Confirmation Number:  

Program Title:
Local Crosscutting 


PG&E Local Government Partnership:  


East Bay Energy Partnership

Name (Contact Person):  Jay Luo

Address:
Pacific Gas and Electric Company


Mail Code B9A


P. O. Box 770000


San Francisco, CA   94177

Telephone #:  (415) 973-9203

Email address:  XXL1@pge.com

List of all other programs proposed.


Appliance Recycling

Single Family Energy Efficiency Rebate


Multifamily Energy Efficiency Rebate


Home Energy Efficiency Survey


Education and Training


CA Energy Star® New Homes Programs


Standard Performance Contract


Express Efficiency


Upstream HVAC and Motors


Energy Audits


Energy Efficiency Training and Certification for Building Operators


Codes and Standards Advocacy


Emerging Technologies


Savings By Design


Energenius


Schools Resource Program


Pacific Energy Center


Food Service Technology Center

Partnership Proposals


PG&E Local Government Partnership:  Local Government Initiative


PG&E Local Government Partnership:  Bakersfield/Kern Energy Watch Partnership


PG&E Local Government Partnership:  City of Fresno


PG&E Local Government Partnership:  City of Stockton


PG&E Local Government Partnership:  City of West Sacramento 

PG&E Local Government Partnership:  East Bay Energy Partnership

PG&E Local Government Partnership:  El Dorado County

PG&E Local Government Partnership:  Silicon Valley Energy Partnership

UC/CSU/IOU Energy Efficiency Partnership

Third Party Innovative Partnerships

PY2004/PY2005

Energy Efficiency Program Proposal

R. 01-08-028

Local Crosscutting

PG&E Local Government Partnership:
East Bay Energy Partnership
September 2003

[image: image34.wmf]Budget Items

Element

Budget

Sub-Total

Total

Administrative Costs

325,744

      

 

Marketing/Advertising/Outreach

76,605

        

 

Direct Implementation

110,153

      

 

Evaluation, Measurement & Verification

30,000

        

 

Total Program Budget

542,502

 

 


Table of Contents

	Section
	
	Page

	
	
	

	I
	PROGRAM OVERVIEW
	I-1

	
	I.A   Program Concept
	I-1

	
	I.B  Program Rationale
	I-2

	
	I.C  Program Objectives
	I-6

	II
	PROGRAM PROCESS
	II-1

	
	II.A  Program Implementation
	II-1

	
	II.B  Marketing Plan
	II-5

	
	II.C  Customer Enrollment
	II-10

	
	II.D  Materials
	II-11

	
	II.E  Payment of Incentives
	II-11

	
	II.F  Staff and Subcontractor Responsibilities
	II-11

	
	II.G  Work Plan and Timeline for Program Implementation
	II-13

	III
	CUSTOMER DESCRIPTION
	III-1

	
	III.A  Customer Description
	III-1

	
	III.B  Customer Eligibility
	III-1

	
	III.C  Customer Complaint  Resolution
	III-3

	
	III.D  Geographic Area
	III-4

	IV
	MEASURE AND ACTIVITY DESCRIPTIONS
	IV-1

	
	IV.A  Energy Savings Assumptions
	IV-1

	
	IV.B  Deviations in Standard Cost-Effectiveness Values
	IV-1

	
	IV.C  Rebate Amounts
	IV-1

	
	IV.D  Activities Description
	IV-1

	V
	GOALS
	V-1

	VI
	PROGRAM EVALUATION, MEASUREMENT & VERIFICATION
	VI-1

	VII
	QUALIFICATIONS
	VII-1

	
	VII.A  Primary Implementer
	VII-1

	
	VII.B  Subcontractors
	VII-2

	
	VII.C  Description of Experience
	VII-6

	VIII
	BUDGET
	VIII-1

	IX
	PROGRAMS
	

	
	IXA  Tune-Up 
	IXA.1

	
	IXB  Business Energy Services Team
	IXB.1

	
	IXC  Smart Lights/ Cool Savings
	IXC.1

	
	IXD  Senior Housing
	IXD.1

	
	IXE  Very Low Income Single Family
	IXE.1

	
	IXF  Energy Efficient Design Assistance
	IXF.1

	
	IXG  Bay Area Best Builders
	IXG.1

	
	
	

	
	
	

	
	
	

	
	
	


I.  Program Overview

I.A
Program Concept

The PG&E Local Government Partnership: East Bay Energy Partnership Program (hereafter, “East Bay Energy Partnership”, “Partnership”, or “EBEP”) is a unique combination of innovative and proven programs to be delivered in concert.  The Program brings together experienced private sector utility and energy firms; community based non-profits; research organizations; existing city and county agencies; and additional local government and private sector resources and infrastructure.  The primary goal of the Program is to cost effectively deliver long lasting energy savings to businesses and residents in the East Bay region that would not otherwise be captured through the current and expected portfolio of statewide programs.  The Program addresses all of the CPUC’s primary objectives, with the additional objective of supporting and reinforcing the energy efficiency marketplace in the region by capturing synergies with the communities involved.

The Program will provide gas and electric savings to all market sectors – existing commercial and industrial buildings, new construction, existing small businesses, multi-family housing and lower income single-family dwellings.  These sectors will be reached through a series of program components managed by experienced subcontractors; overall project management will be by PG&E and Quantum Consulting. The first section of this proposal presents the overall program functions and summarized goals in the CPUC requested format.  Detailed program-specific descriptions follow in the same format in the successive sections.
  A brief description of each of the seven program components is summarized here:

Hardware/Incentive Programs

· Building Tune-Up Program – This program provides energy savings to mostly large and medium sized non-residential customers through retro-commissioning or related-tuning of building systems.

· Business Energy Services Team (BEST) Small Commercial Renter Program – This turnkey small commercial program provides everything from customer audits to measure installation for customers under 100 kW with a focus on hard-to-reach tenants and leaseholders.

· Smart Lights Very Small Commercial Program – Similar to the BEST program, this program also uses proven techniques to address lighting and refrigeration measures but focuses in the hard-to-reach, very small commercial sector under 20 kW.  

· Senior Housing Program– Through a combination of energy efficiency audits, equipment incentives and installation, this program delivers both gas and electric savings to assisted living and convalescent facilities occupied primarily by Senior Citizens, a significantly underserved market.

· Single Family Direct Install – The single-family direct install element of the EBEP program proactively reaches out to moderate income residents to provide and install a package of cost-effective energy-savings measures 

Information Programs

· Energy Efficiency Design Assistance (EEDA) Program – Focused on helping architects, developers and building owners make commercial and multi-family residential new construction and major remodel projects as energy efficient as possible.

· Bay Area Best Builders (BABB) Program – This program seeks to improve the penetration and efficacy of statewide new construction/rehab programs by using LEED Green Building certification to reach developers at the very earliest stages of project formulation.   

I.B
Program Rationale

I.B.1
Why Select This Program

The EBEP program is the result of recent real-world field experience and related research on what customers require from a customized suite of programs designed to meet local and regional needs in the East Bay.  The distinguishing features of PG&E’s EBEP program are summarized below.  The proposed program:  

· Offers a Comprehensive Regional Suite of Carefully Crafted Programs that Strategically and Cost-Effectively Fills Local Program Niches.  The programs within EBEP have been selected for inclusion because they both meet segment and program needs not addressed in statewide programs and because they have proven themselves to be effective. In addition to those commercial, multi-family, and new construction programs that proved successful in the Oakland Energy Partnership, we have added new residential retrofit and senior citizen housing programs.

· Leverages Communications and Branding Strengths of Municipal Partners and PG&E to Maximize Program Effectiveness.  As the program team members can attest from their experience working in Oakland and Berkeley, endorsement and support from City agencies can accelerate customer introductions and positively impact program recruitment for many segments.  Similarly, PG&E’s brand in the area of energy efficiency stands for credibility across customer groups.  Combining these branding and communication strengths will result in significant marketing and recruitment synergies.

· Has Earned the Overwhelming Support of Cities, Counties, Regional Agencies, and Elected Representatives. Eight major East Bay Cities, Alameda County Energy Program, and Alameda and Contra Costa County Green Business Agencies, have signed on to work with EBEP program managers.  In addition, key elected representatives for the East Bay strongly support the proposed effort as well (see below).

· Features Proven Programs and Staff Already at Work in East Bay Cities and Prepared to Roll Out Quickly in 2004/2005.  Five of the seven programs are currently being offered in Oakland and Berkeley and are on track to meet or exceed their impact goals.  All of these programs have materials and infrastructure in place that will allow for immediate roll out in 2004.  This will ensure that marketing and recruitment occurs early and throughout the two-year program period so that installations can be accelerated.

· Cost-Effectively Captures Significant Energy and Peak Demand savings.  The program will achieve 25.8 GWh, 8.6 MW, and 490,338 therms of savings with an overall TRC ratio of 1.56.   Individual program TRCs range from 1.1 to 2.4.  

· Purposefully and Effectively Targets HTR Segments.  All the programs offered in the Partnership address previously underserved markets either through their utilization of unique delivery mechanisms or by employing cutting edge technologies and systems. Key HTR segments addressed include small and large commercial leased space, single-site mom-and-pop stores, multi-family and senior citizen units, non-english speaking language groups, and moderate income residential.  

· Emphasizes Turnkey Approaches that Reduce Customer Hassle and Capital Investments.  Capital budgets are exceedingly tight in the current economy and programs that offer long lasting energy savings with low customer contribution and high levels of service throughout the implementation and installation process are most likely to succeed and produce cost-effective savings.

· Is Designed and Delivered by a Historic Partnership of Industry-Leading Private and Public Energy Efficiency Service Professionals.  The combination of PG&E, our municipal partners, Quantum Consulting, Kema-Xenergy, Energy Solutions, and CESC provides unparalleled depth and breadth of energy efficiency capability and expertise.  Core team members have national reputations for excellence and proven track records of delivering high-quality efficiency services across a wide variety of program types.

We believe these features provide the CPUC with a proposal that is truly win-win for all parties and policy objectives.  Accepting this proposal will contribute strongly to achieving the CPUC’s ambitious energy efficiency goals, maximize societal and ratepayer benefits, and set a new standard for enabling private-public synergies.

I.B.2
Basis for the East Bay Partnership

The basis of the program is to engage East Bay city businesses and residents with an infusion of new and unique program ideas that have already been proven successful in local communities and are unlikely to be captured otherwise through the current and expected portfolio of statewide programs.  As touched on above, East Bay communities are eager to promote energy efficiency to their businesses and residents and are able to utilize their existing infrastructure to help raise program awareness.  City newsletters, environmental programs, meeting facilities and Chambers of Commerce will provide community awareness by leveraging existing relationships and utilizing cost effective services.  

As documented in the attached submittals, the Program has overwhelming levels of support from a wide variety of groups throughout the region.  Most importantly, affected cities within the region will support the program through referrals, marketing and City endorsements.  This group includes:

· California State Senator Don Perata

· California State Assemblywoman, Loni Hancock

· California State Assembly Majority Leader, Wilma Chan

· Mayor Jerry Brown -The City of Oakland

· City Manager Weldon Rucker - The City of Berkeley 

· The City of San Ramon –Department of Public Works 

· Mayor Mark Friedman  - The City of El Cerrito 

· Beth Pollard, City Administrator - The City of Albany

· Mayor Shelia Young, The City of San Leandro

· Mayor Ken Bukowski and City Council Resolution - City of Emeryville

· The County of Alameda – Matt Muniz, Energy Program Manager

· The County of Alameda - Green Business Program – Pam Evans, Program Manager

Support from the business community includes:

· Kevin Parker, CFO - Peoplesoft

· Pat Lane, General Manager - Marriott Hotel

· Chuck Harris, Energy Manager for Kaiser Permanente

The program design has placed a strong emphasis on developing synergies with programs run by PG&E and other entities, which we feel will enhance those programs’ effectiveness.  We have identified 22 programs that are either currently being implemented, or are proposed that have synergies with the seven program elements in the Partnership. 

I.B.3
The Partnership’s Proven Successful Programs Demonstrate Need to Expand

The EBEP Program fills a market niche not addressed by other programs.  All the programs offered in the Partnership address previously underserved markets either through their utilization of unique delivery mechanisms or by employing cutting edge technologies and systems.   The Tune-Up program for instance, provides state of the art buildings system evaluations and controls analysis to allow systems to run at their optimum level.  It was not until this program was offered in the Oakland Energy Partnership that its full potential for delivering savings was realized in Northern California.  The BEST program was one of the first programs to successfully address the needs of small commercial tenants and leaseholders by providing turnkey services that minimize risk to participants.  

The need for program services has been demonstrated by each program as delivered on a small scale in test communities.  The results from each of the proposed program team member’s similar programs in Berkeley, Oakland and San Francisco clearly indicate a demand for these services.  Several of the proposed programs are currently being implemented in Oakland and Berkeley, and are on track and on budget.  Both the BEST and Smart Lights Programs were offered in Oakland this year and were fully subscribed on or before their proposed completion date.  Expanding the program offerings and fine-tuning the implementation processes will ensure that all program elements will meet energy savings goals within their budget and time constraints.  The Building Tune-Up Program currently being implemented in Oakland has demonstrated its effectiveness in raising customer awareness, recruiting buildings, and achieving cost-effective, long-term savings. Through focused marketing efforts, the Tune-Up program has arranged meetings and made presentations to owners of 31 facilities, representing over 10.8M square feet of privately held and government offices, hotels and conventions centers, and community colleges.  Currently, 17 sites are signed up for the program, representing 5.5M square feet of floor space, only three buildings have been rejected, and the remaining 11 sites are in the decision-making process. The Tune-Up participation rate is high and it remains on track to meet its 10.5M square foot goal. To date the EEDA program also being implemented under the Oakland Energy Partnership is at the midway point yet has produced 2.5 million kwh or over 57% of its goal.  The 27 sites that have participated in the program add up to over 2 million square feet of building space.

The Program’s designers are also aware of economic concerns that are at the forefront of all businesses’ and homeowner’s attention.  For this reason, emphasis has been placed on providing EE measures at significantly reduced cost to the customer.  For example, the Smart Lights very small commercial program addresses a population for which energy costs are a very high percentage of their expenses.  This program was very successful in Berkeley and Oakland this year because they were able to structure equipment installations with a low customer contribution and educate the customer regarding the validity of proposed cost savings. While both Smart Lights and BEST have been very successful delivering savings to the small commercial sector, EBEP felt having two separate distinct programs serving this market would allow one to focus on the small commercial tenant and leased building market (BEST) while the other emphasized the very small customers with unique informational needs (Smart Lights).  Another program that encourages measure installations by appropriately delivering turnkey services at reduced cost to participants are the Tune-Up and Single-Family Direct Install programs.  

Our underlying philosophy, driven by the CPUC’s appropriate focus on resource acquisition, is that because the fixed costs per participant of recruiting and conducting detailed site investigations are significant, it is important to use incentives effectively to maximize the fraction of measures identified that are installed.  Otherwise the savings remain lost opportunities while the investigations are sunk costs.  Total resource cost net benefits will be maximized by capturing as much of the cost-effective potential identified at each site as possible.

I.B.4
The Partnership is a Combination of Resource and Information Programs

The EBEP combines the most successful elements of the Oakland Energy Partnership (CPUC #174-02) resource programs and offers the EEDA and Better Buildings programs as information programs enabling them to work closely with PG&E’s existing Savings by Design and Multi-Family programs without confusing savings claims.  To this mix of mature program concepts, two additional resource type programs have been added to round out the portfolio: The Senior Housing Program and The Single Family Direct Install program.  These programs provide much needed services to the multi and single-family segments.

I.C
Program Objectives

The primary program objective is to deliver savings as a cost effective societal resource that benefits all ratepayers that contribute to the PGC funds administered by the CPUC. The overall program will deliver impacts as shown in Exhibit I-1 below:

Exhibit I-1
EBEP Impacts by program
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Combined, the EBEP program will result in $35 million in total bill savings for participants.

Additional qualitative objectives include activities that will:

· Provide state of the art engineering assistance, equipment upgrades and education for businesses and residents.

· Enable existing municipal infrastructure to educate businesses and residents about energy efficiency.

· Facilitate municipal planning department and environmental department goals by providing added incentives for participation.

I.D
The Partnership meets the CPUC policy objectives

The Partnership has been designed specifically to address all seven of the CPUC’s Policy Objectives. Below we briefly summarize how each of the objectives are addressed, and identify where in the proposal more detail is to be found.

I.D.1 Cost Effective: The program is highly cost effective to society and participants as both a resource program and a combination resource/information program as shown along with individual program cost effectiveness here in Exhibit I-2.

Exhibit I-2
 Program Cost Effectiveness
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Because the EBEP Program is a combination of resource and information programs, we have provided program cost-effectiveness metrics both with and without the information programs to illustrate cost-effectiveness.  It is also important to note that one of our information programs, EEDA, has historically claimed energy savings and demonstrated a cost-effective TRC.  An additional workbook has been filed as an attachment with the hard copy proposal that documents the cost-effectiveness metrics for the resource-only programs (without adjusting the program level marketing and administration costs).

I.D.2
Achieve Maximum Long Term Energy Savings

The overall program will deliver 25,805,000 kWh, and 490,338 therms in net annual savings.  Net lifecycle energy savings for the program is 260 GWh (over ten times the annual program savings) resulting with a levelized cost of $0.05 cents per kWh.  Long-term savings ensure total program resource benefit of $14.3 million.

I.D.3
Achieve Long Term and Permanent Peak Demand Savings 

The overall program will deliver 8.6 MW savings.  

I.D.4
Equity

 The CPUC has expressed its interest in ensuring that the program funding provides appropriate access to efficiency programs for all sectors of the marketplace. In particular, programs must provide energy efficiency alternatives for underserved or hard-to-reach markets on the grounds that they have often had fewer alternatives available compared to other customers. The EBEP will serve all of the hard-to-reach market segments identified in the Energy Policy Manual, except for the geographic criteria.  In addition, four of the seven major program elements are specifically targeted to serve lower income and economically depressed areas (BEST Program, Smart Lights Program, Senior Housing Element, and the moderate income SFD Direct Install program). Funding for these four program elements is more than half of the funding for all seven program elements.  The Exhibit I-3 below highlights hard to reach market segments served by each of the programs in the Partnership.

It is important to note that the one HTR segment not addressed by the EBEP program (rural) was not found to be an underserved segment in the Statewide Nonresidential Hard-to-Reach Study
.  The study concluded that “there is little evidence that would support rural customers being classified as under-served, as their self-reported participation levels are in line with the population average.”  Furthermore, “awareness was lower than the population average for every [CPUC] proposed HTR segment except rural customers, further supporting the idea that rural customers are not under-served.” 

Exhibit I-3
Hard to Reach Segments Served by the East Bay Energy Partnership
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I.D.5
Overcome Market Barriers
The CPUC has described market barriers that programs should be designed to overcome. This proposal addresses all seven market barriers identified in the Energy Policy Manual.  It is especially targeted for hard-to-reach sectors and establishes numerous new approaches to reach these sectors.  We have devoted considerable energies to this topic, as it is crucial to the success of the program.

The East Bay region addressed by the EBEP, includes a diverse range of residences and businesses. Each of the programs address specific needs and market barriers across the region.  Some programs have features aimed at particular market barriers.  Exhibit I-4 indicates the level at which each program addresses the CPUC identified market barriers:

Exhibit I-4
Market Barriers Addressed by the East Bay Energy Partnership
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While the table above summarizes market barriers, each program section describes how the market barriers are addressed in more detail full detail.  In summary, the barriers described in these sections are as follows:

· The Building Tune-Up addresses financing and split incentives barriers, however, it most notably is focused on overcoming the Lack of Consumer Information about building performance.  Building owners and managers with reasonable energy bills and minimal occupant complaints, are generally surprised to discover conflicting control strategies that result in equipment running longer than necessary or systems that are not operating as they were designed.  The Tune-Up program overcomes the Lack of Providers barrier by providing services from very specialized engineering firms with experience in particular building control systems.  In parallel, the program also helps overcome Entry Barriers by creating a demand for Tune-Up type services.

· The BEST program provides services to small commercial customers that are usually operating on very slim margins.  For this reason, the program is focused on reducing High First Costs and minimizing problems created by Lack of Financing.  The program is targeted at small commercial renters, and designed to address the Split Incentives barrier.  A secondary benefit of the turnkey nature of this program is that it addresses asymmetric information barriers and consumer hassle factor.

· Smart Lights participants are hard to reach because of their very small account size.  These customers are very cautious about spending funds for energy efficiency because of their Lack of Consumer Information and Financing and fear of High First Costs.  As above, this turnkey program also addresses asymmetric information barriers and consumer hassle factor.

· Senior Housing participants straddle the commercial and residential sectors and are often not eligible for programs in either category.  Given the limited staffing and resources in these facilities overcoming High Incremental Equipment Costs, and a Lack of Information about and confidence in energy efficiency benefits make this an especially difficult market to reach.  For this sector, the program provides appropriate financing resources or onsite technical expertise.

· Moderate-income participants in The Single Family Direct Install Program typically cannot afford the High Incremental Cost required to install more efficient equipment.  This barrier, combined with the Lack of Consumer Information about the benefits of energy saving equipment often result in no action being taken in the absence of a directed program.  In addition to these barriers for homeowners, renters are faced with an additional barrier of Spit Incentives and are not interested in making even minor improvements to a home owned by someone else.

· The EEDA program identifies customers early in the design stage during a time most owners are not focused on energy efficiency.  Overcoming the Lack of Consumer Information and doing it at an early stage in the process is one of the reasons this particular program has been so successful.

· Builders and developers that participate in the Bay Area Best Builders (BABB) program are often surprised to learn that the First Cost can actually be lower when including Green Building features in new construction projects.  In addition, Organization Practices that are characterized by a balkanized building design process also limit energy efficiency and green building features.  This program addresses these barriers by providing convincing information on green building and energy efficiency benefits at the earliest possible stages of the design process in a way that ensures incorporation of these features across design team members (e.g., owners, architects, engineers, and contractors). 

I.D.6
Innovation  

The EBEP Program meets innovation objectives in a number of ways.  The Building Tune-Up program delivers cutting edge technologies to East Bay buildings in cooperation with the Lawrence Berkeley National Labs and several retro-commissioning service providers throughout the state. The Senior Housing Element provides new approaches for addressing a market segment with low-income, and higher than average bills. Delivery mechanisms pioneered and refined in the BEST and Smartlights programs overcome barriers in the very small commercial and leaseholder markets to deliver lasting savings on time and on budget.  The EEDA and SFD programs deliver assistance when and where it is needed, either at municipal planning departments or through door-to-door delivery.  The BABB program uses LEED Green Building certification as a method of marketing to developers at the very earliest stages in new construction project formulation.  All the programs in the EBEP attribute their success to their ability to exploit areas that have not been addressed in past programs.

I.D.7
Take Advantage of Coordination With Existing Programs

As a lead member of the EBEP team, PG&E will bring its in-depth understanding and experience running a wide variety of statewide and local programs to the coordination effort.  The program design has placed a strong emphasis on developing synergies with these programs which we feel will enhance effectiveness.  We have identified 22 programs that are either currently being implemented, or are proposed, with which our seven program elements will have synergies. The fact that all of these program elements are bundled together, and managed by a single entity, permits very significant efficiency gains in taking advantage of synergies, as well as creating information exchange among the different program elements that support one another.   As discussed further in Section II, PG&E account reps and program managers will be able to participate in customer presentations for the Tune-Up program, for example, by explaining SPC, and Express program eligibility for measures in the energy management plan.  Tune-Up participants will also be encouraged to participate in demand response programs such as the Enhanced Building Automation program.  Furthermore, the EEDA and BABB programs have been explicitly designed to feed PG&E’s Savings By Design and Multi-Family programs.

I.D.8
Proportional Share

The proposed EBEP funding request for $8.8 million is approximately equal the CPUC defined proportional share for the East Bay Region.  Based on total population for the state minus SMUD and LADWP customers, there are 28.8 Million PGC ratepayers.  Of this group, 2.5 million are residents of Alameda and Contra Costa Counties.
 The ratio of East Bay population to that of California PGC ratepayers multiplied by the available local PGC funds for 2004/05 is $8.7 Million. 

(2.5 million/28.8 million)*$100M=$8.7 M

II.  Program Process

II.A
Program Implementation

Implementation details for the EBEP are discussed in greater detail in each of the sections corresponding to the specific program type.  Overall program implementation activities common to all program elements are discussed here, including program coordination (internally and externally), incentive payment, and administrative duties.  Below we describe the implementation activities. PG&E will have overall responsibility for all administrative activities.  Quantum Consulting will assist PG&E with many of the administrative tasks by coordinating with each of the various subcontractors to gather and summarize program element information.  Marketing duties are described later in this section.

1. Program Management: PG&E will share the day-to-day responsibility of managing the EBEP Program with QC.  Program management tasks will include developing the Program Specific Report and the Brief Description of Marketing Materials, verifying and integrating subcontractor budgets and invoices, and providing all documentation required to satisfy CPUC requirements.  PG&E will develop the LIEE/CARE coordination plan, as well as reviewing and filing all reports.    

2. Tracking and reporting program savings and goal trajectories:  Energy impacts from all the sub programs will be gathered and tracked relative to original goals.  PG&E will utilize its current tracking system (MDSS, or Management Decision Support System) to closely monitor impact information.  This will allow the program managers to determine if any programs are lagging and make timely budget shifts if necessary.

3. Coordinating EM&V plans, managing EM&V contractors:  PG&E will be responsible for gathering proposed EM&V plans from each sub-program and developing an RFP for procuring bids from proposed EM&V contractors.  PG&E will draw on its extensive experience conducting program evaluations, as discussed in Section V, to assure that final EM&V plans are concise, accurate and cost effective.

4. Coordinate the prevention of double dipping activities:  As account numbers used to track program participation will be submitted directly to PG&E, prevention of double dipping will be greatly simplified.  Minimizing this behavior is essential in maximizing energy savings per CPUC program dollar.  PG&E will file the program coordination plans in the first monthly report.

5. Monthly reporting: QC will gather and roll up all sub-contractor information required for monthly progress reports.  PG&E will integrate their prime contractor level activities and be responsible for submitting all information by program and in summary form.  Combining reporting for all the programs minimizes oversight efforts on behalf of the CPUC agreement representative by allowing a single point of interaction for both data requests and report review.

6. Quality control: PG&E will assure programs are on track and on budget by checking the project savings, delivery methods and accounting variations.  PG&E will monitor progress by each program manager and provide assistance or make adjustments if there are any significant variations.

7. Program design: PG&E and QC will work with each of the EBEP program managers to address any problems or opportunities as they occur.  In the event a change is necessary, PG&E will work with the CPUC agreement representative to shift funds and propose program design changes as necessary to ensure programs stay on budget, on time and meet impact goals.  

8. Provide assistance with obtaining billing and consumption histories:  As some program elements are delivered to small customers, it is important to have real-time information about customer size.  In addition, billing and consumption history information can help identify sites with great potential for energy savings.  PG&E will work with program managers to expedite customer-approved delivery of this information while respecting customer privacy information as required by the CPUC.

9. Facilitate program rollout meetings and educational opportunities at San Ramon Learning Center and the Pacific Energy Center: PG&E will coordinate the use of its facilities both in San Francisco and San Ramon.  These facilities will be used for marketing, training and program implementation.  Conveniently located to the East Bay region, these facilities provide a high quality and cost effective resource that benefit all of the EBEP programs. Training facilities offer classrooms and presentation materials conducive to productive meetings. 

10. Oversee disbursement of incentive checks: As discussed in Section II.E, PG&E will rely on its incentive processing infrastructure, and be the primary source of disbursing incentive checks to program participants and sub-contractors.

11. Database coordination:  PG&E will assure that each sub-program is collecting all the data necessary for EM&V, reporting savings and budgets and auditing installations.  PG&E will also ensure all programs collect data in the appropriate format to permit aggregate reporting and tabulation of program data.  

12. Plans for coordination with other energy efficiency programs:  One of PG&E’s roles as the prime contractor is to facilitate coordination between the EBEP and PG&E’s existing statewide and local programs.  It is essential to provide this in order to minimize duplicative administrative costs, enhance consistency in rebates and take advantage of co-marketing opportunities.  Several of the EBEP programs will result in direct recommendations for energy savings measures eligible for PG&E programs.  It is important to hand off these measures as seamlessly as possible so that the relationship can be maintained while fresh in the mind of the participant.  PG&E, QC and each of the program sub-contractors intend to maximize this opportunity which will result in energy and budget benefits for each participating organization.  Coordination between existing and proposed statewide and local programs is discussed in more detail below.

Program Coordination with Statewide and Local Programs

In the first monthly report PG&E will present proposed coordination activities and list programs that are affected.  Program descriptions will be shared with program managers in each of the programs affected and procedures for handling these opportunities will be developed.  These coordination activities will be documented in the future monthly reports.  

PG&E will also serve as a valuable coordination resource between the EBEP programs and services offered under its Local Government Initiatives program.  Both parties are expected to benefit under this arrangement.

QC will coordinate the EBEP program with all approved local programs, ensuring that program managers in overlapping geographical areas are aware of all the programs for which their customers are eligible.  This reduces confusion on behalf of the customer and increases participation rates with minimal incremental costs.

Coordination with existing non-PGC programs: There are several county-wide programs that currently exist in both Alameda and Contra Costa Counties: the Green Business Program and Green Resource Center.  EBEP program managers will integrate program offerings from both of these programs into their design to minimize overlap and increase cross sponsorship.

Hardware/Incentive Programs

· Building Tune-Up Program – While this program provides energy management plans for large commercial buildings, its focus is on detailed retro-commissioning measures not offered in PG&E’s existing programs.  The energy management plan will provide recommendations for energy efficiency measures not covered under the program.  For these recommendations, Tune-Up participants will be notified of eligibility for participating in several incentive programs including; Express, SPC, Enhanced Building Automation and local programs.  Program managers will coordinate with PG&E account representatives to assure that hand off issues are addressed as quickly and seamlessly as possible.

· BEST – Unlike other small commercial programs, the BEST Program targets hard-to-reach renters in small businesses and offers a “turnkey” approach in which marketing, site-specific energy analysis, financial incentives, equipment procurement, and installation are all provided.  As this program aims for comprehensive retrofits, opportunities for participation in other programs are few, however, participants will be notified of other behavioral and information programs that may provide them with benefits.  In addition, because the program primarily targets renters, BEST staff will inform and refer building owners to applicable statewide programs that may provide rebates for any measures not covered. 

· Smart Lights – Similar to the BEST program in terms of coordination, however, focusing on the very small commercial customers, this program provides additional education at the time of program delivery.

· Senior Housing – This direct install program addresses the unique needs and opportunities in the Senior Housing market with specially designed measures and incentives. Program participants will be notified of other statewide and local programs as necessary. 

· Single Family Direct Install – This element will offer 1,300 moderate-income families a variety of measures that reduce energy use and peak demand.  Customers will also be informed of additional savings opportunities available through the statewide Single Family Rebate Program.  The direct install element will also closely coordinate with and leverage the existing activities of the residential low income program; LIEE program.
  
Information Programs

· Energy Efficiency Design Assistance – This program is unique among design assistance programs in that program managers maintain a relationship with city planning and building departments which allows them to identify projects not actively seeking efficiency design services.  Upon completion of the design assistance stage, the program participant will be notified of possible incentives from PG&E’s savings by design program.  

· Bay Area Best Builder Program – This program will be coordinated with PG&E’s Savings By Design, Collaborative for High Performance Schools, and Multifamily Energy Efficiency Rebate Programs.  Each of the BABB projects will be assisted with enrollment in the proper corresponding PG&E program.

Exhibit II-1 provides a matrix of programs that are expected to be coordinated with the proposed EBEP programs:

Exhibit II-1
Synergies Between the East Bay Partnership Program and Other Program Offerings
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S
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I=Proactive informationla referral to another program is likely because EBEP program is likely to encounter prospective clients.

S=Sharing lessons deliberately with other programs.

Other Program Offerings

East Bay Partnership Programs

A= Active interplay between programs, either by strongly influencing participation in another program, or by deriving a direct benefit from 

the presence of another program.


II.B
Marketing Plan

Marketing activities unique to each program element are managed by that program element, however, a comprehensive marketing effort for the entire program will be handled by PG&E and QC in order to minimize duplication and keep costs low. Combined marketing efforts will provide significant assistance to the individual program activities, provide access to information that is useful to multiple program elements, obtain access to municipal support, and provide for optimal communication and synergies among the marketing efforts at the least possible cost.

Only those aspects of marketing where there are clear benefits from centralized marketing and outreach have been included in this section.  None of this effort is meant to supplant or replace the individual marketing efforts that are contained in the specific program elements.  In this light, we discuss individual subtasks that we anticipate carrying out either at PG&E, QC or through associated City and County Agencies. Specific materials, distribution plans, and production costs unique to each program are discussed fully in the corresponding section.

PG&E Role in Marketing the EBEP

Including the PG&E brand in the EBEP program will bring proven value to marketing communications.  Most customers are familiar with PG&E and more likely to partake in programs when PG&E is involved as part of the team.  The Statewide Nonresidential Customer Needs and Wants Study
 stated that customers “had concerns over the credibility of the information they received”, and that they “were suspicious about vendors whose energy efficiency advice was linked to a sales pitch.”  The Study found that “to increase program participation among not only the under-served segments, but all customer segments … that customers want more reliable sources of information, coming from a source they find credible.”  In particular, “customers indicated that they want reliable savings estimates from a credible source – their utility”.  Also, “when asked to rate the credibility of different energy service providers, utilities again ranked highest.” When customers “were asked whom they would call first for information about energy efficiency, utility distribution companies were customers’ first call, 60 percent of the time.”  Therefore, PG&E plays a critical role in aiding the partnership address this significant barrier to participation.
In addition to bringing brand awareness, PG&E will utilize its extensive experience analyzing customer information and implementing energy efficiency programs.  EBEP Program managers will work with PG&E to retrieve consumption data and billing history with customer permission.  

Existing relationships between large customers and PG&E account representatives will be leveraged in the Building Tune-Up program.  Account reps will assist identifying prospective participants and assist with setting up initial meetings as necessary.  PG&E’s educational and training facilities will be used for marketing events.  The Pacific Energy Center will assist with disbursing marketing information and make metering and data logging equipment available to program participants.  The San Ramon Training Facility will allow conveniently located sales meetings and seminars to be run for participants and market actors.  PG&E’s resources and relationships will be leveraged to deliver program participation at the highest rate possible.

PG&E will also update its website and inform their Smarter Energy Line to serve as a useful source of information for prospective participants.  

Quantum Consulting in Role Marketing the EBEP

PG&E and QC staff will jointly manage marketing efforts for the overall program in order to develop a strong brand and minimize marketing costs.  This includes working to develop a brand identity, logo and color scheme that will be carried through to each of the program offerings.  Program marketing themes and brand identity will be represented in Brochure production and Website development.  

In coordinating collateral development and branding with PG&E, QC will facilitate the involvement with each of the participating cities in the East Bay region.  As some cities will be taking an active role integrating program offerings into their existing infrastructure, QC will provide support and updates to City agents on a regular basis.  For cities taking a less active role, written information and program material will be made available on an as needed basis with QC providing a one-stop point of reference for all program material.   

QC will also develop press events to promulgate program goals throughout the program implementation period.  These press events will focus on new program offerings as well as completed case studies and successful projects.  Each event will reference all the EBEP offerings and contact information for potential participants. 

Activities necessary to achieve the goals stated above are presented below.  The following activities as shown in bold are listed under Tab 5 of the Workbook.

1. Develop Marketing and Outreach Plan: The EBEP program manager will gather the final marketing and outreach plans from each of the sub-program managers and use them to develop an overall plan.  This plan will include the approach, timeline and major products to be provided for the overall marketing effort.  Single point of contact information, rules for using logos and trademarked names for the EBEP program as well as each of the sub-programs and geographical coordination issues for marketing will be addressed in the Plan.  
Completion Date: February 28, 2004 or +2months
2. Develop List of City Resources and Organizations: There are 33 cities in Alameda and Contra Costa Counties, there are also two county government seats.  Each of these entities have differing levels of staff and resources available for working with the EBEP program.  The EBEP program manager will contact these groups to determine contact information and structure for participation with EBEP programs.  
Completion Date: January 31, 2004 or + 1 month
3. Develop List of Community Based Organizations:  Most of the Cities in the East Bay region have active business and merchant organizations as well as Chambers of Commerce.  Religious groups, Kiwanis Clubs and private civic groups are potential program allies that will all be included in a comprehensive list for use by EBEP program managers.
Completion Date: February 14, 2004

4. Design Program Brochures: A comprehensive high quality full color brochure that adheres to strict brand and informational criteria will provide a basis for promoting the complete program to East Bay residents and businesses alike.  QC will work with PG&E and each program manager to ensure an accurate, high quality program brochure is available for distribution by each program.  Program brochures will be distributed at overall program events and at some targeted mailings as well as by individual sub-program marketing staff.

Completion Date: April 30, 2004 or + 4 months 

5. Develop Web Site: 
Developing and maintaining a well-designed comprehensive website is one of the most cost effective ways to attract and inform program participants.  QC staff will ensure that information from each of the programs is accurate and kept up to date on the program website, and coordinated with the PG&E website.  The EBEP program website will have a similar look and feel as program brochures and posters and all other program communications.  Based on past experience designing and managing websites for EE program implementation, QC realizes the impact and value an up-to-date and easy to use website can have on increasing participation and will maximize its role in program marketing.

Completion Date: March 31, 2004 or + 3 months

6. Set up Call Center and Referral Contacts w/ subs and other third parties:  Both the website, program brochures and all overall program communications will utilize a single telephone point of contact.  Quantum Consulting maintains a call center which is capable of handling multiple calls simultaneously during promotions and special events.  Quantum Consulting will also coordinate with PG&E’s Smarter Energy Line to help market the program.

Completion Date: January 31, 2004 or + 1 month

7. Recruit and Coordinate Ongoing Outreach conducted by Cities: The EBEP program manager will coordinate with each of the contacts developed in Task 2 to determine the level of commitment at each of the participating cities.  Cities will be encouraged to participate as much as possible in order to ensure maximum benefits for its residents and businesses.  This information will be incorporated into the marketing plan and provide a valuable resource to be used throughout the program operation.
Completion Date: Ongoing

8. Coordinate with Statewide Programs:  PG&E and QC will develop a list of all statewide EE programs and procedures for coordinate with the EBEP program.  Coordination between these program types will maximize energy savings for participants and help to reduce marketing costs for program managers.
Completion Date: Ongoing
9. Coordinate with other local program administrators: PG&E and QC will develop a list of all local EE programs and procedures for coordinating with the EBEP program.  Coordination between these program types will maximize energy savings for participants and help to reduce marketing costs for program managers.
Completion Date: Ongoing
10. Recruit and Coordinate Outreach with Community Based Organizations (CBO’s):  The EBEP program manager will recruit and coordinate all outreach to the list of CBO’s developed in Task 2.  QC will provide a single point of reference for coordinating activities of CBO’s to assist in marketing and recruitment efforts.  Having one point of reference for this function will minimize confusion for both Cities, CBO’s and program managers, as well as keep costs as low as possible for this function.
Completion Date: Ongoing

11. Coordinate Customer Contact among Program Elements:  It is important that customers are not over-contacted or provided with confusing or conflicting messages about the EBEP program.  This can be a problem with multiple programs operating in the same region.  For this reason, the EBEP program manager will develop a coordination strategy and customer contact guidelines to minimize this confusion.  Conversely, any participants eligible for multiple programs should be encouraged to enroll and this cross fertilization will be facilitated by the Program.
Completion Date: Ongoing

12. Ongoing Call Center Support: QC will operate a program “hotline” number for answering questions about the programs and how to participate as discussed in Task 6 above.  This number will be monitored by program staff that are able to answer program participation questions and steer potential participants into the proper program.  Again, QC will coordinate with PG&E’s Smarter Energy Line to help market the program
Completion Date: Ongoing

Local Government Role Marketing the EBEP

Local governments bring two primary assets to the EBEP program:  They provide credibility through use of the City brand and logo and they have an existing infrastructure of communications venues that can be tapped for program promotion at a relatively low cost.  

Credibility is invaluable to small contractors and consulting firms delivering EE programs.  Very few potential participants are familiar with firms that deliver EE programs and they are generally skeptical when they receive solicitations from contractors.  Since program offerings are generally limited and marketing budgets are relatively small, an alliance with local governments is one of the best ways to overcome this skepticism.  The Statewide Nonresidential Customer Needs and Wants study also found that “CBOs and trade/industry organizations may be a cost-effective way to serve HTR segments with credible, personalized information. Survey results suggest that [customers] view these organizations as an effective mechanism for providing energy efficiency related information.” 

Local governments have an ongoing responsibility to communicate with their businesses and residents.  This is usually done through a combination of direct mail (water and trash bills for example), internet correspondence and websites aimed at constituents, Chamber of Commerce communications and activities, televised public service announcements, and departmental events and communications from Planning, Economic Development and Building Departments.  Including information about EBEP programs and opportunities with these existing local government venues is a low cost and effective way to reach a large group of potential program participants.

Each of the Cities in the East Bay Region will support varying roles of interaction.  Many Cities have already provided Mayoral and Council endorsements that will help with customer solicitations. EBEP program managers have previously worked with City staff in coordinating events designed for specific market segments or for individual promotional events.

Cities with existing energy/environmental programs will be encouraged to take an even more active role in program promotion. Both Alameda and Contra Costa County are actively supporting a Green Business Program that will be coordinated with the Partnerships marketing plans.  These programs are established methods of interacting and providing service to community businesses and will be a productive alliance for both Programs.

II.C
Customer Enrollment

Customer enrollment will be handled differently by each program segment, as discussed in the following sub-program sections.  PG&E and QC will assist with customer enrollment in the following roles:

· PG&E and QC will play a role in steering customers that respond to overarching solicitations into the program element most appropriate to their needs.  Customers that respond to press releases, websites and overall program solicitations through either the PG&E Smarter Energy Line or QC call center, will be assessed and apprised of the program opportunities that best fit their needs.

· PG&E and QC will also track enrollment activity for the program as a whole.  QC will gather participant information and work with PG&E marketing staff to minimize double dipping between EBEP programs and statewide programs.

· QC will assist with redirecting customers that may be eligible for more than one EBEP program. Occasionally, participants will be eligible for more than one EBEP program.  QC will work with program managers to make sure these handoffs are handled in such a way as to minimize customer confusion.

II.d
Materials

Materials requirements are addressed in each of the sub program write-ups.  There are a few guidelines that are applied consistently to all programs: 

· All materials used in Program will exceed existing energy standards

· All contractors and program providers will comply with all local, state, and federal laws, and will be licensed as necessary.

· Turnkey direct install programs will provide the rigorous equipment quality assurances as documented further in each of the program description sections.

· Tune-Up contractors will use licensed Professional Engineers and facilitate the customer’s choice of equipment installation through their own contactors or ones referred through the program.

II.E
Payment of Incentives

Incentive payments will be coordinated and disbursed through PG&E’s payment processing center.  PG&E can provide the accountability and an economy of scale that will assure the program incentives are managed to the highest standards.  For specific detail about the payment process and how incentives are calculated for other programs, turn to the appropriate program description section.

II.f
Staff and Subcontractor responsibilities

One of the keys to success for the East Bay Energy Partnership Program is a well organized management process, founded on clear delineation of responsibilities, definitive understanding of available resources and schedule, respect for other members' skills and experience, and most importantly, clear and continuous communication among all project members.  The Program is comprised of a number of nationally recognized experts in energy efficiency program design, implementation, and evaluation.  The combined experience this team brings to the Program is unparalleled.  The task of project management is made significantly easier by bringing together such a group of experienced entities that have worked on numerous engagements with each other over the past decade.  Furthermore, we bring together a local element, where the vast majority of our team members are based in the East Bay, more easily facilitating face-to-face communications, an element in project management that is crucial to the success of any project.

Exhibit II-2 below summarizes the overall project management structure for the Program.   PG&E and Quantum Consulting will provide the overall project management for this project as documented below:

Exhibit II-2
East Bay Energy Partnership Organization
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The primary objective of project management is to ensure that each of our program elements meets their objectives and performance goals, while maintaining a high level of client and customer satisfaction.  This is achieved through a well devised overall program design that clearly defines each program element, including their target market, the measures covered, customer eligibility requirements, the marketing and outreach plans and performance goals.  It is therefore the role of the project manager to ensure that the program follows these plans, and is successful in meeting its performance goals.  

In order to ensure a program element is meeting its performance goals, the PG&E and QC project managers will closely monitor program progress and effectiveness on a real-time basis.  We will constantly evaluate the performance of our program elements and identify ways to improve our delivery and design.  By keeping on top of the progress, and setting up measurable milestones, our project management team will be able to easily identify if there are elements of our program portfolio that are not meeting goals.  Identifying problems quickly and taking action immediately is the key.  The only way this can be achieved is by constant monitoring, and clear communication among program implementation, marketing and outreach, EM&V and project management staff.  

To ensure clear and effective communication among our team, PG&E and QC will conduct regularly scheduled conference calls with each of our key team members.  These calls are designed to inform the project managers of progress during the past period and to coordinate the needs of the specific activities being undertaken.  They will include the key implementation, marketing and outreach, and EM&V team members involved in activities on the critical path.  This project management tool is very effective in ensuring continuity of the project and keeping the project manager abreast of each program element’s progress and immediate needs.  

As mentioned, an additional performance criterion for ensuring the overall success of the program is to maintain a high level of energy-efficiency customer satisfaction through the effective management of the customer relationship.  The project contains programs focused on clearly defined market segments; project management will work to enable programs to coordinate marketing and outreach efforts (including referrals) where there is overlap.  This is critical in order to avoid customers being contacted by multiple vendors for the same overall regional program.  Not only does this improve customer satisfaction with the program, but it also optimizes recruitment efforts. The project manager will also act as a liaison with Cities, to coordinate marketing and outreach activities that are being conducted by each City to promote the Program.  Because our ultimate clients are the ratepayers of East Bay Cities, it will be important to solicit feedback and input from each City to improve the design and delivery of the Program.

Sub-Contractor roles and responsibilities: Each of the sub-contractors will be responsible for the activities documented in the section corresponding with that program element:

	Program Element
	Sub-Contractor

	Building Tune-Up
	Quantum Consulting

	BEST Program
	KEMA-XENERGY

	Smart Lights
	CESC

	Senior Housing
	Energy Solutions

	Single Family Direct Install
	PG&E LIEE Subcontractor

	EEDA
	Energy Solutions

	Bay Area Best Builders
	City of Berkeley


II.G
Work plan and timeline for program implementation

Work plan activities are described in detail in Section II.A.  Completion dates are shown based on a January 1, 2004 Execution Date. In the event the Agreement is executed at a time other than January 1, 2004, the completion date is equal to the new execution date plus the additional time allotted for each activity.  Exhibit II-3 lists program milestones below:

Exhibit II-3
Program Timeline

	Activity
	Completion Date

	East Bay Energy Partnership Program start date
	January 1, 2004 or Execution Agreement Date

	Program Specific Report Due
	January 15, 2004 or +14 days

	Brief Program Description for Marketing Materials
	January 11, 2004 or +10 days

	Plans for Coordination with Other Programs
	First Monthly Report or +21 days after the first full month of implementation

	Set up Call Center and Referral Contacts w/ subs and other third parties
	January 31, 2004 or + 1 month

	Develop List of City Resources and Organizations
	January 31, 2004 or + 1 month

	Develop List of Community Based Organizations
	February 14, 2004 or +1.5 months

	Develop Marketing and Outreach Plan
	February 28, 2004 or +2months

	Design Program Brochures
	April 30, 2004 or + 4 months

	LIEE/CARE Coordination Plan
	First Monthly Report or +21 days after the first full month of implementation

	Develop Website 
	March 31, 2004 or +3 months

	Begin Marketing, Outreach and Implementation
	February 28, 2002 or +2 months

	Hire EM&V Contractor 
	February 28, 2004 or +2 months

	Submit EM&V Plan
	March 31, 2004 or +120 days

	Monthly Reports 
	+21 days after the first full month of implementation and Ongoing

	Final Report to CPUC
	May 1, 2006

	EM&V Report to CPUC
	July 1, 2006

	Final Invoice  
	August 21, 2006


III.  Customer Description

III.A
customer description

For detailed customer descriptions see the corresponding specific program sections.  In general, customer characteristics for each of the programs are as follows:

III.A.1
Building Tune-Up 

This program will target commercial and industrial buildings with roughly 100,000 square feet or larger in conditioned space.  More specifically, the program will focus on medium to large office buildings, hotels, refrigerated warehouses, colleges and universities, and hospital customers.  
III.A.2 
BEST and Smart Lights Customers target specific HTR customer types

As part of the EBEP Program, we have designed two distinct programs targeted at the two most underserved commercial HTR markets, very small customers and renters.  The Statewide Nonresidential Customer Wants and Needs Study
 identified that “these are perhaps the two segments where the greatest emphasis should lie [for a program intervention focused on the HTR segments], as renters comprise about 40 percent of the under 500 kW population in terms of annual energy consumption, and small customers comprise 38 percent (note that 41 percent of renters are also small).  Furthermore, these two segments overlap significantly with strip malls, convenience stores and local chain/single-location restaurants [other segments found to be significantly underserved].  Combined, renters and small customers comprise over 60 percent of the under 500 kW population, in terms of annual energy consumption.” 

There are many programs that have attempted to address the very small commercial market, but none have successfully penetrated the renter market.   The Statewide Nonresidential Customer Wants and Needs Study states that “one of the HTR segments that is of most concern is renters, whose self-reported participation is 40 percent below the population average.  Furthermore, aside from convenience stores and strip malls, renters have the lowest self-reported participation rate among aware customers. … Renters are less likely to install energy efficient equipment. Their participation is half that of the population and they make fewer lighting and cooling changes outside the program than the population. Aside from renting their business space, these customers are not that different: they are just as likely to conserve, they have similar intentions and similar concerns with bill savings and credibility of information.”

There is significant overlap in the very small and renter HTR segments, and it was found in the Statewide Renter-Building Owner Scoping Study and Market Characterization
,  that “lack of participation in the under 20 kW market is driven by the small size of these customers, not renter status. The small difference in their participation rates between renters and owners … indicates that size, not renter status, deters these customers from participating.”  This Study recommends that “a program intervention strategy for these [very small] customers should not focus on the rentership status, but rather on their size.”  

This study found that “the greatest potential for program involvement [among renters] lies with the mid-size class – customers with 20-500 kW usage. …  It makes sense to focus on this group of customers from an equity and potential standpoint. “  The study points out that “these customers fail to participate because they face a number of barriers, including a suspicion toward vendors who offer energy upgrades, skepticism regarding promised energy savings, the relative insignificance of energy cost to the overall cost of doing business, and capital constraints.  Programs targeted to this segment should therefore address those barriers directly.  Screening and certification of vendors by either the landlord or by an other trusted information source (for example, a trade association, municipality, or utility) can help differentiate reputable efficiency suppliers from ‘snake oil salesmen’.”

The IOUs each have HTR goals set for their Statewide programs.  Currently, none of the commercial programs have goals set specific to the renter segment [some IOUs have goals set for reaching the aggregate HTR market, but none have specific renter goals, as PG&E does for very small and rural customers].   From a statewide perspective, it is difficult to track rentership, especially compared to rural or size, which is known for the population.  However, none of the 2002-03 Local  Programs were designed to emphasize the renter market either.

For these reasons, we have designed two program elements as part of the East Bay Energy Partnership, each with a set of intervention strategies designed to overcome market barriers specific to the very small and renter HTR segments. The Smart Lights Program will primarily target businesses with annual demand below 20kW.  It is our belief that these customers require the level of attention and hand holding that the Smart Lights program emphasizes.  The BEST program will primarily be serving businesses with annual peak demand in the 20-100 kW range, specifically focusing on businesses in leased space.  It is also our belief that the renter segment requires a higher level of incentive to overcome the split incentive barrier, commensurate with the BEST program design.  Both programs have a proven track record in the East Bay in addressing the specific needs of these underserved commercial market segments.  These two programs both operated concurrently in Oakland in 2002 and 2003, and have demonstrated their ability to address their specific program objectives in a well coordinated manner.

III.A.3
Senior Housing

The Senior Housing program aims to serve a range of hard-to-reach senior facilities, including senior housing, nursing homes, convalescent hospitals, assisted living facilities, continuing care retirement communities, and senior service centers.

III.A.4
Single Family Direct Install

This program specifically targets hard-to-reach moderate-income residential customers that live in single family homes.  Because moderate-income customers are often not eligible for reduced energy rates and other societal support, they can easily be overlooked in traditional program designs.  Without the benefit of past EE programs, many moderate-income families may spend the same proportion of their income on energy bills as do low-income families.

III.A.5
EEDA

The EEDA program will target Commercial New Construction and Residential New Construction within Alameda and Contra Costa Counties (“East Bay”).  The program will focus on major commercial development and high-density multi-family housing properties, especially those being developed in the East Bay’s many redevelopment areas.  Existing commercial facility remodels with substantial energy efficiency opportunities will also be targeted.  

III.A.6
Bay Area Best Builders

Customers will be commercial real estate developers and their design teams.  This program will target active developers that have not participated in energy incentive programs and are unlikely to do so without the added incentives associated with LEED certification or other values associated with green building.
III.B
customer eligibility

In general, all East Bay residents and businesses are eligible for participation in the proposed programs as long as they pay into the PGC funding pool. In the case of neighborhood wide educational and informational programs it is assumed that a substantial majority of the recipients will be contributors to the pool. In some program components, funding limitations may limit the numbers of participants, in these cases participants will be accepted on a first come/first served basis, unless there are other over-riding program considerations such as size limitations or specific equipment and/or efficiency measures required.  

III.C
Customer Complaint resolution

Customers will be provided with contact information for the primary service provider and an alternative mechanism for resolution should their primary provider not be satisfactory.  PG&E will act as the alternative provider in this case.  If PG&E is called in to assist, they will inform customer of their options including contact information for the CPUC agreement representative.

All complaints will be logged, tracked and reported, including resolution.

III.D
geographic area

The East Bay includes all of Contra Costa and Alameda Counties.  This region is a diverse economic engine for Northern California with 2.5 million residents and over 250 million square feet of commercial space.  The EBEP addresses the unique needs of the businesses and residents in this vital area through a combination of innovative programs.  

The primary focus of the EBEP is on the 33 cities in Alameda and Contra Costa Counties.  This region includes a large population in the cooler coastal mountain range and an inland area with greater cooling and heating loads.  The EBEP program has experience delivering to the wide range of ethnicities and income strata in the region and will continue to include this wide population variation in its marketing and service plans.  As identified below, the EBEP has a very large potential target population.

Commercial Space Targeted in the program is extensive and includes a wide range of building types as seen in Exhibit III-2 below:

Exhibit III-2
Commercial Space by building type in the East Bay Region

	Office Space
	28 million sq.ft.

	R&D Space
	36 million sq.ft.

	Warehouse
	88 million sq.ft.

	Manufacturing
	98 million sq.ft.

	Total
	250 million sq.ft.


According to 2000 Census figures, the East Bay region has approximately 900,000 housing units.  Exhibit III-3 provides breakout of the type of residential units by County in the region:

Exhibit III-3
Housing Unit Type In the East Bay

	Housing Type
	Alameda
	Contra Costa

	Total Units
	540,183
	354,577

	Owner Occupied
	286,277
	344,129

	Renter Occupied
	237,089
	105,680

	Vacant
	16,817
	10,448

	Detached Unit (SFD)
	290,890
	232,050


While the program will ease transmission constraints in general, the East Bay region is not identified specifically by the CAISO as a constrained area.

IV.  Measure and Activity description

IV.A
energy savings assumptions

Program saving calculations come from a mix of sources including DEER, engineering estimates, EM&V studies, program filings and CPUC tables listed in the submittal instructions. Each program’s assumptions are documented in detail in the corresponding section.

IV.B
deviations in standard cost-effectiveness values

Cost effectiveness values also come from a mix of sources including DEER, engineering estimates, EM&V studies, program filings and CPUC tables listed in the submittal instructions. Each program’s assumptions and any deviations to standard values are documented in detail in the corresponding section.

IV.C
rebate amounts

The rebate amount for each measure offered in the program is based on a combination of energy impacts, program costs and savings goals.  Each program’s assumptions are documented in detail in the corresponding section.

IV.D
activities descriptions

Each of the EBEP programs incorporate a number activities that produce both measureable and non-measureable energy savings.  These activities are described in greater detail in the accompanying sections.  The two programs that are not claiming explicit energy savings for their activities are the EEDA and BABB programs.  The EEDA program provides detailed engineering design assistance for participants with commercial and multi-family residential new construction projects.  The BABB program seeks to improve the penetration and efficacy of statewide new construction/rehab programs by using LEED Green Building certification as a method of marketing to developers at the very earliest stages in project formulation.  Cost and savings for these activities vary greatly depending on the size of the projects.  Detailed estimates are discussed in detail in the corresponding sections.

V.  Goals

The overall goals for this program are to provide long-term energy saving and educational impacts for a comprehensive group of residential and non-residential customers.  Accordingly, measureable goals include, breadth and number of customer visits, types of measures installed and energy impacts.  Detailed information about customer visits and measures installed are discussed in each program sub-section.  

Because the EBEP is a combination of multiple programs with both gas and electric savings each with varying measures lives, the proposed performance goal for EBEP is TRC Benefits.  The total program resource benefits goal for EBEP is $14.3 Million.

As the EBEP is a combination of different program types, the first two tables listed below are focused on energy impacts from the hardware type programs.  Goals for the information program are listed in the last two tables.  Overall results are as follows.

V.A
Hardware/Incentive Energy Impact Goals

The following program summary, Exhibit V-1, lists resource benefits from the five hardware/incentive sub-programs as summarized in Section 1.

Exhibit V-1
EBEP Energy Goals
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Program cost effectiveness goals for hardware/incentive programs, combined programs and individual programs are, as listed in Section 1 and shown here as Exhibit V-2:

Exhibit V-2
Program Cost Effectiveness
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V.B
Information Program Goals

The information program goals for the EEDA and the BBAB Programs are qualitative and documented in greater detail in the corresponding section.

The EEDA Program has five primary goals that it seeks to achieve:

· To overcome informational and market barriers that hinder the adoption of energy efficient technologies and design practices in new and existing buildings.

· To increase participation in Savings By Design and other Statewide programs.

· To promote energy efficiency in the multi-family and affordable housing sectors that are hard-to-reach due to special market barriers such as split incentives.

· To increase awareness of Savings By Design and Other Statewide programs among City Planning and related staff.

· To increase awareness of Savings By Design and other statewide programs within the Target Market.

Specific targets and indicators for the EEDA program are discussed in the corresponding program section.

The objective of the BABB program is to increase the energy efficiency of new large commercial, multifamily residential, and K-12 school construction projects developed in the East Bay by:

· Obtaining commitments from clients to design buildings to achieve a minimum of 10% better than Title 24.

· Coordinating projects with PG&E Savings By Design, Collaborative for High Performance Schools, or the Multifamily Energy Efficiency Rebate Program that would otherwise forego energy efficiency upgrades as part of their project.

· Creating a set of Case Studies to promote additional participation by communities and developers.

· Developing awareness in among planning departments, developers, and designers about the value of energy efficiency upgrades so that standards are raised in future project designs.

VI.  Program Evaluation, Measurement and verification

Evaluation of programs is critical to ensuring accomplishments and improving programs over time.  Members of the team, including PG&E, Quantum Consulting, LBNL, and KEMA-XENERGY, have been leaders in energy program evaluation for over two decades.   Evaluation must also be well tailored to the specific characteristics of programs.  For example, evaluating a training or market transformation-oriented program would typically produce a very different set of evaluation activities than an impact evaluation of say an industrial measure for which there was no prior research and, hence, no basis for deemed savings.  

The primary performance goal of the East Bay Energy Partnership Program is to generate a high level of energy and demand savings.  An objective of the Program is to provide these savings in a manner that is cost-effective, innovative, and helps to achieve some level of sustainability, all the while resulting in a high level of satisfaction with the participant.  Another objective of the Program is to reach many of the market segments that have historically been underserved by PGC funded programs and pre-1998 energy efficiency incentive programs offered by the IOUs.

Our approach to evaluation, measurement and verification (EM&V) activities is not just measuring if our goals are met, but taking all reasonable steps to ensuring it.   We consider program implementation as a three part feedback loop, consisting of program design, feeding into implementation, feeding into evaluation, and then feeding back into program redesign, and so on.  It is a continuous set of activities.  Without the feedback of evaluation into program design, there is a high likelihood that programs will fail to reach their full potential and some possibility that they will fail. In addition to monitoring the participation in each program element, we will conduct ongoing process evaluations, attempting to identify the most effective ways to deliver our programs.    This task is especially important because we are targeting many hard-to-reach customer segments; such evaluation is needed to test new and innovative ways to reach these markets most effectively.  The evaluation will also support efforts to provide information gained in one program elements to others (e.g., customers that show great interest in one program element could be more quickly marketed for another; difficulties uncovered in working with a customer in one program elements may need to be known by implementers of other elements).    Some of our programs also utilize new incentive approaches which we will compare with more traditional methods to better understand what gives us the biggest bang for our incentive buck.  

Clearly the CPUC is interested in having us monitor and verify the savings achieved by our program.  Each program-element section provides their specific EM&V plans.  These element-specific EM&V activities are more focused on verification of installations and savings, and will adhere to the guidelines in the International Performance Measurement and Verification Protocol (IPMVP), as suggested in the Energy Policy Manual.  
Our overall program level EM&V efforts will be focused more on evaluation, having that feed into program redesign, and potentially redeployment of funds.  If, for example, we find that one of our program elements is not performing, or that one is exceeding expectations, we will communicate this with the CPUC.  A significant advantage of having multiple program elements bundled into one overall program is that we have the ability to request changes in allocations among program elements when we are convinced that it is beneficial to do so.  The continuous evaluation provides the means for us to know early on if it is desirable to do so.  

As discussed above, the program element-specific EM&V plans are contained in the corresponding detailed program sections.  These element-specific EM&V activities are more focused on verification of installations and savings, and will adhere to the guidelines in the IPMVP.  

Our team understands that documentation of these savings through the EM&V process is critical for the success of the State’s energy efficiency programs.  We have included in each of the individual program element write-ups, a conceptual EM&V Plan to assure that proper data are collected during program set-up and implementation so that savings determinations can be made even before program implementation is completed. 

One of the first deliverables under a contract awarded for this Program is to develop a more detailed EM&V Plan in tandem with the overall Program’s Implementation Plan. Where appropriate, we will develop procedures to choose a statistically valid subset of projects for performing detailed M&V. 

PG&E has allocated a significant budget totaling $489,266, or 6% of the total budget, for the overall EBEP program. Assuming the proposed EM&V contractors do not bid a similar program themselves, EBEP program managers are recommending the following EM&V contractors.  We respectfully request that the CPUC provide us with a larger pool of contractors to select from than the 4 that were provided for the 2002-03 programs.  We have a diverse set of programs that requires a variety of skill sets.  There are few EM&V consultants capable of meeting all of our evaluation needs on their own.  Therefore, we request a larger pool of potential EM&V consultants to encourage teaming and competitive bidding.  All of the EM&V contractors below have proven track records for conducting similar evaluations, and are skilled meeting the needs of at least one or more of our program elements.  We have no business relationships with these entities that would present a conflict of interest.  It is also important to note that Itron, Inc., is the current EM&V consultant for the Oakland Energy Partnership, which shares many similar elements to this proposal.

· ASW Engineering

· ECONorthwest

· Energy Market Innovations
· Itron, Inc.

· Research Into Action 

· Rick Ridge Associates

· SBW Consulting, Inc 

· Summit Blue Consulting
· Wirtshafter Associates

VII.  Qualifications

As noted earlier, the two primary partners administering the EBEP are PG&E and Quantum Consulting.  In addition, a number of other participants have been engaged, especially as implementers of the proposed program components.  Description of experience for key staff involved with program level activities are included in Section 7.VII.C.  Qualifications for subcontractors responsible for managing specific program components are discussed in the program specific write-ups.

VII.A
Primary Implementer

Pacific Gas and Electric Company  - Implementer Qualifications

Pacific Gas and Electric Company has provided residential and nonresidential customers with energy efficiency programs at the direction of the California Public Utilities Commission (Commission) since 1976.  Early programs provided information to residential customers on energy efficient appliances, home insulation, heating and air conditioning while providing commercial customers detailed, on-site energy analysis (audits). Programs and services for both markets evolved into information programs coupled with equipment rebate programs, loan programs and incentives for new building construction by the early 1980s.   These programs have grown, contracted or been redirected based on the changing goals of the Commission, the needs of the marketplace and the input from the many community stakeholders in the energy efficiency industry.  

Surveys of customers indicate that PG&E has remained the most trusted source for unbiased energy efficiency information, services and programs.  Customers continue to look to PG&E for assistance in managing their energy use and costs.

Teams of PG&E engineers, marketing professionals and customer service specialists have demonstrated significant competencies in a variety of essential areas of program design and deployment, reporting/accountability program measurement, assessment and evaluation.

Program Design
Responsive, timely, action characterizes the PG&E team approach to program design.     Commission priorities, changing markets, technologies, and priorities of interested stakeholders require the flexibility to respond to the wide variety of needs within the annual program cycles.  PG&E’s design team has demonstrated its ability to move rapidly and effectively, from the resource acquisition emphasis of the pre-1998 programs to the market transformation focus of the California Board for Energy Efficiency. PG&E’s program design team also met the challenge of rapidly responding to the 2000 energy crisis by designing programs that not only saved energy, but also encouraged customers to change behavior and business practices.

