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Statewide Residential Retrofit Multi Family Home Energy Efficiency Rebate Program

I.
Program Overview 

A.
Program Concept

The Statewide Multi-family Energy Efficiency Rebate program is offered in the service areas of Pacific Gas and Electric Company (PG&E), Southern California Edison (SCE), San Diego Gas and Electric (SDG&E), and Southern California Gas Company (SoCalGas).  The  program promotes energy savings by providing cash rebates for the installation of qualified energy efficiency products in apartment dwelling units and in the common areas of apartment and condominium complexes and  mobile home parks.  Property owners and property managers, as authorized agents for property owners, of existing residential multifamily complexes with five or more dwelling units may qualify for rebates for installing a wide variety of energy efficiency measures.  These include interior and exterior hardwired fixtures, ceiling fans, compact fluorescent lights (CFLs), clothes washers and dishwashers as well as common-area improvements such as exit signs, occupancy sensors, photocells, high performance dual-paned windows, mechanical improvements, and high-efficiency heating and cooling equipment..  The  program uses an integrated approach of combining information, education, and energy-management services, including targeted marketing and customer incentives, to encourage property owners/managers to install energy-efficient measures.  

B.
Program Rationale

In 2002, the statewide multi-family team began the transition from the multi-family residential contractor program to the current multi-family rebate program.  The multi-family program was directed toward property owners and managers.  Targeted application mailing, promotions at events, and participation at trade shows assisted with making significant in-roads into the underserved multi-family market.

Participation in the 2002 statewide program quickly grew popular with some electric measures selling out (for example, interior and exterior hardwired fixtures).  Feedback received included a definite interest from property owners and managers to continue the program. Traditionally, this market segment has been considered hard-to-reach and has not actively participated in energy efficiency programs.  This segment faces increased market barriers, specifically, the split incentives between property owners/landlords and tenants.  Multifamily residents often pay their energy bill, but the property owner or manager is responsible for facility improvements.  Given that the property owner/manager does not realize the financial benefits from installation of energy efficiency measures, as they often do not pay the energy bill, it is challenging to motivate an owner to pay for incremental capital energy -efficiency improvements.  

The multi-family program transitioned smoothly and successfully.  The investor-owned utilities (IOUs) have sustained momentum for the program as evidenced by increased savings and participation in 2003 while maintaining statewide standardization in customer applications, implementation, and administration as well as rebate levels.

To continue to build knowledge and understanding of the value of energy efficiency alternatives in the owner and property managers’ community, it is critical to maintain program stability, continuity and momentum.  As more multifamily dwellings receive benefits from the program, and the energy savings and program successes are shared within this community, program momentum and market penetration will likely continue to increase.  

Over time, it may be possible to increase savings on a dollar per energy unit as more property owners/managers understand the long-term cost savings from energy-efficient measures.  

For 2004-2005, modifications to the program include: 1) the addition and/or deletion of certain measures; 2) modified rebates; and, 3) general program process improvements.  The primary reason for these changes are to increase overall customer participation by removing barriers that have been hindrances.  Some of the changes are in response to customer feedback and previous years’ experiences with the program.  Others are to encourage and motivate property owners to install energy-efficient measures.  IOUs are evaluating new program ideas that may be piloted in future years  to encourage customers to provide information about their interests through mail-in or online surveys and to increase the rate of installation for new and existing measures.  

The IOUs propose making the following changes to the list of eligible measures:

· Lighting Measures:  To enhance an already comprehensive offering of lighting rebates, T-5, T-8 lamps with electronic ballasts will be added to the list of lighting measures. The rebate range level will be from $32 - $45, depending on number of bulbs installed.  In addition, incentives will be made available for fluorescent tube delamping.

· Exit Sign Retrofit Kit: This measure is being removed from the program offering because complete replacement is more efficient and cost-effective for the multi-family property owner/manager.  

