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Section I.
Program Overview 
A.
Program Concept

The Single Family Energy Efficiency Rebate (SFEER) program of 2004-2005 will offer the measures from the traditional part of the program as well as the measures, which had been previously included in the Residential Upstream Lighting program. Combining all of these measures applicable to residential customers under the same program will allow synergies and efficiencies in the areas of administration, materials preparation, and communications to various market actors.  While all residential customers will have the opportunity to participate in the program, additional marketing and promotional activity will be targeted to customer segments defined as hard-to-reach in the California Public Utilities Commission’s (Commission) Energy Efficiency Policy Manual, Version 2.  This targeted marketing activity will increase awareness and participation from these customers to ensure that the hard-to-reach goals are met or exceeded.

B.
Program Rationale

The Single Family Energy Efficiency Rebate program targets major end-uses of energy in the home including ENERGY STAR( appliances; ENERGY STAR( lighting; home improvement measures; heating, ventilation and air conditioning (HVAC) equipment; and pool pumps and motors.  

For 2004 and 2005, this comprehensive program will expand its use of the innovative point-of-sale method of product delivery.  This method has been very successful with the previous lighting program and has shown great potential for other program measures.  The investor-owned utilities (IOUs) expect that expanding the use of the innovative point-of-sale delivery method to other measures besides lighting will cause a significant increase in program participation.  The program will continue to align the efforts of manufacturers, distributors, retailers and contractors to increase the availability and market penetration of energy-efficient products, which overcome market barriers of product availability and thereby achieve the Commission’s energy savings and peak demand reduction goals.  

The program contains three core components: 1) customer incentives; 2) customer information and education; and 3) outreach and marketing to manufacturers, distributors, retailers, and contractors.  Each component is essential to enhancing the understanding of and demand for energy-efficient products in the residential retrofit market.  The SFEER program targets energy usage in existing residential homes including single-family dwellings up to four units, condominiums and mobile homes.  

Coordination with the statewide Multifamily Energy Efficiency Rebate program, statewide Home Energy Efficiency Survey program, Education and Training program, the statewide Appliance Recycling program and the statewide marketing Flex Your Power advertising campaign will ensure that all residential customers have the opportunity to benefit from energy efficiency efforts.  Coordination with these programs will be accomplished in the following ways:

· Statewide Multifamily Energy Efficiency Program.  Incentives will be applicable to tenants of multifamily properties as they are to SFEER program customers.  Coordinated processing will ensure there is no double dipping. 

· Statewide Home Energy Efficiency Survey Program.  The Home Energy Efficiency Survey program will provide customers additional information on applicable program incentives.

· Education and Training Program.  The program’s field personnel will have information on all programs to provide and to train retailers’ representatives. 

· Statewide Appliance Recycling Program.  The IOUs will distribute applicable program information to customers when the appliance is picked up and when the checks are sent.

· Statewide Marketing Flex Your Power Campaign.  Measure specific attributes will be communicated along with availability of incentives.

During 2004 and 2005, the utilities will continue their nationally recognized efforts to promote the Energy Star ( label as a simple way for customers to identify and select energy-efficient products.

The utilities will also continue promoting energy efficiency in areas within their service areas defined as hard-to-reach (HTR).  Consistent with this, the utilities will provide program information and materials in multiple languages.

Market Barriers

The SFEER program is designed to overcome the following market barriers: 1) higher incremental costs for high efficiency measures relative to standard efficiency measures; 2) lack of consumer information about energy efficiency benefits; and 3) lack of availability of high efficiency products in the market place.  These three barriers will be addressed in the following ways:

1. Higher incremental costs.  The program will provide incentives that will reduce the incremental cost of higher efficiency measures allowing customers to chose the high efficiency models of the equipment they need.

2. Lack of customer information on energy efficient equipment.  The program will provide outreach and training to retailers, manufacturers and distributors, who will, in turn, be able to explain the benefits of high efficiency equipment to customers.  Advertising these measures will cause customers to seek additional information, which can be provided from PG&E’s Smarter Energy Line, Web site or the Flex Your Power Web site.  Measure specific information sheets or brochures will be made available at retail locations as well as through the Smarter Energy Line.

3. Lack of availability of high efficiency products.  Outreach to manufacturers and retailers will be undertaken to enlist their participation.  Promotion schedules will be agreed on to ensure product availability when promotions occur.  For certain measures, an upstream wholesale cost buydown will be incorporated to incent manufacturers to offer and ship discounted product into PG&E’s service area.

