
NYSERDA, Concord 
pioneered energy 
efficiency 
programs in 2010

Concord supports programs in 8 states, 
including trailblazers in New York, California, 
Hawaii, and Michigan



When the New York State Energy 
Research and Development 
Authority (NYSERDA) established 
The Green Job – Green New 
York renewable and energy 
efficiency lending program in 
2010, Concord Servicing was 
right there to help pioneer loan 
servicing for both Smart Energy 
loans and, later, On-Bill Recovery 
programs. 

Concord’s On-Bill Recovery 
(OBR) programs—integrated 
with utility companies—continue 
to forge new paths in multiple 
states. OBR features consumer-
friendly and convenient energy 
efficiency loan payments 
included on utility bills.



Their strategic partnership also includes clients in New 
Jersey, Michigan, and Delaware. Working in concert, 
NYSERDA, Concord, and Slipstream have originated more 
than $500 million in loans.

The NYSERDA model has paved the way to success in the 
state energy program sector. Slipstream originates the 
loans for NYSERDA; Concord does the loan servicing.

Part of the success is due to NYSERDA’s ongoing efforts 
with Concord to provide substantial data to lenders to 
understand this lending market. NYSERDA offers a lender 
portal that details borrower performance and segments 
data by various attributes.

Continuing their role as NYSERDA’s third-party servicer, Concord now partners 
with Slipstream, whose private capital-generating efforts are helping leverage 
public dollars allocated to state programs. 



“NYSERDA’s goal is to help support New 
York lenders and residents to advance 
clean energy projects that reduce 
greenhouse gas emissions and improve 
air quality,” said John Joshi, Director of 
Financing Solutions, NYSERDA. 

“Partnerships like the one we have with 
Concord shows how public and private 
collaboration is critical to driving this effort 
and it serves as a model for how other 
states can tackle climate change and 
reach their clean energy goals, as well.” 



NYSERDA recently released, “Climate 
Finance Toolkit: A Resource for Lenders,” 
identifying opportunities (and 
obstacles). The report notes that, “Over 
the past five years, 19,500 residential 
loans were originated through Green 
Jobs – Green New York…About 20% of 
the loans originated by Green Jobs –
Green New York since 2016 went to 
individuals with a FICO score below 
680…Residential performance and 
access has improved over the course of 
the program from 2010–2021: average 
borrower credit scores have dropped, 
loan amounts have increased, and 
delinquency rates have decreased.”



Other report findings include:

• Even prior to the Coronavirus pandemic, one in four houses struggled with high energy costs, indicating 
that clean energy investments solve a real pain point for consumers…Low-income households, older 
adults, and people of color have experienced the heaviest burden.

• Clean energy can be a powerful tool to drive economic revitalization by building good jobs, while 
increasing energy affordability and reliability. By working closely with the communities they serve, lenders 
can expect to see a ripple effect of benefits from their clean energy lending programs.

• On-Bill Recovery Loans are structured like Smart Energy loans. However, On-Bill Recovery builds the 
repayments directly into the borrower’s utility bill. With an On-Bill Recovery Loan, monthly loan payments 
may not exceed the estimated average monthly energy cost savings. On-Bill Recovery is most common 
with solar projects…On-Bill Recovery requires cooperation with the borrower’s utility provider, and for the 
loan obligation to be recorded with the County Clerk. (Concord’s extensive experience with On-Bill 
Recovery loans facilitates working with utilities to create and maintain the best possible program.)



The report also addresses “Strategic Planning: Guidelines To Prepare Your Institution.” Summarizing strategic 
planning questions for lenders considering Clean Energy Loan Products, the report addresses three 
questions that fall squarely into Concord’s sweet spot working with NYSERDA and other state energy 
programs. These are:

• How much risk are they willing to take on? (Concord’s extensive servicing and collections experience 
can help create a predictive model and manage risk once the loan is approved.)

• Does the organization have adequate personnel with the skills and knowledge to underwrite these 
products? (Working with Slipstream, Concord provides resources to ensure that adequate skills and 
knowledge are applied to loan servicing and collections, which factor into underwriting decisions.)

• What metrics will be used to measure success? (Concord can help assess expectations and provides 
complete and current reporting to create accurate metrics available anytime to authorized client 
representatives and investors, and regulators.)



Regardless of where program financing and lending comes from, professional loan servicing will 
be critical to ensure proper compliance, security, administration, reporting, and best-practices 
collections to maintain portfolio performance and ratings agency confidence. 

Loan servicing views from the nation’s first Green Bank



As utility companies get more involved and numbers of owners 
grow, Bert Hunter, Connecticut Green Bank Executive Vice 
President and Chief Investment Officer, advocates use of time-
tested third-party loan servicers who are “best suited to keep up 
with regulatory requirements. They also have the ability to develop 
customer-friendly mechanisms such as smart apps and online 
offerings. In turn, this will offer a number of ways to pay—on-bill, 
direct bill, ACH pulls.”

Hunter continues, “These servicers can handle big numbers and 
processes that are very burdensome for such organizations as 
utilities and Green Banks. We’re not equipped to do that. It’s a 
heavy lift, this isn’t what we do. We want to focus on leveraging the 
funds of the private sector. Lean on third-party servicers for B2B and 
B2C. They can focus on a particular person’s needs, be personable 
and helpful, communicate accurately and reliably, and handle 
hundreds of calls a day through a call center.”

Bert Hunter
Executive Vice President and 

Chief Investment Officer



Hunter adds that a third-party loan servicer can protect “secure info we don’t want to hold on to. 
We don’t want to be responsible for ACH account information or Social Security numbers. At the 
same time, we need access to loan payment info reporting as we are held accountable to 
provide it. And we want to demonstrate that these loan funds are performing—which is 
information Concord is purpose-built to provide. If we want to securitize, there’s a ready 
infrastructure in place that a credit rating agency can check to see how the servicer or backup 
servicer has performed.”

Further, Hunter notes, third-party servicers can take care of all compliance, “from SOC 2 
confirmation to all performance and compliance requirements, reconciliation of accounts, 
cashflows, proper data security, and state and federal audits. All of this points to third-party 
servicers,” he adds.
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