The IOUs will make the following changes to rebate levels/tiers:

· Interior Hardwired Fluorescent Fixtures:  The rebate level for this measure will be reduced from $60 to $50 due to reductions in industry pricing as the product matures in the marketplace;

· High Efficiency Exit Signs:  The rebate level for this measure will be increased from $13.50 to $25 in order to meet existing market conditions; 

· HVAC – Energy Efficient Central Air Conditioners and Central Heat Pumps Tier I will include products and rebate levels as follows:

· Split systems – EER 12.0 to 12.9; SEER 14.0 to 14.9 

· Package systems – EER of 10.5 to 10.9; SEER 12.0 to 12.9

· Rebate levels for Central Air Conditioners will be $200 and $225 with TXV

· Rebate levels for Central Heat Pumps will be $275 and $300 with TXV

· HVAC – Energy Efficient Central Air Conditioners and Central Heat Pumps Tier II will include products and rebate levels as follows:

· Split systems – EER of 12.0 to 12.9; SEER 14.0 to 14.9

· Package systems – EER of 11.0 to 11.9; SEER from 13.0 to 13.9 

· Rebate levels for Central Air Conditioners will be $425

· Rebate levels for Central Heat Pumps will be $500

· Attic and/or Wall Insulation:  The rebate level  for this measure will be increased from $0.15 per square foot to $0.30 per square foot.

· Low-Flow Showerheads:  Rebate levels will be increased for this energy-saving device, in order to stimulate customer interest and participation.  Low-flow showerhead rebates will be increased from $3.75 each to $5.00 each.  

· Energy Star Clothes Washers (inside apartment unit) Rebate levels will be divided into two tiers.  $75 for a base Energy Star clothes washer and $127 for an upper level clothes washer.

The multi-family program will make improvements in product specifications and policies pertaining to product description and installation to better identify appropriate retrofit or replacement parameters on some products.  Multifamily complexes offer a wide variety of installation applications.  For example, exterior hardwired fixtures may be in the form of porch lights, walkway lighting, exterior hallways, carports, or garages.  Identifying the correct product replacement in each lighting application may ensure better quality products being installed,  generate increased participation, as well as maximize energy-savings per incentive dollar.

During 2004-2005 program years, IOUs will explore options for providing alternative strategies to deliver cost-effective energy savings.  One such approach, which may be considered, is a neighborhood based marketing campaign targeting older master-planned communities to promote energy efficiency.  Through this effort, local contractors would independently market and install lower cost measures such as duct testing and sealing to help reduce energy loss in the home.  By dealing in volume, this effort would be uniquely positioned to provide a package of low-cost measures that are proven energy savers to the largest number of program participants possible.  In addition to delivering energy savings, the neighborhood marketing approach would support the advancement of local community and city goals related to energy efficiency, as well as benefiting all socioeconomic groups 
SoCalGas -Specific Program Activities

In 2003, the program received a tremendous response from multi-family property owners and managers in SoCalGas’ service area.  Through August 2003, customer demand for rebates has resulted in combined paid, reserved and committed funds of over 75% of SoCalGas’ multi-family program incentive budget, as well as near achievement of most of its savings and hard-to-reach goals.  This momentum is continuing to build and is demonstrated by the rate at which energy efficiency products are being installed and rebate requests continue to be received in 2003.  By December 31, 2003, SoCalGas expects to exceed the majority of its savings goals.  To increase therms savings in the 2003 program, SoCalGas direct mailed over 100 promotional letters to insulation contractors, and encouraged installation of programmable thermostat measures in hard-to-reach counties within its service area, which resulted in increased kWh and therm savings.    

During 2004-2005, SoCalGas will continue to market the program to property owners in all counties and cities within its service area who own and manage multi-family properties.  SoCalGas will continue to assist these customers in their decisions by directing them to agencies and information and training resources specific to energy efficiency.  

C.
Program Objectives

The multi-family program continues to encourage property owners and managers to install energy-efficient products in individual tenant units and common areas of residential apartments, mobile home parks and condominium complexes.  Multi-family property owners and residents have reduced and will continue to reduce their electric and gas energy usage through the installation of a comprehensive selection of energy-efficient products.  

There’s a tremendous opportunity to increase awareness and build program momentum.  Even at levels sufficient to fully subscribe current program offerings, to-date participation levels still remain a fraction of the market potential.  A primary objective for 2004-2005  will be to continue to increase knowledge and participation in the  program.  

II.
Program Process 

A.
Program Implementation

Upon Commission approval, the program will be implemented on January1, 2004, for a seamless program offering to participating customers.  All 2004 customer applications will be available online and/or mailed through customer service center requests.  Program promotion and marketing efforts will commence immediately with both statewide and IOU-specific marketing materials announcing the continuance of the multi-family program.

