
2026 WattsmartBusiness Vendor Event

WASHINGTON



2

Meet the Wattsmart® Business Team

NICK JONES PAM LOITZMARCELINO OSORIO

JASON GLENDENNINGSHAWN HUFF LANCE BENEDICT

LILIANA CAUSOR

TODD BLACKMAN
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Agenda

Check out exhibitors, 
askquestions
and network!

Wattsmart Homes rep 
is here too!



Program Changes and Updates
Wattsmart Business
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LIGHTING 

ÅIncentives for interior lighting controls are increasing 
for small businesses, very small businesses and small 
businesses located in Named Communities. 

ÅVendor incentives are available for Typical program 
and small business lighting measures.

ÅThe limited-time bonus offered in 2025 concluded 
and has been removed from the category.

Wattsmart Business:  Whatȗs New in Washington for 2026?
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NON-LIGHTING MEASURES

ÅEngine block heater controllers 

ÅIncrease to vehicle categories to include a broad 
range of commercial, emergency, industrial and 
specialty fleet vehicles.

ÅVendor incentives are available for certain
non-lighting measures

ÅThe limited-time bonus offered in 2025 concluded and 
has been removed.

Wattsmart Business:  Whatȗs New in Washington for 2026?
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Wattsmart Business Vendor Portal

FEATURES: 
Å Application portal 

Å Resources 

Å News

Å Vendor Benefits 

Å Find a Vendor 

Å Program eligibility check

Å Contact us 

2026 Event Resources
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Named Communities ȓ what changed in 2026?

Pacific Power recognizes these terms do not fully reflect the strength, individuality, and cultural values of the communities referenced. These are the 
ǘŜǊƳǎ ǘƘŜ /ƻƳǇŀƴȅ Ƙŀǎ ǳǎŜŘ ǘƻ ŀƭƛƎƴ ǿƛǘƘ /ƭŜŀƴ 9ƴŜǊƎȅ ¢ǊŀƴǎŦƻǊƳŀǘƛƻƴ !Ŏǘ ό/9¢!ύ ƭŜƎƛǎƭŀǘƛƻƴΤ ƘƻǿŜǾŜǊΣ ǿŜ ƳƻŘƛŦƛŜŘ /9¢!Ωǎ ±ǳƭƴerable Population 
definition to include the insights and perspectives of our Equity Advisory Group.

https://evergreenenergy.my.site.com/PacificPowerEligibility/s/

HIGHLY-IMPACTED COMMUNITIES  
A community (census tract) designated with a score of 9 

or 10 based on the DOH cumulative impact analyses or 

a census tract that is fully or partially on sovereign tribal 

territory. This information is available on the Washington 

Department of Healthȗs Environmental Health 

Disparities map. Small businesses in these census tracts 

are eligible for Named Community incentives. 

VULNERABLE POPULATION CENSUS TRACTS

Census tracts identified by Pacific Power as vulnerable in 

our Clean Energy Implementation Plan. 

New: Small businesses in these census tracts (blue hash 

marks) eligible for Named Community incentives. 

https://evergreenenergy.my.site.com/PacificPowerEligibility/s/
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Pacific Power recognizes these terms do not fully reflect the strength, individuality, and cultural values of the communities referenced. These are the 
ǘŜǊƳǎ ǘƘŜ /ƻƳǇŀƴȅ Ƙŀǎ ǳǎŜŘ ǘƻ ŀƭƛƎƴ ǿƛǘƘ /ƭŜŀƴ 9ƴŜǊƎȅ ¢ǊŀƴǎŦƻǊƳŀǘƛƻƴ !Ŏǘ ό/9¢!ύ ƭŜƎƛǎƭŀǘƛƻƴΤ ƘƻǿŜǾŜǊΣ ǿŜ ƳƻŘƛŦƛŜŘ /9¢!Ωǎ ±ǳƭƴerable Population 
definition to include the insights and perspectives of our Equity Advisory Group.

City of Yakima

City of Sunnyside



10
Pacific Power recognizes these terms do not fully reflect the strength, individuality, and cultural values of the communities referenced. These are the 
ǘŜǊƳǎ ǘƘŜ /ƻƳǇŀƴȅ Ƙŀǎ ǳǎŜŘ ǘƻ ŀƭƛƎƴ ǿƛǘƘ /ƭŜŀƴ 9ƴŜǊƎȅ ¢ǊŀƴǎŦƻǊƳŀǘƛƻƴ !Ŏǘ ό/9¢!ύ ƭŜƎƛǎƭŀǘƛƻƴΤ ƘƻǿŜǾŜǊΣ ǿŜ ƳƻŘƛŦƛŜŘ /9¢!Ωǎ ±ǳƭƴerable Population 
definition to include the insights and perspectives of our Equity Advisory Group.