Program Deployment
A solid program infrastructure combined with the participation of key market actors and experienced service providers have ensured PG&E success in program deployment for the last three decades.  Successes are evinced year after year by the accomplishment of the goals and milestones set in place through Commission and PG&E agreements.  PG&E’s staff has nurtured relations with the entire spectrum of parties whose joint efforts are necessary both to capture the interest and enthusiasm needed for a new program and to responsibly remove barriers to deployment
Reporting/Accountability

Responding to the more rigorous reporting and accountability requirements from the Commission over the last ten years, PG&E has developed increasingly sophisticated procedures and competencies to meet the new levels of precision required in these areas.  PG&E has been able to provide thorough, reliable reporting as the needs and goals of the Commission have changed from the simple semi-annual and annual reports of the 1980s, to the complex reporting and net benefit accountability over the 10 year time period required of the pre-1998 programs.  PG&E reports on programs using both the pre-1998 methodology and the subsequent reporting requirements for monthly, quarterly and annual reports as well as responding to data requests from the Energy Division, administrative law judges of various proceedings and interested parties in proceedings.

Measurement, Assessment and Evaluation

PG&E’s current measurement, assessment and evaluation (MA&E) capabilities are especially suited to meet the requirements of the Commission’s present directives.  The MA&E team members have worked closely with regulatory agencies and other investor-owned utilities, as well as other interested stakeholders, in establishing and coordinating the California Measurement Advisory Council (CALMAC) and the earlier California Demand Side Management Measurement Advisory Council (CADMAC).   The MA&E team has participated and/or led many statewide measurement, assessment and evaluation studies as well as studies focused on local programs and issues.  

PG&E’s energy efficiency staff has the strength and commitment to provide the Commission with successful programs responsive to both the goals of the Commission and the needs of customers.

VII.B
Subcontractors

Lead Subcontractor: Quantum Consulting

Quantum Consulting has been providing program design, implementation, and evaluation services across the nation and abroad for 17 years.  QC is uniquely qualified to co-manage with PG&E the East Bay Energy Partnership Program, as QC brings to this project not only the perspective of program implementation, but also years of experience in design and evaluation.  Combined, QC is currently implementing over $8 million of PGC-funded energy efficiency programs in California. QC is managing the largest PGC funded multi-program local government partnership program, the $6 million Oakland Energy Partnership Program.  Goals for this program are to generate over $14 million in net lifecycle benefits as measured by the Total Resource Cost test.  This translates to yearly energy savings of 28.6 GWh, 10.3 MW and 161,000 therms and, at current rates, over $4 million per year of bill savings for participants.  QC is acting as the prime contractor for the program, which is being delivered with CPUC funding and contract management by PG&E.  The program is currently on budget and on track for meeting its savings goal at the end of the contract term.  The Program will be running until March 31, 2004 (or June 30, 2004 if our extension filing is accepted).  Offerings include a total of six sub-programs being managed by QC, spanning the single family, multi family, small commercial, large commercial, industrial and new construction segments as listed below:

· Large Commercial Building Tune-Up Program – Retro-commissioning services for large nonresidential customers.

· Energy Efficiency Design Assistance Program - New construction design assistance for multifamily, commercial and industrial customers.

· CheckMe AC Tune Up Program - AC tune-up for small commercial and residential customers.

· High Tech Duct Repair Program - Duct sealing for small commercial and residential customers.

· Building Energy Services Team Program- Direct install for hard-to-reach commercial customers.

· Street and Area Lighting Demonstration Program – Improving the efficiency of street and area lighting.

As part of the Oakland Energy Partnership, QC is also directly implementing the largest program element, the Building Tune-Up Program, which is one of the largest retro-commissioning programs in the nation.  QC is also managing two other PGC-funded programs, the SCE and PG&E Municipal Wastewater Retro-commissioning programs.  These programs were extensions of our successful PG&E Cross-cutting Demand Wastewater Retro-commissioning and CEC Municipal Wastewater Retro-Commissioning Programs. 

QC has also played a key role historically in assisting PG&E with designing their energy efficiency programs.  Between 1999 and 2001 QC also assisted SCG with managing their portfolio of Residential Single-Family, Multi-family and Third Party Programs.  This assistance included interacting regularly with the nine contractors who participated in the multifamily element as well as the company performing site inspections and verifications.  In addition, QC assisted SCG in managing other external organizations involved in their single family program (e.g., Edison, RER, League of California Homeowners, Mowris & Associates, and Energy Analysis Technologies).  QC continues to provide SCG with technical review and support on an as-needed basis.

To summarize, QC’s relevant qualifications for managing, designing and implementing energy efficiency programs include:

· Oakland Energy Partnership, CPUC Third Party Local Program

· Oakland Energy Partners Large Commercial Building Tune-Up Program

· Wastewater Retro-commissioning, CPUC Third Party Local Program 

· PG&E Cross-cutting Demand Wastewater Retro-commissioning Project

· CEC Municipal Wastewater Retro-Commissioning Program

· Management Assistance for SCG’s Residential Third Party Initiatives Programs

· Management Assistance for SCG’s Residential Contractor Program

· Management Assistance for SCG’s Residential Rebates Programs

· Design and Implementation of Commonwealth Edison’s Online Home Energy Audit 

· Implementation Assistance for Reddy Kilowatt’s Online Home Energy Audit

· Design of American Electric Power Service Corporation and Columbus Southern Power’s  Residential Load Control Program 

· Design of FPL’s Nonresidential New Construction Program 

· Design of FPL’s BuildSmart™ Residential New Construction Program 

· Design Assistance for FPL’s Residential Load Control Project 

Quantum Consulting also has assigned to this project, key senior staff that have years of experience in program design and implementation.  QC’s proposed staff members have held the following positions or performed the following activities:

· Program Manager for PG&E’s Standard Performance Contract Program 

· Program Manager for PG&E’s Power Saving Partners (PSP) Program 

· Implementation Assistance for SCE’s Standard Performance Contract Program

· Implementation Assistance for Sacramento Municipal Utility District (SMUD) Recommissioning Program

· Implementation Assistance for Sacramento Municipal Utility District (SMUD) Demand Responsive Load Management Project

· Design and Rollout of NYSERDA’s Standard Performance Contract Program

· Design of Reliant’s Residential Energy Star Program

· Design of Reliant’s Commercial Performance Contracting Program

· Design of Reliant’s Retail Air Conditioner Distribution Program

Quantum Consulting is also one of the leading market assessment and evaluation firms in the nation, as well as within California.  For example, Quantum Consulting is currently managing or directly involved with the evaluation of seven Statewide Programs, including the:

· Statewide SPC Program Evaluation

· Statewide Express Efficiency Program Evaluation

· Statewide Nonresidential Audit Program Evaluation

· Statewide Nonresidential New Construction Program Evaluation

· Statewide Residential Single-Family Rebate Program Evaluation

· Statewide Residential Lighting Program Evaluation


· Statewide Residential Audit Program Evaluation

Within the past two years, QC has provided California’s energy efficiency community with invaluable research resulting from its market assessment studies, including the:

· Statewide Nonresidential Customer Hard-to-Reach Study

· Statewide Cost-to-Serve Small Nonresidential Customers Study

· Statewide Renter-Building Owner Scoping Study and Market Characterization.

· Statewide Small Nonresidential Customer Needs and Wants Study

· Statewide Small Industrial Customer Needs and Wants Study

· Statewide Large Nonresidential Customer Needs and Wants Study

· Statewide Best Practices Study (in progress)

In addition to QC’s work in California, QC has extensive experience performing market assessment and evaluation studies across the nation.  Below is a representative sample of the projects QC has been involved with over the past couple of years:

· Conectiv’s Residential Load Control Program Evaluation

· Connecticut’s Energy Efficiency Potential Study

· Delta-Montrose Electric Association’s Residential Load Analysis 
· Florida Power and Light’s Residential and Commercial DSM Program Evaluations, 

· General Public Utilities’ Residential Load Control Program Evaluation

· Idaho Power Corp’s DSM Peak Load Reduction Study (in progress)

· Northwest Energy Efficiency Alliance’s Evaluation of the Commissioning in Public Buildings Project 

· PacifiCorp and Comverge’s Residential Load Control Program Evaluation

· Southwestern Public Service Company’s EnergyStar Home Baseline Project 

· Wisconsin Focus on Energy’s Commercial and Industrial Supply Side Market Assessment

Program Element Subcontractors

The program-specific write-ups identify the subcontractors that will be managing each of the individual program elements for the EBEP.  Aside from PG&E, all of our subcontractors managing programs are located in the East Bay and have had significant experience in managing energy efficiency programs for the CPUC.  Our subcontractors include the City of Berkeley, Community Energy Services, Energy Solutions, KEMA-XENERGY, and Quantum Consulting (also managing the Tune-Up program).

VII.C
Description of Experience 

Prime Contractor: Pacific Gas and Electric Company

Mr. Dave Hickman will serve as the Supervisor for the East Bay Energy Partnership Program.  Mr. Hickman is a proven leader with over twenty-five years of successful experience in managing organizations and programs.  Manager with PG&E’s Customer Energy Management (CEM) Department and oversee a professional staff responsible for the planning, design and implementation of nonresidential energy efficiency programs having an annual value in excess of $51 million.  Led innovative third party initiatives to increase “hard-to-reach” business customer participation in PG&E’s energy efficiency programs.  Helped PG&E further enhance its national standing in energy efficiency by facilitating creative “1-2-3 no-cost/low-cost/investment” programs to achieve sustainable energy savings.  Introduced new innovated technical analysis programs such as PG&E’s Compressed Air Management Program (CAMP) and Chiller Analysis Program (CAP).  Also, led development of “targeted” energy efficiency programs such as LED traffic signals, food service equipment, and commercial laundry equipment to reduce peak electric demand during California’s 2000-01 energy crises.  Lead a team who recently received national recognition for their design and successful implementation of award winning energy efficiency programs for others to model. Proven leader with over twenty-five years of successful experience in managing people, projects and contracts.  Honored with numerous awards and medals, including rank of Commander, U.S. Navy Civil Engineer Corps.  Formal education includes Project Management Certification and an MBA.

Ms. Misti Bruceri will serve as PG&E’s Contract and Program Manager for the East Bay Energy Partnership Program.  Ms. Bruceri has over 10 years experience in the energy efficiency industry, serving in various capacities.  Ms. Bruceri has performed energy efficiency analyses of more than 300 residential and nonresidential projects documenting compliance with Title 24 regulations and providing recommendations regarding envelope, lighting and mechanical systems components.  Ms. Bruceri provided technical and policy support to PG&E’s Commercial and Industrial New Construction and Comfort Home Programs from 1994 through 1999.  Since 2000, Ms. Bruceri has participated in program design, management, implementation and quality control for PG&E’s Savings By Design and CA Energy Star New Homes programs.  

In 2001, Ms. Bruceri managed PG&E’s Local Government Energy Efficiency Program which provided energy efficiency program, training and policy support to more than 15 local governments.  Some examples of services provided include: General Plan energy efficiency language, recommendations for architectural review board guidelines, and growth management plans.  For the past year, Ms. Bruceri has managed ten local program contracts with non-utilities, totaling $18.4 million.   Her work has included monitoring the contract scope, budget, and schedule, tracking program activities, ensuring compliance with terms and conditions and CPUC requirements, and acting as liaison between program implementers and CPUC staff.    
Lead Subcontractor: Quantum Consulting

Mr. John Cavalli will serve as the QC’s Managing Partner for the Partnership program.  Mr. Cavalli is the President of Quantum Consulting.  He brings 15 years of experience with designing, implementing and evaluating energy efficiency programs.  Mr. Cavalli is currently the Managing Partner for the Oakland Energy Partnership. He has been integral to the evaluation community in California for the past decade.  He was involved in the design and evaluation of California’s first Model Energy Community project with Pacific Gas and Electric.  Since 1999, he has directed the project management activities for SoCalGas’ Third Party Implementation and Residential Contractor Programs (combined nearly 20 contractors).  Mr. Cavalli is highly knowledgeable about performance of the Express Efficiency programs, as he has been the lead evaluator of the Statewide program since its inception and for PG&E’s Express Retrofit Program (the model for Express Efficiency) since 1995.  From a research perspective, Mr. Cavalli has authored dozens of Market Assessment and Evaluation reports and related conference papers on the state of California’s energy efficiency programs.  In the past two years alone Mr. Cavalli managed the Statewide Express Efficiency Program Evaluation, the Statewide Residential Single-Family Rebate Evaluation, the Statewide Nonresidential Hard-to-Reach Study, the Statewide Nonresidential Customer Needs and Wants Study, the Statewide LED Traffic Signal Saturation Study, the Statewide New Construction Market Characterization Program Tracking and Activities Study, and had input into the Statewide Market Potential Study.  Mr. Cavalli also brings a national perspective to this project as well, having designed and evaluated energy efficiency programs for over 20 of the countries largest IOUs, including the largest energy efficiency program in the country for FPL for eight years.  Mr. Cavalli received his MS in Industrial Engineering and Operations Research from the University of California at Berkeley.

Mr. Jim Flanagan will serve as QC Program Manager for the EBEP.  Mr. Flanagan has over 13 years experience in the energy efficiency industry, specializing in program design, implementation and evaluation at federal and state agencies as well as municipal and investor owned utilities.  Most recently Mr. Flanagan served as the lead program manager for the Oakland Energy Partnership.  Under his direction, the program is currently on track for completing its savings goals within the proposed budget.  Mr. Flanagan has consistently and clearly satisfied CPUC reporting requirements and documentation needs.

Mr. Flanagan has researched and assembled long range energy efficiency policy plans and goals, including DSM potential evaluation and budgetary goals.  He has served as program manager for several large commercial/industrial utility programs and provided implementation support for numerous residential and non-residential energy efficiency programs.  Additionally, Mr. Flanagan has designed residential and non-residential programs targeting new construction, retrofit and information-only market segments for clients in several areas of the country. Mr. Flanagan received his BS in Mechanical Engineering from the University of California at Santa Barbara.

VIII.  Budget

Budget components and total for the overall program are presented below in Exhibit VIII-1.  All detail and references for budget line items are presented in the project workbook.

Exhibit VIII-1
Project Budget
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Budget

Sub-Total

Total

Administrative Costs

2,891,070

   

 

Marketing/Advertising/Outreach

562,977

      

 

Direct Implementation

4,897,232

   

 

Evaluation, Measurement & Verification

489,266

      

 

Total Program Budget

8,840,545

 

 


Excluding the two informational program elements, the total program budget is $8,078,933.

IXA. building Tune-Up Program

IXA.I
  Program Overview

The East Bay Energy Partnership is pleased to submit this proposal for Building Tune-Up Program for retro-commissioning (r-Cx) services and Energy Management Plans (EMPs) for medium and large commercial and industrial buildings in Alameda and Contra Costa Counties (hereafter, the “Building Tune-Up Program”).  The program will deliver significant, long-term, cost-effective savings through a proven program implementation process. In this section we present our program concept, rationale, and objectives.

IXA.I.A
Program Concept   

The primary goal of the East Bay Partnership’s Building Tune-Up Program is to provide cost-effective, long-term energy and demand savings (including peak demand savings) through commissioning of existing nonresidential buildings in Alameda and Contra Costa Counties.  This program is innovative because it fills a market niche very much in demand -- there is currently no other energy efficiency program focused solely on capturing the significant energy and peak demand savings associated with the commissioning of existing buildings (referred to as retro-commissioning or “r-Cx”).  As described in this proposal, our approach to cost-effectively capturing these savings is proven and unique.  Our program integrates a logical, high close-rate marketing and recruitment process, with industry-leading r-Cx engineering, optimized customer information and incentives, and turn-key customer assistance to ensure the highest level of cost-effective savings possible.  Our r-Cx services will consist of identifying and implementing changes in building operations and related hardware to reduce energy use while maintaining comfort and health objectives.  Our program achieves long-term persistence of savings by emphasizing “hard” measures (e.g., via hardware that must be installed with tools, repositioning control points, and software changes that require specialized skills that cannot be easily reversed) and by providing monitoring tools, operator training, and building system manuals.  Furthermore, our program provides a value-added Energy Management Plan (EMP), which outlines additional cost-effective retrofit opportunities beyond the low- and no-cost options associated with the core r-Cx element.  Finally, our r-Cx program maximizes the installation of all appropriate cost-effective measures by providing an independent, in-depth assessment of opportunities coupled with consistent customer support throughout the entire project development and installation process.

IXA.I.B
Program Rationale   

The Building Tune-Up program will provide an extremely important and valuable component of the portfolio of energy efficiency programs needed to deliver cost-effective energy and peak demand savings for ratepayers and resource planning in the State of California.  

Why Select  this Program

The distinguishing features of the Building Tune-Up program for the East Bay Energy Partnership are summarized below.  The proposed program:

· Utilizes a Proven, Turnkey Approach.  This program builds off Quantum Consulting’s Building Tune-Up program that is currently having great success as part of the 2002/2003 Oakland Energy Partnership.  Our approach to capturing persistent, cost-effective r-Cx savings includes the following elements:

· An integrated and sustained program participation process that shepherds customers through the entire project development and implementation cycle, from r-Cx potential screening through measure installation and validation;

· An efficient and effective marketing and outreach process, which is currently producing an exceedingly high close rate  (approximately 80% of qualifying customer agree to participate);

· A credible and thorough building screening process that independently and tangibly demonstrates the value to customers of continuing to the implementation phase (see Appendix A which is included in the hard copy of the proposal for a sample report);

· The use of expert building systems engineers to create the detailed feasibility plans necessary to ensure effective contractor and customer implementation of the r-Cx measures (see Section IXA.VII for staff qualifications); and

· A thorough measure inspection and validation process that includes provision of the information and training needed by building operators to maintain measure effectiveness on an on-going basis.

· Cost-Effectively Captures a Significant Share of an Otherwise Untapped Efficiency Resource, Including Vitally Needed Gas Savings.  The program will achieve 12.2 GWh, 3.4 MW, and 443,000 therms of savings at with a TRC ratio of 2.4.  These savings are roughly 7.4% and 9.1% of whole-building electricity and natural gas consumption, respectively, for participating customers.  By their very nature, these tune-up savings will remain lost opportunities without the focused and concerted program effort we have proposed.  Roughly 20% of program benefits are associated with natural gas savings, which are of critical import given the increased dependence on and volatility of this fuel.  

· Emphasizes “Hard” r-Cx Measures.  There are a wide variety of measures that are discovered in any retro-commissioning process.  These measures span a spectrum from more behaviorally oriented to purely hardware based.  Our building assessments make a concerted effort to find and emphasize measures that have permanent, long-term savings.  Our program’s weighted measure life of 8 years is supported by our database of actual measures developed on the current Building Tune-Up program being conducted in the Oakland Energy Partnership program.  Many other r-Cx programs will typically focus on soft measures with 1-3 year paybacks

· Minimizes Lost Opportunities Via Use of r-Cx Specialists.  Our approach matches specialized r-Cx service providers to jobs to ensure all savings opportunities are identified across a range of building systems.  Unlike some r-Cx programs, we do not have vendors bring us clients and guarantee they get to do the job because, at the current nascent stage of r-Cx market maturity, traditional vendors such as HVAC contractors will typically only be able and motivated to identify measures that fit in with their current business specialties.

· Efficiently Deploys Public Goods Funds through a High Percentage of Direct Customer Incentives, Low Overhead, and Appropriate EM&V.  Our program is clearly cost-effective:  direct customer incentives and building services account for 76% of our budget, while non-marketing administration accounts for only 7%, and EM&V 5%.

· Focuses on High Potential and Equitable Target Markets.  The program will target offices, colleges, hotels, refrigerated warehouses, and hospitals that are over 100,000 square feet.  We are not tied to only doing work for city, county or college-owned buildings.  We have strong relationships with many multi-property owners that have already agreed to participate; which will result in significant participation among renter-occupied office buildings.  Renters are defined in the Energy Efficiency Policy Manual as a hard to reach group; thus, this element of the program ensures equity in the distribution of benefits funded by the public goods charge (PGC).

· Builds California-based r-Cx Capabilities and Provides Economic Development.   All team firms are California-based businesses.  It is expected that most of the project installation work will flow toward California-based businesses as well.  As a result, our program provides economic development benefits to the State.  Moreover, the program will help to build a long-term market for r-Cx services in California.  Our in-State focus will allow us to maintain close contact with participants, prospect opportunities on-site cost-effectively, and ensure quality installations through timely, local follow-up. 

· Provides Coordination and Synergies.  Our Building Tune-Up participants receive an Energy Management Plan in addition to their r-Cx Plan.  The Energy Management Plan provides recommendations that customers are encouraged to implement through the IOUs statewide programs.  This will result in additional savings beyond those estimated.

· Leverages Quantum’s Experience and Expertise in Program Delivery, Program Management, and Evaluation.  Quantum has a proven track record of success in providing project management, program delivery, and evaluation services to the IOUs and CPUC for the current 2002/2003 programs.  Quantum will leverage its full-service energy efficiency capabilities to provide a high level of quality in all phases of the program implementation and evaluation process.

· Will Be Launched Quickly and Seamlessly.  The proposed program builds off of our existing Building Tune-Up program.  As such, we have the program materials and procedures developed, service providers in place, and potential participants identified.  Competing r-Cx approaches that require development of new program concepts and must seek out and qualify service providers as an initial program implementation step will take much longer to develop a qualified pool of customer participants and resulting installations.  By contrast, our successful program is road-tested and positioned to begin customer recruitment immediately at the outset of 2004, or sooner depending on the timing of CPUC approval.

Basis and Need for Program

Retro-commissioning services consist of identifying and implementing changes in building operations, such as control strategies and schedules, to reduce energy use while maintaining comfort and health objectives.  More technically, retro-commissioning tune-ups involve the use of specific test procedures designed to identify design, installation, and operational faults and optimize energy performance.  A combination of utility bill information, building documentation, equipment specifications, and measurements of critical system parameters (e.g. supply air temperature, chilled water temperature and ambient wet and dry bulb temperatures for HVAC systems) made over a period of a few weeks are used to identify faults.  Depending on the configuration of HVAC, lighting and control systems, a spectrum of faults to be corrected in a building include control system set points and schedules, leaking valves, malfunctioning economizers, and ineffective reset schedules for supply air and chilled water temperatures. 

Building commissioning services began to be a recognized resource for improving building performance during the early 1990s.  Many demand-side management program evaluations showed that many building energy conservation measures did not provide as much energy savings as anticipated during design.
   That is, most building systems are installed without proper commissioning.  New construction commissioning is a set of procedures to bring systems from design to full operation while ensuring that they operate in accordance with design intent.  Early commissioning studies found that dynamic systems, especially building controls, failed to be implemented and fully tested before operations began.  As techniques to commission buildings were developed, similar sets of techniques were developed to commission, or tune-up existing buildings.  

The term “retro” in retro-commissioning refers to the “retrofit-like” intervention during ongoing operations.  Since most buildings were never properly commissioned when they were new, or have since altered their space use and requirements, many opportunities exist to improve existing building performance by careful examination of dynamic systems, such as controls, set points, schedules, etc.  By targeting the operation of existing systems and equipment, rather than focusing exclusively on retrofit or replacement of equipment, r-Cx addresses the lost opportunity savings available in most existing buildings.  

It is believed that the percentage of existing buildings commissioned in the US is far less than 1 percent; however, some portion of the market will have a low savings potential because the buildings are very well maintained and operated regardless of a formal r-Cx process.  In either case, there is clearly an unmet demand for this service as documented by the r-Cx literature review associated with the PG&E Commissioning Study.  In addition, this site-level potential has been verified by our own program experience in Oakland:  of the 31 buildings we have screened in Oakland, only 3 have been rejected due to low savings potential.  

To demonstrate the demand for and potential of r-Cx, we present a simplified and conservative set of estimates in Exhibit IXA.I-1.  Note that the savings percentage used is based on our analysis of savings found in our current program in Oakland (see Section IXA.IV for details).  This estimate is purposefully conservative and about half of what was estimated in the PG&E Commissioning Study.  Our conservative estimate of total r-Cx electricity potential across the three IOU service territories is 621 GWh per year.  We propose to capture roughly 5 percent of that potential per year across all of the Quantum Building Tune-Up programs submitted to the CPUC for the 2004/2005 program cycle.   

Exhibit IXA.I-1
 Estimated Maximum Achievable Electric Savings Potential for r-CX Across CA IOUs for Targeted Building Types
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(a) CEC forecast data spreadsheet, 2000.

(b) Combination of CEC forecast data and PG&E CEUS, 1999.

( c ) Estimated fraction of floorspace of buildings >100,000 ft2, QC estimate from PG&E CEUS, 1999.

(d) & (e) QC estimates (Office estimates based on current Building Tune-Up program).

(f) Estimated savings from participants in current Building Tune-Up program.
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As we discussed in our market barriers section, currently there is little demand for r-Cx services.  As a result there are a limited number of qualified service providers to perform these services.  Our current program has demonstrated through our recruitment and implementation process that our approach is capable of creating demand for these needed services, which will not only capture critically needed savings, but also lead to a more viable and effective r-Cx industry.  To our knowledge, our innovative r-Cx program in Oakland is the only comprehensive retro-commissioning program in the IOU service territories.  None of the existing statewide or other programs are capturing these vital and substantial savings opportunities.  

Current Program Effectiveness

The Building Tune-Up Program is currently being implemented in Oakland as part of the Oakland Energy Partnership, a 2002 Local Program funded by CPUC.  The infrastructure of this successful program has demonstrated its effectiveness in raising customer awareness, recruiting buildings, and achieving cost-effective, long-lasting savings.  Through our focused marketing efforts, we have arranged meetings and made presentations to owners of 31 facilities, representing over 10.8M square feet of privately held and government offices, hotels and conventions centers, and community colleges.  Currently, we have signed up 17 sites, representing 5.5M square feet of floor space, only three buildings, representing 0.7M square feet, have been rejected, and the remaining 11 sites, representing 3.2M square feet are considering participation.  Clearly, the participation rate is high and we remain on track to meet our 10.5M square foot goal. 

One reason for our success in marketing to and signing up customers is the screening process employed at the outset of the recruitment procedure.  The Tune-Up Program’s screening process is designed to evaluate data collected from different sources: utility bills, a preliminary walk-though audit, interviews with building operators, and interviews with property managers or owners.  Through this process, the Tune-Up Program assures that participating buildings have significant savings potential, but also the building operator provides that crucial support, and the building manager or owner demonstrates a commitment to installing the identified measures.  We have executed this process in 22 facilities, and once the data is available, have refined the process to take only a few days to complete.  This will be a key element for the East Bay Tune-Up Program.

We have also been very successful in identifying high levels of energy savings that provide long-term savings, with an average measure life of 8 years.  This is in part due to the innovative process by which we conduct the investigation and implementation phases of our program.  Instead of running the program similar to a bidding or SPC program, where a vendor brings a customer to the program, we directly recruit and perform the screening analysis on the customer ourselves and match the needs of the building with the skill sets of one or more service providers.  This provides more quality control and ensures that opportunities are not missed.  Many service providers are narrowly skilled in one area (if not none at all) of retro-commissioning, and if not properly teamed with complimentary skill sets, a service provider may miss many viable opportunities.  Because we manage each project closely and have a presence in the building, we can be sure that opportunities are not missed, particularly with “hard” measures.  We also generally have one team do the investigation phase, and another team do the actual measure implementation.  Often times buildings have relationships with vendors, or have their own in house staff, that can perform the implementation.  Unfortunately, these are generally not individuals skilled in retro-commissioning, capable of identifying viable measures.  

Through the Oakland program, we have developed strong relationships with property management firms, and other organizations that have buildings in Alameda and Contra Costa Counties.  Through their awareness, and successful experiences with the Oakland Tune-Up Program, we expect to start fast and generate participants very quickly.  Several organizations have expressed interest in the program already.  EBBOMA (East Bay Building Owners and Managers Association) has been very helpful in promoting the Oakland Tune-Up Program.

Our program has a track record for achieving long-term persistence of savings by placing an emphasis on identifying “hard” measures (either hardware that must be installed with tools, such as new sensors or actuators, or repositioning existing control points, or software changes in control systems that require specialized skills that operators do not possess) and by providing monitoring tools, operator training and building system manuals.  Furthermore, our program provides an Energy Management Plan (EMP), which outlines additional cost-effective retrofit opportunities beyond the low- and no-cost options within retro-commissioning.  Through our partnership with PG&E, we are able to work directly with the participant’s Assigned Key Account Representative, to aid the participant in implementing identified retrofit opportunities and take advantage of incentives offered by PG&E’s SPC and Express Efficiency Program.

 CPUC Evaluation Criteria – Hardware/Incentive or Information

We respectfully request that Building Tune-Up program for the East Bay Partnership be evaluated by the CPUC as a Hardware/Incentive program. 

IXA.I.C
Program Objectives   

Meeting the CPUC’s Policy Objectives

Cost Effectiveness

This program is extremely cost effective to society and participants with Total Resource Cost and Participant Test benefit-cost ratios of 2.4 and 7.4, respectively.  TRC net benefits are $3.8 million.  As described in Section IXA.IV, the cost-effectiveness calculations are based on results from customer buildings that are participating in the Oakland tune-up program.  We are finding roughly the same level of energy savings on a per square foot basis that we originally projected.  Furthermore, we have been able to achieve long- term energy savings, with a measure life equal to our projections, because our existing program has placed an emphasis on identifying “hard” measures.  

Long-Term Annual Energy Savings

Over the life of the measures, the program will deliver 98 million kWh in net electric energy savings, 3.5 million Therms in net gas savings, and $14 million in customer bill savings, for a program cost of roughly $2.4 million.  The program will identify and install a mix of long-life, or “hard” measures, and measures that may have a shorter life, for an equivalent measure life of over 8 years.  These estimates are based on actual measures identified in ten Oakland buildings, which span 50 measures, delivered as part of our existing program (see Section IXA.IV, for more details).  

Electric Peak Demand Savings

The program will deliver 3.4 MW in net electric peak demand savings. See Section IXA.IV, for more details.

Equity Considerations

This program serves the medium to large commercial sectors, including leased buildings.  A substantial majority of the buildings targeted are office buildings due to the relatively large inventory of buildings in that sector relative to the others that are in our preferred scope (see Section IXA.III for a detailed description of the target markets).  The program will focus attention on tenant-occupied office buildings to achieve equity in the expenditure of PGC funds by helping under-served, tenant-occupied buildings.  Since the tenants pay the energy bills, building owners typically have little incentive to implement energy savings measures.  In our existing program, we have educated owners on the many potential benefits they will acquire through r-Cx, which include lower maintenance costs, fewer discomfort complaints and improved tenant retention.  Properly educating owners on these benefits has resulted in successful recruitment of a number of leased space buildings into our existing program.

Ability to Overcome Market Barriers

A long-term goal of the program is to demonstrate convincingly that there exist ample opportunities to achieve efficiency gains in the operation of existing buildings.  This program will help building owners to achieve those gains through the further creation of an infrastructure that supports the development of an r-Cx market capable of providing cost-effective r-Cx services on a self-reinforcing basis.  This will be achieved by:

· Demonstrating the potential benefits of r-Cx in California’s medium and large commercial buildings to a greater segment of the California market by providing case studies that quantify the success and value of r-Cx to medium and large commercial customers.

· Stimulating the further development of the commissioning provider industry in California by developing a “sub-industry” that other CA customers can refer to for help in reviewing the success of r-Cx and acquiring building commissioning services, thereby helping to enhance the energy efficiency skills of the important large commercial customer market segment in the State.

· Supporting the California Commissioning Collaborative efforts to develop and support a viable building commissioning industry in the State.

· Obtaining a clear picture of the logical next steps to further develop a market for r-Cx in the East Bay and elsewhere in California.

These activities will mitigate a number of market barriers over time as discussed below.

Higher start-up expense for high-efficiency measures relative to standard-efficiency measures.  This barrier is addressed in the program through the provision of incentives to specify and carry out the r-Cx measures.  Incentive amounts will be based on the specific need of each building, according to its size, HVAC system, savings potential, identified measures, and other factors.  Incentives will cover 100% of the investigation phase of the retro-commissioning process in all cases, and average up to 75% of the implemented measure cost.  Over time these incentives can be reduced as the financial returns and other benefits of r-Cx are demonstrated to customers and an appropriately sized infrastructure of r-Cx service providers is established to meet this demand.    
Lack of consumer information about energy efficiency benefits.  Virtually by definition, customers do not perceive that they have r-Cx related problems.  Whereas it is relatively easy for facilities staff at larger commercial establishments to be aware of and understand the benefits of a high-efficiency versus standard efficiency piece of equipment, such as a chiller, awareness of r-Cx measures and actions to correct them is typically more limited.  This is in part because r-Cx measures in a typical building are often numerous and highly varied across building systems.  The value of the Tune-Up program is that our scoping and detailed site investigations identify and explain the r-Cx opportunities in clear, concrete terms that include specification of site-specific costs and savings.  As customers participate in the program, other customers will become more aware of the extent of r-Cx opportunities in their own buildings through normal diffusion of information channels.  Our program will accelerate this diffusion of information through the development of program marketing materials and case studies.
  
Lack of financing for energy-efficiency improvements.  We do not believe that this is a significant barrier for customers other than institutional.  Most private sector firms can get access to capital, albeit for a price.  More importantly, many private sector firms have accounting rules prohibiting third-party, off-balance sheet financing.  Nonetheless, this barrier is mitigated like the higher first cost barrier through the use of incentives to increase r-Cx measure installation rates. 

Split incentives (between owners/landlords and tenants).  This barrier is addressed by educating both owners and tenants on the benefits of retro-commissioning.  The benefits to the owner include reduced maintenance costs, fewer discomfort complaints and improved tenant retention.  Owners will be encouraged to use their program participation to demonstrate they are taking an active role in managing operating costs, which are normally passed on to tenants.

Lack of a viable and competitive set of providers of energy efficiency services in the market and Barriers to the entry of new energy efficiency service providers.  These barriers are often secondary barriers that are driven by lack of customer demand for the energy-efficiency product or service in question.  In most cases, if significant customer demand exists, the supply-side of the market will adjust to offer the product or service.  However, there is an inherent “chicken and egg” dimension to these barriers.  For example, customer demand is more likely to increase if there is a cadre of r-Cx service providers in the market who are marketing to and educating customers on the benefits of identifying and correcting r-Cx measures.  However, no such cadre is likely to exist without some initial customer demand.  The Tune-Up program helps to address this barrier by providing a jump start to the industry by stimulating customer implementation of projects and creating the case studies and successful project results necessary to motivate additional customers to invest in r-Cx services.  As the program matures, service providers will have a foundation and body of successful projects upon which to conduct their own marketing and education of customers, thus providing the initial basis for a self-reinforcing industry.  

Lack of availability of high-efficiency products.  This barrier is not significant for r-Cx measures as most of the measures involve correcting design, installation, and operational flaws of existing systems.

Performance uncertainty will be addressed through the program’s screening process, detailed investigation phase, measure validation, case studies, and M&V.  These processes document participants’ r-Cx opportunities, their expected and actual savings potential and costs, and disseminate this information to new prospective participants.  

Our existing program has been extremely successful in overcoming these barriers, as is evident by the fact that only 2 of the 31 buildings recruited for the program have dropped out on their own accord. 

Innovation

The key innovative features of this program are:

· The program is focused solely on capturing the significant energy and peak demand savings associated with the commissioning of existing buildings -- there currently is no other energy efficiency program that does this.  

· The approach to cost-effectively capturing savings is proven and unique.  Our approach integrates a logical, high close-rate marketing and recruitment process, with industry-leading r-Cx engineering and optimized customer information and incentives to ensure the highest level of cost-effective savings possible.  

· A comprehensive, turnkey approach, which maximizes savings per participant and mitigates the market barriers discussed above.  

· The program places particular emphasis on “hard” r-Cx measures, which results in a weighted effective useful life of 8 years (see Section IXA.IV for discussion).  

· The program also differentiates itself from other r-Cx program by establishing a pool of pre-qualified, independent r-Cx service providers that are able to identify savings opportunities that cut across building systems. 

· The program also contains a significant customer education effort on the benefits of r-Cx.  

· The program purposefully maintains flexibility in applying site-specific incentives to maximize per participant savings. 

· The program also delivers an Energy Management Plan (EMP) to the customer to guide them in continuing to adopt energy efficiency measures, and to build upon their successful r-Cx experience.  

Coordination with Programs Run By Other Entities

The Tune-Up Program has strong synergies with three PG&E-sponsored programs and one CEC initiative.  These programs are the Standard Performance Contract Program (SPC), the Express Efficiency Program (EE), the Building Operator Certification Program (BOCT), and the CEC’s Enhanced Building Automation Program (EBA).  As part of the services to its participants, the Tune-Up Program will provide Energy Management Plans (EMPs).  The EMPs will describe energy efficiency projects in which building owners may invest in capital projects to reduce energy consumption in their facilities.  The energy efficiency projects recommended by the EMPs may qualify for incentives under either the SPC Program, or the EE Program.  To leverage benefits from each of these programs, we plan to inform each customer directly in the EMP. Through our partnership with PG&E, we will be able to work directly with the participant’s Assigned Key Account Representative, to aid the participant in implementing identified retrofit opportunities and take advantage of incentives offered by PG&E’s SPC and EE Programs.  Even though we believe it is likely that the EMP will result in significant savings both within and outside these other programs, no savings are claimed by our program for this objective.

The BOCT program is very complimentary to the Tune-Up Program in many ways.  It provides certification training to the same building staff that the Tune-Up Program targets.  Their training curriculum provides training in r-Cx of building equipment and controls, which are key elements of the Tune-Up Program.  Participants in BOCT will be better able to understand and implement Tune-Up Program recommendations and maintain them, which serves to increase persistence of the measures.  We will coordinate with the BOCT program manager and BOCT program implementer in the following ways:

· To determine course schedules and availability,

· To include BOCT Program informational materials with Tune-Up Program information materials to encourage prospective customers to enroll in training, and

· To coordinate with the one of our partner Cities to provide a suitable training facility, should BOCT decide to offer training in the East Bay.

We will contact the BOCT Program Manager within a month of contract start to coordinate Tune-Up Program activities with BOCT Program activities.

The Tune-Up program provides valuable opportunities for motivated participants to identify loads and control strategies that can participate in demand response programs such as the Enhanced Building Automation Program being coordinated by the CEC.  Eventually participating customers will be prepared for demand response programs being prepared by IOU’s.  These programs will result in additional bill savings for sophisticated customers.

ixa.II 
Program Process

IXA.II.A
Program Implementation

Overview of Program Areas

The East Bay Building Tune-Up Program is structured into the following five distinct tasks of program activity: 

· Task 1 - Management 

· Task 2 - Marketing 

· Task 3 - Customer Recruitment 

· Task 4 - Project Implementation 

· Task 5 - Evaluation, Measurement, and Verification

· Task 6 – Coordination with Other Programs 

Task 1 – Management

QC will provide all contact and program management services including program activity tracking, required CPUC reporting, subcontractor management, and draft and final program reports.  Program management includes contract and program management, memorandum of understanding (MOU) development, solicitation and establishment of additional r-Cx service providers (if necessary), and monthly, quarterly, and final reporting.  Contract and program management includes management of subcontractors, maintenance of a program tracking system, and generally insuring that the program proceeds as planned.

Deliverable: Monthly and Quarterly Progress Reports, Draft and Final Reports

Task 2 – Marketing

In Exhibit IXA.II-1, we provide an overview of the flow of marketing and recruitment activities.

QC will begin by developing all marketing materials, articles, and case studies to be used for program promotion.  QC will work with PG&E and industry groups to coordinate and present the program to customers.  Development of all program marketing materials will be a primary activity in the Marketing task.  Program descriptions and information will be written for various media: program brochures, presentations to groups and to customers, and articles and advertisements for industry trade journals and newsletters.  Indirect marketing activities will be undertaken to raise customer awareness of the availability and benefits of the program.  These include presentations at trade group meetings and shows, and discussions between PG&E major account representatives and their customers.  

Exhibit IXA.II-1
Customer/Building Recruitment Process
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The Tune-Up Program is aggressive in its direct marketing efforts, as it is important to make contact and sign up customers as early as possible because it does take time to proceed all the way through the project installation process.  Direct marketing efforts include establishing a list of potential customers, contacting customers directly through email, letters and personal telephone calls, and making presentations in person at the customer’s site. PG&E’s assistance will be very helpful in identifying candidate participants via billing data screening and account rep relationships.  The assistance of our local government partners will also be critically important.  The local government partners will leverage their relationships with building owners and operators to generate participation prospects as well. 

Additional information is provided under Section IXA.II.B.

Deliverables: Program Marketing Materials and Customer Presentations

Develop List of Potential Sites

QC shall use a number of sources to complete a target customer list. The list will include at least 60 customer sites representing over 15 million square feet of conditioned space. Sources include Dun and Bradstreet data, Black’s Guide to Commercial Real Estate, City Officials’ (including the mayor) recommendations and contacts, BOMA recommendations and contacts, initial customer references, recommendations and current contacts of the Team (including some specific contacts available from QC, LBNL and the two Counties), members of the commercial real estate business and the City Chambers of Commerce in each county.  The Team will also seek the cooperation of PG&E account managers in assisting to identify likely candidates for r-Cx within the East Bay. We will continually add prospective customer’s contact information to the list until we have recruited enough customers with estimated saving that meet the program’s goals.

Select Potential Customers / Sites and Perform Recruiting Activities

QC shall contact the potential customers by telephone and letter, informing them of the expected benefits of participation in the Program and seeking an early appointment to visit the site.  The QC Team shall make presentations on the Program, its purpose and its benefits to the customer at all potential sites that respond positively to the initial contact. 

Deliverable: Updated Customer Presentation List (provided in Monthly reports).

Task 3– Customer Recruitment and Assessment

The most important phase of the enrollment process is the Customer Recruitment phase.  After the program has been introduced directly to the customer, we request to proceed with the preliminary screening process.  Taking this next step is very easy, as there are no risks or costs to the customer.  We review utility information, perform a preliminary walk-through inspection, interview building managers and operators, and analyze the data. If there is a good fit for the program, the preliminary report is very useful to convince the customer to move forward in the program.  The screening process helps in several other key areas:  1) it allows us to match appropriate r-Cx providers to the building, 2) it helps determine budgets for the r-Cx services and rebates, 3) it generates data that can be compared across all the buildings in the program. Customer recruitment sub-tasks are described below, additional information is provided under Section IXA.II.B.

This phase begins the process of assessing and specifying opportunities for the buildings recruited. An overview of the r-Cx building process, which includes this phase and the Task 4 – Implementation activities, is shown in Exhibit IXAII-2.

Perform Customer/Building Screening Process

QC shall request and collect customer utility bill information, and 15-minute electric interval data, if available. QC will perform a walk-through inspection of the site.  QC shall conduct facility staff interviews, both to help identify energy savings and demand reduction opportunities, and to assess the ability of the staff and service contractors to implement operational changes that will reduce energy use and peak demand.  

Assess Customer Sites

QC shall assess the site for potential cost-effective energy savings and demand reduction through implementation of r-Cx.  If the customer’s site is found to be a good fit for the program, the customer will be asked to sign a memorandum of understanding (MOU) in order to participate.

Develop Project Scope and Budget

QC shall review r-Cx service provider qualifications, and select the best service provider for the customer.  QC will negotiate a scope of work with the r-Cx service provider that describes the specific systems and level of detail of the work.  QC will assign a budget to the project, and come to agreement with the r-Cx service provider before issuing a work authorization.

Deliverable: Completed Preliminary Reports and Signed MOUs.

Task 4 – r-Cx Project Implementation

During the Project Implementation phase, r-Cx service providers begin work in the building.  There are three phases of work: Detailed Investigation, Measure Implementation, and Hand-off. The first, and most time-consuming phase, is the detailed investigation of the building’s systems. R-Cx service providers must develop a list of r-Cx measures, complete with measure costs, and energy and cost savings estimates. Providers must also provide Energy Management Plans (EMPs), which include lists of more capital-intensive energy efficiency measures, self-generation opportunities, or other energy management actions the customer may consider.  Rebates are offered only for the r-Cx measures.  This list is provided to the customer, and agreement is reached on what the customer will implement.  At the end of the Implementation phase, r-Cx service providers inspect that the measures have been installed, take additional measurements if necessary, and verify that the measures have been installed properly.  Rebates are paid after measure installation.  In the Hand-off phase, the systems manual is delivered, and training is provided to the building operator on its use.  Systems manuals document the current facility requirements, optimum operation of the system, and preferred setting of controls.

Exhibit IXA.II-2
Detailed Retro-Commissioning Steps and Activities
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Task 4A - Detailed Investigation

Collect and Review Building Documentation and Assess Building Operations, Prepare R-Cx Plan
R-Cx service providers shall collect and review building drawings, equipment schedules, O&M Manuals, control systems drawings, previous reports and studies, and so on.  R-Cx providers shall also define the building’s current facility requirements, and conduct an operation and maintenance site assessment to identify key issues regarding the current system. An r-Cx plan shall be developed according to specified formats, and shall document initial findings and provide a plan of r-Cx activities throughout the remainder of the project.  

Deliverable: R-Cx plan for each building.

Analyze Building Control System Data, Develop and Perform Functional Tests, Document Master List of Deficiencies
The r-Cx agents shall specify and initiate short-term ‘trend logs’ and data logging in selected buildings and investigate operational irregularities identified from the analysis of the interval meter data or from the walk-through inspection.  The r-Cx agents identify equipment faults, control problems and other opportunities to reduce energy use and peak demand. The collected building, equipment, and systems documentation, as well as the trend or logged data, shall be used to define the building’s baseline for M&V purposes. R-Cx agents shall specify functional testing, and carry out those tests. A master list of deficiencies shall be developed and maintained throughout the detailed audit process.  The r-Cx agents shall also identify EMP measures, as described previously. All information, data collected, assumptions, and analysis methodologies shall be maintained in a project binder.

Deliverable:  Master List of Deficiencies 

Develop r-Cx Measures List and Energy Management Plan

The r-Cx agents shall estimate energy savings for those measures included on the master list of deficiencies.  Costs for implementing those measures shall be estimated through contractor quotes, or other reliable means. The r-Cx agents shall calculate the simple payback of each r-Cx measure.  The r-Cx agents shall also estimate the savings and costs for the recommended EMP measures, using the best available site data available. QC shall review the r-Cx measure list and EMP and determine the r-Cx measures for which rebates are offered.  QC, the r-Cx agents, and, if necessary, a PG&E representative, shall present the r-Cx measures list, and EMP in person to the building staff, and determine which r-Cx measures shall be installed.

Deliverable: R-Cx Measure List and Energy Management Plan

Task 4B - Measure Installation

Installation Validation

The r-Cx agents shall provide technical advice as the owner installs the r-Cx measures. After installation, the r-Cx agents shall inspect and validate the installed measures, and take spot measurements or collect trend log data, if necessary. 

Deliverable:  Short installation validation report

Rebate Payment

Upon receipt of the installation validation report, and copies of the customer’s invoices, QC shall pay the agreed-upon rebates to the customer.

Deliverable: Copies of rebate checks issued to customer.

Task 4C - Deliver Systems Manual and Training 

R-Cx agents shall revise savings estimates based on installed measure characteristics, if necessary.  R-Cx agents shall develop a systems manual according to a prescribed format, and deliver it to the facilities operator, with copies to QC.  R-Cx agents shall provide training on the use and information provided in the systems manual.  R-Cx agents shall provide all data, documentation, assumptions, analysis and collected materials to QC.

Deliverable: Systems Manual and Completed Project Work Binder 

Task 5 – Evaluation, Measurement and Verification

The evaluation, measurement, and verification (EM&V) for this program will be discussed in more detail in Section IXA.VI.  QC shall collect all r-Cx project documentation, and baseline information, and deliver it to the EM&V contractor, in order that the EM&V contractor may perform its duties under the contract.  QC shall facilitate site visits by the EM&V contractor, and be available for conference calls and interviews.  QC shall review interim EM&V reports and provide comments.  Finally QC shall provide PG&E with all EM&V reports.

Deliverable: Interim and Final EM&V reports.

Task 6 – Coordination with Other Energy Efficiency Programs

PG&E’s role as the prime contractor for the East Bay Partnership will facilitate coordination between the East Bay Tune-Up Program and PG&E’s existing statewide and local programs.  It is essential to coordinate program activities in order to minimize duplicative administrative costs, enhance consistency in rebates and take advantage of co-marketing opportunities.  The Tune-Up Program will provide direct recommendations for energy savings measures eligible for PG&E programs.  It is important to hand off these measures as seamlessly as possible so that the relationship can be maintained while fresh in the mind of the participant.  PG&E, Quantum Consulting and each of the program sub-contractors intend to maximize this opportunity, which will result in energy and budget benefits for each participating organization.

In the first monthly report QC will present proposed coordination activities and list programs that are affected.  Program descriptions will be shared with program managers in each of the programs affected and procedures for handling these opportunities will be developed.  These coordination activities will be documented in the future monthly reports. 

PG&E will also serve as a valuable coordination resource between the Tune-Up Program and services offered under its Local Government Initiatives program.  Both parties are expected to benefit under this arrangement.

QC will coordinate the Tune-Up Program with all approved local programs.  It is crucial that program managers in overlapping geographical areas are aware of all the programs for which their customers are eligible.  This reduces confusion on behalf of the customer and increases participation rates with minimal incremental costs.

In addition to coordinating programs, QC will take advantage of the synergies available with PG&E’s award winning training facilities at the Pacific Energy Center in San Francisco and the San Ramon Training Center in the heart of the East Bay region.

· The PEC will serve as a tool lending resource for the Tune-Up Program.

· The PEC will provide training for Tune-Up Program.  

· Program breakfast meetings, trainings and seminars will be conveniently located at PG&E’s San Ramon Training Center.  Training facilities offer classrooms and presentation materials conducive to productive meetings.

Coordination with existing non PGC programs: There are several county-wide programs that currently exist in both Alameda and Contra Costa Counties: the Green Business Program and Green Resource Center. Based on its experience in Oakland, where several customers inquired about green building certifications, the Tune-Up program managers will integrate information or program offerings from both of these programs into their design to minimize overlap and increase cross sponsorship.

Deliverable: Coordination Plan.

IXA.II.B
Marketing Plan

This section provides additional details on our marketing plan.  

Develop Program Literature/Collateral

Program literature will be developed that describes what r-Cx is and its benefits, the r-Cx process, the program enrollment process, reference to past project successes in the industry, and case studies from the Oakland Program. It will also describe the program, the Team, the support of the CPUC, the process of assessing the building for eligibility, the MOU and its purpose, anticipated energy efficiency measures to be implemented, and a description of an EMP and its benefits to the customer. 

Case studies will be developed from buildings completed in the program.  It is anticipated that results from the Oakland Tune-Up Program will be developed first, and the remaining 3 case studies developed from the East Bay Program. The case studies will include information on building type, size, and the systems investigated.  The recommended measures, savings and rebates will be described, along with any experiences with the program the customer provides. All case studies will have the same ‘look and feel’ so that they are clearly identified with the program. QC will develop case studies from representative buildings – 2 for office buildings, and two from other sectors.

(Associated Workbook-Related Activities:  Design and Print Program Marketing Brochures [300 brochures, cost: $13,436] and Design Case Studies [3 case studies, cost: $31,250]. Costs are based on labor and material expenses for similar marketing materials developed for the Oakland Tune-Up Program.)

Develop Specific Customer Target List

QC will use a number of sources to develop the target customer list.  Sources include Dun and Bradstreet data, Black’s Guide Real Estate Directory, East Bay City Officials’ recommendations and contacts, BOMA recommendations and contacts, initial customer references, recommendations and current contacts of the Team (including some specific contacts available from QC and LBNL), members of the East Bay commercial real estate business, and Chamber of Commerce sources.  QC will also seek the cooperation of PG&E account managers to assist with identifying likely candidates for r-Cx in the East Bay.  

To help focus our marketing efforts, we will provide PG&E with a list of criteria for customer’s buildings that would greatly benefit from the program’s services. PG&E, in turn, can introduce the program to its customers through its account representatives, and provide us with a list of customers who are interested. After development of the contact list, we will reach out by phone and letter to customers until the customer enrollments reflect the potential for reaching program energy and peak demand savings goals. Marketing and outreach for this type of program is very straightforward since the required number of customers is relatively small.

At this time we have identified a preliminary list of customers that may be approached for this project.   That list will be finalized once the Program has been funded. 

(Associated Workbook-Related Activity:  Develop List of Potential Customers / Sites [List of 60 customer contacts, cost: $15,512]. Costs are based on labor and materials, e.g. postage, for similar task in the Oakland Tune-Up Program.)
Conduct Initial Customer Contact to Schedule Presentation

Next, initial customer contacts will commence by telephone and letter to introduce the project.  QC will perform customer recruiting throughout the territory.  Recruiting involves the completion of a list of targeted East Bay customers and associations that will be approached for recruitment into the program.  The recruitment process will involve making calls, sending letters and making presentations to targeted customers and customer segments.  During this task, QC expects to generate a very high level of interest in the program.  The QC Team views the introductory presentation as the key method to recruit customers for the program.

(Associated Workbook-Related Activity:  Direct Marketing to Customers [60 customers, cost: $47,475]. Costs are based on labor and materials, e.g. postage, for similar task in the Oakland Tune-Up Program.)
Make Recruitment Presentation

A key component of QC’s marketing tools for this program are customer and group presentations.  The template presentation will be developed and ready for use within six weeks of a signed contract.  Although this presentation will be tailored to the specific customer audience, all presentations will have the same basic structure and messages.  The presentation will also remain a dynamic document as innovations are added over time.  

QC expects to make recruitment presentations to customers through the 4th quarter of 2005 so that all commitments are secured by the end of 2005 and completed by the end of the 1st quarter, 2006. Senior members of the QC Team will make the presentation.  

(Associated Workbook-Related Activities:  Customer Presentations [60, cost: $46,373] and Develop/Conduct Customer Presentations to Groups [4, cost: $25,795]. Costs are based on labor, materials, and meeting room rental, for similar tasks in the Oakland Tune-Up Program.)
Perform Building Screening and Assess Potential

A simple written or verbal expression of interest by the customer will initiate presentations by members of the recruitment team.  QC staff will schedule and make a presentation on the Program’s purpose and its benefits to the customer.  Most customers are willing to take the next step, which is initiation of the screening process.  This process includes utility bill analyses, preliminary walk-though inspections, and interviews with owners or managers, and operators. While the screening process, once the utility data is collected, takes only a few days from walk-through inspection to preliminary assessment report, it allows us a chance to discuss with the building staff more extensively about the r-Cx process and its benefits. We find this extra customer contact during the screening process to be the primary reason for the success rate of our Oakland Program’s enrollment.

QC will analyze 12 to 24 months of interval meter data, if available.  A walk-through inspection of the site, including facility interviews, will be made to assess the likelihood that there are enough potentially cost-effective HVAC, lighting, and control energy savings measures, or other substantial opportunities at the facility to justify continuing.  Building operators will be interviewed to determine the level of resources they can apply to a potential project, their level of understanding of the r-Cx process, and their willingness to participate.  Building owners or managers will be interviewed to determine their understanding of program benefits, their business needs, and their willingness to implement recommended measures.

If the preliminary assessment does not indicate that substantial cost-effective energy savings and peak demand reductions are likely then QC will discuss the results of the assessment with the customer and explain to them why they cannot participate in the program.  

(Associated Workbook-Related Activities:  Customer Recruitment [12Mft2, or equivalent savings goal potential, cost: $118,350] Costs are based on labor, materials, and meeting room rental, for similar tasks in the Oakland Tune-Up Program.)
Obtain Signed MOU

For those customers, the vast majority to date, that pass the screening and potential assessment, we will then pursue the signing of our memorandum of understanding.  As discussed in the next section, the MOU outlines the commitments and responsibilities of both parties associated with participation of the program.

IXA.II.C
Customer Enrollment

If the building is a good candidate, the customer will be asked to sign an MOU to secure their participation in the Program.  The MOU will be a binding agreement requiring the following from the customer (partial list of items):

· To cooperate with the Project Team, 

· To provide building access and to disclose all building operation information and data needed by the Team,

· To provide interval meter data and billing records, or a release for the Team to obtain it from PG&E,

· To allow the Team to install metering and monitoring equipment and access to such equipment,

· Indemnify the CPUC, PG&E, and the QC Team from liability, and

· To provide testimonials and references for other customers.

Upon receipt of the signed MOU, the customer is enrolled in the program. The QC Team will compare the building’s mechanical and electrical system characteristics and control system type and architecture with the qualifications of its r-Cx service providers. The best match will be preferred. A work authorization with the standardized scope of services will be issued.  In cases where the building size or savings potential is not large, or the r-Cx project should be limited to a subset of the building’s equipment, the full scope of standardized services needs to be scaled down. The QC Team will assign a budget for the building and issue the work authorization to the most qualified service provider. Through negotiations, an agreement is reached on the scope of the provider’s services. Customers may review the scope of services and modify portions if they choose.

IXA.II.D
Materials

Customers are responsible for procuring and installing the r-Cx measures.  Usually, these measures may be installed by their in-house staff, or by their mechanical, electrical, or controls service contractors.  The customer will purchase all materials (equipment).  The equipment is unique to each project based on the r-Cx service provider’s recommendations.  Due to the nature of these projects, most equipment is unique to each customer’s HVAC, lighting, and control systems.  

For example many projects involve installing new control system sensors, replacing valves, adjusting or repairing dampers and actuator arms, or control system software changes that require reprogramming sequences of operation, installation of setpoint reset strategies, addition of sensors and control points, and adjustment of setpoints and schedules. The r-Cx measures are custom designed for each building (see Exhibit IXA.IV-1 in Section IXA.IV for list of sample measures). 

IXA.II.E
Payment of Incentives

Participating customers will receive a detailed operations assessment of their facilities. The Tune-Up Program provides these services at no cost to the customers. Customers who have installed the recommended measures for which rebates are provided, and who’s measures have been verified by the r-Cx service provider, will receive the agreed-upon rebate in cash after copies of invoices are provided. 

Incentives for participating customers are determined by the estimated savings potential in their buildings.  This is determined during the screening process. The buildings energy use intensity (EUI) benchmark in kBtu/ft2-yr is compared with benchmarks in other same-type buildings in the same climate zone. There are numerous databases available for these benchmarks.  If the customer’s building is at or above the average EUI of its peer buildings, it is a good candidate for the program.  QC estimates how much savings is expected from the customer’s building, usually 6 to 12 percent of its annual energy consumption, and assigns a proportionate amount of the program’s incentive budget to the project.  The incentives pay for 100% of the investigation, EMP and documentation phases of the r-Cx services and up to 75% of the measure implementation cost.  

Based on our experience with the Oakland Energy Partnership program, we are projecting that the total incentive paid will average 14.9 cents per square foot of commissioned floor space.  

IXA.II.F
Staff and Subcontractor Responsibilities 

Clear delineation of roles and responsibilities among the project team, and definitive understanding of available resources and schedule characterize the management structure of the East Bay Tune-Up Program. The tasks of contract, program, and staff management are made much easier by three factors:

1. Almost two years experience in managing the same program in Oakland,

2. Familiarity with team members roles and responsibilities in the program, and

3. Local presence of each team member.

Exhibit IXA.II-3 summarizes the overall project management structure for the East Bay Tune-Up Program.  This program has four distinct components: administration; marketing and customer recruitment; project implementation; and evaluation, measurement and verification (EM&V). The following describes the roles of each team member.

Exhibit IXA.II-3
Overview of Implementation Team Structure
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Management

The primary objective of program administration is to ensure that the Tune-Up Program meets its objectives and performance goals, while maintaining a high level of client and customer (i.e., energy user) satisfaction.  This is achieved through a well-devised overall program design that clearly defines the target market, the marketing and outreach plans, the customer eligibility requirements, the measures covered, and performance goals.  It is therefore the role of the project manager to ensure that the program follows these plans, and is successful in meeting its performance goals.  QC will be responsible for all aspects of program administration, and will coordinate with PG&E representatives to leverage marketing activities, and maintain PG&E involvement in the delivery of program services.

Marketing/Customer Recruitment

The purpose of the marketing and customer recruitment phases of the program are to raise customer awareness about the program benefits, and to enroll qualified buildings.  QC will be responsible for developing all marketing materials need for indirect and direct marketing activities.  These include program brochures, presentations, press releases, trade journal articles, and so on. QC will coordinate meetings with PG&E account representatives to inform them about the program, and leverage other ways in which PG&E can help recruit customers.

QC will be responsible for executing the screening process in each candidate building. It is important that one entity develops and maintains contact in order to avoid customer confusion.  It also facilitates tracking of each customer as they are contacted, recruited, screened, and served by the program. QC will develop all r-Cx service provider work authorizations, assign all project budgets, and manage all service provider work in each customer’s building.  QC will maintain a tracking system that tracks recommended r-Cx measures, EMPs, and customer installation progress. Program status will be reported monthly and quarterly.

Project Implementation

Project implementation is the execution of the r-Cx process in each customer’s facilities.  This is the responsibility of the assigned r-Cx service provider under the strategic direction of QC.  Pre-qualified service providers include those who submitted qualifications and provided services in the Oakland Tune-Up Program. These firms include: the Lawrence Berkeley National Laboratory (LBNL), Quantum Energy Services and Technologies, Inc. (QuEST), Enovity, Inc., Nexant, Inc., VaCom Technologies, Inc., and kW Engineering, Inc. Collectively, these firms’ qualifications include experience with virtually all HVAC, lighting and control systems anticipated in the targeted market sectors. Other firms will be pre-qualified as the program progresses, and need arises.  QC will oversee and perform review and quality control on all r-Cx implementation activities.

Evaluation, Measurement and Verification

A third-party firm will provide Evaluation, Measurement and Verification (EM&V) services according to guidelines specified in Section IXA.VI, and the Energy Efficiency Policy Manual. QC will seek qualified firms to provide this service, and evaluate their qualifications, proposed approach, and availability to provide the services. QC will provide access to its customer database, and r-Cx provider reports so that the EM&V firm can carry out its duties in a timely and effective manner.

IXA.II.G
Work Plan and Timeline for Program Implementation

In this subsection we provide a table summary of our workplan, key milestones, and associated target dates.  The task descriptions are provided in Section IXA.II.A, additional details on marketing, materials, incentives, and team structure and responsibilities are provided in Sections IXA.II.B - IXA.II.F. 

The key to rolling out this program successfully will be our ability to begin marketing and customer recruitment immediately, as we indicate in Exhibit IXA.II-3.  We will be able to begin this process immediately because virtually all of the program materials and processes are already in place.  We will be able to rely on an existing program infrastructure, build upon existing relationships with building owners and utilize an existing pool of qualified service providers, that will quickly bring a proven program to market. Our experience with running the Oakland Tune-Up Program shows that the detailed investigation phase lasts from 1 to 4 months, depending on size and complexity, with customers taking several months more to install the recommended measures.  Because of the lead time inherent in the process, our marketing efforts will be directed at signing up multiple sites, so that multiple r-Cx projects are running simultaneously. The East Bay Building Tune-Up Program’s first and foremost focus is on achieving the energy savings and cost-effectiveness goals required by CPUC. Because of our experience with the Oakland Energy Partnership program, we will be able to quickly begin seeing energy savings accomplishments.  

The Program Process described below includes a detailed list of tasks to be provided under this program as well as deliverables. 

The work plan for this program is characterized by the six program phases described previously: administration, marketing, customer recruitment, project implementation, EM&V, and coordination. Milestones and completion dates are described for each activity in Exhibit IXA.II-4.

