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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 Stocking the Savings:  A Lighting Incentive Program for High-Bay Chain Retail.  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 long hours of use of high-bay retail lighting systems, particularly during peak times, provides the opportunity for significant energy savings.  However, retailers are also concerned about lighting performance and quality because lighting can impact sales.  T5/HO lighting systems offer significant energy savings and improved lighting quality over standard metal halide lamps, which is typically used in high-bay retail.  

The market penetration of T5/HO lighting systems in high-bay retail is low because of high initial costs, retailer apprehensiveness to try new lighting systems, technical misconceptions, and the desire for retailers to aggregate projects across an entire region such as California. The Stocking the Savings Program addresses these barriers through a customer incentive with technical support from ICF Consulting’s Lighting Certified staff.  

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

1.A  Program Concept

The Stocking the Savings Program is a lighting incentive program for high-bay chain retail stores.  This hardware/incentive-based program provides financial and technical assistance to large chain retailers for lighting upgrades from commonly used high intensity discharge (HID) lighting to higher quality more energy efficient T5/HO linear fluorescent systems.  The Program targets retail chains, and is proposed as a statewide program to meet the specific needs of these customers.  Through our direct interaction with retailers we have found that this program can capture large and sustained energy savings that will not be captured under other existing programs.  In addition to working directly with chain retailers throughout California, we will also conduct outreach to lighting service companies, trade associations and other market actors to help market the program and overcome barriers.  To overcome cost barriers, misconceptions, and retailer aesthetic and performance concerns, the proposed program would provide financial incentives and technical support from ICF Consulting’s Lighting Certified
 staff. 

1.B  Program Rationale

Retail chains in California with high-bay ceiling facilities have a large installed base of 400 Watt HID fixtures, specifically metal halide (MH).  They can significantly reduce energy by replacing the MH fixtures with appropriate T5/HO fixtures.  A 400 Watt HID fixture (455 watts with the ballast) can be replaced with a 4-lamp or 6-lamp T5/HO fixture that uses only 241 or 361 watts respectively, saving up to 214 watts per fixture.  Because retail stores operate approximately 4,368 hours per year,
 each fixture can save 935kWh per year.  In addition, most of these hours occur during peak demand.

The total market potential for this retrofit technology in retail applications is significant.  We estimate that there are in excess of 200,000 fixtures in California retail locations that would benefit from this technology.  Retrofitting these fixtures has the potential to save 100,000 MWh per year.  For the Stocking the Savings Program, we propose a goal of reaching a portion of these, retrofitting 25,000 fixtures, producing statewide savings of over 4 MW of peak demand and 17,600 MWh per year.  Through this program we will demonstrate the proper use of the technology in retail applications and enable significant additional savings to be realized in subsequent years.

The Time is Right for This Technology in This Application:  Introduced to the US market in the mid to late 1990s, linear T5 lighting came with many unique attributes and application promises.  However, adoption was slowed by the limited number of fixtures available, lack of trust in the technology, and lack of knowledge of how to properly apply the technology.  Today, there is wider availability of fixtures – some good, some bad – and manufacturers have addressed the technical issues.  Now that the right products are available, they must be properly chosen and applied to control glare, distribute the light, illuminate merchandise and provide a quality visual environment – results that are most critical to a retail environment. 

Recent success of various commercial and industrial T5/HO installations has brought additional attention to this technology.  Some high-bay stores have also conducted pilot installations and have found the technology is viable for high-bay retail.
  However, due to high initial cost of the luminaires and technical/design issues (and some misconceptions), retailers are slow to embrace this technology.  In addition, the slow economy has limited retailers’ ability to secure the necessary funding for lighting upgrades.  

The increased availability of quality T5/HO fixtures to meet high-bay retail needs and the successful pilot installations demonstrate that the technology is now ready for widespread deployment.  The Program’s rebates will help overcome the initial cost barrier and the technical support will help alleviate concerns about proper design and installation – an issue at the forefront of retailer minds when is comes to factors that could impact sales.

Retail Chains are the Right Target Customers: Although T5/HO retrofits have been implemented in other applications (e.g., warehouses), retail environments are relatively slow to adopt this technology because of cost and concerns about fixture quality, system performance, and aesthetics in retail environments.  Our program addresses these problems and barriers facing retailers by designing and implementing a program specifically to meet the needs of the retail chain customer, specifically: 

· Provide expert lighting technical assistance on fixture performance and application issues.  

· Provide one-stop shop for all application and documentation requirements. 

· Provide incentives that will reduce the payback period to acceptable levels for investment.  

· Build on existing relationships we have with the retail chains through previous programs we have implemented.

In addition to being a good technical application for T5/HO upgrades, retail chains are a good customer segment for marketing and implementation.  Based on our past work with chain retailers, we have found that focusing on these customers can minimize administrative costs because each retailer has a large number of qualifying fixtures – 50 to 400 fixtures per store and 20 to 200 stores across the state.  Consequently, we can capture large energy savings with relatively lower administrative burden.

A Separate Program Targeting Retail Chains is Needed:  Existing energy efficiency programs in California are not designed to assist chain retailers in overcoming the barriers to T5/HO upgrades.  Because each retail location is considered a small customer, they would normally participate in the Express Efficiency programs.  However, their participation is complicated by several factors:

· Retail chains are required to complete three sets of applications, one for each electric utility service territory.

· Retail chains may not be funded in all three territories, or may not be funded at the same time.  This is a significant problem, as related to us by one retail chain energy manager.  In particular, most retail chains want all their stores statewide to have identical technology.  Lack of coordinated funding across territories makes it very undesirable for chains to participate in Express Efficiency.

· Retail chains are limited in the total funding they can obtain through Express Efficiency in any one territory.  With partial funding, they cannot afford to upgrade all their locations at one time.  Consequently, they typically forgo participation, and the energy savings opportunity is not captured.

Because of these implementation barriers, retail chains have not successfully taken advantage of the existing energy efficiency programs as effectively as would otherwise be expected.  Our recent success running a statewide energy program sponsored by the CEC demonstrated that unified implementation statewide is needed to involve retail chain stores.
  We propose to use our experience in previous programs to serve the chain stores effectively and efficiently.

1.C  Program Objectives

Our program objectives are as follows:

1. Energy Savings:  Based on research conducted by ICF Consulting through calls to target retailers, we estimate that there is significant market potential for this program.  We are proposing to provide incentives to replace 24,000 400W MH fixtures and 1,000 lower wattage MH fixtures (that are sometimes used in limited areas of the store) with T5/HO fixtures.  The Program will produce significant energy savings, including a gross peak load reduction of over 4 MW and gross annual energy savings in excess of 17,600 MWh.  Our fixture and savings objectives for each of the three utility service territories and statewide are:  

	Fixture Type 
	PG&E
	SCE
	SDG&E
	Total

	2-lamp T5/HO 
	225
	200
	75
	500

	3-lamp T5/HO 
	225
	200
	75
	500

	4-lamp T5/HO 
	6300
	5600
	2100
	14,000

	6-lamp T5/HO 
	4500
	4000
	1500
	10,000

	Demand Savings (kW)
	1,816
	1,614
	605
	4,035

	Energy Savings (kWh)
	7,935,525
	7,053,800
	2,645,675
	17,635,000


2. Luminaire and Design Performance Characteristics.  Calling on ICF Consulting lighting expertise and understanding of retailer needs, we will outline the general fixture and design performance characteristics required to meet retailer needs.  This includes but is not limited to fixture distribution, glare control, lamp color properties, shielding, horizontal and vertical footcandles, and spacing.  This will help assure the retailer installs the appropriate T5/HO luminaire to maximize energy savings and sustain or improve quality lighting performance.  

3. Marketing:  To assist in soliciting project applications we will develop a marketing strategy and the necessary market materials to promote the program to retailers.  The strategy will also leverage other market actors such as trade associations and lighting service companies.  Working through our established retail contacts, we propose to enlist approximately 10 to 20 retailers through direct and indirect marketing.  The retailers are expected to be operating in each of the three IOU territories.

4. Provide Technical Assistance:  Each retailer space is unique and retailers have many design and technical concerns. ICF Consulting certified lighting specialists understand these needs and will provide necessary assistance to help assure the lighting systems meet the expected quality and energy savings.  The technical assistance will also resolve any negative perceptions of T5/HO lighting in high-bay retail.  

