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SUMMARY

Pacific Northwest Laboratory (PNL) prepared this Resource Handbook on Low-
Income Residential Retrofits for the Office of State and Local Assistance Pro-
grams of the U.S. Department of Energy (DOE). The purpose of the handbook is
to provide technical assistance to state grantees participating in the Part-
nerships in Low-Income Residential Retrofit (PILIRR} Program. The grantees,
in turn, may use the materials with partners in implementing their projects.

PILIRR is a demonstration program aimed at identifying innovative, success-
ful approaches to developing public and private support for weatherization of
Tow-income households. The program reflects the basic concept that responsibii-
ity for financial support for conservation activities such as low-income resi-
dential retrofitting is likely to graduaily shift from the DOE to the states
and the private sector.

In preparing the handbook, PNL staff surveyed over 50 programs that provide
assistance to low-income residents. The survey provided information on factors
that contribute to successful programs. PNL also studied the winning PILIRR
proposals (from the states of Florida, Iowa, Kentucky, Oklahoma and Washington)
and identified the approaches proposed and the type of information that would
be most helpful in implementing these approaches. These findings shaped the
format and content of the resource handbook. The first section describes key
factors affecting participation in a low-income residential retrofit program,
Those factors include:

Developing partnerships. Forming partnerships or coalitions among several
organizations or among organizations and local government is beneficial to a
successful PILIRR program. In this way 1t is possible to achieve benefits
that a single organization could not provide.

Marketing strategies. Systematic organization and direction of activities
are required to accomplish measurable and realistic goals for generating
support,

Promotion. Effective ways must be developed for targeting participants
and obtaining support for low-income programs.

Utility roles. The reliance on utility participation is universal but
it is important to realistically gauge the type and level of support available.

Problems and opportunities in retrofitting rental housing. Rental housing
represents a substantial portion of the low-income households. However, until
now this segment of the housing sector has been largely overlooked in energy
conservation efforts. Landlord participation in retrofit programs needs to
be improved in order to include these participants in low-income programs.

The second section of the handbook focuses on the main categories of
nonfederal low-income residential retrofitting:



Utility programs. Fifteen utility programs were reviewed. Their services
include home energy audits and antifiltration measures such as weatherstrip-
ping, caulking, and insulation,

Nonprofit programs. Six nonprofit organizations were identified that
have undertaken programs to help low-income residents weatherize their homes.
These organizations primarily offered strictly low-cost measures that reduce
air-infiltration.

State programs. Nine state programs and one city program were identified
as being designed to deliver weatherization services to low-income households
without the use of federal funds. These programs involved the cooperation
and assistance of nonprofit organizations, utilities, and other state offices.

Business spin-offs. Nine organizations have used business spin-offs to
support low-income conservation efforts. The types of spin-offs ranged from
the fabrication of wooden windows to a thrift shop where elderily residents of
a community donate time and unwanted possessions to a "worthwhile cause."

Some businesses produced items used only in the weatherization program whereas
others marketed their products to individuals and businesses in the community.

while the circumstances associated with each nonfederal program are some-
what unique, several obvious patterns of experience provided some insight
into essential program characteristics. The factors that appear to contribute
to the success and sustainability of programs include having a motivated
director, developing an effective network, and providing incentives to
participation.
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I. FACTORS AFFECTING PARTICIPATION



The topics included in the first section of the handbook were selected
because they represent related elements common to most of the proposed state
programs to be developed and imptemented through the PILIRR grants. The com-
mentaries that have been provided on these topics are not intended to reflect
the full extent of current knowledge, but to serve as summaries and "jumping
off" points for further discussions at the PILIRR workshop.


































































fundraising experience, other nonprofit organizations in the area may be
able to help determine reasonable expectations. The announced goal or
target should be low enough so that it can be achieved if no unexpected
probiems occur. Once an organization successfully reaches a fundraising
goal, it will be easier to find people to help during the next fundraising
activity and it will increase the public's confidence in the organization's
Jjudgment.

3. Keep spending to a minimum - When trying to solicit funds it is important
to keep spending at a minimum. Members of an organization may have busi-
ness or foundation relationships that can be used to solicit materials
and funds. Also, a letter from someone of prominence from the organization
or from the general public will help when approaching a business or foun-
dation for assistance. A letter or personal contact should include the
benefits of the donation not only to the organization but to the contrib-
utor, However, if possible, businesses or foundations should be approached
in person or by telephone rather than through a letter. It is more dif-
ficult to turn down a person than it is to ignore a letter.

4. Evaluate the fundraising efforts - A fundraising effort should be evaluated
during the campaign and at its conclusion. An accounting system should
be set up to track all costs incurred. Also, the different fundraising
activities should be itemized in order to evaluate the effectiveness of
each. This will help in planning the next fundraiser, in deciding what
to try again the next time, and in making improvements. Talk to everyone
involved in the fundraising activities and get their opinions and sug-
gestions on how to do it better the next time.

5. Acknowledge the workers - It is extremely important to thank everyone in
the organization who contributed time and effort to the fundraising pro-
ject. This can be done informally such as a simple thank you, or formally
such as a banquet. (This will be discussed more in the next section of
this chapter.) It is also extremely important to thank the businesses
and foundations that contributed in some way. This can be done in a
letter, phone call, or possibly in an article in the local newspaper.

For example, Westside Energy Coop in Denver, Colorado, gives private
companies and nonprofit organizations a certain amount of space on a
promotional sign or billboard, depending on the amount of funds donated
or the number of volunteers in attendance from the group. The space is
intended to recognize their donations of money and/or manpower. Depending
on the contribution, an organization can provide the contributor with
detailed information about the gift for tax purposes. Progress letters
can also be sent to the contributors to let them know how their contribu-
tion is being used. Developing an ongoing relationship will benefit the
organization over the years to come.

Fundraising Targets

An organization can direct its fundraising activities at various markets.
The rest of this section will focus on three major target markets: individuals,
foundations and corporations.
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Individuals. Individuals are by far the largest source of charitable
donations, accounting for over 80% of donations made each year (Kotler 1982}.
Almost everyone makes a contribution to one or more organizations each year.
The amount donated will vary by an individual's age, education level, income,
sex and other characteristics. According to Kotler (1982), relatively more
money is donated by “high-income people, people in their middle years, and
people of high education." Therefore, an organization should consider these
characteristics when segmenting individuals according to their "giving poten-
tial." Fundraising activities can be developed to solicit different levels
of funding from different segments of the population. For example, an auction
is an excellent way to receive large donations from individual givers. Fre-
quently, organizations segment their target markets into three groups: small,
medium and large donors.

An organization should consider several factors when selecting the types
of fundraisers most appropriate for the organization:

1. Size of the project - The larger the organization, the bigger the fund-
raiser can be. For example, a small group might be wise to consider
small fundraisers such as bake sales, book fairs, or car washes. However,
a relatively large, established group might want to consider an auction,
golf tournament or a talent show, If this is the group's first fundraiser,
it may be best to start small and gain some experience before “tackling”
a large project.

2. Number of promotional projects - This will also depend on the size of
the organization. Large organizations may only want to undertake one
large annual project that is targeted to wealthy individuals in the com-
munity., A formal dinner and dance in combination with an auction might
be one example of a large project that would involve a lot of planning
and people in order to be done successfully. On the other hand, a small
group may want to plan several small projects during the year that would
not require much financial investment yet still have a good chance for
financial success., This would also be good advice for a group that has
never been involved in fundraising activities,

3. Interests of the group - Before one or more fundraising projects are
selected, the members of an organization should confer to determine their
interests. An ideal situation would be to 1ink fundraising activities
with the activities of the organization's programs. An excellent example
would be the "Caulk-a-thon" conducted by Westside Energy Coop in Denver,
Colorado. Volunteers promote the event using several methods, such as
asking people to put bumper stickers on their cars., While doing this,
the volunteers are also soliciting for contributions of funds or volunteer
hours. Volunteers are also trained to do caulking in the low-income house-
holds. Businesses in the community are solicited for donations of mate-
rials and funds.

There are many types of fundraising projects an organization may choose
to undertake. The projects can be relatively small and involve little initial
investment, such as selling a service 1ike washing cars at a gas station or
selling tickets for a food bazaar. Or, a fundraising project can be quite
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large and require a substantial prior investment by the organizations. This
might involve holding an auction or sponsoring a show with big name
entertainment.

Many other types of fundraising activities are possible. It is more a
matter of how creative an organization can be. Whatever the activity, effective
marketing is a very important factor in the activity's success. Marketing
activities can be useful for recruiting volunteers, soliciting materials and
money, bringing people to the event, and promoting good public relations.
Some of the promotional materials that are available include posters, flyers,
bumper stickers, exhibits, billboards, balloons, and envelope stuffers. Free
publicity from local newspapers, radio stations, service clubs, churches and
businesses may also be available. Word of mouth should be the number one
marketing method. Most fundraising experts will claim that this can be one
of an organization's most valuable marketing techniques. Several books about
fundraising are listed below; these and other similar materials may be good
resources for fundraising at the community level:

Fund Raising for the Small Organization by P. Sheridan (1968)

The Grass Roots Fundraising Book: How to Raise Money in Your Community
by J. Flanagan (1977)

Handbook of Special Events for Non-Profit Organizations by E. Liebert and
B. Sheldon {1972)

Eund Raising: A Guide for the Non-Profit Organizations by N. Pendleton
1981}

Dollars and Sense: A Community Fund Raising Manual for Women's Shelters and
Other Non-Profits by Western States Shelter Network (1982)

Foundations. Foundations are nonprofit organizations that have been set
up to give money to worthwhile causes. They can be classified into the fol-
lowing categories:

1. Family foundations - set up by wealthy individuals to support a limited
number of activities of interest to the founders. Typically, family
foundations do not have permanent offices or full-time staff members and
therefore usually are not included in foundation directories. Generally,
decisions are made by family members and/or counsel,

2. General foundations - set up to support a wide range of activities and
usually run by a professional staff. They can include the extremely large,
well-known organizations such as the Ford and Rockefeller Foundations,
which support a wide range of causes and give most of their money to
large well-established organizations. Or, they can include more special-
ized general foundations that give money to a particular cause, such as
health (Johnson Foundation) or education {Carnegie Foundation).

3. Corporate foundations - set up by corporations and allowed to give away
up to 10% of the corporation’s adjusted gross income,
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4. Community foundations - set up in cities or regions and typically cen-
tralized under community management. The grants are usually restricted
to the Tocal area.

Currently, there are over 26,000 active grant-making foundations in the
United States. However, most of these have rather small assets. Approximately
15% of the foundations account for over 90% of all grants. Some sources state
that the acceptance ratio among larger foundations is about one in ten, whereas
some small foundations accept most of the appiications they receive. With the
proper planning, an organization can select the few foundations that would be
the most 1ikely to support its given project or cause,

Fortunately, many good resources are available to do research on founda-
tions. The best single resource is known as the Foundation Center, a nonprofit
organization with research centers in New York, Washington, and Chicago, which
collects and distributes information on foundations, The primary publication
of the Foundation Center is the Foundation Directory (1981), which is revised
every few years and can be found in most public libraries. The directory
1ists over 2500 foundations that either have assets of over $1 million or
award grants of more than $500,000 annually. The directory describes the
general characteristics of each foundation, such as type of foundation, types
of grants, annual giving level, officers and directors, location, particular
fields of interest, and contact person. The directory also contains an index
of field of interest, listing the foundations that have a stated interest in
each field and whether they gave money to that field last year.

