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Residential New Construction Appliance and Lighting Program

in the Southern California Gas Service Territory

I.
Program Overview

A. Program Concept

D&R International, Ltd. (D&R) hereby respectfully submits a proposal designed to promote the purchase and installation of highly efficient ENERGY STAR( qualified dishwashers, clothes washers, and lighting fixtures in new single- and multi-family homes in Southern California. Specifically, this proposal targets the Southern California Gas (SoCalGas) service territory.
Throughout this proposal, the program is referenced as delivering both appliances and lighting. However, because SoCalGas only serves gas customers, and Southern California Edison (SCE) serves only electric customers, D&R is splitting the appliance and lighting incentives between the two utilities.  That is, D&R is requesting incentive funds from SoCalGas for appliances and incentive funds from SCE for lighting fixtures.  D&R is also splitting administrative costs for the program between the two utilities.

For the past two years, D&R has been implementing a similar program in the service territory of San Diego Gas & Electric (SDG&E) Company. Based on changes in Rulemaking 01-08-028, which allows third-party program providers to submit statewide initiatives, D&R is submitting similar proposals for each of the four Investor-Owned Utility (IOU) service territories. This program will be an extension of D&R’s High Efficiency Appliance and Lighting (HEAL) program (third-party 2002 and 2003). HEAL is a continuation and extension of the appliance and lighting portions of SDG&E’s Home Energy Partnership Program which took place in 2001. 

With the advent of the third-party initiatives in 2002, SDG&E decided not to file for a new home appliance and lighting program for 2002-2003, but encouraged D&R to submit such a proposal. The decision to file for a statewide initiative in 2004-2005 was made based on the understanding that the IOUs would not submit for a similar program in the same timeframe. Therefore, the program that is now offered in SDG&E’s service territory will be offered to builders and developers in the service territories of Southern California Edison Company (SCE), Southern California Gas Company, and Pacific Gas & Electric (PG&E) service territories in 2003. 

The SDG&E service territory represents about 10 percent of new single- and multi-family construction in California. D&R wishes to capture the other 90 percent by encouraging California builders and developers to purchase and install ENERGY STAR qualified appliances and lighting products. HEAL can offer the State’s 15,000 builders and developers incentives, education, marketing materials, leveraging of existing statewide outreach and marketing programs, tools from ENERGY STAR and utility residential new construction programs, as well as new manufacturer/supplier/distributor (henceforth referred to as manufacturer) marketing and distribution channels.

D&R also intends to work closely with Flex Your Power (the Efficiency Partnership) by coordinating messaging to help promote HEAL statewide.

B. Program Rationale

In addition to the SoCalGas service territory, D&R is proposing to implement this program statewide through the other three IOU service areas, based on the following projections and assumptions:


· With the exception of the current D&R program in the SDG&E service territory, no other program provides incentives or education to builders and developers for the purchase of ENERGY STAR qualified appliances or lighting.

· Such appliances and lighting are not accounted for in the State’s Title 24 new construction standards; therefore, these items offer new energy savings opportunities.

· The rule of thumb for most new housing, because there are no standards for such items, is to install less expensive, “builder quality” appliances and lighting. Therefore, the program offers an opportunity to leverage new markets for ENERGY STAR qualified products.

· In discussing the design of a statewide program, D&R consulted numerous builders who said that they would take advantage of the program if it were offered in other service territories. During implementation of the current program in San Diego, numerous builders have asked if projects outside San Diego could qualify, but were denied because of the service territory limitation.

· D&R estimates that statewide, at least 185,000 new homes will be built each year in 2004 and 2005, and about 50 percent of these will be built in the SCE/SoCal Gas service territories, 40 percent in the PG&E service territory, and 10 percent in the SDG&E service territory.

Because SCE, SoCal Gas, and PG&E represent approximately 90 percent of new homes projected, the energy savings opportunity is tremendous in these service territories. If energy-efficient products are not installed in these homes, the opportunity to replace them will not occur for at least 10 years. Statewide, meeting these proposal goals would result in life cycle savings of 30,720 kW, 106,387,123 kWh, and 15,670,240 therms. For the SoCalGas service territory, the measure life cycle savings represent 3,540 kW, 24,320,000 kWh, and 8,470,400 therms.
Market Gaps Addressed by the Proposal

The program would address the following market gaps of an unserved market segment, as well as gaps that Title 24 does not. 

· Under current program rules, builders and developers of new homes and apartments do not qualify for traditional appliance and lighting rebates.

· Because the existing energy codes do not address much of the lighting electricity use and any of the appliance energy use, the potential savings could represent an enormous lost opportunity in the new construction sector without this type of program. 

· As much as 35 percent of the electricity end use in many homes is not addressed by the State’s Public Benefit Charge programs. 

Although Title 24 and current residential new construction programs do not address appliances and lighting fixtures, the interest that builders and developers have shown in the program in SDG&E’s service territory suggests that they are beginning to recognize the value of adding more energy-efficient products to their new home packages.

· Builders are excluded from current incentive programs. Under current program rules, builders and developers of new homes and apartments do not qualify for traditional appliance and lighting incentives since those programs specify that the products must be purchased by an owner or renter of an existing home within the active utility service area. Current utility incentive programs on lighting and appliance products require that purchasers have existing accounts at the address at which the products will be installed. Since new homebuyers purchase the products before moving into the property (e.g., before they have established utility service) and they cannot apply for the incentive after the product is purchased, they effectively have no access to the appliance and lighting incentive programs. Similarly, these programs do not typically offer incentives for the purchase of such products in bulk. This program aims to fill that gap, preventing the installation of many inefficient appliances and lighting products by builders and developers of new properties and addressing an underserved market for efficient products under current Public Goods Charge program rules. 

· Energy Savings Potential. Over 100,000 new homes each year are projected to be built throughout the SoCalGas and Southern California Edison service territories, which presents an opportunity for substantial energy savings if ENERGY STAR qualified products are installed in these homes through residential new construction programs. Because the existing energy codes do not address much of the lighting electricity use and any of the appliance energy use, the potential savings could represent an enormous lost opportunity in the new construction sector without this type of program. The California Energy Commission (CEC) estimates that roughly 28 percent of residential electricity use in California is due to lighting use.
 New Title 24 rules only require installation of efficient lighting in portions of the kitchen and bathroom in new homes. Similarly, typical dishwashers that meet the Federal standards consume an additional 52 kWh of electricity on average per home per year, while clothes washers consume an additional 40 kWh when compared to Energy Star qualified models. Additionally, 16 therms of gas per dishwasher and 27 therms of gas per clothes washer are used. Residential new construction programs, while quite effective at improving efficiency in the areas they do address, do not reduce energy waste in end uses that represent a third or more of electricity demand in California’s residential sector. 
· Area not addressed by Title 24. Under current Title 24 rules, utility-sponsored programs do not have to consider appliance energy use when determining eligibility for participation. Title 24 also does not address lighting use in many of the heavy end-use areas of the home, as mentioned above. Thus, as much as 35 percent of the electricity end use in many homes would not be addressed by the State’s Public Benefit Charge programs absent funding for a program such as this. 

In 2002 and 2003, D&R implemented the HEAL program in SDG&E’s service territory. The program has influenced builders to upgrade their appliances and lighting fixtures to ENERGY STAR qualified products through incentives and education. At the time of this proposal, the program had committed or paid approximately 50 percent of the dishwasher incentives, and had secured approximately 30 percent in commitments for clothes washers, plus 10 percent for lighting. Several large builders and developers are in the process of completing applications and submitting documentation to participate in the program. D&R expects to meet its goals for the program by March 30, 2004. As discussed in the market barriers section below, without this program, it is unlikely that builders and developers would purchase and install efficient lighting and appliance products on their own given their strong desire to reduce upfront construction costs. 

The proposed program not only provides an opportunity to prevent lost energy savings, but also provides the right mix of financial incentives and educational and marketing resources for builders and developers to confidently install and market efficient products to their customers. D&R believes that over the long term, builders and their customers will begin to recognize the added value of upgrading their lighting and appliances, thus creating an important market in new construction.

Market Barriers Addressed by the Proposal

This program addresses several other important market barriers, including:

· High first cost of product upgrades

· Lack of builder and consumer information about energy-efficiency potentials and benefits

· Split incentives

· Lack of a viable and competitive set of providers

· Lack of confidence in technologies

High first cost of energy-efficient appliance and lighting products. In most cases, high-efficiency products cost more to purchase and can thus present a barrier to their use in the new construction sector. This is particularly relevant for appliances and lighting products that are installed as a standard feature in new single- and multi-family construction. In virtually all cases, builders are extremely sensitive to the need to control initial costs of construction and the additional unit costs can present a significant hurdle, particularly in larger developments. The incentives provided by the proposed program would help overcome the objections builders have to installing these products due to price. By working closely with manufacturers to promote the program and encouraging them to develop ENERGY STAR appliance and lighting package prices for builder customers, the program will help further lower first costs. D&R has begun to discuss these issues with manufacturers, who intend to leverage the program to encourage their builder clients toward ENERGY STAR qualified products. (Please refer to page 42 for a letter of endorsement from General Electric.) 

Lack of builder and consumer information about energy-efficiency potentials and benefits. Many builders have extensive knowledge of the benefits of efficiency as it applies to the envelope, heating and cooling, and water-heating components of their homes. However, few understand or can articulate the many benefits of energy-efficient lighting and appliance products to their customers, making these builders much less likely to use them. Lacking exposure to a trained and knowledgeable sales representative, many consumers overlook the benefits of installing such products in their homes. This program will address these barriers in four ways: 

1. Working with the development community in the SoCalGas service territory to understand the benefits of efficient appliances and lighting products

2. Conducting free trainings for the builder’s sales force on how to represent and sell the benefits of efficiency to their customers

3. Providing point-of-purchase materials for builder use or marketing messages and technical facts that can be incorporated into the builder’s materials and sales presentations

4. Cross-promoting messaging with ENERGY STAR, the Efficiency Partnership, and the IOU California ENERGY STAR Homes program

Split incentives (between owners/landlords and tenants). The proposed program specifically addresses the “split incentive” problem that arises when developers feel little incentive to install more efficient—hence, more costly—products, but then cannot realize the long-term benefits of lower energy bills. The program addresses this problem through three main elements: 

1. Incentives designed to overcome a portion of the higher first costs

2. Provision of marketing and sales techniques designed to help builders and their sales agents explain the benefits of efficient products to their customers

3. Program outreach, by which builders that participate in the program and offer such products to their customers will reap the benefits of increased interest in their properties

A tactic to address this issue in 2004 and 2005 is to increase the amount of incentives to jumpstart the market and further minimize the incremental cost to the builder to overcome split incentive barriers.

