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Section I.  Program Overview

A.  Program Concept

The Electric & Gas Industries Association, an authorized Fannie Mae originator of unsecured loans for energy efficient home improvements, and it’s wholly-owned subsidiary, EGIA Inc. (hereafter collectively referred to as EGIA), presents this proposal to administer an interest rate buy-down program designed to encourage the installation of ENERGY STAR rated home improvements in the SDG&E service territory.  EGIA proposes to use Public Goods Charge (PGC) funds to reduce the customer’s interest rate, thereby saving the customer hundreds or, in many cases, thousands of dollars in interest over the life of their loan when a qualifying energy conservation home improvement is financed by EGIA.  With proposals submitted for all four investor-owned utility territories, this is a statewide, cross-cutting, demand side management program focused on single-family residential that addresses four of the five residential hard-to-reach sectors.  This program is uniquely designed to eliminate the market barrier often created by the incremental cost of choosing energy efficient home improvements.  By leveraging the PGC funds against the cost of the funds to acquire the improvement, rather than against the improvement itself, the net result is the energy conserving measure actually becomes cheaper than the non-energy efficient measure, thereby turning the incremental measure cost into an incremental measure savings.    

B.  Program Rationale

Incentive programs that provide a financial incentive as a reduction in the incremental cost of an energy conservation measure (i.e. rebates, coupons) have been around for decades.  They are a wonderful tool to encourage a customer who has the financial wherewithal to afford a purchase, either through cash or some other means of financing, to consider an energy efficient option (EGIA continues to educate both our contractor base and our appliance dealer network to the availability of these valuable incentives).  For this reason, rebates and coupons are used with greater market acceptance when they apply to appliances and other “moderate ticket items” – those either paid for in cash or with a credit card.  Unfortunately, a rebate’s or a coupon’s greatest functionality also illustrates their greatest shortcoming.

Though an effective way to make energy efficient measures less expensive, rebate programs do little to make these measures more available to the average consumer.  In other words, a $5,500.00 air conditioner installation is more affordable after a $425 rebate, but unless the customer has the means to pay the remaining $5,075.00, the air conditioner isn’t any more available.  When that same air conditioner is financed at an average unsecured market rate, the customer’s barrier to entry is reduced from a $5,075.00 principle purchase to a monthly payment of approximately $75.00, thereby making it far more available.

For those who prefer or require a financing alternative when making an energy efficient improvement, the real customer benefit occurs when the consumer incentive is applied to the cost of the financing, rather than to the cost of the improvement being financed.  Applying PGC funds this way, means that, in most cases, a customer can choose an energy efficient alternative when making a qualifying home improvement, pay more in their principle amount, yet still pay substantially less for that improvement over the life of the loan. 

Our experience with EGIA’s current PGC funded High Efficiency HVAC Buy-Down Program is that it is rapidly growing in contractor acceptance.  In just the past three months we’ve written more loans than in the first eight months of the program combined.  Though we are proud of the consumer benefits we continue to deliver with our program, we are cognizant that we are currently falling short of meeting our program goals.  We are optimistic that a soon-to-be launched consumer-direct advertising campaign and an extension of the program timeframe, if granted, will help us close the gap in meeting our program goals.  While we have taken much of what we learned in our current program and incorporated it into the program presented herein, this proposal is different in the following ways:

Lower cost per measure installed – EGIA anticipated and experienced significant program start-up, development and implementation costs in the delivery of our current program.  As with most programs, the greatest percentage of “sunk costs” are incurred in the initial phases of the program.  Ours is no different.  Having constructed the infrastructure necessary to accommodate the loan volumes anticipated in this program, less management and other personnel time will be spent on design and development, and more resources directed to program marketing at all levels of the supply chain and directly to consumers.  Specific incentive levels available to each measure will be discussed in greater detail in Section IV – Measure and Activity Description.

More eligible measures, less confusing buy-downs – Our current program is only available for eligible HVAC improvements.  In response to overwhelming demand from our contractor base, we have included energy efficient windows in this program.  Additionally, the feedback we have received from contractors who have been reluctant to embrace the current program largely points to the difficulty in understanding and explaining the multiple layers of buy-down based on measure efficiency.  As described in Section IV – Measure and Activity Description, this new program greatly reduces the complexity.

Specific hard-to-reach activities – When we proposed our current program, we pointed out that our loan program, by nature of our underwriting criteria, is available to four of the five residential hard-to-reach segments (language, income, housing type, and geographic) but proposed no EGIA activities to specifically reach those consumers other than enrolling contractors in our program who serve those consumers.  As outlined in the Marketing Plan part of Section II, we are proposing specific consumer-direct activities to the hard-to-reach segments.

Work with municipal utility finance programs – EGIA has already begun discussions with Sacramento Municipal Utility District and Los Angeles Department of Water and Power to explore ways to leverage our respective financing programs to the greater benefit of both programs and the consumer.  This effort is discussed further in the Program Implementation portion of Section II.

Consumer-Direct Outreach – EGIA’s historic business model, as described in our proposal for our current program, directed all of our outreach efforts to the contractor community.  As described in the Marketing Plan part of Section II, we have moved away from the contractor-centric approach and plan to use numerous consumer direct avenues.

C.  Program Objectives

Though the most direct, measurable and quantifiable goals of this program within the SDG&E territory will be the installation of over 530 heating and/or cooling measures and 400 window measures, delivering nearly 5 million kWh and over 270,000 therms in lifecycle savings, additional objectives include:  further developing a contractor base that effectively communicates the consumer and societal benefits of energy conserving home improvements; continuing EGIA’s 70-plus year history as an industry advocate by educating contractors and consumers to the availability of IOU and third-party incentive programs; developing additional communication outlets by working cooperatively with the existing state-wide marketing effort, demographic and geographic-specific interest groups, supply chain networks and various earned media sources; further refine our ability to offer an energy conservation loan program that yields the highest measurable energy savings at the lowest possible cost.

Section II.  Program Process

A.  Program Implementation

Implementing this proposal will be largely consistent with the implementation of our current program, with modifications made to accommodate the consumer-direct component of our proposal discussed in greater detail in the subsection below titled “Customer Enrollment”.  Additionally, EGIA has begun discussions with the Sacramento Municipal Utility District and the Los Angeles Department of Water and Power to determine how to combine the strengths of our respective programs to offer a more comprehensive consumer benefit where Muni and IOU overlap exists.  Though there may still be opportunity to develop these partnerships within the current program, the program design and timing of this proposal are more conducive to the cooperation being discussed.  If such a partnership can be established, a specific Implementation Plan would be developed for Energy Division consideration.

B.  Marketing Plan
The 2002-03 CPUC HVAC Financing Program relied heavily on participating home improvement contractors and distributors to directly market the program.  While successful, this approach didn’t create the maximum consumer demand. The 2004-05 program will continue to leverage the established  EGIA contractor/distributor network as a key marketing channel and combine contractor/ distributor marketing with much more emphasis on direct consumer marketing and community outreach.  This market-pull strategy will create broad consumer demand, penetrate hard-to-reach areas and assure that the non-English speaking Latino community is a full program participant.  

Customer leads generated from consumer marketing and community outreach will be directed to EGIA for distribution to participating contractors.  By passing off qualified leads to contractors and distributors, we will create new business for them and effectively reduce their cost of sales.  We forecast that this in addition to an overall simplification in the program design and qualification requirements will result in a minimum three-fold increase in contractors/ distributors electing to participate in the 2004-05 program. 

