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RES HVAC Participating EUC Survey

v12/18/05
Respondent Name:
Respondent Phone Number:
Date:
Interviewer(s):
“Hello, my name is and | am calling on behalf of the New Jersey Clean

Energy Programs. We’re researching a small sample of Customers who received a rebate for
installing high-efficiency heating cooling and ventilation equipment in their home. May | please
speak to the person who makes the decisions in your household regarding heating and cooling? |
want to assure you that this is not a sales call.

The program was formerly known as the Warm Advantage and Cool Advantage programs. The
program records indicate that you received a rebate for installing this type of equipment. The
purpose of this research is to assess your understanding and awareness of the benefits of high-
efficiency heating and cooling equipment. The New Jersey BPU does not intend to report the
information you provide other than in an aggregated form that protects your identity.

This interview will take between 15 and 20 minutes. We recognize that this is a sizeable time
commitment and we can proceed now over the phone; or we can schedule a more convenient
time.”

A. Introduction
Al. The program records show that you received a rebate for installing

O Central Air Conditioning (SEER 13)
I Central Air Conditioning (SEER 14)
[ Heat Pump (SEER 13)
[J Heat Pump (SEER 14)
[ Ground Source Heat Pump (SEER 13)
LI Furnace (290% AFUE)
[ Boiler (=85% AFUE)
[0 Gas Water Heater (=0.62 Energy Factor)
[For the rest of the survey replace (Unit Type) with type of HVAC unit rebated]

Is this information correct?

Yes (pProceed With A3) ......cceeieeececeere e 1
NO (GO T0 A2) et 2
DON't KNOW/UNSUIE ...ttt 98

A2. What equipment did you receive a rebate for?

A3. Is now a good time to complete this short survey? (If yes proceed to next section, if no go to
below)
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A4. Schedule another time? [If yes, write in scheduled date and time ]

B. Background

B1. What type of home do you live in — single family or multi-family (i.e., apartment or condo)?

Single family ..o 1
MUIE-FAMITY oo 2
Other (Specify) 3
DOoN’t KNOW/NOL SUFE ... 98

B2. Do you pay your own utility bills?

D = T 1
[ T 2
DON’t KNOW/NOT SUIE .. eeeeeeeenenenee 98

[IF B2=1 THEN ASK B3 ELSE END.]

B3. Do you own the unit’s central heating or cooling equipment? [We are not examining room
air conditioners as part of this study.]

B ittt ettt et e e ettt reeatt et reretttre i raaaearearny 1
N [0 T 2
DOoN’t KNOW/NOT SUIE .o e e 98

[IF B3=1 THEN ASK B4 ELSE END.]

B4. Did the new (UNIT TYPE) replace an existing (UNIT TYPE)?

D 1
1 [ TR 2
DON’t KNOW/NOT SUIE .. eeeeeeeeeeeeeeeeeeeeeennnennes 98

[IF B4=1 THEN ASK B5 ELSE SKIP TO C1]

B5. Was the (UNIT TYPE) that was replaced operating at the time of replacement or had it
failed?

(@] o= =1 ([ o USROS 1
A OO et nnnnnnnnn 2
DoN’t KNOW/NOE SUIE .ot 98

[IF B5=1 THEN ASK B6 ELSE SKIP TO C1]

B6. Why did you replace the existing (UNIT TYPE) with a new one? (DO NOT PROMPT)
(ALLOW MULTIPLE RESPONSES)

UNIEWAS Ol ..o 1
Better PErformance .........cccovvieeiie e 2
Higher effiCIENCY ... 3
LOWEr OPErating COSLS ......c.coveiieiieiieeiecee e eie s st e sre e 4
Greater COMTOIT .....oceeiiie et 5
Contractor suggested Change ........c.cccevvvievieciecic e 6
Other (Specify) _ 7
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DON’t KNOW/NOT SUIE ... eeeeeeeeeeenenenees 98

C. Contractor Selection

C1. How did you select the contractor that installed your new (UNIT TYPE)? (DO NOT
PROMPT) (ALLOW MULTIPLE RESPONSES)

Word of MOULN ..o 1
SAW NEWSPAPET AU ...veevveeeieiieeiieeiesieesie e se e sre e e e nee e 2
SAW TV A0 oo 3
DIreCt Mail ......oceeieei e 4
Heard radio ad .........ccooivieiiiiiee e 5
SaW INtErNet ad ......ccoooveiieiiecece e 6
Yellow page lStiNg ...cc.ooviiieiiiieeee e 7
Contractor previously serviced the Unit .........ccccccevveviveieiieeieenn, 8
Contractor’s name was on the indoor unit ..........c.ccceevieeiieiiecinnnn, 9
Other (SpecCify) s 10
Don’t KNOW/NOL SUIE ..ot 98
C2. When you chose your contractor, were you looking for a specific brand of (UNIT TYPE)
equipment?
Y B ittt 1
N O e 2
Don’t KNOW/NOE SUFE ..o 98

D 1
1 [ TR 2
DON’t KNOW/NOT SUIE ..eveeeeeeeeeeeeeeeeeeeeeeeeeeennnennes 98

[IF C3=1 THEN ASK C4. ELSE SKIP TO C8.]
C4. How many?

Enter #

Don’t Know 97

C5. How many of the quotes were based on an on-site inspection of your home?

Enter #

Don’t KNOW/NOL SUIE ..o 98
C6. How many of the quotes were provided in writing?

Enter #

Don’t KNOW/NOL SUIE ..o 98

C8a. What was your primary reason for selecting the firm who installed your (UNIT TYPE)?
(DO NOT PROMPT)
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C8b. What were your additional reasons for selecting the firm who installed your (UNIT TYPE)?
(DO NOT PROMPT) (ALLOW MULTICPLE RESPONSES)
Primary  2nd

C8a C8b
REPULALION ..o 1 1
QUANITICALIONS ..ot 2 2
Installed COSt OF UNIt .......cvviiiiiiiee e 3 3
Warranty length and/or features ...........oceveviieeninin e 4 4
Operating CoSt OF UNIt .......cocveiieiiieceee e 5 5
UNIt effICIENCY ..o 6 6
Ability to install within required timeframe ...........cccccceeviveieenenn, 7 7
Availability of a maintenance contract ...........cccocvveiieencninseennns 8 8
Don’t KNOW/NOE SUIE ..o 98 98
C9. Were you satisfied with the HVAC equipment and its installation performed by your
contractor?
Very satisfied [SKIP TO D1]...cccocoiieieiieceeecie e 1
Somewhat satisfied [SKIP TO D1].....ccccoviiiiiniiienieee e 2
Neutral [SKIP TO D1]..ccocoiiieieeie e 3
NOt VEry SatiSTIed ........cooi i 4
Very UNSAtISTIEA .......ccuviieiieiice e 5
Don't know/Not sure [SKIP TO D1]...ccccccviiriiniiiiieiiee e 98

C10. Why weren’t you satisfied with the HVAC equipment and its installation performed by
your contractor? (DO NOT PROMPT) (ALLOW MULTIPLE RESPONSES)

Installation toOK t00 10NQ ......cceeivviiiiiicecc e 1
Installation coSt t00 MUCH ......cooviiieiie e 2
TOO eXPENSIVE 10 OPEIALE ..c.vvcveeieeieciece et 3
TOO NOISY ittt 4
Comfort problem ..o 5
Other (Specify) 6
Don’t KNOW/NOE SUFE .....cviiiieiieie e 98

D. Enerqy Efficiency Awareness

D1. Prior to purchasing your new (UNIT TYPE), did you know that high efficiency (UNIT
TYPE) were available?

B ittt ettt ettt e e ettt e e eeeette e —rrreeetteea—rreeeetteerr i raaaearearns 1
N O e ——— 2
DOoN’t KNOW/NOE SUIE .o eee e e 98

[IF D1=1 THEN ASK D2 ELSE SKIP TO E1]
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D2. Did you request information on high efficiency (UNIT TYPE) from your contractor?

D 1
N [0 T 2
DOoN’t KNOW/NOE SUIE .ooeeeeeeeeeeeeee e e e 98

[IF D2=2 THEN ASK D3 ELSE SKIP TO E4]

D3. Why didn’t you request information on high efficiency (UNIT TYPE) from your contractor?
(DO NOT PROMPT) (ALLOW MULTIPLE RESPONSES)

COSET00 MUCK ..o 1
Not convinced operating costs would be lower/no savings............. 2
Reliability CONCEINS .......ooiiiieieceee e 3
Not readily available ...........cccoooiiieiiiie e 4
Other (Specify) 5
Don’t KNOW/NOE SUFE ..o 98

D4. What are the benefits of installing a high efficiency (UNIT TYPE)? (DO NOT PROMPT)
(ALLOW MULTIPLE RESPONSES)

LOWEr OPErating COSES .....cvevvverieriieirieiesiesieesie e sreessesreesraeseesneesneas 1
LESS EBNEIQY USE ...eeiiiiiiiiie it sttt 2
Improved PerformMancCe ..........ccevveieiieere e 3
Greater COMTOIT .......ooiiiii e e 4
Increased reliability .........cccooeiieiieii e 5
Less pollution/environmental IMPacts ..........cccocevieienieniencniennnn 6
Received utility rebate ... 7
Other (Specify) 8
Don’t KNOW/NOE SUFE ... 98
D5a. How is the efficiency of (UNIT TYPE) measured? (DO NOT PROMPT)
SEER o e 1
Seasonal energy effiCienCy ratio ..........ccocvvvvienencnseseeee 2
AFUE e 3
Annual fuel utilization effiCienCy .........ccoceviieiniee, 4
%0 EFFICIENCY oo 5
Don’t KNOW/NOE SUIE ....ocvveiiveieeiiesieee e 98

D5b. For (UNIT TYPE) what (INSERT RESPONSE FROM D5a) defines a high efficiency unit?
Enter value
Don’t KNOW/NOE SUIE ... 98
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D6. In addition to installing high efficiency (UNIT TYPE), what other factors affect the
performance of your heating and cooling system? (DO NOT PROMPT) (ALLOW MULTIPLE
RESPONSES)

DUCE 1€AKAGE ..ot 1
DUCE INSUIAEION .. 2
Proper refrigerant Charge .........ccccccovveieiieci e 3
Proper eqUIPMENE SIZING ....covviiieiiieiieiesie et 4
Adequate airflow over the indoor COilS ..........cccevviieiiveiniiciee, 5
Other (SPECITY) ..o 6
DoN"t KNOW/NOE SUFE......cviiiiiiieieie et 98

E. Equipment Selection

E1. Did the contractor who installed your (UNIT TYPE) recommend more than one unit for you
to consider installing?

D 1
N [0 T 2
DON’t KNOW/NOE SUIE .ot eee e e 98

[IF E1=1 THEN ASK E2. ELSE SKIP TO E9]

E2. Did the contractor discuss with you that some units are more efficient than others?

D 1
1 [0 T 2
DON’t KNOW/NOT SUIE .o e e 98

[IF E2=1 THEN ASK E3. ELSE SKIP TO E10]

E3. Did the contractor define any specific efficiency level as being high efficiency?

Y B et —————— 1
1 [ TR 2
DON’t KNOW/NOT SUIE ...veeeeeeeeeeeeeeeeeeeeeeeeeeeeennnenees 98

[IF E3=1 THEN ASK E4. ELSE SKIP TO E5]

E4. [If E3 =1] What level did the contractor define as high efficiency? (Prompt if necessary - Air
conditioner and heat pump efficiencies are measured in SEER. Furnace and boiler efficiencies
are measured as a percentage or in AFUE).

Enter value

ENERGY STAR Fated .....cocviieieiiiiesie et 1

Don’t KNOW/NOL SUIE ..ot 98
E5. Did the contractor discuss the operating costs of different units?

Y S ittt ettt 1

N it 2

Don’t KNOW/NOL SUIE ..o 98

[IF E5=1 THEN ASK E6. ELSE SKIP TO E7]
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EG6. [E5 = 1] Did the contractor provide any type of operating cost comparison between units of
different efficiencies?

Y S et 1
N O et s 2
Don’t KNOW/NOE SUIE ... 98

E7. Did the contractor provide prices for both standard and high efficiency units?
Y S ettt 1
N O et 2
Don’t KNOW/NOE SUFE ..o 98

[IF E7=1 THEN ASK E8. ELSE SKIP TO E9]

E8. [If E7=1] How much more was the high efficiency unit? (ALLOW EITHER A Incremental $
OR % Difference RESPONSE)

ENTER $ AMOUNT ...ooeiiiiiicieeeeeeeee e $ or
ENTER % DIifference .......ooocveieiiiiiiicie e %
Don’t KNOW/NOT SUIE ......oveiieiiriiee e 998
E9. Did the contractor recommend that you install a high efficiency (UNIT TYPE)?
D =L TR 1
o TR 2
Don’t KNOW/NOL SUIE .....veiiiiiiiciee ettt 98

[IF E9=1 THEN ASK E10. ELSE SKIP TO E12]

E10. Besides your contractor, did you rely on any other sources of information to help you
choose your (UNIT TYPE)?

Y B et ——— 1
1 [ T TR 2
DON"t KNOW/NOT SUIE .. 98

[IF E10=1 THEN ASK E11. ELSE SKIP TO SKIP RULE BEFORE F1]

E11. What other sources of information did you use? (DO NOT PROMPT) (ALLOW
MULTIPLE RESPONSES)

Utility program information.............cccccooveiiiii i 1
ENEIQY STAN ... 2
Manufacturer adVertiSEMENtS ..........ccoceveririenieinie e 3
Family/friend recommendation ...........ccccoooeiiiininiiiciene s 4
Past experience with brand ............ccccooeiie i, 5
OLher (SPECITY) i 6
Don’t KNOW/NOE SUFE ... 98
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F. Installation Practices

[IF Unit Type = Central AC or Heat Pump THEN ASK F1 ELSE SKIP TO F2]

F1. Did the contractor discuss with you the size of cooling (heating) capacity of the (UNIT

TYPE)?
D 1
N O e e e e e aaarr s 2
Don’t KNOW/NOE SUIE ......cvviiiiiiiiie ettt 98

[IF F1=1 THEN ASK F2. ELSE SKIP TO F3]

F2. Did the contractor provide you with any documentation supporting the size of the unit
installed in your home?

D = TR 1
[ T 2
DON"t KNOW/NOT SUIE ... 98

[IF Unit Type = Central AC or Heat Pump THEN ASK F3. ELSE SKIP TO F11.]

F3. Did the contractor discuss with you the need to ensure a proper refrigerant charge in the unit?

D (T PSP UP PR PR PRI 1
N O e 2
Don’t KNOW/NOE SUFE .....oviiiiiiieieie e 98
F4. Did the contractor discuss with you the need to ensure proper airflow in the indoor part of the
system?
Y S ettt nnees 1
N O ettt 2
Dot KNOW/NOT SUIE.......oeveiiieiiieie e 98
F5. Did the contractor check to see that your ductwork was adequately insulated?
D (T PRSP UPOURTUPRPPRTPRN 1
N O e 2
Don’t KNOW/NOE SUFE .....cviiiieiieie e 98

[IF F5=1 THEN ASK F6. ELSE SKIP TO F7]

F6. Did the contractor recommend that insulation be added?

B ittt ettt e e e ettt e eeeetet e reeetteea—reeettteer i rraararannns 1
N O e ——— 2
DON’t KNOW/INOE SUIE ..o e e e 98
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F7. Did the contractor discuss the impact of leakage in your ductwork on the efficiency of your
cooling and/or heating system?

D = ST 1
[ T 2
DON’t KNOW/NOT SUIE ... 98

[IF F7=1 THEN ASK F8. ELSE SKIP TO F10b]

F8. Did the contractor offer to measure the leakage in your ductwork?

D = ST 1
[ T 2
DON"t KNOW/NOT SUIE ... 98

[IF F8=1 THEN ASK F9. ELSE SKIP TO F10b]

F9. Did you accept the contractor’s offer to measure the leakage in your ductwork?

D 1
N [0 T 2
DON’t KNOW/NOT SUIE ..ot e e 98

[IF F9=2 THEN ASK F10a. ELSE SKIP TO F10b]

F10a. Why didn’t you accept the contractor’s offer to measure the leakage in your ductwork?

TOO EXPENSIVE .eveiieiieiieeieeiteeie st et e e ste e ste e esseenaesneesreenee e 1
Ducts already tight .........oooeiiiee e 2
NOt €NOUGN SAVINGS ..veevveieieieeieeieerie e ae e e ee e nre s 3
Benefits UNCIEAr .......ccoooviiii s 4
Other (SPeCifY) 5
Don’t KNOW/NOE SUFE .....cviiiieiieiesie e 98

Y B et ————— 1
1 [ TR 2
DON"t KNOW/NOT SUIE ... 98

F11. Prior to the installation of the new (UNIT TYPE), were all of the thermostats in your home
programmable thermostats?

Y B et ———— 1
1 [ TR 2
DON"t KNOW/NOT SUIE ... 98

[IF F11=2 THEN ASK F12. ELSE SKIP TO F14]

F12. Did the contractor recommend that new programmable thermostats be installed?

B ittt ettt e e e et et e reeetete— e reeettrea——reeettterr i rrraearearns 1
N O e ——— 2
DON’t KNOW/NOE SUIE ..ot e e e 98

[IF F12=1 THEN ASK F13. ELSE SKIP TO F14]
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F13. Did you have the thermostats installed?

D = ST 1
[ T 2
DON’t KNOW/NOT SUIE ... 98

F14. Do you know the (efficiency) of your new (UNIT TYPE)? (Define “efficiency as “SEER” if
a CAC or HP, or as “AFUE or % efficiency” if a furnace or boiler)

D = ST 1
[ TR 2
DON"t KNOW/NOT SUIE ... 98

F15. And what is the (efficiency) of your new (UNIT TYPE)?
Record value
DON"t KNOW/NOT SUIE ... 98

F16. Did you replace an existing unit?

D 1
N [0 T 2
DON’t KNOW/NOE SUIE ..o e e 98

[IF F16=1 THEN ASK F17. ELSE SKIP TO G1]

F17. Do you know the (efficiency) of your OLD (UNIT TYPE)? (Define “efficiency as “SEER”
if a CAC or HP, or as “AFUE or % efficiency” if a furnace or boiler)

D = TR 1
[ T 2
DON’t KNOW/NOE SUIE ...t e e 98

F18. And what is the (efficiency) of your OLD (UNIT TYPE)?
Record value
DoNn’t KNOW/NOL SUIE.......cveiiieiieie e 98
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G. Utility Program Awareness and Participation

G1. How did you find out about the rebate program? (DO NOT PROMPT) (ALLOW
MULTIPLE RESPONSES)

CoNntractor SUGQESTION .....ccveieieieierie e 1
Recommended by friend or family member ............cccooevviiviiennns 2
Program brochure/direct mail ............cccooveiiiiiiii 3
SAW NEWSPAPET AU ...vvevvreeieieeeiieeiesiee e e e e ste e e e see e 4
SAW TV @0 .o 5
Heard radio @d .........cooeiiiiiiiieieee e 6
SAW INTEINET A0 ...eeeiieiice e 7
Discussion with utility staff ..........cccccocviiiiiii e 8
BIlLINSEIT .. 9
Other (SPeCify) s 10
Don’t KNOW/NOE SUE ... 98

G2. On ascale of 1 to 5, where 1 means you are "very dissatisfied" and 5 means you are "very
satisfied", how satisfied are you with the utility program?

Very dissatisfied [ASK G3] ....cooiiiiiiiiie e 1
Somewhat Dissatisfied [ASK G3] .....ccccovvieviveieiieseee e 2
Neither Satisfied or Dissatisfied [ASK G3].......cccocevvninnieniiiinnnns 3
Somewhat Satisfied [SKIP TO G4] .....cocevvevveiiieneee e 4
Very Satisfied [SKIP TO G4] ....coooiiiiieieeeee e 5
G3. Were there specific problems with the program?
D (T PSP UP ORI 1
N O ettt nne s 2
DoN’t KNOW/NOT SUIE.......cuveivieiieie et 98

[IF G3=1 THEN ASK G3b. ELSE SKIP TO G4.]

G3b. What were those problems?
Record response
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G4. Now | am going to ask you to rate your satisfaction with each of the following aspects of the
New Jersey Residential HVAC program. For each, please rate your satisfaction on a 1 to 5 scale
with 5 indicating very satisfied and 1 indicating very dissatisfied:

Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,
somewhat agree, or strongly agree with the following statements

1-very dissatisfied, 2-somewhat dissatisfied, 3-neither, 4-somewhat satisfied, 5-very satisfied

nent

Cost of participation

Quality of marketing support materials
Certification and verification process

Ease of participation

Responsiveness of program staff

Amount of paperwork required to participate
h. The program overall

=W w|w|w|w|w
NIFSFNFNEN TN N
w|o|o|o|aor|aor|on

4 5

Gb5. Can you tell me what benefits you received from participating in the program?
(DO NOT PROMPT) (ALLOW MULTIPLE RESPONSES)

Correct eqUIPMENE SIZING ...vveveiieieeieee e 1
Proper airflow over the iINdoor COIlS .........cccocoviiiiiiiiiniieiee, 2
Duct leakage measuremMent ..........ccccvevveveeieeiieiie i eresee e 3
Proper refrigerant Charge ...........ccocooerireninieeeese e 4
Purchase/installation of efficient equipment ..........ccccccoevevviieenee, 5
Other (Specify) 6
Don’t KNOW/NOE SUFE .....cviiieiieieie e 98
G6. If you hadn’t participated in the program, would you have still installed a high efficiency
(UNIT TYPE)?
D (T PRSPPSO PRI 1
N O e 2
Don’t KNOW/NOE SUFE .....oviiiiiieierie e 98

[IF G6=2 THEN ASK G7. ELSE SKIP TO SKIP RULE BEFORE G8.]

G7. Why wouldn’t you have installed a high efficiency (UNIT TYPE)? (DO NOT PROMPT)
(ALLOW MULTIPLE RESPONSES)

Not aware of high efficiency option ..o 1
Didn’t know where to get high-efficiency equipment ................... 2
NOt aware Of COSt SAVINGS ....veeveriiriieieiie e 3
Cost of EE units too Nigh .......cccooeieiiiii e 4
Other (Specify) 5
Don’t KNOW/NOE SUFE .....oviiiiiieieiee e 98

D =TT 1
[ T 2
DON"t KNOW/NOT SUIE ... 98
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[IF G8=1 THEN ASK G9. ELSE SKIP TO G10.]

G9. What type of changes have you noticed? (DO NOT PROMPT) (ALLOW MULTIPLE

RESPONSES)
Lower ULty DITIS ....cvveeiieeeece e 1
Higher utility DillS ..o 2
IMProved COMTOIT ..o 3
LESS COMTOIT ..o 4
QUIELEr OPEIALION ..ovieeieiciee it 5
Other (Specify) 6
Don’t KNOW/NOE SUFE .....oviiiiiiieieiee e 98

G10. Overall, how would you rate the effectiveness of the New Jersey Residential HVAC
program?
Very effective -> SKIP TO G14.......coco oo 1
Somewhat effeCtiVe .......cco i 2
INEULTAL .. 3
NOt VEry effeCtiVe ....cc.eoiie e 4
VEry UN-effECHIVE .....ccvv e 5
DON't KNOW/UNSUIE ...ttt 98

G11. Why do you rate the effectiveness of the New Jersey Residential HVAC program this
way?

G12. What should be changed about the program? (Do not prompt; Circle all that apply)

INO SUGGESTIONS ...ttt ettt bbb 1
Higher incentive amOUNES ..........cccveiiiic i 2
Higher project size threshold for iNCENIVES ..........cccoveveiiiiiiiiniceeee, 3
Lower project size threshold for iNCENtIVES...........cccoveveiieiieiicc e 4
More marketing direCtly t0 nd USEIS .........cocorveiiiininiinieeeee e 5
Too much of his time is needed to complete paperwork ...........cccccevvennnne. 6
Should be more technical support for CUSTOMErS...........ccccveieieieniiirien 7
Better communication With VENAOIS .........ccooeiiiiiiiinieieee e 8
More timely program annOUNCEMENTS ...........cccevereririerieiiee e 9
others 10
DON'T KNOW/UNSUIE ...t 98

G13. IF MORE THAN ONE SUGGESTED CHANGE
Which one of these suggestions would be most important to change?
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G14. Do you have any other comments about the New Jersey Residential HVAC program?

H. ENERGY STAR® Awareness

H1. Have you heard of the ENERGY STAR®Program for air conditioners, gas furnaces or gas

boilers?
D =L T PSR TRPPPPPP 1
o TR 2
Don’t KNOW/NOE SUIE .....veiiiivieiceie ettt 98

[IF H1=1 THEN ASK H2. ELSE SKIP TO I1.]

H2. In your words, what does the ENERGY STARe Program do? (DO NOT PROMPT) (Allow
multiple responses) (note: will score as ‘yes’ if two of the four are mentioned)

Federal Gov’t/ Dept. of Energy/ EPA program .........cccceeeeveneenens 1
Promote high efficiency HVAC equipment .........cccccocvvveveeieinenee. 2
Work with manufacturers ... 3
Marketing/ labeling program ........cccccccevivevveiesieene e 4
Don’t KNOW/NOE SUIE.......cueiiiiiiieiesie e 98

. Market Barriers

I1. What do you think the barriers are to purchasing high-efficiency HVAC equipment for
customers like yourself?

12. What do you consider to be the major barriers to the purchase of high-efficiency HVAC
equipment in New Jersey? (Do not prompt; Circle all that apply)

NN ..t 0
FAPST COSES vttt nne s 1
Lack of awareness of program...........cccccevveveiieii s 2
Lack of awareness of the benefits (energy and non-energy) ........... 3
Lack of contractors Knowledge..........cccccovevveiiiieie e 4
Can’t differentiate between quality and poor installation ............... 5
PAYDACK ......eiicie et 6
Lack of technical knowledge ..........ccooiiiiiiniiiiiie 7
Other ( ) PP 8
DON't KNOW/UNSUIE ...t e 98

13. How effective is the New Jersey HVAC program in reducing these barriers? (PROBE: What do you
need as far as support, information, or tools to help you buy a high-efficiency HVAC unit?)
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14. Overall, do you feel these barriers are increasing, decreasing, or remaining the same?

Increasing =» O0a. Why? 1
Staying the SAME .......cocvv e 2
Decreasing =» Ob. Why? 3
DONT KNOW/UNSUIE ..ot 98

J. Customer Demographics
Before we finish, | have just a few more questions about your household.
J1. Do you own or rent your home?

(01,1 o TR 1
] 1 ST 2
DON"t KNOW/NOT SUIE ... 98

J2. About how large is your home?
Square Feet
DoN’t KNOW/NOE SUFE ..o 98
RETUSEA ..o 99

J3. And how many rooms does your home have? Please exclude closets, bathrooms, hallways,

garages, and unfinished basements?
Number of rooms
Don’t KNOW/NOE SUIE ......cvviiiiiiiiie ettt 98
REFUSEA ..o 99

[IF B1=2 THEN ASK J4a. ELSE ASK J4b.]

J4a. How many housing units are in your building?

2804 s 1
DO MOIE 2
Don’t KNOW/NOL SUIE .....veiiiiiiiceiee ettt 98

[SKIP TO J5a]

J4b. What type of single family home do you live in? (READ LIST)
DEtaChed ......ooiiiiiiicii et 1
1Y/ [0 o T1 [ 5 (0] 1 1 1< 2
Other (Specify) 3
DoN’t KNOW/NOE SUIE ......ovviiiiiceiiee ettt 98

J8. We’d like to send one or two trained inspectors to your home to evaluate your heating &
cooling systems. In exchange for you assistance, we will pay you $50. Are you interested in

participating?
D =L TS 1
o TR 2
Don’t KNOW/NOL SUIE ...oveiiiiiccciiie e 98

[IFJ8 =1 THEN ASK 19. ELSE SKIP TO GOODBYE.]
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J9. Someone will call back in the next few weeks to schedule an appointment. Who should we
ask for when we call back?

Record name

J10. When is the best time to call? Record response

J11. Are weekends ok?

Thank you for your time. Good Bye.
Note to interviewer

Record Gender: Male of Female?
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Residential HVAC
DRAFT Participating Contractor Survey
V 1/20/06

Contact Name:
Company Name:
Street Address:
City, State, Zip
Telephone:
Survey ID Number:

“Hello, my name is and | am calling on behalf of the New Jersey Clean
Energy Programs. We’re interviewing a sample of contractors who have participated in the
rebate program for installing high-efficiency heating and cooling equipment. The program was
formerly known as the Warm Advantage and Cool Advantage programs. May | please speak to
(CONTACT NAME)? | want to assure you that this is not a sales call.

The program records indicate that your company participated in this program. The purpose of
this research is to assess your understanding and awareness of the benefits of high-efficiency
heating and cooling equipment. The New Jersey BPU does not intend to report the information
you provide other than in an aggregated form that protects your identity.

This interview will take between 15 and 20 minutes. We recognize that this is a sizeable time
commitment and we can proceed now over the phone; or we can schedule a more convenient
time.”

NP1. Have you heard of the residential high-efficiency HVAC program (also known as Warm
Advantage and Cool Advantage operated by New Jersey’s utilities?

Y S ettt 1

N O et e bbb e n e 2

DON"EKNOW ...t 98
NP1la. [ASK IF NP1 = 1] Have you participated in this program?

Yes [Continue With SUIVEY] .....c.ooeeiiiieeeee e 1

NoO [GO to NoN-PartiCipant SUINVEY]........cccuveririenenienesee e 2

Don’t know [Continue With SUIVEY] ......cccevviiiiiiiiec e 98

A. Company Background
We’d like to begin by asking you a few general questions about your company.

Al. In how many heating and/or cooling systems did you install in residential homes in 2005?
a. ENTER NUMBER IN EXISTINGS HOMES .....................
b. ENTER NUMBER IN NEW HOMES  ......ccccoviiie.

[IF Al. =0, THEN SKIP to A3.]
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A2. In what percentage of the homes did you install the ductwork as well as heating and cooling

equipment itself?
a.ENTER PERCENT IN EXISTING HOMES...........ccccevvviriienn,
b .ENTER PERCENT IN NEW HOMES ...,

A3. Roughly how many units of residential [type of equipment] did you install in 2005?

Q. GAS TUIMACES .....eoiiiiie et _
D. GaS DOIIEIS ... s L
c. Central air cONditioNErS.........cccecvveiieiiceceece e _
d. Air SOUrce Neat PUMPS ........covviirriiririerisesee s _
e. Oil and propane heating equipmeNt ..........ccccceeveiieevivereceeseee, _
f. Programmable thermostats ...........c.ccevveeiiieiinie e L

A4. What percent of your [type of equipment] installations in existing homes were emergency

installations of failed units?

Q. GAS TUMACES ... %
D. GaS DOIIET ..o %
C. Central air CONAItIONErS........cccvevieiieecie e %
d. Heat PUMPS ...oeeeeece e %
A5. Which of the following best describes the geographic area your company is active in?
Your 1ocal CIty OF TOWN ..o 1
A MELroPOlItan Area.........cccvcvveiieiiiie e 2
A significant portion 0f NeW JErSeY ........ccocviririeniieiieienenese s 3
Al OF NEW JEISEY ...ttt 4
A MUIEI-STALE FEJION ... 5
Other (Specify) 6
A6. How many employees work at this location?
ENTER NUMBER OF EMPLOYEES........c...ccooveeiene
ATa. How many of these employees work in the field as residential installers?
ENTER NUMBER OF EMPLOYEES IN FIELD .........
ATb. Does the same field staff typically handle both residential HVAC installations and service
calls?
Handle DOt ..o 1
Separate installer and service technician staff .............cc.cccoceviiiiinnnns 2
DON’t KNOW/NOT SUIE.......oviiiiiiieiieieiesie st 98
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A8. Where do you recruit new technicians and installers from? [CIRCLE ALL THAT

APPLY]
VO-tECH SCNOOIS......coeei s 1
ComMMUNILY COHBYES ....vvveeieeie e 2
Trade SCNOOIS ......cveeieiee e 3
Oher FIMMS ..t 4
Trade JOUNALS .....ccveiieieiee e e 5
General newspaper help Wanted ...........cccoveveiieiieie e 6
Other (Specify) 7
DON’t KNOW/NOE SUE ..ot 98

A9a. Which electric utility provides service to most of the homes you worked on this year?
ENTER NAME ...

E.9b. Which gas utility provides service to most of the homes you worked on this year?
ENTER NAME ...

[IF RESPONDENT INSTALLED > 5 SYSTEMS (SEE A2.) IN NEW
CONSTRUCTION, ASK B1., OTHERWISE SKIP TO B3]

B. Market Share and Marketing To Builders And General Contractors

Now I’d like to ask you a few questions about your experience in selling energy efficient
equipment in new construction.

B1. What percentage of the [TYPE OF EQUIPMENT] you installed in new homes in 2005 were

(or had) [EFFICIENCY CRITERIA FROM ANSWER GRID] or above?

[CODE ANSWERS IN GRID BELOW. DON’T INSTALL THAT KIND OF EQUIPMENT =

997, DON’T KNOW/NOT SURE =998, REFUSED= 999.]

[IF RESPONDENT INSTALLED >5 SYSTEMS (SEE A2.) IN
EXISTING CONSTRUCTION, ASK B3, OTHERWISE SKIP TO C1.]

B3. What percentage of the [TYPE OF EQUIPMENT] you installed in existing homes in 2005

were (or had) [EFFICIENCY CRITERIA FROM ANSWER GRID] or above?

[CODE ANSWERS IN GRID BELOW. DON’T INSTALL THAT KIND OF EQUIPMENT =

997, DON’T KNOW/NOT SURE = 998, REFUSED= 999.]
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For B1. and B3.

B1. B3.
Type Efficiency Criteria (%) | (%)
a. Gas Furnaces AFUE 290%
b. Gas Boilers AFUE 285%

c. Central Air Conditioners

Tier 1 - SEER 13/EER 11

d. Central Air Conditioners

Tier 2 - SEER 14/EER 11.5 or EER 12

e. Central Air Conditioners

Tier 2 - SEER 15/EER 12.5

f. Air Source Heat Pumps

Tier 1 - SEER 13/EER 11 and 8 HSPF

g. Air Source Heat Pumps

Tier 2 - SEER 14/EER 11.5/12 and 8.5 HSPF

h. Air Source Heat Pumps

Tier 2 - SEER 15/EER 12.5 and 8.5 HSPF

j. Gas Water Heater

=0.62 Energy Factor

k. Programmable Thermostats

ENERGY STAR

[IF RESPONDENT INSTALLED > 5 SYSTEMS (SEE A2.) IN NEW

CONSTRUCTION, ASK THIS SECTION (QUESTIONS C1. - C4.)]

C. Marketing Of Energy Efficient Equipment In New Homes

The next set of questions address marketing of energy-efficient heating and cooling equipment to
builders and general contractors.

C1. Of the new construction projects you completed as a subcontractor over the past two

years, what percentage did you get ....

a. By submitting a price bid on a written or verbal specification %
b. Through existing relations with the builder, with no bidding.. %
c. By submitting qualifications .............cccocvvviveieiieviece e, %
d. Through other channels (Specify) ... %

C2. How much influence you think your recommendations had an effect on the general
contractors’ decisions regarding selection of heating and cooling equipment?

AN [0 ) SRR 1
R ] 1 1< 2
NOE MUCKH ... srae e 3
N 0] =R 4
DON’t KNOW/NOL SUIE......ovviiieiieictiie ettt 98

d. [ASK IF C2c. = 1 OR 2] Can you give me an example of the kinds of influence you had on
a builder’s selection of heating and cooling equipment?

C3. Over the past two years has a builder or general contractor ever requested that you install
equipment that exceeds current minimum federal efficiency standards?

B et e —————————— 1
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[IF C3. = 1] In what percentage of projects did this occur ...
C3a. for heating eqUIPMENT........ccoiveieiieie e %
C3b. for central cooling eqUIPMENt ........ccoieeieeieniierieese s %

C4. Is the installation of high-efficiency HVAC equipment more prevalent in new homes or
existing homes?

] YA (0] 1 1 L= 1
EXISTING HOMES ...ttt ettt e e ettt e n e e s s e eere b reneeeaeaens 2
DON"t KNOW/INOE SUIE ... e 98

C5. Do you think there are any business advantages for your company in marketing high
efficiency heating and cooling equipment to home builders?

D 1T 1
I [ TR 2
DON’t KNOW/NOT SUFE ..ot e e 98

Ch5a. [IF C5. = 1] What are those advantages?

C5b. [IF C5. = 2] Why do you think there are no advantages?

[ASK C6. IF >5 CENTRAL AIR CONDITIONERS WERE INSTALLED IN 2005. SEE
ANSWERS TO QUESTION A3. ELSE SKIP TO C7.]

C6. Have you found that call-backs to address central air conditioner equipment or installation
problems are more frequent when you use energy efficient versus standard equipment, less
frequent, or about the same?

MOTE TIEOUENT. ...t 1
LSS FrEOUENT ... ..iiiie it 2
ADOUL TNE SAIME ... 3
DoN’t KNOW/NOE SUE ..ottt 98

C6a. What types of problems are causing your air conditioner callbacks?

[ASK C7. IF > 5 GAS FURNACES AND BOILERS WERE INSTALLED IN 2005. SEE
ANSWERS TO QUESTIONS A3. OTHERWISE SKIP TO D1.]
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C7. Have you found that call-backs to address gas furnace or boiler equipment or installation
problems are more frequent when you use energy efficient versus standard equipment, less
frequent, or about the same?

o o T [N]SR 1
LSS TrEOUENT ... ettt sre e 2
ADOUL thE SAME ... e 3

DOoN’t KNOW/NOE SUME .....eiiiiiiieiecee e 98

C7a. What types of problems are causing your gas HVAC callbacks? [PROBE ON
HEAT EXCHANGER, CONDENSATE, AND VENTING PROBLEMS]

[ASK SECTION D IF RESPONDENT HAS COMPLETED > 5 INSTALLATIONS IN
EXISTING HOMES. SEE ANSWERS TO QUESTIONS A1 AND A2]

D. Marketing Of Energy Efficient Equipment In Existing Homes
Now I’d like to ask you a few more questions about your experience in selling heating and
cooling equipment to owners of existing homes

D1. When you discuss the selection of heating and cooling equipment with owners of existing
homes, how often do you inform them about high efficiency models. Would you say it is ...

IN A1 OF MOSE CASES....ccvvieicirie ettt 1
[N SOME CASES ..ooeiiiiiiiiiieeeeeee ettt e e e e e 2
IN relatively TEW CaSES......c.ccveieeecie e 3
LE I O or: K1 TS 4
DON’t KNOW/NOE SU.......vviiieiiitiie ettt 98

[IF D1.=4 SKIP TOEL]

D1b. In addition to energy savings, which features do you emphasize in promoting high-
efficiency equipment with customers? [circle all that apply]

No other features MENtIONEd ..........ccovvvieiiieie i 0
QUIELEr OPEIALION ..c.veiiiceieciic e nre s 1
Greater relability ........cooovviiiie 2
Longer SErvice life ......oov i 3
BELEr WAITANTY ... 4
Greater reliability .......ccoooeiieiicc e 5
(OF0] 111 (] & A ST TURPRPRN 6
ULIItY TEDALE ..oeceeeeeece e 7
Availability of fINANCING ......cocoviiiiiec 8
Other (Specify) 9
DoN’t KNOW/NOT SUIE ....ovviiieeieeie ettt 98
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D2a. What methods do you use to promote and market heating and cooling equipment and
installations? [READ LIST. CIRCLE ALL THAT APPLY]

D2b. In which of these do you mention high efficiency HVAC equipment? [CIRCLE ALL
THAT APPLY]

D2c. Which of these methods is the most effective in generating new sales leads [CIRCLE
ONLY ONE]

D2a. | D2b. | D2c
1 Newspaper or other print advertising 1 1 1
2 Prior customer relationship 2 2 2
3 Word of mouth 3 3 3
4 Yellow Pages 4 4 4
5 Radio Ads 5 5 5
6 Other 6 6 6
98 Don’t Know/Not Sure 98 98 98

[IF D1 = 4 (NEVER PROMOTE HIGH EFFICIENCY MODELS) SKIP TO NEXT
SECTION (QUESTION E1)]

D3a. What is the biggest problem you encounter in promoting high efficiency central air
conditioners in existing homes? [CIRCLE ONE]

D3b. Are there other reasons? [CIRCLE ALL THAT APPLY]

D4a. What is the biggest problem you encounter in promoting high efficiency gas furnaces and
boilers in existing homes? [CIRCLE ONE]

D4b. Are there other reasons? [CIRCLE ALL THAT APPLY]

Contactors Barriers D3a D3b. | D4a. | D4b.
0 No other problems 0 0 0 0
1 Promation of energy efficiency not important to business 1 1 1 1
strategy

2 Perception that customers generally not interested in energy efficiency 2 2 2 2
3 Savings to customers do not justify extra costs 3 3 3 3
4 Performance problems with high efficiency equipment 4 4 4 4
5 Reliability problems with high efficiency equipment 5 5 5 5
6 Availability problems 6 6 6 6
7 Do not believe it is profitable 7 7 7 7
8 Utility rebate paperwork is a hassle 8 8 8 8
9 Utility inspection process is a hassle 9 9 9 9
10 Not aware of high efficiency equipment 10 10 10 10
11 Other 11 11 11 11
98 Don’t Know/Not Sure 98 98 98 98
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D5. [IF RELIABILITY OR PERFORMANCE CITED, ASK TO EXPLAIN]

D6. What is the average wholesale equipment costs of a ...... [Not Sure = 99998 and Refusal =

99999]

Equipment

Average Costs ($)

a. SEER 12 CAC

b. SEER 13 CAC

c. SEER 14 CAC

d. SEER 15 CAC

D7. How often do you promote ECM furnaces to your customers?

IN @1 OF MOSE CASES....ccvvieicirie ettt
[N SOME CASES ..ooeiiiiiiiiiieeeeeeeeeee ettt e e
IN relatively TEW CaSES......c.ccieiecece e
IN N0 CASE .ot
DON’t KNOW/NOL SUE......vveiciiieicitie ettt

D7a. [If D7 = 1 or 2] How do you promote ECM furnaces? [Probe for the sales pitch]

D8. Why do customers choose to install furnaces without ECMs instead of ECM furnaces?

D9. What is the extra cost for an ECM furnace compared to a furnace without an ECM?

[Not Sure = 99998 and Refusal = 99999]

Extra cost for ECM FUINace .........ccceeuvvvuvuvnennnnn.
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E. Market Barriers

E1. What do you consider to be the major barriers to the CUSTOMER’S purchase of high-
efficiency HVAC equipment in New Jersey? (Do not prompt; Circle all that apply)

NN ..t 0
FAPST COSES ..ttt ettt bbbt sr e 1
Lack of awareness of Program ...........ccccoveveeiiesieene s 2
Lack of awareness of the benefits (energy and non-energy) ........c.cceeveuee. 3
Lack of contractors KNOWIEdge...........cccevveveiieieeiice e 4
Can’t differentiate between quality and poor installation ................ccc....... 5
PAYDACK ... ettt 6
Lack of technical KNOWIEAQE .........ccoeeeiiiiiiiiiec e 7
Other ( ) FTRTRTRRRR 8

DON't KNOW/UNSUIE ...t 98

E2. How effective is the New Jersey HVAC program in reducing these barriers? (PROBE: What
do you need as far as support, information, or tools to help you buy a high-efficiency
HVAC unit?)

Thinking back over the past two years, do you think the [Read Barrier] of high-efficiency HVAC
equipment has Increased significantly (1); Increased Somewhat (2); Stayed the Same(3);
Decreased Somewhat(3); or Decreased Significantly (5)?

Market Barrier &lIncr. Same Decr.~>
E3. Initial cost of 12345DK
E4. Operational & Maintenance cost of 12345DK
E5. Availability of 12345DK
E6. Availability of information on (Lack of information being a barrier) 12345DK
E7. End-user awareness of (Lack of awareness being a barrier) 12345DK
E8. Availability of financial incentives (Prog inctvs more avail=decr bar) 12345DK
E9. Avalil of technical assistance for (Prog tech asst more avail=decr bar) 12345DK
E10.Other Barrier 12345DK
E11.0ther Barrier 12345DK

E12. Overall, do you feel these barriers are increasing, decreasing, or remaining the same?

Increasing = E12a. Why? 1
Staying the SAME .......cooviiiiie e 2
Decreasing = E12b. Why? 3
DON't KNOW/UNSUIE ...ttt 98

Residential HYAC Program Surveys 26



F. Utility Program Awareness and Participation

F1. How did you find out about the rebate program? (DO NOT PROMPT) (ALLOW

MULTIPLE RESPONSES)

CoNntractor SUGQESTION .....ccveieieieierie e 1
Recommended by friend or family member ............cccooevviiviiennns 2
Program brochure/direct mail ............cccooveiiiiiiii 3
SAW NEWSPAPET AU ...vvevvreeieieeeiieeiesiee e e e e ste e e e see e 4
SAW TV @0 .o 5
Heard radio @d .........cooeiiiiiiiieieee e 6
SAW INTEINET A0 ...eeeiieiice e 7
Discussion with utility staff ..........cccccocviiiiiii e 8
BIlLINSEIT .. 9
Other (SPeCify) s 10
Don’t KNOW/NOE SUE ... 98

F2. Were there specific problems with the program?

D 1
N [0 T 2
DON’t KNOW/NOE SUIE ..ot e e e 98

[IF F2=1 THEN ASK F2b. ELSE SKIP TO F3.]

F2b. What were those problems?
Record response

F3. Now | am going to ask you to rate your satisfaction with each of the following aspects of the
New Jersey Residential HVAC program. For each, please rate your satisfaction on a 1 to 5 scale

with 5 indicating very satisfied and 1 indicating very dissatisfied:

Would you say that you very dissatisfied, somewhat dissatisfied, neutral, somewhat satisfied or

strongly satisfied with the following aspects of the program

1-very dissatisfied, 2-somewhat dissatisfied, 3-neither, 4-somewhat satisfied, 5-very satisfied

Statement

Rating

a. Cost of participation

b. Quality of marketing support materials

c. Certification and verification process

d. Ease of participation

e. Responsiveness of program staff

g. Amount of paperwork required to participate

h. The program overall

I

NININININININ
WWWwwiw
IR R S e

orjorjorjor|or| ool
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F4. Overall, how effective is the New Jersey Residential HVAC Rebate program at stimulating the
market for high-efficiency equipment?

Very effective -> SKIP TO F8 .....coo o 1
SOMEWhaAt EFFECTIVE ..o s 2
N =T OSSR 3
NOL VErY efFECTIVE ..o e 4
VErY UN-€FFECHIVE ....ocviiiie e 5

DON't KNOW/UNSUIE ...ttt 98

F5.  Why do you rate the effectiveness of the New Jersey Residential HVAC Rebate program
this way?

F6. What should be changed about the program? (Do not prompt; Circle all that apply)

NO SUGUESTIONS ...ttt ta et e e e te s e sne e e eneesreenee e 1
Higher inCentive amOUNES ..........ooveiiiiiiieee e e 2
Higher project size threshold for iINCENLIVES .........cccovvvierviieiie e, 3
Lower project size threshold for INCENLIVES...........covvereiienieiiiie e 4
More marketing directly t0 end USErS ........cccvveveeiieiiesi e 5
Too much of his time is needed to complete paperwork ...........cccocevveeenne. 6
Should be more technical support for CUStOMErS........cccccvevvereiiieieee e 7
Better communication With VENdOrS .........cccooveiiiiiin e 8
More timely program annOUNCEMENTS .........cccvereeeerieerieeieseeseeie e e 9
others 10
DON'T KNOW/UNSUIE ...t 98

F7. IF MORE THAN ONE SUGGESTED CHANGE
Which one of these suggestions would be most important to change?

F8. Do you have any other comments about the New Jersey Residential HVAC program?
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G. Awareness Of Energy Star

G1. How would you explain what the ENERGY STAR label means to you in regard to the residential
HVAC equipment you sell or install? [DO NOT PROMPT. CIRCLE ALL
THAT APPLY]

The product meets certain efficiency SpecifiCations...........ccccoceverererennnn 1
The specifications were worked out with industry ............cccccceeveiieeieieenne. 2
The ProduCt SAVES BNEIGY ........cciriiieieieie sttt 3
The product saves my CUSTOMErS MONEY ......ccvovvvrverreriireneerienie e siesieseesseans 4
The product is reliable ... 5
The product is more expensive than standard models.............ccccevvevvennne. 6
The product helps the environment............c.ccooviiiiien e, 7
Other (SpeCify) e —— 8

Not familiar with ENERGY STAR label...........cccooeviiiiiiieiieece 9

Gla. [IF G1 = 9]. Prior to this interview, were you aware of the ENERGY STAR standards for
residential HVAC equipment?

Y S ettt e e ane s 1

For some of the types of equipment covered............cccocvevveieiieevvennene 2

SOMEWNRAL.......ooiiiieee e e ee s 3

L PSP PTR PR PRI PP 4

DONTKNOW ...t e 98
G1b. [IF G1. =9]. Do you use the ENERGY STAR label as a selling point for high efficiency HVAC
equipment?

D (T U OETU P P PR UPRPR 1

[ T TR T PP U RO PPPROPRPROPIN 2

DON"EKNOW ..ottt 98

Glc. [IF G1b. = NO] Why not?

H. Installation Practices

[Ask the following question for all HVAC that the contractor installs, including those installed
OUTSIDE of the NJ Clean Energy program.]
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H1. What methods do you use most often to size heating and cooling equipment including those units
installed OUTSIDE the program? [CIRCLE ALL THAT APPLY]

SIZE 10 PrEVIOUS UNIT. .ttt 1
Use tons/square foot estimate/rule of thumb ..., 2
Other rules of thUMD .........ooviiiic s 3
IMANUAL ...ttt 4
Computer program (Name of program ) PR 5
Other (Specify ) T 6

DONTKNOW ...t sre e 98

[IF RESPONSE TO F1 DOES NOT INCLUDE 4 OR 5, THEN ASK H2.]

