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/Unit

No. Units 
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Total kW 

Savings 
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Avg. Hrs. 

Per Year

No-Cost Program for Businesses Served*:

31-Watt Compact Fluor. Lamp (CFL) Fixture

0.1

0.031

0.069

12

0.828

4,000

LED Exit Sign Fixture

0.04

0.004

0.036

2

0.072

8,760

T-8 Electronic Ballasted Fluorescent Fixture

0.075

0.058

0.017

2

0.034

4,000

No-Cost Program for 600 Businesses Not Served:

31-Watt Compact Fluor. Lamp (CFL) Fixture

0.1

0.031

0.069

4

0.276

4,000

         (Brochure and 4 fixtures provided to non-participating, interested businesses)
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1,081,209.00

$                   

 

Benefits

255,279.00

$                      

 

Overhead

84,200.00

$                        

 

Travel Costs

6,510.00

$                          

 

Reporting Costs

17,510.00

$                        

 

Material Handling

-

$                                   

 

G&A Costs

99,527.00

$                        

 

Subcontractor Costs

-

$                                   

 

Marketing/Advertising/Outreach Costs

167,550.00

$                      

 

Direct Implementation Costs

1,380,000.00

$                   

 

Evaluation Costs

36,006.00

$                        

 

Other Costs (Financing/Profit)

173,481.00

$                      

 

BUDGET TOTAL

3,301,272.00

$                   
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Gold Country Energy Saver Program

An Energy Efficiency Program for 
Rural Hard-To-Reach Small Businesses
Within Specific PG&E Service Areas
Contact Person:

Steve Yegge

5640 Marybelle Lane

Shingle Springs, CA 95682

(916) 801-5763

syegge@mgmt-services.com
Note:  
This is the only proposal that will be submitted by
Management Services Company under this program.

Contents

41.
Program Overview


41.1.
Program Concept


41.2.
Program Rationale


51.3.
Program Objectives


71.4.
Marketing Segments


82.
Program Process


82.1.
Program Implementation


102.2.
Marketing Plan


112.3.
Customer Enrollment


122.4.
Materials


122.5.
Payment of Incentives


122.6.
Staff and Subcontractor Responsibilities


142.7.
Workplan and Timeline for Program Implementation


152.7.1.
Administrative Operations Setup


152.7.2.
Development of Program Requirements Matrix


152.7.3.
Development of Conceptual Plan


152.7.4.
Development of Business Processes


162.7.5.
Definition of Data Requirements


162.7.6.
Establishment of Communications Protocols


162.7.7.
Development of Contact Manager Workbook


162.7.8.
Development of Project Manager Workbook


162.7.9.
Development of Technician Workbook


162.7.10.
Development of Approved Materials List


162.7.11.
Development of Reporting Requirements


162.7.12.
Development of Measurement & Verification Procedures


172.7.13.
Training


172.7.14.
Development of Geographic Targeted Areas


172.7.15.
Marketing and Outreach


172.7.16.
Rollout


172.7.17.
Reporting


172.7.18.
Measurement & Verification


172.7.19.
Accounting


182.7.20.
Project Timeline


193.
Customer Description


193.1.
Customer Description


193.2.
Customer Eligibility


203.3.
Customer Complaint Resolution


213.4.
Geographic Area


224.
Measure and Activity Descriptions


224.1.
Energy Savings Assumptions


224.2.
Deviations in Standard Cost-Effectiveness Values


234.3.
Rebate Amounts


234.4.
Activities Descriptions


255.
Goals


255.1.
Overview of Savings Goals


255.2.
Other Performance Goals


266.
Program Evaluation, Measurement and Verification


266.1.
Description of EM&V


277.
Qualifications


277.1.
Primary Implementer


277.2.
Subcontractors


277.3.
Resumes or Description of Experience


318.
Budget


318.1.
Summary Budget Table


318.2.
Descriptions, Clarifications and Details


1. 
Program Overview
Management Services Company (MSC) is pleased to respond to the California Public Utilities Commission request for proposals for Local Energy Efficiency Programs for 2004 – 2005.  
1.1. Program Concept
MSC’s GCES Program will offer the targeted hard-to-reach and underserved small businesses in a rural area:
· Information and brochures regarding electrical energy savings available;

· Lighting, exit sign and thermostat analysis and recommendations;
· No-cost lighting and exit sign measures; and

· Recommendations for additional cost-effective lighting and thermostat modifications
.

The measures are estimated to provide sustainable energy savings from eight (8) to twenty (20) years.

1.2. Program Rationale
The GCES Program is a hardware/incentive and information program.  However, the overwhelming majority of the program is hardware/incentive alone and should likely be evaluated as such.

Lighting systems can represent between 35% and 75% of the energy consumption of a business.  However, energy use can be greatly reduced by moving to energy efficient lighting components. 

According to the Electric Power Research Institute, “High frequency electronic ballasts increase the energy efficiency of fluorescent lighting systems 6% to 29% compared to systems using electromagnetic ballasts.  Upgrading to T-8 lamps at the same time can improve energy efficiency by up to 59%.”

Programmable thermostats are a quick and inexpensive method of employing energy efficiencies.  These thermostats range in price from $150 to $300.  
By using the setback strategy of programmable thermostats, businesses can realize as much as 15% to 20% reduction in heating and cooling costs.  This information will be part of the education process during the audit.
The program issue for this targeted customer segment is barriers to implementation.

The GCES Program is designed to address the barriers these targeted businesses face in achieving energy savings; and specifically:
· Many of the targeted businesses are minority owned; (the 1997 Economic Census for California indicates that nearly 30 percent of businesses in the State are minority owned with more than 13 percent Hispanic);

· The targeted businesses are an economically, culturally and geographically diverse universe of businesses;

· They are presented with significant barriers in attempting to compete with better-financed and better located mainstream businesses; and
· They are often unaware of the benefits that energy efficiencies can have on the bottom line of their business.

1.3. Program Objectives
There are several thousand small businesses in the Auburn/Placerville “Gold Country” corridor.  The GCES Program is designed to provide energy efficiencies to the maximum number of businesses in the least intrusive manner.
MSC intends to target Medium, Small and Very Small Businesses in rural regions of Placer and El Dorado Counties.  The targeted area is generally bounded by Auburn in the Northwest, Placerville in the Southeast and the Highway 49 corridor between the two: the “Gold Country” corridor; thus, the name Gold Country Energy Saver Program. 
MSC will offer information and audits to the targeted businesses, a no-cost energy efficiency measures package for lighting, and recommendations for additional low cost measures that may be implemented by the business.