Exhibit IXA.II-4

Program Milestone Date 

(assuming start 1/1/04)

	ID
	Task Name
	Quantity
	Milestone Dates

	1
	Management
	
	

	1.1
	Contract and program management
	
	ongoing through contract duration

	1.2
	Finalize MOU
	1
	2/12/04

	1.3
	Establish list of service providers
	
	ongoing through contract duration, initial list complete

	1.4
	Coordinate with PG&E customer representatives
	
	ongoing through contract duration

	1.5
	Monthly reports
	24
	14th of each month

	1.6
	Quarterly reports
	8
	17th of each 3rd month

	1.7
	Program draft report
	1
	3/1/06

	1.8
	Program final report
	1
	5/1/06

	1.9
	EM&V report to CPUC
	1
	7/1/06

	2
	Marketing
	
	

	2.1
	Begin development of marketing collateral
	
	1/1/04

	2.2
	Develop brochures
	300
	2/12/04

	2.3
	Develop customer group presentation materials
	4
	2/12/04

	2.4
	Develop customer presentation materials
	60
	2/12/04

	2.5
	Develop customer list
	
	2/12/04

	2.6
	Develop Case Studies
	4
	3/19/04, 8/19/04, 1/19/05, 6/19/05

	2.7
	Presentations to customer groups
	4
	3/26/04, 8/26/04, 1/26/05, 6/26/05

	2.8
	Contact customers directly
	3-5 per month
	30th each month for first 18 months, beginning 2/29/04

	2.9
	Make customer presentations
	3-5 per month, 

60 total*
	30th each month for first 18 months, beginning 2/29/04

	3
	Customer Recruitment
	
	

	3.1
	Complete screening process
	2-4 per month
	30th each month for first 18 months, beginning 3/14/04

	3.2
	Customer enrollment
	2-4 per month, 

50 Total*
	30th each month for first 18 months, beginning 3/14/04

	4
	Project Implementation
	
	

	4.1
	Deliver r-Cx measures and EMP reports
	2-3 per month, 

50 Total*
	14th every other month for 20 months, beginning 5/14/04

	4.2
	Inspect measure installations
	2-3 per month, 

50 Total*
	16th every other month for 20 months, beginning 7/16/04

	4.3
	Deliver Systems Manuals
	2-3 per month, 

50 Total*
	18th every other month for 20 months, beginning 7/18/04

	5
	EM&V
	
	

	5.1
	Provide EM&V firm with data
	
	14th of every 3rd month, beginning 1/14/05

	5.2
	EM&V activities
	
	ongoing beginning 1/14/05 through 3/17/06

	5.3
	EM&V final report to QC
	1
	3/17/06

	6
	Coordination with Other Programs
	
	

	6.1
	Proposed Coordination Activities
	
	1st Monthly Report

	6.2
	PEC/San Ramon Class
	
	See item 2.7


*Or equivalent to reach overall goal of 12 million participating square feet

IXA.III
Customer Description

IXA.III.A
Customer Description

Exhibit IXA.III-1 below shows the medium and large commercial building market segments targeted for this program. The program will also be open to the office building portion of industrial facilities.  This program will target commercial and industrial buildings with roughly 100,000 square feet or larger in conditioned space.  More specifically, the program will focus on medium to large office buildings, hotels, refrigerated warehouses, colleges and universities, and hospital customers.  Targeting 100,000-plus square foot buildings is more cost-effective than smaller buildings since there are significant fixed costs for r-Cx services regardless of building size to understand the building’s energy equipment infrastructure, energy use patterns, building control systems, and building operator behavior in operating energy systems.  Also, buildings greater than 100,000 square feet are likely to have an energy management and control system, a key target criterion for r-Cx services.

For the Alameda and Contra Costa Counties only, QC estimates that 12 million ft2 in approximately fifty 100,000 ft2 or larger buildings are required to meet our energy savings goals. The data in Exhibit IXA.III-1 were taken from PG&E’s 1999 Customer End-Use Survey Report (CEUS), and show the total number of premises and square footage for buildings over 100,000 ft2 in the entire PG&E service territory and the East Bay.  The East Bay estimates are very rough given limitations of data reported in the 1999 CEUS.  A more accurate estimate will be made using more refined data at the outset of the program.  Using these data, we estimate that our program will capture 14% of the applicable square foot over the two-year program period. 

Exhibit IXA.III-1
Initial PG&E and East Bay Population and Program Population Estimates

	Targeted Business Types
	Thousands of Square Feet
	Number of Premises
	> 100k sqft 
(% of floorspace)
	> 100k sqft (# of premises)
	>100k sqft Available(1)

	Office
	631,620
	90,900
	1%
	909
	         227,250 

	Refrigerated Warehouse
	27,600
	1,000
	10%
	100
	           10,000 

	Colleges
	60,710
	600
	20%
	120
	           12,000 

	Hospitals
	58,670
	1,400
	10%
	140
	           14,000 

	Lodging
	86,350
	3,500
	6%
	210
	           21,000 

	PG&E TOTAL
	864,950
	97,400
	
	1,479
	284,250

	East Bay Population (2)
	259,485
	29,220
	
	445
	85,275

	East Bay TARGET
	12,000
	50
	
	50
	12,000

	% TARGETED
	4.6%
	0.2%
	
	11%
	14%


Source: PG&E territory based on 1999 PG&E CEUS

(1) Assumes average building above 100,000 square feet is 250,000 square feet

(2) East Bay is estimated to by roughly 30% of the PG&E totals based on data on the “Hills” region in the 1999 PG&E CEUS.  Assumes 90% of Hill region square footage is in the East Bay.

As shown in Exhibit IXA.III-2, the participant office buildings, hotels, colleges, hospitals, and refrigerated warehouses over 100,000 square feet in the East Bay have a projected energy savings of 12.2 GWh’s and 443 thousand therms in annual energy savings and 3.4 MW’s in peak demand reduction, assuming the savings obtained from retro-commissioning are 7.4% for electricity and 9.1% for gas usage, which is a conservative estimate based on our results in Oakland.  The program will deliver services to 12 million square feet to reach the savings goal.  We estimate that 50 buildings, averaging 250,000 ft2 are required to meet this goal.  A complete discussion of the basis for these savings estimates is provided in Section IXA.IV.  

Exhibit IXA.III-2
Projected Energy Savings for East Bay

[image: image14.wmf]Targeted Business Types

Projected 

kWh Savings 

(000's)

Projected 

Therm 

Savings 

(000's)

Projected kW 

Savings (000's)

Office

6,998

           

 

160

            

 

1.9

                  

 

Refrigerated Warehouse

1,341

           

 

12

              

 

0.4

                  

 

Colleges

751

              

 

58

              

 

0.2

                  

 

Hospitals

1,780

           

 

142

            

 

0.5

                  

 

Lodging

1,369

           

 

70

              

 

0.4

                  

 

TOTAL

12,238

         

 

443

            

 

3.4

                  

 


Characteristics of Target Market

Commercial buildings include leased office space, owner-occupied buildings, government office buildings, hospitals, hotels, refrigerated warehouses and institutional facilities such as university or community college campuses.  In most cities, a large sub-sector is leased commercial office space. Market actors include owners and property management firms who are concerned primarily with maintaining or improving the building’s asset value, helping achieve return on investment, and maintaining tenant comfort and satisfaction. Cash flows and net operating income are important business drivers to these actors. Another critical market actor is the building operator. These actors are important to the project’s success because the program relies on their availability and intimate knowledge of the building. Building staff in the commercial sector hire service contractors to maintain and repair HVAC, lighting, and control systems. Service contractors are the main source of costs of the recommended r-Cx and EMP measures. Service contractors can also act as good trade allies in promoting the program. Owner and manager associations, such as the Building Owners and Managers Association (BOMA),  International Association of Refrigerated Warehouses (IARW), and the like, also are important agents to help promote the program.

Customers occupying commercial leased office space meet the CPUC Policy Manual’s definition of hard-to-reach because the owner’s investments in the building benefit the customer only during the lease period, while the owner benefits longer.  Data on the fraction of the target market that is leased in the East Bay are not readily available.  Based on data for related markets, the fraction of leased space will likely be between 20 and 40%.

IXA.III.B
Customer Eligibility

Customer eligibility requirements are:

· Nonresidential buildings or facilities that are characterized as Large Nonresidential (over 500kW), or Medium Nonresidential (between 100 and 500 kW), 

· The building must be located in either Alameda or Contra Costa Counties, 

· The customer must pay the public goods charges, 

· The customer must sign a memorandum of understanding, 

· The customer’s facility must have a preliminary analysis completed within the program that identifies a material level of expected energy savings from r-Cx services.

QC will target office buildings, refrigerated warehouses, colleges and universities, hotels and convention centers, hospitals and other medical facilities, and other building types that meet the above criteria. 

IXA.III.C
Customer Complaint Resolution

QC takes great pride in its attention to customer service and satisfaction.  QC maintains a call center serviced by qualified staff well versed in energy efficiency.  Call center staff training will be conducted to educate staff on all relevant aspects of the East Bay Tune-Up program.  The call center is capable of handling up to 24 inbound calls at any given time.  The call center is generally staffed during regular business hours and is equipped with voicemail capability during off hours.  

In the event of a customer complaint or dispute, a QC representative will contact the customer within one business day of notification of the pending dispute.  The QC representative will then speak to the appropriate program element contact to allow them to properly remedy the dispute at the program level.  The program element representative shall reasonably attempt to cure the dispute within 5 business days of notice.  If the program element representative has not reasonably resolved the dispute within the cure period, QC will work with both the customer and the respective program representative to arrive at a mutually beneficial solution within 30 business days of the original dispute date.

In addition, QC will inform customers of the Commission’s informal and formal complaint processes, which are available through the Consumer Services Division, as another channel through which customers may file a complaint.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

IXA.III.D
Geographic Area

The program is open to customers in the East San Francisco Bay Counties of Alameda and Contra Costa, except to non-PGC paying customers.  There are no California System Operator identified Constrained Areas in the program’s service territory.

IXA.IV
Measure and Activity description

In this section, we describe our measure and cost-effectiveness estimates.  We begin by discussing the types of measures associated with r-Cx and identified in our current Oakland Tune-Up program.  We then describe how we used data from the actual buildings in the Oakland program to develop savings, costs, and EUL estimates for the proposed Tune-Up effort.

R-Cx looks at non-capital, operations and maintenance opportunities for energy savings and comfort in customer facilities.  R-Cx is a powerful non-capital tool to create substantial energy savings.  Reviews of the Texas LoanSTAR program revealed that the savings from r-Cx are a substantial portion of the energy savings of retrofits and in some buildings, exceeded retrofit savings
,
,
. The LoanSTAR program funded retrofits as well as r-Cx for commercial buildings within Texas.  

The Tune-Up Program provides r-Cx services to investigate all of the customer’s mechanical, electrical and control systems.  This approach is comprehensive by nature, seeking to capture all possible savings at the customer’s premises. The type and nature of r-Cx measures recommended for a building depend highly on the configuration of the building’s HVAC, Lighting, Refrigeration, and control systems. These systems provide a convenient way to categorize r-Cx measures. Some examples of measures found in office buildings are shown in Exhibit IXA.IV-1.  These examples are based on actual measures identified in our building assessments of 10 buildings in the current Oakland Tune-Up program.

Because a building’s size, equipment configuration, schedule, operational characteristics, skills of operations staff, and other factors are all unique, no two sets of building-specific r-Cx measure recommendations or EMPs are alike. This is borne out by our experience with the Oakland Tune-Up Program, and several hundred case studies in the literature
. 

The energy efficiency measures identified in this program are determined through comprehensive investigations of each building by qualified r-Cx agents.  In the Oakland Tune-Up Program, working with building staff to access equipment, understand operational history and facility requirements, and collect data, the r-Cx agents recommended a number of cost-effective r-Cx 

Exhibit IXA.IV-1
R-Cx Measure Examples from 10 Oakland Offices


	System
	Measure

	1. HVAC
	

	  Chilled water plant
	· Optimize CW/CHW setpoints

· Improve chiller staging

· Trim pump impellers

· Reset chilled water supply temperature

· Stage cooling tower fan operation

	   Hot Water Plant
	· Tune-Up boilers

· Decrease deadband on HW supply temperature

· Eliminate fighting heating/cooling 

· Install/optimize boiler lockout

	   Air Handling Units
	· Economizer optimization

· Repair broken dampers

· Reduce static air pressure setpoint

· Move static pressure sensors from fan discharge

· Install supply air temperature (SAT) reset schedule

· Reduce SAT deadband

· Remove variable inlet vanes

· Lower SAT to modulate fan VFD

	   Packaged DX units
	· Clean evaporator coils

· Recharge refrigerant 

· Improve air and water-side economizer and compressors staging

	2. Lighting
	· Relocate/tune occupancy sensors

· Relocate photocells

· Optimize sweep timers

· Repair exterior lighting timers

· Adjust lighting schedules

	3. Control
	· Building start-up schedule adjustments

· Soft start

· Tune control loops - eliminate “hunting”

· Improve integrated sequence of operations

· Calibrate sensors

· Install or relocate OA sensor


measures that both improve building performance and save energy.  In Exhibit IXA.IV-2 we present a summary of the savings and costs estimates associated with measures identified for ten buildings in our current Oakland Tune-Up program.    

(Associated Workbook-Related Activities: Non-Residential Comprehensive Measures)

Exhibit IXA.IV-2
Example r-Cx Measure Savings and Costs for 10 Buildings
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There are a wide variety of measures that are discovered in any r-Cx process.  These measures span a spectrum from more behaviorally oriented to purely hardware based.  R-Cx measures recommended in the Tune-Up Program are both “hard,” long-life measures, and “soft,” potentially shorter life measures. Examples of hard measures include measures that must be installed with tools, such as new sensors, adjustments of damper linkages and actuators, or specialized software programming changes that the operators do not have the skills to undo. Examples of soft measures include building operation and major equipment schedules, setpoints of supply air temperature, chilled water temperature, or lockout settings. The measures that generated the savings shown in Exhibit IXA.IV-2 are a mixture of both types.  As discussed in detail below, we estimated the estimated useful life (EUL) of each measure, and determined the weighted average using each measure’s savings.  The EUL for the measures recommended in the ten Oakland buildings is eight years. 

Due to the comprehensive nature of r-Cx, the combined impact of r-Cx services is measured in terms of percentage of bill savings. Publications in conference proceedings and professional journals cite typical savings in the range of 5 to 15% of annual energy usage.1,2,3  R-Cx measures recommended in the Oakland Tune-Up Program confirm these estimates, with 7.4% electric and 9.1% gas savings. These percentages were used to generate the savings estimates provided below.  Details of the savings calculations can be provided upon request.

IXA.IV.A
Energy Savings Estimates

Because of the site- and systems-specific nature of the Tune-Up Program, it is not possible or advisable to drive savings estimates based on a pre-set list of discrete measures.  In addition, a majority of the measures that are identified in the program are not included in the DEER database and Energy Efficiency Policy Manual tables.  We therefore estimate percent energy savings as a function of whole building electric and gas EUIs (kWh/square foot), EULs, and costs based on our experience with a representative group of 10 office buildings in the current Oakland program.

The savings estimates for these 10 buildings were developed on a case-by-case basis by our qualified r-Cx service providers and reviewed by QC.  Measure savings were estimated using standard techniques within the industry, and are dependent upon the type of equipment or system involved.  Standard techniques used to estimate these savings include:

· ASHRAE Primary and Secondary HVAC Systems and Equipment Toolkit.

· DOE-2 based whole building energy simulation software (e.g. eQUEST, VisualDOE).

· ASHRAE Bin and Modified Bin Methods.

· Other public-domain building, system, or equipment modeling software (e.g. EZ Sim, Transys).

· Manufacturer design simulation software (e.g. Trane Trace, Carrier HAP, etc.).

· Engineering calculations.

· Statistical analysis.

Energy savings estimates are based on the results of 48 measures from 10 participating buildings in the Oakland Energy Partnership’s Tune-Up program.  The 48 measures will provide a total estimated savings of 2,278 MWh, 126,959 Therms, and 625 kW.  The average EUIs (energy usage intensities) for these buildings, based on actual billing data, is approximately 11.43 kWh and 0.52 Therms per square foot.  Based on these values, our savings estimates will reduce usage by 7.4% of the electric usage and 9.1% of the gas usage.

The EBEP’s Tune-Up program will cover buildings that are exposed to more extreme weather than those participating in Oakland. For the building types targeted by the EBEP program, we estimate that the average building EUIs are 13.8 kWh and 0.40 Therms per square foot, using PG&E’s 1999 Commercial Building Survey Report.  This is consistent with the expectation that the East Bay in general would have a slightly higher electric usage, due to more extreme summer weather, but lower gas usage, due to more year around heating needs in Oakland.

Based on these EUIs and on our 7.4% and 9.1% estimates of kWh and Therms savings, we estimate that we will save 1.02 kWh and 0.037 Therms per square foot of retro-commissioned floor space.  Furthermore, we assume a coincident demand reduction of 0.00028 kW a square foot, based on the same ratio of kW to kWh as found in our 10 buildings. 

Energy savings projected for the East Bay Building Tune-Up Program, based on 12 million square feet of retro-commissioned floor space, are:

	Coincident Peak Demand Reduction
	Electric Energy Savings
	Gas Energy Savings

	3.4 MW
	12.238 GWh
	443,000 Therms


IXA.IV.B
Deviations in Standard Cost-Effectiveness Values

Cost-effectiveness values estimated for the East Bay Building Tune-Up Program are:

	Net to Gross Ratio
	Estimated Useful Life
	Incremental Measure Cost

	1.0
	8
	$0.17


Net to Gross Ratio. The net-to-gross ratio used in the cost-effectiveness is 1.0.  Again there was no guidance in the Policy Manual for commissioning services.  As of 1998 the percentage of existing buildings commissioned in the US was less than 0.03 percent as stated on page one of the California Commissioning Market Characterization Study, A Report Prepared for Pacific Gas and Electric, November 2000.  Furthermore, any potential ‘free ridership’ that might occur will be largely offset by the spillover effects of the case studies in stimulating retro-commissioning activity outside this program, and any savings generated as a result of our EMPs.  In fact, there is an argument that the Net-to-Gross ratio could be greater than one, because we are not taking credit for potential savings generated by the EMPs.  For example, in the Oakland Energy Partnership program, we are already finding that some of our participants are planning to implement some of our recommendations provided in the EMP, which are generally more capital intensive measures not covered under the Tune-Up program.  Whether any spillover effects could be attributed to our program would depend on the extent to which installation of measures in the EMPs are attributed to subsequent participation in other programs such as SPC and Express.

Estimated Useful Life. The CPUC Energy Efficiency Policy Manual does not provide guidance on the persistence of r-Cx services.  To estimate the measure life, we again utilized the findings from our Oakland Energy Partnership program.  For each of the 48 measures in the 10 buildings that were used above to develop the per unit savings estimates, we estimated a measure life.  Wherever possible, we used measure lives provided in the Energy Efficiency Policy Manual.  For measures considered “soft” we generally applied a 3 year measure life consistent with an audit program.  We feel this is conservative as we are also providing systems documentation manuals and operator training.  For some soft measures, we took an even more conservative approach and assigned 1 year.  For many “hard” measures, like adding controls or VFDs, we were able to use the energy policy manual. There were also a subset of measures that could be classified as controls measures, with a 15 year life, but we took a more conservative approach and assumed 8 years ( average of a 1 year and a 15 year life).  These measures generally included equipment not listed in the policy manual or specialized software programming changes that the operators do not have the skills to undo.  Of the 48 measures used to develop our measure life, only 7% of the energy savings was associated with those measures assumed to have 8 year lives.  The “soft” 1-3 year measures comprised 40% of the kWh savings, with the 15 year plus “hard” measures comprising 53% of the measures.  To get a sense for the costs involved with these three categories of measure lives, the 1-3 year measures had an estimated cost of 6 cents per kWh to implement, compared with a cost of 22 cents and 14 cents for the 8 year and 15 plus year measures.  As expected, longer measure lives are more expensive to implement, as they require more specialized skills and hardware.

For each of the 48 measures, we used the measure specific savings and measure life estimates to estimate the TRC avoided cost for each measure, using the LU – Avd. Costs TRC tab in the CPUC workbook.  Across all 48 measures, we estimated the lifetime TRC avoided costs to be $1,068,820 for electric savings, and $288,824 for gas savings.  By dividing these values by the first year annual kWh and Therms savings, respectively, we estimate that average lifetime avoided TRC per kWh and Therms savings is 47 cents per kWh saved and $2.27 per Therms saved.  Again, using the LU – Avd. Costs TRC tab in the CPUC workbook, we did a look-up to determine what the measure life is that would be associated with a measure that provides 47 cents per kWh and $2.27 per Therms saved.  Based on this look up we determined that our 48 measures were providing an average measure life of 9.17 years for electric savings and 5.77 years for gas measures (the workbook only provides integers, so we interpolated to obtain our results).  Weighting these values by the respective lifetime TRC avoided costs for electric and gas savings, we estimated a measure life for the portfolio of 48 measures to be 8.45 years.  For the purposes of this proposal, which needs an integer, we rounded down to an 8 year measure life.  Interestingly, this is equivalent to what was originally proposed for the Oakland Energy Partnership.  However, we feel that this 8 year measure life is conservative, because of the significant amount of measures that are associated with 1 to 3 year measures lives.  We believe that our approach to providing training and documentation will yield a longer measure life (up to the 8 years based on the documented sources in the Oakland Energy Partnership proposal).  Even with this conservative assumption, we are still able to achieve the previously proposed 8 year measure life due to our emphasis on identifying “hard” measures.

Incremental Measure Cost. To develop the incremental measure costs, we used the same methodology as described for the energy savings and measure life, which is to base our values on actual expenditures and expected costs from 10 buildings and 48 measures identified in the Oakland Energy Partnership program.  The actual costs for the investigation phase associated with the 2.7 million square feet of retro-commissioned space in these 10 buildings is $211,864, or 7.86 cents per square foot.  The expected costs for implementing the 48 measures is $254,903, or 9.45 cents per square foot.  Therefore, the total cost of the retro-commissioning service is estimated to be 17.3 cents per square foot of retro-commissioned space.

IXA.IV.C
Rebate Amounts

The program has a very strong linkage between r-Cx services costs and measure costs.  The program’s incentives are structured so that the r-Cx service is provided at no cost to the customer.  This is because the two principal barriers to r-Cx investigations are that: 1) by definition, customers do not perceive that they have r-Cx related problems and are therefore reluctant to pay for detailed investigation, and 2) service providers have little to no incentive to work at risk (e.g., with payment contingent on the customer installing) without assurances that measures identified will be implemented.  In the Oakland project, when staff marketed the tune-up program, they spent significant time convincing the owners of the program’s benefits, which were subsequently born out in the scoping and detailed investigation phases.  R-Cx service providers, according to the PG&E Market Characterization Study, report that there is very little demand for r-Cx services by owners due to lack of knowledge of the extent of cost-effective r-Cx savings available in their buildings.  

Because the fixed costs per building of recruiting participants and conducting the detailed investigation are significant, it is important to use incentives effectively to maximize the fraction of measures identified that are installed.  Otherwise the savings remain lost opportunities while the investigations are sunk costs.  Total resource cost net benefits will be maximized by capturing as much of the cost-effective potential identified at each site as possible.

Incentive amounts will be based on the specific need of each building, according to its size, HVAC system, savings potential, identified measures, and other factors.  Incentives will cover 100% of the investigation phase of the retro-commissioning process in all cases, and average up to 75% of the implemented measure cost.     

IXA.IV.D
Activities Descriptions

There are no direct implementation activities not expected to produce energy savings.

IXA.V
Goals

IXA.V.A
Energy and Demand Savings Goals

The goals for the East Bay Building Tune-Up Program are summarized in the Exhibit IXA.V-1 below.

Exhibit IXA.V-1
East Bay Building Tune-Up Program Goals

	Net Resource Benefit
	$6,473,086

	Net Lifecycle kWh
	97,903,316

	Net Lifecycle Therms
	3,543,247

	Net Coincident Peak Demand
	3,356

	Net Annual kWh
	12,237,914

	Net Annual Therms
	442,906

	Total Square Footage
	12,000,000

	Number of Buildings
	50

	TRC Ratio
	2.41


IXA.V.B
Other Goals 

Other interim milestones and goals that can be used to assess program progress are:

· Developing 300 brochures.

· Developing and holding 4 presentations to industry groups and meetings.

· Developing 4 case studies.

· Presenting the program to 60 customers, or equivalent to reach 12 million square feet target.

· Perform screening process and assessing 60 customer’s buildings for energy savings potential, or equivalent to reach 12 million square feet target.

· Delivering 50 energy management plans, or equivalent to reach 12 million square feet target.

IXA.VI
 Program Evaluation, Measurement and verification

The basic approach to the EM&V of savings resulting from the r-Cx program will be to do appropriate levels of verification on a facility-by-facility basis, and then sum the savings for each facility to arrive at the total program demand and energy savings.  This bottom-up approach will be designed and implemented to accurately assess savings, while keeping costs under control to maximize the program cost effectiveness. 

IX.VI.A
Impact Evaluation

Impact M&V Methodologies

M&V for the tune-up program will be based on, and in compliance with the International Performance Measurement and Verification Protocol
. M&V for the r-Cx program will consist of two primary components, 1) partially measured retrofit isolation, and 2) calibrated simulation.  These two methods correspond to M&V Options A and D respectively, as described in the IPMVP.

M&V Implementation

To frame the M&V activities in the context of the proposed program, the following discussion provides a look at the technical portion of the program, and describes how M&V activities will be included in each phase. The M&V process has many steps in its process: 1) define base year equipment and systems; 2) define variables that influence equipment or building energy use in the base year; 3) establish a model or set of equations that predict base year energy usage, and estimate savings; 4) install the energy efficiency measures; 5) collect data that influence energy use in the post installation year; and 6) use model or equations to determine base year energy consumption under post-installation year conditions; and 7) compare actual savings with predicted savings. There are two r-Cx service provider activities during the Project Implementation phase of the program that provide opportunities to initiate M&V steps 1, 2, and 3.  These are: detailed investigation, and handoff.  Each of these three activities is briefly described below with M&V elements shown in italic for emphasis.

Detailed Investigation Phase

· Preliminary r-Cx plan – The preliminary plan will provide groundwork for efficiency development and implementation, including M&V in the following stages.  It defines the equipment and systems of interest.

· Collect and define utility bill information, and other data that characterizes the base year. Create a model, using accepted techniques, of the energy consumption of the system or equipment of interest for the base year. Estimate savings for recommended r-Cx measures. For recommended measures, an M&V procedure is defined. The procedure identifies if implementation verification requires a visual check, spot measurements, or short term monitoring. 

Hand-off

· R-Cx service providers prepare documentation on the systems and equipment examined during the program.  At this point in the process, all data and materials on the installed measures may be passed to the EM&V firm.

IX.VI.B
Process Evaluation 

The evaluation will include a process evaluation element.  The process evaluation will address the following issues:

· Analysis of program tracking data, program milestones, participant characteristics.

· Participant feedback on the program requirements and participation process.

· Participant satisfaction with the program experience.

· Participant feedback on program attribution.

· Participant feedback on program effects on efficiency-related business practices.

· Non-participants and customer drop out (if any) reasons for not participating.

· Program manager feedback on process-related issues.

· R-Cx and service provider and contractor feedback on process-related issues.

Interviews will be conducted with program participants, non-participants, and the program manager and r-Cx service providers.

IXa.VII
Qualifications

IXA.VII.A
Primary Implementer

Quantum Consulting has been providing program design, implementation, and evaluation services across the nation and abroad for 17 years.  QC is uniquely qualified to manage the Building Tune-Up Program, as QC brings to this project not only the perspective of program implementation, but also years of experience in design and evaluation.  Combined, QC is currently implementing over $8 million of PGC-funded energy efficiency programs in California. QC is managing the largest PGC funded multi-program local government partnership program, the $6 million Oakland Energy Partnership Program.  Goals for this program are to generate over $14 million in net lifecycle benefits as measured by the Total Resource Cost test.  This translates to yearly energy savings of 28.6 GWh, 10.3 MW and 161,000 therms and, at current rates, over $4 million per year of bill savings for participants.  QC is acting as the prime contractor for the program, which is being delivered with CPUC funding and contract management by PG&E.  The program is currently on budget and on track for meeting its savings goal at the end of the contract term.  The Program will be running until March 31, 2004 (or June 30, 2004 if our extension filing is accepted).  Offerings include a total of six sub-programs being managed by QC, spanning the single family, multi family, small commercial, large commercial, industrial and new construction segments as listed below:

· Large Commercial Building Tune-Up Program – Retro-commissioning services for large nonresidential customers.

· Energy Efficiency Design Assistance Program - New construction design assistance for multifamily, commercial and industrial customers.

· CheckMe AC Tune Up Program - AC tune-up for small commercial and residential customers.

· High Tech Duct Repair Program - Duct sealing for small commercial and residential customers.

· Building Energy Services Team Program- Direct install for hard-to-reach commercial customers.

· Street and Area Lighting Demonstration Program – Improving the efficiency of street and area lighting.

As part of the Oakland Energy Partnership, QC is also directly implementing the largest program element, the Building Tune-Up Program, which is one of the largest Retro-commissioning programs in the nation.  QC is also managing two other PGC-funded programs, the SCE and PG&E Municipal Wastewater Retro-commissioning programs.  These programs were extensions of our successful PG&E Cross-cutting Demand Wastewater Retro-commissioning and CEC Municipal Wastewater Retro-Commissioning Programs. 

QC has also played a key role historically in assisting PG&E with designing their energy efficiency programs.  Between 1999 and 2001 QC also assisted SCG with managing their portfolio of Residential Single-Family, Multi-family and Third Party Programs.  This assistance included interacting regularly with the nine contractors who participated in the multifamily element as well as the company performing site inspections and verifications.  In addition, QC assisted SCG in managing other external organizations involved in their single family program (e.g., Edison, RER, League of California Homeowners, Mowris & Associates, and Energy Analysis Technologies).  QC continues to provide SCG with technical review and support on an as-needed basis.

To summarize, QC’s relevant qualifications for managing, designing and implementing energy efficiency programs include:

· Oakland Energy Partnership, CPUC Third Party Local Program

· Oakland Energy Partners Large Commercial Building Tune-Up Program

· Wastewater Retro-commissioning, CPUC Third Party Local Program 

· PG&E Cross-cutting Demand Wastewater Retro-commissioning Project

· CEC Municipal Wastewater Retro-Commissioning Program

· Management Assistance for SCG’s Residential Third Party Initiatives Programs

· Management Assistance for SCG’s Residential Contractor Program

· Management Assistance for SCG’s Residential Rebates Programs

· Design and Implementation of Commonwealth Edison’s Online Home Energy Audit 

· Implementation Assistance for Reddy Kilowatt’s Online Home Energy Audit

· Design of American Electric Power Service Corporation and Columbus Southern Power’s  Residential Load Control Program 

Design of FPL’s Nonresidential New Construction Program 

· Design of FPL’s BuildSmart™ Residential New Construction Program 

· Design Assistance for FPL’s Residential Load Control Project 

Quantum Consulting also has assigned to this project, key senior staff that have years of experience in program design and implementation.  QC’s proposed staff members have held the following positions or performed the following activities:

· Program Manager for PG&E’s Standard Performance Contract Program 

· Program Manager for PG&E’s Power Saving Partners (PSP) Program 

· Implementation Assistance for SCE’s Standard Performance Contract Program

· Implementation Assistance for Sacramento Municipal Utility District (SMUD) Recommissioning Program

· Implementation Assistance for Sacramento Municipal Utility District (SMUD) Demand Responsive Load Management Project

· Design and Rollout of NYSERDA’s Standard Performance Contract Program

· Design of Reliant’s Residential Energy Star Program

· Design of Reliant’s Commercial Performance Contracting Program

· Design of Reliant’s Retail Air Conditioner Distribution Program

Quantum Consulting is also one of the leading market assessment and evaluation firms in the nation, as well as within California.  For example, Quantum Consulting is currently managing or directly involved with the evaluation of seven Statewide Programs, including the:

· Statewide SPC Program Evaluation

· Statewide Express Efficiency Program Evaluation

· Statewide Nonresidential Audit Program Evaluation

· Statewide Nonresidential New Construction Program Evaluation

· Statewide Residential Single-Family Rebate Program Evaluation

· Statewide Residential Lighting Program Evaluation


· Statewide Residential Audit Program Evaluation

Within the past two years, QC has provided California’s energy efficiency community with invaluable research resulting from its market assessment studies, including the:

· Statewide Nonresidential Customer Hard-to-Reach Study

· Statewide Cost-to-Serve Small Nonresidential Customers Study

· Statewide Renter-Building Owner Scoping Study and Market Characterization.

· Statewide Small Nonresidential Customer Needs and Wants Study

· Statewide Small Industrial Customer Needs and Wants Study

· Statewide Large Nonresidential Customer Needs and Wants Study

· Statewide Best Practices Study (in progress)

In addition to QC’s work in California, QC has extensive experience performing market assessment and evaluation studies across the nation.  Below is a representative sample of just a few of the projects QC has been involved with over the past couple of years:

· Conectiv’s Residential Load Control Program Evaluation

· Connecticut’s Energy Efficiency Potential Study

· Delta-Montrose Electric Association’s Residential Load Analysis 
· Florida Power and Light’s Residential and Commercial DSM Program Evaluations, 

· General Public Utilities’ Residential Load Control Program Evaluation

· Idaho Power Corp’s DSM Peak Load Reduction Study (in progress)

· Northwest Energy Efficiency Alliance’s Evaluation of the Commissioning in Public Buildings Project 

· PacifiCorp and Comverge’s Residential Load Control Program Evaluation

· Southwestern Public Service Company’s EnergyStar Home Baseline Project 

· Wisconsin Focus on Energy’s Commercial and Industrial Supply Side Market Assessment

IXA.VII.B
Subcontractors

Quantum Energy Services and Technologies, Inc.

Quantum Energy Services and Technologies, Inc. (QuEST) provides energy efficiency engineering services to commercial, educational, and municipal facilities. Our mission is to provide high quality audits and feasibility studies, design, specification, and construction management of site-specific energy efficient systems that deliver energy and demand savings in a cost-effective and timely manner. Our key practice areas include facility commissioning, energy efficiency project development, measurement and verification, energy research, and due diligence services. (More information on QuEST can be found at www.quest-world.com.)

Oakland Energy Partnership’s Large Commercial Building Tune-Up Program, Quantum Energy Services and Technologies, Inc (QuEST) staff developed and implemented a screening process that assesses a facility’s energy savings potential.  Using the monthly electric and natural gas utility bills, and 15-minute electric demand data when available, QuEST established each energy use benchmarks and compared them to peer buildings.  Using the load profiles, we identified typical problems in electric use. We performed a short assessment of each facility to identify the HVAC, lighting, and control systems, and interviewed facility staff. We identified energy savings measures that could be implemented in the existing equipment and systems, and major system retrofits and replacements. 

QuEST has performed the preliminary assessment on the following facilities: Oakland-Piedmont Municipal Court, Alameda County Courthouse and Administration, Marriott Hotel / Oakland Convention Center, Marriott Hotel / Oakland Convention Center, Marriott Courtyard Hotel, Kaiser Permanente, Laney College, Merritt College, and Rotunda.
Lawrence Berkeley National Lab

The Commercial Buildings Systems Group focuses on the development of advanced computer-based building design tools that assist the architect or engineer in decision making from early, schematic design through building construction, commissioning and operation. In the spirit of the Healthy or Green Building, the Group also seeks ways to integrate a variety of isolated building technologies into complete systems that allow for compounded energy efficiency and an increased building life-cycle.  LBNL will provide r-Cx services and technical assistance to the Building Tune-Up Program. (More information on LBNL can be found at www.lbl.gov.)

VaCom Technologies

VaCom Technologies is a design-build engineering firm specializing in efficient cooling, heating and refrigeration for the commercial /industrial market sectors.  VaCom provides technical services, develops energy efficiency projects and produces custom products utilizing vapor compression technology and computerized controls.  It is a licensed contractor in California and other Western states.

VaCom has specialized technical skills based on its research of vapor compression systems over many years, resulting in an ability to optimize the energy performance of existing HVAC/Refrigeration systems as well as successfully develop new products and large scale energy efficiency projects using fundamental engineering methods.  In addition to extensive supermarket and industrial refrigeration plant simulation capability, engineering and economic models have been created for specialized applications including food processing plants, ice arenas and wineries. (More information on VaCom can be found at www.vacomtech.com.)

Nexant, Inc.

Nexant, Inc. is an energy industry-leading consulting firm, providing owner’s representation, project management, program design and implementation, and engineering services for energy projects. Since our inception in 1986, at the time known as Schiller Associates, we have been providing management and engineering services to government agencies, utilities, as well as commercial, institutional and industrial facility owners to help them manage energy consumption and reduce costs in their facilities. (More information on Nexant can be found at www.nexant.com.) 

Enovity

Enovity, Inc. is a full-service energy engineering, sustainable design and facility management firm based in San Francisco. The firm employs eighteen qualified energy and facility management specialists. Enovity, Inc. principals have been active in commissioning and r-Cx for the past 6 years. They have directed and completed projects encompassing a wide variety of the building systems, including chilled water systems (chillers, pumps, VFDs, and system performance); heating systems (boilers, pumps, VFDs, and system performance); air handlers (fans, coils, dampers, individual and group performance); lighting controls; building automation systems (front end computers, field control modules, programming, and point verification); and electrical monitoring systems. (More information on Enovity can be found at www.enovity.com.)

kW Engineering

kW Engineering is an independent provider of energy engineering services specializing in assessments of commercial, institutional, and industrial facilities. Their staff have expertise with all major energy-using systems, know proven methods for reducing utility costs, and have developed accurate techniques for estimating energy and cost savings. kW Engineering  can use these skills to help customers identify and implement well-engineered projects that save energy and improve profitability. KW has five licensed mechanical engineers and four Mechanical Engineering Master’s degrees. (More information on kW can be found at www.kw-energy.com.)

IXA.VII.C
Experience of Program Management Staff

DR. DAVID JUMP, P.E., Director of Engineering, will be the overall Project Manager for the Tune-Up program.  He will be responsible for all aspects of program management, performance, and quality control.  Dr. Jump currently leads a team of five engineers in providing commissioning, energy project development, and applied research. Dr. Jump has developed and managed a $1.8 M building retro commissioning program in the City of Oakland. He has expertise in commercial building HVAC, central plant technologies, and building energy management systems. He has developed and executed monitoring and evaluation plans for performance contracts, utility program evaluations, and as an owner’s representative. His experience with data acquisition and analysis techniques and tools has enabled him to author chapters in M&V guidelines, and develop tools for assessing measurement protocol cost effectiveness. Dr. Jump is an experienced project manager who has overseen many large projects and programs, including research programs. He received a Ph.D. in Mechanical Engineering from the University of California, Santa Barbara and has over ten years experience in the energy-engineering field.

Adan Rosillo, P.E., C.E.M. Senior Associate, will be the Lead Engineer.  He will assist Dr. Jump with the building-specific quality control functions.  Mr. Rosillo is a professional engineer with extensive experience in facilities engineering, design and construction of energy conservation projects, project management, and performance contracting. He has considerable experience in HVAC systems design operation and analysis, computer simulation, utility rate analysis, project cost estimating, and energy savings analysis.  At QuEST, Mr. Rosillo performs detailed engineering audits in commercial buildings to develop retro-commission projects under a local energy program sponsored by the California Public Utilities Commission.

Mr. Rosillo is a member of the American Society of Heating, Refrigeration, and Air Conditioning (ASHRAE).  He holds a Bachelors degree in Chemical Engineering and a Masters degree in Physics from the Technology Institute of the Advanced Studies of Monterrey, Mexico.  He is a Professional Mechanical Engineer registered in California and a Professional Chemical Engineer registered in Mexico.  He is also a registered Physics Instructor by the Board of Governors of the California Community Colleges.

Kristopher L KinneY, will be one of QC’s Field Engineering staff. Mr. Kinney specializes in integrating energy efficiency concepts, design, IT, web interfaces and operations with clients. At QC, Mr. Kinney has provided r-Cx services for the Oakland Convention Center, Rotunda, and Courtyard Marriott projects. In prior employment, he has worked in collaboration with the Lawrence Berkeley National Laboratory for the design and installation of real-time web accessible building monitoring systems. Equally at home in the field, Mr. Kinney has recently completed extensive energy audits and conceptual design studies for two Hyatt Hotels in San Francisco, and The Grand Hyatt, Singapore. Mr. Kinney was a technical session speaker on new developments in Data Visualization Methods for HVAC Applications under the Existing Building Commissioning II: Diagnostic Methods seminar at the 1999 Annual ASHRAE meeting, USA. He has also presented at the American Council for an Energy Efficient Economy (ACEEE). Mr. Kinney holds a degree in Architectural Engineering from the University of North Carolina.

IXA.VII.D
List of Key Staff from Additional r-Cx Service Providers

· kW Engineering: Eben Twombley, P.E., Kevin Warren, P.E.

· QuEST: Fred Smothers, Asim Tahir

· LBNL: Mary Ann Piette, Ph.D., Phil Haves, Ph.D.

· Nexant: Ed Jerome, C.E.M., Arik Cohen 

· VaCom:  Doug Scott, David Goldberg

· Enovity: Greg Cunningham, AIA, Jonathan Soper, P.E.

IXA.VIII
Budget

Budget components and total are presented below in Exhibit IXA.VIII-1.  All detail and references for budget line items are presented in the project workbook.

Exhibit IXA.VIII-1
Project Budget

[image: image16.wmf]Budget Items

Element

Budget

Sub-Total

Total

Administrative Costs

339,207

      

 

Marketing/Advertising/Outreach

152,540

      

 

Direct Implementation

1,793,652

   

 

Evaluation, Measurement & Verification

114,810

      

 

Total Program Budget

2,400,209

 

 


If multiple Building Tune-Up Programs are funded, we have already identified areas where we can reduce costs due to economics of scale. Depending on the number of Building Tune-Up Programs funded, we believe we can reduce our Administrative, Marketing, and EM&V costs by as much as 15%.

ixB.  Business Energy Services Team Program

ixB.i
Program Overview

IXB.I.A
Program Concept

The East Bay Energy Partnership (EBEP) Business Energy Services Team  (BEST) Program is an incentive program designed to assist small businesses to overcome the barriers to implementing cost-effective energy efficiency measures.  The BEST Program targets hard-to-reach (HTR) small and very small businesses (100kW or less) in areas governed by local government partners (LGPs) in Alameda and Contra Costa Counties.  The BEST Program offers a “turnkey” approach in which marketing, energy education, site-specific energy analysis, financial incentives, equipment procurement, and installation are all provided.  This turnkey marketing and implementation process takes customers quickly from interest and intent to actual installation of measures.  The primary focus of this incentive program is to maximize the implementation of cost-effective, high-efficiency lighting measures, while also addressing some HVAC, refrigeration and customized measures.  

The BEST Program has a proven track record for cost-effective program delivery.  During PY 2002-03, the program has been successfully implemented in the San Diego region through SDREO, in the City of Oakland through the Oakland Energy Partnership, and in the City of Long Beach through KEMA-XENERGY’s EEGOV Program.  All three programs are fully subscribed and are well on track to exceed their energy and demand savings goals.  Additionally, the majority of participants are HTR customers.  The success of the BEST Program during 2002-03 has also resulted in the need for KEMA-XENERGY to establish a waiting list of program participants in all three local programs.  Continuation of funding into 2004-05 for the EBEP BEST Program would allow the program to take advantage of the existing momentum of the 2002-03 BEST Program in the City of Oakland. The BEST Program proposes to continue to target and reach the small commercial customers that are otherwise highly unlikely to participate in statewide incentive programs.

IXB.I.B
Program Rationale

Small commercial customers lack the capital, expertise, and staff time necessary to assess and act on energy-efficiency opportunities comprehensively and confidently.  The BEST Program is designed to effectively mitigate these barriers by lowering first cost, minimizing hassle and transaction costs, and reducing real and perceived risks associated with equipment performance and contractor reliability.  The BEST Program specifically addresses the following key market barriers:

· Split incentives: cases in which the incentives of an agent charged with purchasing energy efficiency (owners) are not aligned with those of the persons who would benefit from the purchase (tenants).  Historically, fewer energy efficiency measures are installed in leased space because building owners generally pay for the retrofit, but the renter benefits from the energy savings. This provides little incentive on the part of the owner to invest in energy efficiency.  Recent research
 shows that renters are willing to share in the cost of energy efficiency improvements with their building owner when payback periods are less than or equal to the time remaining on their lease. We believe that there is a significant opportunity for programs to work with both building owners and renters to cooperate and share in the costs and benefits of energy efficiency investments.  By offering significant financial incentives to owners and occupants for the replacement of inefficient equipment, the BEST Program can produce payback periods that are attractive to both owners and renters (i.e., in the case, of renters, payback periods that are shorter than their remaining leases).  Equipment warranties will also be provided.

· Lack of Access to Capital/First Cost.  Small commercial customers, particularly those in economically depressed areas, have limited access to capital.  Because of this and other barriers, these customers rarely make energy-efficiency related investments if they have payback periods of more than a few months.  Based on past experience with these types of customers, the BEST Program recognizes the need to pay a significant portion of the measure cost in order to achieve significant participation and measure penetration in this HTR segment of the market.

· Hassle or Transaction Costs: the indirect costs of acquiring energy efficiency, including the time, materials and labor involved in obtaining or contracting for an energy-efficient product or service.  The BEST Program reduces hassle and transaction costs by offering one-stop services that include customer education, site-specific energy analysis, feasibility analysis, financial incentives, equipment procurement and installation.  
· Information or Search Costs: the costs of identifying energy-efficient products or services or of learning about energy-efficient practices, including the value of time spent finding out about or locating a product or service or hiring someone else to do so.  The BEST Program is specifically designed to reduce the information and search costs for small commercial customers.  Marketing and outreach activities increase customer awareness of cost-effective energy efficiency measures.  Other features of the program that address this barrier include energy analysis and turnkey equipment procurement and installation services.    

· Performance Uncertainty and Hidden Costs.  The BEST Program addresses customers’ concerns by providing targeted information documenting the proven energy savings from program measures and the reliability characteristics of efficient equipment.  Equipment warranties will also be provided.

· Access to Financing: the difficulties associated with the lending institution’s historic inability to account for the unique features of loans for energy savings products (i.e. that future reductions in utility bills increase the borrower’s ability to repay a loan) in the underwriting procedures.   The BEST Program will make participants aware of and offer any low-cost financing that is available.  We recognize that the California Power Authority may develop such financing during the program period.  We are eager to work with the CPA to include any low-cost financing as part of our program package.
Equity Considerations

As discussed above, the very small commercial market is known to be an HTR market in the energy efficiency industry, not just for private market actors, but for public purpose programs as well.  The participation rate of small businesses in utility incentive programs has also been more than three times less than that of larger businesses.  As noted throughout, our proposed program design will reach markets that have been largely missed by the statewide programs.  

Consistent with this, the CPUC Energy Efficiency Policy Manual defines nonresidential “hard-to-reach” (HTR) as those customers who do not have easy access to program information or generally do not participate in energy efficiency programs due to the following barriers:  

· Language – Primary language spoken is other than English;

· Business Size – Less than ten employees and/or classified as Very Small;

· Geographic – Businesses in areas other than the San Francisco Bay Area, San Diego area, Los Angeles Basin or Sacramento;

· Lease – Investments in improvements to the building benefit the business only during the lease period, landlords benefit longer.

Based on a recent analysis,
 it appears that the majority of HTR segments proposed by the CPUC have historically been under-served by the PGC funded programs.  In particular, this includes the following proposed segments:  small customers that have less than 10 employees, businesses in leased space, strip malls, local chain or single-location restaurants, and convenience stores.  Of these, the two most significant segments are renters and businesses with less than 10 employees, which when combined comprise over 60 percent of the small/medium nonresidential population
 in terms of annual energy consumption.  Furthermore, these two segments overlap significantly with strip malls, convenience stores and local chain/single-location restaurants.  

Participation levels in the Express Efficiency program were very low in 1999 (and throughout much of the 1990s)
 both for all customers <500kW (0.4percent) and for small customers < 20kW (0.16percent).  Participation levels increased significantly for small customers in PY2000 to about 2.8percent for customers < 20kW (2.6 percent for all customers < 500kW).  As discussed in the next section, this was primarily because the IOUs significantly increased Express incentive levels for the smallest customers, as well as marketing and outreach efforts targeted at these customers.  

Innovation

The BEST Program uses an innovative approach to provide services to the HTR small commercial market segment. The turnkey program concept has a proven track record of high participation rate and cost-effective life cycle savings for hard to reach markets.
  The challenge of this approach has been to successfully balance marketing and administrative costs with incentive levels in order to maximize cost effectiveness.  The BEST Program design minimizes marketing and transaction costs while maximizing penetration, and therefore, cost-effectiveness.

The most cost-effective approach to any program is highly dependent upon the characteristics of the target market for which savings are desired.  For certain markets, approaches that involve high levels of effective information dissemination and moderate incentives provide the most cost-effective solution.  Our experience in delivering and evaluating commercial programs indicates that this is not the case for small and very small businesses, especially those in economically depressed areas.  As noted in previous sections, the historical evidence demonstrates clearly that very small commercial customers will not adopt efficiency measures or participate in efficiency programs at meaningful levels without a combination of high incentive levels and complete turnkey services.

Figure IXB.I-1 displays the typical relationship between incentive levels and penetration rates among small commercial customers.  This and the following graph were developed based on actual experience implementing commercial energy efficiency programs in the mid-1990s.  The largest increases in penetration occur when the incentive percentage of total installed cost is between 50 percent and 80 percent.  Incentives of 50 percent will result in market penetration around 30 percent, while 80 percent incentives will encourage roughly two-thirds of the market to participate.

Figure IXB.I‑1
 Market Penetration as a Function of Incentive Level for Small Commercial Customers
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In Figure IXB.I-2, we provide KEMA-XENERGY’s estimates of the cost per kW saved as a function of incentive levels.  Note that a turnkey program does not make sense if the incentive levels are 40 percent or lower.  Other more traditional program strategies work best with the lower incentive levels if lower market penetration is acceptable.  In addition, the cost per kW is fairly constant for incentive levels between 50 percent and 80 percent.  However, increasing the incentive from 50 percent to 80 percent provides additional kW savings without increasing relative costs.  Because this also minimizes lost opportunities, experience shows that the 70 to 80 percent incentive level is optimal for the turnkey program model.

Figure IXB.I-2
Turnkey Program Costs for Small Commercial
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We recognize that, more recently, the IOUs have been targeting efforts towards small customers, which have resulted in significant increases in participation.  Over the past two years, the utilities have modified the payment requirements of the Express Efficiency prescriptive program in an effort to increase participation among smaller customers.  As a result, a record number of customers in the <20kW nonresidential segment participated in the 2000 and 2001 Express Efficiency program, driven primarily by increased incentives and vendor bonuses.  A total of 21,000 applications were submitted in 2000 among customers in the <20kW segment.  Of these applications, 76 percent received a vendor bonus.  Furthermore, approximately 95 percent of the applications also received incentives that were double the base value (resulting from other promotions, e.g., summer specials).  The result was that 80 to 100 percent of the measure cost was paid for by the incentives for T8 and CFL measures.  CFLs and T-8s were far and away the most popular measures installed.  
For PY2003, it appears that Express Efficiency will increase their rebates so that incentives will average somewhere in the neighborhood of 25 to 50 percent of measure costs.  These incentive levels are appropriate for a mass market, prescriptive rebate program.  We applaud the utilities for their efforts to increase penetration among small commercial customers.  The results of the PY2000 program are consistent with the program penetration model we presented above, i.e., that participation rates increase significantly as incentive levels move above 50 percent.  Our objective with the BEST Program is to serve those small hard-to-reach customers that would otherwise be unlikely to participate in the Express Efficiency program (both because Express incentive levels are lower and because the BEST Program will provide door-to-door direct marketing and turnkey installation).

Summary of Key Features and Measures

To summarize, the key features of the BEST Program are:

· A proven approach to reaching small commercial customers who would otherwise not participate in statewide incentive programs;

· A simple turnkey marketing and implementation process that takes customers quickly from interest and intent to actual installation of measures;

· Cash incentives for measures designed to achieve high participation levels and low per unit market costs (approximately 80 percent of measure cost); 

· Reduction in time and hassle costs (free assessment audit, pre-selected contractors, simple enrollment);

· Enhanced warranties (to reduce performance uncertainty and risk of hidden costs);

· Lower measure costs (economies of scale on equipment and installation costs);

· Leveraged outreach (LGP staff, local Chambers of Commerce, other strategic community based organizations); and

· Industry leadership in Tracking and Evaluation.

Targeted measures for the BEST program include the following:

· Compact Fluorescent Lamps (CFLs)

· Screw-in

· Hardwired

· Fluorescent Measures

· Retrofit

· Delamped

· LED Exit Signs

· Lighting Controls

· Occupancy Sensors

· Photocells

· Custom Lighting

· Window Film

· Programmable Thermostats

· Refrigeration Measures

· Vending Controls

· Anti-sweat Heaters

· Miscellaneous

· Custom electric measures

· Custom gas measures

Additional programmatic and cost-effectiveness details are provided in the sections that follow.

IXB.I.C
Program Objectives

Key objectives of the BEST Program are highlighted below:

· Cost-Effective, Proven, Results:  The BEST Program was implemented successfully and cost-effectively to HTR small businesses during 2002 and 2003.  The program is on track to exceed the energy and demand savings goals.  The cost-effectiveness developed for this program is based on actual program experience and results as discussed in Section IXB.IV.  

· Peak Savings Emphasis: The BEST Program is designed to emphasize peak demand savings (see Section IXB.IV.A, Table IXB.IV-1; this program is projected to achieve 3,544 kW in net coincident peak demand savings).  For the most part, the financial incentives of the BEST Program are tied directly to the kW savings of the proposed measures.  Therefore, the higher the demand reduction of proposed measures the higher the incentive. 

· Achieve Long-Term savings:  The program’ lifecycle energy savings is expected to 86 GWh, or 13 times the expected annual energy savings, demonstrating long term projected savings for the program.      
· Strong Hard-to-Reach, Equity Focus:  The BEST Program will continue to target HTR very small businesses; particularly those that are located in leased space. The key goal of the EBEP BEST Program is to directly address a critical CPUC policy objective, i.e., to serve the HTR markets through local programs.  Because this target market rarely participates in existing programs, the EBEP BEST Program will continue to improve on the equity of the public goods fund expenditures.  The EBEP BEST Program has a target of at least two-thirds of the participants categorized as HTR. 

· Complete “Turnkey” Service:  The BEST Program offers a “turnkey” approach in which marketing, energy education, site-specific energy analysis, financial incentives, and equipment procurement and installation are all provided.  This “turnkey” marketing and implementation process quickly takes customers from interest and intent to the actual installation of energy efficient measures.   

· Maximum Effect Door-to-Door Marketing:  Experience has shown that the key to marketing to the small commercial segment is to take it directly to the business.  The small commercial businesses usually do not respond to mail or phone solicitations.  The most successful marketing approach has involved door-to-door canvassing.  

· Incentive Levels that Work for the Target Market:  Cash incentives for measures designed to achieve high participation levels and low per unit market costs.  By setting incentive levels fairly high for this geographically restricted target market, the marketing costs per unit of energy saved have been significantly reduced.

· Innovation: The BEST Program relies heavily on leveraging the outreach capabilities of our local partners and program-approved contractors.  Contractors utilize the BEST Internet-based Proposal Generation Software tool to generate proposals that detail energy and demand savings, project cost, customer cost and a simple payback analysis. The software enables the contractor to compare the economics and performance levels of various energy efficiency options and select the most cost-effective or appropriate measures for the proposal.  Thus, the software has inherent market transformation benefits. 

· Leverage EBEP’s Relationships with City Governments in the East Bay:  EBEP will create alliances with specific cities in Alameda and Contra Costa Counties to assist in conducting critical outreach services to the small HTR businesses in their targeted neighborhoods.  

Projected Accomplishments 

The EBEP BEST Program is designed to deliver cost-effective long-term energy and demand savings to small and very small HTR nonresidential customers.  Incentive levels are high to achieve significant participation and measure penetration in this HTR segment of the market. As such, a high percentage (67 percent) of our total budget is allocated to financial incentives.  The projected accomplishments of the BEST Program for program years 2004-05 include the following:  

	East Bay Partnership B.E.S.T. Program Projected Accomplishments

	Net Coincident Peak Demand Savings
	3,429 

	Net Annual kWh Savings
	6,545,232

	Net Lifecycle kWh
	85,880,765

	Net Annual Therms
	20,064

	Net Lifecycle Therms
	268,704

	TRC Ratio
	2.2

	PT Ratio
	8.4


IXB.II

Program Process

IXB.II.A
Program Implementation

The proposed program for 2004-05 is a continuation of the successful 2002-03 BEST Program.  The BEST Program proposes to continue to install energy efficiency measures at small businesses, especially in businesses that have traditionally been hard-to-reach (HTR) with respect to statewide energy efficiency programs.  The BEST Program distinguishes itself from the Statewide Express Efficiency Program by offering full turnkey services to this HTR market segment.  The high incentives of the BEST Program allow for the minimization of marketing activities and movement directly into a proposal development.  The cost to develop a proposal is also kept low by utilizing KEMA-XENERGY’s Internet-based Proposal Generation Software.  
A major component of the BEST Program is the leveraging of program staff with the marketing capabilities of program-approved contractors.  These contractors generate leads and utilize the Proposal Generation Software to prepare either standard or non-standard Participation Agreements, also referred to as proposals, for customers to sign, with a minimum of interaction with program staff.  Non-standard Participation Agreements require a Program Engineer to review the savings calculations, while a standard Agreement utilizes savings calculations embedded in the Proposal Generation Software and does not require an engineer’s review.  

Once a business has agreed to the terms of the Participation Agreement and has signed it, program staff will verify eligibility and then conduct a pre-inspection to verify the existing equipment.  The contractor will then install the measures.  All completed projects will be post-inspected by program staff.  The contractor will receive the incentive payment directly from the program implementer.  The contractor will also be responsible for collecting a portion of the project cost from the business.  All program contractors have agreed to offer program-approved warranties on parts and labor of all installed equipment.  

Several of the key attributes of the BEST Program’s ”turnkey” concept are discussed below to highlight a few of the program design issues:
Cash Incentives

Incentives will be set at 80% or higher of the project cost because maintaining a short payback and minimal customer payment is the driving force behind customer participation in this HTR market segment.  For the most part, the delta kW savings of the measure will determine the incentive amount. For some measures, the incentive is determined on a per unit basis.  Incentive levels will be reduced by about 15% from the incentive levels used in the 2002-03 BEST Program.  

Incentive caps will be determined based on customer size.  Smaller businesses (<50kW average annual demand) will have a cap of 95% of project cost.  Larger businesses (50-100kW average annual demand) will have a cap of 85% of project cost.  If it becomes apparent that the program is not on track to meet goals after three quarters of field activity, these caps may be modified.  
Our objective is to achieve savings under each of the measure categories offered in the program.  The program will initially reserve funds per measure category to ensure a mix of measures. We also plan to encourage project proposals to include measures from more than one end-use category.    To encourage projects that include measures from more than one end-use category, we may offer a bonus or lift the incentive cap.
Proposal Development

Developing the right process and systems are the keys to generating a low-cost, quality proposal.  KEMA-XENERGY developed its Internet-based Proposal Generation Software for the primary purpose of supporting the BEST Program.  The Proposal Generation Software Program takes equipment inventory data collected during a site visit and generates a proposal for the business and a work order for the contractor, as well as other Program-related forms used for inspections and notification of participants and contractors.

The software enables the user to compare the economics and performance levels of various options and to select the appropriate measures for the proposal.  The result is a Participation Agreement (also referred to as the proposal) that only needs to be signed by the business owner or manager to start the process.

The on-site collection of data requires a person that has received sufficient training, but does not require an engineer.  During the on-site visit, data is collected on the characteristics of equipment in the business and their operating schedule.  The on-site surveyor will first brief the business manager or owner on the program and assess their interest level.  If sufficient interest exists, the surveyor will collect the required data.  The surveyor will be trained to identify conditions when certain measures are not feasible and identify potential custom measures.  A project engineer will make a follow-up visit with the surveyor if a potential custom measure needs to be assessed or if there are questions regarding measure feasibility.

Equipment Procurement and Installation

A competitive bidding strategy will again be used to achieve the lowest possible measure costs while maintaining high quality.  Existing approved program contractors and other contractors from the PG&E service territory will be asked to provide costs for any or all program measures.  Contractors can put in bids for just equipment, just installation, or both.  The bids will be used to create standard pricing for a wide range of prescriptive measures.  Projects identified by a City Administrator and/or program staff member will be assigned to a program contractor based on the preferences of the business, location, and the capabilities of the contractors as appropriate, or on a random basis by program staff.

Site Inspections

To minimize performance uncertainty risk for the customer, verify savings and ensure quality, the BEST Program conducts pre and post-inspections at 100% of the project sites.   

Equipment Warranties

Program approved contractors are required to offer equipment and labor warranties.  The warranties are in place to specifically address the identified market barrier of performance uncertainty regarding equipment reliability.  Program approved contractors agree to honor program specified warranties as part of the approval process.

Coordination 

The BEST Program will continue to utilize the “Flex your Power” slogan in order to leverage the statewide marketing campaign.  In addition, EBEP, KEMA-XENERGY and specific East Bay cities’ co-branding will be utilized in relevant marketing materials.  As stated previously, the key feature of the marketing and outreach strategy will be to leverage the local outreach of several strategic City Governments such as the cities of Oakland, Berkeley and Pleasanton.

Cost-effective marketing synergies will also be achieved through coordinated efforts that cut across all of EBEP’s energy programs, as well as, any other related energy programs.

The target market for the BEST Program tends not to be a good candidate for other statewide energy efficiency programs.  The BEST Program’s target market tends to need a one-year payback or less before the participant will make any investment.  Programs with incentives in the 20% to 60% range rarely can achieve the required payback periods.  Nevertheless, a fact sheet with information on other relevant programs will be provided to the business at the same time as the proposal and will also be left with the businesses that are not interested in or eligible for the BEST Program.   The fact sheet will specifically focus on programs that address measures that can only be cost-effective at the time of normal equipment replacement.

BEST will be offering complementary rebates and services to those offered by the Smart Lights Program.  For the most part, BEST will be serving HTR businesses with annual peak demand in the 20-100kW range, specifically focusing on businesses in leased space.  The Smart Lights Program will target businesses with annual demand below 20kW.  Each program will further refine target markets to minimize overlap and enhance the services opportunities for customers.  The Smart Lights Program has established a minimum incentive per site so that businesses with few fixtures still receive a cost-effective project. This incentive structure has been very effective in serving under 20kW facilities.  BEST’s provides a straight kW incentive, which is better suited for larger facilities with high kW savings. 

IXB.II.B
Marketing Plan

The East Bay Energy Partnership will work with KEMA-XENERGY, partner cities and program-approved contractors to implement the required marketing and outreach campaign.  Program staff will work with various City Governments, such as the City of Oakland, the City of Berkeley and the City of Pleasanton to leverage their marketing and outreach capabilities in their communities.  The Cities can provide a valuable liaison between the business community and the BEST Program.  Additionally, the cities can help to identify specific geographical areas that are economically distressed or comprised by older buildings.  The EBEP, KEMA-XENERGY and the Cities will co-brand the program and get the message out through program flyers, Internet access and presentations at City sponsored community meetings.

Additionally, the program-approved contractors themselves have been found to be a highly effective channel for marketing. Contractors market the program to businesses directly because it assures that they will get the installation job.  In the 2002-03 BEST Program, contractors were the primary source for obtaining signed proposals.  

Door-to-door canvassing by the person who will conduct the facility assessment has been found to be the most cost effective means to market the BEST Program.  During canvassing, flyers will be distributed that are co-branded by EBEP, KEMA-XENERGY and the partner cities to establish credibility.   

IXB.II.C
Customer Enrollment

Businesses will either be recruited for enrollment via a door-to-door canvassing campaign, or they may call a daytime phone number to confirm eligibility and request that a proposal be developed.

In the door-to-door campaign, the business manager or owner will be provided with information on the program measures and a rough estimate of the likely costs and benefits.  If the manager or owner expresses interest, a site assessment will be performed and a proposal developed.  The business commits to being a program participant once they sign the Participation Agreement.  Business eligibility will be confirmed by reviewing electric billing data to confirm the business’ rate schedule and demand level.

IXB.II.D
Materials

Once a business has signed a Participation Agreement and the business has been determined to be eligible for the Program, a work order will be sent to the contractor.  For projects originated by Program staff, the contractor will conduct a quick walk-through to assess the feasibility of each measure.  For projects originated by the contractor, Program staff will conduct a pre-inspection to verify the existing equipment type and counts prior to the sending of the work order.  In general, most information needed to order the equipment will be on the work order. The contractor will then schedule the installation with the business.  When the installation is completed, the contractor will send in a Project Completion Form signed by the business and contractor to KEMA-XENERGY noting any differences in measure quantity from the original work order.  Program staff will post-inspect all projects and thoroughly track accomplishments prior to payment of the incentive.

IXB.II.E
Payment of Incentives

Incentives will be paid directly to the contractors.  All projects will be post-inspected before payment is made.  The payments to the contractors will use PG&E’s existing infrastructure to avoid unnecessary duplication and to control costs.  In addition, using PG&E’s infrastructure will provide a central customer database to minimize the potential for double-dipping

IXB.II.F
Staff and Subcontractor Responsibilities

Project Management Structure

The EBEP program manager will have responsibility of the overall coordination of BEST activities in the EBEP areas.  He/she will have primary responsibility for ensuring effective communication between the KEMA-XENERGY team and other members of the Energy Partnership and aiding in problem resolution where necessary. 

The BEST project director will have overall responsibility for managing the KEMA-XENERGY staff.  KEMA-XENERGY will also handle the database administration and energy engineering support using a centralized function in the KEMA-XENERGY Oakland office.

The BEST Program will have a KEMA-XENERGY field supervisor and inspector(s) located in Oakland.  The role of the field supervisor is to ensure that all inspections are conducted in a timely fashion and that various agreements, such as the Facility Access Agreement, are signed when required. The field supervisor will also have a key role in coordinating with the various contractors. The inspector(s) will conduct site surveys, perform pre-inspections for contractor-initiated proposals and perform post-inspections of all completed projects.

A structured approach to project management is an important piece of the Quality Assurance Plan. A key role of project management is to track and review the work of all project staff.   The KEMA-XENERGY Project Director will ensure that all project requirements are met, at various stages, before approving the project to proceed to the next phase. The various project phases are provided in Figure IXB.II-1, along with the quality assurance objectives to be accomplished in each phase.

Figure IXB.II-1
Quality Assurance Objectives by Project Phase

	Phase Name
	Quality Assurance Objective

	Project Initiated
	· If is not initiated by contractor, ensure that a Facility Access Agreement is signed before a KEMA-XENERGY generated proposal is created.

