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Section I.
Program Overview 
A.
Program Concept

Express Efficiency is the only prescriptive rebate program that provides equitable financial incentives to all investor-owned utility (IOU) small- and medium-sized nonresidential customers on a seamless statewide basis.  By prescribing what measures may be installed for rebates, this program is straightforward and customer-friendly.  The simplicity of the program’s design ensures that even the smallest customer has access to a hassle-free, reliable means for decreasing utility bills and making their business more energy efficient.  One program goal is to place major emphasis on customers described as hard-to-reach (HTR).  HTR customers deserve easy access to those energy efficiency technologies that had previously been more readily available to larger customers.  To achieve this goal, the IOUs will draw upon synergies that exist between their programs, such as the nonresidential Energy Audit program.  Furthermore, the IOUs will pursue opportunities to coordinate their activities with those of other entities to increase economies of scale and create a greater positive impact for present and future stakeholders.  

B.
Program Rationale

Express Efficiency has had many successes over the years: 

· The program has produced enormous energy savings at a reasonable cost per kWh and kW;

· The measures offered are always evolving to ensure that the most energy efficient equipment is included in the program;

· The program’s focus over the last few years has changed to the point that in 2002, over 74 percent of the participants were HTR customers;

· The program has further evolved to welcome other entities into the program delivery.  Outreach has and will be expanded to include coordination with community-based organizations (CBOs), and faith-based organizations (FBOs) and other stakeholders; and

· The program has earned several national energy efficiency awards by virtue of its track record to deliver great demand reduction in an incredibly brief timeline as occurred in 2001.1
The proof that the Express Efficiency program is successful and in demand is apparent in the way others continue to emulate its design.  The program will continue to coordinate efforts with other entities, while it guarantees that all customers, statewide, have equitable access to energy efficiency alternatives, regardless of their geographic location, business size, or primary language.  The Express Efficiency program is truly the safety net for customer groups that might be overlooked by others.  

The Express Efficiency program began in 1983 and has generated substantial, long-term cost-effective energy savings, but more opportunities for energy savings still exist.  Estimated energy savings under 50 percent increase and 100 percent increase scenarios are approximately 5,300 and 6,100 gWh, respectively, and peak demand reductions are 1,100 MW and 1,300 MW.”2 

The estimated energy savings under the “50 percent Increase” and “100 percent Increase” scenarios are approximately 49 and 75 Mth, respectively.3  Also, according to the same study, “The commercial sector of the major IOUs accounts for 30 percent of peak demand in the state.  Commercial sector customers…accounted for approximately 16,500 MW of the 55,000 MW peak demand in 2000.”  Based upon this study, energy efficiency work, on a massive scale, needs to be done if the IOUs are to lessen the severity of future transmission constraints.  To accomplish this task, the Express Efficiency program will remove the $25,000 per corporation participation cap, thereby expanding the opportunity to deliver significantly more energy and demand reductions.  To ensure fund availability, the <500 kW per individual account eligibility requirement will remain in effect.  This change will also provide more program access to entities, such as schools, that previously reached their maximum participation level and were forced to abandon additional energy efficiency program opportunities.

Equity for smaller customers is of prime importance in the Express Efficiency program driving program design and the selection of measures.  For example, the prescriptive approach works best for smaller customers, because it removes the barrier of product selection.  All aspects of planning take into regard how best to serve smaller customers. 

To accomplish this monumental task, the program will draw upon its in-depth experience and coordinate its efforts with other stakeholders to deliver energy efficiency to the hard-to-reach. 

Express Efficiency is designed to overcome barriers that prevent HTR customers from having equal access to energy efficiency alternatives.  More specifically:

1. Lack of information about energy efficiency measures is mitigated by the prescriptive design of Express Efficiency.  Customers and vendors are provided with specific measure descriptions to make product selection easier;

2. Energy efficiency products also become more available because vendors and manufacturers know exactly which products to stock by following the program’s measure specifications;

3. Higher start-up expense for high-efficiency measures is a major barrier for small and medium customers.  Express Efficiency rebates help offset these costs;

4. Lack of financing is addressed in two ways.  The rebate is frequently used as the down payment and the installation of energy efficient equipment drives down the customer’s monthly utility bill, thereby, making them eligible for a loan through financiers such as SafeBidco; and

5. The program is designed to overcome the split incentives barrier.  Based upon the energy efficiency project agreement, either the customer or building owner can receive the rebate.

The program is popular with customers and vendors alike due to its familiar, user-friendly design, as well as the substantial cost-effective energy savings generated that are sure to result in lower energy bills.  Over the years, previous participants have used the program to increase energy efficiency as well as reduce energy costs within their facilities.  Typically, projects are completed in phases as limited financial resources permit.  Each year customers look forward in anticipation to the new program offerings to complete additional projects.  Vendors have also consistently used the program to sell energy efficient equipment.  In many cases, the customer’s assurance of receiving a rebate actually makes the sale and the rebate frequently serves as the down payment on the energy-related project.

Innovation within Express Efficiency has taken many forms.  It has included redesign of applications making them easier to complete, on-line availability of rebate updates and forms, an e-mail subscription for program updates, inclusion of new state-of-the-art measures every year, energy seminars, CBO presentations and the option to reserve funds.  The program embraces change and is committed to meeting customers’ needs.  In 2004, Express Efficiency will actively recruit local communities to provide an innovative means of program delivery.  For example, with IOU assistance, CBOs will have the opportunity to provide input on local needs and market the program to their communities through special events or tailored mail-outs.

The program design makes customer participation easy and hassle-free, because:

· The program lists specific energy saving measures, so the customer does not need to take time to search out energy efficient technologies;

· The program Terms and Conditions clearly state the eligible product specifications and rebate levels; 

· The customer purchases the product from whomever they choose and installs the product wherever they choose;

· The customer simply sends in the rebate form along with the itemized paid invoice.  Shortly thereafter, the customer receives a rebate check. 

The program clearly lists the energy efficient measures a customer may install and provides a rebate to help cover the cost of the measure.  Customers know they can trust the IOU’s expert, unbiased, customer-focused, energy efficient equipment recommendations.  The program includes carefully selected cost-effective measures, i.e., those with shorter payback periods.  There are over 150 Express Efficiency rebate measures that are organized into six categories.

· Lighting; 

· Heating, ventilation and air conditioning (HVAC); 

· Refrigeration; 

· Food service; 

· Gas technology; and

· Agricultural, upstream, and other technology retrofit measures. 

As new energy efficient measures are identified, measure costs change and marketing opportunities or failures are identified.  The statewide Express Efficiency program managers will make adjustments to the measures list or rebate amounts.  This continuous updating will ensure that the program remains robust; opportunities to reach and exceed program goals are not missed; and customers benefit from a nimble program design.  To stay abreast of new, yet proven technologies, and to better meet the needs of all nonresidential customers, Express Efficiency will continue to solicit information from industry experts, vendors and customers to provide input about new, innovative measures that might be added, or how the program could be improved (e.g., Energy Star® Cool Roof rebates were added in 2003 to satisfy customer demand and to stay ahead of the code change that will occur in 2005).  
C.
Program Objectives

The two primary objectives of the Express Efficiency program are to provide an equitable access to energy efficiency alternatives and a cost-effective means for small and medium-sized customers to install new energy efficient equipment. 

The program’s focus is on hard-to-reach customers as defined by the Commission’s Energy Efficiency Policy Manual, Version 2, dated August 2003:

· Customer size; 

· Geographic location; 

· Primary language other than English; 

· Less than 10 employees; and 

· Lease, as opposed to own their building.  

Furthermore, to ensure equity to for all customers, Express Efficiency program will continue to offer statewide-consistent cost-offsetting rebate levels to help customers not only defray costs of installing new energy efficient equipment but also: 

· decrease their utility bills; 

· reduce statewide electric demand; 

· save energy; and 

· reduce gas consumption. 

Projected accomplishments include energy savings area:

· 191,416,087 kWh; 

· 33,287 kW; and 

· 2,132,391 therms.  

In addition, PG&E will ensure that 41 percent of the applications received are from HTR customers. 

Section II.
Program Process 
A.
Program Implementation

In 2002, Express Efficiency, unlike any other rebate program, was redesigned to shift the program’s emphasis from large to small- and medium-sized nonresidential customers.  Small- and medium-sized nonresidential customers represent a market that previously did not participate extensively in energy efficiency programs, but which offered the potential for significant energy savings.  Recruiting hard-to-reach (HTR) participants ensures equity and produces energy and demand reductions.  

Coordination with other entities remains a commitment of the Express Efficiency program.  All entities will be required to maximize their coordination efforts. 

Whether coordination is with other program implementers, vendors or community organizations such as the Fresno Hispanic Chamber of Commerce, Express Efficiency has been very successful in its coordination efforts.  By so doing, Express Efficiency program has ensured that all customers have equitable access to energy efficiency opportunities.  Now, more than ever, close coordination and cooperation among all stakeholders is crucial to the success of energy efficiency in California. 

Coordination with vendors, particularly local ones, has been a key driver in past program successes.  The vendors bring eligible products directly to the customer and make energy efficient equipment purchases convenient.  Vendors know and rely on Express Efficiency to educate and assist customers with the purchase of time-proven energy efficient products.  Were it not for Express Efficiency program rebates, many customers would not upgrade their less efficient equipment.  IOUs value the role of vendors and will continue to work with them to serve customers well.  Seminars will be given to educate vendors on new measures related to their sales specialties and to help them increase their product lines to better meet the needs of our customers. 

The IOUs have always felt that working with local government agencies is crucial to meeting the needs of each unique community.  The utilities will continue to actively partner with their respective local governments to explore opportunities to increase program outreach at the local level.  The coordination between utility and local governments’ programs will increase each entity’s program delivery cost-effectiveness and the programs’ penetration, while providing better focus on the individual needs and opportunities, and overcoming the barriers that prevent participation within each community.  The utilities will also provide additional training; educational materials and targeted technical support to assist governments meet local needs. 

