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Subject:  2004 - 2005 Energy Efficiency Program Selection

On behalf of ICF Associates, Inc., a wholly owned subsidiary of ICF Consulting Group, I am pleased to submit this proposal for Call for Savings:  ENERGY STAR Labeled Telephone Equipment Incentive Program.  We are submitting three versions of this proposal, one for each of the three electric utility territories:  PG&E, SCE, and SDG&E.  The proposals and the program are identical in each of the three territories.  The goals for each territory and the total are shown in all three proposals.

The energy wasted by inefficient power supplies in consumer products is well documented.  The Call for Savings Program is the first incentive program to focus on capturing the energy savings potential of more efficient products.  We are focusing on consumer telephone equipment primarily because it offers the largest savings.  The program is designed to rely on the ENERGY STAR platform because it provides a set of product definitions that is recognized and accepted by the industry.

The market penetration of the ENERGY STAR labeled efficient telephone products is limited by the small incremental cost of the more efficient power supplies.  We will overcome this cost barrier with manufacturer incentives for products shipped to retailers in California.  This program design minimizes administrative expense and also is expected to motivate additional manufacturers to design and offer qualifying product.  

ICF Consulting has a proven track record of worldwide excellence in meeting clients’ needs, including designing and implementing energy efficiency programs in California.  We look forward to furthering the State’s energy efficiency goals by implementing this important project.

If you have any questions or require additional information on our submission, please contact me via telephone at (818) 325-3146 or e-mail at mgibbs@icfconsulting.com.

Sincerely,

Michael J. Gibbs
Sr. Vice President
ICF Consulting
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1. PROGRAM OVERVIEW

Program Concept

The Call For Savings Program is designed to increase the market share of ENERGY STAR labeled residential telephone equipment, including cordless telephones and answering machines.  By virtue of having more efficient power supplies, the ENERGY STAR labeled products use less energy during standby mode, which for these products is typically 7,300 hours per year because they are always plugged in.  More than 40 million cordless telephones are sold annually in the U.S., with California being the largest market.  The market is highly competitive, with very slim profit margins.  The incremental cost of the more efficient power supply needed to achieve the ENERGY STAR specifications limits the ability of manufacturers to compete with non-labeled products.  This program will provide a financial incentive of $1.00 per unit sold in California to manufacturers to offset the incremental cost of the more efficient power supply.  As a result, the price differential for ENERGY STAR labeled products will be eliminated and the market share for labeled products will increase.

Program Rationale

Power supplies are used in many consumer products.  For consumer telephone equipment such as cordless telephones and answering machines, the power supply is the external rectangular device (sometimes referred to as a “brick”) that plugs into the wall.  The energy needlessly wasted through the use of inefficient power supplies has been well documented.
  Advances in power supply design are being realized, and federal purchasing requirements have been put in place to promote more efficient technologies.
  To promote the adoption of more efficient power supplies in consumer telephone equipment, the U.S. EPA ENERGY STAR Program has adopted specifications for cordless telephones and answering machines, stating:

“If all cordless phones, answering machines, and combination units sold in the US during the next ten years were ENERGY STAR qualified, consumers would save $4.4 billion on their electricity bills.”

The adoption of efficient power supplies for cordless telephones and answering machines is hampered by the incremental cost of the more efficient products.  The highly price-competitive nature of the consumer market makes it difficult for the more efficient products to gain market share.  Although the potential total energy savings across all consumers is considerable, the energy savings per consumer is small.  Consequently, it is not feasible for manufacturers and retailers to develop marketing strategies that promote the products on the basis of their energy saved.  The final result is that the market share of cost effective efficient power supplies continues to lag.

To overcome these barriers, the Call For Savings Program will provide a financial incentive to manufacturers of ENERGY STAR labeled cordless telephones, answering machines, and combination units.  Set at $1.00 per unit sold in PG&E, SCE, and SDG&E service territories, the incentive will offset the incremental cost of the more efficient power supply.

The choice of consumer telephone equipment for this program is deliberate.  Because the power supplies are external, it is easier to switch to more efficient power supplies for these products.  Consequently, the product offerings are reaching the point where an incentive program would be productive.  Also, these consumer products represent the majority of external power supplies.  The program, therefore, can have the largest possible impact in terms of energy savings and in terms of influence on the power supply industry.  Now is the appropriate time to capture the energy savings from these products.  While potential regulatory action on these products may take a number of years, this program will ensure that the savings opportunity is not lost.

Call For Savings is designed as an upstream hardware/incentive program.  By using upstream incentives, we can administer the program efficiently and effectively.  Past experience has shown that small consumer rebates (such as $1.00 to $10.00) are costly to administer relative to their impact on the market.  In fact, rebate-processing costs can exceed the value of the consumer rebate when the consumer rebate amount is low.  Upstream incentives to manufacturers overcome this problem.  Rather than processing many thousands of consumer rebates, incentive payments can be made to five to 10 manufacturers participating in the program.  The manufacturers provide the necessary documentation to support payment, which is reviewed by the program.

This program design was used to promote the sale of compact fluorescent light bulbs (CFLs) in California for a number of years.  Rather than process consumer rebates for each CFL purchased, incentives were provided to manufacturers, who passed the savings on through the distribution channel.  The savings multiply through the distribution channel:  a $2.00 manufacturer incentive on a CFL translated approximately into a $4.00 reduction in the retail price.

Call For Savings will use this proven approach to enhance the cost competitiveness of the ENERGY STAR labeled consumer telephone equipment.  The program will offer the incentive to manufacturers with qualified equipment.  Based on initial conversations with several manufacturers, the $1.00 per unit incentive is sufficient to create interest in the program and will enhance the ability of qualified products to be sold in California.  Exhibit 1 lists the manufacturers with qualifying products.  As shown in the exhibit, two manufacturers are located in California.  The manufacturers can provide a rich set of product options that carry the ENERGY STAR label and qualify for inclusion in the program.  Exhibit 3 at the end of this section lists the qualifying models.

The program is proposed for statewide implementation for two reasons.  First, manufacturers sell their products statewide, so implementation in a single service territory would be an artificial barrier to participation.  Second, in order to be of interest to the manufacturers, the program needs to cover a market of sufficient size.  Based on conversations with manufacturers, the statewide market is large enough to support program interest.

Exhibit 1:  Manufacturers Participating in the ENERGY STAR Program

	Manufacturer
	Location

	Cidco Communications, LLC 
	California 

	Consumerware Incorporated 
	Washington 

	Memcorp, Inc. 
	Florida 

	Panasonic
	District of Columbia (D.C.) 

	RadioShack 
	Texas 

	TT Systems LLC 
	California 

	Uniden America Corporation 
	Texas 

	Source:  www.energystar.gov


Program Objectives

The primary objective of the program is to save energy by paying incentives for the sale of 1 million ENERGY STAR labeled cordless telephones, answering machines, and combination units.  This objective is allocated to the three IOU territories as follows:

· PG&E

450,000 units

· SCE

400,000 units

· SDG&E
150,000 units

To achieve this objective, we propose to involve three or more of the seven manufacturers in the program.  While we would prefer to involve all seven manufacturers, we recognize that not all may be willing to participate.  Based on initial conversations, we expect that nearly all the manufacturers will be interested in participating.

As a consequence of providing this incentive, it is possible that additional manufacturers will consider offering qualifying products.  Such a development would be a significant market change, as several of the largest manufacturers do not currently offer ENERGY STAR labeled products.  As described below, the program is designed to enable additional manufacturers to participate.  Given the limited duration of this program, we do not propose as a program objective the decision by additional manufacturers to offer qualifying product.  Nevertheless, sustained commitment to this market will motivate additional manufacturers to offer qualifying product.

The DEER Database does not contain energy savings estimates for ENERGY STAR labeled telephone equipment.  The U.S. EPA ENERGY STAR Program reports the figures in Exhibit 2 for qualifying product as compared with non-qualifying product on the market today.  We expect that the overwhelming majority of the products promoted under this program will be cordless telephones.  Therefore, as an average figure, we adopt 10 kWh/year as the savings estimate.  As the program is implemented, the actual mix of products for which incentives are paid will be tracked so that the energy savings total is calculated precisely.

Exhibit 2:  Energy Savings Estimates Per Unit

	Product Type
	Energy Savings

	Cordless Telephone
	12 kWh/year

	Cordless Telephone with DSS
	9 kWh/year

	Answering Machine
	6 kWh/year

	Combo Telephone/Answering Machine
	14 kWh/year

	Combo with DSS
	5 kWh/year

	Source:  Personal communication, End Use Forecasting Group, Lawrence Berkeley National Laboratory.


CPUC Policy Objectives

The Call For Savings Program is designed to meet the CPUC policy objectives as described in the Policy Manual.

· Cost Effectiveness:  The Call for Savings Program incorporates cost effectiveness into its design.  First, the energy savings associated with the qualifying products are substantial relative to the incremental measure cost.  As a result, the energy efficiency measures are intrinsically cost effective.  Second, the program is designed around the ENERGY STAR Program platform, so that product specifications, qualifying product lists, and participating manufacturers have all been defined.  Finally, the program is designed as an upstream incentive program, which is the most cost effective design for providing financial incentives for consumer products.  Overall, the program is estimate to have a TRC Ratio of about 1.25 and a PT Ratio of about 7.0.  The TRC Levelized Cost Electric estimate is about $0.053.

· Long-Term Annual Energy Savings:  This program produces significant energy savings, both in the short term and over the long term.  While an expected useful life of five years is assumed for this proposal, the actual lifetime of these products is typically longer.  As reported above, the Net Lifecycle kWh Savings are estimated at 40,000,000 statewide.

· Electric Peak Demand Savings:  This program will produce immediate and permanent peak demand savings.  The products are plugged in and drawing power 100% of the time, so that the demand savings are realized throughout the peak period.

· Equity Consideration:  This program reaches all consumers.  The financial incentives will allow manufacturers to offer qualifying product in the lowest price categories.  Consequently, those consumers with the most limited means will have qualifying product available to them.