	Proposal Waiting for Approval
	· Approve cost and savings estimates for all non-standard measures. Standard Participation Agreements are “automatically” approved.

	Proposal Approved
	· Ensure that proposal is delivered to customer and that appropriate follow-up is performed.

	Proposal Accepted 
	· Ensure that customer has filled out and signed the entire Participation Agreement.

· Confirm eligibility of customer.

· Conduct pre-inspection to verify preconditions and ensure that proposed measures are feasible.

	Work Order
	· Obtain written project commitment from contractor.

	Construction
	· Ensure that project will be completed within required time frame.

	Construction Completed
	· Conduct post inspection to verify measure installation. 

	Project Notification 
	· Ensure that the customer and contractor both agree to the payment arrangements.

	Payment 
	· Ensure that the appropriate payment is made by program.

	Project Completed
	· Ensure that all data is locked.

· Ensure that required documentation is provided to utility as required.


Figure IXB.II-2 (below) illustrates the project flow through the various phases.

Figure IXB.II-2
Project Process Flowchart
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IXB.II.G
Work Plan and Timeline for Program Implementation

Major project activities will occur during the following time periods.

	East Bay Energy Partnership
Business Services Energy Team (BEST) Program 
Performance Targets and Deliverables

	Program Activity
	2004
	2005

	
	Q1
	Q2
	Q3
	Q4
	Q1
	Q2
	Q3
	Q4

	Program Launch
	
	
	
	
	
	
	
	

	Sign Contract and Coordinate Program Activities with Contract Administrator
	●
	
	
	
	
	
	
	

	Direct Mailing Announcing Program 
	
	●
	
	
	
	
	
	

	Program Implementation
	
	
	
	
	
	
	
	

	Recruit Contractors
	●
	
	
	
	
	
	
	

	Obtain Demographic Data to Identify the Hard-To-Reach (HTR) Target Market Areas
	●
	
	
	
	
	
	
	

	Identify Community Based Outreach Organizations (CBO’s)
	●
	
	
	
	
	
	
	

	Schedule Meetings With Specific CBO’s in the HTR Target Market Areas
	●
	
	
	
	
	
	
	

	Plan Workshop for Licensed Program Contractors
	●
	
	
	
	
	
	
	

	Develop Policy and Procedures Manual
	●
	
	
	
	
	
	
	

	Establish Standard Price Guidelines
	●
	
	
	
	
	
	
	

	Create Customer Contact Forms
	●
	
	
	
	
	
	
	

	Develop Tracking Database
	●
	
	
	
	
	
	
	

	Conduct Contractor/Site Surveyor Training
	●
	
	
	
	
	
	
	


Each monthly report will contain a written summary of accomplishments and issues, expenditures by type, and the following statistics.

	Activity
	Number of Business Locations
	Energy Savings
	Incentive Amount
	% HTR

	Business contacted
	X
	
	
	

	Facility Assessments
	X
	X
	X
	X

	Proposals Generated
	X
	X
	X
	X

	Proposals Approved “Commitments”
	X
	X
	X
	X

	Pre-Inspections
	X
	
	
	

	Installation completed
	X
	
	
	

	Post-Inspections 
	X
	
	
	

	Incentives paid “Actual”
	X
	X
	X
	X


IXB.III
Customer Description

IXB.III.A
Detailed Description of Types of Customers Targeted by Program

The target market will be comprised of commercial and industrial businesses.
  In general, the target business types will be retail, small office, service establishments, and warehouses along with some small fabrication industrial customers.

The majority of the building space will be leased space.  

The BEST Program will continue to target the hard-to-reach small businesses, particularly businesses that lease their space.  The key goal of the BEST Program is to directly address the critical CPUC policy objective to serve the hard-to-reach (HTR) markets through local programs.  Because this target market rarely participates in traditional energy efficiency programs, the BEST Program will continue to improve on the equity of the public goods expenditures.  The BEST Program has a target of two-thirds of the projects installed will be comprised of businesses that are categorized as HTR.

Customer Sizes Targeted

Businesses with average annual maximum electricity demand below 100kW will be targeted.  We expect that the average customer will have 40kW of demand, 140,000kWh of energy usage, and about 10,000 square feet of floor space. 

The number of small or very small businesses in California is very large.  Figure IXB.III-1 shows the distribution of small/medium business customers of the three electric IOUs, Pacific Gas & Electric (PG&E), Southern California Edison (SCE), and San Diego Gas & Electric (SDG&E), according to utility area, customer type, and customer size (kW demand).  Distributions are shown by number of customers (based on accounts) and electricity consumption.   As can be seen in Figure IXB.III-1, 85 percent of the small and medium business customers are very small, with electricity demand less than 20kW.  This percentage represents over 835,000 small or very small business customers throughout the state.

Figure IXB.III-1
Small/Medium Business Customer Distribution
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Source:  1999 Statewide Small/Medium Nonresidential MA&E Study, prepared by XENERGY Inc. for Pacific Gas & Electric Company, December, 2000.  Data are from utility billing records.
IXB.III.B
Customer Eligibility

All businesses with electricity demand less than 100kW within the boundaries of Alameda and Contra Costa Counties, will be eligible for the BEST Program.  The BEST Program will coordinate with the Smart Lights Program to optimize energy efficiency service offerings for small nonresidential customers in the East Bay.  For the most part, BEST will be serving HTR businesses with annual peak demand in the 20-100kW range, specifically focusing on businesses in leased space.  The Smart Lights Program will target businesses with annual demand below 20kW.  Each program will further refine target markets and customer eligibility rules to minimize overlap and enhance the service opportunities for customers.  For instance, the programs may decide to determine customer eligibility based on geographical boundaries. 

IXB.III.C
Customer Complaint Resolution

KEMA-XENERGY’s approach to dispute resolution and consumer protection is outlined in this section. There are several methods through which disputes between program staff and end-user customers will be resolved. First, when problems arise, it is the job of the KEMA-XENERGY Program Manager to use all means at their disposal to resolve the issues at hand. If they are not successful, the issue is brought to the attention of the Principal in Charge for their input and problem resolution skills. If we still have not been successful, the issue will be brought to the attention of the EBEP Program Manager.  If necessary and as a last resort, KEMA-XENERGY’s contracts specialists will be enlisted, depending on the nature of the problem. 

We should point out that never in our long history of delivering programs and implementing consulting engagements has there been a customer complaint that we did not satisfactorily resolve. In fact, KEMA-XENERGY has rarely had to go beyond the Project Manager and Principal in Charge to resolve conflicts.  We value our long-standing working relationship with various players in the industry, and look forward to our continued mutual success on future projects. Integrity remains to be one of the cornerstones of the work we do, and it is a key value that we bring to any situation in which problems arise. 

In addition, KEMA-XENERGY will inform customers of the Commission’s informal and formal complaint processes, which are available through the Consumer Services Division, as another channel through which customers may file a complaint.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

IXB.III.D
Geographic Area

As discussed in Section IXB.III.B, the EBEP will serve communities located in Alameda and Contra Costa Counties.  The BEST Program will identify 2-4 cities within the region for targeted marketing and outreach activities.  Our intent is to work with local governments that have an interest in providing energy efficiency programs, the capability to add value to the program delivery process, but for whom it would be inefficient to develop and submit their own proposals directly to the CPUC.  Besides having significant subpopulations of HTR customers, potential LGPs expressing interest in the BEST Program will need to demonstrate their commitment to the program, have an adequate infrastructure of marketing and outreach capabilities, show strong ties to community-based organizations, and have a positive brand identity among the HTR segments of their communities.  KEMA-XENERGY will work with the LGPs to designate various areas within their boundaries that are economically distressed or that have a high percentage of HTR businesses. These areas will be characterized as having older smaller buildings, higher business turnover, higher vacancy rates and lower property values.  

IXB.4
Measure and Activity Description

Targeted measures for the BEST Program include the following:

· Compact Fluorescent Lamps (CFLs)

· Screw-in

· Hardwired

· Fluorescent Measures

· Retrofit

· Delamped

· LED Exit Signs

· Lighting Controls

· Occupancy Sensors

· Photocells

· Custom Lighting

· Window Film

· Programmable Thermostats

· Refrigeration Measures

· Vending Controls

· Anti-sweat Heaters

· Miscellaneous

· Custom electric measures

· Custom gas measures

Assumptions on savings and costs for the above measures are documented by the following sources:

1. “2001 DEER Update Study,” prepared by XENERGY Inc. for the California Energy Commission, August 2001.

2. “California Statewide Commercial Sector Energy Efficiency Potential Study,” prepared by XENERGY Inc. for Pacific Gas and Electric, July 2002.
3. Pacific Gas and Electric 2001 Express Efficiency Filing to the California Public Utilities Commission and IOU 2003 Express Efficiency Filing to the California Public Utilities Commission submitted July 30, 2003.

4. 2003 KEMA-XENERGY BEST Program Database.

IXB.IV.A
Energy Savings Assumptions

Figure IXB.IV-1 below describes the assumptions used for calculating the kW, kWh, and therm savings. Custom electric and gas and miscellaneous refrigeration savings are determined on a case-by-case basis through custom analysis.  All lighting measure savings are based on a per unit kW demand savings.

Figure IXB.IV-1
Energy Savings Assumptions
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Compact Fluorescent Lamps (Screw-in)

Per kW saved

0.8900

3,500.00

Operating hours are from existing B.E.S.T. 

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Compact Fluorescent Lamps 

(Hardwired)

Per kW saved

0.8900

3,500.00

Operating hours are from existing B.E.S.T. 

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Fluorescent Fixtures 

Per kW saved

0.8900

3,500.00

Operating hours are from existing B.E.S.T. 

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Fluorescent Fixtures with Delamping

Per kW saved

0.8900

3,500.00

Operating hours are from existing B.E.S.T. 

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

LED Exit Signs (Retrofit or New)

Per kW saved

1.2000

8,760.00

8,760 operation, see section 4.2.1 for kW 

savings 

Exterior Lighting

Per kW saved

0.0000

4,380.00

No demand savings (on during nighttime hours 

only). Half of 8,760.

Occupancy Sensors

Per controlled 

kW

1,050.00

No demand savings. One third of B.E.S.T. 

documented operating hours.

1

Photocells

Per controlled 

kW

1.0000

4,380.00

Demand savings associated with turning off 

lighting during daylight hours. Half of 8,760. 

Not comparable to Express Efficiency filing.

Custom Lighting

Per kW saved

0.8900

3,500.00

From existing B.E.S.T.

1

Window Film

Per sq ft

0.0200

15.00

From Express Efficiency filing

2

Programmable Thermostat

Per unit

0.0000

2,000.00

545.00

From Express Efficiency filing divide by two, 

typical size unit in Express Efficiency

2 

calculation is 10 tons - small customers are more 

likely to have smaller units, assumed to be on 

average - 5 tons

Humidistat Controls

Per door

2,502.00

From Express Efficiency filing

2

, assume 2.5 

linear ft per door

Miscellaneous Refrigeration

per kWh

0.0050

1.00

Assumption

Vending Controls

per unit

1,589.00

From Express Efficiency filing

2

Custom Gas

per therm

1.00

From existing B.E.S.T.

1

Custom Electric

per kWh

0.0050

1.00

From existing B.E.S.T.

1


Coincident Peak Demand Reduction (kW)

For lighting measures, we are considering one unit to be one kilowatt saved or one kW controlled. Coincident peak demand savings incorporate coincident diversity factors and demand interactive effects, resulting in a coincident kW savings of  (kW of existing equipment – kW of replacement equipment) * (Demand interactive effects) * (Coincident diversity factor). These factors are averaged across market segments and result in a 0.89 factor (extracted from 2001 PG&E Express Efficiency Filing). Photocell savings are associated with turning off exterior lighting that remained on during daylight hours. Exit signs have a coincident diversity factor of 1.0, so the combined factor is 1.2. Photocell savings are associated with turning off exterior lighting that remained on during daylight hours.

All other measures peak demand savings were determined from the IOU Express Efficiency filing.

Electric Energy Savings (kWh)

Similarly to the peak kW savings, electric energy savings for lighting is associated to every kW saved (i.e., the difference between the existing fixture wattage and the replacement fixture wattage) savings times the operating hours. The operating hours were determined from existing B.E.S.T. projects. The assumed operating hours are less than the Express Efficiency Program operating hour assumption, primarily because smaller businesses have lower operating hours on average than the larger businesses. Occupancy sensor savings are from reducing the operating hours by 30 percent. Photocell savings are from reducing the operating hours of exterior lighting from 8,760 to half the time (daylight hours). Exit sign savings are associated to the change in fixture wattage times 8,760 hours.

All other measures electric energy savings were determined from the IOU Express Efficiency filing which are primarily based on calculated values. The custom electric and miscellaneous refrigeration savings are based on one kWh

Therm Savings

Only custom gas measures and programmable thermostats have gas savings associated with them. For programmable thermostats, it is assumed half the savings determined in the Express Efficiency filing since smaller business are associated with the BEST Program and, hence, smaller heating units. The custom gas savings are based on one therm of savings.
IXB.IV.B
Deviations in Standard Cost-Effectiveness Values

Net-to-Gross Ratio 

Consistent with the Express Efficiency Program, a net-to-gross ratio of 0.96 was assumed for the BEST Program.  Since these two programs are similar with respect to target market and measures funded, there is a compelling argument that the two programs should use consistent net-to-gross estimates. 
Effective Useful Life

All the default values for EULs in the workbook have been assumed.  However, for screw-in compact fluorescent lamps we have assumed a three (3) year EUL.  For vending controls we used an EUL of 15, consistent with the Express Efficiency Program.  For miscellaneous refrigeration, an EUL of five (5) years was assumed to be consistent with the “Refrigerator: Evaporative Fan Controller” measure listed in the Energy Efficiency Policy Manual. Custom Lighting has 16 years for its EUL, since most of these measures include retrofits such metal halides or other modifications.

Incremental Measure Cost

Similar to the energy savings assumptions, the incremental measure cost (IMC) estimate is based on 2001 DEER Update Study (“DEER”), California Statewide Commercial Sector Energy Efficiency Potential Study (“Potential Study”), Express Efficiency IOU filing, and data from the current B.E.S.T. Program. Table IXB.IV-2 displays the assumptions used for each measure in the workbook for IMC. Since the B.E.S.T. Program is using kW saved as the “unit” for lighting measures, we’ve taken data from the B.E.S.T. program of kW savings and measure cost to determine the cost per kW saved for fluorescent fixtures, screw-in compact fluorescent lamps, occupancy sensors, and LED exit signs.  Non-lighting costs are documented in Figure IXB.IV-2. Please see Figure IXB.IV-2 for the assumptions used under each measure.
Figure IXB.IV-2
Incremental Measure Cost Assumptions
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Compact Fluorescent Lamps (screw-in)

Per kW saved

$230.00

Standard pricing average accepted 

and utilized by B.E.S.T. Program 

contractors

1

Compact Fluorescent Lamps (hardwired)

Per kW saved

$760.00

Average from all hardwired CFL 

measaures in DEER

2

Fluorescent 

Per kW saved

$909.00

Standard pricing average accepted 

and utilized by B.E.S.T. Program 

contractors

1

Fluorescent - delamp

Per kW saved

$705.00

Standard pricing average accepted 

and utilized by B.E.S.T. Program 

contractors

1

LED Exit Signs (Retrofit or New)

Per kW saved

$1,505.00

Standard pricing average accepted 

and utilized by B.E.S.T. Program 

contractors

1

Occupancy Sensors

Per controlled kW

$420.00

Standard pricing average accepted 

and utilized by B.E.S.T. Program 

contractors

1

Photocells

Per controlled kW

$100.00

From DEER

2

 (assume photocell 

controls 1 kW)

Custom Ltg

per kW

$800.00

Assumption

Window Film

Per sq ft

$3.00

From Potential Study

4

 (standard 

film)

Programmable Thermostat

per unit

$100.00

From Potential study

4

 (assuming 5 

ton unit)

Humidistat Controls

Per door

$140.00

From Express Efficiency

3

 and 

Potential

4

 study, based on 2.5 ft 

door

Miscellaneous Refrigeration

per kWh

$0.50

Assumption

Vending Controls

per unit

$200.00

From Expres Efficiency filing

3

Custom Gas

per therm

$0.50

Assumption

Custom Electric

per kWh

$0.50

Assumption


12003 KEMA-XENERGY B.E.S.T. Program Database.
2“2001 DEER Update Study,” prepared by XENERGY Inc. for the California Energy Commission, August 2001.

3Pacific Gas and Electric 2001 Express Efficiency Filing to the California Public Utilities Commission and IOU 2003 Express Efficiency Filing to the California Public Utilities Commission submitted July 30, 2003.
4“California Statewide Commercial Sector Energy Efficiency Potential Study,” prepared by XENERGY Inc. for Pacific Gas and Electric, July 2002.
IXB.IV.C
Rebate Amounts

The B.E.S.T. Program targets the HTR nonresidential market segment.  This market segment generally includes a customer base that lacks capital and does not typically understand energy efficiency.  Maintaining a short payback and minimal customer payment is the driving force to customer participation.  Table IXB.IV-3 provides a summary of the incentive amounts by measure category.

The B.E.S.T. Program currently has incentive amounts set to ensure projects at least meet a one-year payback period.  For most measures, the incentive is tied directly to the demand savings.  However, contractors have strongly pursued delamping projects that are more lucrative, resulting in an average payback (based on a sample of projects in the current B.E.S.T. Program) of 0.2 years and customer payment of about eight percent of total project cost.  One component of our incentive management strategy for the 2004 - 2005 B.E.S.T. Program is to reduce the incentives for lighting measures by about 15 percent. This adjustment for the current mix of projects results in almost a half-year payback period and customer payment of about 17 percent.  A second component in managing our incentives is to implement a cap on incentives.  The cap will be based, in part, on whether the participating business qualifies as an HTR business.  If the business is HTR there is no cap on incentives; but the incentive may not exceed the total cost of the project.  A cap will be applied to incentives for a non-HTR business.    The mechanism for determining the level of the cap is to be determined.  Among other factors, the economics of the project will be a key consideration in determining the cap level for non-HTR business participants.  If it becomes apparent that the program is not on track to meet goals after three quarters of field activity, these caps may be modified.
Figure IXB.IV-3
Rationale for Incentive Amounts

[image: image23.wmf]MEASURE / ACTIVITY NAME

UNIT DEFINITION

FINANCIAL 

INCENTIVE 

ASSUMPTIONS

Compact Fluorescent Lamps (Screw-in)

Per kW saved

 $        215.00 

From existing B.E.S.T. Program

Compact Fluorescent Lamps 

(Hardwired)

Per kW saved

 $        650.00 

From existing B.E.S.T. Program

Fluorescent Fixtures 

Per kW saved

 $        650.00 

From existing B.E.S.T. Program

Fluorescent Fixtures with Delamping

Per kW saved

 $        650.00 

From existing B.E.S.T. Program

LED Exit Signs (Retrofit or New)

Per kW saved

 $        650.00 

From existing B.E.S.T. Program

Occupancy Sensors

Per kW saved

 $        250.00 

From existing B.E.S.T. Program

Photocells

Per unit

 $        250.00 

From existing B.E.S.T. Program

Custom Lighting

Per kW saved

 $        650.00 

From existing B.E.S.T. Program

Window Film

Per sq ft

 $            2.50 

From existing B.E.S.T. Program

Programmable Thermostat

Per unit

 $          75.00 

From existing B.E.S.T. Program, 

$15 per ton

Humidistat Controls

Per door

 $          35.00 

Two and a half times Express 

Efficiency amount, assume 2.5 ft 

per door

Miscellaneous Refrigeration

per kWh

 $            0.20 

From existing B.E.S.T. Program 

Vending Controls

per unit

 $          90.00 

From Express Efficiency

Custom Gas

per therm

 $            1.00 

From existing B.E.S.T. Program

Custom Electric

per kWh

 $            0.20 

From existing B.E.S.T. Program


One program objective is to achieve savings under each of the measure categories offered in the program.  The program will initially reserve funds per measure category to ensure a mix of measures. We also plan to encourage project proposals to include a mix of measures, for example, lighting and non-lighting (two different lighting measures will not count).  To encourage projects with multiple measures in more than one end use category, the cap will be lifted, regardless of the customer size, i.e. the project will be eligible to receive funding for 100% of the project cost.  

B.4.D
Activities Descriptions

The BEST Program relies on program-approved contractors to solicit proposals, procure equipment, and install the measures.  However, administrative dollars will be needed to market the program to the contractors. Additionally, if there is no program activity, the BEST team will market the program directly to customers by one or more of the following methods: door-to-door canvassing, direct mail, telemarketing, advertisements in local papers, chamber of commerce, and more. The BEST team will also generate program activity by conducting audits at interested facilities contacted by the BEST team or customers who directly contact the BEST team. 

IXB.V
Goals

IXB.V.A
Energy and Peak Demand Savings Targets

Our detailed energy, kW, and therm targets are shown in Figure IXB.V-1.

Figure IXB.V‑1
Savings Targets

[image: image24.wmf]MEASURE NAME

NO. OF 

UNITS

ANNUAL 

ENERGY 

SAVINGS 

PER UNIT 

(kWh)

ANNUAL 

GAS 

SAVINGS 

PER UNIT 

(THERMS)

GROSS PEAK 

DEMAND 

REDUCTION 

(KW)

TOTAL 

ANNUAL 

GROSS KWH 

SAVINGS

TOTAL 

ANNUAL 

GROSS 

THERM 

SAVINGS

Compact Fluorescent Lamps (screw-in)

245

3,500

218.05

857,500

0

Compact Fluorescent Lamps (screw-in)

8

4,380

0.00

35,040

0

Fluorescent 

450

3,500

400.50

1,575,000

0

Fluorescent 

5

4,380

0.00

21,900

0

Fluorescent - delamp

615

3,500

547.35

2,152,500

0

LED Exit Signs (Retrofit or New)

50

8,760

60.00

438,000

0

Occupancy Sensors

250

1,050

0.00

262,500

0

Photocells

25

4,380

25.00

109,500

0

Window Film

200

15

4.00

3,000

0

Programmable Thermostat

20

2,000

545.00

0.00

40,000

10,900

Humidistat Controls

200

2,502

0.00

500,400

0

Miscellaneous Refrigeration

250,000

1

1,250.00

250,000

0

Vending Controls

50

1,589

0.00

79,450

0

Custom Gas

10,000

1.00

0.00

0

10,000

Custom Electric

200,000

1

1,000.00

200,000

0

Custom Ltg

50

3,500

44.50

175,000

0

Custom Ltg

5

4,380

0.00

21,900

0

CFLs (hardwired)

25

3,500

22.25

87,500

0

CFLs (hardwired)

2

4,380

0.00

8,760

0

TOTAL

3,572

6,817,950

20,900


IXB.V.B
Hard-to-Reach Targets

The EBEP BEST Program is designed to serve hard-to-reach (HTR) nonresidential customers in the East Bay Area.  Our objective is to have approximately two-thirds of our participants fall under at least one of the HTR categories.  Based on our experience on 2002-03 BEST Program, we believe the largest percentage of HTR participants will come from businesses that operate in leased space

IXB.VI
Program Evaluation, Measurement & verification (EM&V)

IXB.VI.A
EM&V

Description of General Approach to Evaluating Program Success

Evaluation of programs is critical to ensuring accomplishments and improving programs over time.  KEMA-XENERGY has been a leader in energy program evaluation for over two decades.  Accordingly, we are well equipped to design and implement a program evaluation that will provide reliable conclusions as to the success of the program.  

Our extensive experience evaluating programs has taught us that evaluation must also be well tailored to the specific characteristics of programs.  For example, evaluating a training or market transformation-oriented program would typically produce a very different set of evaluation activities than an impact evaluation of say an industrial measure for which there was no prior research and, hence, no basis for deemed savings.  

The primary goal of this program is to achieve a high penetration of efficient equipment installations and to maximize the amount of cost-effective energy savings achieved for each participant.  As a result, the key measures of our success are the number of installations achieved and the energy savings associated with those installations.  Thus, the evaluation activities are focused on these two issues.  In addition, we propose to conduct a process evaluation that will include measurement of customer satisfaction.  A mid-program process evaluation is included in this proposal to assist in fine-tuning the program processes while in the field, allowing for the improvement of program implementation for Year 2.

Description of Approach to Measuring and Verifying Energy and Peak Demand Savings (Applicable to all programs except information-only)

Our evaluation approach for this program will be focused on verifying installation of the measures for which incentives are provided, estimating hours of operation for lighting measures, and measuring participant satisfaction with the program experience.  

Verification of Installation.  One of the advantages of a “turnkey” installation program is that the probability of installation is higher than that for most programs because verification of installation is part of the program process.  Nonetheless, we recognize that it is possible that measures may be removed in a small percentage of cases because of participant dissatisfaction with their performance, early failure, or other reasons.  As a result, we will conduct a verification survey on a random sample of participants near the end of the program period.  The verification survey will consist of an on-site audit in which installation of specific measures in specific locations is verified.
  If there are cases in which measures are no longer installed, reasons for the equipment removal will be documented.  The results of the verification survey will be used to estimate the proportion of measures in the tracking system that remained installed after the departure of the installation team.

Energy Savings and Peak Demand Savings.  Efficiency savings for the core lighting and HVAC measures for this program have been well documented as a result of many years of impact evaluation work in the 1990s.  In the case of the lighting measures, the change in wattage level for measures in this program are well known.  We recognize that there always exists some uncertainty in the assumed hours of operation, even though hours of operation have been extensively studied.  We propose to use industry-standard sampling techniques, including ratio estimation, to measure hours of operation with lighting loggers.  The sample for both the verification and hours of operation components of the evaluation will be designed to achieve precision of plus or minus 10 percent at the 90 percent confidence level.  The final estimate of energy savings for the lighting measures will be calculated by multiplying the number of units in the tracking system, times the installation verification rate, times the change in wattage for each measure, times the ratio of measured versus ex ante hours of operation.  Peak demand savings will be estimated by using logger data to estimate peak coincidence factors and the application of the factors to ex ante estimates from the tracking system.  

Because non-lighting measures account for less than 10 percent of estimated program savings for the BEST program, we propose that non-lighting savings be accepted on an ex ante basis and adjusted by the installation verification rate.

Process Evaluation and Customer/Contractor Satisfaction.  A two-phase process evaluation will be performed on the BEST program.  It will address a range of issues, including:

· Customer and contractor satisfaction levels

· Effectiveness of program marketing

· Targeting strategy

· Marketing materials

· Survey and proposal process

· Effectiveness of program delivery

· Performance of installation

· Post-installation inspections

· Effectiveness of program management

· Customer tracking

· Contractor management

The process evaluation will be conducted in two phases:  (1) toward the end of Year 1 mid-way through the program; and (2) at the end of the program.  The mid-program evaluation will examine how the program is operating and assess whether adjustments need to be made to enhance performance and service to customers and program-approved contractors.  In addition to a standard customer and contractor satisfaction survey that is described later in this subsection, the process evaluators will review the program operations from both the perspective of the customer, contractor, and the program team.  Obstacles to the success of the program will be identified and remedies proposed to address them.  The feedback provided by the process evaluation will be incorporated where feasible and every effort will be made to refine the program based on the information gathered.

Additionally, the process evaluation will measure key indicators of program success:  

· Number of business contacted,

· Number of businesses not interested,

· Number of audits conducted,

· Number of proposals developed by contractors and by BEST team,

· Number of proposals accepted,

· Number of installations completed,

· Number of inspections completed, and

· Number of incentives paid.

The end of program process evaluation will provide a retrospective picture of the success of the program process and will assess customer satisfaction.  

Customer feedback will be obtained primarily through a mail-in customer satisfaction survey that will focus on general customer satisfaction with the program process and the measures installed.  The customer satisfaction questionnaire will be left with program participants during the verification visits, and participants will be instructed to mail in the surveys.  Depending on the rate of return, KEMA-XENERGY may opt to conduct a random telephone survey of an additional sample of non-respondents.  

Contractor feedback will be obtained primarily through an e-mailed survey that will focus on ease of use and BEST team responsiveness and timeliness of program processing. KEMA-XENERGY expects to have a high rate of return from participating program contractors.

IXB.VII
Qualifications

IXB.VII.A
Qualifications of primary implementer

KEMA-XENERGY’s 350 employees throughout the United States are experts in energy engineering, energy audits, energy efficiency program administration and implementation, construction management, design/build services, energy metering and statistical analysis, economic analysis, education, training, and energy software development.  Related consulting services include market research and assessment, program monitoring and evaluation, technology assessment, energy policy analysis, and information technology to support these specialties.  Figure IXB.VII-1 provides a brief of project experience. 

Figure IXB.VII-1
Summary of Selected KEMA-XENERGY Qualifications

	Project Name
	Client
	Sector
	Year
	Description

	Turnkey Program Implementation
	
	
	

	· B.E.S.T Program
	CPUC
	Small Commercial
	Ongoing
	Turnkey marketing, energy education, site-specific energy analysis, financial incentives, equipment procurement, and installation program

	· Innovative Peak Load Reduction Program
	Calif. Energy Commission (CEC)
	Nonresidential
	Present
	Program Administration of $14 million statewide small nonresidential grant program. 

	· Comprehensive Compressed Air 
	PG&E Third-Party 
	Industrial
	Present
	1 MW of turnkey assessment and implementation

	· Comprehensive Compressed Air 
	CPUC 
	Industrial
	Present
	3 MW of turnkey assessment and implementation in SCE & SDG&E service areas.

	· Sure Bet
	Nevada Power/

Sierra Power
	Small to Medium Commercial
	Present
	Turnkey marketing, implementation, and administration of energy-efficiency incentive and audit program.

	· Partners in Energy Program 
	SMUD
	Small Commercial
	1996
	Small Commercial direct install program delivered to over 740 project sites.  

	· Model Energy Communities Program
	PG&E
	Small Commercial
	1994
	Small commercial direct install program servicing over 320 sites.

	· Onsite Energy & Water Audits 
	Glendale Water & Power, Montana Power, Kauai Electric
	Residential
	Present
	Audit and direct install services for residential. 

	· HVAC PACT
	PG&E, NYSERDA
	Small Commercial
	Present
	HVAC Contractor training program.

	Tech Services/Auditing
	
	
	
	

	· Technical Services Contract
	PG&E
	Nonresidential
	Present
	Audits, feasibility studies, wastewater treatment benchmarking.

	· Wastewater Treatment Plant Improvement Program
	CPUC
	Nonresidential
	Present
	Audits, feasibility studies, wastewater treatment benchmarking, efficiency training, incentives for local government facilities.

	· Technical Assistance Contract
	Roseville Electric
	Nonresidential
	Present
	Audits of large nonresidential customers and technical assistance w. Peak Load Program.  

	· Green Buildings Outreach & Design Assistance
	County of Alameda
	Commercial, Residential
	Present
	Promote green building practices in design phase of new buildings

	· Green Building Design Assistance and Research
	City of San Jose
	Commercial
	2001
	Research and plan green building strategies for civic buildings.

	· Technical Services Contract
	PacifiCorp
	Nonresidential
	Present
	Energy auditing of nonresidential customers.

	· RECAP
	PG&E, SCE, SDG&E, others
	Residential
	Present
	Turnkey residential mail-in audit services; several hundred thousand processed per year.  

	Research and Planning
	
	
	
	

	Planning Studies
	
	
	
	

	· 2001 DEER Update Study
	CEC
	Commercial and Residential
	2001
	Statewide study to update measure costs and measure savings.  

	· CA Commercial Sector Energy Efficiency Potential Study
	PG&E, SCE, SDG&E 
	Commercial
	2001
	Statewide study to identify and estimate cost-effective electric savings potential.  

	· CA Industrial Market Characterization Study
	PG&E, SCE, SDG&E, SCG
	Industrial
	2001
	Energy efficiency and market characterization study.

	· Comprehensive Resource Analysis
	7 New Jersey IOUs
	All Sectors
	1999
	Comprehensive analysis of energy efficiency and renewable resources.

	Market Research & Data Collection
	
	
	

	· Residential Appliance Saturation Surveys (RASS)
	CEC, Multiple Clients
	Residential
	Present 
	RASS studies (sample design, mail surveys, on-site data collection, data analysis and reporting).  

	· Commercial End Use Saturation Surveys (CEUS)
	CEC 
	Commercial
	Present
	Subcontractor to conduct approximately 1,500 on-site surveys of commercial businesses.  

	· The Retail Energy Markets (REM) Studies
	Multiple Clients
	All sectors
	Ongoing
	Comprehensive research and analysis of energy industry restructuring/retail markets.

	· US Motors Assessment
	USDOE
	Industrial
	1998 – Present
	National assessment of motors markets, motor inventories, and savings opportunities.

	· Customer-oriented market research
	Multiple
	All sectors
	Ongoing
	Surveys and analyses of energy-related customer attitudes, behaviors, preferences.

	Evaluation
	
	
	
	

	· Statewide Large Nonresidential SPC Evaluation
	SCE, PG&E, SDG&E
	Nonresidential
	1998 to Present
	Multiple years evaluating the nonres SPC Program.

	· Statewide Small/Medium Nonresidential Study
	PG&E, SCE, SCG, SDG&E
	Nonresidential
	1999
	Assessment of small/medium nonres market in CA, evaluation on Express and SBSPC.

	· PG&E Express Market Transformation Study
	PG&E
	Nonresidential
	1998
	Market effects evaluation of 1998 Express Program.

	· Commercial Lighting Market Transformation Study
	PG&E and SDG&E
	Commercial
	1998
	Comprehensive evaluation of market effects attributable to programs run 1992 – 1997.

	· Industrial Impact Evaluations
	PG&E and Portland General Electric
	Nonresidential
	1998, 1997, 1995, 1994
	Impact Evaluations of Industrial Retrofit Program.

	· Hawaiian Electric Impact Evaluations
	Hawaiian Electric
	All sectors
	1996-Present
	Multi-year impact and process evaluations for all Hawaiian Electric DSM programs.

	· CA Residential Lighting and Appliance 
	SDG&E, PG&E, SCE, SCG
	Residential
	1998 –

Present
	Multi-year market effects, process, and impact evaluations of lighting and appliance programs

	· PG&E 1-2-3 Evaluation 
	PG&E
	Residential
	Present
	Evaluation of PG&E’s Residential 1-2-3 effort for 2001.


Project descriptions are contained in the following subsections that demonstrate KEMA-XENERGY’s experience and capabilities in the following related topical areas:

· Turnkey programs

· Technical services and auditing.
Turnkey Programs 

KEMA-XENERGY has worked with utilities, state government agencies, federal government agencies, and representatives of equipment suppliers and consumers to build and administer successful turnkey energy-efficiency programs.  Major projects in this area are summarized below.

Business Energy Services Team (BEST) Program.  The California Public Utilities Commission awarded KEMA-XENERGY a contract to manage a direct installation program for the hard-to-reach, small commercial market in economically depressed areas. Targeted measures include indoor and outdoor lighting and HVAC. The program is a turnkey approach, offering marketing, energy education, site-specific energy analysis, financial incentives, equipment procurement, and installation, an approach tailored to this market segment. Door-to-door marketing is key to the program’s success because these customers generally do not respond to mail or telephone solicitations. The program leverages local government participants and community-based organizations for outreach activities. Relatively high cash incentives deliver high participation levels and low per-unit marketing costs. The program’s gross annual energy, demand, and therm savings goals are 5.4 million kWh, 1,117kW, and 20,800 therms, respectively.

Innovative Peak Load Reduction Small Grants Program, California Energy Commission. KEMA-XENERGY was hired by the CEC to administer a major portion of the CEC Peak Load Reduction Program.  The Peak Load Reduction Program provides incentives to California’s industrial and commercial customers to reduce their summer afternoon energy usage by installing energy-efficient and load-shifting technologies.  Funding for the project was approved by the State of California in April of 2001, with the goal of achieving significant demand reduction during the summer of 2001. 

KEMA-XENERGY’s responsibilities included marketing the program, reviewing and processing applications, determining the expected demand reduction, processing incentives, and verifying project completion.  KEMA-XENERGY created its marketing plan during the first month of the project and achieved the goal of fully subscribing the program within the first 90 days. Marketing efforts included a combination of direct mail, telemarketing, technical assistance, and seminars.  KEMA-XENERGY’s marketing effort resulted in nearly 300 applications, totaling approximately 60 MW of demand reduction.  The applications covered a very wide range of technologies, including equipment replacement, control systems, thermal energy storage, engine-driven chillers, industrial process improvements, heat recovery, and distributed generation.

In processing the applications, KEMA-XENERGY reviews the proposed demand reduction calculations and assists applicants in making necessary modifications to their demand reduction claims.  Once the projects are completed, KEMA-XENERGY reviews the project documentation and conducts verification visits to ensure that the projects are likely to produce the expected demand savings.  KEMA-XENERGY’s responsibilities also include obtaining appropriate levels of assurance that these projects will continue to reduce demand through the summer of 2004.

Sure Bet Program, Nevada Power/Sierra Power. KEMA-XENERGY developed the Nevada Sure Bet incentive program to help customers facilitate the implementation of cost-effective energy-efficiency improvements. The Nevada Power and Sierra Pacific Power companies are offering this program to their small- and medium-sized commercial customers; KEMA-XENERGY acts as the program administrator. The Sure Bet program offers prescriptive incentives on a per-unit basis for common high-efficiency lighting, cooling, and motor technologies, while a custom incentive option allows for flexibility in choosing energy-saving measures. KEMA-XENERGY trained contractors in Nevada on the program policies and procedures and continues to work closely with them to market energy savings opportunities. In addition to cash incentives, KEMA-XENERGY performs energy audits and project proposal reviews for commercial electricity customers in Nevada.   

Partners in Energy Program, Sacramento Municipal Utilities District, Sacramento, California. KEMA-XENERGY contracted with the Sacramento Municipal Utilities District (SMUD) to serve as a Prime for the delivery of their Partners in Energy Program. The program offered rebate incentives to commercial and industrial customers for the implementation of energy efficiency measures in their facilities.  As prime contractor, KEMA-XENERGY had a dedicated staff of field auditors and engineers to conduct site analyses and make recommendations for cost-effective upgrades.  The program addressed all electrical end uses, including lighting, motors, HVAC, and refrigeration.  At the 740-plus KEMA-XENERGY project sites located in economically depressed areas, electricity demand was reduced by more than 3.4 MW and energy consumption by over 17 million kWh per year.  

KEMA-XENERGY contracted directly with the commercial/industrial customers to implement the recommended measures, and used a network of electrical contractors and other trade professionals to install state-of-the-art technologies.

At over 320 sites, electricity demand was reduced by more than 1,385kW and energy consumption was reduced by over 56 million kWh per year.

Model Energy Communities Program, Pacific Gas and Electric Company, San Francisco, California. KEMA-XENERGY contracted with the Pacific Gas and Electric Company (PG&E) to serve as a Prime for the delivery of their Model Energy Communities Program to commercial buildings.  The program offered rebate incentives to commercial and industrial customers for the implementation of energy efficiency measures in their facilities. As prime contractor, XENERGY has a dedicated staff of field auditors and engineers to conduct site analyses and make recommendations for cost-effective upgrades. The program addressed all electrical end uses, including lighting, motors, HVAC, and refrigeration.

Residential Audits/Residential and Commercial Lighting Retrofits- Anaheim Public Utility, Anaheim, California.  XENERGY is providing a full-scale, turnkey audit and installation service for residential water and electric customers who participate in Anaheim Advantage Services energy programs.  The on-site audits involve data collection of customers’ equipment and usage patterns as well as the installation of several energy efficient measures.  Issues concerning energy-efficient lighting for inside and outside the home, electrical appliance usage, and air duct efficiency are addressed as well.  The first year’s goal is to address 1,200 homes for the residential audit, 900 participants for the indoor and outdoor lighting programs, and 200 customers for the air duct efficiency program.

Water conservation concerns are addressed both inside and outside the home.  Customer education covers water usage regarding laundry, dish washing, and bathing habits, followed by the installation of energy-saving water devices such as low-flow shower heads and faucet aerators.  Installation of toilet dams is preceded by toilet tank leak testing and conversations with the customer regarding newer low-flow toilets.  Outside water audits include checking sprinkler heads for proper operation and positioning, utilizing different watering approaches for different landscaping needs, optimizing watering schedules to reduce water usage, and water leak checks at the meter.

KEMA-XENERGY also provides a commercial lighting retrofit program for businesses in the Anaheim Public Utility domain interested in energy-efficient outdoor security lighting fixtures. 

The scope of the project includes management and support to the field staff, as well as scheduling and supporting the residential and commercial customers while providing the utility with a full database.

Residential and Small Commercial DSM Program, Montana Power, Butte Montana. KEMA-XENERGY is currently running a residential and small commercial DSM program for energy-efficiency improvements.  Residential customers are offered a complete natural gas, electric and/or propane analysis service including an audit, an appliance and furnace safety check, detailed electronic bill analysis (RECAP(), installation of low-cost energy conservation measures, and a blower door air tightness investigation.  In the past 9 years, KEMA-XENERGY has performed more than 40,000 of these detailed audits in Montana and completed another 1,500 in 2000.  KEMA-XENERGY is using its RECAP( energy analysis software to produce customized energy reports, which are sent out to customers following the on-site visit.  

Small commercial customers receive a similar energy audit using energy analysis software tools.  KEMA-XENERGY installs some specific measures and makes retrofit recommendations for others.  Each customer receives a custom energy report following the audit.  In FY 2000, 1,500 small commercial site audits were completed.

Glendale Water and Power, Glendale California.  KEMA-XENERGY is providing full turnkey services to Glendale Water and Power (GWP) to administer the Smart Home Audit Program and the Smart Home Rebate Program.  The Smart Home Audit program is offered to GWP residential electric and water customers.  The purpose of this program is to encourage the purchase and installation of energy-efficient products by offering free in-home energy and water audits.  GWP’s Smart Home Rebate program is offered to GWP residential electric and water customers.  The purpose of this program is to encourage the purchase and installation of energy-efficient products by offering financial incentives in the form of rebates.  

HVAC PACT Program, Pacific Gas & Electric Company and New York State Energy Research and Development Authority. KEMA-XENERGY is currently operating a program that provides training to commercial HVAC contractors in how to market, design, specify, and deliver high-efficiency packaged HVAC systems and related maintenance services.  The program consists of the following elements:  provision of diagnostic tools to identify HVAC efficiency measures and estimate savings; training in the use of the diagnostic tools.  In addition, marketing support is provided through a partnership with Penton Media, the largest publisher of industry and trade journals in the HVAC field.  Market support activities include hosting web sites for participating distributors, targeted advertising, and other direct marketing strategies.

Energy Star® Buildings and Labeling Programs, U. S. Environmental Protection Agency. KEMA-XENERGY has provided technical and marketing support to a number of components of the Energy Star® Buildings Program, including residential lighting and commercial HVAC.

Technical Services and Audits

KEMA-XENERGY has conducted energy audits for more than 6 billion square feet of private and public sector commercial, industrial, and institutional, floor space. 
Commercial and Industrial Services. KEMA-XENERGY is unsurpassed in its ability to provide broad-based technical services and to conduct cost-effective audits that produce meaningful, understandable, and practical conclusions.  KEMA-XENERGY conducts numerous types of audits, all of which are consistent with ASHRAE and the Federal Energy Management Program (FEMP), and CEC guidelines and methodologies.  The scope of work ranges from simplified walk-through audits to quickly determine potential for energy conservation measures to structured audits using data-collection protocols.  The most sophisticated audits include a detailed engineering analysis using DOE-2, ASEAM, TRACE, HAP, and Carrier, which involve multiple site-visits and rigorous analyses.  KEMA-XENERGY’s vast auditing experience makes us uniquely qualified to give meaningful, timely, specific technical assistance across a wide spectrum of commercial and industrial facilities.  The following list of projects highlight KEMA-XENERGY’s experience and capabilities in providing technical and auditing services to commercial and industrial customers.        

Technical Service Contract, Pacific Gas and Electric Company.  Under a technical services contract with Pacific Gas and Electric Company, KEMA-XENERGY is providing commercial and industrial audits, feasibility studies, monitoring and evaluation, and   technical support for specific industry studies.  To date, audited sites have included wineries, refrigerated storage, food processing, and equipment manufacturing facilities.  KEMA-XENERGY also provides follow-up contact with each customer to encourage implementation, identify barriers, and suggest ways to overcome the barriers.  

Wastewater Treatment Plant Improvement Program, CPUC.  The California Public Utilities Commission awarded a contract to KEMA-XENERGY to conduct the Wastewater Treatment Plant Improvement Program in the service territories of Pacific Gas and Electric Company and Southern California Edison. The program is a comprehensive approach to reducing energy use in wastewater treatment plants. The program provides energy-use benchmarking analysis of plant processes and equipment, trains operators in a continuous improvement process focused on improving plant energy efficiency, identifies cost-effective process control improvements and equipment upgrades, offers incentives for preliminary measure design development, and offers incentives for installation of energy-efficient equipment upgrades in wastewater treatment plants operated by local government agencies.  The overall goal of the program is to generate savings of 4.7 GWh per year and demand reductions of 610kW at a total cost of $0.965 million.

Wastewater Plant Benchmarking Study, Pacific Gas and Electric Company.  KEMA-XENERGY was selected to study energy use in wastewater treatment plant aeration processes in the Pacific Gas and Electric service territory.  In all, nine processes were benchmarked for energy use against daily average throughput and pounds of BOD destroyed.  In addition, an oxygen utilization factor was calculated for each process.  The benchmarks for these processes were then compared.  The processes studied included surface aeration, coarse bubble diffusion, fine bubble diffusion, rotating biological contactors, and pure oxygen technologies.  The results of the study will be presented to a roundtable of industry experts in November. 

Roseville Electric Company, Roseville, California. KEMA-XENERGY is providing technical assistance for industrial and commercial customers of Roseville Electric Company, a California municipal utility.  These audits include an evaluation of all electrical systems, including lighting, HVAC, motors, and process end uses.  To date, KEMA-XENERGY has performed audits of 30 sites, including city buildings, the municipal wastewater treatment plant, a semi-conductor fabrication facility, a hospital, office buildings, a solid waste treatment facility, a college campus, and a telephone company.  In addition, KEMA-XENERGY was selected to help implement the Summer Peak Load Reduction Program for the city.  KEMA-XENERGY helped to recruit customers to participate in the voluntary load shedding program, identified and quantified curtailable loads, advised the customers and Roseville Electric on technologies necessary to automate the curtailment, and verified the installation and effectiveness of the measures.  KEMA-XENERGY also assisted in developing baseline load profiles for each of 29 participating customers to be used in determining payments by the state program to Roseville Electric and its customers.

Alameda County Waste Management Authority.  KEMA-XENERGY provides green building design assistance to the Alameda County Waste Management Authority and its member agencies, including all the 16 cities in Alameda County, the county itself and the Parks Department.  The services KEMA-XENERGY provides include running design charettes, reviewing plans and specifications, recommending alternate materials, equipment, building siting and construction techniques.  KEMA-XENERGY provides educational services to architects, engineers, contractors, and city staff through lectures and seminars as well.  The goals of the program are to reduce the total solid waste from the construction industry, reduce energy use in buildings and improve the quality and safety of the indoor environment.  

City of San Jose, California.  KEMA-XENERGY recently completed a green building study for the City of San Jose that estimated the costs associated with meeting the certification requirements of the Leadership in Energy and Environmental Design (LEED™) green building program.  From the costs, KEMA-XENERGY developed a strategic plan for building each of 16 libraries to a certified level.  Additional work involved creating recommendations for how San Jose should tailor LEED™ to meet their local needs while maintaining the national credibility of the rating program.  The study was funded by the Environmental Services Department and California’s Integrated Waste Management Board. 

The Energy FinAnswer DSM Program, PacifiCorp, Portland, Oregon.  KEMA-XENERGY is currently conducting small and mid-size commercial energy audits for PacifiCorp’s Energy FinAnswer DSM Program.  The program offers rebate incentives to commercial customers for the implementation of energy-efficiency measures in their facilities.  The program targets all electrical end uses, including lighting, motors, HVAC, and refrigeration.  During calendar year 2001, the first year of its participation in the program, KEMA-XENERGY completed over 400 site audits.  KEMA-XENERGY is also anticipating over 750 site audits in calendar year 2002.

City of Santa Ana, Santa Ana, California.  KEMA-XENERGY was hired by the City of Santa Ana to develop a Strategic Electric Plan for energy cost control in the City.  As part of this contract, KEMA-XENERGY studied all 795 city electric accounts, conducted a right/best analysis for each account, and did energy audits of city libraries, police and fire stations, city parks, outdoor stadiums, parking structures, senior centers, and the City Hall.  KEMA-XENERGY also conducted an in-depth analysis of energy uses for city street lighting, traffic control, and the city’s municipal water department.  Taken together, KEMA-XENERGY’s recommendations for energy conservation measures; improvements to the way in which city accounts were structured, billed, and paid; and procurement strategies are expected to save the city over $1 million annually.
Digital Equipment Corporation, Maynard, Massachusetts, and Merrimack, New Hampshire. KEMA-XENERGY conducted an energy study and provided design engineering, bid management, and construction supervision services for installing energy management systems Digital Equipment Corporation offices.  The construction costs for these two projects were approximately $900,000.  The Maynard system, which provides energy management and facilities operation control, serves the large world headquarters facility (approximately 1.8 million square feet). KEMA-XENERGY specifications are now used as the standard for Digital plants around the country.  The system won an ASHRAE design award in the commercial building category.

RECAP( Services

KEMA-XENERGY is the most experienced residential audit firm in the U.S.  We’ve conducted over 5 million mail audits and more than 50,000 on-site residential audits.

The system that KEMA-XENERGY designed for Digital Equipment Corporation won an ASHRAE design award in the commercial building category.  

KEMA-XENERGY has extensive experience managing long-term, large-scale bill disaggregation programs.  As evidenced by the following table, we have completed approximately 3.8 million RECAP reports and have managed numerous programs, all with response rates ranging from 18-59 percent.

Figure IXB.VII-2
Bill Disaggregation Programs

	Utility
	Participating Customers
	Response Rate

	Hydro Quebec
	1,440,000
	59%

	Ontario Hydro
	900,000
	45%

	Southern California Edison
	500,000
	20%

	Dayton Power & Light Company
	127,000
	35%

	San Diego Gas & Electric
	125,000
	38%

	Florida Power Corporation
	32,000
	30%

	Kansas City Power and Light
	30,000
	30%

	Pacific Gas and Electric
	575,000
	18%

	Omaha Power
	20,000
	32%

	Tampa Electric
	39,000
	28%

	Salt River Project
	17,000
	20%

	Commonwealth Electric Company
	10,000
	NA

	Florida Power & Light
	7,000
	NA

	Electricité de France
	2,000
	39%

	Kauai Electric
	2,000
	50%

	Others
	14,000
	NA

	Total
	3,840,000
	


IXB.VII.B
Subcontractors

At this time, we have not selected subcontractors for this program. 

IXB.VII.C
Resumes or Description of Experience

This section presents summary biographies for selected key staff.  

Richard Barnes, Senior Vice-President of Implementation, is responsible for all demand-side implementation services offered by KEMA-XENERGY.  Mr. Barnes combines considerable technical skills, project management experience, and industry knowledge to address a wide range of research, planning, and implementation challenges.  With 20 years of related experience in the energy industry, Mr. Barnes has worked for XENERGY since 1990. 

Mr. Barnes is the principal in charge of the California Energy Commission’s Innovative Peak Load Reduction Program, for which KEMA-XENERGY is the program administrator.  With a $14 million budget, this statewide program offers small grants for projects that reduce peak electric demand.  Mr. Barnes has considerable experience in managing small commercial direct install programs. In the mid-1990s, he led a number of these projects for KEMA-XENERGY.  This experience forms the foundation of the small commercial portion of this proposal. 

Mr. Barnes has a B.A. in Statistics with an emphasis in Mathematics from the University of California at Berkeley.  Before joining KEMA-XENERGY he worked at Pacific Gas & Electric Company for nine years.

Karin Corfee, Senior Consultant, is the Program Director and performs project management, program administration, marketing, and quantitative and qualitative research in the areas of energy-efficiency, load management, market transformation, market assessment, and performance measurement.

Ms. Corfee currently serves as the project manager for the BEST Program, Innovative Peak Load Reduction Small Grants Program, and the Sure Bet Program.   

Ms. Corfee has been active in KEMA-XENERGY’s multi-client research on Internet business strategies and on electric market restructuring activities throughout the U.S.

For PG&E, Ms. Corfee started her career working in the field as a conservation analyst performing audits on small commercial and industrial facilities.  She also was the Small Commercial Audit Program (SCAP) Coordinator and the Alameda School District’s Energy Conservation Representative.  

Ms. Corfee has an M.S. in Civil Engineering – Infrastructure Planning and Management from Stanford University and a B.S. in Political Economy of Natural Resources from the University of California at Berkeley.

Karen Maoz, P.E., specializes in energy analysis, program implementation and evaluation, and quantitative research. She has conducted energy audits, interviews and case studies relating to the State of California’s Large Nonresidential Standard Performance Contracting program. Her work also includes implementation of a California Energy Commission grant program and marketing materials and guidebooks for enhanced automation. Recent relevant projects include:

· Nevada Sure Bet Program, Sierra Pacific Resources, 2003-Present.
· Emerging Renewable Technologies Account, California Energy Commission, 2002-Present.

· Energy Audits, Pacific Gas and Electric, 2002-Present. 
· California Statewide Commercial End Use Survey, 2002-Present.

· Business Energy Services Team, 2002-Present.

· Residential and Commercial Gas Potential Study, PG&E, SCG, and SDG&E, 2002.

· SB5X Innovative Peak Load Reduction Grant Program, California Energy Commission, 2001-Present.  

· SB5X Enhanced Automation Program, California Energy Commission, 2001.

· Nonresidential SPC M&V Case Study Report, PG&E, SCE and SDG&E, 2001-2002.

· PY 2000/2001 Statewide Evaluation of Large Nonresidential Standard Performance Contracting Program.  PG&E, SCE and SDG&E.  

· Developing Greenhouse Gas Mitigation Supply Curves for In-State Sources, PIER Environmental Area, California Energy Commission, 2001.

· Commercial/Industrial Impact Evaluation for Portland General Electric, 2001.

Ms. Maoz holds a Master of Science degree in Mechanical Engineering degree from the University of California at Berkeley.  She also holds a Bachelor of Science degree in Mechanical Engineering from the University of Texas at Austin. 

Erik Dyrr, Project Engineer, brings 10 years of technical experience in energy efficient design/retrofit, evaluation, and data acquisition. Mr. Dyrr has managed projects involving coordination of data collection on contracts with utilities throughout the country.  Mr. Dyrr has completed numerous engineering studies, on-site audits, and data collection activities for residential, commercial, and industrial customers. He specializes in data acquisition, metering, and analysis of measured data. He has developed metering strategies, installed instrumentation, and process data collected for many utility and industrial customers.  He also provides assistance in recruiting, training, and supervising teams of energy auditors throughout the Western United States and Canada.  Mr. Dyrr has a B.S. in Industrial Technology from California Polytechnic State University, San Luis Obispo.

IXB.VIII
Budget Summary

The summary of the budget for the EBEP BEST Program is shown in Figure IXB.VIII-1.

Figure IXB.VIII-1
EBEP BEST Program Budget Summary
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IXC. Smart Lights Cool Savings: Very Small Commercial Energy Efficiency Program For East Bay Cities

IXC.I 
Program Overview

IXC.I.A
Program Concept

Smart Lights/ Cool Savings (Smart Lights) is an existing community-based commercial “direct install” program specifically designed for under-served small businesses in the East Bay. Offices, retail, small private colleges and schools, churches, restaurants, hotels and motels, convenience stores, grocers, warehousing, and light industrial facilities with electricity demand under 100 kW are eligible. The Program’s primary focus is to serve the Very Small Nonresidential Market, i.e. those businesses with a demand of less than 20 kW. In order to ensure that the Program serves these very small businesses, the Program has set a quota in which at least 90% of served clients will be these hard-to-reach customers.   

The Program provides turn-key comprehensive lighting efficiency upgrades using a model in which a trusted city-sanctioned third party audits and manages the retrofit for the customer. In order to provide greater savings for these customers, the Program will be adding a suite of simple refrigeration retrofit applications that would be appropriate for this market. Services and incentives provided by Smart Lights include: 

· Energy education.

· Free customized audits and additional technical consultations as needed.

· Free construction-grade specifications.

· Negotiated bulk discounts with pre-qualified contractors.

· Installation and quality control management.

· Incentives to offset installation costs, including a minimum site incentive in addition to a peak kW incentive so that small businesses still receive a cost-effective project.

Measures to be installed include: 

· Comprehensive lighting efficiency retrofits.

· Refrigeration retrofits for independent grocers, restaurants, convenience stores, and other institutions with commercial refrigeration (e.g., shelters and schools). 

IXC.I.B
Program Rationale

Small Commercial Is an Untapped Resource for Reduction in Statewide Energy Consumption 

Serving the small commercial market is not only an issue of equity. It is a necessity if California is to reduce per capita energy consumption as proposed in the Statewide Energy Action Plan. While this class is of concern to the CPUC for equity reasons, it also represents nearly 25% of the energy use of customers with demand under 500 kW. If we are to reduce per capita energy consumption, it is essential to achieve significant market penetration in this sector and to do so in a manner that effectively captures as much of the cost-effective savings as possible. 

Unfortunately, the small commercial market does not respond well to mass market energy efficiency programs. Even though participation in energy efficiency programs by this sector has increased since the energy crisis, the saturation of energy-efficient technologies in the under 20 kW customers is still very low. Only 3.26% have participated in Express Efficiency since 1999.
  Small businesses are typically under-capitalized and understaffed, and thus stretched too thin to take action even if they are aware of statewide programs available to them. The 2001 “Statewide Small/Medium Nonresidential Customer Needs and Wants Study” found that 94% of study participants felt they had enough information to adopt energy conservation practices and that the majority of them had adopted no-cost conservation practices in response to the energy crisis.
 Yet very few had taken the next step toward investing in equipment. Furthermore, the very small commercial sector, especially renters and businesses with less than 10 employees, faced more barriers to adopting energy efficiency measures than the rest of this rate schedule class. Renters participated at half the rate of the rest of the under 500 kW businesses, while small businesses still faced many barriers to adopting measures. 

The proposed Program will tap into the potential savings inherent in small businesses located in Alameda and Contra Costa Counties, where fully 62% of all businesses have fewer than 10 employees.
 This percentage is even higher at 74% in older, high density cities, such as Berkeley and Oakland, where small businesses typically thrive. 

Smart Lights has been offering services in the Cities of Berkeley, Oakland, Albany, El Cerrito, and Richmond since March 2002. In its 18 very successful months of providing services, the Program has conducted lighting audits at 1,500 small businesses and installed lighting retrofits in over 800 sites.  The Program is currently fully subscribed and has achieved the following results, pending installation of measures at final sites:
· Connected kW reduction: 1,560

· Peak kW reduction: 1,417

· KWh savings: 3.9 million 

· Site Installations: 915

Extrapolating from previous Smart Lights results (in which the Program was able to achieve an average savings of 1.5 peak kW and 4260 kWh per site) the potential demand and energy reduction is estimated at 48.6 MW and 137,928  MWh. This demonstrates an on-going demand for the Program. 

Potential Savings For HTR – Alameda, Contra Costa Counties

	Total Small Business
	% Already Retrofitted

	Total Eligible
	Potential kW / site
	Potential kWh / site
	Potential Peak MW Savings
	Potential  MWh Savings

	41,000
	21*%
	32390
	1.5
	4258 kWh
	48.6 MW
	137,927.72 


Program Overcomes Market Barriers and Achieves Equity for Hard-to-Reach Customers

In a 2000 decision, the CPUC determined that the following small business types be defined as hard-to-reach (HTR) customers: “1) small customers that have less than 10 employees; 2) businesses in leased space; 3) rural customers; 4) strip malls; 5) local chain or single-location restaurants; 6) “mom and pop” restaurants and stores; and 7) convenience stores.”
 The 2001 “Statewide Nonresidential Customer Hard-To-Reach Study”
 confirmed this determination. In particular, the study found that the most under-served markets were, in order of severity, convenience stores (0% participation), strip malls (1%), small restaurants (5%), and renters (6%).  The study further concluded that the most important segments to be targeted were renters and businesses with less than 10 employees, as these segments accounted for 60% of the commercial electricity accounts under 500 kW demand and overlapped considerably with all other categories of concern to the PUC. 

Smart Lights has been very successful in installing energy efficiency measures in the business types that are of concern to the CPUC. As previously reported, Smart Lights has provided free audits and construction grade specifications to 1,500 customers, 59% of whom have chosen to install the recommended energy efficiency measures. Because the Program worked for the longest amount of time in Berkeley, the market penetration rates from Berkeley indicate the potential penetration rate for future years, as detailed in the table below: 

2-Year Market Penetration Rate - City of Berkeley

	Eligible Businesses
	Smart Lights Audits
	Smart Lights Installs

	3,185
	683
	404

	% of Total
	21%
	13%


As characterized in the table below, the Program’s client base is almost exclusively businesses with an energy demand under 20 kW, while the remainder has demands between 21 and 100 kW. Convenience stores and small, locally-owned restaurants participated at a healthy rate. The majority (52%) of those clients that chose to install the recommended measures leased their facilities. In particular, a higher than average percentage of participants rented space for their laundromats, retail stores, and convenience stores.

Smart Lights Program Participant Profile (Mar. 2002 – Sept. 2003)

	Business Type
	Audit
	Install
	Renter that Installed
	% Renter
	< 20 kW
	> 20 kW <100 kW

	Art Studio
	6
	5
	2
	40%
	5
	0

	Convenience Store
	54
	37
	21
	57%
	33
	4

	Dorm
	22
	18
	1
	6%
	15
	3

	Healthcare
	63
	32
	13
	41%
	25
	7

	Laundromat
	10
	8
	6
	75%
	8
	0

	Manufacturing/ Assembly
	61
	19
	7
	37%
	19
	0

	Manufacturing/ Processing
	43
	24
	10
	42%
	22
	2

	Motel/ Hotel
	9
	8
	1
	13%
	8
	0

	Multifamily (common areas)
	6
	4
	0
	0%
	4
	0

	Office
	308
	189
	86
	46%
	175
	14

	Religious
	18
	12
	0
	0%
	11
	1

	Restaurant
	221
	134
	70
	52%
	128
	6

	Retail
	662
	385
	247
	64%
	374
	11

	School (private)
	49
	33
	8
	24%
	30
	3

	Warehouse
	26
	7
	2
	29%
	4
	3

	Total
	1558
	915
	474
	 
	861 
	54 

	% of Total
	 
	59%
	52%
	 
	94%
	6%


Smart Lights success in reaching such a high percentage of the market and in achieving a high acceptance rate is because the Program has been consciously designed to address major market hurdles, as identified in the 2001 “Small/Medium Nonresidential Customer Needs and Wants Study.” In discussing the market barriers for hard-to-reach customers, the study concluded: “[Small businesses] receive less attention from utility representatives, contractors and ESCOs, report more hassle to find contractors, and face capital constraints. They find information sources less credible than the population. Small businesses need money and hand holding because they are the most price-sensitive and capital-constrained group. They want information that is custom, personalized and credible. They want adoption to be less of a hassle.
”

The following program elements address these market barriers:

Credibility - Studies indicate that small businesses need credible sources of information on energy efficiency in order to feel comfortable investing in new technology. And they are skeptical of vendors whose advice is linked to a profit motive. Smart Lights is jointly administered by the City of Berkeley (on behalf of other partner cities as well as for the Berkeley community) and the Community Energy Service Corporation (CESC). CESC is a non-profit organization with a 17-year history of providing both energy services and low-income construction services in the community. Its Board of Directors sit on the City of Berkeley’s Energy Commission. As such, CESC provides a high degree of credibility. Many customers are put at ease when they understand that CESC does not represent a contractor or manufacturer. 

Customized Audits – The condition of lighting technologies in many small businesses, especially in communities with older building stock, can best be characterized as “funky.” Some systems can be 20 years old; PCB ballasts are still common; there is a broad range of fixture types; and customers, especially retailers, are very concerned about light quality. Smart Lights works with the customer on-site, using sample kits, light meters and digital cameras to ensure customer satisfaction. The energy savings report is based on actual wattages and the burn times of all systems as reported by the client and strives to be an accurate account of savings, project costs, and investment payback. 

Customer Service – Smart Lights provides a high degree of customer service and project management in order to ensure the customer is receiving a hassle-free, comprehensive and appropriate retrofit. 

High Incentive Levels – The incentive is structured in such a way as to provide a minimum site incentive to customers with few fixtures, though it is capped at 90% of the total project costs. Because the rebate is a combination of a minimum site incentive and the peak kW savings, the actual rebate per kW varies from customer to customer, with smaller customers getting a higher per kW incentive than larger customers.  This incentive payment mechanism ameliorates the market barrier of higher start-up expense for high-efficiency measures relative to standard-efficiency measures by paying for the incremental cost which would otherwise act as a disincentive to the customer to install high-efficiency lighting.

Lack of Consumer Information about Energy Efficiency Benefits – The program addresses this market barrier by providing information face-to-face during door-to-door canvassing.  Also, interested customers receive a “Lighting Systems Analysis: Energy and Cost Savings Recommendations Report,” containing lighting upgrade specifications for their business site, estimated project installation costs, annual energy savings, Smart Lights project discount, and project payback periods.