City of WALLAWALLA
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2022 2023 2024 2025

NC 75 188 190 441

Total SBL 156 277 418 575
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*** Project count datafrom Pacific PowerWattsmart Small Business Lighting and Non-Lighting Projects***

Projects in Named Communities (NC)
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Spanish TV and Radio Media

Spanish Social Media

Pacific Power Business 
Spanish Website

RESOURCES FOR YOU: 

ÅJoint Sales Calls With Wattsmart Outreach 
Spanish Speaking Staff Liliana or Marcelino

ÅWattsmart Program Materials In Spanish

ÅSpanish Media Business Campaign 
TV and Radio

Multicultural Campaign 
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ÅPacifiCorp has entered into an agreement with Portland General Electric Company 
to sell its wind, natural gas generation and distribution assets and infrastructure in 
the state of Washington

ÅTransaction expected to take up to a year to finalize and requires multiple 
regulatory approvals

ÅVisit our website for the press release and Frequently Asked Questions

PacifiCorp to sell Washington service area to Portland General Electric

Pacific Power news

https://nam11.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.pacificpower.net%2Fabout%2Fnewsroom%2Fnews-releases%2Fpacificorp-to-sell-washington-service-area-to-pge.html&data=05%7C02%7Cnancy.goddard%40pacificorp.com%7Cfd60a91a72064d134e9408de74d4d87f%7C7c1f6b10192b4a839d3281ef58325c37%7C0%7C0%7C639076654703713543%7CUnknown%7CTWFpbGZsb3d8eyJFbXB0eU1hcGkiOnRydWUsIlYiOiIwLjAuMDAwMCIsIlAiOiJXaW4zMiIsIkFOIjoiTWFpbCIsIldUIjoyfQ%3D%3D%7C0%7C%7C%7C&sdata=5baUPjGybYxLI%2FZXanbnzjJC%2F7h0ktFiuVO0AnUVL5I%3D&reserved=0


Questions
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Good, Better, Best:
A Playbook For Efficiency Upgrades
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Good, Better, Best:  Why This Matters

Lowest cost is the easiest decision, not always the best decision

/ǳǎǘƻƳŜǊǎ ƻŦǘŜƴ ŘƻƴΩǘ ǎŜŜ ƘƛƎƘŜǊ-value options

Trade Allies play a critical role in helping customers understand 
value

Most customers will default to lowest cost, unless shown better options
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Start with understanding the customer

Ask questions!

1

Understand their pain 
points, priorities and 

decision drivers

2

Avoid a one-size-fits-
all approach

3

Speak in terms 
that resonate with 

them, not just 
energy savings

4
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Different Markets, Different Messages

Market Customer Priority Upgrade Benefits

Industrial Uptime, safety, maintenance
Improves uptime, 
enhances safety, reduces 
maintenance costs

Schools Light quality, flexibility, budget

Improves learning 
environments, reduces 
energy costs, maximizes 
incentives

Office Productivity, comfort, energy goals

Improves comfort and 
focus, supports energy 
targets, simplifies 
compliance
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All of this can position you as a trusted 
advisor, not just a salesperson

Customers want choice, not just price:

ÅComparisons build trust and credibility

ÅOptions help customers choose based on their 
priorities

ÅConsider reduction in monthly operational costs

ÅComfort, performance, and reliability

ÅFuture flexibility

How Customers Make Decisions
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Single-option proposals limit 
customer understanding

Å For efficiency upgrades, there is no 
șone-size fits allȚ

Å Single option often focuses on 
lowest cost

Å Hides higher-value opportunities they 
may want 

Å Limits energy savings and incentives

Å Missed opportunity for deeper savings 
and better performance

LŦ ŎǳǎǘƻƳŜǊǎ ŘƻƴΩǘ ǎŜŜ ƻǇǘƛƻƴǎΣ ǘƘŜȅ 
ŎŀƴΩǘ ŎƘƻƻǎŜ ǾŀƭǳŜ

The Problem:  Single Option Proposals
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Capitalize on Good, Better, Best

Harvard Business Review ȓ Benefits in 3

1. Help customers see value, not just price
Presenting options allows customers to compare performance, 
savings, and long-term benefits, not just upfront cost