This highly leveraged and integrated marketing plan capitalizes on the unique marketing & service relationship EGIA has developed over the past decade with contractors, distributors and retailers throughout California. We currently are in weekly contact with hundreds of leading contractors/distributors around the State.  EGIA Regional Field Service Representatives conduct frequent training sessions on the current CPUC financing program and teach contractors and their sales personnel how to use financing to up-sell consumers into ENERGY STAR products.

This marketing plan also leverages private sector advertising dollars from HVAC and home improvement contractors and distributors, engages local government and community based organizations (CBO) in utilizing their established communication channels to reach their English and Hispanic constituencies, reaches out to the California Mobile Home Association and regional mobile home park owners associations to serve this hard-to-reach market sector, leverages the state-wide “Flex Your Power” marketing and advertising campaign to enhance consumer awareness of the financing option and aligns messaging with the nationwide ENERGY STAR marketing campaign to assure customers of the legitimacy of the energy saving products addressed through this program.

The program marketing plan places special emphasis on reaching out to the moderate income non-English speaking Latino community and to hard-to-reach areas throughout the State, including mobile homes. In order to reach these target markets, EGIA will work closely with leading regional community based organizations and local agencies as well as aggressively expand the number of participating bi-lingual contractors as well as increase participation by contractors serving rural markets. 

Additionally, we have engaged in detailed discussions with McGuire & Company to determine how to most effectively leverage the statewide Flex Your Power (FYP) campaign in cross marketing the financing program to residential consumers and to home improvement and HVAC industry professionals.  In addition to referencing the availability of residential loan/ financing programs in the FYP consumer education campaign and including a description of the program on the FYP web site, McGuire & Company has also expressed interest in working with EGIA and our statewide contractor, distributor and manufactures network to support and leverage direct marketing and advertising activities.  They will consider providing advertising templates leveraging the Flex Your Power brand for use by participating HVAC and home improvement product distributors and manufacturers, evaluate coop advertising opportunities to jointly leverage available distributor/ manufacturer and Flex Your Power advertising budgets and coordinate advertising activities to enable the purchase of advertising by participating contractors and distributors at the Flex Your Power discounted, bulk advertising rate.  This approach will create a win-win by further leveraging third party program advertising budgets and enhancing the reach and cost effectiveness of the Flex Your Power campaign, as all associated finance program advertising would carry the Flex Your Power logo.

This balanced marketing plan which maximizes the infusion on non-PGC advertising funds for much of the programs direct marketing and advertising, highly leverages third-party communications channels and relationships through our outreach with Community Based Organizations.  This will drive significant consumer demand, enable us to substantially expand the number of contractors & distributors participating in the program, and assure the availability and delivery of a high quality energy efficiency financing tool to facilitate investment in select ENERGY STAR labeled residential energy efficient technologies. 

Many of the items listed below that are noted under the cost element as “leverage state wide development” are items in which there is a one time development cost that can be leveraged across all utilities (i.e. PG&E, SCE, SDG&E and So. Cal Gas).  The initial development cost for each of the aforementioned items is included in the PG&E proposal.  Only incremental cost required to tailor the message by utility when required and the individual utility printing and distribution costs are included in this proposal.

1. General Marketing

	Marketing Activity
	Quantity
	Distribution
	Cost

	Develop introductory consumer marketing collateral for distribution by contractors, distributors and CBO’s

· Tri-fold brochure

· Frequently Asked Questions

· Applications
	Initial printing & dist. of 3000 brochures 
	Starter quantity mailed to participating contractors/ distributors.  Ongoing access to updated collateral available via EGIA web based online service for contractor/ distributor reproduction and customization.
	leverage state wide develop.

$3,000 Printing

	Ongoing “guest” participation on radio Home Improvement programs promoting energy efficiency and availability of financing program. EGIA as a non-profit industry association is frequently asked to participate in these types of educational forums.


	1 per Qtr.
	EGIA Executive Director and/or key association management will serve as the “on air” guest
	N/A

	Update EGIA’s existing web based online “financing center” to reflect new program design features. Current online service includes:

· Online loan tracking for participating contractors

· Online application processing

· Online loan document/ customer contracts

· Online 24 X 7 instant loan approval.


	N/A
	N/A
	N/A

	Develop/ Record Public Service Announcement (PSA) - Radio Spots targeting major radio stations serving hard-to-reach areas and premier Spanish speaking stations.
	1- English

1- Spanish


	PSA will be delivered to targeted stations leveraging CBO contacts and established relationships.  We will tape one state wide English and one Spanish radio spot with a voice over for each utility with SCE and So. Cal. Gas combined.
	leverage

state wide develop.

SDG&Etailoring $1,000

	Develop a financing program “Press Kit” and program kick off press release
	Target approx. 30 daily and 50 weekly papers
	Distribute via mail to editors and environmental/ home improvement reporters of targeted daily and weekly local newspapers. Issue ongoing “media alerts” on program benefits and status.
	leverage

state wide develop.

	Develop Newsletter insert articles, highlighting environmental & customer value, availability of qualified contractor network and no-hassle easy application.  
	1 per QTR

$250 each
	This would be inserted into existing newsletters/ communications distributed by CBO, contractors, home owner associations and others
	leverage

state wide develop.


2. Leveraging EGIA’s Statewide Network of Qualified Contractors

	Marketing Activity
	Quantity
	Distribution
	Cost

	Develop Contractor Training & Procedural Manual outlining contractor management and sales representative program responsibilities (i.e. program policies & procedures, quality guidelines and marketing plan)
	Print (200)
	EGIA Regional Field Sales Reps. will deliver contractor start-up and training package once the contractors executes program participant.
	leverage state wide develop.

Printing

$1,000

	Partner with OEM Distributors to conduct regional contractor training.  Distributors host training at their facilities and pay all non-labor costs associated with training. EGIA Regional Field Service Reps. conduct program training.
	5 training sessions
	EGIA Regional Field Sales and OEM Distributor representatives team to deliver integrated training.  Average training session will include 15- 20 contractors.
	Distrib. covers training cost

	Leverage OEM Distributor Co-op Advertising

· Develop Promotional Program Ad Template (design & content) Distributors fund Ad placement.
	2 per year

$500 each 
	Ads accessible to distributors via EGIA web based online service.

Distributors have access to co-op advertising dollars from equipment manufactures and collectively fund their own ongoing advertising.
	leverage state wide develop.

	Continue cross marketing activity with The League of California Homeowners.  This includes periodic direct mail and fax messaging to the Leagues “Approved” contractors. Program cost includes postage and development
	1 per QTR

$150 each
	Delivered by the League on their letterhead.
	$1,200


3. Leveraging Local Government and CBO Communication Channels

	Marketing Activity
	Quantity
	Distribution
	Cost

	Develop a community “Tool Kit” and training module comprised of program marketing and educational material necessary for CBO leaders and representatives to cross market financing program to their constituencies.  Cost includes development of Tool Kit and its distribution to a minimum of 10 communities/ CBO’s
	N/A
	Focus on the hard-to reach communities throughout the State.

EGIA Executive Director or other key association management will develop and management relationships with local government/ CBO leaders.
	leverage

state wide develop.

	Participate in Community sponsored “Special Events” (community development activities, workshops etc.)

· Cost includes design & production of “Special Events” program handout material.
	5 events

$200 each
	EGIA Executive Director and/or key association management will coordinate with community leaders and participate in “special events” 
	$1,000

	Contract with El Concilio of San Mateo to translate collateral material into Spanish to overcome language barrier enhancing communications effectiveness with Latino community (Includes initial translations, market testing of message and periodic update)
	N/A
	N/A
	leverage state wide develop.

