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Executive Summary

Ameren Missouri engaged Cadmus to perform annual process and impact evaluations of its Lighting
program for a three-year period, from 2016 through 2018. This annual report, prepared by Cadmus and
its partner Apex Analytics (the Cadmus team), includes impact and process evaluation findings for
Program Year 2018 (PY18). PY18 covered the period from March 1, 2018, through February 28, 2019—
the final year of Cycle 2.

Program Description

The Lighting program increased sales of energy-efficient lighting products by offering point-of-sale (POS)
discounts on ENERGY STAR®-certified LEDs at major chain retailers and through an online website. ICF
served as the program implementer, for the third consecutive year. In addition to reducing prices, ICF
worked with participating retailers to place Ameren Missouri signage and marketing materials near
discounted products, secure high-visibility placement of discounted products when possible, and host
consumer education and retailer staff trainings throughout the year.

Key Impact Evaluation Findings

The following sections describe the Cadmus team’s key findings for the PY18 evaluation period.

Program Data Adjustments

The Cadmus team reviewed tracking data against the ENERGY STAR Certified Products List and
manufacturer published specifications. The Cadmus team identified errors in the wattage or lumens for
about 20% of program bulbs reported. Most of the errors were minor discrepancies. The Cadmus team
used corrected values to calculate evaluation inputs.

Gross Impacts

Table 1 summarizes PY18 participation, ex post gross per-unit savings, realization and installation rates,
and ex post total gross savings. All realization rates were below 90%, with the exception of the 10.5-watt
Downlight and the 12-watt Special Function categories. These categories experienced a significant
change in bulb mix that led to changes in the baseline and efficient wattages and resulted in higher than
expected per unit savings.
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Table 1. PY18 Gross Impact Results Summary

Total Ex Post

PY18 Total Per-Unit Ex Post Realization Gross VBl B RS

Demand Reduction
(kwW/yr)

Participation? Savings (kWh/yr) Rate? Savings
(MWh/yr)

General Purpose

10W General 52,301 8.7 84% 1,504 226
Purpose

15W General 25 486 378 85% 964 145
Purpose

20W General 31323 525 87% 1,644 247
Purpose

Decorative

4W Candelabra 19,353 324 85% 626 94
8W Globe 11,012 33.5 88% 369 56
Special Function (EISA Exempt)

12W Special 647 71.0 99% 46 7
Function

Reflector

10.5W Downlight 31,850 39.1 103% 1,246 187
;g;/v Flood (PAR 41,882 47.4 88% 1,984 299
Total® 213,854 8,383 1,261

L Participation is based on the date of sale rather than the date the discount was invoiced to the program. PY18 total
participation includes only sales that occurred prior to March 1, 2019, although some of these sale discounts were invoiced
to the program after that date.

2 Realization rates compare evaluated per-unit gross savings to the estimated gross savings in the 2018 TRM.

3 Gross savings may not sum to total due to rounding.

Net Savings

As shown in Table 2, the Lighting program achieved net savings of 6,094 MWh, and 928 kW/year in both
PY18 and 2023, including nonparticipant spillover (NPSO). The program savings-weighted net-to-gross
(NTG) ratio was 72%, excluding NPSO savings. The NTG ratio does not include NPSO because NPSO is
added separately to account for its different load profile. The NTG ratio was calculated using a
comparison sales model, free ridership was calculated using demand elasticity model, and like spillover
is the difference between the two.
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Table 2. PY18 Net Impact Results Summary

Ex Post Net Demand Net Demand
Gross Free Like Net Savings Reduction — Reduction —
Measure Group ) . . ) .
Savings Ridership | Spillover (MWh/yr) First Year Year 2023
(MWh/yr) (kw/yr) (kw/yr)
10W General Purpose 1,504 12% 25% 113% 1,700 256 256
15W General Purpose 964 42% 25% 83% 797 120 120
20W General Purpose 1,644 47% 25% 77% 1,272 191 191
4W Candelabra 626 61% 25% 64% 400 60 60
8W Globe 369 53% 25% 71% 263 40 40
12W Special Function 46 68% 25% 67% 31 5 5
10.5W Downlight 1,246 68% 25% 57% 709 107 107
15W Flood (PAR 30) 1,984 79% 25% 45% 896 135 135
NPSO 27 15 15
Total! 8,383 52% 25% 72% 6,094 928 928

1 Totals may not sum to total due to rounding.

Progress toward Goals

As shown in Table 3, the PY18 program achieved 61% of its PY18 net energy savings target and 62% of its
PY18 net demand savings target.! Appendix A presents the coincidence factors used to calculate the
program’s demand savings. The Lighting program was deliberately scaled back in PY18, due to higher
participation and savings than forecast in previous years.

Table 3. PY18 Lighting Savings Comparisons

MPSC-Approved Ex Post Gross Savings Ex Post Net Savings Percent of Goal
Target Determined by EM&V! | Determined by EM&V?2 Achieved?

Energy (MWh) 9,943 8,383 6,094 61%
Demand - First Year (kW) N/A 1,261 928 63%
Demand - Year 2023 (kW)* 1,485 1,261 928 63%

1 MWh calculated by multiplying verified program participation by the Cadmus team’s evaluated per-unit savings values; kW
calculated by applying coincident factors provided in Appendix A.

2 Calculated by multiplying the Cadmus team’s evaluated gross savings and evaluated NTG ratio and adding the appropriate
program-level allocation of NPSO savings.

3 Compares MPSC Approved Target and Ex Post Net Savings Determined by EM&V.

4 The Non-Unanimous Stipulation and Agreement in File No. EO-2015-0055 states: “Only measures that are expected to deliver energy
savings in 2023 and beyond are counted towards the demand goal in the EO included in Appendix A.” Cadmus referenced the Ameren
Missouri TRM for secondary data on measure EUL in order to assess whether or not measures are sufficiently long-lived to achieve
2023-persistent kW savings.

1 Ameren Missouri 2016-2018 Energy Efficiency Plan. Missouri Public Service Commission file number EO-2015-
0055, Appendix G. Available online: https://projects.cadmusgroup.com/sites/6320-
P02/phase01/Shared%20Documents/Management/PY17%20Proposed%20Stipulated%20and%20Agreement%
20Files/Appendix%20G%20-%20Measure List Incentives%20Range Design.pdf?Web=1
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Figure 1 illustrates the program’s energy impacts—from the target to the ex post net savings. The blue

bars represent total savings (targets, ex ante, etc.), gray bars represent factors that decreased savings,
and the green bars represent factors that increased savings.

Figure 1. Waterfall Chart of PY18 Lighting Program Energy Savings
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CSR Impact Evaluation Requirements

According to the Missouri Code of State Regulations (CSR), demand-side programs that operate as part
of a utility’s preferred resource plan are subject to ongoing process and impact evaluations that meet
certain criteria. Specifically, the CSR requires that impact evaluations of demand-side programs satisfy
the requirements listed in Table 4. The table includes data that the Cadmus team used to satisfy these

impact CSR evaluation requirements for the Lighting program. (Table 7 summarizes the process CSR
requirements.)
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Table 4. Summary Responses to CSR Impact Evaluation Requirements

CSR Requirement! Method Used Description of Program Method

Approach: The evaluation must use one or both of the following comparisons to determine the program impact:

. . . The program compares the pre-adoption load based on
Comparisons of pre-adoption and post-adoption

o an assumed baseline technology with the post-
loads of program participants, corrected for the

X adoption load based on program technology, and

effects of weather and other intertemporal ] . ]
estimates waste-heat impact (based on equipment

differences . .
simulation).

Comparisons between loads for program

participants and an appropriate control group over

the same period

Data: The evaluation must use one or more of the following types of data to assess program impact:

Monthly billing data

Hourly load data

Load research data

End-use load metered data
The program uses industry-standard algorithms to

Building and equipment simulation models X conduct an engineering analysis of impacts by
measure category.
Used PY17 survey data from retailer partners to assess
program influence; used PY16 survey data from
residential customers on purchasing practices and date
of purchase of efficient technology to determine

Survey responses X leakage and residential use rates; used general
population household survey data from PY17 to
determine saturation of LEDs by room (to inform HOU)
and installation rates.

Audit and survey data on equipment type/size Evaluation team conducted an audit of all lighting in a

efficiency X sample of homes in the program area (2017).

Audit and survey data on household or business Evaluation team collected household characteristics

characteristics X from homes participating in lighting audit (2017)

Audit and survey data on energy-related building
characteristics

I state of Missouri. “Administrative Rules: Missouri Code of State Regulations.” Missouri 4 CSR 240-22.070(8)(B). Revised May
2011. Available online: https://www.sos.mo.gov/cmsimages/adrules/csr/current/4csr/4c240-22.pdf

Key Process Evaluation Findings

The Cadmus team conducted interviews with the Ameren Missouri program manager, the program
implementer, and the Ameren Missouri Marketing Manager to inform the PY18 process evaluation. In
addition, the Cadmus team analyzed market and demographic data to characterize the Ameren Missouri
territory’s lighting market relative to other jurisdictions. Key findings from this research follow.

Ameren Missouri reduced the program budget and sales targets considerably in 2018 relative to
previous years, due to exceeding targets in PY16 and PY17. While the program continued to offer the
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same bulb types through the same retail channels as in previous years, the proportion of participation
across measure categories and across retail channels changed significantly. Table 5 shows that
participation in the 10-watt General Purpose measure category decreased substantially in PY18 relative
to PY17, while the percentage of 15-watt and 20-watt General Purpose bulbs and 10.5-watt Downlights
(small and medium sized reflectors) increased. The reduction in 10W LED bulbs was primarily due to a
reduction in sales of this bulb type through big box (large DIY, mass merchandise, and club store)
channels. Big box sales of 10W LEDs made up just 13% of sales in this category in PY18, and most of
these big box sales actually occurred at the end of PY17. These bulbs are being counted in PY18 because
they were invoiced after PY17 accounts were closed.

Table 5. Distribution of Program Sales by Measure Category, PY18 and PY17

PY18 Percent of Total PY17 Percent of Total
Sales Sales

10W General Purpose 24% 57%
15W General Purpose 12% 1%
20W General Purpose 15% 7%
4W Candelabra 9% 10%
8W Globe 5% 5%
12W Special Function 0% 0%
10.5W Downlight 15% 1%
15W Flood (PAR 30) 20% 18%
Total 100% 100%

In addition, ICF continued their efforts to direct bulbs toward segments of the market with lower LED
saturation by working through stores targeting lower income shoppers. As a result, as shown in Table 6,
participation in small chain retailers grew in PY18 relative to PY17, while sales in mass merchandise and

club retailers decreased.

Table 6. Distribution of Program Sales by Retail Channel, PY18 and PY17

. PY18 Percent of Total PY17 Percent of Total
Retail Channel
Sales Sales

Large DIY 31% 33%
Large Mass Merchandise 16% 27%
Large Club 16% 21%
Small Chain 37% 19%
Online 1% 1%
Total* 100% 100%

IMay not sum due to rounding

ICF was able to achieve this shift, in part, by working with Ameren Missouri to lower the per-bulb price
floor from $2.00 to $1.00 for select models sold through discount retailers. This change was
implemented to meet retailer price specifications so that more products could be offered through the
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discount retailers such as dollar stores. The change also reflected the ongoing decrease in LED prices
since the $2.00 bulb price floor was established at the beginning of MEEIA Cycle 2, in 2016.

CSR Process Evaluation Requirements

As previously discussed, the Missouri CSR requires that demand-side programs, operating as part of a

utility’s preferred resource plan, are subject to ongoing process and impact evaluations that meet

certain criteria. Table 7 lists the process evaluation criteria (key questions) and the evaluation findings

for each.

Table 7. Summary Responses to CSR Process Evaluation Requirements

CSR Process

Evaluation . o
CSR Requirement Description

Requirement

Summary Response

Number?!

What are the primary market
1 imperfections common to the target
market segment?

Is the target market segment
appropriately defined, or should it be
further subdivided or merged with
other market segments?

Does the mix of end-use measures
included in the program appropriately
reflect the diversity of end-use energy
service needs and existing end-use
technologies within the target market
segment?

Are the communication channels and
4 delivery mechanisms appropriate for
the target market segment?

What can be done to more effectively
overcome the identified market
imperfections and to increase the rate
of customer acceptance and
implementation of each end-use
measure included in the program?

LEDs continue to gain market share, but past survey results
show that not all market segments are equally familiar with
the technology; low-income, renter and multifamily
populations show much lower saturation rates. LEDs also
continue to be more expensive than other bulb types,
especially for specialty bulb types, although prices have
dropped substantially over the past three years.

Yes. The program targets the entire residential lighting
market, but, in PY18, has concentrated on stocking and
incentives for general purpose bulbs in discount retailers. The
program continues to work with mainstream big box retailers
in addition to specialty retailers to stock and discount
specialty bulbs.

Yes. The program continues to offer a diverse array of bulb
models that meet most household lighting needs. The
program has included an increasing number of reflector bulb
types in recent years since saturation is lower for these bulbs,
and savings opportunities are greater.

Yes. The program uses in-store and online marketing and
makes discounts available in a variety of retail channels,
including Do-It-Yourself (DIY), mass merchandise, dollar
stores, community retailers (such as Goodwill), grocery
stores, and other retailers.

Residential survey results from PY17 indicated that income
and homeownership served as the strongest predictors of
whether a customer uses LEDs. These factors strongly point
to price and availability by retailer channel continuing as the
primary barriers to LED uptake.

! State of Missouri. “Administrative Rules: Missouri Code of State Regulations.” Missouri 4 CSR 240-22.070(8)(A) requirements 1
through 5. Revised May 2011. Available online: https://www.sos.mo.gov/cmsimages/adrules/csr/current/4csr/4c240-22.pdf
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Key Conclusions and Recommendations

Though operating at a much reduced scale relative to previous years, the Lighting program performed
well. The Cadmus team offers the following conclusions and recommendations.

Conclusion 1. Ameren Missouri’s efforts to increase delivery through small chain retailers, including
substantial discounts on general purpose bulbs sold through discount stores, significantly reduced
overall free ridership absent what it would have been without this targeting. Aggressive discounts,
averaging 73%, on the 10-watt LED bulbs sold in small chain retailers (86% of all 10-watt LEDs sold, and
21% of program sales overall) led to a 12% free ridership rate for this measure category. For all other
measure categories, the majority of bulbs were sold through big box retailers, and the average
markdowns ranged from 20% to 55%. The average freeridership for these categories was 61%.

Recommendation 1. The program should continue to grow the share of program sales in small chain
retailers, and to offer substantial markdowns through those channels, in order to minimize free
ridership and penetrate hard to reach market segments. As the market for LEDs matures, non-program
LEDs will make up a larger share of products available in big box retailers. One recent study in Wisconsin
found that a nonparticipating big box Do-It-Yourself (DIY) chain had roughly the same number of LED
models, at similar prices, as a participating DIY chain.? Market characterization data for Missouri showed
that 50% of state-wide lighting sales are LEDs which correlates with the higher overall free ridership
levels relative to last year. However, the PY17 home inventory study showed that LED penetration (and
therefore saturation) was much lower among multifamily and renter populations, which are often
correlated with low income areas. The program is likely to have lower free ridership in retail channels
with fewer LEDs competing with program LEDs and in channels that target households with lower LED
saturation, such as the small chain retailers.

Conclusion 2. The effort to maintain retailer relationships in the face of significantly reduced sales
targets may have reduced overall program savings. The program implementer indicated that while it
concentrated the program’s offering within each retailer by limiting the number of manufacturer
partners and eligible models, it also ensured some program budget was available for all historically
active retailers to preserve relationships for the next program cycle and ensure lighting discounts are
readily available to all residential customers. However, this approach resulted in 62% of program sales
moving through big box channels, which, as discussed above, are increasingly saturated with non-
program LED products, and demonstrated high free ridership rates in PY18.

Recommendation 2. In future years, Ameren Missouri should reevaluate the expectation that the
Lighting program should serve the entire residential customer base. As LEDs become increasingly
common — even without expected changes to federal lighting specifications — LED discounts may not be

2 Cadmus. Focus on Energy Calendar Year 2018 Evaluation Report, Retail Lighting and Appliance Program.
Prepared on behalf of Public Service Commission of Wisconsin, May 17, 2019. Available online:
https://www.focusonenergy.com/sites/default/files/WI FOE CY 2018 Volume_lIl.pdf
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appropriate in retailers typically serving market segments with already high LED saturations. If the
Lighting program is no longer expected to serve all customers, then many big box retail chains may also
no longer be appropriate partners, and more program budget can be allocated to small chain retailers.
However, if program targets are high enough to require sales in big box stores, the program is cost-
effective even with 52% overall free ridership.

PY17 Recommendation Tracking

The Cadmus team requested Ameren Missouri’s response to the PY17 evaluation’s recommendations to
track what has and has not been implemented. Table 8 presents the PY17 recommendations and the
reported actions Ameren Missouri took in response.
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Table 8. PY17 Evaluation Recommendation Tracking

PY17 Recommendation m Ameren Missouri Response

The Cadmus team supports the program manager’s
intention to consider lowering the price floor to
allow the program to operate in more discount
stores and better serve low-income residents. In
addition, Ameren Missouri may want to revisit the
social marketing distribution strategy, historically
used to promote CFLs in lower-income markets, for
LEDs. Ameren Missouri also should consider delivery
and marketing and outreach strategies that more
specifically target renters, especially in multifamily
homes.

The program implementer can reduce free ridership
on reflectors by maintaining a high markdown (above
50%) and concentrating sales through high elasticity
channels (such as mass market and DIY). The
implementer should consider specific bulbs,
attributes, and competitive options in the specialty
market when deciding whether to incentivize a
product and to what extent.

Planning for the next program cycle should anticipate
that lighting savings will decline rapidly up to 2021,
due to falling prices, reduced elasticity, reduced
demand for lighting, and falling HOUs. If the U. S.
DOE implements a new definition for general service
lamps that includes specialty bulbs, and the backstop
provision of 45 lumens per watt goes into effect in
2020, savings from LEDs will likely disappear entirely
in 2021 (allowing for some sell-through of older
stock). The program should adopt a highly
segmented approach, targeting those segments—
renters and low-income customers—that offer the
most market opportunity as well as individual bulb
types.

Completed

Partially
Completed

Completed

Ameren Missouri lowered the price floor from $2/LED
to S1/LED in select discount retail outlets.

Ameren Missouri included a Low Income Energy
Efficiency Grant program as part of its 2019-2021
plan, intended to allow distribution of LEDs in a
manner similar to social marketing distribution in
previous years.

Ameren Missouri partnered with Spire and Ameren
Missouri Gas to co-delivery the EE School Kits
program.

Ameren Missouri included a Multifamily Market Rate
program as part of its 2019-2021 plan, which will help
increase participation in the multifamily channel.

Ameren Missouri continued to market reflectors and
specialty LEDs in mass market and DIY retail channels.
The average markdowns in big box channels ranged
from 30% to 44%, by measure category.

Ameren Missouri’s 2019-2021 Lighting program will
target hard-to-reach and low-income customers. The
program also has incorporated anticipated falling
prices and the U.S. DOE backstop provision.

10
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Introduction

Ameren Missouri engaged the Cadmus team to perform annual process and impact evaluations of the
Lighting program for a three-year period, from 2016 through 2018. This annual report covers the impact
and process evaluation findings for Program Year 2018 (PY18), the period from March 1, 2018, through
February 28, 2019 (i.e., the final year of the three-year program cycle).

Program Description

Ameren Missouri has offered point-of-sale (POS) discounts on residential lighting since 2009, though the
program design details have evolved over the years. The PY18 Lighting program’s design seeks to
increase sales of highly efficient LEDs through retail channels across Ameren Missouri’s territory.

Since 2015, Ameren Missouri has contracted with ICF International (ICF) to implement the Lighting
program. ICF recruits retailers and lighting manufacturers to provide per-unit discounts for eligible LEDs
sold through participating stores. In PY18, ICF recruited mainstream “big box” retailers as well as smaller
discount and local franchise retailers, the majority of which participated in previous years. In addition to
providing the retail discount, ICF worked with partners to locate Ameren Missouri signage and
marketing materials in prominent locations in-store and near discounted products. ICF also offered
discounted bulbs through the Ameren Missouri Marketplace, an online store.

Program Activity

In PY18, the Lighting program delivered a total of 213,854 products to Ameren Missouri participants, as
shown in Table 9. Although the measure categories were the same as those used in the PY16 and PY17
programs, the distribution of sales across categories differed in a number of ways. General purpose bulb
sales decreased from around 65% of sales in PY16 and PY17 to 51% in PY18, and 15W equivalent and
20W equivalent bulbs made up a much larger percentage of the total of general purpose bulbs (12% and
15%, respectively). The sales share of small reflectors (the 10.5W Downlight category) increased from
around 1% of sales to 15% in PY18. The share of decorative bulbs (14% in PY18) was similar to PY17.

11
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Table 9. PY18 Lighting Program Activity

PY18 Percent of PY17 Percent of PY16 Percent of
1
m AR Total Sales Total Sales Total Sales

General Purpose

10W General Purpose 52,301 24% 57% 59%
15W General Purpose 25,486 12% 1% 1%
20W General Purpose 31,323 15% 7% 5%
Decorative

4W Candelabra 19,353 9% 10% 9%
8W Globe 11,012 5% 5% 1%
Special Function (EISA2 Exempt)

12W Special Function 647 0% 0% 1%
Reflector

10.5W Downlight 31,850 15% 1% 1%
15W Flood (PAR 30) 41,882 20% 18% 23%
Total 213,854 100% 100% 100%

L Participation is based on the date of sale rather than the date the discount was invoiced to the program. PY18 total
participation includes only sales that occurred prior to March 1, 2019, although some of these sale discounts were invoiced
to the program after that date.

12
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Evaluation Methodology

The Cadmus team identified the following impact and process evaluation objectives for the PY18
Lighting program.

e |dentify any changes in operation or design from the previous year, document reasons for the

change, and assess the outcome of the change

e Ensure the evaluation met process and impact requirements set by the state of Missouri®

o Determine the appropriate baseline wattage
e Estimate the program’s net-to-gross (NTG) ratio, including free ridership and spillover
e Estimate gross and net energy savings

e Assess coincident peak net demand savings using predefined load shapes and
estimation methods

Table 10 lists PY18 evaluation activities conducted to achieve these objectives, followed by brief
summaries of each activity.

Table 10. PY18 Process and Impact Evaluation Activities and Rationale

T aciiy | process | mpact | Ratonale

Conducted semiannually to ensure collection of information necessary
to inform the impact analysis, provide ongoing support to ensure all

Data Tracking Review v v . .
necessary program data are tracked accurately, and identify gaps for
EM&V purposes.

. Interview utility staff and implementer staff to provide insights into

Stakeholder Interviews v . . . . . .

program design, delivery, satisfaction, and marketing effectiveness.
. . . Determine PY18 gross savings using engineering algorithms and
Engineering Analysis 4

estimated and evaluated inputs.

Demand Elasticity Assess impacts from price changes, marketing, and product placement

v
Modeling on PY18 sales to estimate free ridership.
Determine the lighting spillover level resulting from PY18 program
Missouri Lighting Sales v activity by comparing Ameren Missouri’s program sales, service
Data Analysis territory characteristics, total lighting sales to similar data from other
regions, calculating an overall NTG ratio.
. Compare program metrics to similar programs to identify the potential
Benchmarking v ]
for program improvements.
Track Key Progress v v Update on key progress indicators developed in PY16 to track progress
Indicators in subsequent program years.
Cost-Effectiveness Review v Determine the Lighting program’s cost-effectiveness.

3 state of Missouri. “Administrative Rules: Missouri Code of State Regulations.” Missouri 4 CSR 240-22.070(8)(A) and (B).
Revised May 2011. Available online: https://www.sos.mo.gov/cmsimages/adrules/csr/current/4csr/4c240-22.pdf
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Data Tracking Review

On a semiannual basis, the Cadmus team reviewed the Lighting tracking database for completeness and
accuracy by spot-checking records from each bulb type and retailer. The Cadmus team performed a
complete review of year-end data against the ENERGY STAR®-certified product list and the
manufacturers’ published specifications.

Stakeholder Interviews

In February and March 2019, the Cadmus team interviewed key Lighting program stakeholders, to
collect information on the following subjects:

e Utility and implementer roles, and changes in assigned staff or staff roles

e Updates to the program’s marketing and education strategy, and their outcomes
e Implementation obstacles and solutions over the year

e Intent and outcome of any midyear implementation changes

e Program strengths and weaknesses over the year

As shown in Table 11, The Cadmus team spoke with Ameren Missouri’s Program Manager and with an
ICF representative. Appendix E provides the stakeholder interview guide.

Table 11. PY18 Completed Stakeholder Interviews

Stakeholder Group Interviews Conducted

Ameren Missouri Program Management 1
ICF Program Management 1
Total 2

Additionally, Cadmus conducted an interview with Ameren Missouri’s Marketing Manager that
addressed marketing strategies and messaging for all programs, including Lighting. Throughout PY18,
The Cadmus team regularly spoke with Ameren Missouri program staff to discuss program operations
and to coordinate evaluation activities.

Engineering Analysis

The Cadmus team estimated gross per-unit savings using the industry-standard algorithms

recommended in the Uniform Methods Project (UMP):*

[(Wattpese — Wattgg) * Hoursggs x WHFggs| * %RES * ISR * (1 — LKG)
1,000

AkWhRES =

4 Dimetrosky, S., K. Parkinson, N. Lieb. Uniform Methods Project, Chapter 21: Residential Lighting Evaluation
Protocol. National Renewable Energy Laboratory. October 2017. Available online:
https://www.nrel.gov/docs/fy170sti/68562.pdf

14
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[(Wattgase — Wattgg) * Hoursyggs * WHEyggs| * (1 — %RES) = ISR * (1 — LKG)

AkWhyggs = 1000
Where:
Wattsee = The average program bulb wattage
Wattsgase = The lumen-equivalent wattage of replaced bulbs
Hoursges/nges = Average daily HOUs for residential or nonresidential applications
%Res = The percentage of program bulbs installed in residential applications
ISR = The installation rate (with NRES assumed to be the same as RES)
LKG = The leakage rate (bulbs sold to customers outside of Ameren Missouri’s
service area)
WHFges/NRres = HVAC interaction factors (adjustments for HVAC interactive effects)

For PY18, the Cadmus team updated the Wattseg: and Wattsgase Values using program tracking data. For
all other inputs, The Cadmus team relied on values used in PY17. This report’s Measure-Specific Gross
Savings Section presents the results and further explains the methodology used.

Demand Elasticity Model

As in prior evaluations, in PY18 the Cadmus team used a demand elasticity model to analyze pricing
impacts on sales and to determine free ridership levels for the lighting program. Demand elasticity
modeling uses sales from all program distribution channels to:

e Quantify relationships of prices to sales;
e Determine the likely level of sales without the program’s intervention (baseline sales); and

e Estimate free ridership by comparing modeled baseline sales with actual sales.

After estimating variable coefficients, The Cadmus team used the resulting model to predict sales that
would have occurred without the program’s price impact and promotional activity and sales that would
have occurred with the program (and which should be close to actual sales with a representative
model). The Cadmus team then calculated free ridership using the following formula:

, Sales with Program — Model Predicted Sales without Program
FR Ratio = ( - )
Sales with Program

15
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Missouri Lighting Sales Data Analysis

The Cadmus team developed a national lighting sales model to estimate the net sales impact and net
lighting savings percentage in Ameren Missouri service territory from Ameren Missouri’s program
activity.® The model quantified the relationship between the program spending per household (program
intensity) and the percentage of light bulb sales that are LEDs (market share of LEDs) to output a
comprehensive NTG estimate that accounted for free ridership and lighting spillover. The model also
provided a detailed characterization of the Missouri market for LEDs, relative to those in other states
and regions.

The underlying theory behind the national lighting sales data NTG model is that states with strong
upstream lighting program activity, relative to those with little to no program activity, should have a
higher market share of efficient lighting, as a percentage of total sales. The model used full category
(across all lamp technologies and distribution channels) lighting sales data to estimate market lift as a
function of program activity, while controlling for other factors (such as demographic characteristics and
retailer composition in the service territory) that may also affect efficient lighting sales.

Multivariate Regression Model

The following equation presents the basic model. See the Net Lighting Sales Percentage Estimates
section for a more detailed description of each input and how the model was applied:

LED Market Share; = o + P * Z Program Intensity Var + 5, Z Channel Var + f3 Z Demographic Var + €;

Data Sources

The Cadmus team leveraged a variety of data sources for the analysis, though it relied primarily on sales
data prepared by the Consortium for Retail Energy Efficiency Data (CREED).® CREED serves as a
consortium of program administrators, retailers, and manufacturers working together to collect the data
necessary for better planning and evaluation of energy efficiency programs. LightTracker is CREED’s first
initiative, focused on acquiring full-category lighting data (including incandescent, halogen, CFL, and LED
bulb types) for all distribution channels in the United States. As a consortium, CREED speaks as one voice
for program administrators nationwide in requesting, collecting, and reporting on the sales data
required by the energy efficiency community.

5 This result does not include non-lighting spillover, referred to as “nonparticipant spillover” or NPSO. (See this
report’s Nonparticipant Spillover section for a detailed discussion of NPSO, which does not include lighting-
based savings.)

6 CREED. “Consortium for Retail Energy Efficiency Data.” www.creedlighttracker.com
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The sales data primarily derived from two sources: POS state sales data (representing grocery, drug,
dollar, discount, mass merchandiser, and selected club stores) and National Consumer Panel (NCP) state
sales data (representing home improvement, hardware, online, and selected club stores). The NCP data
is also referred to as “non-POS” because it is data obtained from a panel, not direct sales data. The
Cadmus team then cleaned and processed the data for analysis.”®

Besides the sales data made available through LightTracker, the model inputs drew upon a combination
of program data collected by The Cadmus team and on household and demographic data collected
through various publicly available websites.

In total, the primary data sources for model inputs included:

LightTracker Data
e National bulb sales
= POSdata
= NCP data
e U.S. Census Bureau Import data (CFL and LED imports)

Additional Model Inputs
e ENERGY STAR Lighting Program data (utility lighting program budgets)
e ENERGY STAR shipment data (released by the U.S. Environmental Protection Agency)
o North American Electrical Manufacturers Association shipment data
e American Community Survey (ACS) data (household characteristics and demographic data)

e Retailer square footage per state (based on the two primary retailer channel data sources)

Lighting Sales

The LightTracker POS data includes lighting sales data for grocery, drug, dollar, club, and mass market
distribution channels. These data represent actual sales scanned at the cash register for
participating retailers.

The NCP represents a panel of approximately 100,000 residential households nationwide that have been
provided with a handheld scanner for their homes and have been instructed to scan a bar code for every

The information contained in this report is based in part on data that IRl reported through its Advantage
service, as interpreted solely by LightTracker, Inc. Any opinions expressed reflect the judgment of LightTracker,
Inc., and are subject to change. IRl disclaims liability of any kind arising from use of this information.

Data presented include LightTracker calculations based partly on data reported by Nielsen through its
Strategic Planner and Homescan Services for the lighting category, addressing the 52-week period ending
approximately on December 31, 2018, for available state-level markets and Expanded All Outlets Combined
(xAOC) and Total Market Channels. Copyright © 2018, Nielsen.
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purchase they make. Using a scanner avoids potential recall bias, a prevalent factor in evaluation
methods that use self-reported data. For Missouri, the NCP included approximately 1,500 households in
2018. Approximately 60% of the Missouri panel households purchased at least one light bulb in 2018,
and 49% purchased at least one LED.

Although the POS dataset included detailed records of lighting data purchases, The Cadmus team had to
expend considerable effort to ensure the data’s integrity and inclusion of all necessary bulb attributes.
For example, not all records included critical variables, such as bulb types, styles, wattages, and some
included clearly erroneous values (for example, 60-Watt LEDs).

After a thorough review and quality control of the dataset, the Cadmus team reclassified, standardized,
and populated missing variables; created additional variables; and performed general data
enhancements. To populate missing variables, validate existing records, and include additional bulb
attributes, The Cadmus team created a proprietary Universal Product Code (UPC) database with
approximately 40,000 bulbs from five sources:

1. Manufacturer product databases provided to LightTracker.

2. Product catalogs downloaded from manufacturer and retailer websites via web scraping.

3. Product offerings downloaded from retailer websites.

4. Automated lookups of online UPC databases (such as www.upcitemdb.com).

5. ENERGY STAR databases (e.g., https://www.energystar.gov/productfinder/product/certified-

light-bulbs).

The Cadmus team then then merged this bulb database with POS and NCP data and populated fields
based on a hierarchy of the data sources that The Cadmus team considered most reliable. The

LightTracker analysis typically prioritized sources using the following order: manufacturer specifications,
UPC lookups, and original data provider (IRl and Nielsen) database values. The Cadmus team verified
assignments by manually checking high-volume bulbs and outlier per-unit prices.