2. Increases customer confidence and speeds decisions
Structured choices reduce uncertainty and make it easier for 
customers to select an option that fits their goals and budget

3. Leads to higher-value projects and better outcomes
Customers often choose mid- or high-tier options when they 
understand the added benefits, improving savings, 
performance, and satisfaction
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The Solution: Good, Better, Best Framework

1

Provide multiple 
upgrade options

2

Show increasing levels of 
performance and value

3

Allow customers to choose 
based on their priorities
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The Solution: Good, Better, Best Framework

Option Example Value

Good Basic LED or HVAC replacement Lowest upfront cost

Better LED or HVAC + improved controls Better savings and performance

Best LLLC or advanced integrated systems Highest incentives, savings, flexibility
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Example HVAC Upgrade: Good, Better, Best Comparison

Option
System 

Description
Installed Cost Incentive

Annual Energy 
Savings

Payback

Good
Standard 

efficiency RTU 
replacement

$18,000 $1,800 $1,200/year 13.5 years

Better
High-efficiency 
RTU (IEER 16+)

$22,000 $3,500 $2,000/year 9.3 years

Best

High-efficiency 
RTU + VFD + 
advanced 
controls 

integration

$28,000 $7,000 $3,800/year 5.5 years
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Incentives make higher-value solutions 
easier to approve!

ÅHigher efficiency solutions qualify for 
higher incentives

ÅVendor incentives increase Trade Ally 
revenue

ÅReduces upfront cost for customers

ÅImproves project approval rates

Best solutions often have the strongest 
financial case

Incentives Increase Customer Value
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You can benefit from presenting options

ÅIncrease project size and revenue

ÅImprove customer satisfaction

ÅClose more projects

ÅDifferentiate from competitors

Opportunities
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Help customers choose, not just accept the 
lowest cost

ÅPresent Good, Better, Best options

ÅInclude incentives and operational savings

ÅHelp customers understand the value 

ÅPosition yourself as a trusted advisor

Call To Action
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Betterbricks.com

Free Resources that Educate and Help Sell



Questions



Break ȓ 
Visit Vendor Exhibits and Networking 
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ÅHolophane

ÅKeystone Technologies

ÅMaxlite

ÅElectrical Sales Associate (ESA)

ÅHozack

ÅRAB Lighting

ÅWA Commerce Department 
(Walla Walla only)

Wattsmart Homes 
rep is here too!

Meet Your Exhibitors!



Lighting Breakout Room
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ÅLighting Tool Tips to a Smooth Submission

ÅLighting Program Updates 

ÅFrom Questions to Confidence: Selling 
Advanced Lighting Controls in Retrofit Projects

ÅLearn practical sales strategies for advanced 
lighting controls, using real installer questions, 
FAQs, and tips to close retrofit projects 
with confidence.

Lighting Breakout Room: Topics

PAM LOITZ

ANGELA PILANT DAN KUHL



Lighting Tool 
Tips To A Smooth Submission
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Lighting Tool Tips To A Smooth Submission



37

**This must be either a handwritten signature or DocuSigned.  
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Lighting Tool Tips To A Smooth Submission

LIGHTING OPERATING SCHEDULES:
1. Anything on interior over 10 hours will need an 

explanation for the project folder.

2. Anything for exterior will need to be on a Y 

schedule unless an exception is granted even if 

itȗs running 24 hours a day.

3.Each spaceȗs operating schedule needs to be 

verified with those working in that area and 

accurate to when the lights are turned off and 

on each day.
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EQUIPMENT SELECTION & CALCULATIONS:
1. Op Schedule needs to align with each Space Description

2. When building existing equipment HO designation in ballast is 

rare - usually in fixtures for high ceiling opportunities such as 

warehouse, shop, etc.

3. When building Proposed Equipment, must have a QPL/Spec 

Sheet (with DLC designation) which supports the wattage 

listed. (especially with variable wattage part numbers).

4. Need to list manufacturer and full part number in the 

Notes/Fixture Parts Number section.

CONTROLS:
1. Basic ȓ (Integral, wall-mounted or ceiling mounted) 

Occ, Daylight Harvesting, Scheduling.