SDG&E tailoring $1,000

	Contract with leading regional CBO’s such as the Chicano Federation and California Hispanic Chamber of Commerce (Statewide) to leverage their existing communication & outreach with Latino community.  
	N/A
	N/A
	$3,000


4. Coordination With Statewide “Flex Your Power” Advertising Campaign

	Marketing Activity
	Quantity
	Distribution
	Cost

	Reference to availability of residential financing programs included in overall “Flex Your Power” consumer awareness campaign (i.e. print, radio, TV)
	N/A
	N/A
	N/A

	Financing program description included on “Flex Your Power” website.  
	N/A
	N/A
	N/A

	Hot link from “Flex Your Power” website to www.EGIA.com to linking consumers to additional program information and qualified list of participating contractors.
	N/A
	N/A
	N/A


C.  Customer Enrollment

This program seeks to serve two customers:  the contractor who offers energy efficient home improvements and desires an incentive-based financing tool to strengthen his offering, and; the consumer that seeks to make an energy efficient home improvement and for whom a financing incentive facilitates the purchase better than a rebate.

Contractor Enrollment – As a Fannie Mae originator, EGIA is required to submit all contractors using our program for review and approval by the League of California Homeowners.  Among the things verified by the League are: 

· each participating contractor and their respective subcontractors are in good standing with all required licenses for their business and the work being performed; 

· the contractor has liability and workers’ compensation insurance; 

· the contractor has a positive report from four trade references – suppliers, distributors, manufacturers or vendors; 

· the contractor has a satisfactory rating from the Better Business Bureau; 

· the contractor has a Dunn & Bradstreet report showing no bankruptcies or unresolved tax liens; 

· the contractor has an approvable financial statement and balance sheet reflecting a tangible net worth of at least $50,000; 

· the contractor uses an appropriate home improvement sales agreement for the jurisdiction in which the contractor is performing the home improvement; 

· that the contractor has all insurances required and names EGIA additional insured.  

Additionally, EGIA requires that the contractor submit bank routing information necessary to facilitate ACH payments sign the EGIA Approved Contractor Participation Agreement. 

Consumer Enrollment – Though we anticipate that the primary method of receiving consumer financing applications will continue to be from our approved contractor base, we currently handle consumer inquiries and are prepared to handle those that will be driven directly to our toll-free number or our website by the consumer direct outreach efforts described above.  

During the course of implementing our current program, EGIA has developed a number of tools to assist the contractor in their sales.  Among these tools is an automated underwriting system that not only pre-qualifies the customer from data entered by the contractor, but also gives the contractor all the loan information pertaining to the customer’s rate and payment.  This tool will be made available to customers who wish to pre-qualify themselves for a loan through our program.  Once pre-qualified, either on-line or over the phone, the customer will be able to request the names of contractors in their area or choose to have their contact information sent to contractors in their area for follow-up.

D.  Materials

Qualifying energy conservation home improvement measures will be purchased, delivered and installed by approved home improvement contractors subject to the terms of a home improvement contract between the contractor and the consumer.  The standard for all eligible measures will be the ENERGY STAR standard.  All applicable state and local contractor laws and ordinances will govern installation standards.

E.  Payment of Incentives

Consistent with our current program, the incentive is paid by subtracting the appropriate buy-down amount, determined by the measure installed, from EGIA’s applicable market rate, based on the customer’s eligibility as determined by their credit score.  Please see Section IV below for several specific examples.

F.  Staff and Subcontractor Responsibilities

EGIA will be the prime contractor for the implementation of this program, and will only use subcontractors consistent with the “Marketing Plan” outlined above.

G.  Work Plan and Timeline for Program Implementation

Assuming the current HVAC program is extended and/or the new program is approved in time to roll it out before the existing program expires, the existing infrastructure of approved HVAC contractors already using our buy-down program and EGIA’s current loan processing capacity and associated technology means there is virtually no time required to launch the program.  Window contractors currently using EGIA’s financing program would have to sign the special Dealer Participation Agreement, modified from EGIA’s regular dealer agreement to reflect requests made by the Energy Division Representative and the IOU representative for our current program.  EGIA’s Weekly Update, a blast fax/email communication to all of our contractors and retailers, provides a perfect forum to quickly educate contractors to the changes from one program to the next, and can be done concurrent with contract drafting and finalizing, allowing us to launch the program and begin accepting consumer applications the day the contract is executed.

Section III.  Customer Description

A.  Customer Description

The customers targeted by this program are owners of one and two unit residences, including mobile homes, who as a result of either remodeling or retrofit are looking to make certain energy efficient home improvements and would like to finance those improvements.  The market actors that will be used to reach the target audience of contractors and consumers include HVAC and window manufacturers and distributors, the existing statewide marketing effort (Flex Your Power), earned media efforts targeted at the geographic hard to reach areas and community and special interest group outreach, such as non-English speaking and mobile home owners.

B.  Customer Eligibility

EGIA will qualify each loan application submitted for an interest rate buy-down in accordance with our established underwriting criteria.  Among those items considered are:

· Owner – The customer must be the owner of the residential property being improved.

· Credit – The customer must have a minimum Fair, Isaac and Company (FICO) Bureau Score of 620.

· Debt-to-income – The customer’s debt-to-income ratio must not exceed 50% when the monthly cost of the improvement is included.

· Products must be installed in accordance with all Original Equipment Manufacturer (OEM) guidelines.

· Products must be installed in accordance with all applicable Uniform Building Codes (UBC).

Additionally, in order to be eligible for the interest rate buy-down, the customer must:

· Be a residential rate paying customer of an IOU for whose territory this program is approved 

· And be receiving the utility service from the utility that powers the measure being used to qualify for the rate buy-down (in the case of windows, be receiving electricity from the applicable IOU).  A copy of the utility bill reflecting the installation address will be used to determine eligibility.

C.  Customer Complaint Resolution

Several measures to protect the consumer are built into EGIA’s loan program.  A three-day right to cancel allows the consumer time to be certain the work for which they contracted is the work they want and need.  Once the job is done, the contractor is required to submit a completion certificate, signed by the consumer, before the job is funded.  Additionally, EGIA performs a phone survey of each customer verifying they in fact signed the completion certificate and that they are satisfied with the work performed.  

If, after each of these steps is taken, the consumer still has a complaint and a dispute arises, EGIA actively works with both the contractor and consumer to settle the dispute.  While ultimately the remedy lies with the consumer if a contractor has not met the terms of the home improvement contract, EGIA has and will disqualify contractors from future participation in our program if their behavior warrants it.

D.  Geographic Area

The geographic area target by this program is any area within the PG&E service territory.

Section IV.  Measure and Activity Descriptions

All products covered under the Home Improvement Interest Rate Buy-Down program will be ENERGY STAR labeled products.  The following measures will be offered:

Split System A/C SEER 13:  ENERGY STAR labeled split system central air conditioning installed by a licensed heating, ventilation and air conditioning (C-20) contractor. The A/C unit will have a SEER equal to or greater than 13 and an EER equal to or greater than 11.

Package A/C SEER 13: ENERGY STAR labeled package central air conditioning installed by a licensed heating, ventilation and air conditioning (C-20) contractor. The A/C unit will have a SEER equal to or greater than 13 and an EER equal to or greater than 10.5.

Heat Pump SEER 13:  ENERGY STAR labeled split system or package central heat pumps installed by a licensed heating, ventilation and air conditioning (C-20) contractor. 

Gas Furnace AFUE 90:   ENERGY STAR labeled furnaces with an Annual Fuel Utilization Efficiency (AFUE) equal to or greater than 90 that are installed by a licensed heating, ventilation and air conditioning (C-20) contractor. 