· Ability to Overcome Market Barriers:  This program is set up to overcome the principal market barrier for manufacturers:  cost.  We expect that the availability of these incentives will prompt additional manufacturers to start offering qualifying product, thereby increasing consumer choice and contributing to shifting the market toward energy efficient power supplies as standard products.

The statewide implementation of this program will overcome the barrier to participation on the part of manufacturers that would occur if the program were offered in only one utility territory or in each of the territories separately.

· Innovation:  the Call for Savings Program is promoting a unique set of products for the first time.  This program will contribute to the growing efforts to examine options for reducing energy consumption from power supplies in standby mode.

· Coordination With Programs Run by Other Entities:  ICF Consulting will coordinate with other programs as appropriate.  At this time we are not aware of any other programs with offers for these products.  Given the statewide nature of this program, ICF Consulting will propose coordinating activities with municipal utilities, particularly in Los Angeles and Sacramento.  If we are successful in achieving this coordination, we will be able to offer a one-stop-shop for product sales throughout virtually the entire state.  Finally, we will coordinate with the ENERGY STAR Program on technical and marketing issues, including maintaining the list of qualified products and participating manufacturers.

Exhibit 3:  Qualifying Models by Manufacturer (as of September 16, 2003)

	Manufacturer
	Model Number
	Product Type
	Standby Watts

	Cidco Communications, LLC
	CL-906
	Cordless Telephone
	3.1

	Cidco Communications, LLC
	CL-915
	Cordless Telephone
	3.2

	Cidco Communications, LLC
	D-933
	Cordless Telephone
	3.45

	Cidco Communications, LLC
	D-937
	Cordless Telephone
	3.5

	Memcorp, Inc.
	MPH6990
	Combination Unit
	3.8

	Memcorp, Inc.
	MPH6925
	Cordless Telephone
	2.66

	Memcorp, Inc.
	MPH6935
	Cordless Telephone
	2.95

	Panasonic
	KX-TG2247
	Combination Unit
	2.74

	Panasonic
	KX-TG2257
	Combination Unit
	2.74

	Panasonic
	TG2227S
	Combination Unit
	2.74

	Panasonic
	KX-TG2382
	Combination Unit
	2.78

	Panasonic
	KX-TG2383
	Combination Unit
	2.78

	Panasonic
	TG2730
	Combination Unit
	2.95

	Panasonic
	TG2740
	Combination Unit
	2.99

	Panasonic
	KX-TG5100
	Combination Unit
	4.11

	Panasonic
	KX-TG5110
	Combination Unit
	4.11

	Panasonic
	KX-TG2224
	Combination Unit
	2.19

	Panasonic
	KX-TG2226
	Combination Unit
	2.19

	Panasonic
	KX-TG2248
	Combination Unit
	2.19

	Panasonic
	KX-TG2258
	Combination Unit
	2.19

	Panasonic
	KX-TG2215
	Cordless Telephone
	2.73

	Panasonic
	TG2205W
	Cordless Telephone
	2.73

	Panasonic
	TG2217S
	Cordless Telephone
	2.73

	Panasonic
	KX-TG2237
	Cordless Telephone
	2.74

	Panasonic
	KX-TG2267
	Cordless Telephone
	2.82

	Panasonic
	KX-TG2352
	Cordless Telephone
	2.78

	Panasonic
	TG2700
	Cordless Telephone
	2.98

	Panasonic
	TG2720
	Cordless Telephone
	2.98

	Panasonic
	KX-TG2208
	Cordless Telephone
	2.19

	Panasonic
	KX-TG2214
	Cordless Telephone
	2.19

	Panasonic
	KX-TG2216
	Cordless Telephone
	2.19

	Panasonic
	KX-TG2235
	Cordless Telephone
	2.19

	Panasonic
	KX-TG2238
	Cordless Telephone
	2.19

	Panasonic
	KX-TG2219
	Cordless Telephone
	2.66

	Panasonic
	KX-TG2239
	Cordless Telephone
	2.86

	Radio Shack
	43-3821
	Combination Unit
	3.65

	Radio Shack
	43-3818
	Combination Unit
	3.74

	Radio Shack
	43-3812
	Combination Unit
	3.55

	Radio Shack
	43-3814
	Combination Unit
	3.55

	Radio Shack
	48-3813
	Combination Unit
	3.55

	Radio Shack
	43-3817
	Combination Unit
	3.8

	Radio Shack
	43-3820
	Combination Unit
	3.8

	Radio Shack
	43-3806
	Combination Unit
	3.87

	Radio Shack
	43-734A
	Combination Unit
	3.98

	Radio Shack
	43-3815
	Combination Unit
	2.08

	Radio Shack
	43-3810
	Combination Unit
	3.75

	Radio Shack
	43-3807A
	Combination Unit
	4.4

	Radio Shack
	43-3536
	Cordless Telephone
	3

	Radio Shack
	43-3537
	Cordless Telephone
	3.1

	Radio Shack
	43-3533
	Cordless Telephone
	2.66

	Radio Shack
	43-3534
	Cordless Telephone
	2.66

	Radio Shack
	43-3541
	Cordless Telephone
	2.66

	Radio Shack
	43-3542
	Cordless Telephone
	2.66

	Radio Shack
	43-3543
	Cordless Telephone
	2.66

	Radio Shack
	43-3535
	Cordless Telephone
	2.95

	Radio Shack
	43-3544
	Cordless Telephone
	2.95

	Radio Shack
	43-3545
	Cordless Telephone
	2.95

	Radio Shack
	43-1107C
	Cordless Telephone
	3.01

	Radio Shack
	43-1107D
	Cordless Telephone
	3.04

	Radio Shack
	43-1108D
	Cordless Telephone
	3.04

	Radio Shack
	43-1122D
	Cordless Telephone
	3.1

	Radio Shack
	43-1114A
	Cordless Telephone
	3.19

	Radio Shack
	43-1122C
	Cordless Telephone
	3.29

	Radio Shack
	43-3538
	Cordless Telephone
	2.7

	Radio Shack
	43-3529
	Cordless Telephone
	3

	Radio Shack
	43-3513
	Cordless Telephone
	3.24

	TT Systems LLC
	PMP-3875
	Combination Unit
	3.9

	TT Systems LLC
	PMP-3815
	Cordless Telephone
	2.7

	TT Systems LLC
	PMG-3455
	Cordless Telephone
	3

	TT Systems LLC
	PMP-3860
	Cordless Telephone
	3.1

	TT Systems LLC
	PMP-3850
	Cordless Telephone
	2.5

	Uniden America Corporation
	EXA2245
	Combination Unit
	3.56

	Uniden America Corporation
	EXAI2248
	Combination Unit
	3.74

	Uniden America Corporation
	EXAI2248i
	Combination Unit
	3.74

	Uniden America Corporation
	EXA2950 (AMWUC332)
	Combination Unit
	3.55

	Uniden America Corporation
	EXAI378
	Combination Unit
	3.8

	Uniden America Corporation
	EXAI378i
	Combination Unit
	3.8

	Uniden America Corporation
	EXA3245(XX)
	Combination Unit
	3.6

	Uniden America Corporation
	EXAI3248(XX)
	Combination Unit
	3.64

	Uniden America Corporation
	EXAI398(XX)
	Combination Unit
	3.5

	Uniden America Corporation
	TRU488
	Combination Unit
	2.08

	Uniden America Corporation
	TRU4485
	Combination Unit
	2.1

	Uniden America Corporation
	DCT5260(XX)
	Combination Unit
	2.51

	Uniden America Corporation
	DCT5280(XX)
	Combination Unit
	3.08

	Uniden America Corporation
	DCT5285(XX)
	Combination Unit
	3.08

	Uniden America Corporation
	TRU5860(XX)
	Combination Unit
	2.48

	Uniden America Corporation
	TRU5885
	Combination Unit
	2.6

	Uniden America Corporation
	EXP2240
	Cordless Telephone
	3

	Uniden America Corporation
	EXP2241 (WM)
	Cordless Telephone
	3

	Uniden America Corporation
	EXP2243
	Cordless Telephone
	3

	Uniden America Corporation
	EXI2246
	Cordless Telephone
	3.1

	Uniden America Corporation
	EXP2246
	Cordless Telephone
	3.1

	Uniden America Corporation
	EXP370
	Cordless Telephone
	2.66

	Uniden America Corporation
	EXP371
	Cordless Telephone
	2.66

	Uniden America Corporation
	DXI386-2
	Cordless Telephone
	2.95

	Uniden America Corporation
	EXI376
	Cordless Telephone
	2.95

	Uniden America Corporation
	EXT1160 (AMWUC332)
	Cordless Telephone
	3.06

	Uniden America Corporation
	EXT1165 (AMWUC332)
	Cordless Telephone
	3.06

	Uniden America Corporation
	EXI2926
	Cordless Telephone
	3.17

	Uniden America Corporation
	EXT1160 (AMWUC210)
	Cordless Telephone
	3.17

	Uniden America Corporation
	EXP3240(XX)
	Cordless Telephone
	2.77

	Uniden America Corporation
	EXP3241(XX)
	Cordless Telephone
	2.77

	Uniden America Corporation
	EXI3246(XX)
	Cordless Telephone
	2.9

	Uniden America Corporation
	EXI3226(XX)
	Cordless Telephone
	2.95

	Uniden America Corporation
	EXT3165(XX)
	Cordless Telephone
	2.95

	Uniden America Corporation
	TXC400
	Cordless Telephone
	1.87

	Uniden America Corporation
	TRU4465
	Cordless Telephone
	2.11

	Uniden America Corporation
	TRUC56(XX)
	Cordless Telephone
	2.65

	Uniden America Corporation
	TRUC46
	Cordless Telephone
	2.65

	Uniden America Corporation
	TRU446
	Cordless Telephone
	3

	Uniden America Corporation
	TRU5865
	Cordless Telephone
	2.5

	Source:  www.energystar.gov


PROGRAM PROCESS

Program Implementation

The proposed process for implementing the Call For Savings Program is focused on those activities required to involve the relevant manufacturers and make the incentive payments for actual product sales.  The activities include the following.

