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Executive Summary 

1. The Retrofit Opportunity for B&NES 

Delivering a major programme of retrofit across the local housing stock has the potential deliver 

substantial social, economic and environmental benefits to Bath & North East Somerset. The 

introduction of the Green Deal provides an opportunity to develop a framework for a thriving local 

market which will continue to grow and prosper for years to come. The Green Deal should be seen as 

a central component in a wider retrofit market that is likely to be worth between £10-20 million a year 

across B&NES.   

Such a programme can secure local employment, generate new jobs, improve health and well-being, 

save millions on annual health and social care costs, reduce fuel poverty, future proof residents 

against rising energy prices, improve property asset value, enhance local energy security, build 

community resilience, as well as substantially reducing carbon emissions.  

2. The Green Deal: Making it Work  

A wide cross-sector partnership will be needed to turn this vision into reality. The local authority is in a 

strong position to lead the establishment of such a partnership, bringing together relevant local 

authority departments, health and social care agencies, registered housing providers, local 

businesses, trade bodies, private landlords, universities and colleges, estate agents, local champions 

and community groups to work together and build on existing initiatives.  

The Green Deal is the coalition Government’s flagship policy for supporting energy efficient retrofit of 

the built environment, expected to be worth £1-2 billion per year. It will create a new framework for 

owners of homes, business premises and public and community buildings to access up front capital to 

carry out energy efficiency improvements, repaid through the energy bill. The Green Deal will be 

supported by the Energy Company Obligation (ECO), worth an expected £1.3bn/yr. The ECO obliges 

energy suppliers to meet targets through actions to encourage energy efficiency, and will work 

alongside the Green Deal by providing extra help for those most in need and for those measures that 

do not meet the Golden Rule.  

3. Brief for this Project  

Bath & North East Somerset Council commissioned a ‘Green Deal Scoping Study’ running from 

February to October 2012. Its purpose was to determine how the Green Deal might best be delivered 

through a community based partnership that maximises local assets, in a way which should also be 

accessible and relevant to other West of England Local Authorities. The project was required to 

determine how the four following aims could be met:  

 Maximise the uptake of the Green Deal to enable large carbon reductions. 

 Ensure that those in fuel poverty gain maximum benefit from the Green Deal and associated 

measures. 

 Ensure that the Green Deal strengthens the local economy by creating local business 

opportunities and local jobs. 
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 Develop a clear role for community enterprise and other community interests within the Green 

Deal delivery model that can be rewarded by local income streams derived from the Green 

Deal value chain. 

The project team was led by Verco supported by Carbon Data Resources and the National Energy 

Foundation. Stage I of the work focused on identifying a range of possible options while Stage II 

focused on one selected model in greater depth.  

4. Local Delivery Options 

There are three broad approaches that a local authority could take towards Green Deal delivery. 

These approaches draw on the roles outlined by Government for local authorities in Green Deal: 

 Promoter – An LA could work with local organisations to promote the existence of Green Deal 

locally, but otherwise leave it to the market to deliver. This approach, while simple for an LA to 

deliver, risks low customer uptake as well as low community benefits in terms of impact on fuel 

poverty and the local economy. At worst, jobs could be lost or displaced and the local authority 

would suffer loss of reputation from being seen to ‘do nothing’.  

 Delivery Partnership – B&NES Council could choose a more proactive role in the market 

whereby it selects one or a number of Green Deal Providers (GDPs) to deliver Green Deal in 

the local area. The Council forms a wider partnership to play an active role in promotion, 

rewarded by referral fees paid by the GDP. Conditions could be specified for the GDP to help 

maximise local benefits (such as % of local businesses used in delivery, etc.).   

 Provider – A local organisation could become the Green Deal Provider, taking responsibility 

for local delivery of Green Deal in its entirety. The potential benefits are higher under this 

approach as it allows fuller control over local delivery and ensures profits can be captured and 

reinvested at the local level. However the resource requirement and level of risk is also 

increased under this model. Variants could include establishing a joint venture with a Green 

Deal Provider or forming a social enterprise. 

Table ES 1 summarises the impact of the different delivery models on the four key objectives defined 

for Green Deal in this study, as well as the risks and rewards of the different approaches.  

5. The Delivery Partnership Model  

The Delivery Partnership model was selected for further study in Stage II and Figure ES 1 illustrates 

the recommended approach following a programme of research, market testing and local stakeholder 

engagement.  

In this version of the Delivery Partnership model, the ‘LA-Community Partnership’ engages key local 

stakeholders to oversee procurement and delivery by the GDP(s) and co-ordinate local activity to 

stimulate Green Deal uptake. It generates customer leads which are passed on to the Green Deal 

Provider(s) in return for referral fees. The income from these referral fees is ring fenced and 

potentially combined with other sources of funding to support further promotional activity by the LA-

Community Partnership. An Affordable Warmth Service is established in parallel to provide enhanced 

funding and customer support for certain eligible households, funded primarily through the ECO 

Affordable Warmth Obligation. A local assessment service and local SME procurement hub could be 

established in order to maximise local economic and community benefits and to drive local uptake.  
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 ‘Promoter’ ‘Delivery Partnership’ ‘Provider’ 

Carbon 
emissions 
and 
customer 
uptake 

 Likely to be low customer 
uptake as GDPs rely on 
national advertising 
routes only with no direct 
support from a local 
delivery partnership.  

 

 Potential for high 
customer uptake due to 
local control over 
marketing and promotion. 

 ‘Producer CIC’ model in 
particular has potential to 
build local trust. 

 Likely to be highest uptake 
due to high level of control 
over delivery and local 
benefits.  

 

Fuel 
poverty 

 Low impact on fuel 
poverty as ECO funding 
not maximised and GDPs 
might ‘cherry pick’ only 
most profitable projects.  

 Potentially high impact 
due to local control over 
marketing and promotion. 

 Likely to be highest impact 
as maximum level of 
control over local delivery. 

Local 
economy  

 Low opportunities for 
local businesses to 
deliver as GDPs likely to 
rely on in-house supply 
chains. Jobs may be lost.  

 Potentially high 
depending on choice of 
GDP and their willingness 
to use local assessors 
and installers. 

 Highest impact as can 
ensure local businesses 
are used for delivery. 

Role for 
community 

 Role for communities 
limited to promotion of 
Green Deal in general.  

 No direct local value 
streams generated.  

 Potentially strong role for 
communities and 
community enterprise, 
particularly if ‘Producer 
CIC’ approach taken. 

 Strong role for community, 
particularly if a social 
enterprise model is used. 

Rewards  Low reputational risk for 
Council & partners (i.e. of 
inferior quality 
installations under Green 
Deal). 

 Low resources required. 

 Opportunity to influence 
delivery to maximise 
community benefits. 

 Generates local income 
stream that can fund 
promotion activity.  

 Opportunity to test 
market. 

 Maximum ‘local 
leadership’ and control 
over community benefits.  

 Allows for the most input 
in terms of strategic 
planning for an area. Links 
with health and wellbeing 
and other agencies can be 
maximised.  

Risks  No ‘local leadership’. 

 Local jobs in SMEs 
displaced or lost.  

 Lost opportunities for 
advice & signposting.  

 Duplication of marketing 
effort as GDPs compete 
for same customers.  

 Reputational risk from 
not taking action. 

 Procurement process not 
able to deliver community 
benefits. 

 Reputational risk to 
council & partnership if 
GDP does a bad job. 

 Adoption risk if the 
partnership incurs set-up 
costs but cannot secure 
and deliver investment. 

 High development costs. 

 Highest risk of all options 
as responsible for 
consumer credit act, 
resolving complaints, 
technical failure, customer 
default, etc.  

 Reputational risk if non 
delivery or things go 
wrong. 

Table ES 1: Risks, Rewards and Impact of Delivery Models  

The LA-Community Partnership could be established initially as a simple steering group. However, 

constituting it as a community interest company (CIC) would provide a stronger basis for local 

ownership and control and provide flexibility to leverage in a wider range of funding sources. It could 

be established initially on a light touch basis with staff seconded from other organisations as 

necessary. In the longer term the LA-Community Partnership could expand its role, potentially 

developing into a local Green Deal Provider.  



 

 
 
6 Green Deal Scoping Study Final Report  

 

Figure ES 1: The Delivery Partnership Model  

6. Resourcing the Delivery Partnership  

The report outlines the core tasks likely to be involved for the local authority to support this Delivery 

Partnership model, as well as key roles which could be performed by a wide range of local 

stakeholders. There are a number of routes for resourcing activity by the local authority and the LA-

Community Partnership: 

 Local authority core costs – this might include core staff within housing or environment 

teams as well as a wider range of staff supporting marketing and promotion activities.   

 Referral Fees – through income from Green Deal and ECO referral fees, as well as potentially 

from other sources of finance such as Feed In Tariff or the Renewable Heat Incentive.  

 Revenue stream from LA Investment in TGDFC – the local authority could invest in The 

Green Deal Finance Company (TGDFC) to provide an annual return sufficient to support some 

or all of the operational costs of the scheme.  

 Grant funding – local, national or even European grant funding could be used to support on-

going operational costs or capital works (such as retrofitted show homes). This could include 

Section 106 Agreement income, or in future ‘Allowable Solutions’ funding1. Where the LA-

Community Partnership takes the form of a CIC, sponsorship could also be leveraged. 

Combining and maximising all available funding streams to support marketing and uptake will be 

essential if the potential benefits from a major programme of retrofit in the B&NES area are to be 

realised. 

Local authority seed funding will be required in order to support initial set-up costs such as 

procurement of the GDP and brand establishment. Since there is a time lag before referral fees are 

received, seed funding is also required to cover initial working capital. Beyond this, the model has 

potential to be self-sustaining as well as repaying the initial seed funding through time. The exit 

strategy for the local authority should customer uptake not prove as expected would be to cease 

                                                
1
 As a result of developers discharging zero carbon Building Regulations obligations. 
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marketing and promotional activity, in which case the extent of losses would amount to initial set up 

costs plus approximately a year’s working capital.  

Figure ES2 shows how the different potential funding sources relate to each other in a Delivery 

Partnership model. The example given illustrates the local authority investing a portion (in this case 

25%) of the total capital investment needed via The Green Deal Finance Company. The dotted lines 

indicate that this is an option which may not be available to (or preferred by) B&NES and further work 

will be required.  

Financial modelling undertaken for this project suggests that such a model could provide sufficient 

return to support all necessary set-up costs and up-front working capital for a ten year programme (at 

1% customer annual take-up rate, and when combined with referral fees from Green Deal and ECO), 

and could generate an internal rate of return in excess of 7%.  

 

Figure ES 2: Resourcing the Delivery Partnership  

7. Collaboration With Others 

There are a number of aspects to Green Deal delivery which present opportunities for collaboration 

with other organisations such as local authorities in the surrounding area. These include the following:  

 Affordable Warmth Service – delivery of such a service across a number of local authorities 

could provide efficiency through economies of scale (see Section 5.2 and 10.8).  

 Marketing strategy – knowledge and experience could be shared on approaches to 

marketing and the development of targeted messages to discrete customer groups. 

 Exemplar schemes – sharing of resources and experience to support open homes schemes 

like Bristol Green Doors and Bath Green Homes, in order to reach out to more communities. 

 Training of agency staff – collaboration on training for Green Deal promotion and appropriate 

integration of energy advice into other front line support, where agency boundaries allow. 
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 Performance monitoring and review – sharing of feedback and experience from technical 

performance monitoring of retrofit schemes.       

8. Key Decision Points 

Going forward, the key decision points for B&NES Council and its partners in relation to this Delivery 

Partnership model will be as follows:  

 LA leadership on Retrofit or Green Deal? Should the Council’s decision to take a leadership 

approach relate to Green Deal or to Retrofit more widely? A wider retrofit-based approach 

hedges against political and delivery risks of Green Deal. 

 RP stock in or out? The inclusion of RP stock in the Delivery Partnership model could help 

drive uptake and deliver economies of scale.  

 LA-Community Partnership – Steering group or Community Interest Company? A CIC 

approach requires greater set-up support but offers greater local control and engagement. 

 LA investment in TGDFC? LA investment could provide a valuable revenue stream to 

support ongoing operational costs such as marketing, promotion and co-ordination. 

 Single GDP or multiple GDPs on a panel? – A single GDP may be able to invest more in an 

area and offer greater local concessions, while a panel of GDPs might increase competition 

and quality and allow a greater breadth of approaches and expertise.  

 Affordable Warmth Service – A service could be delivered by the Green Deal Provider(s) or 

could be delivered by a separate organisation with fuel poverty expertise or local knowledge. 

This service could be partially or wholly funded through referral fees received through ECO 

Affordable Warmth and potentially other funding streams as outlined above.  

 Marketing & promotion – LA-led model or GDP-led model? An LA led model offers strong 

potential for maximising customer uptake and could generate referral fees as a source of local 

revenue, but requires local capacity (i.e. officer support for marketing, PR and community co-

ordination) and start-up funding in the region of £50k-£120k2.  

 Assessment – delivered by GDP or a local assessment service? A local assessment 

service provides a strong platform for trusted, impartial and locally relevant advice, but 

requires sufficient local capacity and start-up funding in the region £65k-130k to establish and 

manage it3.   

 SME procurement – LA-led or GDP-led? Local SME procurement could be left to GDPs but 

could deliver greater economic benefits and customer uptake rates if a wider procurement hub 

with integrated SME support was established.  

9. Next Steps  

Should a decision be taken to proceed with a Delivery Partnership approach in principle the next step 

would be to resolve the above key decision points and move towards procurement of one or more 

Green Deal Providers. While the Green Deal market is expected to be relatively slow to take off, the 

benefits of a local authority taking early action include:  

                                                
2
 This assumes £50k for brand development and awareness building in the first year, together with an additional 

ongoing marketing budget of £50k/yr and £20k/yr for door to door canvassing (which may be needed as year 1 
working capital).   
3
 This is based on providing working capital for the first year of operation and assumes a take up rate of between 

0.5% and 1.0% in the first year. It assumes an existing organisation provides back office support.   
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 ECO maximisation – ECO funding is limited and by moving quickly a local authority can help 

maximise its’ locality’s share of ECO funding.  

 Early engagement and positioning – A clear and early signal to the local market will help 

ensure that local stakeholders and businesses know what is happening and begin to align with 

this scheme. It will also potentially discourage other GDPs from aggressive local marketing.  

One way of taking early action whilst also trialling elements of the Delivery Partnership model is to 

establish one or a number of Starter Projects. These could include projects on the following themes:  

 ECO Carbon Saving Communities – this funding provides a perfect basis for an initial area-

based starter project and is already under consideration in B&NES.  

 ECO Affordable Warmth Service – this could be developed ahead of or in parallel to the full 

Delivery Partnership model with a GDP.  

 Council’s own stock – a local authority could demonstrate leadership on Green Deal and 

Retrofit by ‘going early’ with some of its own non-domestic properties.  

 Retrofit exemplars – available buildings such as empty shops or homes (e.g. owned by the 

local authority or local registered provider) could be the subject of early retrofits to inspire the 

public and local businesses about what is possible.  

The key would be to ensure maximum opportunities for learning to be collated, shared and fed back 

into the action plan for the Delivery Partnership Model.  
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Glossary 

B&NES 
 

Bath & North East Somerset Council.  

CIC 
 

Community Interest Company - a new type of company introduced by the 
Government in 2005 under the Companies Act, designed for social 
enterprises that want to use their profits and assets for the public good. 
 

Delivery Partnership  
 

Term used in this report to describe a Green Deal delivery model whereby 
the Council procures a Green Deal Provider, and works in partnership with 
wider community to generate or ‘produce’ customer leads in return for 
some sort of financial reward or payment.  
 

ECO 
 

Energy Company Obligation – the Government’s obligation on energy 
companies which requires them to meet targets through actions to 
encourage energy efficiency. The ECO will work alongside the Green Deal 
by providing extra help for those most in need and for those measures that 
do not meet the Golden Rule. 
 

ECO Brokerage  
 
 
EPC 

A process of securing the best rates available from energy companies for 
ECO activity.  
 
Energy Performance Certificate. 
 

FIT 
 

Feed In Tariff – the Government’s incentive scheme to support small scale 
(less than 5MW) low-carbon electricity generation by organisations, 
businesses, communities and individuals, introduced in April 2010 under 
powers in the Energy Act 2008.  
 

FTE 
 

Full Time Equivalent (jobs created or sustained). 

Golden Rule 
 

The requirement within the Green Deal that the annual savings projected 
under a Green Deal Plan must be greater than the annual repayments.  
 

Green Deal Assessor 
 

An energy assessor accredited to the standard necessary to provide Green 
Deal Assessments.  
 

Green Deal 
Assessment  
 

A Green Deal Assessment includes both an ‘energy performance’ 
assessment of the house in order to identify suitable measures, and an 
‘occupancy assessment’ to model the actual energy behaviour of the 
house. Together these documents inform the Green Deal Provider about 
the potential for savings and the most appropriate levels of finance to 
invest.   
 

Green Deal Installer 
 

An installer accredited to the necessary standard to install Green Deal 
measures (‘PAS2030’ which focuses on the installation processes and 
quality of service). All certified installers and assessors must be registered 
with The Green Deal Register (opening in August 2012), administered by 
the Green Deal Registration and Oversight Body. 
 

Green Deal Plan  
 

The contract between the householder (or other recipient of Green Deal 
finance) and the Green Deal Provider.  
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Green Deal Provider  
 

The organisation which is counter-signatory to the Green Deal Plan, 
responsible for arranging energy efficiency works, providing consumer 
protections such as warranties, and on-going obligations such as resolving 
customer complaints. 
 

LA 
 

Local Authority. 

Marketing  The Chartered Institute of Marketing defines marketing as ‘the 
management process responsible for identifying, anticipating and satisfying 
customer requirements profitably’. 
 

Social marketing  Social marketing differs from other areas of marketing solely in terms of the 
objectives of the marketer. In the words of marketing gurus Philip Kotler 
and Alan Andreasen ‘Social marketing seeks to influence social behaviours 
not to benefit the marketer, but to benefit the target audience and the 
general society.’ The technique has been used extensively in international 
health programs. 
 

Promoter 
 

Term used in this report (and by Government) for an organisation playing a 
purely promotional role within Green Deal.  
 

Provider 
 

Term used in this report (and by Government) to describe an organisation 
which becomes a Green Deal Provider.  
 

RHI 
 

Renewable Heat Incentive – the Government’s incentive scheme for 
renewable heat technologies like heat pumps, biomass boilers and solar 
thermal panels, as well as producers of biomethane. The scheme is being 
introduced in two phases: (1) starting in November 2011, focusing on the 
non-domestic sector (i.e. industrial, business and public sector users of 
heat), and including some limited support for households through the 
Renewable Heat Premium Payment (RHPP) scheme; and (2) due summer 
2013, expanding the scheme to include more technologies and the 
household sector.  
 

RMI 
 

Repair, Maintenance & Improvement – sub-sector of the construction 
sector focused on improvement works to the existing building stock.   
 

RP 
 
 
 
 
 
 
SBEM 

Registered Provider of Housing – independent housing organisations 
registered with the Homes & Communities Agency under the Housing Act 
1996. Most are housing associations, but there are also trusts, co-
operatives and companies. ‘Registered Providers’ of Social Housing 
replaced ‘Registered Social Landlords’ in England under the Housing and 
Regeneration Act 2008. 
 
Simplified Building Energy Model. SBEM is the National Calculation 
Methodology (NCM) for the purposes of the Energy Performance of 
Buildings Directive (EPBD). It is used to determine CO2 emission rates for 
new buildings in compliance with Part L of the Building Regulations 
(England and Wales) and is also used to generate Energy Performance 
Certificates for non-domestic buildings on construction and at the point of 
sale or rent. SBEM will be the official assessment methodology for non-
domestic buildings under Green Deal.  
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SME 
 

Small & Medium Enterprise – term to describe small businesses, generally 
considered to include micro-entities with up to 10 employees, small 
companies with up to 50 workers, and medium-sized enterprises with up to 
250 employees. 
 

TGDFC 
 

The Green Deal Finance Company – currently under development, TGDFC 
is envisaged to be a not-for-profit organisation which will act as a national 
aggregator that can deliver low cost loan finance for Green Deal. 
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1. Introduction 

The Green Deal is the Government’s flagship programme to stimulate low carbon retrofit in the UK’s 

built environment. Its introduction provides an opportunity to develop a local framework for a wider 

retrofit market that is likely to be worth an additional £10-20 million a year over current levels of 

activity across B&NES4. 

The involvement of local authorities and their stakeholders will be vital to realising the potential of the 

Green Deal. In recognition of this, Bath & North East Somerset Council has decided to take a local 

leadership role in delivering the Green Deal locally.  

To this end it has commissioned a ‘Green Deal Scoping Study’ running from February to October 

2012. The purpose of the study was determine how the Green Deal might best be delivered through a 

community based partnership that maximises local assets, in a way which should also be accessible 

and relevant to other West of England Local Authorities. The project was required to determine how 

the four following aims could be met:  

 Maximise the uptake of the Green Deal to enable large carbon reductions. 

 Ensure that those in fuel poverty gain maximum benefit from the Green Deal and associated 

measures. 

 Ensure that the Green Deal strengthens the local economy by creating local business 

opportunities and local jobs. 

 Develop a clear role for community enterprise and other community interests within the Green 

Deal delivery model that can be rewarded by local income streams derived from the Green 

Deal value chain. 

The project team was led by Verco supported by Carbon Data Resources and the National Energy 

Foundation. Stage I of the work focused on identifying a range of possible options while Stage II 

focused on one selected model in greater depth.  

This report summarises the findings from the project and it is structured as follows. Section 2 

summarises the benefits of a major programme of retrofit across the building stock. Section 3 

introduces the Green Deal and summarises some of its key features. Sections 4 to 7 discuss the key 

issues relevant to achieving the four objectives outlined above, and recommend actions which will be 

needed to meet them. Section 8 summarises the key issues in relation to non-domestic stock. Section 

9 presents a number of different delivery models for consideration, while Section 10 discusses in 

detail the Delivery Partnership model which was selected for focus in Stage II. Section 11 focuses on 

financing options. Section 12 presents the results of financial modelling undertaken as part of the 

study to examine scheme impacts at different customer uptake rates. Section 13 examines behaviour 

change and the key marketing messages and approaches that are likely to be required. Section 14 

presents the key functions which will be required of B&NES Council to resource the Delivery 

Partnership model, as well as the roles that other key stakeholders could play. Finally Section 15 

presents conclusions from the study.  

                                                
4
 Assuming a per household pro rata share for B&NES from the Federation of Master Builder’s estimate of UK 

retrofit market potential of £3.5-6.5 billion per year (FMB, ‘Building a Greener Britain, 2008). 
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2. The Retrofit Opportunity in B&NES 

The retrofit opportunity in B&NES is immense, and a significant potential driver of economic, social 

and environmental improvement in the district. The Green Deal has been described by some as the 

biggest home improvement programme since the Second World War. While the Green Deal itself is 

only one aspect of a retrofit programme for the built environment, it offers an opportunity to open the 

door to a substantial new market.  

The built environment contributes 45% of the UK’s carbon emissions and wastes millions every year 

in unnecessary energy bills. By 2050, the majority of the homes and buildings built today will still be 

operational. Therefore to meet local and UK long term carbon targets will require approximately 2,000 

of B&NES’s 77,530 homes to be radically refurbished every year5, along with a similar proportion of 

business premises, schools and other public buildings.  

The scale of such a programme is significant. However, it also offers an impressive range of benefits. 

2.1 Local economy and job creation  

In its report Building a Greener Britain, the Federation of Master Builders estimates that the market for 

green refurbishment could be worth between £3.5 billion and £6.5 billion per year to the UK, over and 

above current spending on household repair, maintenance and improvement (RMI). A pro rata share 

of this for B&NES would mean a market worth £10-20 million per year to the local area, in addition to 

current activity. This study shows how within this the Green Deal itself might be worth up to £5 million, 

depending on the customer uptake rate6.   

Typically refurbishing existing homes is more employment intensive, requiring more labour, and less 

materials, than the construction of new buildings. Labour can typically be sourced locally (while 

materials are often imported from elsewhere). Measures like solid wall insulation and micro generation 

are particularly beneficial to job creation supporting many more jobs per installation than lower cost 

measures such as cavity or loft insulation. Local businesses are well placed to benefit since B&NES 

has a relatively high rate of home refurbishment, most of which is done by local contractors who have 

existing relationships with residents and who understand the local housing stock. 

The government estimates the Green Deal alone might create an additional 40,000 jobs nationally in 

the insulation sector alone7, equating to a pro-rata share of around 120 additional jobs for B&NES. 

The analysis in this study suggests up to 60 full time equivalent jobs could be created or retained by 

the Green Deal in B&NES8.  

2.2 Property Value 

B&NES building stock represents significant asset value. Currently, energy efficiency is not well 

reflected in property prices. However this is set to change in future years as energy prices rise, 

householders and businesses become more energy-aware, and regulation and financial incentives 

                                                
5
 Based on an equal number of homes being refurbished every year between now and 2050.  

6
 See Chapter 12 for further detail. 

7
 http://www.decc.gov.uk/en/content/cms/news/pn12_073/pn12_073.aspx  

8
 Just as a result of the domestic Green Deal market, and excluding the effect of Energy Company Obligation 

Affordable Warmth funded activity.  

http://www.decc.gov.uk/en/content/cms/news/pn12_073/pn12_073.aspx
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begin to drive demand for more energy efficient properties. In addition to the ability to keep warm 

affordably in winter, climate change means that summer overheating will become an increasing 

problem which will affect comfort, health and energy bills in summer months.    

The Green Deal provides an opportunity for property owners to access grant funding and up front 

capital to future proof their properties against these future risks and liabilities. Through this they can 

protect their asset value and hedge against future energy bill rises and the prospect of homes and 

buildings otherwise becoming difficult or impossible to sell or let at their current market value.  

2.3 Affordable Warmth 

Rising energy prices are pushing ever more people in B&NES into fuel poverty. Currently the 

definition of a fuel poor household is one which needs to spend more than 10 per cent of its income 

on home energy (including heating the home to 21ºC for the main living area, and 18ºC for other 

occupied rooms)9. The UK Fuel Poverty Strategy, published in 2001, set the target for the 

Government to eradicate fuel poverty in England, as far as reasonably practicable, by 2016.  

Currently 11,350 private sector households in the B&NES district, or 17.3% of private sector housing, 

are considered to be in fuel poverty10. This proportion is set to rise. Government projections show 

energy prices are likely to increase in real terms by 30-50% between 2010 and 202011, with some 

suggesting increases could be higher12.  

Excess cold causes a range of health problems and has been estimated to cost the NHS in B&NES 

around £3.8 million per year13. Currently many of the district’s homes lack even basic insulation; the 

most recent Housing Condition Survey for B&NES shows us that an estimated 4,900 lofts still have 

less than 100mm insulation, while 19,400 cavities still remain to be filled14. In addition 21,200 homes 

have solid walls which could be insulated, while around 20% of the district’s housing stock is not 

connected to the gas grid and is dependent on expensive alternatives for heating. 

By seizing the opportunity presented by Green Deal and the Energy Company Obligation to access 

finance and leverage in grant funding for vulnerable households and hard to treat homes, B&NES can 

help to future proof homes, improve comfort and well being, and significantly reduce health care costs 

at a time when savings in this sector are vitally needed. 

2.4 Energy Security  

Community resilience in the face of rising energy prices and fossil fuel import dependency is an 

increasing factor in the drive for greater local energy production. By improving energy efficiency, the 

                                                
9
 In March 2011, the Government commissioned an independent review of fuel poverty led by Professor John 

Hills. In response the Government committed to the adoption of a revised approach to measuring fuel poverty by 
the end of 2012. Professor Hills report is available at: 
www.decc.gov.uk/en/content/cms/funding/Fuel_poverty/Hills_Review/Hills_Review.aspx  
10

 ‘B&NES Private Sector House Condition Survey’, Opinion Research Services, March 2012. 
11

 http://www.decc.gov.uk/en/content/cms/statistics/projections/projections.aspx - Annexe F 
12

 USwitch suggests bills could rise from their current average of £1,250 to over £4,500 by 2020. 
13

 Figures from Building Research Establishment and the Chartered Institute of Environmental Health’s Housing 
Health and Safety Rating System (HHSRS) model, calculated for B&NES, which calculates the total health cost 
as a result of poor housing which fails the statutory minimum standard. 
14

 ‘B&NES Private Sector House Condition Survey’, Opinion Research Services, March 2012. 

http://www.decc.gov.uk/en/content/cms/funding/Fuel_poverty/Hills_Review/Hills_Review.aspx
http://www.decc.gov.uk/en/content/cms/statistics/projections/projections.aspx
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need to generate locally from low carbon sources is reduced, and businesses and the public sector 

are protected against the effect of rising prices and fuel shortages.  

2.5 Carbon Emissions Reduction  

The benefits described earlier already offer an impressive array of opportunities for B&NES which are 

sufficient to justify significant action in their own right. However retrofit of the existing building stock 

also offers significant potential for carbon reduction, and crucially at a lower cost of investment in 

other sectors, like transport, where big savings are more difficult to achieve.  

The Carbon Plan, published by the Department of Energy and Climate Change in December 2011, 

sets out how the Government aims to achieve carbon emissions reductions in line with the legal 

requirements in the Climate Change Act 2008. Part 2 of the Carbon Plan sets out the Government’s 

strategy for meeting the UK carbon budgets, and it includes the following targets: 

 to reduce greenhouse gas CO2 emissions by 29% by 2017, 35% by 2022 and 50% by 2027; 

 to insulate all cavities and lofts by 2020, where practical; 

 to insulate between 1m - 3.7m additional solid walls by 2030; 

 to install between 1.6m - 8.6m building level low carbon heat installations such as heat pumps 

by 2030; and 

 by 2050 emissions from UK buildings to be “close to zero”. 

The Bath & North East Somerset Sustainable Community Strategy sets the target of reducing district-

wide CO2 emissions 45% by 2026, in line with the above national targets15. In B&NES domestic CO2 

emissions 380,000 tCO2/yr, amounting to just over 40% of total emissions in the district16.This study 

shows how after a ten year programme of Green Deal at a 1.5% annual customer uptake rate, annual 

carbon emissions would be reduced by 22,000 tCO2 (equivalent to a 6% reduction17).  

2.6 Local Authorities  

The Government recognises that delivering ambitious carbon reduction plans and addressing fuel 

poverty can only be achieved with the full participation of local government. The Government 

considers that local authorities are particularly well placed to champion the changes required, as they: 

 Have unique knowledge of their local area’s needs and circumstances; 

 Are able to link wider strategic priorities and funding streams e.g. through health, education 

and regeneration agendas; 

 Are able to draw on established local networks, partnerships, services and delivery partners; 

 Can draw on existing links with business and social enterprises and provide gateways through 

local advice agencies and services; and 

 Are directly accountable to their local residents. 

                                                
15

 http://www.bathnes.gov.uk/communityandliving/LocalStrategicPartnership/communitystrategy/Pages/default.aspx  
16

 ‘Index to Local Authority CO2 emissions dataset - CO2 emissions within the scope of influence of Local 
Authorities’, AEA, 2011. Figures quotes are for 2009.  
17

 See Section 12 for further detail. This assumes Green Deal is combined with ECO Carbon Saving funding at a 
1.5% annual customer uptake rate. It excludes carbon savings from ECO Affordable Warmth & Carbon Saving 
Communities funding, and Green Deal uptake in the non-domestic stock.  

http://www.bathnes.gov.uk/communityandliving/LocalStrategicPartnership/communitystrategy/Pages/default.aspx
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Under the new HECA obligations the Government now requires all local authorities to prepare reports 

by 31 March 2013 setting out the energy conservation measures that the authority considers 

practicable, cost-effective and likely to result in significant improvement in the energy efficiency of 

residential accommodation in its area. Authorities are required to have regard to measures that take 

advantage of financial assistance and Government initiatives such as the Green Deal, ECO and 

Renewable Heat Incentive, as well as measures to implement residential energy efficiency 

improvements through area based/street by street roll out involving local communities and 

partnerships (e.g. social housing partners, voluntary organisations and town/parish councils). 

Local authorities in the West of England already work together through forums such as the Heads of 

Housing Forum, and through the Green Deal there is potential for further collaboration with 

surrounding local authorities, such as on the issue of ECO and Affordable Warmth. 

In summary, developing a local, community based Green Deal delivery partnership would satisfy the 

requirements under HECA, support delivery of affordable warmth and the eradication of local fuel 

poverty, enhance local energy security, reduce healthcare costs, protect property asset value for local 

landlords and home owners, protect and create local jobs, whilst also playing a significant role in 

enabling B&NES to achieve its carbon emissions targets.   
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3. Green Deal: How it Works  

3.1 Overview 

The Green Deal is a new finance framework which will provide householders and businesses with the 

upfront capital to carry out energy efficiency improvements to their properties and repay through their 

energy bill. The Government has suggested that the national market for Green Deal is expected to be 

worth £1-2 billion per year.  

Under the Green Deal, a charge for energy efficiency improvements is attached to the electricity meter 

of the property concerned. A Green Deal package must meet the ‘Golden Rule’ which states that this 

annual charge must be less than the expected annual savings from the retrofit. 

The Green Deal will be supported by the Energy Company Obligation (ECO), worth £1.3bn/yr. The 

ECO obliges energy suppliers to meet targets through actions to encourage energy efficiency, and will 

work alongside the Green Deal by providing extra help for those most in need and for those measures 

that do not meet the Golden Rule. The ECO will be an integral part of the Green Deal and unless 

otherwise specified, reference to Green Deal in this report should be assumed to include the ECO.   

The Green Deal was launched on 1st October 2012. However, while it is anticipated that ECO will 

replace CESP & CERT by the end of 2012, Green Deal finance is unlikely to be fully available until 

spring 201318. The Green Deal will be complemented by the Renewable Heat Incentive (RHI) (due to 

be launched for households in summer 2013) and the existing Feed In Tariff (FIT) for renewable 

electricity. A list of measures eligible under the Green Deal is included in Appendix 2.  

3.2 The Green Deal Provider 

The key actors and stages in the Green Deal customer journey are shown below. The key actor is the 

Green Deal Provider (GDP). This is the organisation which is the counter-signatory to the financial 

agreement (the ‘Green Deal Plan’), and is also responsible for arranging energy efficiency works, 

providing consumer protections such as warranties, and ongoing obligations such as resolving 

customer complaints.  

 

Figure 3:1  Customer Journey and Key Actors in Green Deal  

                                                
18

 At the time of writing, TGDFC is planning to secure initial high yield stakeholder loans so as to enable it to 
begin lending from the end of January 2013. However, since the information memorandum has yet to be issued 
(due November 2012) it would appear there is a risk that funding will not be fully available until later in the 
spring.  
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While any organisation could become a GDP, in practice there are important issues to consider 

including scale, delivery capability, ability to handle ongoing obligations, and appetite for risk19. There 

are a number of organisations known to be thinking about becoming GDPs which include local 

authorities, energy utilities, supermarkets, construction companies, DIY retailers, and social 

enterprises. 

3.3 Green Deal Assessors and Installers 

Other key actors include the accredited Green Deal Assessors and Green Deal Installers. A Green 

Deal Provider might provide these functions in-house or may wish to subcontract these stages to 

independent organisations.  

A qualified ‘Green Deal Advisor’ undertakes the assessment of a home, which is in two parts: an 

‘energy performance assessment’ of the house in order to identify which measures would suit the 

particular house type, and an ‘occupancy assessment’ to model the occupants’ lifestyle and actual 

energy behaviour. Together these documents inform the Green Deal Provider about the potential for 

savings and the most appropriate levels of finance to invest.   

An accredited Green Deal Installer installs the measures. Green Deal Installers must be accredited to 

a relevant standard (‘PAS2030’20) which focuses on the installation processes and quality of service. 

All certified installers and assessors must be registered with The Green Deal Register (which opened 

in August 2012), administered by the Green Deal Registration and Oversight Body.  

A  new UK wide Energy Saving Advice Service21 also opened in April 2012 managed by the Energy 

Saving Trust to provide impartial information and advice to households and non-domestic customers.  

3.4 Green Deal Finance 

The Green Deal Provider may provide its own finance. Alternatively, a national Green Deal Finance 

Company is being set up. If The Green Deal Finance Company (TGDFC) is established as is currently 

anticipated, any Green Deal Provider could access finance at the same terms (expected at around 6-

8% interest rate). This would theoretically make finance easy to access for any Green Deal Provider. 

However, if TGDFC does not progress as hoped, then finance for GDPs becomes significantly more 

complex. Issues around Green Deal Finance are discussed in Section 11. 

3.5 Energy Company Obligation (ECO) 

There are three different elements of funding available under the Energy Company Obligation (ECO):  

1. Affordable Warmth Obligation. This will be available to low income households in the private 

rented and owner occupied sector. Eligible households will be similar to those in the current 

Carbon Emissions Reduction Target (CERT) ‘Super Priority Group’22. Any measure will be 

eligible for support if it reduces the notional cost of heating the property. The majority of 

                                                
19

 DECC has published a guide to becoming a Green Deal Provider: 
http://www.decc.gov.uk/assets/decc/11/tackling-climate-change/green-deal/4964-green-deal-providers-guide.pdf  
20

 PAS (‘Publically Available Specification’) 2030:2012 – Improving the energy efficiency of existing buildings.  
21

 www.direct.gov.uk/savingenergy  
22

 Eligible households will include households eligible for child tax credit with income under £15,860, state 
pension credit, income-based jobseekers allowance, income support, income-related employment and support 
allowance, and working tax credit with a household income. 

http://www.decc.gov.uk/assets/decc/11/tackling-climate-change/green-deal/4964-green-deal-providers-guide.pdf
http://www.direct.gov.uk/savingenergy
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measures installed are expected to be loft insulation, cavity wall insulation, and heating 

systems. It is expected that energy companies will make such measures free of charge to 

eligible households. The Affordable Warmth Obligation represents 25% of the energy 

companies’ overall ECO target, representing around £325 million/yr. The Government has 

broadened eligibility criteria to include working tax credit recipients.  

2. Carbon Saving Obligation. This will be available to all households, regardless of income or 

tenure. It will support solid wall insulation (including internal and external) as well as non-

standard cavity wall insulation. District heating will also be eligible providing connections are 

delivered as part of a package that also includes solid wall or non-standard cavity insulation. 

The funding will be used to provide ‘top up’ funding for Green Deal Plans, such that the overall 

package of measures is capable of meeting the Golden Rule. The Carbon Saving Obligation 

represents 75% of the energy companies’ ECO target, representing around £975 million/yr.  

3. Carbon Saving Communities Obligation. This new sub-set of the Carbon Saving Obligation 

will deliver insulation measures to low income communities on an area basis. Eligible areas 

are defined based on the bottom 15% of Lower Super Output Areas (LSOAs) from the Index of 

Multiple Deprivation (IMD). As for the Carbon Saving Obligation, Registered Providers will be 

able to access this fund. DECC has recently clarified that providing that the majority of the 

work is carried out in the designated IMD LSOA there will be “soft” boundaries, so that 

households in neighbouring LSOAs that have a similar profile of housing and income levels 

can also benefit from schemes23. Within the Carbon Saving Communities Obligation, 15% of 

the overall target must be delivered to rural, low income households in settlements with a 

population size under 10,000. To qualify for this assistance a rural household should be in 

receipt of a qualifying benefit or tax credit under the ECO Affordable Warmth eligibility criteria. 

Eligible measures will include cavity wall, loft and solid wall insulation. The level of the Carbon 

Saving Communities Obligation will be set at 20% of the overall Carbon Saving Obligation, 

representing around £190m per year.  

Further detail on different aspects of the Green Deal and ECO and how they will work are available on 

the website of the Department of Energy & Climate Change:  

http://www.decc.gov.uk/en/content/cms/tackling/green_deal/green_deal.aspx 

3.6 Current West of England Activity on Green Deal 

Many organisations are assessing the opportunities presented by the Green Deal in their local area. 

