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ICLR’s mission is to reduce the loss of life and property caused by severe weather 
and earthquakes through the identification and support of sustained actions that 
improve society’s capacity to adapt to, anticipate, mitigate, withstand and recover 
from natural disasters. ICLR is achieving its mission through the development and 
implementation of its programs Open for business, to increase the disaster resilience 
of small businesses, Designed for safer living, to increase the disaster resilience  
of homes, and RSVP cities, to increase the disaster resilience of communities.

ICLR has been designated as an IRDR International 
Centre of Excellence. IRDR International Centres of 
Excellence (ICoEs), established through the IRDR 
Scientific Committee (SC) and the relevant National 

Committee (NC), provide regional and research foci for the IRDR program. ICoE 
research programs embody an integrated approach to disaster risk reduction that 
directly contribute to the ICSU/IRDR Science Plan for Integrated Research on Disaster 
Risk and its objectives, as well as the IRDR Strategic Plan (2013-2017).

The Institute for Catastrophic Loss Reduction (ICLR) acknowledges that our work 
takes place on the traditional, ancestral, and unceded territories of the First Nations, 
Métis, and Inuit peoples across what is now known as Canada. We recognize 
the deep-rooted presence and invaluable traditional knowledge of Indigenous 
communities and their connection to this land. Our commitment to reconciliation is 
founded on respect, active listening, and continuous learning from Indigenous voices, 
stories, and perspectives, which are crucial in fostering disaster-resilient communities.
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Calgary and Edmonton residents and their homes are facing growing threats from severe hail, 
basement flooding, extreme heat, wildfire smoke, and other hazards. Homeowners can retrofit homes 
and developers can build new buildings to better resist these threats. Doing so makes good financial 
sense at the societal level, saving as much as $5 to $10 in future loss per $1 of cost. Despite the 
potential long-term benefits, few people invest in measures that reduce risk from these hazards. 	
We think that is partly because the owner or developer pays while many other co-beneficiaries (later 
owners, governments, insurers, real estate agents, lenders, and participants in the broader economy) 
enjoy much of the benefits without paying for them. Co-benefits are merely hypothetical until owners 
invest. We hypothesize that if co-beneficiaries offer sufficient incentives, then more owners will invest 
in adaptation, and everyone will win. Otherwise, everybody loses. 

In response, The City of Calgary was awarded funds through Natural Resources Canada’s Climate 
Change Adaptation Program to better understand climate risk impacts in Calgary and Edmonton, 
with support from the Institute for Catastrophic Loss Reduction (ICLR). The overall project involves 
conducting analyses to answer the following questions: 

1.	 Which climate impacts pose the greatest risk to people and their residences in urban Alberta 
(i.e., which are most likely and consequential to society)?

2.	 Which are the most effective adaptation measures to mitigate those high-risk impacts?

3.	 What barriers prevent residents from implementing effective adaptation measures, and what 
are the best mechanisms to motivate action?

4.	 What are the benefit-cost ratios associated with implementing these adaptation measures? 
How are the benefits shared among co-beneficiaries?

5.	 What are the most potentially effective and equitable ways to that co-beneficiaries can share 
the costs of adaptation? That is, how can we design a multilateral incentive program to help 
owners invest in climate adaptation? How can someone—a municipality, nonprofit, or other 
entity—coordinate the incentives to build community climate resilience in a cost-effective 
manner?

ICLR answers these questions through several deliverables, including:

1.	 High-level risk assessment of eight predominant hazards in Calgary and Edmonton: extreme 
heat, wildfire smoke, wildfire, hail, high wind, drought, basement flooding, and winter 
storms. High-level risk assessment means an estimate of the long-term annual average risk 
from each hazard. The estimates are measured in qualitative terms at the municipal level and 
in terms of expected annualized loss at the municipal and per-capita levels. 

