
California Title-24 
HERS Features 
from a Provider 
Perspective 



Residential New Construction

Non-Residential New Construction

Residential Replacement Market

Non-Residential Replacement Market

Utility Programs

Federal Tax Credits

New Market Segments



• Training - Internal and External

• Systems - Phone, Internet,

• Marketing - material, promotion 

• Support - on-going

• Staffing

Functional Areas Affected



May 2004

Scope of plans for 2005 standards

Determine project scope
Define preliminary resources
Secure core resources
Scope complete

Infrastructure Development Plan
for 2005 Standards



September 2004
Announcement of Communication Plan
Release of Registry for 2004
Announce program for Raters in October

October 2004
Rater Regional Road Shows
Introduction to Training changes
Announce at CABEC Conference

November 2004
Training Modules 
Training Implementation
Scheduling of Training Classes



December 2004
Quality Assurance Plan
System Updates
New Marketing Website Released on 1/1/05

January 2005
Announcement of Palm One Project

February 2005
Update Training Classes for Raters
Report on Palm Pilot project

March 2005
Review potential Alliances



April 2005
Review preliminary design documents
Adjust infrastructure design Documents

May 2005
CHEERS Registry for 2005 process items
CHEERS Registry for 2005 Value added items
Announce Participation at PCBC

June 2005
Promotion at PCBC
Develop Detailed Infrastructure Design 
Documents



It’s about 440,000
“change-outs.”



It’s about $30-40 million
more dollars flowing
into municipalities.



HVAC contractors need the 
support of those with a vested 

interest in their success.
(Among many others, that’d be everybody in this room).



Support defined:

A simple program that promotes and 
incentivizes all HVAC contractors to 
do the job the way it should be done.



At it’s core, the program delivers a 
very simple message to homeowners:

Get it done right. Save money, too.



Tell the homeowner what he needs to know, 
how to make sure they get what they pay 

for,and the decision to buy won’t be made 
on the basis of price alone.

Get it done right. Save money, too.



For the 
homeowner…



For the 
homeowner…



For the HVAC Contractor…



For the HVAC Contractor…



It’s simple.
1. Inform the Homeowner.

2. Tell the HVAC Contractor that we’re 
informing the Homeowner.

3. Help the HVAC Contractor promote his 
business with pre-sale materials.



A Complete, Self-Renewing CHEERS Cycle



Service. Support. Solutions.  www.cheers.org