5. Process Incentive Applications:  Through experience with similar programs, ICF Consulting will implement an efficient program to receive, approve and pay incentives for qualifying projects.  

CPUC Policy Objectives

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

· Cost Effectiveness:  Lighting upgrade programs can be very cost effective and this program, despite the need for technical assistance, is no exception.  T5/HO systems offer significant energy savings, and the appropriate luminaires are now available.  The program design is also very efficient and cost effective.  By designing the program to work with large retail chain stores we are gaining access to a large electric base and number of installed fixtures in a relatively few number of customer contacts.  To overcome the market barriers, we have incorporated financial incentives to remove the risk for customers.  This is an appropriate strategy to help new technologies penetrate the market.

· Long-Term Annual Energy Savings:  This program produces significant energy savings, both in the short term and over the long term.  T5/HO luminaires are estimated to have an effective useful life of 16 years.
  In addition, a well-designed lighting system will meet the quality, performance and energy savings requirements of the customer, which will lead to a long installation lifetime.

· Electric Peak Demand Savings:  This program will produce immediate and permanent peak demand savings.  The retailers targeted in this program typically operate their stores 12-14 hours per day starting in the morning and running until 9 or 10PM.  Given that all the lights are on during operating hours, demand savings are significant and occur during peak schedules.  

· Equity Consideration:  This program reaches a customer sector that has difficulty participating in other programs, such as Express Efficiency.  Large chain retailers have special needs that are not adequately addressed by other programs.  A statewide program provides the retailers a one-stop shop for program participation and interaction, which works better with retail energy manager schedules and other demands. More importantly, a statewide program ensures the retailer a more uniform implementation across their California stores.   The target retailers want to maintain a uniform look and attraction across the stores in a territory.  Lighting is critical to the look and feel of a retail space and retailers strive for consistency.  

· Ability to Overcome Market Barriers:  This program is set up to overcome several major market barriers: 

Cost:  As mentioned earlier, cost is a significant issue.  The proposed financial incentives will overcome the “first cost” issues. 

Technical and Design Concerns: Through technical assistance the retailers will become more knowledgeable about proper specification and application of T5/HO high-bay lighting.  Starting with initial marketing efforts, we will educate retailers about lighting performance characteristics that are necessary for high-bay retail.  We will further provide information on the features, benefits and proper application of T5/HO lighting. This information will help dispel any myths and equip retailers to make an informed decision about their lighting needs. During the specification process, ICF Consulting will further assist retail customers to make sure the specified lighting will meet their retail needs.  

Participation: The statewide implementation of this program will overcome the reluctance of retailer participation by offering a one-stop shop, and assure that stores statewide will be able to uniformly participate.  

· Innovation:  This program meets the unique needs of large chain retail customers and promotes a new and emerging technology.  The program will result in significant energy savings that would otherwise not be realized due to the barriers described above. 

· Coordination With Programs Run by Other Entities:  ICF Consulting will coordinate with other programs to 1) to prevent double-dipping, and 2) to take advantage of additional energy efficiency opportunities.  ICF Consulting will coordinate with other programs such as Express Efficiency to make sure there is no double-dipping on proposed incentives.  This will be accomplished through careful participant tracking, sharing of information among programs, and by obtaining a signed declaration from the retailer that they have not received funds from other programs for the same measures.  ICF Consulting will also review the final list of approved programs and coordinate with the respective program implementers to provide retailers information on other program offerings that will help expand their energy savings.  In addition, given the statewide nature of this program, ICF Consulting will propose coordinating activities with municipal utilities, particularly in Los Angeles and Sacramento.  We will propose to include chain store locations in municipal territories using funding from the municipal utilities (all funding will be kept separate).  If we are successful in achieving this coordination, we will be able to offer a one-stop-shop for chain stores, virtually throughout the entire state.

2. PROGRAM PROCESS

2.A  Program Implementation

The Stocking the Savings Program differs from other programs in that it promotes T5/HO lighting systems for a specialty application in a hard to reach market.  Given that retailers want to maintain lighting consistency across stores, they need a program that allows for upgrades at all their stores across the state.  In addition, the program does not promote any specific T5/HO luminaire, but rather only requires that the luminaires meet the performance requirements for high-bay retail applications.  Implementation steps to this program are as follows.   

1. Initial market outreach:  Through initial marketing of the program ICF Consulting will solicit project applications and retailers will receive program details, applications and technical guidance materials.  In addition, during this time retailers can contact ICF Consulting with programmatic and technical lighting questions.  We will help retailers determine if their projects can potentially qualify and guide them toward the best design options.  This early interaction will lead to a more efficient program implementation. 

2. Receive customer intention and request for funding reservation:  Retailer customers will first submit a written request to ICF Consulting indicating their intention to complete the lighting upgrades and request funds be reserved.   The customers must submit a brief project description that includes number of stores, locations, number of fixtures, existing luminaire details including lamp wattage, timeframe for the project, and the level of funding requested.

3. Review and approval of funding reservation:  Upon determination that the project is eligible, ICF Consulting will reserve funding at an appropriate amount determined by the number of fixtures.  The customer will have 60 days to submit a detailed project application that will include, at a minimum, each store location, store merchandising details and layout, number of fixtures and details, type of replacement fixture, quantity of replacement fixtures, and project schedule.  ICF Consulting staff will continue to be available to answer programmatic, lighting design and technical questions.

4. Receive and review detailed project application:  Upon receipt of the detailed project application, ICF Consulting will review the application for completeness, lighting design and technical issues, and general program requirements.  If necessary, we will work with the customer to make any adjustments to the application and/or lighting plan.  Also at this stage we will ensure that the customer is not double-dipping.  This will be accomplished through close coordination with other programs and receiving signed declaration from the retailer stating that they have not received funds from other programs.  We will also ensure that all necessary program implementation data are obtained at this stage (e.g., customer account numbers).

5. Approve application and sign agreement:  Upon approval of the customer’s application, ICF Consulting will sign a payment terms agreement with the customer.  The agreement will detail the final documents of completion that are required and the total incentive to be paid upon receipt of documents.  

6. Receive and review document of completion:  Upon receipt, ICF Consulting will review the documents of completion for accuracy.  In the case of missing information or other discrepancies, ICF Consulting will work with the customer to resolve the issues.  

7. Field verification:  ICF Consulting will conduct field verification of upgrades at a sample of locations.  The field verification will verify the fixtures and lamps installed and will count the number installed.  Prior to the visit we will also ask for electrical contractor work orders and any other documents that indicate the type of metal halide fixture that was replaced.  

8. Release incentive payment:  Upon approval of the documents of completion ICF Consulting will approve and release payment. 

9. EM&V:  ICF Consulting will maintain records and provide data as needed to support the EM&V process by our EM&V subcontractor.

2.B  Marketing Plan

Marketing Materials 

The goal of the marketing effort is to solicit project applications from qualified chain retailers.  A program brochure and T5/HO high-bay lighting fact sheet will be developed to help market the program and overcome the barriers mentioned earlier in this proposal.  These documents will describe the program, features and benefits of T5/HO high-bay retail lighting systems, energy savings potential, available incentives, technical and design parameters, and address any myths and misconceptions about T5/HO lighting systems. In addition, a program press release will be developed. Exhibit 1 below outlines the marketing materials, quantity and distribution plan.  

Marketing Activities 

ICF Consulting retail experts will leverage their industry experience and relationships to identify and contact key target retail customers.  Given the relatively small size of the target market and that ICF Consulting has established relationships with many retailers, we feel direct marketing through phone calls will provide early results.  

We will also work with lighting service companies and trade associations to promote the program and the benefits of T5/HO high-bay lighting.  We will provide them copies of the program brochure, fact sheet and applications to be distributed during meetings, tradeshows and other forums.  Two primary trade organizations we plan to work with are the International Mass Retail Association and Edison Electric Institute National Accounts Program.  We also plan to attend these associations’ conferences to promote the program.    

At the onset of the program a press release will be developed and distributed to trade association publications, lighting service companies and directly to retailers.  The press release will include an overview of the program and briefly describe the energy savings potential.  In addition, hardcopies and electronic copies of the brochure will be sent to other statewide marketing and outreach services.  