As a small business itself in the rural targeted geographical area, MSC understands fully the mindset and needs of the targeted businesses.  They are often full of activity and operated on tight budgets.  There is very little time for non-revenue generating tasks, such as energy efficiency measures.  Additionally, they often have an overall wariness of “sales calls.”  

Therefore, we recommend limiting this 2004-2005 program to energy efficient lighting and exit signs.  These measures are easily explained to the proprietors.  They are also the least intrusive methodologies for gaining significant energy savings, while establishing a foothold in these businesses for future energy efficiency programs.

To be successful, MSC must be able to contact a target business and impress upon them that there are energy savings available – with little or no disruption of the normal business operation.  MSC fully expects this methodology will drive the success ratio (contacted businesses to served businesses) to its highest point.  
Additionally, MSC must provide an easy follow-up communications channel for the served businesses in order to address the their questions, comments and complaints.  
These two issues – non-intrusive measures and follow-up communications channel – are addressed in the following section.
By focusing on maximizing the number of served businesses with no-cost measures, with an absolute minimum of intrusion to their business operations, MSC expects the success ratio to be about 75%.  Over the course of the program year, MSC calculates that it will contact about 2,400 businesses.  At a 75% success ratio, this equates to 1,800 businesses served.
It should be noted that the 600 businesses not served will result in some degree of success in that the initial contact results in the delivery of four (4) CFLs for the business owner’s time.  It is reasonable to assume the four CFLs will be utilized, thus resulting in energy savings.
MSC’s “Gold Country Energy Saver” (GCES) Program budget for the 2003-2004 program year is $2,696,829 to be funded by electric public goods charges.

The projected energy savings as a result of implementation of the GCES Program are 6,402,240 kWh/year in electrical consumption and reduction in peak electrical demand of 1,477 kW kW.

The TRC ratio of the program is 1.5 and the Participant Test Ratio is 10.3.  The targeted business segment does not have the time or the resources to engage in aggressive energy utilization analyses, energy management studies and the development of personalized operations and maintenance plans.

The following table is indicative of the overall goals for the program:

	Overall Program Objectives for 2003-2004

	Anticipated Number of Businesses Served
	1,800

	Net Coincident Peak kW
	1,477 kW

	Net Annual kWh
	6,402,240

	Net Lifecycle kWh
	60,042,240


Once served by the GCES Program, with quantifiable energy savings having been realized, the targeted businesses will be much more inclined to discuss additional energy efficiency measures in future programs.  
In the GCES Program during follow-on program years, MSC will be able to effectively encourage these same businesses to consider more intrusive methodologies, such as HVAC, water heater and refrigeration system measures.
1.4. Marketing Segments
MSC is itself a small business located in the “Gold Country” corridor and best able to serve the businesses of this community.
The targeted segments are:

· Very Small Non-residential (less than 20 kW annual electrical demand);

· Small Non-residential (20-100 kW annual electrical demand); and

· Medium-sized Non-residential (100-500 kW annual electrical demand).

An additional consideration for these segments is the high ratio of non-English speaking business owners.  To address this barrier for Spanish speaking owners, MSC will employ the use of Spanish language brochure materials and bilingual Contact Managers.

2. Program Process
2.1. Program Implementation
Upon selection as a successful third party vendor for the GCES Program, Management Services Company will have a kickoff meeting and a series of follow-on with staff to outline goals, strategies and individual tasks.  The initial meetings will define for our staff the objectives of the program, the fundamentals of the program, our outreach approach, schedule and communications protocols.  The meetings will result in a detailed Work Plan.
The goals, strategies and tasks established by the forum will be captured in a tracking database for ongoing reporting to the IOU and CPUC.  
A methodology for Initial Contact of the customer will be developed and refined, resulting in the working plan and handbook for the Contact Manager.

The Project Manager and Technician Handbook will be developed and will include operational procedures, standards of conduct and safety requirements.
The customer database will be mapped out and refined, defining the data elements that will require tracking and reporting, including how the customer is to receive a discount on additional conservation measures.  The database will include both contacted and served customers, survey data, measures implemented, projected kW and kWh savings and other data requirements as are deemed necessary.
The Audit Reports, Cost/Benefit Analysis Worksheets and Customer Authorization Forms will be developed, refined and finalized in accordance with recommendations and requirements from the IOU.
The initial target geographic area(s) will be determined and a method of approach for each.  We will determine the selection criteria for the businesses to approach and the enrollment process for those businesses.
Final employee orientation and training will commence once the documentation requirements have been fully satisfied.  Personnel from PG&E and/or CPUC are welcome to attend the orientation should they desire.  At this point, MSC will be prepared to begin outreach.

Our experience teaches us that direct contact with the business owners at their business location is the most effective method of outreach.

MSC will employ the following strategies for addressing the targeted market segment:

· MSC will meet weekly with program personnel to discuss the current status of the program, barriers to contacting business owners, geographic areas to address for the week, issues raised by customers and implementation schedules.  Minutes of such meetings will be retained and provided to the IOU and/or CPUC upon request.

· Initial contact with the business establishment will be in person by the Contact Manager.  The Contact Manager will have carry an unobtrusive set of supplies: business cards, wireless PDA stowed in the purse or pocket and a program brochure.  The intent is to keep from alarming the proprietor, who may be inclined to ‘pre-empt’ an apparent sales call.
· In the event the business owner or other decision-maker is unavailable, the Contact Manager will enquire when such person may be available, make an appointment in the PDA and leave a brochure.

· If the business owner or other decision-maker is available at the time of initial contact, the Contact Manager will address the contents of the brochure and plan, as well as the ease with which energy savings may be produced (e.g. lamp and ballast retrofits that can reduce lighting costs by as much as 10-30%). 

· The Contact Manager will provide the proprietor with four (4) screw-in CFLs as an incentive to further discuss possible energy efficiencies.

· The Contact Manager will additionally inform the proprietor about other state and local programs in which they might participate and describe the general features and benefits of those programs.

· The Contact Manager will then request a site visit by the Project Manager for an audit.  The Contact Manager will stress to the proprietor that a site visit to evaluate the energy savings requirements does not generally exceed 10-20 minutes duration.  Additionally, the Contact Manager will offer the proprietor an incentive for engaging MSC in a site visit with a package of no-cost energy efficiency measures: free material and installation of the following (where the following is practical):

· Eight (8) additional screw-in CFLs;

· Two (2) LED exit sign; and 

· Two (2) T-8 electronic ballasted fluorescent fixtures (incandescent replacement).

This package of no-cost energy efficiency incentive measures is designed to have low per-business direct costs for material and labor.

· Site visit information collected by the Contact Manager will include the name of the business, address, phone, contact person, time and date.  It will be stored in the PDA until such time as it can be uploaded to the server addressable by the MSC staff.

