Slipstream, Concord
partner on state
energy
efficiency loan
origination and
servicing

Provide critical support for
programs focusing on low-tomoderate-income borrowers

As affordable energy
efficiency loans scale up
among low-to-moderateincome borrowers—due in
large part to leveraging public
funds with private investment—
efficient and knowledgeable
third-party loan origination and
servicing become even more
critical to success.

Leveraging Success
How will Slipstream’s contribution to state energy programs continue to grow? Based on emerging trends, including
accelerating private investor contributions to leverage public funding and expected federal funding and participation,
the sky is truly the limit.
Notes Slipstream Director of Business Development Tom Myers, current ability to leverage $5 million into $50 million
will become more commonplace. “We will collaborate to influence leveraging $250 million into $50 billion,” says
Myers.
“Instead of looking at a couple loans, look at 2,000 at a time,” he adds.
Competent and concerted “back end” support is the linchpin to long-term state success, Myers emphasizes. He adds,
“Getting it right with origination, underwriting, billing, debt collection, and reconciliation is vital. These programs
can’t exist efficiently or scale with five people doing spreadsheets.”

The Federal Government is helping drive
energy efficiency upgrades via $3.16 billion
in funding supplied through President
Biden’s Bipartisan Infrastructure Law.
The funding will help retrofit hundreds of
thousands of homes in low-income areas to
make them more energy efficient and
lower utility bills. In turn, opportunities for
state program success will proliferate.

A CNBC.com report notes that the funding will “bolster the
federal government’s Weatherization Assistance Program, which
is designed to upgrade homes by installing insulation, updating
heating and cooling systems and switching to new electrical
appliances…with the goal of making them more energy-efficient
while also lowering utility bills for Americans.”
These billions will be leveraged to create additional dollars and
projects. Such companies as Slipstream are well-versed at
turning initial funding into much more. Notes Myers,
“Government agencies ask us what to do with $5 million. We
leverage that into private capital funds to create $50 million in
low-interest, low-risk loans. There’s an endless flow of private
capital. It needs cooperation with public funds and back-office
components.”

Myers adds, “Service companies like Slipstream and Concord, who do all back-office work for low-tomoderate-income borrowers, help agencies that don’t have these capabilities. Working together, we can take
these homes and businesses and reduce the energy cost burden, including in old and energy burdened
building stock. There’s no end in sight for the home improvement sector. There’s so much emerging
technology, making ‘clean energy’ a much different concept than even a decade ago.”

Ultimately, the ability to connect lower-income
borrowers with energy savings rests squarely on
the ability to find affordable, flexible loans and
installers willing and able to participate.
According to Marketwatch.com, “The reality is that many
people still have no savings, or very little: Nearly 1 in 5 Americans
didn’t save any money in 2021…Bankrate’s July 2021 Emergency
Savings survey revealed that a quarter of Americans have no
emergency fund at all, and just 1 in 6 households report having
more savings now than prior to the pandemic.”
A typical scenario is that a contractor discovers an inefficient
furnace during a routine home audit, Myers points out. Through
such growing programs as utility On-Bill financing, which allows
borrowers to pay installments on their utility bill, the homeowner
can act immediately. The approval process is quick and easy,
and the customer simply pays back the low-interest loan through
a monthly installment on the utility bill.

“These credit enhanced programs
are designed specifically for low-tomoderate-income borrowers, with
low barriers to entry, easy
repayment terms, and full consumer
protection. With a credit-enhancing
program, we can buy down interest
rates. It needs creative underwriting
and protection to ensure that what
consumers buy and install is really an
improvement,” says Myers.
The key to the improvement
threshold is to look at a structure
holistically and lend accordingly. For
example, with solar, is the roof okay?
Leaky windows and ductwork run
counter to improvement. Addressing
these areas, as well as building in
consumer protections providing the
best chance to fulfill their loan
commitments, have made these
programs attractive to investors who
see low risk.

He emphasizes, “Credit enhanced programs have tons of legislative and regulatory support. And
there’s an endless opportunity to grow deliverables for consumers and contactors. The federal
government, state or utility covers administration costs, loan origination, and loan servicing, and
such companies as Slipstream and Concord can oversee the heavy lifting on securing dollars
and servicing loans.”
Technology itself is helping drive rapid expansion. Myers says, “There are devices, technology,
and programs far different than even a decade ago. When high-load demand in a sector that
gets too hot or cold, the grid can turn down temperatures. There’s new heating and cooling
technology and geothermal. A decade ago, solar storage was hardly accessible or affordable.
As we shift the grid from coal to picking up power in such other sources as hydrogen fuel cells,
nuclear, and water, we are truly decarbonizing our world!”

Concord worked with NYSERDA on a pilot
program in 2010
According to Myers, The New York State Energy Research and
Development Authority (NYSERDA) model has paved the way
to success in the state energy program sector. He notes, “We
originate the loans for NYSERDA; Concord does the loan
servicing. Contractors need a way to get consumers to install
equipment with low-cost, even no-cost, loans. Contractors
need a nudge to start installing and get trained in these new
areas instead of continuing to install the same old, inefficient
systems. Government plays a good role in nudging,
changing, transforming markets, and eliminating old-style
contracting and equipment. It’s an opportunity for private
markets to benefit.”

Concord is a ‘critical component’ to success
According to Myers, Concord Servicing provides a critical piece of the state energy efficiency puzzle. “From
reporting to monitoring public dollars, they provide excellent customer service. Somebody has to manage
the money, cash management, and reporting. After we issue, we pass the baton to Concord for loan
servicing. It’s seamless. Their role is extremely critical. They load new loans into the portfolio, accurately
accruing interest and payments and sometimes handling UCC filings. They aggregate and report back to the
sponsor and capital providers, who know where the portfolio sits on a daily basis. The borrower gets informed
they will be working with Concord. It’s nice that Concord has their Blackwell Recovery® to back up debt
collection. They maintain a good relationship with the client supporting the program and do a great job
that’s critical to energy efficiency!”
This is where such strategic partnerships as Slipstream and Concord shine, “driving much of the origination
and servicing business in legislative-enabled programs nationally. Concord has the lion’s share of perspective.
We’re a 501c3 non-profit responsible for kick-starting, scaling, then passing the baton on lending programs.
We intend to transform the landscape and put programs out there,” Myers says.
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