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SECTION I.  PROGRAM OVERVIEW

A. Program Concept

The Energy to Spare program proposes to target customers who are contributors to peak energy use (12PM to 6PM during the summer months) and deliver a comprehensive set of measures to reduce both peak use and overall energy use with efficient lighting, domestic hot water saving measures, efficient refrigeration, and properly sized and installed high efficiency cooling systems.  Because the strategy concentrates program implementation in relatively compact targeted geographic areas, program visibility and efficient delivery are maximized.  Moreover, these targeted community strategies can be replicated in other communities and modified based on the technology needs in any area.

B. Program Rationale

The delivery of comprehensive energy efficiency investments will target customers who contribute to peak use and represent a customer segment that has been most seriously affected by energy costs and outages.  This group consists of individuals who are often home during the day, such as retired people, stay-at-home parents with small children, people working from home offices, the disabled, and those who work off-shift hours.  Of these groups, the very old and the very young have the most need for comfortable environments.  These customers are most likely to use significant amounts of energy for lighting (interior rooms/hallways), refrigeration and cooling. Families with small children tend to use high volumes of hot water for clothes washing and bathing. For this reason, this program will focus on these groups, but not to the exclusion of other possible groups.

The measure list for this program is quite short, because the vast majority of residential impact on peak comes from a very short list of end uses, as illustrated in the following table taken from research developed and conducted by Proctor Engineering Group (PEG) for PG & E.  This data was included in the results of the RACER (Replacement AC Efficiency Routine) component of the Delta Area Efficiency Program documented by Quantum Engineering (see Appendix I for copy of this report).  While there may be some differences by geographic region, the emphasis on AC and refrigeration will be, if anything, more significant in the Southern California Edison (SCE) territory. 

	Residential End Use
	Percentage Contribution to System Peak

	Central Air Conditioning
	51.09%

	Refrigerators
	14.85%

	Evaporative Coolers
	8.96%

	Window Air Conditioners
	7.30%

	Freezers
	7.17%

	Cooking
	3.97%

	Lighting
	2.82%

	Clothes Washing
	1.92%

	Miscellaneous
	1.28%

	Water Heaters
	  .64%

	Total
	                              100.00%


Although there has been a proliferation of electronic devices in the home since then (larger televisions, computers, video games, and a variety of stereo systems) the basic situation has not changed.  Air conditioning and refrigeration or freezing of food make up about 80% of residential contribution to system peak.  These figures are likely to be accentuated in homes where people are home throughout the day and who have air conditioning.  Lighting is not a major contributor to system peak, since the system peak occurs during the day, but the small number of lights that are on during the day present a cost effective treatment option as an add-on to a more comprehensive assessment.  Domestic hot water saving measures are relatively low cost, high value investments that supplement the benefits of a peak reduction strategy with additional electric savings or generally beneficial gas savings.

The program is designed to couple significant public investments with some resident contribution to secure the most cost effective and immediate energy savings results.  The investments in each home will include an in-home technical assessment; free lighting (up to 6 bulbs installed in high use locations) and hot water measures; refrigerator replacement for inefficient refrigerators with a rebate to the consumer of $300; replacement of window air conditioners with a rebate to the customer of $50; and a whole house cooling efficiency package of central AC system optimization and replacement of very inefficient units.

The design of the Energy to Spare program combines short-term acquisition of energy resources with market transformation strategies and coordination with existing SCE programs.  The program will not only secure immediate resources, but also effect long term energy savings strategies by reinforcing existing SCE initiatives aimed at transforming the overall residential HVAC market.

C. Program Objectives

The program will target and serve approximately 15,000 over a twenty-one month time frame.  The program is high impact, high visibility and cost effective.  The CPUC expenditure of an average of approximately $486 per customer will result in an average of .53 kW in gross peak demand savings and 868 kWh per year in electricity savings, and 22 therms in gross gas savings.  The average life of these measures is more than 10 years.

The measurable results are only part of the benefit.  The additional benefit will be delivering direct and measurable savings to two hard-to-reach and at-risk customer segments.  An action plan quickly delivered to consumers can result in the dual benefits of restoring the system supply and demand balance and adding to the credibility of the public/utility sector in responding to the electric crisis in California. 

SECTION II.  PROGRAM PROCESS

A. Program Implementation

The program is designed to identify residential customers who tend to be at home during system peak using electrical appliances and air conditioning and who are willing to contribute to improvements in the energy efficiency of their homes.  The program will select target communities in the Southern California Electric service territory, on the basis of demographic information, supplemented by utility information on contribution to peak (if available).  It is our expectation that the program can be completed in three areas: the high desert region around Hesperia, Victorville and Apple Valley, the Inland Empire including Ontario, Rancho Cucamonga (both in San Bernadino County), and the Cochella Valley, including Palm Springs (in Riverside County).  The program expects to be able to complete its goals in these territories, but will retain the right to identify and market to other regions if necessary to meet program goals.

Within the targeted areas, CSG will conduct an integrated marketing effort to identify and secure program participants.  The marketing effort will rely on advertising, direct mail, public relations and community outreach to secure most program participants, supplemented as needed by telemarketing.  This marketing effort will generate requests for approximately 850 residential assessments per month, a number sufficient to ensure 15,000 completions with an adequate mixture of measures.

CSG will recruit and train a field staff of eight to ten individuals, some of whom may be drawn from our existing field staff who are delivering residential audits on behalf of SCE.  The staff will be managed by two field supervisors and overseen by a program manager.  The program manager will also be responsible for assembling a group of installation subcontractors (electricians and HVAC contractors) who will perform most of the measure installations of the program.  Electricians will be recruited on the basis of business reputation, willingness to participate in the program, familiarity with efficient lighting options (particularly compact fluorescent lighting fixtures), cost of service, and service territory.  HVAC contractors must be, or become, trained in the CheckMe!® air conditioner optimization program owned and managed by Proctor Engineering Group of San Rafael, CA.  CSG believes that CheckMe! provides unparalleled quality assurance and information retrieval for HVAC programs.

The marketing effort will move through the areas we have targeted, encouraging participation within relatively small geographic areas in sequence.  This will allow us to concentrate staff and installation contractors in particular areas and gain both logistical and marketing advantages from the concentration of effort.  Having a large number of participants in a small area means that our staff can complete a higher number of site inspections during the workday.  Working in a concentrated area maximizes the marketing impact of “word-of-mouth” – word of one successful installation spreads rapidly through social networks, building support for the other parts of the marketing effort.

The field technicians will inspect participants’ homes for energy saving potential, recording site information on CSG’s energy audit data collection form.  During the audit, with the homeowner and/or tenant permission, our field staff will install CFLs in high-use areas, and install hot water saving devices (showerheads faucet aerators, DHW tank wraps and pipe insulation) as appropriate to achieve the energy savings and customer service goals of the program.

The field technician will produce a proposed scope of work for the homeowner participant to review.  This scope of work may include proposals for replacing inefficient room air conditioners, refrigerators or light fixtures or a proposal to have a CheckMe! guided central AC or heat pump optimization visit.  Each proposal will outline the costs and benefits of the measures recommended.  Where applicable, the proposal will identify the costs of the improvements, any program subsidies available and any SCE rebates for which the recommended measures qualify.

Homeowners will sign the scope of work authorizing CSG to arrange for installation contractors to install the measures requested. The installation contractors will arrange mutually convenient times for the installation(s), complete the installation(s) and collect any remaining customer payments.  Upon completion of all work, the customer will sign a certificate of completion.  This document indicates to the program that all measures have been installed to the customer’s satisfaction, and that they are operating as planned.  

Section VI describes in detail the evaluation measurement and verification plan for this program.  In terms of implementation, all CheckMe!-guided services (AC optimization and replacement, and duct sealing) will be monitored through immediate communication between the HVAC technician and the CheckMe! technical support center.  Other installations will be monitored through documents checks and field inspections.