· The Project Manager will also carry a minimum of supplies: business cards, a small laptop, a portable printer, a digital camera and program brochures; all in a small case.  Again, the idea is to provide a level of comfort to the proprietor that energy efficiency measures are simple and easy to implement.
· The business appointment information will have been uploaded to the laptop prior to arriving at the site.

· The Project Manager and technician will arrive on time for the scheduled site visit and provide the no-cost energy efficiency measures as described above.  As noted in Section 1.2 above, MSC is a licensed electrical contractor and experienced in this type of work.

· The site survey will then consist of identifying the lamp types and hours of operation, exit light types and thermostat types.

· This information will be loaded into the laptop for onsite calculations.

· The Project Manager will then print for the proprietor two forms: a pre-determined calculation of the energy savings that can be expected from the no-cost package already installed; and a calculation of the savings that could be expected from implementation of the additional recommended low-cost measures.

· The Project Manager will request follow-up contact information in order to perform EM&V during the following months.

· The Program Manager will perform the onsite follow-up contacts with the business beginning approximately one month after the Project Manager’s site visit.  The intent is to elicit information about the savings generated from the services provided.  All such information will be recorded in the database for dissemination to the IOU and CPUC.

· Follow-up monthly contacts will be performed via telephone.

2.2. Marketing Plan
The barriers to addressing this market are structural in nature.
· Many of the business owners are unable to afford implementation of energy efficiency measures.

· Many believe their existing infrastructure is “as good as it gets” and no further changes will make a significant difference to their bottom line.

· They are not generally motivated to take the time and use the resources to investigate energy consumption.
· They are suspicious of programs funded by the utility that sells them energy.
· Business owners in rental property are not inclined to make measures for the building owner.

· Due to the rural nature of their business location, they are hard to reach.

· And, if the proposal is not “business as usual”, it is automatically suspect.

MSC intends to take advantage of its own size, rural location and knowledge of the business community in the target market, to provide a level of comfort to the business proprietors.  
The key is direct, face-to-face contact; non-intrusive, no-cost energy efficiency measures; and solid follow-up with the proprietor on a month-to-month basis.  MSC will use personal contact versus electronic contact wherever possible and practical.  This is the reason we have chosen to concentrate on the relatively small geographic location along Highway 49.
The level of trust we expect to engender with the business owners will drive our efforts to provide additional low cost-of-implementation efficiency measures now and in the future.
In employing a face-to-face methodology of initial contact, MSC will be in a position to offer brochure material to the business owner.  We anticipate contacting 2,400 customers and will require additional brochures for delivery to other service organizations in the geographic area.  MSC will produce 5,000 double-sided brochures (English/Spanish) at an estimated cost of $0.75 per brochure for a total of $3,750.
2.3. Customer Enrollment
MSC understands our responsibility to ascertain whether customers have received other energy efficiency program benefits and to minimize or eliminate double-dipping.  MSC will employ two methodologies to make this determination.
At the initial contact, the Contact Manager will ask, as part of the direct marketing, whether the customer is now or has in the past taken advantage of energy efficiency program benefits.  This information can be used to remove some of the instances of possible double-dipping.

Additionally, there is a period of time between the initial contact and the arrival of the Project Manager/technician at the scheduled installation time.  MSC will work with the IOU on a methodology to investigate whether in there is a discrepancy in the IOU’s records regarding past or ongoing program benefits.

A brochure will be developed that describes the program and provides contact information for the business owner.  The brochure will be distributed to the potential customer by the Contact Manager.

Additionally, upon entry to a new city or township, the Contact Manager will provide bulk copies of the brochure to Chambers of Commerce, trade organizations, small business agencies, Better Business Bureau and other organizations that cater to a large number of small businesses.  This will include especially property and leasing managers of commercial buildings.
The target enrollment is the Very Small, Small and Medium-sized Non-residential customer within the target geographic area that is also a PG&E customer.  Our technicians will verify the business is a qualified customer prior to any installations.
2.4. Materials
MSC is a certified electrical contractor and experienced in the processes outlined in this program.  We expect to purchase the required equipment and materials from local vendors such that the customer will have the same products available for additional energy conservation implementations.

MSC is familiar with the local vendors for these types of materials and will purchase in bulk wherever possible to reduce cost.
The products to be used in this implementation will be incorporated into the operations manual and readily available to the Project Managers and technicians for pricing purposes.  Should the customer opt for additional low-cost measures, MSC will initiate a contract for such directly with the business owner outside of this program.  
2.5. Payment of Incentives
The GCES Program is a set of measures provided at no-cost to the targeted businesses.  No incentive payments will be made to the customer.  All work performed under the GCES Program will be invoiced to the IOU/CPUC by MSC and paid out of public good funds.
2.6. Staff and Subcontractor Responsibilities

MSC does not intend to use subcontractors for the Gold Country Energy Saver Program.  The entire scope of the proposal falls within the normal expertise and capabilities of our firm.
The following are the designated staff members and their related responsibilities within the program:

Program Director – The Program Director is a principal of the company and has ultimate responsibility for success of the GCES Program.  All personnel will report, either directly or indirectly, to the Program Director.  The Program Director will be the single point of contact for MSC for the IOU and CPUC.  The Program Director is additionally responsible for safety the of all personnel and customers, and for a professional business environment free of discrimination or harassment.
Minimum/General Experience: Ten (10) years of management experience.  Complete understanding of all business processes and practices.

Functional Responsibility: Acts as single point of contact for IOU and CPUC for GCES Program.  Overall responsibility for the success of the program.

Minimum Education: Bachelor’s Degree from an accredited four-year institution.

Program Manager – The Program Manager will be responsible for the day-to-day operations both in the field and administratively.  All meetings will be conducted by the Program Manager and any refinements of the Work Plan, Schedule or Operational Procedures will be directed by the Program Manager.  
Minimum/General Experience: Five (5) years of supervisory experience.  Supervises all operational processes and procedures with particular attention to safety, quality assurance, training, plans and specifications; all customer and public relations matters; adjustment of manpower to complete projects on schedule; and resolves any on-site problems.

Functional Responsibility: Works with field project managers coordinating resources, man power and supplies to execute all projects successfully.  Maintains and enforces all safety programs and work schedules with Project Managers, technicians and administrative personnel.

Minimum Education: Bachelor’s Degree in Construction Management or related work experience.  Proficient in Microsoft Word, Excel and Project.
Controller – The Controller will handle all financial information for the GCES Program. This will include accounts payable, accounts receivable, cash management, financing and financial statements.
Minimum/General Experience: Ten (10) years of supervisory experience in accounting management.  Supervises all general and specific financial and accounting related issues.