Lack of a viable and competitive set of providers. Although many manufacturers make efficient appliances and lighting products, they do not often aggressively market these products to builders. Most manufacturers do not want to submit bids for products that are more costly and therefore likely make their bids uncompetitive. This program will ensure that manufacturers, representatives, and product wholesalers compete vigorously for business on the basis of their ability to provide efficient products at the lowest cost possible. By having more builders specify such products in their bids, more manufacturers will be willing to feature their most efficient products without fearing their offerings will be rejected out of hand. One strategy for addressing this barrier in 2004 and 2005 is to increase the lighting fixture incentive; another strategy is to add a manufacturer incentive to encourage the sales force to promote ENERGY STAR qualified fixtures. 

Lack of confidence in efficient technologies. Many builders continue to doubt the public’s desire for efficiency in their appliances and lighting. More importantly, many harbor fears that consumers will reject these offerings—particularly efficient lighting products—as substandard to standard incandescent alternatives. One aim of this program is to demonstrate to builders through training and education that the products targeted are actually superior to standard offerings in many of the attributes that customer’s desire. For instance, high-efficiency washers, in addition to saving energy, water, and money, quite often reduce drying times, cause less wear and tear on clothes, and improve cleaning performance—all features highly prized by consumers. Similarly, the much longer lifetime of many efficient lighting products is a feature that consumers find attractive. 

While lighting fixtures have improved in quality and lighting color, many builders still believe that the quality and color is poor. The U.S. Environmental Protection Agency (EPA) is trying to overcome this barrier through educational activities, including a lighting showcase program and promotional materials. D&R intends to work closely with EPA on these activities. D&R proposes to increase the dollar amount of the incentives and to offer a portion to manufacturers and builders.

C. Program Objectives

The objectives of the program in 2004-2005 are to:

· Provide education and incentives to influence builder purchasing decisions when specifying appliances and lighting fixtures

· Train builders and their sales staff on how to promote ENERGY STAR qualified appliances and lighting fixtures to potential buyers and renters

· Leverage the marketing and sales efforts of those manufacturers of ENERGY STAR qualified products that work with builder clients

· Leverage the current utility Residential New Construction programs to cross-promote new homes that exceed Title 24 standards and installing ENERGY STAR qualified appliances and lighting fixtures

· Leverage statewide marketing and outreach programs (the Efficiency Partnership) to promote builders who install ENERGY STAR qualified appliances and lighting fixtures

· Leverage the Efficiency Partnership to encourage consumers to request ENERGY STAR qualified products when purchasing or renting a new home

· Partner with manufacturers, EPA, DOE, and the Efficiency Partnership to create consistent strategies, marketing, and messaging

· Work with established program supporters (e.g., State and regional non-profit housing associations, building industry associations, architect associations, and manufacturers) to promote ENERGY STAR qualified products to builders and developers

II.
Program Process

A.
Program Implementation
D&R proposes the following program implementation strategies to coordinate and leverage other programs:

· Provide financial incentives to offset a portion of the incremental costs arising from the installation of efficient appliances and lighting products. The current program relies on builders to apply for the program. They receive the incentive directly upon successful inspection. In response to builder and manufacturer recommendations, and in an effort to make the program more appealing to both these populations, D&R proposes to streamline the application process by paying incentives to the builder indirectly through a manufacturer deduction on product invoices. Because manufacturers either deal factory direct to builders or through distributors (rather than through retailers), shifting the responsibility of completing applications from the builder to the manufacturer (or distributor) will improve program-processing efficiency. This process also will be more appealing to builders. Enhanced efficiency would result from reducing the volume of applications, eliminating builder effort, and adding a quality assurance mechanism to ensure correct model numbers. The proposed incentive levels are higher than those in the previous program year in order to jumpstart the program in new markets. However, the incentives are intended to conform to those proposed by the IOUs in the 2004-2005 statewide lighting and appliance programs to avoid confusion among consumers. 

· Develop a feasible participation schedule for participating builders and developers, from the time of their purchasing decision to the installation date, which could range from 6 months to 2 years. D&R proposes that the CPUC standard to utility residential new construction programs apply, allowing for a build-out time of 18 months from the date of application to inspection and payout. In the current program, the short time between the start of the program and the deadline for the payout of incentives excludes many builders and projects. Although the program participation deadline would be December 31, 2005, the build out time, inspection, and payout of incentives deadline would be June 2007. At the end of the program, D&R is amenable to submitting to audit requests and would like to negotiate ongoing administration to pay out the remaining funds.

· Offer point-of-purchase marketing materials and assistance to participating builders and developers to promote the installation or purchase of efficient appliances and lighting products in their model homes or units. The materials will explain the benefits of these products to consumers. Builders may choose to use these materials as they see fit. 

· Publicize the Residential New Construction Appliance and Lighting Program through multiple channels. For example, D&R will provide articles to trade journals and local media and attend builder and manufacturer events, including builder and manufacturer shows and trade fairs. Materials provided at these events will not only publicize the benefits of efficient appliance and lighting products, but highlight participating builders as well.

· Create and update Web-based qualifying product lists every month to reflect changes in product offerings and/or changes in program specifications for minimum efficiency requirements. 
· Conduct free trainings to participants on HEAL program requirements and the economic benefits of high-efficiency products. This training will be offered to all participating builders and developers or their sales agents. The training also will be geared toward manufacturers of qualifying products who sell to builders and developers.

Implementation of this program will require developing and/or enhancing program infrastructure and procedures, creating outreach and informational materials, coordinating with other programs, and conducting marketing activities. 

Design and Execution of Program Infrastructure and Procedures

· Develop written program policies and procedures that identify which products qualify for incentives; who qualifies for incentives; the procedures for applying to receive incentives; how long “reserved funds” will be encumbered; and required documentation for approval of incentives, inspection procedures, and other critical program details

· Establish a process to insert incentive discounts on manufacturer invoices to builders, making the incentive highly visible to builders

· Describe the process for processing incentive applications once they are received and for inspecting participant projects

· Design an application for program participants

· Construct or enhance a database to ensure proper tracking of builder contacts, received applications, inquiries, and status of inspection and payment
Design and Execution of Program Outreach and Informational Materials

· Create collateral materials, including a brochure that outlines the program’s benefits, incentives, how to qualify, and how to apply

· Write articles about the program and the benefits of installing efficient products 

· Create Web-based educational materials

· Provide training materials to builder design centers to instruct sales staff on how to promote energy-efficient appliances

· Design a Web site for program information and applications

· Contract with an independent company to measure and evaluate the program
Establishment of Mechanisms to Coordinate With and Leverage Utility, ENERGY STAR, the Efficiency Partnership, Building Industry, and Manufacturer Programs and Promotions

· Solidify strategies and plans to coordinate marketing efforts
· Work closely with manufacturer/supplier promotions and sales staff to promote the program
· Develop messaging and an advertising plan that the Efficiency Partnership can include in statewide marketing and outreach campaigns
· Work with building industry and related associations to establish mechanisms for reaching their members 
Program Marketing

· Direct marketing visits with builders and their sales representatives by encouraging them to purchase products for direct installation in new homes or promote them to new home buyers 

· Make presentations to builder groups, including the following:

· Building Industry Association (BIA)

· Affordable housing associations and housing authorities

· Council of Governments and local government housing committees, redevelopment agencies, and planning departments

· Planning associations

· American Institute of Architect (AIA) chapters

· Other new housing-related associations and committees

· Meet with design and Title 24 consultants

· Make a presentation to representatives of the major appliance and lighting manufacturers to ensure that they have the information they need to market the program to their building customers

B. Marketing Plan

Industry Print Advertisements. Place monthly or semi-monthly advertisements, paid editorial advertisements (advertorials), and success stories in industry publications, including the following: 

· BIA publications

· AIA publications

· Affordable Housing Association publications

· Area business journals

· Other trade publications, where appropriate

Industry Outreach. Outreach to industry will include the following activities and materials:

· HTML e-mail promotions to industry lists or through industry association member e-mail blasts (where permitted)

· Promotional materials (approximately 50,000 printed)—although the application will be accessible through the Web site, the printed application also will serve as a promotional piece and it will be distributed through venues such as industry associations, meetings with builders, exhibits, conferences, and industry events

· Exhibits at conferences such as the Building Industry Show, Pacific Coast Builders Conference, BIA Purchasing Agent Exhibit events, and affordable housing conferences

· Presentations at conferences, industry meetings, and events

· Telephone marketing, including direct calls to area builders to promote the program

· Web site, which will provide program information and a qualifying products list

Coordination and Leveraging of Programs and Promotions. D&R proposes to establish outreach mechanisms to leverage and/or cross-promote programs through the following programs and promotions:

· Manufacturer. The manufacturers are key to successful builder outreach in this program. By partnering with manufacturers to insert a mechanism or deduct program incentives from builder invoices and billing D&R monthly for reimbursement, D&R aims to recruit their sales staff and give them the authority to use program incentives in their sales efforts. This mechanism also will be extended to distributors and suppliers for lighting since most builders purchase their lighting fixtures through distributors or suppliers. When possible, D&R will work with manufacturers, distributors, and suppliers on promotions and exhibits. D&R has had numerous discussions with manufacturers, suppliers, and distributors, and they are completely committed to partnering with this program.

· Utility Residential New Construction Programs. D&R will work with utility program managers to establish cross-promotional opportunities. D&R will propose to trade and distribute program collateral, provide leads (if reciprocal) to utility representatives, and work as a united force with utility representatives to promote a whole-house approach to the building industry.

· The Efficiency Partnership Campaign. D&R will work with the Efficiency Partnership Campaign to inform consumers about builders who install ENERGY STAR qualified appliances and lighting fixtures, and also educate consumers to ask for ENERGY STAR qualified products when buying or renting a new home. Further coordination would include identifying participating builders on the Efficiency Partnership Web site and offering the Efficiency Partnership materials that promote qualifying products to builders.

· ENERGY STAR. D&R will work with ENERGY STAR program managers (DOE for appliances and EPA for lighting fixtures) to cross-promote the two programs, develop consistent messaging, and possibly coordinate promotional efforts. D&R and EPA have already discussed opportunities to work together to move the lighting fixture market in residential new construction and to develop a specific plan. DOE sees tremendous opportunity in the California residential new construction market, and D&R is working with DOE to solicit its input on program marketing.

