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Small Business Opportunity

According to a 2011 J.D. Power
and Associates report,
fostering energy efficiency
program awareness and
providing numerous customer
touchpoints are among the
greatest factors in achieving
customer satisfaction for small
and mid-sized businesses.
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Small Business Opportunity

* Engage an underserved
market

= Deliver In an unsaturated
market

* Enhance program and
portfolio satisfaction

* Increase local presence
and visibility
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Small Business Customer Profile

Typical Utility Load Profile
Customer Size  %ofLoad  cyarders '*
I‘..

Greater than 100 59% 7 %
KW

Over 10 kKW Less 36 % 47 %
than 100 kW

Less than or Equal 5 0/ 46%
to 10 kW

Total Under 100 kW 41 % 93 %

Source: U.S. EIA CBECS Data

CLEAResult



Diverse Market Segments

Grocery &
Convenience
4%

\

Education
4%

Lodging
4%

Church/Worship
4%

Source: Actual Participation Data
from 2014-2015 lowa based small
business programs
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Common Participation Barriers

_. EE PROGRAM
7 PARTICIPATION ~
CHALLENGES N

HIGH RATES OF
REJECTION '

MISTRUST &
UNCERTAINTY

LIMITED CAPITAL
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Approach to Small Business Programs

.0.0. = Recruit, train and support a network of trade
'l..l allies

Engage local small businesses, trusted

partners and identify opportunities for energy

efficiency

* Provide technology solutions to streamline
participation processes and improve delivery
services

= Design higher incentives to motivate customers
and contractors for continued participation
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Delivery Model Examples

Program Team Contractor Comprehensive
Driven Driven Hybrid
* Energy assessors « Qualified * Program team and
provide: contractors contractor driven
 Free energy provide: combine to
assessments « Site surveys and provide:
* Installation of program * Multiple points of
free instant proposals with entry
savings software - Encourage and
measures * Installation of Increase project
 Information on selected scope conversion
rebates * Instant discount « Enhanced
on project cost customer and
contractor
satisfaction
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Create a Foundation with Assessments

Integrated, Comprehensive Assessment Approach

_ Provide

Benchmark Provide Highlight No Ongoing
Against Like Project to Low Cost Support for

Facilities Financials Opportunities Project
Conversion

Provide &
Explain

Sl i Recognize EE
Process, Ask 2 Non-EE
Questions & e T Energy

Listen Usage

Focus on what’s working, not only
finding problems.
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Leverage Analytics

CLEAResult Source: Dun & Bradstreet Data



Leverage Analytics

Square Foot
0

' . = i . = - . A . ..~ Market Segment
) ’ . N - ‘ y ; W couconon
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" ) : ) ' : ° - . Food Service
! . e . " s ] . - . Health care
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% .
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B varehouse and Storage

Lincoin
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Building Awareness:. Marketing Strategy
= Develop consistent program

You have the
u n . programs h elp you identify impor gy ing impro ents. PIu yo can receivi
mak them a ff d ble. Two t d tp gamsh Ipy gtt td SmaIIE E gyA essment
messages and visual identity [FEEEEE
GIN HERE
Small Business Energy Assessment
. I eve rag e C O rp O rate It can be hard to know where your business is wasting energy and money. A FREE
energy assessment ($500 value) from Alliant Energy gives you the answers you need.
WHAT'S IN IT FORYOU?
- - i works with your busy schedule
communication assets an
tility b d dibilit

= Expand web resources to Dont miss out

create a one stop shop
Schedule your FREE Small Business

= EXxecute Scalable, targeted Energy Assessment today!
direct marketing campaigns
and create a sense of g
urgency

e power to lower energyc and b y b oml e. Alliant Ene gy small busi
bates

- Strand's Decorating Store - Marshalltown, 1A
I} Steve Strand of Strand’s Decorating Store in Marshalltown turned to a
| Small Business Energy Assessment to learn where his business was
losing energy and money. The assessor pointed out where his building
w1 was doing well and educated him on opportunities for improvement.
. #l Many projects on Steve's list qualify for money-saving rebates.

Read more
View the video "Small Business Energy Assessments in Action™
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Establishing Presence: Outreach Strategy

Open

= Establish trade ally
relationships throughout the
supply chain

= Provide technical support

and tools to alleviate
participation barriers

= Streamline the participation
process with technology

= Provide trade allies with
regular participation results

7%k

Contractors by Tier

19

Gold
Silver

m Bronze
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People First, Buildings Second ™

1. Define the path for customers.
2. Support the customer journey.

3. Accelerate adoption with behavioral science
best practices.

4. Integrate the customer experience and lower
acquisition costs.

5. Elevate the voice of the customer.
6. High touch, high tech.

Customer-centric: “What do other smart people in
my situation typically do?”
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Provide Support and Tangibility

1) Simplify the process and assist in

prioritization

Next steps to savings

Congratulations on taking the first step toward energy and cost savings for your business!