2. ANLC ȓ Must be DLC listed and check the boxes in 

the lighting catalog

3. AED ȓ Integral to fixture, occupancy or scheduled 

based, must result in 35% energy savings
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ANLC Survey (Integrated in LT)

AED Survey (Integrated in LT)



Lighting Program Updates
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Wattsmart Business: 2026 Financing Overview

OVERVIEW

Å Utility-supported financing option for Pacific Power 

business customers for qualifying lighting retrofits

Å Offered in partnership with Verdant Commercial Capital

Å www.pacificpower.net/financing 

KEY FINANCING ADVANTAGES

Å Financing rates as low as 1.99% for 24 months 

o Rate is "bought down" by Pacific Power

Å Combine incentives + financing for $0 down projects 

Å Energy savings can help offset or fully cover 

monthly payments 

OPPORTUNITIES

Å Removes upfront cost barriers

Å Enables customers to move forward sooner

Å Preserves capital for other business priorities

http://www.pacificpower.net/financing
http://www.pacificpower.net/financing
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Wattsmart Business: Energy Savings into Project Funding

ȞProject cost: $150,000

ȞIncentive: $50,000

ȞAmount financed: $100,000

ȞEstimated energy savings: $40,200/year ($3,350/month)

EXAMPLE PROJECT:

ȞMonthly energy savings can offset loan payments

ȞProjects may be cash-flow neutral or cash-flow positive

RESULT:

ȞMinimum project cost: $25,000

ȞEnergy savings range: 50,000ȓ1,000,000 kWh annually

ȞMust receive utility and credit approval

ELIGIBILITY HIGHLIGHTS (WASHINGTON EXAMPLE):
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ADVANCED NETWORKED LIGHTING CONTROLS (ANLC / LLLC)

Å$50 per fixture vendor incentive for qualifying networked lighting control retrofits 

ÅApplies directly to Luminaire Level Lighting Controls (LLLC) systems 

ÅNo vendor location cap for 2026 while funding lasts 

ÅCan be combined with standard lighting retrofit incentives 

Wattsmart Business: 2026 Vendor Incentives 

STANDARD LIGHTING RETROFIT 
VENDOR INCENTIVES*
Å $0.05 per kWh saved vendor incentive

Example:
50,000 kWh saved = $2,500 vendor incentive 

Max $5,000 per customer location in 2026 

SMALL BUSINESS LIGHTING (SBL) 
VENDOR INCENTIVES*
Å $300 per small business project

Å $500 for very small business or Named 

Community projects 

*Up to $35,000 in vendor incentives per location is available in 2026 for qualifying lighting retrofit and Midstream projects
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WHY THIS MATTERS FOR TRADE ALLIES

Wattsmart Business: Vendor Incentives

Vendor incentives are paid directly to you Ȕ in addition to 

customer incentives

Helps offset designing and programming efforts

Creates new revenue opportunities, especially for LLLC projects
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FULL FIXTURE REPLACEMENT:

Å$0.46/kWh with advanced networked lighting controls (LLLC)

Å$0.38/kWh with basic controls

Å$0.35/kWh without controls 

CONTROLS-ONLY RETROFIT:

Å$0.46/kWh with advanced networked lighting controls

Å$0.35/kWh with basic controls 

FIXTURE RETROFIT KITS:

Å$0.35/kWh with controls upgrade

Å$0.28/kWh without controls

Wattsmart Business: Interior Lighting Incentives
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EXTERIOR FULL FIXTURE REPLACEMENT:

Å$0.22/kWh with advanced dimming controls

Å$0.12/kWh without controls 

Wattsmart Business: Exterior/Specialty Lighting Incentives

Image Source: Cooper Lighting

SPECIALTY LIGHTING INCENTIVES

Å Refrigerated case LED lighting: $14 per linear foot

Å Refrigerated case occupancy sensors: $1.50 per 

linear foot

Å Custom lighting projects: $0.13/kWh
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Lighting control incentives are increasing in 2026, especially for advanced controls

Wattsmart Business: Program Changes for 2026

WHAT THIS MEANS FOR TRADE ALLIES
Å Advanced controls now deliver the strongest financial incentive

Å Greater opportunity to offer higher-value solutions to customers

SMALL BUSINESS PROJECTS
Å Advanced Networked Lighting Controls 

incentive increased to $0.48/kWh

Å Higher incentives improve project economics 

and customer value

VERY SMALL BUSINESSES AND NAMED 
COMMUNITY SMALL BUSINESSES
Å Basic controls (PIR, dual tech, integral sensors) 

increased to $0.40/kWh

Å Advanced Networked Lighting Controls increased 

to $0.50/kWh (highest incentive tier)
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Wattsmart Business: Higher Incentives with ANLC