H2. Why don’t you use Manual J calculations to determine system sizing for all the units that you
install? [CIRCLE ALL THAT APPLY]

TOO tIME CONSUMING ©..vveeeeeiieiiiesie e e et e et e e e sre e sneenne s 1
RESUILS AreN’t ACCUTALE .....vvvveiiiriiie ettt 2
Other methods WOrks as Well...........ccovvicieiiiie e 3
Other (Specify) 4
10 0 (0T AP 98

H3. What duct installation procedures do you usually take to ensure efficient HVAC system
operation? [DO NOT READ; CIRCLE ALL MENTIONED.]

Insulation of all ducts in unconditioned SPACES ..........ccccevveeververiecnnene. 1
Use of special duct mastic to seal joints, seams, holes, corners............. 2
Installation of cold air returns in all rooms
except kitchen, bath and laundry ..o 3
Other (Specify: )....4A
H4. How do you check the refrigerant charge in a newly installed heat pump or air conditioner?
WeIgh Fefrigerant.........ccoiviiiiiiisisee e 1
Use Superheat method ..........ccooeiviiiiiiiccccs e 2
Use Subcooling Method ...........cccoeieiiiiniiee e 3
Other (Specify) o —— 4
DONTKNOW ...t 98
H5. Do you routinely check the airflow over the indoor coils during an installation?
Y S ettt b e bbb e e nnres 1
N[O T PP TP PPN PPPOPRRPRPOT 2
DON"T KNOW L.t 98
H6. [IF H5. = 1 How do you check the air flow over the coils?
DON’E CRECK .....eiiee e 1
USE MANOMELET ...ttt nnee s 2
Use Magnenelic QAUQGE .......ccoveeiiiiecee s 3
Measure temperature drop .......c.ecveceeeeieere s 4
Use other (Specify ) e 5
DON"EKNOW ..ot 98
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H7. Have your practices in regard to sizing and installing residential HVAC equipment changed as a
result of your experience in your local utility’s HYAC REBATE program?

R TR 1
N [0 TR TRTPTTRI 2
[0 o T A S 0 VAT 98

H8. [H7. = 1] Could you describe those changes for me?

l. Training and Certification

I have a few questions on staff training and certification

11. What percent of your residential installers and service technicians have attended training classes
in each of the following: [READ LIST - ENTER NUMBER]

Manual J (SYStem SIZING) .....eeveeerieririeieseee e, -

Manual D (dUuCt deSign) ......ccveveeiieiieseese e _

SYStEM ChAIgING ..o _

System airflow MeasuremMeNt............ccocveveieeveiie s _

High efficiency furnace and boiler installation issues — venting, condensate
Other technical issue (Specify )...

Other technical issue (Specify ) ...
DON"EKNOW ..ot 98

12. Where did your installers and service technicians receive this training? [CIRCLE ALL THAT
APPLY]

Provided IN-NOUSE ......ccoiveiiiiiiieee s 1

East Heating and Cooling CouncCil...........c.cooiiiiiiiinices 2

ACCA Sponsored traiNiNg ......cccocvereerieiieereeieseese e e e seeseeseesneas 3
SMACNA Sponsored traiNing .........occeeveeeereenesee e see e 4
Distributor sponsored traiNiNg ........ccccceeveveeresieese e 5
DOE/ENERGY STAR ..ottt 6
Manufacturer sponsored traiNiNg .......ccccceveveereeresiee e 7

Utility sponsored training (Eastern Heating and Cooling Council)....... 8

Other (Specify) 9
DONTKNOW ..t 98

13. What percent of your sales staff have received training in how to sell high efficiency equipment
[ENTER NUMBER] ...ccooiiiiie et

[If 13 = 0 Skip to 15.]
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14. Where did they receive this training? [CIRCLE ALL THAT APPLY]

Provided IN-NOUSE ........cooviiieiiee e 1
East Heating and Cooling Council..........cccccvevviiiiiieie s 2
ACCA SponSOred traiNiNg........c.ocverveeeeieenenie e 3
SMACNA sSponsored traiNiNg........c.cccveveeieerieeresieesieeseseeseeseeseeseeneens 4
Distributor Sponsored traiNiNg .......c.ccoceveererieriene e 5
DOE/ENERGY STAR ...ttt 6
Manufacturer SponsSored traiNiNg .........coocveveerierenie e 7
Utility sSponsored training ........cccccveveiieeieeriesieseese e 8
Other (Specify) s 9
DON"EKNOW ...t 98
I5. Are you aware of the NATE certification program
D (TR O RO P PP PPRPR 1
[ T TR T PP U RO PPPROPRPROPIN 2

16. [IF 15 =1, Else Goto 11.] What value do you see in your staff receiving NATE certification?

I7. What percent of your staff have received NATE certification?
ENTER NUMBER........ccoiiiiiieee e
DON"EKNOW ..ottt 98

That is all the questions that we have for you. Thank you for your time. You feedback will help
the NJ BPU structure the HVAC to best meet the needs of the market.
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RES HVAC Non-Participating Contractor Survey
v 1/20/06

Contact Name:

Company Name:
Street Address:
City, State, Zip
Telephone:
Survey ID Number:

“Hello, my name is and | am calling on behalf of the New Jersey Clean
Energy Programs. We’re interviewing a sample of contractors install high-efficiency heating and
cooling equipment. May | please speak to (CONTACT NAME)? | want to assure you that this is
not a sales call.

The purpose of this research is to assess your understanding and awareness of the benefits of
high-efficiency heating and cooling equipment. The New Jersey BPU does not intend to report
the information you provide other than in an aggregated form that protects your identity.

This interview will take between 15 and 20 minutes. We recognize that this is a sizeable time
commitment and we can proceed now over the phone; or we can schedule a more convenient
time.”

NP1. Have you heard of the residential high-efficiency HVAC program operated by New
Jersey’s utilities (formerly called Warm Advantage and Cool Advantage)?

D =T 1
N (o T T TR T TP TRTRTRRRTRRRTRTRRRRT 2
DON T KNOW ... et e et e e e e e e e e e e e e e e e aan 98

NP1la. [ASK IF NP1 = 1] Have you participated in this program?

Yes [Change to Participant SUIVEY] ......ccoevereieieeieee e 1
N O e 2
DONT KNOW ... 98
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NP1b. [ASK IF NPla. = 2] What was the main reason you did not participate in this program?
[CIRCLE ONE]
NP1c. Were there other reasons? [CIRCLE ALL THAT APPLY]
NP1b. NP1c.

NO OTNEY TEASONS ...ttt 0 0
Promotion of energy efficiency not important to business strategy ............. 1 1
Perceive that customers generally not interested in energy efficiency ......... 2 2
Savings to customers do not justify extra costs of equipment ...................... 3 3
Performance problems with high efficiency equipment ..........ccccoceieienene. 4 4
Reliability problems with high efficiency equipment ..........ccccoovivininene. 5 5
Availability problems with high efficiency equipment .............cccccooriiinens 6 6
Do not believe it is profitable to promote high efficiency equipment .......... 7 7
Utility rebate paperwork is @ hassle .........ccocovviiiiiiiiiiin e 8 8
Utility inspection process iS a hassle ..o 9 9
Not aware of high efficiency equipment ...........ccccvivieniiieninienc e 10 10
Other (Specify) e ———— 11 11
DON T KNOW .. 98 98

A. Company Background
We’d like to begin by asking you a few general questions about your company.

Al. In how many heating and/or cooling systems did you install in residential homes in 2005?
a. ENTER NUMBER IN EXISTINGS HOMES .....................
b. ENTER NUMBER IN NEW HOMES ...

[IF Al. =0, THEN SKIP to A3.]

A2. In what percentage of the homes did you install the ductwork as well as heating and cooling
equipment itself?

a .ENTER PERCENT IN EXISTING HOMES............cccooviininiennn %

b .ENTER PERCENT IN NEW HOMES ..., %

A3. Roughly how many units of residential [type of equipment] did you install in 2005?
Q. GAS TUMACES ......eiiiii e

D. GaS DOIIEIS ..o s L
c. Central air coNditioNErsS.........cccccoveveeii e _
d. Air SOUrce Neat PUMPS ........coveieriiririerineseeee s _
e. Oil and propane heating equipmMeNt ..........ccccceeveiieveereceeseee, _
f. Programmable thermostatS ...........ccccevvveiieenieie e L

A4. What percent of your [type of equipment] installations in existing homes were emergency
installations of failed units?

Q. GAS TUMACES ..ot %
D. GaS DOIIET ..o %
C. Central air CONAItIONErS.......cccovevieiieiecie e %
d. Heat PUMPS ...eeeeceece e %

Residential HYAC Program Surveys



A5. Which of the following best describes the geographic area your company is active in?

Your 10Cal City OF TOWN .....ccuviiiiieciee s 1
A MELrOPOIITAN ra.......eiiviieiiiieieee e e 2
A significant portion Of NEW JEISEY ........cccvvverveiieiieeiesieseesiesiesieennens 3
Al OF NEW JEISEY ...ttt e 4
A MUIL-STALE FEJION ... ne s 5
Other (Specify) 6
A6. How many employees work at this location?
ENTER NUMBER OF EMPLOYEES.........c.ccccoceieninn,
ATa. How many of these employees work in the field as residential installers?
ENTER NUMBER OF EMPLOYEES IN FIELD .........
ATb. Does the same field staff typically handle both residential HVAC installations and service
calls?
HaNAIe DOth ... s 1
Separate installer and service technician staff ................cccoooeviviiinnnns 2
DOoN’t KNOW/NOE SUE ... 98

A8. Where do you recruit new technicians and installers from? [CIRCLE ALL THAT

APPLY]
VO-teCh SCNOOIS......coeeie e 1
CommMUNILY COHBYES ....vvvvecveeieee e 2
Trade SCNOOIS ......coueiiie e 3
OFNET TIMMIS .t 4
Trade JOUNAIS ......c.eeeeiiecieee e 5
General newspaper help wanted ... 6
Other (Specify) 7
DON’t KNOW/NOE SUE .....veieieiieeiecie e 98

A9a. Which electric utility provides service to most of the homes you worked on this year?
ENTER NAME ...

A9b. Which gas utility provides service to most of the homes you worked on this year?
ENTER NAME ...

[IF RESPONDENT INSTALLED > 5 SYSTEMS (SEE A2.) IN NEW
CONSTRUCTION, ASK B1., OTHERWISE SKIP TO B3]

B. Market Share and Marketing To Builders And General Contractors

Now I’d like to ask you a few questions about your experience in selling energy efficient
equipment in new construction.
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B1. What percentage of the [TYPE OF EQUIPMENT] you installed in new homes in 2005 were

(or had) [EFFICIENCY CRITERIA FROM ANSWER GRID] or above?

[CODE ANSWERS IN GRID BELOW. DON’T INSTALL THAT KIND OF EQUIPMENT =

997, DON’T KNOW/NOT SURE = 998, REFUSED= 999.]

[IF RESPONDENT INSTALLED > 5 SYSTEMS (SEE A2.) IN
EXISTING CONSTRUCTION, ASK B3, OTHERWISE SKIP TO C1.]

B2. What percentage of the [TYPE OF EQUIPMENT] you installed in existing homes in 2005
were (or had) [EFFICIENCY CRITERIA FROM ANSWER GRID] or above?

[CODE ANSWERS IN GRID BELOW. DON’T INSTALL THAT KIND OF EQUIPMENT =

997, DON’T KNOW/NOT SURE =998, REFUSED= 999.]

For B1. and B3.

B1. B2.
Type Efficiency Criteria (%) | (%)
a. Gas Furnaces AFUE 290%
b. Gas Boilers AFUE 285%

c. Central Air Conditioners

Tier 1 - SEER 13/EER 11

d. Central Air Conditioners

Tier 2 - SEER 14/EER 11.5 or EER 12

e. Central Air Conditioners

Tier 2 - SEER 15/EER 12.5

f. Air Source Heat Pumps

Tier 1 - SEER 13/EER 11 and 8 HSPF

g. Air Source Heat Pumps

Tier 2 - SEER 14/EER 11.5/12 and 8.5 HSPF

h. Air Source Heat Pumps

Tier 2 - SEER 15/EER 12.5 and 8.5 HSPF

i. Gas Water Heater

20.62 Energy Factor

j. Programmable Thermostats

ENERGY STAR

[IF RESPONDENT INSTALLED > 5 SYSTEMS (SEE A2.) IN NEW

CONSTRUCTION, ASK THIS SECTION (QUESTIONS C1. - C4.)]

C. Marketing Of Energy Efficient Equipment In New Homes

The next set of questions address marketing of energy-efficient heating and cooling equipment to
builders and general contractors.

C1. Of the new construction projects you completed as a subcontractor over the past two

years, what percentage did you get ....

a. By submitting a price bid on a written or verbal specification %
b. Through existing relations with the builder, with no bidding.. %
c. By submitting qualifications .............cccccevveveiic i, %
d. Through other channels (Specify) ... %
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C2. How much influence you think your recommendations had an effect on the general
contractors’ decisions regarding selection of heating and cooling equipment?

NN [0 ] OO 1
0] 1 4[RO PP PPPPRR 2
I L] B 1110 o TR 3
L0 1 PRSP PORPPPP 4
DON’t KNOW/NOL SUB........vviiiiiiriiie ettt ettt 98

a. [ASK IF C2. =1 OR 2] Can you give me an example of the kinds of influence you had on
a builder’s selection of heating and cooling equipment?

C3. Over the past two years has a builder or general contractor ever requested that you install
equipment that exceeds current minimum federal efficiency standards?

D (TSR PRR PR 1

[ TP TR U R OPPP PRSPPI 2
[IF C3. = 1] In what percentage of projects did this occur ...

C3a. for heating eqUIPMENT........c.coiveieiiere e %

C3b. for central cooling eqUIPMENT ........ccceieiiirieiieiiee e %

C4. Is the installation of high-efficiency HVAC equipment more prevalent in new homes or
existing homes?

] YA (0] 1 1 LT TTTTTR 1
EXISTING HOMES ...ttt e e ettt s e s e e e s e eerebnsseesaeeens 2
DON’t KNOW/NOL SUFE ...t 98

C5. Do you think there are any business advantages for your company in marketing high
efficiency heating and cooling equipment to home builders?

Y B et et ——————————— 1
1 [ TP 2
DON"t KNOW/INOE SUI .. 98

C5a. [IF C5. = 1] What are those advantages?

C5b. [IF C5. = 2] Why do you think there are no advantages?

[ASK C6. IF >5 CENTRAL AIR CONDITIONERS WERE INSTALLED IN 2005. SEE
ANSWERS TO QUESTION A3. ELSE SKIP TO C7.]
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C6. Have you found that call-backs to address central air conditioner equipment or installation
problems are more frequent when you use energy efficient versus standard equipment, less
frequent, or about the same?

MOFE TIEOUENT. ... 1
LSS TrEOUENT ...ttt 2
ADOUL the SAME ... e 3
DOoN’t KNOW/NOE SUME .....eiiiiiiieiecee e 98

C6a. What types of problems are causing your air conditioner callbacks?

[ASK C7. IF > 5 GAS FURNACES AND BOILERS WERE INSTALLED IN 2005. SEE
ANSWERS TO QUESTIONS A3. OTHERWISE SKIP TO D1.]

C7. Have you found that call-backs to address gas furnace or boiler equipment or installation
problems are more frequent when you use energy efficient versus standard equipment, less
frequent, or about the same?

MOTE TIEQUENT. ...t e 1
[T =10 [0 =T | SR 2
ADOUL the SAME ... 3
DON’t KNOW/NOE SUE ..ot 98

C7a. What types of problems are causing your gas HVAC callbacks? [PROBE ON
HEAT EXCHANGER, CONDENSATE, AND VENTING PROBLEMS]

[ASK SECTION D IF RESPONDENT HAS COMPLETED > 5 INSTALLATIONS IN
EXISTING HOMES. SEE ANSWERS TO QUESTIONS A1 AND A2]

D. Marketing Of Energy Efficient Equipment In Existing Homes
Now I’d like to ask you a few more questions about your experience in selling heating and
cooling equipment to owners of existing homes

D1a. When you discuss the selection of heating and cooling equipment with owners of existing
homes, how often do you inform them about high efficiency models. Would you say it is ...

IN Q1 OF MOSE CASES....ccvvieicieie ettt e 1
LIRS0 (=T FL 2
IN relatively fEW CaSES........ccveiiceie e 3
I [0 I o= L 4
DON’t KNOW/NOL SUIE......veiiiiiieiciiie ettt 98

[IF Dla. =4 SKIP TO E1]
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D1b. In addition to energy savings, which features do you emphasize in promoting high-
efficiency equipment with customers? [circle all that apply]

No other features MENtiONed ...........coooviiiiinieie s 0
QUIELEr OPEIALION ..o.veeiieieiie ettt et sre e enreas 1
Greater reliability ......occooveeiee 2
Longer SErViCe life ......ooviieiiee e 3
BELtEr WAITANTY .....coiiiiiiii e 4
Greater reliability ......occvooeiieiiee e 5
(OF0] 111 (0] & AN PSPPI 6
ULITILY TEDALE ..o e 7
Availability of finaNCING .......cccooiiiiiiie e 8
Other (Specify) 9
Dot KNOW/NOE SUIE ...ttt 98

D2a. What methods do you use to promote and market heating and cooling equipment and
installations? [READ LIST. CIRCLE ALL THAT APPLY]

D2b. In which of these do you mention high efficiency HVAC equipment? [CIRCLE ALL
THAT APPLY]

D2c. Which of these methods is the most effective in generating new sales leads [CIRCLE
ONLY ONE]

D2a. | D2b. | D2c
1 Newspaper or other print advertising 1 1 1
2 Prior customer relationship 2 2 2
3 Word of mouth 3 3 3
4 Yellow Pages 4 4 4
5 Radio Ads 5 5 5
6 Other 6 6 6
98 Don’t Know/Not Sure 98 98 98

[IF D1 = 4 (NEVER PROMOTE HIGH EFFICIENCY MODELS) SKIP TO NEXT
SECTION (QUESTION E1)]
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D3a. What is the biggest problem you encounter in promoting high efficiency central air
conditioners in existing homes? [CIRCLE ONE]

D3b. Are there other reasons? [CIRCLE ALL THAT APPLY]

D4a. What is the biggest problem you encounter in promoting high efficiency gas furnaces and
boilers in existing homes? [CIRCLE ONE]

D4b. Are there other reasons? [CIRCLE ALL THAT APPLY]

Contactors Barriers D3a D3b. | D4a. | D4b
0 No other problems 0 0 0 0
1 Promaotion of energy efficiency not important to business 1 1 1 1
strategy

2 Perception that customers generally not interested in energy efficiency 2 2 2 2
3 Savings to customers do not justify extra costs 3 3 3 3
4 Performance problems with high efficiency equipment 4 4 4 4
5 Reliability problems with high efficiency equipment 5 5 5 5
6 Availability problems 6 6 6 6
7 Do not believe it is profitable 7 7 7 7
8 Utility rebate paperwork is a hassle 8 8 8 8
9 Utility inspection process is a hassle 9 9 9 9
10 Not aware of high efficiency equipment 10 10 10 10
11 Other 11 11 11 11
98 Don’t Know/Not Sure 98 98 98 98

D5. [IF RELIABILITY OR PERFORMANCE CITED, ASK TO EXPLAIN]

D6. What is the average wholesale equipment costs of a ...... [Not Sure = 99998 and Refusal =
99999]

Equipment Average Costs ($)
a. SEER 12 CAC
b. SEER 13 CAC
c. SEER 14 CAC
d. SEER 15 CAC

D7a. How often do you promote ECM furnaces to your customers?

IN Q1 OF MOSE CASES....ccvviiicieie ettt e 1
LIRS0 (=T FL 2
IN relatively TEW CaSES........ccviiieicee e 3
I [0 I o= L 4
DON’t KNOW/NOL SUIE......vviiieiieiceiii ettt 98
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D7b. [If D7a. =1 or 2] How do you promote ECM furnaces? [Probe for the sales pitch]

D8. Why do customers choose to install furnaces without ECMs instead of ECM furnaces?

D9. What is the extra cost for an ECM furnace compared to a furnace without an ECM?
[Not Sure = 99998 and Refusal = 99999]
Extra cost for ECM FUINACE ........ccccceeiiiiiiieiieice e $

E. Market Barriers

E1. What do you consider to be the major barriers to the CUSTOMER’S purchase of high-
efficiency HVAC equipment in New Jersey? (Do not prompt; Circle all that apply)

NN ..t 0
FIPST COSES ..ttt re s 1
Lack of awareness of program...........cccecevvevesiienesiesieese e 2
Lack of awareness of the benefits (energy and non-energy) ........... 3
Lack of contractors Knowledge..........cccovcvevveieiieii s 4
Can’t differentiate between quality and poor installation ............... 5
PAYDACK .....eeiiee e s 6
Lack of technical Knowledge ...........ccooviiiiiniininieieee e 7
Other ( ) FTRR 8
DONT KNOW/UNSUNE ......veiiiiieiieieie e 98

Thinking back over the past two years, do you think the [Read Barrier] of high-efficiency HVAC
equipment has Increased significantly (1); Increased Somewhat (2); Stayed the Same(3);
Decreased Somewhat(3); or Decreased Significantly (5)?

Market Barrier <Incr. Same Decr.>
E2. Initial cost of 12345DK
E3. Operational & Maintenance cost of 12345DK
E4. Availability of 12345DK
E5. Availability of information on (Lack of information being a barrier) 12345DK
E6. End-user awareness of (Lack of awareness being a barrier) 12345DK
E7. Availability of financial incentives (Prog inctvs more avail=decr bar) 12345DK
E8. Avail of technical assistance for (Prog tech asst more avail=decr bar) 12345DK
E9.Other Barrier 12345DK
E10.Other Barrier 12345DK

E11. Overall, do you feel these barriers are increasing, decreasing, or remaining the same?

Increasing = Ella. Why? 1
StAYING the SAME .....oouiiiiiiiee e 2
Decreasing = E11b. Why? 3
DON't KNOW/UNSUIE ...ttt 98
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[SECTION F HAS BEEN REMOVED FOR THIS SURVEY. REMAINING SECTION
NUMBER KEPT TO FACILITATE COMPARISION BETWEEN SURVEYS]

G. Awareness Of Energy Star

G1. How would you explain what the ENERGY STAR label means to you in regard to the residential
HVAC equipment you sell or install? [DO NOT PROMPT. CIRCLE ALL
THAT APPLY]

The product meets certain efficiency specifications............ccocceeerennene 1
The specifications were worked out with industry .............ccccceevveieennns 2
The ProduCt SAVES BNEIGY ........ccerieieieieiienie sttt 3
The product saves my CUSTOMErS MONEY .......ccvvervreeierieniesiesiesreseenenns 4
The product is reliable ... 5
The product is more expensive than standard models.............c..ccccoe.ee. 6
The product helps the environment............ccccoovieienenicseee, 7
Other (SpecCify) 8
Not familiar with ENERGY STAR label...........cccocevviiiniiiiiieece 9

Gla. [IF G1 = 9]. Prior to this interview, were you aware of the ENERGY STAR standards for
residential HVAC equipment?

Y S ittt nane s 1

For some of the types of equipment covered............cccocvevveieiieerveinene, 2

SOMEWNRAL.......ooiiiiieiee et ee s 3

L PSP PR ORISR 4

DONTKNOW ...ttt e 98
Glb. [IF G1. =9]. Do you use the ENERGY STAR label as a selling point for high efficiency HVAC
equipment?

D (S TP O RO P PR PPRPRN 1

[ T TR T PP U RO PPPROPRPROPIN 2

DON"EKNOW ..ottt 98

Glc. [IF G1b. = NO] Why not?
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H. Installation Practices

[Ask the following question for all HVAC that the contractor installs, including those installed
OUTSIDE of the NJ Clean Energy program.]

H1. What methods do you use most often to size heating and cooling equipment including those units
installed OUTSIDE the program? [CIRCLE ALL THAT APPLY]

SIZE 10 PreVIOUS UNIL.......ccveiieiieeiecic et 1
Use tons/square foot estimate/rule of thumb ... 2
Other rules of thumb ... 3
MANUAT J...ee et 4
Computer program (Name of program )...5
Other (Specify ) ETT 6
DON"EKNOW ..ot 98

[IF RESPONSE TO F1 DOES NOT INCLUDE 4 OR 5, THEN ASK H2.]

H2. Why don’t you use Manual J calculations to determine system sizing for all the units that you
install? [CIRCLE ALL THAT APPLY]

TOO tIME CONSUMING ...viintiiiiectie ettt nne s 1
RESUILS @reN’t QCCUNALE .....eeiivveeiciei ettt 2
Other methods WOrks as Well ... 3
Other (Specify) __ ——— 4
DONEKNOW ...ttt sbae e e s eaabae s 98

H3. What duct installation procedures do you usually take to ensure efficient HVAC system
operation? [DO NOT READ; CIRCLE ALL MENTIONED.]

Insulation of all ducts in unconditioned SPaces ..........cccocevererirereennn. 1
Use of special duct mastic to seal joints, seams, holes, corners ............ 2
Installation of cold air returns in all rooms
except kitchen, bath and laundry ..., 3
Other (Specify: )....4A

H4. How do you check the refrigerant charge in a newly installed heat pump or air conditioner?
Weigh refrigerant...........coveiiiii i 1
Use Superheat method ............cooveiiiiiiiiiieee e 2
Use Subcooling Method ...........c.ooveiiieiicccee e 3
Other (Specify) __ ——— 4
DONTKNOW ...ttt 98

H5. Do you routinely check the airflow over the indoor coils during an installation?
Y S ittt e e nnres 1
L0 RS UPRPRPPTRRR 2
DON T KNOW L.ttt 98
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H6. [IF H5. = 1 How do you check the air flow over the coils?

DON’E CNECK ... s 1
USE MANOMETET ...ttt 2
Use Magnehelic Qauge ........ooveveiiiiiie e 3
Measure temperature droP .......cecceeeeeeeieere s 4
Use other (Specify ) e 5
DON"EKNOW ...t 98

H7. Have your practices in regard to sizing and installing residential HVAC equipment changed as a
result of your experience in your local utility’s HVAC REBATE program?

B ittt ettt et e e et eeeettee——rreeettter— rrrretatee i rrreeareerrrs 1
N [0 TR ITPRTRR 2
[0 o 1 A S (0 VTR 98

H8. [H7. = 1] Could you describe those changes for me?

I. Training and Certification

I have a few questions on staff training and certification

11. What percent of your residential installers and service technicians have attended training classes
in each of the following: [READ LIST - ENTER NUMBER]

a. Manual J (SYStem SIZING)......cccevvrieeriieiieie e o

b. Manual D (dUCt deSIgN) ......ccceeieeieiiiniiee e L

C. SYStEM Charging ......c.coveieiiesece e o

d. System airflow mMeasuremMent............ccoovevereenenie s .

e. High efficiency furnace and boiler installation issues — venting, condensate
f. Other technical issue (Specify )

g. Other technical issue (Specify )

N DON T KNOW <. s 98

12. Where did your installers and service technicians receive this training? [CIRCLE ALL THAT
APPLY]

Provided IN-NOUSE ......ccoiveiiiiiiiisicee s 1

East Heating and Cooling CouncCil.............cooiiiiiiiniees 2

ACCA sponsored traiNing .........cccevvevieiieerieeie e sre e 3
SMACNA SpoNnSOred traiNing ........cooeeerererinieieeese s 4
Distributor sponsored traiNing ........ccccceevveveeiiesieeie e 5
DOE/ENERGY STAR ..ottt e 6
Manufacturer sponsored training .........cccceceveeieeiesiee e 7

Utility sponsored training (Eastern Heating and Cooling Council)....... 8

Other (Specify) 9

DON T KNOW .ot 98
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13. What percent of your sales staff have received training in how to sell high efficiency equipment
[ENTER NUMBERY] ...ttt

[If 13 = 0 Skip to 15.]

14. Where did they receive this training? [CIRCLE ALL THAT APPLY]

Provided iN-NOUSE ........cooviiiriie e 1
East Heating and Cooling Council..........cccccvevviieiiieie e 2
ACCA SponSOred traiNiNg........cooveruereeieerienie e 3
SMACNA sSponsored traiNiNg........c.cccveveeeeieeresiesieeseseeseeseeseeseeseens 4
Distributor Sponsored traiNiNg .........ccoceeeereneniene e 5
DOE/ENERGY STAR ...ttt 6
Manufacturer SponsSored traiNing ........ccoocveveerieneniesee e 7
Utility Sponsored training ........cccccveveiieeieereniese e e s 8
Other (Specify) s 9
DON"EKNOW ...ttt 98
I5. Are you aware of the NATE certification program
D (T OO PR PR 1
[ TP U RO PPPUPRPOPIN 2

16. [IF 15 =1, Else Goto 11.] What value do you see in your staff receiving NATE certification?

I7. What percent of your staff have received NATE certification?
ENTER NUMBER........c..coiiiiieeccce ettt
DONTKNOW ...ttt sra e 98

That is all the questions that we have for you. Thank you for your time. You feedback will help
the NJ BPU structure the HVAC to best meet the needs of the market.
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NJ Residential HVAC Program
HVAC Distributor Interviews

Distributor Name:
Distributor Phone:
Distributor Street Address:
Distributor City, State, Zip:
Interviewer Name:
Interview Date:

[Some of the distributors in the sample may sell only commercial HVAC equipment. Please first
ask if the distributor sells RESIDENTIAL HVAC equipment]

Hello, my name is <interviewer name> | am calling from Summit Blue Consulting on behalf of
the New Jersey Board of Public Utilities, BPU. Our company has been hired by the NJ BPU to
conduct an assessment of the market for high-efficiency RESIDENTIAL HVAC equipment in
New Jersey. The purpose of this study is to develop information on the residential HVAC market
to refine the current energy efficiency programs to better capture opportunities.

We would like to discuss your stocking practices and sales of high-efficiency HVAC equipment
with either the owner or operating manager of your distributorship. Is either the owner or
manager available?

[Redo intro with owner/operating manager and add the following]
All the information collected in this interview will be kept strictly confidential and will only be
report to the NJ BPU in aggregate. Our study will not show individual responses.

A) Distributor Profile
1) What types of RESIDENTIAL HVAC equipment do you carry? [circle all that apply]

Air conditioning (<65,000 Btuh) ...........ccooviiiieiinencncnecesee 1
Air-source heat pumps(<65,000 Btuh) ........cccccoveviiieiiniviiiieciee 2
Ground-source heat pumps (<65,000 Btuh) .......ccccoooiiininiiinnnn. 3
Gas furnace (<225,000 BtUh).......cccooveiiiieiiececeseece e 4
Gas boilers (<300,000 BtUh).......cccoeiiriniiiiieeeeee e 5
O Nl —————————— 6
2) Manufacturers lines carried [circle all that apply]
(OF: 14 4 -] SRR 1
THANE <o 2
BUIMNAM ... 3
General EIBCIIIC ......viiiieieieiece e 4
LENNOX .ttt 5
YOTK ottt bt 6
ONer 7
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3) To what areas of NJ do you supply equipment?

THE ENEITE STALE ....ei v 1
NOFREIN NI ..o e 2
Y0101 1= T N SO 3
O Nl e ———— 4

4) In your opinion who are the largest residential HVAC distributors that serve NJ?

5) What portion of your sales are to contractors or business that perform installations
outside of NJ?
Portion of sales outside NJ..........cccocevvvininenininnnns %

6) About how many contractors do you serve?.............c........
7) What is the average size of the contractor? [Allow any of the 3 response types]
a) By sales VOIUME ...
D) BY €MPIOYEES.....coiieiiceieie et
C) By number of trucks.........cccooeiiiiiiiiie

8) Do you serve any large retailers?

B) Market Measurement

2005 Levels - This table is provided for the interviewer’s information only

Federal ENERGY NJ Tier | NJ Tier Il
Min Eff. STAR
(Current) (Current) (Current) (Current)
Central AC SEER 10 13 SEER 13 SEER 14 SEER
(11 EER) (11 EER) (12 EER)
Heat Pumps SEER 10 13 SEER 13 SEER 14 SEER
(11 EER) (11 EER) (12 EER)
HSPF 8 HSPF 8 HSPF 8.5
Gas Furnaces | 80%+ AFUE | 90%+ AFUE | 90%+ AFUE n/a
Gas Boiler 78%+ AFUE | 85%+ AFUE | 85%+ AFUE n/a

2006 Levels- This table is provided for the interviewer’s information only

Federal ENERGY NJ Tier | NJ Tier 1l
Min Eff. STAR
(4/1/06) (4/1/06) (proposed) (proposed)
Central AC SEER 13 14 SEER 14 SEER 15+ SEER
(11.5 EER) (12 EER) (12.5 EER)
Heat Pumps SEER 13 14 SEER 14 SEER 15+ SEER
(11.5 EER) (12 EER) (12.5 EER)
HSPF 8.2 HSPF 8.5 HSPF 8.5+
Gas Furnaces | 80%+ AFUE | 90%+ AFUE | 90%+ AFUE n/a
Gas Boiler 78%+ AFUE | 85%+ AFUE | 85%+ AFUE n/a
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1) How do you define “high efficiency” for boilers and furnaces?

78-84% AFUE ..ot s 1
85-89%0 AFUE ..ot 2
90%+ AFUE ..o 3
OtNr e 4
2) How do you define “high efficiency” for Air Conditioners and Heat Pumps?
SEER 10-11 ..ot 1
SEER 124 oottt 2
SEER L3+ ..ot 3
SEER L4+ .ottt 4
SEER 154 ..ot s 5
Other 6

3) Are you aware of the change in the Federal Minimum Appliance standard for central air
conditioning units and heat pumps?
Y S ittt aaae s 1

3a.) [If 3 = Yes] What is the new minimum efficiency standard for central air conditioning
units and heat pumps?

SEER 10 [old standard]........cccceeeeieiieerieie e 1
SEER L1ttt 2
SEER 12t 3
SEER 13 [new standard] ........ccooeeiriieniiie e 4
O el e —————————— 5
DON'E KNOW e 98

4) Has the new federal minimum standard caused any changes in the supply availability or
your stocking practices?

5) Are the lower SEER Levels (< SEER 13) still available?
Y S ettt 1

5a) Explain
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6) Have you seen any signs that the manufacturers are trying to “unload” the lower SEER

units prior to the change in federal standards?

Y S ettt 1
N O e 2
6a) Explain

7) For each of the residential HVAC product areas what portion of your sales is in high
efficiency categories? Estimate by both Energy Star and by New Jersey Utility standards.
(We will have a table of all manufacturer’s product efficiency ratings for reference).

ENERGY % of Sales NJ Tier 1l % of Sales NJ Tier Il % of Sales
STAR of of of
(Current) Equip Type (Current) | Equip Type (Current) Equip Type
Central AC 13 SEER 14 SEER 15+ SEER
Heat Pumps 13 SEER 14 SEER 15+ SEER
HSPF 8 HSPF 8.5 HSPF 8.5
Gas Furnaces | 90%+ AFUE n/a n/a
Gas Boiler 85%+ AFUE n/a n/a

8) How does portion of high-efficiency equipment vary by the manufacturers that you
carry? For example do you sell more high-efficiency Trane units than other units?

9) Do you think you sell more high-efficiency units than other distributors in the area?

D (TP UPUORTUPRPPRPPRN 1
[ T TP VPRUPRPPPRPRPPRR 2
9a) Explain
10). What is the average wholesale equipment costs of a ...... [Not Sure = 99998 and Refusal
=99999]
Equipment Average Costs ($)

a. SEER 12 CAC

b. SEER 13 CAC

c. SEER 14 CAC

d. SEER 15 CAC

e. Furnace (AFUE < 90%)

f. Furnace (AFUE = 90%)

g. Furnace (AFUE = 92% w ECM)
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h. Boiler (AFUE < 85%)
I. Boiler (AFUE = 85%)
J. Water Heater (Energy Factor < 0.62)
K. Water Heater (Energy Factor = 0.62)

C) Distributor’s Marketing Strategy

1) What is your principal product focus? Do you carry product categories with the strongest
demand, particular lines of products, or focus on providing quality products?

Product categories of strongest interest ...........ccoocevveevenieneennns 1
Lines of principal emphasis.........cccccvevvviiiineiesie e, 2
Quality 1EVEIS ... 3
OBNBE s 4

1a) Please explain

2) What part of the residential HVAC market to you focus on? Single family vs.
multifamily, High end vs. average price, New construction vs. replacement

SINGIE FAMIIY ..o 1
MUIE-FAMITY . 2
HIgh-eNnd ... 3
AVEIAGE PriCE...c..iiiieieeie e 4
New Construction Market...........cocovoeririninieienesese e 5
Replacement Market..........ccooveeiiiieie i 6
OBNEE s 7

2a) Please explain

3) What role does high efficiency have in the strategy?

4) s high efficiency positioned as one of several high-end features, or the principal focus of
promotion?

5) What other benefits (besides energy-efficiency) of the equipment are typically promoted
and how important is each?
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6)

7)

8)

9)

Do you promote high efficiency equipment?

D =L T PRSPPI 1
o TR 2
6a) How?

How do you decide how much high efficiency equipment to stock? (recent trends,
seasonal, other?)

RECENE TIENAS ...vveveeiice e 1
SASONAN ... v 2
Manufacturer PromotioNnS ..........coovevviiieiieenecie e 3
Other e ———— 4
DON’T KNOW L.t 98
Do manufacturers or contractors influence the product mix you carry?
Y B ittt 1
[ TSROV PRPPRPPPPOPRN 2
8a) How?

Does this vary among manufacturers or contractors?
Y S ettt rae s 1

9a) Please explain?

D) Purchase Decision Making

1) What do you believe are the principal factors in the homeowner’s purchase decision?

2)

[circle all that apply]

e oSSR 1
Lifetime COSEING ...ccvveviiie e 2
(@0 012 Tox (o] g 10 V7 ot SR 3
PaSt EXPEIIENCE. .....eiveeieeeectieete ettt 4
Brand of eqQUIPMENT.........ooiiiiieieee e 5
EFfICIENCY oo 6
Other quality features (e.g. quiet Operation) ..........ccccoceverervrennnnn. 7
LOW MAINTENANCE ......oveviiiiiesiieie et eneas 8
ONr e 9
Does this vary by market segment?

D (TP UPSURTPPRPPRRPR 1
N[ T TSP VPROPRTRPPPPROPRR 2
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2a) Please explain?

E) Key Barriers to Purchase of Efficient Equipment

1) What do you believe are the principal barriers to increasing the share of high efficiency

2)

3)

4)

5)

HVAC equipment and how important is each? (Ask as an open-ended question but
prompt to be sure to include the following)

Customer perception of high first COSt..........cccocvivieiieriiic e, 1
Lack of interest of the contractor in selling high efficiency ............ 2
Lack of understanding of efficiency by the homeowner ................. 3
Skepticism as to the claims of the contractor/manufacturer ............ 4
Price competition between contractors on a first cost basis ............ 5
Low stock of high efficiency equipment in the field...................... 6
Lack of interest of the distributor in selling high efficiency............ 7

In your opinion what programs could be put in place to lower each of these barriers? (Ask

as an open-ended question but prompt to be sure to include the following)

Financing programs (Do you offer these?) ........cccovvevvvieiiviieiieennns 1
Contractor education/training (Do you offer?) .........cccceevveiennnene. 2
ConSUMEr €AUCALION. .....ccuviiiiiieieie e 3
Subsidy programs (ReDAES) .........cceeierieririieiienie e 4
O el e ———————————— 5
Do you participate in the New Jersey electric and gas utility HVAC program?
D (T PRSP UPTSURTUPRPPRPPR 1
N[ T TSP VPROPRTRPPPPROPRR 2
DON"E KNOW . 98

[If 3 = Yes] How can the utility programs be improved?

[If 3 = No] Why don’t you participate the New Jersey electric and gas utility HVAC
program??

F) Future Trends in High Efficiency Market

1)

What changes do you see coming in the future in the HVAC market nationally and in
New Jersey?
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2) How will the importance of energy efficiency change in the future? Why??

3) How will this change how you operate your business? Why??

That is all the questions I have for you. Thank you for your time. Your feedback is very
important to help the NJ BPU understand the HVAC market in New Jersey.
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NJ ENERGY STAR HOMES PROGRAM SURVEY
INSTRUMENTS
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NJ ENERGY STAR®
Residential New Construction
Confirmed Energy Star Home Buyer
(Confirmed Participant)
Consumer Telephone Survey

l. Contact Info and Intro

Name from list:

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

Hello, my name is , and I’'m calling on behalf of the New Jersey Board of Public Utilities
is conducting a study about energy use in New Jersey. 1’d like to ask you a few questions — for
most people it takes a few minutes, but it may take as long as 15 to 20 minutes. [IF
NECESSARY: Your participation will help state officials make decisions about future energy
efficiency programs for consumers. I’m not selling anything. If you have any questions about
this survey or New Jersey Clean Energy programs, you can call: (XXXX) XXX-XXXX]

1. Yes, Continue with respondent..........ccocvcevieenenieneenieseenen Continue

2. No — New respondent coming to phone..........ccccceveveeriennnnne Reintroduce yourself
3. No - Respondent not available ............c..ccocoeviiiiiicnc, Schedule callback
99.  REFUSEA ....eeeieie e Thank and Terminate

[ONCE CORRECT PERSON IS ON THE LINE, REINTRODUCE AND CONTINUE.]

Could you spare about five to ten minutes now, or is there a more convenient time | could call
you back?

1. Yes—Available NOW........ccoeevviiiiiieece e Continue

2. Notavailable.........ccccoeiiiiiee e Arrange callback

B N e Thank and Terminate
98. DONTKNOW ....vviiiiiiiie ettt Thank and Terminate
99. REFUSEA ...oviiieice e Thank and Terminate

I. First, just to confirm, is this a new home that was built within the last two years?
L Y S e Continue
2. N e Thank and Terminate
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98. DON’TKNOW oo Continue

ii. Were you involved in the decision to purchase this home?
T 1 ST Continue
2. Nt Ask for the head of
household or other
decision-maker and
begin again
iii. Does this house have any special designation or label, that you know of?
1. Yes, itisan ENERGY STARhOME .....ccccovvviiniieiniierienen SKIP TO AWS.
2. Nt Continue
98. DONM TKNOW ...cvviiiiiicicie e Continue

Awareness and Availability

AW1. Have you ever seen or heard of the ENERGY STAR [emphasize “STAR”] label?
T T SR skip to AW3
2. No
98. Not sure/Don’t know

AW?2. The ENERGY STAR label has the word “energy” followed by a five-pointed star under a
dome or half-circle. Some labels also show the continents and the oceans of the earth in a
half circle. ENERGY STAR labels are used by the Environmental Protection Agency
(EPA) and the Department of Energy to identify and label highly energy-efficient
appliances for consumers. They may appear on some appliances and other products;
retail stores may also post them; they may also appear on the yellow Energy Guide label.
Had you seen or heard of such a label before now?

L Y S e

2. INO oo Skip to “Decision
Making Process”
Section

98. NOt SUre/DON"t KNOW ..o Skip to “Decision
Making Process”
Section

AW3. Have you ever seen or heard of the ENERGY STAR label for homes?
1. Yes
2. No
98. Not sure/Don’t know
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AWA4. To the best of your knowledge, is your new home an ENERGY STAR labeled home?
This would mean that your home was tested for energy efficiency and received a Home
Energy Rating (HERS) score of at least 86.

1. Yes Note that everyone getting this survey
should be an Energy Star home buyer

2. No Switch to Non-Participant Survey and
begin at “Decision Making Process”
Section

98. Not sure/Don’t know Switch to Non-Participant Survey and
begin at “Decision Making Process”
Section

AWS. At what point in the home-buying process did you become aware of ENERGY STAR
labeled homes? Was it . .. ?

1. Before starting the home search
2. Realtor brought it up
3. Builder brought it up
4. Other brought it up (specify:

98. Don’t know [DO NOT READ]
99. Refused
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AWG6. Through what source did you first become aware of ENERGY STAR labeled homes?
[DO NOT READ; CHECK ONE]

AWY.

AWS.

AW?9.

© XN s~ wWwDhE

© O 2 PP R R R
© 0o U~ WNPRO

TV Advertising

TV news feature story

Radio ad

NJ Clean Energy Public Service Announcement or other PSA
Print ads or brochures

Newspaper/magazine article

Website/Internet (unspecified)

www.njcleanenergy.com

WWWw.energystar.gov

. Builder or sales agent

. Architect

. Word of mouth (friend, coworker, acquaintance)

. Model home tour

. At a public event

. Received a packet of information left at the house
. Other (specify:

Don’t know/Don’t remember
Refused

What does the ENERGY STAR label for New Homes mean to you? [Open Ended]

[If AWS5 not equal 3] Did the builder bring up, as a selling point, that a home was an
ENERGY STAR home?

1.
2.

98.

Yes
No
Don’t know/Don’t remember/Not applicable (no contact with builder)

[If AWS5 not equal 2] Did the sales agent or realtor bring up, as a selling point, that a
home was an ENERGY STAR home?

1.
2.

98.

Yes
No
Don’t know/Don’t remember/Not applicable (no contact with realtor)
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AW10.[If AW8=1 or AW9=1] Which ENERGY STAR features did the builder or sales agent
promote? [DO NOT READ; CHECK ALL THAT APPLY]

1. Energy efficiency
Air quality
Overall quality
Cooling system
Heating system
Duct tightness
Tight construction/less draftiness
Durability
Less moisture buildup/mold
. Home comfort
. Other (specify:

© ©® N ks W

el
= O

=
N

. None specifically
98. Don’t know/Don’t remember

AW11.[If AW4=1] Did you see the ENERGY STAR label on or associated with the home you
purchased — either on a plaque, on the doormat, or on the Home Energy Rating
Certificate?

1. Yes
2. No
98. Don’t know/Don’t remember

AW12.Did you see the ENERGY STAR label on or associated with other homes that you looked
at?
1. Yes
2. No
98. Don’t know/Don’t remember

AW13 In your experience searching for your new home or for a builder who could construct
one, how available would you say that ENERGY STAR labeled homes were? Would you
say they were ... ?

1. Very unavailable

Somewhat unavailable

Neither available nor unavailable
Somewhat available

Very available

98. Don’t know [DO NOT READ]
99. Refused

o s~ wD
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AW14. [If AW4=1] Do you know how a home qualifies as an ENERGY STAR home?
1. Yes (specify:

2. No
98. Don’t know/Don’t remember

AW15. [If AW4=1] Do you know who or what organization did the Home Energy Rating on
your home? [If needed: To qualify as an ENERGY STAR home, your house needed to be
rated with the Home Energy Rating System, or HERS.]

1. Yes (specify:

2. No
98. Don’t know/Don’t remember

AW16. [If AW4=1] Did you arrange for a HERS rater to come test your house, or did your
builder arrange to have this test conducted?

1. Respondent arranged for HERS rating
2. Builder arranged for HERS rating

98. Don’t know

99. Refused

AW17.[If AW16=1] How hard or easy was it to find a HERS rater? Would you say HERS raters
were very available, somewhat available, somewhat unavailable, or very unavailable?

1. Very unavailable

Somewhat unavailable

Neither available nor unavailable
Somewhat available

Very available

98. Don’t know [DO NOT READ]
99. Refused

ok~ wn

AW18. [If AW4=1] Do you remember what the HERS rating was for your home?
(HERS rating)
98. Don’t know [DO NOT READ]

Decision-Making Process

DM1. Which of the following statements best describes your involvement in the design and
building of your new home?

1. We bought a home that was already built or a model home

2. We selected from a number of home designs that the builder offered and made
few or no changes to the standard design
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3. We selected from a number of home designs that the builder offered and made
some changes to a standard design

4. We had the home custom built to our specifications
98. Don’t know/Not sure [DO NOT READ]
99. Refused

DM2. Did any of the following information sources give you ideas about the home you wanted
to buy or build? [READ AND CHECK ALL THAT APPLY]

1. Builder’s open house

Print advertisements

Real estate agents

Radio

TV

Internet

Friends or relatives

Utility representative

. Lender

10. None of these [DO NOT READ]
98. Don’t know/Not sure [DO NOT READ]

© ©® N ks W

DM3. People select their home based on a number of different factors. For each factor | read,
please tell me how important the factor was in your home purchase decision. Please tell

meifitwas ... ?
1. Not at all important

2. Somewhat unimportant

3. Neither important nor unimportant

4. Somewhat important

5. Very important

98. Don’t know [DO NOT READ]

99. Refused
Location 1 2 3 4 5 98 99
Appearance 1 2 3 4 5 98 99
Price 1 2 3 4 5 98 99
Size 1 2 3 4 5 98 99
Quality of Construction 1 2 3 4 5 98 99
Comfort 1 2 3 4 5 98 99
Availability of Upgrades 1 2 3 4 5 98 99
Mortgage Financing 1 2 3 4 5 98 99
Energy Efficiency 1 2 3 4 5 98 99
Other (Specify: ) |1 2 3 4 5 98 99
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DM4. For each of the following people, would you say they influenced your decision to buy
your specific home? Did they have a lot of influence on your decision, some influence, a
little influence or no influence on your decision?

1. No influence

2. Very little influence

3. Some influence

4. A lot of influence

98. Don’t know/Don’t remember [DO NOT READ]

99. Refused
Builder 1 2 3 4 98 99
Real Estate agent 1 2 3 4 98 99
Lender 1 2 3 4 98 99
Utility 1 2 3 4 98 99
Homebuyer Education Class 1 2 3 4 98 99
Other (specify: ) |1 2 3 4 98 99

DM5. Did you discuss energy efficient mortgages with your lender?

1. Yes

2. N Skip to DM7

98. Don’t know/Not sure/Not applicable..........ccccccoovvinnnnenn. Skip to DM7

DM6. [If DM5=1] Did you receive any special mortgage interest rate, or need less income to
qualify for a mortgage, because of the energy efficiency of your home?

1. Yes (specify:

2. No
98. Don’t know/Don’t remember

DM7. To the best of your knowledge, which of the following products and features are installed
in your new home? [READ FEATURES FROM TABLE BELOW]

1. Yes
2. No
98. Don’t know/Not sure

DM8. For each of the items installed please tell me which you purchased as an upgrade over
what originally would have been installed. [TABLE BELOW]

1. Yes
2. No
98. Don’t know/Not sure
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DM7. Which DM8. Purchased

features as upgrade

are installed? to standard

package?