Coordination with Other Energy Efficiency Programs

This program will bring a selected group of customers a range of measures, some of which are subsidized through existing programs.  SCE now operates an incentive program to encourage the replacement of inefficient central air conditioning units with high SEER systems with additional incentives for systems with a thermal expansion valve (TXV).  The HVAC contractor will propose a price to the customer for replacement of the system and explain that there are two incentives available, one from Energy to Spare and one from SCE, to offset the replacement cost.  We will take the same approach for any other qualifying recommendations, hot water tank replacement and heat pump replacement being the most common.

This coordination raises questions about which program should be credited with the savings achieved.  We have assumed that the Home Energy Efficiency Rebate is responsible for the customer decision to install a high efficiency piece of equipment.  By using our calculations, the program is attributed with only the benefits associated with early replacement of the air conditioner, heat pump or water heater with the industry standard regular efficiency model.  For example, if, through this program, a customer replaces a SEER 6.2 AC unit that they would have used for another five years with a SEER13 TXV unit, this program would be credited with the demand and energy savings associated with a change from SEER 6.2 to SEER 10, and with a measure life of five years.  The Home Energy Efficiency Rebate would be credited with the benefits of shifting from SEER 10 to SEER 13 with a TXV, and a measure life of 18 years, according to standard calculations.  The same logic will be applied to all change outs where an additional incentive is applicable.

Proctor Engineering Group is now operating a CheckMe! program in the SCE service territory, and it is our understanding that PEG will be applying under this solicitation to continue or expand that program.  Our use of CheckMe! certified contractors is not dependent on the continuation of these CPUC funded programs; all CheckMe! costs are included in the budget of CSG’s program.

B. Marketing Plan

The objective of the marketing efforts will be to target customers who contribute to peak energy use (12pm to 6pm during summer months) while offering incentives to upgrade their homes with efficient lighting, refrigeration and cooling.  

As other successful efficiency programs have proven, consistency in messaging, consumer education, targeted marketing, sustainable investment and effective program design are critical success factors for these types of large initiatives.  We propose an integrated marketing campaign consisting of a mix of media with the intent to successfully implement energy efficiency measures within 15,000 households over a 21-month period.  The campaign would heighten awareness of the “Energy to Spare” program while educating the target audience(s) on the benefits of participating in the summer peak demand reduction initiative being sponsored by California Public Utilities Commission.  Consumers will be rewarded by lower utility costs, better value for their investment, improved product performance and greater environmental contribution.

Our marketing strategy will be directed at consumers within Southern California Edison territory who are commonly at home during the day and are contributing to the residential summer peak demand.  The criteria can be further broken down by the following categories:

· Stay-at-home parents

· Individuals working from home offices 

· Retired individuals and elders

A series of direct mail campaigns, local media/advertising, community outreach, outbound telemarketing as well as a concentrated public relations effort are the suggested vehicles to best leverage the recommended marketing dollars and to reach as many people as possible with the Energy to Spare message.  An additional focus will be on partnering with other local agencies and community organizations to promote the program and get the message out.  

In order to successfully reach these very different targeted audiences, we propose first concentrating on three distinct areas: Palm Springs and the surrounding communities (notably the highest retirement area in the country), the Inland Empire, and the bedroom communities of Hesperia, Apple Valley and Victorville.  Thereafter, the program can be duplicated in areas with similar demographics.   In all cases, we will actively purchase mailing lists to augment any customer lists provided by SCE.  These lists allow us to drive deep into each key market segment and reach households based on their buying patterns.  

As part of the developing any successful integrated marketing program, stringent focus should be placed on the following areas:

· Strategic Planning – working in conjunction with CPUC to develop key messaging and final consensus in our marketing approach.

· Determine Critical Success Factors – working with CPUC to determine the critical success factors in tandem with the marketing plan to set expectations and goals.

· Conduct Market Research – CSG will need access to relevant research related to SCE’s customers who contribute to the high-use energy demand.

· Finalize and Execute Marketing Plan – the final stage of the strategic plan will be fine-tuning, revising and implementing the program.  As with all CSG marketing programs, we thoroughly share and test our marketing ideas with all participants before implementation.

Marketing Implementation Tactics – we propose utilizing the following strategies (to be implemented concurrently) to launch the program throughout the following geographic regions:

Customer Target A – Stay-at-Home Parents

High Desert Region (Hesperia, Apple Valley and Victorville).  Series of direct mail campaigns coupled with public relations efforts directed at local media, schools, camps, day care centers, etc. to heighten awareness of the program.  We will proactively partner with local organizations, agencies and media outlets to promote the “campaign”.  Additionally, telemarketing will be used during the timeframe when mail campaigns have ended to assist in building customer awareness and supporting program backlog.  Point-of-contact information will be produced and made available for display in local entities.

Customer Target B – Individuals working from Home Offices

High Desert Region (Hesperia, Apple Valley and Victorville).  Series of direct mail campaigns coupled with public outreach directed at community organizations, chambers of commerce, professional and public services groups. Additionally, telemarketing will be used when mail campaigns have ended, to assist with building customer awareness and supporting program backlog.  Again, point-of-contact information will be produced and made available for display in local entities. 

Customer Target C – Retired and Elders

Inland Empire and Cochella Valley (Palm Springs, Ontario, Rancho Cucamonga).  This is a concentrated area and much more cost effective for media buys; therefore, we recommend a “pilot” series of cable and/or radio advertisements.  Additionally, there will be a concerted effort to reach out through public service announcements and local media outlets.  Point-of-contact information will be produced and made available at community centers and senior programs, retirement communities, local area providers (golf courses, shops, etc).

Recommended marketing vehicles (but not limited to):

· Market Research – conduct a series of customer focus groups to augment any research done to date by CPUC and to ascertain the most accurate information on target audience(s) buying triggers. 

· Bill Inserts – if possible, in partnership with SCE, alert target audience to program through utility’s monthly inserts.

· Media Buy

· TV/Radio – use of local cable programming and/or local radio to increase penetration and raise awareness of initiative (when appropriate)

· Direct Mail – develop a series of targeted mail campaigns encouraging customers to call our 800 number and participate in the program.

· Telemarketing – implement concentrated telemarketing effort with goal of identifying customer participation and scheduling site visits.

· Public Relations outreach – develop a newsworthy program that will build the momentum of initiative.  Leverage market research and other market intelligence to communicate key messages of program.  Leverage relationships with local media to support program coverage.   

· Community Outreach – actively work with community agencies in support of program (senior centers, daycare centers, community/town action committees)

· Point-of-Contact Displays – develop customer information takeaways to be displayed in a variety of local entities.

· Web – work with CPUC/SCE to promote program information on sites such as www.sce.com
C.
Customer Enrollment

1. Arranging a Site Visit

The CSG Customer Contact Center will receive customer calls generated from the marketing campaigns.  The Customer Contact Center staff will explain that CSG, under contract with CPUC, is scheduling home visits for customers who could benefit from a special set of energy saving and demand-reducing measures.

2. Site Visit Procedures and Data Collection

Customers who agree to participate in the comprehensive program will be scheduled for an on-site comprehensive analysis.  Trained auditors will perform the analysis at each customer’s home.  CSG auditors will determine which appliances qualify for subsidized replacement.  They will have laptop computers and CSG’s proprietary HomeCheck software (see Appendix II) to aid them in specifying measures to be implemented.  HomeCheck will be programmed with typical prices for various measures, and the auditor will be able to use the software to ensure that each package of measures recommended will meet program cost effectiveness guidelines for kWh savings.  As a part of this program, HomeCheck will be modified to calculate the cost benefit analysis of peak demand reduction. HomeCheck already includes a comprehensive database listing normal consumption for most refrigerator makes and models, so that qualifying refrigerators will usually require only correct identification of the brand and model number.  The auditors will be able to determine which central and room air conditioners qualify for subsidized replacement assessing their efficiency and existing pattern and amount of use by the customer.

3. Preparation of an Energy Efficiency Proposal

In the technical assessment, CSG will identify the appliances and lighting that use electricity during peak, and where cost effective, replace them with more efficient appliances and lighting that have a lower demand impact on the grid when they are operated.