The following section summarises key activity on Green Deal to date by a selection of other local 

authorities and key organisations in the West of England and surrounding area.  

3.6.1 Local authorities 

 Bristol City Council was the first local authority in the country outside London to secure a 

substantial £2.5 million European Investment Bank grant24 to provide development funding for 

                                                
23

 DECC, ‘Guidance to English Energy Conservation Authorities Issued Pursuant to Home Energy Conservation 
Act 1995’, July 2012.  
24

 The technical assistance grant has been secured from the European Investment Bank’s ELENA (European 
Local Energy Assistance) programme. The City Council is providing 10% cash match funding (around £250,000) 
to receive up to £2.5 million for financing the costs related to feasibility and market studies, procurement and 
legal procedures, financial advice as well as environmental assessments. 

http://www.decc.gov.uk/en/content/cms/tackling/green_deal/green_deal.aspx
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an Energy Services Company (ESCO) and investment programme, which will invest up to 

£140 million in renewable energy, district heating and retrofit activity through the Green Deal. 

Currently the initial focus is on identifying a pipeline of investment projects in the Bristol area, 

but the council is keen to engage with other neighbouring local authorities to identify further 

investment opportunities and share services where interest exists. Current Bristol City Council 

does not envisage becoming a Green Deal Provider itself, but rather procuring a framework of 

2 or 3 Green Deal Providers to provide services locally on its behalf. Therefore there may be 

an opportunity to join Bristol City Council’s procurement framework for a Green Deal Provider 

in return for a fee, or, if the ESCO decides to become a Green Deal Provider itself, to procure 

the Bristol City ESCO as a Green deal provider for B&NES.   

 South Gloucestershire Council is currently working in partnership with Severn Wye Energy 

Agency as part of their ‘Countdown 2050’ project and ‘Green Deal Plus’ partnership, described 

below and in the case study in Section 9.4. It is also working with Bristol City Council to 

develop a co-ordinated approach to properties in the North Fringe of South Gloucestershire 

(which falls into the urban fringe of Bristol).  

 North Somerset Council is keen to work in partnership with a Green Deal Provider. It has 

ruled out the option of becoming a Green Deal Provider for itself. It is aware of current activity 

in surrounding local authorities such as Bristol and is potentially interested in working in 

partnership with others. It is interested in the findings of this research given that there are 

some similarities of area between North Somerset and Bath & North East Somerset (for 

instance smaller urban centres set in the midst of larger rural areas).   

 Wiltshire County Council is also involved with Severn Wye Energy Agency’s ‘Green Deal 

Plus’ partnership and ‘Countdown 2050’ projects. As part of its strategy development it 

conducted a housing stock review across the county in spring 2012 to identify the technical 

potential for Green Deal with CSE.  

3.6.2 Registered Housing Providers  

 Curo – Curo (formerly Somer Community Housing Trust) is the largest social landlord in Bath 

& North East Somerset. It manages 11,000 rented properties across Somerset, Wiltshire, 

Gloucestershire and Bristol. Its properties are split roughly equally into flats and houses, 

including 550 heritage properties, 2,400 electrically heated properties and 6 hard-to-treat 

medium rise blocks of flats. A recent stock analysis report for Curo by CSE outlines options for 

energy efficiency investment. It indicates that the most cost-effective approach would require 

£60m investment over 10 years, of which £26m is expected to come from the Green Deal & 

ECO. Curo is considering the options for Green Deal delivery as part of a major review of its 

Asset Management and Development Strategy. Currently procurement of a Green Deal 

Provider is preferred over becoming a Green Deal Provider itself. There is potential for its 

Direct Labour Organisation to grow as a business by becoming a local Green Deal Installer. 

The Direct Labour Organisation currently has 90 operatives and back office support, all based 

in Bath, with core skills focused on fuel switching and heating systems. 

 Alliance Homes – Alliance Homes is a community-based social enterprise providing a range 

of services within the West of England. It owns around 6,500 properties and was established in 

2006 to manage homes which were transferred from North Somerset Council. Alliance Homes 

is currently leading the development of a consortium approach to Green Deal delivery with 

other Registered Housing Providers in the South West of England. Its model is to develop a 
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shared services platform for Registered Providers who wish to become Green Deal Providers 

themselves, enabling cost efficiencies through shared resources and legal fees, joint selection 

of preferred products, and development of procurement frameworks for local SME installers 

which can be jointly accessed. The consortium platform will support a ‘second tier’ of 

Registered Providers who do not wish to become Green Deal Providers yet but who would still 

like to collaborate on service delivery. The focus initially will be on social housing stock, but in 

the longer term there is an opportunity to branch out into the private housing sector. This is an 

interesting model which provides opportunity for local Registered Providers to consider, and 

which ultimately could provide a delivery option for local private housing stock in B&NES.  

3.6.3 Other Organisations  

 Centre for Sustainable Energy (CSE) – is an independent charity based in Bristol which 

manages a range of climate change, energy and fuel poverty projects both nationally and 

across the West of England. It currently provides a free Home Energy Advice Line under 

contract to B&NES Council. It has also managed the ‘Warm Streets’ grant funding programme 

for Carbon Emissions Reduction Target (CERT) funded energy efficiency improvements for 

several years in B&NES as well as a number of similar delivery programmes in the West 

country. CSE is currently running a Green Deal and ECO Pilot in Somerset (Somerset West 

Home Energy), in the council areas of West Somerset, Sedgemoor and Taunton Deane. The 

scheme is designed to test the principles behind the forthcoming Green Deal, particularly the 

Carbon and Affordable Warmth aspects of the ECO. CSE has also been exploring the 

potential for a new social enterprise, the Green Deal Local Incubator, to support inclusion of 

local businesses and communities within Green Deal. Currently CSE is not intending to 

become a Green Deal Provider in the way that Severn Wye Energy Agency is (below). 

However many of the functions it has performed under the Warm Streets programme are 

similar in nature to the Green Deal and have potential to be linked in to a local delivery 

partnership in B&NES.   

 Severn Wye Energy Agency – Severn Wye Energy Agency, a non-profit company and 

registered educational charity based in Gloucestershire and Wales, intends to establish a 

Green Deal Provider service as part of a non-profit local partnership approach with local 

authorities at its core, to serve the sub-regional area. The service is described as ‘Green Deal 

Plus’, in that it will offer an integrated approach offering assessment and advice, all relevant 

products and measures, a range of financial products, management of contractors, and 

support for the whole customer journey. So far four local authorities (Stroud District, Forest of 

Dean District, Wiltshire and South Gloucestershire) are involved, building on partnerships 

developed over time through a number of energy related projects. Further information is given 

in the case study Section 9.4.  
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4. Maximising Carbon Reductions & Uptake   

Maximising carbon emissions reductions under the Green Deal will depend on high levels of customer 

uptake. The Green Deal has yet to be proven as a delivery mechanism for low energy retrofit and 

there is uncertainty about how the market will respond. Achieving high levels of uptake is likely to be 

one of the most critical challenges to the Green Deal’s success.  

In order to drive uptake, marketing strategies will need to be more effective than under previous, more 

simplistic programmes. An integrated approach will be needed which includes a focus on ‘trigger 

points’ (such as moving house), incentives and local exemplars. Trust has been shown to be a critical 

element of success. A community led approach to Green Deal delivery has good potential to deliver 

this and generate maximum levels of uptake.  

Maximising carbon reductions also depends on high quality advice, assessment and installations that 

perform as expected, as well as access to the most appropriate funding streams which may include 

the Feed in Tariff and Renewable Heat Incentive for renewable energy. Finally, behaviour change 

programmes and ongoing advice and after care are needed to ensure that carbon reductions are 

sustained in the long term.  

4.1 Key Issues, Challenges & Opportunities  

There is a wide body of evidence from projects and pilots around the country that points towards likely 

success factors for maximising uptake under the Green Deal. The findings presented in this Section 

are underpinned by the findings of Section 13 which considers Marketing & Behaviour Change. Key 

issues for delivering high levels of customer uptake under the Green Deal include:   

 Trust will be critical to success.  A new report by Consumer Focus What’s in it for me? 

Using the benefits of energy efficiency to overcome the barriers stresses the importance of 

gaining and building trust in order to generate uptake. There is generally a low level of trust in 

utilities and other potential major providers of Green Deal. The decline in public trust in large 

corporations, utilities, financiers and government has been accompanied by a tendency for 

people to look towards people with shared demographic interest (such as a shared place of 

living, work, faith group, peer group). The ‘messengers’ will be just as important as the 

‘message’ itself. People trust the experience of others who have already taken action, more 

than almost any other source. This word of mouth ‘social diffusion’ will be a key factor in 

helping to establish trust in the scheme over time.  

 Local ambassadors will play an important role. Trusted figures within communities who can 

help shape opinion and encourage uptake include those involved with local and parish 

councils, resident and tenant associations, local community groups, faith groups and schools. 

Local ‘experts’ include builders and trades (who householders often turn to for advice in the 

first instance and whose opinion tends to be highly trusted) who could be potentially powerful 

ambassadors for the Green Deal, providing they are engaged (if not there is a danger they 

could undermine confidence and become ‘assassins’).  

 A community based approach is likely to be more successful at delivering uptake. The 

people most effective at engaging householders will be those embedded within their 



 

 
 
27 Green Deal Scoping Study Final Report  

communities of place or interest. Experience from pilot projects around the country point 

towards a localised, bespoke approach to delivery, with a prominent role for local 

organisations such as the local authority, social enterprises, local SMEs and housing providers 

at all stages of the Green Deal process (including marketing, advice and installation), to be 

most successful. An approach which is transparent, accountable, and enables local control, 

will help to build trust and credibility with potential customers.  

 Marketing under the new approach of Green Deal needs to be much more effective than 

under the old approaches. Previous programmes such as CERT offered simple, non-

disruptive measures with low costs and fast payback periods. Even under these programmes 

millions of households still did not take up basic improvements such as loft and cavity wall 

insulation. The Green Deal will involve more complex measures with higher costs and a 

longer, more complicated payback system which will also need to be explained to 

householders. Marketing strategies are considered further in Section 13.  

 Marketing will need to address not just householders but businesses and public sector 

too. The Green Deal is also available to non-domestic buildings and messages and delivery 

routes need to take the non-domestic sector into account (see Section 8). 

 Behavioural psychology can inform effective marketing and delivery. This field of 

research has a lot to offer in the development of effective ways to maximise uptake under the 

Green Deal. For instance, the so-called protagonists in peer groups play a strong role in 

influencing others and establishing new social norms. Understanding about how people make 

decisions also raises questions about advice delivery. Treating energy as a ‘people’ issue 

rather than a ‘technical/building’ issue represents an important change of culture in the 

energy/environment sector, especially for domestic energy assessors whose focus and 

training to date has been highly technical. Local training on aspects of behavioural psychology 

for individuals and groups delivering energy advice would be valuable and could be co-

ordinated by the council as part of a community engagement programme.   

 Trigger points will be key. Green Deal will work most effectively when a ‘whole house’ 

approach can be delivered which combines packages of improvements, including simple as 

well as more disruptive measures. These are best installed at key ‘trigger points’ when 

someone is moving house, undergoing redecoration or major works, having a new kitchen or 

bathroom installed, or replacing windows.  

 Experience shows exemplar projects, like Bristol Green Doors and Bath Green Homes, 

are highly inspirational. Householders respond well to open show homes where they can 

witness a range of measures and ask questions to homeowners like themselves in a non-sales 

environment. This direct sharing of experience tends to be trusted and highly motivational. In a 

scheme in Norfolk 72% of visitors went on to make similar changes to their own homes. 

Projects like Bath Green Homes, Bristol Green Doors, and the national SuperHome Network 

show how this can be done. There is potential role for shared learning and development of 

exemplar schemes with West of England local authorities and others. 

 Financial incentives can help raise awareness and take-up. Use of local financial 

incentives could be used to reward certain behaviours. Council Tax cash-back style rebates 

could be linked to EPC rating or cash-back vouchers could be offered against local Green Deal 

Assessments or installations using local Green deal installers.  
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The following issues will also be key to ensuring that the Green Deal is delivered in a way which 

results in maximum carbon emissions reductions being delivered in practice (not just in theory), which 

can also be sustained over the long term:  

 Householders need high quality assessment and advice.  Evidence from previous pilots 

show that modelled energy use in the home can differ greatly from actual use25, as a result of 

occupant behaviour, and/or because some building elements (such as solid walls) behave 

differently from the assumptions used in the methodology. While the ‘in-use’ energy factors 

now included in the Green Deal assessment methodology will help26, good quality assessment 

and advice will have an important role to play in helping householders understand implications 

and make appropriate investment decisions. A local advice and assessment service 

(potentially in collaboration with West of England local authorities and others) could play a 

valuable role here (Section 10.6.4 for further detail).   

 Assessments should ideally set out a long term plan for household energy 

improvement. Most householders make improvements to their homes in a gradual, piecemeal 

fashion. While they may take out a package of Green Deal improvements one year, there will 

be other measures which could be more cost effective or less disruptive if integrated to future 

works (such as loft conversions or redecoration), perhaps financed independently of Green 

Deal. A Green Deal assessment provides a unique opportunity to create a whole-house 

energy plan which can be implemented over time to support long term carbon reductions.  

 Installations must be good quality and perform as expected. There is much experience to 

show how incorrect installation of measures or building fabric improvements can result in 

significant under-performance or even long term building damage. Bad experiences will 

undermine confidence and under-performance will cancel out potential carbon savings as well 

as fuel bill savings. There are particular risks associated with Bath’s historic building stock 

which needs careful and appropriate treatment. There is a role for technical performance 

monitoring (as well as behavioural change monitoring) which could be undertaken by local 

academic partners in the district.  

 Quality, trusted advice will be needed throughout the customer Green Deal journey and 

beyond. There is a strong potential role for community groups, third sector organisations, 

registered housing providers and the local authority in delivering quality advice and ongoing 

behavioural change support. Specific roles could include ‘pre-assessment’ in-house 

consultations by trained community advisors, or follow up ‘after-care’ support and hand-

holding, potentially with peer-group support. This activity will be crucial to sustain carbon 

reductions in the longer term and to prevent the ‘rebound effect’ where householders 

effectively offset the savings they have made by buying more electrical appliances or turning 

their thermostats up. 

 Shared learning on a neighbourhood or street-by street basis can raise awareness and 

help underpin sustained carbon reductions. Approaches such as ‘Transition Streets’, 

where neighbours come together in a structured process of co-learning during meetings 

                                                
25

 For instance see latest report from Energy Saving Trust on household electricity use ‘Powering the Nation’, 
published June 2012 
26

 The ‘in-use’ factor is a percentage reduction applied to the savings estimate for qualifying Green Deal 
measures. The Government stated it intended to introduce such ‘in-use’ factors to the assessment process for 
Green Deal in its consultation response of June 2012, with the purpose of recognizing that that the theoretical 
performance of energy efficiency measures and the actual performance is often different.  
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covering different themes, build social capital whilst introducing new ideas in an informal 

setting, and creating new social norms, could play a powerful role.  These approaches can be 

powerful in delivering the transformational change in public attitude needed to underpin take-

up of the Green Deal, and underpinning sustained carbon reductions in the longer term.  

Case Study: RELISH Refurbishment Project  

The RELISH project (‘Residents 4 Low Impact Sustainable Homes’), led by Worthing Homes, found 

that when refurbishment works (to the value of £6,500) carried out in conjunction with education saved 

an average of £370/yr on total household energy bills, whilst a similar home receiving the same 

refurbishment work but without education saved only £38/yr27.  

4.2 Key Actions Required  

The following recommendations will help ensure maximum customer uptake and carbon emissions 

reductions are achieved through the Green Deal in B&NES.  

 Ensure the preferred Delivery model creates a strong role for communities and 

community-led promotion. The delivery model for Green Deal should bring together a wide 

Green Deal partnership, which can deliver a transparent, not for profit scheme in a way which 

maximises local benefit and builds local trust. It should create a strong role for local, trusted 

organisations and ambassadors to deliver marketing, promotion and potentially assessments 

and advice. This should include making links with other local authorities such as in the West of 

England, and joint working where this adds value. 

 Deliver a marketing campaign which includes the following strategies (these are 

discussed further in Section 13):  

o Focus on delivery of retrofit with Green Deal as one delivery option.  

o Segment the market using multiple parameters (including housing type, tenure, age of 

residents etc.)  

o Tailor approach: focus on the personal (house, locality, needs, what is possible.)  

o Tailor messages to segment and answer ‘what’s in it for me?’  

o Incentivise: introduce local incentives.   

o Showcase retrofit through exemplars/neighbours, and encourage customers to 

influence others.  

o Identify and exploit local market ‘trigger points’.  

o Use trusted partners and sources.  

o Evaluate and influence beyond the short term.  

 NB There are opportunities with many of the above for shared experience, joint development 

and joint promotion with other local authorities, such as in the West of England.   

 Underpin marketing with longer term behaviour change programmes. Traditional brand 

building and promotional activities (including the production of marketing materials, PR and 

social networking etc) should be harmonised with the development of a comprehensive 

programme of behavioural change, differentially applied to identified local market segments, 

and informed by recent research in energy efficiency behavioural psychology. Existing good 

                                                
27

 http://www.relish.org/  

http://www.relish.org/


 

 
 
30 Green Deal Scoping Study Final Report  

and best practice behaviour change schemes such as ‘Transition Streets’ could be used as 

vehicles for this. 

 Maximise long term, sustained carbon emissions reductions by:  

o Monitoring and review of in-use performance. A monitoring and review panel could 

be established to monitor the actual in-use performance of Green Deal and retrofit 

installations. This could address both technical performance (feeding back into training 

for installers) and occupant lifestyle (feeding back into behaviour change programmes 

and advice). Potentially such a panel could be established jointly with others (such as 

West of England local authorities, Wiltshire Country Council, Severn Wye Energy 

Agency and Alliance Homes) to share experience and results. However in the context 

of a Delivery Partnership (see Section 10) there would need to be a route for specific 

feedback to the local Green Deal Provider to ensure continual learning and 

improvement. 

o Ensuring high quality assessment and installation through contract with GDP. A 

Delivery Partnership approach to Green Deal (see Section 10) enables a local authority 

to establish Key Performance Indicators for the GDP and its assessors and installers. A 

monitoring and review panel (as above) could be part of this process.  
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5. Tackling Fuel Poverty  

Fuel poverty is a serious problem at the national and local level and is set to rise rapidly. Fuel poverty 

affects people with low incomes and energy costs above typical levels. The Hills Review in 201228 

highlighted the scale of the problem and proposed a new indicator, focused both on the number of 

people affected and the severity of the problem they face. Using the proposed indicator the Review 

showed how across England nearly 8 million people in 2.7 million homes were experiencing fuel 

poverty in 2009, with a ‘fuel poverty gap’ of over £400 per household29.    

Maximising impact on fuel poverty in B&NES will depend in large part on securing the best access to 

Energy Company Obligation (ECO) funding and ensuring that this funding finds its way most efficiently 

to those who stand to benefit most. Identifying lists of eligible households and front line public sector 

staff in contact with these people will provide the basis for a household based approach that has 

potential to be highly effective in targeting and delivering advice and measures. The two wards (parts 

of Twerton and Southdown) in B&NES that are eligible for the new ECO ‘Carbon Savings 

Communities’ funding provide an opportunity to trial this in an area based approach. There is a strong 

role for the local authority to co-ordinate this activity in the way that B&NES Housing Services team 

has already been doing, for instance in its work through the Affordable Warmth Action Group. 

Effective ECO ‘brokerage’, to secure the best deals possible from energy companies, also provides an 

opportunity to maximise income and potentially generate a surplus to fund supporting activity.  

A high quality service that builds local trust and establishes a good local reputation will support 

ongoing uptake and make it easier to reach the target households. All this points towards an 

integrated local delivery partnership that maximises leverage at every point in the cycle to ensure 

those in fuel poverty receive maximum benefit under Green Deal. An Affordable Warmth Service 

could be established to co-ordinate delivery, providing targeted support in the form of the ‘one-to-one’ 

customer journey support, relevant grant funding, referrals to appropriate support services, and 

provision of appropriate Green Deal assessment, household energy advice and aftercare. The local 

authority would be in a strong position to co-ordinate or deliver such a service. Alternatively it could be 

included in the specification for delivery by the Green Deal Provider.    

5.1 Issues, Challenges & Opportunities  

There are four routes potentially available to a fuel poor household for financing energy efficiency 

improvements, depending on the categories they fall into:  

1. Affordable Warmth Obligation. Low income households in the private rented and owner 

occupied sectors will be eligible for potentially free measures under this stream of ECO30. 

Measures that reduce the notional cost of heating will be supported with loft insulation, cavity 

wall insulation and heating systems expected to be the most common measures.  

                                                
28

 ‘Getting the measure of fuel poverty: Final Report of the Fuel Poverty Review’, John Hills, March 2012.  
29

 The approach set out in the report would capture households where required spending is higher than the 
median (typical) required levels and where spending this amount would reduce household income below the 
poverty line. The “fuel poverty gap” which is the difference between the required spending faced by fuel poor 
households and the median level. 
30

 Eligibility is outlined in Section 3.  
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2. Carbon Saving Communities Obligation.  Households in all tenures located in eligible areas 

will be eligible for loft, cavity and solid wall insulation. The requirement for 15% of the overall 

target to be delivered to rural, low income households in settlements with a population size 

under 10,000 is likely to increase the amount energy companies are prepared to pay for 

homes in these areas.  

3. Green Deal Plans (with or without Carbon Saving Obligation ‘top up’ funding for solid 

wall insulation). Households which do not meet ECO Affordable Warmth or Carbon Saving 

Communities eligibility criteria could take out a Green Deal Plan, which could include top up 

funding from the Carbon Saving Obligation for solid wall insulation and hard-to-treat cavities, 

as well as district heating.  

4. Wessex Home Improvement Loan. Alternatively, householders who are on a low income31 

and who also are over 60, have a disability or a long term limiting illness, or have a child under 

16, could apply for a Wessex Home Improvement Loan to pay for essential energy efficiency 

improvements. Loans are available from £500 to £15,000, at a 4% interest rate and a range of 

payback options. Loans are provided by Wessex Home Improvement Loans, a not for profit 

organisation.  

A final option is that households in fuel poverty could decide to pay for energy efficiency 

improvements themselves, for instance through a re-mortgage.  

Key issues, challenges and opportunities in relation to fuel poverty and the Green Deal include:  

 ECO funding is limited and needs to be maximised. The amount of funding available to low 

income households under the ECO Affordable Warmth and Carbon Saving Communities 

Obligations marks a reduction on previous levels of energy efficiency funding available. This 

will exacerbate the shortfall which already exists between current levels of funding and what is 

needed to eradicate fuel poverty. Making the most of what is available will be essential.  

 Not all households in fuel poverty will be eligible for ECO funding. Many households in 

fuel poverty will not meet eligibility criteria for ECO Affordable Warmth and the Carbon Saving 

Communities Obligation funding. For these households, financing energy efficiency 

improvements through a Green Deal Plan, Wessex Home Improvement Loan or own finance 

will be the only options available.  

 There is a risk that with a Green Deal Plan, households in fuel poverty may get worse-

off, not better. Taking out a Green Deal Plan exposes households in fuel poverty to the risk of 

annual energy bills rising, not falling. While the Green Deal Assessment ‘occupancy 

assessment’ should take into account homes that are currently under-heated, there is a 

residual risk that a Green Deal Assessment will over-estimate potential savings for some 

households, resulting in a net increase in fuel bills post-installation. The risks are higher in 

hard to treat homes which typically require more expensive measures and are often harder to 

assess accurately (although ECO Carbon Saving Obligation funding will help). Risks will be 

exacerbated for households with pre-payment meters, where the Green Deal Charge will add 

to standing charges. An LA-community approach will need to be sensitive to this and extra 

cautious in its approach to this group in order that vulnerable prospective customers aren’t put 

                                                
31

 Low income is defined as having less than £125 disposable income per week and less than £16,000 savings. 
For further information see http://www.wessexhil.co.uk.  

http://www.wessexhil.co.uk/
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into a worse position. An Affordable Warmth Service (see below) provides an opportunity to 

differentiate marketing, advice and after care support appropriately.    

 Engaging target households will be more difficult – and expensive – than under 

previous schemes. Previous schemes focused on simpler measures which were typically 

easier to install, less disruptive, simpler to market, and tended to be free or low cost. The 

prospect of having to tackle harder to treat homes, involving more disruptive measures like 

solid wall insulation, in addition to the risks outlined above, suggests the approach to engaging 

households in fuel poverty will need to be far more effective than before. Traditional 

approaches of telephone calls, leaflets and advertising are unlikely to work. More imaginative, 

customer focused strategies will be needed.   

 Differentiated marketing will be needed. Marketing strategies developed for other sectors of 

the market such as the ‘able to pay’ sector may not be effective for lower income households, 

who are likely to respond to different messages. The term ‘fuel poverty’ is a catch-all phrase 

that masks a wide range of diversity in terms of types of householder, who will respond to 

different messages and messengers, which should be accounted for in a marketing strategy.    

 Trigger points provide an opportunity to engage. Key trigger points might include seeking 

help or advice due to difficulty with fuel bills, or medical help due to illness that relates to cold 

and damp living conditions. This highlights an important role for debt advisors as well as 

medical professionals. Moving home may also be relevant and presents an opportunity to 

engage.  

 Local presence and knowledge will be vital.  Local experience and knowledge will be 

critical in finding and communicating with households and in responding to a variety of local 

circumstances. Utilities and national providers will not have this knowledge, underlining the 

critical role of local authorities, public and voluntary agencies in delivery.  

 Fuel poverty is rising. As energy bills continue to rise, more households are falling within the 

current definition of fuel poverty32. In 2009 11,350 private sector households were estimated to 

be in fuel poverty in B&NES (17.3% of the total). There is a risk that if not delivered on a 

sufficient scale, action to reduce fuel poverty will not keep pace with rising energy bills, and the 

number of households in fuel poverty will stay static or at worse continue to rise.  

 Trusted individuals will play a crucial role in achieving uptake for more vulnerable 

households. The need for trusted individuals, highlighted in Section 4, is even more critical for 

more vulnerable householders who often tend to mistrust ‘official initiatives’. Experience shows 

that the most effective promoters of Green Deal will need to be embedded in localities or 

communities of interest, or advice workers who have earned the trust of households and are 

perceived to be on their side and able to help them navigate the system.  

 Community representatives, local authority staff, advice workers, health workers, 

energy advisors, benefits advisors are all in a strong position to be powerful advocates. 

Engagement through these individuals will be critical. They will be best placed to help 

householders overcome perceived barriers which are often highly personalised. Health 

workers in particular are well placed to refer individuals where ill-health is linked to fuel 

poverty. It will be important for the retention of this trust that advice workers are not seen as 

‘selling a product’. Careful consideration will therefore be needed about who households are 

referred to in instances where they do not qualify for free measures.  

                                                
32

 The current definition states that a household is in fuel poverty if more than 10% of its income is required to 
maintain an adequate standard of thermal comfort.  
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 A ‘single point of contact’ is helpful for more vulnerable households in the Green Deal 

journey. Structuring a local offering in such a way that, once referred, households deal with a 

single dedicated person through the whole project, from inception to aftercare, would provide a 

more supportive customer experience. This would be particularly valuable for more vulnerable 

householders for whom the complexity and disruption of the Green Deal may present a 

particular barrier. The West of England Care and Repair Service, which has been 

commissioned by West of England local authorities to provide support to the over 60s, and 

currently includes an affordable warmth case work service to this target group, provides a 

good example of how this sort of approach is already being taken. 

 Be realistic about the hidden costs of retrofit. There can be a number of hidden costs 

associated with retrofit works, especially for more disruptive measures such as solid wall 

insulation. These costs may not be eligible for support under the Green Deal. The ‘Freedom 

From Fuel Poverty’ project, run by CSE with funding from B&NES Council and EAGA 

charitable Trust, found that in a trial of 11 houses receiving external solid wall insulation the 

average total cost was around £15,75033. However, only just over half of this was attributed to 

actual insulation costs. The site survey and design (including planning and building regulation 

fees) accounted for around 30%, while ‘additional works’ at the site accounted for around 15%. 

A contingency fund of at least 15% should therefore be made available for households in fuel 

poverty on a needs basis.  

 Aftercare behavioural support will be particularly important for more vulnerable 

households. Appropriate aftercare needs to be provided so that householders have the 

support they need to understand how to live with new measures, such as heating controls and 

solid wall insulation. This will help to ensure that potential carbon savings can be realised in 

practice and sustained in the longer term, and that unforeseen problems do not arise. The 

‘Freedom From Fuel Poverty’ project (see above) recommended providing a user guide as well 

as verbal advice following installation of solid wall insulation, for instance34. Where 

householders decide to take the benefit ‘in comfort’ (for instance, where it becomes possible to 

heat a room or a whole house to 18°C which was impossible before,), behavioural advice can 

help households understand the implication of this, for instance that their fuel bills might go up 

in return for being warmer35.   

  

                                                
33

 ‘Evaluation of solid wall insulation in fuel poor households in the private sector: Final Report to EAGA 
Charitable Trust’, CSE, October 2012.  
34

 ‘Evaluation of solid wall insulation in fuel poor households in the private sector: Final Report to EAGA 
Charitable Trust’, CSE, October 2012. 
35

 Analysis of the Warm Font scheme found that in many cases householders’ bills went up after the installation 
of measures (such as new central heating systems), because householders were able to heat their house 
comfortably for the first time. http://eprints.ucl.ac.uk/15210/1/15210.pdf (Hong, Gilbertson, Oreszczyn, Green & 
Ridley, the Warm Front Study Group, ‘A field study of thermal comfort in low-income dwellings in England before 
and after energy efficient refurbishment’, 2009)  

http://eprints.ucl.ac.uk/15210/1/15210.pdf
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Case Study: B&NES GP letters on winter flu-vaccinations 

In the winters of 2010-11 and 2011-12, as part of the Warm Streets home energy efficiency scheme 

operated by CSE, B&NES Council piloted a scheme whereby GPs included information and advice on 

‘Warm Streets’ insulation availability in letters to patients reminding them about the winter flu 

vaccination. This scheme was highly successful, receiving the highest level of response of any 

marketing attempt under the Warm Streets campaign to date. In 2011-12 a total of 800 referrals to the 

scheme were received out of a total of 36,000 letters issued.  

5.2 Key Actions Recommended  

The following indicates some suggested actions for ensuring those in fuel poverty gain maximum 

benefit under the Green Deal.  

 Ensure effective ECO brokerage to maximising funding. The reduction in available funding 

under ECO for households in fuel poverty relative to previous energy efficiency programmes 

underlines the importance of having strong ECO brokerage function within the local delivery 

model. This is where the best rates available from energy companies for ECO funded 

measures are ‘shopped around’ for by a managing agent in order to get the best deal for 

householders and maximise levels of ECO funding reaching households in B&NES.  This 

applies to the Affordable Warmth, Carbon Saving Communities and Carbon Saving elements 

of ECO (as many fuel poor households live in hard to treat properties). There is potentially a 

role here for collaboration with other local authorities, either in an ECO brokerage scheme or 

as part of an Affordable Warmth Service.   

 Establish a Green Deal Affordable Warmth Service to co-ordinate delivery. Local 

households could be offered targeted support through a local ‘Affordable Warmth Service’ 

which obtained funding for measures, provided tailored support in the form of the ‘one-to-one’ 

customer journey support suggested above, optimising of national and local funding streams 

available, referrals to appropriate other support services including benefit and debt advice, and 

provision of appropriate Green Deal assessment, household energy advice and aftercare. The 

local authority would be in a strong position to co-ordinate or deliver such a service.  

 A local ‘Affordable Warmth Fund’ could provide flexibility to help households in most 

need.  Additional top-up funding could be provided locally for households in fuel poverty which 

do not qualify for free support under ECO, but for which Green Deal may otherwise not be 

suitable. It could also be used to provide contingency funding for households needing help with 

the additional costs of measures like solid wall insulation (see Section 5.1 above). Funding 

could be drawn from a combination of Housing Services budget (for instance B&NES Housing 

Services provides annual funding (£50k/yr in 2011-12) to vulnerable fuel poor households that 

are ineligible for CERT funding), income from ECO Affordable Warmth funding referral fees or 

effective scheme brokerage (see Section 10.10), and the Wessex Home Improvement Loan 

(described at the start of this Section).  

 Train up health workers and social care staff, as well as community representatives, 

local authority staff, social housing tenant liaison officers, advice workers, energy 

advisors, benefits advisors to deliver energy advice and make appropriate referrals for ECO 

funding and Green Deal. In particular social work staff and community health workers such as 

district nurses and health visitors should be appropriately trained to offer in-house advice and 

integrate with a local Green Deal & ECO programme. There is experience from B&NES 
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demonstrating the positive effect of GPs writing to householders and endorsing energy 

efficiency as part of seasonal health-care advice which should be continued and expanded. 

There may be opportunities for joint working on training between West of England and other 

local authorities where agency boundaries allow.  

 Advice should be integrated (e.g. a Factor Four approach36). Combining approaches such 

as energy advice, energy efficiency improvements, bill payment advice and budgeting advice 

has been shown to work far more effectively to reduce fuel poverty than offering these advice 

strands in isolation. 

 There is a significant role for the new Health and Well Being Boards and health 

practitioners. As highlighted earlier in this report, there is a significant potential for healthcare 

costs to be reduced as a result of reducing ill-health linked to cold and damp homes. This 

suggests health practitioners and the new Health and Wellbeing Boards should be brought into 

local partnerships. This can build upon the existing work of the Affordable Warmth Action 

Group and its funding for Energy Efficient Widcombe and the Twerton Winter Warmth project.  

 

  

                                                
36

 ‘Factor 4 Final Report’, National Energy Action  
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6. Strengthening the Local Economy  

The wider local market for eco-retrofit is significant, potentially worth £10-20 million a year across 

B&NES, over and above current spending on household Repair, Maintenance and Improvement 

(RMI). The Green Deal provides an opportunity to help open up this wider market.  

There is a risk that economic benefits from the Green Deal could accrue outside the area, for instance 

by expertise being ‘shipped in’ by Green Deal providers with in-house supply chains. At worst jobs 

and Gross Value Added (GVA) could be displaced from the local area. A delivery model for Green 

Deal should therefore ensure a strong role for local businesses, including both installers and 

assessors. This can potentially be achieved through appropriate partnering with a Green Deal 

Provider, or in the longer term through an integrated ‘local provider’ model.  

A strategy of early and sustained positive engagement with local businesses is needed to raise 

awareness of opportunities (for instance for training through the Green Skills Academy) and overcome 

fear and scepticism of the Green Deal. If this is achieved then there is potential for significant 

employment retention and growth. Establishing a Retrofit Installer Network would be a valuable first 

step. 

6.1 Issues, Challenges & Opportunities  

This section highlights the key issues, challenges and opportunities for ensuring that the Green Deal 

strengthens the local economy by creating local business opportunities and jobs.  

 The local market for eco-retrofit is significant, at potentially £10-20 million/yr for 

B&NES37. This is over and above current spending on household Repair, Maintenance and 

Improvement (RMI). The Green Deal represents only a part of this, but provides a valuable 

opportunity to help open up the wider market, as it will be backed by weighty local and national 

marketing. However undertaking retrofit through Green Deal will also introduce complexity and 

bureaucracy for both for the householders and the businesses undertaking the work.  

 The role of local SMEs in Green Deal delivery is as yet uncertain. There is evidence of 

some positive anticipation of Green Deal growing within the B&NES business community and 

also some concern. Some are looking to undertake training to open up niche work as Green 

Deal assessors. Other businesses, who are already undertaking eco-retrofit work for 

customers, voice reservations about Green Deal offerings including concerns about being paid 

lower rates and the projected level of interest rates to consumers. A number are holding a 

watching brief. 

 Operating independently, local SMEs are unlikely to get substantial Green Deal sub-

contract work. At least 6 of the major Green Deal Providers are likely to be energy companies 

like British Gas who operate a predominantly in-house employed model. Retailer Green Deal 

Providers will also look to large national installers, as employing SMEs directly is likely to be 

too much of an administrative burden. Although this may result in some local sub-contracting 

(perhaps 25-50% local labour), this is not the path that many independent, trusted local SMEs 

would want to take.  

                                                
37

 Assuming a per household pro rata share for B&NES from the Federation of Master Builder’s estimate of UK 
retrofit market potential of £3.5-6.5 billion per year (FMB, ‘Building a Greener Britain, 2008).  
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 Potential for loss of jobs. The Role of the GDP will attract influential new entrants to the 

market. According to the Federation of Master Builders (FMB) if SME’s lose work locally to 

large nationals under Green Deal & ECO they will face massive pressures to stay solvent and 

it is very possible that many won’t. Large organisations will seek to maximise efficiency to drive 

profits, driving towards the highest levels of output for the lowest levels of input, resulting in 

fewer jobs. The FMB Bath branch reports that difficult trading conditions over the past 4 years 

have resulted in the loss of many local builders. The sector is looking for any opportunities that 

‘press the right buttons for the future.’ 

 Potential for increased costs to consumers. Large organisations tend to cost more than 

SMEs, which is why around 75% of private domestic heating market installations are still 

delivered by SMEs. 

 Repair, Maintenance & Improvement (RMI) SMEs have potential to be powerful Green 

Deal ambassadors. Builders are a trusted source of advice for householders and are in a 

potentially powerful position to promote Green Deal during general refurbishment work. They 

are present with customers at key ‘trigger points’ such as kitchen refits and the building of 

extensions and conservatories, where Green Deal introductions could be made.  

 SMEs in the local area know their customers and build trusted relationships. Local SMEs 

are often preferred and trusted, and deliver higher quality (and/or lower cost). The 

relationships they have with customers are often longer term and can be characterised by 

delivering continued steps of upgrade of customer houses over a period of many years (which 

in reality is how most retrofit work is undertaken).  

 However, if excluded from a local scheme their role as ambassador is lost. SMEs will not 

be motivated to mention Green Deal to their clients if there is a risk that they will lose the work 

to another business (for instance to a Green Deal Provider’s in-house supply chain) as a 

result. This underlines the need for a scheme which creates maximum opportunities for local 

SMEs to bring forward opportunities with their own clients in a way which retains their client 

relationship.  

 Green Deal carries a number of (perceived and actual) risks for SMEs. SMEs potential 

role as ambassadors is also clouded by their view of the Green Deal system as complex and 

their attendant fears of burdensome bureaucracy and project delays. Some mistrust 

Government backed schemes in general – for instance following the recent changes to the 

Feed In Tariff. Payment terms to SME contractors also present a risk, particularly from ECO 

where there will be a time lag between installation and release of funding to the GDP.  

 Maintenance of installations is not currently included in Green Deal costings. Depending 

on how this is handled by the Green Deal Provider, maintenance could become either a 

perceived (if not actual) liability to Green Deal installers, or be seen as an opportunity.   

 Local planning and listed building restrictions impede retrofit market. Restrictions on 

measures such as solid wall insulation and double glazing on listed or conservation area 

buildings were cited as examples of barriers to retrofit market development by some SMEs in 

the focus groups.  

 Impact of Green Deal on the Retrofit market. If the Green Deal fails to achieve its aims and 

receives the bad PR associated with this the whole retrofit market could be adversely affected. 

 The local RMI traders are a diffuse group comprising many micro-businesses and many 

more sole traders between them embracing a wide range of skills. Many sit outside of trade 

associations and can be difficult to reach.  
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SME Green Deal Focus Groups: Feedback from local businesses 

The following provides a summary of some of the feedback received from local SMEs during two 

focus groups which were held in central Bath in September 2012 as part of Stage II of this project. 

The focus group participants included a combination of builders, architects and renewable energy 

installers. The full write up of these focus groups is provided in the Appendix.  