Higher insulation levels than standard construction Y N DK | Y N DK
Air sealing Y N DK | Y N DK
ENERGY STAR Furnace, Boiler, or heat pump (heating system) Y N DK | Y N DK
Duct sealing Y N DK | Y N DK
ENERGY STAR windows or doors Y N DK |Y N DK
ENERGY STAR Refrigerator Y N DK |Y N DK
ENERGY STAR Clothes washer Y N DK |Y N DK
ENERGY STAR Dishwasher Y N DK | Y N DK
ENERGY STAR Central Air Conditioner Y N DK |Y N DK
ENERGY STAR Room Air Conditioning Y N DK | Y N DK
ENERGY STAR Lighting (CFLs or fixtures) Y N DK |Y N DK
High Efficiency water heater (Natural gas water heaters: EF of Y N DK | Y N DK
2.48 for 100+ gal, 2.53 for 60-100 gal, 2.58 for <60 gal with sealed
combustion, 2.61 for <60 gal with natural draft ventilation. Electric
water heaters: .85 energy factor)

DMS9. For items purchased as an upgrade, please tell us why you decided to purchase this
upgrade. [DO NOT READ LIST, CHECK ALL THAT APPLY]

1. Save money on energy bill/energy cost too high

Increase comfort

Improve indoor air quality

Better quality equipment/reduced equipment maintenance/longer equipment life
Increase resale value

Environmental concerns

Other (Specify:

No ok w
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Importance of ENERGY STAR

[If AW4=1, Ask; else Skip to IC1] Purchasers of ENERGY STAR homes only. Note that
everyone getting this survey should have AW4=1.

IM1. Why did you buy an ENERGY STAR labeled home? [DO NOT READ; CHECK ALL
THAT APPLY; PROBE]

1. Higher quality home
“Green”/Environmentally friendly
Save energy

Lower energy/utility bills

Reduced draftiness

Better indoor air quality

Increased comfort

Home is more valuable/resale value
Incentive or rebate (specify source:

© O N A WD

10 Other reason (specify:

IM2.  What do you consider to be the most important benefit of purchasing an ENERGY STAR

home? [DO NOT READ; SELECT ONE ITEM ONLY]
Higher quality home
“Green”/Environmentally friendly
Save energy

Lower energy/utility bills

Reduced draftiness

Better indoor air quality

Increased comfort

Home is more valuable/resale value
Incentive or rebate (specify source:

© o N ks WD RE

10 Other reason (specify:

IM3. [If AW5 = 1] Were you specifically looking for an ENERGY STAR labeled home when

you began your home search?
1. Yes
2. N e Skip to IM5

IM4. [If AWS5 = 1] Did you limit your search to ENERGY STAR homes or did you also look

at non-ENERGY STAR homes when you were searching for your new house?
1. ENERGY STAR only
2. Also searched non-ES Homes
98. Don’t know
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IM5.  How important a factor was your home’s ENERGY STAR label in your decision to buy
this particular home rather than another home? Would you say itwas. .. ?

1.

ok~ wn

98.
99.

Not at all important
Somewhat unimportant
Neither important nor unimportant
Somewhat important
Very important
Don’t know [DO NOT READ]
Refused

IM6. How likely is it that you would have purchased this home if it were not an ENERGY
STAR Labeled Home? Would you say that you . . . ?

1.

ok~ wn

98.
99.

Definitely would have purchased

Probably would have purchased

Might or might not have purchased

Probably would not have purchased

Definitely would not have purchased
Don’t know [DO NOT READ]
Refused

Incremental Cost

Now I’d like to get your estimation of the cost and value of energy-efficient homes.

IC1. [If AWA4= 1] Please project how much of an influence each of the following incentives
had or would have had on your decision to purchase your home. Would you say . . . ?

1.

o s~

98.
99.

Probably a lot of influence

Probably some influence

Might or might have an influence

Probably would not much influence

Probably not have had any influence
Don’t know [DO NOT READ]
Refused

Reduced interest mortgage rates

98 99

Reduced closing costs or fees

98 99

Utility rebates

98 99

Energy efficiency certification or label

==~
[CHECRENCREN
w|w|w|w
E N N N
g|o|o| o

98 99
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IC2. Based on energy efficiency features alone, do you think a home’s purchase price
L7

would
1.

ok~ wn

98.

Not increase at all
Increase by less than $500
Increase by $500 - $2500
Increase by $2500 - $5000
Increase more than $5000

Don’t know [DO NOT READ]

IC5. Please tell me if your energy billsare ...?

1.
2.
3.

98.

Higher than you expected

Lower than you expected

ADOUL aS YOU EXPECTE ......eeiiiiieeiecie e Skip to PE1
Don’t know [DO NOT READ]........c.ccoooiiiiiniiiiiiieee, Skip to PE1

IC6. Why do you think that is? [DO NOT READ; CHECK ALL THAT APPLY]

1.

N o gk e

We have not been in the house long enough

We just haven’t been paying attention to the bills/energy use

We haven’t used the energy-saving features as much as we expected
We’re not sure how to make the comparison

We don’t believe there have been any savings

We use more energy saving features than we thought we would
Other (specify:

Perceptions of Energy Efficient/ENERGY STAR Homes
[Note: PE1 and PE4 are asked all respondents. Purchasers of ENERGY STAR homes [AW4=1]

will get question PES. Purchasers who did not purchase an ENERGY STAR home [AW4 not

equal 1] will get question PE6.]

PE1. Compared to a ‘typical’ home, would you say your home is ‘energy efficient?’

1.

Yes
N Ot Skip to PE3

PE2. In percentages, how much energy would you say your home uses compared to the typical
home? [DO NOT READ]

o s~ wbh e

More than a typical NOMe ...........ccoeiiiiins Skip to PE4
About the same amount ... Skip to PE4
590 1SS e Skip to PE4
100 18SS ... s Skip to PE4
1590 18SS ... s Skip to PE4
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6. 209 1€SS . .coeeeeeeeeeee
7. 25% 1€SS ..o

8. Other (specify:

PE3. [If PE1 =2] Why do you think your home is not energy efficient? [OPEN ENDED]

............................. Skip to PE4
............................. Skip to PE4

................ Skip to PE4

PE4. How satisfied are you with the home’s energy efficiency attributes?

1. Not at all satisfied

Somewhat dissatisfied

Neither satisfied nor dissatisfied
Somewhat satisfied

Very satisfied

98. Don’t know [DO NOT READ]
99. Refused

S R

PE5. [If AW4=1] Please tell me how much you agree or disagree with each of the following
statements. Would you say you . .. [READ STATEMENTS IN RANDOM ORDER]

1. Strongly disagree

Somewhat disagree

Neither agree nor disagree
Somewhat agree

Strongly agree

98. Don’t know [DO NOT READ]

S R

99. Refused

ENERGY STAR homes are hard to find 98 99

ENERGY STAR homes are more comfortable than 3 5 98 99

standard homes

Most new homes are energy-efficient even if they 3 4 5 98 99

are not ENERGY STAR certified

ENERGY STAR homes provide additional quality 3 5 98 99

ENERGY STAR homes are worth more 5 98 99

It's hard to understand the benefits of ENERGY 4 5 98 99

STAR homes

ENERGY STAR homes have lower energy bills 3 4 5 98 99
NJESH Program Surveys 13




DE. Demographic/Economic Module

Finally, I have a few general questions for statistical purposes. This information will be
combined across all respondents and will not be shared with anyone outside of the evaluation
team in any way that identifies you or your household.

DE1. Which of the following types of housing units would you say best describes your home?
Isita...

1. Single-family detached house
2. Single-family attached house (duplex, townhouse, row house)
3. Other (Specify:

99. Refused [DO NOT READ]

DE2. What is the approximate square footage of your home?

SO Fl e Skip to DE4
98. Don’t know
99. Refused

DE3. [If DE2 =98] How many rooms are in your home, not counting bathrooms? [DO NOT
READ, CHECK ONE]

1.

© O N A WD
0 N oA wWN e

.9
10. 10 or more
99. Refused

DE4. Are you a first-time homebuyer or did you own a home before you bought this one?
1. First-time homebuyer
2. Previously owned home
99. Refused

DE5. How long have you lived in this home?
Months or Years

NJESH Program Surveys 14



DE6. Including yourself, how many children and adults normally live in this household on a
full-time basis? Include all members of your household whether or not they are related to
you, but do not include anyone who is just visiting or children who may be away at
college or in the military.

99.

Refused

DE7. What is the highest level of education you have completed? Would you say...? [READ
CATEGORIES]

1.

99.

O N gk wN

Less than high school

High school graduate

Technical or trade school graduate

Some college

Two-year college graduate

Four-year college graduate

Some graduate or professional school

Graduate or professional degree
Refused

DE8. Which of the following categories best describes your age? Stop me when | reach your
category. [READ CATEGORIES]

1.

99.

o gk w

18to 24
2510 34
35t0 44
45to0 54
55 to 64
65 or over
Refused

DE9. What category best describes your total household income in 2004, before taxes? Again,
stop me when I reach your category. [READ CATEGORIES]

99.

No gk~ oD

Less than $15,000
$15,000 - $24,999
$25,000 - $34,999
$35,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 or more
Refused
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DE12. Respondent’s gender [RECORD, BUT DO NOT ASK]
1. Male
2. Female

Those are all the questions | had. Thank you very much for your time!

NJESH Program Surveys
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NJ ENERGY STAR®
Residential New Construction
Non-Participant
Consumer Telephone Survey

l. Contact Info and Intro

Name from list:

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public Utilities
is conducting a study about energy use in New Jersey. I’d like to ask you a few questions — for
most people it takes a few minutes, but it may take as long as 15 to 20 minutes. [IF
NECESSARY: Your participation will help state officials make decisions about future energy
efficiency programs for consumers. I’m not selling anything. If you have any questions about
this survey or New Jersey Clean Energy programs, you can call: (XxXxx) XXX-XXXX]

1. Yes, Continue with respondent..........ccccceeeviveveiiieneeseeiene Continue

2. No - New respondent coming to phone...........cccevevverieennene. Reintroduce yourself
3. No - Respondent not available............c.ccccoevvieivevncieiee, Schedule callback
99, RETUSEA ....oviiiiiicieee e Thank and Terminate

[ONCE CORRECT PERSON IS ON THE LINE, REINTRODUCE AND CONTINUE.]

Could you spare about five to ten minutes now, or is there a more convenient time I could call
you back?

1. Yes—Available NOW.......ccccooviiiiiiie e Continue

2. Notavailable ... Arrange callback

e N e Thank and Terminate
98. DONE KNOW ..ttt et et Thank and Terminate
99, REFUSEA ..ot Thank and Terminate

I. First, just to confirm, is this a new home that was built within the last two years?

L Y S i Continue

2. NO e Thank and Terminate
98. DONM'E KNOW ..ottt Continue
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ii. Were you involved in the decision to purchase this home?
L Y S it Continue

2. N ——— Ask for the head of
household or other
decision-maker and
begin again

iii. Does this house have any special designation or label, that you know of?

1. Yes,itisan ENERGY STARhOmMe .....cccoovviviiiiiiic Switch to Participant
survey and begin at
AWS,

2. N Continue

98. DON"E KNOW ...t Continue

Awareness and Availability

AWL1. Have you ever seen or heard of the ENERGY STAR [emphasize “STAR”] label?
L Y S e skip to AW3
2. No
98. Not sure/Don’t know

AW?2. The ENERGY STAR label has the word “energy” followed by a five-pointed star under a
dome or half-circle. Some labels also show the continents and the oceans of the earth in a

half circle. ENERGY STAR labels are used by the Environmental Protection Agency
(EPA) and the Department of Energy to identify and label highly energy-efficient
appliances for consumers. They may appear on some appliances and other products;

retail stores may also post them; they may also appear on the yellow Energy Guide label.

Had you seen or heard of such a label before now?

1. Yes

2. NO oo Skip to “Decision
Making Process”
Section

98. NOt SUre/DON’t KNOW ......ccvveieiicireiecec e Skip to “Decision
Making Process”
Section

AW3. Have you ever seen or heard of the ENERGY STAR label for homes?
1. Yes
2. No
98. Not sure/Don’t know

NJESH Program Surveys
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AWA4. To the best of your knowledge, is your new home an ENERGY STAR labeled home?
This would mean that your home was tested for energy efficiency and received a Home
Energy Rating (HERS) score of at least 86.

L Y S e Complete Participant
Survey

2. NO e Continue

98. NOt SUre/DON’t KNOW .....veeiveeiiieciec ettt Continue

AWS. [If AW3=1] At what point in the home-buying process did you become aware of
ENERGY STAR labeled homes? Was it . . . ?

1. Before starting the home search
2. Realtor brought it up
3. Builder brought it up
4. Other brought it up (specify:

98. Don’t know [DO NOT READ]
99. Refused

AWG. [If AW3=1] Through what source did you first become aware of ENERGY STAR
labeled homes? [DO NOT READ; CHECK ONE]

1. TV Advertising
TV news feature story
Radio ad
NJ Clean Energy Public Service Announcement or other PSA
Print ads or brochures
Newspaper/magazine article
Website/Internet (unspecified)
www.njcleanenergy.com
WWWw.energystar.gov
. Builder or sales agent
. Architect
. Word of mouth (friend, coworker, acquaintance)
. Model home tour
. At a public event
. Received a packet of information left at the house
. Other (specify:

© ©® N ks W

e S o el =
oA WN RO

98. Don’t know/Don’t remember
99. Refused

NJESH Program Surveys
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AWT. [If AW3=1] What does the ENERGY STAR label for New Homes mean to you? [Open
Ended]

AWS. [If AW3=1 and AWS5 not equal 3] Did the builder bring up, as a selling point, that a home
was an ENERGY STAR home?

1. Yes
2. No
98. Don’t know/Don’t remember/Not applicable (no contact with builder)

AW9. [If AW3=1 and AWS5 not equal 2] Did the sales agent or realtor bring up, as a selling
point, that a home was an ENERGY STAR home?

1. Yes
2. No
98. Don’t know/Don’t remember/Not applicable (no contact with realtor)

AW10.[If AW3=1 and (If AW8=1 or AW9=1)] Which ENERGY STAR features did the builder
or sales agent promote? [DO NOT READ; CHECK ALL THAT APPLY]

1. Energy efficiency
Air quality
Overall quality
Cooling system
Heating system
Duct tightness
Tight construction/less draftiness
Durability
Less moisture buildup/mold
. Home comfort
. Other (specify:

© ©® N ks WD

el
(N )

[EY
N

. None specifically
. Don’t know/Don’t remember

(o]
oo

AWI12.[If AW3=1] Did you see the ENERGY STAR label on or associated with other homes
that you looked at?

1. Yes
2. No
98. Don’t know/Don’t remember

AW13 [If AW3=1] In your experience searching for your new home or for a builder who could

NJESH Program Surveys 20



construct one, how available would you say that ENERGY STAR labeled homes were?

Would you say they were . . . ?
1. Very unavailable
Somewhat unavailable
Neither available nor unavailable
Somewhat available
. Very available
98. Don’t know [DO NOT READ]
99. Refused

goewN

AW14. [If AW3=1] Do you know how a home qualifies as an ENERGY STAR home?
1. Yes (specify:

2. No
98. Don’t know/Don’t remember

AW19.[If AW3=1 and AW4=2] Did you consider an ENERGY STAR home and then select a
non-ENERGY STAR model?

1. Yes
2. No
98. Don’t know/Don’t remember

AW?20.[If AW3=1 and AW4=2 and AW19=1] Why didn’t you purchase an ENERGY STAR
home?

Specify :

Decision-Making Process

DM1. Which of the following statements best describes your involvement in the design and
building of your new home?

1. We bought a home that was already built or a model home

2. We selected from a number of home designs that the builder offered and made
few or no changes to the standard design

3. We selected from a number of home designs that the builder offered and made
some changes to a standard design

4. We had the home custom built to our specifications
98. Don’t know/Not sure [DO NOT READ]
99. Refused

NJESH Program Surveys
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DM2. Did any of the following information sources give you ideas about the home you wanted
to buy or build? [READ AND CHECK ALL THAT APPLY]

1. Builder’s open house

Print advertisements

Real estate agents

Radio

TV

Internet

Friends or relatives

Utility representative

. Lender

10. None of these [DO NOT READ]
98. Don’t know/Not sure [DO NOT READ]

© ©® N ks W

DM3. People select their home based on a number of different factors. For each factor | read,
please tell me how important the factor was in your home purchase decision. Please tell

meifitwas ... ?
1. Not at all important
Somewhat unimportant

Somewhat important

. Very important

98. Don’t know [DO NOT READ]
99. Refused

S B

Neither important nor unimportant

Location 1 2 3 4 5 98 99
Appearance 1 2 3 4 5 98 99
Price 1 2 3 4 5 98 99
Size 1 2 3 4 5 98 99
Quality of Construction 1 2 3 4 5 98 99
Comfort 1 2 3 4 5 98 99
Availability of Upgrades 1 2 3 4 5 98 99
Mortgage Financing 1 2 3 4 5 98 99
Energy Efficiency 1 2 3 4 5 98 99
Other (Specify: ) |1 2 3 4 5 98 99
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DM4. For each of the following people, would you say they influenced your decision to buy
your specific home? Did they have a lot of influence on your decision, some influence, a
little influence or no influence on your decision?

1. No influence

2. Very little influence

3. Some influence

4. A lot of influence

98. Don’t know/Don’t remember [DO NOT READ]

99. Refused
Builder 1 2 3 4 98 99
Real Estate agent 1 2 3 4 98 99
Lender 1 2 3 4 98 99
Utility 1 2 3 4 98 99
Homebuyer Education Class 1 2 3 4 98 99
Other (specify: ) |1 2 3 4 98 99

DM5. Did you discuss energy efficient mortgages with your lender?

1. Yes

2. N Skip to DM7

98. Don’t know/Not sure/Not applicable...........cccoooveiiniiinennene Skip to DM7

DM6. [If DM5=1] Did you receive any special mortgage interest rate, or need less income to
qualify for a mortgage, because of the energy efficiency of your home?

1. Yes (specify:

2. No
98. Don’t know/Don’t remember

DMY7. To the best of your knowledge, which of the following products and features are installed
in your new home? [READ FEATURES FROM TABLE BELOW]

1. Yes
2. No
98. Don’t know/Not sure

DM8. For each of the items installed please tell me which you purchased as an upgrade over
what originally would have been installed. [TABLE BELOW]

1. Yes
2. No
98. Don’t know/Not sure
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DM?7. Which

DM8. Purchased

features as upgrade
are installed? to standard
package?

Higher insulation levels than standard construction Y N DK | Y N DK
Air sealing Y N DK | Y N DK
ENERGY STAR Furnace, Boiler, or heat pump (heating system) Y N DK | Y N DK
Duct sealing Y N DK | Y N DK
ENERGY STAR windows or doors Y N DK | Y N DK
ENERGY STAR Refrigerator Y N DK | Y N DK
ENERGY STAR Clothes washer Y N DK | Y N DK
ENERGY STAR Dishwasher Y N DK |Y N DK
ENERGY STAR Central Air Conditioner Y N DK |Y N DK
ENERGY STAR Room Air Conditioning Y N DK |Y N DK
ENERGY STAR Lighting (CFLs or fixtures) Y N DK |Y N DK
High Efficiency water heater (Natural gas water heaters: EF of Y N DK | Y N DK

2.48 for 100+ gal, 2.53 for 60-100 gal, 2.58 for <60 gal with sealed
combustion, 2.61 for <60 gal with natural draft ventilation. Electric
water heaters: .85 energy factor)

upgrade. [DO NOT READ LIST, CHECK ALL THAT APPLY]
1. Save money on energy bill/energy cost too high

Increase comfort
Improve indoor air quality

Increase resale value
Environmental concerns
Other (Specify:

No gk~ e

DMO9. For items purchased as an upgrade, please tell us why you decided to purchase this

Better quality equipment/reduced equipment maintenance/longer equipment life

Incremental Cost
Now I’d like to get your estimation of the cost and value of energy-efficient homes.

NJESH Program Surveys
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IC2.

IC3

IC4.

IC5.

Based on energy efficiency features alone, do you think a home’s purchase price
would . . .?

1. Not increase at all

Increase by less than $500
Increase by $500 - $2500
Increase by $2500 - $5000
Increase more than $5000

98 Don’t know [DO NOT READ]

ok~ wn

[If AW3=1] Do you think the price you paid for your home was higher, lower, or the
same as a similar ENERGY STAR home?

1. Much lower

Somewhat lower

About the same

Somewhat higher

Much higher

98 Don’t know [DO NOT READ]
99. Refused

ok~ wn

[If AW4=2] Can you tell me about how much more or less expensive this home was than
other similar models that were ENERGY STAR®? [Enter % or $ AND CHECK MORE
OR LESS]

$ or %
1. More

2. Less

98. Don’t know

99. Refused

Please tell me if your energy billsare ...?
1. Higher than you expected
2. Lower than you expected
3. ADOUL as YOU EXPECTE ......ceeiiiiieriirieriieie e Skip to PE1
98. Don’t know [DO NOT READ].........ccoeoiiiiiiiiiieceeee, Skip to PE1
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IC6. Why do you think that is? [DO NOT READ; CHECK ALL THAT APPLY]

1.

No gk~ e

We have not been in the house long enough

We just haven’t been paying attention to the bills/energy use

We haven’t used the energy-saving features as much as we expected
We’re not sure how to make the comparison

We don’t believe there have been any savings

We use more energy saving features than we thought we would
Other (specify:

Perceptions of Energy Efficient/ENERGY STAR Homes
[Note: PE1 and PE4 are asked all respondents. Purchasers of ENERGY STAR homes [AW4=1]

will get question PES. Purchasers who did not purchase an ENERGY STAR home [AW4 not

equal 1] will get question PE6.]

PE1. Compared to a ‘typical’ home, would you say your home is ‘energy efficient?’

1.

Yes
o SRS Skip to PE3

PE2. [If PE1=1] In percentages, how much energy would you say your home uses compared
to the typical home? [DO NOT READ]

1.

O N ks wN

PE3. [If PE1=2] Why do you think your home is not energy efficient? [OPEN ENDED]

More than a typical hOmMe ..., Skip to PE4
About the Same amouNt ..........ccocveieiiereee e Skip to PE4
BY0 LESS ...t Skip to PE4
L0 1ESS ..ttt Skip to PE4
1590 1ESS ..ttt Skip to PE4
2090 18SS ..t Skip to PE4
250 18SS .. e Skip to PE4
Other (specify: ) ST Skip to PE4
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PEA4.

PEG.

How satisfied are you with the home’s energy efficiency attributes?

1. Not at all satisfied
Somewhat dissatisfied

Somewhat satisfied

. Very satisfied

98. Don’t know [DO NOT READ]
99. Refused

S R

[If AW4 not equal 1] Please tell me how much you agree or disagree with each of the
following statements. Would you say you . . . [READ STATEMENTS IN RANDOM

ORDER]
1.  Strongly disagree
2. Somewhat disagree
3. Neither agree nor disagree
4.  Somewhat agree
5.  Strongly agree

98. Don’t know [DO NOT READ]

99. Refused

Neither satisfied nor dissatisfied

Energy efficient homes are hard to find

98

99

Energy efficient homes are more comfortable
than standard homes

98

99

Most new homes are energy-efficient even if they
are not Energy efficient certified

98

99

Energy efficient homes provide additional
quality

98

99

Energy efficient homes are worth more

98

99

It's hard to understand the benefits of Energy
efficient homes

98

99

Energy efficient homes have lower energy bills

98

99
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DE. Demographic/Economic Module

Finally, I have a few general questions for statistical purposes. This information will be
combined across all respondents and will not be shared with anyone outside of the evaluation
team in any way that identifies you or your household.

DE1. Which of the following types of housing units would you say best describes your home?
Isita...

1. Single-family detached house
2. Single-family attached house (duplex, townhouse, row house)
3. Other (Specify:

99. Refused [DO NOT READ]

DE2. What is the approximate square footage of your home?

SO Fl e Skip to DE4
98. Don’t know
99. Refused

DE3. [If DE2 =98] How many rooms are in your home, not counting bathrooms? [DO NOT
READ, CHECK ONE]

1.

© O N A WD
0 N oA wWN e

.9
10. 10 or more
99. Refused

DE4. Are you a first-time homebuyer or did you own a home before you bought this one?
1. First-time homebuyer
2. Previously owned home
99. Refused

DE5. How long have you lived in this home?
Months or Years
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DE6. Including yourself, how many children and adults normally live in this household on a
full-time basis? Include all members of your household whether or not they are related to
you, but do not include anyone who is just visiting or children who may be away at
college or in the military.

99.

Refused

DE7. What is the highest level of education you have completed? Would you say...? [READ
CATEGORIES]

1.

99.

O N gk wN

Less than high school

High school graduate

Technical or trade school graduate

Some college

Two-year college graduate

Four-year college graduate

Some graduate or professional school

Graduate or professional degree
Refused

DE8. Which of the following categories best describes your age? Stop me when | reach your
category. [READ CATEGORIES]

1.

99.

o gk w

18to 24
2510 34
35t0 44
45to0 54
55 to 64
65 or over
Refused

DE9. What category best describes your total household income in 2004, before taxes? Again,
stop me when I reach your category. [READ CATEGORIES]

99.

No gk~ oD

Less than $15,000
$15,000 - $24,999
$25,000 - $34,999
$35,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 or more
Refused

NJESH Program Surveys 29



DE12. Respondent’s gender [RECORD, BUT DO NOT ASK]
1. Male
2. Female

Those are all the questions | had. Thank you very much for your time!

NJESH Program Surveys

30



New Jersey ENERGY STAR®
Residential New Construction
Participant Builder Survey

Name from list;

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:
Can | speak with ?
Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public Utilities

which is conducting a study on Energy Star new construction. 1’d like to ask a few questions
about your company’s participation in the Program. Would you be the correct person to speak
to?

[IF NECESSARY: Your participation will help state officials make decisions about future
energy efficiency programs for consumers. I’m not selling anything. If you have any questions
about this survey or New Jersey Clean Energy programs, you can call: (XXXX) XXX-XXXX]

O Yes - Continue with respondent ..................... Continue

O No - New respondent coming to phone.......... Reintroduce yourself
U No - Respondent not available........................ Schedule callback

L RefUSEd.....ccooiiiiiiiecece e Thank and Terminate

Our survey takes about 20 minutes, do you have time now, or is there a more convenient time |
could call you back?

0 Yes—Available NOW ........cccevvveiiiiiiiiiecciee Continue

O Notavailable..........ccooviiiiiie, Arrange callback

L NO e Thank and Terminate
L DON’tKNOW.....ccvviiiciie e Thank and Terminate
L REfUSE.....cveeecvie e Thank and Terminate
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Screening

1. How many homes do you build in New Jersey per year?
2. What percentage of these homes are Single family detached?
0 ettt If ZERO, Thank and Terminate
3. What percentage of these homes are Single family attached (duplex, townhouse,
rowhouse)
%
4. What percentages of the homes you build are
Multifamily Dwellings?
%
Awareness

5. Are you currently participating in the New Jersey ENERGY STAR Homes program.
O Yes, currently participating ..........ccccevevvervennnns Continue
U Yes, in the past but not now

(Drop out/partial participant)............c.ccccvenee. Conduct Non-Participant survey—
......................................................................... Start at Q6
O No, knowledgeable about Energy Star, and chose not to participate (Informed Non-
participant):

.............................................................................. Conduct Non-Participant survey--

o e e e be e eare e Continue, Start Q7.

U No, heard of it but don’t know anything about it. (Non-participant):
.............................................................................. Conduct Non-Participant
SUTVBY ittt ettt ettt Continue, Start Q22

U Not sure/Don’t know, (Non-participant)
.............................................................................. Conduct Non-Participant
SUNVEY ettt Continue, Start Q22

Marketing NJ Program

6. When did you sign on to become a builder partner in the New Jersey ENERGY STAR®
Homes program? [PROBE: THIS WOULD HAVE BEEN WHEN YOU SIGNED AN
AGREEMENT TO PARTICIPATE IN THIS PROGRAM IF THEY CAN’T
REMEMBER MONTH/YEAR, GET YEAR]

(Month/Year)

U Don't know

NJESH Program Surveys
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7. How did you first hear about the program? [PROBE: HOW DID YOU HEAR ABOUT
THE PROGRAM? DO NOT PROMPT; MARK ALL THAT APPLY]

Through Utility
Contacted by a Consultant

Aware of national program

Received packet of information from Clean Energy

Attended a seminar and learned about the program

Learned about the program at home show/local parade of homes
Saw/heard ads for the program

Attended a program-sponsored session

My local/county builders association told me about it

Through another builder/contractor

Homeowner requested it

Other (Specify:

[y IRy Iy Ny Iy Ny Ny Ny By Ny

Don't know/unsure

8. Why did you decide to participate in the program? [DO NOT PROMPT; MARK ALL
THAT APPLY]

Interest in building a better home

Interest in reward

Integrity of home

Already using many of the components or practices

Consultant explanation

Wanted to market energy efficiency

Remember prior programs (Good Cents?)

Wanted to separate myself from other builders

Training

Packet from Clean Energy

The people involved in the program are good/knowledgeable people
Like to keep up with new techniques/try new things

Homeowner requested it

House sells better if it's an ENERGY STAR home

Other (specify

(I N Iy Iy Iy Iy Iy Iy Ny Iy Iy

Don't know/unsure
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10.

11.

12.

13.

14.

15.

What do you think are the primary benefits of Energy Star Labeled Homes? [OPEN
ENDED]

Since you began the program what percentage of your homes have met ENERGY STAR
standards with a HERS rating of 86 or above?

(| PEICENt ..ot if 100%, Skip to Q12
 Don't know/unsure

Why did you build some that were not NJ ENERGY STAR® Homes? [DO NOT READ
LIST. MARK ALL THAT APPLY]

Fireplace door didn’t meet program requirements

Customer did not want to build to ENERGY STAR® Home guidelines

Want to see how they sell first

Sometimes it's just too time consuming/have deadlines to meet

Cost

Weren't really sure what we were getting in to

Not in eligible (Smart Growth) area

Other (specify: )
Don't know/unsure

Not applicable

(WD Iy Ny Iy Ny Iy My QY M) W

Before you became aware of the NJ ENERGY STAR®Homes Program, did you
generally implement any of the measures included in ENERGY STAR homes?

4 Yes
L0 N O et Skip to Q14
U Don’t know/not sure

What percent would have been the same measures?
a % (specify measures: )

[IF Q10 IS LESS THAN 100%] Because of your participation, have you installed
additional energy efficiency measures or technologies in some of your other new
construction?

O Yes
L0 N e Skip to Q17
O Don’t know / Don’t remember........ccoeeieeieenee. Skip to Q17

[IF Q14 = YES] In how many homes?
# homes
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16. How did the following items compare to the ENERGY STAR home standards?
Insulation levels Same Different:
Duct installation and sealing Same Different:
Air sealing Same Different:
HVAC systems Same Different:
Appliances Same Different:
17.  Which of your subcontractors would you say have a working knowledge of the ENERGY
STAR Homes Program and incorporate standards into their practices?
O Lighting
0 HVAC
Q Insulation
O Other (specify: )
18. In the building trade in general, how well known are the ENERGY STAR building
practices? Would you say they are [READ LIST AND MARK ONE]
O Well known
O Somewhat known
O Not very well known
Q Virtually unknown
19.  What is the most effective method you use to promote your homes? [DO NOT READ;
ENTER ONE REPLY]
O Newspaper ads
U TV/Radio
U Real estate ads
U Outdoor signs
O Model homes
Q Brochures / Sales materials
Q Internet
O Word of mouth / referrals
O Don’t market them, just build them................. Skip to Q21
O Other (specify: )
20.  Over the last two years has your marketing and promotion of ENERGY STAR homes. . .

O Increased significantly
O Increased somewhat
O Stayed the same

NJESH Program Surveys 35




W Decreased somewhat
U Decreased significantly
U Don’t know [DO NOT READ]

HERS Raters

21.  Can you rate the availability of the HERS Raters for me? Would you say they are:
Completely unavailable

Somewhat unavailable

Neither available or unavailable

Available

Very easily available

Don’t hire or work with HERS raters.......co.eeiieiie e i ieiaenans Skip to 24
Don’t know [DO NOT READ]

Refused [DO NOT READ]

coo0poO0po0o

22.  Would you say the availability of HERS raters has increased, decreased, or stayed the
same in the last two years?

O Increased

U Stayed the same

U Decreased

U Don’t know [DO NOT READ]

23.  Are there any issues with HERS ratings or raters that you feel need to be addressed to
improve operations of the ENERGY STAR program ?

SMART GROWTH

24.  What percent of the homes you build are in Smart Growth areas? [Define if needed]
D0 et If ©100%0’ skip to Q28
O Don't know/unsure

25.  What percent of homes built in NON Smart Growth areas are

U Certified NJ ENERGY STAR homes ........occovvvvvveenn. %
U National ENERGY STAR HOMES .....coovvvvvveiiiiiiieienn %
U Builtto ENERGY STAR Specs but not certified ....... %
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a

‘Standard’ CONSLrUCTION .......cccoovriiiiieierce s % Skip to 28

26. [If Q28 not *Standard’] Why did you decide to do that, i.e., build ENERGY STAR
homes in non-Smart Growth area?

27. [IF Q10 greater than 0] If the NJ ENERGY STAR program had not existed, what
percentage of new homes you constructed during the last 12 months, do you estimate
would have met the requirements?

a

Best estimate

NJ ENERGY STAR® Program

28.  What percentage of all new homes in the area where you work would you guess are
Energy Star Homes?

a

%

29.  Overall, how effectively do you think the New Jersey Energy Star Homes promotes
energy efficient new construction? Would you say...

o000 0

Very effective

Somewhat effective

Neutral

Somewhat not effective

Not at all effective

Don't know/unsure [DO NOT READ]

30. Is there anything they should change to more effectively promote energy efficient new
construction? [DO NOT READ OR PROMPT; MARK ALL THAT APPLY]

[ Ny Iy Iy Iy Iy Iy

No suggestions

Information about which lending institutions are participating
More marketing to the public

Certification — make it an industry standard

Help builders with advertising

Reduce the amount time is needed

Have 2 inspections instead of 3

Better communication surrounding the inspections

Have consultants spend more time with us

Better communication with what's going on with the program

Push more for the builders who are really dedicated to the program
Give the consultants more freedom to recommend particular systems
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Better coop advertising program

Increase the standards

Send the rebate check in a more timely manner

Provide decals for doors and windows

Other (specify )
Don't know/unsure

o000 0

31. [IF Q30 HAS MORE THAN ONE SUGGESTED CHANGE] Which one of these
suggestions would be most important to change?

32. I’m going to list some barriers that may lead to the construction and sale of fewer Energy
Star Homes. Can you rate them for me on a scale from 1-5 (with 1 being not very
significant at all and 5 being very significant),

Not very significant ...............cc....... Very significant
Builders make decisions without considering the 1 2 3 4 5 DK R
buyer’s future energy costs
Builders lack information about the benefits of 1 2 3 4 5 DK R
energy efficiency and environmental performance
Builders have limited technical skills to address 1 2 3 4 5 DK R
energy efficiency
Builders do not differentiate between efficient and 1 2 3 4 5 DK R
standard home construction practices.

33.  The New Jersey ENERGY STAR program promotes the Program in several ways. How
successful are these strategies? On a scale from 1-5, with 1 being not at all successful and
5 being very successful, [ROTATE QUESTIONS]

Not at all Successful.............c........... Very Successful

Incentives to builders 1 2 3 4 5 DK R
Marketing assistance to builders 1 2 3 4 5 DK R
Technical assistance to builders and contractors 1 2 3 4 5 DK R
Home Energy Rating and ENERGY STAR 1 2 3 4 5 DK R
Certification

Support to DCA, RESNET and US EPA 1 2 3 5 DK R
Technical support and training on residential code 1 2 3 4 5 DK R
updates and implementation
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34. Do you work directly with homebuyers?
U Yes

35.  What do you think are the major barriers homebuyers have in purchasing ENERGY
STAR® Homes? [DO NOT READ OR PROMPT; MARK ALL THAT APPLY]

Skip to Question 40

U None
O First costs
U Lack of education and awareness
O Uncertain of participating builders
U Fireplace requirement
U Bad rap when the program first started
O Not living in the home long enough to reap the benefits
O Other (specify: )
O Don't know/unsure
36. Regarding homebuyers, can you rate the following statements on a scale of 1 to 5 where
1 is strongly agree and 5 is strongly disagree. [ROTATE QUESTIONS]
1. Strongly agree
2. Somewhat agree
3. Neither agree nor disagree
4. Somewhat disagree
5. Strongly disagree
Don’t Know
Refused
Homebuyers understand the benefits of the ENERGY 2 3 4 DK
STAR label
Homebuyers understand the value of duct testing and duct 2 3 4 DK
sealing
Homebuyers link the ENERGY STAR home label with 2 3 4 DK
home value
Homebuyers link the ENERGY STAR label with home 2 3 4 DK
comfort
Homebuyers link the ENERGY STAR home label with 2 3 4 DK
higher quality homes
Homebuyers link the ENERGY STAR home label with 2 3 4 DK
lower energy bills
Homebuyers think most new homes are energy efficient 2 3 4 DK
even if they are not ENERGY STAR certified
The certification process for ENERGY STAR homes does 2 3 4 DK
not delay home construction or sale
Homebuyers feel energy efficient homes are hard to find 2 3 4 DK
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The higher cost of building an ENERGY STAR home is 1 2 3 4 5 DK

counterbalanced by faster sales time

37. Do you promote any specific benefits about your ENERGY STAR homes? [DO NOT
READ]

O Do not promote anything
O Don’t promote any particular feature, just general ENERGY STAR label
O Other (Specify

4 Don’t know
U Refused

38. Based on your experience, which of the energy saving features are most marketable to
consumers? [DO NOT READ OR PROMPT; MARK ALL THAT APPLY]

None
Air conditioner/HVAC
Appliances

Programmable Clock thermostat
Daylighting

Ducts — tight ducts, insulated ducts
Fans (attic, whole-house)

Furnace

Heat fuel choice

Heat pump

Insulation (Roof)

Insulation (Walls)

Windows

Lighting

Water Heater

Whole-house Design

Other (specify:

Don’t Know
Refused

[y Iy Ny Iy Iy Iy Iy Iy Ay Iy Iy Wy

39. Do any of your customers specifically request ENERGY STAR labeled appliances and
equipment? What percentage?

%
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40. In your experience, do homebuyers look to you as their primary source of information on
home energy efficiency? [DO NOT READ]

O VYes
4 No
4 Don’t know/Don’t remember

41. Do you think that Energy Star homes sell faster, about the same, or more slowly than
similar conventional homes?

4 Faster
U About the same
4 Slower

42. Do you think Energy Star homes are less profitable, about the same, or more profitable
than conventional homes?

O Less profit
O About the same
O More profit

43.  We have talked about some of these aspects and now | am going to ask you to rate your
satisfaction with each of the following aspects of the ENERGY STAR homes program.
For each, please rate your satisfaction on a 1 to 5 scale with 5 indicating extremely
satisfied and 1 indicating extremely dissatisfied:

Extremely dissatisfied................. Extremely satisfied
Cost of participation 1 2 3 4 5 DK R
Quiality of marketing support materials 1 2 3 4 5 DK R
Technical training 1 2 3 4 5 DK R
Certification and verification process 1 2 3 4 5 DK R
Ease of participation 1 2 3 4 5 DK R
Level of incentives 1 2 3 4 5 DK R
Responsiveness of program staff 1 2 3 4 5 DK R
Amount of co-op advertising support 1 2 3 4 5 DK R
Amount of paperwork required to participate 1 2 3 4 5 DK R
Market penetration of ENERGY STAR homes 1 2 3 4 5 DK R
The program overall 1 2 3 4 5 DK R
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Firmographic

I have some general questions about your firm.

44, Do you build any homes outside of New Jersey? What percentage all the homes you
build does that represent?

%

45.  What percent of the homes you build are custom-built?
%

46.  What percent of the homes you build are spec?
%

47.  What is the average size of the homes you build?
sq ft (this is just the home)

48.  What is the average selling price of the homes you build?
$ (this is just the home)

Lastly,

49. Do you need anything as far as support, information, or tools to help you in your
participation in the EnergyStar program, to market homes? [or to overcome any barriers
to builder’s participation or, from your perspective, the customer participation]

50. Do you have any other comments about the ENERGY STAR homes program?

Those are all the questions I had. Thank you very much for your time!
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New Jersey ENERGY STAR®
Residential New Construction
Non-Participant Builder Survey

Informed and Uninformed Non-Participants
Partial Participants

Name from list:

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public Utilities
which is conducting a study about energy use and building practices. | would like to speak with
the owner or someone who is knowledgeable about your company’s construction practices.. Is
that person available?

O Auvailable and on phone ........cccccoovieiicieiennn, Continue
O Notavailable...........cccoovieiii e, Code and Terminate

I’d like to ask you a few questions — for most people it takes only a few minutes, but it may take
as long as 15 to 20 minutes. [IF NECESSARY: Your participation will help state officials make
decisions about future energy efficiency programs for consumers. I’m not selling anything. If
you have any questions about this survey or New Jersey Clean Energy programs, you can call:
(XXXX) XXX-XXXX

O Yes - Continue with respondent.............cccccevnee. Continue

O No - New respondent coming to phone............... Reintroduce yourself
U No - Respondent not available ...............cccceeene. Schedule callback

L RefUSEd ... Thank and Terminate

Do you have about 10-15 minutes now, or is there a more convenient time | could call you back?

O Yes— Available NOW.........ccoveeieieiicieeceecee, Continue

O Notavailable ..., Arrange callback

L N e Thank and Terminate
L DON’tKNOW ..o Thank and Terminate
L REfUSEd ... Thank and Terminate
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Screening

1. How many homes do you typically build in NJ each year?
a
2. What percentage of the homes you build are Single family detached
a D0 1ttt If 0%, thank and terminate
3. What percentage of the homes you build are Single family attached (duplex, townhouse,
rowhouse)
a %
4. What percentage of the homes you build are Multifamily homes
%
Awareness
5. Have you ever heard of the New Jersey ENERGY STAR Homes program?
O Yes
L NO e Skip to Q22:
.............................................................................. Conduct Non-participant Survey
U Not sure/Don’t know
6. Has your company participated in the NJ ES Homes Program in the last two years?

NJESP Consumer Survey

U Yes, currently participating (Participant):
.............................................................................. Conduct Participating Builder’s
.............................................................................. Survey — Start at #5

U Yes, in the past but not now (Drop out/partial participant):
.............................................................................. Conduct Non-Participant survey—
.............................................................................. Continue with Q6

U No, knowledgeable about Energy Star, and chose not to participate (Informed Non-
participant):
.............................................................................. Conduct Non-Participant survey--—
.............................................................................. Continue, Skip to Q7.

O No, heard of it but don’t know anything about it. (Non-participant):
.............................................................................. Conduct Non-Participant survey—
.............................................................................. Continue, Skip to Q22

.............................................................................. Conduct Non-Participant survey—
.............................................................................. Continue, Skip to Q22
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7. Why did you decide to drop out of the program? [DO NOT PROMPT; MARK ALL

THAT APPLY]

O Hassle

O No customer demand

O Geographic limits — build in non-smart growth areas

U Too much demand/too busy

O Fireplace door didn’t meet program requirements

QO Customer did not want to build to ENERGY STAR® Home guidelines
O Want to see how they sell first

O Sometimes it's just too time consuming/have deadlines to meet

O Cost, adds to price

O Not really sure what we were getting in to

U Bad experience with prior programs

Q Other (specify: )
O Don't know/unsure

8. Why did you decide not to participate in the program? [DO NOT PROMPT; MARK

ALL THAT APPLY]

O Hassle

O No customer demand

O Geographic limits — build in non-smart growth areas

U Too much demand/too busy

O Fireplace door didn’t meet program requirements

QO Customer did not want to build to ENERGY STAR® Home guidelines
O Want to see how they sell first

O Sometimes it's just too time consuming/have deadlines to meet

U Cost, adds to price

U Not really sure what we were getting in to

U Bad experience with prior programs

Q Other (specify: )
O Don't know/unsure

9. [Ask if Q6 = Yes, in the past but not now] What percentage of the homes you have
built in the last two years meet ENERGY STAR Labeled Homes standards with a HERS
rating of 86 or above?

(. Percent........coovevveiiiieiiee If 100%0, [Confirm non-participation
.............................................................................. in program. If participant, conduct
.............................................................................. Participant Survey]
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U Don't know/unsure

10.  What do you think are the primary benefits of Energy Star Labeled Homes?
NJ Program
11. Have you attended any conferences, seminars or training regarding New Jersey ENERGY
STAR new homes?
U Yes
L NO oo Skip to Q14
12.  Was there anything that particularly interested you about the program?
13.  Was there anything that you particularly disliked about the program?
14.  Overall, how would you rate the effectiveness of the New Jersey ENERGY STAR®
Homes program in promoting energy efficient new construction?
O Very effective
U Somewhat effective
O Neutral
U Somewhat not effective
O Not at all effective
O Don't know/unsure [DO NOT READ]
15.  Why do you rate the effectiveness of the New Jersey ENERGY STAR® Homes program
this way?
16.  What percentage of all new homes in the area where you work would you guess are
Energy Star Homes?
a_ %
17. Do you think that Energy Star homes sell faster, about the same, or more slowly than

similar conventional homes?
4 Faster
O About the same
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4 Slower

18. Do you think Energy Star homes are less profitable, about the same, or more profitable
than conventional homes?

O Less profit
O About the same
U More profit

19.  What do you consider to be the major barriers to home buyers purchasing ENERGY
STAR® Homes? [DO NOT PROMPT; MARK ALL THAT APPLY]

U None
U First costs
U Lack of education and awareness
U Uncertain of participating builders
U Fireplace requirement
U Bad rap when the program first started
U Not living in the home long enough to reap the benefits
Q Other (specify: )
U Don't know/unsure
20. I’m going to list some barriers that may lead to the construction and sale of fewer Energy

Star Homes. Can you rate them for me on a scale from 1-5 (with 1 being not very
significant at all and 5 being very significant),

Not very significant ...............c........ Very significant
Builders make decisions without considering the 1 2 3 4 5 DK R
buyer’s future energy costs
Builders lack information about the benefits of 1 2 3 4 5 DK R
energy efficiency and environmental performance
Builders have limited technical skills to address 1 2 3 4 5 DK R
energy efficiency
Builders do not differentiate between efficient and 1 2 3 4 5 DK R
standard home construction practices.
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21. The New Jersey ENERGY STAR program promotes the Program in several ways. How
successful are these strategies? On a scale from 1-5, with 1 being not at all successful and

5 being very successful, [ROTATE QUESTIONS]

Not at all successful...........covvvvvvveerinnns

Very successful

Incentives to builders 1 2 3

DK

R

Marketing assistance to builders

DK

DK

1 2 3
Technical assistance to builders and contractors 1 2 3
Home Energy Rating and ENERGY STAR 1 2 3

Certification

DK

R
R
R

Support to DCA, RESNET and US EPA

DK

)

-
NN
w

Technical support and training on residential code
updates and implementation

o1 | o1

DK

22, Regarding homebuyers, can you rate the following statements on a scale of 1 to 5 where

1 is strongly agree and 5 is strongly disagree. [ROTATE QUESTIONS]
1. Strongly agree

Somewhat agree

Neither agree nor disagree

Somewhat disagree

. Strongly disagree

Don’t Know

Refused

UoawN

Homebuyers understand the benefits of the ENERGY 1 2 3
STAR label

DK

Homebuyers understand the value of duct testing and 1 2 3
duct sealing

DK

Homebuyers link the ENERGY STAR home label with | 1 2 3
home value

DK

Homebuyers link the ENERGY STAR label with home | 1 2 3
comfort

98

99

Homebuyers link the ENERGY STAR home label with | 1 2 3
higher quality homes

98

99

Homebuyers link the ENERGY STAR home label with | 1 2 3
lower energy bills

98

99

Homebuyers think most new homes are energy efficient | 1 2 3
even if they are not ENERGY STAR certified

98

99

The certification process for ENERGY STAR homes 1 2 3
does not delay home construction or sale

98

99

Homebuyers feel energy efficient homes are hard to find | 1 2 3

98

99
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The higher cost of building an ENERGY STAR home is | 1 2 3 4 5 98
counterbalanced by faster sales time

99

Building Practices

Next | want to ask you about some of your CURRENT practices regarding specific home
features.

Heating and Cooling

The next set of questions refers to high efficiency heating and cooling equipment.

23.  Which of the following types of heating systems do you install in the homes you build?
[READ and CHECK ALL THAT APPLY]

Standard efficiency gas

High efficiency gas with an AFUE 90 or higher

Electric Resistance

Standard Efficiency Heat Pump

High Efficiency Heat Pump with an HSPF of 8.0 or higher
Hot water heating

Gas/oil fired boiler

Wood burning stove

Other (specify: )
Don’t know [DO NOT READ]

Refused

[ WD Iy Iy Ny oy I Ny Ny By

24.  Which of the following types of cooling systems do you install in the homes you build?
[READ and CHECK ALL THAT APPLY]

Standard Efficiency Heat Pump

High Efficiency Heat Pump with SEER 13.0 or higher
Standard Efficiency air conditioner

High efficiency air conditioner with SEER of 13.0 or higher
Room air conditioners

No cooling system

Don’t know [DO NOT READ]

Refused

o000 o
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Lighting

The next set of questions refers to high efficiency lighting. This includes various types of
compact fluorescent light bulbs (CFLs) and dedicated CFL fixtures that use only fluorescent
light bulbs, and any fixtures and lamps with the ENERGY STAR label

25. How do you typically decide on the type of lighting that goes into a home? [DO NOT
READ; PROMPT IF NEEDED]

Buyer has lighting budget, they choose lighting features within the budget

Buyer chooses everything, no preset budget or lighting packages

Builder has different lighting package options, buyer chooses one

Builder installs all standard efficiency fixtures

Builders installs all fixtures but uses CFLs in some or all sockets

Builder gives general instructions, electrician pick specifics

Other (specify: )

o000 0O

26.  Which of the following types of lighting, if any, do you install in the homes you build?
[READ and CHECK ALL THAT APPLY]

O Compact fluorescent light bulbs (CFLS).............. Skip to Q28

Dedicated compact fluorescent fixtures..................... Skip to Q28

Halogen lighting.........cccoovviiieie i Skip to Q28

O T-5’s (long slender fluorescent tubes) ................. Skip to Q28

O T-8’s (long slender fluorescent tubes) ................. Skip to Q28

O T-12’s (long slender fluorescent tubes) ............... Skip to Q28

O None of these

O Other (specify: )
O Don’t know [DO NOT READ]........c.cceevvenenen. Skip to Q28

O RefUSEd ..o Skip to Q28
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27.  Why don’t you install ENERGY STAR lighting in the homes you build? [DO NOT
READ; MARK ALL THAT APPLY]

O Adds too much to home price
O Bulbs burn out
U Can’tfind fixtures
Q Poor light quality / weak light
O Customers don’t request it
O Equipment problems with fixtures
O Energy savings not high enough to justify extra cost
Q Other (specify:
O Don’t know [DO NOT READ]
U Refused
Appliances

The following questions are about appliances.