Programmable Thermostat: ENERGY STAR labeled programmable thermostat that allows the home owner to preset the temperature times of the central cooling or heating system in order to decrease unnecessary use. Based on historical data from contractors, EGIA estimates that programmable thermostats are installed in a minimum of 60% of HVAC retrofits.

High Performance Windows:  ENERGY STAR labeled high performance windows with a Solar Heat Gain Coefficient (SHGC) and a U-Factor of 0.40 or less, which are indicated on the National Fenestration Rating Council, NFRC, label affixed to each window.

Duct Repair:  During the course of replacing the HVAC equipment the licensed heating, ventilation and air conditioning (C-20) contractor will replace or repair leaking duct systems.  Based on historical data from contractors, EGIA estimates that duct repair occurs in a minimum of 40% of HVAC retrofits.   

A.  Energy Savings Assumptions

Energy and peak demand savings for all measures with the exception of programmable thermostat (kW & kWh) and high performance widows were calculated using the California Energy Commission “2001 DEER Update Study”.  The savings calculations used for the programmable thermostat (kW) and high performance windows (kW & kWh) were derived from the utilities 2003 Energy Efficiency Report- 2nd QTR.  All Net-To-Gross and Estimated Useful Life figures were derived from the “Energy Efficiency Policy Manual”.  The costs associated with installing programmable thermostats and duct repair or replacement consistent with the percentages represented above are included in our cost assumptions attributable to the heating and cooling measures.

The following table summarizes the source of all energy saving calculation:

	Measure Description
	Source of Energy Savings Assumptions

	
	kW
	kWh
	Therms

	Split System A/C SEER 13
	DEER
	DEER
	

	Package A/C SEER 13
	DEER
	DEER
	

	Heat Pump SEER 13
	DEER
	DEER
	

	Gas Furnace AFUE 92
	
	
	DEER

	Programmable Thermostat
	Utility 2nd QTR Report
	DEER
	DEER

	High Performance Windows
	Utility 2nd QTR Report
	Utility 2nd QTR. Report
	

	Duct Repair
	DEER
	DEER
	DEER


B.  Deviations in Standard Cost-effectiveness Values

Unlike a rebate or coupon program that applies the incentive to the cost of the measure being purchased, an interest rate buy-down program applies the incentive against the cost of the money being used to finance the improvement.  The incremental measure cost is actually an incremental measure savings, as the combined principle and interest paid on the more efficient measure is usually less than that of the less efficient measure.  The traditional reliance on a standard TRC calculation is not an applicable measure of this program, since the TRC requires a positive incremental cost in order to properly calculate, whereas our program provides and incremental savings, reflected as a negative number in the IMC.  When we entered an incremental cost to the customer of one cent, rather than the actual savings demonstrated below, the TRC calculates at substantially greater than 1.  

The tables below were developed to demonstrate how the incremental measure cost used in our workbook was calculated for each measure. The incremental measure cost used in the workbook is the average of the incremental measure costs calculated for the three credit score ranges in the examples provided.  The following definitions apply to the charts below:

Credit Score – For example purposes, credit scores were selected to show three different market rates and the corresponding rates when bought down, as determined by the measure installed.

Product Info. – A brief description of the measure installed.

Amount Financed – Based on over 800 measures financed in our existing program, this number represents the average financed amount per eligible measure.  The ineligible measure amount financed was calculated by subtracting the incremental measure cost, as reported in the 2001 DEER Update Study, from the average eligible measure cost.  Where dual measures were installed (i.e. electric measure and gas measure both supplied by the same utility) the averages reflect the effect of the overall per measure cost reduction associated with two measures in one loan.

Interest Rate – The customer’s market rate as determined by their credit score, and the associated rate when the buy-down is applied for purchasing a qualifying measure.

Loan Term in Months – As 120 months has been the average in our current program, that term was selected as the default for these examples.

Monthly Payment – A function of the payment factor, determined by the Interest Rate and the Loan Term in Months, multiplied by the Amount Financed.

Total of Payments – A function of the Loan Term in Months multiplied by the Monthly Payment.

Incremental Measure Cost (Savings) – The Total of Payments (principle and interest) of a non-ENERGY STAR rated product financed at EGIA’s market rate minus the Total of Payments (principle and interest) of an ENERGY STAR rated measure financed at EGIA’s market rate, minus the buy-down applicable to the measure.

Four Ton, 13 SEER Split A/C v. Baseline 10 SEER

	Credit Score
	650
	
	650

	Product Info
	Split 4 Ton 10 SEER
	
	Split 4 Ton 13 SEER

	Amount Financed
	 $              4,816.00 
	
	 $          5,636.00 

	Interest Rate
	13.99%
	
	9.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   74.75 
	
	 $              74.45 

	Total of Payments
	 $              8,969.67 
	
	 $          8,933.85 

	Incremental Measure Cost (Savings)
	
	
	 $             (35.82)

	
	
	
	

	Credit Score
	690
	
	690

	Product Info
	Split 4 Ton 10 SEER
	
	Split 4 Ton 13 SEER

	Amount Financed
	 $              4,816.00 
	
	 $          5,636.00 

	Interest Rate
	12.75%
	
	8.75%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   71.20 
	
	 $              70.63 

	Total of Payments
	 $              8,543.97 
	
	 $          8,476.12 

	Incremental Measure Cost (Savings)
	
	
	 $             (67.85)

	
	
	
	

	Credit Score
	730
	
	730

	Product Info
	Split 4 Ton 10 SEER
	
	Split 4 Ton 13 SEER

	Amount Financed
	 $              4,816.00 
	
	 $          5,636.00 

	Interest Rate
	10.99%
	
	6.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   66.31 
	
	 $              65.41 

	Total of Payments
	 $              7,957.55 
	
	 $          7,849.17 

	Incremental Measure Cost (Savings)
	
	
	 $            (108.39)


Though the average SEER on 419 cooling measures installed in our current program is 13.8, we have used 13 SEER rather than 14 SEER as the average for projecting energy savings in this proposed program.  

Four ton, 13 SEER Package A/C v. Baseline 10 SEER

	Credit Score
	650
	
	650

	Product Info
	Package 4 Ton 10 SEER
	Package 4 Ton 13 SEER

	Amount Financed
	 $              6,242.00 
	
	 $          6,874.00 

	Interest Rate
	13.99%
	
	9.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   96.88 
	
	 $              90.80 

	Total of Payments
	 $             11,625.55 
	
	 $        10,896.25 

	Incremental Measure Cost (Savings)
	
	
	 $            (729.30)

	
	
	
	

	Credit Score
	690
	
	690

	Product Info
	Package 4 Ton 10 SEER
	Package 4 Ton 13 SEER

	Amount Financed
	 $              6,242.00 
	
	 $          6,874.00 

	Interest Rate
	12.75%
	
	8.75%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   92.28 
	
	 $              86.15 

	Total of Payments
	 $             11,073.81 
	
	 $        10,337.97 

	Incremental Measure Cost (Savings)
	
	
	 $            (735.83)

	
	
	
	

	Credit Score
	730
	
	730

	Product Info
	Package 4 Ton 10 SEER
	Package 4 Ton 13 SEER

	Amount Financed
	 $              6,242.00 
	
	 $          6,874.00 

	Interest Rate
	10.99%
	
	6.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   85.95 
	
	 $              79.78 

	Total of Payments
	 $             10,313.76 
	
	 $          9,573.31 

	Incremental Measure Cost (Savings)
	
	
	 $            (740.45)


Though the average SEER on 419 cooling measures installed in our current program is 13.8, we have used 13 SEER rather than 14 SEER as the average for projecting energy savings in this proposed program.  

