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STATEWIDE NONRESIDENTIAL EXPRESS EFFICIENCY PROGRAM

I.
Program Overview

A.
Program Concept

Express Efficiency is a statewide rebate program that targeted to all investor-owned utility (IOU) small-and medium-sized nonresidential customers.  The design prescribes what measures may be installed in a very straightforward and customer-friendly design that helps ensure that the smallest customers have a hassle-free, reliable means to decrease their utility bill and make their business more energy efficient.  One of the program’s goals is to place a major emphasis on customers who are described as hard-to-reach (HTR) and who deserve access to energy efficiency technologies that had previously been more available to larger customers.  

B.
Program Rationale

Express Efficiency has had many successes over the years: 

· The program has produced enormous energy savings at a reasonable cost per kWh and kW;

· The measures offered are always in evolution to ensure that the most energy efficient equipment is included in the program;

· The program’s focus over the last few years has changed to the point that in 2002, over 40 percent of the participants were hard-to-reach customers;

· The program has further evolved to welcome other entities into the program delivery.  Outreach has and will be expanded to include coordination with community-based organizations (CBOs), and faith-based organizations (FBOs) and other stakeholders; and

· The program has earned several national energy efficiency awards by virtue of its track record to deliver significant demand.1
The proof of the demand for and success of the Express Efficiency program is apparent.  Other parties continue to emulate its design in their local programs.  The Express Efficiency program will continue to coordinate efforts with other entities, while it guarantees that all customers, statewide, have equitable access to energy efficiency alternatives, regardless of their geographic location, business size or primary language.  
On a statewide basis the estimated potential energy savings are significant.  The commercial sector of the major IOUs accounts for 30 percent of peak demand in the state.  Commercial sector customers accounted for approximately 16,500 MW of the 55,000 MW peak demand in 2000..  

Equity for smaller customers is also of prime importance for the Express Efficiency program.  The needs and desires of smaller customers drive the program design and the selection of measures.  The prescriptive approach was selected because it works best for smaller customers, by eliminating the barrier of product selection.  All aspects of planning take into regard how best to serve smaller customers. 

As successful as the program has been SoCalGas is always looking to improve its energy efficiency programs based on the feedback and the results of previous years efforts.  Statewide energy potential forecasts indicates that a significant untapped savings potential still exists for this program to capture.  Consequently, the Express Efficiency program will remove the $25,000 per corporation participation cap, thereby expanding the opportunity to deliver significantly more energy and demand reductions.  This change will provide more program access to entities, such as schools, that have previously reached their maximum participation level and were forced to abandon additional energy efficiency opportunities.

Express Efficiency is designed to overcome barriers that prevent the hard-to-reach customers from having equal access to energy efficiency alternatives.  More specifically:

1. Lack of information about energy efficiency measures is mitigated by the prescriptive design of Express Efficiency.  Customers and vendors are provided with specific measure descriptions to make product selection easier.

2. Energy efficiency products also become more available because vendors and manufacturers know exactly which products to stock by following the program’s measure specifications.

3. Higher start up expense for high-efficiency measures is a major barrier for small and medium customers.  Express Efficiency rebates help offset these costs.

4. Lack of financing is addressed in two ways.  The rebate is frequently used as the down payment and the savings on the energy monthly bill as a result of installing the energy efficient equipment helps to make the customer eligible for a loan through financiers such as SafeBidco.

5. The program is designed to overcome the “split incentives” barrier.  Based upon the energy efficiency project agreement, either the customer or building owner can receive the rebate.

The program is popular with customers and vendors alike due to its familiar, user-friendly design, as well as the fact that it generates substantial cost-effective energy savings that result in lower energy bills.  Over the years, participants have used the program to increase energy efficiency as well as reduce energy costs within their facilities.  Typically, our experience is that projects are completed in phases due to the customer’s need to manage limited financial resources.  Each year customers look forward to the new program offerings to plan and complete additional projects.  Vendors have also consistently used the program to sell energy efficient equipment.  In many cases, the customer’s assurance of receiving a rebate actually makes the sale, and the rebate frequently serves as the down payment on the energy-related project.

Innovation within Express Efficiency has taken many forms.  It has included redesign of applications making them easier to complete, on-line availability of program updates and rebate forms, an e-mail subscription for program updates, inclusion of new state-of-the-art measures every year, energy seminars, CBO presentations, and the option to reserve funds.  The program embraces change and is committed to meeting customers’ needs.  In 2004, Express Efficiency will actively recruit local communities to provide an innovative means of program delivery.  For example, with IOU assistance, CBOs will have the opportunity to provide input on local needs and market the program to their community through special events or tailored mail-outs.

The program design makes customer participation easy and hassle-free, because:

· The program lists specific energy saving measures, so the customer does not need to take time to search out energy efficient technologies;

· The program Terms and Conditions clearly state the eligible product specifications and rebate levels; 

· The customer purchases the product from whomever they choose and installs the product wherever they choose;

· The customer simply sends in the rebate form along with the itemized paid invoice.  Shortly thereafter, the customer receives a rebate check. 

The program clearly lists the qualifying measures, with over 150 available measures that are organized into six categories:

· Lighting; 

· Heating, ventilation and air conditioning (HVAC); 

· Refrigeration; 

· Food service; 

· Gas technology; and

· Agricultural, motors, and other technology retrofit measures. 

