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Residential Retrofit Energy-Efficiency Program in the

Pacific Gas & Electric Service Territory

I.  Program Overview

A.  Program Concept

D&R International, Ltd. (D&R) presents California with the opportunity to create a new market for energy-efficiency services by working through big-box retailers—led by Sears, The Home Depot, and Lowe’s
—to provide energy efficiency as an integral part of their installed services programs. D&R proposes to work with this sector to build a statewide network of contractors capable of integrating energy efficiency into a broad range of mainstream home improvement services. The targeted retailers already have their own networks of licensed and certified contractors, and are seeking to expand the range of services that they offer; D&R proposes to help these retailers integrate energy efficiency as a value-added element into this growing market infrastructure for home improvement services. This concept promises substantial long-term energy and cost savings for the State and for consumers, increasing the impact of existing or planned hardware incentive or direct installation programs. As retailers market these value-added services to consumers, they will create sustainable consumer demand, which the State will be able to leverage for its existing efficiency program investments. Although California’s efficiency programs do not currently address the retail-based services market segment, this model will link with Investor-Owned Utility (IOU), third-party, and statewide marketing and outreach programs—especially for contractor training, consumer education, and hardware incentives—to create synergies among these disparate activities. D&R also proposes to target the tremendous untapped potential of non-English-speaking and minority markets in California as part of this effort. 

B. Program Rationale

The main goal of this program is to overcome market barriers to the delivery of energy efficiency in residential home improvement services. The primary focus is on building awareness among the service suppliers—both retailers and contractors. The proposed incentives will motivate contractors to obtain the necessary qualifications, but are less critical than the information itself. Therefore, the program that D&R proposes would combine incentives and information, but should be evaluated as an information program. The incentives are not focused on hardware installations, but designed to stimulate an infrastructure for service delivery. 

Although this proposal is specific to the PG&E territory, D&R will leverage the effort by conducting the same activities on a statewide basis. This is critical to securing the full participation of retailers and thus achieving the level of coordination necessary to meet the program objectives. Retailers have indicated that they find it difficult to implement promotional programs that are limited to specific utility territories. 

There are five key reasons for targeting the home improvement retail sector for energy-efficiency services:

1. The retail sector is a critical market niche for home improvement services not addressed by California’s energy-efficiency programs.

2. The retail-based home improvement service market is growing rapidly and looks to become one of the most common ways homeowners will contract for a broad range of installed services.

3. Retailers, contractors, and homeowners would benefit from the proposed approach.

4. The energy savings potential for packaged home improvement services is significant.

5. California can demonstrate leadership in creating an infrastructure and benefit from leveraging efforts of national players.

Market Niche

California has a range of energy-efficiency programs targeting the residential retrofit sector; some of these programs work with retailers to sell efficient products while others train contractors to deliver efficiency services. However, none of the existing retrofit programs are helping to build a permanent infrastructure to deliver efficiency retrofit services through the mainstream retail sector. Utilities operate well-regarded training facilities and offer contractor training in some of the subjects relevant to this project. Several 2002-2003 third-party programs have included relevant contractor training, but the retail home improvement sector is not involved in those programs. 

Training programs alone cannot create the needed infrastructure to deliver energy efficiency as a part of everyday home improvement services. Utilities largely abandoned endorsement or certification of contractors due to liability concerns. As a result, it remains difficult for a homeowner seeking a qualified contractor to find a referral for a provider of efficiency services. This program will position retailers to provide the referrals and guarantees that consumers need. Moreover, most current utility and third-party programs are focused on hardware and incentives, and therefore provide training for a limited range of services that meet program cost-effectiveness requirements. This emphasis on near-term cost-effectiveness has come at the expense of developing a permanent service delivery infrastructure that will increase the long-term energy savings above those achievable through hardware alone.

The Energy-Efficient Home Improvement Services program will overcome these barriers by providing training for services that can be integrated simply into typical home improvement projects. To achieve this goal, D&R proposes an innovative approach: 


· Leverage the current efforts and resources California is investing in contractor training

· Connect contractors to homeowners through retailers 

· Connect energy efficiency to general home improvement projects

Growing Market

Home improvement service is a significant and growing business, reaching $122 billion in sales for the last four quarters. Big box home improvement retailers are gaining market share not only in sales of energy-efficient products, but by increasingly targeting the market for services performed at their customers’ homes. These home improvement retailers typically have a network of trained and licensed contractors who can perform selected home improvement services. Consumers are increasingly choosing to contract through retailers so they can purchase supplies and secure a contractor at the same time. Even more compelling, the retailers have pre-screened their contractors and provide a satisfaction guarantee. 

The convenience and reliability of selecting a pre-screened contractor backed by a retailer’s guarantee has created major inroads for the home improvement sector. These retailers are working hard to inform customers about the range of services they offer. For example, Sears spent about $15 million advertising its Home Services during the first quarter of 2003 alone. Working through retailers’ existing marketing channels, D&R will help educate customers about efficiency services and create a permanent delivery mechanism for energy efficiency. 

Benefits to Stakeholders

Contractors working through the retail sector secure a larger referral network than they could by working independently. By offering efficiency services through their retail referrals, they can add value and profitability to many projects. 

Retailers will increase revenues not from the additional services, but by supplying the materials and equipment needed for the efficiency upgrade projects. Retailers also can distinguish themselves from each other by offering different service packages or pricing, structuring similar packages in unique ways, and using different marketing techniques. These home centers are working to build customer loyalty and differentiate themselves from their competitors; by offering a unique suite of efficiency service options, the retailers can offer improved customer service and build a foundation for future business. 

Finally, homeowners gain the convenience of finding contractors through their current home improvement centers. The association of efficiency services with California’s energy-efficiency programs, backed by the satisfaction guarantee of the retailers, provides the needed credibility. Consumers also benefit tangibly through reduced energy consumption, utility bill savings, and improved comfort of their homes.

Energy Savings Potential

Most home improvement retailers offer standard installation or repair services, but there is not yet an explicit energy-efficiency component. This project will make such options possible. For example, rather than simply installing insulation, the retailer could offer to perform home diagnostics to identify the areas of the home where insulation will be most effective in reducing the heating and cooling load. The retailer also could provide advice on additional services that would enhance the comfort and efficiency of the home, and perform those services that result in long-term energy and cost savings for the homeowner. 

Existing hardware installation services might entail replacing an old central air conditioner with an ENERGY STAR( qualified model, accompanied by a utility-administered rebate, saving the consumer over 25 percent on cooling load. Combining this hardware with a new service package including proper sizing, installation, duct sealing, and a programmable thermostat can result in additional energy bill savings of over $200 a year per household. Proposed packages of energy-efficiency services such as air sealing and insulation, along with proper sizing and installation of heating and cooling equipment, can reduce heating and cooling energy consumption by 20 to 40 percent. With over 400,000 high-efficiency air conditioners installed in California annually, the State also can accrue significant energy savings when combined with enhanced energy-efficiency services. 

California Leadership and Reinforcement at the National Level

The main market barrier that this project proposes to address—lack of market infrastructure to deliver efficiency services—is not unique to California. By training contractors and integrating them into local and national retailer networks, California has the opportunity to create not only a statewide infrastructure for energy-efficiency service delivery, but also influence the creation of this network across the country. As the national retailers (The Home Depot, Lowe’s, and Sears) succeed in delivering their selected service packages and increase their own referral networks of qualified contractors, they will seek to expand those services to other parts of the country. Thus, California has the opportunity to demonstrate an innovative approach and provide leadership in energy efficiency to many other States. 

As this national infrastructure for energy-efficiency service delivery grows, national trade associations such as the Air Conditioning Contractors of America (ACCA) and North American Insulation Manufacturers Association (NAIMA) also are likely to invest in training-qualified contractors. Such training will strengthen the permanent infrastructure of contractors and services in California.

C. Program Objectives

The Energy-Efficient Home Improvement Services program seeks to achieve the following objectives:

· Create a robust delivery network of energy-efficient residential retrofit services. By seeking to integrate energy efficiency into the growing retail market for installed home services, D&R aims to create an easily accessible network of qualified contractors for a broad range of residential retrofit services. This network will overcome the market barrier that consumers currently face in not knowing where to find qualified contractors. D&R will work with retailers to ensure contractors are trained and have appropriate certifications. Retailers will market the services and provide access to the contractors, helping consumers integrate energy efficiency into their home improvement projects.

· Build market infrastructure by leveraging the resources that Public Goods Charge (PGC) funded programs are investing in contractor training and coordinating all the relevant programs. D&R will work closely with IOUs and third parties that are implementing contractor training programs to avoid duplication of training services, educate contractors about the opportunities, and improve the effectiveness of every PGC-funded training effort. D&R also will work closely with the Efficiency Partnership and other statewide marketing program implementers to ensure that contractor training opportunities and efficiency services information are integrated into the Flex Your Power Web site and other informational media as appropriate. 

