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Better Buildings Neighborhood Program

Saved consumers $850 million (estimated lifetime energy savings)

Completed 119,000 energy efficiency upgrades

Trained >5,600 home performance workers to 
enhance their skills

Created >10,000 jobs by supporting small businesses

$508 million in grants:
$1.4 to $40 million each

Spurred $1.3 billion in economic activity



1. Offer multiple types of energy assessments

2. Directly install measures during the energy 

assessment

3. Provide a flexible approach to conduct 

comprehensive upgrades

4. Keep the program simple for your customers
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5. Provide multiple types of training to 

contractors

6. Develop large pools of eligible contractors

7. Foster relationships with contractors

8. Conduct effective QA/QC
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9. Have at least one staff member with 15+ 

years of relevant experience

10. Tailor outreach activities to target 

populations, but don’t restrict participation

11. Offer financing as a component of the 

program

12. Offer incentives at ~25% of project costs



#1: Offer multiple types of energy 

assessments

 Successful programs offered multiple 

assessment types to match market 

characteristics.

 Ensured that homeowners with varied upgrade 

needs, time, and finances could participate.
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EnergySmart, Boulder, CO
• Offered a range of options: phone consultation, walk-

through assessment, and in-depth assessment. 

• Energy advisors were available for all options & 

developed relationships with participants.



#3: Provide a flexible approach to 

conduct comprehensive upgrades

 Allowing flexibility in types of assessments & 
upgrades ensured that homeowners with varied 
upgrade needs, time constraints, & financial limits 
could participate. 

 Offering well-designed prescriptive options did not 
decreased the average comprehensiveness of 
upgrades.
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Los Angeles County, CA

• Designed a Flex Path for homeowners not able 

to commit substantial time and resources.

• Assigned points to measures.  Homeowners 

qualified for a rebate by installing ≥2 measures 

totaling 100 points.



#5: Provide multiple types of training 

to contractors

 Successful programs provided training on program 

requirements, business development, sales skills, 

and building science. 

 Use appropriate channels for your contractors: 

classroom training, on-site trainings, webinars, & 

peer-to-peer networking were all effective.
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Efficiency Maine

• Helped contractors improve their skills in selling 

program options with training.

• After conducting a two-day sales training course, 

average monthly conversion rate increased from 

10% to 60%.



#10: Tailor outreach activities to target 

populations, but don’t restrict participation

 Many grantees collaborated with community-
based organizations (CBOs) to recruit 
participants.

 CBOs were a channel for targeted outreach & 
served as trusted messengers, increasing 
program credibility. 
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NOLA WISE

• Collaborated with CBOs to conduct outreach, 

drive demand, and stimulate supply of efficiency 

contractors. 

• Worked with Neighborhood Associations to host 

homeowner showcase events. 



Access the Solution Center:

energy.gov/rpsc
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Email: BBRPSolutionCenter@ee.doe.gov



Welcome to the Residential Program Solution Center!
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Handbooks – Step-by-Step
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Step-by-Step: Detailed what and how information
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Handbooks – Tips for Success
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Tips: Lessons based on documented experience from multiple programs

Evaluation 

findings are being 

added to Tips for 

Success



Handbooks – Examples, Toolbox, and 

Topical Resources
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Case studies, program presentations and reports, materials from energy 

efficiency programs



Highlights of the Solution Center
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Handbook Index – 50+Handbooks

Explore by 

program 

component 

or program 

design phase
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Highlights of the Solution Center
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Quick Links

Select a Quick Link to see curated resources, including case 

studies, presentations, tools, calculators, templates, and more.
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Highlights of the Solution Center
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Proven Practices

Monthly posts about lessons learned, program examples, 
videos, and helpful tips to take your program to the next level. 
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Highlights of the Solution Center
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Access the Solution Center:

energy.gov/rpsc
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Email: BBRPSolutionCenter@ee.doe.gov



Appendix
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How RIA defined “success”

 Based on BBNP’s objectives, identified 12 

quantifiable performance metrics

 Quantified these 12 metrics for the residential 

programs of grantees and sub-grantees (n=54)

 Captured diversity of program business models, 

outcomes, and market characteristics 

 Clustered the grantees on the 12 performance 

metrics using Latent Profile Analysis

 Most success (n=12)

 Average success (n=35)

 Least success (n=7)



How RIA defined “success” (continued)

 Using regression analysis, explored which 

programmatic elements predicted membership in 

the most and least successful clusters

 Example of four metrics:
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Higher values 

equate better 

performance

Lower values

equate better

performance

$4.84 

$1,895 

Program cost per dollar of work invoiced

Program cost per MMBtu saved

$0.67 $0.87

$134 $234

2.30%

Market penetration of program's upgrades
0.76%

0.29%

Most Successful Average Least Successful

2.71

Program's savings-to-investment ratio (SIR)

0.41

1.29


