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1. Plan Highlights 

1.1. Introduction 

This report presents Interstate Power and Light Company’s (IPL’s or the Company’s) 

annual report for the third year of its five-year Energy Efficiency Plan (Plan) approved on 

December 2, 2013, in Docket No. EEP-2012-0001. The Plan includes 15 energy efficiency 

programs, two demand response programs, and eight outreach, education and training 

initiatives. Three other components capture the remaining features of the 28-component Plan: 

1) Legislative Assessment, 2) Evaluation, Measurement and Verification, and 3) the Next Plan.  

1.2. Goals and Budgets 

IPL is pleased to report savings for the third year of the Plan. As part of its strategic plan, 

IPL focuses on partnering with its customers and communities to seek energy solutions, 

including energy efficiency options. In addition, IPL is committed to collaborating with its 

stakeholders in aggressively promoting its energy efficiency programs across all customer 

classes. 

In accordance with IPL’s focus on its Plan goals and budgets, IPL studies both customer 

participation and spending trends on an annual basis. After studying participation and spending 

trends for the first three years of the Plan, IPL filed an Application for Limited Modification on 

April 5, 2017, and an amended application on April 7, 2017 (the Application), requesting to 

modify ten programs for the 2017 and 2018 Plan years: Residential Prescriptive Rebates, Home 

Energy Assessments, Change-A-Light, Appliance Recycling, New Home Construction, 

Multifamily, Low-Income Multifamily and Institutional Efficiency Improvements, Non-Residential 

Prescriptive Rebates and Agriculture Sector programs. In addition, on April 5, 2017, IPL 

requested a waiver of 199 I.A.C. § 35.6(4)"a"(2) for the nonresidential grouping 2016 budget, 

citing plans to continue customer outreach and process improvements in Custom Rebates 
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aimed at increasing participation and, therefore, the budget for this category. The Application 

and the waiver request are still pending.  The Office of Consumer Advocate (OCA) filed a reply 

on April 25, 2017 in support of IPL’s waiver request.  IPL is currently working with stakeholders, 

including the OCA, to address and respond to questions concerning the Application.   

IPL reports that first-year electric energy savings for 2016 achieved 79 percent of the 

annual Plan goal and expenditures were 13 percent under the annual Plan budget. IPL 

achieved electric savings of over 142 million kilowatt-hours (kWh), representing 0.98 percent of 

2016 electric annual sales.  

Peak demand reductions were 26 megawatts (MW) from energy efficiency and over 313 

MW from ongoing load management programs, for a total peak impact of nearly 343 MW from 

all participants.  

IPL reports that natural gas energy savings for 2016 achieved 90 percent of the annual 

Plan goal and expenditures were seven percent under the annual Plan budget. IPL achieved 

Natural gas energy savings of over two million therms, representing 0.80 percent of 2016 

natural gas annual sales.  

1.3. Cost-Effectiveness 
As measured by the societal test1, the electric program benefit-cost ratio is 3.15 and the 

natural gas program ratio is 0.94. The total Plan (electric and natural gas) benefit-cost ratio is 

3.03, and societal net benefits are $947.4 million.  

IPL’s ongoing electric energy efficiency and demand response programs were cost-

effective for the Plan’s 2016 activities, with the exception of Custom Rebates, which is 

addressed in IPL’s April 5, 2017 waiver request.  

                                                           
1 According to 199 Iowa Administrative Code Chapter 35.2(476) (Definitions), the Societal test compares 
the present value of benefits to the present value of costs over the useful life of an energy efficiency 
measure or program from a societal perspective. 
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The following IPL ongoing natural gas energy efficiency programs were cost-effective for 

the Plan’s 2016 activities Home Energy Assessments, New Home Construction, Low-income 

EnergyWise Education, Non-residential Prescriptive Rebates, Business Assessments and 

Commercial New Construction. 

1.4. Key Customer Successes  

Beyond the positive results in energy impacts, spend, and cost-effectiveness, IPL 

experienced tens of thousands of interactions with its customers in 2016 through its key delivery 

and marketing channels.  The following is a summary of the success of IPL’s outreach to 

customers in 2016: 

• The Multifamily and Institutional Efficiency Improvements program audited 93 buildings 

in 2016. It further exceeded the electric savings goal by nearly four and a half times. 

• Community Action Agencies completed Home Energy Savers projects in 144 homes in 

2016, a 35 percent increase over last year.  

• The City of Newton is on track to achieve its energy savings goals for Hometown 

Rewards. It is further exploring opportunities to continue its sustainability efforts begun 

through Hometown Rewards. 

• The Multifamily program saved over 1 million kWh, six and a half times its annual electric 

savings goal. 

• IPL’s Small Business Assessments Program surpassed its goal by three-fold this year. 

IPL’s sees strong participation from its small business customers in both assessments 

and its turn-key lighting program.  

• IPL continued its success in its Agriculture Sector, posting a third year in a row 

surpassing its goals. Agriculture customers are still interested in lighting, ventilation and 

efficient grain dryer options.  
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1.5. Settlement, Orders and Collaboration 

IPL filed a Non-Unanimous Partial Settlement (Settlement) in Docket No. EEP-2012-

0001, resolving 15 issues by the settlement, partially resolving an additional three issues, and 

identifying eight remaining contested issues.  The Board approved the Settlement and Plan in 

its December 2, 2013 Order, which identified 12 reporting tasks,  Table 1.5-1 describes the 12 

reporting tasks and provides the status of each task. 

Table 1.5-1 Reporting Tasks 
No. Document Status Reporting Task 
1 Order 

(12/2/13), 
p. 74 

Filed 1/31/2014, 
1/31/2015 and 
1/30/2017. 

Pursuant to the Settlement and Order, on or before 
January 31, 2014, IPL must document any program-
specific changes in annual savings impacts and update 
the total impacts by year. In subsequent years, IPL must 
file an update of program features on January 31 of each 
year. 

2 Order 
(12/2/13), 
p. 74 

On schedule to 
file by February 
1, 2018. 

IPL shall file its next energy efficiency plan on or before 
February 1, 2018. 

3 Order 
(12/2/13), 
p. 74 

Filed in 2014 
Annual Report, 
section 2.27. 
EM&V Reports 
filed April 25, 
2016. 

IPL shall continue to file annual energy efficiency reports 
on or before May 1 of each year. The report shall include 
updates on EM&V activities. Final EM&V reports must 
also be filed as they become available. 

4 Order 
(12/2/13), 
p. 75 

Complete; filed 
preliminary 
findings 
3/16/2015 
and10/16/2015. 
Final evaluation 
filed 3/16/2016. 

On or before March 16, 2015, IPL shall file a complete 
evaluation of its renewable energy program for the years 
2010 through 2013. 

5 Order 
(12/2/13), 
p. 75 

Complete; filed 
11/25/2015 in 
accordance 
with extension 
granted by the 
Board. 

IPL shall submit a final report on net-to-gross on or before 
September 30, 2015. 

6 Order 
(12/2/13), 
p. 75 

Complete; filed 
9/30/2016. 

On or before September 30, 2016, IPL shall file a 
completed Technical Reference Manual (TRM). 

7 Settlement 
(7/26/13), 
Attachment 
A, p. 5 

Complete; 
reported at Fall 
Operation 
meetings on 
10/1/14 and 
11/5/2015. 

As part of its Fall Operations Report, IPL will report on its 
efforts to find cost-effective, customer-centered, 
performance-based incentives to vendors/contractors that 
motivate customer engagement, energy-efficiency market 
development, and transformation.  

Filed with the Iowa Utilities Board on May 1, 2017, EEP-2012-0001



IPL Annual Report  May 1, 2017  5 

Table 1.5-1 Reporting Tasks cont’d 
8 Settlement 

(7/26/13), 
Attachment 
A, p. 10 

Complete; filed 
in 2014 Annual 
Report, section 
2.4.  

IPL will include a breakdown of individual measures (i.e. 
appliance type) and their calculations in its Annual 
Report. 

9 Settlement 
(7/26/13), 
Attachment 
A, p. 10 

Complete; filed 
10/31/13. 

IPL will review MidAmerican Energy Company’s ground 
source heat pump and furnace offerings to determine 
whether these options are viable and cost effective for the 
IPL service territory.  These findings were required to be 
reported to the OCA and EEP parties on or before 
October 31, 2013. 

10 Settlement 
(7/26/13), 
Attachment 
A, p. 12 

Complete; filed 
10/31/13. 

IPL will review the possibility for an upstream HVAC 
program and its research findings were required to be 
reported to the OCA and EEP parties on or before 
October 31, 2013. 

11 Settlement 
(7/26/13), 
Attachment 
A, p. 13 

Complete; 
reported at Fall 
Operation 
meeting 
10/1/14. 

IPL will share a comprehensive [Outreach, Education and 
Training] marketing plan at the October/November 
stakeholder meeting. 

12 Settlement 
(7/26/13), 
Attachment 
A, p. 15 

Complete; filed 
in 2015 TF 
dockets and 
ongoing. 

IPL will track non-residential energy efficiency 
expenditures by rate class as well as by programs within 
its systems and consider that information in developing 
future EECR factors. 
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1.6. Report Organization 

In the following Chapter 2: “Program Highlights,” IPL provides a program-by-program 

report for each of the 28 programs, including initiatives and other components of IPL’s Plan. 

Each program’s report is organized accordingly: 

• Description; 

• Successes; 

• Challenges; 

• Future Steps; and 

• Program Details on the Alliant Energy website. 

Program-specific impact summaries are located in Appendix A. Program-specific 

expenditure summaries are in Appendix B. The energy efficiency programs’ measure-level 

participation and impact summaries are found in Appendix C.  

Program and plan-level cost-effectiveness results are in Appendix D. Detailed data, 

calculations, and results2 used in this analysis are organized in the following four workbooks: 

a) Appendix D Common Assumptions.xls; 

b) Appendix D Benefit-Cost Model Electric (except DR).xls; 

c) Appendix D Benefit-Cost Model Gas.xls; and 

d) Appendix D Benefit-Cost Model Demand Response (DR).xls. 

The Common Assumptions workbook (a) contains data that are consistent across all 

programs, such as avoided costs, discount rates, and participant retail rates. Program-specific 

inputs and outputs are contained in workbooks (b) through (d), depending on fuel and program 

type (DR vs. non-DR). 

Each workbook (b) through (d) begins with an “index” worksheet, which contains active 

links to the data for each program in the workbook. IPL created this index to facilitate navigation 

                                                           
2 These workbooks may not replicate the results exactly due to rounding. 
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in the workbook. Each program has one tab in the workbook with a table of program summary 

benefit-cost results, followed by annual total energy savings for the program, measure level 

calculations of costs and benefits, measure-level input data, program budgets, and finally, a 

table of basic inputs.  

Note that due to active links among these worksheets, the user must transfer workbooks 

(a) through (c) to the same file directory on the user’s hard drive. These workbooks allow the 

user to trace the calculation of annual costs and savings, ultimately leading to net present value 

costs and benefits used to calculated benefit-cost ratios.  

Appendix E contains incremental and total savings and expenditures for the Residential 

Direct Load Control and Interruptible programs.  
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2.  Program Highlights  

2.1. Residential Prescriptive Rebates 

2.1.1. Description 

The Residential Prescriptive Rebates program provides a range of energy-efficiency 

equipment options. This program provides rebates to residential customers who purchase high-

efficiency electric and natural gas equipment and offers incentives to dealers who sell high-

efficiency electric or natural gas equipment. To help mitigate the potential effects of first costs as 

a barrier to program participation, IPL also offers low-interest financing to eligible customers on 

qualifying, energy-saving equipment and measures. Customers must choose between receiving 

the incentive or the low-interest loan. 

2.1.2. Successes 

The Prescriptive Rebate program achieved 198 percent of the natural gas savings goal. 

The results are due to multiple factors, including the following: 

• The HVAC System Tune-Up option continues to be successful with 17,615 customers 

participating in 2016 – an increase of more than 2,500 tune-ups over the previous year. 

A total of 18,301 heating and cooling units were serviced through the program in 2016. 

• IPL implemented both measure-specific and general awareness campaigns to promote 

this program in 2016. Measure-specific campaigns included promotion of Wi-Fi 

thermostats, HVAC system tune-ups, and water heaters. Additionally, IPL continued to 

implement general awareness campaigns, leveraging long-time PowerHouse TV hosts 

Pete Seyfer and Megan Turner. 

• Several rebate options had steady or increased participation, including the following 

equipment types in order of greatest to least participation: 

1. HVAC System Tune-Up; 
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2. Natural Gas Furnace; 

3. Central Air Conditioner; 

4. Clock Programmable Thermostat; 

5. Wi-Fi Programmable Thermostat; 

6. Heat Pump (Air or Ground-Source); 

7. Water Heater; 

8. Room Air Conditioner; 

9. Whole House Fan. 

• Over 30,000 residential customers participated in the 2016 prescriptive rebate program. 

The strongest participation came from natural gas and combination customers (electric & 

natural gas) with over 16,000 customers, surpassing the annual goal by nearly 6,000 

participants.  

• IPL offered increased rebate assistance to flood victims in the fall of 2016. By offering 

150 percent increased rebates to people in qualified flood counties, IPL was able to 

impact customers by helping them replace damaged equipment with energy efficient and 

rebate qualified equipment.  IPL received 23 measures in 2016 with most of the rebates 

going towards 12 natural gas furnaces.   

2.1.3. Challenges 

The Prescriptive Rebate program achieved only 45 percent of the electric savings goal. 