Several other publications produced by the Foundation Center include:

1. National Data Book - Brief descriptions of over 26,000 foundations.

2. Source Book Profiles (1981) - A loose-leaf subscription service with in-
depth analyses of 1,000 major foundations.

3. Foundation Grants Index Bimonthly - An annual index that lists by founda-
tions, subject, state and other groupings, and the grants that have heen
given in the past year.

As previously mentioned, many requests for foundation grants are declined.
Requests may be denjed for a number of reasons, such as there are not enough
funds to go around, the application falls outside the foundation's field of
interest, or the application was poorly prepared. Because of the competition
for foundation money, an organization requesting a grant should do all of the
necessary homework before submitting a proposal.

Nonprofit organizations will have the most success in getting a grant if
they try to find foundations that have interests similar to their own. It is
also important to look for foundations that regularly award grants approximately
the same size as what the organization is requesting. Too often a smali non-
profit organization will send a proposal to the Ford Foundatfon because it
would like the support of a well-known foundation. However, the Ford
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Foundation only accepts about 1 out of every 100 proposals and may be less
inclined to heilp a small nonprofit organization than would a more regional or
specialized foundation.

After an organization gathers information about several foundations'
programs that might have high interest in its project, the organization should
try to qualify its level of interest before investing a Tot of time in preparing
a grant, Foundations should be willing to respond to a lTetter of inquiry,
phone call or possibly a personal visit to tell an organization how interested
they are Tikely to be in a project. Based upon this information, the number
of foundations on an organization's list can be further reduced to those most
appropriate to the organization's goals and programs.

Each foundation should be contacted to see if they have a specific appli-
cation and/or format that a proposal should follow. Most proposals will require
the following information:

1. cover letter briefly describing the proposal
2. the problem an organization is attempting to solve
3. background of the organization and previous accomplishments

4. amount requested

5. plan and schedule for raising other funds to supplement the grants and
to accomplish the objectives of the organization

6. personnel working on the project and their resumes

7. budget for the project

8. method for evaluating the project

9. the financing that the organization will use after the grant ends.

When writing the proposal, an organization should be aware of the criteria
that the foundations may use to evaluate it. Many foundations describe their
criteria in their annual reports or they can be inferred by reviewing past
proposals that they have supported. According to P, Kotler (1982) in Marketing

For Non-Profit Organizations, the following are some of the most common criteria
used by foundations to evaluate proposals:

1. the importance of the project
2. how worthwhile or needy an organization is

3. the ability of the organization to use the funds effectively and
efficiently
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4. how much the foundation wil] benefit from supporting the proposal
5. how important it is to satisfy the person(s) who submitted the proposal.

If an organization can find out which criteria are most important to the
foundation, the organization can emphasize those features in the proposal.
For example, if the foundation places greatest emphasis on how much they will
benefit from supporting the proposal, the organization should thoroughly
describe the various benefits of that grant to the foundation.

Corporations. Business organizations are another source of funds for
nonprofit organizations. By law, business organizations are allowed to give
up to 10% of their pre-tax income as charitable contributions. However, in
the past, yearly contributions have been only approximately 1% of their pre-tax
earnings (Dermer and Wertheimer 1982). There are some important differences
between foundation and corporate giving that should be kept in mind when decid-
ing how to target fundraising. Making charitable contributions is a major
activity for foundations as opposed to corporations, where it is a minor activ-
ity. The amount given by corporations will vary with the level of their current
and expected income. Corporations will also be more concerned with the personal
benefit they can expect from their grants. Corporations are also in a position
to offer gifts other than money. For example, a business can be approached
for goods (materials for weatherstripping), services {asking a utility to
evaluate a percentage of the audits done by subcontractors) or space (use of
a conference room for monthly meetings involving several nonprofit
organizations).

There are numerous reasons why corporations make donations of money or
materials to nonprofit organizations. Those reasons should be considered
when an organization is setting up a fundraising campaign. Generally, a cor-
poration will only support an organization if it is in their own best self-
interest. Some businesses may make donations to gain acceptance by the public
for their products or services or to better their image in the local community.

Most recently, the federal government has been encouraging private busi-
nesses to help support public programs. This has been particularly true as a
result of the federal budget cuts in social services during the late 1970s.
The Reagan administration has strongly advocated businesses to help fill the
gap where public programs are no longer funded through government grants and
programs.

To increase the chances of receiving a corporate donation, an organization
must do the same kind of research as required for a foundation grant. Some
of the information that should be collected on potential businesses includes:

1. corporate name, address, zip code, telephone number, major products pro-
duced or services provided, office locations, and earnings record

2. names of key individuals, such as the chairman, president, senior officers,

public affairs officer and others involved in the actual selection of gift
recipients
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3. the type of grants or materials they have donated in the past, recipients
of grants or materials, and amounts given to similar organizations.

Like foundations, many sources of data are available on corporations. Some
of the sources recommended by the Public Service Materials Center include:

1. Standard & Poor's Register of Corporations, Directors and Executives
contains data on some 37,000 U.S. and Canadian corporations and 75,000
executives.

2. Dun & Bradstreet Million Dollar Directory - lists over 75,000 firms with
a worth of at Teast one million dollars,

3. Dun & Bradstreet Reference Book - lists over 100,000 companies.

4. Director of Corporate Advertisers - lists 17,000 advertiser companies,
arranged by industry categories.

5. Thomas Register of American Manufacturers - a directory of manufacturing
firms by products.

Several other sources for information can he obtained from industry associa-
tions, business groups such as Chambers of Commerce, National Association of
Independent Business, business journals, daily newspapers and newsletters.

The importance of segmenting a market and identifying the appropriate
target market was covered earlier in this handbook. By identifying its target
market, an organization or state office can concentrate its efforts on cor-
porations that offer the greatest chance for success in terms of recruiting
funds or materials. Some of the factors to consider when identifying the
target market of corporations include:

1. Local business - Businesses located in the same geographic Tocation as
the organization would be an excellent prospect. The business may already
be somewhat familiar with the organization, and any contributions given
could be advertised locally.

2, Related activities - Businesses that are involved in activities that are
related to the organization will be good targets. A business that manu-
facturers storm windows may be much more inclined to make a donation or
provide materials than a business that manufactures computers.

3. Prior donations - Businesses that requlariy make donations to nonprofit
organizations will be much easier to reach than businesses without a
history of making donations. This does not mean that an organization
should not approach businesses that have not donated in the past, only
that the success rate may not be as high.

4. Personal relationships - An organization should check with its members

to find any possible relationships with local businesses. An established
relationship can help in deciding how to approach a business.
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Once an organization has decided on the businesses it wants to recruit for
funds or materials, an appropriate approach must be chosen. Larger corporations
may require a specific proposal similar to those required by foundations.
Smaller business may only require a letter or phone call. In either case,
researching the business will help to decide this.

Developing a Volunteer Program

Some important differences hetween paid employees and volunteers need to
be considered. One difference is that a volunteer is donating his/her time
and effort and therefore can also choose the amount of time that will be devoted
to the organization. Also, the volunteer normally will not have the training
and experience that a paid employee will have. Volunteers are usually motivated
by the cause itself, the purposes, and goals of the organization rather than
the specific tasks he/she may be asked to do. Therefore, a volunteer may do
a task not because he/she necessarily enjoys doing it, rather because he/she
beiieves in the goals of the organization.

Volunteers have certain needs and expectations that should be recognized
by an organfzation. These needs and expectations can best be explained by
looking at some of the reasons given by people for doing volunteer work:

1. gratification from helping others, which in turn can enhance their own
self-worth

2. a source for stimulation and socializing

3. training and work experience, especially for students and women who have
been homemakers but intend to re-enter the work force.

These reasons or "benefits" can be emphasized and used in a promotional
campaign to recruit volunteers. It should be remembered that these volunteers
are the target market of the organization's promotional efforts {to recruit
volunteers). As mentioned earlier in this handbook, the needs or benefits of
the target market which, in this case, are those listed above, are the backbone
of any marketing effort. Recruiting volunteers is the first step. It is
important to have a carefully planned volunteer program in order to help main-
tain their support.

Organizations that are going to use volunteers should develop a program
specifically geared to volunteers just as a company would develop a program
for its employees. A successful plan might consist of the following parts:

planning
recruitment
training
management
recognition.

Each of these parts is discussed in the following subsections.
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Planning

Good planning can help develop a good volunteer program and avoid many
unpleasant problems., Ideally, the organization would want to have a coordinator
or manager for the volunteer program. This person would be responsible for
the actual program and serve as a liaison between the volunteers and the rest
of the organization. The coordinator or those involved in developing the
volunteer program should consider several of the following factors when devel-
oping the overall plan:

How many volunteers are needed?

What skills are needed?

When are the volunteers needed?

How much money 1s necessary to recruit and support the volunteers?
What type of an attrition rate can be expected?

Recruitment

When recruiting volunteers, it would be helpful to develop one or more
job descriptions for the tasks that volunteers will work on. The job descrip-
tion will help the volunteers know what roles they will be expected to fulfill
and will help them decide if their skills, interests, and time limitations
will match with what is needed by the organization.

Several methods of recruiting volunteers have been used successfully by
many organizations. Some of the more effective methods include:

1. Word of mouth - This method has probably been more effective than any
other method, especially with an established volunteer program. Volunteers
who are happy with their work will want to tell their friends and acquain-
tances about their efforts,

2. Presentations at service groups and associations - The volunteer coor-
dinator or volunteers who have been with the organization for a while
are good candidates to talk about volunteering to organizations such as
the Chamber of Commerce, Elks, Rotary, Kiwanis, business associations and
other neighborhood groups. Many of these groups are willing to become
involved in such a project but are unaware of the kinds of low-income
assistance programs that are operating. Letters explaining a program's
operation can he sent to these local groups to get volunteer support,

3. Churches - Church leaders can be recruited to approach their members
about an organization's need for volunteers. Many church groups are
involved in lTow-income residential retrofitting efforts, particularly as
a source for volunteers,

4, Senior citizens programs - Senior citizens can make excellent volunteers
because many have a Tot of time and a desire to still be productive and
made to feel needed. Senior citizens work especially well in the many
programs that target elderly residents, because they make the recipients
feel more comfortable interacting with others in their own age group.

3.17



One example of seniors working well with their peers is the Hand in Hand
program, established by the Oklahoma Gas and Electric Company.

5. Volunteer centers - The United States has approximately 380 volunteer
centers that serve almost 100,000 private organizations and public
agencies. Volunteer centers refer or place an estimated half a million
volunteers each year. Volunteer centers are usually engaged in several
of the following activities:

e volunteer recruitment/referral/placement
e consultation and training

¢ promotion of the meaning of volunteering and the benefits to
community and volunteer

¢ recognition of volunteer efforts in the community
e resource information on volunteering

e program development and community planning

s program administration and support.

Volunteers centers are listed in the phone book, or the National Velunteer
Center in Arlington, Virginia, can be contacted for a listing of local
Volunteer centers.