Lack of financing for energy efficiency improvements – This market barrier is overcome by providing customers with incentives based on the following formula:  $444 per business site plus $282 per estimated kilowatt of coincident kW saved, up to a maximum of 90% of the total project cost.

Split incentives: The BEST program element will specifically focus on businesses in leased space and the incentive is designed to overcome the split incentive barrier by paying the renter segment a higher level of incentive to overcome the barrier.  

Innovation:  This program is innovative because it uses an intensive, door-to-door canvassing approach to reach its customer base of very small nonresidential customers.

IXC.I.C
Program Objectives

While Smart Lights is designed to provide cost-effective energy and demand savings, the Program’s primary goal is to create long-term savings in this hard-to-reach market. To this end, the Program is guided by the principle that in order to instill a long-term commitment to energy efficiency in the small business community, it is important to “give energy-efficiency a good name.” Smart Lights does this by providing a high level of customer service and by placing the responsibility of auditing, project sales, installation management, quality assurance, and customer invoicing with the Program rather than with the installation contractor, thereby increasing Program accountability and removing the tendency towards cream skimming in order to make a quick sale. 

Following is the list of specific goals and objectives for the Program. 

A. Provide cost-effective, long-term energy and demand savings by:

1.  Reducing peak electric demand by 1 MW.

2.  Reducing energy use by 4.5 million kWh.

3. Providing a cost-benefit ratio of at least 1.3.

B. Serve 1280 small businesses and other underserved small facilities by:

1. Performing energy audits at approximately 1280 small businesses.

2. Installing 640 lighting and refrigeration upgrades. 

C. Maximize long-term savings by:

1. Installing permanent, comprehensive lighting and refrigeration energy efficiency measures that continue over at least a 3 year period, and are therefore “long-term” as defined by the Energy Efficiency Policy Manual.

2. Instilling customer commitment to energy efficiency by ensuring customer satisfaction with installed measures and by building a sound relationship for future energy efficiency opportunities.

3. Ensure contractor accountability with high degree of quality control.

D. Minimize snap back over the long-term by:

1. Working with local energy education programs to reinforce energy efficiency message and to provide increased access to appropriate energy efficiency programs

2. Ensuring client access to energy-efficient products by creating marketing partnerships with local retailers. 

3. Creating a sustainable marketplace for energy efficiency by delivering a positive retrofit experience that customers will not hesitate to replicate in their next locale.

E. Overcome historic barriers to serving small businesses by:

1.  Working in partnership with local business associations and city governments to create trust in the Program and get the word out.

2. Make direct personal contact with customers through door-to-door canvassing.

3. Providing multilingual technical support.

4. Providing a high degree of customer service and education to alleviate customer concerns about adopting and buying appropriate technologies and working with contractors. 

IXC.II
 Program Process

IXC.II.A
Program Implementation

The primary focus of Smart Lights is to maximize cost-effectiveness through high-efficiency lighting measures, while also assisting a smaller subset of Program customers with refrigeration measures. This Program differs from other direct install programs in that it provides comprehensive, turn-key services using an auditing and project management team that is not aligned with an installation contractor. The philosophy behind this approach is explained in the Program Rationale section of the proposal.

The Smart Lights Program will coordinate with the BEST Program to optimize energy efficiency service offerings for small nonresidential customers in the East Bay.  Each program has been designed to address barriers to specific HTR segments and achieve equity across customer segments, as follows:  For the most part, the Smart Lights Program will target businesses with annual demand below 20kW.  It is our belief that these customers require the level of attention and hand holding that the Smart Lights program emphasizes.  The BEST program will primarily be serving HTR businesses with annual peak demand in the 20-100 kW range, specifically focusing on businesses in leased space.  It is also our belief that the renter segment requires a higher level of incentive to overcome the split incentive barrier, commensurate with the BEST program design.  

The Smart Lights Program has established a minimum incentive per site so that businesses with few fixtures still receive a cost-effective project. This incentive structure has been very effective in serving under 20 kW facilities.  BEST’s provides a straight kW incentive, which is better suited for larger facilities with high kW savings.  Each program will further refine target markets and customer eligibility rules to minimize overlap and enhance the service opportunities for customers.  For instance, the programs may decide to determine customer eligibility based on geographical boundaries

IXC.II.B
Marketing Plan

The Smart Lights marketing strategy will build upon the Program’s previous success in penetrating this hard-to-reach sector. The following constitutes the major components of Smart Lights marketing strategy: 

Working with Local Jurisdictions and Local Community-Based Organizations - Program staff began by working with city entities and business associations to introduce the Program and gain the confidence of business leaders. While working with these entities is not the actual mechanism for recruiting businesses into the Program, their endorsement and marketing channels are crucial to establishing a word-of-mouth campaign that the Program’s services are available and trustworthy. Smart Lights will continue using this low-cost strategy to get the word out. 

Using Personal Contact to Recruit Businesses - In order to command the attention of notoriously busy business owners long enough to get them to fill out an application, the marketing campaign must successfully compete with all the other “marketing noise” targeting that market sector. Short of a cost-prohibitive marketing blitz, such a strategy would be impossible. Thus, the Program will leverage the marketing channels of community-based organizations to create an “echo-effect” in the community so that the customer knows the Program before they are approached through neighborhood canvassing. Smart Lights has found that door-to-door canvassing is the only cost-effective and reliable method of recruiting participants. To this end, the Program will devote half of one of the auditor’s time to outreach. 

Making the Offer Hard to Refuse - The key marketing theme is that businesses can “just say yes” to energy efficiency, knowing that an organization they trust is overseeing critical issues such as picking the right technology, choosing a qualified vendor, evaluating bid prices, processing the rebates, and conducting quality control inspections. 

In order to achieve the proposed goals of 540 lighting installations and 100 refrigeration upgrades, Smart Lights will need to enroll about 1300 clients. This number is based on current program enrollment statistics. It assumes a 1% drop out rate before an audit is completed, and a conservative 50% project acceptance rate. Thus our recruitment goal will be to obtain 18 enrollments per week over an 18-month period. 

It should be noted that the Program will be starting with a solid client base. Currently, the Program is fully subscribed and has a waiting list of approximately 90 clients who could be rolled over into the new program. In addition, Smart Lights previously worked with over 300 restaurants, convenience stores, and institutions that would be eligible for the new refrigeration measures. These past clients will be individually informed about the continuation of the lighting program and the addition of refrigeration services to the Program. 

Budget – The marketing costs for the program are detailed in Section IXC.VIII, Program Budget. Marketing materials will be simple – mostly fliers and direct mail pieces that are sent out on a periodic basis to targeted mailing lists. These will be sent out in advance of canvassing neighborhoods. While direct mail usually yields a 1% to 2% response rate, we mainly use direct mail to create an “echo effect” whereby people are more likely to spend time with the canvasser if they have heard about the Program from elsewhere. The following is a detail of the Marketing costs: 

	Marketing/Outreach
	Quantity
	 Per Unit 
	 
	 

	Collateral Dev 
(Logo/ Poster)
	 
	 
	 $2,500.00 
	Refining original graphics

	Posters
	100
	$  2.00
	 $200.00 
	12 per city

	Business Cards
	3750
	$  0.25
	 $ 937.50 
	Program identification and customer handouts

	Fliers
	15500
	$  0.15
	 $2,325.00 
	Direct mail and customer handouts

	Brochures
	3000
	$  0.5
	 $1,500.00 
	Limited distribution at point of sale 

	Bill inserts
	10000
	$  0.16
	 $1,600.00 
	Business license mailings

	Direct Mail Postage
	12500
	$  0.15
	 $1,875.00 
	Bulk mail at nonprofit rate

	Labor Outreach 
	 
	 
	 $39,882.00 
	.5 FTE  @ $32 per hour for 18 months

	Website Maintenance
	 
	 
	 $2,000.00 
	 


IXC.II.C
Customer Enrollment

Each customer must complete and return a Customer Enrollment Application in order to receive Program benefits. The enrollment form will be used to screen clients for eligibility and interest. However, this user-friendly form will be easy to read and fill out, while also educating the customer about the Program’s process. It will ask for the client’s contact information, business classification, facility square footage, lease or ownership status, and PG&E account information. The PG&E account information will be used to verify eligibility.

This application will be made available by many means. Customers will be able to enroll over the web at www.smartlights.org, call the Smart Lights customer service line, or obtain one with brochures in city and business organizations’ offices. However, the primary way for client to hear about the Program and fill out an enrollment form will be through door-to-door canvassing. This has proven to be the most reliable method for securing participation in the Program. 

IXC.II.D
Materials

Program Protocols and Standards 

Smart Lights oversees all critical aspects of installing energy efficiency measures under the Program in order to ensure comprehensive audits, quality control, and contractor accountability. Sales, auditing the site, specifying equipment, managing the contractor, and conducting quality control inspections will be the responsibility of Smart Lights staff. 

The Program has adopted the following set of standard procedures and protocols for lighting installations that are completed as part of the Program. These are available upon request. A similar set of standards and protocols will be developed to guide the new refrigeration component of the Program. 

· Smart Lights Audit Standards


Ensures an adequate level of standard procedures for auditing and specifying efficient lighting systems, while allowing auditors to customize a project to maximize energy savings.

· Smart Lights Equipment Specification and Fixture Retrofit/Price List 

Provides fixture-by-fixture retrofit specifications for the most common efficient lighting scenarios that qualify for the Program. This list includes the fixed unit pricing that will be used to price and invoice Smart Lights customers. 

· Smart Lights Installation Standards


Ensures that lighting installers provide an adequate level of customer service for Smart Lights participants and that high quality efficient lighting systems are installed properly. 

· Smart Lights Quality Control Protocol

Details the quality expectations for both auditors and installation firms and the protocol for addressing quality control problems, complaints, and unacceptable work. The Program will evaluate both auditors and installation firms throughout the duration of the Program using this quality control protocol. 

In addition, the following reports and agreements are used in the Smart Lights Program: 

· Customer Enrollment Application - Each Customer must complete and return this application in order to enroll in the Program. 
· Lighting Systems Analysis Report - Each Customer will receive a “Lighting Systems Analysis: Energy and Cost Savings Recommendations Report,” containing lighting upgrade specifications for their business site, estimated project installation costs, annual energy savings, Smart Lights project discount, and project payback periods.
· Customer Work Order Agreement - Customers wishing to install the proposed project will be required to sign this agreement consenting to having a Program contractor install the project, paying the non-incentive portion of the project costs, and to adhering to the requirements of the Program.
· Contractor Work Order Agreement - Contractor will be required to sign this agreement in order to accept a project. The work order agreement details the basic provisions governing the installation of projects under the Program, as well as the Customer contact information and project specifications.
· Project Acceptance Certificate - Both the contractor and the Customer must sign this certificate stating that the project has been completed according to specifications. Receipt of the executed certificate is required before the Program will issue invoices. 
Audit Procedures

Lighting Audits and Project Tracking Database – Smart Lights has licensed the use of FACET, a lighting audit and project tracking software application. All auditors will be using a version of this application. The tool shall provide consistent calculations and coding for existing installations and recommended measures, as well as standard formatting for audit results and other reporting. It will also maintain quality, standardize reporting, and assist in project tracking.  Also, to the extent that reports will be similar across the many participating clients, standardization will assist in Program branding and reporting. 

Audits shall be performed by knowledgeable and experienced project management staff. They will be responsible for documenting existing conditions, specifying lighting improvements, delivering the energy savings report to the customer, pursuing customer acceptance, working with other project management staff to manage installation, make change orders, and ensure completion of punch list items. The new lighting system shall provide appropriate light levels that meet IES levels.  

Refrigeration Energy Audits - The Program will be adding simple retrofit applications in refrigeration. An additional refrigeration energy efficiency audit would be performed at restaurants, convenience stores, groceries, florists, and other appropriate facilities. The report would be a checklist of efficiency and maintenance recommendations that apply to the facility and would be explained by the auditor at that time along with any program incentives. 

Audits will be performed by knowledgeable and experienced professionals. The skill level of the auditor should be on par with the type and size of facility being audited. We anticipate three different levels of audits and auditors for this Program, though we anticipate that the types of customers we serve will only require the first two levels (see list below). We will refer Type 3 clients to either the BEST or Express Efficiency programs. The three different auditor skill sets are defined as follows:

· Type 1 – Very Small Nonresidential 

Standard – previous experience with auditing in general and special training to recognize refrigeration opportunities with stand alone systems. This skill set will be appropriate for under 20kW clients. The equipment would mainly consist of self-contained units and possibly a small walk-in that has a dedicated refrigeration source. Examples of this type of customer would be: small restaurants, small stores with a few display cases (ice cream bars, beverages, flowers).

· Type 2 – Small Nonresidential 

Advanced – previous experience with refrigeration audit and specialized training on more complex refrigeration systems. This skill set will be appropriate for businesses over 20kW and under 100 kW. The equipment consists of both self-contained and remote air cooled compressor/condenser units. This type customer usually has a walk-in with reach-in doors. Examples of this type customer would be: convenience stores, restaurants, meat markets, small groceries.

· Type 3 – Medium Nonresidential (not eligible in the Program)

Engineer –mechanical engineer trained in refrigeration design with experience auditing larger facilities including rack systems and air cooled condensers. This type customer usually has multiple walk-ins with reach-in doors. Examples of this type customer would be: supermarkets, meat processors, and small distribution warehouses. These customers will be referred to either BEST or Express Efficiency. 

Installation Process and Equipment Standards

Smart Lights will contract with independent lighting and refrigeration contractors to install the measures. In order to participate in the Program, installation contractors will be selected through an RFP process and shall meet the following general eligibility criteria:

· Appropriate licenses required by the State of California Contractor’s License Board, and, as applicable, held and maintained by contractor and/or subcontractors to perform the class and type of work required for the Project.

· All required City and County licenses.

· Worker’s Compensation Insurance.

· Commercial Liability and Automobile Insurance.

Customers will also have the option to install their own measures or work with their own contractor to install measures. The Program Administrator will verify that the customer’s proposed measures qualify for Program Discounts. These customers must submit additional paperwork that requests customer tax identification information for payment of rebates and defines the terms of using contractors that are not pre-qualified by the Smart Lights Program. Upon completion of the installation, Smart Lights will conduct a site inspection to verify savings. 

Lighting Efficiency Standards – Installation of all lighting equipment under the Program is governed by both the “Smart Lights Installation Standards” and the “Equipment Specifications and Fixture Retrofit List.” These documents provide a detailed list of equipment that is eligible under the Program and the level of workmanship expected from the installation contractor. 

Installation standards go far beyond how a piece of equipment is wired and attached to a structure. The “Smart Lights Installation Standards” cover the entire installation process, including the following subjects: 

· Customer service and contractor professionalism.

· Minimum equipment warranties.

· Technique in installing measures and controls.

· Safety standards. 

· Required electrical permits.

· Disposal and recycling requirements. 

· Change order process.

· Resolution of customer complaints.

· Required final documentation.

In order to ensure customer satisfaction and long-term savings, the Program has set a high standard for installed equipment. Equipment must meet the requirements of the “Equipment Specifications and Fixture Retrofit List.” The following are specifications for the more common lighting efficiency measures allowed under the Program. A complete list of specifications is included in the attached Smart Lights Program Manual (hardcopy only). 

· Compact Fluorescent Lamps (CFLs) - Ballasts must be electronic. The lamp/ballast combination must have an efficacy of > 40 LPW.  Lamp color temperature shall be 2700(K unless specified otherwise.  Lamp CRI must be ( 75. Lamps must be warranted for a minimum of 10,000 hours.  For hard-wired fixtures, electronic ballasts are required for lamps > 18 watts. 

· T8 Lamp and Electronic Ballast Systems - All linear fluorescent retrofit conditions shall include parallel wiring.  Either new lamp holders or re-wiring existing lamp holders are accepted.  All cracked or broken lamp holders shall be replaced.  In cases where de-lamping occurs, installer shall remove all unused lamp holders.  

· 800 series T8 lamps - Lamps must be “premium” quality (also called “2nd generation”) meaning that they must have a minimum rated life (at 3-hour start rating) of 24,000 hours with rapid-start ballasts or 18,000 hours with instant start ballasts. Lamps must have a color rendering index (CRI) > 85. Lamps must have color temperature of 3500(K or 4100(K as specified in audit.  Lamps shall be designated as “low mercury content”. 

· 30-watt T8 lamps - Lamps must have a minimum rated life (at 3-hour start rating) of 15,000 hours with instant-start ballasts. Lamps must have a color rendering index (CRI) > 81. Lamps must have color temperature of 3500(K, 4100(K, or 5000 K as specified in audit. Lamps shall be designated as “low mercury content”.

· Electronic ballasts - Ballasts must be electronic and operate lamps between 20-35 kHz. Ballasts must be UL-listed and have a PF of (0.90. Ballasts for 4-foot lamps must have THD( 20% at full light output; ballasts for 2, 3, and 8-foot lamps must have THD (32% at full light output. Standard ballasts must have a ballast factor of 0.85-1.0. Reduced output ballasts must have a ballast factor of 0.74-0.85. High output ballasts must have a ballast factor of 1.0-1.20. Ballasts must carry a five-year warranty. Electronic ballasts shall be from one of the following four manufacturers: Osram/Motorola, GE/Magnetek, Advance, or Howard. 

· High Performance System (3100-lumen lamps with reduced output, programmed rapid start electronic ballasts) - Equipment must meet the specification for 800 series T8s detailed above and must have the following characteristics: Lamps: initial (catalog) lumen output > 3100; Ballasts: ballast factor > 0.77.

Refrigeration Standards – The Program will develop refrigeration equipment specifications and installation standards similar to those governing lighting measures. For the small businesses served by the Program, the measures listed below are recommended for a direct installation type program where most of the cost is paid by the Program. These measures were chosen because they are: simple retrofit applications to the types of equipment found in this sector; easy to identify (can be done with a low cost audit); relatively easy to install (not directly in the refrigeration system); and when taken in combination, offer an excellent TRC, $/kW, $/kWh and PPT. 

The measures are:

· Night Covers for Display Cases 

· Strip Curtains for Walk-in Boxes 

· Glass Doors on Open Display Cases (Low and Medium temperature) 

· Insulation for Bar Suction Lines

· Door Gaskets for Walk-in Coolers or Freezer

· Auto-Closers for Coolers or Freezers

· Vending Machine Controller

· Efficient Evaporator Fan Motor (PSC and ECM)

· Efficient Lighting System for Display Cases - Lighting Electronic Ballast

· Maintenance – A refrigeration maintenance fact sheet will be given to the customer and discussed at the time of the audit. Maintenance will not be included as a measure in the Program. 

IXC.II.E
Payment of Incentives

Incentives will be used to subsidize the overall cost of a project to the customer. When the customer uses a Smart Lights qualified contractor, this discount will be paid directly to the contractor and be deducted from the contractor’s invoice to the customer. In order to track change orders and to make sure client costs reflect the final amount after change orders, Smart Lights invoices the client on behalf of contractor. If the customer self-installs a project or uses their own contractor, the discount will be paid directly to the customer after installation and a Program quality control check. 

The incentive is based on the following formula: $444 per business site plus $282 per estimated kilowatt of coincident kW saved.  The amount of the discount will be capped at 90% of the total project cost in order to promote customer investment in the measures. 

Because the Program will invoice the customer on behalf of the contractor, the invoice provides an additional opportunity for the customer to receive contractor contact information, educational materials on their warranties, instructions on how to maintain their new equipment, and additional vendors of replacement product. Payment processing will use PG&E’s existing infrastructure to avoid unnecessary duplication and to control costs.  In addition, using PG&E’s infrastructure will provide a central customer database to minimize the potential for double-dipping

IXC.II.F
Staff and Subcontractor Responsibilities

Primary Staff

The Program Manager/ Operations Director will be responsible for promoting, planning, staffing, and supervising the day-to-day operations of the Program.  Primary responsibilities include general program planning and management, budget management, staff and contractor supervision, and program operations. 

Project Managers will be responsible for ensuring that participating small businesses receive all services offered by the Program and that all installed projects meet Smart Lights quality control standards. Primary responsibilities include energy auditing, equipment specifying, customer education, project sales, project tracking, lighting installation management, and quality control. 

The Outreach Coordinator will be responsible for recruiting small businesses to participate in the Program and coordinating marketing efforts with local business groups and jurisdictions. 

Subcontractors

Installation of Measures - Qualified lighting and refrigeration contractors will be responsible for installing the energy efficiency measures as specified by the Program’s project managers. In particular, contractors will be responsible for delivering quality services in compliance with all the Smart Lights documents and agreements as detailed in Section ICV-II, Program Process.

Program Design – The Program will hire an energy consulting firm to assist in the development of the refrigeration component of the Program. Namely, they will develop the Equipment Standards, Audit Standards and Checklist, Installation Standards, and Maintenance Pamphlet. They will also assist in developing a database to track and calculate refrigeration savings. 

IXC.II.G
Work Plan and Timeline for Program Implementation

	Task
	Timeline

	Program Start-up
	Months 1-3

	1. Program Design and Planning
	↓

	· Refine current lighting program design, addressing service delivery mechanisms, policies and procedures, rebate structures, quality control assurance
	↓

	· Develop refrigeration standards, protocols, rebate formula, and database
	↓

	· Hire outreach and project management staff
	↓

	· Solicit and contract with lighting and refrigeration vendors 
	↓

	2. Marketing
	↓

	· Create mini-marketing plans for each community 
	↓

	· Develop appropriate marketing materials (brochures, flyers for new geographic scope)
	↓

	· Create relationships with vendors, business leaders, small business organizations, city staff/elected officials
	↓

	3. Training in Program policies and procedures
	↓

	· Marketing and auditing staff
	↓

	· Lighting and refrigeration contractors 
	↓

	Implementation
	Months 4-21

	· 15 % audits completed
	Month 6

	· 15 % installs completed
	Month 9

	· 35 % audits completed
	Month 9

	· 35 % installs completed
	Month 12

	· 60 % audits completed
	Month 14

	· 60 % installs completed
	Month 15

	· 80 % audits completed
	Month 16

	· 80 % installs completed
	Month 18

	· 100% audits completed
	Month 21

	· 100% installs completed
	Month 21

	Program evaluation and M&V
	Months 18-24

	· Customer evaluations
	↓

	· Work with independent EM&V consultant
	↓

	· Finish final report
	Months 24


IXC.III
Customer Description

IXC.III.A
Customer Description

Smart Lights is specially designed for under-served small businesses in the East Bay. Offices, retail, small private colleges and schools, churches, restaurants, hotels and motels, convenience stores, grocers, warehousing, and light industrial facilities with electricity demand under 100kW are eligible. The Program’s primary focus is to serve the Very Small Nonresidential market, those businesses with a demand of less than 20kW. A lengthy discussion of the targeted customers is included Section IXC-I, Program Overview and Program Rationale. 

Small businesses with the following characteristics are eligible to participate in the Program:
· Commercial facilities under 100 kW demand.

· Small governmental facilities under 100 kW demand.

· Common areas of multi-family and dorm-style facilities under 100 kW demand.

· In order to ensure that the Program primarily targets the Very Hard-to-Reach business sector in facilities with demand under 20 kW, the Program will retrofit according to the following percentage split: 

· Very Small Nonresidential (demand under 20 kW): 90% of program participants.

· Small Nonresidential (demand under 100 kW): 10% of program participants.

The program will also target common areas for multi-family and dorm-style housing, as both types of facilities constitute a significant portion of the commercial stock in the East Bay but often are ineligible for statewide programs. Most owners of non-owner occupied multi-family facilities are fully licensed as a business and wish to invest in energy efficiency, but find themselves locked out of commercial rebate programs because they are on residential energy accounts. Simultaneously, they also are unable to take advantage of lighting rebated in the multi-family programs because T-8 technologies are not eligible for rebates. Dorm-style housing, if on a residential rate schedule, is ineligible for the multi-family rebates because tenants share common kitchens and bathroom – a requirement to participate in the statewide programs. Finally, owners of multi-family buildings face the same challenges as other small business owners. Many do not take action because they are too busy to become energy efficiency engineers and manage the upgrade themselves, thus making them good candidates for a direct install program. 

IXC.III.B
Customer Eligibility

· All customers with A1 accounts serving a single facility.

· All customers with A6 accounts serving a single facility.

· Common areas of multi-family and dorm-style housing greater than 4 units but under 100 kW with either a residential or commercial account. 

· All customers with an A10 account, with a peak demand of 100 kW or less, as estimated after lighting retrofits are installed.

· All customers with an E19 account, with a peak demand of 100 kW or less, as estimated after lighting retrofits are installed.

Proof of eligibility can be as follows:

· A current PG&E bill with an A-1 or A-6 rate schedule.

· For other PG&E rate schedules and the non-residential portion of master metered accounts, connected load data showing less than 100 kW is sufficient proof.

IXC.III.C
Customer Complaint Resolution

Good customer service is the first step in realizing high customer satisfaction.  Smart Lights has developed a variety of strategies to ensure that problems and complaints are kept to a minimum. The following customer service strategies are required to foster communication and ensure the energy savings systems are installed in a timely fashion with minimal disruption to the Customer's place of business. 

· Requiring that Customers are responded to and projects are installed in a timely fashion and with minimal disruption to the Customer’s place of business.

· Requiring the Installer to install the measures at the Customer's site as specified in the Work Order prepared by SLCS authorized auditors.

· Approval of all change orders and additions to the original scope of work to ensure that the appropriate measures are installed.

· SLCS staff invoice all completed projects.  Invoices will not be released until all measures have been installed to the Customer’s satisfaction and all complaints have been remedied.

· Installers shall be suspended or disqualified from participating in the program if their performance does not fall within the terms outlined in their contract.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

IXC.III.D
Geographic Area

The geographic area served by Smart Lights will include the Alameda and Contra Costa counties.  Initially, we will focus on the cities along the I-80 corridor in western Alameda and Contra Costa Counties: Crocket, Hercules, Pinole, San Pablo, Richmond, El Cerrito, Albany, Berkeley, Oakland, and San Leandro. Smart Lights has already been operating in many of these cities and has a solid client-base in this area. It has also developed marketing relationships with local jurisdictions and community-based organizations in these cities. 

IXC.IV
Measure and Activity description

IXC.IV.A
Energy Savings Assumptions

Lighting Efficiency Measures

The Program uses an extensive list of lighting efficiency measures, the most common of which are replacing incandescent lamps with CFLs and T12 lamp/ magnetic ballast systems with T8 lamp/electronic ballast systems.  Energy savings reported on the Measurable EE Activities worksheet under “Lighting – Comprehensive Measures” is the kWh saved per coincident kW saved. This average is based on actual savings from installed sites under the Smart Lights Program as of August 31, 2003 (663 sites). 

The coincident kW saved is calculated directly in our database for every site based business type. The coincident diversity factors are from the following source: 2001 PG&E Energy Efficiency Programs, Attachment K.
A comprehensive table of all lighting measures is attached (hard copy only). Specific system wattages are based on the following sources:

· California 1996 Standard Performance Contract (SPC) Program for older standard magnetic/40W Fluorescent systems.

· California 1998 SPC Program for newer technologies, e.g high performance ballasts, various CFLs with electronic ballasts, and HOT5 fixtures.
· California 2002 SPC Program for fixtures added during run of Smart Lights Program, 2002-2003.

Refrigeration Measures

Most of the text and calculations for the energy saving for refrigeration are taken from the PG&E 2002 Workpapers. 

Night Covers for Display Cases- Installing film or blanket type night covers on display cases can significantly reduce the infiltration of warm ambient air into the refrigerated space.  Energy savings occur because the compressor will operate less frequently due to the reduction in load in a display case with properly applied night covers. The target market for this measure is small, independently owned grocery stores and other stores that are typically closed at night and restock their shelves during the day.  The target cases are vertical stand-up, of the single- or double-air curtain front design, and tub (coffin) type cases.

	Night Covers
	Vertical Cases
	Horizontal Cases

	kWh/yr.-ln. ft
	148
	59

	kW/ln. ft
	0
	0

	Life
	5 years
	5 years

	Cost
	$9.25 /ln. ft
	$9.25 /ln. ft


Strip Curtains for Walk-in Boxes - Strip curtains are clear flexible plastic strips that cover the Walk-in door opening and decrease ambient air infiltration into the refrigerated space when the door is open thereby saving energy. Clear plastic swinging doors are also used to decrease ambient air infiltration. Although refrigerated spaces have doors, which if kept closed would make strip curtains obsolete, they are often left open. 

	
	Strip Curtains for WalkIn Boxes

	kWh/yr.-ft2
	465

	kW/ft2
	0.425 duty cycle

	
	0.0531 coincident duty cycle

	Life
	4 years

	Cost
	$3.05 / ft2


Glass Doors on Open Display Cases (Low and Medium temperature) - The addition of glass doors to existing open multideck low and medium temperature refrigeration cases can significantly reduce heat gain to the case and thus produce energy savings.  Savings occur at the compressor due to a decrease in refrigeration load for the case, as well as reduced evaporative fan energy use.  

	
	Low Temperature Case Door

	kWh/year/door
	2,812

	kW/ln.ft, non-coincident
	0.530

	kW/ln.ft, coincident

Life
	0.286

12 years

	Cost
	$197/linear foot


	
	Medium Temperature Case Door

	kWh/year/door
	1,155

	kW/ln.ft, non-coincident
	0.24

	kW/ln.ft, coincident

Life
	0.130

12 years

	Cost
	$197/linear foot


Insulation for Bar Suction Lines - Insulating suction lines decreases the heat load to the compressor, resulting in decreased compressor operating hours. It is common to see the suction lines insulated on larger refrigeration systems but lines in smaller, independently owned grocery stores are not commonly insulated.

	
	Insulate Bare Suction Line

	kWh/yr.-ln.ft.
	16

	kW/ln.ft.
	0

	Life
	11 years

	Cost
	$1.72/ln.ft.


Door Gaskets for Walk-in Coolers or Freezer - This measure is to replace weak, worn-out gaskets with new better-fitting gaskets that reduce air infiltration into the conditioned space.

	
	Door Gaskets

	kWh/yr.
	2,091

	kW, noncoincident
	0.342

	kW, coincident
	0.239

	Life
	4 years

	Cost*
	$80


Auto-Closers for Coolers or Freezers - This measure is installation of an automatic, hydraulic‑type door closer on doors to walk‑in coolers or freezers.

	
	Auto-Closer

	kWh/yr.

kW, noncoincident
	3,535

2.279

	kW, coincident
	0.570

	Life
	8 years

	Cost
	$125


Vending Machine Controller - The vending machine controller is an energy control device for refrigerated vending machines. Vending machines contain fluorescent lamps that operate continuously and refrigeration equipment that cycle continuously.  The vending machine controller curtails power to the vending machine when customers are not present

	
	Vending Machine Control

	kWh/yr.

kW, noncoincident
	1590



	Life
	3 years

	Cost
	$200/unit


Efficient Evaporator Fan Motor (PSC and ECM)  -  Permanent Split Capacitor (PSC) motors have relatively high power factor that do not vary much with motor speed.  This high power factor contributes to the efficient operation of the motor. Electronically Commutated Motors (ECM) operate efficiently over a wide range of operating characteristics.  They optimize airflow while minimizing energy usage and waste heat.  Because these motors are found within the refrigeration case itself, the higher efficiency unit, with its lower waste heat production, also reduces the internal load generated within the case. 

	
	PSC Evaporator Fan Motor

	kWh/yr.

kW, noncoincident
	84

.011

	Life
	16 years

	Cost
	$161/motor


	
	ECM Evaporator Fan Motor

	kWh/yr.

kW, noncoincident
	168

.021

	Life
	16 years

	Cost
	$161/motor


Efficient Lighting System for Display Case - Lighting Electronic Ballast - Lighting systems in refrigeration display cases most likely contain standard core and coil ballasts. One reason is that the starting temperature of these applications can be as low as -20( F. Replacing standard ballasts with electronic ballasts or installing electronic ballasts in new cases will have direct energy savings within the lighting system.  

	
	Efficient Lighting System for Display Case 

	kWh/yr‑lamp controlled.
	88

	kW/lamp controlled, non-coincident
	0.011 

	kW/lamp controlled, coincident
	0.010, using 0.91 coincident diversity factor for lighting, grocery market sector

	Life
	16 years

	Cost
	$14/lamp controlled


Maintenance - There were no studies available at this time to verify the energy savings benefits from system maintenance, although it is common knowledge that maintenance is the smart thing to do. The Program will develop a pamphlet that will be distributed to customers by auditors. Auditors will explain the maintenance basics with the pamphlet as a guide. A vendor list of refrigeration service companies that perform maintenance and supply energy efficiency measures will also be provided.

IXC.IV.B
Deviations in Standard Cost-effectiveness Values

Net-to-Gross Ratio:  The CPUC’s Energy Efficiency Policy Manual suggests an NGR of between 0.83 (the value assigned to Energy Management Services including audits for small and medium commercial customers) to 0.96 (the value assigned to Express Efficiency Rebates). Given the nature of the Smart Lights Program, whereby clients -- most of whom had no intention of retrofitting their lights -- are actively recruited to participate through door-to-door canvassing and convinced to invest in energy efficiency measures, we believe that the higher 0.96 value is an appropriate indicator of the low free ridership in the Program. 

Estimated Useful Life: The Program uses an extensive list of lighting efficiency measures, the most common of which are replacing incandescent lamps with CFLs and T12 lamp/magnetic ballast systems with T8 lamp/electronic ballast systems. The Estimated Useful Life reported on the Measurable EE Activities worksheet under “Lighting – Comprehensive Measures” is the weighted average for all fixtures installed under the Program as of August 31, 2003 (see Smart Lights ICM and EUL - Weighted Average by Fixture Type).  In all cases, save the CFL category, we used the EUL listed in the CPUC Energy Efficiency Policy Manual, Version 2. Since 90% of the CFLs we install are screw-in units with an integrated base, we estimated a lower EUL of 4 years. 

Smart Lights ICM and EUL - Weighted Average by Fixture Type

	
	ICM / ckW saved per measure
	Total Fixtues / Type
	% of Total Fixtures
	Weighted ICM / kW
	EUL
	Average EUL

	2' Totals
	$2,750.67
	183
	0.85%
	$23.26
	16
	0.14

	3' Totals
	$2,428.56
	53
	0.24%
	$5.95
	16
	0.04

	4' Totals
	$1,130.48
	9883
	45.68%
	$516.36
	16
	7.31

	2' U Totals
	$1,921.26
	163
	0.75%
	$14.47
	16
	0.12

	8' Totals
	$1,366.14
	322
	1.49%
	$20.33
	16
	0.24

	CFL Totals
	$298.33
	9561
	44.19%
	$131.83
	4
	1.77

	Exit Signs Totals
	$891.00
	272
	1.26%
	$11.20
	16
	0.20

	Incandecent Totals
	$239.67
	1200
	5.55%
	$13.29
	0.6
	0.03

	Overall Totals
	 
	21637
	100.00%
	$736.70
	 
	10


Incremental Measure Cost:  The Program uses an extensive list of lighting efficiency measures, the most common of which are replacing incandescent lamps with CFLs and T12 lamp/ magnetic ballast systems with T8 lamp/electronic ballast systems. The Incremental Measure Cost reported on the Measurable EE Activities worksheet under “Lighting – Comprehensive Measures” is the weighted average for all fixtures installed under the Program as of August 31, 2003 (see Smart Lights ICM and EUL - Weighted Average by Fixture Type).

To determine the overall Incremental Cost/ kW we used the following assumptions:

· Determined the Incremental Cost for each of those projects for each category. We obtained prices from the DEER database, Maintenance Warehouse, bulbs.com, and FACET (our local lighting retrofit database). Our Incremental Cost is defined as the difference between the retrofit cost, including any additional labor (e.g. for a ballast that would not have been replaced in the base case), and the standard lamp replacement cost over the life of the retrofit measure (e.g. 5 incandescent lamp replacements per 1 CFL replacement, a conservative estimate). To keep data sources as consistent as possible, prices from Maintenance Warehouse (a Home Depot company) and bulbs.com (prices comparable to MW, where MW prices were not available) were used as much as possible, supplementing these with current prices from the Smart Lights FACET database. Linear fluorescent projects are priced from these sources. Exit sign and compact fluorescent projects are priced from the incremental cost values of the DEER database, with the addition of extra ballast labor where applicable, as per above.

· Calculated the coincident kW saved for each of the projects.

· Calculated the Incremental Cost/ kW by dividing the Incremental Cost for each of the projects by their respective kW savings.

· Calculated a weighted average of the Incremental Cost/ kW within each of the Categories. We weighted it based on the number of occurrences of each project compared to the total occurrences of the projects identified with each category. This gave us both the Incremental Cost/ kW for each of the categories.

IXC.IV.C 
Rebate Amounts

The rebate for lighting measures is based on peak kW savings per site. Thus, it covers a mix of measures that vary from customer to customer, customized to fit customer needs. Since this is a direct install program, the rebate is the cost per site for the Program to have a contractor install the measures. As such, the rebate amount is reported under the Budget Worksheet (line 165) as Subcontractor Labor – Measure Installation. 

Because the rebate is a combination of a minimum site incentive and the peak kW savings, the actual rebate per kW varies from customer to customer, with smaller customers getting a higher per kW incentive than larger customers. Averaged out over the entire Program, the rebate would equal: 

· $815 per site, or
· $518 per coincident kW

Smart Lights is currently using a similar rebate formula. 

Rebates for refrigeration are set at the same levels as the incentives for lighting measures. Initial research into installation costs indicate that a direct install program can retrofit  a mixture of these measures for little cost to the customers for about $520 per peak kW. During the program design phase for the refrigeration component of the Program, Smart Lights will test the appropriateness of this rebate formula. 

IXC.IV.D 
Non-Measurable Activities Description

Facilities Audits: Facility audits will be paid on a performance basis ($/audit presented to client). The audit budget is calculated at $190 per audit. That figure is based on the following assumptions: 

· It takes approximately 1 hour per every 1,000 square feet to conduct the field audit, develop the report, and discuss the results with the customer (including travel time.) Smart Lights current average square feet per site is 3,325. It is estimated that 1280 sites (the number of audits anticipated) represents 4.5 million square feet, or 4250 hours of labor. Labor rates are calculated at $56 per hour. 

· Mileage to and from the site is included in the audit fee. It is estimated to be about 11 miles per site at $.37 per mile, adding an addition $4 per audit. 

The following direct install activities will be paid on a performance basis ($/coincident kW saved):
Customer Education: This activity includes such tasks as working with the client to explain and sample technology, how to maintain new measures, where to get replacement product, and how product warranties work. It also covers the task of putting educational materials together. Costs are calculated at $80.50 per coincident kW saved.

Project Management:  This activity includes such tasks as negotiating installation costs with pre-approved contractors, negotiating prices of custom measures, job scheduling, job tracking, change order processing, maintaining punch list records, resolving contractor/customer complaints. Costs are calculated at $96 per coincident kW saved.

Site Inspections: This activity includes such tasks as conducting post-install inspections, documenting deficiencies, and making sure deficiencies are resolved. Costs are calculated at $96 per coincident kW saved. 

Rebate Processing: This activity includes such tasks as reviewing paperwork for completeness, working with contractor and client to deliver correct paperwork, invoicing on behalf of the contractor for site incentive, and invoicing the client for their portion of costs. Costs are calculated at $33 per coincident kW saved.

IXC.V
Goals

The overall goal for the program is to deliver $1,858,917 of TRC benefits.  Overall, the program will deliver 36,351,191 net lifecycle kWh, 4,315,058 annual lifecycle kWh, and 1,008 net coincident peak kW.  The projected TRC ratio is 1.3219 with a PT ratio of 8.4366.

The table below highlights secondard performance goals of the Program over a 24-month timeline. As discussed above, performance payments will be based on audits performed ($190 per audit) and coincident kW savings installed (total of customer education, project management, site inspections, and rebate processing costs at $292 per kW).

Smart Lights Performance Goals

	Month
	Total Enrolled
	Total Audits
	Total Accept
	Total kW Subscribed
	Total Installed
	 
	Goals

	3
	Start-Up
	
	
	
	 
	
	

	6
	216
	216
	123
	181
	 
	 
	 

	9
	
	450


	240


	353


	105

154
	projects

kW
	15%

15%

	
	
	
	
	
	
	
	

	12
	
	684


	357


	525


	240

353
	projects

kW
	35%

35%

	
	
	
	
	
	
	
	

	15
	
	918


	474


	697


	420

617
	projects

kW
	61%

61%

	
	
	
	
	
	
	
	

	18
	
	1152


	608


	893


	555

816
	projects

kW
	80%

81%

	
	
	
	
	
	
	
	

	21
	
	1280
	690
	1000
	 
	 
	 

	24
	Close


	
	
	
	690

1008
	projects

kW
	100%

100%

	
	
	
	
	
	
	
	


IXC.VI
Program Evaluation, Measurement and verification

IXC.VI.A
Program Approach 

A final evaluation of the Smart Lights/ Cool Savings Program should include both a verification of savings and a process evaluation.  The verification element of the project should produce an estimate of the likelihood that the coincident demand savings claimed fall within a specified confidence interval. The process evaluation should provide a general assessment of Program design and implementation effectiveness. 

The EM & V plan should include: 

· An evaluation of stipulated values used by the Program to calculate the impact of the Program. With respect to the net-to-gross ratio, a literature review of both lighting and hard-to-reach small business programs would be helpful in verifying the current net-to-gross ratio.  

· An appropriate sampling of sites for verification of installed measures. 

· Based on the results of the site verifications, an estimate of the likelihood that actual gross savings for the programs fall within the specified confidence interval.

· A process evaluation of:

· Program structure (e.g. marketing, incentive structure, coordination of audits and installations, etc.).

· Program management and operations (e.g. coordination of audits and installations, construction management; tracking and communication).

· Project tracking (e.g. systems to measure actual versus plan and identify needed remedial action; database systems for storing and reporting data).

·  QA/QC procedures.

· An estimate of Cost-Effectiveness.

IXC.VII
Qualifications

IXC.VII.A
Primary Implementer

This is an extension of an existing program launched by the City of Berkeley in 2002 through funding by the CPUC using SBX5 funds. Program implementers include. 

City of Berkeley - Neal De Snoo, Energy Officer, will be primary advisor to the program.  Neal has over 15 years of experience with municipal energy programs and policies in Chicago and Berkeley. The City’s Energy Office has provided energy services to the municipal, residential and commercial markets since the mid 1980’s.  The City’s Energy Office has provided energy services to the municipal, residential and commercial markets since the mid 1980’s. The City’s Energy Office is or has been responsible for the following:

· Management of small commercial energy incentive programs (city, state and federally funded), including the East Bay Smart Lights Program from July 2002 through the present.

· Operation of federally funded weatherization programs (LIHEAP & DOE)

· Implementation of comprehensive energy efficiency retrofits of all municipally-owned and operated facilities (now engaged in upgrading sites for new technologies)

· Development of residential and commercial energy conservation ordinances

· Provision of design review for new construction/renovation (including Civic Center Building [Savings by Design Energy Efficiency Integration Award])

· Management of PG&E Codes and Standards contract including:

· Berkeley’s Best Builders design assistance program

· Plan checker and building inspector training program

· Enforcement of commercial energy ordinance
Community Energy Services Corporation (CESC) will be the program administrator of the Smart Lights/ Cool Savings Program. CESC, a 501 (c)(3) and licensed general contractor, has been delivering community-based energy management and construction services to the City of Berkeley since 1986. Services provided through CESC include: design assistance and project management for municipal energy retrofits; lighting retrofit programs for the small business sector; energy education programs for the residential sector; low-income housing rehabilitation, weatherization, and structural seismic upgrade; and coordination between a variety of local NGO’s such as RebuildingTogether, Center for Independent Living, the Building Education Center, the Chamber of Commerce, and local business associations to enhance total combined services offered to our clients and customers. Major recent programs include:

· Smart Lights - $2M CPUC Small Business Lighting Retrofit Program.  Innovative, community-based energy efficiency program utilizing local government and business association support to deliver turn-key services to this hard-to-reach market and create a sustainable local platform for future program offerings.

· ReEnergize East Bay - $3M U.S. Department of Energy "Rebuild America" Program.  Innovative program design and implementation. Energy auditing, design and construction services and technical assistance to commercial, municipal and multi-family residential sectors.

· City of Berkeley Municipal Energy Program - Program design, equipment specification, bidding, and construction management of municipal and commercial building energy efficiency projects; energy auditing and design services for Commercial Energy Efficiency Ordinance (CECO) clients; home inspections and energy efficiency recommendations for Residential Energy Efficiency Ordinance (RECO) clients.

· CDBG Block grant (HUD) - $337K. Maintenance, construction, seismic, and disaster resistance services to low income Berkeley residents.

· Project Impact – Earthquake preparedness education for the City of Berkeley. 

· California Public Utilities Commission – Energy Education Trust public information and education program regarding utility restructuring, consumer protection, and energy efficiency strategies.

Maria Sanders – Program Manager 
Community Energy Services Corporation

Ms. Sanders will be the Program Manager and Operations Director for the Smart Lights/ Cool Savings Program, providing program direction, monitoring Program performance, and managing staff and subcontractors. She has fourteen years of experience working with local governments and business organizations, helping them design and operate urban environmental programs. At CESC, she is currently overseeing the implementation of the Smart Lights Program. Prior to her work with CESC, she was the Cities for Climate Protection Technical Assistance Program Manager for the International Council for Local Environmental Initiatives (ICLEI), a local government membership association dedicated to assisting cities and counties to implement solutions to environmental problems. In her capacity at ICLEI, she worked with local jurisdictions throughout the United States to develop Local Climate Protection Plans and to implement energy initiatives that reduce carbon dioxide. Maria has also been the Sustainability Coordinator for the City of Oakland. She has Master Degrees in both urban planning and landscape architecture from the University of California at Berkeley. 

Carlo Federiconi – Senior Project Manager

Community Energy Services Corporation

Mr. Federiconi will be the Senior Project Manager for the Program, providing technical assistance to other auditors and contractors and overseeing quality control. He has been working in the energy field since 1980, serving in a variety of capacities including energy auditing, energy efficiency project management, photovoltaic system installation, academic research, and instruction. He has held positions with the Sacramento Municipal Utility District, Powerlight Corporation, and the Federal University of Rio de Janeiro. He is a B.A. graduate of Visual and Environmental Studies at Harvard University, and later of the Energy Management and Design Program at Sonoma State University. Over the years he has designed and developed energy auditing programs for schools and small businesses, worked with a variety of customers on comprehensive energy efficiency improvements, and climbed many roofs to install solar electric systems. Mr. Federiconi has promoted solar energy and energy efficiency through workshops and speaker series in his many years as board member of the Northern California Solar Energy Association.

IXC.VII.B
Resumes
Community Energy Services Corporation

CORNELIUS (NEAL) De SNOO
City of Berkley, Energy Office

2080 Milvia Street

Berkeley, CA 94704

EXPERIENCE

CITY OF BERKELEY 
1994 - present
Energy Officer
Responsible for managing municipal, commercial, industrial and residential energy efficiency projects and programs, including capital projects for energy efficiency in municipal buildings, electric power procurement, technical assistance and education for commercial and industrial clients and weatherization services for residential households. 

  -
Responsible for a division operating and capital budgets and staff of 7. 

  -  
Developed and launched new programs and services.  

PFIZER PHARMACEUTICALS LIMITED, DALIAN, CHINA
1993 - 1994

Administration Coordinator
Responsible for managing inter-divisional programs and initiatives in a new joint venture pharmaceutical manufacturing plant.  Reported to the General Manager.

  -
Managed new product launch logistical planning

  -
Staffed business planning program

  -
Managed development of employee housing

  -
Developed and managed new sales incentive and sales analysis programs

CITY OF CHICAGO (progressively more responsible positions from 1986 to 1993)
Assistant Commissioner, Department of Aviation
1992 - 1993
Responsible for directing and implementing special projects for the world's busiest municipal airport system.  The position entailed directing multi-disciplinary project teams consisting of engineering, planning and administrative staff and technical consultants.  Reported to the Commissioner.

  -
Managed long-range strategic for O'Hare International Airport and Meigs Field

  -
Coordinated energy planning for O'Hare

  -
Participated in local transit feasibility studies

  -
Participated in inter-city high-speed rail feasibility studies

Assistant to the Mayor of Chicago
1991 - 1992
Responsible for developing and implementing priority initiatives and managing various cabinet activities.  Areas of responsibility included economic development, housing, police, fire, revenue and environmental protection.  Reported to the Chief of Staff.

  -
Established new Department of the Environment (86 staff)

  -
Administered executive recruiting (cabinet members)

  -
Developed various public safety ordinances and programs

  -
Directed public/private railroad corridor clean-up program

  -
Directed one of the most proactive bicycle transportation programs in the U.S.

  -
Created an alternative fuels demonstration program

  -
Initiated and coordinated municipal energy management projects

  -
Staffed emergency response during the Great Chicago Flood

  -
Staffed major development projects

City Planner (Chicago)
1988 - 1991
Served as Assistant Director of Energy Management Division.  Responsible for development and management of technical/economic studies and projects.  Reported to the Director.

  -
Managed technical/market analyses of energy efficiency potential

  -
Managed comparative utility production cost analyses

  -
Managed municipal energy efficiency projects

  -
Advised electric utility franchise negotiations

  -
Developed and implemented flood prevention policies and ordinances

  -
Managed cost/benefit analysis for $150 million shoreline reconstruction plan
Northeastern Illinois Planning Commission

Fellowship in Intergovernmental Relations
1987 - 1988
Awarded the highly competitive fellowship and assigned as staff to the Chicago Department of Planning (Energy Management Division and the Chicago Shoreline Protection Commission).  

Planning Intern, Chicago Dept. of Planning
1986 - 1987
Served as intern for Neighborhood Planning Division and Energy Management Division.

YEAR ABROAD
1985 - 1986

Study and travel throughout China and Japan.

HANDYPERSON'S, INC., SAN FRANCISCO, CA
1984 - 1985

Assistant Manager/Interim Board Member
Founded and managed private construction firm specializing in home improvement and energy conservation.  Served as member of the Interim Board of Directors.

CHILDREN'S RIGHTS GROUP, SAN FRANCISCO, CA
1983 - 1984
Volunteer in Service to America (VISTA)
U.S. Action Agency as VISTA Volunteer.  Assigned as assistant operations director for non‑profit agency offering weatherization services to the low‑income and elderly.

THE BROADWAY GROUP, SANTA ANA, CA
1979 - 1983
Assistant to Managing Partner
Part‑time assistant during college conducting campaign staff work.  Served as Assistant Convention Manager, California Democratic State Convention and staff member to the California Delegation, Democratic National Convention.
EDUCATION / EDUCATIONAL ACTIVITIES
MANDARIN DAILY NEWSPAPER, TAIPEI, TAIWAN
1985

Conversational Mandarin
OCCIDENTAL COLLEGE, LOS ANGELES, CA
1979 - 1983

BA in Political Sociology

MARIA SANDERS

Community Energy Service Corporation

1013 Pardee Street

Berkeley, CA 94710

(510) 981-8955

PROGRAM MANAGEMENT EXPERIENCE

Program Manager

Community Energy Services Corporation

(October 2001 – Present)

Manages the day-to-day operations of the Smart Lights Program, a $1.9 million small commercial energy efficiency program.  Primary responsibilities include providing overall direction for the program and ensuring program goals are met. Duties include managing up to 5 staff and 4 installation contractors; Preparing work plans; Developing and manage project and program budgets; Monitor job scheduling,  invoicing, budgets, field staff scheduling; Preparing reports and activity summaries as requested; interact with community agencies and represent CESC energy services programs in various community settings such at City and community meeting. 

Technical Assistance Program Coordinator

International Council for Local Environmental Initiatives, Cities for Climate Protection 

(June 2000 – October 2001)

Managed the Technical Assistance Team (TAT) for ICLEI’s Cities for Climate Protection Campaign-US, which works with local governments throughout the United States in developing and implementing strategies for reducing greenhouse gas emissions. The TAT assists local governments in developing baseline greenhouse gas inventories, targeting emission reductions, and preparing implementation plans. Responsibilities include staff supervision, project management, policy development, and outreach to encourage policy adoption and implementation.

Acting Sustainable Development Coordinator

City of Oakland, Planning and Zoning 

(July 1998 - May 2000)

Staffed the “Oakland Sustainable Community Development Initiative” and related implementation programs. The goal of the Initiative is to foster environmentally sound and socially responsible business development, land use planning, and building practices within Oakland. Policy and program areas included (1) Green building development and project implementation; (2) Outreach, education, and technical assistance in resource-efficiency for Oakland’s small business and industrial sectors. Required skills included policy analysis, program development and management, media communications, public education, and fundraising.

Planning Associate

Center for Economic Conversion, Mountain View, CA 

(April 1996 -July 1998)

Directed program activities for the Green Base Conversion Project, which sought to promote and implement environmentally sustainable development projects on closing military bases in the Bay Area. Duties included (1) Strategic program planning; (2) Coordination of green building technical assistance and design workshops for developers; (3) Staffing several technical advisory groups with expertise in planning and green building development; and (4) Research and writing of technical briefs on sustainable development strategies.

Project Manager

Oakland Recycling Association, Oakland CA 

(1994 -1996)

Managed research and public education projects devoted to conserving resources and preventing waste. Directed a three-person research team that analyzed market development strategies for regional plastic recycling ventures. Other work consisted of organizing and managing a local campaign to promote reusable packaging. Required skills included coalition building between manufacturers and environmental organizations, media communications, grant writing.

Planning Consultant

Selected projects and duties include:

The Trust for Public Land

San Francisco CA (1998)

Assisted the Green Cities Initiative Program, the San Francisco Recreation & Parks Department, and community members in implementing the Visitacion Valley Greenway, a six-block tract of land to be converted into a community park. Major responsibilities included (1) Preparation of an implementation plan; (2) Facilitation of community design workshops; and (3) Consensus building around greenway implementation and negotiation strategies.

State Coastal Conservancy

Oakland CA (1992-1998)

Provided planning and design services for various plans and studies, including Purisima Townsite Property Analysis; Albany Waterfront Trail; Russian River Enhancement Plan; and the Fort Mason Marine Learning Feasibility Study.

Temescal Neighbors Together

Oakland CA (1990-1991)

Organized and executed a community design process for development of mixed-use project alternatives for a 3-acre urban infill site. Assisted in the development of wriften design guidelines and obtaining a new mixed-use zoning classification for the neighborhood commercial district.

Project Analyst

State Coastal Conservancy 

Oakland CA (1989-1992)

Facilitated project development and management for the Urban Waterfronts Program. Tasks included (1) Data collection; (2) Researching, analyzing, writing, designing and coordinating program studies and special publications; (3) Generating design concepts and finished illustrations for feasibility reports.

EDUCATION

Master of Urban and Regional Planning

Master of Landscape Architecture

University of California, Berkeley CA

December 1992

Course work included urban economics, land use law, land use controls, community participation, community development, statistics, methods of environmental evaluation, and numerous urban history and design courses.

B.A. in Sociology, Studio Art

Oberlin College, Oberlin OH

May 1985

REPORTS I SPECIAL PROJECTS

· Hot Cities-Dirty Air; Cool Cities-Clean Air  2001

· City of Oakland Green Building Resource Center (physical information center located next to Oakland’s Building and Planning Permit counters), 2000

· Sustainable Design Charrette: Environmentally Sound and Resource-Efficient Homeless Housing and Services at Alameda Point, 1997

· Green Base Conversion Strategies, 1997-1998

· #1 Deconstruction for Reuse and Recycling

· #2 Sustainable Buildings: Designing for Environmental and Economic Efficiency

· #3 Developing Requests for Proposals for Sustainable Design Services

· Purisima Townsite Property Analysis, 1997

· Developing East Bay Markets for Post-Consumer Plastics, 1995

· Pier 1 Marine Learning Center Feasibility Study, 1993

· North Contra Costa County Shoreline Corridor Feasibility Study, 1991

· A Guide to Public Piers in California, 1991

· Temescal Design Guidelines, 1991

· A Guide to Public Financing for Waterfront Restoration in California, 1990 (Revised 1991, 1992)

· Santa Cruz Downtown Development Feasibility Study, 1990

Carlo Pino Rino Federiconi

Community Energy Service Corporation

1013 Pardee Street

Berkeley, CA 94710

(510) 981-8955
ENERGY EMPLOYMENT HISTORY

3/02 – Present Project Manager 


Community Energy Services Corp.

Provided lighting efficiency audits and education on energy efficient lighting technologies to hundreds of small businesses. Made recommendations for energy savings and lighting quality improvements and provided customers with detailed reports of lighting retrofits. Managed project installation with program contractors. Inspected installations for completeness and customer satisfaction. Supervised and trained junior staff on lighting technologies and auditing methods. Provided troubleshooting and design improvements to lighting retrofit database creators. Designed and developed auditing spreadsheets and methods. 

2/01 - 7/01 Systems Operations Supervisor


PowerLight Corporation, Berkeley, California

Created Operations and Maintenance Program. Assessed status and maintenance requirements of existing projects, scheduled and supervised repairs. Provided daily customer service toward the resolution of immediate problems. Designed displays to showcase the solar systems and provide real-time operation data. Planned for future integration of O&M activities into manufacturing resource planning. Provided quality control feedback to other departments. Inspected and repaired systems on site. Supervised technical staff for on-going operations and maintenance duties. Coordinated data acquisition staff and the resolution of data acquisition issues and problems.

2/99 - 11/00 Photovoltaic System Installer


Solar Electrical Systems, Westlake Village, California

Installed solar photovoltaic systems from 2 to 40 kW, including structural and electrical work. Supervised crew and acted as site foreman. Designed, wrote, and edited newsletter and other company materials. Custom fabrication of battery boxes and instrument panels. Maintained and organized tools and material stocks. Related previous experience in carpentry, machining, and handyman services, including plumbing and electrical.
11/95 - 11/97 Senior Researcher, Energy Group

Federal University of Rio de Janeiro, Rio de Janeiro, Brazil

Coordinated the project called “Energy Conservation in Micro, Small, and Medium-sized Companies in Rio de Janeiro State”, for our client SEBRAE-RJ (similar to the Small Business Administration), with a scholarship in Industrial Technological Development from Brazil’s National Research Council (CNPq). Supervision and training of four business and computer sciences interns. Creation of a complex relational database in Microsoft Access to store and analyze data from energy audits done in Rio de Janeiro state since 1976. Coordination, design, and execution of a survey, by direct contact (interviews) and by mail (questionnaires), to gain an understanding of the behavior and attitude of business people regarding energy conservation. Bibliographic research of materials related to the barriers to energy efficiency project implementation in micro, small, and medium-sized companies. Extensive report writing of every stage of the project.

12/91 - 11/94 Energy Efficiency Specialist, School Services Group

Sacramento Municipal Utility District, Sacramento, California

Conducted energy audits, recommended energy-efficient lighting and HVAC measures, and wrote audit reports for school districts and universities. Managed $2.7 million energy efficiency project with the California State University at Sacramento, with a 970 kilowatt projected load reduction. Evaluated and promoted the use of advanced solar and energy efficient lighting and HVAC technologies for customer application. Designed and developed easy-to-use auditing and reporting materials incorporating rebate and energy-savings calculation algorithms. Improved rebate calculation methods. Coordinated advanced technology applications with SMUD and outside agencies such as Lawrence Berkeley Laboratories. Participated in a high-level Program Action Team to set program goals, improve program market penetration, and determine valuation of benefits of program to SMUD and the community. Troubleshooting of new program materials and software tools. Organized seminars and presentations for SMUD staff, including the Brown Bag Solar Series, a highly successful biweekly public forum on renewable energy  with over 60 speakers to date, addressing topics ranging from rammed earth to sustainable cities. Organized the Sustainable Communities Symposium  at Davis Village Homes in collaboration with the American Institute of Architects and the Northern California Solar Energy Association.

11/90 - 4/91
Technical Director
Sonoma State University

& 2/88 - 5/89
Energy Action in Schools
Rohnert Park, California


Developed and conducted an energy-auditing and energy-accounting program for ten school districts in a five-county area under a California Energy Extension Service contract.  Analyzed energy accounting software, discovered and reported its problems to the programmers. Designed all program materials, including energy auditing, reporting, and data-input forms.  Developed the program and its implementation process after researching existing models and techniques of similar programs and consulting their program managers. Organized workshops for school maintenance personnel on energy efficient technologies and preventive maintenance. Supervised student interns, involving them in meaningful, creative work, conducted staff meetings, reviewed staff work, and led teams for on-site energy audits.

8/89 - 7/90 Energy Consultant, Business Energy Advocates


Sequoia Technical Services, Eureka, California

Performed energy audits of commercial facilities in Sonoma County, and recommended techniques and technologies for improving energy efficiency under a California Energy Extension Service contract.  Provided customer with project management assistance to secure utility rebates and project financing. Developed expertise in state-of-the-art energy-saving products and technologies, particularly lighting.  Designed materials for auditing, reporting, and administration.  Publicized the program through radio, newspaper, and magazine interviews and articles. Organized and conducted energy-efficiency workshops and presentations for the business community.

1/90 - 4/90 Title-24 Instructor and Analyst


Santa Rosa Junior College, Santa Rosa, California

Taught the California residential energy standards to an adult college class. Course included energy basics and heat-loss analysis, as well as methods for documenting compliance. Designed all course curriculum and materials.

Nancy Lynn Hoeffer, Executive Director

EMPLOYMENT POSITIONS

Executive Director













1999 – Present

Community Energy Services Corp., Berkeley, CA

Subsequent to position as Program Coordinator, direct and expand the day-to-day operations and make overall business decisions of a $1M nonprofit organization responsible for promoting energy efficiency in municipal, commercial, and multi-family facilities throughout the East Bay region.  Programs under my direction include: 

· ReEnergize East Bay - $3M U.S. Department of Energy "Rebuild America" Program.  Innovative program design and implementation. Energy auditing, design and construction services and technical assistance to commercial, municipal and multi-family residential sectors

· City of Berkeley - Program design, equipment specification, bidding, and construction management of municipal and commercial building energy efficiency projects; energy auditing and design services for Commercial Energy Efficiency Ordinance (CECO) clients.

· CDBG Block grant - $307K. Maintenance, construction, seismic, and disaster resistance services to low income senior and/or disabled Berkeley residents

· Project Impact - Prevention strand head of City of Berkeley FEMA grant

· California Public Utilities Commission - Utility restructuring education program

Assistant General Manager












 1998 – 1999
BOSS Enterprises (div. Of BOSS, Inc), Berkeley, CA
Assisted in the re-organization of a construction enterprise endeavor of one of Berkeley’s largest social-service non-profits.  Prepared a business plan and agency budget as well as handled the day-to-day operations.  Instrumental in negotiating with major funder, as well as the executive director and key staff of parent agency.  Set up systems to financially separate the enterprise and begin preparations for separate non-profit status.

Accounting/Business Consultant










1996 – 1998

Provided full-charge bookkeeping services, financial, and business management consultation for a variety of small commercial and non-profit organizations.  Clients included: Community Conservation Centers (Berkeley non-profit recycling facility), Brittell Environmental Corporation and Reclamation Inc. (precious metals refining), and Drew Properties (property management/developer).

Accounting and Human Resource Manager







1992– 1996 

Drew Resource Corporation, Berkeley CA
Subsequent to position as Accounts Payable Manager for a recycling facility handling precious metal waste streams.

Performed tasks of a full-charge bookkeeper including cash management, monthly entries, statement preparation and analysis, inventory control, and payroll and related returns.  Administered all phases of Human Resource duties, responsibilities, and services.

Assistant Manager - Credit, A/P, A/R









   1989-1992 National Refractories & Minerals Corp, Oakland
Managed daily functions of credit, accounts receivable and payable departments for Multinational Corporation with average domestic and international sales of $150M.  Supervised and trained temporary and permanent staff; allocated clerical tasks and managed workflow. Accomplishments include maintaining an industry leading DSO with $20M A/R balance and coordinating with main ledger to maintain maximum A/R collateral for working capital loan.

Responsible for credit policy, credit extension and collection activity on approximately 300 accounts.  Coordinated with sales staff to set credit terms in accordance with risk.  Knowledge of international credit policy, letters of credit and special terms.  Company representative at National Association of Credit Managers (NACM) meetings and seminars.

Manager, Concessions/Catering











 1983-1992
Filmore Fingers division of Bill Graham Presents, Oakland

Organized and supervised concession sales and managed talent catering under strict time schedules at concerts and special events.  Conducted all aspects of food preparation, concession sales and bartending.  Responsible for interpreting contracts, hiring, training, scheduling and supervising concession staff, balancing receipts, and maintaining inventories.

EDUCATION

Hayward State University, continuing studies in Law

San Francisco State University department of International Relations

IXC.VIIi
Budget

Budget components and total are presented below in Exhibit IXC.VIII-1.  All detail and references for budget line items are presented in the project workbook.

Exhibit IXC.VIII-1
Project Budget

[image: image26.wmf]Budget Items

Element

Budget

Sub-Total

Total

Administrative Costs

504,030

      

 

Marketing/Advertising/Outreach

52,820

        

 

Direct Implementation

868,407

      

 

Evaluation, Measurement & Verification

75,000

        

 

Total Program Budget

1,500,257

 

 


IXd. Senior housing and services program

IXD.I
 Program Overview

IXD.I.A
Program Concept

The East Bay Energy Partnership is pleased to provide this proposal for the Senior Housing and Services Program (SH&S) targeting hard-to-reach senior center, nursing home and senior housing markets that lie at the intersection of the residential multi-family and commercial market segments.  The program strategy is designed to provide turnkey, comprehensive energy efficiency improvement services that capture both electric and gas long-term savings by providing incentives for a portfolio of measures including lighting retrofits in common area and tenant metered areas and boiler upgrades.  This program has the following primary components:

· Engineering work provided by expert and unbiased third parties
· Direct Installation of high-efficiency lighting equipment and boiler efficiency upgrades 
· Negotiated program-wide unit pricing to reduce program administrative costs
· Quality control inspection on 100% of installations
The Program proposes to operate in Alameda and Contra Costa counties, within the Pacific Gas & Electric service territory.  