· Integrate the retail sector, which is otherwise ignored by California’s efficiency programs for contractor training and service delivery. By integrating retailers into California’s efficiency efforts, D&R proposes to leverage their marketing and advertising resources, the credibility they hold for consumers in providing satisfaction guarantees for services, and the growing influence they have in recommending the contractors and services chosen by their customers.

· Target the most critical consumers, including residents in more extreme climates and in the hard-to-reach market. To achieve the greatest efficiency gains, the proposed home improvement services should focus on those regions of the State that face the highest heating and cooling bills. For example, heating bills in parts of Climate Zone 16 can exceed $500 each year; annual heating and cooling in inland valley areas in Climate Zones 11, 12, and 13 can exceed $800; and north coast cities in Climate Zone 1 face heating bills exceeding $700 each year. While the effort will be implemented statewide, these critical geographic regions tend to have a higher percentage of rural and low-income customers who will benefit more significantly from reduced energy bills. In addition, the program will include significant outreach to Hispanic and other hard-to-reach markets that are not primarily English speaking. These markets offer tremendous potential for energy savings. Hispanic consumers, for example, are a growing percentage of homeowners in California and are investing in home improvement products and services at a rate three times higher than Caucasian homeowners. 

II. 
Program Process

A. Program Implementation

Unlike other programs that now promote energy-efficiency services, the Energy-Efficient Home Improvement Services program:

· Connects qualified contractors with retailers offering home improvement services and delivers services through those retailers.

· Leverages the existing contractor and training infrastructure in California, but provides more specific opportunity to deliver services once contractors are trained.

· Leverages marketing resources both upstream through retailers and downstream through statewide groups such as the Efficiency Partnership.

D&R proposes three major areas of activity:

1. Retail recruiting and development of service packages

2. Contractor recruiting and training

3. Delivery of efficiency services through retail channels 

Retail Recruiting and Development of Service Packages

The first and most critical step for this program is to secure an agreement to participate from at least one of the major home improvement retailers at an early date. While D&R will recruit all three national home improvement chains, this is a highly competitive group. D&R anticipates that as soon as one of the three retailers proves it can implement these services, the others will quickly follow. D&R also will reach out to smaller California-based home improvement retailers to identify ways for them to promote energy-efficiency services through their referral networks.

D&R will recruit retailers, building on its existing relationships developed through ENERGY STAR and Flex Your Power. D&R will present each targeted retailer with a customized description of the opportunity based on their business model, core strengths, and ability to deliver services. For example:

· Sears has the most well established heating, ventilation, and air conditioning (HVAC) sales and installation practice of the three targeted retailers. The company also has been seeking to expand value-added services such as duct sealing and HVAC system tune-ups to this practice. D&R proposes to use this area as a starting point with Sears. 

· Lowe’s has been active in educating its sales staff and customers about the benefits of air sealing and insulation. D&R proposes to work with the Lowe’s contractor network to offer energy-efficient insulation and air-sealing services targeting customers that Lowe’s serves in more extreme climate areas such as those in Climate Zones 12 and 13.

· The Home Depot offers free on-site consultations for homeowners considering home improvement services. D&R proposes to package diagnostics, such as blower door tests and home energy audits, into appropriate introductory consultations. D&R also will work with The Home Depot to offer appropriate packages of service recommendations for the various situations contractors will find.

In developing the packages of energy-efficient home improvement services, D&R will work closely with each retailer to outline a range of options, and to center on a limited set of services as an initial offering. Since this concept is new, the retailers will focus on no more than three different packages of services and work with D&R to identify a highly qualified network of contractors. This approach will ensure that the retailers can deliver services profitably and achieve customer satisfaction. After the initial offering has been successful, D&R will continue to work with retailers to expand the range of services they offer and the expertise of contractors through additional training. 

D&R will work with retailers to offer combinations of the following service packages:

· Diagnostics. Offer blower door tests, thermal scanning to detect heat flow, HVAC system sizing, and home audits or inspections, coordinated with IOU-sponsored home audits or audit software.

· Recommendations. Provide a prioritized list of recommendations for cost-effective energy-efficiency upgrades or elements to incorporate into planned home projects.

· Efficiency add-on to typical home improvement services. Examples include proper sizing and installation of new air conditioners or furnaces, air sealing and/or duct sealing with insulation, and an efficiency-upgrade package for typical installed improvement services (e.g., kitchen or bath remodeling, home additions, and installation of siding or roofing). 

For services that involve hardware installation, D&R will ensure that retailers and contractors inform their customers about product rebates available through IOUs and third-party-sponsored programs. The net effect will be to drive consumers to the utility and third-party programs for elements that are rebated, while encouraging them to think comprehensively about the upgrade. In this way, the hardware/incentive programs also will benefit.

Through this gradual expansion of services in stages, D&R will help retailers offer a broad array of services so that energy efficiency can be integrated into almost any home improvement project. Retailers also can consider incorporating Home Performance with ENERGY STAR into their service offerings. ENERGY STAR can bring the national label associated with energy efficiency to both the retailers and the contractors, providing credibility that will help build consumer recognition, confidence, and demand.

As part of the development of service packages, D&R also will work closely with participating retailers to develop a pricing structure. If the total cost of a home diagnostic package is $250, for example, D&R will work with the retailers to structure the costs in a way that will be attractive to consumers. Options include offering discounts on initial diagnostics, waiving the fee upon implementation of recommended services, offering discounts on related products or equipment, and providing low-cost financing. 
Contractor Recruiting and Training

D&R will work both through retailers and existing energy-efficiency contractor associations and training facilities to secure qualified contractors who can provide the packaged services on behalf of the retailers. 

Enhancing Qualifications of Contractors already Affiliated with Retailers

The first source for recruiting eligible contractors is the retailers’ own contractor networks. D&R will ensure that the contractors have the necessary skills to integrate energy efficiency into other service offerings. Some retailers have close control over their contractor training and service offerings. For example, Sears’ heating and cooling contractors are employed and trained by Sears. In this situation, D&R will work with Sears to develop criteria for selecting contractors capable of providing the additional efficiency services. D&R will provide technical content that Sears can integrate into its internal training curriculum and work with trainers to ensure that contractors are fully qualified, including obtaining all appropriate testing and certifications.

In most cases, however, retailers and contractors are not so closely connected. For Lowe’s, The Home Depot, and some of Sears’ Home Services (including window installation and general home improvements), the retailers each maintain a database of qualified contractors. The retailer selects the best individual(s) for a project based on skills, location, licensing requirements, and availability. While retailers offer informal training through in-house and supplier-provided mechanisms, they rely heavily on the contractors to obtain their own professional training, certifications, and licensing. In these situations, D&R will work with the retailers to help develop screening criteria to select contractors with the skills or potential to offer the selected packages of energy-efficiency services. 

D&R will take a more hands-on approach to assist these retailers in ensuring that contractors have the proper qualifications to deliver the selected packages of energy-efficiency services, and will connect the retailers to available training services such as those provided by utility training centers (e.g., PG&E’s Energy Training Center in Stockton and Pacific Energy Center in San Francisco) or offered by third parties. D&R’s main activity will be to identify the necessary training for each set of services a retailer plans to offer, and to coordinate with California’s existing energy-efficiency training infrastructure to secure the best contractor training. D&R also will coordinate with other groups that offer relevant skill-building opportunities and certification, such as the Buildings Performance Institute, Affordable Comfort, and industry trade associations. 

If specific training is required but not available through existing channels, D&R will organize training sessions and hire the most qualified and cost-effective trainers. For example, D&R could organize sessions on ENERGY STAR Home Sealing or Manual J (Air Conditioning) Certification. D&R anticipates offering such sessions at no cost to the contractors. D&R will encourage the retailers to offer an incentive for contractor participation.

Connecting Retailers with Additional Qualified Contractors

D&R will connect retailers to California’s contractor training network—provided by utilities and third parties—so that they can identify and recruit specialists who already have energy-efficiency qualifications. Since retailers often seek to expand their own list of contractors, they are likely to welcome access to new sources of eligible service providers.

D&R also will identify pre-qualified contractors who already deliver the selected energy-efficiency services in California and work with retailers to integrate those contractors into their own referral and service networks. Specifically, D&R will find qualified home raters and diagnosticians through California Home Energy Efficiency Rating System (CHEERS), contractors who have been trained and accredited through utility training centers, and contractors who have been trained through relevant energy-efficiency related organizations. In addition, D&R will work with professional associations such as North American Technical Excellence (NATE), ACCA, and the Refrigeration Service Engineers Society (RSES) to identify trained contractors. For example, ACCA provides training in proper sizing and installation of air conditioning equipment for maximum efficiency. The Home Depot, which offers air conditioner installation in California, could work with ACCA-trained contractors to provide an enhanced efficient home cooling service, coordinated with utility-sponsored rebates.

