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Better Buildings Neighborhood Program 

Saved consumers $850 million (estimated lifetime energy savings) 

Completed 119,000 home energy 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 



Welcome to the Residential Program Solution Center! 
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See “About” for 

information on 

how to use the 

Solution Center. 

https://rpsc.energy.gov  



 Help residential energy efficiency 

programs minimize trial and error to 

achieve success. 

 

 Help programs and partners plan, 

operate, and evaluate their programs.  

 

 Provide a living repository of examples, 

lessons, and resources.  

Purpose: No More Starting from Scratch 
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Click to edit Master title style 
Solution Center Framework 
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Proven Practices to 

Incorporate 

Financing 



How does financing fit in? 

 Upfront cost of an upgrade can derail 

homeowners interested in upgrades. 

 Access to affordable financing can be 

part of successful strategy to convert 

interest into completed upgrades. 

 Financing can help homeowners 

afford an energy upgrade by allowing 

them to pay for the improvements 

over time. 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-overview 



Proven Practices 

1. Streamline the loan process 

2. Structure financing to meet program goals 

3. Help contractors understand financing 

options 
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1. Streamline the Loan 

Process 
 



1. Why streamline loan processes? 

 Complicated loan application and 

approval processes can cause delays.  

 Some strategies being tested to 

remove barriers to completing 

upgrades: 

 Reducing number of requirements that 

homeowners must meet to secure a loan. 

 Accelerating loan application processing. 
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https://rpsc.energy.gov/tips-for-success/streamline-financing-process-easy-loan-

applications-and-quick-approvals 

https://www.youtube.com/watch?v=OluG1sd5LLs&feature=youtu.be


1. Program Examples: Use Utility 

Payment History 

 Oregon’s Enhabit and Craft3 helped more 
homeowners qualify for loans 
 Using utility bill payment history as a proxy for credit allowed 

for quicker approvals and simplified the application process 
for homeowners 

 Forgoing review of debt-to-income ratio and instead using 
utility bill repayment history also reduced loan underwriting 
expenses for Craft3 

 From 2011-2013, Craft3 completed more than 
2,600 loans valued at $33.4 million 

 Loan default rates were below industry averages 

12 

https://rpsc.energy.gov/tips-for-success/streamline-financing-process-easy-loan-

applications-and-quick-approvals 



1. Program Examples: Enhance Promotional 

Offers With Easy-to-Use Financing 

 Austin Energy’s “Best Offer Ever” 

promotion coordinated with contractors 

to ensure upgrades were completed 

before loan preapprovals expired. 

 Additionally, contractors reduced homeowners’ 

invoices by the program rebate amount, and 

were reimbursed within 2 weeks. 

 Included rebates and no- or low-interest loans.  

 Helped upgrade rate increase by 10x 

during the 3-month promotional period. 
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http://www1.eere.energy.gov/buildings/betterbuildings/neighborhoods/pdfs/

cs_austin_servicedelivery.pdf 



1. Streamlined Loans: Learn More 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-deliver-program 



2. Structure financing to 

meet program goals 



2. How can financing support program goals? 

 What are your program goals?  For example: 

 Deeper upgrades 

 Reach a wider income demographic 

 Strategies being tested to use financing  

    to achieve program goals: 

 Tiered financing 

 Alternative underwriting criteria 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-set-goals-objectives 



2. Tiered Financing to encourage more 

comprehensive upgrades 
 Maryland’s Be SMART Home program offered two loan 

options to encourage a higher level of upgrades:  
 Be Smart Home ENERGY STAR loan offered a 6.99% interest rate for 

upgraded heating systems and efficient appliances. 

 Be Smart Home Complete loan had a 4.99% interest rate intended for 
more comprehensive improvements.  

 After program staff spoke to borrowers about benefits of 
a whole home upgrade, more homeowners completed 
an energy assessment and pursued more 
comprehensive upgrades. 

 Between July 2010 and May 2014, more than $1 million 
was loaned, with a 66% loan approval rate. 
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https://rpsc.energy.gov/tips-for-success/consider-tiered-financing-or-rebates-

encourage-deeper-upgrades 



2. Reach a wider demographic with 

alternative underwriting criteria 

 Some programs are deploying alternative underwriting 
criteria to make program accessible to broader income. 