The electric results are due to several factors:  

• The majority of IPL rebates tend to be low-cost, low impact measures such as tune-ups 

rather than high cost, high impact measures like central air conditioning. 

• IPL identified negative feedback from some rural trade allies about the HVAC SAVE 

requirements making it hard for them to recommend rebates to customers. 
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• IPL continues to make progress in balancing the program’s overall goal, while marketing 

specific measures to increase participation in this program. 

2.1.4. Future Steps 

IPL is further exploring opportunities to cross promote and target high impact 

prescriptive rebate programs within other programs.  For instance, customers identified as 

owning a furnace over 15 years old in a Home Energy Assessment will be targeted with 

marketing materials for a high efficiency furnace rebate.  

IPL will evaluate how behavior modification and targeted rebate messaging will affect 

energy savings and prescriptive rebate participation. Our Behavioral Pilot Program, launched in 

November 2016, will allow us to test the effectiveness of behavior modification with targeted 

messaging combined with multiple home energy reports sent to just over 40,000 IPL 

combination customers.            

IPL is planning to implement both general awareness and measure-specific campaigns 

(with emphasis on electric measures) to promote the Residential Prescriptive Rebates program 

in 2017. For example, IPL identified an additional tier of an "Advanced Learning Thermostat" to 

Wi-Fi thermostats and called it out with a higher rebate level for 2017.  This added level of 

thermostat is available to IPL Gas and Electric customers and can offer savings of 8 percent.  

          IPL identified a third party vendor to help connect trade allies that have difficulties 

implementing the HVAC SAVE requirements with other trade allies to act as mentors so they 

can help encourage potential customers to take advantage of the IPL prescriptive rebates 

program.  
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2.1.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at: 

alliantenergy.com/rebates;  

alliantenergy.com/financing; and  

hvacsave.com. 
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2.2. Home Energy Assessments 

2.2.1. Description 

The Home Energy Assessment program offers: (1) a free energy assessment; (2) direct-

installed low-cost energy efficiency measures; and (3) information on energy use and 

conservation. An energy expert conducts a walk-through energy assessment at the customer’s 

home. As part of the energy assessment, the energy expert analyzes a home’s main features 

and identifies energy efficiency opportunities. 

Following the assessment, the energy expert will provide a report outlining the various 

measures that could deliver energy savings and provide information on rebates and financing 

options available from IPL.  

Customers have the choice of upgrading to a Comprehensive Home Energy 

Assessment program option, which provides all the same features of a basic energy 

assessment plus advanced diagnostic testing: blower door, pressurized duct leakage test, and 

thermal imaging. This comprehensive assessment option is available for $100, but if the 

customer makes at least two of the recommended improvements with rebate-eligible measures, 

the customer is eligible to receive a bonus rebate of $100 to mitigate this cost.    

2.2.2. Successes 

In total, IPL performed 3,778 Home Energy Assessments in 2016. Eligible electric-only 

customers received 520 Basic and 27 Comprehensive Home Energy Assessments. Gas-only 

customers received 589 Basic and 41 Comprehensive Home Energy Assessments. Combo 

customers received 2,498 Basic and 103 Comprehensive Home Energy Assessments. 

Customers report high satisfaction with the quality of their Home Energy Assessment. 

More than 91 percent report being “Very satisfied” with the overall assessment. More than 99 
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percent of respondents indicating they would recommend a Home Energy Assessment to a 

friend or neighbor. 

In 2016, 1,003 homes served by IPL received insulation rebates. This represents a 

simple close rate of 26.5 percent, by taking the number of rebates divided by the number of 

assessments.  

Of these customers that received insulation rebates in 2016, 318 had a Home Energy 

Assessment in 2016, indicating a modified close rate of 10 percent.3  

2.2.3. Challenges 

The following are some of the challenges identified with IPL’s Home Energy Assessment 

program: 

• Customers did not choose to engage Home Energy Assessments at the same rate they 

did in 2015. 

• IPL believes an unseasonably warm heating season in 2016 led to fewer insulation 

projects. 

• IPL experienced challenges ensuring customers and contractors are including air-

sealing at the time of insulation projects. Of the 1,003 customers who received insulation 

rebates, 214 received both insulation and air sealing rebates.  

• Additional education to customers on the added benefits of completing a Comprehensive 

Home Energy Assessment and the bonus available to mitigate the additional cost 

continues to be needed to drive participation.  

                                                           
3 The modified close rate excludes customers who received rebates in 2016 stemming from a 2015 Home 
Energy Assessment and customers who will receive insulation rebates in 2017 and had a Home Energy 
Assessment in 2016. 

Filed with the Iowa Utilities Board on May 1, 2017, EEP-2012-0001



IPL Annual Report  May 1, 2017  14 

2.2.4. Future Steps 

While participation in the heating season is robust, participation in the shoulder and 

cooling months is challenging. IPL will work more closely with its assessment vendor to market 

the Home Energy Assessment though the off-peak months of March through September to lift 

overall annual participation in Home Energy Assessments.  

In an effort to increase participation in insulation rebates, IPL will retarget customers who 

received insulation recommendations via their Home Energy Assessment throughout the year. 

For the onset of the heating season in the autumn, IPL will work with its assessment vendor to 

identify customers who received insulation recommendations but did not take action. IPL hopes 

this will remind eligible customers to install insulation and apply for rebates when heating 

season is top-of-mind. In 2017, IPL moved exclusively to LEDs as a direct-install measure for 

900-, 1200-, and 1600-lumen LEDs.  Beginning in 2017, IPL will begin to offer additional LED 

lights for sale and installation during the Home Energy Assessment. The available lamps will 

include the 900, 1200, and 1600 lumen LEDs offered through direct-installation, plus candelabra 

and globe LEDs. The mix of lamps offered is based on feedback from the Field Technicians 

performing the Assessments. 

IPL will continue to educate both customer and contractors on the benefits of air-sealing 

at the same time as insulation projects. IPL will monitor the participation in air-sealing rebates 

throughout 2017, and based on participation will consider additional steps in future years to 

encourage air-sealing in conjunction with insulation measures. 

IPL will continue to market Comprehensive Home Energy Assessments with special 

emphasis on customers in single-family homes starting new gas service. Customers who had a 

Home Energy Assessment more than five years ago will also be encouraged to sign up for a 

Comprehensive Home Energy Assessment.  
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2.2.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/homeenergyassessment. 
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2.3. Change-a-Light 

2.3.1. Description 

Change-a-Light (CAL), which is branded as “Be Bright,” is an upstream program through 

which IPL provides incentives directly to lighting manufacturers to reduce the purchase price of 

ENERGY STAR® products at participating retailer locations in Iowa. The year-round upstream 

incentive mechanism helps to mitigate first costs for customers as a barrier to program 

participation and increases simplicity in purchasing high-efficiency lighting for customers.  

IPL partners with retailers throughout its service territory to promote the program by 

offering program-discounted compact fluorescent lamps (CFLs) and light-emitting diode lamps 

(LEDs). Customers receive the product discounts at the point of sale. IPL works with an 

implementation contractor to negotiate and coordinate with manufacturers and retailers, develop 

and lead promotional efforts, provide training and other on-site support to participating retailers, 

and report sales data.  

2.3.2. Successes 

Be Bright was extremely successful in 2016, achieving electric energy savings of 

34,215,207 kWh, which was 343 percent of the program’s goal.  The program also sold 933,735 

bulbs, achieving 122 percent of the program’s goal.  The following further details the success of 

the program. 

• The program mix consisted of a near equal split of bulbs with 50.5 percent CFL bulbs 

and 49.5 percent LED bulbs. Over 583 retail store locations in Iowa participated in Be 

Bright promotional activities. 

• More than 1,100 retail sales associates received training on the benefits of replacing 

incandescent light bulbs with CFLs and LEDs, equipping the associates to inform their 

customers of the benefits of replacing incandescent light bulbs.  
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• Over 2,500 point of sale signs were displayed in retail stores to educate customers and 

retail associates about Be Bright, further raising awareness of the benefits of energy 

efficient lighting.  

• A total of 90 events and in-store demonstrations took place in 2016, providing significant 

program awareness and customer and retailer engagement. 

• The website iowabebright.com includes educational videos and an event calendar 

highlighting in-store demonstrations and special events to enhance customers’ 

knowledge of the Be Bright program when visiting a participating retailer. 

2.3.3. Challenges 

The residential lighting market transitioned from incandescent to more-efficient options in 

2016. The transition continued with the phase out of CFL bulbs as of December 31, 2016. The 

challenge of the Be Bright program is ensuring that consumers continue to purchase LED bulbs 

to fill the space left by the absence of CFL’s.  

IPL notes the additional challenge of helping consumers purchasing high quality, energy-

efficient products that are ENERGY STAR-rated through the program rather than non-rated 

equally priced but potentially lower quality bulbs. Providing continued education to customers 

and retailers while increasing brand awareness of the Be Bright campaign for the utility is 

important in realizing this transformation. IPL will continue to monitor the participation and 

interest from distributors to gauge program design considerations.  

2.3.4. Future Steps  

IPL will continue to conduct outreach and education with customers and retailers in 2017 

with more special events and in-store demonstrations. Value-added promotional events (events 

in conjunction with media buys at no additional charge to IPL) plus paid media and social media 

campaigns will be enhanced and expanded in an effort to educate customers on LEDs and 

efficient lighting technologies. IPL is also expanding participation of trade allies from big box 
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retailers to include smaller independent stores, further increasing the reach of BeBright LED 

bulbs to consumers. 

2.3.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/bebright; and 

iowabebright.com. 
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2.4. Appliance Recycling 

2.4.1. Description 

IPL’s Appliance Recycling program helps its electric customers remove and safely 

dispose of their old and inefficient refrigerators, freezers and room air conditioners (collectively 

referred to as “equipment”). The program prevents existing primary kitchen equipment from 

becoming secondary equipment in basements and garages when customers purchase new 

units. Certified agents perform disposal of removed equipment in an environmentally 

responsible manner. The process involves removing chlorofluorocarbon (CFC)-based 

refrigerant and preparing it for reclamation or recycling and recycling various material 

components such as metals, foam and plastic. 

2.4.2. Successes 

This mature program continues to deliver moderate results.  In 2016, we improved on 

2015 by nearly 500 appliances by removing 9,828 appliances from customers’ premises 

including 6,242 refrigerators, 2,002 freezers, and 1,584 room air conditioners.   

• Additionally, IPL added point-of-purchase materials for dealers and retailers to display 

for customers encouraging them to recycle their old refrigerator or freezer after 

purchasing their new appliance.  These stand-up displays were mailed to over 70 

dealers in the Alliant Energy service territory prior to the holiday shopping season. 

• IPL successfully added information about the program on the recycling page of two area 

landfill websites.  The Cedar Rapids Linn County Solid Waste Agency and the Dubuque 

Metro Area Solid Waste Agency both have links to the IPL appliance recycling page at 

alliantenergy.com/appliancerecycling. 
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2.4.3. Challenges 

Customer participation in the Appliance Recycling program continues to be steady; 

however, due to the market transformation of appliances through federal standards, IPL 

discontinued residential refrigerator and freezer rebates in 2013. Eliminating the refrigerator and 

freezer rebates also eliminated a previously utilized, cross-marketing program, under which IPL 

contacted customers who submitted appliance rebates and promoted the Appliance Recycling 

program for their old appliances.   

2.4.4. Future Steps  

IPL will continue to promote the Appliance Recycling program to electric customers 

through multiple venues, including the Alliant Energy Newsletter, social media, customer usage 

letters, on-line advertising, newspaper advertising, postcards, cross promotion with other IPL 

rebate programs and the Alliant Energy website.  

• IPL will also continue to reach out to appliance dealers and offer marketing materials for 

display at point-of-purchase locations. 

• IPL will reach out to other landfills in the IPL service territory to add additional customer 

touch points for appliance recycling. 

2.4.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/appliancerecycling. 
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2.5. New Home Construction 

2.5.1. Description 

The New Home Construction program provides a unique opportunity to achieve long-

term energy savings in single-family homes by capturing opportunities for improved energy 

efficiency during new home design and construction phases—opportunities which might 

otherwise be lost or become considerably more expensive to realize later. In 2014, IPL modified 

the performance criteria of this program, replacing the ENERGY STAR program with a Home 

Energy Rating System (HERS) score.   

The program offers two participation options: (1) a prescriptive (measure-based) 

approach; and (2) a performance-based approach. 

1. Option 1 is the IPL Builder Option Package (BOP), in which the builder agrees to 

implement energy efficiency measures from a pre-specified set of options in three 

categories: heating, cooling, and water heating. IPL verifies compliance through an on-

site inspection before issuing a rebate payment.  

2. Option 2 is the performance-based approach in which IPL uses a whole-house efficiency 

score (HERS) to qualify eligible homes, giving participants the flexibility to implement 

any of a range of measures to achieve program compliance.  Under this program track, 

homeowners and builders choose the most appropriate energy-saving features for the 

home to meet the requirements for one of two performance tiers: the Advanced 

Performance Home and the High Performance Home.  To demonstrate compliance, a 

Residential Energy Services Network (RESNET)-accredited professional energy rater 

must model the home’s performance using the HERS guidelines, procedures, and tools. 
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2.5.2. Successes 

IPL identified in its modification that 99 percent of its rebated homes have electricity.  IPL 

can report that 2016 brought almost 100,000 kWh more in electric savings vs. 2015.  IPL has 

also seen an increase of almost 200 kWh in savings per home of the rebated homes that had 

electricity. 

