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Agenda

 Intro to WaterSense
 WaterSense Partner of the Year Awards
 2009 Partners of the Year

• Cobb County Water District
• James City Service Authority
• Kohler Co.
• Lowe’s, Inc.
• Brian Vinchesi

 Contact Information



What Is WaterSense?

 Voluntary partnership program launched by EPA 
in 2006

 Simple way for consumers to identify products 
that save water and perform well

 Labels products that use 20 percent less water

 Backed by EPA’s water efficiency and 
performance criteria

 Independently certified products

 Nearly 500 organizations and utilities, 90+ 
manufacturers, 100+ retailers and distributors, 
and 5 certifying organizations joined as 
WaterSense partners, as of August 2009



Partner Highlights

Cascade Water 
Alliance PSA

Fix a Leak Week Proclamations

Georgia Sales Tax 
Holiday

Greater Gallatin Toilet 
Trade Out

Photo by Deirdre Eitel/Bozeman Daily Chronicle



WaterSense Partner 
of the Year Awards

EPA launched the WaterSense Partners of the Year
awards program in early 2008 to recognize 
WaterSense partners who:
• Help advance the overall mission of WaterSense 
• Increase WaterSense brand awareness in a measurable way 
• Demonstrate overall excellence in the water-efficiency arena 



Award Eligibility

In 2009, partners were eligible to apply for a 
WaterSense award if they:

• Joined the program prior to January 1, 2009 

• Submitted annual data (except irrigation partners)

• Submitted an awards application by April 17, 2009



Application Process

The application process is straightforward:
1. Once the nomination period is open, download the WaterSense Awards 

Application materials from the WaterSense Web site:  
www.epa.gov/watersense/awards

2. Submit annual reporting form
3. Complete the brief application form
4. Compose a written statement addressing the evaluation criteria, including:

• Education and outreach activities

• Measurable results

• Consumer incentives

• Strategic collaboration

5. Compile supporting materials
6. Submit 2 copies of the complete award application package postmarked no 

later than the closing date (or submit via e-mail) 



Evaluation Criteria

All Partner of the Year awards applications are 
evaluated based on the following universal criteria:

• Use & visibility of WaterSense marks
• Strategic collaboration
• Promotional, educational, and outreach activities



Evaluation Criteria by Sector

 Manufacturers: 
• Labeled products in the marketplace
• Promotional efforts

 Retailers/Distributors: 
• Bring products to consumers
• In-store/showroom promotional activities

 Promotional Partners: 
• Education and outreach activities
• Incentive programs

 Irrigation Partners:
• Water efficient practices in design, maintenance, 

and auditing of irrigation systems



Tips and Suggestions

 Address as many of the criteria as you can

 Submit supporting materials

 Provide measurable or quantifiable results

 Highlight collaborative activities with other WaterSense 
partners

 Organize your written statement to align with the 
evaluation criteria

 Show off! Don’t leave anything out!



Learn from the Experts!

2008 Promotional Partner of the Year:
 The Saving Water Partnership 

2008 Manufacturer Partner of the Year:
 Kohler Co.

2008 Retailer/Distributor Partner of the Year:
 Ferguson

2008 Irrigation Partner of the Year:
 Timothy Malooly



Announcing…2009 WaterSense 
Partners of the Year

2009 Promotional Partners of the Year:
 Cobb County Water System
 James City Service Authority

2009 Manufacturer Partner of the Year:
 Kohler Co.

2009 Retailer/Distributor Partner of the Year:
 Lowe’s Companies, Inc.

2009 Irrigation Partner of the Year:
 Brian Vinchesi 



Cobb County, GA
2009 Promotional Partner of the Year



Let’s Talk Toilets

 2 Prong Rebate Program - $50.00 Approved 1.6 GPF / 
$100.00 WaterSense Labeled HETS
• Established November 1, 2007
• $526,440 Expended So Far
• 5,137 – 1.6 GPF
• 2,689 – WaterSense Labeled Toilets

 WaterSense Sales Tax Holiday
 Adoption of Regional Program for 4 Million Citizen Service 

Area
 WaterSense Labeled Products Carried at every major 

retailer



It’s All About Our Partners

 Green Industry
• Promote WaterSense 

Certifications
• Build toward support for 

an IA training Class
 GreenPlumbers USA

• Partnered with Other 
Utilities

• Educated Plumbers on 
Programs and 
WaterSense

• Have been able to 
continue the relationship

 Retailers
• Promoting the Products 

and Programs



Garnering Support

 Cobb County Encouraged Other Utilities to join.
• Presentations at Planning Meetings
• Industry Conferences
• Informal Meetings

 National Partner Challenge
• Cobb County Worked with State EPD
• Met with utilities
• Made calls

 Incorporate WaterSense and the logo into every civic 
presentation



Tool for the Future

 Development
• Model Development will use all WaterSense Technology 

available at time of build
• WaterSense Certified Irrigation Professionals must install 

system
• Utilized draft WaterSense Homes criteria as guide for project

 Planning
• Helped to get WaterSense Certification into the Water 

Conservation Implementation Plan
• Get WaterSense labeled products into the Metro District Water 

Supply Plan



Special Opportunities

 Active Participation in Partner Calls 
 Worked with WaterSense on media events and outreach
 Submit comments on drafts specs
 Speak with other jurisdictions around the country about 

our efforts
 Provide materials to other WaterSense Partners to 

promote events and programs



James City Service Authority
Promotional Partner of the Year 



Promotional Efforts

 Serves approximately 46,000 people
 Only small utility in Hampton Roads, VA 

region to offer water conservation rebates
• Provides wide variety of rebates, 

including: 
–WaterSense labeled toilets
–Rain sensors
–Rain barrels 
–“On-demand” hot water recirculators