Project Type Customer Incentive Vendor Incentive
Financing 
Opportunity

Overall Value

LED Upgrade ς 
No Controls

$0.35/kWh
$0.05/kWh saved 

(max $5,000)
Eligible Good

LED Upgrade ς 
Basic Controls

$0.38/kWh
$0.05/kWh saved 

(max $5,000)
Eligible Better

LED Upgrade ς 
LLLC / Networked 
Controls

$0.46 to $0.50/kWh 
(Highest Tier)

$50 per fixture + 
$0.05/kWh saved

Eligible for low-
interest financing

Best ς 
Highest Incentives + 
Vendor Revenue + 
Customer Savings



Questions



From Questions to 
Confidence: Selling 
Advanced Lighting 
Controls for Retrofits in 
Todays Market

ÅDan Kuhl, LC
ÅSr. Energy Specialist, BetterBricks

© 2026 Northwest Energy Efficiency Alliance



Why Advanced Networked Lighting Controls Matter to 
Building Owners
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ÅRising energy & labor 
costs

ÅCodes getting stricter

ÅOwners want flexibility, 
not complexity



What Are Luminaire Level 
Lighting Controls (LLLC)?
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ÅControls embedded in 
each fixture

ÅOccupancy, daylight, 
Tuning (Brightness 
Control)

ÅWireless & scalableFeaturing a sensor on each light fixture, LLLC provides more 
control than other NLC systems that use one sensor to control 

multiple light fixtures



LLLC

https://www.youtube.com/embed/aZSjw8NG9QE?feature=oembed

https://www.youtube.com/embed/aZSjw8NG9QE?feature=oembed


Why Owners Are Buying LLLC
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Å40ï70% lighting energy 
savings

ÅImproved comfort & 
productivity

ÅData for smarter buildings



Why Installers Should Sell LLLC
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ÅHigher project value

ÅFewer callbacks

ÅDifferentiation from 
competitors



Industry Voices
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ñLLLC helps customers 
continue finding savings 
without needing another 
full lighting upgradeò

Ryan Peterson, CEO, West Ridge Energy



Energy Savings Stack
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ÅOccupancy sensing

ÅDaylight harvesting

ÅTask tuning

ÅScheduling



Code Compliance Made Easier

ÅWashington State Energy Code 
alignment

ÅCode compliance out of the box

ÅZoning without rewiring



Occupant Comfort = Owner Value
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ÅRight light at the right 
time

ÅReduced glare

ÅTunable & adaptive 
spaces



Installation Advantages
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ÅFewer control devices

ÅReduced wiring

ÅFaster install time



Programming & Changes Are Easy
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ÅSoftware-based adjustments on 
personal device 

ÅNo rewiring

ÅRemote changes possible



Incentives Improve ROI
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ÅUtility incentives 
available

Å"Lifetime Valueò payback

ÅReduced upfront cost



Future -Proofing Buildings
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ÅSpace use changes

ÅTenant turnover

ÅSmart building integration



Beyond Lighting: Smart Buildings

ÅHVAC integration

ÅSpace utilization data

ÅAsset tracking



How Contractors Win More Work
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ÅAsk questions to understand 
customer needs

ÅTrusted advisor role

ÅProvide value proposition of 
controls

ÅRepeat business



Simple Selling Message
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ÅStart small

ÅScale easily

ÅBenefits from day one



Close: Why LLLC Wins
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ÅOwners save money

ÅOwners get Flexibility

ÅInstallers increase 
margins

ÅBuildings perform better



Incentives: Making LLLC an Easy Yes

Utility incentives 
often cover a 

significant portion 
of LLLC cost

Incentives "stack" 
with LED upgrades

"Lifetime Valueò 
payback = Easier 
owner approval

Incentives reduce 
perceived risk for 

first-time LLLC 
projects



© 2026 Northwest Energy Efficiency Alliance

ÅLuminaire Level Lighting Controls : 
Installers Toolkit



Installation Ease

ÅEasier than traditional controls

ÅNo additional wiring

ÅWireless & pre-programmed

ÅFaster installs



Training and Support

ÅSystems are similar across 
brands

ÅManufacturer & distributor 
training

Å1:1 support available

ÅFactory YouTube videoôs

Training & Rep Support



Tools & Programming

ÅStandard black/white/green 
wiring

ÅSmartphone/tablet app

ÅSome use remotes

ÅPre-programmed options

Image Source: RAB Lighting


