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Overview of RAD Ultility-Retailer
Partnerships & Opportunities



Overview of RAD Partners

e In 2013, the RAD program consisted of 54 partners:
47 utilities, 4 retailers, 1 manufacturer (and 2 state

affiliates)
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Utility-Retailer Partnerships

Increasing number and impacts of
RAD utility-retailer partnerships In 2012:
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Opportunities

Expanded retailer-utility partnerships can:

 Leverage RAD partner resources to increase the number
of units processed each year

 Deepen or broaden geographic coverage

* Increase consumer awareness of appliance recycling
programs
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Retaller Perspective: Sears



Sears Holdings: By the Numbers
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Overview of Sears/RAD partnershi

e Sears was the 15t retaller to join the RAD program in Oct 2007

 We are a leader in the development of energy-efficient
appliances & felt that the partnership was a natural extension

* Protecting the environment & inspiring our members to do the
same is important to us

 The RAD partnership contributes to our corporate objectives:
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Overview of Sears/RAD partnershi

e Green Leadership team
formed in 2009 o

— Stemmed from the “Cash ,
for Appliances” program
— Transitioned into full-time

support team for utility s
programs \_/

 Mutual customer base

« ENERGYSTAR partners \_/

Since 2008, Sears has recycled over 2 million units!




Utility Program Implementation & Impacts

SedlsS

Economic & Loqgistical Concerns

Managing processes between 3
organizations

|dentify roles & responsibilities
Engage sales associates
Existing contractual agreements

Trends

Momentum driven by state and/or
utility mandates

West Coast saw highest demand for
recycling & disposal solutions

Went from Sears seeking partners to
utilities/recyclers seeking Sears

Impact

Sears has seen an avg 15% YoY
increase in recycling programs
through utility partnerships

Established processes have led to
the creation of Retail Action Council
PEER Guidance (Partnerships in Energy

Efficiency with Retailers)

Customer Satisfaction

Increase in participation &
satisfaction due to simplicity of
process, ease of transaction,
free haul away + rebate

Purchase a new ee appliance,
haul away the old one for free




The Road to Success

 Well defined processes
— ldentify roles & responsibilities
— Determine expectations for information flow
— Develop clear lines of communications between parties

e Scale the program
— Look for ways to simplify the model

— Design program from the perspective of:
1. The customer
2. The sales associate

e Continue to explore opportunities:

— EX: Engage manufacturers to leverage their marketing channels
and addt’l rebate dollars to drive program growth and engagement
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Utility Perspective: Consumers Energy



e August 2009 —

— Implementation of Appliance | |
Recycling Program |
— Providing rebates for |
refrigerators, freezers, window |
air conditioners and |
dehumidifiers : |

e April 2012 —
— Began the retail portion of the

program with both Sears and
ABC

— Grand opening of 2nd Warehouse ]
In Michigan




Start-up Challenges

* |n-store promotion from sales personnel

« Sales personnel had to learn the details of the program and
« Added to their limited talk time with the customer

e Systems in place
« Create a separate measure in our existing system for tracking

* Proper documentation in place of the existing ATO

« Use Bill of Lading as tracking

— Includes details such as retailer, customer name, date, ATO
number, appliance type and quantity

— Exclude the other utilities’ appliance collection information



Retail Program Impact

e Impact on 2013 program

2013 Collection
% Retail Collected of Total Program

7% >

Total Retall
% of Sears Collections

36%'

93% Sears mOther Retaliler

Retail = Standard



Retail Program Impact

2013 Environmental Impact of

Sears-Consumers Partnership

(based on 1,200 units) _
Total Retail

% of Sears Collections

Recycled:

@ 90 tons of metal 36%

@ 15 tons of plastic recycled ' |

& 2 tons of glass recycled J SL

@ 6 tons of foam insulation

@ 2 tons of aluminum (100k aluminum cans!)