D&R also will reach out to independent contractors through contractor associations such as those listed above and the National Association of the Remodeling Industry (NARI) to ensure that these contractors can participate in the retail-based programs if eligible.

As part of its efforts to connect retailers and contractors, D&R plans to coordinate closely with the Efficiency Partnership to post and update training opportunities, mechanisms for retailers to identify qualified contractors, and retail-based efficiency service offerings on the Flex Your Power Web site.

Delivery of Efficiency Services through Retail Channels

D&R anticipates that the early part of this two-year program will focus on building the retail and contractor infrastructure to deliver services, and that this infrastructure will be sustained over time by retailers and program implementers, even after this program ends. The delivery of efficiency services, stimulated by contractor incentives and retail marketing, is effectively a catalyst to establishing the consumer market for efficiency services, but this market will become self-sustaining over time. 


Once participating retailers have identified the efficiency services they plan to offer and have a list of qualified contractors, they will begin to market and deliver these services. D&R anticipates that each participating retailer will offer a different set of energy-efficiency services. The critical factor in raising consumer awareness is for the retailers—and the contractors who work for them—to explicitly offer energy efficiency as a standard part of their home improvement services. Eventually, any customer contracting through a retailer for home improvement services will be offered an array of energy-efficiency upgrades. Through continued marketing and outreach, consumers will begin to consider energy efficiency as an essential part of every project.

B. Marketing Plan

There are two aspects to the marketing plan for the Energy-Efficient Home Improvement Services program:

· An upstream marketing effort leveraged through participating retailers that encourages more investment in energy-efficiency services

· A downstream marketing effort coordinated through statewide marketing and outreach programs that targets consumers and stimulates demand for these services

Supply-Side Marketing

D&R will work with each retailer to develop a customized marketing piece, such as a program brochure, presentation, or fact sheet. The packet will integrate Flex Your Power messaging through cooperation with the Efficiency Partnership. D&R will work with retailers to consider a range of incentives to recruit contractors, including paying them to attend training sessions, paying for professional affiliations, or offering preferred listings when providing consumer referrals or recommendations for services. D&R also will work through retailers to inform contractors about incentives for implementing selected energy-efficiency services. When the contractors learn about these incentives, they will have good reason to become qualified to deliver the services, increasing not only their long-term business prospects, but earning more profit right away.

Retailers will print and then distribute their own materials through in-house installed services mechanisms used to recruit or train contractor affiliates. D&R will develop content, especially on the benefits to contractors, which retailers can incorporate into their own materials.

D&R will work with the Efficiency Partnership to distribute information through e-mails, direct mail, Web sites, and project flyers to existing contractor associations, utility training centers, and professional trade associations. The Flex Your Power Web site will be a critical mechanism to post training dates, benefits to contractors, and links to training services across the State.

Consumer Marketing

Participating retailers will implement the majority of the program’s consumer marketing efforts. Currently, retailers are marketing to consumers through Web sites, print advertising, in-store displays, and direct outreach via telephone or at-home visits. D&R will work with retailers to integrate energy-efficiency services into the marketing plans for all these mechanisms. D&R will help retailers develop appealing service descriptions, add elements to existing home improvement options, and recommend various ways for retailers to get their message out. One critical element will be integrating energy-efficiency packages effectively into standard services, so that any installation contact or service desk throughout the retail chain will provide information about the efficiency option. For example, the installation services group, automated Web response, and product departments should all provide customers with the same efficiency package options.

D&R will coordinate with the Efficiency Partnership to integrate information about energy-efficient home improvement services into the partnership’s mass media campaign. D&R will provide educational content that the Efficiency Partnership can integrate into its Web site, collateral materials, print advertisements, and electronic newsletters that update consumers with energy-efficiency news. D&R will work with retailers to leverage their marketing and advertising budgets in cooperative efforts that have more impact than either party could have alone. For example, when retailers place print advertising, they can leverage this program’s marketing budget if they integrate pre-approved messages about their energy-efficiency services. 

D&R will develop marketing messages targeted toward non-English speaking consumers, then coordinate with retailers and statewide marketing and outreach implementers to deliver those messages. D&R has experience in marketing energy efficiency to the Hispanic sector, and will tailor its messages appropriately for this critical demographic sector. (See Section III. A, Customer Description, for more detail on targeting the hard-to-reach market for energy-efficient home improvement services.) 

Recent research conducted by the University of Georgia’s Selig Center for Economic Growth points to the tremendous impact of the Hispanic population’s buying power. This group comprises 13.5 percent of the U.S. population, with a disposable income of $580.5 billion. California has the largest Hispanic population of any State in the country, representing $170.7 billion in disposable income.
 Many of these customers are new to the home improvement market and less aware of the benefits of energy efficiency. D&R will work to combine the concepts so that Hispanic customers quickly begin to understand home remodeling projects as opportunities to improve not only style, but also comfort, efficiency, and long-term cost savings. With guidance from staff who have implemented successful Hispanic market campaigns, D&R will work to convey these messages so that it appeals to the audience, not merely translate existing content into Spanish. (For more information on D&R’s experience in reaching the Hispanic market, see page 27, Hispanic Outreach: ENERGY STAR Qualified Appliances.)

C. Customer Enrollment

As described above, D&R will reach out to three sectors:

· Home improvement retailers. Home improvement retailers are limited in number and will be asked to submit an informal letter indicating their participation in the program. D&R will work in partnership with these retailers to develop specific services and marketing activities with each retailer.

· Contractors. Retailers will enroll qualified contractors in their referral networks. D&R will provide assistance by offering training and connections through PGC-funded programs and relevant contractor trade associations.

· Consumers. Retailers will take primary responsibility for securing consumer enrollment in their service offerings. Consumers can make appointments for at-home services in the store, by telephone, or via Web sites. D&R will provide marketing support and coordinate with the Efficiency Partnership and other statewide marketing and outreach implementers to build consumer demand.

D. Materials

Not applicable.

E. Payment of Incentives

The Energy-Efficient Home Improvement Services program will offer incentives to contractors who complete any of the services through a retail-based service contract. D&R will work with the retailers to determine how incentives may be applied. Options include allowing the contractors to retain the incentive as profit, investing the incentive in additional training, applying the incentive to marketing efficiency services, or passing the incentive on to customers.

When the retailers have established their preferred method of applying incentives, D&R will pay incentives to retailers on a monthly basis, after receiving proof that the energy-efficiency services were delivered and completed. Retailers will distribute incentives to the contractors who provided the services and submit the required documentation. Retailers will send summary reports to D&R detailing the types and number of services performed, characteristics of the homes that will allow energy-savings calculations, contractors providing services, and customer feedback.

F. Staff and Subcontractor Responsibilities

D&R’s role in service delivery will include the following responsibilities:

· Recruiting retailers and assisting them with their selection of services and contractors. D&R will provide input and assistance in marketing their services, and in tracking the actual delivery of services, administering contractor incentives, and working with retailers to adjust their offerings based on results and customer feedback. 

· Identifying qualified contractors and coordinating with all relevant contractor training programs in California.

· Coordinating marketing and outreach efforts with retailers, the Efficiency Partnership, and statewide marketing and outreach efforts targeting non-English speaking customers.

D&R will staff this program as follows:

Program Manager. Ensures that goals are met; manages program implementation; supervises staff; provides strategic direction; and oversees financial and administrative responsibilities.

Technical/Training Lead. Provides experience with home improvement services and energy-efficiency training; works with retailers to establish technical criteria for contractor qualification for a range of services; coordinates with existing efficiency training programs.

Home Improvement Service Lead. Provides technical assistance to retailers in developing appropriate packages of energy-efficiency services.

Marketing Lead. Coordinates with retail marketing staff and other PGC-funded marketing initiatives to educate targeted contractors and consumers; provides strategic direction on outreach to Hispanic and other hard-to-reach customers.

Retail Liaisons. Serve as points of contact for specific retailers; coordinate all outreach and interactions with each retailer; lead the effort to recruit retailers.

Project Associates. Perform research and implementation of tasks as directed by the project area leads listed above; associates include marketing implementation staff experienced in outreach to the Hispanic market.

D&R anticipates hiring subcontractors for the following activities:

Contractor Training. If needed, D&R will contract with training experts to provide specific training services.

Evaluation, Measurement, and Verification (EM&V). D&R will solicit competitive bids for EM&V activities.

G. Work Plan and Timeline for Program Implementation

The following timeline assumes an April 1, 2004, start date. Dates will be adjusted if the program is funded for an earlier or later start date.