IXD.I.B
Program Rationale

The senior housing, nursing home and senior services sector has been historically underserved by energy efficiency programs since many of these types of institutional facilities contain both residential and commercial utility meters.  Quite often common area lighting and hot water boiler(s) are on a residential meter while other common area end uses (kitchen appliances) are on commercial meters.  This mix of utility customer status has caused confusion for customers in the past when investigating rebate opportunities.  They find that this type of multifamily facility is ineligible for specific energy efficiency rebates.  For example, if their facility has a common central facility (e.g., kitchen), they are not eligible for multifamily rebates. In addition, if the common area lighting is on a residential master meter rate, they are not eligible for commercial rebates.  Additionally, many senior care facilities are on very tight budgets and have limited staffing.  This makes it difficult for them to implement energy savings projects under current programs.

This SH&S Program proposes to remove these barriers and provide non-profit, for-profit and municipal institutions access to energy efficiency incentives by offering comprehensive lighting and boiler upgrade services to a specialized and broad niche within the multifamily market.  Some examples of this market include:

· Continuing Care Retirement Communities (CCRC) which apply to meet the standards of the national Continuing Care Accreditation Commission (CCAC).

· Senior housing facilities that have been developed or subsidized through federal programs and are monitored by the Federal Department of Housing and Urban Development.

· Assisted living facilities licensed by the State of California, Department of Social Services.

· Nursing Facilities licensed by the state in which they are operating. 

A study has found that facilities in this target market operate on a continuous basis for the most part (12 months of the year, 24 hours per day). The buildings tend to be older, with 65 percent being constructed before 1975.  The size of the homes range from 3,000 – 130,000 square feet with the average size being around 35,000 square feet.
  We estimate that there are at least 200 senior housing, nursing homes and senior centers within Alameda and Contra Costa counties.  

According to a recent report, starting this fall, residential consumers are expected to feel the impact of an estimated 36% increase in natural gas bills nationwide.
  While current residential gas rates ($0.86 per therm)
 are historically high (already more than 50% higher than a few years ago) the predicted increase will have a significant impact on the budgets of these care-giving agencies.  Since much of the recent growth in natural gas has been fueled by new natural gas powered electricity generation, saving peak demands for electricity and natural gas can lead to reduced prices, more manageable energy bills, a more reliable and stable grid, and bolster the fragile economic recovery.  All of this clearly leads to customer demand for program services.  By combining gas and electricity saving measures, the SH&S Program reduces peak demand via both lighting and boiler improvements.  

This program is designed to overcome several market barriers that prevent diffusion of efficient lighting and boiler technologies into these hard-to-reach markets.  Barriers include:

· Higher start-up expense for high-efficiency measures relative to standard efficiency measures:  This program provides incentives based on the cost effectiveness of the retrofit, thereby abrogating the higher incremental cost of installing energy efficient equipment.  Customers are informed up-front of what, if any, their cost-share will be.

· Lack of consumer information about and confidence in energy efficiency benefits and data:  This program provides customers with free audits that are then used to calculate retrofit costs, energy and demand savings, and estimated simple paybacks, as well as the cost-effectiveness of the upgrade.  As a result, customers have the information they need to make confident decisions that partake of the benefits of energy efficiency.

· Lack of financing for energy efficiency improvements:  As stated above, this program provides incentives to customers which help finance the energy efficient improvements made, up to a maximum of $1,299 per kW saved and $1.90 per therm saved.  Due to the comprehensive program strategy, customers will be able to leverage savings from cost effective measures (e.g., lighting) to cover less cost-effective measures (e.g., boilers).  Therefore they will be able to complete retrofits that would otherwise not be economically feasible.
· Lack of a viable and competitive set of providers of energy efficiency services in the market:  This program provides professional lighting contractors who have agreed to perform installations at fixed unit prices.  By establishing unit pricing for over 80 lighting retrofit combinations, viable and competitive providers of energy efficiency services are made available to customers.  
High efficiency lighting systems and boiler improvements will be available to target facilities.  Boilers are oftentimes at the heart of the most complex energy system within a facility.  Unlike lighting technologies, which have few adjustable components and use a fairly predictable amount of energy, boilers have many interrelated components and a range of energy use patterns.

In the larger picture, boilers are a source for some of the primary greenhouse gases that affect global warming.  In 1990 the U.S. Environmental Protection Agency (EPA) reported that boilers are responsible for 87% of the NOx and 42% of SO2 emissions in the industrial and commercial sectors.  Effective boiler energy efficient upgrades (and preventive maintenance) in facilities produce valuable energy savings, reduce emissions and can provide the following benefits:

· lowered energy costs: reducing utility costs allows for funding of other institutional programs.

· safer conditions: upgrading older boilers to current minimum safety codes decreases safety hazards.

· cleaner air: reducing the CO2, NOx, and CO emissions helps the region comply with air quality standards and reduce global warming.

· reliable equipment: reducing unscheduled breakdowns saves time and money.

· longer-lasting equipment: maintaining equipment avoids premature equipment failure.

· comfortable occupants: tuning and improvements reduce the number of building occupant complaints, contributing to a more productive and healthy indoor environment.

Although this is a new program, Energy Solutions has a long history of implementing successful public goods charge (PGC)-funded projects and we have every expectation that this program will succeed.  Energy Solutions has consistently met or exceeded its goals while maintaining cost-effective programs.  Please see Section IXD.VII.A for further details regarding Energy Solutions successes.

Innovation:  This program is innovative in the following ways:

· This program is unique because it specifically targets senior housing facilities, regardless of rate type (residential, commercial or combination), something no other program currently does.

· This program uses the innovation of fixed unit prices covering over 80 lighting retrofit combinations and simple boiler control measures, thereby avoiding costly bidding and reducing costs.

IXD.I.C
Program Objectives

This program is expected to deliver services and installations to facilities with a demand under 250kW including 80 percent under 100kW. Targets include about 54 facilities and total program demand savings of 360 kW and 34,211 therms with a TRC of over 1.3.

Cost-Effectiveness:  With a TRC of over 1.3, this program is clearly cost effective.  In addition, the program is designed so that only those retrofits that are cost-effective are eligible to participate in the program, and, as stated above, unit prices are also used to reduce costs.

Equity:  This program achieves equity because its customers are 100% multi-family senior housing residences.

IXD.II 
 Program Process

IXD.II.A

Program Implementation

The program will market and recruit qualifying facilities with cost effective savings potential. Experienced lighting and boiler program staff will then conduct audits and provide retrofit design recommendations to the lighting and mechanical contractors.  Program staff will work with a pool of contractors that install the equipment. Program staff will inspect 100% of completed jobs to ensure customer satisfaction and program savings. Energy Solutions has used this model successfully in other programs they have run, including Brighter Business lighting programs in the East Bay and Stockton and Lightwash program. We also implement the City of Oakland’s Energy Efficiency Design Assistance program where we are responsible for outreach and sales and coordinating the services of engineers.

The program is designed to help senior housing facilities overcome the barriers of implementing projects on their own. The customer will pay only a portion of the lighting and/or boiler retrofit cost with incentives paid to contractors covering the difference.  Due to the comprehensive program strategy, customers will be able to leverage savings from cost effective measures (e.g., lighting) to cover less cost-effective measures (e.g., boilers).  Therefore they are able to complete retrofits that would otherwise not be economically feasible. The program will rely on a select group of experienced lighting and mechanical contractors that have agreed to specified program protocols and fixed measure pricing.  The SH&S program removes the owner/manager from the difficulties associated with technical decisions, vendor screening, quality control, and other worries and time commitments.  

IXD.II.B
Marketing Plan

Activities

The SH&S program will use a multi-pronged marketing and outreach approach to reach the target audience.  General outreach activities will include:

· Initial contact by telephone with appropriate decision makers (e.g., General Manager, Facilities Manager, Controller or other business manager).

· Direct mail, especially to key local associations.

· On-site meetings and presentations.

· Case studies developed from projects of early participants.

· Use of the program’s Website.

Coordination with other energy efficiency programs:  Marketing efforts will leverage the statewide Flex Your Power campaign and other appropriate energy efficiency programs by providing links to and from the SH&S Program Website, providing up-to-date information for the Flex Your Power searchable database, and generally leveraging the efforts of energy efficiency programs providing complementary services to the senior housing industry. 

To gain access and credibility, the program will approach senior care facilities through relevant professional associations and government agencies such as the California Association of Homes and Services for the Aging, the California Association of Health Facilities, and the American Seniors Housing Association. Associations may assist the program by:  

· Providing its mailing list.

· Sending a letter or email to members promoting the program.

· Making a newsletter or Website endorsement.

· Providing a spot for the program on agendas where members will be addressed.

Participating vendors are also a part of the sales force for the program.  The vendors may have existing relationships with these customers through past sales of lighting and boiler equipment and services.  Because this program will be an asset to their sales effort, they will help recruit customers.

Marketing Materials 

Energy Solutions specializes in developing marketing materials for energy efficiency. The program will develop marketing materials will assist both the Program outreach staff and the vendors in raising awareness about the program as well as providing credibility as they promote the Program.  Final plans for program materials will be proposed in the detailed Marketing Plan deliverable.  The table below lists some possible options, target audiences, and formats.

Table IXD.II-1
Possible Marketing Materials

	
	Description
	Target Audience
	Format
	Quantity

	1
	Program Brochure
	Administrators, facilities managers
	4-page, 4-color, glossy
	1,000

	2
	Direct Mail Piece #1

(multiple rounds, multiple distinct but related designs)
	Administrators
	Oversized postcard

2-color
	500

	3
	Program Application
	Administrators
	4-page, 2-color
	200

	4
	Testimonials (mid-program brochure)
	Administrators, facilities managers
	Bi-fold brochure 
	200


IXD.II.C
Customer Enrollment

Potential participants will be contacted by phone, via marketing channels, or through site visits. The Program will offer to provide a free audit to assess existing lighting and boiler equipment and to determine the most cost-effective upgrade recommendations.  (Before the audit takes place, Program staff will obtain a signed Access Agreement.)  Once the Program has calculated the potential savings and cost-effectiveness of the recommended upgrade, and determined the participant cost-share (if any), these results are presented to the potential participant. If the Program and the potential participant mutually agree to the terms of the project, including the cost-share (if applicable), the participant will be asked to sign an agreement authorizing the Program to implement the recommendations. 

Our process requires minimal commitment from the customer in the initial part of the sales cycle and only asks the customer to step up their commitment after they have been presented the technical analysis and seen the benefit they can receive. Using this sales approach and combining it with a compelling program services offer like this program, we have had high close rates on past programs and found this an extremely effective program model.

IXD.II.D
Materials
Fixed Unit Pricing

Professional lighting contractors that have agreed to perform installations at fixed unit prices in exchange for receiving qualified job leads will perform the installation of the newly designed lighting systems.  By establishing up-front unit pricing for over 80 lighting retrofit combinations, the program avoids a costly per job bidding process that would otherwise drive up job costs and create a prohibitively expensive program environment.  Competitive unit prices that are comparable to prices typically reserved for large-scale lighting projects were successfully negotiated for the Stockton Brighter Businesses and LightWash Programs. The unit price list is based on an equipment spec that guarantees installation of energy efficient equipment by carefully specifying all key performance criteria. For example, the program requires that contractors use “second generation” 800 series T8 lamps, rather than the older 700 series lamps.  

Similar protocols will be developed for some simple boiler control measures but a customized approach will be used for projects requiring substantial capital investment. For a list of simple controls options the team will meet with mechanical contractors to develop unit pricing for equipment in specific size ranges. For larger projects, where substantial investment is made, and where more site-specific cost development is needed we will solicit bids for recommended measures based on information gathered at the site. This combination of unit cost pricing and assistance with the competitive bid process will help keep costs for the customer reasonable. 

Survey

The SH&S Program’s staff will perform a survey of the existing lighting systems for participating senior housing facilities.  A lighting system will then be designed to maximize energy savings while meeting all reasonable lighting needs as expressed by the customer and the recommended light levels as published by the Illuminating Engineering Society of North America (IESNA).  In addition, an engineering team will evaluate cost effective retrofit measures for heating hot water and domestic hot water systems at the site. The survey will be comprised of a visual inspection of the site where the engineer collects data on existing equipment and controls, as well as a combustion test to measure the instantaneous boiler efficiency of equipment on site
. Recommendations will be made on a case-by-case basis with analysis customized for each facility’s expected loads and existing equipment. Recommendations will be made only for measures that meet existing building codes including Office of Statewide Health Planning and Development (OSHPD) where appropriate. 

Installation 

The installation of the designed lighting systems are performed by independent lighting companies who have agreed to both fixed unit pricing and written installation standards.  Installation standards are intended to accomplish a number of objectives:

· to ensure quality products carrying typical warranties for given measures are installed.

· to improve lighting quality and maintain the current or appropriate light levels.

· to establish a standard of conduct for the vendors while on the project site.

· to help ensure that expected energy savings are realized. 

Our intensive quality control process, including strict installation standards, has yielded excellent customer satisfaction in past programs. The following is a quote from a Lightwash participant,

“Thanks for everything! You were a pleasure to work with on the lighting project.  I am very pleased with the outcome, and I will give a positive reference to you and LightWash whenever I can.  It’s really great (and rare) to work with such a professional organization.” Laundromat owner, San Francisco.

Installation of recommended boiler upgrades will similarly be performed only by licensed contractors who have agreed to written installation standards, including applicability of all existing building, mechanical, and OSHPD codes. 

Post Installation Inspection

Post installation inspections are performed on 100% of jobs to protect the customer from any communication errors between the Program and the installing vendor.  It ensures that the proper equipment was installed and the installation standards were followed.  It is also a final confirmation that the expected lighting and boiler results were achieved prior to vendor payment.  The inspections also ensure that expected program savings result. 

IXD.II.E
Payment of Incentives

Both the existing and recommended lighting and boiler designs will be recorded and used to develop per measure and project specifics such as retrofit costs, energy and demand savings, and estimated simple paybacks.   This information will be presented to the customer and becomes the basis for the project installation. Incentive amounts will be determined based on the cost-effectiveness of the retrofit and will be capped at a maximum of $1,200 per kW and $1.90 per therm saved. 

High incentive payments (compared to typical utility programs) are justified in this program element.  The higher incentive rates allow for a higher sales closure rate.  Thus, the higher incentives are offset by program administrative savings realized through reduced sales time and fewer audits on projects that elect not to participate.  The reduction of non-incentive program costs are vital to a successful direct install program because, unlike in larger projects which amortize these costs across relatively large per-project energy and demand savings, this medium commercial/multifamily residential program must amortize the same costs over smaller per-project energy and demand savings.  

Payment processing will use PG&E’s existing infrastructure to avoid unnecessary duplication and to control costs.  In addition, using PG&E’s infrastructure will provide a central customer database to minimize the potential for double-dipping

IXD.II.F
Staff and Subcontractor responsibilities

Energy Solutions and kW Engineering will staff the SH&S Program. Energy Solutions will be responsible for developing program materials, outreach to and recruitment of potential participants, conducting lighting audits and quality control inspections, processing incentives, tracking savings and incentive data, and reporting.  kW Engineering will provide technical assistance in the form of development of boiler measure implementation guidelines, boiler surveys, boiler retrofit recommendations, and analysis of cost-effectiveness. 

Energy Solutions’ core areas of expertise are in development, implementation, and strategic marketing of energy efficiency programs. Energy Solutions has designed, developed and managed energy efficiency programs in the residential, commercial and municipal sectors with budgets as large as $2.5 million. To date, we have implemented 6 “local” or “third party” programs since 2001 and all six have exceeded goals. We are currently implementing 3 local programs that are on track to again exceed goals.

kW Engineering is an independent provider of energy engineering services specializing in assessments of commercial, institutional, and industrial facilities. kW’s primary mission is to provide technical services that enable consumers to save energy and lower operating costs in their buildings. To accomplish this they rely on state-of-the-art tools and calculation methods, and stay informed with respect to the latest developments in energy efficiency.

Descriptions of Experience for the following team members are contained in section IXD.VII.III: 

Energy Solutions

· Bruce Chamberlain, Project Lead 

· Christine Vance, Senior Project Manager  

· Erika Walther, Project Manager

kW Engineering 

· Jim Kelsey, P.E., Principal of kW Engineering

· Eben Twombly, P.E., Principal of kW Engineering
Staff roles and responsibilities are summarized in the table below.

Table IXD.II-2
Staff and Subcontractor Responsibilities

	Staff
	Project Role
	Responsibilities
	Percentage of Time on Project

	Energy Solutions

	Bruce Chamberlain
	Program Lead
	Program management, audits, tracking and reporting
	50%

	Erika Walther
	Program Assistance
	Marketing and outreach, audits
	20%

	Christine Vance
	Program Assistance
	Boiler program design
	5%

	KW Engineering

	Jim Kelsey
	Technical Lead
	Boiler retrofit design
	11%

	Eben Twombly
	Technical Assistance
	Boiler retrofit design
	6%


IXD.II.G
Work Plan and Timeline for Program Implementation
The major SH&S program tasks are: 

· Implementation Planning

· Marketing

· Implementation

· Program Administration and Program Management

· Evaluation, Measurement, and Verification (EM&V)

Task 1:  Implementation Planning

Task 1.1:  Implementation Plan

The team will prepare a detailed Implementation Plan and schedule for the program.  As part of the enrollment process, participants will be required to sign a form in which they acknowledge that the Program is funded with PGC funds, and in which they agree not to collect rebates from other PGC-funded programs for the same measures. The plan will also describe data tracking and reporting methods, and refine energy savings measurement and verification methods.

Deliverable 1.1: Implementation Plan.

Due Date for Deliverable 1: Within one month of a signed contract.

Task 1.2:  Policy and Procedures Manual

The team will prepare a detailed policies and procedures manual.  The manual will define appropriate policies and procedures for interactions between the program staff and the contractors and customer participants.  The manual will define proper communications protocols, quality control measures, troubleshooting, and problem resolution practices.  

Deliverable 1.2: Policy and Procedures Manual.

Due Date for Deliverable 1.2: Within one month of a signed contract.

Task 1.3:  Vendor Solicitation and Procedures Manual

The program will plan and implement a solicitation process for selecting qualified contractors (Vendors). Additionally, a Vendor Procedures Manual will be developed.  This manual will regulate the activities of the participating Vendors.  The Manual will include installation standards, measure specifications, deemed savings, and unit pricing.

Deliverable 1.3: Solicitation Documents and Vendor Procedures Manual

Due Date for Deliverable 1.3: Within six weeks of a signed contract.

Task 2:  Marketing

Task 2.1:  Marketing and Outreach Plan

The project team will develop an overall Outreach and Marketing Plan to recruit program participants.  The Plan will include a discussion of the targeted market segments and the key decision makers within those segments.  Strategy will be divided into two basic components:  mass-market approaches (advertising, direct mail, co-promotions, presentations, etc) to address the medium and small market actors and individual networking (calls, letters, drop-ins, etc.)  Individual networking will be limited to targeting the biggest players in each market segment (e.g., larger property owners).   The plan will address approaches for developing mailing and contact lists.

For the mass-marketing approach, the marketing plan will describe the proposed types of marketing materials (e.g., four-color brochure versus two- color 5” X 7” mailer), the proposed target audiences and the strategy for timing and frequency.  The plan will identify advertising strategies and possible journals for placements.  Plans to leverage associations and organizations to carry promotions, stories or mentions will be included.  A schedule will be developed for producing and implementing these materials and strategies.  

For the targeted networking approach, the Plan will describe the strategies and associations that will be used to contact and network with the small and medium market players (e.g , companies that privately own a few nursing facilities) along with an estimated time line for the effort.  A schedule will be developed for implementing these materials and strategies.  

Deliverable 2.1: Draft Final Marketing and Outreach Plan.  

Due Date for Deliverable 2.1: Within eight weeks of a signed contract. 

Task 2.2: Marketing Materials Development and Printing

In accordance with the Marketing and Outreach Plan, the project team will develop marketing materials such as program brochures and mailers for distribution to target audiences.  Materials will promote the Program’s services and raise awareness of the opportunities for and benefits of energy-efficient lighting and boiler retrofits.  Overall themes and a look and feel will be developed that allows continuity between all or most of the pieces. 

Deliverable 2.2: Completed marketing materials.

Due Date for Deliverable 2.2: Within eight weeks of an approved Marketing Plan for the first wave.  (The timing of subsequent materials will be established in the Marketing and Outreach Plan).

Task 2.3: Program Marketing and Outreach Implementation

The project team will deploy the program outreach and marketing strategies and materials described in the two tasks above.  Using market research on decision makers in these segments (focusing attention on recruiting participants from the non-profit and municipal sector), we can more effectively target the right individuals within the prospective organizations, who care about energy issues, have some responsibility for those energy issues, and can be motivated to act as project champions.  

Deliverable 2.3: Mailing lists used for mass-market tactics and contact logs for networking activities.

Due Date for Deliverable 2.2: Submitted as they occur with the next Quarterly Report described in Task 4, below.

Task 3:  Implementation

Task 3.1: Surveys

The SH&S Program’s staff will perform a survey of the existing lighting systems for participating senior housing facilities.  A lighting system will then be designed to maximize energy savings while meeting all reasonable lighting needs as expressed by the customer and the recommended light levels as published by the Illuminating Engineering Society of North America (IESNA).  In many cases, we will be improving the existing lighting quality. In addition, an engineering team will evaluate cost effective retrofit measures for heating hot water and domestic hot water systems at the site. The survey will be comprised of a visual inspection of the site where the engineer collects data on existing equipment and controls, as well as a combustion test to measure the instantaneous boiler efficiency of equipment on site
. Recommendations will be made on a case-by-case basis with analysis customized for each facility’s expected loads and existing equipment. Recommendations will be made only for measures that meet existing building codes including Office of Statewide Health Planning and Development (OSHPD) where appropriate. 

Task 3.2: Installation 

The installation of the designed lighting systems are performed by independent lighting companies who have agreed to both fixed unit pricing and written installation standards.  Installation standards are intended to accomplish a number of objectives:

· to ensure quality products carrying typical warranties for given measures are installed.

· to improve lighting quality and maintain the current or appropriate light levels.

· to establish a standard of conduct for the vendors while on the project site.

· to help ensure that expected energy savings are realized. 

Installation of recommended boiler upgrades will similarly be performed only by licensed contractors who have agreed to written installation standards, including applicability of all existing building, mechanical, and OSHPD codes. 

Task 3.3: Post Installation Inspection

Post installation inspections are performed to protect the customer from any communication errors between the Program and the installing vendor.  It ensures that the proper equipment was installed and the installation standards were followed.  It is also a final confirmation that the expected lighting and boiler results were achieved prior to vendor payment.   

Program staff will develop a program Microsoft Excel-based Tracking Database that organizes, stores, and analyses required program participant data, deemed savings data, and contact information.  Program staff will update and maintain the Tracking Database as necessary to support Program operations.  This will include regular backups for data loss protection.

Task 3.4: Processing Incentive Payments

Based on post installation inspection, Program staff will inform participant of final customer cost share (if applicable) and pay participating vendor appropriate incentive.  

Task 4:  Program Administration and Program Management

Under Task 4, the Energy Solutions team will handle overall program administration including fiscal management and compliance with the Program’s Policies and Procedures Manual, Commission policies and directives, and applicable laws and regulations.  Also included under this task is general program management and program reporting.  Energy Solutions will provide to Quantum Consulting for program level roll-up, the reports on program activities as set forth in the Energy Efficiency Policy Manual.  The reports will include summaries of significant program achievements, efforts underway, new opportunities identified, analyses of program progress relative to the implementation plan, and a summary of program expenditures.  The reports will provide all of this data in a format defined by the Commission in its Reporting Requirements Manual 2, as updated.

Deliverables 4.1: Reports as directed by the Policy Manual.

Due Date for Deliverables 4.1: Reports provided within one month of the end of the implementation period. 

Task 5:  Evaluation, Measurement, and Verification (EM&V)
Task 5.1:  EM&V Plan

Under Task 5, the EM&V consultant will develop a detailed EM&V Plan.  This plan will provide a complete approach and outline of actions to be taken both by the team and the third party EM&V consultant hired by the IOU or the Commission.  The plan will help ensure that important baseline data is collected as the projects proceed so that transitory information is not lost.  A key component of the EM&V effort is the Program Tracking Database.  This Database, described under Task 3.1 above, will track all crucial EM&V data by participant project.  For lighting measures, we will use a deemed savings approach. For boilers, we will use a combination of deemed savings, engineering analyses, and field data.

Deliverables 5.1: Detailed EM&V Plan.

Due Date for Deliverables 5.1: Three months after contract execution.

Timeline for Program Implementation

The SH&S Program will run for 24 months.  The program offerings will become available to the target audience within three months after contract execution and will be available for 21 months.  Final reporting, program assessment and wrap-up occur early in the third year.  

Task 1: Implementation Planning
Task 2.1: Marketing and Outreach Plan
Task 2.2: Marketing Materials Development

Task 2.3: Program Outreach
Task 3: Implementation 
Task 4: Program Administration and Management

Task 5: Evaluation, Measurement & Evaluation
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IXD.III
Customer Description

IXD.III.A

Customer Description
The SH&S program aims to serve a range of hard-to-reach senior facilities, including senior housing, nursing homes, convalescent hospitals, assisted living facilities, continuing care retirement communities, and senior service centers. Our market research has uncovered approximately 200 such facilities in Alameda and Contra Costa counties. 

Differentiation of these facilities is generally made depending on the level of care provided, ranging from the provision of meals and activities to sophisticated medical care. For facilities housing residents and providing convalescent care, living units and rooms can range in number from 25 to 300. Larger facilities are generally owned by a property management company, while smaller facilities are owned by families, individuals, or nonprofits. Certain facility types are licensed and regulated by the state while others are regulated at the federal level. 

Although there is a great amount of diversity among the facilities in this industry, they can all generally be characterized as being underserved for the following reasons:

· Cash-strapped.

· Lack the time and resources to make technical upgrade decisions.

· Distracted by a broad range of responsibilities, of which managing energy costs is only one.

· Do not fit neatly into either the multi-family or commercial sectors.

Our initial market study of facilities in the East Bay indicates that administrators of senior health facilities are, at best, only somewhat familiar with energy efficiency programs. These facilities often have old equipment, a small margin of cash to reinvest, and a long list of needed improvements.

IXD.III.B
Customer Eligibility

Senior facilities including nursing homes, assisted living facilities, continuing care retirement communities, and senior service centers will be eligible for the program as long as they meet the following requirements:

· Facility is located in Alameda or Contra Costa Counties. Multifamily facilities must have five or more units.

· Pacific Gas and Electric Company gas and/or electric customers with a demand under 250 kW.

IXD.III.C
Customer Complaint Resolution
In the event that the Customer has any questions, complaints or disputes regarding the SH&S program, the SH&S Program team member will attempt to answer and resolve the customer’s questions or complaints within a reasonable timeframe (typically three business days or sooner). Subcontractors should notify the SH&S Program Manager within 24 hours of any complaints, even in cases where the subcontractor believes she or he can resolve the complaint without referring it to the Program Manager for resolution. 

 In the event that the Customer believes their questions or complaints have not been satisfactorily answered or resolved, the Customer will be referred to the PG&E EBEP Program Manager.  The Customer shall then be requested to state in writing the date, time, exact location, persons involved, specific nature of complaints, amount of any loss, and any other information relevant to the complaint, and deliver the complaint to the Program Manager for consideration. The Program Manager shall investigate the claim and make a determination of the final disposition of the complaint within ten business days.  When communicating this resolution to the customer, the Program Manager will inform the Customer in writing of the option to appeal the decision to the CPUC’s Energy Division.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

Appealing Complaints to the CPUC’s Energy Division

If the Customer is not satisfied with the complaint resolution, s/he will have 10 working days to submit a written appeal to a contact person at the CPUC’s Energy Division.  The CPUC’s contact person shall make a determination of the final disposition of the complaint within 20 business days.  This determination will be final.

Remedying Complaints 

If the SH&S Program team members are determined to be at fault, the team member at fault shall remedy the claim at its own cost. The team members shall abide by the Program Manager’s decision. Claims shall be remedied within ten normal business days of final resolution, unless the Program Manager gives approval for another timeframe.  

Tracking Complaints  

The Program Manager shall maintain a log of all customer complaints it receives and shall retain that log for at least three years after the end of the contract term.  The Program Manager shall record notice of receipt of complaint and the resolution status in the Quarterly Reports.  The Program Manager shall have a copy of the written complaint, along with copies of all written communications including resolutions, for inspection by request.  

IXD.III.D
Geographic Area
This program is proposed for Alameda and Contra Costa counties.  

IXD.IV
Measure and Activity description

IXD.IV.A

Energy Savings Assumptions

Electric and gas savings from the Program result from installation of a combination of lighting and boiler retrofit measures.  This combination of measures is specific to particular participants and is not easily predicted. Because of this, the primary tracking unit will be gross peak kW (from lighting) and therms (from boilers) delivered as opposed to measures installed. 

In calculating gross peak kW delivered, we intend to utilize deemed savings values specific to particular lighting measures.  Deemed savings values will be developed from the IOUs Express Efficiency program savings numbers, which have been verified through multiple, independently conducted measurement and evaluation studies that were approved in the past by the PUC. These studies have also generated the following data (all by business type): operating hours, load shape information for determining coincident (i.e., on peak) demand savings, and interactive effects from reduced air conditioning loads. All of this data will be included in the deemed savings calculation.  The market sector for this program is taken to be Health Care/ Hospital. 

To minimize program overhead and measurement and evaluation costs, we provide a table of lighting measures and their associated energy savings to be utilized in the proposed Program.  This partial list will make up the bulk of the lighting measures that will be installed though additional lighting measures may be added.  Some savings values have been refined from the IOU values in order to capture additional savings that are identifiable due to the Programs hands on approach.  These refined values have also been used in previous energy efficiency programs and have undergone independent EM&V. Savings are presented on a component basis as opposed to a fixture basis. Note: One measure in the table below shows a negative savings but is always combined with a delamping component, creating positive savings. 

Table IXD.IV-1 
Deemed Savings Values for Lighting Measures

	Lighting Measure Name
	Gross Peak kW Reduction
	Gross kWh Reduction

	Delamping: 2-foot, T-12 lamp removal
	0.030
	166

	Delamping: 4-foot, T-12 lamp removal
	0.040
	223

	Delamping: 8-foot, T-12 lamp removal
	0.074
	410

	New Exit Sign / incandescent Base case
	0.034
	187

	Premium T8 & ballast: 2-foot lamp / T12 & EE magnetic ballast base case
	0.010
	57

	Premium T8 & ballast: 4-foot lamp / 34 WT12 & EE magnetic ballast base
	0.008
	47

	Premium T8 & ballast: 4-foot lamp / 40w T12 & EE magnetic ballast base
	0.014
	78

	Premium T8 & ballast: 4-foot lamp / F72 T12 & EE magnetic ballast base
	0.022
	125

	Premium T8 & ballast: 8-foot lamp / T12 & EE magnetic ballast base case
	0.009
	52

	Premium T8 & high power ballast: 4-foot lamp / 34 WT12 & EE magnetic ballast base case
	-0.003
	-16

	Premium T8 & high power ballast: 4-foot lamp / 40w T12 & EE magnetic ballast base
	0.005
	26

	Premium T8 & low power ballast: 4-foot lamp / 34 WT12 & EE magnetic ballast base case
	0.010
	57

	Premium T8 & low power ballast: 4-foot lamp / 40w T12 & EE magnetic ballast base
	0.018
	99

	Standard CFL:  14-26 watts  / incandescent
	0.053
	296

	Standard CFL:  5-13 watts / incandescent base
	0.042
	234

	Switch-mounted occupancy sensor / manual base case
	TBD
	TBD

	Wall- or ceiling-mounted occupancy sensor/ manual base case
	TBD
	TBD


The boiler component of the Program will deliver therm savings.  Savings from the boiler retrofit component result from installation of a combination of retrofit measures.  This combination of measures is specific to particular participants and is not easily predicted. Because of this, the primary tracking unit will be therm savings as opposed to boiler measures installed.

In calculating gross therms delivered, we intend to utilize deemed savings values that are specific to particular boiler measures.  The measures listed in the table below are expected to deliver the bulk of the therm savings generated, though additional measures may be added.  Savings figures for the specific measures will be provided prior to the initiation of Program operations.  We will look for third party data that has been verified through evaluation studies and supplement that with additional engineering analysis as needed. 

Table IXD.IV-2
Boiler Energy Conservation Measures and Deemed Therm Savings

	Measures
	Deemed and Calculated Therm Reduction

	Thermal Efficiency Improvements
	TBD

	Replace atmospheric burners with power burners (forced draft)
	TBD

	Operate atmospheric burners as On/Off burners
	TBD

	Off-Cycle Efficiency Improvements
	TBD

	Intermittent ignition device
	TBD

	Systems Control Improvements
	TBD

	Boiler and pump time clock
	TBD

	Outside air temperature lockout thermostat
	TBD

	Hot water reset controls
	TBD


IXD.IV.B
Deviations in Standard Cost-Effectiveness Values
This section presents assumptions on the various TRC input values.

Table IXD.IV-3: Net-to-Gross Ratio

Consistent with past lighting programs including the Pacific Gas and Electric Express Efficiency Program, a net-to-gross ratio of 0.96 will be used for all lighting measures.  Boiler measures will use the default net-to-gross value of 0.80 established as part of the California Measurement Evaluation Committee Public Workshops on PY 2001 Energy Efficiency Programs (CALMAC).

	Technology Type
	Net-to-Gross Ratio

	Lighting
	0.96

	Boilers
	0.80


Table IXD.IV-4: Effective Useful Life

Effective useful life is based on the measure mix outlined in the following tables and results in 15 years for both lighting and boiler products.   The integral CFL measure was not found in the CALMAC study and is calculated by taking 10,000 hours of operation for the measure divided by the hours of operation for Health Care market sector (4,400).

	Lighting Measure Category
	EUL
	Measure Mix
	Prorated EUL

	Linear Fluorescents
	16
	85%
	13.6

	Linear Fluorescent Removal
	16
	5%
	0.8

	Integral CFL
	2
	10%
	0.2

	Lighting component EUL
	
	
	15

	Water Heater-Gas/Controls
	15
	100%
	15


Table IXD.IV-5: Incremental Measure Cost

Incremental measure cost (IMC) is based on the same measure mix outlined in the above tables and results in $1,480/ peak kW for lighting and $4.45 per therm for boiler products/measures.   The IMC for boiler measures is based on a medium sized facility (30,000 square feet) saving 10% through boiler efficiency improvements.  The IMC is a blended rate based on various boiler measures (with low and high costs) and various simple payback scenarios.    

	Measure Category
	IMC
	kW Savings
	Cost per kW
	Measure Mix
	Prorated IMC

	Linear Fluorescents
	$15
	0.009
	$1,667
	85%
	$1,417

	Linear Fluorescent Removal
	$19
	0.04
	$475
	5%
	$24

	Integral CFL
	$21
	0.053
	$396
	10%
	$40

	Program IMC
	
	
	
	
	$1,480


IXD.IV.C
 Rebate Amounts

Incentive amounts are determined based on the cost-effectiveness of the project and will be capped at a program average of $1,200 per kW saved for lighting measures and $1.90 per therm for boiler measures.  Based on extensive program implementation experience with two cycles of the Brighter Businesses Small Commercial Lighting Program and LightWash, we believe the $1200 per kW is a sufficient incentive to motivate hard to reach market actors while still being cost effective. The boiler incentive level is based on a medium sized facility (30,000 square feet) saving 10% through boiler efficiency improvements.  The unit incentive amount is a blended rate based on various boiler measures (with low and high costs) and various simple payback scenarios.    

IXD.IV.D
 Activities Descriptions 

Additional activities that will be performed but that do not have direct, measurable energy savings are summarized in the below tables.  Additional information is then provided for each line in the tables.

Table IXD.IV-5
Non-Measurable Energy Efficiency Activities

	Additional Lighting Activity
	Number of Businesses
	Multiplier
	Cost

	Program Sales – Program
	76
	$1000
	$76,000

	Estimated number of Initial Surveys – Lighting
	72
	$1,000
	$72,000

	Estimated number of Initial Survey – Boilers
	34
	$2,000
	$68,000

	Site Inspections - Program
	76
	$300
	$22,800

	Vendor oversight - Program
	76
	$300
	$22,800

	Vendor coupon processing - Program
	76
	$100
	$7,600


Program Sales- Program sales includes identifying potential facilities and entering into a dialogue with the proper contact person at that facility.  It includes obtaining permission to perform an initial survey of the facility and reviewing the results of that survey with the customer.  While the objective of program sales is to work with participant to refine the work order so that the customer is willing to advance to the installation phase, it is unlikely that all participants will advance to the installation phase.     

Initial surveys- Initial surveys are performed in order to collect detailed information on the lighting systems of potential participants.  A typical facility is estimated to be roughly 8,000 square feet of common area lighting and 30,000 square feet of conditioned space affected by domestic hot water or space heating boilers.  Detailed information includes an inventory of lighting measures currently installed at the facility, lamp types, fixture types and wattages.  Program staff converts this field information into a work order for the participant that details such criteria as estimated annual dollar savings, project cost, program incentive and customer cost share.  

Site Inspections- Site inspections occur once the installation has been completed.  The site inspection is an important step in the quality control process, documenting that the installation occurred as outlined in the work order.
Vendor Oversight- Vendor oversight includes proactive discussion on handling installation challenges identified in the field as well as communication to the installation vendor on any corrective action identified in the site inspection process (including punch lists).    

Vendor Coupon Processing- Vendor coupon processing includes checks and balances to ensure that paper copies match electronic copies for each participant and the incentive check is issued.   

IXD.V
Goals

The Program proposes to achieve the following total peak demand and natural gas reduction goals:

Table IXD.V-1
Program Demand and Therm Reduction Goals

	Measurement
	Goal

	Electricity Demand Reduction Goal
	360 kW

	Annual Natural Gas Savings Goal
	34,211 therms


IXD.VI
 Program Evaluation, Measurement and verification

One of the first deliverables under a contract awarded for this Program is to develop a detailed EM&V Plan.  The EM&V Plan will outline a methodology that complies with the International Performance Monitoring and Verification Protocols (IPMVP) and the EM&V requirements outlined in the CPUC Energy Efficiency Policy Manual.  In support of the Commission’s future analyses of ratepayer-funded programs, we plan to provide an appropriate EM&V approach that can be completed on time and within budget. Anticipated elements of our EM&V Plan are outlined here, however, we understand that a third party EM&V consultant will be selected to assist us in refining and carrying out our approach.
EM&V Objectives

Energy Solutions’ core evaluation objectives are to have the EM&V contractor perform:

· Independent inspections of appropriate samples of the sites that received program services. 

· Verification of the number of units of each measure type that were installed.

· Identification of appropriate sources for per unit deemed savings for each measure. 

· Estimation of the peak kW and annual kWh and Therm savings accrued by the program.

· Reporting of the results of the study.

· Assessment of the Program tracking database. 

· Verification of the achievement of the Program unit-based marketing activities.

The EM&V contractor will also address the eight objectives below, as outlined by the CPUC:

· Measuring level of energy and peak demand savings achieved.

· Measuring cost-effectiveness. 

· Providing up-front market assessments and baseline analysis.

· Providing ongoing feedback and corrective and constructive guidance regarding the implementation of programs.

· Measuring indicators of the effectiveness of specific programs, including testing of the assumptions that underlie the program theory and approach.

· Assessing the overall levels of performance and success of programs. 
· Informing decisions regarding compensation and final payments.

· Helping to assess whether there is a continuing need for the program.
EM&V Approach
Our team will gather energy audit and other baseline data using a clear methodology for collection and recording.  In addition to providing accurate baseline data specific to the Program’s target audience, the Database will include a standardized set of deemed savings criteria to be applied systematically to all retrofit projects.  In this way the energy and demand impacts of the projects can be rigorously monitored and quickly reported. Energy Solutions is already using this approach for two CPUC-funded direct install energy efficiency programs:  Brighter Businesses and LightWash.  

IXD.VII
Qualifications

IXD.VII.A
Primary Implementer

ENERGY SOLUTIONS 

Experience With Successful Delivery Of PGC-Funded Programs

Energy Solutions has an exceptionally strong track record implementing Public Goods Charge funded Local programs.  We currently are managing three major PGC-funded energy efficiency programs, as well as having implemented six third party energy efficiency program contracts in 2001.  Energy Solutions’ programs have consistently exceeded program cost-effectiveness goals by delivering additional energy savings without exceeding original budgets.  Additionally, our programs have helped the Commission achieve Equity goals by consistently reaching targeted communities, as indicated by meeting all performance measures for Hard-to-Reach customers. The table below illustrates this and demonstrates our track record for delivering energy efficiency savings.  

	2001-03 Energy Solutions Programs
	 Percent of Goal Accomplished

	Office Equipment Efficiency Phase 1
	110 percent

	Office Equipment Efficiency Phase 2
	170 percent

	Fast Track Lighting Phase 1
	113 percent

	Fast Track Lighting Phase 2
	154 percent

	Energy Efficiency Design Assistance
	150 percent

	Brighter Businesses Lighting
	110 percent

	LightWash
	On track to exceed goals

	Brighter Businesses (Stockton) 
	On track to exceed goals

	Energy Efficient Design Assistance (Oakland E.P.)
	On track to exceed goals


Independent Program Administration
Energy Solutions staff members have administered contracts ranging from $5,000 to $2,500,000 with overall responsibility for energy-efficiency program budgets as large as $15 million. Energy Solutions has extensive experience managing teams of subcontractors as well as providing comprehensive status reporting to IOU and state agency clients.  Energy Solutions’ experience in these areas is most recently evidenced by the development and administration of the above Public Goods Charge-funded Local programs from 2001 through 2003.  These programs have all been completed on schedule and under budget, or are on track to do so.  Some of these programs are described briefly below. 
LightWash Program  

Energy Solutions developed the LightWash program and was awarded over $2.5 million by the California Public Utilities Commission to implement it in 2002 and 2003.  LightWash promotes and provides prescriptive rebates for the installation of high efficiency commercial clothes washer technology in Laundromats and multi-family and institutional common area laundry facilities.  This innovative program leverages California public goods funding to link and consolidate numerous independent local water utility commercial washer rebate programs (both new and pre-existing) with matching energy rebates.  In effect, LightWash provides turnkey program administration and marketing services on the behalf of its water agency partners, and provides a seamless front end for customers who receive combined energy and water rebates.  Within the first few months of operation, Energy Solutions had recruited and established partnerships with dozens of water agencies representing most of Southern California and much of urbanized Northern California.  The LightWash program retains local control for its participating water utilities over rebate amounts, funding commitments, and final customer payment authorization, while leveraging the magnitude of the aggregated service areas to best advantage for aggressive statewide marketing and outreach tactics and for interacting with manufacturers and trade allies.
The Brighter Business Program
Energy Solutions is currently implementing The Brighter Businesses Program as a turnkey small business direct install program within the Stockton Comprehensive Energy program. In 2001, Brighter Business served as a stand alone program element in the East San Francisco Bay Area, providing lighting efficiency improvement services to under-served small businesses and non-profits. The Program provides participants with turnkey lighting retrofit services and referrals to other programs for non-lighting measures. Program delivery is provided by an unbiased professional, resulting in maximized energy savings per site through comprehensive lighting retrofits using the latest technologies.  The Program has allowed small businesses to overcome the historical barriers to energy-efficiency by providing design assistance, pre-qualified installation and quality control services. Preset unit prices for equipment avoided the cost of bidding individual jobs. The East Bay Program achieved its primary strategic objectives by providing high quality, comprehensive lighting retrofits to numerous very small customers, usually tenants in low income areas, who would not otherwise have participated in PGC-funded lighting retrofit programs.  Indicators of the program success in targeting very small customers are that average lighting savings were over 50% with median peak kW savings under 1 kW.
Office Equipment Efficiency Program 

Office equipment uses significant amounts of daytime, on-peak electricity, yet available energy efficiency measures to reduce this end use have historically been underutilized. Recognizing this untapped resource, in 2001 Energy Solutions developed the Office Equipment Efficiency program. To help commercial and institutional customers reduce energy use of office plug load, the program disbursed and tracked incentive payments for enabling ENERGY STAR® monitor power management, provided free technical assistance, and created instructional web pages and marketing materials as part of its Outreach and Marketing Plans. By partnering with a manufacturer of energy-saving hardware, the program was able to provide these occupancy sensor controls for lighting and plug loads to participants at below wholesale costs.

City of Oakland’s Energy Efficiency Design Assistance  

Energy Solutions was selected to operate this city-sponsored local program that offers customized energy efficiency design assistance services to owners, designers, and contractors to improve the energy efficiency of new and remodeled building construction. The services from this innovative program are promoted to private sector development in conjunction with the City’s normal planning, zoning, and building permit services.  Energy Solutions conducts the outreach and recruitment activities in coordination with the City. Energy Solutions also manages the technical services team, customer relations, overall quality control, and program tracking and reporting. This PY 2001 program achieved 200 percent of its program goal and was funded again for 2002-2003.
Program Management Experience 

Energy Solutions brings extensive experience developing, marketing, and administering energy efficiency programs.   Our program experience includes conducting market research, innovating initial program designs, assessing technologies for inclusion in programs, creating marketing strategies and materials, managing implementation activities, and conducting quality assurance work. Our experience managing programs providing comprehensive energy efficiency improvement services, often on a turnkey basis, is illustrated in the following examples:  

Express Efficiency and Standard Performance Contract Programs

From 1997 through 2000, Energy Solutions managed much of the PG&E Express Efficiency commercial retrofit rebate program design and implementation activity, for both upstream and downstream components.  From 1998 to 2000, Energy Solutions’ turnkey marketing program for PG&E’s Express Efficiency program resulted in the program exceeding target goals; the 2000 program received over 22,000 applications, a dramatic increase over the previous year. Energy Solutions also designed and produced applications for the statewide Express Efficiency rebate program for small- and medium-sized business customers served by California’s four investor-owned utility companies. The utility companies chose to base the new (as of 2000) statewide program on the PG&E Express Efficiency program, which Energy Solutions supported for several years.

Local Government Energy Efficiency Program   

Pacific Gas and Electric Company hired a team lead by Energy Solutions to collaborate with cities and counties to establish local government energy efficiency policies and programs that promote new residential construction exceeding Title 24 requirements.  Energy Solutions managed the outreach and recruitment of participating local governments and provided technical support.  Energy Solutions also coordinated the subcontractor team, including the Sacramento-based Local Government Commission.  The program successfully provided a variety of innovative, customized policy and programmatic solutions that can be easily replicated by other local governments. 

2000 Upstream Residential Air Conditioning Program

Energy Solutions supported the design and then fully implemented this program on behalf of PG&E. The program required developing relationships with potential trade ally participants, the creation of a tracking database, payment of incentives, and coordination of post-field inspections. Energy Solutions handled the day-to-day operation of the program, often interfacing with residential AC distributors to answer program questions and facilitate participation in the program.  
IXD.VII.B
Subcontractors

kW ENGINEERING

Experience with Providing Energy Engineering Services

kW Engineering is an independent provider of energy engineering services specializing in assessments of commercial, institutional, and industrial facilities. Our staff have expertise with all major energy-using systems, know proven methods for reducing utility costs, and have developed accurate techniques for estimating energy and cost savings. kW Engineering  can use these skills to help you identify and implement well-engineered projects that will save energy and improve profitability. 

To our knowledge, no other energy efficiency consulting firm of this size has as many experienced professional engineers on staff. With five licensed mechanical engineers and four Mechanical Engineering Master’s degrees, the technical depth of our staff exceeds that of many of our larger competitors. More important than the number of experienced engineers is the ratio of experienced staff to the total. At kW, experienced, professional energy engineers work on every project.  See below for our areas of expertise.

Facility Scoping Studies

Typically a scoping study is the best first step for assessing energy use at a site. kW Engineering  can tailor the depth of the study to meet your deadlines and budgetary requirements. Scoping study options range from a brief investigation focusing on systems of particular interest to a complete survey of all major end-uses at a facility. We will prepare concise descriptions and approximate costs and savings for all potentially feasible energy conservation measures.

Investment-Grade Energy Audits

kW Engineering  provides full-scale investment-grade energy audits for commercial, institutional, and industrial facilities. An investment-grade audit conducted by kW Engineering will include an in-depth investigation of the facility, analysis of opportunities, and assessment of potential projects. Our staff will spend the time on site to thoroughly understand the systems at hand, so that your investment in energy efficiency is based on solid information and accurate estimates of project costs and savings.

Project Troubleshooting / Commissioning

kW Engineering  can help you maximize the savings achieved from your energy efficiency installations. Particularly for controls upgrades, regular exercising of the system by a knowledgeable engineer is critical to the maintenance of savings. kW Engineering  has the required understanding of the mechanical systems to ensure that every kWh or therm of available savings is achieved. Prior to project installation, these same skills can be used to perform a tune-up focusing on energy savings that can be achieved with little or no capital investment. Past tune-ups have saved building owners up to 20% of annual electricity consumption. These savings can be used to develop good will with the facility owner or to help finance the capital investments.

IXD.VII.C
Resumes

Energy Solutions

Bruce Chamberlain, Program Lead

Mr. Chamberlain is currently the lead on the lighting component of the LightWash Program. He is also the lead in assisting the Community Energy Services Corporation (CESC) and Ecology Action in designing and implementing two, separate CPUC-funded local government initiatives targeting under-served small businesses. The Smart Lights Program serves the Cities of Berkeley and Oakland and the RightLights program targets businesses in the Monterey Bay area. He has also managed customer application processing support for Southern California Edison Company’s (SCE) Express Efficiency rebate program, which targets the small to medium commercial market. Prior to joining Energy Solutions, Mr. Chamberlain developed and/or managed four residential energy efficiency programs as a Program Manager with PG&E. These included two multifamily residential contractor programs, the Residential Air Conditioning Distributor Incentive program and a joint energy-efficiency marketing research effort with the City of San Jose. Previously, Mr. Chamberlain designed and managed municipal energy projects for both the City of San Francisco’s Bureau of Energy Conservation and City of Berkeley’s Energy Office. Projects ranged from a large-scale, comprehensive energy retrofit project in the Recreation and Park Department to two U.S. Department of Energy grants (Boiler Efficiency Program Guidebook and Implementation Tools for Municipal Energy Retrofits). In addition to the municipal sector, Mr. Chamberlain’s energy-efficiency program experience covers energy accounting assistance, lighting surveys and lighting technology demonstrations at schools, small businesses, hotels, and Indian reservations. Mr. Chamberlain is a Certified Energy Manager (CEM) and received a Bachelor of Science Degree in Renewable Natural Resources at U.C. Davis with an emphasis in environmental planning and management.

Christine Vance, Senior Project Manager

Ms. Vance manages Energy Solutions’ local government energy services and energy project management consulting practice. Ms. Vance developed a comprehensive energy efficiency project implementation plan for PG&E’s Building and Land Services department and provides ongoing assistance with energy efficiency upgrades. Ms. Vance managed PG&E’s CustomNet facility benchmarking program during 2000-2001. Current work includes managing the City of Oakland’s Energy Efficiency Design Assistance Program and providing energy efficiency program development services to Roseville Electric. Prior to joining Energy Solutions, Ms. Vance worked at the City of San Francisco Bureau of Energy Conservation for 13 years developing and managing a variety of municipal and community based energy programs. Ms. Vance developed and managed the Large Scale Retrofit Program that implemented $15 million dollars of comprehensive energy retrofits in over 100 municipal facilities, and the boiler efficiency improvement program to provide boiler retrofit, maintenance training and preventive maintenance services to city facilities. She also managed several distributed generation projects, developed a $2 million dollar energy retrofit project covering four Community College campuses, and worked with community groups, City Departments and PG&E to develop and promote neighborhood energy/economic development programs. Prior to working at the City of San Francisco, she worked for the National Energy Management Institute preparing preliminary audit reports and providing energy project management services. Before that, Ms. Vance designed HVAC systems for commercial and residential buildings at Sturm & Ballard Consulting Engineers. Ms. Vance is a Certified Energy Manager (C.E.M.) and completed her Bachelor of Science in Mechanical Engineering at the University of Colorado, Boulder.

Erika Walther, Project Manager 

Erika Walther is currently the program manager for LightWash, an incentive program that promotes the use of efficient commercial washing machines in coin laundry stores and multi-family common area laundries. She also provides technical support for development of new State appliance standards and designed. Ms. Walther designed and implemented the Water-wise Landscape Rebate Program for Stanford University’s Utilities Division. Ms. Walther supported design and implementation activities for the Office Equipment Efficiency Program, a third party initiative administered by PG&E in PY2001, and PG&E’s Residential Air Conditioning Distributor Incentive program for PY2000. Ms. Walther brings with her inter-national and domestic experience in the design, implementation, and financing of renewable energy projects. Prior to coming to Energy Solutions, Ms. Walther conducted research at U.C. Berkeley’s Renewable and Appropriate Energy Laboratory assessing the efficiency and performance of solar thermal and solar electric technologies. Ms. Walther is a Certified Energy Manager (C.E.M.) and received her Master of Arts Degree from the Energy and Resources Group at U.C. Berkeley and her Bachelor of Arts Degree in Environmental Studies from U.C. Santa Barbara.

KW Engineering

Jim Kelsey, Principal 

Jim Kelsey is a principal of kW Engineering, a firm specializing in energy efficiency in commercial and institutional buildings, and industrial processes. Mr. Kelsey has a Master’s degree in mechanical engineering and is a registered professional mechanical engineer. He has over 13 years of experience in the energy-efficiency field and has conducted analyses for hundreds of projects. His work history includes field surveys of energy use, identification and evaluation of energy-saving projects, and preparation of cost analyses. He has extensive experience conducting computer simulations of commercial buildings using DOE-2 and other models. He has also developed commercial software for use in the electric utility industry including internet-based applications and several models to assess energy use in large refrigeration plants and grocery stores. Mr. Kelsey is a registered professional mechanical engineer who graduated Magna Cum Laude from Rice University with a Bachelors of Arts in Applied Physics. He also received concurrently a Masters of Science in Mechanical Engineering and a degree in Energy Analysis and Policy from the Institute for Environmental Studies, both from University of Wisconsin, Madison.  

Eben Twombly, Principal

Eben Twombly is a principal of kW Engineering. Mr. Twombly is a professional engineer with over 14 years of energy efficiency experience including measurement & verification, on-site audits, simulation modeling and field data collection. His project management experience includes the design, operation and evaluation of utility energy efficiency programs and load research projects across the United States. Other primary areas of expertise include estimation of energy usage and savings associated with high efficiency retrofits in the commercial, industrial and residential sectors. He has extensive experience working with the DOE-2 computer simulation model to estimate energy savings in commercial and industrial facilities. Mr. Twombly received his Bachelor of Science degree in Environmental Resources Engineering from Humboldt State University, Arcata. 

IXD.VIII

Budget

The proposed program requires a total budget of $960,781 over two years (including third party EM&V budgets). Budget line items are detailed in the below table while the broader budget categories are described further in the text below.
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Element

Budget

Sub-Total

Total

Administrative Costs

229,345

      

 

Marketing/Advertising/Outreach

71,739

        

 

Direct Implementation

578,197

      

 

Evaluation, Measurement & Verification

81,500

        

 

Total Program Budget

960,781

 

 


Administration- Program administration covers managerial and clerical labor, human resource support and development, travel and conference fees as well as general overhead costs of the business.  All administrative costs are allocated in this section even if the labor that generated those costs originated in one of the other labor categories.  The one exception to this rule is overhead costs associated with EM&V services.

Marketing/Advertising/Outreach- The Program will design, print and distribute both a program brochure and two case studies of completed projects in the senior housing sector.  In addition, a website will be developed so that potential participants will have an opportunity to learn more about the program.  Program staff will proactively reach out to both potential participants of the program who might benefit from the Program offer as well as installation vendors of both lighting and boiler measures who will help the program meet its impact goals.

Direct Implementation- The majority (86%) of direct implementation costs are allocated to incentives for both lighting and boiler measures.  Program staff activities are based on auditing customer facilities to identify potential retrofits and testing of boiler equipment to establish the condition of the equipment.   These activities will result in the installation of energy efficiency measures that will then be eligible for incentives once Program staff has verified the proper installation of the equipment.  

EM&V- The bulk (83%) of EM&V cost are allocated for third party review while some funds are made available to the Program for working with the chosen EM&V consultant.  The Program will work with the EM&V consultant in order to provide an understanding of the Program approach.  Budgeted EM&V costs are based on verifying the deemed savings impacts claimed by the Program.  By taking a deemed savings approach, the Program aims to reduce EM&V costs while providing reliable impact reductions. 

IXE. Single Family Direct Install Program
IXe.I
Program Overview

IXE.I.A
Program Concept

The single-family direct install element of the EBEP program proactively reaches out to moderate income residents to provide and install a package of cost-effective energy-savings measures.  The program uses the existing Low Income Energy Efficiency (LIEE) program infrastructure and marketing activities to efficiently market the direct install element, capitalizing on door-to-door canvassing activities to identify and enlist eligible, hard-to-reach customers that would otherwise be unlikely to participate.  The EBEP program will work with partnering local governments in the East Bay to determine specific geographic regions in which they believe the direct install element will provide the most value.  Each residence is eligible to receive CFLs, hardwired interior and exterior CFL fixtures, and a programmable thermostat.  

IXE.I.B
Program Rationale

The cities of the East Bay and PG&E have worked together for many years to promote energy efficiency.  Both the City of Berkeley and Alameda County submitted winning proposals in PG&E’s 2000 Local Government Initiative Program, in which each local entity developed and refined their local energy efficiency infrastructure.  In light of PG&E’s previous successes with statewide programs, and both parties’ successes with local programs, we have every expectation that this program will succeed at creating sufficient demand to meet all goals.  

This collaborative effort will allow the program to take advantage of economies of scale, existing infrastructure and local familiarity to achieve equity by serving this unique group of hard-to-reach customers.  Moderate-income families often struggle fiercely to maintain their homes, and can easily “slip between the cracks” of the societal organizations that provide assistance to those in need.  Because they aren’t considered “low-income,” moderate-income residents do not qualify for many types of assistance available to those who are less fortunate, such as reduced energy bills, aid with medical and everyday expenses, and other support services.  In fact, without the benefits available to low-income families, these moderate-income families may spend the same proportion of their income on energy bills as do low-income families. 

Ability to Overcome Market Barriers

Because of their often precarious financial status, moderate-income residents experience many barriers to implementing energy efficiency measures.  The direct install element of the EBEP program is intentionally designed to overcome many of the market barriers listed in the Energy Efficiency Policy Manual.  Specifically:

1. Higher start-up expense:  For families that live “paycheck to paycheck,” the higher start-up expense of high-efficiency measures relative to standard efficiency measures is often an insurmountable barrier.  Although measures may payback quickly, and even save money over the lifecycle of the measure, moderate-income families typically cannot afford the higher incremental cost required to install these more efficient measures, yet do not qualify for low-income services.  In addition, because moderate-income customers aren’t eligible for low-income subsidies, energy-related expenses can consume an equal or even greater proportion of their income than is the case for low-income customers.   This program installs a package of energy-savings measures for free that immediately begin saving the moderate-income customer money, thus reducing the proportion of their income which must be spent on energy bills, as well as spreading the distribution of Public Goods Charge (PGC)-funded benefits more equitably across customer classes.

2. Lack of Consumer Information:  The direct install program element proactively reaches out to customers that are likely to lack information on the benefits of energy efficiency.  Many moderate-income customers do not have the luxury of considering more expensive purchases when making a decision to replace broken or worn-out appliances and other energy-using equipment.  Because these customers don’t see the possibility that they might be able to afford higher efficiency (and usually higher cost) equipment, they often discount the information on energy efficiency they do receive “because it doesn’t matter anyway.”  During canvassing, contractors will distribute program educational materials, and will provide more detailed information to customers that elect to participate in the program.   This education, combined with a valuable, cost-saving installation, brings these otherwise out-of-reach measures directly to the customer, creating an environment in which the customer can easily participate.  Through the realization that some measures cost very little, and that others may even be the same price as standard efficiency products, customers are encouraged to continue looking for similar opportunities.  Using local communication channels, the EBEP program will inform customers of the wealth of free information and services available on PG&E’s and other web sites, such as PG&E’s Home Energy Efficiency Survey, the California Energy Commission’s online videos, and the EPA’s EnergyStar( web site.  In addition, PG&E’s program information materials are produced in languages other than English, which further increases the reach of available consumer information, especially within hard-to-reach communities. 

3. Lack of Financing for energy efficiency improvements:  Through free installations, the direct install program element obviates the market barrier of lack of financing for energy efficiency improvements.  In addition, information on PG&E’s rebate programs provided to customers through the marketing and outreach aspect of this program provide customers with sources that can help finance additional energy efficiency improvements.

4. Split Incentives:  Many moderate-income customers rent their residence, thus they are reluctant to make even minor capital improvements.  Though the customer will benefit from reduced energy costs, their investment decisions are strongly influenced by the fact that they do not own the equipment and the payback period may be longer than the period for which the tenant holds the lease.  This program overcomes the split incentive market barrier by providing free direct install services, so that neither the landlord nor the tenant is obligated to pay for the improvements.  The landlord benefits from owning a more energy efficient building, while the tenant benefits from lower energy bills.

Innovation

The direct install program element uses existing LIEE contractors in an innovative way to market the program with very little incremental cost, while leveraging the East Bay’s internal communication avenues to target the program to deliver services to those areas in which the local government partners have identified specific needs.  
Basis for Evaluation of this Program

Though the program includes an educational component, it is primarily focused on the direct installation of energy efficiency technologies.  As such it should be evaluated as a hardware/incentive program per the criteria description in D.03‑08‑067, p. 27.  
IXE.I.C
Program Objectives

The objectives of this program are to:

1. Coordinate PG&E’s marketing power with the East Bay’s local communication channels to achieve cost-effective, broad and deep penetration in the local moderate-income hard-to-reach residential market sector.

2. Achieve long-term savings and peak demand reduction through free direct installations of energy saving measures.

3. Achieve equity of access to energy efficiency services by specifically targeting marketing messages to hard-to-reach moderate-income single-family customers.  As stated above, because moderate-income customers aren’t eligible for low-income subsidies, energy-related expenses can consume an equal or even greater proportion of their income than is the case for low-income customers.  This program element installs a package of energy-savings measures for free that immediately begin saving the moderate-income customer money, thus reducing the proportion of their income which must be spent on energy bills, as well as equalizing access to Public Goods Charge (PGC)-funded benefits.

4. Overcome market barriers, as set forth in Section B, above.

5. Provide hard-to-reach customers with quality information about energy use in their homes.

6. Enable and encourage customers to make informed decisions to reduce energy use.

7. Inform customers of rebate programs to encourage installation of more energy efficient equipment.

IXE.II 
Program Process

IXE.II.A
Program Implementation

This single-family direct install element of the EBEP program will offer 1,300 moderate-income families a variety of measures that reduce energy use and peak demand.  Covered measures include replacement of interior and exterior hardwired fixtures, CFLs, and programmable thermostats.  Customers will also be informed of additional savings opportunities available through the statewide Single Family Rebate Program.  By coordinating with the Single Family Rebate Program and using PG&E’s existing tracking and payment infrastructure, this component will achieve economies of scale and maintain a centralized database of program participation to guard against double-dipping and facilitate future program participation and tracking.

The direct install element will also closely coordinate with and leverage the existing activities of the LIEE program.
  The LIEE program presently installs energy efficient measures in qualifying low-income homes.  Outreach workers will canvas neighborhoods for qualified participants, and will inform residents of the appropriate program in which they are eligible to participate.  Each customer contacted will be eligible for at least one rebate program, and will be informed of available information and educational services.

Program contractors will conduct a survey of the energy-using equipment with the customer at the time of installation.   Surveyors will use the statewide program’s Home Energy Efficiency Survey materials to conduct the survey and educate the customer about energy using equipment and opportunities to reduce usage.  Contractors will submit the completed survey to PG&E for processing and the customer will receive a report of the results shortly thereafter in the mail.  This method actually provides a cost effective way to further educate the customer after the on-site visit, reinforcing the energy efficiency message and increasing its impact.

Coordination with other Entities:  Coordination is an inherent feature of this program, by virtue of its design.  It is built upon the successful efforts of the LIEE program and benefits from PG&E’s many years of experience in running programs that effectively assist customers in the moderate-income market segment.  In addition, the EBEP program will use PG&E’s existing infrastructure to process applications and track data, thereby eliminating duplicative administrative activities and expenses.  The program will identify and take advantage of other appropriate coordination opportunities once the Commission has completed its selection process.  