6. Newspaper - Articles about a volunteer program or letters to the editor
are an excellent way to market the need for volunteers. Newspapers also
provide a way for thanking volunteers. Generally, newspapers like to
cover special events in the community as special human interest stories.

7. Brochures/flyers - Brochures and flyers can be distributed door to door,
sent to organizations that may have members interested in volunteer work,
or left at businesses, libraries, grocery stores, or any other place where
targe numbers of people may visit. Utility programs rely extensively on
flyers or “"stuffers" that are sent along with utility bills to potential
weatherization recipients.

8. Television and radio - Public Service Announcements should be used whenever
possible. Local stations, in particular, are often willing to make
announcements about an organization's need for volunteers or special
events, If an organization has a large budget for recruiting, paid adver-
tisements could also be considered.

9. Open house - An open house will allow prospective volunteers to see and
Tearn about an organization and the opportunities available to volunteers,

When recruiting volunteers, the benefits they will receive from their
efforts should always be stressed, The benefits of weatherization training
can also be stressed if such training will be given,
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Training

Training may or may not be required, depending on the volunteers' skills
and the type of weatherization work to be done. However, the possibility
should be evaluated because most volunteers will not have the specific skills
required by an organization, particularly by organizations that perform the
weatherization services. Some amount of training will invariably be required
in such programs. A training schedule should be developed so the volunteer
can decide if he/she has the time to participate. More than one schedule may
be needed to include volunteers who have time restrictions. The Department
of Commerce in Indianapolis, Indiana, organized a one-year program consisting
of workshops that were conducted in 14 areas throughout the state. The work-
shops trained retired senior volunteers to teach and demonstrate several wea-
therization techniques to their peers,

Management

It has already been mentioned that a coordinator or manager would be
beneficial to a volunteer program. For example, the Senior Energy Saver pro-
gram, sponsored by the North Carolina Alternative Energy Corporation, stressed
that it is worthwhile to pay a "key" motivated and enthusiastic person to
oversee the recruitment and coordination of volunteers. The coordinator should
be able to delegate specific tasks to each volunteer and then keep track of
what work has been done., The volunteer should also feel comfortable about
approaching the coordinator to discuss problems, ask questions or present
ideas or suggestions.

The amount of management or supervision required in a program will vary
depending on the tasks involved and the level of the volunteers' expertise
with a given task. A coordinator can also help the volunteers feel important
to the organization by keeping them informed about current activities, explain-
ing why they are being asked to perform specific activities, and describing
t?e results that can be expected on behalf of the volunteers' direct or indirect
efforts,

The coordinator should also keep a file of the relevant information about
the volunteer, such as name, address, phone number, the source of referral,
task interests, an attendance record, the number of hours volunteered, and
accomplishments. Some of this information will be helpful when recognizing
the volunteers' efforts and when conducting future recruiting efforts.

Recognition

Even though recognition is mentioned last, it may be the most important
aspect of a successful volunteer program. Everyone, whether salaried or vol-
unteers, appreciates being recognized for their work. Recognition can help
promote motivation in the volunteers and therefore can reduce the attrition
rate and can help recruit new volunteers.
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Recognition can be given both formally and informally. Formal recognition
might take place annually and involve a lunch or dinner banquet paid for by
the organization. The volunteers could be recognized verbally at the banquet
and/or be presented with a certificate or pin. Recognition could be based on
number of hours voelunteered, number of projects completed, number of years
with the organization, or special efforts provided by the volunteer. Another
type of formal recegnition might be to have a "Volunteer of the Month® program
that would be based on the volunteers' efforts.

Informal recognition should be ongoing. A simple thank you or greeting
a volunteer by name can have an important impact. Other examples of informal
recognition include sending a birthday card, writing letters to the editor of
the local newspaper and other media thanking the volunteers for their assis-
tance, taking time to talk with the volunteer, inviting the volunteer to staff
meetings, and celebrating outstanding projects and achievements,
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APPENDIX A

NONFEDERAL PROGRAMS IDENTIFIED IN SURVEY

Appendix A contains descriptions of low-income residential retrofit
programs sponsored by utility companies, community service organizations,
nonprofit groups, and state or city governments. These programs were identified
through contacts made with State Energy Offices and other sources. A contact
person and organization are provided so that further information may be obtained
on the program.
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Community Energy Management
Michigan Department of Commerce
P.0. Box 30228
Lansing, Michigan 48909
Contact: Barb Chubb

{517} 373-9090

The Community Energy Management (CEM) program is sponsored by the Michigan
Department of Commerce to save energy and jobs in Michigan. The major companent
of this program is the Neighborhood Open Houses, which are held at several
locations throughout the city, usually at community centers, schools, etc.,

at differing times.

The program uses volunteers to encourage residents to take energy conservation
actions in their homes. As a demonstration tool, these volunteers are trained
to interpret thermograms (heat loss pictures of homes) that are taken of an
area before an open house is held. Residents are informed about where they
are losing heat in their homes, what actions could reduce heat loss, why they
should sign up for the residential conservation standards (RCS) audit offered
by utility companies, and how they can finance energy conservation actions.

Neighborhood Open Houses are designed to reach 25% of the homeowners in the
city. Since 1980, 2,100 volunteers each have received 6 hours of conservation
training, and about 31,000 people have heen taught about conservation through
this program. The Michigan Department of Commerce provides local CEM
coordinators with a wealth of information on how to promote these open houses
and recruit volunteers. Although this is not a low-income program, the program
mode]l and technical assistance would be of value to any program using volunteer
support,
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Operation Threshold

Community Assistance Program

120 Independence Avenue

Waterloo, Iowa 50703

Contact: Ray McIntire, W. P. Director
(319) 235-6243 or 233-7886

Operation Threshold is a traditional community action agency that is a
subcontractor for the DOE's Weatherization Assistance Program (WAP) and Low-
Income Home Energy Assistance Program (LIHEAP). The director of this agency,
Mr. McIntire, has been able to obtain additional funds that have increased

the number of homes weatherized. One such source {s utility money. Another
source is through other subcontractors who cannot fully use their funding;

Mr. McIntire requests that the funds be transferred to his project. Ffor
example, Mr. McIntire obtained funding from the area Agency on Aging for 12
roofs for aging residents. From June to November 1985, he administered $519,466
(from all sources) in energy retrofit materials and labor.

To select residents to receive program assistance, Mr. McIntire has developed

a point system that includes these criteria: elderly or handicapped; electric
heat, oil or liquid petroleum gas in the home; single-family residence or

family with small children (under age 3); and 125% of 150% low-income poverty
guideline levels., By applying point values to each applicant for each criterion
met, the requests are prioritized, which saves time in decision making.

In November 1985, Mr. McIntire expanded the agency's effort to include energy-
efficiency improvements to older mobile homes. For many years, mobile home
designs did not includg energy-conservation technology, although measures are
available to conserve energy in them and to contain energy costs. Today's
manufactured housing usually includes energy-efficient components.
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Project HELPER

Lucas State Office Building

Des Moines, Iowa 50319

Contact: John Burnquist, Program Planner
(515) 281-3268

Project HELPER--Helping Elderly and Low-Income Persons with Energy Relief--
was originally a mandate of the governor of Iowa when he was 1naugurated in
1983. The purpose of the project is to provide energy-efficiency improvements
for residents outside the DOE's Weatherization Assistance Program (WAP) limits.
The people targeted for assistance are those at or below the 150% of poverty
(DOE guidelines), particularly the elderly and handicapped. Eligibility also
may be established by a self-declaration of need.

Proceeds from the 1983 inaugural ceremonies were contributed as the seed money
to start the project. Iowa businesses and industries contribute to the project,
and Iowa utility companies participate in a check-off program that allows
customers to add a voluntary contribution to their fuel-bill payments.

Under the project, 4,000 to 5,000 residences are expected to be improved at a
cost of $16 to $50 per home. HELPER contracts with the 19 community action
agencies throughout Iowa to purchase and distribute the Tow-cost retrofit
materials to be used. The materials are 3 mii plastic, weatherstripping and
caulk and cost about $16.50 per household. Volunteer groups and community
organizations distribute and install the materials for those who cannot do it
themselves,

An ongoing statewide network of community service organizations and churches
have established a 1ist of local volunteers to assist with applications for
low-cost materials. To the greatest extent possible, funds are used within
the county where they were raised.

The key elements of the project's success are the governor's leadership, which
enables the support of the State Energy Assistance Division and the Governor's
Office on Volunteerism, and the networking with the 19 community action groups
statewide. Public support through contributions in utility bills has also
been important.
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Limited Income Energy Assistance Program

Energy Extension Service

270 Washington Street S.W.

Atlanta, Georgia 30334

Contact: Elizabeth Sparrow Robertson
(404) 656-5176

The Limited Income Energy Assistance Program was developed by the Energy
Extension Service (EES) in 1980 to provide conservation information to low-
income individuals and the elderly. This program was specifically developed
to reach residents who are not being reached through the more traditional
methods, such as mass media promotional campaigns.

The program is staffed by volunteers who are trained by the EES in conservation-
related subjects such as air infiltration, energy management, comfort factors,
money management, and heat loss/heat gain. The volunteers deliver this
information to the target audience individually in their homes or in small
groups. Volunteers are usually members of groups or organizations that have
estahblished networks for working with the elderly and low-income individuals.,
Different packages of materials have been developed to match the differing
levels of education and understanding of conservation among Tow-income groups.

This program has had a total funding of $200,000 since 1980 and has reached

about 35,000 residents. The program is expected to grow substantially in
1986 with the addition of oil overcharge funds.
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Six Points Evaluation and Training, Inc.
Office of Energy Conservation
125 W, Virginia
P.0. Box 1002
Gunnison, Colorado 81230
Contact: Marilyn Leftwich
(303) 641-3081

Six Points is a workshop/training facility for developmentally delayed adults.
During the summer of 1985, the workshop started supplementing its state funding
with the Weatherization Assistance Program contracts through the Office of
Energy Conservation. The residential retrofit work also provides a source of
job training for the workshop participants, who install the energy-efficiency
improvements.

Six Points has contracted to improve 75 homes in 1986 at a total program cost
of about $25,500. Services include weatherstripping, caulking, and installing
door sweeps, hot water heater wraps, and plastic covers for windows. Six
Points will also provide cost and effectiveness information to homeowners on
additional energy conservation measures.

The maximum expenditure per home is $300. Low-income homeowners are informed
about the available services by word of mouth, announcements at religious and
senior citizen meetings, and public service messages carried by local radio
and television stations,
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Alabama Energy Systems for Low-Income Groups
Alabama A & M University
P.0, Box 22
Alabama A & M University
Normal, Alabama 35762
Contact: Chinella Henderscn
(205) 859-7446

The Alabama Energy Systems for Low-Income Customers (AES) was a pilot program
sponsored by Alabama A & M University with a $97,033 grant from the Alabama
Cooperative Extension Service. This program began in 1979 and operated for
18 months.

The program focused on 30 "mode] families" who were given training on low-cost
energy conservation technigues. The families then served as outreach agents
to other low-income families in their communities. These model families set
up and taught energy conservation workshops to their neighbors. About 72
seminars and workshops were held during the term of the program, and over
2,500 low-income residents were reached.