The final model included 45 observations, each representing a state. The model did not include Alaska,
Hawaii, lowa, North Dakota, Montana, or the District of Columbia as one or more data sources did not
offer state-level data for the state. The lighting dataset included 2018 sales volumes and pricing for CFLs,
LEDs, halogens, and incandescent bulbs for all channels combined, broken out by POS and non-POS
channels.

As detailed below, the model’s dependent variable used the percentage of LED sales (rather than total
LED sales) to normalize for states with more or fewer bulb sales (LED or standard) due to differences in
the number of households or sockets, existing saturations of efficient versus inefficient lamps, and other
factors driving lighting sales.

Program Activity

To research program activity, the Cadmus team used internal resources and conducted a literature
review of publicly available reports found on the Internet or provided by program administrators or
their evaluators. When reports with the relevant information were not available, The Cadmus team
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contacted local utilities in each given area. In some cases, actual 2018 values were not available in time
for this analysis; so the Cadmus team utilized planning values filed by program administrators.

The Cadmus team collected the following program data:
e The total number of claimed LED upstream program bulbs reported by each program

=  Where available, the split between general purpose (A-line) and specialty (reflector, globe,
candelabra) LEDs

e Upstream LED incentives

e Total upstream program budgets, including administrative costs

Where available, the Cadmus team used actual program expenditures. If these were not available, the

Cadmus team used ENERGY STAR-reported expenditures, planning values, or prior program spending as
9

a proxy.

To determine Ameren Missouri Lighting Program activity and costs, the analysis team used Ameren
Missouri’s tracking data and general ledger accounting data. The Cadmus team used estimates for
program activity and costs in other Missouri utility territories.

Presence and Absence of Retailers (Channel Variables)

The Cadmus team conducted secondary Internet research to determine the number and total square
footage of store locations in each state, and in Ameren Missouri’s territory, for five primary energy-
efficient bulb retailers: Home Depot, Lowes, Walmart, Costco, and Menards. The Cadmus team used
these data as explanatory variables in the model as these retailers sold a large quantity of energy-
efficient bulbs; as such, the percentage of efficient bulbs could differ in states with more or fewer of
these retailers.

State-Level Household and Demographic Characteristics

The Cadmus team gathered state-level demographic data from the ACS, including annual state-level
data for the population, the total number of households, household tenures (own versus rent), home
age, education, and income. As discussed below, the Cadmus team combined these data with other
potential explanatory variables, including a political index, average costs of living, and average electric
retail rates.

Net Lighting Sales Percentage Estimates

Using the regression models’ results, LED sales data, and program-tracking databases, the Cadmus team
estimated the net lighting sales percentage for PY18. The Cadmus team derived net lighting sales rate by
first using the model to predict the share of LEDs with the program (modeling actual program spending,

9  Asthe ENERGY STAR report only included expenditure ranges, the Cadmus team used midpoints of the ranges

to represent expenditures.
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as well as the actual program age) and without the program (the counterfactual of “no program”
reflecting market share as if no program activity occurred in the current year).

This change in share represented the lift or net increase in the share of LED sales resulting from program
activities. The Cadmus team then multiplied the change in share by the total number of bulbs (for all
bulb types) sold in Ameren Missouri’s territory in 2018 (as determined by the sales data analysis
described above, with additional adjustments discussed below). This number represented the program’s
net impact on sales (that is, the total lift in the number of LEDs sold), which the Cadmus team divided by
the total number of program bulbs sold (i.e., the gross number of bulbs) to determine the net sales rate:

(# bulbs sold with program — # bulbs sold with no program)

Net Lighting Sales Rate = # of program incented bulbs sold

Determining Lighting Spillover

The Cadmus team used the net lighting sales rate from the Lighting Sales Data Analysis and the free
ridership estimate from the Demand Elasticity Model to reverse-calculate lighting-based (“like”) spillover
from the PY18 program. Using free rider rates and this spillover calculation facilitated providing
evaluation results in the same format as in previous years (and hence comparable to previous years). To
calculate lighting spillover, the Cadmus team applied the following algorithm:

Like SO = Net Lighting Sales Rate — 1 + FR

Key Progress Indicators and Benchmarking

The Cadmus team continued to track the following key progress indicators for the Lighting program:
e Program-year electric savings
e Number of program bulbs sold
e Free ridership

o Net kWh savings per bulb

The Cadmus team also updated results for other Lighting program performance metrics benchmarked in
the PY16 evaluation.

Nonparticipant Surveys

In PY18, Cadmus conducted 2,323 online and 57 phone surveys with Ameren Missouri customers who
did not participate in any Ameren Missouri energy efficiency programs in PY17 or PY18. Cadmus
conducted the surveys to calculate nonparticipant spillover (NPSO). The evaluation team drew a random
sample of 60,000 Ameren Missouri customers, fielding the survey until reaching the quota of at least
2,250 nonparticipant customers. The Cadmus team asked respondents if they had adopted measures
and about the influence of Ameren Missouri’s efficiency program’s marketing campaign on their
decisions to adopt the measures.
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Cost-Effectiveness Analysis

Using the final PY18 Lighting program participation and implementation data as well as ex post gross and
net savings estimates presented in this report, the Cadmus team determined the program’s cost-
effectiveness using DSMore (a financial analysis tool designed to evaluate the costs, benefits, and risks
of demand-side management [DSM] programs and services). As shown in the Cost-Effectiveness
Findings section, the Cadmus team assessed cost-effectiveness using all five of the standard
perspectives produced by DSMore:

e Total Resource Cost (TRC)
Utility Cost Test (UCT)
Societal Cost Test (SCT)
Participant Cost Test (PART)

Ratepayer Impact Test (RIM)
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Process Evaluation Findings

As in PY17, the program implementer made only minor changes to the program design in PY18. The
program partners, eligible measures, and marketing activities remained largely consistent with the prior
two years. Given the program’s mature design, the Cadmus team conducted a limited process
evaluation of the Lighting program in PY18. This section presents the Cadmus team’s findings on the
program’s design and operations in PY18, based on tracking data and stakeholder interviews.

The Lighting program is designed to achieve energy savings by increasing use of high-efficiency LED light
bulbs over lower-efficiency baseline options. In doing so, the program provided POS discounts through
major retail chains for high-efficiency, ENERGY STAR-certified LED light bulbs; the program also provided
promotional events and literature that educated customers about different lighting technologies and
conducted training with retail floor staff. PY18 was the third year that ICF implemented the program.

ICF reported that it managed the program to address two primary issues in PY18: controlling free
ridership and avoiding overspending the program budget while maintaining a retail presence. To control
free ridership, ICF limited the general-purpose bulbs available in big box stores, while increasing the
number of lower-cost, general-purpose, and specialty options available through discount channels. To
maintain the program’s retail footprint, ICF signed at least one memorandum of understanding (MOU)
with each retailer that participated in PY17 and wanted to continue in PY18. However, it did not sign
MOUs with all manufacturers from PY17 in order to concentrate the amount of funds it was able to
allocate to each retailer-manufacturer partnership. .

Ameren Missouri’s program manager reported that Ameren Missouri was pleased with ICF’s
performance, and, while its performance last year was satisfactory, in PY18, it showed improvement in
terms of streamlined operation and quality control. According to the program manager, ICF met
Ameren’s key performance indicators.

Partners

As the program nearly reached its expected total savings for the MEEIA 2 cycle in PY17, ICF wanted to
limit early spending in PY18 as much as possible. At the same time, ICF wanted to preserve the
program’s market presence and relationships with retailers, to allow it to continue uninterrupted into
the MEEIA 3 cycle. To achieve these opposing goals, ICF limited the proportion of the program budget
that it allocated to MOUs signed early in the year. In addition, while it signed at least one MOU with
each PY17 participating retailer that wanted to continue with the program, ICF limited offerings from big
box retailers to fewer products and manufacturer partners than in past years.

While a similar number of partners participated in PY18 compared to PY17 (15 retailers and

14 manufacturers in PY18, compared to 14 retailers and 12 manufacturers in PY17), the partner mix
changed somewhat. Two PY17 DIY big box retail partners did not participate in PY18, while a grocery
chain, a dollar store chain, and a small hardware chain joined the program. Retailers offered program
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discounts through 287 storefront locations and through Ameren Missouri’s online store (operated by

AMCG). Retailers represented five basic market channels:

1. LargeDIY

Large mass-merchandise

Large club (membership) stores

Online

2
3
4. Small chain (including specialty electronics, small DIY, and discount stores)
5

Continuing the trend started in PY17, the program implementer shifted a greater percentage of the

available budget to small chain retailers in PY18. Table 12 compares sales by delivery channel across all

three years of Cycle 2.

Measures

Table 12. Program Sales by Channel®

Large DIY 31%
Large Mass Merchandise 16%
Large Club 16%
Small Chain 37%
Online 1%
TOTAL 100%

1Percentages may not sum to 100% due to rounding.

PY16 Sales
53%

22%
21%
4%
0%
100%

In PY18, Ameren Missouri offered discounts on eight LED bulb measure categories in four usage

categories: general purpose, EISA-exempt special-function bulbs (e.g., three-way bulbs), decorative

bulbs, and reflectors. Table 13 shows each measure category’s name, the associated bulb type, and the

definition of bulbs assigned to that category.

Table 13. Lighting Program PY18 Eligible Measure Categories

Measure Category Bulb Type Category Specification

General Purpose | 60-watt equivalent or less, determined by lumen output

10W General Purpose
15W General Purpose
20W General Purpose
4W Candelabra

8W Globe

12W Special Function

10.5W Downlight
15W Flood (PAR 30)

General Purpose | 75-watt equivalent, determined by lumen output

General Purpose | 100-watt equivalent, determined by lumen output

Decorative Small- and medium-base candle-shaped bulbs, all wattages
Decorative Small- and medium-base globe-shaped bulbs, all wattages
Bulbs otherwise subject to EISA as general purpose bulbs, but exempt due to
EISA Exempt .
special features (e.g., three-way)
Reflector Bulb diameters of 20 eighths of an inch or less (2.5 inches or less)
Reflector Bulb diameters more than 20 eighths of an inch, at 1,789 lumens or below

The PY17 evaluation found a high risk of increased free ridership for general purpose bulbs sold through

big box retailers in future years, given that the rapid transition in the lighting market was happening
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faster for general purpose bulbs than for specialty and reflector models. The PY17 evaluation also
found, however, that a high percentage of renters and multifamily households were more likely than
other household types to have never used any LEDs, regardless of bulb type.

Therefore, in PY18, ICF mostly approved specialty bulbs for big box retailer partners, but allowed more
general-purpose bulbs in discount retail chains serving the market’s lower-income segments, which
were expected to include more renters and multifamily residents.

Incentives

In PY18, Ameren Missouri approved reducing the price floor from $2.00 to $1.00 for certain stores
targeting lower-income customers. Reducing the price floor allowed ICF greater flexibility in product
selection, including offering more lower-cost products through the program.

Table 14 shows average per-bulb discounts for each measure in 2018 (by quarter). The program
implementer reported that LED retail prices remained more stable in PY18 than in previous years,
allowing incentives rates to correspondingly become more stable. Over the year, the average incentive
varied $0.30 or less for most measure categories. Incentives for several measure categories decreased
over the year, to slow participation and avoid exceeding the program budget.

Table 14. PY18 Lighting Program Incentives by Product and Quarter

e e g o e e
ot | a2 | a [ 0 [ Vear |

10W General Purpose $1.69 $1.56 $1.55 $1.57 $1.57
General Purpose 15W General Purpose $1.69 $1.65 $1.69 $1.65 $1.67
20W General Purpose $2.00 $1.82 $1.82 $1.87 $1.85
. 4W Candelabra $1.24 $1.04 $1.98 $1.74 $1.69

Decorative
8W Globe $1.55 $1.53 $1.59 $2.00 $1.58
Special Function (EISA Exempt) 12W Special Function $2.50 $2.50 $2.50 $2.50 $2.50
10.5W Downlight $2.81 $2.12 $2.05 $1.89 $2.10

Reflector

15W Flood (PAR 30) $2.65 $2.09 $2.32 $2.43 $2.34

As shown in Figure 2, the average incentive dollars spent per net kWh was similar in PY18 to dollars
spent in PY17 for most measure categories, after having dropped considerably in PY16. The only
measure category not decreasing in PY17 was the 10.5W Downlight category, which saw reductions to
levels similar to other measures in PY18. This category accounted for 15% of participation in PY18, an
increase from 1% in PY17, making the decrease in cost per net kWh a significant reduction in the
program’s incentive costs.
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Figure 2. Incentive Dollars Per Unit Energy Saved ($/Lifetime Net kWh)*

$0.025
$0.020
$0.015 A
$0.010
$0.005
$0.000
10W General 15W General 20W General AW 8W Globe 12W Special 10.5W 15W Flood
Purpose Purpose Purpose Candelabra Function Downlight (PAR 30)
o DY |8 e—PY 17 PY16

“This figure uses the present value of net kWh savings, not including NPSO, over the measure’s EUL. Each
measure’s EUL was derived from the average of residential and nonresidential EUL values in Ameren Missouri’s
TRM, weighted by the percentage of bulbs in residential applications, as determined in the PY18 evaluation.

Marketing

ICF worked collaboratively with Ameren Missouri’s corporate communications department to develop
and implement marketing campaigns to support the Lighting program. In PY18, Ameren Missouri’s
Marketing Manager reported that the program used social media, in-store signage, billing statement
messages, and a smart phone application.

Messaging

For PY18, Ameren Missouri developed a series of advertisements for social media and other platforms
that included program-specific messages and more general conservation messages. All advertisements
were designed to drive traffic to the website. Ameren Missouri issued the program-specific messaging
earlier in the year to avoid overspending. As the programs approached their participation goals, Ameren
Missouri switched to more general energy conservation messaging. This approach was designed to
maintain a sense of importance around energy efficiency behavior, without overwhelming program
budgets. For Lighting, LED messaging was issued throughout the year, targeting zip codes with lower
incomes.

Figure 3 shows a messaging example specific to the Lighting program. In July 2018, the ad was posted to
Facebook and Twitter.
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Figure 3. Example of Lighting Ad

A\l Ameren Missouri @

¥#4  V\ritten by Sprinkir (71 - July 25, 2018 - @

Save instantly on ENERGY STAR certified LED bulbs, which are 80 percent
more efficient and last 25 times longer. Find a variety now at
AmereniMissouri.com/Rebates.

AMEREN.COM
Ameren Missouri | LED Rebates

Find rebates for energy efficient lighting.
Source: Ameren Missouri.

| Learn More |

CADMUS
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Market Characterization

In addition to calculating an overall NTG, the Lighting Sales Data Analysis assessed some key drivers
behind Missouri’s LED market share. By accessing not only national sales data, but also the largest-
known compilation of state program activity (e.g., incentives, overall expenditures, bulb volumes), the
Cadmus team analyzed and compared Missouri’s lighting program activity with other states’ program
activity. The following sections present findings derived from analyzing descriptive data statistics and
employing the multivariate regression model.

The Cadmus team developed the following key attributes:

e Market share distribution: LEDs’ market share distribution for the United States as a whole,
Missouri versus the United States, and across each state and retail channel

e Program intensity: LEDs’ lighting market share relative to overall program expenditures per
household (binned by three tiers of spending magnitudes)

e Program incentives: Average LED lighting programs’ incentives per bulb

o ENERGY STAR market share distribution: LEDs’ market share distribution in Missouri compared
to non-program states

Figure 4 shows market share of four bulb types (i.e., incandescent, halogen, CFL, and LED) across four
years. LEDs, continuing to gain substantial market share, began cutting into 2018’s inefficient lighting
market. In fact, 2018 marks the first year in which efficient lighting (LEDs and CFLs) represents a majority
of the U.S. lighting market; in the three years prior to 2018, efficient lighting shares largely held steady.

Figure 4. Year-Over-Year Total U.S. Market Share by Type
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Figure 5 compares the above data to Missouri market shares, which were similar to national LED market
shares in 2016 and 2017. Missouri, however, began distancing itself from national LED market shares in
2018 (54.2% in Missouri compared to 50.4% nationally).

Figure 5. Missouri and Total U.S. (TUS) Year-Over-Year Market Share by Bulb Type
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Figure 6 shows LED shares as a function of state-level program spending. As LEDs’ market share
increased, program spending increased. In the 2018 program activity dataset, 11 states did not run an
upstream lighting program.® On average, 45% of bulb sales were LEDs in non-program states. Missouri,
with approximate average spending of $1.17 per home, fell into the low end of moderate program
activity category in the upstream lighting program, with LEDs accounting for 50% of total 2018 bulbs

sales.

10 The 11 states with no upstream lighting program (and hence $0 program spending) and included in the model
are Alabama, Delaware, Kansas, Kentucky, Louisiana, Mississippi, Nebraska, Nevada, Tennessee, Virginia, and

Wyoming.
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Figure 6. Relationship Between Program Spending and LED Sales (Total U.S.)
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Figure 7 shows Missouri’s positioning in comparison with modeled states when examining LED market
shares. In Missouri the LED market share ranked 18™ highest out of 45 states in the combined dataset.
Blue bars represent states with aggressive programs, spending more than $5 per household. Programs
in states with green bars spent less than $5 per household. Gray bars represent states that did not offer
a lighting program. Note one of the non-program states with market share exceeding 50% actually
offered aggressive programs until recently, so shows up as a non-program state in terms of 2018
spending.
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Figure 7. LED Sales Distribution Across States (2018)

75+
60 |

45 -

30 -

LED Market Share (%)

15

ooz 2
S f S SSS S NSNS SSSSNNNSSSSSSSJSNSSSSCSSSSSSSSSS
WOV HDNDNDNDNWLHDDDNDRDDNDNDWNNNDDNNNDNDEZNNEHNDWRDWNEDHDNDDWDNDDD

B8 No Program B8 Moderate Activity (Less than $5/Home) B Aggressive Activity (Over $5/Home)

The Cadmus team also compared the average incentive offered per LED across states that collected LED
incentive information. A simple calculation of incentive dollars divided by bulb units yielded average
incentives per state. As shown in Figure 8, LED incentives ranged from about $1.00 per bulb to about
$4.50 per bulb in the 14 states with relevant data that Cadmus could access. Missouri ($1.74) ranked
near these states’ average ($1.86), as indicated by a dotted yellow reference line. The median incentive
per LED was $1.60—approximately $0.15 less than Missouri.
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Figure 8. Average Upstream Lighting Incentive per LED
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Analysis of sales data indicated that Missouri LEDs” market share was greater in non-POS retail channels
than in POS retail channels.'! In 2018, more than one-half (63%) of Missouri lighting purchases made in
non-POS channels were LEDs, compared to 37% in the POS channel (shown in Figure 9). Since 2016, LED
market shares have increased in both retail channels.

1 In total, approximately 77% of Missouri’s 2018 LED bulbs were purchased in non-POS channels, while

approximately 32% were purchased in POS channels.
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Figure 9. Missouri LED Market Share by Retail Channel Year-Over-Year
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The Cadmus team reviewed ENERGY STAR LEDs’ distribution within the POS channel. As shown in Figure
10, 63% of Missouri LED purchases in the POS retail channel were ENERGY STAR LEDs, whereas only 60%
of LED purchases in non-program states were ENERGY STAR LEDs.

Figure 10. ENERGY STAR LED Market Share (2018 POS Channels)
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Gross Impact Evaluation Results

The Cadmus team used engineering analysis to calculate gross savings per unit for each measure and
total gross savings for the Lighting program.

Tracking Data Review

Mid-year, the Cadmus team conducted a limited review of tracking data to assess completeness and
accuracy. Specifically, the Cadmus team verified that measure details—including measure descriptions,
reported lumens, and reported wattages—remained consistent with the measure category? and
reviewed information on manufacturers’ or retailers’ websites to verify models or SKU numbers. The
Cadmus team did not identify significant errors in the first two quarters.

At year-end, the Cadmus team performed a comprehensive review of each reported transaction,
confirming that measure details matched those reported in the ENERGY STAR-qualified product list or
on the manufacturers’ website. Through this review, the Cadmus team identified discrepancies in
reported wattages or lumens for approximately 20% of reported bulbs. The great majority of these
discrepancies were minor differences. For example, one bulb in the 10.5W Downlight category was
reported as having 5.2 watts, while the ENERGY STAR database indicated the bulb had 4.8 watts. The
Cadmus team used the ENERGY STAR database values, or manufacturer’s published specifications if the
bulb was not included in the ENERGY STAR database, for all instances where there was a discrepancy
with the tracking data.

Measure-Specific Gross Savings

The Cadmus team estimated gross per-unit savings using the industry standard algorithm and protocols
recommended in the UMP.** The Cadmus team calculated the savings value for each measure category
as the sum of the following two equations:

(Wattgese — Wattgg) * WRES * ISR * (1 — LKG) * (Hoursggs * Days * WHFggs)

AkWhRES = 1’000
_ (Wattpgse — Wattgg) * (1 — %RES) * ISR * (1 —LKG) * (Hoursyggs * Days * WHFyggs)
B 1,000

12 The program used the same measure categories and category definitions established in PY16. Appendix H
provides the measure category specifications, which assign bulbs to categories based on function, size,
wattage and lumens.

13 Dimetrosky, S., K. Parkinson, N. Lieb. Uniform Methods Project, Chapter 21: Residential Lighting Evaluation
Protocol. National Renewable Energy Laboratory. October 2017. Available online:
https://www.nrel.gov/docs/fy170sti/68562.pdf
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Where:

Wattgase = Wattage of the baseline alternative bulb displaced by program bulb

Wattee = Wattage of program bulb

%Res = Percentage of program bulbs installed in residential applications as opposed to
nonresidential applications

ISR = In-service rate

LKG = Leakage rate (program bulbs installed outside Ameren Missouri’s service area)

Hoursges = Average HOU per day for bulbs installed in residential applications

Hoursnres = Average HOU per day for bulbs installed in nonresidential applications

Days = Days used per year

WHFges = HVAC interaction factors (adjustments for HVAC interactive effects) for bulbs
installed in residential applications

WHFnges = HVAC interaction factors (adjustments for HVAC interactive effects) for bulbs
installed in nonresidential applications

1,000 = Conversion factor from Wh to kWh

Table 15 shows the source for each input value required in the PY18 evaluation.

Table 15. Source for PY18 Lighting Energy Savings Input Values

Data .
. Data Source for PY17 Evaluation
Required

Sales-weighted average of baselines for each model in the measure category, using complete PY18 sales data. The
Wattsgase baseline wattage was determined by the lumen-per-watt output, using the ENERGY STAR reference database or, if
the bulb was not included in the ENERGY STAR database, the manufacturer’s stated equivalent baseline.

Wattsee Sales-weighted average of program bulb wattages in each measure category, using complete PY18 sales data.

%RES PY16 store intercept study: survey of 458 shoppers in 29 participating retailer locations.

ISR PY17 home inventory study from a sample of 200 homes, comparing stored bulbs to installed bulbs. Installation
projected over four years, as recommended by the UMP.

LKG PY16 store intercept study: survey of 458 shoppers in 29 participating retailer locations.

Hoursees HOU estimates by room from the /llinois Statewide Residential LED Hours of Use Study Results (2017),2 adjusted
based on the distribution of LEDs by room types from the Cadmus PY17 home inventory study for Ameren Missouri.

Hoursumes Illinois TRM v6.0, Lighting Reference Tables (Sec. 4.5); "unknown" building type, screw-based bulb annual operating
hours.!
Cadmus’ PY13 modeling analysis was updated to reflect demographics and program-specific saturations of heating

WHPFges systems, cooling systems, and fuels used, as determined from Heating and Cooling participant surveys conducted in
2016-2017.

WHFaaes California Database for Energy Efficiency Resources, 2008: average HOU for screw-based bulbs, using nonresidential

miscellaneous interior space values.?

1llinois Statewide Technical Reference Manual, Version 6.0, Vol. 2 Commercial and Industrial Measures. Available online:
http://www.ilsag.info/il trm version 6.html

20pinion Dynamics, Illinois Statewide Residential LED Hours of Use Study Results, on behalf of Commonwealth Edison and Ameren
Illinois Company. 2017.

3Summit Blue Consulting. California Database for Energy Efficient Resources. 2008. Available online:
http://www.deeresources.com/index.php/23-deer-versions
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Wattsegr and Wattsgase

The Cadmus team determined the efficient wattage (Wattsge) for each measure category by averaging
the wattage of all bulbs sold in that measure category. For example, bulbs sold in the 15-watt Flood
(PAR30) measure category in PY18 ranged from 7 watts to 17 watts. Table 16 shows Wattsge for each
measure category in PY18 as well as for the PY17 and PY16. For most categories, efficient watts values
changed very little from PY17 to PY18. Since the Wattsge category is the weighted average of the
program bulbs sold in each category, any changes in the Wattseg: are due to a change in the mix of
products included in the program. For the 10.5W Downlights, the relatively large increase in Wattseg,
from 6.5 watts in PY17 to 10.7 watts in PY18, is related to the overall jump in the sales of this type of
bulb. Sales increased from just over 8,000 bulbs in PY17 to over 30,000 bulbs in PY18, and most of the
increase were bulbs with a wattage of 8 or higher. Bulbs of 8 or more watts were 80% of this category in
PY18, compared to 3% in PY17. The 12W Special Function also showed a notable increase in Wattsg, but
the value is very sensitive changes in bulb mix due to the category’s limited sales (628 in PY18).

Table 16. PY18 Evaluated Efficient Wattages by Measure Category

Measure Category PY18 WattsEE PY17 WattsEE PY16 WattsEE

10W General Purpose

15W General Purpose 12.1 11.6 10.8
20W General Purpose 15.2 14.9 15.0
4W Candelabra 4.0 4.6 4.5
8W Globe 5.2 5.8 5.9
12W Special Function 15.4 8.8 9.5
10.5W Downlight 10.7 6.5 7.0
15W Flood PAR 30 10.0 10.6 11.2

The Cadmus team determined the baseline wattage (Wattsgase) for all reflectors and specialty bulbs,
using the baseline wattage for each program bulb defined in the ENERGY STAR Qualified Product List or
using manufacturers’ stated equivalent wattage. Baseline values for general-purpose bulb measure
categories (10-watt, 15-watt, and 20-watt General Purpose) conformed to EISA regulations.

Table 17 shows baseline wattage values for PY18 and corresponding values for previous program years.
In most categories, PY18 values were similar to PY17 values. Similarly to the Wattsee values, only the
10.5-watt Downlight and the 12-watt Special Function categories showed a substantial change from
PY17. As noted, this change resulted from a greater proportion of 10.5-watt bulbs having higher
wattages, and thus higher lumens and correspondingly higher lumens than in previous years, and to a
general shift in bulb type distributions in the 12-watt Special Function category.
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Table 17. PY18 Evaluated Baseline Wattages by Measure Category

Measure Category PY18 Wattsgase PY17 Wattsgase PY16 Wattsgase

10W General Purpose 39.5 41.1 41.3
15W General Purpose 53.0 53.0 53.0
20W General Purpose 72.0 71.7 72.0
4W Candelabra 39.0 41.0 40.4
8W Globe 41.4 40.6 42.0
12W Special Function 92.2 60.0 76.3
10.5W Downlight 53.0 34.2 43.1
15W Flood PAR 30 61.3 60.9 62.1

HOU (Hoursges and Hoursyres)

For the PY18 evaluation, the Cadmus team used the residential HOU (HoursRes) estimate calculated in
PY17. At that time, the Cadmus team updated the HoursRes using LED-specific, room-level HOU
estimates from the /llinois Statewide Residential LED Hours of Use Study,'* weighted with LED
distributions by room type derived from the PY17 home inventory study.

As in PY17, the Cadmus team sourced the nonresidential HOU (HoursNres) from the Illinois Technical
Resource Manual, Version 6.0, approved in January 2018. As a result, the Cadmus team’s estimate for
HoursNres remains unchanged from PY17.

Table 18 shows residential and nonresidential HOU values used in the PY18 impact analysis.

Table 18. PY18 HOU Values

HOURes 2.73
HOUNRes 9.90

In-Service Rate

In PY18, the Cadmus team used the same in-service rate (ISR) calculated for the PY17 evaluation. The
PY17 ISR represented the present value of cumulative installations over a four-year period. The Cadmus
team first calculated the cumulative installation rate, as proscribed in the UMP,*® beginning with the

14 Opinion Dynamics. lllinois Statewide Residential LED Hours of Use Study Results. On behalf of Commonwealth
Edison and Ameren lllinois Company. 2017.

15 Dimetrosky, S., K. Parkinson, N. Lieb. Uniform Methods Project, Chapter 21: Residential Lighting Evaluation
Protocol. National Renewable Energy Laboratory. October 2017. Available online:
https://www.nrel.gov/docs/fy170sti/68562.pdf
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first-year install rate from the PY17 home inventory study, and progressing by 24% of remaining
uninstalled bulbs for three more years.

To account for time delays incorporated in this approach, the Cadmus team determined the net present
value of savings from the cumulative number of installed bulbs, dividing that by the savings from the
same number of bulbs, had they all been installed in Year 1.

Table 19 shows the ISR used in the PY18 evaluation.

Table 19. PY18 ISR

T

All Measures 91.9%

WHFRes and WHFNRes

The Cadmus team used the waste heat factors (WHF) for residential (WHFges) and nonresidential use
(WHFnres) applied in the PY16 evaluation. To estimate the WHFges, the Cadmus team used a model
populated with typical home characteristics (identified from Ameren Missouri’s 2012 potential study) to
simulate how heating and cooling needs changed when converting incandescent lights to efficient LEDs.
Specifically, the Cadmus team used BEopt™ Version 2.0 to model energy simulations needed for
estimating WHF. (energy) in residential homes. The PY13 Lighting program evaluation presented details
on the original WHFges analysis.'® The Cadmus team used the WHFyges, developed in collaboration with
Ameren Missouri’s nonresidential evaluation contractor in PY15.

Table 20 shows PY18 values for WHFges and WHFyges.

Table 20. WHF by Sector

Residential 0.99
Nonresidential 1.10

Leakage and Residential Percentage

The Cadmus team applied the PY17 Leakage and Residential Percentage values for the PY18 evaluation.
In 2016, the Cadmus team conducted an in-store customer survey (known as an intercept survey) to
determine the percentage of bulbs purchased through the Lighting program in large national brand

16 Ccadmus and Nexant. Ameren Missouri LightSavers Process and Impact Evaluation: Program Year 2013.

Presented to Ameren Corporation. June 2014.
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retail stores and installed outside of Ameren Missouri’s territory (i.e., leakage) as well as the percentage
of program bulbs installed in residential (versus nonresidential) applications (i.e., the residential
percentage).

To update these values for PY17, the Cadmus team weighted results according to each store’s
contribution to total PY17 sales (from stores in the sample), and weighted results back to the total
population by adjusting for each retail channel’s total contribution to PY17 sales from large national
brand stores. In PY18, retailer mix changes and an increased percentages of small chain stores not well-
represented in the original sample prohibited comprehensively updating of analysis weights. As the
program delivery model did not substantially change relative to the previous year, the Cadmus team
considered the PY17 estimate representative of the PY18 program.

Table 21 shows the leakage and nonresidential percentages used for the PY18 evaluation.

Table 21. PY16 - PY18 Program-Level Leakage

Leakage 0.22% 0.22% 1.65%
Residential % 99.24% | 99.24% @ 99.15%

Demand Savings

The Cadmus team determined the program’s gross demand savings by applying the following algorithm:

kW = (AkWhRes x CPDFRes * %Res) + (AkWhNRES * CPDFNRES * (1 — %Res))

Where:

kWhRes = Evaluated gross energy savings for program measures installed in a
residential setting

CPDFRes = Coincident Peak Demand Factor for residential lighting

%Res = Percentage of program bulbs installed in residential applications as opposed to
nonresidential applications

kWhNres = Evaluated gross energy savings for program measures installed in a
nonresidential setting

CPDFNres = Coincident Peak Demand Factor for nonresidential lighting

Gross Savings Summary

Table 22 lists ex ante and ex post, gross, per-unit energy savings and realization rates by measure for
PY18. Differences between the Ameren Missouri TRM and the evaluated values primarily resulted from

17 Ccadmus and Nexant. Ameren Missouri PY16 Lighting Evaluation. Presented to Ameren Corporation. July 2017.
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updated HOU and ISR values in PY17, and, for the 10.5-watt downlight and Special Function categories,

changes in the bulb mix within the category.

Table 22. PY18 Gross Per Unit Energy Savings

Measure Category Ex Ante Savings/ Unit (kWh)* | Ex Post Savings/ Unit (kWh) | Realization Rate

10W General Purpose 34.0 28.7 84%
15W General Purpose 44.6 37.8 85%
20W General Purpose 60.3 52.5 87%
4W Candelabra 38.0 324 85%
8W Globe 38.2 335 88%
12W Special Function 71.5 71.0 99%
10.5W Downlight 38.1 39.1 103%
15W Flood (PAR 30) 53.8 47.4 88%

*Source: Ameren Missouri 2018 TRM.

