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Few would disagree with the idea of clean energy: it can help reduce global warming, air pollution, energy shortages, the national debt, and our reliance
on foreign oil. But America isn't exactly putting its money where its mouth is. How to get average people to know that "clean energy is here, and it
works," is the task of Brian F. Keane. The head of SmartPower, the country's leading non-profit devoted to marketing clean energy, Keane is using
Madison Avenue thinking and grassroots efforts -- like giving away thousands of dollars to the greenest college campus or to the best homemade ad

-- in order to hawk clean energy "like it's Coke  or McDonalds."

How did SmartPower start, and where has it gone?

BK: It was started about seven years ago by a group of private foundations. Our charge was to market clean energy and energy efficiency like it's
McDonalds. To get regular people who don't care about clean energy and the environment to buy clean energy and be clean energy conscious.

Today, 84 percent of people in the United States say they want to buy clean energy. Less than 3 percent of people do. Therein lies our challenge and
also our opportunity. Our job as marketers is to find out why they're lying to us, what are the mental blocks, and then to create messages that address
those barriers.

What tend to be our most common hang-ups about clean energy?

Brian Keane: For thirty years, clean energy has been sold in this country because it's good for the environment. The challenge is what are the
motivators, what will make people want to be energy efficent. In the same way that McDonalds or Coke tries to find out who their customers are, by
digging deep into the psyche of the American consumer, we found four sigifnicant barriers.

First, they don't think clean energy works. They just don't think it's as powerful as coal in keeping the lights on at night, the heat on in winter, the air
conditioner on in summer. The number one barrier is simply just the question of reliablity.

Second, they have no idea where to purchase it. You don't walk into Home Depot to buy solar or Wal-Mart to buy wind. Even if you go online, it's hard to
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