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CT Neighbor to Neighbor Energy Challenge

• 14 towns Across Connecticut

• $4.2m pilot funded by DOE to:

1. Prove that community-based strategies are a 

cost-effective way to drive demand for 

residential upgrades

2. Demonstrate that Home Energy Solutions 

could be marketed as a first step to deeper 

improvements (historical upgrade rate <10%)

3. Prove that investing in state-of-the-art data 

tracking systems improve community-based 

program results 

CT. Gov. Malloy 

announces N2N
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Data and Performance Metrics
• Track & report effectiveness of customer engagement, 

including:

• Communication touch points, 

• Outreach strategies, 

• Motivational messages (A/B message testing)

• Track & encourage the customer through their journey

• Compare cost-effectiveness & set thresholds for 

performance

• Prepare internal program reports & dashboards using 

real-time performance data

• Complete qualitative and quantitative analysis projects
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Tracking Database 

Next Two Slides:

1. Example Contractor Performance 

Dashboard

2. Example Cost-Effectiveness and Scenario 

Planning Model
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Cost-Effectiveness/Scenario Planning 

Model
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Solution—Course Correction:

• N2N Assign Leads

• Contractor Scorecards

• N2N Contractor RFQ

• Energy Advisors

• Customer Sales Training

• Lead “swim lanes”

Quantitative Diagnosis:

• Lost leads

• Poor contractor 

follow up

• Low bid rates 

• Low customer 

upgrade awareness

Problem: Poor Close Rate (26% of leads completed assessment)
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Problem, Diagnosis, Solution:

Contractor Close Rates



Transparency Leads to 

Market Innovation
N2N Course Correction Results
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1. Community-based organizing 

• Use multi-touch approaches tailored to communities

• Need significant staffing to succeed

• Hire experienced community organizers

• Community groups and volunteers are critical and require 

support and training

2. Contractor coordination and support

3. Marketing

• Understand the target audience & energy efficiency marketing

• Rely on Earned media

• Coordinate marketing & brand awareness with outreach and 

social media 

Lessons Learned: Where to Invest
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