2023 - August 2023 September 2023 

Commercial and Industrial Adjustable Speed Drives Pre-
Launch Market Research April 2023 - August 2023 September 2023 

Efficient Fan Systems Manufacturers’ Representative 
Regional Market Share Research July 2023 - November 2023 December 2023 

Extended Motor Products MPER #1 November 2023 - May 2024 June 2024 

Efficient Fan Systems Baseline Forecast Review November 2023 - February 2023 March 2024 

NEW CONSTRUCTION Manufactured Homes MPER #2 (Transition MPER) October 2023 - June 2024 July 2024 

WATER HEATING 

Bridger View Housing Development Market Research October 2021 - September 2023 September 2023 

Heat Pump Water Heater Cold Climate Installation 
Observations 

June 2022 - September 2023 September 2023 

Boring but Efficient Awareness Campaign Pre-Post Survey July 2022 - October 2023 October 2023 

Water Heater Installer Focus Groups October 2022 - May 2023 May 2023 

Cost Benefit Model Review November 2022 - March 2023 March 2023 

Heat Pump Water Heater MPER #7 January 2023 - October 2023 October 2023 
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Appendix E: 2023 Marketing Calendar 
Legend 

Upstream marketing activity 
Downstream marketing activity per RPAC definition *NONE IN 2023

NEEA 2023 PRODUCTS MARKETING OVERVIEW   
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

HEAT PUMP WATER HEATERS (HPWH) 

Support installer key accounts (through trainings, marketing 
support, incentive programs) 

Ongoing 

Create marketing content for partners to leverage Ongoing 

Review and refresh HotWaterSolutionsNW.org 

Optimize email marketing program in support of 
distributor/ installer education  

Monthly newsletter distribution 

Support indirect consumer awareness work through partners 

EFFICIENT GAS WATER HEATING (EGWH) 
Support bringing new gas heat pump water heater product to 
market by offering strategic marketing consultation 

Ongoing 

EXTENDED MOTOR PRODUCTS (XMP) 
Develop and distribute case studies to support education and 
awareness  

Ongoing 

Create and curate XMP resources for BetterBricks to facilitate 
market promotion of smart pumps  

Ongoing 

Produce promotional materials to support distributor trainings and 
outreach  

As opportunities arise 

Support proposal submissions and speaking opportunities for 2023 
trade industry conferences 
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NEEA 2023 INTEGRATED SYSTEMS MARKETING 
OVERVIEW 

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

LUMINAIRE LEVEL LIGHTING CONTROLS (LLLC) 

Develop and promote case studies and early adopter profiles with 
earned media outreach  

Ongoing 

Create content (e.g., case studies, early adopter profiles) to educate 
specifiers and designers about LLLC’s business value  

Support as needed 

Target influential industry organizations with training and 
educational resources that reinforce LLLCs’ relevance for lighting 
professionals (designers, specifiers, and installers) and their 
customers  

Ongoing 

Support development and promotion of LLLC webinars, industry 
events, and speaking opportunities  

As opportunities arise 

HIGH-PERFORMANCE HVAC 
Support supply chain training (presentations, handouts, 
communications)  Ongoing 

Raise supply-side and owner awareness through outreach, 
education, and training materials (collateral, tools/ resources) 

Ongoing 

Promote awareness of system design through the BetterBricks 
platform and market partners  

Ongoing 
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NEEA 2023 INTEGRATED SYSTEMS MARKETING 
OVERVIEW CONT. 

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

EFFICIENT ROOFTOP UNIT (Efficient RTU, GAS) 

Create awareness materials and promote through the BetterBricks 
platform  

Support product education and training 

HIGH-PERFORMANCE WINDOWS 

Develop and publish marketing pieces (e.g., case studies, articles) 
to build awareness and relationships with targeted audiences  

Ongoing 

Develop and implement residential windows marketing plan 
to drive manufacturer adoption  

Ongoing 

Provide ongoing support for PAWS website Ongoing 

BETTERBRICKS PLATFORM 

Redesign BetterBricks.com to improve access to resources among 
target audiences  

Build audience-centric value propositions and messaging tools to 
strengthen brand awareness and understanding  
Develop and curate energy efficiency resources (e.g., case studies, 
tools, events) and disseminate across owned and partner channels 

Ongoing 

Support trade industry conference sponsorships As opportunities arise 

Optimize BetterBricks email marketing program  Monthly newsletter distribution 

Support training and educational efforts with partners (e.g., 
Integrated Design Labs, New Buildings Institute, BOMA chapters) to 
promote whole-building efficiency or integrated design content  

Ongoing 
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NEEA 2023 NEW CONSTRUCTION MARKETING 
OVERVIEW 

JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

RESIDENTIAL NEW CONSTRUCTION 
Update BetterBuiltNW.com with case studies, reports, events, and 
resources  

Support as needed 

Optimize BetterBuiltNW.com and mid-stream industry email 
marketing program  

Support as needed 
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