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1. Program description

Gas cooling units are installed in homes and small businesses throughout the Southern California Gas Company (SCG) service territory.  These units are old and may fail soon, so customers are entering the market and may replace the units.  The market share for gas cooling has been on the decline over the years due to a variety of factors including rising gas rates, lower costs for the electric alternative product, high equipment prices for the gas units, limited product choice (few manufacturers) poor market strategy by the upstream players, and lack of quality assurance for the product and lack of qualified installers. This program will work to ensure the replacement of these old existing units and transition to new high efficiency gas air conditioning (AC) equipment instead of alternative technologies.
2. Administrative activities (describe)
Received and reviewed proposal from SCG to utilize On-Bill-Financing (OBF) for qualified commercial customers. Also discussed co-marketing opportunities for both programs and developed flow chart for OBF/NGAC process. Meeting with OBF Manager to discuss eligibility and confidentiality issues. Reviewed OBF proposal for SCG management 
Provided program update to SCG for Flex Your Power website.

Provided data for SCG request for forecast of energy savings for Energy Division.
Continued refinement of Equivalent Full Load Hours (EFLH) data for rebate and savings calculations and development of rebate tables and revised rebate tables.  

Submitted program change to SCG to include units up to 50 tons from 20 tons as originally proposed. 

3. Marketing activities (describe)
Conducted market planning both internal as Cypress team and external with market participants as follows:

Manufacturers:

1) Continued with assisting manufacturers in getting equipment certified with California Energy Commission (CEC)
3) Continued with assisting manufacturers in developing a contractor training and certification program

4) Continue with assisting manufacturers in establishing local distributors or manufacturer reps for product distribution, parts availability, and warranty issues

5) Set in motion further assistance to manufacturers in developing a warranty program
Held discussions with manufacturer on program update.

One manufacturer provided update of potential customers.

Held meeting with a regional western distributor for several gas cooling manufacturers in southern California market and discussed replacement sales strategy and potential contractor allies. 
Contractors:

1) Identifying currently potential qualified contractors

2) Identifying potential contractors (Hydronics experience, etc.)

3) Recruit participating contractors as needed

4) Encourage to participate in manufacturer training and certification programs

5) Use contractors to sell to customers – provide background info

6) Incentive to contractors instead or customers as market requires
7) Performed product review with contractor regarding small tonnage electric chillers that could provide fuel switching option for existing gas cooling products.

8) Attended Institute of Heating & Air Conditioning Industries ( IHACI) trade  show to talk with industry members and contractors regarding program.
Customers:

1) Identify current customers with gas cooling units from

a) Manufacturers list

b) Distributors list

c) Contractors list

d) SCG customer lists – pending as SCG may have reservations about disclosing

e) SCG billing scans from rate or summer usage

2) Establishing Web content, (what, why – benefits, key processes, look and feel)
                         3) Enroll Customers – drafting application forms
                        4) Followed up on customer lead from SCG
Marketing Material

1) Developing marketing web piece describing advantages of gas cooling, available product, and details of program. Continued website development for gas cooling discussing the advantages of natural gas cooling and the replacement program, made revisions and took website live in mid-November 2006.. 

2) Developing list of qualified manufacturers and contractors (Manufacturer gets on list by getting product certified and offering contractor training and product warranty support.) (Contractor gets on list by getting certified through manufacturer training program)  
3) Developing o- line and downloadable marketing brochure and application. Revised and finalized customer application/commitment form including terms and conditions.

· Prospects of gas cooling units eligible for Gas Cooling Rebate Program (GCRP) in near term (in next 6 to 12 months) are identified as the following:

H&H A/C – La Quinta Resort and Club, La Quinta, CA., three (3) Goettl 30-ton chillers. 

      Coincidental, Palm Desert, CA., three (3) Goettl 20-ton GHP.

      SoCalGas,  Rate Payer’s Office, Palm Springs, CA., two Goettl 15-ton GHP. 

Darrow – fifteen (15) Robur 5-ton chillers in various L A. and Orange County locations.

United A/C – five (5) Robur 5-ton chillers in various L. A. and Orange County locations.

Will continue contacting other contractors for potential replacement units in the near future.

4. Direct implementation activities (describe)
Worked with specific manufacturers in getting their products certified by CEC.  Finalized rebate and savings tables. Finalized application form. Held additional contractor/manufacturer meetings.
Received application for 10 – 5 ton absorption units. Units are installed and rebate application has been submitted.
5. Program performance/program status (describe)
 FORMCHECKBOX 
  Program is on target
 FORMCHECKBOX 
  Program is exceeding expectations
 FORMCHECKBOX 
  Program is falling short of expectations
Explain

Program is meeting the expectations of s first year ramp-up to set the stage for delivery of retro-fit units in ’07-’08. The essential market conditioning activities are well underway.

6. Program achievements (non-resource programs only): 
N/A
7. Changes in program emphasis, if any, from previous quarter (new program elements, less or more emphasis on a particular delivery strategy, program elements discontinued, measure discontinued, budget changes, etc.).
Finalized specific climate zone savings categories and added savings calculations for different types of customer scenarios.   Eligible tonnage for program participation has been increased from 25 ton or less to 50 tons or less to accommodate the participation of a wider range of gas cooling technologies.
8. Discussion of near-term plans for program over the coming months (e.g., marketing and outreach efforts that are expected to significantly increase program participation, etc.)

Developed different rebate scenarios based on customer application and location. Continue market outreach and customer service center developments. Continued on working with SCG on the inclusion of SCG On-Bill-Financing option for commercial customers. 

9. Changes to staffing and staff responsibilities, if any

None

10. Changes to contracts, if any

Revised billing procedures based on SCG requests
11. Changes to contractors and contractor responsibilities, if any

None

12. Number of customer complaints received

None

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

None

Basic: Replace old natural gas AC units and transition to new high efficiency gas AC equipment within Company’s service territory.   
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