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1. Program Description:

The primary goal of the program is to promote the installation of Energy Star equivalent standards for commercial-grade clothes washers to replace inefficient commercial clothes washer’s as served by gas or electric water heaters in high-usage Laundromats, institutions and multifamily facilities.


The energy savings will be achieved by providing appropriate rebates and education on overall energy and water savings to property managers and owners, equipment manufacturers and residential and small commercial leasing companies to facilitate the replacement and early retirement of existing leased or company owned equipment. Additional energy savings will be achieved concurrently by installing pipe wrap and lighting measures.  The program shall market and provide outreach approaches to bring multiple decision makers and stakeholders together to facilitate energy efficiency actions in the commercial washer industry. The primary decision makers and stakeholders this program will include the following types of customers: 

· Owners or Leasers of commercial clothes washers at Laundromat, institutions and multi family property managers and owners;

· Commercial washer leasing companies; distributors and route operators;

· Commercial washer equipment manufacturers; and

· Water agencies, municipalities and companies serving SCG&SCE

2. Administrative Activities

For the 3rd Quarter 2006 the Commercial Laundry Administrative Team had their hands full taking the program from concept to reality.  The team was busy establishing protocols, data systems, process flow, marketing materials and putting people in place to make it all happen.  Team members statewide met at least weekly to review and maintain progress, to set goals and report accomplishments.
3. Marketing Activities

The Commercial Laundry Outreach Team members have worked diligently with distributors and route operators to establish in house sales training meetings.  They have been there to promote the program, and distributor/leasing company participation.  Applications and brochures have been left as sales tools for the distributors/leasing companies.  These activities with distributors and route operators have been very fruitful and have been the key to early successes.
Worked with Metropolitan Water District and with “Save Water Save a Buck” to bring water and energy rebates together.  MWD will be contacting all of their qualified customers to let them know that energy rebates are available as well.  
Worked with San Diego County Water Authority to find ways to work together to bring energy and water rebates to each customer.  

Working with many water districts to create alliances that will ultimately bring energy and water rebates to customers that qualify.  

A website was established for the purpose of marketing the program.  On the website a customer will find all the information they will need to participate, and they will be able to apply online for washer rebates.
The following marketing materials were created:

· Program Logo and marketing design

· Program brochure for each IOU territory

· Program application with key information for each IOU territory

· One page fact sheet

· Marketing letter that introduces the program to potential customers.

· Business cards and stationary
A mail campaign was started sending the introductory letter and application to owners of coin laundry stores, multifamily properties and hotels/motels.

4. Direct Implementation Activities

As of Sept 30 UCONS has completed the application process and 100% inspection of 24 sites with 84 High Efficiency Washers.  This represents a very quick start to the program having officially started near the end of August.
5. Program Performance/Program Status

By the end of the Third Quarter the team had done an excellent job in advertising the program to route operators and distributors.  Saw an immediate response from day one after the start date.  
6. Program Achievements
Program protocols, data systems, key personnel, marketing plans, etc, were all set up a ready to go by the start date late in August 2006.  
7. Changes in program emphasis, if any, from previous quarter. (New program elements, less or more emphasis on a particular delivery source, program elements discontinued, measure discontinued, budget changes, etc.)

There have been no changes in program emphasis.

8. Discussion of near-term plans for the program over the coming months (marketing, outreach efforts that are expected to significantly increase participation in the program).

There are several large distributors and leasing companies that will be contributing higher numbers of washers throughout the fourth quarter.  

Ramped up to make a significant contribution to the number of CFL, T8 Retrofits and Pipe Wrap in the Fourth Quarter.

9. Changes to staffing and staff responsibilities, if any.    None.

10. Changes to the contract, if any.   None.
11. Changes to contractors and contractor responsibilities, if any.  None.
12. Number of customer complaints received.   No customer complaints were received during this month.
13. Revisions to program theory and logic model, if any.  There were no changes in program theory and logic models.
14. Concluding Comments.   
We are excited to be up and running.  We appreciate being able to work with the SoCaGas and SCE staffs and their encouraging support.
Southern California Gas Company
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