Table 23 presents gross, per-unit demand savings for PY17. Ex ante savings values were sourced from
the Ameren Missouri TRM.

Table 23. PY18 Gross Per Unit Demand Savings

Measure Category Ex Ante Savings/Unit (kW)* | Ex Post Savings/Unit (kW)

10W General Purpose 0.005081 0.004326 85%
15W General Purpose 0.006663 0.005692 85%
20W General Purpose 0.009019 0.007899 88%
4W Candelabra 0.005674 0.004870 86%
8W Globe 0.005695 0.005045 89%
12W Special Function 0.010723 0.010686 100%
10.5W Downlight 0.005689 0.005886 103%
15W Flood (PAR 30) 0.008034 0.007128 89%

*Source: Ameren Missouri 2018 TRM
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Net Impact Evaluation Results

The Cadmus team determined Lighting program direct net impacts through the Missouri Lighting Sales
Data Analysis. This analysis provides a holistic measure of net sales and does not disaggregate to show
freeridership or lighting (“like”) spillover. To facilitate reporting and comparison with previous years, the
Cadmus team used additional analyses to isolate the individual components of the NTG. The Cadmus
team used a demand elasticity model to determine freeridership, and then used the NTG and the FR
values to calculate the like spillover rate, according to the following algorithm:

Like Spillover(%) = NTG — 1 + Freeridership

Finally, the Cadmus team allocated a portion of the portfolio nonparticipant spillover (NPSO) to
determine total Lighting program net impact. The Cadmus team added the NPSO savings attributable to
the Lighting program as a lump sum, rather than calculated based on a given amount per unit. The
Cadmus team did not incorporate NPSO savings into the program NTG ratio because the NPSO savings
have a different load shape and cost-effectiveness needs to be assessed separately.

Free Ridership Results

To estimate free ridership in PY18, the Cadmus team developed an econometric model that uses
demand for program LEDs as a function of price. Demand elasticity modeling draws upon the same
economic principle driving the program design: changes in price and promotion generate changes in
quantities sold (i.e., the upstream buy-down approach). For this analysis, the Cadmus team analyzed
sales through two major retailer types: big box (which represented large DIY, mass merchandise, and
club stores) and small chain (which represented grocery, small hardware, discount, dollar and small
electronics stores). Cadmus analyzed only sales that took place between March 2018 through February
2019. Additionally, online sales, bulbs in the 12W Special Function category, and 1,285 bulbs that were
added to the tracking data in June 2019 (together representing 1.7% of PY18 sales) were not included in
the model. Overall, the model included sales of 134,811 bulbs suitable for analysis. Table 24 presents
the distribution of modeled bulb sales across the two retailer types, by measure category.

Table 24. Percentage of Program Sales by Retailer Group and Measure Category?®

m Big Box Sales Small Chain Sales Total Sales

10W General Purpose 2% 16% 18%
15W General Purpose 10% 3% 13%
20W General Purpose 16% 0% 16%
4W Candelabra 6% 3% 8%
8W Globe 7% 0% 7%
12W Special Function N/A N/A N/A
10.5W Downlight 17% 1% 19%
15W Flood (PAR 30) 13% 6% 19%
Program Total 71% 29% 100%
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Sales of products that incurred price changes within the program period represented 60% of total
program sales available for analysis. Sales of products with no variation in price are excluded from the
model as they provide no information regarding changes in demand when prices change. The majority
of 60-watt equivalent A-line LEDs sold at retailers had little or no variation in price and only 29% of these
sales were included in the model. However, the model included 66% of 75-watt and 77% of 100-watt
equivalent A-line LEDs. Together, these accounted for more than half of A-line LED bulbs sold through
the program.

Due to reduced sales volumes and fewer program-supported products within participating retailers, the
number of days between sales reports varied greatly and several calendar months had a small number
of days with reported sales. Once the Cadmus team allocated the sales reported within the invoice
periods to calendar months it was apparent there were a substantial number of calendar months where
sales were reported for only a fraction of days within a given month. For example, August was the only
month for which Costco stores reported sales for all 31 days. Other months had as few as five days with
reported sales. Monthly sales were highly correlated with the number of invoice period days that fell
within a specific calendar month. Rather than modeling monthly sales within a given retailer, the
Cadmus team modeled average daily sales within each month for each product type and retailer’s store
based on invoice dates and quantities in the tracking data.

The Cadmus team modeled program sales as a panel, with the price-per-bulb averaged across all
comparable products within each of the retailer’s unique store locations each month (e.g., all 10-watt
General Purpose bulbs sold at store location X). Appendix G describes the model developed in PY18.

Combining sales and prices this way (rather than observing price and sales changes for each individual
model number) allowed the analysis to capture substitutions between comparable products (e.g., a
decrease in the average price per-bulb, and a corresponding increase in total program sales, when
adding a three-pack of an existing bulb to the product mix).

Similarly, when an updated version of a bulb (with a different model number) replaced an original bulb
model, the first model’s sales dropped as the retailer sold off back stock, while the second model’s sales
increased. Aggregating prices and sales captured variations across both products rather than controlling
for sales impacts from factors unrelated to price (i.e., products phased out and replaced).

Elasticities

The price elasticity of demand measures the percentage of change in a quantity demanded, given a
percentage change in price. In previous similar analyses, the Cadmus team has seen elasticities range
from -1 to -3, meaning a 10% drop in price leads to a 10% to 30% increase in the quantity sold.

Table 25 shows elasticity estimates from PY18. These price elasticities represent the percentage change
in demand when prices change by 1%. For example, general purpose bulbs at big box stores have an
elasticity of 1.47, meaning a 1% decrease in price leads to increased sales of 1.47% at big box stores.

The Chain store retailer elasticity was not broken out by bulb type. No reflectors were sold through the
Chain retailers in the model data, and no statistically significant difference emerged between GS and
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decorative elasticities within Chain stores. Rather, the chain store elasticity is the average across all
bulbs and applied equally to sales of all bulbs within that channel.

Table 25. Price Elasticity Estimates by Retail Channel and Bulb Type

General Purpose -1.47
Big Box Decorative -1.06
Reflector -0.45
Small Chain All -1.97

Incremental Slope Adjustments

Club Store 1 All -1.73

The model data contained no price variation for reflector sales from small chain retailers, therefore
program-level freeridership estimates are based solely on elasticity estimates of reflectors at big box
stores. Given small chain retailers accounted for only 18% of reflector sales the big box reflector
elasticities are largely representative of program reflector sales.

Decorative bulbs accounted for only 10% of sales at chain store retailers and the Cadmus team found no
statistically significant difference between general purpose and decorative elasticities within small chain
stores.

The model identified a significant difference between price elasticities at Club Store 1 (for all bulb types)
and other big box retailers. Therefore, the big box store model included an incremental slope
adjustment when those sales took place at Club Store 1. For example, bulbs sold at Club Store 1 had a
base elasticity of 1.73. For decorative sales at Club Store 1, the Cadmus team added the decorative
elasticity to the incremental slope for Club Store 1, hence 1.73 plus 1.06 resulted in an elasticity of 2.79.

Program Price Impacts

Table 26 shows sales-weighted, average sale prices, original prices, and markdowns within the program,
broken out by retail channels and bulb types. The table also shows markdowns as a share of original
prices. The average markdown for most store type and measure combinations ranged from 20% to 44%.
General purpose bulbs in small chain stores had both the highest and lowest percentage markdowns.
The 10-watt and 15-watt categories had the highest markdown, at 73% and 55%, respectively, while the
20-watt category had the lowest markdown, at 20% (though very few 20-watt bulbs were sold through
the small chain stores).
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Table 26. Mean Prices and Markdown by Retail Channel and Bulb Type

CADMUS

S— Bulb T Mean Regular Mean Final % Markd
ore e u e arkdown
P P Price/Bulb Price/Bulb -

10W_LED $6.25

15W_LED $4.27

20W_LED $4.96

Big Box 4W_LED_Candelabra $3.72
8W_LED_Globe_Light $5.26
10.5W_LED_Downlight $5.52
15W_LED_Flood_Light_PAR30 $5.77

10W_LED $6.92

15W_LED $7.59

Chain 20W_LED $9.99
4W_LED_Candelabra $6.29
8W_LED_Globe_Light $6.45

$3.47
$2.56
$3.07
$2.58
$3.26
$3.15
$3.53
$1.83
$3.39
$7.99
$3.85
$4.45

44%
40%
38%
30%
38%
43%
39%
73%
55%
20%
39%
31%

LED markdown levels remained relatively stable between PY17 and PY18, ranging from 38% to 68% in

PY17.

Free Ridership

Free ridership varied by bulb type, based on estimated price elasticity and average discounts by bulb

types. Table 27 provides PY18 free ridership estimates by bulb type, with free ridership estimates from

PY17 and PY16 for comparison.

Table 27. Lighting Free Ridership Results

Measure Catego Bulb Type FY1S Free Sl PY16 Free
= e Ridership Ridership Ridership

10W General Purpose

15W General Purpose A-Line
20W General Purpose

4W Candelabra

8W Globe Specialty

12W Special Function
10.5W Downlight
15W Flood (PAR 30)

Reflector

Total Program

33% 37%
58% 66%
75% 68%
52% 49%

41%

58%

35%

41%

Weighted by gross savings, overall freeridership was 52% in PY18, slightly higher than 49% in PY17. The
low free ridership in the A-line bulb category was significantly driven by the heavy discounts on 10-watt

General Purpose bulbs sold through small chain stores. The reflector categories, which made up a

higher percentage of program sales in PY18 relative to PY17, continued their trend of increasing free

ridership (75% in PY18) at the program level.
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Precision

To calculate the precision of the freeridership estimate, the Cadmus team used a block-bootstrap
analysis to simulate uncertainty around the freeridership estimate. A bootstrap analysis resamples data
randomly, with replacement, from the data used to estimate the elasticity model. The block bootstrap
resamples each cross-section rather than individual observations, thereby preserving the retailer and
bulb type mix used to estimate the model.

The Team resampled 1,000 times for both the chain store model and the big box store model,
estimating elasticities and predicting baseline and program sales for each iteration. The Team then
combined predicted baseline and program sales for both retail channels to get program sales for each
iteration and calculated the freeridership for each iteration as described above.

The 95% and 5% quantiles of the resulting distribution of freeridership estimates provide the absolute
precision. The relative precision is then calculated as the difference between the 95% quantile and the
median divided by the mean freeridership estimate. The results are presented in Table 28.

Table 28. Relative Precision of Freeridership Estimate

Relative
Mean Estimate Precision at 90%
Confidence

Freeridership 52% 9%

Net Lighting Savings

The Cadmus Team developed the lighting sales data regression model to quantify program activity
impacts on state-level LED sales. Clearly, other factors influenced LED sales, and, as discussed, the
Cadmus team considered a number of demographic household characteristics and retail channel
variables to capture and control for each state’s unique characteristics that could potentially affect
uptake of efficient lighting products. (The Market Characterization section presents these variables in

greater detail.)

Once the model was defined, the Cadmus team applied the model algorithm to inputs specific to
Ameren Missouri’s territory to calculate the net lighting sales percentage.

The Cadmus team met with the statewide auditor on June 27, 2019 and July 9, 2019 to review the
draft lighting sales model, and based on these meetings responded to all the auditor’s major
concerns by making a number of substantial changes from the initial model and results presented in
the April 29, 2019 draft report. Key changes include:

e Model specification: The cross-validation exercise discussed in the Model Selection section was
updated using a logit model, and the logit model deemed “best” via the cross-validation exercise
was used to develop the NTG ratio rather than the OLS model.
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e Impact of program age: In the NTG ratio calculation, the counterfactual uses “Program Age =
Program Age” rather than “Program Age = Program Age — 1” so that program age has no impact
on the NTG.

e Number of lamps purchased per household: Based on concern that the number of lamps per
household in MO appeared high, to be conservative, the Cadmus team applied the national
average number of lamps per household rather than the Missouri average to calculate NTG.

In addition to the agreed-upon changes to the sales data model, the Cadmus team updated the total
number of lamps claimed by the program as well as total program spending to reflect the final values for
the Lighting program.

Model Specification

The model’s general form is specified below, followed by a more detailed discussion of data sources for
each variable. The variable list outlined below covers the comprehensive set of variables considered by
the Cadmus team. The final model, shown in Table 32, lists the set of variables ultimately selected for
inclusion in the model, based on their predictive ability, statistical significance, and ability to improve
the model’s specification:

LED Market Share; = o + P * Z Program Intensity Var + 5, Z Channel Var + 3 Z Demographic Var + €;

Where:
LED Market Share; = Proportion of total lamp sales in state ‘i' that are LED. Equal to [LED
sales/total bulb sales]
6o = The model intercept
6, = The primary coefficients of interest. This represents the marginal

effect of program intensity, or the expected increase in the market
share of LEDs for each unit of additional program spending per
household or year of program age

Program Intensity Variables = Numeric variables summarizing state-level spending and program
age (Table 29 lists additional detail)

B, and B; = Array of regression coefficients for the channel variables and
demographic variables

Channel Variables = Numeric variables summarizing state-level retailer characteristics
(additional detail is provided in Table 29)

Demographic Variables = Numeric variables that summarize state-level population,
housing, and economic attributes in (additional detail is provided
in Table 29)

€i = Error term
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Table 29. Variable Descriptions

Program Intensity Variables
Program Spending per . g s - I
Total upstream program budget in state ‘i’ divided by the number of households in state ‘i’.
Household
SQRT (Program Spendin
QRT (Prog P & The square root of the program spending per household.
per Household)

The number of years program administrators in state ‘i’ have operated upstream lighting
Program Age

programs (CFL or LED).
Channel Variables

The average non-POS retail square footage per household in state ‘i'. Equal to non-POS
Sqft NonPOS per HH; L . o

square footage divided by the number of households in state ‘i'.

The percentage of total retail square footage belonging to non-POS retailers in state ‘i'. Equal
Percent Sqft NonPOS; o

to non-POS square footage divided by (POS sqft + non-POS sqft).

The average POS retail square footage per household in state ‘i'. Equal to POS square footage
Sqgft POS per HH; . . o
divided by the number of households in state ‘i'.
Demographic Variables
A state-level partisan voter index developed by Gallup?! using presidential election voting
Political Index; results as a state-level partisan proxy. A higher than 1.0 value represents greater democratic
influence and a value less than 1.0 indicates greater republican influence.
L The state-level average residential retail rate of electricity sourced directly from the Energy
Average Electricity Cost, .
Information Agency.2

» State-level cost of living indices developed by the Missouri Economic Research and
Cost of Living; .
Information Center.3
Percentage of Renters
Paying Utilities;

Median Income; . . .
All state-level demographic and household variables were derived from the most current

P tage O
ercentage Owner U.S. Census ACS.4

Occupied;

Percentage of Population

with College Degree;

1 Gallup. “State of the States.” news.gallup.com/poll/125066/state-states.aspx

2 U.S. Electricity Information Association. “Electricity.” eia.gov/electricity/data/state/

3 Missouri Economic Research and Information Center. “Cost of Living Data Series 2018 Annual Average.”
missourieconomy.org/indicators/cost_of living/
4 U.S. Census Bureau. “American Fact Finder.” factfinder2.census.gov/faces/nav/jsf/pages/searchresults.xhtml?refresh=t

Correlation of the Independent (Explanatory) Variables

Table 30 shows the correlation between the dependent variable (LED market share) and 12 potential
channel and demographic or household variables. Ten of the variables positively correlated with the LED
market share, and two negatively correlated. Correlation coefficients can range from -1 to 1, and the
magnitude of the absolute value indicates the degree of correlation. This means program spending per
household was the variable most correlated with LEDs’ market share (that is, higher LED market shares
typically occurred in states with more aggressive programs), followed closely by program age.

46



CADMUS

Table 30. Independent Variable Correlation Table

Possible Explanatory Varible LED Market Share
Program Spending per Household 0.54 |

Sqft NonPOS per HH [i 0.03
Sqft POS per HH -0.18
Percent Sqft NonPOS 0.17

Political Index 0.17

Median Income 0.02

Average Electricity Price 0.08

Cost of Living 010 |
Percentage of Renters Paying Utilities | i -0.44
Percentage Owner Occupied 0.26 %
Percentage of Population with College Degree |0.08

Program Age 0.39

Table 31 (below) shows a correlation matrix among potential independent variables. While the political
index and the cost of living both positively correlate with the LED market share, they highly correlate
with one another (correlation coefficient=0.76).

When multiple independent variables correlating with one another are included in a model
specification, a regression model will have difficulty precisely estimating either term’s effect. This issue
is compounded by the relatively low number of observations in the data set. Due to the complexity of
the relationships and numerous options of these channel, demographic, and household characteristic
variables, the Cadmus team initially developed and tested different model options, before ultimately
selecting the best-fit model option.
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CADMUS
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043 § | 0.75/0.66. | [1.008. |
031 || (Wo.6s[0.768 | o.ss{i_ 1.00
0.48 _Bo650.62. |0.630 [0.58 1.00
0.46 0.79/0.728 | [0.760 | [0.70fL | [0.85 1.000 |

-0.60{0.03 0.43 0.41 §o0.31| |§036 -0.53| | %0.52|1.00
-0.03 0.32 [ 0.33 [‘o.zz 032 [§-0.26 -0.29| |%0.44 -0.14 1.00'
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Model Weighting

Another key consideration in developing the model was how to weight each of the states. Each state is a
single observation in the model, but the data for that state is comprised of summarized observations
from sales and panel data. Weighting each state equally would not have accounted for larger states
having larger sample sizes in the panel data and bigger impacts on the lighting market as a whole. To
capture these differences, the Cadmus team considered using either the number of households or total
bulb sales as the weight. The Cadmus team determined that using total bulb sales as analytic weights in
the model was inappropriate because sales are correlated with the dependent variable. Specifically,
states with high LED market share tend to have lower total lamp sales because efficient lamps have
longer measure lives than inefficient lamps so the sockets turn over less frequently. In the NCP data, the
sample size was generally proportional to number of households, and large states represented a larger
share of the overall U.S. lighting market than smaller states. Given the difference in panel sizes, the
average lighting share value in large states was based on more measurements than small states, with a
commensurate increase in aggregate measurement precision. Therefore, the Cadmus team used
number of households per state as the weight.

Figure 11 shows the number of households for each of the 45 states included in the model.
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Figure 11. Number of Households by State
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Model Functional Form

Another critical decision in the modeling process was the selection of the model’s functional form. A key
input in this decision was the distribution of the dependent variable. LED market share is constrained by
0 and 1; it cannot be less than 0% and it cannot be greater than 100%. as a result, the Cadmus team
utilized a functional form that imposed these limits to produce an S-curve. The fractional regression
procedure used was a beta regression which used a logit function for the conditional mean.

The Cadmus team also explored transformations of independent variables, including the square root of
spending as the program intensity variable. Ultimately, transformations of program spending did not
improve the model fit or predictions, so the level terms were used.
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Model Selection

The final model was selected on through an empirical process known as out-of-sample testing. This

process consisted of the following steps:

1.

6.
7.

Identify a large number of candidate models with different combinations of
independent variables.

For each model, loop through the 45 states, and estimate the frctional logit regression model
holding one state out.

Use the model coefficients to predict the LED market share for the excluded state.

Store the model prediction errors and aggregate across states. Although regression is weighted,
the errors are not weighted.

Compare the candidate models on the basis of bias and precision.
Identify the three models with the lowest absolute value of percent bias.

Of those three models, select the one with the lowest root mean square error (RMSE).

Figure 12 shows the results. Models 19, 29, and 30 had the lowest absolute values of percent bias. Of

these three, model 29 had the lowest RMSE. Some of the more accurate models included LED market

shares or program intensity from prior years, but these tended to have issues with negative bias.

% Bias

Figure 12: Model Validation—Percent Bias vs. RMSE
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Multivariate Regression Model Outputs

The regression coefficients for the program intensity variables, and the subsequent estimates of the net
lighting sales percentage, proved relatively stable across a number of model specifications. The Cadmus
team explored different combinations of independent variables to enter and exit the model, and, in
general, the models produced similar results. Table 32 lists relevant statistics and outcomes from the
final model specification.® For independent variables included in the model, the table includes the
regression coefficient and its associated p-value. Because beta regression was used rather than OLS, the
model coefficients in Table 32 cannot be interpreted in the same way that model coefficients from a
linear regression model would be interpreted. The coefficient of the program spending term (0.047)
implies a one dollar increase in program spending per household is associated with an increase in LED
market share of approximately 1.1%.° The p-value of each independent variable was statistically
significant. As shown, the final set of explanatory variables included program spending per household,
non-POS square footage per household, program age, and the percentage of the population with a
college degree.

Table 32. Model Summary Statistics (n=45 States)

Independent Variables Model Coefficient (dy/dx at conditional mean) | P-Value of Coefficient

Intercept 0.377367 0.330
Program Spending Per Household 0.0468882 0.004
Non-POS sq ft Per Household 0.1063013 0.004
Program Age 0.0210739 0.012
Percent of Population with a College Degree -3.367117 0.012

The negative coefficient for the percentage of the population with a college degree seemed counter-
intuitive at first. The Cadmus team noticed similar coefficients when testing other demographic
variables, such as the political index, median income, and cost of living. States at the upper end of the
distribution of these variables tended to have the most mature and aggressive programs. The data
indicated that the LED market share in these states was beginning to plateau despite high per-capita
spending.

Total lighting sales per household in these states also tended to be the lowest. It may be that past
program success has effectively captured many sockets with long-lasting, efficient lighting, and the
remaining lighting market consists of a disproportionate number of sockets consumers wish to fill with
inefficient lighting for technical or aesthetic reasons.

18 As noted, the Cadmus team selected to use an OLS model and weight by the number of homes for each state.

1% The beta regression model does not assume a linear relationship between program spending and LED market

share — the effect of increasing program spending per household from $1 to $2 is not the same as the effect of
increasing from $10 to $11 or $20 to $21. The rate of change quoted (1.1%) represents an average effect size.
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Modelling Ameren Missouri Territory

Although the regression model was estimated using state-level data, the analysis objective was to
estimate net lighting sales percentage for Ameren Missouri’s program. To implement net lighting sales
calculations specific to Ameren Missouri, the Cadmus team customized the key calculation elements as
follows:

e Program spending per household was calculated using Ameren Missouri’s total spending and
the number of residential customers, according to FERC Form 861%° (n=1,053,890)

e Non-POS square footage per household was calculated specifically for Ameren’s service territory

e Based on concerns raised by the state auditor that the lighting sales per household for Ameren
appeared high, the lighting sales per household for Ameren service territory was assumed to
equal the national average of 10.28 lamps per household. This value is lower than the average
lamps per household for the state of Missouri in the national sales data, which results in a more
conservative NTG estimate than using Missouri data.

The Cadmus team estimated the net lighting sales rate using a “modeled:modeled” calculation (rather
than a “modeled:actual”). This means the counterfactual scenario (which can only be modeled) was
compared to a modeled LED market share for Ameren Missouri’s service territory. This also was
necessary as the data set did not include an LED market share specific to Ameren Missouri’s service
territory.

In assessing net lighting sales, the Cadmus team created the counterfactual scenario by changing
program spending from $1.27 per household (the actual amount per household that Ameren spent on
the program in 2018) to $0.00 per household (i.e., as if the program did not exist at all). Program age
was held constant at ten years for both the program and counterfactual runs, so has no impact on the
NTG. This provides the most conservative value in terms of calculated NTG. For instance program age
differences between program and counterfactual of 2 years or more accounts for market effects from
earlier program years in addition to spillover. Assuming a program age difference of zero is more
conservative than than the one program year difference used in the draft analysis, which already
excluded market effects. Table 33 shows the net lighting sales calculations and results. The model
estimated a 1.4% increase in the LED market share due to program activity, translating to a lift of
154,763LEDs. This net impact was 72.4% of the lamps claimed by the Ameren Missouri program in 2018.

20 https://www.eia.gov/electricity/data/eia861/zip/f8612017.zip
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Table 33. Ameren 2018 NTG Calculations

A Total Ameren Missouri Bulbs 10,827,745
B Program $ per HH Actual $1.27
C Program $ per HH Counterfactual $0.00
D Program Age Actual 10
E Program Age Counterfactual 10
F LED Market Share Counterfactual 59.2%
G LED Market Share Modeled 60.6%
H LED Qty. Modeled (H=A*G) 6,559,925
| LED Qty. Counterfactual (I= A*F) 6,405,162
J Net LEDs Modeled (J=H-I) 154,763
K Program LEDs 213,854
L NTGR Modeled (L=J/K) 72.4%

Nonparticipant Spillover

Effective program marketing and outreach generates program participation and increases general
energy-efficiency awareness among customers. Sustained utility program and general marketing can
affect customers’ perceptions of their energy usage, and, in some cases, motivate them to take
efficiency actions outside of the utility’s program. The energy savings caused by—but not rebated
through—a utility’s DSM activities are designated as NPSO.

During PY18, Ameren Missouri spent $726,844 to market individual residential efficiency programs
(excluding the Low Income and Home Energy Report programs).2! To understand whether these
program-specific marketing efforts generated energy-efficiency improvements outside of the incentive
programs, Cadmus implemented a large online survey of PY18 nonparticipating residential customers.

Compared to the PY17 version, the PY18 survey added measures from the Heating and Cooling program
to the list of measures considered for NPSO. Moreover, for questions asking how respondents knew the
installed product was efficient and why respondents took efficiency actions, the PY18 survey included
more predefined responses for respondents to select, reducing uncertainty around the interpretation of
responses.

21 The Home Energy Report program is evaluated using billing analysis, which accounts for program savings and

spillover savings. Consequently, this NPSO excludes it.
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Methodology

Survey Sampling and Disposition

Similar to the approach in PY17, Cadmus administered an online survey (see Appendix F) to efficiently
obtain a significant number of survey completes. The sample design relied on analysis of PY17 survey
results to determine sample sizes necessary to achieve 90/10 confidence/precision in PY18 survey
results.

Out of 2,431 survey respondents in PY17, 77 (3%) reported measures that qualified for NPSO. Based on
this result, Cadmus estimated that 3% of all nonparticipants in the population adopted measures with
+0.58% absolute precision at 90% confidence. Additionally, the Cadmus team analyzed confidence/
precision around NPSO savings for each type of measure. The absolute precision—with 90%
confidence—for each of nine qualified measure types was within £10%. To increase the likelihood of
achieving similar precision at the measure level for the PY18 survey, Cadmus estimated a sample size of
approximately 2,250.

From Ameren Missouri’s entire residential customer base, Cadmus selected customers who did not
participate in any Ameren Missouri programs in PY17 or PY18 (including the Home Energy Report
program); these 777,931 customers served as the nonparticipant survey population.?? From this
population, the evaluation team excluded customers who were contacted for the PY17 NPSO survey and
randomly selected 60,000 customers to serve as the PY18 survey sample. Cadmus assumed a
conservative response rate of 3.75% would achieve a quota of 2,250 completes.

Cadmus mailed postcard invitations, asking customers to enter a web address that would take them to
the online survey administered through Qualtrics (an online survey software vendor). To thank
customers for completing the survey, the Cadmus team entered them into a drawing for one of five
$100 Visa gift cards. If customers expressed interest in completing the survey but did not have access to
a computer linked with the Internet, the Cadmus team arranged for them to complete the survey over
the phone with a Cadmus employee. Within a four-week fielding period, Cadmus achieved the target
quota with 2,323 online and 57 phone completes.?

NPSO Measures

The survey asked respondents if they adopted any of 18 energy-efficiency measures offered through
Ameren Missouri programs (i.e., the measures shown in Table 34). In prior evaluations, we excluded all

22 Cadmus removed invalid or duplicate phone numbers from the sample frame as well as Home Energy Report
participants.

3 About 7% of respondents completing the survey (n=167) self-reported that they participated in an Ameren
Missouri program in PY18; so were not counted as part of the 2,380 nonparticipant completes.
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products in the Lighting program and most products in the Heating and Cooling program to avoid
double-counting NPSO savings captured through those programs’ NPSO analyses (described in those
programs’ reports). Because the PY18 evaluation did not conduct a separate NPSO analysis for the
Heating and Cooling program (in contrast to prior evaluations), the previously excluded Heating and
Cooling products (denoted by an asterisk in Table 34) were added to the list of PY18 measures.

Table 34. PY18 Measures

Room air conditioner Heat pump water heater

Room air purifier Learning or "smart" thermostat

Pool pump Air-source heat pump*

Showerhead Ductless or mini-split heat pump*

Kitchen faucet aerator Duel-fuel heat pump*

Bathroom faucet aerator Ground-source or geothermal heat pump*
Hot water pipe insulation Central air conditioner*

Furnace fan with ECM (Electronically Commutated Motor) | Air conditioner tune-up

Filter whistle Heat pump tune up

Customers also could adopt energy-efficiency measures or perform energy-saving actions outside of
Ameren Missouri’s PY18 program offerings (i.e., “non-like” NPSO). These were not considered as part of
the NPSO estimate.?

NPSO Qualification Criteria

To confirm a relationship between Ameren Missouri’s energy efficiency programs and measures
adopted by nonparticipants, Cadmus created a set of selection criteria and operationalized these into
survey questions. To qualify for NPSO savings, respondents had to meet all following criteria (see
Appendix C) for the NPSO qualification flow charts):

a) Familiarity with at least one Ameren Missouri program, rebate, or discount.

b) At least one element of Ameren Missouri’s program marketing and outreach motivated them to
adopt the measure.

¢) They had a valid reason for considering the adopted measure energy-efficient.

d) They had not received a rebate from Ameren Missouri, had not tried to receive a rebate from
Ameren Missouri, and stated a valid reason for not applying for an Ameren Missouri
measure rebate.

e) They had a valid reason for deciding to install the measure.

24 In PY16, the Cadmus team estimated that non-like NPSO savings equated to 15.1% of the total portfolio
evaluated savings. However, in subsequent discussions with stakeholders, Ameren Missouri agreed not to
count these savings toward overall spillover estimates in PY17 or future years.
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f) The adopted measure generated electric savings, not gas savings.

For criterion a, respondents had to have seen or heard of Ameren Missouri’s energy efficiency programs
or be aware that Ameren Missouri offered rebates and discounts for energy-saving equipment in
customers’ homes.

For criterion b, the Cadmus team asked respondents to rate the importance of several Ameren Missouri
program marketing and outreach elements (shown in Table 35) in motivating them to adopt the

as

important,

”n u I ”

measure, rating these “very important, not important,” or “not important at all.” For
measures, the measure in question met criterion b if the respondent found at least one element “very

important” or “important” in deciding to adopt the measure.

Table 35. Ameren Missouri Marketing and Outreach Elements for Criterion B

Information about energy savings from Ameren Missouri’s marketing or bill-inserts
Ameren Missouri’s marketing information from a contractor or retailer

Information from colleagues or friends who installed energy-efficient equipment and received a rebate
from Ameren Missouri

If applicable, past participation in an Ameren Missouri rebate program

If applicable, information from a home energy assessment conducted through Ameren Missouri

Criterion c helped ensure that measures actually generated energy savings. For all measures except air
conditioning and heat pump tune ups, the Cadmus team asked respondents how they knew their
product was energy-efficient. Responses passing criterion c included: “It’s ENERGY STAR rated” or “the
retailer/dealer/contractor told me it was.” Responses such as “personal knowledge” or “new unit” did
not pass the criterion.

The Cadmus team asked whether respondents received a rebate from Ameren Missouri (to double-
check that respondents truly did not participate in the program). The Cadmus team then asked why
respondents or their contractor did not apply for a rebate through Ameren Missouri. If respondents
reported that they applied for a rebate but did not receive it or that their product or tune up did not
qualify, their adopted measure did not pass criterion d. Responses such as “did not know about rebate”
or “not worth the trouble” passed the criterion.

For criterion e, the Cadmus team asked respondents why they decided to adopt the measure. If the
response did not relate to saving energy or saving money, the measure did not pass criterion e. For
example, one respondent reported installing a “learning or ‘smart’ thermostat” because it could be
“[controlled] remotely.” As this response did not relate to energy efficiency, the measure did not qualify
as NPSO.

As the PY18 evaluation covered only electric savings generated by Ameren Missouri’s programs, the
Cadmus team asked respondents for their water heater and heating system fuel types. Reported
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measures with water heating and heating end uses satisfied criterion f if the measures had a
corresponding electric water heater or electric heat.

Results

Of 2,380 verified nonparticipant respondents, 29 respondents adopted a total of 36 measures that were
not incentivized and passed all six NPSO criteria (see Appendix D). None of these 29 respondents
received an incentive from Ameren Missouri for any measure. They were influenced by Ameren Missouri
program marketing and outreach and adopted NPSO measures on their own.

NPSO Measures

Table 36 shows measures and gross evaluated kWh savings attributed to Ameren Missouri, achieving
average savings of 242 kWh per measure (Variable A).