2.5.3. Challenges 

IPL finalized its modification, which updated the savings and participation goals for the 

program.  While this aligned the program with the current market conditions, (Alliant Energy 

rebated projects were consumed by 99 percent of the homes having electricity), it became more 

evident that gas projects are slow to emerge.  With these market conditions, and rising 

construction costs, IPL once again saw participation goals fall below its overall goal at 86 

percent in 2016.  

2.5.4. Future Steps 

IPL has collaborated with the industry stakeholders and is evaluating a HERS Rater 

incentive in 2017 to assist in raising participation in service territories in which marketing may 

not be achieving optimal results. 

IPL will continue to seek opportunities to educate builders, raters, code officials, home 

owners, and other contractors involved with new construction; a key feature is IPL’s Builder 

Training Conference (see 2.20) and assistance from its new Dealer Network team. 

2.5.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:   

alliantenergy.com/newhomeconstruction. 
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2.6. Multifamily 

2.6.1. Description 

IPL offers a comprehensive suite of energy-efficiency services to address the unique 

needs of multifamily property owners, property managers, and landlords. The program targets 

existing multifamily buildings4 as well as new construction of multifamily buildings. The 

Multifamily Program includes four components: 

1. A free energy assessment (Total Property Energy Assessment or “TPEA”) with direct 

installation of low-cost energy-efficiency measures for tenant units; 

2. Prescriptive rebates;  

3. A custom rebate component only for common space areas if it is recommended or 

warranted; and 

4. A new construction rebate with incentives paid per square foot for new multifamily 

facilities.  

2.6.2. Successes 

The Multifamily program achieved 668 percent of its electric goal resulting in 1,010,744 

kWh saved and 115 percent of its natural gas goal with 6,765 therms saved. 

• IPL completed 189 multifamily TPEAs compared to the plan goal of 60 due to increased 

program awareness driven by IPL’s marketing plan. 

• IPL’s agreement with MidAmerican Energy for joint sharing of impacts and costs for 

shared customers resulted in the completion of direct install measures in  94 buildings in 

which IPL would have otherwise not been able to serve in the program as the electric 

service-only provider.  

                                                           
4 IPL defines multifamily as three plus units in one building shell, three stories or less, on a single lot with 
common space.  
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• IPL has been in contact with cities, builders and developers to promote its new 

construction portion of the program.  

2.6.3. Challenges 

The ability to reach renters and owners of multifamily units remains a challenge, as the 

direct customer of IPL may be either the renter or the owner.  IPL will continue to work with its 

program implementer to strategize on converting assessments to retrofit projects.  Additionally, 

IPL’s Multifamily New Construction has seen very little participation, but is aware of a handful of 

projects in the pipeline.   

2.6.4. Future Steps 

IPL continues to position itself well with the state’s two landlord association groups.  

Through attending meetings and participating in multifamily conferences, IPL will continue to 

promote its program and educate the builders, owners and developers in the multifamily 

community.  In 2017, IPL will work with the program implementer to research and document any 

opportunities to provide Multifamily buildings with an energy efficiency designation or label. 

2.6.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/multifamily. 
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2.7. Low-Income Weatherization 

2.7.1. Description 

IPL, Black Hills Energy, and MidAmerican Energy jointly implement the Weatherization 

Assistance Program (WAP) through the Iowa Utility Association (IUA).  IPL contributes program 

funding through the Iowa Department of Human Rights (DHR). These funds reimburse 

Community Action Program (CAP) agencies for the costs of performing energy assessments 

and purchasing and installing qualifying energy efficiency measures in residences occupied by 

low-income families. WAP is available to homeowners and renters whose income level is at or 

below 200 percent of the Federal Poverty Level (FPL). Homes occupied by the elderly, 

individuals with disabilities, and families with children under the age of six are prioritized for 

weatherization assistance, as are households with high usage. CAP agencies market and 

deliver the program to low-income customers, and the DHR’s Division of Community Action 

Agencies (DCAA) administers the program.  

2.7.2. Successes  

In 2016, total, IPL provided $3.2 million to the Iowa Department of Human Rights (IDHR) 

to implement the program. Weatherization assistance was provided to 655 customers (358 

combo, 87 gas-only, and 210 electric-only), saving an estimated 494 kWh and 242 therms per 

home, for a total estimated program savings of 281,138 kWh and 101,517 therms. 

Green Iowa AmeriCorps provided supplemental weatherization services to IPL 

customers in conjunction with Operation New View (ONV) in Dubuque and SIEDA in Fairfield. 

The supplemental weatherization services reached an additional 28 customers for ONV and 75 

customers for SIEDA.  
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2.7.3. Challenges 

Uncertainty in future funding from the Department of Energy through LIHEAP and WAP 

is of great concern to the ability to reach as many customers annually as have been traditionally 

reached. Efforts to change the whole-home or house-as-a-system nature of the Iowa 

Weatherization program will undermine savings in homes served by weatherization. 

2.7.4. Future Steps 

IPL will continue to implement the program as designed while seeking opportunities to 

increase energy savings attributed to this program. IPL will work with stakeholders to identify the 

best ways to expand the reach of weatherization to more customers, provided it is in the best 

interest of the customers for whom weatherization is a vital, free service. 

2.7.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/weatherization.  
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2.8. Low-Income EnergyWise Education 

2.8.1. Description 

IPL, Black Hills Energy, and MidAmerican Energy jointly implement the EnergyWise 

Energy Education program through the IUA. The objective of this energy education initiative is 

to increase energy awareness among low-income customers, thus improving efficiency and 

reducing their energy expenditures. All participating households receive energy education from 

their local CAP agency along with a kit of energy efficiency measures they can install in their 

homes.5 

2.8.2. Successes 

Savings attributed to IPL customers through this program are 1,038,822 kWh and 

29,665 therms. CAP agencies distributed 4,500 EnergyWise kits statewide in 2016, with an 

estimated 2,245 going to IPL customers.  

2.8.3. Challenges 

Some customers who are eligible and interested in the opportunities afforded by the 

EnergyWise kit do not have the time to spend participating in the classroom sessions. As a 

result, some customers who would be eligible and good candidates for EnergyWise would not 

receive kits. 

2.8.4. Future Steps 

EnergyWise kits will move exclusively to 900-lumen LEDs in 2017. IPL will attend on-site 

training offered by Cadmus Group and survey the agencies on how they distribute kits. IPL will 

learn best practices from agencies distributing the most kits to encourage other agencies to 

                                                           
5 Kits in 2016 included 1-9W LED, 1-13W CFL, 1-18W CFL, low-flow showerhead, kitchen and bathroom 
faucet aerators, furnace air filter alarm, roll of rope caulk, digital thermometer, water flow measurement 
bag, a window film kit, and a booklet on energy saving practices. 
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employ those practices. IPL is also encouraging the development of one-on-one and web-based 

training to ensure that eligible customers with time challenges can still participate. 

2.8.5. Program Details on the Alliant Energy Website 

Not applicable. 
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2.9. Low-Income Multifamily and Institutional Efficiency 

Improvements 

2.9.1. Description 

IPL, in coordination with Black Hills Energy and MidAmerican Energy, participates in the 

funding of the Multifamily and Institutional Efficiency Improvements program. The program 

identifies and markets energy efficiency improvements to eligible low-income multifamily 

properties and institutional facilities where low-income customers reside. 

2.9.2. Successes 

IPL experienced continued stellar performance in the Multifamily and Institutional 

Efficiency Improvements program. Ninety-three buildings served by IPL received audits, and 

customers received 5,866 electric and 368 gas Direct Install measures.  

Energy efficiency measures resulting from Multifamily and Institutional Efficiency 

Improvements have gained significant traction. IPL paid six Multifamily and Institutional 

Efficiency Improvements formula rebates in 2016, including one for 96 ductless mini-split heat 

pumps in Dubuque and one for a 60-ton chiller in Cedar Rapids. 

Anecdotally, word-of-mouth for Multifamily and Institutional Efficiency Improvements 

continues to be the primary marketing vehicle, as owners/managers that run multiple affordable 

housing properties enrolled and advised other owners/managers of the service. 

2.9.3. Challenges 

Oftentimes, the 40 percent formula rebate is not a large enough incentive to make 

energy efficiency measures feasible for Multifamily and Institutional Efficiency Improvements 

participating properties. Despite the increased rebate amount, facilities do not have the cash 

flow to afford improvements, even considering operations budgeting.  
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2.9.4. Future Steps 

IPL will continue to perform audits and installation of energy saving measures in 

Multifamily and Institutional Efficiency Improvements-eligible properties. The audit reports will 

continue providing energy-efficiency improvement recommendations and will highlight rebates. 

 Multifamily and Institutional Efficiency Improvements-eligible properties with owner-paid 

utilities present a strong opportunity for installation of energy efficiency measures, as the 

commonly cited split incentive problem does not apply in these premises. IPL will continue to 

encourage the program implementer to pursue these properties. 

2.9.5. Program Details on the Alliant Energy Website 

Not applicable. 
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2.10. Home Energy Savers 

2.10.1. Description 

The Home Energy Savers program offers a comprehensive energy audit and installation 

of cost-effective energy efficiency upgrades for limited-income customers. Home Energy Savers 

closely mirrors the Low-Income Weatherization program. The most notable differences are that 

customers must have both heating fuel and electricity provided by IPL, customers are first-

come, first-served, and the premises must be single-family and owner-occupied.  

2.10.2. Successes 

Home Energy Savers fulfilled its goal for limited income customers. CAP agencies 

served 144 homes in 2016, a new record number of homes.   

2.10.3 Challenges 

IPL’s greatest challenge continues to meet customer interest within the program budget 

constraints. Due to the improved housing stock, many of the lighting improvements that would 

drive electric impacts cannot be implemented, decreasing electric impacts. 

2.10.3. Future Steps 

In 2017, IPL will continue upon the successes of Home Energy Savers. IPL and the 

agencies will collaborate on direct mail marketing, which will continue to be the primary 

marketing channel.  

2.10.4. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at: 

alliantenergy.com/homeenergysavers.  
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2.11. Nonresidential Prescriptive Rebates 

2.11.1. Description 

The Nonresidential Prescriptive Rebates program offers a broad range of services, 

including technical resources, appliance recycling, and financial incentives in the form of rebates 

and financing options to encourage nonresidential customers to adopt more energy-efficient 

measures and practices. On any given project, customers must choose between receiving 

incentives or a low-interest loan. Although the program is available to all nonresidential 

customers, the program’s focus is to provide simple solutions for the non-managed, small 

business customer group.  

In 2016, IPL added seven new prescriptive rebates and discontinued solid replacement 

door rebate. Table 2.11-1 reflects the specific changes. 

Table 2.11-1 Prescriptive Rebate Changes 
New rebates Rebate amount 
Tune-ups for self-contained refrigeration units $50/unit 
Walk-in refrigerator/freezer auto-door closer  $100/unit 
Reach-in refrigerated case light occupancy sensor  $30/unit controlled  
T8 linear fluorescent replacement fixtures for replacing 
T8 or T12 linear fluorescent fixtures  

 
$0.30 per watt reduced  

Pre-rinse sprayer  $40/unit  
Natural gas boiler pipe insulation  $2/linear foot  
Indoor pool, spa/hot tub cover  Pool: $0.50/sq ft  

Spa: $7.00/sq ft  

2.11.2. Successes 

In 2016, the Nonresidential Prescriptive Rebate program delivered annual electrical 

energy savings of over 26.9 million kWh and 392,920 annual gas energy savings. 

Lighting measures contributed the majority of electric impacts with 70 percent of the total 

kWh saved.  Insulation and furnace measures made up the majority of the gas savings with 69 

percent of therm impacts for insulation and 20 percent for furnaces.  

IPL developed additional marketing activities to encourage assessment customers to 

complete installation of all recommended measures.  IPL will continue to implement the 
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following outreach to increase participation for prescriptive rebates after the customer 

assessment: 

• Email customer customized report with rebate forms and survey after assessment. 

• Mail hard-copy report to customer one week after assessment.  

• Call customer to verify they received report and if they have any questions two weeks 

after assessment. 

• Email customer with a reminder of the top three recommendations from the report six 

weeks after assessment. 

• Assessors provide on-going support to participating customers with prescriptive rebates 

and dealer network providers as projects are initiated. 

2.11.3. Challenges 

IPL came in under expectations for both electric and natural gas savings impacts in 

2016. Reaching small business customers continues to be a challenge, as it is traditionally the 

most difficult nonresidential group to target. Business owners are often not the building/facility 

owner. In addition, reaching agreement with owners on investment in energy efficiency can be 

difficult and time-consuming.  

2.11.4. Future Steps 

• IPL continues to investigate expanding the prescriptive rebate program to include new or 

improved measures.  

• IPL will continue to promote LEDs and will increase LED nonresidential prescriptive 

rebate amounts. 

• IPL will continue its outreach efforts to assessment participants to encourage 

implementation of recommendations (See 2.11.2). 
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• IPL will add a bonus rebate in 2017 to encourage customers to complete identified 

projects from the assessment and increase nonresidential prescriptive rebate 

participation. 

• IPL has specific marketing campaigns planned for 2017 including HVAC tune-up, 

insulation and refrigeration programs, social media, the value of energy assessments, 

geo-targeting general rebate awareness and the annual business energy reports.  

2.11.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/iabusinessrebates. 
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2.12. Business Assessments 

2.12.1. Description 

The Business Assessments Program offers free energy assessments by professional 

energy assessors, installation of free energy-efficiency measures (where applicable), and 

customer education to promote energy efficiency among IPL’s nonresidential customers. 