To achieve maximum synergy and provide customers with a focused and consistent message statewide, the timing of rebates and product delivery, as well as advertising promotions, will continue to be consistent throughout the state.  This approach assures optimum use of advertising resources.  It also helps major retailers and manufacturers plan product shipment to meet marketplace demand.  

The multi-family program will also continue to coordinate with other IOU programs, including the statewide single family and Low-Income Energy Efficiency programs.  The coordination will ensure a consistent energy efficiency message and leverage marketing and advertising resources where possible.  Furthermore, the utilities will track and monitor program participation to minimize “double dipping.” 

SoCalGas -Specific Activities

SoCalGas will also partner with multi-family community organizations, providing them with applications, brochures and resource contacts for distribution to constituents and multifamily property owners.  In 2003, SoCalGas worked through one its contractors to install energy-saving measures in multi-unit public housing developments in San Bernardino and Riverside counties.  This targeted activity represents a conscientious effort to reach out into hard-to-reach areas to yield significant savings for the program.  This same type of targeted activity will continue and be expanded with the 2004-2005 program years.
B.
Marketing Plan

The program will continue to leverage the integration of statewide marketing and outreach campaigns such as those that offer information and education (i.e., Hispanic and moderate and low-income campaigns).  The IOUs will continue to synchronize with the Flex Your Power campaign and pursue additional advertising venues to leverage the advertising resources of each entity.

The IOUs will also continue to provide energy efficiency information and encourage customers to find ways to save money on their energy bills.  Energy efficiency and program information will be disseminated through delivery channels such as advertising, monthly bill packets, energy fairs, speaker events, trade ally communications, statewide materials and call centers, Web sites, direct mail campaigns, and hard-to-reach segment marketers as well as tests of alternative delivery channels to further expand participation and energy savings.

Multi-family tenants will be encouraged to participate in the SoCalGas single- family program, providing these customers with an alternative energy reduction opportunity.  
The IOUs will continue to focus their marketing and outreach efforts with local ethnic, trade, and community and/or apartment associations.  Other targeted efforts may include cities, Department of Housing and Urban Development (HUD), community based organizations (CBOs), mobile home associations, property management companies, and local government agencies.  The IOUs will cross-reference other energy efficiency programs including the low-income energy efficiency programs administered by the IOUs.

All four IOUs enhanced their utility Web sites to provide links to Energy Star® qualified product listings and will continue to do so.  In addition, a statewide interactive Internet database for customers and/or contractors lists qualifying HVAC products that meet the customer’s specific needs.  Customers can customize queries of qualifying products by manufacturer, capacity and efficiency tier.

Historically, the IOUs have joined forces in marketing efforts such as statewide advertisements, program announcements, and industry trade association representation.  Many property owners or management companies own or manage properties in multiple service areas.  The IOUs consistently represent the program as a statewide offering.  

Also, a reservation system was incorporated in 2003 to help monitor and manage faster moving measures and incentive spending.  This will be continued as it has enhanced multi-family property owner/manager participation.

SoCalGas -Specific Activity

SoCalGas’ multi-family program will be marketed through a combination of publicity opportunities, direct mailings, promotional messages in SoCalGas’ bill inserts, attendance at community housing organization workshops, local multi-family association meeting, and online at the  www.SoCalGas.com.  In addition, the Program Manager will work closely with other residential IOU program implementers to coordinate and distribute program applications during incentive program rollouts, trade shows and industry conferences.

Through August 2003, SoCalGas’ has marketed the program statewide and locally using strategic ad placements and community outreach events.  The chart below describes some of the channels that will be used to promote the program in 2004-2005.

	 List Pieces
	Quantity
	Method of Delivery (number)

	Program Kickoff Press Release
	1
	· Press Release -local publications (TBD)

	2004 Multifamily Energy Efficiency Rebates Program Applications
	2500
	· Call Centers (200)

· Energy Information Center (100)

· Program Manager (200)

· Los Angeles County Fair (500)

· Black Business Expo (500)

· Other Community Events (900)

	2004 Multi-family Energy Efficiency Rebates Program Information & Applications (on-line)
	500-1000
	· Multi-family Web page (download 500-1000)

	2004 Multi-family Energy Efficiency Rebates Program brochures 
	1000
	· AOA Trade Show (300)

· L.A. Marathon (200)

· Los Angeles County Fair (200)

· Black Business Expo  (100)

	Apartment Owners Association Trade Show

(brochures, applications)
	
	Booth Sponsorship:

· Long Beach (200)

· Los Angeles (200)

	Statewide Advertising
	1
	· Multi-family Trends (30k circulation)

	Multi-family Energy Efficiency Rebates Program - Print Advertisements
	1
	· Apartment Management Magazine (60k circulation)

· Apartment Age (39.5k circulation)

· Apartment Owners Association (62k circulation)

· Apartment News – Orange County (3k circulation)

	Promotion to targeted contractors, and property owners serving hard-to-reach areas.
	