Local businesses were supportive of B&NES Council taking a leading role in establishing a 

local Green Deal scheme. “From the consumers point of view its ‘who do I trust?’ If the local 

authority plays an umbrella role it gives credibility as being a bona fide scheme.” “I think it’s important 

that the council take a leadership role as we are all in this infancy stage of trying to learn”.  “I was 

really pleased to hear the Council are going to take a leadership role.” Businesses also supported 

the Council adopting a wider retrofit market support policy “There will be people wanting a bit of 

loft insulation right through to an extreme make-over. Some householders may choose to finance 

work themselves….So perhaps the council needs to support retrofit generally rather than merely 

focusing on the Green Deal.”  

Businesses also supported the idea of an Installer Network. “There is a role for the council to 

provide information and channel work.” Some local businesses (specifically renewable energy 

installers who are MCS accredited) are already being regularly targeted and invited to join Green Deal 

networks “Usually an upfront payment is asked for, then a monthly fee with the promise of work.” 

Ideas for an Installer Network ranged from the simple “Perhaps everyone could be on a list so the 

consumers can find you and you can find each other to sub-contract to.” and “I’m keen to get into the 

Green Deal, but I don’t want to start taking on loads of people. I would like to build a network (of sub-

contractors) on a local level.” “Being a down to earth builder type I just want it simple and I want to 

understand it.” to the more sophisticated “What about the idea of a social enterprise created by a 

trade association that could be a GDP, supported by the council? Would need access to cash.”  

Businesses are concerned about complexity and cost and becoming Green Deal accredited so 

would welcome business assistance. “I’m worried about more costs.” “MCS accreditation (for 

renewables) was a big waste of time.” However feedback suggested that evidence of customer 

demand is likely to be the most compelling driver to enter the market. “Demand is the most 

important aspect – if you as the local authority create the demand then we can do the rest.” “Show us 

that there is a market and we will advertise our way into it.” “I would like to see the local authority raise 

public awareness of Green Deal.”  

There is little appetite for creating a new local standard for historic buildings, such as a ‘Bath 

Standard’ (which has been discussed as a way to evidence skills in historic and listed buildings 

retrofit and thereby improve consumer confidence). “We already work in the Bath market – we know 

how to work in these buildings – I think it would just be another obstacle.” “Is it worth adding an extra 

layer or stamp of approval, or is it better to leave it o the market and reputation?” “(It might be better 

to) build on the SPD38 to create the Bath Standard.” “The key person is the assessor. Should we 

require the assessors to have extra training?”  

                                                
38

 Special Planning Document on Sustainable Construction and Retrofitting, currently under development by 
Bath & North East Somerset Council, which will contain guidance on design and installation of retrofit measures.  
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6.2 Key Actions Required  

Regardless of the delivery model adopted, the local stakeholder feedback gathered during both Stage 

1 and 2 of this project suggests that local businesses in B&NES will require a lot of support if they are 

to engage positively in the Green Deal and realise the full potential of their role as both ambassadors 

and deliverers of the work. Moreover, overall feedback from focus group work undertaken with local 

SME groups indicates that local businesses think it is important for B&NES Council to be closely 

involved with any local Green Deal offering both from a householder’s point of view and also to 

support local SMEs. There was also general consensus amongst focus group businesses that the 

Council should adopt a wider retrofit market support policy.    

 Key actions to support local business in the Green Deal should include the following.  

 Ensure a prominent role for local SME installers in a local Green Deal scheme. One of 

the key advantages of a local authority establishing a local scheme for Green Deal is that it 

has power to ensure that local SMEs are given fair market access and are not squeezed out 

by national GDPs in-house supply chains. The Delivery Partnership model, discussed in 

Sections 9 and 10, offers an ideal route for this.  

 Establish a local Retrofit Installer Network. An early action which could be taken ahead of 

or in parallel with the establishment of a local scheme would be to create an Installer Network, 

to support local SMEs both inside and outside of the Green Deal. This could either be stand 

alone (administered through the Council or through another B&NES focussed business 

network such as the Chamber of Commerce), or linked to other sub-regional, regional or 

national Green Deal/retrofit initiatives (see later). The Retrofit Installer Network would provide 

a route to business support and training, as well as an access point for customers to find 

quality installers that they can trust to deliver eco-retrofit work (whether this was financed 

either inside or outside of the Green Deal). Membership should be flexible enough to 

encompass and distinguish between fully accredited Green Deal Installers as well as 

businesses who are not (yet) Green Deal Installers but who have interest and skills in eco-

retrofit and may be working towards certification. The Network could also be open to local 

independent assessors. Work with focus groups during Stage II of this project revealed an 

appetite among local SMEs for the principle of a local installer network. Ideas for the structure 

of this ranged from a simple network of contacts to more sophisticated models such as a social 

enterprise (which could possibly also become a GDP).  

 Consider establishment of a local SME procurement hub as part of the Delivery 

Partnership model. This approach builds on the above suggestion of a social enterprise 

approach to an installer network. The procurement hub model would provide a gateway for 

smaller, local businesses to feed work up to Green Deal Providers (perhaps ones procured as 

local authority partners under the ‘Delivery Partnership’ model), and potentially offers a 

powerful route to engaging a wide group of SME trades in the district. The approach could 

extend access to non-Green Deal accredited installers in the local area, who could be offered 

work via the procurement hub in instances where the customer decides not to proceed with 

Green Deal finance (but for instance decides to self-fund works). This approach is discussed in 

more detail in Section 10.7.2.   

 Promote and encourage involvement in Retrofit/Green Deal amongst local SMEs. 

Feedback from focus groups suggests that businesses will need support and encouragement 

to enter the Green Deal market in its early years. Evidence of customer demand is likely to be 
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a critical persuasion factor (‘show us the market, then we will advertise our way into it’). 

Support for local exemplar open homes schemes which showcase early adopters could be a 

powerful way of demonstrating evidence of this demand to local businesses. Collecting and 

promoting testimonials from early adopters could be supported by development of tailored 

messages to outline what’s in it for them.  

 Extend the Trading Standards Buy with Confidence scheme to retrofit service providers.  

This could provide a vehicle for customers to seek and identify local installers, and could boost 

engagement from local businesses.  

 Use the Green Skills Academy to help support the upskilling of local RMI traders and 

assessors to GD certification level in key installation areas, working with the City of Bath and 

Norton Radstock colleges and others in the sub-region. Local organisations could promote the 

existence of training under the Green Skills Academy.  

 Provide local training on how to ‘upsell for retrofit’. Builders and installers are typically a 

well trusted source of advice and information to householders. However, many lack sufficient 

understanding and knowledge of energy performance in buildings and aren’t able to promote 

the financial and other benefits of going ‘beyond building regulations’ (i.e. the bare minimum). 

Local training to help local trades ‘upsell’ their services to householders would benefit both 

businesses (increased value of works) and householders (reduced energy bills, increased 

comfort). This should be offered as a business development opportunity, rather than an 

environmentally driven ‘requirement’ and could be offered as a stand alone service and/or built 

in as one of the additional benefits associated with the Retrofit Installer Network and/or an 

additional offering through the Low Carbon Skills Academy. 

 Link RMI SMEs with external sources of support for training and upskilling such as the 

regional Ready for Retrofit scheme, an £8m European Regional Development Fund (ERDF) 

project to stimulate the sustainable domestic energy efficiency and microgeneration sector in 

the south west and help build capacity for the delivery of large scale refurbishment of housing 

stock.  

 Establish a technical working group to consider issues relevant to historic and 

traditional buildings. There is still much debate around appropriate retrofit techniques and 

installation methods for older, solid walled buildings. A technical working group comprising 

representatives from the GDP(s), relevant local authority services (Building Control, Planning, 

Historic Environment, Housing Standards, Economic Development), SME installer and 

assessor interests, local academic partners (such as the universities), training providers (such 

as the colleges) and heritage building specialists (such as Bath Preservation Trust) could 

provide a platform for reviewing latest research on appropriate materials and practices, 

reviewing performance of local installations, and feeding lessons learned back into local 

installation and assessor practice. The working group could also keep a watching brief on any 

national standards emerging for historic building retrofit (as an alternative to a local ‘Bath 

Standard’, which has been considered, but was not favoured by local SMEs (see box)).  

 Support local installers to negotiate the requirements of PAS2030 certification. PAS2030 

represent a significant departure from the way many installers usually work. Requirements 

include the need for risk assessments, ethical and equality polices and communication 

protocols. Local installers could be supported through the development of standardised 

policies and insurance for example. Support could also be provided with form filling to reduce 

the paperwork burden (like a visa service by travel agents or post office driving licence 

checking service). This could be linked to the Installer Network. Focus group feedback 
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indicates that support for such an approach would be welcomed especially if it avoided 

additional cost, although the highest priority for support was in the area of demand generation 

(such as through projects like Bath Green Homes).   

 Continue to investigate additional partnerships and joint working with other trade 

associations and Green Deal schemes – such as the Federation of Master Builders, the Royal 

Institute of British Architects (RIBA) (South West and Wessex region, Bristol office), Building 

and Engineering Services Association (Wales and South West region, Glamorgan office), 

Electrical Contractors Association (South West office, Bristol), Renewable Energy Association 

Support the provision of training, knowledge & skills. For those businesses wishing to become 

Green Deal accredited installers and assessors (as well as for those wishing to be active in the 

eco-retrofit market but not progressing to full Green Deal accredited status) there will be a 

need for quality local training which meets all aspects of market need and is effectively 

promoted.  
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7. Community Groups & Enterprise  

As we have seen from the previous sections, a community-led approach to the Green Deal is not just 

a ‘nice-to-have’ but a fundamental pre-requisite for reaching out effectively and achieving high levels 

of uptake.  

Key issues include the need to create a clear active role for communities which goes beyond simply 

providing scheme endorsement. Roles for community groups and community enterprise could include 

scheme promotion in return for referral fees, community advisors who provide advice and behavioural 

change support, exemplar ‘show-home’ schemes, and neighbourhood based activities such as 

Transition Streets. Potentially, community enterprises could deliver services such as Green Deal 

assessments or installations, bulk purchasing schemes, an installer network, or an ‘energy advice 

bureau’ to review customers’ Green Deal Plans and help answer questions. 

B&NES has a thriving community sector with many energy and environmental champion groups which 

provides an excellent starting point for such activity. These organisations have the potential to be 

powerful advocates.  

From the engagement work carried out during this project in Stage 1 there is no one organisation that 

is willing at the current time to establish itself as a Green Deal Provider in the local area. However in 

the medium term there is good potential to work towards such a local ‘Provider’ model based on a 

social enterprise model, as outlined in Section 9.4. In the meantime the ‘Delivery Partnership’ 

approach described in Section 10, combined with a Community Interest Company approach to the LA-

Community Partnership (see Section 10.3.2), offers a flexible compromise which could be expanded 

over time.  

7.1 Issues, Challenges & Opportunities   

Key issues, challenges and opportunities for ensuring a clear role for community enterprise and other 

community interests under the Green Deal include the following issues.  

 B&NES has an active voluntary and community sector with many energy champion groups 

(Energy Efficient Widcombe, Bathford Energy Group), community enterprises (Bath & West 

Community Energy, Lock in Energy), and environment groups (Transition Bath, Transition 

Saltford, Transition Keynsham, Radstock Action Group). These organisations involve a large 

number of the population and also involve many of B&NES’ professional energy and 

environment practitioners and experts.   

 These groups have potential to be powerful advocates. These groups play a valuable 

influencing role within the wider community of B&NES. By developing a clear role for these 

organisations and individuals within a local Green Deal delivery service this collective energy, 

knowledge, enthusiasm, and influencing potential can be harnessed. Conversely if they are 

excluded there is a danger of a local scheme being bypassed or undermined by the activities 

of others.  

 Just using community groups for scheme endorsement will not be effective. There must 

a clear route for them to influence and improve the development and delivery of the local 

scheme, and clear opportunities for them to add value through their activities – and receive 

appropriate support in return.  



 

 
 
44 Green Deal Scoping Study Final Report  

 Community groups should not be relied on to do everything for free. Community groups 

will need to benefit is some way from the value generated by the Green Deal activity to fund 

their input (for instance to support group funds). There is a danger that if too much expectation 

is placed on community groups and the voluntary sector to deliver services it will be 

unsustainable in the long term and risks activity ‘falling through the cracks’ as individuals move 

on or drop out of the process. Community enterprise can provide a middle ground.  

7.2 Key Actions Required  

Key recommendations for ensuring that a clear role is established for communities and community 

enterprise in a local Green Deal scheme include the following.  

 Communities need support, and the local authority can play a powerful role. A Green 

Deal community network facilitator could help co-ordinate activity. The sort of support for 

community groups which B&NES Council already provides through its Sustainability Team to 

community groups in the form of training, advice, funding expertise, provision of display 

materials, support packs and directories, as well as support with organising events and visits, 

will all be essential to enable communities to perform their potential role in local Green Deal 

delivery.  This support will need to be continued and expanded to ensure community groups 

and active individuals can play their part fully. Depending on the scale of the market this role 

may require more than one person. Specific activity should include (see also Section 14.1): 

o Engagement with local stakeholders (see Section 14.2 for a full list) to ensure they are 

aware of Green Deal scheme and can play their potential role in promotion.  

o Provision of training, materials, briefing sessions and other support for local groups, 

organisations, activators and community enterprises.  

o Supporting neighbourhood level behaviour change programmes on household energy 

use across B&NES. 

o Supporting a programme of local retrofit ‘exemplar’ open home events in every major 

community to showcase inspiring low energy homes across the district. 

 Community projects in the area should be linked as much as possible. Promotion needs 

to be well aligned so that people can clearly make the link with a local Green Deal scheme and 

to other community initiatives where necessary.  The above support from a local authority can 

help achieve this. The B&NES Environmental Sustainability Network provided by B&NES 

Council is one potential vehicle for this. Networking events are also a valuable way for 

community projects to establish links.   

 Community finance could provide a powerful route to creating ‘community buzz’. The 

opportunity with community finance, such as community share offers, is less in relation to the 

total sum of finance raised, but more connected with the local interest and the sense of shared 

ownership it has potential to generate, as well as the community funds which might be 

generated which could provide further support for local projects and community engagement.  

 Community group interests should be given board level control in any local delivery 

organisation established. Ensuring a majority of community interests will mean that private 

sector interests don’t dominate scheme delivery.  

There are a number of potential roles for community groups and community enterprises within Green 

Deal, as described below. The delivery model adopted for Green Deal should take account of these 

roles and maximise opportunities for them.  
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 Scheme promotion in return for finders fees or other financial support. This could link 

well to the sort of advocacy and communications role which community enterprises and groups 

play already with their membership base, in particular where supported by activities such as 

talks, workshops and events relating to energy. Low level (e.g. £25) finders fees could be used 

to reward the generation of customer leads. Community groups should be consulted to find 

what kind of reward they would find most valuable for such promotional activity. Guidelines on 

rights to success fees would need to be clearly established. NB it is likely that many national 

Green Deal Providers will offer local / community groups referral fees for their own schemes. 

This underlines the importance of early engagement with community groups, in order to avoid 

a situation where community groups establish their own affinity schemes with Green Deal 

Providers leading to a plethora of local offerings.  

 Awareness raising and information - Organising talks, workshops, inspirational events, 

practical demonstrations – which many community groups already do very effectively within 

their membership base. 

 Community advisors – providing advice and behavioural change support for free or on a paid 

basis. For instance, a ‘pre-assessment’ by a trained community advisor provided in a person’s 

home could provide a valuable opportunity to undertake a basic home energy check, talk 

through options, answer questions and alert a home owner what to look for in a Green Deal 

assessment or plan. This would help give them confidence to move forwards and would be 

more likely to result in a positive response to a GD assessment. There could be a role for a 

community enterprise to provide this sort of service, including potential follow up support.  

 Energy advice bureau – like the Citizen’s Advice Bureau, this would be an independent 

broker of advice who could review customers’ Green Deal Plans or Advice Reports and help 

answer questions – for instance such as the merits of different approaches to solid wall 

insulation, or how to take a project through planning, or how to find a suitable local installer. 

This would be available to customers of any Green Deal Provider (not just customers of a local 

offering). A community enterprise could take on this role.  

 Green Deal Assessment – there are a number of independent domestic energy assessors in 

B&NES and one Community Interest Company, that may decide to become Green Deal 

Assessors, or equally there may be new entrants in the community enterprise sector. Certainly 

there is a role to go beyond the ‘basic minimum’ Green Deal Assessment to integrate 

additional advice (e.g. on homes with historic building fabric, for vulnerable households who 

may be under heating (see fuel poverty section), or to deliver whole house energy plans which 

encourage a more holistic and long term approach to household energy improvement), which 

is added value which could be provided by a community enterprise. However there may also 

be a rationale for leaving assessment to the Green Deal Provider, as many will require their 

own assessment to be undertaken anyway. In this case the need for additional advice could be 

handled in other ways (e.g. above).  

 Installation services – it is possible that a community enterprise might be established to offer 

Green Deal installations, or to run support services for installers, such as an Installer Network. 

A local co-operative platform for installers could be established to facilitate local business 

access to the Green Deal (linking to one of the national schemes under development).  

 Running exemplar ‘show-home’ schemes which demonstrate retrofit solutions. Such 

exemplar buildings could be permanently open (e.g. in the case of a café or drop-in / 

information centre) or open as part of an open-homes scheme (e.g. in the case of individual 
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people’s homes). They might focus on all aspects of low energy retrofit, or just some (e.g. 

insulation or solar technologies).  

 Transition Streets type campaigns – to enable householders to share a process of 

increasing understanding and taking practical actions in an informal and mutually supportive 

setting.  
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8. Non Domestic Buildings 

The Green Deal will be available to non-domestic customers and is envisaged to work in a broadly 

similar way. While the assessment methodology will be different, the principles of linking repayments 

to the property, not the owner, and of the Golden Rule requiring savings to outweigh repayments, 

remain the same. In the same way as for the domestic sector, the Green Deal will remove the ‘split 

incentive’ between the landlord and tenant, whereby previously it was the landlord who paid for the 

energy efficiency improvement but the tenant who benefitted from lower bills, a common barrier to 

efficiency improvements in the non-domestic sector. For the first time landlords will be able to make 

energy efficiency improvements without having to pay for them upfront. 

The Green Deal provides an opportunity to help non-domestic customers improve energy efficiency, 

meet Carbon Reduction Commitment (CRC) Energy Efficiency Scheme commitments, and comply 

with the legal requirement for landlords to bring all rented properties up to an Energy Performance 

Certificate ‘E’ rating by 2018. Customers could include public buildings, community buildings, 

commercial landlords, as well as tenants for rented buildings who will also be able to access Green 

Deal with their landlords consent.  

8.1 Key Issues 

 Public sector buildings can access Green Deal; however, it may not be the cheapest 

source of finance. For Council owned stock, where finance is available at Public Works Loan 

Board rates of 4-5%, it may make more sense to finance energy efficiency improvements 

through this route, rather than Green Deal finance at 6-8%. Unlike the domestic sector, where 

properties change hands on average every 9 years, publicly owned buildings tend to stay in 

public ownership for longer periods of time. This reduces the key benefit of Green Deal where 

the loan is linked to the property, not the owner. More energy efficiency works will be 

financially viable under the Golden Rule at public sector interest rates, and there is potential 

for the council to benefit from the return on investment. This choice will need to be considered 

as part of a Council’s overall investment and property asset management strategy.  

 Community buildings could benefit from Green Deal finance. Many community-owned 

buildings lack funds for investment, and are often cold and inefficient, suggesting a valuable 

role for Green Deal. However, they are often under occupied (with only occasional use during 

the day or evening), meaning that payback periods on improvement measures might appear 

longer and not be viable under the Golden Rule. This will depend on the final detail of the 

assessment process for non-domestic buildings, which is still being developed by Government.   

 As for the domestic sector, the Green Deal overcomes the ‘split incentive’ in the rented 

sector between landlord and tenant, whereby previously it was the landlord who paid for the 

energy efficiency improvement but the tenant who benefitted from lower bills. Under the Green 

Deal, landlords will be able to make energy efficiency improvements without having to pay for 

them upfront.  Under the Energy Act 2011 the Government can now regulate to help ensure 

the take up of cost effective energy efficiency improvements in the private rented sector, and it 

is the Government’s intention that from April 2018, all private rented properties (domestic and 

non-domestic) should be brought up to a minimum energy efficiency standard rating, likely to 

be set at EPC rating “E”.  This requirement would be subject to there being no upfront financial 

cost to landlords (i.e. measures are viable under the Green Deal’s Golden Rule).  
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 Nearly two-thirds of the non-domestic building stock is privately rented, and around 

18% of those with an EPC have the lowest rating of F or G. This suggests there is likely to 

be interest in Green Deal among non-domestic landlords in helping them to achieve their legal 

requirements for energy efficiency improvements of the worst performing properties.  

 Appetite for Green Deal amongst large commercial building landlords may be limited. 

Larger commercial building landlords (who manage around half of the commercial building 

stock by floor area) typically consider energy efficiency improvements as part of major 

refurbishment programmes. These tend to be undertaken periodically and driven primarily by 

obligations under the Building Regulations. Most larger landlords are typically aware of the 

impending requirement to improve F and G rated properties by 2018, and will be already 

considering plans for compliance. Therefore they may be more likely to wrap energy efficiency 

improvements into existing refurbishment budgets, rather than seeking separate finance under 

Green Deal.  

 Smaller private building landlords are more likely to be interested in Green Deal. Around 

half the commercial building stock floor area is owned and managed by smaller landlords (who 

make up the vast majority of commercial landlords by number). They are less likely to be 

aware of the 2018 requirement, or of Green Deal, and are more likely to be interested in Green 

Deal as a financing route for required efficiency improvements.  

 Assessment will be more complex than for domestic stock, requiring skilled assessors. 

Non-domestic buildings are typically more varied than domestic properties, so the assessment 

method needs to be more complex in order to provide appropriate recommendations for the 

property. The assessment method for non-domestic buildings will build upon the existing 

SBEM methodology39 for producing Energy Performance Certificates for non-dwellings, but will 

also allow the actual use of the building to be captured as part of the assessment, with results 

correlated to actual energy meter readings. This is important as SBEM often under predicts 

actual energy use in non-domestic buildings by a factor of several times, due to occupant 

behaviour and poor building energy management. However, attributing gas and electricity 

consumption to particular end uses (such as heating, hot water and individual appliances) is a 

skilled job, underlining the importance of good quality assessors to ensure recommendations 

are appropriate and achievable.  

 Since many non-domestic buildings are highly wasteful of energy through poor energy 

management and occupant behaviour, Green Deal may not ‘fix all the problems’. For 

some building owners, Green deal will act as a catalyst to both invest in fabric and service 

efficiency improvements, and improve energy management to realise significant savings. For 

others, they may invest but continue to manage energy poorly. For these buildings, energy 

bills may increase under Green Deal, and potential carbon reductions will not be realised. This 

underlines the importance of addressing occupant behaviour and tackling the ‘no cost low cost’ 

options first. There is little point in signing up to a major package of Green Deal if what needs 

to be fixed first is a broken thermostat.  

8.2 Recommendations  

 Use skilled assessors for non-domestic stock, and link to a local campaign to improve 

occupant behaviour and energy management. This will be most likely to achieve significant 

carbon reductions in practice.  

                                                
39

 Simplified Building Energy Model.  
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 Use the legal obligation on landlords to improve F and G rated properties by 2018 as a 

‘hook’ for local promotion of Green Deal. A focus on this regulatory driver means that the 

Council can raise awareness of Green Deal without being prescriptive of it as preferred 

financing route. This allows time to see how Green Deal in the non-domestic sector (currently 

less well developed that domestic Green Deal) settles down.   

 Market the Green Deal to tenants as well as landlords. Under the Green Deal, either the 

landlord or the tenant can take out the Green Deal, so long as they both give consent. There 

are many small businesses occupying cold, uncomfortable and inefficient premises, which 

would benefit from improvements, and could be motivated to promote this to their landlord if it 

added no extra cost to their bills. Making tenants aware of the opportunities, particular those in 

F and G rated properties which their landlords will be legally obliged to improve, would provide 

a good focus of a local marketing campaign.  

 Consider the opportunities for Green Deal in Council owned property as part of a 

strategic approach to property asset management and refurbishment. It may be that 

Green Deal offers valuable finance for much needed improvements. Alternatively, financing 

these measures internally could yield valuable returns which keep profits local.  
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9. Different Models for Green Deal Delivery  

This section now considers the options available for structuring the overall delivery of Green Deal 

within B&NES.  

9.1 Overview  

There are three broad approaches that B&NES Council could take towards Green Deal delivery in the 

local area. These are based on the roles outlined by Government for local authorities in Green Deal. 

The three approaches are as follows:  

 Promoter – B&NES Council could work with other local organisations to act as advocates of 

the Green Deal locally, but otherwise leave it to the market to deliver. However this risks low 

customer uptake as well as low community benefits in terms of impact on fuel poverty and the 

local economy.  

 Delivery Partnership – B&NES Council could choose a more proactive role in the market 

whereby it selects one or a number of Green Deal Providers (GDPs) to deliver Green Deal in 

the local area. The Council forms a wider partnership to play an active role in promotion, 

rewarded by referral fees paid by the GDP. Conditions could be specified for the GDP to help 

maximise local benefits (such as % of local businesses used in delivery, etc.).   

 Provider – A local organisation could become the Green Deal Provider, taking responsibility 

for local delivery of Green Deal in its entirety. The potential benefits are higher under this 

approach as it allows fuller control over local delivery and ensures profits can be captured and 

reinvested at the local level. Variants could include establishing a joint venture with a Green 

Deal Provider or forming a social enterprise. However the resource requirement and level of 

risk is also increased under this model.  

These options are now discussed in more detail with illustrations of how they could work, in the 

context of a desire for a community led approach to Green Deal which maximises positive impact on 

carbon emissions, fuel poverty, and the local economy and creates a clear role for communities and 

community enterprise.  

9.2 Promoter Role  

Under this approach B&NES Council, potentially in partnership with other organisations in the 

community, would undertake to promote the Green Deal locally. There would be no local brand or 

specific local Green Deal offering. It would be left to the market to deliver Green Deal, with GDPs 

(most likely the major national players) relying solely on their standard promotional routes (such as 

direct mail, door to door or in-store advertising) to market the Green Deal to customers in the local 

area.  

Since GDPs would not necessarily have local knowledge, partnerships or trusted delivery routes in the 

local area, customer take up would be expected to be lower than in other models. There is a risk that 

GDPs would simply ‘cherry pick’ the most financially advantageous customers and packages of work, 

bypassing homes in fuel poverty or those requiring more complex interventions with longer paybacks.  

Local activity could support local businesses to adapt their services for the growing market in retrofit, 

but there would be no guarantee of work for local businesses as Green Deal providers may prefer to 
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deliver via their own supply chains. This is likely to result in labour potentially being drawn from 

outside the area, displacing jobs from local SMEs. It also has potential to raise costs to consumers as 

installations (such as heating systems) by large organisations often tend to cost more than SMEs.  

The primary advantage of this route however is that it carries lower reputational risk of things being 

perceived to ‘go wrong’ with the Green Deal locally.  

An illustration of what the ‘Promoter’ role could look like for B&NES is shown in Figure 9:1.  

 

Figure 9:1  ‘Promoter’ Delivery Model  

Risks and Rewards for ‘Promoter’ model in B&NES  
 

Rewards  Low reputational risk for Council & partners (i.e. of inferior quality 
installations under Green Deal). 

 Opportunity to watch the market evolve and take decisions later.  

 Low resources required. 
 

Risks  No ‘local leadership’. 

 National GDPs ‘cherry pick’ most profitable projects. 

 Minimal impact on fuel poverty. 

 Local jobs in SMEs displaced or lost.  

 Potential higher costs to consumer as little / no role for SMEs.  

 Low customer take-up, resulting in low carbon savings.  

 National GDPs have little knowledge of heritage status of buildings 
and appropriate methods of retrofit. 

 Lost opportunities for good local advice & signposting.  

 Duplication of marketing effort as many GDPs compete for the same 
customers.  

 Reputational risk from not taking sufficient action (to ensure Green 
Deal works at the local level). 

Table 9:1  Risks and Rewards under ‘Promoter’ Model 
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The risks and potential rewards of adopting this ‘Promoter’ approach are summarised in Table 9:1. 

The potential impacts of this approach on the four key objectives that B&NES Council has established 

for the Green Deal are summarised in Table 9:2.  

Impact on Key Objectives of ‘Promoter’ model in B&NES  
 

Customer uptake  Low customer uptake as GDPs rely on national advertising routes 
only with no direct support from a local delivery partnership.  
 

Fuel poverty  Low impact on fuel poverty as ECO funding not maximised and GDPs 
cherry pick only most profitable projects.  
 

Local economy   Low opportunities for local businesses to deliver as GDPs likely to 
rely on in-house supply chains.  

 Local business activity limited to direct contact with national GDPs or 
in wider retrofit market.  
 

Role for 
community 

 Role for communities mainly limited to promotion of general Green 
Deal concept and wider retrofit agenda.  

 No direct local value streams generated by Green Deal.  
 

Table 9:2  Impact of ‘Promoter’ Model on Key Objectives 

In summary this option, although low in reputational risk, carries a high risk of non-delivery of core 

objectives. In this sense it does not rate strongly as a ‘leadership approach’ to Green Deal, and is 

likely to result in relatively low local benefits.  

9.3 Delivery Partnership Role  

Under this approach, B&NES Council would select one or a number of Green Deal Providers which 

would operate under a local B&NES Green Deal brand. The procurement framework for the GDP 

would include key performance criteria aimed at maximising local benefits, which might include some 

or all of the following:  

 that certain aspects of the delivery chain (assessment, installation) be delivered by local 

businesses, community enterprise, and Curo’s direct labour organisation (DLO);  

 that some aspects of delivery (such as assessment) adhere to certain local standards, to be 

defined by B&NES and others in the community;  

 that a minimum number of fuel poor households would be supported each year, and/or a 

minimum level of ECO subsidy secured;  

 that some minimum level of handholding and aftercare be included within delivery – or that the 

delivery process is flexible enough to accommodate the inclusion of these services by others 

in the wider community partnership;  

 that some portion of the finance should be provided by local sources, such as from the 

community via a local share issue (for instance through Bath & West Community Energy). 

B&NES Council would use its influence and networks to establish an ‘LA-Community Partnership’ 

which would oversee delivery by the Green Deal Provider and also co-ordinate activity to stimulate 

Green Deal uptake, generating customer leads which are passed on to the Green Deal Provider(s) in 
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return for referral fees. The income from these referral fees could be ring fenced and used to support 

further promotional activity within the partnership. 

In this way B&NES Council and its wider partnership would act as a ‘producer’ of customer leads, 

through activities such as marketing (local brand establishment, marketing campaign, PR), promotion 

via local community networks, integration with other local services (such as health and social care), 

and potentially a local assessment service. Curo could contribute its own housing stock and a similar 

level of marketing and promotion in the social housing sector. Together this activity would be sufficient 

to substantially boost uptake rates and ensure a ready market for the GDP.  

A version of how this ‘Delivery Partnership’ model could work in B&NES is illustrated in the diagram 

below. It shows a version of the model whereby the Green Deal Providers agree to allow maximum 

use of local assessors and installers. This would be subject to negotiation during the procurement 

process.  

 

Figure 9:2  ‘Delivery Partnership’ Model 

The risks and potential rewards of adopting this ‘Delivery Partnership’ approach are summarised in 

Table 9:3. The potential impacts of this approach of the four key objectives that B&NES Council has 

established for the Green Deal are summarised in Table 9:4.  

In summary this option presents a more proactive role than ‘Promotion only’ which is well suited to the 

current desire for local action and leadership on Green Deal while minimising risk and the need for 

significant investment in the short term. Depending on how it is implemented it offers a good potential 

for maximising uptake, minimising fuel poverty and strengthening the local economy, with a potentially 

strong role for communities and community enterprise.  
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Risks and Rewards for ‘Delivery Partnership’ model in B&NES  
 

Rewards  Opportunity to influence delivery of Green Deal to maximise 
community benefits. 

 Generates local income stream that can fund promotion activity.  

 Offers an opportunity to test the market and learn lessons ahead of 
an existing / new local organisation potentially becoming a GDP. 

 Allows two-way exchange of information so that GDP partner is fully 
appraised of heritage and planning needs. 

 Low (or possibly no) requirement for local investment (depending on 
outcome of Green Deal Finance Company). 
 

Risks  Procurement process not able to deliver community benefits (i.e. risk 
of too many ‘hoops’ and insufficient local value, meaning that GDPs 
are unwilling to agree to some / all local conditions). 

 Community partnership unable to generate sufficient customer 
uptake, such that marketing costs are not covered by referral fees. 

 A need for roles to be clearly defined to the consumer in the case of 
quality control issues.  

 A need for strong rights to projects under the referral fee model. 

 Reputational risk to council & partnership if GDP does a bad job.  
 

Table 9:3  Risks and Rewards under ‘Delivery Partnership’ Model 

Impact on Key Objectives of ‘Delivery Partnership’ model in B&NES  
 

Customer uptake  Potential for high customer uptake due to local control over marketing 
and promotion. 

 Potential to engage wide range of local community stakeholders in 
promotional activity, with funding received via referral fees. 

 Partnership approach with a GDP allows special packages to be 
developed e.g. for heritage buildings.  
 

Fuel poverty  Potentially high impact due to local control over marketing and 
promotion, with funding generated via referral fees. 

 Partnering arrangement with GDPs means performance criteria can 
be stipulated in relation to ECO funding and fuel poor households. 
 

Local economy   Depends on GDPs willingness to use local assessors and installers. 
 

Role for 
community 

 Potentially strong role for communities and community enterprise. 

 Service provision by community stakeholders could be rewarded 
through referral fees.  
 

Table 9:4  Impact of ‘Delivery Partnership’ Model on Key Objectives 

9.4 Provider Role  

In the Provider role, B&NES Council, or another local organisation (e.g. Curo, Bath & West 

Community Energy, or a new organisation), would become the Green Deal Provider. This organisation 

would deliver Green Deal locally in such a way as to maximise local benefits, such as using local 
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business for assessment and installation, targeting homes in fuel poverty, and providing appropriate 

advice and aftercare to maximise lasting carbon emissions reductions. It would be capable of 

achieving all the criteria outlined in the section above (to the extent that they are financially viable), 

because all aspects would lie within its control. Other organisations in the wider community 

partnership would support the local Green Deal Provider and help to promote its local offering, as this 

would be seen to be ensuring local benefits.  

Becoming a Green Deal Provider involves a number of responsibilities, some of which carry risks and 

entail activity not necessarily linked to an existing organisation’s core business. There are also risks 

involved with entering a new market at such an early stage while there are still a number of policy and 

market unknowns. Currently it does not appear likely that B&NES Council, Curo, Bath & West 

Community Energy or another local organisation will be likely to want to take on this role in the 

immediate instance.  

However, a new organisation could be established – or an existing one expanded – to become a 

Green Deal Provider. Establishing such an organisation on a social enterprise basis would be highly 

consistent with the desire for a community led approach to Green Deal. The community basis and not-

for-profit nature of this organisation would be key to gaining and maintaining public trust, and 

delivering high levels of customer uptake through local profile and word of mouth recommendations. 

An example of an area-based not-for-profit approach to Green Deal delivery by a charity, Severn Wye 

Energy Agency, is given in the Box below.  

 

Figure 9:3  ‘Provider’ Model 

The income for such an organisation would comprise Green Deal Charge repayments as well as 

potentially assessment fees (if a charge was made) and installer fees. Combining Feed in Tariff and 

Renewable Heat Incentive projects to households and businesses would maximise potential revenue 
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as part of an integrated retrofit package. The costs of the organisation would include costs of finance 

as well as operational costs such as marketing & promotion, running a phone line for advice and 

enquiries, assessment and advice (to the extent this wasn’t charged for), contractor management, 

customer support, handling complaints, ECO brokerage, IT systems to capture GD repayments, as 

well as general office management and the set up and ongoing costs associated with being a Green 

Deal Provider. Due to the complexity and scale of costs involved, the best option is probably a 

partnership joint venture between a number of organisations, or with an existing Green Deal Provider.  

By starting with a Delivery Partnership approach, B&NES and its wider partnership could move 

towards this model of local Green Deal Provider delivery over time. Lessons could be learned and a 

business case developed based on feedback and experience gained from involvement in a more 

limited way via a Green Deal Partnering arrangement.  A diagram of what a ‘Provider’ role could look 

like locally is shown in Figure 9:3. Finance is dealt with in Section 11. The risks and potential rewards 

of adopting this ‘Provider’ approach are summarised in Table 9:5.  

Risks and Rewards for ‘Provider’ model in B&NES  
 

Rewards  Maximum ‘local leadership’ and control over community benefits.  

 This approach will allow for the most input in terms of strategic 
planning for an area. Links with health and wellbeing and other 
agencies can be maximised.  
 

Risks  High development costs. 

 Highest risk of all options as responsible for consumer credit act, 
resolving complaints, technical failure, customer default, etc.  

 Long lead in time which may mean other providers are already 
established. 

 High costs compared to other national GDPs may mean higher costs 
for residents.  

 Reputational risk if non-delivery or things go wrong. 
 

Table 9:5  Risks and Rewards under ‘Provider’ Model 

The potential impacts of this approach of the four key objectives that B&NES Council has established 

for the Green Deal are summarised in Table 9:6.  

Impact on Key Objectives of ‘Provider’ model in B&NES  
 

Customer uptake  High uptake due to high level of control over delivery and local 
benefits. A social enterprise model would be particularly well placed 
to maximise uptake.  
 

Fuel poverty  High impact as maximum level of control over local delivery.  
 

Local economy   High impact as can ensure local businesses are used for delivery.  
 

Role for 
community 

 Strong role for community, particularly if social enterprise model used. 

Table 9:6  Impact of ‘Provider’ model on Key Objectives 
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In summary this model has the highest certainty of Green Deal outcomes and customer uptake, but 

also requires the highest levels of resource and carries the most risk for the public sector (and delivery 

organisation). Given the absence of a single organisation willing to take the lead at the present time, 

this model is best suited to a medium term solution that can be worked towards by starting with a 

‘Delivery Partnership’ model and developing capacity, skills and experience sufficient to grow into a 

Provider model in a few years’ time when the market is more established.  

Case Study: Severn Wye Energy Agency’s ‘Green Deal Plus’  

Severn Wye Energy Agency, a non-profit company and registered educational charity based in 

Gloucestershire and Wales, intends to establish a Green Deal Provider service as part of a non-profit 

local partnership approach with local authorities at its core, to serve the sub-regional area. 

The service is described as ‘Green Deal Plus’, in that it will offer an integrated approach offering 

assessment and advice, all relevant products and measures, a range of financial products, 

management of contractors, and support for the whole customer journey. So far four local authorities 

(Stroud District, Forest of Dean District, Wiltshire and South Gloucestershire) are involved, building on 

partnerships developed over time through a number of energy related projects.   

Severn Wye has a long track record of offering energy projects and advice in the local area, including 

operating the regional energy advice service and local CERT funding delivery scheme for 

Gloucestershire (‘Warm and Well’ which has reached over 35,000 households). In addition it managed 

the innovative Target 2050 Homes approach to low carbon retrofit and one of the UK’s five ‘Pay As 

You Save’ pilot projects for Stroud District Council in 2011, as well as leading the development and 

achievement of Local Area Agreement (2007-11) stretch targets for Gloucestershire in energy 

efficiency and renewable energy installations. This experience puts it in a good position to offer Green 

Deal as part of a wider package of local retrofit project activity based on good local relationships, track 

record and trust.  

The Green Deal offer will form part of a wider approach encapsulated in the ‘Countdown to Low 

Carbon Homes ’ project, which  aims to test an integrated approach to retrofit using a ‘retrofit 

guarantee fund’, and a linked programme of action research with home owners and installers. 

