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• Virtual Energy Audits, Quotes, Consultations & IAQ Monitoring 

• Financing Aggressiveness 
We’ll pay first X months 
No payments for 6 months (AC install urgency) 
6/12/18 months same as cash 

• Focus on “Zero Contact” Measures 
Heat Pump Water Heaters 
Rooftop Solar 
Crawlspace Repair 
Pool Pumps 
Exterior Moisture Control 
Generators 

• Reservations/Lists/Queues (scarcity —> urgency)
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Innovative Ideas We’re Hearing About
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Rise of “Digital and Low Touch”

McKinsey & Company COVID-19 US Consumer Pulse Survey 4/20-4/26. n=1052 
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Going the Extra Mile
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DEMAND CHALLENGES OF WHOLE HOUSE HOME 
PERFORMANCE BEFORE, DURING & AFTER 
COVID-19 

PLAYING OUR POSITIONS: THE ROLES OF 
PROGRAMS, UTILITIES & CONTRACTORS 

PROGRAMS & UTILITIES TAKING THE LEAD 
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What We’ll Discuss

1
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CONTRACTORS NEED HELP NOW 

MARKET WILL REQUIRE STIMULUS 

CLIMATE CHANGE & EFFICIENCY GOALS  
ARE NOT ON PAUSE 
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Premise for Today’s Topic



PLAYING OUR POSITIONS: 
HOW PROGRAMS & 

CONTRACTORS CAN BE 
MOST EFFECTIVE WORKING 

TOGETHER 
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Fundamentals of HP Marketing & Sales

EGIA/BPI

WHOLE HOUSE SOLUTIONS

AC Repair
Spray Foam Asthma Incentive

Crawlspace
New Furnace

Climate Change Heat Pump

Sick Child

MoldCold Room

Energy Cost

Fujitsu Dust
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Home Performance Buying Cycle
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Decision 
Evaluation
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Purchase 
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Buying Cycle Amidst COVID-19 
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COVID-19 REALITY 
—High Level of Distraction 

—No Work Assumption 

—But…Time at Home 

—Healthy Home Awareness 

—Restricted Audits/Visits 

—Stranger in Home Worries 

—Seasonality Challenges 

—Economic Stress 
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From a Marketing Perspective
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Playing our Positions
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Program’s Role in the Buying Cycle

Awareness

Decision 
Evaluation

Interest

Purchase 

Moving the Market 
—Breakthrough Message 

—Marketing Reach 

—Incentives/Rebates 

—Attractive Financing 

—Scarcity/Expiration 
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AGGRESSIVE INCENTIVES 

LOW COST FINANCING 
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The Bottom Line IMHO



IDEAS, RECOMMENDATIONS & 
EXAMPLES FOR THE PROGRAM/
UTILITY ROLE UNDER COVID-19



CONTRACTOR DIRECTORY  
BEST PRACTICES 

(A program’s highest contribution?) 
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Google Loves Directories







PROGRAMS LEADING THE WAY 
(or not, a very early list)
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Programs, Utilities & Mfg’s Stepping it Up
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0% Financing for 15 Years
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Programs, Utilities & Mfg’s Stepping it Up
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Help Us Keep This Current

peter@energycircle.com

mailto:peter@energycircle.com
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The Bottom Line IMHO



QUESTIONS? 

Peter Troast 
peter@energycircle.com 

207.847.3644 

mailto:peter@energycircle.com