As new energy efficient measures are identified, measure costs change or marketing opportunities or failures are identified, the Statewide Express Efficiency Program Managers will make adjustments to the measures list or rebate amounts.  This continuous updating will ensure that the program remains robust‘ opportunities to reach and exceed program goals are not missed, and customers benefit from a nimble program design.  To stay abreast of new, yet proven technologies, and to better meet the needs of all nonresidential customers, Express Efficiency will continue to solicit information from industry experts, vendors and customers to provide input as to new innovative measures that might be added, or how the program could be improved (e.g., Energy Star® Cool Roof rebates were added in 2003 to satisfy customer demand and to stay ahead of the code change that will occur in 2005).  

At SoCalGas, a new reservation hotline was also implemented with the SoCalGas Call Center for Chinese, Korean, Spanish and Vietnamese speaking customers.  Enhanced outreach efforts were initiated, including seminars for the California Association of Nonprofits, participation in the West Coast Energy Management Congress and other valued partnerships with Community Based Organizations.

The SoCalGas Express Efficiency program has been an overwhelming success with customers in 2002.  Accordingly, the program budget was exhausted in the third quarter and SoCalGas was only able to accept reservations from customers.
  The current reservation list exceeds $500,000 and is growing.  As a result, SoCalGas requested Commission authorization to transfer up to $700,000 from its Savings By Design (SBD) budget to the Express Efficiency Program (Motion of Southern California Gas Company U 904 G for Authorization to shift PY2002 Energy Efficiency Program Funds, filed on October 30, 2002 with the Commission).  

Utilities are experiencing less participation with boilers, and water heaters compare to 2002 due to other energy efficiency service providers offering higher rebate levels for the same measures.  SCG’s workforce is diligently working with vendors with Vendor In Partnership (VIP) program.  SCG is aggressively pursuing key vendors, manufacturers, distributors and sales personnel to promote the program.  SCG is providing all necessary paperwork to streamline the application process and get the lead information from the vendors. In addition, our call center is capturing all potential DSM participants and channeling customers to a designated person/phone number  
In 2003 SCG has implemented an on-line application, “Gas Calculator” that will streamline the submission of rebate applications.  The system automatically calculates rebates that will help customers with completing their applications.

SCG is partnering with the Metropolitan Water District (MWD)/Light Wash program and the Coin Laundry Association, in promoting the Energy Efficiency Programs.
C.
Program Objectives

To help achieve the energy and demand savings goals the two primary objectives of the Express Efficiency program are to provide equitable access to energy efficiency alternatives and to provide a cost-effective means for small and medium customers to install new energy efficient equipment. 

The program’s focus is on hard-to-reach customers as defined by the Commission’s Energy Efficiency Policy Manual Version 2, dated August 2003:

· Customer size; 

· Geographic location; 

· Primary language other than English; 

· Less than 10 employees; and 

· Lease, as opposed to own, their building.  

Furthermore, to ensure equity to all customers, the Express Efficiency program will continue to offer statewide-consistent cost-offsetting rebate levels to help customers with the installation cost of the new energy efficient equipment. That has ensured customers: 

· Decrease their utility bills; 

· Reduce statewide electric demand; and

· Save energy; 

Projected statewide savings include: 

· 191,416, 087 kWh;

· 33,287 kW; and

· 2,132,991 therms.

The Express Efficiency program at SCG is a complement to the Energy Audit program.  Customers who have received an Energy Audit are then referred to the Express Efficiency Program to learn about and obtain applicable rebates.  This referral will assist the customers in assessing opportunities to replace old gas and electric equipment with high-efficient models.  Express Efficiency customers who have not had one will also be offered an Energy Audit when they apply for a rebate.  This process will make Energy Efficiency Programs more accessible to customers, more cost effective, and increase the awareness of energy efficiency benefits.  The Express Program will also provide referrals to Emerging Tech Program for potential innovative and new gas technology.  
II.
Program Process 

A.
Program Implementation

Express Efficiency was redesigned in 2002 to shift the program’s emphasis from large to small- and medium-sized nonresidential customers.  The small- and medium-sized nonresidential customer market had previously not participated extensively in energy efficiency programs.  The market, however, holds substantial potential for significant energy savings.  Recruiting hard-to-reach participants is a goal of the Express Efficiency program for the 2004-2005 cycle.  Doing so is not only a matter of ensuring  equity to a previously under served market but also accesses a relatively untapped source of energy and demand reductions.  

Coordination with other entities remains a commitment of the Express Efficiency program.  All entities will be required to maximize their coordination efforts. 

Whether coordination is with other program implementers, vendors or community organizations, Express Efficiency has been very successful in its coordination efforts.  By so doing, Express Efficiency program has ensured that all customers have equitable access to energy efficiency opportunities.  Now, more than at any other time, close coordination and cooperation among all stakeholders is crucial to the success of energy efficiency in California.

Vendor Coordination

Coordination with vendors, particularly local ones, has been a key driver in past program successes.  The vendors bring eligible products directly to the customer and make energy efficient equipment purchases convenient.  Vendors know and rely on Express Efficiency to educate and assist customers with the purchase of time-proven energy efficient products.  Were it not for Express Efficiency program rebates, many customers would not upgrade their less efficient equipment.  IOUs value the role of vendors and will continue to work with them to serve customers well.  Seminars will be given to educate vendors on new measures related to their sales specialties and to help them increase their product lines to better meet the needs of our customers. 

Local Government Coordination

The IOUs have always felt that working with local government agencies is crucial to meeting the needs of each unique community.  The IOUs will continue to actively partner with their respective local governments to explore opportunities to increase program outreach at the local level.  The coordination between IOU and local governments’ programs will increase each entity’s program delivery cost-effectiveness and the programs’ penetration while providing better focus on the individual needs, opportunities and overcoming the barriers that prevent participation within each community.  The IOUs will also provide additional training; educational materials and targeted technical support to assist governments to meet local needs. 