In addition, utility representatives will actively partner with local program entities, networks of community based organizations (CBOs), faith based organizations (FBOs), ethnic business organizations, chambers of commerce, and customer trade associations within their respective service areas to coordinate increased program outreach efforts at the local level.  The partnerships will identify the individual strengths of each of the entities and build upon potential synergies to overcome barriers to participation, such as language and rural geography.  This approach should increase the breadth and reach of the program, while increasing program delivery efficiencies.  

To ensure that customers have access to available programs, the IOUs will continue to identify and partner with all stakeholders.  For example, Express Efficiency, Standard Performance Contract (SPC) and the Audit programs share the small- and medium-sized nonresidential market segments.  Opportunities exist to jointly focus on sector marketing, coordinate information dissemination, and share one-on-one customer educational opportunities.  The IOUs will provide Express Efficiency, SPC, and audit program materials along with side-by-side comparisons at all customer presentations and in handout packets as well as continue to work with customers to identify energy efficiency opportunities and provide a coordinated handoff between programs based upon individual customer need and type of project.  Since the IOUs have a global view of the energy efficiency market, they will continue to direct customers to the most beneficial and appropriate resources, including those programs run by other entities.  This capability to deliver quality service is why customers trust their utility as their preferred energy efficiency programs provider.

As an integral part of the implementation plan, the Express Efficiency program intends to coordinate its marketing effort with a long-standing customer favorite.  The audit program will provide the roadmap to show customers how to participate in Express Efficiency.  Customers trust the IOUs for their experience, and unbiased, in-depth knowledge of all facets of energy efficiency.  Based upon the audit recommendations, customers will know what energy efficiency equipment to install and will have confidence making selections from Express Efficiency measures.  This natural, symbiotic relationship between the IOU programs will increase Express Efficiency participation and serve our customers’ needs well. 

Express Efficiency will coordinate its efforts with utility account representatives, a diverse group of individuals who reside in and belong to organizations within their communities.  Account representatives are well positioned to assist business organizations, customer groups and other members of the community identify energy saving opportunities and overcome market barriers to achieving their full energy efficiency potential.  Some examples of IOU representative involvement in community events are:

· The Atascadero Business Fair; 

· Bakersfield Hispanic Chamber Trade Show; 

· Salinas Business Expo; 

· San Joaquin County Agricultural Expo;  

· The Rohnert Park Business Showcase; and

· Eureka Customer Seminar.  

PG&E’s community involvement approach ensures program equity by overcoming market barriers such as language, geographic location, business size, and opportunity to invest in new energy efficient equipment.  Express Efficiency also provides training, educational materials and technical support targeted specifically geared to meet the needs of hard-to-reach customer groups.  

B.
Marketing Plan

In the current economic climate, hard-to-reach customers continue to struggle for financial survival.  Persuading these customers to invest in energy efficiency requires a multi-faceted and innovative marketing approach.  This approach involves the use of a combination of mail-outs, personal, and CBO-coordinated efforts.  The marketing plan primary objective is to provide the HTR with equitable access to the program.  PG&E’s approach will include, but not be limited to: 

· Multilingual marketing materials and technical resources in English, Spanish, Korean, Chinese and Vietnamese; 

· Direct mail pieces will target economic development areas, rural areas and those areas defined by PG&E as transmission constrained; and

· Informational pieces to inform small customers as to the amount of rebate available for specific energy efficient equipment.

	One-to-one Contact
	Promotional Vehicles
	Delivery Vehicles
	Tools

	Site Visits
	Trade/Association Journals
	Bill inserts
	Web site information

	IOU Call Centers
	Chamber Newsletters
	Bill messages
	Foodservice centers

	Project Specialists
	Organization Newsletters
	Direct mail
	Professional contacts

	Customer Service Representatives
	Local Newspapers
	Conferences
	CBOs

	Field Account Representatives
	Multilingual applications/ brochures
	Customized audits
	FBOs

	Phone Account Representatives
	Special promotions
	Vendor and trade allies
	Economic Development groups

	Customer-convenient Seminars
	E-mail marketing
	Website on-line forms
	Chambers

	
	Targeted telemarketing
	
	Local Governments

	
	
	
	Contractors


The utilities may also assist local small businesses that sell energy-efficient equipment develop informational pieces for distribution to their own customers within their community. 

Other promotional strategies may include increased media coverage in minority focused publications, telemarketing, coordination with community events, FBOs and CBOs, and group workshops/seminars.  An example of a successful coordination with a CBO is the statewide energy seminars that were jointly conducted with the California Association of Non-Profits (CAN).  The information presented not only included business energy information, but also IOU residential program information.  This comprehensive delivery of all nonresidential and residential programs at a single venue provided great value to the CBO attendees.  They acknowledged that the additional information presented by the IOUs would be used by CAN to assist their clients with energy related issues.  This innovative approach illustrates the high level value inherent in the IOUs’ in-depth experience and knowledge of all aspects of energy efficiency and their ability to provide equitable access to all programs regardless of customer sector. 

The utilities’ Express Efficiency Web sites will provide supplemental information, including current updates about available funding levels and printable forms.  Forms that can be completed on-line and electronic databases of qualifying equipment under development are available.  Customers requiring in-depth information can also call their utility, toll-free, to receive technical assistance, receive and energy audit, detailed program information and to make fund reservations.  IOUs have found that one major market barrier relates to technology information dissemination.  Fortunately, based upon 20+ years of energy efficiency experience, the IOUs understand the many barriers customers face, and will continue to provide solutions through multiple, complementary, marketing channels. 

The statewide Express Efficiency team may pursue the development of a direct rebate program in coordination with heating, ventilating and air conditioning (HVAC) distributors.  The purpose of this initiative is to implement a new innovative two-prong marketing approach concept to ensure the availability of energy efficient products and to deliver Express Efficiency HVAC rebates directly to customers with a minimum of processing, while continuing to be fully compliant with program policies and procedures: 

· Distributors would stock high efficiency products to participate in the program; 

· Distributors would discount the cost of qualifying equipment models to contractors by the amount of the Express Efficiency rebate;  

· Contractors would then pass the rebate on to the customer and clearly show a credit in the amount of the rebate on the customer’s invoice;

· Customers would then sign a short form application and payment release form that would allow the Express Efficiency rebate to be paid back to distributors; and

· Distributors would submit the application package to their local utility for payment.  

It is anticipated that this coordination with distributors could increase HVAC-related energy savings by as much as 400 percent by giving the contractor an important tool to sell customers more efficient equipment; and overcome the barrier of product non-availability and higher first cost of more efficient equipment.

Table 1.  Marketing Material 2004

	Marketing Material
	Quantity
	Method of Distribution
	Projected Cost/

Marketing Effort

	Program Applications
	60,000
	Direct contact, mail, tradeshows, Chamber events, Web site 
	$12,500

	Program Summary Fact Sheet
	50,000
	Direct contact, mail, tradeshows, Chamber events, Web site
	$7,500

	Vendor Guidelines/ Participation Agreement
	500
	Web site
	$150.00

	Advertisements
	3
	Business journals, newspapers
	$25,000

	Customer Mailers
	3
	Direct mail pieces announcing program and/or advertising selected measures 
	$50,000

	Trade Shows /Seminars
	5
	Community-based organizations (CBOs), vendor seminars
	$10,000

	Electronic Mailers
	3
	E-mails and Web site advertising program
	$1,800


Table 1.  Marketing Material 2005

	Marketing Material
	Quantity
	Method of Distribution
	Projected Cost/

Marketing Effort

	Program Applications
	60,000
	Direct contact, mail, tradeshows, Chamber events, Web site 
	$12,500

	Program Summary Fact Sheet
	50,000
	Direct contact, mail, tradeshows, Chamber events, Web site
	$7,500

	Vendor Guidelines/ Participation Agreement
	500
	Web site
	$150.00

	Advertisements
	3
	Business journals, newspapers
	$25,000

	Customer Mailers
	3
	Direct mail pieces announcing program and/or advertising selected measures 
	$50,000

	Trade Shows /Seminars
	5
	Community-based organizations (CBOs), vendor seminars
	$10,000

	Electronic Mailers
	3
	E-mails & Web site advertising program
	$1,800


C.
Customer Enrollment

A rebate form must be completed and returned to the customer’s local utility, within the program timeline, in order to be eligible to receive a rebate.  No other type of customer enrollment is required for this program.  If however, a customer wishes to reserve a rebate in advance of their equipment purchase, they have the option to do so, by means of toll-free IOU phone numbers.

Additionally, the representatives at the same toll-free number are well versed in energy efficiency technologies and strategies, can answer questions regarding program guidelines, measure specifications, and can guide customers through the process of completing the rebate form.  If needed, they can perform an energy audit to help customers identify energy efficient opportunities and appropriate qualifying measures.  The representatives are also familiar with programs run by other entities and will frequently provide contact information to callers.

D.
Materials

Customers are solely responsible for the selection, purchase, and ownership of qualifying equipment.  Customers may choose to work with a vendor to purchase and install qualifying equipment.  All equipment must be new.  Used or rebuilt equipment is not eligible for rebate.  

Customers can install qualifying measures themselves or they can hire a vendor to do the installation.  In some cases, however, measures will require installation by a licensed contractor.  In all cases, the customer is responsible for complying with local codes, standards, regulations and permits.  The equipment must be installed pursuant to the manufacturer’s specifications.

Quality installation of materials and equipment is considered to be as critical to efficiency performance as the inherent efficiency of the device itself.
E.
Payment of Incentives 

Equipment must be purchased and installed prior to submitting a program rebate form.  An acceptable proof-of-purchase in the form of a receipt, vendor invoice, purchase order or equipment lease must be submitted with the completed rebate form.  In addition to requesting a hard copy from the utility, customers have the option to download the appropriate Express Efficiency form from the utility’s Web site; then they complete the rebate form according to directions provided; and finally they send the form and required attachments to their local utility.  The rebate forms list all qualifying measures and the fixed rebate amount for each measure.  This feature allows the customer to know the exact amount of their rebate payment prior to submitting the form.