@ and the CO2 emissions avoided is
equivalent to keeping 2,400 cars off

the road in one year

Sears m Other Retailer



Program Benefits/Successes

o Capturing and recycling additional units (7% of overall program)
« Potential spillover effect of helping retailer and customer aware
of recycling benefits
 Promotes the utility appliance recycling program
* Provides a convenient option for customers
* High satisfaction rate of Sears retail customers
participating in the program:
v" Overall Satisfaction
Likelihood of Recommending Program
Applying to program
Convenience of scheduling a pick-up

Appliance collection
Satisfaction of rebate
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Keep the process simple, easy and convenient for the
retail salespersons

Maintain good communication/relationship between utility,
recycler, retailer

Let your customers know!
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Appliance Recycler Perspective: JACO



JACO History

Founded 1989

Initial Business Focus Recycling used appliances for retail chains (e.g.,
Sears)

When Utility Energy Efficiency 2001 (for Sacramento M.U.D.)

Programs Started

Headquarters Bothell, WA

Legal Form Corporation

Employees 625 as of 12/31/2013

Employee Turnover <10% annually

Permits Facilities, trucks, and technicians all fully
permitted and licensed

Safety ISO 14000 safety procedures utilized

Environmental Compliance No environmental violations or infractions in the
history of the Company

JACC




JACO Current Programs

e Over 270 energy efficiency (EE) appliance
recycling programs (ARPs) currently being
implemented or launched nationally

— Operations in 35 states
— 30 recycling facilities
— 2013 volumes: approximately 450,000 Utility units

e Overwhelmingly refrigerators and freezers
e Some room air conditioners and dehumidifiers

e Non-EE ARPs for retailers and landfills

— 2013 volumes: approximately 600,000 units
e All types of home appliances
— Includes many units at EOL (“dead” units)

JACC




JACO National Footprint




Warehouse DeManufacturing




SEG De-Manufacturing
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Retall Partnership

Our Retail partnership allows the customers to enroll for the rebate in store
and have only one home visit.

The retail delivery team delivers the new appliance, qualifies and collects the
old unit.

JACO collects the units in bulk from the retail local warehouse

Data collected and recorded, units de-manufactured

First launched in CA with Sears 2008 4 locations
287 Sears locations in 18 states as of 2014 Q1

JACC



Consumers - Sears Partnership

Launched April 24, 2012
11 SEARS locations

Over 2,000 units collected since the start from SEARS!

JACC




Consumers Retall Materials

UrniLmy Company:

Customer Name:

ConFirmaTiON NuMBER:

the unit in the upper
The team that deli will haul away the old applial

J'fyou have any questions please call: 1-877-308-8764

Environmental
Your Energy &¥iciency Program Appliance Aecycing Company.

JACC

ENVIRONMENTAL

RECYCLE.

O

Chances ara, the sacond refigerstor or freezer in your basement or garage is unning
up your usity bil by as much as $150 = year. Recyoia it, neduce your enengy uss nd
oep greenhouss gases and orone depleting substances out of the emvironment. Wel
ipick it up for free and you'l pick up S50,

For a FREE pickup, call 1-877-270-36519 m@
wisit G sEner —
o iy Counton s
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To receive a $50 rebate and FREE haul-away of your old
refrigerator or freezer, please follow the steps below.

1. Mk suem your ol spplisnes i wewking. and a minimum af 11 cubic et in gre.
2. With tha heslp of your sains mssociate, register i have your oid spplianos removed and oyl o she fime of yoor new
‘eppinnee defvery.
DO cll 1772703511 or vt woee: CormumessEnergy commiraoyde prir 5 the of your e ohme
i priar defvery of your new ooplionos
1vmdhm-wmwmmmm-&mm-dmm
‘o the noromperying sticker. For your recoes, you may aisn werd 1o wrils i her for reisence:
4. Pince the pesl o sirker on the FIGHT STE of your mifigamicr or fmeces in tha o bt aomes, PO o yoer
reew npgiince defvery. The unit should e srmpty and plagged in i # & mmaved, with & denr safs pthwy.
5. The imarn thal defivers your new sppliance wil remove the oid wil. Your 550 rbets chackwll armve vis mal witin 45 weeka.




CHALLENGES AND IMPROVEMENTS

* Advanced process for handling
polyurethane foam insulation

 Hard plastic from interior and crispers being
sent to Dell for computer manufacturing

Retail-utility partnerships

 Keep it simple, consistent and easy
e Communication

JACC






o Other experiences?

— Interest among retailers or utilities in exploring
partnerships?

— Barriers to partnerships?

— Best practices, tips, and/or tools that other
utilities/retailers in partnerships would like to share?

e How can the RAD
program help?
— Resources?
— Facilitated dialogue?
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