Local Program Entities Coordination

In addition, IOU representatives will actively partner with local program entities, networks of community based organizations (CBOs), faith based organizations (FBOs), ethnic business organizations, chambers of commerce, and customer trade associations within their respective service areas to coordinate increased program outreach efforts at the local level.  The partnerships will identify the individual strengths of each of the entities and build upon potential synergies to overcome barriers to participation, such as language and rural geography.  This approach should increase the breadth and reach of the program, while increasing program delivery efficiencies. 

To ensure that customers have access to all available programs, the IOUs will continue to identify and partner with all stakeholders.  For example, Express Efficiency, Standard Performance Contract (SPC) and the Audit programs share the small- and medium-sized nonresidential market segments.  Opportunities exist to jointly focus on sector marketing, coordinate information dissemination, and share one-on-one customer educational opportunities.  The IOUs will provide Express Efficiency, SPC, and audit program materials along with side-by-side comparisons at all customer presentations and in handout packets as well as continue to work with customers to identify energy efficiency opportunities and provide a warm handoff between programs based upon individual customer need and type of project.  Since the IOUs have a global view of the energy efficiency market, they will continue to direct customers to the most beneficial and appropriate resources, including those programs run by other entities.  This capability to deliver quality service is why customers trust their utility as their preferred energy efficiency programs provider.

Energy Audit Coordination

As an integral part of the implementation plan, the Express Efficiency program intends to coordinate its marketing effort with a long-standing customer favorite, the audit program.  The audit program will provide the roadmap to show customers how to participate in Express Efficiency.  Customers trust the IOU’s experience, and unbiased, in-depth knowledge of all facets of energy efficiency.  Based upon the recommendations in the audit, customers will know what to install and have greater confidence in their choice to invest in Express Efficiency measures.  This natural, symbiotic relationship between the IOU programs will increase Express Efficiency participation and serve our customers’ needs well. 

Express Efficiency will coordinate its efforts with the utility account representatives.  The account representative assemblage is a diverse group that resides in and belongs to organizations within communities.  Through their sense of community, account representatives know their customers and are well positioned to assist individual members of community business organizations and customer groups to identify opportunities and overcome market barriers related to the achievement of their full energy efficiency potential.  

Market Barriers

The SoCalGas representative’s local community involvement approach will ensure program equity in regard to program access and will help overcome market barriers such as language, geographic location, business size, and opportunity to invest in new energy efficient equipment.  The Express Efficiency program will also provide training, educational materials and technical support targeted specifically to meet the needs of the hard-to-reach customer groups.  

B. Marketing Plan

In the current economic climate, hard-to-reach customers continue to struggle for financial survival.  Persuading these customers to invest in energy efficiency requires a multi-faceted and innovative marketing approach.  This approach involves the use of a combination of mail-outs, personal, and CBO-coordinated efforts.  The marketing plan primary objective is to provide the hard-to-reach customer with equitable access to the program. SoCalGas’ approach will include, but not be limited to: 

· Multilingual marketing materials and technical resources in English, Spanish, Korean, Chinese and Vietnamese as appropriate to the IOU’s customer make-up. 

· Direct mail pieces will target economic development areas, rural areas and those areas defined as transmission constrained; 

· Informational pieces to inform small customers as to the amount of rebate available for specific energy efficient equipment.

	One-to-one Contact
	Promotional Vehicles
	Delivery Vehicles
	Tools

	Site Visits
	Trade/Association Journals
	Bill inserts
	Web site information

	IOU Call Centers
	Chamber Newsletters
	Bill messages
	Foodservice centers

	Project Specialists
	Organization Newsletters
	Direct mail
	Professional contacts

	Customer Service Representatives
	Local Newspapers
	Conferences
	CBOs

	Field Account Representatives
	Multilingual applications/ brochures
	Customized audits
	FBOs

	Phone Account Representatives
	Special promotions
	Vendor and trade allies
	Business Improvement Districts, Economic Development groups

	Customer-convenient Seminars
	E-mail marketing
	Website on-line forms
	Chambers of Commerce

	
	Targeted telemarketing
	
	Local Governments

	
	Contractors

Mobile Business Energy Clinic
	Printed applications
	Trade organizations


The IOUs may also assist local small businesses that sell energy efficient equipment to develop informational pieces for distribution to their own customers. 

Other promotional strategies may include increased media coverage in minority focused publications, telemarketing, coordination with community events, FBOs and CBOs, and group workshops/seminars.  An example of a successful coordination with a CBO is the statewide energy seminars that were jointly conducted with the California Association of Non-Profits (CAN).  The information presented  included business energy information, and information on IOU residential programs.  This comprehensive delivery of all nonresidential and residential programs at a single venue provided great value to the CBO attendees.  They acknowledged that the additional information that the IOUs presented would be used by CAN to assist their clients with energy related issues.  This innovative approach illustrates the value of the IOU’s well-rounded experience and in-depth knowledge in all aspects of energy efficiency in providing equitable access to all programs regardless of customer sector. 

The IOU’s Express Efficiency Web sites will provide supplemental information, including current updates as to available funding levels and printable forms.  Forms that can be completed on-line and electronic databases of qualifying equipment are under development.  Customers requiring in-depth information can also call their IOU, toll-free, to receive technical assistance, receive and energy audit, detailed program information and to make fund reservations. IOUs have found the lack of technology information to be a substantial market barrier.  Fortunately, based upon 20 plus years of energy efficiency experience, the IOUs understand the many barriers that customers face, and will continue to reach out to them in a variety of ways in an effort to overcome those barriers.  