Program Successes

In 2002, the year after the height of the energy crisis, the programs achieved full subscription and for some measures exceeded their unit goals.  Some of the utilities transferred funds from other programs to avoid closing those over-subscribed measures.  For 2004, by merging the SFEER and Upstream Residential Lighting programs greater efficiencies and cost savings will result.
An example of greater efficiencies and cost savings is in the area of manufacturer and retailer relationships.  Because the utilities have established long and successful communication channels with trade allies, the IOUs have been able to institute new innovative delivery methods, such as point of sale incentives for retailers or through manufacturers.  Coordination with these vital allies has provided new opportunities to deliver and promote energy-efficient products.  An excellent example is the IOUs extension of the successful point-of-sale method used in the lighting program to include ENERGY STAR( programmable thermostats and using the terms and conditions of lighting products agreements.  This innovative marketing technique was recognized as  “exemplary” and given a national award by the American Council for an Energy Efficient Economy (ACEEE) in 2003.  In 2004 and 2005, the IOUs will be expanding the point-of-sale method to other measures such as pool pumps and motors.

Manufacturers and trade allies play a significant role in bringing new energy efficient products to the market.  An example is the improvement in efficiency and acceptability of compact fluorescent lighting (CFLs).  Since lighting comprises 15 to 25 percent of residential energy use, the introduction of new and advanced ENERGY STAR( compact fluorescent lighting products, with a wider range of models, wattage and lumen output, has made a significant contribution to energy efficiency. The partnership with these manufacturers and retailers accelerates both the availability of these products and their purchase by customers.  This cost effective program utilizes either point of sale incentives through retailers or manufacturers to bring ENERGY STAR( products at reduced costs to consumers. 

Over the past three years, the IOUs successfully provided discounted lighting products to consumers, thus increasing product demand. The manufacturers responded with more manufacturing capacity which has allowed supply competition and has therefore driven down pricing.  The 2003 lighting program built on this success by increasing the cost effectiveness of these energy savings by using a tiered incentive approach. With average retail pricing for lighting products in the range of $6-$10, this program has promoted millions of units at a cost less than $2.

Equity

The program seeks to achieve greater equity among all customers by actively marketing to those considered hard-to-reach (HTR) customers. The IOUs are on track to meet or exceed the 2003 HTR targets defined by the Commission.  For the Lighting program, one goal is targeting customers who purchase products from retailers in HTR geographic areas, and the other is targeting grocery and drug retailers who traditionally have not carried energy-efficient products.  Promotions occurred with these retailers in the spring to help achieve the HTR targets.  Discounted product was or is being promoted at Costco, Lowe’s, Sam’s Club, Drug Emporium, Ralph’s, 99 Cents Only Stores, Home Depot, Ace Hardware and Tru-Value Hardware locations, as well as many other retailers.  The involvement of this broad range of retailers ensures expanded product availability, which ensures further equity in customer participation.  A significant portion of program accomplishments come from targeted ethnic campaigns, such as those to stores in Hispanic and Asian communities.  The SFEER program likewise promoted specific marketing efforts to target the HTR customer in the spring to increase the participation.  Over the past two years, the IOUs have made significant progress to raise the awareness of energy efficiency in HTR communities.
Within a few years, the lighting component of the program made great strides to overcome the market barriers of price, consumer information and product availability.  Because of the program’s efforts, new retailers are understanding the benefits of promoting ENERGY STAR® and other high efficiency technologies.  However, the market potential is huge and barriers remain strong.  A recent study by Quantum and Xenergy suggests that 50 percent of the state’s residents have yet to try CFLs.

Innovation

Another example of innovation is the work of program managers to overcome the market barriers related to the swimming pool pump energy usage. In the area of efficient swimming pool pumps, PG&E has been at the forefront of changing the status quo of this industry.  Through the efforts of PG&E’s staff, the energy and peak demand savings of two speed pumps and other new technology is being disseminated amongst the swimming pool industry.  Outreach to this industry occurs at multiple levels, including distributor, retailer and contractors and the affiliated trade associations.  An innovative method to overcome the trade ally information and education barrier was the development of a mobile pool pump and motor energy saving demonstration trailer. T he mobile demonstration unit displays the energy usage and savings of both pool pump and motor program measures.  By use of this demonstration trailer, pool trade allies can easily understand the significant energy savings that comes from replacing standard efficiency single speed pool pump and motor with a two-speed pool pump and motor.  This demonstration unit has been instrumental in breaking down the barriers of the trade allies’ lack of knowledge regarding the energy savings of two speed pool pumps and motors. 
For 2004, SFEER program changes include (See Summary Charts in Section IV)

· A two-tiered incentive for clothes washers which distinguish the highest efficient clothes washers with a $75 or $125 incentive

· A new set of incentives for advanced whole house evaporative coolers.  They include an incentive for the more efficient two-stage evaporative cooler, and an additional $100 for installations that include exhaust dampers and a programmable thermostat.  Customers can now receive as much as $600 for a two-stage unit that has the dampers and thermostat installed.

