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Executivesummary

Recently, a number of communities have pilotta new idea: electric vehicl¢EV) group
purchaseprograms that provide alimited -time opportunity for residents to get discounts on
purchasing an electric vehicle. These programs are modeled after successful sgawer
group purchase programs, which dozens of communitiésave adoptedsincethe first
program waspioneered in Portland, Oregonin 2010. In 2015, three EV group purchase
programs piloted in Colorado and Utahonein the Fort Collins/Loveland area, led by Drive
Electric Northern Coloradg onein the Salt Lake Cityarea, led by the University of Utaln
partnership with Utah Clean Energyand a joint solar and EV program in the
Boulder/Denver area, led by Boulder County

These programs have been remarkablguccessful. In each casthe programs have led to
dramatic increases inEVsales/ up to 300 percent community wide. In addition, the
Boulder program led to more than 140 people installing nearly 750 kilowatts (kW) of solar
power on their homes.These programs are advantageousecause the private sector
provides the financial incentives sothe costto local governmens or agendges that
administer the programsis very low.

To illustrate just how much impact these programs can havene participating dealer in
Boulder County sold Spercent of all NissanLEAFspurchasedin the United Statesduring the
period of SeptemberDecember2015. The following chart compares sales in the same
months of 2014 and 2015in the two areas of Coloradavhere these programspiloted in
2015.

250

- B

150 ———

i Northern Colorado

100 — EBoulder County

2014 2015

While EVsandrooftop solar systemsoffer many benefits to both the community and
individual buyers, they are still an unfamiliar technology to many peopleA group purchase
program can serve as a very effective tool) to help your constituents understand that EVs
available today are affordable, comfortable, and able to meeto n s u me=ds $of many
types of trips; and 2) to inform them that home solarsystemscan reduce emissions and
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save consumers moneyThus, garting a group purchase program may be one of the most
effective methodsfor spurring your local EV and solar markets

This tool kit is designed to lead you through the basic steps necessary to create a successful
group purchase program in your community. Because solar group purchase programs have
been aroundmuch longer, there aremore resources available so this toolkit primarily will
focus onEVgroup purchase programswhile providing some information on pint solar and

EV programs. A additional resource for solar programs isThe Solarize Guidebook
communityguide to collective purchasing of residential PV systemsblished by the National
Renewable Energy Labratory.

What is aa EVgroup purchase program?

The basic ideabehind an EV group purchase prograns that a local agency negotiates a
discounted price from one or more EV dealers or car companie$his deal is theravailable
for alimited time to members of a group whether they areemployees of a company or
residents of a community. The agencthen agrees to take the lead in outreach and
marketing for this deal. The key element®f an EV group purchase program includ the
following:

Discounted prices ok\s, possibly in combination with charging infrastructure and
solar panels

The lead agency conducts a competitive bid process to get the best possiiiliees on buying
or leasing selected models of B8/The selectedcar dealers and manufacturerghen provide
discounts or rebates for program patrticipants.

Limited-time offer

Having a discrete time limit motivates customers to act now while the deal isilttin place.
This is particularly important in the EV marketplace, where some potential buyers have a
tendency to wait for newer technology to come oufThe limited-time offer helps spur them
to act now, helping achieve market transformation

Communitybased outreach and marketing

One of the biggest barriers taeVadoption is simply the lack of awareness that EVs are
available and affordable Trusted voices in the community(e.g.,local governments, air
quality agencies, neighborhood groups, or trusted ngprofit organizations) can
communicate the value of EV.8roadcasting an affordable deal from a group purchase
program can move many people to action.


http://www.nrel.gov/docs/fy12osti/54738.pdf
http://www.nrel.gov/docs/fy12osti/54738.pdf
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Happy new Nissan LEAFowner Michelle Krezek points to her new EV, purchased
through the Boulder Count y group purchase program.

Do these programs actually spur sales of m&¥®

Yes. Most of the early pilots have had significant success in increasibty sales In Boulder
County, sales of NissahEAFs went up by 230 percentfrom 52 LEAFsin the county inthe
last four months of 2014, to173 in the lastfour months of 2015.

In Northern Colorado, the program sava nearly 300percentincrease in the sales of EAFs
from 15 in the lasttwo months of 2014 to 59 in the lastwo months of 2015

One concern migt be that these programs simply draw customers who would have
purchased arother EV whether or not the pogram existed.Group purchase programs,
however, influence people who were not planning to purchase an EV to reconsidbr.fact,
results from asurvey of participants in the largestEVprogram revealedthat 72 percent of
the respondents had notriginally been planning on buying argV, as the chart below
shows.The survey also showed that more than 90 percent of people who entered the
process and did no actually buy a vehicle are now interested in buying an EV in the future.
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m Already considering an
EV

m Was not thinking of
buying a new car

= Already considering a
new car

Why should my community supporEV®

EVs can bring many benefits to your community. BecaudgVs haveno tailpipe emissions,
they cangreatly improve air quality and public health. As Colorado shifis toward more
renewable energy inits electricity generation, these air quality benefitswill grow over time.

For example,in the Denver metropolitan and North Front Ringe areas, where our state is
struggling to meet federal ozone stadards, the emissions of ozone precursors from E\&se
much lower than those from gasoline vehicles. The chart below showthe percentage
reduction in the two major ozone precursos, volatile organic compoundgVOCs)and
nitrogen oxides(NOXx), and for carban monoxide (CO)and greenhouse gasefGHGs)for an
EVin this part of Coloradocompared to a gasoline vehicle based dyoth the 2013 and 2020
electricity mixest.

2013 2020
VOG 99.1% 99.5%
NOX 4.5% 70.1%
CO 99.4% 99.4%
GHG 13.3% 32.6%

And, of couse, for customers who power their cars through solar electricity, the vehicles are
closer tozero emissions.

1 Southwest Energy Efficiency Project, 2013\ir Quality Benefits of Electric Vehicles in the
Denver Metro and North Front Range Aae
http://www.swenergy.org/publications/trans _portation
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If your community has climate goals or a climate action plafVadoption is important in
reducing GHGemissions from transportation.

In addition, EVs bring some real economic advantages to our communities. Even wjts
costing only$2 per gallon, EVs are lceaper to operate, with $5000r more in annual fuel
savings/z money thatconsumerswill likely recycle into purchases in your community.In
addition, there are state and federal tax credits for EVs, which together cadd up to
$13,500. Increased EV sales mean that more of these tax credits will come to your
residents¥z once again, dollars thatonsumersare likely to sperd in your local economy.
Furthermore, much of the money spent on gasoline in Colorado goes to enftstate
petroleum producers while most of the dollars spent on electricity stayin the Colorado
economy.

Finally, because a group purchase program is completely voluntary and is aye
inexpensive program for the public sector to operatesincethe discounts cone from private
sector partners, these good programs build goodwill in the community.

How expensive is it to run a group purchase program

One of the great advatages of a grop purchase program s that it very inexpensivefor a
local agency to run but it still has a large impactYour role isharnessingthe collective
buying power of your constituents to negotiate a discount from private sector providers
(car dealers auto conpanies, and solar installerg, and thenusing your access to the
community to get the word out.Existing state and federal tax creditsmprove the deals For
a very small outlay of staff time and moneyyou can create a big impact in the community.
For exanple, the chart below shows how Boulder Countinvested only $7,000 in staff time
and advertising costs and leverageds dollars by a factor of750. The specific ownership tax
aloneon vehicle sales is nearly 35 times greater than the o u n initjyal' iny estment.
Boulder Countyreported a total ofonly 165 hours of staff timeused for this effort.

$4,000,000
$3,500,000
$3,000,000
$2,500,000
$2,000,000
$1,500,000
$1,000,000

= EE§

Investment Investment Investment Estimated  Specific
by Boulder by County by county state and Ownership
County residents in residents in federal tax Tax revenue
EVs solar credits to county
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county
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Drive Electric Northern Colorado spentapproximately 40 hours of staff time, primarily on
outreach andWeb portal setup, andit reported spending aboutfive minutes each workday
sharing information with the participating dealers. They had no oubf-pocket expenses.

Who can offer a group purchase program? Does it have to be a local
government?

There are many different organizations or agencies that can offéne program, depending
on what is the best fit for your community. After all, among the programs to datene was
sponsored by local government, one by a universitgnd one by a nonprofit. Other
possibilities could include utilities, local economic develpment organizations, and air
quality agencies. The key ifo choosean organization that has credibility within the
community and the capacity to successfully manage the program.

Why would a dealer or automobile manufacturer participata the
program?