Model families were identified through area social-service-type agencies that
could help identify people who had established themselves as community leaders.
The idea behind using model families was that these people would be more readily
accepted by the target audience, which consisted largely of lTow-income black
people residing in rural areas.
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Demonstration Window

Elderly/Fixed Income Weatherization Workshops

Department of Commerce

Division of Energy Policy

1 North Capitol, Suite 700

Indianapolis, Indiana 46204-2288

Contact: Dennis Harris, Program Coordinator
(317) 232-8982

Demonstration Window is a one-year state-funded program consisting of workshops
to be conducted 1n each of 14 areas designated in Indiana. The workshops

will train retired senior volunteers (from the Retired Senior Volunteers
Program) to teach and demonstrate several weatherizing techniques to their
peers.

Workshop participants will be identified through volunteers from Agencies on
Aging. Volunteers from each community or neighborhood in the designated area
will attend a workshop. The volunteers who receive training at the workshops
will return to their peer group and one-on-one will demonstrate and teach
weatherizing techniques such as the use of different types of caulking, water
flow restrictors, and water heater jacket placements; the best and most cost-
effective methods and material types; the ,pplication of heat shrink plastic

for storm windows; and the use of visqueen over windows where appropriate. Each
householder is expected to supply his/her own materials.
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I11inois Educational Pilot Program
I1Tinois Dept. of Energy
and Natural Resources
325 West Adams, Room 300
Springfield, Illinois 62706
Contact: Carol Cavanaugh
(217) 785-3412

The I11inois Department of Energy and Natural Resources (ENR) has developed an
educational program to supplement the financial assistance provided by the
I11inois federal Low-Income Home Energy Assistance Program (LIHEAP),
administered by the Department of Commerce and Community Affairs (DCCA). The
educational program consists of a ten-minute informational slide show that
discusses low-cost and no-cost conservation tips. The slides are shown to
Chicago-area clients while they wait to apply for LIHEAP assistance. These
clients are also given a free packet of energy conservation materials.

This pilot program is a partnership between ENR and DCCA and uses federal funds
from LIHEAP and the City of Chicago, which operates the I11inois LIHEAP
application centers. Two utility companies, Peoples Gas Light and Commonwealth
Edison, provide the audiovisual equipment and energy conservation packages.
Over 4,000 Chicago-area residents were expected to be served by this program
during the 1985-1986 heating season.
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Weatherize Homes In Portland (WHIP)

State Office of Energy Resources

State House Station #53

Augusta, Maine 04333

Contact: Herb Sperry, Director
(207) 289-3811

Weatherize Homes In Portland (WHIP) is sponsored by the State Office of Energy
Resources. Since WHIP's inception, two workshops have been held: one in 1985
and one in 1986. A targeted area in Portland, Maine, was selected for the
first pilot workshop in 1985. Through an existing community organization,
homeowners were identified and mailings were made to promote a Saturday
demonstration workshop as a way to teach weatherization techniques. HNo limit
on the income level of participants was set. A free materials kit was given
to all workshop participants as an incentive to encourage attendance.

At the first workshop, staff helped participants put together a free, customized
kit for use in their homes. These materials included weatherstripping and
fibergtass insulation, door sweeps and other anti-infiltration materials.
Community action agency people were present at workshops to be a liaison for
low-income people identified. The agency people can therefore direct the
participants to appropriate programs or verify greater needs and enable them

to get more materials. The success of the workshop was evaluated in two ways:
evaluation by the Office of Energy Resources and an independent survey done
through visitation or telephone communication with homeowners,

Others who have had key roles in the support and networking of this coordinated
effort are the local gas and electric utilities, oil dealers, the State Housing
Agency of Maine, a private bank in the state which makes 6% loans for energy
conservation improvements, community action agencies, and the State Energy
Extension Service, funded by the U.S. Department of Energy.

In early spring of 1986, a second pilot effort for WHIP consisted of six
workshops in two neighborhoods. The effort was funded primarily by the City
of Portiand, with support from local utilities and oil dealers. Also at that
time, a workshop, "WOW,"” was held in the rural town of Washburn, Maine. This
workshop became a community effort where all of the supporting community
entities put together a committee to organize and coordinate the workshop.
The workshop was extremely successful and the participation Tevel was high.

These workshops have generated interest in home energy audits. Some of the
recommended improvements from the audits have been substantial enough to require
loans to accomplish the improvements. Thus, besides the utilities, fuel oil
dealers and state resources supporting the workshops, a Maine bank has also

been involved by offering financial consulting services and low-interest loans
for the retrofit materials and labor, where necessary.

The success of the pilot program has motivated a proposal to the State
legislature to use a portion of Maine's compensation for oil excess charges
as seed money for a statewide program using a similar format.



Operation Insulation
City of Minneapolis Energy Office
(Coordinated with MinneGasCo)
330 City Hall
Minneapolis, Minnesota 55415
Contact: Sheldon Strom

(612) 348-5670

In June 1985 a city-certified insuiation program called Operation Insulation
was instituted. The City of Minneapolis Energy Office is responsible for
administration and overall supervision of the program. MinneGasCo contributes
materials and labor costs up to $475 per household.

Program recipients are identified through three criteria: 125% of poverty;

high gas (fuel} use, over 2,000 ccf gas/year; and fuel-bill assistance cases.
Also, because 70% of low-income families live in single-family and multifamily
rental units, rental property owners are targeted. The recipients are contacted
by staff from Community Assistance Programs (CAPs).

The program provides free energy audits and educational workshops, and anti-
infiltration problems are emphasized. At the workshop, staff or volunteers
from community action groups are present to 1) refer people to the appropriate
agency or program, and 2) sign up participants to work out a fuel payment
budget to put their annual utility bill on monthly payments (to be approved

by the utility). The budget consultation and planning are done by the CAPs.

As of May 1986, 150 to 200 homes have received anti-infiltration measures.
In the program's first year, 75% of the first 50 who agreed to receive anti-
infiltration measures and to do a budget are current in their payments.



Energy Assistance Foundation

I11inois Power Company

P.0. Box A 1749

Decatur, Illinois 62526

Contact: Harold Powell, Executive Director

In December 1982 the I1linois Power Company incorporated the Energy Assistance
Foundation to provide grants to grass-roots groups, such as the Jaycees,
Kiwanis, and churches, to operate residential retrofit programs in their
communities. The target income group is residents between 125% and 150% of
federal poverty level, Priority is given to the elderly, handicapped and
single-parent residents; no restrictions are set on the types of homes receiving
services, The Tocal organizations, not the foundation, ultimately make the
final decisions on who receives the services., The foundation serves all of

the utility's 11 service areas, which comprise 25% of the state of Il1linois.
Over 200 homes a year are improved through foundation grants.

[11inois Power Company provides energy audits, initial funding for the
foundation's program, educational and promotional resources, and matching
contributions of the utility's customer donations through a utility-bill check-
off system. As of May 1986, Illinois Power Company customers had contributed
almost $27,000 from the annual appeal made in a bill insert early in the year.
The foundation administers the funds, coordinates program, does promotional
work, and provides direction and guidance to the grass-roots organizations.

The program's success can be attributed to the multibased funding, the
foundation's expertise, and the volunteers' enthusiasm for grass-roots
operations,



Westside Energy Co-op

825 W. 1lth

Denver, Colorado 80214

Contact: John Procter
(303) 973-8207

In 1984, John Procter started Westside Energy Co-op to help the people in the
very low-income district of Denver to reduce their energy dependence. The
cooperative operates much 1ike a community action agency (administers federal
weatherization monies). To provide more services, Westside also conducts
special promotional events to help weatherize homes and to educate residents
on energy conservation. The promotional events are accomplished through the
use of volunteers, Since 1984, federal assistance to Westside has increased
from $65,000 to about $1 million. However, these monies are not used for the
special educational and training events sponsored by Westside.

Several methods are being used to assist and train the low-income people.
Westside annually conducts a caulk-a-thon to teach people how to caulk their
homes, Volunteers are relied on exclusively; last year's event attracted over
100 volunteers. Westside relies on various techniques to recruit volunteers,
who come from all income levels. For example, they knock on doors in the
community and ask to put a bumpersticker on the residents' cars to promote

the event; however, this effort is also aimed at getting the residents' support.
In 1986 Westside plans to add a similar event, a strip-a-thon, to teach people
about weatherstripping.

Another activity, called a "Barnraising" event, is held to train the residents
in the community to install conservation measures. Low-cost services that
produce high-energy savings, such as replacing a broken window, wrapping pipes,
repairing furnaces, and weatherstripping are stressed in the barnraisings.
About 2 days of a staff person's time is required to organize the barnraising;
to decide on the demonstration location, such as a home {or church, or school
gym if many people are expected); and to have the supplies ready. The event

is relatively inexpensive because there are no/few materials to buy {only those
needed for the demonstration). The barnraisings and caulk-a-thons are promoted
to volunteers as a fun way to meet friends, to help a neighbor and to Tearn
something. Caulk-a-thons are held once a year and barnraisings are held about
every other month,

John Procter stressed that volunteers must be adequately trained. For example,
with the caulk-a-thon, the volunteers are trained for 2 hours to use a caulk
gun. Mr. Procter also notes that organizations shouid not expect to have

long term-support from the volunteers, but to use them for an event where

they provide and receive some bhenefit.

Beyond these heavily promoted events that use a lot of volunteer support,
Westside also bids on federal Weatherization Assistance Program contracts.
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Worcester Labor Coop

205 Millbury Street

Worcester, Massachusetts 01610

Contact: Richard Widak, Executive Director
(617) 757-2238

Worcester Labor Coop is a nonprofit, private company reorganized in 1982 to
perform energy-efficiency services as a business. Before 1982, the group was

a nonprofit organization that performed energy-efficiency improvements with
funds from government grants. When funding diminished in the late 1970s, the
group looked for ways to continue operating and maintaining its original charter
and mission to perform low-income housing improvements.

Worcester began its private business with help from a consultant group,
Technical Development Corporation. Worcester developed a market profile and
plan, operations plan, and bookkeeping system that allowed it to operate without
low-income project grants. To be self-supporting, Worcester advertises in

the telephone book yellow pages, bids on jobs, and bids on grants from utilities
and government agencies for low-income conservation projects.

Annually, Worcester makes improvements in about 100 buildings. The work
includes insulating, weatherstripping, repairing windows, and installing storm
windows and anti-infiltration measures.



The Metropolitan Energy Information System

3808 Paseo

Kansas City, Missouri 64109

Contact: Peter Dreyfuss, Executive Director
(816) 531-7283

The Metropolitan Energy Information Center (MEIS) is the only comprehensive
energy service agency operating in the metropolitan area of Kansas City. Its
mission is to provide information and services that will involve people
individually and collectively in managing and controlling energy use. In the
summer of 1983, the MEIS was incorporated as a not-for-profit corporation
separate from the City of Kansas City, where it had been operating since 1981.

During the past three years, the Center has established itself as the central
source of information on all aspects of energy conservation and alternative
energy. It is the clearinghouse and coordinator of information and services

to other energy agencies and groups and is the focal point for discussion and
implementation of new energy programs. The Center also develops and implements
specific conservation programs in areas of demonstrated need. Low-income
residential retrofits are one of the services offered by the Center. It is
currently operated by four full-time paid professional staff under the direction
of an eight-member volunteer board.

