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States with Enabling Legislation
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California Residential PACE
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Program
Properties 

Currently Enrolled 
as of March 2016

No. of Counties 
Participating

HERO 48,716 44

CaliforniaFIRST
(OpenPACE) 3,708 43

Sonoma County Energy 
Independence Program 
(SCEIP) 1,521 1

mPOWER 1,239 2

YGRENE 911 41

Berkeley FIRST 12 1

Alliance NRG (OpenPACE) 1 30

What 
factors led 
to PACE’s 
success?

Source: CAEATFA



Background: HERO Program Case Study

• Funded by California IOUs  
• Interviews 

– Local government sponsors
– Renovate America senior management
– Participating contractors

• Resident surveys ongoing (results anticipated August 
2016)

• Analysis: program design & operations; “attribution” 
(relative influence) analysis with utility rebates 
– No impact analysis
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Key Tentative Findings…

• PACE financing has demonstrated its appeal
• Key selling points (according to contractors)

– No FICO requirement
– Debt-to-income not a factor
– Tax deduction for interest offsets some of       

the fees and interest
– Can transfer, or can be paid off
– Low payments for larger loans (relative to 

contractor financing, unsecured products)
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Doesn’t have 
to be the 
cheapest 
option!



Key Tentative Findings…

• The financing is only partly responsible for 
PACE success
– Sponsor as champion  

– Streamlined program
• Easy approval and application, compelling for customers 

• Fast processing and payment for contractors (within 48 
hours)

– Strong consumer protection/anti-fraud to protect 
positive public perception
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Key Tentative Findings…

• Sponsor needs to take the lead, initially
– Complex program requires a champion

– Identify goals of local stakeholders (economic 
stimulus, conservation, etc.)

• Significant labor effort from at least one 
community
– State or regional programs achieve economies of 

scale
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Key Tentative Findings…

• Program structure is important

– Third party administrators operate the most active 
programs 

• More expensive, but offer more resources

• Less intensive local programs can offer lower fees

– “Marketplace” approach to PACE – with multiple 
competing programs – appears to be successful

– Local operation is not necessary for local control
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A PACE Marketplace…
Programs compete on terms, rates and fees, eligible measures… 
and the options for borrowers are increasing.  



Key Tentative Findings…

• Contractors are the gateway to customers
– Open to new products, typically offer several financing 

options
– Require no risk to sales or business - easy, fast approvals 

and processing
– HERO provides extra benefits as well:

• Intensive training for sales reps
• Marketing support - lead generation, materials design (formerly 

cash incentives)
• Responsive customer support
• Sales tools – video, proposal generation tool
• Active QA/QC keeps other contractors in line
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Key Tentative Findings…

• Successful programs will overcome a few hurdles: 

– Administrators need to ensure consumer 
protection/prevent fraud

– Contractors need to be confident they can 
communicate a  complex program, and get paid in a 
timely manner

– Transferability not yet proven feature

– Tax deduction a grey area
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Different 
programs offer 
different advice 
about deducting 
the assessment.



Key Tentative Findings…

• PACE is well-suited to many homeowners, 
projects, and contractors

• PACE may not be right for some
– Retirees? (can’t use the tax benefits)

– Landlords and renters (still face split incentive)

– Homeowners without equity  

– Smaller projects (<$5,000)

– Very large projects (>10-15% of property value)
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For More Information

Laura James  

503.467.7176

laura.james@cadmusgroup.com
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