 NYSERDA’s Green Jobs–Green New York initiative 
used a two-tiered underwriting process: 
 Tier 1: uses standard FICO credit score (>640) and debt to income 

ratio (<50%) to evaluate creditworthiness 

 Tier 2: for households with credit scores below 640, the maximum DTI 
increases to 55% and utility bill repayment history is used in lieu of 
credit score 

 As of July 2015, NYSERDA allowed credit scores down 
to 540. A total of 8,581 Tier 1 loans and 1,312 Tier 2 
loans were closed, valued at more than $95 million and 
$14 million, respectively.  

 Loan approval rates were over 75%. 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-make-design-decisions 



2. Tiered Financing: Learn More 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-make-design-decisions 



2. Tiered Financing: Learn More 
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https://rpsc.energy.gov/handbooks/financing-%E2%80%93-make-design-decisions 



3. Help contractors 

understand financing 

options 
 



3. Why help contractors understand 

financing options? 

 Homeowners do not benefit from financing if 

they don’t know about or understand it.  

 Contractor sales training and regular meetings 

can foster greater utilization of loan products.  

 Work with contractors to integrate financing into 

their sales process and avoid making financing 

another complex decision for customers. 

25 

https://rpsc.energy.gov/tips-for-success/help-contractors-understand-

program%E2%80%99s-financing-options-and-benefits-so-they-can 



3. Financing – Develop Contractor Resources 

Identify the resources needed to implement 

your financing activities.  

 

What is the purpose of these resources? 

 Help contractors highlight the benefits and features of 

financing options to homeowners 

 Train contractors on systems to process loans and receive 

payment 

 Answer contractors’ questions 
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https://rpsc.energy.gov/handbooks/financing-–-develop-resources 



3. Financing – Develop Contractor Resources 

(cont.) 

Resources can include: 
 Educational materials informing contractors about those 

same products  

 Training & internal talking points about loan products and 
process for call centers, online help, and program staff 
and key outreach partners 

 Outreach materials about available loan products for 
contractors to give to consumers 

 Lender documents like loan application forms and 
origination and servicing documents from your lender 

 

Communication channels can include the internet, 
pamphlets, fact sheets, presentations, and direct mail. 
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https://rpsc.energy.gov/handbooks/financing-–-develop-resources 



3. Program Examples: Hold Regular 

Meetings with Contactors 

 As part of ShopSmart with JEA program, Jax Metro 
Credit Union (JMCU) worked closely with contractors by 
holding regular meetings and lunch-and-learn sessions 
on loan products.  

 Relationship between JMCU and contractors developed 
~14 months.  

 From 2010-2012, ShopSmart with JEA completed 206 
residential upgrades.  

 JMCU members completed more than $1.2 million of 
energy upgrades in 183 homes and JEA and JMCU 
financed nearly 90% of upgrades. 
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https://rpsc.energy.gov/tips-for-success/help-contractors-understand-

program%E2%80%99s-financing-options-and-benefits-so-they-can 



3. Contractor Training: Learn More 

 Tips for 

Success 

 Include: 

background 

information, 

videos, and 

several 

program 

examples. 
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https://rpsc.energy.gov/tips-for-success/help-contractors-understand-

program%E2%80%99s-financing-options-and-benefits-so-they-can 



3. Develop Contractor Resources: Learn 

More 
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https://rpsc.energy.gov/handbooks/contractor-engagement-workforce-development-

–-develop-resources 



Access the Residential Program Solution Center: 

https://rpsc.energy.gov  
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Questions? BBRPSolutionCenter@ee.doe.gov 



Seeking Focus Group Volunteers! 

 Do these criteria describe you? 

 Have used the Solution Center to look for information for your 

program 

 Are an program administrator or in a decision-making role for a 

residential energy efficiency program 

 If interested, please email BBRPSolutionCenter@ee.doe.gov 

(by 7/29) with: 

 Name 

 Email address & phone number 

 Organization & title/role 

 Focus group will take place the week of August 15th 

via conference call. Time commitment is ~ 1 hour. 
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mailto:BBRPSolutionCenter@ee.doe.gov