The Center's current programs are supported by a combination of public and
private funding, The Center receives support from area corporations and
foundations, from local and state government, and from the United Way. The
level of support reflects the importance with which energy conservation is
perceived in the area. Currently, the Center's service area includes two
metrapolitan communities, Kansas City, Missouri, and Kansas City, Kansas,
plus five surrounding counties in the two states.

Hundreds of volunteers, neighborhood groups, and local service organizations
are engaged in the various projects for the Center. The Center operates on a
$250,000 budget, which includes donations, and has a $750,000 loan fund.

The executive director believes the Center's success is due to persistence,
broadening of the funding base, and commitment from corporate businesses and
society to promote energy conservation. He feels that it is necessary to
demonstrate that there really is a payback when energy-conserving technology
is used and when education on energy-saving techniques is carried out.



Weatherization Project for Low-Income
Christians for Urban Justice
563A Washington Street
Dorchester, Massachusetts 02124
Contact: Leslie Jackson, Operations Manager,
Christians for Urban Justice
(617) 825-6080

In 1984, the Christians for Urban Justice founded a community project to help
lTow-income households reduce energy losses. The objective was to use step-
by-step instruction to teach householders in poorer communities to use materiais
and techniques to reduce their energy use and thus their energy costs.

The project operated by training a nucleus group in a parish. That group was
then responsible for educating and training others to use insulation, caulk
and weatherstripping, and to repair windows. Project staff produced a step-
by-step instruction booklet that was sold below cost at training sessions
held in the churches. The Christians for Urban Justice did not distribute
any materials.

The project did not set any eligibility limitations based on income levels;

any request by needy persons was met. Anyone who attended a workshop and
expressed a need for assistance received the services. The promotional efforts
for this project were low key, primarily word of mouth, announcements in the
churches, and direct referrals from local churches. Project staff also tried
to involve outlying suburban churches that had financial capabilities for
providing funding.

This project, which provided the knowledge and taught the application of energy-
saving technology, was successful and filled a need while it was functioning.
The project is no longer operating because the metropolitan, state and federal
government projects in the area are now well coordinated and networked, and
therefore can better fill the low-income needs at this time.



Furnace Retrofit
Lutheran Housing Corporation
1217 Hayden Ave.
Cleveland, Ohio 44110
Contact: Rick May

(216) 651-0721

The Lutheran Housing Corporation (LHC)} is a nonprofit religious organization
that operates 1ike a community action agency, in that it administers many
government-supported weatherization programs. LHC's current efforts are
directed toward performing furnace repairs. In 1985 LHC repaired 220 furnaces
of Tow-income residents at an average cost of $660.

LHC has received grants from the Ford Foundation and Standard Qit. The grants
are used to supplement federally funded programs. However, these grants have
diminished over the years and are not considered by LHC to be Tong-term sources
of support. Faced with diminishing federal and foundation funds, LHC has
started to look to utilities for future sources of support.



Thrift Store and Storm Panels
0ffice of Human Concern
Rogers, Arkansas 72757
Contact: Bill Brown

(501) 636-7301

Since 1978 the Office of Human Concern, a community action agency, has been
fabricating storm windows for the homes it weatherizes through federal programs.
The agency also operates a successful local thrift store.

Storm Panels - In 1978 the agency began fabricating storm windows for the
homes it weatherizes. These windows have an aluminum-type frame with a screen
that is similar to that used on screen doors. They are installed from the
inside of the home and are especially useful in mobile homes, where many other
types of storm windows will not work.

Currently, 7 people are employed in the agency's residential retrofit program.
These workers also fabricate the storm windows during slack time, which allows
the agency to retain the employees during slower times. By fabricating the
storm windows instead of purchasing them, the agency saves an estimated at

$10 to $15 per unit.

The agency has considered marketing the storm panels to the general public,
but because of the increased threat of 1iability, they have decided against
it. However, the design and fabrication of the panels are relatively simple
and could be easily replicated by other weatherization-type agencies. The
agency has taught other neighboring agencies to fabricate these windows.

Mr. Brown stated that the storm windows were designed in response to the need
for a storm panel that would work on mobile homes and because of a large demand
for the panels. The agency has an architect on staff plus other personnel

who are exceptionally creative and were critical to the development of the
panels,

Thrift Shop - In 1976, the agency started selling second-hand merchandise on

a small-scale basis. The shop was run by elderly volunteers and all merchandise
was donated. Two years ago, the thrift shop moved into a 5,000-square-foot
building in the downtown area. The shop is still run in part by volunteers

and all merchandise is donated. last year the thrift shop made $85,000 in
profit., This money is channeled back to the agency and used in programs to

help the elderly, such as meals on wheels, transportation services, etc.

One contributing factor to the shop's success is that many senior citizens,

to whom the shop is targeted, live in the community. These people donate much
of the merchandise and also purchase what others have donated. Another
contributing factor has been the agency's special effort to publicize that

the shop's profits are channeled back into senior citizen programs. Publicity
in the form of media stories has also helped the shop. The agency advertises
in the local paper and sends out flyers to request donations. The ads always
state that the profits will be used to help senior citizens.



R Brite Windows Company

Project Home Inc.

214 S, Madison

Madison, Wisconsin

Contact: Jane Goodrich
(608) 258-4800

Project Home is a nonprofit community action agency that has been successful
in supplementing its federal funds by purchasing and revitalizing a window
manufacturing company, R Brite Windows, which was going out of business.
Project Home's mission is to weatherize the homes of the elderly and disabled
and to create jobs for the traditionally unemployable--minorities and women.

Project Home was able to secure contracts from many of the governmental agencies
administering weatherization because R Brite uses Humphrey windows, which

were set as the standard for windows installed through government contracts.
Government contracts specify "Humphrey or better.” The windows are built

from extruded aluminum, a high-quality material for storm windows. R Brite

has exclusive rights to these materials for the area. Project Home was also
able to sell the windows on a sliding-scale basis to the general public. It

has not marketed the windows to the general public, but has relied on word of
mouth to sell them.

R Brite Windows was operated as a separate corporation from Project Home with

a separate Board of Directors. The effort was so successful that the company
was recently bought out by the workers who helped make the company a success.
The workers have renamed the company SUMPREA Air Tight Windows and incorporated
the company as a nonprofit concern.

R Brite Windows was originally started by the Tocal Community Action Committee
to employ underpriviledged workers, but lost a lot of money. In 1984, Project
Home purchased the business for only $1,800, which included all tools and
materials. The funds were secured through the Creamer foundation--a national
foundation made up of cheese wholesalers. This foundation donates $10,000
yearly to Project Home. A member of the foundation works for Project Home

and helped obtain funding. R Brite Windows' success story had its ups and
downs, At one point, R Brite Windows was in debt $40,000, but many of the
risks that were taken paid off.

Jane Goodrich, a Project Home representative, stated that the two reasons

vital to the success of the business were timing and extremely hard work. In
1984, Wisconsin received a one-time federal $100,000 grant that subsidized
minority and underpriviledged workers. Part of that money was used to pay

the wages of the workers of R Brite Windows for one year. After that subsidy,
the company was able to become self-sufficient. Many workers stayed on through
rough times after that year because they could not find employment elsewhere,
even with their new skills. Profits resulting from R Brite Windows were
channeled back into the business or were used to help weatherize more homes.

Project Home is in the process of developing another spin-off weatherization
business to supplement its federal funding. One possibility being considered
would provide assistance to homeowners who are over the maximum income set by
the Weatherization Assistance Program (WAP}.
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Wayne-Metropolitan Community Services Agency
Wayne-Metropolitan Community Action Agency (CAA)
3715 W. Jefferson
Ecorse, Michigan 48229
Contact: Luther Flanagan, Executive Director
(313) 843-2550
Or contact: Denise Brasille, Mgr. of Econ. Development

The Wayne-Metropolitan Community Services Agency created two spin-off businesses
to secure more funding in order to continue to provide energy retrofit services
and to create jobs for low-income people. Federal funding was expected to
decline and the agency viewed foundation grants as one-time relief.

RE-NU Wood and Metal Stripping, the first spin-off, was started in 1984. RE-
NU is a small-scale business that employs a maximum of seven people. RE-NU
markets its services to three market segments: retail, commercial, and
residential, its primary market. The business has not yet paid for itself,
but contract negotiations currently are being conducted with Chrysler
Corporation., In an adjacent county, a sister company that is owned by a
community action agency (CAA) has a contract with Ford Motor Company and is
doing quite well,

The franchise for Spring Tite Windows, the second spin-off, was purchased by
Wayne-Metropolitan CAA in early 1986 through a seed-money grant from the city
and through some of its own funds. The franchise secures the sales of patented
storm windows in one county, but because no other franchises exist in the

area, they are able to sell to half the state. The windows, which recently

had heen developed and patented, offer several benefits to low-income residents:

1. The windows are spring loaded to fit into any existing
window, even those not guite square.

2. These windows are installed from the inside. Labor costs
are greatly reduced because of the ease of instaliation,
which can be done by the residents. This feature greatiy
reduces labor costs in buildings taller than one story,
including apartment complexes.

3. These windows can be removed when an occupant leaves the home, an
important benefit to renters.

The overall cost savings to the agency from these windows is about 40%. The
manufacturer guarantees the windows for 20 years. Wayne-Metropolitan orders
the window frames from the franchise headquarters in Illinois. The agency
then installs the glass, purchased locally, and completes the window
construction., Currently, three workers are on call to construct windows.
Salespersons will be employed for three months on salary plus commission {5%},
after which they will be on straight commission of 15%.
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Custom Home Improvement Association
Comunidad de Amigos
Sheboygan, Wisconsin
Contact: Lucio Feuntey
{414) 459-2734

Custom Home Improvement Association (CHIA) was started in 1983 as a for-profit
spin-off of Comunidad de Amigos, a community action agency. CHIA manufactures
windows that are sold primarily to Weatherization Assistance Program (WAP)
subconstractors. According to CHIA, WAP coordinators purchase the windows
primarily because of their high quality.

Comunidad contributes office space and gave CHIA a $15,000 start-up grant.

The remaining needed funds were obtained through a bank loan, which is almost
repaid. CHIA's annual operating costs are $120,000 and revenues are $140,000,
leaving a $20,000 annual profit. Currently, CHIA employs four part-time
assemblers.

Lucio Feuntey, manager, gave several hints for developing a successful spin-
off business from a nonprofit organization:

- Hire a strong full-time manager to build the business.

- 0Obtain and retain government supply contracts.

- Hire workers skilled in the technical aspects of the work and in work-
efficient techniques.

Lucio Feuntey notes that when the spin-off first started, it lost money because
the production workers were also trying to market the windows to other WAP
subcontractors, and CHIA had no full-time manager. A manager was hired, but
because he was on a commission basis, his compensation did not provide an
adequate incentive. CHIA hopes to begin marketing to the general public again,
but needs a source of startup funds to pay an experienced manager,
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Ecaonomic Opportunity Agency of Washington County
2325 N, Gregg
Fayetteville, Arkansas 72703
Contact: Bruce Davis
(501) 521-0528

This community action agency began manufacturing two types of storm windows
about eight years ago because its suppliers did not make windows that met its
needs. The only windows available were of low quality and difficult to obtain.
As a result, the agency began to order certain parts for the windows and to
manufacture the windows itself.