Sdling EVscan be challenging for automobile dealerships. In many cases, salespeople are
unfamiliar with EVs, and there is a substantial learning curvan becoming familiar enough
with the vehicle to be an effective salesperson. If sales volumes are loweté is little
incentive to put in the necessarytime and training. However, if dealerships can sell
hundreds of vehicles, salespeopleill have a huge incentive to learn about EVand
dealerships will find it a better investment to train them. Added to this, state and federal tax
credits are important to customers, butthey are complex andsalespeople view them as
another level of information thatthey must communicate to customersGroup purchase
programs package the tax credits, dealership, and manufaatr rebatestogether to show
just how affordable EVs can bemaking it easier forthe salespeople and dealerships.

The group purchase programslso offer effective marketing and outreach from community
organizations and outside sourcethat prepare customers to come to a dealership with
more information. Potentially, the more informed customersare upon arrival, theless time
it will take for dealershipsto complete a saleln addition, program participation will drive
customers to the dealer and generatevord of mouth, whichmay contribute to increased
sales beyond the end of the discount program

How large are the discounts?

The discounts thatthe programsoffer are based on a competitive procurement process and
negotiations with the chosen auto dealersnanufacturers, and solar installers

For example, n the Boulder County programmanufacturer and dealerdiscounts were
approximately $8,500 on the 2015 Nissan EAF.
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In the Utah program, the discounts were approximately $400 on 2015 Nissan EAFs,
$6,000 on 2016 LEAFs, $5,200 on 2015 BMW i3s, $2,900 on 2016 Ford Focus electrics
$2,000 on D16 Ford GMAX Energs, and$3,500 on2016 Ford Fusion Energs.

On the solar side, the Boulder program included $750 rebates on the cost of a home solar
program. Boulder is now negotiating on a second solar prograrhat will offer graduated
discounts based on the size of the system. Currently, a typical market price édnome solar
systemis approximately $3500 per kW of capacity. Under the graduatedpricing, larger
systems will cost only$2,730 perkW.

The financial case:

In communication to the public abouta group purchaseprogram, a core messages how the
combination of the group discounts with state and federal tax credits nk& a newEVvery
affordable.For example, in the Boulder County program, thbreakdown for Nissan LEAFs
purchased through the programwas as follows.

Nissan LEAF SModel SV Model | SL Model
Ma n u f a c Suggesied RetaiPrice $31,810 | $34,460 | $36,365
Group Discount $8,349 $8,349 $8,349
Federal Tax Credit $7,500 $7,500 $7,500
State Tax Credit $3,831 $3,831 $3,831
Net Price $12,130 | $14,780 | $16,685

Compared with an average cost of over $33,08@r a new light-duty vehicle in 2015, the
deal offered for the LEAFwas a significant savigsfor consumers Evenwith gas prices
below $2 per gallon, EVs still provide their owners with hundreds of dollarg fuel savings
each year in addition to reduced maintenance costs.

However, there are complications to communicating with customers aha these tax credits.
The federal tax credit is nmrefundable, so a customer will only receive the full amount tie

or shehas a tax liability greater than $7,500. The state tax credit is refundable, so customers
receive it regardless of their tax liabilty, but the precise amount may vary between
taxpayers.

In addition, there are substantial annual fuel cost savings. Evevith gas costing an average
of only $2 per gallon, a Nissan EAFcustomer who drives 12,000 miles per year and pays
$0.12 per kilowatt -hour (kWh) for electricity will save $550 a year compared to paying for
gas for a 25miles-per-gallon car.

One feature that the Utah program included was savings calculatorlinked to the program
website, allowing customers to see what their likely annual fuel cost savings would be
compared to their existing vehicle

2 Kelley Blue BookNew-Car Transaction Prices Jump More Than 3 Percent In August 2015,
According To Kelley Blue Bookttp://mediaroom.kbb.com/new -car-transaction-prices-
jump-august2015



http://utahelectricvehicles.org/#savings
http://mediaroom.kbb.com/new-car-transaction-prices-jump-august-2015
http://mediaroom.kbb.com/new-car-transaction-prices-jump-august-2015
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There alsocanbe a compelling case for home solaystems The details will be variable,
however, depending onthe utility that serves your areabecausedifferent utilities have
unique incentives for solarsystems In addition, the actual production of a solar system will
depend onstructure-specificdetails, including building orientation, roof angle, and shading.
However, as a example, the second round of the Boulder County prograaifered solar
systems at $2,730 pekW of panels installed. For an ideally located and tilted roof, this
equalsabout $0.061 per kWh, compared to a retail price of ove$0.10 per kWh when buying
power from the utility .

What customers are eligibléo participate?

Itis up to you to decide who is @ible to participate in the program. In some cases,
employers offergroup purchase programs andso theyare only open to employees of those
companies; inothers, programs are open to everybody who lives in the communityit is also
possible to have a hybrid program, where anyone in a community is eligible, but
participating public agencies and large employers make special efforts to reach out to their
employees and inform them of the opportunity.

Should weinclude solar?

One initial question is whether to create a joint solaphotovoltaic (PV) and electric vehicle
(EV) program or an EVonly program. Of thethree pilot programs, two were EVfonly and
one conbined EV and PV. The advantage of a combined program is thatan contribute
both to getting more electric cars on the road antb making the electricity mix cleaner. It
also isreasonable to assume that there is a significant overlap between people whre
interested in acquiring PV and EVIn the Boulder program, which did combine both,
approximately 15 percent of EV customers also purchased a solar system; of those, about
two-thirds sized their solar systems to coveboth the electric load forpowering their house
and for charging their car.Having both the solar and auto industry communicating teheir
customersabout the programsprovides opportunities for co-marketing, potentially
expanding the customer base for both.

Surveysfrom the two Coloradoprograms have shown thatenvironmental concerns are
strong motivators for customers participating in EV group purchase programs. Becautige
combination of a solar power systemand an EV mears essentially emissionsfree
transportation, there is a very poweful marketing opportunity inherent with a joint solar
and EV program.

In the Boulder program, approximately 140 customers installe@30 kW of solar panels,
with an average of about 5.%kWh per installation. About 25percent of thosecustomerswho
purchased solar panels also acquired an EV.

One way of looking at these numbers is to compare the expected annual electricity use from
the LEAFs sold in the program to the expected solar generation. EackAF, on averageis
expected to use about 300 kWh/year, for a total of 850000 kWh/year. The expected solar
generation is 1.13 millionkWh—exceeding the totalenergy consumption of the vehicles.

10
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Colorado law does require that investorowned utilities include EV charging in their net
metering programs so thatcustomershave the option to account for their new EV when
installing solar panels.

Including solar systemsdoes increase the complexity of the program. It requires a separate
request for proposal RFP and review process to choose the solar contractoongoing
interactions with the solar contractor, and a slightly more complicated custometracking
system.Depending on your local utility, you may or may not be located in an area with
strong incentives for solar.

Does the program need an outside admitrigtor?

Some group purchase programs have used outside administratonghile others haveused
in-houseadministrators. An outside administrator is advantageous becaus#& may lessen
the load on agency staf§incethe outside administrator would be primar ily responsilde for
issuing the RFP, revieving RFP responses, séhg up the program website and maintairing
the database oprogram participants. The local agencies stilvill need to play a strong role
in outreach, since a coreomponentof the program iscommunity-based marketing. An
outside administrator either will require funding from the agency or will need to add a fee
to the solar and EV programs to cover theiadministrative costs. One important issue to
addresswith an outside administrator is acess to data—it is important to establishup front
how much data the agency will needbout customersand ensurethat it will have access to
this data.For localgovernmentsor other public institutions, another advantage of an
outside administrator may bean ability to move much more quickly on certain areas, such
as review and evaluation of RFPs, which can be more time consuming under public sector
procurement policies.

What is theRFP proces®r EV provider8

Typically, a program administrator will usea competitive bid process to select the
companies that will participate. The idea is to find the companies that will offer the best
combination of discounted pricing, good financing optionssuperior customer service, and
largest availability of inventory. For any individual program, you will need to decidevhich
aspects are most importantwvhen choosing the contractors.

You should sendRFPsto both auto dealers and to the Original Equipment Manufacturers
(OEMSs) the technical term forautomobile manufacturers. You willthen want to create a
committee to review the responses and decidehich providers to select.

Note that this will likely be a nonexclusive selectionthat is, you may cloose multiple
OEM/dealer combinations. For example, the Salt Lake Cityea program had participation
from BMW, Ford, and Nissajwhile Northern Colorado had both BMW and Nissan
participate. This is in contrast to solar group purchase programs, which have typically
selected one providerbecause the products are more similaWhen it comes to EVs,

11
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consumers maybe looking for verydifferent types of vehicles, so there is real value to
offering a diverse range of vehicles in the program.