Marketing Material 2004

	Marketing Material
	Method of Distribution

	Program Applications
	Direct Contact, Mail, Tradeshows, Chamber Events, Website 

	Program Summary Fact Sheet
	Direct Contact, Mail, Tradeshows, Chamber Events, Website

	Vendor Guidelines/ Participation Agreement
	Website

	Advertisements
	Business Journals, Newspapers

	Customer Mailers
	Direct Mail Pieces Announcing Program and/or Advertising Selected Measures 

	Trade Shows /Seminars
	Community Based Organizations, Vendor Seminars

	Electronic Mailers
	E-mails & Website Advertising Program


Marketing Material 2005

	Marketing Material
	Method of Distribution

	Program Applications
	Direct Contact, Mail, Tradeshows, Chamber Events, Website 

	Program Summary Fact Sheet
	Direct Contact, Mail, Tradeshows, Chamber Events, Website

	Vendor Guidelines/ Participation Agreement
	Website

	Advertisements
	Business Journals, Newspapers

	Customer Mailers
	Direct Mail Pieces Announcing Program and/or Advertising Selected Measures 

	Trade Shows /Seminars
	Community Based Organizations, Vendor Seminars

	Electronic Mailers
	E-mails & Website Advertising Program


C.
Customer Enrollment

A rebate form must be completed and returned to the customer’s local utility, within the program timeline, in order to be eligible to receive a rebate.  No other type of customer enrollment is required for this program.  If however, a customer wishes to reserve a rebate in advance of their equipment purchase, they may do so, by calling the IOU’s phone numbers.

The representatives at the toll-free number are well versed in energy efficiency technologies and strategies, can answer questions regarding program guidelines, measure specifications, and can guide customers through the process of completing the rebate form. If needed, the IOU representative can perform an energy audit to help the customers identify energy efficient opportunities and appropriate qualifying measures.  The representatives are also familiar with programs run by other entities, and if applicable, will frequently provide contact information to callers.

D.
Materials

Customers are solely responsible for the selection, purchase, and ownership of qualifying equipment.  Customers may choose to work with a vendor to purchase and install qualifying equipment.  All equipment must be new.  Used or rebuilt equipment is not eligible for rebate.  

Customers can install qualifying measures themselves or they can hire a vendor to do the installation.  In some cases, however, measures will require installation by a licensed contractor.  In all cases, the customer is responsible for complying with local codes, standards, regulations and permits. The equipment must be installed pursuant to the manufacturer’s specifications.

Quality installation of materials and equipment is considered to be as critical to efficiency performance as the inherent efficiency of the device itself.
E.
Payment of Incentives 

Equipment must be purchased and installed prior to submitting a program rebate form.  An acceptable proof-of-purchase in the form of a receipt, vendor invoice, purchase order or equipment lease must be submitted with the completed rebate form.  In addition to requesting a hard copy from the utility, customers have the option to download the appropriate Express Efficiency form from the IOU’s Web site.  The completed rebate form and required attachments are then sent to the IOU.  The rebate forms list all qualifying measures and the fixed rebate amount for each measure.  Having that information available as part of the form allows the customer to know the exact amount of their rebate payment prior to submitting the request.

Upon receipt, the rebate form is reviewed to make sure the form was completed correctly and that the submittal package includes all necessary documentation.  The package must be complete before it is approved for payment and in some cases equipment installation verification is required.  If the package is found to be incomplete, the processing center will contact the customer and make every effort to assist them in completing the paperwork. The intent is to ensure the customer has a positive experience, and will want to participate in future programs.  A customer may authorize the rebate payment to be released to a vendor or other third party payee, enabling it to be used as their equipment down payment.  The third party payee option often acts as a further incentive to purchase of the energy efficient equipment.

F.
Staff and Subcontractor Responsibilities


Staff

· Michael Guin- Program Manger- overall responsibility for achieving program energy savings goals

· Ronnie Paoletto – Program Operations Manger – Day to day responsibility for management of program activities and support staff

Subcontractor

· Panatec provides professional consulting services and technical support regarding the SoCalGas nonresidential Demand Side Management Program

· Gravitas provides programming support and maintenance of the MAS System. This system is utilized to process rebate applications, provide ad hoc reports to support program, generate data from programs for analyses, stores customer information, customer usage, and provide load information, and records visits by field personnel.

G.
Work Plan and Timeline for Program Implementation 
2004 Work Plan and Timeline

	Target Dates
	Activity

	January 2004
	Program implementation (if CPUC approval)

	January 2004
	Kick-Off Meeting with Vendors, Distributors and Manufacturers

	January 2004
	Kick-Off Meeting with Partners (MWD, Light Wash, Coin Laundry Association)

	January, 2004
	Update Ethnic Group Associations of New Program 

	January 2004
	Print Applications, Brochures, Flyers, Mailers

	February 2004
	Design Bill Insert to promote program

	February2004
	Kick-off Meeting with Account Executives, Managers and Staff

	February, 2004
	Send e-mail blast to customers with new apps and brochures

	February 2004
	Send letters to customers with new apps and brochures

	February 2004
	Train field personnel with partnership effort

	March 2004
	Mail bill inserts to customers

	March 2004
	Advertise in Chamber of Commerce, Local Papers, Trade Associations

	March 2004
	Design Spanish Website

	April 2004
	Quarterly Report for January – March

	May 2004
	Edit and Implement Spanish website

	June 2004
	Trade Shows or Conference Sponsorship

	July 2004
	Quarterly Report for April-June 

	September 2004
	Trade Show for African American Group and Pomona Fair

	October 2004
	Quarterly Report for July –September

	November 2004
	Program Ends

	November 2004
	Finalize Brochures and Flyers for PY2005 

	December 2004
	Update apps, brochures, mailers for PY2005 

	January 2005
	Program implementation (if CPUC approval)