The agency saves about 50% on the overall cost of the new windows installed.
Manufacturing these windows also allows the agency to keep workers on staff
when residential retrofit work is slow, Last year they produced about 1,000
windows with a crew of 3 (regular staff) workers and retrofitted 115 homes.

The agency currently sells a few units (windows) per year to the general public,
who see the retrofit jobs done on homes in their neighborhood and want the

same windows installed. Although these sales are profitable, the agency
currently does not make an effort to market these windows. However, the agency
is considering this option because of possible budget cuts. The agency is

also considering using a recently purchased blower door, a device to estimate

a home's infiltration rate, on a "for-hire" basis to supplement its federal
funding.
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Syracuse Energy Service Company, Inc.
Peoples' Equal Action and Community Effort (PEACE)
Syracuse, New York
Contact: Joan Brooks
(315) 470-3300

The Syracuse Energy Service Company is a business spin-off of PEACE, a large
community action agency that completed about 1,500 federal weatherization
contracts Tast year. Energy Service was incorporated in September 1984, and
became operational in June 1985. Energy Service received a $71,000 model
project grant for training and assistance from the U.S. Department of Energy.
It also received a $40,000 grant from the State Energy Office to put together
business and loan partnerships to become more self-sufficient. The company
is seeking nonprofit status.

Energy Service currently targets landlords who own energy-inefficient buildings
that have a payback potential of less than 5 years on the weatherization
materials installed and a high potential for energy savings. Energy Service

is primarily assisting residents (rental) who are eligible for federal
weatherization assistance in order to estabiish a track record in the eyes of
the property owners.

In the long-term, the company plans to develop a loan pool that will enable
landiords to borrow money at lower-than-market rates. This loan pool will be
obtained from utilities, banks, and possibly oil overcharge funds that will loan
Energy Service money at 0% interest. Energy Service will Teverage these monies
and charge a percentage of cost to the landlords for providing them with a
"packaged" service, which will include conducting an energy audit, coordinating
the different contractors to perform the work, inspecting the work, identifying
residents who are eligible for federal assistance, and providing lower-than-
market loans.

Energy Service expects to have a payback period of about 3 years. To date,

the company has completed one 15-unit apartment complex and has 5 other
buildings (10 to 50 units each) at various stages of completion. The company
contracts for all types of energy-efficiency improvements, which it subcontracts
out to other companies.
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American Indian Economic Development Council
North American Indian Cultural Center
1159 Lakeshore Blvd.
Akron, Ohio 44301
Contact: Joe Myers
(216) 374-6973

The North American Indian Cultural Center is a nonprofit organization that
helps support, among other programs, the federal Weatherization Assistance
Program (WAP). 1In 1984, the Center created a for-profit company called the
American Indian Economic Development Council in order to obtain less-expensive
long-term leases for vehicles needed to transport materials for their
weatherization program. The leasing of new, quality vehicles is expensive

and risky unless a long-term lease is signed. Many agencies are reluctant to
sign such leases hecause most of their federal contracts can be withdrawn on
30 days notice. However, older vehicles are more expensive than new vehicles
to maintain.

The Council signs long-term (3- to 4-year) leases with an automotive company
for a large number of vehicles and receives a preferential rate. This rate is
passed on in part to nonprofit organizations that in turn lease from the
Council. The Council makes money on each vehicle it leases and saves substan-
tially on its own vehicle costs. The Council also leases vehicles to employees
of these nonprofit agencies if the employees meet certain criteria.

To further supplement its federal weatherization monies, the Cultural Center
relies primarily on fund raisers, usually using well-known singers. Volunteers
and callers, who work on commission, conduct a telemarketing campaign to
encourage area businesses to advertise in the concert's program. A
telemarketing campaign is also used to sell tickets to the concert, and the

fact that these monies go to help the poor is stressed. Overall profits usually
amount to about $10,000.

Currently, the Council has a fleet of 21 vehicles for the Cultural Center's
weatherization program and has 4 to 5 other contracts with other nonprofit
organizations. The Council plans to start seeking contracts with other agencies
soon,
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Weatherization Program

People's Natural Gas Company

1414 West Broadway

Council Bluffs, Iowa 51501

Contact: Ron Koopmeiners, Director/Administrator
(712) 325-3004

People's Natural Gas (PNG) Company started a low-income residential retrofit
program in 1982 because no local community action group was functioning at

the time. PNG also was concerned that its customers were wasting energy.

The program improves approximately 150 houses per year, with priority going

to senior citizens and handicapped in both urban and rural areas. The service
includes a free audit, insulation, caulking, weatherstripping, window repair,
and educational literature. A limit of $2400 per house is set; an average of
$1150 to $1200 is spent per home, not including PNG's contribution of
educational materials and the labor cost of its energy auditors.

PNG's customers contribute about 25% to 30% of the program's cost through
utility-bill check-off donations. PNG contributes $40,000 to $50,000/year for
administration and technical assistance.

The Director believes the program is successful because there is open
communication among all the involved parties: utility, customers, program
recipients, the state, and the local community action agency that is now
actively functioning.
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SCAT 33-500 Program
United ITTuminating
P.0. Box 1564
New Haven, Connecticut 05606
Contact: Robert Brown
(203) 787-7200

The SCAT 33-500 low-income assistance program is coordinated by United
IMuminating (UI), a medium-sized electric public utility. The goal of the
project is to save recipients 33% annually on their energy bills and to
weatherize 500 single-famity and multifamily dwellings. The program is
administered by 12 organizations that make up the Southern Connecticut Actian
Team (SCAT).

Funding for this program was obtained through a $500,000 grant from the State
of Connecticut in 1985, and UI contributes about $200,000 of its own funds.
About $550 is spent per home on retrofit materials.

The Community Action Agency of New Haven (CAANH) is the prime contractor for
installing the retrofit materials. Low-income elderly and handicapped
residents, and multifamily dwellings are given first priority. Residents are
identified through UI's fuel-assistance lists and waiting lists for the CAANH
Weatherization Assistance Program (WAP).
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Elders Helping Elders
New Cpportunities for Waterburg
Selden Street
Berlin, Connecticut 06037
Contact: Toni Hearst

(203) 575-9799

New Cpportunities for Waterburg (NOW) is one of ten community action agencies
that contract with Northeast Utilities to provide weatherization services to
lTow-income utility customers in NOW's community action territory. NOW
established the Elders Helping Elders program as an expansion of a previous
low-income weatherization program started in 1984. The previous program
targeted any low-income customer, whereas the Elders program targets elderly
Tow-income customers., Funding provided to NOW from Northeast Utilities for
1986 is about $200,000, and 500 homes are expected to be weatherized.

NOW targets residents who are under 200% of federal poverty level, although
anyone needing assistance according to a CONNSAVE audit is eligible for NOW
assistance. CONNSAVE is a nonprofit consortium of electric and gas utilities
that perform Connecticut's Residential Conservation Service (RCS) activities.
The types of conservation measures provided include weatherstripping, caulking,
insulation, storm windows, water heater wraps, and door sweeps. The total

cost of these measures usually is about $500 per home. When more extensive
repairs are needed, the resident is referred to other government agencies for
further assistance,

NOW is involved with the recently created the Governor's Energy Advisory
Committee. The State of Connecticut created the committee to unite
representatives from state offices, utility companies, community action agencies
and nonprofit groups in order to promote interaction and cooperation among
groups concerned with the energy needs of the poor. The committee meets monthly
and has been guite successful according to NOW.
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Direct Weatherization
San Diego Gas and Electric Company
P.0. Box 1831
San Diego, California 92122
Contact: Roger Munson

(619} 280-3400

The Direct Weatherization Program, sponsored by the San Diego Gas and Electric
Company (SDG&E), was mandated in 1983 by the California Public Utilities
Commission. Currently, the criteria for eligibility are single-family homes
(up to 4-plex) and incomes of up to 150% of the federal poverty level.
Assistance includes hot-water-heater wraps, caulking, weatherstripping, glass
repair, and low-flow shower head installation. The utility contracts with
both local community action agencies and with private contractors to improve
the homes.

In 1985, 2900 homes were weatherized at a cost of $2.2 million. The average
expenditure per home has been about $400 {plus overhead). During 1986, the
utility intends to improve 3,000 homes with a budget of $1.5 million. The
number of homes targeted is down by 1,000 from last year because with the
large number of assistance programs offered throughout the state, fewer homes
are left to receive assistance,

Since the inception of the Direct Weatherization Program, SDG&E has improved
approximately 15,000 low-income homes at a cost of about $8 million. Media
campaigns have reached most of the customers who might respond to advertising,
so San Diego Gas and Electric has undertaken a door-to-door campaign in low-
income communities to identify eligible residents. Because no overall account
is kept across the state of which homes are serviced by the utilities, some
duplication of efforts may occur.
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Operation Assist

Alabama Gas Corporation

P.0. Box 1351

Montgomery, Alabama 36192

Contact: Jim Eason, Consumer Affairs
(205) 326-8100

Alabama Gas Corporation {AGC), in cooperation the with the Alabama State
Employment Service, conducted a community service program called Operation
Assist for two months in the summer of 1985. Because of the program's success,
AGC is going to conduct the program again for two months during the summer of
1986, The program, funded totally by AGC, provides free home energy-efficiency
improvements to low-income families within AGC's service area.

Services provided by the program in 1985 included window caulking, weather-
stripping, repairing holes or gaps in walls, and providing door sweeps and
frames for plastic sheeting around windows., The workers brought the sheeting
and showed the residents how to install it when temperatures dropped. A booklet
containing winter energy conservation tips was also left with the resident.

The workers also looked for signs of structural damage to roofs and foundations
in order to report those needs to other community agencies that perform major
repairs.

The program was available to anyone who has all or part of his/her gas bill paid
by the Low-Income Home Energy Assistance Program {LIHEAP). Also eligible was
anyone who is part of the service continuation program {SCP), which establishes
a set payment plan for low-income customers who are unable to pay their utility
bills.

Program recipients were identified through LIHEAP and SCP lists and were
contacted by letter from AGC. The letter explained the services and notified
the recipients of an upcoming visit from workers. Community awareness was
essential to the program's success because many people are suspicious of "free
seryices." Therefore, AGC asked community leaders to inform people of the
program and to encourage them to take advantage of the service.

The State, using specifications set by AGC, hired work crews of teenagers
through the Alabama State Employment Service. Thirty-five foremen, 38
supervisors, and 286 installers were hired and then trained by AGC. The
teenagers improved 14,571 homes. AGC paid the workers' wages and received a
50% tax credit for the first $3000 paid to each supervisor and anp 85% tax
credit for the first $3000 paid to each of the installers. Last year, the
utility inspected every 20th home, but planned to inspect every 5th home during
the summer of 1986.
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Arkansas/Louisiana Gas Company
P.0. Box 751
Little Rock, Arkansas 72203
Contact: Tanya Amo

(501) 370-2702

The Arkansas/Louisiana Gas Company program is scheduled to begin in the summer
of 1986. The program is very similar to the Alabama Gas Company low-income
residential retrofit program except that this program uses the community to a
greater extent. The gas company is sponsoring the program to better its image
and to help low-income customers decrease their utility bills. The gas company
will also sponsor workshops to help low-income people develop resume writing
and interview skills.