Lighting:  Lighting which is in use during peak hours should be replaced by compact fluorescent lamps.  While lighting retrofits represent a relatively small part of peak savings opportunities, they provide cost effective energy savings and the ability to achieve savings in every home visited.  These savings can be further shifted to peak reductions through targeting the installations to lights that are likely to be on during the day such as interior hallways and bathrooms.  It is projected that an average of four light bulbs or light fixtures will be installed in each home.  The program will identify lights that are used during peak through a customer use survey conducted during a site visit.  The lights will be installed at no cost to the consumer and up to six will be installed in high use/high peak opportunities. 

Central air conditioning:  Customers with central air conditioning and significant air conditioning consumption will be eligible for program subsidies optimize the operation of their central AC system through a CheckMe! guided site visit. The CheckMe! site visit will check for proper refrigerant charge, air flow and will test the ducts for leaks.  The program will correct air flow and charge, and recommend sealing of very leaky duct work.  If the CheckMe! tests identify the system as very inefficient and impossible to  correct, the customer will be offered a special incentive of $500 to replace the inefficient unit with an Energy Star high efficiency unit.  This incentive is in addition to whatever incentive SCE may be offering for purchasing an Energy Star high efficiency central air conditioner or heat pump.  The objective of the package of measures is to dramatically improve the efficiency of the central AC unit and its distribution system. Proctor Engineering Group indicates proposal, indicates that we can expect to achieve a coincident peak load reduction of 1.15 kW and 992kWh pre year per central air conditioning unit replaced, .38kW gross peak load reduction and 328kWh per yearfor each system optimized through a CheckMe! visit and  .19kW, 156kWh per year and 20 therms for each duct sealing treatment.

The program will make subcontracting arrangements with licensed contractors to install these measures.  Participation will be limited to contractors who have been trained and qualified by Proctor Engineering to particpate in the CheckMe! program.  The average cost to the homeowner, before and SCE rebate will about $2750.

70% of customers who receive home visits will qualify and elect to proceed with a CheckMe! home visit, and of these 7% will carry out the AC replacement.  These customers will see significant energy and peak demand reductions through optimizing their units or replacing them with high efficiency units.

Room air conditioners:  Where cost effective, the same package of measures could be applied to customers who rely on room air conditioners to maintain comfortable temperatures.  In these cases the program will encourage customers to replace existing room air conditioners with new, lower demand models at a customer incentive of $50, in addition to the $50 incentive that SCE is offering for installing a high efficiency room air conditioner.  This replacement should achieve a coincident peak load reduction of .286 kW per unit replaced. 

Refrigerator replacement:  Taking advantage of the existing refrigerator recycling infrastructure, the program will provide incentives to replace particularly inefficient refrigerators with modern, high efficiency, low demand models.  CSG auditors will use proprietary software that uses an extensive database of refrigerator consumption to identify high use models and their consumption levels.  The auditor will determine the demand by reading the product information plate found in most models.  The 2001 DEER database indicates that we will achieve an average coincident peak load reduction of  .078kW and 454kWh savings for each refrigerator replaced.  The program will offer an incentive of $300 to replace an inefficient refrigerator.  The technicians will also identify opportunities to remove second refrigerators that are not needed but operating.  We will offer an incentive of $120 to remove a second refrigerator, achieving an average demand reduction of .209 kW and saving some 1,223 kWh per year.  CSG will arrange with a competent subcontractor to safely demanufacture any second refrigerators that are removed.

4. Securing Customer Participation – Work Orders and Customer Acceptance

At the completion of the residential facility audit, the CSG field technician will prepare a proposed scope of work, along with the value of such work and the amount of the customer payments, and any available SCE rebates. If the customer wishes to modify the proposal and if the proposal can be modified without compromising quality, cost effectiveness or safety issues, the technician will modify the proposal to meet the customer’s concerns. The customer will be encouraged to sign the proposal as soon as he/she feels comfortable with it.  Time for consideration and cancellation will be provided in accordance with relevant California consumer protection statutes.  Customer participation is secured when the homeowner agrees to participate through signing this proposed scope of work.

Following receipt of the signature(s), CSG will work with customers and subcontractors to arrange a mutually convenient time for installation(s).

D.  Materials

1. Procurement of Materials

Compact fluorescent lamps and domestic hot water saving devices will be installed during the residential facilities audits by CSG field staff.  These CFLs and DHW devices will be procured from CSG’s allied company, the Energy Federation Incorporated (EFI), warehoused at our existing facility in Hesperia, CA, and distributed to our field staff as needed.  All other materials used in the program (high efficiency lighting fixtures, room air conditioners, central air conditioners, duct work, refrigerant and other materials, replacement refrigerators and any other materials), will be procured by installation subcontractors that CSG will engage during the program.  The materials will meet program standards outlined below and will be subject to quality assurance checks built into the program.

2. Delivery of Materials

CFLs will be delivered to the CSG field staff from our warehouse in Hesperia, CA.  In general, CFLs will be delivered to the participating homes by CSG staff in the course of the residential facility audit.  All other materials will be collected by installations sub contractors, generally from their regional supply houses, and delivered by these contractors for installation.

3. Installation of Materials

CFLs will be installed by trained CSG staff during the course of residential facility audits.  CSG personnel will be trained to identify cost effective locations for such installations, and in the safety procedures that minimize risk of electric shock and of damage to customer property.  In certain cases (generally where there are particularly expensive or hard-to-replace lampshades or diffusers) the customer will be asked to perform the installation, if they are able to do so.

CSG will arrange for installations using qualified contractors in the territory to be serviced.  We will interview contractors regarding their capabilities in terms of measures and service territory, and take proposals for standard packages of work. CSG will therefore have a list of qualified contractors to serve customers who agree to install major measures.

The program measures will be put forward as a set of standard packages.  Qualified contractors will be asked to provide prices for installation of the standard packages, and the program will select the best four or five contractors or groups of contractors on the basis of cost, ability to deliver quality service in the project territory and willingness and ability to meet program standards.  CSG will negotiate a standard pricing structure with these four or five contractors, and this price will be held throughout the program.

Contractors who participate in the program will be required to use CheckMe( (see Appendix III) software to provide computerized feedback and quality assurance for central air conditioner and duct installation.  Contractors will be required to perform a Manual J or equivalent calculation to size the replacement air conditioner, taking into account the condition of the building shell.  If necessary, CSG and its subcontractor, PEG, are prepared to train contractors in use of the CheckMe™ quality assurance software for central air conditioner and duct installation, and in techniques of duct sealing if they have not already been trained in the use of this software and installation techniques.  We will expect contractors to use Manual J or equivalent software to properly size air conditioning systems, and to maintain records of their calculations for quality assurance purposes.  The CSG contractor manager will inspect a representative sample of the central air conditioning installations of all participating contractors, starting with 100% inspections and gradually shifting over to a 10% sample, combined with telephone interviews of all participants and document review of every installation.  Contractors will be required to warrant their work for one year and the QC system will enforce these warranties.

Specifications for Qualifying Equipment

All lighting fixtures and CFLs will have a UL rating.  CSG and its contractors will maintain a variety of lamps and fixtures to allow for aesthetically pleasing replacements for common incandescent fixtures and lamps.  CFLs will have a rated life of 8,000 hours or more, to help ensure that the projected measure life is achieved.

All replacement appliances (room air conditioners, central air conditioners, heat pumps and refrigerators) will be UL listed and Energy Star compliant.  Room air conditioners, central air conditioners and heat pumps must meet the applicable appliance standards for SCE’s Home Energy Efficiency Rebate Program, and homeowners must follow the procedures associated with that program to receive the incentive from SCE.

Installation Standards

CFLs will be installed so that effective lumen level is maintained or improved as a result of the installation.  Installations shall be made to meet aesthetic and safety considerations, as well as to achieve energy savings.  Light fixtures will be installed by licensed electricians following the appropriate building codes, and will also be specified to maintain or improve lumen levels.

DHW improvement measures will be installed so as to prevent leaks or damage to the homeowner’s property and in accordance with manufacturer’s specifications, if any. 

Central air conditioning improvements, replacements, and duct sealing will be done using CheckMe!, Proctor Engineering Group’s proprietary software for quality assurance of these installations and repairs.  This process will ensure that central air conditioning systems are installed according to manufacturers’ specifications with regard to sizing, compressor air flow and refrigerant.  Duct sealing will be implemented with a goal of achieving a final leakage rate of less than 6% of total leakage (measured at 25 Pascals) per cubic feet per minute of air flow, if this can be done cost effectively.

