Focus Group Script
Thanks for coming. 
1. MRM, RIA, facilitating.
2. I’ll say “we”. But I’m a researcher hired by the team. My feelings won’t be hurt if you speak your mind.

Purpose: 
1. Berkeley Solar Initiative being developed. 
2. Basic structure is already figured out. 
3. Looking for your ideas on what additional features the program should have in order to attract the most customers—including customers for your business.

Any of you participated in FGs before?

Ground rules:

1. Your comments will be kept confidential by the observers here today from the Solar Initiative Team and the City of Berkeley. Your comments will be summarized for the City of Berkeley, but no one at the City other than the observers here will know who said what.

2. Therefore, please be candid. Please let us know what you think about the ideas we are considering.

3. Feel free to have a dialogue or discussion with each other, as well as me. You can comment on other people’s ideas. 

4. And I will make sure everyone gets a chance to talk. So I may be calling on you.

Introductions

1. Your first name

2. Your customers (res, comm.)

3. How long you’ve been in the business

Basic Structure of Initiative
1. Financing: Financing Incentive for Renewable and Solar Technology (FIRST)
2. Solar installation and Energy Efficiency measures are both required
3. Required quality control steps—for both solar and ee
Why you are here

1. The program designers are asking themselves “How much should the program do?”

a. Obviously, they want to increase solar installations—and efficiency installations—more than “business as usual”

b. The FIRST financing is designed to do that. Also, the bundling of solar and efficiency may encourage some home or building owners to do more. And the quality control steps may be reassuring to customers, and thus move some customers from ‘just thinking about it’ to ‘doing it’

c. On the other hand, the bundling of solar and efficiency might discourage some folks, and quality control steps can potentially be harder for some contractors
2. Yet these are the non-negotiable aspects of the program
. What we want to learn from you is whether there are other features we could add that will make the program a success—help you and your customers do more solar and ee.

3. We have three main areas for which we might offer additional program services and we want your feedback on them—whether or not they would be good for you and your customers.
Installation Steps
1. We thought the easiest way to view our ideas is by considering the basic steps involved in solar/ee installations

2. Present steps

3. I’ll give you a chance in a moment to comment on these steps

Now consider “Business As Usual”

1. Introduce the symbols

a. O—Owner

b. C—Contractor

c. (for solar) U—Utility 

d. That’s it for “business as usual”. 

i. Show the first column

ii. + = and

iii. / = or

2. Any questions or comments on this basic outline?

3. Next, we’ll consider these activities undertaken through the program

a. We need a new symbol

b. P—Program 

Program Minimum
1. We know the program minimum

c. Financing

i. Covers up to 100% of the up-front cost of solar & ee installation

ii. Paid back to City through property tax assessments (competitive interest rates)

iii. Limited pilot 2008; full scale in 2009

d. Solar + EE

i. Energy efficiency required to at least bring compliance to Berkeley’s energy codes for residential and commercial structures

ii. Details

1. RECO/CECO—Res/Comm Energy Conservation Ordinance

2. Considering possible additional ee requirements

e. Quality control

i. Contractor pre-screening
ii. Standardized financial analysis

iii. EE Installation standards

iv. Standardized equipment performance specs

v. Third party verification & monitoring
4. Let’s look at the specifics of what that would mean

a. PV & hot water: Energy efficiency upgrades

i. BUS AS USUAL: Property owner’s discretion/ often not done
ii. PROGRAM: 

1. Done (primarily gas measures)

2. (customers pre-qualified

b. Contractor pre-screening

i. BUS AS USUAL: Owner finds contractor

ii. PROGRAM: City pre-approved contractors and maintains a list 
c. Financial Analysis
i. BUS AS USUAL
1. Rebates (CSI, paid to contractor)
2. Tax incentives
3. Property owner self-finances or gets loan 
ii. PROGRAM: 
1. Rebates, tax incentives

2. Use program’s FIRST financing

3. Owner gets loan for bridge financing

4. Standardized financial assumptions

iii. Details 
1. Up to 100% financing; repayment on property tax bill (long term; if sell, buyer assumes payment)
2. Funding via muni bonds
3. Discount rate

4. Energy price escalation

d. PV & hot water: Equipment procurement

i. BAU: No equip perf specs; contractor decides

ii. P: Yes

e. System Inspection
i. AS USUAL
1. PV: PG&E inspects about 1 in 7 PV systems (<30kw)

2. EE & hot water not inspected

ii. PROGRAM
1. PV: Program may go beyond PG&E’s efforts
2. EE: performance testing

3. hot water—some inspections
f. QA/QC, Customer Service
i. PROGRAM: Owner feedback  sought

Program Maximum

1. Program maximum has all of the six or so program features we are considering and want your feedback on, so I’ll just talk about those features that differ from program minimum
2. PROGRAM essentially acts as “owner’s rep” throughout. This explains all the other features we are considering. We want to know how you view these possible roles.

3. Marketing/Site visits & bids/Financial Analysis/QA/QC
a. Overview

i. Program staff markets the program and does the site work
ii. Enable contractor to prepare bids without visiting the site.

iii. Would also be the owner’s rep through to the end of the project (QA/QC)

b. Details

i. City markets the program’s availability

ii. Program staff would go to the site, evaluate home performance and system requirements, conduct the financial analysis (estimate payback), and prepare a draft statement of works that contractors would prepare a bid for.
iii. The owner would have the draft SOW, the list of pre-screened contractors and would be encouraged to get 3 bids.

iv. The program will follow up with the owner to push the process along.

v. Contractor via bid would still bring in rebates

c. What do you think?????

i. We want to know the pros and cons of each feature—how it will effect you, how it will affect your customers

ii. How will it affect the market overall—total installations

4. PV & Hot water: Equipment Procurement
a. P: bulk purchasing or negotiated discount
b. What do you think?????

5. Financing

a. Time delay for tax assessment

b. Is this a deal breaker for you

c. What happens typically

6. Now let’s just discuss all of the program elements I’ve presented. Anything you want to say on the pre-determined program elements?

7. Anything else?

�In retrospect, these aspects of the program were changed, as the focus groups were loudly and unanimously opposed to the design





