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The Energy Efficiency Advisory Council (EEAC) guides the development of state- and
nation-leading energy efficiency plans by the Commonwealth's investor-owned gas and
electric utilities and energy providers (Program Administrators). The Council is authorized
under G. L. c. 25, 822(b) to develop, evaluate, and monitor the implementation of these
plans. The Council serves an advisory role and will provide recommendations to guide the
Program Administrators’ development of their 2028-2030 draft plan, which they will submit
to the Council on or before March 31, 2027 for review and feedback. The Program
Administrators will subsequently refine and finalize the plan for submission to the
Department of Public Utilities on or before October 31, 2027 for its regulatory approval.

The Council has begun planning priorities for its recommendations to the Program
Administrators for the 2028-2030 Energy Efficiency Plan, commonly known as Mass Save.
To assistin the planning, the Council developed four guiding principles, with a series of
“ideas” that could bring the principle to life if adopted. Councilors and members of the
EEAC and Equity Working Group developed these ideas at a joint meeting on May 5, 2026.

This list of ideas represents some initial concepts for the Council’s further deliberation and
discussion during planning workshops scheduled over the next several months. They do
not represent Council final recommendations or future Mass Save content.

On behalf of the EEAC and its Equity Working Group, DOER is seeking public feedback on
the guiding principles and associated EEAC/EWG developed ideas. For example:

e Do the guiding principles reflect your priorities for Mass Save?

e Arethere otherideas that you would like to see explored during the Council’s
workshop process?

e Anything else related to the delivery and implementation of Mass Save programs
and services?

Feedback related to the Council’s guiding principles and initial conceptual ideas may be
provided in writing at MA-EEAC.com or verbally at a public listening session on June 9,
2026, at 6pm-7pm. Written comments should be provided no later than close of business
onJune 12, 2026.

The Council looks forward to your feedback.


https://ma-eeac.org/wp-content/uploads/EEAC-2026-Priorites-Final-Februrary-2026.pdf

To assist in your review, here are some helpful definitions:

Commercial and Industrial Sector: programs and services to all commercial and
industrial ratepayers including but not limited to retail, offices, manufacturing, healthcare,
education, 5+ unit multifamily, and municipal buildings

Community First Partnerships: communities that work as partners with Mass Save to
enhance outreach efforts and program participation in their communities.

Cross-cutting: ideas that relate to more than one area of Mass Save programs, sectors
and/or delivery.

Designated Equity Communities: 21 communities approved by the Department of Public
Utilities to receive enhanced program incentives and services due to their high level of low-
moderate income customers and renters.

Income Eligible Sector: programs and services to income-eligible ratepayers (households
earning less than 60% state median income)

Residential Sector: programs and services to moderate-income households (earning
between 60-80% area or state median income) and market-rate residential ratepayers.

Turnkey Offering: a delivery model that provides full support to the customer, including
fixed pricing and contractor selection

Draft: EEAC 2028-2030 Planning Priorities and Identification of Planning Ideas

1. Align budgets and incentives to meet customer needs (financial, technical, and
access-related barriers) while maintaining necessary customer support.
a. Cross cutting:
1) Affordability: demand reduction to avoid infrastructure stranded costs
2) Affordability: balance affordability and program delivery
3) Affordability: use data to show systemwide savings and reductions in ratepayer
costs



Affordability: program cost must be the driving force.

Education: increase consumer understanding of program & technologies

Education: every time we save someone money, tell the neighbors

Programmatic: reduce focus on full displacement electrification especially from

gas

8) Programmatic: increase focus and align funding on cost savings measures such
as weatherization and air sealing of building shell (multiple councilors)

9) Programmatic: zonal decommissioning/non- pipe alternatives & Mass Save is a
great equity tool- retire aging, high-cost gas infrastructure and lower energy
burdens (multiple councilors)

10) Programmatic: right size incentives- no need to replace a central AC to get
virtually the whole cost of a HP

11) Programmatic: balance program demand and budget by decreasing incentives
until demand matches program budget (multiple councilors)

12) Programmatic: focus this 3-year plan on the 15-year plan, not today’s problems.
What is the long term offramp?

13) Programmatic: increase the percentage of budget that goes toward direct
incentives vs operational overhead such as turnkey, quality control, marketing,
and call centers

14) Programmatic: focus program evaluations on areas of greatest impact and
likelihood of implementation

15) Programmatic: pool funds across Program Administrators to meet people where
they are.

16) Programmatic: minimize the time to get new measures up and running

17) Programmatic: Spend more time on new approaches, but not fiddling with non-
impactful changes to existing approaches

18) Programmatic: build off new Time of Use ability via smart meters

19) Data: gather data from current plans- what's working/not?