· Industry Supporters. D&R already has established relationships with affordable housing associations, architectural associations, building associations, lenders, and government agencies. D&R has requested their support and expects to receive their cooperation in distributing program information to members. A detailed distribution plan will be developed.

C. Customer Enrollment 

Builders may enroll in the program in two ways:

· Enrollment through Manufacturer. Customers will enroll in the program through their product manufacturer. In this method, the incentive will be discounted on the builder’s invoice and the manufacturer will submit an invoice to D&R for reimbursement.

· Builder Direct Enrollment. When working through the manufacturer is not possible, the builder may apply for the program directly. In this case, the builder will receive the incentive directly upon verification that the products were installed.

D. Materials

Not applicable.
E. Payment of Incentives

Upon inspection and verification that the products qualify and were installed, D&R will pay incentives to participants based on their enrollment in the program:

· Enrollment through manufacturer. As above, customers will enroll in the program through their product manufacturer. The incentive will be discounted directly on the builder’s invoice and the manufacturer will submit an invoice to D&R for reimbursement. All incentives will be paid after inspection.

· Builder Direct Enrollment. As above, when working through the manufacturer is not possible, the builder may apply for the program directly. In this case, the builder will receive the incentive directly upon verification that the products were installed.

F. Staff and Subcontractor Responsibilities

D&R will be solely responsible for the implementation of this program. D&R will handle all aspects of program design, development, and deployment, including the design and production of marketing materials and execution of media and outreach strategies. D&R also will handle payment of incentives to builders and/or customers upon submission of proof of purchase and installation of the qualified product in the home(s) identified in the application. Through a qualified subcontractor, D&R will verify installation in at least 10 percent of the units participating in the program. The following staff and subcontractors will implement the program:

D&R Staff
D&R will hire additional field representatives and program administration staff. Descriptions of staff positions are detailed below.

Program Manager. Responsibilities include developing and managing budgets and program direction; submitting monthly reports; administering contract, CPUC and utility contact; overseeing marketing efforts; coordinating with EPA, DOE, the Efficiency Partnership, and utility program representatives; and other duties as appropriate.

Field Representatives. The primary goal of the field representative is to assist manufacturers with sales calls or to make direct sales calls, and provide every opportunity to promote the program to industry face to face. Responsibilities include conducting outreach to builders; attending builder meetings, functions, and events; exhibiting at industry events; recording contact data and reporting program enrollments; and distributing collateral materials, e-mails, and general outreach to encourage builder and manufacturer participation. 

Program Administrator. Responsibilities include managing accounts payable and receivable; invoicing; entering data on program enrollments; managing a database; scheduling inspections; managing incentive payment processes; providing quality control; maintaining program and enrollee files; reviewing and submitting reports; handling correspondence and customer complaints; and other duties as appropriate. 

Information Technology. Responsibilities include designing the Web site, securing online applications and account management for all applicants, adding multiple territories and applications as needed to support different utilities, streamlining the check request process to reduce the possibility of error and administration time, developing Web-based entry of inspection results to streamline data entry and reduce paperwork, training field representatives on database and electronic systems procedures, maintaining the database and Web site, and updating the qualifying products list on the Web site.

Graphic Design. Responsibilities include designing Web site graphics, print ads, advertorials, layout for articles, marketing materials, banners, labels, exhibits, posters, HTML e-mail graphics, and other graphics as needed.

Communications. Responsibilities include developing media plans and advertising schedules; purchasing advertising space in various publications; placing ads; and monitoring advertising effectiveness responses to ensure the venue is productive; developing and/or editing press releases, articles, and other written materials; identifying the correct venue for such materials; finding cross-promotional opportunities among this program, utility programs, EPA/DOE/ENERGY STAR, the Efficiency Partnership, and manufacturer promotions; and publicizing related coordination and events. 

Technical. Responsibilities include monitoring evaluation, measurement, and verification activities, as well as monitoring subcontractor reports and progress.

Subcontractors

Evaluation, Measurement, and Verification. Responsibilities include establishing a baseline of efficiency levels, estimating energy and peak demand savings, evaluating verification procedures, and conducting a mid-stream and post-program evaluation.

Inspection and Verification. With D&R, establish and execute inspection and verification protocols and procedures, and report inspection findings.

G. Work Plan and Timeline for Program Implementation

This program is an extension of an existing program; therefore, D&R anticipates quick implementation once the program is funded. D&R proposes to meet quarterly milestones for program implementation as shown in the general outline below. The table contains important milestones and estimated dates of completion based on the presumption that a contract will be in place in the beginning of January 2004. Upon execution of a contract, a detailed implementation plan will be developed that reflects new milestone dates. 

	Program Implementation Timeline

	Milestone
	Deadline

	Commence work
	April 1, 2004

	Develop program rules and forms
	May 15, 2004

	Conduct program marketing
	May 15-December 31, 2005

	Produce quarterly reports
	Every three months beginning 

June 30, 2004, until program termination

	Conduct baseline survey
	July 1, 2004

	Develop marketing materials
	July 1, 2004

	Commence program 
	July 1, 2004

	Produce annual report
	12 months from commencement of activity

	Conduct final survey of participants and non-participants
	December 31, 2005

	Produce final program report
	February 1, 2006

	Continue to inspect and pay out incentives
	Through June 2007*

	*As outlined on page 9, D&R proposes that the CPUC standard to utility residential new construction programs apply, allowing for a build-out time of 18 months from the date of application to inspection and payout.  In the current program, the short time between the start of the program and the deadline for the payout of incentives excludes many builders and projects. Although the program participation deadline would be December 31, 2005, the build out time, inspection, and payout of incentives deadline would be June 2007.


Quarter 1, 2004 (Jan-Mar 2004)

During the first quarter, D&R plans to assess the 2002-2003 program and identify opportunities to streamline processes, such as completing applications, inspections, payment processing, and reporting. This time will be used to create systems to accommodate multi-territories and contracts, and establish marketing and implementation strategies to improve outreach efforts.

Quarter 2, 2004 (Apr-Jun 2004) 

The second quarter will focus on establishing the infrastructure of the program. Activities will include:

· Written program policies and procedures

· Descriptions of the process by which D&R will process applications, conduct inspections, and process payments

· Collateral materials and an application designed for builders and manufacturers 

· A database capable of tracking builder contracts, applications, inquiries, and the status of inspection and payment

· A Web site with an online application, a product finder search function, and other materials about efficient lighting and appliance products

· Presentations for builders and manufacturers about the program and the benefits of ENERGY STAR qualified products

· HTML e-mail blast and distribution channels 

· Formal outreach to builders, builder associations, manufacturers, and related organizations to publicize the launching of the program

· Sales meetings with manufacturer, distributor, and sales staff

· An RFP for evaluation, measurement, and verification (EM&V) work, issued to a list of subcontractors 

· An RFP for inspection and verification work, issued to a list of subcontractors
Quarter 3, 2004 (Jul-Sep 2004)

The third quarter will focus on launching the program. Activities will include:

· Sample articles about the program and the benefits of installing the products 

· Training materials for builders and manufacturers to instruct their sales staff on how to promote the benefits of energy-efficient appliances

· Outreach, advertising, and public relations will begin 

· Selection of an EM&V contractor, who will submit a work plan and conduct a baseline study

· Selection of an inspection contractor, who will submit a work plan and inspection protocols

· Projected to meet 5 percent of committed and installed appliances and lighting fixture goals 

Quarter 4, 2004 (Oct-Dec 2004)

· Continue marketing, outreach, advertising, and public relations activities

· Submit EM&V baseline study

· Projected to meet 10 percent of committed and installed appliances and lighting fixture goals 

Quarter 1, 2005 (Jan-Mar 2005)

· Continue marketing, outreach, advertising, and public relations activities

· EM&V subcontractor conducts mid-year evaluation

· Projected to meet 20 percent of committed and installed appliances and lighting fixture goals 

Quarter 2, 2005 (Apr-Jun 2005)

· Continue marketing, outreach, advertising, and public relations activities

· Submit mid-year EM&V evaluation

· Projected to meet 20 percent of committed and installed appliances and lighting fixture goals

Quarter 3, 2005 (Jul-Sep 2005)

· Continue marketing, outreach, advertising, and public relations activities

· Projected to meet 25 percent of committed and installed appliances and lighting fixture goals 

Quarter 4, 2005 (Oct-Dec 2005)

· Continue marketing, outreach, advertising, and public relations activities

· EM&V subcontractor begins post-program evaluation

· Projected to meet 20 percent of committed and installed appliances and lighting fixture goals 

Quarter 1, 2006 (Jan-Mar 2006)

· Continue marketing, outreach, advertising, and public relations activities

· Submit EM&V final program evaluation

· Complete all inspections*

· Complete all payments of incentives* 

· Complete final report
*As outlined on page 9, D&R proposes that the CPUC standard to utility residential new construction programs apply, allowing for a build-out time of 18 months from the date of application to inspection and payout.  In the current program, the short time between the start of the program and the deadline for the payout of incentives excludes many builders and projects. Although the program participation deadline would be December 31, 2005, the build out time, inspection, and payout of incentives deadline would be June 2007.
III.
Customer Description

A. Customer Description

The building industry is the primary target of this program. Important sub-markets within the building industry include: 
Builder Segment. The builder market can be divided into two market segments:

· Single-family. Market rate for sale, affordable for sale, market rate for rent, affordable for rent 

· Multi-family. Market rate for sale, affordable for sale, market rate for rent, affordable for rent


Market Actors. These actors influence builders’ purchasing decisions in some capacity: 

· Architects influence builder decisions through their design and product recommendations and often specify products on behalf of the builder.

· Industry leaders set trends and direction for the industry.

· Industry associations, which are headed by industry leaders, set trends and distribute information to members.

· Manufacturers, distributors, and suppliers sell appliances and lighting fixtures to the building industry.

Hard-to-Reach Market. Affordable housing builders/organizations include for-profit and non-profit builders. This market is of particular importance and will be a focus of the program outreach.


