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Offerings Overview 

Residential 

Energy Efficiency 

• Home Performance with ENERGY STAR® 

• Retail Lighting & Appliances 

• Income-Qualified Weatherization 

• A/C Solutions 

• Multifamily Solutions 

• School Kits & Education 

• Behavioral & Rewards 

Demand Response 

• EasyCool for Residents 

 

Commercial & Industrial 

Energy Efficiency 

• Small Commercial & Industrial Solutions 

• Large Commercial & Industrial Solutions 

• Publicly Funded Institutions 

• Commercial & Industrial Construction Solutions 
 
Demand Response 

• Large Commercial Demand Response 

• EasyCool for Business 
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Program Performance & Activity  

Table 2.1 

 

 kWh 
SAVINGS 

kWh 
GOAL* 

% TO 
GOAL 

kW 
SAVINGS 

kW 
TARGET* 

% TO 
TARGET 

INCENTIVES BUDGET 
% TO 

BUDGET 

Commercial & 
Industrial - Energy 

Efficiency 
34,523,319  46,889,018 74% 5,849 7,430 79% $3,410,932 $5,517,822 62% 

Commercial & 
Industrial - Demand 

Response 
4,029  - - 481 4,319 11% $29,318 $146,802 20% 

Residential - Energy 
Efficiency 

30,535,236  40,622,497 75% 7,416 4,166 178% $3,884,318 $4,183,321 93% 

Residential - Demand 
Response 

- - - 2,156 3,494 62% $181,950 $182,715 100% 

Total 65,062,584 87,511,515 74% 15,902 19,408 82% $7,506,518 $10,030,660 75% 

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables show incentive spend 

from 1/1/2021 through 12/31/2021. 

 

Summary tables show savings and incentive spend from January 1, 2021 through December 31, 2021. 

Table 2.2 

 
NET PEAK 

DEMAND 

REDUCTION (KW) 

NET ANNUAL 

ENERGY 

SAVINGS (KWH) 

TOTAL 

PROGRAM 

EXPENDITURES 

TRC (B/C RATIO) UCT (B/C RATIO) 

 
14,491.14 54,521,872 $15,892,097 1.64 1.57 

 

Residential Summary 

The Energy Smart Residential Portfolio had a successful year despite the challenges created by the 

COVID-19 pandemic and Hurricane Ida. The Residential portfolio achieved 30,535,236 in verified gross 

kWh savings and reached 75% of the goal while spending 93% of the incentive budget. The impacts of 

the COVID-19 pandemic continued to create challenges and opportunities for the Energy Smart team 

throughout PY11. This included a higher demand for the Income-Qualified Weatherization offering, which 

met its budget in July. Adjustments were made by the team to keep this offering available throughout the 

year in order to continue serving customers. Budget and savings targets were shifted from other offerings 

based on reforecasting to keep all offerings open to customers and maintain a balanced budget overall. 

Hurricane Ida also had a direct impact on the production of programs later in the year after making landfall 
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on August 29. In response to the storm, the team pivoted to two kit campaigns to support energy-savings 

targets and create warm leads for future marketing campaigns.  

Individual offering budgets and savings targets were established prior to the onset of the pandemic and 

without anticipation of a major storm which caused the team to make the necessary adjustments to keep 

programs open. Income-Qualified Weatherization, Home Performance with ENERGY STAR®, Retail 

Lighting and Appliance and Multifamily Solutions all exceeded their kWh goals. A/C Solutions and 

Behavioral/Rewards came in under the targeted savings. The team was able to garner savings from 

different offerings to bridge gaps in expected shortfalls in other offerings, which freed up funds to keep 

Income-Qualified Weatherization open until the end of the year. This was a necessary step to keep 

serving customers that needed the most support from the program during a challenging year. The unique 

market conditions created by the pandemic and hurricane led to innovations by the team in the form of 

online kits, direct-ship lighting kits and LED giveaways at community events. These adjustments created 

multiple benefits that increased customer awareness, generated participation and created additional kWh 

savings. 

The Energy Smart team maintained COVID-19 protocols implemented in PY10 following the Centers for 

Disease Control and Prevention guidelines to address and reduce the likelihood of spreading the virus. 

Mandatory use of masks, nitrile gloves and foot coverings were implemented for all field personnel. 

Hygiene procedures remained in place to ensure equipment and products were sanitized before entering 

each residence. Trade allies were required to view an Energy Smart COVID-19 safety video and sign off 

on the established protocols, which was an important step to field operations and ensuring there was a 

consistent approach to COVID-19 safety. In addition, the team maintained the process whereby 

customers were contacted in advance of their appointment to ask if anyone in the home had tested 

positive or had been recently exposed to a confirmed positive COVID-19 case prior to field personnel 

entering the residence. By maintaining these protocols, the team was able to build trust with customers 

by demonstrating that the team had taken multiple steps to ensure everyone’s safety. 

Hurricane Ida had an impact on Q3 and Q4 production as damage caused by the storm was felt months 

after its landfall. The storm shut down field activities for several weeks while line crews restored power 

to the Entergy New Orleans customers. Many trade allies had to pause work while their businesses and 

facilities recovered and until customers were ready to be served. The team implemented an emergency-

response plan that ensured team members’ locations and statuses through the storm were known. In 

addition, precautions for the office and fleet vehicles were implemented to reduce possible downtime due 
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to damage. The preparation by the team prior to and during the storm allowed the program to resume 

operations immediately after receiving approval from Entergy New Orleans to re-enter the field.  

Entergy New Orleans earned the 2021 ENERGY STAR® Partner of the Year award for a second 

consecutive year. This award honored the Energy Smart Program for its outstanding contributions to 

protecting the environment through superior energy achievements. Energy Smart was featured in the 

Smart Energy Consumer Collaborative webinar series, which focused on the trade-ally measures offered 

by the Home Performance with ENERGY STAR®, Income-Qualified Weatherization, A/C Solutions and 

Multifamily Solutions offerings. The presentation focused on trade allies’ impacts on warm-weather 

savings. The Department of Energy asked the program team to showcase the Income-Qualified 

Weatherization offering on their Quarterly Home Performance with ENERGY STAR® sponsor call with a 

focus on equity and inclusion.  

Commercial & Industrial Summary 

The Energy Smart Commercial & Industrial (C&I) Portfolio successfully achieved 34,523,319 in verified 

gross kWh savings and reached 74% of the goal, while spending 62% of the incentive budget, despite 

another challenging year for C&I customers in Orleans Parish. Ongoing restrictions related to the 

COVID-19 pandemic meant New Orleans businesses continued to struggle with staffing restrictions, 

loss of revenue and uncertainty related to occupancy and other city mandates. Trade allies also 

continued to report delays in ordering equipment and price increases that caused project 

implementation delays and some projects to be cancelled altogether. The Energy Smart team 

responded to these barriers to program participation by expanding existing program offerings, 

increasing prescriptive incentive rates for select measures, introducing several incentive bonuses, 

expanding the existing prescriptive measure list and implementing the Hurricane Ida Recovery Fund.  

 

As in previous program years, Small Commercial & Industrial customers’ ability to participate in the 

Energy Smart program was negatively impacted by the ongoing COVID-19 pandemic. Small 

businesses faced staffing shortages, occupancy restrictions and a further loss in revenue as the 

COVID-19 pandemic stretched on into its second year. Building off previous program years, the Energy 

Smart team focused on expanding existing offerings to remove barriers to participation for this 

customer segment. Small Business Kits were introduced to the program in PY10 as a no-cost way for 

small businesses to participate. The team distributed 782 small business kits in PY11 and Energy 
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Smart outreach staff followed up with customers who expressed interest in participating in the program 

beyond the installation of the measures included in the free small business kit. Energy Smart also 

added the kits to the Small Business Online Store to maximize the number of kits distributed in PY11 

and promoted the free kits via targeted marketing to raise awareness of the Small Business Online 

Store. In Q4 the Energy Smart team promoted two limited-time offers on the Small Business Online 

store and customers were able to order up to two 12-packs of A-line and linear LEDs. These limited-

time offers were heavily promoted to small business customers with targeted marketing efforts including 

eblasts and resulted in a significant increase in website traffic and orders of the limited time offer 

measure bundles as well as other measures available on the site such as smart thermostats.  

Prescriptive incentive rates were increased in Q1 to better align with programs nationally and to ensure 

Energy Smart is paying a percentage of project cost that is high enough to encourage customers to 

consider purchasing equipment at a higher efficiency level. Energy Smart increased prescriptive 

incentive rates for 22 Small Commercial & Industrial measures and another 23 Large Commercial & 

Industrial measures saw similar increases. Overall, 17 prescriptive incentive rates were increased 15% 

or more in Q1 of PY11. In addition to increased prescriptive incentive rates the Energy Smart team also 

expanded the prescriptive incentive list to include new measures targeting various Small and Large 

Commercial & Industrial customer types. Refrigeration measures were added to the prescriptive 

incentive list to encourage Small Commercial & Industrial non-lighting projects and measures like 

window film were added to increase participation amongst Large Commercial & Industrial customers 

such as commercial real estate customers.  

 

Energy Smart introduced several incentive bonuses throughout PY11 to further encourage program 

participation. A Summer Bonus was introduced in April which increased incentives 15% for lighting 

projects and 25% for non-lighting projects to dissuade customers from waiting until the fourth quarter 

bonus to submit their application. The bonus was also designed to increase the number of non-lighting 

projects in PY11. The Small Commercial Trade Ally Bonus was made available in July that incentivized 

trade allies to ramp up outreach efforts and submit Small Commercial & Industrial projects and in return 

Energy Smart would pay the trade ally up to $5,000 per project. At the beginning of Q4 the Energy 

Smart team released enhanced prescriptive and custom rates through the end of the year to help New 

Orleans businesses continue to recover from COVID-19 and Hurricane Ida.  
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Hurricane Ida was a destructive Category 4 hurricane that made landfall on August 26, 2021. 

Widespread flooding and property damage as well as power outages put even more strain on a 

business community that was already suffering the effects of the COVID-19 pandemic. The team 

responded quickly after the storm by launching the Hurricane Ida Recovery Fund which provided 

increased incentives to any commercial customer in Orleans Parish that was financially impacted by the 

storm or that received physical damage to their facility. The initial offer was available for a two-week 

window at the end of September but due to the overwhelming response Energy Smart extended the 

deadline for Hurricane Ida Recovery Fund submissions. Over 80 applications were received between 

September 16 and October 4 which resulted in 24 projects that added over 4.6 million kWh to the PY11 

pipeline. Several of the customers that received Hurricane Ida Recovery funds were first-time 

participants and several contractors that performed the upgrades associated with these projects 

ultimately became Energy Smart registered trade allies.  
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Residential Offerings 
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Residential Portfolio Performance 

Table 3.1 

Residential 
Offerings 

VERIFIED 
GROSS kWh 

kWh GOAL* 
% TO 
kWh 

GOAL 

kW 
SAVINGS 

kW 
TARGET* 

% TO 
kWh 

TARGET 

INCENTIVE 
SPENT 

INCENTIVE 
BUDGET 

% OF 
BUDGET 

Home 
Performance 

with ENERGY 
STAR 

4,224,567 4,027,638 105% 620 1,229 50% $573,983 $1,222,049 47% 

Retail Lighting 
& Appliances 

15,537,114 7,384,715 210% 2,293 1,062 216% $1,346,043 $1,128,595 119% 

Multifamily 
Solutions 

1,291,009 1,289,414 100% 354 349 101% $244,100 $306,010 80% 

Income 
Qualified 

Weatherization 
3,052,682 1,669,023 183% 2,881 575 501% $1,328,540 $697,167 191% 

Appliance 
Recycling & 

Replacement 
67,284 1,481,900 5% 9 182 5% $82,500 $135,000 61% 

A/C Solutions 975,031 2,388,674 41% 393 687 57% $215,852 $439,100 49% 

School Kits & 
Community 

Outreach 
811,149 681,132 119% 117 81 144% $93,065 $105,400 88% 

Behavioral & 
Rewards 

4,576,399 21,700,000 21% 750 N/A N/A $235 $150,000 0% 

EasyCool - 
Direct Load 

Control 
- - N/A 860 623 138% $54,965 $47,750 115% 

EasyCool - 
Bring Your Own 

Thermostat 
- - N/A 1,296 2,871 45% $126,985 $134,965 94% 

Total 30,535,236 40,622,497 75% 9,572 7,659 125% $4,066,268 $4,366,036 93% 

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables show incentive spend 

from 1/1/2021 to 12/31/2021. 
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Home Performance with ENERGY STAR 

Description 

This offering achieves long term, significant cost-effective electric savings using local auditors and 

contractors who help residential customers analyze their energy use and identify opportunities to improve 

efficiency, install low-cost energy-saving measures, and identify and implement more comprehensive 

home efficiency projects. Home Performance with ENERGY STAR (HPwES) offers three levels of home 

energy audits. The Level I Assessment includes a “walk-through” inspection and direct installation of low-

cost measures, such as LEDs and water conservation measures. To generate additional savings at the 

time of the audit, demand response-enabled smart thermostats were added as a direct install measure. 

The Level II and III Assessments are comprehensive home inspections with diagnostic testing, performed 

by a qualified contractor, targeted to achieve deeper savings within the home.  

To meet the needs of New Orleans’ unique housing stock of double shot-gun homes and smaller 

multifamily configurations, the offering includes all buildings with four or fewer units. Structures of this 

size and construction type often behave more like single-family homes, with owners often occupying one 

of the units, thus minimizing the split-incentive barrier.  

 

Highlights 

The Energy Smart Home Performance with ENERGY STAR® program received the ENERGY STAR® 

Partner of the Year award in 2021 for the second consecutive year. The offering achieved 4,224,567 in 

verified gross kWh savings, reaching 105% of the goal. The team completed 629 whole-home 

assessments in PY11. Due to market conditions the Income-Qualified Weatherization offering met its 

goals in Q3, which resulted in a budget shift to keep the program budget open until the end of the year. 

The increased enrollment for Income-Qualified Weatherization began in 2020 after the COVID-19 

pandemic started and continued throughout PY11. The team launched two campaigns for energy 

efficiency kits to increase savings and build program awareness. In the fall, kits that included lighting and 

water measures were offered through the Online Marketplace and 436 orders were placed. A December 

campaign called ‘Light Up the Night’ offered kits that included seven light bulbs for interior and exterior 

use. The goal of this campaign was to provide better quality lighting and improve safety during the darker 

time of the year. The team mailed 4,369 kits directly to customers.  

• A total of 17,902 measures were installed during the program year. 

• A total of 4,369 kits were shipped in PY11. 
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• The offering reached 105% of the kWh goal, achieving 4,224,567 kWh. 

• The offering reached 50% of the kW target, achieving 620 kW. 

Table 4.1 

 

MEASURE COUNT OF MEASURES 
GROSS KWH 

SAVINGS 
% OF KWH 

CONTRIBUTION 

LEVEL I ASSESSMENT 629 0 0% 

1.5 KITCHEN AERATOR 23 616 0% 

1.0 BATHROOM AERATOR 25 1,608 0% 

1.5 SHOWERHEAD 26 7,524 0% 

PIPE WRAP 53 7,420 0% 

INDOOR LED LAMP (STANDARD) 450 111,777 3% 

INDOOR LED LAMP (SPECIALTY) 476 145,580 3% 

OUTDOOR LED LAMP 
(STANDARD) 

28 26,001 1% 

OUTDOOR LED LAMP 
(SPECIALTY) 

12 10,243 0% 

LED 15W PAR38 - LTN KIT 4,369 1,473,664 35% 

LED 15W A-TYPE - LTN KIT 4,369 763,701 18% 

LED 9W A-TYPE - LTN KIT 4,369 417,676 10% 

1.5 SHOWERHEAD - KIT 436 34,182 1% 

LED 9W A-TYPE - KIT 436 24,460 1% 

LED 15W A-TYPE - KIT 436 13,647 0% 

1.0 BATHROOM AERATOR - KIT 436 4,840 0% 

1.5 KITCHEN AERATOR - KIT 436 2,878 0% 

CENTRAL AC TUNE-UP 3 2,833 0% 

SMART THERMOSTAT 159 65,170 2% 

DUCT SEALING 361 767,928 18% 

AIR SEALING 228 298,344 7% 

ATTIC INSULATION 11 33,347 1% 

TIER 2 APS 131 31,354 1% 

TOTAL 17,902 4,244,792 100% 

 
 

Budget and Savings  

Table 4.2 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$573,983 $1,222,049 47% 4,244,792 4,224,567 100% 630.57 619.77 98% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 
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Planned or Proposed Changes  

A residential new construction offering will build upon existing residential program delivery and focus on 

providing program trade allies exceptional support and ultimately, Entergy New Orleans new homebuyers 

with smarter, more energy-efficient homes. Homebuyers will be served through a select group of 

participating builders (trade allies) and Home-Energy Raters. The proposed model will support a limited 

number of New Orleans-based homebuilders with financial incentives and resources to build better-than-

code homes by informing and educating the residential new-construction market on ENERGY STAR® 

new-construction standards and building more efficient and comfortable homes. The offering will also 

connect new homeowners with other program offerings and welcome them as new Entergy customers. 
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Retail Lighting & Appliances 

Description 

The objective of the Retail Lighting & Appliances (RL&A) offering is to increase awareness and sales of 

efficient lighting and appliances to ENO’s residential population. The offering will provide customers the 

opportunity to purchase a variety of discounted products that are ENERGY STAR qualified or better. 

The Energy Smart Online Marketplace features energy efficiency products at discounted prices. This 

allows Entergy New Orleans customers to purchase energy-efficient products online and have them 

shipped directly to their home. 

 

Highlights 

The Retail Lighting and Appliances offering achieved 15,537,114 in verified gross kWh savings, 

reaching 210% of the goal. The offering provided a large portion of savings for the residential portfolio 

in PY11, as the program continued to face challenges related to the COVID-19 pandemic and 

Hurricane Ida. To help address potential savings shortfalls in other offerings, RL&A was overdriven 

because it provides excellent cost-effective savings, which was necessary to offset increased costs in 

other offerings. The program experienced increased participation in Income-Qualified Weatherization 

which is more costly and overdriving RL&A helped balance out the overall cost-effectiveness of the 

Residential Portfolio.  

Point-of-sale lighting rebates were the main driver of savings at participating retailers, while additional 

savings came from the Online Marketplace and mail-in appliance rebates for ENERGY STAR® certified 

refrigerators, window air-conditioning units, pool pumps, dehumidifiers, water coolers, smart 

thermostats and heat-pump water heaters. Big-box stores, including The Home Depot, Costco, Lowes, 

Save-a Lot and Walmart, all participated in the offering. The program team was also able to partner 

with more local stores, including The Green Project, Eddie’s Ace Hardware and Harry’s Ace Hardware.  

The mixture allowed for larger quantities of products to be sold in big-box stores while the smaller 

retailers allowed the products to be available in more locations and to support local businesses and the 

customers who shop locally. 
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The offering was very impactful to the overall Residential Portfolio in response to the COVID-19 

pandemic and Hurricane Ida. The program team was also able to distribute 1,608 LED lighting four-

packs at six different community events. 

The Online Marketplace continued to play a pivotal role in the program team's response to the COVID-

19 pandemic. Promotions occurred throughout the year, resulting in the sale of 5,592 smart 

thermostats. The Online Marketplace combined the program’s incentives for smart thermostats with 

manufacturer and retailer discounts during holiday promotional periods, which allowed customers to 

purchase Emerson, Nest and Ecobee smart thermostats at deeply discounted amounts. By layering in 

additional LED lighting discounts during this period, the Online Marketplace also sold 11,323 LEDs and 

408 advanced power strips, largely as add-on purchases for customers purchasing smart thermostats. 

• A total of 10,193 measures were sold during the program year. 

• The offering reached 210% of the kWh goal, achieving 15,537,114 kWh. 

• The offering reached 216% of the kW target, achieving 2,293 kW. 

 
Table 5.1 

 

 

MEASURE COUNT OF MEASURES GROSS KWH SAVINGS 

INDOOR LED LAMP (SPECIALTY) 2,371 5,298,701 

INDOOR LED LAMP (STANDARD) 2,683 7,974,815 

OUTDOOR LED LAMP (SPECIALTY) 136 142,019 

GIVEAWAY LED 9W A19 6 85,232 

1.5 KITCHEN AERATOR 53 2,385 

1.0 BATHROOM AERATOR 50 4,779 

1.5 SHOWERHEAD 61 19,152 

PIPE WRAP 83 6,431 

HEAT PUMP WATER HEATER 10 16,098 

WATER COOLER 1 482 

DEHUMIDIFIER 14 2,056 

POOL PUMP 5 13,055 

REFRIGERATOR 87 5,192 

TIER 1 APS 256 19,951 

WINDOW AC 42 7,396 

SMART THERMOSTAT 3,979 1,939,371 

NEST POWER CONNECTOR 2 0 

SMART THERMOSTAT SENSOR 10 0 

SMART THERMOSTAT TRIM KIT 246 0 

SMART THERMOSTAT WALL PLATE 96 0 

TOTAL 10,193 15,537,114 
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Table 5.2: Participating Retailers 

 

RETAIL COMPANY 
SUPPORTED RETAIL PROGRAMS 

    ADDRESS 
Lighting Appliances 

Home Depot -Central #385 X X 1100 S Claiborne Avenue 

Home Depot – Bullard #352 X X 12300 I-10 Service Rd 

Costco New Orleans #1147 X X 3900 Dublin Street 

Walmart- Tchoupitoulas #5022 X  1901 Tchoupitoulas St 

Walmart- Chef Menteur #3167 X  4301 Chef Menteur 

Walmart- Behrmen #1163 X  4001 Behrmen Pl 

Walmart- Bullard #912 X  6000 Bullard Ave 

Lowe’s #2470 X  2501 Elysian Fields Ave. 

The Green Project X  2831 Marals St 

Eddie’s Ace Hardware Inc X  4401 Downman Rd 

Harry’s Ace Hardware X  3535 Magazine St 

Save A Lot #377 X  2841 S Claiborne Ave Ste B 

    

 

 

Budget and Savings  

Table 5.3 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$1,346,043 $1,128,595 119% 15,021,255 15,537,114 103% 2,195.91 2,293.12 104% 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification 

(EM&V) findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes  

In addition to the stores participating in PY11 the offering will add 25 separate Walgreens locations 

throughout Orleans Parish in PY12. This will include incentivized lighting options for customers in two 

separate promotions. These new locations will create additional opportunities for customers to save and 

add a new retailer to the offering. The team’s field visits will utilize “GoSpotCheck” which is an application 

that will increase efficiency by making data collection at stores quicker and more streamlined with all the 

information in one place to review.  

 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 22 

Multifamily Solutions  

Description 

The Multifamily Solutions offering targets multifamily property owners (landlords) and managers, as well 

as apartment and condo renters. The offerings will address their unique needs through a combination of 

incentives for both direct install and prescriptive measures, and through property owner and tenant 

education. A property must have a minimum of five units to qualify for Multifamily Solutions. This allows 

for the Multifamily Solutions offering to be more focused on the unique needs of owners, managers and 

renters of larger buildings. 

Highlights 

The Multifamily Solutions offering achieved 1,291,009 in verified gross kWh savings, reaching 100% of 

the goal. Seven complexes completed energy saving upgrades to their properties in PY11 that ranged in 

size from 26 units to 298 units. There was a total of 612 units completed in PY11. Energy savings were 

driven by a combination of direct install and trade ally follow up measures. A large portion of the pipeline 

for PY12 was created by referrals to sister properties of buildings that were completed in PY11. In certain 

instances, the team was able to cross promote the Appliance Recycling and Replacement offering with 

opportunities created by assessments. There were seven total complexes completed in PY11 with two 

properties in District C, two in District D and three in District E. 

• A total of 2,102 measures were installed during the program year. 

• The offering reached 100% of the kWh goal, achieving 1,291,009 kWh. 

• The offering reached 101% of the kW target, achieving 354 kW. 

 
Table 6.1 

 

MEASURE COUNT OF MEASURES 
GROSS KWH 

SAVINGS 
% OF KWH 

CONTRIBUTION 

DUCT SEALING 458 1,040,832 77.5% 
AIR SEALING 150 125,924 9.4% 
INDOOR LED LAMP (SPECIALTY) 168 18,882 1.4% 
INDOOR LED LAMP (STANDARD) 304 63,046 4.7% 
OUTDOOR LED LAMP 
(SPECIALTY) 

40 23,280 1.7% 

1.0 BATHROOM AERATOR 130 7,550 0.6% 
1.5 KITCHEN AERATOR 291 7,826 0.6% 
1.5 SHOWERHEAD 239 55,176 4.1% 
PIPE WRAP 9 1,291 0.1% 
INCENTIVE ADJUSTMENT 313 0 0.0% 
TOTAL 2,102 1,343,807 100% 
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Budget and Savings  

Table 6.2 

 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$244,100 $306,010 80% 1,343,807 1,291,009 96% 359.25 354.10 99% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes to Offering  

The Energy Smart team plans to join the Apartment Association of Greater New Orleans in PY12 to 

create member awareness for the offering. The team will look for opportunities to create case studies 

that showcase the benefits of the offering to prospective complexes. The team will also add educational 

content to the program website to provide tenants with resources on how to save energy and participate 

in the offering. 
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Income-Qualified Weatherization 

Description 

The Income-Qualified Weatherization (IQW) offering is designed to offer qualifying customers free energy 

efficiency projects ranging from direct install measures, such as LED bulbs and water savings measures, 

to demand response enabled smart thermostats and comprehensive envelope measures. 

Highlights 

The IQW offering achieved 3,052,682 in verified gross kWh savings, reaching 183% of the goal. The 

team completed 911 assessments and installed 244 smart thermostats. Trade Allies were very active in 

the offering and completed attic insulation, air sealing and duct sealing which accounted for 78% of the 

total savings. The demand for IQW increased in PY10 due to the COVID-19 pandemic and the market 

effects continued throughout PY11. With the offering meeting its goal in July, the team shifted incentive 

budget from other offerings in order to keep the offering open and allow the team to continue serving 

customers. While the team was able to drive additional savings, homes across the territory were impacted 

by Hurricane Ida, which caused a slowdown in activity during and after the storm’s landfall.  

• A total of 4,502 measures were installed during the program year. 

• The offering reached 183% of the kWh goal, achieving 3,052,682 kWh. 

• The offering reached 501% of the kW target, achieving 2,881 kW. 
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Table 7.1 

 

MEASURE COUNT OF MEASURES 
GROSS KWH 

SAVINGS 

PERCENT OF 
KWH 

CONTRIBUTION 

NEG. INCENTIVE ADJUSTMENT 3 0 0% 

ASSESSMENT 911 0 0% 

POS. INCENTIVE ADJUSTMENT 2 0 0% 

TA CX SERVICE PAYMENT 1 0 0% 

1.5 KITCHEN AERATOR 71 1,849 0% 

1.0 BATHROOM AERATOR 76 5,449 0% 

PIPE WRAP 107 12,396 0% 

1.5 SHOWERHEAD 60 18,240 1% 

OUTDOOR LED LAMP 
(SPECIALTY) 

17 19,089 1% 

TIER 2 APS 83 21,871 1% 

OUTDOOR LED LAMP 
(STANDARD) 

77 70,683 2% 

SMART THERMOSTAT 226 83,692 3% 

INDOOR LED LAMP (SPECIALTY) 746 207,821 7% 

INDOOR LED LAMP (STANDARD) 839 227,562 8% 

AIR SEALING 556 643,437 21% 

ATTIC INSULATION 231 668,500 22% 

DUCT SEALING 496 1,045,643 35% 

TOTAL 4,502 3,026,233 100% 

 

Budget and Savings  

Table 7.2 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$1,328,540 $697,167 191% 3,026,233 3,052,682 101% 2,837.99 2,880.94 102% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

 

Planned or Proposed Changes  

The team will seek partnering opportunities with local organizations to promote energy savings to low-

income customers. In the past, the offering has teamed with Total Community Action and Vietnamese 

Initiatives in Economic Training to promote and enroll participants in the offering. Due to COVID-19, these 

opportunities were limited due to gathering restrictions. Dependent on local guidelines, the offering will 

look to reestablish this outreach and grow these partnerships. 
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A/C Solutions 

Description 

The A/C Solutions offering provides residential customers with a more comprehensive set of options to 

help lower the energy consumption associated with keeping their homes cool and comfortable in the 

summer. Customers with functioning A/Cs can improve the efficiency of their units with the help of a 

comprehensive air conditioning tune-up or replacement. The offering also includes the installation of new 

Demand Response (DR) enabled smart thermostats. The program works to enhance the ability within 

the territory’s HVAC contractor network to provide value-added services to customers. 

Highlights 

The A/C Solutions offering achieved 975,031 in verified gross kWh savings, reaching 41% of the goal.  