In terms of dscounted pricing, the RFP should ask what models will be includeand what
themanuf acturer’ s s uMSRRisforeath of teeseamodels. it shoudd ¢hen(
ask what the discount below MSRP will be for direct purchase and what package will be
offered for a two- or three-year lease.

One important point here is to undersand how state and federal tax creditplay into the

lease process. Fofederal tax credits, the tax creditgypically go to the lessor, not the lessee;
that is, the tax credits will go to the car company and should be reflected in lower lease
payments bythe individual or business leasing the vehicle. Colorado tax credits, by contrast,
goto the lessee, sthey should not be factored into the lease rate offered by the company.
Note that you could request either a fixed price or prices that go down as the umber of

sales go up. To date, all of the EV pilots have had fixed prices, but some solar programs have
tied the price to the volume of participants.

The RFP should also ask what financing dedlse dealershipswill offer. For example, will
they commit to 72 months of Opercent financing for participants with adequate credit
scores?

Customer service is hard to rank and evaluate, but it is critical. In the limited number of

programs offered to date, the ones that have been most successful have featured eleships

where there is a salesperwlmn whocuseanon EWa leivr
work for EV customers. The leassuccessful program was one where customers would read

about the program, sign up onlineandthen go to the dealernly to find salespeople who

did not even know there was an EV group purchase prograin the first place. Thiskind of

dealer experience can make or break the progranthis leads to anmportant question

about what plans the dealership has for staff training to engre that there are enough

salespeoplewith knowledge about EVs to respond to customer demand.

Availability of inventory is also very important. If the program is successful, the

participating dealers may sella lot more EVsthan they are used toFor exanple, in the

Boulder area program, Boulder Nissan sold 248 NissarEAFs in four months, compared to

55 in the same four months the year beforef y nan’ s Ni ssan maretfamr t Col |
50 LEAFs than normal during thetwo-month program in Northern Colorado,compared to

15 in the same two months of 2014lt is important that the dealership is preparedand has a

plan in place ifit should run out of inventory. You can require such a plan in your RFP.

The RFP can also ask about other benefits that the resplents may offer to participants,
such as discounted prices for home chargers, free access to a compamyed charging
network, or other perks.

Another potential area for program expansion is to include electric assist bicycles, or e
bikes. The inclusionof e-bikes would give consumersa direct link to the programs many
local governments administer to encourage bicycling and reduce traffic. This would require
another procurement process with bicycle shops or-®ike suppliers, butit could open up
the program to more participants.

12
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Appendix 1contains samplelanguage on the scope of work and requirements for aBaVvV RFP

What is theRFPRorocessfor solar installers?

If you choose to include solapower systemsin the group purchaseprogram, you will
also nedl to have a competitive procurement process for the solar installer.

First you must askwhat discounted price the solar installer will offer. A key component
of evaluatinginstallers is to find out to what extent they offer competitively discounted
pricing with volume rebatesfor purchasng and financing systems.The RFP should ask
for the price per watt for a direct purchaseby a residential customerand inquire what
the terms would be for asolar lease or a power purchase agreement. The RFP atsm
requestgreater discounts basedon the volume of sales; that is, if the total number of
watts installed through the program exceeds certain thresholds, there will be a further
reduction in the price per watt. This can be offered as a rebate to the earlier camers
who paid the initial pricing. Someother important things to include in the RFP is
requiring the installer to provide a competitive dollar per watt ($/w att) purchaseprice for
solar PVsystems aswell asfinancing options such asalease, power purchase agreementor
loans.

You alsocandecide to includecommercial buildings forsolar installation. Becausethere
is so muchvarianceamong commercial buildingsjt is probably not possible to get the
same type of firm pricingas with residential properties. The RFP can, however, request
competitive, generic maximumdollar per watt ($/w att) estimate up front beforethe
program even identifies specificustomers.

The RFP alsgould ask forsolutions and pricing for battery storage to be coupled with
residential or commercial solar installationsin addition to pricing for EVcharging.

Appendix 2contains a sample solar RFP.

How long should we offer the program?

There are several reasons to offer a timémited program. A time limit creates a sense©
urgency—motivating customers to participatenow rather than later. In addition, dealers or
installers who are not chosen through the RFP process are less likely to be upset with the
program if the time line is relatively short.

The EV group purchase prgrams that have been implemented to date have had tintiees
ranging from six weeks to fourmonths. Inthe existingprograms, the initial plan was to offer
a shorter program, typically one month, but the programs werall extended due to
customer demand.

13
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Does it matter what time of year we run the program?

The pilot programs that have been implemented alan relatively late in the year. Boulder
County’s program started at thédnedof@enethbeoThe Augu st
Northern Colorado programlaunched on Black Friday an@lsoran through the end of

December. The Utah program ran in December but extendétto January.

Typically, car sales are lower in the first few months of the year, then pick up to a fairly

steady rate,and peak late in theyear. ForEVs tax credits playa large role in determining

when car sal es peak staxcedtsfoa puschasesii@ agvercyaan’ t c | ai
until the following year. Sqif a customer buys an EV in Januarke or shewill have to wait

more than ayear, until he or shefilestaxes for the previous year, to clainthe taxcredit. On

the other hand, ifa customerpurchases an EV in Decembeihe or shewill be able to claim

his or hertax credits in just a few months. Thus, customers may be more motiea to

participate later in the year.However, to date there is not enough experience with EV group

purchase programs to make any definitive statements.

What are the likely demographics of program participants?

In the Boulder program, most participants(95 percent) were two-car households. This
makes sense given some of the challenges associated viit¥is Since most pure EVs have
ranges ofonly about 100 miles and there is still limited availability of fastcharging
infrastructure , customersare less likdy to chooseEVsas thar only vehicleif their
households occasionally make longer trips. This may not apply in a program that is also
offering plug-in hybrid vehicles such as the Chewulet Volt, however, since thosevehicles
have the ability to travel fa hundreds of miles.

Boulder Gunty also found that most participants(94 percent) lived in single-family homes.
This finding also makes sense since mosivners charge their EVsat home, and it is much
easier toaccess charging ira driveway or garage ot singlefamily home than it is to install
charging in parking areas in multifamily housing.

Who does the outreach?

One of the keys to success is a vigorous communityased outreach effort. After all, an
individual car dealer could simply offer a deep dicount onits own, but,what makes these
programs different is the ability of trusted messengers-such as local governmet,
environmental groups, utilities,community-based nonprofits, or employers—to reach their
constituents.

14
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What types of outreach shad we conduct?

These programs have usedeveraloutreach strategies. Generally, each program has
developed a website that functions both as a source of information and as the portal to sign
up for the program.

While the website can give people importantietails, other tools are needed tanform
people about the program andyuide them to the website.In the Boulder program,for
example,approximately half of the participants who purchased an EV heard about the
program from other sourcesand went directly to the dealer withoutevensigning up on the
website.

For reaching the general publicexisting programs have used some of the following
strategies.

A Pressreleases or other newspaperoutreach
A Socialmedia
A Newsletters
I Leverage existing servicesutility companies businesschambers,recreation
centers, specialinterest groups, open space orenergy, schools)
A Partners
I Shareprogram with partners and ask them to disseminatéenformation to
their customers
A Public workshops

In several programs, multiple agenies or individual employers were communicating
directly with their own employees about the program using strategiesuch as:

Staffleadssharing information

Email (department, personal, or organization wide)

Internal newsletters

Internal workshops highlighting the program and educating employees
Internal organizations websites

Employeeambassadors orchampions

Too To T To To I

In a survey ofBoulder Countyprogram participants, newspaper coverage, word of mouth,
and employer outreach were thenost commonways that paticipants learned about the
program. Boulder County particularly benefitted from a frontpage storyfeatured in the
local newspaper at the outset of the programTlhe chart below showsall the ways in which
participants learned about the program.
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4.5%

B Advertisement

® From Employer
= Word of Mouth

® News Story

m Social Media

m Other

Appendix 3 contains sampleoutreach materials.

How do wecollect data and evaluat program succes3

It is critical to determine what information is important to you in evaluating the program
andto make sure that you have mechanismbuilt into the program to track this dataa The
Web portal used to enter the program should be designed to collect as much of this data as
possible. In addition, there should be a clear expectatiorf what data the selected installers
and auto dealers will collect, andhere should bea common spreadsheet used to track this
data, as it is quite likely that there will be customers who hear about the program and go
directly to the vendors without entering the Web portal. In the case of the Boulder program,
only half of the EV buyersactually used theWeb portal.

Conclusion

EV and solar group purchase programs haweemendous potential to transform your local

community, economy, and environmentBy f ol | owi ng this tool kit as
resources available to you to begin antmplement a successful group purchase program.