The top three opportunities identified during your assessment include:

_ Alliant Energy Rebate: $ i

_ Alliant Energy Rebate: $,7

Alliant Energy Rebate: $

2) Create an endowed progress effect
by recognizing accomplishments

E/ Complete your energy assessment.

select meets rebate qualifications.

equipment is purchased/installed.

[1 Consider your top recommendations. Then complete the projects yourself
or use our dealer network to find an energy-smart contractor near you.
Visit alliantenergy.com/dealerlocator. Make sure the equipment you

[1 Once your project is complete, fill out the rebate claim form and submit to
Alliant Energy. Visit alliantenergy.com/rebates to download your rebate
claim form. Claim forms must be submitted by December 31 of the year

3) Offer ongoing support

CLEAResult

Joel Zook, Business Energy Assessor

Have questions along the way? I'm here to help.
Call me at 1-319-640-9006 or email
joel.zook@clearesult.com.

When I'm not helping small businesses uncover
energy savings, | enjoy spending time with my
kids in Decorah’s beautiful parks and trails.

4) Highlight relevant success stories
on similar facilities

. SMALL BUSINESS

< ENERGY S
SOLUTIONS ==

vV

he improved

lighting makes
the store feel
new again.

We're spending less time on

maintenance and less money
on energy bills. Participating in
the program was a no-braine’,

Project Snapshot Interior, exterior and refrigeration lighting renovations

$6,460 - $3,667 = $2,793 $3,144 11 months
Total project cost Alliant Energy Customer balance Estimated annual Project payback
incontive electric savings period

Lighting the way to happier customers
and higher margins

Guppy’s on the Go prides itself on providing a top-notch customer
experience. They decided it was time to brighten up their Cedar Rapids
convenience store and cut energy costs. With support from Alliant
Energy’s Small Business Energy Solutions turnkey lighting program,
Guppy’s on the Go completed an interior and exterior lighting renovation
in less than two months, with no business down time and a quick return
on investment. Ready to capture

your savings?
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Results — Efficiency “'II

lowa Small Business Program Impacts (<2 years)

4,000 21 million kWh
participants saved*

$4.5 million
project and DI
Incentives paid

350,000 therms
saved*

95% customer
and contractor
satisfaction
rate**

16,000 Metric
Tons of CO2
reduced*

*Savings are based on first year estimates
**\Weighted results based upon aggregated survey
CLEAResult responses for administered offerings



Results — Economy

Effective Program Models
= Create dedicated job opportunities

= |ncrease project conversion, boosting contractor and
supply chain sales

* |mpact future behavior resulting in sustained customer
participation and cost savings

lowa Small Business Program Impacts (<2 years)

35 customer 69 contractor

FTEs* from FTEs* from L= 3.0 SCT

and TRC test

14 program
based FTEs to

annual cost sales

. results
savings** revenues***

support delivery

*Based on BLS Private Industry Rate
**Based on an estimated average utility unit rate for energy
***Based on 50% adjustment to project costs for attribution and

CLEAResult business operations
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Results — Equitability

In the US small businesses account for*

= 54% of all US sales

= 55% of all jobs

= $60b in annual energy costs

and the market growth trend is continuing.

lowa Small Business Program Impacts (<2 years)

300 community 20 distinct 100+ qualified

contractors

participants business type
represented participants

*Source: U.S. Small Business Administration
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“The whole experience was very easy. |
made one phone to schedule the
assessment and received a through
walk-through from the front of the
restaurant to the back of the kitchen. It
helped us prioritize what we needed to
do to chip away at operating costs.”

- Family Restaurant Owner

“The program has helped me build
stronger relationships in the
community. Offering the program has
been of great service to my existing
customers while also allowing me to

make connections with new customers.”
- Lighting Contractor

CLEAResult

“The program process was so simple.
Our contractor did all of the leg work to
ensure I'd get the greatest energy and
money savings.”

“For the last three years we’ve known we
needed to upgrade our lighting. When we
learned about the program and discovered
it would cover 69% of the project cost, it
was a no-brainer to take action.”

- Hardware Store Owner
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Tips for Getting Started @

= Analyze historical participation data from core
offerings and perform a quick market analysis

= Engage industry stakeholders for insights

*= Design and initiate a short term pilot approach
that is active, not passive

= Use early pilot insights to inform a full program
design, ease of portfolio integration and
establish a base of participation
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Jake Felton
Program Director
jake.felton@clearesult.com

Thank you!

Please visit us at www.clearesult.com to learn more.
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