B. Customer Eligibility 

The program will be offered to any builder or owner/renter of new single- or multi-family facilities in the SoCalGas service territory. Builders of all sizes will be targeted, including the following subgroups of the development trade:

· Affordable/low-income property developers

· Single-family production builders 

· Custom builders

· Low- and high-rise residential multi-family builders (more than three attached units)

· Military housing

· Student housing

· Special needs housing

C. Customer Complaint Resolution

Participants will be able to file complaints concerning D&R’s provision of services via phone, fax, e-mail, or mail to D&R’s San Diego office. D&R will log all complaints into the program database using the customer complaint form (currently being developed). This form will be used to record both verbal and written complaints. If a complaint comes in by phone, the person taking the report will record the following information:

· Date and time of complaint

· Customer and company name

· Contact information for the customer

· Specific nature of the complaint

· Comments D&R made regarding what it will do to resolve the problem

· Response time promised

If the written complaint comes in with inadequate information to guarantee resolution of the problem, D&R will contact the customer to obtain the information necessary to complete the form. D&R will log all attempts to contact the customer into the program database.

In all cases, D&R will attempt to resolve the problem and follow up in writing within 14 days of the complaint. The letter will inform the customer of D&R’s proposed remedy and provide them with 14 days to accept the remedy or suggest an alternative. The letter also will notify customers that if they do not respond within 14 days, a new complaint must be filed.

If D&R is unsuccessful in its attempts to resolve the problem, the customer will be notified that he or she may file a complaint with SoCalGas and the CPUC. D&R will provide the information (name, phone, address, and e-mail address) of the designated representative at SoCalGas and the CPUC. D&R will forward all internal materials about the complaint to the appropriate personnel at SoCalGas first and then to the CPUC if SoCalGas does not resolve the complaint. 
D&R will include a log and summary of customer complaints in quarterly reports. In addition, any complaint forms will be placed in the consumer’s audit log file.


D. Geographic Area

The marketing of this program will focus on builders in the SoCalGas region. This region offers several benefits to the State and to program participants. 

Because of D&R’s ongoing experience with the building industry statewide and with manufacturers at the corporate level, D&R can quickly and cost-effectively establish contact with many of the participants in the new construction and manufacturer markets. D&R has already developed partnerships with major manufacturers of appliances and lighting fixtures to support and promote this program statewide. 

Demographically, the market is both large and diverse. As such, it includes homebuilders of all types and sizes, providing a very attractive and potentially profitable market for manufacturers and vendors of appliance and lighting products. Given this potential, D&R anticipates that many of the manufacturers and/or wholesalers will compete vigorously and refer their builder customers, thereby helping to reduce the overall cost of marketing and outreach to the program. 

IV.
Measure and Activity Descriptions

A. Energy Savings Assumptions

Appliance Element:  Dishwashers and Clothes Washers 
The energy-savings assumptions for these measures are based on estimates provided by SoCalGas for the 2003 Statewide Energy Efficiency Rebate Program. The per-unit assumptions for the appliance measures are as follows:

	
	Per-unit Savings

	Measure
	Peak kW*
	kWh/ yr
	Therm/yr

	Dishwasher
	0.0085
	52
	16.00

	Clothes Washer
	0.0000
	40
	27.00

	*Note: Since Southern California Gas Company did not include peak kW estimates in its filing, the estimates from San Diego Gas and Electric Company were used.


B. Deviations in Standard Cost-Effectiveness Values

Appliance Element:  Dishwashers and Clothes Washers 
The cost-effectiveness inputs used are based on those filed by SoCalGas for the 2003 Statewide Energy Efficiency Rebate Program. The assumptions used are as follows:

	Measure
	NTG
	EUL yr.
	IMC Per Unit

	Dishwasher
	0.80
	13
	$76.50

	Clothes Washer
	0.80
	14
	$131.25


The incremental measure cost (IMC) numbers were adjusted from those in the SoCalGas filing to account for the difference between retail and wholesale prices when the builder is purchasing and installing the appliance. A wholesale discount of 25 percent has been taken into account.

C. Rebate Amounts

The incentives available through this program are as follows:

	Appliance Element
	Incentive Level
	Minimum Criteria

	Dishwashers
	$50 per unit 
	ENERGY STAR qualified or higher

	Clothes

Washers
	$75 per unit
	ENERGY STAR qualified or higher 


To meet the requirements of the program, builders would be required to install the following products:

	Measure
	Incentive

	Dishwasher
	$50

	Clothes Washer
	$75


D. Activities Descriptions

Not applicable.

V.
Goals

Based on the Construction Industry Research Board and Census information, the number of residential new construction permits is projected at approximately 185,000 per year statewide. Below are the permits by utility service territory and subsequent goals based on:

· Dishwashers. There is a 20 percent market share in utility service territories not served by the program and a 30 percent market share in utility service territories served by the program.

· Clothes Washers. Because approximately 15 percent of the market installs clothes washers, the goals were set at 20 percent of total market share.

· Lighting Fixtures. Because the market is hard to move with lighting fixtures, a 10 percent goal was established. 

	Goals for 2004

	Utility
	Permits

	20% Goal for DW, 30% Goal for SDG&E
	CW Market (15% total market)
	20% Goal (CW)

	10% Goal Lighting

	PG&E
	           70,000 
	           14,000 
	           10,500 
	             2,100 
	             7,000 

	SCE/SoCal Gas
	          100,000 
	           20,000 
	           15,000 
	             3,000 
	           10,000 

	SDG&E
	           15,000 
	             3,000 
	             2,250 
	                450 
	             1,500 

	TOTAL 2004
	          185,000 
	           37,000 
	           27,750 
	             5,550 
	           18,500 


	

	Goals for 2005

	Utility
	Permits
	20% Goal for DW, 30% Goal for SDG&E
	CW Market (15% total market)
	20% Goal (CW)
	10% Goal Lighting

	PG&E
	           70,000 
	           14,000 
	           10,500 
	             2,100 
	             7,000 

	SCE/SoCal Gas
	          100,000 
	           20,000 
	           15,000 
	             3,000 
	           10,000 

	SDG&E
	           15,000 
	             3,000 
	             2,250 
	                450 
	             1,500 

	TOTAL 2005
	          185,000 
	           37,000 
	           27,750 
	             5,550 
	           18,500 

	
	
	
	
	
	


	Totals for 2004 and 2005 Goals

	Permits
	20% Goal for DW, 30% Goal for SDG&E
	CW Market (15% total market)
	20% Goal (CW)
	10% Goal Lighting

	370,000
	74,000
	55,500
	11,100
	37,000


Annual Energy Savings, Electric Peak Demand Savings, and Cost Effectiveness

This program is targeted to increase the energy efficiency of dishwashers and clothes washers in residential single-family and multi-family newly constructed housing. The energy savings, peak demand savings, and cost-effectiveness results for this program over the two-year program period are as follows:

	Energy Impact: SoCal Gas

	
	
	 Units 
	 Total Net kW 
	Total 
Net kWh 
	 Total Net Therms 

	Appliances
	           
	          
	                
	             

	
	Dishwashers
	40,000
	272.17
	1,664,000
	512,000

	
	Clothes Washers
	6,000
	0.16
	192,000
	129,600

	
	Appliances Total
	46,000
	272.33
	1,856,000
	641,600


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

D&R has included an estimated budget of $50,125 for evaluation. Upon approval of the program, an independent company will be selected to conduct an EM&V study. 

The duties performed by the independent company shall include the following:

· Determine a baseline of efficiency levels

· Estimate energy and peak demand savings

· Evaluate verification procedures

· Conduct mid-stream evaluation

· Conduct post-program evaluation

Determine Baseline Efficiency Levels

Continuing with the current EM&V effort in San Diego, D&R will contract to continue measuring the success of this program using the same tools and measurements. Further, the same system will be used to establish a baseline in the SoCalGas service territory. 

The results of the mid-program survey results are not yet available for the San Diego area. D&R will conduct research that will allow for establishment of a baseline for appliance and lighting purchasing practices in the residential new construction sector.

The strategy proposed by D&R involves conducting a study that examines the following issues:

· What are production builders and developers in the SoCalGas service territory typically installing in their new single- and multi-family settings?  Which appliances are typically included?  What efficiency levels are generally selected?  Which features are favored?  

· Are efficient lighting sources typically used in non-Title 24 settings (e.g., other than the bathroom and kitchen areas)? If so, where?

· Are builders typically offering upgrade options to their clients in the appliance and lighting areas? If so, what types of products are offered?  What percentage of home buyers purchase and install appliances and lighting products where they are offered? What features of these products are emphasized by builders and developers?

· If there are objections to using or installing efficient products, what are those objections?

The information for this study will be gathered from a variety of sources:

· Product manufacturers and wholesalers. Typically, these sources are both regionally based and the best source of information on what builders and developers are installing and why certain features are highly desired.

· Builders and developers. D&R will survey a variety of builders and developers to determine which products are being installed as standard features and which are upgrades, and the importance of efficiency in their purchasing decision.

· Site visits to production built new homes and multi-family settings. D&R will conduct walk-throughs of existing models in a variety of settings to determine the types and efficiencies of standard appliance and lighting products and which products, if any, are offered to consumers as upgrade packages.

Once the baseline is established, D&R will commence marketing and implementing the program. 

Estimate Energy and Peak Demand Savings. The approach to determining the effect of the installation of efficient lighting and appliance products is relatively simple, given that the average residential energy use patterns and load patterns for appliances and lighting fixtures are generally well understood and accepted by the efficiency community. For that reason, D&R will use the load factors that were employed by the IOUs in their PY 2002 filings. 

Evaluate Verification Procedures. D&R proposes the following verification methodology for this program effort:  

· Participants will be required to identify the measures offered to their customers, including model numbers and location (lighting only), on their applications.

· Participants will be required to note if the products will be offered as a standard feature or an upgrade option, and whether the products are a new feature in their development or a continuation of a standard business practice. If the builder identifies this as a continuation of a standard business practice, more information will be gathered on what was offered prior to participation in the program. This program information will provide a useful profile of participants and non-participants, and of prior measure installation practices.

· Once the measures are installed, participants will be required to provide proof of purchase, along with relevant models and numbers of units purchased, to D&R.

· Before payment of incentives, D&R will randomly inspect up to 10 percent of all units purchased to ensure that the proper models are being installed in the proper location. 

Conduct Mid-Stream Evaluation. D&R will conduct periodic reviews with participants (builders and/or their agents), consumers, manufacturers, and equipment wholesalers to determine the following:

· Has there been a marked increase in the public’s interest in efficiency as a result of exposure to program marketing materials?

· Are builders and/or developers showing increased interest in or willingness to consider efficient products after exposure to the program?

· Are the marketing materials clear and effective in helping make the case for efficient lighting and appliance products? Are they properly targeted to the audience, i.e., buyers of single-family homes, and buyers and/or renters of multi-family homes? 

· Does the format of the materials meet the needs of builders and developers who are discussing product benefits with their customers? If not, what other formats should be considered?