Exhibit 1:  Program Marketing Materials

	Material
	Quantity
	Distribution

	Press Release
	1
	E-mail 

	Program Summary Brochure
	400
	E-mail; mail; conference handout; handout by association and lighting service companies

	T5/HO High-Bay Lighting Fact Sheet 
	400
	E-mail; mail; conference handout; handout by association and lighting service companies. 

	Step-by-step Program Participation Guidance
	As needed
	Provided to interested participants via E-mail.

	Program participation forms and related materials.
	As needed
	Provided to interested participants via E-mail.


Marketing Sequence 

1) Program announcement press release distributed to other program managers, trade publications and then to market actors.  

2) Program brochure and T5/HO fact sheet mailed to target retail customers, trade associations and lighting service companies.  

3) Direct follow-up with target retailers after direct mail.  

2.C  Customer Enrollment

The intent of this program is to solicit project applications.  To ensure minimal paperwork burden on the customer there is no “customer enrollment agreement” the retailer needs to approve or sign.  Rather, the customers will be asked to submit the following:

· The customer’s intent to apply for the incentives – which we use to reserve funds for the customer;

· The customer’s signed detailed project application – which we review in detail and approve; and 

· Documentation of the completion of the project as proposed – which we review in detail prior to releasing payment.

Through the marketing efforts described above, the target customers are informed about the program and the project application process.   

As described above under Program Implementation, the customer must submit a project application within 60 days after submitting and receiving approval of their intent to complete qualified upgrades.  

2.D  Materials

This program focuses on the installation of T5/HO linear fluorescent lighting systems for high-bay retail, which includes the lamps, ballasts and fixtures.  Procurement and delivery specifics are left to the retailer and their lighting service company.  Through the application submittal and approval process, ICF Consulting lighting experts will review and ensure the specified luminaires will provide the expected energy savings and quality performance.  

Because each retailer will most likely have some specific lighting requirements and the layout of merchandise and space size will vary, it is best to avoid a “one size fits all approach” for the luminaire.  However, there are some basic requirements that will ensure the expected energy savings.   

Basic Technology Parameters  


Lamp:  
54 Watt, T5/HO (high output) linear fluorescent, 

Color Rendering Index:  >82




Minimum Mean Lumens: 4,650    




Rated Life:  20,000 hours 


Ballast:  
Electronic ballast




Minimum power factor: 0.95


Luminaire:  
2, 3, 4, or 6-lamp T5/HO luminaire for high-bay retail 




Fixture efficiency:  >0.90

Design Performance Parameters 

The basic requirements above set a minimum bar to minimize the risk of substandard products being installed.  However, there are other design parameters that will vary depending on the retailer and space needs.  These will need to be evaluated on a case-by-case basis.  

The most important result is that the lighting system provides the necessary vertical and horizontal illumination (footcandles), while maintaining a quality visual environment.  For example, luminaries used to illuminate high racks will need a wider distribution than luminaires used in areas where the merchandise in on low shelves or tables.  Some of the additional design parameters include: 

Uplighting percentage


Ballast Factor

Fixture shielding 


Light distribution pattern


Glare control  


Fixture suspension length 


Vertical and horizontal footcandles 

2.E  Payment of Incentives

Incentives will be paid per T5/HO fixture installed at the rates shown in section 4.C Rebate Amounts.  

Processing incentive payments will include the following:

· Receive and review the documentation provided by the customer showing completion of the project, including invoices and commissioning sheets showing each fixture replaced and installed.

· Verify the documentation is complete.  As needed, resolve discrepancies with the customer.

· Conduct field verification of a sample of locations.  Typically, field verification will be performed at five to ten percent of the locations.  As needed, resolve discrepancies with the customer.

· Following review and approval of the necessary documentation, prepare a payment memo to authorize payment to the customer.  Enter all the necessary data into the program tracking system.  The program manager will review and approve payment for each customer.

· Following program manager review and approval, make payments to the customer.

We have used this process to manage incentive payments in numerous programs and have found it to be effective and efficient for handling these types of incentive programs.  Most recently we used this process to manage and nearly $5 million in customer incentives for energy control systems.  Typically, incentives can be paid within 30 days of receipt of documentation from the customer.

2.F  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.  Resumes for all key staff proposed for the program are included in section 7, Qualifications.  All of the proposed staff are currently employed by ICF Consulting and available for this project.  
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	Title
	Staff
	Time Allocation

	
	
	PG&E
	SCE
	SDG&E
	Total

	Program Manager
	Michael Gibbs 
	11%
	10%
	4%
	25%

	Implementation Manager 
	Matt Morris 
	33%
	29%
	11%
	73%

	Sr. Lighting Specialist 
	Paul  Vrabel, LC 
	11%
	10%
	4%
	25%

	Lighting Specialist 
	Jeff Schwartz, LC
	8%
	7%
	3%
	18%

	Administration Manager
	Leslie Nardoni
	14%
	12%
	5%
	31%

	Sr. Retail Specialist
	Brian Carroll
	7%
	6%
	2%
	15%

	Contract Administrator 
	Jodi Young
	4%
	3%
	1%
	8%

	Outreach Specialist 
	Jennifer Guess
	2%
	2%
	1%
	5%

	Graphic Artist 
	Stephanie Spruch
	1%
	1%
	1%
	3%


2.G  Work Plan and Timeline for Program Implementation

Task 1: Program Kickoff and Material Development 

The purpose of this task is to kick off the program, address any program design issues, develop program materials and prepare for implementation.  We propose to involve the CPUC and utility contract representatives in these activities as they deem appropriate.

Subtask 1.1:  Kickoff meeting 

ICF Consulting will hold a kickoff meeting to discuss the project and how it will be managed and executed.  Program design issues will be discussed at this meeting to identify any concerns regarding the Program as currently proposed

Subtask 1.2:  Develop Program Tracking 

ICF Consulting will establish a tracking system that tracks all activities under the program, including soliciting applications, technical support and incentive processing.  The documentation for incentives will include manufacturer and model numbers of equipment installed, installation address, installation date, contractor ID, and other necessary information.  In addition, our system will incorporate field verifications at a sample of locations to ensure the equipment has been installed.

Subtask 1.3:  Compile list of target retailers

During the proposal process, ICF Consulting contacted several retailers to determine the need for this program.  Building on this list, we will develop a comprehensive list of target retailers. The list will identify which ones we have established relationships with, and based on our current intelligence, those that are most interested in the program. 

Subtask 1.4:  Develop Program Materials

A program brochure, T5/HO high-bay lighting fact sheet, project application and incentive forms will be developed.  These materials will be submitted as directed under the contract.

Task 1 Deliverables 

	Kickoff meeting 
	Within 2 weeks from program start.

	List of target retailers 
	Delivered at program kickoff. 

	Program Materials 
	Draft – 8 weeks from start of program

Final – 2 weeks after receipt of comments


Task 2: Program Implementation  

The purpose of this task is to solicit retailer applications, provide program and technical assistance, and process the incentives.  

Subtask 2.1: Solicit Applications

ICF Consulting will conduct initial outreach to solicit retailer applications.  Marketing materials will be distributed to the target retailers via e-mail and mail; follow-up phone calls will be conducted.  ICF consulting will distribute marketing materials to trade associations, conferences and lighting service companies for a broader marketing campaign.  During this early interaction, ICF Consulting program staff and lighting experts will answer retailer and other market actors’ questions.   

Subtask 2.2:  Reserve Funds

Retailers will be required to submit a written request to reserve funding.  This step enables us to track interest in the program and to manage the flow of funds reliably.  ICF Consulting will review, provide assistance as needed, and approve the funding reservation requests, after which we will make available additional technical support to assure that a lighting system is chosen to maximize savings and quality.  Retail customers will have 60 days to submit a detailed project application. 

Subtask 2.3:  Review and Approve Project Application

ICF Consulting will review project applications, continue to provide technical assistance as needed, and approve as appropriate.  During this process we will coordinate with other programs to make sure retailers are not double-dipping.  Upon application approval, ICF Consulting will sign a payment terms agreement with the customer. 

Subtask 2.4: Approve and Process Incentive Payment

ICF Consulting will require and review documentation of project completion.   We will review all documents for accuracy, perform field verification as applicable, and work with the customers to make sure all documentation is complete.  We will also verify the eligibility of the equipment installed.  Upon application approval, we will fully process the incentives and mail checks to the customers.  

Subtask 2.5  Reporting 

ICF Consulting will prepare the appropriate monthly and annual reports as directed by CPUC guidance and as included in our final contract.  The key metrics that will be recorded and reported will include the following:

· List of participating retailers and other market actors.

