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Statewide Nonresidential Energy Audit Program

I.
Program Overview

A.
Program Concept

The Statewide Nonresidential Energy Audit program provides customers with an assessment of their current energy use and recommendations regarding ways to improve their performance, reduce their energy consumption and save money.  The Audit program is offered by the four investor-owned utilities (IOUs), Pacific Gas and Electric Company (PG&E), Southern California Edison (SCE), San Diego Gas and Electric (SDG&E) and Southern California Gas Company (SoCalGas).  It includes a full range of professional technical assistance to educate customers on how to implement no-cost and low-cost measures and cost-effective energy efficiency retrofits in their buildings enabling them to reduce energy consumption and lower their energy bills.  The program provides direct support and coordination with many of the IOUs’ other programs.  

B.
Program Rationale

The Nonresidential Energy Audit program is an informational program that acts as the starting point for many of the rebate and financial assistance programs offered by the IOUs.  The IOUs have been offering energy efficiency audits and other customer specific information for more than 20 years.  Customers have come to trust the utility for comprehensive, unbiased information to guide their energy decisions.  The increasingly popular audits and information services provide the first no-cost and low-cost recommendations that lead customers to invest further in energy efficiency.  The audits help customers assess energy efficiency opportunities and directly link them to IOUs Express Efficiency and Standard Performance Contract programs.  Recent studies
 of the business customer segment confirm that IOUs Energy Audits and services are:

· Highly valued by all customer groups;

· Fundamentally trusted; and

· Key factors in encouraging the move to more efficient technologies and practices

Historically, the IOUs’ energy audits have been a preferred service for all market sectors and customer classes.  Most Customers are generally unaware of current efficiency programs but consider their IOU as the "the first choice" of whom to call about efficiency matters."
.  During the 2002-2003 Program years SoCalGas has accommodated more than 7,000 customer’s requests for energy audits.  More than 40% of them were qualified as hard-to-reach.  Numbers also demonstrate that close to 25% of all closed rebate or incentive type applications were directly linked to an audit, in 2002.  Specifically, a successful amount of the hard-to-reach market segment, actually 10%, in 2002, that had received some form of rebate or incentive, had also received some form of audit through SoCalGas, likewise for 2003 to date.  This demonstrates that many customers and hard-to-reach customers will participate more commonly, if an entity can provide a start-to-finish product from one source, such as SCG.  

Over the last several years, the IOUs have demonstrate that the diversity of customers require the different delivery mechanisms offered in this program.  The proposed program for 2004-2005 will enable the IOUs to continue providing nonresidential customers with a full range of energy audit services.  

The IOUs’ experience, expertise and innovative strategies have made this program a success in previous years.  The 2004-2005 program elements and continued innovation should lead to similar successes.  One of the greatest attributes of the Audit program is the natural consequence of linking the audit results with energy efficiency program recommendations tailored to the individual customer.

As in 2002, the IOUs are forecasting meeting and exceeding their goals for different types of audits in 2003.  Thus, as of August 31, 2003 SCG reports the following accomplishments:

	Type of audit
	Total goal
	YTD
	% of Goal Achieved

	Onsite
	800
	542
	68%

	On-line
	500
	282
	56%

	Mail-In
	800
	203
	25%

	Phone
	1000
	689
	69%

	CD- Rom
	500
	419
	84%

	HTR Audits
	400
	369
	92.2%

	Total
	4000
	2504
	63%


The current audit structures and options have been very successful, with high response rated and increasing demand.
  The IOUs, therefore, propose no significant changes to this program in 2004.

The IOUs do, however, intend to modify the outreach efforts to improve the access to targeted customer groups and minimize the average cost per audit. Such innovations include, but are not limited to:

· The use of common marketing promotional material by allof the IOUs;

· The development of a bilingual flyer/fact sheet  usable by all IOUs;

· Implementation of low cost on-site audit

· Investigation and research into the potential e of implementing  a lower cost on-site energy audit based on wireless technology;
· Implementation of the Spanish version of the on-line energy audit

C.
Program Objectives

The program design in place has and will continue to meet the Commission’s goals and objectives for energy efficiency programs in 2004–2005.  The primary objectives for the Energy Audit program are:

· Supports achievement of sustainability in energy efficiency consumption, behavior and investment choices; 

· Include those who have not traditionally participated in the program and are defined as hard-to-reach;

· Identify no-cost, low-cost and retrofit opportunities;

· Improve adoption of recommended measures;

· Point customers to the relevant IOU incentive programs to overcome first cost barriers; and

· Seek new ways to reach additional market sectors.

