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Overview 

•  Renewable Energy Markets 
•  Top performing programs 
•  Marketing Strategies 
•  Examples / Case Studies 
•  Certification and Credible Claims  
•  Helpful Resources 



Source: NREL 

Renewable Energy Market Volumes 



Consumer protection and certification 
for voluntary renewable energy purchases 



Voluntary Renewable Energy Market: 
Eligible Products 

•  Utility Green Pricing Programs 
•  Competitive Electricity Products 
•  On-site 
•  Renewable Energy Certificates (RECs) 
 



Voluntary Utility Renewable 
Electricity Programs 
•  Average Opt-in rate is ~2%  
•  Marketing is the key to increasing 

participation 



Source: NREL 

 
NREL Top 10  
Utility Green Power Programs  
by Customer Participation Rate (2012) 



Source: NREL 

 
NREL Top 10  
Utility Green Power Programs  
by Green Pricing Program Renewable Energy Sales, MWh (2012) 



Marketing Strategies 

•  Direct mailing 
•  Events 
•  Employing marketing firms 
•  Contests 
•  Call centers 
•  Community outreach and engagement 
•  Business partnerships and cross promotion 
•  Social media 
•  Website engagement 
•  Ease of sign up 
•  Residential versus commercial customer 

messaging 













Promoting Green Power Purchases 



Best Marketing Campaign  
by a Green Power Supplier 



Call Centers 





Pacificorp / Pacific Power / Rocky 
Mountain Power 
•  92% of new customers used call centers to 

set up electric service 
•  Partnered with 3rd party marketer 
•  Scripts and training for 260 call center 

employees 
•  Incentives for call center employees 
•  12,000 new green power customers in 2012, 

and 30,000 new customers over a 2-year 
period 

•  Accounted for 54% of new enrollments in 
2012 



Community  
Engagement: 

 
Courtesy Knock 







Pacificorp / Pacific Power / Rocky 
Mountain Power 
•  Advanced notice of visit via postcard with 

time and date range 
•  Door-to-door canvassing with personalized 

information/data 
•  25% of customers that were approached 

enrolled on the spot 



Contests 



Puget Sound Energy 

•  Solar Power Sweepstakes 
•  Big prize: solar PV system for your home 
•  3,300 new customers during the 3.5 month 

campaign 
•  Local tie-in for manufacturing and installation 

of PV system 



Social Media 
 

Contests 
 

Business Partnerships 





Clean Currents 

•  Green Passport DC campaign, Spring 2012 
•  Partnered with 48 wind-powered businesses 
•  Custom Facebook application 
•  Check-in to participating businesses 
•  Cash prizes 
•  Exceeded goals by 22% in residential 

enrollments compared to previous spring  



Marketing and Claims 

•  Green-e Energy 
–  Review of customer disclosure and marketing 

language 
–  Required Product Content Label and product 

disclosures 
–  Marketing material reviews 

•  Federal Trade Commission (FTC) Green Guides 
•  National Association of Attorneys General 

(NAAG) 



Helpful Resources 
www.buycleanenergy.org 



www.renewableenergymarkets.com  
 

2014 Location and Dates TBD 

Helpful Resources 



Helpful Resources 

•  National Renewable Energy Laboratory (NREL)  
–  Status and Trends in the U.S. Voluntary Green Power 

Market (2012 Data) 
http://www.nrel.gov/docs/fy14osti/60210.pdf   

•  Federal Trade Commission (FTC) Green Guides 
–  http://www.nrel.gov/docs/fy12osti/52983.pdf 



Helpful Resources 

•  Green-e Energy National Standard 
– http://www.green-e.org/docs/energy/Appendix

%20D_Green-e%20Energy%20National
%20Standard.pdf  

•  U.S. EPA Green Power Partnership 
– http://www.epa.gov/greenpower/  

•  U.S. DOE / U.S. EPA / WRI / CRS:  
Guide to Purchasing Green Power 
– http://www1.eere.energy.gov/femp/pdfs/

purchase_green_power.pdf  
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