Table 36. PY18 NPSO Response Summary

Importance of Total Avg kWh
. . Measure
. Ameren Missouri . Allocated . Allocated Per
Individual Reported Measures CEVITES . (o1TET11414% .
Influence on Savings kWh Spillover
. (kwh)* .
Adoption Savings \EH T
Bathroom faucet aerator Somewhat 36 50% 2 36
Bathroom faucet aerator Very 36 100% 2 72
Central air conditioner Somewhat 321 50% 3 482
Central air conditioner Very 321 100% 2 642
Furnace fan with ECM (Electronically o
Commutated Motor) very >74 100% ! >74
Hot water pipe insulation Very 15 100% 8 120
Kitchen faucet aerator Somewhat 171 50% 1 86
Kitchen faucet aerator Very 171 100% 1 171 .
Variable
Learning or "smart" thermostat Somewhat 326 50% 3 488 A
Pool pump Very 2,029 100% 1 2,029
Room air conditioner Very 50 100% 1 50
Room air purifier Somewhat 608 50% 2 608
Room air purifier Very 608 100% 1 608
Showerhead Somewhat 276 50% 3 414
Showerhead Very 276 100% 1 276
Air conditioner tune up Somewhat 244 50% 3 365
Air conditioner tune up Very 244 100% 7 1,705
Total (n=36) 8,726 242

NPSO Confidence Precision Analysis

As shown in Table 37, the absolute precision—with 90% confidence—for nine of 11 qualified measure
types was within £10%. With 90% confidence. The absolute precision for central air conditioners and for
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air conditioner tune-ups was £12% and +15%, respectively. For some measure types where the
percentage of respondents adopting the measure was 3% or less, Cadmus could not accurately estimate
the incidence of these measures within the population. However, we are confident with the proportion
of nonparticipants reporting some type of measure (1.22% or 29/2,380), which has an absolute precision
of £0.37% with 90% confidence.

Table 37. PY18 Confidence/Precision Results for Measures

Absolute
Precision with
90% confidence

Number of Percentage of

Like Measure
respondents respondents

Bathroom faucet aerator 2 7% 8%
Central air conditioner 5 17% 12%
Furnace fan with ECM (Electronically Commutated Motor) 1 3% 6%
Hot water pipe insulation for your hot water heater 2 7% 8%
Kitchen faucet aerator 2 7% 8%
Learning or "smart" thermostat 3 10% 10%
Pool pump 1 3% 6%
Room air conditioner 1 3% 6%
Room air purifier 3 10% 10%
Showerhead 3 10% 10%
Air conditioner Tune-Up 10 34% 15%
Total of Respondents Who Reported Measures 29 1.22% 0.37%

*Note that 1.22% is the proportion of all survey respondents (n = 2,380) who reported measures, whereas the proportions
for the measure types are out of the respondents who reported measures (n = 29).

NPSO Extrapolation to Nonparticipant Population

To determine total NPSO generated by Ameren Missouri’s marketing in PY18, Cadmus extrapolated like
NPSO savings per measure (Table 36) to the entire PY18 residential nonparticipant population. Table 38
presents the NPSO analysis, resulting in NPSO total evaluated savings of 2,852 MWh portfolio level.

Table 38. PY18 NPSO Analysis

I S 0

Average kWh Savings per Measure Survey Data; PY18 Impact Evaluation
B Number of Measures 36 | Survey Data
C Number of Nonparticipant Respondents 2,380 | Survey Disposition
D Total Residential Population Minus PY18 Participants 777,931 | Customer Database
E Total NPSO MWh Savings Applied to Population 2,852  (((B+C)xA)xD)/1000

NPSO savings in PY18 (2,852 MWh) are less than savings reported in PY17 (6,212 MWh). This is primarily
due to the average measure per nonparticipant decreased from 0.035 in PY17 to 0.015 in PY18.
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NPSO Allocation to Individual Programs

The observed 2,852 MWh of NPSO equates to 3.6% of the total portfolio evaluated gross savings. As in
previous years, the Cadmus team allocated the NPSO based on marketing budget and savings for each
program. This approach remained consistent with the theory that NPSO resulted from the cumulative
effects of energy conservation marketing, program-specific marketing, and program activity over a
period—not necessarily by a single, program-specific marketing effort. In addition, while NPSO was most
commonly associated with mass media marketing campaigns, the scale of program activity also counted
as a factor.

For example, even without a significant marketing campaign, a program’s size can drive NPSO through
word-of-mouth and in-store program messaging. The Cadmus team found this approach accurately
reflected and attributed NSPO to programs, ensuring those total costs (including marketing) and total
benefits (net savings including NPSO) were properly accounted for when assessing overall program cost-
effectiveness.

The allocation approach is based on the combined savings and marketing budget and illustrated in
Table 39.

Table 39. PY18 Combined Savings and Marketing Allocation

Program Ex Combined Percentage of
Percentage of Percentage . .
Post Gross ! Program Savings & Combined
Program . Portfolio . of Total ! .
Savings . Marketing ! Marketing Savings &
Savings Marketing .
(MWh) (AxB) Marketing
Lighting 8,383 11.15% $40,316 5.55% 0.62% 0.95%
Efficient Products 4,270 5.68% $18,434 2.54% 0.14% 0.22%
Heating and Cooling 54,444 72.42% $643,897 88.59% 64.16% 98.65%
Smart Thermostats 2,163 2.88% $21,574 2.97% 0.09% 0.13%
Energy Efficiency Kits 5,915 7.87% $2,624 0.36% 0.03% 0.04%
Total 75,175 100% $726,844 100% 65% 100%
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Using the allocation method based on marketing budget and program size, the Cadmus team distributed
the portfolio-level result of 2,852 MWh NPSO to each of Ameren Missouri’s residential programs. As
shown in Table 40, the results of this approach reflected each program’s impact on the nonparticipant
population, proxied by the combined effect of marketing expenditures and program savings. The
Lighting program achieved 0.95% of the total NPSO, at about 27 MWh.

Table 40. PY18 NPSO by Program

Program-Specific

o Program Gross Total NPSO Percentage of Combined
rogram
& Savings (MWh) (MWH) Savings/ Marketing

Lighting

Efficient Products
Heating and Cooling
Smart Thermostats
Energy Efficiency Kits
Total

NTG Summary

8,383
4,270
54,444 2,852
2,163
5,915
75,175

Table 41 shows PY18 program net energy savings impacts.

Table 41. PY18 Net Impact Results Summary

NPSO (MWh)
0.95%
0.22% 6
98.65% 2,814
0.13% 4
0.04% 1
100% 2,852

m o Ex Post Gross Savings Free Net Energy Net Demand
easure Categor
el (MWh/yr) Ridership (MWh/yr) (kW/yr)

10W General Purpose
15W General Purpose
20W General Purpose
4W Candelabra

8W Globe

12W Special Function
10.5W Downlight
15W Flood (PAR 30)
NPSO - First Year

NPSO — 2023
Total - First Year
Total — 2023

1,504 12% 25% 113%
964 42% 25% 83%
1,644 47% 25% 77%
626 61% 25% 64%
369 53% 25% 71%
46 58% 25% 67%
1,246 68% 25% 57%
1,984 79% 25% 45%
8,383

1,700
797 120
1,272 191
400 60
263 40
31 5
709 107
896 135
27 15
15
6,094 928
928

Figure 13 and Figure 14 compares the Lighting program’s energy and demand savings summaries—
MPSC-approved target, ex post gross, and ex post net—in PY16, PY17, and PY18 (note that there was no

demand savings target in PY18).
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Figure 13. PY16-PY18 Lighting Program Energy Savings Summary
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Figure 14. PY16-PY18 Lighting Program Demand Savings Summary
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928
1,000

M/A

PY16 PY17 PY18

B MPSC Target B Ex Post Gross Ex Post Net
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Key Progress Indicators and Benchmarking

The Cadmus team continued to track the following key progress indicators for the Lighting program
in PY18:

e Number of program bulbs sold
e Program net electric savings (excluding NPSO)
e Free ridership by measure category

o Net electric savings (kWh) per bulb (not accounting for NPSO)

Table 42 shows evaluated results for each program-level indicator in PY18. For comparison, the table
includes prior year results.

Table 42. Lighting Program-level Key Progress Indicators

Key Progress Indicators PY18 PY17 PY16

Number of program bulbs sold 213,854 | 650,344 917,013
Program-year electric savings (net MWh) 6,094 @ 22,256 25,562
Free ridership 52% 49% 41%

Table 43 shows the PY18 evaluated results for the measure-level net savings per unit, with prior year
values for comparison. Changes in per unit savings mostly resulted from changes in the distribution of
different, specific models within the measure category.

Table 43. Net Electricity Savings by Measure Category

Net Electricity Savings Per Unit (kWh)
Measure Category PY18 PY17 PY16

10W General Purpose 30.0 33.3 22.2
15W General Purpose 28.0 43.0 29.2
20W General Purpose 36.0 58.9 39.3
4W Candelabra 17.8 27.6 18.1
8W Globe 21.0 26.4 18.2
12W Special Function 34.2 38.9 33.7
10.5W Downlight 18.8 20.5 27.2
15W Flood (PAR 30) 17.3 37.2 384

The Cadmus team also updated the benchmarking analysis for several key program metrics related to
free ridership (see Appendix B for sources):

e Free ridership by bulb type
e Average incentive levels

e Incentives as a share of retail price

Table 44 compares free ridership estimates specific to LED sales for several programs from 2015 to
2016, all of which applied a demand elasticity model. Ameren Missouri’s LED free ridership rate has
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climbed over time and was higher in 2018 than it was for similar programs in 2015 and 2016, when LEDs

were first being introduced. The free ridership increase was expected as LEDs have become more
common in the marketplace, there are more non-program LED options at similar prices to program
bulbs, and the program reduced incentive levels to maintain participation levels within the allocated
budget. Although the free ridership rate increased, the program exceeded its anticipated Cycle 2

savings.

Table 44. Elasticity Model Free Ridership Estimates for LEDs

Ameren Missouri (2018)
Ameren Missouri (2017)
Ameren Missouri (2016)

PPL Electric (2016)

Focus on Energy Wisconsin (2016)

KCPL (2016)

Rocky Mountain Power (Utah) 2015-2016
Ameren Missouri —

Table 45 shows the average incentive amount per LED, broken out by bulb type (where available). In
2015 and 2016, average incentives ranged from $2.26 per bulb to as much as $6.62 per bulb. By PY18,

LEDs only (2015)

52%
49%
41%
39%
28%
14%
24%
28%

Ameren Missouri’s incentives were well below the incentive levels of two or three years ago, reflecting

primarily the overall drop in LED prices.

Table 45. Average Incentive Levels Per Bulb

State or Utility Retail Channel | Standard LEDs | Decorative LED | Reflector LEDs

Ameren Missouri (2018)
Ameren Missouri (2017)
Ameren Missouri (2016)
Ameren Missouri (2015)
IPL (2015)

NIPSCO (2015)

SWEPCO (2015)

Vectren Indiana (2015)

Entergy Arkansas (2015)

PPL Electric (2015)

As free ridership closely correlates to the program discount as a percentage of retail price, net of free

All

All

All

All

All

DIY

Mass Market
All

DIY

Discount
Mass Market
All

$1.64
$1.67
$2.26

N/A
$2.31
$3.59
$2.91
$2.92
$3.50
$3.62
$4.68
$3.84
$4.81

$1.65
$2.48
$4.13
$5.00
$2.20
$3.83
$3.00
$3.00
$3.50
$3.16
$3.71
$3.46
$6.62

$2.24
$3.31
$3.86
$5.28
$2.48
$3.83
$4.29
$3.00
$3.50
$5.33
$6.23
$4.98
$6.62

ridership tends to increase as discounts increase, as a percentage of the retail price. Table 46 compares

the incentives as a share of retail prices for different utilities, bulb types, and retail channels, and for

Ameren Missouri’s Lighting Program in PY16, PY17, and PY18. Although the relationship is not perfectly

linear, utilities with incentives that function as a low percentage of the retail price tend to have lower
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net of free ridership rates. Ameren Missouri’s average incentive as a percentage of the retail price and
as a net of free ridership percentage have stayed relatively stable over the three years. The incentive has
increased slightly as a percentage of the retail cost, and the net of free ridership rate has decreased
slightly.

Table 46. PY18 Benchmarking Results: Incentives as Share of Retail Price

State or Utility Bulb Type Incentive as a Share of Retail Price (Avg) | Net of Free Ridership

Ameren Missouri 2018 LED 46% 48%
Ameren Missouri 2017 LED 41% 51%
Ameren Missouri 2016 LED 41% 59%
SWEPCO 2015 LED 27% 27%
Entergy Arkansas 2015 LED 42% 52%
Entergy Arkansas 2015 | Standard CFL 57% 80%
SWEPCO 2015 CFL 58% 55%
PPL 2015 LED N/A 61%
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Cost-Effectiveness Findings

The Cadmus Team assessed cost-effectiveness using the following five tests, as defined by the California
Standard Practice Manual (except where modified as noted in this report):®

e Total Resource Cost Test (TRC)

e  Utility Cost Test (UCT)

e Ratepayer Impact Measure Test (RIM)
e Participant Cost Test (PART)

e Societal Cost Test (SCT)

DSMore takes hourly prices and hourly energy savings from specific measures installed through the
Lighting program and correlates them to 33 years of historic weather data. Using long-term weather
ensures that the model captures low-probability, high-consequence weather events, and appropriately
values these. As a result, the model produces an accurate evaluation of the demand-side efficiency
measure relative to other alternative supply options.

Key assumptions include the following:
e Discount Rate of 6.46% for all tests except the SCT, which used a 3.0% discount rate
e Line Losses of 5.72% for residential customers and 4.84% for business customers
e Summer peak occurring during the 16" hour of a July weekday, on average
e Avoided costs from the 2017 IRP, filed October 1, 2017

e Escalation rates for different costs occurring at the component level, with separate escalation
rates for fuel, capacity, generation, T&D, and customer rates carried out over 25 years

The Cadmus team used evaluation results as model inputs (e.g., PY18-specific Lighting program
participation counts, per-unit gross savings, NTG, NPSO). All PY18 inputs were entered into the model as
“Year 3” values, and the model discounted all costs back to 2016 values; so results are comparable
across program years.

The Cadmus team used measure-specific load shapes provided by Ameren Missouri to inform the model
when to apply savings for each measure over any given day. This ensured that the load shape for an end
use matched the system peak impacts of that end use, and provided the correct summer coincident
savings. The Cadmus team used measure lifetime assumptions and incremental costs from the Ameren
Missouri TRM or from the original Batch Tool provided with the Cycle 2 MEEIA filing.

25 California Standard Practice Manual: Economic Analysis of Demand-Side Programs and Projects. October 2001.
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The model also applied actual PY18 Ameren Missouri program costs. For the PY18 Lighting program,
Ameren Missouri’s costs included direct expenses for Lighting program administration and incentives, in
addition to a percentage of portfolio-level costs. Portfolio costs—including research and development,
EM&V, Educational Outreach, Portfolio Administration, Potential Study, and Data Tracking—were
allocated to each program based on the relative program benefits. The Cadmus team used cost data
through March 2019, as provided by Ameren Missouri.

Because the incremental costs of LEDs are negative (LEDs save money over their lifetime, relative to
inefficient alternatives), the Cadmus team incorporated the incentives for lighting measures as a
miscellaneous administrative cost and set the incremental costs to 0. For all programs, the team
included NPSO savings on a measure-by-measure basis (instead of as a percentage incorporated in the
NTG) which allowed DSMore to apply the correct load shape, incremental cost, and useful life to each
spillover measure.

Table 47 summarizes cost-effectiveness findings by test. Any benefit-cost score above 1.0 passed the
test as cost-effective. As shown, the Lighting program passed the UCT, TRC, and Societal tests. Because
the lifetime costs for participants are actually negative, the PART does not apply to this program.

Table 47. Cost-Effectiveness Results (PY18)

"~ progam | ucT | TRC | RM_| ST PART

RT
Lighting N/A
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Appendix A. End-Use Load Shapes and Coincidence

Factors

Appendix E
End-Use Category Energy Load Shapes
% Energy by Month
| Residential End-Use Category Load Shape
IMonth Building Shell |Cooling Freezer HVAC Lighti Miscell Pool Spa [Refrigeration |Water Heating
January 11.1297% 0.1200% 7.9579% 11.1297% 10.1182% 8.4893% 8.6451% 7.7053% 10.3527%
February 9.3077% 0.1100% 7.2518% 9.3077% 5.8441% 7.7366% 7.1145% 7.2169% 9.0720%
March 7.0042% 0.3130% 8.1080% 7.0042% 9.2879% 8.4863% 8.6052% 8.0272% 9.5543%
April 3.7116% 1.5047% 7.9918% 3.7116% 8.4645% 8.2144% 8.0702% 7.8752% 8.47595%
May 4.0888% 6.5410% 8.4083% 4.0888%| 7.9393% 3.4847% 8.6052% 8.5646% 8.3600%
June 10.3973% 21.0823% 8.5730% 10.3973%| 6.8508% 8.2122% 8.0702% 8.9112% 7.7065%
July 14.0100% 28.4780% 9.6095% 14.0100%| 6.7864% 8.4883% 8.6451% 9.4239% 6.7712%
August 13.3207% 27.0766% 9.6095% 13.3207%| 7.0565% 8.4840% 8.5653% 9.4212% 6.3688%
September 6.6759% 12.6605% 8.4277% 6.6755% 7.3792% 8.2136% 8.3032% 8.4971% 6.9373%
October 3.7011% 1.8472% 8.2582% 3.7011% 8.4539% 8.4869% 8.6052% 8.5653% 7.9644%
November 5.9593% 0.1444% 7.8465% 5.95593% 8.9880% 8.2122% 8.1088% 7.8717% 8.4752%
December 10.6937% 0.1222% 7.9579% 10.6937%| 9.8312% 8.4915% 8.6619% 7.9204% 9.9577%
End-Use Category Energy to Coincident Peak Demand Factors
Building Shell |Cooling Freezer HVAC Lighting |M'|soe||aneous IPooI Spa Refrigeration |Water Heating
0.0004660805]0.0005474181)0.0001685722]0.0004660805 0.0001492529' 0.0001148238|0.0002354-459 0.0001285253] 0.0000887318

Source: Ameren Missouri 2016-2018 Energy Efficiency Plan. MPSC file number EO-2015-0055
Appendix E

Appendix A. End-Use Load Shapes and Coincidence Factors
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Appendix B. Benchmarking Sources

Cadmus. Focus on Energy Calendar Year 2016 Evaluation Report, Volume Il. Presented to Public Service
Commission of Wisconsin, 2017.

Cadmus. 2015-2016 Utah Home Energy Savings Program Evaluation. Presented to Rocky Mountain
Power. 2017.

Cadmus. 2015 Demand-side Management Portfolio Evaluation Report. Presented to Indianapolis Power
and Light. 2016

Cadmus. 2015 Demand-side Management Portfolio Evaluation Report. Presented to Vectren Energy
Delivery of Indiana. 2016.

Cadmus. 2015 Demand-side Management Programs Evaluation Report. Presented to NIPSCO. 2016.

Cadmus. Annual Report to the Pennsylvania Public Utility Commission, Program Year 7. Presented to PPL
Electric Utilities. 2017

Cadmus. Annual Report to the Pennsylvania Public Utility Commission, Program Year 6. Presented to PPL
Electric Utilities. 2016

Cadmus. Energy Efficiency Portfolio Evaluation Report 2015 Program Year. Presented to Southwestern
Electric Power Company. 2016.

Cadmus. Entergy Final Energy Efficiency Portfolio Evaluation Report 2015 Program Year. Prepared for
Entergy Arkansas, Inc. 2016.

Navigant. GMO Evaluation, Measurement, and Verification Report: Program Year 2016. Presented to
KCP&L Greater Missouri Operations. 2017.
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Appendix C. Nonparticipant Spillover Qualification
Flow Charts
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FLOWCHARTS FOR DETERMINING LIKE NPSO

Criterion A: Familiarity with at least one Ameren Missouri program, rebate, or discount

C2. Have you ever seen or heard of the Ameren Missouri's energy efficiency programs?
C10. Are you aware that Ameren Missouri offers rebates and discounts for energy-saving equipment in your home?

c2 ——————»| FALSE
No, Don't Know or Refused

Does C2
orCl10=
Yes TRUE? No
TRUE
Yes
Cc10 — > FALSE Go to
No, Don't Know or Refused Criterion

Criterion B: At least one element of Ameren Missouri's program marketing and outreach motivated them to adopt the
measure

G13 (G19 for tune-ups). On a 1 to 4 scale, with 1 meaning “very important”, and 4 meaning “not at all important”, how
important was each of the following elements in your decision to purchase and install the measure?

A. Information about energy savings from Ameren Missouri's marketing or bill insert

B. Ameren Missouri’s marketing information from a contractor or retailer

C. Information from colleagues or friends who installed energy efficient equipment and received a rebate from Ameren Missouri
D. Past participation in an Ameren Missouri energy efficiency program

E. Information from the energy assessment conducted at your home through Ameren Missouri

G13 (G19
. Go to
for tune- Min 50% .
> —> R »| Criterion
ups). A, B, Response Savings c
C, D, and lor2 2
3, 4, Don't Know, Refused or Not Applicable 1

100%
Savings

A 4
Go to

Criterion
C




Criterion C: They had a valid reason for considering the adopted measure energy efficient (not for tune-ups)

G7. How do you know the measure is energy efficient?
1 =It's ENERGY STAR-certified, 2 = The retailer/dealer/contractor told me it was, 3 = Information about the product
from packaging, websites, etc., 4 = Other (please specify)

Go to
G7 Criterion
1, 2, 3 or Other (subjective) D

Other (subjective), Don't Know or Refused

Criterion D: They had not received a rebate from Ameren Missouri, had not tried to receive a rebate from Ameren
Missouri, and stated a valid reason for not applying for an Ameren Missouri measure rebate.

G12 (G18 for tune-ups). Why didn't you or your contractor apply for a rebate through Ameren Missouri for the measure?
1 =Iam still planning to apply, 2 = It was confusing, 3 = Just forgot about it, 4 = | wasn't sure my equipment qualified, 5 = | wanted a different
model that did not qualify, 6 = | applied but | did not receive a rebate, 7 = Other (please specify)

G12 (G18 Go to
for tune- Criterion
ups) 2, 3, 4, Other (subjective) E

1, 5,6, Other (subjective), Don't Know or Refused




Criterion E: They had a valid reason for deciding to install the measure

G8. Which of the following reasons best describe why you decided to install the measure?

1 =To save energy, 2 = To save money, 3 = To replace failing equipment, 4 = Needed to replace anyway, 5 = Liked the style, 6 = Was ready to
update,

G9. Which of the following reasons best describe why you chose an energy efficient version of the measure?

1 =To save energy, 2 = To save money, 3 = Liked the style, 4 = It had other features that | liked, 5 = It was the cheapest product available,

6 = It was the only option available, 7 = Other (please specify)

Go to

G8 > G9 ———p| Criterion
3, 4,5, 6,7, Other (subjective), 1, 2 or Other F
Don't Know or Refused (subjective)

1, 2 or Other (subjective) 3,4, 5, 6, Other (subjective),
Don't Know or Refused
Go to
Criterion
F

G17 (for tune-ups). Which of the following reasons best describe why you decided to install have the tune-up?
1 ="To save energy, 2 = To save money, 3 = To improve home comfort, 4 = It was part of routine maintenance,
5 = To make repairs or replacements, 6 = Other (please specify)

Go to

G17 "| criterion
1, 2 or Other (subjective) F

3, 4, 5, Other (subjective), Don’t Know or Refused

Criterion F: The adopted measure generated electric savings, not gas savings

F1. What type of heating equipment do you have in your home?
FA. |s your home heating electric or gas?
G1. Is your hot water heater electric or gas?

Does the
measure
save

electricity
?

Spillover
Included

Yes




CADMUS
Appendix D. Nonparticipant Spillover Data

Appendix D. Nonparticipant Spillover Data D-1



Messore nformation

Cadmus o
Dispasiton =D

Number

Crtrion & Familaitywithat esst one

Ameren Miszour

. Have you

programs?

program, rebate, o discount

0. ave you

crterion A
met? (vesto
Qorci)

CiterionC: They had  alid.

Critrion 0 They had notreceived a rsbate from Amren, and had

2 nformation
Sbout enersy

savings from
marking o bi

information

ecient
equipment and
received

ebate from
Ameren Missouri

Crterion®
metfor S0%.
saings? (ax
rating was 2)

Caterion &
met for 100%

sovnge? (M
rating was 1)

. How da you
know the
(messure] it
energyefcent?

(qualative
assessmnt)

crterion C et "5

12, why ddn'e
contractorapply Crterion D met?
forarsbate  (qualtative
through Ameren  sssessment)

Misouri for the

from Ameren
Misour?

(messurel? Imessurel?

Citerion &

Crnerton:

nstll the messure ot gassavings

energyeffident ™ot

imessurel?

Catrion . Cterion 8 met
forsox.

[
n

e water me
Sptem  Heating Fuel (depends

e messure)

Meetingl cteria

savings? (1
rating was

2

Crterion
metfor 100%
saings? (ax
rating was 1)

Information
ot the
product from To replace Window or
eigivle packaging, bidrtknow faiing walar Electric
co20 |comotete | faucet aerator 19]ves o TRUE i ease av | wenites. etc e v 0vou nac cevste | vaue|eovioment {70 cove enerow | vaue | condtioner |rurmace | stectic TRuE st ThuE
Gas
eigivie Roomair ta€s ENERGY Just forgot To improve cenalair | furace/bol
o319 |comolete [ourifer 2ves ves e |3 2 ese TRUE |staRcertfied | TRUE  |No ol aboutit Ta0Efcomfort heat fase |conditoner e TRUE ease ease
Furnace fan
with EClA
(Electronically To replace Gas
eigivle Commutated tses ENERGY faiing Centralair [ furnace/boil
hone |comotets | worons alves ves TRUE 3 ease tave |sranceries | taue|ves vec o eaist |eovioment |Toaveenerov| e |conditoner |er ac TRuE sase oaise
Learning or Gas
eigivle art contractor told Neededto Centralair | furnace/bol
oo |comotete | thermostar 12|ves ves TRUE 3 ease Ta0E|me twas e ves vec o st o cave money | 18UE | condiioner _Jer o oaise st oaise
Learning or Gas
eigivie “smart” ta€s ENERGY cenualair | fumace/bol
lzsse  |comolete |thermostat 12fne ves e |3 N ease TRUE |staRcertfied | TRUE  |No s TRUE |0 save enerey o waue |condoner e ease ease ease
[ have tried for
Information
aboutthe Ground- [ Ground-
Ground-saurce. product fro sourceor  [sourceor
elgivie or geothermal packaging, geothermal | geothermal
5526 |comolete 24 ves ves e |3 1 ese TRvE fumebsites. et e v g ease|Tosave mone of wnue |hestoumo |heatoumo |electric TRUE ease ease
Information
ot the
product from Gas
eigivle Roomair packaging, Centralair [ furnace/boil
o077 |comotete | ourifer 2fes ves TRUE 2 sase av | wenites. etc e v o] bontknow eaise |wite naccoos 1o ove money | tauefconditoner |er < TRuE st oaise
nformation
aboutthe
product from Ga:
elgivie packaging, To improve cenalair | furace/bol
o077 |comolete |showerhesd 11ves ves e |2 2 TRUE EALSE | websites etc e v 0| per'tknow easeJcomfort rosavemoney | 1UE|conditioner e ease ease ease
Learning or s
eigivle amart’ tses ENERGY Centralair | furnace/bol
o077 |comotete | thermostar 12|ves ves ue | 2 ThuE ealse |starconties | taue  [no o] bontknow ealse |10 cave eneroy ol vaue |condsioner |er o oaise sase oaise
K |wasnie™t
suremy.
eigivle contractor told equiment was ready to Centralair [ Electic
l6s0s | comotets | showerheas 17|ves ves oue | 3 ThuE EALSE | me itwas e v 0] uaiies e |uodate o save nerey | 106 |condiioner {turmace | ptectric TRuE TRuE oaise
eigivie Bath ta€s ENERGY Just forgot was ready to cenvalair | electic
los0s |comolete | faucet serator 19]ves ves e |2 N TRUE EASE |starcertiied | Tave [N ol aboutit TnuEfuocate Uked thestve | paise |condtoner |furnace |electric TRUE ese ease
| wasnae™t
Learning or suremy.
eigivie “smart” contractor old pment cenualair | electric
(o504 |comolete | thermostat 22ves ves e |2 3 TRuE EALSE | meitwa: e v 0louaied TRUE |0 save enerey of waue |condoner |tornace |etectric TRUE TRUE ease
Information
aboutthe [e——
Learning or product from suremy. Ithad other
eigivle smart packaging, equiment was readyto | features that! Centralair | lectic
w1y fcomotete | shermostat 12|ves ves TRUE 1 sase age | webites. etc e v 0| uaiies e |uodate ke oise|condtioner |rumace | stectric TRUE ease oaise
elgivie cenvralair 3 ENERGY new new cenualair | furace/bol
06 |comolete | conditioner 2s/no. ves e |3 2 ease TRUE |StaRcertied | TRUE |ves Mo outofstate ense fconstuction |construction fase |conditoner _|er = TRUE ease ease
Hotwater pipe.
insulaton for To replace
eigivle your hot water i€ ENERGY e was faiing Centralair | Airsource.
s |comotete | nester 20/ne ves ue | 1 ease Tave |stanceriies | taue |no 0] confusine 0 |eouioment |Tosaveenersv | 1aue|conaivioner | heat oumo | ptectrc TRUE sase ThuE
thad other.
elgivie Heatp 3 ENERGY twas Necdedto | features that Centralair | Airsource.
s |comolete [water heater 1fne ves e |3 2 ease TUE [StaRcertfied | TRUE  |No 0| confusine TRuE fse | conditioner | heatoumo|electric TRUE ease ease
The
To replace
elgivie cenvialair contractor told failng, cenuatair [ Don'tknow
ess2  |comolete | conitioner 2s/no. ves e |3 1 ese TRUE |meitwss e v 0ot know ease  |eovioment |Tossvemone|  Tave |conditoner |elecrc |ca: TRUE ease ease
Information
ot the [e——
product from suremy. Gas
eigivle packaging, equipment was ready to Centralair | furnace/boil
vise | comotets | showerheas 17|ves ves oue | N ThuE Ealse | webites erc e v 0| uaiies e |uodate ke the e | pa1se |condiioner |er o oaise ease oaise
Ithad other,
eigivie Roomair 3 ENERGY Just forgot Toimprove | features that centralair
cvara|comolete [ourifer 2ves ves e |3 1 ese TRUE |staRcertfied | TRUE  |No ol aboutit TRUE fort ke fase |conditioner [none |Gas TRUE ease ease
To replace
eigivle tses ENERGY 1ustforgot faiing centralair
enara | comotets | showerheas 17|ves ves oue | 1 ease Tave |stanceries | taue |no o abourir 00 |eovioment |Tosavemoney | 1aue |condivoner [none |gac oaise ease oaise
|wasnient Centralair | Airsource
suremy. conditoner Al | heat pump
eigivle s ENERGY equiment was ready to source heat | Eectric
ases | comotete | pootoumo afves ves oue |3 2 sase rave |sranceries | taue|ves No cunified e |uodate o save nerey | 106 [oumo fumace | stectric TRUE sase ThuE
nformation
aboutthe wasnzemt Centralair | Airsource.
product from suremy. conditoner Ai | heat pump
elgivie Kichen faucet packaging, equiment rsource heat | Eectric
masss | comolete 28] ves ves e |2 2 TRUE EALSE | websites etc e v 0|ouaiied TRUE |0 save enerey o waue  foumo fumace |etectric TRUE TRUE ease
Furnace fan
with EClA Centralair | Airsource.
(Electronically conditoner Al | heat pump
eigivle Commutated s ENERGY source heat | flectric
wnses | comotets | worons alves ves oue | 2 ThuE ealse |stapcentie | taue |vec Don't know of eaise |70 save monev ol vaue  foumo fumace | stectric TRUE ease oaise
centralair
Furnsce fan conditoner Ot
with ECM e e (please.
(Electronically specify): atic |Gas
elgivie Commutated contractor told Necded o fanformid | furace/bol
ccsto|comolete | moton) 9oon'tinow _|ves e |2 2 TRUE EALSE | meitwa: TRUE[pon'tknow g o s o save enerey | 1aUE e TRUE ese ease
i source
heatpump
Centralair | lectric
conditoner A | baseboard
elgivie Bath 3 ENERGY Didntknow source heat | heating
(656 |comolete | faucet serator 19]ves ves e |2 N TRUE EASE |starcertiied | Tave [N 0]couis T0E |0 save money. o waue  foumo ustem | etectric TRUE TRUE ease
i source
et pump
Centralair | lectric
conditoner A | baseboard
elgivie 3 ENERGY source heat | heating
o156 |comolete [oumo 21ves ves e |3 2 TRUE EASE|sTAcertfed |  TAUE |Don'tknow g of st |7ossve monev o wmue foumo ustem | etectric TRUE ease ease
Historcal
Learning or enerey bils Ga:
elgivie “smart” compared to cenualair | furace/bol
awss2  |comolete |thermostat 12|Dor'thnow |ves e |2 1 ese Tovefeureent T ves of st |7ossve monev o wnue |condiioner |er eause ease ease
| applied, but To replace
elgivie cenvialair aid notreceive failng, cenvalair | electic
ovsso | comolete | conditioner 25 Dor'thnow _|ves e |2 N TRuE EaLSE|pontknow se v 0larebate ease|eovioment [ Dot know fase |condtioner furnace |Gas TRUE ease ease
Tectric
Lanclord To replace Windowor [ baseboard
elgivie Landlord replacea failng, Landiord walar heating
3737 |comolete |showerhesd 11ves ves e |3 2 ese Tove finctliedit se v olbroken one nuefeavioment |bouentic fase |condtoner |sustem | electric TRUE ease ease
Information
aboutthe lwanted s
product from ithad other
eigivle packaging, that did not Was ready to | features that! Centralair | lectic
s |comotets | showerheas 17|ves o Toue s 1 sase ave | wenites. etc e v ol uaiy sase ke st |condtioner |rumace | stectric TRUE ease oaise
nformation
aboutthe
product from Ga:
elgivie Kichen faucet packaging, cenalair | furace/bol
o743 | comler serstor 28] ves ves e |2 2 ese TavE fmebsites. et e v 0| per'tknow ease[Tosave money. of wnue |condiioner |er ease ease ease
Information
ot the
product from Gas
eigivle packaging, Centralair [ furnace/boil
o042 |comotete | faucet aerator 19]ves ves oue | 2 ThuE EalSE | webites erc e |no o] bontknow eatse |10 save eneroy ol vaue |condsioner |er o oaise ease faise
ewas the oy Gas
elgivie Kichen faucet option cenualair | furace/bol
rss7 | comolete 28] ves ontinow | tRUE |3 2 ese TRUE|Don'tknow se v 0| per'tknow ease  [oon'tknow |svaisble e |conditoner | ease ease ease
eigivle om Centralair | furnace/bol
irso7 | comotete | faucet aerator 19]ves ontinow | 1aue 2 ease TaUE__[Don't know s [no 0] bontknow eaise  |pontinow |rocmeenerow | taue fcondmioner |er o oaise ease oaise
Learning or Gas
elgivie “smart” 3 ENERGY cenalair | fumace/bol
57 |comolete | thermostat 22ves ontinow | tRvE |2 3 ese TvE |staRcertfied | TRUE  |No 0ot know Ease|Tosave enerey o waue |condtoner e eause ease ease
Ga:
furnaceboil
They insulated er other
Hotwater pipe. with the roof [ To make our (please.
insulaton for andupper | home more specify)sout
elgivie vour hot water 3 ENERGY Justforgot room eficienty ool Centralair | door woor
enssa |comolete | neater 20ves ves e |3 2 TRUE EASE |starcerted | Tve [N ol aboutit taUE  finsuistion {sndwarm fse | conditioner _|boilerGas | electric TRUE ease ease
| wasnae™t
suremy. ithad other Ga:
elgivie 3 ENERGY equiment Necdedto | features that! cenalair | furace/bol
wres  |comolete |showerhesd 11ves ves e |2 3 TRUE EASE |starcertiied | Tave [N 0louaied TRUE et |conditioner e ease ease ease
| wasnae™t
Learning or suremy. cas
elgivie “smart” 3 ENERGY equiment was ready to cenalair | furace/bol
wres  |comolete |thermostat 22ves ves e |2 3 TRUE EASE |stAcentied | Tove |ves Mo oualfied TnuEfuocate Tosaveenerey | 1RUE|conditioner e ease ease ease
Learning or Gas
eigivle amart’ tses ENERGY Centralair | furnace/bol
oo |comotete | thermostar 12| on'tknow | ves oue | 2 ThuE eaise |stapcenties | taue |ves vec of eaise |70 save monev ol vaue |condsioner |er < oaise ease oaise
nformation
aboutthe
product from To replace Ga:
elgivie Kichen faucet packaging, failng, cenalair | furace/bol
oo o - asli s 2 R YT PR ST alocii P T T £ s EAE P EAE