· Program Offering:  The incentive being offered to the manufacturers will be articulated in a Program Description document.  The Program Description will define the eligible products (based on the list maintained by the ENERGY STAR Program), the two incentive periods (first year and second year), the process for reserving incentive funds, and the documentation required to receive payment for product sales.

· Manufacturer Outreach:  The next step is to conduct outreach to the manufacturers and provide them with the Program Description.  This outreach will be by e-mail, mail, and telephone.  We already have contacts at each of the manufacturers with qualifying product, and most of this effort will focus on these manufacturers in the first incentive period.  We will also contact other manufacturers to make them aware that incentives are available.

· Manufacturer Incentive Reservations:  We will first ask the manufacturers to reserve funding for the number of units they expect to sell in the first incentive period.  Based on the amount of funds requested, the manufacturers will be provided with firm funding reservation amounts.  This process will be repeated for the second reservation period using funds remaining following completion of payments for sales during the first period.  If the program becomes over-subscribed, the funding reservations will be apportioned among the participating manufacturers.

· Track Progress:  During the program, we will track progress with each of the manufacturers that reserved funding.  This follow up is needed to identify any issues in meeting program goals.  If progress appears to be slow for one or more manufacturers, their funding reservation may be reduced and re-allocated to other manufacturers.

· Review Documentation and Pay Incentives:  As manufacturers provide documentation of their shipments to California stores, we will review and approve incentive payments.  The data will be maintained and made available to the EM&V contractor to confirm the number of units shipped and the energy savings.

As discussed above, this process is patterned after the method used successfully to provide upstream incentives to CFL manufacturers.  As with the previous CFL programs, the documentation required for making payments is a challenging aspect of implementing the program.

To support incentive payments, we will require evidence of product shipments to retail stores in each utility service territory.  Of note is that the manufacturers do not typically ship directly to retail outlets, but rather ship to retailer warehouses.  The manufacturer will be required to coordinate with the retailers to collect information on shipments from their warehouses to retail locations.  The ZIP codes of the retail locations will be used to determine the IOU service territories into which the products were shipped.

The coordination required between the manufacturer and the retailer to provide this documentation is significant.  However, in initial discussions with manufacturers they felt that they could obtain computerized shipping data from their major customers.  Consequently, we will be able to track most, but not all shipments, of qualifying product from participating manufacturers.  We will only pay incentives for those shipments that can be documented.  Additionally, we will confirm the arrangements between the manufacturers and the retailers to ensure that data integrity is maintained.

We are not aware of any other program offering incentives or otherwise promoting ENERGY STAR labeled consumer telephone equipment in California.  Consequently, we do not anticipate any problems with potential double-dipping by manufacturers, retailers, or consumers.  We will review the list of selected programs to ensure that there are no areas of coordination required.

We will also communicate and coordinate with the ENERGY STAR Program.  For example, we understand that there are discussions underway about adding multi-handset cordless telephones and combination units to the list of qualifying products.  We can add such products to this program as appropriate when the specifications are set.  

Marketing Plan

The Call For Savings Program will be marketed to manufacturers of consumer telephone equipment.  We have a complete list of manufacturers that currently have qualifying product.  We will contact these manufacturers directly to involve them in the program.  We will also contact the other major manufactures to inform them of the program.  The availability of the incentives may enable additional manufacturers to offer qualifying product, particularly in the second incentive period.

Customer Enrollment

The Call For Savings Program is not designed to enroll customers or otherwise deal directly with customers.  As discussed above, manufacturers will be offered the opportunity to participate in the program.  Manufacturers become participants by requesting that incentive funds be reserved for them.

Materials

The ENERGY STAR Program will be used as the platform for defining the specifications for qualifying equipment and for providing the list of qualifying models.  These materials are available publicly and are kept up to date by the U.S. EPA.  Consequently, they provide a reliable basis for managing this program.

The materials required to implement the program include the following:

· Program Description that defines the offer being made to the manufacturers.

· Funding Reservation Form used by manufacturers to request that funds be set aside for them.

· Funding Reservation Approval Letter that confirms that funds have been set aside for the manufacturer.

· Incentive Payment Request Form used by manufacturers to request payment of incentives.  This form would accompany the documentation provided by the manufacturer showing the actual product shipments made.

Payment of Incentives

The financial incentives will be paid to manufacturers following the receipt and review of their shipment documentation.  Incentive will be paid up to the amounts reserved by each manufacturer.  Any questions regarding shipment documentation must be resolved prior to payments being made.

Staff and Subcontractor Responsibilities

ICF Consulting draws on its broad experience in designing and implementing energy-efficiency programs to select key staff for this program.  The chart below presents our proposed organizational structure for this program and the roles and responsibilities of the proposed staff.

Michael Gibbs, ICF Consulting Senior Vice President, will serve as the Program Manger.  Mr. Gibbs is currently serving as the Program Manager for the $7.5 million CEC-sponsored Demand Response Program.  He also provides marketing, strategic planning, and management support to ICF Consulting’s Demand Control Ventilation Pilot Program.  Mr. Gibbs has more than 22 years of consulting and program management experience, including designing and managing upstream incentive programs in California.  He will be responsible for the overall management of the program and will be the primary point of contact with the California Public Utility Commission and IOU contract representatives.

Matthew Morris, ICF Consulting Associate, will serve as the Implementation Manager.  Mr. Morris will be responsible for the day-to-day operation of the program, including tracking all activities and preparing all reports.  Mr. Morris will also be responsible for managing the incentive payment process, including overseeing the receipt and review of all documentation.  Mr. Morris is currently a key implementation specialist on the CEC-sponsored Demand Response Program and has a masters degree and three years of consulting experience.

Ms. Robin Clark, an ICF Consulting Vice President, will serve as the Senior Outreach Specialist, responsible for developing and overseeing the strategy for involving the manufacturers in the program.  Ms. Clark has extensive experience conducting outreach to manufacturers and related market actors.  For the past eight years, Ms. Clark has consulted on all aspects of the ENERGY STAR product implementation process, including product selection, recommending energy-efficiency criteria, interfacing with manufacturers and retailers, launching new products, overseeing the administration functions for existing products, and promoting labeled products.  She also co-authored an article on the goals and process for ENERGY STAR product development.  Recently, she assisted in developing specifications for and launching ENERGY STAR for Dehumidifiers, Set-top Boxes, Telephony, and Light Commercial HVAC.
Ms. Mehernaz Polad will be the Outreach Specialist who will be working to involve the manufacturers in the program.  Ms. Polad currently supports the EPA ENERGY STAR labeling program, including developing marketing and outreach strategies with the manufacturers of ENERGY STAR labeled telephone equipment.  Ms. Polad has been working on the ENERGY STAR program for 2 years and is well positioned to work with the manufacturers to secure their participation in this program.

Jodi Young will provide the contract administration assistance for this program.  Ms. Young will be responsible for ensuring that all contract requirements are met and that all financial data are accurate and timely.  Leslie Nardoni will provide administrative assistance to all aspects of the program, including organizing the financial incentives review process.

[image: image1.wmf]Program Organization Chart

The following table presents the time commitment for each of the key staff.  The time is divided by IOU service territory to reflect the relative activity anticipated in each.

	Staff
	Title
	Time Commitment

	
	
	PG&E
	SCE
	SDG&E
	Total

	Michael Gibbs
	Program Manager
	9%
	8%
	3%
	20.0%

	Mehernaz Polad
	Outreach Specialist
	26%
	23%
	9.3%
	58.3%

	Robin Clark
	Senior Outreach Specialist
	3.2%
	2.8%
	1%
	7.0%

	Leslie Nardoni
	Administration Manager
	12%
	10.5%
	4%
	26.5%

	Jodi Young
	Contract Administrator
	2.7%
	2.3%
	1%
	6.0%

	Matthew Morris
	Implementation Manager
	36%
	32%
	12%
	80.0%


Work Plan and Timeline for Program Implementation

The following work plan will be performed.

Step 1:  Program Materials.  The materials and forms required to implement the program will be developed.  These materials include:  the program description that defines all the program rules and procedures; the list of qualifying models; funding reservation forms; funding reservation approval forms; and payment request forms.  Additionally, we will develop a program calendar that will define the two incentive periods.  The first period will run through January 31, 2005 and include the entire 2004 holiday season.  The second incentive period will start on February 1, 2005 and run through December 31, 2005, which is the planned end date for the program.  It is important to include the 2005 holiday season to meet the proposed sales goals.

Step 2:  Manufacturer Outreach:  We will contact each of the manufacturers and provide them with the program materials.  We will discuss with them the steps for participating in the program, and focus specifically on the documentation required to receive incentive payments.

Step 3:  Manufacturer Reservations Due for the First Incentive Period.  The manufacturers will be asked to reserve incentive funds by a certain date, approximately 6 weeks after the program materials are first sent to them.  At this time, they will be asked to estimate how many units they propose to ship during the first incentive period.  They will also be asked to describe the documentation they will provide to support their requests for payment.

Step 4:  Funding Reservations Awarded.  Based on the reservations requested, we will reserve funds for each participating manufacturer.  Prior to making these reservation awards, we will review the documentation that is proposed to be provided and make any adjustments with the manufacturer to ensure that the data will be adequate for making payments.  We expect to work closely with manufacturers and retailers at this point in the program to ensure that the necessary data will be provided.

Step 5:  Monitor Progress.  During the first incentive period, we will monitor progress by the manufacturers in making shipments and collecting documentation.  

Step 6:  Receive and Review Payment Requests for the First Incentive Period.  We will receive and review the payment requests for shipments made during the first incentive period.  Any questions regarding the documentation will be resolved with the manufacturers.

Step 7:  Make Incentive Payments.  We will make incentive payments following the approval of the documentation received from the manufacturers.
Step 8:  Repeat Steps 2 Through 7 for the Second Incentive Period.  The process will be repeated for the second incentive period.

Exhibit 4 presents a timeline for implementing the project.  As shown in the timeline, the second incentive period runs through December 31, 2005 in order to cover the holiday season.  As a consequence, incentive processing is proposed to continue through the start of 2006.

In addition to the implementation steps shown in the timeline, we expect to select and work with an EM&V contractor as directed by the CPUC.  We are prepared to perform the EM&V related activities as needed throughout the program.