Upon receipt, the rebate form is reviewed to make sure that the form was completed correctly and that the submittal package includes all necessary documentation.  The package must be complete before it is approved for payment and in some cases equipment installation verification is required.  If the package is found to be incomplete, the processing center will contact the customer and make every effort to assist them in completing the paperwork.  The intent is to ensure that the customer has a positive experience, and will want to participate in future programs.  A customer may authorize that the rebate payment be released to a vendor or other third party payee, which gives customers the option of using the rebate as their equipment down payment.

F.
Staff and Subcontractor Responsibilities

Staffing Structure -2004

	Position Title
	Primary Responsibilities
	Projected Work Hours

	Manager, Business Energy Resources Management 
	Responsible for all Business Energy Resources Management programs, including the Express Efficiency program
	8 hrs/week

	Senior Program Manager, Supervisor
	The Senior Program Manager, Supervisor is responsible for all aspects of program delivery including program goals, objectives, and parameters and implements the program.  Supervises program and project managers.  Also responsible for coordinating the program planning with the Statewide Team.
	40 hrs/week

	Program Manager
	Single point of contact for vendor participation in northern & southern territories of the system.  Supports all program objectives, including marketing, policies and procedures, collateral development, budgeting, technical support, Commission reporting, customer relations, program delivery and general program management.  
	40 hrs/week

	Project Manager
	Supports all program objectives, including marketing, policies and procedures, collateral development, budgeting, technical support, Commission reporting, customer relations, program delivery and general program management.  
	40 hrs/week

	Performance Consultant
	Coordinates energy efficiency training seminars.  
	20 hrs/week

	Rates & Account Services (RAS) Supervisor
	Supervisor, Central Processing Center (CPC), is responsible for receiving and handling all aspects of rebate form processing.  
	40 hrs/week

	Central Processing Center Reviewer
	Reviews each application, complete documentation through customer contact, and authorize rebate payments. 
	30 hrs/week

	Central Processing Center Service Rep
	Provides Central Processing Center technical support 
	40 hrs/week

	Central Processing Center Clerk
	Processes rebate applications and data entry 
	30 hrs/week

	Project Manager
	Supervisor, CEM Marketing Processing Center, is responsible for issuance of customer rebate checks.  
	12 hrs/week

	Senior Program Manager
	Supervisor, Central Inspection Program, is responsible for conducting post-field inspections to ensure customer equipment is installed.
	6 hrs/week

	Account Services Representatives
	Field representatives throughout PG&E’s 13 divisions provide a single point of contact for customers.  The Account Services Representatives actively promote the Express Efficiency program by marketing and distributing materials to customer based organizations, chambers of commerce and tradeshows.    
	2 hrs/week per AS rep throughout 13 divisions

	Senior Project Manager
	Oversee and coordinate advertisement for the Express Efficiency program.
	4 hrs/week

	Senior. Research Associate
	Provides engineering support and technical review of Express Efficiency applications.
	2 hrs/week

	Business Customer Center Account Services Representatives
	Team of desk-based account representatives who promote the Express Efficiency program to unassigned business customers and vendors who call a toll-free number.  
	40 hrs/week

	Senior Project Manager, Budgeting
	Provides budgetary support to the Express Efficiency Team.
	8 hrs/week


Staffing Structure -2005

	Position Title
	Primary Responsibilities
	Projected Work Hours 

	Manager, Business Energy Resources Management 
	Responsible for all Business Energy Resources Management programs, including Express Efficiency program
	8 hrs/week

	Senior Program Manager, Supervisor
	The Senior Program Manager, Supervisor is responsible for all aspects of program delivery including program goals, objectives, and parameters and implements the program.  Supervises program and project managers.  Also responsible for coordinating the program planning with the Statewide Team.    
	40 hrs/week

	Program Manager
	Single point of contact for vendor participation in northern & southern territories of the system.  Support all program objectives, including marketing, policies and procedures, collateral development, budgeting, technical support, Commission reporting, customer relations, program delivery and general program management.  
	40 hrs/week

	Project Manager
	Support all program objectives, including marketing, policies and procedures, collateral development, budgeting, technical support, Commission reporting, customer relations, program delivery and general program management.  
	40 hrs/week

	Performance Consultant
	Coordinate energy efficiency training seminars.  
	20 hrs/week

	RAS supervisor
	Supervisor, Central Processing Center (CPC), is responsible for receiving and handling all aspects of rebate form processing.  
	40 hrs/week

	Central Processing Center Reviewer
	Reviews each application, complete documentation through customer contact, and authorize rebate payments. 
	30 hrs/week

	Central Processing Center Service Rep
	Provides Central Processing Center technical support 
	40 hrs/week

	Central Processing Center Clerk
	Processes rebate applications and data entry 
	30 hrs/week

	Project Manager, MPC
	Supervisor, CEM Marketing Processing Center (MPC), is responsible for issuance of customer rebate checks.  
	12 hrs/week

	Senior Program Manager, CIP
	Supervisor, Central Inspection Program (CIP), is responsible for conducting post-field inspections to ensure customer equipment is installed.
	6 hrs/week

	Account Services Representatives
	Field representatives throughout PG&E’s 13 divisions provide a single point of contact to customers.  The Account Services Representatives actively promote the Express Efficiency program by marketing and distributing materials to customer based organizations, chambers of commerce and tradeshows.    
	2 hrs/week per AS rep throughout 13 divisions

	Senior Project Manager, Advertising
	Oversee and coordinate advertisement for the Express Efficiency program.
	4 hrs/week

	Senior Research Associate
	Provides engineering support and technical review of Express Efficiency applications.
	2 hrs/week

	Business Customer Center Account Services Representatives
	Team of desk-based account representatives who promote the Express Efficiency program to unassigned business customers and vendors who call a toll-free number.  
	40 hrs/week

	Senior Project Manager, Budgeting
	Provides budgetary support to the Express Efficiency Team.
	8 hrs/week


G.
Work Plan and Timeline for Program Implementation

2004 Work Plan and Timeline

	Program Implementation Activity
	Date

	Applications for Express Efficiency program printed and ready for distribution
	January 3, 2004 (or upon program approval)

	Express Efficiency program summary fact sheet printed and ready for distribution
	January 3, 2004 (or upon program approval)

	Express Efficiency program vendor guidelines and participation agreement printed and posted on website
	January 3, 2004 (or upon program approval)

	Applications in foreign languages for the Express Efficiency program printed and posted on website
	January 2004

	Customer mailer to small and medium-sized business customers announcing the 2004 Express Efficiency program
	January 2004

	Electronic mailers to vendors announcing the 2004 Express Efficiency program (i.e., Honeywell, etc.) 
	January 2004

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	February 2004

	Training Class on qualifying HVAC equipment 
	February 2004

	Vendor seminars throughout company territory announcing the 2004 Express Efficiency program
	February/March 2004 (or one month after program approval)

	Customer seminars/workshops throughout company territory announcing the 2004 Express Efficiency program
	February/March 2004 (or one month after program approval)

	Training Class for Customer Based Organizations (CBOs) in transmission constrained areas (i.e., Fresno)
	TBA

	Chambers of Commerce Events in company territory (i.e., Salinas, Hollister, Cupertino, Atascadero, etc.)
	Held throughout the year depending on the city’s schedule of chamber events 

	Chambers of Commerce Events for areas with primary language other than English (i.e., Fresno and Bakersfield Hispanic Chambers of Commerce)
	Held throughout the year depending on the city’s schedule of chamber events

	Electronic mailers to vendors targeting specific measures in the Express Efficiency program (i.e., Sheet Metal & Air Conditioning Contractors National Assoc) 
	March/May 2004

	Customer mailer to small and medium-sized business customers targeting specific geographic locations and specific measures (i.e., Fresno/Bakersfield, HVAC) 
	May 2004

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	May 2004

	Business Fairs and Expos (i.e., Placer County Farm Bureau, Sonoma Farm Bureau, etc.)
	June/July/August 2004

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	August 2004

	Customer mailer reminder to small- and medium-sized business customers announcing program closure 
	September/October 2004


2005 Work Plan and Timeline

	Program Implementation Activity
	Date

	Applications for Express Efficiency program printed and ready for distribution
	January 3, 2005 (or upon program approval)

	Express Efficiency program summary fact sheet printed and ready for distribution
	January 3, 2005 (or upon program approval)

	Express Efficiency program vendor guidelines and participation agreement printed and posted on website
	January 3, 2005 (or upon program approval)

	Applications in foreign languages for the Express Efficiency program printed and posted on website
	January 2005

	Customer mailer to small and medium-sized business customers announcing the 2005 Express Efficiency program
	January 2005

	Electronic mailers to vendors announcing the 2005 Express Efficiency program (i.e., Honeywell, etc.) 
	January 2005

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	February 2005

	Training Class on qualifying HVAC equipment 
	February 2005

	Vendor seminars throughout company territory announcing the 2005 Express Efficiency program
	February/March 2005 (or one month after program approval)

	Customer seminars/workshops throughout company territory announcing the 2005 Express Efficiency program
	February/March 2005 (or one month after program approval)

	Training Class for Customer Based Organizations (CBOs) in transmission constrained areas (i.e., Fresno)
	TBA

	Chambers of Commerce Events in company territory (i.e., Salinas, Hollister, Cupertino, Atascadero, etc.)
	Held throughout the year depending on the city’s schedule of chamber events 

	Chambers of Commerce Events for areas with primary language other than English (i.e., Fresno and Bakersfield Hispanic Chambers of Commerce)
	Held throughout the year depending on the city’s schedule of chamber events



	Electronic mailers to vendors targeting specific measures in the Express Efficiency program (i.e., Sheet Metal & Air Conditioning Contractors National Assoc) 
	March/May 2005

	Customer mailer to small and medium-sized business customers targeting specific geographic locations and specific measures (i.e., Fresno/Bakersfield, HVAC) 
	May 2005

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	May 2005

	Business Fairs and Expos (i.e., Placer County Farm Bureau, Sonoma Farm Bureau, etc.)
	June/July/August 2005

	Advertisements in business journals & newspapers in specific geographic locations (i.e., Fresno, Bakersfield, San Jose, Redding, etc.)
	August 2005

	Customer mailer reminder to small- and medium-sized business customers announcing program closure 
	September/October 2005


Section III.
Customer Description 
A.
Customer Description

To ensure equitable access to energy efficiency opportunities, Express Efficiency targets small- and medium-sized nonresidential customers of California’s four IOUs with an emphasis on the hard-to-reach customers.