· Number of requests for funding reservation. 

· Number of applications received. 

· The total amount of projects, fixtures installed, incentives paid and energy savings achieved to date.

· The implementation activities that are conducted.

· Problems/Concerns encountered and solutions to resolve.

The final report will include a summary of the Program activities undertaken, the total number of systems installed, and energy savings and peak savings estimates.  
Task 2 Deliverables 

	Monthly Reports 
	As required by the Contract

	Draft and Final Reports 
	As required by the Contract


Project Timeline

	Program Kickoff 
	January 2004 

	Program Materials Draft 
	8 weeks from program start

	Program Materials Finalized
	2 weeks from receipt of CPUC comments

	Marketing and Outreach 
	March 2004 – August 2005 

	Progress Reporting 
	Monthly

	Final Program Report 
	As required by the Contract


In addition to the implementation steps discussed above and 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.

3. CUSTOMER DESCRIPTION

3.A  Customer Description

This program targets chain retailers that have high-bay (>15’) ceilings and use HID lighting.  There are at least a couple dozen retailers who are potential participants in the Stocking for Savings Program.  During the preparation of this proposal, we discussed the need for this program and the preferred program design with several industry contacts, including representatives from Gart Brothers Sports, Petco, Comp USA, and The Home Depot.  This program specifically targets chain retailers because of their special needs that are not adequately addressed by other programs.  They are harder to reach because of their needs for uniform statewide lighting systems and incentive programs that guarantee funding for installations across all stores.   

3.B  Customer Eligibility

The large chain retailers must meet the following eligibility: 

· At least two (2) stores located in IOU territories (although we will primarily target retailers with 10 or more stores) 

· Stores have high-bay (typically greater than 15 feet) ceilings.  

· Stores typically use 400 W metal halide high-bay fixtures for general illumination. 

· Stores have at least 10 fixtures per store.  

· Retailers’ target stores are currently not participating in other programs that provide incentives for the same measures.  

· Installation will be completed by December 2005. 

3.C  Customer Complaint Resolution

The program’s technical and program outreach support for retailers during all phases – from marketing to application approval – is designed to answer all retailer questions and concerns, and alleviate complaints.  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 retailer to resolve all issues.  If after substantial effort and time with the ICF Consulting Implementation Manger and Program Manager, the customer 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.  

3.D  Geographic Area

To meet the special needs of the chain stores we propose this effort as a statewide program.  

Per personal conversation with retailer managers, retailers have difficulty participating in separate regionalized programs in California because California is generally one retail territory and upgrades are completed across all stores.  The consistency across a retail territory is not only important for aesthetics, but also for maintenance.  Furthermore, retailers need to be assured that funding is available across their entire territory; completing funding applications for one utility region is of very limited or no value to retailers if funding in other territories is already spent. 

4. MEASURE AND ACTIVITY DESCRIPTIONS

4.A  Energy Savings Assumptions

Exhibit 2 below lists the energy savings potential of the proposed upgrades.  Note that the target retail customers predominately use 400W metal halide fixtures, but in some cases lower wattage fixtures may be utilized for special areas of the store.  

As promoted by manufacturers and trade publications, a 4-lamp T5/HO fixture can be a viable replacement for a 400W MH high-bay fixture. Although the mean lumens of the 4-lamp T5/HO system is about 18 percent less than that of a 400W MH system,
 the difference is less than 10 percent when you consider typical fixture efficiencies.  Furthermore, the “effective work plane lumens” of the T5 fixture is generally better because light is better distributed on the shelves, and increased color rendering of the lamps can further increase brightness perception under T5/HO lamps.  For these reasons a 4-lamp T5/HO fixture can deliver equal or better performance compared to a 400W metal halide fixture.  However, because illumination needs vary by merchandising space and retailer, the retailer may prefer a 6-lamp T5/HO system.

For these reasons, the program is promoting 2, 3, 4 and 6-lamp T5/HO fixtures. 

Exhibit 2:  Energy Savings Potential per Fixture
	Base Case System 
	Upgrade 
	Demand Savings

(watts)
	Annual Energy Savings

(kWh)

	175W MH 
	2-lamp T5/HO 
	90
	393

	250W MH
	3-lamp

T5/HO 
	109
	476

	400W MH
	4-lamp T5/HO 
	214
	935

	400W MH
	6-lamp T5/HO 
	94
	411


4.B  Deviations in standard Cost-effectiveness Values

We do not propose any deviations in the standard cost effectiveness values.  The Net-to-Gross (NTG) Ratio of 0.8 is taken from the Policy Manual.  We acknowledge that Express Efficiency has a higher NTG Ratio, which may be applicable to this program (0.89).  To be conservative (i.e., underestimate benefits) we are using the lower value.

The Expected Useful Life (EUL) of 16 years for T5 fixtures is taken from the Policy Manual.  We researched the Incremental Measure Cost (IMC) by contacting electrical distributors.  Our estimates of $223 per fixture for 2- and 3-lamp fixtures and $250 per fixture for 4- and 6-lamp fixtures are based on volume purchases that would be expected by the chain retailers participating in the program.  These IMC values are approximately the same as the values reported in the DEER database.

4.C  Rebate Amounts

Incentives will be paid per MH lamp replaced at the rates shown in the following table.   

	Upgrade Fixture
	To Replace
	Incentive

	2-lamp T5/HO High-Bay Retail 
	175W MH
	$50

	3-lamp T5/HO High-Bay Retail
	250W MH
	$50

	4-Lamp T5/HO High-Bay Retail
	400W MH
	$100

	6-Lamp T5/HO High-Bay Retail
	400W MH
	$75


The amount of each incentive level is determined by a combination of the amount of energy savings produced by the given upgrade, the aggregate state-wide energy savings potential based on the installed base of the existing MH fixture, and the incentive level needed to bring the upgrade to an attractive cost point (i.e., payback) for the retailer.

4.D  Activities Description

All proposed activities are designed to contribute to the energy savings achieved by the program.  The marketing activities will focus on involving the targeted customers in the program.  The technical assistance will be provided to overcome specific barriers to project implementation by the retailers.  The rebate processing and field verifications will be performed for specific customer installations.

5. GOALS

The tables below outline the number of fixtures, gross demand savings and gross energy savings per fixture type per utility territory.  The breakout per utility territory is based on relative utility service territory size and expectations of installations in each. 

	PG&E Territory Energy Savings 

	
	Number of Fixtures  
	Demand Savings (kW)
	Annual Energy Savings  (kWh)

	175W MH – 2-lamp T5/HO
	225
	20
	88,425

	250W MH – 3-lamp T5/HO
	225
	25
	107,100

	400W MH – 4-lamp T5/HO
	6300
	1,348
	5,890,500

	400W MH – 6-lamp T5/HO
	4500
	423
	1,849,500


	SCE Territory Energy Savings 

	
	Number of Fixtures  
	Demand Savings (kW)
	Annual Energy Savings  (kWh)

	175W MH – 2-lamp T5/HO
	200
	18
	78,600

	250W MH – 3-lamp T5/HO
	200
	22
	95,200

	400W MH – 4-lamp T5/HO
	5600
	1,198
	5,236,000

	400W MH – 6-lamp T5/HO
	4000
	376
	1,644,000


	SDG&E Territory Energy Savings 

	
	Number of Fixtures  
	Demand Savings (kW)
	Annual Energy Savings  (kWh)

	175W MH – 2-lamp T5/HO
	75
	7
	29,475

	250W MH – 3-lamp T5/HO
	75
	8
	35,700

	400W MH – 4-lamp T5/HO
	2100
	449
	1,963,500

	400W MH – 6-lamp T5/HO
	1500
	141
	616,500


6. 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 lighting retrofit rebate 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 of all the lighting fixture upgrades performed.  This documentation must record both the fixture removed and the fixture installed.

· Obtain and maintain documentation of the customer locations and accounts.

· Verify the number of fixtures upgraded through field verifications at a sample of locations.

· Obtain and maintain documentation of the energy usage characteristics of each of the fixtures removed and installed.

Using these records, we will be able to make a precise estimate of the energy savings achieved on the basis of the number of fixtures that have been verified to be replaced.

In addition to these record keeping and analysis activities that we will perform, we will cooperate 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 all the lighting fixture retrofits performed.