	Timeline for Program Implementation


	Milestone
	Deadline

	Retail Outreach

	Secure commitment from initial participants
	May 1, 2004

	Identify individual priority activities, strengths, and current service offerings for each retailer
	May 15, 2004

	Develop service package descriptions
	June 15, 2004

	Contractor Recruiting

	Develop eligibility criteria for each retailer’s service offerings
	July 1, 2004

	Help retailers review lists of their contractors for prospective efficiency service providers
	July 15, 2004 

	Obtain lists of contractors trained through efficiency programs
	July 15, 2004

	Contractor training
	

	Identify training categories needed by groupings of prospective service providers
	July 31, 2004

	Coordinate with training facilities and third parties to create training calendar
	July 31, 2004

	Marketing

	Develop marketing content for retailers to recruit contractors
	June 30, 2004

	Provide content for the Efficiency Partnership Web site and other outreach media to reach out to contractors and consumers
	June 30, 2004

	Secure agreement with the Efficiency Partnership and other statewide marketing and outreach implementers for coordinated marketing
	June 30, 2004

	Incentives

	Finalize format and requirements for incentive payment with each participating retailer
	July 15, 2004

	Pay incentives
	Ongoing, paid monthly

	Continuing Program Implementation

	Quarterly reports
	Quarterly, starting June 30, 2004

	Annual report
	12 months from program start date

	Final program report and recommendations
	March 31, 2006


III. 
Customer Description

A. Customer Description

The targeted customer base for this project is homeowners living in homes that are 10 years old or older, and likely either to be in the market for new appliances or equipment or considering home improvement projects. This broad customer base constitutes approximately 55 percent of California households. These customers can include residents of both single- and multi-family housing, as long as the owner can implement home improvement projects.

Within this group, D&R intends to reach a significant number of hard-to-reach customers. D&R will target rural and moderate-income homeowners and non-English speaking homeowners across the State. According to a recent study by the Joint Center for Housing Studies at Harvard University,
 U.S. home ownership rose 45.9 percent among the Hispanic population, 39.8 percent among the Asian population, and 23.7 percent among the African American population from 1995 to 2001. 

Many of these new homeowners fall into lower income categories and tend to purchase less expensive existing housing, rather than new homes. As a result, home improvement spending among Hispanic consumers rose almost 80 percent during the same time period. Among Asian and African American homeowners, home improvement spending also grew at a faster pace than among Caucasian homeowners. In the hard-to-reach market, D&R will target owners of older homes who are planning home improvements.

B. Customer Eligibility

All customers who implement the approved energy-efficiency home improvement services will be eligible to participate. 

D&R will help retailers establish appropriate eligibility criteria for contractors.

C. Customer Complaint Resolution


Each retailer targeted for participation in the Energy-Efficient Home Improvement Services program has a satisfaction guarantee, including customer complaint resolution systems for their installed service programs. Upon completion of installed services, customers complete an evaluation form or otherwise provide feedback directly to retailers. If any job is considered unsatisfactory, the retailer will send a qualified contractor back to the home and continue work until the homeowner’s expectations are met. The retailers keep records of customer feedback and evaluate their own contractor network. Retailers dismiss any contractors who do not perform to expectations. D&R will ensure that the same process and satisfaction guarantee remains in place for efficiency-related services.


D. Geographic Area 

To maximize the benefits to consumers and the energy savings in the State, marketing will be more heavily targeted toward customers in  inland valleys with high cooling costs, particularly areas in Climate Zones 11 and 12 and mountain and northern coastal regions facing high heating bills, focusing in Climate Zones 1 and 16. D&R intends to reach targeted customers across all of PG&E’s service territory, but will place heavier emphasis on reaching customers in regions with more intense climate patterns outside of the highly populated coastal cities (San Francisco, Los Angeles, and San Diego). These customers, facing more extreme weather patterns, are much more likely to seek improvements to enhance the comfort of their homes, and would be likely to look for opportunities to reduce their energy bills through the same projects. Since the targeted home improvement measures for this program focus on heating and cooling energy-efficiency improvements, customers in these regions will find it more cost-effective to implement not only high-efficiency hardware installations, but to invest in affiliated services to enhance the benefits of their new equipment. California will also achieve much more significant energy savings—both long-term sustained energy savings and peak cooling load—by focusing these home improvement services on the targeted regions, where customers are much more likely to be operating their heating and cooling equipment for longer periods of time.

Customers outside of the major urban areas also tend to have a lower rate of participation in existing programs such as IOU-sponsored rebates. By focusing on these rural parts of the state, the Energy-Efficient Home Improvement Services Program will lead to gains in awareness and participation in IOU- and third-party-sponsored hardware programs among hard-to-reach customers.

IV. 
Measure and Activity Descriptions

Although this proposal is being submitted under the “Information-Only” program category, energy savings will be realized from this proposed effort. Energy savings will result from not only specific measures that are eligible for incentives through this program, but also through the enhanced participation in PG&E’s residential rebate program.
A. Energy Savings Assumptions

Energy savings estimates for the AC Tune Up and Duct Sealing were taken from the California Energy Commission’s (CECs) Database for Energy Efficient Resources (DEER). The values were developed based on an average across the CEC designated climate zones using the following assumptions for the penetration rate by home vintage:

	California Housing Stock

	Home Vintage
	Percentage

	Pre-1978
	30%

	1978-1992
	40%

	1992-1998
	20%

	Post-1998
	10%


The resulting energy savings estimates are as follows:

	Energy Savings Estimates

	Measure
	kW/unit
	kWh/unit
	Therm/unit

	AC Tune-Up
	0.3531
	280.56
	-

	Duct Sealing
	0.1867
	152.18
	17.28


The Air Sealing measure estimates were developed by running computer simulations using the Micropas software package. A base-case typical California home was modeled using the following assumptions:
	Basis for Savings Estimates

	Measure
	Base Case Assumptions

	Roof Cavity R-Value
	R-27

	Total Roof R-Value
	R-30

	Wall Cavity R-Value
	R-7

	Windows
	Single pane, Conductivity=1.09 Btu/ft2-hr-F, & SHGC=0.82

Windows evenly distributed between orientations

	Floor Area
	1,800 sq ft

	Foot Print
	60 ft x 30 ft, 8 ft height; 1-story, slab foundation

	Window Area/Floor Area
	16%

	Heat Setpoint/Setback
	70/60

	Cool Setpoint/Setup
	78/85

	Foundation Type
	Slab

	Floor R-Value
	No Floor or Slab Insulation

	Infiltration
	3,000 CFM-50

	Duct Leakage
	22% of Fan Flow

	CAC Efficiency
	10 SEER

	Furnace Efficiency
	78 AFUE


To develop the savings level for each measure, the infiltration savings were modeled as a 1,000 CFM-50 reduction. The results by CEC climate zones were then adjusted using the heating and cooling unit energy consumption (UEC) estimates available by utility. Each of the following tables provides the average energy savings for specific measures: 

	Savings Measures – Air Sealing

	Measure
	kW/unit

	kWh/unit
	Therm/unit

	Air Sealing
	0.0457
	29.46
	32.20


The program also will promote the “right sizing” of equipment by encouraging the performance of load-sizing calculations. Where a system can be properly installed to meet the required load with a central air conditioning system that is smaller than the one previously installed, an incentive will be available. The impact for the reduction in equipment size by ½ ton is calculated as follows:

Savings =
12,000 Btu/hr
x
watt
x
kW
x
1
=
0.4615 kW


Ton

13 Btu/hr

1000 watt

2

To determine the peak value for the ½-ton reduction, PG&E’s peak cooling h-factor of 0.49 was applied to all utility territories. The impacts used for the ½-ton downsizing measure are as follows:

	Savings Measures – AC Downsize

	Measure
	kW/unit

	Downsizing-1/2 ton
	0.2262


It is anticipated that PG&E will continue to provide incentives for attic insulation, wall insulation, ENERGY STAR labeled windows, and other home improvement measures throughout this program. This effort will promote the available incentives. However, not all customers choosing to install these measures are expected to apply for and receive the available rebates. Therefore, D&R anticipates additional savings for these measures. The energy savings estimate, which follows, is based on the estimate provided for PG&E’s 2003 program. 