28.  Which appliances do you install in the homes you build?

O specify:

29.  Areany of these Energy Star labeled appliances?
U ENERGY STAR dishwasher ..........cccccoeiiinininininninns Skip to Q31
U ENERGY STAR refrigerators .........ccccoeeeereninienieninnnnns Skip to Q31
U ENERGY STAR range/oven/cook stove ............ Skip to Q31
U Other (specify ) .Skip to Q31
O None
L DON"EKNOW ..o Skip to Q31
L REUSEA ..o Skip to Q31

30.  Why don’t you install ENERGY STAR appliances in the homes you build? [DO NOT
READ; MARK ALL THAT APPLY]

Poor quality
Adds too much to home price

Can’t find qualifying appliances

Customers don’t request it

Energy savings not high enough to justify extra cost
Other (specify:

Don’t know
Refused

ooooo0o0o0oo
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Windows

The next set of questions relate to high efficiency windows. These are defined as ENERGY
STAR-certified and have a U-value of 0.35 or better.

31.  Which type of windows do you install in the homes you build? [READ 1-3 AND
CHECK ALL THAT APPLY]

High efficiency windows (U-value of .35 or lower)..............

Standard efficiency windows (U-value of .35 or greater)

Both high efficiency and standard efficiency windows

Other (specify: )
Don’t know

Refused

I Wy R Ry Wy W

32.  Generally speaking, would you say that your window suppliers usually recommend using
energy efficient windows? [DO NOT READ, MARK ONE]

Yes, recommend always

Yes, recommend most of the time
Occasionally recommend

Never recommend

Builder decides

Architect specifies

Don’t know

Refused

o000 o

33.  Why don’t you install high efficiency windows in the homes you build? [DO NOT
READ, CHECK ALL THAT APPLY]

Adds too much to home price

Can’t find windows

Poor quality

Customers don’t request it

Energy savings not high enough to justify extra cost

Good double pane windows are as good as Energy Star windows

Other (specify: )
Don’t know

Refused

(I Iy Iy Iy Iy Iy Wy
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Duct Testing and Sealing

34.

35.

36.

Are you familiar with duct tightness testing and duct sealing for ducted heating systems?

Q

a
a

Yes

NO ot Skip to Q38
Don’t Know

Refused

Do you have duct tightness tests performed for the homes you build?

L Y ES e skip to Q38

O No

L SOMEtIMES ..o skip to Q38

Why don’t you have the ducts tested in the homes you build? [DO NOT READ, MARK
ALL THAT APPLY]

L TIME CONSUMING. ...ttt skip to Q38
U Tests inaccurate, do not reflect actual equipment performance............... skip to Q38
Ll TOO EXPENSIVE ...ttt skip to Q38
L NOtWOIth hassle .......cc.oiiiiii s skip to Q38
U Customers do not consider testing valuable.............cccocooiiiiiiiiinnnn. skip to Q38
U Delays in SCheduling teStErS..........ccvviiiirereiees s skip to Q38
O Certified testers not available ... skip to Q38
U Lack of competence among teSTErS .......ccovvveieririnieieeree s skip to Q38
O Don’t KNow Who 10 Call.........ocveieiiiie s skip to Q38
O Not familiar enough with duct teSting ..........ccocvvvieiiiiniieieee skip to Q38
U Ducted systems as installed are tight enough ...........cccceveiiiiiciininnnn. skip to Q38
Q Other (specify: ) ....skip to Q38
L DONTEKNOW ..ottt skip to Q38
L RETUSEA ... skip to Q38
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37.  What do you view as the benefits to the builder, if any, of duct testing? [DO NOT READ,
CHECK ALL THAT APPLY]

Reduced callbacks (liability, warranty issues)

Verification that HVAC done correctly

Verification that ducts do not leak

Catches some problems before customer moves in

No benefit

Other (specify: )
Don’t know

Refused

o000 o0o00p

Firmographics

My last few questions are about your building firm.

38. Do you build any homes outside of New Jersey? What percentage of all the homes you
build does that represent?

%

39.  What proportion of these homes are custom-built (e.g., client or architect drawn)?
a %

40.  What proportion are customized from plans?
a %

41.  What proportion of these homes are spec homes?
a %

42.  What percent of the homes you build are in Smart Growth areas? [IF NECESSARY,
“SMART GROWTH AREAS ARE...DEFINE]

a %
O Don't know/unsure how many are in Smart Growth area
O Never heard of / don’t know what Smart Growth area is

43. [IF Q9 GREATER THAN 0] You said that [% named in Q8 ] of the homes you build
meet ENERGY STAR label requirements. If the NJ ENERGY STAR program had not
existed, what percentage of your new homes constructed during the last 12 months do
you estimate would have met these requirements?

d Best estimate

44.  What is the average size of the homes you build?
Square footage
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45.  What is the average selling price of the homes you build?
$

46.  What is the most effective method you use to promote your homes? [DO NOT READ;
ENTER ONE REPLY]

Newspaper ads

TV/Radio

Real estate ads

Outdoor signs

Model homes

Brochures/sales materials

Internet

Word of mouth/referrals

Other (specify: )

[ Iy Ny Ny Iy Iy Ny

47. My last question: How would you characterize the building industry in general where
you are? Is most construction built to minimum code standards or are they more energy
efficient homes?

Those are all the questions | had. Thank you very much for your time!
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1.

2.

New Jersey ENERGY STAR®
Residential New Construction
Home Energy Raters with Rating Firm

Program Manager: MaGrann, EAM

Name from list:

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

l. Contact Info and Intro

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public
Utilities, which is conducting a study about energy use and building practices in New Jersey. |
would like to speak with [RATER’S NAME]. Is that person available?

O Auvailable and on phone ..., Continue

O Notavailable ..., Code and Terminate
I’d like to ask you a few questions — it may take 10-15 minutes. [IF NECESSARY: Your
participation will help state officials make decisions about future energy efficiency programs for

consumers. I’m not selling anything. If you have any questions about this survey or New Jersey
Clean Energy programs, you can call: (XXXX) XXX-XXXX]

Your name was included in a list of home energy raters who work in New Jersey. First I’d like to
ask about your work.

Marketing

Does (MaGrann/EAM) belong to ? [Mark all that apply]
O Northeast HERS Alliance
O RESNET
O Energy and Environmental Ratings Alliance
O NERA National Energy Rater’s Association
O Other (specify: )

Is (MaGrann/EAM) a certified rating company with the Northeast HERS Alliance?
O Yes
O No
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3. How does (MaGrann/EAM) market their services?

4, The 2005 filing lists utility-specific marketing activities as well as statewide marketing
activities for this program. Do you participate in any marketing activities?

5. What promotional/outreach activities have been the most effective? How do you track their
effectiveness?

6. What promotional/outreach activities have been the least effective?

7. Who usually contacts you to conduct the home energy rating?

8. How much interest in energy ratings is there currently?

9. What changes have you seen in levels of interest in the past two years?

10.  What has influenced those changes?

Trade Allies

11.  What is (MaGrann/EAM) primary function as liaison with marketplace stakeholders?
(description for MaGrann included NJHMFA, NJ DCA Green Homes Office, Office of
Smart Growth, builder associations, major developers).

12.  What are the most important trade ally issues in the program?

13. Did you have any trouble recruiting their help?

14. Were some kinds of trade allies more effective allies than others? Which?
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15. Could (and should) the program be modified to take fuller advantage of trade allies? How so?

Program Goals

16. Do you have specific program goals? What are they?

17. How have the program goals been determined?

18.  Are these the right goals? Are they meaningful and relevant? Should others be added or some
eliminated?

19. Do you believe there should be any changes to how the program goals are determined? [If
yes] What changes do you suggest?

20. In your opinion are the program goals reasonable and achievable? If not, why?

21.  What are some of the greatest challenges faced in meeting the program goals?

Barriers

22.  What are the barriers that prohibit or limit the purchase of Energy Star homes and energy
efficiency measures? [If possible fill in table below]

23.  Looking at the HERS piece of the Energy Star program in general, what do you think is the
most important barrier it was designed to overcome?

24.  What barriers have been most effectively reduced by the Energy Star program and the HERS
component?
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Incentives

25. Do you feel the current incentive levels are appropriate? Why or why not? [If not] How
should they be changed?

26.  What effect did limiting the incentives to Smart Growth areas have on the program? [Probe
for effects on builder’s participation]

e What effect did it have on your HERS home services?

27. Do you think the program will remain viable with that condition? If not, what alternative
program structures are viable?

28. Do you feel the market for ES Homes has been transformed? Do you see a continued need
for incentives?

Indicators
[Note: Have current set of indicators available at interview]
29.  Areyou familiar with the Energy Star performance indicators for residential new

construction? Do you believe the program indicators are appropriate/relevant indicators of
program success

30. Do you feel some items do not belong on the current list of indicators?

31.  Are there some indicators that are missing from the current list that you feel are important?

32.  What do you believe are the primary indicators of program success?

33.  What impact has this program had on the market in general (more awareness, changed
current practice, transformed the market, lowered costs, etc)

34, If the program did not exist, what effect do you think it would have on the market?
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35.  What external factors — other than the program — do you think are causing market share of
program measures/practices to increase or decrease? [Probe for impact of energy costs,
national promotions, federal standards, incremental cost, etc.]

Energy & Building Codes

36. How much influence do you think the Energy Star program has on state and local building
codes?

37. Do you think builders would find it difficult to build all homes to Energy Star standards?

38.  What do you think it would take for Energy Star standards to be adopted as code?

39.  Should codes be changed to increase energy efficiency beyond Energy Star standards?

40.  Are you aware of efforts to establish a statewide energy rating and accreditation system?
O Yes
O No

41. Do you think your company is interested in a statewide energy rating and accreditation
system?
O Yes
Q No (Why not? )

Home buyer interests

42. My next questions are about your experience with home buyers in New Jersey. Please tell me
how much you agree or disagree with each of the following statements. Would you say you .
.. [READ STATEMENTS IN RANDOM ORDER]

1. Strongly disagree
Somewhat disagree
Neither agree nor disagree
Somewhat agree

. Strongly agree

Don’t know [DO NOT READ]
Refused

goa W
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Homebuyers understand the benefits of the ENERGY 1 2 3 4 5 DK
STAR label

Homebuyers understand the value of duct testing and 1 2 3 4 > DK
duct sealing

Homebuyers link the ENERGY STAR home label with | 1 2 3 4 5 DK
home value

Homebuyers link the ENERGY STAR label with home | 1 2 3 4 5 DK
comfort

Homebuyers link the ENERGY STAR home label with 1 2 3 4 5 DK
higher quality homes

Homebuyers link the ENERGY STAR home label with 1 2 3 4 5 DK
lower energy bills

Homebuyers think most new homes are energy efficient 1 2 3 4 5 DK
even if they are not ENERGY STAR certified

The certification process for ENERGY STAR homes 1 2 3 4 5 DK
does not delay home construction or sale

Homebuyers feel energy efficient homes are hard to find | 1 2 3 4 5 DK
The higher cost of building an ENERGY STAR homeis | 1 2 3 4 5 DK
counterbalanced by faster sales time

How would you rate the sales potential of ENERGY STAR homes? Do you think they sell
faster, about the same, or more slowly than conventional homes?

O Faster
O About the same
O Slower

How would you rate the profit potential of ENERGY STAR homes? Do you think there is
less profit, about the same, or more profit than conventional homes?

O Less profit
U About the same
U More profit

What kinds of questions do homebuyers typically ask you?

Do you make suggestions for improvements to the home?
O Yes (specify:

4 No
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47. How often do you produce an Energy Mortgage Report?
% of homes rated ..........cccceveevvnnenne. If 0%, skip to Q31

48. Do you voluntarily offer it or does the buyer ask for it?
Q Voluntarily offer it
O Homebuyer asks for it
O Mix of both

Satisfaction

49. Now I’d like you to rate your satisfaction with each of the following aspects of the ENERGY
STAR homes program. For each, please rate your satisfaction on a 1 to 5 scale with 5
indicating extremely satisfied and 1 indicating extremely dissatisfied: [READ
STATEMENTS IN RANDOM ORDER]

1. Extremely dissatisfied
Somewhat dissatisfied

Neither satisfied nor dissatisfied
Somewhat satisfied

. Extremely satisfied

98. Don’t know [DO NOT READ]
99. Refused

goa N

Cost of participation

Quality of marketing support materials

Technical training

Certification and verification process

Ease of participation

Level of incentives

Responsiveness of program staff

Amount of co-op advertising support

Amount of paperwork required to participate

A R
N[RN[R NN N
wWlwwwlwlw|w|w|w|w
B N N R N NI RIS
glaja|o|a|a|o|oi|jo|o
O|0|0|0|0|0|0|0|0|0
pulpelslblplpelslulielipe)

Market penetration of Energy Star homes

FINALLY 1I’d like to ask some general questions:

50.  What single aspect of the ENERGY STAR homes program have you found most helpful?

51.  And what single aspect of the program have you found least helpful?

52. Do you have any final comments about the ENERGY STAR homes program?

NJESH Program Surveys 62



Those are all the questions | had. Thank you very much for you
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New Jersey ENERGY STAR®
Residential New Construction

Independent Home Energy Raters

Name from list;

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

l. Contact Info and Intro

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public
Utilities, which is conducting a study about energy use and building practices in New Jersey. |
would like to speak with [RATER’S NAME]. Is that person available?

O Auvailable and on phone ........ccccoevvieiieieiien, Continue

O Notavailable ..., Code and Terminate

I’d like to ask you a few questions — it may take 10-15 minutes. [IF NECESSARY: Your
participation will help state officials make decisions about future energy efficiency programs for
consumers. I’m not selling anything. If you have any questions about this survey or New Jersey
Clean Energy programs, you can call: (XXXX) XXX-XXXX]

Your name was included in a list of home energy raters who work in New Jersey. First I’d like to
ask about your work.

Firmographic

1. When did you become a HERS rater?

2. How did you become interested in becoming a HERS home energy rater?

3. For how many homes would you say you’ve completed ratings altogether?
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4, For how many homes would you say you’ve completed ratings in the last 12 months?
5. For how many homes would you say you’ve completed ratings in the last 24 months?
6. Where do you do most of the HERS work?
7. Are any homes located in the non-Smart Growth areas?
O Yes (specify: how many/what %: )
O No
8. What were the differences between the homes rated in the non-SG area compared to
those in the SG area?
9. What proportion of your work is HERS rating?
a D0 e If 100%, skip to Q11
10. Do you do other work in addition to HERS ratings? [Probe: Do you provide other
inspection or consulting services at the home?]
11.  What do you feel the value is of a HERS rating?
Marketing
12.  What rating organizations do you belong to? [Mark all that apply]
U Northeast HERS Alliance .........ccccoeveevvveiieecneeee. Do not ask Q13, include Q14
O RESNET
O Energy and Environmental Ratings Alliance
O NERA National Energy Rater’s Association
O Other (specify: )
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13.

14.

15.

16.

17.

18.

19.

20.

21.

22,

Have you heard of the Northeast HERS Alliance?

U Yes

L N Skip to Q16
Are you a certified rater with the Northeast HERS Alliance?

U Yes

L N Skip to Q16

How did you become a NE HERS Alliance home energy rater?
U HERS rater training class

U Challenge test

U Reciprocity with an accredited HERS member organization

Are you familiar with the Office of Clean Energy?
U Yes
U No

Are you aware of efforts to establish a statewide energy rating and accreditation system?
U Yes
U No

Are you interested in a statewide energy rating and accreditation system?
U Yes
Q No (Why not? )

How do you market your services?

Who usually contacts you to conduct the home energy rating?

How much interest in energy ratings is there currently?

What changes have you seen in levels of interest in the past two years?
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23. Is there anything the NE Alliance, RESNET, or other networks could do to assist you in

marketing your services?

Home buyer interests

24, My next questions are about your experience with home buyers in New Jersey. Please tell

me how much you agree or disagree with each of the following statements. Would you
say you . .. [READ STATEMENTS IN RANDOM ORDER]

Strongly disagree
Somewhat disagree
Neither agree nor disagree
Somewhat agree

. Strongly agree

Don’t know [DO NOT READ]
Refused

o s wnh e

Homebuyers understand the benefits of the ENERGY
STAR label

DK

Homebuyers understand the value of duct testing and
duct sealing

DK

Homebuyers link the ENERGY STAR home label with
home value

DK

Homebuyers link the ENERGY STAR label with home
comfort

DK

Homebuyers link the ENERGY STAR home label with
higher quality homes

DK

Homebuyers link the ENERGY STAR home label with
lower energy bills

DK

Homebuyers think most new homes are energy efficient
even if they are not ENERGY STAR certified

DK

The certification process for ENERGY STAR homes
does not delay home construction or sale

DK

Homebuyers feel energy efficient homes are hard to find

DK

The higher cost of building an ENERGY STAR home is
counterbalanced by faster sales time

DK

NJESH Program Surveys

71




25. How would you rate the sales potential of ENERGY STAR homes? Do you think they
sell faster, about the same, or more slowly than conventional homes?
U Faster
O About the same
O Slower
26. How would you rate the profit potential of ENERGY STAR homes? Do you think there
is less profit, about the same, or more profit than conventional homes?
U Less profit
O About the same
U More profit
27.  What kinds of questions do homebuyers typically ask you?
28. Do you make suggestions for improvements to the home?
Q Yes (specify: )
O No
29. How often do you produce an Energy Mortgage Report?
% of homes rated .........cccocevererinnnnne If 0%, skip to Q31
30. Do you voluntarily offer it or does the buyer ask for it?
Q Voluntarily offer it
O Homebuyer asks for it
O Mix of both
Technical Aspects of HERS Rating
Now | have some questions about HERS training and conducting the rating.
31. How much time does it take to complete the full rating?
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32.

33.

34.

35.

What materials (if any) do you leave at the site. [DO NOT READ, CHECK ALL THAT
APPLY]

O None

O Rating

O Energy efficiency/ENERGY STAR materials

Q Other (specify: )

Where did you receive your HERS training?

Is there any aspect of the requirements to become a rater that you feel needs to be
changed? Why?

Is there any aspect of the standards of practice that you feel needs to be changed? Why?

Satisfaction

36.

Now I’d like you to rate your satisfaction with each of the following aspects of the
ENERGY STAR homes program. For each, please rate your satisfaction on a 1 to 5 scale
with 5 indicating extremely satisfied and 1 indicating extremely dissatisfied: [READ
STATEMENTS IN RANDOM ORDER]

1. Extremely dissatisfied
Somewhat dissatisfied

Neither satisfied nor dissatisfied
Somewhat satisfied

. Extremely satisfied

98. Don’t know [DO NOT READ]
99. Refused

gawN

Cost of participation

Quality of marketing support materials

Technical training

Certification and verification process

Ease of participation

Level of incentives

Responsiveness of program staff

Amount of co-op advertising support

Amount of paperwork required to participate

Market penetration of Energy Star homes

I I
N(N(NN NN NN N
wWlwlwlwlw(w|w|w|w|w
N R R R e N
gja|a|o|aja|o|oi|fo|o
0O|0|0|0|0|0|0|0(0|0
(0|0 |70|W|O|0|D|AD|0
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FINALLY I’d like to ask some general questions:

37.  What single aspect of the ENERGY STAR homes program have you found most helpful?

38.  And what single aspect of the program have you found least helpful?

39. Do you have any final comments about the ENERGY STAR homes program?

Those are all the questions | had. Thank you very much for your time!
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New Jersey ENERGY STAR®
Residential New Construction
Home Energy Raters with Rating Firm

Vice President Field Operations: MaGrann, EAM

Name from list:

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

l. Contact Info and Intro

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public
Utilities, which is conducting a study about energy use and building practices in New Jersey. |
would like to speak with [RATER’S NAME]. Is that person available?

U Available and on phone ........ccccoeiiiiiiiiiinnen, Continue
 Notavailable...........ccoeeviiiiiii e, Code and Terminate

I’d like to ask you a few questions — it may take 10-15 minutes. [IF NECESSARY: Your
participation will help state officials make decisions about future energy efficiency programs for
consumers. I’m not selling anything. If you have any questions about this survey or New Jersey
Clean Energy programs, you can call: (XXXX) XXX-XXXX]

Your name was included in a list of home energy raters who work in New Jersey. First I’d like to
ask about your work.
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VP Operations

10.

11.

12.

13.

MaGrann The chart that Ben Adams sent to me shows there are 5 certified HERS raters
in your company, and another 9 technical reps and 7 technical analysts. These people
aren’t certified HERS raters. It looks like there are 2 parts to the certification. The first
works with the Specification Submittal forms (including plan take-offs?) and the second
is the actual field inspection where the inspection report is completed. Is that right? Could
you summarize the process for me?

In the last 12 months have you hired and trained additional staff to conduct the ratings?
For how many homes would you say you’ve completed ratings in the last 12 months?
For how many homes would you say you’ve completed ratings in the last 24 months?
For how many homes would you say you’ve completed ratings altogether?

I will need to know the number of homes certified, by type, in the last 12 months and in
the 12 months preceding. Is that a query you can run with your database?

Where does (MaGrann/EAM) do most of the HERS work?

Are any rated homes located outside of the Smart Growth areas?
O Yes (specify: how many/what %: ..........cccccvne... )
U No

What were the differences between the homes rated in the non-SG area compared to
those in the SG area?

How much interest in energy ratings is there currently?

What changes have you seen in levels of interest in the past two years? Has the demand
for raters increased or decreased?

What has influenced those changes?

Would you say the number of participating builders involved in the last 12 months has
Increased, decreased or stayed the same?
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14, Do you know how often an Energy Mortgage Report is produced?
% of homes rated ..........cccceveevvnnenne. If 0%, skip to Q31
15. Do you voluntarily offer it or does the buyer ask for it?
U Voluntarily offer it
U Homebuyer asks for it
U Mix of both
16.  Could you please describe (MaGrann/EAM) relationship with utility clients and the
Office of Clean Energy?
17.  Are there other entities you report to?
18. How many utility clients does (MaGrann/EAM) serve?
Database
19.  The description for your position notes that you maintain the program tracking database,
is that right?
20.  What type of tracking database is used? (Probe for software system)
21.  What are strengths of the current program tracking?
22.  What are the weaknesses/areas for improvement of the current program tracking?
Budgets
23.  Areyou also in charge of budget reporting and projections?
24, Do you think your budget for Energy Star adequate to cover the need and interest in

Energy Star homes?

Satisfaction

25.

Now I’d like you to rate your satisfaction with each of the following aspects of the
ENERGY STAR homes program. For each, please rate your satisfaction on a 1 to 5 scale
with 5 indicating extremely satisfied and 1 indicating extremely dissatisfied: [READ
STATEMENTS IN RANDOM ORDER]

1. Extremely dissatisfied
2. Somewhat dissatisfied
3. Neither satisfied nor dissatisfied
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4. Somewhat satisfied

5. Extremely satisfied

98. Don’t know [DO NOT READ]
99. Refused

Cost of participation

Quality of marketing support materials

Technical training

Certification and verification process

Ease of participation

Level of incentives

Responsiveness of program staff

Amount of co-op advertising support

Amount of paperwork required to participate

I R R
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Market penetration of Energy Star homes

FINALLY I’d like to ask some general questions:

26.  What single aspect of the ENERGY STAR homes program have you found most helpful
to your work with the HERS ratings?

27.  And what single aspect of the program have you found least helpful?

28. Do you have any final comments about the ENERGY STAR homes program?

Those are all the questions | had. Thank you very much for you
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NJ ENERGY STAR® PRODUCTS PROGRAM
CONSUMER TELEPHONE SURVEY

l. Contact Info and Intro

Name from list;

Respondent name (if different):

Respondent phone from list:

Interview date: Interviewer initials:

Hello, my name is , and I’'m calling on behalf of the New Jersey Board of Public Utilities
is conducting a study about appliance purchases and energy use in New Jersey. I’d like to ask
you a few questions — for most people it takes only one or two minutes, but it may take as long as
15 to 20 minutes. [IF NECESSARY:: Your participation will help state officials make decisions
about future energy efficiency programs for consumers. I’m not selling anything. If you have any
questions about this survey or New Jersey Clean Energy programs, you can call: Michael
Ambrosio 732-296-0770.

1. Respondent interested ..........ccoeveivieiieiecie e Continue
2. RETUSEA ..ot Code and Terminate
li. First, I want to verify that you are over 18 years old.
L Y S ittt Continue
2. Nt Ask to speak with
someone over 18, and
begin again
lii. | also need to know if the house where | have reached you is where you yourself live and
if this is a permanent or a seasonal residence.
1. Yes, permanent reSIdence ........cccocceveeienieeieenesee e Continue
2. Yes, 5easonal reSIdeNCe .........cccevieieiieneeie e Continue
3. NO, dON’t HIVE NBIE ..o Ask to speak to

appropriate person,
and begin again
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11. Please tell me if you have been shopping for any of the following appliances or lighting
products, for use in the home where you are now, in the past 24 months. Have you
shopped fora ... [CHECK ALL THAT APPLY]

1. Refrigerator

Clothes washer

Room air conditioner

Light Fixture

Light bulbs

Thermostats

Windows

Central Heating and/or cooling system
98 None of these

99. Don’t know

0 N o gk wN

12. In the past two years, have you actually purchased any of these brand new products, or
has someone — such as a contractor or landlord — purchased them for your use in the
home where you are now? Have you purchased a... [CHECK ALL THAT APPLY]

1. Refrigerator

Clothes washer

Room air conditioner

Light Fixture

Light bulbs

Thermostats

Windows

Central Heating and/or cooling system
98 None of these

99. Don’t know

[GET QUOTA OF 100 WHERE 12=98 OR 99]

0 N o gk wN

13. The Energy Guide is a large, yellow label that gives the average energy used by an
appliance in one year in dollars. It shows how a particular model compares to the models
that use the greatest and smallest amounts of energy in its category. Have you seen or
heard of such a label before now?

1. Yes
2. No
98. Not sure/Don’t know
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Have you ever seen or heard of the ENERGY STAR [emphasize “STAR’] label?
L Y S e s Skip to 16

2. No

98. Not sure/Don’t know

The ENERGY STAR label has the word “energy” followed by a five-pointed star under a
dome or half-circle. Some labels also show the continents and the oceans of the earth in a
half circle. ENERGY STAR labels are used by the Environmental Protection Agency
(EPA) and the Department of Energy to identify and label highly energy-efficient
appliances for consumers. They may appear on some appliances and products; retail
stores may also post them at entrances and other locations; they may also appear on the
yellow Energy Guide label. Had you seen or heard of such a label before now?

1. Yes
2. NO s Skip to 19
98. NOt SUre/DON’t KNOW .....cocuiiiiiiiiiiieie e Skip to 19

What does the ENERGY STAR label mean to you? [DO NOT READ RESPONSES;
CHECK ALL THAT APPLY]

1. Save money on operation
Energy efficient/savings
Energy conservation
Savings (not linked to operation)
Environmental benefits
Energy/environmental product standards
Energy [no link to efficiency]
Environment [no link to benefit]
Product standards [no environmental link]

. Electricity

. Quality

. Government backing

. Confuses with Energy Guide

. Mentions specific products

. Save money on purchase

. Other (specify:

© ©® N ks W

e e I o el =
o Ul WN RO
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. Don’t know/No response
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110.

111.

Do you remember seeing or hearing any advertisements or information about ENERGY
STAR or energy-efficiency in general over the past year?

1. Yes, saw or heard ENERGY STAR advertisements or information

2. Yes, saw or heard energy-efficiency advertisements or information only

3. NO...oooeoi e viiiiiiiiiei i e en .o 22 SKIP tO Next appropriate module
98. Don’tknow ..................oeevueen........SKip to next appropriate module

Can you tell me where you saw or heard the advertisements or information? [DO NOT
READ; PROBE; CHECK ALL THAT APPLY]

1. TVad

TV news feature story

Radio ad

Radio public service announcement

Retail store sign and informational materials

Newspaper or magazine ad

Newspaper insert

Billboard

. A utility mailing or bill insert

10. An Internet site

11. Yellow Energy Guide label

12. Other (specify: ) T
98. DON'EKNOW ...ttt

© o N s W

Are you familiar with any of the New Jersey Clean Energy Programs?
1. Yes

2. N s Skip to next
appropriate module

Which ones? [DO NOT READ LIST; ENTER ALL THAT APPLY]

1. Residential Electric and Gas HVAC Program

2. Residential New Construction (ENERGY STAR HOMES) Program
3. Home Energy Analysis

4. ENERGY STAR Products Program

5. Other (specify:

98. Don’t know/Not sure

Have you participated in any of the New Jersey Clean Energy Programs?
1. Yes

2. N e Skip to next
appropriate module
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112.  Which ones? [DO NOT READ LIST; ENTER ALL THAT APPLY]

1. Residential Electric and Gas HVAC Program ...........cccccceveeneene. Skip to next
appropriate module

2. Residential New Construction (ENERGY STAR HOMES) Program

3. Home Energy ANalYSIS .......cccecviieiiieiieie e e Skip to Q16

4. ENERGY STAR Products Program ..........ccccccevveresveesivereeseennns Skip to next
appropriate module

5. Other (specify:

98. Don’t know/Not sure

113.  [IF Q12 = 2] Are you currently living in an ENERGY STAR-labeled home?
6. Yes

T N s Skip to next
appropriate module

113.  How long have you lived in the home (in months)?
1. months

114.  Were you the first resident to live in this home (was the home new when you purchased
it)?
2. Yes

3 N D s Skip to next
appropriate module

[IF 114=1, RECORD NAME AND NUMBER TO ENSURE THEY ARE NOT ALSO
CONTACTED FOR THE NEW HOME SURVEY; THANKS

Name: Number:

115.  How influential was the ENERGY STAR label in selecting your new home?
1. Very influential
2. Somewhat influential
3. Neutral
4. Not very influential
5. Not at all influential
98. Don’t know

[SKIP TO NEXT APPROPRIATE MODULE]
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116.

117.

118.

119.

120.

How did you become aware of the availability of the Home Energy Analysis program?
[DO NOT READ LIST; ENTER ALL THAT APPLY]

6. Clean Energy program website (njcleanenergy.org)
7. Utility website

8. Friend or family member recommended

9. Contractor recommended

10. Utility bill insert

11. Other (specify:

98. Don’t know

How easy or difficult was the Home Energy Analysis program to complete?
. Very easy

Somewhat easy

Neither easy nor difficult

Somewhat difficult

. Very difficult

98. Don’t know

HAPwbhdE e

How useful was the information you obtained from participating in the Home Energy
Analysis program?

Lo VEry USETUL....ooeieee e Skip to 120
2. SOMeWhat USETUL.........coiiiie e Skip to 120
3 INEULIAL .. Skip to 120

4. Not very useful
5. Not at all useful
98. DON"E KNOW ...ttt Skip to 120

Why do you rate Home Energy Analysis program this way?

Did you adopt any of the recommendations from the Home Energy Analysis program?
6. Yes

A o SRRSO Skip to next
appropriate module
98. DON’T KNOW ...ttt Skip to next

appropriate module
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121.

CW.

CWwi1.

Cwa2.

What recommendations did you take?

[IF 12=98 OR 99 SKIP TO DE1]

[EACH RESPONDENT GETS NO MORE THAN TWO MODULES FROM AMONG
THE APPLIANCES AND LIGHTING FIXTURES]

ASSIGNMENT PRIORITIES AND GOALS:

CENTRAL HEATING SYSTEM: 75

CENTRAL COOLING SYSTEM: 75

WINDOWS: 100

CLOTHESWASHERS: 200

REFRIGERATORS: 200

ROOM AIR CONDITIONERS: 100

LIGHTING FIXTURES: 100

THERMOSTATS: 100

[BULBS MODULE CAN GET ASKED AS 3"° MODULE, QUOTA OF 200]

Clothes Washer Purchasers

(If 12 = “Clothes washer”)

Now I would like to ask a few questions about your new clothes washer. Was it
purchased by you, your landlord, a remodeling contractor, or a new home builder?

1. Respondent or member of household ..., Skip to CW3
2. Landlord

3. Remodeling contractor

4. New home builder

5. Other (specify: ) FETT Skip to CW3
98. Don’t know

Was the specific clothes washer model selected by you or by the landlord, contractor or
builder?

1. By me/us

2. By the landlord, contractor or builder............cccccoovevieieiieiienn, Skip to CW26
3. Joint decision (e.g., contractor/builder offered choices and we selected one)
98. DON’E KNOW ...ttt Skip to CW26
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CWa3. What method did you use to buy your clothes washer? Was it . . . [READ 1-4 —
ROTATING THE ORDER WITH EACH SURVEY - THEN READ 5]

1. Through a catalog ......cccccoceviiiieiiiieceee e Skip to CW5
2. OVerthe INtErNet ........cccveov i Skip to CW5
3. Over the telephone ... Skip to CW5
4. At aretail store

5. Or some other way? (specify: )......Skip to CW5
98. DON’EKNOW ..ttt Skip to CW5

CW4. In what city and state is the store located?

City/Town: State:

CW5. And what is the name of the store?

Store: skip to CW7
98. Don’t remember

CW6. Was it Sears, Home Depot, Best Buy, Lowe’s, or PC Richard?

B, SBAIS .oveiiteeie et et sttt e e e e re s Skip to CW8
7. HOME DEPOL ..ottt Skip to CW8
8. BESEBUY .o Skip to CW8
0. LOWE’S ittt ettt re et naere s Skip to CW8
10. PC RICNAI ......ccveieciesieee e Skip to CW8

11. None of these
98. Don’t know

CW?7. Which of the following types of stores would you say it was? [READ 1-5 IN
ROTATING ORDER, THEN 6; CHECK ALL THAT APPLY]

1. Appliance store
Furniture or home furnishings store
Department store or discount department store
Hardware store

Home improvement store

. Other type of store (specify:

o ok~

98. Don’t know

CWS8. Please tell me what features were important to you in selecting your clothes washer. [DO
NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

1. Quality; good brand name
2. Price

NJESP Program Surveys 9



3. Cost to operate

4. Energy efficiency; something that does not use a lot of electricity; something that
does not cost a lot to operate

5. Energy efficiency; something that does not use a lot of water; something that does not

cost a lot to operate
6. Special features (specify:

7. Other (specify:

CW9. Where did you look for product information to decide which clothes washer to buy? [DO

NOT READ RESPONSES; MULTIPLE RESPONSE]
1. Looked at newspaper circulars or other retailer catalogs............. ASK CW10

Looked 0N the INTEINET ......coi it ASK CW11 - CW12

2.
3. Called retailers on the phone
4

Y 1 (=0 S (0] (1RSSR [If 14=1 or I5=1, ASK
CW13 - CW18; Else
Ask CW15 - CW18]

5. Looked at Consumer Reports
6. Other (specify:

98. Don’t know

[IF 1,2, AND 4 ARE NOT CHECKED AND (14 =1 OR 15 = 1), SKIP TO CW19;
ELSE IF 1, 2, AND 4 ARE NOT CHECKED, SKIP TO CW24]

CW10. [IF CW9 #1 is checked AND (14 =1 OR I5 = 1)] Did the circulars or catalogs display the

ENERGY STAR label on any clothes washer models?
1. Yes

2. Some did

3. No

98. Don’t know

NJESP Program Surveys
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CW1L1.[IF CW9 #2 IS CHECKED] What kind of Internet sites did you look at? That is, who was
the sponsor or what was the name of the site? [DO NOT READ; MULTIPLE
RESPONSE]

1. Retail store sites — e.g., Sears.com, HomeDepot.com, Lowes.com
Consumer sites — e.g., ConsumerReports.org

EnergyStar.gov

www.cleanenergy.com

Other government websites

Manufacturers’ sites

Utility or electric company sites

. Other (specify:

0 N o gk wN

98. Don’t know

CW12.[IF CW9 #2 IS CHECKED AND (14 = 1 OR I5 = 1)] Did the Internet site display the
ENERGY STAR logo on any clothes washer models?

1. Yes

2. Some did
3. No

98. Don’t know

CW13.[IF CW9 #4 IS CHECKED AND (14 =1 OR 15 = 1)] Did the salespersons at the retailers
you visited talk about specific clothes washer models being ENERGY STAR labeled?

1. Yes

2. Some did

K TR o OSSR Skip to CW15
ISR I T i 0 (0 SR Skip to CW15

CW14. Did the salesperson(s) bring up the topic of ENERGY STAR, or did they talk about
ENERGY STAR only after you specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know
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CW15. Did the salespersons at the retailers you visited discuss the amount of energy different
clothes washers use or the cost to operate them?

1. Yes
2. Some did
Bt N e If(14=10R15=1),
skip to CW19;
Else Skip to CW24
98. DON’T KNOW ..ottt If(14=10R15=1),
skip to CW19;
Else Skip to CW24

CW16. Did the salesperson(s) bring up the topic of the amount of energy different clothes
washers use or the cost to operate them, or did they talk about it only after you
specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Both

98. Don’t know

CW17. What did the salespersons you visited say about the energy use or operating costs of
clothes washers? ? [DO NOT READ RESPONSES; PROBE; RECORD ALL THAT

APPLY]

1. Encouraged purchase of ENERGY STAR clothes washer

2. Encouraged purchase of high efficiency clothes washer

3. Discouraged purchase of ENERGY STAR or high efficiency clothes washer
4. Said everything on the market is high efficiency

5. Said the unit recommended for other reasons was also high efficiency

6. Explained the efficiency levels

7. Explained about ENERGY STAR label

8. Other (specify:

98. Don’t remember

CW18. [IF CW17=3 THEN ASK] Why was the purchase of an ENERGY STAR or high
efficiency model discouraged?

NJESP Program Surveys
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CWI19.[IF(14=10R I5=1)] [IF (14 <> 1 OR I5 <> 1) go to CW24] Did the clothes washer you
bought have an ENERGY STAR label on it or on the packaging or instructions?

1. Yes
22 o SRS Skip to CW22
98. DON"E KNOW ...ttt Skip to CW22

CW?20. How influential was the ENERGY STAR label in your decision to purchase the clothes

washer you did? Would you say it was ... [READ LIST]?

1.
2.
3.
4.
5.

Not at all influential
Slightly influential
Somewhat influential
Very influential
Extremely influential

98. Don’t know [DO NOT READ]

CW21. Why did you buy a clothes washer with an ENERGY STAR label? [MULTIPLE
RESPONSE; PROBE]

1.

o0 W

8.

CW?22.Did any of the clothes washers you considered buying have an ENERGY STAR label?
1.
2.

USES 1€SS BNEIQY ...cvviieeiiciie et Skip to CW24
Reduces the amount of Water USE..........ccccveveveereerieiieseese e Skip to CW24
IS 10 - ST Skip to CW24
USES 1€SS UELEIgENT......eevieieceee e Skip to CW24
Shortens time to dry each load/reduced spin cycle...................... Skip to CW24
Reduced wear and tear on clothes
(because of the removal of the agitator) .........ccccceeeviinnieeiene. Skip to CW24
To qualify for an incentive or utility rebate (specify source: )

Skip to CW24
Other reason (Specify: ) ST Skip to CW24

Yes
No

98. Don’t know

CW23. Why did you select a clothes washer without an ENERGY STAR label?

1.

oo wN

Too expensive
Couldn’t find one with the features | wanted

Wasn’t sure what the label meant

Just wasn’t a consideration

The ENERGY STAR label has negative connotations for me
Other (specify:

NJESP Program Surveys
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CW24. Did you also buy a clothes dryer when you bought your clothes washer?

1. Yes
2. NO s Skip to CW26
98. DON"EKNOW ..ottt et Skip to CW26

CW25. Did your clothes dryer purchase influence your decision to purchase a particular clothes
washer model?

1. Yes
2. No
98. Don’t know

CW?26. Where is the door you put the clothes through on your new clothes washer; on top or on
the front panel, similar to the door on a clothes dryer?

1. Top

2. FIONT.. s Skip to Next
Appropriate Module

98. Don’t know

CW?27. The most important information we need for this study is the brand name and model
number of your new clothes washer. This information will enable us to look up the unit’s
efficiency information in industry directories. First, can you tell me the make and brand
name of your new clothes washer? This should be on the front of the machine or on the
control panel.

[IN THE TABLE BELOW, THE NAMES IN PARENTHESES ARE BRAND NAMES
THAT THE MANUFACTURERS HAVE ATTACHED TO SOME QUALIFIED
MACHINES. THESE ARE PROVIDED BECAUSE YOU MAY HEAR THESE
NAMES, BUT THIS DOES NOT COMPLETELY DESCRIBE ALL QUALIFIED
MODELS! IT IS IMPORTANT TO ASK FOR THE MODEL NUMBER AS WELL!]
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Admiral

Kitchen Aid (Ensemble Superba)

Amana LG Electronics (Tromm (front controls) / Tromm (rear
controls))

Ariston Malber

Asko Maytag (Atlantis / Neptune / Neptune TL / Neptune
Stack)

Avanti Miele (Touchtronic Series / Novotronic / Super
Novotronic)

Bosch (Axxis / Axxis+ / Essence / Nexxt / Nexxt Premium / | Quietline

Nexxt Premium Platinum / DLX))

Danby Designer Samsung

Equator Siemens

Eurotech Simplicity

Fisher & Paykel (Ecosmart / Intuitive) Speed Queen

Frigidaire Splendide

General Electric (Harmony) Staber

Gibson Summit

Imperial Thor (Softline)

Kenmore (Elite Calypso / HE3 / HE3t / HEAt)

Whirlpool (Calypso / Duet / Duet HT / Resource Saver /
Ultimate Care)

Other

1. Refused to look
99. Looked, but could not find

CW?28. And can you tell me the model number of the washer? It may be on the front of the
machine, but it’s more likely to be just over the top of the control panel.

1. Model #

98. Refused to look
2. Looked, but could not find

RF. Refrigerator Purchasers

(If 12 = “Refrigerator”)

RF1.

Now I would like to ask you a few questions about your new refrigerator. Was it

purchased by you, a remodeling contractor, a new home builder, or the landlord?

Respondent or member of household
Landlord

Remodeling contractor

New home builder

. Other (specify:

o s~ wbh e

........................................ Skip to RF3

).....Skip to RF3

98. Don’t know
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RF2.

RF3.

RF4.

RF5.

RF6.

Was the specific refrigerator model selected by you or by the landlord, contractor or

builder?

1. Respondent

2. Landlord, contractor or builder ..........cccccvevviieiveie e Skip to RF24

3. Joint decision (for example, contractor/builder offered choices from which you
selected)

98. DON"E KNOW ...ttt e Skip to RF24

What method did you use to buy your refrigerator? Was it . . . [READ 1-4 — ROTATING
THE ORDER WITH EACH SURVEY - THEN READ 5]

1. Through acatalog .....c.cccceeviiieiiiiece e Skip to RF5
2. OVerthe INternet ........cccveiv e Skip to RF5
3. Over the telephone ... vieiiici e Skip to RF5
4. At aretail store

5. Or some other way? (specify: ) .....Skip to RF5
98. DON"L KNOW ...ttt Skip to RF5

In what city and state is the store located?

City/Town: State:

And what is the name of the store?

Store:

98. Don’t remember

Was it Sears, Home Depot, Best Buy, Lowe’s, or PC Richard?

SR A o

SBAIS .veieieiie ettt re e Skip to CW8
HOME DEPOL ..ot Skip to CW8
BESE BUY .ot Skip to CW8
LLOWE’S <ottt nn Skip to CW8
PC RICNAI. ..ot Skip to CW8

None of these

98. Don’t know

NJESP Program Surveys
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RF7.  Which of the following types of stores would you say it was? [RANDOMIZE AND
READ 1-5, THEN 9; CHECK ALL THAT APPLY]

1. Appliance store
Furniture or home furnishings store
Department store or discount department store
Hardware store

Home improvement store
Other type of store (specify:

o gk w

98 Don’t know

RF8. Please tell me what features were important to you in selecting your refrigerator. [DO
NOT READ; PROBE; CHECK ALL THAT APPLY]

1. Quality; good brand name

Size; needed something to fit space

Price

Cost to operate

Energy efficiency; something that does not use a lot of electricity
Special features (specify:

No gk e

Other (specify:

RF9. Where did you look for product information to decide which refrigerator to buy? [DO
NOT READ; PROBE; CHECK ALL THAT APPLY]

1. Looked at newspaper circulars or other retailer catalogs............. Ask RF9

2. Looked on the INErNet ........ccoeeiiiiiiiiieee e Ask RF10 - RF11
3. Called retailers on the phone

4. VISITEA STOTES ..ottt If 14=1 or 15=1, Ask

RF13 — RF18; Else
Ask RF15 — RF18]

5. Looked at Consumer Reports
6. Other (specify:

98. Don’t know

[IF 1,2, AND 4 ARE NOT CHECKED AND (14 =1 OR I5 =1), SKIP TO RF19;
ELSE IF 1, 2, AND 4 ARE NOT CHECKED, SKIP TO RF24]

RF10. [IF RF9 #1 IS CHECKED AND (14 =1 OR I5 = 1)] Did the circulars or catalogs display

the ENERGY STAR label on any refrigerator models?
1. Yes, all of them

2. Yes, some of them

3. No, none of them

98. Don’t know
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RF11. [IF RF9 #2 IS CHECKED] What kind of Internet sites did you look at? That is, who was
the sponsor or what was the name of the site? [DO NOT READ; PROBE; CHECK ALL
THAT APPLY]

1. Retail store sites — e.g., Sears.com, HomeDepot.com, Lowes.com
Consumer sites — e.g., ConsumerReports.org

EnergyStar.gov

njcleanenergy.com

Other government websites

Manufacturers’ sites

Utility or electric company sites

. Other (specify:

0 N o gk wN

98. Don’t know

RF12. [IF RF9 #2 IS CHECKED AND (14 = 1 OR I5 = 1)] Did the Internet sites display the
ENERGY STAR logo on any refrigerator models?

1. Yes, all of them

2. Yes, some of them
3. No, none of them
98. Don’t know

RF13. [IF RF9 #4 IS CHECKED AND (14 = 1 OR I5 = 1)] Did the retailers you visited talk
about specific refrigerator models being ENERGY STAR labeled?

1. Yes, all of them

2. Yes, some of them

3. N0, NONe Of them ..o Skip to RF14
98. DON"EKNOW ...ttt et Skip to RF14

RF14. Did the salespersons bring up the topic of ENERGY STAR, or did they talk about
ENERGY STAR only after you specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know
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RF15. Did the retailers you visited discuss the amount of energy different refrigerators use or the
cost to operate them?

1. Yes, all of them
2. Yes, some of them

3. N0, NONe Of theM .....cooiiii e If 14=10R15=1),
skip to RF19; Else
Skip to RF24]

98. DON’T KNOW ...ttt e If(14=10R15=1),
skip to RF19; Else
Skip to RF24]

RF16. Did the salespersons bring up the topic of the amount of energy different refrigerators use
or the cost to operate them, or did they talk about it only after you specifically mentioned
it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know

RF17. What did the salespersons you visited say about refrigerators’ energy use or operating
costs? [DO NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

Encouraged purchase of ENERGY STAR refrigerators

Encouraged purchase of high efficiency refrigerators

Discouraged purchase of ENERGY STAR or high efficiency refrigerators
Said everything on the market is high efficiency

Said the unit recommended for other reasons was also high efficiency
Explained the efficiency levels

Explained about ENERGY STAR labels

. Other (specify:

O N ks whRE

98. Don’t remember

RF18. [IF RF17=3] Why was the purchase of an ENERGY STAR or high efficiency model
discouraged?
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RF19. [IF14=10R I5=1][IF (14 <>1OR I5 <> 1) go to RF24]Did the refrigerator you
bought have an ENERGY STAR label on it or on the packaging or instructions?

1. Yes
2. Nt nre s skip to RF21
98. NOt SUre/DON’ T KNOW .....oocviiiieiiieciicic et skip to RF21

RF20. How influential was the ENERGY STAR label in your decision to purchase the
refrigerator you did? Would you say it was ...?

1. Not at all influential

2. Slightly influential

3. Somewhat influential

4. Very influential

5. Extremely influential

98. Don’t know [DO NOT READ]

RF21. Why did you buy a refrigerator with an ENERGY STAR label?

1. 1 wanted an energy efficient model...........c.ccccooviveiiiii e, Skip to RF24
2. The ENERGY STAR label connotes a quality product............... Skip to RF24
3. 1 really chose on Price/lt was on sale..........c.cccovveveiieeieennniennnn, Skip to RF24
4. 1really chose on Brand Name..........cccoccevveveiieiienesie e Skip to RF24
5. I really chose on Quality of manufacturing/parts ...........c.cccoe..... Skip to RF24
6. | really chose on Size (physical SIZe) ......ccccccvvveviiiieiicieciennn Skip to RF24
7. To qualify for a rebate (specify source: ) ....SKip to RF24
8. I really chose on Other features

(except energy efficiency — specify: ) e Skip to RF24
9. Other (specify: ) e Skip to RF24

RF22. Did any of the refrigerators you considered buying have an ENERGY STAR label?