	· Direct Mail Letters/applications (300 - 400)


C.
Customer Enrollment

Multi-family property owners and property managers, as authorized agents for property owners, can request a 2004-2005 program application from SoCalGas by calling the Energy Information Center at 1-888-231-2226, the Program Manager, or downloading an application from SoCalGas’ website:  www.SoCalGas.com.  

In the 2003 multi-family program, a reservation mechanism was incorporated to assist in the control and sustainability of specific market-driven products through a systematic delivery of program funding.  The reservation system provides equity among all multi-family property owners and managers to participate in the program.  Property owners and managers fax their reservation form to the designated IOU where it is checked for double dipping, and if approved, the form is faxed back to the requestor to begin product installation.  An approved reservation assures the requestor that funds will be available for 45 days as long as a correct, completed application along with supporting documents is received by the designated IOU within that timeframe.  

SoCalGas -Specific Activity

At SoCalGas, through August 31, 2003, over 75 reservations and 470 applications have been received through the program.  In 2004-2005, the multi-family program will continue with its reservation system as a tool to help manage participation and funding distribution.  

D.
Materials

Multi-family property owners/managers may purchase and install a wide variety of energy efficiency products including apartment improvements (e.g. dishwashers, programmable thermostats, clothes washers), common-area improvements, and mechanical improvements (e.g. boilers, water heaters).  Customers will be required to continue to certify that the qualified energy efficiency products were purchased and installed prior to submission of the applications and that the products are for use in the residential multi-family dwelling or common areas.  
E.
Payment of Incentives 

A rebate check for qualified product(s) is generally mailed within six to eight weeks after SoCalGas receives a completed application, including a review of all required documentation.  Some applications are selected for further verification or inspection, which may add additional time.  The rebate amount does not include product tax and shall not exceed the product purchase price.

F.
Staff and Subcontractor Responsibilities

· The multi-family program is staffed with a program manager and administrative assistant, and relies on the services provided by the processing, inspection, and call center staffs.  

· The program manager is responsible for program oversight, daily operations, and achievement of program goals.

· The administrative assistant is responsible for managing the distribution of program materials, mailings and gathering program tracking documents.  

· The processing staff is responsible for receiving and logging applications into the tracking system; verifying, qualifying and approving applications; generating customer contact letters pertaining to incomplete and disqualified applications; and batching vouchers in preparation for payments.  

· Inspectors are responsible for on-site verification of customer-provided information. 
· Call center staff is responsible for handling customer program inquiries and mailing rebate applications.  

G.
Work Plan and Timeline for Program Implementation

Upon Commission approval, the multi-family program will be implemented January1, 2004 and run through December 31, 2005.  

Multi-family program accomplishments will be reported based on the Energy Division’s reporting instructions.

III. Customer Description 

A.
Customer Description

The multi-family customer base includes homeowner associations, mobile home parks, government housing authorities, and nonprofit housing organizations.  Other market entities include apartment and condominium associations, manufacturers, and installation contractors.  The most typical customers include property owners and property managers (as authorized agents for property owners) of existing residential multifamily complexes with five or more dwelling units.

As stated in the California Statewide Residential Sector Energy Efficiency Potential Study (2002), SoCalGas has over 1.6 million multi-family dwelling units throughout its service area.

SoCalGas’ hard-to-reach multi-family customers are “those customers who do not have easy access to program information or generally do not participate in energy efficiency programs due to a language, income, housing type, geographic, or home ownership (split incentives) barrier.  These barriers are defined as:

· Language—Primary language spoken is other than English;

· Income—Those customers who fall into the moderate income level (income levels less than 400% of federal poverty guidelines);

· Housing Type—Multi-family and mobile home tenants;

· Geographic—Residents of areas other than the San Francisco Bay area, San Diego area, Los Angeles Basin or Sacramento; or

· Homeownership – renters”

SoCalGas -Specific Activities

In 2003, SoCalGas’ target was that 10 percent of the multi-family rebate applications come from hard-to-reach areas.  Through the second quarter of 2003, 23 percent of applications have come from hard-to-reach areas.  The 2004/2005 program years will continue to focus attention on outlying counties in the service area.