The program uses present and newly developed delivery systems.  Implementation of energy audit tools such as CD‑ROM, online and new mail-in surveys have increased interest among all customer classes.

The IOUs are offering a variety of energy audits that meets all customer segments’ objectives and provides a cost-effective selection. "Approaches should be tailored to the type of event that can lead to an efficiency upgrade."
.

An evolving approach for SCG will be to specifically create new internal goals in 2004 that will assure an increase in the link between audits and “rebate and incentive” programs.  The overall audit goal will be 4150 audits of these, 400 will be hard-to-read customers.  SCG will also link the programs so that of 400 HTR audits, 4% of closed applications in rebates or incentives would have the following attributes; 1) hard to reach customer 2) received an Audit and 3) closed and received a rebate or incentive.

Further, SCG will establish an internal goal and monitor the direct link between audits and completed rebate or incentive applications as addressed in the XENERGY study,  "The audit process should be leveraged more to lead to efficiency improvements and aid end users in finding and selecting trading allies."
.

In 2004 and beyond, the IOUs, will foster equity by placing even more emphasis on marketing to hard-to-reach customer classes.  IOUs will use several innovative strategies to overcome the following barriers to implementation of energy efficiency opportunities:

Customer size

Energy Audit tools are designed to be easily used by the smallest customers who lack time to research energy efficiency actions.  Such tools like checklist audit, handheld/PALM based or wireless tablet provide customers with a quick and clear introduction to energy efficiency. 

Geography

IOUs will emphasize their marketing efforts in rural areas where historically customers did not have access and did not use benefits of energy efficiency programs.  Account representatives will place more emphasis on targeting customers in those areas

Language

IOUs will develop, print and distribute common marketing fact sheet translated into Spanish and Chinese/Vietnamese languages.  A Spanish version of the on-line energy audit tool will be implemented for use by Spanish speaking customers.

II.
Program Process 

A.
Program Implementation

For 2004–2005 the IOUs will offer energy audits to the same set of customers with the same eligibility requirements.  The program targets and offers services across all customer classes with a special focus on hard-to-reach sectors.  The services offered in this program are tailored to the particular size of the customer.  

SCG will specifically create new internal goals in 2004 to assure an increase in the link between audits and “rebate and incentive” programs, with a primary focus on Express Efficiency and Nonresidential Financial Incentive programs.

The program is designed to equip nonresidential customers with the tools they need to make sound, informed decisions about implementing energy efficient measures in their businesses.  The program offerings for different types of audit and services are phone energy audit, CD-ROM based energy audit, on-line energy audit, on-site energy audit, mail-in energy audit, follow-up services and energy audit training for all interested parties.

All audit tools provide written reports, refer to potential energy and dollar savings, and provide information about IOUs’ incentive programs. 

During 2004–2005, the IOUs will investigate opportunities for implementing lower cost energy audits, such as using wireless technology, and implementation of services and tools customers need to operate a successful energy management strategy. 

The Audit program is often the first step a customer takes before making a commitment to undertaking substantive energy conservation efforts.  Armed with the results of the Audit program the IOU representative can provide the customer with information regarding the availability of applicable energy rebate or financing programs available to the customer.

B.
Marketing Plan

The main objective of the Program’s marketing plan is to address and overcome marketing barriers characteristic to the Program.  Listed below are the major barriers to participation that have been identified to date, along with the primary actions that will be employed to overcome them.

Lack of customer information about energy efficiency benefits

Customers, especially small customers, lack information on how they can save energy and reduce costs at their businesses.  They often lack information on how to prioritize energy use changes.  

· Bill inserts promoting the audit services will ensure that all customers receive notice of program availability.

· Identifying the defined hard-to-reach customers by using IOU customer information database and targeting them with specific types of surveys based on customer profile will assure that hard-to-reach customers do not go unserved by the program.

· Enlist the assistance of local community based organizations (CBOs) to promote audit services to their clients in their jurisdiction.  In addition, interested CBOs will be provided the opportunity to gain energy audit training to conduct their own energy audits.