Functional Responsibility: Works with Project Director on financial and cash management issues.  Works with the Program Manager on budgetary issues.  Maintains general ledger and all job costing data.

Minimum Education: Bachelor’s Degree in Accounting or related work experience.  Proficient in Microsoft Word, Excel and accounting software applications.

Contact Manager – The Contact Manager is responsible for initial contact of the targeted business.  The Contact Manager will explain the GCES Program, as well as other state and local programs that may be available to the customer.

Minimum/General Experience: Five (5) years of sales and/or marketing experience.  Coordinates initial contact with all potential customers. 

Functional Responsibility: Works directly with the customer to educate and inform the customer about the GCES Program and other energy efficiency opportunities.

Minimum Education: Bachelor’s Degree in Business or related work experience.  Proficient in Microsoft Word, Excel and Project.
Project Manager – A Project Manager is responsible for multiple projects as follow on to the initial contact and installations at various customers’ businesses.  The Project Manager will use the MSC database for procuring audit tasks, assignment of technicians and recording of field data gleaned from customer sites and interviews.  The Project Manager has ultimate responsibility for a customer.

Minimum/General Experience: Three (3) years of supervisory experience.  Knowledge of project management concepts and methodologies.  Supervises the operational process in order to complete projects on schedule; controls project materials; and delivery from off-site suppliers.  Resolves all on-site problems.

Functional Responsibility: Works with field technicians and customer, coordinating resources, man power and supplies to execute a successful project.  Responsible for achieving all the goals and milestones associated with systems projects.  Oversees the analysis, design, execution and support of the entire project.
Minimum Education: Bachelor’s Degree in Construction Management or related work experience.  Proficient in Microsoft Word, Excel and Project.
Technician – The technician is certified to install electrical equipment and will do so at the required business locations at the direction of the Project Manager.

Minimum/General Experience: Two (2) years of experience providing installation and support electrical implementations.  Experienced and has the knowledge and ability to install the require materials and equipment.
Functional Responsibility: Installs all energy efficiency systems for GCES Program.
Minimum Education: Training and related work experience.

Office Manager – The Office Manager will handle the day-to-day administrative operations of MSC and coordinate with the Program Manager, Contact Managers, Controller, Project Managers and technicians.

2.7. Workplan and Timeline for Program Implementation

MSC uses a proven project management methodology that encompasses the assignment, implementation and monitoring of work.  Our project implementation includes Planning, Tracking, Reporting and Daily Management of tasks and personnel.

Planning includes:

· Clearly defining tasks, methods and deliverables

· Identification of task dependencies

· Scheduling of tasks

· Setting milestones

· Balancing resources

Tracking includes:

· Weekly status updates

· Budgeted versus expected expenditures

· Continuous examination of program

Reporting includes:

· Weekly status reports

· Recording of all communications

· Periodic full project status reports

Daily Management includes:

· Maintaining a log of all project documentation

· Logging and resolving issues

· Managing and controlling project efforts

· Task direction and communication to personnel

· Obtaining customer approvals and commitments

In order to manage to a project management methodology, it is first necessary to establish a detailed Work Plan.  The Work Plan for the GCES Program will be comprised of the following components:
2.7.1. Administrative Operations Setup

Administrative operations is comprised of enumerating the responsible staff to be dedicated to the program, acquiring the office supplies and setting up the working location.

2.7.2. Development of Program Requirements Matrix
In order to implement and to be successful in the implementation, it is necessary to first establish the program requirements toward which the organization will strive.  This task requires definition of goals necessary to achieve the energy efficiencies required.
2.7.3. Development of Conceptual Plan

The conceptual plan is the first step in formulating a responsible Work Plan for the program.  It is a high-level plan and is comprised of the major strategies and tasks for implementation.

2.7.4. Development of Business Processes
It is necessary to enumerate and describe the business processes that will be employed during implementation of the Work Plan.  The business processes are expected to be detailed, functional and codified for ongoing review both internally and externally.

2.7.5. Definition of Data Requirements

The database will be populated with the required data elements in order to ensure that results may be verified and monitored.  The data elements must be established prior to the collection of the data.

2.7.6. Establishment of Communications Protocols
As described in the project management plan above, communications protocols are paramount to efficient operations.  The communications protocols are developed and codified for ongoing reference.

2.7.7. Development of Contact Manager Workbook

The Contact Manager will execute the initial customer contact.  It is of paramount importance to establish specific protocols for this effort.  These processes and procedures will be codified in the Contact Manager Workbook.

2.7.8. Development of Project Manager Workbook

The Project Manager is responsible for resource balancing and allocation, as well as the smooth implementation of the assigned projects.  These processes and procedures will be codified in the Project Manager Workbook.

2.7.9. Development of Technician Workbook
The technician is responsible for implementation of the efficiency measures at the customer’s site.  These processes and procedures will be codified in the Technician Workbook.

2.7.10.  Development of Approved Materials List

In order to standardize the products used in the implementation of efficiency measures, an approved list of materials will be established.  This list will provide MSC the ability to buy in bulk from local vendors; and will allow the targeted businesses to procure like materials for additional measures at their convenience.

2.7.11. Development of Reporting Requirements

The GCES Program will require periodic and specific reporting to the IOU and CPUC.  MSC will work with the IOU and CPUC as required in order to identify the specific reporting data elements and formats.

2.7.12. Development of Measurement & Verification Procedures

Once the reporting requirements are finalized, the M&V procedures will be developed to address the reporting elements required therein.
2.7.13.  Training

MSC personnel will be provided orientation and training on the above-described elements according to their job classification.  IOU and CPUC personnel are encouraged to attend any and all training sessions to become familiar with the GCES Program.
2.7.14. Development of Geographic Targeted Areas

The Program Manager, in conjunction with the Contact Managers and Project Managers, will define the geographic areas to be targeted and the order in which they will be addressed for the first quarter of Marketing and Outreach.  Remaining geographic areas will be a standard topic of the weekly operations meetings.

2.7.15.  Marketing and Outreach

Once trained appropriately, the marketing and outreach programs will begin according to the requirements in the Contact Manager Workbook.

2.7.16.  Rollout

Project Managers will begin collecting audit information from Contact Managers and assign resources for the rollout of the project.  This will be a standard topic of the weekly operations meetings.  The GCES Program implementation will be consistent with the minimum safety requirements of the utility that serves the area where the measures are to be installed.

2.7.17. Reporting

Weekly reporting will commence during the second week of operations and continue for the duration of the project.  Weekly status reports will be made available to the IOU and CPUC as required.  Quarterly reporting will commence the week after the first quarter of the rollout and continue for the duration of the program.