B.
Customer Eligibility

Property owners and property managers, as authorized agents for property owners, of existing residential multifamily complexes with five or more dwelling units may qualify.  Customers are eligible to receive rebates for products that correspond directly to the type service (e.g., natural gas and/or electric distribution) for which the residential multifamily dwelling currently receives service from their respective IOU.
C.
Customer Complaint Resolution

Customer questions, concerns or disputes related to the multi-family rebate program are referred to the appropriate Program Manager for resolution.  Complaints are generally received through the call center.  Standard operating procedure is to respond to any customer inquiry within 72 hours.  Customers are generally advised to expect an answer within this time frame.  If the Program Manager cannot resolve the problem in this time period, the customer will be notified by telephone, with a new time estimate.  Any question that the customer perceives has not been answered to his/her satisfaction will be elevated to the Residential Program Manager for resolution.

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

In most cases the savings (kW kWh, and Therm) values and incremental measure cost values are from the DEER database.  In cases where the values were either not available in the DEER database or the DEER database values were not consistent with the program design, SoCalGas used alternative sources for savings and/or incremental measure cost values. Estimated Useful Life and Net-to-Gross values are from the Energy Efficiency Policy Manual Version 2.  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 Amount 

	Programmable Thermostat
	Unit
	 $     50.00 

	Attic Insulation
	SqFt
	 $      0.30 

	Wall Insulation
	SqFt
	 $      0.30 

	Aerators
	Unit
	 $      1.25 

	Showerheads
	Unit
	 $      5.00 

	Storage Water Heater
	Unit
	 $   550.00 

	Hot Water Boiler
	Unit
	 $1,500.00 

	Space Heating Boiler
	Unit
	 $1,500.00 

	Energy Star Dishwasher
	Unit
	 $     50.00 

	Gas Wtr Htr and/or Boiler Controller (20 units or less)
	Unit
	 $   750.00 

	ES Clothes Washer (In Coin-Op Laundry Area)
	Unit
	 $   150.00 

	Gas Boiler/WH Controller-Whole Bldg. (20 units or greater) - graphical model
	Unit
	 $1,500.00 


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

	693
	9,657,958
	119,761,933
	1,255,166
	14,401,910


SoCalGas’ hard-to-reach target is 24 percent for its 2004 multi-family program.  The target represents the percentage of rebate applications received and processed which come from customers defined as hard-to-reach.

VI.
Program Evaluation, Measurement and Verification

General Approach to Evaluating Program Success

This statewide evaluation, measurement and verification (EM&V) effort is based on the Commission’s objectives as outlined in the Energy Efficiency Policy Manual Version 2 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 manual and established EM&V methods to evaluate the program’s success while the M&V protocols and framework are being revised by the New Evaluation Framework Team.  At such time as the revised protocols and framework are adopted, the program EM&V plan will be revised, as appropriate.

The proposed evaluation of the program’s success will primarily be to provide measurable and quantifiable results in the form of achieved levels of energy and peak demand savings by the program.  The success of the program is also gauged by other program evaluation studies, such as process evaluation and market assessment and customer behavior analysis studies.  Such studies provide (a) ongoing feedback and corrective guidance regarding program implementation and delivery to customers through program process evaluation, and (b) measured indicators of the program effectiveness through analysis of market data and customer’s satisfaction.

Approach to Measure and Verify Energy and Peak Demand Savings 

The EM&V approach for the statewide program will be to validate energy and demand savings estimates of program impacts.  The primary measurement of program success will be verification of measures installation and tabulation of the energy and demand savings for measures installed through the program, versus baseline measures.  Estimates will be based on an ex post onsite verification of a selected sample of installations (across all utilities) on an ongoing basis to ensure that the rebated measures were installed correctly. 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.  Savings estimates will be updated to reflect the best available information, as needed.  