For more information, please visitwww.refuelcolorado.com/refuel-colorado-fleets.
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Appendix 1¢ Samplelanguage for an EV groupupchase RFP

This section is intended to give a sample of the types of questions to ask of potential

providers for an EV group purchase program. It is not intended to be a full RFP, &R
requirements will vary based upon each agency’
RFP is largely drawn from an RFP used by the University of Utah and Utah Clean Energy;

however, it has been modified both to remove specific references, and baswtdlessons

learned from the Boulder County and Northern Colorado programs. We would like to thank

the University of Utah and Utah Clean Energy for sharing their RFP language.

SECTIONL - PURPOSEOFRFP

1.1  Purposeof RFP

The purpose of this Request forProposals( RFP' )  faalitate amanufacturer/dealer
discount for purchasesof battery-electric and/or plug-in hybrid electric vehicles(hereafter
referred to as“EVS’ py membersofthe community. The agency is usingn RFPprocessto
facilitate the implementation of this manufacturer/dealer discount for affiliated

individuals, but individuals interested in taking advantageof this discount, and not the
agency,will be purchasingand paying for the EVs. For this reason,this processis not
governedbytheagency’' s ppolxiesand s noesnbjectto protest or appeal. The
agencyintends to selectup to one or more manufacturers/dealers offering EVs for
participation in this discount program. Each selectedentity will be required to enter into an
agreementwith the agency(referred to below asthe “Contract” wherein the selected
companyagreesto participate in the discount program. The companies submitting
proposalsin response to this RFPwill hereafter bereferred to as“supplier(s) ” Theagency
is examiningseveral alternatives of providing this program and may decide,after reviewing
proposalssubmitted, not to enter into any agreement.

1.2  Background

The agencydesiresto provide membersof the community with the opportunity to purchase
an EVat adiscountedprice. The objective is tohelp buyers purchasean electric vehicleat a
lower cost,which in turn will reducelocal andregional air emissions. The agencyintends to

promote the discount program and the servicesof selectedsuppliers(s) aspart of the
discount program.

SECTION2 Z RFPDETAILS

2.1 Important Dates
The following dates are significant for this RFP:

! RFP Dated and Issued
1 RFP Inquiry Questions Due
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1 Proposal Due Date

2.2 Contract Period and Effective Date

The anticipated Corract term will be for a period of two months. The anticipated effective
date of the Contract is

SECTION@SCOPE OF WORK
3.1 Scope of Work Overview

The purpose of agency EVs program is to facilitate a manufacturer/dealer disoat for
members of the community that is more favorable than other discounts and pricing
available to participants during the program period. The selected supplier(s) will provide a
discounted pricing on selected makes and models of EVs. The selected digp(s) will
generate price quotes and offer financing services for both purchases and leases of EVs in
accordance with the scope of work outlined below.

Individuals who wish to participate in the discount program will sign a contract with the
selected sypplier(s) for the purchase of an EV. The agency will not be party to this contract
and will have no responsibility or liability under this contract.

The program is outlined in terms of the following key phases, described further below:

Participant Enrollment & Education
Participant Engagement

Program Completion & Assessment
Anticipated Program Timeline

= =4 -4 -

3.2  Participant Enrollment & Education

It is currently anticipated that between the public launch of this discount program and the
close of it, the ageny will:

» Provide ongoing content management for a website customized for the purpose of
promoting the discount program and maintain a social media presence;

» Conduct significant outreach including press releases, workshops, use of social
media, and conmunication with its own employees;

* Maintain a database of customers who sign up on the website, and providaily
updates to the selectedguppliers with names and contact information;

» Serve as the point of contact for inquiries about the discount progm and field
questions about the program.
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The selected supplier(s) will:

* Receive contact information from the online signup database

* For interested customers who directly approach the supplier without first
registering online, the supplier will colect all of the information needed for an online
registration

» Attend workshops and present technical information about EVs.

» Attend other outreach events as requested.

« Participate in media events and interviews as requested.

» Assist with developmentof collateral materials or presentations.

» Assist with development of survey questions.

. P a r t-weeklyploneealls with tlseeagency to provide status updates and
pertinent information, including: number of inquiries, number of final quotes,
number of contracts signed, and any relevant issues, challenges, and/or delays.

» Coordinate with the agency to track participant progress, including those who went
directly to the supplier, using a cloudbased database, and update the database at
minimum three times per week

» Ask each participant to fill out an online survey developed by the agency

« Communicate regularly with the agency until all purchases are finalized.

» Participate in an Exit Interview and provide feedback on the program

3.3 Participant Engagement

The participant engagementphaseis concurrent with participant enrollment and education
phase. Aseligible participants are referred to the selectedsupplier(s) or directly approach
the supplier(s), the selectedsupplier(s) will communicae with participants directly to
provide eachwith purchase information and aquote. Purchasescanbeginasearly asthe
date of the official public launch of the discount program, and will continue until the end of
the discountprogram.

3.3.1 Individual Program Quotes

The selectedsupplier(s) will prepare anindividual quote for eachassignedparticipant that
is basedon the discounted price andtakes into consideration the preferencesof the
assigned participant.

3.3.2 Individual EVContracts

Uponreceipt of their individualized quote, eachparticipant who decidesto purchasean EV
must sign a contract with the supplier that reflects the pricing and other provisions
applicable to the discount program. This contract is strictly betweenthe supplier andthe
participant. Theagencywill not be a party to these contracts or be responsible for any
financial or other obligations related to the individual contracts between participants and
the selected suppliers.

3.3.3 Enrollment Period Communication

The agencyandthe selected supplier(s) will coordinate regularly to track assigned
participant statusthroughout the enrollment and education period. Theagencywill field
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calls from participants about the program and answer questions orrefer individuals to the
selectedsuppliers for more information, asappropriate.

3.4

Program Completionand Assessment

After the end of the program, the selectedsuppliers will report on all purchasesmade
through the program, including name, address, email address, phone number, make and
model sold or leased, and price. The suppliers shall also provide a list of all customers who
entered the program but did not complete a lease or sale.

3.5

= =4 -4 A 4

Anticipated Program Timeline

Launchof Website andPre-Enrollment Process
Official Launchof EVDiscount Program
Participant Enrollment and EducationPeriod
Final Deadlineto JoinEVDiscount Program
Program Completionand Assessmenteriod

Pleasenote that the anticipated program timeline is an approximation and final
dates and length of the program may be adjustedasnecessary.

SECTION4 7 PROPOSAIREQUIREMENTS

4.1

DemonstratedAbility to Meet Scopeof Work

The applicant(s) profile should addressthe following components:

T
T

Firm size.

Ability to servethe needsof the community. Scoringpreference will be givento firms
who have demonstratedexperienceworking in the geographicarea of the program
area andcandemonstrate sufficientinventory for the program.

Proposed vehicle(s), including year(s), make(s), and model(s) to be included in
program, including total number of eachtype of vehiclethat is expectedto be available
during the program.

Planfor implementation, including salesagentsmade availableto work with those in
the program and expecteddelivery schedules forvehicles.

Proposedapproachto maintain high quality customer service throughoutthe
program. Include a contingency plan if demand is higher than expected and exceeds
available inventory.

Identify any possible challengesyou may encounter during this processand howyou
plan to addressthem.

Provide samplesof all standard agreementsand other associatedpaperwork that
would be presentedto purchaser ofan EVthrough this program.
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4.2 Qualificationsand Expertise of Staff

All respondentsmust adhereto the following minimum qualifications; any respondentsnot
meeting minimum qualifications will not be considered.Pleaseprovide applicablelicense
numbers for all contractors who will be involved in the program.

1 Respondentsmust belicensed,and in goodstanding,to do business in thestate. List
all applicable businesslicense numbers.

1 Respondentsmust haveat leasttwo years of engagementasa manufacturer/dealer of
EVs. Specifynumber of yearsthe firm hasbeenin businessunder the presentname.

In addition to the aboveminimum requirements, please alsgorovide:

The compositionand structure of the Program ManagementTeam.

Provide namesititles, and resumesof key staff that will be assignedto the program,
indicating their qualifications, experience,and responsibilities asthey relate to this
initiative.

T
T

Selectedsuppliers shall notify the agencyof any changesto key personnel duringthe
program timeline. Provide information aboutyour f i r particgation in training and
certification programs related to electric vehiclesaswell asany innovative training models
that you have deployedor intend to implement for this program.

4.3 Cost

Provide information aboutr e s p o n aueenttavermge cos{leaseand purchase)for all
EVsrespondentproposes to include in the program, the MSHP,and the discount amount, as
apercentageor asatotal dollar amount below MSRPthat respondentwill offer to
purchasersin the program for both direct purchasesand leases.The discountamount does
not include any state and federal tax credits for whichthe customermay qualify. However,
any dealertax credits should betakeninto accountas part of the lease pricing. Pleasealso
indicate the time period that the discount will be available; preferencewill be givento
respondentsableto offer adiscount over the entire program period.