Customers who participate in the Business Assessments Program may also receive:  

• Information on their facility’s energy performance and advice to help them prioritize 

investments in energy-efficiency upgrades; 

• One-on-one education on energy use and conservation;  

• Free, direct installation of energy-efficiency measures and enhanced incentives for 

installing lighting measures through the Small Business Direct Install Lighting Program; 

and  

• A customized report that recommends and prioritizes energy-efficiency upgrades, 

provides a life-cycle cost analysis for recommended measures, and indicates measures 

that may be eligible for IPL rebates. 

Recognizing the varying customer characteristics, building types, and assessment needs 

among IPL’s nonresidential customers, the program provides three on-site assessment tracks. 

Assessment tracks generally target different sizes of customer facilities, with larger facilities 

receiving assessments that recognize more complicated energy-using equipment and building 

interactions. Tracks include: 

• Small Business Assessment; 

• Mid-Size Business Assessment; and  

• Commercial and Industrial Energy Audit.  
 

Filed with the Iowa Utilities Board on May 1, 2017, EEP-2012-0001



IPL Annual Report  May 1, 2017  36 

2.12.2. Successes 

In 2016, IPL completed 1,294 small business assessments, 66 mid-sized assessments 

and 77 commercial and industrial energy audits.  

• Thirty percent of small business energy assessments included a recommendation to 

pursue the Small Business Energy Solutions program for lighting upgrades. 

• Due to the success of the business reply card for direct mail campaigns for small 

business, IPL implemented a survey form that is completed via a business reply card. 

Throughout the last six months of 2016, IPL received 84 responses, which almost 

matched the same volume received during the past 2 ½ years using an electronic 

version. Customer satisfaction rates have a high correlation to project conversion and 

rebate participation so measuring performance is critical to ongoing energy savings. 

• IPL leveraged ESource segmentation analysis to target the top three key industry 

sectors in 2016 (restaurants, religious organizations and financial institutions) to highlight 

success stories from customers that participated in small business assessments.  

Conversion rates were high, from 4.3-5.47 percent.  IPL placed three new success story 

videos on the small business website. 

The Small Business Energy Solutions direct install lighting program began as a pilot in 

2013 in the Cedar Rapids metro area and expanded statewide beginning in 2014.  IPL 

increased participation by completing 291 small business direct-install lighting projects resulting 

in 7.02 million kWh savings, exceeding the program goal. 

• IPL increased electrical contractors who deliver the program from 73 to 123 throughout 

the service territory, 73 of which completed at least one project in 2016.  

• The average incentive to cost ratio was 52 percent. 
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2.12.3. Challenges 

IPL needs to review the list of gas direct install measures to better match the needs of 

business owners and increase therm savings.  

2.12.4. Future Steps 

• Continue a variety of marketing efforts to emphasize the value of having a small 

business energy assessment by promoting the program and its benefits in social media, 

direct mailings, testimonials, chamber emails, business magazines, and promoting 

videos of business owners discussing their assessment experience at their company. 

• With the success of the Small Business Energy Solutions program, IPL will add 

refrigeration measures to this program. 

• IPL continues to focus on LEDs by eliminating CFL direct install measures and adding 6 

additional LED bulb options to customers during the small business assessment in 2017. 

• Hold trainings across IPL’s service territory to review the Small Business Energy 

Solutions program with lighting and refrigeration contractors. 

• Continue collaboration on joint assessments. Examine mix of direct install equipment 

and determine appropriate additions and changes. 

2.12.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/business. 
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2.13. Custom Rebates 

2.13.1. Description 

The Custom Rebates program promotes energy-efficiency products and practices 

among commercial and industrial (C&I) customers. The program’s custom incentive structure 

gives energy users the flexibility to install a broad range of high-efficiency equipment that is not 

included in IPL’s Nonresidential Prescriptive Rebates Program. The program also encourages 

customers to implement equipment optimization and/or operational and process changes that 

reduce energy consumption and peak demand.  The Custom Rebates program also offers 

incentives for new on-site combined heat and power (CHP) projects, subject to program rules.  

Other customer options within the Custom Rebates program include:  

Feasibility Studies:  

IPL offers technical assistance and funds the cost of a feasibility study up to $15,000 in 

order to provide customers with investment-grade estimates for energy saving projects. IPL will 

reimburse a customer 50 percent of the study cost (up to a maximum study cost of $7,500) 

upon acceptable completion and delivery of the study. If a customer implements at least 75 

percent of the recommended measures (based on energy dollar savings) within 18 months of 

the study date, IPL will reimburse the customer the remaining 50 percent of the study cost (up to 

a maximum study cost of $7,500). Projects implemented may also be eligible for an additional 

Custom Rebate incentive, if they meet the qualifications for the program. 

Retro-Commissioning (RCx):  

RCx evaluates a facility’s usage and systems and identifies ways to optimize its direct 

digital controls (DDC) or process controls. Most improvements will be no- to low-cost 

operational and maintenance solutions that can significantly reduce the energy consumption of 

a building and will fall within a two-year payback package. These projects are not eligible for an 

additional Custom Rebate incentive. While individual project incentives are not paid, IPL 
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provides for 100 percent reimbursement of an RCx study cost (50 percent at study completion 

and 50 percent at implementation of the identified two-year payback package). 

Building Operator Certification (BOC®):  

IPL, along with Black Hills Energy and MidAmerican Energy, offers commercial and 

industrial customers tuition reimbursement for successful completion of BOC training and 

certification. The Midwest Energy Efficiency Alliance (MEEA) administers the BOC program, 

which is a nationally recognized training and certification. The training provides building 

operators with enhanced skills and an industry-recognized professional credentialing. The 

participants’ improved job skills and knowledge transform workplaces to be more energy 

efficient. 

2.13.2. Successes 

IPL saw successes across each of the customer options available within the Custom 

Rebate program. 

• Custom Rebates: Natural gas projects had 21 projects achieving 140 percent of the goal 

and generating 352,484 therm savings. Cumulatively, the program rebated 190 electric 

and natural gas projects. 

• Feasibility Studies: In 2016, 10 study proposals were pre-approved, 8 studies were 

completed and the customer reimbursed for the first half of the study costs. In addition, 

four customers who completed feasibility studies implemented the recommended 

energy- efficiency improvements and received reimbursement for the second half of their 

study costs. The rest include studies that are still in progress. 

• RCx: Milestones for the RCx program in 2016  include: 

o Eight ongoing projects are in various stages (from study to implementation) in K-12 

education, hospitals, and grocery stores. 

• BOC: IPL had one customer attend BOC training in 2016.  

Filed with the Iowa Utilities Board on May 1, 2017, EEP-2012-0001



IPL Annual Report  May 1, 2017  40 

2.13.3. Challenges 

A number of IPL C&I customers do not have the ability to provide their internal staff with 

knowledge or expertise to build energy efficiency into the process and/or facility upgrades. The 

same is true regarding implementing energy efficiency projects identified in energy audits. As 

more stringent energy efficient codes and standards are adopted, and the market is 

transformed, it has become more challenging to attain energy savings goals. 

Considering the amount of time required from project inception to study completion to 

implementation and verification, RCx and Feasibility Study projects take longer to implement 

than Custom Rebate projects. 

Identifying new CHP projects continues to be a challenge for IPL.  

2.13.4. Future Steps 

• Key Account Managers will continue to actively promote and pursue customer energy-

efficiency opportunities with midsize and large commercial and industrial accounts. 

• IPL will research opportunities to increase customer outreach by specific industry 

segments with the goal to encourage energy efficiency in markets that may currently be 

underserved. 

• IPL will pilot strategic energy management systems with customers to find opportunities 

and implement strategies for attaining and sustaining energy savings.  

• IPL will increase marketing to small and mid-size manufacturing facilities, which 

constitute a significant opportunity for energy efficiency savings.   

• IPL will continue to enhance Custom Rebate programs through additional promotion of 

the value of energy audits, Feasibility Studies and RCx projects.  

• IPL is continuing its efforts to train Key Account Managers and develop marketing 

materials. 
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• IPL continues to host its annual Energy Summit Conference and Awards event, 

promoting its C&I programs through industry speakers, vendor booths, customer 

testimonials and recognition of top performing projects.  

2.13.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at: 

alliantenergy.com/customrebates.  
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2.14. Commercial New Construction 

2.14.1. Description 

The Commercial New Construction (CNC) program’s objective is to capture potentially 

lost opportunities to reduce electric demand and energy usage in the commercial and industrial 

sector by providing customers with energy design assistance for the construction or major 

renovation of energy-efficient buildings and facilities. The program offers multi-tiered incentives, 

consisting of Energy Design Assistance (EDA), a Design Team Incentive (DTI), and a 

Construction Incentive. The Weidt Group (TWG) administers this program, which IPL, 

MidAmerican Energy and Black Hills Energy uniquely designed and implemented as a joint-

utility effort.   

The program offers multiple tracks to meet the goals of achieving deeper savings per 

project and reaching a wider market: 

• Track I – This track is an option targeting new construction and major renovations of 

commercial buildings with a minimum of 5,000 square feet up to 15,000 square feet in 

size that are primarily design/build or design/bid/build construction. 

• Track II – This track targets buildings larger than 15,000 square feet that are 

straightforward in design and may be on a faster design schedule. Track II provides 

evaluation of efficiency options for up to three types of standard mechanical system 

solutions. 

• Track III – This track is used for projects meeting early design assistance qualification 

criteria with enough time to integrate new ideas and strategies into the design. Buildings 

designed in this track are typically considered to have more complicated mechanical 

system solutions and/or more complex building types.  

• Track IV – This track engages teams very early in the design process with specialized 

services to support building massing options, daylighting and early mechanical system 
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analysis. This track helps building owners or developers with energy savings goals of 40 

to 60 percent better than the state building and includes certification support for LEED 

for qualifying projects.  

• Renovation Pilot – This pilot program under the Commercial New Construction Program 

umbrella was launched in the fall of 2015. This pilot is for existing commercial buildings 

starting at 5,000 square feet that do not qualify for the major renovation option for the 

Tracks listed above. The pilot helps building owners who are considering at least one 

system replacement; envelope, lighting or heating/cooling. The pilot offers whole building 

energy modeling, using all three energy-using systems, to demonstrate the value of a 

whole building approach to energy efficiency. Incentives are valid for three years 

allowing planning beyond the originally considered system.  

2.14.2. Successes 

In 2016, the Commercial New Construction Program participation produced 14,551,599 

kWh, which translates into 145 percent of the electric savings goal. IPL achieved 147,367 therm 

savings or 159 percent of the goal. 

Marketing efforts resulted in increased applications and project starts in 2016 versus 

2015. The CNC program is unique in that projects started in the calendar year usually yield 

energy impacts in the following two years because of design and construction cycles.  A total of 

76 applications were received in 2016. While not all applications convert into projects, this 

shows owners and design teams are aware of the program and submitting projects for 

consideration.   

There were 41 projects started in Tracks II – IV in 2016 compared to 35 in 2015. This is 

a 17 percent increase over the previous year.  There were 6 projects in the Renovations Pilot in 

2016.  This is a 300 percent increase over the previous year. 
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2.14.3. Challenges 

From the start of energy design assistance to construction completion and verification, 

CNC projects take 15 to 20 months on average. Due to this long timeframe, marketing initiatives 

often result in impacts lagging one or two program years behind.  

2.14.4. Future Steps 

• IPL will continue its individual marketing efforts to capture a greater share of construction 

projects in its territory. 

• TWG offers educational seminars for design professionals statewide and year round 

including education on the Renovation Pilot Program.   

• IPL continues to collaborate with the other IOUs and TWG by promoting the CNC 

Excellence in Energy Efficient Design awards at the annual convention of the American 

Institute of Architects, Iowa Chapter. 

2.14.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at: 

alliantenergy.com/cnc. 
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2.15. Agriculture Sector Program 

2.15.1. Description 

The Agriculture Sector program helps IPL’s farm and agribusiness electric customers 

improve their overall energy efficiency and reduce production costs. The program provides a 

comprehensive range of energy efficiency incentives to agricultural customers via a suite of 

products, including agriculture-specific prescriptive rebates, custom rebates, free farm energy 

audits and online energy savings calculators. The program also provides incentives to trade 

allies who sell and install energy-efficient farm equipment. 

 IPL also works with customers completing loan and grant applications for new 

equipment upgrades through state and federal energy efficiency programs including the USDA  

Rural Energy for America Program (REAP), the National Resources Conservation Service 

EQUIP program, and others as they become available.  This outreach effort seeks to inform 

customers about incentives available for the equipment they are considering. 

2.15.2. Successes 

In 2016, IPL achieved 171 percent of the kWh savings goal with over 6 million kWh 

saved.  

• Over 400 customers participated in the program.  

• Improvement in livestock business for agricultural customers in 2016 and particular 

interest in LED lighting and grain handling equipment contributed to the program’s 

success in exceeding goals.  

• IPL added two additional prescriptive rebates for larger grain dryers and promoted grain 

bin aeration fan control systems.  

• The Ag program produced 17 projects contributing 1,426,931 kWh to the Custom 

Rebate program savings. 
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2.15.3. Challenges 

• Manufacturers, equipment suppliers, and builders are the keys to success of the IPL 

agriculture program.  Communication efforts to keep these participants involved and 

offering the most efficient equipment is an ongoing challenge. 