The gas company program will hire low-income youths from local schools to
improve homes of low-income gas customers. These youths will be trained to
install materials such as caulking, door sweeps, weatherstripping, and plastic
window covering, and to instruct the resident on further energy-efficiency
tips. Customers will be identified by the gas company's fuel-assistance lists,
and from lists and referrals for the state Low-Income Home Energy Assistance
Program (LIHEAP).

The gas company estimates that it will spend about $100,000 during this 10-

week program, improving 1,000 homes at an average expenditure of about $100
per home.
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Chugach Assistance for Real Energy Savings (CARES)

Chugach Electric Association

P.0. Box 19630

Anchorage, Ataska 99519-6300

Contact: Sue McCauley, Energy Mgmt. Supervisor
(907) 563-7494

The Chugach Association for Real Energy Savings (CARES) is a low-cost energy
loan program started in February of 1986 by the Chugach Electric Association,
a publicly owned electric cooperative. The loan program is available to all
members of Chugach Electric.

The program offers 5% loans to its members to finance home energy-efficiency
improvements. Money for the loan program is available under a program offered
by the federal Rural Electrification Administration (REA), which provides
financial assistance to eligible public electric utilities. REA allows its
borrowers to defer part of the principal payments on their oldest REA loans

and to use the money to make energy-efficiency-improvement Joans to cooperative
members. For the next two years $1.1 million a guarter is available for the
CARES program. Loan amounts will range from a minimum of $3,000 to a maximum
of $10,000. The program is managed by Chugach Electric, which contributes
$13,000 for administrative staff salaries.

Although the program is new, 600 to 800 homes are expected to be improved the
first year, Since the program began operating, 244 loan applications have
been received. The Toans will be processed on a prioritized basis. Top
priority will be assigned to members reguesting an electric-to-gas heat
conversion in owner-occupied, single-family residences. The second priority
will be for members requesting energy retrofit measures for owner-occupied,
single-family residences. All other requests will be assigned a priority of
three, the lowest level. Individually metered and heated condominiums and
townhouses will be treated as single-family residences. Duplexes and larger
multifamily housing will be considered commercial property. Mobile homes
will not be eligible unless they qualify as real property (the mobile home is
permanently affixed to the property and the home is assessed as real property
rather than personal property).

A CARES loan applicant must own the building in which the energy improvements
are to be made, and the building must receive electric service from Chugach
Electric. An energy audit (conducted for no charge) and a review of the
project's estimated costs determine the amount of the loan. Members may choose
their own contractor or do the work themselves, but they must have two bids

and the work must be inspected after it has been compieted.
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Southern California Edison
California Public Utilities Commission
P.0. Box 800
Rosemead, California 91770
Contact: Mr., Nall
: (818) 302-3693

Southern California Edison (SCE) operates a low-income home weatherizing program
that was mandated in 1983 by the California Public Utilities Commission.

Qther major utilities in the state have similar programs, but they operate
independently. Each year, SCE provides conservation assistance to about 500
low-income customers. Assistance includes an initial audit, weatherstripping,
ceiling insulation, and air-duct insulation at a cost of about $500 per home.

Eligible residents are identified from the Low-Income Home Energy Assistance
Program (LIHEAP) and fuel-assistance lists. Many residents also hear about
the program by word of mouth. First priority is given to senior citizens and
the handicapped. SCE contracts out all the conservation work conducted for
its program. Community action agencies perform most of the home energy audits
for SCE and bid on much of the conservation work.,

Funding for the program has remained about the same since 1983, The utility's
main problem in operating the program has been the difficulty in identifying
eligible customers who have not already been assisted by government programs
or other utilities. As a result of the lack of coordination among various
jow-income conservation efforts, the utility feels that some duplication of
effort may be occurring.
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Weatherize Boston
1 City Hall Plaza
Boston, Massachusetts 02201
Contact: Jil1l Kolva
(617) 725-3307

Weatherize Boston is a cooperative effort of public and private entities to
provide coordinated, leveraged services to all homeowners and tenants in the
Boston Metropolitan area. About 40% of Boston's householders lack attic
insulation, storm windows and doors; 90% lack other cost-effective conservation
measures that would cut fuel bilis by 20% to 30%. Weatherize Boston's combina-
tion of neighborhood outreach, workshops, free kits, low-cost energy audits

and attractive financing makes conservation easier and more likely to occur.

The program differs from other previous efforts to educate the householder in
energy conservation by its methods and tone of outreach, by the motivating

slant of its workshops, and by its finance options. By coordinating the
cooperation and participation of different groups, Weatherize Boston effectively
maximizes the strengths (talents) and resources of all groups.

Weatherize Boston relies on community-based outreach and extensive use of
volunteers for marketing. The Office of Neighborhood Services consults with
leaders of community groups to identify "good workers," who are then recruited
for telemarketing or door-to-door outreach to publicize a workshop and persuade
residents to attend. A free conservation kit worth $25 is offered to attract
workshop participants. Those who install the materials themselves become
eligible for an additional $25 worth of materials that are installed by an
energy auditor. Those who do not install the kit have only the kit installed
for them as part of their audit. By installing the materials, workshop
participants also learn how easy energy home improvements are and become
committed to the idea of energy efficiency.

An energy audit or "personal home survey" is scheduled for participants at
the workshop by the Fair Share Development Corporation (FSDC), a member of
the Community Energy Partnershop (CEP). This scheduling approach allows the
participants to meet their auditor, ensures a speedy delivery of the audits
and gives them a choice of date and time for the audit. The auditor analyzes
the home for energy waste, makes conservation recommendations, inspects and
installs the kit materials, explains Weatherize Boston's financing options,
helps participants fill out pre-application forms for financing and gives them
a list of approved contractors. These actions and assistance at this time
increase the percentage of particpants who actually have energy-efficiency
measures installed., All improvements financed by this program are inspected
to assure that a quality job has been done,.

The first workshop, held November 1985, was successful in attracting
participation, About 300 to 500 people were targeted for attendance in the
community where it was held. About 12% of these people participated, and 70%
of the participants signed up for audits, This translates to a participation
rate of over 8% of the targeted audience., Low-income participants are directed
to the Weatherization Assistance Program during the workshop, insuring that

the most needy participants get free weatherization assistance.
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Other key participants in Weatherize Boston include Boston Edison, which
contributes $25,000 to the salary of the outreach director; Bay Banks, Inc.,
which provides loans for Energy Conservation Bank; and the Bank of Boston, State
Energy Office, and State Office of Communities and Development, which assisted
with the planning program.

Weatherize Boston's goal is to continue the program for three to four years
until most Boston Neighborhood communities have been reached. However, a 30%
basic funding cut occurred as of July 1, 1986, from the Community Development
Block  (CDBG) grant funds. The program will have to seek aiternate funding
sources to continue the program as planned or cut back the services and
materials offered. The CDBG contributes most of the money for workshop and
material costs.
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Hand In Hand
Oklahoma Gas and Electric Company
P.0., Box 321
Oklahoma City, Oklahoma 73101
Contact: Dick Banks

(405) 272-3580

In July 1984, Oklahoma Gas and Electric (OG&E) Company developed Hand-In-Hand,
a low-income residential retrofit program. OG&E voluntarily developed the
program to help elderly customers reduce their utility bills. The program
employs "senior citizen contractors” to perform energy-efficiency services

for other senior citizens. To be eligible for the services, the senior citizen
resident must own his/her home and be within the utility's service district.

The utility uses senior citizen contractors because they work well with and
relate to senjor citizen clients. Senior contractors also have been found to
be a valuable source for client referrals., Currently, 50 senjor citizen
contractors work for the utility. These seniors were recruited by OG&E through
social service agencies and church groups. Most of these senior contractors
have prior experience in carpentry, but 0G&E trains them further.

Since the program began, 3561 homes have been improved. A full range of
services and materials are provided by the program, including audits,
weatherstripping, caulking, broken glass replacements, reglazing of windows,
water heater jackets, insulation (insulation contractor}, and minor repairs
that will improve the home's energy efficiency. The maximum allowable
expenditure per home is $500. 1In 1986 about $816,000 has been budgeted for
the program through OG&E.
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Baltimore Energy Alliance Program

Baltimore Gas & Electric Co. City of Baltimore

P.0. Box 1475 920 East 25th Street
Baltimore, MD 21203 Baltimore, MD 21218

C. Miller, Civic Affairs Rep. Richard Aull, Chief of Energy
(301) 234-6541 Weatherization Program

In September 1983 Baltimore Gas and Electric (BG&E) Company and the City of
Baltimore started a joint partnership program, the Baltimore Energy Alliance
Program (BEAP}, to provide permanent conservation and roof insulation services.
As of May 1986, 6,400 homes have heen improved in Baltimore through this
program. (Recognition of the "6,000th roof" received media coverage.) In
1986, BEAP expects to improve 1200 to 1500 homes.

BEAP is targeted to the low-income households to supplement Department of

Energy (DOE) and Health and Human Services (HHS) programs using the Maryland
Assistance guidelines of 150% of poverty. City employees are trained to install
the conservation materials: no volunteers are used. A $400 maximum is set

per job but averaging is allowed, so homes requiring more than $400 in materials
and labor can be serviced because of the offset from homes requiring fewer
services. BEAP provides retrofit roof insulation, anti-infiltration work,

and furnace repairs or replacement,

The City of Baltimore administers the technical aspect of the program under

the direction of Richard Aull. Mr. Aull is responsible for purchasing materials
in quantity buying with other programs, storing materials in city warehouses,
scheduling the services, supervising employees, ensuring quality control,
interfacing with BG&E, and managing insurance and other such business needs

as the project requires.

BG&E has contributed the following to the project: 1-year warranty on replaced
gas-fired furnaces; re-imbursement labor for 11 city employees; loan of 2
one-half ton vans for transporting materials; 1 Econoline van; maintenance on
the vans; a computer; and energy audits on homes. The total package from

BG&E is $250,000 per year. The social service agencies administer the
applications and identify participants.

The key elements of success in this program are the expeditious central
purchasing and installation of the conservation materials, the project workers'
expertise, and the utility's funding to ensure cash flow. The number of homes
improved in this program quantify its success in supplementing the DOE and

HHS programs.
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Weatherization Residential Assistance Program

Potomac Edison Company

Downsville Pike

Hagerstown, Maryland 21740

Contact: Jo Mullendore, Supervisor Residential Activities
(301) 790-3400

In November 1985 the Potomoc Edison Company began full-scale operation of the
Weatherization Residential Assistance Program {WRAP). The program's objective
is to help the utility's low-income customers cut their electricity costs for
the long term by providing energy retrofit services. The philosophy is that
permanent energy-efficiency improvements save money for the recipients every
year and reduce generator demands.,

The utility provides materials and funds for installation to eligible customers,
Volunteers are not used in this program. Eligibility is determined by local
weatherization agencies operated through Human Resource Development Commission
Offices in the three state areas jnvolved: Western Maryland, Eastern West
Virginia, and North Central Virginia, The state guidelines and energy
assistance eligibility lists from federal Weatherization Assistance Programs
(WAPs) are used to identify recipients.