· Lack of financing for energy efficiency improvements

Smaller customers, especially, lack information on financial assistance available through rebates or loans for energy efficient equipment.  The Audits program provides this information.

· Provide information about financing options including the California Power Authority loans and other sources.

· Emphasis on no-and low-cost recommendations requiring very minimal investment.

· Provide a direct link in order to coordinate with the Express Efficiency and Standard Performance Contract programs.

· Customer resistance or preference to specific delivery channels

Customers are more likely to participate when they have a choice of several no-cost and low-cost services.  They are then often more willing to invest in energy efficient equipment when they know the range of options and the benefits each provide.

The IOUs will deploy traditional marketing and outreach along with new marketing approaches that are expected to increase overall customer response and participation.

· Central marketing.  Bill inserts listing program descriptions will be sent to all customers.  Specific market segments will also be sent program materials through separate mailings.  The Web sites will prominently display energy conservation messages and link to program information on the main menu.

· IOUs will design a common marketing brochure and translate it into two languages to be defined by demographic research results.  The brochure will promote energy audits and target customers whose primary language is other than English.

· Local marketing.  IOU Account Representatives will provide leads for large customer audits. 

· Other partnerships.  The IOUs will coordinate with public-private organizations (in energy efficiency, water conservation and pollution prevention), community and faith-based organizations, colleges and universities, municipal electric and gas utilities, and governmental agencies.  These organizations will be involved in coordination of energy audit activities, cross-reference to financial programs and collaborative marketing campaigns.  The proposed local DMOP will be leveraged to raise awareness of the Energy Audit program. 

· Outreach to hard-to-reach customers – Several resources will be used to reach this customer segment:

· Hard-to-reach markets will be identified and selected for mail-back, phone, or CD-ROM audits;

· Mail-back audits and CD-ROMs will be distributed at customer fairs and events, and third-party activities.  CBO client listings could be used to market the mail-back surveys;  

· Outbound calls to customers identified as hard-to-reach, located in rural areas, very small customers and tenants will be offered phone surveys;

· CD-ROM self energy audit will be mailed to selected businesses, distributed through CBOs and local agencies, or distribution through local IOU account representatives; 

· IOU field personnel or account representatives will conduct or assist CBOs in conducting energy surveys; and

· Follow-up activities will answer questions about audit results, provide additional information regarding incentive programs, and assist in implementation of energy efficiency projects.

A breakdown of all SoCalGas marketing materials for 2004 - 2005, quantity and projected costs is listed below:

	Item
	Quantity
	Method of distribution
	Projected Cost

	Incentive Materials
	400
	Via – On-line Provided (i.e  Movie Tickets for completing an on-line audit)
	$10,000

	Brochures and Flyers
	5000
	One-to-One, Conferences, Seminars
	$20000

	Energy Gram
	4 Emails Blasts
	Via Email to email address available at the time of distribution
	$10,000

	Self Mailer
	35000
	Mail
	$40,000

	Post Cards
	26790
	Mail
	$15,000

	Bill Inserts
	340000
	Mail
	$10,000

	Trade Shows and Conferences
	2
	Sponsor a booth or table
	$10,000


In 2004–2005, SoCalGas will continue the coordination activities begun in 2002 and 2003 with other energy efficiency programs around the state.  Each service provider under the Energy Audit program will coordinate with other customer energy efficiency programs through cross-promotion that includes both incentive and informational programs.  Specific rebate amounts can be estimated where applicable, and referrals to other organizations’ incentive and financing programs (i.e., CEC and Power Authority loan programs, Flex Your Power, Web sites, 800 numbers) will be provided.  Handout materials to promote other energy efficiency resources (e.g., Energy Star® Web site) will also be developed and distributed as appropriate.

SCG will continue its on-going dialogue with local program implementers to identify program overlaps and conflicts and develop strategies to minimize customer confusion and double dipping.  As local programs are fully implemented in SoCalGas’ service area, SoCalGas will identify and undertake additional coordination activities as needed.   In addition, SoCalGas will continue to utilize its energy efficiency toll-free numbers for business customers for customer inquiries about third-party programs and direct them accordingly.  