2.7.18.  Measurement & Verification

The Program Manager, in conjunction with the Program Director, will establish the timeframe within which the M&V processes will commence.  At this point, the consensus is that Measurement & Verification will require approximately sixteen (16) weeks.
2.7.19. Accounting

The invoicing of completed and reported measures, as well as payment for equipment and materials will commence with the Administrative Setup.  The Controller will be responsible for all payables and receivables, as well as all related reporting.
2.7.20.  Project Timeline

MSC has planned an operational timeline based upon a seventy (70) week implementation.  This includes the fifty-two (52) weeks of year 2004, plus eighteen (18) additional weeks for the months of December 2003 and January-March 2005.  The Project Timeline is as follows:

	Implementation Tasks
	Duration
	Start Week
	Finish Week
	Notes

	Administrative Setup
	4 wks.
	Wk. 1
	Wk. 4
	Projected for December 2003

	Work Plan Finalization:
	11 wks.
	Wk. 2
	Wk. 12
	Dec. 2003 – Feb. 2004

	Requirements Matrix
	1 wk.
	Wk. 2
	Wk. 3
	

	Conceptual Plan
	.5 wk.
	Wk. 3
	Wk. 3
	

	Business Processes
	.5 wk.
	Wk. 4
	Wk. 4
	

	Data Requirements
	.5 wk.
	Wk. 4
	Wk. 4
	

	Communication Protocols
	.5 wk.
	Wk. 5
	Wk. 5
	

	Contact Manager Workbook
	1 wk.
	Wk. 5
	Wk. 6
	

	Project Manager Workbook
	1 wk.
	Wk. 6
	Wk. 7
	

	Technician Workbook
	.5 wk.
	Wk. 7
	Wk. 8
	

	Approved Materials List
	.5 wk.
	Wk. 8
	Wk. 8
	

	Reporting Requirements
	1.5 wks.
	Wk. 9
	Wk. 10
	

	M&V Procedures
	1.5 wks.
	Wk. 10
	Wk. 11
	

	Training
	1.5 wks.
	Wk. 11
	Wk. 12
	

	Geographic Targets
	.5 wk.
	Wk. 12
	Wk. 12
	

	Marketing and Outreach:
	52 wks.
	Wk. 13
	Wk. 64
	March 2004 – February 2005

	Contact 400 Businesses
	13 wks.
	Wk. 13
	Wk. 25
	

	Contact 400 Businesses
	14 wks.
	Wk. 26
	Wk. 39
	

	Contact 400 Businesses
	13 wks.
	Wk. 40
	Wk. 52
	

	Contact 400 Businesses
	12 wks.
	Wk. 53
	Wk. 64
	

	Rollout:
	52 wks.
	Wk. 14
	Wk. 65
	March 2004 – February 2005

	Serve 300 Businesses
	14 wks.
	Wk. 14
	Wk. 27
	

	Serve 300 Businesses
	13 wks.
	Wk. 28
	Wk. 40
	

	Serve 300 Businesses
	12 wks.
	Wk. 41
	Wk. 52
	

	Serve 300 Businesses
	13 wks.
	Wk. 53
	Wk. 65
	

	Reporting:
	4 wks.
	Wk. 28
	Wk. 67
	June 2004 – March 2005

	1st Quarter Report
	1 wk.
	Wk. 28
	Wk. 29
	June 2004

	2nd Quarter Report
	1 wk.
	Wk. 41
	Wk. 42
	September 2004

	3rd Quarter Report
	1 wk.
	Wk. 53
	Wk. 54
	December 2004

	4th Quarter Report
	1 wk.
	Wk. 66
	Wk. 67
	March 2005

	Measurement & Verification:
	16 Wks.
	Wk. 55
	Wk. 70
	Dec. 2004 – Mar. 2005

	Audit Results
	14 Wks.
	Wk. 53
	Wk. 67
	Dec. 2004 – Feb. 2005

	Compile Data
	1 Wk.
	Wk. 68
	Wk. 69
	March 2005

	Final Report
	1 Wk.
	Wk. 69
	Wk. 70
	March 2005


3. Customer Description
The following is a narrative of the targeted customer, eligibility requirements, targeted geographic area and the customer complaint resolution process.
3.1. Customer Description
The targeted customer is to be the Very Small, Small and Medium-sized Non-residential customer as defined by the Commission.  These would include those businesses with an annual electric demand of less than 20 kW (Very Small), businesses with an annual electric demand between 20 and 100 kW (Small) and businesses with an annual electric demand between 100 and 500 kW (Medium-sized).
The targeted customer is also considered hard-to-reach with common barriers to full participation in energy efficiency programs.

3.2. Customer Eligibility
MSC intends for the Gold Country Energy Saver Program to be inclusive rather than exclusive.  That is, our Contact Managers in the field will be looking for any and every opportunity to include business customers as eligible participants in the program, as opposed to looking for additional barriers to exclude customers from participation.  The reasons for this approach are twofold.  
Firstly, whether a prospective customer is strictly eligible for participation, falling within the parameters defined above as the targeted group, the effect of that customer’s participation is still a net reduction in energy use.  As an example, perhaps a prospective business owner answers the questions of our Contact Manager to the best of his or her ability and there is yet some question as to the eligibility of the business for the program.  It could very well be that the business has all the outward appearances of a Very Small Business qualification, but the owner simply does not know, nor has the time or resources to discover the annual electric demand or gas consumption.  MSC will endeavour to serve this customer anyway with the GCES Program because the net effect will be a reduction in energy consumption.
Secondly, the targeted businesses are already at risk.  MSC is itself a small business in a rural area and keenly aware of the need to continually address increasing energy costs.  The targeted business customer faces too many barriers at present for MSC to impose new and onerous strictures on participation in this program.  The targeted geographic area is a barrier in itself to participation in energy efficiency programs.  Much like the CPUC’s Auto Enroll program, it is our intention to develop an initial contact management plan and questionnaire that assumes the prospective business customer meets the criteria of a targeted customer, unless there evidence to the contrary.

3.3. Customer Complaint Resolution
In order to establish a lasting relationship with the business customers served, it will be necessary to provide an uncomplicated and straightforward means of communication for questions, comments and complaints.  It will also be necessary to provide for the expeditious resolution of complaints to the satisfaction of the customer.
Toward that end, MSC will establish multiple methods of procedure for contact.  Contact Managers, Project Managers and Technicians will carry with them business cards that display their telephone numbers, as well as the main number to MSC for service.  All stationery will include the address, main telephone number and the e-mail address for contacting MSC.  Contact Managers and Project Managers will carry cell phones with them that will have pager functions.

