		
		

3.3 Wholesale Water Provider Financial Incentives to End-Users  
[bookmark: _Hlk513725246]
Applicability 
This best management practice (BMP) is applicable to wholesale water providers across Texas

Description
Residential and commercial rebates offered directly from wholesale water providers to the end-users of its retail water provider customers.
Implementation
The types of rebates offered by the wholesale water provider should reflect opportunities for water use reduction within the service area. For instance, rebates focusing on devices to reduce water use consumption may be more relevant for a mainly suburban demographic than a rural demographic. The wholesale water provider must be able to verify that applicants have an account with one of their retail customers. An online rebate application should be developed that includes a drop-down list of all eligible retail water providers and the applicant’s service address must be provided. External web-based forms generally capture application data that is stored in a database connected with the wholesale provider’s billing system and is capable of tracking the type of rebate, rebate amount and retail water provider at a minimum. Most non-customized rebate processing software is designed to work for retail providers and may not be applicable for wholesale providers.  Automated emails can be set up to request verification from the retail water provider that the applicant is a customer when an application is submitted, or the service address could be verified by the software. If the wholesale water provider offers rebates over $600 per household per year, a W-9 must be requested in the application. The rebate application data should be editable by the wholesale water provider’s staff to allow mistakes to be fixed and retained, particularly for information relevant for calculating water savings. Once rebates are processed, payments should be recorded in the wholesale water provider’s billing system associated with the applicant’s retail water provider so the number of rebates and rebate funds issued can be easily totaled for each retail water provider. This can assist with assessing effectiveness of marketing programs. Ideally the application data and the billing system data should be cross-referenced through a unique number so that application data relevant for calculating water savings can be obtained easily only for approved/ processed rebates. The wholesale water provider should encourage its retail customers to assist with marketing rebates and request their customers to add rebate marketing efforts as an element of their water conservation plans.	Comment by Stacy Pandey: LCRA IT staff is not aware of any off-the-shelf software solutions that are capable of processing rebates for wholesale providers without substantial customization.  LCRA’s rebate processing software was developed internally for this reason.

Scope and Schedule
This BMP can be implemented by wholesale water providers to provide rebates directly to end-user customers of their wholesale customers. Developing a good working relationship with wholesale customers to assist with marketing rebate programs is helpful but not essential to program success since retail providers can often promote rebates directly to customers through their customer portals. Retail providers may offer additional rebates beyond what a wholesale provider offers. Developing an online rebate application can take 6 months – 1 year depending on whether this can be developed internally by the wholesale water provider or requires a contracted consultant.	Comment by Stacy Pandey: Research examples of arrangements wholesale providers have with retail providers to pay the retail provider to award rebates to their end users.	Comment by Stacy Pandey: I haven’t found any examples of this within TX although it is possible for an LCRA customer to apply for a firm water cost share grant to receive funding for a rebate program.  However this program currently requires estimated savings upfront, which may be difficult to determine.  LCRA has also considered interlocal agreements with retail providers for this type of program to pay 50% to the retail provider as applications are processed but does not currently have an agreement like that in place with any of its customers.

Most water providers focus on rebates to reduce outdoor water use. Common types of residential rebates targeting landscape irrigation use include: irrigation system evaluations; irrigation equipment rebates such as pressure reducing heads/nozzles or valves, soil moisture or rain sensors, or WaterSense smart controllers, compost, mulch and mechanical aeration; turf conversion; pool filters or covers and rain barrels or cisterns.  Other residential rebates focused on reducing indoor water use can include high-efficiency toilets and clothes washers, and water flow sensors. Common types of commercial rebates include the same list of rebates targeting landscape irrigation use but the cap on the rebate amount is often larger since commercial irrigation products are generally more expensive and sophisticated.  Commercial indoor rebates can include custom incentive programs targeting commercial / industrial water using equipment or process efficiency improvements.  These programs are often given on a “pay-for-performance” basis. Wholesale providers can also offer incentives to retail providers for participation in conservation programming.  One regional water provider asks the retailer to  pick three of six basic options such as a minimum percentage of participation in rebates or smart meter portals within the service area, or one of three more advanced options such as water budgeting or advanced irrigation scheduling.

Measuring Implementation and Determining Water Savings
Water savings can be easier to quantify for some types of rebates than others. A plan should be developed upfront to quantify savings for each type of rebate when designing the online application so that necessary information is captured to be able to evaluate savings. Savings estimates are generally small per device but can add up with large volumes of rebates. Market penetration is another consideration. The wholesale water provider should work with its retail customers to obtain before/after water use for targeted programs to determine water savings from rebates such as irrigation controllers after the devices have been installed for at least a year. The wholesale water provider should evaluate water savings both by estimating water saved per device/rebate as well as tracking overall decline in per capita water use across the service area or within the service area of specific retail customers that have substantial, consistent participation in the rebate program. Resources such as the Alliance for Water Efficiency’s tracking tool or TWDB’s Municipal Water Conservation Planning Tool can be used to assist with savings quantification as well as benchmarking research with other regional and national wholesale water providers.

Documentation
The wholesale water provider should collect, and document data required to calculate savings in the application. For instance, for a compost/mulch/aeration rebate, it is important to know the size of the area treated and the percentage of the landscape treated. The wholesale water provider should collect data regarding water usage before and after improvements for higher value rebates, which will require coordination with the wholesale water customers.  



 Cost-Effectiveness Considerations 

The cost associated with this BMP can vary significantly depending on the type of rebates offered and the participation rate. The wholesale provider should consider implementing specific rules for expensive rebates such as turf replacement designed to increase the likelihood of end-users achieving savings while minimizing the need for in-person inspections, which could be cost prohibitive for a wholesale water provider with a large service area. For example, rebated turf conversion areas should replace healthy irrigated areas, cap spray irrigation or convert it to point-source drip irrigation and should require submittal of photos and a review of design and irrigation plans. Rebates should not exceed 50 percent of the cost of equipment and the wholesale provider should establish a ceiling on the total amount eligible per customer.  The wholesale provider should re-evaluate types of rebates offered on a regular basis and conduct savings verification studies for rebates where national studies do not provide verified savings estimates, but rebate funds should not be used for labor costs, or hiring consultants to conduct these studies.

References for Additional Information 

Lower Colorado River Authority Residential Rebate Application
https://www.lcra.org/water/watersmart/rebates/

Metropolitan Water District of Southern California Rebates website
https://www.bewaterwise.com/rebates.html

North Fort Bend Water Authority
Water Provider Conservation Program… | North Fort Bend Water Authority

Santa Clara Valley Water District
https://www.valleywater.org/saving-water/rebates-surveys/landscape-rebates

San Diego County Water Authority Rebates
https://www.sdcwa.org/your-water/conservation/residential-rebates-programs/

Southern Nevada Water Authority Rebates
https://www.snwa.com/

Tampa Bay Water Rebates
https://www.tampabaywater.org/conservation/tampa-bay-water-wise/
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