· Review and confirm our documentation of the customer account information.

· Conduct additional field verifications of retrofit activity.

· Review and confirm the deemed savings values based on the fixtures removed and installed.

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

We expect that these EM&V activities can be performed as the program progresses and projects are installed, and need not wait until the program is completed.  Because deemed lighting values are very precise, we do not propose to conduct load measurements to support the energy savings estimates.  This approach is consistent with deemed savings evaluation methods used in other lighting-based programs.

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 unique 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.

7. QUALIFICATIONS

7.A  Primary Implementer

ICF Consulting developed this proposed program to be successful based on our experience implementing programs and working in this marketplace.

6. We know the market.  We have extensive experience with the retail industry both nationally and in California.  We know we can work with and motivate the retailers as well as their lighting service companies.  

7. We understand the marketing challenge.  To be successful, the program must address the barriers impacting the market.  Through our previous work with large chain retailers we understand their needs to undertake comprehensive upgrades across all stores throughout California.  Our Lighting Certified staff also understands the lighting challenges facing retailers.  We know how to answer retailer questions and overcome misconceptions about T5/HO high-bay retail lighting. 

8. 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.  Our experience includes: implementation of the statewide residential lighting and appliance program jointly funded by the four California investor-owned utilities; design and implementation of the California Public Utilities Commission, Demand Control Ventilation Pilot Program, design and implementation of SCE’s Residential Appraiser Training Program, ENERGY STAR® Windows Program, and Nonresidential HVAC Contractor Incentive Program; design and implementation of PG&E’s Third-party Small Commercial Energy Efficiency Program; design and implementation of several NYSERDA programs, including Small Commercial Lighting, New Homes Construction/ENERGY STAR®, Street Lighting, and Transformers; and design and implementation of the NEEP Training for the DesignLights Consortium Program.  

In addition, we have been the primary contractor to the EPA supporting the ENERGY STAR® programs since their inception.  ICF Consulting assisted in conceptualizing, designing, and defining the main elements of most of these programs, including the ENERGY STAR® Buildings Program, the ENERGY STAR® Homes Program, and the ENERGY STAR® Office Equipment Program.  

9. 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 retail market.  We know the barriers retail facility managers face with respect to capital improvements, funding and technical issues.  ICF Consulting staff also have extensive commercial lighting experience and we will use the skills of two of our lighting experts – Paul Vrabel and Jeff Schwartz, who are both Lighting Certified by the National Council on Qualifications for the Lighting Professions.  
Corporate Qualifications

Founded in 1969, ICF Consulting has over 1,000 employees offering a full range of services including analysis, planning, implementation, evaluation, and program support activities.  ICF Consulting has more than 100 full-time professionals supporting state and regional initiatives in California, New York, New England, and national energy efficiency programs for the U.S. Environmental Protection Agency (EPA) and the U.S. Department of Energy (DOE).  ICF Consulting is one of the nation’s premier organizations working towards market transformation in energy efficiency.

ICF Consulting draws on its broad experience in designing and implementing energy-efficiency programs and lighting expertise to select key staff for this program.  Resumes of key staff proposed for the program are included at the end of this section.  

ICF Consulting brings outstanding Energy Efficiency Program Design experience to developing successful energy-efficiency and market transformation programs.  For example, we have been the primary contractor supporting the U.S. EPA’s ENERGY STAR® programs since their inception.  ICF Consulting assisted in conceptualizing, designing, and defining many program tenets in such programs as Green Lights, ENERGY STAR® Homes, and ENERGY STAR® Office Equipment.  In addition, we have brought our design experience to state and regional programs, including leading the development of the California Statewide Residential Lighting and Appliances market transformation plan for 2000-2001, and the California Public Utilities Commission, Demand Control Ventilation Pilot Program for 2003.  We are experienced in performing market assessments and barrier analyses, and we have specific experience designing programs to reduce barriers that inhibit market penetration of energy-efficient products and services.

ICF Consulting is especially skilled in Program Implementation and Management.  We have an excellent track record of successful delivery of program services to the commercial, residential, property management, and building sectors.  For example, for the ENERGY STAR® Buildings program, we have 20 professional staff that has helped 2,000 company partners use EPA’s energy-efficiency tools to upgrade more than 1 billion square feet of facility space.  In our support of EPA’s commercial real estate program, we recruited partners owning and managing 529 million square feet in one year.  Moreover, ICF Consulting has 30 years of experience in Project Management Services – managing large and complex programs at the national, regional, and local levels.  We have a proven track record of directing projects with more than 100 concurrent tasks and activities by multiple contractors and subcontractors.  This experience with highly complex, large volume contracts ensures that we have the capacity to oversee all of our projects and have a reputation for efficient, timely, quality-ensured management.

ICF Consulting has extensive Energy-Efficient Lighting Program experience in residential and commercial markets.  Since 1991 we have implemented large national and regional lighting programs. Through the 1990’s ICF Consulting lighting experts helped design and implement the US EPA Green Lights program.  We support EPA’s ENERGY STAR Residential Lighting Program as well as NYSERDA’s Small Commercial Lighting Program, and several other lighting programs.  To support our various lighting projects three of our staff are Lighting Certified (LC) by the National Council on Qualifications for the Lighting Professions.  In addition, we have several staff with formal lighting design backgrounds and industry design, sales, marketing, workshop and technical experience.  

Relevant Project Descriptions

The following project descriptions demonstrate some of ICF Consulting’s relevant experience in program design, implementation, incentive fulfillment, and lighting technical support. 

California Public Utilities Commission, Demand Control Ventilation Pilot Program

· ICF Consulting designed and is currently implementing the Demand Control Ventilation Pilot Program, a targeted local program within the Southern California Edison (SCE) and Southern California Gas Company (SoCal Gas) service territories focused on installing new specialized HVAC DCV controls using CO2 sensors in existing buildings.  

· The program recruits participants who are primarily controls manufacturers and distributors in the approved territories; provides training on how to sell and install DCV technology; and provides incentives for each qualifying CO2 sensor installed.

· Designed to overcome specific market barriers and to promote long-term improvements in the workings of the market by promoting market changes, the Program provides long-term energy savings benefits that will endure following the withdrawal of interventions in the marketplace.  

· The focus of this program is to familiarize installation contractors about how to estimate energy and dollar savings and how to use these estimates to sell the technology while expanding the exposure of the technology and helping move it into the mainstream faster than it otherwise would.  

California Energy Commission Small Commercial and Industrial Demand Response Program

· ICF Consulting is implementing this Program under contract to the CEC.  Based on the CEC’s objectives, ICF Consulting designed the Program, including defining the eligible technologies and setting the financial incentive levels.  

· The objective is to enhance the ability of customers to curtail their peak electric loads, thereby providing value to the customer and reducing system peak reliability problems.  

· The program provides financial incentives for installing energy control technologies.  SC&I customers are defined as those having peak loads of 50 kW to 200 kW.  

· The program is being marketed to customers, vendors, and other influencers and provides technical assistance in the development and specification of the projects.  

· ICF Consulting tracks project installation with the customer and monitors the actual curtailment capability delivered through a Pilot Test.  The total Program budget is $7.5 million.  Approximately $5.5 million in incentives are being disbursed to 20 customers

Design and Implementation of the Non-Residential HVAC Contractor Program for Southern California Edison

· ICF Consulting is supporting Southern California Edison in the design and implementation of its non-residential HVAC contractor program to increase sales of high efficiency single-phase central air conditioners and central heat pumps.

· The focus of the program is on changing contractor-selling practices through the development and delivery of targeted communications materials and sales tools that help contractors develop the skills needed to sell high-efficiency equipment.  

· In implementing the program, ICF Consulting is working closely with distributors of major manufacturer product lines and their territory managers and commercial territory managers.  These distributors not only control product availability, but their territory managers serve as a key conduit through which we identify, reach, and train HVAC contractors.

· ICF Consulting is also implementing the financial incentive portion of the Program directly with HVAC contractors.  These financial incentives assist in reducing the “first-cost” barrier as the contractors develop and hone their up-selling skills.

California Residential Lighting and Appliance Market Transformation Programs, 1999-2001

· In support of the four California Investor Owned Utilities, ICF Consulting was 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.

· ICF Consulting’s efforts have focused in three major areas:  design of residential lighting and appliance market transformation 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.