· Does participation in public forums focusing on new home buyers and/or renters increase demand for efficient lighting and appliance products?

Conduct Post-Program Evaluation. After the program has been delivered, D&R will conduct another survey to analyze two key questions:

· Did participant behavior and sales patterns for lighting and appliance products change after participation in the program commenced?

· Did participant behavior deviate significantly from the behavior of non-participating peers in the same geographic area?

As with the baseline survey, the post-program evaluation survey will be conducted using a variety of sources, including regional builder and developer interviews, manufacturer and wholesaler surveys, and walk-through visits at the sites of participating and non-participating builders.

VII.
Qualifications

A. Primary Implementer

D&R is an energy and environmental consulting firm dedicated to raising the profile and marketability of efficient products and services. The company commands an in-depth understanding of the residential housing market, including the obstacles and perceptions that cause resistance to change. D&R has extensive experience working with the residential new construction and appliance and lighting markets.

D&R has assembled staff with industry expertise and residential new construction experience to increase its knowledge base. On behalf of the HEAL program, D&R will leverage its team’s cumulative expertise in coordinating and disseminating information to accelerate the installation of ENERGY STAR qualified appliance and lighting fixtures. 

D&R was founded in 1985 and is certified as a small, disadvantaged business by the U.S. Small Business Administration’s 8(a) program. The company’s 90 employees boast strong skills in communications and marketing, graphic arts, program management and design, strategic planning, engineering, building science, architecture, information technology, economics, recruiting, and consensus building. Headquartered in Silver Spring, Maryland, the company has satellite offices near San Francisco, California; in San Diego, California; and in Madison, Wisconsin.

Over the past 17 years, D&R’s clients have included the California Public Utilities Commission (through the Commission's Third Party Proposal program), San Diego Gas and Electric, Southern California Edison, Pacific Gas & Electric, the California Energy Commission, DOE, EPA, the U.S. Department of Housing and Urban Development (HUD), manufacturers, retailers, and many others. 
Following is a description of several residential projects conducted by D&R. 

HEAL

In 2002, D&R developed HEAL, a pioneer program that offers incentives to builders who install ENERGY STAR qualified appliances and lighting fixtures in residential new construction projects in SDG&E’s service territory. Before HEAL, there were no programs in California for appliances and lighting fixtures targeted to the residential building industry. Currently in its first year, the program has been successful in significantly increasing the market share of ENERGY STAR qualified appliances in new homes in San Diego. D&R works directly with builders to influence their purchasing decisions on appliances and lighting fixtures, trains their sales staff on how to promote ENERGY STAR qualified products, and markets the program to builders and developers. For more information, visit www.BuildingABrighterFuture.com. 

SCE Multi-Family Training


In 2003, D&R developed and delivered a training curriculum for architects, builders, and Title 24 consultants throughout California. The curriculum was designed to promote PG&E’s and SCE’s new utility-sponsored design assistance and design team incentives and program. The curriculum presented cost-effective means of designing, modeling, and building energy efficiency into new multi-family construction projects, and resources to help improve the energy efficiency of such projects. Originally, 15 attendees were expected, but each workshop had the maximum number of attendees (50). The first workshop received over 140 reservations. One session included American Sign Language interpreters for hearing-impaired attendees. By the end of the eight workshops, D&R had trained over 300 architects, builders, and Title 24 consultants. The AIA accepted the curriculum for the workshop, offering four continuing education credits for architects. For more information on this training, visit www.DesigningForEfficiency.com.

PG&E’S First Multi-Family New Construction Program
Based on an assessment of the multi-family housing market and a technical analysis of cost-effective energy-efficiency measures, D&R designed and implemented PG&E’s first multi-family residential new construction program in 2001 and 2002. Tasks ranged from designing program applications and other marketing materials to providing technical services, including plan checks, Title 24 building codes analysis, and design assistance to program participants. D&R successfully marketed, recruited, and tracked the participation of over 2,000 units. D&R continues to provide training to PG&E Field Representatives on the multi-family market. Training covers housing types, builder types, how to approach multi-family developers, related markets (e.g., Title 24 consultants, architects, lenders, and housing authorities), barriers this market faces, approaches to overcome them, and an extensive database of key players. In 2003, D&R continued to provide direct implementation services for PG&E’s multi-family program by marketing to the building industry, targeting affordable housing developers and organizations. D&R works closely with the design team, builder/developer, Title 24 consultant, and Home Efficiency Rating System (HERS) rater to deliver projects that exceed Title 24 by 15 percent.

SDG&E Home Energy Partnership Program
In 2001 and 2002, D&R supplied technical services to SDG&E’s Home Energy Partnership Program (HEPP). These efforts included writing builder-oriented fact sheets on the benefits of efficient products and practices in new construction. Fact sheets covered high-efficiency windows, heating and cooling products, advanced lighting products and design, and proper duct design and HVAC sizing. D&R also analyzed the feasibility of using tankless water heaters in residential new construction. Staff researched and designed high-efficiency appliance and lighting program offerings for builders participating in HEPP. This work involved conducting focus groups with local single- and multi-family builders to explore their attitudes about the use of efficient lighting in their projects. D&R helped recruit builders, answering their questions about technical program requirements, efficient technologies, and building practices that could be used to meet HEPP guidelines. 

ENERGY STAR Homes
In the past year, EPA, California’s Investor-Owned Utilities, and the California Home Energy Efficiency Rating System (CHEERS) have significantly altered their approach to residential new construction. Through a contract with ENERGY STAR Homes, D&R played a key role in this change. First, D&R worked with stakeholder groups to evaluate ENERGY STAR’s performance threshold and establish a new standard to reflect California’s Title 24 Energy Code. Second, D&R hosted several stakeholder meetings that established ENERGY STAR as the common denominator for the statewide California new homes program. D&R not only created a forum for communication among stakeholders and helped solidify partnerships, but also was a pioneer in designing and implementing programs that have improved the market for energy-efficient homes in California. EPA has determined that successful implementation of the California ENERGY STAR New Homes program would result in approximately 12,000 ENERGY STAR qualified homes in 2002. D&R helped to promote the Change Campaign for new homes to the utilities and builders in California, as well as the Pacific Northwest. The State of Idaho is the first participant in EPA’s Advertising Partnership Initiative.

The Efficiency Partnership New Homes Initiative
D&R is currently working with the Efficiency Partnership Campaign to promote ENERGY STAR qualified new homes and ENERGY STAR qualified products in new homes to California consumers. This effort will include a statewide locator map to help consumers locate ENERGY STAR qualified new homes, and a consumer campaign to increase awareness that such homes are available and what to ask for when buying or renting a new home. This campaign consists of consumer/homebuyer/renter brochures on the features of an ENERGY STAR qualified home, ENERGY STAR qualified appliances and lighting fixtures, and a guide on how to further conserve once the resident moves in. The campaign also will place advertisements in homebuyer/renter publications listing participating builders.

Homebuilding Online Code Video Tutorials
With the enactment of more stringent energy-efficiency standards by the California Energy Commission, many residential builders and building code officials are looking for information on efficient products, installation details, and performance standard guidance. Together with CEC, a consortium led by D&R and iShow.com is developing a new Internet-based training approach for homebuilders and code officials to communicate these new energy standards. Steve Easley, former co-host of Discovery Channel’s Your New House, is the on-screen moderator for the video segments, funded in part by CEC and manufacturers. The training program is being developed using on-demand Internet streaming media. This technology conveys instant and easy-to-understand video and multi-media instructions on homebuilding construction practices and product selection. Topics for these Internet-based tutorials include plan review and compliance form guidance, radiant barriers, fenestration, HVAC, insulation, and more. D&R has developed technical portions of video scripts, provided on-site production supervision, developed technical Web content, and marketed the video series. The tutorials are a cost-effective means to educate California's 5,000 to 6,000 code officials and tens of thousands of builders and subcontractors. To view the more than 100 videos, visit www.energyvideos.com. 

Innovative Residential Demonstration Projects
Working closely with iShow.com, D&R has been involved in developing and implementing two technology-driven, single-family home demonstration projects: the Energy-Wise House in Palm Springs, California, and the NextGen Home in Las Vegas, Nevada. The Energy-Wise House is currently under construction and featured on www.bobvila.com. The house employs state-of-the-art, energy-efficient technologies and construction practices, including structural insulated panels. The NextGen Home was built and placed in the parking lot of the Stardust Hotel and Casino for the 2003 International Builders’ Show. This house demonstrated connected home technology, residential building science, and energy-efficient design. D&R advises on the strategy for and execution of these projects. For the Energy-Wise House, for example, D&R contacted distributed generation manufacturers and evaluated the opportunity for integrating residential fuel cell technology.

PATH: Marketing and Communications
D&R provides strategic communications and information services for the Partnership for Advancing Technology in Housing (PATH). With its emphasis on issues such as energy efficiency and affordability, PATH is a natural fit with the D&R mission. D&R participates in ongoing communications and marketing strategy development, coordinates outreach activities including exhibits and conference sessions, facilitates technology transfer efforts and collaboration among Federal agencies, creates communication materials for print and Web distribution, and manages the program’s Web site. In November 2002, D&R initiated a new management system and design for the PATHnet Web site. D&R converted the existing Web content into a new database structure, enhanced the navigation structure, and developed a new graphic design. The new site was launched in early January 2003, and has received positive feedback from program staff and PATHnet users.

HUD Single-Family and Multi-Family Housing Energy Efficiency Rehabilitation Guidelines
D&R is working on a project for HUD’s Office of Policy Development and Research to revise the Energy Efficiency Rehabilitation Guidelines developed in 1996. This effort includes reviewing the existing documents for relevance and success in reaching the target audience, testing the original building science, and assessing other related tools and resources. D&R has developed an online Energy-Efficient Rehab Advisor, which includes Web-based calculators targeted to the specific (single-family or multi-family) audience. The Advisor provides cost-effective recommendations for energy-savings measures and non-financial justification for doing so. D&R developed installation, operations, and maintenance guidelines to ensure proper operation of these energy-efficient retrofits. D&R developed new technical content for the Advisor and a plan for promoting it. D&R’s engineers and building scientists conduct the engineering research and analysis, collaborating with communications staff to accurately identify and satisfy the information needs of the target audience.


DOE Weatherization Assistance Program and State Energy Program
Since 1997, the Weatherization Assistance Program has relied on D&R to provide organizational and administrative support, as well as technical assistance and tools, to State and local Weatherization agencies nationwide. D&R has conducted technical reviews of advanced energy audits, examined how to integrate technologies into common practice, and developed the national regulatory requirements for the computerized energy audit used by many States. D&R has provided technical analysis on advanced technologies with potential for integration in the Weatherization Program and supported the development of a new strategic direction for the program: Weatherization Plus. 

