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1. Program Description:

This is a two-pronged program:

The first provides upstream rebates to distributors of gas water heaters.  The distributor receives a fixed rebate amount for each high-efficiency gas water heater that is sold.  The rebate is to be split between the distributor and the purchaser.  The distributor receives 1/3 of the incentive, while the purchaser receives 2/3.

The second provides free, energy-saving, boiler controllers to multi-family housing facilities.  The facility shares the cost of installation.  Contractor is responsible for program management, marketing, installation when the customer does not have a designated installer, and program inspection.

The program is available to residential multi-family facilities that receive natural gas service from Southern California Gas Company (SCG).

2. Administrative Activities:

Boiler Controller Program

· Matrix staff attended the kick-off meeting for the program at SCG’s Energy Resource Center in Downey, CA.  Topics of conversation included program tracking, marketing, invoicing, and monitoring protocol.

· Matrix has developed templates to generate measure flat files and financial flat files to be uploaded using Subcontractor Management and Reporting Tool (SMART) once the system is adopted.

Upstream Water Heater Rebate Program

· Matrix submitted revised work papers for the program.

· Matrix generated SMART measure files and emailed them to SCG.  This will be the standard reporting protocol until SMART is fully adopted.

· Matrix generated SMART financial files and invoiced SCG for rebates paid through March 2008.

3. Marketing Activities:

Boiler Controller Program
· Matrix held a meeting with the Benningfield Group to discuss similarities between our two programs and ways that we can collaborate to maximize our marketing efforts.
· Matrix has identified the “big fish” in the market to be targeted by the program.  These groups could easily satisfy our energy savings goals if recruited into program participation.  We have found, though, that these groups have been severely marketed to in the past under similar programs, and are reluctant to be persuaded.  We aim to prove ourselves in the market place at smaller establishments and revisit these larger companies at a later time.
· Matrix has collected marketing material from the manufacturer.  Items include case studies, product literature and brochures, and illustrative savings analyses.
· Matrix had conversations with a potential customer with three (3) boilers.  The customer has an installer, but would need training to perform the first installation.  We are coordinating with the manufacturer to provide this training.  These installations are expected to proceed after the first of May.
· Matrix had conversations with a potential customer who is in the process of selling the property.  To make a more attractive sale, the customer plans to implement several energy-saving measures.  For the gas side, the boiler controllers offered under the program are a “no brainer”.  The customer needs some time to put together the electric package before moving forward with the boiler controllers.  These installations are expected to move forward sometime in May.
· Matrix performed a mailing to multi-family housing facilities, informing the management of the program.  We have received one reply to the mailing.  The interested party was emailed a draft program enrollment form.
Upstream Water Heater Rebate Program

· Matrix has enrolled 12 water heater distribution companies in the program.  These distribution companies operate 69 stores altogether in SCG service territory.  Some of these distributors had worked with Matrix on previous upstream rebate programs and were happy to work with us again.  All of these distributors agreed to up-sell high efficiency water heaters and file sales reports with Matrix in exchange for speedy rebate processing.

4. Direct Implementation Activities:

Boiler Controller Program

· Matrix has taken the first steps to reaching an agreement with the manufacturer of the boiler controllers implemented under the program.  Topics of conversation include dealer agreements, installation training services, and pricing.

· Matrix developed an on-site data collect form to document installation activity and pre-screen customers.

· Matrix developed a customer enrollment form to be used as an installation contract between the customer and Matrix.  The form has been sent to SCG for approval.

· Matrix developed a walkthrough energy audit form and short report to be mailed to the customer after installation is complete.

· Matrix held a meeting with Benrich, a boiler service contracting company.  We have found many multi-family housing facilities in SCG service territory use Benrich to service their boilers.  Benrich was excited to hear about the program, and, as boiler installations are growing fewer and farther in between, would be willing to earn a few extra dollars performing controller installations.  No official agreement was met at this time, but these conversations will continue as the program develops.

Upstream Water Heater Rebate Program

· Matrix processed 1,637 upstream rebates this period.

5. Program Performance/Program Status:

(Program is on target
⁬ Program is exceeding expectations
⁬ Program is falling short of expectations

The program is proceeding according to plan

6. Program Achievements (non-resource programs only): 

None 

7. Changes in program emphasis, if any, from previous quarter (new program elements, less or more emphasis on a particular delivery strategy, program elements discontinued, measure discontinued, budget changes, etc.).

None

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

Boiler Controller Program
· Matrix will continue to perform outreach to property managers and apartment owner to market the program.

· Matrix will hold meetings with individual contractors who service and install boilers to enlist their help in marketing the program to their customers.

· Matrix will meet with other energy service companies who have experience with this technology to devise plans to reach potential customers.

· Matrix will attend trade shows that cater to apartment owners/management to market the program.

· Matrix will start an upstream marketing approach that equips boiler service/installation companies with the necessary information to market the program

Upstream Water Heater Rebate Program

· Matrix will mail a letter to plumbers informing them of the program.

9. Changes to staffing and staff responsibilities, if any


None

10. Changes to contracts, if any

None

11. Changes to contractors and contractor responsibilities, if any

None

12. Number of customer complaints received

None

13. Revisions to program theory and logic model, if any

None
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