2.	 Resilience analysis of actions that homeowners can take to reduce the risk from four hazards. 
The project team selected four hazards among the eight that the high-level risk assessment 
says pose the greatest risk. These four are: Hail, basement flooding, extreme heat, and 
wildfire smoke. For each hazard, we proposed a practical adaptation measure that could be 
installed in a home that would greatly reduce or eliminate the risk. These were: impact-resistant 
roofing for hail, a package of three basement-flood protection measures (side grading, battery 
backup sump pump, and backflow valve), a portable air conditioner or central heat pump or 
air conditioning (for heat), and an air purifier (for smoke). 

Project background
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3.	 Economic analysis of four adaptation measures. In the economic analysis, we estimate the 
benefit-cost ratio for each adaptation measure. The benefit is taken as the present value of 
the long-term average avoided future losses. The cost is taken as the initial capital cost plus 
the present value of any maintenance costs. 

4.	 A summary of barriers and opportunities to constructing multilateral incentives. The summary 
draws on conversations with representatives of several influence groups: insurers, real estate 
agents and brokers, community groups, builders, public-health experts, and a few others in 
related fields. The present document summarizes those conversations. 

5.	 Finally, the project concludes with so-called resilience incentive frameworks, by which we 
mean a document that offers a preliminary design of coordinated multilateral incentives. 	
We offer such a design for three of the four adaptation measures, as selected by the 		
project team. 

The present report summarizes the aforementioned conversations with influence groups. We held 
these conversations between January and April 2025. 
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This document presents the results of influence group engagement for the Alberta Climate Ready 
Homes project. Engagement included a kick-off meeting with 20 leaders in their respective fields, 
followed by a series of discussion groups. We held five 3-hour discussion groups focusing on the 
interests of housing-related influence groups that could provide climate-adaptation incentives:

•	 Insurers

•	 Real estate professionals

•	 Builders

•	 Community groups

•	 Public-health professionals

We also held several one-on-one meetings with people from the finance industry and provincial and 
federal governments who were unable to attend group discussions. In total, we engaged with 
approximately 40 people between January and April 2025. 

Participants were recruited based on their expertise and leadership within their industry and based on 
recommendations from industry groups and city staff. Organizational leaders were asked to share the 
sign-up sheet with those in their network who may be interested in participating. The project team 
targeted participation to create a balance between those with experience in Calgary and those in 
Edmonton. Everyone who expressed interest in participating received an invitation.

The conversations were tailored to the needs of each influence group in helping inform the project team 
to craft the multi-lateral hazard incentive framework. The overarching goals of the engagement were:

1.	 To ensure that the project team is clearly communicating the importance of climate adaptation 
and multi-lateral incentives,

2.	 To understand how each influence group can adapt presented incentives to meet their needs,

3.	 To receive advice on how incentives could be integrated into the influence group’s workflow.

The outcomes from the engagement are expanded under Key Findings and include:

•	 Prioritize affordability and equitable access 

•	 Provide clear, tailored communication and education

•	 Use trusted messengers and community partners to spread messages

•	 Actions suggested should be the right message at the right time

•	 Benefits and challenges of working with building regulations

We focused on the hazards and adaptation measures listed in Table 1. These were selected using the 
high-level risk assessment and resilience analysis findings. In each discussion session, we discussed 
how each influence group could provide monetary or non-monetary incentives to help homeowners 
or developers invest in these adaptation measures.

1. Overview

Hazard Adaptation measure

Hail Class-4 impact-resistant shingles

Flood Backflow valve, yard grading, and battery backup sump pump

Heat Portable air conditioner or central heat pump or air conditioning system

Wildfire smoke Air purifier

Table 1. Hazards and adaptation measures
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The intended audience of this report is the project team as they develop the three incentive 
frameworks for Deliverable 6. All participants have received their session summary, and the final 
documents for the Alberta Climate-Ready Homes will be shared. The next step for this project is to 
use the discussion group findings to inform the resilience incentive frameworks associated with 
Millstone 6.

Chapter 2 summarizes our findings. Appendices A through F present outcomes and summaries of the 
kickoff meeting and each discussion group. 
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Throughout our engagement activities, we heard several consistent messages that will inform the 
creation of the proposed incentive frameworks for climate adaptation measures. We organize these 
messages in five themes: affordability, messaging, trust, windows of opportunity, and regulation.