• Marketplace fluctuations are difficult to project in determining how different agriculture 

segments will be willing or able to participate in the IPL agriculture program.  

• Lack of agriculture sector LED bulb and fixture certifications, such as ENERGY STAR or 

Design Lights Consortium, is a challenge to assure customers of energy savings value. 

• The current soft farm economy has diminished capital dollars available for energy 

efficiency upgrades.  

2.15.4. Future Steps 

• IPL will continue to promote its Free Farm Energy Assessment as a way to inform 

customers of energy efficiency opportunities. 

• IPL will continue to promote its programs at trade shows and other agricultural based 

forums to customers and agriculture-related Energy Efficiency Dealers. In addition, IPL 

will continue to provide one-on-one outreach to the agriculture dealer network.  

• IPL will continue its focus on education of agriculture-based energy efficiency and safety. 

• IPL will continue to promote the advantages of energy efficiency to the grain and 

livestock sectors as a cost reduction tool during times of unpredictable profit margins.  

• IPL will continue to identify emerging Agricultural technologies for program 

consideration.   
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2.15.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/ag. 
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2.16. Non-Targeted Energy Awareness and Information 

2.16.1. Description 

Now more than ever, customers are engaged in energy efficiency. Concerns about 

climate change and the effect of increasing energy prices have generated significant interest in 

tools and methods for saving energy. IPL’s non-targeted Energy Awareness and Information 

initiative includes the following components: 

PowerHouse TV 

For 20 years, Alliant Energy has produced PowerHouse TV, an educational television 

program that focuses on energy efficiency for the home. Airing once a week on stations across 

the service territory, the program offers useful tips on improving home energy use through 

more-efficient heating, cooling, lighting and more. In addition to the television program, 

PowerHouse TV also has a website that provides supplemental articles, energy-related facts, 

energy savings calculators and links to other informational websites. 

Speakers Bureau 

IPL also supports a Speakers Bureau, a collection of knowledgeable IPL staff who are 

available to give presentations for groups and organizations that are interested in energy 

efficiency. Topics of interest include renewable energy, energy conservation, the environment, 

rates and energy generation. IPL staff tailors the presentations for a broad range of audiences 

and present the information in a manner that is understandable to lay people. Presentations are 

made to civic organizations such as the Rotary and Kiwanis Clubs, schools and businesses. 

Renewable Information and Technical Assistance 

IPL will continue to educate customers on the benefits, site requirement, and the costs of 

renewable generation systems, thus enabling customers to make informed decisions prior to 

installing a system.   
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2.16.2. Successes 

IPL saw successes across each of the customer programs available within the Non-

Targeted Energy Awareness and Information program. 

• Through the Speakers Bureau program, IPL spoke at more than 25 different events 

throughout the service territory.  

• IPL has a Facebook fan site and a Twitter account for the PowerHouse TV show to 

continue to increase the accessibility of energy efficiency information. Approximately 

6,458 people (a 144 percent increase year over year) follow PowerHouse TV on 

Facebook and 564 Twitter subscribers (an 18 percent increase year over year) receive 

our tweets. 

• In 2016, IPL saw an increase on it’s PowerHouse YouTube engagement after IPL began 

optimizing the content.  Watch time of PowerHouse TV segments increased from 70,863 

minutes to 116,687 minutes.  IPL also saw the number of video views increase from 

27,218 to 45,395. IPL currently has 1,566 YouTube subscribers to the PowerHouse TV 

channel. 

• IPL produced two new PowerHouse TV shows in 2016 that included topics such as 

connected homes, occupancy sensors, wiring your home for an electric vehicle, energy 

efficient windows, window installation and maintaining your windows. 

• IPL held a quarterly editorial meeting with a cross-section of IPL staff to develop show 

content, discuss ideas and potential new technologies to feature. 

• Along with sponsorship and support of renewable events, IPL continues to maintain the 

renewables information page and staff from the Distributed Generation Hotline are 

available to assist customers with questions.  
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2.16.3. Challenges 

IPL spent much of 2016 without a production company to produce the PowerHouse TV 

show due to the production company no longer being able to offer their services. This 

development hindered production of new episodes to keep our library fresh and up to date. 

While there has been an increase in Twitter usage, it still continues to lag behind the 

productivity of Facebook and YouTube for viewer engagement. IPL will continue to optimize this 

social media platform. 

2.16.4. Future Steps 

IPL has selected a new production company for PowerHouse and an aggressive 

production schedule for 2017 is underway to produce additional shows and online content. 

IPL is beginning to take viewers behind the scenes of a PowerHouse production by 

offering “Facebook LIVE” sessions to help increase engagement and spark interest in new 

topics for the program.  

IPL continues to analyze how to effectively incorporate social media into the 

PowerHouse TV and Renewable Information and Technical Assistance outreach to best provide 

information to customers in a useful and timely manner. 

2.16.5. Program Details on the Alliant Energy Website 

Detailed information about these programs is available at: 

• powerhousetv.com; 

• alliantenergy.com/speakersbureau; and 

• alliantenergy.com/sellmypower. 
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2.17. School-Based Energy Education 

2.17.1. Description 

IPL currently offers two school-based energy education initiatives: Alliant Energy Kids 

and LivingWise®. 

Alliant Energy Kids 

Through classroom curricula, fourth and fifth grade students learn about the science of 

electricity and natural gas, the importance of conserving energy, and the relationship between 

energy and the environment. The program includes lesson plans and access to an education-

rich publication, “The Energy Zone”, along with online games that enhance energy awareness 

and education. Teachers can order the 12-page student publication each fall for each student 

they teach. The lesson plans, online games, and activities to do at home or school are available 

online. 

LivingWise 

LivingWise is a school-based energy education initiative for middle-school aged 

students. IPL implements this hands-on approach to energy efficiency education and home 

energy use in several IPL communities. Each participating student receives a kit with low-cost 

measures, such as a low-flow showerhead, CFL and faucet aerator. The curriculum is designed 

for middle school-aged children with in-class and at-home assignments. Program goals are: 

• to increase knowledge and awareness of energy production and use; 

• to promote adoption of resource-saving actions; and 

• to familiarize students with the contents of the energy-saving kit and encourage the 

installation of those measures in students’ homes. 

The LivingWise program educates young people about energy-efficient behaviors and 

tools while providing immediate savings for families.  
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2.17.2. Successes 

IPL and Black Hills Energy continue collaboratively implementing the LivingWise 

program in shared communities.  During the 2015-2016 school year, 228 teachers and 12,225 

students in Iowa participated in the LivingWise program. Students completing pre- and post-

delivery surveys indicated increases in their understanding of energy efficiency concepts. On 

average, the number of correct answers increased 36 percent across the various areas of 

inquiry. 

From teacher focus groups, IPL was made aware of the interest in Watt Meters.  IPL and 

its vendor now include a Watt Meter for each teacher in the LivingWise program. 

IPL’s School Energy Challenge resulted in the participating schools averaging a 72 

percent survey response rate and an average installation rate of 56 percent.  This is an increase 

from the average response rate of 55 percent and average installation rate of 42 percent for 

participants.  

2.17.3. Challenges 

As in any kit program, IPL is continuously evaluating ways to improve the kits to achieve 

additional energy savings and cost effectiveness.  IPL may evaluate the opportunity to support 

additional energy-efficient behaviors in the home as well. 

It is a challenge for IPL to continue to work with its vendor to ensure that the curriculum 

of the programs closely aligns and meets the state mandates.   IPL will continue to look for 

opportunities to provide resources that teachers will use to teach energy education in the 

classroom. 

2.17.4. Future Steps 

IPL is researching the development of an app that students can download, as well as 

updating current online games that will complement and enhance the other energy efficiency 
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resources that are part of Alliant Energy Kids.   IPL is coordinating the creation of an app and an 

AE Kids website makeover with the improvements planned for IPL’s corporate website. 

 IPL has also identified the need and use of a coloring book targeting kindergarten and 

first grade students.  IPL is working with a vendor to tie in electric and gas energy efficiency and 

safety into a coloring and activity workbook. 

IPL has made the decision to continue in the fall of 2017 with its School Energy 

Challenge as an enhancement to the LivingWise program.   

2.17.5. Program Details on the Alliant Energy Website 

Detailed information on these programs are available at: 

• alliantenergy.com/schools; and 

• alliantenergykids.com. 
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2.18. Tree Planting 

2.18.1. Description 

IPL offers three tree-planting programs in an effort to expand outreach and education on 

the energy efficiency impacts trees can offer. 

1. Branching Out – This community-based planting program offers grants between $1,000 

and $10,000 for projects involving parks, nature trails, schools, libraries and other 

community projects. 

2. Operation ReLeaf – This is a residential planting program that gives IPL residential 

customers the opportunity to purchase landscape trees at a discounted price, offers 

energy-efficient tree planting tips, and provides education on how to plant a tree 

correctly.  

3. Storm Funds – This is a residential and community tree-planting program aimed to assist 

in recovery from natural disasters and to offer educational programs on the energy 

efficiency of trees.  

2.18.2. Successes 

IPL saw successes across each of the customer options available within the Tree 

Planting program. 

• In 2016 there were three new communities receiving Branching Out Funds that had not 

applied before: Clemons, Denmark, and Royal.  In addition, there were eight 

participating towns that had not participated in over 10 years: Camanche (1994), 

Donnellson (2003), Grand Mound (2002), Keota (1993), Letts (2004), Long Grove 

(1994), Ringsted (1993), and Walcott (2000). 

• Branching Out awarded 76 grants to communities resulting in 3,277 trees planted. 

• Operation Releaf had 1,887 customers that participated with 3,799 trees sold. 
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2.18.3. Challenges 

It is challenging to ensure customers have the needed resources to plant and properly 

care for the trees once they leave the educational planting demonstration. 

Emerald ash borer has been confirmed in 43 Iowa communities.  The potential loss of 

millions of ash trees in Iowa communities presents a huge challenge to their leaders to maintain 

healthy tree cover. 

Weather extremes also present big challenges to communities.  In the last decade, Iowa 

has seen massive flooding, drought, tornadoes, windstorms, and extreme winter cold 

temperatures.  A number of communities in Alliant Energy’s service territory have lost many 

trees due to these natural disasters and have a great need to replant. 

2.18.4. Future Steps 

• IPL will continue to emphasize diversity and education related to planting, care and 

energy efficiency benefits of trees. 

• IPL will continue to offer Tree Planting and Care Workshops during some Operation 

ReLeaf events to ensure customers have the knowledge to properly plant and care for 

the trees they purchased. 

• IPL will continue to place both spring- and fall-confirmed Operation ReLeaf locations on 

the Alliant Energy website in the beginning of the year so customers can make an 

informed decision on which event they want to attend. 

2.18.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at: 

• alliantenergy.com/branchingout; and  

• alliantenergy.com/releaf. 
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2.19. Hometown Rewards 

2.19.1. Description 

 Hometown Rewards encourages participating communities to promote energy 

efficiency, environmental responsibility, renewable energy optimization and responsible growth 

on a community-wide basis. Hometown Rewards is a delivery channel for IPL’s existing energy 

efficiency programs. IPL supports community efforts using energy-efficiency incentives for 

meeting community goals. 

The Hometown Rewards program has the following goals: 

• Maintains a strong educational component; 

• Offers the program in multiple communities at a time; 

• Assists communities in attainment of energy-efficiency and sustainability goals;  

• Provides a delivery channel for energy efficiency programs; and 

• Simplifies the program for participants, while ensuring the program is robust enough to 

have a significant impact on program participants.  

Hometown Rewards also attempts to leverage the power of social norms to affect 

behavior change in the partner communities to generate excitement about the community’s 

energy efficiency and sustainability initiatives. 

2.19.2. Successes 

Newton is on track to achieve its energy savings goals for all sectors. Upon completion, 

the committee chose to install solar panels as part of an addition to the city’s Arboretum.  

Iowa Falls enrolled in Hometown Rewards in 2016. At the end of the third quarter, electric 

goals were on track for all sectors. Gas goals were not reviewed, since the city had not yet 

completed a heating season while enrolled. 
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2.19.3. Challenges 

• It is challenging to keep community volunteers engaged in the effort over a period of two 

years. 

• Energy efficiency measures in smaller cities with economic challenges may be difficult to 

afford for some households. Redirecting these customers to programs designed for 

them, in addition to including some behavioral opportunities, can create energy savings 

in income challenged homes to contribute to Hometown Rewards success. 

2.19.4. Future Steps 

• The City of Centerville has been selected for IPL’s starting Hometown Rewards program 

in 2017. 

• IPL will recruit communities to participate in Hometown Rewards via direct appeal to 

community leaders in eligible IPL-serviced towns. In addition, IPL will also recruit 

Hometown Rewards partner communities who are jointly serviced with other utilities, 

including investor-owned and municipal utilities.  

2.19.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:   

alliantenergy.com/hometownrewards. 
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2.20. Builder Training 

2.20.1. Description 

IPL trains builders on energy efficient building practices, meeting building energy codes, 

and IPL’s new construction programs.  IPL collaborates with a range of building stakeholders 

and industry groups to conduct training and education sessions. 

The primary feature of the Builder Training Program is IPL’s Builder Training 

Conference, which consists of a one-day training offered in various locations around the state.  

The conference targets residential homebuilders, HERS Raters, realtors, and other contractors 

(e.g. HVAC, plumbers, electricians, framers, insulators, and foundation specialists) to help them 

understand and comply with energy-efficient building codes. The conference also focuses on 

the technologies, tools, and strategies associated with a whole-house building approach.   