Exhibit 4:  Program Timeline

	Activity
	Days following Contract Signing or Date

	Sign contract
	0 days

	Prepare program materials
	45 days

	First Incentive Period Activities

	Conduct Manufacturer Outreach for First Incentive Period
	45 to 90 days

	Receive Manufacturer Reservations for First Incentive Period
	105 days

	Award Funding Reservations for First Incentive Period
	120 days

	Monitor Progress on First Incentive Period Shipments
	Through
January 31, 2005

	Final Documentation for First Incentive Period Due
	March 1, 2005

	Final Payments for First Incentive Period Complete
	April 1, 2005

	Second Incentive Period Activities

	Conduct Manufacturer Outreach for Second Incentive Period
	October 2004

	Receive Manufacturer Reservations for Second Incentive Period
	December 1, 2004

	Award Funding Reservations for Second Incentive Period
	January 15, 2005

	Monitor Progress on Second Incentive Period Shipments
	Through
December 31, 2005

	Final Documentation for Second Incentive Period Due
	February 1, 2006

	Final Payments for Second Incentive Period Complete
	March 1, 2006

	Reporting

	Monthly Reports as Required
	Monthly

	Final Report as Required
	Final Due Date


CUSTOMER DESCRIPTION

Customer Description

The Call For Savings Program is not designed to interact directly with customers.  As discussed above, the program will focus on equipment manufacturers, particularly those that have qualifying products.  Exhibit 1 above lists the manufacturers that currently have qualifying product.

Customer Eligibility

All manufacturers of qualifying product will be eligible to receive incentives.  If the program is over-subscribed, the incentives will be allocated to the manufacturers in proportion to their reservation requests.

Customer Complaint Resolution

The program’s technical and program outreach staff will be dealing directly with the manufacturers.  By providing all the detailed requirements for program participation in the Program Description, we have found that we can minimize misunderstandings or related difficulties with manufacturers.  However, if complaints do arise, the ICF Consulting Implementation Manager will first handle the complaint resolution.  If the Implementation Manager is unable to resolve the complaint, the ICF Consulting Program Manager will then work directly with the manufacturer to resolve all issues.  If after substantial effort and time with the ICF Consulting Implementation Manger and Program Manager, the manufacturer feels that their concerns have not been adequately addressed, the Program Manager will forward the complaint onto the designated staff at the administrating utility and the CPUC.  ICF Consulting staff will provide all details and documentation as requested by the utility and CPUC, and the Program Manager will be readily available to answer questions and provide information on all efforts to resolve the complaint.  

Geographic Area

To conform with the market view of the manufacturers, we propose this effort as a statewide program.  Sales in each utility service territory will be tracked separately so that all funds are used appropriately within each service territory.

MEASURE AND ACTIVITY DESCRIPTIONS

Energy Savings Assumptions

As described above, the DEER Database does not contain energy savings data for consumer telephone equipment.  The data presented above in Exhibit 2 reflect the best current estimate of energy savings of ENERGY STAR labeled products as compared to non-qualifying products.  We find that these values are reasonable.  The power supplies used in the qualifying products use 1 to 2 Watts less power when in standby mode.  These products are typically in standby mode for about 20 hours per day, or about 7,300 hours per year.  A 1.5 Watt savings in standby mode translates into an annual savings of about 10.95 kWh per year.  The data presented above all conform to this approximate value, although there is some variation among product types.  Nevertheless, the estimates are consistent with previously published estimates.  To be conservative, we are using a savings value of 10 kWh per year as an average across all the product types.

The maximum coincident peak savings per unit would be about 1.5 Watts on average if the products were in standby mode during the entire peak period.  However, to be conservative, we assume that the products are in standby mode only two-thirds of the time during peak periods, so that the coincident peak savings per unit is 1.0 Watt.

There are, of course, no Therm savings from these products.

Deviations in standard Cost-effectiveness Values

We are not proposing any deviations from standard cost-effectiveness values.  We propose a net-to-gross (NTG) ratio of 0.8 as indicated in the Policy Manual.  In the absence of concrete data, we adopt a conservative expected useful life of 5 years.  Most consumer telephone equipment is expected to last longer than this, so we believe that this assumption under-estimates the benefits.

The incremental measure cost for these products is not documented in the DEER Database.  Based on discussions with manufacturers, the incremental cost of the more efficiency power supplies is believed to be about $1.00 per unit.  This value confirms estimates in previous research, which also estimate an incremental cost of about $1.00.
  A previous assessment of potential incentive programs for consumer products containing external power supplies also recommended an incentive level of $1.00 as an appropriate average.

Rebate Amounts

As discussed above, we propose a financial incentive of $1.00 per unit sold in the IOU service territories.

Activities Description

All proposed activities are designed to contribute to the energy savings achieved by the program.  The outreach activities to manufacturers will focus on involving them in the program.  The funding reservation and incentive processing activities all support the project goals to increase the sale of qualifying equipment.

GOALS

The primary goals for the Call For Savings Program are the number of units shipped and the energy savings realized as a result.  As discussed above, we propose to implement the program statewide.  Our goals for each utility service territory, and the total are as follows.

	
	Total
	PG&E
	SCE
	SDG&E

	Number of Units
	1,000,000
	450,000
	400,000
	150,000

	Gross Energy Savings (kWh/year)
	10,000,000
	4,500,000
	4,000,000
	1,500,000

	Gross Lifecycle Energy Savings (kWh)
	50,000,000
	22,500,000
	20,000,000
	7,500,000

	Gross Coincident Peak (kW)
	1,000
	450
	400
	150

	Net Energy Savings (kWh/year)
	8,000,000
	3,600,000
	3,200,000
	1,200,000

	Net Lifecycle Energy Savings (kWh)
	40,000,000
	18,000,000
	16,000,000
	6,000,000

	Net Coincident Peak (kW)
	800
	360
	320
	120


These energy savings are calculated using the values discussed above, including:

· Energy savings per unit of 10 kWh per year;

· Coincident peak savings per unit of 1 Watt;

· NTG Ratio of 0.8; and

· Expected useful life of 5 years.

Qualitatively, we expect to increase interest on the part of manufacturers to produce and market ENERGY STAR labeled consumer telephone equipment.  In particular, a desired outcome is for additional manufacturers to bring qualifying products to market.  By designing the program to have two incentive periods, we hope to enable additional manufacturers to join the program in the second period.

PROGRAM EVALUATION, MEASUREMENT AND VERIFICATION (EM&V)

We propose to work with a third-party program evaluation contractor to achieve the EM&V objectives of the Commission as outlined in the Energy Efficiency Policy Manual.  As a product based financial incentive program, we propose that deemed savings values are sufficient to calculate the energy impacts of the program activities.  To support this deemed savings approach we will do the following:

· Obtain and maintain documentation for all of the product shipments claimed by the manufacturers.  This documentation must record the model numbers of the shipped products as well as the retail locations to where they were shipped.

· Verify the integrity of the data obtained from the manufacturers through discussions with the retailers providing the shipment data.

Using these records, we will be able to estimate the energy savings achieved on the basis of the number of products shipped and the savings per product.

In addition to these record keeping and analysis activities that we will perform, we will work with a third-party evaluation contractor who will make an independent assessment of the energy savings and the program implementation.  We expect that the EM&V contractor will:

· Review and confirm our documentation of the product shipments.

· Independently research the energy savings characteristics of the products to confirm the deemed savings values used in the calculations.  We expect that this research would rely on previous studies and that no load measurements will be required.

· Interview the program participants (manufacturers) to assess the adequacy of program implementation as well as to obtain information to assess the appropriateness of the NTG Ratio used.

We have worked with several EM&V contractors in the past, and have been contacted by interested contractors during the preparation of this proposal.  Because the EM&V requirements are straightforward for this program, we do not believe that special experience or qualifications are necessary.  Consequently, we expect to be able to use one or more contractors identified by the CPUC as qualified to conduct EM&V activities.  Candidate contractors can include:

· Nexant;

· Itron (formerly RER)

· KEMA-Xenergy.

QUALIFICATIONS

Primary Implementer - ICF Consulting 

ICF Consulting has more than a decade of experience in the design and implementation of major energy efficiency programs.  Beginning in the early 1990s, with our support for the development of U.S. EPA’s Green Lights Programs, we have more than 100 staff supporting energy-efficiency initiatives for U.S. EPA and DOE and in New York, New Jersey, the Northeast, Texas, Louisiana, Illinois, and California.  Recently, ICF was awarded contracts totaling $50 million over five years to continue to provide principal technical and outreach support for EPA’s Energy Star Program.  We have developed a complete portfolio of technical and marketing capabilities, with staff expertise in building energy systems, energy-efficiency technology, energy simulation, finance, customer service, recruiting and marketing.

In addition, ICF Consulting has substantial experience in managing complex, multimillion-dollar contracts.  We have a Contract and Financial Accounting department that guarantees professional service.  We have a full-time legal counsel that advises us to ensure our clients avoid any legal difficulties from the programs we administer and implement.  As a federal government contractor for more than three decades, we have an outstanding reputation and record for integrity and ethics in all of our work.

Founded in 1969, ICF is now one of the world's leading management, technology, and policy consulting companies.  Drawing upon extensive industry knowledge, distinguished professionals, and innovative analytics, our staff develops solutions to complex energy, environment, emergency management, community development, and transportation issues.  ICF’s approach to these issues is strengthened by its expertise in information technology, organizational improvement, program management, and communications.  Since 1969, ICF has been serving major corporations, government at all levels, and multinational institutions.  More than 1,000 employees serve these clients from key business centers in North America, Europe, and Asia.

ICF Consulting has strong qualifications for designing and implementing the Call For Savings Program.  Since its inception, we have supported the ENERGY STAR Program, including product labeling.  We are currently coordinating and conducting outreach activities to manufacturers of residential telephone equipment to promote the ENERGY STAR labeled products.  We will leverage these existing relationships as well as our understanding of the technology and the marketplace to ensure the success of the Call For Savings Program.