	January 2005
	Update Meeting with Vendors, Distributors and Manufacturers

	January 2005
	Update Meeting with Partners (MWD, Light Wash, Coin Laundry Association)

	January, 2005
	Update Ethnic Group Associations of New Program 

	January 2005
	Print Applications, Brochures, Flyers, Mailers

	February 2005
	Design Bill Insert to promote program

	February 2005
	Update Meeting with Account Executives, Managers and Staff

	February 2005
	Send e-mail blast to customers with new apps and brochures

	February 2005
	Send letters to customers with new apps and brochures

	February 2005
	Train field personnel with partnership effort

	March 2005
	Mail bill insert to customers

	March 2005
	Advertise in Chamber of Commerce, Local Papers, Trade Associations

	March 2005
	Design Post Card to Promote Program 

	April 2005
	Mail Cards 

	June 2005
	Trade Shows or Conference Sponsorship

	July 2005
	Quarterly Report for April-June 

	September 2005
	Trade Show for African American Group and Pomona Fair

	October 2005
	Quarterly Report for July -September


III.
Customer Description 

A.
Customer Description

To ensure equitable access to energy efficiency opportunities, Express Efficiency targets small and medium sized nonresidential customers of California’s four IOUs with an emphasis on the hard-to-reach customers.

In 2002, a significant majority of program participants, were hard to reach customers.  This clearly validates the IOU's experience in successfully identifying and equitably serving this customer sector.  Express will expand the outreach by means of geographically and rate targeted mailers, seminars and media announcements as illustrated in Section II, G. The program will also coordinate its efforts with local governments, other program implementers and CBOs and FBOs.

B.
Customer Eligibility

Eligible nonresidential electric customers are those on small- and medium-sized commercial, industrial and agricultural rate schedules with energy usage < 500 kW per service account.  Eligible nonresidential gas customers are those whose average monthly gas usage does not exceed 20,800 therms or who are currently served under a core gas rate.

Small customers are defined as those who use 20 kW to 100 kW or 10,000 to 50,000 therms or both.  Medium customers are those who use 100 kW to 500 kW; or 50,000 to 250,000 therms; or both. 

Customers that receive an incentive or rebate from another state or local public goods charge funded program are ineligible to receive an Express Efficiency rebate for the same measure(s).  

C.
Customer Complaint Resolution

If a customer has a question, concern or dispute that relates to program policies, rules or procedures, a program office representative will evaluate the issue and seek to resolve the dispute consistent with web-posted program rules, policies and procedures.  If a customer has a dispute relating to work performed by a licensed contractor, the utility will refer the customer to the Contractor State Licensing Board.  If a customer has a dispute relating to work performed by a non-licensed contractor, the utility will recommend that the customer work directly with the contractor to resolve the dispute.

D.
Geographic Area

SoCalGas service area encompasses 23,000 square miles of diverse terrain throughout most of Central and Southern California, from Visalia to the Mexican border. As the nation’s largest natural gas distribution utility, it serves 18 million through 5 million gas meters in more than 530 communities.  
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IV.
Measure and Activity Descriptions

A.
Energy Savings Assumptions

Savings (kWh, kW, & therm) values for nonresidential measures are not published in the DEER database (August 2001).  Since the program is offered statewide, a single set of workpapers has been developed. The incremental measure cost values in the workpapers are taken from the DEER database when available/applicable. Estimated Useful Life values are from the CPUC Policy Manual, (Version 2, August 2003) when available. If not available, the source of the value is documented.  The Net-to-Gross values are from the CPUC Policy Manual.  SoCalGas’ workpapers provide documentation for all values used in the cost-effectiveness analysis.

B.
Deviations in Standard Cost-effectiveness Values

See A. above.

C.
Rebate Amounts

	Measure Description
	Unit Definition
	 Rebate Per Unit 

	Heating - Greenhouse Heat Curtain
	SqFt
	 $    0.40 

	Lighting - 2 Ft 2nd Gen. T-8 with Elec. Ballast
	Lamp
	 $    3.50 

	Lighting - 3 Ft 2nd Gen. T-8 with Elec. Ballast
	Lamp
	 $    4.25 

	Lighting - 4 Ft 2nd Gen. T-8 with Elec. Ballast
	Lamp
	 $    4.25 

	Lighting - 8 Ft T-8 with Elec. Ballast
	Lamp
	 $    7.50 

	Lighting - Exterior >176w Incan Base HID
	Unit
	 $100.00 

	Lighting - Exterior >176w Mer Vap Base HID
	Unit
	 $  48.00 

	Lighting - Exterior 0-100w Incan Base HID
	Unit
	 $  36.00 

	Lighting - Exterior 0-100w Merc Vap Base HID
	Unit
	 $  22.00 

	Lighting - Exterior 101-175w Incan Base HID
	Unit
	 $  64.00 

	Lighting - Exterior 101-175W Merc Vap Base
	Unit
	 $  30.00 

	Lighting - Hardwire Incan Base 27-65 watt Fluorescent Fixture
	Unit
	 $  19.00 

	Lighting - Hardwire Incan Base 66-90 watt Fluorescent Fixture
	Unit
	 $  18.00 

	Lighting - Hardwire Merc Vap Base >90 watt Fluorescent Fixture
	Unit
	 $  21.50 

	Lighting - Hardwire Merc Vap Base 27-65 watt Fluorescent Fixture
	Unit
	 $  11.50 