In response to higher demand for Income-Qualified Weatherization participation, a portion of the A/C 

budget was shifted in order to keep the Income-Qualified Weatherization offering open. A/C Solutions 

was able to support 602 customers, which included the installation of 291 smart thermostats. The offering 

picked up momentum in the second half of the year and finished out PY11 with good production. 

Hurricane Ida created disruptions to the offering in Q3 during a time of the year when a large share of 

savings is acquired for the offering. For several weeks after the storm, work for this offering was paused 

while power was restored, residents began recovering the damage to their homes and trade allies were 

able to return to the field. 

• A total of 1,167 measures were installed during the program year. 

• The offering reached 41% of the kWh goal, achieving 975,031 kWh. 

• The offering reached 57% of the kW target, achieving 393 kW. 
 

Table 8.1 

 

MEASURE COUNT OF MEASURES GROSS KWH SAVINGS 
% OF SAVINGS 
CONTRIBUTION 

CENTRAL AC WITH ECM 3 2,734 0.3% 
CENTRAL AC TUNE UP SF 709 652,862 66.3% 
CENTRAL AC TUNE UP MF 71 39,938 4.1% 
DUCT SEALING SF 91 187,043 19.0% 
HEAT PUMP 1 1,292 0.1% 
DUCTLESS HEAT PUMP 1 745 0.1% 
SMART THERMOSTAT 290 99,813 10.1% 
INCENTIVE ADJUSTMENT 1 0 0.0% 
TOTAL 1,167 984,427 100% 
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Budget and Savings  

Table 8.2 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$215,852 $439,100 49% 984,427 975,031 99% 396.34 392.82 99% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes  

The Energy Smart team plans to recruit new trade allies to generate greater participation in the offering 

in PY12. The team also plans to increase marketing at the beginning of cooling season in Q2 and garner 

more savings earlier in the year to proactively address the potential for downtime during hurricane season. 
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Appliance Recycling & Replacement Pilot 

Description 

The Appliance Recycling and Replacement Pilot offering encourages early recycling of qualifying low 

efficiency appliances, such as refrigerators and freezers, for residential customers. The Pilot also offers 

a refrigerator replacement option for income-qualified residential customers. This new offering goes 

beyond federal recycling requirements using environmentally friendly best practices for recycling all 

components of each appliance.  

Highlights 

The Appliance Recycling & Replacement Pilot achieved 67,284 in verified gross kWh savings reaching 

5% of the goal. During the first few months of the year, the team focused on preparing the new offering 

for launch which occurred in late May. The team developed a web scheduling tool, marketing collateral, 

social media posts, direct mail, radio ad and Google display ads to drive participation. Despite extensive 

marketing efforts, the offering fell short of goal in PY11. As a new offering, the team expects the 

investments in marketing to build awareness over time and increase participation. In an effort to meet the 

appliance replacement target, the Energy Smart team targeted multifamily complexes in Q4.   

 

Budget and Savings 

Table 10.1 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$82,500 $135,000 61% 66,080 67,284 102% 2.48 8.59 346% 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes  

The Energy Smart team will expand pick-up scheduling to cover more days of the week. In addition, the 

team will explore opportunities to work with used appliance retailers to remove outdated, inefficient 

appliances off their shelves and off the grid.    
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School Kits & Education  

Description 

The School Kit & Education offering targets 6th and 10th grade school age students in New Orleans to 

deliver a hands-on lesson and in-person instruction about energy efficiency concepts. Students are sent 

home with an energy efficiency starter kit and forms with installation data are returned to the team. During 

a COVID case surge, these in-person methods were swapped with live video conference classes, new 

material for classroom teachers to add to their own lessons and an online, asynchronous platform to 

engage classes in an inter-school competition. 

Highlights 

The School Kits offering achieved 811,149 in verified gross kWh savings, reaching 119% of the goal. The 

Energy Smart team faced many challenges in PY11 that carried over from PY10 because of COVID-19. 

Schools canceled and resumed in-classroom education several times throughout the year. In response 

to the COVID-19 pandemic, the Energy Smart team continued to implement and refine several alternative 

strategies to reach students virtually to both distribute energy efficiency kits and provide professional 

instruction. 

Despite the many challenges, the team was able to deliver the target of 3,500 kits. Through the year, as 

public health conditions changed, NOLA Public Schools had to make ongoing adjustments between 

remote and in-person learning for Orleans Parish 6th and 10th graders. As a result, live, in-person 

instruction provided with the kits in previous years continued to be modified to accommodate teachers’ 

changing needs. The Energy Smart team implemented four instructional methods: live webinars by 

Energy Smart staff, new classroom teacher-led lesson plans, take-home packets for students and an 

online platform to submit efficiency measure installation forms. 

Instructional resources deployed: 

• In-person classes. 

• Live webinars. 

• Classroom teacher-led lesson plans. 

• Student activity packets. 

• Online platform that engages classes in an inter-school competition. 
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In-Person Classes 

Students, teachers, and Energy Smart instructors were excited to restart its two in-person sessions for 

6th and 10th graders. Across Orleans Parish over 1,096 students were reached through 43 classes at 

sixteen different schools. The sessions consisted of the following breakdown: 

6th Graders: 
 

• Session One (1) - Bicycle Energy Generator & Interactive Skit 

• Session Two (2) - The Energy House Game 

 

10th Graders: 

• Session One (1) - Energy in Our Own Lives & List Our Stuff 

• Session Two (2) - Model House of Representatives, Energy Policy Game 

 

Live Webinars 

Three individual, hour-long live webinars were available for teachers to host Energy Smart staff in their 

classrooms. Through the course of the school year, fifteen schools opted to utilize the live webinar option 

reaching over 1,500 students in 60 classrooms. Over 120 sessions were completed on the following 

topics: 

• Introduction to Energy Efficiency. 

• Careers in Energy Efficiency. 

• Climate Change and You. 
 

Teacher-Led Lesson Plans 

Nine lesson plans were available to teachers to select and implement as they saw fit in their own 

classrooms. All 37 participating schools, including schools that gave live lessons, accepted one or more 

of these lessons to add to their own teaching schedule, representing 3,500 students in over 140 

classrooms. Eleven of thirty-seven (37) schools accepted lesson plans only and received no direct 

instruction from Energy Smart educators.  The lesson plans developed were: 

• The House Game. 

• Research a Fuel. 

• List Our (Electric) Stuff. 

• How to Read an Energy Bill. 

• Gallery Walk. 

• Myths vs. Facts About Electricity. 

• Skit: The Adventures of Kilowatt and Crawfish. 

• Flow Meter Bag Experiment. 
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• Classroom Energy Audit. 

 

Student Activity packets 

Five branded student activity packets continued to be distributed via print and emailed PDF. Each packet 

contains activities and experiments for the students to do at home, along with marketing information for 

the Energy Smart Online Marketplace where customers can purchase additional energy efficiency 

products online. The packets were a way to reach all students more equitably, even those with limited 

internet access, while building relationships with teachers and providing additional savings opportunities 

online. All thirty-seven (37) schools had access for their 3,500 students to utilize the packets in class or 

as homework. 

The packets covered the following topics: 

• General Energy Introduction. 

• Appliances. 

• HVAC/Insulation. 

• Lighting. 

• Water. 

 

Projected lifetime savings indicate that the kits installed will save 8,497,553 kWh.  

• A total of 3,500 kits were distributed during the program year. 

• The offering reached 119% of the kWh goal, achieving 811,149 kWh. 

• The offering reached 144% of the kW target, achieving 117 kW. 

 

 Budget and Savings  

Table 9.1 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$93,065 $105,400 88% 786,200 811,149 103% 111.96 116.58 104% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes  

Teaching tools for in-person instruction have evolved over the program years. In PY12, we plan to 

upgrade the house game equipment, and develop foreign language resources to help develop a well-
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rounded classroom session. While Energy Smart instructors are eager to get back into the classroom 

with hands-on lessons, we are closely following public health and school district guidance to ensure 

everyone’s safety. 
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Behavioral & Rewards 

Description 

The Behavioral offering provides customers a Home Energy Report/Scorecard (HERs) through ENO’s 

new Customer Engagement Portal (CEP). Residential customers receive a monthly HER that compares 

them to similar and efficient households, shows their usage over time, provides tips for saving energy, 

rewards them for taking actions and directs them to other program offerings. All residential customers that 

have provided email addresses are automatically opted into the offering and can opt-out at their 

discretion.  

The Rewards offering enables residential customers to sign-up for Rewards through the CEP. 

Participants can receive eGift cards from their choice of available retailers for accumulating points for 

taking specific actions. 

Highlights  

The Behavioral offering achieved 4,576,399 in verified gross kWh savings in PY11, reaching 21% of the 

goal. HERs were sent eight times from January through December. A total of 478,706 HERs were 

delivered to 123,007 Entergy New Orleans residential customers. From PY10 to PY11, there was about 

a three-fold increase in HERs treatment due to the creation of new cohorts and reduction of treatment 

criteria.  

The Rewards offering was also available to all residential customers throughout PY11 via Entergy’s 

Customer-Engagement Portal (CEP). The team ran marketing campaigns to promote the Rewards 

offering and encourage customers that had earned points to redeem their gift cards. HER participants 

also received extra marketing for Rewards by displaying customer reward balances and program 

marketing through the reports. The team also marketed the offering to further incentivize energy-saving 

actions and customer engagement through the CEP. Throughout PY11, 90,842 customers saved energy 

and/or took actions within the CEP to earn rewards points. Cumulatively, customers earned an equivalent 

of $275,265 in rewards dollars. While many customers participated and earned points, only 43 of those 

customers redeemed gift cards for a total of $235. 

 
Table 10.1 

 

BEHAVIORAL   
ENERGY SAVINGS (kWh) 

Pre-Evaluated Evaluated % 

 
- 4,576,399 N/A 
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Participation 

Table 10.2 
 

 
Table reflects all behavioral HERs treatment that occurred in PY11. The most recent month of data contained in each batch of 
HERs is shown in the first row and corresponds to the send dates listed in the columns underneath. Each HERs cohort is 
represented in the first column.  

 
 

 

Budget and Savings  

Table 10.2 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$235 $150,000 0% - 4,576,399 - - 750.20 - 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 
 

Planned or Proposed Changes  

Looking to PY12, several changes are being considered for the Behavioral and Rewards offerings. The most 

significant change will be a switch to a new email marketing platform (Salesforce Marketing Cloud) that 

will allow for more streamlined reporting and less scrutiny from email service providers. These changes 

are expected to result in higher treatment counts. The team will also look to increase treatment counts 

by querying new Entergy customers that meet treatment criteria. HER template updates will also be made 

to include new Entergy branding and improved neighbor comparison graphics. Increased marketing 

efforts to boost Rewards offering participation and energy savings will be made through PY12. These 

marketing efforts will utilize customized energy saving recommendations from the CEP to ensure 

standardized messaging and applicability to each customer.  

 

MONTH 
OF DATA 

NOV-20 DEC-20 JAN-21 FEB-21 MAR-21 APR-21 MAY-21 OCT-21 

COHORTS 
SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

SEND 
DATE 

 SEND 
COUNT 

Email - NC 
(Orig) 

1/6/2021 20,546 2/1/21 19,116 3/16/21 22,301 4/12/21 25,337 5/18/21 32,656 6/9/21 32,077 7/12/21 30,509 12/8/21 11,717 

Email - NC 
(New) 

1/7/2021 2,450 2/1/21 2,353 3/16/21 2,776 4/9/21 4,087 5/18/21 3,834 6/9/21 3,987 7/13/21 3,760 12/8/21 1,995 

Email - SC 
(Orig) 

1/5/2021 10,259 2/1/21 11,528 3/16/21 14,615 4/9/21 16,962 5/18/21 17,818 6/9/21 15,030 7/20/21 14,108 12/7/21 5,048 

Email - SC 
(New) 

  2,575 2/1/21 2,855 3/16/21 3,236 4/9/21 4,111 5/18/21 3,552 6/9/21 3,495 7/20/21 3,267 12/14/21 1,649 

Print - NC 
(Old) 

1/7/2021 4,508 2/3/21 5,026         5/18/21 6,210     7/13/21 5,916 12/28/21 5,397 

Print - 
ADM NC 

(New) 
        3/23/21  19,911      5/18/21 31,199     7/13/21 28,643 12/28/21  22,287  
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EasyCool for Residents 

Description 

Direct Load Control  

The Direct Load Control (DLC) offering is a load management program, designed to reduce peak demand. 

Enrolled customers will receive a DCU that can receive a radio signal from Entergy New Orleans during 

times of peak demand. This device is installed on a customer's air conditioning compressor to cycle off 

the unit during times of peak demand. The device can be installed on central air conditioning units and 

heat pumps. This program has been offered to Entergy customers since 2016.   

Bring Your Own Thermostat (BYOT) 

The residential BYOT demand response (DR) offering taps into the existing installed base of connected 

thermostats in the ENO territory. Through technical integrations with the leading thermostat 

manufacturers in the industry, Energy Smart will have the ability to enroll, monitor, and control connected 

thermostats and leverage the enrolled aggregation as a capacity resource for peak demand reduction.  

When a DR event is dispatched, targeted devices experience a temperature adjustment (an “offset” or 

“setback”) that will in turn curtail HVAC usage during the peak period. Customers participating in the 

program receive an incentive upon enrollment, as well as an ongoing annual incentive for continued 

participation in the program. 

Highlights 

Direct Load Control 

The Direct Load Control program concluded in PY11. The post-season letter informed participating 

customers that DLC program was ending after the PY11 season and provided options for how to 

continue as EasyCool participants via BYOT in PY12. The team began removing switch units in Q4 and 

will continue to focus on removing all devices in the first half of PY12. 

• In PY11, four events were completed. 

• No new devices were installed during the program year.  

• The offering reached 138% of the kW target, achieving 860 kW. 

 

Table 11.1: EasyCool Cycling Events 
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DIRECT LOAD CONTROL CYCLING EVENTS 

Date June 10, 2021 July 22, 2021 July 27, 2021 August 23, 2021 

Start Time (hours) 1400 hrs 1400 hrs 1500 hrs 1600 hrs 

End Time 1800 hrs 1800 hrs 1800 hrs 1800 hrs 

# Devices Controlled 1660 1650 1645 1637 

Cycle Strategy 50% 50% 50% 50% 

 

Bring Your Own Thermostat 

Due to high demand for BYOT, the offering was fully subscribed early in the year. The team exceeded 

the enrollment target for PY11 and ceased marketing for the offering at that time. 
 

• A total of 2,625 devices were installed during the program year. 

• The offering reached 45% of the kW target, achieving 1,296 kW. 

 
 

Table 11.2: EasyCool BYOT Events 

 

SMART THERMOSTAT EVENTS 

Date June 9, 2021 July 22, 2021 July 27, 2021 August 23, 2021 

Start Time (hours) 1400 hrs 1400 hrs 1500 hrs 1600 hrs 

End Time 1800 hrs 1800 hrs 1800 hrs 1800 hrs 

# Devices Targeted 1,679 1,680 1,671 2,692 

Cooling Offset 3°F 3°F 3°F 3°F 

Setpoint Ceiling 85°F 85°F 85°F 85°F 

Pre-cooling 2°F for 30 min 2°F for 30 min 2°F for 30 min 2°F for 30 min 

 

Budget and Savings 

Table 11.3 

 DEMAND REDUCTION (kW) ENROLLMENT BUDGET PARTICIPATION BUDGET 

 
kW Savings* 

kW 

Target 

% to 

Target 

Incentive 

Spent 

Incentive 

Budget 

% to 

Budget 

Incentive

s Spent 

Incentive 

Budget 

% to 

Budget 

Direct Load Control 860 623 138% $0 $3,750 0% $54,965 $44,000 124.92% 

BYOT 1,296 2,871 45% $21,025 $20,125 104.47% $105,960 $114,840 92.27% 

 
 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 
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Planned or Proposed Changes  

In the first half of PY12, the team will focus on removing direct load control switches and converting those 

customers to BYOT. The team will shift funding from Direct Load Control (DLC) to BYOT to allow for 

more enrollments and participation in BYOT.  
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Commercial and Industrial Offerings 
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Commercial & Industrial Portfolio Performance 

 
 

Table 12.1 
 

OFFERING 
kWh 

SAVINGS 
kWh 

GOAL* 
% TO 
GOAL 

kW 
SAVINGS 

kW 
TARGET

* 

% TO 
TARGE

T 
INCENTIVES BUDGET 

% TO 
BUDGET 

Small Commercial & 
Industrial Solutions 

1,886,054 8,120,295 23% 442 1,716 26% $364,303 $1,086,355 34% 

Large Commercial & 
Industrial Solutions 

28,625,263 33,169,760 86% 5,283 4,834 109% $2,707,147 $3,723,728 73% 

Publicly Funded  
Institutions 

4,012,002 3,385,031 119% 123 445 28% $339,483 $415,212 82% 

Commercial & 
Industrial Construction 

Solutions 
- 2,213,933 - - 435 - - $292,527 - 

EasyCool - Small  
Commercial & 

Industrial 
- - - 34 401 9% $4,140 $15,280 27% 

TOTAL          

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables show savings 

achievement and incentive spend from 1/1/2021 to 12/31/2021. 
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Small Commercial & Industrial Solutions 

Description 

The Small Commercial & Industrial Solutions offering provides small businesses (100 kW demand or 

less) and other qualified non-residential customers the opportunity to achieve electricity savings through 

strategies designed specifically for this sector. This offering helps small business customers analyze 

facility energy use and identify energy efficiency improvement projects. Program participants are advised 

on applicable offerings through the program as well as financial incentives for eligible efficiency measures 

that are installed in their facilities by trade allies. 

 

Highlights 

 

The Small Commercial & Industrial Solutions offering achieved 1,886,054 in verified gross kWh savings, 

reaching 23% of goal. The COVID-19 pandemic as well as trade ally labor shortages and supply chain 

disruptions continued to impact the ability of Small Commercial & Industrial customers to participate in 

the Energy Smart program. Throughout PY11, small business customers experienced staffing shortages 

and a continued loss of revenue as a result of the COVID-19 pandemic’s impact on tourism in Orleans 

Parish. The Energy Smart team responded to these barriers and encouraged program participation by 

expanding program measures and offerings as well as designing bonuses and limited-time offers. 

• Expanded Small Business Kit Offering: 

o At the start of PY11, the Energy Smart team made small business kits available through 

the Small Business Online Store to increase the number of kits delivered to small 

business customers. Throughout PY11 there were a total of 63 small business kits 

ordered from the Small Business Online Store with office kits making up nearly 65% of 

the small business kits ordered online. Overall small business kits ordered from the Small 

Business Online Store contributed 64,271 kWh to the PY11 pipeline.  

o Along with offering small business kits via the Small Business Online Store, Energy Wise 

Alliance continued to distribute kits in-person by going door-to-door to local businesses. 

In PY11 there were a total of 782 small business kits distributed. Energy Wise targeted 

various business corridors and utilized their network of local nonprofits to distribute kits 

to customers, which resulted in 780,032 kWh in savings. Along with the energy savings, 

the small business kits served as a great way to introduce the Energy Smart program to 
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first-time participants and customers who received a kit also received a follow-up call to 

discuss participation in other program offerings.  

• Increased Prescriptive Incentive Rates: 

o Customers and trade allies received an eblast on February 15, 2021 announcing that 

some prescriptive incentive rates for both Large and Small Commercial & Industrial 

measures were increasing, with some measures increasing over 15% from PY10 rates. 

A total of 20 Small Commercial & Industrial prescriptive rates were increased including 

kitchen equipment, HVAC and lighting measures. Small Commercial & Industrial 

measures that increased 15% or more included low-flow shower heads, water-cooled 

chillers, air-cooled chillers, high efficiency A/C units and LED refrigerated case lighting.   

• Incentive Bonuses:  

o In April Energy Smart announced a Limited-Time Summer Bonus Incentive Offer that 

increased incentives by 25% for non-lighting projects and 15% for lighting projects. 

Applications were accepted between April 26 and July 31 and projects completed by the 

end of 2021 qualified for the bonus funds. A second eblast went out the first week of June 

informing customers and trade allies that more than 50% of the Summer Bonus budget 

was already reserved and reminded customers to “act now” to reserve their portion of the 

bonus funds. On July 28 another eblast was sent to commercial and industrial customers 

and trade allies announcing that due to the overwhelming positive response to the bonus, 

it was being extended and the new deadline for applications was September 30. Overall 

36 small commercial customers received a Summer Bonus, totaling $12,329.64 in 

additional incentives. The average bonus per project was $342.49 and the projects that 

included a Summer Bonus brought in 573,813 kWh.  

o The Small Commercial Trade Ally Bonus was introduced on July 7, to incentivize trade 

allies to focus outreach efforts on Small Commercial & Industrial customers. Eligible 

projects applications were accepted between July 7 and December 31and trade allies 

were eligible to receive the funds if the Small Commercial & Industrial project was 

completed before the end of the calendar year. Thirty-two Small Commercial & Industrial 

projects were submitted, and trade allies received a total of $5,696 in bonus funds. The 

program received 33 projects with the bonus and those projects resulted in 272,462 kWh.  

o On October 5, 2021 the Energy Smart team sent an e-blast informing customers and 

trade allies about enhanced incentives available for prescriptive and custom projects 
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through the end of the year. Prescriptive and custom incentive rates were increased by 

25% and applications were accepted between October 5 and December 31. Three Small 

Commercial & Industrial customers submitted projects that included an end of year bonus 

and these projects contributed an additional 24,832 kWh to the PY11 pipeline. 

• Expanded Prescriptive Measures:  

o The Energy Smart team continued to expand the number of prescriptive measures 

available for small commercial and industrial customers, including a number of new 

refrigeration measures added in July. A total of 17 refrigeration measures were added 

including door gaskets, auto door-closers, anti-sweat heater controls, refrigerated case 

night covers and more. These measures were specifically chosen to expand the 

prescriptive options for small commercial customers with a significant refrigeration load 

including small grocers, corner stores, gas stations and convenience stores. Forty-seven 

of these new prescriptive refrigeration measures were installed in PY11 and accounted 

for $14,056 in program incentives and contributed 116,272 kWh towards the Small 

Commercial & Industrial energy savings goal. Along with the energy savings, the addition 

of these new prescriptive incentive measures helped the Energy Smart outreach team 

add at least one new trade ally in PY11 that specializes in refrigeration upgrades and 

retrofits for small businesses.  

• Hurricane Ida Recovery Fund:  

o Hurricane Ida made landfall in New Orleans 16 years to the day of Hurricane Katrina and 

resulted in widespread damage and power outages throughout Orleans Parish and the 

rest of the state. At one point nearly all of Entergy New Orleans’ electric service territory 

was without power and thousands of residents in Orleans Parish experienced outages 

lasting days and sometimes weeks. The impact of this storm, alongside the COVID-19 

pandemic and the staffing and supply chain disruptions already occurring, devastated the 

local small business community and forced some business to close operations 

permanently. The Energy Smart team responded to this crisis by designing and launching 

the Hurricane Ida Recovery Fund within three weeks after the storm made landfall in New 

Orleans. The Hurricane Ida Recovery Fund was designed to assist commercial and 

industrial customers impacted by the storm by providing increased incentives and a 

significantly streamlined application process to get funds to customers for eligible energy-

savings projects that were necessitated by physical damage or financial hardship 

associated with the storm.  Eight small commercial customers received funds from the 
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Hurricane Ida Recovery Fund including a church, condo association, an event venue and 

several restaurants. Seven of the eight small commercial projects were awarded 

incentives that covered 100% of project cost and all but one of these small commercial 

customers learned about the Energy Smart program and participated for the first time as 

a result of the special fund. Along with increasing program awareness amongst small 

commercial customers, the Hurricane Ida Recovery Fund also resulted in two new trade 

allies joining the Trade Ally Network.  These eight small commercial projects brought in 

153,042 kWh and received a total of $126,567 in incentives, $108,795 of which were 

additional incentives made available through the Hurricane Ida Recovery Fund.  

• A total of 1,542 measures were installed during the program year. 

• The offering reached 23% of the goal, achieving 1,886,054 kWh. 

• The offering reached 26% of the kW target, achieving 442 kW. 
 

Table 13.1 
 

PROJECT 
COMPONENT 

COUNT OF 
MEASURES 

GROSS KWH 
SAVINGS 

% OF SAVINGS 
CONTRIBUTION 

LIGHTING 77  787,108  27.1% 

REFRIGERATION  53  125,033  4.3% 

HVAC 7  115,466  4.0% 

LIGHTING 
CONTROLS 

5  7,246  0.3% 

AC TUNE UP 3  10,876  0.4% 

SMART 
THERMOSTATS 

3  2,129  0.1% 

CONVECTION 
OVEN 

1  1,988  0.1% 

DUCT SEALING 2  6,963  0.2% 

KITS 604  807,875  27.8% 

OLM 698  1,044,645  35.9% 

TOTAL 1,453 2,909,328 100.0% 

 
 

Table 13.2 
 

PROJECT TYPE TOTAL 

INCENTIVES 

TOTAL PROJECT 

COSTS 

% COVERED 

Custom Lighting $17,307.35 $97,084.35 17.82% 

Prescriptive $35,180 $116,002.85 30.32% 

TOTAL $52,487.35 $213,087.20 24.63% 

 

Table 13.3  
 

PROGRAM 
COMPONENT 

COUNT OF 
MEASURES 

GROSS KWH 
SAVINGS 

Prescriptive 1,516 2,691,749 

Custom 26 217,580 

TOTAL 1,542 2,909,329 
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Budget and Savings  

Table 13.4 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$364,303 $1,086,355 34% 2,909,328 1,886,054 65% 635.07 442.09 70% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes 

The Energy Smart team will employ a number of strategies and best practices to increase program 

participation from small commercial and industrial customers in PY12. The team will focus on driving 

participation through the Small Business Online Store and will continue to promote limited time offers as 

a way to raise awareness of the heavily discounted products available to small business customers. The 

team will continue to drive traffic to the store via targeted limited-time offers and will also cross-promote 

other program offerings, such as EasyCool for Business, to maximize online sales and DR enrollments.  

Maintaining an active trade ally network with qualified trade allies trained in all components of the Energy 

Smart program will be crucial for the program to meet its Small Commercial & Industrial savings goal. 

The team will focus heavily on trade ally recruitment throughout PY12 and will concentrate specifically 

on trade allies that can provide services such as installation of refrigeration measures and performing AC 

tune-ups. Expanding the list of Small Business Direct Install trade allies to include trade allies with 

experience servicing the Latino and Vietnamese populations will also ensure incentive dollars are 

distributed evenly throughout the various communities throughout Orleans Parish and may serve as an 

excellent way to raise awareness about the small business program offerings.  

The New Orleans Chamber of Commerce has expressed interest in doing a large campaign for the small 

business chamber members. Coordinating with the new leadership at the New Orleans Chamber of 

Commerce will be a top priority beginning in Q1 of PY12 and will be an opportunity for the Energy Smart 

team to reach an audience of potentially hundreds of small businesses who may have never participated 

in Energy Smart before. In PY11, the Chamber of Commerce partnered with a mid-stream lighting trade 

ally to collect Energy Smart program applications for no-cost lighting measures through the Chamber’s 

website that reached all Chamber members. The Energy Smart team will continue to promote this type 
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of approach with the Chamber of Commerce and will present it as an opportunity or new approach for 

existing trade allies to replicate with other associations and community groups.  

In addition to driving participation to the Small Business Online Store, recruiting new trade allies and 

partnering with local organizations such as the Chamber of Commerce the Energy Smart team will hire 

a Program Analyst in the first quarter of PY12. The Program Analyst will focus on direct small commercial 

outreach as well as providing direct install services for measures such as lighting and smart thermostats. 

Small business customers who agree to have a smart thermostat installed in their facility will also receive 

information on how to enroll in the EasyCool for Business offering.  
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Large Commercial & Industrial Solutions 

Description 

The primary objective of the Large Commercial and Industrial Solutions offering (Large C&I) is to provide 

a solution for larger (greater than 100 kW demand) non-residential customers interested in energy 

efficiency through a prescriptive or custom approach. The Large C&I offering is designed to generate 

significant energy savings, as well as a longer-term market penetration by nurturing delivery channels, 

such as design professionals, distributors, installation contractors and Energy Service Companies 

(ESCOs). 

 

Highlights 

The Large Commercial & Industrial offering achieved 28,625,263 in verified gross kWh savings, reaching 

86% of goal. The Energy Smart team continued to encourage non-lighting projects in PY11 in order to 

generate deeper savings and a more diversified energy measure mix for the Large Commercial & 

Industrial Solutions offering. Non-lighting measures accounted for 14% of the Large Commercial & 

Industrial measure mix in PY11, an increase from 11% in PY10 and 8% in PY9.   