Four ton, 13 SEER Heat Pump v. Baseline 10 SEER

	Credit Score
	650
	
	650

	Product Info
	H/P 4 Ton 10 SEER
	
	H/P 4 Ton 13 SEER

	Amount Financed
	 $              6,314.00 
	
	 $          6,874.00 

	Interest Rate
	13.99%
	
	9.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   98.00 
	
	 $              90.80 

	Total of Payments
	 $             11,759.65 
	
	 $        10,896.25 

	Incremental Measure Cost (Savings)
	
	
	 $            (863.40)

	
	
	
	

	Credit Score
	690
	
	690

	Product Info
	H/P 4 Ton 10 SEER
	
	H/P 4 Ton 13 SEER

	Amount Financed
	 $              6,314.00 
	
	 $          6,874.00 

	Interest Rate
	12.75%
	
	8.75%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   93.35 
	
	 $              86.15 

	Total of Payments
	 $             11,201.54 
	
	 $        10,337.97 

	Incremental Measure Cost (Savings)
	
	
	 $            (863.57)

	
	
	
	

	Credit Score
	730
	
	730

	Product Info
	H/P 4 Ton 10 SEER
	
	H/P 4 Ton 13 SEER

	Amount Financed
	 $              6,314.00 
	
	 $          6,874.00 

	Interest Rate
	10.99%
	
	6.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   86.94 
	
	 $              79.78 

	Total of Payments
	 $             10,432.72 
	
	 $          9,573.31 

	Incremental Measure Cost (Savings)
	
	
	 $            (859.41)


Though the average SEER on 419 cooling measures installed in our current program is 13.8, we have used 13 SEER rather than 14 SEER as the average for projecting energy savings in this proposed program.  

120,000 Btu, 92% AFUE Gas Furnace v. Baseline 80% AFUE

	Credit Score
	650
	
	650

	Product Info
	80 AFUE
	
	92 AFUE

	Amount Financed
	 $              4,886.00 
	
	 $          5,655.00 

	Interest Rate
	13.99%
	
	10.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   75.83 
	
	 $              77.87 

	Total of Payments
	 $              9,100.04 
	
	 $          9,343.85 

	Incremental Measure Cost (Savings)
	
	
	 $             243.81 

	
	
	
	

	Credit Score
	690
	
	690

	Product Info
	80 AFUE
	
	92 AFUE

	Amount Financed
	 $              4,886.00 
	
	 $          5,655.00 

	Interest Rate
	12.75%
	
	9.75%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   72.23 
	
	 $              73.95 

	Total of Payments
	 $              8,668.15 
	
	 $          8,874.05 

	Incremental Measure Cost (Savings)
	
	
	 $             205.90 

	
	
	
	

	Credit Score
	730
	
	730

	Product Info
	80 AFUE
	
	92 AFUE

	Amount Financed
	 $              4,886.00 
	
	 $          5,655.00 

	Interest Rate
	10.99%
	
	7.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                   67.28 
	
	 $              68.58 

	Total of Payments
	 $              8,073.22 
	
	 $          8,229.72 

	Incremental Measure Cost (Savings)
	
	
	 $             156.51 


Though the average AFUE on 407 measures installed in our current program is 92.6% AFUE, we have used 92% AFUE rather than 93% AFUE as the average for projecting energy savings in this proposed program.

200sq.ft., Double Pane, Vinyl, Low–E2 v. Baseline 200sp.ft., Double Pane, Vinyl, Clear

	Credit Score
	650
	
	650

	Product Info
	200' Double, Vinyl, Clear
	200' Double, Vinyl, Low-E2

	Amount Financed
	 $              8,586.00 
	
	 $          9,100.00 

	Interest Rate
	13.99%
	
	10.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                 133.26 
	
	 $             125.30 

	Total of Payments
	 $             15,991.18 
	
	 $        15,036.08 

	Incremental Measure Cost (Savings)
	
	
	 $            (955.11)

	
	
	
	

	Credit Score
	690
	
	690

	Product Info
	200' Double, Vinyl, Clear
	200' Double, Vinyl, Low-E2

	Amount Financed
	 $              8,586.00 
	
	 $          9,100.00 

	Interest Rate
	12.75%
	
	9.75%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                 126.94 
	
	 $             119.00 

	Total of Payments
	 $             15,232.25 
	
	 $        14,280.08 

	Incremental Measure Cost (Savings)
	
	
	 $            (952.17)

	
	
	
	

	Credit Score
	730
	
	730

	Product Info
	200' Double, Vinyl, Clear
	200' Double, Vinyl, Low-E2

	Amount Financed
	 $              8,586.00 
	
	 $          9,100.00 

	Interest Rate
	10.99%
	
	7.99%

	Loan Term in Months
	120
	
	120

	Monthly Payment
	 $                 118.22 
	
	 $             110.36 

	Total of Payments
	 $             14,186.79 
	
	 $        13,243.23 

	Incremental Measure Cost (Savings)
	
	
	 $            (943.56)


C.  Rebate Amounts
This program proposes to provide the following incentives on the following measures:

· ENERGY STAR rated windows = 3% buy-down

· ENERGY STAR rated gas furnace = 3% buy-down

· ENERGY STAR rated heat pump = 4% buy-down

· ENERGY STAR rated package A/C = 4% buy-down

· ENERGY STAR rated split A/C = 4% buy-down

· ENERGY STAR rated gas furnace and split A/C = 5% buy-down

The buy-down amounts were established to provide a higher incentive on the measure or combination of measures that deliver the greater benefit.  Based on the average job costs experienced in our current program, the proposed percentages are relatively consistent with the rebate incentives provided by the IOU’s for the corresponding HVAC measures.  For windows, we have provided for a slightly higher incentive amount than would otherwise correspond with a utility rebate.  This is in recognition of the fact that we have not previously offered a window program, and the slightly higher incentive will assist with a more rapid development of an active window contractor base.  It is anticipated that future programs would see a slight reduction in the window incentive amount, just as we have proposed lower HVAC incentive amounts in this program than in our current program.

D.  Activities Descriptions

Not applicable.

Section V.  Goals

The following tables illustrate the forecasted number of measures that will be installed within the SDG&E service territory and the energy and peak demand savings resulting from the Interest Rate Buy-Down program.  In total 1,244 home improvement measures will be installed resulting in a total peak demand reduction of 262 kW and energy savings of 281,881 kWh and 20,590 Therms.

Measures Installed

	CEC Forecast Zone
	Split System A/C SEER 13
	Package A/C

SEER 13
	Heat Pump SEER 13
	Gas Furnace AFUE 92
	Program. Thermostat
	High Perf. Windows
	Duct Repair

	
	Units Installed
	Units Installed
	Units Installed
	Units Installed
	Units Installed
	Units Installed
	Units Installed

	13
	180
	100
	100
	150
	188
	400
	126


        Projected Net Coincident Peak kW Demand Reduction

	CEC Forecast Zone
	Split System A/C SEER 13
	Package A/C

SEER 13
	Heat Pump SEER 13
	Program. Thermostat
	High Perf. Windows
	Duct Repair

	
	kW
	kW
	kW
	kW
	kW
	kW

	13
	83.3
	46.28
	46.28
	6.69
	64.08
	15.65


(a) Based on SDG&E composite data, zonal breakdown not available

              Projected Annual Net kWh Savings

	CEC Forecast Zone
	Split System A/C SEER 13
	Package A/C

SEER 13
	Heat Pump SEER 13
	Program. Thermostat
	High Perf. Windows
	Duct Repair

	
	kWh
	kWh
	kWh
	kWh
	kWh
	kWh

	13
	36269
	20150
	28160
	48274
	142400
	6629


                Projected Annual Net Therm Savings

	CEC Forecast Zone
	Gas Furnace AFUE 92
	Program. Thermostat
	Duct Repair

	
	Therms
	Therms
	Therms

	13
	2537
	16265
	1789


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

EGIA will work closely with our selected EM&V contractor to assure that a comprehensive EM&V plan is put in place and executed that documents overall end of program performance and delivers near real time monthly, quarterly and interim process reports that enable us to quickly assess effectiveness and make the “in-flight” adjustments necessary to maximize performance and achieve program goals.  