2.20.2. Successes 

IPL continued its partnership with MidAmerican Energy and its bi-annual partnership with 

Cedar Falls Utilities to host the Builder Training Conference in 2016. IPL partnered with 

Seventhwave to introduce two new continuing education credits in the 2016-2017 events; Iowa 

Real Estate Commission and the Iowa Plumbing and Mechanical Board Commission. 

IPL continued to use a Builder Training survey to evaluate speakers and offerings for 

future events.  Attendee survey highlights from the 2016-2017 event included: 

• 99 percent of conference survey respondents state that they are inspired to builder 

more-efficient homes after participating in this year’s conference. 

• 100 percent of speakers received greater than a 4 out of 5 rating from survey 

respondents, with the average being a 4.5 out of 5. 
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2.20.3. Challenges 

IPL saw its first dip in attendance in 2016 in a couple of locations as compared to 

attendance at those locations in the last few years.  IPL is evaluating the optimal number of 

conferences and the locations across the state.  IPL will continue to collaborate with 

stakeholders, such as professionals, builders and trade allies, to seek ways to keep materials 

fresh, timely, and relevant.  

2.20.4. Future Steps 

IPL will continue to collaborate with stakeholders and take in participant feedback with 

the goal to identify any changes or modifications to the program materials. 

IPL will continue to extend the offer to collaborate with other utilities to offer the program 

in other utility territories to encourage further training on building energy efficient and compliant 

with current energy codes. 

2.20.5. Program Details on the Alliant Energy Website 

Detailed information on this program is available at: 

alliantenergy.com/buildertraining. 
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2.21. Energy Efficiency Dealer Network 

2.21.1. Description 

IPL places a high priority on building strategic relationships with dealers and trade 

organizations that are in a position to sell or upgrade mutual customers to high-efficiency 

equipment and/or measures. Additionally, a quality installation is an important factor in the level 

of savings achieved when a customer has energy-efficient equipment installed in a home or 

business. Educating contractors on proper installation techniques will help ensure customers 

receive the maximum benefit for their energy-efficient investment. Participants in IPL’s Energy 

Efficiency Dealer Network fall into the following two categories: 

1. Energy Efficiency Associate: This includes individuals and organizations that support 

IPL products and services. Trades targeted for the Energy Efficiency Associate status 

are bankers, realtors, architects, engineers and wholesale distributors and 

manufacturers.  

2. Energy Efficiency Dealer: To become a dealer in the Energy Efficiency Dealer 

Network, dealers, contractors and builders must: 

• do business in the IPL service territory;  

• be involved in the sale or installation of energy-efficient comfort equipment, lighting, 

building shell measures, or other energy-efficient equipment; or 

• be involved in the building of energy-efficient homes deemed eligible for IPL 

customer incentives, as well as meet insurance and participation guidelines. 

2.21.2. Successes 

In the fall of 2016, IPL hosted Dealer Roadshows in Ames, Burlington, Cedar Rapids 

Mason City, Spirit Lake, and Dubuque.  These events explained the 2017 rebate and program 

changes, as well as obtained feedback from the attendees to help IPL better serve them.   
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• IPL has continued to out-perform the industry benchmarks of delivery rate, “click to 

open” rate, opt out rate, and open rate of its EE Dealer Monthly Newsletter.  

• IPL paid $1,127,136.71 in incentives to dealers for promoting IPL’s rebated energy 

efficiency equipment.  

•  36 dealers in the IPL Dealer Network surpassed 1,000 MBtus of impacts from the 

energy efficiency rebates submitted on behalf of their customers. 

2.21.3. Challenges  

Finding effective ways to communicate the benefits of membership in the IPL Dealer 

Network continues to be a challenge with non-participating dealers. Similarly, finding effective 

ways to communicate and reach current trade allies with updated program information in a way 

that is meaningful to all the different trade specialties remains a challenge.  

2.21.4. Future Steps 

IPL will continue to evaluate the effectiveness of its current Dealer Network and use the 

information to consider program improvements and changes. IPL continues to research 

effective ways to communicate program updates to its dealers.  

In 2016, IPL’s energy efficiency team paired up with its Cedar Rapids, Burlington and Ft 

Madison operations team to put on an event for local contractors in which they presented 

energy efficiency and technical standards and changes to local contractors.  IPL is evaluating 

this venue’s effectiveness to consider expansion into other communities IPL serves.   

IPL hired third party vendor to promote the Energy Efficiency Dealer Network program to 

improve the outreach to dealers throughout the IPL service territory.  
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2.21.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, incentives, and other participation criteria is available 

at: 

alliantenergy.com/dealers. 
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2.22.  Bright Ideas 

2.22.1. Description 

The mission of the Bright Ideas program is to stimulate grass roots enthusiasm for and 

innovation of energy conservation and efficient use of electricity, natural gas, and renewable 

resources in Iowa homes, farms, businesses, and government-owned buildings. The Bright 

Ideas program provides organizations the opportunity to design and implement their own energy 

efficiency and/or renewable outreach educational programs.  

2.22.2. Successes 

IPL received one application and funded one project in 2016. The City of Newton applied 

for and received funds to purchase an electric motorcycle for police duties. The Newton Police 

Department will produce reports for IPL that will include hours of use, electricity generated and 

saved, miles traveled, gallons of fuel saved, and other performance aspects.   

2.22.3. Challenges 

Some projects are more suitable for exploration under IPL’s Research, Development 

and Demonstration program than in the Bright Ideas program with community or grass roots 

organizations.   

2.22.4. Future Steps 

• IPL will explore networking with energy efficient equipment manufacturers in Iowa to 

collaborate on potential Bright Ideas projects. 

• IPL will continue to investigate ways to measure, verify and report potential impacts of 

Bright Ideas projects. 
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2.22.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility and other participation criteria are available at: 

alliantenergy.com/brightideas. 
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2.23. Research, Development and Demonstration 

2.23.1. Description 

As part of its continuous improvement process, IPL looks for opportunities to enhance its 

programs by offering new technologies, improving its delivery mechanisms, and incorporating 

new market intelligence into its Plan.  This program is a mechanism to test promising new 

technologies and program approaches on a pilot basis.  

IPL agreed to explore the following potential programs that show promise for the delivery 

of energy savings and/or enhancing its customer service offerings in the future. Those are: 

• Data centers 

• Behavior change – residential and nonresidential 

• Efficient vehicles 

• Transmission and distribution (T&D) optimization and loss reduction  

2.23.2. Successes 

Data Center Potential Study 

The IPL Data Center Pilot Program conducts energy assessments at data center 

facilities to identify specific energy efficiency projects and saving opportunities for that business.     

The pilot provides technical support to customers throughout the project implementation 

process to ensure the energy conservation measures are installed to specifications. The pilot 

program started in 2015 and IPL conducted 22 walk-through assessments with high-level 

recommendations for each customer.  Customers interested in completing the 

recommendations from the initial walk through audit received a more in-depth assessment.  

Eleven facilities received a Level II in-depth assessment, and as a result, IPL identified a 

potential of 5.6 million kWh savings in these facilities. 

Pilot Successes in 2016: 

• IPL achieved  74,876kWh savings. 

• An estimated 400,000kWh savings are planned to be completed in 2017. 
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• IPL conducted assessments in a variety of communities including Cedar Rapids, Ames, 

Marshalltown, Dubuque, Decorah and North Liberty. 

Behavior Modification Pilot 

IPL’s residential behavior modification pilot was launched in November 2016 and there 

are no performance results as of December 31, 2016. Highlights of the pilot thus far include: 

• A welcome letter and the first Home Energy Report (HER) were mailed to 40,000 

combination gas and electric customers. 

• Of these, only 8 customers opted-out of the program, an opt out rate of 0.03 percent, 

well below industry standard of 0.4 percent. 

• 94 customers called IPL’s Energy Efficiency Hotline asking for more information about 

the HER and updating their home profile information, which allows for even deeper 

personalization in the reports and suggested actions. 

• IPL converted seven calls into Home Energy Assessments from the 94 customers that 

called IPL’s Energy Efficiency Hotline with interest in the HER.  

Transmission and Distribution (T&D) Optimization and Loss Reduction  

The IPL Energy Efficiency department has teamed up with its Energy Delivery 

department to test an electric distribution system/voltage optimization technology to allow for 

improved integration of Distributed Energy Resources (DERs). Providing voltage stability over 

miles of distribution circuits will allow for significant Conservation Voltage Reduction (CVR) 

savings. 

IPL will pilot a Distribution Static VAR Compensator (DVAR) on two circuits with high 

levels of DERs where CVR savings can be tested. IPL expects to have these devices installed 

by the end of Q3 2017. IPL will provide an update at its fall operations report of the installation 

progress and modeled kWh savings. 
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2.23.3. Challenges 

Data Center Potential Study 

• Many data center improvements involve capital expenditures and cover multiple years in 

a facility strategic plan that would extend beyond the pilot deadline. 

• Some customers are leaning toward co-location of their data centers eliminating the 

need for energy saving projects. 

Transmission and Distribution (T&D) Optimization and Loss Reduction  

Calculating the actual kWh savings without AMI will be difficult. While modeled energy 

savings are available and will be robust, actual savings may not be available until IPL completes 

installation of AMI meters throughout its service territory. 

2.23.4. Future Steps 

IPL will continue its implementation plans for the Data Center Pilot and the Residential 

Behavior Modification Pilot and continue to explore pilot opportunities for electric vehicles and 

T&D optimization and loss reduction during its five-year EEP.  

2.23.5. Program Details on the Alliant Energy Website 

Not applicable. 
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2.24. Residential Direct Load Control (DLC) 

2.24.1. Description 

The DLC program operates during the peak summer season, from May 15 to 

September 15 under two decision rules triggering a cycling event. The first decision rule is in 

response to system reliability issues. System reliability issues may include, but are not limited 

to: a Midcontinent Independent System Operator, Inc. (MISO) directive; congested 

transmission; and insufficient generation to meet consumer demand. The second decision rule 

is based on energy efficiency when events are triggered by temperature forecasts.  

During a cycling event, IPL sends a signal to a participant’s air conditioner switch. The 

air conditioner switch cycles for 15 minutes out of every half hour, and then returns the unit’s 

compressor controls to the individual’s thermostat control for the other 15 minutes of the half 

hour. Participant water heaters are turned off for the duration of the cycling event. A typical 

cycling event lasts six hours (1 p.m. to 7 p.m.) and, except in the case of a system reliability 

concern, would never occur on weekends or holidays. 

2.24.2. Successes 

IPL added a net 206 new customers and 232 additional cycling devices over the 2016 

season, which added another 0.19 MW to its demand reduction for a program total of 42.28 

MW. As of December 31, 2016, 51,986 customers have enrolled in the program. This includes 

50,840 central air-conditioning units and 8,033 electric water heaters, totaling 58,873 

appliances. 

2.24.3. Challenges 

The 2016 summer was about average for temperatures. Temperatures reached the 

trigger level a couple of times in both the south and central zones, as seen in the table below. 
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Table 2.24-1 2016 DLC Events  

 

Through IPL’s maintenance testing program, IPL identified that 4 percent (500 switches) 

of the tested switches were either missing or failed to respond to commands. IPL will replace 

these failed switches during the summer of 2017. This will include the Mason City, Spirit Lake 

and Marshalltown areas. 

2.24.4. Future Steps 

In 2017, IPL will continue its maintenance program to check all of the switches installed 

in its electric territory and replace those not functioning properly. This process will take 

approximately five years to complete; 2017 will be year three of five. The Linn County area and 

nearby towns will be surveyed this coming summer.  

 With IPL’s recent announcement of AMI meter installation, it will investigate new 

technology in two-way cycling switches. This will include both thermostats and cycling boxes. 

2.24.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/appliancecycling. 

  

Energy Savings
Year 2016 Forecasted Hi Customers Cycled # of AC units 1.33 kWh
Date Start End Hrs Zone MW S C N S C N South Central North kWh

10-Jun 1pm 5pm 4 South 4.39 94 5,124 5,238 6,967
15-Jun 1pm 7pm 6 South 4.39 95 5,124 5,238 6,967
15-Jun 1pm 7pm 6 Central 15.86 93 19,218 19,552 26,004
21-Jul 1pm 7pm 6 Central 15.86 95 19,218 19,552 26,004

Total kWh 65,941
Note:  Appliance cycling is divided up into three cycling zones: South (Burlington), Central (Cedar Rapids) and North (Mason City). 
The cycling threshold for Burlington is 94 degrees, Cedar Rapids is 92 degrees and Mason City is 92 degrees.
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2.25. Nonresidential Interruptible 

2.25.1. Description 

This program provides IPL with flexible peak demand-response resources and offers 

large commercial and industrial customers the opportunity to reduce power during critical 

system peak conditions or high market prices. In return for reducing power when called upon to 

do so, IPL program participants earn incentives in the form of bill credits.  

The Interruptible program is a mature and successful program. It has proven to be a 

reliable resource, providing IPL with a flexible means to manage its peak load. By reducing 

consumption during periods of high demand on the electric grid, program participants enable 

IPL to provide reliable, consistent service to all customers.  

IPL added four customers and removed six customers, netting a loss of two customers 

in 2016. 

2.25.2. Successes 

IPL called two curtailment events in 2016 on two consecutive days: July 21 and July 22. 

Each customer participated in one event for four hours. Table 2.25-1 below provides summer 

weather data. Table 2.25-2 provides a summary of the 2016 test curtailment events.  