	Savings Measures – Insulation & Windows

	Measure
	kW/sq ft
	kWh/sq ft
	Therm/sq ft

	Attic Insulation
	0.0002
	0.13
	0.05

	Wall Insulation
	0.0002
	0.13
	0.05

	ENERGY STAR Windows
	0.0031
	1.98
	0.20


B. Deviations in Standard Cost-Effectiveness Values

The cost-effectiveness values used are as follows: 

	Cost-Effectiveness Values

	Net-to-Gross Ratio
	Values
	Source

	    All Measures
	0.89
	Policy Manual

	
	
	

	Estimated Useful Life

	AC Tune-up
	10
	Previous IOU filings

	Duct Sealing
	20
	Previous IOU filings

	Air Sealing
	10
	Industry experience

	Downsizing-½ ton
	15
	Policy Manual

	Attic Insulation
	20
	Policy Manual

	Wall Insulation
	20
	Policy Manual

	ENERGY STAR Windows
	20
	Policy Manual

	Incremental Measure Cost

	Env. & Equipment Inspection/Diagnostics
	$100

	CEC DEER Database

	AC Tune-up
	$23

	CEC DEER Database

	Duct Testing
	$150
	CEC DEER Database

	Duct Sealing
	$480

	CEC DEER Database

	Thermal Analysis Flow/ Leakage
	$100
	Industry experience

	Home Energy Rating
	$250
	Industry experience

	Exhaust Fan Flow Test
	$50
	Industry experience

	Pressure mapping
	$50
	Industry experience

	Blower Door
	$98.33
	CADMAC 1996 Measure Cost Study

	Air Sealing
	$255.17

	CADMAC 1996 Measure Cost Study

	CAC Proper Sizing
	$50
	Industry Experience

	Downsizing-½  ton
	$410.67

	CEC DEER Database

	Attic Insulation (per sq. ft)
	$0.50
	PG&E’s 2003 program

	Wall Insulation (per sq. ft)
	$0.90
	PG&E’s 2003 program

	ENERGY STAR Windows (per sq. ft)
	$1.680
	PG&E’s 2003 program


C. Rebate Amounts

Following is the schedule of contractor incentives for the Energy-Efficient Home Services program. For all the diagnostics services proposed to receive $100 incentives, the incentive is one-half to one-fifth of the actual cost of services. The incentive is set at this level to motivate contractors to acquire the skills needed and build practice in delivering those services. In addition, these services are expected to result in the greatest energy savings and, therefore, cost-effectiveness. For the diagnostics services at the lower levels, the incentives are offered to extend the breadth of energy efficiency into additional areas and to make it possible for contractors to more easily integrate energy efficiency into routine home visits. 

All of the incentives for the efficiency improvement services are set at a very low percentage of the actual cost of providing the service, but are prioritized in order of defined energy savings potential. The incentives are set at a level that contractors are likely to consider worthy of investment in new skills or marketing new services. The incentives for diagnostics and services also are intended to be complementary, further motivating contractors to market these services and price them in a way that consumers will find attractive. For example, a contractor could perform a duct leakage test, and upon approval of the homeowner, seal the ducts, receiving total incentives of $200. The contractor and retailer could choose to waive the duct leakage test fee if the homeowner opts to have the ducts sealed.

	Incentive Types and Values

	Service
	Contractor Incentive

	Diagnostics/Inspection Services

	· Blower door test
	$100

	· Thermal analysis of air flow and leakage
	$100

	· Home energy rating (HERS)
	$100

	· Duct leakage test
	$100

	· Envelope and equipment inspection and diagnostics
	$100

	· Exhaust fan flow test
	$35

	· Pressure mapping
	$35

	Efficiency Improvement Services

	· Air conditioning energy-efficient sizing (based on Manuals J, S)
	$50

	· Air conditioning downsizing (½ ton) (based on Manuals J, S)
	$100

	· Air conditioning system tune-up
	$50

	· Air sealing
	$100

	· Duct sealing
	$100

	· Remodeling project efficiency upgrade (must be a pre-approved upgrade, such as a combination of high-efficiency hardware and installation for a room remodel or addition)
	$50


D. Activities Descriptions

The Energy-Efficient Home Improvement Program will offer contractor training as needed. Most sessions will be one full day of training provided at no cost to interested contractors. Based on its experience in providing training services, D&R estimates the cost of training to average no more than $1,960 per session. 

In most cases, D&R anticipates that contractors will be able to obtain the necessary training through their trade associations or existing utility-sponsored energy-efficiency training. D&R also will coordinate with third parties such as the California Building Performance Contractors Association, which is currently offering comprehensive residential retrofit service training in selected areas of PG&E’s service territory.



V. 
Goals

Qualitative Goals

Qualitative goals are set to help measure progress in meeting the ultimate project goal of creating a permanent infrastructure for delivery of energy-efficiency services through home improvement retailers. 

Following are the specific qualitative goals for the program period:

· Increase consumer awareness of efficiency impacts of home improvement projects

· Increase retailer investment in delivering energy efficiency as a mainstream part of home improvement services

· Increase coordination among existing efficiency programs, training contractors, and retailers who offer home improvement services

Quantitative Goals

The quantitative goals also are used to indicate progress or growth in developing a retail-based infrastructure for delivering efficiency services. Specific goals for the two-year program are as follows:

	Quantitative Goals

	Metric
	Goal

	National retail chains offering home improvement services
	3

	State/local retail chains offering home improvement services
	2 

	Total number of storefronts offering efficiency services
	64

	Contractors determined to be eligible to provide home improvement services through retail network 
	250

	Number of consumer inquiries about energy-efficiency services (via Flex Your Power Web site or retailers)
	17,600

	Number of installed services completed
	1,760

	Increase in sales of efficiency-related products at participating retailers (e.g., programmable thermostats, insulation, weatherstripping, and high-efficiency products with rebates)
	10%


Energy and Peak Demand Savings

	Energy Savings

	Utility Territory
	Total Net kW
	Total Net kWh
	Total Net Therms

	PG&E
	399
	264,727
	42,204

	SCE
	203
	180,772
	51,461

	SDG&E
	52
	66,426
	10,829

	Total
	654
	511,925
	104,494


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

Approach

D&R has budgeted $22,057, or roughly 4.53 percent of the total program budget, for evaluation. D&R anticipates that the EM&V subcontractor will track progress in meeting not only quantitative goals, but in evaluating the program’s impact in creating a service delivery infrastructure for energy efficiency through the retailers.

D&R proposes that the duties performed by the contractor include the following:

· Develop an evaluation plan for measuring both quantitative and qualitative goals, most likely to involve informal surveys of retailers, contractors, and consumers

· Establish a program baseline describing the current offering of efficiency services and level of retail sales of selected products related to energy efficiency 

· Conduct mid-program (after four quarters of program implementation) and final program assessments, measuring progress against quantitative and qualitative goals

Establishing Program Baseline

D&R proposes that the EM&V subcontractor determine the pre-program level of service infrastructure, service delivery, and consumer awareness and demand for energy-efficiency services. The strategy proposed by D&R involves conducting a brief study that examines the following issues:

· How many contractors in PG&E’s service territory are qualified to offer the energy-efficiency services promoted through this program?

· What types of connections are there between retailers and energy-efficiency contractor training programs?

· What types of energy-efficiency services do home improvement retailers offer?

· What is the level of awareness or interest among consumers in integrating energy efficiency into their home improvement projects?

Mid-Program and Final Assessments of Progress in Meeting Quantitative and Qualitative Goals

To track the quantitative measures, the consultant will be able to measure most progress directly by working through the retailers who can offer data on their sales for specified products, specific information about their participation, service offerings, number of participating contractors, and number and nature of completed projects.

The limited scope of this program, and the associated EM&V budget, does not allow for a broad-based consumer survey to determine consumer awareness levels or retailer investments. D&R anticipates that the EM&V contractor will identify current and ongoing research and surveys to indicate the change in these qualitative measures and conduct a small-scale survey of participating retailers’ customers. D&R also expects that the contractor will interview a sampling of contractors and trainers to determine the changes in the level of coordination and accessibility for retail-based energy-efficiency services.

Potential contractors include Itron, Inc., Power Logic, and Quantec, LLC. These contractors’ qualifications are discussed in Section VII.B.

VII.
Qualifications

A. Primary Implementer

D&R has managed many programs of a similar nature. D&R brings the following key experience to this project: 

1. Recruiting retailers to participate in energy-efficiency programs. Home improvement retailers are the essential component to this proposal. Through ENERGY STAR, D&R has experience recruiting retailers and finding mutual benefits in implementing retail-based energy-efficiency initiatives. D&R already has conducted considerable work on energy-efficiency projects with the targeted home improvement retailers.

2. Implementing market-based energy-efficient home improvement services. D&R has a successful track record of integrating energy efficiency into typical home improvement projects, evidenced by the company’s work with ENERGY STAR Home Improvement and iShow. D&R’s experience will be critical to helping retailers develop service packages that are profitable and attractive to customers and contractors.

