
www.pacepartners.com

2021 GBENN Summit

Small Business Equity 
Program

Elizabeth French
9.9.2021



What is PACE?

Expert advisors, rebates and incentives for: 



SMALL BUSINESS EQUITY PROGRAM
Why focus on equity?
Program overview
Successes
Lessons learned



WHY A SMALL BUSINESS EQUITY 
PROGRAM?



PACE’s Historic Program Model

• “Fair”
• Single, equal offering for all
• First come, first serve
• Designed and administered by:



≠
Equal Opportunity

Equitable Opportunity



Who are you Designing for?

Innovators
Tuned in,

little effort required

Early Adopters
Interested, needs a nudge

Early Majority
Curious, financial concerns, competing priorities 

Laggards
More pressing concerns, 

financial hardship, 
awareness, language 

barriers

2.5%        13.5%            34%               34%                 16% 

Late Majority
Less interest, not a priority
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Who are you Designing for?
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PACE’S SMALL BUSINESS EQUITY 
PROGRAM OVERVIEW



Program Goals

Better leverage our limited resources for the most benefit
1. Serve small businesses
2. Serve high energy burdened businesses
3. Design for businesses that we are not already reaching
4. Design for the hardest to reach businesses first
5. Target the oldest equipment
6. 2 year simple payback for participants



Who has the Highest Energy Burden?
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ENERGY STAR Product Savings
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Refrigeration/Freezers Dish Washers Ice Machines

Estimated savings of a new ENERGY STAR product
compared to pre 2005 equipment 

PACE’s own estimates from Energy Policy Act of 2005 and ACEEE data 
https://www.energy.gov/sites/prod/files/2020/07/f76/EPACT%202005%20%28PL%20109-58%29_1.pdf
https://www.aceee.org/files/proceedings/1998/data/papers/0328.PDF



Offering

• For
• Small businesses with less than 

2,500 sq. ft. (restaurants, 
grocery stores, caterers, 
convenience stores, liquor 
stores, nonprofits serving low-
income  populations)

• Locally owned and operated
• BIPOC owned businesses highly 

encouraged to apply

*Co-benefit: help for a sector that 
was hit hard by COVID-19



Offering

• Up to 70% of project costs 
on

• Select food service 
equipment older than 2005

• Refrigerator units with doors
• Freezer units with doors
• Merchandisers
• Dishwashers
• Ice machines

• Up to 50% of project costs 
on

• Old T12 fluorescent lighting



Process

1. Outreach in English and Spanish 
2. Business applies
3. PACE reviews eligibility and conducts site assessment
4. PACE and business discuss upgrade opportunity
5. PACE streamlines ENERGY STAR equipment options with Tundra FMP 

Restaurant Supply
6. Business pays 30% upfront
7. Third party warehouses, installs new equipment and removes/recycles 

old equipment
8. PACE pays the remainder, including all costs associated with delivery, 

installation, and removal/proper disposal of old equipment



SO HOW DID WE DO?



2020 Program Results

Participation Estimated Savings and Payback

349,245 annual kWh savings (estimated)

$31,432 annual cost savings (estimated)

2 yr. simple payback after incentives

Not including maintenance savings

Not including reliability and aesthetic benefits

84 applicants

28 completed projects

69 pieces of equipment 

$171,091 grant funding

$63,522 businesses contributions



Demographics

• 100% small businesses

0%
10%
20%
30%
40%
50%
60%
70%
80%
90%

100%

Boulder County Population Small Business Equity Participants

Racial Demographics

Black, Indigenous,
People of Color

White Alone



Evaluation

Cost Effectiveness

 $0.49 One Time Cost per 
Annual kWh Saved 

Did We Reach Our Target?

 Small businesses

 High energy burden

 Historically marginalized

 New to PACE

 2 year payback











LESSONS LEARNED



Few Examples to Draw From

• Lots of low income residential programs
• ACEEE study 

• Community serving institutions
• Specific geographic areas

• Beyond bilingual materials, few examples of 
programs targeting

• Highest energy burdens
• Those that have a hard time accessing single, 

standard offerings



Designing for the Hardest to Reach 
Takes More Work
• Creating these programs 

• Takes more time (2 years for us)
• Takes more effort
• Takes more listening
• Takes more partners
• Is worth it!

• We can’t pretend that everyone is able to 
access a one-size fits all program

• By making our outreach something that 
everyone could understand, we made it easier 
and better for all

• “Energy efficiency v. Save you money”
• Finding lighting contractors who will take small jobs



Be Flexible, Make it Simple

• You’ll lose participation with every 
friction or decision point

• Make it easy to participate, 
streamline the process

• Meet your customers where they 
are at

• In Person, Texting, WhatsApp, 
Facetime

“Many participants had a 
really hard time filling out 
applications as they didn’t 
have a computer and were 
not tech savvy. So, I got on 

FaceTime with a few 
business owners or drove 

there in person to help them 
fill out the application on my 

laptop.”



Material Translation is not Enough

• Navigational support is needed 
throughout the process

• Partner with trusted cultural brokers
• Bilingual / bicultural staff are essential
• You likely don’t know what all the 

barriers are, don’t assume, ask
• Building trust is key- it takes time and 

effort
• Be ready to adapt the program often… 

anything can happen



CLOSING



www.pacepartners.com

Elizabeth French
efrench@bouldercounty.org
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