1. Yes
2. No

98. Not sure/Don’t know

RF23. Why did you select a refrigerator without an ENERGY STAR label?

Too expensive

Couldn’t find one with the features | wanted

Wasn’t sure what the label meant

Just wasn’t a consideration

The ENERGY STAR label has negative connotations for me

SR

Other (specify:
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The most important information we need for this study is the brand name, size in cubic feet, and
model number of your new refrigerator. This information will enable us to look up the unit’s
efficiency information in industry directories.

The model number can usually be easily found on the inside wall of the refrigerator. Most
refrigerators show the model number above or to the left of the serial number. We do not need
the serial number, only the model number. I would also like you to tell me if you see an
ENERGY STAR label near the model number or on the inside door of the refrigerator. May | ask
you to please get this information for me? If you cannot walk over there with the phone, you may
need to grab a pencil and paper to jot it down.

RF24a.Brand Name
1. Amana
Frigidaire
General Electric or GE
Kenmore
Kitchen Aid
Maytag
Sub-Zero
Viking
. Whirlpool
10. Other (specify:

© ©® N ks W

98. Don’t know

RF24b.Cubic Feet

RF24c.Model Number

RF24d.Additional model number(s)

RF24e.ENERGY STAR label
1. Yes
2. No
98. Don’t know

[NOTE TO INTERVIEWER: REPEAT THE MODEL NUMBER BACK TO THE
RESPONDENT SLOWLY AND CHECK THAT IT IS CORRECT. IF THE
RESPONDENT CANNOT TELL WHICH THE MODEL NUMBER IS, RECORD
MORE THAN ONE NUMBER. MODEL NUMBER IS EXTREMELY IMPORTANT!!]
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RF29.

RF30.

RF31.

T1.

T2.

[NOTE TO INTERVIEWER: IF THE INFORMATION IN RF24-28 IS NOT FILLED
OUT, PLEASE INDICATE WHY. DO NOT READ]

1. Refused to look
2. Looked but could not find
3. Other (specify:

Is the freezer compartment of your new refrigerator on the top, bottom, or side?
1. Top

2. Bottom

3. Side

4. Other (specify:

Does your new refrigerator have through-the-door ice or through-the-door water or both?
1. Yes, through-the-door ice only

2. Yes, through-the-door water only

3. Yes, both ice and water

4. No

98. Don’t know

Thermostat Purchasers
(If 4 =“Thermostat”)

Now I would like to ask a few questions about your new thermostat. Was it purchased by
you, your landlord, a remodeling contractor, or a new home builder?

Respondent or member of household ............cccccoovveiiiiieccinne. Skipto T3
Landlord

Remodeling contractor

New home builder

. Other (specify: )....Skip to T3
98. Don’t know

o s wnh e

Was the specific thermostat model selected by you or by the landlord, contractor or
builder?

1. By me/us

2. By the landlord, contractor or builder............ccooovviiiiiiiiinninnne Skip to T19
3. Joint decision (e.g., contractor/builder offered choices and we selected one)
98. DON"E KNOW ..ttt Skip to T19
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T3.

T4.

TS.

T6.

T7.

What method did you use to buy the thermostat? Was it . . . [READ 1-4 - ROTATING
THE ORDER WITH EACH SURVEY - THEN READ 5]

1. Through acatalog ......cccccoveiiiieiecc e Skipto TS
2. OVEr the INterNet.......c.ooveie e Skipto TS
3. Over the telephone ........cccov e Skipto TS
4. At aretail store

5. Or some other way? (specify: ).....Skipto T8
98. DON"E KNOW ...ttt nne s Skipto T8

In what city and state is the store located?

City/Town: State:

And what is the name of the store?
1. Store:
98. Don’t remember

[IF T5 = “Don’t remember,” ASK T6; OTHERWISE SKIP TO T7]

Was it Sears, Home Depot, Lowe’s, or Best Buy?

Lo SIS ...t Skipto T8
2. HOME DEPOL ... s Skipto T8
3. LOWE’S et Skipto T8
A, BESEBUY ..ot Skipto T8

5. None of these
98. Don’t know

Which of the following types of stores would you say it was? [RANDOMIZE AND
READ 1-5, THEN 6; CHECK ALL THAT APPLY]

1. Appliance store
Furniture or home furnishings store
Department store or discount department store
Hardware store

Home improvement store

. Other type of store (specify:

o gk~ wD

98. Don’t know
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T8.  Please tell me what features were important to you in selecting your thermostat. [DO
NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

1. Quality; good brand name

Price

Ability to easily adjust temperature
Special features (specify:

ok~ wn

Other (specify:

T9.  Where did you look for product information to decide which thermostat to buy? [DO
NOT READ RESPONSES; MULTIPLE RESPONSE]

1. Looked at newspaper circulars or other retailer catalogs
Looked on the Internet

Called retailers on the phone

Visited stores

Consulted a HVAC contractor

Looked at Consumer Reports

. Other (specify:

No gk~ own

98. Don’t know

[If 1,2, and 4 are NOT checked AND (14 =1 OR I5 = 1), skip to T19;
Else If 1, 2, and 4 are NOT checked, Skip to T25

T10. [IF T9#1 is checked AND (14 =1 OR 15 = 1)] Did the circulars or catalogs display the
ENERGY STAR label on any thermostat?

1. Yes

2. Some did
3. No

98. Don’t know

T11. [IF T9 #2 is checked] What kind of Internet sites did you look at? That is, who was the
sponsor or what was the name of the site? [DO NOT READ; MULTIPLE RESPONSE]

1. Retail store sites — e.g., Sears.com, HomeDepot.com, Lowes.com
Consumer sites — e.g., ConsumerReports.org

EnergyStar.gov

www.cleanenergy.com

Other government websites

Manufacturers’ sites

Utility or electric company sites

O N ks W

. Other (specify:
98. Don’t know
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T12.

T13.

T14.

T15.

T16.

[IF T9 #2 is checked AND (14 =1 OR I5 = 1)] Did the Internet site display the ENERGY
STAR logo for any thermostat types?

1. Yes

2. No

3. Some did
98. Don’t know

[IF T9 #4 is checked AND (14 =1 OR I5 = 1)] Did the salespersons at the retailers you
visited talk about specific thermostats being ENERGY STAR labeled?

1. Yes

2. Some did
3 N D Skip to T15
98. DON"EKNOW ..ottt Skip to T15

Did the salesperson(s) bring up the topic of ENERGY STAR, or did they talk about
ENERGY STAR only after you specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know

Did the salespersons at the retailers you visited discuss the efficiency aspects of different
thermostats?

1. Yes

2. Some did

3 N s Skip to T19
98. DON"EKNOW ..ottt et Skip to T19

Did the salesperson(s) bring up the topic of the amount of energy you would use for
heating and cooling with different thermostats, or did they talk about it only after you
specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Both

98. Don’t know
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T17. What did the salespersons you visited say about the energy impacts of different
thermostat types? [DO NOT READ RESPONSES; PROBE; RECORD ALL THAT
APPLY]

1. Encouraged purchase of ENERGY STAR thermostat
2. Encouraged purchase of high efficiency windows

3. Discouraged purchase of ENERGY STAR or high efficiency windows [IF YES, ASK

T18]
Said everything on the market is high efficiency

Said the unit recommended for other reasons was also high efficiency
Explained the efficiency levels and characteristics

Explained about ENERGY STAR label

. Other (specify:

N o gk

98. Don’t remember

T18. [IF T17=3] Why was the purchase of an ENERGY STAR thermostat discouraged?

T19. What was the brand of thermostat(s) purchased?

[IF14=10RI5=1][IF(14<>10RI15<>1) go toT25]

T20. Did the thermostat(s) you bought have an ENERGY STAR label on it or on the
packaging or instructions?

IF THE RESPONDENT DOESN’T KNOW, ASK
1) Can you please look at the thermostat for the logo? If there is no logo,.....

2) Does the thermostat automatically adjust the temperature at night or at other times
when the home is not occupied? IF yes, ASK

3) IF THE THERMOSTAT CAME PRE-PROGRAMMED.

IF YES TO 1) OR 2) AND 3), RECORD T2=1]

1. Yes
2. N oo Skip to T23
98. DON’T KNOW ...t Skip to T23
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T21. How influential was the ENERGY STAR label in your decision to purchase the
thermostat you did? Would you say it was . . .[READ LIST]?

1. Not at all influential
Slightly influential
Somewhat influential
Very influential

. Extremely influential
98. Don’t know

goewN

T22. Why did you buy a thermostat with an ENERGY STAR label? [MULTIPLE
RESPONSE; PROBE]

1. Uses less energy

Comfort features

Ease of use

If they mention “rebate,” probe for source/sponsor
Other (specify:

S R

T23. Did any of the thermostats you considered buying have an ENERGY STAR label?
1. Yes
2. No
98. Don’t know

T24. Why did you select a thermostat without an ENERGY STAR label?
Too expensive

Couldn’t find one with the features | wanted

Too difficult to use

Wasn’t sure what the label meant

Just wasn’t a consideration

The ENERGY STAR label has negative connotations for me
Other (specify:

No gk DR

T25. During the winter do you regularly have your thermostat set to lower the heating
temperature at night and raise it in the morning?

1. Yes
2. No
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T26.

T27.

T28.

T29.

AC.

AC1.

AC2.

What temperature do you typically set your thermostat in the winter? [RESPONDENT
MAY INDICATE A RANGE; IF SO RECORD RANGE OR AVERAGE]

26a. Day °F
26b. Night °F
98. Don’t know

In the summer is someone normally at your house during the weekdays?

L YOS i Skip to next appropriate module
2. No
98. DoN’tkNnow .............cceeevvvvvevnevnnn. ... ... SKip to next appropriate module

During the summer do you regularly have your thermostat set to raise the temperature
during the day when no one is home?

1. Yes
2. NO Skip to next appropriate module
98. Don’tknow ...............oeevvevvvvevnnnn. ... ... SKip to next appropriate module

What temperature do you set your thermostat at during the day in the summer?
[RESPONDENT MAY INDICATE A RANGE; IF SO RECORD RANGE OR
AVERAGE]

1. Day oF
98. Don’t know

Room Air Conditioner Purchasers
(If 12 =“Room air conditioner”)

Now I would like to ask a few questions about your room air conditioner purchase. How

many new air conditioners were purchased for your home in the last 2 years?

[IF>1, ASK AC2 AND AC3]

[If AC1 > 1] How many were window units, through-the-wall units, and portable units?

[If necessary: Through-the-wall air conditioners differ from window units in that they
need to be fitted in a hole created in the wall which offers better insulation, and they

typically remain in place throughout the year. Portable units are free-standing and can be

moved throughout the home.]
1. Window units

2. Through-the-wall units
3. Portable units
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AC3.

AC4.

AC5.

ACG.

ACT.

ACS.

[If AC1 > 1] Did you buy all these room air conditioners at the same time or at different
times over the past 2 year?

1. All at same time
2. Different times over the year

The remaining questions concern only the room air conditioner(s) purchased in the last
year. Was it/were they purchased by you, your landlord, a remodeling contractor, or a
new home builder?

1. At least one was purchased by respondent of member of household......... skip to AC6
All were purchased by landlord

All were purchased by a remodeling contractor

All were purchased by a new home builder

. Other (specify: ) ST Skip to AC6

98. Don’t know

goewN

Was/were the specific room air conditioner model(s) selected by you or by the landlord,
contractor or builder?

1. By me/us

2. By the landlord, contractor or builder ...........cccoceviiiiiiniiiinnnns Skip to AC22

3. Joint decision (for example, contractor/builder offered choices and we selected one)
98. DON"EKNOW ..ottt et Skip to AC22

What method did you use to buy your room air conditioner(s)? Was it . . . [READ 1-4 —
ROTATING THE ORDER WITH EACH SURVEY - THEN READ 5]

1. Through acatalog ......cccccooveiiiieieccceee e Skip to AC8
2. OVEr the INtErNet.......ccovee e Skip to AC8
3. Over the telephone ..o Skip to AC8
4. At aretail store

5. Or some other way? (specify: ) ST Skip to AC8
98. DON’T KNOW ...t Skip to AC8

In what city and state is the store located?

City/Town: State:

And what is the name of the store?

Store:

98. Don’t remember

[IF AC8 = “Don’t remember,” ASK AC9; OTHERWISE SKIP TO AC10]
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AC9. Was it Sears, Home Depot, Best Buy, Lowe’s or PC Richard?
1.

AC10. Which of the following types of stores would you say it was? [RANDOMIZE AND

AC11.

oo wN

SBAIS ettt a e nae e Skip to AC11
HOME DEPOL ... Skip to AC11
BESE BUY ..ottt Skip to AC11
LLOWE S ettt Skip to AC11
PC RIChArd ....cvii s Skip to AC11

None of these

98. Don’t know

READ 1-5, THEN 6; CHECK ALL THAT APPLY]
1.

o gk w

Appliance store
Furniture or home furnishings store
Department store or discount department store
Hardware store

Home improvement store
Other type of store (specify:

98. Don’t know

Please tell me what features were important to you in selecting your room air conditioner.
[DO NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

1.

2.
3.
4

Quiality; good brand name
Price
Cost to operate

Energy efficiency; something that does not use a lot of electricity; something that

does not cost a lot to operate

Size; cooling capacity; needed something that would could the whole room or
apartment

Only item in stock
Special features (specify:

Other (specify:
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AC12. Where did you look for product information to decide which room air conditioner to buy?
[DO NOT READ RESPONSES; MULTIPLE RESPONSE]

1. Looked at newspaper circulars or other retailer catalogs............. Ask AC13

2. Looked on the INterNEt.........oocveiiiiii i Ask AC14

3. Called retailers on the phone

Y AT (=10 IS (0] (=TT If 14=1 or 15=1, ASK
AC16 - AC21;
Else Ask AC18 —
AC21

5. Looked at Consumer Reports
6. Other (specify:

98. Don’t know

[IF 1,2, AND 4 ARE NOT CHECKED AND (14 =1 OR 15 = 1), SKIP TO AC22;
ELSE IF 1,2, AND 4 ARE NOT CHECKED, SKIP TO AC29]

AC13. [IF AC 12 #1 IS CHECKED)] Did the circulars or catalogs display the ENERGY STAR
label on any room air conditioner models?

1. Yes

2. No

3. Some did
98. Don’t know

AC14. [IF AC12 #2 IS CHECKED] What kind of Internet sites did you look at? That is, who
was the sponsor or what was the name of the site? [DO NOT READ RESPONSES;
MULTIPLE RESPONSE]

1. Retail store sites — e.g., Sears.com, HomeDepot.com, Lowes.com
Consumer sites — e.g., ConsumerReports.org

EnergyStar.gov

njcleanenergy.com

Other government websites

Manufacturers’ sites

Utility or electric company sites

. Other (specify:

O N ok W

98. Don’t know
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ACI15.

ACI16.

AC17.

ACI18.

ACI19.

[IF AC12 #2 IS CHECKED AND (14=1 OR 15=1)] Did the Internet site or sites display
the ENERGY STAR logo on any room air conditioner models?

1. Yes

2. Some did
3. No

98. Don’t know

[IF AC12 #4 IS CHECKED AND (14=1 OR 15=1)] Did salespersons at the retailer you
visited talk about specific room air conditioner models being ENERGY STAR labeled?

1. Yes

2. Some did
3 N s Skip to AC18
98. DON’EKNOW ..ottt et Skip to AC18

Did the salesperson(s) bring up the topic of ENERGY STAR, or did they talk about
ENERGY STAR only after you specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know

Did the salespersons at the retailer or retailers you visited discuss the amount of energy
different room air conditioners use or the cost to operate them?

1. Yes

2. Some did

3 N s Skip to AC22
98. DON"EKNOW ..ottt et Skip to AC22

Did the salesperson(s) bring up the topic of the amount of energy different room air
conditioners use or the cost to operate them, or did they talk about it only after you
specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know
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AC20.

AC21.

AC22.

AC23.

What did the salespersons you visited say about the energy use or operating costs of room
air conditioners? [DO NOT READ RESPONSES; PROBE; RECORD ALL THAT
APPLY]

1. Encouraged purchase of ENERGY STAR room air conditioners

Encouraged purchase of high efficiency room air conditioners

Discouraged purchase of ENERGY STAR or high efficiency room air conditioners
Said everything on the market is high efficiency

Said the unit recommended for other reasons was also high efficiency

Explained the efficiency levels

Explained about ENERGY STAR labels

. Other (specify

0 N o gk wN

98. Don’t remember

[IF AC20=3 THEN ASK] Why was the purchase of an ENERGY STAR or high
efficiency model discouraged?

[IF (14=1 OR 15=1) AND AC1=1][IF (14 <> 1 OR I5<> 1) AND AC1=1 GO TO NEXT
MODULE]Did the room air conditioner you bought have an ENERGY STAR label on it,
or on the packaging or instructions?

L Y S e Skip to AC24
2. NO s Skip to AC27
98. DON"EKNOW ..ottt et Skip to AC27

[NOTE TO INTERVIEWER: IF THE RESPONDENT DOESN’T KNOW, ASK THEM
TO LOOK AT THE AIR CONDITIONER TO SEE IF IT HAS THE ENERGY STAR
LOGO DISPLAYED.]

[IF (14=6 OR 15=1) AND AC1>1] [IE{IESORISE=NIANDIACTENCONMOINEXT
MODULE]

How many of the room air conditioners you bought had an ENERGY STAR
label on them, or on the packaging or instructions?

1. Number with ES label
98. Don’t know

IF AC5=2 or 98, GO TO Next Module

[IF AC23=0or 98, GO TO AC27]
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AC24. How influential was the ENERGY STAR label in your decision to purchase the room air
conditioner you did? Would you say it was ... [READ LIST]?

o s~ wbh e

Not at all influential
Slightly influential
Somewhat influential
Very influential

. Extremely influential

98 Don’t know [DO NOT READ]

AC25. Did you only look at ENERGY STAR room air conditioners or did you consider other
models as well?

1.
2.

ENERGY STAR only
Considered other models as well

98. Don’t know

AC26. Why did you buy a room air conditioner with an ENERGY STAR label? [DO NOT
READ; MULTIPLE RESPONSE; PROBE; THEN GO TO NEXT APPROPRIATE
MODULE]

1.

© o N s W

10 Other (specify:

I wanted an energy efficient model

The ENERGY STAR label connotes a quality product

I really chose on Price/lIt was on sale

I really chose on Brand name

I really chose on Quality of manufacturing/parts

I really chose on Size (physical size)

I really chose on Cooling capacity

To qualify for a rebate (specify source: )

I really chose on Other features (except energy efficiency — specify: )

AC27. Did any of the room air conditioners you considered buying have an ENERGY STAR
label?

11. Yes
12. No
98. Don’t know
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AC28. Why did you select a room air conditioner without an ENERGY STAR label? [DO NOT

LF.

LF1.

LF2.

LF3.

LF4.

READ; MULTIPLE RESPONSE; PROBE; THEN GO TO NEXT APPROPRIATE
MODULE]

1. Too expensive
Couldn’t find one with the features | wanted

Wasn’t sure what the label meant

Just wasn’t a consideration

The ENERGY STAR label has negative connotations for me
Other (specify:

o gk~ W

Lighting Fixture Purchasers
[If 12 =*“Lighting Fixture”]

How many new lighting fixtures were purchased for your home in the past 2 years? This

includes all portable or plug-in lamps, any hard-wired fixtures such as ceiling fixtures,
and exterior fixtures.

Number of fixtures purchased

How many of these new fixtures were...?

1. _ Portable or plug-in
2. __ Hard-wired
3. Exterior fixtures
4. _ Other (specify:

Was it/were they purchased by you, your landlord, a remodeling contractor, or a new
home builder?

1. At least one was purchased by respondent or member of household .....Skip to LF5
All were purchased by landlord

All were purchased by a remodeling contractor

All were purchased by a new home builder

. Other (specify: ) ST Skip to LF5

98. Don’t know

goawN

Was/were the specific fixture(s) selected by you or by the landlord, contractor or builder?

1. By mel/us

2. By the landlord, contractor or builder Skip to next module

3. Joint decision (e.g. contractor/builder offered choices from which we selected)
98. Don’t know Skip to next module
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LF5.

LF6.

LF7.

[If (LF3 <> 1 AND LF4 <> 1) AND (14=1 or I15=1), Skip to LF10]
[ELSE IF (LF3 <> 1 AND LF4 <> 1), Skip to Light Bulb Module]
[OTHERWISE LF5]

What method or methods did you use to buy these lighting fixtures? Was it . . . [READ 1-
4 — ROTATING THE ORDER WITH EACH SURVEY - THEN READ 5; CHECK

ALL THAT APPLY]

1. Through a catalog

Over the Internet

Over the telephone

At a retail store

. Or some other way? (specify:
98. Don’t know

goewN

And what are the names of the stores or companies from which you purchased these
fixtures? How many fixtures did you purchase from each one? [IF LF5=4 ASK] Where is

it located?

Store 1 Name:
Store 2 Name:
Store 3 Name:
Store 4 Name:

Store 5 Name:
98. Don’t remember

Fixture type
Fixture type
Fixture type
Fixture type

Fixture type

# of fixtures
# of fixtures
# of fixtures
# of fixtures

# of fixtures

City/State_
City/State
City/State_
City/State

City/State

[IF LF6 = “DON’T REMEMBER,” ASK LF7; OTHERWISE Skip to LF8]

Which of the following types of stores would you say these were? [RANDOMIZE AND
READ 1-6& 7, THEN 9; CHECK ALL THAT APPLY]

1. Appliance store

Furniture or home furnishings store
Department store or discount department store
Hardware store

Home improvement store

Lighting specialty store

. Or some other type of store (specify:
98. Don’t know

No gk e
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LF8. Please tell me what features were important to you in selecting your lighting fixtures.
[DO NOT READ; CHECK ALL THAT APPLY]

1. Price
Quality of construction

Appropriate type (i.e., floor v. wall-mounted v. etc)

Cost to operate

Style or appearance

Light output

Having a dimmer switch

Having a three-way switch

. Type of bulb it takes (i.e., halogen v. incandescent v. CFL)
10. Energy efficiency

11. Other (specify:

© ©® N ks W

[IF “ENERGY EFFICIENCY” NOT MENTIONED THEN ASK]

LF9. Did you consider the energy efficiency of the fixtures that you purchased? In other
words, did you attempt to purchase a fixture that used as little energy as possible that
provided the lighting output, or lumens, that you wanted?

1. Yes
2. No
98. Don’t know

[If 14 <> 1 AND I5 <> 1, Skip to Light Bulb Module]

[IF14=10RI5=1] [IF (14 <> 1 OR I5 <> 1) go to NEXT MODULE]

LF10. How many of the lighting fixtures purchased in the past 2 years have the ENERGY
STAR label on them?

1. Number with ES label
98. Don’t know

[IF LF10 = 0 OR 98, Skip to LF13]

LF11. How influential was the ENERGY STAR label in your decision to purchase the lighting
fixtures you did? Would you say itwas ... [READ LIST]?

1. Not at all influential

2. Slightly influential

3. Somewhat influential

4. Very influential

5. Extremely influential

98. Don’t know [DO NOT READ]
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LF12. Why did you buy a light fixture with an ENERGY STAR label? [DO NOT READ;
MULTIPLE RESPONSE; PROBE; THEN GO TO NEXT APPROPRIATE MODULE]

1. I wanted an energy efficient model

The ENERGY STAR label connotes a quality product

I really chose on Price/It was on sale

I really chose on Brand name

I really chose on Quality of manufacturing/parts

I really chose on style/appearance

I really chose because it had a dimmer switch

I really chose because it had a three-way switch

To qualify for a rebate (specify source: )

10 I really chose on Other features (except energy efficiency — specify: )
11. Other (specify:

© ©® N ks W

LF13. Did any of the lighting fixtures you considered buying have an ENERGY STAR label?
1. Yes
2. No
98. Don’t know

LF14. Why did you select lighting fixtures without an ENERGY STAR label?
Too expensive

Quality of construction

Didn’t find a style/look that I liked

Light output didn’t meet my needs

Quality of the light

Didn’t have dimmer switch

Didn’t have three-way switch

Just didn’t occur to me

Other (specify:

© XN A~ WD E
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LB. Light Bulbs

(If 12="Light bulbs”; Partial module, can be asked in addition to two other modules;

quota of 400)

LB1. How many new light bulbs of any kind were purchased for your home in the last 2 years?

We’re interested in the total number of bulbs — rather than the number of packages of
bulbs — regardless of whether or not you have installed all of them yet. We’re also
interested in the total purchased by all members of the household. An estimate is fine.

1. Number of bulbs purchased

2. Really can’t even estimate / Someone else in the household always purchases

[IFLB1=00R CAN’T ESTIMATE, SKIP TO NEXT APPROPRIATE MODULE]

LB2. What method did you or other household members use to buy these light bulbs? Was it . .
. [READ 1-4 - RANDOMIZE THE ORDER WITH EACH SURVEY - THEN READ 5;
CHECK ALL THAT APPLY]

Through a catalog
Over the Internet
Over the telephone
At a retail store

o s wnh e

98. Don’t know

LB3. What are the names of the stores from which you purchased the bulbs? And how many

. Or some other way? (specify:

bulbs were purchased at each? Again, actual bulbs, not packages. [IF LB2=4, ASK] Is the

store located in New Jersey?

Store 1:

Store 2:

Store 3:

Store 4:
98. Don’t remember

# of bulbs
# of bulbs
# of bulbs

# of bulbs

New Jersey (Y/N)
New Jersey (Y/N)
New Jersey (Y/N)

New Jersey (Y/N)

[If LB3 = “Don’t remember,” Ask LB4; Otherwise Skip to LB5]
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LB4. Which of the following types of stores would you say these were? [RANDOMIZE AND
READ 1-6, THEN 7; CHECK ALL THAT APPLY]

1.

N o gk e

Department store or discount department store
Hardware store

Home improvement store

Drug store

Grocery store

Lighting specialty store

Other (specify:

98 Don’t know

LB5. Please tell me what features were important to you in selecting your light bulbs. [DO
NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

1.

10 Other (specify:

© o N s W

Quiality; good brand name
Price

Cost to operate

Energy efficiency; something that does not use a lot of electricity
Wattage/Watts

Life of bulb

Physical size or shape of bulb

Quality of Light

. Special Features (specify:

[IF “ENERGY EFFICIENCY” NOT MENTIONED THEN ASK]

LB6. Did you consider the energy efficiency of the bulb that you purchased? In other words,

did you attempt to purchase a bulb that had as few Watts as possible that provided the
lighting output, or lumens, that you wanted, or did you maximize the wattage to get as
bright an output as possible?

1.
2.

Yes
No

[ASK OF ALL]

LB7. Did you purchase any compact fluorescent light bulbs? These are fluorescent bulbs that

screw into regular light bulb sockets. They look different than standard incandescent
bulbs in that they are often made out of thin tubes of glass bent into loops. They also
typically cost a lot more than incandescent bulbs.

1.

Yes
o SR Skip to LB13
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LB8. What are the names of the stores from which you purchased the compact fluorescent

bulbs? And how many bulbs were purchased at each? Again, actual bulbs, not packages.

[IF LB2=4, ASK] Is the store located in New Jersey?

Store 1: # of bulbs
Store 2: # of bulbs
Store 3: # of bulbs
Store 4: # of bulbs

98. Don’t remember

New Jersey (Y/N)
New Jersey (Y/N)
New Jersey (Y/N)

New Jersey (Y/N)

[IF LB8 = “Don’t remember,” ASK LB9; Else If 14=1 or 15=1, Skip to LB10; ELSE Skip

to GN1]

LB9. Which of the following types of stores would you say these were? [RANDOMIZE AND

READ 1-6, THEN 7; CHECK ALL THAT APPLY]
1. Department store or discount department store
Hardware store

Home improvement store

Drug store

Grocery store

Lighting specialty store

N o gk e

. Other (specify:
98. Don’t know

[IF14=10R 5= 1] [IF (14 <> 1 OR I5 <> 1) go to NEXT MODULE]

LB10. How many of the light bulbs you bought had an ENERGY STAR label on them or on the

packaging or instructions?
1.
98. Don’t know

[IF LB10=0 OR 98, GO TO LB13]
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LB11. How influential was the ENERGY STAR label in your decision to purchase the light
bulbs you did? Would you say it was ... [READ LIST]?

1. Not at all influential

Slightly influential

Somewhat influential

Very influential

. Extremely influential

98 Don’t know [DO NOT READ]

goewN

LB12. Why did you buy a light bulb with an ENERGY STAR label? [MULTIPLE RESPONSE;

PROBE; THEN GO TO GN1]

1. Quality of construction

Longer life

Energy efficiency

Saves money in the long run

Quality of light

To qualify for rebate or incentive (specify source: .................... )

No gk e

Other (specify:
98 Don’t know

LB13. Did any of the light bulbs you considered buying have an ENERGY STAR label?
1. Yes
2. No
98. Don’t know

LB14. Why did you not select any light bulbs with an ENERGY STAR label? [DO NOT READ

RESPONSES; MULTIPLE RESPONSE]

1. Too expensive

Quality of the light

Quality of construction (don’t trust)

Didn’t fit my fixture

Didn’t have dimming capability

Didn’t have three-way switch

Didn’t recognize the brand name

Not enough light output

Previous experience with CFLs—didn’t like them
10 Just didn’t occur to me

11. Other (specify:

© o N ks WD
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W1.

W2.

Windows Purchasers (If 12 = “Windows”)

Now I would like to ask a few questions about your new windows. Were they purchased

by you, your landlord, a remodeling contractor, or a new home builder?

1. Respondent or member of household ...........c..coooviiiiiiicinnnn Skip to W3
2. Landlord

3. Remodeling contractor

4. New home builder

5. Other (specify: ) e Skip to W3

98. Don’t know

Were the specific window models selected by you or by the landlord, contractor or
builder?

1. By me/us

2. By the landlord, contractor or builder Skip to next module

3. Joint decision (e.g., contractor/builder offered choices and we selected one)
98. Don’t know Skip to next module

W3. How many windows did you purchase?

w4,

WS.

1. 1to3

2. 4106

3. 7 0or more

4. Whole house
98. Don’t know

What method did you use to buy the windows? Was it . . . [READ 1-5 - ROTATING
THE ORDER WITH EACH SURVEY - THEN READ 6]

1. Through @ catalog ........cccooerieieiiieieresee e Skip to W9
2. OVErthe INTEIEt ......cccovoieiiee e Skip to W9
3. Overthe telephone ..., Skip to W9
4. At aretail store

5. Ata building supply store

6. Or some other way? (specify: ) e Skip to W9
98. DONT KNOW ..ot Skip to W9

In what city and state is the store located?

City/Town: State:
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WG.

W7.

W8.

W9.

And what is the name of the store?

Store:

98.

Don’t remember

[IF W6 = “Don’t remember,” ASK W7; OTHERWISE Skip to W8]

Was it Sears, Home Depot, or Lowe’s?

2.
3.
4.

98.

SBAIS ittt bbb e e b e Skip to W9
HOME DEPOL ..o s Skip to W9
LLOWE S ettt Skip to W9
None of these

Don’t know

Which of the following types of stores would you say it was? [RANDOMIZE AND
READ 1-3; CHECK ALL THAT APPLY]

1.
2.
3.
4.

98.

Please tell me what features were important to you in selecting your new windows [DO

Hardware store
Home improvement store
Window specialty store

Other (specify:

Don’t know

NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]

1.
2.
3.

N o gk

Quiality; good brand name
Price

Energy efficiency; something that does not use a lot of electricity; something that
does not cost a lot to operate

Heating and cooling costs
Reduced noise

Reduced draftiness
Special feature (specify:

Other (specify:
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W10. Where did you look for product information to decide which window to buy? [DO NOT

READ RESPONSES; MULTIPLE RESPONSE]

1. Looked at newspaper circulars or other retailer catalogs
Looked on the Internet

Called retailers on the phone

Visited stores

Consulted a building contractor

Looked at Consumer Reports

. Other (specify:

N o gk e

98. Don’t know

[IF 1, 2, and 4 ARE NOT CHECKED AND (14 = 1 OR I5 = 1), Skip to W20;
ELSE IF 1, 2, AND 4 ARE NOT CHECKED, Skip to W24]

W11. [IF W10 #1 IS CHECKED AND (14 =1 OR I5 = 1)] Did the circulars or catalogs display

the ENERGY STAR label on any window types?
1. Yes

2. No

3. Some did

98. Don’t know

W12. [IF W10 #2 IS CHECKED] What kind of Internet sites did you look at? That is, who was
the sponsor or what was the name of the site? [DO NOT READ; RECORD MULTIPLE

RESPONSE]
1. Retail store sites — e.g., Sears.com, HomeDepot.com, Lowes.com
Consumer sites — e.g., ConsumerReports.org

EnergyStar.gov

www.cleanenergy.com

Other government websites

Manufacturers’ sites

Utility or electric company sites

. Other (specify:

O N ks~ W

98. Don’t know

W13. [IF W10 #2 IS CHECKED AND (14 = 1 OR I5 = 1)] Did the Internet sites display the
ENERGY STAR logo for any window types?

1. Yes

2. Some did
3. No

98. Don’t know

NJESP Program Surveys

45



W14,

W15.

W16.

W17.

[IF W10 #4 IS CHECKED AND (14 =1 OR I5 = 1)] Did the salespersons at the retailers
you visited talk about specific windows being ENERGY STAR labeled?

1. Yes

2. Some did
B N e Skip to W16
98. DON’EL KNOW ..ttt Skip to W16

Did the salesperson(s) bring up the topic of ENERGY STAR, or did they talk about
ENERGY STAR only after you specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know

Did the salespersons at the retailers you visited discuss the efficiency aspects of different
windows?

1. Yes
2. Some did
Bt N s If(14=10R15=1),
skip to W20;
Else Skip to W24
98. DONT KNOW ...t If(14=10R15=1),
skip to W20;
Else Skip to W24

Did the salesperson(s) bring up the topic of the amount of energy you would use for
heating and cooling with different windows, or did they talk about it only after you
specifically mentioned it?

1. Salesperson brought it up

2. Salesperson talked about it only after | asked
3. Some of both

98. Don’t know
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W18. What did the salespersons you visited say about the energy impacts of different window

types? [DO NOT READ RESPONSES; PROBE; RECORD ALL THAT APPLY]
Encouraged purchase of ENERGY STAR windows

Encouraged purchase of high efficiency windows

Discouraged purchase of ENERGY STAR or high efficiency windows

Said everything on the market is high efficiency

Said the unit recommended for other reasons was also high efficiency
Explained the efficiency levels and characteristics

Explained about ENERGY STAR label

Other (specify:

O No gk v

98 Don’t remember

W19. [IF W18=3 THEN ASK] Why was the purchase of ENERGY STAR or high efficiency
windows discouraged?

[IF14=10RI5=1] [IF (14 <> 1 OR I5 <> 1) go to NEXT MODULE]

W20. Did the window(s) you bought have an ENERGY STAR label on it or on the packaging
or instructions?

1. Yes
2. N e Skip to W23
08. DON"E KNOW ...t Skip to W23

W21. How influential was the ENERGY STAR label in your decision to purchase the
window(s) you did? Would you say it was not at all influential, slightly influential,
somewhat influential, very influential or extremely influential?

Not at all influential
Slightly influential
Somewhat influential
Very influential

. Extremely influential
98 Don’t know

a s wn e
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W22. Why did you buy window(s) with an ENERGY STAR label? [MULTIPLE RESPONSE;

PROBE, Skip to the next appropriate module]

1. Uses less energy

Less noise

Makes my home more comfortable

Window style

To qualify for a rebate/incentive (specify source:

o gk w

Other (specify:

W23. Did any of the windows you considered buying have an ENERGY STAR label?
1. Yes
2. No
98. Don’t know

W24. Why did you select window(s) without an ENERGY STAR label?

1. Too expensive
Couldn’t find one with the features | wanted

Wasn’t sure what the label meant

Just wasn’t a consideration

The ENERGY STAR label has negative connotations for me
Other (specify:

o gk~ W

HVAC Equipment Purchasers (If 12 = “HVAC Equipment”)
[QUOTA COOLING =75 (HC1=1,2, or 3) HEATING = 75 (HC=2,3,4,5 OR 6]

HC1. What HVAC equipment or hot water heater did you purchase? Was it . . . [Read]

1. Central Air Conditioning
Heat Pump

Ground Source Heat Pump
Furnace

Boiler

. Gas Water Heater

99. NONE Of the @DOVE .......ocvveiece e Skip to next
appropriate module

[FOR REST OF MODULE REPLACE <UNIT TYPE> WITH THE TYPE OF UNIT
THEY PURCHASED]

o ok~
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HC2. Did you receive a rebate from one of the NJ Utilities for purchasing this piece of
equipment?
1. Yes
2. No
3. Got rebate for all
98. Don’t Know/Not Sure

[IF HC2 = 1, THEN SKIP TO NEXT MODULE; DOES NOT COUNT TOWARDS QUOTA]

HC3. Did the new <UNIT TYPE> replace an existing <UNIT TYPE>?
1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC3=1, THEN ASK HC4, ELSE SKIP TO HC6]

HC4. Was the <UNIT TYPE> that was replaced operating at the time of replacement or had it

failed?

1. Operating

2. Failed

98. Don’t Know/Not Sure

[IF HC4=1,THEN ASK HC5, ELSE SKIP TO HCG6]

HC5. Why did you replace the existing <UNIT TYPE> with a new one? [DO NOT PROMPT;

ALLOW MULTIPLE RESPONSES]
1. Unitwas old
Better performance
Higher efficiency
Lower operating costs
Greater comfort
Contractor suggested change
. Other (Specify:

No bk~ w

98. Don’t Know/Not Sure

NJESP Program Surveys

49



HC6.

HC7.

HC8.

HC9.

What was your primary reason for selecting the firm who installed your <UNIT TYPE>?

[DO NOT PROMPT; ALLOW MULTIPLE RESPONSES]
Reputation

Qualifications

Installed cost of unit

Warranty length and/or features

Operating cost of unit

Unit efficiency

Ability to install within required timeframe
Availability of a maintenance contract

On an “approved” contractor list

98 Don’t Know/Not Sure

© XN s~ wWwDhE

Were you satisfied with the <UNIT TYPE> installed by your contractor?

1. Very Satisfied ......coveeiicceec e Skip to HC9
2. Somewhat SatiSfied ..........ccciveiiiiiiic s Skip to HC9
T N T 1 | SRR Skip to HC9
4. Not very satisfied

5. Very unsatisfied

98. DON’t KNOW/NOL SUIE......ccveiiieiieeiecieseesieeie s e sie e e sae e Skip to HC9

Why weren’t you satisfied with the <UNIT TYPE> installed by your contractor? [DO
NOT PROMPT; ALLOW MULTIPLE RESPONSES]

1. Too expensive to operate
2. Too noisy

3. Comfort problem

4. Other (Specify:

98. Don’t Know/Not Sure

Were you satisfied with the installation of the <UNIT TYPE> performed by your
contractor?

1. Very SatiSTIed .......oooiiiiiiiiceee e Skip to HC11
2. Somewhat SatiSTIed .........ccovvieiiee e Skip to HC11
3e NBULTAL ..o Skip to HC11

4. Not very satisfied
5. Very unsatisfied
98. DON’t KNOW/NOL SUTE.....cuviiiiiiiiiciiesiese e Skip to HC11
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HC10. Why weren’t you satisfied with the installation of the <UNIT TYPE> performed by your
contractor? [DO NOT PROMPT; ALLOW MULTIPLE RESPONSES]

Installation took too long
Installation cost too much

Too expensive to operate

Too noisy

Comfort problem

Poor workmanship

Did not clean up after installation
. Other (Specify

O No gk owdhE

98. Don’t Know/Not Sure

HC11. Prior to shopping for your new <UNIT TYPE>, did you know that high efficiency
<UNIT TYPE> were available?

1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC11=1 THEN ASK HC12, ELSE Skip to HC14]

HC12. Did you request information on high efficiency <UNIT TYPE> from your contractor?
1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC12= 2 THEN ASK HC13, ELSE Skip to HC14]

HC13. Why didn’t you request information on high efficiency <UNIT TYPE> from your
contractor? [DO NOT PROMPT; ALLOW MULTIPLE RESPONSES]

1. Cost too much
2. Not convinced operating costs would be lower/no savings
3. Reliability concerns
4. Not readily available
5. Other (Specify

98. Don’t Know/Not Sure
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HC14. Inyour opinion, what do you think some of the benefits of installing a high efficiency
<UNIT TYPE> might be? [DO NOT PROMPT; ALLOW MULTIPLE RESPONSES]

Lower operating costs

Less energy use

Improved performance

Greater comfort

Increased reliability

Less pollution/environmental impacts
Received utility rebate

Other (Specify

O No gk owdhE

98 Don’t Know/Not Sure

HC15. How is the efficiency of <UNIT TYPE> measured? [DO NOT PROMPT, ENTER ALL
THAT ARE MENTIONED]

SEER

Seasonal energy efficiency ratio

AFUE

Annual fuel utilization efficiency

% Efficiency

Other specify

98 Don’t KNOW/NOL SUIE ..ot Skip to HC17

o gk~ wn e

HC16. For <UNIT TYPE>, what level of <INSERT FIRST RESPONSE FROM HC15> would
be considered high-efficiency?

1. Enter value
98. Don’t Know/Not Sure

HC17. [DO NOT ASK IF HC1=6] In addition to efficiency level, what other factors can affect
the performance of your heating and cooling system? [DO NOT PROMPT; ALLOW
MULTIPLE RESPONSES]

Duct leakage

Duct insulation

Proper refrigerant charge

Proper equipment sizing

Adequate airflow over the indoor coils
Other (Specify)

98 Don’t Know/Not sure

o gk wd -
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HC18. Did the contractor who installed your <UNIT TYPE> recommend more than one unit for
you to consider installing?

1. Yes
2. No
98. Don’t Know/Not Sure

HC19. Did the contractor discuss with you that some units are more efficient than others?
1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC19=1, THEN ASK HC20, ELSE SKIP TO HC22]

HC20. Did the contractor define any specific efficiency level as being high efficiency?
1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC20=1, THEN ASKHC21, ELSE SKIP TO HC22]

HC21. What level did the contractor define as high efficiency? [PROMPT IF NECESSARY -
Air conditioner and heat pump efficiencies are measured in SEER. Furnace and boiler
efficiencies are measured as a percentage or in AFUE. Water heaters Water heater
efficiency is measured by EF.]

1. Enter value Enter units
2. ENERGY STAR rated
98. Don’t Know/Not Sure

HC22. Did the contractor discuss the operating costs of different units?
3. Yes
4. No
98. Don’t Know/Not Sure

[IF HC22=1, THEN ASK HC23, ELSE SKIP TO HC24]

HC23. Did the contractor provide any type of operating cost comparison between units of
different efficiencies?

1. Yes
2. No
98. Don’t Know/Not Sure
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HC24. Did the contractor provide prices for both standard and high efficiency units?
1. Yes
2. No
3. Don’t Know/Not Sure

[IF HC24=1 THEN ASK HC25 ELSE SKIP TO HC26]

HC25. How much more expensive was the high efficiency unit? JALLOW EITHER A
INCREMENTAL $ OR % DIFFERENCE RESPONSE]

1. ENTER$Amount$  or
2. ENTER % Difference %
3. Same price

4. Is was actually cheaper

98. Don’t Know/Not Sure

HC26. Did the contractor recommend that you install a high efficiency <UNIT TYPE>?
1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC26=1 THEN ASK HC27, ELSE SKIP TO HC29]

HC27. Besides your contractor, did you rely on any other sources of information to help you
choose your <UNIT TYPE>?

1. Yes
2. No
98. Don’t Know/Not Sure

[IF HC27=1 THEN ASK HC28, ELSE SKIP TO HC29]

HC28. What other sources of information did you use? [DO NOT PROMPT, ALLOW
MULTIPLE RESPONSES]

Utility program information
ENERGY STAR website or brochures
Manufacturer advertisements
Family/friend recommendation

Past experience with brand

. Other (specify

SR A

98. Don’t Know/Not Sure
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HC29. Do you know the efficiency of your new <UNIT TYPE>? [IF NEEDED, Define
“efficiency as “SEER” if a CAC or HP, or as “AFUE or % efficiency” if a furnace or
boiler, or as “energy factor (EF)” for water heaters.]

1. Yes
2. No Skip to HC31
98. Don’t Know/Not Sure Skip to HC31

HC30. And what is the (efficiency) of your new <UNIT TYPE>?
1. Record value
98. Don’t Know/Not Sure

HC31. And what was the total cost, including installation, of your new <UNIT TYPE>?
1. Record value
98. Don’t Know/Not Sure

[IF HC3=1, THEN ASK HC32, ELSE SKIP TO HC34]
HC32. Do you know the (efficiency) of your OLD <UNIT TYPE>? [IF NEEDED, Define

“efficiency as “SEER” if a CAC or HP, or as “AFUE or % efficiency” if a furnace or
boiler, or as “energy factor (EF)” for water heaters.]

1. Yes
22 o USROS Skip to HC34
98. DON’t KNOW/NOL SUFE......cveiiiecieeie et Skip to HC34

HC33. And what is the (efficiency) of your OLD <UNIT TYPE>?
1. Record value units
98. Don’t Know/Not Sure

HC34. [IF 14=1 OR I5=1] Have you heard of the ENERGY STAR Program for air
conditioners, gas furnaces, gas boilers or water heaters?

2. Yes
3. No
98. Don’t Know/Not Sure

GN. General ENERGY STAR Summary Question (ask everyone
who purchased at least one ENERGY STAR product)

[If CW19=1, RF19=1, T20=1, AC22=1 or AC23>0 or 98, LF10>0 or 98, LB10>0 or 98

or W20=1]
[If 17 <> 1, Skip to GN4]
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GN1.

GN2.

GN3.

GN4.

GNS5.

GNG6.

Earlier you mentioned that you had seen advertising or information about ENERGY
STAR in the past twelve months. Did you learn about the ENERGY STAR program
through the ads or information, or were you already aware of ENERGY STAR?

1. Learned about program through ads/information
2. Already aware
98. Don’t recall

Had you seen any advertising or information before you began shopping for your new
ENERGY STAR product(s)?

1. Yes
2. N oot aaenre s Skip to GN4
98. DONLIECAIL ..o Skip to GN4

How helpful was the information in your purchase decisions? Would you say...?
1. Not at all helpful

2. A little helpful

3. Somewhat helpful

4. Very helpful

At the time you were shopping for the new ENERGY STAR products that you purchased
in the past two years, did you have any prior personal experiences with ENERGY STAR
products that influenced your decision to buy one again?

1. Yes
2. No
98. Don’t recall

Based on all your experiences with them, how likely are you to recommend ENERGY
STAR-labeled products to a friend? Would you say you...?

1. Definitely would not recommend
Probably would not recommend
Might or might not recommend
Probably would recommend
Definitely would recommend

o s~

Based on all the information you now have about ENERGY STAR, how likely are you to
buy an ENERGY STAR-labeled product in the future? Would you say you...?

1. Definitely would not purchase
Probably would not purchase
Might or might not purchase
Probably would purchase
Definitely would purchase

SAE T A
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DE. Demographic/Economic Module

DE1. Now I have a few final questions for statistical purposes only. Do you own or rent your
home?

1. Own
2. Rent
99. Refused

DE2. What type of residence do you live in? Would you say it is a...? [READ RESPONSES]
Single family (house on a separate lot)

Two- to four-family building

Apartment in a building with 5 or more units

Town or row house (adjacent walls to another house)

Mobile home, house trailer

. Other (specify

o g wd e

99. Refused

DE3. What is the highest level of education you have completed? Would you say...? [READ
CATEGORIES]

1. Less than high school

High school graduate

Technical or trade school graduate
Some college

Two-year college graduate

Four-year college graduate

Some graduate or professional school
. Graduate or professional degree

99. Refused

O N ks wN

DE4. Which of the following categories best describes your age?
18to 24

25t0 34

35t0 44

45to 54

55 to 64

. 65 orover

99. Refused

SR A o

DE5. What category best describes your total household income in 2005, before taxes?
1. Less than $15,000
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$15,000 - $24,999
$25,000 - $34,999
$35,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
. $100,000 or more
99. Refused

N o o s wN

DE6. [DO NOT READ] Gender
1. Female
2. Male

Thank you very much!
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NJ ENERGY STAR® Products Program
Manufacturer Telephone Interview

Respondent’s name:

Respondent’s title:

Company name:

Phone number:

Interview date: Interviewer’s initials:

[LOOKING FOR SOMEONE WITH TITLE OF PRODUCT MANAGER OR SIMILAR]

Good morning/afternoon, my name is and I’m calling from ___. We are a consulting
company under contract to the New Jersey Board of Public Utilities to conduct a study with a
small group of manufacturers about energy efficient products. As part of this study, | would like
to ask about the types of products you make. It usually takes about 10 minutes. Is this a good
time?

L Y S e continue
LI N e What would be a good time?

[IF NECESSARY: The results of the research we are conducting are being used to plan for
future energy efficiency programs in New Jersey. Your answers will be combined with the
answers from a number of other manufacturers to develop average statistics. We will not report
the information you provide other than in an aggregated form that protects your individual
identity and the identity of your company.]

A. Screening
The specific products covered by the study are ... [READ LIST].

Does your company manufacture these products for sale in New Jersey?
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Do you (or an associated retailer) sell these products in New Jersey? Are you the person to speak
with at your company about the market for and energy efficiency of these products? [IF
NECESSARY, PROMPT OR ASK TO SPEAK TO A PERSON MORE KNOWLEGEABLE]

Technology Sell the product in New Jersey Alternate Contact
Clothes Washers
Dishwashers

Refrigerator
Room AC
Thermostats

Light Fixtures
Light Bulbs
Windows

O If none sold in NewW JErsey.......cccevvviiereeiieseesneie e, Thank and Terminate

Program Participation

1.