SCG will continue working with all California IOUs to improve their energy audit tools and coordinate implementation. 

C.
Customer Enrollment

The program will be marketed to very small, small and especially hard-to reach customers, while requests from medium and large customers will be pre-screened for potential savings and customer intention to pursue energy efficiency opportunities that meet financial requirements.  For instance, large customers will be required to provide a letter of intent or written agreement to implement recommended measures. Although the IOUs most intensive outreach efforts are directed toward small and hard-to-reach customers, large customers provide an opportunity to realize significant, sustainable energy and demand savings.  Large customer energy audits are, however, very expensive and time intensive.  Screening large customers to identify those that are committed to implementing energy savings measures will assure the most effective use of limited dollars.  

At SCG, no specific enrollment is required on behalf of the customer.  Customers may choose one of the following sources to receive an audit:

· Contact our Customer Care phone line at 1-800-Gas 2000 to: 

· Request a CD Rom

· Request a Phone Audit

· Request to have a Mail – in Audit sent

· Request SCG personnel to provide an on-site audit

· Contact the Energy Information Center at 1-800-427-6584

· Visit SCG website at www.socalgas.com/business

D.
Materials

Not applicable

E.
Payment of Incentives 

Not applicable

F.
Staff and Subcontractor Responsibilities

All IOUs will implement the same mail-in, CD-ROM and on-line energy audit tools powered by Nexus Energy Software, Inc.  This will allow the IOUs to maintain statewide consistency in providing energy management services for all nonresidential customers including the very small, small, and, especially hard-to-reach customers. 

SCG’s field personnel will conduct the on-site surveys for very small, small, medium and large customers.  At SCG, phone surveys are performed by Nexus for the small and very small customers.  SCG also works with CBOs for the distribution of the CD-ROM based energy audits.

G.
Work Plan and Timeline for Program Implementation

Nonresidential Energy Audit program can be rolled out in 2004 without interruption.  The IOUs will provide continuous services with even distribution of their goals over the course of the year. 

	Target Dates
	Activity

	January 2004
	Program implementation (if CPUC approval)

	January 2004
	Launch HTR On-site audits

	January 2004
	Continue ON-line website Spanish and English Revise if required

	February, 2004
	Launch other ON-site Audits for Express and NRFIP

	February 2004
	Purchase Movie Promotions

	March, 2004
	Design Energy Gram and obtain email address for later use

	April, 2004
	Design Brochures and flyers

	April 2004
	Design Asian Printed and Website materials

	May, 2004
	CD Rom Selected Sub Contractor and distribute CD Roms

	May, 2004
	Design Bill Inserts for both promotions  - 1st Mailer

	July, 2004
	Trade Shows or Conferences Sponsorship or Table promotion 1St Show

	September, 2004
	“How to Do An Audit” Seminar

	September, 2004
	Self Mailer Design and Distribute

	October, 2004
	Complete all Printing Advertising 

	October, 2004 
	2nd Trade Show or Conference

	October, 2004
	2nd Bill inserts mailed

	November. 2004
	Post Card Promotion Complete

	November, 2004
	Final Brochures and Flyers distributed 

	December, 2004
	Complete Movie Promotion

	January 2005
	Program implementation (if CPUC approval)

	January 2005
	Launch HTR On-site audits

	January 2005
	Continue ON-line website Spanish and English Revise if required

	February, 2005
	Launch other ON-site Audits for Express and NRFIP

	April, 2005
	“How to Do An Audit” Seminar

	April, 2005
	Modify Brochures and flyers for 2005, if required

	May, 2005
	CD Rom Selected Sub Contractor and distribute CD ROMs

	May, 2005
	Design Bill Inserts for both promotions  - 1st Mailer

	July, 2005
	Trade Shows or Conferences Sponsorship or Table promotion 1St Show

	September, 2005
	Self Mailer Design and Distribute

	October, 2005
	Complete all Printing Advertising 

	October, 2005 
	2nd Trade Show or Conference

	October, 2005
	2nd Bill inserts mailed

	December 31, 2005
	Program ends 


III.
Customer Description

A.
Customer Description

All customers segments are included in the Nonresidential Audit program.  Services are tailored within the program depending upon the customer’s size:

· Very Small customer – customer whose demand doesn’t exceed 20kW

· Small customer – customer with demand between 20kW and 100 kW

· Medium customer – customer with billing demand between 100 kW and 500 kW

· Large customer – customer whose billing demand within three consecutive month exceeds 500 kW or annual gas usage is more than 250,000 Therms.