In 2002, 74 percent of program participants were HTR commercial, industrial and agricultural customers.  This large percentage of HTR program participants clearly validates the IOUs’ experience in successfully identifying and equitably serving this customer sector.  Express Efficiency will expand program outreach by means of geographically and rate targeted mailers, seminars and media announcements as illustrated in Section II, G.  The program will also coordinate its efforts with local governments, other program implementers and CBOs and FBOs.

B.
Customer Eligibility

Eligible nonresidential electric customers are those on small- and medium-sized commercial, industrial and agricultural rate schedules with energy usage < 500 kW per service account.  Eligible nonresidential gas customers are those customers whose average monthly gas usage does not exceed 20,800 therms or who are currently served under a core gas rate.

Small customers are defined as those who use 20 kW to 100 kW or 10,000 to 50,000 therms or both.  Medium customers are those who use 100 kW to 500 kW or 50,000 to 250,000 therms or both. 

Customers that receive an incentive or rebate from another state or local public goods charge funded program are ineligible to receive an Express Efficiency rebate for the same measure(s).  In all cases, rebates cannot be combined with other public goods charge funded programs to receive additional rebates or incentives for the same measure(s), i.e., no double-dipping. 

C.
Customer Complaint Resolution

If a customer has a question, concern or dispute that relates to program policies, rules or procedures, a program office representative will evaluate the issue and seek to resolve the dispute consistent with web-posted program rules, policies and procedures.  If a customer has a dispute relating to work performed by a licensed contractor, the utility 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 utility will recommend that the customer work directly with the contractor to resolve the dispute.

D.
Geographic Area

This is a statewide program available to customers within the service areas of Pacific Gas and Electric Company, Southern California Edison, San Diego Gas and Electric Company and Southern California Gas Company.  However, to maintain equity in regard to program access, special emphasis will be placed on reaching eligible hard-to-reach customers in rural areas.  Two of these HTR areas have also been identified as transmission constrained, Humboldt and parts of the central San Joaquin Valley.  It is PG&E’s intent to launch a marketing campaign in these constrained areas. 

The marketing campaign will include coordination with the local governments, chambers of commerce and PG&E representatives in the selected areas.  Meetings will be held with community leadership to define specific electrically constrained areas, identify community needs and agree upon a plan of action that coordinates all resources available within the community, other program implementers and all appropriate PG&E programs.  The marketing plan will include customer and vendor seminars, community events, mailers and ads in local publications.  As the plan is implemented, other opportunities to make energy efficiency the cornerstone of alleviating the pressure on transmission constrained areas will be identified and pursued.  The coordinated local grassroots effort will leverage statewide and local assets to the advantage of the community and California overall. 

Section IV.
Measure and Activity Descriptions
A.
Energy Savings Assumptions

	MEASURE
	UNIT
	Gross
Annual
Energy
Savings
Per Unit
(kWh)[1]
	Gross
Peak
Demand
Reduct.
Per Unit
(kW)[1]
	Gross
Annual
Energy
Savings
Per Unit
(Therms)
[1]
	NTG
	EUL
	Gross
IMC
Per
Unit[1]
	Rebate
Per
Unit[2]

	Commercial Horizontal Axis Clothes Washers
	Unit
	-
	-
	148.92
	0.96
	10
	$168.00
	$150.00

	Storage Water Heaters
	MBtuh input
	-
	-
	1.75
	0.96
	15
	$6.78
	$2.00

	Space Heating Boilers - Steam
	MBtuh input
	-
	-
	0.64
	0.96
	20
	$2.24
	$1.00

	Space Heating Boilers - Hot Water
	MBtuh input
	-
	-
	0.64
	0.96
	20
	$2.24
	$1.00

	Space Heating Boilers - Large
	MBtuh input
	-
	-
	0.64
	0.96
	20
	$2.24
	$1.00

	Hot Water Boilers
	MBtuh input
	-
	-
	3.01
	0.96
	20
	$1.71
	$1.50

	Instant Water Heaters <= 75MBtuh
	MBtuh input
	-
	-
	5.29
	0.96
	15
	$(7.76)
	$2.00

	Instant Water Heaters >75 <= 200MBtuh
	MBtuh input
	-
	-
	1.41
	0.96
	15
	$(7.77)
	$2.00

	Instant Water Heaters > 200MBtuh
	MBtuh input
	-
	-
	1.41
	0.96
	15
	$(1.32)
	$2.00

	Process Boiler - Steam
	MBtuh input
	-
	-
	2.29
	0.96
	20
	$2.17
	$2.00

	Process Boiler - Water
	MBtuh input
	-
	-
	2.29
	0.96
	20
	$2.17
	$2.00

	Process Boiler - Direct Contact Water Heater
	MBtuh input
	-
	-
	2.29
	0.96
	20
	$2.17
	$2.00

	Power Burner Fryer
	MBtuh input
	-
	-
	4.79
	0.96
	12
	$11.12
	$5.00

	Power Burner Conveyor Oven
	MBtuh input
	-
	-
	4.79
	0.96
	12
	$16.08
	$5.00

	Infrared Fryer
	MBtuh input
	-
	-
	8.25
	0.96
	12
	$22.14
	$10.00

	Infrared Conveyor Oven
	MBtuh input
	-
	-
	7.87
	0.96
	12
	$10.25
	$10.00

	Infrared Rotisserie
	MBtuh input
	-
	-
	7.88
	0.96
	12
	$21.51
	$10.00

	Pipe Insulation (hot water)
	linear ft
	-
	-
	3.00
	0.96
	20
	$4.39
	$3.00

	Pipe Insulation (steam)
	linear ft
	-
	-
	15.20
	0.96
	20
	$4.39
	$3.00

	Tank Insulation (low temp)
	sq ft
	-
	-
	4.10
	0.96
	20
	$4.07
	$3.00

	Tank Insulation (high temp)
	sq ft
	-
	-
	11.40
	0.96
	20
	$4.07
	$3.00

	Heat Curtain for Green Houses
	sq ft
	-
	-
	0.39
	0.96
	5
	$0.49
	$0.40

	Sprinkler to Micro Irrigation System ConversionValley, Field/Veg
	acre
	579.00
	0.33462
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionValley, Deciduous
	acre
	819.00
	0.29640
	-
	0.96
	20
	$300.00
	$132.00

	Sprinkler to Micro Irrigation System ConversionValley, No Well, Citrus
	acre
	766.00
	0.16146
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionValley, Vineyard
	acre
	663.00
	0.20436
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Well, Field/Veg
	acre
	400.00
	0.25350
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Well, Deciduous
	acre
	593.00
	0.22464
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Well, Citrus
	acre
	630.00
	0.12246
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Well, Vineyard
	acre
	415.00
	0.15444
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Field/Veg
	acre
	368.00
	0.25350
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Deciduous
	acre
	546.00
	0.22464
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, No Well, Citrus
	acre
	579.00
	0.12246
	-
	0.96
	20
	$300.00
	$44.00

	Sprinkler to Micro Irrigation System ConversionCoast, Vineyard
	acre
	381.00
	0.15444
	-
	0.96
	20
	$300.00
	$44.00

	Low-Pressure Impact Sprinkler Nozzle-Portable, Hand-Move SystemsCentral Valley
	nozzle
	55.00
	0.02722
	-
	0.96
	8
	$1.20
	$1.15

	Low-Pressure Impact Sprinkler Nozzle-Portable, Hand-Move SystemsCoast & Coast Valleys
	nozzle
	12.00
	0.00640
	-
	0.96
	8
	$1.20
	$1.15

	Low-Pressure Impact Sprinkler Nozzle-Permanent, Solid-Set SystemsCentral Valley
	nozzle
	14.00
	0.00312
	-
	0.96
	8
	$1.20
	$1.15

	Low-Pressure Impact Sprinkler Nozzle-Permanent, Solid-Set SystemsCoast & Coast Valleys
	nozzle
	10.00
	0.00226
	-
	0.96
	8
	$1.20
	$1.15

	VFDs for injection molding machines
	horsepower
	1,478.40
	0.22000
	-
	0.96
	15
	$216.00
	$100.00

	Night Covers for Vertical Display Cases-Medium Temperature
	linear ft
	148.00
	-
	-
	0.96
	5
	$9.25
	$9.00

	Night Covers for Horizontal Display Cases-Low Temperature
	linear ft
	59.00
	-
	-
	0.96
	5
	$9.25
	$9.00

	Strip Curtains for Walk-ins  
	sq ft
	465.00
	0.05310
	-
	0.96
	4
	$3.05
	$3.00

	Glass Doors-Low Temperature Case  
	door
	2,812.00
	0.28620
	-
	0.96
	12
	$197.00
	$150.00

	Glass Doors-Medium Temperature Case  
	door
	1,155.00
	0.12960
	-
	0.96
	12
	$197.00
	$75.00

	New Refrigeration Case w/Doors-Low Temperature Case 
	linear ft
	1,208.00
	0.11783
	-
	0.96
	16
	$100.00
	$200.00

