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Program Changes
Wattsmart Business Implementer change



Program Implementers

Wattsmart Business 
Lighting and Non-lighting 

(prescriptive)

Wattsmart Business
Managed Non-lighting

Wattsmart Business 
Agricultural and Industrial



Program Implementers

Wattsmart Homes 
Existing and Multi-family

Wattsmart Homes
New Construction



Program Changes

What does this mean for Wattsmart Business partners?

• Need to re-enroll in the Network
• New support Teams
• Name change from Vendors to Trade allies

• Premium Vendor now known as Pro Network
• New Website for Trade Allies

• Find a Trade ally Tool



Program Overview
Wattsmart Business



Tony Allen
Vendor Support

Chase Harris
Vendor Support

Melissa Miranda
Training & Events

Wilmer Cabrera
Program Manager

Meet the Team
Sarah Fitzgerald
Marketing Manager

Molly Roth
Associate Marketing Manager

Alison Kilpack
Project Coordination



The development of efficient products.

The stocking and sale of efficient products.

The purchase of efficient products.

PRODUCT FLOW

Manufacturer

Upstream

Distributor

Midstream

Customer

Downstream

Motivate through targeted offers



No Current Offer

Now Energy Solutions

Same Points of Contacts 

PRODUCT FLOW

Manufacturer

Upstream

Distributor

Midstream

Customer

Downstream

Motivate through targeted offers



IRIS KEY FEATURES:
• Options for individual or bulk claim entry

• Real-time payment and claim tracking features

• Participation dashboard for tracking sales and 
program performance

• Incentive and equipment lookup tool to check 
eligibility and rebate amounts

New Midstream Process, Point of Contacts, and Software



• Our SBE offering helps small business owners save 
money, time and energy when 
upgrading existing lighting systems to LED
o Incentives cover up to 75% of project costs, up 

to $5,500
o Most projects involve re-lamping fluorescent 

tubes with LED tubes
o In some cases, we will install new fixtures 

(exception required)

• Customers receive instant incentives and pay you 
25% of the project cost. You receive the 75% on the 
back end after submitting the project

• Rate Schedules: 6, 6A, 23, 23A, 35, 35A

Small Business Enhanced



Need to verify a meter? Scan QR Code and 
bookmark this website.
https://verify.wattsmartbusiness.com/verify_customer/

Small Business Enhanced



What affects a project's CE (cost-effectiveness)?

• Project costs.
o CE is mainly dictated by the cost to install new 

fixture

• Hours of operation
o Businesses with low hours of operation don't 

tend to yield a lot of savings

Requirements for project submittals:
• Copy of the lighting tool (filled out)

o Ensure there is no missing information in the 
customer info page

o Project must meet cost-effectiveness 
standards (<=$0.45/kWh)

• A signed General Application

• Invoice showing deduction for RMP incentive

• Incentive is required to be paid to vendor

• Spec sheets for equipment installed

Small Business Enhanced





• Install like a basic fixture.
• Install the right system so they have something to 

work with.
• Commissioning is tricky.
• There is support from manufacturer’s reps.
• LLLC fixtures come with controls from the factory.

LLLC

Image Courtesy of NEEA



• Install like a basic fixture.
• Install fixtures that have an easy path for 

upgrades
• Commissioning is tricky.
• There is support from manufacturer’s reps.
• Plug and Play Controls are simple to install

Plug and Play Controls Ready



LLLC
• Customer knows they want controls
• Needs of the space may change
• Want an easy and packaged solution

PLUG AND PLAY CONTROLS READY
• Customer isn’t ready for controls today
• Needs of the space may change
• Are comfortable with a dynamic system 

that is build for their needs

LLLC vs. Plug and Play Controls Ready



Wattsmart Opportunities





Incentives for

Pumps, Fans, Doors and Forklifts

Popular Non-Lighting Projects

Avenly Reid
Energy Efficiency Engineer

(Irrigation, Farm & Dairy, Refrigeration & More)