20) Data: improve public disclosure and budget transparency to mitigate
misconceptions on how much goes to marketing vs. incentives

b. Residential Sector:

1) Programmatic: reduce HEAT loan subsidy for higher income households and
base loan terms on financial need (multiple councilors)

2) Programmatic: continue to review cost/assess HEAT loan

3) Programmatic: sample air changes per hour each at 50 PSI

4) Programmatic: tier incentives based on existing heating source, income,
geography

5) Programmatic: tailor options based on income/need
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6) Programmatic: no costinsulation should remain.

7) Programmatic: lower baseline incentives statewide

8) Programmatic: increase incentives in Designated Equity Communities and
underserved communities

9) Programmatic: simplify offers for large multi-family (5+) — providing prescriptive
offers or some other way to clearly convey what the baseline offer is for multi-
family building owners.

10) Programmatic: how do we prioritize our cheapest, most cost-effective
measures?

11) Programmatic: reduce program costs by allowing the market influence where
ratepayers get their services, not Program Administrator policy

c. Income Eligible Sector:

1) Programmatic: reduce wait time and serve more customers by reducing scope
of offers or reducing incentives

2) Programmatic: enhance funding for barrier mitigation and low-income services
to meet high demand

3) Programmatic: keep 100% incentive on weatherization but apply a cap to heat
pump incentive per unit.

4) Data: report program outcomes with clarity, and show impact of statewide effort

5) Data: future proof via avoided costs- give data on peak

6) Data: provide specific data on affordable housing- the energy burden is
important to housing and needs to be quantified.

d. Commercial & Industrial Sector:

1) Education: develop program protocols and pathways for mixed use buildings.

2) Programmatic: create better recommendation pathways for resources outside
of Mass Save such as for solar offerings and best practices.

3) Programmatic: determine what Commercial & Industrial customer needs are

4) Programmatic: how can triple net leases or energy aligned leases encourage
participation by property owners/tenants?

2. Streamline program delivery to improve cost efficiency and make participation
easier and simpler for customers.

a. Cross-Cutting:

1) Affordability: cut program elements that are good ideas but drive increased
costs, e.g., Turnkey.

2) Education- not advertising, in multiple formats and through multiple
organizations



3) Education- for residents and business owners

4) Education- host Mass Save webinars for interested consumers

5) Education- for realtors on energy efficient upgrades home buyers/sellers can
make

6) Education- partner with Advance Water Heating Initiative (AWHI) for marketing

7) Programmatic: heat pump hot water heater solutions that work for large families
and multi-family buildings

8) Programmatic: heat pumps- allow partial systems and back-up systems, one-
size doesn’tfitall.

9) Programmatic: centralize management to gain efficiencies of scale, improve
responsiveness and reduce administrative overhead (multiple councilors)

10) Programmatic: expand pooled delivery model for more statewide initiatives

11) Programmatic: minimize time to get new programs up and running

12) Programmatic: see what we can steal/borrow from other states

13) Programmatic: heat pumps/heat pump hot water heaters- make use of Regional
Heat Pump Accelerator (mid-stream incentives) to buy down heat pump costs
and “get it on the truck” (multiple councilors)

14) Programmatic: reorient workforce development spending toward on-the-job
training subsidies for contractors

15) Programmatic: engage artificial intelligence and automation vendor to reduce
operational and administrative overhead

16) Programmatic: align contractor agreements with three-year cycle, building in
inflation adjustments

17) Programmatic: build off new Time of Use ability via smart meters

18) Data: gather data on existing plan, what is working, what is not working

19) Data: How much do measures cost? Are we getting the right or inflated install
costs?

20) Data: use existing data to identify unserved customers and serve

21) Other: Reform EEAC to have actual oversight/directive authority

b. Residential Sector:

1) Affordability: address heat pump system costs, especially by reviewing
complexity of installs

2) Programmatic: provide materials in language of customer

3) Programmatic: no cost weatherization for all customers

4) Programmatic: rebate only, eliminate/limit turnkey to reduce costs (multiple
councilors)



c. Income Eligible Sector:

1)

2)

Affordability: quality control only a representative sample of jobs instead at
100% of jobs, and repurpose those funds to do more work

Programmatic: consider whether we need multiple screenings pathways
(geography, income, etc.)

Programmatic: move away from the federal Weatherization Assistance Program
as the price setter.