	Lighting - Hardwired 14-26 watt CF Fixture
	Unit
	 $  11.00 

	Lighting - Hardwired 5-13 watt CF Fixture
	Unit
	 $    9.00 

	Lighting - High Output 4 Lamp T5 Fixture (High bay applications)
	Unit
	 $  75.00 

	Lighting - Induction Fixture >100 watts
	Unit
	 $  50.00 

	Lighting - Induction Fixture 55-100 watts
	Unit
	 $  35.00 

	Lighting - Interior 0-35w Incan Base HID
	Unit
	 $  12.50 

	Lighting - Interior 71-100w Incan Base HID
	Unit
	 $  40.00 

	Lighting - Lamps controlled by Dimming Elec Ballasts
	Lamp
	 $  10.00 

	Lighting - Lamps controlled by Non-Dimming Elec Ballasts
	Lamp
	 $    2.00 

	Lighting - LED Channel Signage Replacement-Indoor Red <=2 feet high
	Linear Ft
	 $    4.00 

	Lighting - LED Channel Signage Replacement-Indoor Red >2 feet high
	Linear Ft
	 $    6.00 

	Lighting - LED Channel Signage Replacement-Outdoor Red <=2 feet high
	Linear Ft
	 $    2.00 

	Lighting - LED Channel Signage Replacement-Outdoor Red >2 feet high
	Linear Ft
	 $    3.00 

	Lighting - LED Exit Sign New Sign
	Unit
	 $  27.00 

	Lighting – Photocell
	Unit
	 $    7.00 

	Lighting - Remove 2 Ft T-8 (De-Lamp)
	Unit
	 $    4.00 

	Lighting - Remove 3 Ft T-8 (De-Lamp)
	Unit
	 $    4.00 

	Lighting - Remove 4 Ft T-8 (De-Lamp)
	Unit
	 $    6.00 

	Lighting - Remove 8 Ft T-8 (De-Lamp)
	Unit
	 $    9.00 

	Lighting - Screw in >27 Watt Lamp
	Unit
	 $    4.25 

	Lighting - Screw in 14-26 Watt Lamp
	Unit
	 $    3.50 

	Lighting - Screw in 5- 13 Watt Lamp
	Unit
	 $    1.50 

	Lighting - Time Clocks
	Unit
	 $  36.00 

	Occupancy Sensor - Plug Load
	Unit
	 $  15.00 

	Occupancy Sensor - Wall/Ceiling Mounted Lighting Sensor
	Unit
	 $  44.00 

	Occupancy Sensor – Wall box Lighting Sensor
	Unit
	 $  16.50 

	Refrigeration - Vending Machine Controller
	Unit
	 $  90.00 

	Water Heating - Gas Storage Water Heater (per MBtuh)
	MBtuH
	 $    2.00 

	Water Heating - Tank Insulation (per linear ft.)
	Square Foot
	 $    3.00 

	Water Heating -Hot Water Boiler
	MBtuH
	 $    1.50 

	Water Heating - Commercial Horizontal Axis Washer
	Unit
	 $150.00 

	Lighting- Ceramic Metal Halide <75 Watts
	Lamp
	 $  25.00 

	Lighting- High Bay Fixtures, 6 Lamp T-5/T-8
	Lamp
	 $150.00 

	Cooking- Pressureless Steamers, .4 kW or less
	Unit
	 $750.00 

	Cooking- Pressureless Steamers, .2 kW or less
	Unit
	 $900.00 

	Cooking- Insulated Holding Cabinets, full size, .8 kW or less
	Unit
	 $458.00 

	Cooking- Insulated Holding Cabinets, full size, .5 kW or less
	Unit
	 $733.00 

	Cooking- Insulated Holding Cabinets, 3/4 size, .6 kW or less
	Unit
	 $367.00 

	Cooking- Insulated Holding Cabinets, 3/4 size, .4 kW or less
	Unit
	 $550.00 

	Cooking- Insulated Holding Cabinets, half size, .4 kW or less
	Unit
	 $275.00 

	Cooking- Insulated Holding Cabinets, half size, .3 kW or less
	Unit
	 $367.00 

	Tank Insulation – High Temperature Applic. (sq ft)
	Sq Ft
	 $    3.00 

	Pipe Insulation - Low Pressure Steam Applic. (LF)
	Linear Ft
	 $    3.00 

	Window Film (Standard)
	Sq ft
	 $    1.35 

	Prog. Thermostat – DX
	Ton
	 $  54.00 

	Cool Roof – DX
	Sq ft
	 $    0.15 

	Occupancy Sensor, 4L4' Fluorescent Fixtures
	Fixture
	 $  20.00 

	Variable Speed Drive Control, 40 HP
	HP
	 $  80.00 

	Pre-rinse Spray Valves
	Unit
	 $  30.00 

	Agriculture -Infrared Film fro Greenhouse
	Sq ft
	 $    0.03 


D.
Activities Description 

See Program Process section above.