2.1 Affordability and equitable access

Many people mentioned how housing costs impact residents’ capacity to invest in adaptation. 
Participants spoke from their experience with programs that offered financial rebates as the incentive. 
Lower-resourced residents were unable to access the program as upfront costs were too high. 

Project team response: We will consider the needs of lower-resourced households in the incentive 
frameworks. This includes potentially recommending:

•	 Offer low-interest financing, direct payment to the installer, or a grant program.

•	 Advocate to partners to provide a financial incentive to help with affordability, e.g., work with 
insures to lower claim deductibles or provide incentives to build back better to match the 
changing climate. 

•	 Work with community groups to spread the message of available resources and what can be 
done at low cost.

•	 Amplify the message that a lower-cost house is one that does not need to be repaired or rebuilt. 
Upfront costs have the potential to pay back over time. 

2.2 Education and communication

Participants agreed that messages should be tailored to each audience group. They should emphasize 
simple solutions. It is not enough that information be available online: it must be accessible to 
non-experts and written for target audiences. Many industries function as service providers to meet 
consumer needs. Consumers and supporting industries need to know what is available to make 
informed decisions. For these industries, resilience is seen as a product to sell that needs a good value 
proposition.

Project team response: Incentive frameworks must feature industry-specific educational opportunities 
and materials. This includes potentially recommending:

•	 A centralized resource that includes risk information, recommended actions, and available 
resources.

•	 Simple language, translated as needed, and in different formats (e.g., handouts, videos, graphics).

•	 Targeting materials to different audiences’ interests, values, and needs (e.g., material for home 
buyers, sellers, community members, trades, sales).

•	 Including some form of value statement showing the benefits of recommended actions such as 
cost savings.

•	 Digital material should be accessible on mobile devices.

•	 Explaining how the recommended actions have clear benefits, such as cost savings and risk 
reduction. Stating how co-benefits address different needs.

2. Key findings
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2.3 Trust

Participants supported working with partners who hold the public’s trust. They saw doing so as 
foundational for successfully communicating risks and spreading the message of climate-ready 
homes. They recommended using pre-existing relationships and collaborating with community 
partners. In addition, many influence groups work tangential to hazards. They can act as a connector 
to others who have more specific information and recommendations, but their industry alone is not 
the trusted source for hazard or resilience information.

Project team response: We will develop programs and information in coordination with pre-existing 
channels. This includes potentially recommending:

•	 Using municipal webpages to recommend actions or link to associations’ webpages where people 
can find more details.

•	 Working with existing community groups that have strong relationships with the public.

•	 Recognizing that certain job roles have more personal and direct contact with residents. These 
people may have the time to walk through more complicated details and help residents apply for 
incentives (e.g., mortgage brokers, friendship centers, higher education service providers, and 
libraries).

•	 Recognizing that some of these groups can function as a connector to others with more specific 
information rather than act as the expert source themselves. 

2.4 Windows of opportunity

Residents need to hear the right message at the right time to change behaviour and invest in 
adaptation. Insurers often pay attention immediately after disasters, as they reflect on increasing 
claims. Cities are responding to more frequent disasters. The immediate post-disaster represents a 
window of opportunity. Each influence group has characteristic concerns to address during those 
windows of opportunity. 

Project team response: We will emphasize communication during these windows of opportunity. 	
Our communication will address a leading concern of the target audience at that moment. 		
This includes potentially recommending:

•	 Working with each industry to target the right resilience messaging and tool at the right time. 

•	 Using hazard experience to motivate change and desire to invest in resilient actions.

•	 Using trauma-informed approaches for all work involving hazards and when working with 
vulnerable populations. This is particularly true after a disaster.