3. Creating market infrastructure to deliver energy efficiency on a long-term basis. At this point, there is no mainstream market for delivery of energy-efficient home improvement services. IOUs and others offer contractor training, but consumers do not know how to find—or even know that they should look for—energy efficiency in their home improvement projects. This is a major market barrier. D&R has experience in creating market infrastructure. For example, D&R established the National Fenestration Rating Council, which created a mechanism for determining the energy efficiency of windows. D&R also helped recruit utilities and retailers into ENERGY STAR to bring the program to the market.

Retail Recruiting and Partnerships

ENERGY STAR Program Support

ENERGY STAR is a voluntary partnership among DOE, EPA, product manufacturers, local utilities, and retailers. Since 1996, D&R has worked closely with EPA and DOE and their private-sector partners to make the ENERGY STAR logo the “national symbol for energy efficiency.”  On behalf of EPA and DOE, D&R has established partnerships with over 15,000 retail stores to promote energy-efficient products and services. Some of D&R’s key activities include recruiting retailers, maintaining partnership relations, and conducting numerous marketing and outreach activities to promote ENERGY STAR labeled products. 

D&R has extensive experience in building strong bonds between energy-efficiency programs and retailers that help dramatically increase the value of such programs in the marketplace. D&R’s work with Sears, under contract to EPA and DOE for ENERGY STAR, is an example of how D&R’s strategy has worked. Initially, Sears was reluctant to promote energy efficiency. D&R communicated with Sears over several years to understand their concerns. As a result, D&R was able to highlight ways that Sears could benefit from promoting its high-efficiency appliances. Sears’ interest grew rapidly in proportion to its deepening understanding of the marketing opportunity, and committed to sell increasing numbers of ENERGY STAR qualified products. The effects of this successful partnership extend to other key retailers. D&R has worked with all key retailers in the home improvement sector to build their interest in increasing sales of energy-efficient products. This work has increased the number of high-efficiency models produced by major manufacturers, and deepened the relationship between retailers, utilities, and other organizations implementing PGC-funded efficiency programs. 

Market-Based Energy-Efficient Home Improvement Services

ENERGY STAR Home Improvement: Retail Outreach for Home Sealing

As part of a larger effort to educate contractors and consumers about energy-efficiency improvement potential of sealing air leakage around the home, D&R was selected in 2001 to serve as EPA’s liaison to home improvement retailers to get the message out. Through D&R’s efforts, Lowe’s and The Home Depot have both integrated energy-efficiency and home-sealing messages into in-store signage, customer training clinics, and how-to project information on their Web sites. They have also expressed interested in working together to identify additional ways to educate customers about energy efficiency throughout the home.

ENERGY STAR Home Improvement Video

Retailers require the proper training to sell energy-efficient home sealing products effectively and consumers need simple tools to help them compare the costs and benefits. On behalf of EPA’s ENERGY STAR Home Improvement Program, D&R produced a video presentation in 2003 promoting the energy-efficiency measures tied to home sealing. The focus of this project was to match EPA's goals with home sealing retailer and manufacturer partner goals. Building on many years of developing training materials and messaging, D&R staff developed a concept, wrote, and produced the video. The video will support in-store customer education clinics that many retail partners use to teach their customers how to implement do-it-yourself projects. 

The video kept its message simple, engaging, and on point. Modeled after the program format seen often on the Home & Garden TV cable channel, this video presented a "before and after" approach to the home sealing process. The spokesperson showed the viewers where to look for air leaks in their homes and then directed them to a sales associate for more specific information. The production is due in stores across the country in fall 2003.

This Home Sealing video project met D&R’s goal of providing partners with turnkey solutions. In this case, a single copy of the finished video was shipped to both Lowe's and The Home Depot. They in turn plan to broadcast it through their internal networks to local stores, where it will be played both during an in-store clinic for customers as well as for sales associate staff training. 

Homebuilding Online Code Video Tutorials

With the enactment of more stringent energy efficiency standards by the California Energy Commission (CEC), 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 has developed 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 actor 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 developed technical portions of video scripts, provided on-site production supervision, developed technical Web content, and marketed the video series. To view the more than 100 videos, visit www.energyvideos.com. 


Creating Market Infrastructure

A key barrier to market development is a lack of critical infrastructure. D&R recognizes that the proper information, analytical tools, and training materials must be readily available in the marketplace to spark change. For instance, retailers require the proper training to sell energy-efficient products effectively, while consumers need simple tools to help them compare the costs and benefits of efficient products. 

D&R helps change and influence the marketplace by designing informational tools that address common barriers to environmentally beneficial products. To ensure the highest degree of use, these tools are simple, objective, and accurate. Examples of D&R’s work in this area include developing a set of simple Web-based cost calculators designed to help consumers calculate the financial and environmental benefits of purchasing ENERGY STAR qualified appliances. 

Creation of Windows Energy-Efficiency Rating Infrastructure

The National Fenestration Rating Council (NFRC) is an innovative collaboration between government and industry that was organized by D&R in 1989 and managed by D&R until 2001. D&R staff developed and implemented window energy performance test procedures that have become industry standards. The NFRC window and door rating and certification procedures have become the national benchmark for State and local residential window codes, as well as the basis for the ENERGY STAR Windows Program. Today, the NFRC icon is recognized as a symbol of reliability for customers, much like the UL label, and the Model Energy Code (MEC) and the International Energy Conservation Code (IECC) both reference NFRC. Since 1993, NFRC has seen a 25 percent improvement in average energy performance in the products on the market. Over a seven‑year period that began in 1993, the number of NFRC‑labeled products skyrocketed from 3,800 to 100,000. 

To help professionals continue to hone their skills, D&R developed NFRC Simulation certification training workshops. Using latest-case scenarios to simulate and certify an actual product, the NFRC training has proven to be practical and effective. Today, this training is used as a model across the globe in diverse countries such as Korea, Russia, Australia, New Zealand, and the United Kingdom. 

Hispanic Outreach: ENERGY STAR Qualified Appliances

On behalf of the U.S. Department of Energy, D&R launched a national energy-efficiency awareness and education initiative in 2002 for the Hispanic market. With the Hispanic Radio Network (HRN), D&R helped develop educational mini-programs that focused on ENERGY STAR qualified products and provided energy savings information. One hundred and fifty Spanish-language radio stations throughout the country, including key stations in Los Angeles, New York, Miami, Chicago, and Houston aired the programs at least one time during prime time. The programs reached a cumulative audience of over 3 million listeners.

To support the radio campaign efforts, D&R helped distribute a syndicated newspaper column about ENERGY STAR to 90 Spanish-language newspapers nationwide. The article featured ENERGY STAR as an important energy-efficiency measure for Hispanic consumers to consider. Six Spanish-language newspapers published the column.

DOE and HRN also worked together to develop a market research questionnaire that gauged respondents’ familiarity with ENERGY STAR and the most important factors that influence appliance purchasing decisions. The HRN Acceso Hispano’s toll-free number was provided at the end of each ENERGY STAR program, generating calls by radio listeners to the call center. 

Through this research effort, D&R learned more about the level of awareness of the Hispanic market compared to other U.S. consumers. D&R has used this information to develop an energy-efficiency outreach strategy targeted to typical Hispanic consumers. D&R will be implementing this strategy under the direction of DOE in 2003-2004. 

B. Subcontractors  

Training Contractors. If specific contractor training is required by retailers to establish their network of qualified service providers, but not offered within a schedule that meets retailer needs, D&R will hire qualified trainers on an as-needed basis. These contractors will provide one- or two-day training sessions. D&R will develop contractor qualifications for any specific training sessions that are needed, and identify experienced trainers through organizations such as IOU-operated training facilities, Affordable Comfort, the Building Performance Institute, CHEERs, and others as appropriate.

Evaluation, Measurement and Verification Contractor. D&R will hire an appropriate EM&V firm. Potential contractors include Itron, Inc., Power Logic, and Quantec, LLC.

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

The following personnel will serve in program or project management roles for the Energy-Efficient Home Improvement Services program:

· John Rivera

· Paul Berkowitz

· Lorna Rushforth

· William Zwack

· Alison ten Cate

· Serena Ingre-Martinez

John D. Rivera

D&R International, Ltd.
1985 ‑ Present

Mr. Rivera is a founder and President of D&R International, Ltd. He has extensive experience in both public‑ and private‑sector program management and policy‑level positions. Mr. Rivera’s experience includes work in a broad range of energy and water issues, such as building standards, comprehensive State and local energy and water program planning, and Federal energy management policy and legislation. Mr. Rivera is responsible for D&R’s corporate over site to promote the national ENERGY STAR program. Mr. Rivera helped found and served for 10 years as the Administrator of the National Fenestration Rating Council (NFRC), the nationwide rating and certification program for windows, doors, and skylights. He also served nine years as the Secretariat of the International Energy Agency’s Future Building Forum.