Account

Messore nformation

Cadmus o
Dispasiton =D

Number

Crtrion & Familaitywithat esst one

Criterion C: They had  vaid

Critrion 0 They had notreceived a rsbate from Amren, and had

Caterion &

Crnerton

Ameren Missour program, rebate, or discount

0. e you

Cotmyou Aol

heard o
Missous

2 nformation

meren
Misour offers  Crierion A

nd  met? (vesto
ihing or il

information

Crterion®
metfor S0%.
saings? (ax
rating was 2)

Citerion 8 €7, How do you
metfor 100%  know the
efcient

(messure it

sovngs? (M
) enersyeficent?

cqipmntsnd retng s
received 3 *

through Ameren
Wissours

ebate from

criterion ¢ met? "

(quaative
assessmnt)

12, why ddn'e
forarebate

poly Criterion D met?

ssessment)

Install the messure

B Whichofthe  WHihofthe
Critrion € met?
3 Cooling System

verionof s

(et measurere

ot gassavings

Hesting
System

Meetingl cteria

Citerion £ Coteron 8 met. Cteron's
forsox  metfor 100%

[

[
n

e messure)

savings? (Max _ saings? (ax

rating was 2

rating was 1)

| wasnae™t
Learning or suremy. cas
elgivie “smart” 3 ENERGY equiment was ready to cenualair | furace/bol
o203 |comolete | thermostat 22ves ves e |n 1 N N ese TRvE |staRcertfied | tRUE  |No 0|ouaiied TRuE|uodate Tosaveenerey | 1RUE |conditioner er eause ese ease
ithad other
eigivle Ktchen faucet tses ENERGY was ready to | features that! Centralair | lectic
ross | comotete 18]ves ves mue o o > o ThuE Al |stacontiies | taue  [no 0] bontknow ealse|uodare ke st |condtioner |rumace | stectric TRUE ease oaise
nformation
Hotwater pipe. aboutthe | wasnsent twas the
insulaton for product from suremy. cheapest
eigivie vour hot water packaging, equiment Neededto [ product cenvalair | electric
cress  |comolete | neater 20ves ves e |3 1 i N ease TRvE |mebsites. et e |no 0|ouaified TRUE fse |conditioner |fornace | electric TRUE ese ease
Furmace fan
with EClA he [e——
(Electronically suremy.
eigivle Commutated contractor told ipment Centralair | lectic
eross | comotets | morons alves ves moue |3 o > o ease TRUE|me twae e v 0| uaiies 00|70 save enerey of vaue |condnioner |rumace |stectric TRUE ease ThuE
nformation
aboutthe i source
product from heatpump,
elgivie Roomair packaging, To improve Airsource | lectric
aws77 |comolete [ourifer 2ves ves e |2 2 2 2 TauE EALSE | webites et e |no 0|er'tknow easeJcomfort Uked theste | paise |hestoumo |furnace |electric TRUE ease ease
i source
et pump
elgivie contractor told contractor said Necded o Airsource | Electric
avs77 | comolete [oumo 21ves ves e |2 2 2 2 TauE EALSE | meitwa: e |no ot dign't ous ease Tossvemoney | 7RUE |hestoumo [furmace |etectric TRUE ese ease
To replace
eigivle faiing Centralair | Electic
eers  |comotets | showerheas 17|ves ves ave |3 1 ' ' ease oue foortiromvou | saise  [no olcotittromuos | eaise  |eovioment {10 coveenerov | vaue | condtioner |rurmace | stectric TRUE ease oaise
Information
aboutthe | wasnsent
product from suremy.
elgivie Kichen faucet packaging, equiment Centralair | Bectic
esrs | comoer serstor 28] ves ves e |3 1 i i ese TRUE |websites et e |no 0|ouaiied TRUE|Tosave enerey of waue |condoner |tornace |etectric TRUE ease TRUE
twas the only
eigivle s ENERGY Neededto  [option Centralair [ Electic
eers  |comotete |faucet aerator 19]ves ves oue |3 1 ' > st Tave |stanceries | taue |no o] bontknow sase st |condtioner |rumace | stectric TRuE ease oaise
Toreplace | Itwas theonly
eigivie Roomair 3 ENERGY failng, option cenvalair | electric
cnrso |comolete | conditioner afves o e |3 3 2 2 ese TRvE |staRcertfied | TRUE  |No 0|er'tknow ease |eavioment |svaible fse |conditioner |fornace | electric TRUE ese ease
eigivle s ENERGY Centralair | lectic
enrso | comotets |showerheas 17|ves o ove |3 3 5 5 ease tove |stanceries | taue |no o] bontknow eaise |10 save money. of vaue |condnioner |rumace |etectric TRuE ease oaise
nformation
aboutthe
oduct fro
Eigivie Kichen faucet packaging, cenuatair | electric
cnrso | comolete 28] ves o e |3 3 2 i ese TRUE |websits e |no 0| en'tknow ease|Tosave money. of waue |condoner |tornace |etectric TRUE ese ease
Information
ot the
product from To replace Gas
eigivle Ktchen faucet packaging, 1ustforgot faiing Centralair [ furnace/boil
nsos | comotete 18]ves ves oue | s ' B ease av | wenites. etc e v o ahourir 00 |eovioment | unctionsiing sa1st | conitoner |er ac oaise ease oaise
Hotwater pipe. e
insulaton for Ga:
elgivie vour hot water contractor told Justforgot cenalair | furace/bol
enso | comoet . 20ves ves e |2 N i 4 ease TRUE |meitwss e |no bout it TRUE | Tosave enerey of wnue |condiioner |er ease ease ease
Information
ot the
Learning or product from Gas
eigivle smart packaging, To improve Centralair | furnace/bol
insos |comotete | thermostar 12|ves ves oue | o > 3 ease av | webites etc | bontknow q o st |comfor o cave money | 180E | condiioner _Jer o s sase oaise
Hotwater pipe. e
insulaton for To replace Ga:
eigivie vour hot water contractor told oid not know | failng, cenalair | furace/bol
iz |comolete |neater 20ves ves e |2 o N o TauE EALSE | meitwa: e |no 0]couis TRUE_|eovioment |Tosaveenerev|  TRUE |conditoner |er eause ease ease
Information
aboutthe Centralaic
product from conditoner Al |Gas
eigivle Roomair packaging, 1ustforgot source heat | furnace/boil
5017 |comotete [ ourifer 2fes ves oue |3 > B N ThuE EalSE | webites erc e v o abourir T8 |neattscencons [ ikeathectve | eatse oumo e < TRUE ease s
he |wasnient Centralair
suremy. conditoner Al |Gas
eigivle contractor told ipment Needed to - source heat | furnace/boll
(5017 |comotets | showerheas 17|ves ves moue |3 2 N N ThuE EALSE | me itwas e v 0| uaiies ThuE 10 save money | 1a0E[oumo e Gac oaise ease s
ther
(please.
[e—— Hwasthe specify)
suremy. cheapes Windowor [ space
eigivle m s ENERGY ipment To improve duct walar heaterslect
623 |comotete | conaianer e ves oue | 3 N > ThuE Al |stacorties | taue  |no 0| uaiies | comfort uniabie oSt | conditioner eiecrc TRUE ease oaise
Learning or ithad other Gas
elgivie “smart” 3 ENERGY Necdedto | features that! cenualair | furace/bol
oo7ss  |comolete |thermostat 22ves ves e |2 2 n 2 TauE EASE |starcetiied | Tave [N 0|en'tknow ease fase | conditioner eause ese ease
The
Ga:
elgivie cenvralair contractor old cenualair | furace/bol
oo7ss |comolete | conditioner 25]ves ves e |2 3 2 2 TauE EALSE | meitwa: ThuE|ves ves of st |Tossveenerey o waue |condtoner e TRUE ease ease
Information
ot the
product from Gas
eigivle packaging, 1ustforgot Centralair | furnace/boil
ovier | comotets | showerheas 17|ves ves mue o 1 b N st ave | wenites etc e v o abourir 00|70 save enerey ol vaue |condoner e ac oaise ease s
nformation
aboutthe
product from Lanclord To replace Windowor | Gas
elgivie Roomair packaging, purchased the failng, walar furnaceboil
916 |comolete | conditioner sfves ves e |2 N N 2 TauE EALSE | websites etc e |no 0] eovioment ease  |eovioment  |Tosaveenerev |  tauE |condtoner |er TRUE ese ease
Information
ot the
product from Gas
eigivle packaging, Centralair [ furnace/boil
awia> | comotets | showerheas 17|ves ves ue|> 3 B > ThuE EaLSE | webtes en e v o] bontknow eaise |10 save money. ol vaue |condsioner |er o oaise ease oaise
nformation
aboutthe
product fro Ga:
elgivie Bath packaging, cenualair | furace/bol
swaz  |comolete |faucet serator 19]ves ves e |2 3 2 2 TauE EALSE | webites et e |no 0|or'tknow Ease|Tosave enerey o waue |conditioner ease ese ease
Information
Hotwater pipe. ot the
insulaton for product from Gas
eigivle your hot water packaging, Centralair [ furnace/boil
swiar  |comotete | nester 20 ves ves oue | 3 B N ThuE EalSE | webites erc e v o] bontknow ealse |10 cave eneroy ol vaue |condoner e < oaise ease oaise
Eectric
furnace
other
Information (please
aboutthe | wasnsent specify)
product from suremy. To replace jo0d
elgivie packaging, equiment failng Centralair [ buring
oesos | comolete _|showerhesd 1lne ves e |3 2 2 2 TauE EALSE | webites et e |no 0louaified TRUE|eouioment |Tosaveenersy | 1R |conditoner TRUE TRUE ease
[ Kichen faucet Vou sent t o Centralair | Eectic
oc2s0 | comolete 18/no. ves e |3 1 i i ese TRUE fmy house se v 0|en'tknow Ease|Tosave enerey of wnue |condoner |tornace |etectric TRUE ese ease
Hotwater pipe.
insulaton for | ot package
eigivle your hot water for Ameren on Centralair | lectic
bo200 |comotete | neater 20/n0 ves moue |3 1 ' ' st Tave fonic s [no o] bontknow ealse |10 cave eneroy of vaue |condtioner |rumace |etectric TRUE ease s
Learningor
elgivie “smart” 3 ENERGY Centralair [ Bectic
oc2s0 |comolete | thermostat 12fne ves e |3 1 i i ese TRvE |StaRcertiies | TRUE  |No 0|or'tknow ease|Tosave money. of waue |condoner |tornace |etectric TRUE ese ease
Information
ot the [e——
product from suremy. Gas
eigivle Centealair packagin, ipment was ready to Centralair | furnace/boil
fco0r |comotete | conaimaner 25/n0 ves moue |3 > N > ease av | wenites etc e v 0] uaiies e |uodate o save nerey | 1806 |condiioner _Jer < TRUE ease ThuE
|wasnient
suremy. Ithad other Gas
eigivle Roomair s ENERGY ipment Toimprove |features that! Centralair | furnace/bol
cr38 |comotete | ourifer 2fes ves oue | > > > ThuE Al |stacontiies | taue  [no 0| uaiies | comfort ke sa1st | conitoner _|er ac TRUE ease s
nformation
aboutthe | wasnsent
product from suremy. Toreplace | 1thad ather Ga:
elgivie packaging, equiment failng, features that1 cenalair | furace/bol
crre |comolete |showerhesd 11ves ves e |2 2 2 2 TauE EALSE | websites etc e |no 0louaified TRUE|eovioment | iked £t |conditoner _|er a: ease ese ease
ther
(please
ithad other specify)
eigivle s ENERGY Neededto | features that! Centralair | forced hot
usso |comotets | showerheas 17|ves o ue|> N > 5 ThuE Al |staconties | taue  |no o] st uotine ease oaise  |condnioner |airGas |cac oaise ease oaise
Other
(please.
specify
Elgible Kichen faucet 3 ENERGY Was ready to Centralair | forced hot
ensso |comolete [serstor 28] ves o e |2 2 N 2 TauE EASE|sTAcertfied | TAUE |Don'tknow g of st uogate Ukedtheste | paise |condtoner |siGes |ca: ease ease ease
Learmingor Gas
eigivle amart’ tses ENERGY Neededto Centralair | furnace/bol
oosse |comotete | thermostar 12No ves moue |3 1 > ' ease Tave |starcertties | 1aUE | pon'tknow q o s o cave money | 18UE | condioner _Jer ac oaise ease oaise
nformation
aboutthe Eectric
product from Windowor | baseboard
elgivie packaging, walair heating
g1 | comoer Showerhead 1lne ves e |3 o 2 N TauE EALSE | websites etc TRUE_|on'tknow g of st |7ossve monev o waue fcondioner |suser ekectric TRUE ease ease
Furnace fan
(Electronically Gas
eigivle Commutat s ENERGY nstalled mysel| Centralair | furnace/bol
ase | comotete | morons alves ves moue |3 > ' > st Tave |stanceries | taue |no o] st ousiy eatse |10 save eneroy ol vaue |condsioner |er ac TRUE ease s
Installed mysel| Gas
elgivie cenvialair 3 ENERGY notbya cenalair | furace/bol
isso |comolete | conditioner 25]ves ves e |2 1 N 2 ese TRvE |staRcertfied | tRUE  |No o] contractor Ease|Tosave enerey of wnue |condiioner |er a: TRUE ease ease
eigivle tses ENERGY 1ustforgot Centralair | furnace/bol
s gy Roued L " e U . L L EASE s lomscennes | one o RS b7 o i FASE EASE FASE




ot : Famtnty i st s ane Coteron C: They had avalld | Criteron O They had not recived a rebate from Ameren, andhad [ P

Ameren Missour program, rebate, or discount install the measure ot gassavings

Mesure information

 normation
2 nformation ) Ameren s o nformation 12 why de 8. Whih o he
i | | g [ e | e | Clton | cltend | C.ow do you et i B | W e Cteron met?
met? (s o infr T ) forarebate  (qualtaiee  descrbe why (qualtstive
sadogs? | susingst M | (sl @ || el || creditior T hrough Ameren  assessment) you decidedto VLN spigmeny)
rtingwas2) ratingwas 1) energyefficient? i = © enersyefcent
Misour for the sl e e
(messurel? 1

whch ot he
ars oteuing
esiea ebte 1. id o rensns bt citatont | crtmtanBmet | Crtriond

reome | Cotm | e e = e et Cne? o, or 1 cosin s contogopen | etios Wt o lrson matior o
Disposition Number B o System | Weatiog Foel | (depends on || saviegs? (Max | savings? (Wsx
-

oma energyeficiency _your home
program

sl rebatefom

through Ameren
e Missout
Vour hame 2 Ameren Miscouri

p—
{messurel?

Hotwater pipe. e
insulaton for Ga:
eigivie vour hot water contractor told Just forgot cenualair | fumace/bol
asos  |comolete | neater 20ves o e |3 i 1 i i ese TRUE |meitwss e |no ol aboutit TRUE | Tosave enerey of waue |condtoner e Ga: ease ese ease
Information
about
Learning or product from Gas
eigivle smart’ packaging, e was Centralair | furnace/bol
a60s | comotete | shermoseat 12|ves o moue |3 1 1 ' ' ease av | webites. etc e ves No confusine 0|70 save enerey ol vaue |condsioner |er ac oaise ease oaise
Furnsce fan
with ECM
(Electroically cas
eigivie commutated cenalair | furace/bol
et |comolete | moton 9lves o e |2 2 3 2 2 TauE EASE|pontknow se v 0ot know ease  [pontnow |Tossveenere |  taue |conditoner |er Ga: TRUE ese ease
To replace Gas
eigivle Centealair faiing Centralair [ furnace/boil
e |comotete |conaimaner 25 ves o oue | 3 s 3 3 ThuE EALSE |newunit s [no o] bontknow eaise  |covioment |10 ove money | vaue |condiioner |er ac TRuE ease oaise
Learning or -
eigivie “smart” ta€s ENERGY cenalair | furace/bol
oas0s |comolete | thermostat 22lves ves e |2 2 2 2 2 TauE EASE |stAcertied | Tove |ves ves of st |Tossveenerey of wnue |condiioner |er Ga: ease ese ease
Ga:
elgivie cenvralair contractor told Necded o cenualair | fumace/bol
oasos | comolete | conditioner 25]ves ves e |2 2 2 2 2 TauE EALSE | meitwa: ThuE|ves ves o s o saveenerey | 1UE|conditioner e Ga: TRUE ease ease
To replace s
eigivle Centrslair tses ENERGY faiing Centralair [ furnace/boil
ooss | comotete | conaianer 25 ves ves oue | 1 1 3 3 st tave |sranceries | taue|ves vec o east |eoviomen |Toaveenerov| e |conditoner |er ac TRUE ease s
Centralair
To replace conditoner Al
eigivle or geothermal contractor told faiing source heat | Airsource.
vy |comotete | net oumo 24 ves ves Tue|n 1 1 N N ease TRUE|me twas e ves Dot know ol st |eovioment |Toswemones| 1eue oumo heatoum | 6ac TRUE ease oaise
The Centralair
To replace conditoner Al
eigivle Centrslair contractor told faiing source heat | Airsource.
vy |comotete | conaianer 25 ves ves mue|n 1 1 N N ease TRUE|me twas | bontknow q ol st |eovioment |Toswemones| reue oumo hentoumo | 6ac TRUE ease oaise
Furnsce fan nformation
with ECM aboutthe
(Electronically product from Ga:
Elgible commutated packaging, Contractor may| Necded o cenalair | furace/bol
ensss |comolete | moton) 9lves ves e |2 2 3 n 4 TauE EALSE | websites etc e |no o|have ease o saveenerey | 1UE|conditioner e Ga: TRUE ease ease
The
Learning or Ttwas the only cas
elgivie “smart” contractor told Contractor may| Neededto  [option cenualair | furace/bol
ensss  |comolete | thermostat 22ves ves e |3 i N 2 N ese TRUE |meitwes e |no o|have ease fase |conditoner _|er Ga: eause ese ease
The
twas the only cas
eigivie cenvialair contractor told Contractor may| Neededto  [option cenalair | furace/bol
ensss |comolete | conditioner 25]ves ves e |2 2 3 n 4 TauE EALSE | meitwa: e |no o|have ease e |conditioner | Ga: TRUE ese ease
lwanted s
eigivle Centealair s ENERGY that did not Centralair | lectic
o005 |comotete | conaianer 25 ves ves mue|n N N N > ThuE Al |staconties | taue  |no ol uaity ealse |10 cave eneroy of vaue |condtioner |rumace |stectric TRUE ease oaise
he
Learning or
eigivle smart contractor told Centralair | lectic
Mo1r  |comotete | shermostat 12No ves mue|n 1 N 3 N ease TRUE | me twas | bontknow q of eaise |70 save monev of vaue |condtioner |rumace |stectric TRUE ease oaise
The
Toreplace  [Deater
eigivle Centrslair contractor told faiing recommendati Centralair | lectic
Mos» |comotete |conaianer 25/n0 ves mue|n 1 N 3 N ease TRUE|me twae e ves Don'tknow o st |eovioment fon s |condtioner |rumace | stectic TRUE ease s
wanted s
To replace Ga:
elgivie 3 ENERGY thatdid not failng, Airsource | furnace/boll
oviz |comolete [oumo 21ves ves e |3 i 1 i i ease TRvE |staRcertfied | tRUE  |No olouai ease  |eovoment  [Tosvemonev|  tave |hestoumo |er Ga: eause ease ease
eigivle Centealair s ENERGY Centralair | Airsource.
iazrs | comotete |conamaner 25 ves o moue |3 1 > ' ' ease Tave |stanceries | taue |no o] bontknow ealse |10 cave eneroy of vaue |condtioner |hearoumn |cac TRUE ease oaise
eigivle contractor told 1ustforgot was ready to Centralair [ Electic
(vea7 |comotets |showerheas 17|ves ves ave |3 1 1 ' ' ease TRUE | me twas e v o abourir e |uodate o ave ner | 106 |condiioner |furmace | plectric TRUE ease ThuE
Centralair
conditoner,0
uctess or min-
spitheat
pump Other
lease
specify: put
3new
Mitsubishi
yper heat
pumps nto
have zon
comort.
efficency and
stilhave
working [ Ductessor
centralair and | mink-spit
contractors. ooy of mine. resistance | heat pump
eigivie 3 ENERGY ome sma It willnever heat forced ai | Eectric
0700 |comolete | pocioumo. afves ves e |n n 1 2 n ease TRUE |staRcertfied | TRUE  |No 0]company ense  foaviorisel |Tosmeeners |  Tave |svstem furnace |etectric TRUE ease ease
Centralaic
conditoner.>
| use Fire and uctess or mini
Ice heating and spitheat
cooiin pump Other
oecause ke (please
them and they specify): put
are notan 3 new
approved Mitsubishi
dealer yper heat
sasicaly 55 pumpsinto
o have zoned
i aspecial fortand
roup of efficency and
preferred il have my
Information companes workin Ductess or
ot the Spent 510,000 central i and | mink spit
Learning or product from for 30 plus resistance [ heat pump
eigivle smart packaging, SecR and got et forced i | Eectric
(0720 |comotete | thermosear 12|ves ves Toue s o 1 o b ease Tave |websites otc e v aworsig i ealse |10 cave eneroy ol vauefoem fumace | stectric TauE ease fause
nformation
aboutthe wasnzemt twas the
product from suremy. Toreplace  |chespest Ga:
elgivie packaging, equiment failng product cenualair | furace/bol
7 |comolete {pocioumo. afves ves e |2 N N N N TauE EALSE | websites etc e |no 0|ouaified TRUE_|eouioment |svable e |conditoner | ekectric TRUE ese ease
Information
ot the
product from
eigivle packaging, Centralair [ Electic
6340 |comotets | showerheas 17|ves ves ave |3 1 1 ' ' ease ag | wenites etc e v o] bontknow eaise |10 save money. of vaue |condtioner |rumace |stectric TRUE ease oaise
Furnsce fan
with ECM e
(Electroically Toreplace | Itwas the only cas
Elgible Commutated contractor old failng option cenalair | furace/bol
535 |comolete | moton) 9lves ontinow | TRUE |2 i 2 2 2 ese TRUE |meitwss e |no 0|or'tknow ease |eovioment |svaible et |conditioner e Ga: TRUE ese ease
Information
about
Learning or product from To replace Gas
eigivle smart packaging, fiing. Centralair [ furnace/boil
535 |comotete | thermosear 12|ves ontinow | e > > > > > ThuE EalSE | webites erc e v o] bontknow eaise  |covioment |10 v money | taue fconioner |er ac oaise ease s
To replace Gas
eigivle Centrslair contractor told faiing Centralair [ furnace/boil
rs3s | comotete | conaianer 25 ves ontinow | e > > > > > ThuE EALSE | me itwas e v o] bontknow eaise | covioment | pontknow sa1st | conditoner _|er ac TRUE ease oaise
nformation
aboutthe | wasnsent
product from suremy. twas the only cas
elgivie cenvralair packaging, equiment Neededto  [option cenalair | furace/bol
fwiz2  |comolete | conitioner 25]ves ves e |3 2 2 2 2 TauE EALSE | websites etc e |no 0louaified TRUE fase | conditoner | Ga: TRUE ese ease
Information
ot the
product from
eigivle Ktchen faucet packaging, Was ready to Centralair [ Electic
ress |comotete | secator 18]ves ves oue | > o o N ThuE EaLSE | webites erc e v o] bontknow eaise|uodare tkedthesnie | oa1se |condoner |rurnace | stectric TRUE ease s
he
Gas
eigivle Centrslair contractor told Neededto Centralair | furnace/bol
reso  |comotete | conaimaner 25| Don'tnow | ves oue | > > N N ThuE EALSE | me itwas e ves vec o s o save nerey | 180E | condiioner _Jer ac TRUE ease s
The
Gas
eigivle contractor told 1ustforgot was ready to Centralair | furnace/bol
osasn | comotets | showerheas 17| oot know | ves moue |3 1 N N N ease TRUE | me twae e v o abourir e |uodate tkedthe e | pa1se |condiioner |er ac oaise ease oaise
nformation
aboutthe wanted s
Learning or product from Toreplace | 1thad ather Ga:
elgivie “smart” packaging, that cid not failng, features that cenalair | furace/bol
10 |comolete | thermostat 22ves ves e |2 2 N 2 4 TauE EALSE | websites etc e |no olouai ease|eovioment [liked e |conditioner | ekectric eause ease eause
The
To replace Ga:
elgivie cenvialair contractor told Didnac™tknow| failng, cenalair | furace/bol
ovi2  |comolete | conditioner 25]ves o e |2 2 1 o i ese TRUE |meitwes e |no 0] e couig TRUE_|eovioment |Tosavemones|  TRUE |conditoner |er Ga: TRUE ease TRUE
| wasnae™t
suremy. cas
elgivie 3 ENERGY equiment Necded o cenalair | furace/bol
o35 |comolete |showerhesd 11ves ves e |2 2 2 2 2 TauE EASE |stAcentfied |  Tove |ves Mo cualfied TRUE Tosavemoney | 1RUE |condiioner e Ga: ease ese ease
| wasnaent
suremy. ithad other Ga:
elgivie Bathroom 3 ENERGY equiment Necdedto | features that! cenalair | furace/bol
ez o fausiaciaig It s a0 s opecnnes | e A iizg o £ s EAE A £




Messure nformation

Cadmus
Dispoiton

Nomber

Critrion & Familsiy with st esst one
Ameren Missour program, rebate, or discount

2 Haveyou
Missourofe
rebstes

s Coeron A
nd et (esto

Your hame 2

CitrionC: They had  alld.

Crteion : They had notreciveda rebatefrom Ameren, and had

2 mformation

) Ameren
Wisso

 inormation
o nformation
@past trom the ener
partcpation n an
eren Missourt
energyeficiency your home
recived . program  through Ameren
abate rom Missout
Ameren Miscouri

Crterion

fors0%.
savings? (Vs
ratingwas 2)

crterion &
met for 1

. sovings? (M
rating was 1)

o0

. Howdoyou
know the
{messurel it

sssessment)
enersyefcent?

discount, o tax
crodit for

p—

Coteron C ety "EWRATEBtE, GIL
(qualtatve

oid you

G12.why de
you oryour
contractor s
for a rebate

Py Criteron D met?
it

e
sssessment)

crterion &

8. Which o the
following
ressons best
descrve why
You decided to
et
Imeasurel?

install the measure

Whih o the
following

{messurel?