We have extensive experience with the proposed manufacture-incentive based program design.  In support of the statewide California Residential and Lighting Program, ICF Consulting led the program design team that created the upstream manufacturer incentives for promoting compact fluorescent lighting.  Additionally, we assisted in the implementation of the incentives, with lead responsibility for manufacturer and retailer outreach in support of the program.  Based on this experience, we understand the day-to-day implementation requirements for this program and can use our experience to ensure program success.

We Know the Market.  We have extensive experience with the residential telephone equipment market, both nationally and in California, including specific experience with manufacturers in California.

We Understand the Marketing Challenge.  To be successful, the program must be marketed successfully to the manufacturers, and indirectly to the retailers.  The proposed marketing plan will help to motivate participants by providing them with the support material and tools needed to make this program a success. 

The Breadth of Our Experience.  ICF Consulting is one of the largest and most experienced organizations in the United States providing technical and management services to promote the use of energy-efficient technologies.  California is a major area of our operations.  Examples of previous program design and implementation in California include:  the DCV Pilot Program in SCE/SCG territory; the statewide CEC-sponsored Small Commercial and Industrial Demand Reduction Program; the SCE Nonresidential HVAC Contractor Incentive Program; PG&E’s Third-party Small Commercial Energy Efficiency Program; the California Residential Lighting and Appliance Program; and the Partnership for Energy Affordability in Multi-family Housing.

The Depth of Our Experience.  Successful programs are designed and implemented based on a deep and complete understanding of the market and market actors.  Particularly when programs are aimed at specific and sometimes narrow market segments, it is essential that design and implementation staff know the market.  ICF Consulting knows the residential telephone equipment market.  We understand how product moves through the market.  Perhaps most importantly, we know the people in the industry with whom we must work to make the Call for Savings Program a success.  In short, our approach to program design and implementation does not have to rest on studying the market from a distance.  We understand how to make this program work because we know the industry.

The following table presents a brief summary of recent projects ICF Consulting has conducted that demonstrate our capabilities to implement the Call For Savings Program.  ICF Consulting has a proven track record success in meeting and exceeding energy efficiency goals for the energy efficiency programs we design and implement.

	Project Title
	Project Description

	Support for ENERGY STAR Labeling Program
	ICF Consulting supports the EPA in all aspects of the product labeling program.  Recently, we have assisted in the development of energy-efficiency specifications for more than 10 products, including residential telephone equipment.  Other products included in our work are:  Dehumidifiers, Set-top Boxes, and Light Commercial HVAC. In this role, ICF Consulting performs the following:  research on each of the major manufacturers in the industry, outreach to the major manufacturers and trade associations, research on U.S. and per unit energy consumption for each product category, preparation of draft language for the partnership agreement, development of a database with contact information, and development of marketing and communications materials for the product launch.

	Support for ENERGY STAR Purchasing Initiative
	ICF Consulting supports the ENERGY STAR Purchasing Initiative.  This work included distribution of the Energy Star Purchasing Tool Kit, qualitative research to assess barriers to energy-efficient purchasing, development of a Purchasing Web site, monthly meetings/conference calls with representatives of EPA, DOE, FEMP, and CEE, and other activities.

	Demand Control Ventilation Pilot Program:  SCE/SCG Service Territory
	Provided design and implementation of a regional commercial HVAC initiative designed to gain peak load reduction and energy savings for commercial buildings.  This pilot program promotes demand control ventilation (DCV) sensor technology to overcome specific market barriers for sale of the technology.  The program promotes the use of the sensors in commercial buildings in SCE and SoCal Gas service territories by offering an incentive on each sensor installed.

	California Energy Commission, Small Commercial and Industrial Demand Reduction Program
	Designed to enhance the ability of customers to curtail their electric peak loads, thereby providing value to the customer and reducing system peak reliability problems.  To achieve this objective, the Program administers a $5 million financial incentives fund for installing energy control technologies.  The program has involved 1,000 customers with more than 56 MW of load.  

	California Residential Lighting and Appliance Market Transformation Program (CRLAP)
	In support of the four California Investor Owned Utilities, selected as part of a team of consulting firms to support the design and implementation of California’s residential lighting and appliance market transformation programs beginning in mid-1999.

Efforts focused in three major areas:  design of residential lighting and appliance programs for 2000 and 2001; communication and promotional activities to increase awareness of the programs; and cultivating and maintaining relationships with lighting and appliance manufacturers and retailers.

	PG&E Small-Commercial HVAC Survey
	Conducted a survey of distributors of commercial HVAC equipment to develop a database of the incremental costs of high efficiency equipment.

	PG&E Residential HVAC Replacement Blitz Program
	Designed and implemented the program to increase the sales of high efficiency HVAC units.  The program earned the 2001 Merit Award for Achievement in Energy Efficiency from the Association of Energy Services Professionals International (ASEPI).


Subcontractors  

We are not proposing to use any subcontractors to implement this program.  As directed by the CPUC, we will select a qualified EM&V contractor to conduct the EM&V for the program.

Resumes or Description of Experience

ICF Consulting draws on its broad experience in designing and implementing energy-efficiency programs to select key staff for this program.  The organization chart for the program is presented above in section 2 under Staff and Subcontractor Responsibilities.  This section presents the resumes for the proposed key management staff, including:

Michael Gibbs, ICF Consulting Senior Vice President, Program Manger.

Matthew Morris, ICF Consulting Associate, Implementation Manager.  

Ms. Robin Clark, an ICF Consulting Vice President, Senior Outreach Specialist.

Ms. Mehernaz Polad, ICF Consulting Research Assistant, Outreach Specialist

Other proposed staff include: Leslie Nardoni, Administration Manager and Jodi Young, Contracts Administrator.

Michael J. Gibbs

Program Manager

EDUCATION

Master of Public Policy, John F. Kennedy School of Government, Harvard University, MA, 1980

BS, Civil Engineering and Engineering and Public Policy, Carnegie-Mellon University, PA, 1978

SUMMARY OF QUALIFICATIONS 

Michael Gibbs is director of ICF Consulting’s Los Angeles office and is a Senior Vice President with more than 22 years of consulting experience, including 12 years developing and implementing energy and environmental programs.  Mr. Gibbs is currently directing ICF Consulting’s design and administration of the Small Commercial and Industrial HVAC and Lighting Demand Response Program, funded by the California Energy Commission.  Previously, Mr. Gibbs supported the California Residential Lighting and Appliance Program (CRLAP), including leading the planning effort for developing the program design for 2000-2001.  

EXPERIENCE

Program Design

Small Commercial and Industrial HVAC and Lighting Demand Response Program.   Mr. Gibbs led the team designing this program for the California Energy Commission (CEC).  The program design identified the demand response technologies most appropriate for the small commercial sector, and evaluated alternative marketing approaches to promote the adoption of the technology.  The final design was accepted and is currently being implemented under direction by the CEC.

PG&E Lighting Systems Analysis Program (LSAP).  Mr. Gibbs assisted in the development of the program design for the LSAP.  This work including defining the objectives of the lighting reviews, and the analysis that would be conducted based on the data collected.

California Residential Lighting and Appliance Program (CRLAP).  Mr. Gibbs led the CRLAP contractor team in developing the program design for 2000-2001. This work included identifying and leading research efforts into market conditions and market barriers.  Specific technologies were identified and evaluated, and alternative market intervention strategies were assessed.

SCE 2000 Non-residential HVAC Contractor Incentive Program.  Mr. Gibbs led ICF Consulting’s design of the HVAC Contractor Incentive Program for SCE.  This work included defining all the program procedures and processes, as well as identifying eligibility criteria for equipment and contractors.  The program design was accepted and successfully implemented, exceeding program goals for product installations.

Program Implementation.  Mr. Gibbs has significant experience implementing energy efficiency and environmental programs.  For over 12 years, Mr. Gibbs has directed and conducted a very wide range of program implementation activities, including:  developing, implementing, and maintaining tracking systems for tracking program partner activities and accomplishments; assisting in the recruitment of program allies and partners at all levels; working with program partners to ensure that they follow through on their program commitments; developing and delivering training; and developing and executing outreach and communications efforts, such as posters, brochures, handbooks, PSA placement, and inbound call center support.  Specific examples of relevant experience include the following:

Program Management.  Mr. Gibbs has managed the implementation of all aspects of energy efficiency and environmental programs.  Responsibilities have included:  developing and overseeing compliance with program procedures; managing and overseeing staff activities on a day-to-day basis; developing and implementing quality assurance processes; and handling issues and disputes with customers and vendors.

Industry Recruiting and Outreach.  Mr. Gibbs has directed recruiting and outreach activities to involve manufacturers, retailers, and other key market actors in various programs.  Examples include:  recruiting vendors to provide services under the Small Commercial and Industrial HVAC and Lighting Demand Response Program; recruiting contractors to participate in the SCE 2000 Non-residential HVAC Contractor Incentive Program; managing outreach to manufacturers and retailers under the California Residential Lighting and Appliance Program.  As a result of these efforts, ICF Consulting has established a track record of working closely and successfully with manufacturers, retailers, contractors, and vendors across a wide range of industries.

Communications.  Mr. Gibbs directed the implementation of communications strategies for ICF Consulting’s support of the energy efficiency and environmental programs.  This work included developing materials for both targeted audiences as well as larger mass media audiences.  Example products include:  direct mail pieces to motivate HVAC contractors to sell high-efficiency equipment; brochures and point-of-purchase displays to promote the sale of ENERGY STAR labeled consumer products; and handbooks aimed at specialists to provide specific information.

Information Technology. Mr. Gibbs has extensive experience providing information technology solutions to support program implementation. Over the past ten years Mr. Gibbs has directed the implementation of key program tracking systems and related modeling tools. Mr. Gibbs developed the tracking system used to record all program activities in the SCE 2000 Non-residential HVAC Contractor Incentive Program.

Robin L. Clark

Senior Outreach Specialist

EDUCATION

M.B.A., Marketing, The American University, Washington, DC, 1993

B.S., Broadcast Journalism, S.I. Newhouse School of Public Communications, Syracuse University (Magna cum laude, Upper Division Honors Program), Syracuse, NY, 1991

SUMMARY OF QUALIFICATIONS 

Ms. Robin Clark is a Project Manager with ICF Consulting, and currently manages the Energy Star® Labeled Products contract with the U.S. EPA.  She is also the Work Assignment Manager for Energy Star Product Testing. She oversees a staff of more than 15, as well as subcontractors, who provide consulting on energy-efficiency specification development; sales, recruitment, outreach, and marketing; program administration; and more.