U.S. Department of Energy, Government Agency
1982 ‑ 1985

Mr. Rivera was DOE’s program manager for the development and promulgation of energy conservation standards for new buildings. Working with Pacific Northwest National Laboratory, he was responsible for the preparation of three different energy conservation standards: new commercial buildings, new Federal residential buildings, and new private‑sector residential buildings. 

National Academy of Code Administration, Non‑Profit Organization
    1981 ‑ 1982

In his capacity as Executive Director, Mr. Rivera was responsible for the overall management of the 2,000-member academy. The academy was conceived as the educational arm of the Council of American Building Officials and its member organizations, the model building code groups. 

U.S. Water Resources Council, Government Agency
              1978 ‑ 1981

The U.S. Water Resources Council was a Federal agency in the Executive Office of the President, responsible for coordinating national, regional, and State water policy. Mr. Rivera served as Director of State Programs and as Assistant Director for Operations, responsible for regional and State water resource planning and the operation of the agency’s administrative office.

Federal Energy Administration, Government Agency
1974 ‑ 1978

Mr. Rivera was first Deputy, then Director, of DOE’s State Energy Conservation grant program. In this position, he was responsible for the management of headquarters and regional personnel, as well as funding in excess of $25 million per year. He also was responsible for the preparation of the rules that guided States in the use of Federal grants. Mr. Rivera worked with States in establishing energy conservation programs after the Arab oil embargo. 

State of New Mexico, Government Agency
1972 ‑ 1974

Mr. Rivera was responsible for establishment and coordination of a study whose primary goal was to assess New Mexico energy policy and make legislative and policy recommendations for its change. Results of the study were used in making decisions on the use of New Mexico coal for electricity generation and coal gasification. Mr. Rivera was also responsible for the State’s gasoline allocation program during the 1973-1974 Arab oil embargo.

Education
The Amos Tuck School, Dartmouth College, Hanover, NH

Minority Business Executive Program, 1998

University of New Mexico, Albuquerque, NM

M.A. Natural Resources Planning and Public Administration, 1972

University of New Mexico, Albuquerque, NM 

B.A. Education, 1970

Paul Berkowitz

D&R International, Ltd.
2001 - Present

Mr. Berkowitz is responsible for strategic planning for the ENERGY STAR team, focusing on the development of markets for energy-efficient products and services by leveraging public-private partnerships. In a recent project, Mr. Berkowitz led the development and organization of an Appliance Collaborative comprised of States, regional organizations, electric utilities, and water utilities that targeted sales of ENERGY STAR qualified clothes washers in partnership with eight appliance manufacturers. Another recent effort for EPA included drafting and implementation of an ENERGY STAR Fixture Strategy for State, utility, and regional partners. The strategy targets the expansion of ENERGY STAR qualified fixture sales through consumer discretionary purchases, home renovation, and new home construction. Currently, Mr. Berkowitz is assisting EPA with the formulation and execution of two partner collaboratives. Other current work entails fostering relationships with the HVAC industry, including developing strategies to increase partner leveraging and coordination.

Wisconsin Energy Conservation Corp., Non-Profit Consulting Firm
1990 - 2001

As Director of Energy-Efficiency Services, Mr. Berkowitz’s duties and activities were quite diverse. For the last three years of his tenure, Mr. Berkowitz designed, directed, and assisted in the implementation of the Wisconsin ENERGY STAR lighting and appliance program that integrated both retailers and manufacturers as program partners. He also worked with utility clients on design and oversight of residential direct installation programs, low-income weatherization programs, and efficiency services targeted to low-to-moderate multifamily housing. Highlights of Mr. Berkowitz’s assignments include process evaluations of water efficiency, low-income, and residential retrofit programs, and a large number of program designs for energy-efficiency efforts targeting the residential and small commercial sectors.

Public Service Commission of Wisconsin, Utility Regulation
1986 - 1990

Mr. Berkowitz was a Senior Program and Planning Analyst in the area of demand-side analysis and energy efficiency. Responsibilities included policy direction for electric and gas utility energy-efficiency programs and oversight of components of rental, residential, low-income, and small commercial programs. Mr. Berkowitz was actively involved in oversight and development of rating systems in the residential and rental sectors for a consortium of utilities. 

State of Wisconsin, Department of Commerce
1985 - 1986

As a Program and Planning Analyst, Mr. Berkowitz helped develop a Rental Weatherization Code. The code required property owners of residential buildings to meet certain energy-efficiency standards before the transfer of a property at sale. Mr. Berkowitz’s responsibilities included developing technical specifications, developing training guidelines for inspectors, and interacting with the State Energy Office and Realtor and Property Owner Associations.

Education

University of Wisconsin, Institute for Environmental Studies, Madison, WI

Ph.D. Coursework, Energy Policy Analysis, 1984-1985

Arizona State University, School of Architecture, Tempe, Arizona

M.E.P. Solar Technology and Energy Policy Analysis, 1983

University of Wisconsin, Madison, WI

B.A. Sociology, 1972

Lorna Rushforth

D&R International
2001 – Present

Ms. Rushforth served as project lead to the California Division of State Architect to support the effort to include energy compliance review for all public school facilities constructed in California. She developed the program process and procedures, assisted with contractor recruitment mechanisms, and provided training. Ms. Rushforth is working closely with the U.S. Environmental Protection Agency to define program offerings and cost-effectiveness associated with a broad range of energy-efficient home improvement services. Ms. Rushforth also works in support of the California State and Consumer Services to implement an energy conservation demonstration project with the Fresno Unified School District. 

Four Winds Alliance, Consulting Firm
2000 - 2001

Ms. Rushforth provided support to San Diego Gas & Electric’s (SDG&E’s) Home Energy Partnership Program. Tasks included creating a series of fact sheets to educate builders on the various energy-efficiency features that could be installed in newly constructed homes, developing energy and cost savings information for an energy-efficient appliance promotion effort, and assisting in the development of a lighting program component. Other projects included work on a direct-install lighting project at the Presidio and information-gathering for the development of a small business Web site. 

Pacific Gas & Electric Company, Senior Program Manager
1999 - 2000

Ms. Rushforth launched the first ENERGY STAR residential retrofit financing program in PG&E’s service territory. She was responsible for coordinating and building agreements among external parties, including ENERGY STAR and Fannie Mae. She developed a lender selection process and managed the advertising and promotional activities. She coordinated and executed all of PG&E’s residential energy-efficiency advertising, and promotional activities and served as lead on PG&E’s residential energy-efficiency CPUC filing efforts.
Power Consulting, Consulting Firm
1996 - 1999

For Power Consulting, Ms. Rushforth’s projects included program management for PG&E’s Comfort Home Program with an annual budget of $10M, including a $2M advertising campaign; program planning, cost effectiveness analysis, and regulatory support for PG&E’s residential energy-efficiency programs; program manager for PG&E’s Residential Energy-Efficient Window Program ($600k budget); and overall support for PG&E’s marketing research, program budgeting, and accomplishment forecasting and tracking. 

Pacific Gas & Electric Company, Senior Planner, Contractor
1992 - 1995

Ms. Rushforth was the planner for all of PG&E’s residential energy-efficiency programs. Her responsibilities included developing new and modified existing residential retrofit and new construction programs, evaluating new technologies as potential future programs or pilot projects, and developing all materials required to meet regulatory reporting requirements.

NEOS Corporation, Consulting Firm
1991 - 1992 

Ms. Rushforth researched and composed a business plan for a client entering the landfill gas energy generation industry. She developed strategies to market a Home Energy Evaluation System to residential customers in the Turlock Irrigation District. She conducted a co-firing feasibility study on refuse derived fuel (RDF) that provided technical and economic assessment of municipal solid waste collection and processing options for the co-firing of RDF and coal.

Independent Power Corporation, Consulting Firm
1990 - 1991

Ms. Rushforth participated in many projects, including composing a comprehensive business plan for a new wood pelletizing operation, and investigating strategies for water conservation and air pollution mitigation programs.

New England Electric Systems, Associate Distribution Engineer
1986 - 1988

Ms. Rushforth managed the electrical distribution needs of over 36,000 customers. She was responsible for increasing area capacity by over 40 percent by designing the electrical distribution system for a new substation. Ms. Rushforth worked with builders and customers to provide power to new developments, managed internal teams to complete new development projects, and presented project scopes and budget to management for approval. 