	New Refrigeration Case w/Doors-Medium Temperature Case 
	linear ft
	581.00
	0.05848
	-
	0.96
	16
	$100.00
	$150.00

	High Efficiency Low Temperature Reach-in Display Case w/Special Doors
	linear ft
	1,422.00
	0.08640
	-
	0.96
	16
	$700.00
	$200.00

	New Refrigeration Case w/Doors-Special doors with low/no ASH
	door
	749.00
	0.01500
	-
	0.96
	16
	$77.00
	$50.00

	Anti-Sweat Heater Controls
	linear ft
	343.00
	0.02200
	-
	0.96
	12
	$56.00
	$14.00

	Refrigeration Suction Line Insulation 
	linear ft
	16.00
	-
	-
	0.96
	11
	$1.72
	$1.00

	Food Service Refrigeration-Cooler/Freezer Solid Door Gaskets 
	linear ft
	2,091.00
	0.23900
	-
	0.96
	4
	$4.00
	$4.00

	Food Service Refrigeration-Cooler Glass Door Gaskets 
	linear ft
	2,091.00
	0.23900
	-
	0.96
	4
	$4.00
	$4.00

	Food Service Refrigeration-Auto Closer for Main Cooler Door
	unit
	3,535.00
	0.57000
	-
	0.96
	8
	$125.00
	$40.00

	Food Service Refrigeration-Auto Closer for Main Freezer Door
	unit
	3,535.00
	0.57000
	-
	0.96
	8
	$125.00
	$50.00

	Food Service Refrigeration-Auto Closer for Glass Reach-In Cooler Door
	unit (door)
	243.00
	0.03400
	-
	0.96
	8
	$300.00
	$40.00

	Food Service Refrigeration-Auto Closer for Glass Reach-In Freezer Door 
	unit (door)
	1,297.00
	0.18000
	-
	0.96
	8
	$300.00
	$50.00

	Food Service Refrigeration-Evaporator Fan Controller
	unit
	1,109.00
	-
	-
	0.96
	5
	$265.00
	$75.00

	Food Service Refrigeration-Air Cooled to Evap Cooled Condenser-Conventional
	Ton
	962.85
	1.21601
	-
	0.96
	16
	$781.00
	$195.00

	Food Service Refrigeration-Air Cooled to Evap Cooled Condenser-Multiplex
	Ton
	962.85
	1.21601
	-
	0.96
	16
	$781.00
	$195.00

	Efficient (Oversized) Condenser-Air Cooled
	Ton
	1,484.08
	0.22135
	-
	0.96
	16
	$702.00
	$175.00

	Efficient (Oversized) Condenser-Evaporator Cooled
	Ton
	1,620.98
	0.29993
	-
	0.96
	16
	$292.00
	$75.00

	Multiplex Compressor System-Air Cooled
	Ton
	7,564.34
	0.63053
	-
	0.96
	12
	$3,446.00
	$300.00

	Multiplex Compressor System-Evaporative Cooled
	Ton
	3,969.50
	0.57490
	-
	0.96
	12
	$3,446.00
	$300.00

	Floating Head Pressure Controllers-Air Cooled
	Ton
	2,694.71
	0.30345
	-
	0.96
	14
	$279.00
	$70.00

	Floating Head Pressure Controllers-Evap Cooled
	Ton
	894.27
	0.02095
	-
	0.96
	14
	$279.00
	$70.00

	High Efficiency Multiplex Compressor System w/Mechanical Sub-Cooling and Energy Efficient Condenser-Air Cooled
	Ton
	7,841.82
	0.72386
	-
	0.96
	12
	$3,446.00
	$300.00

	High Efficiency Multiplex Compressor System w/Mechanical Sub-Cooling and Energy Efficient Condenser-Evaporative Cooled
	Ton
	4,004.19
	0.59819
	-
	0.96
	12
	$3,446.00
	$300.00

	High Efficiency Motors SP to ECM
	motor
	673.00
	-
	-
	0.96
	16
	$161.00
	$15.00

	High Efficiency Motors SP to PSC
	motor
	336.00
	-
	-
	0.96
	16
	$161.00
	$20.00

	High Efficiency Refrigeration Compressors for Low Temperature Applications
	ton
	1,051.00
	0.16000
	-
	0.96
	15
	$132.00
	$45.00

	Vending Machine Controller
	Controller
	1,590.00
	-
	-
	0.96
	3
	$200.00
	$90.00

	Replacement of Incandescent Lamps Screw-in Compact Fluorescent-Regular 5-13 watts  
	Lamp
	224.24
	0.04031
	-
	0.96
	8
	$18.13
	$1.50

	Screw-in Compact Fluorescent Lamps - 14-26 watts
	Lamp
	284.04
	0.05106
	-
	0.96
	8
	$26.72
	$3.50

	Screw-in Compact Fluorescent Reflector Lamps - 14-26 watts
	Lamp
	284.04
	0.05106
	-
	0.96
	8
	$(10.41)
	$6.00

	Screw-in Compact Fluorescent Lamps - >=27 watts
	Lamp
	343.84
	0.06181
	-
	0.96
	8
	$43.84
	$4.25

	Fluorescent Fixture 5-13 watts  
	Fixture
	224.24
	0.04031
	-
	0.96
	16
	$65.56
	$9.00

	Fluorescent Fixture 14-26 watts 
	Fixture
	368.76
	0.06629
	-
	0.96
	16
	$86.12
	$11.00

	Fluorescent Fixture Conversion frm Incandescent 27-65 watts
	Fixture
	707.62
	0.12720
	-
	0.96
	16
	$(20.55)
	$12.50

	Fluorescent Fixture Conversion frm Mercury Vapor 27-65 watts
	Fixture
	333.87
	0.06002
	-
	0.96
	16
	$36.17
	$11.50

	Fluorescent Fixture Conversion frm Incandescent 66-90 watts
	Fixture
	1,076.37
	0.19349
	-
	0.96
	16
	$(38.59)
	$18.00

	Fluorescent Fixture Conversion frm Mercury Vapor 66-90 watts
	Fixture
	578.05
	0.10391
	-
	0.96
	16
	$110.60
	$17.00

	Fluorescent Fixture Conversion frm Incandescent >90 watts
	Fixture
	1,913.55
	0.34397
	-
	0.96
	16
	$(127.23)
	$22.50

	Fluorescent Fixture Conversion frm Mercury Vapor >90 watts
	Fixture
	842.16
	0.15138
	-
	0.96
	16
	$119.47
	$21.50

	INDUCTION LAMPS & FIXTURE: 55-100 WATTS, INCANDESCENT
	Lamp
	896.98
	0.16124
	-
	0.96
	16
	$295.00
	$35.00

	Induction Lamps and Fixtures Conversion frm Mercury Vapor >100 watt lamp
	Lamp
	662.77
	0.11914
	-
	0.96
	16
	$290.00
	$50.00

	Fluorescent Fixtures-Non-Dimming Electronic Ballasts
	Lamp Controlled
	34.88
	0.00627
	-
	0.96
	16
	$17.50
	$2.00

	Fluorescent Fixtures-Dimming Electronic Ballasts
	Lamp Controlled
	59.90
	0.01300
	-
	0.96
	16
	$26.50
	$10.00

	Delamping-Removal of Lamps, Lamp Holders, and Ballasts-2 foot lamp removed 
	Lamp Removed
	159.46
	0.02866
	-
	0.96
	16
	$19.00
	$4.00

	Delamping-Removal of Lamps, Lamp Holders, and Ballasts-3 foot lamp removed 
	Lamp Removed
	219.26
	0.03941
	-
	0.96
	16
	$19.00
	$4.00

	Delamping-Removal of Lamps, Lamp Holders, and Ballasts-4 foot lamp removed 
	Lamp Removed
	214.28
	0.03852
	-
	0.96
	16
	$19.00
	$6.00

	Delamping-Removal of Lamps, Lamp Holders, and Ballasts-8 foot lamp removed 
	Lamp Removed
	393.67
	0.07077
	-
	0.96
	16
	$33.00
	$9.00

	PREMIUM T8/T5 Lamp & Electronic Ballast/New Fixture-Replacement of T-12 Lamps & EnergySaver Ballast-8 ft
	Lamp Installed
	49.83
	0.00896
	-
	0.96
	16
	$32.50
	$7.50

	PREMIUM T8/T5 Lamp & Electronic Ballast/New Fixture-Replacement of T-12 Lamps & EnergySaver Ballast-2 ft
	Lamp Installed
	54.82
	0.00985
	-
	0.96
	16
	$10.50
	$3.50

	PREMIUM T8/T5 Lamp & Electronic Ballast/New Fixture-Replacement of T-12 Lamps & EnergySaver Ballast-3 ft
	Lamp Installed
	64.78
	0.01164
	-
	0.96
	16
	$21.00
	$4.25

	PREMIUM T8/T5 Lamp & Electronic Ballast/New Fixture-Replacement of T-12 Lamps & EnergySaver Ballast-4 ft
	Lamp Installed
	59.80
	0.01075
	-
	0.96
	16
	$4.49
	$4.25

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Incandescent 0-35 watt lamp
	Fixture
	274.08
	0.04927
	-
	0.96
	16
	$133.00
	$18.00

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Mercury Vapor 0-35 watt lamp
	Fixture
	144.51
	0.02598
	-
	0.96
	16
	$60.00
	$12.50

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Incandescent 36-70 watt lamp
	Fixture
	548.15
	0.09853
	-
	0.96
	16
	$287.00
	$25.00

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Mercury Vapor 36-70 watt lamp
	Fixture
	174.41
	0.03135
	-
	0.96
	16
	$287.00
	$18.00

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Incandescent 71-100 watt lamp
	Fixture
	852.13
	0.15318
	-
	0.96
	16
	$287.00
	$40.00