V.
Goals

	Net Projected Energy Effects

	Coincident Peak kW
	Annual kWh
	Lifecycle kWh
	Annual Therms
	Lifecycle Therms

	0
	432,221
	4,754,429
	4,604,671
	70,603,329


In addition to energy savings and demand reduction goals, for customer equity, SoCalGas will ensure that 43 percent of the applications received for this program are from nonresidential hard-to-reach customers as described in Appendix C Glossary” of the Commission’s Energy Efficiency Policy Manual Version 2, dated August 2003. 

VI.
Program Evaluation, Measurement and Verification (EM&V) 

General Approach to Evaluation Program Success

This statewide EM&V plan is based on the Commission’s objectives as outlined in the Energy Efficiency Policy Manual Version 2 (EE Policy Manual) and adheres to the guidelines in the International Performance Measurement and Verification Protocol (IPMVP).

This statewide EM&V plan will continue to use the existing EE Policy Manual and established EM&V methods to evaluate the Express Efficiency Rebate Program’s success while the M&V protocols and framework are being revised by the New Evaluation Framework team.  A revised EM&V plan will be prepared (as appropriate) to incorporate the revised EM&V protocols and framework to evaluate the program’s success.

The goals and objectives of the Express Efficiency evaluation plan are to provide established methods to measure and quantify results in the form of achieved levels of energy and peak demand savings for the program.  The primary measurement of program success will be the tabulation of the estimated energy and demand savings for measures installed through the program, versus baseline measures.  The Express Efficiency program will also be evaluated on program delivery, process evaluation, market assessment and customer behavior and analysis.  Such studies provide ongoing information regarding benchmarking, and overall success in order to refine and optimize program delivery.

Approach to Measure and Verify Peak and Demand Savings

The primary measurement of program success will be verification of measures installation and tabulation of the ex-ante energy and demand savings for measures installed through the program, versus baseline measures.  Estimates will be based on an onsite verification of a selected sample of installations (across all utilities) on an ongoing basis to ensure that the rebated measures were installed correctly.  Changes in manufacturers and distributor stocking practices of energy efficiency equipment will also be assessed, if needed.  An assessment of the verification process will be undertaken at the end of the year to ensure sampling validity.  Savings estimates will be updated to reflect the best available information, as needed.  To comply with the objectives of the Commission for ongoing assessment and improvement of programs, the EM&V plan will also focus on process issues such as statewide integration between the investor-owned utilities, and with other California programs including financing options.  An assessment of the verification process will be undertaken on a schedule as outlined in the EM&V protocol and framework to ensure sampling validity.  The plan may also include 1) analysis of program accomplishments; 2) benchmarking comparisons between a variety of initiatives to identify best-practices for program design, delivery and implementation; 3) an assessment of program targeting and customer satisfaction; 4) an analysis of incentive levels and options; and 5) additional market assessment and evaluation as needed.

Approach to Evaluation of Program Success

To comply with the objectives of the Commission for ongoing assessment and improvement of programs, the EM&V plan will also focus on 1) analysis of program accomplishments, 2) comparisons between measures and identify best practices for the program design, delivery and implementation, 3) assessment of program targeting and customer satisfaction including upstream market actors, if needed, and 4) incentive levels and customer satisfaction.

· Market Assessment and Customer Behavior Analysis: This task will assist in assessing customer awareness, behaviors and practices given their participation in the Express Efficiency Program as well as allow an assessment of customer behavior and practices.  Market saturation/potential studies from statewide studies currently underway will inform the market assessment and baseline analysis.

· Process Evaluations: This task will include evaluation of program delivery mechanisms, timelines and customer satisfaction.  The research will provide ongoing feedback and corrective guidance regarding program implementation through a customer behavior study, and measure indicators of the program effectiveness through a process evaluation study.  These activities will include evaluation of program delivery in terms of marketing and delivery channels and may include customer satisfaction surveys regarding customers' perceptions on how the program has helped customers manage their energy bills.

Potential EM&V Contractors

The contractors listed below can objectively and effectively evaluate program success.  As a group, their work includes impact evaluation, measurement and verification, process evaluation, market assessments, and verification of program accomplishments.  These firms have a track record of completing high quality, objective studies of energy efficiency programs either for the California investor-owned utilities or for other entities whose studies we have been able to review.  This list does not include all of the qualified evaluators who could objectively evaluate program success.  The final list of evaluation consultants will be based on several factors including: future Commission decisions, the mix of approved programs and the experience of the evaluation consultants.

	ADM Associates
	KVDR Consulting

	Aloha Systems
	Megdal & Associates

	Alternative Energy Systems Consulting (AESC)
	Nexant

	Applied Management Sciences Group?
	Opinion Dynamics

	Architectural Energy Corporation (AEC)
	Quantec LLC

	ASW Engineering Management 
	Quantum Consulting

	Aspen Systems Corporation
	Ridge and Associates

	EcoNorthwest
	PA Consulting Group

	Energy & Environmental Economics
	Research Into Action

	Energy Market Innovations
	RLW Analytics

	Equipoise Consulting
	Robert Mowris & Associates

	Freeman Sullivan & Co.
	SBW Engineering

	Frontier Associates
	Science Applications International Corp. (SAIC)

	GDS Associates
	Skumatz Economic Research Associates (SERA)

	Global Energy Partners
	Summit Blue Consulting

	Heschong-Mahone Group
	TecMRKT Works

	ICF Consulting
	Vanward Consulting

	Itron (RER)
	Wirtshafter Associates

	KEMA-Xenergy, Inc
	


VII.
Qualifications 

A.
Primary Implementer

SoCalGas is the primary implementer of this program in SoCalGas service territory.  SoCalGas has provided residential and nonresidential customers with energy efficiency programs at the direction of the Commission since 1976.  Early programs provided information to residential customers on energy efficient appliances, home insulation, heating and air conditioning while providing commercial customers detailed, on-site energy analysis (audits).  Programs and services for both markets evolved into information programs coupled with equipment rebate programs, loan programs and incentives for new building construction by the early 1980s.  These programs have grown, contracted or been redirected based on the changing goals of the Commission, the needs of the marketplace and the input from the many community stakeholders in the energy efficiency industry.  