IXE.II.B
Marketing Plan

Single Family Direct Install will include a variety of activities and will rely heavily on existing LIEE contractor canvassing as well as coordinating with existing community-based organizations.  Special emphasis will be made to include and expand existing CARE participants, seniors, people with disabilities, and occupants of board and care facilities.  In addition, marketing will include informational pamphlets and flyers and updates to PG&E and EBEP Web sites.  A particular focus of the program will be to educate, inform and enlist existing community organizations to help promote this program.  PG&E will work with EBEP partners to develop specific program materials. To the extent possible, existing PG&E statewide and local energy efficiency program marketing materials will be duplicated or adopted to fit unique local energy efficiency market needs.  

Table IXE.II-1
Marketing Materials

	Marketing Material
	Quantity
	Method of Distribution
	Projected Cost/Marketing Effort

	Single Family Direct Install Brochures and Educational Materials
	3,000 Brochures and Technical Sheets
	Direct contact, community organizations, Program Partner and PG&E Web sites 
	$7,600

	Single Family Home Energy Efficiency Survey
	70 percent of participating homes
	Direct contact, targeted direct mail, community organizations and neighborhood events
	$0 Materials will be provided through statewide program

	Single Family Educational Materials
	3,000 Technical Sheets
	Direct contact, community organizations, direct mail, Partner City and PG&E Web sites, neighborhood events.
	$13,000


IXE.II.C
Customer Enrollment

Many of the participants in the direct install program element will be enrolled through coordinated door-to-door canvassing activities already being conducted by PG&E’s LIEE program contractors.  Some customer enrollment will also be achieved using established East Bay city communication channels (such as the Chambers of Commerce, local Boards of Realtors, local community, religious and ethnicity-based organizations, water, sewer and refuse bills, and tax notices).  In addition, the EBEP program will provide a toll-free number on all marketing materials and fact sheets to allow customers to proactively request services.  

IXE.II.D
Materials

Procurement, delivery and installation of all equipment used in the Single-Family Direct Install component of the program shall meet all requirements of the existing LIEE program.  The Draft Statewide Weatherization Installation Standards developed for the Low Income Energy Efficiency (LIEE) Program must be followed for Energy Star( fixtures, Energy Star( compact fluorescents, ceiling insulation, water heater blankets, low-flow showerheads, and faucet aerators.  All measures shall replace existing operational equipment that is not energy efficient.  Replacement on burnout is not allowed under this Program.  All measures must be new and installed.  Resale measures, measures leased, rented, rebuilt or won as prizes in existing units do not qualify.  Measures must be installed according to applicable codes, standards, regulations, and manufacturers instructions.  Quality installation of materials and equipment is considered to be as critical to efficiency performance as the inherent efficiency of the device itself.  All contractors will dispose of or recycle old equipment according to SVEP program standards.

All equipment must be new and must meet the terms of the technical product specifications requirements.  Used or rebuilt equipment is not eligible for the rebate.  Measures must be installed according to applicable codes, standards, regulations, and manufacturers instructions.  Quality installation of materials and equipment is considered to be as critical to efficiency performance as the inherent efficiency of the device itself.

IXE.II.E
Payment of Incentives

The program will pay installation contractors for the direct install components of this program directly, based on a previously agreed-upon price per measure.  No incentive will be paid directly to the customer.  The payments to the contractors will use PG&E’s existing infrastructure to avoid unnecessary duplication and to control costs.  In addition, using PG&E’s infrastructure will provide a central customer database to minimize the potential for double-dipping.

IXE.II.F
Staff and Subcontractor Responsibilities

PG&E will have the primary responsibility of Program design, implementation, reporting, closeout and measurement and evaluation.  PG&E will provide day-to day administration and coordinating the overall Program, administering contracts, coordinating with each non-utility, providing marketing/implementation support as appropriate, and reporting.  PG&E will also be responsible for coordination with statewide and other programs.  Table 2 details the proposed staffing structure and lists all program management positions, responsibilities and number of projected work hours.

Table IXE.II-2
 Staffing Structure – 2004 through 2005

	Position
	Responsibilities
	Projected Work Hours

	PG&E Program Supervisor
	The Program Supervisor is responsible for all aspects of Program oversight including budget, schedules, deliverables, and supervision of program implementation staff. 
	1 hour/week

	PG&E Senior Program Manager
	Responsible for Program development, implementation, budget, coordination with other programs, managing contract and tracking program progress and goals. 
	2 hours/week


IXE.II.G
Work Plan and Timeline for Program Implementation

Table IXE.II-3
Program Work Plan 

	
	Single Family Direct Install Program Work Plan
	

	Program Component
	Program Implementation Activity
	Date

	Single Family Direct Install
	Initiate contract, develop brochures and processing infrastructure, and begin developing other program materials.
	Q1 2004

	
	Develop program brochure and educational materials.
	Q1, Q2 2004

	
	Identify local marketing opportunities and begin outreach and program implementation
	Q2 2004

	
	Implement Program
	Ongoing

	
	Initial evaluation and refinement
	Q3, Q4 2004

	
	Continue marketing and outreach with program cities.  Continue implementing program.
	Ongoing

	
	Conduct program evaluation
	Q3, Q4 2005

	
	Administratively Closeout Partnership and Issue Final Reports
	Q1 2006


IXE.III
Customer Description

IXE.III.A
Customer Description

The direct install program element is targeted at residential, moderate-income hard-to-reach customers in the East Bay.  

IXE.III.B
Customer Eligibility
The Single Family Direct Install program is available to hard-to-reach moderate income, residential customers, (customers with income levels higher than allowed under the utility LIEE and CARE programs, but less than 400 percent of federal poverty guidelines).  Low income customers may also qualify for measures not available in the LIEE program.

IXE.III.C
Customer Complaint Resolution
If a customer has a question, concern or dispute that relates to program policies, rules or procedures, a program representative will evaluate the issue and seek to resolve the dispute consistent with program rules, policies and procedures.  If a customer has a dispute relating to work performed by a licensed contractor, the program will refer the customer to the Contractor State Licensing Board.  If a customer has a dispute relating to work performed by a non-licensed contractor, the program will recommend that the customer work directly with the contractor to resolve the dispute.  Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question.  
IXE.III.D
Geographic Area
The program will work with the EBEP partner cities to identify and target specific areas of the East Bay with a high concentration of moderate-income residents for the direct install program element.  The East Bay is not defined as a transmission-constrained area by the CAISO.

IXE.IV
Measure and Activity description

IXE.IV.A
Energy Savings Assumptions

The program uses DEER or statewide IOU program energy savings for each measure in the residential and non-residential direct installation elements. 

	Measure
	Gross

Energy Savings
Per Unit

(kWh)
	Gross Peak

Demand Reduction

Per Unit (kW)
	NTG Ratio
	EUL
	Gross Incremental Measure 

Cost
	Incentives

Per

Unit
	Notes

	Single Family Direct Install
	
	
	
	
	
	
	

	ES Screw-in CFL (14 to 20 Watts ) for calc. use 20 W
	70
	0.009
	0.89
	8
	$12.90
	$12.90
	1

	ES Screw-in CFL (21 to 30 watts) for calc. use 25 W
	96
	0.012
	0.89
	8
	$12.90
	$12.90
	1

	ES Interior Hardwired CFL Fixtures (30 Watts)
	89
	0.011
	0.89
	16
	$59.00
	$59.00
	1

	ES Exterior Hardwired CFL Fixtures (27 Watts)
	218
	0.027
	0.89
	16
	$70.00
	$70.00
	1

	ES Programmable Thermostats 
	248
	0.384
	0.89
	11
	$80.00
	$80.00
	1

	T-5 or T-8 Int. lamps with electronic Ballasts - (4 ft. 2 lamps) 
	178
	0.022
	0.89
	16
	$95.00
	$95.00
	1


Notes: 1. The Gross Energy Savings, Gross Peak Demand Reduction (kW), Net-to-Gross values, and Useful Life (EUL) values are based on the statewide Single Family Rebate Program.  The Incremental Measure Costs is based on both material and labor, based on the DEER study and the low income energy efficiency program.  The incentives are based on both material and labor costs.   

IXE.IV.B
Deviations in Standard Cost-Effectiveness Values

All energy savings and cost-effectiveness calculations reference the Energy Efficiency Policy Manual and DEER database.  There are no deviations from these standard assumptions.

Table IXE.II-4
Cost Effectiveness Calculations

	
	Program Benefits
	Program Costs
	Net Benefits
	Benefit/Cost Radio

	Total Resource Cost Test
	$508,728
	$447,327
	$61,401
	1.1373

	Participant Cost Test
	$1,490,580
	$335,130
	$1,155,440
	4.4476


IXE.IV.C 
Rebate Amounts

The residential direct install component will pay contractors directly for work performed and completed for the program.  The program will not provide rebates to customers.  The direct install program serves HTR customers that are typically unable to afford, and consequently unlikely to undertake a retrofit project without full funding.

IXE.IV.D
Activities Descriptions
As described in Section IXE.II above, program installation contractors will conduct a survey of the energy-using equipment with the customer at the time of installation.   This educational activity is extremely valuable and also provides a cost effective way to further educate the customer after the on-site visit, reinforcing the energy efficiency message and increasing its impact.  

IXE.V
  Goals

Table IXE.V-1
Energy and Peak Demand Savings Targets
	Measure
	Forecasted Units
	Total Net kWh
	Net kWh/Unit
	Total Net kW
	Net kW/Unit
	Total Net Therms
	Net Therms/Unit

	Single Family Direct Install
	1,300 homes
	783,058
	602
	483
	0.4176
	N/A
	N/A


IXE.Vi
 Program Evaluation, Measurement and verification

IXE.VI.A
Description of General Approach to Evaluating Program Success

This EM&V plan is based on the Commission’s objectives as outlined in the Energy Efficiency Policy Manual (EE Policy Manual) and adheres to the guidelines in the International Performance Measurement and Verification Protocol (IPMVP). 

This EM&V plan will continue to use the existing EE Policy Manual and established EM&V methods to evaluate the PG&E/San Jose program’s success while the M&V Protocols and Framework are being completed.  At such time, a detailed M&V plan will defer to the M&E protocols and framework as appropriate to evaluate the program’s success.

The EBEP direct install program’s success will be evaluated primarily on the program’s ability to provide measurable and quantifiable results in the form of achieved levels of energy and peak demand savings.  

The success of the program will also be gauged by other program evaluation studies, such as process evaluation and market assessment and customer behavior analysis studies.  Such studies provide (a) ongoing feedback and corrective guidance regarding program implementation and delivery to customers through program process evaluation, and (b) measured indicators of the program effectiveness through analysis of market baseline and customer’s satisfaction.

IXE.VI.B
Description of Approach to Measuring and Verifying Energy and Peak Demand Savings

The Measurement and Verification (M&V) approach for the EBEP program will be to validate energy and demand savings estimates of program impacts.  The primary measurement of program success will be verification of measure installation and tabulation of the ex-ante energy and demand savings for measures installed through the program, versus baseline measures.  Estimates will be based on an on-site verification of a selected sample of installations on an ongoing basis to ensure that the rebated measures were installed correctly.  An assessment of the verification process will be undertaken on a schedule as outlined in the EM&V protocol and framework to ensure sampling validity.  Savings estimates will be updated to reflect the best available information, as needed.  
IXE.VI.C
Evaluation Approach

To comply with the objectives of the Commission for ongoing assessment and improvement of programs, the EM&V plan will also focus on process issues.  The plan may also include 1) analysis of program accomplishments; 2) analysis of program design, delivery and implementation with recommendations for program enhancements; 3) an assessment of program targeting and customer satisfaction; 4) an analysis of incentive levels and options, and 5) additional market assessment and evaluation as needed.  More specifically, these activities may be done as follows:

· Market Assessment and Customer Behavior Analyses:  Market saturation/potential studies from statewide studies currently underway will inform the market assessment and baseline analysis to assist with future program activities.  These activities will assist with assessing customer awareness, behaviors and practices given their participation in the program. 

· Process Evaluations: These activities will include evaluations of program delivery in terms of timeliness and customer satisfaction.  The objectives of these activities will be to provide feedback to the program implementers on elements of the program that can be improved to enhance the program’s performance.  Assessing performance of various delivery aspects of the program will help to identify specific, actionable servicing actions to make the program more effective, including statewide integration between the investor-owned utilities, and with other implementers of California programs, as appropriate to improve program delivery.
IXE.VII
Qualifications

IXE.VII.A
Primary Implementer

Pacific Gas and Electric Company  - Implementer Qualifications

PG&E has provided residential and nonresidential customers with energy efficiency programs at the direction of the Commission since 1976.  Early programs provided information to residential customers on energy efficient appliances, home insulation, heating and air conditioning while providing commercial customers detailed, on-site energy analysis (audits).  Programs and services for both markets evolved into information programs coupled with equipment rebate programs, loan programs and incentives for new building construction by the early 1980s.  These programs have grown, contracted or been redirected based on the changing goals of the Commission, the needs of the marketplace and the input from the many community stakeholders in the energy efficiency industry.  

Surveys of customers indicate that PG&E has remained the most trusted source for unbiased energy efficiency information, services and programs.  Customers continue to look to PG&E for assistance in managing their energy use and costs.

Teams of PG&E engineers, marketing professionals and customer service specialists have demonstrated significant competencies in a variety of essential areas of program design and deployment, reporting/accountability program measurement, assessment and evaluation.

The cities of the East Bay and PG&E have worked together for many years to promote energy efficiency.  Both the City of Berkeley and Alameda County submitted winning proposals in PG&E’s 2000 Local Government Initiative Program, in which each local entity developed and refined their local energy efficiency infrastructure.  

Program Design

Responsive, timely, action characterizes the PG&E team approach to program design.  Commission priorities, changing markets, technologies, and priorities of interested stakeholders require the flexibility to respond to the wide variety of needs within the annual program cycles.  PG&E’s design team has demonstrated its ability to move rapidly and effectively, from the resource acquisition emphasis of the pre-1998 programs to the market transformation focus of the California Board for Energy Efficiency.  PG&E’s program design team also met the challenge of rapidly responding to the 2000 energy crisis by designing programs that not only saved energy, but also encouraged customers to change behavior and business practices.

Program Deployment

A solid program infrastructure combined with the participation of key market actors and experienced service providers have ensured PG&E success in program deployment for the last three decades.  Successes are evinced year after year by the accomplishment of the goals and milestones set in place through Commission and PG&E agreements.  PG&E’s staff has nurtured relations with the entire spectrum of parties whose joint efforts are necessary both to capture the interest and enthusiasm needed for a new program and to responsibly remove barriers to deployment
Reporting/Accountability

Responding to the more rigorous reporting and accountability requirements from the Commission over the last 10 years, PG&E has developed increasingly sophisticated procedures and competencies to meet the new levels of precision required in these areas.  PG&E has been able to provide thorough, reliable reporting as the needs and goals of the Commission have changed from the simple semi-annual and annual reports of the 1980s to the complex reporting and net benefit accountability over the 10 year time period required of the pre-1998 programs.  PG&E reports on programs using both the pre-1998 methodology and the subsequent reporting requirements for monthly, quarterly and annual reports as well as responding to data requests from the Energy Division, administrative law judges of various proceedings and interested parties in proceedings.

Measurement, Assessment and Evaluation

PG&E’s current measurement, assessment and evaluation (MA&E) capabilities are especially suited to meet the requirements of the Commission’s present directives.  The MA&E team members have worked closely with regulatory agencies and other IOUs, as well as other interested stakeholders, in establishing and coordinating the California Measurement Advisory Council (CALMAC) and the earlier California Demand Side Management Measurement Advisory Council (CADMAC).  The MA&E team has participated and/or led many statewide measurement, assessment and evaluation studies as well as studies focused on local programs and issues.  

PG&E’s energy efficiency staff has the strength and commitment to provide the Commission with successful programs responsive to both the goals of the Commission and the needs of customers.

IXE.VII.B
Subcontractors

PG&E’s LIEE subcontractors that will be used to support this Partnership are outstanding.  These PG&E subcontractors are selected based on their technical qualifications, experience, staff capabilities and cost competitiveness, to ensure delivery of valued services and cost-effective completion of projects.

IXE.VII.C
Resumes

Ila Homsher

CAREER SUMMARY

Over 23 years experience with PG&E working in Energy Conservation, Government Relations, Public Affairs and Community Relations Programs.  

EMPLOYMENT HISTORY

Pacific Gas and Electric Company – San Francisco, California

2000 - 2003
Supervisor, Customer Energy Management

1999 - 2000

Project Manager, Energy Star Financing

1996 - 1999

Corporate Contributions Program Manager

1990 - 1996

Community and Government Relations Representative

1979 - 1990

Marketing Representative

Corporate Energy Home Improvement Program - Supervise employees responsible for the HVAC, Lighting, Appliance, and Pool Programs.  Activities include statewide coordination, and managing a $25 mil contract with an implementation contractor.  In 2001 PG&E had it most successful residential lighting and appliance programs ever by enlisting manufacturers and retailers in promoting the measures.  Developed and implemented the Energy Star Financing Program for the company.  Developed materials for contractors and customers.  Set up a fulfillment center to process request, and advertised the program.  Over 1000 Energy Star loans approved during first six months.

Corporate Contributions - Managed the companies Small Business Development/Business Incubation Program and Welfare to Work Program.  Worked with communities to conduct feasibility studies on applicability of Business Incubator to their situation.  Provided grants to communities as appropriate.  Business Incubators created over 2000 jobs in first two years.  Welfare to Work Program trained and “graduated” over 60 students, and placed over 85%.

Community and Government Relations - Managed the company’s relationship with 13 cities and the County Government in San Mateo County.  Worked with internal PG&E Departments to ensure construction project-Rule 20, etc. were implemented on time.  Developed relationships with key community organizations and managed the companies contributions activities for those communities.

Marketing Representative - Worked with 23 School Districts in San Mateo County on installing energy efficiency measures.  Conducted workshops, set up contractor trade shows, and assisted Districts with billing issues.  Managed the Consumer Advisory Panel for San Francisco and San Mateo Counties.  Managed the Contributions Program. Started career at PG&E as a Weatherization Specialist.  Certified as an RCS Auditor in 1981.  Performed MUD audits in San Francisco and San Mateo Counties.  Supervised the North San Mateo County RCS Team which included Direct Weatherization Contractors and Inspectors.

EDUCATION

Skyline College, San Bruno – Two years

REGISTRATIONS/ASSOCIATIONS/AFFILIATIONS

Certified RCS Auditor

Board Member, National Business Incubation Association

Founding Board Member, Pacific Incubation Network

Founding Board Member, Youth and Family Assistance

Board Member, El Concilio of San Mateo County

IXE.VIII
Budget

The summary of the budget for the Single Family Direct Install Program is shown in Figure IXE.VIII-1.

Figure IXE.VIII-1
EBEP Single Family Direct Install Program Budget Summary
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Administrative Costs
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Direct Implementation
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Evaluation, Measurement & Verification

25,000

        

 

Total Program Budget

484,192

 

 


IXF. EEDA

IXF.I
Program Overview

IXF.I.A
Program Concept

The Energy Efficiency Design Assistance Program (EEDA) would use approximately $542,000 in ratepayer funds to continue an existing successful and popular local government partnership that provides customized energy efficiency design assistance at no cost to developers, designers and property owners involved with new construction or renovation/retrofit of existing buildings. The EEDA program offers a unique combination of demonstrated energy savings, the experience of a mature program concept, and proven cost effectiveness, while delivering a significant portion of services to hard-to-reach residential markets. This proposal is the first expansion of a City of Oakland model that has achieved extraordinary program participation rates for local new construction projects.  Through this proposal EEDA will now serve projects throughout Alameda and Contra Costa Counties (“East Bay”), and thus leverage even greater energy savings than in its first two funding cycles. The City of Oakland began sponsoring the EEDA program in 2001 when the program recruited 70% of the eligible new construction market and delivered 150% of its program energy savings goal.  The proposed program will continue its technical assistance activities that have made it a successful energy-saving program; in program years 2004-2005, however, EEDA will operate as an information-only program designed to feed projects (and by extension, energy savings) into PG&E’s Savings By Design, Multi-family New Construction, and other statewide programs.  EEDA’s technical assistance aims to improve the energy efficiency of new building construction and major renovations by reducing energy use by five to ten percent beyond what is mandated by the new state building standards.  The program also provides energy audits for the targeted commercial, industrial and multi-family sectors, and will actively channel developed projects into statewide incentive programs such as Express Efficiency, Standard Performance Contract, and Multi-family Programs.  In addition, in the coming year the program aims to increase awareness of Savings By Design and other programs among City permitting staff in the East Bay, increase awareness of these programs among project sponsors with projects “in the pipeline”, and to measurably increase participation in these statewide programs by East Bay project sponsors.

IXF.I.B
Program Rationale

To achieve energy savings and raise awareness, the program will continue its successful track record of addressing significant barriers, in particular in the new construction market.  In the 2002-03 funding year, this program achieved 150% of its goals (see Section IXF.VII.A for additional details with respect to past program successes).  Although State energy efficiency standards establish minimum levels of efficiency for new and remodeled buildings, substantial opportunities remain for  “beyond code” improvements that reduce building energy requirements through improved design.  If not addressed early in the building design, many of these energy savings options become lost opportunities, as they are too costly to address after the building is constructed.  The main market barrier to incorporating energy efficiency into new construction is lack of awareness of energy efficiency technologies and design strategies, and lack of information on their relative costs and savings.  In part this stems from a traditional building design process that does not include a budget for evaluating energy efficient design alternatives (“high first costs”) or does not include design team members that have the necessary experience and expertise to evaluate energy efficiency alternatives (“lack of specialized expertise”).  The program addresses these barriers by providing free “point-of-permit” customized energy efficiency design assistance to new construction and renovation projects, while leveraging the City’s permitting process to increase participation levels.  

Another market barrier that the EEDA program successfully addresses is the “landlord-tenant split incentive”.   A large majority of the facilities targeted by the EEDA program involve developers constructing new facilities that will be leased to tenants who ultimately pay the utility bills.  If the building owner does not pay the utility bill, he or she has little incentive to invest in energy efficiency improvements. Meanwhile, the building tenant does not want to invest in the landlord’s building. The program addresses this barrier by demonstrating to developers and building owners how incorporating energy efficiency design alternatives will improve building values (regardless of the present leasing structure) and reduce buildings’ energy requirements, making them more attractive to tenants.  The EEDA program has successfully used this approach to convince developers to incorporate recommended energy efficiency measures within several large new construction projects under development by Prentiss Properties, Shorenstein Company, Ellis Partners, and Pyatok Associates.  

	“EEDA’s talented team conducted an energy review of one of our Jack London properties.  The team provided us with a high quality, easy to understand report.  EEDA’s recommended upgrades can cut our energy costs by 25%, and can pay for themselves in three years.  Better yet, the upgrades improve building air quality and tenant comfort, so we expect fewer complaints.  We strongly encourage other businesses in Oakland to take advantage of this valuable free service. ”
Colleen Chadsey, Property Manager  - Metrovation


IXF.I.C
Program Objectives

Main Program Objectives

The proposed program has implicit energy savings goals, and explicit goals in the area of overcoming market barriers, equity, and coordination with other programs.  Although proposed this year as an information-only program, we expect the program to leverage as much energy savings as in past program cycles – however those savings will be reported under some combination of Savings By Design, Multi-family New Construction, Express Efficiency and other statewide programs.  Based on past EEDA program results, the scale of the program proposed here would deliver gross savings of approximately 69,000 MWh and 1.1 million therms over the measure lives of the deployed measures. The Gross demand reduction is estimated to be 1,600 kW, or about $2.8 million (2003$) in direct customer benefits. Over the coming program cycle, the program would serve an estimated 5 million square feet of building space.

Other key objectives are:

· Overcome the lack of information and other Market Barriers by providing technical assistance to an expanded target market;

· Coordinate with Savings By Design and Other Statewide programs by increasing awareness of those programs among City Planning staff and other new construction permitting staff in the target market;

· Coordinate with Savings By Design and Other Statewide programs by increasing awareness of those programs among project sponsors with projects “in the pipeline” within the target market;

· Coordinate with Savings By Design and Other Statewide programs by packaging EEDA participants for entry into these rebate programs;

· Devote significant resources to serving Hard-to-Reach customers, in particular residential hard-to-reach multi-family and urban customers.

How the Program Meets the Commission’s Policy Objectives

1) Ability to Overcome Market Barriers 

(See also Section 1.2, Program Rationale)  

EEDA expects to continue its very successful track record of helping building designers overcome new construction market barriers, as measured by its exceptional enrollment success within the local new construction market.  A full seventy percent (70%) of major projects enrolled in the 2001 program, the last year for which we have complete data. During the past two program cycles, the program has offered only no fee design assistance information resources.  With an explicit connection to Savings By Design’s financial incentives, we expect this track record of success to continue or improve. 

As discussed above, the key new construction market barriers, and the focus of EEDA’s program design, are: lack of awareness of energy efficiency technologies and design strategies, and lack of information on their relative costs and savings. These barriers are enmeshed with “high first costs”, due to the lack of budget in most building design projects to evaluate energy efficient design alternatives or to include design team members that have the necessary experience to do so (“lack of specialized expertise”).  The program addresses these barriers by providing free “point-of-permit” customized energy efficiency design assistance to new construction and renovation projects, while leveraging the City’s permitting process to increase participation levels.  In addition, the EEDA program has successfully addressed the “landlord-tenant split incentive”, also discussed above.   

2) Equity Considerations

The EEDA program includes a large component to serve hard-to-reach markets:  20 to 30% of the program market.  The multi-family residential market is one of the most difficult to serve due to split incentives and higher first costs barriers.   This sector includes a population of renters that is often economically vulnerable and speaks English as a second language.  In 2001, over 20% of the building stock addressed by our program was in the residential market, including new multi-family residential, remodeled multi-family residential, and new single family developments. In 2002 and 2003 we committed to increasing our delivery to these market segments, and we have already met these goals. The program works in parallel with the City of Oakland’s 10K Housing Program, through which the City is promoting the development of 10,000 new units of housing in the downtown Oakland area. The EEDA program has delivered services to five of the largest such new developments in downtown Oakland.

The overall EEDA program has been cost effective as an energy-savings program, despite the fact that multi-family buildings are difficult to serve cost-effectively (because of low energy-intensity and thus savings potential).  The program does this by mixing in more energy intensive building types into the program portfolio.

The expansion of the EEDA program to cities throughout the East Bay will open the program to even more hard-to-reach opportunities. By directly addressing multi-family projects, EEDA also reaches the renters market, through which the program will help lower customer energy costs in the East Bay, where there is a disproportionate representation of residential communities that are hard-to-reach due to language barriers and income level.

3) Innovations

The EEDA program is innovative in that it provides energy efficient design assistance for new construction projects at the point of permit in coordination with cities’ planning, zoning, and building permit services.  At this point of permitting, developers are particularly motivated to demonstrate to city staff that they are “good corporate citizens.”  One of the keys to EEDA’s success is that it offers an avenue for permit applicants to demonstrate their exemplary behavior to their city staff target audience.  The City of Oakland’s active promotion of the 2001 and 2002- programs was a key factor for EEDA to gain access to decision makers early in the process, thereby maximizing potential savings and cost effectiveness. Through this marketing approach we have achieved a much higher rate of service to the local building market than other design assistance programs.
4) Coordination with Other Programs 
The program’s increased coordination with other programs is the major area in which EEDA’s successful program design has been modified and improved.  In particular, EEDA will work to become a seamless marketing and technical assistance extension of PG&E’s Savings By Design and Multi-family New Construction programs. 

Specifically, EEDA will provide marketing, outreach, and technical assistance to new construction projects with a specific objective of enrolling those projects in Savings by Design.  We will do this by leveraging EEDA’s unique characteristics, including:  active recruitment of City permit staff to help promote the program; direct marketing of new construction project teams targeting projects that are “in the pipeline” i.e., that are in discussions with City staff or are applying for zoning permits; earlier intervention in the design process, which allows impacts on a wider range of design issues; and low barrier of entry for program participation.

As noted above, the program focuses on three coordination goals, all of which will contribute to Savings By Design (and other program)’s success in the coming program cycle, and which may create precedents for program refinements statewide if EEDA’s strategies prove to be transferable.  These goals are:

· Coordinate with Savings By Design and Other Statewide programs by increasing awareness of those programs among City Planning staff and other new construction permitting staff in the target market.  The City departments themselves will be part of the East Bay Energy Partnership, which itself is part of a PG&E-sponsored program.  Thus, we expect the connections between PG&E’s programs and City staff to be especially clear.

· Coordinate with Savings By Design and Other Statewide programs by increasing awareness of those programs among project sponsors with projects “in the pipeline” within the target market. EEDA’s unique focus on projects that are seeking City approvals will provide a focused marketing effort that will benefit our statewide program partners.

· Coordinate with Savings By Design and Other Statewide programs by packaging EEDA participants for entry into these rebate programs.  Again, it is an explicit goal of the program to increase enrollment in SBD and other programs from within Alameda and Contra Costa Counties.

Finally, because EEDA will be integrated with these and other statewide programs, EEDA will be able to both contribute to, and benefit from coordination with the Flex Your Power/ Efficiency Partnership/ Statewide marketing effort.

While the following CPUC program criteria are not required for Information Programs, the Program provides significant benefits in these areas as well.

Cost Effectiveness
 
EEDA is a proven cost-effective energy saving program.  As an information-only program the savings goals will be implied, but not explicit, because savings will feed in through Savings By Design and other statewide programs.  As stated above, however, the scale of the program proposed here historically would generate 69,000 MWh and 1.1 million therms over the measure lives of the deployed measures. The Gross demand reduction is estimated to be 1,600 kW. 
Long-Term Annual Energy (Gas and Electric) Savings
By providing effective energy efficiency design assistance, EEDA will help new construction projects achieve energy savings that will continue throughout a building’s lifetime.  For example, a properly designed overhang will last 50 years, lowering the cooling demands of the building.

Electric Peak Demand Savings

Similarly, successful design assistance will also help to lower electric peak demand through lowered air conditioning needs in buildings.  EEDA’s expanded reach into the warmer microclimates of east Alameda and Contra Costa Counties will improve peak demand savings impacts over previous years.

IXF.II 
Program Process

IXF.II.A
Program Implementation

Overview

This section describes the way in which the East Bay Energy Partnership’s Energy Efficiency Design Assistance (EEDA) program will work.  The program has been redesigned in order to convert this successful energy saving program into an information-only program in 2004-05.  

· EEDA will continue to offer project-specific technical assistance to identify energy savings; however in 2004-05 this service will substitute for technical services that would have been provided by utility representatives under Savings By Design or other statewide programs.   

· EEDA will continue its highly effective outreach and enrollment strategies (which resulted in 70% of eligible projects enrolling in the program in 2001); however in 2004-05 these efforts will also aim to increase enrollment in Savings By Design or other statewide programs.  Through this partnership with PG&E, EEDA will be modeling effective outreach strategies that could improve program enrollment rates throughout the State.

· By “packaging” projects that received assistance from EEDA for entry into PG&E’s programs, EEDA will overcome information, hassle, and “first-timer” barriers that have prevented so many customers from taking advantage of sometimes daunting statewide energy efficiency programs.

The major program tasks to implement this modified mission are: 

1. Detailed Implementation Plan;

2. Outreach and Marketing;

3. Technical Assistance; 

4. Program Administration and Reporting; and

5. Evaluation, Monitoring and Verification.

Task 1  - Detailed Implementation Plan

The EEDA team will prepare a detailed implementation plan and schedule for the program in 2004 and 2005.  The implementation plan will build upon the 2002 –2003 program plan and include: 

· Description of the roles and responsibilities of project team members;

· Intermediate program objectives;

· Schedule;

· Procedures for interacting with Savings By Design and other PG&E programs;

· Criteria to prioritize potential projects and reduce time spent on ineffective leads;

· Guidelines for determining the appropriate level of technical assistance;

· Program policies and procedures.

As a part of the implementation plan, the EEDA team will develop criteria to prioritize potential projects and reduce time spent on ineffective leads.  Guidelines for determining the appropriate level of technical assistance to provide each program participant will also be developed.  The plan will describe program policies and procedures, data tracking and reporting methods, and refine the information-collection needs that are necessary to complete an effective program evaluation.  The EEDA team will also work closely with Savings by Design staff to effectively address issues regarding program enrollment, technical assistance requirements, and streamlined methods for packaging and shepherding projects into PG&E’s Savings by Design, Express Efficiency and SPC programs for incentives. 

Task 2 - Outreach and Prospecting

Marketing and Outreach Plan

The EEDA team will develop an overall outreach and marketing plan to recruit program participants from multiple cities. The outreach and marketing plan will be based upon the 2003-2004 plan and lessons learned.  The primary target audiences will be commercial new construction/tenant improvements, multi-family housing and large single-family residential developments.  The primary target audiences are further discussed in the EEDA Customer Eligibility Section.   The Marketing Plan will describe how EEDA can best cooperate with Flex Your Power and other Statewide marketing efforts.

Marketing Materials Development and Printing
The EEDA team developed a program brochure/mailer and poster for the 2001 EEDA program that was updated for use in the 2002-03 direct mail campaigns and placements.  For 2004-05, the EEDA team will update the mailer design to reflect the East Bay expansion, and the program’s integration with Savings by Design and other statewide programs.  Other marketing materials that may be produced include postcard mailers, ad placement in newsletter announcements, a separate brochure targeting existing buildings, and banners for tabling events. Please see section 2.2 below for a more detailed description of program marketing materials. 

Program Outreach and Enrollment

The EEDA team will conduct program outreach and marketing.  A multi-faceted campaign will be used to market the program to the target market segments. Program outreach strategies are discussed below in Section 2.2 Marketing Plan. 

Task 3 - Technical Assistance

Technical assistance (discussed in greater detail in Section 4 - Measures and Activity Descriptions) will provide detailed recommendations and economic analysis for customers.  In addition, technical assistance will include “packaging” of assisted projects to statewide programs such as Savings by Design. EEDA will target facility level energy efficiency intervention points and include design assistance and recommendations that correspond to the project development stage shown below: 
· Early Design: building orientation, shading, daylighting, fenestration/glazing;

· Mid Design: building systems - boilers & chillers, HVAC selection and ductwork;

· Late Design: lighting equipment, controls;

· Construction: insuring energy efficiency recommendations are maintained during change orders and substitutions; building start up and commissioning;

· Additional opportunities for energy efficiency during subsequent tenant improvements, remodeling/renovation/retrofit.

Whenever possible, the program will promote the use of the newest proven technologies. Standard engineering design firms typically utilize “boilerplate” specifications and designs that do not include energy efficient equipment, much less a “systems approach” or the newest efficient technologies.  Where appropriate, design recommendations will include efficient technologies that have thus far seen little penetration in the commercial sector, including for example, high-performance 3200 lumen lamp T8 lamps, and the “Dual Cool” precooler system for HVAC rooftop units (both of these measures were recommended to program participants as early as 2001). 

The level of technical assistance provided will largely be determined by matching services to a building’s potential energy savings, the program participant’s commitment to participate fully in the program, and the likelihood that they will follow through with recommended efficiency design measures. 

Task 4 - Program Administration and Reporting
Energy Solutions will handle overall program administration including fiscal management and compliance with the Program’s Policies and Procedures Manual, Commission policies and directives, and applicable laws and regulations.  Also included under this task is general program management and program reporting.  Energy Solutions will provide all quarterly, annual and final reports on program activities as set forth in the contract.  The reports will include summaries of significant program achievements, efforts underway, new opportunities identified, analyses of program progress relative to the implementation plan, and a summary of program expenditures.  

Program Coordination Plans and Differences from Other Programs Administration and Reporting
Coordination

As stated above and in the proposal’s goals statements, EEDA’s proposed integration with other statewide programs is the major area in which EEDA’s successful program design has been modified and re-targeted for 2004-05.  In particular, EEDA will be a seamless marketing and technical assistance extension of PG&E’s Savings By Design and Multi-family New Construction programs. We will do this by leveraging EEDA’s success in marketing through its close relationships with City staff where zoning and building permits are issued.  EEDA also will feed projects into Express Efficiency and Standard Performance Contract programs. Other programs with which EEDA will coordinate include: California Energy Star New Home Construction Program, and Pacific Energy Center (PEC).

EEDA will “package” participating projects for enrolling in these statewide programs. “Packaging” here refers to a more in-depth service to the customer – not a simple referral to a phone number or website. The handholding and assistance will facilitate many more participants to take advantage of statewide programs.  For EEDA participants that qualify for statewide programs we will perform the following services: 

· Informing participant about statewide programs; 

· Providing statewide program literature and answer initial questions about participation; 

· Confirming availability of funds;

· Providing customized incentive amount & resulting cost effectiveness of measures.

We have established a specific goal of facilitating 4,000,000 square feet, or 80% of program participation, into statewide programs.  (The remainder would be projects or measures that save energy, but are not incented by statewide programs.)

Finally, because EEDA will be integrated with these and other statewide programs, EEDA will be able to both contribute to, and benefit from coordination with the Flex Your Power/ Efficiency Partnership/ Statewide marketing effort.

Differentiation from Other Programs

Although integrating with Savings By Design, EEDA’s program model is unique in California.  As proposed, EEDA is distinguished from Savings By Design and the Multi-family New Construction models by the following characteristics: 

· Information-only – no rebates or incentives;

· Active recruitment of City permit staff to help promote the program;

· Direct marketing of new construction project teams (identified by city staff) targeting projects that are “in the pipeline” i.e., that are in discussions with City staff or are applying for zoning permits;

· Earlier intervention in the design process, which allows impacts on a more comprehensive range of design issues; 

· Utilizing broader urban design documents that are part of City review to impact building design, including EIR mitigation language, DDA language, etc.

· Low barrier of entry for program participation (e.g., very simple participation agreement).

This combination of program elements has allowed EEDA to achieve very high participation rates for the local new construction market (70% of eligible projects in 2001).  A key premise of this proposal is that this program model will result in increased participation in Savings By Design and other statewide programs throughout the East Bay.  (See discussion under Section F4 – EM&V).  Assuming this is true, then the results of this proposed 2004-05 partnership may have value for Savings By Design and the Multi-family New Construction programs in terms of increasing participation levels and achieved energy savings.

Finally, because EEDA will be integrated with these and other statewide programs, EEDA will be able to both contribute to, and benefit from coordination with the Flex Your Power/ Efficiency Partnership/ Statewide marketing effort.

IXF.II.B
Marketing Plan

The EEDA team will develop a comprehensive outreach and marketing plan to recruit program participants. The outreach and marketing plan will be based upon the 2001 and 2002-03 plans and the lessons learned in those previous years of program operation.  The primary target audiences will be commercial new construction/tenant improvements, multi-family housing and large single-family residential developments, each player of which will be presented with a tailored marketing message, as shown below.

Table II-1
EEDA Marketing Messages

	Audience
	Messages

	Building owners
	Increase property valuation,

More competitive rental rates

	Property managers, facility managers
	Manage your energy costs,   

Increased comfort and productivity

	Architects/designers
	Environmental/sustainable development, Differentiate your firm, Value to client

	Contractors, construction firms
	Better value with no delays, Potential for firm differentiation

	City/County staff


	EEDA is a value-added City service:

“Yes, we can help!”

Local economic development benefits

	Professional/trade organizations
	Value-added service for members


To help with outreach and recruitment, the EEDA outreach plan will target key planning and building services staff in Alameda and Contra Costa Counties, and the cities within these counties.  In addition to recruiting direct participants these activities will raise awareness of PG&E Savings by Design Program’s design assistance services and incentives, will educate staff on the benefits of energy efficient construction – both to the building owner, and to the wider community.  These parties have the most current information about upcoming new construction and major retrofit projects “in the pipeline” and can help facilitate the appropriate points of intervention in the design/development/construction process.  Thus, ongoing communication with city building and development officials is critical to successful outreach throughout the duration of the program.  

The EEDA team will work in particular with Major Project Planners and Building Process Coordinators from the East Bay cities to identify prospective program participants that are in need of or would be receptive to EEDA services.   Ideally, the outreach will be more effective and “seamless” from the clients’ perspective; i.e., initial exposure to the program will result from referrals from the Planners or Coordinators rather than via direct or unsolicited contact. The EEDA team will then follow with “sales calls” to prospective participants.  This was the most effective outreach method employed in the 2001 and 2002-03 programs. 

The EEDA team will also use the following outreach methods to reach the target markets:

· Direct mail campaigns to business owners, property managers, and design professionals using mailing lists from the San Francisco and East Bay Business Times 2000 Book of Lists, Metropolitan and Chinatown Chambers of Commerce, Energy User New magazine, and others. The EEDA team will continue to use the mailer design created for the 2001 and 2002-03 program and have new mailers printed for use in program years 2004-05.  

· Press releases to media outlets and professional organizations and other groups whose membership is likely to be interested in the story.

· Trade and professional association newsletter announcements. 

· Placement of program mailers and posters at strategic locations, such as Zoning and Building Permit Counters, County Waste Management Authority offices, and the City’s Green Building Resource Center.

· Speaking and/or tabling with banner displays at trade and professional association events. 

· Advertising on selected Web sites.

Marketing Materials Development and Printing

For 2004-05, the EEDA team will update the mailer design to reflect the East Bay expansion, and the program’s integration with Savings by Design and other statewide programs.  The EEDA team will use it for direct mail campaigns and placement at strategic locations.  The EEDA team will continue to use the mailer design and have more mailers printed for use in program years 2004 and 2005.  Other marketing materials that may be produced include postcard mailers, placement costs for newsletter announcements, and banners for tabling events.  

The table below describes an initial marketing materials and direct mail campaign.  After finalizing the marketing plan, we would revise this list.
Table II-2
EEDA Marketing Materials

	Materials Needed
	Distribution
	Quantity

	
	
	Needed

	Revised Brochure: 

3 panel that can also be self-mailer

Two Mass Mailings - 3 & 12 months after signed contract
	Mass Mailing


	6,000

	mailer addressing & postage
	
	

	Poster 
	Permit Counter area, Tabling events
	10

	Single-fold mailer

Mass Mailing in Summer 2004
	Mass Mailing


	4000

	Single-fold mailer addressing & postage
	
	3000

	Placement for newsletter announcements
	Trade and professional newsletters, web sites
	12

	Postcard or single fold mailer

Mass Mailing in Spring 2005
	
	4000

	Postcard mailer addressing & postage
	Not applicable
	3,000

	Purchase mailing lists
	Not applicable
	


Marketing Activities and Costs

The table below describes the main marketing activities for EEDA, with associated direct labor costs.  Please refer to the Budget Workbook for additional details.

Table II-3
EEDA Marketing Activities

	Marketing Activities 
	Cost
	Quantity

	Marketing Plan
	$3740

(Direct Labor)
	1

	Outreach Contacts*
	$100

(Direct Labor)
	360



	Marketing Materials/ Direct Mailings
	$40,000
	


Outreach contacts may be a letter, call, email or meeting with project sponsors or city staff. Embedded in these costs are a variety of activities including soliciting and obtaining major project lists and contacts from city staff, researching project plans before making contact, following up with requested information, etc. 

IXF.II.C
Customer Enrollment

Customers will express interest in participation in the EEDA program as a result of direct contact from City staff or the program team, or in response to marketing materials.  Program participants will be accepted on a first come, first serve basis, though minimum savings opportunities and other conditions may be required.  

A step-by-step overview of the customer enrollment process for technical assistance is provided below.

1.
Customer expresses interest in receiving energy efficient design assistance services. 

2.
Energy Solutions Program Manager verifies that there are sufficient technical assistance funds remaining in the Program budget.  

3.
Energy Solutions Program Manager explains the Program eligibility requirements to the customer.  If Customer meets/agrees to the Program eligibility requirements, Energy Solutions obtains contact/project specific information, logs the information in the Program Participation Database, and sends the customer an EEDA Participation Agreement form. 

4.
Customer signs and submits the Participation Agreement to Energy Solutions. 

5.
Energy Solutions Program Manager contacts kW Engineering and/or TMT Associates to set up the technical assistance and provides them with the customer contact information and pertinent project information regarding the overall project description, project size, timeline, project type, design-build vs. plan-and-spec, etc.

6.
kW Engineering and/or TMT Associates contacts the customer to provide initial phone consultation, arrange for receipt of any project related information (such as design plans, or previous audits in the case of existing buildings), and/or arranges for a meeting/site visit if required.

7.
Following provision of technical assistance, the EEDA program contact will initiate procedures to then enroll the customer in statewide programs in order to collect their rebates, and for their savings to be properly attributed.

IXF.II.D
Materials

Not applicable.  EEDA will be an Information-Only program.

IXF.II.E
Payment of Incentives

Not applicable.  EEDA will be an Information-only program.  

IXF.II.F
Staff and Subcontractor Responsibilities

Energy Solutions

Energy Solutions will be responsible for the implementation of the EEDA Program.  Energy Solutions is responsible for overall program management, outreach, recruitment and enrollment activities in coordination with City/County planning staff.  Energy Solutions will manage the technical services team, customer relations, and overall program quality control.  

kW Engineering

kW Engineering will be a subcontractor to Energy Solutions and provide analysis of building envelope or mechanical system alternatives, and other related technical assistance.  kW Engineering is an independent provider of energy engineering services specializing in assessments of commercial, institutional, and industrial facilities.

TMT Associates

TMT Associates will be a subcontractor to Energy Solutions and provide evaluation of energy efficient lighting design alternatives. TMT Associates is a lighting consultation and design firm specializing in architectural lighting design, lighting energy efficiency, and education.

IXF.II.G
Work Plan and Timeline for Program Implementation

The following diagram provides a list of major tasks, timelines and milestones in the work plan. 
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IXF.III
Customer Description

IXF.III.A
Customer Description

The EEDA program will target Commercial New Construction and Residential New Construction within Alameda and Contra Costa Counties (“East Bay”).  The program will focus on major commercial development and high-density multi-family housing properties, especially those being developed in the East Bay’s many redevelopment areas.  Existing commercial facility remodels with substantial energy efficiency opportunities will also be targeted.  There will be six primary target audiences, including:

· Commercial new construction throughout the East Bay;

· Commercial and high-density multi-family housing properties to be developed in the City’s major redevelopment areas; 

· Commercial tenant improvements;

· New and renovated low-income multi-family housing and large single family housing developments; and

· Remodels of existing commercial facilities with substantial energy efficiency opportunities.

To begin, the EEDA program will target major commercial new construction projects under development throughout the East Bay.  Marketing efforts will also focus on the commercial and high-density multi-family housing properties to be developed within major redevelopment areas and will be identified using the Major Projects List of the Planning and Zoning divisions of the cities contacted. 

Commercial tenant improvement projects will also be targeted.  Since most of these improvements take place without affecting the exterior of the building, city officials are often unaware of them until the owner or contractor applies for a building permit, at which point it is often too late to make energy efficiency improvements without additional cost and delay.  Therefore, EEDA will be marketing program services to this target audience proactively via a direct mail campaign.  

Existing commercial facility remodels with substantial energy efficiency opportunities will also be targeted. In the context of sustained utility rate increases, large facility owners and managers are much more likely to take action on recommendations for incorporating energy efficiency measures into planned remodels or undertake energy retrofits for the sake of energy efficiency alone.  For this reason we will undertake efforts to make this audience aware of EEDA services through low-cost channels such as press releases and perhaps, posting on the City web sites.

Hard-to-reach customers and sectors that EEDA will target include the multi-family housing sector generally, and new development projects that occur in East Bay’s hard-to-reach zip codes (as identified by the Commission).  Through City channels, we expect also to have access to projects in blighted/ redevelopment areas throughout Alameda and Contra Costa Counties, which would include many customers who have low-to-moderate incomes, language barriers, and who are renters. 

IXF.III.B
Customer Eligibility

The EEDA program will be available to property owners, developers, and designers involved with new construction or renovation/retrofit of existing buildings.  Eligible facilities and developments include:

· Nonresidential new construction and tenant improvements;

· Multi-family housing new construction;

· New and renovated low-income multi-family housing; 

· Large single family housing developments (generally developments that include 50 or more homes);

· Remodels and retrofits of existing nonresidential facilities. 

The EEDA program will accept applications on a first-come, first-serve basis until allocated funds are reserved, or by December 31, 2005, whichever comes first.  The level of technical assistance provided will depend on the size of the project and the potential energy savings.  

The Program will only serve customers that contribute to the Public Goods Charge (PGC).    This means that eligible customers must have an existing Pacific Gas and Electric Company electric and/or gas account or will have an electric and/or gas account with Pacific Gas and Electric Company upon construction of the building.  

The customer, or their agents or assigns, must agree to being interviewed in regards to their intentions to implement the recommended energy efficiency measures.  The customer, or their agents or assigns, must also agree to provide access to the site for evaluation purposes to Pacific Gas And Electric Company or their agents or assigns for three years after receiving technical assistance.  

In order to receive energy auditing services, the customer must attest that they have the financial means to implement cost-effective energy retrofit projects (either through available capital funds or through the use of outside financing), and that the decision makers intend to implement those measures that meet cost-effectiveness criteria and are otherwise found to be acceptable.
IXF.III.C
Customer Complaint Resolution

In the event that the Customer has any questions, complaints or disputes regarding the EEDA Program, the EEDA Program team member (Energy Solutions or one of it’s subcontractors) will attempt to answer and resolve the customer’s questions or complaints within a reasonable timeframe (typically five days or sooner.)  In the event that the Customer believes their questions or complaints have not been satisfactorily answered or resolved, the Customer will be referred to the Energy Solutions EEDA Program Manager.  The Customer shall then be requested to state in writing the date, time, exact location, persons involved, specific nature of complaints, amount of any loss, and any other information relevant to the complaint, and deliver the complaint to the Program Manager for consideration. The Program Manager shall investigate the claim and make a determination of the final disposition of the complaint within ten business days.  When communicating this resolution to the customer, the Program Implementer will inform the Customer in writing of the option to appeal the decision to the East Bay Energy Partnership Program Implementer (Quantum, Inc.), PG&E and, if still not satisfied, to the CPUC’s Energy Division.
Appealing Complaints to the East Bay Partnership Program Implementer:  In the event that the Customer believes their questions or complaints have not been answered or resolved fully, the Customer will be referred to the East Bay Energy Partnership Program Implementer.  The Program Implementer shall investigate the claim and make a determination of the final disposition of the complaint within 30 days.  

Appealing Complaints to the PG&E:  Either the East Bay Energy Partnership Program Implementer or the Customer may then refer a complaint to PG&E through the PG&E Business Customer Center at 1-800-468-4743.  If the East Bay Energy Partnership Program Implementer cannot adequately resolve the conflict s/he shall notify the PG&E program manager within 32 business days of receiving the written complaint from the customer.  If the Customer wishes to appeal a decision by the Program Implementer, s/he will then notify the Program Implementer to submit a written appeal to the PG&E program manager.  The PG&E program manager will recommend a solution to the issue as quickly as possible, and will refer the claim to the Program Implementer for final resolution.  The Program Implementer, in communicating this resolution, will inform the Customer in writing of the option to appeal the decision to the CPUC’s Energy Division.

Appealing Complaints to the CPUC’s Energy Division:  If the Customer is not satisfied with the complaint resolution, s/he may submit a written appeal to the assigned CPUC Energy Division representative.  The CPUC shall make a determination of the final disposition of the complaint as quickly as possible.  This determination will be final.

Remedying Complaints:  If the EEDA Program team members are determined to be at fault, the team member at fault shall remedy the claim at its own cost. The team members shall abide by the Program Manager’s decision. Claims shall be remedied within ten normal business days of final resolution, unless the Program Manager gives approval for another timeframe.  

Tracking Complaints:  The EEDA Program Manager shall maintain a log of all customer complaints it receives and shall retain that log for at least three years after the end of the contract term.  The Program Manager shall record notice of receipt of complaint and the resolution status in the Quarterly Reports.  The Program Manager shall have a copy of the written complaint, along with copies of all written communications including resolutions, for inspection by request.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

IXF.III.D
Geographic Area

The program will serve Alameda and Contra Costa Counties, including all areas that pay the Public Goods Charge in their utility bills.

Although the East Bay is not listed as “transmission-constrained” by the Independent System Operator (ISO), the San Francisco Bay Area overall has a variety of specific transmission bottlenecks and reliability.  To the extent that the East Bay Energy Partnership impacts energy use and demand in such areas, the Bay Area’s transmission system will be less constrained, and have improved reliability.

IXF.IV
Measure and Activity description

The EEDA program will offer customized assistance to architects, engineers, building owners, and developers. Because this assistance is customized to the site, the logical grouping used here is the program participant type and the units that the program delivers are the square footages of the market that is served by the program. Historical data for the EEDA program from 2001 through 2003 indicate the following likely breakdown of participation by market sector and square footage served.

Table IV-1
Historical Average Participation in EEDA by Market Sector

	Market Sector
	% of total square footage served

	Commercial New Construction
	42%

	Commercial Remodel
	28%

	Multi-family New Construction
	28%

	Multi-family Remodel
	2%

	Grand Total
	100%


A description of specific activities in these sectors, and estimated energy savings that are expected based on prior program performance are listed in the following sections. 

IXf.IV.A
energy Savings Assumptions
Although EEDA is proposed as an information-only program, we present here an estimate of energy savings that are likely to result from the program. These savings will now be reported through the Savings By Design, Energy Star Homes, Standard Performance Contract, Express Efficiency or other programs as appropriate. The program is unique in that it has twice previously been funded as a program with demonstrable energy savings. The program clearly achieves tangible savings as has been shown through a completed EM&V study of the 2001 program that showed that the program exceeded energy savings goals by nearly 50%.

The savings estimates shown below are based on tracking of projects served by EEDA from 2001 through 2003. The analysis begins with gross savings estimates from the Program tracking database and applies a standard net-to-gross ratio of 0.8 per CPUC guidelines. 

The following table presents gross program savings estimates for the EEDA program in 2001 and the 2002-2003 program years. 

Table IV-2
 Estimated Energy Savings from the EEDA Program in 2001 to 2003

	Program Year
	sf
	kW
	kWh
	Therms

	EEDA - 2001
	4,420,055
	380
	4,413,960
	92,975

	EEDA - 2002 to 2003
	3,543,448
	863
	4,735,671
	55,643


The figures above represent the aggregate results of a detailed tracking database for the program. The database contains energy savings estimates for each recommended measure for all program participants. The savings estimates include completion factors based on interviews with participants to reflect the likelihood of measures being adopted in the final design (in the case of new construction) or implemented (in the case of retrofit measures).

To develop savings estimates for the 2004-2005 program years we have first estimated the total square footage that the program is likely to serve, then estimated the distribution of that square footage by market sector based on the historical average. Using estimated program savings from 2001 through 2003 we have projected the same energy savings on a square footage basis that have been found in previous years.  These unit savings estimates were developed and applied separately for each of the four principal sectors served by the program. The results of this analysis are presented in the following table.

Table IV-3
Estimate of EEDA Annual Energy Savings for 2004 to 2005

	Market Sector
	Area (square ft)
	kW
	kWh
	Therms

	Commercial New Construction
	2,100,000
	1,220
	2,705,000
	40,000

	Commercial Remodel
	1,400,000
	350
	1,043,000
	26,000

	Multi-family New Construction
	1,400,000
	20
	791,000
	5,000

	Multi-family Remodel
	100,000
	10
	49,000
	5,000

	Grand Total
	5,000,000
	1,600
	4,588,000
	76,000


Using standard assumptions for a measure life of 15 years results in the following lifetime energy savings expected for the program.

Table IV-4
Estimate of EEDA Lifetime Energy Savings for 2004 to 2005

	Market Sector
	Sf
	kW
	kWh
	Therms

	Commercial New Construction
	2,100,000
	1,220
	40,575,000
	600,000

	Commercial Remodel
	1,400,000
	350
	15,645,000
	390,000

	Multi-family New Construction
	1,400,000
	20
	11,865,000
	75,000

	Multi-family Remodel
	100,000
	10
	735,000
	75,000

	Grand Total
	5,000,000
	1,600
	68,820,000
	1,140,000


As can be seen above, the Program is estimated to deliver gross savings of approximately 69,000 MWh and 1.1 million therms over the measure lives of the deployed EEMs. The Gross demand reduction is estimated to be 1,600 kW.

As with previous years of the EEDA Program, our staff will track kWh, kW and therm potential savings identified on a measure-by-measure basis. As with previous program years, our tracking will also include the likelihood of each measure being implemented with or without statewide program incentives.

IXF.IV.B
Deviations in Standard Cost-Effectiveness Values
Not applicable.

IXF.IV.C 
Rebate Amounts
Not applicable.

IXF.IV.D
Activities Descriptions
Technical Design Assistance

The primary goal of the EEDA Program is to overcome market barriers that hinder the adoption of energy efficient technologies and design practices in buildings. EEDA uses a proven method of teaming with building designers and operators to promote whole building design through technical assistance on both new construction and retrofit projects. We have found that our approach is very effective in making a real and lasting contribution to energy efficient building design.

Technical assistance services will include: 

· Information about energy-efficient technology options;

· Prioritized list of design features and building systems that offer the best value;

· Detailed product and system information for mechanical and electrical designers;

· Economic analysis of expected costs and savings of design alternatives; 

· Referrals to other statewide programs such as Savings by Design, the Standard Performance Contract Program, the Express Efficiency Program and other energy efficient design support resources and expertise.

Technical assistance will target facility level energy efficiency intervention points and include design assistance/recommendations that correspond to the project development stage as shown below: 

· Early Design: building orientation, shading, daylighting, fenestration/glazing;

· Mid Design: building systems - boilers & chillers, HVAC selection and ductwork; 

· Late Design: lighting equipment, controls; 

· Construction: insuring energy efficiency recommendations are maintained during change orders and substitutions; building start up and commissioning;

· Additional opportunities for energy efficiency during subsequent tenant improvements, remodeling/renovation/retrofit.

Technical assistance will be provided to both new construction and retrofit (existing building) projects. While the focus of the program is directed at new construction, past experience has shown a need for similar services, and a great deal of energy savings potential in the existing building sector. In order to prevent any potential overlap EEDA will coordinate with the Commercial Building Tune-up Program.

The program cost for proposed design assistance services will depend on the size of the site and the potential for energy savings there. Based on estimates from previous years’ implementation the costs to serve the major market sectors are as follows:

Table IV-5
Average Technical Assistance Cost to Serve

	New Construction
	 $0.023 per square foot 

	Remodel
	 $0.021 per square foot


Therefore, for a new 100,000 square foot building, a budget of $2,300 (direct labor) would be considered appropriate. In practice, actual budgets will be set on a case-by-case basis so that more energy-intensive buildings receive greater attention than less intensive ones so that an overall Program-wide average is maintained while maintaining quality of service to all participants, particularly in the hard-to-reach multi-family sector. 

Given the above assumptions, if a historical average project size were to be 100,000 square feet, the EEDA Program could serve about 50 such projects over the two-year lifetime of the program.

Package Projects Receiving Technical Assistance for Statewide Programs

EEDA’s unique marketing approach provides very early access to projects that might participate in the statewide energy efficiency programs. Because we reach new construction participants through the City building permitting staff, our program reaches these participants very early in the design process. For existing buildings, our energy efficiency services may even initiate retrofit projects in areas that the participant hadn’t considered prior to EEDA involvement. This early involvement is an excellent opportunity to educate the customer about other potential programs, incentives that may be available to them, and present overall project cost effectiveness including measure incentives. By encouraging the EEDA participant to participate also in the statewide program we promote program synergies while providing the best combination of technical assistance and incentives to encourage measure adoption. 

The EEDA Technical Assistance will include “packaging” projects for applicable statewide programs whenever possible. “Packaging” here refers to a more in-depth service to the customer – not a simple referral to a phone number or website. For EEDA participants that qualify for statewide programs we will perform the following services.

Table IV-6
Packaging Projects for Statewide Programs

	· Inform participant about statewide program 

	· Provide statewide program literature and answer initial questions about participation

	· Provide customized incentive amount & resulting cost effectiveness of measure


Our experience with the EEDA Program from 2001 to present shows that providing customized incentive calculations at the time of the measure recommendations can help convince project sponsors to both adopt the measure and to participate in the statewide program. Once a customer can see the expected cost effectiveness, including estimated measure cost, incentive, and expected cost savings, they can make a decision very quickly. This customized information helps overcome large informational market barriers for the participant. The first barrier is that most do not know how to estimate the potential cost savings from energy efficiency projects; and a second barrier is that many do not know how the statewide incentive programs work. 

To which statewide program EEDA will refer participants will depend on the market sector of the participant and the type of project that is identified. The following table summarizes the most common scenarios.

Table IV-7
EEDA Statewide Program Referrals

	Participant Market Sector
	Appropriate Statewide Program

	Commercial New Construction
	Savings By Design

	Commercial Remodel (Large)
	Standard Performance Contract

	Commercial Remodel (Small to Medium)
	Express Efficiency

	Multi-family New Construction
	ENERGY STAR® Homes Program

	Multi-family Remodel
	Multi-family Program


The units for this activity are the square footages of participants referred to Statewide Programs. The cost per unit is impossible to determine because the service is an integral part of technical transfer.

Technical Design Assistance to Multi-family Sector

The EEDA Program has maintained a consistent goal to serve hard-to-reach sectors since its inception. The principal target of this goal has been the multi-family sector which made up 20% of the square footage served under the 2001 program, and over 30% of the square footage served to date by the 2002-2003 program. The program will continue to make the multi-family sector a priority under the proposed 2004-2005 program and will track the amount of square feet (the “unit”) of multi-family buildings served. This element is particularly important within the City of Oakland where the Mayor’s 10k Housing Initiative continues to bring a large number of new multi-family developments to the downtown area. 

Calls, Mailings, and Meetings with City Planning Staff

The EEDA program promotes awareness of the statewide energy efficiency programs by educating city staff members about these programs. The proposed program will continue this promotion through the following activities:

· Personal calls to project staff about specific projects that are program participants. 

· Literature mailings to make staff aware of various statewide program offerings 

· Meetings at City offices to discuss relevant program offerings

Previous experience with city staff have shown that they are eager to receive information that may help them serve their clients – the owners and developers that they work with on planning, zoning, and permitting projects. 

Non-Quantified Benefits

The program includes other elements that offer savings not quantified:

· For multi-family developments and multi-tenant commercial developments our program will continue to distribute information for owners and developers to pass on to tenants. This information is focused on energy efficient end use equipment such as Energy Star home and office appliances.

· The EEDA program promotes market transformation in the new construction and remodeling markets as owners, developers and designers become aware of efficient technologies and services through our interactions with them.

IXF.V
  Goals

The EEDA Program has five primary goals that it seeks to achieve:

1. To overcome informational and market barriers that hinder the adoption of energy efficient technologies and design practices in new and existing buildings.

2. Increase participation in Savings By Design and other Statewide programs.

3. To promote energy efficiency in the multi-family and affordable housing sectors that are hard-to-reach due to special market barriers such as split incentives.

4. Increase awareness of Savings By Design and Other Statewide programs among City Planning and related staff.

5. Increase awareness of Savings By Design and other statewide programs within the Target Market.

To ensure these broad policy goals are met, we propose the following specific program targets, along with appropriate indicators to measure progress toward these goals. 

IXF.V.A
Technical Design Assistance Goal

To ensure that the technical design assistance goals are met we propose the metric of area served measured in square feet. The proposed goal for the total building area served for the 2004-2005 program is 5,000,000 square feet. The expected distribution by market sector is shown below.

Table V-1
 Summary of Expected Participation

	Market
Sector
	Goal
(square feet)

	New Construction
	3,500,000

	Existing Buildings
	1,500,000

	Total
	5,000,000


Note that while the area served is presented by sector here for CPUC planning purposes, the exact market split will depend on the building construction market during program implementation. Thus we propose that the project team may substitute either additional new construction or existing building participants to meet the overall program goal of 5,000,000 square feet. 

IXF.V.B
Goal to Promote Statewide Energy Efficiency Programs

In order to further promote the Statewide energy efficiency programs and to provide synergies with these programs we propose to “package” projects for participation in these programs. Through this process our design assistance team will estimate incentives for prospective Statewide program participants, inform them of which measures may receive incentives through these programs, and provide applications and literature for applicable programs.

We propose that area served (measured in square feet) is an appropriate measure of achieving this goal. The proposed goal for the total building area served for the 2004-2005 program is 4,000,000 square feet, or 80% of program participation, whichever is lower. The square footage will be tallied for each EEDA participant that has been informed of the potential energy efficiency measures that qualify for a statewide program, that has been provided information about that program, and that has received estimates of incentives that the participant may be eligible for if the participant chooses to participate in the Statewide program.

This goal represents the total square footage of EEDA participants that are informed in such a way about applicable Statewide programs. The customer does not have to participate in the Statewide program for the EEDA program to count it as square footage served towards this goal or towards the first goal above (see 5.1). 

IXF.V.C
Goal to Serve Multi-Family Sector
The EEDA Program will continue it’s commitment to serve the hard-to-reach sector through outreach and energy efficiency design assistance services to the multi-family sector. For the 2004-2005 program years the program goal will be to serve at least 1,000,000 square feet of multi-family buildings. 

IXF.V.D
Goal to Increase Awareness of Statewide Programs Among City Planning and Related Staff
The EEDA Program will increase awareness of Savings By Design and other applicable Statewide Programs through contacts and presentations to City Staff. The proposed metric for measuring these activities is the number of presentations. The goal for the 2004-2005 program years is to make at least five (5) presentations to City staff in the municipalities covered by the overall East Bay Partnership Program. 