	High Intensity Discharge (HID) Interior Fixtures (Compact)-Conversion frm Mercury Vapor 71-100 watt lamp
	Fixture
	353.81
	0.06360
	-
	0.96
	16
	$287.00
	$38.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Incandescent 101-175 watt lamp  
	Fixture
	1,445.13
	0.25977
	-
	0.96
	16
	$287.00
	$40.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Mercury Vapor 101-175 watt lamp  
	Fixture
	373.74
	0.06718
	-
	0.96
	16
	$287.00
	$38.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Incandescent 176-250 watt lamp  
	Fixture
	2,267.36
	0.40757
	-
	0.96
	16
	$287.00
	$40.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Mercury Vapor 176-250 watt lamp  
	Fixture
	792.33
	0.14243
	-
	0.96
	16
	$287.00
	$48.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Incandescent 251-400 watt lamp  
	Fixture
	2,690.93
	0.48371
	-
	0.96
	16
	$287.00
	$50.00

	Interior HID Fixtures (Pulse Start)-Conversion frm Mercury Vapor 251-400 watt lamp  
	Fixture
	2,232.48
	0.40130
	-
	0.96
	16
	$287.00
	$38.00

	Exterior HID Fixtures-Conversion frm Incandescent 0-100 watts
	Fixture
	770.80
	-
	-
	0.96
	16
	$144.00
	$36.00

	Exterior HID Fixtures-Conversion frm Mercury Vapor 0-100 watts
	Fixture
	360.80
	-
	-
	0.96
	16
	$144.00
	$22.00

	Exterior HID Fixtures-Conversion frm Incandescent 101-175 watts
	Fixture
	1,353.00
	-
	-
	0.96
	16
	$144.00
	$64.00

	Exterior HID Fixtures-Conversion frm Mercury Vapor 101-175 watts
	Fixture
	471.50
	-
	-
	0.96
	16
	$144.00
	$30.00

	Exterior HID Fixtures-Conversion frm Incandescent >=176 watts
	Fixture
	1,976.20
	-
	-
	0.96
	16
	$144.00
	$100.00

	Exterior HID Fixtures-Conversion frm Mercury Vapor >=176 watts
	Fixture
	762.60
	-
	-
	0.96
	16
	$144.00
	$48.00

	Ceramic Metal Halide Fixture
	Fixture
	345.77
	0.07330
	-
	0.96
	16
	$75.00
	$25.00

	High Output (HO) T-5 Fixtures-4-Lamp-Conversion frm 400 watt Metal Halide<244 watts
	Fixture
	1,116.24
	0.20065
	-
	0.96
	16
	$250.00
	$75.00

	Interior Pulse Start Metal Halide Fixture-Conversion frm 400 watt Metal Halide<350 watts
	Lamp
	538.19
	0.09674
	-
	0.96
	16
	$287.00
	$45.00

	Occupancy Sensor-Wallbox Lighting Sensor 
	Sensor
	265.53
	0.11125
	-
	0.96
	8
	$56.00
	$16.50

	Occupancy Sensor-Wall or Ceiling-Mounted Lighting Sensor 
	Sensor
	788.64
	0.38125
	-
	0.96
	8
	$141.00
	$44.00

	Occupancy Sensor-Plug Load Sensor 
	Sensor
	289.58
	0.12375
	-
	0.96
	8
	$20.00
	$15.00

	Photocell  
	Photocell
	106.40
	-
	-
	0.96
	8
	$10.00
	$7.00

	Timeclock
	Clock
	474.24
	-
	-
	0.96
	8
	$100.00
	$36.00

	Exit Sign-LED-High Efficiency
	Fixture
	351.36
	0.04236
	-
	0.96
	16
	$49.96
	$27.00

	LED Channel Signage Retrofit-Indoor Red <=2 feet high
	Linear Ft
	43.80
	0.01000
	-
	0.96
	16
	$18.00
	$4.00

	LED Channel Signage Retrofit-Indoor Red >2 feet high
	Linear Ft
	87.60
	0.02000
	-
	0.96
	16
	$33.00
	$6.00

	LED Channel Signage Retrofit-Outdoor Red <=2 feet high
	Linear Ft
	21.90
	-
	-
	0.96
	16
	$18.00
	$2.00

	LED Channel Signage Retrofit-Outdoor Red >2 feet high
	Linear Ft
	43.80
	-
	-
	0.96
	16
	$33.00
	$3.00

	LED Channel Signage Replacement-Indoor Red <=2 feet high
	Linear Ft
	43.80
	0.01000
	-
	0.96
	16
	$12.00
	$4.00

	LED Channel Signage Replacement-Indoor Red >2 feet high
	Linear Ft
	87.60
	0.02000
	-
	0.96
	16
	$24.00
	$6.00

	LED Channel Signage Replacement-Outdoor Red <=2 feet high
	Linear Ft
	21.90
	-
	-
	0.96
	16
	$12.00
	$2.00

	LED Channel Signage Replacement-Outdoor Red >2 feet high
	Linear Ft
	43.80
	-
	-
	0.96
	16
	$24.00
	$3.00

	Package Terminal Air Conditioning Unit
	Unit
	161.65
	0.11889
	-
	0.96
	15
	$65.00
	$100.00

	Set-Back Programmable Thermostat 12.5 Tons
	thermostat
	4,093.00
	-
	1,095.00
	0.96
	11
	$58.00
	$54.00

	Reflective Window Film
	sq ft
	14.11
	0.00225
	-
	0.96
	10
	$3.12
	$1.35

	Direct Evaporative Cooler
	ton
	1,074.86
	0.71357
	-
	0.96
	15
	$126.90
	$123.00

	VSDs for HVAC Fans - 100 hp maximum
	horsepower
	753.00
	-
	-
	0.96
	15
	$202.00
	$80.00

	Cool Roof
	sq ft
	0.50
	0.00030
	-
	0.96
	15
	$0.32
	$0.10

	Pressureless Steamer <=0.4 kW Idle (Connectionless/Boilerless)
	Unit
	6,620.00
	0.20000
	-
	0.96
	12
	$-
	$750.00

	Pressureless Steamer <=0.2 kW Idle (Connectionless/Boilerless)
	Unit
	7,780.00
	0.40000
	-
	0.96
	12
	$(500.00)
	$900.00

	Insulated Holding Cabinet-Full Size <=0.8 kW (with Solid Doors)
	Unit
	3,900.00
	0.70000
	-
	0.96
	12
	$1,000.00
	$458.00

	Insulated Holding Cabinet-Full Size <=0.5 kW (with Solid Doors)
	Unit
	5,500.00
	1.00000
	-
	0.96
	12
	$1,000.00
	$733.00

	Insulated Holding Cabinet-Three-Quarter Size <=0.6 kW (with Solid Doors)
	Unit
	2,790.00
	0.50000
	-
	0.96
	12
	$800.00
	$367.00

	Insulated Holding Cabinet-Three-Quarter Size <=0.4 kW (with Solid Doors)
	Unit
	3,850.00
	0.70000
	-
	0.96
	12
	$800.00
	$550.00

	Insulated Holding Cabinet-Half Size <=0.4 kW (with Solid Doors)
	Unit
	1,950.00
	0.35000
	-
	0.96
	12
	$600.00
	$275.00

	Insulated Holding Cabinet-Half Size <=0.3 kW (with Solid Doors)
	Unit
	2,750.00
	0.45000
	-
	0.96
	12
	$600.00
	$367.00

	Pre-rinse Spray Valve
	Valve
	
	
	570.00
	0.96
	5
	$60.00
	$30.00

	Infared Film for Greenhouse Walls
	sq ft
	
	
	0.05
	0.96
	4
	$0.03
	$0.03

	1 HP Energy Efficiency Motor
	Motor
	111.84
	0.0176
	
	0.96
	15
	-$18.00
	$35.00

	1.5 HP Energy Efficiency Motor
	Motor
	135.72
	0.0214
	
	0.96
	15
	-$15.00
	$35.00

	2 HP Energy Efficiency Motor
	Motor
	180.96
	0.0285
	
	0.96
	15
	-$29.00
	$35.00

	3 HP Energy Efficiency Motor
	Motor
	305.70
	0.0481
	
	0.96
	15
	-$11.00
	$40.00

	5 HP Energy Efficiency Motor
	Motor
	335.79
	0.0529
	
	0.96
	15
	-$20.00
	$50.00

	7.5 HP Energy Efficiency Motor
	Motor
	612.23
	0.0964
	
	0.96
	15
	-$16.00
	$60.00

	10 HP Energy Efficiency Motor
	Motor
	704.90
	0.1110
	
	0.96
	15
	-$25.00
	$70.00

	15 HP Energy Efficiency Motor
	Motor
	932.17
	0.1468
	
	0.96
	15
	-$49.00
	$80.00

	20 HP Energy Efficiency Motor
	Motor
	1,242.89
	0.1957
	
	0.96
	15
	$11.00
	$90.00

	25 HP Energy Efficiency Motor
	Motor
	5,154.96
	0.8116
	
	0.96
	15
	$304.00
	$230.00

	30 HP Energy Efficiency Motor
	Motor
	6,323.62
	0.9956
	
	0.96
	15
	$191.00
	$135.00

	40 HP Energy Efficiency Motor
	Motor
	7,477.42
	1.1773
	
	0.96
	15
	$489.00
	$320.00

	50 HP Energy Efficiency Motor
	Motor
	9,938.21
	1.5647
	
	0.96
	15
	$322.00
	$300.00

	60 HP Energy Efficiency Motor
	Motor
	10,009.48
	1.5760
	
	0.96
	15
	$428.00
	$355.00

	75 HP Energy Efficiency Motor
	Motor
	12,266.45
	1.9313
	
	0.96
	15
	$773.00
	$540.00

	100 HP Energy Efficiency Motor
	Motor
	15,245.83
	2.4004
	
	0.96
	15
	$1,203.00
	$720.00

	125 HP Energy Efficiency Motor
	Motor
	20,673.35
	3.2550
	
	0.96
	15
	$1,070.00
	$945.00

	150 HP Energy Efficiency Motor
	Motor
	21,718.19
	3.4195
	
	0.96
	15
	$2,408.00
	$1,260.00

	200 HP Energy Efficiency Motor
	Motor
	28,957.58
	4.5593
	
	0.96
	15
	$3,406.00
	$1,260.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled split system Tier 1
	ton
	224.32
	0.1650
	