Surveys of customers indicate that SoCalGas has remained the most trusted source for unbiased energy efficiency information, services and programs.  Customers continue to look to SoCalGas for assistance in managing their energy use and costs.

Teams of SoCalGas engineers, marketing professionals and customer service specialists have demonstrated significant competencies in a variety of essential areas of program design and deployment, reporting/accountability program measurement, assessment and evaluation.

The Program’s managing Supervisor is Michael Guin who has overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings for several programs and supervises program staff.  

He is supported by the Program Manager, Jeff Alexander who has overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings.  These activities include program design and budget preparation; overseeing of program operations including the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.

B.
Subcontractors 

Panatec provides professional consulting services and technical support regarding the SoCalGas nonresidential Demand Side Management Program

Gravitas provides programming support and maintenance of the MAS System. This system is utilized to process rebate applications, provide adhoc reports to support program, generate data from programs for analyses, stores customer information, customer usage, and provide load information, and records visits by field personnel.

C.
Resumes or Description of Experience


(see following pages)

Qualifications of Michael Guin
Energy Efficiency Programs Manager

Area of Responsibility In This Program:

Overall responsibility for operations and achievement of program goals, particularly energy and peak demand savings for the nonresidential retrofit programs.  These activities includes program design and budget preparation; overseeing of program operations include the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.

Professional Experience as it relates to Current Position:

Michael has over thirty years experience in the utility industry. During this time, he has supported customers of all sizes through a wide variety of responsibilities including training, customer contact, advertising, on-line marketing and conservation and energy efficiency programs.  He is currently responsible for the energy efficiency programs targeted to the large nonresidential customers of both San Diego Gas & Electric Co. and Southern California Gas Co. 

2002 - Present, Energy Efficiency Programs Manager (SDG&E/SCGC): Responsible for the design and implementation of nonresidential, retrofit programs for medium - large customers.  

2000 - 2002, Nonresidential Energy Programs Manager (SDG&E): Responsible for the design and implementation of nonresidential, retrofit programs.  

1998 - 2000, Web Business Advisor (Sempra): Responsible for developing business solutions for nonresidential clients through Web-related applications. 

1993 - 1998, Advertising Communications Advisor (SCGC/Sempra):  Responsible for promoting residential and nonresidential programs and services through integrated customer communications. 

1991 – 1992, Engineering Training Specialist (SCGC): Responsible for developing training and testing material for Natural Gas Vehicle Program and Construction Services.

1987 – 1991, Commercial Account Executive (SCGC): Primary customer contact to major retail chains and appliance distributors.

Educational Background:

Business Studies, Rio Hondo College, Whittier, California (1976)

Business Studies, Mount San Antonio College, Walnut, California (1980)

Professional Affiliations:

Association of National Advertisers

Qualifications of Jeff Alexander

Program Manager

Area of Responsibility In This Program:

Overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings.  These activities includes program design and budget preparation; overseeing of program operations include the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.

Professional Experience as it relates to Current Position:

2000—Present, Program Manager (SDG&E): Responsible for the design and implementation of the Express Efficiency program.  Work with various contractors/vendors to market the statewide rebate program to small and medium business customers.  Work with communications department to develop outreach material for customers, including the development of point-of-purchase material, newspaper ads and TV spots and radio spots.

1999—2000, Marketing Engineer (WWW Corporation): Supported the Federal Accounts group in partnering with the Government to perform Energy Conservation Projects on the various bases and Naval hospital within San Diego County. Prepared all documents and strategies for complex bid exercises.  Managed all contracting related activities and processes associated with the acquisition of services to support the operational needs of the Company, including RFP creation, proposal evaluation, contract negotiations, contract drafting and implementation.  

Educational Background:

B.S.—Accounting, Central Washington University, Ellensburg, Washington (1978)

Professional Affiliations:

Founding member and board representative of the California Chapter of Air Conditioning Contractors of America (CAL-ACCA)

VIII.
Budget 

	Program Budget

	Cost Description
	 Amount ($Nominal) 

	Administrative Costs
	 

	 
	Managerial/Clerical
	 $       321,506 

	 
	Human Resources
	 $         11,166 

	 
	Travel / Conferences
	 $       171,096 

	 
	Overhead
	 $       338,952 

	 
	Sub-Total Administrative
	 $       842,720 

	Marketing Costs
	 $     2,449,625 

	Implementation Costs
	 

	 
	Incentives
	 $     3,295,235 

	 
	Activity
	 $         70,000 

	 
	Installation
	 $         20,000 

	 
	Hardware / Materials
	 $       194,558 

	 
	Rebate Processing
	 $       105,720 

	 
	Sub-Total Implementation
	 $    3,685,513 

	EM&V Costs
	 

	 
	Activity
	 $       172,900 

	 
	Overhead
	 $           8,100 

	 
	Sub-Total EM&V
	 $       181,000 

	Total Program Budget
	 $     7,158,858 


1 American Council for an Energy Efficient Economy, Energy Efficiency Award and Exemplary Award


�  As customers leave the program SoCalGas accepts customers from the reservation list.  Customers are informed about the reservation process.
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