It is assumed that Summit Blue Consulting, LLC will be our selected EM&V contractor as they will be performing the evaluation of our 2002-03 HVAC Interest Rate Buy-Down program.  As such they will be most familiar with the program and the most effective evaluation techniques.  

With EGIA proposing separate Interest Rate Buy-Down programs for each IOU (i.e. PG&E, SCE, SDG&E and So. Cal. Gas) we have taken an aggregate view with respect to project scoping and budgeting for our EM&V plan.  Overall, across all IOU’s we are proposing an EM&V plan totaling $140,000. We have proportionally allocated these costs across each of our four proposals as detailed in the respective utility workbook.  By aggregating the development and implementation of the  EM&V plan and working with a single EM&V contractor, EGIA is able to generate substantial economies. 

Our proposed EM&V plan will include the following tasks:

Prepare Data Collection Plan:  Planning for verification of field data collection and the process evaluation data collection requires developing a sampling plan and designing data collection instruments.  This will include the development by the EM&V contractor the following:

· Sample Design & Sample Selection Process

· On-site Data Collection

· Data Collection Instruments

· Program Performance Data

Conduct On-Site Data Collection: The EM&V contractor will complete the on-site verification inspections per the sample selection process referenced above.  The on-site inspections are designed to verify measure installations and key performance variables of installed measures per guidelines for central heating and air conditioning systems and high performance window retrofit.  The on-site staff will be responsible for gathering data from participant sites including basic site information (e.g., location, basic home characteristics (home type, approximate age and square footage), presence and quantity of measures installed, basic measure information such as make and model of device, size and capacity of device (e.g., Btuh rating), and efficiency of the device.  
            A process survey will also be conducted that includes a participant customer survey and a survey of participant and non-participant contractors.  The customer survey will address the following primary issues:
· Free-ridership and spillover topics which will be used to generate net-to-gross ratios for the impact analysis

· Customer decision –making

· Customer satisfaction with the program

· Program marketing and promotion

Conduct Telephone Surveys: In addition to the customer participant surveys conducted as part of or in conjunction with the on-site data collection activities, the EM&V contractor will conduct a sample survey with participating and non-participating home improvement contractors to identify issues related to contractor program involvement and program promotion/marketing. Home improvement contractors are one of the primary promoters of this program to end use customers and are instrumental in successfully selling the program and associated high efficiency equipment.    Two classes of contractors will be surveyed; 1) participating contractors and 2) non-participating contractors.  

Participating contractor surveys will be surveyed to assess the following issues: 

· Success of EGIA’s marketing and use of the program in contractor marketing

· Contractor involvement with hard-to-reach market segments

· Contractor involvement in reaching the non-English speaking Latino community 

· High-efficiency products promoted by the program

· Contractor decision making and reasons for participating in the program

· Program process efficiency 

· Contractor satisfaction with the program

Non-participating contractors will also be surveyed to establish why the program did not fit their business model and objectives and identify their decision-making process with respect to program features.

Conduct Savings Analysis:  Field data will be entered into the program database on an ongoing basis during the course of data collection activities and quality control checks will be made regularly. 

Participation data (data on all program participants) from EGIA, and the per unit ex ante savings values for each energy efficiency measure will also be compiled in the analytic database for purposes of completing the program savings analysis.  Deemed savings values from the DEER database will be indexed to basic location, home and equipment parameters such as climate zone, unit size and so on.  Once compiled in the analytic database, the field data will be used to compute realization rates for each measure.  

Since the per unit deemed savings values will be considered to be valid for the purposes of this analysis, the realization rates will apply to the quantity and measure count variables reported in the program tracking system from EGIA for savings calculation analyses.  These data will then be used to complete the program savings study.  The study will detail the energy savings results (therms, kWh and kW) by measure and key market segment (e.g., condenser change out, furnace/AC change outs, window replacement etc).  

Conduct Process Analysis:  Data from both the on-site participating end user  and home improvement contractor surveys will be compiled in a database.  Participant surveys will be analyzed on a quarterly basis and the findings compiled and transmitted from the EM&V contractor to EGIA as a means of providing feedback to EGIA on customer satisfaction, process efficiency, success of marketing activities and customer decision making processes. The home improvement contractor surveys will be conducted immediately and the results compiled and presented to EGIA in an interim report.  Overall, the process findings will be summarized in the final report with recommendations for program course correction and fine-tuning. 

The process analysis will assess the overall performance of the program relative to the following performance matrices:

· Number and value of loans closed by service region

· Number and value of loans closed by market segment including hard-to-reach (HTR) customers.   With regard to HTR customers, the EM&V contractor will review EGIA’s strategy and success in achieving participation in the following HTR customer segments:

· Number and value of loans to non-English speaking customers

· Number and value of loans to moderate income customers

· Number and value of loans to rural customers

· Number of contractors participating in the program by service region

· Number of contractors catering to or specifically serving non-English speaking customer groups

· Counts of equipment installed by size and efficiency category

· Customer satisfaction with the program 

· Contractor satisfaction with the program

Prepare Monthly, Quarterly and Program-End Reports:  These periodic reports will include the following data:

· Monthly reports – Status of on-site data activities including number of sites visited, measures verified, visits in the pipeline, and problems or issues associated with recruiting or inspection process.  In addition, the EM&V contractor will cross reference their site inspection report with monthly implementation contractor reports to verify:

· Customer’s name

· Customer’s service address

· Customer’s account number(s)

· Type of energy efficiency measures installed 

· Quantity, capacity and efficiency of each energy efficiency measure installed 

· Demand and energy savings (kW, kWh, therm) by measure type and utility region

· Customer details related including housing type, approximate square footage and approximate age of the home

· Quarterly reports – Review and summary of verification activities; to-date realization rate analysis; notable variances between reported and observed measures; summary results; and quality control issues (if any).

· Summary of energy efficiency measures installed (list each type)

· Quantity of each type of energy efficiency measure installed

· Estimated energy and demand savings (kW, kWh, Therms) by measure type and utility region 

· Customer participation summaries by utility region 

· Statistics on housing type 

· Program performance metrics including

· Number of loans funded for period

· Number of loans funded to date since program inception

· Net kW, kWh, and therm savings reported for the period

· Net kW, kWh, and therm savings reported to date since program inception.

· Process findings from participant surveys

· Interim process report – Summary of findings from both the non-participant and participant surveys.

· Program-end report – Summary of the EM&V process, summary of verification activities, final realization rate analysis, program savings analysis, electronic copy of the analytic database, and conclusions and recommendations related to EM&V activities.  

· Number of loans funded to date since program inception

· Savings reported to date since program inception by measure and utility region

· KW, kWh, and therms saved per program dollar

The monthly report will consist primarily of a status update, while the quarterly report will include detail on EM&V and any substantive findings and tabulations to date.  The program-end report, will summarize the final results and findings of the EM&V activities, as well as document the process, data collection instruments and data systems used in the analysis. 