Does your company participate in the ENERGY STAR Products program in New Jersey.
O Yes

L0 N e Skip to Q3

O Don’t know

Do you participate in the National ENERGY STAR Products program? This program is
operated by the Environmental Protection Agency. The ENERGY STAR label designates
higher efficiency products. Retailers can participate as a program partner by signing an
agreement and providing energy efficient options for their clients.

O Yes
4 No
U Don’t know

Does your company participate in any other energy efficiency programs? [MAY BE IN

| OTHER STATES, RECORD ANYWAY]

Q Yes (specify: )
L0 N e Skip to Q5
O I 7o 1 4 SR Skip to Q5

Please briefly describe your level of participation. What programs or activities do you
participate in (outside of New Jersey)? [Specify National or Other]
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Product Supply and Demand

For each product that you supply, 1’d like to ask you several questions about the demand and
market share for ENERGY STAR-labeled products. I’ll go through that same list of products
again. Remember: Your answers will be combined with the answers from a number of other

manufacturers of similar products to develop average statistics. We will not report the

information you provide other than in an aggregated form that protects your individual identity
and the identity of your company.

5. a. First, what is your best estimate of the percent of the <product category> that you
make that is eventually sold within New Jersey? [RECORD IN TABLE BELOW]

b. What percent of the total number of <product category> sold in New Jersey is made by

your company, again, just your best estimate? In other words, what is your companies
market share in NJ? [RECORD IN TABLE BELOW]

Technology

5a. Percent of total products
sold that are sold in NJ

5b. Percent of products sold in
NJ that are manufactured by
this company

Clothes Washers

Dishwashers

Refrigerator

Room AC

Thermostats

Light Fixtures

Light Bulbs

Windows
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6. [FOR EACH CATEGORY THAT THEY MANUFACTURE FROM A]Now I’d like to
ask a few questions about your product line and how it might be changing. Does your
company make any models that are ENERGY STAR rated and if so, how many models?
Let’s start with...

Technology ENERGY STAR Number of Models
Clothes Washers Yes No
Dishwashers Yes No
Refrigerator Yes No
Room AC Yes No
Thermostats Yes No
Light Fixtures Yes No
Light Bulbs Yes No
Windows Yes No

7. Over the past three years, have you changed the proportion of <product category> units
produced that qualify for the ENERGY STAR label? Would you say the number of
ENERGY STAR qualifying models has ... ? [RECORD IN TABLE BELOW]

1=Increased Significantly; 2=Increased Somewhat; 3=Stayed the Same; 4=Decreased
Somewhat; 5=Decreased Significantly

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK

[IF THE PROPORTION OF ENERGY STAR QUALIFIED HAS STAYED THE SAME ALL
PRODUCTS (3), SKIP TO Q9; OTHERWISE ASK Q8]

8. What factors affected your decision to make these changes? [PROBE ON WHETHER
THIS IS A CHANGE IN MARKET DEMAND IN TOTAL, OR A CHANGE IN THE
DEMAND FOR ES SPECIFICALLY; PROBE FOR ATTRIBUTION TO ANY
PROGRAM]
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9. Considering New Jersey only, have you noticed a change in consumer demand for
ENERGY STAR labeled <product category> over the past three years? Would you say
that consumer demand has:

1=Increased Significantly; 2=Increased Somewhat; 3=Stayed the Same; 4=Decreased
Somewhat; 5=Decreased Significantly

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK

[IF DEMAND IS THE SAME FOR ALL PRODUCTS (3), SKIP TO Q11; OTHERWISE ASK
Q10]

10. What are the reasons you think demand for ENERGY STAR <product> has
<increased/decreased>?

11. How does consumer demand for ENERGY STAR labeled <product category> in New
Jersey compare with demand in nearby states or market areas? Would you say that in
New Jersey demand is

1= Significantly Higher; 2= Somewhat Higher; 3=About the Same; 4= Somewhat
Lower; 5= Significantly Lower

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK
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[IF DEMAND IS THE SAME FOR ALL PRODUCTS (3) , SKIP TO Q13; OTHERWISE ASK
Q12]

12. What are the reasons you think demand for ENERGY STAR <product> is
<lower/higher> in New Jersey compared to nearby states or other market areas?

13. How do you monitor or measure consumer demand for specific products or product
features?

14. Which market areas (state or region) show the highest consumer demand? Which areas
show the lowest?

U Highest:
O Lowest:

Incremental Costs

15. [FOR EACH CATEGORY THAT THEY MANUFACTURE FROM A] Compared with
similar, non-ENERGY STAR models, do ENERGY STAR models cost more, less, or the
same amount to manufacture? Would you say significantly or somewhat more/less?
[RECORD IN TABLE BELOW]

1= Significantly More; 2= Somewhat More; 3=About the Same; 4= Somewhat Less; 5=
Significantly Less

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK

16. [FOR EACH CATEGORY THAT THEY MANUFACTURE FROM A] What is your
best estimate of the incremental retail cost to the consumer of an ENERGY STAR model
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over a similar non-ENERGY STAR model — in percentage terms? [RECORD IN
TABLE BELOW]

Technology Incremental Retail Cost (%)
Clothes Washers
Refrigerator
Room AC
Thermostats

Light Fixtures
Light Bulbs
Windows

17. And how has that incremental cost changed over the past three years? Would you say it
has. ..

1=Increased Significantly; 2= Increased Somewhat; 3=About the Same; 4= Decreased
Somewhat; 5= Decreased Significantly

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK

[IF INCREMENTAL COST IS THE SAME FOR ALL PRODUCTS (3) , SKIP TO Q19;
OTHERWISE ASK Q18]

18. Why has incremental cost <increased/decreased>?
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ENERGY STAR Market Share
[IF THEY DON’T SELL ANY ENERGY STAR MODELS (FROM 6), SKIP TO 23]

This time, please give me your best estimate for the percentage of products that your company
has sold in New Jersey and nationally over the past year that were ENERGY STAR labeled.

19. Approximately, what percentage of your New Jersey [product] sales in 2005 do you
estimate were ENERGY STAR labeled? . .. and nationally?
ENERGY STAR Percent of products that

Technology Percent of products that are are ENERGY STAR
ENERGY STAR in New Jersey | nationally

Clothes Washers
Dishwasher

Refrigerator
Room AC
Thermostats

Light Fixtures
Light Bulbs
Windows

20. And how has that percentage changed over the past three years? Would you say it has . .

1=Increased Significantly; 2=Increased Somewhat; 3=Stayed the Same; 4=Decreased
Somewhat; 5=Decreased Significantly

Clothes Washers 1 2 3 4 5 Other DK
Dishwasher 1 2 3 4 5 Other DK
Refrigerator 1 2 3 4 5 Other DK
Room AC 1 2 3 4 5 Other DK
Thermostats 1 2 3 4 5 Other DK
Light Fixtures 1 2 3 4 5 Other DK
Light Bulbs 1 2 3 4 5 Other DK
Windows 1 2 3 4 5 Other DK

21. [If increase or decrease] To what do you attribute the change?
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22. Do you see any differences in the sales of ENERGY STAR products versus standard

products such as differences by state, new construction vs. remodel, etc.? Please explain.

Energy Savings, Product Quality, and Non-Energy Benefits

23.

24,

25.

26.

What impact do you think ENERGY STAR products have on overall energy use and
bills? Would you say the use of ENERGY STAR products [READ LIST] energy use and
bills?

Significantly decreases

Somewhat decreases

Doesn’t affect

Somewhat increases

Significantly increases

Don’t Know

I Wy R Ry Wy W

What impact on energy consumption do you think customers perceive from ENERGY
STAR products?

Significantly decreases
Somewhat decreases
Doesn’t affect
Somewhat increases
Significantly increases
Don’t Know

(I Ry I Ry WAy

Do you believe that ENERGY STAR appliances/lighting/windows are higher quality
products than non-ENERGY STAR models?

O Yes
4 No
O Don’t know

Do you believe customers think that ENERGY STAR appliances/lighting/windows are
higher quality products than non-ENERGY STAR models?

O Yes
4 No
O Don’t know
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27.  What additional benefits (other than energy savings) do you think ENERGY STAR
products provide? [DO NOT READ, CHECK ALL THAT APPLY]

Better quality
Long life

Better performance
Greater reliability
More features
Better comfort
Easier to use
Less noise
Other (specify:
Other (specify:
None

(I Iy Ny Ny Iy Ny Ny Oy

28. [IF MULTIPLE RESPONSES TO Q27] Which non-energy benefits do you feel are most
important? How do they differ by product?

29. How important do you think these additional, non-energy benefits are in terms of selling
products? Would you say they are:

O Very important

O Somewhat important
O Not very important
O Not at all important
O Don’t know

[IF NECESSARY PROBE FOR DIFFERENCES BY PRODUCT]
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30. What do you consider to be the major barriers to customers purchasing ENERGY STAR®
Products? [DO NOT READ; RECORD MULTIPLE RESPONSES]

None

First cost of ES products

Lack of education and awareness

Few retailers carrying qualifying products

Lack of availability of qualifying products

Uncertainty about efficiency benefits

Other (specify: )
Don't know/unsure

o000 o0o00p

31. Please tell me how much you agree or disagree with each of the following statements.

Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,
somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

Statement Rating
Consumers understand the benefits of the ENERGY STAR label 1 2 3 4 5
Consumers associate ENERGY STAR label with greater efficiency 1 2 3 4
Consumers associate ENERGY STAR label with quality products 1 2 3 4 5

Marketing of ENERGY STAR

32. Do you leverage the ENERGY STAR label and brand in your own marketing?

O Yes

L NO oo e Skip to Q34

O 7o 1 (0 S SS Skip to Q34
33. How so?

34. In the past three years, has your company made any changes to its marketing of
ENERGY STAR products?

L Y S e Skip to Q36
O No
U Don’t know
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35. Why have you not changed your marketing practices for ENERGY STAR products?
[Skip to Q37]

36. What changes have you made? [PROBE FOR TYPE OF MARKETING PROGRAMS,
EXPERIENCES, AND USE OF ENERGY STAR SYMBOL/BRANDING]

37. How do ENERGY STAR products fit into your product line? [PROBE FOR MIX OF
ENERGY EFFICIENT VS. STANDARD WINDOWS, MOST COMMONLY
MANUFACTURED WINDOW (GLAZING, MATERIALS, U-FACTOR), ETC.]

[GO TO 38 IF Q1 = 1, ELSE SKIP TO 51]
Participant Questions (If Q1=Yes)

38. Please briefly describe your level of participation. What program activities do you
participate in? [DO NOT READ; CHECK ALL THAT APPLY]

U ENERGY STAR Lighting Incentive Program

QO Sales training for Windows

Q Other (specify: )
O None

39. Overall, how would you rate the effectiveness of the New Jersey ENERGY STAR®
Products program?

O Very effeCtiVe......ccoovieiicccc e Skip to 41
O Somewhat effectiVe.......cccvveieiiie i, Skip to 41
O Neutral ....ooovee e Skip to 41
O Not very effective

O Very ineffective

O Don't KNOW/UNSUIE ...c.vveieeiecieecie et Skip to 41
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40. Why do you rate the effectiveness of the New Jersey ENERGY STAR® Products
program this way?

41. Is there anything that you think should be changed about the program? [DO NOT
PROMPT; SELECT ALL THAT APPLY]

No suggestions

More marketing to the public

Make ES efficiency levels the industry standard

Help manufacturers or retailers with advertising

Too much of his time is needed

More training for manufactures or retailers

Have consultants spend more time with us

Better communication with what's going on with the program
More stringent criteria for participating retailers

Better coop advertising program

Provide incentives for manufactures or retailers

Provide additional incentives for consumers

Other (specify:
Other (specify:
Don't know/unsure

[y N Iy Iy N Iy Iy Ny Dy By

42. [IF MORE THAN ONE SUGGESTED CHANGE] Which one of these suggestions
would be most important to change?

43. What do you think the barriers are, if any, to participating in the New Jersey ENERGY
STAR® Products programs for businesses like yourself?

44. How effective is the New Jersey ENERGY STAR® Products program in reducing these
barriers? [PROBE: What do you need as far as support, information, or tools to help you
sell more ENERGY STAR® products?]
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45. The NJ Office of Clean Energy has identified several barriers to the market penetration of
ENERGY STAR products. On a scale from 1-5, with 1 being not very important at all
and 5 being very important please rate the current importance of the following barriers:

Market Barrier 1 - Not Important
5 - Very Important
Higher Cost 1 2 3 4 5
Lack of information on the benefits of energy efficiency and environmental 1 2 3 4 5
performance
Lack of availability of products 1 2 3 4 5
Uncertainty of efficiency benefits 1 2

46. To overcome these barriers the New Jersey ENERGY STAR program employs several
key strategies. On a scale from 1-5, with 1 being not successful at all and 5 being very
successful, please rate the effectiveness or success of the following strategies:

1 - Not Successful
Strategy 5 - Very Successful
3 4

Training for participating retailers

Training for selected manufacturers

Information for consumers

Cooperative advertising

Program web-site

N e e S
[CHE CHE RN CHE CRE N

5
3 4 5
3 4 5
3 4 5
3 4 5
3 4 5

Incentives for consumers

47. Now | am going to ask you to rate your satisfaction with each of the following aspects of
the ENERGY STAR Products program. For each, please rate your satisfactionona 1to 5
scale with 5 indicating extremely satisfied and 1 indicating extremely dissatisfied:

Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,
somewhat agree, or strongly agree with the following statements

1-extremely dissatisfied, 2-somewhat dissatisfied, 3-neither, 4-somewhat satisfied, 5-
extremely satisfied

Statement Rating

Quality of marketing support materials

Ease of participation

Responsiveness of program staff

Amount of co-op advertising support

Amount of paperwork required to participate

[ N S RN e e
CHN N I ORI CH I CN N
wWlw| w|lw|lw|w
B I S I N [~ I S RN S
aloa|lo|la|lo|o

The program overall
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FINALLY, I’d like to ask a few general questions:

48. What single aspect of the ENERGY STAR products program have you found most
helpful?

49. And what single aspect of the program have you found least helpful?

50. Do you have any final comments about the ENERGY STAR products program?

Non-Participant Questions (If Q1 is not yes)

51.  Areyou aware of the NJ ENERGY STAR Products Program?

U Yes
L NO o Skip to 54
O DOMEKNOW ..o Skip to 54

52.  What is the reason that you do not participate in the NJ ENERGY STAR Products
Program? [PROBE FOR DETAILS; DO NOT READ LIST; CHECK ALL THAT
APPLY]

Not enough marketing to the public

ES efficiency levels are already the industry standard

Program works with other manufacturers

Too much time is needed

Insufficient training for manufactures or retailers

Need consultants to spend more time with us

Need better communication with what's going on with the program
Criteria for participating retailers is too stringent

o000 o
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Better coop advertising program

Need incentives for manufactures or retailers
Need additional incentives for consumers
Other (specify:
Other (specify:
Don't KNOW/UNSUIE ......coviiiiiiiiieiie e Skip to 54

(I Wy O Ry WAy W

53. If these changes were made to the program, would you be more likely to participate?
U Yes
U No
U Don’t know

54. From your perspective, what should be part of a program to encourage increased adoption
of ENERGY STAR-qualified products by consumers?

55.  And what program features would be important in a program to encourage manufacturers
to offer more ENERGY STAR-qualified products?

Thank you! Those are all the questions | have today.
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NJ ENERGY STAR® Products Program
Retailer Telephone Survey

Respondent’s name:

Respondent’s title:

Store name:

Street address: City / Zip:

Phone number:

Interview date: Interviewer’s initials:

Good morning/afternoon, may | speak with [CONTACT NAME; IF NO CONTACT ASK FOR
THE STORE MANAGER]? My name is , and I’m calling from . We
are a consulting company under contract to the New Jersey Board of Public Utilities to conduct a
study with a small group of retailers that participate in energy efficiency programs. As part of
this study, | would like to ask about energy efficiency in your businesses. It usually takes about
10 minutes. Is this a good time?

L Y S e proceed
L1 N “What would be a good
time?”

[IF NECESSARY: The results of the research we are conducting are being used to plan for
future energy efficiency programs in New Jersey. Your answers will be combined with the
answers from a number of other retailers around the State to develop average statistics. We will
not report the information you provide other than in an aggregated form that protects your
individual identity and the identity of your store.]

A. Screening

I’ll read a list of items that some stores carry, and 1’d like for you to tell me if you carry these
items, and if so, how many different models you typically carry. The first one is... [IF
NECESSARY; PROMPT OR ASK TO SPEAK TO A PERSON MORE KNOWLEDGEABLE]

Technology How many models do they carry? Alternate Contact

Clothes Washers

Dishwashers

Refrigerator

Room AC

Thermostats

Light Fixtures
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Light Bulbs

Windows

Total

As | mentioned earlier, the main focus of this study is the energy efficiency of products sold in
New Jersey. The next several questions are specifically about the ENERGY STAR label and
programs.

1. Does your company participate in the ENERGY STAR Products program in New Jersey.
U Yes
LI N Skip to Q3
U Don’t know
[IF Q1 =1 ASK Q40-69, ELSE SKIP TO Q70-76 AFTER Q39]

2. Do you participate in the National ENERGY STAR Products program? This program is
operated by the Environmental Protection Agency. The ENERGY STAR label designates
higher efficiency products. Retailers can participate as a program partner by signing an
agreement and providing energy efficient options for their clients.

O Yes
O No
O Don’t know

3. How would you best describe your store? Would you say it is...[READ LIST]?
Appliance store

Furniture or Home furnishing store

Department store or Discount department store

Hardware store

Home improvement store

Lighting specialty store

Drug store

Grocery store

Window/Door specialty store

Building materials/Lumberyard

Other (specify: )

(I Iy Ny Iy Iy iy Ny Oy
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4. [FOR EACH CATEGORY THAT THEY SELL FROM A] For which of the product

categories | mentioned earlier do you sell at least one ENERGY STAR model?
[RECORD IN TABLE BELOW)]

Technology

At least one Energy Star Model

Clothes Washers

Dishwashers

Refrigerator

Room AC

Thermostats

Light Fixtures

Light Bulbs

Windows

Total

5. [FOR EACH CATEGORY THAT THEY SELL FROM A] How familiar are you with
ENERGY STAR models of <product category>. Would you say you are . . .

Clothes
Washers

Room

Dishwasher | Refrigerator Thermostats

AC

Light Light
Fixtures | Bulbs

Windows

Very Familiar

Somewhat Familiar

Slightly Familiar

Not at All Familiar

Other

Don't Know

6. For those products where you sell at least one ENERGY STAR model, how has your
familiarity with these ENERGY STAR products changed over the past year? Would you

say ithas. ..
Clothes . . Room Light Light .
Washers Dishwasher | Refrigerator AC Thermostats Fixtures | Bulbs Windows
Increased Significantly
Increased Somewhat
Stayed the Same
Decreased Somewhat
Decreased Significantly
Other
Don't Know
7. [IF ANY CHANGES] To what do you attribute the changes in your familiarity with
ENERGY STAR products?
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Incremental Costs

8. [FOR EACH CATEGORY THAT THEY SELL FROM A]For each of the following
product categories, please give me your best estimate of the incremental cost of an
ENERGY STAR model over a similar non-ENERGY STAR model — in percentage

terms.
Technology Incremental Cost of the Energy Star Model
Clothes Washers O Don't know
Dishwashers O Don't know
Refrigerator O Don't know
Room AC O Don't know
Thermostats O Don't know
Light Fixtures O Don't know
Light Bulbs O Don't know
Windows O Don't know
Total U Don't know
9. And how has that incremental cost changed during the last three years? Would you say it
has. ..
Vc\:lgﬁgrss Dishwasher | Refrigerator RX%m Thermostats Fik(it%?}as é:ﬁg; Windows

Increased Significantly

Increased Somewhat

Stayed the Same

Decreased Somewhat

Decreased Significantly

Other

Don't Know

10.  What factors have influenced the change in incremental cost?

ENERGY STAR Market Share

11. [FOR EACH CATEGORY THAT THEY SELL FROM A] I’ll go through that same list

one more time. This time, please give me your best estimate for the percentage of
products that your store has sold in the past 12 months that were ENERGY STAR
labeled. Remember: Your answers will only be used in combination with the answers
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from other retailers around the State to develop average statistics. [IF NECESSARY: We
will not report the information you provide other than in an aggregated form that protects
your individual identity and the identity of your store.]

Technology

Percent of Products sold that
have the ENERGY STAR label

Clothes Washers

Dishwashers

Refrigerator

Room AC

Thermostats

Light Fixtures

Light Bulbs

Windows

12.  And how has that percentage changed over the past three years? Would you say it has . ..

\%/IEQEZ?S Dishwasher | Refrigerator igom Thermostats Ilzzgthutres Eﬁgts Windows
Increased Significantly
Increased Somewhat
Stayed the Same
Decreased Somewhat
Decreased Significantly
Other
Don't Know
13.  Why do you think the percentage of ENERGY STAR-labeled units has changed?
14. Could you tell me approximately how many ENERGY STAR products you sold in each
category?
Technology Total Number Sold
Clothes Washers
Dishwashers
Refrigerator
Room AC
Thermostats
Light Fixtures
Light Bulbs
Windows
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Stocking and Display Practices

Now I’d like to talk briefly about your stocking and display practices.

15.  Thinking about the models of the products that you sell, how is the decision made on the
proportion of models that you display that are ENERGY STAR? [PROBE FOR
REASONS. DO NOT READ. AFTER EACH REASON GIVEN, ASK, “ANY
MORE?” AND RECORD ALL MENTIONED. IF NEED MORE SPACE, WRITE IN
THE MARGINS.]

O Want a mix of prices
[ASK HOW THIS AFFECTS THE PROPORTION OF ENERGY STAR MODELS
ON DISPLAY AND SELECT AN ANSWER OR RECORD UNDER “OTHER.”]

Have a mix of prices that match what we think our customers will want to pay
The market determines the proportion

We need to keep a supply of less-expensive models for our customers
Corporate office determines what we sell

Depends on the stock we have on hand

Our display space limits what we can display
[ASK HOW THIS AFFECTS THE PROPORTION OF ENERGY STAR MODELS
ON DISPLAY AND SELECT AN ANSWER OR RECORD UNDER “OTHER.”]

We stock what customers have asked for in the past
We can’t get more ENERGY STAR models from our distributor

We have almost all ENERGY STAR products now

[ASK HOW THEY DECIDED TO DISPLAY SUCH A HIGH PROPORTION OF
ENERGY STAR MODELS AND SELECT AN ANSWER OR RECORD UNDER
“OTHER.”]

O Other (specify:
O Other (specify:
O Don’t know

(I Ry I Ry WAy

000

16.  Of these factors affecting your stocking and display decisions, which is most important?
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17.  Over the past three years, have you increased, decreased, or left about the same the
proportion of units that you display in the store that are ENERGY STAR? Would you
say somewhat or significantly increased/decreased?

Clothes
Washers

Room

Dishwasher | Refrigerator Thermostats

AC

Light
Fixtures

Light
Bulbs

Windows

Increased Significantly

Increased Somewhat

Stayed the Same

Decreased Somewhat

Decreased Significantly

Other

Don't Know

18.  What factors influenced the decision to change the proportion of ENERGY STAR units

that you display in your store?

Promotion Practices

Next | have a few questions about your marketing and promotion practices.

19. Do you advertise your products in the newspaper, in other print media, or on the radio or
TV? [DO NOT READ LIST]

Radio
TV
Web site

(I Iy Iy Iy Iy Iy Wy

Don’t kn

No, don’t advertise
Newspaper/Neighborhood flyer

Yellow Pages
Other (specify:

Skip to Q24

None of these

ow

20. Do you use or mention the ENERGY STAR label in any of your advertising?

O Yes

Skip to Q23
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21.  Are there any differences in how much you use the ENERGY STAR label for different
products? What are those differences?

22, How has your use of the ENERGY STAR label in your advertising changed during the
last three years? Would you say it has...?

U Increased significantly

O Increased somewhat

U Stayed the same

U Decreased somewhat

U Decreased significantly
[SKIP TO Q24]

23. Is there a particular reason why you don’t use the ENERGY STAR label in your
advertising? [PROBE FOR DIFFERENCES BETWEEN PRODUCTS]

Consumer Demand

24. In what percentage of all your current sales transactions do customers ask for or about
ENERGY STAR?
a %

25. How has that percentage changed over the past three years?

Significantly less

Somewhat less

About the same

Somewhat more

Significantly more

Other ( )
Don’t know/Not applicable

o000 00

26.  What factors have influenced that change? [PROBE FOR DIFFERENCES BETWEEN
PRODUCTS]
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217.

Would you say customers have more interest, the same interest, or less interest in
ENERGY STAR products than they had a few years ago? Would you say significantly
or somewhat more/less?

O Significantly less
O Somewhat less
O About the same
0 Somewhat more
Q Significantly more

G. Training

28.

29.

30.

31.

How often do your salespersons receive a formal training session on the features of the
product line? By “formal” | mean a group training session rather than personal guidance.
[SELECT ALL THAT APPLY]

times per year
times per month
Weekly
When they are hired
No training session / Informal training ............ccocceevvvenens Skip to G11
Other (specify: )
Don’t know
Refused

o000 o

Who conducts the training? [SELECT ALL THAT APPLY]

U Store manager

U Brand representative

Q Other (specify: )
U Don’t know

Does this training usually address the energy efficiency of products?

L Y S Skip to Q32
O No

L DON"EKNOW i Skip to Q32

Why is energy efficiency not covered?
O (RECORD: )
O Don’t know
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32.

What type of information would be most useful for your business to have included in a
training session on ENERGY STAR products?

Energy Savings and Product Quality

33.

34.

35.

36.

What impact do you think ENERGY STAR products have on overall energy use and
bills? Would you say the use of ENERGY STAR products [READ LIST] energy use and
bills?

Significantly decreases

Somewhat decreases

About the same

Somewhat increases

Significantly increases

Don’t Know

(I Ry I Ry WAy W

What impact on energy consumption do you think customers perceive from ENERGY
STAR products?

Significantly decreases
Somewhat decreases
About the same
Somewhat increases
Significantly increases
Don’t Know

I Wy R Ry Wy W

Do you believe that ENERGY STAR appliances/lighting/windows are higher quality
products than non-ENERGY STAR models?

O Yes
4 No
O Don’t know

Do you believe customers think that ENERGY STAR appliances/lighting/windows are
higher quality products than non-ENERGY STAR models?

O Yes
4 No
O Don’t know
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37.  What additional benefits (other than energy savings) do you think ENERGY STAR
products provide? [DO NOT READ, CHECK ALL THAT APPLY]

Better quality

Long life

Better performance

Greater reliability

More features

Better comfort

Easier to use

Less noise

Other (specify: )
Other (specify: )
None Skip to 40 if Q1 = 1, Else Skip to 70

(I Iy Ny Ny Iy Ny Ny Oy

38. [If multiple responses to Q37] Which non-energy benefits do you feel are most
important? How do they differ by product?

39. How important do you think these additional, non-energy benefits are in terms of selling
products? Would you say they are: [PROBE FOR DIFFERENCES BY PRODUCT]

O Very important

O Somewhat important
O Not very important
O Not at all important
O Don’t know

[SKIP TO 40 IF Q1 = 1, ELSE SKIP TO 70]
Participant Questions (If Q1=Yes)

40. Please briefly describe your level of participation. What program activities do you
participate in? [CHECK ALL THAT APPLY]

0 ENERGY STAR Lighting Incentive Program
0 ENERGY STAR Room Air Conditioner Rebate Program
O Co-op advertising
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U Sales training
U Other (specify:

41. Do you utilize ENERGY STAR in-store point of purchase displays?
U Yes
U No
U Don’t Know/Refused
42. Have your sales staff attended the training sponsored by the ENERGY STAR Products
Program?
O Yes
LI NO oo Skip to 48
O Don’t Know
Has the training affected your ...? [RECORD RESPONSES IN FOLLOWING TABLE]
43. Promotion of ENERGY 2 es (How?
STAR products Q' No (Why not?
44. Awareness/Knowledge of - es (How?
ENERGY STAR products L No (Why not?
45. Ability to Educate O Yes (How?
Consumers regarding O No (Why not?
ENERGY STAR products
46. Ability to Sell ENERGY S Yes (How?
STAR products Q' No (Why not?

47.

48.

What aspect of the training was most useful? [DO NOT READ]
Information on availability of ENERGY STAR products
Information on potential energy savings

Information on other product features

Ideas for increasing sales of ENERGY STAR products
Other (specify:

(I Ry I Ry WAy

Other (specify:

Have you participated in any other regional or national training related to energy
efficiency of ENERGY STAR?

O Yes (describe:

4 No
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49.

50.

51.

Q

Don’t Know

Overall, how would you rate the effectiveness of the New Jersey ENERGY STAR®
Products program?

ooooo0oo

Very effeCtiVe .....oocveeiie e Skip to 51
Somewhat effectiVe........cccovvevvee i Skip to 51
N =T | USSR Skip to 51
Not very effective

Very ineffective

DoN't KNOW/UNSUIE ......coeveieieciieie e Skip to 51

Why do you rate the effectiveness of the New Jersey ENERGY STAR® Products
program this way?

What should be changed about the program? [PROBE FOR DETAILS; DO NOT READ
LIST; CHECK ALL THAT APPLY]

[y Iy I Ny Ny Ny My Dy Oy

No suggestions

More marketing to the public

Make ES efficiency levels the industry standard

Help manufacturers or retailers with advertising

Too much of his time is needed

More training for manufactures or retailers

Have consultants spend more time with us

Better communication with what's going on with the program
More stringent criteria for participating retailers

Better coop advertising program

Provide incentives for manufactures or retailers

Provide additional incentives for consumers

Other (specify:
Other (specify:
Don't know/unsure
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52. [IF MORE THAN ONE SUGGESTED CHANGE] Which one of these suggestions

would be most important to change?

53.  What do you consider to be the major barriers to customers purchasing ENERGY STAR®

Products? [DO NOT READ; MARK ALL THAT APPLY]

None
First cost of ES products

Lack of education and awareness

Few retailers carrying qualifying products
Lack of availability of qualifying products
Uncertainty about efficiency benefits
Other (specify:

ooooo0o0poo

Don't know/unsure

54, How effective is the New Jersey ENERGY STAR® Products program in reducing these

barriers? [PROBE: What do you need as far as support, information, or tools to help you

sell more ENERGY STAR® products?]

55. The NJ Office of Clean Energy has identified several barriers to the market penetration of

ENERGY STAR products. On a scale from 1-5, with 1 being not very significant at all

and 5 being very significant, please rate the current significance of the following barriers:

Market Barrier

1 - Not Significant
5 - Very Significant

Higher Cost 2 3 4
Lack of information on the benefits of energy efficiency and environmental 2 3 4
performance

Lack of availability of products 2 3 4
Uncertainty of efficiency benefits 2 3 4
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56.

To overcome these barriers the New Jersey ENERGY STAR program employs several
key strategies. On a scale from 1-5, with 1 being not successful at all and 5 being very
successful, please rate the effectiveness or success of the following strategies to

overcome the barriers:

1 - Not Successful
Strategy 5 - Very Successful
Training for participating retailers 1 2 3 4 5
Information for consumers 1 2 3 4 5
Cooperative advertising 1 2 3 4 5
Program web-site 1 2 3 4 5
Incentives for consumers 1 2 3 4 5

Please tell me how much you agree or disagree with each of the following statements.

Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,
somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

products

Statement Rating

57. Consumers understand the benefits of the ENERGY 12 3 4 5
STAR label

58. Consumers associate ENERGY STAR label with greater |1 2 3 4 5
efficiency

59.  Consumers associate ENERGY STAR label with quality (1 2 3 4 5

Now | am going to ask you to rate your satisfaction with each of the following aspects of the

ENERGY STAR Products program. For each, please rate your satisfaction on a 1 to 5 scale with
5 indicating extremely satisfied and 1 indicating extremely dissatisfied:

1-extremely dissatisfied, 2-somewhat dissatisfied, 3-neither, 4-somewhat satisfied, 5-extremely

satisfied

Statement Rating

60. Quality of marketing support materials 12 3 4 5
61. Ease of participation 12 3 4 5
62. Responsiveness of program staff 1 2 3 4 5
63.  Amount of co-op advertising support 1 2 3 4 5
64.  Amount of paperwork required to participate 12 3 4 5
65.  The program overall 12 3 4 5

FINALLY, I’d like to ask a few general questions:
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66.  What single aspect of the ENERGY STAR products program have you found most
helpful?

67.  And what single aspect of the program have you found least helpful?

68.  What changes, if any, would you recommend for the program?

69. Do you have any final comments about the ENERGY STAR products program?

Thank you! Those are all the questions | have today.

Non-Participant Questions (If Q1 is not yes)

70.  Are you aware of the NJ ENERGY STAR Products Program?

U Yes
L NO o Skip to 73
O DOMEKNOW ..o Skip to 73

71.  What is the reason that you do not participate in the NJ ENERGY STAR Products
Program? [PROBE FOR DETAILS; DO NOT READ LIST; CHECK ALL THAT
APPLY]
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U Not enough marketing to the public

U ES efficiency levels are already the industry standard

U Program works with other manufacturers

U Too much time is needed

U Insufficient training for manufactures or retailers

U Need consultants to spend more time with us

U Need better communication with what's going on with the program

U Criteria for participating retailers is too stringent

U Better coop advertising program

U Need incentives for manufactures or retailers

U Need additional incentives for consumers

U Other (specify:

U Other (specify:

L DOoN't KNOW/UNSUIE ... e Skip to 73
72. If these changes were made to the program, would you be more likely to participate?

U Yes

U No

U Don’t know

73.  What do you consider to be the major barriers to customers purchasing ENERGY STAR®
Products? [DO NOT READ; MARK ALL THAT APPLY]

None

First cost of ES products

Lack of education and awareness

Few retailers carrying qualifying products

Lack of availability of qualifying products

Uncertainty about efficiency benefits

Other (specify: )
Don't know/unsure

[y Ny I Iy Iy Ny
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Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,
somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

Statement Rating
74. Consumers understand the benefits of the ENERGY 12 3 4 5
STAR label
75. Consumers associate ENERGY STAR label with greater |1 2 3 4 5
efficiency
76.  Consumers associate ENERGY STAR label with quality |1 2 3 4 5
products

77, From your perspective, what should be part of a program to encourage increased adoption
of ENERGY STAR-qualified products by consumers?

78. And what program features would be important in a program to encourage retailers to
offer more ENERGY STAR-qualified products to consumers?

Thank you! Those are all the questions | have today.
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C&I Construction Program Participant Survey
January 13, 2006 Draft

Contents
Contact and Sample Information
Introduction
CPD. Confirm Participation Data
CPT. Categorize Participant Type
EE. Install other energy efficient equipment?
Program Issues
HOW. How and when learned about the program
Interaction With Program
TA. Technical Assistance
OP. Other Program Involvement
Feed. Feedback on Program
B. Program barriers
M. Market Changes due to the program
In. Indicators
S. Satisfaction
F. Firmographics
R. Recruit for On-Site
Z. Final Comments?

CONTACT AND SAMPLE INFORMATION

Company name
Contact Name

Phone

Utility

New Construction vs. Retrofit flag
School (Y/N flag)

NG~ E

measures listed]
9. Multiple-measures-installed (Y/N flag)
10. Recruit for on-sites (Y/N flag)
11. Government Y/N flag

INTRODUCTION

Address [May have more than one if more than one measure installed at different addresses]

Measures installed and date of installation [year only in some cases] [some will have multiple

Hello, my name is , and I’'m calling on behalf of the New Jersey Board of Public Utilities. We are
conducting a study about the New Jersey SmartStart Buildings program. 1’d like to ask you a few
guestions — for most people it takes 15 to 20 minutes. [IF NECESSARY': Your participation will help
state officials make decisions about future energy efficiency programs for businesses. I’m not selling
anything. If you have any questions about this survey or New Jersey Clean Energy programs, you can
call: (xxxx) xxx-xxxx. Your answers will be confidential, we will combine your answers with others

before reporting results.]

C&l Construction Program Surveys



CPD. CONFIRM PARTICIPATION DATA

Records we got from your utility indicate that you installed [equipment] in [year] at [address]. | would
like to talk to the person most knowledgeable about the decisions that led to this installation.

CPDL1. Are you the right person to talk to?
1. Yes - continue
2. No - Can you tell me who is the right person to talk to? Can you connect me to them?

Record name and phone number of the new contact. Restart survey from the beginning.
CPD2. Name:
CPDs. Phone:

CPD4. The records we got from your utility indicate that you received incentives in [year] from [utility]
as a rebate for installing the equipment. Is this correct?
1. Yes 2. No 8. Do not know 9. Refused

CPD5. [If CPD4=2 (no)] Did you not install that equipment or not get incentives or is something else
incorrect? [Probe. Do not read. Accept multiple responses.]

Installed the equipment but did not get incentive from utility

Did not install the equipment

Installed the equipment got an incentive from somewhere/someone else — not the utility

Installed the equipment but not at the address you cited

Installed some but not all of the equipment you listed

Other [Record verbatim] CPD5B.

oL E

[Terminate if CPD5=1 or 2 — did not install the equipment or recall getting an incentive.]
CPD6. [If CPD5=3] Who gave you the incentive for the equipment? [Record verbatim]

CPD7. [If CPD5=5] Which equipment did you not install? [Record verbatim]

CPT. Categorize Participant Type

CPT1. Did you install this/these measures as part of a new construction project, a renovation or
remodeling project, or to replace equipment? [Accept first answer.]

New construction

Renovation or remodeling

Replace existing equipment

Added new equipment but not new construction or renovation [un-prompted]

Other [Record verbatim] CPT1B.

Don’t know

Refused

ook wn PR

CPT2A. [If CPT1=3 (replacing existing equipment)] What was your motivation for replacing this
equipment? [Do not prompt. Accept multiple answers.]
1. Old equipment was broken
2. Expanding
3. Wanted energy efficient
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Wanted different features

Other [Record verbatim] CPT2A2.
Don’t know

Refused

© © o~

CPT2B.[If CPT1=1 (New Construction)] Was this for a building you occupy or that someone else
occupies?
1. We occupy
2. Someone else occupies

CPT3. [If CPT2B=2 (someone else occupies)] How would you characterize your business or
organization? [Read all. Check one]
1. Investment property owner and/or management company
2. Developer of properties, buildings, and/or projects
3. General contractor and occasional developer
4. Other [Record verbatim] CPT3B.

CPT4. Did you use an outside contractor to install this equipment?
1. Yes 2.No  8.Donotknow 9. Refused

CPT5. [If CPT4=1 (Yes)] Can you tell me the name of the company? [Record verbatim]
8. Do not know 9. Refused

EE. Install other energy efficient equipment?

EE1l. Since you installed this equipment, have you installed any other energy efficiency equipment?
1. Yes 2. No 8. Do not know 9. Refused

EE2. [If EE1=1 (installed other measures)] What did you install? [Record verbatim]

EE3. [If EE1=1 (installed other measures)] Did you get a rebate from your utility for installing these
measures?
1. Yes for all measures
2. No
3. Yes for some measures
8. Do not know
9. Refused

EE4. [If EE3=3 (yes some measures)] What equipment? [Record verbatim]

EE5. Were you aware that you could get increased incentives for installing more than one type of
measure? [Analysis Note: Indicator]
1. Yes 2.No  8.Donotknow 9. Refused

EE6. [If Sample multiple measures flag = Yes or EE3=1 or EE3=3] Did you get an increase in the
incentive for installing multiple measures?
1. Yes 2.No  8.Donotknow 9. Refused

EE7. [If EE1=1 (installed other measures)] On a scale of 1 to 5 where 1 is “not at all important” and 5
is “very important”, how important was your experience with the New Jersey SmartStart Buildings

C&l Construction Program Surveys



program (including its financial and technical assistance) in your decision to purchase this other
energy efficient equipment?
1. Not at all important - 5 Very important 8 Don’t know 9 Refused

PROGRAM ISSUES

HOW. How and when learned about the program

HOWZ1. How did you first learn that there were incentives available from your utility for the measures you
installed? [Do not read. Record first answer.]

Contractor told me

Architect told me

Engineering firm told me

Mailing from utility

Utility rep

Saw an ad

Newspaper

Retail display

9. Program web site

10.Previous installation

11.0ther [Record verbatim] HOW1B.

12.Don’t know

13.Refused

N~ E

HOW?2.[If HOW1 is > 1 and CPT4=1 (used installation contractor)] Did the contractor that installed this
equipment bring up the program and its incentives?
1. Yes 2.No  8.Donotknow 9. Refused

HOW3A. [If CPT1 > 1 (NOT New Construction)] When did you first learn about the energy
efficiency incentives? Was it BEFORE or was it AFTER you first began to think about installing
energy efficient equipment?

1. Before

2. After

8. Don’t know
9. Refused

HOWS3B. [If HOW3A=1 (After)] Did you learn about the energy efficiency incentives BEFORE or
AFTER you decided to install the specific energy efficient equipment that you installed?
1. Before
2. After
8. Don’t know
9. Refused

HOWS3C. [If CPT1=1 (New Construction)] To your best recollection, at what point in the project
construction and design process did you learn about the incentives? Was it during the: [Check one]
1. Schematic Design Stage or Prior (example - Conceptual drawings, single line diagrams, HVAC
selections not made, materials and finishes not set.)
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2. Design Development Stage (example - Design developed for owner’s review and approval, costs
delineated to compare to budget, drawings 50-60% complete, HVAC systems selected and
specified.)

3. Construction Documents Stage (example - All drawings and specifications are complete.)

4. After Project Bid Date

8. Do not know

9. Refused

HOWA4. Had you installed energy efficient measures like these in the past?
1. Yes 2. No 8. Do not know 9. Refused

HOWS. [If HOW4=1 (yes)] Had you received utility incentives for measures like these in the past?
1. Yes 2.No  8.Donotknow 9. Refused

HOWSG6. On a scale of 1 to 5 where 1 is “not at all important” and 5 is “very important”, how important
were the financial incentives from the New Jersey SmartStart Buildings program in your decision to
purchase this energy efficient equipment? [If they got more than one measure and they indicate the
answer varies across measures, say “Overall, on average across all the measures, how important were
the financial incentives?”]

1. Not at all important - 5 Very important 8 Don’t know 9 Refused

Interaction With Program

TA. Technical Assistance

TALA. [If CPT1=1 (New construction)] Did you get design assistance through the program while in the
design phase for this building?
1. Yes 2. No 8. Do not know 9. Refused

TAL1B. [If CPT1>1 (NOT New construction)] Did you get outside technical or design assistance in
association with this/these measure(s)?
1. Yes 2. No 8. Do not know 9. Refused

[If TALA or TA1B=2, 8, or 9, skip section]

TA2. Who provided that assistance? [Do not prompt. Accept multiple answers.]
Installation contractor

Utility personnel

Contractor hired by utility

Architect

Other [Record verbatim] TA2B.

Don’t know

Refused

©Cooogkrwn P

TA3. What did the assistance entail? [Record verbatim]

TA4. Onascale of 1to5where 1is “not at all important” and 5 is “very important”, how important
was that assistance in your decision to install the measure(s)?
1. Not at all important - 5 Very important 8 Don’t know 9 Refused
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TAS5.  What could be done to improve the technical assistance? [Record verbatim]

OP. Other Program Involvement

OP1. [If TAlA or TA1B=2, 8, or 9 (did not get technical assistance)] Did you have any other
involvement with the program or interaction with program staff other than receiving the incentive?
1. Yes 2.No  8.Donotknow 9. Refused

OP2. [If OP1=1 (yes)] What was that involvement? [Record verbatim]

OP3. On a scale of 1 to 5 where 1 is “not at all familiar” and 5 is “very familiar” how familiar are you
with the services and incentives the SmartStart Buildings program offers?
1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

Feed. Feedback on Program

FEED1.0n a scale of 1 to 5 where 1 is “not at all important” and 5 is “very important”, how important
was the New Jersey SmartStart Buildings program (including its financial and technical assistance)
in your decision to purchase energy efficient equipment when you did?
1. Not at all important - 5 Very important 8 Don’t know 9 Refused

FEED2.0n a scale where 1 is “not at all effective” and 5 is “very effective”, overall how would you rate
the effectiveness of the New Jersey SmartStart Buildings program?
1. Not at all effective - 5 Very effective 8 Don’t know 9 Refused

FEEDS3. [If FEED2 = 1 or 2] Why do you rate the effectiveness of the program this way? [Record
verbatim]

FEED4.What could be done to improve the program? [Record verbatim]

B. PROGRAM BARRIERS

And now | have a few quick questions on possible barriers that your organization faces with respect to
implementing cost-effective energy-efficiency opportunities. On a scale from one to 5, where 1 is very
insignificant and 5 is very significant, how significant are each of the following as obstacles to your
organization’s investment in cost-effective energy-efficiency opportunities?

1. Not at all important - 5 Very important 8 Don’t know 9 Refused

[Analysis note: Barriers starting with “BPU”” are defined by the BPU, others I defined.]

BPUL. Unfamiliarity or uncertainty with energy efficient building technologies and designs
BPU2. Bias toward first cost versus operating costs

BPU3. Compressed time schedules for design and construction

BPUA4. Aversion to perceived risk-taking despite the proven reliability of efficient technologies and
designs
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BPUS. Incentive structures and priorities for engineers, designers and contractors which are at variance

B1.

B2.

B3.

B4.

BS.

BG6.

B7.

B8.

B9.

with efficiency considerations.
Awareness of which products and services are available
Uncertainty over whether actual savings will be equal to or greater than estimated savings

Amount of time it takes to acquire enough information to make an informed decision to invest in an
energy-efficiency project

The time and cost associated with selecting contractors and negotiating project terms
Uncertainty over information provided by firms proposing efficiency-related projects

Disagreements between decision makers within your organization over the relative importance of
energy-efficiency related investments compared with other capital projects

Lack of access to financing for energy-efficiency related projects
Lack of use of formal financial analyses to evaluate energy equipment purchase decisions

Lack of availability of energy-efficient products and services

B10.What do you need as far as support, information, or tools to help you overcome these barriers?

[Record verbatim]

M. MARKET CHANGES DUE TO THE PROGRAM

ML1.

M2.

M3.

M4,

Has your organization developed a policy for the selection of energy-efficient equipment?
1. Yes 2.No  8.Donotknow 9. Refused

[If M1=1] Does this policy or specification require the use of the following kinds of equipment?
[Read List. Check all that apply.]

1. High-efficiency lighting

2. Lighting controls

3. High-efficiency packaged air conditioners or chillers
4. High-efficiency boilers

5. High-efficiency furnaces

6. High-efficiency water heaters

7. High efficiency motors

8. Variable speed motor controls, where appropriate

9. Energy management control systems

10.None of the above [Do not read]

[If M1=1] Does the policy require the use of any other kinds of equipment?
1. Yes 2.No  8.Donotknow 9. Refused

[If M3=1 (yes)] What? [Record verbatim]
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M5.

M6.

M7.

M8.

MO.

M10.

Does your organization have specific criteria for selecting energy efficient equipment based on
payback periods, life cycle costs, or internal rate of return?
1. Yes 2. No 8. Do not know 9. Refused

[If M5=1 (yes)] Which?

1. Payback period

2. Internal rate of return

3. Life-cycle cost analysis

4. Other [Record verbatim] M6B.
8. Don't know

9. Refused

[If M6=1 (payback period)] How many years or less must the project payback be?
-8. Do not know -9. Refused

[If M6=2 (internal rate of return)] What is the minimum percent rate of return required for energy-
efficiency related projects? [Record 10% as “10” not “0.10”]
-8. Do not know -9. Refused

Are the financial criteria used to make energy-related equipment selections the same as those used to
make other capital investments?
1. Yes 2.No  8.Donotknow 9. Refused

[If M9=2 (no)] How are they different? [Record verbatim]

IN. INDICATORS

I am going to read you a list of technologies. For each, please tell me whether you have installed any in
the past 2 years.

INL. In the past 2 years, have you installed | |? [Randomly rotate order of questions. Do not ask about

measures that are included in sample as installed.]
1. Yes 2.No  8.Donotknow 9. Refused

Rebate x% higher,
how likely to install

Technology INL. IN2. Aware | IN4. Seriously INS. ING. | IN7. | INS.
Installed of Considered Rebate | 10% | 25% | 50%
(Y/N) incentives Installing Mattered?
(YIN) (YIN) (YIN)

Chillers

w|>

Ground Source Heat
Pump

HVAC

Lighting

Lighting Controls

Motors

OMMmgi0

Variable Frequency
Drives

Gas Boilers
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| | Gas Cooling

J | Desiccant Gas
Cooling

Gas Furnaces

Gas Water Heating

MR

LED traffic lights [ask
only if Government
flag = Yes]

IN2. Were you aware that the program offers incentives for | |. [Ask of all technologies]
1. Yes 2. No 8. Do not know 9. Refused

IN3. In the past 2 years, have you seriously considered and rejected installing any of these technologies?
1. Yes 2.No  8.Donotknow 9. Refused

IN4. [If IN3=1 (yes)] Which? [Check in Seriously Considered column in table above]

[Programming note: For each technology were IN4=Yes, ask IN5-IN8 for the first technology, then the
next, then the next. Do not ask IN5 for each technology and then IN6 for each technology etc. Do this for
a maximum of 3 technologies (the first three mentioned).]

INS. [Ask separately for each technology where IN4=Yes and IN2=Yes (knew there were incentives on
this technology)] Did the amount of the incentives figure prominently in your decision to install
[technology]? [Rebate Mattered column in table above]

1. Yes 2.No  8.Donotknow 9. Refused

ING. [Ask separately for each technology where IN5=Yes] On a scale where 1 is not very likely and 5 is
very likely, if the incentives had been 10% higher, how likely would you have been to install the
technology? [10% column in table above]

1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

IN7. [If IN6<5] How likely would you have been if the incentives had been 25% higher? [25% column in
table above]
1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

IN8. [If IN7<5] How likely would you have been if the incentives had been 50% higher? [50% column in
table above]
1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

IN9. Should the New Jersey SmartStart Buildings program offer incentives on any other energy efficient
equipment that you would like to install?
1. Yes 2.No  8.Donotknow 9. Refused

IN10. [If IN9=1 (yes)] Which? [Record verbatim]
Now | am going to read you the same list of equipment. For each, please rate your current familiarity with
energy efficiency options for this kind of equipment, using a scale of 1 to 5 where 1 is “not at all familiar
and 5 is “very familiar”.