Approach to Evaluation 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 process issues.  The plan will 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.  More specifically, these activities may be done as follows:

· Market Assessment and Customer Behavior Analyses: These activities assist with assessing customer awareness, behaviors and practices given their participation in the SFEER program.  Market baseline data is available from such statewide studies as the California Statewide Residential Energy Efficiency Potential Study (2002); Assessment of Customer Behaviors and Practices due to 1-2-3 Cashback (2002); Statewide Residential Appliance Saturation Survey 2003, and Statewide Residential Customer Needs Assessment Study (2001).  Baseline information includes saturation of old measures in households and consumer awareness and behavior regarding purchase of single-family measures.  The market assessment study will analyze the market penetration of the measures as part of the energy efficiency-related gains achieved by the program. 

· Process Evaluations: These activities will include evaluations of program delivery in terms of adherence to procedures, timeliness and customer satisfaction.  The objectives of these activities will be to provide feedback to the program implementers on elements of the program that can be improved to enhance the program’s performance.  By assessing performance of various delivery aspects of the program will help to identify specific, actionable servicing actions to make the program more effective, including statewide integration between the investor-owned utilities, and with other implementers of California programs, as appropriate to improve program delivery.

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 Lance DeLaura 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, Rodney Davis, 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.

Please see resumes below in section C. 

B.
Subcontractors 



None 

C.
Resumes or Description of Experience


(see attached pages)

Qualifications of Lance DeLaura

Program Manager

Professional Experience as it relates to Current Position:

2002—Present, Residential Rebates and Incentives Manager (SoCalGas/SDG&E): I have overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings for the residential rebates programs.  For SoCalGas this includes the single family, multifamily program, Pilot Bidding programs and an energy efficiency financing program.  For SDG&E this includes the single-family rebate program, appliance recycling program, upstream lighting program and residential and non residential in home/in business audits programs.  Activities include program design and budget preparation; overseeing of program operations which 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.

2000—2001, Products and Services Manager (SoCalGas).  Managed over 20 programs relating to residential Demand Side Management including Standard Performance Contracts (SPC), Pilot Bidding, Residential Contractor Program, multifamily programs and energy efficiency financing program.  Served as technical expert and witness to a wide variety of energy conservation related initiatives and regulatory proceedings with the California Energy Commission.  This included initiatives that directly responded to the energy crisis in California.  Developed services to make it easier for customers to participate in energy efficiency programs.   Served as technical expert in the CPUC Line Extension proceeding.

1998—2000, Regulatory and Small Commercial Segment Manager (SoCalGas). Principal responsibilities included leading collaborative efforts for consumer marketing and operations organizations to ensure an effective new business process redesign and implementation.  Led new business tariff design and modifications.  Segment manager for the small commercial market.  Residential Services liaison to the California Energy Commission.  Led collaborative efforts for company implementation of Assembly Bill 622 (mandated mobile home park gas system takeover).  Managed a wide variety of residential Demand Side Management programs including Standard Performance Contracts (SPC), Pilot Bidding, Residential Contractor Program and multifamily programs.  Developed and implemented the most successful utility-sponsored energy efficiency financing program in the nation.  Served as technical expert and witness in the CPUC Line Extension proceeding.

1996—1997, Business-to-Business Segment Manager (SoCalGas). Responsible for the profitability, strategic planning, and customer satisfaction for all products and services marketed to residential new construction homebuilders and small commercial customers. Responsible for existing multifamily master meter customers.  Led research development and demonstration project efforts for residential and small commercial natural gas technologies in conjunction with Technology Development Group.  Led efforts in preparing testimony and testifying at California Public Utilities Commission (CPUC) for shareholder earnings in the Annual Earnings Assessment Proceeding (AEAP).

1993—1995, Residential New Construction Segment Manager (SoCalGas). Responsible for developing and managing Demand Side Management (DSM) and shareholder funded programs for the homebuilding industry.  Additional responsibilities included new product and service development, brand positioning, and advertising effectiveness.   Served as witness in the Annual Earnings Assessment Proceeding (AEAP).

1990—1992, Director of Marketing (Watt Industries). Headed Los Angeles based marketing and construction operations of numerous housing projects throughout the San Fernando Valley, Santa Clarita Valley and the Antelope Valley.   Direct P&L responsibility for $400,000,000 of home building operations.  Corporate real estate broker.

1987—1990, Marketing Director (Premier Homes).  Headed Inland Empire based marketing and construction operations in Temecula Valley and throughout San Bernardino County.  Direct P&L responsibility for $275,000,000 of home building operations.   Corporate real estate broker.