Marketing will target the ‘pioneers’, ‘early adopters’ and ‘early majority’, starting small and building as 

the market grows. Assessment will be offered using the whole-house retrofit assessment approach 

developed during their ‘Target 2050’ retrofit work. Local installers will be drawn from Severn Wye’s 

retrofit Installer Network, which provides a free service to both local businesses and consumers and 

currently has over 100 members. The Network provides an opportunity for installers to talk to other 

similar businesses and share experiences via regular meetings, receive information and updates, and 

provide customers with information on appropriate local installers via their website.  

Finance is expected to come via the Green Deal Finance Company (for Green Deal projects), the 

Retrofit Guarantee Fund (for non-Green Deal projects) as well as a range of other sources. ECO 

funding will be secured building on their previous experience of CERT partnering via the 

Gloucestershire ‘Warm and Well’ scheme. A key component of SWEA’s approach is to combine a 

range of finance sources for retrofit projects, including for projects which may not be capable of 

satisfying the Green Deal’s ‘Golden Rule’. In this way they should be able to cater for a wider range of 

customers and circumstances, maximising retrofit activity and resulting carbon savings.  
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9.5 Collaboration with Other Local Authorities  

An alternative to adopting a ‘Delivery Partnership’ or ‘Provider’ role in the B&NES area would be to 

pursue a variant of these approaches at a sub-regional level such as with West of England or other 

neighbouring local authorities. Either the ‘Delivery Partnership’ or ‘Provider’ model could be developed 

in partnership with one or a number of local authorities.  

One option for such a collaborative approach might be for B&NES (and potentially other authorities) to 

join the procurement framework for Green Deal Providers expected to be established by Bristol City 

Council as part of their Energy Service Company’s delivery strategy for Green Deal (See Section3.6). 

Bristol City Council’s current expectation is that a procurement framework would be developed for 2 or 

3 Green Deal Providers, which other West of England local authorities could potentially join for a fee. 

It would be important to ensure that this framework would provide sufficient flexibility that locally 

specific branding and key performance indicators could be established to meet local needs.  

Another option is that another local authority, registered housing provider, social enterprise or other 

organisation in the sub-region or beyond might emerge as a Green Deal Provider which could be 

procured and used as the delivery partner in B&NES. For instance, Registered Housing Provider 

Alliance Homes, based in North Somerset, is currently leading a consortium of RPs across the South 

West to become Green Deal Providers focusing initially on their own housing stock. The long term 

vision however allows for extending activity to the private sector.  

The market for Green Deal is moving very fast at present and new entrants are likely to emerge over 

the next 6-12 months which could create new and interesting possibilities for B&NES to establish 

wider sub-regional partnerships.  

The primary advantage of a collaborative approach to a delivery model for Green Deal would be to 

share resources to achieve economies of scale (for instance through procurement, brand 

establishment or organisational efficiencies in the ‘Provider’ role). If a Green Deal Provider was being 

procured for instance, the additional scale brought by two or more local authorities acting together 

area might lend additional bargaining power during negotiations with a GDP.   

Risks and Rewards for a Collaborative Approach  
 

Rewards  Potential economies of scale through joint procurement and delivery 
with other local authorities.   

 Greater bargaining power with a Green Deal Provider as a result of 
larger combined local market.  

 Opportunity in a ‘Delivery Partnership’ model to partner with any 
Green Deal Provider which might emerge as a result of local authority 
or Registered Provider activity in the region.  
 

Risks  Local authority political priorities may not be well aligned.  

 Joint procurement could result in complexity which could add to costs. 

 If local differentiation not possible, large scale, sub-regional focus 
could conflict with aim of building local identity and trust to maximise 
uptake.  
 

Table 9:7  Risks and Rewards under Collaborative Approach 
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However, the potential disadvantages of joint procurement with other local authorities include the 

extent to which political priorities and procurement processes would be aligned. In practice the 

additional procurement complexity of two or more local authorities partnering with a single GDP might 

add to costs. The importance of local presence and identity in establishing a trusted brand capable of 

achieving high levels of customer uptake raises questions as to how this could be resolved at a sub-

regional scale. One option could be to allow different local authorities to access the procurement 

framework on the basis of certain locally differentiated key performance indicators, using their own 

locally-specific Green Deal brands.  

The potential impacts of taking a collaborative approach to Green Deal delivery on the four key 

objectives are summarised below.  

Impact on Key Objectives of Collaborative Approach  
 

Customer uptake  Uncertain - while economies of scale with a regional brand could 
reduce costs, if local differentiation is not possible then a reduced 
sense of local control and identity may affect degree of local buy-in 
and consequently impact on customer uptake.  
 

Fuel poverty  Potentially a sub-regional approach could deliver better deals on ECO 
funding and economies of scale, as well as synergies in health care.  
 

Local economy   Uncertain – in a sub-regional partnership to what extent might 
B&NES businesses lose out to other stronger economic areas?   
 

Role for 
community 

 Uncertain – would other local authorities place equal value on the 
importance of community groups and community enterprise?  

 Depending on delivery structure, communities could have a reduced 
role compared to a more localised delivery model.  
 

Table 9:8  Impacts of Collaborative Approach on Key Objectives 

In addition to procurement of a Green Deal Provider, there are a number of other aspects of Green 

Deal delivery which lend themselves to a collaborative approach. These include the following areas:  

 Affordable Warmth Service – delivery of such a service across a number of local authorities 

could provide efficiency through economies of scale (see Section 5.2 and 10.8).  

 Marketing strategy – knowledge and experience could be shared on approaches to 

marketing and the development of targeted messages to discrete customer groups. 

 Exemplar schemes – sharing of resources and experience to support open homes schemes 

like Bristol Green Doors and Bath Green Homes, in order to reach out to more communities. 

 Training of agency staff – collaboration on appropriate training for Green Deal promotion and 

appropriate integration of energy advice into other front line support, where agency boundaries 

allow. 

 Performance monitoring and review – sharing of feedback and experience from technical 

performance monitoring of retrofit schemes across the West of England.       

It may be that co-ordination, sharing of knowledge and joint procurement of discrete areas of activity 

could be the most effective means of a collaborative approach to Green Deal.   
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9.6 Conclusions  

Stage I of this project focused on outlining the range of models that B&NES and its local partners 

could adopt in relation to Green Deal. Following completion of this Stage I review and Interim Options 

Report, the Steering Group for the projected selected the ‘Delivery Partnership’ model as the 

preferred approach, on the basis of its potential fit with current local capacity and potential to deliver 

against the four key objectives. The ‘Delivery Partnership’ model thus became the focus for further 

work and refinement during Stage II.  
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10. The Delivery Partnership Model 

10.1 The Delivery Partnership Model  

The diagram presented below represents the recommended approach to the Delivery Partnership 

model that has been developed during Stage II of this project, following work with the Steering Group 

and other local stakeholders, as well as market testing with a number of potential Green Deal 

Providers.  

 

Figure 10:1: Delivery Partnership Model  

In this version of the Delivery Partnership model, the ‘LA-Community Partnership’ engages key local 

stakeholders in order to oversee procurement and delivery by the GDP(s) and co-ordinate local 

activity to stimulate Green Deal uptake. It generates customer leads which are passed on to the 

Green Deal Provider(s) in return for referral fees. The income from these referral fees is ring fenced 

and potentially combined with other sources to support further promotional activity by the LA-

Community Partnership. An Affordable Warmth Service is established in parallel to provide enhanced 

funding and customer support for certain eligible households, funded primarily through the ECO 

Affordable Warmth Obligation. A local assessment service and local SME procurement hub could be 

established in order to maximise local economic and community benefits and to help drive local 

customer uptake. In the longer term the LA-Community Partnership could expand its role, potentially 

developing into a local Green Deal Provider. Equally the Delivery Partnership model provides flexibility 

to revert to a ‘promotion only’ role at a later date.   

The key benefits of this approach are summarised in Table 9:1 below.   
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Recommended Delivery Partnership Model  
 

Pros   Strong alignment with original objectives.  

 Revenue streams can support local activity.  

 High level of LA and community control.  

 Integration with local programmes.  

 Uses local installers.  

 Could support an independent community assessment service.  

 Lower political/reputational risk because doing more.  

 Likely to deliver higher customer uptake than more ‘hands-off’ Delivery 
Partnership model.  

Cons   Higher set-up costs (compared to a more ‘hands-off’ Delivery Partnership 
model).  

 Potential lack of capacity to deliver.  

 Financial risk (that activity is not covered by referral fees).  

Level of 
control  

High. Can stipulate KPIs for GDP. Can engage wide range of organisations in 
promotional activity, funded through revenue streams. 

Resource 
requirement  

Depends on variant, but medium compared to either ‘promoter’ or ‘provider’ model. 
Requires resource of central co-ordination.  

Outcomes  Customer uptake – potential to be highest of all options; fuel poverty – high if 
Affordable Warmth Service included; local economy – high; community role – high.   

Table 10:1  Pros and Cons of Preferred Delivery Partnership Model  

There are a number of possible variants on this Delivery Partnership model:  

a) LA-Community Partnership: can be represented by a Steering Group (with referral fee funds 

managed within the council), or a more formal structure such as a Community Interest 

Company (with funds managed independently by stakeholder directors). 

b) Assessment: can be managed and delivered via the Green Deal Provider, or via a local 

assessment service (for instance using community organisations). 

c) SME installers: procurement can be managed by the Green Deal Provider, or via a local 

procurement hub with council (and other stakeholder) support.  

d) Affordable Warmth Service: can be delivered by the Green Deal Provider(s), or by a 

separate organisation, perhaps with fuel poverty expertise or local knowledge.  

e) Registered Provider stock: registered housing stock could be included or excluded from the 

model.  

The remainder of this chapter looks at how the different components of the model could work and the 

issues relevant to taking different approaches.  

10.2 Green Deal Provider Partner(s) 

The Delivery Partnership model has been tested during Stage II with a number of potential Green 

Deal Providers. These included one retailer, one social housing contractor, one energy efficiency 

programme managing agent, and one co-operative based GDP with a strong community focus. The 

feedback from market testing suggests that the Delivery Partnership model outlined above has 

potential to be viable and attractive to Green Deal Providers.  

Key themes emerging from this market testing included:  
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 There a currently wide range of business models being developed by GDPs. Some are aiming 

at all market segments while others are seeking to focus on a market niche (such as social 

housing, or early-adopter owner occupiers). Each different GDP will bring different strengths. 

 Approaches to marketing and promotion differ, with some preferring to lead on this in-house 

via a central campaign, with others preferring community groups and other local stakeholders 

to take the lead. However, all the GDPs interviewed were prepared to offer referral fees to 

reward marketing and promotional activity at the local level. 

 While most GDPs are typically planning to have their own in-house supply chain (either via 

employees or sub-contractors on a framework contract), all those interviewed were prepared 

to use some level of local SMEs for both assessment and installation (in the range 50-100%). 

 All GDPs interviewed would prefer to be the sole GDP acting in an area, but all were prepared 

to be part of a panel.  

 B&NES is not too small a district for the GDPs who were interviewed to want to partner with – 

even as part of a panel.  

 All the GDPs interviewed wanted to be involved from the start of a scheme to help shape the 

programme.  

The wide range of approaches being developed by Green Deal Providers suggests a case for 

combining a number of GDPs with different strengths on a panel framework. A panel of Green Deal 

Providers could also minimise risk of any one of them under delivering, and encourage quality of 

delivery by introducing an element of competition. Having a list of ‘approved’ GDPs rather than one 

single ‘recommended’ GDP might also be a way for B&NES to reduce reputational risk.  

However, the market testing suggests that the disadvantage of a panel approach is that GDPs are 

likely to be less willing to make local concessions if they are required to share the market with their 

competitors (especially in a relatively small geographic area, such as B&NES). The security of being a 

single preferred GDP partner would give a GDP more confidence to invest in an area (for instance in a 

retrofitted showhome office). By contrast, one GDP suggested if they were part of a panel any local 

office ‘would be more likely to be a portacabin’. This view illustrates the sort of trade-off implicit within 

the decision to appoint a single or multiple GDPs in an area.  

The key to a successful partnership, whether with a single or with multiple GDPs, will be to allow 

sufficient flexibility in the procurement framework to enable GDPs to play to their strengths, and bring 

some degree of creativity to the process, whilst still ensuring that key local performance criteria are 

satisfied.  

10.3 LA-Community Partnership  

The LA-Community Partnership is the key platform for local engagement, collaboration and joint 

promotion of Green Deal. As described above it could be structured in different ways. 

1. Steering Group: The simplest approach is to constitute the LA-Community Partnership as a 

Steering Group, which acts both as an oversight body for the procurement and performance of 

the GDP(s), and as a co-ordinating platform for joining up local efforts to market and promote 

Green Deal in order to generate customer leads. In this case the income from referral fees as 

a result of customer leads generated would be paid by the Green Deal Provider to the local 

authority who would have ultimate control over how and where this income was used.  
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2. Community Interest Company: An alternative approach which provides a stronger basis for 

local ownership and control would be to constitute the LA-Community Partnership through a 

more formal structure such as a Community Interest Company (CIC). The CIC would provide a 

holding vehicle for receipt of referral fee income, with directors including the local authority and 

key organisations within the LA-Community Partnership able to take joint decisions on issues 

such as the allocation of funds.  

The pros and cons of these different approaches are summarised below.  

Structure of LA-
Community 
Partnership  

Steering Group approach  Community Interest Company 
approach  

Pros  Simple to establish and 
administer.  

 Membership can be wide and 
flexible.  

 Depending on how established 
and degree of transparency over 
referral fee income, could provide 
some of benefits of CIC at 
reduced cost.   

 Maximum potential for local 
control and engagement.  

 Formalised local control over 
allocation of referral fees 
(through directors’ votes).  

 Provides flexibility for other 
funds (e.g. grants, sponsorship).  

 ‘Not for profit’ status and ‘asset 
lock’ provide good basis for 
trusted face of GD promotion.  

 Could be established simply at 
first with seconded staff.  

 Over time could expand into a 
local ‘Provider’ model.  

  

Cons   Reduced local control as no 
formal decision making power for 
local stakeholders.  

 Uncertain route for local 
stakeholders to receive financial 
reward for promotional activity.  

 Risk of lower degree of local 
engagement as a result of above 
(resulting in reduced uptake).  

 Greater resource required for 
set-up and operation.  

 Greater complexity.  
 LA has to share control with 

other stakeholders.  
 

Table 10:2  Different Approaches to LA-Community Partnership Structure  

10.3.1 Steering Group Approach  

In this approach a local Green Deal Steering Group or Oversight Body would be established to help 

co-ordinate the delivery of a local retrofit programme. This would suit an arrangement with a Green 

Deal Provider who wanted to take a more proactive role with local marketing and promotion, or a local 

authority that did not have capacity to resource the establishment of a CIC. This Steering Group, with 

representation from the local authority and wider community stakeholders, could oversee procurement 

of the Green Deal Provider, and subsequently performance of the GDP according to key performance 

indicators. It would provide a platform for the co-ordination of local efforts for scheme promotion.  

However the primary disadvantages are the reduced level of local ownership and control compared to 

the CIC approach, together with reduced flexibility to leverage funds from elsewhere.  
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10.3.2 Community Interest Company Approach  

As outlined in Table 10:2 above, a Community Interest Company could be a powerful model for 

ensuring maximum community benefit, control and public trust in a way that is consistent with the 

objectives of a community-led approach to Green Deal. It could also serve as the public facing, not-

for-profit ‘front end’ of Green Deal and retrofit delivery in the local area. Established with initial support 

from the local authority, it could act as holding vehicle for community benefit in the form of income 

from referral fees from GDPs. Initially it could be established on a ‘light touch’ basis, with staff simply 

seconded in from elsewhere. Over time it could become a self-sustaining business unit on a not-for-

profit, social enterprise basis. Potentially it could expand to take on a Green Deal Provider role in the 

longer term.  

The CIC approach offers greater transparency and local control over allocation of funds from referral 

fees, enabling local decision making on a partnership basis in order to maximise community benefit 

and ensure further take-up. The ‘asset lock’ inherent in the CIC constitution would give confidence 

that funds would be retained for related use by the community for retrofit related purposes. The board 

would be selected to reflect key local partner organisations and interests. Section 4 emphasises the 

critical need for trust in local delivery to ensure high levels of customer uptake, and the CIC approach 

brings a number of features which support this. 

The CIC structure also gives flexibility to combine income from a wide range of sources, such as 

Government grants for Green Deal community action, charitable trust grant funding, local business 

sponsorship, and referral fees from other related schemes such as the Feed In Tariff and the 

Renewable Heat Incentive. Some of these funding sources (such as grant for community groups or 

sponsorship) would not be open to a local authority acting directly. These additional funding streams 

could be used to augment referral fees in order to partially or wholly fund a range of local activity to 

support Green Deal and retrofit promotional activity more generally, including programmes to support 

behaviour change or reduce fuel poverty. This is potentially a powerful model for funding and driving 

forward retrofit activity and domestic carbon reductions in the local area.  

There are a number of variants on the CIC approach: 

 CIC limited by shares or by guarantee – a CIC limited by guarantee offers equal voting 

rights to directors, irrespective of an organisation’s contribution towards start-up costs. This is 

the model adopted in the Milton Keynes Go Early pilot (below). A CIC limited by shares is an 

alternative, but since voting rights are allocated in accordance with the amount of equity 

invested, it would have the effect of diminishing the role of certain stakeholders who were less 

in a position to invest time or capital than others.  

 Industrial & Provident Society (IPS) – an IPS is an alternative structure which offers some 

advantages, including a very clear asset lock structure. However, the membership structure 

does not allow for the two tiered approach of ‘user’ (voting) members and ‘supporter’ (non-

voting) members which the CIC approach offers, meaning membership is likely to be limited to 

a smaller number of organisations.  

An example of how a similar CIC approach to Green Deal is already being taken by a pilot project in 

Milton Keynes is shown in the Case Study Box below.  
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Case Study: Milton Keynes ‘Green Deal Go Early’ Pilot 

In Milton Keynes an example of a CIC approach to Green Deal promotion is being tested by a group 

of organisations in a ‘Green Deal Go Early’ pilot project. Milton Keynes Council, Orbit Housing, the 

National Energy Foundation and the United Sustainable Energy Agency have formed a partnership to 

deliver a pilot of over 165 homes drawn from different tenure groups in the local area. These 

organisations form the founder members and directors of the ‘Building Retrofit Network’ Community 

Interest Company, limited by guarantee (giving directors equal voting rights). The membership 

structure allows non-voting ‘supporter members’ to be drawn from the wider community, such as local 

businesses, community groups and individuals.  

Low interest finance is being made available to householders via ‘Pay as you Save’ type loans which 

are designed to mimic the Green Deal. Finance is to be drawn from a number of sources, including a 

grant of £400k from the Milton Keynes Offset Fund40 which will be used to replicate ECO funding. 

Orbit Heart of England is providing £600k from its refurbishment budget as equity investment. It is 

hoped that further finance of £500k will come from social finance from the Sainsbury’s Family Trust, at 

3% interest rate over 15 years (replicating access to prudential borrowing). The blended interest rate 

charged to consumers will is therefore expected to be 3.5% (significantly lower than the 7.5% likely to 

be available through the Green Deal Finance Company).  

 

Two Green Deal Providers – Willmott Dixon and Kingfisher – will act as delivery partners, using local 

SME installers who will be co-ordinated by USEA. Selection of these partners was based on their 

commitment to use of a local supply chain. NEF will undertake assessments and provide an ‘Energy 

Ombudsman’ service to broker enquiries and deal with complaints. The pilot aims to demonstrate a 

                                                
40

 In Milton Keynes new developments which are not carbon neutral pay into an Offset Fund, with the proceeds 
invested in carbon reduction projects elsewhere in Milton Keynes.  
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community-led approach capable of driving demand, tackling building fabric improvements (e.g. solid 

wall insulation) and tackling fuel poverty – as well as (crucially in their view) keeping interest rates as 

low as possible.  

10.4 Marketing & Promotion  

The feedback from market testing shows that marketing and promotion can either be driven primarily 

by the LA-Community Partnership, or by the Green Deal Provider, or by a combination of both. The 

Green Deal Providers interviewed as part of this project demonstrated four very different approaches 

to marketing campaigns:  

1. GDP controls marketing and delivers a centralised marketing and promotion campaign.  

2. GDP works with local community groups in the area to identify ‘early adopters’ and ‘pioneers’.  

3. GDP starts with RP stock and ‘sells out’ into surrounding area using resident liaison officers.  

4. GDP uses its local retail outlets as hubs for customer advice and information.  

While a successful local campaign will involve elements of all these approaches, a key decision needs 

to be taken about where in the Delivery Partnership model the primary responsibility for driving 

marketing and promotion will sit.  

Responsibility for 
Marketing & 
Promotion 

Green Deal Provider  LA-Community Partnership  

Pros  Low LA resource requirement.  
 GDP brings experience and 

economies of scale to marketing 
mailshots. 

 Maximum opportunity to 
integrate with local services 
and networks.  

 Trusted, local voices as 
primary messengers.  

 Local control.  
 Revenue streams possible 

through referral fees.  
 Strong role for local 

organisations.  
 Higher levels of customer take-

up likely.  

Cons   Missed opportunities for joined up 
local working using local, trusted 
voices. 

 Lost opportunities for local revenue 
streams through referral fees.  

 Lack of local control. 
 Little role for local stakeholders and 

community organisations. 
 Public mis-trust ‘national’ GDP. 
 Lower customer take-up as result.  

 Development risk – i.e. that 
activity is not adequately 
supported by referral fees.  

 Potential lack of capacity.  

Table 10:3  Different Approaches to Responsibility for Marketing & Promotion  

Table 10:3 summarises the pros and cons of the GDP versus the LA-Community Partnership taking 

the lead. The table illustrates that where the LA-Community Partnership takes a leading role in 

marketing and promotion it has strong potential to deliver high customer up-take and maximise local 

benefits. It would use the trusted position of its partner organisations in the local community to 
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educate the public, explain how Green Deal will work, provide common information and generate 

leads through door knocking, social marketing and integration with existing networks and core 

services. It would also build on existing marketing and promotion activity carried out by Council 

services (such as the impartial Energy Efficiency Advice Line currently commissioned by B&NES 

Housing Services). An ideal approach would be where the GDP supported this activity through the 

following actions: 

 Contributing expertise and ideas to the steering group or board of the LA-Community 

Partnership.  

 Providing in-house capacity to develop and produce marketing materials, local branding, 

mailshots, etc.  

 Support local marketing and promotional campaigns through specific actions e.g. local talks, 

workshops, retrofit exemplars, etc. 

10.5 Referral Fees 

The market testing with GDPs suggested a range of approaches to referral fees between GDPs:  

 Some GDPs are looking to offer referral fees based on a % of the total value of successfully 

contracted Green Deal Plans (in this instance with 5% being typical).  

 Others have suggested paying a fixed fee for each lead delivered, with for instance:  

o £100 for each ‘cold lead’ (contact of household wanting an assessment) 

o £250-300 for each ‘warm lead’ (contact of household who has already received an 

assessment).  

In both these instances the referral fee would be expected to cover the cost incurred by the LA-

Community Partnership of identifying a customer and qualifying the lead (and possibly undertaking an 

assessment – see next Section).  

No GDPs favoured the option of providing a lump sum payment to cover local marketing promotion. 

The strong preference was for referral fees linked to customer uptake.  

What was not clear from the market testing is the extent to which referral fees would be paid for all 

leads delivered, or only for those leads which resulted in a successfully contracted Green Deal Plan. 

Different GDPs suggested different approaches to this issue. The implications for this are considered 

in Section 10.6 below.  

10.6 Assessment  

The Green Deal assessment is a key stage in the customer journey and the householder’s decision 

whether or not to take up Green Deal or to pursue any other retrofit works. It also provides an 

opportunity to provide appropriate behavioural advice and local signposting.   

In the Delivery Partnership Model the delivery of assessments can led either by:  

 The GDP: In this approach the GDP uses either its own in-house assessors or procures a 

panel of local assessors. It co-ordinates delivery of assessments using leads it has generated 

itself or leads passed on to it by the LA-Community Partnership.  
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 A Local Assessment Service: In this approach a local assessment service is established 

(supported by the LA-Community Partnership) which involves a range of local organisations 

and/or individuals delivering GD assessments. It co-ordinates delivery of assessments and 

covers its costs through assessment-related referral fees from the GDP.  

Table 10:4 summarises the pros and cons of each approach. The remainder of this section examines 

some of the key issues in more detail.  

Assessments Led by Green Deal Provider  Led by Local Assessment Service   

Pros  Assessment and technical 
‘survey’41 can be combined, 
bringing economies of scale and 
potentially reducing costs to 
customer.  

 Simple and low capacity 
requirement for the LA-Community 
Partnership.  

 Local organisations can be used to 
give advice.  

 Greater potential for assessments to 
be seen by customer as ‘impartial’.   

 Creates an additional revenue 
stream for local organisations 
including community enterprise.  

Cons   Public mis-trust GDP to undertake 
assessment, seeing it as not truly 
‘impartial’.   

 Requires local capacity to co-
ordinate service.  

 Likely to require a separate ‘survey’ 
by GDP, potentially adding to 
consumer costs.  

 Impartiality compromised if there is 
pressure to sign customer up in 
order to obtain a referral fee.  

Table 10:4  Different Approaches to Assessment  

10.6.1 A Local Assessment Service  

The table above shows how a local assessment service has potential to drive customer uptake 

through use of locally recognised and trusted organisations, as well as through its (perceived and 

actual) degree of separation from the Green Deal Provider. A local assessment service could 

potentially create a role for community facing energy, environmental and heritage organisations in the 

district, as well as local independent Green Deal assessors. In practice the local authority either co-

ordinate the service itself, let a contract for management of the service, or (if it were constituted as a 

CIC) deliver it directly through the LA-Community Partnership. 

The market testing suggested that there are different approaches to assessment being considered by 

GDPs. Some are keen to retain a high level of control over assessments, for instance requiring all 

their assessors to attend an in-house training course to learn to deliver the GDP’s technical survey at 

the same time as assessment. Others are more flexible and some actively encourage assessments to 

undertaken by community organisations, in return for a ‘warm lead’ referral fee (see Section 10.5 on 

Referral Fees). However, this approach might require the GDP to undertake a separate technical 

survey to quote for works, which could potentially add to costs for customers.  

                                                
41

 The survey is where bespoke installation costs are accurately quoted for by the Green Deal Provider. While 
the Green Deal Assessment will provide generic costs of measures, each Green Deal Provider will want 
certainty that their contractors can deliver the measure for the quoted price before they sign a Green Deal Plan 
with the customer. Costs for more complex measures, like solid wall insulation, may vary between GDPs. Where 
an assessment is carried out by a GDP’s assessor there is potential to combine the assessment and survey.  
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The risk that would need to be managed by a local assessment service would be the risk of referral 

fees not adequately covering the cost of undertaking assessments. The next section considers 

options for the charging strategy for assessments.  

10.6.2 Charging Strategy 

It is widely expected in the market place that most Green Deal Providers will offer assessments 

primarily for free, absorbing the cost into the income from successfully contracted Green Deal Plans. 

This strategy presents a risk that customers will take advantage of the opportunity to have a free 

assessment of their home, and then either decide to not proceed, or proceed using an alternative 

source of finance (such as their own savings, a mortgage extension or another Green Deal Provider 

who subsequently offers a better deal). In this case the cost of undertaking the assessment cannot be 

recovered, and must be reflected the cost to consumers elsewhere in the business model.   

It remains to be seen whether the ‘free assessment’ model can be borne sustainably by the market by 

all GDPs. In relation to a local assessment service, the key question is how GDPs will reward 

assessments that do not result in a Green Deal Plan being contracted. The market testing suggested 

mixed messages on this issue, with some Green Deal Providers stating they would pay for all 

assessments undertaken (regardless of whether or not the customer subsequently proceeded to 

contract), and others indicating their ability to pay referral fees ‘would depend on the quality of the 

lead’ (thereby leaving the door open to not paying referral fees under some circumstances).    

Sensitivity analysis undertaken as part of this project suggests that the level of referral fees indicated 

by the GDPs during market testing (see Section 10.5) would not be sufficient to cover more than a 

small percentage of ‘failed’ assessments whose costs could not be recovered through a GDP’s 

referral fee. Therefore to ensure financial sustainability of a local assessment service, one of the 

below conditions would need to be satisfied:  

1. GDP pays for all assessments: The GDP agrees to reward all assessments undertaken with 

a referral fee (sufficient to cover the cost of assessment plus some element of marketing & 

promotion), regardless of whether the customer subsequently proceeds to a Green Deal Plan 

or not; 

2. LA or another third party underwrites cost of assessments which do not proceed to 

Green Deal Plan: A third party (such as the local authority) agrees to underwrite the cost of 

assessments which do not result in a Green Deal Plan and thus do not qualify for a referral fee 

from the GDP;  

3. Local assessment service charges customers for assessments which do not proceed to 

Green Deal Plan: The local assessment service undertakes to charge customers for 

assessments in the event that they do not proceed with a Green Deal Plan (within a given 

timeframe).  

In practice there are a range of variants on the final option:  

 Charge customer with part-subsidy: The local authority or GDP could part-subsidise the 

cost of assessments where the customer does not proceed to a Green Deal Plan, in order to 

reduce the perceived risk by the customer that they might not want measures undertaking 

following the recommendations in the assessment. 
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 Charge customer up front with subsequent refund offer: The local assessment service 

could charge for all assessments up front and offer a refund if they take up a Green Deal Plan. 

However the up-front cost of assessment, in a market where other GDPs are offering 

assessments for free, could act as a significant barrier to uptake.  

Some commentators argue that the public will not be prepared to pay any level of fee for an 

assessment. Clearly the preferable option for a local assessment service would be to negotiate for the 

GDP to pay a full referral fee for all assessments delivered (Option 1 above). This may require the 

local authority to demonstrate how they believe a local assessment service would ensure genuinely 

‘warm’, high quality leads. The use of publicly recognised and trusted organisations to deliver 

assessments and ensure the maximum chance of ensuring customer uptake would be a key 

argument in this case. 

10.6.3 Ensuring Impartiality 

The rules of Green Deal require that the Green Deal Assessment be ‘impartial’, but stops short of 

requiring the assessment to be truly ‘independent’ of the GDP. Some commentators have criticised 

the Government for this aspect of the scheme and argue that ‘impartial advice’ is likely to be followed 

too closely by ‘partial’ sales tactics by GDPs, potentially in the same visit, which will make it difficult for 

the customer to make an informed decision and ensure the best deal.  

A local assessment service has the potential to de-link the process of assessment from the sales 

approach of a GDP, as the assessment would be completed in one visit, and the GDP’s quote for a 

Green Deal Plan would follow at a later date. In the eyes of the customer, this would be presented as 

two different organisations, even if they were ultimately part of the same local scheme. Where a 

number of GDPs were procured on a panel, they could either all be offered the opportunity to quote 

for a Green Deal Plan, or alternatively they might be allocated different areas of the district, or 

different tenures or housing type, meaning that only one GDP would quote to any given household.  

The advantage of only having one GDP provide a quote is that it minimises the number of visits by the 

GDP to undertake the technical survey (if required), so reducing the burden of disruption to the 

homeowner. However, the disadvantage is that the assessor would know which GDP was going to 

quote subsequently, and – to the extent that the outcome of their assessment was linked to a fee – 

might compromise their impartiality (especially in the instance where referral fee was linked to a % of 

Green Deal expenditure).   

It is difficult to see a way around this problem of impartiality, when the only sustainable route to 

financing a local assessment service is for some sort of referral fee to flow to the service from the 

Green Deal Provider. However a locally procured and managed assessment service does in theory 

have the best chance of being impartial, and (crucially) being perceived as impartial by the customer. 

It offers the opportunity for the local assessor to signpost the customer towards alternative sources of 

finance, such as their own savings, a mortgage product, or a local retrofit loan scheme. It is possible 

that a referral fee system could be established with a range of financial products, and even with local 

providers of renewable energy installations funded via the Feed In Tariff and Renewable heat 

Incentive, so reducing the assessment service’s reliance on the GDP as the only source of income.  
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10.6.4 Joined-Up Local Advice 

There are a number of opportunities with a local advice service to join up different aspects of advice 

and information for the householder in relation to reducing the energy consumption of their home.  

 Planning and listed building consent – Householders will need clear, consistent and 

accessible advice on which retrofit measures will require what level of consent in terms of 

building control approval, planning permission, and listed building consent. This information 

could be integrated into the Green Deal assessment process via a link with local planning 

services departments.  

 Support with obtaining planning and listed building consent – Potentially the assessor 

could also offer additional services, such as collating any photographs, maps and plans of the 

building which might be required for future consent processes (for measures such as external 

wall insulation), or providing ongoing support to the householder through these processes. 

This could be a chargeable service, or offered free with the costs underwritten by the local 

authority. The aim would be to streamline the customer journey and minimise what is 

otherwise a potentially significant barrier to action for the householder.  

 Specialist listed building assessors – Some local stakeholders have argued that 

assessments for listed or other historic buildings should be undertaken by specially trained 

Green Deal assessors who can advise on the materials and retrofit approaches most 

appropriate to historic buildings. The Green Deal assessor allocated to buildings which are 

listed or of more traditional construction could be required to be appropriately trained (for 

instance as a conservation architect, in addition to being an accredited Green Deal assessor).  

 Signposting to local initiatives – there is an opportunity during the assessment process to 

signpost householders towards local initiatives which the householder might benefit from. 

These include programmes linked to reducing fuel poverty (for instance through the Affordable 

Warmth Service), projects supporting behaviour and lifestyle change in relation to energy use 

and sustainability, local exemplar and open homes schemes (showcasing low energy homes), 

and local community groups and networks with an energy and environmental theme. This 

information could be compiled into a local support pack which was offered to householders for 

free as part of the assessment process.   

10.7 Installation  

Installation is a key component of the Green Deal customer journey and a represents a significant 

share of the overall Green Deal value chain. For the customer it will be critical that installation is 

delivered with minimal disruption and to a high quality standard and which performs as expected. For 

the GDP it will be critical that installers are well trained and deliver quality installations which minimise 

the risk of technical failure. For the local authority will be crucial that local businesses can access the 

market in order to grow the local economy. Local SMEs must be able to have confidence in their 

ability to bring forward customer leads in a way which does not lose them work to a competitor. For 

the Golden Rule, cost effectiveness is critical to allow maximum carbon reductions to be delivered. 

The Delivery Partnership Model needs to be capable of balancing these diverse needs.  

Feedback from the market testing suggested that most GDPs are planning to use their own ‘in-house’ 

contractors to deliver Green Deal installations (either employed directly or as sub-contractors on a 

framework contract). However, in the context of a partnership with a local authority, most indicated 
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that they would be prepared to work with a certain proportion (ranging from 50-100%) of local SMEs, 

including micros and sole traders. This suggests that the preference for using local SMEs is viable 

under the Delivery Partnership model, and that use of local SMEs should become one of the key 

criteria during procurement of a GDP partner(s).  

10.7.1 Support for SME Installers  

Requiring GDPs to use local businesses will not be sufficient on its own to ensure that local economic 

benefits from Green Deal are realised. Section 6 recommends a number of measures the local 

authority and other stakeholders can take to maximise local SMEs inclusion and enable SMEs to fulfil 

their potential role as powerful ambassadors for Green Deal and low energy retrofit in general. These 

include raising awareness of Green Deal among SMEs, establishing an Installer Network, and 

supporting SMEs to access training and Green Deal accreditation,  

10.7.2 Local Procurement Hub 

While procurement of local SME installers would normally be led by the Green Deal Providers, there is 

an option for the local authority to play a more proactive role in SME procurement. By establishing a 

local ‘procurement hub’ which any local business could access and which could feed customer leads 

up to the Green Deal Providers, it would provide a way to engage a potentially much wider group of 

SME trades in the district. Section 6.1 outlined the potentially significant role for local RMI SMEs as 

trusted ambassadors for Green Deal, with wide engagement of SMEs likely to be a critical success 

factor in driving customer uptake.  

This model, if operated in parallel with the ‘top down’ approach of the GDP passing work on to local 

SMEs, would provide a ‘bottom up’ route for a potentially wider group of SMEs to generate leads in a 

way which would not risk them losing work to others. This approach could extend access to non-

Green Deal accredited installers in the local area, who could be offered work via the procurement hub 

in instances where the customer decides not to proceed with Green Deal finance (but for instances 

decides to self-fund works).  

A back office function of the procurement hub could be to support local SMEs in the ways described 

above (for instance through an installer network and support with GD training and accreditation).  

10.7.3 Historic Building Expertise  

Due to the historic nature of much of the local building stock in Bath & North East Somerset, it will be 

vital that contractors with specialist skills in dealing with historic and listed buildings are procured onto 

a local procurement framework. Many B&NES-based SMEs specialise in the refurbishment of heritage 

stock and bring a range of appropriate skills. The Delivery Partnership model provides scope to 

require that appropriately trained and skilled installers to undertake work on homes that are listed, in 

conservation areas or of more traditional construction.   

10.8 Affordable Warmth Service  

Section 5.2 discusses the potential role of an Affordable Warmth Service in a local Green Deal 

delivery scheme. Within the Delivery Partnership Model the purpose of an Affordable Warmth Service 

would be to reduce the impact of fuel poverty on households in the district by:  
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 Providing a service with an enhanced level of customer support and hand-holding for certain 

households (for instance households considered to be in fuel poverty or matching certain 

income-related or benefit eligibility criteria).  

 Offering assessments and appropriate low energy retrofit measures and funding to these 

households including the following sources where eligible: 

o ECO Affordable Warmth 

o ECO Carbon Saving Communities  

o ECO Carbon Saving & Green Deal (where the above two streams were not possible)  

o Wessex Home Improvement Loans  

o Feed In Tariff & Renewable Heat Incentive 

o  

 Integrating the above measures and sources of funding with other related advice and benefit 

checks.    

This service could be partially or wholly funded through referral fees received through ECO Affordable 

Warmth and potentially other funding streams as outlined above.  

The purpose of providing an enhanced level of customer support is in recognition that some 

households in fuel poverty are likely to require a greater level of handholding throughout the process 

of identifying and installing measures, which can potentially be complex and disruptive. The model is 

similar to that used by registered housing providers and contractors of assigning a case worker or 

resident liaison officer to a household who provides a continuous point of contact throughout the 

customer journey from the first point of contact through to conclusion and aftercare.  

This service could either be delivered by the Green Deal Provider (through the terms of their contract 

and key performance indicators) or could be let separately as a contract to an ECO managing agent. 

The key in either case is careful up-front screening of a customer’s circumstances (for instance, via an 

advice line) to identify eligibility, and seamless routing into the service where eligibility can be 

confirmed.  

There is potential for an Affordable Warmth Service to be co-ordinated or commissioned at a West of 

England level to achieve economies of scale and maximise opportunities for joint working and 

collaboration.  

10.9 Registered Providers  

Currently many registered housing providers (RPs) are considering their relationship to Green Deal 

and many are expected to focus heavily on the ECO as their preferred funding stream. Regardless of 

whether Green Deal finance is used or not, there is a strong role for RPs in the Delivery Partnership 

Model as outlined in this section. Figure 10:2 illustrates the way in which an RP would fit within the 

Delivery Partnership model.  

In Bath & North East Somerset Curo is the largest registered provider of housing, and while no final 

decision has been taken by Curo as to its approach with Green Deal, it has contributed its experience 

through the Steering Group for this project.  

The advantages to a local authority of having the local RP(s) engaged in the partnership are as 

follows:  
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Figure 10:2  How a Registered Provider fits with the Delivery Partnership Model  

 RP properties are often pepper-potted throughout a district – while some RPs stock is 

heavily focused on one area, other RPs stock (like much of Curo’s stock) is more scattered 

and co-located with private sector housing (perhaps properties which have been sold on 

through right-to-buy).   

 RP stock can act as anchor properties to ‘sell out’ into local area – in the instance where 

the RP and local authority scheme use the same Green Deal Provider, there is the opportunity 

for the GDP to offer Green Deal and ECO to neighbouring properties, potentially offering 

reduced costs as a result of area-based economies of scale.  