1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

IN11. How familiar are you with energy efficiency options for ...[Randomly rotate order of questions]
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. Chillers
. Ground Source Heat Pump
HVAC
. Lighting
. Lighting Controls
Motors
. Variable Frequency Drives
. Gas Boilers
Gas Cooling
Desiccant Gas Cooling
. Gas Furnaces
. Gas Water Heating
. LED Traffic Lights [ask only if Government flag = Yes]
. Building commissioning

ZIrRXES-"IOTIMOUO®T>

Now | am going to read you a list of services the program offers. For each, please tell me how familiar
you are with the services. On a scale of 1 to 5 where 1 is “not at all familiar” and 5 is “very familiar”

1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

IN12. How familiar are you with the program’s | ]1? [Repeat for each service.] [Randomly rotate

order of questions]

. New Construction Design Support services
Technical Assistance

Building Commissioning services

. Chiller Optimization services

Compressed Air studies

Support on commercial energy code requirements
. Training in commercial energy code requirements

GmMmMooOm>

S. SATISFACTION

Now | am going to ask you to rate your satisfaction with several aspects of the New Jersey SmartStart
Buildings program. For each, please rate your satisfaction on a 1 to 5 scale with 1 indicating very
dissatisfied and 5 indicating very satisfied.

S1.

S2.

S3.

S4.

SS.

S6.

ST.

1. Very dissatisfied - 5 Very satisfied 8 Don’t know 9 Refused
Project application and qualification process

Verification process for measure installation

Cost of participation

Quality of informational materials

Ease of participation

Responsiveness of program staff

Amount of paperwork required to participate

C&l Construction Program Surveys
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S8. The program overall

S9. On the same scale, how satisfied are you with the energy efficient equipment you purchased?

F. FIRMOGRAPHICS

The last few questions are about your business and are for classification purposes only.

F1. What is the majority of the space used for at this location? [Record first response]

A | Agriculture L | Apartments/Multifamily

B | Amusement, Social, and Recreational Buildings M | Office and bank building

C | Education, Schools, colleges, libraries, laboratories (non-manufacturing N | Public Assembly
owned)

D | Food Service, restaurants P | Public Order and Safety

E | Government Service Building Q | Religious Worship

F | Grocery / food sales R | Service

G | Health Care, hospitals and other health treatment S | Water / wastewater

H | Lodging, Hotel, Motel T | Warehouse and Storage (excluding

manufacturer owned)

J | Manufacturing plants, warehouse, laboratories (Identify Industry U | Other, miscellaneous non-residential
Type (e.g., chemical, food, paper, etc.) buildings

K | Mercantile

F2. Which of the following options best describes your company’s ownership category? Is it a single
establishment, one of a chain of establishments, a franchise, a branch office, a headquarters with
branch offices elsewhere, a government facility, an educational facility, or something else? [Record
first response]

1. asingle establishment

2. one of a chain of establishments

3. afranchise

4. abranch office

5. a headquarters with branch offices elsewhere
6. a government facility

7. an educational facility

8. Don’t Know

9. Refused

10.0Other [Record Verbatim] F2B.

F3. Does your business own or lease the space you occupy/manage at this location?
Own all

Lease all

Own some and lease some

Manage property

Other [Record Verbatim] F3B.

Don’t Know

Refused

©oook~wNE

FAA. Approximately how many full time employees or full time equivalents does your organization
have at your location(s) in New Jersey?
-8. Do not know -9. Refused
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FAB.

FSA.

F5B.

F6.

F7.

F8.

F9.

[If FAA = -8 (don’t know)] Is it [read categories]?
. Fewer than 5
5-9
10-19
.20-49
50-99
100 - 249
. 250 or more
. Don’t know
Refused

STIOITMUOm>

How many buildings does your organization own or manage in New Jersey?
. Do not know -9. Refused

1
00]

[If F5A = -8 (don’t know)] Is it [read categories]?
. More than one
2-5
6-10
.11-20
More than 20
Don’t know
. Refused

GOMmMoOm>

[If F4 > 1] How many new construction projects has your organization completed in the past 3
years?
-8. Do not know -9. Refused

Is your building located in a state-designated “Smart Growth” area?

1. Yes

2. No

3. | have multiple buildings, some are, some are not in Smart Growth areas
4. | have multiple buildings, all are in Smart Growth areas

5. I have multiple buildings, none are in Smart Growth areas

8. Do not know
9. Refused

What is the approximate total enclosed square footage of floor space your firm occupies and/or
manages at this location? [Location of the measure installed.] This area should include all heated and
unheated space in this building, including basements and storage areas if they are used by your
business/organization. Do not include space for parking. [Range = 10 — 10,000,000]

8. Do not know

9. Refused

Finally, what is your title?
CEO/president/director/CFO/VP
Business manager/general manager
Owner

Facilities/building engineer/manager
Maintenance manager/assistant
Operations manager/assistant
Utilities/energy managers/staff

NouokrwdE

C&l

Construction Program Surveys 13



8. Landlord/property manager
9. Other [Record verbatim] F8B.

R. RECRUIT FOR ON-SITE

[A sample of 10 participating end-use customers will be visited to support the baseline study report which
will assess engineering savings estimates.]

R1.

R2.

R3.

Z.

Z1.

[If Recruit for on-sites =Yes] We are scheduling site-visits at some of the participant sites to examine
the measures installed and verify the program’s energy saving estimates. We would like to send an
engineer to your site for this purpose, will that be OK with you?

1. Yes 2.No  8.Donotknow 9. Refused

[If R1 =2 (no)] I can assure you that our findings will have no affect on the incentives you received
or your ability to participate in the program in the future. We are evaluating the program’s
performance, not yours. Are you sure we cannot schedule an appointment?

1. Yes 2. No 8. Do not know 9. Refused

[If R1 or R2 =1 (yes)] Our engineer will be contacting you shortly to schedule an appointment.
Should he call you or someone else to schedule that?
1. Call me
2. Call someone else [Record name and phone number]
R3A. Name:
R3B. Phone:

FINAL COMMENTS?

That is all of my questions. Do you have any final comments about the New Jersey SmartStart
Buildings program? [Record verbatim]

Thank you very much for your time.

[Terminate]

[RECORD DATE, TIME CALLED, AND LENGTH OF INTERVIEW]

Call_Date:

Time_Called:

Interview_Length:
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C&I Construction Program Non-Participant Survey
January 13, 2006 Draft

Contents
Contact and Sample Information
Introduction
CPD. Confirm Participation Data
CPT. Categorize Type
EE. Got Rebate?
Program Issues
Interaction With Program
TA. Technical Assistance
OP. Other Program Involvement
Feed. Feedback on Program
B. Program barriers
M. Market Changes due to the program
In. Indicators
F. Firmographics
Z. Final Comments?

CONTACT AND SAMPLE INFORMATION

12. Company name

13. Contact Name

14. Address

15. Phone

16. Utility

17. New Construction vs. Retrofit flag
18. School (Y/N flag)

19. Government Y/N flag

INTRODUCTION

Hello, my name is , and I’m calling on behalf of the New Jersey Board of Public Utilities. We are
conducting a study about the New Jersey energy efficiency programs for businesses. 1’d like to ask you a
few questions — for most people it takes 15 to 20 minutes. [IF NECESSARY: Your participation will help
state officials make decisions about future energy efficiency programs for businesses. I’m not selling
anything. If you have any questions about this survey or New Jersey energy efficiency programs, you can
call: (xxxx) xxx-xxxx. Your answers will be confidential, we will combine your answers with others
before reporting results.]

CPD. CONFIRM PARTICIPATION DATA

I would like to talk to the person most knowledgeable about decisions related to purchasing and installing
energy-using equipment in your facility.

CPDL1. Are you the right person to talk to?
1. Yes - continue
2. No - Can you tell me who is the right person to talk to? Can you connect me to them?
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Record name and phone number of the new contact. Restart survey from the beginning.
CPD2. Name:
CPD3. Phone:

CPT. Categorize Type

[Categorize Participant Type in participant survey.]

CPTA. First, have you taken any actions in the past two years to conserve energy in your business?

1. Yes 2. No 8. Do not know 9. Refused

CPTB. What actions have you taken? [Do not prompt. Accept multiple answers.]
Chillers

Ground Source Heat Pump
HVAC

Lighting

Lighting Controls

Motors

Variable Frequency Drives
Gas Boilers

Gas Cooling

Desiccant Gas Cooling

Gas Furnaces

Gas Water Heating

M LED traffic lights

Other [Record Verbatim] CPTBL1.

rXe—IOTmmooOw>

CPT1. [If CPTA=1] Did you install this/these measures/take these actions as part of a new construction

project, a renovation or remodeling project, or to replace equipment? [Accept first answer.]
New construction

Renovation or remodeling

Replace existing equipment

Added new equipment but not new construction or renovation [un-prompted]

Other [Record verbatim] CPT1B.

Don’t know

Refused

©oook~wnE

CPT2A. [If CPT1=3 (replacing existing equipment)] What was your motivation for replacing this

equipment? [Do not prompt. Accept multiple answers.]
Old equipment was broken

Expanding

Wanted energy efficient

Wanted different features

Other [Record verbatim] CPT2A2.

Don’t know

Refused

ook wnE

CPT2B.[If CPT1=1 (New Construction)] Was this for a building you occupy or that someone else
occupies?
1. We occupy
2. Someone else occupies

C&l Construction Program Surveys
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CPT3. [If CPT2B=2 (someone else occupies)] How would you characterize your business or
organization? [Read all. Check one]
1. Investment property owner and/or management company
2. Developer of properties, buildings, and/or projects
3. General contractor and occasional developer
4. Other [Record verbatim] CPT3B.

CPT4. Did you use an outside contractor to install this equipment?
1. Yes 2.No  8.Donotknow 9. Refused

CPT5. [If CPT4=1 (Yes)] Can you tell me the name of the company? [Record verbatim]
8. Do not know 9. Refused

EE. Got Rebate?

[Analysis note: In Participant survey this section is: EE. Install other energy efficient equipment?]

EE3. [If CPTA=L1 (installed energy efficient measures)] Did you get a rebate from your utility for
installing these measures?
1. Yes for all measures
2. No
3. Yes for some measures
8. Do not know
9. Refused

EE4. [If EE3=3 (yes some measures)] What equipment? [Record verbatim]

EE3B. [If EE3 = 2] Did you apply for utility rebates for any of these installed measures?
1. Yes 2.No  8.Donotknow 9. Refused

EE3C. [Ask of everyone but skip if EE3B=1 (yes)] Have you applied for utility rebates for any energy
efficiency measures in the past two years (whether you have installed them or not)?
1. Yes 2. No 8. Do not know 9. Refused

[If EE3=2,8,9 skip to next section]

EE5. Were you aware that you could get increased incentives for installing more than one type of
measure? [Analysis Note: Indicator]
1. Yes 2. No 8. Do not know 9. Refused

EE6. [If Sample multiple measures flag = Yes or EE3=1 or EE3=3] Did you get an increase in the
incentive for installing multiple measures?
1. Yes 2. No 8. Do not know 9. Refused

EE7. [If EE3=1 or 3 (got rebate)] On a scale of 1 to 5 where 1 is “not at all important” and 5 is “very
important”, how important was the rebate in your decision to purchase this energy efficient
equipment?

1. Not at all important - 5 Very important 8 Don’t know 9 Refused

[If EE3 = 1 or 3 (got utility rebates) = Participant] Thank and terminate.
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PROGRAM ISSUES

Interaction With Program

TA. Technical Assistance
[Skip section if CPTA is not 1]

TA1B. [If CPT1>1 (NOT New construction)] Did you get outside technical or design assistance in
association with this/these measure(s)?
1. Yes 2.No  8.Donotknow 9. Refused

[If TA1A or TA1B=2, 8, or 9, skip section]

TA2. Who provided that assistance? [Do not prompt. Accept multiple answers.]
Installation contractor

Utility personnel

Contractor hired by utility

Architect

Other [Record verbatim] TA2B.

Don’t know

Refused

ook~ wnE

TA3. What did the assistance entail? [Record verbatim]

TA4. Onascale of 1to 5 where 1 is “not at all important” and 5 is “very important”, how important
was that assistance in your decision to install the measure(s)?
1. Not at all important - 5 Very important 8 Don’t know 9 Refused

TAS5.  What could be done to improve the technical assistance? [Record verbatim]

OP. Other Program Involvement

OP1. Have you had any involvement with the New Jersey SmartStart Buildings program or interaction

with program staff? [Analysis note: Participant version: “Did you have any other involvement with the program or interaction with program staff
other than receiving the incentive?”]

1. Yes 2. No 8. Do not know 9. Refused
OP2. [If OP1=1 (yes)] What was that involvement? [Record verbatim]
OP3. Onascale of 1to 5 where 1 is “not at all familiar” and 5 is “very familiar” how familiar are you

with the services and incentives the SmartStart Buildings program offers?
1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused
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Feed. Feedback on Program

FEED2.[If OP1=1] On a scale where 1 is “not at all effective” and 5 is “very effective”, overall how
would you rate the effectiveness of the New Jersey SmartStart Buildings program?
1. Not at all effective - 5 Very effective 8 Don’t know 9 Refused

FEED3. [If FEED2 =1 or 2] Why do you rate the effectiveness of the program this way? [Record
verbatim]

FEEDA.[If OP1=1] What could be done to improve the program? [Record verbatim]

B. PROGRAM BARRIERS

And now | have a few quick questions on possible barriers that your organization faces with respect to
implementing cost-effective energy-efficiency opportunities. On a scale from one to 5, where 1 is very
insignificant and 5 is very significant, how significant are each of the following as obstacles to your
organization’s investment in cost-effective energy-efficiency opportunities?

1. Not at all important - 5 Very important 8 Don’t know 9 Refused

[Analysis note: Barriers starting with “BPU”” are defined by the BPU, others | defined.]

BPU1. Unfamiliarity or uncertainty with energy efficient building technologies and designs
BPU2. Bias toward first cost versus operating costs

BPU3. Compressed time schedules for design and construction

BPUA4. Aversion to perceived risk-taking despite the proven reliability of efficient technologies and
designs

BPUS. Incentive structures and priorities for engineers, designers and contractors which are at variance
with efficiency considerations.

B1. Awareness of which products and services are available
B2. Uncertainty over whether actual savings will be equal to or greater than estimated savings

B3. Amount of time it takes to acquire enough information to make an informed decision to invest in an
energy-efficiency project

B4. The time and cost associated with selecting contractors and negotiating project terms
B5. Uncertainty over information provided by firms proposing efficiency-related projects

B6. Disagreements between decision makers within your organization over the relative importance of
energy-efficiency related investments compared with other capital projects

B7. Lack of access to financing for energy-efficiency related projects

B8. Lack of use of formal financial analyses to evaluate energy equipment purchase decisions
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B9. Lack of availability of energy-efficient products and services

B10.What do you need as far as support, information, or tools to help you overcome these barriers?
[Record verbatim]

M. MARKET CHANGES DUE TO THE PROGRAM

M1. Has your organization developed a policy for the selection of energy-efficient equipment?
1. Yes 2. No 8. Do not know 9. Refused

M2. [If M1=1] Does this policy or specification require the use of the following kinds of equipment?
[Read List. Check all that apply.]
1. High-efficiency lighting
2. Lighting controls
3. High-efficiency packaged air conditioners or chillers
4. High-efficiency boilers
5. High-efficiency furnaces
6. High-efficiency water heaters
7. High efficiency motors
8. Variable speed motor controls, where appropriate
9. Energy management control systems
10.None of the above [Do not read]

M3. [If M1=1] Does the policy require the use of any other kinds of equipment?
1. Yes 2.No  8.Donotknow 9. Refused

M4. [If M3=1 (yes)] What? [Record verbatim]

M5. Does your organization have specific criteria for selecting energy efficient equipment based on
payback periods, life cycle costs, or internal rate of return?
1. Yes 2.No  8.Donotknow 9. Refused

M6. [If M5=1 (yes)] Which?
1. Payback period
2. Internal rate of return
3. Life-cycle cost analysis
4. Other [Record verbatim] M6B.
8. Don't know
9. Refused

M7. [If M6=1 (payback period)] How many years or less must the project payback be?
-8. Do not know -9. Refused

M8. [If M6=2 (internal rate of return)] What is the minimum percent rate of return required for energy-
efficiency related projects? [Record 10% as “10” not “0.10”]
-8. Do not know -9. Refused

M9. Are the financial criteria used to make energy-related equipment selections the same as those used to
make other capital investments?
1. Yes 2. No 8. Do not know 9. Refused
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M10. [If M9=2 (no)] How are they different? [Record verbatim]

IN. INDICATORS

I am going to read you a list of technologies. For each, please tell me whether you have installed any in
the past 2 years.

IN1. In the past 2 years, have you installed | ]? [Randomly rotate order of technologies]
1. Yes 2. No 8. Do not know 9. Refused

Rebate x% higher,
how likely to install

Technology IN1. IN2. Aware | IN4. Seriously INS. ING. | IN7. | INS.
Installed of Considered Rebate | 10% | 25% | 50%
(Y/N) incentives Installing Mattered?
(YIN) (YIN) (YIN)

Chillers

w|>

Ground Source Heat
Pump

HVAC

Lighting

Lighting Controls

Motors

Mmoo

Variable Frequency
Drives

Gas Boilers

Gas Cooling

<=

Desiccant Gas
Cooling

Gas Furnaces

Gas Water Heating

TR

LED traffic lights [ask
only if Government
flag = Yes]

IN2. Were you aware that the SmartStart Buildings program offers incentives for | ]. [Ask of all
technologies]
1. Yes 2.No  8.Donotknow 9. Refused

IN3. In the past 2 years, have you seriously considered and rejected installing any of these technologies?
1. Yes 2.No  8.Donotknow 9. Refused

IN4. [If IN3=1 (yes)] Which? [Check in Seriously Considered column in table above]
[Programming note: For each technology were IN4=Yes, ask IN5-IN8 for the first technology, then the

next, then the next. Do not ask IN5 for each technology and then IN6 for each technology etc. Do this for
a maximum of 3 technologies (the first three mentioned).]
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INS. [Ask separately for each technology where IN4=Yes and IN2=Yes (knew there were incentives on
this technology)] Did the amount of the incentives figure prominently in your decision to install
[technology]? [Rebate Mattered column in table above]

1. Yes 2.No  8.Donotknow 9. Refused

ING. [Ask separately for each technology where IN5=Yes] On a scale where 1 is not very likely and 5 is
very likely, if the incentives had been 10% higher, how likely would you have been to install the
technology? [10% column in table above]

1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

IN7. [If IN6<5] How likely would you have been if the incentives had been 25% higher? [25% column in
table above]
1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

INS. [If IN7<5] How likely would you have been if the incentives had been 50% higher? [50% column in
table above]
1. Not very likely - 5 Very likely 8 Don’t know 9 Refused

IN9. Should the New Jersey SmartStart Buildings program offer incentives on any other energy efficient
equipment that you would like to install?
1. Yes 2.No  8.Donotknow 9. Refused

IN10. [If IN9=1 (yes)] Which? [Record verbatim]
Now | am going to read you the same list of equipment. For each, please rate your current familiarity with
energy efficiency options for this kind of equipment, using a scale of 1 to 5 where 1 is “not at all familiar
and 5 is “very familiar”.

1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

IN11. How familiar are you with energy efficiency options for ...[Randomly rotate order of questions]

A. Chillers

B. Ground Source Heat Pump
C. HVAC

D. Lighting

E. Lighting Controls

F. Motors

G. Variable Frequency Drives
H. Gas Boilers

I. Gas Cooling

J. Desiccant Gas Cooling

K. Gas Furnaces

L. Gas Water Heating

M. LED Traffic Lights [ask only if Government flag = Yes]
N. Building commissioning

Now | am going to read you a list of services the program offers. For each, please tell me how familiar
you are with the services. On a scale of 1 to 5 where 1 is “not at all familiar” and 5 is “very familiar”
1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

IN12. How familiar are you with the program’s | ]? [Repeat for each service.] [Randomly rotate
order of questions] [Pre-test note: If respondent *““not at all familiar’” with New Jersey SmartStart
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Buildings program (OP3=1), do they answer yes to ANY of these items? We may want to skip this
question where OP3=1.]

. New Construction Design Support services

Technical Assistance

Building Commissioning services

. Chiller Optimization services

Compressed Air studies

Support on commercial energy code requirements

. Training in commercial energy code requirements

@mMmMmoOwpy

F. FIRMOGRAPHICS

The last few questions are about your business and are for classification purposes only.

F1. What is the majority of the space used for at this location? [Record first response]

A | Agriculture L | Apartments/Multifamily

B | Amusement, Social, and Recreational Buildings M | Office and bank building

C | Education, Schools, colleges, libraries, laboratories (non-manufacturing N | Public Assembly
owned)

D | Food Service, restaurants P | Public Order and Safety

E | Government Service Building Q | Religious Worship

F | Grocery / food sales R | Service

G | Health Care, hospitals and other health treatment S | Water / wastewater

H | Lodging, Hotel, Motel T | Warehouse and Storage (excluding

manufacturer owned)

J | Manufacturing plants, warehouse, laboratories (Identify Industry U | Other, miscellaneous non-residential
Type (e.g., chemical, food, paper, etc.) buildings

K | Mercantile

F2. Which of the following options best describes your company’s ownership category? Is it a single
establishment, one of a chain of establishments, a franchise, a branch office, a headquarters with
branch offices elsewhere, a government facility, an educational facility, or something else? [Record
first response]

1. asingle establishment

2. one of a chain of establishments
3. afranchise

4. abranch office

5. a headquarters with branch offices elsewhere

6. a government facility

7. an educational facility

8. Don’t Know

9. Refused

10.0Other [Record Verbatim] F2B.

F3. Does your business own or lease the space you occupy/manage at this location?
Own all

Lease all

Own some and lease some

Manage property

Other [Record Verbatim] F3B.

Don’t Know

Refused

wWouk~whE
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F4A. Approximately how many full time employees or full time equivalents does your organization
have at your location(s) in New Jersey?

-8.

FAB.

F5A.

1
00]

F5B.

~TIOITMUOm>

GOMmMmoOm>

Do not know -9. Refused

[If FAA = -8 (don’t know)] Is it [read categories]?

. Fewer than 5

5-9
10-19

.20-49

50-99
100 - 249

. 250 or more
. Don’t know

Refused

How many buildings does your organization own or manage in New Jersey?

. Do not know -9. Refused

[If F5A = -8 (don’t know)] Is it [read categories]?

. More than one

2-5
6-10

.11-20

More than 20
Don’t know

. Refused

F6. [If F4 > 1] How many new construction projects has your organization completed in the past 3
years?

-8.

Do not know -9. Refused

F7. Isyour building located in a state-designated “Smart Growth” area?

1
2
3
4.
5
8
9

. Yes
. No
.| have multiple buildings, some are, some are not in Smart Growth areas

I have multiple buildings, all are in Smart Growth areas

. I have multiple buildings, none are in Smart Growth areas
. Do not know
. Refused

F8. What is the approximate total enclosed square footage of floor space your firm occupies and/or
manages at this location? This area should include all heated and unheated space in this building,

including basements and storage areas if they are used by your business/organization. Do not include

space for parking. [Range = 10 — 10,000,000]

8.
9.

Do not know
Refused

F9. Finally, what is your title?

1.
2.
3.

CEO/president/director/CFO/VP
Business manager/general manager
Owner
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Facilities/building engineer/manager
Maintenance manager/assistant
Operations manager/assistant
Utilities/energy managers/staff
Landlord/property manager

Other [Record verbatim] F8B.

©oNOA

Z. FINAL COMMENTS?

Z1. That is all of my questions. Do you have any final comments about the New Jersey SmartStart
Buildings program? [Record verbatim]

Thank you very much for your time.

[Terminate]

[RECORD DATE, TIME CALLED, AND LENGTH OF INTERVIEW]
Call_Date:

Time_Called:

Interview_Length:
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C&I Trade Ally Survey
January 10, 2006 Draft
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CONTACT AND SAMPLE INFORMATION

20. Company name

21. Contact Name

22. Address

23. Phone

24. Company type

25. Measures installed
26. Participant flag (Y/N)
27. On web site flag

A. INTRODUCTION

Hello, my name is , and I’'m calling from on behalf of the New Jersey Board of Public
Utilities. We are conducting a study about the New Jersey SmartStart Buildings program.

[Designers] | would like to talk to the person most knowledgeable about the market for energy efficient
equipment in New Jersey.

[Suppliers] | would like to talk to the person most knowledgeable about your sales of energy efficient
equipment in New Jersey.

Al. Are you the right person to talk to?
1. Yes - continue
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2. No — Can you tell me who is the right person to talk to? Can you connect me to them?

Record name and phone number of the new contact. Restart survey from the beginning.
A2. Name:
A3. Phone:

I’d like to ask you a few questions — for most people it takes 15 to 20 minutes. [IF NECESSARY: Your

participation will help state officials make decisions about future energy efficiency programs for

businesses. I’m not selling anything. If you have any questions about this survey or New Jersey Clean
Energy programs, you can call: (xxxx) xxx-xxxX. Your answers will be confidential, we will combine

your answers with others before reporting results.]

T. TYPE OF COMPANY

T1. First, can you describe your company for me? What kind of company are you?
Architects

Commissioning Service Providers
Compressed Air Consultants
Contractors/Installers

Developer

Design/Builders

Engineers

Energy Services

9. Suppliers-Wholesale
10.Suppliers-Retail

11.0ther [Record verbatim]

N~ E

T2. What kinds of products and services do you supply? [Record all that apply]
HVAC

Lighting

Controls

Boilers

Compressors

Motors

Electrical
Commissioning

9. Builder
10.Engineering services
11. Architectural services

NGO E

AF. AWARENESS AND FAMILIARITY

AF1. Onascale of 1to5where 1is “notat all familiar” and 5 is “very familiar”, how familiar are you

with the New Jersey SmartStart Buildings program? [If necessary: “It is a statewide program that

offers commercial and industrial customers an array of services and incentives to improve

construction, renovation and equipment upgrade projects. It is currently delivered in joint effort by

the New Jersey electric and gas utilities.”]
1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused
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Now | am going to read you a list of services the program offers. For each, please tell me how familiar
you are with the services on the same scale.
1. Not at all familiar - 5 Very familiar 8 Don’t know 9 Refused

AF2.  How familiar are you with the program’s [___]? [Repeat for each service.] [Randomly rotate
order of questions]

. New Construction Design Support services

Technical Assistance

Building Commissioning services

. Chiller Optimization services

. Compressed Air studies

Support on commercial energy code requirements

. Training in commercial energy code requirements

OTMmMmoOOm>

AF3. [For those >3] Have you had any involvement with providing these services through the
program?
1. Yes 2. No 8. Do not know 9. Refused

AF4. [If yes] What did it entail? [Record verbatim]

NON. NONPARTICIPANT REASONS FOR
NONPARTICIPATION

[Nonparticipants only. Participants skip to next section.]

NONL1. In the past 2 years has your company helped your customers install program-qualified equipment
for which they, or you, received a rebate from a New Jersey utility?
1. Yes 2.No  8.Donotknow 9. Refused

NONZ2. [If 1, Yes] What kind of equipment was that? [Record verbatim]

[Skip to next section. Treat these as participants from now on.]

NONS3. [If 2] What is the reason that you have not participated in the New Jersey SmartStart Buildings
program? [Record verbatim]

NON4. If these changes were made to the program, would you be more likely to participate?
1. Yes 2.No  8.Donotknow 9. Refused
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CPD. CONFIRM PARTICIPATION DATA

[Participants only]

[Designers/Architects] Records we got from the New Jersey utilities indicate that you had a role in getting
[equipment] installed in [year] for [company] as part of the New Jersey SmartStart Buildings program. [If
necessary:] The company was located at [location].

[All others] Records we got from the New Jersey utilities indicate that you installed [equipment] in [year]
for [company] as part of the New Jersey SmartStart Buildings program. [If necessary:] The company was
located at [location].

CPDL1. Is that correct?
1. Yes 2. No 8. Do not know 9. Refused

CPD2. [If CPD1=2 (no)] Did you not install that equipment or not do it through the program or is
something else incorrect? [Probe. Do not read. Accept multiple responses.]

Installed the equipment but did not get incentive from utility

Did not install the equipment

Installed the equipment got an incentive from somewhere/someone else — not the utility

Installed the equipment but not at the address you cited

Installed some but not all of the equipment you listed

Other [Record verbatim] CPD5B.

oM E

E. ENERGY EFFICIENT EQUIPMENT

E1. What kinds of equipment do you specify or install in commercial and industrial settings in New
Jersey? [Prompt, if necessary for appropriate types of equipment from the following table.] [Check
in table and record verbatim for those not in the table]

E1B. [For motors and VFDs] What sizes do you offer?

E2. Do you offer energy efficient versions or models for all of those products? [Skip for some
technologies noted in footnotes to table.]
1. Yes 2. No 8. Do not know 9. Refused

E3. [If no] Which do you offer energy efficient versions for? [Check in table]

E4. Are you aware of any quality or performance problems with energy efficient equipment or designs?
1. Yes 2.No  8.Donotknow 9. Refused

E5. [If yes] What are the problems? [Record verbatim] [Probe to understand whether the problems relate
to a particular brand or piece of equipment or whether they extend to all products in a class,
regardless of manufacturer.]
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A | Chillers
B | Ground Source Heat Pump NA 5
C | HVAC 1 1 7 7 7 7 1
D | Lighting 2 7 7 4 7 7 2
E | Lighting Controls 3 NA | Skip | Skip 5 5 3
F | Motors 6 6 6 6 6 6 6
G | Variable Frequency Drives 6 NA 6 6 NA 5 - 6
H | Gas Boilers AFUE
I | Gas Cooling NA 5 NA 5
J | Desiccant Gas Cooling NA 5 NA 5 -
K | Gas Furnaces AFUE
H EF or
L | Gas Water Heating AFUE
M | LED traffic lights NA NA

1. Specify split systems, air-to-air heat pumps, packaged terminal systems, water source heat pumps, central CX AC systems

2. Specify T8, T5, Metal Halide, CFL fixtures

3. Specify occupancy sensors, daylight dimmer systems, occupancy controlled hi-low controls for fluorescent, and HID controls

4. For pre-test, specify %T8s or T5s vs T12, CFL fixture vs incandenscent, metal halide vs standard efficiency [could be any type of fixture]. If
this proves unworkable in pre-test, then ask across all products.

5. See different wording for this combination.

6. Specify sizes: 1-5 HP; 6 - 20 HP; 21 - 50 HP; 51 - 100 HP; 101 - 200 HP; 201 - 500 HP. Pre-test for IC1+

7. Ask across all types of products within the category, not for specific products, eg ask about all lighting products, not T8s, T5s, etc.
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IC. Incremental Costs

IC1. For each of the technologies you carry, please give me your best estimate of the incremental cost of
the highest efficiency model over a similar standard-efficiency model — in percentage terms. First for
[ |. [Read list from table above]

[For gas cooling or desiccant gas cooling: “...incremental cost of gas cooling over the same capacity
electric system...”]
[For GSHP: “...incremental cost of GSHP over the same capacity electric air-source heat pump...”]

IC2. And how has that incremental cost changed during the last three years? For [

would you say it has

1.

Decreased Significantly

2. Decreased Somewhat

3. Neither decreased nor increased
4.

5. Increased Significantly

Increased Somewhat

IC3. What factors have influenced the change in incremental cost?

IC4. Would you say your margins on energy efficient equipment are

oeNOgrwdE

Quite a bit higher than for standard efficiency equipment
Somewhat higher

About the same

Somewhat lower, or

Quite a bit lower?

Don’t know

Refused

IN. Incentive Awareness

technology

IN1. Were you aware that the program offers incentives for | ]. [Ask of all technologies they specify
or install] [Analysis note: CPT2 in participants survey.]
1. Yes 2.No  8.Donotknow 9. Refused

IN2. [For those technologies aware of incentives] Have you helped any of your customers receive rebates
for these technologies?
1. Yes 2.No  8.Donotknow 9. Refused

IN3. What other technologies or measures do you think should receive utility incentives? [Record

verbatim]
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MS. Market Share

MS1. [For the categories that they sell an efficient model from above —for lighting see MS1B. Skip for
VFDs] I’ll go through that same list one more time. This time, please give me your best estimate
for the percentage of products that your company has sold or installed in the past 12 months
that were significantly more efficient than standard equipment. Remember: Your answers will
only be used in combination with the answers from other retailers around the state to develop
average statistics. [If necessary: We will not report the information you provide other than in an
aggregated form that protects your individual identity and the identity of your store.]

MS1B. [If install or specify lighting controls] Please give me your best estimate of the percentage of
projects that your company has worked on in the past 12 months that have included advanced
lighting controls with and without utility incentives.

MS1C. [If install or specify lighting controls] Please give me your best estimate of the percentage of floor
space that is governed by advanced lighting controls in the projects that your company has worked
on in the past 12 months with and without utility incentives.

MS2. And how has that percentage changed over the past three years? Would you say it has ...
[For VFDs, gas cooling, desicant gas cooling: “How have your sales of __ changed over the past
three years? Would you say they have...]
1. Decreased Significantly
2. Decreased Somewhat
3. Neither decreased nor increased
4. Increased Somewhat
5. Increased Significantly

MS3. Why do you think the percentage of energy efficient units has changed? [Record verbatim]

MS4A. [For Gas Boilers only] What is the efficiency of the standard boiler you install without utility
incentives? [Frame of reference: Protocols specify baseline of 80% AFUE from EPACT standard.]

MS4B. [For Gas Furnaces only] What is the efficiency of the standard furnace you install without utility
incentives? [Frame of reference: Protocols specify baseline of 78% AFUE from EPACT standard.]

MS5. What percent of the incremental cost do the utility incentives usually cover?
MS6. What percent of your energy efficient sales were made without utility rebates?

MS7. What percent of your customers would move [up to the energy efficient model]/[down to the
standard model] if the rebate covered [__]% of the incremental cost? [“Up” for numbers higher than
the respondent’s estimate in MS4. “Down” for the others.]

10%
25%
50%
75%

MS8. Could you tell me approximately how many units you sold in each category in 2005?
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P.

PROMOTION PRACTICES

Next I have a few questions about your marketing and promotion practices.

P1.

P2.

P3.

P4,

P5.

P6.

P7.

Do you advertise your products in the newspaper, in other print media, or on the radio or TV? [Do
not read list.]
1. Yes 2.No  8.Donotknow 9. Refused

Where do you advertise?
Newspaper
Neighborhood flyer
Radio

TV

Web site

Yellow Pages

Other [Record verbatim]
Don’t know

Refused

CoNOR~WNE

Do you refer to or highlight energy efficiency in any of your advertising?
1. Yes 2.No  8.Donotknow 9. Refused

[If no] Is there a particular reason why you do not? [Record verbatim]

Avre there any differences in how much you promote energy efficiency for different products?
1. Yes 2.No  8.Donotknow 9. Refused

[If yes] What are those differences? [Record verbatim]

How has your use of energy efficiency in your advertising changed during the last three years?
Would you say it has...?

Increased significantly

Increased somewhat

Stayed the same

Decreased somewhat

Decreased significantly

agkrwdE

CD. CONSUMER DEMAND

CD1.

CD2.

In what percentage of all your current [sales transactions]/[buildings] do customers ask for or
about the energy efficiency of the equipment?

How has that percentage changed over the past three years? Has it ...?
Increased significantly

Increased somewhat

Stayed the same

Decreased somewhat

Decreased significantly

orwbdE

C&l
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CD3.

CDA4.

What factors have influenced that change? [Probe for differences by product]

In what percentage of all your current [sales transactions]/[buildings] do you initiate a discussion

about the energy efficiency of the equipment?

CDs5.

aokrwbdE

CDe6.

How has that percentage changed over the past three years? Has it ...?
Increased significantly

Increased somewhat

Stayed the same

Decreased somewhat

Decreased significantly

What factors have influenced that change? [Probe for differences by product]

B. BARRIERS

Bal.What do you think the barriers are to participating in the New Jersey SmartStart Buildings program
for companies like yours? [Record verbatim]

Ba2.What do you consider to be the major barriers to customer participation in the New Jersey SmartStart
Buildings program? [Do not prompt. Check all that apply.]

1.
2. First costs

3. Lack of education and awareness
4. Uncertain of participating suppliers
5. Specific program requirements

6.
7
8
9
1

None

Bad rap when the program first started

. Not remaining in the building long enough to reap the benefits
. Other [Record Verbatim]

Don't know/unsure

b. Refused

Ba3.How effective is the New Jersey SmartStart Buildings program in reducing these barriers? Would
you say itis ...?

ook~ wnE

very ineffective
somewhat ineffective
neutral

somewhat effective
or very effective?
Don’t know

Refused
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Ba4.What could the program provide you to help you reduce these barriers? [PROBE: What do you need
as far as support, information, or tools to help you sell energy efficient equipment?]

And now | want to ask you about some possible barriers that your customers face when considering
energy-efficiency opportunities. On a scale from one to 5, where 1 is very insignificant and 5 is very
significant, how significant are each of the following as obstacles to your customer’s investment in cost-

effective energy-efficiency opportunities?
1. Not at all important - 5 Very important 8 Don’t know 9 Refused

[Analysis note: Barriers starting with “BPU”” are defined by the BPU, others | defined.]

BPU1. Unfamiliarity or uncertainty with energy efficient building technologies and designs
BPU2. Bias toward first cost versus operating costs

BPU3. Compressed time schedules for design and construction

BPU4. Aversion to perceived risk-taking despite the proven reliability of efficient technologies and
designs

BPUS. Incentive structures and priorities for engineers, designers and contractors which are at variance
with efficiency considerations.

B1. Awareness of which products and services are available
B2. Uncertainty over whether actual savings will be equal to or greater than estimated savings

B3. Amount of time it takes to acquire enough information to make an informed decision to invest in an
energy-efficiency project

B4. The time and cost associated with selecting contractors and negotiating project terms
B5. Uncertainty over information provided by firms proposing efficiency-related projects

B6. Disagreements between decision makers over the relative importance of energy-efficiency related
investments compared with other capital projects

B7. Lack of access to financing for energy-efficiency related projects
B8. Lack of use of formal financial analyses to evaluate energy equipment purchase decisions
B9. Lack of availability of energy-efficient products and services

B10.What do you need as far as support, information, or tools to help your customers overcome these
barriers? [Record verbatim]
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S. STRATEGIES

To overcome these barriers the New Jersey SmartStart Buildings program employs several key strategies.
On ascale from 1 to 5, with 1 being not successful at all and 5 being very successful, please rate the
effectiveness or success of the following strategies.

Sl

S2.

S3.

S4.

S5.

S6.

S7.

1. Not at all successful - 5 Very successful 8 Don’t know 9 Refused

Program emphasis on customer-initiated construction and equipment replacement events that are a
normal part of their business practice.

Coordinated and consistent marketing to commercial and industrial customers, especially large and
centralized players, such as national/regional accounts, major developers, etc.

Consistent efficiency and incentive levels for efficient electric and gas equipment and design
practices to permanently raise efficiency levels.

Prescriptive incentives for pre-identified efficiency equipment and custom measure incentives for
more complex and aggressive measures to permanently raise the efficiency levels of standard
equipment.

Design support/technical assistance to developers and their design team for new construction and
renovation projects to permanently raise the efficiency levels of design practices.

Specialized technical assistance for small commercial customers and educational institutions.

Technical support for newly enacted commercial energy code including training in energy code
requirements.

PROGRAM ISSUES

PE. Program Effectiveness

PE1.Overall, how would you rate the effectiveness of the New Jersey SmartStart Buildings program,

would you say it is ...?
very ineffective
somewhat ineffective
neutral

somewhat effective
or very effective?
Don’t know

Refused

ook wnPE

PE2.Why do you rate the effectiveness of the program this way? [Record verbatim]
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PE3.What should be changed about the program? [Record verbatim]

No suggestions

More marketing to the public

Make ES efficiency levels the industry standard
Help manufacturers or retailers with advertising
Too much of his time is needed

More training for manufactures or retailers
Have consultants spend more time with us
Better communication with what's going on with the program
More stringent criteria for participating retailers
10 Better coop advertising program

11.Provide incentives for manufactures or retailers
12.Provide additional incentives for consumers
13.0ther [Record Verbatim]

14.Don’t know

15.Refused

©CoNOOR~WNE

PE4.[If more than one suggested change] Which one of these suggestions would be most important to

S.

change?

Satisfaction

Now | am going to ask you to rate your satisfaction with several aspects of the New Jersey SmartStart
Buildings program. For each, please rate your satisfaction on a 1 to 5 scale with 1 indicating very
dissatisfied and 5 indicating very satisfied.

Sl

S2.

S3.

S4.

SS.

S6.

S7.

S8.

1. Very dissatisfied - 5 Very satisfied 8 Don’t know 9 Refused
Project application and qualification process

Verification process for measure installation

Cost of participation

Quality of informational materials

Ease of participation

Responsiveness of program staff

Amount of paperwork required to participate

The program overall
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W. Web Site

The website for the New Jersey SmartStart Buildings program includes contact information for
companies that offer energy efficient products and services.

WI1.

W2.

Wa3.

W4,

W5.

W6.

We [could/could not] find your company on that web site. Is that correct? [Use sample Web Site
flag]

1. Yes 2.No  8.Donotknow 9. Refused

Why did you choose [to/not to] have your company on that site? [Record verbatim]

[If on web site] Do you track whether you get customers who found you on that site?
1. Yes 2.No  8.Donotknow 9. Refused

[If No] Can you estimate how many referrals do you get in a typical month from the web site?
1. Yes 2.No  8.Donotknow 9. Refused

[If W3=1 track or W4=1 can estimate] How many referrals do you get in a typical month from the
web site?

[If W5>0] What percent of your business do they represent?

T. TRAINING

T1.

T2.

T3.

T4.

How often do your salespersons receive a formal training session on the features of the product line?
By “formal” | mean a group training session rather than personal guidance. [Select All That Apply]

times per year

times per month
Weekly
When they are hired
No training session [Skip rest of section]
Informal training only  [SKip rest of section]
Other [Record verbatim]
Don’t know [Skip rest of section]
Refused [Skip rest of section]

©CoOoNOR~WNE

ho conducts the training? [Select All That Apply]
. Store manager

. Other [Record verbatim]
. Don’t know
. Refused

W

1

2. Brand representative
3

8

9

Does this training usually address the energy efficiency of products?
1. Yes 2.No  8.Donotknow 9. Refused

[If yes] Why is energy efficiency not covered?
[Record verbatim]
8. Don’t know
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TS.

F1.

F2.

F3.

9. Refused

What type of information would be most useful for your business to have included in a training
session on the energy efficiency features of your products? [Record verbatim]

FIRMOGRAPHICS

Which of the following options best describes your company’s ownership category? Is it a single
establishment, one of a chain of establishments, a franchise, a branch office, a headquarters with
branch offices elsewhere, a government facility, an educational facility, or something else? [Record
first response]

1. asingle establishment

2. one of a chain of establishments
3. afranchise

4. abranch office

5. aheadquarters with branch offices elsewhere
6. a government facility

7. an educational facility

8. Don’t Know

9. Refused

10.Other [Record Verbatim] F2B.

Do you operate out of just one location or more than one in New Jersey?
1. One
2. More than one

[If more than one] How many?

FAA.  Approximately how many full time employees or full time equivalents does your organization

F4B.

have at your location(s) in New Jersey?
-8. Do not know -9. Refused

[If FAA = -8 (don’t know)] Is it [read categories]?
. Fewer than 5
5-9
10-19
.20-49
50-99
100 - 249
. 250 or more
. Don’t know
Refused

—IOITMUO®>
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F5. Finally, what is your title?

[Designer/Architects only. All others skip this section.]

©CoNOR~WNE

CEO/president/director/CFO/VP

Business manager/general manager

Owner

Facilities/building engineer/manager

Maintenance manager/assistant
Operations manager/assistant
Utilities/energy managers/staff
Landlord/property manager
Other [Record verbatim] F8B.

F6A. Approximately how many new construction projects per year is your organization involved with
in New Jersey?

F6B.

ook~ whdE

[If don’t know or refused] Is it

One

2-5

6-10
11-20

More than 20
Don’t know
Refused

F7. Interms of the new construction projects your firm is involved with, what are the four building types
in which you work most frequently? [Circle them below] For each of those four building types,
approximately what share of your work is associated with each building type? [Record percents]

% Agriculture

%

Apartments/Multifamily

% Amusement, Social, and Recreational Buildings

%

Office and bank building

%

Education, Schools, colleges, libraries, laboratories

(non-manufacturing owned)

%

Public Assembly

% Food Service, restaurants 9% Public Order and Safety
___ % Government Service Building ___% Religious Worship
% Grocery / food sales % Service
___ % Health Care, hospitals and other health treatment % Water / wastewater

% Lodging, Hotel, Motel __ % Warehouse and Storage

(excluding manufacturer
owned)

%

Manufacturing plants, warehouse, laboratories (Identify

%

Other, miscellaneous non-

Industry Type (e.g., chemical, food, residential buildings
paper, etc.)
% Mercantile % Vacant
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Z. FINAL COMMENTS?

Z1. That is all of my questions. Do you have any final comments about the New Jersey SmartStart
Buildings program? [Record verbatim]

Thank you very much for your time.
[Terminate]

[RECORD DATE, TIME CALLED, AND LENGTH OF INTERVIEW]
Call_Date:

Time_Called:

Interview_Length:
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COMBINED HEAT AND POWER PROGRAM SURVEY
INSTRUMENTS

Combined Heat and Power Program Surveys



CHP Program
Participating End Users
Survey Instrument

January 2006

Date

Respondent Name
ID

Start Time

End Time

Survey Administrator Name

Good morning/afternoon. My name is and I work for Summit Blue Consulting.
We are under contract with the New Jersey Office of Clean Energy (NJOCE), and I’m calling on
their behalf. We are conducting a survey of the owners of Combined Heat and Power system in
New Jersey in order to get a better picture of the market and the industry. NJOCE has instituted
some programs to support the adoption of Combined Heat and Power (CHPs) in New Jersey and
we are interested in talking to you about your experiences, your impressions of the current state
of the industry and trends you have seen that have had an impact on the markets for CHP in New
Jersey. The results of this research will be used to help NJOCE plan future programs to support
renewable energy resource development in New Jersey. This survey will take about 15 minutes;
do you have the time to talk with me about your experiences right now? (If Yes, continue with
survey. If No, Schedule a time to call back AM/PM, on Date).

NJOCE does not intend to release the information you provide other than in an aggregated form
that protects your identity.

1. We are interested in discussing the system for which a CHP incentive application
was submitted atthe __ facilityat __ address [PARTICIPANT]. (If records
available, say “According to our records, the following system was submitted for
a CHP program incentive.) Do you recall this project?

1. Yes =>» (Continue)

2. No = (If no, thank and terminate interview).

98. DK =» Is there another person with whom | should speak who might be
more familiar with your company’s involvement in the CHP program?

2. Confirm basic project information from program database (size, cost ,technology,
etc.)
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A. IMPORTANCE OF FACTORS

1-15. [All] On a scale of 1-5 where 1= Most Important, 2= Important, 3=Neutral,
4=Not Important, and 5=Irrelevant, how important were the following factors in
deciding whether to install a system, and/or which system to install?

<Important | Neutral | Irrelevant—>

1. Initial cost 1 2 3 4 5 DK
2. Fuel Costs 1 2 3 4 5 DK
3. O & M cost 1 2 3 4 5 DK
4. Lifetime cost 1 2 3 4 5 DK
5. Footprint 1 2 3 4 5 DK
6. Annual fuel use efficiency 1 2 3 4 5 DK
7. Electric energy efficiency 1 2 3 4 5 DK
8. Technology 1 2 3 4 5 DK
9. Marketing image 1 2 3 4 5 DK
10. Rapid availability 1 2 3 4 5 DK
11. Environmental benefits 1 2 3 4 5 DK
12. Monitoring and control 1 2 3 4 5 DK
13. Relationship with utility 1 2 3 4 5 DK
14. Need for backup/Redundancy 1 2 3 4 5 DK
15. Reliability/Continuous performance 1 2 3 4 5 DK

16. [All] What is the typical payback period you require when considering purchasing a
CHP system? (Years).
Years

17. [All] What is the typical payback period you would require when considering other
major equipment purchases? (Years)
Years
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B. KNOWLEDGE OF CHP

1. [All] How familiar are you with the different types of CHP systems?
1. Extremely familiar
2. Somewhat familiar
3. Slightly familiar
4. Not at all familiar
98. Don’t know

2. [All] Thinking back over the past two years, would you say your familiarity with
CHP systems has increased significantly, increased, stayed the same, decreased,
or decreased significantly?

1. Increased Significantly=>» a. How has it increased?
Increased Somewhat = b. How has it increased?

. Stayed the same

Decreased Significantly =» d. How has it decreased?
8. Don’t know

2
3
4. Decreased Somewhat =» c. How has it decreased?
5.
9

3= [All] [IF B2 =1 or 2] To what do you attribute your increase in awareness of CHP
systems? (Prompt,H-necessary—To-what-extent-has-New-Jersey’s- CHP-program
contributed-to-yourinereased-awareness?)

C. BASELINE PRACTICTICES/PERCEPTIONS

1. [AIll] In addition to the system discussed earlier has your company replaced or
installed any new CHP system at this or any other location(s) during the last two
years?

1. Yes
2. No
98. DK

2. [Al] [IF C1 = 1] How many of these were in New Jersey?

3.[All] [IF CO =1] What other locations, and when was the system installed at these
locations?
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Thinking specifically about the system installed at [LOCATION]:

3. How was the project initiated at your company?
1. Internal initiative and investigation/sought vendor bids afterwards
2. Vendor or manufacturer contact and initiated
3. Other
98. DK

4. Was any CHP feasibility analysis done prior to the submittal of the CHP program
incentive application?
1. Yes
2. No
98. DK

5. [IF C.5=1] Who performed the feasibility study and how was it funded?
1. Internally performed and funded
2. Consultant performed and internally funded
3. Vendor-performed and internally funded
4. Vendor-performed and funded
5. Other
98. DK

6. What was the main reason the decision was made to go with the specific CHP
system in the program incentive application? What were the main goals that were
set for the system?