· An increased incentive for High Performance Windows from $0.50/sq. ft. to $1.00/sq.ft.  The incentive was increased to stimulate customer participation and achieve equity for the Single and Multifamily markets. 

· A new tiered incentive for Energy Star( CFLs based on lumens rather than wattage.
  

· A new tiered incentive for Energy Star ( fixtures based on lumens rather than wattage.1   

· No incentives for ceiling fans are planned due to the September 2002 RLW Analytics study which showed energy savings are much lower than previously claimed.  

· Updated energy savings calculation tables were developed to reflect emerging products and to base savings on the Energy Star ® specifications for lighting products.

· The IOUs may include other measures such as duct testing and sealing.

· A simplification and reduction of the tiered incentive levels for HVAC was created to make the program requirements easier for customers to understand and to increase program participation.  Additionally, the products will be broken down into categories defined as split and package systems. 

The Tier 1 A/C and heat pump split systems will absorb the less popular Tier 2 products, which will now meets a the minimum Energy Star ( Tier 1 standard in efficiency of 13 SEER/ 11 EER.  The new Tier 2 split systems will start with a minimum efficiency rating of 14 SEER /12 EER which includes the higher energy-efficient units installed.

The Tier 1 A/C and heat pump package systems will also absorb the less popular Tier 2 products, which will now meet the minimum standard in efficiency from 12 Seer / 10.5 EER.  The new Tier 2 will start with a minimum of 13 SEER /11 EER and include the higher energy efficient units installed in this tier.

This change reinforces the overwhelming popularity of the higher efficiency products.  The higher incentive level for the Tier 2 products will be retained to continue participation at a high level. Tier 3 will be dropped from the PGC funded program.  

· As demonstrated in the successful 2000 and 2001 Residential Contractor Program, the 2004 heating and cooling program will leverage contractor participation.  The program will break new ground to train and certify contractors through the North American Technician Excellence, Inc. (NATE), which is the leading certification programs for technicians in the heating, ventilation, air-conditioning, and refrigeration (HVAC/R) industry and is the only test supported by the entire industry.

PG&E has been actively involved in the lighting markets including being a sponsor and presenter at the 2003 National Energy Star® Lighting Partners meeting.  PG&E is also a sponsor of the American Lighting Association/ Energy Star ®/ DOE /Consortium For Energy Efficiency (CEE) lighting design competition initiated to spur lighting designers and manufacturers to create a broader array of decorative fixtures which will ultimately have an even higher appeal to a greater number of consumers and builders.

The total number of lighting units purchased as a result of PG&E’s programs since 2001 has totaled over 15,000,000 Energy Star ® CFLs.  In 2003, successes within PG&E’s service area include participation (some for the first time) by numerous food and drug retailers.  Also for PG&E, an increase in the number of Asian food markets is significant for 2003.  The total number of participating stores in 2003 will reach over 1,400 locations which is almost twice the number in 2002 and over 3 times the number in 2001. 

PG&E and its partners, including CEE and Energy Star ® support the manufacture of energy-efficient air conditioning equipment that is suited to California as well as other regions with drier climates.  This coordination is increasing the availability of higher efficient equipment in our service area, which directly impacts electricity demand and overall energy consumption.  It also sends a message to HVAC manufactures that this subject is important to the California HVAC market.  PG&E has advocated the significance for both a SEER and EER equipment ratings as an appropriate method in determining the most efficient equipment for California’s dry climate.  

PG&E in partnership with the other IOUs continues to participate in the Energy Star® Cool Change and Flex Your Power campaigns, which support seasonal promotional efforts to motivate consumers toward the purchase and installation of more energy-efficient air conditioning and cooling equipment.  In addition, in 2003 PG&E hosted an evaporative cooling manufacturers conference to highlight how the California IOU’s are supporting the evaporative cooling industry and how these energy saving products are well suited for California’s climate.  Advances in this compressorless cooling technology may allow for wider acceptance among consumers, which will provide a broader cooling benefit without the demands that compressor cooling places on the electrical distribution system.  The initial meeting was received with enthusiasm and PG&E has been invited to speak to a larger and national cross section of representatives involved in the evaporative cooler industry.

C.
Program Objectives

PG&E expects to achieve a reduction in peak demand of MW, energy savings of  kWh, therms and an even greater equity through increased participation of customer in the hard-to-reach areas during the 2004-2005 program years.  PG&E’s 2004 HTR goals will be increased from 35 to 37 percent of the incentive budget utilized for and 37 percent of the program energy savings achieved from HTR customers.  PG&E will increase its lighting targets to ensure that at least 20 percent of the incentives budget is utilized in geographic HTR areas and that 15 percent is used by food and or drug retailers.  Customers are defined as HTR based upon their language, geographic, and/or income status.   Other program objectives include:

· Incentives to consumers that will overcome the barrier of higher incremental costs for high efficiency measures relative to standard efficiency measures;

· Customer information and education, such as Web-based and hardcopy product information sheets and point of sale promotions, bill inserts, training sessions to overcome the barrier of lack of information about energy efficiency benefits; and

· Marketing and outreach to trade allies to overcome the barrier of the lack of energy efficiency products. 