 

• Increased Prescriptive Incentive Rates: 

o Customers and trade allies received an eblast on February 15 announcing that some 

prescriptive incentive rates for both Large and Small Commercial & Industrial measures 

were increasing, with some measures increasing over 15% from PY10 rates. A total of 24 

Large Commercial & Industrial prescriptive incentive rates were increased including 

kitchen equipment, HVAC, lighting and lighting controls measures. Large Commercial & 

Industrial measures that increased 15% or more included daylighting controllers, high 

efficiency A/C units, commercial duct sealing, chillers and low-flow shower heads.    

• Incentive Bonuses:  

o In April Energy Smart announced a Limited-Time Summer Bonus Incentive Offer that 

increased incentives by 25% for non-lighting projects and 15% for lighting projects. 

Applications accepted between April 26 and July 31 and projects completed by the end 

of 2021 qualified for the bonus funds. A second e-blast went out the first week of June 

informing customers and trade allies that more than 50% of the Summer Bonus budget 

was already reserved and reminded customers to “act now” to reserve their portion of the 

bonus funds. On July 28, 2021 another e-blast was sent to commercial and industrial 
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customers and trade allies announcing that due to the overwhelming positive response 

to the bonus, it was being extended and the new deadline for applications was September 

30, 2021. Overall, thirty-eight (38) Large Commercial & Industrial projects included a 

Summer Bonus, totaling $84,589.10 in additional incentives. The average bonus per 

project was $2,226.03 and the projects contributed 5,721,441 kWh to the PY11 pipeline. 

o On October 5, 2021 the Energy Smart team sent an eblast informing commercial and 

industrial customers and trade allies about enhanced incentives available for prescriptive 

and custom projects through the end of the year. Prescriptive and custom incentive rates 

were increased by 25% and applications were accepted between October 5 and 

December 31, 2021. Twelve (12) Large Commercial & Industrial customers submitted 

projects that included an end of year bonus and these projects contributed an additional 

1,727,735 kWh to the PY11 pipeline. 

 

• Hurricane Ida Recovery Fund:  

o The Energy Smart team responded to this crisis by designing and launching the Hurricane 

Ida Recovery Fund within three weeks after the storm made landfall in New Orleans. The 

Hurricane Ida Recovery Fund was designed to assist commercial and industrial 

customers impacted by the storm by providing increased incentives and a significantly 

streamlined application process to get funds to customers for eligible energy-savings 

projects that were necessitated by physical damage or financial hardship associated with 

the storm. Thirteen (13) of the twenty-one (21) accepted Hurricane Ida Recovery Fund 

applications were awarded to Large Commercial & Industrial customers and these 

projects received $232,815.92 in additional funding on top of $497,512.26 in regular 

Energy Smart incentives. Overall, these 13 projects contributed 6,735,350 kWh to the 

PY11 pipeline. 

 

• A total of 417 measures were installed during the program year. 

• The offering reached 86% of the kWh goal, achieving 28,625,263 kWh. 

• The offering reached 109% of the kW target, achieving 5,283 kW. 
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Table 14.1 
   

 

PROJECT 
COMPONENT 

COUNT OF 
PROJECT 

COMPONENTS 

GROSS 
KWH 

SAVINGS 

% OF SAVINGS 
CONTRIBUTION 

LED 281 17,632,422 61.33% 
TA INCENTIVE 54 0 0.00% 
SCREW-BASED LED 20 365,443 1.27% 
REFRIGERATION 20 259,132 0.90% 
IDA RECOVERY FUND 13 0 0.00% 
BMS 10 5,944,814 20.68% 
RETRO-
COMMISSIONING 

6 2,477,241 8.62% 

COOLING TOWER 3 457,544 1.59% 
CHILLER 3 1,085,156 3.77% 
LIGHTING CONTROLS 2 114,017 0.40% 
HVAC 2 15,756 0.05% 
VFD 2 308,720 1.07% 
AC TUNE UP 1 90,496 0.31% 
TOTAL 417 28,750,741 100% 

 

Table 14.2 
 

PROJECT TYPE 
TOTAL 

INCENTIVES 

TOTAL PROJECT 

COSTS 
% COVERED 

Custom Lighting $990,185.22 $8,380,637.33 11.81% 

Custom Non-Lighting $776,871.74 $4,112,226.96 18.89% 

Prescriptive $586,210.12 $5,818,518.53 14.71% 

TOTAL $2,353,267.08 $15,311,382.82 15.36% 

 
 
 
 

 

Budget and Savings  

Table 14.3 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$2,707,147 $3,723,728 73% 28,750,741 28,625,263 100% 6,427.87 5,283.34 82% 

 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 
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Planned or Proposed Changes 

The energy savings goal for Large Commercial & Industrial continues to contain a substantial portion of 

the overall Commercial & Industrial Portfolio goal, with the offering making up nearly 74% of the overall 

goal in PY12. The Energy Smart team will focus on expanding available services available through the 

Trade Ally Network by encouraging trade allies that perform work for Large Commercial & Industrial 

customers to coordinate and cross-train other trade allies on complimentary technical solutions.   

Along with further coordination amongst trade allies, the Energy Smart team will focus on engaging 

specific Large Commercial & Industrial customer segments such as commercial real estate and higher 

education facilities. Energy Smart added a window film measure to the prescriptive incentive list in PY11 

and will emphasize recruiting and training window film trade allies on the Energy Smart program in PY12 

to maximize energy savings for commercial real estate customers that have had little participation in 

PY10 and PY11.  
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Publicly Funded Institutions 

Description 

The Publicly Funded Institutions (PFI) offering is targeted at local publicly funded institutions. The offering 

assists end-use customers in overcoming barriers that are specific to publicly funded groups. Through 

hands-on expertise and consulting, the program benchmarks the institution’s energy use and identifies a 

roadmap to success. Customers are given guidance throughout their engagement with the program. 

 

Highlights 

The Publicly Funded Institutions offering achieved 4,012,002 in verified gross kWh savings in, reaching 

119% of the goal. As in previous program years, once the PFI goal was met and the incentive budget 

was exhausted, new projects from publicly funded institutions were processed under the Large 

Commercial & Industrial or Small Commercial & Industrial offerings.  

 

• Increased Prescriptive Incentive Rates: 

o Customers and trade allies received an e-blast on February 15, 2021 announcing that 

some prescriptive incentive rates for both Large and Small Commercial & Industrial 

measures were increasing. Seventeen prescriptive rates saw increases of 15% or more 

including low-flow showerheads, refrigerated case night covers, water and air-cooled 

chillers, high efficiency air conditioning units and daylighting controllers.   

• Incentive Bonuses:  

o In April Energy Smart announced a Limited-Time Summer Bonus Incentive Offer that 

increased incentives by 25% for non-lighting projects and 15% for lighting projects. 

Applications were accepted between April 26 and July 31 and projects completed by the 

end of 2021 qualified for the bonus funds. A second eblast went out the first week of June 

informing customers and trade allies that more than 50% of the Summer Bonus budget 

was already reserved and reminded customers to “act now” to reserve their portion of the 

bonus funds. On July 28, 2021 another e-blast was sent to commercial and industrial 

customers and trade allies announcing that due to the overwhelming positive response 

to the bonus, it was being extended and the new deadline for applications was September 

30, 2021. One Publicly Funded Institutions project, an LED retrofit project, included a 

Summer Bonus of $490.50.  
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o On October 5, 2021 the Energy Smart team sent an eblast informing customers and trade 

allies about enhanced incentives available for prescriptive and custom projects through 

the end of the year. Prescriptive and custom incentive rates were increased by 25% and 

applications were accepted between October 5 and December 31, 2021.  

 

• A total of 34 measures were installed during the program year. 

• The offering reached119% of the kWh goal, achieving 4,012,002 kWh. 

• The offering reached 28% of the kW target, achieving 123 kW. 

 
Table 15.1 

 
   

PROJECT 

COMPONENTS 

COUNT OF 

MEASURES 

GROSS KWH 

SAVINGS 

% OF SAVINGS 

CONTRIBUTION 

Lighting 22 974,166 22% 

Controls 12 3,425,628 78% 

TOTAL 34 4,399,794 100% 

 

Table 15.2 
 

PROJECT TYPE 
TOTAL 

INCENTIVES 

TOTAL PROJECT 

COSTS 
% COVERED 

Custom Lighting $18,494.59 $23,055 80.21% 

Custom Non-Lighting $251,690.41 $275,748.75 91.27% 

Prescriptive $58,500.66 $148,493.58 39.39% 

TOTAL $328,685.66 $447,297 73.48% 

 
 

 
Table 15.3 

 

PROGRAM 

COMPONENT 

COUNT OF 

MEASURES 

GROSS KWH 

SAVINGS 

Prescriptive 17 3,392,304 

Custom 17 619,698 

TOTAL 34 4,012,002 

 

 

Program Budget and Savings  

Table 15.4 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$339,483 $415,212 82% 4,399,794 4,012,002 91% 134.83 123.27 91% 
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Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

 

Planned or Proposed Changes  

 In PY12, the Energy Smart team will take into account the new purchasing policy for the City of New 

Orleans that requires any capital improvement over $1,000 to go out to competitive bid. The new 

purchasing requirement increases the time it takes for a contractor to be selected so the Energy Smart 

team will prioritize projects with the City of New Orleans in Q1 and Q2 so that there is enough time for 

these projects to be completed in PY12.  

Publicly Funded Institutions that have previously completed lighting projects will be contacted again to 

determine what other projects, including retro-commissioning, might still yield significant energy savings 

for their facility.  

Energy Smart will also attend regularly scheduled meetings between Entergy New Orleans and large 

users, to ensure all eligible projects receive program incentives.  
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Commercial & Industrial Construction Solutions 

Description 

The Energy Smart team introduced the Commercial & Industrial Construction Solutions offering in PY10 

and, as with any new offering, has focused primarily on building awareness. The new Commercial & 

Industrial Construction Solutions offering encourages customers to design and construct higher 

efficiency facilities than building code or planned designs. This offering is available to ground-up 

construction, additions or expansions, building repurposing and commercial building restorations. The 

New Construction offering provides incentives for design assistance, prescriptive measures and custom 

upgrades tailored to the customer’s building operations. 

 

Highlights 

Commercial & Industrial Construction Solutions offering did not have any completed projects in PY11 

due to delays caused by the COVID-19 pandemic and long lead times for larger projects. Restrictions 

related to COVID-19, Hurricane Ida and the associated supply chain issues and price increases pushed 

estimated completion dates for all PY11 Commercial & Industrial Construction Solutions projects to PY12. 

The energy savings goal for this offering increased significantly from its first year with PY11 goals being 

nearly 10 times larger than the goal for PY10. The team focused on direct outreach to architectural firms, 

construction companies and local developers to raise awareness of the offering and to discuss upcoming 

projects. Along with raising awareness of the program, the Energy Smart team also focused on recruiting 

these companies to become trade allies.  

Program Budget and Savings  

Table 16.4 
 

COST ENERGY SAVINGS (kWh) DEMAND REDUCTION (kW) 

Spend Budget % Pre-Evaluated Evaluated % Pre-Evaluated Evaluated % 

$0 $292,527  - - - - - - 

Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 
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Planned or Proposed Changes  

Energy Smart has identified several architectural firms and developers who have expressed interest in 

the Commercial & Industrial Construction Solutions offering and the team plans to meet regularly to 

discuss upcoming projects in PY12. Standing monthly meetings will be scheduled with these architectural 

firms and developers to ensure all eligible projects are identified at the appropriate time in the design 

phase so that customers can maximize the amount of incentives they receive per project. It is critical for 

the success of this offering to stay engaged with contractors and developers since most Commercial & 

Industrial Construction Solutions projects have construction timelines that stretch over several program 

years. 

While majority of Commercial & Industrial Construction Solutions project leads have been focused on 

ground-up new construction, projects such as additions or expansions, gut rehabs or warm shell 

projects also qualify. Identifying these projects and claiming savings under the appropriate offering will 

help to fill the Commercial & Industrial Construction Solutions pipeline in PY12.    

  



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 55 

EasyCool for Business 

Description 

The Small C&I demand response offering is a Bring Your Own Thermostat (BYOT) demand response 

offering that leverages the built-in capabilities of many connected thermostats to slightly adjust the HVAC 

temperature setbacks of enrolled customers’ thermostats. In response to a peak load event called in 

advance by ENO, participants’ thermostats will be adjusted during the peak event, and in the aggregate 

will shave load peaks during periods where generation and transmission capacity is stressed. Small 

businesses participating in the offering will receive an incentive upon enrollment, as well as an additional 

annual incentive upon confirmation of ongoing involvement. 

 

Highlights 

The Energy Smart team continued to focus on marketing efforts to cross-promote the $150 rebate for the 

installation of new smart thermostats and EasyCool enrollment and participation incentives throughout 

PY11. By the end of Q4, there were 48 customers enrolled in the EasyCool for Business offering which 

was 26.09% of the PY11 enrollment goal.  

The team performed direct outreach to customers who submitted rebate applications for smart 

thermostats or purchased them through the Small Business Online Store to encourage enrollment in 

EasyCool for Business. The team significantly increased the number of small business kits distributed 

through direct outreach in PY11 and each kit included an overview of the EasyCool for Business offering, 

in order to further raise awareness and increase enrollments.  

The team ran four events in PY11. In an effort to maintain comfortable temperatures in the business, the 

event strategy included 30 minutes of pre-cooling prior to the start of each event.  

• A total of 48 devices were installed during the program year. 

• The offering reached 9% of the kW target, achieving 34 kW. 
 

Program Budget and Savings  

Table 17.2 

 

DEMAND REDUCTION (kW) ENROLLMENT BUDGET PARTICIPATION BUDGET 

kW 

Savings* 
kW Target 

% to 

Target 

Incentives 

Spent 

Incentive 

Budget 

% to 

Budget 

Incentives 

Spent 

Incentive 

Budget 
% to Budget 

34 401 9% $1,200 $4,600 26% $2,840 $10,680 26% 
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Table reflects verified gross energy savings achievement from ADM’s Evaluation, Measurement and Verification (EM&V) 

findings relative to pre-evaluated savings reported by TPA. 

 

Planned or Proposed Changes  

For PY12, the Energy Smart team will hire a Program Analyst who will provide support for direct small 

commercial outreach to raise awareness of offerings available to small business customers including 

EasyCool for Business. In addition to those responsibilities the Program Analyst will install measures for 

small business customers to include smart thermostats. Customers who install smart thermostats will 

receive information on how to enroll in the EasyCool for Business offering.  
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Large Commercial & Industrial Demand Response 

Description 

The objective of the Large Commercial & Industrial Demand Response (DR) offering is to secure a total 

of 9.3 megawatts (MW) of commercial demand shed over the term of the program cycle. Large 

commercial customers (exceeding 100kW peak demand) are being recruited and enrolled for an 

automated turn-key DR solution.  

An advanced software platform, Concerto®, was deployed for dispatch, control and optimization of all 

DR resources enrolled in the offering. Concerto is utilized to advance goals of maximizing customer 

satisfaction for participants in the offering while being adaptable to new and changing technologies that 

can provide flexibility and reliability, such as batteries, electric vehicles and distributed solar. 

 

Highlights 

In PY11, the Energy Smart team conducted 88 site surveys for customer segments including hotels, 

secondary schools, commercial office space, universities and retail outlets totaling 13.6 MW. At the close 

of the year, the program had eight customers participating totaling 1,456 kW. Additionally, the offering 

has four projects in the installation and testing phase totaling 1,071 kW.  

The outreach team focused on educating controls contractors on program benefits for both the controls 

company and their customers. The team also joined local industry organizations to further conduct 

outreach and promote the multiple benefits of program participation in the ADR program. 

An effort to integrate with Entergy electrical meters was completed. The integration allows Concerto® to 

produce same-day consumption and demand baselines to monitor customer performance in the offering. 

Daily monitoring allows the customer, and in turn the program, to maximize energy savings. 

Program Budget and Savings  

Table 18.1 

 

DEMAND REDUCTION (kW) BUDGET 

kW Savings* kW Target % to Target 
Incentives 

Spent 

Incentive 

Budget 
% to Budget 

447 3,918 11% $25,178 $131,522 19% 
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Planned or Proposed Changes  

The team plans to begin PY12 with a direct mail marketing push to start the new program year.  The 

team will also continue cross promoting all of Entergy New Orleans and Energy Smart offerings to 

maximize customer exposure and benefits. 
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Marketing, Outreach & Engagement 

Residential Marketing and Outreach  

Highlights 

Program Year 11 began with the Energy Smart team providing support for the joint Entergy New Orleans 

and Entergy Louisiana Association of Energy Services Professionals (AESP) presentation. The 

presentation, titled ‘Using Energy Efficiency as a Necessary Cost-Saving Tool through Economic 

Hardship’, focused on marketing tactics to help residential and small business customers navigate the 

financial burdens of COVID-19. Heather LeBlanc of Entergy Louisiana and Ross Thevenot of Entergy 

New Orleans presented the session virtually on January 28, 2021 at the 31st Annual AESP Conference. 

Due to high demand for BYOT, the offering was fully subscribed by the end of February 2021. The team 

exceeded the enrollment target for PY11 and ceased marketing for the offering at that time.  

 

The Energy Smart team also migrated the home energy assessment report to a new software program, 

which launched in late January. The team developed graphic elements and a branded layout for the 

Home Performance with ENERGY STAR® (HPwES) and Income-Qualified Weatherization assessment 

reports.   

On February 19, 2021, the Energy Smart team launched the Q1 Trade Ally Newsletter. The newsletter 

included information on the new trade ally tiering system, badge ordering information and upcoming 

trainings. The team sent the newsletter to 72 trade ally contacts. 

To address customer concerns about higher bills early in the new year, the team developed a ‘Home 

Fitness’ email campaign. The campaign targeted both customers whose January 2021 bill increased at 

least 50% over their 2020 November and December average spend and individuals whose bill doubled 

year over year. The team sent the first ‘Home Fitness’ email to 7,803 residential customers on February 

23, 2021. Other assets of the ‘Home Fitness’ campaign was also launched, which included: streaming 

radio ads on Pandora and Spotify, Google search and display ads, Facebook digital ads and a print ad 

in the Gambit March Home insert on March 1, 2021. 

Table 19.1: Home Fitness Campaign Results 

CHANNEL IN-MARKET DATE 
IMPRESSIONS/ 

SENDS 

AUDIENCE REACH/ 

OPENS 
OPEN RATE CLICKS 

CLICK-

THROUGH 

RATE 

Email (version 1) 

Targeted to  

High Bill Users 

February 23, 2021 7,803 1,120 14.4% 58 5.2% 
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Google Search March 1-31, 2021 3,020 N/A N/A 152 5.03% 

Google Display March 1-31, 2021 118,000 N/A N/A 975 0.83% 

Spotify  March 1-31, 2021, 2021 89,000 36,400 N/A 128 0.35% 

Pandora March 1-14, 2021 69,500 43,300 N/A 58 0.13% 

Facebook March 1-14, 2021 80,114 N/A N/A 809 1% 

Gambit Weekly 

Print Ad 
March 2, 2021 80,000 N/A N/A N/A N/A 

Email (version 2)  

Targeted to  

High Bill Users 

March 16, 2021 7,992 1,189 15% 78 6.60% 

 
 

In March, the Energy Smart team created a series of monthly social media posts titled ‘Energy Efficiency 

Tip of the Month’, which are included in the Circuit newsletter each month. For the program website, the 

team conducted a study of the Energy Smart residential webpages with 20 participants who provided 

feedback on their experiences navigating the site and locating marketing materials. The study’s findings 

will help guide the future redesign and sitemap for the residential webpages. The team also updated the 

trade ally tiers on the online database and revised the trade ally badge design.  

In conjunction with the plan to reach customers with higher utility bills, the Energy Smart team produced 

a Home Performance with ENERGY STAR bill insert. The two-sided bill insert showcased the benefits of 

the HPwES offering and was sent to 110,000 customers between March 12 and April 8. In addition, a 

direct mail postcard was sent to targeted customers whose January bill increased at least 50% over their 

2020 November and December average spend and those whose bill doubled year over year. The 

postcard messaged the benefits of the Home Performance with ENERGY STAR offering and the team 

mailed batches of postcards to 3,000 customers on March 26, April 9, April 23 and May 9.  

The team also designed magnets for Energy Smart staff vehicles and distributed them to staff on March 

30, along with details on the daily removal procedures to prevent theft, damage or loss of the vehicle 

magnets.  

From March through May, the Energy Smart team sent emails to a group of 115 community leaders 

focusing on the Power Trip webinars. Power Trip is a monthly series of webinars designed to educate 

customers and the local business community about the benefits of the Energy Smart program. The emails 

included a printable flyer that promoted the Power Trip webinars taking place through June and included 

a vanity URL to the scheduling page.  
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Table 19.2: Power Trip Emails 

EMAIL NAME DATE SENT SENT OPEN RATE CLICK RATE 
CLICK-THROUGH 

RATE 

Power Trip – March 2021 March 8, 2021 115 14.41% 0.00% 0.00% 

Power Trip – April 2021 April 6, 2021 115 23.48% 1.74% 7.41% 

Power Trip – May 2021 May 5, /2021 115 19.13% 0.87% 4.55% 

 

On April 13, the Department of Energy announced that the Energy Smart program was awarded the 2021 

ENERGY STAR® Partner of the Year Award for the second consecutive year. The Energy Smart program 

was recognized for its efforts to advance innovations in residential energy efficiency programs and 

technologies to improve the affordability of home energy upgrades for diverse households through Home 

Performance with ENERGY STAR. The Energy Smart team worked collaboratively with Entergy New 

Orleans communications team in developing the news release that ran on the Entergy New Orleans 

website. The ‘Energy STAR Partner of the Year’ news release posted on April 13.   

On April 15, the Energy Smart team launched the ‘A/C Tune-Up Customer Reach Back’ campaign. The 

campaign targeted 11,314 customers who participated in the program from 2019 to 2021 but had not 

completed an A/C tune-up in the past two years. The campaign included a lead generation and 

remarketing email and a direct mail postcard with a vanity URL. 

Table 19.3: A/C Solutions Customer Reach Back Campaign Results 

CHANNEL 
IN-MARKET 

DATE 

IMPRESSIONS/ 

SENDS 

AUDIENCE REACH/ 

OPENS 

OPEN 

RATE 
CLICKS 

CLICK-

THROUGH 

RATE 

A/C Tune-Up Email - First 

Send 
April 16, 2021 2,797 592 22.6% 133 22.5% 

A/C Tune-Up Email 

Second Send 
April 30, 2021 3,215 799 26.4% 197 24.7% 

A/C Tune-Up Direct Mail 

Postcard – First Batch 
April 15, 2021 2,500 N/A N/A N/A N/A 

A/C Tune-Up Direct Mail 

Postcard – Second Batch 
April 29, 2021 2,802 N/A N/A N/A N/A 

 

On April 30, 2021, the team launched the ‘Customer Engagement Portal’ remarketing campaign. This 

nurture campaign contained a series of four emails targeted to customers who had received energy 

efficiency recommendations from their My Entergy Portal.  

In May, the ‘Spring into Energy Savings’ campaign focused on the HPwES offering and its potential 

customer savings. The campaign encouraged customers to sign up for a home assessment and receive 
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no-cost energy efficiency products, valued up to $300. The campaign targeted a list of 18,354 customers 

with the highest kWh usage. 

Table 19.4: Spring into Energy Savings Campaign Results 

 

The team launched the Appliance Recycling and Replacement Pilot offering at the end of May. In 

preparation for the launch, the team developed marketing assets consisting of a program landing page, 

an online scheduling tool design, an email campaign and Google search. Google display ads, digital 

display, paid social, radio, email, direct mail and offering collateral were implemented in the second half 

of the year. The Energy Smart team collaborated with the Entergy New Orleans Communications team 

in the development of the news release ‘Recycling Your Secondary Refrigerator is Good for the 

Environment and Your Wallet’ that posted on the Entergy New Orleans newsroom on December 6.  On 

July 16, the Energy Smart team launched the Q2 Trade Ally Newsletter. It included information on 

updated rebates and incentive rates, the delivery of their 2021 badges, badge ordering information, a 

request for feedback and the upcoming Q3 Trade Ally Advisory Group meeting. The team sent the 

newsletter to seventy-four (74) trade ally contacts. 

July kicked off the ‘Keep Your Cool’ campaign focused on the HPwES and A/C Solutions offerings and 

the benefits of a no-cost assessment and a more efficient cooling system. The campaign urged customers 

to sign up for a home assessment and receive no-cost energy efficiency products. The campaign also 

encouraged customers to sign up for an A/C tune-up and earn up to a $150 instant rebate. The campaign 

list targeted 18,103 customers that had not had an A/C tune-up. 

 
 
 
 
 
 

CHANNEL 
IN-MARKET 

DATE 

IMPRESSIONS/ 

SENDS 

AUDIENCE REACH/ 

OPENS 

OPEN 

RATE 
CLICKS 

CLICK-

THROUGH 

RATE 

Spring into Energy 

Savings Email 
May 10, 2021 18,354 4,089 22.3% 290 7.1% 

Google Search May 7-31, 2021 3,020 N/A N/A 185 0.61% 

Google Display May 7-31, 2021 423,000 N/A N/A 2,590 0.61% 

Gambit Digital Ad  May 4-31, 2021 44,241 N/A N/A 10 0.02% 

New Orleans Tribune 

Digital 
May 5-31, 2021  N/A N/A N/A N/A N/A 

Facebook May 1-31, 2021  166,997 N/A N/A 1,600 1% 
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Table 19.5: Keep Your Cool Campaign Results 

 

On August 17 and December 1, the team sent an email to customers who had earned enough My 

Rewards points to redeem them for at least a $10 gift card. The emails were sent to 347 and 241 

customers, respectively. 

On August 26, Hurricane Ida made landfall and all marketing efforts not already in process were halted. 

In early September, the team then pivoted to create email campaigns promoting offerings that would get 

customers the quickest help from the Energy Smart program. The first email sent out to 36,196 customers 

on October 4 promoted home assessments, A/C Solutions, refrigerator rebates and appliance recycling. 

The second email, deployed on October 12 to 30,576 customers, promoted no-cost energy efficiency kits. 

After seeing the success of the no-cost kits purchased from the Online Marketplace, an updated email 

was sent on November 8 to the 25,569 customers who did not open the email deployed on October 12. 

In total, customers purchased 379 no-cost energy efficiency kits from the Online Marketplace between 

October 4 and November 30.  

In August 2021, November 2021, December 2021 and January 2022, the team sent customer satisfaction 

survey emails to customers that had recently participated in the Energy Smart program. The results of 

the surveys will be discussed in the Residential Customer Satisfaction section below. 

In September, the Energy Smart team produced an A/C Tune-Up bill insert. The two-sided bill insert 

showcased the benefits of an A/C tune-up and was sent to 103,637 customers between September 20 

and October 18. 

In October customers with a direct load control device received an end of season letter informing them 

that this portion of the EasyCool offering would be ending at the end of the year. These customers also 

CHANNEL IN-MARKET DATE 
IMPRESSIONS/ 

SENDS 

AUDIENCE REACH/ 

OPENS 

OPEN 

RATE 
CLICKS 

CLICK-

THROUGH 

RATE 

Keep Your Cool Email 

1 
July 23, 2021 18,013 2,509 13.95% 0.47% 3.35% 

Google Display 
August 10-

September 15, 2021 
375,105 N/A N/A 199 0.05% 

NOLA.com Ads 
August16- 

September 15, 2021  
100,007 N/A N/A 142 0.14% 

Keep Your Cool Email 

2 
August 23, 2021 15,366 1,470 9.58% 0.68% 7.08% 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 65 

received their $40 incentive check for their participation with this letter which also encouraged to remain 

in EasyCool via a smart thermostat.  

On October 20, the team sent the invite for the Q4 Trade Ally Advisory Group Meeting that was held on 

October 28. The team sent the invite to 75 trade ally contacts. 

On October 25, the Energy Smart team launched the Q4 Trade Ally Newsletter. It included information 

on the upcoming Trade Ally Portal, a Hurricane Ida update, the program’s progress to goals, upcoming 

trainings and introduced the new residential Trade Ally Manager. The team sent the newsletter to 75 

trade ally contacts. 

On November 1, the team sent an invite for a training to be held on November 4 on ‘Exploring the Tools 

of the Trade’. The team sent the invite to 75 trade ally contacts. 

In December, the Energy Smart team developed an LED kit ‘Light Up the Night’ campaign to promote 

increasing safety at home with a well-lit home. These kits were mailed directly to 4,639 customers in 

underserved areas. To support this effort and target customers who did not receive the kit, an email was 

developed and deployed to 74,650 customers.  