· Hard-to reach customer as defined in the in the Energy Efficiency Policy Manual, Version 2 dated August 2003.

B.
Customer Eligibility

The customer segment and type of audit offered are listed below:

Customer Eligibility for Surveys

	Customer Segment
	Type of Audit

	
	Mail-In
	CD Rom
	On-Line
	Phone
	On-Site

	Hard to Reach
	(
	(
	(
	(
	(

	Very Small
	(
	(
	(
	(
	(

	Small
	(
	(
	(
	(
	(

	Medium
	
	(
	(
	
	(

	Large *
	
	
	
	
	(


*This program is open to all nonresidential customers with the exception of large non-core gas customers that do not contribute to the gas public purpose programs as per AB1002.

C.
Customer Complaint Resolution

Customer questions, concerns or disputes related to program procedure or policies are typically fielded by the IOU Program Manager.  In those rare instances where the IOU Program Manager is unable to resolve the issue, the matter will be referred to the IOU Supervisor or the IOU Regulatory Affairs group for resolution.  

D.
Geographic Area

This program targets all nonresidential customers located in the service areas of Pacific Gas and Electric Company, Southern California Edison Company, San Diego Gas and Electric Company and Southern California Gas Company.  

IV.
Measure and Activity Descriptions

A.
Energy Savings Assumptions

Based upon the Commission’s Energy Efficiency Policy Manual, this information program is not required to provide energy savings targets.  The study, “2002 Statewide Nonresidential Audit Program Evaluation,” is expected to provide updated impact evaluation data to be incorporated in the Energy Audit program portfolio.

B.
Deviations in Standard Cost-effectiveness Values

Not applicable

C.
Incentive Amounts

Not applicable

D.
Activities Description 

The following are the types of audits offered to the IOUs’ nonresidential customers: 

· Phone-Based Energy Audits

Nexus Energy Software conducts over-the-phone audits for SCG.  Representatives use a list of hard-to-reach customers provided by SCG to make pro-active phone calls.  The Nexus representatives gather the customer’s information to produce a customized, report containing energy efficiency recommendations.  The report also outlines the potential energy and dollar savings that the customer can realize if the recommended measures are implemented.  

· Mail-in, CD-ROM, and On-line Energy Audit

The mail-in, a CD ROM, and on-line energy audits all target the small, hard-to-reach, and medium nonresidential market.  

· Site Energy Audit

Site audits will provide professional technical assessment to large, medium, and small customers and identify ways that customers can address immediate demand and energy savings by implementing no-cost, low-cost measures, and recommend investment saving opportunities.  Customers will receive a follow up contact, which will provide customers with technical assistance and other support they need to begin implementing recommended measures

· “How To Do an Energy Audit” seminar

SCG offers a comprehensive seminar that includes both theoretical and on-site training components for interested personnel.  SCG is committed to conducting at least two training sessions for interested customers in 2004 and 2005.  This program will be offered to CBOs and customers.

· Follow-up services will be provided to customers who received energy audits and will likely consider participation in the IOU’s incentive programs. The services include additional information about audit reports, technical assistance in their research for suitable equipment and financing and identify barriers to implementation, if any.

V.
Goals

The IOUs’ goal is to provide energy audits to nonresidential customers and information on available rebates and incentive programs.  SoCalGas has set a goal of conducting, a total of 6400 energy audits for nonresidential customers in the next two years.

	Goals per Audit Type

	Year
	On-site
	Phone
	Mail-in
	CD-ROM
	On-line

	2004
	400
	1000
	800
	500
	500

	2005
	400
	1000
	800
	500
	500


SoCalGas is specifically creating new goals in 2004 that will provide an increase in links between audits and “rebate and incentive” programs, with a primary focus on Express Efficiency and Nonresidential Financial Incentive programs.  The overall audit goal will be 4150 audits, however within this program the total goal will be 3200.The remaining 950 audits will be distributed between  SoCalGas’ Express Efficiency and the Nonresidential Financial Incentive programs  Within the rebate and incentive programs, offered through SoCalGas or another entity, 25% of completed rebate or incentive applications will have been linked to one form of an audit.  This is a new approach to assure that customers will benefit from energy efficiency recommendations provided from the audit. 