Promotional Efforts

 In 2008, expanded suite of rebates to include 
water-efficient landscapes 
• Customers receive $500 rebate for hiring 

WaterSense irrigation partner to design, install, 
or audit their water-efficient irrigation system



Promotional Efforts

 Outdoor water use education:
• Established “Let’s Be Water Smart” campaign to 

educate consumers
• Joint effort by 35 builders, developers, contractors, 

irrigation specialists, landscape designers, and 
landscapers

 Indoor water use education:
• Partnered with James City County Citizens’ 

Coalition to educate consumers
• Encouraged plumbers and retailers to provide 

discounts on the sale and installation of 
WaterSense labeled toilets 



Kohler Co.
Manufacturer Partner of the Year 



2007 Projects

 Initial Press release
 32 articles, 4 TV spots; 

>$200k media value
 New products
 Website
 Grand Canyon Adventure

sponsorship
 Charmin Holiday Restrooms

KOHLER Persuade™ 
Dual Flush Toilet

KOHLER San 
Raphael™ Pressure 
Lite 1.0 gpf Toilet

Barrington 1.1 gpf Toilet featured in 
Charmin Holiday Restroom, Times 
Square, NYC



2008 Projects

 IMAX events
 Retail workshops
 New products
 Website upgrades
 Local promotions
 WaterSense New Homes pilot
 Media

KOHLER Cimarron™ 
Class 6 HET



Media

 Initial Press release
 Over 50 articles; 3.2 million 

media impressions
 Use in sales literature
 Use in showrooms
 www.savewateramerica.com

Ed Del Grande



Save Water America Events

 Partner with local water utility and Kohler distributor
 One-day general consumer event and sale
 Over 40 events in 2009

SWA—Waukesha, WI  

SWA—Portland, OR  



Internal Marketing

 Capsule and PEOPLE 
articles

 Recognition for marketing 
team

 Recognition for product 
development teams



KOHLER Products

 Toilets
• 19 labeled models (Kohler 

and Sterling brands)
 Faucets

• 121 labeled models
 Urinals
 Showerheads
 Find Products

• www.epa.gov/watersense 
• www.kohler.com/savewater

KOHLER Saile™ Dual 
Flush Toilet

KOHLER Symbol™ 1.5 gpm faucet





WaterSense® Program: Overview

In 2008, Lowe’s . . .
•Incorporated the WaterSense brand 
into corporate strategies

•Lowe’s Efficient Home

•Increased the selection of WaterSense 
labeled products in stores

•Enhanced consumer awareness 
through marketing, advertising, media 
outreach

•Educated employees on the 
WaterSense program and its benefits



Signs and point of purchase 
materials to educate customers

1650+ stores across the U.S.

WaterSense® Program: In Store

More than 14 million customers per week in 
store



WaterSense® Program:Print

Print executions:

•Magazine ads

•Circulars

•Local tax-free 
event ads



WaterSense® Program: Online
www.lowes.com/efficienthome

•Ask the Experts

•Top 5 Ways to Save

•Lowe’s & Water 
Conservation



WaterSense® at Lowe’s

We are looking forward to what we can do in the future 
with our partners at WaterSense!

Lowe’s is very excited to be the 2009 WaterSense Retail Partner of 
the Year.
This wouldn’t be possible without our

Store Associates

Marketing and Advertising Teams

Merchandising Team

Store Environment Team

Lowe’s is dedicated to growing the WaterSense Program.



Brian Vinchesi
Irrigation Partner of the Year



Promotional Efforts

 Promote WaterSense company-wide through 
several different venues:  
• Web site (www.irrigationconsulting.com) - feature 

WaterSense pop up ads on our home page  
• WaterSense Partner logo - use on business cards, email 

signatures, and plans in association with certified 
individuals

• Professional staff - includes seven WaterSense Partners 
representing eighteen WaterSense certifications, of which 
I have four



Promotional Efforts

 Frequently give talks and lectures on 
irrigation related topics: 
• Efficient irrigation design
• System improvement and efficiency 
• Alternative water supplies for irrigation  

 In all of my talks and lectures, I speak about 
efficient irrigation systems and the need to 
use less water as well as the WaterSense 
program



Recent Lectures

 2/7/08 - New England Grows  
• Presentation - Saving Water through Improved Irrigation Techniques

 7/29/08 - Toro Symposium Success without Excess III
• Webinar – SWAT Presentation

 7/30/08 - Toro Symposium Success without Excess III
• Webinar – Reducing Golf Course Water Use

 10/9/08 - Water Smart Conference – Las Vegas, Nevada
• Presentation – How Catch Cup Quantity and Sprinkler Spacing Affect 

Auditing Results
 11/2/08 - IA Show 

• Presentation - Minimum Cup Quantity:  An Update
 11/3/08 - IA Show 

• Presentation - Rainwater Recovery Systems for Commercial Irrigation:  Do’s 
and Don’ts





Presentations



Design

 Residence: Holderness, NH -
Project Size: 750 square feet

 Expected Annual Potable Water 
Use: 0 gallons - Irrigation Water 
Savings: More than 50% from 
Conventional Systems

Using a 1,500 gallon storage tank 
fed by roof water a small drip 
irrigation system was supplied 
water.  This zero net energy 
LEED home utilized a solar 
powered pump to supply water 
from the storage tank to the 
irrigation system.  The drip system 
was approximately 95% efficient 
and was the only means of 
irrigating. No other water source is 
used as a back up supply.



More Information

 WaterSense Awards Information 
• Web site: www.epa.gov/watersense/awards

– Applications
– Instructions
– Past winners and applications 

• E-mail: watersense@epa.gov
• Toll-free Helpline: (866) WTR-SENS 

http://www.epa.gov/watersense/awards�


Every drop counts.
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