IXF.V.E 
Summary of Quantitative Goals

Table V-2 
Summary of EEDA Program Goals

	Program Goal
	Metric
	Level

	Technical Design Assistance 
	Square Feet Served
	5,000,000

	Promote Statewide Programs
	Square Feet Informed
	4,000,000

	Serve Multi-family Sector
	Square Feet Served
	1,000,000

	Increase Awareness Of Statewide Programs to City Staff
	Presentations
	5


IXF.V.F
Marketing Goals

Most of the goals associated with the EEDA Program’s Marketing Activities are milestone-based rather than quantitative. The following timeline represents the schedule by which milestones will be achieved.

Table V-3
Summary of EEDA Marketing Milestones

	Activity
	Target Completion Date
	Approximate Cost

	Marketing and Outreach Plan
	Within eight weeks of contract
	$10,000 

	Marketing Materials Development
	Within 12 weeks of contract
	$40,000 

	Direct Mail Campaign
	Qty=3 at 3, 12 and 18 months
	Embedded in Marketing Materials

	Outreach Contacts
	Qty = 360
	$200 ea


Outreach contacts are described under one Marketing Plan. A contact may be a letter, call, email or meeting with project sponsors or city staff. Embedded in these costs are a variety of activities including soliciting and obtaining major project lists and contacts from city staff, researching project plans before making contact, following up with requested information, etc. 

IXF.V.G
EM&V Goals

The following timeline represents the schedule by which EM&V milestones will be achieved.

Table V-4
 Summary of EEDA EM&V Milestones

	Activity
	Target Completion Date

	Select EM&V Contractor
	2 months after contract signed

	Develop EM&V Plan
	TBD by Third Party EM&V firm

	Conduct Market Assessments and or Baseline analysis
	TBD by Third Party EM&V firm

	Conduct Phone/Mail/Email Surveys
	TBD by Third Party EM&V firm

	Analyze Survey Data
	TBD by Third Party EM&V firm

	Provide Feedback to Implementer (s)
	TBD by Third Party EM&V firm

	Prepare and Submit Draft EM&V Report
	2/28/2006

	Prepare and Submit Final EM&V Report
	3/30/2006


IXF.Vi
 Program Evaluation, Measurement and verification

IXF.VI.A
Description of General Approach to Evaluating Program Success

Energy efficiency represents a substantial opportunity for California and its ratepayers to limit the financial and environmental costs associated with energy use. An evaluation, measurement and verification (EM&V) plan is an important aspect of any Energy Efficiency program, especially those funded by public monies. A standardized EM&V protocol provides program participants and policy makers with information about the tremendous energy savings associated with specific EEMs and programs, demonstrating program success and facilitating program replication.

Our team understands that documentation of these savings through the EM&V process is critical for the success of the State’s energy efficiency programs. We have included below a conceptual EM&V Plan to assure that proper data is collected during program set-up and implementation so that savings determinations can be made even after program implementation is completed. 

One of the first deliverables under a contract awarded for this Program is to contract with an EM&V firm to develop a more detailed EM&V Plan in tandem with the overall Program’s Implementation Plan. The EM&V plan will be developed to choose a valid subset of metrics by which we may judge the impact of the program relative to the goals set forth in this proposal. In support of the Commission’s future analyses of ratepayer-funded programs, we plan to provide an appropriate EM&V approach that can be completed on time and within budget. 

Quarterly reports, including the annual and final reports, will track the amount of building square footage served by the program on a project-by-project basis. This project data will allow evaluators to assess how well the program meets it’s participation goals set forth in Section 5. These quarterly reports will be formatted as directed by the Reporting Requirements Manual 2 (RRM2) as revised by the Commission and will be made available to all interested parties. In addition to detailing information about the size of projects and markets served, the reports will also relay information on program expenditures, funded measures and a description of progress compared to program goals. 

Although EEDA is an information-only program, our team will also track energy savings and peak demand reductions associated with program expenditures. We will continue to do this on a measure-by-measure basis for program participants using the same tracking database used in the 2001 to 2003 programs.  This will allow the Program to keep tally of measures recommended, measures adopted, and estimated energy savings associated with those measures.

IXF.VI.B
Description of Approach to Measuring and Verifying Energy and Peak Demand Savings

Because EEDA is proposed as an information-only program, there is no approach for measuring and verifying energy and demand savings. To do so may lead to double counting of energy savings between EEDA and any Statewide Program in which EEDA participants might also participate. In order to avoid this potential for double counting, and promote synergies between EEDA and the Statewide programs, we have adapted the program into an information-only one.

However, we do propose to continue to collect detailed information from participants about which measures they plan to adopt. Pairing this information with energy savings estimates that are part of the design assistance offered to each participant allows us to track an estimate of energy savings that the program has achieved. See Section 6.4 for more detailed information about how energy savings will be estimated and tracked under the program. 

IXF.VI.C
Evaluation Approach

The EM&V Plan that is provided as one of the first deliverables in this program will present a complete list of questions to be answered through the program evaluation, and a proposed method for evaluating the success in relation to those goals. We have drafted the following questions that we will try to answer through the evaluation process:

1. Did the program’s technical assistance overcome the information barrier and result in investment decision by participants for energy efficiency?

2. Did the program succeed in its objective to raise awareness among targeted City Planning department staff about Statewide energy efficiency programs and benefits, in particular the Savings By Design Program?

3. Did the program succeed in its objective to raise awareness among targeted new construction project teams with projects “in the pipeline” about energy efficiency programs and benefits, and about the Savings By Design Program in particular?

4. Did EEDA’s program model (which includes City permit staff partnerships, targeted and direct marketing of project teams applying for zoning permits, early intervention in the design process, and low barrier of entry program participation) result in increased participation in Savings By Design Program and other statewide programs among the target market?  

5. Did EEDA meet its goals for providing significant service to Hard-to-Reach building sectors and markets?

We expect that the questions outlined above will be answered by the EM&V contractor through surveys of program participant and non-participant groups and through an assessment of the tracking database for the program. We will meet with the EM&V contractor as soon as they have been contracted to finalize this approach. In each case, the approach for the third party EM&V team will be to:

· Develop a base case, i.e., an assessment of what would have happened without the program;

· Identify information and data that can serve as indicators of program impact, and that can reasonably be collected as part of the program or EM&V process;

· Collect survey data;

· Perform an analysis comparing program outcomes to the base case to determine if the program has had an effect.

An early task will be to determine if we need to implement a brief survey of participants as they are enrolled in the program to determine baseline awareness of energy efficiency measures and Statewide energy efficiency programs. If this method is adopted the first EM&V task will be to draft this survey instrument so that it can be put into place early in the program implementation.

EM&V Activities

Program evaluation will occur as a part of the final report. The following activities are proposed to meet the EM&V goals of the EEDA program. 

· Select EM&V Contractor;

· Develop EM&V Plan;

· Conduct Market Assessments and or Baseline analysis;

· Conduct Phone/Mail/Email Surveys;

· Analyze Survey Data;

· Provide Feedback to Implementer (s);

· Prepare and Submit Draft EM&V Report;

· Prepare and Submit Final EM&V Report.

Program Participation and Baseline Information

Our team will track participation by project and identified energy savings by project and end use. The central core of the Program’s EM&V, tracking and reporting function is the Program database (Database). All key information will be entered in a Participant Database. 

The appropriate baseline for energy savings will be determined on a measure-by- measure basis depending on the market segment, end use, and code requirements. For commercial and residential new construction, Title 24 will be the baseline case for calculating savings. For industrial new construction, the baseline will be taken to be standard practice or the design state before the EEDA team provides assistance to the project. For remodel/retrofit projects the existing equipment will be used as the baseline, except in the case of equipment that has reached the end of its life. For retired equipment, industry standard efficiency equipment will be used for the baseline.

Estimated Peak Demand and Energy Savings

Although measure savings are not technically required for an information-only program, we will continue to track expected energy savings as a means of evaluating the magnitude of energy savings that the program has helped to achieve. Measure savings estimates will be determined using savings calculations methods that are standard and accepted in the field of energy engineering. For new construction estimates our team relies heavily on the eQUEST implementation of DOE-2. This tool allows very quick generation of building models for cost effectively determining energy and cost savings. It is particularly useful for buildings in the schematic stage of new construction when few details are known about equipment and envelope choices.

Title 24 baselines will be determined using EnergyPro software. EnergyPro is currently the only calculation engine certified for Title 24 compliance in California. 

For smaller projects and industrial applications where DOE-2 is not appropriate, spreadsheet methods will be used. For HVAC measures, calculations will rely on ASHRAE approved methods such as the Modified Bin Method (T.C. 4.7). For lighting analysis, spreadsheets will also be used. Lighting wattages will come from the 2001 SPC table of fixture wattages, except for new fixture types not available there. 

In all cases, energy savings calculations will rely on industry standard methods, and reasonable assumptions consistent with standard engineering practice.

IXF.VII
Qualifications

IXF.VII.A
Primary Implementer
With Successful Delivery Of PGC-Funded Programs

Energy Solutions has an exceptionally strong track record implementing Public Goods Charge funded Local programs.  We currently are managing three major PGC-funded energy efficiency programs, as well as having implemented six third party energy efficiency program contracts in 2001.  Energy Solutions’ programs have consistently exceeded program cost-effectiveness goals by delivering additional energy savings without exceeding original budgets.  Additionally, our programs have helped the Commission achieve Equity goals by consistently reaching targeted communities, as indicated by meeting all performance measures for Hard-to-Reach customers. The table below illustrates this demonstrates our track record for delivering energy efficiency savings.  

	2001-03 Energy Solutions Programs
	 Percent of Goal Accomplished

	Office Equipment Efficiency Phase 1
	110 percent

	Office Equipment Efficiency Phase 2
	170 percent

	Fast Track Lighting Phase 1
	113 percent

	Fast Track Lighting Phase 2
	154 percent

	Energy Efficiency Design Assistance
	150 percent

	Brighter Businesses Lighting
	110 percent

	LightWash
	On track to exceed goals

	Brighter Businesses (Stockton) 
	On track to exceed goals

	Energy Efficient Design Assistance (Oakland E.P.)
	On track to exceed goals


Independent Program Administration
Energy Solutions staff members have administered contracts ranging from $5,000 to $2,500,000 with overall responsibility for energy-efficiency program budgets as large as $15 million. Energy Solutions has extensive experience managing teams of subcontractors as well as providing comprehensive status reporting to IOU and state agency clients.  Energy Solutions’ experience in these areas is most recently evidenced by the development and administration of the above Public Goods Charge-funded Local programs from 2001 through 2003.  These programs have all been completed on schedule and under budget, or are on track to do so.  Some of these programs are described briefly below. 
LightWash Program  

Energy Solutions developed the LightWash program and was awarded over $2.5 million by the California Public Utilities Commission to implement it in 2002 and 2003.  LightWash promotes and provides prescriptive rebates for the installation of high efficiency commercial clothes washer technology in Laundromats and multi-family and institutional common area laundry facilities.  This innovative program leverages California public goods funding to link and consolidate numerous independent local water utility commercial washer rebate programs (both new and pre-existing) with matching energy rebates.  In effect, LightWash provides turnkey program administration and marketing services on the behalf of its water agency partners, and provides a seamless front end for customers who receive combined energy and water rebates.  Within the first few months of operation, Energy Solutions had recruited and established partnerships with dozens of water agencies representing most of Southern California and much of urbanized Northern California.  The LightWash program retains local control for its participating water utilities over rebate amounts, funding commitments, and final customer payment authorization, while leveraging the magnitude of the aggregated service areas to best advantage for aggressive statewide marketing and outreach tactics and for interacting with manufacturers and trade allies.
The Brighter Business Program
Energy Solutions is currently implementing The Brighter Businesses Program as a turnkey small business direct install program within the Stockton Comprehensive Energy program. In 2001, Brighter Business served as a stand alone program element in the East San Francisco Bay Area, providing lighting efficiency improvement services to under-served small businesses and non-profits. The Program provides participants with turnkey lighting retrofit services and referrals to other programs for non-lighting measures. Program delivery is provided by an unbiased professional, resulting in maximized energy savings per site through comprehensive lighting retrofits using the latest technologies.  The Program has allowed small businesses to overcome the historical barriers to energy-efficiency by providing design assistance, pre-qualified installation and quality control services. Preset unit prices for equipment avoided the cost of bidding individual jobs. The East Bay Program achieved its primary strategic objectives by providing high quality, comprehensive lighting retrofits to numerous very small customers, usually tenants in low income areas, who would not otherwise have participated in PGC-funded lighting retrofit programs.  Indicators of the program success in targeting very small customers are that average lighting savings were over 50% with median peak kW savings under 1 kW.
Office Equipment Efficiency Program 
Office equipment uses significant amounts of daytime, on-peak electricity, yet available energy efficiency measures to reduce this end use have historically been underutilized. Recognizing this untapped resource, in 2001 Energy Solutions developed the Office Equipment Efficiency program. To help commercial and institutional customers reduce energy use of office plug load, the program disbursed and tracked incentive payments for enabling ENERGY STAR® monitor power management, provided free technical assistance, and created instructional web pages and marketing materials as part of its Outreach and Marketing Plans. By partnering with a manufacturer of energy-saving hardware, the program was able to provide these occupancy sensor controls for lighting and plug loads to participants at below wholesale costs.

Program Management Experience 

Energy Solutions brings extensive experience developing, marketing, and administering energy efficiency programs.   Our program experience includes conducting market research, innovating initial program designs, assessing technologies for inclusion in programs, creating marketing strategies and materials, managing implementation activities, and conducting quality assurance work. Our experience managing programs providing comprehensive energy efficiency improvement services, often on a turnkey basis, is illustrated in the following examples:  

Express Efficiency and Standard Performance Contract Programs

From 1997 through 2000, Energy Solutions managed much of the PG&E Express Efficiency commercial retrofit rebate program design and implementation activity, for both upstream and downstream components.  From 1998 to 2000, Energy Solutions’ turnkey marketing program for PG&E’s Express Efficiency program resulted in the program exceeding target goals; the 2000 program received over 22,000 applications, a dramatic increase over the previous year. Energy Solutions also designed and produced applications for the statewide Express Efficiency rebate program for small- and medium-sized business customers served by California’s four investor-owned utility companies. The utility companies chose to base the new (as of 2000) statewide program on the PG&E Express Efficiency program, which Energy Solutions supported for several years.

Local Government Energy Efficiency Program   

Pacific Gas and Electric Company hired a team lead by Energy Solutions to collaborate with cities and counties to establish local government energy efficiency policies and programs that promote new residential construction exceeding Title 24 requirements.  Energy Solutions managed the outreach and recruitment of participating local governments and provided technical support.  Energy Solutions also coordinated the subcontractor team, including the Sacramento-based Local Government Commission.  The program successfully provided a variety of innovative, customized policy and programmatic solutions that can be easily replicated by other local governments. 

2000 Upstream Residential Air Conditioning Program

Energy Solutions supported the design and then fully implemented this program on behalf of PG&E. The program required developing relationships with potential trade ally participants, the creation of a tracking database, payment of incentives, and coordination of post-field inspections. Energy Solutions handled the day-to-day operation of the program, often interfacing with residential AC distributors to answer program questions and facilitate participation in the program.  

IXF.VII.B
Subcontractors

kW ENGINEERING

Experience with Providing Energy Engineering Services
kW Engineering is an independent provider of energy engineering services specializing in assessments of commercial, institutional, and industrial facilities. Our staff have expertise with all major energy-using systems, know proven methods for reducing utility costs, and have developed accurate techniques for estimating energy and cost savings. kW Engineering  can use these skills to help you identify and implement well-engineered projects that will save energy and improve profitability. 

To our knowledge, no other energy efficiency consulting firm of our size has as many experienced professional engineers on staff. With five licensed mechanical engineers and four Mechanical Engineering Master’s degrees, the technical depth of our staff exceeds that of many of our larger competitors. More important than the number of experienced engineers is the ratio of experienced staff to the total. At kW, experienced, professional energy engineers work on every project.  See below for our areas of expertise.

Facility Scoping Studies

Typically a scoping study is the best first step for assessing energy use at a site. kW Engineering  can tailor the depth of the study to meet your deadlines and budgetary requirements. Scoping study options range from a brief investigation focusing on systems of particular interest to a complete survey of all major end-uses at a facility. We will prepare concise descriptions and approximate costs and savings for all potentially feasible energy conservation measures.

Investment-Grade Energy Audits

kW Engineering  provides full-scale investment-grade energy audits for commercial, institutional, and industrial facilities. An investment-grade audit conducted by kW Engineering will include an in-depth investigation of the facility, analysis of opportunities, and assessment of potential projects. Our staff will spend the time on site to thoroughly understand the systems at hand, so that your investment in energy efficiency is based on solid information and accurate estimates of project costs and savings.

Design Assistance/Review

Implementing energy efficiency design features in new construction usually produces the greatest return on investment – or in other words the biggest bang for the buck. Energy use can often be significantly reduced for very little or no impact on the construction budget. kW Engineering assists owners, developers, designers, and architects by recommending site-specific design changes that have attractive rates of return and result in the lowest overall cost of ownership. We can also provide project cost estimates and life-cycle cost analyses so that options are compared on an equal footing. Recommended measures often improve the comfort, performance, and value of the buildings. Savings estimates are typically based on simulation modeling using DOE-2.2 through the eQUEST interface. The proper baseline, be it an energy code or industry best practice, can be incorporated into the baseline models. kW Engineering can also prepare LEED analysis and other documentation that can help promote your green building.

Project Troubleshooting / Commissioning

kW Engineering  can help you maximize the savings achieved from your energy efficiency installations. Particularly for controls upgrades, regular exercising of the system by a knowledgeable engineer is critical to the maintenance of savings. kW Engineering  has the required understanding of the mechanical systems to ensure that every kWh or therm of available savings is achieved. Prior to project installation, these same skills can be used to perform a tune-up focusing on energy savings that can be achieved with little or no capital investment. Past tune-ups have saved building owners up to 20% of annual electricity consumption. These savings can be used to develop good will with the facility owner or to help finance the capital investments.

TMT ASSOCIATES

Lighting Energy Consulting

TMT Associates have extensive experience in the analysis of lighting systems in both existing and proposed buildings. Services include lighting surveys and audits, lighting demand and energy analysis, energy efficiency recommendations, daylighting design and analysis, and lighting control commissioning plans and specifications. In new construction projects, TMT Associates emphasizes energy conservation and specify high efficiency lighting components.
IXF.VII.C
Resumes

Energy Solutions

Sam Cohen, President
Mr. Cohen founded Energy Solutions in 1995. He specializes in providing program design, marketing, and implementation assistance for energy-efficiency programs serving business sector customers. Currently, Mr. Cohen is supervising lighting retrofit programs that target the small commercial sector. For many years, he helped manage PG&E’s Express Efficiency (nonresidential retrofit) program. Between 1998 to 2000, Energy Solutions’ turnkey marketing program for PG&E’s Express Efficiency program resulted in the program exceeding target goals; the 2000 program received over 22,000 applications, a substantial increase from previous years. PG&E’s Express Efficiency program was adopted statewide in 1999 and Energy Solutions helped all four investor owned utilities launch their own versions of this program. Mr. Cohen carried out focus groups for developing Standard Performance Contract (SPC) programs for small commercial customers, and developed deemed savings values for a set of measures in the Residential SPC program. Projects for other clients include strategies for capitalizing on electric deregulation, energy efficiency marketing strategies, process evaluations, and greenhouse gas reduction planning. Mr. Cohen is also co-author of a successful $1.3 million Department of Energy Rebuild America grant to transform local energy efficiency markets.
Prior to starting Energy Solutions, Mr. Cohen was an Associate at Barakat & Chamberlain, where he specialized in Demand Side Management (DSM) program design and implementation. Mr. Cohen also managed the company’s technology database and was the firm’s specialist in lighting, motors, and adjustable speed drives. Before that, Mr. Cohen was a Senior Research Associate at Lawrence Berkeley National Laboratory, where he worked on evaluating energy savings and economics of retrofitting single-family homes, incorporating environmental externalities into utility planning, and DSM bidding. Mr. Cohen received his Masters Degree from the Energy and Resources Group at U.C. Berkeley, and his Bachelors Degree in Mechanical Engineering, also from U.C. Berkeley. Mr. Cohen received the 2002 Program Design Innovator Award from the Association of Energy Engineers Bay Area Chapter.

Christine Vance, Senior Project Manager
Ms. Vance manages Energy Solutions’ local government energy services and energy project management consulting practice. Since 2001, Ms. Vance has managed the City of Oakland’s Energy Efficiency Design Assistance Program.  She also developed a comprehensive energy efficiency project implementation plan for PG&E’s Building and Land Services department and has provided ongoing assistance with energy efficiency upgrades. Ms. Vance managed PG&E’s CustomNet facility benchmarking program during 2000-2001. Current work includes PG&E’s Resource Conservation Services program, and providing energy efficiency program development services to Roseville Electric. Prior to joining Energy Solutions, Ms. Vance worked at the City of San Francisco Bureau of Energy Conservation for 13 years developing and managing a variety of municipal and community based energy programs. Ms. Vance developed and managed the Large Scale Retrofit Program that implemented $15 million dollars of comprehensive energy retrofits in over 100 municipal facilities, and the boiler efficiency improvement program to provide boiler retrofit, maintenance training and preventive maintenance services to city facilities. She also managed several distributed generation projects, developed a $2 million dollar energy retrofit project covering four Community College campuses, and worked with community groups, City Departments and PG&E to develop and promote neighborhood energy/economic development programs. Prior to working at the City of San Francisco, she worked for the National Energy Management Institute preparing preliminary audit reports and providing energy project management services. Before that, Ms. Vance designed HVAC systems for commercial and residential buildings at Sturm & Ballard Consulting Engineers. Ms. Vance is a Certified Energy Manager (C.E.M.) and completed her Bachelor of Science in Mechanical Engineering at the University of Colorado, Boulder.

Terry O'Sullivan, Senior Project Manager
Mr. O'Sullivan develops and implements commercial energy efficiency programs aimed at the new construction and retrofit markets. Current work includes development and management of the RE-New Construction program, providing renewable energy design assistance for new construction projects in the cities of Oakland and Berkeley. Recent projects include management of the Office Equipment Efficiency Program. This "third party initiative" operated throughout the Pacific Gas and Electric Company service territory and exceeded its contractual goals by 92%. Mr. O'Sullivan also has expertise providing services to the municipal sector, including recent work on a report for PG&E on innovative energy efficiency programs undertaken by California local governments. Prior to Energy Solutions, Mr. O'Sullivan worked for fifteen years designing and managing energy programs for the City of San Francisco's Bureau of Energy Conservation. While with City of San Francisco, he received the Board of Supervisors Certificate of Honor for managing the development of the nation's first commercial building energy retrofit legislation. Mr. O'Sullivan also developed and managed the City's new construction energy efficiency program for municipal facilities. Other projects included developing energy efficiency recommendations for the 300-acre mixed-use Mission Bay development, and working to provide integrated utility services for the water, sewer, and convention facilities departments. In his final project with the City he chaired an infrastructure-working group for the 500-acre Hunters Point Shipyard redevelopment project. Mr. O'Sullivan received his Masters Degree in City and Regional Planning from the U.C. Berkeley, and his Bachelor of Science in Land Resources Planning from Stanford University.

kW Engineering

Jim Kelsey, Principal
Mr. Kelsey is a principal of kW Engineering, a firm specializing in energy efficiency in commercial and institutional buildings, and industrial processes. Mr. Kelsey has a Master’s degree in mechanical engineering and is a registered professional mechanical engineer. He has over 13 years of experience in the energy-efficiency field and has conducted analyses for hundreds of projects. His work history includes field surveys of energy use, identification and evaluation of energy-saving projects, and preparation of cost analyses. He has extensive experience conducting computer simulations of commercial buildings using DOE-2 and other models. He has also developed commercial software for use in the electric utility industry including internet-based applications and several models to assess energy use in large refrigeration plants and grocery stores. Mr. Kelsey is a registered professional mechanical engineer who graduated Magna Cum Laude from Rice University with a Bachelors of Arts in Applied Physics. He also received concurrently a Masters of Science in Mechanical Engineering and a degree in Energy Analysis and Policy from the Institute for Environmental Studies, both from University of Wisconsin, Madison.  

Eben Twombly, Principal

Eben Twombly is a principal of kW Engineering. Mr. Twombly is a professional engineer with over 14 years of energy efficiency experience including measurement & verification, on-site audits, simulation modeling and field data collection. His project management experience includes the design, operation and evaluation of utility energy efficiency programs and load research projects across the United States. Other primary areas of expertise include estimation of energy usage and savings associated with high efficiency retrofits in the commercial, industrial and residential sectors. He has extensive experience working with the DOE-2 computer simulation model to estimate energy savings in commercial and industrial facilities. Mr. Twombly received his Bachelor of Science degree in Environmental Resources Engineering from Humboldt State University, Arcata. 

Kevin Warren, Principal

Kevin Warren is a principal of kW Engineering, specializing in energy efficiency in buildings and industrial processes. He has performed energy-engineering analysis for hundreds of buildings and process facilities. This work has included field surveys of energy use, development of metering plans, installation of metering equipment, identification and evaluation of potential energy-saving projects, and preparation of complete cost analyses. Mr. Warren graduated Cum Laude from University of Delaware with a B.M.E. (Mechanical Engineering), and also received a Masters of Science in Mechanical Engineering from the University Of Wisconsin-Madison Solar Energy Laboratory.  

TMT Associates

Thomas M. Tolen, Principal
Mr. Tolen, LC is the principal of TMT Associates and has more than 17 years experience in lighting consultation and energy analysis. Mr. Tolen formed the consulting firm TMT Associates in 1999. TMT Associates specializes in energy-efficient architectural lighting design, lighting energy efficiency consulting, and lighting education.  Mr. Tolen has authored or coauthored numerous lighting publications, including the Advanced Lighting Guidelines, Lighting Fundamentals Handbook, and the lighting portions of the California Guidelines for High Performance Schools. He has received both Sectional and Regional International Illumination Design Awards for excellence in lighting design. Mr. Tolen is the Past President of the Golden Gate Section of the Illuminating Engineering Society of North America (IESNA). He also served as both Education Chair and Program Chair of that organization. He is Lighting Certified (LC) by the National Council on Qualifications for the Lighting Professions (NCQLP) and is a member of NCQLP’s Test Committee. Mr. Tolen is an associate member of the International Association of Lighting Designers. A University of California, Irvine graduate in psychology, Mr. Tolen began his lighting career in 1984 while in graduate school.

IXF.VIII
Budget

The proposed Program requires a total program budget of $542,502 over two-years (including third party MV&E budgets, but exclusive of profit.)  Because all Program activities occur inside the PG&E service territory, all funds should be allocated to the PG&E service territory account.  Approximately 80 percent of the budget, should come from the electric PGC funds.  The remaining 20% should come from the natural gas PGC funding pool.  The allocation ratio between gas and electric PGC funds is based on the ratio of EEDA’s historic “source” energy savings for electricity and natural gas.

The table below provides a breakdown of costs presented in terms of the major budget categories described in the work plan section of the Program Implementation Workbook.  Additional detail is available in the Program Implementation Workbook, submitted at the same time as this narrative.  The cost summary is as follows.

Table VIII-1
 Energy Efficient Design Assistance Budget Summary

[image: image32.wmf]Total Program Budget

$8,840,545

(%) 

Total Direct Implementation

$4,897,232

55.40%

Total Administrative

$2,891,070

32.70%

Financial Incentives

$3,414,730

38.63%

Managerial & Clerical

$699,013

7.91%

Activity

$524,831

5.94%

HR Support & Development

$654,899

7.41%

Installation

$747,300

8.45%

Travel & Conference Fees

$27,461

0.31%

Hardware & Materials

$14,720

0.17%

Overhead

$1,509,697

17.08%

Rebate Processing & Inspection

$195,651

2.21%

Total EM&V Costs

$489,266

5.53%

Total Marketing

$562,977

6.37%

EM&V Activity

$397,555

1.04%

Financing Costs

EM&V Overhead

$91,711

4.50%

Potential Performance Award

$618,838

7.00%


Selected line item explanations are as follows:

· All allocations between direct labor and administrative or overhead categories is based on best estimates drawn from recent history for the EEDA team.

· Administrative includes all implementation planning, contract management, quarterly and annual reporting to the funding agency as well as overhead costs and other splits as directed by the Commission’s Policy Manual

· Marketing and Outreach includes all costs for outreach contacts, networking, and the marketing plan.  The plan is expected to cost approximately $3,400, direct labor.  The marketing materials budget includes design and production of brochures, posters and other materials, along with postage, mailing lists and mailing services for the direct mail campaign.

· Technical Assistance for New Construction and Renovation includes mechanical, building envelope, energy efficiency appliance, and lighting analyses as described below.  

· Prioritized list of design features and building systems that offer the best value

· Detailed product and system information for mechanical designers

· Economic analysis of expected costs and savings of design alternatives  

· System sizing

· Prediction of system performance

· Estimation of operating costs

· Commissioning and monitoring plans

Lighting Analyses:

· Prioritized list of lighting design features and systems that offer the best value

· Detailed product and system information for electrical designers 

· Economic analysis of expected costs and savings of design alternatives  

· System sizing

· Prediction of system performance

· Estimation of operating costs

· Commissioning and monitoring plans as necessary (e.g., daylighting controls)

Report Production, Review and Delivery:

· Producing reports 

· Review of reports for quality control

· Delivery of reports to customer and other design team members as needed

· Technical Team Management includes project set up including initial meeting with customer as necessary, project set up including the scope and schedule of the mechanical and lighting technical assistance, ongoing project management tasks and oversight and client contacts, and project follow up after receiving services to encourage adoption of recommendations.  

· EM&V included all third party costs to develop and implement an EM&V plan, report back to the project and the IOU.  

IXG.  Bay Area Best Builders Program

IXG.I
 Program Overview

IXG.I.A 
Program Concept

The Bay Area Best Builders (BABB) program proposes continuation of a project funded in 2001 through a PG&E Codes and Standards contract.  The funding enabled the establishment of a pilot “green buildings” design assistance program in a limited geographic area and improvements to local ordinance-based commercial energy efficiency programs. This proposal seeks to extend the service area to more East Bay communities and expand the program’s technical assistance offerings.  The BABB seeks to improve the penetration and efficacy of energy efficiency to new construction, major remodeling or gut rehabilitation projects by applying the U.S. Green Building Council’s “Leadership in Energy and Environmental Design” (LEED) rating system and other similar design tools at the earliest possible stage of building design. The best design practices for improving energy efficiency will be introduced to design teams and developers using the LEED scorecard system for commercial buildings, the Alameda County Waste Management Authority (ACWMA) “Affordable Housing Guidelines” for multi-family housing, or the Collaborative for High Performances Schools (CHPS) “Best Practices Design Guide” for K-12 schools. The BABB will provide introductory energy efficient design assistance, at no cost, to non-residential construction projects in the East Bay. The purpose is to motivate developers and their design teams to integrate advanced energy efficiency planning into early financial commitment and architectural design decisions. The BABB will coordinate with the PG&E Savings By Design and Multifamily Energy Efficiency Rebate programs to deliver professional design assistance, financial incentives, and technical support.

IXG.I.B
 Program Rationale

According to a 2000 study on commercial new construction by the Heschong-Mahone Group
, “Long term comfort and productivity are more important to (building) owners than energy costs.”  Consequently, developers frequently have no financial incentive to incorporate energy efficiency improvements beyond the requisite Title 24 minimum standards, and make most decisions on a “first-cost” basis. However, some developers are showing increasing interest in “green building” design, since it addresses a wider range of environmental, health, and productivity issues being requested by occupants and published in industry research literature.  Green buildings are increasingly seen as having major sales and leasing advantages in the competitive marketplace. Multi-family housing and schools are similarly showing a shift toward better design and construction practices, and more sophistication in the selection of construction materials to protect the health of long-term occupants. “Going Green” represents a holistic approach to building design that considers construction material waste reduction, durability, energy and water efficiency, improved indoor air quality, minimization of volatile organic compounds (VOC’s) and other airborne contaminants, daylighting, lighting quality and comfort, that translate into occupant productivity, and lower environmental impact. These qualities often result in buildings with greater occupant satisfaction and higher market value. Given this perspective, the BABB program uses the perceived value associated with building design certification programs as a means of interjecting advanced energy efficiency as a strategic concept in the design of commercial, multifamily, and institutional buildings. 

LEED, ACWMA, and CHPS all compare new designs against previously researched benchmarks to calculate the environmental performance of a new building design. LEED and CHPS are readily available analytical and guidance tools.  The ACWMA Affordable Housing Guidelines are due to be released in January 2004.  All three rating systems give credits to project designs that incorporate a variety of green building measures.  LEED also accommodates broader concepts such as alternative transportation, permeable paving, water-efficient fixtures and appliances, and recycled-content and low-VOC emission materials.  All three tools highlight the importance of energy efficiency, providing many performance-based credits for surpassing Title 24 energy efficiency minimum requirements and incorporating renewable energy systems.

As applicable to energy efficiency, the BABB program was conceived as providing front-end marketing and support assistance to the existing statewide energy efficiency incentive programs for commercial new construction and major remodeling.  The purpose of BABB is to increase building owner, developer, and design team participation in such programs, ultimately increasing the efficiency of the buildings they erect.  This will be accomplished by 1) increasing the perceived value of energy efficiency through its association with “green” construction practices, and 2) providing professional design assistance to projects at the very earliest stages of architectural design, thereby expanding opportunities to incorporate energy efficiency into the architectural and financial planning of the building.

It is very important to begin the interventions at the earliest possible stage of the architectural design process.  In many cases, and preferentially, BABB and PG&E will be able to begin working with design teams when the buildings are still in conceptual design.  However, energy efficient design can be influenced, to varying degrees, at virtually any stage of design, right up to specification of building materials and equipment. 

This proposal addresses the key market barriers identified in the 2000 Heschong-Mahone Group Nonresidential New Construction Market Assessment & Evaluation Report.

	Market Barrier
	How BABB addresses:

	Hassle Costs
	Through extensive experience working on energy efficient projects, BABB program implementers have compiled an extensive database of technologies and products to recommend to design teams, reducing the hassle and costs of research for design teams. This information is delivered to design teams in charrette sessions, the report, and in subsequent follow-up activities.

	Schedule
	By setting performance goals very early in the design process, the BABB program helps the design team to streamline the design and review processes to achieve high energy efficiency standards. Faster and lower-cost delivery of plans is valuable to building owners / developers. Time-intensive reworking of designs is averted.

	Budget Constraints
	The BABB subcontractor has extensive experience working on energy efficiency projects and can cite, for instance, projects in which building commissioning not only improved a project’s energy efficiency, but also reduced costs by minimizing change orders and call- backs. Life-cycle costing is an essential consideration for building owners and operators.  This approach is effective at reducing the perception that energy efficiency is too expensive.

	Split Incentives
	By showing the increased marketability of green buildings, BABB will overcome the reticence of building owners/developers to increase the first cost and pass on the operation costs of the building to their tenants. The reduced operation costs of the building will enhance the competitive advantage of the building, increasing its occupancy rate.

	Lack of Knowledge
	BABB provides case studies that document reduced operating costs and the increased marketability of green buildings, providing an incentive to learn how their project’s energy efficiency can be improved.

	Energy is Non-tangible
	Green building design assistance provides an “enhanced value strategy” that promotes benefits such as occupant comfort, reduced construction costs, improved durability, reduced environmental impacts, and the marketing advantages of those benefits, in addition to reduced operating costs. 


	Energy Efficiency Add-ons
	Green building design assistance emphasizes an integrated design approach in which energy efficiency is essential to realizing the whole range of green building benefits.

	Aversion to Risk
	Green building design assistance counters a reluctance to adopt the risks of “new” technologies versus standard practice, including vulnerability to the potential for future energy cost volatility and increased liability from poor indoor environmental quality and health factors.

	Communication
	Both owners and designers attend the design assistance sessions and work with BABB program to set energy performance goals on the project, enhancing communication. Additionally, the program emphasizes the importance of communicating the project goals to the builder, which is essential when doing a LEED project.

	Non-energy issues
	Green building design assistance demonstrates how proper day lighting, an efficient envelope, commissioning, and good material selection can enhance long-term comfort and durability.


In terms of equity, this program will pursue developers of multi-family affordable housing.  Many of these projects are developed by non-profit organizations and contractors, and will serve low- to moderate-income residents.  Further, many of the area schools are recipients of Office of Public School Construction (OPSC) 2002 new construction or modernization bond funding, and energy efficiency grants.  The program area includes properties in zip code areas designated by the CPUC as being moderate-income, “economic hard-to-reach” areas.

The program is innovative in at least two respects.  First, it uses green building as an enhanced value strategy to market energy efficiency.  Second, it focuses outreach at the local level in order to enroll projects before essential financial and architectural planning takes place.  

This program will be closely coordinated with the Pacific Gas & Electric Co.’s Savings By Design, Collaborative for High Performance Schools, and Multifamily Energy Efficiency Rebate programs.  BABB marketing efforts will “escort” new construction design projects to PG&E programs, increasing participation in the targeted communities.  A tracking system will be developed to ensure that each design assistance project receiving BABB intervention is successfully integrated with the corresponding PG&E program.  In the case of multifamily rebates, BABB assistance will be provided throughout the project design and construction phases, ending with the rebate applications.  BABB and PG&E may provide LEED, CHPS, and ACWMA – related support to any clients. However, PG&E will only “count” as new interventions those developers it is not currently working with, and has not worked with in the past, in order to accurately reflect the marketing effectiveness of the program.

BABB is an Information Program.  Although no program energy reduction goal or claim is implied in this section, significant energy savings are highly likely as a result of the BABB assistance program.  Actual energy saving design will be influenced by many factors including sizes of projects, energy using systems, design influences, projected usages, projected occupancy patterns, level of acceptance by developers of the BABB recommendations made, and many others.  

IXG.I.C
 Program Objectives

The program objective is to increase the energy efficiency of new large commercial, multifamily residential, and K-12 school construction projects developed in the East Bay by:

· Obtaining commitments from clients to design buildings to achieve a minimum of 10% better than Title 24.

· Coordinating projects with PG&E Savings By Design, Collaborative for High Performance Schools, or the Multifamily Energy Efficiency Rebate Program that would otherwise forego energy efficiency upgrades as part of their project.

· Creating a set of Case Studies to promote additional participation by communities and developers.

· Developing awareness in among planning departments, developers, and designers about the value of energy efficiency upgrades so that standards are raised in future project designs.

IXG.II
Program Process
IXG.II.A
 Program Implementation

BABB will be fully integrated with existing statewide new construction / major remodeling technical assistance and incentive programs.  BABB was originally designed to provide front-end marketing and promotional assistance in a local area to encourage adoption of such programs.   The project managers from Savings By Design, Collaborative for High Performance Schools, and the Multifamily Energy Efficiency Rebate programs will coordinate with the BABB program manager on promoting and enrolling projects and completing the application process. The BABB staff will work directly with PG&E representatives to encourage both energy efficient and green building design.

The Green Resource Center (GRC) and its subcontractor, KEMA-XENERGY, will introduce the BABB program to planning departments and other interested parties at each of the participating cities and counties, and provide an overview of the LEED rating system, CHPS Guidelines, and ACWMA Affordable Housing Guidelines as appropriate. A liaison from each city will be designated to attend bi-monthly meetings to facilitate project intake efforts.

IXG.II.B  
Marketing Plan

The primary marketing method will be to obtain referrals to developers from city staff who are regularly contacted by developers seeking information, zoning approvals, or construction permits.  Program staff will provide BABB program orientation to each city’s permit center and economic development staff, and will provide each location with approximately 100 brochures on the BABB program. The GRC’s website will be upgraded with a description of the revised design assistance program description.  BABB staff will contact city staff on a regular basis to review zoning and construction permit applications and other sources of information on potential new construction projects.

The BABB project manager will call and/or meet with developers to introduce the program and describe how it would benefit the developer, using relevant case studies and research on the economics of green buildings. The BABB project manager may also seek the written support of relevant city officials to encourage developers to participate in the program.

Non-profit affordable housing developers will also be recruited through the Green Affordable Housing Coalition.

The following table summarizes the activities, quantities and completion dates corresponding to the marketing plan.
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Quantity

Completion 

Date

Upgrade GRC website with complete program description and links to 

participating cities' websites

1

2/28/2004

Develop, print, and distribute program brochures to city permit centers and 

other development-realted staff

1,000

2/28/2004

BABB Program, LEED, and ACWMA Affordable Housing Guidelines 

orientations for city permit and development staff

6

3/31/2004

Calls to targeted developers introducing them to program and its benefits. 

Potential client list developed with assistance from city staff. (60% success rate 

based on Berkeley's Best Builders program).

40-50

ongoing


IXG.II.C
 Customer Enrollment

The BABB project manager will recruit developers into the BABB program and coordinate initial presentations and eventual design charrette sessions. Developer participation will be voluntary, and a Participation Agreement will be required for enrollment documentation. Records will be kept of all contacts, the results of contacts, “pipeline” projects at any point in time, meetings, design charrettes, and site project reports including estimated energy savings of the recommendations made.

IXG.II.D
 Materials

Not applicable.

IXG.II.E
 Payment of Incentives

Not applicable.

IXG.II.F
 Staff and Subcontractor Responsibilities

The prime contractor will be the City of Berkeley.  The contract will be under the direction of Energy Officer Neal De Snoo.

Program management, administration and operations will be subcontracted to the non-profit Green Resource Center.  Ed Gulick will be the Project Manager.

LEED scorecard review and energy efficient design assistance will be provided by Geof Syphers and Darren Bouton of KEMA-Xenergy’s Green Building Services division.

PG&E Savings By Design and Collaborative for High Performance Schools coordination will be directed by PG&E Program Manager Grant Duhon.

Information, assistance, and applications for PG&E Multi-Family Energy Efficiency Rebates will be coordinated by Program Manager Ila Homsher.

IXG.II.G
 Work Plan and Timeline for Program Implementation

	Bay Area Best Builders Design Assistance

	City of Berkeley executes contract 
	
	1/2004

	GRC executes contract with City of Berkeley
	
	2/2004

	Program orientations with all participating cities
	
	3/2004

	Completion of 25% (6) of pre-design consultations
	
	8/2004

	Completion of 50% (12) of pre-design consultations
	
	12/2004

	Completion of 75% (19) of pre-design consultations
	
	6/2005

	Completion of 100% (25) of pre-design consultations
	
	10/2005

	Project tracking and follow-up
	
	Ongoing

	Final Report and Evaluations
	
	4/2006


IXG.III
 Customer Description

IXG.III.A
 Customer Description

Customers will primarily be commercial real estate developers and their design teams, but may include housing authorities, school district construction and modernization planners, non-profit housing and construction teams, and others.    

IXG.III.B
Customer Eligibility

BABB will provide technical assistance to developers that are proposing new construction or significant remodeling of commercial, industrial, multifamily, or institutional buildings greater than 20,000 square feet.  Further, in order to receive the services of Savings By Design, the owner of record must sign an Owner Agreement for PG&E to provide electric or natural gas service and to initiate SBD program participation.

IXG.III.C
Customer Complaint Resolution

As an early intervention program, the BABB program provides free information services, and therefore is unlikely to lead to customer complaints. The BABB program participation agreement has disclaimers informing customers that it is information-only. Any complaints related to BABB staff and subcontractors will be referred to the BABB program manager for resolution. Issues regarding PG&E staff or programs will be referred to the cognizant PG&E program manager.

Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through PG&E’s Smarter Energy Line, Business Customer Center or the specific program office, depending on the question

IXG.III.D
Geographic Area

The BABB program will target communities along the “I-80 corridor” from Oakland to Richmond, but may include any communities in Alameda or Contra Costa counties.
IXG.IV
Measure Activities Descriptions

IXG.IV.A
 Energy Savings Assumptions

Not applicable.

IXG.IV.B
Deviations in Standard Cost-effectiveness Values
Not applicable.

IXG.IV.C
Rebate Amount

Not applicable.

IXG.IV.D
Activities Descriptions
Participant recruitment. Using methodologies described elsewhere in this proposal, recruit a sufficient “pipeline” of project developers into the program to guarantee an adequate base for delivery of design assistance services.

Design charrettes. BABB will conduct 25 in-depth project-specific design charrette sessions, and complete reports on recommendations for energy efficient design improvements. Site and project specific strategies and measures will be devised with the development team at these sessions.  Depending on each developer’s needs and wishes, the session can take one of two tracks:

· Workshop: The BABB consultant (KEMA-XENERGY) conducts a 4-hour workshop for staff at each city’s development office.  The consultant will review the benefits of green building; the LEED, CHPS, and ACWMA  rating systems; strategies for achieving LEED certification or other green building goals; strategies for exceeding Title 24 energy efficiency standards; case studies of other projects; and energy efficiency and green building information resources, including Savings By Design and other technical design and financial incentive programs.

· Project-specific review: The consultant (KEMA-XENERGY) and PG&E conduct a 2-4 hour session reviewing existing project plans and discussing strategies to achieve LEED, CHPS, or ACWMA certification.. Recommendations may include (but not limited to) energy conservation features such as building orientation, insulation, HVAC systems, high efficiency glazing, day lighting, material choices that contain low embodied energy and/or decrease building energy consumption, controls strategies, and other industry-recommended practices.  Healthy interior environments, passive solar design strategies, and alternative energy sources will also be discussed. A follow-up report is based on the LEED scorecard or other Guideline. When appropriate, a subsequent 2-4 hour design charrette will be conducted to strategize on the means to achieve energy efficiency goals set in the previous session.

Follow-Up: The BABB project manager will checon on the status of each project every 3 months (or sooner) to determine if the recommended measures are being implemented, and if additional assistance if needed. Program successes will communicated to the relevant city staff, developers, and other interested parties.

IXG.V
 Goals

Provide cost-effective, long-term energy and demand savings by:

· Recruiting 25 new construction and major remodeling projects in early design phases.  BABB will work with local city and county planning and economic development agencies, permit application offices, commercial developers and the Green Affordable Housing Coalition to identify candidate projects.

· Completing LEED scorecard, CHPS Guidelines, or ACWMA Guidelines reviews for each project.

· Obtaining commitments from clients to design buildings to achieve a minimum of 10% better than Title 24, with goals set at even higher levels where feasible.

· Conducting project-specific energy efficiency design strategy charrettes with building owners / developers and their design teams, and providing written reports on specific recommendations for improving the energy efficiency of the building design.

· Actively tracking projects and following up with clients every three months (or more frequently as needed) to ensure that they remain committed to the technical assistance approach and have the information necessary to proceed.

· Coordinating project activities with PG&E Savings By Design, Collaborative for High Performance Schools, and Multifamily Energy Efficiency Rebate programs.

· Developing success stories and data needed to promote the BABB and PG&E programs and encourage other developers to participate with future projects.

IXG.VI
Evaluation, Measurement, and Verification Plans 

Since BABB is an information only program, a final evaluation of the Program would primarily be a process evaluation.  The process evaluation should provide a general assessment of Program design and implementation effectiveness. 

The Evaluation Plan should include an assessment of the following: 

1. Program outreach and participation: 

· Has the Program been able to serve the number of intended clients?

· Did the Program work with developers who were unaware of or uninterested in appropriate statewide programs, or would they have used the programs anyway?

· What could be improved regarding the sourcing of these clients and appropriate projects?

· Was the perceived value of green building an effective message for recruiting these clients?

2. Program effectiveness

· Is Title 24 an appropriate baseline for estimating savings (i.e., were participants already contemplating incorporating measures that would help them exceed Title 24)?

· Did the size and character of the developments reflect the potential savings estimated by the program?

· If not, what is a better estimate of the potential savings that would result from the Program? 

· Did the client feel that they received actionable recommendations during the project consultations?

· Were the projects far enough along in the process to provide results within an appropriate timeframe appropriate for determining cost-effectiveness?

· How many participants are pursuing recommended measures?

· Which of the recommended measures are most likely to be adopted?

3. Program coordination with statewide programs:

· Did participants use the statewide programs, which ones and why?

· Was the process of handing projects off to statewide programs executed well? If not, what could be done better?

· Were the statewide programs able to assist participants in pursuing the measures recommended in the initial consultations?

4. Methodologies for making these assessments include:

· Literature review on evaluations of similar programs nationwide.

· Participant surveys and in-depth interviews, given the small size of the participant pool.

· Review of the status of each project with respect to both incorporation of proposed measures and participation in the statewide programs.

· Cost effectiveness analysis.

IXG.VII
 Qualifications

This proposal requests support for an existing program initiated in 2001 under PG&E Codes and Standards program funding.  Since its inception in March 2001, the Berkeley's Best Builders program (BBB) has provided similar design assistance to 35 commercial projects totaling over 1.6 million square feet.

IXG.VII.A
Primary Implementer

City of Berkeley

The City of Berkeley will be primary advisor to the program.  The City’s Energy Office has provided energy services to the municipal, residential and commercial markets since the mid 1980’s.  The City’s Energy Office has provided energy services to the municipal, residential and commercial markets since the mid 1980’s. The City’s Energy Office is or has been responsible for the following:

· Management of small commercial energy incentive programs (city, state and federally funded), including the East Bay Smart Lights Program from July 2002 through the present.

· Operation of federally funded weatherization programs (LIHEAP & DOE).

· Implementation of comprehensive energy efficiency retrofits of all municipally-owned and operated facilities (now engaged in upgrading sites for new technologies).

· Development of residential and commercial energy conservation ordinances.

· Provision of design review for new construction/renovation  -- including the Civic Center Building, which received the PG&E Savings by Design Energy Efficiency Integration Award.

· Management of PG&E Codes and Standards contract including:

· Berkeley’s Best Builders design assistance program

· Plan checker and building inspector training program

· Enforcement of the Commercial Energy Conservation Ordinance 

IXG.VII.B 
Subcontractors

Green Resource Center (GRC)

The GRC is a non-profit organization that provides information, guidance and consulting services on sustainable building materials, practices, and technologies. In operation for four years, the GRC implements two City of Berkeley programs: Berkeley Best Builders, providing pre-design consultations to developers of commercial and multi-family projects; and Ask-An-Expert, operating an information services hotline on green building issues for the general public.  The GRC also maintains an extensive library of green building resources and materials. 

KEMA-XENERGY

Since 1975, XENERGY has been a recognized leader in the development and implementation of creative solutions for energy problems, offering a full range of services to the energy industry.  XENERGY’s services to the energy industry encompass all aspects of planning, implementation, evaluation and market assessment.  Since the firm’s establishment in 1975, XENERGY has developed, implemented, assessed and evaluated hundreds of programs to improve energy efficiency in the residential, commercial, industrial and agricultural sectors.  XENERGY was acquired by KEMA Consulting in 2000.   

KEMA-XENERGY’s 200 employees throughout the United States are experts in energy engineering, energy audits, energy efficiency program administration and implementation, construction management, design/build services, energy metering and statistical analysis, economic analysis, education, training, and energy software development.  Related consulting services include market research and assessment, program monitoring and evaluation, technology assessment, energy policy analysis, and information technology to support these specialties.

KEMA-XENERGY is uniquely positioned to deliver a cost-effective green building education and design assistance program because of our strong energy consulting capabilities, our understanding of construction practices, and our participation in creating the successful existing green building program in Alameda County.  KEMA-XENERGY’s Green Building practice specializes in city and county staff education, implementation strategies and rating systems including LEED™.  

KEMA-XENERGY provides services to a wide range of clients, including the private sector and government partners.  We are very familiar with public and private sector building processes and requirements and our green building experience spans a range of building types including commercial, municipal, and residential (single-family, multi-family, and affordable housing) projects.  Green building projects have been conducted for the County of Alameda, the cities of Alameda, Berkeley, Dublin, Fremont, Hayward, Livermore, Oakland, Pleasanton, San Jose, San Leandro, and Portland, OR.  

KEMA-XENERGY has consulted on over 60 Bay Area green building projects that have used LEED™ in some way, and is currently consulting on a Pleasanton fire station, the Oakland Airport Terminal 2 Expansion and student housing for both UC Berkeley and the new UC Merced campus, to name a few.  In addition to our LEED experience, we have developed over a dozen general green building recommendations reports for the Alameda County Waste Management Authority (ACWMA).   KEMA-XENERGY has proven to be exceptionally skilful at managing comprehensive commercial design assistance projects in Alameda County as part of our contracts with ACWMA as its primary education and design assistance consultant for commercial and municipal green building projects.  Our objective is to build on the successes of this existing program.  

IXG.VII.C
Coordinating Utility

The Pacific Gas & Electric Co. (PG&E) PG&E has provided residential and nonresidential customers with energy efficiency programs at the direction of the CPUC since 1976.  Early information and energy auditing programs and services evolved into equipment rebate programs, loan programs and incentives for new building construction. 

Surveys of customers indicate that PG&E has remained the most trusted source for unbiased energy efficiency information, services and programs.  Customers continue to look to PG&E for assistance in managing their energy use and costs.

Teams of PG&E engineers, marketing professionals and customer service specialists have demonstrated significant competencies in a variety of essential areas of program design and deployment, reporting/accountability program measurement, assessment and evaluation.

Responsive and timely action characterizes the PG&E team approach to program design.  Commission priorities, changing markets, technologies, and priorities of interested stakeholders require the flexibility to respond to the wide variety of needs within the annual program cycles.  PG&E’s design team has demonstrated its ability to move rapidly and effectively, from the resource acquisition emphasis of the pre–1998 programs to the market transformation focus of the California Board for Energy Efficiency. PG&E’s program design team also met the challenge of rapidly responding to the 2000 energy crisis by designing programs that not only saved energy, but also encouraged customers to change behavior and business practices.   

The PG&E Savings By Design (SBD) program is an energy efficiency program for the nonresidential new construction industry started by the investor-owned utilities (IOUs) in 1999 to provide statewide consistency, program stability, and savings persistence to the new construction market.  SBD builds on the best elements of successful new construction programs run by the investor owned utilities since the early 1990’s.  The program promotes integrated design and emphasizes early design involvement by offering building owners and their design teams a wide range of services including education, design assistance, and owner incentives as well as design team incentives. SBD innovations allow it to adjusts to emerging building trends so that it can stay relevant and cutting-edge, encouraging design teams, building owners and entire industries to be innovative.

PG&E is a founding and active member of the Collaborative for High Performance Schools, which develops and promotes “best practices” guidelines for design, construction, and operation of K-12 schools. PG&E has provided segment-targeted technical services and incentive programs to schools since 1977.  Teacher education and energy efficiency curriculum programs have existed in various forms since 1990.  The Pacific Energy Center and Stockton training center have provided specialized training to school design teams, facility managers, and custodial staff for nearly 25 years. 

The PG&E Multifamily Residential Rebate Program is a cash rebate program for customer installation of prescriptive energy efficiency measures.

IXG.VII.D
Resumes

Neal De Snoo, Energy Officer, City of Berkeley.  Neal has over 15 years of experience with municipal energy programs and policies in Chicago and Berkeley.  Mr. De Snoo is responsible for managing municipal, commercial, industrial and residential energy efficiency projects and programs, including capital projects for energy efficiency in municipal buildings, electric power procurement, technical assistance and education for commercial and industrial clients and weatherization services for residential households.  Mr. De Snoo is responsible for a division operating and capital budgets and staff of 7 and oversees all development of energy related programs and services.

Ed Gulick is the Program Manager at the GRC and will coordinate the BABB program. Mr. Gulick implemented the successful Ask An Expert green building assistance program, serving over 600 homeowners, developers, architects, and building contractors with customized hotline service and creating or overseeing the development of all of the fact sheet content on the website. Mr. Gulick also manages the Berkeley's Best Builders program, which has provided green building technical assistance to 35 projects totaling more than 1.6 million square feet. 

Mr. Gulick holds a Master of Architecture from Yale University and a B.A. from Pomona College in liberal arts.

Geof Syphers is Director of Green Building Services at KEMA-XENERGY.  He provides new construction and major retrofit design assistance in the areas of siting and landscaping, energy and water efficiency, renewable power, indoor air quality, materials, finishes, and community design.  The multi-disciplinary approach requires close coordination with many subcontractors in engineering, architecture, planning and cost estimation. Since launching the Green Building Services Group, Mr. Syphers has directed work on more than 60 green building projects.  He also provides on-going training for government staff and design professionals in project management techniques and implementation strategies for ensuring successful green building projects.

Mr. Syphers’ experience is focused in the areas of building construction techniques, systems and controls for improving energy efficiency.  He has a strong technical understanding of buildings and building equipment including HVAC systems.  His work in this area includes a long list of building types and energy efficiency measures, covering residential, industrial, government facilities, retail, commercial high-rise, schools, prisons, and includes measures from chiller replacements to lighting retrofits and EMS installations.  Mr. Syphers has performed numerous DSM evaluation studies and energy-efficient lighting retrofit designs.  He has conducted building energy computer simulations and numerous DSM evaluation studies and energy-efficient lighting retrofit designs.  He also has special expertise in the area of new building energy performance contracting, having developed a set of standard contracts for this purpose as part of a larger guide he wrote on the subject.

Mr. Syphers holds an M.S. in Energy Engineering from the University of Massachusetts and a B.S. in Physics from Sonoma State University.

Darren Bouton is currently the Manager of Green Building Services for KEMA-XENERGY.  He provides consulting services in the areas of green (LEED) project management, eco-charrette facilitation, design assistance, workshops and training, and green building policy/program support.  He specializes in training for government staff and design professionals in project management techniques and implementation strategies for ensuring successful green building projects. 

Prior to his work with KEMA-XENERGY, Mr. Bouton was the Green Building Coordinator for the City of San José, where he managed the operations of the City’s Green Building Program.  His responsibilities included facilitating the implementation of the City’s adopted Green Building Policies and managing the program’s educational component for City departments and community stakeholders.  He is an Accredited Professional in the use of the US Green Building Council’s LEED Green Building rating system.  

Mr. Bouton teaches courses on solar electricity (photovoltaics) for Pacific Gas & Electric’s Pacific Energy Center.  In addition, he has taught courses in energy efficiency, energy management, and renewable energy strategies for the Environmental Studies Departments at San José State University and De Anza College.  

Mr. Bouton holds an M.S. in Environmental and Energy Policy from the University of Delaware and a B.S. in Economics from Santa Clara University.

IXG.Viii
Budget

Budget components and total are presented below in Exhibit IXG.VIII-1.  All detail and references for budget line items are presented in the project workbook.

Exhibit IXG.VIII-1
Project Budget
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Budget

Sub-Total

Total

Administrative Costs

112,207

      

 

Marketing/Advertising/Outreach

35,500

        

 

Direct Implementation

60,453

        

 

Evaluation, Measurement & Verification

10,950

        

 

Total Program Budget

219,110

 

 


East Bay Partnership Total Budget Summary
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* Segments found to be hard-to-reach in the Statewide Nonresidential Hard-to-Reach Study, prepared by Quantum 
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� Quantum Consulting requested that the CPUC allow QC and PG&E to exceed the 50-page limit for individual programs in submitting this proposal for EBEP because EBEP is comprised of seven individual programs as well as overarching program integration and management activities.  On September 10, 2003, Tim Drew of the CPUC Energy Division approved this request. 


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Statewide Nonresidential Customer Hard-to-Reach Study.” December 2001.





� Department of Finance Demographic Research Unit, Census 2000 State and County Summary.


� The LIEE program is funded separately, via the low income component of the Public Goods Charge.


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Statewide Nonresidential Customer Needs and Wants Study.” December 2001. 


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Statewide Nonresidential Customer Hard-to-Reach Study, Final Report.” December 2001. p. 61-62.


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Renter-Building Owner Scoping Study and Market Characterization.” June 2002. p. 25-27.


� East Bay (I80-880 Corridor) Office Report, BT Commercial Real Estate, 2003, Quarter 2.


� 2000 Census Data


� Jump, David and Adan Rosillo, 2003.  Commissioning Existing Buildings:  A Program Perspective, International Conference on Enhanced Building Operations, Berkeley, CA, October.


� PG&E, 2000. California Commissioning Market Characterization Study.


� See, for example, Jump, et al., 2003.  Retro-Commissioning Buildings with Public Goods Funds – Learning Lessons in Oakland, 11th National Conference on Building Commission, May 20-22, Palm Springs.


� W. Dan Turner, David E. Claridge, Dennis L. O’Neal, Jeff Haberl, Warren M. Heffington, Dub Taylor, Theresa Sifuentes, “Program Overview: The Texas LoanSTAR Program: 1989-October 1999, a 10-Year Experience,” The Twelfth Symposium on Improving Building Systems in Hot and Humid Climates Proceedings, May 2000.


� M. Liu, J. Houcek, A. Athar, T.A. Reddy, D.E. Claridge, J.S. Haberl, “Identifying and Implementing Improved Operation and Maintenance Measures in Texas LoanSTAR Buildings, ACEEE 1994 Summer Study.


� D.E. Claridge, J.S. Haberl, M. Liu, J. Houcek, A. Athar, :Can You Achieve 150% of Predicted Retrofit Savings?  Is It Time for Recommissioning?,” ACEEE Summer Study, August 1994, Vol. 5. 


� See case study papers presented at the International Conference on Enhanced Building Operations, www-esl.tamu.edu/icebo/index.html., or the National Conference on Building Commissioning, � HYPERLINK "http://www.peci.org/ncbc/index.html" ��www.peci.org/ncbc/index.html�, or the ACEEE Summer Study in Asilomar, CA, � HYPERLINK "http://www.aceee.org/pubsmeetings/curmtgindex.htm" ��www.aceee.org/pubsmeetings/curmtgindex.htm�. 


� The IPMVP is available at � HYPERLINK "http://www.ipmvp.org" ��www.ipmvp.org�. 


� Statewide Small/Medium Nonresidential Customer Wants and Needs Study, Draft Report, prepared by Quantum Consulting Inc. and XENERGY Inc. for Pacific Gas & Electric Company, January, 2002.


� Statewide Nonresidential Hard-to-Reach Study, Draft Report, prepared by Quantum Consulting Inc. for Pacific Gas & Electric Company, January, 2002.


� The small/medium nonresidential population has traditionally been defined as customers with peak demand under 500kW.


� 1998 Express Efficiency Market Transformation Study, prepared by XENERGY Inc. and Quantum Consulting Inc. for Pacific Gas & Electric Company, June, 1999.  Commercial Lighting Market Transformation Study, prepared by XENERGY Inc. for Pacific Gas & Electric Company and San Diego Gas & Electric Company, August, 1998.


� See Warner, Kellogg L., “Delivering DSM to the Small Commercial Market:  A Report from the Field on What Works and Why,” 1994 American Council for an Energy-Efficiency Economy Summer Study on Energy Efficiency in Building, Volume 10:  Program Design, Asilomar, California.  August.


� A similar curve, based on results from aggressive programs targeted toward small commercial customers, was recently developed from program experience in New England (Mosenthal and Wickenden, 1999, “The Link Between Program Participation and Financial Incentives in the Small Commercial Retrofit Market,” 1999 Energy Program Evaluation Conference, Denver, Colorado.  August.  The curve developed by these authors is similar to but slightly less steep than the one developed by Warner.  


� “To avoid double-dipping, customers will be screened carefully and will be required to sign an affidavit declaring that they will receive no funds for the same activity or measure from another program or source.”





� Our tracking system will contain location-specific data on the installation of each measure in the program.


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Statewide Nonresidential Customer Hard-to-Reach Study, Final Report.” December 2001. p. 7.


� Quantum Consulting Inc for Pacific Gas and Electric Company. “Statewide Nonresidential Customer Needs and Wants Study, Final Report.” December 2001. p. 4-11.


� California County Profiles, last updated annually by the California Department of Finance in 1999. 


� Percent estimated at an additional 4% over estimated 17% saturation rate of T8/Electronic Ballasts in <50 kW customers, PG&E Territory, 1997. Xenergy, “1999 State-Level Small/Medium Nonresidential Study.” p. E-4. 


� CPUC decision D.00-07-017, July 6, 2000, paragraph 66. 	


�  Quantum Consulting. “Statewide Nonresidential Customer Hard-To-Reach Study.” Berkeley, CA. December, 2001.


� Ibid. p.8-5.	


� Though not proposed to be funded under this bid, a small pilot study to quantify the efficiency gain of maintenance (compressor coil cleaning) would also be beneficial in evaluating the possibility of adding a maintenance component to the program. The study would yield real time data time data utilizing load loggers to measure before and after maintenance energy use.  The study would be used to further show customers the benefit of maintenance.


� “Small Skilled Nursing Care Facilities: A Profile of Motor Efficiency Opportunities”, April 2001, Xenergy Inc.


� “Impacts of Energy Efficiency and Renewable Energy on Natural Gas Markets” 2003, American Council for an Energy-Efficient Economy (ACEEE), Washington D.C. � HYPERLINK "http://www.aceee.org" ��www.aceee.org�.


� “Gas Rate Finder”, September 2003, Pacific Gas and Electric Company.


� Combustion tests on heating water boilers will only be conducted when equipment is enabled, i.e., not during seasonal shutdowns. 


� Combustion tests on heating water boilers will only be conducted when equipment is enabled, i.e., not during seasonal shutdowns. 


� The LIEE program is funded separately, via the low income component of the Public Goods Charge.


� CPUC Decision 03-08-067states that “Information and statewide marketing and outreach programs should be evaluated using criteria most relevant to these programs.  Accordingly, we do not require an explicit showing of cost-effectiveness…  To the extent proposals can demonstrate these kinds of benefits, however, we will credit the proposal accordingly.”


� Heschong Mahone Group. Nonresidential New Construction Market Assessment & Evaluation: Market Transformation Barriers and Strategies Study, February 29, 2000.


�ADM Associates and TecMRKT Work LLC. Nonresidential Renovation and Remodeling Study, March 2002, p. 6-17.
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