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Vision and Mission

Create awesome behavior changing
market engagement solutions for
energy clients across the country.
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We Work On

* Public Relations

« Advertising & Branding

» Digital & Social

* Behavior Change

* Market Intelligence

« Multicultural

« Utility Program Solutions
* Events & Outreach
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Setting the stage

Sales:
Overview
NEEA's Luminaire Level Lighting Controls (LLLC) program aims to
transform lighting in the commercial building space. Designers:

Key Challenges

LLLC are advanced wireless lighting technology for commercial
buildings. Specifiers:

Multiple market actors influence consideration and approval.

Several teams implementing, marketing, market engagement Installers:

Insight

Use Social Marketing principles to create a comprehensive guide

to messaging and program strategy Decision

Makers:
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Path to purchase

Owmner hires ¥ Architect identifies
architect or owner needs and
design-build develops high-
contractor level vision for

o bullding

:
2
5
s
¢
[
[

Project Initiation &
Programming

Lighting designer
articulates a
o lighting narrative

Schematic Design

* Ughting Gesigner has
opportuntty to emphasize
controls early in design
process

* influence on Architect

Lighting designer 2 Lighting designer § Genenl
specifies lighting § develops detailed E contractors submit
foctures and 2 lighting R bids, with pricing
placement & specifications » from distributors
Electrical engineer § Electrical engineer 2 & assistance from
dwe‘m g deVElOf)S detailed g manufacturer reps
preliminary &% controls o Architect & owner
controls narrative é specifications select winning bid
Design Development Construction
« Lighting Designer and Documents &
Electrical Enginaar have Contractor Selection
muw:/m * Opportunity to prevent
engineered out
* Contractors can show cost |
|.\> "m' p /l
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Literature review

Research, reports, and

iIndustry knowledge to deepen

our understanding of the market and
key audiences.

« Several audience
research projects

« 3 market progress evaluations

November 29, 2021

Lun
Cont
Ev

linaire Level Lighting
rols — Market Progress
aluation Report #1
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Social Marketing Workshop

Decision Makers
Faciity Manager, Buikling Owner,
Propecty Managers, Tenants

Design

Lighting Designer, Architect, instalior,
Distribet

o1

Specifiers

Eloctrical Engineers, Installers,
Distrituitors (Project Teams). Design.
Bulg Contractors

Sales

Electrical, General Contracior,
Manufacturer/Factory Reps,
Distrioutors

Installers

Brectrical Contractor, General
Contractor

Current State e

Low proactive requests (igher among

more sophisticated audiences)

Some 15, SOME rec

Some awareness, 5ome have

expetience; Some have experience

Hgh awareness, mixed leved of
support

Lack of understanding of vakso
proposition or benefits of LLLC
compared with atematives; Lack of

e o dge in

andlor programming

Barriers @)

sLow awareness and understanding of LLLC
systems and thelr value

«Costs

sPercaived

«T consideration/coordination

sAgsthetics (fxture avatlability, uneven
lighting)

*Low understanding of simpiicity of design
sLow understanding of energy and business
benefits

sProduct kb ch

sDan't see LLLC a5 3 proven solution; default
10 cooide-Cutter SORMon; risk averse
«Dofaut 10 Mot Dasic CO0R requirements
(low cost)

«Lack of fivency in product detads for labor/
S0t-up COSt Savings vs. wirod system
sConcerned that specific system moy
become obsolete

sNot seen as casiest path to sale

«Don't understand benedits and use case
sLack of sidlis or confidence 10 sell
sPerceived higher cost of

LLLCs compared 1o other opticns
Stockinglead tmes

Lack tamikasity with simple

andier programming of LLLCs;
Increased costs during time of bid
Dot understand the Cost savings /
customer benefits of LLLC vs. other
alternatives

«IT coorgination

Motivators Q

<ROL utilty Incentves
Lighting quaity
«Tenant satisfaction and ease of use

~Apsthetics

“Moet furctional needs
Meet decision-makoer snd
end-user noeds

Prestige reputation
Futureproofing, inteligent
buiiding design

»Code comphiance, easy, low cost
~Trusted and proven technologies
~Owner, user positive experience
~Meeting intent of designes
~Efficient specification time

«Sell thesr products

~Meeting business lacgets

Loyl relationships

*Maximize user satisfaction; offer
utdity incentives

«Deckion makers asking about LLLC

Maximize profit

*Being competitive In the market
“Fewer calbacks

“Happy customars

“Using products that meet code
out-of-the-box

Interventions e

Desired State

Ask for/be receptive to LLLC

Include LLLC systems where
applicable n designs and plans

Include LLLC in project specifications
whoro appicabic

Recommend LLLC to chents, do not
walue engineer out of proect

Proactivady sedl benefits of LLLC 1o
clients and include In project bids
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Market Transformation Progress