D&R recently redesigned the entire Weatherization Assistance Program Technical Assistance Center Web site, which provides technical and programmatic information to the Weatherization network. D&R created a new graphic design for the site, simplified the navigation structure, and developed a content management system to organize the information into a searchable database. This effort included merging two existing online databases—one for documents and another for photos—into one searchable format. The site can be viewed at www.waptac.org.

D&R also has developed education and training programs to ensure cost-effective, energy-efficient practices. D&R planned and implemented the 2003 National Weatherization Training Conference, held August 18-21, in Phoenix, Arizona. The conference included 1,110 attendees, 150 sessions, a technical fair, 25 exhibits, a computer lab, two award ceremonies, and a reception. D&R managed every facet from working with the planning committee and host State to developing the agenda, engaging 155 presenters, marketing the meeting, registering attendees, and coordinating the logistics.

For DOE’s State Energy Program, D&R has assisted in strategic planning for the evolution of the Program, identifying and partnering with other Federal agencies that have purposes aligned with the Program. D&R provides extensive support in the development, design, and implementation of conferences, workshops, and meetings. The company’s involvement in the development of national, regional, and local conferences and training programs includes serving on and facilitating planning committee meetings, designing technical conference agendas, and coordinating with planning committee members on session content and logistical needs.
B. Subcontractors


Itron, Inc.

Consulting and Analysis Division, 11236 El Camino Real, San Diego, CA 92130

858-481-0081 (phone), 858-481-7550 (fax), www.RER.com
Contact: Dr. Frederick D. Sebold, Vice President


Under the name Regional Economic Research, Inc. (RER), Itron has worked extensively in the area of energy-efficiency program design and evaluation since 1982. This activity has taken a variety of forms, including energy and demand impact evaluations, process evaluations, baseline studies, market effects analyses, research into market tracking, and program support and consultation. Clients include all of the California utilities, the California Energy Commission, the California Public Utilities Commission, and multiple other major utilities nationwide.

Itron has a proven track record in performing the following kinds of EM&V services:
· Impact Analyses to measure the energy and demand savings resulting from energy efficiency programs. Analysis methods include econometric analyses of observed impacts, engineering techniques ranging from simple algorithms to powerful building simulations, and hybrid engineering/econometric approaches. 

· Process Evaluations to assess the operations and effectiveness of energy-efficiency programs. Typically, these evaluations involve reviewing program materials and records; interviewing program personnel and participants; assessing strengths and weaknesses in the program implementation; and recommending improvements in various program activities such as outreach, delivery, record keeping, and customer service. Itron has extensive experience in conducting effective in-depth interviews that identify and explore key issues.

· Market Effects Studies to assess the extent of market changes attributable to energy-efficiency programs. These studies measure important market indicators used to identify anticipated changes resulting from various programmatic stimuli, such as incentives or training. Itron’s studies typically include extensive literature review, large-scale data collection efforts, and analyses of market barriers and customer attitudes and perceptions relating to energy efficiency.

Power Logic

4558 Brighton Avenue, San Diego, CA  92107

619-523-6229 (phone), 619-223-3269 (fax), www.powerlogic-usa.com
Contact: Ken Moss, Principal
Power Logic was formed in 1987 to provide energy management services to utilities, engineering and consulting firms, and commercial and residential customers. The company specializes in energy audits, end-use monitoring and load profiling, and new construction and tenant improvement design reviews. Power Logic’s staff is highly experienced in evaluating all types of lighting, HVAC, and building shell system designs and component characteristics.


· New construction and tenant improvement design reviews for energy efficiency and Title 24 compliance. Power Logic has performed over 2,000 commercial and residential design reviews for SDG&E using energy software programs such as EnergyPro, Micropas, HAP and NCcalc. Parameters evaluated typically include lighting, mechanical, building shell, and process equipment.

· Energy audits of existing commercial and residential (multifamily) facilities. Staff experience includes energy audits over 1,500 buildings including hospitals, restaurants, office buildings, manufacturing, retail, municipal & military facilities and condominiums.

· Equipment and building end use monitoring and load profiling to determine energy usage, equipment performance and energy conservation options. 

Projects and clients include:


· Title 24+ Program (1988-1991): SDG&E

· Savings by Design (1991-present): SDG&E

· Home Energy Partnership (2001): SDG&E

· Garage Exhaust Fan EM&V Study (2001): SDG&E

· Savings By Design (2001 - present): The Gas Company

· Federal Accounts, Exterior Lighting Audits at Navy Bases (2001): SDG&E

· Hydro Project, San Gorgonio Pass Water Agency, EM&V: (2000-present)

Quantec, LLC 
6229 SE Milwaukie Ave., Portland, OR 97202


503-228-3696 (phone), 503-228-2992 (fax), www.quantecllc.com
Contact: M. Sami Khawaja

Quantec, LLC, was established in 1998 to provide technical services to organizations needing assistance with energy-efficiency program potential, design, and evaluation. Quantec regularly conducts impact, implementation, and market evaluations for clients in the public and private sectors. Quantec’s experience spans all major market sectors, end-uses, and program types, including the following: 

· Market Sectors: Residential, multi-family, low-income, commercial, institutional, industrial, and agricultural.

· End Uses: Furnaces, air conditioning, direct load control, lighting, motors, boilers, water heating, HVAC, chillers, refrigeration, residential appliances.

· Program Types: Traditional utility programs; market transformation programs; energy education and informational programs; weatherization and energy assistance; innovative rate design; retrofit, replacement and new construction efforts.


Clients include Central Maine Power, Cinergy, Columbia Gas, DP&L, Eastern Utilities, Indiana REACH, JPSCo (Jamaica), National Fuel, National Grid, NEPSCo, the Northeast Energy Efficiency Partnership, the Northwest Energy Efficiency Alliance, Oregon REACH, PacifiCorp, PGE, PG&E, SCE, SCL, Seattle City Light, the State of Indiana, the State of Ohio, the State of Oregon, Union Gas (Canada), Union Light Heat & Power, and WNG. 

C. Resumes

Julieann Summerford

D&R International, Ltd.
2002 - Present

Ms. Summerford manages the High Efficiency Appliance and Lighting Program, which offers incentives to builders who install ENERGY STAR qualified appliances and lighting fixtures in residential new construction projects. Her responsibilities include managing budgets, marketing, program design, and implementation. During the first year, this program has shown steady interest to San Diego builders and has encouraged many builders to upgrade their appliances to ENERGY STAR in their new homes. The program entails working directly with builders to influence their purchasing decisions on appliances and lighting fixtures, training their sales staff on how to promote the ENERGY STAR products in the new homes, and marketing the program to the market. More information on this program can be found at www.BuildingABrighterFuture.com. 

Ms. Summerford has assisted utilities, State governments, and regional groups participating in the ENERGY STAR. She identified industry opportunities to incorporate ENERGY STAR messaging in marketing, promotional, and sales campaigns, and provided up-to-date information regarding national activity. In 2003, she coordinated a Southwest ENERGY STAR meeting aimed at recruiting utilities and State and local governments to adopt ENERGY STAR as a platform of their energy-efficiency goals. This meeting spurred interest and resulted in increased activity among potential ENERGY STAR partners in the Southwest.

For a second consecutive term, Ms. Summerford is serving on the board of the California Association of Building Energy Consultants (CABEC). CABEC works to improve energy consulting by encouraging its members to learn about the State of California’s building energy regulations, building energy analysis, energy conservation technologies, ethics, compliance documentation, and other matters that contribute to the professional standards of those engaged in energy consulting. 

Ms. Summerford helped facilitate the Investor-Owned Utilities and stakeholder groups to evaluate ENERGY STAR’s performance threshold and establish a new standard to reflect California’s Title 24 Energy Code. D&R hosted several stakeholder meetings that established ENERGY STAR as the common denominator for the statewide California new homes program. D&R not only created a forum for communication among stakeholders and helped solidify partnerships, but also was a pioneer in designing and implementing programs that have improved the market for energy-efficient homes in California. The result of this effort was a new statewide performance threshold for ENERGY STAR homes in California and the emergence of the California ENERGY STAR New Homes program, a consistent program implemented by the California IOUs. In 2002, D&R worked with the California utilities to deliver 22,000 ENERGY STAR homes in the first year of this statewide program. That year, the program won ENERGY STAR utility partner of the year award for homes. 


Ms. Summerford has served as liaison to EPA’s ENERGY STAR Homes program in California, Oregon, Washington, Idaho, and Montana. Ms. Summerford worked with utilities, State governments, regional groups, the building industry, and energy design consultants to maximize the value of their participation in the Homes program. Ms. Summerford also helped facilitate a new ENERGY STAR performance threshold that reflected California’s Title 24 Energy Code. Her outreach includes presentations at conferences, such as Housing California, San Diego Housing Federation, and CABEC Annual Conference and Regional Meetings.

Ms. Summerford co-authored a paper, The Carrot and Stick of Affordable Multi-family New Construction, presented at the ACEEE Summer Study on Energy Efficiency in Buildings in August 2002. The paper addresses barriers to energy efficiency in the multi-family market.

Ms. Summerford also worked with PG&E to launch and implement a multi-family new construction project. She provided training to PG&E field representatives on how to market efficiency effectively to various sub-sectors of the multi-family new construction market, especially the affordable and non-profit housing markets. Ms. Summerford enlisted about 2,000 units in the program. In 2003, D&R continued to provide direct implementation services for PG&E’s multi-family program by marketing to the building industry, targeting affordable housing developers and organizations. D&R works closely with the design team, builder/developer, Title 24 consultant, and HERS rater to deliver projects that exceed Title 24 by 15 percent.

This year, Ms. Summerford developed and delivered a training curriculum for architects, builders, and Title 24 consultants throughout California. The curriculum was designed to promote PG&E and SCE’s new utility-sponsored design assistance and design team incentives and program. The curriculum also presents cost-effective means of designing, modeling, and building energy efficiency into new multi-family construction projects, as well as resources that can help improve the energy efficiency of the multi-family projects. Originally, 15 attendees were expected, but each workshop was maximized at 50 attendees, with the first workshop having over 140 reservations. The AIA accepted the curriculum for the workshop, offering four continuing education credits for architects. For more information on this training, visit www.DesigningForEfficiency.com. 