	0.96
	15
	$205.00
	$80.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled single package Tier 1
	ton
	262.87
	0.1933
	
	0.96
	15
	$158.00
	$80.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled split system Tier 2
	ton
	282.62
	0.2079
	
	0.96
	15
	$406.60
	$100.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled single package Tier 2
	ton
	292.80
	0.2153
	
	0.96
	15
	$315.80
	$100.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled split system Tier 3
	ton
	318.25
	0.2341
	
	0.96
	15
	$541.00
	$140.00

	A/C Units <65 MBtu/hr (5.4 tons) air-cooled single package Tier 3
	ton
	321.18
	0.2362
	
	0.96
	15
	$421.00
	$140.00

	A/C Units 65-135 MBtu/hr (5.4-11.3 tons) air/water/evap-cooled split-system or single package Tier 2
	ton-delta EER
	109.44
	0.0805
	
	0.96
	15
	$79.00
	$75.00

	A/C Units 135-240 MBtu/hr (11.3-20 tons) air-cooled split-system or single package Tier 2
	ton-delta EER
	118.37
	0.0871
	
	0.96
	15
	$79.00
	$75.00

	A/C Units 240-756 MBtu/hr (20-63 tons) air cooled split-system or single package Tier 2
	ton-delta EER
	130.53
	0.0960
	
	0.96
	15
	$79.00
	$75.00

	Package or Split A/C or HP Water or Evap Cooled >=135 and < 240  kBtu/h
	ton
	118.37
	0.0871
	
	0.96
	15
	$79.00
	$113.00


[1] Refer to workpapers delivered separately to Energy Division.
[2] Refer to ITRON/RER rebate study completed 2003 for California IOUs.
B.
Deviations in Standard Cost-effectiveness Values

Refer to A. above.

C.
Rebate Amounts

Refer to A. above.

D.
Activities Description 

Not applicable

Section V.
Goals


Energy and Peak Demand Savings Targets

	Total Net kWh
	Total Net kW
	Total Net Therm

	191,416,087
	33,287
	2,132,391


In addition to energy savings and demand reduction goals, for customer equity, PG&E will ensure that 41 percent of the applications received for this program are from nonresidential hard-to-reach customers as described in the Appendix C Glossary of the Commission’s Energy Efficiency Policy Manual, Version 2, dated, August 2003. 

Section VI.
Program Evaluation, Measurement and Verification (EM&V)
General Approach to Evaluation Program Success

This statewide EM&V plan is based on the Commission’s objectives as outlined in the Energy Efficiency Policy Manual (EE Policy Manual) V.2, and adheres to the guidelines in the International Performance Measurement and Verification Protocol (IPMVP).

This statewide EM&V plan will continue to use the existing EE Policy Manual and established EM&V methods to evaluate the Express Efficiency Rebate Program’s success while the M&V Protocols and Framework are being completed.  At such time, a detailed EM&V plan will be revised, as appropriate, to incorporate the EM&V Protocols and Framework to evaluate the program’s success.

The goals and objectives of the Express Efficiency evaluation plan are to provide established methods to measure and quantify results in the form of achieved levels of energy and peak demand savings for the program.  The primary measurement of program success will be the tabulation of the estimated energy and demand savings for measures installed through the program, versus baseline measures.  The Express Efficiency program will also be evaluated on program delivery, process evaluation, market assessment and customer behavior and analysis.  Such studies provide ongoing information regarding benchmarking, and overall success in order to refine and optimize program delivery.

Approach to Measure and Verify Peak and Demand Savings

The primary measurement of program success will be verification of measures 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 onsite verification of a selected sample of installations (across all utilities) on an ongoing basis to ensure that the rebated measures were installed correctly.  Changes in manufacturers’ and distributors’ stocking practices for energy efficiency equipment will also be assessed, if needed.  An assessment of the verification process will be undertaken at the end of the year to ensure sampling validity.  Savings estimates will be updated to reflect the best available information, as needed.  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 such as statewide integration between the investor-owned utilities, and with other California programs including financing options.  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.  The plan may also include:  1) analysis of program accomplishments; 2) benchmarking comparisons between a variety of initiatives to identify best-practices for program design, delivery and implementation; 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.

Approach to Evaluation of Program Success

To comply with the objectives of the Commission for ongoing assessment and improvement of programs, the EM&V plan will also focus on: 1) analysis of program accomplishments; 2) comparisons between measures and identify best practices for the program design, delivery and implementation; 3) assessment of program targeting and customer satisfaction including upstream market actors, if needed; and 4) incentive levels and customer satisfaction.

· Market Assessment and Customer Behavior Analysis: This task will assist in assessing customer awareness, behaviors and practices given their participation in the Express Efficiency program as well as allow an assessment of customer behavior and practices.  Market saturation/potential studies from statewide studies currently underway will inform the market assessment and baseline analysis.

· Process Evaluations: This task will include evaluation of program delivery mechanisms, timelines and customer satisfaction.  The research will provide ongoing feedback and corrective guidance regarding program implementation through a customer behavior study, and measure indicators of the program effectiveness through a process evaluation study.  These activities will include evaluation of program delivery in terms of marketing and delivery channels and may include customer satisfaction surveys regarding customers' perceptions about how the program has helped them manage their energy bills.

Potential EM&V Contractors

The contractors listed below can objectively and effectively evaluate program success.  As a group, their work includes impact evaluation, measurement and verification, process evaluation, market assessments, and verification of program accomplishments.  These firms have a track record of completing high quality, objective studies of energy efficiency programs either for the California investor-owned utilities or for other entities whose studies we have been able to review.  This list does not include all of the qualified evaluators who could objectively evaluate program success.  The final list of evaluation consultants will be based on several factors including future Commission decisions, the mix of approved programs and the experience of the evaluation consultants.

	ADM Associates
	KVDR Consulting

	Aloha Systems
	Megdal & Associates

	Alternative Energy Systems Consulting (AESC)
	Nexant

	Applied Management Sciences Group
	Opinion Dynamics

	Architectural Energy Corporation (AEC)
	Quantec LLC

	ASW Engineering Management 
	Quantum Consulting

	Aspen Systems Corporation
	Ridge and Associates

	EcoNorthwest
	PA Consulting Group

	Energy & Environmental Economics
	Research Into Action

	Energy Market Innovations
	RLW Analytics

	Equipoise Consulting
	Robert Mowris & Associates

	Freeman Sullivan & Co.
	SBW Engineering

	Frontier Associates
	Science Applications International Corp. (SAIC)

	GDS Associates
	Skumatz Economic Research Associates (SERA)

	Global Energy Partners
	Summit Blue Consulting

	Heschong-Mahone Group
	TecMRKT Works

	ICF Consulting
	Vanward Consulting

	Itron (RER)
	Wirtshafter Associates

	KEMA-Xenergy, Inc
	


Section VII.
Qualifications 
A.
Primary Implementer

PG&E has managed customer energy efficiency programs for over 25 years.  It has been nationally recognized as a major leader in energy efficiency and has earned awards year after year for its outstanding and innovative programs.  For example, PG&E received several ACEEE awards for its outstanding contribution to alleviating the 2001 California Energy Crisis. 

Because PG&E has offered a prescriptive rebate program for many, many years, the infrastructure that supports delivery of effective collateral materials, marketing channels, Web sites and processing procedures are in place and ready to start, without any program-damaging hiatus.

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 equipment programs supported by the IOU’s customer-trusted information programs.  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.  Furthermore, they continue to look to PG&E for assistance in managing their energy use and costs.  Customers deserve to have their preferred energy expert provide the services that they need and demand. 

B.
Subcontractors 

To be determined.

C.
Resumes or Description of Experience

Norman E.  Stone   

CAREER SUMMARY

Expertise in alternative fuel vehicles, clean air programs, marketing energy efficiency programs and designing incentives for the complete spectrum of the company's customers (residential, industrial, commercial, and agricultural).  Over 20 years of experience in customer education, audits, and energy conservation programs.

EMPLOYMENT HISTORY

PG&E Company – San Francisco, California 

2001 – Present

Manager, Business Energy and Clean Air Management

1993 – 2001

Manager, Low Emission Vehicle Programs

1993 – 1997
Manager, Commercial, Industrial and Agricultural Energy Efficiency Programs

1992 – 1993

Manager, Natural Gas Vehicle Market Development

1992 – 1993

Marketing Manager

1985 – 1989

Energy Management/Marketing Supervisor

1983 – 1984

Energy Management Engineer

1980 – 1982

Energy Management Representative

Manager, Business Energy and Clean Air Management

· Manage program design and delivery for all commercial, industrial, and agricultural energy efficiency programs, including information programs, energy management services, and incentive programs (retrofit and new construction)

· Concurrently manage PG&E's natural gas vehicle (NGV) and electric vehicle (EV) programs described below.

Manager, Low Emission Vehicle Programs

· Oversee the delivery of natural gas (NGV) and electric vehicle (EV) programs, including Epact compliance, infrastructure development to support PG&E fleet NGV and EV acquisitions, customer education, and research and development.

Manager, Commercial, Industrial and Agricultural Energy Efficiency Programs

· Managed the design and delivery of energy efficiency programs for all customer segments, including the development and promotion of incentive and informational programs.

Manager of Natural Gas Vehicle Market Development 

· Executive-on-Loan to the American Gas Association (A.G.A.) in Arlington, Virginia.