On December 31, the direct load control device portion of the EasyCool offering ended.  In early PY12, 

letters will be sent to all participants informing them of the planned removal of the device from their central 

air conditioning units at no-cost to them and encouraging them to enroll in the smart thermostat portion 

of the offering. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Table: 19.6 Residential & Trade Ally Emails 
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EMAIL NAME 

 
DATE SENT 

 
SENT 

 
OPEN RATE 

 
CLICK RATE 

CLICK-
THROUGH 

RATE 

Q1 Trade Ally Newsletter February 19, 2021 72 50.70% 22.54% 44.44% 

Trade Ally Badge Reminder March 30, 2021 72 42.25% 7.04% 16.67% 

My Rewards (Customer Engagement 
Portal) Nurture Campaign 1 – HPwES/IQW 

April 30, 2021 4,320 41.67% 4.29% 10.30% 

My Rewards (Customer Engagement 
Portal) Nurture 2 - Prescriptive Services 

April 30, 2021 314 36.94% 6.37% 17.24% 

My Rewards (Customer Engagement 
Portal) Nurture Campaign 3 - Online 

Marketplace 
April 30, 2021 305 32.79% 6.89% 21.00% 

My Rewards (Customer Engagement 
Portal) Nurture Campaign 4 - Exit Email 

April 30, 2021 286 39.16% 3.50% 8.93% 

Customer Engagement Portal Apology 1 May 17, 2021 4,096 48.65% 3.37% 6.93% 

Customer Engagement Portal Apology 2 May 28, 2021 588 41.84% 1.70% 4.07% 

Q2 Trade Ally Newsletter July 16, 2021 74 44.44% 5.56% 12.50% 

My Rewards (Customer Engagement 
Portal) Points Redemption 

August 17, 2021 347 32.85% 11.24% 34.21% 

Income-Qualified Weatherization 
Customer Survey 

August 27, 2021 300 34.00% 6.33% 18.63% 

HPwES Customer Survey August 27, 2021 131 28.24% 7.63% 27.03% 

Hurricane Ida Recovery 1 October 4, 2021 36,196 25.89% 0.97% 3.73% 

Hurricane Ida Recovery 2 - Kits October 12, 2021 30,576 16.55% 2.11% 12.74% 

Q4 Trade Ally Advisory Group Meeting 
Invite 

October 20, 2021 75 38.36% 6.85% 17.86% 

Q4 Trade Ally Newsletter October 25, 2021 75 30.14% 1.37% 4.55% 

Trade Ally Training  November 1, 2021 75 24.32% 0.00% 0.00% 

Income-Qualified Weatherization 
Customer Survey 

November 2, 2021 115 41.74% 10.44% 25.00% 

HPwES Customer Survey November 2, 2021 62 32.26% 8.07% 25.00% 

Income-Qualified Weatherization 
Customer Survey 2 

November 3, 2021 524 37.89% 9.96% 26.29% 

A/C Tune-Up Customer Survey November 3, 2021 363 31.64% 7.35% 23.21% 

Online Marketplace Customer Survey November 3, 2021 2,452 34.97% 4.21% 12.03% 

HPwES Customer Survey 2 November 3, 2021 380 35.73% 9.33% 26.12% 

Hurricane Ida Recovery DNO - Kits November 8, 2021 25,569 8.34% 1.00% 11.93% 

My Rewards (Customer Engagement 
Portal) Points Redemption 

December 1, 2021 241 26.38% 8.94% 33.87% 

Energy Efficiency Kits Customer Survey December 8, 2021 398 35.93% 6.78% 18.88% 

LED  December 16, 2021 74,319 8.67% 0.63% 7.26% 

LED DNO December 20, 2021 331 9.12% 0.30% 3.33% 
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Table 19.7: Circuit Newsletter Metrics 

DATE 
 

SCHEDULED 
RECIPIENTS 

 
DELIVERY 

RATE 

 
OPEN RATE 

(NEWSLETTER 
INTEREST) 

CLICK-TO- 
OPEN RATE 
(DETAILED 
CONTENT 
INTEREST) 

 

UNIQUE 
OPENS 

UNIQUE 
CLICKS 

CLICK 
RATE 

1/19/21 84,844 98.51% 21.50% 5.65% 17,993 1,017 1.22% 

2/25/21 84,883 99.56% 26.22% 4.14% 22,196 918 1.09% 

3/16/21 84,727 99.56% 25.03% 3.70% 21,151 782 0.93% 

4/20/21 92,410 99.51% 25.57% 3.25% 23,570 765 0.83% 

5/18/21 92,827 99.53% 25.88% 4.28% 23,972 1,025 1.11% 

6/24/21 92,762 99.50% 28.80% 4.45% 26,655 1,185 1.28% 

7/20/21 92,485 99.59% 42.06% 9.81% 38,887 3,815 4.14% 

8/19/21 52,982 99.44% 19.03% 5.54% 10,085 559 1.06% 

9/21/21 Hurricane Ida       

10/21/21 54,529 99.76% 22.97% 5.02% 12,524 629 1.15% 

11/18/21 67,242 99.57% 27.47% 2.54% 18,470 470 0.70% 

12/22/21 68,372 99.51% 32.96% 1.79% 22,537 403 0.59% 

 

Energy Smart Online Marketplace 

The team promoted the Energy Smart Online Marketplace during the first half of the year with a lead 

generation and remarketing email strategy along with digital features such as Facebook and Google 

search ads. The email strategy used the lead generation email to create awareness for the products 

included in the offer and the duration of the promotion.  

The remarketing message was a ‘last-chance’ reminder for the consumer to act before the promotion 

ended. The team saw higher open rates and click-through rates on the remarketing emails, confirming 

that this best practice should continue. Overall, through the first half of the year, the emails saw an 

average 11.58% conversion rate on the marketplace, with 15.8% coming from remarketing emails. In 

addition, the team ran carousel-style Facebook ads for each promotion, which averaged a 7.5% 

conversion rate on the marketplace. As a benchmark, residential marketplaces have approximately a 

5.5% conversion rate.  
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By the end of Q2, the Online Marketplace had reached 57% of the annual thermostat goal (6,000 

thermostats) and 18% of the annual LED goal (32,000 LEDs). The team adjusted lighting promotions to 

occur simultaneously with smart thermostat offers to cross-promote both offers in marketing messaging. 

At the beginning of 2021, a new Google Nest Thermostat was added to the Online Marketplace. In the 

first half of the year, the Google Nest was the most popular thermostat with almost 3,000 thermostats 

ordered, compared to the next highest selling thermostat, the Emerson Sensi Thermostat with 195 

ordered. At the end of August, the team added the new Sensi Touch in silver and the Energy Smart team 

ran a special launch campaign where we saw an average 16.63% email open rate. The performance of 

this campaign was impacted by Hurricane Ida and resulted in 20 silver Sensi Touch orders and 76 smart 

thermostat orders overall.  

After Hurricane Ida and heading into Q4, the Energy Smart team proceeded with campaigns for Energy 

Awareness Month, with offers on smart thermostats and standard LEDs. This campaign saw conversion 

rates soar to 15.74% and we had more than 500 new customers come to the marketplace and place an 

order. The remarketing email, sent to customers who did not open or click the lead generation email, had 

a year-high open rate of 26% and more than 1,750 clicks. After a successful October, the Black Friday, 

Cyber Monday and December Holiday campaigns helped bring us closer to our smart-thermostat and 

lighting goals. Over the course of the two holiday campaigns, we had almost 600 smart thermostats 

ordered and over 1,200 LED light bulbs ordered. By the end of the year, we had reached our retail savings 

goals and came to 96% of the smart-thermostat goal and 39% of the lighting goal. Going into 2022, the 

marketplace has been updated to feature 4-packs instead of single LEDs to help get closer to goal. 

Additionally, the first campaign in 2022 will take place in February instead of April. 

Table 19.8: Online Marketplace Promotions 

PROMOTION NAME RUN DATES PRODUCTS PROMOTED 

Earth Day April 8-28, 2021 Google Nest Thermostat, ecobee3 lite smart thermostat, ecobee 
SmartThermostat with voice control, Emerson Sensi Classic   

Memorial Day May 20-June 1, 2021 Simply Conserve Standard LEDs, Google Nest Learning Thermostat, 
ecobee3 lite smart thermostat, ecobee SmartThermostat with voice 
control 

Summer Savings  
(Father’s Day/4th Of July) 

June 18-July 8, 2021 Simply Conserve Standard LEDs, Simply Conserve Advanced Power 
Strips, Google Nest Learning Thermostat, Google Nest Thermostat, 
ecobee SmartThermostat with voice control 

New Silver Sensi Touch 
Launch Campaign  

August 2-16, 2021 Emerson Sensi Touch in silver, Simply Conserve Standard LEDs 

Energy Awareness Month 
Campaign 

October 1-11, 2021 Google Nest Learning Thermostat, Nest Thermostat, ecobee3 lite 
smart thermostat, ecobee SmartThermostat with Voice Control, Simply 
Conserve standard LEDs 
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Black Friday, Cyber Monday 
Campaign 

November 18-30, 2021 Ecobee3 lite smart thermostat, Emerson Sensi, Emerson Sensi Touch, 
Google Nest Learning Thermostat, Nest Thermostat, Simply Conserve 
standard LEDs 

December Holiday 
Campaign 

December 15-27, 2021 Emerson Sensi, Emerson Sensi Touch, Google Nest Learning 
Thermostat, Nest Thermostat, Simply Conserve standard LEDs 

 

Table 19.9: Online Marketplace Emails 

 
EMAIL NAME 

 
DATE SENT 

 
SENT 

 
OPEN RATE 

 
CLICK RATE 

CLICK- 
THROUGH 

RATE 

Earth Day Promo – Lead Generation 4/8/2021 68,602 14.76% 0.55% 3.72% 

Earth Day Promo – Remarketing 4/13/2021 67,604 12.35% 0.67% 5.42% 

Earth Day Promo – Remarketing 2 4/19/2021 67,155 12.39% 1.07% 8.60% 

Memorial Day Promo – Lead Generation 5/21/2021 68,275 14.42% 0.86% 5.94% 

Memorial Day Promo – Lead Generation 5/24/2021 50,957 18.22% 0.87% 4.75% 

Summertime Promo – Lead Generation 6/22/2021 70,009 17.40% 1.75% 10.04% 

Summertime Promo – Remarketing 6/25/2021 102,315 15.64% 1.02% 6.52% 

New Silver Sensi Launch + LEDs Email – 
Lead Gen 

8/2/2021 68,467 17.68% 0.71% 4.00% 

New Silver Sensi Launch + LEDs Email – 
Remarketing 

8/5/2021 100,569 15.57% 0.86% 5.55% 

Fall Thermostats LEDs Promo (Lead Gen)  10/1/2021 48,101 22.88% 2.68% 11.73% 

Fall Thermostats LEDs Promo 
(Remarketing)  

10/5/2021 84,914 25.53% 2.10% 8.22% 

Black Friday Cyber Monday Promo – Lead 
Generation 

11/24/2021 63,507 11.60% 0.63% 5.40% 

Black Friday Cyber Monday – 
Remarketing 

11/30/2021 62,855 11.45% 0.63% 5.48% 

Holiday Promo – Lead Generation 12/15/2021 60,167 8.37% 0.57% 6.78% 

Holiday Promo – Remarketing 12/21/2021 59,628 8.95% 0.59% 6.56% 

 

Marketing Collateral 

• General Energy Smart Overview Brochure. 

• General Energy Smart Overview Brochure (Spanish). 

• General Energy Smart Handout.  

• Residential Customer Authorization Form. 

• Rebate Forms. 

o A/C Tune-Up Rebate Form. 

o Central A/C Rebate Form. 
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o Duct Efficiency Improvement Rebate Form. 

o HPwES and MF Attic Insulation and Air Infiltration Reeducation Rebate Form. 

o IQW Attic Insulation and Air Infiltration Reeducation Rebate Form. 

o IQW Duct Efficiency Improvement Rebate Form. 

o Dehumidifier Rebate Form. 

o Heat Pump Water Heater Rebate Form. 

o Pool Pump Rebate Form. 

o Refrigerator Rebate Form. 

o Smart Thermostat Rebate Form. 

o Trade Ally Smart Thermostat Rebate Form. 

o Water Cooler Rebate Form. 

o Window A/C Rebate Form. 

• Customer Satisfaction Surveys. 

o Home Performance with ENERGY STAR Satisfaction Survey. 

o Income-Qualified Weatherization Satisfaction Survey. 

o A/C Tune-Up Satisfaction Survey. 

o Energy Smart Online Marketplace Satisfaction Survey. 

o Energy Efficiency Kits Satisfaction Survey. 

o Multifamily Satisfaction Survey. 

• Sensi Smart Thermostat Leave Behind. 

• HPwES Contractor Agreement. 

• HPwES and IQW Sorry We Missed You Door Hanger. 

• Multifamily Sorry We Missed You Door Hanger. 

• Multifamily Broken Item Leave Behind. 

• Multifamily Landlord Permission Form. 

• Multifamily Direct Install Service Agreement. 

• Multifamily Program Sell Sheet. 

• Multifamily Tenant Leave Behind. 

• Multifamily Tenant Notification Flyer. 

• Retail Employee Education Flyer. 

• Single LED Bulb Giveaway Label. 
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• Four-Pack LED Bulb Giveaway Label. 

• Energy Efficiency Kit Label. 

• Energy Efficiency Kit Insert. 

• Smart Thermostat Rebate Landing Page. 

• Dehumidifier Rebate Landing Page. 

• Water Cooler Rebate Landing Page. 

• EasyCool “Switch Your Switch” Letter. 

• EasyCool Switch Envelope. 

• HERs Reports. 

• CEP Widget. 

• Vehicle Magnet. 

• Point of Purchase Signage. 
 

Marketing Tactics 

• Home Fitness Campaign Materials. 

• Power Trip Email. 

• Power Trip Training Flyer. 

• Trade Ally Badges. 

• Trade Ally Emails 

o Q1 Newsletter. 

o Badge Reminder. 

• A/C Tune-Up Customer Reach Back Campaign Materials.  

• Spring into Energy Savings Campaign Materials. 

• Trade Ally Emails 

o Q2 Newsletter. 

• Keep Your Cool Campaign Materials. 

• My Rewards Emails. 

• Hurricane Ida Recovery Emails. 

• A/C Tune-Up Bill Insert. 

• EasyCool Direct Load Control End of Season Letter 

• Trade Ally Emails. 
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o Q4 Trade Ally Advisory Group Meeting. 

o Q4 Trade Ally Newsletter. 

o Training.  

• LED Kit Materials 

• LED Email 

• Circuit E-Newsletters Content. 

• Online Marketplace Promotions 

o Earth Day Promotion Materials. 

o Memorial Day Promotion Materials. 

o Summer Promotion Materials. 

o Sensi Touch Launch Campaign Materials. 

o Energy Awareness Month Campaign Materials. 

o Black Friday Cyber Monday Campaign Materials. 

o December Holiday Campaign Materials. 

 

Customer Satisfaction 

Understanding program performance and customer satisfaction are vital to the success of the Energy 

Smart program. The team surveyed customers to gauge satisfaction with various elements such as the 

program in general, process for participating, the staff or trade ally they worked with and their energy-

efficient upgrade. The team reviews customer satisfaction survey results quarterly to ensure that program 

satisfaction remains high and continuously improves the customer journey. Customer satisfaction across 

all programs showed positive responses, with most customers highly likely to recommend Energy Smart 

to their friends or colleagues. Detailed customer responses highlighted their appreciation of the 

professionalism and knowledge of the Energy Advisor, their satisfaction with the offerings and their 

interest in additional opportunities to lower their bills and save more energy. 

Across the residential offerings, customer satisfaction regarding the service, installation and safety 

averaged scored between seven and ten, with ten indicating very high satisfaction. Based on the 

feedback received in PY11, the team will focus on improving the customer enrollment and scheduling 

processes in PY12. In Q4 of PY10, the team launched a self-scheduling tool for the home energy 

assessments on the Energy Smart website that allows customers to select a date and time convenient 

for their schedule. Email confirmations are sent 24 hours before the appointment, which allows the 
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customer to reschedule the appointment if needed. The team will use the motivational responses 

received by customers in PY11 to inform strategies to increase customer engagement in PY12. These 

motivators included saving money on their utility bill, the no-cost direct install items and assessment and 

helping the environment. In PY12, the team will work to increase customer engagement through 

additional opportunities for customers to provide survey responses via online submissions and follow-up 

emails. Customer home assessment report emails and Online Marketplace follow-up emails will provide 

additional opportunities in PY12. 

Table 19.10: Customer Satisfaction Survey Results - HPwES/IQW/MF 

QUESTION HPWES* IQW* MF* 

Overall, how satisfied are you with the offering? 7.4 8.4 10.0 

How satisfied were you with the professionalism of the energy advisor? 8.3 8.6 10.0 

How satisfied were you with the energy advisor's knowledge 
about the products installed and ability to answer your 
questions? 

7.9 8.7 10.0 

How satisfied are you with the safety measures taken by the energy 
advisor? (Used ladder, wore gloves, had on safety glasses, etc.) 8.6 8.9 10.0 

How likely are you to implement changes recommended by the energy 
advisor? 

8.0 8.9 N/A 

How satisfied were you with the enrollment and scheduling process? 7.8 8.4 N/A 
How likely is it that you would recommend the program to a friend or 
colleague? 

7.9 8.8 N/A 

Top motivation for participating in the offering. 
Wanted to reduce 

my utility bill. 
Wanted to reduce 

my utility bill. 

Wanted to reduce 
my utility bill. 

Items and audit 
were free. 

*Scoring is based on question response average. 

Table 19.11: Online Marketplace Customer Satisfaction Survey Results 

QUESTION ONLINE MARKETPLACE SCORES* 

Overall, how satisfied were you with your Online Marketplace order and experience? 8.8 

How satisfied were you with the item(s) you purchased from the marketplace? 9.1 

How satisfied were you with the turnaround time it took to receive your item(s)? 9.0 

How satisfied were you with the ordering process? 9.2 

How likely is it that you would recommend the program to a friend or 
colleague? 9.4 

How likely are you to shop on the Energy Smart Online Marketplace again? 9.1 

How satisfied were you with the ease of installing the item(s) ordered? 8.5 

Top motivation for participating in the offering. Items ordered were free/discounted. 

*Scoring is based on question response average. 
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Table 19.12: Energy-Efficient Kit Customer Satisfaction Survey Results 

QUESTION 
ENERGY EFFICIENCY KIT 

SCORES* 

Overall how satisfied were you with your kit? 8.1 

How satisfied were you with the products included in your kit? 8.4 

How satisfied were you with the ease of installing the products in your kit? 8.5 

How likely is it that you would recommend the program to a friend or colleague? 8.8 

How satisfied were you with the turnaround time it took to receive your kit? 8.2 

Top motivation for participating in the offering. Wanted to reduce my utility bill. 

*Scoring is based on question response average. 

 

Table 19.13: A/C Tune-Up Customer Satisfaction Survey Results 

QUESTION A/C TUNE-UP SCORES* 

Overall, how satisfied are you with the A/C Tune-Up offering? 8.5 

How satisfied were you with the professionalism of the trade ally? 8.2 

How satisfied were you with the quality of service provided by your trade ally? 8.0 

How satisfied were you with the enrollment and scheduling process? 8.2 

How likely is it that you would recommend the program to a friend or colleague? 8.4 

How satisfied were you with the trade ally's knowledge and ability to answer your 
questions? 

8.1 

How satisfied are you with the safety measures taken by the trade ally? (Used ladder, 
wore gloves, had on safety glasses, etc.) 

8.6 

Top motivation for participating in the offering. Wanted to reduce my utility bill. 

*Scoring is based on question response average. 

 

Table 19.14: EasyCool Customer Satisfaction Survey Results - BYOT 

QUESTION EASYCOOL SCORES* 

Overall, how satisfied are you with the offering? 8.8 

How satisfied were you with the enrollment process? 8.9 

How satisfied were you with the time it took to receive your incentive? 8.6 

How likely is it that you would recommend the program to a friend or family member? 9 

Top motivation for participating in the offering. Wanted to reduce my utility bill. 

*Scoring is based on question response average. 

  



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 75 

Graph 19.1 Lead Sources 
  

 

 
 
*All Other is a combination of Social Media (0.95%), TV (0.95%), Web Request (0.81%), Newsletter (0.74%), Door to Door Canvassing 
(0.54%), Radio (0.27%), Search Engine (0.27%), Telemarketing (0.20%) and Newspaper (0.14%). 

 

The Energy Smart team tracked residential customer participation using identified lead marketing sources 

for customers that included community events/outreach, tabling at customer care centers, email, friends 

and family/word-of-mouth marketing, direct mail, utility referrals, social media, the Energy Smart website 

and traditional advertising. The highest performing lead sources for PY11 included referral sources such 

as contractors, family and friends. Email and mail/bill inserts became more popular in PY11. Email 

referrals increased from 8.26% in PY10 to 15.35% in PY11. Mail/bill inserts increased from 6.48% in 

PY10 to 17.67% in PY11. The team will continue to expand customer reach via email and drive traffic to 

the program website.  

Proposed Plans 

Marketing plans in PY12 will build upon the program awareness built in PY11 as made evident by mail/bill 

insert and email lead source increases. The team will develop a series of integrated marketing campaigns 

that incorporate email marketing, Google search and display ads and social media ads that drive traffic 

to the Energy Smart website. Various forms of list segmentation will also be explored. The team will target 

existing program customers for A/C Solutions and referral offerings, top-energy consumers to maximize 

kWh savings and all qualified customers for Online Marketplace promotions. The team will also expand 

program awareness through engaging content articles in the Circuit e-newsletter, local print ads and 
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streaming digital radio ads. Plans include capitalizing on the prevalence of word-of-mouth/friends and 

family referrals with an incentivized referral program. Educating the customer base through monthly 

energy efficiency tips, product leave-behind materials and customer case studies is also planned for 

PY12. The CEP will be an additional remarketing tool. The HERs provides the team with customer-

specific data to make recommendations to increase the efficiency of individual customer homes and 

develop nurture email marketing communications. The Energy Smart team will also focus on increased 

energy-saving opportunities with manufacturer promotions on the Energy Smart Online Marketplace. In 

addition, there will be an increase in the Behavioral program participants, which will result in a wider 

audience for marketing. In PY12, Entergy will be releasing a new corporate logo and the team will work 

on incorporating the new logo into all materials.   

Community Outreach 

Highlights 

The COVID-19 pandemic continued to greatly reduce in-person social gatherings. Energy Smart 

continued to adapt and offered programming almost entirely online from January to July, then 

transitioned to a combination of in-person events and virtual events from August to December. The 

community outreach strategy included attending virtual and live meetings run by community groups, 

offering additional job training opportunities, inviting community members to monthly Energy Smart-

hosted virtual briefings about the program, in-person tabling events and small business canvassing. 

The team offered flexible content options to community groups, ranging from five-minute briefings to 

60-minute energy efficiency lessons, a new 2-week apprenticeship program, to have the most positive 

community impact as possible. In PY11, community outreach was conducted over 107 event days, 

almost as many as pre-pandemic, to gain visibility with up to 7,663 community members. The team 

attended a total of 43 days in person and 64 days virtually.  

Several nonprofits and community groups hosted Energy Smart community outreach staff once or twice 

throughout the year to present to meetings or table at events. These groups included Energy Future, 

Energy and You, Jericho Road, Housing NOLA, District E Coffee and Conversations, Latter & Blum, 

City Park Earth Day, Hardin Playground Resource Fair, Preservation Resource Center, New Orleans 

Chamber of Commerce, Entergy Customer Care Centers, City of New Orleans Rental Assistance 

events, NOLA Ready Climate Series, Joe Brown Park, The Material Institute, OC Haley Merchant’s 

Association, Conrad Playground Community Cleanup, Ephesus Seventh Day Adventist Church 

Community Resource Day and the Juvenile Justice Center.  
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As in previous years, neighborhood associations invited Energy Smart to their regular meetings to 

provide a five to 15-minute briefing. These presentations included 11 neighborhood associations at 

Carrollton Riverbend, Mid City, Fairgrounds, Faubourg St. John, Algiers Point, Edgewood Park, Lake 

Carmel, Hoffman Triangle, Eastern New Orleans Advisory Commission (ENONAC) and Irish Channel. 

Two community groups, Jane’s Place and Central Circle, met periodically, but invited new people to 

show up at each event. Energy Smart was able to extend the program’s reach to new community 

members by returning to these groups each month, much the same way new students are seen each 

year in school classes, but via the same teacher. 

Continuing job training opportunities allowed community outreach to go in-depth with students. 

Quarterly, at Louisiana Green Corps, Energy Smart staff taught opportunity youth professional energy 

efficiency skills. The classes included at-home activities to practice home energy assessments and 

content about green job opportunities. 

The team continued to offer ‘Power Trip: Your Journey to Energy Efficiency.’ Community members 

were invited to attend a 30-minute webinar on the Energy Smart program, followed by a question-and-

answer session with an energy expert that provided individuals with information specifically for their 

home energy needs. In PY11, the team expanded marketing efforts to generate greater awareness of 

Power Trip and boosted attendance from an average of three participants per class in PY10 to eight 

participants per monthly class in PY11. 

Small Business Canvassing 

Recognizing the impacts of the COVID-19 pandemic on small businesses, the team continued to 

implement solutions that helped customers to participate in the program to help them save energy and 

money. The program continued offering free Small Business Energy Efficiency Kits to small 

restaurants, offices and retail stores that contain LED light bulbs, faucet aerators and smart power 

strips for self-installation. The team offered the kits through an online order form, via a direct mail 

Business Reply card and in-person through door-to-door canvassing. Door-to-door commercial 

canvassing reached all City Council districts, distributing 782 commercial kits in PY11. 

Review 

Community outreach during the COVID-19 pandemic has been exceptionally challenging. However, new 

methods such as virtual workshops, training and community events led to a strong showing in PY11. 

Energy Smart attended as many events as possible and began regular door-to-door canvassing to 

increase small business participation. However, video conferencing continued to be a key part of 
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community connection in PY11. Energy Smart will continue to meet the community where it is, whether 

that is in-person or virtually. 

 

Commercial Marketing and Outreach  

Highlights 

Throughout PY11, the Energy Smart team focused on implementing marketing and outreach strategies 

and tactics detailed in the PY11 marketing plans to increase program awareness and program 

participation. During Q1, the Energy Smart team hired a local Disadvantaged Business Enterprise 

advertising agency to focus on customer research, marketing strategy, creative and media strategies, 

outreach and public relations.   

Advertising campaigns launched in PY11 supported the following offerings: free small business kits; the 

Small Business Online Store; new construction; commercial real estate; Summer Bonus Incentive; 

Hurricane Ida Recovery Fund; LED limited-time offer; 25% Enhanced Bonus Incentive, smart 

thermostat promotions for President’s Day, Earth Day, Memorial Day, July 4, Energy Efficiency Day 

and Holiday; EasyCool for Business and general C&I program awareness ads.  

The noteworthy campaigns in PY11 were the Hurricane Ida Recover Fund, LED Limited-Time Offer and 

the smart thermostat holiday promotions. Hurricane Ida Recovery Fund, supported with email, social 

and a :30 radio spot, resulted in 90 application submissions between September 27 through October 4. 

The LED Limited-Time Offer (LTO), which was ran from November 29 through December 13, was the 

first LTO lighting promotion through the Small Business Online Store. The promotion was supported 

solely with an email campaign to small business customers and generated 261 total orders and 1,501 

site sessions. The mix of LED lights consisted of 354 cases of 12-pack 60W bulbs and 252 cases of 4-

FT T8 linear bulbs, resulting in 735,510 kWh savings. Lastly, the Holiday Smart-Thermostat promotion, 

which ran December 2 through December 31, generated triple digit increases in total sales, new users 

and sessions for the Online Store. The store had a 400% increase in total orders; 372.8% increase in 

new users; 327.7% increase in sessions and the bounce rate decreased 9.4%. The promotion was 

supported with digital display, social, search and email messaging smart thermostats for $0. 

The PY11 media strategy included the addition of new media channels such as bill inserts, two new print 

publications, local radio, programmatic display and search engine marketing. The bill inserts targeted 

20,000 small business customers. The first insert mailed March 3 through April 1 messaged Small 
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Business Solutions. The second insert mailed August 16 through September 14 messaged EasyCool for 

Business and $0 smart thermostats. The team added new GNO Inc.’s REGIONS magazine and The 

Advocate print publications to the media buy. Local radio was purchased on WBOK AM and the Spanish 

language station Tropical 105.7 FM. The first radio ad was a :30 spot that ran from September 27 through 

October 4 on WBOK AM and messaged the Hurricane Ida Recovery Fund. The second radio spot ran 

November 29 through December 31 on WBOK AM and Tropical 105.7 FM promoting the 25% bonus 

incentive. A Spanish language radio spot was produced for Tropical 105.7. The programmatic display 

media buy launched in Q3 and consisted of three digital platforms: Extended Network, NOLA.com and 

E-commerce Retargeting. The programmatic display media buy resulted in generating 1,020,232 total 

impressions and 680 clicks. Lastly, a search engine marketing strategy was implemented in Q4. Existing 

Energy Smart search words and phrases were evaluated and refined. The new search strategy generated 

49,950 impressions, 2,133 clicks, 4.27% CTR, 111 conversions with an average CPC of $5.23.  