Wattsmart® Business How?
Call to confirm eligibility & discuss projects

AVENLY REID
Avenly.Reid@CascadeEnergy.com

(801) 383-2501



Wattsmart® Business Typical Incentive Categories

IRRIGATION FARM & DAIRY COMPRESSED AIR REFRIGERATION & 
DISTRIBUTION



Wattsmart® Business Incentive Rates

WYUTIDCapital Projects

$0.10/ kWh$0.15/ kWh$0.15/ kWhIncentive

70%70%70%Cost Cap

1 year1 year1 yearPayback Cap

Incentives paid to your customers based on the annual kWh energy savings of their projects



Industrial Facilities (by a show of hands)



ADAPTIVE REFRIGERATION CONTROLS
• $0.15 per kWh annual savings

• Evaporator fan cycling

• Defrost control

• Typical incentive 50% to 70%  of cost

Refrigeration, Distribution and Storage



HIGH SPEED DOORS 
• $0.15 per kWh annual savings

• Typical incentive 25% to 50% of total cost

The space conditioning equipment on each side should be 
substantially different.

A couple of simple examples for circumstances where the door 
could be incentivized:
• An HSD separating a freezer and a dock or cooler in a cold 

storage. The refrigerant suction temperature serving the 
evaporators in each room is different (lower in the freezer).

• An HSD separating an air-conditioned space from outside.

Refrigeration, Distribution and Storage



COMMON VFD OPPORTUNITIES
• Pumps: water, glycol, slurry
• Dust collection: fans and blowers
• Evaporator, condenser fans
• Refrigeration compressors
• Dairy fans

Opportunities for VFD Incentive

REPLACE OLD DRIVES
• Over 15 years old, -or-

• End of life and never received incentive (any age)



Compressed Air Incentives

VFD AIR COMPRESSORS
• Up to 75 hp single compressor are eligible for post-install rebate
• Savings from $1,500 to as much as $9,000 / yr
• Incentive calculated at $0.15/kWh of savings (caps may apply)



Wattsmart® Business 
Demystifying $0.15 per kWh – Example Compressed Air

ASSUMPTIONS
• Rated #acfm = 4 * #HP

• Operating and Rated 
pressure = 100 pisg

• Storage Volume gallons = 
3 * #acfm

• No Eligible Costs or 
Payback Capping



Let’s crunch some numbers

Incentive $Cost Savings $/yr% Capacity% Time

50% x $4,62950% x $1,23570%50%
30% x $8,11830% x $2,16550%30%
15% x 8,58815% x $2,29030%15%
5% x $7385% x $19790%5%

$6075$1620Totals



But What About the kWh?

Let’s crunch some numbers



Agriculture (by a show of hands)



Wattsmart® Business Irrigation Pump Example –
40 hp Pump VFD

Cost: $8,000
Incentive: $3,954 (49% of cost)
Net Cost: $4,046

Energy Reduction: 18,474 kWh/year
Annual Savings: $1,293 per year
Payback:                  3.1 years

Pump sometimes serves 2 fields, 
sometimes only 1



• Is the pump oversized?
• Is it throttled?
• Is there more than one field?
• Pumping level in well varies?

Is a VFD Right for Your Pump?



Other Irrigation Upgrades

PriceType

$2 eachSprinklers – rotators, spray-type, impacts 
replacing same design flow or less

$1.50 eachNozzles, flow controlling nozzles

$2 eachGaskets and drains

$2 - $7 per dropPivot sprinkler package 



Wattsmart® Business Example –
Regulators and Low-Pressure Sprinklers

Replace 64 worn regulators & low pressure sprinklers 
on MESA with new regulators & sprinklers 

Cost: $2,159
Incentive: $256
Net Cost: $1,903

Energy Reduction: 4,599 kWh/year
Annual Savings: $322  per year
Payback:                  5.9 years

Non-energy benefits – water savings, consistent watering, 
yield improvement



Irrigation – Details

IMPORTANT RESTRICTIONS:

1. Retrofit installations only – not brand new systems which 
will have new components anyway. 
(Except VFDs – those can be on new systems. Note: Pivot 
Conversions)

2. Incentives are limited to mobile systems – wheel lines, hand 
lines, pivots, linears.  Fixed-in-place systems are not eligible. 
(Except VFDs – those can be on fixed-in-place systems)

3. Incentive caps: 1 yr payback or 70% project cost 
(Pump VFD projects only)



Farm & Dairy Upgrades

Vacuum Pump VFD
Retrofit Only
$165 per hp

Potato or Onion Fan VFD
$175/ fan hp

Milk Precooling with Well 
Water Retrofit Only

$0.15 per kWh annual 
savings

Heat Recovery -
Refrigeration Units

$0.15 per kWh annual 
savings



Farm & Dairy Upgrades

• High efficiency circulating fans (Amount depends 
on fan diameter)

• High efficiency ventilation fans (Amount depends 
on fan diameter)

• Programmable ventilation controllers ($20 per 
fan controlled)

• Chiller upgrade (custom projects, $0.15/kWh 
annual savings)



Energy Management Projects

LOW & NO-COST PROJECTS 
($0.02 per kWh Energy Savings)

• Compressed air discharge pressure reduction
• Setpoint adjustments

• Fan speeds
• Pump pressure
• Idle time

• Pump reconditioning and impeller changes



Application Process

1. Call to confirm eligibility

2. Complete application (paper or online)

Incentives for Common Upgrades

3. Purchase equipment

4. Send in a copy of invoices or receipts

Incentive checks are mailed ~4 weeks after your 
installation is complete and the necessary information 
has been received by our team



Custom Project Process
Call to confirm eligibility & discuss project details

Avenly Reid

Avenly.Reid@CascadeEnergy.com

(801) 383-2501



Questions?
Avenly Reid

Avenly.Reid@CascadeEnergy.com

(801) 383-2501



Marketing Simplified: 
The Key to Connecting With Customers



Implement 
Low-Cost 

Marketing Ideas

Marketing Is Easy as 1-2-3

Improve Your 
Online Presence

Take Advantage of 
Co-branding with 

Wattsmart®



A Little Marketing Can Go a Long Way



• Materials that can be left behind 
with customers:

• Program offers
• Energy-efficient equipment
• Benefit to upgrades
• Case study/real-life example

• Minimal cost
• Helpful reminder
• Allows time for customer consideration

Flyers, Cards, Handouts



• Many have been created already and are available to print.
• If one doesn’t exist, share your idea for a handout with your 

outreach person.
• The marketing team can help make it happen!

Handouts – How to



• Thoughtful or practical items that will 
be used or enjoyed:

• Magnet or sticker
• Pens, pencils
• Koozie or cup

• Minimal cost
• Helpful reminder to contact you when 

they are ready to move forward

Giveaways – Help Keep You in Mind



• Customers making an expensive, long-term 
purchase need to be comfortable.

• Hearing from a friend, neighbor or 
community member sets them at ease.

• Advertising helps you develop name 
recognition.

• Think about the research you do when 
making a high-ticket purchase.

• No cost. Do a good job then ask customers 
to recommend you.

• Offer a referral coupon or incentive.

• Customers making an expensive, long-term 
purchase need to be comfortable.

• Hearing from a friend, neighbor or 
community member sets them at ease.

• Advertising helps you develop name 
recognition.

• Think about the research you do when 
making a high-ticket purchase.

• No cost. Do a good job then ask customers to 
recommend you.

• Offer a referral coupon or incentive.

The Power of a Referral



• Do local advertising to increase name familiarity.
• Support local events, sports teams and/or a charity/fundraiser.
• Provide occasional donated time with media coverage.
• Host a food, coat or blood drive.
• Send employees into the community for a giving-back day of 

service (and media coverage).

Become Memorable



• Do you advertise anywhere?
• Do your vehicles include contact info and a 

recognizable logo?
• Do you have an online presence?