Each residence is allowed up to $500 for materials and labor for the Tong-
term measures. In addition, each residence receives free energy audits,
insulated water heater jackets, flow restricting shower heads, door sweeps
and post-insulation inspection. The objective is to install as many major
energy-saving materiais as possible for the money.

The goal of WRAP is to improve 550 homes in a two-year period. Thirty homes
were retrofitted in a pilot program in 1984, In that program, no dollar limits
were set in order to determine a 1imit that might be needed for the remaining
homes. The program has been enthusiastically accepted. Two problems
encountered are that it is sometimes difficult to obtain landlord permission

on multifamily rental residences, and the process of identifying recipients
through inspecting the installation is taking longer than the expected six
months.
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Community Conservation Program

Potomac Electric Power Company

1900 Pennsylvania Avenue Northwest, Room 528

Washington, D.C. 20068

Contact: Gwen Hawkins, Program Manager
(202) 872-3287

Potomac Electric Power Company (PEPCO) established the Community Conservation
Program (CCP) in mid-1983 to offer its senior citizens and low-income customers
free assistance in installing energy conservation measures in their homes or
apartments. This program was initiated specifically to help those customers
reduce their energy bills and to respond to the concerns of public service
commissioners of Washington D.C. and Maryland that the customers most in need
of conservation services often do not use the conservation programs available,

The CCP contracts with community-based organizations (CBOs) (similar to
community action agencies) to provide energy conservation education for the
target groups and to install the necessary energy conservation improvements.
CBO contractors are selected through a competitive process: a proposal request
is sent out to as many as 200 organizations; the CCP director holds 2 open
meetings to answer questions and to discuss any program issues; proposals are
submitted; and contracts are awarded. Applications are judged on the CBOs'
past work, operations and education plans, the size of the target group within
the CBOs' area, and the CBOs' ability to obtain matching funds. A CBO
contractor must also commit to a definite number of units to be weatherized,
must outline its financial arrangements, and must meet standards for the
materials it uses., Finally, the CBO contractor must obtain permission from
the program recipient to track the energy use in the residence after the
conservation measures have been installed.

PEPCO trains the people designated by the CBO to install the conservation
measures, and provides technical and management assistance to the contract
recipients. PEPCO also performs energy audits and inspects at least 50% of the
installations, The CBO may obtain matching funds from government programs or
agencies that provide funds for weatherization and rehabilitation or from
private-sector businesses, such as banks or foundations.

Benefits of the program include energy savings, both to the utility and to the
program recipients; job skills developed; economic growth in the community
through jobs, material sales, and more cash flow for consumers; and energy
consumption tracking in residential sectors. In 1983, 500 homes were improved.
The goal in FY 1986 is to weatherize 3,300 residences; of these 1,700 will be
major rehabilitation, which can cost up to $1600. The low cost range of work
is $70 to $200 per residence.
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STATE WEATHERIZATION OFFICES

Alabama Department of Economic

and Community Affairs

P.0. Box 2939

Montgomery, Alabama 36105-0939

Contact: Coreen Wontowski
(205) 284-8946

Alaska Division of Community Affairs
Weatherization Section
949 E, 36th Avenue, Suite 403
Anchorage, Alaska 99508
Contact: John Munson
(907) 563-1955

Arizona Energy Office
1700 W. Washington, 5th Floor
Phoenix, Arizona 85007
Contact: Russel Clark

(602) 255-3303

Arkansas Department of Human Services
P. 0. Box 751
Little Rack, Arkansas 72203
Contact: Gene Martin
(501) 370-2702

California Office of Economic
Opportunity
1600 9th Street, Room 340
Sacramento, California 95814
Contact: Dennis Miller
{916} 324-2940

Colorado Division of Housing
1313 Sherman, Room 419
Denver, Colorado 80203
Contact: Susan Madian

(303) 866-2033

Connecticut, Under Secretary of Energy
80 Washington Street
Hartford, Connecticut 06016
Contact: John Ruskes
(203) 566-2800

C.1

Delaware Departiment of Community
Services :
Division of Community Affairs
820 North French Street, 4th floor
Wilmington, Delaware 19801
Contact: Ken Davis
(302) 571-3491

Florida Department of Community Affairs

2571 Executive Center Circle East
Tallahassee, Florida
Contact: Ray Smith

(904) 487-3481

Georgia Office of Energy Resources
270 Washington, SW, Room 615
Atlanta, Georgia 30334
Contact: Kris Allison

(404) 656-5176

Hawaii State Energy Office

Department of Planning and Economic
Development

335 Merchant Street, Room 109

Honolulu, Hawaii 96804

Idaho Division of Energy Resources
Department of Health and Welfare
450 West State Street
Boise, Idaho 83720
Contact: Pete Gonzales

(208) 334-3815

I11inois Department of Commerce and
Community Affairs
Office of Human Services
620 East Adams
Springfield, I1linois 62701
Contact: Wayne Curtis
(217) 785-6203

Indiana Department on Aging and
Community Services
Division of Community Services for
Low Income
One North Capitol, Commerce Center
Indianapoiis, Indiana 46204
Contact: Sabrina Edwards
(317) 232-7006



Iowa Energy Power Council Energy Assistance Michigan Department of Social Services

Division Office of Income Assistance
Weatherization Program 300 South Capitol
Lucas Building, Room 2001 Lansing, Michigan 48909
State 0ffice Complex Contact: Linda Crandal)
Des Moines, Iowa 50319 (517) 373-2004
Contact: Walter Pickett
(515) 281-4204 Minnesota Department of Jobs and
Training
Kansas Department of Social and 690 American Center Building
Rehabilitation Services St. Paul, Minnesota
c¢/o Kansas Corporation Commission Contact: Mark Kaszynski
State Office Bldg., 4th Floor (612) 297-2590
Topeka, Kansas 66612
Contact: Joe Konrad Mississippi Office of Energy and
(913) 296-5460 Community Services
Low-Income Weatherization Assistance
Kentucky Energy Cabinet Program
P.0. Box 1188 301 West Pearl Street
3572 Ironworks Road Jackson, Mississippi 39203-3094
Lexington, Kentucky 40578 Contact: Eddy Ramsey
Contact: Carol Wallace (601) 949-2038

(606) 252-5535
Missouri Department of Natural

Louisiana Department of Urban & Resources

Community Affairs Division of Energy, Weatherization
Office of Community Services Section
P.0. Box 94455 P.0. Box 176
Baton Rouge, Louisiana 70804 Jefferson City, Missouri 65102
Contact: J. W. Vaughn Contact: Eldon Hattervig

(504) 925-7948
Montana State Department of Social and

Maine Office of Energy Resources Rehabilitation Services
301 W. Preston St., #53 State House P.0. Box 4210

Station Helena, Montana 59604
Augusta, Maine 04333 Contact: Charles Poole
Contact: Herb Sperry (404) 444-4137

(207) 289-3811
Nebraska Energy Office

Maryland Weatherization Office State Capitol Building, 9th Floor

1123 North Eutaw Street Lincoln, Nebraska 68509

Baltimore, Maryland 21201 Contact: Pete Davis

(301) 383-3266 (402) 471-2867

Massachusetts Office of Energy Nevada State Office of Community Service
Conservation 1100 E, William St. Suite 117

100 Cambridge St. Carson City, Nevada 89710

Boston, Massachusetts 02202 Contact: Craig Davis

Contact: William Concannon {702} 885-4420

(617) 727-6964
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New Hampshire Governor's Energy Office
11 Depot St., 3rd Floor
Concord, New Hampshire 0330
Contact: Rick Haines
(603)271-2611

New Jersey Department of Community
Affairs
Office of Low-Income Energy
Conservation
363 West State Street
Trenton, New Jersey 08625
Contact: Grey Adkins
{(609) 292-6140

New Mexico Department of Energy and
Minerals
Conservation and Management Division
525 Camino de los Marquez
Santa Fe, New Mexico 87501
Contact: Anita Heisenburg
(505) 827-5922

New York State Energy Office
Two Rockfeller Plaza
Albany, New York 12223
Contact: Mr. Petty

{212) 587-5724

North Carolina Department of Commerce
Energy Division
P.0. Box 25249
RaTeigh, North Carolina 27611
Contact: Walter Bray

(919) 733-2230

North Dakota Weatherization Program
Office of Intergovernmental Assistance
State Capitol Building, 4th Floor
Bismark, North Dakota 58505

Contact: Kim Neshig

Ohio Office of Energy Conservation
Ohio Dept. of Development
P. 0. Box 1001
Columbus, Ohio 43266-0101
Contact: Stjepan Vlanovich

(614) 466-2480

C.3

Oklahoma Energy Conservation and
Consumer Department
Oklahoma Corporation Commission
17 NE 28th Street
Oklahoma City, Oklahoma 73105
Contact: Jennifer Flack
(405) 521-3941

Oregon Department of Energy
102 Labor and Industries Building
Salem, Oregon 97310
Contact: Gary Curtis
(503) 378-4040

Pennsylvania Department of Community
Affairs
Bureau of Human Resources
RM 362 Forum Bldg.
Harrisburg, Pennsyivania
Contact: Dennis Darling
(717} 787-7301

17120

Rhode Island Governor's Energy Office
275 Westmenster Mall
Providence, Rhode Island 02903
Contact: Al Scappaticci

(401) 277-6920

South Carolina, Office of the Governor

Division of Economic Opportunity

1712 Hampton Street

Columbia, South Carolina

Contact: Grey Adams
(803) 758-3191

29201

South Dakota, Energy Assistance Office
217 1/2 W. Missouri
State Capitol
Pierre, South Dakota 57501
Contact: Cindy Loen
(605) 773-3766

Tennessee Department of Human Services
111 7th Avenue North
Nashville, Tennessee 37203
Contact: David Farmer
(615) 741-5924



Texas Energy Efficiency Division,
Public Utilities Commission of Texas
7800 Shoal Creek Boulevard, Suite 400N
Austin, Texas 78757
Contact: Chris Reitsch

(512) 458-0315

Utah State Energy Office

355 W, North Temple

Third Triad Center, Suite 450

Salt Lake City, Utah 84180-1204

Contact: Mike Glen or Mike Johnson
(801) 538-5428

Vermont State Economic Opportunity Office
103 S, Main
Waterbury, Vermont 05676
Contact: Marcel Rcheleau
(802) 241-2450

Virginia Department of Mines, Minerals
and Energy
2201 West Broad Street
Richmond, Virginia 23220
Contact: Jennifer Snead
(804) 257-0330

c.4

Washington Department of Commerce
400 Fast Union, 1st Floor
Olympia, Washington 98504
Contact: Claire Hopkins

(206) 753-4106

West Virginia Governor's Office of
Community and Industrial Development
State Capitol Complex Bldg. 6, RM B553
Charleston, West Virginia 25305 ’
Contact: Dan Cottrill
(304) 348-4010

Wisconsin Department of Health
and Social Services
P.0. Box 7868
Madison, Wisconsin 53707
Contact: Peter Polish
(608) 266-1049

Wyoming Energy Conservation Office
Barrett Building, 3rd Floor

2301 Central Avenue

Cheyenne, Wyoming 82002

(307) 777-7131
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