The advantages of this are illustrated by the response to one of the focus groups held as part of this 

project. A homeowner described how despite a range of marketing approaches to energy efficiency 

had passed her by, when she saw a neighbour having works done with the van parked outside, it 

made her think “if he’s had it done it must be OK”.  

The advantages for the RP of being engaged in the partnership are as follows:  

 Additional economies of scale from area based programmes – just as private sector 

housing could potentially benefit from economies of scale, so could the RP (for instance, in the 

instance where a whole terrace or block of flats has external wall insulation).  

 Joint procurement of Green Deal Provider – where a local authority procures one or a 

number of Green Deal Providers there is potential for the local RP(s) to reduce costs by joining 

this procurement framework.  

To ensure benefits for the RP the choice of GDP(s) would need to take into account the nature of RP 

stock and the importance of effective resident liaison in the overall process. It might be possible for 

the RP to specify preferred contractors or their Direct Labour Organisation to deliver all or some f the 

installation works. The RP would join the LA-Community Partnership (on the Steering group or 

Community Interest Company, whichever route was adopted) and work with the local authority and 
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other local stakeholders to ensure co-ordinated marketing and promotion, and appropriate allocation 

of referral fee income within the partnership.  

10.10 Resourcing 

Section 14.1 considers the functions likely to be necessary within a local authority (in this case 

B&NES) in order to successfully manage and deliver the Delivery Partnership model to Green Deal to 

its full potential. There are a number of routes for resourcing this activity: 

 Local authority core costs – some functions may be possible to support through existing 

local authority officer roles. This might include core staff within housing or environment teams 

playing a co-ordinating and strategic role, as well as staff in a much wider range of local 

authority teams integrating promotion of Green Deal into existing community-facing activity.    

 Referral Fees – some activity could be supported through income from Green Deal and ECO 

referral fees, as well as potentially from other sources such as Feed In Tariff and Renewable 

Heat Incentive.  

 Revenue stream from LA Investment in TGDFC – A final and potentially significant source 

of revenue could come in the form of a revenue stream from local authority capital investment. 

In this case an investment would be made in The Green Deal Finance Company (TGDFC) 

which would provide an annual return, sufficient to support some or all of the operational costs 

of the scheme. This option is considered further in Section 11.2.1.  

 Grant funding – local, national or even European grant funding could be used to support on-

going operational costs or capital works (such as retrofitted show homes). This could include 

Section 106 Agreement income, or in future ‘Allowable Solutions’ funding42. Where the LA-

Community Partnership takes the form of a CIC, sponsorship could also be leveraged. 

 

Figure 10:3  Resourcing the Delivery Partnership Model  

                                                
42
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The way in which these approaches could potentially be combined to support a Delivery Partnership 

programme yielding a range of benefits is illustrated in the Figure 10:3 above. It illustrates an example 

where a local authority invests 25% of the total capital investment needed via TGDFC. The dotted 

lines indicate that this is an option which may not be open to all local authorities.  

Local authority seed funding is required in order to support initial set-up costs such as procurement of 

the GDP and brand establishment. Since there would be a time lag between inception date and the 

subsequent receipt of referral fees, grant funding and income from LA investment, seed funding would 

also be required to cover the first 1-2 years working capital. Following this there is potential for this 

business model to become self-sustaining.  

The most significant risk borne by the local authority under this approach is customer uptake. If 

customer uptake proves lower than expected and the business model does not perform as required 

then the exit strategy would be for marketing, promotion and assessment activities to be wound up. 

The extent of losses would amount to the initial set-up costs plus value of work in progress (which is 

largely incremental and might be limited to approximately 1 year’s working capital).  

Financial modelling undertaken for this project suggests that where local authority investment were 

possible on the scale suggested here it would provide sufficient return to support all necessary set up 

costs and up-front working capital such that a ten year programme (at 1% customer take-up rate, and 

when combined with referral fees) could generate an internal rate of return in excess of 7%.  

10.11 Timing and Starter Projects 

The process of establishing the Delivery Partnership Model outlined in this chapter will take time, 

particularly in the process of obtaining cabinet consent to the pursue the model, as well as 

subsequently procurement of the Green Deal Provider(s). The slow start to the Green Deal and The 

Green Deal Finance Company provides some flexibility here. However, the key benefits to early action 

include:  

 ECO maximisation – Opportunity to maximise the locality’s share of the limited amount of 

ECO funding.  

 Early engagement and market positioning – Sending a clear signal to the market and local 

community that there is a local scheme – both to ensure local stakeholders and businesses 

align with this scheme (as opposed to with national Green Deal Providers), as well as to 

discourage other Green Deal Providers from cornering the local market through heavy 

promotion and advertising.  

An ideal way to take some early action whilst also trialling some of the concepts outlined in this 

section is to establish one or a number of Starter Projects. Starter Projects could be based on the 

following ideas. The key would be for learning to be maximised and shared with relevant partners in 

order for the Delivery Partnership to be shaped most effectively.   

 ECO Carbon Saving Communities – this funding provides a perfect basis for an initial area-

based starter project. The blanket eligibility and possibility of free measures provide the perfect 

basis for early action and learning.  

 ECO Affordable Warmth Service – this could be developed ahead of or in parallel to the full 

Delivery Partnership model with a GDP.  
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 Council’s own stock – a local authority could implement a programme of low energy retrofit 

of some of its own non-domestic buildings43. While Green Deal itself might not be an 

appropriate financing route44, it would help to demonstrate leadership and stimulate local 

capacity.  

 Retrofit exemplars – available buildings such as empty shops or homes (e.g. owned by the 

local authority or local registered provider) could be the subject of early retrofits, and 

potentially opened as demonstration centres to inspire the public and local businesses about 

what is possible.  

Aspects of the Delivery Partnership Model which starter projects could trial include:  

 LA-Community Partnership – an initial version of the LA-Community Partnership, constituted 

initially as a simple Steering Group, could be established to guide and oversee the 

establishment and progress of the Starter Projects. It would provide an ideal platform for 

ensuring valuable learning from the Starter Projects is collated, shared and fed back into the 

action plan for the Delivery Partnership Model.  

 Marketing and promotion – different approaches to marketing and promotion could be 

trailed, including programmes such as neighbourhood based behaviour change projects or 

exemplar open homes schemes. Focus groups could be organised to test and refine specific 

branding concepts and marketing messages ahead of a launch.  

 Assessment – aspects of a local assessment service could be trialled including integrated 

advice and signposting and charging structure.  

 Installation – the process of local SME engagement could be started by establishing an 

installer network and promoting available training and accreditation. Business support could be 

offered and promoted to early mover SMEs to encourage them to come forward for GD 

accreditation.  

 Solid wall insulation – an ECO Carbon Saving Communities starter project provides an ideal 

opportunity for early promotion and action on solid wall insulation which can be used to trial 

technical approaches by local installers, develop local solid wall installation capacity, test 

marketing and communication approaches with customers, and trial the process of planning 

and listed building consent for this relatively new measure.   

 Business Planning – the period of undertaking Starter Projects can provide a time to refine 

the business plan for the Delivery Partnership model including aspects such as a local 

assessment service, as well as the longer term aspiration for a local Provider model.  

  

                                                
43

 B&NES Council does not own any domestic stock, as this has all been transferred to Registered Providers.  
44

 As discussed in Section 8, Green Deal might not be the cheapest cost of finance for public sector building 
retrofit. In addition, The Green Deal Finance Company does not intend to finance non-domestic Green Deal.  
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11. Finance  

An essential prerequisite in all the delivery options outlined above is access to sufficient low cost 

finance. The level of total investment in the B&NES area under Green Deal is likely to lie somewhere 

between £1.4 million and £5.1 million per year, depending on the rate of customer uptake45.  

Finance for Green Deal can come from a number of sources including The Green Deal Finance 

Company and the local authority itself. This Green Deal finance will be supplemented in the domestic 

sector by the grant funding available under the Energy Company Obligation (ECO). The Feed in Tariff 

and Renewable Heat Incentive can also be used for retrofit projects. There is also potential to use 

local ‘retrofit funds’ as an alternative to Green Deal, such as SWEA’s Revolving Retrofit Guarantee 

Fund (see 11.2.4). Finally some (perhaps many) customers will prefer to pay for retrofit works out of 

their own personal savings or through a mortgage extension. A successful Delivery Partnership model 

will enable customers to access a wide range of finance options to suit their circumstances.  

11.1 The Green Deal Finance Company  

11.1.1 Background to The Green Deal Finance Company 

The Green Deal Finance Company (TGDFC) is currently under development by a consortium of 

private and public organisations. TGDFC is envisaged to be a not-for-profit organisation which will act 

as a national aggregator that can deliver low cost loan finance for Green Deal. The concept grew out 

of DECC’s Green Deal Finance working group, and the consortium was formally incorporated in 2012. 

The GDFC concept developed in response to a number of financing concerns for Green Deal 

(including that banks would not be able to offer cheap enough loans to make the Green Deal viable).  

The intention is to aggregate Green Deal loans to a level where capital and bond markets can be 

accessed, so leveraging billions of pounds worth of finance to Green Deal Providers at low interest 

rates (anticipated to be around 6.5%). TGDFC has indicated it intends to work with all Green Deal 

Providers regardless of scale, providing finance to all at the same cost of borrowing. 

TGDFC has applied for £300m of Green Investment Bank funding to provide an initial ‘junior debt’ 

layer. It is currently expected that local authorities will also be needed to provide finance as a ‘first 

loss’ junior debt finance layer to ensure its long term sustainability. This would be at a premium of 

around 3% over Public Works Loan Board rates, but would carry risk. The extent of local authority 

funding likely to be sought is not yet clear.  

11.1.2 Timing of TGDFC 

With TGDFC in place, finance for Green Deal becomes relatively simple and accessible. Without it 

finance becomes significantly more complex. At this stage TGDFC currently anticipates becoming 

operational with a limited amount of finance (c.£30m) from 28 January 2013, through securing high 

yield (high risk) ‘stakeholder loans’ from early investors. These are likely to be private sector Green 

Deal Providers but could conceivably include some local authorities. This initial investment is targeted 

to deliver a yield of around 14% and be returned within 5-8 years. A second tier of investment will be 

sought as junior debt taking lower risk and attracting a lower interest rate. This is expected to be in 

                                                
45

 This is based on a minimum of 0.4% annual customer take up rate and a maximum ‘optimistic’ annual take up 
rate of 1.5%, as described in Section 12.  
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place later in spring 2013 and it is TGDFC’s ambition to leverage this investment with further funding 

from the Green Investment Bank and the European Investment Bank.  

11.2 Local Authority Investment  

A local authority might consider investing in the Green Deal in order to generate a revenue stream to 

support the ongoing operational costs of a Delivery Partnership model. The four primary ways in 

which a local authority (or equally a registered housing provider) could seek to invest in Green Deal 

activity in order to generate a revenue stream are illustrated below.  

11.2.1 Option 1: Local authority funds The Green Deal Finance Company (TGDFC)  

The simplest option is for the local authority to invest directly into The Green Deal Finance Company 

(TGDFC). TGDFC aggregates the finance and makes it available at a blended interest rate to the 

Green Deal Provider. The customer signs up to the Green Deal Plan (repayment agreement) and 

payments are collected by the electricity supplier and passed back to the TGDFC, which passes the 

appropriate return back to the local authority or registered housing provider.  

 

Figure 11:1  Option 1: Local authority funds The Green Deal Finance Company (TGDFC) 

TGDFC envisages that local authorities would be able to invest tranches of finance, either up front or 

in arrears, which are linked to the extent of Green Deal capital works in their areas. While it will not be 

possible to restrict the benefits of local authority investment (in terms of reduced blended rate of 

interest to the customer) only to a local authorities preferred (procured) Green Deal Provider, it will be 

possible to demonstrate a clear link between local authority investment, capital works on the ground in 

their district, and revenue stream back into the local authority to support ongoing costs. Furthermore, 

the local authority could choose only to invest in TGDFC to the extent that its delivery provider 

required investment for projects. 

The strong advantage of Option 1 is that it is relatively simple and offers low set up costs. However, it 

should be noted that TGDFC is intending to fund solely residential projects. 

11.2.2 Option 2: Local authority funds Green Deal Provider directly  

An alternative to Option 1 would be for a local authority to finance a selected Green Deal Provider 

directly. In this approach it would be possible to link investment directly to a procured partner. It would 
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be likely that the local authority would be required to invest all or a major component of the Green 

Deal investment required locally.  

The main disadvantage of this is that the LA would also need to establish and manage the Green Deal 

loan book for its programme, establish IT and account reconciliation systems and, importantly, carry 

some refinance risks. This means that B&NES would need to establish the systems, contracts and 

interest rates in such a way that it could sell on the Green Deal Plans to an institutional investor in 

future years. If this is not done right and in a way that is consistent with future requirements then there 

is a risk that B&NES could be left with ‘stranded assets’ that it would need to hold for the duration of 

the Green Deal Plans – perhaps 25 years. This risk is exacerbated since the project contracts are not 

neatly packaged up into a Special Purpose Vehicle. There is added complexity of this approach which 

may require it to adopt a different tactic such as providing corporate finance to the Green Deal 

Provider. 

 

Figure 11:2  Option 2: Local authority funds Green Deal Provider directly 

11.2.3 Option 3: Local authority funds a Special Purpose Vehicle (SPV)  

In this option, the local authority (or registered provider) funds a Special Purpose Vehicle (SPV). The 

local authority (or registered housing provider) and/or the Green Deal Provider provide equity whilst 

the bank provides debt. A local authority could co-invest with a registered provider or other local 

organisation as part of a joint venture.  

The advantage of this model is that the investment is potentially off balance sheet with limited 

recourse finance which is likely to be attractive for the LA/RP. The equity levers bank debt and the 

structure is easier to refinance or exit than Options 1 or 2. The SPV allows shared investment with the 

Green Deal Provider to align incentives and allow flexibility and co-learning with a joint venture 

partner. 

The main disadvantage is the high set up costs and contractual complexity, in addition to the higher 

cost of capital (interest rate) than the on-balance sheet approach of Options 1 and 2. The other 

important consideration would be establishing the terms of the contracts so that the portfolio could be 

refinanced at a future date. Currently TGDFC is seen as the main route to bundling Green Deal Plans 

and securitising them through the bond markets. It is not currently proposed by TGDFC that it 

refinances through buying SPV therefore it would be important either to establish terms up front with 

TGDFC or else find an alternative refinancing route, such as direct to institutional investors or through 

an alternative aggregator / warehouse. Since bond transactions are typically at least £100m in value, 

it is doubtful whether the scale of investment would easily be reached in B&NES alone. Therefore it 

will be necessary to find a warehousing facility and agree terms. 
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Figure 11:3  Option 3: Local authority funds a Special Purpose Vehicle (SPV) 

11.2.4 Option 4: Retrofit Guarantee Fund  

Another alternative to investment in TGDFC is for the local authority to establish a retrofit guarantee 

fund. The local authority would invest in a guarantee fund in order to leverage in additional sources of 

finance, which would be made available to a Green Deal Provider, as illustrated below.  

 Figure 11:4  Option 4: Retrofit Guarantee Fund 

The principle of a guarantee fund is to leverage in bank debt by providing a ‘first loss’ layer of finance 

in the event of customer default on Green Deal or other retrofit loan repayments. A fund would be 

established into which the local authority would pay a limited amount of its own money. The bank 

would use the fund as security, drawing on it in the event of non-repayment of loan charges by 

customers. This security reduces the banks’ exposure to risk and allows them to offer a lower cost of 

capital than they would be able to in the absence of the guarantee fund.  
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Through this means a local authority can maximise leverage on a limited amount of capital. Market 

testing suggests a leverage of up to a factor of ten could be achieved under present market 

conditions. While the local authority investment remains in the fund, it accrues interest at a market 

rate.  

However there are questions at present as to the extent to which a guarantee fund could deliver a 

cost of finance lower than TGDFC. Due to the scale of aggregation and access to bond markets that 

TGDFC will be able to bring, a local guarantee fund for Green Deal could be an expensive way of 

replicating what TGDFC is already doing.  

However, if the guarantee fund was also (or instead) made available to non Green Deal retrofit activity 

– for instance for retrofit packages which do not meet the Golden Rule, for householders who do not 

wish to take out a Green Deal Plan, or for measures like micro-generation which are ineligible for 

Green Deal – then it could potentially provide a valuable source of low cost finance which would 

complement what Green Deal is able to offer at the local level. The interest rates under such a 

mechanism would need to be compared with those available from TGDFC but they are likely to be 

higher as the investment will be less secured and there will be fewer economies of scale. 

In this case it would look like this:  

 

Figure 11:5  Retrofit Guarantee Fund for non Green Deal activity 

This is the approach that Severn Wye Energy Agency is taking with its ‘Countdown 2050’ project. If 

this route were favoured then it would make sense to work with SWEA to understand their approach 

and potentially join their pilot.  

Key issues with a guarantee fund approach are the degree of control required to manage the fund 

effectively, and the risk that the whole 100% investment in the home could be seen as a contingent 

liability sitting on the local authority’s books. In the current economic climate banks would be likely to 

seek high levels of equity to reduce their exposure, meaning that high levels of gearing are only likely 

to be possible once the market matures and the banks understand the true costs, benefits and risks. 

Until this point bank interest rates could remain relatively high.  
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11.3 Registered Housing Provider Investment  

A registered housing provider (RP) could invest in the same ways as outlined for local authority 

investment above. 

In addition a registered provider might have its own housing stock refurbishment programme with a 

planned investment budget that would in itself constitute an important source of local finance which 

could be used to ‘top up’ Green Deal investment. This would enable greater carbon savings to be 

delivered in the local area, with RP funds being used to support measures not capable of meeting the 

Golden Rule or otherwise ineligible for Green Deal finance. By contributing ‘anchor stock’ to a local 

Green Deal partnership it could strengthen the case for a Green Deal Provider to partner with a local 

authority, making it more likely to agree to specific local conditions.  

11.4 Energy Company Obligation (ECO) 

The funding from ECO will be a very significant component of the Green Deal. In the early years, 

while customer awareness and take up of Green Deal is low and the Green Deal market still 

becoming established, ECO finance is likely to dominate the market with the expected value of ECO 

exceeding Green Deal by several times.  

ECO funding is expected to be worth around £1.3 billion annually across the UK. A pro rata share for 

B&NES would equal around £4 million/yr. This funding is expected to become available from the start 

of the scheme (unlike Green Deal finance, which with expected delays to TGDFC may not become 

available until part-way through 2013).   

Therefore a local strategy should focus on maximising ECO in the early stages, while the market for 

Green Deal is still developing and while a local Green Deal marketing strategy is being established.  

The different funding elements of the ECO are discussed in Section 3. The key to ensuring maximum 

leverage of ECO funding into the local area will be effective ECO brokerage which ensures the best 

deals for ECO measures are sought from a wide range of energy companies. This is also discussed 

further in Section 5 on Fuel Poverty.  

11.5 Renewable Heat Incentive & Feed In Tariff 

The Feed In Tariff (FIT) for renewable electricity technologies was introduced on 1 April 2010, under 

powers in the Energy Act 2008. It is designed to support small scale (less than 5MW) low-carbon 

electricity generation by organisations, businesses, communities and individuals. The FIT provides a 

guaranteed payment from an electricity supplier for electricity generated and used, as well as a 

guaranteed payment for unused surplus electricity exported back to the grid. 

The FIT is designed to work alongside the Renewables Obligation, which is currently the primary 

mechanism to support deployment of large-scale renewable electricity generation, and the Renewable 

Heat Incentive (RHI) which supports generation of heat from renewable sources at all scales. 

The Renewable Heat Incentive (RHI) is a Government scheme to provide financial support to 

renewable heat technologies like heat pumps, biomass boilers and solar thermal panels, as well as 

producers of biomethane. The scheme is being introduced in two phases. The first, introduced in 

November 2011, focuses on the non-domestic sector (i.e. industrial, business and public sector users 
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of heat). This phase also includes some limited support for households through the Renewable Heat 

Premium Payment (RHPP) scheme, which provides small grants to homes not on the gas network for 

heat pumps and biomass boilers, and for solar thermal in all homes. The second phase, due summer 

2013, will see the Renewable Heat Incentive expanded to include more technologies and extended to 

cover the household sector.  

Both the FIT and the RHI offer important potential funding streams for both domestic and non-

domestic retrofit projects, which can be combined with Green Deal (and ECO for households) to 

provide an overall package of financial support. When considered as a package with combined 

funding sources, measures may seem more financially attractive.  

Therefore there is benefit in a local delivery model which can signpost householders to the most 

appropriate funding source and potentially combine finance as well as installation of different 

measures, for instance as part of a ‘whole house retrofit service’. Whilst this potentially fits the 

‘Provider’ model most closely, there is potential for a similar service offering to be developed within a 

‘Delivery Partnership’ arrangement, perhaps with a ‘Producer’ organisation entering into referral fee 

arrangements with local renewable energy installers.  

11.6 Community Finance  

Bath and West Community Energy (BWCE) was established in 2010 as a community benefit society 

to enable community investment in local energy projects. In December 2011 it held its first community 

share issue for a portfolio of solar PV projects on schools and community buildings, which attracted 

over £750k of local investment, making it the most successful community solar share issue in the UK.  

Bath & West Community Energy provides an opportunity to leverage local investment for Green Deal 

via the community, and to generate local benefit via investment into its ‘community fund’. Finance 

raised through a community share issue could be blended with other (e.g. local authority) investment, 

for instance via The Green Deal Finance Company. Such a community share issue relating to Green 

Deal would create an opportunity for local people to ‘buy in’ to Green Deal, which would provide a 

valuable opportunity to generate ‘community buzz’, raise local awareness and improve levels of local 

support and trust in a local Green Deal offering. These wider promotional benefits are likely to be of 

greater relevance that the actual quantum of finance raised (which in itself is likely to be relatively 

limited compared to the overall scale of finance needed).  

TGDFC has indicated that it is willing to accept investment from social enterprises. As for the model 

where the local authority invests in TGDFC, tranches of community finance could be invested in 

TGDFC in tranches which could be linked to the extent of Green Deal capital works in their areas. 

This may be a disadvantage in cases where there is a need to establish a direct link between 

investment and a particular local project. Another potential barrier is the interest rate available through 

Green deal, which falls beneath BWCE’s current investment threshold and would not be sufficient to 

generate a return for its community fund.  

11.7 Summary 

In summary there a number of different funding and finance sources which need to be combined and 

optimised if the full scale potential of retrofit activity in B&NES is to be realised. There could be 

combinations of the above options, such as local authority investment in TGDFC to support Green 
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Deal, supported by Community Finance, as well as potentially a Retrofit Guarantee Fund to support 

retrofit activity falling outside Green Deal.  
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12. Financial Modelling of Green Deal  

In order to understand the economic implications of the delivery options outlined in this report, Verco 

has undertaken financial modelling using its in-house housing stock analysis tool, Navitas, together 

with a financial model developed specially for Verco’s work with local authorities and registered 

housing providers in relation to Green Deal. This section presents the findings of this analysis.  

12.1 Methodology 

Verco’s financial model, specially developed for Green Deal business case analysis, considers the 

technical potential for energy efficiency improvements in an area’s housing stock, and links this to a 

cost of finance, in order to identify the scale of packages capable of meeting the Golden Rule. It 

allows specification of programme costs and referral fees, and enables activities such as local 

assessment, contractor management and ECO brokerage to be included or excluded from the 

delivery model. Programme length, customer take-up rate, and investment by a wide range of finance 

sources can all be specified. The model generates outputs which include carbon emissions 

reductions, financial savings at household level, local labour generation, and return on investment for 

investors. 

 

Figure 12:1  Model approach 

The cost of finance is the cost (interest rate) associated with capital provided to pay for energy 

efficiency measures. The calculated cost of finance includes both the interest rate and any 

arrangements fees. Typically, this cost will be based on funds from a number of sources, each with 

their own terms, meaning that the result will be a blended cost of finance. 

The technical potential is based on two factors; the characteristics of the B&NES housing stock and 

the customer uptake rate. Using local housing condition survey data for B&NES it has been possible 

to calculate the potential for energy efficiency measures using Verco’s housing stock assessment tool 
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NAVITAS which has been developed specifically for Green Deal. This must be linked to an assumed 

annual rate of customer uptake to determine the scale of works which can be carried out annually. 

Once the scale of annual works is set it is possible to calculate outputs. Financier returns are 

modelled by considering annual Green Deal charge repayments and the risk of customer default. 

The Green Deal will have three main economic effects; 

 Labour generation – Work will be generated directly through the requirement for 

assessments ahead of installation and the growth in demand for energy efficiency measures. 

The amount of total labour required is calculated on a per household basis by Verco’s 

NAVITAS model, and assumptions can then be made about the expected fraction of this 

labour expected to be drawn from the local area.   

 Household cost savings – Household energy consumption reductions will realise financial 

savings. Household energy bill savings can be calculated based on the Golden Rule and 

making assumptions about the degree of ‘value share’ between Green Deal Provider and 

householder (the fraction of annual household bill savings which are retained by the Green 

Deal Provider to cover costs) and the value of future real energy price inflation. 

 Household carbon emission reductions – As per the above, the energy reductions 

generated will also result in reduced household carbon footprints.  

12.2 Assumptions 

The model can be tailored to consider a range of different scenarios. The variables that can be 

adjusted include operational, start up and marketing costs as well as uptake rates, cost of capital 

works, labour generation on a per project basis and fees associated with assessments. The key 

assumptions used in the modelling are summarised below.  

Scale  

Total housing stock in B&NES 77,530 

Private housing 86% (66,676) 

     Owner occupied 68% (52,956) 

     Private rented 18% (13,720) 

Social housing  14% (10,854) 
Table 12:1  Assumptions on B&NES Housing Stock 

Green Deal Fundamentals  

Interest rate (i.e. the interest rate charged to customer in the Green Deal Plan)  7.0% 

Default rate (i.e. the rate of customer default on Green Deal repayments) 2% 

Indexation on GD payments (i.e. the degree to which annual Green Deal 
repayments are linked to energy prices) 

0% 

Length of Green Deal contract (years) 25 

Value Share (i.e. the value of annual household fuel savings retained by the 
Green Deal Provider to cover repayments46).  

95% 

Table 12:2  Assumptions on Green Deal Fundamentals 

Further detail on the assumptions and the methodology used is given in the Appendix. 

                                                
46

 For instance, in a Green Deal Plan with a 95% value share and a £100 projected fuel bill saving, the 
householder repays £95 per year and keeps a saving of £5 per year.  
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Table 12:3 summarises the key outputs from Verco’s NAVITAS housing stock analysis tool which 

have been used as inputs to the modelling.  

Technical Potential (per average B&NES household) at 7.0% Cost of Finance 

 Private Housing Social Housing 

Green Deal Capex  (i.e. the average value of household 
retrofit package viable under the Golden Rule based on 
the above cost of finance) (£) 

£5,800 £2,900 

ECO Carbon Saving Capex  (i.e. the average value of 
ECO Carbon Saving for solid wall insulation measures) 
(£) 

£2,100 £3,300 

Technical potential of solid wall insulation in solid wall 
properties 

21,200 1,540 

Labour required (i.e. the number of person days created 
by this package of retrofit works) (person days) 

10.4 2.5 

Carbon Savings (tCO2) (i.e. the annual carbon savings 
generated as a result of installation of each package of 
retrofit works)  

2.20 0.80 

Table 12:3  Outputs from NAVITAS 

12.3 Limitations 

The modelling work undertaken is intended to help illustrate the value chain associated with Green 

Deal in the domestic sector. There are a number of factors that the modelling does not currently 

consider, the key ones being highlighted below:  

 ECO Affordable Warmth & Carbon Saving Communities. While the model includes 

consideration of ECO Carbon Saving funding for solid wall insulation, it does not currently 

consider ECO Affordable Warmth or ECO Carbon Saving Communities funding. Therefore 

total carbon savings and job creation as a result of ECO activity will be higher than predicted 

by this modelling.  

 Non-domestic stock. The modelling does not consider the non-domestic built environment, 

which is not considered in NAVITAS. Therefore in the long term the Green Deal market will be 

greater than predicted by this modelling as small and medium sized businesses and public 

buildings take up Green Deal.  

 Renewable Heat Incentive and Feed In Tariff. The modelling does not consider the impact of 

integrating funds from the Renewable Heat Incentive, Feed in Tariff or any other grant funding 

source which might be utilised to support packages of retrofit measures. As above, retrofit 

activity in B&NES is likely to make use of this funding to support micro generation and other 

measures.  

 Planning and listed building restrictions. A higher proportion of solid walled properties than 

the UK average are Grade I and II listed in B&NES, or in a conservation area, which is likely to 

restrict the number of solid walled properties for which solid wall insulation is viable. These 

properties have not been filtered out in the modelling. Instead the effect of such restrictions 

has been reflected in overall customer uptake assumptions for B&NES.  

12.4 Outputs for Different Uptake Rates  

The impacts of a 10 year programme of investment in Green Deal are presented below.  
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12.4.1 Customer Uptake Rates for Green Deal 

The Government projects a basic average annual rate of customer take up for Green Deal of 0.4%47. 

This represents a reasonable assumption on the level of customer take up in B&NES under ‘business 

as usual conditions’, i.e. where B&NES and other local organisations promote the existence of Green 

Deal as part of their normal activity, but do not take specific action beyond this to boost development 

of a local Green Deal market. This might be considered a close representation of the ‘Promoter’ role 

outlined in Section 9.2.   

An enhanced annual customer uptake rate of 1% is also modelled. This might represent the effect of a 

more concerted local leadership role by B&NES council and its wider partnership as outlined in the 

‘Delivery Partnership’ model. This rate of uptake is consistent with figures used in similar modelling 

exercises undertaken by other Local Authorities looking to take a more proactive role in Green Deal. 

A higher annual customer uptake rate of 1.5% might reflect the effect of an ambitious local leadership 

approach, perhaps where a local organisation co-ordinates and delivers Green Deal across B&NES 

as outlined in the ‘Provider’ delivery model in Section 9.4.  

12.4.2 Impacts of Green Deal at Different Uptake Rates  

Table 12:4 below summarises the local impacts arising from Green Deal and ECO Carbon Saving at 

different rates of customer uptake.  

  Green Deal and ECO Carbon Saving Uptake Rates 

  0.4% 1.0% 1.5%  

Homes per 
year 

Annual uptake  310 740 1,100 

Total after 10 years  3,100 7,400 11,100 

% of total housing stock 
after 10 years 

4.0% 9.5% 14.3% 

Annual 
investment 

Green Deal £1.4m £3.5m £5.1m 

ECO Carbon Saving £0.2m £0.5m £0.75m 

Local 
Benefits 

Jobs (FTE) over 10 year 
programme 

18 42 61 

Annual CO2 saving at 
end of 10 year 
programme 

6,100 tCO2 per 
year 

14,700 tCO2 per 
year 

21,600 tCO2 per 
year 

Total lifetime CO2 
saving over 35 years 

150,000 tCO2  370,000 tCO2  540,000 tCO2 

Annual householder bill 
savings at end of 10 
year programme 

£260,000 £620,000 £910,000 

Total lifetime 
householder bill saving 
over 35 years  

£6.4m £15.5m £22.7m 

Table 12:4  Impacts of Green Deal at Different Uptake Rates 

The annual figures are given as an average annual figure over an assumed 10 year programme of 

Green Deal & ECO Carbon Saving. The total lifetime impacts figures for carbon and householder bill 

                                                
47

 http://www.decc.gov.uk/en/content/cms/consultations/green_deal/green_deal.aspx  

http://www.decc.gov.uk/en/content/cms/consultations/green_deal/green_deal.aspx
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savings refer to the total cumulative lifetime benefits over a 35 year period (i.e. 10 year investment 

programme, with each household improvement yielding benefits over an assumed 25 year lifetime).   

12.5 Sensitivity Analysis on Interest Rate and Value Share 

The sensitivity of the overall value of Green Deal retrofit activity viable under the Golden Rule under 

different interest rates charged to the consumer is illustrated in Table 12:5 and Table 12:6 below. It 

can be seen that the difference between a 5% interest rate and a 9% interest rate has the effect of 

roughly halving what can be delivered under the Golden Rule. This illustrates how keeping the interest 

rate to consumers as low as possible will be key to success of the Green Deal. 

Sensitivity analysis also illustrates the effect of changing the ‘value share’ between Green Deal 

Provider and the householder. While 5% has been assumed for the modelling, sharing 10% of the 

projected energy bill savings with the householder would enable greater household energy bill 

reduction and would also provide greater leeway in the event of the Green Deal Assessment over-

predicting likely savings. However, a greater level of value share will result in a reduction on what can 

be delivered under the Golden Rule.  

Private Housing ‘average’ house 

 5% value share 10% value share 

Interest Rate GD Capex Carbon Saving 
(tCO2) 

GD Capex Carbon Saving 
(tCO2) 

9% £3,941 1.91 £3,307 1.88 

7% £5,131 2.21 £4,721 2.12 

5% £6,258 2.42 £5,869 2.34 
Table 12:5  Sensitivity analysis showing effect of interest rate and value share for private housing 

Social Housing ‘average’ house 

 5% value share 10% value share 

Interest Rate GD Capex Carbon Saving 
(tCO2) 

GD Capex Carbon Saving 
(tCO2) 

9% £1,005 0.47 £955 0.45 

7% £2,182 0.81 £1,879 0.72 

5% £3,216 1.02 £2,664 0.90 
Table 12:6  Sensitivity analysis showing effect of interest rate and value share for social housing 
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13. Marketing & Behaviour Change  

This section briefly reviews national research on consumer attitudes to the Green Deal and energy 

efficiency in the home. It also summarises key research information about behaviour theory and 

behavioural models where this has focussed on domestic energy efficiency and Green Deal.   

It goes on to review local research into Green Deal and energy efficiency, including the results of two 

local focus groups undertaken for this study, and sets out the emerging implications for Green Deal 

marketing and communications.  The final section looks at segmentation of the local market in 

B&NES, draws together conclusions and outlines some key recommendations for moving forward.   

13.1 Energy Behaviour Change Theory  

According to DECC’s Introduction to Thinking about Energy Behaviours48 there are four distinct 

theoretical approaches to understanding energy behaviour that show how different academic 

disciplines can view the same issue from diverse perspectives: 

 Economic Theories: Energy is a commodity and consumers will adapt usage in response to 

price signals (can work in the short term but cold weather will increase use whatever the cost).  

 Psychological Theories: Energy use can be affected by stimulus-response mechanisms and 

by engaging attention (suggests that people will respond to information about their energy 

usage such as home energy displays or salient billing information). 

 

Figure 13:1 Theories of Behaviour Change  

                                                
48

 http://www.decc.gov.uk/assets/decc/11/about-us/economics-social-research/3887-intro-thinking-energy-
behaviours.pdf  
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http://www.decc.gov.uk/assets/decc/11/about-us/economics-social-research/3887-intro-thinking-energy-behaviours.pdf
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 Sociological Theories: Energy use is largely invisible, energy systems are complex, and daily 

practices are significant (takes the view that people do not directly use energy, they carry out 

activities and practices that consume it, each activity requiring particular targeting). 

 Educational Theories: Efficient energy behaviour is a skill that is learned through experience 

in specific situations (highlights that everyone is individual, with different levels if skills, 

understandings and motives). 

As figure Figure 13:1 illustrates there are three key areas of contemporary research in this area, which 

complement each other: 

1. Behavioural economics (such as ‘Nudge’ theory): Economics has been the major tool by 

which government has sought to steer people’s behaviour. While economics has traditionally 

assumed that correct pricing and better information is sufficient for people to make decisions, 

behavioural economics takes account of evidence from social psychology showing that people 

do not always make strictly rational decisions, mainly because the brain is hardwired to take 

mental shortcuts when making decisions (heuristics).  

2. Values and Identity (such as WWF’s ‘Common Cause’ approach): How people perceive 

themselves is often crucial to how they consider it appropriate to act, whether by wanting 

(consciously or sub-consciously) to follow social norms, or by wanting to try and mark 

themselves out as different. Campaigning groups like WWF have recently moved to 

emphasise the need to focus on ‘engaging’ specific pro-social (humanitarian) or pro-

environmental values within people and society in order to achieve significant shifts in 

behaviour, especially in relation to climate change.  

3. Social Practices (such as the Three Elements Model): In the social practices approach, the 

individual is no longer taken to be the unit of enquiry. Instead focus is moved to the actions (or 

practices) themselves. So for example, rather than trying to influence decisions made by 

individuals it looks at energy consuming actions such as cooking, cleaning, taking thermal 

comfort and showering/bathing.  

A vast amount of work has been done in the fields of social psychology and behavioural economics. 

Recent work by the Institute for Government has produced the MINDSPACE mnemonic, which sets 

out a nine key elements for policy makers to consider when using this approach in behaviour change 

work. Of particular interest is the use of MINDSPACE as applied to the Green Deal, illustrated in 

summary below (and in full in Appendix 8).  

Element Effect and examples  

Messenger  

 

 

We are heavily influenced by who communicates information. This includes: 

 Role of experts  

 Peer effects  

 Importance of consistency  
e.g. ‘pay as you save’ pilots show half of customers change their minds after 
visits from expert assessors  

Incentives  
 

Our responses to incentives are shaped by predictable mental shortcuts, 
such as strongly avoiding losses, discounting of future rewards eg £400 
money off vouchers to purchase A-rated boilers. 

Norms  
 

We are strongly influenced by what others do and need consistent reminders 
of this over time eg Community Energy Saving Programme (CESP) saw take 
up driven by neighbours seeing work being done and talking to each other. 
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 Defaults  

 
 

We ‘go with the flow’ of pre-set options eg ‘Sustainability Starter Kits’ as part 

of welcome packs for new Housing Association tenants. 

Salience  Our attention is drawn to what is novel and seems relevant to us eg real time 
public digital displays of energy saving. 

Priming Our acts are often influenced by sub-conscious cues eg prominent placement 
of energy saving products in stores. 

Affect  
 

Our emotional associations can powerfully shape our actions e.g. use of 
emotive branding. 

Commitments  We seek to be consistent with our public promises, and reciprocate acts e.g. 
the 10:10 campaign asked individuals to sign up to 10% emissions reduction 
in 2010. 

 Ego  
 

We act in ways that make us feel better about ourselves and like to think of 
ourselves as consistent eg evidence from pilots suggests that once people 
have insulation fitted, they are likely to be motivated to talk to others about it. 

Table 13:1 Applying MINDSPACE to the Green Deal: Examples from existing energy efficiency initiatives 

13.2 National Research on Energy Behaviour Change  

Ernst and Young’s Insight research in November 201149 (which is outlined in more detail in 

Appendix 8), concluded that there is a clear market need for the Green Deal and in particular that: 

 The upfront cost of energy efficiency measures is the single biggest barrier to consumers 

doing more to save energy.  

 For the policy to have an impact, consumers also need information that they trust to be 

persuaded that it will help them.  

 At the moment consumers misguidedly think it’s a case of ‘job done’ on energy efficiency. 

DECC itself has also undertaken a substantial body of research examining the likely consumer 

response to the Green Deal (details of Understanding Potential Consumer Response to the Green 

Deal50 and associated DECC research papers are set out in Appendix 8). Some key findings from 

these papers are shown in the following table: 

Demand for energy efficiency improvements 

Barriers Enablers 

A lack of money (35%) If it led to a reduction of costs (46%) 

Already doing enough (24%) At the availability of a subsidy or grant (32%) 

Too much hassle or disruption (15%)  
 

If they had convincing information that installing 
measures would lead to a warmer home and lower 
energy bills (24%)  

A lack of time (15%). 
 

If they received information from a trusted source on 
how to reduce energy use (19%).  