Caterion € met?
(qualtstive
a—)

Crterion:

Cooling System

Hesting
Spte

wat
Hesting Fuel (de
the measore)

pencs on

Crterion £ Coiterion 8 met
3 fors0%.

savings? (ax
rating was )

Crterion
metfor 100%
savings? (Vx|
atingwas 1)

Electric
furnace
(please.
specify)
ithad other 004
eigivle ai tses ENERGY 1ustforgot Toimprove |features that! Centralaic
coss |comotete | ourifer 2fes ves oue | 1 3 3 sase tave |stanceries | taue |no o ahourir | comfort ke oSt | conditioner eiecrc TRUE ease oaise
Information
Hotwater pipe. about
insulaton for product from
eigivle your hot water packaging, House had Centralaic
coss |comotete | neater 20 ves ves ue | 2 3 5 ThuE EalSE | webites erc e v 0l fooded eaise |10 save money. ol vaue |condtioner eiecrc TRUE ease oaise
Learning or
eigivle smart’ tses ENERGY 1ustforgot centralair
ioss |comotete | thermostar 12|ves ves oue | 2 3 4 ThuE false |stacortiies | taue  [no o ahourir T80T save money ol vaue |condnioner eiecrc TRUE TRUE oaise
nformation
aboutthe
Learning or product from Ga:
eigivie “smart” packaging, cenalair | furace/bol
272 |comolete |thermostat 12|Dor'thnow |ves e |3 2 N 2 TRUE EALSE | websites etc TRuE_|on'tknow g of st |7ossve monev of wnue |condiioner |er a: ease ease ease
eigivle Centralair | furnace/bol
inase  |comotets | showerheas 17|ves o oue | 2 > 5 ThuE EalsE | pon'tknow eaise [pontinow q ol st |oontinow |ukestmesve | eaise |congitoner |er ac oaise sase oaise
Gas
eigivie Bath cenalair | fumace/bol
enase |comolete |faucet serator 19]ves o e |2 2 2 2 TRUE EASE|pontknow ease[pon'tknow g o st |oontknow |pon'tknon fse |conditoner _|er a: ease ease ease
Information
ot the
Learning or product from Gas
eigivle smart’ packaging, Centralair [ furnace/boil
iwioss |comotete | thermostar 12|ves ves oue |3 3 3 N ThuE EalSE | webites erc e ves vec of eaise |70 save monev ol vaue |condsioner |er ac oaise ease oaise
nformation
aboutthe | wasnsent
product from suremy. Toreplace | 1thad ather Ga:
eigivie packaging, equiment failng, features that 1 cenualair | furace/bol
voes | comler Showerhead 1lne ves Toue s 2 2 i ese TRUE |mebsites. et e |no 0|ouaiied TRUE|eovioment | iked £ |conditoner _|er a: ease ease ease
Information
ot the [e——
product from suremy. Ithad other Gas
eigivle Ktchen faucet packaging, equipment Neededto |festures that Centralair | furnace/bol
vogs | comotete | secator 180 ves oue | 2 3 1 sase ave | webites etc e v 0| uaiies ThuE oSt |condioner |er ac oaise ease oaise
eigivie 3 ENERGY Just forgot cenualair | electric
0620 |comolete | conditioner sfves o e |3 1 i i ease TRUE [staRcertfied | TRUE  |No ol aboutit TRUE|Tosave enerey of waue |condoner |tornace |etectric TRUE ease TRUE
| wasnae™t
suremy.
elgivie Roomair 3 ENERGY equiment cenvalair | lectic
o2 | comler ourifer 2ves o e |3 1 i i ease TRUE |StaRcertfied | TRUE  |No 0|ouaiied TRUE | Tosave enerey of waue |condoner |tornace |etectric TRUE ease TRUE
Information
Hotwater pipe. out the [e——
insulaton for product from suremy.
eigivle your hot water packaging, equiment Centralair | lectic
0620 |comotete | nester 20 ves o mave |3 1 5 1 ease ave|wenites etc e v 0| uaiies 00|70 save enerey of vaue |condtioner |rumace |stectric TRUE sase ThuE
nformation
aboutthe
product fro o clean theair| Ga:
eigivie Roomair packaging, Just forgot auilty i the cenalair | furace/bol
oasss |comolete [ourifer 2o ves Tue s 2 o 2 TRUE EALSE | websites e |no ol aboutit TRUE Tosavemonev | 1UE | condiioner a: TRUE TRUE ease
Information
ot the
product from Did some Gas
eigivle packagin, was readyto [ home Centralair | furnace/bol
oass | comotets | showerheas 17No ves oue | o 1 o ease ave | wenites. etc e v o] bontknow ealse|uodare imoroemente | ea1Se | conditoner _|er < oaise ease oaise
To replace Gas
elgivie Heat pump 3 ENERGY failng, cenualair | furace/bol
oasas | comlet water heater 1fne ves e |3 2 i i ease TRUE [staRcertfied | TRUE  |No 0| per'tknow ease  |eovioment  |Tosavemonev|  taue |conditoner |er a: eause ease ease
To replace Ga:
elgivie cenvialair contractor told failng, cenalair | furace/bol
o3 |comolete | conditioner 25]ves ves e |3 2 2 i ese TRUE |meitwes TRuE_|on'tknow g o st |eooment |Tosaveenersv| 1R |conditoner a: TRUE ease ease
Gas
eigivle Ktchen faucet Centralair | furnace/bol
o087 |comotete | secator 18] o't know | ves ue | N N o ThuE EalsE | pon'tknow s [no olusngtoracorit | eaise |10 save monew ol vaue |condsioner |er eiecrc TRUE ease oaise
Gas
elgivie Bath 3 ENERGY cenualair | furace/bol
o087 |comolete | faucet serator 19| Dor'thnow _|ves e |2 2 o o TRUE EASE |starcertiied | Tave [N 0| per'tknow ease[Tosave money. o waue |conditioner ekectric TRUE ease ease
To replace Gas
eigivle Centrslair i€ ENERGY faiing Centralair [ furnace/boil
ips0s | comotete | conamaner 25/n0 ves ove |3 1 1 1 ease tave |sranceries | taue|ves vec o st |eovioment |Tosaemones| e |conditoner |er ontinow | 1aue ease oaise
Gas
elgivie Roomair cenualair | furace/bol
s |comolete [ourifer 2o ves e |n 1 N N ese TRUE_|Don'tknow se v 0| per'tknow ease fotercies Dontknow fase | conditioner a: TRUE ease ease
Learmingor Gas
eigivle smart Neededto Centralair | furnace/boil
foses |comotete | thermostat 12No ves oue | 3 3 o ThuE EalsE | pon'tknow eaise [pon'tinow q o s oSt |conitoner |er ac oaise sase oaise
Gas
elgivie cenvralair 3 ENERGY as Necded o cenualair | furace/bol
st |comolete | condtioner 2s/no. ves Tove s 2 N N TRUE EASE |stacetied | Tave [N 0| confusine TRUE Tosavemoney | 7UE | condiioner ekectic TRUE TRUE ease
Information
ot the [e——
Learning or product from suremy.
eigivle smart packagin, ipment Centralair | Airsource.
oo6ss | comotete | thermostar 12|ves ves e |n 2 N N ThuE EalSE | webites erc e v 0] uaiies 00|70 save enerey of vaue |condnioner |hearoumn |ac TRUE TRuE oaise
nformation
aboutthe wanted s
oduct fro Ga:
elgivie packaging, that cid not was ready to cenalair | furace/bol
ovas7|comolete |showerhesd 11ves ves e |2 2 2 i ese TRUE |websits TRuE|ves Mo ouaiy ease |uocate Tosaveenere | 1RUE|conditioner e a: ease ease ease
Information
ot the [e——
Learning or product from suremy. Ithad other Gas
eigivle smart packaging, ipment was readyto | features that! Centralair | furnace/bol
ovasr  |comotete | thermostat 12|ves ves mave |3 1 5 5 sase ave | wenites. etc e v 0| uaiies ThuE ke oSt |conditoner |er ac oaise ease oaise
nformation
aboutthe
product from Ga:
elgivie packaging, Just forgot cenualair | furace/bol
wnazs | comoet Showerhead 1lne ves e |2 2 n 2 TRUE EALSE | websites etc e |no bout it TRUE | Tosave enerey TRUE | conditoner _|er a: ease ease ease
Learning or thad other Gas
eigivle smart i€ ENERGY 1ustforgot was readyto | features that! Centralair | furnace/boil
naze  |comotete |shermostat 12No ves oue | 2 5 5 ThuE ealse |stacortiies | taue  |no o ahourir e |uodate ke oSt |conioner |er < oaise sase oaise
To replace Gas
elgivie cenvialair 3 ENERGY failng, cenalair | furace/bol
cussa | comer  condiioner 25]ves ves e |2 N N 2 TRUE EASE |starceted | Tave [N 0ot ouaiied ease  |eovioment |Tosavemonev|  taue |conditoner |er a: TRUE ease ease
Learning or Gas
eigivle amart’ i€ ENERGY Centralair | furnace/bol
a0 |comotete | thermostat 12No ves oue | 1 N 5 sase rave |sranceries | taue|ves vec of ease |7osave neroy ol vaue |condsioner |er < oaise ease oaise
nformation
aboutthe wanted s
product from
elgivie packaging, that cid not Centralair | Bectic
irsss  |comolete |showerhesd 11ves ves e |3 3 o 2 TRUE EALSE | websites etc e |no olouaiy Ease|Tosave enerey of waue |condoner |tornace |etectric TRUE ease ease
eigivle Kichen faucet s en otitfrom Centralair | lectic
iasn |comotete [ secator 18]ves ves oue |3 3 1 4 sase Tave |stanceries | taue |no q ealse |10 cave eneroy of vaue |condtioner |rumace |stectric TRUE sase oaise
nformation
aboutthe
product fro To replace
elgivie cenvialair packaging, twas failng, cenvalair | electic
isss |comolete | conditioner 25]ves ves Tue s N 2 2 TRUE EALSE | webites et e |no 0| confusine TRUE|eovioment |Tosavemonev|  TRUE |conditoner |furnace |elecric TRUE TRUE ease
Hotwater pipe.
insulaton for
eigivle your hot water received a5 irsource | Airsource.
wnsse |comotete | nester 20 ves ves mave |3 N N N ease TouEfseom ameren | saise  [no 0onrtaf ok eatse |10 save eneroy of vaue |nestoumo |hearoumo |siectric TRUE ease oaise
nformation
aboutthe
oduct fro Ga:
elgivie packaging, Needed to cenalair | fumace/bol
sz |comolete |showerhesd 11ves ves e |3 3 i i ease TRUE |websites e |no 0|er'tknow ease £ |conditoner _|er a: ease ease ease
Information
ot the
product from Gas
eigivle Ktchen faucet packaging, To improve Centralair | furnace/bol
invse> | comotete | secator 18]ves ves mave |3 2 5 3 ease ave | wenites. etc e v o] bontknow eaise|comfort tkedthe e | pa1se |condiioner |er ac oaise ease oaise
nformation
aboutthe
product from Ga:
elgivie Bath packaging, was ready to cenalair | fumace/bol
sz | comer faucet serstor 19]ves ves e |3 3 2 i ese TRUE bsites. et e |no 0ot know ease  |uocate Uked theste | paise |conditoner |er a: ease ease ease
Gas
eigivle s ENERGY To improve Centralair | furnace/bol
bugs |comotete {water heater 1o ves oue | 2 5 5 ThuE Ealse |stacertiies | tauE|pon'tknow q o st |comfor Don'tknow salst | condioner |er < oaise ease oaise
Hotwater pipe.
insulaton for | applid, but Ga:
elgivie vour hot water aid notreceive cenalair | furace/bol
iwez1  |comolete | neater 20ves ves e |3 2 i i ese TRUE_|Don'tknow se v 0larebate Ease|Tosave enerey of wnue |condiioner |er a: eause ese ease
Information
about Ground. [ Ground-
product from source source or
eigivle Roomair packaging, 1ustforgot Toi geothermal [ geothermal
cusso | comotete | ourifer 2fes ves e |n o 5 o ThuE EalSE | webites erc e v o abourir | comfort o cave nerey | vau toumn | heat oumo_|stectic TRUE TRUE oaise
To replace Gas
elgivie cenvialair 3 ENERGY failng, cenalair | furace/bol
caas o i " s o s oo | e Rari A L o s s s P EAE
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0 max [ o
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o Ameren Missouri e

Gas
eigivle Ktchen faucet contractor doing ktchen Centralair | furnace/boil
fwra  |comotete [ secator 18]ves ves Taue s > s 4 B ThuE EalSE | sumsestion | bontknow q o emse uosme tkegthe e | pa1se |condiioner |er ac oaise ease oaise
he
eigivle contractor told To improve Centralair [ Electic
61000 |comotete | pootoumo 3o ves e |n 1 N N N sase TRUE[me twas e ves vec o st |comfor o ave money | 1auE|condiioner |turmace | pletric TRUE sase oaise
et
suremy. Gas
eigivle Centealair s ENERGY equiment Needed to Centralair | furnace/boil
b6y |comotete |conaianer 25 ves ves oue |3 3 2 B B ThuE Al |stacontiies | taue  |no 0| uaiies ThuE o cave money | 180E | condioner _Jer o TRuE TRUE s
iformation
aboutthe
product from Ga:
elgivie Kichen faucet packaging, Justforgot cenualair | fumace/bol
fna21 |comolete [serstor 28] ves ves e |3 i 1 i i ease TRUE |mebsites. et e |no ol aboutit TRUE | Tosave enerey o waue |conditoner e ease ease ease
eigivle Bathroom tses ENERGY 1ustforgot Centralair | furnace/boil
w1 |comotete |faucet aerator 19]ves ves mave |3 1 1 1 1 sase Tave |stanceries | taue |no o ahourir 0|70 save enerey ol vaue |condsioner |er ac oaise ease oaise
Lesrnin Gas
elgivie “smart” 3 ENERGY Went through cenualair | furace/bol
fna21 |comolete |thermostat 22ves ves e |3 i 1 i i ese TRUE |StaRcertied | TRUE |ves Mo soice Ease|Tosave enerey o waue |condtoner e eause ease ease
eigivle Centrslair Lanclord Neededto |Landlora Centralair | furnace/boil
asoo | comotete | conaiianer 25 ves o oue | 3 2 5 3 ThuE EalsE|information eaise[pontinow q o s rou oSt |condioner |er ac TRUE ease oaise
nformation
aboutthe Eectric
product from baseboard
eigivie Roomair packaging, Centralair [ heating
ecoas |comolete | conditioner e ves e |3 N 3 2 o ese TRvE |umebsites. et e |no 0| per'tknow ease  [von'tnow |Tossemonev|  Tave |condtoner [sustem |ca: TRUE ease ease
Learning or Toreplace | Ithad other Gas
eigivle amart’ i€ ENERGY faiing features that1 Centralair | furnace/boil
a0 |comotete | shermostar 12| on'tknow | ves ue | 3 3 B N ThuE EalSe |stacertiies | TauE|Dontknow q o st |eovioment |ikes oSt |conitoner |er ac oaise ease oaise
| appled, but |
eigivle s ENERGY aid notreceive was ready to nirsource | Airsource.
ovass | comotete | showerheas 17| oon'tknow | ves mave |3 o 1 1 N sase tave |stanceries | taue |no 0la rehate eaise|uodare o save neray | 180E | nestoumo | heat oumo | plectric TRUE ease oaise
tess
minkspit
heatpump.
At source
heatpump
Centralair | Gas
conditoner,d | furnace/boil
uctess or min | er Other
he spltheat | (please.
pump Al [specy):
eigivle Roomair contractor told Toi ource heat | ventiess
cesi0|comotete [ ourifer 2fes o aue s 5 2 4 o ThuE EALSE | me itwas e v o] bontknow eaise|comfort lkedthe e | parse  foumo stlectric_|cac TRUE sase oaise
tless o
minkspit
heatpump
At source
heatpump
Centralair | Gas
conditoner,d | furnace/boil
uctess or min | er Other
he [e—— spitheat | (please.
suremy. pump Air- [ specy):
eigivle Bathroom contractor told equiment source hest [ ventess
eesi0  |comotete | faucet aerator 19]ves o mue_|n 1 N N N ease Ta0E|me twas e v 0] uaiies 00|70 save enerey ol vaue  foumo stlectric_|cac oaise ease oaise
tless o
minkspit
heatpump
At source
heatpump
Centralair | Gas
conditoner,d | furnace/boil
uctess or min | er Other
[e—— spltheat | (please.
Ductess or suremy. Ithad other pump Al [specty):
eigivle minkspitheat s ENERGY equipment Toimprove |features that! source hest [ ventess
eesio | comotets[oumo 2] ves o Toue s 1 N > N sase Tave |stanceries | taue |no 0| uaiies | comfort ke st foumo stlectric_|cac oaise ease faise
elgivie Bathroom 3 ENERGY Centralair | Bectic
ovass  |comolete |faucet serator 19| Dor'thnow _|ves e |2 i 3 2 2 ese TvE |staRcertied | tRUE  |No 0ot know Ease|Tosave enere of waue |condtioner |murmace |Gas eause ease ease
Learning or
eigivle smart s ENERGY Centralair | lectic
bvioo |comotete |thermostar 12| on'tknow | ves oue | 3 s 5 5 ThuE EalSe |stagcertiies | TauE|Dontknow q of eais |7osave nerey of waue |condnoner |umace |cac TRUE ease oaise
eigivle Heat pump contractor told Needed to Centralair | lectic
bsa00 | comotete | water heater 11ves o ue | o 1 N 5 ease TRUE|me twss e v o] bontknow sase o ave money | 1auE|condiioner |furmace | plectrc TRUE sase oaise
| replaced the
water heater
Hotwater pipe. he andthe
insulaton for | was not contractor Gas
eigivle your hot water contractor told aware itwas instaledthe | The contractor Centralair | furnace/boil
fcrss |comotete | neater 20 ves ves mave |3 3 N 1 1 sase To0E|me twae e |no o] vaitie T80E_Jincubarion.|chose oSt |contoner |er o oaise ease oaise
Hotwater pipe. wasnzemt
insulaton for suremy. cas
elgivie vour hot water personal equipment cenualair | furace/bol
336 |comolete | neater 20[no. ves e |2 2 3 2 2 TRUE ense ioowledee se v 0|ouaified TRUE|Tosave enerey o waue |condtoner e ease ease ease
Information
ot the [e——
Learning or product from suremy. Gas
eigivle smart packaging, equiment Centralair | furnace/bol
326 |comotete | thermostar 12No ves oue |3 3 2 3 3 ThuE EalSE | webites erc e v 0| uaiies T80T save money ol vaue |condsioner |er ac oaise ease oaise
Gas
furnaceboil
er other
Centralair | please.
am st Toreplace | itwas the only conitioner, Wi specy):
eigivle Roomair s ENERGY planningto faiing option ndowor wall | Eectric wall
ovans |comotete |conaianer e ves oue | o 2 5 o ThuE Al |stacontiies | taue  |no 0 3ot eaise |covoment | svaiable oa1s | conaoner|unitgas | cac TRUE ease oaise
Toreplace | Ithad other Gas
elgivie Kichen faucet 3 ENERGY Justforgot failng, features that cenalair | furace/bol
car02|comolete [ serator 28] ves ves e |3 o 2 N N ese TvE |staRcertied | tRUE  |No olaboutit TRUE|eovioment | iked et |conditioner e eause ease ease
Centralaic
| appled, but |
eigivle Roomair tses ENERGY aid notreceive To improve wall | furnace/bol
uese |comotete | conaianer e ves e |n 5 s 3 N ThuE false |stacontiies | taue  |no 0la reate eaise|comfort 10 save money | 18UE | conioner |er ac TRUE ease oaise
nformation
aboutthe Centralair
product from Ttwas the only conditioner 7o | Gas
elgivie Roomair packaging, Justforgot Toimprove  [option rableaic | furnace/bol
swis  |comolete | conitioner sfves ves e |2 2 2 2 2 TRUE EALSE | websites etc e |no ol aboutit TRUE|comfort uaisbe £ |conditoner _|er = TRUE ease ease
| wasnae™t centalaic
suremy. To replace conditoner 7o  Gas
elgivie 3 ENERGY equiment failng, rableaic | furnace/bol
awis  |comolete |showerhesd 11ves ves e |3 2 1 i i ease TRUE |StaRcertied | TRUE  |No 0|ouaified TRUE|eovioment |ukedthestve | patse | conditoner |er a: ease ease ease
Information
ot the [e——
Learning or product from suremy. Gas
eigivle smart packaging, equipment Centralair | furnace/boil
011 |comotete | thermoseat 12No ves ove |3 1 1 5 1 ease av | wenites.etc e v 0] uaiies 00|70 save enerey ol vaue |condsioner |er ac oaise ease oaise
he | didnact
know | had the Gas
eigivle contractor told option to do To improve Centralair | furnace/boil
et |comotets | showerheas 17|ves o oue | 1 o o 5 ease TRUE | me twas e v oo | comfort tkedthe e | pa1se |condiioner |er ac oaise ease oaise
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Criterion A: Famillarity with atleast one Ameren Criterlon D Criterion - gto | Criterion -
Missouri program, rebate, or discount e e e install the measure. savings, not gas savings

Measure Information

Meetingall riteria

s Measure offers rahates || Critarion A mer? efficient an Ameren conductedat 0" S0% savings? o discount, or tax. arebate from for a rebate (qualitative  describe why you G17. Other’ (qualitative Cooling System  Heating System  (depends on the.
Snstny Eiticiencyl [uen=m) sx vk contractor or ":' "::‘ through Ameren a R tune-up? Missour? csourifor the have the tune-
retailer g Missouri tune-up? up?

Criterion
for 50%

met Criterion B met
50% savings? r 100%

Account

(Maxratingwas  savings? (Max
2 rating was 1)

equipmentin
Vour home 7

| wasna€™t
Air Conditioner sure the tune- Toimprove Central air
MH230 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 N 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
£805 Eligible Complete | Tune-Up Yes No TRUE |2 N N 3 N TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner FALSE FALSE FALSE
Tam still
Heat Pump. planning to Portableair | Air-source heat
H2466 Eligible Complete | Tune-Up Yes No TRUE |2 2 2 2 2 TRUE FAISE|No 0|apoly. FALSE TRUE__|conditioner | pump. FALSE FALSE FALSE
Air Conditioner To improve Centralair | Gas
K900 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 1 1 2 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Did not know routine Centralair | Gas
Ec307 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |1 2 2 2 2 FALSE TRUE _ [No 0|sboutit TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Central air
LAS04 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 2 1 1 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner | Don't kn« TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
1pgs6 Eligible Complete | Tune-Up No Yes TRUE |1 1 0 2 2 FALSE TRUE_ [No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
7948 Eligible Complete | Tune-Up No Yes TRUE |1 3 3 N 3 FALSE TRUE |ves No Was not aware TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Heat Pump Just forgot repairs or or geothermal | or geothermal
HEZ09 Eligible Complete | Tune-Up No Yes TRUE |1 2 2 3 3 FALSE TRUE _[No 0|about it TRUE FALSE |heatpump | heat pump. TRUE FALSE FALSE
I wasna€™t Gas
Heat Pump. sure the tune- furnace/boller
11983 Eligible Complete | Tune-Up No Yes TRUE |2 1 1 [} 0 FALSE TRUE _|No 0| up aualified TRUE | To save monev TRUE _|Don'tknow | Flectric furnace| FALSE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
Az138 Eligible Complete | Tune-Up No Yes TRUE |1 2 2 2 3 FALSE TRUE |Yes No Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Heat Pump. never heard of routine Air-source heat | Gas.
cc3a7 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 2 3 [} 3 TRUE FAISE|No 0|a rebate TRUE FALSE__|oump FALSE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
cus02 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Air Conditioner Dond€™t know, routine Central air
AMads Eligible Complete | Tune-Up Yes No TRUE |1 2 2 3 2 FALSE TRUE _|No 0|about proeram TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Kke273 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 2 a4 FALSE TRUE __|No 0] Did not know TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Centralair | Gas,
Air Conditioner 1am a senvice routine it
Hzs75 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 3 N N FALSE TRUE _|No 0]tech FALSE FALSE | ndow or wall | Electric TRUE FALSE FALSE
I wasna€™t to save energy.
Air Conditioner sure the tune- which saves Central air
FF200 Eligible Complete | Tune-Up Yes Yes TRUE |2 [ 0 2 0 TRUE FAISE|No TRUE | money TRUE | conditioner TRUE TRUE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Central air
16594 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 2 3 2 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Air-source heat | Air-source heat
HB963 Eligible Complete | Tune-Up Yes Yes TRUE | 3 2 2 0 TRUE FAISE|No 0|Don't know FALSE FALSE | pump pump TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Gs751 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 0 N 2 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
AZ682 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE__|Don'tknow 9| of  alse FALSE___| conditioner TRUE FALSE FALSE
Twasna€™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
EmB2a Eligible Complete | Tune-Up No Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
KR706 Eligible Complete | Tune-Up No Yes TRUE |1 2 2 1 1 FALSE TRUE _[No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
k709 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 2 N TRUE FAISE|No 0|pon't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
DG643 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner did not know routine Centralair | Gas
AQ956 Eligible Complete | Tune-Up Yes Yes TRUE_|o 1 N N 0 FALSE TRUE _|No 0|about rebate TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Ha756 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Central air
it came with Itwas part of conditioner, Wi
Heat Pump the house routine ndowor wall | Gas
CF580 Eligible Complete | Tune-Up No Yes TRUE |2 N N N 2 TRUE FAISE|No O|whenwe buyit | FALSE FALSE__|air con FALSE FALSE FALSE
T wasna€™t Tomake
Heat Pump. sure the tune- repairs or Central air
FE714 Eligible Complete | Tune-Up Yes No TRUE |1 4 1 1 2 FALSE TRUE _|No 0| up aualified TRUE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
Ece11 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 2 [ 1 FALSE TRUE_|No 0|Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
EC924 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 a 3 3 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
Air Conditioner Just forgot Central air
cnaza Eligible Complete | Tune-Up Yes Yes TRUE |3 1 2 3 3 FALSE TRUE_|No 0|about it TRUE TRUE__|conditioner | None TRUE FALSE TRUE
I wasna€™t Itwas part of Central air
Air Conditioner sure the tune- routine itioner,
KK523 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 3 3 2 FALSE TRUE _|No 0| up aualified TRUE FALSE_|sourceheat | pump TRUE FALSE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
Aws44 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 1 2 2 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Centralair | Air-source heat
Heat Pump. routine it ir- Electri
MB566 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE__|sourceheat _|fumace TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
FC626 Eligible Complete | Tune-Up Yes Yes TRUE | 4 3 2 3 TRUE FASE |Yes No Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Central air
Air Conditioner routine
KC540 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 2 3 3 3 TRUE FAISE | Don'tknow o of aise FALSE__|er(please TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Central air
FCo23 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 2 1 FALSE TRUE_[No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
CcRo0s Eligible Complete | Tune-Up Yes Yes TRUE |3 3 3 2 3 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Heat Pump. repairs or Central air
Dve1s Eligible Complete | Tune-Up Yes No TRUE |2 N N N N TRUE FALSE__|No 0| Dign't know TRUE FALSE___| conditioner FALSE FALSE FALSE
Tomake Central air
Air Conditioner repairs or conditioner, Wi | Gas
AW773 Eligible Complete | Tune-Up No Yes TRUE |2 3 2 4 2 TRUE FAISE | Don'tknow o of aise FALSE___| ndow or wall TRUE FALSE FALSE
Twasnae™t
Air Conditioner sure the tune- Centralair | Gas
MQ357 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 3 1 2 FALSE TRUE _ [No TRUE__|Tosave money TRUE | conditioner TRUE FALSE TRUE
I wasna€™t
Air Conditioner sure the tune- Centralair | Gas
DATS8. Eligible Complete | Tune-Up Yes Yes TRUE |1 [} 1 1 2 FALSE TRUE _|No 0| up aualified TRUE _|Tosave enerav TRUE | conditioner TRUE FALSE TRUE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Lv193 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |2 3 0 N 0 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Az719 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
H1597 Eligible Complete | Tune-Up Yes Don't know. TRUE |1 1 1 1 1 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
KE34s Eligible Complete | Tune-Up Yes Yes TRUE 1 1 1 1 1 FALSE TRUE  [No olabout it TRUE FALSE | conditioner TRUE FALSE FALSE
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Account 50% savings?

(Maxratingwas  savings? (Max
2 rating was 1)