Earned media initiatives in PY11 consisted of pitching story concepts to media outlets. The team 

developed and pitched seven story concepts to media contacts, resulting in two on-air radio interviews 

through WBOK and WDSU that ran on June 15 for National Electricity Day. Biz New Orleans also ran 

two articles about the Energy Smart program. The first was sponsored content in the May 6 e-

newsletter about Energy Smart Business Solutions and the second was a customer success story 

published as an online feature in the August 10 Biz New Orleans e-newsletter.  

The team made updates to program collateral and website landing pages to reflect changes to incentive 

rates as well as new offerings for the Summer Bonus and Hurricane Ida Recovery Fund. The Small 

Business Solutions overview and SBDI Incentive Rate sheet were translated into Spanish to support an 

outreach event at El Centro, a non-profit organization that specializes in providing culturally competent 

financial literacy programming, business coaching and entrepreneurial training to Latinx individuals, and 

will be used for future marketing to Spanish-speaking customers.  

The team developed new marketing collateral developed including a new benchmarking overview, a 

general Energy Smart program overview messaging residential and commercial offerings, customer 

leave-behind with contact information of tiered trade allies and a new case study template. To support 

the large Demand Response offering, the team updated collateral in Q1 to reflect new incentive rates, 

added a disclaimer, updated the program phone number and updated the copyright legal disclaimer. In 

addition to directly targeting customers, the Energy Smart team educated controls contractors on 

program benefits for both the controls company and their customers. The team joined local industry 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 80 

organizations to further conduct outreach and promote the multiple benefits of program participation in 

the ADR offering. Additionally, joint outreach for all Entergy offerings continues to be conducted to 

maximize customer exposure. 

The Energy Smart team partnered with local government community program partners and Entergy 

New Orleans communications team to drive awareness and program participation. During the first half 

of the year, the Mayor’s Office included an Energy Smart Programs for Businesses link on their 

website. On September 28, the Mayor’s Office released a press release on the Energy Smart Hurricane 

Ida Recovery Fund and the overall benefits of the program to Entergy New Orleans customers. The 

Energy Smart team worked collaboratively in Q1 with the New Orleans Convention Center to develop a 

press release regarding their sustainability and energy efficiency upgrades made with the over 

$100,000 in incentives from Energy Smart to complete nine energy-saving projects. Program partners 

StayLocal and the Urban League of Louisiana promoted Energy Smart offerings in their newsletters. 

StayLocal promoted the June 24 Small Business webinar and the Hurricane Ida Recovery Fund. The 

Urban League of Louisiana promoted the Q3 free LED lighting promotion in their newsletter. The 

Energy Smart team collaborated with the Entergy New Orleans Communications team on the 

development of two news releases that were posted on the Entergy New Orleans website. The news 

release called ‘Energy Smart Launches Hurricane Ida Recovery Fund for Business Customers’ ran 

September 9 and ‘Business Owners Encouraged to Play It Energy Smart’ ran December 6.  

The Energy Smart team provided support for two conferences in PY11. During the first half of the year, 

the team participated in the 2021 Association of Energy Services Professionals (AESP) Conference. 

Two abstracts submitted by the Energy Smart team for the 2021 AESP Conference were selected for 

the conference. The first, a joint Entergy New Orleans and Entergy Louisiana submission focused on 

‘Using Energy Efficiency as a Necessary Cost-Saving Tool through Economic Hardship.’ The second, 

‘A Case Study: A Coordinated Effort on Driving Diversity in New Orleans’, focused on how the Energy 

Smart program is partnering with organizations to drive diversity in the workforce. During the second 

half of the year Entergy New Orleans, Entergy Louisiana and APTIM were platinum sponsors of the 

Association of Energy Engineers Conference held in New Orleans October 20 through October 22.  and 

tabled in the exhibition hall. 

To drive awareness of the Energy Smart benchmarking offering, email campaigns and direct outreach 

marketing efforts were targeted to commercial real estate property leasing agents and large commercial 

properties. The first email was sent on June 14 and the second was sent on July 13. To assist with the 
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direct outreach efforts, a spreadsheet with commercial property leasing agent contact information curated 

from City Business Journal Book of Lists was developed and shared with the Energy Smart Energy 

Advisor.  

The Energy Smart team implemented a variety of marketing tactics to drive awareness and participation 

in the small business sector. In Q1, free Small Business Energy Efficiency Kits were added to the Small 

Business Online Store. To prepare for this addition, the Small Business Online Store website was 

updated to include a navigation tab for the kits and a Small Business Energy Efficiency Kit landing page. 

The kit landing page showcased the restaurant, retail and office kits and detailed the products included 

in each kit. The kits were messaged in the first half of the year with bill insert, social posts and google 

paid search. Kit distribution was also implemented throughout the year through direct outreach. Ad 

campaigns for EasyCool for Business and deals on smart thermostats were utilized throughout PY11 and 

supported via email, social, print, bill insert and digital ads. The team reached large and small commercial 

customers through campaigns messaging the Q1 increased prescriptive incentive rates, Q2 Summer 

Bonus, Q4 25% Bonus, Hurricane Ida Recovery Fund and general program awareness ads. Large 

commercial customers were targeted specifically with new construction, benchmarking and commercial 

real estate marketing. To generate increased participation among the trade allies, a small commercial 

trade ally bonus was implemented in Q3. 

Marketing Collateral 

• Small Business Direct Install Incentive List Update. 

• Small Business Direct Install Application Update. 

• Small Business Bill Inserts. 

o Small Business Solutions Bill Insert. 

o EasyCool for Business and $0 Smart Thermostats Bill Insert. 

• Small Business Online Store revised to include Small Business Kits. 

• Small Business Online Store Updated to Include Free Small Business Kit Landing Page. 

• Small Business Online Store Updated the Check-Out Page to Include a “How Did You Hear 

About Energy Smart” question. 

• Combined Calculator Updates. 

• Prescriptive Incentive List Updates. 

• Energy Smart General Program Overview with Residential and Commercial Offerings. 

• Customer Leave-Behind with Tiered Trade Ally Contacts. 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 82 

• Digital Banner Ads. 

• Social Ads.  

• Print Ads. 

• Email. 

• Paid Search. 

• Radio :30 Spots. 

• Sponsored Content for Biz New Orleans. 

• Newsletter Content for Small Business Kits Available on Small Business Online Store. 

• Newsletter Content for 25% More Bonus Incentive. 

Marketing Tactics 

• 2/3 Page Print Ad in March Biz New Orleans. 

• 300x250 Digital Banner Ad in March Biz New Orleans. 

• 728x90 Leaderboard Digital Banner Ad in February and March City Business Journal. 

• Small Business Solutions March Bill Insert. 

• EasyCool for Business/$0 Smart Thermostats August Bill Insert. 

• Facebook Ads Promoting Free Energy Efficiency Kits. 

• Facebook Ads Promoting Small Business Online Store. 

• Prescriptive Incentive Rate Change Eblast. 

• Energy Smart for Business Tile added to the Mayor’s website. 

• Media Interviews with WBOK and WDSU. 

• Sponsored Content in Biz New Orleans Newsletter. 

• President’s Day Eblast to Small Business Customers. 

• President’s Day Google Search Ad. 

• Earth Day Eblast to Small Business Customers. 

• Earth Day Facebook Ad. 

• Earth Day Paid Search Ad. 

• Memorial Day Facebook Ad. 

• July 4th Smart Thermostat Promo Email. 

• Smart Thermostats and EasyCool for Business Facebook Ad. 

• Smart Thermostats and EasyCool for Business Digital Display Ad. 

• Hurricane Ida Recovery Fund Facebook Ad. 

• Hurricane Ida Recovery Fund :30 Radio Ad. 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 83 

• Hurricane Ida Recovery Fund Email. 

• 25% More Incentives :30 Radio Ad 

• 25% More Incentives Digital Display Ad. 

• 25% More Incentives Email. 

• 25% More Incentives Facebook Ad. 

• Google Nest LTO Facebook Ad. 

• Energy Efficiency Day Facebook Ad. 

• Smart Thermostat Holiday Offer Facebook Ad. 

• Program Awareness Full and Half-Page Print Ad. 

• EasyCool for Business and $0 Smart Thermostats Full Page Print Ad. 

• Commercial Real Estate Full and Half-Page Print Ad. 

• New Construction Half-Page Print Ad. 

• EasyCool for Business with $50 Enrollment Incentive Email. 

• 2022 Step-Down Bonus Incentive Announcement Email. 

• Customer Success Feature Article in Biz New Orleans. 

Table 21.9: C&I Eblasts & Newsletters 

 

Eblasts and Internal Newsletters Date Sent Open Rate Click Through Rate 

Prescriptive Incentive Rate Change Eblast 15-Feb 48.60% 18% 

President’s Day Google Nest Eblast 15-Feb 28.20% 1.50% 

Q1 Higher Education Cohort Meeting 15-Mar 34.50% 17.20% 

Higher Education Cohort Meeting Reminder  24-Mar 34.50% 17.20% 

Higher Education Cohort Meeting Reminder #2 26-Mar 36.80% 7% 

Cash Incentives Available to Restaurants Webinar 12-Apr 43.80% 2.20% 

Small Business Customer Earth Day Promotion 19-Apr 23.50% 3.10% 

Small Business Customer Earth Day Promotion 29-Apr 35.70% 3.60% 

Energy Smart Delgado Community College Conference 5-May 37.70% 2.80% 

Summer Bonus Announcement to C&I Customers 6-May 21.60% 1.80% 

Summer Bonus Announcement to Facility Directors 6-May 18.30% 3% 

Summer Bonus Announcement to Trade Allies 6-May 35.80% 7.50% 

Energy Advisor Job Posting to Trade Allies  24-May 42.70% 8.50% 

Program Overview to Hospitality Contacts 7-Jun 16% N/A 

Summer Bonus Incentives 2nd Eblast 7-Jun 18.50% 1.30% 

Summer Bonus Incentives 2nd Eblast to Trade Allies 7-Jun 34% 3.80% 

Summer Bonus Incentives 2nd Eblast to Higher Education 7-Jun 23.60% 1.80% 

Summer Bonus Incentive 2nd Eblast to Facility Directors 7-Jun 18.30% 1.80% 

Incentives for Small Businesses Webinar 7-Jun 28.40% 0.70% 

Program Overview to Commercial Real Estate Segment 14-Jun 17.60% N/A 

Energy Advisor Introduction to Higher Ed Cohort 14-Jun 7.70% N/A 
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July 4 Google Nest Learning Sale 30-Jun 28.30% 1.50% 
Trade Ally Small Business Bonus & New Refrigeration 
Measures 7-Jul 10.40% 0.30% 

Benchmarking Intro to Commercial Real Estate Contacts 13-Jul 12.50% N/A 

Smart T-Stats and/EasyCool for Business 16-Jul 18.90% 0.50% 

Q3 Higher Ed Cohort Meeting Announcement 27-Jul 19.60% 7.80% 

Extended Summer Bonus Incentive to C&I Customers 28-Jul 24.50% 2.10% 

Extended Summer Bonus Incentive to Facility Directors 28-Jul 18.50% 0.90% 

Summer Bonus Incentive to Higher Ed Customers 28-Jul 19.60% 2% 

Updated Summer Bonus Incentive to C&I Customers 30-Jul 23.20% 1.60% 

Updated Summer Bonus Incentive to Facility Directors 30-Jul 19.50% 0.90% 

Updated Summer Bonus Incentive to Higher Ed Customers 30-Jul 17.60% N/A 

Updated Summer Bonus Incentive to Trade Allies 30-Jul 37.60% 4.30% 

Q3 Higher Ed Cohort Meeting Reminder 2-Aug 19.60% 3.90% 

Update to Q3 Higher Ed Cohort Meeting Reminder 3-Aug 29.40% 11.80% 

RCx Trade Ally Training Announcement 25-Aug 28.70% 2.50% 

RCx Trade Ally Training Rescheduled 9-Sep 24.20% 1% 

Hurricane Ida Recovery Fund Eblast to C&I Customers 20-Sep 24.60% 3.60% 

Hurricane Ida Recovery Fund Eblast to Trade Allies 20-Sep 31.10% 7.10% 
Hurricane Ida Recovery Fund Reminder Email to C&I 
Customers 29-Sep 22.40% 2.60% 

Hurricane Ida Recovery Fund Reminder Email to Trade Allies 29-Sep 30.60% 3.60% 

Q4 Higher Incentive Eblast to Customers V2 5-Oct 27.90% 2.20% 

Q4 Higher Incentive Eblast to Trade Allies V2 5-Oct 38.10% 5.10% 

Q4 Trade Ally Newsletter 6-Oct 18% 4.60% 

Q4 TAAG Meeting Announcement 7-Oct 27.20% 6% 

25% Higher Incentives V2 15-Nov 27.90% 0.80% 

25% Higher Incentives to TA's V2 15-Nov 38.30% 2.10% 

Q4 Higher Education Cohort Meeting Announcement 24-Nov 27% 13.50% 

Cyber Monday LED Lighting Eblast 29-Nov 36% 6.20% 

LED Lighting Sale Reminder  7-Dec 32.30% 4.40% 

EasyCool for Business $50 Incentives 20-Dec 33.30% 1.40% 

2022 Step-Down Bonus Announcement 22-Dec 33.60% 1.40% 

Step-Down Bonus Training for Trade Allies 22-Dec 46.20% 12% 

Step-Down Bonus Training Reminder 28-Dec 36% 5.40% 
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Table 21.10: C&I Digital Advertising 

Channel Message Date Impressions Clicks 

Facebook Free Small Business Kits Jan 1 – Feb 28 7,142 N/A 

Facebook Small Business Online Store Jan 1 – Feb 28 9,800 N/A 

Facebook Newsfeed Earth Day Thermostat Promotion April 19-23 3,884 127 

Facebook Carousel Earth Day Thermostat Promotion April 19-23 4,747 58 

Facebook Memorial Day Thermostat Promotion May 25 - June 6 116,612 626 

Facebook Smart T-Stats and EasyCool for Business 
July 26 - Aug 10 
Aug 18 - Sep 30 

66,475 480 

Facebook Hurricane Ida Recovery Fund Sep 21 - Oct 4 114,417 914 

Facebook Google Nest Sep 28 - Oct 4 75,081 750 

Facebook Energy Efficiency Day Oct 6 - Oct 11 74,909 446 

Facebook 25% Higher Incentives Nov 22 - Dec 31 172,449 1062 

Facebook Smart Thermostat Holiday Promotion Dec 2 - Dec 31 582,254 2,773 

Google Search Free Small Business Kits Jan 1 – March 31 133,921 1,035 

Google Search Small Business Online Store  Jan 1 – March 31 43,177 747 

Google Search President’s Day Sale  Feb 15 - 17 15 7 

Google Search Earth Day Thermostat Promotion April 19-23 3,921 29 

Google Search Earth Day Thermostat Promotion April 19-23 10,169 92 

Google Search Small Business Kits May 1 - May 24 40,900 310 

Google Search Small Business Online Store May 1 - May 24 8,452 176 

Google Search Summer Bonus May 17-July 31 16,347 1060 

Google Search Small Business Online Store May 27 - June 21 6,181 178 

Google Search Small Business Kits May 27 - June 21 44,505 301 

Google Search Small Business Online Store June 23 - July 18 5,674 169 

Google Search Small Business Kits June 23 - July 18 42,493 310 

Google Search Summer Bonus June 23 - July 18 6,677 418 

Google Search Smart T-Stats and EasyCool for Business July 26- Dec 17 408 N/A 

Search Engine Marketing SEM Oct 20-Dec 31 49,950 2.133 

Google Display Energy Smart for Business  Feb 1 – March 31 N/A 29 

Programmatic Display Smart T-Stats and EasyCool for Business July 26 - Sep 30 580,998 471 

Programmatic Display 25% Higher Incentives Oct 1 - Nov 30 346,987 350 

Programmatic Display Holiday Smart T-Stat Nov 30-Dec 31 234,011 188 

City Business Journal Customer Incentives March 1 – 31 N/A 27 

City Business Journal Energy Smart for Business April 1-April 30 N/A 24 

City Business Journal Summer Bonus May 14-June 17 N/A 55 

City Business Journal E-Newsletter 
Energy Efficiency for Commercial Real 
Estate 

6-Sep 25,500 N/A 

City Business Journal E-newsletter 25% Higher Incentives 8-Nov 25,500 N/A 

Biz New Orleans Summer Bonus May 21 - June 21 56,438 14 

Biz New Orleans Earth Day Thermostat Promotion April 19-23 3,884 127 

Biz New Orleans Smart T-Stats and EasyCool for Business Aug 17-Sep 17 26,744 4 
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Table 21.11: C&I Radio Advertising 

Station Message Flight Dates Spots 

WBOK 1230 AM Hurricane Ida Recovery Fund Sep 27-Oct 4 54 

WBOK 1230 AM 25% Higher Incentives Nov 29 - Dec 31 131 

Tropical 105.7 FM 25% Higher Incentives Nov 29 - Dec 31 316 
 

Table 21.12: C&I Print Advertising 

Channel Message Size Date Impressions 

Bill Insert Small Business Solutions  4-Mar 
20,000 

Bill Insert EasyCool for Business/$0 Smart Thermostats   16-Aug 
20,000 

Biz New Orleans New Construction Half Page 1-Mar 
48,000 

Biz New Orleans Smart T-Stat/EasyCool for Business Full Page 1-Aug 
48,000 

Biz New Orleans Take Control of Your Utility Bill Half Page 1-Sep 
48,000 

Biz New Orleans 25% Incentive Increase Half Page 1-Nov 
48,000 

City Business Journal New Construction Full Page 26-Jul 
15,000 

City Business Journal Take Control of Your Properties Utility Cost Half Page 16-Aug 
15,000 

City Business Journal Take Control of Your Properties Utility Cost Full Page 4-Oct 
15,000 

GNO Inc. REGIONS Take Control of Your Utility Bill Full Page 30-Aug 
7,000 

GNO Inc. REGIONS 25% More Incentive Increase Full Page 22-Nov 
7,000 

The Advocate Take Control of Your Utility Bill Front Page Strip 23-Aug 
38,000 

The Advocate Take Control of Your Utility Bill Front Page Strip 13-Sep 
38,000 

The Advocate Take Control of Your Utility Bill Front Page Strip 4-Oct 
38,000 

The Advocate 25% More Incentive Increase Front Page Strip 1-Nov 
38,000 

The Advocate 25% More Incentive Increase Front Page Strip 6-Dec 
38,000 

 

Table 21.13: C&I Earned and PR 

 

Channel Date Content 

LifeCity Newsletter 7-Jan Small business online store 

Biz New Orleans Newsletter 6-May Business Solutions 

Biz New Orleans Newsletter 10-Oct McDonald's Customer Success Story 

WDSU 15-Jun Tips to save money, conserve energy 

WBOK 15-Jun Tips to save money, conserve energy 

MSN 15-Jun Tips to save money, conserve energy 

KMEZ 102.9 15-Jun Tips to save money, conserve energy 

StayLocal Newsletter 22-Jun 
Energy Smart webinar on small business 
offerings 

StayLocal Newsletter 23-Sep Hurricane Ida Recovery Fund 

Urban League of Louisiana 8-Dec Free LED Lights 

Mayor's Office Press Release 28-Sep Hurricane Ida Recovery Fund 
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Outreach Events, Presentations and Tactics 

 

Small business outreach throughout PY11 continued to focus on in-person distribution of the Small 

Business Energy Efficiency Kits, cold calling small business customers and program presentations to 

community organizations. Kit distribution occurred throughout major commercial corridors throughout the 

territory. This tactic proved to be an excellent way to bring in energy savings, generate leads for deeper 

energy-savings projects and increase awareness of the other small business solutions available. The 

Energy Smart team distributed 845 kits, generating 844,303 kWh savings. Leads generated from this 

direct outreach were distributed to the Small Business Direct Install trade allies. The Energy Smart team 

held two webinars for small business owners that received free kits. The first was held April 27 for 

restaurant owners and managers to learn about energy efficiency projects and incentives available to 

them. The webinar included guest speakers from two small business customers that participated in the 

program. The second webinar held June 24, targeted retail and small office contacts/leads received from 

the small kit distribution. To reach the Hispanic small business community, the Energy Smart team tabled 

at the August 18 Hispanic Chamber of Commerce Business Expo as well as presented small business 

program offerings to Hispanic business owners at the August 10 El Centro meeting.   

 

Large commercial outreach in the first half of the year focused on searching for and hiring a 

Disadvantaged Business Enterprise firm to help with direct outreach to the major market segments and 

large users. The new team of Energy Advisors targeted customers such as universities, K-12 schools, 

government facilities, large commercial properties, warehouses, hotels, healthcare and potential new 

trade allies. Energy Smart sent an eblast to C-level executives in large commercial real estate and 

hospitality venues introducing them to Energy Smart and driving them to contact the program. The eblast 

targeting commercial real estate executives was sent on June 14 and an eblast targeting hospitality 

executives was sent on June 7. A spreadsheet detailing contacts in commercial real estate, shopping 

centers, architecture firms and engineering firms was developed for outreach tactics in the second half 

of the year. Customer contacts for this list were pulled from the 2021 City Business Book of Lists.  

 
Table 21.14: Outreach Events & Presentations 

 

Date Event 

January - December 2021 Small Business Kit In-Person Distribution 

8-Jan-21 Archdiocese of N. O.  
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15-Jan-21 7th Ward Neighborhood Association 

17-Jan-21 NASA 

24-Jan-21 Southern University of N O  

28-Jan-21 Poydras Properties 

28-Jan-21 Silocaf 

29-Jan-21 LSU Health 

5-Mar-21 LCMC 

12-Mar-21 VA Hospital 

13-Mar-21 TECHCharge Nola 

16-Mar-21 VA  

16-Mar-21 LSU Health 

16-Mar-21 Harrah's 

17-Mar-21 LCMC 

17-Mar-21 NASA 

17-Mar-21 Children's Hospital 

23-Mar-21  Delgado electrician classes 

24-Mar-21 Louisiana Public Charter School  

24-Mar-21 NOMAR-CID 

25-Mar-21 Loyola 

25-Mar-21 Jones Lang LaSalle 

25-Mar-21 Southern University 

25-Mar-21 NASA 

25-Mar-21 Poydras Properties 

25-Mar-21 Hertz Group 

25-Mar-21 Xavier 

30-Mar-21 Sacred Heart 

1-Apr-21 Harrah’s Casino 

5-Apr-21 Harrah’s Casino 

8-Apr-21 ENO CSM’s 

14-Apr-21 Ritz Carlton 

19-Apr-21 Habana NOLA 

27-Apr-21 Café Dauphine 

29-Apr-21 Poke Loa 

4-May-21 Felipe’s 

19-May-22  Louisiana Green Corps (Class) 

25-May-21 Doerr Furniture 

23-Jun-21 Westin Hotel 

24-Jun-21 Legacy Services 

30-Jun-21 WT Verges Construction 

30-Jun-21 NOMAR Lunch and Learn 

10-Aug-21 El Centro Live 

18-Aug-21 
Hispanic Business Conference & Trade 
Show 

23-Sep-21 Link Restaurant Group 

4-Oct-21 Tesla Service Center 
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15-Dec-21 New Orleans Business Alliance 

 

  

Program Presentations:  

• Restaurant – 4 

• Retail – 2 

• Education – 10 

• Hospital – 3 

• Casino – 3 

• Commercial Real Estate – 4 

• Construction - 1 

• Government – 5 

• Large Industrial – 1 

• Association – 9 

• Hotel – 2 

• Other - 2 

 
 

Higher Education Cohort 

Energy Smart established a Higher Education Cohort in PY8 with the goal of developing a peer-to-peer 

exchange network that provides a forum for sharing effective methods for achieving energy savings as 

well as overcoming barriers to success. The Cohort provides a platform for collaboration to share 

knowledge, reduce barriers and promote effective strategies for making campuses more sustainable and 

energy efficient. On a quarterly basis, institutions are convened to report on current and future energy 

efficiency projects, share “hands on” knowledge about participation in Energy Smart, demonstrate 

leadership in the industry to their peers, identify the support they need to implement projects and also 

receive training on specific relevant topics. The cohort and ongoing engagement with this sector led to 

some application submittals and to an understanding of how to include Energy Smart into future capital 

projects for higher energy savings.  

Table 21.12 

DATE LOCATION TOPIC 

MARCH 30, 2021 Webinar Energy Smart PY11 Overview 

AUGUST 5, 2021 Webinar Energy Smart PY11 Review 
DECEMBER 14, 

2021 Webinar (Cancelled) PY11 End of Year Review 
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Participating Institutions and Organizations: 

• Dillard University 

• Louisiana State University Medical Center  

• Louisiana State University Health Foundation 

• Southern University at New Orleans (SUNO) 

• Tulane University 

• University of New Orleans (UNO) 

• Xavier University 

• New Orleans Baptist Theological Seminary (NOBTS) 

• Archdiocese of New Orleans 

• New Orleans Baptist Association 

• NOLA Public Schools  

• Collegiate Academics 

 

Proposed Plans for PY12: 

Marketing plans in PY12 will focus on growing program awareness and driving program participation 

across small, large, new construction sectors and the trade ally network. The team will develop a series 

of integrated marketing campaigns incorporating email, social, radio, digital, search, print and earned 

media. A new creative platform will be developed in PY12 to incorporate elements of the new Entergy 

brand. This new creative platform will apply to all paid, earned and owned media within the Energy Smart 

program. Email campaigns will be developed and deployed as a collection or series of emails to allow for 

more descriptive, yet digestible content. Increased use of data collected by the program will allow the 

team to streamline communications and tailor messaging to lead customers down the pipeline to 

conversion. The team will replace programmatic display in PY12 to test cutting-edge display technology 

with a new media partner that brings more digital expertise, capabilities, technology, testing and generous 

added value. Case study development will be a focus with the goal of developing two case studies per 

quarter, featuring a mix of small and large commercial projects. Following the success of the Limited-

Time Offer (LTO) LED promotion in Q4 of PY11, the team will continue to implement LTO promotions to 

drive sales to the Small Business Online Store. A strategic approach to joining organizations and 

associations for partnerships will be based on but not limited to: membership profiles, sponsorship 
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opportunities, events, programming, publications and added value offers. The Energy Smart team will 

explore adding new cohorts to the program, such as K-12 cohort, Higher Ed Student EE and Sustainability 

Cohort and Large Energy User cohort. 

Customer Satisfaction 

Customer satisfaction is one of the highest priorities for the Energy Smart Program. Surveying was 

conducted by Entergy New Orleans’ Third-Party Evaluator. Results showed that an overall satisfaction 

rate of X on a 5-point scale, with 5 indicating very high satisfaction. Individual customer satisfaction 

metrics also exhibited high satisfaction among customers. While results showed high satisfaction with 

the program and process, the Energy Smart team continuously works to improve and enhance the 

customer experience. 

 
Table 22.6: Commercial & Industrial Customer Satisfaction 

 

QUESTION Result 

How satisfied or dissatisfied you are with the staff member who assisted you with your project? 4.9 

How satisfied or dissatisfied you are with the facility assessment or other technical services received from the 
staff person? 

5 

How satisfied or dissatisfied you are with the amount of time it took to get the rebate or incentive after the 
completed application was submitted? 

4.6 

How satisfied or dissatisfied you are with the range of equipment that qualifies for the program? 4.7 

How satisfied or dissatisfied you are with the steps you had to take to get through the program? 4.7 

How satisfied or dissatisfied you are with the contractor or trade ally that provided the service? 4.8 

How satisfied or dissatisfied you are with the energy efficiency improvement(s) you completed? 4.8 

How satisfied or dissatisfied you are with the program overall? 4.9 

 

Proposed Plans 

In PY12, the team will work to increase customer satisfaction by simplifying the application process. The 

team will accomplish this in two ways. First by developing a fillable pdf of the online application for the 

customer to submit and secondly by having the customer submit a project quote or proposal and the 

Energy Advisors will complete the application calculator on behalf of the customer. The team will work 

with the third-party evaluator to introduce new measures, such as insulation or other measures suggested 

by customers. Additional staffing for the Energy Smart program will also added in PY12. New hires will 

provide direct install services to small commercial customers. 
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Trade Allies  

Overview 

The overall mission of the Trade Ally Network is to develop and increase the local residential, commercial 

and industrial contractor base by facilitating training and marketing engagement opportunities, aiding with 

program participation and providing support with obtaining supplier diversity certifications. 

Engaging the registered Trade Ally Network is a key factor in the success of the Energy Smart program 

as trade allies bring in a substantial portion of program savings.  

 

Network Development & Highlights  

The Energy Smart team recruited new commercial and residential trade allies to the program through the 

following methods: 

• Direct outreach to local contractors working in the energy efficiency industry who had not 

previously engaged with the program. 

• Direct outreach to business owners to inquire about their existing electrical contractors in an 

effort to recruit them into the program. 