Please indicateany type of financing or leasingrespondentwill make available
to eligible participants. List any financial partnerships that you haveavailable
for participants, aswell asthe criteria for accessinghose financingoptions.
Pleasebe specificabout ALL terms, including, but not limited to, interest rates,
leaseterms, credit qualifications, down payment requirements, etc.and
provide sample leaseand purchasingagreements.

Please als@rovide any additional incentives or benefits respondentis willing

to make availableto the program or to participants in the program. Such
incentives include, but are not limited to, free charging, discounts for purchase
or installation of home charging, and rebates toustomers of sales exceed
certain targets.
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Appendix 2¢ Sample Language for éolar Group Purchase RFP

This section is intended to give a sample of the types of questions to ask of potential

providers for an EV group purchase program. It is not intendetb be a full RFP, as RFP
requirements will vary based upon each agency’
RFP is largely drawn from an RFP used by Boulder County for their second round group

purchase program, with some minor modifications. We wald like to thank Boulder County

for sharing their RFP language.

REQUEST FOR PROPOSAL
INSTALLATION OF RESIDENTIAL AND COMMERCIAL SOLAR
ENERGY SYSTEMS

SECTION@PURPOSE

The agencys seekingqualified solarfirms ( “ | n s t atd subanit propojsals for the design,
procurement and installation of residential and commercialsolar photovoltaic (“PV’) systems
based upon the scopeof work containedin this Requestfor Proposals( “ R FThéintent
is to selectone to threequalified Installers to provide suchservices inall utility areas the
program area.

This Programwill drive adoption of PV projects through a partnership focused on
localized marketing and installation efforts, which in turn will help to reduce the costof
solar PVinstallations withi n the Program areathrough a group procurement model.

The agencyseeks proposals from Installers that can provid e competitiv e pricing for a direct
ownership model using various financing options including but not limited to, cash and loans,
a lease or pover purchaseagreement( “ L e ®#RBA & madel for residential and commercial
systems.

Theintent is to provide servicesto Program participants acrossthe Program area.
Installers shall submit proposalsfor the entir e geographic Program area.

The agency wi manage theRFP proess and be the program administrator of the pooled
purchase program. The agency will coordeie with acommunity evaluation committee to
review the Installer proposals.The evaluation committee will selectthe winning Installer(s).
Quality of the proposal, experience, proposed equipment, installation practices,and proposed
pricing will all be factors in the selection process.

The agencyis pursuing multiple strategiesto meet energy and greenhouse reduction goals.
Oneofthese strategiesincludes offering residents and businesseshe opportunity to
particip ate in acommunity wide solar group procurement program. Such program$ave
historically been sucaessfulin driving down system soft costsby aggregating purchasing
power and simplifying the processof adoption acrossan organization or community. For
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example, the most recent round of Solar Benefits Colorado administered in the fall of 2015
resulted in over 800 kilowatts of rooftop solar installations

SECTIONQPROGRAM DESCRIGN
At its core,the program combinesfour main components:

1 Discounted/ Tiered Pricing: Pre-negotiated group discountswhich may increase as
more participants signup within the target communities (i.e.,bulk purchasing—a bid can
offer a fixed discount,or one where the more home or businessowners that purchase
solar systemsthrough the program, the lower the price for everyonein the community
that participates).

1 Community-Driv en Qutr each: These methods may include but are not limit ed to
social media campaigns,internal communication channels used by outreach
stakeholder organizations,tabling at local events,workshops/ presentations.

1 Comypetitiv ely-Sdected Installer(s): Through a competitiv e bidding process,
volunteers from particip ating communities elected to an evaluation committee select
an Installer (s) to service the areathroughout the duration of the program. This saves
the selected Installer (s) marketing costsrelated to customer acquisition and savesthe
consumer the effort of finding areputable, price competitive Installer(s).

71 Limited Time Offer: Group purchase programsare limited time offers. The limited
time nature of the programmotiv ates participant s to act promptly, or risk missing
the window of opportunity to install solar PVatareducedrate.

The basiccost savingsfrom the Program result from a coordinated education,promotion, and
outreacheffort and from the tiered pricing arrangement($/watt or incentiv e rebate) which
takes advantage of economies of scale.

By educating the local community, streamlining marketing efforts, and aggregating salesthis
program will help make solar PVa more accessibleand affordable energy option. We are

hoping that the selected installer will begin and end with the opportunity to
extend the deadline if needed/requested The Programtimeline may be changedif agreed
upon by the agency andhe selectedInstaller(s).

SECTION@PROGRAM ROLES AND RESPONSIBILITIES
3.1 Lead agency
The lead agencwill actasthe Program Administrator. Secifically, the agencywill:
A Managethe administration of the Program, including the RFPprocess proposd

evaluation with an evaluation committeeand contract negotiations with selected
Installer(s);

A Support other entities participating in the program and their community outreach
stakeholders with standardi zed marketing materi als, outreach and education to
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engage particip ants in the Program;

A Enableparticipantregistrati on;

A Conveneweekly conferencecalls betweenthe lead agencyand the Installer(s) to
coordinate 1) outreach activities and 2) Program status updates.

The lead agencwill identify outreach partners in their community (e.g. employers,
nonprofit organizations,neighborhood assocations, faith based groups, etc.) and use
approved communication channels to promotethe Program to their residents. The agency
doesnot endorse any Installer and will not endorsethe selected Installer(s). Any
participant who entersinto the Program doessoin their personal capacity and at his/her
own risk and will expresslyhold eachof the participating local government organizations
harmlessfrom any liability associatedwith their decision to participate in this Program
for servicesfor their project.

Please noteThe lead agencyvill promote the Installer(s) as having beenselected to
perform turnk ey solar energy services.However, the lead agencyand its local government
partn ers as entiti es do not endorse any Installer(s) over another and will not endorse the
selected Installer (s). The agencys not responsiblefor the contract that is entered into by the
selectedinstaller(s) and Program participants. Finally, the Installer(s) will waive and
releasethe lead agencyand its Program partners (including each participating local
government and their community outreach partners), from any and all claims and causes
of action arising out of the Program.

3.2 Installer

In order to participate in the Program,the Installer must provide a competitive dollar per
watt ($/w att) “Purchase Price” for solar PVsystemsaswell asfinancing options including a
Lease/ PPAand /or loans.In addition, Installers are encouragedto offer an alternative

volume rebate basedon total contracted capacity of solar PV (ex. 100 kilowatts of

contracted capacity goal achievedresultsin a $0.10/watt rebate and 400kW + results in a
$0.25/watt rebate; OR $500rebate for eachparticipant who completesan installation). For
the commercial offering, installers must provide a competitive generic maximurdollar per
watt ($/w att) estimate upfront, before customers are identified, for marketing purposes. This rate
should scale down as number of participants increases.

Proposals may include solutions and pricing for battery storage to be coupled with residential
or commercial solar installatons.

In addition, the agency plans to offer a parallel program offering group purchase of electric
vehicles. Solar providers may include pricing for electric vehicle charging as part of their FRP
submittal.

Proposalswill not only be evaluatedonthe Inst a | laklity togprovide the highestquality

designand installation services,but alsoon the ability to deliver competitively discounted
pricing with volume rebatesfor the purchase and financing of systems.
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The selectedlInstaller(s) will provide no cost/ obligation site assessmentsyith site visits
or desktop analysis, as appropriate, different ownership (or financing) models, and
installation services to Program participants. Program participants with sites that are
deemedfeasible for a solar PV project will have the option to contract with the selected
Installer(s) before the program deadline. The Installer(s) will be the technical expert
responsible for assessing individu al sites, working with interested Program particip ants to
design appropri ate sysgems, and contracting with Program participants for installation of solar
PVsystems.

Installer(s) will be required to contract with the lead agencyto participate. It is essential,
in order to meetthe program goalsand timelines, that Installers are prepared to executea
contract with the lead agencysoon after their selection.There- fore,eachapplicant
Installer must review the Terms and Conditions outlined in the DRAFTContract (Exhibit
D) and provide commentson those Terms and Conditions at the time of application.

SECTIONdPROJECIPECIFICATIONS

4.1 Program Timeline

Below are the major deadlines for the group purchase program:
RFPAnnounced

RFPQuestionsdue in Writing

Responsdo Questions (Addendumto RFP)

Proposals Due

Program Opens to Public

Registration Ends

Participant Deadline to Signinstaller Contract
Installations Completion Goal

=& —m . _a _a _a _a _a
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4.2 ProgramArea

The program is available to residents within the program area with targeted
outreach being conducted by the lead agency. There are eleciitces
within the program area , all with varying incentives for rooftop solar, therefore,
proposals should indicate if all service territories can be served, and if not, which
service territories cannot be served and why.