Distributors

Building owners/facility-managers / / ®
l\_/lanufacturef
/_Reps .
Manufacturers
Designers/ Engineers
Installers

Behavior

Awareness/ Change =
Pre-awareness Understanding Relevance Adoption Loyalty/Trust
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Behavior & Message Map

e LLLC definitions

« Key features and benefits LLLC Target Audiences

« Audience — barriers and motivators iz [l e [ o e e _

« Value proposition

. Overarching messages | Audience Snapshot: Designers
* Audience-specific messages ‘ |

 Program icon library

e LLLC term glossary

10



Program and Content Strategy
Alignment

LLLC Behavior & Message Map

Program Goals Program Content Marketing and Market
and Objectives Implementation Strategy Content Engagement

@ #BECC2023
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Content Strategy

Audience

Specifiers
(Designers
and Electrical
Engineers)

Barriers Addressed

Perceived
complexity, IT
challenges

Not seen as a
proven solution

Key Messages

 LLLC helps you
meet and exceed
client expectations
and simplifies the

effort to meet code.

 LLLC provides a
quality lighting
experience
and design flexibility

Marketing & Content

Strategy

« Key industry
influencer content/case
studies to discuss benefits
of LLLC and real life
applications

« Targeted digital,
tfrade media, and trade
organization
partner plan
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Influencers & Umbrellas

Chose practitioners, influencers, and case studies that that would
reinforce our message to specific audiences A Exccumve

Seattle 2030 District ol Trends In Lighting Controls

oroEoaTe

B Do Ragratt. W et el St ©
e o el I 2w

Read more about the advantages of specifying LLLC. https://inkd.In/gpdSTxT

Jarq_pBenya PE, FIES, FIALD
oys B

Questions to ask if you're going wireless in

lighting

ECE&M On Alr Podcast — A Bright Future for LLLC Technology

Qooaoo
R— ‘

BetterBricks Industry Voices Series: Aprille Balangue

co
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Specific Media, Audiences

 Social channels - LinkedIn

/ ™
» Trade media - focused '{i!'\ I F M A g

International Facility Management Association

Empowering Facility Professionals Worldwide Trends In Lighting Controls

« Organizational partnerships

oropoeTa

Denver Botanic Gardens | § 1 W D Mgt W et iy St ©

EC&M ¥ Church Window Relocates Sewm o el XY nmw
‘ ! 4 IES Manufacturers Directorg! |. P
- 18 TiNG DESIENENd A rPL ERTID R |
i

H
e : —_— =]
ECEM On Alr Podcast — A Bright Future for LLLC Technology ) ¥ E LIGHTING
(£ - CONTROLS
AL a0 ind o ket »'L:-."w""""—'"“""" Rt 0 ASSOCIATION
Qooaoa

NEEA Report: Luminaire-Level Lighting Control
Costs Decline

i (hie aptond of ECARS On Ak, Sidior tm Chief Kl Prrnnt dinmsnns Lansmans Lovel Lightng
Combrntn (LA itk ¢ punal of ey wngurts: Kovim Vs Dvi Wy ety Crts Diaeh, wnd Aprie
Balerges Ther arh i renptiin +or) S Erub o ol fveeat e o rtheast Lani
1Ml Alwarn Vo balp abbag poobwsmans fom o coomgetts o odge o oo mmarbes

A DOSE OF
NATURE

What to Consider When Embracing LLLC Wireless Solutions

‘This 10-page guide is designed to educate building owners, lighting designers, and the broader lighting supply
chain.




Program Implementation

 More focused market
engagement efforts

WAMOA

e Collateral that I1s audience
fOCUSEd northwest
FACILI

* Aid decisions on where and
to whom to present to

TIES
XPO

d




Measurement and Moving
Forward

« 2023 market progress evaluation indicated significant uptake
 In Q4 2023 assessing and placing our key audiences on the behavior change spectrum

« Adjust 2024 messages, strategies and tactics based on results

Awareness/ Behavior Change =

Pre-awareness Understanding Relevance Adoption Loyaity/Trust
‘
.

(N

o

O

an Establish irz‘;v‘iz::i: :‘:::';':::: :r:;:; Leverage early adopters and Facilitate widespread

H* infrastructure ettt influentisl firms majority adoption
7
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Lessons Learned

» Before our strategies were scattered, one off campaigns
* Now, focused, more intentional across marketing and program
« Easier to make program, marketing decisions

* Moving forward, putting this into place for other marketing and
Implementation projects

17
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