Attractiveness of the Green Deal 

Attractive Less attractive 

Lower energy bills (67%) The cost of improvements (35%) 

A warmer, more comfortable home (46%) The length of the payment term (33%)  

Not wasting energy (37%) The hassle/physical disruption of making 

                                                
49

 http://www.ey.com/Publication/vwLUAssets/Green_Deal_Consumer/$FILE/Green_Deal_Consumer.pdf  
50

 http://www.decc.gov.uk/assets/decc/11/consultation/green-deal/3586-green-deal-understanding-consumer-
resp.pdf  

http://www.ey.com/Publication/vwLUAssets/Green_Deal_Consumer/$FILE/Green_Deal_Consumer.pdf
http://www.decc.gov.uk/assets/decc/11/consultation/green-deal/3586-green-deal-understanding-consumer-resp.pdf
http://www.decc.gov.uk/assets/decc/11/consultation/green-deal/3586-green-deal-understanding-consumer-resp.pdf
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improvements (31%)  

Being better for the environment (24%) 
 

Uncertainty about the costs being on the energy bill of 
the property (20%) 

Good that it enabled a spread of payments 
over time (18%)   

A third (33%) had a preference to pay the cost up 
front rather than spreading it over time. 

Table 13.2 Key Findings from DECC research on Understanding Potential Consumer Responses to the Green Deal 

Discussions with participants identified a number of trigger points for when they would consider 
taking up energy efficiency measures. These included: 

 the purchase of a new property – particularly a long-term investment or final move. 

 a major renovation or refurbishment of a property.  

 the replacement of a boiler or heating system. The survey showed a higher than average 

likelihood of taking up a Green Deal package among those who had undertaken recent 

changes and who were planning to move or refurbish their homes soon.  

 

CASE STUDY: Green Deal trial with B&Q, BioRegional and the London Borough of Sutton 

The partners advertised the trial of this Green Deal type scheme in the local newspaper and received 

interest from 400 householders in the borough of Sutton. Of the 400 householders, 126 households 

accepted the offer of the energy audit. The householders that received an energy audit were then 

offered improvements to their home. The improvements were subsidised by 40% with grant funding. 

Of the 126 households that had an energy audit 67 took up the offer of energy efficiency 

improvements to their homes (with the average amount invested per household approximately 

£13,000). This means that 59 households (47%) did not take up the offer even when offered a 40% 

grant. Interestingly, the 67 households that did take up improvements to their homes commented 

that they were not motivated by financial savings; the chance to add to the ‘comfort’ of people’s 

homes was a driving factor. 

Of the participating 67 households, a third chose the best value payback period, a third chose the 25 

year loan package and the remainder chose to invest more in improvements. A key point to note is 

that this trial was based on the repayment being attached to the customer instead of the house. 

Source: Sustainable Home and Green Initiative websites51 

With regard to key audiences the survey showed that the groups with higher levels of interest in 

taking up a Green Deal offer were: 

 younger  

 male 

 those on means tested benefits 

 households needing two or more energy efficiency measures  

 those with homes that are hard to heat 

 those who struggle to pay their bills 

                                                
51

 http://www.sustainablehomes.co.uk/blog/bid/68558/Governments-Green-Deal-trials-have-they-proved-
anything  

http://www.sustainablehomes.co.uk/blog/bid/68558/Governments-Green-Deal-trials-have-they-proved-anything
http://www.sustainablehomes.co.uk/blog/bid/68558/Governments-Green-Deal-trials-have-they-proved-anything
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 those who live in rural areas 

 the affluent 

In contrast, the survey also showed that those households including someone aged over 70 or in 

receipt of a benefit were less likely to take up a Green Deal offer compared to those in the non-priority 

groups. 

The report ‘Behaviour Change and Energy Use’, by the Behavioural Insights team at the Cabinet 

Office52, also starts from the premise that social, cognitive and behavioural factors are important in 

explaining why many people have not yet introduced changes that could help them to enjoy cosier 

homes and lower energy bills. Three of the most significant behavioural insights are: 

1. Discounting the future. People often have a tendency to ‘discount the future’ – i.e. they may 

prefer a smaller reward today over a larger reward in the future. One of the barriers to making 

energy efficiency improvements relates to the fact that the benefits are accrued over a long 

period of time, whereas the costs associated with them are immediate and sometimes large. 

2. Social norms. Behavioural insights tell us that people are heavily influenced by what others 

around them are doing.  How can social norms encourage the adoption of green behaviours? 

Can the diffusion of norms be encouraged through existing social networks? 

3. Defaults. One important lesson from behavioural economics is that individuals tend to go with 

the flow of pre-set options, or defaults such as pre-sets on heating and cooling systems. 

The report goes on to outline the launch of a series of trials and changes to government policy 

designed to help people and make it easier for them to green their homes and use less energy. These 

include offering upfront incentives, offering community discounts and rewards, offering help to 

minimise the hassle factor of implementing energy efficiency measures and smart metering.  (More 

details about these trial initiatives are in Appendix 8). 

Consumer Focus’ ‘What’s in it for Me? Using the Benefits of Energy Efficiency to Overcome the 

Barriers’, in July 201253 looked at the experience of 15 projects which had tried to encourage and 

support people to install energy efficiency measures, and asked the question ‘how did they create a 

favourable exchange so that people decided to act?’ Overall findings of this research are outlined in 

Appendix 8. In terms of marketing energy efficiency measures however the research found that  

 A segmented, as opposed to a population wide, approach is needed to move beyond the 

energy efficiency ‘early adopters’. 

 The combined messages of cost, carbon and comfort can water down the single message that 

will really attract a particular segment. 

 Exchange also applies to partners and messengers, and the programme design should 

consider their needs to reduce overall cost and improve effectiveness. 

 Long term energy efficiency behaviour change is vital to maximise the impact of measures. 

 Many projects have, primarily for funding and resource reasons, been unable to evaluate their 

schemes beyond the short term installation of measures. This limits the potential for scalability 

and development of best practice. 

                                                
52

 http://www.cabinetoffice.gov.uk/resource-library/behaviour-change-and-energy-use  
53

 http://www.consumerfocus.org.uk/publications/whats-in-it-for-me-using-the-benefits-of-energy-efficiency-to-
overcome-the-barriers  

http://www.cabinetoffice.gov.uk/resource-library/behaviour-change-and-energy-use
http://www.consumerfocus.org.uk/publications/whats-in-it-for-me-using-the-benefits-of-energy-efficiency-to-overcome-the-barriers
http://www.consumerfocus.org.uk/publications/whats-in-it-for-me-using-the-benefits-of-energy-efficiency-to-overcome-the-barriers
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The overall recommendations from the research are summarised in Table 13.3 below.  

Recommendations from Consumer Focus report ‘What’s In It For Me? Using the Benefits of 
Energy Efficiency to Overcome the Barriers’  

Plan from the customer's 
perspective 
 

 Who do they listen to? 

 What benefits are they looking for? 

 What might be preventing them from acting? 

Segment the 
audience 
 

 One size does not fit all 

 Develop different messages and delivery approaches for each 

segment 

Offer instant gratification 
 

 Short term benefits are often more powerful than long term 

ones 

 Bring the issue of energy efficiency into the present 

Make it personal  Make it about the person: their house, family and locality 

Give them the feel for it  Provide opportunities to 'touch and feel' through exemplar 

homes, or the experiences of neighbours 

Develop partnerships  Work with partners that the audience will listen to and trust 

 Make it attractive and easy for organisations to partner with you 

Encourage word of mouth  People trust their friends and family 

 Consider how your customers can influence others 

Your contractors are your 
ambassadors 

 Contractors spend most time in the home and have most 

opportunity to inform and influence residents 

 Involve contractors early, their buy-in to messaging is vital 

Take a long-term approach  It may take time for the desired action to take place 

 Consider long term behaviour change as well as the installation 

of measures 

Plan to evaluate  Define success in terms of actions 

Table 13:3  Recommendations from Consumer Focus report ‘What’s In It For Me?’ 

13.3 Local Market Research  

This section summarises feedback from a number of sources of local market research in relation to 

household energy efficiency.  

13.3.1 Summary of B&NES Research by Housing Tenure 

Table 13:4 below summarises the key learning points emerging from local qualitative and quantitative 

research exercises undertaken with B&NES residents. Sources include Energy Efficient Widcombe 

2012 (EEW), B&NES Voicebox 20 Green Deal Mosaic and house tenure analysis (VB), and the 

feedback from this study’s focus group in Twerton (TFG). The table sets out key attitudes to retrofit 

and Green Deal and perceptions of energy efficiency in general, referenced by type of housing tenure, 

and then outlines some of the resulting implications for marketing. 

Tenure Attitudes to retrofit/Green 
Deal/ECO 

Perceptions of 
energy efficiency 

Marketing implications 

Home 
owners 

Vast majority have done at 
least one action to improve the 

Half of all 
homeowners believe 

Homeowners may believe that 
they have made a more 
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insulation of their home. (EEW) 
 
More about being unaware of 
the need to insulate rather than 
about overcoming barriers. 
(EEW) 
 
68% would be more likely to 
insulate if costs recovered 
within 5 years. (EEW) 
 
Home owners more likely to 
have 300mm of loft insulation 
(if home owned outright 61%, 
with a mortgage or loan 48%) 
(VB20) 
 
Of respondents who don’t have 
loft or cavity wall insulation, 
more of those who own their 
houses with a mortgage or loan 
are willing but concerned about 
costs than any other type of 
tenure. (VB20) 
 
44% (highest percentage) have 
cavity wall insulation. (VB20) 
 
Good idea for Council to be 
involved with Green Deal/ECO 
delivery as visits from them are 
preferable to discomfort 
experienced from multiple cold 
house calls from ‘forceful’ or 
inconsiderate sales people. 
(TFG) 

that most of their heat 
loss is through the 
roof. (EEW) 
 
Energy efficiency is 
not considered by 
some “I don’t see the 
bills on my property…I 
just turn the heating 
up.” (TFG) 

significant step to insulate their 
homes than they have, once 
they have put in roof 
insulation. (EEW) 
 
Overcoming inertia resulting 
from contentment with the 
status quo could be more of a 
challenge than barriers of 
disruption or lack of time. 
(EEW) 
 
Communications need to 
illustrate to homeowners that 
they could (or should) be 
doing more to insulate their 
homes and that there is a 
tangible benefit for otherwise 
happy homeowners to take 
steps to improve the efficiency 
of their homes. 
Most motivating messages 
relate to: 

 Adding value to the home 
(72% agree)  

 Recovering costs within a 
short (5 yr) timeframe (68% 
agree) 

 Desire to reduce carbon 
footprint (77% agree) 

Communications messages 
will need to substantiate these 
claims to prompt positive 
action. (EEW) 

Private 
tenants 

Only 4 in 10 tenants have 
taken at least one action to 
insulate their homes. (EEW) 

Tenants feel the 
effects of energy in-
efficient homes (EEW) 

Energy efficiency of homes in 
the private rental sector is less 
good than in the owner 
occupied sector which has 
implications for influencing 
landlords to act. (EEW) 
 
Tenants, themselves, can lack 
influence on their landlords. 
Need to equip them with 
positive arguments for 
improving insulation that they 
can take up with their landlords 
directly.(EEW) 

Private 
landlords 

Likely that Landlords are not 
under particular pressure from 

Data demonstrates 
that tenants more 

Can appeal to landlords as 
homeowners who have the 
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their tenants to improve the 
insulation and energy efficiency 
of their properties (EEW) 
 
Some landlords have 
successfully taken advantage 
of the Council’s ‘free for all’ 
insulation offer and ‘Warmer 
Lets’ boiler/heating 
replacement scheme. (TFG) 
 
There is awareness of Green 
Deal/Eco amongst local 
Landlord Associations and 
support for using local 
suppliers to deliver retrofit 
measures. (TFG) 
 
Preference for the Council 
having relationships with 
multiple GDPs to encourage 
competitive pricing and avoid 
monopoly. (TFG) 
 
Only 18% have 300mm of loft 
insulation fitted although more 
than 50% didn’t know.(VB20) 

likely to describe their 
homes as draughty 
and insufficiently 
insulated – appealing 
to duty of care. (EEW) 
 
Behaviour is key eg 
condensation caused 
by poor ventilation 
practices in multiple 
occupancy buildings 
(TFG) 

potential to add to the value of 
their home by improving its 
insulation (so long as this can 
be substantiated). (EEW) 

Social 
housing 
tenants 

OK for social housing landlords 
to apply retrofit measure so 
long as ‘they make a good job 
of it.’ (TFG) 
 
40% of social housing tenants 
have 300mm loft insulation 
(VB20) 
 
Have potential concerns about 
noise and disruption. (TFG) 

Some social housing 
tenants are 
experiencing 
inefficient and 
expensive 
heating.(TFG) 
 
Behaviour is key eg 
leaving the heating on 
with the windows 
open (TFG) 

Engaging with social landlord 
activities in both Green Deal 
and ECO delivery will be an 
important part of B&NES 
delivery strategy. 

Table 13:4  Key learning points from local qualitative and quantitative research with B&NES residents 

13.3.2 Attitudes to Energy Efficiency Measures  

The following attitude statements, evaluated by age, were taken from a summary report following a 

survey of 1,072 B&NES residents54. Respondents were asked to agree or disagree with each of six 

prompted statements reflecting their attitudes to energy measures.  

 The most singularly polarised opinion was in the disagreement with the statement that energy 

bills are not a big issue for me with 57% disagreeing and only 12% agreeing.  

                                                
54

 MSS Report MR4787 B&NES Voicebox 20 Energy Efficiency Feb 2012  
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 There was strong agreement for the statement I would be more willing to install energy 

saving measures if I only had to pay the cost via the energy savings on my bill instead 

of paying upfront – 45% agreeing (particularly males and 18-54s) and only 8% disagreeing.  

 There was also strong agreement overall for I would be more likely to install these 

measures if I was already doing work to my house – 42% agreement overall (particularly 

males and 18-54s).  

 Whilst opinions were not so strong overall as for these other two issues, there was still a 

positive agreement (mean score of 3.17 out of 5) for I would be more likely to install these 

measures if they were organised through a neighbourhood project – 24% agreeing 

(particularly 25-34s).  

 There were almost equal levels of agreement cf. disagreement overall (and therefore mean 

scores close to the mid-point of 3.0) for both the other statements about:  

o Concerns that energy measures would be too disruptive/too time-consuming 

(particularly 45-54s); 

o Not having enough knowledge about energy saving measures in the home (more 

likely amongst 35+ ages). 

13.3.3 B&NES Mosaic analysis 

The B&NES Green Deal Mosaic analysis, sought to discover the key characteristics and attitudes of 

14 identified Mosaic groups55. 

A table summarising the detail of the mosaic analysis can be found in Appendix 8. In general a higher 

percentage of those who own their home with a mortgage or loan are willing to make changes but 

concerned about costs, respondents who own their own home outright are less willing. 

Those who privately rent or rent through local authority/social landlords are more likely to answer 

‘don’t know’ or ‘not applicable’ (47% and above for all questions). 

In general a high percentage of respondents from couples and young singles in small modern starter 

homes (group U) and elderly people reliant on state support (group Z) replied ‘don’t know’ or ‘not 

applicable’. A high percentage of middle income families living in moderate suburban semis (group Q) 

and residents of small and mid-sized towns with strong local roots (group N) were not willing to 

consider energy efficiency measure (except with respect to loft insulation) and a high percentage of 

local income families in older or social housing (group V) were very willing/willing but concerned about 

costs. Owner occupiers in older-style housing in ex-industrial areas (group W) and residents with 

sufficient incomes in right-to-buy social housing (group X) also commonly had a high percentage of 

respondents answering they were willing but concerned about costs. 

13.3.4 Comparisons between National and Local Research 

The preceding sections outlining national and local sources of research into Green Deal, energy 

efficiency and eco-retrofit exhibit a close degree of synergy across a number of areas and although 

there will inevitably be some local variations, a good deal can continue to be taken from national 

research to inform development of the local market offerings. 

                                                
55

 B&NES VOICEBOX 20 Green Deal MOSAIC and house tenure analysis.  
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13.4 B&NES Marketing Strategy Recommendations 

13.4.1 Market Segmentation 

One of the key messages from marketing strategy is the need to map and understand the different 

segments of your market. For the local market for Green Deal, it will be particularly important to use 

segmentation as a means of tailoring, as much as possible, individual marketing approaches for each 

resident, both in terms of the marketing messages used and the channels through which they are 

delivered. One size will not fit all. The diagram below indicates some of the key factors influencing the 

precise choice of message and delivery channel that will have the most likelihood of success.   

National and local research has indicated that residents’ choices around Green Deal are influenced 

by: the type of house they live in, how they live in it and what energy efficiency measures have 

already been undertaken; their residential tenure and the consequential power and influence they 

have over decisions about installing energy efficiency measures or taking up Green Deal offers; and a 

raft of socio-economic factors embracing life stage, attitudes and beliefs and behaviour patterns. In 

the diagram, information gained about these topline issues shapes the possibilities that are available 

in terms of retrofit potential and finance choice. It also gives an indication of what (or when) is likely to 

be the most potent trigger (or triggers) that will facilitate action. This then informs the development of 

the most appealing marketing messages and offers, which can be tailored to suit the individual 

resident and also influences the most effective channels of communication to be used for delivery.    

 

Figure 13:2 Customer Led Marketing  

13.4.2 Key Marketing Approaches 

 Focus on delivery of retrofit with Green Deal as one delivery option. Local research 

shows  that appetites for retrofit  persist even where the Green Deal as a financial delivery 

mechanism has been rejected with certain market segments showing some preference to pay 

for improvements in other ways  Marketing Green Deal as part of a retrofit offering also 

minimises the risk to B&NES should the Green Deal receive bad press or fail. 
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 Segment the market using multiple parameters: These should include housing type, 

tenure, age of residents etc. Defining a target group by their common behaviours (what they 

do, or don’t do), tenure or attitude to the Green Deal is much more effective than defining a 

target group by location alone. Develop messages and delivery channels that suit each 

segment. 

 Tailor approach: focus on the personal – house, locality, needs, what is possible. 

Provide convincing information on current costs/projected costs. 

 Tailor messages to segment and answer ‘what’s in it for me?’ Cost, comfort, carbon and 

avoiding loss are all strongly influential messages for different people. Other positive 

messages could include lower energy bills, not wasting energy, better for the environment and 

for Green Deal, no up-front costs or the ability to spread payments. Maximise the benefit that 

will appeal to the particular target group or segment and motivate them to act. 

 Incentivise. What other rewards can be given? Incentives can be applied at difference points 

along the Green Deal journey to encourage take up. From referral fees to community groups to 

incentivise referrals, to free or subsidised assessments to householders by local assessors. 

Other financials incentives to participating householders could include the provision of 

‘vouchers’ or  ‘cash back’ using Bath Olivers (Bath’s local currency, which has recently been 

used to incentivise recycling schemes in B&NES). Incentives could be linked to the take up of 

a local Green Deal assessment or Green Deal installation via local SME installers.   

 Showcase retrofit through exemplars/neighbours, and encourage customers to 

influence others. Provide social proof for those considering taking action. Embolden those 

who have already acted to promote the benefits; publicise actions. One focus group 

respondent commented that seeing an insulation van at a near neighbour’s house was 

sufficient for her to think “if they are doing it then I should be able to do it too.” Extend existing 

exemplar schemes such as Bath Homes Fit for the Future to achieve wider coverage and 

include permanently open displays and drop in centres. 

 Identify and exploit local market ‘trigger points’. Partnership working with building control 

and planning teams, estate agents, RP tenant liaison officers, DIY merchants and 

kitchen/bathroom companies as well as installers of renewable energy, builders of loft 

conversions and extensions, heating and plumbing engineers and the RMI trades is needed to 

integrate marketing and promotion at key potential Green Deal ‘trigger points’. Activities such 

as house sales and purchases, refurbishments, maintenance and renovation are all fertile 

territory for trigger points and also prime ambassador recruitment areas. 

 Use trusted partners and sources. All the national and local research underpins the 

importance of this. The local authority itself is one such trusted source; in the Haringey Green 

Deal pilot study, uptake was increased from 2.6% to 11% when the Local Authority endorsed 

the scheme. Other trusted sources include local groups and individuals in the public sector and 

education sector, resident and tenant groups, community and charity organisations and local 

businesses Utilising appropriate engagement and training processes, which seek to inform and 

overcome barriers where necessary as well as establish links and identify incentives, these 

trusted sources can be developed into valuable local ambassadors for retrofit and Green Deal. 

 Evaluate and influence beyond the short term. This is vital not only to ensure that new 

measures are understood and, where applicable, used correctly (also taking into account 

seasonal variations) but also to influence shifts in energy usage patterns in order to embed 

long term energy efficient behaviour change. In addition the hard data collected through 
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evaluation activities can be used to influence and inform ongoing marketing messages and 

approaches moving forward.  

13.4.3 Mapping Marketing Opportunities and Channels to B&NES Market  

The following recommendations are adapted from DECC’s Guide to Local Authorities and the Green 

Deal56. 

 Create local strategy to stimulate interest in and promote the take up of energy efficiency 

measures. 

 Link with other energy efficiency, fuel poverty or regeneration schemes.  

 Seek planned maintenance, refurbishment or regeneration works in the coming year/s that 

might provide synergies with the delivery of the Green Deal. 

 Roll out Green Deal on a community wide, street by street basis (like CESP).  

 Work with existing partnerships & relationships (including the partner organisations on the ESP 

as one example).  

 Create links with the Feed in Tariff and the Renewable Heat Incentive.  

 Make key local stakeholders and businesses aware of the opportunities the Green Deal might 

provide.  

 Make local councillors aware of the opportunities. 

 Make links with different parts of B&NES Council and encourage them to engage and 

influence through their networks. 

 Create incentives to help drive demand for the Green Deal (financial/non-financial).  

 Segment the market - analyse housing stock data and types of households for whom Green 

Deal packages might be most appropriate, including on occupancy and tenures.  

 Partner with key local community organisations to help engage households  

 Forge links with local supplier/builder/installer supply chain and create Ambassadors/referral 

opportunities and installer networks. 

 Investigate opportunities to work with social housing providers and community groups.  

 

 

 

 

  

                                                
56

 http://www.decc.gov.uk/assets/decc/11/consultation/green-deal/3499-local-authorities-green-deal-info.pdf  

http://www.decc.gov.uk/assets/decc/11/consultation/green-deal/3499-local-authorities-green-deal-info.pdf
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14. Local Partnership  

In order for the potential of the Green Deal and wider retrofit market in B&NES to be realised, a wide 

range of organisations will be needed to collaborate in mutually supporting activity across the district. 

Some of these organisations, like Bath & North East Somerset Council, will need to play a significant 

role in order to kick start and help grow this market. Other organisations will play a smaller, more 

specialist role. However it is the combination of these actions which will enable the market to reach its 

potential. Bath & North East Somerset Council is in a unique position to coordinate and catalyse 

action among a wide community partnership in a way which arguably no other organisation in the area 

is as well placed to do.  

This section outlines the specific roles and responsibilities which will need to be considered by Bath & 

North East Somerset Council, together with organisations in the wider community partnership, in order 

for the potential of Green Deal in B&NES to be realised.  

14.1 Bath & North East Somerset Council 

The following list outlines the key roles and responsibilities of B&NES Council which should be 

considered in order to realise Green Deal under the Delivery Partnership model.  

1. Provide strategic leadership on Green Deal & Retrofit for Council and local area.  

2. Develop and co-ordinate local strategy & action plan on Green Deal & Retrofit.  

3. Oversee procurement and manage ongoing relationship with Green Deal Provider.  

4. Co-ordinate internal engagement all relevant Council teams.  

5. Manage Green Deal ‘starter projects’ (for instance in ECO Carbon Saving Communities 

areas). 

6. Ensure that the retrofit offering incorporates a significant Affordable Warmth support service 

across B&NES.  

7. Establish and provide secretariat for Green Deal & Retrofit ‘Community Partnership’ to co-

ordinate cross-community promotion and lead generation. 

8. Support wider community stakeholder engagement in Green Deal & Retrofit.  

9. Support engagement of local SME installers and assessors in Green Deal and wider retrofit 

market.  

10. Establish and lead a marketing campaign across B&NES.  

11. Roll out a programme of (a) awareness raising and (b) behaviour change on household energy 

use across B&NES to ensure that householders are both (a) aware of what actions they can 

take and (b) motivated to take this action. 

12. Maximise leverage of Green Deal and Retrofit funds into B&NES to support and enhance 

activity in the longer term.  

14.2 Wider Community Partnership   

This section outlines the suggested roles and activity that other key organisations in B&NES could 

undertake in order to support delivery of Green Deal and Retrofit across the district.  
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Curo:  

 Deliver refurbishment programmes and ECO funded measures (potentially including Green 

Deal finance) in B&NES c.10,000 social housing dwellings.  

 Participate in B&NES Retrofit Community Partnership to enable joined up retrofit activity 

across B&NES district.  

 Potentially a joint partner in a Delivery Partnership model with B&NES, sharing procurement of 

a Green Deal Provider (who could also offer ECO funding and delivery) and/or making use of 

the same local procurement framework for SME installers.  

 Promote opportunities under ECO (and potentially Green Deal) to social housing occupants 

(by Tenant Liaison Officers).  

 Ongoing behavioural change support for tenants, including energy efficiency training and 

support to tenant group ‘energy champion’ activity. 

 Develop exemplar homes, potentially in void properties.  

 Support and training to DLO and other contractors to ensure quality installations that meet 

‘best practice’ standards for retrofit (for instance on issues such as air tightness and fabric 

performance). 

 Potentially (in the longer term) become a Green Deal Provider locally (for instance through the 

consortium being established by Alliance Homes), offering services to the private housing 

sector.   

Local builders, trades, installers:  

 Deliver Green Deal/ECO funded installations by becoming GD accredited installers and either:  

o Providing installation services via the local procurement framework panel to B&NES 

council-procured Green Deal Provider(s), or: 

o Providing installation services to other Green Deal Providers operating in the area. 

 Green Deal accredited businesses may also use their accreditation credentials to cross-sell 

other existing retrofit-related services that are not funded by Green Deal/ECO.  

 Deliver retrofit works outside of the framework of Green Deal (in this case they could decide to 

be Green Deal accredited or not). Many sole traders and micro businesses will continue to 

provide their existing services as normal, but may decide to ‘upsell’ to integrate low energy 

improvement works at key ‘trigger point’ activity (i.e. kitchen/bathroom replacements or general 

refurbishment works).  

 Signposting and promotion for Green Deal/ECO. (N.B. this is only likely to happen if the 

businesses perceive they can benefit in some way, i.e. if they are on the local procurement 

framework. Otherwise they risk losing clients to other businesses).  

 Provide trusted advice and information on energy efficiency – builders and installers are 

typically a well trusted source of advice and information to householders.  

 Potentially becoming Green Deal assessors or offering ‘whole house plan’ energy advice 

services.  

 Supporting development of local standards for Green Deal and Retrofit.  

 Showcasing local skills and demonstration projects to the public through open homes schemes 

(e.g. Bath Green Homes).  

 Supporting local retrofit promotional activity initiatives through sponsorship.  
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Trade associations: 

 Promote opportunities to members in local area.  

 Act as a communication channel with local SMEs as part of the Community Partnership.  

Colleges: 

 Provide accredited Green Deal training courses for local assessors and installers.  

 Provide other retrofit related training courses for local assessors, advisors, community groups, 

installers, and others.  

 Integrate retrofit related training into existing training courses, as well as provide top up 

training courses.  

 Support development of local standards for assessment and installation.  

 Raise awareness of energy efficiency and Green Deal among students so they can promote it 

to private landlords.  

Universities:  

 Share retrofit related research and expertise on latest technologies, materials and approaches 

with local stakeholders (via Community Partnership).  

 Lead monitoring programmes covering both technical performance of measures installed, as 

well as impact of awareness and behavioural change activity (e.g. Bath Green Homes).   

 Raise awareness of Green Deal and retrofit with students and staff.  

 Use University’s relationship with private landlords to promote and influence Green Deal 

uptake.  

 Students can apply pressure through University’s student accommodation landlord list (’20 

things to ask your landlord’).  

 Make use of Green Deal in university’s own stock (e.g. as part of a Green Deal Early Activity 

programme).  

 Use student volunteers to promote Green Deal.  

Bath Preservation Trust:  

 Providing trusted advice to members and the public on appropriate energy efficient retrofit 

techniques for listed and conservation area buildings.  

 Signposting to local assessment and installation services appropriate to historic buildings.  

 Promotion of opportunities under local Green Deal & ECO, in particular those relevant to 

historic buildings.  

 Supporting the development of local standards for assessment and installation in listed and 

conservation area buildings.  

 Exemplars, talks, demonstrations, information, inspiration, including showcasing what’s 

possible through open homes events (through Bath Green Homes partnership with B&NES 

Council and Transition Bath).  

 Potentially offering assessment services for listed buildings.  
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Bath & West Community Energy:  

 Promote Green Deal to membership, and signpost to local assessment and installation 

services.  

 Provide renewable energy installations for public and community buildings to compliment 

energy efficiency based retrofit works.  

 Support local community based retrofit activity with revenue generated through its ‘Community 

Fund’.  

 Potentially raise profile of Green Deal and create ‘community buzz’ through local community 

share issue (with finance blended with The Green Deal Finance Company money and 

potentially local authority investment as well).  

 Potentially provide assessment (and/or pre-assessment) services, as part of a community-led 

model for promotion and assessment locally.  

 Potentially (in the longer term) become a Green Deal Provider.  

Community based environmental groups and networks:  

 Promote Green Deal and Retrofit to membership and general public.  

 Signpost to assessment and installation services.  

 Create ‘community buzz’ about retrofit through events, talks, workshops, exemplar (open 

homes) schemes.  

 Run behavioural change projects (like ‘Transition Streets’ or ‘Carbon Conversations’).  

 Deliver community advice or pre-assessments (offering informal home visits by volunteers to 

talk through issues and opportunities for energy improvement, including Green Deal).  

Bath Green Homes:  

 Inspire householders with practical examples of what other home owners have done through 

low energy retrofit through an annual open homes scheme in Bath. 

 Promote and signpost the public towards local Green Deal and retrofit services through 

publicity, talks and events.  

 Support other towns, villages and communities to run their own open homes exemplar 

schemes, linked to existing community hubs, within B&NES district.  

 Engage with local retrofit installer businesses.   

Local estate agents:  

 Upskill/train staff to be aware of EPCs, Green Deal, and the benefits of energy efficiency, so 

that they can properly promote the benefits of warm, low energy homes to customers (and 

help realise the value of energy efficient homes for their clients).  

 Integrate these benefits into their local marketing.  

 Promote Green Deal to customers and clients at key trigger points (e.g. when buying or selling 

a house).  

 Signpost to local assessment and installation services for Green Deal and low energy retrofit.  

 Engage with / support local open homes / showcase schemes (e.g. Bath Green Homes).  
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Landlord Associations: 

 Promote opportunities under Green Deal and ECO to landlords (particularly in context of likely 

longer term regulatory requirements on household energy performance, including requirement 

for F&G rated properties to be upgraded prior to 2018).  

 Signpost to local advice, delivery and installation services.  

 Help to inspire landlords to take action by demonstrating what’s achievable and recognising 

local innovation through running a local award scheme and/or encouraging participation in 

open homes events (e.g. Bath Green Homes).  

Home Improvement Agencies (Care and Repair):  

 Provide referrals to local Affordable Warmth Service.  

 Deliver energy efficiency advice for householders and signpost to other relevant local advice 

and support services.  

 Integrate best practice energy efficiency improvements into all specifications for works (as any 

work on homes is potentially a ‘trigger point’ for efficiency improvements).  

 Provide extra services (e.g. loft clearing prior to loft insulation) which would not be funded 

under Green Deal or ECO.  

Affordable Warmth Advisory Group 

 Co-ordinate activity to promote energy efficiency, generate ECO Affordable Warmth referrals, 

and ensure affordable warmth for all B&NES residents.  

Health & Well Being Boards  

 Review opportunities to take a leadership role in the integrated promotion of energy efficiency, 

available funding and available assessment and installation services, together with the health 

benefits of warmer homes, as part of integrated health service communications with patients 

and the public (through both bespoke patient-support and wider promotional campaigns).  

Local Councillors, Town and Parish Councils:  

 Promote Green Deal to their local residents, including signposting to assessment and 

installation services.  

 Councillors to promote when knocking on doors.  

 Integrate details into local resident ‘welcome packs’ (e.g. when someone first moves to a 

village) – as moving house is a key ‘trigger point’ for retrofit works.   

 Encourage and support local talks, events, community ‘energy champion’ activity, 

neighbourhood / street level behaviour change programmes, and other activity relating to 

Green Deal and retrofit in their area.  

Resident and tenant associations: 

 Promote and signpost residents and tenants towards Green Deal.  
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Faith groups:  

 Promote benefits of energy efficiency and Green Deal and signpost to local assessment and 

installation services (potentially as part of Diocese wide activity).   

Schools: 

 Hold whole school energy awareness open days linked to pupil activity.  

Local Business Sector  

 Utilise Green Deal to improve the energy performance of its own stock.  

 Raise awareness of Green Deal among its staff.  
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15. Conclusions 

Delivering a major programme of retrofit across the local building stock has the potential deliver 

substantial social, economic and environmental benefits to Bath & North East Somerset. The 

introduction of the Green Deal provides an opportunity to develop a framework for a thriving local 

market which will continue to grow and prosper for years to come. The Green Deal should be seen as 

a central component in a wider retrofit market that is likely to be worth between £10-20 million a year 

across B&NES.   

Such a programme can secure local employment, generate new jobs, improve health and well-being, 

save millions on annual health and social care costs, reduce fuel poverty, future proof residents 

against rising energy prices, improve property asset value, enhance local energy security, build 

community resilience, as well as substantially reducing carbon emissions.  

A wide cross sector partnership will be needed to turn this vision into reality. This report has outlined 

how a community led approach which builds on existing local initiatives and organisations and 

establishes a trusted local presence will have the greatest chance of success. The local authority is in 

a strong position to lead the establishment of such a partnership, bringing together relevant local 

authority departments, health and social care agencies, registered housing providers, local 

businesses, trade bodies, private landlords, universities and colleges, estate agents, local champions 

and community groups to work together.   

The recommended approach to delivery of a community based Green Deal in B&NES is to start 

initially with a ‘Delivery Partnership’ model.  

 

Figure 15:1  Delivery Partnership Model Recommended Approach  

This approach requires B&NES Council to procure one or a number of Green Deal Provider partners 

to deliver Green Deal (and potentially wider retrofit activity) in the local area. The Council supports the 

establishment of a wider ‘LA-Community Partnership’ to engage key local stakeholders in overseeing 

delivery by the Green Deal Provider and also co-ordinating local activity to stimulate Green Deal 
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uptake, generating customer leads which are passed on to the Green Deal Provider(s) in return for 

referral fees. The income from these referral fees could be ring fenced and used to support further 

promotional activity by the LA-Community Partnership. 

This model has potential to satisfy the key local objectives of maximising customer uptake and carbon 

reductions, maximising impact on fuel poverty, strengthening the local economy and creating a clear 

role for community interests and enterprise. In the longer term the LA-Community Partnership could 

expand its role, potentially developing into a local Green Deal Provider.  

The report has outlined the core tasks likely to be involved for the local authority to support this 

Delivery Partnership model. There are a number of routes for resourcing this activity: 

 Local authority core costs – this might include core staff within housing or environment 

teams as well as a wider range of staff supporting marketing and promotion activities.   

 Referral fees – through income from Green Deal and ECO referral fees, as well as potentially 

from other sources of finance such as Feed In Tariff or the Renewable Heat Incentive.  

 Revenue stream from LA Investment in TGDFC – the local authority could invest in The 

Green Deal Finance Company (TGDFC) to provide an annual return sufficient to support some 

or all of the operational costs of the scheme.  

 Grant funding – local, national or even European grant funding could be used to support on-

going operational costs or capital works (such as retrofitted show homes). This could include 

Section 106 Agreement income, or in future ‘Allowable Solutions’ funding57. Where the LA-

Community Partnership takes the form of a CIC, sponsorship could also be leveraged. 

Combining and maximising all available funding streams to support marketing and uptake will be 

essential if the potential benefits from a major programme of retrofit in the B&NES area are to be 

realised. 

Local authority seed funding will be required in order to support initial set-up costs such as 

procurement of the GDP and brand establishment. Since there is a time lag before referral fees are 

received, seed funding is also required to cover initial working capital. Beyond this the model has 

potential to be self-sustaining. The exit strategy for the local authority should customer uptake not 

prove as expected would be to cease marketing and promotional activity, in which case the extent of 

losses would amount to initial set up costs plus approximately a year’s working capital.  

Should a decision be taken to proceed with a Delivery Partnership approach in principle the next step 

would be to resolve the above key decision points and move towards procurement of one or more 

Green Deal Providers. While the Green Deal market is expected to be relatively slow to stake off, the 

benefits of a local authority taking early action include:  

 ECO maximisation – ECO funding is limited and by moving quickly a local authority can help 

maximise its’ locality’s share of ECO funding.  

 Early engagement and positioning – A clear and early signal to the local market will help 

ensure that local stakeholders and businesses know what is happening and begin to align with 

this scheme. It will also potentially discourage other GDPs from aggressive local marketing.  

                                                
57

 As a result of developers discharging zero carbon Building Regulations obligations 
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One way of taking early action whilst also trialling elements of the Delivery Partnership model is to 

establish one or a number of Starter Projects. These could include projects on the following themes:  

 ECO Carbon Saving Communities – this funding provides a perfect basis for an initial area-

based starter project and is already under consideration in B&NES.  

 ECO Affordable Warmth Service – this could be developed ahead of or in parallel to the full 

Delivery Partnership model with a GDP.  

 Council’s own stock – a local authority could demonstrate leadership on Green Deal and 

Retrofit by ‘going early’ with some of its own non-domestic properties.  

 Retrofit exemplars – available buildings such as empty shops or homes (e.g. owned by the 

local authority or local registered provider) could be the subject of early retrofits to inspire the 

public and local businesses about what is possible.  

The key would be to ensure maximum opportunities for learning to be collated, shared and fed back 

into the action plan for the Delivery Partnership Model.  

There are a number of aspects to Green Deal delivery which present opportunities for collaboration 

with other organisations such as local authorities in the surrounding area. These include the following:  

 Affordable Warmth Service – delivery of such a service across a number of local authorities 

could provide efficiency through economies of scale (see Section 5.2 and 10.8).  

 Marketing strategy – knowledge and experience could be shared on approaches to 

marketing and the development of targeted messages to discrete customer groups. 

 Exemplar schemes – sharing of resources and experience to support open homes schemes 

like Bristol Green Doors and Bath Green Homes, in order to reach out to more communities. 

 Training of agency staff – collaboration on training for Green Deal promotion and appropriate 

integration of energy advice into other front line support, where agency boundaries allow. 

Performance monitoring and review – sharing of feedback and experience from technical 

performance monitoring of retrofit schemes.      Going forward, the key decision points for B&NES 

Council and its partners in relation to this Delivery Partnership model, many of which could be tested 

through these Starter Projects, will be as follows:  

 LA leadership on Retrofit or Green Deal? Should the Council’s decision to take a leadership 

approach relate to Green Deal or to Retrofit more widely? A wider retrofit-based approach 

hedges against political and delivery risks of Green Deal. 

 RP stock in or out? The inclusion of RP stock in the Delivery Partnership model could help 

drive uptake and deliver economies of scale.  

 LA-Community Partnership – Steering group or Community Interest Company? A CIC 

approach requires greater set-up support but offers greater local control and engagement.  

 LA investment in TGDFC? LA investment could provide a valuable revenue stream to 

support ongoing operational costs such as marketing, promotion and co-ordination. 

 Single GDP or multiple GDPs on a panel? – A single GDP may be able to invest more in an 

area and offer greater local concessions, while a panel of GDPs might increase competition 

and quality and allow a greater breadth of approaches and expertise.  

 Affordable Warmth Service – A service could be delivered by the Green Deal Provider(s) or 

could be delivered by a separate organisation with fuel poverty expertise or local knowledge. 