4.3 Proposal Instructions

a) Executive Summary (REQUIREDNarrative -Nomor ethan 1 page)
The Executive Simmary shall discussthe highlights; key featuresand
distinguishing points of the Proposal, as well as any unique problems perceived by
the Installer and proposed solutions. The Executive Summarymust be
prepared and signed by a managerhaving the authority to make offers and
enter into agreementson behalf of the Installer. Installers are welcometo
partner, but one Installer must be the lead companyon the proposal.

b) Qualificatio nsofthe Project Team (REQUIREDNarrative)

Describein more detail the applying Installer(s) ability to managethe potential
demand of Solar Benefits Colorado,basedon your size capacity.Pleasediscuss
how your experienceon previous projects (residential and/ or commercial)
relatesto the Program.

Identify the key projed teammembers by name/ position and provide experience
including but not limit ed to, partn ers assistingin project financing, customer
service, outreach, project engineering, design and install ations.

Discusslinstallers employment practices (including apprenticeship and
mentoring) aswell ascorporate sustainability and environmentally preferable
procurement activities. Specifically,pleasedescribe how your firm will manage
equipment at the end of its useful lif e (ex. does PVmodule manufacturer or installer
haveacradle-to-cradlelifecycleguarantee/ recyclingplan).

Provide a description of Installers health and safety record and practices

c) Scopeof Services and Schedule (REQUIRED Narrative)

Provide a narrative that outlines a detailed strategy that should at a minimum
addressthe following items:

Outline what Installers current average installation cost fordirect purchased
residential and/ or commercial systemin Program areais. Pleaseprovide cost
inform ation for both purchased PVsystems ($/w att) and Lease/ PPA($/k Wh)
systems, aspplicable.
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Program Plan: Provide a plan for implementation for the Scopeof Work
(Exhibit A), describing the proposing| n s t aabilltyeta progide solar PV
installation servicesto participants during the Program period. Specifically,
the proposal should describethe | n s t aabilltyeto proside timely
customer service, site assessments, and installation services.

Please elaborate on the specific intake processfor Program particip ant leads,
method for screening sites,and an installation schedule.Include an estimate of
the number of residential and commercialsolar PV projects the Installer team
cancomplete on a monthly basis.

Describe aquality assurance processfor the solar PVinstallations and outlinethe
processfor managing any permits, inspections and the interconnection process
with thelocal utility. Finally, outline how the quality of the proposed equipment
and installation processwill be explainedto the Program participant.

Timeline: Provide an expededtimeline for the averageProgram pati cipant
registered in the Programto guide participant expectations.

GeographicProximity: Discussthe | n s t agkdgraphitpsoximity to the
targeted Program areaand how this will shapethe servicesprovided.

Pleasedescribeall financing options Installer will offer Program participants.
Include details on credit score requirements, interest rates, terms, and conditions
for the various financing product options.

Multi - Family: The majority of participants will be seekingproposalsfor single-
family occupiedhomes.However,there will likely be interest from participants
living in duplexesand condominium buildings. There will also beinterest
from businesses and nonprofit organizations, which may or may not own
their buildings. Pleaseaddresswhether and how your firm handlesthesetypes
of installations, in terms of building inform ation needed, permissions needed, and
any addition al costsrequired.

Proposalfor sitesthat are not feasiblefor solar PV: Outline the processby
which the Installer teamwill handle leadsthat do not havefeasiblesites for
solar PV.

Any supplemental offers with pricing for battery storage and/or for eletric vehicle
charging.
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In addition, please include any proposed joint marketing or cbranding efforts you
would enter into with one or more selected electric vehicle delaers participating in the
group mpurchase program.

d) Proposing Firm Profile (REQUIRED
PLEASESUBMITvia Exhibit C.1- Excel(XLS)Format

Pleaseinclude the number of residentialand/ or commercial solar installations
your companyhascompleted over the pasttwo years,alongwith the average
residential and / or commercial system size kW) installed.

Describelnstallers ratio of part time to full time employees.

Licensing (General)

Colorado does not issue a contractor’s license specific to solar at the state level.
However,there are local solar specific requirements in somecounties.Contractors
needto know and comply with local building codes.

All work perform ed on the ACside of the inverter must be done by an electrical
contractor who employsal licensedJoumeymanElectrician or alicensed
Residential Wireman who will do the work.

Please noteif your Firm is listed on the BBBwebsite. Qualifying firms should be
active members of Colorado Solar Energy Industries Assocation (COSEIA, and
agreeto COSEIA codeof ethics.

NABCEReertification in accordancewith HB-10-1001 is required.DC
Electrical work related to PVinstallations, the installation of PVmodules,and
the installation of PV module mounting equipment is subjectto on-site
supervision by a Certified Photovoltaic Energy Practitioner asdesignatedby
NABCEPRor other nationally recognizedprofessional organization designated
by the Colorado StateElectrical Board.

The performance of all photovoltaic electrical work, the installation of photo-
voltaic module mounting equipment shall be subjectto on-site supervision by
acertified photovoltaic energy practitioner asdesignatedby NABCERor
another nationally recognizedprofessional organization designatedby the
Colorado StateElectrical Board by rule.

Contractors shall be insured and bonded. Pleasesubmit documentation

reflecting your F i r coifremt insurance coverage.This may be included in the
Appendicesof your proposal.
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Pleaseprovide names,addressescontact information, and contractor license
numbers for all specified subcontractors the Firm currently intends to employ
using existing businessrelationships for the project.

Pleaseprovide details regarding averagenumber of systemsper week that
Installer or subcontractors can complete, for standard installations (i.e. Those with
no addition al roofing work/p anel upgrades/structur al reinforcement/tr ee
trimming/ etc.).

Pleasedesaibethe minimum/ maximum sysemsize (in kW) to beinstalledfor
Program particip ants as part of the Program. Note: The program will havean
electric vehicle component.

Provide referencesfor at leastfive (5) of its projects.

Pricing Proposal(REQUIRED) PLEASESUBMITaspart of your proposal
asaxXLS

Outline the discounted PurchasePrice, the discounted Lease/PPAPrice (if
financing option is offered), and the additional financial incentive basedon
Programinstallation capacity milestonesthat you will provide (to residential
participants) for the Program on the Pricing Proposal Financial incentive for
Programinstallation capacity milestones cannclude, though is not limited to,
arebate, gift card, or other financial incentive.

If offered,the Lease/PPAprice shouldassumethe customeris putting no
moneydown for asystemthat will produce90 percentof optimal production,
andshouldbepresentedona$/kWh basisif possible.Forthir d-party
ownership offeringsthat areafixed monthly payment(i.e.$/month), the
paymentshould be translated into a $/kWh price for meansof comparison.
Pleaseinclude the Lease/PPAterm (in years),and any annual rate escalator
(%), if applicable.

Pricing proposals must representthe total installationc o s t s -k(e“yt” uar f or
residential and/ or commercial solar PVsystem.This should include system

design; permit allowance,applicable materials and equipment, transportation,

labor, and all equipment and workmanship warranties. The price should be
independent of any salestax or any state or federal tax credits or incentives

availlableto Program particip ants.

SystemSpecifications:The Programiis inter estedin high quality aswell as
cost competitive equipment. Identify system specificationsfor equipment
that will be usedfor projects going through the Program,including
equipment manufacturers,models (ex. module wattages,efficiencies),and
warranties for modules,inverters, racking, meters, and data acquisition
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systems,if applicable.Pleaseinclude details in your proposal about
applicable labor and roof penetration warranties aswell. Production
guaranteesin addition to product warranties are encouraged.

Proposedmodulesand inverters shall be listed aseligible equipment on the
California Energy Commission(CEC)GoSolarCaliforniavebsite:

http://www.gosolarcalifornia.ca.gov/links/equipment_links.php .
Pleaseinclude thesesystemspecifications

PriceCantingencies(Adders): It isunderstood that feaur esof certain installations
will result in higher costs.Installers must outlin e specific electrical, mechanical,
structur al, equipment, site, or labor featuresthat will result in greaer costs.The
agencywill not recognizeany project related costaddersif they are not
outlined in at the time of the proposal. Installers will be responsible for
identifying individual projects that trigger additional pricing and will itemize
addersonaProgramp a r t i cpropasal for’transparency.