• Website (kept current)
• Facebook/Instagram/Twitter (X)
• YouTube

• Do past customers have something from you 
to easily refer others?

• Business card
• Magnet
• Referral coupon

Your Marketing Endeavors



• Accompany you on in-person visits
• Listen together to customer needs and help you 

address them
• Provide 

• Printed materials to leave behind
• Links to info on our website
• Money-saving programs
• Online training

What Wattsmart® Marketing Offers

https://rmpwbvn.iqed.online/index



Examining, Building and 
Expanding Your Online Presence



• “Google” your business and see what comes up.
• Are there online reviews?
• Is your business hard to find?
• Do other similar businesses come up 

before yours?

• Look at competitors online.
• Imagine you are a customer 

doing research.
• Copy what they do well.

Look at Your Online Presence



• Make obvious to visitors
• Services offered
• Areas served
• How to contact
• Reviews or ratings
• Community involvement

• Also important
• Visually engaging
• All links in working order
• Updated regularly
• Organized logically
• Accreditations and certifications

Fresh and Current Website



Reduce customer uncertainty.
• Share customer testimonials.
• Provide success stories.
• Show community involvement.
• Feature customer-facing employees.
• Include company background.

• Family-owned
• Years of experience
• Years in the community
• Current on latest technology

• Mention you are a participating Rocky Mountain Power 
contractor on your website!

Website and Socials



• Google
• https://support.google.com/business/answer/

3474122?hl=en
• Yelp

• https://business.yelp.com/resources/
• Trustpilot 

• https://business.trustpilot.com/
• Thumbtack

• https://www.thumbtack.com/
• Angi, Inc.

• https://www.angi.com/

Monitor Business Reviews



• Ask how the customer heard about you.
• Track results so you know where 

to focus.
• Follow-up afterward to 

ensure satisfaction.
• Address any issues to leave the customer 

100% happy.
• Ask happy customers to give an 

online review.
• Provide a link to a review page.
• Offer a discount/reward for an honest 

review.

Encourage Business Reviews

Social proof



Is this effective? You decide.

Marketing / Website Examples

Drains by James
• Radio spots
• Website
• Mascot
• Slogan

Plumr

TJM Plumbing



The Power of Wattsmart Co-branding



Utilize Your Rocky Mountain Power Relationship



Leave-Behind Cards and Mailer



Case Studies, Success Stories



Social Media Posts



Wattsmart® Pro Network Trade Ally Features



Identity Badge



Yard Signs Referral Program



Any questions?

It’s time to put what you 
learned into action!



Wattsmart Homes
2025 Residential Overview



CASH FOR KWH REDUCE CONSUMPTION REDUCE LOAD ON GRID

Program Objectives



• $4,201,200 dispersed overall
• 12,248,068 kWh saved overall

• 8,875 metric tons of CO2
• 22,600,847 miles driven
• 2,529 homes electricity/1yr
• 9,858,539 lbs. of coal
• 0.75 days of coal power plant

• 45% increased heat pump adoption in Idaho

2024 in Review



Qualified Properties
• Existing residential
• Multifamily

Service Area



• Categories of Rebates
• Appliances
• Weatherization
• Smart accessories
• Heating & cooling

Qualified Equipment



Qualified Equipment





Windows

Insulation

Air Sealing

Weatherization
Customer RebateU FactorProduct

$1.00 / sq. ft.0.23 – 0.30Tier 1 – electric heating

$3.00 / sq. ft.0.22 or lessTier 2 – electric heating

$0.10 / sq. ft.0.23 – 0.30Tier 1 – electric cooling

$0.50 / sq. ft.0.22 or lessTier 2 – electric cooling

Post R-ValuePre R-ValueElectrically CooledElectrically heatedInsulation Type

R-49< R-19$0.10 / sq. ft.$0.50 / sq. ft.Attic

R-13NONE$0.10 / sq. ft.$0.65 / sq. ft.Wall

R-30< R-11$0.10 / sq. ft.$0.65 / sq. ft.Floor

Post ACH50Pre ACH50Rebate

< 7> 9$0.10 / sq. ft.