· ICF Consulting also coordinated activities with other state, regional, and federal entities undertaking market transformation programs in the US.

U.S. EPA’s ENERGY STAR® Buildings and Green Lights Partnership Program Design and Implementation Support, 1993-Present

· ICF Consulting has been a primary contractor supporting EPA’s Green Lights and ENERGY STAR® programs since their inception.

· Under the U.S. EPA’s ENERGY STAR® Building and Green Lights Partnership Programs, participants commit to complete all cost-effective energy-efficient upgrades in their facilities in order to reduce greenhouse gas emissions from power plants.

· ICF Consulting’s Account Managers have assisted over 3,000 organizations with more than one billion square feet of facility space to identify and implement energy-efficient building upgrades.

· ICF Consulting’s Account Managers have worked one-on-one with engineers and facility managers at participating companies to identify profitable energy-efficient upgrades, overcome barriers to implementing upgrades, and evaluate and communicate upgrade success.

· Both by phone and on-site, Account Managers provide energy management strategy, review energy plans, and recommend improvements.

Northeast Energy Efficiency Partnerships, Inc. (NEEP), DesignLightsTM Consortium Training Program Development and Implementation, 1999-2002

· ICF Consulting created and implemented the DesignLightsTM Consortium Lighting knowhowTM Series training program for NEEP between 1999 and 2001.  
· ICF Consulting developed training materials that focused on the benefits of high-quality, energy-efficient commercial lighting and design, and utilized the DesignLightsTM Consortium’s knowhowTM Series as the primary instructional tool. 
· ICF organized and conducted seminars for electrical contractors and other key lighting industry market players throughout the Northeast.
· In each year of the program, ICF Consulting exceeded training goals:  In its first year, the program trained 146 lighting decision makers, which was 122% of the program goal.  In the second year, 243 lighting decision makers were trained , which was 101% of the program goal.  In the third year, 383 lighting decision makers were trained equaling 160% of the program goal.
New York State Energy Research and Development Authority, New York Energy $martsm Small Commercial Lighting Program, 2000-present
· ICF Consulting is the prime implementation contractor for the New York Energy $martsm Small Commercial Lighting Program (SCLP).  SCLP promotes the concept of effective, energy-efficient lighting design and implementation to lighting suppliers and designers in New York State. The program targets an often overlooked segment, small commercial businesses, including offices, retail, restaurants, hospitality, medical and health care facilities.

· SCLP includes outreach and information, technical support and assistance, demonstration project, and training components, provided by ICF Consulting and a team of subcontractors. A program web site is the primary means of information dissemination.  SCLP currently has over 300 participating electrical distributor and contractor companies and other lighting professionals enrolled as program Allies, exceeding targets by 50 percent. Over 700 lighting professionals have received SCLP training. 

· In its first two years, over 70 lighting projects have met the program’s six criteria for effective, energy-efficient lighting and the designers have each received $500 incentives for meeting those criteria.  In the next two years, the program’s goals are to have an additional 300 qualifying projects completed by program Allies, covering 3 million square feet of floor area in the state.  This is expected to reduce electric demand by 2 MW and save 8500 MWh of electricity annually.

· In addition to the incentives for projects, nearly $50,000 in competition awards were made for outstanding designs for retail and commercial applications, and for the most qualifying projects implemented.  Seven demonstration project case studies were prepared during the program’s first two years, with 10 more slated to be competed during the next two.  Each demonstration project includes an incentive award of $1500 to the program Allies designing and implementing the project.

Green Lights Lighting Upgrade Workshops, 1991 - 1997

· ICF Consulting planned, developed, conducted, and evaluated 120 Lighting Upgrade Workshops for EPA’s Green Lights Program Allies and Partners.  These were two-day workshops that addressed lighting upgrade technologies, maintenance, waste disposal, financial analysis, and practical application.

· These two-day events equipped over 6,000 facility managers, engineers and lighting practitioners with the knowledge and tools to perform energy efficient lighting upgrades.

7.B  Subcontractors

This program does not use subcontractors.  All of the proposed staff are currently employed by ICF Consulting and available for this project.  
7.C  Resumes 

ICF Consulting presents the resumes of the key people proposed for this project.  The following resumes are included: Michael Gibbs, Matt Morris, Paul Vrabel, Jeff Schwartz, and Brian Carroll.  Each resume begins on a new page.

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 included 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 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.

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 EXPERIENCE

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 technical and management consulting engagements.  Most recently, Mr. Morris has been involved in 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, August 2003 – Present.  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, August 2001 – July 2001.  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, August 2001 – February 2003.  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.

Paul Vrabel, LC, CLEP

Sr. Lighting Specialist

EDUCATION

M.S., Architectural Engineering, The Pennsylvania State University, University Park, Pennsylvania, USA, 1993 

Bachelor of Architectural Engineering, Five year professional degree, ABET accredited, The Pennsylvania State University, University Park, Pennsylvania, USA, 1991

Study Abroad Program, Civil Engineering with Architecture, Leeds University, Leeds, England, 1989
MEMBERSHIPS, CERTIFICATIONS, LICENSES, HONORS AND AWARDS

Certified Project Management Professional – Project Management Institute (2003)

Certified Energy Manager -- Association of Energy Engineers (1999)

Lighting Certification – National Council on Qualifications for the Lighting Professions (1998)

Certified Lighting Efficiency Professional – Association of Energy Engineers (1997)

Member - Illumination Engineering Society of North America

Member - Association of Energy Engineers 

SUMMARY OF EXPERIENCE

Mr. Vrabel is a Project Manager with ICF Consulting and has over ten years of experience in project management and implementation of energy-efficient lighting programs.  He has been responsible for numerous lighting technical, outreach, marketing and training projects including work for US EPA Green Lights, ENERGY STAR Buildings, ENERGY STAR Labeling programs, New York State Energy Research and Development Authority, Northeast Energy Efficiency Partnership and California utilities.  Mr. Vrabel holds Master of Science and Bachelors degrees in Architectural Engineering from the Pennsylvania State University, with an emphasis in the design of electrical and lighting systems for buildings; he also researched and analyzed the human visual response and human performance to various lighting systems.  

Lighting Program Design and Implementation 

NY State Energy Research and Development Authority (NYSERDA) Small Commercial Lighting Project, March 2001 – Present.  Provides program design, management, technical and training support for this project valued at over $2.5million.  The program provides support to electrical contractors and distributors throughout NY State to influence the installation of energy-efficient lighting in small commercial properties.  At the on-set of this unique lighting program, which extensively integrates lighting quality and energy efficiency, Mr. Vrabel helped lead the development of the extensive marketing, outreach, training and general implementation strategies.  

Green Lights and ENERGY STAR Buildings Support, September 1993 - Present.  Provides outreach, technical and training support for EPA’s Green Lights and ENERGY STAR Buildings program participants.  This includes providing assistance to U.S. corporations and government entities on technical issues and implementation support of lighting and HVAC upgrades. Support is given over the phone or through intensive on-site meetings.  On-site meetings involve presentation of the Green Lights and ENERGY STAR Buildings programs and facilitating discussion to develop short and long term implementation and technical plans. Worked with Fortune 500 firms and many large and small commercial and industrial corporations.  Attendees at these meetings usually include vice presidents from facilities and financing departments, public relations officials, and regional and division managers.  Mr. Vrabel has also supported the development and implementation of EPA’s nationally recognized Green Lights Lighting Upgrade Workshops and other training workshops.  Overall, he has conducted over 100 seminars and workshops on energy efficient lighting for commercial and industrial buildings.  Mr. Vrabel has also helped develop numerous technical documents for the program including the Green Lights Lighting Upgrade Manual and numerous case studies and technical briefs on various energy efficient lighting technologies and applications.   

EPA ENERGY STAR Residential Lighting Program Implementation, 1997 - Present.  Currently manages EPA’s ENERGY STAR Residential Light Fixture work.  Develops marketing, outreach and implementation strategies for transforming the residential lighting fixture market.  Responsible for outreach support to the manufacturing participants of the program, the general public, home builders and lighting showrooms including the development and implementation of training seminars.  Since 1997 the program has grown to over 100 manufacturers, including industry leaders, and from a few hundred qualified products to nearly 8,000 ENERGY STAR qualified products.  