• Promotion of webinars, networking events and educational building tours to local professional 

networks. 

• Participation in the Urban League of Louisiana’s “Opportunities Outlook 2022” for DBE 

Contractors, supporting small and diverse contractors by focusing on new opportunities for 

strategic growth. 

• Engagement with participating Energy Smart contractors that have not yet registered as trade 

allies. 

 

Energy Smart sent quarterly newsletters to trade allies covering updates to the program, details about 

training and workforce development opportunities and recognition of trade allies throughout PY11.  

 

Given that PY11 consisted of a number of significant obstacles including the ongoing pandemic and the 

disruption from Hurricane Ida, Energy Smart prioritized outreach to existing trade allies to assess how 

these disruptions were impacting their businesses. Through this outreach the program learned that 

product price increases on basic metals, lighting equipment, controls equipment and shipping were 



 

ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 93 

occurring across the board. Product reliability also became a factor for trade allies, who had to search 

for different vendors for items that are a staple of their operations. Continual conversations with trade 

allies helped the program to accurately adjust its own forecast of kWh savings while also brainstorming 

ideas to help their customers, particularly in the wake of Hurricane Ida. 

 
 
 

Residential Trade Ally Network 

In PY11, The program staff utilized quality reviews along with an average of points earned towards the 

savings contribution. The Energy Smart staff continues to seek feedback on metrics used in ranking the 

trade allies to increase transparency and trade ally involvement in the process.  

The Trade Ally SharePoint site allows trade allies to view the status of their projects, access program 

documents, download marketing materials, enter project applications and payment information. The 

portal will also store training materials and centralize critical program announcements. 

 
Table 22.1: Residential Trade Ally Tiers  

TIER # OF TRADE ALLIES 

Gold 9 
Silver 6 

General 3 
TOTAL 12 

 
 

Commercial & Industrial Trade Ally Network 

In Q1 the Energy Smart team updated the Commercial & Industrial trade ally tiers based on trade ally 

participation in Program Year 10. The designations of Platinum, Gold, Silver or General correspond to 

the number of projects the trade ally submitted, and the amount of kWh achieved by those projects.  

In Q2 the Energy Smart team enhanced the trade ally experience for the providers in the Small 

Business Direct Installer network by providing leads from customers that were generated through direct 

outreach to small commercial customers. This ensured that small businesses would receive attention 

both from program staff and trade allies regarding incentives.  

In Q3 and Q4 team adopted a strategy of extending the onboarding time for new trade allies. This 

resulted in trade allies feeling more confident in their ability to submit projects and communicate with 

customers about the program, as well as reducing the time between registration to first project 

submission.    
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Table 22.2: C&I Trade Ally Tiers 

 

TIER # OF TRADE ALLIES 

Platinum 2 
Gold 4 

Silver 21 
General  109 

 

 

Trade Ally Advisory Group (TAAG) 

In PY11, the Energy Smart team continued to host Trade Ally Advisory Group (TAAG) meetings on a 

quarterly basis for both commercial and residential trade allies, shifting to an online format considering 

the COVID-19 pandemic. TAAG meetings are essential to strengthening the relationship between the 

program and its trade allies. In addition to learning the status of program goals, incentive funding and 

program updates, the meeting gave trade allies the opportunity to ask questions and provide insight about 

specific projects or provide suggestions for how to modify program processes. Trade allies from all states 

were able to tune in live to the discussions. 

 
 

Residential Trade Ally Advisory Group  

The Residential Trade Ally Network kick off TAAG meeting was held in February, with 

subsequent TAAG meetings in May, August and October. The Energy Smart team 

communicated goals, budget and program updates to new members and continued to improve 

the residential trade ally experience by: 

 

• Setting meetings with trade allies who were unable to attend meetings to 
ensure that all trade allies had the opportunity to current program 
modifications. 

• Offering follow-up online trade ally surveys to gain insight from participating trade allies. 
 

• Solicit feedback from trade allies for improving the program. This has proven to be a 
useful tactic to foster continuous improvement. 

 

Commercial & Industrial Trade Ally Advisory Group  

Energy Smart hosted the Program Year 11 TAAG meetings in February, April, July and October. The 

team discussed the following topics: 

• Introduction of a direct-deposit payment system.  
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• Summary of program outreach efforts to small and large commercial customers.  

• Updated PY11 trade ally tier rankings.  

• Review of program kWh goals, budget, incentive caps and values for prescriptive measures.  

• The announcement of a Summer Bonus running from April 26 to August 31.  

• The announcement of a lead distribution process for Small Business Direct Install service 

providers.  

• The kickoff of the Delgado Community College Trade Ally Industry Team to provide consultation 

on preparing students to work in energy-efficiency fields.  

• A discussion of emerging trends in green building and wellness by the Vice-Chair of the LA 

Chapter of the U.S. Green Building Chapter.  

• The announcement of new prescriptive refrigeration measures.  

• The announcement of a trade ally bonus in Q3 and Q4 of 25% of the prescriptive incentives. 

• An introduction to the technical trainers from Harris Energy Solutions, along with promotion of 

three trainings Harris provided in PY11.  

• An introduction to the Executive Director of the Association of Energy Engineers, in advance of 

the World Energy Conference which took place in October 2021 in New Orleans.  

• An overview of the Hurricane Ida Recovery Fund.  

• An explanation of the Trade Ally portal, which Energy Smart made available to trade allies with 

existing projects.  

• A request for involvement with the Energy Efficiency Apprenticeship.  

Measuring the Network 

Contractor Engagement  

Engagement is defined as contractors who have been approved by the program to be a registered trade 

ally. Contractors who register to be both a residential and commercial trade ally are counted in both totals. 

 
Table 22.3: Trade Ally Engagement 

 

CATEGORY # OF COMPANIES 

C&I Network 136 

Residential Network 18 

TOTAL ENGAGEMENT 154 
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Contractor Participation 

Participation is defined as registered trade allies who have submitted projects in the current program year. 

 
Table 22.4: Trade Ally Participation 

 

CATEGORY # OF COMPANIES 

C&I Network 40 

Residential Network 10 

TOTAL ENGAGEMENT 50 
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Training Program 

Residential Highlights 

In PY11, Energy Smart hired a Disadvantaged Business Enterprise to provide technical training for trade 

allies. In addition to basic staff-led training, the technical training consisted of a series of interactive 

webinars due to the ongoing COVID-19 pandemic as well as two in-person trainings. The goal of the 

trainings was to help trade allies improve their existing skillsets and energy efficiency knowledge resulting 

in larger savings goals, increased visibility of the program and increased customer satisfaction. 

 

Audiences Trained 

In PY11, the Energy Smart team provided training to the following groups: 
 

• Contractors/Trade Allies: This group was targeted for training to increase existing technical skill 

levels, energy efficiency knowledge and program literacy to generate interest with their customer 

base and provide customers with a better participation experience. 

 

• Energy Smart Employees: This group was targeted for training to improve technical knowledge 

of lighting and non-lighting areas. 

 

• Customers: The Energy Smart team made presentations to customers regarding the program 

and available resources to empower them as participants. 

 

• Retail Employees: This group was targeted for training to orient retail managers, section 

managers and other employees about energy-efficient products available for purchase at their 

stores and appliance rebates available to residents. 

 

Training Topics/Content Categories 

• General Awareness Training: Topics included Energy Smart eligibility and participation 

guidelines. 

 

• Soft Skills Training: Topics included sales training, marketing skills, customer service 

practices and program operations. 

 

• Technical Training: Topics included the fundamentals of energy efficiency and technology that 
can enhance trade ally operations and the likelihood of allies to submit projects.  
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Residential Highlights 

On February 23, 2021 Energy Smart hosted a training entitled ‘AC Tune-Ups Year-Round’. The training 

centered on technical tips to improve the efficiency of the system as well as how to report any hazards 

and filling out the rebate  

On May 18, 2021 Energy Smart offered a training called ‘Upselling Non-Program Services’. This training 

focused on how to expand business services by integrating upselling and cross-selling.  

On October 14, 2021 Energy Smart hosted a training on tips for performance testing and establishing 

baseline controls. Trade allies learned about the home forensic analysis process and how to evaluate 

results. The training covered tools and equipment such as blower doors, duct blasters, manometers and 

infrared cameras.  

On November 4, 2021 Energy Smart hosted a training on HVAC load calculations including Manual J, S 

and D from a building science perspective. This training explored the relationship between load 

calculations and how the thermal envelope and air leakage rates in a home affect sizing of HVAC systems. 

Commercial & Industrial Highlights 

Energy Smart provided onboarding training to 38 new Commercial & Industrial trade allies in PY11. The 

onboarding of individual trade allies consisted of the following overview of the application process: 

• Instructions on how to use the incentive application.  

• An overview of the documents required for project submission, such as a utility bill and 

verification that the equipment meets industry specifications.  

• A review of the custom and prescriptive measure incentive rates.  

• Training on how to communicate effectively about all Energy Smart offerings, including offerings 

outside the scope of trade ally services.  

 

In addition to the trade allies who registered in PY11, Energy Smart provided training to 45 other 

electrical contractors and encouraged them to register as trade allies. The recruitment of electrical 

contractors continues to be a central part of the program’s strategy for expanding the Trade Ally 

Network.  

 

In PY11 Energy Smart provided educational training for trade allies both via program staff and the new 
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technical training partner. On February 9, 2021 the Energy Smart team facilitated training on 

commercial lightbulb recycling which was available to both trade allies and customers. Representatives 

from a local recycling company as well as regulators from the LA Department of Environmental Quality 

discussed recycling options for lightbulbs as well as state regulations to ensure that lightbulbs do not 

unlawfully end up in landfills. Attendees learned how the State defines universal, solid and hazardous 

waste. Attendees learned who is responsible for the disposal of these wastes as well as how to lawfully 

store and dispose of the waste.  

 

On May 11, 2021 the Energy Smart engineering staff led a C&I training on compressed air systems. 

The training provided technical advice to trade allies supporting industrial customers through custom 

incentives. The engineering staff covered the following ways industrial customers could save energy:  

• Minimize leaks.  

• Find efficiencies of compressed air storage receiver tanks.  

• Compressed air nozzles.  

• VSD air compressors and compressed air setpoints.  

 

On July 27, 2021 the new technical training partner provided the first of three technical trainings for 

PY11. In this training entitled ‘Energy Efficiency in New Construction’, the program covered the 

following topics:  

• Prescriptive new construction incentives.  

• Integrating high efficiency HVAC design into new construction.  

• Custom/whole building incentives.  

• Building envelope.  

• Introduction to ComCheck software.  

• Considerations such as where to locate doors and windows, as well as building orientation.  

• Data collection from new construction drawings.  

• Producing models via the software eQuest.  

 

On October 19, 2021 the team provided two trainings, each to specific audiences within the Trade Ally 

Network. The topics of these trainings were ‘Retro-commissioning’ and ‘Introduction to Energy Audits’. 

Retro-commissioning (RCx) service providers (RSPs) attended the first training, which covered the 

following topics:  

• Identifying current facility requirements in the RCx planning phase. 

• Conducting initial site visits.  
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• Collecting equipment data and developing equipment inventory.  

• Evaluating the existing building control system.  

• Obtaining utility information to assess the baseline facility performance.  

• Executing performance testing.  

• Identifying retro-commissioning measures (RCMs) detailing recommendations for facility, 

operational, or maintenance improvements.  

• Determining implementation strategies for recommendations.  

• Developing and executing the measurement and verification plan.  

 

The third training was directed toward trade allies looking to expand their skillsets in communicating 

about energy savings to customers. In ‘Introduction to Energy Audits’, the team discussed engineering 

theories that drive energy efficiency recommendations. Topics included: 

• Overviews of ASHRAE Level 1, 2 and 3 Energy Audits.  

• Explanation and execution of utility bill analysis.  

• Collecting field data for energy measure recommendations.  

• Performing energy savings calculations.  

• Understanding methodologies associated with: 

o Lighting and lighting controls.  

o Building controls upgrades.  

o Cooling systems upgrades.  

o Envelope improvements.  

• Compiling an energy audit report.  
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 Pie Chart  24.1: Training Investment by Audience Type 
 

 

 

 
 

 

 
Bar Graph 24.1: Training by Participation Type 
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Initiatives 

Workforce Development 

A key component of Energy Smart’s delivery model is to continuously improve and elevate trade ally 

skills and capabilities through training and workforce development initiatives. Energy Smart’s core 

training and workforce development partner is the Urban League of Louisiana (ULLA), a national 

organization with significant experience with workforce development and training initiatives.  

The ULLA serves an integral role in the New Orleans community as an advocate, a service provider and 

a trusted source of information for communities of color and underserved populations on a variety of 

topics. As such, the ULLA plays a pivotal role in engaging these communities on behalf of Energy Smart, 

reaching minority contractors to prepare them to provide energy efficiency services for clients and to 

prepare them for green industry opportunities in the region. Additionally, ULLA’s Contractor Resource 

Center provides support and training to local contractors who may not have previous experience 

performing energy efficiency upgrades or who haven’t worked with a utility incentive program in the past.  

In addition to the partnership with the ULLA, the Energy Smart team coordinates with other local 

workforce development agencies, including:   

• YouthForce Nola  

• Delgado Community College  

• Nunez Community College 

• NOLAvate Black 

• Vietnamese Initiatives in Economic Training 

• YouthWorks in the City of New Orleans  

• New Orleans Business Alliance  

• Louisiana Green Corps 

Energy Smart regularly seeks to innovate its approach to workforce development. Accordingly, in 2021 

Energy Smart recruited three trainees to work full-time for two weeks as apprentices in energy efficiency 

and renewable energy. Energy Smart utilized its relationships with existing workforce agencies and 

schools to promote the opportunity to people with a diversity of backgrounds. One apprentice was a 

student with the Louisiana Green Corps, a nonprofit providing training in green infrastructure for people 

aged 18 and up who are not engaged in work or school. A second apprentice came via the Vietnamese 
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Initiatives in Economic Training (VIET). The third apprentice had worked part-time in residential energy 

efficiency and was looking to expand her skillset to apply for commercial positions. The apprentices 

attended the Association of Energy Engineers World Energy Conference, met with business owners who 

implemented energy-efficiency measures, shadowed electrical contractors, toured mechanical systems 

and put into action the instruction they received in energy efficiency sales/outreach. The apprenticeship 

culminated with the trainees creating a portfolio of what they learned throughout the two weeks, resulting 

in a finished product to show potential employers.  

 

Supplier Diversity & Inclusion 

Energy Smart partners with multiple small and disadvantaged businesses to help deliver the program. 

Choosing these partners was part of a conscious decision to create a deliberately dynamic and diverse 

delivery model and invest in the development of local businesses, providing them with necessary 

experience to thrive and grow in the energy efficiency sector.  

Energy Smart partners with multiple small and disadvantaged businesses to help deliver the program. 

These partners create a dynamic and diverse program delivery model. Energy Smart invests in the 

development of these businesses, providing them with necessary experience to thrive and grow in the 

energy efficiency sector. These small, minority, and/or disadvantaged businesses that are supported by 

Energy Smart are meaningful contributors to the program design and delivery. Their scopes are 

developed to increase their skills and capabilities in the energy efficiency field.  

In total, Energy Smart spent over two million dollars of non-incentive program funds on diverse suppliers 

during the program year.  
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Incentive Budget Highlights 

Table 27.1 
 

OFFERING INCENTIVES BUDGET 
% TO 

BUDGET 

Small Commercial & Industrial Solutions $364,303 $1,086,355 34% 

Large Commercial & Industrial Solutions $2,707,147 $3,723,728 73% 

Publicly Funded Institutions $339,483 $415,212 82% 

Commercial & Industrial Construction Solutions $0 $292,527 - 

EasyCool - Small Commercial & Industrial $4,140 $15,280 27% 

Home Performance with ENERGY STAR $573,983 $1,222,049 47% 

Retail Lighting & Appliances $1,346,043 $1,128,595 119% 

Multifamily Solutions $244,100 $306,010 80% 

Income-Qualified Weatherization $1,328,540 $697,167 191% 

A/C Solutions $215,852 $439,100 49% 

School Kits & Community Outreach $93,065 $105,400 88% 

Behavioral & Rewards - - - 

EasyCool - Direct Load Control $54,965 $47,750 115% 

EasyCool - Bring Your Own Thermostat $126,985 $134,965 94% 

TOTAL  $7,506,518 $10,030,660 75% 

*Goals are reflective of the revised Energy Smart Implementation Plan PY 10-12 approved 2/13/2020. Summary tables 

show incentive spend from 1/1/2021 to 12/31/2021. 
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Table 25.2  

 

 
 
 

As of June 30, 2022, an additional $602,521 in Program Year 11 expenses relating to EM&V and at-risk customer satisfaction 

metrics are expected to be received.  

FUNDING SOURCES

Year Month
Program 

Year 9

Program Year 

10

Program Year 

11

Program Year 

12
Total EECR

Total Ending 

Balance

2020 December 729,841$       9,950$            739,791$          1,421,024$             (729,692)$            

2021 January 2,149,540$    622,185$       2,771,725$      1,606,650$             435,383$             

2021 February (8,364)$       107,855$       99,491$            1,487,205$             (952,331)$            

2021 March 891,152$       891,152$          1,580,120$             (1,641,300)$        

2021 April 561,183$       886,829$       1,448,012$      1,361,185$             (1,554,472)$        

2021 May 88,640$         870,789$       959,429$          1,515,385$             (2,110,429)$        

2021 June 56,915$         997,210$       1,054,125$      1,785,305$             (2,841,608)$        

2021 July 507,291$       507,291$          1,927,943$             (4,262,260)$        

2021 August 15,496$         1,524,794$    1,540,290$      2,007,523$             (4,729,493)$        

2021 September 1,095,309$    1,095,309$      1,723,663$             (5,357,847)$        

2021 October 1,252,002$    1,252,002$      1,650,500$             (5,756,346)$        

2021 November 501,536$       501,536$          1,503,356$             (6,758,166)$        

2021 December 3,791,478$    3,791,478$      1,406,260$             (4,372,949)$        

2022 January 751,172$       304,262$       1,055,435$      1,608,154$             (4,925,668)$        

2022 February 619,315$       458,560$       1,077,875$      1,587,348$             (5,435,141)$        

2022 March 107,209$       1,567,619$    1,674,828$      1,541,703$             (5,302,017)$        

2022 April 852,071$       786,649$       1,638,720$      1,420,329$             (5,083,625)$        

2022 May 9,283$            163,514$       172,797$          1,608,370$             (6,519,198)$        

ENERGY SMART EXPENSES/INVOICES
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Net Savings Summary 

Entergy’s Third-Party Evaluator, ADM, conducted the program evaluation to verify the gross energy 

savings of each offering. Additionally, ADM estimated program net-to-gross ratios (NTGRs) through 

evaluation of free-ridership and spillover effects.  

The Energy Smart program achieved 54,521,872 in Net kWh savings and 14,491 in Net kW savings. 

These values represent savings net-of-free-ridership. 

 

The Energy Smart program achieved a Net-to-Gross Ratio (NTGR) of 84% in Net kWh savings relative 

to the verified gross kWh savings and a kW NTGR of 91%. 

 
Table 28.1 

 

Offering 
Verified Gross 

kWh 
Net kWh 
Savings 

kWh NTGR 
Verified Gross 

kW 
Net kW 

Reductions 
kW NTGR 

Small Commercial & 
Industrial Solutions 

1,886,054   1,555,227  82% 442.09   379.63  86% 

Large Commercial & 
Industrial Solutions 

28,625,263   25,408,556  89% 5,283.34   4,817.22  91% 

Publicly Funded 
Institutions 

4,012,002   3,291,763  82% 123.27   121.95  99% 

Commercial & 
Industrial 

Construction 
Solutions 

-    
 

N/A -    
 

N/A 

Large Commercial & 
Industrial Demand 

Response 

4,029   4,029  N/A 446.84   446.84  N/A 

EasyCool for 
Business 

-     -    N/A 34.42   34.42  N/A 

Home Performance 
with ENERGY STAR 

4,224,567   3,136,976  74% 619.77   564.73  91% 

Retail Lighting & 
Appliances 

15,537,114   10,775,926  69% 2,293.12   1,569.25  68% 

Multifamily Solutions 1,291,009   1,167,364  90% 354.10   320.59  91% 

Income Qualified 
Weatherization 

3,052,682   3,052,682  100% 2,880.94   2,880.94  100% 

A/C Solutions 975,031   876,553  90% 392.82   353.15  90% 

Appliance Recycling 
& Replacement Pilot 

67,284   38,406  57% 8.59   4.90  57% 

School Kits & 
Community Outreach 

811,149   637,991  79% 116.58  91.69 79% 

Behavioral 4,576,399   4,576,399  100% 750.20   750.20  100% 

Rewards -     -    N/A -     -    N/A 

EasyCool - Direct 
Load Control 

-     -    N/A 859.78   859.78  100% 

EasyCool - Bring Your 
Own Thermostat 

-     -    N/A 1,295.85   1,295.85  N/A 

Totals 65,062,584   54,521,872  84% 15,901.70   14,491.14  91% 
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Appendix A: School Kits & Education Summary  

SCHOOL NAME DATE 
KITS 

DISTRIBUTED 

RENEW SCHAMBURG ELEMENTARY 2/11/2021 70 

MCDONOGH #35 SENIOR HIGH SCHOOL 3/5/2021 301 

THE NET-CENTRAL CITY 3/5/2021 20 

FANNIE C. WILLIAMS CHARTER SCHOOL 3/9/2021 60 

DWIGHT EISENHOWER ACADEMY FOR 
GLOBAL STUDIES  

3/23/2021 225 

LOUISIANA GIRL SCOUT TROOP 46051 AT 
LUSHER CHARTER 

4/20/2021 23 

ABUNDANCE OF DESIRE COMMUNITY 
CENTER 

5/26/2021 50 

ELECTRIC GIRLS SUMMER CAMP 5/26/2021 170 

THE LIVING SCHOOL SUMMER SESSION 5/26/2021 55 

BISHOP MCMANUS ACADEMY 7/26/2021 12 

KIPP: MORIAL MIDDLE SCHOOL 7/29/2021 120 

MORRIS JEFF COMMUNITY SCHOOL 7/29/2021 93 

ST. JOAN OF ARC CATHOLIC SCHOOL 7/29/2021 27 

ST. RITA SCHOOL 7/29/2021 22 

LANDRY HIGH SCHOOL 8/13/2021 120 

EINSTEIN MIDDLE CHARTER SCHOOL 8/17/2021 130 

ELAN ACADEMY 8/17/2021 27 

CARVER HIGH SCHOOL 8/19/2021 80 

FREDERICK A DOUGLASS 8/19/2021 115 

FANNIE C. WILLIAMS CHARTER SCHOOL 9/21/2021 60 

MARTIN LUTHER KING HIGH SCHOOL 9/30/2021 60 

ST MARY'S ACADEMY 9/30/2021 60 

LYCEE FRANCAIS 9/30/2021 110 

KIPP BELIEVE COLLEGE PREP 10/6/2021 91 

ANDREW WILSON CHARTER SCHOOL 10/25/2021 80 

INTERNATIONAL SCHOOL OF LOUISIANA 10/25/2021 114 

LAKE FOREST CHARTER SCHOOL 10/28/2021 63 

MILDRED OSBORNE CHARTER SCHOOL 10/28/2021 200 

MORRIS JEFF COMMUNITY SCHOOL 10/28/2021 184 

NEW HARMONY HIGH 10/28/2021 130 

SUCCESS AT THURGOOD MARSHALL 10/28/2021 109 

THE LIVING SCHOOL 10/28/2021 56 

ARTHUR ASHE CHARTER SCHOOL 11/1/2021 100 

ALICE HARTE CHARTER SCHOOL 11/3/2021 81 

DWIGHT EISENHOWER ACADEMY FOR 
GLOBAL STUDIES 

11/3/2021 60 

PAUL HABANS CHARTER  11/8/2021 90 

ST. AUGUSTINE HIGH SCHOOL 11/9/2021 132 
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Appendix B: Community Outreach Summary  

DATE GROUP 
PEOPLE AT 

EVENT 

1/14/2020 CRNA Meeting (Carrollton Riverbend) 28 

1/6/2021 Jane Place Renter's Rights 15 

1/11/2021 MCNO Meeting (Mid City) 37 

1/13/2021 LA Green Corps 16 

1/14/2021 LA Green Corps 16 

1/25/2021 Jane Place Renter's Rights 15 

1/27/2021 Central Circle Presentation 17 

2/3/2021 Jane Place Renter's Rights Assembly 12 

2/8/2021 Mid city Neighborhood Association 35 

2/9/2021 Faubourgh St. John Neighborhood 28 

2/9/2021 Power Trip 8 

2/18/2021 Jane Place Renter's Rights Assembly 14 

2/20/2021 Councilmember Nguyen District E Coffee 
and Conversations 

22 

2/24/2021 Central Circle Meeting 16 

3/4/2021 Energy Future - Energy and You 25 

3/9/2021 Power Trip 6 

3/10/2021 Jane Place Renter's Rights 19 

3/10/2021 Jericho Road 23 

3/15/2021 Fairgrounds Neighborhood Association 28 

3/18/2021 Algiers Point Association 26 

3/31/2021 Central Circle 18 

4/7/2021 Jane Place Renter's Rights Assembly 
meetings 

18 

4/13/2021 East New Orleans Advisory Commission 58 

4/13/2021 Energy And You 24 

4/13/2021 Power Trip 6 

4/14/2021 Latter and Blum 17 

4/20/2021 Edgewood Park Neighborhood Assoc 18 

4/20/2021 Entergy - Carrollton Neighborhood 
Leaders 

58 

4/21/2021 City Park Earth Day 50 

4/28/2021 Central Circle 14 

5/1/2021 Hardin Playground Community Resource 
Fair 

300 

5/5/2021 Jane Place Renter's Rights 18 

5/11/2021 Power Trip 6 

5/19/2021 LA Green Corps 4 

5/19/2021 Lake Carmel Subdivision  19 

5/20/2021 LA Green Corps 4 

5/26/2021 Central Circle 12 

6/3/2021 Small Commercial Canvassing   

6/7/2021 Small Commercial Canvassing   

6/8/2021 Power Trip 3 

6/10/2021 Jane Place Renter's Rights meeting 22 

6/15/2021 Lake Carmel Subdivision meeting (New 
Orleans East) 

34 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX B 

 

6/16/2021 Energy Future - Energy and You 
community meeting 

27 

6/22/2021 PRC - Cost Effective Energy 
Improvements 

20 

6/25/2021 Small Commercial Canvassing   

6/29/2021 Small Commercial Canvassing   

6/30/2021 Central Circle 15 

6/30/2021 Small Commercial Canvassing   

7/13/2021 Hoffman Triangle Neighborhood 
Association 

16 

7/13/2021 New Orleans Chamber Virtual Luncheon 28 

7/13/2021 Power Trip 5 

7/28/2021 Irish Channel Neighborhood 28 

7/29/2021 Jane Place Renter's Rights Assembly 15 

8/3/2021 Entergy Care Center Appreciation Day 300 

8/4/2021 Renter's Rights Assembly 22 

8/10/2021 City of New Orleans Rental Assistance 
Event 

400 

8/10/2021 Power Trip 4 

8/11/2021 City of New Orleans Rental Assistance 
Event 

400 

8/12/2021 City of New Orleans Rental Assistance 
Event 

300 

8/25/2021 Central Circle 14 

8/25/2021 NOLA Ready Climate Series 45 

8/26/2021 Renter's Rights Assembly 16 

9/18/2021 City of NO Neighborhood Engagement  63 

9/21/2021 Joe Brown Park 800 

9/22/2021 Joe Brown Park 1000 

9/23/2021 Joe Brown Park 800 

9/23/2021 Material Institute commercial overview 3 

9/24/2021 Joe Brown Park 800 

9/29/2021 Central Circle 18 

9/29/2021 Housing NOLA meeting 22 

9/30/2021 Canvassing   

10/6/2021 Renter's Rights 16 

10/12/2021 Power Trip 4 

10/13/2021 Material Institute - workshop 8 

10/13/2021 OC Haley Blvd. Merchant and Business 
Association 

17 

10/13/2021 People Program 14 

10/16/2021 Community Clean up and resource Fair 
@ Conrad Playground 

150 

10/18/2021 Energy Apprenticeship 3 

10/19/2021 Energy Apprenticeship 3 

10/20/2021 AEE Conference   

10/20/2021 Energy Apprenticeship 3 

10/21/2021 AEE Conference   

10/21/2021 Energy Apprenticeship 3 

10/22/2021 AEE Conference   

10/22/2021 Energy Apprenticeship 3 

10/25/2021 Energy Apprenticeship 3 
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10/26/2021 Energy Apprenticeship 3 

10/27/2021 Energy Apprenticeship 3 

10/28/2021 Energy Apprenticeship 3 

10/29/2021 Energy Apprenticeship 3 

10/31/2021 Ephesus SDA Community Distribution 100 

11/3/2021 Entergy Customer Care Center 250 

11/4/2021 Housing NOLA meeting 17 

11/4/2021 Small Commercial Canvassing   

11/9/2021 Power Trip 6 

11/10/2021 Irish Channel NA 24 

11/16/2021 Entergy Customer Care Center 200 

11/19/2021 Small Commercial Canvassing   

11/20/2021 Juvenile Justice Center Outreach 200 

11/30/2021 canvassing   

12/1/2021 Entergy CCC Table (Eastbank) 250 

12/3/2021 Canvassing   

12/13/2021 Canvassing   

12/14/2021 Canvassing   

12/14/2021 Power Trip 7 

12/15/2021 Canvassing   

12/21/2021 Entergy CCC (W) 100 

  Total 7,663 
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Appendix C: Training and Education 

DATE TITLE AUDIENCE ATTENDEES LENGTH OBJECTIVE DESCRIPTION 

1/6/2021 

Customer 
training -- 
House of 

Beauty on St. 
Claude 

Commercial 
Customer 

1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

1/11/2021 

Customer 
Training -- 

Next 
Generation 

Church 

Commercial 
Customer 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

1/12/2021 
Contractor -- 
HD Supply 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/13/2021 

Trade ally 
individual 
training -- 

Bernhard MCC 

C&I Trade 
Allies/Contractors 

2 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/13/2021 
Contractor -- 
Taylor and 

Tyler 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/20/2021 

Customer 
training -- 

Sally's Beauty 
Supply 

C&I Trade 
Allies/Contractors 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

1/21/2021 

Customer 
Training -- 
Kreative 
Barber 

C&I Trade 
Allies/Contractors 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 
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1/22/2021 
Customer -- 

Castnet 
Seafood 

C&I Trade 
Allies/Contractors 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

1/22/2021 

Customer 
training -- Mark 

Goldstein, 
owner of strip 
mall on Read 

Blvd. 