2.5 Legal and regulatory considerations

Many participants mentioned using regulations to address climate resiliency. Regulations can raise 
minimum safety standards, but can also increase costs, cause delays, take years to implement, and 
only improve new houses, not existing ones. Participants warned against complicated procedures, 
uncertain payouts, short-term programs, and tenants’ dependence on landlords. They argued for a 
resilience program that would motivate and excite people to participate.
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Project team response: While we will continue to advocate for regulations that enhance adaptation 
features of the provincial or National Building Code, we will do so outside the scope of the incentive 
frameworks. We will strive to recommend a well-organized, unambiguous, simple program that 
directly benefits residents. Considerations include:

•	 An application process that is simple and intuitive.

•	 Nontrivial financial incentives like priority during an application review.

•	 A program with long-term funding, so that support can be built up around the application 
process.

•	 An option that renters could benefit from without seeking approval from the landlord. 

•	 A centralized resource to contain all relevant information.

The following appendixes summarize what was heard at each of the discussion groups.
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On January 30, 2025, we held an initial discussion group kick-off session with industry leaders. 	
The discussion aimed to collect early advice on the multilateral incentive approach and to help the 
project team convene discussion group members. Meeting invites went to those who previously 
expressed interest in climate-resilient homes and were connected to the project team. Twenty people 
attended, including representatives from the following sectors:

•	 Builders

•	 Building industry organizations

•	 Community organizations

•	 Municipal building inspectors

•	 Overseeing municipal land development

•	 Provincial emergency management

•	 The finance industry

•	 The insurance industry

•	 Utility providers

The group spoke favourably about the multilateral approach and saw the need for the work given the 
limited success in encouraging behavioural change using current methods. Key conclusions drawn 
from the discussion include:

1) 	Prioritize support for equitability distributing incentives

•	 Apply lessons from the Resilient Roofing Rebate Program in Calgary, including program 
eligibility and challenges of having residents pay upfront costs.

•	 Reimbursement or rebate programs have previously excluded those unable to cover upfront 
costs and have led to an inequitable distribution of funds.

•	 Housing affordability is a central concern for many households, and external factors are 
placing increasing stress on affordability.

2) 	Selling the idea of climate resilient homes

•	 Benefits of resilient actions are not always clear. Often the buyer cannot be certain of enjoying 
any benefit. 

•	 To overcome this and encourage resilient actions be prioritized, benefits need to be clarified 
and placed in contexts the public understand.  

•	 Other ongoing programs and changes compete for people’s money and attention.

•	 E.g., air tightness and heat pumps for energy efficiency that also include direct financial 
incentives to the resident.

•	 If it’s not standard across the sector, offering a product will make it a more expensive product 
that requires a strong sales pitch to increase desirability. 

Appendix A. Kick-off discussion
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3) 	Communication is critical 

•	 Provide clear guidance on what can be done by residents and the expected outcome.

•	 E.g., insurance alone doesn’t have the funds to incentive actions to make them cost-neutral. 

•	 Resilience reduces risk but does not eliminate it.

•	 One can do all the right things and still experience damage.

•	 Work through community groups who already have an interest in climate and resilience 
adaptation, they have strong networks to spread messages.

4) 	Broader changes are required

•	 Regulations to shift some responsibility off the individual, e.g., mandatory disclosures, code 
changes. 

•	 Existing and previous government programs have had bureaucratic or challenging application 
processes that cost time and resources to navigate. 

•	 Programs have also struggled with being shorter term, so it has been hard to form supports 
to help people apply over several years of lessons learned.

•	 Need for integration and coordination across interest groups and programs.
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On March 3, 2025, we held a discussion group with insurance industry members. The session opened 
with a background of the project before discussing how best to communicate risk reduction to 
insureds, how the insurance industry views incentives and build back better, and how best to engage 
with insurance brokers and agents. Eight people attended, and five others expressed interest but 
could not attend. Attendees included representatives from the following sectors:

•	 Community group that advocates on behalf of low income and marginalized groups accessing 
insurance

•	 Insurance representatives, corporate- strategic initiatives, climate adaptation, climate adaptation, 
sustainability, claims, national catastrophic team, government relations

•	 Insurance brokers industry organization

•	 Insurance broker

•	 Licensing body for brokers

Key conclusions drawn from the discussion include:

•	 Housing affordability as a central concern.