· Provided direct marketing and sales support to A.G.A. member organizations.

· Project manager for the national Natural Gas Vehicle Conference in Orlando, Florida.

Marketing Manager

· Managed delivery of energy management surveys and incentive programs to Residential, Commercial, Industrial, and Agricultural customers for PG&E’s Vallejo-Napa Division.

· Supervised approximately 15 employees.

Energy Management/Marketing Supervisor

· Managed delivery of energy management surveys and incentive programs to all customer segments for PG&E’s Stanislaus Division.

Energy Management Engineer

· Performed energy surveys for commercial and industrial customers whose annual energy consumption exceeded 100,000 kWh a year. 

· Supervised five energy management representatives, providing energy surveys to small commercial customers whose annual energy was less than 100,000 kWh a year.

Energy Management Representative

· Performed energy surveys for large commercial and industrial customers. 

· Conducted follow-up visits of customers who had received energy audits to determine what recommendations had been implemented.  Documented any load changes at the customers’ facilities.

EDUCATION AND PROFESSIONAL REGISTRATIONS

United States Military Academy, West Point, New York

Registered Professional Engineer, Mechanical (California, #25631)

ASSOCIATIONS AND AFFILIATIONS

· Member, Board of Directors, California Natural Gas Vehicle Coalition, Sacramento, California (Past Chairman – 1999-2001)

· Member, California Electric Transportation Coalition, Sacramento, California

· Member, Executive Committee, Natural Gas Vehicle Coalition, Washington, D.C. 

Carol A. Harty   

CAREER SUMMARY

Over 23 years experience in both residential and nonresidential energy efficiency programs.  Expertise includes multiple aspects of customer energy efficiency and overall issues that directly affect utility customers. 

EMPLOYMENT HISTORY

PG&E Company – San Francisco, California 

2002– Present

Senior Program Manager, Supervisor, Express Efficiency


2001 – 2002

Senior Program Manager (R), Industrial/Agricultural New Construction

1996 – 2001
Major Accounts Representative

1993 – 1994

Supervisor (R), Residential Conservation Services

1993 – 1993

Bid Evaluator (R), Power Saving Partners/Electric Resource Planning

1988 – 1996

Accounts Representative

1986 – 1988

Energy Management Representative

1983 – 1985

District Representative (R), Service Planning

1981 – 1988

Conservation Representative

1979 – 1981

Conservation Incentives Installer, Gas Department


Senior Program Manager, Supervisor

· Manages all aspects of small nonresidential prescriptive energy efficiency programs.  Responsibilities include: program design, strategies, marketing, budget, coordination between other programs achievement of goals and regulatory reporting.

· Supervises activities of program support staff.  

Senior Program Manager 

· Developed and managed the Industrial/As New Construction program. 

· Managed all aspects of the programs including resource acquisition, budgeting, and forecasting. 
· Leveraged various company resources to achieve program objectives.  

Major Account Representative/Account Representative 

· Managed PG&E relationship with 7 major commercial and industrial customers whose revenue totaled > $19 million.  

· Duties included, but were not limited to billing issues; service planning issues; service reliability; and CEE.
Residential Services Supervisor  (R)

· Supervised and developed 10 employees performing home surveys and direct weatherization inspections.
· Duties included program marketing; ensuring customer satisfaction; meeting CEE goals; compliance to programs’ guidelines and managing the department budget.
Power Saving Partners Bid Evaluator   (R)

· Evaluated and ranked the marketing plans of 42 Third Party Demand Side Management (DSM) bidders.  

· As member of the team, assisted in determining bid winners.  

District Representative  (R)

· Managed new business and reconstruction projects within the City of Tracy and outlying area.

· Worked with contractors and PG&E to coordinate construction of PG&E facilities to meet customers’ need.

Energy Management/Conservation Representative

· Performed energy surveys for all sizes of commercial and industrial customers. 

· Conducted follow-up visits of customers who had received energy audits to determine what recommendations had been implemented. 

· Assisted customers manage their energy efficiency projects.

EDUCATION:

University of San Francisco
B.S. 

Humphreys College

A.A.

ASSOCIATIONS AND AFFILIATIONS

· American Red Cross volunteer

· Phoenix Project/Stanislaus National Forest reforestation volunteer

· Yosemite Fund volunteer
James B.  Hanna   
CAREER SUMMARY

More than 25 years experience implementing and managing commercial and industrial energy efficiency programs. 

EMPLOYMENT HISTORY

PG&E Company – San Francisco, California 

2001 – Present

Program Manager, Express Efficiency 

1998 – 2000

Senior Program Engineer

1981 – 1997
Major Account Representative / Marketing Engineer / Account Representative

Express Efficiency Program Manager  

· Designed and managed motor and air conditioner distributor rebate programs.  

· Handled all aspects of the rebate program including policy and procedures development and enforcement, regulatory support, marketing, and advertising

· Successfully modified stocking practices of high-efficiency HVAC equipment distributors

Senior Program Engineer 

· Designed, developed, tested, and implemented ‘real-time’ performance analysis testing (PAT) tools for air compressors, motors, and package air conditioners.  

· Directly involved in the adoption of the PAT tools by the Department of Energy (DOE) as part of their national Compressed Air Challenge program.

Major Account Representative / Marketing Engineer / Account Representative  

· Performed complex commercial and industrial energy audits to determine potential energy savings and recommended measures for reducing energy use.  

· Managed the marketing, advertising, and implementation of numerous energy efficiency programs. 

· Performed energy savings calculations and oversaw the processing of PG&E’s various rebate programs including Retrofit Express, Customized, REO, APO, and Express Efficiency.

EDUCATION

· California State University, Chico – MBA, Business Administration

· California State University, Chico – B.S., Electrical Engineering

· California State University, Chico – Certificate, Introduction to Cisco Routers, Introduction to DNS, Introduction to Networking and TCP/IP

ASSOCIATIONS / AFFILIATIONS

· Board of Directors, Department of Energy’s Compressed Air Challenge

· Committee Member, Consortium for Energy Efficiency (CEE) – Air Conditioners, Chillers, and Motors

· Member, Association for Energy Services Professionals (AESP)

Kathy L.  Burney   

CAREER SUMMARY

More than 30 years experience in the utility industry, including program management, safety, health and claims, accounting, workers’ compensation, and energy efficiency.

EMPLOYMENT HISTORY

PG&E Company – San Francisco, California 

2002 – Present

Project Manager, Express Efficiency program

2001 – 2002

Project Manager, LED Rebate program

1997 – 2001

Accounting Analyst

1995 – 1997

Workers’ Compensation Representative, Associate

1993 – 1994

Administrative Supervisor

Project Manager, Express Efficiency Program  

· Duties include assisting with the development of the Energy Efficiency Program Implementation Plans, including budgeting and forecasting resource requirements, identifying marketing strategies, and target markets, and setting program goals.  

· Assists with marketing the program to our customers, vendors and account repsentatives through marketing collaterals such as ads, bill inserts and customer mail outs.  

· Participates in trade shows promoting the energy efficiency programs offered by PG&E. 

Project Manager  

· Managed Light Emitting Diode (LED) Traffic Signal Rebate program, a program with a budget of over $14 million.  

· Coordinated all aspects of the program including:  Developed reservation, processed forms utilizing internal accounting and tracking mechanisms, monitored progress and maintained communication with city and county program participants. 

· Provided quality assurance of rebate forms for approval of payment, and tracked data for all required reports and filings to the California Public Utilities Commission

Accounting Analyst 

· Provided consulting services to internal clients on all aspects of payroll policies and procedures.

· Ensured compliance to state and federal guidelines.

Workers’ Compensation Representative, Associate 

· Administered 200 – 250 files of workers’ compensation claims for employees who incurred on-the-job injuries.  

Administrative Supervisor 

· Managed the Support Services function in Safety, Health and Claims Department by designing workflow practices. 

· Supervised staff.

EDUCATION

University of San Francisco, B.S.

Certificate for Workers’ Compensation, Insurance Educational Association (IEA), San Francisco

Carmen Bradley 
CAREER SUMMARY

Over five years experience administering nonresidential energy efficiency programs, including program management and implementation.  

EMPLOYMENT HISTORY

PG&E Company – San Francisco, California 

2002 – Present

Project Manager

2000 – 2002
              Account Representative 

Project Manager, Express Efficiency Program  

· Duties include working with state IOUs to meet program objectives and deliverables, documenting processes for the program’s internal Policies and Procedures manual, communicating technical program information internally, and identifying marketing strategies and target markets. 

· Assists with marketing the program to our customers, vendors and account repsentatives through marketing collaterals such as ads, bill inserts and customer mail outs.  

· Participates in trade shows promoting the energy efficiency programs offered by PG&E. 

Account Representative 

· Delivered account services to unassigned business customers, including team lead for the Express Efficiency nonresidential rebate program.  

· Duties included communicating program goals and objectives to team and managed related projects, developed material ordering system and various reporting capabilities.  

· Additional duties included conducting energy audits and provided communication on energy efficiency, rates, load management, and other utilities issues.   

Honeywell DMC Services

1998-2000

· Provided energy efficiency consultations to business customers at the Energy Efficiency Resource Center.

· Edited and published the PG&E newsletter, contributing articles for publication.  

· Developed and managed various marketing collateral, surveys, direct mail projects, telemarketing projects, performed customer correspondence and produced report for major water agency.  

· Wrote several winning bid proposals.  
EDUCATION

B.A., West Chester University, PA, 1985 – Sociology (cum laude)

Section VIII.
Budget 
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1 American Council for an Energy Efficient Economy, Energy Efficiency Award and Exemplary Award


2 According to the California Statewide Commercial Sector Energy Efficiency Potential Study in which program increasing funding levels are discussed.


3 According to the California Statewide Commercial Sector Natural Gas Energy Efficiency Potential Study in which increasing program funding levels are discussed.