 
Table 2.25-1 Weather Comparison6 

 

 
 

 
                                                           
6 As recorded at Cedar Rapids, Iowa, Airport. Data retrieved from commercial provider, Weather 
Underground. Cooling days provided by www.degreedays.net.  
 

Weather Parameters
(May 15 – September 15)

Cooling Degree Days (base 70° F) 417 726 524 347 391 515 359
Days >= 90° F 14 33 15 1 13 13 n/a
Weekdays >= 90° F 13 27 12 0 6 6 10
Weekdays >= 95° F 2 12 6 0 0 0 n/a

2015 2016 30-Year 
Average2011 2012 2013 2014
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Table 2.25-2 Summary of Curtailments 

 
 

2.25.3. Challenges 

Cooler weather during the 2016 summer resulted in only a few opportunities for 

curtailment events during the program year. 

2.25.4. Future Steps 

IPL will continue to promote the program and its benefits to qualifying customers.  

2.25.5. Program Details on the Alliant Energy Website 

Detailed information on eligibility, measures, incentives, and other participation criteria 

are available at:  

alliantenergy.com/interruptible. 

Thu Fri
07/21/16 07/22/16

Total Number of Enrolled Customers 171 171
Total Interruptible Load 271 MW 271 MW
Start Time 2 PM 2 PM
End Time 7 PM 6 PM
Decision Rule Condition1 2 2
Number of Customers Called 89 87
Buy Through Available? Yes Yes
Number of Customers Who 
Selected Buy Through2 9 11
Targeted Potential Reduction 116 MW 156 MW
Bought Through (less) (28 MW) (48 MW)
Curtailment Achieved3 88 MW 108 MW

1    Decision Rule 1 = Reliability
Decision Rule 2 = Energy Efficiency-Reducing Peak Demand
Decision Rule 3 = Energy Efficiency-Reducing Energy Usage
Decision Rule 4 = Program Quality Control (system test)

2   A customer can elect to buy through two events annually if ten or fewer curtailments and three events if
more than ten curtailments are called, where the annual period is the load year starting May 1.
3   Curtailment Achieved = Targeted Potential Reduction (MW) minus Bought Through (MW)

Curtailment Detail
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2.26. Legislative Assessment 

 

The Legislative Assessment program is the budget allocated for two legislatively 

authorized programs:  Iowa Energy Center (IEC) at Iowa State University and the Center for 

Global and Regional Environmental Research (CGRER) at the University of Iowa. 

IEC, which is funded in part by IPL customers, works to create a stable energy future 

through research, education, and demonstration projects. ICE’s mission is to advance Iowa’s 

energy-efficiency and renewable energy use through transformative research, education, and 

demonstration. IEC accomplishes this by investing in projects that help homes, businesses, and 

industries use energy more efficiently. A large portion of IEC’s budget does towards research 

and demonstration projects that address the energy needs of all sectors, including residential, 

commercial, industrial, and agriculture. 

The CCRER at the University of Iowa is also funded in part by IPL customers, as well as 

by government and private sources. CGRER conducts and promotes research on global climate 

change and consults with state entities, as needed, on climate change issues.  
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2.27. Evaluation, Measurement and Verification 

 

Evaluation, measurement, and verification (EMV) provides the means to ensure effective 

program operation and the reliability of the Plan’s program savings and cost- effectiveness. In 

July 2014, IPL issued a Request for Proposal (RFP) for an independent evaluation of its five-

year Plan. Through a competitive bid process, Itron, Inc. was selected by IPL as the consultant 

to conduct this study. The RFP included both process and impact evaluation objectives. The 

process objectives will assess program activities in order to provide specific recommendations. 

The impact evaluations are designed to validate IPL’s energy savings impact results. 

Throughout the EMV, Itron, Inc. will work with IPL to identify and address program-specific 

challenges and successes, both from a process and impact perspective. 

IPL provided final EMV plans by program as they were completed in the spring of 2015 

as well as draft EMV reports in the fall of 2015 to the Board, the OCA, and other interested 

Parties to the EEP.  IPL filed the full evaluation of the renewable energy pilot program on March 

16, 2016 and filed the remainder of the final reports on April 25, 2016. 
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2.28. Next Plan 

 

The Next Plan program is the budget item to provide the funding to develop IPL’s Plan 

for the program years 2019 through 2023. This includes budget amounts for the years 2014 

through 2018. There are no impacts or program descriptions associated with this program. 

Amounts reported as “actual” spending for this program in 2014 and later years may include 

expenditures to implement the 2014-2018 Plan that cannot be assigned to specific programs. 
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3. Program Evaluations 

3.1. Introduction 

Evaluation, measurement, and verification (EMV) provides the means of ensuring 

effective program operation and the reliability of the Plan’s program savings and cost- 

effectiveness. In July 2014, IPL issued a Request for Proposal (RFP) for an independent 

evaluation of its five-year Plan. IPL selected Itron, Inc. through a competitive bid process as the 

consultant to conduct this study. The RFP included both process and impact evaluation 

objectives. The process objectives were to assess program activities in order to provide specific 

recommendations. The impact evaluation was designed to validate IPL’s energy savings impact 

results. Throughout the EM&V, Itron worked with IPL to identify and address program-specific 

challenges and successes, both from a process and impact perspective. 

3.2. Programs Evaluated 

In 2015, Itron evaluated 21 programs from IPL’s Plan, including energy efficiency, 

demand response, and outreach and education programs for residential, commercial, industrial, 

and agricultural customers. Itron also completed an evaluation of IPL’s renewable energy 

program for the years 2010 through 2013. Table 3.1 lists the programs evaluated. IPL filed the 

evaluation reports with the Board in Docket No. EEP-2012-0001 on April 25, 2016.  

  

Filed with the Iowa Utilities Board on May 1, 2017, EEP-2012-0001



IPL Annual Report  May 1, 2017  76 

Table 3.1 Programs Evaluated 

Program 
Number Program 

Process 
Evaluation 

Impact 
Evaluation 

2.1 Residential Prescriptive Rebates X X 
2.2 Home Energy Assessments X X 
2.3 Change-A-Light X X 
2.4 Appliance Recycling X X 
2.5 New Home Construction X X 
2.6 Multifamily X X 

2.9 
Low-Income Multifamily and Institutional 
Efficiency Improvements 

X X 

2.10 Home Energy Savers X X 
2.11 Nonresidential Prescriptive Rebates X X 
2.12 Business Assessments X X 
2.13 Custom Rebates X X 
2.14 Commercial New Construction X X 
2.15 Agriculture Sector X X 

2.16 
Non-Targeted Energy Awareness and 
Information 

X  

2.18 Tree Planting X  
2.20 Builder Training X  
2.21 Energy Efficiency Builder Network X  
2.22 Bright Ideas X  
2.24 Residential Direct Load Control (DLC) X  
2.25 Nonresidential Interruptible  X 
2.29 Renewables X X 

 

Four programs in the Plan, including Low Income Weatherization (2.7), Low Income 

EnergyWise Education (2.8), School-Based Energy Education (2.17), and Hometown 

Rewards (2.19) were not individually evaluated but were referenced in the EMV reports. 

In addition, four programs of IPL’s Plan were not included in the EMV since these 

programs do not have energy savings goals.  Those programs include Research, 

Development and Demonstration (2.23), Legislative Assessment (2.26), EM&V (2.27) 

and Next Plan (2.28). 
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3.3. EMV Recommendations Status Updates 

OCA requested IPL provide status updates on 32 of the 276 recommendations from the 

EMV report.  

PROGRAM RECOMMENDATION STATUS UPDATE 
Residential 
Prescriptive  

Recommendation 5: The evaluation team does not 
recommend the HVAC SAVE requirement be eliminated, 
but the negative feedback expressed by trade allies 
should be investigated and remedied where warranted 
(more details are provided in Chapter 5).  For example, 
since SAVE testing for air conditioning systems cannot be 
done until the summer cooling season, IPL should alert 
RPR participants to the testing requirement either directly 
or through trade allies, and inform them that there may be 
delays in rebate payments if testing cannot be done for 
several weeks or more.  Also, the SAVE software issues 
noted by trade allies should be investigated. 

IPL is using a third-party vendor to 
increase support for communication 
between trade allies and customers 
to help explain the requirements and 
deadlines for HVAC SAVE testing.  

 Recommendation 6:  IPL should investigate 
implementation of an on-line application system. 

 

IPL is evaluating upgrading tracking 
software in Q1-Q2 2017. An upgrade 
is necessary to facilitate moving to 
an online application system. 
Additionally, IPL Legal is evaluating 
electronic signatures. 

 Recommendation 7:  IPL should explore whether there is 
sufficient interest among trade allies in an optional more 
intensive 2-day training option with a hands-on module. 

IPL has found dealers are more 
interested in single day training.  IPL 
is using a third-party vendor to help 
connect struggling trade allies with 
HVAC SAVE experienced allies.  

Home Energy 
Assessments 

Recommendation 6:  A pre- and post- testing requirement 
should be required as a condition of program participation 
to ensure that the building sealing measures are resulting 
in a significant reduction in ACH.  It would be more 
accurate to develop savings based on the ACH50 
reduction, rather than a standard reduction of 3 ACH50.  
If this requirement is too costly, further research is 
recommended on a sample of homes to determine 
whether or not the deemed reduction of 3 ACH50 is 
reasonable. 

IPL will not be implementing a test-in 
and test-out requirement in this plan. 
IPL is considering such a 
requirement for its next EEP. 

 Recommendation 11:  Ensure all desired segmentation 
variables and all building envelope application data is 
included in TREES.  Including all scanned application 
data in the electronic TREES database will facilitate a 
number of functions including trade ally marketing and 
outreach, and program tracking and evaluation.  Currently 
some of the application data are only stored in paper 
format. 

IPL is recording dealer and material 
data in TREES and has been 
scanning in application data since 
2013. 

 Recommendation 13b: Consider offering a simpler audit 
path.  Both on-line audits and mail-in audits are popular 
tools offered by many utilities throughout the U.S.  These 
tools appeal to customers who want feedback about the 
energy efficiency of their home, but are unwilling or 
unable to schedule an in-home audit.  IPL should 
research these options and consider adding one or both 
of them to the HEA program in the future. 

IPL has spoken with vendors that 
offer self-assessments - both online 
and mail-in - at trade shows and 
conferences. IPL will continue to 
explore for inclusion in its next plan. 
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 Recommendation 15: Increase scheduling options for 
HEA Assessments.  IPL and its implementation firm 
should expand the range of options offered for the audit, 
including a broader range of night and weekend times 
when customers are available. 

IPL currently offers Home Energy 
Assessment appointments one 
Saturday per month. Customer 
interest has been on par with 
weekday appointments. 

 Recommendation 20a: Improve building envelope cost 
estimates.  Approximately half of the building envelope 
contractors interviewed perceived the building envelope 
measure cost estimates to be either too low (for 
contractor-installed measures) or accurate (for do-it-
yourself upgrades).  They suggested that IPL reach out to 
those in the industry to get a better idea of the actual 
installation costs for these building envelope measures. 

 

IPL will use additional data collected 
from the rebate claim forms to 
reassess the accuracy of cost 
estimates on an annual basis. 

In addition, IPL requests all 
contractors to provide current cost 
estimates for basic services on an 
annual basis. This information helps 
IPL develop the annual costs basis 
for rebate levels.  

 Recommendation 20c: Improve standardized HEA 
recommendation text.  Currently, the text discussing the 
HEA recommendations is fairly generic.  There are many 
benefits to expanding the recommendation text to provide 
more information such as the rationale for the 
recommendation, the expected savings, and specifics on 
the IPL incentives that are available.  This type of 
information is very useful to the customer and can 
potentially lead to greater recommendation uptake.  To 
illustrate this, below are some examples of 2014 IPL 
recommendation text compared to recommendation text 
for similar measures provided by other utilities. 

IPL explored with vendor and while it 
is not feasible to update the report 
received at the time of the 
assessment, follow up letters to 
rebate-eligible customers at the 
onset of the heating season will 
include more thorough explanations 
for recommended measures in an 
effort to improve uptake. 

 

Be Bright Recommendation 5:  The evaluation team recommends 
that IPL continue to work with WECC to ensure their 
incentives are being optimally and consistently distributed 
across program retailers and bulb types and that the 
appropriate resources are in place to improve retailer 
awareness of scheduled marketing activities.  This will 
allow the retailer to better leverage these activities and 
align them with their own internal marketing efforts. 

 

IPL has worked closely with WECC 
to optimally distribute incentives 
across retailers and bulb types.  For 
example, in 2016 IPL had an 
increase of over 100 participating 
retail stores while successfully 
achieving a near even mix of CFL 
(472,242) and LED bulbs (461,493).  
40 percent (187,511) of the LED 
bulbs sold were the LED 2.0 bulbs 

New Home 
Construction 

Recommendation 18. IPL should provide a detailed 
summary when program features change as well as 
detailed background on the status of the program at 
regular intervals. These summaries should include an 
explanation of why these changes are taking place, 
recognizing the implications of these changes on builder 
operations. 

IPL has tried to remain consistent on 
not changing program rules after a 
calendar year has started.  IPL 
communicates any new/upcoming 
changes with buildersare via its 
Dealer Newsletters, face-to-face 
visits and advertising efforts.  