In the event that a customer wishes to lodge a complaint, they will have the option of normal U.S. Mail, e-mail, pager or several telephone numbers.  Part of the operational procedures will be that all customer contact is to be logged for future reporting.  Complaints will be prioritized according to type.

It is the policy and intention of MSC to provide a working environment free of discrimination and harassment.  This extends to our customers as well.  Complaints regarding the personal or professional conduct of one of our staff will be handled by the Program Director and Program Manager.  A personal visit to the customer will be initiated in order to collect information and discuss a solution.  The Program Director and Program Manager will meet with the staff member, formulate a solution, implement and document such, and apprise the customer of the outcome.

Complaints that are the result of poor installations (e.g. shoddy workmanship or debris left at the site) will be handled by the designated Project Manager.  In the event the issue is not resolved to the satisfaction of the customer within one (1) day, it will be escalated to the Program Manager for resolution.  If it is then not resolved to the customer’s satisfaction within one (1) day, the issue will be escalated to the Program Director.  The Program Director will resolve the issue within one (1) day and take all necessary action to ensure the same issue does not arise again in the future.
Complaints that are the result of installations that have affected the customer’s business operations will be escalated to the Program Manager immediately.  If the issue is not resolved to the satisfaction of the customer within four (4) hours, it will be escalated to the Program Director.  The Program Director will resolve the issue within four (4) hours and take all necessary action to ensure the same issue does not arise again in the future.
3.4. Geographic Area
MSC will employ its outreach capabilities to Hard-To-Reach small businesses in the 3-Digit Zip Code Zone 956xx, and as enumerated in the table below.  The targeted area is generally bounded by Auburn in the Northwest, Placerville in the Southeast and the Highway 49 corridor between the two: the “Gold Country” corridor.  This would include the outlying cities and townships around Auburn and Placerville, as well as those along Highway 49, such as Cool, Lotus and Coloma.  
MSC is itself a small business in the rural area near Placerville and very familiar with the business enclaves of the region.  The following are the targeted Zip Codes for the GCES Program:

	ZIP Code
	City
	County

	95602
	Auburn
	Placer

	95603
	Auburn
	Placer

	95604
	Auburn
	Placer

	95613
	Coloma
	El Dorado

	95614
	Cool
	El Dorado

	95619
	Diamond Springs
	El Dorado

	95623
	El Dorado
	El Dorado

	95648
	Lincoln
	Placer

	95650
	Loomis
	Placer

	95651
	Lotus
	El Dorado

	95658
	Newcastle
	Placer

	95663
	Penryn
	Placer

	95664
	Pilot Hill
	El Dorado

	95667
	Placerville
	El Dorado

	95672
	Rescue
	El Dorado

	95677
	Rocklin
	Placer

	95678
	Roseville
	Placer

	95681
	Sheridan
	Placer

	95682
	Shingle Springs
	El Dorado


4. Measure and Activity Descriptions
4.1. Energy Savings Assumptions
The assumptions used for this proposal are from the Statewide Energy Efficiency Policy Manual, and are as follows:

· Screw-in CFL Modular Lamp

· 0.069 kW Savings (0.1kW to 0.031kW)
· 276 kWh/yr Savings at 4,000 hrs. Operation
· LED Exit Sign

· 0.036 kW/Fixture Savings (0.04kW to 0.004kW)

· 315 kWh/yr Savings at 8,760 hrs. Operation
· T-8 Fixture
· 0.069 kW Savings (0.2 kW to 0.058 kW)

· 276 kWh/yr Savings at 4,000 hrs. Operation

4.2. Deviations in Standard Cost-Effectiveness Values
MSC has not used terms, conditions or methodologies that deviate from the standard cost-effectiveness values of the Statewide Energy Efficiency Policy Manual or the California Standard Practices Manual (SPM): Economic Analysis of Demand-Side Management Programs.  MSC has determined the cost-effectiveness and economic benefits of the program based on the Total Resource Cost Test and the Participant Test.

The measures are estimated to provide sustainable energy savings from eight (8) to sixteen (16) years.  TRC and Participant Test Results are summarized in the table below:

	Cost Effectiveness Tests

	
	
	
	
	

	TRC Test
	Costs
	Benefits
	Ratio
	Net Benefits

	
	$2,005,962 
	$3,019,321
	1.5 
	$1,013,359 

	
	
	
	
	

	Participant Test
	Costs
	Benefits
	Ratio
	Net Benefits

	
	$1,207,872
	$12,422,455
	10.3
	$11,214,583


4.3. Rebate Amounts

Although the GCES Program is intended to stimulate interest in further energy efficiencies for the targeted businesses, the rebate amounts are calculated on the no-cost energy efficiency measures only.
The term “rebate” is somewhat of a misnomer in this instance in that the cost of the installation will not be returned to the business owner, but rather invoiced directly to the IOU along with administrative costs.  This will be explained to the business owner by the Contact Manager and reinforced in the brochure.
The rebates will be for 100% of the cost of the material and installation of the no-cost measures as defined in Section 8 Budget below.

4.4. Activities Descriptions

The activities associated with the measures are as follows:
· Initial face-to-face contact with the business owner by the Contact Manager to provide a brochure, explain the benefits of energy efficiency measures and provide a package of four (4) no-cost CFLs as an incentive for further discussion.  The Contact Manager will explain the ease with which the owner’s incandescent lamps can be replaced by CFLs and encourage the owner to do so.

· The Contact Manager will then enquire if the owner is interested in a further no-cost energy efficiency measures by a qualified technician.  The no-cost measures would include both labor and material and consist of the following:

· Installation of eight (8) additional CFLs replacing incandescent lamps;
· Installation of two (2) LED exit signs replacing incandescent exit signs; and
· Installation of two (2) T-8 fixtures replacing incandescent fixtures.

· Upon acceptance of the proposed no-cost measures by the owner, the Contact Manager will add that a Project Manager will ensure that the installation is accomplished in a professional manner, does not interfere with the owner’s normal business operations and will, additionally, provide a list of recommendations for other energy efficiency measures that are available for the facility.
· Once approved by the owner, the Contact Manager will upload the information into the MSC database for review by the Project Manager.

· The Project Manager will call on the owner to schedule the non-intrusive installation and subsequently schedule the technician’s time.

· The technician will install the measures – taking care to avoid adversely affecting the normal business operations and performing the installation in a timely manner.

· The Project Manager will follow up with an inspection of the installed measures, an audit of the balance of the site and a printed list of recommendations for other measures that are available.