 

 
 
113 Green Deal Scoping Study Final Report  

This service could be partially or wholly funded through referral fees received through ECO 

Affordable Warmth and potentially other funding streams as outlined above.  

 Marketing & promotion – LA-led model or GDP-led model? An LA led model offers strong 

potential for maximising customer uptake and could generate referral fees as a source of local 

revenue, but requires local capacity (i.e. officer support for marketing, PR and community co-

ordination) and start-up funding in the region of £50k-£120k58.  

 Assessment – delivered by GDP or a local assessment service? A local assessment 

service provides a strong platform for trusted, impartial and locally relevant advice, but 

requires sufficient local capacity and start-up funding in the region £65k-130k to establish and 

manage it59.   

 SME procurement – LA-led or GDP-led? Local SME procurement could be left to GDPs but 

could deliver greater economic benefits and customer uptake rates if a wider procurement hub 

with integrated SME support was established.  

  

 

 

  

                                                
58

 This assumes £50k for brand development and awareness building in the first year, together with an additional 
ongoing marketing budget of £50k/yr and £20k/yr for door to door canvassing (which may be needed as year 1 
working capital).   
59

 This is based on providing working capital for the first year of operation and assumes a take up rate of 
between 0.5% and 1.0% in the first year. It assumes an existing organisation provides back office support.   
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Appendix 1: List of Stakeholders Consulted During This Project  

The following individuals and organisations were consulted during this research project, either through 

a face to face interview, telephone conversation, or as a result of one or more meetings to present 

research findings and seek feedback.  

Bath & North East Somerset Council  

 Cllr David Martin, Member Champion for Energy & Climate Change 

 David Threthewey, Director of Policy & Partnerships  

 Jane Wildblood, Corporate Sustainability Manager 

 Sara Grimes, Corporate Sustainability Officer 

 Kathy Tate, Community Sustainability Officer  

 Chris Morduant, Housing Services Manager 

 Charles Garrett, Housing Services Officer  

 Jeremy Smalley, Director of Economic Development  

 Duncan Kerr, Principle Economic Development Officer 

 Andrew Pate, Strategic Director for Resources & Finance 

 Jane Shayler, Programme Director for Non-Acute Health, Social Care and Housing 

 Tim Richins, Director of Finance 

 Richard Howroyd, Procurement  

 Phil Mansfield, Building Control Manager  

 Cleo Newcombe-Jones, Planning Officer  

 Andy Thomas, Stronger Communities Team Manager 

 Environmental Strategic Partnership Board members (meetings in April and July).  

Curo 

 Paul Yeomans, Planning and Performance Manager 

 Mike Grist, Director of Asset Management & Development 

Other Local Authorities and Registered Providers  

 Steve Drew, Alliance Homes  

 Mareike Schmidt, Bristol City Council 

 Nick Hooper, Bristol City Council 

 Jessica Harper, North Somerset Council  

 Howard Evans, North Somerset Council 

 Mark Hughes, North Somerset Council  

 Arrianne Crompton, Wiltshire County Council 

 Vincent Albano, Wiltshire County Council  

 Colin Martin, South Gloucestershire Council 

 Karen Ross, South Gloucestershire Council  
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Energy Advisors & Specialists 

 Centre for Sustainable Energy  

 Severn Wye Energy Agency  

 The Positive Choice  

 Local United   

Community & Energy Organisations / Projects 

 Bath & West Community Energy 

 Energy Efficient Widcombe  

 Age UK / Twerton Winter Warmth Project  

 Climate Friendly Bradford  

 Bath Green Homes  

 Care & Repair B&NES 

 Timebank Plus B&NES 

 The Energy Group, Transition Bath  

 Bathford Energy Group  

 B&NES Affordable Warmth Action Group   

SMEs, Skills & Training  

 Low Carbon South West  

 Federation of Master Builders - SW Region 

 Federation of Master Builders - Bath branch 

 Federation of Small Businesses 

 FE Colleges Learning & Skills Partnership  

 City of Bath FE College 

 Norton Radstock FE College 

 Low Carbon Skills Academy 

 Quidos  

 Parity Projects  

 Regen South West  

 West of England LEP, Low Carbon Sector Group  

 Bath Chamber of Commerce 

 Wessex Environmental Business Network 

Heritage 

 Bath Preservation Trust 

 Changeworks (Edinburgh)   

Green Deal Providers & Financiers 

 Four Green Deal Providers (during market testing) 

 The Green Deal Finance Company 
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SME Focus Group Participants  

 Hetreed Ross Architects 

 Donald Insall Associates Ltd 

 Prime Meridian 

 Fairbridge Builders  

 Paul Hussey Solar PV 

 Emerys of Bath 

 Stubbs Rich 

 Bath City Renovations 

 Nash Partnership 

 DBI Systems Ltd 

 E and M West  

 Nash Building Solutions (Bath) 

 Building and Maintenance Ltd 

 GCP Consulting  

 Ace Energy  

 Southern Solar 

 Integral Construction Ltd 
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Appendix 2: List of Green Deal Qualifying Measures  

The following list of qualifying measures was published in the Government’s response to the Green 

Deal Consultation in June 2012.  

1. Air source heat pumps 

2. Biomass boilers 

3. Biomass room heaters (with radiators) 

4. Cavity wall insulation 

5. Chillers 

6. Cylinder thermostats 

7. Draught proofing 

8. Duct insulation 

9. External wall insulation systems 

10. Fan-assisted storage heaters 

11.Flue gas heat recovery devices 

12.Gas-fired condensing boilers 

13.Ground source heat pumps 

14.Heating controls for wet central heating systems or warm air systems 

15.Heating ventilation and air-conditioning controls (including zoning controls) 

16.High performance external doors 

17.Hot water controls (including timers and temperature controls) 

18.Hot water cylinder insulation 

19.Hot water showers 

20.Hot water systems 

21.Hot water taps 

22. Internal wall insulation systems (for external walls) 

23. Lighting systems, fittings and controls (including roof lights, lamps and luminaires) 

24. Loft or rafter insulation (including loft hatch insulation) 
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25.Mechanical ventilation with heat recovery systems 

26.Micro combined heat and power 

27. Micro wind generation 

28.Oil-fired condensing boilers 

29.Photovoltaics 

30.Pipework insulation 

31.Replacement glazing 

32.Radiant heating 

33.Room in roof insulation 

34.Roof insulation 

35.Sealing improvements (including duct sealing) 

36.Secondary glazing 

37.Solar blinds, shutters and shading devices 

38.Solar water heating 

39. Transpired solar collectors 

40.Under-floor heating 

41.Under-floor insulation 

42.Variable speed drives for fans and pumps 

43.Warm-air units 

44.Waste water heat recovery devices attached to showers. 

45.Water source heat pumps 

Measures Definitions  

Micro combined heat and power means a combined heat and power system with an electrical capacity 

of 50 kilowatts or less.  

Micro wind generation means a wind turbine or turbines with a nominal output between 300W and 

50kW measured at a wind speed of 11m/s. 
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Appendix 3: Financial Modelling Assumptions  

Overview  

The financial modelling approach used in this project has been specially developed to explore the 

value chain and local economic and environmental benefits arising in B&NES as a result of Green 

Deal activity. It uses outputs from Verco’s NAVITAS housing stock analysis tool, which identifies 

packages of retrofit measures capable of satisfying the Green Deal ‘Golden Rule’ for different housing 

archetypes, for a given cost of finance. It then forecasts economic and environmental impacts of 

Green Deal at different customer uptake rates.  

The Green Deal analysis method requires consideration of a number of key areas:  

 Financing structure 

 Customer uptake rates 

 Household technical retrofit potential  

 Relationship between the Golden Rule and the cost of finance 

 Labour requirement for different retrofit measures  

 Householder energy bill savings 

 Potential revenue streams from Green Deal activity  

The model steps are set out below. First, cost of finance is calculated based on a funding structure. 

This is then linked to household uptake rates and the packages of Golden Rule compliant measures 

to calculate total funding requirements and returns. From this it is possible to assess the household 

level impact, in terms of carbon and financial savings generated and economic impacts, and in terms 

of work created. 

Housing Stock in B&NES  

B&NES specific housing stock data has been collated though a statistically significant sampling 

exercise. The study, ‘Private Sector Housing Stock Condition Survey’, was conducted by Opinion 

Research Services with the final report submitted in September 2012.   

This data has been used by this project’s modelling in two ways. Firstly it forms the basis for the 

modelling of technical potential and associated energy efficiency packages. The data is fed into 

Verco’s NAVITAS tool to generate this information. Secondly, it also provides the overall ratio of 

private to social housing stock, an important overall variable for several calculations. 

Inputs Value 

Total housing stock 77,530 

Private 86% (66,676) 

     Owner occupied 68% (52,956) 

     Private rented 18% (13,720) 

Social 14% (10,854) 

Table A1. Housing stock inputs 

The B&NES private housing stock has been classified into 18 archetypes based on the dwelling type 

(e.g. detached, semi-detached, terrace, flat), wall construction and heating fuel (Table A1). For each 
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archetype, sub-archetypes have been defined to cover a range of starting energy efficiency 

performance levels or SAP scores.   

Name Summary 

101  Pre 1980 Solid Gas Terraced 

102  Pre 1980 Solid Gas Semi / Det 

103  Pre 1980 Solid Gas Flats  

104 Pre 1980 Solid Electricity Terraced  

105  Pre 1980 Solid Electricity Semi / Det  

106  Pre 1980 Solid Electricity Flats  

107  Pre 1980 Cavity Gas Terraced  

108  Pre 1980 Cavity Gas Semi / Det  

109  Pre 1980 Cavity Gas Flats  

110  Pre 1980 Cavity Electricity Terraced  

111  Pre 1980 Cavity Electricity Semi / Det  

112  Pre 1980 Cavity Electricity Flats  

113  1980 Onwards Gas Terraced  

114  1980 Onwards Gas Semi / Det  

115  1980 Onwards Gas Flats  

116  1980 Onwards Electricity Terraced 

117  1980 Onwards Electricity Semi / Det 

118 1980 Onwards Electricity Flats  

Table A2. B&NES housing stock archetype descriptions 

SAP score data for private housing was available from the council’s Housing Stock Condition Survey 

data set. Of the 66,676 private homes in B&NES, 92% were able to be classified into the above 

archetypes (Table A2). 

SAP rating B C D E F G 

101  0 200 6268 9468 1133 0 

102  0 0 667 1534 133 133 

103  67 2800 2467 200 0 0 

104  0 0 0 200 333 533 

105  0 0 0 133 200 133 

106  0 200 1133 867 400 133 

107  0 600 3734 1534 200 0 

108  0 67 6068 6401 533 0 

109  0 933 1067 200 0 0 

110  0 0 0 200 200 0 

111  0 0 0 133 267 67 

112  0 333 67 600 0 133 

113  0 533 933 200 0 0 

114  0 0 2600 467 0 0 

115  67 1000 67 0 0 0 

116  0 0 0 67 0 0 
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117 0 0 0 0 67 0 

118  0 333 600 1133 533 0 
 

Table A3. Distribution of B&NES private housing stock across property archetypes 

Social housing SAP score data was provided by Curo for 6252 properties in B&NES. As there was 

insufficient data to classify the social housing stock in to the high level archetypes, the same 

archetype distribution as shown in Table A3 has been assumed for social housing, varied by SAP 

rating (Table A4).  

SAP rating B C D E F G 

101  59 1018 543 89 30 2 

102  9 147 79 13 4 0 

103  19 330 176 29 10 1 

104  4 64 34 6 2 0 

105  2 28 15 2 1 0 

106  10 163 87 14 5 0 

107  21 362 193 31 11 1 

108  45 780 416 68 23 2 

109  8 131 70 11 4 0 

110  1 24 13 2 1 0 

111  2 28 15 2 1 0 

112  4 68 36 6 2 0 

113  6 99 53 9 3 0 

114  11 183 98 16 5 0 

115  4 68 36 6 2 0 

116  0 4 2 0 0 0 

117 0 4 2 0 0 0 

118  9 155 83 13 5 0 
 

Table A4. Distribution of Curo housing stock across property archetypes 

The results of the housing stock analysis have then been fed through NAVITAS to identify the 

package of measures that would satisfy the Green Deal ‘Golden Rule’ for each of the archetypes and 

sub-archetypes. The ‘Golden Rule’ requires that the Green Deal annual payment should not exceed 

the projected associated cost savings from energy efficiency measures for the duration of the Green 

Deal Finance arrangement. The tool uses discounted cash flow analysis to generate the net present 

value (NPV) of the investment taking into account the capital cost for work packages and the value of 

the energy savings over a 25 year repayment term.  

The capital costs used in NAVITAS are based on the EST Housing Energy Model60 and are the total 

installed costs for the measures. These costs reflect national cost averages. A cost uplift for solid wall 

insulation has not been applied to reflect the special character of the B&NES (particularly Bath as a 

                                                
60

 EST Housing Energy Model assumptions: www.energysavingtrust.org.uk/uk/Publications2/Local-
authorities/Strategy-development/The-Energy-Saving-Trust-Housing-Energy-Model-assumptions 
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World Heritage Site) housing stock. Therefore the costs of solid wall insulation may be under 

represented. A higher proportion of solid walled properties than the UK average are also Grade I and 

II listed in B&NES, or in a conservation area, which is likely to restrict the number of solid walled 

properties for which solid wall insulation is viable. These properties have not been filtered out in the 

modelling. Instead, the effect of these restrictions on the likely uptake of Green Deal in solid walled 

properties has been reflected in overall customer uptake assumptions for B&NES.  

For the purpose of the modelling it has been assumed that 95% of the value of energy savings is used 

to pay back the capital investment with 5% going to the householder through reduced bills.  

The analysis is based on a private sector cost of capital of 7%, although sensitivity analysis has been 

carried out to assess the impact of a relatively lower (5%) or higher cost of capital (9%).  

No energy price inflation is factored into the Golden Rule calculations, meaning that the householder 

retains all the benefits of energy bills rising more slowly within an energy efficient home.  

The distribution of each archetype and sub-archetype in the social and private housing datasets have 

been used as the basis to extrapolate the dwelling level results to the wider housing stock. The overall 

impact of Green Deal has then been worked out based on the number of households that are likely to 

take up Green Deal plans from now until 2035. 

ECO 

ECO Carbon Saving (ECO CS) Obligation funding has currently been assumed for all solid wall 

insulation (SWI) jobs in NAVITAS. This amount of ECO CS funding is set at a 57% reduction of the 

original capital cost value derived from the Energy Saving Trust, for both internal and external SWI.   

Guidance from the Green Deal consultation document61 has been used to inform this assumption. 

ECO Affordable Warmth (ECO AW) Obligation funding and ECO Carbon Saving Communities (ECO 

CSC) Obligation funding has not been included in the modelling.  

Uptake Rates 

The outputs from the housing stock modelling in NAVITAS provide the ‘technical potential’ for Green 

Deal investment in B&NES housing stock. This is then combined with assumed customer uptake rates 

to give the annual number of households taking up Green Deal measures each year under each 

Scenario. Uptake rates are one of the critical parameters in the model.  

Uptake rates are split into three categories: 

- Base Uptake Rate – This is the minimum uptake rate used within the model. It is based on 

Government’s projections of scheme uptake, contained in DECC’s Green Deal Impact 

Assessment published November 201162.  

- Referral Leads Uptake Rate  – This is an improved uptake rate used to model the  impact of 

introducing referrals, or lead generating organisations, to target certain markets.  

                                                
61

 http://www.decc.gov.uk/en/content/cms/consultations/green_deal/green_deal.aspx  
62

 As above  

http://www.decc.gov.uk/en/content/cms/consultations/green_deal/green_deal.aspx
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Uptake is assumed to be spread equally across the different housing archetypes. The differences in 

viability of retrofit measures and potential carbon reductions for each housing archetype is reflected in 

the ‘technical potential’ generated by the NAVITAS modelling.  

Customer uptake is also assumed to be linear from the start of the scheme. In practice it is likely to 

start with low levels of uptake in the early years and increase as the market matures.  

Operational Costs and Revenues 

The model has facility to input operational costs in different categories such as marketing, assessment 

and contractor management. It also includes a facility to allow for a margin to be earned on activities 

such as assessment (if assessments are to be charged for), and varying levels of referral fees to be 

earned.  

Start-up costs consider the expenses incurred as part of scheme setup. The model has capacity to 

consider start-up costs split into two categories, due diligence fees and management costs. The 

former accounts for third party fees whilst the latter recognises costs associated with internal 

management time.  

Labour Generation  

Labour generation is calculated from assumptions about the average number of person days labour 

required for installation per measure. Only installation of measures is considered, as manufacture of 

materials and products is generally assumed to be outside the B&NES region. These assumptions are 

derived from a range of sources including Verco’s direct experience of low energy retrofit projects.   

 Measure Semi / Det Terraced Flats 

Cavity Wall insulation 1 1 1 

Loft insulation (Poor - 60mm) 1 1 1 

Loft insulation (Good - 165mm) 1 1 1 

Internal Insulation 8 8 6 

External insulation 27 27 16 

Floor Insulation 5 5 5 

Insulated doors 1 1 1 

Primary Pipework insulation 0.5 0.5 0.5 

Double glazing 4 4 4 

Triple glazing (upgrade price of double glazing 
package) 

0 0 0 

Reduced infiltration A - to 5m³/m².h 2 2 2 

Reduced infiltration B - to 1.5 m³/m².h (incl. Heat 
Recovery) 

4 4 4 

Draught proofing - to 10m³/m².h 0.5 0.5 0.5 

Triple glazing (where no double glazing package 
already included) 

4 4 4 

Low energy light bulbs 0.11 0.08 0.04 

Heating controls 0.5 0.5 0.5 

Foam insulated hot water cylinder 1 1 1 
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Condensing boiler replacement (gas) 2 2 2 

Heat Pump 9 9 9 

Table A5. Person days per measure 

Household Energy Savings 

Household energy bill savings were calculated in NAVITAS modelling.  These account for the savings 

associated immediately as a result of energy efficiency measures, as well as those accrued overtime 

due to avoided energy price inflation.  

In the model it is possible to set a value share factor. This metric calculates the proportion of a 

measure’s energy bill savings which are retained by the householder. For instance, a value share 

factor of 95% means that 5% of a measure’s savings are realised by the householder immediately.  

Real energy price inflation is also considered. The model plots inflation of real energy prices at 2% per 

annum. 

Carbon Emissions Savings  

Carbon emissions savings are also calculated in NAVITAS. The carbon saving is calculated on the 

basis of a household’s package of measures (rather than from individual measures which would tend 

to overinflate total carbon savings). This is scaled up to give total carbon savings across B&NES.  
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Appendix 4: Summary of Market Testing with Green Deal Providers  

The following summarises the key findings from a series of market testing interviews with a number of 

potential Green Deal Providers, undertaken on 10th September 2012 by Verco as part of its Green 

Deal Scoping Study for Bath & North East Somerset Council.  

The purpose of the Market Testing Day was to explore the ‘Delivery Partnership’ model being 

investigated during Stage II of the study with a selected number of Green Deal Providers (GDPs), to 

inform development of this model and prepare the council for a possible procurement process should 

a decision be taken to pursue a Delivery Partnership approach.  

The questions asked of Green Deal Providers are listed in the Appendix.  

Target Customers  

 All GDPs were mainly focused on the domestic sector for Green Deal, some with a greater 

focus on social housing, and others with more focus on the owner occupied sector.  

 Activity in Registered provider (RP) stock is expected to focus mainly on ECO, and less on 

Green Deal.  

 While most GDPs are mainly targeting customers in the domestic sector, some Green deal 

providers are also targeting SME trade customers, while others are also developing specific 

offerings for the non-domestic sector.  

Marketing & Promotion  

 All wanted to see co-branding featuring both theirs and local authority’s logos. 

 There are a number of different approaches to marketing campaigns in an area:  

1. Start with RP stock and then ‘sell out’ into the surrounding area, using resident liaison 

officers who are skilled at working with people.  

2. Work with community groups in the area to identify ‘early adopters’ and ‘pioneers’.  

3. Use local retail outlets as hubs for customer advice and information.  

4. GDP leads on a centralized marketing and promotion campaign.  

 A successful local campaign would involve an element of all of these. However it needs to be 

recognized that different GDPs bring different strengths, and none are likely to be strong in all 

areas.  

 Advice line - All intend to have some sort of call centre facility to manage enquiries, although 

the importance of this facility in the customer journey varied from principle customer contact 

point, to more of a back-stop / complaints handling facility. There should be potential for a local 

energy advice line (such as the council currently operates run by CSE) to integrate with this. 

However careful handling will be needed to avoid customer confusion between the two phone 

numbers.  

Assessment  

 The approach to assessment differs between GDPs. While some are keen to have more 

control over the assessment process (or keep it in-house), most GDPs are prepared to allow 

local assessors in on some basis. Some will require local assessors to go on their training 
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course, in order that they are also qualified to deliver the ‘survey’ at the same time as 

assessment (i.e. where the price of Green Deal works is accurately costed).  

 Most GDPs plan to offer assessments free to the customer, but acknowledge that this depends 

on receiving high quality leads. There is a question as to how ‘failed assessments’ (ie those 

that do not proceed to a Green Deal contract) will be paid for in the business model.  

 Some GDPs are prepared to allow communities to undertake assessments, paid for by a 

referral fee (see below). In these instances, the community group could either decide to charge 

for the assessment if it does not result in a contract, or absorb the cost of ‘failed’ assessments 

themselves.  

 Surveys may need to be undertaken separately by some GDPs. 

Referral Fees  

 GDPs are all prepared to pay referral fees, but the nature of the preferred arrangement varies.  

 Some are looking to offer referral fees based on a % of the Green Deal capex of successfully 

contracted jobs (in this instance with 5% on capex being typical).  

 Others have suggesting paying a fixed fee for each ‘post-assessment’ warm lead delivered (for 

instance £250-300).  

 In both these instances the referral fee would be expected to cover the cost incurred by 

another organization (for instance, in the examples below, community group) of identifying a 

customer, qualifying the lead, and undertaking an assessment.  

Outstanding questions on this model (not satisfied during interviews) include:  

 Does a ‘succesfully contracted project’ refer to only those paid for with Green Deal finance? A 

GDP who was able to offer a range of finance options would be more likely to result in a 

customer proceeding with works, and therefore more likely to reward activity with a referral fee.  

 Where a fixed fee is paid for each ‘warm lead post-assessment’, what happens to those leads 

which subsequently don’t proceed to a Green Deal contract? For instance, does the GDP take 

the risk on this and agree to pay the community group even if the contract isn’t signed? Or 

does the community group lose the fee?  

 There is risk involved for a community group delivering promotional activity and assessments 

which then do not proceed to contract. Can they support this financially? The risk will be higher 

the less ‘attractive’ the GDP offer to the customer. This underlines selecting a GDP with a 

range of attractive, trusted offerings, which will make the ‘sell’ easier for a community group.  

 One option would be to charge the customer for an assessment, but offer to refund the fee if 

the assessment results in a contract. Then the customer takes the risk of the cost of ‘failed’ 

assessments. Question: would the GDP accept this as part of its business model?  

No GDP supported the idea of a scheme wide concession payment, as this was considered too risky 

(in case of low take up).  

Installation  

 Most GDPs plan to use their own ‘in-house’ contractors (either employed or on a framework 

contract), trained to their own in-house standards. 
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 However, in the context of a partnership with a local authority, most are prepared to work with 

a certain proportion (ranging from 50-100%) of local businesses, via some sort of local 

procurement framework (which either they or the council could organize).  

 Generally there is no restriction on size of businesses they would consider, with micros and 

sole traders eligible. Most will not allow sub-contractors to sub-contract.   

 Some GDPs will also work with micros who are not Green Deal accredited, for instance for 

projects which use non-Green Deal finance.  

 The level of training and support offered to local SMEs varies between GDPs – some will offer 

more and be more supportive.  

 Some GDPs will source their materials and products from one supplier, which could potentially 

limit customer (or SME) choice.  

 Some GDPs place more emphasis on locally sourced materials and products, or sustainable 

materials and products, than others.  

 Most (but not all) talked about having a locally based project/contract manager (or several), 

which is likely to be a preferred route for a LA than a centralized/remote project manager.  

Aftercare  

 There are two aspects to after care – (1) behavioural / energy efficiency advice, and (2) 

resolving technical problems. Most GDPs have their own systems in place for the latter (2).  

 In terms of energy efficiency advice (1), approaches vary, with some being used to offering this 

themselves and therefore looking to do this in-house, while others looking to community 

groups to carry out this activity, funded via referral fees.  

Local Presence  

 Most GDPs said they would like to have some sort of local presence in the area, but the form 

this could take differs between GDPs.  

 For some the setting up a local office would be a key first step in an area, ideally located in a 

property which could undergo a demonstration retrofit. This could house an administrator and 

site/contract manager.  

 Others might seek to co-locate with a community organization.  

 For retailer-based GDPs a local store could act as a local presence, although there may not be 

a local store in an area (but this not necessarily matter).    

Customer Journey  

 GDPs had different approaches to handling customer care and overseeing the ‘customer 

journey’.  

 Some approaches are primarily call-centre based, while others are more reliant on a local 

presence, with either a single point of contact throughout the whole customer journey, or 

alternatively a two-stage process (with a pre-contract customer liaison person handing over to 

a post-contract project manager to oversee technical delivery).  

 Some place a lot of emphasis on customer hand-holding, particularly for householders likely to 

be in fuel poverty (possibly based on previous experience in the social housing sector), while 

others place less emphasis on this (perhaps not seeing fuel poor households as their target 

market).   
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Finance 

 While most GDPs are focused on Green Deal finance, a few acknowledge this won’t be 

suitable for everyone.  

 The most successful local model might be one where Green Deal is only one of a number of 

financing routes on offer. These might include householders own money, new mortgage 

products (with preferential rate for energy efficient retrofit), or revolving retrofit loan funds 

(offering low interest rates).  

 Alternatives to Green Deal need to be considered carefully. Some GDPs are also looking to 

offer their own retail finance. There may be issues with a local authority being seen to promote 

a particular company’s personal loan product.  

 For Green Deal finance, TGDFC is the preferred option for most GDPs, but some voiced 

concerns about how soon it would become available. For this reason all were exploring other 

finance options for Green Deal (eg via banks).  

ECO 

 Some GDPs have their own preferred relationship with a utility in place already for ECO 

funding, others say they have relationships with all the utilities, while others are intending to 

use the ECO brokerage mechanism.  

 All were hoping to be able to fully fund ECO Affordable Warmth measures (ie offer them for 

free), but none could confirm this yet.  

 While ECO Affordable Warmth funding is clearly important, most are prepared to operate in an 

area even if another managing agent was offering ECO Affordable Warmth under a separate 

Affordable Warmth service (although some questioned why this needed to be separated out). 

Only one suggested this might be a significant barrier for them.  

What makes a local scheme attractive?  

 For some GDPs, scale of market is the key determining factor in making a local scheme 

attractive (with 250,000-300,000 homes being quoted as ideal in one instance). However, for 

some scale is less of an issue. None said B&NES was too small an area for them to consider 

operating in.  

 For other GDP others factors were more important, such as evidence of genuine council-

community collaboration (to help ensure a local market).  

 For some the presence of RP stock in the mix is essential, while for others this is less of 

interest.  

 All highlighted the importance of being able to help shape a local scheme and work with a local 

authority to develop it together from the start.  

 While most would prefer to be a single local provider in an area, all would be prepared to 

operate on a panel of GDPs. For some this might limit the scale of what they could commit to 

locally however (e.g. in terms of local office etc).  

 A contract period of 1-2 years seemed to be the minimum acceptable length, with ‘more local 

investment’ in an area possible in a contract period of 3 years +.  

 Most said they were prepared to work on an open book basis, although not all could confirm 

they could support this.  
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Why should B&NES take the risk of establishing a local Delivery Partnership?  

In answer to this question the following responses were given:  

 Avoiding confusion in the market place, for the householder.  

 Being able to maximize and control ECO funding in the locaility.  

 Environmental benefit. 

 Social benefit – enabling a solution which will guarauntee local jobs. 

 Local value – enabling a model where funds can stay within the community (community 

model). 

 Ensuring quality measures and products are installed (including potentially from sustainable 

sources, and/or locally manufactured).  

 Being able to call a company to account for local installations.  

 Being a ‘mover and shaker’ – ‘showing leadership’ – impact and cudos of being first in the 

market – ‘its expected of an LA’.  

What are the risks of a delayed start (e.g ‘wait and see’ for a year)?    

 ECO funding is limited and by waiting a year a local authority would lose out on maximising 

ECO funding leveraged in to the local area.  

 Installer delivery capacity – in a year’s time the supply chain might be ‘maxed out’ elsewhere 

as contractors tie in with other GDPs.  
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Appendix 5: Focus Group with SMEs 

The following provides a summary of the comments made by a range of local SMEs during a focus 

groups session held on 12th September 2012 in Widcombe, Bath. A total of 19 SME representatives 

attended the focus group, representing a range of backgrounds including architects, general builders, 

renewable energy installers and specialist contractors. The focus group was organised on behalf of 

Verco by Low Carbon South West, and was promoted to members of Low Carbon South West, Regen 

South West, the Federation of Master Builders Bath branch and also to B&NES Economic 

Development contacts. The focus group included a brief presentation on the Green Deal and the 

current findings of the research, before breaking out into two equal groups to discuss a range of 

questions for an hour long session.  

1. What, if anything, are you or your company doing now about being proactive in the 

retrofit/Green Deal market?  

 “This is my first step into Green Deal.” 

 “Green Deal won’t really affect the solar market so haven’t looked into it.” 

 “Just looking to get info on the GD.” 

 “We are just trying to assess to what extent the GD will affect how we operate our projects”  

 “GD isn’t an easy starting point – it’s not how contractors talk to clients.” 

 Looking to become GD advisors, getting training and looking for niche work. 

 Want to work out how GD will help clients employ more renewables.  

 Already have installed low carbon and low energy options on some jobs. Now preparing for 

GD but have reservations – not keen to invest until these improve (especially around projected 

interest rates).  

 For a contractor, GD clients are more time consuming and therefore lower priority.  

Council’s overall approach to Green Deal & Retrofit  

2. Should B&NES Council do something about the GD locally or take a back seat and rely 

purely on market forces? 

(Show of hands in one break out group indicated 6 yes, 3 no).  

 “I was really pleased that the council were taking a leading role.” 

 “Is there a way the SMEs can get involved at assessment stage so the large nationals don’t 

get in and offer the whole service?” 

 “My main concern is the big six” (energy companies). 

 But – “No one likes the big six – the last time they came to my house they were rubbish.” 

 “May be scope for the big six taking the initial enquiry but then contracting out to local SMEs.” 

 “From the consumers point of view its ‘who do I trust? If the local authority plays an umbrella 

role it gives credibility as being a boa fide scheme; even if its not providing grants, it shows 

that its supporting the initiative and helping the consumer.” 

 “I think its important that the council take a leadership role as we are all in this infancy stage of 

trying to learn”. (Suggestion – a local point of advice for local businesses).  
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 “There is a lot of information and its about the council packaging it up and conveying it in a two 

way process”.  

 “I can see Carillion etc just taking the whole market over so local businesses don’t even get a 

look in’.  

 “I would like to see the LA raise public awareness of the Green Deal. Its amazing that I speak 

to consumers that don’t even know about the FIT or free loft insulation.”  

 “Less public sector involvement is better”.  

 “Currently, through planning, the local authority is an impediment.”  

3. Is it all about GD or is it about retrofit? If B&NES Council’s took either a narrow GD focused 

approach or else a wider retrofit approach would it influence your level of interest? 

 “There will be people wanting a bit of loft insulation right through to extreme make-over. Some 

may choose to finance the work themselves.” 

 “So perhaps the council needs to support retrofit generally rather than merely focusing on the 

Green deal.”  

 “Because the thing is spread so widely….I’m just wondering if we’ll get anything out of it” (the 

Green Deal) 

 Consumer fears about the Green Deal, and about the additional costs that subsequent 

property owners will inherit – “Its already a shaky market”.  

 Angle should be: reduce energy consumption and take responsibility for informing them and 

helping retrofit. 

 The more the council can engage, the more they can hopefully unlock the barriers. The SPD63 

was a great document for this. 

 The SPD will refer to listed buildings and will have weight with planning. 

 “B&NES should take wider approach to help people access help, advice and work.” 

 GD needs B&NES’ help because it isn’t understood. 

 An 8% return is huge; mortgages are ~ 3% - that’s always a more sensible option than the GD 

option, unless you are very poor. 

 Are there any other changes, like the energy performance legislation for landlords coming up? 

An Installer Network  

4. Assuming B&NES Council is to take something of a lead on GD locally should it set up a 

local installer (and assessor) network?  

 “I just need someone producing me the opportunity to work.”  

 “Being a down to earth builder type I just want it simple and I want to understand it.”  

 “Local authorities have a bad reputation for having many hoops to jump through to get on their 

list of providers, so many companies don’t even try.”  

 “I’m keen to get into the Green deal, but I don’t want to start taking on loads of people. I would 

like to build a network on a local level – so people know we are truly utilizing the local 

economy – and there could be spin off from that.”  

                                                
63

 Special Planning Document on Sustainable Construction and Retrofitting, currently being developed by 
B&NES Council following a public consultation period in 2012.  



 

 
 
132 Green Deal Scoping Study Final Report  

 “Perhaps everyone could be on a list so the consumers can find you and you can find each 

other to sub-contract to.”  

 “Dos the LA have a commitment to local businesses? As it will be more complicated to have a 

patchwork of SMEs.” 

 “I am concerned that the area will be swamped by big providers and I’m not sure how it would 

work. It would be harder for small providers who can’t do assessments for free.” 

 “Who sets the price of assessments? Is it mandatory?” 

 “It is the tail wagging the dog rather than looking at an holistic approach to the building?” 

 “How would an association work? How much work would it create?” 

 “Trade associations don’t normally do joint marketing, will it create actual new jobs?” 

 Facilitator – is there a network of suppliers that B&NES can supply to GD providers? 

 “What about the idea of a social enterprise created by a trade association that could be a 

GDP, supported by the council? Would need access to cash.” 

 “There are long term commitments associated with this.” 

 “MCS (accreditation for renewables) was a big waste of time.” 

 Facilitator – another option is a trade association that mutually supports the gaining of 

accreditation/standards etc. 

 “Bath & West Community Energy could be part of this?” 

 “How does GD work if work is being done on a house already? How could it dovetail with that 

work?  Can it be subcontracted to the existing contractor?” 

 “There is a role for the council to provide information and channel work.” 

5. Has anyone in the room already been contacted by any trade organisations/bodies and 

asked to join a network? 

 “Yes, lots, everyday. Usually an upfront payment asked for, then a monthly fee with the 

promise of work. MCS accredited companies are being targeted.” 

 “I have been invited to become an installer by paying an MCS conversion fee.” 

 “We do a lot of solid wall insulation work but have had no approaches through that.” 

Approaches from Green Deal Providers  

6. Has anyone been contacted by any emerging GDPs and invited to apply to join their GD 

installer network? 

 No-one in the group has been approached by GDPs as yet. 

7. What would be your response if this were to happen? 

 “I’m always looking for a new opportunity but it would be a question of weighing up the pitfalls 

and bonuses.”  

 “Is more work going to come your way? But at the end of the day it’s a gamble at this stage.”  

 “A lot of people are desperate for work – a lot of people are doing work at cost just to get the 

work – so anything that might bring more work would be attractive.”  

 “We have no interest in working for a large company – I don’t want the prices set externally.”  

 “….that’s assuming that the rate would be low.” 
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 Are more likely to get a couple of blokes in a van from Merthyr, suddenly new firms pop up 

everywhere. The GD won’t be a good idea for small providers. 

Support with training and accreditation for Green Deal 

8. Has anyone identified/booked/undertaken any available assessor or installer based GD 

certified courses yet? 

 Not really. 

9. If not, what would encourage them to do so? 

 “There doesn’t seem to be much training about. I might consider it if it was a bolt on. Most 

training comes from product suppliers, and I would expect that to be the GD standard.” 

 “Internal wall insulation kit providers will give training on the kit and provide a guarantee.” 

 The implication from the discussion as a whole was that seeing a market (i.e. evidence of 

customer demand) is likely to be the most compelling driver. Subsidized training costs might 

help.  

10. Is anyone familiar with PAS2030? Would anyone need/expect help with the requirements of 

PAS2030? If so what type of help?  

 “Is there an annual fee? I’m worried about more costs.”  

 “There is a huge opportunity to get the insulation wrong, for instance regarding condensation 

in insulation.”  

  “Trade associations are a better route, the council could buy in their services.” 

 “A standard way of organising and delivering through the council would be good.” 

A ‘Bath Standard’ 

11. Is there value in developing a local ‘Bath standard’ specifically to deal with historic 

housing stock? If so what would this embrace and what would be an acceptable way forward 

for it? 

 “Doesn’t it (the idea of a Bath Standard being used as a tool for SMEs to export skills) go 

against the ‘keep it local’ theme?” (Implication – we shouldn’t be trying to take work away from 

SMEs in other areas – let them develop the necessary skills themselves).  

 “We already work in the Bath market – we know how to work in these buildings – I think it 

would just be another obstacle.”  

 “SMEs don’t always work in one town or locality – and you wouldn’t want to be limited by the 

various accreditation schemes in different towns.”  

 “Is it worth adding an extra layer / stamp of approval, or is it better to leave it to the market and 

reputation etc?”  

 “The key person is the assessor. Should we require the assessors to have extra training?” 

 “But this listed building issue isn’t unique to Green deal – a DIY-er could destroy a listed 

building by doing something wrong.”  

 “The GD Provider will sub-contract to small companies who will accept liability – it might be a 

case of shifting liability between assessor, architect, builder..”  
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 “The council should champion Bath. GD is less relevant than environment, saving money and 

nice homes.”  

 “How can GD be used to support more of what we do?” 

 “We need to look holistically, not be channelled, especially in a heritage city.” 

 “Build on the SPD to create the Bath Standard.” 

 “Challenge the assumption that listed buildings can’t be fixed.” 

 Concern that marketing will be from providers, not the government; local marketing, specific to 

Bath is needed. 

12. Is there value in developing a local ‘assessment standard’ to deal with historic housing 

stock? If so what would be an acceptable way forward for it? 

 See above – generally more support for a Bath Standard for Assessment than for Installation.  

13. What specific planning issues (if any) might need to be addressed for GD/retrofit take up to 

be optimised in the area? 

 “Listed buildings – no solid wall insulation or double glazing allowed.” 

 “There is a struggle between the green lobby and the conservation lobby.” 

 “Should focus on retrofit as best thing to do and if you can’t afford it – here’s the GD.” 

 “I would like to sign up to a group to look at setting up an installer based GDP.” 

 “Whose responsibility is it to get listed building permission etc – the builder’s or the home 

owners?” 

14. Is there anything else we have missed here that would make GD/retrofit more attractive to 

local businesses? 

 “Once you start, get a webpage of testimonials from early adopters” (e.g. Bath Green Homes).  

 “My primary concern about the Green Deal is spreading awareness and engaging more than 

just the usual suspects.”  

 Extra question: Some GDPs might require SME contractors to used preferred products and 

materials that they procure from a single supplier. Would this be a problem to you?  

 In response: “It wouldn’t bother me at all to work with guidelines of materials etc as I already 

do this on some jobs anyway for the client.” Generally, no-one said they had ‘preferred’ 

manufacturers for supplying kit as things change so quickly and circumstances vary so much. 

There was concern about the possibility of being ‘tied’ by GDPs into using prescribed kit that 

may not be the very best for the job. “It would be OK to use specified kit if it was good, 

otherwise not.” 

 Extra question: Should the council (Economic Development) put more time into demand or 

supply side interventions?  