7. What source of capital was planned to pay for the (net-of-program-incentive)

CHP system?
INtErNAl FUNOS ..o 1
FINANCING. ...t 2
Lease WIth VENUOT ... 3
Lease With third party ... 4
Energy Services AgQreemMeNt...........cccvevveieeieeriesiese e see e 5
Other
DK it 98
9. Did you consider any other types or makes of CHP systems?

1. Yes

2. No

98. DK

10. [IF C9 = 1] What were the makes and models of the other systems that were
considered? And how did the total costs (including installation and equipment)
differ with the alternatives you considered?
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Alt Make | Alt Model CHP Cap Cost Install Prime
(Y/N) Cost Mover

(o> T N4 2 B B S O R RS

11. [IF C9 = 1]Were any of the options considered cleaner generating than the one
ultimately chosen?
1. Yes
2. No
98. DK

12. [IF C11 =1] Why was the cleaner option not chosen?

13. [IF C9 = 1]Were any of the options considered more efficient than the one
ultimately chosen?
1. Yes
2. No
98. DK

14. [IF C13 =1] Why was the more efficient option not chosen?

15. How did the recoverable heat use affect you decision?

16. Were environmental concerns or image a part of your decision to purchase this
system?
1. Yes = Could you expand on the role it played in the decision making?
2. No

98. DK

17. Are there other special features that were considered?
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18. Were any more cutting-edge, emerging technologies considered for the site?
1. Yes
2. No
98. DK

19. [IF B.18=1] What technology? Why was it considered? Why eventually ruled
out?

20. [IF B.18=2] Why not?
21. What is the current status of the project?

1. Completed and received CHP incentive

2. Completed and awaiting verification and incentive
3. Under construction

4. In development

5. Cancelled

22. [IF C.21<5 SKIP TO 24.] What was the primary reason that the project was
cancelled? Other (secondary) reasons?

23. Is there any change in the CHP program that you believe would have allowed the
project to proceed, or was cancellation due to non-program factors?

24. [If CHP Operational] How satisfied have you been with the CHP system?
1. Very
2. Somewhat
3. Not very
4. Not at all
98. DK
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25. How did you become aware of the NJOCE CHP program?

26. When was that?

D. MARKET BARRIERS

1. What do you consider to be the major barriers to end users’ participation in the
New Jersey CHP program? (Do not prompt; Circle all that apply)

NONE .. 0
FIPST COSES ...ttt bbb 1
Lack of awareness of program..........cccccecevereneenenieseese e 2
Sufficient thermal 10ad............ccoooviiiiiiii 3
FUBT COSTS. ..ttt et 4
PAYDACK ......eiiiee et s 5
Lack of technical Knowledge ...........ccooviiiiiiiiniiieieee e 6
Other ( ) FETRR 7
DON't KNOW/UNSUIE ...t 98

3. How important was the CHP program incentive in your company/organization’s
decision to move forward?
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Thinking back over the past two years, do you think the [Read Barrier] CHP systems has
Increased significantly (1); Increased Somewhat (2); Stayed the Same(3); Decreased
Somewhat(3); or Decreased Significantly (5)?

Barrier <Increased Same Decreased—=>
4. |Initial cost of 1 2 3 4 5 DK
5. Operational cost of 1 2 3 4 5 DK

6—Maintenancecostof—————————— 12 3 4 5  PK

. Lability of
8—Stateof Technology-(asabarriento1—2— 34— 5 PK

9. Difficulty of Permitting (A9 1 2 3 4 5 DK
19. E'“'.el Hllt.)’l. o IFe.l||ﬁ||tt|||g_(Bu|IeI|ng) + 2 3 S bk

16. Cost of studies/selecting a 1 2 3 4 5 DK
17. Awvailability of financial incentives 1 2 3 4
(Prog inctvs more avail=decr bar)
18. Avail of technical assistance for 1 2 3 4 5 DK
(Prog tech asst more avail=decr bar)
19. Energy Savings available from

(More savings avail = decrinbar) 1 2 3 4 5 DK
20. Other Barrier 1 2 3 4 5 DK
21. Other Barrier 1 2 3 4 5 DK

22. Overall, do you feel these barriers are increasing, decreasing, or remaining the
same?
1. Increasing = Oa. Why?
Staying the same
2. Decreasing = 0b. Why?
98. DK

23. [All] [IF D20 = 2] To what do you attribute the decreases in the barriers?
(Prompt, if necessary: To what extent have New Jersey Clean Energy programs
contributed to your increased awareness?)
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E. CONFIRM ROLE /IMPORTANCE OF PROGRAM

1. [PARTICIPANT] Prior to your participation in the program, had you previously
conducted a feasibility study for the system?
1. Yes
2. No
98. DK

24. [PARTICIPANT] [IF EO = 1]How was the study funded?
1.Self-funded
2. Equipment vendor
3. University study
4. Consultant funded
5. Developer funded
6. Other:

25. [PARTICIPANT] [IF EO = 1] Was the system installed the same as what was
recommended by the study?
1. Yes
2. No
98. DK

26. [PARTICIPANT] [IF E3 = 2] Why did you elect to go with a different system or
setup?

27. [PARTICIPANT] [IF E3 = 2] What was different about the installed system
compared to the system recommended by the study?

6. Prior to your participation in the program, had you already included the system in
your corporate budget?
1. Yes
2.No
98. DK

7. How did the system purchased differ from the system that you would have
purchased if you had not participated in the program?

8. [IF OPERATIONAL] How has your energy use changed as a result of the
installation of your CHP system?
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9. [IF OPERATIONAL] Is your energy consumption different when the system is
running compared to when it is not?
1. Yes
2. No
98. DK

10. [IF EO = 1] How does it change?

F. PROGRAM EFFECTIVENESS

1. Overall, how would you rate the effectiveness of the New Jersey CHP program?

Very effective -> SKIP TO 5. 1
Somewhat effECtIVE .....oovvieicie e 2
LTV £ = SRR 3
NOt Very effeCtiVe .......ooov i 4
VEry UN-EFfECLIVE ....ouoiiiiieiic e 5
DON't KNOW/UNSUIE ...ttt ettt 98

2. Why do you rate the effectiveness of the New Jersey CHP program this way?

3. What should be changed about the program? (Do not prompt; Circle all that apply)

INO SUGGESTIONS ...ttt ettt bbb eneas 1
Higher incentive amOUNTS ..........cccveviiii i 2
Higher project size threshold for iNCENIVES ..........ccoovieieiiiiiineeee 3
Lower project size threshold for iNCENtIVES...........cccoveveiieiieiece e, 4
More marketing direCtly t0 end USEIS .........ccooiveiirininienieieeee e 5
Too much of his time is needed to complete paperwork ...........cccccevvennnne. 6
Should be more technical support for CUSTOMErS...........ccccvieieieninerien 7
More followup assistance to assist permitting, etC. .........ccccoevvvevevvereenenn, 8
More timely program annOUNCEMENTS ...........ccerereririeriieiieie e 9
Others

DON'T KNOW/UNSUIE ...ttt 98

4. IF MORE THAN ONE SUGGESTED CHANGE
Which one of these suggestions would be most important to change?
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5. Please tell me how much you agree or disagree with each of the following statements.
Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,

somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

a barrier to participate

Statement Rating
a. The CHP program has increased our awareness of CHP 1 2 3 4 5
b. Our company has the technical know-how to evaluate whether 1 2 3 45
CHP makes sense for us
c. The CHP program has increased our interest in CHP 1 2 3 45
d. [ For multiple-site companies] Our experience with the CHP 1 2 3 45
program increases the likelihood of CHP at other sites.
e. The application process for the CHP program does not present 1 2 3 4 5

FINALLY< I'd like to ask a few general questions:
29. What single aspect of the CHP program have you found most helpful?

30. And what single aspect of the program have you found least helpful?

31. Do you have any final comments about the CHP program?
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BUSINESS / FIRM-O-GRAPHIC MODULE

PARTICIPANTS AND NON-PARTICIPANTS

1. [All] What is the principal business activity in this building/site? [8.5, 8.6]
AGEICUITUIE bbbttt b bbbt e bttt et

Amusement, Social, and Recreational Buildings...........ccccoviiiiiiiiieniieeie e
Education, Schools, colleges, libraries, laboratories (non-manufacturing owned).................
FOOU SAIES ..ttt ettt sttt ettt n ettt e et e et nee s e e aenreenean
FOOO SEIVICE, FESTAUIANTS ....eveeeieeiiecetre et e e e e e ettt e e e e e e st eteessees b e et e eeesssasssraeeeeeesssasrareeeees
Government Service BUIAING ..........coviiiiiiiiic e
Health Care, hospitals and other health treatment ..............ccooo i
INPALIENT ..o e 7a
L@ 111 0= =T 0| PSSRSO 7b
Lodging, HOtel, MOTEl ........ooueie et
Y =T (o= (] [T PSPPI
Retail (Other Than Mall) ......coooviii e %9a
Enclosed and Strip MallS .........ccooveiiiiicice e 9b
MUBIFAMITY <ottt 10
5 APAMMENTS ... 10a
DOIMITOTY ..ttt bbbt eneas 10b
Office and bank BUIIAING .........oviiiiiie e 11
o] [T N0 1] o] VST PPRI 12
PUDIIC Order and SAFELY .........coiieieieiei s 13
] Lo L0 TU A 0] £ o SR 14
SBIVICE oottt bt bttt n s 15
Warehouse and Storage (excluding manufacturer owned) ...........ccooevveiiiiniininincneieens 16
Manufacturing plants, warehouse, [aD0ratories ..........cccccevieiiiiiiiie i 17
(Identify Industry Type (e.g., chemical, food, paper, etc.)
WWELEE [ WASTEWALET ....c.eiieieeii sttt sttt e et re e be st esee et enes 18
Other, miscellaneous non-residential bUIldingS...........cccveoeiieiiiei i 19
[ (o7 o | PP P UV TR 20

2. [All] Is your organization:

o] (0] | PR 1
Not for profit/NON-Profit..........ccoeiiiiiiii e 2
(@)1 1] SO S 3
DON"T KNOW L1tiiiiiiiiiiiiiiiieiiiiitieiebebebebebe bbb abbesrsrbrbebbsrsebssraasrarares 98
RETUSEA ... 99

Combined Heat and Power Program Surveys
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3. Approximately how large are your facilities that have participated in the program, in
square feet?

UP 10 5,000, 1
5,001 t0 10,000 ....ovviiiiieecrie et 2
10,001 £0 15,000 ...ccovviiieiiiiiee et 3
15,001 10 25,000 ....ociviiiiiiee et 4
25,001 10 50,000 ...ooeiiiiiiiiii i 5
50,001 t0 100,000 ....cccvveeirieiciie et 6
100,001 t0 200,000 .....ooeeiiirriiieieiieee e 7
200,001 t0 500,000 .....ooveiriieirieecree e 8
OVEr 500,000.......00uiiiiiiiiieiiiiii e 9
(0] o 1 A o [0 ) U UPP P 98
RETUSEA ..o 99
4. [All] Year Constructed [8.5, 8.6]
1919 OF BEFOIE ..t 1
192010 1945 ... 2
1946 10 1959 ..o 3
1960 10 1969 ...ovviiiiiiiie e s 4
197010 1979 .o 5
1980 10 1989 ....eviiieiiiiiee e s 6
199010 1999 ..o 7
2000-2002 ...eeiiiieeiiee e 8
Y 1 (= A 0[O R 9
DON’E KNOW Luuuiiiiiiiiiiiiiiiiiiiiiiiseriaiassrsesrersrsrarsrsrassesssrarsrarsrrrsraee 98
REFUSEA ... 99

5. [AIll] Approximately how many full time employees or full time equivalents does
your organization have at your locations in New Jersey? [8.5]

FEWEI tNAN'5 ...eii e 1
D0 O e 2
L0 10 19 ot 3
2010 49 ..o 4
5O 10 99 .. 5
100 10 249 ... 6
250 OF MOTE.....eoieeeiee ettt e 7
DON"E KNOW . 98
RETUSEA ... 99
6. [All] How many locations does your organization have in New Jersey? [8.5]
OB s 1
2 00 D s 2
B 10 10 1. 3
110 20 o 4
MOTE than 20 .......coviiiiieiiiiee e 5
Currently UnOCCUPIEA..........ooviiiiiiiiiiiieieie e 6
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(910 1 S o2 (0 1Y T 98

RETUSEA ... 99

7. [All] Is your organization independent, or part of a larger organization? [8.5]
INAEPENTENL.......ooiiiiiie e 1
Part of a larger organization..........ccccocvvveeveeveesee s 2
Other (SpeCify) 3
DONEKNOW ...ttt 98
RETUSEA ... e s 99

Combined Heat and Power Program Surveys
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CHP Program
Non-Participating End Users
Survey Instrument

January 2006

Date

Respondent Name
ID

Start Time

End Time

Survey Administrator Name

Good morning/afternoon. My name is and I work for Gabel Associates. We are
under contract with the New Jersey Board of Public Utilities” Office of Clean Energy (NJOCE),
and I’m calling on their behalf. We are conducting a survey of businesses in New Jersey that
may be candidates for the installation of Combined Heat and Power systems, in order to get a
better picture of the market and the industry. NJOCE has instituted some programs to support the
adoption of Combined Heat and Power (CHPs) in New Jersey and we are interested in talking to
you about your impressions of the current state of the industry and trends you have seen that have
had an impact on the markets for CHP in New Jersey. The results of this research will be used to
help NJOCE plan future programs to support renewable energy resource development in New
Jersey. This survey will take about 15 minutes. Would you be the right person within your
organization to talk about these issues? Do you have the time to talk with me about your
experiences right now? (If Yes, continue with survey. If No, Schedule a time to call back
AM/PM, on Date).

NJOCE does not intend to release the information you provide other than in an aggregated form
that protects your identity.
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B.

=

N

w

4.

KNOWLEDGE OF CHP

[All] Do you have responsibility within your organization for energy facility
energy usage and/or energy facilities? Please briefly summarize your role.

[All] How familiar are you with CHP systems as a source of energy?
5. Extremely familiar
6. Somewhat familiar
7. Slightly familiar
8. Not at all familiar
98. Don’t know

[All] Thinking back over the past two years, would you say your familiarity
with CHP systems has increased significantly, increased, stayed the same,
decreased, or decreased significantly?

22. Increased Significantly=» a. How has it increased?
23. Increased Somewhat =» b. How has it increased?

24. Stayed the same

25. Decreased Somewhat =» c¢. How has it decreased?

26. Decreased Significantly =» d. How has it decreased?

98. Don’t know

IF B.4. =1 or 2] To what do you attribute you increase in awareness of CHP
systems?

Combined Heat and Power Program Surveys
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C. PAYBACK PERIODS

1. [All] What would be the typical payback period you would require when
considering purchasing a CHP system? (Years).
Years

2. [All] What is the typical payback period you would require when considering
other major equipment purchases? (Years)
Years

Combined Heat and Power Program Surveys
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D. BASELINE PRACTICTICES/PERCEPTIONS

1. [AIll] Has your company replaced or installed any new CHP system at this or any
other location(s) in the State during the last two years? [IF YES, CONFIRM
NOT AS PART OF OCE CHP PROGRAM]

1. Yes
2. No
98. DK

[IF C1 =1 (CHP installations) SKIP TO C.5. IF C1>1 CONTINUE C.2 THRU
C.4THEN SKIP TOD.1]

2. Has your company seriously considered or evaluated the installation of a CHP
system during the last two years?

1. Yes

2. No

98. DK

3. [IF C.2.=2] Why has CHP not been seriously considered or evaluated?

4. [IF C.2 = 1] What was the reason that the decision was made not to proceed with
an installation of CHP? Would the availability of incentives to defray a portion of the
up-front capital costs have made a difference in that decision?

[FOR C.1>1 (no known CHP installation). END HERE AND SKIP TO D.1.]

5. [IF C.1.=1] How was the project initiated at your company?
1. Internal initiative and investigation/sought vendor bids afterwards
2. Vendor or manufacturer contact and initiated
3. Other
98. DK

27. Was any CHP feasibility analysis done prior to commitment to proceed?
1. Yes
2.No
98. DK
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28. [IF C.6. =1] Who performed the feasibility study and how was it funded?
1. Internally performed and funded

2. Consultant performed and internally funded
3. Vendor-performed and internally funded

4. Vendor-performed and funded
5. Other

98. DK

29. What was the main reason the decision was made to go with the specific CHP
system installed? What were the main goals that were set for the system?

9-23. [All] On a scale of 1-5 where 1= Most Important, 2= Important, 3=Neutral,
4=Not Important, and 5=Irrelevant, how important were the following factors in
deciding whether to install a system, and/or which system to install?

30.
31.
32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44,

45.

Initial cost
Fuel Costs

<Important | Neutral | Irrelevant->

1

O & M cost
Lifetime cost

Footprint
Annual fue

| use efficiency

Electric energy efficiency

Marketing image

Rapid availability

Environmental benefits

Monitoring and control
Relationship with utility

Need for backup/Redundancy
Reliability/Continuous performance

What source of capital was used to pay for the (net-of-program-incentive) CHP

system?

1
1
1
1
1
1
Technology 1
1
1
1
1
1
1
1

2

NNDNPNDNPNDNPNDNNMNDPNDNDNDDNDDNDDN

WWWWWWwWWwwWwwWwwwwwww

B T i i T S S A S S S A o

01 01 01 0101 01 O1 01 O1 01 01 01 01 01 O1

INtErNal FUNAS ..o 1
FINANCING. ...ttt 2
Lease WIth VENUOT ... 3
Lease With third party ... 4
Energy Services AQreemMeNt...........cccvevveieeieeiesieie e see e eee e 5
Other

DK ettt bbbt 98

DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
DK
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E. MARKET BARRIERS

1. What do you consider to be the major barriers to installation of a CHP system? (Do

not prompt; Circle all that apply)

FIPST COSES ..ttt
Lack of awareness of program...........ccccecevveieiiienesiesieese e
Sufficient thermal 10ad...........cccooeiiiiiiiii
FUBH COSTS...veiiiiieie e

Other (

DONt KNOW/UNSUIE ...t eee e e e e e eanan

2-10. On a scale of 1-5 where 1= Most Important, 2= Important, 3=Neutral, 4=Not

Important, and 5=Irrelevant, how would you rate the importance of the following

market barriers to the installation of a CHP system:?

<Most Important Neutral Irrelevant->

2. Initial cost of 1 2 3 4 5 DK
3. Operational cost of 1 2 3 4 5 DK
4. Difficulty of Permitting 1 2 3 4 5 DK
5. Cost of studies/selecting a 1 2 3 4 5 DK
6. Availability of financial incentives 1 2 3 4 5 DK
(Prog inctvs more avail=decr bar)
7. Avail of technical assistance for 1 2 3 4 5 DK
(Prog tech asst more avail=decr bar)
8. Energy Savings available from
(More savings avail = decrinbar) 1 2 3 4 5 DK
9. Other Barrier 1 2 3 4 5 DK
10. Other Barrier 1 2 3 4 5 DK
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11. Overall, do you feel these barriers are increasing, decreasing, or remaining the
same?
3. Increasing = 0Oa. Why?
2. Staying the same
3. Decreasing = 0b. Why?
98. DK

12. [IF D.11. = 3] To what do you attribute the decreases in the barriers? (Prompt, if
necessary: To what extent have New Jersey Clean Energy programs contributed to
your increased awareness?)
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E. PROGRAM EFFECTIVENESS

1. [All] How familiar are you with New Jersey’s CHP program?
1. Extremely familiar
2. Somewhat familiar
3. Slightly familiar
4. Not at all familiar
98. Don’t know

2. [IF F.1.<4] Why has your company not participated in New Jersey’s CHP program?

3. [IF F.1. =1 or 2] Overall, how would you rate the effectiveness of the New Jersey
CHP program?

VErY effECTIVE ..o 1
Somewhat effECtIVE ......oooviiiiiei e 2
I LTV L= SRR 3
NOt Very effeCtiVe .......ooov e 4
VEry UN-EFfECLIVE ..o 5
DON't KNOW/UNSUIE ...ttt ettt 98

4. What should be changed about the program? (Do not prompt; Circle all that apply)

INO SUGGESTIONS ...ttt 1
Higher incentive amOUNtS ..........cooveiiiic i 2
Higher project size threshold for iNCENIVES ..........cccoeieiiiiiiiineeeee, 3
Lower project size threshold for iNCENtIVES...........cccccveveiieiieii e 4
More marketing direCtly t0 nd USEIS .........cccovveiiririiienieeeee e 5
Too much of his time is needed to complete paperwork ...........cccccevvennnne. 6
Should be more technical support for CUSTOMErS...........ccocveieieieiiriseen 7
More followup assistance to assist permitting, etC. .........ccccocevveveviveveennn, 8
More timely program annOUNCEMENTS ...........cccereriririenieiiee e 9
Others

DON't KNOW/UNSUIE ...t 98

5. IF MORE THAN ONE SUGGESTED CHANGE
Which one of these suggestions would be most important to change?

Combined Heat and Power Program Surveys
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F. BUSINESS / FIRM-O-GRAPHIC MODULE

PARTICIPANTS AND NON-PARTICIPANTS

1. [All] What is the principal business activity in this building/site? [8.5, 8.6]
AGEICUITUIE bbbttt b bbbt e bttt et

Amusement, Social, and Recreational Buildings............ccccoviiiiiiiiinnieese e
Education, Schools, colleges, libraries, laboratories (non-manufacturing owned).................
FOOU SAIES ..ttt ettt sttt ettt n ettt e et e et nee s e e aenreenean
FOOO SEIVICE, FESTAUIANTS ....eveeeieeiiecetre et e e e e e ettt e e e e e e st eteessees b e et e eeesssasssraeeeeeesssasrareeeees
Government Service BUIAING ..........coviiiiiiiiic e
Health Care, hospitals and other health treatment ..............ccooo i
INPALIENT ..o e 7a
L@ 111 0= =T 0| PSSRSO 7b
Lodging, HOtel, MOTEl ........ooueie et
Y =T (o= (] [T PSPPI
Retail (Other Than Mall) ..o %9a
Enclosed and Strip MallS .........ccooveiiiiicice e 9b
MUBIFAMITY <ottt 10
5 APAMMENTS ... 10a
DOIMITOTY ..ttt bbbt eneas 10b
Office and bank BUIIAING .........oviiiiiie e 11
o] [T N0 1] o] VST PPRI 12
PUDIIC Order and SAFELY .........coiieieieiei s 13
] Lo L0 TU A 0] £ o SR 14
SBIVICE oottt bt bttt n s 15
Warehouse and Storage (excluding manufacturer owned) ...........ccooereiiiiniininencncicens 16
Manufacturing plants, warehouse, [aD0ratories ..........cccccevieiiiiiiiie i 17
(Identify Industry Type (e.g., chemical, food, paper, etc.)
WWELEE [ WASTEWALET ....c.eiieieeii sttt sttt e et re e be st esee et enes 18
Other, miscellaneous non-residential bUildingS...........ccovevevieiiieiciiecc e 19
[ (o7 o | PP P UV TR 20

2. [All] Is your organization:

o] (0] | PR 1
Not for profit/NON-Profit..........ccoeiiiiiiii e 2
(@)1 1] SO S 3
DON"T KNOW L1tiiiiiiiiiiiiiiiieiiiiitieiebebebebebe bbb abbesrsrbrbebbsrsebssraasrarares 98
RETUSEA ... 99
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3. Approximately how large are your facilities, in square feet?

UP 10 5,000.....cciiiiiiiiiiiiecie e 1
5,001 t0 10,000 ...ovviiiiiiiiie it 2
10,001 £0 15,000 ....cocvviieeiiiriee et 3
15,001 0 25,000 ....ccovviiieiiiiiie et 4
25,001 10 50,000 ...eeeeiiiriieiiciriee e 5
50,001 t0 100,000 .....vvviieiiiriiie e 6
100,001 t0 200,000 ....oveeeiiirrieieeiriee e 7
200,001 t0 500,000 ......ovviiiiiiiiieiiiiie e 8
OVEr 500,000.......c00iieiiriiieeiiiieee e 9
DON’E KNOW Luuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiaiarsrbrarersraearsssssssssrassssrsesrsraee 98
REFUSEA ... 99

4. [All] Approximately how many full time employees or full time equivalents does
your organization have at your locations in New Jersey?

FEWEr than 5 ..o 1
510 9 s 2
L0019 oot 3
20049 .o s 4
500 99 1. 5
100 E0 249 ..o 6
250 OF MOTE.....oiieee et 7
DON"t KNOW ..o 98
RETUSEA ... s 99
5. [All] How many locations does your organization have in New Jersey?
OB e 1
21005 s 2
G T O USSR 3
L1110 20 et e 4
MOre than 20 ........coiiiei e 5
Currently UnOCCUPIEA.......cc.eoveiieie e 6
DON’T KNOW .o 98
RETUSEA ... 99
6. [All] Is your organization independent, or part of a larger organization?
INAEPENAENL......ceiiiieeceee s 1
Part of a larger organization.............ccccoveeeirinineneieese e 2
Other (SpeCify) 3
DON T KNOW ...t 98
RETUSEA ...t 99
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CHP Program
Participating Developers
Survey Instrument

January 2006

Date

Respondent Name
Respondent Company
ID

Start Time

End Time

Survey Administrator Name

Good morning/afternoon. My name is and | work for Summit Blue Consulting.
We are under contract with the New Jersey Office of Clean Energy (NJOCE), and I’m calling on
their behalf. We are conducting a survey of the developers of the Combined Heat and Power
market in New Jersey in order to get a better picture of the market and the industry. NJOCE has
instituted some programs to support the adoption of CHPs in New Jersey and we are interested in
talking to you about your experiences, your impressions of the current state of the industry and
trends you have seen that have had an impact on the markets for CHP in New Jersey. The results
of this research will be used to help NJOCE plan future programs to support distributed
generation energy resource development in New Jersey. This survey will take about 15 minutes;
do you have the time to talk with me about your experiences right now? (If Yes, continue with
survey. If No, Schedule a time to call back AM/PM, on Date).

NJOCE does not intend to release the information you provide other than in an aggregated form
that protects your identity.

1. [AIll] We are interested in discussing the system inthe  facilityat _ address
[Participant] for which an incentive was applied for under the CHP program. (If
records available, say “According to our records, the following system was
proposed.) Do you recall this project?

1. Yes =>» (Continue)

2. No = (If no, thank and terminate interview).

98. DK = Is there another person with whom | should speak who might
be more familiar with your company’s involvement in the CHP program?

2. Confirm basic project information from program database (size, cost ,technology,
etc.)
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A. KNOWLEDGE OF CHP

1. [AIll] How familiar are you with the different types of CHP systems? [2.1]
1. Extremely familiar
2. Somewhat familiar
3. Slightly familiar
4. Not at all familiar
98. Don’t know

2. [All] Thinking back over the past two years, would you say your familiarity with

CHP systems has increased significantly, increased, stayed the same, decreased, or

decreased significantly?
5. Increased Significantly=» 2a. How has it increased?

Increased Somewhat =» 2b. How has it increased?

. Stayed the same

Decreased Significantly =» 2d. How has it decreased?

6

7

8. Decreased Somewhat =» 2c. How has it decreased?

9.
98. Don’t know

3. [AH] [IF A2 =1 or 2] To what do you attribute you increase in awareness of CHP

systems? (Prompt, if necessary: To what extent has the NJOCE’s CHP program
contributed to your increased awareness?)

4. [AIll] Thinking back over the past two years, would you say your company’s
resource commitment and level of activity in New Jersey related to CHP systems
has increased significantly, increased, stayed the same, decreased, or decreased
significantly?

1. Increased Significantly=» 2a. How has it increased?

2. Increased Somewhat =» 2b. How has it increased?

3.Stayed the same
4.Decreased Somewhat =» 2c¢. How has it decreased?

5.Decreased Significantly =» 2d. How has it decreased?

98. .Don’t know

5. [Al] [IF A4 =1 or 2] To what do you attribute your company’s increased resource

commitment and CHP activity in New Jersey? (Prompt, if necessary: To what
extent has the NJOCE’s CHP program contributed to your increased awareness?)
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B. BASELINE PRACTICTICES/PERCEPTIONS

1. [AIl] In addition to the specific system discussed earlier has your company replaced
or installed any new CHP system at any other location(s) during the last two years?

1. Yes

2. No

98. DK

2. [IF C1=YES] How many of these were in New Jersey?

3. [All] [IF CO > 0] What other locations, and when was the system installed at these
locations? Were any of these other projects funded through the CHP program?

Thinking specifically about the system at [LOCATION]:

4.  [AIl] What was the main reason this CHP system was planned for installation?
What were the main goals that were set for the system?

5. What is the current status of the project?

1. Completed and received CHP incentive

2. Completed and awaiting verification and incentive
3. Under construction

4. In development

5. Cancelled

6. [IF C.5<5 SKIP TO 8.] What was the primary reason that the project was
cancelled? Other (secondary) reasons?

7.  Isthere any change in the CHP program that you believe would have allowed the
project to proceed, or was cancellation due to non-program factors?
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8.  [All] Did you consider any other types or makes of CHP systems than the one that
was included in the CHP program application?
3. Yes
4. No
98. DK

9. [Al][IF C7 = 1] What were the makes and models of the other systems that were
considered? And how did the total costs (including installation and equipment)
differ with the alternatives you considered?

Alt Make | Alt Model | CHP Cap Cost | Install Prime
(Y/N) Cost Mover

~N (o (o [ B~ W IN |

10. [IF C7 = 1]Were any of these options cleaner generating than the one ultimately
installed?
5. Yes
6. No
98. DK

11. [IF B10 = 1] Why was the cleaner generating option not installed?

12. [IF B7 = 1] Were any of the other options considered more efficient than the
system ultimately installed?
1. Yes
2. No
98. DK

13. [IF B12 = 1] Why was the more efficient option not installed?

Combined Heat and Power Program Surveys 29




14. [All] How did the recoverable uses of heat affect your decision?
15.  Were any more cutting-edge, emerging technologies considered for the site?
1. Yes
2. No
98. DK
16. [IF B.15=1] What technology? Why was it considered? Why eventually ruled
out?
17. [IF B.15=2] Why not?
18. [AIll] Were environmental concerns or image a part of your choice of this system?

7. Yes =» Could you expand on the role it played in the decision making?
8. No

98. DK

19-33. On a scale of 1-5 where 5 is the highest, how important were the following

factors in deciding whether to install a system, and/or which system to install?

<Important | Neutral | Irrelevant>

19. Initial cost 1 2 3 4 5 DK
20. Fuel Cost

21. O & M cost 1 2 3 4 5 DK
22. Lifetime cost 1 2 3 4 5 DK
23. Footprint 1 2 3 4 5 DK
24. Annual fuel use efficiency 1 2 3 4 5 DK
25. Electric energy efficiency 1 2 3 4 5 DK
26. Technology 1 2 3 4 5 DK
27. Marketing image 1 2 3 4 5 DK
28. Rapid availability 1 2 3 4 5 DK
29. Environmental benefits 1 2 3 4 5 DK
30. Monitoring and control 1 2 3 4 5 DK
31. Relationship with utility 1 2 3 4 5 DK
32. Need for backup/Redundancy 1 2 3 4 5 DK
33. Reliability/Continuous performance 1 2 3 4 5 DK
34. [All] Are there other special features that were considered?
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C. MARKET BARRIERS

1. What do you think the barriers are to participating in the New Jersey CHP program

for vendors like yourself?

2. What do you consider to be the major barriers to customer participation in the New
Jersey CHP program? (Do not prompt; Circle all that apply)

NONE .. 0
FIPST COSES ..ttt bbb 1
Lack of awareness of program..........cccccecererienieeninieseese e 2
Sufficient thermal 10ad............cccooviiiiiiiii 3
FUBE COSTS. ..ttt 4
PAYDACK ......eciiee e s 5
Lack of technical Knowledge ...........ccooviieiiniiiiniseee e 6
oter (. 7
DON't KNOW/UNSUIE ...ttt 98

3. How effective is the New Jersey CHP program in reducing these barriers?
(PROBE: What do you need as far as support, information, or tools to help you sell

the CHP concept in New Jersey?)

Thinking back over the past two years, do you think the [Read Barrier] CHP systems has
Increased significantly (1); Increased Somewhat (2); Stayed the Same(3); Decreased

Somewhat(3); or Decreased Significantly (5)?

Barrier <Increased Same Decreased—>
4. Initial cost of 1 2 3 4 5 DK
5. Operational cost of 1 2 3 4 5 DK
6. Maintenance cost of 1 2 3 4 5 DK
7. Auvailability of 1 2 3 4 5 DK
8. State of Technology (as a barrier)to 1 2 3 4 5 DK
9. Difficulty of Permitting (Air) 1 2 3 4 5 DK
10. Difficulty of Permitting (Building) 1 2 3 4 5 DK
11. Availability of information on
(Lack of information being a barrier) 1 2 3 4 5 DK
12. End-user awareness of
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[

(Lack of awareness being a barrier)
13. Internal approval process for
(Difficult process being a barrier)
14. Tariffs on (Utility tariffs)
15. Utility Interconnection
16. Cost of studies/selecting a
17. Availability of financial incentives
(Prog inctvs more avail=decr bar)
18. Avail of technical assistance for 1
(Prog tech asst more avail=decr bar)
19. Energy Savings available from
(More savings avail = decrinbar) 1
20. Other Barrier 1
21. Other Barrier 1

e

NDNDNDNDN

N

Wwwww

w w

B Ll S

SN

4
4
4

o1 01 01 O1 O1

(63}

DK

DK
DK
DK
DK
DK

DK

DK

DK
DK

22. [All] Overall, do you feel these barriers are increasing, decreasing, or remaining the

same?
1. Increasing =» 0a. Why?

2. Staying the same
3. Decreasing = Ob. Why?

98. DK

F. PROGRAM EFFECTIVENESS

1. Overall, how would you rate the effectiveness of the New Jersey CHP program?

Very effective -> SKIP TO 5. 1
Somewhat effECtIVE ......oovviieiee e 2
INEULTAL .. 3
NOL Very effeCtiVe ..o 4
Very UN-effECHIVE ..o 5

DON't KNOW/UNSUIE ... eeeeeeeemenenne

2. Why do you rate the effectiveness of the New Jersey CHP program this way?
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3. What should be changed about the program? (Do not prompt; Circle all that apply)

INO SUGGESTIONS ...ttt b e sre e 1
Higher inCentive amOUNTS ..........cocveiiiieiecce e 2
Higher project size threshold for INCENLIVES ..........cccoviiiieiiiecc e, 3
Lower project size threshold for iNCENtIVES...........cccvveveeieiieie e 4
More marketing directly t0 end USEIS ........ccovviieiieiieiicie e 5
Too much of his time is needed to complete paperwork ...........cccccevvereenne. 6
Should be more technical support for CUStOMErS........cccocevveiiiiieniiieee 7
Better communication With VENAOIS .........cccoceviiiiinininieee e 8
More timely program anNOUNCEMENTS .........ccvereririieriieie e 9
others 10
DON't KNOW/UNSUIE ...ttt e 98

4. IF MORE THAN ONE SUGGESTED CHANGE

Which one of these suggestions would be most important to change?

5. Please tell me how much you agree or disagree with each of the following statements.
Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,

somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

a barrier to participate

Statement Rating
a. Large (Lmw and >) customers understand the benefitsof CHP | 1 2 3 4 5
b. Smaller customers (<1mw) understand the benefits of CHP 1 2 3 45
c. The CHP program has increased customer interest in CHP 1 2 3 45
d. The CHP program has increased your firm’s resource 1 2 3 45
commitment to CHP in NJ
e. The application process for the CHP program does notpresent | 1 2 3 4 5
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FINALLY< I'd like to ask a few general questions:
29. What single aspect of the CHP program have you found most helpful?

30. And what single aspect of the program have you found least helpful?

31. Do you have any final comments about the CHP program?
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G. (BUSINESS / FIRM-O-GRAPHIC MODULE)

GL1. [All] Approximately how many full time employees or full time equivalents does your

organization have at your locations in New Jersey?
FEWEN thaN 5 ..o et

P20 (o T TP
B0 T0 9 e ————————
O[O o] G 1Y/ (o =TSRRI

G2. [All] How many locations does your organization have in New Jersey State?

N8 e —————————

Currently UNOCCUPIEA.........ceeiiiiiie ettt e
DON T KKNOW ...ttt
RETUSEA ..ottt nre e

G3. [All] Has the introduction of the CHP program caused your organization dedicate additional

resources in New Jersey in any of the following areas?

G3a Office locations? [If Yes] How many?

G3b. Sales Staff? [If Yes] How many?
G3c. Technical Staff? [If Yes] How many?
9998 = Don’t Know

G4. [All] Is your organization independent, or part of a larger organization?
LT 1= 1< o [=] o PSS
Part of a larger organization............c.cccvevevueiieieeie s
Other (SPeCify) e —————
DON T KNOW ... s
RETUSEA ... s

G5. [AIl] What is your company’s target market for CHP applications? [Circle all that apply]

SBOKW ittt bbb bbb
50-LO0KW ...ttt sttt enn
L0L-250KW ..ottt
251-500KW ...vveiieieiieiese ettt e
BOLKW-1,000KW ....ciiiieriiieiiieii ettt s e e e s e e e e s e sare e e e enres
1,001-3,000KW.....coiviieierieiieiesieee et
33,000 KW ..ottt
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DONT KNOW/UNSUIE ...ttt ettt e e et e ettt e e e e e et eeeeeeeeserrereeeees
ST LU= TR

G6. What CHP technologies does your company actively market?

Combined Heat and Power Program Surveys

36



CLOSING MODULE

1. Are you aware of any end users in New Jersey who have installed CHP systems
which may have been eligible for participation in NJOCE’s CHP program, but
which were not participating projects?

2. Do you have any estimates of the potential CHP market size in New Jersey State?

3. [All] Do you have any estimates of the current market penetration of CHP?
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MCAC CHP
Manufacturers & Dealers
Survey Instrument

January 2006

Date

Respondent Name
ID

Start Time

End Time

Survey Administrator Name

Good morning/afternoon. My name is and | work for Summit Blue Consulting.
We are under contract with the New Jersey Office of Clean Energy (NJOCE), and I’m calling on
their behalf. We are conducting a survey of the Manufacturers and Distributors of Combined
Heat and Power equipment in order to get a better picture of the market and the industry. NJOCE
has instituted some programs to support the adoption of CHPs in New Jersey and we are
interested in talking to you about your experiences, your impressions of the current state of the
industry and trends you have seen that have had an impact on the markets for CHP in New Jersey.
The results of this research will be used to help NJOCE plan future programs to support
renewable energy resource development in New Jersey.

Are you in fact the best person to talk to regarding the New Jersey market?

(If Yes, continue with survey. If No, ask to whom you should speak and restart with
that person).

This survey will take about 10 minutes; do you have the time to talk with me about your
experiences right now? (If Yes, continue with survey. If No, Schedule a time to call back
AM/PM, on Date).

NJOCE does not intend to release the information you provide other than in an aggregated form
that protects your identity.

A. TYPES OF EQUIPMENT, SALES, AND MARKET STRUCTURE

1. How many different types of CHP equipment do you manufacture/sell?

2. What is your company’s target market for CHP applications? [Circle all that

apply]

SBOKWY oo 1
BO-LOOKW ... 2
L0L-250KW .o 3
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251-500KWV ... 4

501KW-1,000KWV .....oooviiiiiiiiiiieiesieiee st 5
1,001-3,000KWV .....oviiiiiieiicese ettt 6
33,000 KW ...ttt e 7
DON'T KNOW/UNSUIE......c.eiviieieieieeeie sttt 98
RETUSEA ... ettt nne s 99

3. Would you please describe the different types of CHP equipment that you
manufacture/sell?

4. How many CHP systems did you sell last year?
4a-g. Do you have a rough breakdown by size category?

5. How many of these CHP system sales were in NJ?
5a-g. Do you have a rough breakdown by size category?

4. # of 5. # of
CHP CHP Systems
Systems Sold
System Size Sold in NJ

a. <50 kw

b. 50-100 kW

C. 101-250 kW

d. 251-500 kW

e. 501kw-1,000 kW
f. 1,001-3,000 kW
g. >3,000 KW

6. How many of these NJ system sales were recipients of CHP program funding?

7. [All] Can you please describe how the sale of CHP products normally works?
[PROBE: Do the majority of your sales go to contractors/installers or end use
customers? Do most contractors/installers install equipment from one
manufacturer or a select few manufacturers, or not? Etc.]
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B. BASELINE PRACTICTICES/PERCEPTIONS

1. [All] What percent of building owners or managers for whom CHP systems could
be practical do you believe are aware of the availability of these systems? [2.1]
%

2. [All] Do you believe building owner and manager awareness has increased,
decreased, or remained the same over the last two years? [2.1, 8.5]
1. Increased
2. Decreased
3. Stayed the same
98. DK

3. [Al] [IF 00 < 3] Could you estimate by what percent?
%

4. Do you believe that the level of awareness varies by the size of the facility or the
size of the energy demands of the facility? Please explain.

5. Have you completed any New Jersey demonstration projects resulted in any
changes to your products or product development?
1. Yes
2. No
98. DK

6. [IF B5=1] Would you please expand on the changes that have resulted from the
demonstration projects?

6. Are you familiar with any changes in state or federal regulations which may have
an impact in the types of systems you can or are likely to sell in New Jersey going
forward?

7. Inyour opinion, is the NJOCE’s CHP program critical, very important, somewhat
important, not very important, or irrelevant to the sustainability and growth of the
CHP market in New Jersey?

1. Critical
2. Very important
3. Somewhat important
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4. Not very important
5. lrrelevant
98. DK

8. Does this viewpoint differ as it applies to different sectors of the CHP market in
NJ? (i.e by size, etc.). Please explain.
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C. MARKET BARRIERS

1. What do you think the barriers are to participating in the New Jersey CHP program

for manufacturers like yourself?

2. What do you consider to be the major barriers to customer participation in the New
Jersey CHP program? (Do not prompt; Circle all that apply)

NONIE .. 0
FIPST COSES ..ttt 1
Lack of awareness of program...........ccccoeevveveiiieneeiesieesese e 2
Sufficient thermal 10ad...........cccooeiiiiiiiii 3
FUBH COSTS....veiuiiieier e bbb 4
PAYDACK ...t 5
Lack of technical Knowledge ..........ccevvvieieeieiiiiee e 6
Other( Ve 7
DON'T KNOW/UNSUIE ...ttt 98

3. How effective is the New Jersey CHP program in reducing these barriers?
(PROBE: What do you need as far as support, information, or tools to help you

sell the CHP concept in New Jersey?)

Thinking back over the past two years, do you think the [Read Barrier] CHP systems has
Increased significantly (1); Increased Somewhat (2); Stayed the Same(3); Decreased

Somewhat(3); or Decreased Significantly (5)?

Barrier <Increased Same Decreased—>
4. Initial cost of 1 2 3 4 5 DK
5. Operational cost of 1 2 3 4 5 DK
8. Maintenance cost of 1 2 3 4 5 DK
9. Availability of 1 2 3 4 5 DK
10. State of Technology (as a barrier) to 1 2 3 4 5 DK
11. Difficulty of Permitting (Air) 1 2 3 4 5 DK
12. Difficulty of Permitting (Building) 1 2 3 4 5 DK
13. Availability of information on

(Lack of information being a barrier) 1 2 3 4 5 DK
14. End-user awareness of

(Lack of awareness being a barrier) 1 2 3 4 5 DK
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15. Internal approval process for

(Difficult process being a barrier) 1 2 3 4 5 DK
16. Tariffs on (Utility tariffs) 1 2 3 4 5 DK
17. Utility Interconnection 1 2 3 4 5 DK
18. Cost of studies/selecting a 1 2 3 4 5 DK
19. Availability of financial incentives 1 2 3 4 5 DK
(Prog inctvs more avail=decr bar)
20. Avail of technical assistance for 1 2 3 4 5 DK
(Prog tech asst more avail=decr bar)
21. Energy Savings available from
(More savings avail = decrinbar) 1 2 3 4 5 DK
22. Other Barrier 1 2 3 4 5 DK
23. Other Barrier 1 2 3 4 5 DK

24. Overall, do you feel these barriers are increasing, decreasing, or remaining the
same?
1. Increasing =» 0a. Why?
2. Staying the same
3. Decreasing = Ob. Why?
98. DK
25. What is the biggest impediment to selling more CHP systems?
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QUESTIONS TO ASSESS CHARACTERISTICS OF RESPONDENTS
(PARTICIPANTS AND NON-PARTICIPANTS)

4. Inwhat areas of the country do you sell CHP systems?

5. Is there a difference in demand of CHP systems between areas of the country
where electricity markets are regulated versus those where it is deregulated? If
S0, please describe how demand in these areas is different.

6. Is there a difference in demand for CHP systems in New Jersey versus other areas
of the country? If so, please describe.

7. s there a particular utility area in New Jersey where you have sold more systems?
If so, please name that utility area, and indicate why you believe more systems
have been sold there.
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D. PROGRAM EFFECTIVENESS

1. Overall, how would you rate the effectiveness of the New Jersey CHP program?

Very effective -> SKIP TO 5. 1
Somewhat effeCtiVe ..o 2
NEULTAL ... 3
NOt VEry effeCtiVe .......ooiie e 4
VEry UN-effECHIVE .....ccvviii e 5
DON't KNOW/UNSUIE ...t 8

2. Why do you rate the effectiveness of the New Jersey CHP program this way?

3. What should be changed about the program? (Do not prompt; Circle all that apply)

NO SUGGESTIONS ...ttt st b e nre e 1
Higher inCentive amOUNTS ..........cocveviiiiiiece e 2
Higher project size threshold for INCENLIVES ..........cccoviiiiiiiiieee e, 3
Lower project size threshold for iNCENtIVES...........cccvveveiieiieiece e 4
More marketing directly t0 end USEIS ........ccooveieiiiiieiicie e 5
Too much of his time is needed to complete paperwork ...........cccccevvennne. 6
Should be more technical support for CUStOMErS........cccocevveiiiieeniieee 7
Better communication With VENAOIS ..........cccceviiinininieieee e 8
More timely program anNOUNCEMENTS .........covererieiieriieie e 9
Others

DONT KNOW/UNSUIE ...ttt s 98

4. IF MORE THAN ONE SUGGESTED CHANGE
Which one of these suggestions would be most important to change?
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5. Please tell me how much you agree or disagree with each of the following statements.
Would you say that you strongly disagree, somewhat disagree, neither agree nor disagree,

somewhat agree, or strongly agree with the following statements

1-strongly disagree, 2-somewhat disagree, 3-neither, 4-somewhat agree, 5-strongly agree

feasibility of CHP systems for NJ customers

Statement Rating
a. Large (Lmw and >) customers understand the benefitsof CHP |1 2 3 4 5
b. Smaller customers (<1mw) understand the benefits of CHP 1 2 3 45
c. The CHP program has increased customer interest in CHP 1 2 3 45
d. The CHP program has increased your firm’s resource 1 2 3 45
commitment to selling its CHP equipment in NJ
e. The CHP program has had a meaningful impact on the 1 2 3 4 5

FINALLY< I'd like to ask a few general questions:

29. What single aspect of the CHP program have you found most helpful?

30. And what single aspect of the program have you found least helpful?

31. Do you have any final comments about the CHP program?
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E. (BUSINESS / FIRM-O-GRAPHIC MODULE)

(PARTICIPANTS AND NON-PARTICIPANTS)

E1. Approximately how many full time employees or full time equivalents does your firm
have at your locations in New Jersey State?

O] 1T TP PRSP 1
28 (0 1 TR 2
B T0 10 oottt e e e e be e sbeesbeearaeas 3
I (0 1O R 4
MOrE than 20.......coiieiie e 5
DON'E KNOW ..c.vviiiieiieccte ettt ettt ettt ettt sba e st e e beebeenbeeereea 98
RETUSEA ...ttt st 99

E2. Does your firm have locations in other states?

YES =D WHNEIE? s 1
N e e e e e e e anes 2
DON L KNMOW ...ttt ettt eare e eaneas 98
RETUSEA ..o 99

E3. In which types of buildings or sectors have your systems been installed? (check all that
apply).

AGFICUITUIE <. 1
Amusement, Social, and Recreational Buildings ..........ccccccevvevveieevnenne. 2
Education, Schools, colleges, libraries,
laboratories (non-manufacturing owned) ..........ccoceveiieeieniniere e 3
FOOO SAIES ... s 4
FOOd SErviCe, rESTAUIANTS .....cccicvveiieiiiei et e e s e e s ebee e e s eraeee e 5
Government Service BUilding ........ccccovviiiiiii i 6
Health Care, hospitals and other health treatment..............cccccoevviviiniennne. 7
INPALIENT ..o 7a
OULPALIENT .o 7b
Lodging, Hotel, MOtel ..........ccoooiiiee s 8
MEICANTIIE ..o e e 9
Retail (Other Than Mall) .......cccoooviiiiii e %9a
Enclosed and Strip Malls ... 9
MUILIFAMITY .o 10
S+ APAITMENTS.....eviiiicriee e 10a
D10 111 (o] R 10b
Office and bank building.........c.cocooiiieiiiiie e 11
PUDIIC ASSEMDBIY ... 12
Public Order and Safety .......cccccvvviiie i 13
Religious WOISHIP .....covoiiiiiiicee e 14
ST Y T USSR 15
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Warehouse and Storage (excluding manufacturer owned).........c..ccc...... 16
Manufacturing plants, warehouse, laboratories (Identify Industry

Type (e.g., chemical, food, paper, etc.) ......cccceevverenee. 17
WaALer / WASTEWALET ........ocuiiviiiieiiiciirieic e 18
Other, miscellaneous non-residential buildings ............ccccooviiiiienennnn, 19
VACANT. ...t 20

E4. Approximately what percent of your business is with commercial customers?

[PROBE FOR PERCENT OF CLIENTS THAT ARE COMMERCIAL]
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