1984—1987, Vice President of Sales and Marketing (Diversified Western Equities- Colorado) Responsible for managing a $300,000,000 real estate portfolio of single family and multifamily properties in three states.  Dealt extensively with acquisition of foreclosed properties (REO’s) and lending institution financially troubled projects. Corporate real estate broker.

1980—1984, Marketing Director (Hutchinson Homes- Colorado).  Headed Denver based marketing and construction operations throughout Denver, Jefferson and Arapahoe counties.  Direct P&L responsibility for $350,000,000 of home building operations.   Corporate real estate broker.

Educational Background:

B.S.—Business Administration/Finance/Marketing, Denver University (1979)

Consumer Marketing Executive Training- Northwestern University

Numerous Energy Efficiency Seminars in conjunction with Energy Star, American Gas Association, Pacific Gas Association and the California Energy Commission

Professional Affiliations:

Member, Board of Directors, Consortium for Energy Efficiency (CEE)

Member, Board of Directors, California Home Energy Efficiency Rating System (CHEERS)

Marketing Executive Section Chair (formerly), Pacific Coast Gas Association (PCGA)

Qualifications of Rodney Davis
Supervisor, Program Manager

Area of Responsibility In This Program:

Overall responsibility for supervising program managers and assistants, overseeing 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 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:

1998 – Current, Supervisor - Program Manager (SCG):  For the past 3 years have been responsible for supervising SCG Residential Statewide Energy Efficiency Programs.  Over the last 3 years I have also managed predecessor programs such as the Residential Contractor, Pilot Bid and Summer Initiative programs.  In addition to program management and supervision, I have had the duel role as budget analyst for the department, managing and guiding compliance of budgets from between $4 million and $10 million, per CPUC rulings.  In all cases, the programs have been directly successful each year in achieving established energy and other related goals.  My group also has the responsibility of acting on Regulatory and Measurement and Evaluation requests in a timely manner to help ensure prompt and accurate response to regulatory and financial agencies, respectively.

1995—1998, Procurement & Logistics (Supplier Diversity/Sourcing):  I provided analysis, participated on strategic sourcing (bid processing) teams, and was responsible for submission of the Southern California Gas’ “Annual Women Minority Disabled Veteran Business Enterprises (WMDVBE)” report to the California Public Utilities Commission.  Responsible for planning and coordinating opportunities to promote and enhance the company programs and well established brand.  Implementation often involved Customer Operations, Public Affairs, external event planners and cooperative teaming with suppliers and industry partners.  Project annually required gathering, analyzing and reporting demographic breakout of procurement results for over $300 million in goods and services purchased by the utility.

1991—1995, Internal Audit:  Supervised/managed audit teams ranging from 1 to 5 people; Coordinated work allocation and training development for audit team; developed and executed audits of IT processing, security, operational controls, financial and business operations, public purpose and consumer marketing programs.

Educational Background:

MBA—Marketing, West Coast University, Los Angeles, CA (1987)

B.S.—Math/Computer Science, University of California, Los Angeles (1983)

Professional Affiliations:

Database Marketing Association (Member)

Consortium for Energy Efficiency

Member, Board of Directors, Pasadena Rose Bowl Foundation

Black Professional Engineers Association 

VIII.
Budget 

	Program Budget

	Cost Description
	 Amount ($Nominal) 

	Administrative Costs
	 

	 
	Managerial/Clerical
	 $       220,000 

	 
	Human Resources
	 $         42,500 

	 
	Travel / Conferences
	 $           7,000 

	 
	Overhead
	 $       153,250 

	 
	Sub-Total Administrative
	 $       422,750 

	Marketing Costs
	 $         91,250 

	Implementation Costs
	 

	 
	Incentives
	 $     2,167,750 

	 
	Activity
	 $                -   

	 
	Installation
	 $                -   

	 
	Hardware / Materials
	 $         10,000 

	 
	Rebate Processing
	 $       106,250 

	 
	Sub-Total Implementation
	 $    2,284,000 

	EM&V Costs
	 

	 
	Activity
	 $         62,978 

	 
	Overhead
	 $           8,100 

	 
	Sub-Total EM&V
	 $         71,078 

	Total Program Budget
	 $     2,869,078 
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