Tomake Centralair | Air-source heat
Heat Pump. did not know i repairs or Electy
DAT69 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 N 2 2 TRUE FAISE|No 0|could TRUE FALSE__|sourceheat _|furnace TRUE FALSE FALSE
I wasna€™t Itwas part of Ground-source.
Heat Pump. sure the tune- routine Centralair | or geothermal
Lys19 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 1 N 2 FALSE TRUE _[No 0| up aualified TRUE FALSE | conditioner | heat pump. FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
KK264. Eligible Complete | Tune-Up Yes Yes TRUE |4 2 0 2 2 TRUE FASE |Yes No up qualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Air-source heat
Air Conditioner sure the tune- routine Centralair | pump Electric
1p768 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 2 3 TRUE FAISE|No 0| up aualified TRUE FALSE__ | conditioner | funace TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
ME728 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _ [No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
FN86S Eligible Complete | Tune-Up Yes Yes TRUE |1 3 a 2 2 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HH386 Eligible Complete | Tune-Up No Yes TRUE |2 3 N 2 N TRUE FASE |Yes No up qualified TRUE FALSE | conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
EQs7a Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 N FALSE TRUE _|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
KK133 Eligible Complete | Tune-Up No Yes TRUE |2 [ 2 [ 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Centralair | Air-source heat
Air Conditioner sure the tune- it ir- Electri
CcRs03 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 a 4 a TRUE FAISE |Yes No up aualified TRUE__|Tosave monev TRUE _|sourceheat |fumace TRUE TRUE FALSE
Air Conditioner Air-source heat | Air-source heat
1¥806 Eligible Complete | Tune-Up Yes No TRUE |1 1 1 1 1 FALSE TRUE_ [No 0|Don't know FASE__|To save money TRUE _|oump pump FALSE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Centralair | Gas
Lvg97 Eligible Complete | Tune-Up No Yes TRUE |2 [} 2 2 1 FALSE TRUE _[No 0| up aualified TRUE _|Tosave enerav TRUE___| conditioner TRUE FALSE TRUE
Itwas part of
Air Conditioner Iwasn't aware routine Centralair | Gas
DG4y Eligible Complete | Tune-Up Yes No TRUE |2 4 N N N TRUE FASE |Yes No that existed TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Gas
Heat Pump. Just forgot routine Window or wal | furnace/boller
MB658 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _|No 0|about it TRUE FALSE__|air conditioner | Flectric furnace| _FALSE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
Az614 Eligible Complete | Tune-Up Yes No TRUE |2 2 3 2 2 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner Didna€™t have repairs or Centralair | Gas
KN821 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 a N a TRUE FAISE|No 0]t oav bill TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Toimprove Central air
HET7A Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE_ [No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Central air
FNBOA Eligible Complete | Tune-Up Yes Yes TRUE |1 4 2 3 2 FALSE TRUE _|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Central air
EM326 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _ |No TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake Air-source heat
Heat Pump repairs or Air-source heat | pump Electric
AT281 Eligible Complete | Tune-Up Yes No TRUE |1 1 2 1 1 FALSE TRUE _|No 0|warranty FALSE FALSE__|oump furnace TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
ccoss Eligible Complete | Tune-Up Yes Yes TRUE |1 1 0 [ 1 FALSE TRUE_ [No TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake Central air
Heat Pump. Nothing was repairs or conditioner, Wi
mB218 Eligible Complete | Tune-Up Yes No TRUE |1 N N N N FALSE TRUE _|No 0|said TRUE FALSE___| ndow or wall FALSE FALSE FALSE
Itwas part of ‘Air-source heat
Heat Pump. routine Air-source heat | pump Gas
D421 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 3 2 TRUE FAISE|No 0|Don't know FALSE FALSE | pump TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HM766 Eligible Complete | Tune-Up Yes Yes TRUE |1 3 3 3 a FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Central air
Az612 Eligible Complete | Tune-Up Yes Yes TRUE [N N N 1 N FALSE TRUE _ [No 0|Rent FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
MHg77 Eligible Complete | Tune-Up Yes Yes TRUE |1 4 1 1 1 FALSE TRUE _|No 0|about it TRUE FALSE__| conditioner TRUE FALSE FALSE
I did not know | Itwas part of
Air Conditioner could geta routine Centralair | Gas
FNS96 Eligible Complete | Tune-Up Yes Yes TRUE |4 4 3 1 4 FALSE TRUE_|No 0|rebate TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
FK731 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 N N TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Did not know routine Centralair | Gas
ET174 Eligible Complete | Tune-Up Yes Yes TRUE [N N N 2 N TRUE FAISE|No 0|sboutit TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
GAg03 Eligible Complete | Tune-Up Yes No TRUE |1 2 1 1 1 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
KNGOS Eligible Complete | Tune-Up Yes Yes TRUE |2 3 4 4 4 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Heat Pump Centralair | Air-source heat
GG8a6 Eligible Complete | Tune-Up Yes No TRUE |1 3 3 1 3 FALSE TRUE _|ves Yes of  FASE  |Tosavemoney TRUE it ir- TRUE FALSE FALSE
Twasna™t Itwas part of Central air
Air Conditioner sure the tune- routine conditioner,Por | Gas.
DLA6Y Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE |Yes No up aualified TRUE FALSE__|table air TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
AMa26 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |2 4 1 N 2 FALSE TRUE__|Don'tknow 9| of aise FALSE___| conditioner TRUE FALSE FALSE
Twasna™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
[2EL) Eligible Complete | Tune-Up Don'tknow _|ves TRUE |1 2 1 4 2 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Toimprove Centralair | Gas
ccoo7 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 4 4 1 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Central air
707 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Heat Pump. Air-source heat | Air-source heat
G625 Eligible Complete | Tune-Up Yes No TRUE |2 3 0 [} 0 TRUE FAISE|No 0|Don't know FASE__|To save monev TRUE_|oump oump TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Toimprove Centralair | Gas
Feai Eligible Complete | Tune-Up Yes Yes TRUE |2 N N N N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
KNa12 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 N N TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner DIDN'T repairs or Centralair | Gas
ATS38 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 3 0 TRUE FAISE|No o|auaury FALSE FALSE__ | conditioner TRUE FALSE FALSE
I wasna€™t To make Central air
Air Conditioner sure the tune- repairs or
D838 Eligible Complete | Tune-Up No Yes TRUE |2 1 1 2 3 FALSE TRUE _|No 0| up aualified TRUE FALSE__|er(please TRUE FALSE FALSE
I wasna€™t
Heat Pump. sure the tune- Central air
61405 Eligible Complete | Tune-Up Yes Yes TRUE |1 4 4 4 2 FALSE TRUE _|No TRUE TRUE___| conditioner FALSE FALSE FALSE
Itwas part of Central air
Air Conditioner routine
cuasg Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 2 0 TRUE FAISE|No 0|Don't know FALSE FALSE__|er(please TRUE FALSE FALSE
I wasna€™t Central air
Heat Pump. sure the tune- To improve
GL524 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 N N N TRUE FAISE|No TRUE FALSE |sourceheat |pump TRUE FALSE FALSE
Itwas part of
Heat Pump. Just forgot routine or geothermal | or geothermal
P66 Eligible Complete | Tune-Up Yes Yes TRUE |1 4 2 3 2 FALSE TRUE _|No 0|about it TRUE FALSE_|heatpump | heat pumpo. TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
cF378 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 2 2 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
ccs79 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 2 2 TRUE FAISE|No 0| up aualified TRUE FALSE | conditioner TRUE FALSE FALSE
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| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
FRA34 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 2 N 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Fwazs Eligible Complete | Tune-Up Yes No TRUE |2 4 2 2 3 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Other (please
Heat Pump. sure the tune- routine Centralair | specify): forced
EH3SO Eligible Complete | Tune-Up Yes No TRUE |2 4 2 N 2 TRUE FAISE|No TRUE FALSE___| conditioner | hot airGas FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
X200 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 N 1 FALSE TRUE _|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
DAL79 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 ) 0 FALSE TRUE_[No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump Just forgot routine Centralair | Gas
Kx804 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 2 2 TRUE FAISE|No 0|about it TRUE FALSE__| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
ur9a Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 N 3 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Central air
Kx380 Eligible Complete | Tune-Up Yes No TRUE |2 1 2 1 1 FALSE TRUE _|No o|iAMARENTER | FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
K323 Eligible Complete | Tune-Up No Yes TRUE |3 4 3 4 2 TRUE FAISE|No 0| i ioN'TKNOW. TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Electric
Heat Pump. sure the tune- routine Centralair | baseboard
AQ926 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 1 1 FALSE TRUE _|No 0| up aualified TRUE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Air Conditioner DID WORK routine Centralair | Gas
H1221 Eligible Complete | Tune-Up Yes Yes TRUE |2 1 1 2 1 FALSE TRUE_ [No o] myseLr FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
1A605 Eligible Complete | Tune-Up Yes No TRUE |1 1 1 1 1 FALSE TRUE _[No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Kx183 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 4 2 4 TRUE FAISE|No 0| didn't know TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Central air
Heat Pump. sure the tune- routine conditioner, Wi | Gas.
MHE20 Eligible Complete | Tune-Up No Yes TRUE |2 3 2 4 2 TRUE FAISE|No 0| up aualified TRUE FALSE__| ndow or wall FALSE FALSE FALSE
Itwas part of Central air
Air Conditioner Didnt know routine
HQ162 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 2 4 TRUE FAISE|No 0|sboutit TRUE FALSE _|er (please TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
D710 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 a N 2 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Heat Pump. sure the tune- routine Central air
Ke625 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 2 2 TRUE FASE |Yes No up qualified TRUE FALSE__ | conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
DL283 Eligible Complete | Tune-Up No Yes TRUE |2 4 2 4 N TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Central air
Heat Pump. sure the tune- routine
HHo08 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No TRUE FALSE | source heat FALSE FALSE FALSE
Tomake Central air
Heat Pump repairs or conditioner, Wi | Gas.
HMB67 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| ndow or wall FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
D867 Eligible Complete | Tune-Up No Yes TRUE |3 2 2 4 N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine or geothermal | or geothermal
AWg34 Eligible Complete | Tune-Up Yes Yes TRUE |1 [} 0 [} 0 FALSE TRUE _|No 0| up aualified TRUE FASE_|heatpump | heat pumpo. TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
H1280 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 N 1 N N FALSE TRUE_[No TRUE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Centralair | Gas
cx1zs Eligible Complete | Tune-Up Yes Yes TRUE |1 1 2 2 2 FALSE TRUE _|No 0| up aualified TRUE_|Tosave monev TRUE | conditioner TRUE FALSE TRUE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
KF402 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |2 [ 0 [ 0 TRUE FASE |Yes No about it TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Heat Pump. Nota Ameren repairs or Air-source heat | Gas.
Gvazz Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _|No 0| contractor FALSE FALSE__|oump FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
L7t Eligible Complete | Tune-Up Yes Yes TRUE |2 [ 2 N 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
Fw1a2 Eligible Complete | Tune-Up Yes Yes TRUE |1 N N N N FALSE TRUE _|No 0| up aualified TRUE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Central air
ME6Sa Eligible Complete | Tune-Up Yes Yes TRUE |4 1 1 3 3 FALSE TRUE _ |No TRUE FALSE___| conditioner FALSE FALSE FALSE
Heat Pump Central air
w647 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE |Yes Yes of  FASE  |Tosavemoney TRUE | conditioner FALSE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
H1389 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 3 3 3 TRUE FAISE_|No 0|rebate on Acoil|  TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
cR214 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |3 2 2 4 3 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Centralair | Ductless or
Heat Pump. sure the tune- routine it heat
0740 Eligible Complete | Tune-Up Yes Yes TRUE_|o [} 0 [} 2 TRUE FAISE|No 0| up aualified TRUE FALSE___|tless or mini- | pump .Electric TRUE FALSE FALSE
I wasna€™t Itwas part of Other (please
Air Conditioner sure the tune- routine Centralair | specify): gas
Kx429 Eligible Complete | Tune-Up No Yes TRUE |1 1 1 1 1 FALSE TRUE_|No TRUE FALSE | conditioner | furnaceGas TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
EC510 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 3 3 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
K209 Eligible Complete | Tune-Up Yes Yes TRUE |3 3 3 3 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
cr3gs Eligible Complete | Tune-Up No Yes TRUE N 1 N N N FALSE TRUE |ves Yes of aise FALSE__| conditioner TRUE FALSE FALSE
Twasnae™t
Air Conditioner sure the tune- Toimprove Centralair | Gas
HQ172 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner dont know routine Centralair | Gas
Hz674 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 N 2 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
Gvsag Eligible Complete | Tune-Up Yes Yes TRUE |2 1 4 4 3 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
DL786 Eligible Complete | Tune-Up No Yes TRUE |3 3 3 3 2 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of ‘Air-source heat
Air Conditioner sure the tune- routine Centralair | pump Other
HT637 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 1 2 2 FALSE TRUE_[No TRUE FALSE | conditioner | (please TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
AW310 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 N N TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
D188 Eligible Complete | Tune-Up No Yes TRUE |1 1 1 [ 1 FALSE TRUE _ [No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Didna€™t know routine Centralair | Gas
2812 Eligible Complete | Tune-Up No Yes TRUE |1 2 2 2 1 FALSE TRUE _|No 0|vou could TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
KES35 Eligible Complete | Tune-Up Yes Don't know. TRUE |2 1 2 2 2 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner didn't know routine Centralair | Gas
ckag3 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 3 2 2 3 TRUE FAISE|No 0|about it TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
HMo16 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 0 TRUE FAISE |No 0| Don't know FALSE FALSE | conditioner TRUE FALSE FALSE
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| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
DL956 Eligible Complete | Tune-Up Yes No TRUE 2 N N N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Tomake
Heat Pump. sure the tune- repairs or Centralair | Gas
DG687 Eligible Complete | Tune-Up Yes Yes TRUE 4 2 4 2 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner FALSE FALSE FALSE
NOT SURE IF
APARTMENT Tomake
Air Conditioner MANAGEMENT repairs or Central air
EC163 Eligible Complete | Tune-Up Yes Yes TRUE 4 2 3 1 FALSE TRUE _|No o|woutn FALSE FALSE__| conditioner TRUE FALSE FALSE
T wasna€™t Itwas part of Central air
Air Conditioner sure the tune- routine conditioner,Eva
KUS36 Eligible Complete | Tune-Up Yes Yes TRUE N 2 N N TRUE FAISE|No TRUE FALSE | porative TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HWS01 Eligible Complete | Tune-Up Yes Yes TRUE N N N N TRUE FAISE |Yes No up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
To make Air-source heat
Air Conditioner This is an Stopped repairs or Centralair | pump Electric
DA6as. Eligible Complete | Tune-Up Yes Yes TRUE 3 a 4 1 FALSE TRUE _|No 0|apartment FAISE | working FALSE__|conditioner | furnace TRUE FALSE FALSE
Tomake
Air Conditioner Just forgot repairs or Central air
HB229 Eligible Complete | Tune-Uy o Yes TRUE 2 3 3 2 TRUE FAISE|No E TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Ku93s Eligible Complete | Tune-Up Yes No TRUE 3 3 3 2 TRUE FAISE|No olov FALSE FALSE__| conditioner TRUE FALSE FALSE
Air Conditioner Just forgot Centralair | Gas
HHS36 Eligible Complete | Tune-Uy Yes Yes TRUE 2 1 2 2 FALSE TRUE _|No E TRUE___|Tosave money TRUE | conditioner TRUE FALSE TRUE
Itwas part of
Air Conditioner routine Centralair | Gas
P76 Eligible Complete | Tune-Up Don'tknow _|ves TRUE 3 a 3 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
DGAs6 Eligible Complete | Tune-Uy Don'tknow _|Yes TRUE 3 4 2 2 TRUE FASE |Yes No up qualified TRUE FALSE__ | conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump routine
HHE35 Eligible Complete | Tune-Up Yes Yes TRUE [} 1 [} 0 FALSE TRUE |ves No Don't know FALSE FASE__|Don'tknow | Don't kn FALSE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
KFaag Eligible Complete | Tune-Uy Yes Yes TRUE 1 1 1 2 FALSE TRUE _[No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Kco97 Eligible Complete | Tune-Up Don'tknow _|ves TRUE [} 0 [} N TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Air Conditioner Toimprove Centralair | Gas
G686 Eligible Complete | Tune-Uy Yes Yes TRUE 1 1 N 1 FALSE TRUE _ |No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
EE345 Eligible Complete | Tune-Up No Yes TRUE 1 2 N N FALSE TRUE |ves Yes of aise FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner did'nt know routine Centralair | Gas
Kx908 Eligible Complete | Tune-Uy Yes Yes TRUE 4 2 4 4 TRUE FAISE|No 0|sbout rebate TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
KF482 Eligible Complete | Tune-Up Don'tknow _|ves TRUE 2 2 N 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
ATe86 Eligible Complete | Tune-Uy Yes Yes TRUE 3 3 N 4 TRUE FASE |Yes No up qualified TRUE FALSE | conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
L5483 Eligible Complete | Tune-Up Yes Yes TRUE 3 2 N 0 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Dsgss Eligible Complete | Tune-Uy Don'tknow _|Yes TRUE 2 4 N N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Air-source heat
AQ339 Eligible Complete | Tune-Up No Yes TRUE 2 2 2 2 TRUE FAISE|No 0|pon't know FALSE FALSE | conditioner | pump FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
MH343 Eligible Complete | Tune-Uy Yes Yes TRUE 3 2 2 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Heat Pump Centralair | Gas,
Dp207 Eligible Complete | Tune-Up Yes No TRUE 2 1 2 1 FALSE TRUE__|Don'tknow 9| of  alse TRUE___| conditioner FALSE FALSE FALSE
Twasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
L6889 Eligible Complete | Tune-Up No Yes TRUE 3 2 3 2 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Central air
DA916 Eligible Complete | Tune-Up Yes Yes TRUE 3 2 3 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
D¥321 Eligible Complete | Tune-Up Yes No TRUE 2 2 2 1 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
FCaal Eligible Complete | Tune-Up Yes Yes TRUE 2 1 1 1 FALSE TRUE_ [No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t
Heat Pump. sure the tune- Centralair | Gas
AQS553 Eligible Complete | Tune-Up Yes Yes TRUE N N N 1 FALSE TRUE _|No 0| up aualified TRUE__|Tosave monev TRUE | conditioner FALSE FALSE FALSE
Air Conditioner Don't know
D535 Eligible Complete | Tune-Up Yes Yes TRUE 1 1 1 1 FALSE TRUE__|Don'tknow 9| of  FASE  |Tosavemoney TRUE _|Don'tknow |Electric FALSE FALSE FALSE
Tomake
Heat Pump. repairs or Centralair | Air-source heat
FC336 Eligible Complete | Tune-Up Yes No TRUE 1 1 2 1 FALSE TRUE _|No 0|Don't know FALSE FALSE | conditioner | pump FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HW199 Eligible Complete | Tune-Up Yes Yes TRUE 2 3 1 3 FALSE TRUE_|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | furnace/boiler
MB428 Eligible Complete | Tune-Up es Yes TRUE 2 2 2 2 FALSE TRUE _|No 0| up aualified TRUE FALSE__ | conditioner | Electric furnace| _TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
65273 Eligible Complete | Tune-Up No Yes TRUE N N N N TRUE FASE |Yes No Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
K826 Eligible Complete | Tune-Up es Yes TRUE 3 2 [} 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
ME336 Eligible Complete | Tune-Up Yes Yes TRUE 2 3 2 N TRUE FASE |Yes No up qualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
336 Eligible Complete | Tune-Up No Yes TRUE 1 1 1 1 FALSE TRUE | Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Twasnae™t Itwas part of
Air Conditioner sure the tune- routine Central air
GP525. Eligible Complete | Tune-Up Yes Yes TRUE 4 4 [ 3 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
1am going to
say it was part
of routine
maintenace. It
was just the
annual furnace
andair Itwas part of
Air Conditioner conditionin | routine Centralair | Gas
P03 Eligible Complete | Tune-Up es Yes TRUE 3 3 3 2 TRUE FAISE |Yes Don't know FAISE | checkuo FALSE___| conditioner TRUE FALSE FALSE
Twasnae™t Tomake Electric fumace
Air Conditioner sure the tune- repairs or Centralair | ,Other (please
FKES6. Eligible Complete | Tune-Up Yes Yes TRUE 3 3 2 4 TRUE FAISE|No TRUE FALSE | conditioner | specify): Wood TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Central air
GLs11 Eligible Complete | Tune-Up es Yes TRUE [} 3 [} 1 FALSE TRUE _|No 0|about it TRUE FALSE__| conditioner TRUE FALSE FALSE
| wasna€™t Tomake
Air Conditioner sure the tune- repairs or Central air
MaQ1ss Eligible Complete | Tune-Up Yes Yes TRUE 1 2 N 2 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t To make
Heat Pump. sure the tune- repairs or Centralair | Gas
oxs87 Eligible Complete | Tune-Up Yes Yes TRUE 4 a N 2 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner FALSE FALSE FALSE
Itwas part of Central air
Air Conditioner routine conditioner, Wi
oxas3 Eligible Complete | Tune-Up Yes Yes TRUE N N N N TRUE FAISE|No 0|Don't know FALSE FALSE___| ndow or wall TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
EE823 Eligible Complete | Tune-Up Yes No TRUE [} 1 [} N FALSE TRUE  [No 0| up aualified TRUE FALSE | conditioner TRUE FALSE FALSE
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| wasna€™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
H272 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |4 4 2 N 4 TRUE FAISE|No TRUE FALSE___| conditioner FALSE FALSE FALSE
Air Conditioner Central air
cF180 Eligible Complete | Tune-Up Yes No TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE__|To save monev TRUE | conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
K562 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 0 3 3 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Central air
FF193 Eligible Complete | Tune-Up Yes Yes TRUE |3 2 3 3 3 TRUE FALSE | Don'tknow o of aise FALSE___| conditioner TRUE FALSE FALSE
Itwas part of ‘Air-source heat
Heat Pump. routine Centralair | pump Electric
AM359 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE | conditioner | furnace. FALSE FALSE FALSE
Itwas part of
Heat Pump did not know routine Air-source heat | Gas.
DLIBD Eligible Complete | Tune-Up Yes No TRUE |2 [} 3 N 1 FALSE TRUE _|No 0|about it TRUE FALSE__|oump FALSE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
cF125 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 4 N 4 TRUE FAISE|No 0| friend did it FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
FNas8 Eligible Complete | Tune-Up Yes No TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump routine Centralair | Air-source heat
cka13 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 1 2 1 FALSE TRUE _[No 0|Don't know FALSE FALSE | conditioner | pump FALSE FALSE FALSE
did not know
there was a Itwas part of
Air Conditioner rebate for a routine Centralair | Gas
cNo3L Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 3 1 FALSE TRUE _[No 0| tune-up TRUE FALSE | conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HEBS0 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 4 a TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
V969 Eligible Complete | Tune-Up No Yes TRUE |2 2 2 3 1 FALSE TRUE_[No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
u303 Eligible Complete | Tune-Up Yes Yes TRUE |2 N N N N TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Centralair | Ductless or
Air Conditioner sure the tune- routine heat
Ku3ss Eligible Complete | Tune-Up Yes Yes TRUE |2 [ 2 N 2 TRUE FAISE|No TRUE FALSE_|tless or mini- | pump Ai TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
GP623 Eligible Complete | Tune-Up No Yes TRUE |1 1 N N 1 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
HM789 Eligible Complete | Tune-Up No Yes TRUE |1 3 2 N N FALSE TRUE _[No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
FC754. Eligible Complete | Tune-Up Yes Yes TRUE |3 2 2 3 3 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Haas7 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Central air
Air Conditioner routine conditioner,Por | Gas.
61897 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|pon't know FALSE FALSE__|table air TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
H1177 Eligible Complete | Tune-Up Yes Yes TRUE |2 1 2 1 1 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Did not know.
work was Itwas part of
Air Conditioner eligible for a routine Centralair | Gas
FW663 Eligible Complete | Tune-Up Yes Yes TRUE |2 N N 4 N TRUE FAISE|No 0|rebate TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Tomake Electric
Heat Pump. sure the tune- repairs or Window or wal | baseboard
cuze0 Eligible Complete | Tune-Up Yes No TRUE |2 2 3 4 3 TRUE FAISE|No 0| up aualified TRUE FALSE__|air conditioner | heating FALSE FALSE FALSE
Air Conditioner Centralair | Gas
K888 Eligible Complete | Tune-Up Don'tknow _|Yes TRUE |2 3 2 2 2 TRUE FAISE|No 0|Don't know FASE__|To save money TRUE | conditioner TRUE FALSE FALSE
Heat Pump Just forgot Central air
AQ857 Eligible Complete | Tune-Up Yes No TRUE |1 1 4 1 1 FALSE TRUE _[No 0|about it TRUE TRUE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
KR222 Eligible Complete | Tune-Up Yes Yes TRUE |4 4 2 4 a TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
cR119 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 N N N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
EHg11 Eligible Complete | Tune-Up No Yes TRUE |1 4 a 4 3 FALSE TRUE |ves No Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Lv967 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 3 4 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. Just forgot routine Centralair | Air-source heat
EMaas Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _|No 0|about it TRUE FALSE | conditioner | pump FALSE FALSE FALSE
Itwas part of
Heat Pump. did not know routine or geothermal | or geothermal
GA332 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 1 1 N FALSE TRUE_|No 0|sboutit TRUE FALSE |heatpump | heat pump. TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
E€727 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 2 2 2 3 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
EM926 Eligible Complete | Tune-Up Yes Don't know. TRUE |1 [ 0 [ 0 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
FK608 Eligible Complete | Tune-Up No Yes TRUE |2 2 N 3 2 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Toimprove Centralair | Gas
Gvaar Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 1 1 FALSE TRUE _|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Air Conditioner To improve Centralair | Gas
G307 Eligible Complete | Tune-Up Yes No TRUE |2 2 2 [} 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner Do not own the repairs or Central air
HagsT Eligible Complete | Tune-Up Yes Yes TRUE |3 4 3 3 2 TRUE FAISE|No 0|oroperty FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Just forgot routine Centralair | Gas
DP925 Eligible Complete | Tune-Up Yes Yes TRUE |2 4 a 4 N TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
1p960. Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 2 2 FALSE TRUE_[No TRUE FALSE___| conditioner TRUE FALSE FALSE
self Itwas part of
Heat Pump. employed/cert routine Air-source heat | Air-source heat
Ds832 Eligible Complete | Tune-Up No Yes TRUE |2 3 2 2 2 TRUE FAISE|No 0|fied HvAC FALSE FALSE__|oump oump TRUE FALSE FALSE
Work was
performed by
family member Tomake
Air Conditioner who is HVAC repairs or Centralair | Gas
G772 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 3 2 TRUE FAISE|No FALSE FALSE___| conditioner TRUE FALSE FALSE
Air Conditioner To improve Centralair | Gas
Gv763 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 2 1 FALSE TRUE _|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
Y230 Eligible Complete | Tune-Up Yes Yes TRUE |2 1 3 [ 2 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t To make
Air Conditioner sure the tune- The unit would | repairs or Central air
AMS96 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _|No 0| up aualified TRUE___|not come on. FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
66235 Eligible Complete | Tune-Up Yes Yes TRUE |1 [ 1 1 1 FALSE TRUE _ [No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
HH389 Eligible Complete | Tune-Up Yes Yes TRUE |1 3 2 2 3 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Air-source heat
AQ768 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 4 4 3 TRUE FAISE |No 0| Don't know FALSE FALSE | conditioner | pump FALSE FALSE FALSE
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Tomake
Air Conditioner repairs or Centralair | Gas
n274 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 [ 2 FALSE TRUE_[No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of Ductless or
Heat Pump. Just forgot routine Centralair | minisplit heat
X794 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 2 2 2 TRUE FAISE|No 0|about it TRUE FALSE | conditioner | pump FALSE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
Hae15 Eligible Complete | Tune-Up Yes Yes TRUE |2 [ 2 2 0 TRUE FASE |Yes No up qualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
GDsa1 Eligible Complete | Tune-Up Yes Yes TRUE N [} 1 [} 0 FALSE TRUE _|No 0]rent FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner o work was. routine Centralair | Gas
ATE92 Eligible Complete | Tune-Up Yes Yes TRUE [N 1 2 1 0 FALSE TRUE_[No 0|done FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
cu239 Eligible Complete | Tune-Up No Yes TRUE |2 3 a 4 a TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
MB865 Eligible Complete | Tune-Up Yes Yes TRUE [N N 2 N N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner Didn't know routine Centralair | Gas
KUs31 Eligible Complete | Tune-Up Yes No TRUE_|o 3 2 N N TRUE FAISE|No 0|about it TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
EC663 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 2 1 N FALSE TRUE _[No TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
GDa13 Eligible Complete | Tune-Up Yes No TRUE |1 1 3 3 1 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
X971 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
oxe7a Eligible Complete | Tune-Up Yes Yes TRUE |2 3 0 3 0 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner FALSE FALSE FALSE
| wasna€™t
Air Conditioner sure the tune- Centralair | Gas
HW919 Eligible Complete | Tune-Up Yes Yes TRUE |2 1 3 3 N FALSE TRUE_[No TRUE TRUE___| conditioner TRUE FALSE TRUE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
N321 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Central air
Gs780 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 [ 0 TRUE FAISE|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
EHs3 Eligible Complete | Tune-Up Yes Yes TRUE |2 [} 0 3 3 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
FW615 Eligible Complete | Tune-Up Yes No TRUE |2 3 2 [ 2 TRUE FAISE | Don't know 9| of alse FALSE___| conditioner TRUE FALSE FALSE
Twasna™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
L6501 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 2 2 1 FALSE TRUE |ves No up aualified TRUE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of Central air
Heat Pump. routine
GP163 Eligible Complete | Tune-Up Yes Yes TRUE |3 3 2 [ 3 TRUE FAISE|No 0|Don't know FALSE FALSE |sourceheat |pump TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump sure the tune- routine Centralair | Air-source heat
Em272 Eligible Complete | Tune-Up Yes No TRUE |2 3 2 2 2 TRUE FAISE|No 0| up aualified TRUE FALSE | conditioner | pump FALSE FALSE FALSE
Itwas part of
Air Conditioner Didnt know routine Centralair | Gas
FW691 Eligible Complete | Tune-Up No Yes TRUE |1 [ 2 [ 1 FALSE TRUE _[No 0|sboutit TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Central air
Az559 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 0 4 3 TRUE FALSE | Don'tknow o of aise FALSE___| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner Just forgot repairs or Centralair | Gas
DD366 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 2 2 2 TRUE FAISE|No 0|about it TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of Centralair | Air-source heat
Heat Pump. sure the tune- routine conditioner,Wi | pump Gas
MM719 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |2 2 N 2 0 TRUE FAISE|No 0| up aualified TRUE FALSE___| ndow or wall FALSE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
HE31A Eligible Complete | Tune-Up Yes Yes TRUE |2 2 1 N 2 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
w7sa Eligible Complete | Tune-Up Yes Yes TRUE |2 [} a [} 2 TRUE FAISE|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Centralair | Gas
MMg57 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 2 2 1 FALSE TRUE _[No TRUE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
KUgSS Eligible Complete | Tune-Up Yes No TRUE |1 2 2 1 2 FALSE TRUE _|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
KEG8S Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 2 1 FALSE TRUE |Yes Yes of  aise FALSE___| conditioner TRUE FALSE FALSE
Twasna™t Tomake
Air Conditioner sure the tune- repairs or Centralair | Gas
15676 Eligible Complete | Tune-Up No Yes TRUE |2 2 a [} 3 TRUE FAISE|No 0| up aualified TRUE FALSE___| conditioner TRUE FALSE FALSE
Heat Pump. Air-source heat | Air-source heat
P73 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 2 [} N TRUE FAISE|No 0|Don't know FASE__|To save monev TRUE|oump oump TRUE FALSE FALSE
Tomake
Air Conditioner Iwas not aware repairs or Centralair | Gas
FC753 Eligible Complete | Tune-Up Yes Yes TRUE |1 N N 1 1 FALSE TRUE _[No 0|it was available.|  TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Need new unit | To make
Air Conditioner sure the tune- but cant afford | repairs or Centralair | Gas
1596 Eligible Complete | Tune-Up No Yes TRUE |2 4 2 2 a TRUE FAISE|No 0| up aualified TRUE _|one FALSE___| conditioner TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Centralair | Gas
FK383 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 2 N 1 FALSE TRUE|Yes No Don't know FALSE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HB867 Eligible Complete | Tune-Up Don'tknow _|ves TRUE |1 N N 1 N FALSE TRUE |ves No up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Central air
EMag7 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 1 1 FALSE TRUE _ [No TRUE FALSE___| conditioner FALSE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Air-source heat
G852 Eligible Complete | Tune-Up No Yes TRUE |1 1 3 N 1 FALSE TRUE _|No 0| up aualified TRUE FALSE__|oump FALSE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump. sure the tune- routine Air-source heat | Air-source heat
16337 Eligible Complete | Tune-Up Yes Yes TRUE |1 2 1 1 2 FALSE TRUE _ [No TRUE FALSE | pump pump TRUE FALSE FALSE
Itwas part of
Heat Pump. routine Central air
MMSa2 Eligible Complete | Tune-Up Yes Yes TRUE |1 [} 0 [} 0 FALSE TRUE | Don't know o of aise FALSE__| conditioner | Don't kn« FALSE FALSE FALSE
Twasnae™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
G958 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 4 3 2 TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Gas
Air Conditioner sure the tune- To improve Centralair | furnace/boiler
Em179 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 3 4 3 TRUE FAISE|No 0| up aualified TRUE FALSE | conditioner | Electric furnace|  TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Centralair | Gas
GP317 Eligible Complete | Tune-Up Yes Yes TRUE |2 2 0 2 N TRUE FAISE|No TRUE TRUE___| conditioner TRUE TRUE FALSE
Air Conditioner Centralair | Gas
DA627 Eligible Complete | Tune-Up Yes Yes TRUE |4 4 2 4 2 TRUE FAISE|No 0|Don't know FASE__|To save enerav TRUE___| conditioner TRUE FALSE FALSE
I wasna€™t
Air Conditioner sure the tune- Toimprove Centralair | Gas
EC592 Eligible Complete | Tune-Up Yes Yes TRUE |2 3 N 3 N TRUE FAISE|No TRUE FALSE___| conditioner TRUE FALSE FALSE
Air Conditioner To improve Centralair | Gas
o6 Eligible Complete | Tune-Up Yes No TRUE |2 1 1 2 1 FALSE TRUE _|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
E€965 Eligible Complete | Tune-Up Yes Yes TRUE |1 3 3 1 4 FALSE TRUE _|No 0|Don't know FALSE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Central air
HW374 Eligible Complete | Tune-Up Yes Yes TRUE |2 N 2 [} 0 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
D153 Eligible Complete | Tune-Up Yes Yes TRUE |1 1 1 N 1 FALSE TRUE  [No 0| Don't know FALSE FALSE | conditioner TRUE FALSE FALSE
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| wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
HH693 Eligible Complete | Tune-Up Yes Yes TRUE 2 N [ 2 FALSE TRUE_[No TRUE i FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
AM901 Eligible Complete | Tune-Up Yes Yes TRUE 3 3 2 0 TRUE FAISE|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Tomake
Air Conditioner repairs or Centralair | Gas
cRagt Eligible Complete | Tune-Up Yes Yes TRUE 1 2 N N FALSE TRUE _|No 0|Don't know FALSE FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t
Heat Pump sure the tune- To improve Air-source heat | Air-source heat
AT118 Eligible Complete | Tune-Up Yes Yes TRUE N N N N TRUE FAISE|No 0| up aualified TRUE FALSE__|oump oump TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
1890 Eligible Complete | Tune-Up Yes Yes TRUE [ 4 ) 0 FALSE TRUE _ [No 0|Don't know FALSE i FALSE__| conditioner TRUE FALSE FALSE
I wasna€™t Itwas part of
Air Conditioner sure the tune- routine Centralair | Gas
LA400 Eligible Complete | Tune-Up Yes Don't know TRUE 2 2 1 2 FALSE TRUE _|No 0| up aualified TRUE FALSE__| conditioner TRUE FALSE FALSE
Itwas part of
Air Conditioner routine Centralair | Gas
FF910 Eligible Complete | Tune-Up Yes Yes TRUE 3 2 N 0 TRUE FAISE | Don't know 9| of alse i FALSE__| conditioner TRUE FALSE FALSE
Itwas part of Gas
Air Conditioner routine Centralair | furnace/boller
HWS59 Eligible Complete | Tune-Up No Yes TRUE 4 2 2 3 FALSE TRUE _|No 0|Don't know FALSE FALSE | conditioner | Electric TRUE FALSE FALSE
I wasna€™t Itwas part of
Heat Pump sure the tune- routine Air-source heat | Air-source heat
05347 Eligible Complete | Tune-Up Yes Yes TRUE N N N N FALSE TRUE _[No TRUE i FALSE | pump TRUE FALSE FALSE
He doesn't
think the check.
that he has Itwas part of
Air Conditioner done would routine Centralair | Gas
HB42S Eligible Complete | Tune-Up Yes Yes TRUE 1 1 1 0 FALSE TRUE _|No 0| quaiify TRUE FALSE___| conditioner TRUE FALSE FALSE
I wasna€™t Tomake
Air Conditioner sure the tune- repairs or Window or wall | Gas.
cnaa2 Eligible Complete | Tune-Uy Yes Yes TRUE N 1 N N FALSE TRUE  [No TRUE FALSE | air con FALSE FALSE FALSE
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CADMUS

Ameren Missouri Lighting Program
Stakeholder Interview Guide (PY18)

Respondent name:

Respondent phone:

Interview date: Interviewer initials:

This interview is to assess how well the program processes and implementation are working to achieve
the goals of the program, as well as to understand how the evaluation can help the program manager
and implementers with planning an implementation.

A. Program Goals and Design
I'll start with the program goals.

1) Goinginto PY18, the program had already exceeded its savings targets for Cycle 2. How did
this affect how you managed the program? Did you have different objectives for the
program, as a result? (Probe: to make up for other programs falling short of goals, to
achieve additional cost-effective savings, etc.)

2) As of Q3, the tracking database showed only 131,000 bulbs, compared to a filed target of
around 430,000. Is the program expected to have significantly reduced participation this
year compared to the original 2016 target? If so, is this reduced participation by design, or
due to some other reason?

3) Can you describe any significant changes to how the program operated over the year,
relative to PY17?

4) Did you actively manage any external or market-related challenges for the program? (Probe:
how will the program manage free ridership given the increasing market share of LEDs and
reduced prices?)

5) PY18 was the last year of the cycle. Will the program continue in PY19? If so, are you
implementing any significant changes for PY19? (Probe: continuing all measure categories?
Continuing with all retailer types and currently participating chains? Wil the program
expand or shrink?)

B. Implementation Roles and Responsibilities
Now I'd like to discuss how the program operated this year.

720 SW Washington Street Corporate Headquarters:
Suite 400 100 5th Avenue, Suite 100
Portland, OR 97205 Waltham, MA 02451
Voice: 503.467.7100 An Employee-Owned Company Voice: 617.673.7000

Fax: 503.228.3696 www.cadmusgroup.com Fax:617.673.7001



1)

2)

Have there been any changes to the Ameren Missouri/ICF staff dedicated to the Lighting
Program this year? (Probe: Is ICF still working with CrossMark? Any change to the
responsibilities between ICF and CrossMark?)

[Both] How has CrossMark performed this year? Have you, or would you, recommend any
changes in how field operations are handled?

C. Retailers
Let’s move on to relationships with partner retailers.

1)

2)

3)

4)

5)

6)

7)

Has there been any change in the retailer mix from PY17 for PY18? What led to the change?

Were there any changes to the RFP process or the MOUs in PY18 relative to PY17? For
example, in terms of when the RFP was issued, or the length of time covered by the MOU?