C&I Trade 
Allies/Contractors 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

1/25/2021 
Contractor -- 
B&B Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/26/2021 
LSU Health N. 
O. (Services) 

Large Commercial 
Customers 

2 60 
Discussion of potential 

2021 projects 

Met with facility 
director to review 
2021 projects and 

beyond 

1/28/2021 
Contractor -- 

Grillot's 
C&I Trade 

Allies/Contractors 
1 15 

Provide a program 
overview to a potential 

trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/28/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics discussed: 
Door frame sealing 

opportunities 

1/28/2021 
Contractor -- 
Babin Electric 

C&I Trade 
Allies/Contractors 

1 30 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/29/2021 

Customer 
training -- 
House of 

Beauty on St. 
Claude 

Commercial 
Customer 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX C 

 

1/29/2021 
Contractor -- 

Richard's 
Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

1/29/2021 

Trade ally 
individual 
training -- 

Concentrica 

C&I Trade 
Allies/Contractors 

1 15 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/2/2021 

Customer 
training -- Ben 
Franklin High 

School 

Large Commercial 
Customers 

2 15 
Program overview for an 

existing commercial 
customer 

Reviewed 
incentives for 

auditorium lighting 
as well refrigeration, 
HVAC, and sports-

field lighting 

2/2/2021 
Customer 
training -- 
Mag's Bar 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

2/2/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Topics discussed: 
How to do ACTU 
ENO in weather 

below 70 degrees 
Fahrenheit. 

2/2/2021 

Commercial 
training -- 
Riteway 
Seafood 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

2/2/2021 
Customer 
training -- 

Bayou Bistro 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

2/2/2021 

Quarter 1 
Trade Ally 
Advisory 

Group meeting 

C&I Trade 
Allies/Contractors 

37 45 

Provide program updates 
and announcements 

about PY11 goals and 
procedures to existing 

trade allies 

Reviewed direct-
deposit process, 
badges, program 

goals, and 
workforce 

development 
objectives 

2/3/2021 

Residential 
Field Training - 

Magnetite 
Window 
Panels 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Topics: Duct 
Sealing and Best 

Practices 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX C 

 

2/5/2021 
Contractor -- 

A-Bear 
Refrigeration 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/5/2021 
Contractor -- 
Graci Hart 

Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/5/2021 
Contractor -- 

Romar 
Maintenance 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/5/2021 

Residential 
Field Training - 

Public 
Construction 

Inc. 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Safety 
Issues Best 
Practices|Air 
Sealing Best 

Practices 

2/5/2021 

Residential 
Field Training - 

Public 
Construction 

Inc. 

Residential Field 
Training 

3 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Locating 
hard-to-find large 

leak sources. 

2/5/2021 

Residential 
Field Training - 

Public 
Construction 

Inc. 

Residential Field 
Training 

3 15 
A technical training with 

trade ally staff while 
performing services 

Topic: PPE 
Requirements 

(mask over mouth 
and nose), gloves, 

etc. 

2/5/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Topic: Air sealing 
options in historic 

homes 

2/5/2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics: Teaching 
Technician on Air 

Sealing cracks and 
gaps of panel walls 

2/5/2021 
Contractor -- 
Ekco Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 
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2/5/2021 
Contractor -- 
A1 Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/5/2021 
Contractor -- 
Adams A/C 

C&I Trade 
Allies/Contractors 

1 15 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/8/2021 

Archdiocese of 
N. O. - 

Microsoft 
Teams 
Meeting 

Large Commercial 
Customers 

4 30 
Discussion of potential 

2021 projects 

Met with facility 
director to review 
2021 projects and 

beyond 

2/9/2021 

Commercial 
Lightbulb 
Recycling 
Webinar -- 
Customers 

Program Staff 3 60 

Provide an overview of 
commercial lightbulb 

recycling programs and 
regulations 

Guests from a local 
recycling company 

as well as state 
regulators provided 

an overview or 
lightbulb recycling to 
ensure bulbs do not 
end up in landfills 

2/9/2021 

Commercial 
Lightbulb 
Recycling 
Webinar -- 
Customers 

Commercial 
Customer 

7 60 

Provide an overview of 
commercial lightbulb 

recycling programs and 
regulations 

Guests from a local 
recycling company 

as well as state 
regulators provided 

an overview or 
lightbulb recycling to 
ensure bulbs do not 
end up in landfills 

2/9/2021 

Commercial 
Lightbulb 
Recycling 
Webinar -- 

Trade Allies 

C&I Trade 
Allies/Contractors 

7 60 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/11/2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Field 
Training 

2 60 
A technical training with 

trade ally staff while 
performing services 

Topics: Insulation 
best practices and 
marker placement 

2/11/2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Air sealing 
best practices and 

material usage 

2/12/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics discussed; 
Air Sealing Best 

Practices 
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2/15/2021 

Customer 
training -- 
Jonathan 
Ferrara 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

2/15/2021 

Trade Ally 
individual 
training -- 

Studio West 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/17/2021 
NASA Teams 

Meeting 
Large Commercial 

Customers 
8 60 

Discussion of potential 
2021 projects 

Met with facility 
director to review 
2021 projects and 

beyond 

2/17/2021 

Residential 
Field Training - 
H&E Comfort 

Services 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Topics: AC tune-up 
best 

practices|explaining 
program 

details|trade Ally 
communication 
requirements 

2/17/2021 
Customer 
training -- 

Shear Luxury 

Commercial 
Customer 

2 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

2/18/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Attic 
insulation best 
practices and 

material usage 

2/18/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics: Air sealing 
best practices 

2/18/2021 

Residential 
Field Training - 
H&E Comfort 

Services 

Residential Field 
Training 

2 60 
A technical training with 

trade ally staff while 
performing services 

Topics: AC Tune-Up 
Best 

Practices|Safety 
Issues Best 

Practices|Explaining 
Program 

Details|Trade Ally 
Communication 
Requirements 

2/18/2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Blower door 
usage, including 

zeroing (with door 
on), 5 second, 

reference 
placement 
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2/18/2021 
Contractor -- 
Woodward 

Design 

C&I Trade 
Allies/Contractors 

1 60 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

2/19/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Duct Sealing 
Best Practices 

2/19/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: AC Tune-Up 
Best Practices 

2/20/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Topic: Attic 
Insulation Best 

Practices 

2/22/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

3 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Air Sealing 
Best Practices 

2/22/2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Duct 
Sealing Best 
Practices|Air 
Sealing Best 

Practices|Other: 
documentation (5 

sec in picture) 

2/22/2021 
Customer -- 
Ben Franklin 
High School 

Large Commercial 
Customers 

2 30 
Program overview for an 

existing commercial 
customer 

Reviewed 
incentives for 

auditorium lighting 
as well refrigeration, 
HVAC, and sports-

field lighting 

2/23/2021 

Residential 
Trade Ally 

Training - AC 
Tune-ups 

Year-Round 

Residential Field 
Training 

15 120 
A formal technical training 

for trade ally staff 

Topics: The 
acceptable quality 

standards for 
eligible A/C tune-up 
rebates and how to 
perform many of the 

tasks associated 
with an A/C tune-

up.  

2/23/2021 
Customer -- 

NASA 
Large Commercial 

Customers 
7 60 

Discussion of potential 
2021 projects 

Teams conference 
call with NASA 
stakeholders 

regarding PY11 
potential projects 

2/23/2021 
NASA - Project 

Submittal 
Walkthrough 

Large Commercial 
Customers 

4 60 
Discussion of potential 

2021 projects 
Walkthrough of 

potential projects 

2/24/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics: How to 
participate in Virtual 

QA inspections. 
Used Facetime as 
the video software 

2/24/2021 

Southern 
University of 
New Orleans 

(SUNO) 
Microsoft 
Teams 
Meeting 

Large Commercial 
Customers 

4 30 
Discussion of potential 

2021 projects 

Teams meeting to 
discuss potential 

PY11 projects and 
an overview of the 

program 
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2/25/2021 

Q1 Residential 
Trade Ally 
Advisory 
Group 

Residential Field 
Training 

33 120 Program Implementation 

Provide updates 
and have 

discussions with 
trade allies about 

the current state of 
the Energy Smart 

program. 

3/1/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Duct Sealing 
Best Practices 

3/2/2021 

Contractor -- 
Commercial 

Green 
Solutions 

C&I Trade 
Allies/Contractors 

1 30 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/3/2021 

Trade ally 
individual 
training -- 
Bryan with 

Achary Electric 

C&I Trade 
Allies/Contractors 

1 15 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/5/2021 

LCMC Retro-
Commissioning 

Program 
Discussion 

Large Commercial 
Customers 

8 45 
Discussion of potential 

2021 projects 

Teams meeting to 
discuss potential 

PY11 projects and 
an overview of the 

program 

3/6/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Software 
Training 

3/8/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Topic: Air Sealing 
Best Practices 

3/8/2021 
Customer 
training -- 

Sacred Heart 

Commercial 
Customer 

1 30 
Discussion of potential 

2021 projects 

Initial overview of 
the program and 
Large Demand 

Response program, 
in advance of group 

meeting later in 
March 

3/8/2021 

Customer 
training -- P&G 

Homestyle 
Restaurant 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/8/2021 
Customer 

training -- Big 
Pie Pizza 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 
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3/8/2021 

Customer 
training -- 

Auction House 
(Amy) 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/8/2021 

Trade ally 
individual 

training - E1 
Electric 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/9/2021 

Customer 
training -- 

Moe's Original 
Barbeque 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/11/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: Duct Sealing 
Best Practices 

3/11/2021 

Residential 
Field Training - 

Fontenot 
Insulation 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topics: Attic 
Insulation Best 

Practices|Safety 
Issues Best 
Practices 

3/11/2021 
Trade ally 

training -- Ideal 
Lighting 

C&I Trade 
Allies/Contractors 

1 15 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/12/2021 
Customer 
training -- 
Nolavore 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/12/2021 

VA Hospital 
Energy Smart 

Microsoft 
Teams 

Meeting on 
Retro-

Commissioning 
Program 

Large Commercial 
Customers 

6 30 
Review potential PY11 

projects 

Discuss lighting 
incentives, HVAC 

incentives, 
automation, and 

RCx on the hospital 
campus 

3/12/2021 
Customer 
training -- 

House of Broel 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 
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3/12/2021 

Customer 
training -- 

Waggonner 
and Ball 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/12/2021 

Customer 
training -- 
Blackstar 
Diversified 

Energy 

Commercial 
Customer 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/15/2021 

Trade ally 
individual 
training -- 

Energywise 
Solutions 

C&I Trade 
Allies/Contractors 

2 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/15/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Topic: AC Tune-Up 
Best Practices 

3/15/2021 
Trade ally 

training -- BAM 
C&I Trade 

Allies/Contractors 
1 15 

Provide onboarding for an 
existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/15/2021 

Trade ally 
training -- 
Advance 
Electrical 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/16/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Topics: Duct 
Sealing Best 

Practices|AC Tune-
Up Best 

Practices|Material 
Usage 

3/18/2021 
Contractor -- 

MacLean's AC 
C&I Trade 

Allies/Contractors 
1 30 

Provide a program 
overview to a potential 

trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 
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3/18/2021 

Trade ally 
training -- 
Climate 
Tamers 

C&I Trade 
Allies/Contractors 

1 60 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/19/2021 
Customer 
training -- 

Soule Cafe 

Commercial 
Customer 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

3/22/2021 

Contractor -- 
General 

Heating and 
Air 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/25/2021 

Trade Ally 
individual 

training -- AC 
Ambulance 

Sidney 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/25/2021 
Contractor -- 
Premiere AC 

C&I Trade 
Allies/Contractors 

1 30 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/26/2021 
Contractor -- 
Calloway and 

Sons 

C&I Trade 
Allies/Contractors 

1 45 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/29/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Topics: Duct 
Sealing Best 

Practices|AC Tune-
Up Best 

Practices|Material 
Usage 

3/30/2021 
Customer 
training -- 

Sacred Heart 

Commercial 
Customer 

4 45 

Program overview with 
different scenarios for 
project submissions on 

campus 

Discuss lighting 
incentives, HVAC 
incentives, and 

other first potential 
projects on campus 
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3/31/2021 
Contractor -- 
Mighty's AC 

C&I Trade 
Allies/Contractors 

1 30 
Provide a program 

overview to a potential 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

3/31/2021 

Customer 
training - Josh 

Herlands of 
7611 Maple 

Street 

Commercial 
Customer 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/1/2021 

Harrah's 
Casino Site 
Meeting with 
Dir. Facilities 

Commercial 
Customer 

1 60 
Program overview for 
potential commercial 

customer 

Provided an 
overview of large 

commercial 
incentives such as 
prescriptive and 

custom incentives, 
as well as demand 

response. 

4/5/2021 
Potential Trade 
Ally Training: 

Rexel 

C&I Trade 
Allies/Contractors 

1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

4/5/2021 

Harrah's New 
Orleans Hotel 
and Casino 

Energy Smart 
Microsoft 
Teams 
Meeting 

Commercial 
Customer 

1 30 
Program overview for 
potential commercial 

customer 

Provided an 
overview of large 

commercial 
incentives such as 
prescriptive and 

custom incentives, 
as well as demand 

response. 

4/5/2021 

Trade Ally 
Training: South 

Coast LED 
Solutions 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

4/5/2021 

Residential 
Field Training - 
Home Energy 

Savers 

Residential Field 
Training 

4 60 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices|Submitting 
Rebate Forms 

4/5/2021 

Residential 
Field Training - 
Home Energy 

Savers 

Residential Field 
Training 

4 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|AC Tune-

Up Best 
Practices|Submitting 

Rebate Forms 
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4/6/2021 

Residential 
Field Training - 

Diversified 
Energy 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices|Attic 
Insulation Best 

Practices|Safety 
Issues Best 
Practices 

4/7/2021 

Residential 
Field Training - 

Magnetite 
Window 
Panels 

Residential Field 
Training 

2 60 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Explaining 

Program 
Details|Other: 

documentation/best 
practices. 

4/7/2021 
Jane Place 

Renters' Rights 
Assembly 

Partner/Stakeholder 1 60 
Energy efficiency 

empowerment regarding 
residential incentives 

Programming open 
to the general public 

regarding the 
overview of the 

residential program, 
focusing on the 

online marketplace 
and Home 

Performance 

4/12/2021 

Residential 
Field Training - 

Public 
Construction 

Inc. 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Material 

Usage 

4/12/2021 

Residential 
Field Training - 

Public 
Construction 

Inc. 

Residential Field 
Training 

6 60 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Material 

Usage 

4/13/2021 

Residential 
Field Training - 
Free Lighting 
Corporation 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/13/2021 

Residential 
Field Training - 

Magnetite 
Window 
Panels 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/13/2021 Power Trip Community Partner 6 15 
Energy efficiency 

empowerment regarding 
residential incentives 

Programming open 
to the general public 

regarding the 
overview of the 

residential program, 
focusing on the 

online marketplace 
and Home 

Performance 

4/13/2021 

East New 
Orleans 

Neighborhood 
Advisory 

Commission 

Community Partner 58 15 

Whole program overview 
so that New Orleans East 
customers are aware of 

the entire program 

Programming open 
to the general public 

regarding the 
overview of the 
residential and 

commercial 
programs, focusing 

on the online 
marketplace and 

Home Performance 
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4/13/2021 
Energy Future 
- Energy and 

You 
Community Partner 1 60 

Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/14/2021 

Customer 
training -- 
Jonathan 
Ferrara 

Commercial 
Customer Training 

1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/14/2021 

Trade Ally 
individual 

training -- NAC 
Smart 

Technologies 

Trade Ally Training 1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

4/14/2021 
Ritz-Carlton 
Site Meeting 

Commercial 
Customer Training 

1 60 
Program overview for 
potential commercial 

customer 

Provided an 
overview of large 

commercial 
incentives such as 
prescriptive and 

custom incentives, 
as well as demand 

response. 

4/14/2021 
Latter and 

Blum 
Community 
Outreach 

1 60 
Presentation to a monthly 

broker's meeting 

Provided an 
overview of large 

commercial 
incentives such as 
prescriptive and 

custom incentives, 
as well as demand 

response. 

4/14/2021 

Residential 
Field Training - 

Fontenot 
Insulation 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices 

4/14/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices 

4/15/2021 

Residential 
Field Training - 
Free Lighting 
Corporation 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices 

4/15/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/15/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices 

4/16/2021 

Residential 
Field Training - 
Free Lighting 
Corporation 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/16/2021 

Residential 
Field Training - 
Free Lighting 
Corporation 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices 
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4/16/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices 

4/19/2021 
Customer 
training -- 

Habana Nola 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/19/2021 

Trade Ally 
Training -- 
OnPeak for 

Vinache Hotel 

Trade Ally Training 1 45 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

4/20/2021 

Edgewood 
Park 

Neighborhood 
Association 

Residential Field 
Training 

18 15 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

4/20/2021 
Carrollton 

Neighborhood 
Leaders 

Neighborhood 
Association 

58 20 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

4/26/2021 

Residential 
Field Training - 
Home Energy 

Savers 

Residential Field 
Training 

4 30 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

4/27/2021 
Restaurant 
Incentive 
Webinar 

Commercial 
Customer Training 

1 45 
Program overview 

directed to owners of 
restaurants 

Provided an 
overview of 

incentives focusing 
on refrigeration, 

HVAC, lighting, and 
commercial kitchen 

equipment 

4/27/2021 
Customer 

training -- Cafe 
Dauphine 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/27/2021 

Residential 
Field Training - 
Free Lighting 
Corporation 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/27/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Air 
Sealing Best 

Practices 

4/27/2021 

Residential 
Field Training - 
Rebirth Energy 

Solution 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Safety Issues Best 
Practices 
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4/28/2021 
Central Circle 

Meeting 
Community Partner 14 15 

Residential incentive 
program overview to an 
organization in Central 

City regarding resources 
in the neighborhood 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

4/28/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Material 

Usage|Safety 
Issues Best 
Practices 

4/29/2021 
Customer 

training -- Poke 
Loa 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

4/30/2021 

Trade ally 
individual 
training -- 
Johnson 
Controls 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

4/30/2021 

Trade ally 
individual 
training -- 

Achary Electric 

C&I Trade 
Allies/Contractors 

1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

5/1/2021 

Hardin 
Playground 
Community 

Resource Fair 

Tabling Event 300 60 
Tabling at a community 

event 

Community 
outreach event 

explaining 
residential and 

commercial 
offerings 

5/3/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices 

5/4/2021 
Customer 

training -- Pike 
from Felipe's 

Customer Training 1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

5/4/2021 

Residential 
Field Training - 

Magnetite 
Window 
Panels 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices 

5/5/2021 
Jane Place 

Renter's Rights 
Assembly 

Residential Training 1 60 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 
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5/5/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

1 60 
A technical training with 

trade ally staff while 
performing services 

AC Tune-Up Best 
Practices|Safety 

Issues Best 
Practices|Explaining 

Program 
Details|Submitting 

Rebate Forms 

5/6/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

AC Tune-Up Best 
Practices|Explaining 

Program 
Details|Trade Ally 
Communication 
Requirements 

5/10/2021 

Trade ally 
individual 

training -- Nola 
Engineering 

Trade Ally Training 1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

5/10/2021 
Customer 

training -- City 
Park 

Customer Training 1 30 
Provide customer training 
pertaining to LED lighting 

Discuss lighting 
incentives for 

athletic fields, as 
well as the Summer 

Bonus 

5/11/2021 
Compressed 
Air Training 

Trade Ally Training 6 60 

Provide technical training 
to existing trade allies 
working with industrial 

facilities 

Staff provided 
training on 
correcting 

inefficiencies in 
compressed air 

systems at industrial 
facilities 

5/11/2021 Power Trip Residential Training 1 60 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

5/13/2021 

Residential 
Field Training - 

Fontenot 
Insulation 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices 

5/14/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices 

5/18/2021 

Residential 
Trade Ally 
Training - 

Upselling Non-
Program 
Services 

Residential Trade 
Allies 

19 120 
A formal technical training 

for trade ally staff 

Topics discussed; 
Methods to present 

sales to the 
customer and 

multiple options for 
companies to 

consider in growing 
their businesses 
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5/19/2021 
LA Green 

Corps Training 
Workforce Partner 1 480 

Energy efficiency 
education/instruction 

Instruction on 
careers in energy 

efficiency, 
terminology in the 

field, energy 
auditing and an 

understanding of 
the Energy Smart 

program 

5/19/2021 
Lake Carmel 
Subdivision 

Residential Training 1 60 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

5/20/2021 
LA Green 

Corps Training 
Workforce Partner 1 480 

Energy efficiency 
education/instruction 

Instruction on 
careers in energy 

efficiency, 
terminology in the 

field, energy 
auditing and an 

understanding of 
the Energy Smart 

program 

5/20/2021 
Potential trade 
ally -- Laponica 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

5/20/2021 

Q2 Residential 
Trade Ally 
Advisory 
Group 

Residential Trade 
Ally Advisory Group 

28 120 Program Implementation 

Provide updates 
and have 

discussions with 
trade allies about 

the current state of 
the Energy Smart 

program. 

5/21/2021 
Potential trade 
ally -- All Temp 
Refrigeration 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

5/24/2021 

Trade Ally 
Training -- 
OnPeak for 

Vinache Hotel, 
part II 

Trade Ally Training 1 60 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

5/25/2021 
Customer 
training -- 

Doerr Furniture 
Customer Training 1 45 

Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 
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5/25/2021 
Potential trade 
ally training -- 

Ice King 
Trade Ally Training 1 60 

Program overview for a 
potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

5/25/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|Safety 

Issues Best 
Practices 

5/26/2021 
Central Circle 

Meeting 
Community Partner 1 60 

Residential incentive 
program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

5/26/2021 
Potential Trade 

Ally training 
Elutions 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

5/27/2021 

Staff training: 
Convention 

Center 
Sustainability 

Tour 

Staff Training 1 30 

Staff training on energy 
reduction through a 
building automation 

system 

Staff toured the 
New Orleans Ernest 

N. Morial 
Convention Center, 

led by the 
Sustainability 

Director 

5/27/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

1 15 
A technical training with 

trade ally staff while 
performing services 

Air Sealing Best 
Practices 

6/1/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

Trade Ally 
Communication 
Requirements 

6/2/2021 
Trade Ally 

Onboarding 
Trade Ally Training 1 30 

Provide onboarding for an 
existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

6/4/2021 

Staff training: 
Jerry Lawson 

of 
Environmental 

Protection 
Agency 

Staff Training 1 60 
Staff received training on 

outreach strategies 

Staff received 
outreach strategies 

from the 
Environmental 

Protection Agency 

6/7/2021 
Trade Ally 

Training: Syam 
Software 

Trade Ally Training 1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 
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6/8/2021 

Trade Ally 
Training: 
Synergy 
Building 
Solutions 

Trade Ally Training 1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

6/8/2021 Power Trip 
Residential 
Overview 

1 60 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

6/10/2021 
Trade Ally 

Training: Call 
CMC 

Trade Ally Training 1 30 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

6/10/2021 
Jane Place 

Renter's Rights 
Assembly 

Residential 
Overview 

1 60 
Residential incentive 

program overview 

Online presentation 
regarding the entire 

program, with a 
focus on residential 

offerings 

6/11/2021 

Trade Ally 
Onboarding: 

Orange 
Energizing 
Solutions 

Trade Ally Training 1 180 
Provide onboarding for an 

existing trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

6/15/2021 
Lake Carmel 
Subdivision 

Neighborhood 
Association 

34 20 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/16/2021 
Energy Future 
- Energy and 

You 
Community Partner 27 15 

Community outreach 
program overview 

Online presentation 
regarding the entire 

program 

6/17/2021 

Partner 
Training: 
Legacy 

Services 

Partner Training 1 45 
Program overview for 

program partner 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/17/2021 

Customer 
Training: St. 

George's 
Episcopal 
Church 

Customer Training 1 60 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/17/2021 
Residential 

Field Training - 
Duct Pro 

Residential Field 
Training 

2 15 
A technical training with 

trade ally staff while 
performing services 

AC Tune-Up Best 
Practices 
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6/17/2021 

Residential 
Field Training - 
Home Energy 

Savers 

Residential Field 
Training 

4 15 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices 

6/17/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

2 120 
A technical training with 

trade ally staff while 
performing services 

Best practices: duct 
sealing, air sealing, 

a/c tune-up, attic 
insulation, 
thermostat 

installation, material 
usage and safety 

6/21/2021 
Staff Training: 

Heat Pump 
Water Heaters 

Staff Training 1 60 Staff technical training 

Staff received 
training on Heat 

Pump Water 
Heaters 

6/22/2021 

Potential Trade 
Ally Training: 

MCA 
Engineering 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

6/22/2021 

Potential Trade 
Ally Training: 
ATI Anderson 
Technicians 

Trade Ally Training 1 15 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

6/22/2021 

Preservation 
Resource 

Center - Cost 
Effective 
Energy 

Improvements 

Community Partner 20 20 

Bridge the gap between 
energy efficiency 

upgrades and historic 
preservations 

Overview of 
residential program 

and how historic 
quality of buildings 
can be maintained 

through energy 
efficiency 

6/23/2021 
Customer 
Training: 

Westin Hotel 
Customer Training 1 30 

Provide program 
overview to a customer in 

hospitality 

Provided a program 
overview of 

prescriptive and 
custom incentives to 
a facility director of 

a hotel 

6/24/2021 

Customer 
Training: 
Legacy 

Professional 
Services 

Customer Training 1 60 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/25/2021 
Staff Training: 
Preparation for 
RCx Training 

Staff Training 1 60 Staff technical training 

Staff received 
training on how RCx 
education has been 
conducted for other 

program 
implementors 

6/25/2021 
Customer 

Training: Yarda 
Ramesh 

Customer Training 1 15 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/28/2021 

Residential 
Field Training - 

J&R AC & 
Heating 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Duct Sealing Best 
Practices|AC Tune-
Up Best Practices 
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6/29/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

2 30 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices|Trade Ally 

Communication 
Requirements 

6/29/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Field 
Training 

3 30 
A technical training with 

trade ally staff while 
performing services 

Attic Insulation Best 
Practices 

6/30/2021 

Customer 
Training: WT 

Verges 
Construction 

Commercial 
Customer Training 

1 60 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

6/30/2021 
Central Circle 

Meeting 
Commercial 

Customer Training 
1 60 

Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

7/1/2021 
Customer 

Training: Josh 
Herlands 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

7/1/2021 

Customer 
Training: 
Legacy 

Professional 
Services 

Commercial 
Customer Training 

1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

JULY 6,2021 

Trade Ally 
Training: D-

Unit 
Enterprises 

Trade Ally Training 1 60 
Provide onboarding for a 

new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

JULY 6,2021 

Residential 
Field Training - 

Big Star 
Conservation 

Residential Trade 
Allies 

3 15 
Provide program 

overview for an existing 
trade ally 

Reviewed effective 
communication 

about the program 

JULY 6,2021 
Rise and Shine 

Electrical 
Trade Ally Training 1 60 

Provide onboarding for a 
new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

JULY 7,2021 

Customer 
Training: The 

People's 
Program 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

7/8/2021 
Customer 
Training: 

Winston Manor 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 
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JULY 13,2021 

Trade Ally 
Training: D-

Unit 
Enterprises 

Trade Ally Training 1 30 
Trade Ally preparation for 

submitting projects 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

7/14/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Trade 
Allies 

1 15 
Provide program 

overview for an existing 
trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

7/15/2021 

Residential 
Field Training - 

Louisiana 
Home 

Performance 

Residential Trade 
Allies 

2 30 
A technical training with 

trade ally staff 
Topics:  Air Sealing 

Best Practices 

7/15/2021 

Commercial 
Customer 
Training: 

Thrive Nola 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

7/15/2021 

Commercial 
Customer 
Training: 
Nolavore 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

JULY 16,2021 
Trade Ally 
Training -- 

Gasket Guy 
Trade Ally Training 1 60 

Provide onboarding for a 
new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

JULY 19,2021 

Commercial 
Customer 
Training: 

NOBA Church 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed large 
commercial 

incentives, both 
prescriptive and 

custom 

7/21/2021 

Commercial 
Customer 
Training: 

Thrive Nola 
webinar 

Commercial 
Customer Training 

7 30 
Program overview for 
potential commercial 

customer 

Program overview 
with various church 
representatives and 

small business 
representatives of 

incentives available 
through the online 
store, HVAC and 

LED lighting 
upgrades. 