Section VII.  Qualifications

A.  Primary Implementer
The Association History - The Electric & Gas Industries Association (EGIA) is a California, non-profit trade association formed in 1966 by a merger between the Northern California Electrical Bureau and the Gas Appliance Society of California.  These two forerunner organizations, formed in 1932, give EGIA roots, dating back over 70 years, in the service of energy conservation programs.

The Governing Body - Currently up to a 28 member Board of Directors governs EGIA.  These Directors include a mix of appliance manufacturers, distributors, and retailers, from large national chains to independent retailers, as well as home improvement contractors.  This mix of Directors is difficult to find elsewhere in the country, and they can be a valuable source of information to guide Association affairs.

Our Client List - EGIA’s clients have included all of California’s four major utility companies, Pacific Gas and Electric Company, Southern California Edison, Southern California Gas Company, and San Diego Gas & Electric Company.  In addition we serve many smaller municipalities, water utilities, and other groups, such as: City of Palo Alto, Silicon Valley Power, Modesto Irrigation District, Alameda County Water District, Bay Area Water Users Association, City of Davis Public Works, East Bay Municipal Utility District, Marin Municipal Water District, Sonoma County Water Agency, Zone 7 Water Agency, and Associated Volume Buyers (AVB).

Overall Consulting Services - A major strength of EGIA is its ability to provide a full range of customer-focused services including industry consulting, designing of programs, designing of program forms, implementation and administration of such programs.

Consumer Financing - EGIA is a fully licensed unsecured and secured lender.  Our Unsecured Lending Program is active in a dozen states, while Secured Lending is active in California and Colorado. 

Program Resume by Client and Year

California Public Utilities Commission

High Efficiency HVAC Interest Rate Buy-Down Program (2002 – Present)

EGIA currently administers one of the largest incentive-based consumer finance programs in the country.  This program, funded by the California Public Utilities Commission, provides for the reduction in a consumers interest rate charged when they finance a high efficiency HVAC measure.  The program is currently administered in the PG&E, SCE and Gas Company territories.

State of California, Department of Water Resources (DWR)

High Efficiency Clothes Washer Rebate Matching Program (2001 – 2003)

On behalf of over a dozen Bay Delta water agencies, EGIA applied for and was awarded a grant to administer an program that provided DWR funds to match local rebate amounts up to $75.00.  This program resulted in over $3 million in total incentives paid to customers who purchased high efficiency clothes washers.

Pacific Gas and Electric Company, Southern California Edison, Southern California Gas Company, and San Diego Gas & Electric Company

California Residential Lighting and Appliance Program (CRLAP) 1999-2001

The objective of this program was to promote the market transformation of the appliance industry, to increase the manufacturing, flooring, and sales of energy efficient appliances.  ENERGY STAR® was used as the baseline for energy efficiency targets.  In 2001, at the direction of the CPUC, the focus changed from market transformation to demand-side-management.  This program affected California’s investor owned utilities, representing 15 - 16 million residential customers.  This service was provided to the investor owned utilities through a sub-contract with Richard Heath and Associates.  The program had four major components listed below: 

1. The Field Service Program: This component coordinated field service personnel for the distribution of point-of-purchase materials and in-store training relating the benefits associated with ENERGY STAR® qualifying appliances.  EGIA managed a network of appliance retailers totaling 400-plus stores representing 700-plus storefronts throughout California.  
2. Consumer and Retailer Programs:  This component of the program featured incentives of various sizes that went directly to either the consumer (rebates) or to the retailer or their salespeople (incentives/spiffs).  The idea was to motivate the consumer into making a choice of energy efficiency over other available options.  Retailer/salesperson incentives (spiffs) were intended to motivate salespeople to inform customers about their energy efficiency options and push them to make the efficiency choice.  Programs falling into this category were:

· 1999 ENERGY STAR® Appliance Incentive Program (PG&E, SCE, SCG, SDG&E)

· ENERGY STAR® Qualified Clothes Washer Rebate Program 2000 & 2001 (PG&E, SCE, SCG)

· ENERGY STAR® Room A/C Dealer/Salesperson Incentive Program 2000 (PG&E, SCE, SDG&E)

· ENERGY STAR® Qualified Clothes Washer Incentive Program 2000 (SCE, SDG&E)

· 2000 & 2001 Refrigerator Rebate Program – featuring models meeting or exceeding the 2001 Federal Appliance Standard (PG&E, SDG&E)

· 2001 ENERGY STAR® Refrigerator Rebate Program (PG&E, SDG&E)

· 2001 ENERGY STAR® Dishwasher Rebate Program (PG&E, SDG&E)

· 2001 ENERGY STAR® Room Air Conditioner Rebate Program (PG&E, SDG&E)

· 2001 Portable Evaporative Cooler Rebate Program (PG&E)

3. Co-op Advertising Program/CRLAP Sponsored Advertising: This component provided advertising dollars to appliance dealers promoting ENERGY STAR® qualifying products in advertisements. The purpose of this component was to help leverage utility advertising dollars in an effort to get more dealers to promote ENERGY STAR®.  In addition to the leveraging opportunities, the CRLAP had developed radio and print advertisements which were dispersed throughout the state to increase the number of impressions associated with ENERGY STAR®.

4.
Market Outreach:  The purpose of this function was to enhance communications between the program, on behalf of the utilities, to the important market actors that affect the manufacturing and flooring of the more efficient appliances.

Pacific Gas & Electric Company

For the appliance programs detailed below, EGIA managed an appliance retailer network of up to 400 stores in Northern and Central California.

· Residential Contractor Program (RCP), 1999-2001

For this program we screen contractors for participation, perform contractor orientation training, conduct on-going verification of contractor eligibility, disseminate program information to participating contractors via phone, fax and mail, handle all contractor and consumer calls, fulfill consumer requests for contractor information, and perform all utility reporting.  In this program we manage a network of 387 contractors in both the single and multi-family elements of the program.

· Efficient Refrigerator Rebate Program, 1989-1999

In this program incentives were provided to residential customers to purchase energy efficient refrigerators.  EGIA processed rebates up to 50,000 annually.  

· Efficient Multiple-Dwelling Refrigerator Rebate Program, 1993-1994

In this program incentives were offered to property managers to change out their units’ inefficient refrigerators and replace them with more efficient models.  EGIA processed up to 15,000 refrigerator rebates annually.
· Efficient Refrigerator Dealer/Salesperson Incentive Program, 1992-1996

In this program an incentive was given to appliance salespeople to sell more efficient refrigerators to their customers and also provided an incentive to the appliance dealer (typically the storeowner) for stocking the more efficient refrigerators.

· ENERGY STAR® Program, 1997-2001

EGIA coordinates all field related activities associated with ENERGY STAR® in the PG&E service territory.  This includes distribution of point of purchase materials and sales training aides as well as in-store training of sales associates to the benefits associated with ENERGY STAR® qualifying appliances.

· Home Energy Savings Loan Program, 1994-1997
In this program EGIA developed and implemented a screening process as a quality control measure to reduce utility liability exposure and fielded residential consumers complaints to resolution.  This program produced approximately $100,000,000 in loans.  EGIA screened up to 425 contractors for participation in this program.

Southern California Edison

For the appliance programs detailed below, EGIA managed an appliance retailer network of up to 274 stores in Southern California.

· Dealer/Salesperson ENERGY STAR® Incentive Program, 1999

In this program incentives were provided to the dealer/salesperson to sell ENERGY STAR® qualifying appliances.  This service was provided to SCE through a sub-contract with Ecos Consulting, a lighting consultant.  