Ms. Summerford is currently working with the Efficiency Partnership Campaign to promote ENERGY STAR new homes and ENERGY STAR qualified products in new homes to consumers statewide. This effort will include a statewide locator map for consumers to locate ENERGY STAR new homes. A consumer campaign will increase awareness about ENERGY STAR homes and what to ask for when buying or renting a new home.
San Diego Gas & Electric
1999 - 2002
Ms. Summerford developed, managed, and implemented San Diego Gas & Electric’s residential new construction program, the Home Energy Partnership Program, targeting the building industry to design, build, and market energy-efficient homes. Ms. Summerford recruited over 3,000 homes in one year. This was the State’s first program for multi-family homes that focused on partnering with public housing agencies to provide service to underserved markets, resulting in a 42-percent share of the affordable housing market. The program was designed to take a “whole-house” approach and included benefits for lighting and appliances.

Ms. Summerford developed a training curriculum for architects and designers, builders, energy consultants, engineers, HVAC contractors, building department inspectors, and plan checkers. This curriculum included High-Performance Duct Systems, ACCA Manual J Residential Load Calculation and Equipment, ACCA Manual D Residential Duct Design, Residential Lighting Design, Energy Modeling Software, and High Performance Windows.

Through builder trade organizations, Ms. Summerford targeted the single- and multi-family and manufactured housing market to promote energy efficiency through networking, advertising, newsletter articles, industry meeting presentations, case studies, events, and press events. She also helped establish Energy Efficiency Leadership Awards for the building, affordable housing, and architectural industries. Working with local industry, community, political leaders, and the media, Ms. Summerford successfully showcased many high-profile projects, such as the energy-efficiency features in Tour d’Elegance homes, RowHomes, and Habitat for Humanity.

Ms. Summerford oversaw several pilot/demonstration projects, including the installation of tankless water heaters and ENERGY STAR qualified lighting fixtures in new homes, and the incorporation of multi-family high-rise projects into residential programs. 

Ms. Summerford also managed a program aimed at partnering with jurisdictions to implement policies that provided permitting benefits to builders of efficient projects. She was responsible for budgeting, marketing, and strategic planning.

Metropolitan Transit Development Board (MTDB)
1996 - 1999

As a planner, Ms. Summerford was responsible for updating the San Diego region’s Short-Range Transit Plan (SRTP) and coordinating regional planning efforts among staff, city managers, and operators. She also conducted planning studies, public hearings, and workshops, and developed implementation plans. Ms. Summerford reviewed development plans from local jurisdictions to accommodate transit. She prepared service performance reports, recommending strategies to improve productivity and cost effectiveness. 

Ms. Summerford secured $1.2 million in Air Pollution Control District funds to operate the Coaster Connection and purchase compressed natural gas buses. She also served as a board member on the Citizens for Clean Air Policy Board, Transit Service Technical Committee, Alternative Fuel Vehicle Coalition, Border Vehicle Task Force, San Diego Marketing Alliance for Transportation (SMART), and Clean Cities Steering and Air Quality Strategy Development Committees.

San Diego Transportation Management Association
1994 - 1996

As Program Director, Ms. Summerford developed and implemented employer-based alternative commuting programs. She secured funding, created manuals, and conducted employee/employer training programs and network meetings. She oversaw the production of newsletters, press releases, letters to the media and elected officials, articles, and surveys. She also planned special events and fundraisers.

California Department of Transportation
1992 - 1994

Ms. Summerford managed a project that worked with local businesses and agencies to improve transportation options. She developed employer manuals and polices for implementing transportation management programs, and designed marketing materials and conducted presentations on transportation issues. Ms. Summerford participated in planning regional events, such as Bike to Work Day and RideShare Week.

Education

B.S. Environmental Policy Analysis and Planning, 1992

University of California at Davis, Davis, California

Dustin J. Rosa

D&R International, Ltd.
2003 - Present

Mr. Rosa builds strategic partnerships that promote the High Efficiency Appliance and Lighting Program. He coordinates with manufactures and developers to increase the use of ENERGY STAR qualified products in residential new construction. He also is responsible for ensuring the accuracy of program applications. Mr. Rosa also is implementing PG&E’s New Homes Program for Multi-Family that encourages builders to incorporate energy efficiency into their design and construction practices. The New Homes Program for Multi-Family targets new multi-family construction projects with an emphasis on the affordable housing market in Northern California.

Zigman/Shields General Contractors, Inc., Commercial Construction Firm
2000 - 2003

As an Estimator/Project Engineer, Mr. Rosa contracted quality, cost-effective commercial projects ranging from $50,000 to $2.2 million. He was responsible for reviewing building plans and coordinating with architects, engineers, owners, utilities, and subcontractors to ensure accurate and timely construction. Projects included office buildings, retail, restaurant, automotive, and religious facilities throughout California and Arizona. In addition to estimating, he performed cost data analysis, value engineering, and strategic planning techniques.

D.R. Development, Residential Construction Firm
1998 - 2000

Mr. Rosa performed general construction remodeling and renovations on residential homes in Los Angeles and San Diego County. He established job scheduling, budgets, and quality control parameters. He also assembled and supervised the entire building team, and performed a majority of the work directly. Typical renovations involved room additions, interior remodeling, window replacement, and installation of HVAC units and ducts. 

Education

B.S. Economics; Environmental Studies Minor, 2000

University of California, San Diego, California

Professional Affiliations

Member, Builders Industry Association (BIA)

Scott R. Thigpen

D&R International, Ltd.
2001‑Present
Mr. Thigpen is the Program Manager of the ENERGY STAR Support Group at D&R. He serves as the primary liaison to the ENERGY STAR program directors at both EPA and DOE to ensure that strategic priorities for the programs are clearly articulated and coordinated with program partners, including utilities, major retailers, product manufacturers, State and local government entities, and energy-efficiency groups nationwide. 

Before serving as the ENERGY STAR Program Manager, Mr. Thigpen was the Head of D&R’s California operations. His activities included designing and implementing the first new construction-based appliance and lighting efficiency incentive program in the State, located in the San Diego County area. In addition, Mr. Thigpen worked with California and Pacific Northwest efficiency groups to find ways to better coordinate their commercial efficiency programs with ENERGY STAR Buildings. Mr. Thigpen also has worked with PG&E to design its first incentive program for multi-family new residential construction. In addition, he served as the primary consultant for the ENERGY STAR Homes Program on a project to change ENERGY STAR qualifications for new homes in California to reference the State energy code, thereby dramatically simplifying the program for builders. As a result of these changes, over 20,000 ENERGY STAR qualified homes were built in California in 2002, a six-fold increase over the year before. 

Mr. Thigpen has served as a strategic program design and marketing consultant to SDG&E’s Home Energy Partnership Program, working with builders, home sales agents, manufacturers, and energy design consultants to increase the penetration of energy‑efficient housing in the San Diego area.

Four Winds Alliance, Energy and Environmental Consulting Firm
1999 ‑ 2000

A majority of this firm’s work focused on helping utilities effectively design sustainable, market‑based, energy‑efficiency programs. As a principal of this firm, Mr. Thigpen worked with a major utility to implement a $3 million advertising and marketing campaign aimed at highlighting the benefits of ENERGY STAR products to the company’s customers. He co‑authored a market characterization study of the appliance market for the Northwest Energy Efficiency Alliance. Mr. Thigpen also worked with DOE and EPA to conduct several meetings between utilities, retailers, and manufacturers to improve coordination among these groups, and increase the awareness and participation of private parties in these market‑based efficiency programs.

U.S. Environmental Protection Agency, ENERGY STAR Labeling Program
1994 ‑ 1999
As Director of the EPA’s ENERGY STAR Consumer Product Labeling Programs, Mr. Thigpen was responsible for overseeing all technical, marketing, communications, and strategic development plans for ENERGY STAR. During his tenure, EPA launched two national television and print public service advertising campaigns, and significantly broadened its partnerships with the nation’s utilities, energy‑efficiency organizations, retailers, and other groups interested in promoting the ENERGY STAR label and qualifying products to customers. Mr. Thigpen worked with key EPA staff and other U.S. agencies to establish an agreement with the European Union and Taiwan on use of the ENERGY STAR label in international markets. Mr. Thigpen managed a group of 18 EPA staff, approximately 80 contract employees, and a program budget of over $9 million. He also served as EPA’s liaison to the DOE Director of ENERGY STAR and worked to achieve greater harmonization and coordination between the two agencies’ efforts. Before his work on the ENERGY STAR Labeling Programs, Mr. Thigpen directed EPA’s efforts to establish partnerships between the agency’s voluntary, market‑based alternative energy supply programs and utilities and energy marketers. Mr. Thigpen marketed the benefits of adding alternative resources, such as coal bed and landfill methane, to utility and energy service provider portfolios. He also developed and implemented the EPA’s ENERGY STAR Transformer Program.

Boston Pacific Company
1992 ‑ 1993

Mr. Thigpen provided energy and environmental consulting services to clients, including Mission Energy, the AES Corporation, and EPA. Mr. Thigpen performed complex economic and policy analyses on market opportunities for independent natural gas and electric power suppliers in rapidly deregulating markets. He also advised State regulatory bodies on the economic and policy aspects of several independent power supply contracts signed by major electric utilities.

Pacific Gas & Electric Company
1989 ‑ 1992

As Company Regulatory Liaison, Mr. Thigpen served the California Public Utility Commission, representing PG&E on a variety of electric power supply and transmission issues, including the company’s integrated resource plans and independent power supply programs. In this capacity, Mr. Thigpen was in charge of monitoring regulatory developments in the cases of other California utilities, and advising senior PG&E officials on their potential impact on the company. Mr. Thigpen also served as a natural gas rates and policy analyst, and worked on several PG&E gas rate filings. 

Education

Master of Public Policy, 1989

Harvard University, Kennedy School of Government, Cambridge, MA

B.A. History, 1982

University of California, Santa Cruz, CA
Lauren L. Casentini

D&R International, Ltd.
2001 - Present

Ms. Casentini brings 15 years of experience designing, implementing and managing energy-efficiency programs to her current position as manager of D&R’s northern California office. Over the past two years, she has worked closely with several California State agencies in support of ENERGY STAR. This work involves assisting with the design and implementation of State-sponsored energy-efficiency programs and campaigns that are responsive to consumer needs and industry business models. In this capacity, she provided strategic program design services to the Efficiency Partnership. In addition, Ms. Casentini is responsible for D&R’s schools-based energy-efficiency efforts. This work includes a project assisting the Division of State Architect in the development of a schools energy compliance plan review program and a State and Consumer Services Agency program addressing a variety of resource conservation needs for Fresno Unified School District. 