For the past seven years, Ms. Clark has consulted on all aspects of the Energy Star product implementation process, including product selection, recommending energy-efficiency criteria, interfacing with manufacturers and retailers, launching new products, overseeing the administration functions for existing products, and promoting labeled products. She also co-authored with EPA an academic article on the goals and process for Energy Star product development.

Recently, Ms. Clark has worked with EPA to educate international audiences about the successes and lessons learned from Energy Star. In November 2001, she traveled to Beijing, China to conduct a four-day workshop on Integrated Marketing Communication for the CECP. In March 2002, Ms. Clark traveled to Rio de Janeiro, Brazil to attend a similar event.

PROJECT EXPERIENCE

Management and Coordination

Labeled Products Manager.  Ms. Clark performs the following activities: serves as Deputy Program Manager for EPA contract; recruits and manages new staff members; assists EPA with strategic direction for the Labeled Products; helps ensure consistency across the programs; chairs internal staff meetings; and acts as a sounding board for other team members where appropriate.

Program/Specification Development

New Specifications for New Products.  Ms. Clark has worked with EPA to develop energy-efficiency specifications for more than 10 products. Recently, she assisted EPA in developing specifications for and launching Energy Star for Dehumidifiers, Set-top Boxes, Telephony, and Light Commercial HVAC. In this role, she has overseen the following tasks: research on each of the major manufacturers in the industry, outreach to the major manufacturers and trade associations, research on U.S. and per unit energy consumption for each product category, preparation of draft language for the partnership agreement, development of a database with contact information, and development of marketing and communications materials for the product launch.

Revised Specifications for Existing Products.  Periodically, the Energy Star specifications need to be reviewed and revised to ensure that they represent the most efficient products in the marketplace. Ms. Clark has worked with EPA to revise specifications for a variety of products, including computers and monitors, residential AC and heat pumps, residential light fixtures, and televisions and VCRs.

Partnership Agreement.  In 2000 and 2001, Ms. Clark assisted EPA in transitioning from a Memorandum of Understanding to a Partnership Agreement. She wrote portions of the text for the Agreement, communicated changes in the process to partners and other stakeholders, kept detailed tracking systems with the status of the transition, suggested upgrades to the Energy Star database, and managed other tasks as required.

Energy Star Purchasing Initiative.  Ms. Clark managed all work for EPA on the Energy Star Purchasing Initiative.  This work included distribution of the Energy Star Purchasing Tool Kit, qualitative research to assess barriers to energy-efficient purchasing, development of a Purchasing Web site, monthly meetings/conference calls with representatives of EPA, DOE, FEMP, and CEE, and other activities.

Communications

New Product Launches.  Ms. Clark played a key role in the highly successful launch of Energy Star for TVs/VCRs at the 1998 CES in Las Vegas, Nevada.  Vice President Al Gore participated in the launch via satellite while President Clinton provided a welcome letter with an Energy Star message for the CES Directory.  The program received extensive media coverage, including stories aired on Good Morning America and printed in The New York Times. Since then, she has been instrumental in planning and implementing additional product launches including Audio/DVD products, Residential Dehumidifiers, and Set-top Boxes.

Point-of-Purchase Materials.  Ms. Clark and two other ICF staff members worked with a subcontractor to produce point-of-purchase (POP) materials for Energy Star Retail Partners to display in their stores.  The POP included posters, banners, hangtags, shelf talkers, and static cling labels.

Briefing Binders.  For various media events and meetings, Ms. Clark has played a key role in the development of briefing binders.  These Energy Star briefing binders provide a program overview (e.g., key messages and program milestones), information on all of the labeled products (i.e., appliances, exit signs, home electronics, new homes, office equipment, residential heating and cooling equipment, residential light fixtures, and windows), samples of EPA/DOE communications materials, samples of logo use by third parties (e.g., utilities, corporations, manufacturers, and NGOs), and highlights of Energy Star PSA and editorial hits.

Star Bytes Newsletter.  For several years, Ms. Clark oversaw development of the Energy Star Office Equipment newsletter, Star Bytes.  She contributed to the topic selection process, wrote many of the articles, solicited articles from both ICF and EPA staff, edited the newsletter, and coordinated with the ICF Graphics Department for artwork and layout.

Other Newsletter Articles.  Ms. Clark has produced sample Energy Star articles for associations and utilities, such as Consolidated Edison in New York, to include in upcoming issues of their newsletters.

Program Materials.  Ms. Clark was responsible for the development of many Energy Star for Office Equipment materials, including purchasing guides, fact sheets, and PowerPoint presentations.  She was involved in all aspects of the process from writing to printing.  She developed several fun, easy to remember phrases (e.g., “Energy Star Labeled Office Equipment: Sleeping on the Job” and “Breathe Easy with Energy Star”) that were used by EPA and ICF staff when promoting Energy Star for Office Equipment.

Energy Star Logo Violations Support.  For three years, Ms. Clark oversaw the preparation of the monthly memorandum and attachments summarizing ICF’s logo violations support for the Energy Star Office Equipment Program. The written reports conveyed information such as the number of correct and incorrect uses of the logo, names and addresses of violating companies, etc.  Notification letters were also generated and forwarded to violating companies.

Logo Guidelines.  Ms. Clark assisted EPA in preparing its latest version of the Logo Use Guidelines. The document covers all four marks: Certification mark, Partnership mark, Promotional mark, and Linkage Phrase mark.

Technical Knowledge

Consumer Electronics and Office Equipment. Ms. Clark is familiar with the set-top box, home audio and DVD, television and VCR, and office equipment industries.  She frequently has discussions with manufacturers on the telephone and at meetings/conferences.

Conference/Meeting Support
International Consumer Electronics Show.  On numerous occasions, Ms. Clark has managed ICF and subcontractor staff members who were preparing for Energy Star product launches at the International Consumer Electronics Show and other venues.

Business Technology Association Expos.  In 1995 and 1996, Ms. Clark attended the Business Technology Association Expos in Las Vegas, Nevada on behalf of EPA.  Activities included developing booth materials, setting up and dismantling the booth, and staffing the booth during exhibit hours.

Energy Star Computers Conference.  Ms. Clark provided organizational and on-site logistical support for the EPA's first Energy Star Computers Conference and Awards Ceremony.  In particular, Ms. Clark worked with an engraving company to produce the awards, wrote company profiles on the award winners, and helped to prepare conference notebooks for attendees.  Following the conference, Ms. Clark assisted with post-conference mailings for participants and members of the press.

Award Ceremonies.  Each year Ms. Clark has assisted EPA in preparing for the Energy Star Award Ceremony.  She has provided suggested topics for breakout sessions, developed slides and other materials, produced awards applications, and other activities.

Various Industry Meetings.  Ms. Clark has accompanied the EPA WAM to a number of meetings with manufacturers where she has participated in discussions about specifications and other partnership requirements.

Research and Analysis
Consumer Satisfaction Study for Marriott Travel Plazas.  As a graduate student at The American University, Ms. Clark was a member of a four-person team responsible for conducting a consumer satisfaction study for Marriott Travel Plazas.  Ms. Clark assisted in the development of a questionnaire, administration of the survey, analysis of the survey responses using frequency data and regression models, preparation of a written report of the findings, and presentation of the team's conclusions and recommendations to the client. Ms. Clark was also largely responsible for making sure the team adhered to its budget and time constraints.

Survey of Management Information Systems (MIS) Students.  As a graduate assistant at The American University, Ms. Clark assisted the Management Information Systems (MIS) Advisory Council in surveying current MIS students on their expectations of and satisfaction with the graduate MIS program.  Ms. Clark presented the survey results to both the MIS Advisory Council and the students.  The MIS Advisory Council used the survey results to support its recommendations to the University for various program enhancements.

Substantiation of Statements for Ad Campaign.  While employed as an intern at Nichols • Dezenhall Communications Management Group, Ms. Clark assisted in the gathering of information to substantiate 20 claims in an upcoming ad campaign. Outside of library research, more than 60 individuals were contacted in the plastics industry and asked to provide written documentation in the form of studies, reports, technical tests, promotional literature and/or personal letters.  The substantiation process was completed in less than a month.

Mehernaz K. polad

Outreach Specialist

EDUCATION

Bachelor of Science, Business Administration, Marketing, Georgetown University, Washington, D.C., 2001

SUMMARY OF QUALIFICATIONS 

Ms. Polad’s primary responsibilities lie within the Energy Star® Product Labeling Team, which she has been a member of since July 2001.  Ms. Polad provides product development, marketing, communications, and implementation support for the Energy Star Labeled Products Program.  Last year, Ms. Polad took the lead in planning an industry meeting for monitor manufacturers in San Francisco, for EPA to gain industry feedback on its Energy Star for Monitors specification.  Subsequently, Ms. Polad has become one of the product developments leads for the Monitor specification revision process.  She has also played a key role in developing materials and marketing pieces for several product categories under the Energy Star Labeled Products Program.

EXPERIENCE

Special Event Planning and Support

International ENERGY STAR Cooperating Organizations/Partner Meetings, US EPA, 2003.  Ms Polad planned a week of ENERGY STAR meetings in Washington, DC in April 2003.  These meetings included all international organizations that EPA partners with in its ENERGY STAR for Labeled Products program, and several categories of manufacturing partners.  Ms. Polad's responsibilities included: preparing meeting materials; scheduling a calendar of events for the week; handling all logistical aspects of the meetings; conducting outreach to ensure all interested parties were aware of the upcoming meetings; and acting as the main point of contact for all invitees.  (Unfortunately, due to uncontrollable external circumstances, the meetings were cancelled two weeks prior to their scheduled date.) 
Consumer Electronics Show (CES), US EPA, 2003.  Ms. Polad attended CES and assisted in staffing the ENERGY STAR booth at the show, which constituted part of the Energy Efficiency Pavilion.   As a representative of ENERGY STAR, Ms. Polad answered any questions that arose about the program from partners and potential partners, had discussions with several manufacturers about future trends in the Consumer Electronics industry, and attended key-note speeches and panel discussions to further attempt to gauge future trends in the Consumer Electronics industry.
ENERGY STAR Partner and Industry Meeting, US EPA, 2002.  Ms. Polad assisted in the planning of all logistical aspects of an ENERGY STAR Partner and Industry Meeting in Washington, DC under the direction of the EPA WAM.  Her responsibilities included: preparing some of the meeting materials; conducting outreach to ensure that all interested parties were aware of the upcoming meeting; and acting as the primary point of contact for all meeting invitees.  