Education

University of California at Berkeley, 
Berkeley, CA

Masters of Business Administration, 1990

Union College, Schenectady, NY
B.S., Electrical Engineering, 1986

William A. Zwack

D&R International
1997 – Present

Mr. Zwack oversees D&R’s efforts technical projects to develop innovative ways to implement energy-efficiency and renewable energy projects. Mr. Zwack oversees D&R’s support of the U.S. Housing and Urban Development Agency’s (HUD) Program for Advanced Technology in Housing (PATH) on marketing, communications, and technical efforts. He worked with the California Energy Commission (CEC) to provide on-demand, Internet-based training for homebuilders and code officials to communicate new California residential energy standards. Mr. Zwack served as an advisor on strategy and execution in the development and implementation of two technology-driven, single-family home demonstration projects: the Energy-Wise House in Palm Springs, California, and the NextGen Home in Las Vegas, Nevada. Mr. Zwack also oversees the development and maintenance of the Buildings Energy Databook (formerly the BTS Core Databook), which provides current buildings-related data for U.S. residential, commercial, and Federal buildings. 

Energetics, Inc., Energy and Environmental Consulting Firm
1990 – 1997

Mr. Zwack operated Energetics’ Building Energy Analysis program for over six years. His work at Energetics focused on supporting the U.S. Department of Energy on technical analysis and projections, emerging equipment characterizations, program planning, presentations, and the Buildings Energy Databook. Mr. Zwack was also involved in the DOE-HUD initiative that served as a conduit to connect DOE’s building energy knowledge with HUD housing. On one project, Mr. Zwack provided technical expertise on an energy training video for HUD rehabilitation specialists covering all aspects of housing retrofits.

Sheladia Associates, Inc., Energy and Architectural Consulting Firm
1987 – 1990

Mr. Zwack evaluated energy conservation products for DOE’s Weatherization Assistance Program. He also conducted building energy simulations on buildings with coal-based heating, ventilation, and air conditioning systems and plants for the Office of Fossil Energy. As part of the U.S. Army’s Energy Resources Management Plan, Mr. Zwack performed installation-wide energy audits and assisted in conducting energy awareness seminars at U.S. Army installations.

Zwack Building Systems, Inc., Residential Construction Firm
1987 – 1990

Mr. Zwack founded and was president of a home construction and renovation company, which largely focused on designing and constructing home additions and renovations. He was responsible for the firm’s project designing, accounting, marketing, and some of the construction. One project included design and construction of a 6,000-square-foot panelized, energy-efficient residential house.


Applied Management Systems, Inc. (now Aspen Systems), Consulting Firm
1985 – 1987

Mr. Zwack conducted technical analyses on building energy uses and characteristics. For example, he analyzed prototypical hotel/casino and office building energy use in two studies for the Nevada Power and Light Company and Northeast Utilities Services Company. 

W.S. Fleming & Associates, Inc. (now the Fleming Group, Consulting Firm
1984 – 1985

Mr. Zwack performed energy simulations and analyses on several Federal government buildings. He developed energy conservation opportunities, and performed and evaluated energy simulations. 


University of Colorado, Boulder
1982 – 1984

Mr. Zwack conducted numerous house diagnostic services. These included blower door testing, visual inspections, metering, on-site thermal loss and space temperature studies, occupant behavioral surveys and analysis, and energy simulations.


Detroit Edison, Electric Utility
1981 – 1982

As a certified energy auditor under the Federal Residential Conservation Services program, Mr. Zwack performed hundreds of on-site energy audits of homes around Detroit. House characteristics were fed into an online computer and energy conservation measures were calculated. These measures were then explained to homeowners. 

Education

University of Colorado, Boulder, CO

M.S. Building Energy Engineering, 1984

Lawrence Technological University,
Southfield, MI

B.S. Architecture, 1982

Professional Affiliations

· Member, American Society of Heating, Refrigeration and Air-Conditioning Engineers (ASHRAE)

· Member, American Solar Energy Society (ASES)

· Member, Association of Energy Services Professionals International (AESP)

Alison ten Cate

D&R International, Ltd.
1999 - Present

Ms. ten Cate has recently been working with the Efficiency Partnership to assist with retail outreach and industry coordination for the 2003 Flex Your Power campaign. For several years with D&R, Ms. ten Cate led retail- and manufacturer-related projects for D&R’s work with the U.S. Department of Energy (DOE) and U.S. Environmental Protection Agency (EPA) on ENERGY STAR. In this role, Ms. ten Cate managed a team of 15 staff who provide technical, marketing, and strategic assistance to private sector partners to help integrate ENERGY STAR profitably into their business strategies. Ms. ten Cate’s responsibilities included product selection and specification development, marketing strategies for the retail and manufacturing sectors, and consumer and employee education and training. 

U.S. Environmental Protection Agency, ENERGY STAR Labeling Program
1998 - 1999

As the Manager of Strategic and International Projects for the ENERGY STAR Labeling Program at EPA, Ms. ten Cate was responsible for fostering relationships with utilities, regional market transformation groups, foreign governments, and industry. Ms. ten Cate developed strategic planning tools, outreach materials, and implementation plans for different ENERGY STAR partners. She also served as the technical manager for the ENERGY STAR Home Electronics and Transformers product areas. 

Lawrence Berkeley National Laboratory
1996 - 1998

Ms. ten Cate served primarily as a technical and policy coordinator for the international aspects of the ENERGY STAR Office Equipment Program. She also managed an international technology procurement project for advanced energy efficiency in photocopiers in cooperation with the International Energy Agency. In this capacity, Ms. ten Cate developed the technical requirements, managed recruitment of buyers groups, and coordinated an international evaluation panel.

National Recycling Coalition 
1994 - 1996

Ms. ten Cate worked as the Technology Extension Manager of a national network of organizations building market demand for recycled materials for use in manufacturing. She recruited partners among State environmental and recycling officials, and coordinated non-profit members to form the basis of this network. Ms. ten Cate also developed training workshops for recycling technology specialists and presented these workshops across the United States.

The Egan Group
1988 - 1993
From 1988 to 1993, Ms. ten Cate worked in technology and policy analysis related to the commercialization of space technology by helping to establish working relationships between the government and private companies. She assisted planning for technology transfer from the International Space Station for NASA Headquarters, and developed several market forecasts for satellite and other commercial space applications. 

Education

Johns Hopkins University, School of Advanced International Studies, Washington, DC

M.A. Energy, Environment, Science & Technology/International Economics, 1994

Georgetown University, Washington, DC

B.S. Science, Technology and International Affairs, 1988

Sophia University, Tokyo, Japan

Japanese History, Politics, Language, 1987

Serena Ingre-Martinez

As a Communications and Public Relations Associate, Ms. Ingre-Martinez provides marketing and communications support for ENERGY STAR on behalf of DOE. Because of her Hispanic media experience and fluency in the Spanish language, Ms. Ingre-Martinez coordinates the ENERGY STAR Hispanic outreach effort. The objective of this effort is to raise awareness of energy efficiency and energy conservation in the Hispanic community. In this capacity, her responsibilities include Hispanic market research and outreach to Spanish-language publications and TV and radio stations. 

VIII.
Budget

	Retail-Based Energy-Efficient Home Improvement Services

Pacific Gas and Electric
2004 - 2005 Budget Summary

	 
	PG&E

	Administrative
	

	       Management and Clerical Labor
	$8,401

	       Human Resource Support and Development
	$70,972

	       Travel and Conference Fees 
	$12,560

	       Overhead (General and Administrative) - Labor and Materials
	$42,035

	Marketing/Advertising/Outreach
	$170,263

	Direct Implementation
	$160,938

	Evaluation, Measurement and Verification
	$22,057

	Potential Performance Award
	$34,106

	 TOTAL BUDGET
	$521,332


� Many California-based chains and independent home improvement stores (e.g., Dixieline Lumber Company, Yardbirds Home Center, Orchard Supply Hardware, Ganahl Lumber, Terry Lumber) provide referrals, but do not offer installed services. To the extent feasible, D&R will include these retailers in outreach plans and integrate contractors in their referral networks into this project.


� Selig Center for Economic Growth, University of Georgia, “The Multicultural Economy 2002:  Minority


Buying Power in the New Century,” Georgia Business Economic Conditions, Vol. 62, No 2, 2nd Quarter 2002. 


� Joint Center for Housing Studies of Harvard University, Measuring the Benefits of Home Remodeling, 2003.


� The kW savings were derived using the kW/kWh ratio provided by PG&E for the attic insulation measure.


� The measure cost for basic HVAC Tune-up is $123. It is presumed that $100 is assigned for the diagnosis and $23 for the adjustments.


� Ibid.


� The measure cost for duct testing and sealing is $630. Dust testing alone is $150. Since all ducts sealed will be tested first, the incremental cost is $630-$150= $480.


� Measure cost for “Infiltration reduction blower door plus weatherization” is $353.50, while blower door only is $98.33. Therefore, the cost assigned to the air-sealing portion is the difference, which equals $255.17.


� The cost for a three ton, 13 SEER split system is $2,464. The cost per ton is $821; therefore, cost savings for a ½- ton reduction is $410.67.
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