••	 Concerns around housing affordability and cost of living and the influence this has on 
accessing appropriate insurance and investing in adaptation or resilience features.

••	 The availability of insurance at a price residents can pay for the product offered is a growing 
concern.

•	 Trust in communication

••	 Who communicates what can influence people’s beliefs and behaviours.

••	 Receptiveness to listening and learning about different options can change based on the 
source of information and timing.

••	 Concern the insurance company representatives do not have the public’s trust, complicating 
communication, and an opportunity for brokers and others to have fuller conversations on 
resilience with insureds.

•	 Education to help make informed decisions

••	 Need for easy access to information that centers the value of the action being requested.

••	 People need the right sort of information at a time that helps them make informed decisions; 
this does not include during the high-stress claims process.

•	 Changing risk landscape

••	 Increasing costs of claims makes room to investigate incentive programs’ potential.

•	 Support for an incentive program

••	 There was interest in creating a multi-lateral incentive, but it needs to be:

a)	 highly subsidized so upfront costs on residents are minimized,

b) 	simple and quick with little bureaucratic difficulties. 

••	 A program that matches people’s capacity – money, time, communicating the benefits, timing 
of the information (e.g., wildfire season, window of opportunities).

••	 Municipalities may have incentive programs, but it is hard to determine what is available and 
where; a centralized database or place to direct people would help.

Appendix B. Insurance industry discussion
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•	 Examples of past approaches to communicating and incentivising resilience:

••	 Discounting premiums for specific actions, limited success in motivating action.

••	 When a claim is made, but this time window is also very stressful and already an 
overwhelming and expensive process.

••	 Calgary’s hail roofing program (Resilient Roofing Rebate Program, 2022) was successful, but 
a) short duration and limited geographic area so could have a dedicated team discussing 
details, b) funds depleted quickly, c) upfront costs required of the homeowner so the program 
was not accessible to many.
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On March 4, 2025, we held a discussion group with members of the real estate industry. The session 
opened with a background of the project. We then discussed how best to communicate the value of 
incentives to sellers and existing homeowners, how best to use real estate listings to communicate 
value to buyers, and the best window of opportunity to incentivize resilient actions within homes. 
Seven people attended, and four others expressed interest but could not attend. Attendees included 
representatives from the following sectors:

•	 Realtor associations

•	 Real estate foundation

•	 Real estate agent 

Key conclusions drawn from the discussion include:

•	 Desire for background knowledge and information

••	 Access to tailored risk information that can be provided if the client asks.

••	 Messaging that is easy to navigate, tied to specific programs, incentives or actions to take.

••	 Solution focused.

••	 Information provided on the value of specific actions and cost savings (e.g., battery backup 
sump pumps, hail-resistant roofs).

•	 Trust in the message provider

••	 Municipalities or real estate boards and associations may have the trust and credibility to share 
the information and motivate a change in behaviour.

•	 Real estate professionals as the connector to those with more resilient-specific expertise

••	 May not be the resilient champions themselves but, they have the information to support 
those interested. 

••	 Could provide basic information if readily available and actionable, e.g., higher-risk and what 
that means to live ther.

••	 Connect to other professionals, e.g., building inspectors, insurers.

•	 Real estate is about meeting consumer demands

••	 Desire for climate-ready homes needs to come from the consumer to get the industry really 
motivated, meeting consumer demands.

••	 Concern that unnecessarily disclosing risk may turn a client off if no ‘future-proofed’ solutions 
are provided.

•	 Value-oriented solutions

••	 Framing climate-ready homes as a consumer product may get more traction but needs to be 
consumer-driven, helping clients save money or increase property value.

••	 All problems stated need an accompanying solution.

••	 Need for benefits of resilience to be clear and simple to communicate.

Appendix C. Real estate industry discussion 
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•	 Supporting real estate professionals could include:

••	 Clear description of what resilience measures are and how much extra it could add to house 
value or cost savings.