Earlier in the year, Ameren mentioned that ICF expected to increase the percentage of bulbs
sold through discount retailer chains. What prompted that decision? Has ICF been able to
drive participation through that channel to the degree you expected?

[If there was a shift of budget to discount retailers] Was there any pushback from
mainstream retailers about the reduced budget? What do you think motivates retailers to

continue to participate?

Given the reduced budget for big box retailers, what prompted you to maintain the same
number of chains, rather than consolidate sales in a smaller number of retailers?

[Both] What feedback have you received from participating retailers this year? (Probe: How
are retailers responding to the diminishing program budget?)

How are you communicating with retailers on the future of the program?

D. Marketing
Now let’s discuss marketing for the program, both in-store and other channels.

1)

2)

3)

4)

Was the online store active throughout PY18? How did this channel perform? Was there
any chance to how you managed or marketed this channel in PY18 relative to the previous
year?

How do you expect to manage this channel going forward? (Probe: Do you see opportunity
to grow online sales, do you expect to maintain the online store?)

Were there any changes to the marketing strategies the program used this year? (Probe:
How did the program adjust marketing strategies given the different demographics of the
discount retailers’ customer base?)

In past years, in-store signage has been an important part of driving sales. Did this continue
to be true in PY18? Are there any differences to how ICF approaches the use of in-store
signage in discount retail spaces?

720 SW Washington Street

Suite 400

Portland, OR 97205
Voice: 503.467.7100
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5) Did the program change any of the messaging for LEDs to encourage greater uptake in
rental units or multifamily housing?

E. Data Tracking and Quality Control
Thank you. My next subject is data tracking.

1) Were there any changes to data tracking or data storage in PY18? (If yes, probe: What drove
the change? How are the updates performing?)

2) Were there any changes to quality control practices in PY18 relative to the previous year?

3) Did the quality control activities uncover any issues? How were these issues addressed?

4) Do you feel there was enough quality control?

F. Summary
Thank you. Now | have just a few general questions to wrap up.

1) What would you say is working particularly well so far in PY18? Why is that?
2) Conversely, what is not working as well as anticipated? Why is that?

3) Is there anything else you’d like us to know about your experience administrating or
implementing the program so far this year?

720 SW Washington Street

Suite 400

Portland, OR 97205

Voice: 503.467.7100

Fax: 503.228.3696 3
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CADMUS

General Population Survey

January 2019

A. Introduction
[DISPLAY AMEREN MISSOURI STYLE]

Please enter the 5-digit code from the postcard invitation: [ ]

[IF CODE IS INVALID, DISPLAY THE FOLLOWING MESSAGE AND DISPAY THE FIVE-DIGIT CODE BOX
AGAIN; CLOSE SURVEY AFTER FIVE FAILED ATTEMPTS.]

Sorry, the code you have entered is invalid. Please try again or contact Romi Jones at
romi.jones@cadmusgroup.com or (971) 712-7431.

[IF CODE IS VALID, DISPLAY THE FOLLOWING MESSAGE AND CONTINUE SURVEY]

Welcome! Ameren Missouri is conducting its annual study to learn more about how households
throughout Missouri use energy. Your responses are very important to us and we will keep them
confidential. Complete the survey by February 22, 2019, and we will enter you into a drawing for one of
five $100 VISA gift cards.

The survey will take you about 15 minutes and is intended for the person primarily responsible for your
household’s energy-related decisions (i.e., the person who is responsible for paying the utility bills or
selecting new lighting and appliances).

This survey saves your responses automatically and responses will be submitted when you complete the
survey. You can stop and then return to the survey at any time by accessing the survey link provided to
you on the postcard. Please access the survey from the same device.

B. Energy Efficiency Attitudes and Barriers

B1. How much energy do you use in your home now compared to five years ago? Would you say...

1. More
2. About the same
3. Less

-98. Don’t know

The Cadmus Group, Inc. / Energy Services Division 1


mailto:romi.jones@cadmusgroup.com

Ameren Missouri - General Population Survey January 2017

B2.

B3.

B4.

B5.

B6.

How important is energy efficiency in your daily activities and when making purchasing decisions?
Would you say...

1. Very important

2. Somewhat important
3. Not too important
4. Not at all important

-98. DON’T KNOW

Please rate your home’s energy efficiency. Would you say it is...

1. Very efficient

2. Somewhat efficient
3. Not too efficient

4. Not at all efficient
-98. DON’T KNOW

Please rate whether you strongly agree, somewhat agree, somewhat disagree, or strongly disagree
with each of the following statements: [RANDOMIZE ORDER] [DROP DOWN SELECTION MENU
WITH RESPONSE CHOICES: 1= STRONGLY AGREE; 2=SOMEWHAT AGREE; 3=SOMEWHAT DISAGREE;
4=STRONGLY DISAGREE; -98= DON’T KNOW]

a) Itis important to conserve energy as much as possible

b) Using energy to keep the home comfortable is my top priority

c) Ilwould like to save more energy but do not know where to start

d) Ialways shop for the lowest prices, even if it takes more time

e) | have already done as much as possible to save energy in my home

f) I have tried a few things to save energy, but have not seen any real savings on my utility bills

What are the main reasons you might decide to conserve energy? Selection up to three options.
[RANDOMIZE ORDER; ACCEPT UP TO THREE RESPONSES]

Reduce energy costs
Increase home comfort
Protect the environment
Increase value of home

. Other (please specify):
-98. Don’t know

ik wnN e

What are the main reasons you might decide NOT to conserve energy? Selection up to three
options. [RANDOMIZE ORDER; ACCEPT UP TO THREE RESPONSES]
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B7.

C1.

Already saving as much as possible

No need to save on energy cost

Equipment is too expensive

Equipment is hard to find

Equipment doesn’t work as well

Don’t think about it much

Don’t have time

Other family members don’t turn off lights/equipment
. Other (please specify):
-98. Don’t know

©CHNDU AWM R

What challenges, if any, do you face in saving energy in your home? Selection up to three options.
[RANDOMIZE ORDER; ACCEPT UP TO THREE RESPONSES]

1. Can’t afford it/too expensive

2. Too hard to install/implement

3. Inconvenient/don’t have time/too busy

4, Not confident it will save energy/be worth it

5. Afraid it will make home uncomfortable

6. Disruption to home/mess involved with installing improvements
7. Challenges with contractors

8. Don’t know where to start

9, No challenges/None

10. Challenges with home construction or age

11. Home is already pretty efficient

12. Other family members are not trying to conserve

13. Other [SPECIFY: ]
-98. DON’'T KNOW

Energy Efficiency and Program Awareness

If you wanted to know more about energy saving opportunities, where would you look for
information? Selection up to three options. [RANDOMIZE ORDER; ACCEPT UP TO THREE
RESPONSES]

1. TV orradio programs or ads
2. Online articles or ads
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c2.

C3.

C4.

3. Print articles or ads (e.g., newspapers or magazines)
4. At aretail location
5. Utility bill or other utility direct mail
6. Email from the utility
7. Discussion with a contractor
8. Word of mouth (family, friends, colleagues)
9. Social media

10. Internet searches by you

11. Utility website

12. Other (please specify):
13. I don’t want information about ways to save energy
-98. Don’t know

Have you ever seen or heard of Ameren Missouri’s energy efficiency programs? [RESPONSE
REQUIRED]

1. Yes
2. No
-98. DON’T KNOW

[IF C2 = 1] How familiar are you with Ameren Missouri’s energy efficiency programs?

1.  Veryfamiliar

2. Somewhat familiar

3. Not too familiar

4, Not at all familiar
-98. DON'T KNOW

[IFC3 =1, 2, or 3] Where do you recall having seen or heard about the Ameren Missouri energy
efficiency programs? Select up to three options. [RANDOMIZE ORDER; ACCEPT UP TO THREE
RESPONSES]

TV or radio programs or ads

Online articles or ads

Print articles or ads (e.g., newspapers or magazines)
At a retail location

Utility bill or other utility direct mail

Email from the utility

Discussion with a contractor

Word of mouth (family, friends, colleagues)

. Social media

10. Internet searches by you

11. Utility website

12. Other (please specify):

©ONDUEWN R
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-98. Don’t know

C5. [IF C2 = 1] Are you familiar with the following programs? [RANDOMIZE ORDER] [DROP DOWN
SELECTION MENU WITH RESPONSE CHOICES: 1= YES; 2=NO; -98= DON'T KNOW]

1. CommunitySavers Program
Efficient Products Program
Multifamily Efficient Kits Program
School Kits Program

Heating and Cooling Program
Home Energy Report Program
Lighting Program

NV A WN

C6. [IFYES TO ANY OF C5] Did you participate in any of these programs in the past year? [RESPONSE
REQUIRED]

1. Yes
2. No
-98. Don’t know

C7. Have you visited any of the Ameren Missouri energy efficiency program websites within the past
year, such as the Efficient Products or Heating and Cooling websites?

1. Yes
2. No
-98. Don’t know

C8. [IF C7 = 1] What information were you looking for on the website? Selection up to three options.
[RANDOMIZE ORDER; ACCEPT UP TO THREE RESPONSES]

1. Energy saving tips

Rebates or incentives

Participating contractor or builder
Participating retailers

Where to recycle my CFLs or non-working LEDs
. Other (please specify):

-98. Don’t know

ou A WwN

C9. [IF C7 = 1] Was the information on the website useful to you?

1. Yes
2. No (please elaborate why):
-98. DON’T KNOW
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C10. Are you aware that Ameren Missouri offers rebates and discounts for energy-saving equipment
in your home? [RESPONSE REQUIRED]

1. Yes
2. No [SKIP TO D1]
-98. Don’t know [SKIP TO D1]

C11. From what sources did you hear or read about the Ameren Missouri energy-efficiency rebate
opportunities? Selection up to three options. [RANDOMIZE ORDER; ACCEPT UP TO THREE
RESPONSES]

1. TV orradio programs or ads

2. Online articles or ads

3. Print articles or ads (e.g., newspapers or magazines)
4. At aretail location

5. Utility bill or other utility direct mail

6. Email from the utility

7. Discussion with a contractor

8. Word of mouth (family, friends, colleagues)

9. Social media

10. Internet searches by you

11. Utility website

12. Other (please specify):
-98. Don’t know

D. Lighting

D1. Have you purchased any CFLs in the last year?

1. Yes
2. No
-98. Don’t know

a. [ASKIF D1 = 1] How many CFLs did you purchase?

D2. [ASK IF D1 = 1] What store or stores did you make your purchase from?
I |
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D3. Have you purchased any LEDs in the last year? The kind of LED that can replace a traditional screw-in
bulb, not LED nightlights, holiday lights, or flashlights.

1. Yes
2. No
-98. Don’t know

a. [ASKIFD4 =1] How many LEDs did you purchase?
I |

D4. [ASK IF D4 = 1] What store or stores did you make your purchase from?
I |

E. Cooling

E1. What type of cooling equipment do you have in your home? [ACCEPT MULTIPLE RESPONSES;
RESPONSE REQUIRED]

Central air conditioner

Ductless or mini-split heat pump
Air-source heat pump

Ground-source or geothermal heat pump
Portable air conditioner

Window or wall air conditioner
Evaporative (swamp) cooler

Other (please specify):

. None [SKIP TO SECTION F]

-98. DON’T KNOW [SKIP TO SECTION F]

WENOURAEWNE

E2. [IF E1 # 9 or -98] How old is the cooling equipment you previously selected? Please indicate the
number of years.

[Carry forward selected choices] Years | |
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F. Heating

F1. What type of heating equipment do you have in your home? [ACCEPT MULTIPLE RESPONSES;
RESPONSE REQUIRED]

Ductless or mini-split heat pump
Air-source heat pump

Ground-source or geothermal heat pump
Gas furnace/boiler

Electric baseboard heating system
Electric furnace

Other (please specify):

. None [SKIP TO SECTION G]

-98. Don’t know [SKIP TO F3]

®ND U A WN R

F2. How old is the heating equipment you previously selected? Please indicate in number of years.

[Carry forward selected choices] Years |:|

F4. [If F1=7 OR -98] Is your home heating electric or gas? [RESPONSE REQUIRED]

1. Electric
2. Gas
-98. DON’T KNOW

G. Potential Spillover
[IF C6 = 1, SKIP TO SECTION H]

G1. Is your hot water heater electric or gas? [RESPONSE REQUIRED]

1. Electric
2. Gas
-98. Don’t know

G2. Have you or anyone in your household purchased and installed any energy efficient equipment in
the past year?

1. Yes
2. No [SKIP TO G13]
-98. Don’t know

G3. Have you or anyone in your household purchased and installed energy efficient versions of the
following equipment in the past year? [RANDOMIZE ORDER; ACCEPT MULTIPLE RESPONSES;
RESPONSE REQUIRED]

1. Room air conditioner
2. Room air purifier
3. Pool pump
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G4.

Showerhead

Kitchen faucet aerator

Bathroom faucet aerator

Hot water pipe insulation for your hot water heater
Furnace fan with ECM (Electronically Commutated Motor)
Filter whistle

. Heat pump water heater

. Learning or "smart" thermostat

. Air-source heat pump

. Ductless or mini-split heat pump

. Duel-fuel heat pump

. Ground-source or geothermal heat pump
. Central air conditioner
. Other (please specify):
. None

-98.

Don’t know

How many pieces of each equipment did you install? If you selected hot water pipe insulation,
please indicate the length in feet. [RESPONSE REQUIRED]

[Carry down selected responses] Amount

[IF G3 = 12 OR -98 SKIP TO G15]

[RESPONSES TO G3 COMBINED MAKE UP THE ‘CONSIDERATION SET’ FOR THE “SPILLOVER

QUESTIONS” (G7—G13). IF RESPONSES ARE MORE THAN THREE, THEN THE CONSIDERATION SET
BECOMES A SET OF THREE RANDOMLY SELECTED RESPONSES]

G7. [FOR EACH PRODUCT IN “CONSIDERATION SET”] How do you know the [INSERT PRODUCT FROM
‘CONSIDERATION SET’] is energy efficient? [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE;
RESPONSE REQUIRED]

1. It's ENERGY STAR-certified
2. The retailer/dealer/contractor told me it was

3. Information about the product from packaging, websites, etc.

4. Other (please specify):

-98. Don’t know [NOTE: FAIL]
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G8. [FOR EACH PRODUCT IN “CONSIDERATION SET”] Which of the following reasons best describe why
you decided to install a [INSERT PRODUCT FROM ‘CONSIDERATION SET’]? [RANDOMIZE ORDER;
CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]

1.

-98.

PN AWN

To save energy [NOTE: PASS] [SKIP TO G8]

To save money [NOTE: PASS] [SKIP TO G8]

To replace failing equipment

Needed to replace anyway

Liked the style

Was ready to update

To improve comfort

Other (please specify):
Don’t know

G9. [If G6 # 1 OR 2] Which of the following reasons best describe why you chose an energy efficient
version of a [INSERT PRODUCT FROM ‘CONSIDERATION SET’] [RANDOMIZE ORDER; CHOOSE ONLY
ONE RESPONSE; RESPONSE REQUIRED]

NowunkswnNe

-98.

G10.

To save energy [NOTE: PASS]
To save money [NOTE: PASS]
Liked the style [NOTE: FAIL]
It had other features that | liked [NOTE: FAIL]
It was the cheapest product available [NOTE: FAIL]
It was the only option available [NOTE: FAIL]
Other (please specify):
Don’t know [NOTE: FAIL]

[FOR EACH PRODUCT IN THE “CONSIDERATION SET”] Did you receive a rebate, discount, or tax

credit for installing the [INSERT PRODUCT IN “CONSIDERATION SET”]? [RESPONSE REQUIRED]

1.
2.

Yes
No [NOTE: PASS] [SKIP TO G10]

-98. Don’t know [NOTE: FAIL] [SKIP TO G12]

G11.

[ASK FOR EACH PRODUCT IN “CONSIDERATION SET” IF G8 = 1] Did you get a rebate from

Ameren Missouri? [RESPONSE REQUIRED]
1. Yes [NOTE: FAIL] [SKIP TO G12]

2.

No [NOTE: PASS]

-98. Don’t know [NOTE: FAIL] [SKIP TO G12]

10
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G12. [ASK FOR EACH PRODUCT IN “CONSIDERATION SET” IF C2 =1 OR C10 = 1] Why didn’t you or
your contractor apply for a rebate through Ameren Missouri for the [INSERT PRODUCT IN
“CONSIDERATION SET”]? [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPONSE
REQUIRED]

1. lamstill planning to apply [NOTE: FAIL]
2. It was confusing [NOTE: PASS]
3. Just forgot about it [NOTE: PASS]
4. | wasn’t sure my equipment qualified [NOTE: PASS]
5. lwanted a different model that did not qualify [NOTE: FAIL]
6. |applied, but | did not receive a rebate [NOTE: FAIL]
7. Other (please specify):
-98. Don’t know [NOTE: FAIL]

G13. [ASK FOR EACH PRODUCT IN “CONSIDERATION SET” IF G8 = 1 AND G9 = 2] Which organization
did you get a rebate, discount or tax credit from?

[Text response]

[ASK FOR EACH PRODUCT AND ACTION IN “CONSIDERATION SET”] On a 1 to 4 scale, with 1
meaning “very important”, and 4 meaning “not at all important”, how important was each of the
following elements in your decision to purchase and install a [INSERT PRODUCT IN
“CONSIDERATION SET”]? [ADD “Don’t know” AND “Not applicable” AS RESPONSE OPTIONS;
RANDOMIZE ORDER; RESPONSE REQUIRED]

a) Information about energy savings from Ameren Missouri’s marking or bill insert

b) Ameren Missouri’s marketing information from a contractor or retailer

¢) Information from colleagues or friends who installed energy efficient equipment and
received a rebate from Ameren Missouri

d) Past participation in an Ameren Missouri energy efficiency program

e) Information from the energy assessment conducted at your home through Ameren
Missouri

11
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G15. Have you or anyone in your household had a tune-up of your heating or cooling equipment in the
past year? [RESPONSE REQUIRED]

1.Yes
2. No [SKIP TO H1]
-98. DON'T KNOW [SKIP TO H1]

G16. What equipment was tuned up? [CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]

1. My heat pump (which provides both central heating and cooling)
2. My central air conditioner
3. Other (please specify):

-98. Don’t know [SKIP TO H1]

G17. Which of the following reasons best describe why you decided to have the tune-up? [CHOOSE
ONLY ONE RESPONSE; RESPONSE REQUIRED; RANDOMIZE ORDER]

1. To save energy [NOTE: PASS]
2. To save money [NOTE: PASS]
3. To improve home comfort [NOTE: FAIL]
4. It was part of routine maintenance [NOTE: FAIL]
5. To make repairs or replacements [NOTE: FAIL]
6. Other (please specify):

-98. DON'T KNOW [NOTE: FAIL]

G18. Did you receive a rebate, discount, or tax credit for the tune-up? [RESPONSE REQUIRED]

1. Yes
2. No [NOTE: PASS] [SKIP TO G18]
-98. DON'T KNOW [NOTE: FAIL] [SKIP TO G19]

G19. [IF G16=1] Did you get a rebate from Ameren Missouri? [RESPONSE REQUIRED]

1. Yes [NOTE: FAIL] [SKIP TO G19]
2. No [NOTE: PASS]
-98.  Don’t know [NOTE: FAIL] [SKIP TO G19]

G20. [ASKIFC2=10RC10=1] Why didn’t you or your contractor apply for a rebate through Ameren
Missouri for the tune-up? [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPONSE
REQUIRED]

1. I am still planning to apply [NOTE: FAIL]

2. It was confusing [NOTE: PASS]

3. Just forgot about it [NOTE: PASS]

4. | wasn’t sure the tune-up qualified [NOTE: PASS]

5. l applied, but | did not receive a rebate [NOTE: FAIL]

6. Other (please specify):
-98. Don’t know [NOTE: FAIL]

12
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G19.a)-e). On a 1 to 4 scale, with 1 meaning “very important”, and 4, meaning “not at all important”,
how important was each of the following elements in your decision to get a tune-up? [ADD “Don’t
know” and “Not applicable” AS RESPONSE OPTIONS; RANDOMIZE ORDER; RESPONSE REQUIRED]

a) Information about energy savings from Ameren Missouri’s marking or bill insert

b) Ameren Missouri’s marketing information from a contractor or retailer

c) Information from colleagues or friends who installed energy efficient equipment and
received a rebate from Ameren Missouri

d) Past participation in an Ameren Missouri energy efficiency program

e) Information from the energy assessment conducted at your home through Ameren
Missouri

H. Customer Demographics

H1. Thinking about your overall experiences with Ameren Missouri as your utility, how satisfied would
you say you are with Ameren Missouri?

1. Very satisfied

2. Somewhat satisfied
3. Not too satisfied

4, Not at all satisfied
-98. Don’t know

13
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H2. How satisfied are you with the energy efficiency information and the rebates available to you by
Ameren Missouri?

1. Very satisfied

2. Somewhat satisfied
3. Not too satisfied

4. Not at all satisfied
-98. Don’t know

H3. What type of home do you live in?

1. Single-family home
Manufactured or modular

Mobile home

Row house/townhome

Two or three family attached residence
Apartment with 4 units or greater
Condominium

. Other (please specify):
-98. Don’t know

®NOD YA WN

H4. Approximately how many square feet of living space does your home have? Don’t include the
basement unless it is a space that you consider lived in.

Less than 1,000 square feet

1,000 to less than 1,500 square feet
1,500 to less than 2,000 square feet
2,000 to less than 2,500 square feet
2,500 to less than 3,000 square feet
3,000 or more square feet

-98. Don’t know

ok wNRE

H5. What year was your home built?

1. After 2012

2. 2009-2012
3. 2005-2008
4. 2001-2004
5. 1980-2000
6. Before 1980

-98. Don’t know

H6. Do you own or rent this residence?

1. Own
2. Rent

14
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-98. Don’t know

H7. Is your home occupied...

1. Year round
2. On a seasonal basis/vacation home
-98. Don’t know

H8. What is the highest level of education that you have completed?

Less than a high school degree

High school degree

Technical/trade school program

Associates degree or some college

Bachelor’s degree

Graduate/ professional degree, e.g. J.D., MBA, MD, etc.
Professional certification, e.g. CPA, CNP, etc.

-98. Don’t know

NouswnNe

H9. Which of the following categories includes your household’s total annual income before taxes?

=

Less than $10,000
$10,000 — $14,999
$15,000 — $19,999
$20,000 — $29,999
$30,000 — $39,999
$40,000 —$49,999
$50,000 — $59,999
$60,000 — $74,999

. $75,000 — $99,999

10. $100,000 — $124,999
11. $125,000 — $149,999
12. $150,000 or more
13. Prefer not to say

©ONOU A WN

Thank you for taking the survey. Your response has been recorded and we have entered you into the
drawing for one of five $100 VISA gift cards.

If you are selected to receive one of the five gift cards in the drawing, the gift card will be mailed to you
at the same address written on the postcard you received, by March 15, 2019.
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Appendix G. Elasticity Model Outputs

Model Specification

The Cadmus Team used an econometric model to organize bulb and pricing data as a panel, with a cross-
section of program bulb quantities for each unique retail location and bulb type combination modeled
over time as a function of price, retail channel (big box and chain). This study also involved testing a
variety of specifications to ascertain price impacts—the main instrument affected by the program—on
the demand for bulbs.

After testing potential model specifications, Cadmus found that elasticities within big box stores showed
significant variation between bulb types but did not differ at chain retailers. Therefore, Cadmus
estimated separate models for chain and big box retailers.

The basic equation for the big box retailer model is as follows (for cross-section i, in month t):

Equation 1. Big Box Retailer Model Equation

n(Qi) = ) (BxModel IDy;) + ) (Bos palln(Pe) * Bulb Types]) + Bln(Py) * Clubl,
T 0,6

+ E(ﬁaMOTlthalt) + A’lt + Eit
a

Where:
In = Natural log
Q = Quantity of average daily sales in month t
P = Average price per bulb in month t
Club 1 = Dummy variable equal to 1 if the big box retailer was Club store 1; 0 otherwise
Bulb Type = Product category (general purpose, reflector, decorative)
Month = Dummy variable equal to 1 for each unique month of the year; 0 otherwise
Model ID = Dummy variable equaling 1 for each unique retail location and measure name; 0
otherwise
Eit = Cross-sectional random-error term in time period t
Aie = Time series random-error term in time period t

Equation 2. Small Chain Retailer Model Equation
Qi) = ) (BxModel IDy;) + (By * n(Pre) + ) (BuMonthae) + i + &1
s a

Where:
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In = Natural log

Q = Quantity of average daily sales in month t

P = Average price per bulb in month t

Month = Dummy variable equal to 1 for each unique month of the year; 0 otherwise

Model ID = Dummy variable equaling 1 for each unique retail location, bulb type, and base
watt; 0 otherwise

Eit = Cross-sectional random-error term in time period t

Ait = Time series random-error term in time period t

The model specification assumed a negative binomial distribution as this minimized error for a small
number of products with a disproportionately high sales volume.

Cadmus ran numerous model scenarios to identify the model for each retail channel with the best
parsimony and explanatory power using these criteria:

e Model coefficient p-values (keeping values less than <0.1)

e Explanatory variable cross-correlation (minimizing where possible)
e Model QIC (minimizing between models)

e Minimizing multicollinearity

e  Optimizing model fit

The following tables provide output statistics and information generated by the final models.

Table 1. Model Information

Model Information

Chain Store Retailers

Data Set FINALMODELDATA
Distribution Negative Binomial
Link Function Log
Dependent Variable AvgDailySales
Number of Observations Read 215
Number of Observations Used 213
Missing Values 2
Big Box Retailers
Data Set FINALMODELDATA
Distribution Negative Binomial
Link Function Log
Dependent Variable AvgDailySales
Number of Observations Read 1995
Number of Observations Used 1978
Number of Invalid Responses 8
Missing Values 9
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Table 2. Model Classification Variable Levels Chain Retailers

Class Level Information
Class Levels Values

Model_ID
Channel
Type
Month

Chain Retailers

Big Box Retailer

Measure Name & Stores

Big Box

Decorative GS Reflector
134567891011 12

Measure Name & Stores
Chain
Decorative GS
134567891011

Table 3. Parameter Estimates with Empirical Standard Errors

Intercept
logPrice*Type Decorative
logPrice*Type GS
logPrice*Type Reflector
logPrice*Costco
logPrice
AIC
Big Box
Chain

Appendix G. Elasticity Model Outputs

“lovercl | Upperct | 2| Probz__
0 0

0 0
1 -1.059 1.161 -3.335 1.216 0.832
1 -1.469 0.322 -2.101 -0.837 20.778
1 -0.448 0.169 -0.778 -0.117 7.044
1 -1.727 0.376 -2.463 -0.990 21.119
1 -1.965 0.682 -3.302 -0.628 8.300
Table 4. AIC Fit Criteria
4648.7422
498.5405
G-3



Appendix H. Measure Category Specifications

CADMUS

Table 5. Standard—General Purpose, A-Line, Omni-Directional

Bulb Type m Ameren Missouri Measure Category

Standard 310-449

Standard 450-799 29
Standard 800-1,099 43
Standard 1,100-1,599 53
Standard 1,600-1,999 72
Standard 2,000-2,600 72

10W_LED
10W_LED
10W_LED
15W_LED
20W LED
20W LED

Table 6. Specialty Lumens Bins

Bulb Type m Ameren Missouri Measure Category

Globes

Globe 350-499 40
Globe 500-574 43
Globe 575-649 53
Globe 650-1,099 72
Decorative

Decorative 150-299 25
Decorative 300-499 40

8W_LED_Globe_Light
8W_LED_Globe_Light*
8W_LED_Globe_Light
8W_LED_Globe_Light

4W_LED_Candelabra
4W_LED_Candelabra

Table 7. EISA-Exempt Lumens Bins (i.e., three-way, post lamps)

Bulb Type Ameren Missouri Measure Category

EISA-Exempt 450-799
EISA-Exempt 800-1,099 60
EISA-Exempt 1,100-1,599 75

Table 8. Reflectors with Diameter >2.5 inches (>20 eighths of an inch)

Bulb Type “ Ameren Missouri Measure Category

D>20 740-849

D>20 850-1,179 50
D>20 1,180-1,419 65
D>20 1,420-1,789 75
D>20 1,790-2,049 90
D>20 2,050-2,579 100
Exclusion 2: BR30, BR40, and ER40 Lamps

BR30, BR40, ER40 650-1,179 65
Exclusion 3: ER30 Lamps

ER30 740-849 45
ER30 850-1,179 50

Appendix H. Measure Category Specifications

12W_LED_Dimmable
12W_LED_Dimmable
12W_LED_Dimmable

15W_LED_Flood_Light_PAR30
15W_LED_Flood_Light_PAR30
15W_LED_Flood_Light_PAR30
15W_LED_Flood_Light_PAR30
18W_LED_Flood_Light_PAR38
18W_LED_Flood_Light_PAR38

15W_LED_Flood_Light_PAR30

15W_LED_Flood_Light_PAR30
15W_LED_Flood_Light_PAR30
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Table 9. Reflectors with Diameter >2.25 and <= 2.5 inches
(>18 eighths of an inch and <= 20 eighths of an inch)

Bulb Type “ Ameren Missouri Measure Category

20>D>18 300-539
202D >18 540-629
202D >18 630-719
202D >18 720-999
202D >18 1,000-1199
Exclusion 1: R20 Lamps
R20 450-719
R20 720-999
R20 1,000-1,199

Appendix H. Measure Category Specifications

40
45
50
65

45
50
65

10.5W_LED_Downlight
10.5W_LED_Downlight
10.5W_LED_Downlight
10.5W_LED_Downlight
10.5W_LED_Downlight

10.5W_LED_Downlight
10.5W_LED_Downlight
10.5W_LED_Downlight
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	C3. [IF C2 = 1] How familiar are you with Ameren Missouri’s energy efficiency programs?
	C4. [IF C3 = 1, 2, or 3] Where do you recall having seen or heard about the Ameren Missouri energy efficiency programs? Select up to three options. [RANDOMIZE ORDER; ACCEPT UP TO THREE RESPONSES]
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	F. Heating
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	F4.  [If F1 = 7 OR -98] Is your home heating electric or gas? [RESPONSE REQUIRED]
	G. Potential Spillover
	G1. Is your hot water heater electric or gas? [RESPONSE REQUIRED]
	G2. Have you or anyone in your household purchased and installed any energy efficient equipment in the past year?
	G3. Have you or anyone in your household purchased and installed energy efficient versions of the following equipment in the past year? [RANDOMIZE ORDER; ACCEPT MULTIPLE RESPONSES; RESPONSE REQUIRED]
	G4. How many pieces of each equipment did you install? If you selected hot water pipe insulation, please indicate the length in feet. [RESPONSE REQUIRED]
	G7. [FOR EACH PRODUCT IN “CONSIDERATION SET”] How do you know the [INSERT PRODUCT FROM ‘CONSIDERATION SET’] is energy efficient? [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]
	G8. [FOR EACH PRODUCT IN “CONSIDERATION SET”] Which of the following reasons best describe why you decided to install a [INSERT PRODUCT FROM ‘CONSIDERATION SET’]? [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]
	G9.  [If G6 ≠ 1 OR 2] Which of the following reasons best describe why you chose an energy efficient version of a [INSERT PRODUCT FROM ‘CONSIDERATION SET’] [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]
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	G11. [ASK FOR EACH PRODUCT IN “CONSIDERATION SET” IF G8 = 1] Did you get a rebate from Ameren Missouri? [RESPONSE REQUIRED]
	G12.  [ASK FOR EACH PRODUCT IN  “CONSIDERATION SET” IF C2 = 1 OR C10 = 1] Why didn’t you or your contractor apply for a rebate through Ameren Missouri for the [INSERT PRODUCT IN “CONSIDERATION SET”]?  [RANDOMIZE ORDER; CHOOSE ONLY ONE RESPONSE; RESPON...
	G13. [ASK FOR EACH PRODUCT IN “CONSIDERATION SET” IF G8 = 1 AND G9 = 2] Which organization did you get a rebate, discount or tax credit from?
	[ASK FOR EACH PRODUCT AND ACTION IN “CONSIDERATION SET”] On a 1 to 4 scale, with 1 meaning “very important”, and 4 meaning “not at all important”, how important was each of the following elements in your decision to purchase and install a [INSERT PRO...
	G15. Have you or anyone in your household had a tune-up of your heating or cooling equipment in the past year? [RESPONSE REQUIRED]
	G16. What equipment was tuned up? [CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED]
	G17.  Which of the following reasons best describe why you decided to have the tune-up? [CHOOSE ONLY ONE RESPONSE; RESPONSE REQUIRED; RANDOMIZE ORDER]
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	H. Customer Demographics
	H1. Thinking about your overall experiences with Ameren Missouri as your utility, how satisfied would you say you are with Ameren Missouri?
	H2. How satisfied are you with the energy efficiency information and the rebates available to you by Ameren Missouri?
	H3. What type of home do you live in?
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