 Recommendation 20. IPL may want to consider informing 
customers more directly that their home participated in 
the New Home Construction program specifically. This 
could be done in several ways, such as through an 
informational brochure/literature handed out at the home 
closing or a personalized mailing sent to the homeowner 
by IPL. This information could include information on the 
home’s participation in the program and benefits related 
to the anticipated additional energy savings, increased 
confidence in home quality and energy savings based on 
the testing requirements (HVAC SAVE and HERS), and 
higher efficiency measures installed. Informing customers 
of the fact that their home participated in the New Home 
Construction program would have a number of benefits. 

IPL is evaluating the use of HERS 
ratings for new homes. Additionally, 
IPL is starting to direct-market this 
program to customers via parade of 
home events and in communities 
where IPL is seeing increased 
participation in the program.   

IPL currently awards BOP customers 
with a certificate of completion. 
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First, it would inform the customer of IPL’s involvement in 
their homebuilding process, particularly when the home 
also received an incentive from one of the other investor-
owned utilities. Second, it is an education tool which may 
have longer-term market effects through future decision-
making. It could also be an opportunity for additional 
cross-program marketing for IPL. 

 Recommendation 26. To maintain builder participation, it 
is important to keep the process as streamlined and the 
burden as low as possible for the builder. Additionally, the 
raters are a key market actor in the program, being the 
most present market-facing player in IPL’s New Home 
Construction program. However, the disinvestment of 
these builders – particularly the builders that have the 
most homes go through the program – also results in 
reducing the program’s effectiveness in influencing 
building practices and/or paying for homes that would 
have been built to the same specifications even without 
program benefits. Alternately, the evaluation spoke with 
very engaged builders who are clearly driven by the 
program, either through the rebate itself and/or the 
support of the HERS rater. To optimize program 
attribution, there may be value in identifying means for 
getting builders more engaged in the program, such as 
through program processes, builder training 
requirements, improved documentation of design 
changes needed to meet program requirements, etc. 
Such requirements may reduce builder participation, but 
at the end may result in increased influence of the 
program on the builder market. 

IPL is introducing a HERS rater 
incentive in 2017 to encourage raters 
to become more involved in the 
design phase of homes to increase 
the likelihood of participation.  

IPL agrees that marketing NHC 
features and benefits to customers 
will be more effective than marketing 
to builders. IPL is starting to direct-
market this program to customers via 
parade of home events and in 
communities where IPL is seeing 
increased participation in the 
program.   

 

Nonresidential 
Prescriptive 

Recommendation 14:  IPL should consider enhancing the 
TREES database to allow for the integration of customer 
program data so that database users can see all 
programs in which a customer has participated.  Pursuing 
the integration of these datasets would provide a more 
comprehensive view of IPL’s energy efficiency portfolio 
and help to inform integrated demand side management 
of its programs. 

Database users can see all NPR in 
which a customer has participated. 

 Recommendation 15:  To increase the usefulness of the 
IPL Dealer Network to NPR participants, include 
customer reviews of trade allies or key metrics (such as 
number of projects for which rebates were paid to the 
contractor) to appear.  For example, Home Depot’s 
website www.redbeacon.com, provides users with a 
contractor search tool that includes ratings and customer 
reviews. 

IPL transitioned its Dealer Locator in 
March 2017 to its new Dealer 
Network platform. This new platform 
will allow IPL to include the number 
of projects for which rebates were 
paid, however, IPL is still working 
through the data transfer issues at 
this time.  

 Recommendation 17:  Among the recommendations for 
improvement (offered by trade allies) are expanded 
webinar offerings, more in-person updates on the NPR 
program and in-store training on how to fill out application 
forms (for the benefit of the sales staff and the contractors 
that sell that store’s equipment). 

 

IPL’s new Dealer Network 
administrator offers in-person 
updates, assistance with ‘counter 
days’ and educational sessions with 
dealer teams on program rules, 
paperwork requirements and how to 
up-sell energy efficiency.  
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 Recommendation 19:  It is recommended that the lighting 
and other equipment rebate forms be revised to allow 
multiple lines for the same measure type.  IPL should also 
consider expanding the functionality of its on-line 
application form to allow for electronic submittal and 
processing of rebate applications. Such a system would 
help to streamline rebate processing and help ensure 
database accuracy. 

IPL is evaluating the upgrade of 
tracking software in Q1-Q2 2017. 
Upgrade is necessary to facilitate 
moving to an online application 
system. Additionally, IPL Legal is 
evaluating the use of electronic 
signatures. 

 Recommendation 29:  IPL should continue working with 
trade allies to increase the adoption of condensing 
furnaces in commercial businesses.  The associated 
incremental costs should also be reviewed to determine if 
rebates should be increased. 

 

IPL is collecting costs in 2017 to 
determine if rebates should be 
increased for condensing furnaces in 
commercial businesses. IPL will use 
this information to consider changes 
to the rebate in 2018.  

Small Business 
Energy 
Assessments 

Recommendation 1: Consider combining mid-sized 
businesses with the small business customer segment 
rather than placing them with large commercial and 
industrial customers in the C&I Audit program.  Product 
managers for both the SBEA and the C&I Audit program 
feel that medium-sized commercial customers have more 
in common with small businesses than large commercial 
and industrial businesses.  Including mid-sized 
businesses in the SBEA program would increase savings 
due to direct install measure installation.  It would also 
likely lead to more mid-sized program participation as 
customers would more often be referred to more relevant 
program offerings.  IPL should consider using ESource to 
review best practices for C&I energy audit programs 
around the country in order to determine what benefits 
and risks there are in moving towards this segmentation 
strategy. A strength of IPL’s audit programs is their 
flexibility.  This flexibility should be maintained as mid-
sized customers are placed into one of the two programs.  
While the majority of mid-sized customers might fit 
perfectly into the SBEA program, some customers, for 
example those with complex equipment or processes, 
should still be able to be placed into the C&I Audit 
program. 

Currently, IPL evaluates each audit 
request and directs resources 
according to customer's size and 
industry, taking into account 
specialized needs when applicable. 
As per further segmentation, IPL will 
evaluate for the next EEP, taking into 
consideration the Assessment of 
Potential Results. 

In 2017, IPL expanded its eligibility 
requirements in the SBEA program 
to allow more participation of mid-
sized customers.  

 

C&I Audits Recommendation 2a:  It is recommended that IPL 
develop and maintain a systematic and centralized record 
of audits that have been conducted by the C&I Audit 
program.  This system should track the number of 
program participants, the types of recommendations 
made, and the estimated savings from each 
recommendation (at the measure or action level).  In 
addition, these data should be tracked in TREES so that 
customers who participate in IPL’s rebate programs can 
be linked with the customer tracking database for the C&I 
Audit program.  Tracking and linking fields will help IPL to 
assess the success rate of the audits performed, and the 
degree to which audit recommendations are being 
implemented via participation in one or more of IPL’s 
other programs.     

IPL’s Key Account Management 
team is currently evaluating options 
for a Customer Relationship 
Management (CRM) tool that will 
become the centralized record of C&I 
audits. IPL will look for options that 
could allow linkage to TREES.  

Small Business 
Energy 
Solutions 

Recommendation 4.  The annual hours of operation is a 
key input needed to determine savings for lighting 
measures.  If IPL continues using site-specific hours 
instead of building type defaults, these values need to be 
recorded in the tracking data, and range checked for 
reasonableness. 

Hours of operations have been 
collected since July 2015 in this 
program, as part of the design 
software system used to track data. 
IPL will include this information in its 
program planning for the new Plan.  
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Custom 
Rebates 

Recommendation 1.  Going forward, it is recommended 
that IPL use the framework used in this evaluation which 
classified each project to one of seven baseline 
categories. These define the baseline equipment used in 
the savings calculation.  The intent of this approach is to 
base savings on the equipment that would otherwise be 
installed under each situation.    

IPL will use baseline conditions to 
help define savings calculations, 
including equipment remaining useful 
life and pre-existing conditions. 

 

 Recommendation 2. IPL should consider Industry 
Standard Practice situations when setting project 
baselines. Related, IPL should amend program rules to 
explicitly eliminate rebate eligibility for measures that are 
found to be Industry Standard Practice for a given market 
segment. 

IPL will set parameters on when a 
technology is standard practice. 

 

 Recommendation 3a. Program rules should be revised to 
eliminate rebate eligibility in the following situations: 
» Proposed project is not more efficient than current 
Codes or standards. 
» Proposed project has a regressive baseline situation, 
where the efficiency of the pre-existing equipment is 
higher than the replacement equipment. 
» Proposed project involves like-for-like equipment or 
systems replacements. 

IPL will review how program rules 
are applied to eliminate rebate 
eligibility for regressive situations. 

 

 Recommendation 4.  IPL should ensure that the relevant 
existing equipment’s remaining useful life and condition is 
identified and documented as part of the rebate 
application process. 

IPL will use baseline conditions to 
help define savings calculations, 
including equipment remaining useful 
life and pre-existing conditions. 

 Recommendation 5.  Whenever possible and especially 
for early retirement claims, IPL should utilize empirical 
data to document pre-existing conditions for the purposes 
of establishing the project baseline.   

IPL will use baseline conditions to 
help define savings calculations, 
including equipment remaining useful 
life and pre-existing conditions. 

 Recommendation 11b. Key Account Managers already 
send periodic emails to their customers.  Consider 
developing this into a once-monthly or bi-monthly email 
that Key Account Managers can send to all of their 
customers.  Ideally, the email should include information 
on program updates and any changes to rebated 
measures.  The emails should also include website links 
to additional resources that would help customers easily 
participate in the program, such as links to application 
forms. 

IPL will continue to utilize Questline 
bi-monthly newsletters for 
customers.  These contain links to 
additional resources. 

 

Commercial 
New 
Construction 

Recommendation 1. Add additional fields to the program 
tracking database.  To enhance the evaluability of the 
program, a few additional fields need to be included in the 
TREES program workbook including program track (1, 2, 
3, 4), program vendor name (TWG or ME), baseline code 
and version (ASHRAE 90.1 2004 or 2007 or IECC 2006 
or 2009), scope of the project (greenfield new 
construction, addition alone, major renovation alone, or 
addition and renovation), gross floor area of the premise 
and the new construction project (if different).  Additional 
information to help characterize the predominant type of 
business that is expected to occupy the building is also 
needed to better inform the development of on-site data 
collection plans, to help structure marketing and outreach 
activities, and to inform the assessment of the program’s 
influence on the customer’s decision to upgrade the 
energy efficiency of their proposed new building and 
major renovation projects. 

For Track 1, IPL uses TREES as the 
tracking system. Tracks 2, 3 & 4 use 
the vendor’s tracking system in 
collaboration with MidAmerican 
Energy and Black Hills Energy as it 
is a joint-utility program. This system 
tracks all of the information listed in 
this recommendation.  
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 Recommendation 2. Improve data coordination between 
IPL product managers and program implementation 
vendors.  Due to the distributed structure of the 
implementation team, effective coordination of activities is 
key to successful program planning, budgeting, and 
timely delivery of incentives.  At every milestone of the 
long project development process, all parties involved 
should have access to the following information:  a list of 
projects enrolled in the program, when they are likely to 
be completed, and when they are scheduled to receive an 
incentive payment.  The project vendors and IPL program 
vendors should adopt a common project numbering 
scheme that is fixed throughout the life of each project.  
This will eliminate confusion caused by mismatched 
project names and will streamline the evaluation data 
request process. 

IPL receives status updates  from the 
program implementer at every stage 
of the process.  Reports on 
milestones are reported monthly. 

 

 Recommendation 12. This analysis indicates the program 
is broad reaching; however, it is unclear whether the 
relatively large number of contractors that only participate 
once or twice  is indicative of lack of individual firm 
engagement in the program, lack of new construction 
opportunities amongst these organizations through IPL’s 
program specifically, or the fact that some of these 
organizations (such as engineers) are fairly passive 
participants and only engage in the program when 
contacted.  More concerted follow-up research may be 
useful to determine why there is not more repeat 
participation.  

At least 50 percent of projects come 
from established relationships with 
design professionals.   These are 
built through outreach via AIA Iowa, 
Lunch and Learns, past project 
participation, and trade shows.  
Another 25 percent come from the 
relationship between a Key Account 
Manager and their customer. The 
remainder come from other souces 
such as trade allies, customer 
contacts and referrals.  

 Recommendation 18. It is not optimal for the program to 
operate under three independently housed data tracking 
systems (TREES and one per implementer).  With that 
said, we recognize that there are limitations to entering 
new construction projects in TREES.  The Weidt Group 
identified an option might be to create dummy account 
values so that data might be entered.  On the other hand, 
interviews with Michaels did not identify the same level of 
frustration with TREES.  The Itron team recommends 
continuing to explore possible solutions for capturing 
information and back-up documentation within IPL’s 
system, ensuring coordination between the two 
implementers.  The interim impact report provides more 
detail on tracking database issues. 

IPL is considering changing the 
program parameters in its new Plan 
that will address this issue.  

 Recommendation 21. Although an additional cost, it may 
be worthwhile to consider a post-project component of the 
program to ensure customers are continuing to maintain 
and use equipment in a way that maintains optimal 
energy savings.  The program may consider a formal 
after-construction follow-up which would take place 
specified period of time(s) after the project is closed.  This 
follow-up has the potential to increase or maintain 
operations and maintenance (O&M) savings and provides 
another point of contact and education opportunity for the 
customer.  While the KAMs may be able to complete 
these meetings, it would likely be more impactful and 
educational if members of The Weidt Group or Michaels 
Energy take a lead role in the process. 

IPL is expanding this program to 
include a Track 5 Ongoing 
Performance Track in 2017. This will 
align with MidAmerican Energy’s 
Track 5. 
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