Ceiling Fan Industry Meeting for ENERGY STAR, US EPA, 2002.  Ms. Polad assisted in the planning of an industry meeting for ceiling fan manufacturers and other interested parties in Dallas, TX to discuss revisions to the Tier II specification for ceiling fans.  Responsibilities included: coordinating outreach to meeting invitees; coordinating several vendors; and developing information packets for meeting attendees.  

Monitor Industry Meeting for Energy Star, US EPA, 2002.  Ms. Polad planned an industry meeting for monitor manufacturers and other interested parties in San Francisco to discuss revisions to the existing Energy Star specification for monitors.  Responsibilities included: coordinating outreach with meeting invitees; developing marketing pieces to promote awareness of the specification revisions; leading and participating in numerous conference calls with the monitor specification revision team as a lead-up to the meeting; developing presentations for the meeting; and planning logistics for the event.  Ms. Polad worked closely with other members of the monitor specification revision team, affiliated with other organizations across the country, to ensure all EPA deadlines were met.  

Power Supplies Meeting, US EPA, 2002.  Ms. Polad planned all logistical aspects of a Power Supplies Meeting in San Francisco under the direction of the ICF Work Assignment Manager.  Responsibilities included: preparing meeting materials; developing an Energy Star fact sheet for attendees; and conducting outreach to ensure all interested parties were aware of the upcoming meeting.

Energy Star Awards, US EPA, 2002.  Ms. Polad provided day-of support at the 2002 Energy Star Awards ceremony helping to coordinate the event, managing the sign-in and reception desk, and preparing the ceremony materials.

Telephony Industry Meeting, US EPA, 2001.  Ms. Polad attended a telephony industry meeting to discuss the new Energy Star for Telephony specification.  Her responsibilities included: providing specified strategic outreach support; preparing meeting materials and preparing minutes of the meeting.

Marketing and Recruitment

ENERGY STAR Home Electronics Campaign, US EPA, 2003.  As a member of the Home Electronics team at ICF, Ms. Polad is assisting in recruiting Home Electronics manufacturing partners into the Campaign and then helping them determine the methods by which they can leverage their own marketing dollars with this national campaign.  Ms. Polad works with manufacturers one-on-one to help them to develop relationships and partnerships with ENERGY STAR retailer and utility partners, and to develop marketing plans that include the use of ENERGY STAR point of purchase (POP) materials, web content and print advertisements.  Ms. Polad has been successful in re-engaging and recruiting Thomson Consumer Electronics, makers of the RCA brand, into the Campaign.  Ms. Polad has also re-engaged RadioShack as a manufacturing partner, and gained their support for the Campaign.  As a result of this, and her other efforts with the Campaign, Ms. Polad has been asked to manage the RadioShack retail account for ENERGY STAR.

Data Analysis and Product Development

Development of the ENERGY STAR Version 4.0 Specification for Monitors, US EPA, 2002 to Present.  Ms. Polad has a lead role in the revision of the existing monitor specification, which was introduced in 1999.  The specification is being revised to ensure that it continues to represent the most efficient products in the marketplace.  Responsibilities include: sitting on a ‘monitor test methodology committee’ comprised of EPA and industry members to develop a sound test methodology; being in constant communication with industry leaders to gain their comments and feedback on the test methodology; soliciting testing data from manufacturing partners based on the test methodology; assisting in the analysis of the testing data; and assisting in the writing of the specification based on said test data.

Analysis of the Feasibility of the Tier II ENERGY STAR Specification for Telephony, US EPA, 2003.  Ms. Polad has a lead role in developing a report to analyze the feasibility of the Tier II specification for telephony.  The report included both technical and marketing components and involved lengthy discussions with current manufacturing partners as well as outside market research.  This report has played an integral part in deciding EPA’s strategy for the telephony specification.
Duct Pilot Program Analysis, US EPA, 2001-2002.  Ms. Polad prepared an extensive data analysis report for the Duct Pilot Program conducted by the EPA, with the aid of utility companies and contractors across the country.  Ms. Polad analyzed information provided to EPA in the form of over 700 questionnaires, drew out all the pertinent information and provided it to EPA in the form of a summary report to aid EPA in examining the feasibility of setting a 10% leakage specification for ducts.
Database Maintenance and Partner Support/Outreach

Maintenance of Energy Star Qualified Products Lists, US EPA, 2001 to Present.  Ms. Polad uses the Strategic Tracking And Recruiting (iSTAR) database to maintain Energy Star qualified products lists for Residential Light Fixtures, Consumer Electronics, and Dehumidifiers.  In this capacity, Ms. Polad frequently communicates with Energy Star partners to address any program concerns they might have, and to clarify issues relating to program changes and enforcement.  In addition, Ms. Polad uses this same database to track partner and contact information for the Energy Star program.

Web Content Development 

Maintenance of Energy Star Product Development Web Site, US EPA, 2002.  Under the direction of the ICF Consulting WAM, Ms. Polad coordinates content for the Product Development portion of the Energy Star Web site.  This includes editing pages, developing content , and coordinating  with another EPA  contractor when necessary. 

Matthew Morris

Implementation Manager

EDUCATION

M.S. in Policy and Management, H.J. Heinz School of Public Policy and Management, Carnegie Mellon University, Pittsburgh, PA, 2000

B.S. in Political Science and Industrial Management, Carnegie Mellon University, Pittsburgh, PA, 1999

SUMMARY OF QUALIFICATIONS

During three years as an application consultant, Mr. Morris has gained practical business knowledge through extensive project management, sales and marketing, and application development experience.  These capabilities have been successfully displayed during a number of both technical and management consulting engagements.  Most recently, Mr. Morris has been an implementation specialist supporting the Small Commercial and Industrial HVAC and Lighting Demand Response Program for the California Energy Commission.
PROJECT EXPERIENCE

Small Commercial and Industrial HVAC and Lighting Demand Response Program, California Energy Commission.  The program provides incentives to customers in California with peak electric demand between 50kW to 200kW, encouraging the curtailment of their peak loads, both in response to system emergencies and on a permanent basis.  Mr. Morris has assisted customers in both applying for and organizing their project responsibilities.  Additionally, Mr. Morris has been involved in the analysis of the load and curtailment data used to determine the financial reward payments through the program.

Shared Services Initiative, Mid-Market Metals Manufacturing.  The Shared Services Initiative was a company re-organization and process standardization for a mid-market metals manufacturing company.  The projects’ deliverables included procedural mapping and recommendations for centralization and re-engineering within the areas of Financials, Marketing, Sales Order Entry, Credit, Operations, and Human Resources.  Mr. Morris was the team lead and primary project resource for all phases of the Shared Services Initiative, responsible for the project design, business process mapping, and interviewing end-users to identify requirements.  Mr. Morris also prepared and presented status updates to top level executives, organized and led weekly steering committee meetings and maintained the project website.

SalesLogix Customer Relationship Management Implementations.  The SalesLogix Customer Relationship Management application has been implemented for a wide variety of industries to suit their varying sales force automation requirements.  Mr. Morris served as project manager and developed plans for several SalesLogix implementations.  Mr. Morris was also responsible for technical project tasks including the design and customization of screen views, as well as the development of comprehensive, end-user training manuals based on specific business processes.

BUDGET

The program proposal budget workbook is attached to this proposal narrative.  The budget as presented in the workbook is summarized in Exhibit 5 at the end of this section.  The summary budget shows the proposed total statewide budget, as well as the budget for each service territory.  

The Human Resource and Overhead (G&A) categories in the workbook do not correspond to the categories tracked in our accounting system.  These amounts are shown as totals in the budget summary.  The breakout by cost type category is described in the next section.

A financing cost of 4.5% is included on all costs.  The financing cost is based on the stringent payment terms in the draft standard contract, predicting negative cash flows for Implementers.  In particular, the terms requiring payment in arrears for all costs and the 10% retention on all administrative costs until contract end contribute to the estimate of the financing costs.

The materials costs for rebate processing include the adaptation of our existing program tracking system for use in this program as well as materials required for record keeping and reporting.

ICF Consulting Loading Rates

As directed, the labor and other costs are reported as unloaded values.  For labor, the unloaded values are salary costs.  For other direct costs and subcontractor costs, these values are actual costs, with no mark up or loadings.

The budget workbook provides categories for reporting loadings on labor and costs in three sections:  Human Resource Support and Development; Overhead (General and Administrative) – Labor and Materials; and EM&V Overhead.  The workbook contains 22, 46, and 10 cost categories or types respectively in the three sections.

ICF Consulting accounts for loading costs in three main categories:  Fringe; Overhead (OH); and General and Administrative (G&A).  Within these three categories, we track more than 400 different cost types.  These cost types do not translate directly into the cost categories listed in the workbook.  Consequently, we report our cost loadings as totals in the budget workbook.  In this section we provide a cost breakdown for the reported values.  Note that all loadings are actual costs and treated as such under federal procurements.  No fees or profits are included.  Additional information about these cost breakdowns can be provided upon request.

Fringe Loading.  The Fringe loading applies to labor only.  It is reported in the Human Resource Support and Development category in the workbook for all administrative, direct implementation, and marketing labor.  Fringe loading on EM&V labor is reported in the EM&V section of the workbook.  The table below is a summary of the major cost categories contained in the Fringe loading values.

