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Strategy Overview
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Three principles: 
• Simplicity 
• Effectiveness 
• Scalability 
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 Step 1. Identify
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Step 2. Recruit
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PACE 
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Seed Projects serve as: 
• Role Models 
• Advertising 
• Case Studies 

Note: Size indicates size of project. 
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Step 2. Recruit 
Building owners learn about PACE from advertising and word-of-mouth. 
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Step 2. Recruit
 
Participation can be modeled as diffusion of innovation. 
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 Step 3. Apply 
Eligibility criteria changes over time:
 

Office  

Hospitality  & Multifamily  
Energy Efficiency 
Projects:  Industrial  

Renewable Energy:  
- HVAC  - Solar  New/Unproven  
- Lighting  - Wind  Technology  
- Water heating   - Geothermal  

• Evaluate eligibility  via:  
– Annual reviews  
– Participation rates  



 
 

 
 

 

  
 

  
 
 

 

 
 

 

 

 

 

Step 4. Award
 
Contractor 

accepts risk of 
audit cost. 

Rely on pre-
approved 
lenders. 
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Step 5. Evaluate
 

Monitoring 
Submetering 

Annual 
Reviews 

Performance 
Benchmarking Indicators for Project Success: 

• Debt to income ratio 
• Savings 
• Savings to investment ratio 
• Energy audit & modeling 
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 Marketing and Outreach
 

The cost of doing business
 

Loftness, V., Hartkopf, V., Gurtekin, B., Hua, Y., Qu, M., Snyder, M., & Gu, Y. (2001). 
BUILDING INVESTMENT DECISION SUPPORT (BIDS™). ABSIC Research, 2002. 10 



 

 
 

 
 

 
 

 
 
 
 

  

 

Organization and Staff
 

PACE Office  Staff External Advisors   

• General Manager 
• Legal 
• Finance 
• Marketing 
• Building Performance
 
• Customer Service 

• Energy Service 
Companies (ESCO) 
• City Administration
 
• Finance Consultants
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Business Plan 

Assumptions: 
Application Fee: $350 Fixed program costs: $50,000 annually 
Program fee: 2% annually Salaries: $540,000 annually 
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Ongoing Operations
 

PACE 
Network 

Contractors 

Property Managers 

Lenders 

Industry Associations Utilities 

Local 
Governments 

Property Owners 
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Questions?
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