SoCalGas will conduct at least one training sessions under “How To Do an Energy Audit” curriculum.

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

General Approach to Evaluation Program Success

his evaluation, measurement and verification (EM&V) plan meets the objectives of the Commission as outlined in the Energy Efficiency Policy Manual, v.2.  The statewide Energy Audits evaluation plan continues and extends established methods for evaluating program success.  The primary measurement of program success will be an examination of program delivery, ongoing benchmarking, cost-effectiveness, and overall success in order to refine and optimize program delivery. The evaluation may also estimate energy and demand savings for measures installed through the program, versus baseline measures.

The Market Assessment & Evaluation strategy for this program will examine the effectiveness of the information and energy audit services offered by the four investor owned utilities to the nonresidential sector including phone, mail, CD ROM, onsite, online, and specialized large customer audits. The evaluation will also examine customer satisfaction with the “How to do an Energy Audit” training component. The research will quantify the impacts of the audit delivery strategies and their effectiveness in reducing barriers to implementation of energy efficiency equipment.  Research will also provide updated energy savings estimates for energy, demand and gas consumption where warranted.  Results of this study will be used to refine program design and reporting.

Approach to Measure and Verify Energy and Peak Demand Savings

This is an information only program that is also expected to lead customers to take energy-efficiency actions. The primary measurement of program success in this area will be tabulation of the ex-ante energy and demand savings for actions taken and measures installed as a result of the energy audit program.  These parameters will not change during the analysis - the stipulated values are deemed appropriate.  These assumptions will be used to determine energy and demand savings based on the number of verified installations in the program year.  Updates to any of these parameters through this study will be used prospectively only. 

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 process issues such as statewide integration between the investor-owned utilities. The EM&V will also include:

Customer Behavior Analyses: These activities assist with assessing customer’s knowledge, attitudes and practices in response to energy efficiency information. They help quantify and improve the effectiveness of the post-audit follow-up calls component of the program. Finally, they also help capture posterior customer adoption of energy efficiency measures and practices; providing information for ongoing enhancement of program targeting and delivery.

Process Evaluations: The research will provide ongoing feedback and corrective guidance regarding program implementation through a customer behavior study, and will measure indicators of the program effectiveness through a process evaluation study.  These activities will include evaluation of program delivery in terms of statewide integration, marketing and delivery channels and may include customer satisfaction surveys regarding customers' perceptions on how the program has helped them 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.

· ADM Associates

· Aloha Systems

· Alternative Energy Systems Consulting (AESC)

· Applied Management Sciences Group?

· Architectural Energy Corporation (AEC)

· ASW Engineering Management 

· Aspen Systems Corporation.

· EcoNorthwest

· Energy & Environmental Economics

· Energy Market Innovations

· Equipoise Consulting

· Freeman Sullivan & Co.

· Frontier Associates

· GDS Associates

· Global Energy Partners

· Heschong-Mahone Group

· ICF Consulting

· Itron (RER)

· KEMA-Xenergy, Inc

· KVDR Consulting

· Megdal & Associates

· Nexant

· Opinion Dynamics

· Quantec LLC

· Quantum Consulting

· Ridge and Associates

· PA Consulting Group

· Research Into Action

· RLW Analytics

· Robert Mowris & Associates

· SBW Engineering

· Science Applications International Corp. (SAIC)

· Skumatz Economic Research Associates (SERA) 

· Summit Blue Consulting

· TecMRKT Works

· Vanward Consulting

· Wirtshafter Associates

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, Lilia Villarreal, 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 

The energy audit subcontractor, Nexus Energy Software Inc. has nearly 20 years experience in the energy efficiency industry.  They have developed unique energy management tools and software programs to offer competent support to this program.  Nexus Energy Software for the last several years supported the IOUs remote programs including: on-line, mail-in, over the phone, and CD ROM energy audits.
C.
Resumes

(see attached 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 Lilia Villarreal
Senior Market Advisor

Area of Responsibility In This Program: 

Overall responsibility for program operations and achievement of program goals, particularly monitoring the mixture of audits for both the hard-to reach customers, and other market segments.  