The activities are intended to provide a “starter set” of energy efficiency measures for the targeted group, to educate the owner about efficiency measures and programs generally, and to engender a rapport with the owner in order to facilitate further discussions of other measures.
The Direct Implementation program activities that are not expected to directly produce measurable energy savings, and the costs for each, are as follows:

· Initial business contact by the MSC Contact Manager (Marketing and Outreach) will require an estimated 2,520 hours at a cost of $199,836; and

· Informational audits of the business establishments by the MSC Project Manager will require an estimated 1,960 hours at a cost of $174,538.
5. Goals

MSC will contact 2,400 Very Small, Small and Medium-sized businesses for the Gold Country Energy Saver Program.  The primary goal is to serve 1,800 of the targeted businesses contacted, provide them with a no-cost energy efficiency measures package and educate the business owners about other measures and programs that are available.

5.1. Overview of Savings Goals

The savings goals of the GCES Program are to reach a Net Coincident Peak kW of 1,477 and a Net Annual kWh of 6,402,240.

These figures are based on the Statewide Energy Efficiency Program Manual for deemed savings and developed in the attached Workbook.

5.2. Other Performance Goals

Other performance goals of MSC are to provide the 600 non-participating business owners contacted with a package of four (4) CFLs and a brochure describing energy efficiency measures and the GCES Program.
The benchmarks of the GCES Program are:

· The number of targeted businesses contacted, with a goal of 2,400;

· The number of targeted businesses served under the no-cost program, with a target of 1,800;

· The number of non-participating targeted businesses provided with the CFLs and brochure, with a target of 600; and

· The total estimated energy savings of a Net Coincident Peak kW of 1,477 and a Net Annual kWh of 6,402,240.
The following table is a snapshot of the control figures used in the calculations:

6. Program Evaluation, Measurement and Verification
The Gold Country Energy Saver Program is designed to provide a target group of “at risk” Very Small, Small and Medium-sized businesses with initial energy efficiency incentives in order to promote interest by the business owner in further energy efficiency measures.
The GCES Program is designed to be simple and straightforward approach for the business customer with little or no impact on their normal business operations.  The idea is to be as non-intrusive as possible. 

MSC is itself a small business in the targeted geographic area and well aware of the concerns of the small business owner.  The overwhelming majority of the program is direct installation of energy saving fixtures to demonstrate to the business owner the ease with which most energy efficiency measures can be implemented.
6.1. Description of EM&V
In order to measure the success of the GCES Program, it is necessary to monitor and report on the specific objectives of the program.
· MSC will track and electronically document each business contacted for placement in one of three statuses:

· Contacted but not available or interested in receiving a brochure or information about energy efficiency measures or four (4) no-cost CFLs;

· Contacted and engaged by the MSC Contact Manager in a discussion of energy efficiency measures – thus receiving the brochure and four (4) no-cost CFLs – but not interested in the additional no-cost installation measures or audit of their premises; or 

· Contacted and engaged by the MSC Contact Manager in a discussion of energy efficiency measures – thus receiving the four (4) no-cost CFLs – and additionally willing to schedule the additional no-cost installation measures and audit of their premises

The goal of MSC for the GCES Program is to serve 1,800 businesses with the no-cost measures of the third category above.

· MSC will use the “deemed savings” values of the no-cost measures in order to evaluate and measure the effective savings of the served businesses.  

MSC will track such information in an electronic database and report to the IOU and CPUC at the required intervals on the efficacy of the program compared with the goals.
MSC would recommend the two vendors that follow for EM&V verification procedures: DirectApps, Inc. (916-787-2200) and/or Verizon of Roseville, CA (916-787-4922).
7. Qualifications
7.1. Primary Implementer
The primary and only implementer of the Gold Country Energy Saver Program will be Management Services Company (MSC) of Shingle Springs, CA.  MSC has more than 22 years of experience managing commercial and industrial projects in both the public and private sector.
MSC is very familiar with CPUC energy efficiency programs and has contracted to other organizations in the development of response documents for CPUC RFPs in the energy efficiency field.
A Principal of MSC has worked directly with the CPUC on the Auto Enroll program as is covered in the resume section of this document.

7.2. Subcontractors
MSC does not intend to use subcontractors for the Gold Country Energy Saver Program.  
MSC holds various California Contractor Licenses, two of which are C-10 (Electrical) and C-7 (Low Voltage) and which will meet the licensing requirements for this program.
We have considerable expertise in the applications described herein for electrical installations relative to energy efficiency and conservation measures.
7.3. Resumes or Description of Experience
Some of the following personnel will be hired by MSC as a direct result of this contract award.

Project Director – The Project Director will have ultimate control and responsibility for the Gold Country Energy Saver Program.  As such, the Project Director will be a Principal of Management Services Company, Mr. Steve Yegge.  

Mr. Yegge has been providing management services for more than twenty-two years.  He has extensive experience in the business management and strategic planning processes, as well as comprehensive knowledge of the entire project lifecycle.  
For 11 years beginning in the 1980’s, Mr. Yegge worked as a Senior Analyst for Verizon Communications in Sacramento, CA.  As Senior Analyst, he was responsible for oversight of all onsite HVAC, electrical and fire/life/safety installations at Verizon buildings throughout California.  He also managed installations of these same systems for Verizon at State-owned and leased facilities in preparation of telephone switching equipment.
Mr. Yegge contracted with DirectApps, Inc. of Roseville, CA as a Program Manager for a period of 5 years.  As Program Manager, he was responsible for coordinating the implementation of all projects in California, Nevada and Oregon.  
He was additionally responsible for Market Research and Strategic Planning.  During his tenure with DirectApps, the company was cited as one of the “Fastest Growing Companies” in the region by both the Sacramento Business Journal and the State CMAS Unit.

Since 1981, Mr. Yegge has owned Management Services Company and retains a California Contractors License with four separate classifications.  He is expert in electrical installations.

Mr. Yegge has had extensive experience with State and regulatory agencies, including the CPUC.  Having contracted with DirectApps, Inc., he was instrumental in providing the DirectApps response to the CPUC request for information regarding the Auto Enroll Program.  
Mr. Yegge wrote a comprehensive response for DirectApps and subsequently discussed the Auto Enroll Program with Mr. Bill Vicini of the CPUC’s Information Services Branch of Analysis and Procurement.  Mr. Vicini indicated that many of Mr. Yegge’s ideas were to be incorporated into the final RFP document.
Mr. Yegge has a Bachelor of Science Degree in Computer Science and a Certification of Data Competency for Engineers.  As such, he is committed to the use of technology in the management of projects.  
Among other critical skills, He is expert in strategic planning, contracts, budgeting, personnel management and risk mitigation.  He has exceptional oral, written and presentation skills.