Refrigerant used will be in accordance with manufacturers’ specifications and in accordance with applicable law and regulations.  Contractors using refrigerant will have all appropriate licenses.

Energy to Spare will provide staff and subcontractors extensive, detailed installation standards for all measures prior to and during program implementation.

E. Payment of Incentives

Most incentives will be in the form of zero or reduced prices for customers who agree to accept installation of energy saving devices or improvements.  The customer will sign a certificate of completion that acknowledges the value of the installations, and pay any portion of customer co-payment that is required.  

The appliance replacement component will be conducted differently.  Locally accessible appliance retailer(s) who agree to participate in the program will provide replacement appliances.  Customers who decide to follow through on a recommendation to replace a refrigerator or a room air conditioner will fill out the proper form for such a replacement, purchase their qualifying replacement and have it installed.  The customer will notify the program of the purchase, and arrange, generally through a telephone call, to have our appliance recycling subcontractor come to their home to remove and de-manufacture the appliance or AC unit.  The program will then send the customer a check for the incentive through a trackable, insured method of mail delivery.

F. Staff and Subcontractor Responsibilities

CSG will provide the overall management and the field staff for this program.  As part of the management function, CSG will manage the contractors, hold contracts with the installation contractors and provide the central management software system (HomeCheck) that will track all tasks, appointments and participants, and the field software that guides auditors in specifying measures.  The program will be housed in CSG’s offices in Hesperia, California and CSG will, through its affiliate EFI, provide the compact fluorescent bulbs and any DHW saving materials that are needed for the program.

As the key technical subcontractor, Proctor Engineering Group (PEG) will ensure the validity of the savings calculations and the cost benefit analysis that will form the basis for deciding which measures to install in particular houses.  PEG will provide training for CSG field staff and for contractors (if necessary).  PEG will license participating HVAC contractors to use its proprietary software (CheckMe!™) as an in-field quality assurance system for air conditioner and duct installation.  Finally, PEG will provide quality assurance for the entire program through its data-based quality assurance system and through organization of the field inspection process.

Installation subcontractors will be recruited to install lighting fixtures, remove and replace refrigerators, and perform the required central AC improvements and replacements.


[image: image1.wmf]Bob King

Program

Manager

Field

Supervisors

HVAC

Contractor

Electrician

Appliance

Supplier

Appliance

Recycler

Proctor

Engineering

Group

Administrative

Coordinator

Marketing

Field Staff

Field Staff

Field Staff

Field Staff

Field Staff

Field Staff

Field Staff

Field Staff

Project Organizational Chart


[image: image2.wmf]Work Plan

Project Month:

Dec-03

Jan-04

Feb-04

Mar-04

Apr-04

May-04

Jun-04

Jul-04

Aug-04

Sep-04

Oct-04

Nov-04

Dec-04

Jan-05

Feb-05

Mar-05

Apr-05

May-05

Jun-05

Jul-05

Aug-05

Sep-05

Oct-05

Nov-05

Dec-05

Jan-06

Project Award

Meet with CPUC to Negotiate Contract

Project Kick-Off Meeting

Contractor Recruitment and Price Bidding

Prepare Contractor Bidder Package

Recruit Potential Contractors

Complete Contractor Bidding Process

Recruitment & Training of Field Staff

Advertise Position

Interview & Hire Staff

Train Staff

Program Start-Up

Produce Marketing Materials

Initiate Outreach Efforts

Initial Visits Occur

Program Audit Operation in Field

Visit Goal 50% Complete

Visit Goal 100% Complete

Contractors Performing Work

QC Sample of Contractor Work

Contractor Work Complete

Final Report

** Shading Key:   

illustrates project timeline

denotes major milestone

G. Work Plan and Timeline for Program Implementation 

** This timeline is subject to adjustment based on the contract award date.

SECTION III.  CUSTOMER DESCRIPTION

A. Customer Description

This program will assist residential customers with high peak usage in reducing their overall and peak consumption.  These customers will typically have some characteristic that makes it likely that they will be home during weekdays, using air conditioning and other appliances.

B. Customer Eligibility

The program will offer its measures in selected geographic areas, chosen for their concentration of residents who are likely to be relatively high peak users.  Within these geographic areas, all residents who express serious interest in participation through written, e-mail or telephone response to the marketing program, and who appear to have a likelihood of achieving significant savings, will be considered eligible to participate.  The program reserves the right to decline to serve customers who for technical or other reasons are not good prospects for achieving savings.

C. Customer Complaint Resolution

Customer satisfaction is a critical measure of program success, both because it improves the likelihood of program measure performance, and because it is critical to the word-of-mouth publicity that will build program participation by other customers.  Therefore, CSG trains staff and contractors carefully in all aspects of the job, including avoiding customer complaints, and empowers each member of the team to rapidly resolve customer concerns at once, if possible.

CSG will provide all customers with a toll-free number and e-mail address to report concerns and complaints.  Those that involve any risk to health and safety will be addressed as soon as possible, generally within hours, either by CSG staff or by the nearest available qualified contractor.  Other concerns and complaints will be resolved quickly, generally within 48 hours.  The call center will contact the field manager who will review the concern or complaint and make an initial decision about how to resolve it, calling the customer and the staff involved in the audit or installation to confirm the details of the case.  All of this activity will be recorded in the program management database for review and reporting.  If the complaint requires a repair to the customer’s facility and is the responsibility of the program, the repair will be made promptly at no cost to the customer. Customer service standards are part of CSG’s employment agreement and will be part of contracts with all subcontractors on this program.

D. Geographic Area

This program will be offered within the Southern California Edison (SCE) service territory in specially selected communities.  The communities will be selected for population characteristics that indicate a high likelihood of residential utilization of electricity during system peak (12 PM to 6 PM on summer weekdays).  The initial target area will be in the high desert communities of Hesperia, Victorville and Apple Valley.  The program will then expand to serve the Inland Empire and the Cochella Valley areas, and may expand to other relatively high summer temperature areas.  These community selections will be made in coordination with Southern California Edison (assuming that SCE is willing) to ensure that the CSG effort complements any residential neighborhood “sweep” programs or other programs that SCE or other vendors may be conducting.  Since the Energy to Spare program will involve a concentrated effort in a series of particular neighborhoods, it is important to avoid confusion with other programs.

SECTION IV.  MEASURE AND ACTIVITY DESCRIPTIONS
(As per the instructions in the Submission Guidelines (p. 7), we have organized our response by measure type, rather than by the three categories entitled A. Energy Savings Assumptions, B. Deviations in Standard Cost Effectiveness Values, and C. Rebate Amounts.  The category D. Activities Descriptions appears at the end of this section.)

Lighting

CFLs

· Energy Savings: DEER Update Study 2001. We assume that the average installation will be the replacement of a 60w incandescent with a 15w CFL on for 6 hours per day. This is roughly equivalent, for example, to the replacement of a 100w incandescent with a 25w CFL on for 4 hours per day. The assumptions for capacity reduction may be conservative, as the program will specifically target CFL replacements for lights on for significant periods of time during the noon to 6PM weekday period.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential

· Estimated Useful Life: Energy Efficiency Policy Manual (EEPM) – Residential

· Incremental Measure Cost: We estimate the IMC for CFL replacements of incandescents as a negative value. We are proposing an incentive for CFLs of $8. Given the substantial difference in measure lives (a factor of about 10 to 1), the proper match for one CFL in the IMC calculation is not one incandescent but 10, with a retail price of approximately 90 cents per bulb (based on a Philips 4-pack price of $3.69 at Walgreens). Also, since our incentive includes installation, one could impute additional value, especially from a TRC point of view, to the installation of the incandescents by the customer. Since the spreadsheet does not allow negative values, we use the value of zero, which the spreadsheet expresses as a blank cell.

· Rebate Amount: We propose an incentive for CFLs of $8. This is based on identifying valid noon – 6PM lamp replacement opportunities, obtaining customer acceptance, and installing the CFL.

Fixtures

· Energy Savings: DEER Update Study 2001. Same assumptions as for CFLs.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential.