Programmatic: implement process evaluation recommendations
Programmatic: aligh payment cycles with residential sector timing

Data: improve data management

. Commercial & Industrial Sector

Data: have additional Commercial & Industrial workshops
Other: include additional Commercial & Industrial representatives, seats on
council

3. Continue support for equitable distribution of investment and outcomes for

customers and communities.

a. Cross-cutting:

1)

9)

Education- Educate customers about utility rates and switching to new ones
Education- Increase education and support for small diverse contractors
Programmatic: do not change what is working; focus resources on new
initiatives

Programmatic: increase Community First Partnership funding to enable
municipal- Community Based Organizations partnerships

Programmatic: geotargeting of investments

Programmatic: disaggregate supplier diversity goals and incentivize Mass Save
to meet them

Programmatic: adopt fair chance hiring principles for returning citizens
Programmatic: integrate vendor services across programs/Program
Administrators to streamline/centralize procurement opportunities (multiple
councilors)

Programmatic: minimize time to get new measures up and running

10) Programmatic: build off new Time of Use ability via smart meters

11) Data: continue to gather and summarize data from the existing plan to feed what

is currently working/not working

12) Data: empower Community First Partnerships and communities with actionable

data to help target outreach



13) Data: Visibility into proposed or pending projects
b. Residential Sector:

1) Programmatic: focus spending on low-income and middle-class customers

2) Programmatic: increase small multi-family outcomes for renters

3) Programmatic: maintain/keep Designated Equity Communities (multiple
councilors)

4) Programmatic: moderate income sub-sector?

5) Programmatic: assess where in customer journey Language Other Than English
customers fall off

6) Other: more Dr. Destinie Nock to find hidden leads

c. Income Eligible Sector:

—

Programmatic: partner with Abdul Latif Jameel Poverty Action Lab (J-PAL) at MIT
Programmatic: surveil court cases for intake

w N

Programmatic: combine energy efficiency with fair housing

)
)
)
)

N

Programmatic: enhance data matching and auto enrollment of discount and

Heat Pump rates

5) Programmatic: use Mass Save data to focus on underserved/Low Income
communities

6) Other: make/help Municipal Light Plant towns participate. Equity means

everyone

d. Commercial & Industrial Sector:

1) Programmatic: continue what is working in small business

2) Programmatic: ensure small Commercial & Industrial customers can have
“hand” held, akin to large Commercial & Industrial

3) Programmatic: enhanced offers to under participating segments

4. Enhance program services to prioritize measures that reduce customer energy
burden while continuing to pursue decarbonization

a. Cross-cutting:

1) Affordability: affordability on its own as crosscutting

2) Affordability: standardize heat pump install costs to the extent possible

3) Affordability: identify and consider sidelining cost-drivers that do not generate
savings (energy savings/greenhouse gas reductions)



4) Education: consumers on savings and benefits (all benefits, financial/non-
financial) (multiple councilors)

5) Education: not advertising, in multiple formats

6) Programmatic: increase funding/support for barrier mitigation leading to decarb
and electrification of residences

7) Programmatic: heavily weight conversions of electric resistance and delivered
fuels

8) Programmatic: start from a lower base of incentive levels; only increase for
customer need (multiple councilors)

9) Programmatic: geothermal support

10) Programmatic: grid service upgrades
a) Demand side management to avoid grid investments
b) Increase capacity to meet load demand

11) Programmatic: minimize time to get programs running

12) Programmatic: transparency on emissions reductions and “benefits”

13) Programmatic: Improve communication and coordination across distribution
efforts (electric + gas) ex. Climate Compliance Plans, Non-Pipe Alternatives,
Non-Wires Alternative, etc.

14) Programmatic: build off new Time of Use ability via smart meters

15) Data: gather information on existing plans — what is working / not?

16) Data: How many projects have been deferred because of high barrier costs?

17) Other: Increase access and production of community solar fields

b. Residential Sector:

1) Affordability: cut off free financing for high income households

2) Programmatic: air sealing to reduce air changes per hour where critical

3) Programmatic: understand the conditions under which heat pumps are
dramatically more expensive to operate or increase greenhouse gas emissions
(multiple councilors)

c. Low-Income Sector:

1) Affordability: anchor program evaluation in consumer outcomes with specific
attention to affordability gains

2) Affordability: the language of budget spent, especially for low income, is
insufficient

3) Programmatic: increase budgets for low-income

4) Programmatic: stop replacing non-HVAC appliances

5) Programmatic: target customers using higher emitting fuels
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2)

Programmatic: focus on weatherization & heat pumps for delivered fuels /
electric resistance

Programmatic: allow electrification for income eligible gas customers who have
previously weatherized

Programmatic: prioritize portions of the gas grid that can be mothballed — no
stranded assets

Programmatic: bundle electrification with solar or other cost-saving measures
for income eligible customers

Commercial & Industrial Sector:

Programmatic: increase incentives for on-site generation and heat waste
capture & reuse

Other: rate relief for Commercial & Industrial customers, particularly small
business — heat pump rates should go beyond residential customers