Controller – The current Controller for MSC, Ms. Mindy Yegge, will be assigned to the GCES Program as well.  She is to be responsible for all financial statements, reports and accounting practices and procedures.  The Controller has more than 15 years of experience as a Professional Accountant with increasing responsibilities for Accounting Management.  The Controller has a comprehensive knowledge of the construction accounting process.  Her critical knowledge and skills include accounting, finance, banking, lending, financial reporting, and accounting software expertise including Timberline Accounting Software certification.  
The Controller has managed a staff of 4 accountants and 4 data entry personnel successfully for several years.  She has performed training and incorporated project management methodologies into the accounting practices.  She has worked concurrently with numerous banking institutions to secure construction financing, lines of credit and complex high-end loans. 
She has implemented budgets and controls for indirect, offsite and direct job cost projects.  And, she has worked with PG&E bankruptcy attorneys for the collection of MLX deposits.

She was formerly the Controller for CC Myers Corporation, handling all accounting for non-bridge building operations.  As an example, she was the Controller at CC Myers for: Myers Homes; Winchester Country Club; and Pikes Peak International Raceway; among other companies.

She has a Bachelors Degree in Accountancy from California State University, Sacramento; and Timberline Accounting Software Certification.

Program Manager – The Program Manager (PM), Mr. Steve Carr, is responsible for all maintenance and operations, and has extensive experience in such.  He will plan, direct, coordinate and budget the GCES Program through subordinate supervisory personnel.  

Mr. Carr, a long-time Program Manager, has the knowledge to perform the conceptual development of the final Work Plan and oversee its organization, scheduling, and implementation.
He will plan, organize and direct activities concerned with construction and maintenance of structures, facilities, and systems. 

He has experience coordinating with his supervisory personnel to discuss such matters as work procedures, complaints, and construction problems.  Mr. Carr has the ability to inspect work performed in order to ensure the work conforms to specifications, and interprets and explains plans and processes to administrative staff, workers, and customers. 

He formulates reports concerning such areas as work in progress, costs, and scheduling, and is versed in the process of investigating reports of damage and complaints at customer’s sites.

He understands the processes and procedures for escalation and problem resolution.

Mr. Carr has an MBA from University of Redlands.

Project Manager – The Project Manager is responsible for the direct supervision of specific jobsites and, as such, will have extensive experience in the project management methodologies used by MSC.

The Project Manager will requisitions supplies and materials, and dispatch technicians to work on specified projects.  The Project Manager will then direct and supervise technicians on customer site to ensure work meets specifications.  
The Project Manager will have specific knowledge of, and experience with the materials, methods, and tools required for the installation of the products proposed.
Contact Manager – The Contact Manager, Ms. Kim Garcia, is responsible for the initial contact of the business owner.  As such, the Contact Manager is considered the “sales manager” for purposes of obtaining approval from the business owner for an audit and installation.

As the “first face” of MSC, the Contact Manager visits the business owner to stimulate interest in the GCES Program.  Ms. Garcia has significant experience conferring with potential customers regarding their energy efficiency needs and advising them on the types of MSC is capable of providing. 

The Contact Manager represents MSC and will be inspecting the premises of targeted businesses for possible inclusion in the program.  Therefore, Ms. Garcia will employ her considerable time management skills for the customer’s time as well as their own.
Ms. Garcia has very effective communications skills and will be able to convey knowledge and ideas effectively.

Technician – The technician will have extensive experience installing electrical wiring, equipment and fixtures, as well as using hand tools and power tools. 

The technician will have experience testing electrical systems, continuity of circuits in electrical wiring and using testing devices, such as the ohmmeter and voltmeter. 

The technician will have experience diagnosing malfunctioning systems and components, using test equipment and hand tools. 

Office Manager – The Office Manager, Ms. Marisol Lozano, has considerable experience in coordinating and directing office services, such as records, office supplies and general housekeeping issues.

She is able to prepare records and reports, such as recommendations for solutions to administrative issues.   She has experience with general filing and retrieving of company documents, records and reports; and will work to improve workflow, simplify office operations and implement cost reductions.

She has experience planning meetings and conferences, reading and responding to correspondence and answering telephones.
Ms. Lozano has considerable knowledge of administrative and clerical procedures, as well as software for word processing, managing files and records, stenography and transcription, designing forms, and other office procedures.

8. Budget

The no-cost energy efficiency measures will require purchase of lighting materials and installation equipment.  The installation equipment is not predicated on the number of served customers.  However, the lighting material is so predicated, and can be purchased in bulk somewhat ahead of installation.

Administration of the program will require the purchase of office equipment.  The office equipment is not predicated on the number of served businesses, but rather is required at the initial setup of the program.

Field operations personnel will require the purchase of telephones, PDAs and laptops.  The field operations personnel’s equipment is not predicated on the number of served businesses, but rather is required at the initial setup of the program.

8.1. Summary Budget Table


8.2. Descriptions, Clarifications and Details

MSC offers the following descriptions, clarifications and details regarding the budget spreadsheet above:

· The number of labor hours identified in the table are percentages of time that are estimated will be dedicated to the program for each labor classification.  These are based upon the program operating for seventy (70) weeks as demonstrated in the Project Timeline of Section 2.7.20.
· Benefits (Workers Compensation), Payroll and Pension costs are derived as follows:

· Workers Compensation at 25% for field personnel;

· Workers Compensation at 10% for the Contact Manager and Project Manager;

· Workers Compensation at 7% for all other personnel;

· Payroll expense at 8% for all personnel; and

· Pension benefits at 4% for all personnel.
· Travel costs are based upon an estimate of 310 miles traveled each week for a period of 60 weeks.

· Reporting and Evaluation Costs are derived from estimated labor hours for the labor categories identified plus benefits and overhead costs.

· MSC does not expect to incur any costs for special handling of materials.

· MSC does not intend to use any subcontractors in the program implementation.

· Material for the energy efficiency measures have been derived by using a not-to-exceed figure of $750 per served business and 1,800 businesses served with the no-cost measures; in addition to a not-to-exceed figure of $50 per business for an additionally contacted 600 businesses that accept information and a brochure regarding energy efficiency measures and a 4-pack of CFLs.
· Labor for the energy efficiency measures is a function of the time required for two (2) technicians to implement the no-cost measures at 1,800 businesses: 3,360 hours of labor plus benefits and overhead.

· Office equipment costs are based on the need for the following:

· Four (4) desktop computers

· One (1) server

· One (1) laptop

· Four (4) cell phones

· One (1) PDA

· One (1) printer/copier/fax machine

· Four (4) software suites (MS Office & Project)

· Other misc.

· Profit is a factor of included with financing in the Workbook.
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� Management Services Company, aka S. A Yegge Management Services Company, is a licensed California Contractor in several classifications; two of which are C-10 Electrical and C-7 Low Voltage.


� MSC intends to use only 2nd generation T-8 lamps.
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