7/23/2021 
Residential 

Field Training - 
The Neck Step 

Residential Trade 
Allies 

2 15 
A technical training with 

trade ally staff 

Topics:  Attic 
Insulation Best 

Practices 
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7/24/2021 

Residential 
Field Training  

- The Neck 
Step 

Residential Trade 
Allies 

2 15 
A technical training with 

trade ally staff 

Topics:  Attic 
Insulation Best 

Practices 

7/26/2021 
Customer 
Training: 
RickRack 

Commercial 
Customer Training 

1 30 
Program overview with a 

small commercial 
customer 

Focus on HVAC 
incentives, with 

particular focus on 
HVAC tune-up 

7/26/2021 

Trade Ally 
Training -- 

Bayou Home 
Performance 

Trade Ally Training 1 60 
Trade Ally preparation for 

submitting projects 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

7/27/2021 

Trade Ally 
Training -- 

Harris Energy 
Solutions 
Instruction 

Trade Ally Training 18 90 
Webinar provide by Harris 

Energy Solutions 

Advanced principles 
of energy efficiency 
in new construction 

such as building 
envelope, whole 

building 
performance and 
energy models. 

7/28/2021 

Trade Ally -- 
Gasket Guy 
and Orange 
Energizing 
Solutions 

Trade Ally Training 2 45 
Provide onboarding for a 

new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

7/30/2021 

Commercial 
Trade Ally 
Training: 
Gilda's 

Preschool 

Commercial 
Customer Training 

1 60 
Program overview of 

commercial incentives 

Program overview 
with a Preschool 
representative of 

incentives available 
through the online 
store, HVAC and 

LED lighting 
upgrades. 

7/30/2021 

Commercial 
Trade Ally 

Training: Christ 
Church 

Commercial 
Customer Training 

1 30 
Program overview of 

commercial incentives 

Program overview 
with a church 

representative of 
incentives available 
through the online 
store, HVAC and 

LED lighting 
upgrades. 

7/30/2021 

Trade Ally 
Training: 
Orange 

Energizing 
Solutions 

Trade Ally Training 1 60 
Provide onboarding for a 

new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX C 

 

7/30/2021 
Potential Trade 
Ally Training: 

Kana LED 
Trade Ally Training 1 60 

Provide onboarding for a 
new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

8/4/2021 

Trade Ally 
individual 

training: Bayou 
Home 

Performance 

Trade Ally Training 2 90 
Provide onboarding for a 

new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

8/9/2021 

Residential 
Field Training: 

Big Star 
Conservation 

Residential Trade 
Allies 

2 30 
A technical training with 

trade ally staff 
Topics:  Air Sealing 

Best Practices 

8/12/2021 

Commercial 
Training: 

Firefighter's 
Pension Board 

Commercial 
Customer Training 

1 45 
New Construction 

overview 

Discussion about a 
new publicly-funded 

new construction 
opportunity 

8/12/2021 
Trade Ally 
Training -- 
MGT Films 

Trade Ally Training 1 30 
Provide onboarding for a 

new trade ally 

Reviewed 
prescriptive 

incentives, the 
process for 
submitting 

applications and 
effective 

communication 
about the program 

8/23/2021 
Potential Trade 
Ally Training -- 
Mathes Briere 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

8/24/2021 

Retail 
Employee 
Training -- 

Walmart Chef 
Menteur 

Retail Employee 
Training 

1 15 
Outreach overview 

training with retail staff 
and customers 

Overview of 
changes to pricing 

and product 
selection 

8/26/2021 

Trade Ally 
Training - 
Jonathan 
Coates 

Trade Ally Training 1 30 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

8/30/2021 

Retail 
Employee 
Training -- 

Home Depot 
385 

Retail Employee 
Training 

1 15 
Outreach overview 

training with retail staff 
and customers 

Overview of 
changes to pricing 

and product 
selection 
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8/31/2021 
Customer 

Training: Link 
Restaurant 

Commercial 
Customer Training 

1 60 
Commercial program 

overview with a focus on 
lighting 

Lighting opportunity 
including track 

lighting and troffers 
of fluorescent 

lighting 

9/7/2021 
Customer 

Training: OC 
Haley 

Commercial 
Customer Training 

1 30 
Commerical program 

overview 

Program overview 
of small business 
incentives with a 
focus on lighting 

and air conditioning 

9/7/2021 

Trade Ally 
Training - 

Pelican Electric 
part II 

Trade Ally Training 1 30 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

9/16/2021 
Trade Ally 
Training -- 

WKA Electric 
Trade Ally Training 1 30 

Program overview for a 
new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

9/17/2021 
Commercial 

Training: 
Mossy Motors 

Commercial 
Customer Training 

1 30 
Program overview for a 

customer who has 
participated in the past 

Program overview 
with a focus on 
HVAC tune-up, 

lighting controls and 
smart thermostats 

9/20/2021 

Commercial 
Training: 

Liquor Store 
Depot 

Commercial 
Customer Training 

1 30 Online Store participation 

Review of the online 
store as well as 
incentives for 

replacing F96 T12 
bulbs 

9/22/2021 
Customer 
Training: 

Rubenstein's 

Commercial 
Customer Training 

2 60 

Program overview of 
lighting, new construction 

and the process for 
submitting applications 

Main focus on the 
potential for new 

construction 
projects and the 

need to be included 
in design phase 

9/23/2021 
Customer 

Training: Link 
Restaurant 

Commercial 
Customer Training 

1 30 Program overview 

Fill out a calculator 
to prep customer for 

application 
submission for a 
lighting project 

9/28/2021 

Customer 
Training: 
AltaMax 
Storage 

Commercial 
Customer Training 

1 30 
Program overview for 
commercial incentives 

Focus on Hurricane 
Ida Recovery Fund;  
reviewed available 

incentives and 
application 

requirements 

9/28/2021 
Trade Ally 
Training: 

Gasket Guy 
Trade Ally Training 1 60 

Overview of refrigeration 
incentives 

Discussion of 
refrigeration 

incentives and the 
Small Business 

Direct Install 
program 
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9/28/2021 
Trade Ally 
Training: 

Powers HVAC 
Trade Ally Training 1 30 

Program overview for a 
new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

9/30/2021 
Potential Trade 
Ally Training -- 

Burton 
Trade Ally Training 1 30 

Program overview for a 
potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

10/1/2021 

Customer 
Training: LH 
Hayward & 
Company 

Commercial 
Customer Training 

4 60 Program overview 

Overview of 
commercial 

incentives, bonus, 
timeline of review 

and payment 

10/1/2021 

Trade Ally 
Training: 

Pelican Electric 
part II 

Trade Ally Training 1 60 
Lighting incentive 

overview 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

10/1/2021 
Trade Ally 

Training: Ice 
King 

Trade Ally Training 1 60 HVAC incentive overview 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

10/4/2021 
Customer 

Training: Tesla 
Service Center 

Commercial 
Customer Training 

1 45 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/4/2021 

Residential 
Field Training: 

Louisiana 
Home 

Performance 

Residential Trade 
Allies 

1 15 
A technical training with 

trade ally staff 
Topics:  Air Sealing 

Best Practices 

10/5/2021 
Customer 

Training: Paul 
Piazza 

Commercial 
Customer Training 

1 45 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/5/2021 

Customer 
Training: JM 

Smucker 
Company 

Commercial 
Customer Training 

2 60 
Program overview of 

commercial incentives 

Focus on Hurricane 
Ida Recovery Fund;  
reviewed available 

incentives and 
application 

requirements 
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10/6/2021 

Customer 
Training: New 

Orleans 
Habitat for 
Humanity 

Commercial 
Customer Training 

3 60 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/6/2021 

Customer 
Customer 

Training: Red 
Rooster 

Commercial 
Customer Training 

1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

10/8/2021 

Trade Ally 
Training: 

Bayou Home 
Performance 

Trade Ally Training 1 30 
Review of end of the year 

bonus 

Trade ally review of 
bonus structure on 

applicable 
incentives to 

contractor work in 
Q4 

10/8/2021 
Trade Ally 

Training: MGT 
Films 

Trade Ally Training 1 30 
Review of end of the year 

bonus 

Trade ally review of 
bonus structure on 

applicable 
incentives to 

contractor work in 
Q4 

10/12/2021 
Customer 
Training: 

USDA-ARS 

Commercial 
Customer Training 

1 45 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/12/2021 
Customer 

Training: Carol 
Condominiums 

Commercial 
Customer Training 

1 45 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/12/2021 
Customer 
Training: 

Sacred Heart 

Commercial 
Customer Training 

3 45 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 

10/12/2021 

C&I Training: 
Q4 Trade Ally 

Advisory 
Group 

Trade Ally Training 20 45 

Trade Ally Quarterly 
meeting reviewing end of 
year bonus and program 

announcements 

Ensure that trade 
allies are aware of 

all Q4 
incentives/bonuses 

and provide an 
opportunity for 
feedback and 

discussion 

10/14/2021 
Customer 
Training : 

Soule Cafe 

Commercial 
Customer Training 

1 30 
Program overview of 

commercial incentives 

Review of 
prescriptive and 

custom incentives 
as well as the online 

store and 
application 

submission process 
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10/19/2021 

C&I Technical 
Training via 

Harris Energy 
Solutions: 

Retro-
commissioning 

Trade Ally Training 15 120 
Engineering theories and 
practical approaches to 

RCx 

Generation of the 
Current Facility 
Requirement 
(CFR),detail 

condition 
assessment, system 

functional 
performance testing 
and identification of 

RCx measures 

10/19/2021 

C&I Technical 
Training via 

Harris Energy 
Solutions: 

Introduction to 
Energy Audits 

Trade Ally Training 15 90 

Demystify the auditing 
process and provide 

clarity in the engineering 
theories driving 

recommendations 

Explanation and 
execution of utility 

bill analysis, 
effective collection 

of field data for 
engineering 

recommendations, 
performing energy 

savings calculations 
and compiling an 

energy audit report 

10/21/2021 
Customer 

Training: Hotel 
Monteleone 

Commercial 
Customer Training 

1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

10/28/2021 

Customer 
Training: 

Avenue Plaza 
Hotel 

Commercial 
Customer Training 

1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

10/28/2021 

Customer 
Training: New 
Orleans Lawn 
& Tennis Club 

Commercial 
Customer Training 

1 60 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

11/1/2021 

Trade Ally 
Training: 

Concordia 
Architects 

Trade Ally Training 1 45 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a particular 
focus on new 
construction 

11/8/2021 

Potential Trade 
Ally Training: 

Dynamic 
Construction 

Trade Ally Training 1 15 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 
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11/8/2021 

Potential Trade 
Ally Training: 

GWJ 
Construction 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

11/15/2021 

Customer 
Training: 

Trident Inn & 
Suites 

Customer Training 1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/15/2021 

Customer 
Training: 
Oceans 
Seafood 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/15/2021 

Customer 
Training: 
Deanie's 
Seafood 

Customer Training 1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/16/2021 
Customer 

Training: Royal 
Castle School 

Customer Training 1 30 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/22/2021 
Customer 

Training: Royal 
Castle School 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/23/2021 

Trade Ally 
Training: 
Louisiana 

Statewide Air & 
Power 

Trade Ally Training 1 45 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

11/23/2021 
Trade Ally 

Training: Eagle 
Eye Resources 

Trade Ally Training 4 45 
Program overview for a 

new trade ally 

Provided an 
overview of new 

construction 
incentives and 

timeline for 
implementation 

11/23/2021 
Customer 

Training: Hotel 
Pelham 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 
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11/23/2021 

Customer 
Training: True 

Love 
Missionary 

Baptist Church 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/30/2021 
Customer 

Training: El 
Guapo Bitters 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

11/30/2021 
Customer 
Training: 
Ricard's 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

11/30/2021 
Customer 
Training: 
Ricard's 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

12/1/2021 
Customer 

Training: Doerr 
Furniture 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

12/6/2021 

Residential 
Field Training: 

403 Pacific 
Ave 

Residential Field 
Training 

2 15 
Review of Income 

Qualified Weatherization 

Explaining program 
details and trade 

ally communication 
requirements 

12/6/2021 

Residential 
Field Training: 

403 Pacific 
Ave 

Residential Field 
Training 

1 15 
Review of Income 

Qualified Weatherization 

Best practices in 
Income Qualified 
Weatherization 

12/6/2021 
Trade ally 
training: 

National LED 
Trade Ally Training 1 30 

Program overview for a 
new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

12/7/2021 
Trade Ally 
Training: 

Southeast LED 
Trade Ally Training 2 60 

Program overview for a 
new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 
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12/8/2021 

Trade Ally 
Training: 
Stouch 
Lighting 

Trade Ally Training 1 30 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

12/8/2021 

Residential 
Field Training: 
1922 Robert E 

Lee 

Residential Field 
Training 

1 15 
Train Rebirth residential 

trade ally on best 
practices 

Best practices: duct 
sealing, air sealing 
and attic insulation 

12/8/2021 

Residential 
Field training: 

1626 Piety 
Street 

Residential Field 
Training 

2 15 
Train Home Energy 

Savers on best practices 
Best practices: Air 

Sealing 

12/8/2021 

Trade Ally 
Training: Ray 

mitchell, 
contractor 

Trade Ally Training 1 60 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

12/9/2021 

Customer 
Training: 
Nadeau 
Furniture 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

12/10/2021 

Customer 
Training: 

ASHE New 
Construction 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 

12/10/2021 
Customer 
Training: 

Orleans Tower 
Customer Training 1 45 

Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
specific to window 

film 

12/10/2021 
Outlook 

Opportunities 
Trade Ally Training 15 15 

Program overview to a 
group of electrical 

contractors in Urban 
League network 

Provided an 
overview of the 

advantages of being 
a trade ally and how 

the program 
benefits electrical 

contractors 

12/15/2021 
Customer 

Training: Hotel 
de la Monnaie 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed large 
business incentives 
such as prescriptive 

lighting and non-
lighting incentives, 
as well as custom 

incentives 
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12/15/2021 

Customer 
Training: 
Hank's 

Supermarket 

Customer Training 1 45 
Program overview for 
potential commercial 

customer 

Reviewed small 
business incentives 

such as smart 
thermostat, kits, 

lighting, and non-
lighting incentives 

12/15/2021 
Trade Ally 
Training: 
SEMCO 

Trade Ally Training 1 30 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

12/16/2021 
TA Training: 
Woodward 

Design + Build 
Trade Ally Training 1 60 

Program overview for a 
potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
which a focus on 
new construction 

12/17/2021 
Trade Ally 

Training: OEO 
Solutions 

Trade Ally Training 2 30 
Program overview for a 

new trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive, 
with a focus on 

small businesses 

12/21/2021 

Retail 
Employee 
Training -- 

Lowe's 2470 

Retail Employee 
Training 

1 15 
Outreach overview 

training with retail staff 
and customers 

Overview of 
changes to pricing 

and product 
selection 

12/28/2021 

Potential Trade 
Ally: 

Temperature 
Pro (Troy) 

Trade Ally Training 1 30 
Program overview for a 

potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 

12/29/2021 
Potential Trade 
Ally Training -- 

Calcote 
Trade Ally Training 1 30 

Program overview for a 
potential trade ally 

Provided an 
overview of how 

trade allies submit 
projects and assist 

commercial 
customers to 

receive incentive 
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Appendix D: Marketing Collateral & Assets 

Marketing Collateral 

General Energy Smart Overview Brochure 

 

 

 

 

 

 

 

 

 

General Energy Smart Overview Brochure (Spanish) 
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General Energy Smart Handout 

 

 

 

 

 

 

 

 

 

 

Residential Customer Authorization Form 
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Rebate Forms 

A/C Tune-Up Rebate Form 

 

 

 

  

 

 

 

 

 

 

Central A/C Rebate Form 
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Duct Efficiency Improvement Rebate Form 

 

 

 

 

 

 

 

 

 

 

 

 

 

HPwES and MF Attic Insulation and Air Infiltration Reeducation Rebate Form 

 

  

 

 

 

 

 

 

 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX D  

IQW Attic Insulation and Air Infiltration Reeducation Rebate Form 

 

 

 

 

 

 

 

 

 

 

IQW Duct Efficiency Improvement Rebate Form 
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Dehumidifier Rebate Form 

 

 

 

 

 

 

 

 

Heat Pump Water Heater Rebate Form 
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Pool Pump Rebate Form 

 

 

 

 

 

 

 

 

 

Refrigerator Rebate Form 
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Smart Thermostat Rebate Form 

 

 

 

 

 

 

 

 

Trade Ally Smart Thermostat Rebate Form 
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Water Cooler Rebate Form 

 

 

 

 

 

 

 

 

Window A/C Rebate Form 
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Customer Satisfaction Surveys 

Home Performance with ENERGY STAR Satisfaction Survey 

 

 

 

 

 

 

 

 

 

 

 

 

Income-Qualified Weatherization Satisfaction Survey 
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A/C Tune-Up Satisfaction Survey 

 

 

 

 

 

 

 

 

 

 

Energy Smart Online Marketplace Satisfaction Survey 
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Energy Efficiency Kit Satisfaction Survey 

 

 

 

 

 

 

 

 

 

 

 

Multifamily Satisfaction Survey 
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Sensi Smart Thermostat Leave Behind 
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HPwES Contractor Agreement 

 

 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX D  

 

 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX D  

HPwES and IQW Sorry We Missed You Door Hanger 
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Multifamily Sorry We Missed You Door Hanger 
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Multifamily Broken Item Leave Behind 
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Multifamily Landlord Permission Form 

 

 

 

 

 

 

 

 

 

 

Multifamily Direct Install Service Agreement 
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Multifamily Program Sell Sheet 

 

 

 

 

 

 

 

 

 

 

Multifamily Tenant Leave Behind 
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Multifamily Tenant Notification Flyer 
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Multifamily Tenant Notification Flyer 
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Retail Employee Education Flyer 
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Single LED Bulb Giveaway Label 

 

 

 

 

 

 

 

 

 

 

Four-Pack LED Bulb Giveaway Label 
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Energy Efficiency Kit Label 

 

 

 

 

 

 

 

 

 

 

 

Energy Efficiency Kit Insert 

 

 

 

  



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX D  

Smart Thermostat Rebate Landing Page 
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Dehumidifier Rebate Landing Page 
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Water Cooler Rebate Landing Page 
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EasyCool “Switch Your Switch” Letter 

 

 

 

 

 

 

 

 

 

 

 

 

EasyCool Switch Envelope 
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Home Energy Reports (HERs) 
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CEP Widget 
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Vehicle Magnet 

 

Point of Purchase Signage 
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Marketing Tactics 

Home Fitness Campaign Materials 

Email 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Google Search Ad 
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Streaming Radio 

Streaming Radio Ad 

with music v2.mp3
 

Radio Banner Ads 

 

 

 

 

 

 

 

 

Google Ads 
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Facebook Ad 

 

Gambit Print Ad 
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Bill Insert 
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Power Trip Email 
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Power Trip Training Flyer 

 

 

 

 

 

 

 

Trade Ally Badges 
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Trade Ally Badges 

 

 

 

 

 

 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11        APPENDIX D  

Trade Ally Emails 

Q1 Newsletter 
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Badge Reminder  
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A/C Tune-Up Customer Reach Back Campaign Materials 

Postcard 
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Email 
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Spring into Energy Savings Campaign Materials 

Email 
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Social Media  

 

 

 

 

 

 

 

 

Google Display Ads 

 

 

 

 

 

 

 

 

Google Search Ads 
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Trade Ally Emails 

Q2 Newsletter 
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Keep Your Cool Campaign 

Email  
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Google Search Ads 

 

 

 

 

Google Display 

 

 

 

 

 

 

 

 
 

NOLA.com Ads 
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Email 2 
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My Rewards Emails 
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Hurricane Ida Recovery Emails 

Email 1 
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Email 2 
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Email 2 DNO 
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A/C Tune-Up Bill Insert 
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EasyCool Demand Load Control End of Season Letter 
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Trade Ally Emails 

Q4 Trade Ally Advisory Group Meeting 
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Q4 Trade Ally Newsletter 
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‘Exploring the Tools of the Trade’ Training 
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LED Kit 

Label 

 

 

 

 

 

 

 

 

 

Insert 
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LED Email 
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Circuit E-Newsletter 
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Online Marketplace Promotions 

Earth Day Promotion Materials 

Lead Generation Email      Remarketing Email 
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Memorial Day Promotion Materials 

Facebook Ad 
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Lead Generation Email      Remarketing Email  
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Summer Promotion Materials 

Facebook Ad 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Facebook Offer Ad 
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Lead Generation Email      Remarketing Email 
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Sensi Touch Launch Campaign Materials 

 

     Lead Generation Email      Remarketing Email 
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Energy Awareness Month Campaign Materials 

Lead Generation Email      Remarketing Email  
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Facebook Ad 
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Black Friday Cyber Monday Campaign Materials 

Lead Generation Email            Remarketing Email 
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Facebook Ad 
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December Holiday Campaign Materials 

  Lead Generation Email     Remarketing Email  
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Commercial and Industrial Marketing Collateral 
 

Small Business Direct Install Incentive List Update Side 1 
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APPENDIX D  

 
Small Business Direct Install Incentive List Update – Side 2 
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Prescriptive Incentive List Update 
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Small Business March Bill Insert – Side 1 
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Small Business March Bill Insert – Side 1 
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Small Business Online Store Homepage 

 

 
 
 

Free Small Business Kit Landing Page 
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APPENDIX D  

 
 

Small Business Online Store Check-Out Page 
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Biz New Orleans March Print Ad 
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Biz New Orleans 300x250 Digital Ad 
 

 
 
 

City Business Journal 728x90 Leaderboard Digital Ads 
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APPENDIX D  

 

 
Presidents Day Google Search Ad 

 
 

Presidents Day Eblast  
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Prescriptive Bonus Incentive Eblast – Feb. 15 
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Facebook Ads for Free Energy Efficiency Kits 

 

 
 

Facebook Ads for Small Business Online Store 
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APPENDIX D  

 
Energy Smart Tile on NOLA.gov Website 

 

 
 

 
Earned Media in LifeCity Newsletter  
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Q1 Higher Education Cohort Meeting Announcement – March 15 
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Cash Incentives for Restaurants Email – April 12 
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       Earth Day Email – April 19         Earth Day Social and Paid Search 
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Delgado-Energy Smart Conference Call Email – May 5 
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Summer Bonus Incentive Eblast – May 6 

 

Summer Bonus Google Search Ad – May 17 – July 31 
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APPENDIX D  

Sumer Bonus Incentive Digital Ad for City Business Journal – May 14 – June 30 

 

 

Summer Bonus Incentive Digital Ad for Biz New Orleans – May 24 – June 21 
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Energy Advisor Job Posting Eblast – May 24 

 

 

 

 

 

 

 



ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 

11 

APPENDIX D  

Memorial Day Facebook Ads – May 27 – June 6 
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ENERGY SMART ANNUAL REPORT – PROGRAM YEAR 11 

11 

APPENDIX D  

Eblast to Hospitality Contacts – June 7 
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Summer Bonus Incentive Reminder Eblast – June 7 
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Eblast to Commercial Real Estate Contacts and Higher Ed Cohorts – June 14 
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July 4 Google Nest Smart Thermostat Eblast – June 30 
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TA Small Business Bonus and Refrigeration Measures Email – July 7 
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Benchmarking Introduction Email – July 13 
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Smart T-Stats and EasyCool for Business Email – July 16 
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Smart T-Stats and EasyCool Digital Display 

 

 

Digital Display 
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Biz New Orleans Print Ad: August 1 
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Smart Thermostats/EasyCool for Business Bill Insert: August 16 
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Social: July 26-August 10 and August 18 – September 30 
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Q3 Higher Ed Cohort Meeting Email – July 27 
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Extended Summer Bonus Incentive Email – July 28 
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RCx Trade Ally Training Emails – August 25 and September 9 
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Hurricane Ida Recovery Fund Email – September 20 
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Hurricane Ida Recover Fund Social: September 21 – October 4 

  

 

Biz New Orleans E-Newsletter: September 23 
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StayLocal Newsletter – September 23 

 

 

Hurricane Ida Recovery Radio: WBOK AM: September 27 – October 4 

Are you a New Orleans business owner impacted by Hurricane Ida? Energy Smart is helping 

Entergy New Orleans commercial customers rebuild and repair their businesses in a greener, 

more resilient way through its Hurricane Ida Recovery Fund. The Fund may cover up to 100% of 

the cost for a new energy efficiency project.  Applications are open now through Monday, 

October 4. For more information, eligibility and how to apply, visit energy smart nola dot com 

slash fund or call 504-229-6868. 
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Hurricane Ida Mayor’s Office Press Release: September 28 
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Commercial Real Estate Ads 

 

Full Page Print: City Business Journal and GNO Inc. Regions: August and October 
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Half Page Print Ad City Business Journal: August 16 

 

 

 

The Advocate Front Page Strip Ad: August, September and October 
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New Construction Full Page Ad for City Business Journal: July 26 
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Energy Efficiency Day Social: October 6 
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Q4 Higher Incentive Bonus Email – October 5
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2nd Email: November 15 
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Higher Incentive Bonus Social: November 22 – December 31 

 

Digital Display 
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 The Advocate Front Page Business Strip: November 1 and December 6

 

GNO Inc. Regions Magazine Full Page Ad: November 22 
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Biz New Orleans Half-Page Ad: November 1 

 

  

City Business Journal E-Newsletter: November 8 
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Higher Incentives Radio Script: WBOK AM and Tropical 105.7 FM 
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Q4 Trade Ally Newsletter – October 6 

 

                                 Page 1                                                         Page 2 
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                           Page 3                                                                 Page 4 
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Q4 TAAG Meeting Email – October 7 
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Q4 Higher Education Cohort End of Year Meeting Email – November 24 
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Cyber Monday LED Lighting Email – November 29              LED Lighting Sale Reminder – December 7 
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EasyCool for Business with $50 Incentive – December 20 
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Step-Down Bonus Announcement Email – December 22 
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Step-Down Bonus Trade Ally Training Email – December 22 
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Step-Down Bonus Trade Ally Training Reminder Email – December 28 
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Smart Thermostat Holiday Promotion: December 2 – 31 

 

 

Digital Display: November 30 – December 31 
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Earned Media 

 

Biz New Orleans: May 6 

 

  

StayLocal: June 22 
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McDonalds Customer Success Story in Biz New Orleans: October 10 
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Entergy New Orleans Press Room: December 6 
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Urban League of Louisiana: December 8 
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Appendix E: Photos 
 

Energy Smart continued to teach remotely. 
 

 
 
 

Louisiana Green Corps January 13, 2021 
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Carrolton Riverbend Neighborhood Association January 14, 2021 
 

 
 

Mid City Neighborhood Association February 8, 2021 
 

 
 
 

Algiers Neighborhood Association March 18, 2021 
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Eastern New Orleans Neighborhood Advisory Commission (ENONAC) – April 13, 2021 

 

 

 

Carrollton Area Network (CAN) – April 20, 2021 
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Energy Smart began teaching in person in April. 

Lusher Charter School – April 24, 2021 

 

 

Energy Smart began doing outreach in person in May. 

Hardin Playground Community Fair – May 1, 2021 
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Louisiana Green Corps Job Training Workshop – May 20, 2021 
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Thrive 9 Summer Camp – June 16, 2021 

 

 

 

Lake Carmel Subdivision Neighborhood Association (New Orleans East) – June 16, 2021 

 
 

 

 