Overhead (OH) Loading.  The OH loading applies to labor and fringe.  It is reported in the Overhead (General and Administrative) category in the workbook for all administrative, direct implementation, and marketing labor.  OH loading on EM&V labor is reported in the EM&V section of the workbook.  Separate OH loadings are used for office staff and field staff.  The tables below present a summary of the major cost categories contained in the OH loading values for office and field staff.

General and Administrative (G&A) Loading.  The G&A loading applies to loaded labor, other direct costs, and subcontractor costs (using the subcontractor G&A rate).  It is reported in the Overhead (General and Administrative) category in the workbook for all administrative, direct implementation, and marketing labor.  G&A loading on EM&V labor, costs, and subcontractor costs is reported in the EM&V section of the workbook.  The G&A loadings are reported with the OH loadings.  The table below is a summary of the major cost categories contained in the G&A loading values.

	Fringe Loading Cost Categories
	% Total
	Cumul. %

	5234-001-0 - Statutory Fringe (taxes, Workers comp, 401k Match) 
	30.38%
	30.38%

	5234-702-0 - Vacation Expense 
	14.46%
	44.84%

	5234-721-0 - Pension Costs 
	14.29%
	59.13%

	5234-708-0 - Hospital & Health Plan 
	11.41%
	70.54%

	5234-704-0 - Holiday Expense 
	8.64%
	79.18%

	5234-703-0 - Sick Leave Expense 
	6.91%
	86.09%

	5234-742-0 - Executive Paid Leave 
	4.38%
	90.47%

	All Others (29 categories) 
	9.53%
	100.00%


	OH Loading Cost Categories – Office Staff
	% Total
	Cumul. %

	5870-101-0 - Location Allocation Acct
	24.60%
	24.60%

	5801-001-0 - OH Labor Expense
	21.00%
	45.60%

	5871-102-0 - PC Automation Recovery
	14.38%
	59.99%

	5823-001-0 - Incentive Compensation
	8.10%
	68.08%

	5821-002-0 - Full Fringe Allocation
	7.60%
	75.69%

	5870-107-0 - T/S P/R Allocation
	3.59%
	79.27%

	5870-106-0 - IS Allocation
	3.45%
	82.72%

	5870-108-0 - Contracts Allocation
	2.94%
	85.67%

	5875-402-0 - Consulting Mktg Alloc.
	2.46%
	88.12%

	5819-001-0 - Other Misc. Costs & Svc
	1.95%
	90.08%

	All Others (176 categories) 
	9.92%
	100.00%


	OH Loading Cost Categories – Field Staff
	% Total
	Cumul. %

	5801-101-0 - OH Labor - Field
	15.38%
	15.38%

	5870-107-0 - T/S P/R Allocation
	12.64%
	28.02%

	5870-108-0 - Contracts Allocation
	12.31%
	40.33%

	5870-106-0 - IS Allocation
	12.17%
	52.50%

	5871-102-0 - PC Automation Recovery
	11.87%
	64.37%

	5875-402-0 - Consulting Mktg Alloc.
	10.28%
	74.65%

	5870-101-0 - Location Allocation Acct
	9.17%
	83.82%

	5821-102-0 - Field Full Fringe Alloc
	5.57%
	89.39%

	5801-201-0 - OH Labor - Casual
	5.26%
	94.64%

	All Others (177 categories) 
	5.36%
	100.00%


	G&A Loading Cost Categories
	% Total
	Cumul. %

	7270-109-0 - Finance & Accting Alloc.
	24.06%
	24.06%

	7270-110-0 - Executive Residual
	15.37%
	39.43%

	7801-001-0 - Labor Expense
	13.51%
	52.94%

	7875-421-0 - Allocation Account
	13.26%
	66.20%

	5701-001-0 - Mkt OH Labor Expense
	12.46%
	78.66%

	7821-002-0 - Full Fringe Allocation
	4.89%
	83.55%

	5721-002-0 - Full Fringe Allocation
	4.51%
	88.06%

	5731-002-0 - Conference & Seminars
	1.30%
	89.36%

	5701-101-0 - Mkt OH Labor - Field
	1.04%
	90.40%

	All Others (230 categories) 
	5.36%
	100.00%


Exhibit 5:  Summary Budget

	
	Total
	PG&E
	SCE
	SDGE

	Administrative
	
	
	
	

	Managerial and Clerical Labor
	
	
	
	

	Labor - Clerical
	$6,805
	$3,062
	$2,722
	$1,021

	Labor - Program Design
	$22,395
	$10,078
	$8,958
	$3,359

	Labor - Program/Project Management
	$73,111
	$32,900
	$29,244
	$10,967

	Supplies and other direct costs
	$5,000
	$2,250
	$2,000
	$750

	Subtotal Managerial and Clerical Labor
	$107,311
	$48,290
	$42,924
	$16,097

	
	
	
	
	

	Human Resource Support and Development
	
	
	

	 Fringe loading on unloaded administrative labor - see narrative 
	$37,036
	$16,666
	$14,814
	$5,556

	 Fringe loading on unloaded direct implementation labor - see narrative 
	$43,668
	$19,651
	$17,467
	$6,550

	 Fringe loading on Marketing/outreach labor - see narrative 
	$24,846
	$11,181
	$9,938
	$3,727

	Subtotal HR Support and Development 
	$105,550
	$47,498
	$42,219
	$15,833

	
	
	
	
	

	Travel and Conference Fees 
	
	
	
	

	All travel costs -- for marketing and DI activities 
	$10,000
	$4,500
	$4,000
	$1,500

	Subtotal Travel and Conference Fees 
	$10,000
	$4,500
	$4,000
	$1,500

	
	
	
	
	

	Overhead (General and Administrative) - Labor and Materials
	
	

	 OH/G&A loading on unloaded administrative labor - see narrative 
	$138,066
	$62,130
	$55,226
	$20,710

	 OH/G&A loading on unloaded direct implementation labor - see narrative 
	$162,786
	$73,254
	$65,114
	$24,418

	 OH/G&A loading on Marketing/outreach labor - see narrative 
	$92,621
	$41,679
	$37,048
	$13,894

	 G&A Loading on other direct expenses in administration, direct implementation, and marketing/outreach - see narrative 
	$5,641
	$2,539
	$2,256
	$846

	Subtotal Overhead
	$399,114
	$179,602
	$159,644
	$59,868

	Total Administrative Costs
	$621,975
	$279,890
	$248,787
	$93,298

	
	
	
	
	

	Marketing/Advertising/Outreach
	
	
	
	

	Labor - Marketing
	$68,636
	$30,886
	$27,454
	$10,296

	Marketing Materials
	$5,000
	$2,250
	$2,000
	$750

	Total Marketing/Advertising/Outreach
	$73,636
	$33,136
	$29,454
	$11,046

	
	
	
	
	

	Direct Implementation
	
	
	
	

	Financial Incentives from 2-MeasurableEEActivities
	$1,000,000
	$450,000
	$400,000
	$150,000

	Labor - Field Verification
	$13,962
	$6,283
	$5,585
	$2,094

	Labor - Rebate Processing
	$106,669
	$48,001
	$42,668
	$16,000

	Materials for rebate processing
	$16,000
	$7,200
	$6,400
	$2,400

	Total Direct Implementation
	$1,136,631
	$511,484
	$454,653
	$170,494

	
	
	
	
	

	Evaluation, Measurement and Verification
	
	
	

	Labor - EM&V
	$17,383
	$7,822
	$6,953
	$2,608

	Materials - EM&V
	$1,500
	$675
	$600
	$225

	Subcontractor Labor - EM&V
	$45,000
	$20,250
	$18,000
	$6,750

	Subtotal EM&V Activity - Labor
	$63,883
	$28,747
	$25,553
	$9,583

	EM&V Overhead
	
	
	
	

	 Fringe loading on unloaded EM&V labor - see narrative 
	$6,292
	$2,831
	$2,517
	$944

	 OH/G&A loading on unloaded EM&V labor - see narrative 
	$23,457
	$10,556
	$9,383
	$3,518

	 G&A Loading on other direct expenses in EM&V - see narrative 
	$235
	$106
	$94
	$35

	 G&A Loading on subcontractor costs in EM&V - see narrative 
	$1,350
	$608
	$540
	$202

	Subtotal EM&V Overhead
	$31,334
	$14,101
	$12,534
	$4,699

	Total EM&V 
	$95,217
	$42,848
	$38,087
	$14,282

	
	
	
	
	

	Financing Costs
	$86,736
	$39,031
	$34,694
	$13,010

	Potential Performance Award
	$134,922
	$60,715
	$53,969
	$20,238

	Total Budget 
	$2,014,195
	$906,389
	$805,675
	$302,130








� A recent summary includes:  “Research Recommendations To Achieve Energy Savings For Electronic Equipment Operating In Low Power Modes,” by Alan Meier, Lawrence Berkeley National Laboratory, September 30, 2002, prepared under PIER Contract: 500-99-013, WA No. 31, Task Order No. 5 (� HYPERLINK "http://standby.lbl.gov/" ��http://standby.lbl.gov/�).  A previously published overview includes:  Power Supplies:  A Hidden Opportunity for Energy Savings,” Natural Resources Defense Council, San Francisco, CA, May 22, 2002.


� “Executive Order 13221 directs agencies, when feasible and cost effective, to purchase products that use 1 watt of power or less during standby ("off") mode.  Executive Order 13123 and FAR part 23 direct agencies to purchase ENERGY STAR products or FEMP-designated products in the upper 25% of energy efficiency.”  Source:  “How to Buy Products with Low Standby Power,” Federal Energy Management Program, October 2002 (http://www.eere.energy.gov/femp�/procurement/pdfs/�standby_power.pdf).


� http://www.energystar.gov/index.cfm?c=phones.pr_phones


� See, for example, Power Supplies:  A Hidden Opportunity for Energy Savings,” Natural Resources Defense Council, San Francisco, CA, May 22, 2002, which states on page 13:  “…we estimate incremental costs of roughly $1.00 per unit at the manufacturer level…”


� “Manufacturer Incentives for Energy Efficiency External Power Supplies:  A Feasibility Study,” Chris Calwell and Travis Reeder, Ecos Consulting, for Natural Resources Defense Council, March 19, 2002.
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