· Estimated Useful Life: Energy Efficiency Policy Manual (EEPM) -- Residential.

· Incremental Measure Cost: We estimate fixture replacement IMC as the difference in the cost of goods of a CF fixture vs. a replacement incandescent fixture, or about $20, with installation of either at equal cost.

· Rebate Amount: Based on similar programs, we estimate the average installed cost of a typical CF fixture in a residential setting to be about $90. In our judgment, a rebate of approximately 50% is needed to induce the customer to make the change. We therefore propose a rebate of $45 per fixture.

Refrigerators

Refrigerator Replacement

· Energy Savings: DEER Update Study 2001. Assumes swap of a new efficient model for the Base Refrigerator.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential.

· Estimated Useful Life: Our experience in similar programs indicates that replaced refrigerators typically have a remaining useful (if inefficient!) life of 10 years.

· Incremental Measure Cost: The typical efficient (Energy Star) refrigerator costs about $100 more than a comparable less efficient model.

· Rebate Amount: We propose a rebate of $300 to induce customers to make an early retirement of their inefficient refrigerators.

Removal of Second Refrigerator 

· Energy Savings: DEER Update Study 2001. Assumes removal of the Base Refrigerator.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential.

· Estimated Useful Life: Based on the age range of second refrigerators we have removed in similar programs, we estimate that without incentive, second refrigerators would remain in place for an additional 10 years.

· Incremental Measure Cost: Given that the alternative to removal is to do nothing, the IMC is equal to the full measure cost.

· Rebate Amount: The incentive is equal to the full cost of this measure in order to encourage maximum customer participation.

Central Air Conditioning

CheckMe Verified AC Charge and Airflow

· Energy Savings: DEER Update Study 2001.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential Contractor Program.

· Estimated Useful Life: The mean life of a central air conditioner is 18 years. (Source: Bucher, M.E., C.M. Grastataro, and W.R. Coleman, Heat Pump Life and Compressor Longevity in Diverse Climates. ASHRAE Transactions, 1990. 96(1): p. 1567-1571.) The average age of air conditioners in California is approximately 10 years according to appliance saturation surveys. On average then the air conditioners treated will be in place for another 8 years.

· Incremental Measure Cost: The cost of a standard “Clean and Tune” according to participating contractors averages about $60. The DEER update study indicates the total cost for a “Basic HVAC Diagnostic” is $123. This would produce an incremental cost of $63. The CheckMe!® verified charge and airflow measure includes actual measurement of airflow using the TrueFlow® grid which increases the savings as well as other enhancements. The incremental cost for the CheckMe!® Verified AC Charge and Airflow rises to $90.

· Rebate Amount: The incentive is equal to the full cost of this measure in order to encourage maximum customer participation.

CheckMe Verified Duct Testing and Sealing

· Energy Savings: DEER Update Study 2001.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential Contractor Program.

· Estimated Useful Life: The average duct system in California will last the life of the building. On average the air systems treated will be in place for at least another 20 years.

· Incremental Measure Cost: DEER Update Study 2001.

· Rebate Amount: The incentive is equal to the full cost of this measure in order to encourage maximum customer participation.

Central A/C Replacement

· Energy Savings: The kW reductions and energy savings are documented in Conservation Services Group Worksheets 2004-2005 (see Appendix IV).  The calculations are based on increasing the EER of the unit from an average 6.6 to 8.8 (the EER of a standard new air conditioner).

· Standard Cost-effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) -- Residential Contractor Program

· Estimated Useful Life: The old units are air conditioners that the customer has avoided replacing. We estimate on average these units would remain in service for another 5 years if they were not replaced.

· Incremental Measure Cost: The existing units will eventually have to be replaced with standard efficiency units. The incremental measure cost is 0 since the only effect is accelerating the replacement of the unit.

· Rebate Amount: We propose a rebate amount of $500 to induce the customer to accelerate unit replacement.  Assuming SCE continues to incentivize high efficiency central A/C replacements, there may be additional rebate money available to the customer for making an even more efficient choice.

Room Air Conditioning

Room A/C Replacement 

· Energy Savings: The typical room a/c replaced in the NYSERDA Keep Cool Program has an EER of approximately 6.9 and capacity of about 7,500 BTUs. Savings are based on moving to the current average EER of approximately 9.8 for a non-Energy Star room air conditioner and assuming a 90% peak coincidence factor and 1,200 runtime hours given our target population of customers home during peak demand hours. We are only claiming credit for savings up to the EER 9.8 level since we attribute the decision to go to Energy Star levels to a prospective SCE room a/c rebate program.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) – Residential

· Estimated Useful Life: The average life of room air conditioners turned in during the NYSERDA Keep Cool Program of was well over 13 years.  To be conservative, we will assume that the owner of an inefficient room air conditioner would have replaced that unit about twice as quickly as the New York sample did, so we estimate an average measure life of 7 years.

· Incremental Measure Cost: Since we are only claiming credit for the early retirement decision, the comparable standard product is the room a/c at 9.8 EER. Therefore the IMC is $0.

· Rebate Amount: We propose a rebate of $50 to induce customers to make an early retirement of their inefficient room air conditioners. This would be in addition to a rebate from SCE.

Domestic Hot Water (gas)

Showerheads, Aerators, Pipe Wrap, and Tank Wraps 

· Energy Savings: DEER Update Study 2001.

· Standard Cost Effectiveness Values:

· Net-to-Gross Ratio: Energy Efficiency Policy Manual (EEPM) – Residential

· Estimated Useful Life: Based on experience in similar programs, we assume a useful life for aerators and showerheads of 7 years and for pipe wrap and tank wraps of 10 years.

· Incremental Measure Cost: These energy efficient materials are no more expensive than less efficient alternatives. Therefore, the IMC is $0 for each measure.

· Rebate Amount: The incentive is equal to the full cost of this measure in order to encourage maximum customer participation.

Summary of Measure Information

The following table summarizes the values used by measure:
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Coincident

Annual

Annual

Estimated

Incremental

Rebate

Peak KW

KWH

Therms

Net-to-Gross

Useful

Measure

Amount

Reduction

Saved

Saved

Ratio

Life

Cost

(Incentive)

CFLs

0.033

109

0.8

8

$0.00

$8.00

Fixture Replacements

0.033

109

0.8

16

$20.00

$45.00

Refrigerator Replacement

0.078

454

0.8

10

$100.00

$300.00

Removal of Second Refrigerator

0.209

1,223

0.8

10

$120.00

$120.00

CheckMe Charge and Air Flow

0.380

328

0.89

8

$90.00

$156.50

Duct Sealing

0.190

156

20

0.89

20

$370.00

$370.00

Central A/C Replacement

1.150

992

0.8

5

$0.00

$500.00

Room A/C Replacement

0.286

342

0.8

7

$0.00

$50.00

Showerheads

10

0.8

7

$0.00

$7.00

Aerators

4

0.8

7

$0.00

$2.00

Pipe Wrap

5

0.8

10

$0.00

$5.00

Tank Wraps

14

0.8

10

$0.00

$15.00


D.  Activities Descriptions

Marketing (described in Section II.B.) and the home assessments and diagnostics (Section II.C), while critical to customer enrollment and selection of cost effective measures, will not in themselves save energy.

SECTION V.  GOALS
Overview of Quantitative, Qualitative and Energy & Peak Demand Savings Goals
The program will provide detailed site-specific offers of energy efficiency improvements to 15,000 residents.  Most of these residents will accept at least some energy efficiency improvements.  The actual mix of services that will be provided will be determined by the opportunities that our field staff identify, and the agreement of the homeowners to accept the improvements that we suggest.  The table below is a reasonable projection of the mix of measures we are likely to provide during the program, their costs and savings projections.