· Appliance Dealer ENERGY STAR® Co-op Advertising Program, 1999

This program provides advertising dollars to appliance dealers promoting ENERGY STAR® products in advertisements.  The purpose of the program was to help leverage utility advertising dollars in an effort to get more dealers to promote the ENERGY STAR® brand.  This service will be provided to SCE through a sub-contract with Ecos Consulting.  In this program we processed $300,000.00 worth of co-op advertising that resulted in a leveraging of approximately $1.5 million in ads.
Municipality Programs

City of Palo Alto 

For these programs we managed an appliance retailer network of up to 29 retailers.

· Efficient Clothes Washer Rebate Program, 1999 - 2002

This program provides incentives to customers to purchase more energy efficient clothes washers.  ENERGY STAR® was used as the base qualification. 

· Efficient Dishwasher Rebate Program, 1999 - 2002

This program provides incentives to customers to purchase more energy efficient dishwashers.  ENERGY STAR® was used as the base qualification. 

· Efficient Refrigerator Rebate Program, 1999 - 2002

This program provides incentives to customers to purchase more energy efficient refrigerators.  ENERGY STAR® was used as the base qualification. 

· Efficient Multiple Refrigerator Rebate Program, 1994-1995

This program provided incentives to property managers to replace their units’ refrigerators with more energy efficient models.  

Silicon Valley Power – City of Santa Clara’s Electric Utility

For these programs we manage an appliance retailer network of up to 26 retailers.

· Efficient Refrigerator Rebate Program, 1998-Present

This program provides incentives to consumers to replace their refrigerator with a more energy efficient model.  ENERGY STAR® was used as the base qualification. 

· Compact Fluorescent Light Program, 1998-2000

This coupon redemption program provides an incentive to consumers to replace their standard light bulbs with the more energy efficient compact fluorescent lights. 

· Efficient Dishwasher Rebate Program, 2001 - Present

Alameda Bureau of Electricity

EGIA managed an appliance retailer network of up to 25 stores.

· Efficient Refrigerator Rebate and Recycling Program, 1998

This program provided an incentive to consumers to replace their refrigerator with a more energy efficient model, while at the same time requiring that the old model be recycled. 

Modesto Irrigation District

EGIA manages an appliance retailer network of up to 15 stores.

· ENERGY STAR® Refrigerator Rebate Program, 2001/2002

This program provides an incentive to consumers to replace their refrigerator with a more energy efficient model.

The Association and AVB 

· Associated Volume Buyers (AVB) Appliance Delivery Rebate Program, 

1998-Present

This nationwide program available to 2,500 AVB members provides delivery cost reimbursement to consumers.  

· EGIA/First Financial Funding Group Loan Program, 1998-1999

This program provided low interest rate financing at attractive terms to consumers wanting to make HVAC, insulation, and/or window upgrades to their home through an EGIA member contractor.  

· EGIA Dishwasher/Microwave Oven Sweepstakes, 1989

This program was created to provide consumers a chance to win either an energy efficient dishwasher or microwave oven by entering a sweepstakes at participating EGIA member appliance dealers.

· Room Air Conditioner Sales Incentive Program, 1990

This program was created to provide salespeople an incentive to sell more energy efficient room air conditioners to their customers.  

A major goal of many of the programs listed above is to inform consumers and motivate them to make energy efficiency and conservation a factor in their buying decision.  Because these programs change consumer behaviors, retailers, contractors, distributors, and manufacturers tend to be more receptive to learning about the benefits associated with participating in the programs.  These benefits can range from being more receptive to training, to stocking more energy efficient products, to producing more energy efficient products.  Many of the above referenced programs have been instrumental in transforming their respective markets.

B.  Subcontractors

Not applicable.

C.  Resumes or Description of Experience

Bruce Matulich - Executive Director 

With over 25 years of experience in the energy services, gas and electric utility industries, Bruce has extensive experience in developing and implementing utility and third-party energy efficiency programs, having developed and managed some of the most extensive energy efficiency programs in the country.  

Prior to joining EGIA, Bruce was Chief Operating Officer for Energy Innovation Group, LLC., an energy services company that works closely with local government, community based organizations and business associations to deliver integrated energy efficiency solutions.  Energy Innovation Group provided the direct marketing, community outreach and rebate processing for several of the 2002-03 CPUC Local Programs (i.e. South Bay Energy Rewards, Small Business Energy Alliance).  

Earlier, Bruce was also Executive Vice President and Vice President of Sales & Marketing at MainStreet Networks where he was responsible for all marketing, sales, business development, field service, public relations and data center and network operations.  MainStreet Networks manufactured and delivered Automatic Meter Reading (AMR), On-Line Energy Management & Control and customized e-services to utility companies and their customers throughout North America.

Bruce also served as Director of Marketing at CellNet Data Systems, a provider of wireless data communications enabling a wide range of on-line, real-time monitoring, control and automation applications for the utility and energy services industry. 

Prior to joining CellNet Data Systems, Bruce spent 18 years at PG&E, leading the Company’s energy efficiency and load management activities as Director of Energy Efficiency Services and Director of Products and Services.  At PG&E, Bruce was instrumental in creating the nations largest and most profitable energy efficiency program.  He provided management oversight for the development and delivery of over 80 residential, commercial, residential and agricultural energy efficiency, load management and load research programs.  Bruce was PG&E’s chief spokesman on energy efficiency issues, a frequent presenter at national energy forums and witness before the California Public Utilities Commission, federal agencies and congressional energy committees.

Bruce has a Bachelor of Science degree in Business Administration/ Marketing and a Bachelor of Science degree in Industrial Technology from San Jose State University.
Kirk Uhler - Chief Operating Officer

Kirk Uhler manages EGIA’s day-to-day operations and assists with corporate planning, direction and business unit development.  Kirk is responsible for all implementation and reporting activities associated with EGIA’s current CPUC-funded High Efficiency HVAC Interest Rate Buy-Down Program.  Kirk was promoted to Chief Operating Officer in September of 2001, after serving as the Director of Government Relations and Business Development.  Prior to joining EGIA, Kirk was a founding employee at CarsDirect.com, where he helped establish the company’s national dealership and vehicle purchasing network.  Kirk remains active in politics, having been elected to the Placer County Board of Supervisors in 1992, becoming the second youngest County Supervisor in California history.  Kirk manages a staff of 23.

Albert Jimenez - Controller/Human Resources Manager

Al joined EGIA in February 2002.  He is responsible for managing all accounting, financial and human resource matters.  Prior to joining EGIA, Al was general manager for a local business unit operated by a Fortune 100 company.  He is a licensed Certified Public Accountant and has extensive experience providing management and consulting services for a wide array of clientele.  Al manages a staff of five.

Barbara Stuckey – Head Underwriter/Loan Funder
Barbara has seventeen years experience in both secured and unsecured lending.  For the last five years, Barbara has been the Head Underwriter and Loan Funder for two different Fannie Mae originators.  Her responsibilities include all final underwriting, loan purchasing and loan selling.  Barbara manages a staff of four.

Section VIII.  Budget

The following is the forecasted budget summary for implementing the Interest Rate Buy-Down program within the SDG&E service territory.

	Budget Item
	Budget Amount ($)

	Administrative
	 

	     Managerial and Clerical Labor
	$   8,032

	     Travel and Conference Fees
	$   8,925

	     Overhead (General Administrative)
	$  23,205

	Marketing/ Advertising/Outreach
	$  11,200

	Direct Implementation
	

	     Financial Incentives to Customers
	$373,500

	     Rebate Processing and Inspection
	$138,337

	Evaluation Measurement and Verification
	

	     EM&V Labor and Materials
	$  20,000

	Total
	$583,199
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