Participant Proposals:All proposals provided to Program participants shall
itemize the cost of eachtechnology option if more than one is offered (example:
mid-efficiency vs. high efficiency modules or central inverter vs. micro-
inverters) and any adders that may be needed to complete a particip ant’s proj ect.
Levelized costsof electricity (LGOES) in $/k Wh shall be provid ed for each
equipment & finance combination, to allow for dir ectly comparable evaluation
of options by each participant. Applicable state and federal incentives should
alsobeincluded onindividual par t i cquges.nt s’

APPENDICESUPPORTINGBIFORMAION

The Appendicesshall include any required supporting infor mation, suchas
sample customer contracts, and equipment cut sheetsthat support your

F i r propssal. You many alsoinclude optional information like team
resumes,copies of license certificates, and customer processflow-charts, etc.

e) PROPOSAIEVALUATION

All proposalsmust meet Program objectivesand must be responsiveto the
relevant scopeof work and proposal requirements outlined above.
Proposalswill be evaluatedon the generalcriteria below:

ThresholdRequirements:Applicationsmustmeetathresholdreviewbefore they
will be provided to the volunteer evaluation team. To meet the threshold
review, proposals must include the following:

Installer hasdemonstrated significant experienceinstalling residential and
commercial PVsystems;
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Completed(and signed,where applicable) Exhibits

PurchasePrice option (presentedasa $/watt price) and corresponding
financial incentive(s), alongwith clear pricing ($/kWh for Lease/PFAs)and
terms and conditions (including length in years, and escalator,if applicable)
for any additional financing options being offered.

The proposed PurchasePrice to Program participants must be
discounted off the current installation costin the Program area

Identify any project price adders andthe range of anyprice escalators

Atemplate copy of a direct purchasecontract aswell asany necesary
agreements(loan, leaseor PPA)for any additional financing options offered,
specifying the terms and conditions;

Identification of thir d-party partners that enablethe additional financing
options (Loan and / or Lease /PPA)

Oncean Installer proposal passesthe threshold review basedon the
requirementslisted in this RAR the volunteer community evaluation team
basedon the following criteria will evaluatethe proposals:

1 Overal quality and value: overall quality of proposal and specified
equipment;

1 Experience:degreeof | n s t aekperienmcéand proficiency in the scopeof
work, including demonstrated experiencein developing,designingand
installing residential and commercid solar PVsystems.In addition,
experienceof Installer team (if applying in partnership with other
companies).

1 Implementation: abilit y to provide timely, quality customer serviceand
installations within the geographicscopeof Program.

1 Price structur e: quality and simplicity of pricing proposal for both
Purchase ($/ W) and any addition al financing options along with their
correspondingfinancial incentives.In addition, the value offered by the
proposed equipment, price adders, price escalators,and contractterms and
conditions will be considered.
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Appendix 3¢ Sample Outreach Materials

These are samples drawn from the Solar Benefits Colorado program held in the
Boulder County/Adams County/Denver area in fall of 2015, administered by
Boulder County ard Vote Solar. We would like to than Boulder County for sharing
these materials.

SECTION ¢ PRESS MATERIALS

1.1 SamplePress Release

Front Range Counties Partner to Help Residents Save on Solar or
Electric Vehicles

Boulder County, Colo. —Adams, Boulder ad Denver Counties are teaming
up to launch Solar Benefits Colorado, a firgif-its-kind community discount
program that will make it easier and more affordable for Front Range
homeowners to go solar and all residents to purchase or lease an electric
vehicle.

“Many of our residents want to save monhey
and clean up our air quality with solar and electric vehicles but may have

guestions or are daunted by the purchasing process. Solar Benefits Colorado

is a great opportunity for Front Range families explore whether either option
is right for their household. The City of XX is excited to be part of this
innovative community wide program.”
Solar Benefits Colorado enables residents to pool their buying power to

lower the price of investing in solar, electric vehicles or both. The 2015
program is available for homeowners living in metro areas of the Northern
Front Range.

Solar Installation

Qualified homeowners receive a nacost, neobligation site evaluation to

determine if their home is suitable for solar. Homeowners will then work

with a | ocal solar installer, Sunrun, who
community evaluation committee.Compounding multiple customer

installations under one umbrella— Solar Benefits Colorade-allows Sunrun

to offer discounted, “bulk” pricing and a
of the volume discount, participants must sign a contract with Sunrun by

November 6, 2015. Residents can request their home evaluation on tSelar

Benefits Colorado website
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Electric Vehicle Purchase or Lease

The same “bul k” purchasing premise i s at
electric vehicles, as it is with solar installations. Boulder Nissan was seledte

as the primary dealer working with Solar Benefits Colorado to offer volume

discounts. To take advantage of discounted pricing for the Nissan Leaf,

residents must obtain a promotional code by signing up on therogram

website and taking it to Boulder Nissan by September 30th.

“Sol ar Ben e fhelpig th€se tcommuaities build awareness,

lower solar costs, and lead on climate action in one fell swoop. We are proud

to be working with these cities to help their residents build a resilient energy

system and improve air quality and human health one rooftop or car at a

time,” said Jessie Denver, program admini
organization Vote Solar.

The newly announced 2015 progranbuilds on the success of a 20134

Solar Benefits Colorado pilot grougbuy program. The pilot program engaged
over 1,700 local residents who were employees of major employers in the
area. These homeowners contracted almost 1 megawatt of new residential
solar capacity in 4 months. Based on the overwhelming success of the pilot
program, the electric vehicle option will be offered for the first time in the
U.S. in the expanded community wide 2015 program.

For more information, visit www.MyGroupEnergy.com/coloradao
Extra Quotes:

“Sol ar is our nation’s fastest growing so
many homeowners still feel overwhelmed by the process or cost of going

sol ar. That ' s twwohXX haskteame€up with helybbormg

communities to offer Solar Benefits Colorado and make it easy for our

residents to connect with affordable sol a

“Sol ar Benefits Colorado is a great oppor
cutti ng edge of a new choice in electricity
our cell phone and cable providers, why not our electricity? By aggregating

homeowners we can reduce the cost, making solar simple and more

affordable than ever. We want to help irdrm residents about the economic

benefits of solar and know that each new installation will help reduce the

carbon footprint of the city/county, while adding to the overall resiliency of

our grid. The City of XX is excited to work with our program partnerto

expand this program so more fronir ange homeowners can parti
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1.2 Sample Press Coverage

Boulder Daily Camera
POSTED 08/25/2015 05:53:05 PM MDT

Boulder County to Offer Discounted Solar Panels, Electric Cars
Boulder teaming up with Adamsand Denver counties to leverage buying power

By Jerd Smith
Business Editor

/’

Michelle Daigle pulls the charging cord on her newly leased Nissan Leaf as Sara
Cashin, Boulder Nissan's finance manager, looks on Tuesday. The Solar Benefits
Colorado programoffers residents roughly $8,300 off the cost of a Nissan Leaf.
(Paul Aiken / Staff Photographgr

Boulder County is joining with Adams and Denver counties to offer residents the
opportunity to purchase discounted home solar systems and electric vehicles.

The Solar Benefits Colorado program, launched this week, offers homeowners an
estimated 15 percent discount on solar rooftop systems and roughly $8,300 off
the cost of a Nissan Leaf, according to Brad Smith, a sustainability specialist for
Boulder County.
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The initiative grew out of a similar program that Boulder and Denver counties
offered their employees in 2013, Smith saidWe wanted tohelp folks find a
more smple, more affordable way of paying for renewable energy," he said.

The three counties haveselected Sunrun Solar, a national solar installer, to
provide systems to homeowners and Boulder Nissan to run the discounted car
program, Smith said.

According to the county, multiple vendors were vetted before Sunrun and
Boulder Nissan were selected. Igel Zeid, electric vehicle specialist and sales
consultant at Boulder Nissansaid the dealership wanted to participate to get
more innovative electric cars on the road.

"People look at $32,000 (the Leaf's sticker pricegand say, 'That's a lot." We
wanted to team up to make this appealing to normal folks," he said.

Officials at Sunrun could not be reached for comment.

The program, essentially a bulidiscount initiative, isn't receiving county, state
or federal funding. Instead, the counties have negotiatl deals with the vendors,
who were willing to lower their prices in exchange for winning the business of a
larger number of customers, Smith said.

"This offer is great because local governments and employers don't have to
spend any taxpayer dollars. Wera simply leveraging our relationships across
the Front Range to pool our buying power to lower the price of solar and electric
vehicles," he said.

"This is an opportunity to scale up a program that Boulder County has done on a
pilot scale and offer it toa larger population, which will have much greater
potential environmental impacts.” The threecounty initiative comes as Colorado
continues to be among the national leaders in adopting use of renewable
technologies. According to a February report from th&oldenbased National
Renewable Energy Laboratory, Colorado ranks seventh in the country for
electric vehicle sales per capita, with 0.02 vehicles sold per person. Hawaii ranks
No. 1, with 1.03 electric vehicles per person.