The goal is to save at least 7.88 megawatts (gross) on system coincident peak, reduce annual electricity consumption by at least 13 million (gross) kWh, and reduce gas usage by 330,000 therms (gross).
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Measure

Coincident

Annual

Annual

Saturation

Total

Peak KW

KWH

Therms

Measure

per Home

Quantity

Reduction

Saved

Saved

Life

Total homes served = 15,000

CFLs

400%

60,000

0.033

109

8

Fixture Replacements

20%

3,000

0.033

109

16

Refrigerator Replacement

5%

750

0.078

454

10

Removal of Second Refrigerator

5%

750

0.209

1,223

10

CheckMe Charge and Air Flow

70%

10,500

0.380

328

8

Duct Sealing

17.5%

2,625

0.190

156

20

20

Central A/C Replacement

5.3%

788

1.150

992

5

Room A/C Replacement

5%

750

0.286

342

7

Showerheads

10%

1,500

10

7

Aerators

200%

30,000

4

7

Pipe Wrap

50%

7,500

5

10

Tank Wraps

50%

7,500

14

10

Average per home served

0.526

868

22

Total

7,884

13,015,950

330,000

KW Reduction and KWH and Therm Savings are before application of net-to-gross assumptions.


On a qualitative level, the program will introduce high efficiency products into the market and will provide or reinforce training for proper installation and commissioning of systems in the HVAC trade in the areas where we operate.

Other Measures for Evaluating Program Progress

The program will reach a significant number of hard-to-reach and at-risk customers segments – in particular, senior citizens living in their own homes, and families with small children.   For senior citizens, properly functioning central air conditioners can be a life saver, and making these units as affordable as possible means they are more likely to be used when health and safety dangers of extreme heat are most intense.

SECTION VI.
PROGRAM EVALUATION, MEASUREMENT AND VERIFICATION


(EM&V)
Many of the energy saving measures in Energy to Spare involve the replacement of inefficient appliances or lamps with more efficient models. Such measures include room AC replacement, refrigerator replacement, DHW installations and lighting replacements. These “replacement” measures can be expected to perform as intended if:

1) The item being replaced is properly identified and its consumption properly quantified.

2) The replacement appliance meets program specifications.

Evaluation of these replacement items starts with confirming these basic facts, by telephone survey supplemented by a statistically significant number of site visits.

Proper installation of central air conditioning systems and proper duct sealing will be confirmed as they are performed, through the CheckMe! system that verifies results for correct charge and air flow for AC and heat pump installations, and confirms the measured results of duct sealing. For program purposes, the CheckMe! system itself, which includes thorough data review for anomalies and cheating, shall be considered adequate verification that the measures have been properly installed. 

The critical variables are tracked in the database that will be provided to the CPUC at the end of the program. This database will also be the source of the quarterly and final reports. Data is verified by two means. First all data is evaluated for veracity. CSG evaluates program data against invoices, customer feed back and site inspections.  Proctor Engineering Group’s computer program identifies technicians and/or contractors who are "gaming the numbers" and decertifies them. The incentives are withheld or recovered from those contractors, or they will be fired from the program. Second we inspect a percentage of the systems to verify the results. CSG will produce a customer satisfaction survey based on mailback cards. The results of these evaluations are continuously monitored and action taken on poor or fair reports.

If the CPUC accepts this proposal, CSG will produce an EM&V plan including:

· Baseline Information

· Evaluation Approach

· Energy Efficiency Measure Information

· On-site Surveys

· Feedback to the Implementer

· Interim and Final Reports

Evaluator List

1.
M. Blasnik and Associates


150 Poplar Street


Boston, MA 02131

Ph. #: (617) 323-1225

Contact:  Michael Blasnik

M. Blasnik and Associates is a widely used evaluation firm that has provided energy conservation program evaluation services to the states of Ohio, and Illinois and to many utility companies including PSE&G of New Jersey; NSTAR Electric in Massachusetts, Philadelphia Gas Works, and consortia of utility companies in New England and New Jersey.  A more detailed reference list can be provided upon request.

2.
Regional Economic Research, Inc.

11236 El Camino Real

San Diego, CA 92130

Ph. #: (858) 481-0081

Contact:  Bradley Souza

RER is conducting the EM&V for the CheckMe! programs that Proctor Engineering Group Ltd. is operating in Southern Cal Edison territory and in the territory of the City of Oakland.  In this evaluation RER is using the following firm to do the field inspections.

3.
KW Engineering


360 17th Street, Suite 100


Oakland, CA 94612


Ph. #: (518) 834-6420


Contact:  Kevin Warren


This firm will conduct field inspections for RER (described above).

SECTION VII.  QUALIFICATIONS

A. Primary Implementer

Conservation Services Group Corporate Summary

Conservation Services Group and CSGServices comprise a family of companies that have evolved and expanded over the past two decades to meet the growing needs of our customers. Our corporate philosophy is to provide cost effective programs to ensure measurable and persistent savings, high participation rates, and effective customer education, satisfaction, and service. To achieve these goals, the organization is committed to: 

· employing the latest advancements in energy efficiency technologies and training;

· developing creative, efficient strategies for market penetration and service delivery; and

· designing detailed management information systems to execute, track, and report energy efficiency programs.

Conservation Services Group, Inc. (CSG), founded in 1984, is a nonprofit corporation that specializes in the design, development, and delivery of energy efficiency and renewable energy programs for utility companies, public housing authorities, public agencies, and private clients. Our service offerings promote energy efficiency, health and safety, building durability, comfort, and environmental responsibility in residential and commercial buildings. CSG, headquartered in Westborough, MA, also has regional offices in California, Florida, Illinois, New York, and Wisconsin.

CSGServices, Inc. (CSGS), founded in 2000, is an affiliated for-profit company, offering customized and distinctive energy efficiency alternatives. CSGS’s offering covers a broad array of services including mechanical engineering, efficient lighting design, thermal shell improvements, HVAC optimization, and energy information systems. CSGS currently has operations in Massachusetts, Illinois, Iowa, New York, Texas, and Wisconsin.

With a combined staff of more than 250, CSG and CSGS provide residential, commercial, and industrial customers with leading-edge expertise in building science, health and safety, demand-side management, public policy, marketing, customer service, and information systems for forecasting energy savings, tracking renewable generation, managing field operations, and evaluating programs.
Demonstrated Expertise in Developing Opportunities for Energy Conservation Measures (ECMs)

CSG managed “Energy Fitness” or neighborhood sweep programs, for Boston Edison (now NSTAR Electric), Massachusetts Electric Company and Wisconsin Public Service Company during the 1990’s. These programs involved identifying residential neighborhoods, marketing ECMs to the owners or tenants in small homes and apartment buildings, and installing energy efficient lighting in thousands of residential units. These programs ran between one and five years depending on the utility involved and served as a proving ground for the marketing and capture strategies that CSG will use in the areas we are planning to serve in the SCE service territory. The Boston Edison and Wisconsin Public Service projects involved annual rates of production of over 20,000 units, roughly twice the level of production projected in this submission. CSG continues to operate residential energy assessment and ECM installation programs in Massachusetts, Wisconsin and California at a scale which equals or exceeds that projected for the CPUC.

Demonstrated Expertise in Installing ECMs

CSG staff will perform the energy analysis of potential measures, make offers to homeowners and tenants, and execute contracts to authorize the installation of selected measures. CSG manages field staff who perform these functions in Massachusetts, Wisconsin and California under contract to local electric utilities. CSG provides a system for staff recruitment, training, and supervision for this type of program. 

In these programs, customer relations are critical to success, since each customer’s experience (good or bad) with the program is inevitably part of the neighborhood perception of the program as a whole. People talk about their new lighting, refrigerators or air conditioners, and about the field staff who explained the program to them. CSG insists on careful screening of potential field staff, has a week-long training program for field staff members, and maintains close supervision of the field staff with crew leaders present throughout the workday.

Contractors acting on behalf of CSG will install hard-wired fixtures and HVAC changes. Contractors working for CSG will be required to provide references, maintain adequate insurance, including workers compensation, and meet strict standards for performance, safety, courtesy and customer service. 

CSG has provided services through contractors in thousands of homes and apartment buildings, and has well-established contractual and code of conduct standards, as well as an effective system of quality assurance to ensure that we will both achieve the energy savings predicted in this response and do so in a manner that will improve the public image of conservation programs.