••	 Checklists in the style of hazardous building materials. 

••	 Resource that links the recommended actions and incentives available so it can be shared 
with realtors and a solution to the problem is provided.

••	 Including resilience measures into MLS listing options.

•	 Past project success 

••	 Evict Radon Project

•	 Messaging around feeling safe at home.

•	 A clear problem and solution provided.

•	 Messaging targeted specific audience’s needs, was personal and actionable.

•	 Messaging included wording that connected to neighbourhood participation and action.

•	 Past project lessons learned:

••	 Experience with solar panels where installation increased home value, increasing cost of 
ownership.

••	 Risk information was provided but, no specific, reasonable, and actionable solutions were 
provided.

••	 Accessible features where fear of getting it wrong has stopped the conversation entirely.
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On March 4, 2025, we held a discussion group with community groups associated with climate 
resilience. The session opened with a background of the project before discussing how best to 
communicate risk reduction to community members, how community groups can promote resilient 
actions, and how can community events be used to engage with community members. Five people 
attended, and five others expressed interest but could not attend. Attendees included representatives 
from the following sectors:

•	 Community non-profits

•	 Community volunteer movements

•	 Municipal community reps

•	 Utility community outreach 

Key conclusions drawn from the discussion include:

•	 Everyone has a role to play

••	 Multifaceted approach with options to meet different people’s needs, and providing aligned 
messaging.

•	 Messaging and marketing of recommended actions

••	 Videos, pictures, multi-language simple handouts and links to webpages that have greater 
detail on the specifics. 

••	 Clear ties between hazard information and recommended actions to reduce risk.

••	 People are driven by different values and goals, so messaging could target different needs.

••	 Need for clear rationale for taking recommended actions and the value it would provide to 
the resident.

•	 Lean into preexisting networks

••	 These networks already have community trust and champions who can help spread messages 
and provide direct support based on community needs.

••	 May not be experts in climate hazards, so they would need clear guidance on resilience 
actions to take and any incentives that may exist.

••	 Can share stories of personal experience with a climate hazard and what can be done to 
reduce it.

••	 Work resilience messaging into preexisting events or days of significance, e.g., Community 
league day, Earth Day at the library, remembering the hailstorm. 

•	 Affordability as a central concern

••	 Direct installations (rather than a rebate) are strongly preferred.

••	 Showing the clear benefit and value of taking specific actions may help motivate taking 
targeted investments, particularly when funds are limited, and trade-offs are needed.

Appendix D. Community group discussion
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•	 Supporting community members could include:

••	 Meeting people where they are at, in-person engagement where specific questions can be 
answered and displays of resilience available.

••	 Clear and simple application process, use of videos and graphics.

••	 Little to no upfront costs; financial incentives could help improve the financial assessment of a 
resilient action or not.

•	 Past project lessons learned:

••	 The application needs to be simple with resources available to help fill in and submit forms.

••	 Need for coordination across initiatives that are happening in the city; both to show options to 
residents in one place but also to not duplicate work.

••	 Move towards building back better, rather than replacing what was there.

•	 Past project success:

••	 EPCOR RainWise – Stormwater Rebate Program which focuses marketing around 1) opportunity to 
save money, 2) reduce basement flooding, and 3) improve the water quality entering the river. 

••	 Community tours to show homes with resilient features.
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On March 6, 2025, we held a discussion group with builders. The session opened with a background 
of the project before discussing how best to communicate risk reduction to home buyers, what 
guidance is needed within the building industry to encourage resilient construction, and the benefits 
and challenges of above-code resilient design. Eleven people attended, and eight others expressed 
interest but could not attend. Attendees included representatives from the following sectors:

•	 Builders

•	 Inspectors

•	 Energy efficacy and retrofit experts

•	 Utility providers 

Key conclusions drawn from the discussion include:

•	 Knowledge provided about the benefits of resilience

••	 Need for clear benefits and costs being recommended.

••	 Material tailored for the needs of different audiences: sales, consumers, trades, construction.