Four Winds Alliance, Energy and Environmental Consulting Firm
1999 - 2000

Ms. Casentini was a principal of this private energy and environmental consulting firm. Four Winds Alliance provided expert strategic advice to utilities, retailers, distributors, and manufacturers of efficient products to help them design, promote and implement market transformation strategies. She worked with several utilities and a regional market transformation organization to help them better understand the channels of distribution and current trends for appliances. In addition, she co-authored a market characterization study of the appliance market for the Northwest Energy Efficiency Alliance. She also worked with DOE and EPA to improve coordination between utilities, retailers, and manufacturers in the promotion of ENERGY STAR qualified products. Ms. Casentini was appointed by the Secretary of Energy to serve on DOE’s national Appliance Advisory Committee. 

Residential Energy Management, Pacific Gas and Electric Company
1998 - 1999

As the Residential Director within the Customer Energy Management department of PG&E, Ms. Casentini was responsible for the design and implementation of all residential and low-income energy-efficiency programs. This involved developing regulatory filings and multi-year program plans, interacting with numerous regulatory and market stakeholders, and managing a portfolio of residential products designed to address the diverse and complex needs of the mass market. In this capacity, she managed 15 PG&E employees, numerous contract employees, and a budget of approximately $80 million. 

Under Ms. Casentini’s direction, the residential group launched multiple innovative market transformation programs, including a statewide appliance and lighting initiative, a statewide residential contractor program, and a financing program that uniquely leverages the ENERGY STAR label. During her tenure, she served on multiple regional and national committees and as a speaker and facilitator at numerous national forums. 

Market Transformation Director, Pacific Gas and Electric Company
1996 - 1998

As Market Transformation Director, Ms. Casentini developed a strategic vision and plan for market transformation to increase the adoption of cost-effective energy-efficiency products and services in a sustained manner. Working with a staff of energy management engineers and program managers, as well as the California Board for Energy Efficiency, she influenced energy-efficiency program design and specifications. She also organized a highly skilled staff with diverse areas of expertise to develop three proposals for the statewide administration of energy-efficiency programs.

Senior Program Manager, Pacific Gas and Electric Company
1992 - 1996

As Senior Program Manager, Ms. Casentini designed and managed numerous demand-side management programs. In this capacity, she worked closely with manufacturers and vendors to obtain information on equipment specifications, supply, and pricing for program design. In addition, she provided strategic analysis of financial, social and environmental impacts of PG&E’s existing and potential programs and services. Ms. Casentini represented PG&E before numerous internal and external stakeholders, trade and industry organizations. One of the key programs under Ms. Casentini’s management was the Residential New Construction program. Her responsibilities included oversight of a multi-million dollar advertising campaign, the negotiation and coordination of a financing component with major lending agencies, and supervision of 12 field sales representatives. The program achieved 30 percent market share in the PG&E service territory.

At PG&E, Ms. Casentini played a key role in the market development of several energy-efficiency appliance programs. She designed and implemented one of the nation’s first energy-efficient clothes washer programs, and was a major contributor to the development of the Consortium for Energy Efficiency’s Clothes Washer specification. 

Residential Account Representative, Pacific Gas and Electric Company
1988 - 1992

As a State certified energy auditor, Ms. Casentini performed home energy surveys and multi-family surveys for PG&E. In this position, she implemented one of the utility’s first low-income weatherization and appliance replacement programs.         

Education

Selected business courses in the areas of marketing and business management:

Notre Dame de Namur University, Belmont, California

College of San Mateo, San Mateo, California

B.A. Management, 2003 

Saint Mary’s College, San Jose, CA

Lorna Rushforth

Lorna Rushforth serves as the prime contact to EPA in support of the ENERGY STAR Financing program. She helps EPA promote the program to utilities, manufacturers, retailers, State agencies, and lenders. She is responsible for facilitating discussions with diverse stakeholder groups, communicating program goals and requirements, working with EPA to develop program materials and guidelines, and enlisting partner participation. In addition, Ms. Rushforth serves as project lead to the California Division of State Architect to support energy compliance review for all public school facilities constructed in California. Her responsibilities include developing the program process and procedures, assisting with contractor recruitment mechanisms, and providing staff and consultant training. Ms. Rushforth also is working in support of the California State and Consumer Services to implement an energy and water conservation demonstration project with the Fresno Unified School District, and develop an energy-conservation display for a mobile science unit used by the Fresno Community Science Workshop.

Susanne Rivera
As the Communications and Public Relations Director, Ms. Rivera oversees the day-to-day marketing, public relations, media relations, and communications for ENERGY STAR. In addition, she guides the development of training materials and supervises the content of the ENERGY STAR Web site (www.energystar.gov), and initiates and manages special events and promotional campaigns. Ms. Rivera acts as a resource for communications projects throughout the company.

Christina Van Vleck

As an Information Design Specialist in the Communications Division of D&R International, Ms. Van Vleck provides both print and Web design services to government and private-sector clients. Through clear and efficient organization and design, she conveys technical and programmatic information to a full range of audiences. Recent projects have included outreach brochures, program applications, instructional materials, organizational and process flowcharts, mechanical schematics, case studies, technology briefs, educational posters, logos, and Web sites. Her work is designed and formatted for both print and electronic distribution to accommodate different communication strategies and program budgets. At D&R, Ms. Van Vleck supports various contracts. A brief sample of her work follows.


· HEAL. Ms. Van Vleck designed the program logo, brochure, point-of-purchase materials, builder and consumer application packages, and program Web site. 

· PG&E’s Multi-Family Comfort Home Program. Ms. Van Vleck designed and edited a series of applications for the 2001/2002 program offerings, including general information, building requirements, detailed instructions, terms and conditions, and an application form. 

· California Energy Commission’s Title 24 Streaming Video Tutorials. Ms. Van Vleck designed marketing materials showcasing the Web site’s resources and the accompanying CD-ROM.

· HUD. Ms. Van Vleck serves as the graphics lead to PATH. She designs program brochures, advertisements, promotional give-aways, flyers, and signage for meetings and exhibits.

· DOE’s Weatherization Assistance Program. Most recently, Ms. Van Vleck designed a series of technical briefs for DOE’s Hot Climate Initiative illustrating the key weatherization practices for hot climate States.

· DOE’s Building Technologies Program. Ms. Van Vleck designed the Building America Resource Network extranet site for the Building America Program. For Building America, she is currently designing a 100-page manual on energy-efficient building techniques for use by home builders.

· ENERGY STAR (DOE and EPA). Ms. Van Vleck provides print and electronic design support to ENERGY STAR, specifically to the West Coast and Southwest regions.

Jamie Treworgy

As Information Technology Services Manager (2002-present), Mr. Treworgy is responsible for D&R’s IT services and application development team. His responsibilities include overseeing development of software and information management solutions, including databases, Web sites, data manipulation, and other custom software solutions to meet client needs. Mr. Treworgy’s current projects include developing a new information system for ENERGY STAR; managing and developing a variety of Web sites for HUD, EPA, DOE, and the District of Columbia; and managing several information systems for D&R.

VIII.
Budget

D&R requests a total of $3,211,908 for both 2004 and 2005 for development and implementation of this program. This budget will cover the labor required to develop the program, market it to builders, develop and place marketing materials and the pay the incentives to builders and manufacturers that participate in the program. Roughly 81.62 percent of the funds budgeted for this program are targeted to go toward the payment of incentives to program participants.  

The administrative and incentive budgets for SCE and SoCalGas depend on delivering the program simultaneously to the utilities’ markets, with the lighting incentives separated for SCE, and the clothes washer and dishwasher incentives for SoCalGas. The administrative costs for both SCE and SoCalGas assume that both programs will be awarded and the costs of delivering the program (both lighting and appliances) to the same market will be spread between SCE and SoCalGas. Because the lighting program is a new market, the administrative costs are higher if only the lighting portion of the program is funded.
A detailed budget is attached in the CPUC workbook. A summary of the budget follows.

	High Efficiency Appliance and Lighting Program – Southern California Gas

2004 and 2005 Budget Summary
 

	 
	SoCalGas

	Administrative
	

	       Managerial and Clerical Labor
	$31,115

	       Human Resource Support and Development
	$66,264

	       Travel and Conference Fees 
	$8,421

	       Overhead (General and Administrative) - Labor and Materials
	$48,027

	Marketing/Advertising/Outreach
	$162,534

	Direct Implementation
	

	       Financial Incentives to Customers
	$2,450,000

	       Rebate Processing and Inspection
	$185,297

	Evaluation, Measurement and Verification
	$50,125

	Potential Performance Award
	$210,125

	 
	 

	 TOTAL BUDGET
	$3,211,908
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Julieann Summerford




9/16/03

D&R International 

10174 Old Grove Road, Suite 200

San Diego, CA 92131

Dear Julieann, 

Per our conversation, General Electric is very excited about participating in D&R International’s High Efficiency Appliance and Lighting Program proposed for SCE, SoCalGas, SDG&E, and PG&E’s service territories for 2004 and 2005. General Electric has had a long tradition of serving builders over the last 50 years and is currently the leading source of appliances for builders nationally with almost 50% share. With a growing line of appliances that are Energy Star compliant General Electric can supply builders with a line of dishwashers, clothes care products, refrigeration and air conditioners that are very cost efficient and meet the ENERGY STAR guidelines. 

General Electric can provide builders with award winning products and in addition can provide delivery and installation services to our builders. General Electric has the largest fleet of service technicians of any appliance manufacturer in the Industry and provides builders with over 120 locations nationally to pick up appliances. 

Currently, we are working on a system where GE would provide builders a direct credit for ENERGY STAR appliances and then submit documentation to D&R for reimbursement. This method we feel will provide builders with more of an incentive to upgrade to ENERGY STAR products because it reduces the builders administration costs associated with the incentive program. 

Julieann, we look forward to working with your company on this initiative let me know if you have any questions. 
cc    Jerry Rose 





Regards  

        Martha Davis 















Steven Anderson 
















� Lighting Efficiency Technology Report, Volume 1, California Baseline, prepared by the Heschong Mahone Group for the California Energy Commission, page 1. This estimate is probably on the low side for the new construction sector. The estimate includes existing homes, which are less efficient than new homes built under 2001 Title 24 standards and typically include more lighting fixtures than older homes.


� Data based on conversations with industry experts.


� Data based on conversations with industry experts.
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