Our Strategic Relationships

To expand the breadth and depth of our expertise and offerings, we maintain long-standing relationships with key organizations. For instance, over the better part of two decades, our organization has been affiliated with the Energy Federation, Inc. (EFI) of Westborough, MA, a wholesale supplier of lighting, water, and energy conservation materials to utility companies and contractors for residential demand-side management programs. Together, we are committed to designing and delivering effective energy efficiency programs within strict timelines and budget constraints. Through ongoing training, detailed program procedures, and constant monitoring and evaluation, we deliver programs that ensure measurable energy savings and high customer satisfaction.

B. Subcontractors

Proctor Engineering Group Qualification Summary

Proctor Engineering Group (PEG) specializes in the design and evaluation of energy efficiency programs for electric and gas utility companies nationwide.  With more than 16 years' experience in building diagnostics, HVAC efficiency, program evaluation, quality assurance and training, PEG can design and implement efficiency programs that maximize energy savings and reduce peak demand.  PEG’s program approach involves practical, hands-on experience combined with computerized mathematical and statistical analysis, to ensure the accurate design, implementation and performance of efficiency programs for both residential and small commercial new construction and retrofit projects.

Proctor Engineering Group's corporate mission is to provide the most cost effective programs that will ensure measurable and persistent savings, high participation rates, and effective customer education, satisfaction and service.  To achieve these goals, PEG is committed to employing the latest advancements in energy efficiency technologies and training, and designing detailed management information systems to execute, monitor, report, and evaluate energy efficiency programs, based on the needs of utility clients.  PEG's management information system is unique in its ability to incorporate quality control and evaluation into each phase of program implementation.  This continual monitoring allows PEG to make program adjustments immediately to help ensure that programs will meet the goals for energy savings or peak reduction established by the client utility company. 

PEG believes that accurate program evaluation is paramount to the long-term success of any program.  After project completion, PEG conducts a comprehensive assessment of the program to determine future technological, management and training improvements.  PEG uses its association with the industry's leading energy efficiency researchers to provide its clients the most current methodologies in the specialized field of evaluation.  In addition, PEG can help utility companies translate these recommendations into practical program design and implementation plans to encourage maximum energy savings. 


Proctor Engineering Group's success over the last decade is based on its ability to customize energy efficiency programs to meet the demand-side management, regulatory, budgetary and production needs of utility clients.  In the commercial and residential sector, PEG has provided services for some of the largest utility companies in the country, including Pacific Gas & Electric Company, Southern California Edison, and Duke Power of North Carolina.  PEG provided technical oversight, training, and quality control consulting for Pacific Gas & Electric Company's Model Energy Communities Project--the largest transmission and distribution DSM project in the country.  

Relevant Projects

Proctor Engineering Group has recently completed a program for Southern California Edison (SCE) that consisted of in-field hands-on training for technicians, contractor recruiting and contractor maintenance, customer information hot line, results tracking and reporting, media relations and publicity, as well as all project administration. The project was operated as a turnkey operation with little utility administration.

Proctor Engineering Group is also running a non-residential air conditioner efficiency program for the Sacramento Municipal Utility District (SMUD) that is similar to the project described in this proposal.

Proctor Engineering Group is also running a similar training, equipment buy-down, and CheckMe!( software usage program for San Diego Gas and Electric (SDG&E). That program has resulted in field training and observation of proper program application by technicians doing the type of precision tune-ups proposed in this initiative.

The San Diego program ensured that every technician had the proper equipment to successfully complete the procedures. To accomplish that task, 161 new equipment packages were paid for by San Diego contractors. Technicians are using the computerized quality assurance package as well as technician Q&A through toll-free lines. Monthly reports are providing both Proctor Engineering and SDG&E management with graphical representations of progress and quality sufficient for immediate decision-making. 

C. Resumes or Description of Experience (for each program management position)

CSG and PEG Resumes

Please see following pages for resumes of key personnel.

Robert M. King

Experience
1992-Present, Conservation Services Group, Inc. 

Chief Operating Officer

Manage numerous demand side programs throughout the United States, including large-scale field operations and resource procurement bids such as:

· Wisconsin Public Service Corporation Energy Fitness Program (1992-1997): A direct install neighborhood blitz program—over 115,000 households throughout the service territory.

· Wisconsin Energy Corporation (1998-2000): Over 7 million kWh saved through retrofits of single family and multifamily dwellings.

· AEP-Central Power & Light (1999-2000): small commercial and industrial sector. Installations at more than 900 host sites.

· Southwestern Public Service (1999-2001): medium commercial and industrial sector. Installations took place at 50 host facilities.

1989-1992, Self-employed 

Energy Consultant

Engaged in a variety of program design and other energy-related projects including:

· Assisted design of residential DSM programs for four New England electric utilities. Programs included 1-4 family high-use, multifamily, general use, appliance labeling, and lighting catalog.

· Served as local liaison on behalf of CCC to Chicago public housing and other partners involved in the largest public housing performance contracting project undertaken to date (15 developments with 6500 units).

· Redesigned Green Mountain Power (VT) residential DSM programs including low income, electric high use, and multifamily that included the integration of fuel conversions in each program.


1984-1989, Massachusetts Executive Office of Energy Resources 

Assistant Secretary

Directed and coordinated management of all programs funded, administered, and/or regulated by the office with a staff of 40 and an annual budget of $35 million. Served as Energy Office representative for the 1988-1989 collaborative DSM planning process involving 6 Massachusetts electric utilities. Negotiated the office’s position on a wide variety of policy and program issues. Conducted oversight of the office’s residential, institutional, renewables, and commercial and industrial programs.

Education
Dartmouth College, Bachelor of Arts

Northeastern University, Masters in Public Administration
Sheree Lin Mckenna

Experience
1999-Present, Conservation Services Group, Inc. 

Program Coordinator

Supervise four office staff and six field staff; oversee production of Southern California Edison’s In-Home Audit Program resulting in 10,000 audits annually. 


1996-1999, Conservation Services Group, Inc. 

Field Manager

Manage field staff for Southern California Edison’s In-Home Audit Program; perform quality assurance. Report directly to program manager.


1994-1996, Conservation Services Group, Inc. 

Energy Services Representative

Perform in-home and telephone audits for Southern California Edison’s In-Home Audit Program; assist field manager; schedule appointments.


1991-1994, DMC and Kirk-Mayer 

Energy Services Representative

Perform in-home audits for Southern California Edison’s In-Home Audit Program; assist Edison program coordinator.

Education
Rio Hondo Community College, AA, General Education
Southern California Edison In-Home Auditor Training Program

Diane Meador

Experience
2002-Present, Conservation Services Group, Inc.

Manager, Corporate Communications


Responsible for all Corporate Communications efforts including marketing communications, public relations, internal communications, and brand management.



2000-2001, Boston Scientific Corporation
Director, Corporate Communications

Report directly to Vice President of Corporate Communications with responsibility for developing a global brand strategy and brand management team within the Corporate Communications Department. Additional responsibilities include developing corporate material, including annual report, press kits, divisional and regional profiles, corporate videos and support material for the integration of newly acquired companies.


1995-1998, State Street Bank and Trust Company
Vice President, Corporate Marketing


Report directly to Senior Vice President, Marketing and Product Development with responsibility for managing the Marketing Communications group, a staff of sixteen that provided global advertising, creative services, and events management. Manage $15M budget for corporate programs and business area sales support.

1992-1995, State Street Bank and Trust Company
Assistant Vice President

1989-1992, State Street Bank and Trust Company
Senior Marketing Officer 

1987-1989, State Street Bank and Trust Company
 Marketing Officer


1984-1987, State Street Bank and Trust Company
 Marketing Coordinator 
Education
Westfield College, Bachelor of Science


Babson College, MBA coursework in marketing and finance
JOHN P. PROCTOR, P.E.
President, Proctor Engineering Group, Ltd.
John Proctor P.E. is a nationally recognized expert in energy efficiency and the President of Proctor Engineering Group, Ltd. Proctor Engineering is an energy efficiency and quality assurance product development firm, specializing in design, implementation, training and evaluation of products and programs directed at bringing the performance of new and existing buildings up to their efficiency potential.  Mr. Proctor has worked on both commercial and residential buildings, for clients such as: Southern California Edison, San Diego Gas & Electric Company, Los Angeles Department of Water and Power, Duke Power of North Carolina, and Pacific Gas and Electric Company of California.  John is the creator of CheckMe!™, a computer expert system that directs technicians to proper installation and repair of air conditioners, heat pumps, and duct systems.