Professional Experience as it relates to Current Position:

1995- Present - Senior Market Advisor – Commercial and Industrial Markets (Southern California Gas): Responsible for the design and implementation of the nonresidential Energy Efficiency programs, specifically the Statewide Nonresidential Audit.  Work with SCG representatives that provide audits directly to customers. Have overall responsibility for program operations and achievement of program goals.  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; work 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.

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.

1994-1995 Sales Engineer – Account Executive -Commercial and Industrial Markets (Southern California Gas): Provided information on Energy efficiency programs; discussed the benefits of energy efficiency measures with customers, builders, etc.; may also perform the duties of an Energy Auditor.

1991- 1994 Project Engineer (TRW Automotive Division): Provided engineering support and design to marketing representatives by reviewing engineering calculations for various customer projects.  Supervised engineering trainees tasked with developing engineering specification sheets.

1988 - 1990 Quality Engineer  (Alpha Therapeutic): Primary role was being the liaison for R&D, Manufacturing, Production Validation, Procurement and Marketing. Was responsible for the release of product from R&D phase to the manufacturing phase. One specific project was managing a construction site for a new plasma manufacturing area.
1987 - 1988 Quality Engineer  (Baxter - Edwards MDS Division): Responsibilities included reviewing and auditing product suppliers, disposition product, and proposed corrective actions if necessary for product lines.  Position was the primary contact for suppliers, physicians and sales representatives regarding quality and performance of the product. Reviewed and modified manufacturing processes, blueprints, operations and test procedures. Interface with Procurement, Inventory Control, and Customer Service departments

Educational Background:

B.S.—Engineering, California Polytechnic University, Pomona California (1986)

Professional Affiliations:

Member, Association of Energy Services Professionals International

East Los Angeles Community College, Instructor,  Fall Semester 1994 - 1995

Volunteer career mentor to engineering students - East Los Angeles Community College

Volunteer Core member for Life Teen – Youth Group Organization

Board Member, Comision de Feminil

Society of Women Engineers

Board Member, Minority Engineering Program, California Polytechnic University, Pomona 

Board Member, Engineering Program, East Los Angeles College

Other Training:

· Front Line Management Training, Senior Project Management Training, 

· Supervision I, II, III - East Los Angeles College
· Marketing Certification Program – UCLA  Five Core Courses
VIII.
Budget 

	Program Budget

	Cost Description
	 Amount ($Nominal) 

	Administrative Costs
	 

	 
	Managerial/Clerical
	 $       342,994 

	 
	Human Resources
	 $           9,608 

	 
	Travel / Conferences
	 $         69,696 

	 
	Overhead
	 $       157,914 

	 
	Sub-Total Administrative
	 $       580,212 

	Marketing Costs
	 $       156,000 

	Implementation Costs
	 

	 
	Incentives
	 $                -   

	 
	Activity
	 $       478,274 

	 
	Installation
	 $                -   

	 
	Hardware / Materials
	 $       921,400 

	 
	Rebate Processing
	 $         60,000 

	 
	Sub-Total Implementation
	 $    1,459,674 

	EM&V Costs
	 

	 
	Activity
	 $       144,900 

	 
	Overhead
	 $           8,100 

	 
	Sub-Total EM&V
	 $       153,000 

	Total Program Budget
	 $     2,348,886 











� “Statewide Nonresidential Customer Hard-To-Reach Study”, 2001; “Statewide Small Industrial Customer Wants and Needs Study”, 2003; “Large Customers Wants and Needs Study”, 2001


� "1999 State - Level Small/Medium Nonresidential MA&E Study," from Quantum Consulting Inc., and XENERGY Inc (December, 2000)


� Tertia A. Speiser, "Best Practices in Energy Efficiency Programs for Small Businesses," from E SOURCE (November 2001)


� Tertia A. Speiser, "Best Practices in Energy Efficiency Programs for Small Businesses," from E SOURCE (November 2001)


� "1999 State - Level Small/Medium Nonresidential MA&E Study," from Quantum Consulting Inc., and XENERGY Inc ( December, 2000)


� "1999 State - Level Small/Medium Nonresidential MA&E Study," from Quantum Consulting Inc., and XENERGY Inc ( December, 2000)
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