Promoting the Project – Comments and thoughts from Ron McKay – RISE Coordinator
Did you start the process of recruiting homeowners by delivering a flyer to every house in Riverdale?  Were there other ways that you promoted the project? What mediums and messages did you use to inspire residents in your neighbourhood?

A press release was picked up by one of the small local papers: ETC news. I had the Grassroots Environmental retail store on the Danforth post a sign-up sheet at their cash counter (See attached). MPP Peter Tabuns also invited me to set up a info table at a local community festival. A keen volunteer actually did do some door-to-door. I found that as the project gained momentum, a great deal was simple word of mouth; neighbour telling neighbour. As I said in one of my first e-mail updates: "As this is a community project, YOUR participation to get the word out is essential. Talk to your neighbours, your friends, people at work, school, church, community centre... The more participants committed to purchasing, the greater the potential discount we will be able to negotiate." All contact info, compilation of 'interested participants' and info 'updates' were conducted via e-mail.

(Note: the technical info on the press release and sign up sheet changed as the project went forward. When we had our panels installed in 1999, we paid $3,000 for a 200 WATTS system under a Greenpeace bulk buy program. That was the ballpark figure I was using at the time of the initial press releases and sign-ups. As the RISE process went on and the bids were being returned, we found that 7 years later 1 or 2 KILOWATT systems were now the minimum standard  - at a slightly greater price - 5 times the power at only about three times the price. The introduction of the SOC also changed the economic equation and was communicated to the RISE group list as time went along. Your group now has better figures to work with.)

Did the flyer invite people to the community meeting?  If not, how did residents learn of the meeting?

The notice of the community meeting was sent out by group e-list, local papers and by me attending a couple of local meetings.

What percentage of homeowners showed up for the first discovery meeting to find out more about the initiative?

We had one public info meeting put on by myself and the company president after months of e-mail info updates and the selection of the solar company. Approximately 150 showed up.

What percentage of homeowners eventually committed to have solar installed?

That's a tough question, but from my assessment i would say about 70% of those who came to the Solera presentation signed up for a site inspection, and 70% of those wanted to go ahead(though only about 90% of those actually could).

How many kilowatts were the systems you recommended and eventually purchased? 
Presentations of 1,2,and 3 kW systems, but many people are getting every variety and combination in between. The largest being a 3.8 kW system. 
How substantial was the savings from buying in bulk?  What was the total price per resident for each system? 
I would offer caution in answering this as the RISE price will not be repeated in the near future, and a new community should not walk into this process with expectations of a specific cost or percentage in mind. The cost of a standard installation 1kW grid-tied system with all warranties: $9,513 + GST, (includes 20% RISE discount) (a rebate is available from the Ontario government, info and forms at http://www.trd.fin.gov.on.ca/userfiles/HTML/cma_3_25706_1.html ). Larger system = greater discounts of 25-30% for RISE: 2kW system $16,680; 3kW $23,960
What valuable lessons did you learn form your own initiative that you would recommend for one such as ours?
1. I can't really answer this other than to suggest that whoever organizes this initiative should be prepared to quit their day job and instead work tirelessly for no money in the name of the environment.
2. Arrange financing up front or through vendor as part of the RFP.

3. I would communicate the expectation to other groups/initiatives that the discounts are difficult for a vendor to establish even on large volumes, though they do become increasingly easier the more participants there are, but the number is not known until after the fact of vendor selection and site inspection. 

4. Also, greater specificity on time limits and requirements to participate should be included to protect the vendor. We are still getting calls from RISE wanna-be's and included many out of community households in the original offer.

Did those interested in purchasing a photovoltaic system sign up with you or contact Solera directly?

I forwarded the contact info of those individuals interested in a site inspection to Solera. Solera then contacted the homeowner directly.

Did you distribute a sign-up sheet for those wanted to commit to purchasing a photovoltaic system at the meeting?     If so, what other ways could people obtain a sign-up sheet if they did not attend the meeting.

The sales co-ordinator for Solera was at the public meeting and signed up about 20 for a no-commitment site inspection. We gave the rest a three week deadline to send in their info via e-mail if they were interested to the project co-ordinator (me) who then forwarded the list to Solera.

Can you remind me of the lovely saying you mentioned at the beginning of your talk? (i.e. about planting trees under whose shade you will not sit).

"The true meaning of Life is to plant trees, under whose shade you do not expect to sit." Nelson Henderson

www.ourpower.ca for information on renewabe energy, Q&A page, templates, etc. to assist communities to duplicate the RISE model.