Philippines Energy-Efficient Commercial Lighting Project, U.S. EPA, 1999 – 2002. Developed and started an energy-efficient lighting program targeting large commercial properties.  Developed baselines of existing and available energy-efficient technologies, developed program structure for involving and educating stakeholders, identified technical and procurement barriers and solutions, conducted technical and financial training for lighting upgrades, developed technical purchasing guides, interacted with government organizations, utilities and associations to help promote energy-efficient lighting upgrades.  Gained support and commitment from major commercial property owners and managers such as Colliers Jardine, CB Richard Ellis, Jaka Group, Philippines Long Distance Telephone Co.   

California Residential Lighting and Appliance Program, 2000-2001  Provided technical and program design support, including the development of sales training sessions and materials, and provided training support for manufacturers and retailers involved in the program.  Pacific Gas and Electric, Southern California Edison, San Diego Gas and Electric and Southern California Gas sponsored this program.  This program supports retailer and manufacturer activities to help transform the residential lighting and appliance market to more energy efficient technologies.  

Design Lights Consortium knowhow TrainingTM, Northeast Energy Efficiency Partnership’s (NEEP), 1999 – 2002  Developed outreach strategies, marketing strategy and materials, and training curriculum on NEEP’s Design Lights Consortium knowhow Series Guidelines.  Responsibilities included seminar development and implementation, including presentation techniques, topics and format as well as seminar logistics.  

ILUMEX Residential Lighting Project Verification, World Bank Project, 1999.  Verified energy savings from Comision Federal de Electricidad ILUMEX project in Mexico.  The ILUMEX project provided the residential market in Monterrey and Guadalajara 1.7 million compact fluorescent lamps at a subsidized price.  Under the direction of the World Bank, While on-site in Mexico, Mr. Vrabel interviewed the project managers and staff, reviewed the project reports and verified the energy savings of the project.
Jeff Schwartz, LC, IESNA

Lighting Specialist

EDUCATION

B.A., Sociology, Yeshiva University, New York, NY 1970

MEMBERSHIPS, CERTIFICATIONS, LICENSES, HONORS AND AWARDS

Lighting Certification – National Council on Qualifications for the Lighting Professions (2001)

National Council on Qualifications for the Lighting Professions Test Committee (2002-2004)

Member - Illumination Engineering Society of North America

SUMMARY OF EXPERIENCE

Mr. Schwartz is a Senior Associate with ICF Consulting.  He has over twenty five years experience in the lighting industry.  He has served as a lighting consultant to various ICF clients and provided technical and design support for commercial and residential lighting projects, Mr. Schwartz has also conducted hundreds of instructional workshops on energy-efficient lighting.  He has been responsible for numerous training and technical projects including work for the US EPA Residential Lighting Program; Energy Star Exit Signs and Ventilating Fans; Northeast Energy Efficiency Partnership’s DesignLightsTM Consortium; NY State Energy Research and Development Authority (NYSERDA) LED Traffic Signal, Street Lighting and Small Commercial Lighting projects.  He has conducted educational presentations at local, regional, and national meetings for lighting professionals. His previous work included sales, distribution, lighting design, installation, and energy management for retail, commercial, municipal, industrial, and institutional clients.  Mr. Schwartz has been the technical advisor and writer of case studies for the NYSERDA New York Energy $martsm Small Commercial Lighting Program and the Design Lights Consortium (DLC).Lighting Sales and Design

Statewide Lighting Sales, (1981 to 1996).  Mr. Schwartz was vice-president of a multi-million dollar distributorship specializing in the sales of lighting supplies.  His responsibilities included designing lighting projects for retail, commercial, municipal, industrial, and institutional clients as well as selling the project design concepts and the products.  Lighting projects included new construction, re-design, and retrofitting existing installations.  Retail clients ranged from single independent stores to a chain with over seven hundred locations ranging from small mall stores to free standing big-box stores.  In his career at Statewide, Mr. Schwartz designed and sold new lighting fixtures for over one thousand projects, based on the basic goals of reducing energy, eliminating glare problems, providing uniform light levels, and good color rendering.

Retrofit Design Lighting, (1996-2001). Mr. Schwartz served as vice-president and was responsible for the sales and distribution of lighting products,as well as creating energy-efficient lighting solutions for regional malls, retail stores, commercial, and industrial clients.  Mr. Schwartz worked with the local utilities to assure projects complied with their efficiency goals, while maintaining proper light levels and providing quality lighting that would enhance the visual capability of the people using the space.  Innovative solutions included technologically advanced products that, while having a higher initial cost, provided better light and energy savings that offered a reasonable payback to the end-user.

Lighting Program Implementation 

NY State Energy Research and Development Authority (NYSERDA) Small Commercial Lighting Project, April 2001 – Present.  Mr. Schwartz serves as the lighting specialist and technical trainer for this unique lighting program, which extensively integrates lighting quality and energy efficiency. Specific activities include evaluating projects for compliance with the Program criteria, trainings, serving as the lead technical specialist, and as the advisor and writer for case studies.  Mr. Schwartz has trained almost one hundred New York electrical distributor organizations and hundreds of electrical contractors on the values of effective, energy-efficient lighting.

Design Lights Consortium knowhow TrainingTM, Northeast Energy Efficiency Partnership’s (NEEP), 2001 – Present.  Mr. Schwartz served as a trainer for the project. Responsibilities included implementation, presentation techniques, developing topics and format as well as seminar logistics.  He conducted over 20 seminars.  In addition, Mr. Schwartz served as the technical advisor for five lighting case studies.

NYSERDA LED Traffic Signal Project, 2001-2002.  Mr. Schwartz provided technical and outreach support for this project.  Responsibilities included developing market transformation outreach strategies, providing technical and training support, and interacting with manufacturers and end-users to influence the retrofitting of standard traffic signals to energy-efficient LED signals. 

NYSERDA Street Lighting Project, 2001-Present.  Mr. Schwartz co-manages and provides technical and outreach support for this project.  Responsibilities include the development of the Street Lighting How-to Guides and interaction with manufacturers and end-users to influence the purchasing and design decisions for public street lighting throughout New York State.

17 Gordon Avenue Project, National Grid, 2002.  Mr. Schwartz served as technical advisor on a mixed-use commercial space.  Duties included reviewing and revising the lighting plans, working with the engineers and architects, calculating energy and life-cycle cost savings, and making recommendations to the utility to assure the project was not only energy-efficient, but also provided high-quality effective lighting.  

Energy Star Residential Lighting Program, 2002-2003.  Mr. Schwartz met with builders, electrical contractors, distributors, and lighting designers throughout the United States to gather information and help develop a national Energy Star Residential Lighting House Pack.  Mr. Schwartz also worked with selected builders to develop and promote specific lighting packages for model homes that would meet the Residential Lighting House Pack criteria. 

Energy Star Exit Sign Program, 2002-2003.  Mr. Schwartz served as a technical advisor and writer on the Energy Star specifications for exit signs.  Mr. Schwartz provided outreach support for this project, interacting with manufacturers to help determine acceptable standards.
Brian Carroll

Sr. Retail Specialist

EDUCATION

B.S., Business Administration – Marketing, George Mason University, Fairfax, Virginia, 1982

SUMMARY OF EXPERIENCE

Mr. Carroll is a Project Manager with ICF Consulting and has over seventeen years of experience in providing energy efficiency program services.  His background includes twelve years of electric utility experience with the Potomac Electric Power Company in the area’s of energy conservation, demand-side management and economic development. His responsibilities included: the design, implementation and management of market transformation programs for the residential, commercial and low-income customer segments; development of incentive and rebate programs; marketing outreach; customer service; technical support; market research; and strategic investment in economic and community development initiatives.  Prior to this, Mr. Carroll worked for a commercial real estate development firm.  Currently, he provides program management, marketing, implementation and technical support for the United States Environmental Protection Agency’s (EPA) ENERGY STAR Buildings program.  This program is targeted at moving businesses towards the implementation of energy performance improvements through the use of existing market forces and proven energy efficient technologies.  Mr. Carroll manages the Retail Sector team and is account manager for many of the programs largest retail accounts, including: Albertson's, Wal-Mart, Kmart, JCPenney, Saks, Inc., Kohl’s, Lowes, Blockbuster, Dollar General, Staples, CVS, Eckerd, Rite Aid, and Walgreen Company.