Qualified Equipment
• Heat pumps (18 SEER2)
• Furnaces
• Water heaters
• Central air conditioners
• Insulation
• Windows

Stack all 
incentives!

Tax Credits



• Process
• Timeline

• Your rebate will be issued 
within 14 business days after 
we review and approve 
your application. 

• Missing information may delay 
processing and delivery.

• ACH Payments

Payments – Customer / Trade Ally



• Invoice
• Model numbers
• Serial numbers

• AHRI Certificate (if applicable)
(Air Conditioning, Heating, and Refrigeration Institute)

Information Needed



• Submission by
• Customer
• Trade ally

• Submit for your customer
• Convenient for customer
• Saves customer time
• Saves you time

Application Submission



Trade Ally Network

Pro Network

Regular Network



BENEFITS
• Priority Rocky Mountain Power focus and 

vendor spotlights
• e.g., website, social media, radio, TV

• Exclusive local marketing opportunities
• Printed certificates
• Lead generation through our energy 

assessment program

QUALIFICATIONS
• Lead with heat pumps
• Program growth
• Submission of load calculations
• Resolution of missing information
• Project submittal for customers
• Premium customer satisfaction













• Not a trade ally but want to be
• Interested in being a part of the Pro Network
• Learn how to submit for your customer
• Up-to-date information on qualified equipment
• AHRI

Trade Ally Training



2025 Updates

HEAT PUMPS
• Largely stay the same
• Closely monitor budgets and participation
• Could see incentive reduction towards end 

of year

IMPROVEMENT TO WINDOWS
• Bundle with heat pumps
• Streamline application process

NEW WINDOW HEAT PUMP EQUIPMENT
• Units from Midea and Gradient landing this year

ACCEPTING HSPF2/SEER2 ONLY AS OF 4/1/25

INFLATION REDUCTION ACT?
• 25C Tax credit
• State rebate programs



Win – Win – Win• High-efficiency product without the 
financial obligation

Impact

Win – Win – Win



FOR ALL YOUR HARD WORK



Program 
Overview

January 2025



Homeowners

Contractors

Utilities





Comfort Ready Home | Field Team

Nick Phillips
SW Washington

Dean Paler
Southern Idaho 

Nevada
Wyoming

Mike Stothers
Central Oregon 

Southern Oregon 
Northern California

Mike Hughes
Field Services 

Manager

Aaron Lazelle
NE Washington 
Northern Idaho

Outreach Specialist

John Heflin

NW Washington
Olympic Peninsula

Miesha Yagle

Scott Mayfield
Montana

NW Oregon
John DeLance

Program Manager

Cyrus Collins

1 2 3 4

5 6 7



• Homeowner Education

• Contractor Search

• Training Center

• Utility Resources

ComfortReadyHome.com

A full-service website for contractors, 
utilities and homeowners in the region 



Take Advantage of the Contractor Search



ComfortReadyHome.com/Join

Join Today 



Contractor Network
Contractor Participation by Subregion

https://comfortreadyhome.com/contractor-search/



Responsive to Utility and 
Contractor Needs:

• Heat Pump Water Heaters

• Home as a System

• Wall Insulation

• Heat Pump Best Practices

On-Site Workshops

Small group contractor 
trainings



On-Demand Training

• Cold Climate Heat Pumps

• Manufactured Home Insulation

• Site Built Wall Insulation

• Insulating Sloped Ceilings

• Attic Insulation

• Floor Insulation



Training YouTube



Marketing Toolkit



Homeowner Education



Thank You!
Please contact your

energy efficiency representative

or

Cyrus Collins

Program Manager

cyrus.collins@evergreen.energy (503) 705-7039



• Sunlight Electric

• D&S Electrical Supply

PRO NETWORK TRADE ALLIES

2023

TRADE ALLY AWARDS

• Hatch Lighting

• Advanced Lighting



Raffles!



Thanks for attending!



Wattsmart® Program 
Idaho Annual Training


