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Financing options available in the market



Estimated market size by financing option

Type U.S. Market Since? Notes

ESPCs/EPCs ~$22 Billion 1980s

• ESPCs have supported investments of $45B but only 

half have used third-party financing

• Typically used for large scale federal & MUSH 

projects, but also available for C&I

Residential 

PACE
$5.1 Billion 2009

• Only currently in California, Florida, and Missouri

• Majority of activity has been in California

OBF/OBR $1.83 Billion 1970s
• C&I programs in 22 states as of 2016

• $0.8B is in commercial sector, the rest in residential

Commercial 

PACE
$0.59 Billion 2009

• 20 States + DC have PACE programs

• 33 + DC have enabling legislation

Efficiency-as-a-

service/ESAs
> $0.2 Billion 2000s

• High growth but high uncertainty due to poor data

• Off balance sheet option

• Financial Allies have completed nearly $200M

• Navigant expects $1.6B global LaaS industry by 2025

Loans & Leases Very large
~2000 

BCE

• High uncertainty due to poor data

• Are the underlying instruments behind other financing 

types which creates further uncertainty

• Financial Allies have completed around $3.8B

• Operating leases coming on balance sheet in 2019



3 important lessons
on demystifying efficiency finance for building owners 

1 Interest rates are insidious

2 Channel partnerships are king

3 We need not be a reactive industry



Interest rates 

are insidious%



Checklist for conversations with building owners

X

X

X

X

X

Have you thought beyond interest rate?

Is cashflow positivity important?

Balance sheet and ownership preferences?

Level of installation and maintenance support?

Is transferability on building sale a factor?

X Do you need a scalable, enterprise-wide solution?



Channel 

partnerships 

are king



Channel Partnerships Direct-to-customer

Deal origination channels*

* Anecdotally cited by many Financial Allies



We need not 

be a reactive 

industry



The Better Buildings Financing Navigator

1 Explore: Learn the basics of 

the EE&RE financing market

2

3

Find: Answer a few simple 

questions to see which financing 

options might be a fit for your project

Connect: Speak to Better Buildings 

Financial Allies who may be able to 

finance your project 

The Navigator is an online tool that helps public and private organizations find 

financing solutions for EE&RE projects. 

With the Navigator, you can…

Now available at: https://betterbuildingssolutioncenter.energy.gov/financing-navigator

https://betterbuildingssolutioncenter.energy.gov/financing-navigator
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 Panel sessions and technical 

trainings (earn CEUs)

 Peer-to-peer discussions

 Ask-an-Expert/FEMP Lounge

 Networking opportunities

 Pre- and post-conference workshops

 Better Buildings Partner sessions

 Building Tours

 2018 Energy Exchange and Better Buildings Summit 

 August 21st-23rd in Cleveland, OH

 Registration is open! Early bird registration ends June 15th

 Highlights include:

For more information and to register:

2018energyexchange.com



Thanks!

Joe Indvik, RE Tech Advisors

515-230-4665

jindvik@retechadvisors.com



Who are the Financial Allies?

• 43 leading financing companies

• Mostly project originators

• Some institutional secondary 
market investors (e.g. Citi) and 
specialty providers (e.g. Energi)

• Active in all sectors including 
C&I, MUSH, multifamily, and 
residential across the U.S.

• Represent large, medium, and 
start-up companies

• Funded $12B since 2012, with 
$3.5B in 2017 alone
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The customer 

acquisition valley 

of death
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Discovery Connection Execution



Goals of the Financial Allies program

Recognize the Allies 

for their success

Educate the market 

about financial 

products available

Connect building 

owners and vendors 

with financing providers

Unlock the market with 

implementation models 

and best practices



Opportunity by Sector

Industrial (40%)

Residential (35%)

Commercial (25%)

$520B 

Opportunity

Source: Unlocking Energy Efficiency in the U.S. Economy (McKinsey, 2009) 



Commercial Opportunity by Building Size

Commercial 

Opportunity

Large Buildings (53%)

- Buildings over 

50,000 SF

- Typically support 

projects $1M+

Small Buildings (47%)

- Buildings under 

50,000 SF

- Projects often less 

than $1M



Easily accessible financing by project size

Under $250k $250k - $1.5M Over $1.5M

37%
60% 70%

Source: Efficiency Financing And Insurance Survey (Joule Assets, 2013)