••	 Materials available in different formats: tablet readable, images, videos, links to webpages 
with full details (including benefit-costs of each action).

••	 Marketing towards the consumer so they are aware of risks, options to invest in a more 
resilient home, and potential cost savings of the investment.

•	 Everyone has a role to play

••	 Varying incentives based on the industry, collective effort.

••	 Not necessarily the builder’s job to market and sell resilience; they work on the demands of 
the consumer.

•	 The importance of regulation

••	 Sets a minimum standard everyone must meet; prices would come down due to demand, and 
there would be no need to sell higher safety standards.

••	 A long timeline to play out and see results.

•	 Housing affordability and shortages

••	 People need homes and fast, but budgets are tight to go above what is required.

••	 Incentivizing resilience also allows trades to focus on building new rather than repairing what 
is damaged, this also saves the residence money. 

Appendix E. Building industry discussion
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•	 An incentive program could include:

••	 Co-benefits to the consumer, e.g., success of fibre cement siding as it is both hail resilient 
and an aesthetic choice.

••	 A sticker or permit program if resilient options are used so future residents know what was 
installed, e.g., IR4 roofing.

••	 Use of building fees to be reinvested into incentivizing homes with resilient features added.

••	 Personal experience is a motivating factor to build differently, connecting the communities 
experience to change individual behaviour.

••	 A pilot that allows people to visit and see what resilient features look like and learn what 
they do.

••	 Connecting with college programs to train people early in their careers.

••	 Incentive the product providers to make more resilient products so costs come down and 
similar price to non-resilient options. 

••	 Expanding existing green building incentives to include resilient options.

•	 Past project lessons learned:

••	 Complex application process that slows the building down and has little financial return. 

•	 Past project success:

••	 Calgary’s Resilient Roofing Rebate Program got the conversation started on how roofs can 
be made resilience.

••	 Prioritizing review of applications that meet certain requirements, for example, how the 
Green Building Priority Stream Program operates.
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On March 6, 2025, we held a discussion group with representatives who could speak about extreme 
heat response and the role of public health. The session opened with a background of the project 
before discussing the role of public health in residential resilience, how best to engage with vulnerable 
residents, and how into integrate residential resilience in existing programs. Six people attended, and 
two others expressed interest but could not attend. Attendees included representatives from the 
following sectors:

•	 City emergency management staff

•	 City extreme weather response staff

•	 City adaptation staff

•	 Local college service provider

Key conclusions drawn from the discussion include:

•	 Equity considerations

••	 Incentivizing resilience is always good, but the people who can afford this option are not always 
the people most vulnerable to the hazard.

••	 If electrical devices are recommended, utility bill support may be required.

•	 Communication and education

••	 Messaging should be tailored to specific groups and what needs they have.

••	 Working with local organizations that have preexisting relationships and trust with community 
members and know the needs of the community.

••	 Recommended actions should be communicated in simple language, that is actionable, and 
tied to resources or supports.

••	 Trauma-informed.

•	 Working with ongoing community groups

••	 Use the places people feel are safe to provide education and options for adaptation.

••	 Providing direct support to people at greatest risk of the hazard (geographically and socially).

••	 A community that people choose to be and feel safe, e.g., Indigenous friendship centres, 
college campuses, neighbourhood organizations.

•	 Recommendations should be within bounds that renters can implement

••	 Direct support to the individual.

••	 Low barrier to entry, e.g., low cost, do not require lengthy applications.  

•	 Looking for co-benefits of resilience actions

••	 E.g., heat pumps that can warm and cool residents.

Appendix F. Public health discussion
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•	 An incentive program could include:

••	 Working heat and smoke response actions into ongoing emergency preparedness trainings.

••	 Integration into ongoing community events.

••	 Integrated into other service provisions, e.g., at libraries or college advising.

••	 Connecting with college programs to include climate change and resilience considerations in 
the curriculum.

•	 Past project lessons learned:

••	 Complex application processes or upfront costs can deter participation, e.g., solar panel 
installation.

••	 A website with information is not enough to change behaviour.
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