Massachusetts Institute of Technology, 1965, B.S. Mechanical Engineering. 

Registered Professional Engineer.
EXPERIENCE
· President, Proctor Engineering Group, Limited 

· Managing Partner, Proctor Engineering Group Partnership 

· Founder, Proctor Engineering Group 

· Engineering Manager, Building Resources Management Corporation 

· Director of Research, Sun Power Consumer Association 

· Weatherization Director, Westside Energy Cooperative 

· Founder and Executive Director, Sun Power Consumer Association 

· Senior Project Engineer, Pontiac Motor Division, General Motors Corporation
SIGNIFICANT PUBLICATIONS

· “Hidden Power Drains: Residential Heating & Cooling Fan Power Demand” (with Parker, D.) Proceedings of  ACEEE 2000 Conference.
· “ Commercial High Efficiency Air Conditioners-Savings Persistence”(with deKieffer, R..) 1999 International Energy Program Evaluation Conference. 
·  “Transforming Routine Air Conditioner Maintenance Practices to Improve Equipment Efficiency and Performance” (with Downey, T.) 1999 International Energy Program Evaluation Conference. 

· “Investigation of Coil Failures – A Whole Systems Approach” 07/23/1998 Geothermal Heat Pump Consortium
· “Performance of a Reduced Peak kW Air Conditioner at High Temperatures and Typical Field Conditions” Proceedings of the ACEEE 1998 Summer Study on Energy Efficiency in Buildings, Asilomar, CA  1998.

· “Effects of Occupant Control, System Parameters, and Program Measures on Residential Air Conditioner Peak Loads” (with Peterson, G.), Proceedings of the ACEEE 1998 Summer Study on Energy Efficiency in Buildings, Asilomar, CA  1998.

· “Verification Test of ASHRAE Standard 152P” ASHRAE Transactions, 1998, V. 104, Pt. 1.
· “Monitored In-Situ Performance of Residential Air-Conditioning Systems” ASHRAE Transactions, 1998, V. 104, Pt. 1.
· “Field Measurements of New Residential Air Conditioners in Phoenix, Arizona” ASHRAE Transactions, 1997, V. 103, Pt. 2.
Section VIII.  Budget

	Summary Budget Table

	
	

	Incentives for Measure Installs
	$4,196,500

	Home Energy Audits: Opportunity Assessment and Customer Commitment
	$1,200,000

	Total Direct Implementation
	$5,396,500

	 
	 

	Marketing
	$635,000

	Administration
	$721,250

	EM&V
	$150,000

	Total Other Expenses
	$1,506,250

	 
	 

	Total Program Budget
	$6,902,750

	 
	 

	Potential Performance Award
	$483,193


The budget proposal to the CPUC is organized around:

· Getting to the right front doors (Marketing)

· Evaluating the opportunity for energy efficiency improvements and securing customer commitment (Home Energy Audits)

· Providing the financial impetus to get results (Incentives for Measure Installs)

· Overall leadership and management, managing field personnel and contractors, tracking results, and working with the CPUC and SCE as the Administrator (Administration)

· Evaluating results, facilitating mid-course corrections, and reporting to stakeholders (EM&V)

We would welcome the opportunity to discuss with Commission staff any aspect of our budget proposal which would benefit from further explication or clarification.
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Program Goals

						Program Goals

				Measure				Coincident		Annual		Annual

				Saturation		Total		Peak KW		KWH		Therms		Measure

				per Home		Quantity		Reduction		Saved		Saved		Life

		Total homes served = 15,000

		CFLs		400%		60,000		0.033		109				8

		Fixture Replacements		20%		3,000		0.033		109				16

		Refrigerator Replacement		5%		750		0.078		454				10

		Removal of Second Refrigerator		5%		750		0.209		1,223				10

		CheckMe Charge and Air Flow		70%		10,500		0.380		328				8

		Duct Sealing		17.5%		2,625		0.190		156		20		20

		Central A/C Replacement		5.3%		788		1.150		992				5

		Room A/C Replacement		5%		750		0.286		342				7

		Showerheads		10%		1,500						10		7

		Aerators		200%		30,000						4		7

		Pipe Wrap		50%		7,500						5		10

		Tank Wraps		50%		7,500						14		10

		Average per home served						0.526		868		22

		Total						7,884		13,015,950		330,000

		KW Reduction and KWH and Therm Savings are before application of net-to-gross assumptions.





Measure Assumptions

				Summary of Measure Information

				Coincident		Annual		Annual				Estimated		Incremental		Rebate

				Peak KW		KWH		Therms		Net-to-Gross		Useful		Measure		Amount

				Reduction		Saved		Saved		Ratio		Life		Cost		(Incentive)

		CFLs		0.033		109				0.8		8		$0.00		$8.00

		Fixture Replacements		0.033		109				0.8		16		$20.00		$45.00

		Refrigerator Replacement		0.078		454				0.8		10		$100.00		$300.00

		Removal of Second Refrigerator		0.209		1,223				0.8		10		$120.00		$120.00

		CheckMe Charge and Air Flow		0.380		328				0.89		8		$90.00		$156.50

		Duct Sealing		0.190		156		20		0.89		20		$370.00		$370.00

		Central A/C Replacement		1.150		992				0.8		5		$0.00		$500.00

		Room A/C Replacement		0.286		342				0.8		7		$0.00		$50.00

		Showerheads						10		0.8		7		$0.00		$7.00

		Aerators						4		0.8		7		$0.00		$2.00

		Pipe Wrap						5		0.8		10		$0.00		$5.00

		Tank Wraps						14		0.8		10		$0.00		$15.00
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						Program Goals

				Measure				Coincident		Annual		Annual

				Saturation		Total		Peak KW		KWH		Therms		Measure

				per Home		Quantity		Reduction		Saved		Saved		Life

		Total homes served = 15,000

		CFLs		400%		60,000		0.033		109				8

		Fixture Replacements		20%		3,000		0.033		109				16

		Refrigerator Replacement		5%		750		0.078		454				10

		Removal of Second Refrigerator		5%		750		0.209		1,223				10

		CheckMe Charge and Air Flow		70%		10,500		0.380		328				8

		Duct Sealing		17.5%		2,625		0.190		156		20		20

		Central A/C Replacement		5.3%		788		1.150		992				5

		Room A/C Replacement		5%		750		0.286		342				7

		Showerheads		10%		1,500						10		7

		Aerators		200%		30,000						4		7

		Pipe Wrap		50%		7,500						5		10

		Tank Wraps		50%		7,500						14		10

		Average per home served						0.526		868		22

		Total						7,884		13,015,950		330,000

		KW Reduction and KWH and Therm Savings are before application of net-to-gross assumptions.





Measure Assumptions

				Summary of Measure Information

				Coincident		Annual		Annual				Estimated		Incremental		Rebate

				Peak KW		KWH		Therms		Net-to-Gross		Useful		Measure		Amount

				Reduction		Saved		Saved		Ratio		Life		Cost		(Incentive)

		CFLs		0.033		109				0.8		8		$0.00		$8.00

		Fixture Replacements		0.033		109				0.8		16		$20.00		$45.00

		Refrigerator Replacement		0.078		454				0.8		10		$100.00		$300.00

		Removal of Second Refrigerator		0.209		1,223				0.8		10		$120.00		$120.00

		CheckMe Charge and Air Flow		0.380		328				0.89		8		$90.00		$156.50

		Duct Sealing		0.190		156		20		0.89		20		$370.00		$370.00

		Central A/C Replacement		1.150		992				0.8		5		$0.00		$500.00

		Room A/C Replacement		0.286		342				0.8		7		$0.00		$50.00

		Showerheads						10		0.8		7		$0.00		$7.00

		Aerators						4		0.8		7		$0.00		$2.00

		Pipe Wrap						5		0.8		10		$0.00		$5.00

		Tank Wraps						14		0.8		10		$0.00		$15.00
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