Joyce McLaren, an NREL polianalyst specializing in residential solar issues,
said she hadn't heard of a program like this until now. Consumers can purchase
either a rooftop system or an electric vehicle, but they're not required to
purchase both if they choose to participate in th@rogram. Still, McLaren said
more people were thinking about electric vehicle purchases in tandem with
residential solar because the systems could complement each oth#t's great to
see lots of different models being used because you're able to reachraader
audience," she said.
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Smith said the three counties hope the discount program generates an additional
500 residential solar installations by the time the program ends in early
November. Xcel Energy, the state's largest electric utility, had 25,758sidential
rooftop systems in place as of the end of May, according to the Colorado Public
Utilities Commission. The program hasn't set a goal for electric vehicle sales.

Consumers have until Sept. 30 to purchase or lease a car and until Oct. 31 to sign
up for the solar rooftop program. Solar contracts must be in place by Nov. 8.
Checkmygroupenergy.comfor more information.

Jerd Smith: 303173-1332,smithj@dailycanera.com

SECTION@DIRECT MARKETING
2.1 Sample Email

We invite you to join us in participating inSolar Benefits Colorado, a
community-wide program designed to make it easier and more
affordable for residents to go solar or purchase an electric vétie.

Solar Benefits Colorado will help your workforce / members / pool
their buying power to go solar and drive electric at a discount. We can
reduce the cost and complexity of going solar, increase the number of
electric vehicles in our communities, icrease the amount of clean
energy powering our communities, and drive progress toward our
region’s climate goal s.

What is Solar Benefits Colorado?

This summer, City/County XX, in partnership with neighboring
communities throughout the Front Range and noprofit Vote Solar, is
launching a solar grouppurchasing program for local homeowners,
which allows the solar industry to offer more competitive pricing. The
selected Solar Benefits Colorado solar Installer, Sunrun, will also offer
additional rebates for increased savings to homeowners.

Electric Vehicles!

Solar Benefits Colorado has also selected a local EV dealership for the
program! This is a first of its kind group EV pilot and we are excited to
help residents lease or buy théest-selling EV in the LS. at an
incredible discount. The selected dealer, Boulder Nissan, is offering
deep discounts on 2015 Nissan Leafs.

Like other local government education programs, Solar Benefits
Colorado will take advantage of a coordinated community outreach
effort that engages municipal leaders, major employers and
community groups to reach homeowners. We would like to work with
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your organization to extend the program’s
program’s i mpact.

How You Can Help?

Just helpus spread the word! Let yourmembers / employees (choose
what is applicable) know about Solar Benefits Colorado, and the
City/County and its partners will do the rest. The City and its partners
will make it easy by providing marketing materials, leading
informational events and managhg the solar RFP proces3. 06 O A1l

easywaytoOET x UT OO 1T OCAT EUAOQOEIT60 Al il EOI AT O
and sustainability of your community!

I f you’'d |Iike to | earn more about how you
please email [Insert loc& contact].

2.2 Samgpe Facebook Posts

a) Colorado residents: Join your neighbors and plug into the sun this
summer!

Communities throughout Adams, Boulder and Denver have partnered
to help homeowners reduce the cost and complexity of going solar
with their friends and neighbors. Don't do solar alone sign up with
Solar Benefits Colorado and save on your utility bills for years to
come!

b) Colorado residents: Join your neighbors in never paying for gas again!

Communities throughout Adams, Boulder and Denver have partnered

tohelp residents get into an electric car.
electrifying your commute with an EV, Solar Benefits Colorado has a

first of its kind group deal for purchasing an electric vehicle! Visit
WWW.mygroupenergy.com/colorado to learn more.
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2.3 SampleEmployee Flyer

We’'re excited to share Solar Benefits Col
Solar Benefits Colorado, Boulder County employees are able to

purchase solar panels for their home othe Nissan Leaf at some of the

best discounted rates available in the U.S. And experts with Sunrun

will walk you through the solar planning, financing and installation

process.

On Friday, September 28 Boulder County will host a workshop in the

Commissbner s’ Hearing Room at 1325 Pear| St
rooftop solar and electric vehicleshear from the selected providers,

have your questions answered, and schedule your consultation. More

information can be found below.

Sign Up

) 06 0 A A O Uandréquiresn@ dbligédién
whatsoever. After you submit some basic contact
information, you will be connected with the Sunrun team

V to schedule your site evaluation and/or given a coupon
code to be used at the selected Nissan dealership.

Sign up on the Salr Benefits Colorado website
mygroupenergy.com/colorado
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Limited Time

Share It

e

Learn More

| f S
purchasing/l easing an electric ve
about this program as we are. If you have any questions, please

contactyour program administrator at

you

Time is limited. The discounted solar rates will only be
offered until November 6, and the electric vehicle
discount will only be offered until October 31 Act now!

Spread the word . Please help inform your cevorkers,
friends, and family of this limited-time discount.

Attend a w orkshop.

When: September 28 from 9-10am

Where: Commissioners Hearing Room at 1325 Pearl
Street, Boulder

Snacks will be served

About the program . This was offered in 2013 to

employees of select governments. It was such a succes:

we decided to do it agan offering better deals to a wider
audience.

This is a chance to be part of a program offered to
residents and employees along the Front Range.
Together we can plug into the sun to power our
community with clean energy—faster.

Visit the Solar Benefits Coloradavebsite to sign up and
learn even more.

ve been thinkioughonemout i n
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2.4 Sample Mailing LisNewsletter

Solar & Electric Vehicles: Simple. Affordable. Together.

Solar energy and electric vehicles (EV) give us the opportunity to
become energy independent, and now Boulder County employees
have the opportunity to buy or lease rooftop solar and/or an EV at a
discounted price.

This is the Deal of 2015 for Residential Rooftop Solar

For a limited time, you can receive a home evaluation to see if solar is
right for you. Local installation firm Sunrun has been selected by a
community evaluation committee and they provide a n-cost
opportunity assessment.

1 Discounted pricing on high efficiency equipment and turnkey
solar installations (including all permitting costs) below
market rate

1 Reduced complexity, streamlined process

Get a $500 rebate (Visa gift card) from Sunrun

1 Take adrantage of the 30% federal tax credibefore it expires
in 2016

1 Please note: You do not need to buy/lease an EV to take
advantage of the solar component of the program.

1 Don't delay, this offer expires Nov. 6th, 2015!

]

Save Money on your Commute with an EV!

You may also sign up to be connected to local EV dealer Boulder
Nissan who is offering discounted pricing on three models of the best
selling EV in the U.S., the Leaf.

1 State ($5,000) & Federal tax credits ($7,500) are available for
the Nissan Leaf.

1 Pleasenote: You do not need to install solar to take advantage
of the EV component of the program.

1 Just a month away, this offer expires Sep. 30th, 2015!

Boulder County Makes it Easy

Solar is the fastest growing source of energy in America and EVs help
clean upour air quality and put money back in your pocket. But many
homeowners may feel overwhelmed by the process and cost. That's
why Boulder County has launched Solar Benefits Colorado, a program
that pools the buying power of employees and residents to make
going solar and/or electrifying your commute easier and more
affordable than ever.
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Start today! Learn more and sign up at
WWW.mygroupenergy.com/group/colorado .

2.5 SampleEmployeeNewsletter

$1760 CAO 1AEO ET OEA AOOO xEAT OEA

Right now, throughSolar Benefits Coloradpyou can purchase a
Nissan LEAF for 25% off MSRP or lease it at a discountederat
Sweeten the deal even more by:
1 Taking advantage of Federal ($7,500) and State ($5,000) tax
incentives
1 Getting 24 months of complimentary charging when you purchase or
lease (a value of up to $1,012).
1 Never purchasing gas again!

Example:

I 2015 Nissan LeafS with Quick Charge PackageMSRP: $31,810 plus
fees and taxes

1 SBCO negotiated price: $23,461 plus fees and taxes (26% off
MSRP!)

M This discount DOES NOT include Federal and State Electric Vehicle
tax credits (up to $12,500) which could lower your finalcost to
$10,961

Due to high demand, Nissan has agreed to extend the offer until
October 31+t

“Buying the Nissan Leaf through Sol

Not having to worry about negotiating the price made this the easiest
purchase ever! And Nigel at Boulder Nissan is so knowledgeable
about the Leaf; he stayed late on Saturday evening to spend all the

time | needed to understand how to
- Michell e Krezek, Commi ssioner s’
“We have wanted to get mwbuewepstt ri c
couldn’”t make it work financially.
these barriers and made it practical and easy for us to purchase an

electric vehicle. We’'re very happy

- Vivienne Jannatpour, Parks and Open Space
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