 In response: “Demand is the most important aspect – if you as the local authority create 

demand then we can do the rest.” (general agreement from the group on this point).  
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Appendix 6: Focus Group in Twerton 

The purpose of this focus group was to explore attitudes towards Green Deal and ECO delivery in an 

area already identified for a Starter Project. The focus group was promoted through a variety of 

channels including through Care and Repair, Age UK’s Twerton Winter Warmth project, Twerton Sure 

Start centre, Timebank Plus, Councillor Tim Ball and Rose Cottage Community Centre (where the 

focus group was held). Sign up posters were also put in First Steps Nursery, Twerton Village Hall, 

Bath College Lifelong Learning Centre, Twerton Medical Centre and in a number of High St shops. 

Valuable support with contacts was also given by Charles Garrett and Kathy Tate. 

In total twelve people signed up to attend the focus group. Three of these cancelled due to ill health a 

few days before the event. Of the remaining nine, five people attended the focus group: 

 2 private landlords (members of National Landlords Association) 

 1 homeowner (mother with 2 pre-school age children) 

 2 social housing residents (one with Curo and one with Sovereign) 

The focus group had been targeted at homeowners and privately rented tenants, but since the 2 

social housing residents had expressed interest it was decided to allow them to participate as they 

would still have more general views to share.  

The focus group was facilitated by Carole Bond and Cathy Hough as part of the Green Deal Scoping 

Study led by Verco. A short presentation was given to provide general background on the Green Deal 

and ECO. The following provides a summary of the responses from the group to a number of pre-

prepared questions.  

1. Have you heard of the Green Deal or ECO funding before? How? Where?  

 Both the private landlords present had heard of the Green Deal/ECO. None of the rest of the 

group had.  

2. How do you feel about B&NES Council taking the lead on a local GD and ECO retrofit 

initiative or should they take a back seat and just leave it to other providers? 

 “I would have thought that this is a good idea.” (private landlord – in particular she liked the 

idea of local suppliers).  

 “It’s better than Tesco’s doing it all.” 

 “It might be alright as long as they don’t do a botch job.” (Curo tenant)  

 “I reckon it’s a good idea. Some people are so forceful when they call at the door.” 

(homeowner - she had received 3 separate cold calls to her door in the last few weeks trying to 

sell cavity and loft insulation.) “So if someone came from the council and explained what it was 

all about….” (this was perceived as preferable).  

 “I like the idea of the council having several people so you could get a competitive price. If 

there’s only one company to choose from, then what happens if things go wrong?” (private 

landlord - fear of lack of redress from a monopoly supplier).  
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3. What problems do you have keeping your home warm now? Landlords – have your tenants 

ever mentioned this as an issue?  

 “When it’s really cold it’s terrible. You have to keep moving (to keep warm). So I have an 

electric panel heater, and an electric fire, buts it’s quite expensive. Lots of people I speak to 

don’t put it on.” (Sovereign tenant. She has night storage heaters and finds the house really 

cold by 4pm. She is paying £80/month on electricity through direct debit).  

 Curo tenant has had cavity wall insulation and double glazing installed, but reports that ‘With 

Curo, the repairs aren’t so good”. He highlights the importance of behaviour, “one of my 

neighbours leaves the heating on with the windows open”.  

 The two private landlords present had varied experience with their homes and tenants. Some 

are prudent with their energy use and some ‘don’t care’. “Condensation seems to be a bigger 

problem when there are lots of adults together. They don’t ventilate! So really it’s the usage of 

the building – rather than the fabric – that causes the problems.”  

 “I don’t see the bills on my property – my husband pays them. I’m not proud of it – I know I 

need to pay more attention.” (Home owner). She reports having no problems with thermal 

comfort in the home – “I just turn the heating up”.  

4. Have you (or your landlord) fitted any measures to help make your home warmer/more 

comfortable? 

 “No.” (Sovereign tenant).  

 “Yes, through Curo – cavity wall insulation and double glazing” (Curo tenant).  

 One private landlord present has done loft insulation in a number of properties, internal wall 

insulation in one room, now doing cavity wall insulation on 3 properties under the council’s 

‘free for all’ offer.  

 The other private landlord present tried to get loft insulation, but ‘didn’t qualify’ to have it done 

for free (as she already had 50—100mm loft insulation installed) – “So I decided not to bother. 

It’s a messy job and I didn’t want to cause disruption for my tenants (students). Also I might do 

a loft conversion in the future, so I might wait till then to do it.”  

 The home owner present had considered loft insulation top-up but - “It’s not worth the hassle 

for us as the loft is already quite full. There is already some insulation under the boards. I don’t 

like the idea of all the glass fibre with the kids around.”  

 One of the private landlords highlighted that the council have offered to top up her loft for free, 

including re-boarding. The idea of ‘loft clearance’ as part of the service was discussed 

(including for instance one of the utilities is offering loft clearance and insulation service for 

£499, where they will empty, insulate, board and re-pack the loft in one day).  

 The home owner present commented “I would like a clearance service, but £500 is a lot – I 

think I’d rather do it myself!” 

5. Have you seen advertisements or been approached about offers for energy efficiency 

measures? What have you thought of these various approaches? 

 “I’ve had lots of phone calls about insulation.” (Private landlord).  

 The home owner present had received 3 separate cold call attempts at her house in the last 

few weeks, trying to sell cavity and loft insulation. “They never have any leaflets, they are 

always hard selling.”  She explained how one of them called when she had just got the 
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children out of the bath, which was a really inconvenient time, but the caller “couldn’t see it”. “I 

just didn’t know how to say no; I’m not very good at saying no.” (She didn’t want to appear 

rude). As a result the sales representative then proceeded to come in to look at the 

conservatory and back wall of the house, despite the inconvenience and she was clearly 

further discomforted by this.  

 How do you feel about cold calls? – “It’s a nuisance!” – agreed by whole group.  

 One of the social housing tenants had received a flu-jab reminder letter with information on 

insulation and energy efficiency – she thought this was a good way to hear about it.  

6. Have you taken advantage of any schemes or initiatives to insulate your home (or property, 

for landlords)?  

a) local ones (eg Twerton Winter Warmth Project)  

 Can you tell the story of what happened:  

o How did you hear about the offer?  

o Who told you?  

o Where did you hear (at home/at a meeting/from friends or relatives etc)?  

 Describe the process that made it happen.  

o How long did it take?  

o Who did the work?  

o What were they like?  

o Did you think it was worth the effort?  

o Did anything happen afterwards (eg quality checks)?  

 Overall what do you think worked well and what would you have changed? 

One of the private landlords took advantage of the ‘Warmer Lets’ scheme a few years ago (run by the 

council), for boiler/heating replacement. “I liked the scheme because you could choose your own 

contractor. I heard about the scheme through the council. It worked really well. You got so much per 

boiler and set of controls. Delivery was very smooth.”  

The other private landlord had installed internal wall insulation in one room herself (where there was a 

particular condensation problem), using a local contractor. She also took advantage of a boiler 

scheme (‘through CSE’), which she heard about via the council. She is happy for things to be 

promoted directly to tenants as well – “I think that’s a good thing”.  

 “Last year someone came out (to install some kind of free insulation – possibly cavity fill – she wasn’t 

sure, as her husband had been leading on it), and we were going to go ahead, but it required 

scaffolding to be put up, and in the end our neighbour didn’t want to go ahead.” (Home owner).  

“Some of the Curo contractors are not very good.” In his house his kitchen had had to be re-painted 3 

times, and also the re-wiring had had to be re-done, floorboards taken up, and so on. Ed works night 

shifts, and the work was done on his house while he was trying to sleep during the day, and was very 

noisy – “I had to wear earplugs”. Might this put him off having further work undertaken – “Yes!” (Curo 

tenant).  

(b) national ones (eg British Gas, EDF, M&S etc) (questions as above).  
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All the experience of delivery seemed to have been of local schemes. However see above (Q5) for 

experience with sales approaches from national schemes.   

7. Looking ahead to future offerings, do you think a local offering would add any value or be 

preferable to deal with? In what way(s)?  

 How would you prefer to hear about such a scheme?  

o Leaflet through the door?  

o Telephone call?   

o Public meeting?  

o Local press and posters (with number to call), individual or representative from 

local community group or support agency making a house call to tell you about a 

scheme?  

o Through friends or relations?  

 Any particular organisation locally you would like it to be delivered through, or who you 

would particularly trust?  

 If you were approached in one of these ways, what would be most important to you to 

have communicated upfront? 

Ideas for where to place information:  

 “Info in pharmacies and doctors surgeries would be good.”  

 Nurseries and kids groups – “I will read things there.” (Aysha, homeowner and mother)) 

 Community centres (like Rose Cottage) 

 The library.  

 Places where you mix with people you know and trust.  

 Council Connect – “I always read this – there is always a bit about Twerton”  

 “Could a list of Green Deal suppliers be available on the web?”  

 “Or on your iPhone?” 

8. What would encourage you to take advantage of a local offering? 

 Would it be helpful to see these measures demonstrated in a show home or in someone 

else’s home first? 

 Would you be more likely to install measures if your neighbour with a similar home had 

done the same? 

 “Yes that’s a good idea”. (Sovereign tenant).  

 “Someone did that in Widcombe didn’t they?” (Private landlord) 

 “It would be useful, but would it be practical?” (Home owner - doesn’t think people would want 

to go to the trouble of opening up their home, and organising this). “I probably wouldn’t go, if 

I’m honest.” If she did, the story of how disruptive the measures were and how it all worked 

would be of most interest.  

 During discussion this home owner explained that for her, seeing neighbours having works 

done – for example where a branded van is seen in the street – is likely to be a more powerful 

motivator, as there is comfort that a neighbour has decided to do it. “Someone down the road 

was having something done, and I saw the van, and it made me think “if he’s had it done it 

must be OK””.  
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9. What would discourage you from (taking advantage of a local offering)? 

This part of the discussion picked up on the Green Deal offering, so responses are given under 

Question 11 below.  

10. How important is it to you (if at all) that works are undertaken by local installers? How 

important is it to you that these installers used are specially trained or qualified to do the 

work?  

Assessment:  

 With assessment, participants thought they would feel more comfortable with local, known 

organizations delivering assessment – “not from SSE”.   

 When probed, locality seemed to mean to the group “close enough to trust that you will get 

things sorted out if they go wrong”. Participants also thought it would help is assessors knew 

the area and its properties.  

 When asked if it would make a difference if the organization was not for profit, they group 

broadly thought this was a good idea – “It helps if you think they’re not pushing it”.  

Installation:  

 “I’d rather have local installers than local assessors”. (“Assessment is more academic”) 

 There was strong consensus from the group that local installers were preferred. The critical 

factor seemed to be the perception that they will have more local redress if problems occur. 

The home owner, who runs a shop on the High Street, commented: “If things go wrong and the 

shop window gets broken we call our guy who lives just round the corner”. “Its peace of mind 

that if they’re local they will come out quickly”.  

11. Some people will not be eligible for free support. How do you feel about being  given a loan 

to have energy and cost saving measures fitted in your home and paying this loan back 

gradually via your electricity bills from the savings you make (NB but paying no more than 

before)?  How do you currently pay your bills? 

 “I wouldn’t like it. I wouldn’t like to take out a loan for that purpose. Is it interest free? I wouldn’t 

want it if I paid interest on it”. (Sovereign tenant) 

 “What if you’re out of work and you can’t pay it back?” (Curo tenant) 

 Some further explanation was given, reminding them of the ‘Golden Rule’ and that they should 

be saving money from day one, but this did not seem to influence their view. All agreed they 

still on balance “wouldn’t like it”.  

 “I might consider it if it was part of whole house refurbishment.” (Private landlord).  

 Both private landlords fed back that various talks and discussions had been held in the Bath 

branch of the National Landlords Association, and that they’d “been surprised about how 

negative landlords seem to be about the Green Deal.”  

What would discourage you from taking up the Green Deal?  

 “It might be harder to sell your home” (if you are a homeowner) 
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 It might make a property harder to rent out to tenants (because there would be a charge on the 

property). While one tenant may have supported it, a future tenant may not. “Many people are 

not bothered about asking for an EPC at the start of their tenancy.”  

 “There should be a facility to pay it off early”. (Private landlord - She would generally prefer to 

pay for measures using the rental income of the property unless it is being used to pay the 

mortgage and also some residual income is required from the let.) 

 “I think it would put people off – electricity is rising all the time” (Sovereign tenant) (NB 

confusion evident here with the Green Deal Charge on the electricity bill – despite explanation 

she clearly saw the charge as being linked to electricity prices, with potential to go up as 

electricity prices rise).  
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Appendix 7: Marketing & Behaviour Change Research  

National research sources 

Content outline of Introduction to Thinking about Energy Behaviours – DECC Dec 201164 

‘An Introduction to Thinking about ‘Energy Behaviour’: a Multi Model Approach’, written by Dr Tim 

Chatterton of the University of the West of England for DECC, provides an introduction to different 

ways of thinking about the way people use energy. 

Influencing behaviour 

The paper presents some of the key models and theories of behaviour change in relation to energy, 

drawing on evidence from behavioural economics, social psychology and sociology to examine 

different ways of changing energy behaviour. 

Although the intention of the paper is to provide a simple introduction to a range of theories from 

distinct academic backgrounds for policy-makers, the theories and models also greatly inform both 

Green Deal marketing strategy development as well as energy use behaviour change social 

marketing communication activities.  

Models of behaviour change 

The first section of the paper examines four distinct theoretical approaches to understanding energy 

behaviour to show how different academic disciplines can view the same issue from diverse 

perspectives: 

 Economic Theories: Energy is a commodity and consumers will adapt usage in response to 

price signals (can work in the short term but cold weather will increase use whatever the cost).  

 Psychological Theories: Energy use can be affected by stimulus-response mechanisms and 

by engaging attention (suggests that people will respond to information about their energy 

usage such as home energy displays or salient billing information). 

 Sociological Theories: Energy use is largely invisible, energy systems are complex, and daily 

practices are significant (takes the view that people do not directly use energy, they carry out 

activities and practices that consume it, each activity requiring particular targeting). 

 Educational Theories: Efficient energy behaviour is a skill that is learned through experience 

in specific situations (highlights that everyone is individual, with different levels if skills, 

understandings and motives). 

The report then describes a particular behaviour model, the ‘Triandis Theory of Interpersonal 

Behaviour’, which helps us understand how real world behaviour can be broken down into different 

elements and stages, each of which can be interpreted using a mix of the theoretical approaches. 

Triandis’ linear model of behaviour portrays behaviour as the result of a constant stream of choices 

made on the basis of (largely) rational decisions made by individuals. The Triandis framework can be 

used as a tool to view and break down decision-making and behaviour processes, in order to compare 
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and integrate elements of behaviour theory into policymaking, and for our purposes, communications 

activities.  

The document also outlines three key areas of contemporary research in this area: 

4. Behavioural economics (such as ‘Nudge’ theory): Economics has been the major tool by 

which government has sought to steer people’s behaviour. While economics has traditionally 

assumed that correct pricing and better information is sufficient for people to make decisions, 

behavioural economics takes account of evidence from social psychology showing that people 

do not always make strictly rational decisions, mainly because the brain is hardwired to take 

mental shortcuts when making decisions (heuristics).  

5. Values and Identity (such as WWF’s ‘Common Cause’ approach): How people perceive 

themselves is often crucial to how they consider it appropriate to act, whether by wanting 

(consciously or sub-consciously) to follow social norms, or by wanting to try and mark 

themselves out as different. Campaigning groups like WWF have recently moved to 

emphasise the need to focus on ‘engaging’ specific pro-social (humanitarian) or pro-

environmental values within people and society in order to achieve significant shifts in 

behaviour, especially in relation to climate change.  

6. Social Practices: In the social practices approach, the individual is no longer taken to be the 

unit of enquiry. Instead focus is moved to the actions (or practices) themselves. So for 

example, rather than trying to influence decisions made by individuals it looks at energy 

consuming actions such as cooking, cleaning, taking thermal comfort and showering/bathing.  

A vast amount of work has been done in the fields of social psychology and behavioural economics. 

Recent work by the Institute for Government has produced the MINDSPACE mnemonic, which sets 

out a nine key elements for policy makers to consider when using this approach in behaviour change 

work. Of particular interest is the use of MINDSPACE as applied to the Green Deal, illustrated below.  

Effect Examples and inspiration 

Messenger  

We are heavily influenced by who 

communicates information  

Includes: 

 Role of experts  

 Peer effects  

 Importance of consistency  

 
 

 Initial evidence from DECC’s current ‘pay as you save’ 

pilots suggests that around 50% of customers change 

their mind about which measures to install in their home 

following a visit from an expert assessor.  

 Expert assessments are also a key part of energy 

efficiency policies in other countries e.g. Queensland ‘Get 

Climate Smart’ scheme in Australia.  

 This approach has also been used in the UK e.g. 

Groundworks “Green Doctors” local advisers.  

Incentives  

Our responses to incentives are 

shaped by predictable mental 

shortcuts, such as strongly 

avoiding losses, discounting of 

future rewards  

 

 

 

 Council Tax credits, financed by British Gas, have been 

used effectively to drive uptake of energy efficiency 

measures in over 50 local authorities – evidence from 

these areas shows people love getting a tax discount.  

 The time limited boiler scrappage scheme was also a 

great example of effective use of incentives – a £400 

money-off voucher was used for new, A-rated boilers 

which replace old, inefficient models.  
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Norms  

We are strongly influenced by 

what others do  

And need consistent reminders 

of this over time  

 

  

 

 

 There is emerging evidence that area based approaches 

can drive take up. The Community Energy Saving 

Programme (CESP) encouraged energy suppliers to 

partner with local authorities to deliver energy efficiency 

measures in highly targeted deprived areas. Feedback 

shows this approach works well, driven by neighbours 

seeing work being done and talking to each other.  

 Similar results have emerged from some Low Carbon 

Communities Challenge projects, such as the Meadows 

in Nottingham, where solar PV installation got neighbours 

talking to each other about how to get involved. 

Defaults  

We ‘go with the flow’ of pre-set 

options  
 

 The London Sustainability Exchange has a pilot with 

Notting Hill Housing Group to provide ‘Sustainability 

Starter Kits’ as part of welcome packs for new Housing 

Association tenants.  

 Defaults have also been used in the past when 

developing other energy efficiency policies e.g. to gain 

access to a Low Carbon Buildings Programe grant for 

installing microgeneration, householders had first to fit 

basic energy efficiency measures. 

Salience  

Our attention is drawn to what 

is novel and seems relevant to 

us  

 

 

 

 A Low Carbon Communities Challenge project in Totnes 

is installing a public digital display on Totnes Civic Hall to 

demonstrate energy efficiency savings from its retrofit.  

 The City of Newcastle in Australia has a ClimateCam® 

Billboard showing hourly updates on actual electricity 

consumption and a comparison to the City average.  

Priming  

Our acts are often influenced by 

sub-conscious cues  

 

 

 

 Some real time electricity displays are programmed to 

glow, flash or go red if consumption is high.  

 Insulation prominently displayed in DIY stores could help. 

For instance B+Q have now placed all their energy 

saving products in one area at the front of 63 stores.  

Affect  

Our emotional associations can 

powerfully shape our actions  

 

 

 

 In Devon, the new ‘Cosy Devon’ branding resulted in 

triple the number of enquiries they would usually expect 

in the month following launch of their new look.  

 Kirklees Council’s well-publicised ‘WarmZone’ branding 

uses a similar approach.  

Commitments  

We seek to be consistent with 

our public promises, and 

reciprocate acts  

 

  

 

 

 The well-known 10:10 campaign, a movement which asks 

individuals, businesses and organisations to sign up 

publically to cutting their emissions by 10% in 2010.  

 The Isle of Eigg (a Hebridean Island with a fully 

renewable electricity supply) ‘5kW’ challenge also uses 

commitment:  

o In 2008, the 83 islanders pledged to keep their total 

electricity use <5kW to manage demand for power.  

o They use energy meters and information stickers on 
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key appliances to help them manage consumption.  

o Their system sets off a trip switch which shuts off 

power to the household if the limit is exceeded.  

o To get reconnected involves a call out charge of £20.  

o Only 3 call outs were received in the first two years.  

Ego  

We act in ways that make us 

feel better about ourselves and 

like to think of ourselves as 

consistent  

 

 

 

 Evidence from DECC’s Pay As You Save pilots suggests 

that once people have had insulation fitted, they are likely 

to be motivated to talk to others about it. Indications are 

that it makes them feel good about themselves, even if it 

was originally motivated by a desire to save money or 

make their house warmer. 

Table A8.1 Applying MINDSPACE to the Green Deal: Examples and inspiration from existing energy efficiency 
initiatives 

Content outline of Ernst & Young Insight Research November 2011 

Ernst and Young carried out research through online interviews by YouGov Plc UK between 1–3 

August 2011. The sample size was 2,080 representative UK adults. According to this research, trust, 

education and finance are key to consumer adoption of Green Deal. The research examined 

consumer understanding, attitudes & motivations toward home energy efficiency measures such as: 

 Do consumers understand how much energy is wasted in the household? 

 Are they motivated to do something about it? 

 What else prevents them from acting to address this? 

The research results indicated: 

 Consumers are aware that their expenditure on energy will continue to rise over the next 

five years and this demonstrates that the opportunity to realise energy savings will become 

more attractive. 

 Consumers do not understand their energy bill and the relative cost of appliances. 

There is an opportunity to explicitly link the Green Deal and smart meter rollout such that 

consumers understand the information and link it to energy saving activities. 

 Consumers are not aware how efficient their homes could be. 79% believed their homes 

to already be either very or fairly efficient with over 55% of the 65+ age bracket believing their 

homes to be efficient. 

 Consumers believe in established energy efficiency measures but are unaware of the 

savings that can be made from some of the newer measures. More than two-thirds of 

consumers (68%) are completely unaware of the savings to be made from even the most 

common measures like loft insulation and low energy lighting. 

 Consumers seek financial incentives for energy efficiency adoption. Inability to afford the 

upfront costs of investment is the number one reason why most consumers don’t plan to invest 

in energy efficiency measures in their homes with 41% of consumers citing this reason. Costs 

savings are a priority to consumers and out-weigh desires to ‘save the planet’. 

 Consumers seek reassurance and trust when considering purchase and installation of 

energy efficiency measures. When asked ‘if you were looking for advice on energy efficient 

measures for your home … to what extent, if at all, would you trust the advice of each of the 
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following?’, local specialist installers and large DIY stores were cited as the most trusted, with 

large retailers and large energy suppliers following (NB Local Authorities were not presented 

as a choice). However trust is fragile and poor advice, aggressive selling and bad installation, 

could have significant repercussions.  

Ernst and Young concluded from the research that there is a clear market need for the Green Deal. 

 The upfront cost of energy efficiency measures is the single biggest barrier to consumers 

doing more to save energy.  

 For the policy to have an impact, consumers also need information that they trust to be 

persuaded that it will help them.  

 At the moment consumers misguidedly think it’s a case of ‘job done’ on energy efficiency. 

 

Figure A8.2 Trust in different providers of advice  

Content outline of DECC Research: Understanding Potential Consumer Response to the Green 
Deal65 

This section summarises the key finding from a number of DECC research papers into the likely 

consumer response to Green Deal. These include:  

 DECC Green Deal Consumer Findings66  

 DECC Research Report - Consumer Needs and Wants for the Green Deal67. This paper 

researches the consumer response to the Green Deal proposition amongst homeowners and 

small businesses. 
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 DECC Research Report - Green Deal and the Private Rented Sector Consumer research 

amongst tenants and landlords68. 

The following four sub sections highlight key findings from these three research reports. The target 

interest groups and research methodologies involved comprised: 

 A survey of a representative sample of 1,684 owner-occupiers and 339 tenants in private 

rented properties.  

 Qualitative research through 18 discussion groups with homeowners, 16 interviews with small 

to medium sized enterprises (SMEs) and 16 interviews with vulnerable homeowners.  

 Qualitative research with landlords and tenants in the domestic private rented sector and 

among businesses (10 focus groups with tenants, 2 focus groups with domestic landlords; and 

8 in-depth interviews with domestic landlords and 8 in-depth interviews with commercial 

landlords). NB The social housing sector was not covered. 

A summary of the key findings from these papers is presented below.  

(i) Demand for energy efficiency improvements  

In the DECC research, the primary reasons participants gave for being prevented from doing more to 

make their home energy efficient were: 

 a lack of money (35%) 

 already doing enough (24%) 

 too much hassle or disruption (15%)  

 a lack of time (15%). 

Participants said they would be encouraged to make their home more energy efficient: 

 if it led to a reduction of costs (46%) 

 at the availability of a subsidy or grant (32%) 

 if they had convincing information that installing measures would lead to a warmer home and 

lower energy bills (24%)  

 if they received information from a trusted source on how to reduce energy use (19%).  

Discussions with participants showed an expectation among some that energy efficiency measures 

should be discounted based on general awareness of deals or grants, or having either received or 

seen them advertised in the past.  

In the survey, when participants were asked to select between different Green Deal packages, the key 

influencing factor driving preference was the type of energy efficiency measure (32% of likely take up 

was influenced by a preference for a particular measure) suggesting that a perceived need or desire 

for energy efficiency measures is required to give impetus to the Green Deal. 

(ii) Attractiveness of the Green Deal  

The main attractions of the Green Deal for participants were: 
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 lower energy bills (67%) 

 a warmer, more comfortable home (46%) 

 not wasting energy (37%) 

 being better for the environment (24%) 

 good that it enabled a spread of payments over time (18%)   

While lower energy bills are important, many people seek warmer homes and benefits for the 

environment.  

Some of the features perceived as less attractive were  

 the cost of improvements (35%) 

 the length of the payment term (33%)  

 the hassle/physical disruption of making improvements (31%)  

 uncertainty about the costs being on the energy bill of the property (20%)  

 A third (33%) had a preference to pay the cost up front rather than spreading it over time.  

(iii) Trigger points  

The survey found that preference for taking out a Green Deal Plan was driven by the perceived need 

for an energy efficiency measure. Green Deal packages including boiler replacement or upgrade were 

more popular than packages with unfamiliar measures such as solid wall and underfloor insulation.  

Discussions with participants identified a number of trigger points for when they would consider taking 

up energy efficiency measures. These included: 

 the purchase of a new property – particularly a long-term investment or final move. 

 a major renovation or refurbishment of a property.  

 the replacement of a boiler or heating system. The survey showed a higher than average 

likelihood of taking up a Green Deal package among those who had undertaken recent 

changes and who were planning to move or refurbish their homes soon.  

In the survey, three fifths of participants said they were planning some home improvements in the next 

12 months, with one third planning substantial refurbishments. 

 (iv) Key audiences  

The survey showed that the groups with higher levels of interest in taking up a Green Deal offer were: 

 younger  

 male 

 those on means tested benefits 

 households needing two or more energy efficiency measures  

 those with homes that are hard to heat 

 those who struggle to pay their bills 

 those who live in rural areas 

 the affluent 
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In contrast, the survey also showed that those households including someone aged over 70 or in 

receipt of a benefit were less likely to take up a Green Deal offer compared to those in the non-priority 

groups. 

Content outline ‘Behaviour Change and Energy Use’ Cabinet Office/DECC/CLG July 201169 

This report by the Behavioural Insights team at the Cabinet Office, starts from the premise that social, 

cognitive and behavioural factors are important in explaining why many people have not yet 

introduced changes that could help them to enjoy cosier homes and lower energy bills. For example: 

 Concern about the environment does not always translate into taking practical steps to reduce 

domestic energy consumption. 

 Although many energy efficiency measures have been proven to be highly cost-effective (eg 

loft insulation or cavity wall insulation), and therefore a ‘rational’ thing to do, many people are 

yet to introduce them. 

The report cites three of the most significant behavioural insights, which relate to (i) our tendency to 

‘discount the future’; (ii) the power of social norms; and (iii) the use of defaults: 

4. Discounting the future. People often have a tendency to ‘discount the future’ – i.e. they may 

prefer a smaller reward today over a larger reward in the future. One of the barriers to making 

energy efficiency improvements relates to the fact that the benefits are accrued over a long 

period of time, whereas the costs associated with them are immediate and sometimes large. 

5. Social norms. Behavioural insights tell us that people are heavily influenced by what others 

around them are doing.  How can social norms encourage the adoption of green behaviours? 

Can the diffusion of norms be encouraged through existing social networks? 

6. Defaults. One important lesson from behavioural economics is that individuals tend to go with 

the flow of pre-set options, or defaults such as pre-sets on heating and cooling systems. 

The report goes on to outline the launch of a series of trials and changes to government policy 

designed to help people and make it easier for them to green their homes and use less energy. These 

include: 

 A trial to test the impact of offering upfront incentives to encourage uptake of energy 

efficiency products (for example a month’s council tax holiday). The human tendency to 

heavily discount future energy savings, coupled with a natural predisposition to focus on the 

short term, and an aversion to the hassle of installing energy efficiency measures, could limit 

people’s readiness to take action – even when the cost barrier is removed. One way to 

increase the appeal of improvements to people’s property where the financial benefits accrue 

in the longer term is to include an additional upfront incentive as part of the offer. 

 Trials that test the impact of offering community rewards and discounts for people who 

agree to collectively purchase energy efficiency products. Social processes are critical to 

the widespread, sustained adoption of pro-environmental behaviours. For example, people are 

more likely to install a programmable thermostat if one of their family or peers have done so. 

The incentive partly acts to encourage those who are thinking of taking up the offer to actively 
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encourage their neighbours to do the same – making their own decision to insulate their 

homes transparent to others. 

 A trial to investigate specifically whether minimising the hassle associated with loft 

clearance will encourage the uptake of loft insulation. One of the main barriers faced by 

UK householders in making energy-efficient structural changes to their home, such as loft 

insulation, is the ‘hassle factor’ – the disruption caused by installation of energy-efficient 

products in the home. This trial tests the impact of helping to remove the hassle factor on 

behavioural change.  

 A trial in households with Smart meters to examine how behavioural feedback, including 

comparisons of how much energy you are using compared with a similar person, can 

help consumers to save energy. Both the ‘descriptive norm’, i.e. where consumers fall 

relative to the average and their most efficient peers and the ‘injunctive norm’ (provided in a 

‘How you’re doing’ box) provide a social appraisal of the household’s relative performance. 

Injunctive norms appear critical in mitigating a ‘boomerang effect’ (whereby social norms can 

cause relatively low energy consumption households to increase energy use) and in 

encouraging energy-efficient users to continue to outperform the average. 

 Reforming the front page of Energy Performance Certificates (EPCs), which from 2012 

are intended to provide an estimate of the costs of heating a home. The most substantial 

change introduced is the placement of information most likely to motivate action in the most 

salient position on the first page of the report. Drawing greater attention to the costs as well as 

the environmental consequences will make the implications of energy inefficiency clearer to 

those considering purchasing or renting a home. 

Content outline of Consumer Focus’ ‘What’s in it for Me? Using the Benefits of Energy 
Efficiency to Overcome the Barriers’, July 201270  

This research looked at the experience of 15 projects which had tried to encourage and support 

people to install energy efficiency measures, and asked the question ‘how did they create a 

favourable exchange so that people decided to act?’. 

The projects were selected for their coverage of different consumer groups, locations, scale and 

finance options: 

 Five public sector led schemes primarily focused on increasing loft and cavity wall insulation. 

 Four public sector led schemes that offered both insulation and a wider range of energy 

efficiency measures in a more ‘whole house’ approach. 

 Two public sector led pilot schemes testing ‘whole house’ retrofit and different financial 

repayment options. 

 Three social housing ‘whole house’ retrofit projects. 

 One project promoting energy efficient refurbishment, primarily for homeowners. 

Following on from this work Consumer Focus also produced a practical planning checklist for those 

looking to design and deliver projects to encourage energy efficient choices and change energy use 

behaviours71.  
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The key findings of this research are summarised below.  

(i) Promoting benefits 

 Saving money on bills is a useful, but problematic, benefit to use when promoting energy 

efficiency measures. 

 Avoiding waste or loss may be a more powerful benefit to consumers than future gains. 

 Increased comfort and warmth are more reliable, and more immediate, benefits of installing 

energy efficiency measures, but are underused in marketing messages. 

(ii) Reducing barriers 

 Low awareness and interest: messaging needs to be personal, local, engaging and urgent. 

Incentives, and allowing people to ‘touch and feel’ energy efficient homes, can help to 

generate initial interest. 

 High upfront costs: free schemes remove this barrier, but the notion of ‘free’ can be 

problematic as it suggests eligibility criteria and low value. 

 Long-term payback: People are willing to pay for measures, but for some the affordability of 

monthly payments is more important than long-term payback. 

 Low levels of trust: positive word of mouth and a respected messenger are key drivers of trust 

and confidence. 

 Inconvenience: disruption is likely so it is important to incorporate work with other home 

improvements and make the process easy for the customer.  

(iii) Marketing energy efficiency measures 

 A segmented, as opposed to a population wide, approach is needed to move beyond the 

energy efficiency ‘early adopters’. 

 The combined messages of cost, carbon and comfort can water down the single message that 

will really attract a particular segment. 

 Exchange also applies to partners and messengers, and the programme design should 

consider their needs to reduce overall cost and improve effectiveness. 

 Long term energy efficiency behaviour change is vital to maximise the impact of measures. 

 Many projects have, primarily for funding and resource reasons, been unable to evaluate their 

schemes beyond the short term installation of measures. This limits the potential for scalability 

and development of best practice. 

Local Market Research Sources 

B&NES Mosaic analysis 

  MOSAIC Group 
 
Key characteristics 

M 

Residents of 
isolated rural 
communities 

 Significant percentage not willing to consider solid wall insulation 

 14% already have underfloor heating 

 7% already have renewable electricity technology (joint highest %) although 29% 

not willing to consider it 
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 42% (highest %) already have renewable heat technology 

 Almost a quarter strongly agreed they would be more likely to install energy 

saving measures if they were already doing work to their house 

 Almost a third disagreed they would be more likely to install measures if they were 

organised through a neighbourhood project 

 A third are not worried that energy measures would be too disruptive or time 

consuming 

 40% disagree/strongly disagree they do not have enough knowledge about 

energy saving measures in the home 

 72% of this group disagree/strongly disagree that energy bills are not a big issue 

for them 

N 

Residents of 
small and mid-
sized towns with 
strong local 
roots 

 High percentage not willing to have measures (except loft insulation) 

 Highest number (49%) already likely to have cavity wall insulation 

 Quarter not willing to consider putting in underfloor heating 

 38% not willing to consider renewable heat technologies 

 A significant % (14%) disagreed or strongly disagreed that they would be more 

likely to install energy saving measures if they only had to pay via the energy 

savings on their bill 

O 

Wealthy people 
living in the 
most sought 
after 
neighbourhoods 

 A significant % agreed or strongly agreed that they would be more likely to install 

energy saving measures if they only had to pay via the energy savings on their bill 

 Over 61% either agreed or strongly agreed they would be more likely to install 

energy saving measures if they were already doing work to their house 

 A significantly high %  agreed they would be more likely to install measures if they 

were organised through a neighbourhood project 

 A third are not worried that the energy measures would be too disruptive or time 

consuming 

 48% disagree/strongly disagree they do not have enough knowledge about 

energy saving measures in the home 

P 

Successful 
professionals 
living in 
suburban or 
semi-rural home 

 Over a quarter disagreed they would be more likely to install measures if they 

were organised through a neighbourhood project 

 A third are not worried that the energy measures would be too disruptive or time 

consuming 

 40% disagree/strongly disagree they do not have enough knowledge about 

energy saving measures in the home 

 

Q 

Middle income 
families living in 
moderate 
suburban semis 

 High percentage not willing to have measures (except loft insulation) 

 Highest percentage with 300mm loft insulation 

 30% not willing to consider putting in underfloor heating 

 35% not willing to consider putting in renewable electricity technology 

 Almost half not willing to consider renewable heat technologies 

 16% disagreed that they would be more likely to install energy saving measures if 

they were already doing work to their house 

R 

Couples with 
young children 
in comfortable 
modern housing 

 20% very willing to have loft insulation 

 Significant % willing to have cavity wall but concerned about costs 

 A quarter very willing to consider putting in underfloor heating 

 A third are very willing to consider putting in renewable electricity technology 

 29% strongly agreed that they would be more likely to install energy saving 

measures if they only had to pay via the energy savings on their bill 
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 Almost half agreed they would be more likely to install energy saving measures if 

they were already doing work to their house although 14% disagreed 

 Almost a third agreed they would be more likely to install measures if they were 

organised through a neighbourhood project 

 39% worried that the energy measures would be too disruptive or time consuming 

 43% agree/strongly agree they do not have enough knowledge about energy 

saving measures in the home 

 69% of this group disagree/strongly disagree that energy bills are not a big issue 

for them 

S 

Young, well-
educated city 
dwellers 

 Significantly low percentage without 300mm loft insulation or cavity wall 

 Significant equal percentages (15%) willing and not willing to consider solid wall 

insulation 

 Almost a quarter are very willing to consider renewable heat technologies and a 

further fifth are willing but concerned about the costs 

T Student Living 

 Significantly low percentage without cavity wall insulation although 67% didn’t 

know 

 Significant percentages (16%) willing to consider solid wall insulation 

 Over a fifth strongly agreed they would be more likely to install energy saving 

measures if they were already doing work to their house 

 A significantly high %  agreed they would be more likely to install measures if they 

were organised through a neighbourhood project 

U 

Couples and 
young singles in 
small modern 
starter homes 

 High degree of uncertainty to questions (don’t knows/not applicable) 

 Significantly low percentage without 300mm loft insulation (or cavity wall or didn’t 

know) 

 A significant 15% disagreed or strongly disagreed that they would be more likely 

to install energy saving measures if they only had to pay via the energy savings 

on their bill 

 A third agreed they would be more likely to install measures if they were 

organised through a neighbourhood project 

V 

Lower income 
families in older 
or social 
housing 

 Very willing to have loft insulation but concerned about costs 

 19% very willing to have cavity wall insulation  and further 12% willing but 

concerned about costs 

 Significant percentage (19%) willing to consider solid wall insulation 

 Almost a third are very willing to consider putting in renewable electricity 

technology 

 Almost a quarter are very willing to consider renewable heat technologies 

 46% agree/strongly agree they do not have enough knowledge about energy 

saving measures in the home 

 25% of this group agree that energy bills are not a big issue for them 

W 

Owner 
occupiers in 
older-style 
housing in ex-
industrial areas 

 Very willing to have loft insulation but concerned about costs 

 Significant percentage (13%) willing to consider solid wall insulation but 

concerned about costs 

 7% already have renewable electricity technology (joint highest %) 

 A third are willing to consider putting in renewable electricity technology but 

concerned about the costs 

 A quarter are willing to consider renewable heat technologies but concerned about 

the costs 

X 
Residents with 
sufficient  Very willing to have loft insulation but concerned about costs 
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incomes in right-
to-buy social 
housing 

 Significant percentage (15%) willing to consider solid wall insulation but 

concerned about costs 

 A quarter willing to consider putting in underfloor heating but concerned about the 

costs 

 A fifth are willing to consider renewable heat technologies but concerned about 

the costs 

Y 

Active elderly 
people living in 
pleasant 
retirement 
locations 

 Significant percentage not willing to consider solid wall insulation 

 Half responded don’t know or not applicable to paying for energy saving measures 

on their bill 

 A significantly high % responded don’t know or not applicable to being more likely 

to install energy saving measures if they were organised through a neighbourhood 

group and also to whether they were worried that energy measures would be too 

disruptive or time consuming 

 45% also did not know whether that had enough knowledge about energy saving 

measures in the home 

Z 

Elderly people 
reliant on state 
support 

 High degree of uncertainty to questions (don’t knows/not applicable) 

 Significantly low percentage without 300mm loft insulation (or didn’t know) 

 67% responded don’t know or not applicable to paying for energy saving 

measures on their bill 

 A significantly high % responded don’t know or not applicable to being more likely 

to install energy saving measures if they were organised through a neighbourhood 

group and also to whether they were worried that energy measures would be too 

disruptive or time consuming 

 65% also did not know whether that had enough knowledge about energy saving 

measures in the home 

 50% didn’t know whether energy bills were a big issue for them 

Table A8.1   B&NES Green Deal Mosaic analysis 

 

 