Voluntary Energy Efficiency Programs

EPA’s Green Lights and ENERGY STAR Programs, 1997 to present.  Mr. Carroll currently serves as the deputy work assignment manager for EPA’s ENERGY STAR Commercial Sector outreach and support initiative, and directs four professional staff members.  The Commercial Sector is comprised of US organizations from the retail, hospitality, entertainment, commerical real estate, and corporate real estate sectors.  Mr. Carroll provides strategic planning, marketing, implementation and technical support for many of the programs largest participants.  His responsibilities include: strategic energy management plan development; reviewing organizational structure and operations requirements; performing energy analysis and progress tracking; conducting technology assessment, prioritization and recommendation; reviewing financing options for energy efficient technologies; performing market research, trends analysis and assessment of program offerings; developing strategic marketing efforts aimed at recruiting industry leaders; performing energy industry and climate policy research; fostering collaborative relationships with associations and energy service providers; presenting at national conferences and meetings with senior management; dissemination of program messages and information through discussions, meetings and at industry conferences; developing analytical tools, marketing materials and technical resources; providing tools training, participant recognition, communications support and placement of articles in national publications; and providing financial management and progress reporting.

Utility Sponsored Energy Efficiency Programs

PEPCO – Energy Efficiency Programs, 1985 to 1997.  Mr. Carroll served as program supervisor and directed up to three professional staff members in support of the Potomac Electric Power Company’s efforts in energy conservation, energy efficiency, demand-side management, and economic development.  His responsibilities included: the design, implementation and management of market transformation programs for the commercial, residential and low-income customer segments; development of financing, incentive and rebate programs; performed marketing research, strategy development and outreach efforts; provided customer service and technical support; performed evaluation and analysis of cutting edge technologies; fostered relationships with energy efficiency channel organizations, equipment distributors, manufacturers, and contractors; acted as company liaison to the key economic development organizations and the commercial real estate industry; performed management of group budget and financial reporting; developed marketing brochures, editor of commercial customer newsletter and managed seminars and workshops; provided verification and evaluation of program results; prepared documentation for internal use and Public Service Commission review; and performed strategic investment in economic and community development initiatives.

Commercial Real Estate Development

Progressive Equities – Commercial Real Estate Development, 1983 to 1985.  Mr. Carroll served as the marketing manager for the firm’s commercial real estate development activities.  His responsibilities included: performing marketing studies and financial analysis for project feasibility; fostering relationships with banking and financial institutions; developing project marketing/financial packages for potential investors and commercial lenders; coordinating efforts with contractors, architects and local municipalities on construction projects; leasing and management of the firms 300 plus properties; selling investment securities; and managing financial records and reporting to the U.S. Securities and Exchange Commission.

8. BUDGET

The program proposal budget workbook is attached to this proposal narrative.  The budget as presented in the workbook is summarized in Exhibit 3 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 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.  If the payment terms in the contract are adjusted to reduce or eliminate the retention on all administrative costs, the financing costs can be reduced.

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 3:  Summary Budget

	
	Total
	PG&E
	SCE
	SDG&E

	Administrative
	
	
	
	

	Managerial and Clerical Labor - Categories
	
	
	

	Labor - Clerical
	$28,248
	$12,712
	$11,299
	$4,237

	Labor - Program Design
	$34,084
	$15,338
	$13,634
	$5,112

	Labor - Program/Project Management
	$50,828
	$22,873
	$20,331
	$7,624

	Admin ODCs
	$11,000
	$4,950
	$4,400
	$1,650

	Subtotal Managerial and Clerical Labor
	$124,160
	$55,873
	$49,664
	$18,623

	
	
	 
	 
	 

	Human Resource Support and Development 
	
	
	
	

	Fringe loading on unloaded administrative labor - see narrative 
	$42,777
	$19,250
	$17,111
	$6,417

	 Fringe loading on unloaded direct implementation labor - see narrative 
	$49,806
	$22,413
	$19,922
	$7,471

	 Fringe loading on Marketing/outreach labor - see narrative 
	$45,891
	$20,651
	$18,356
	$6,884

	Subtotal HR Support and Development
	$138,474
	$62,314
	$55,389
	$20,772

	
	
	 
	 
	 

	Travel and Conference Fees 
	
	
	
	

	ICF Tavel/Conferences Labor
	$5,009
	$2,254
	$2,004
	$751

	ICF Travel/Conferences ODCs
	$31,000
	$13,950
	$12,400
	$4,650

	Subtotal Travel and Conference Fees 
	$36,009
	$16,204
	$14,404
	$5,401

	
	 
	
	
	

	Overhead (General and Administrative) - Labor and Materials
	
	

	 OH/G&A loading on unloaded administrative labor - see narrative 
	$159,465
	$71,759
	$63,786
	$23,920

	 OH/G&A loading on unloaded direct implementation labor - see narrative 
	$185,664
	$83,549
	$74,266
	$27,850

	 OH/G&A loading on Marketing/outreach labor - see narrative 
	$171,072
	$76,982
	$68,429
	$25,661

	 G&A Loading on other direct expenses in administration, direct implementation, and marketing/outreach - see narrative 
	$7,365
	$3,314
	$2,946
	$1,105

	Subtotal Overhead
	$523,566
	$235,604
	$209,427
	$78,536

	Total Administrative Costs
	$822,209
	$369,995
	$328,884
	$123,332

	
	
	 
	 
	 

	Marketing/Advertising/Outreach
	
	
	
	

	Labor - Business Outreach
	$1,677
	$755
	$671
	$252

	Labor - Customer Outreach
	$50,055
	$22,525
	$20,022
	$7,508

	Labor - Marketing
	$75,039
	$33,768
	$30,016
	$11,256

	Marketing Materials - all types
	$2,000
	$900
	$800
	$300

	Total Marketing/Advertising/Outreach
	$128,771
	$57,948
	$51,509
	$19,316

	
	
	 
	 
	 

	Direct Implementation
	
	
	
	

	Financial Incentives from 2-MeasurableEEActivities
	$2,200,000
	$990,000
	$880,000
	$330,000

	Labor - Field Verification
	$28,306
	$12,738
	$11,322
	$4,246

	Labor - Rebate Process
	$109,278
	$49,175
	$43,711
	$16,392

	Materials for Rebate Processing
	$3,000
	$1,350
	$1,200
	$450

	Total Direct Implementation
	$2,340,584
	$1,053,263
	$936,233
	$351,088

	
	
	 
	 
	 

	Evaluation, Measurement and Verification
	
	
	
	

	Labor - EM&V
	$27,995
	$12,598
	$11,198
	$4,199

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

	Subcontractor Labor - EM&V
	$50,000
	$22,500
	$20,000
	$7,500

	Subtotal EM&V Activity - Labor and Materials
	$79,495
	$35,773
	$31,798
	$11,924

	
	
	 
	 
	 

	EM&V Overhead
	
	
	
	

	 Fringe loading on unloaded EM&V labor - see narrative 
	$10,134
	$4,560
	$4,054
	$1,520

	 OH/G&A loading on unloaded EM&V labor - see narrative 
	$37,778
	$17,000
	$15,111
	$5,667

	 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 
	$1,500
	$675
	$600
	$225

	Subtotal EM&V Overhead
	$49,647
	$22,341
	$19,859
	$7,447

	Total EM&V
	$129,142
	$58,114
	$51,657
	$19,371

	
	
	
	
	

	Financing Costs
	$153,932
	$69,269
	$61,573
	$23,090

	Potential Performance Award
	$226,813
	$102,066
	$90,725
	$34,022

	Total Budget 
	$3,574,642
	$1,608,589
	$1,429,856
	$536,197
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� Lighting Certified by the National Council on Qualifications for the Lighting Professions. 


� Based on 12 hour per day, 7 days per week, 52 weeks per year operation. 


� Per personal conversation with retail chains in September 2003.  


� ICF Consulting is implementing a statewide demand response program for small commercial customers.  By focusing on retail chains, we were able to enroll more than 1,000 locations representing more than 56 MW of load.  Program participants cited the program’s unified statewide coverage as critical in their ability to participate.


�CPUC Energy Efficiency Policy Manual, v2, Table 4.1


� Lumen comparisons were based on lamp mean lumen ratings from Osram, GE, Philips and Venture Lighting. 


� Demand savings per fixture is based on rated lamp/ballast system wattage from Osram, GE, Philips and Venture Lighting. 


� Based on 4368hrs per year (12 hours/day, 7 days/week, 52 weeks/year)