The program meets the Commission’s requirements for delivering a coordinated statewide program among the IOUs.  The IOUs also coordinate with programs at the federal, state and community levels.  Coordination will occur with municipalities, water agencies, local government programs and other community entities as appropriate.  This multi-faceted coordination is creating powerful synergies to impact the marketplace and overcome barriers.
Section II.
Program Process 
A.
Program Implementation

The SFEER program is a statewide program.  The IOUs meet regularly to plan how the program is to be implemented, identify and overcome market barriers for participation, determine which products have rebates, set specifications for each product, and what the rebate amounts will be.  This coordination provides uniformity throughout the four IOU service areas and enables the IOUs to achieve a majority of participation from manufacturers, distributors, retailers and contractors who seek to integrate our program into their operations and promotions.  The statewide program is consistent in incentive levels, application procedures and program implementation.  The program will build on the successes of the 2002-2003 programs.  Based upon over 27 years of running energy efficiency programs, the IOUs will make some changes to rebate levels, product specifications, and delivery methods, among them is expanding the use of point-of-sale discounts to other measures.  The IOUs are increasing coordination with municipal utilities and plan to maximize the impact of other residential energy efficiency programs within California.  Incentive levels and promotion periods have already been coordinated between the IOUs and the municipal utilities.

Program information will be available on Web sites and through phone centers, as well as, with mass marketing efforts.  The timing of the advertising and promotion cycles will be consistent throughout the state.  This approach not only assures optimum use of advertising resources, but also helps retailers and manufacturers plan product shipment to meet projected demand in the marketplace.  Additionally, the availability of incentives and promotions will coincide with the Flex Your Power advertising campaigns and the Energy Star® Change A Light campaign.  The goal is to provide customers with a focused and consistent message statewide and to coordinate with national outreach efforts as well.

The IOUs will also continue to offer rebate applications for measures to help ensure equity in participation, since some retailers are unable to implement point of sale rebates.  For those retailers that can, customers will benefit by ease of participation since there is no application to fill out or send in.  Many of the large home improvement stores, grocery stores, hardware stores and drug stores have participated in this program and serve as distribution points for the ENERGY STAR( products.  In 2004-2005, this successful delivery mechanism will be used with other SFEER measures. 

While the Title 20 State appliance standard for floor lamps was changed in early 2003 to exclude floor lamps greater than 190 watts from being manufactured or sold in California, previous reports suggest that a high number of inexpensive halogen torchieres are still in use in the state. The IOUs intend to conduct halogen torchiere exchange events, which will increase awareness as well as remove these inefficient and potential fire hazards from homes.

The IOUs design and provide instructions, agreement documents, rules and requirements, frequently asked questions, fund reservation request forms, and worksheets to the retailers and manufacturers as part of the program’s promotion.  These documents include all the parameters of the program, including equipment specifications and guidelines for participation in the point of sale measures.  The retailers who wish to participate complete and submit the forms to request incentive funds.  The IOUs then assign fund reservation amounts and send notification of allocation forms to the participants indicating enrollment and the level of incentives reserved for each month in the promotion period.  

B.
Marketing Plan

The IOUs will provide information directly to their customers using a variety of means including but not limited to Web sites, phone centers, bill inserts, direct mail, newspaper and radio advertising, and email.  The IOUs will also coordinate with manufacturers, retailers, distributors, contractors, community based organizations (CBOs), water agencies, and other interested parties in increasing awareness of the utility rebate program, other related opportunities.  Marketing and outreach efforts may include:

· Coordination with manufacturers through wholesale cost buy-downs to increase supply of lower cost energy-efficient products in the marketplace.

· Coordinated efforts with retailers to expand the innovative upstream incentive mechanism of point-of-sale for other single family products such as appliances, and pool pumps and motors.  The point of sale agreements with participating retailers may include advertisements and marketing materials, and additional support needed to ensure promotions are effective.
· Coordination with water agencies to co-promote rebates available from the IOU and the water agency for the same high efficiency and water saving clothes washers. Possibilities include links to and from respective web sites, co-branded bill inserts that would be included in water agency bills, and co-branded point of purchase material to be distributed to and displayed on or near qualifying product on appliance retailers’ sales floors.
· Support for the pool, appliance, and home improvement products may include training, for large retail store staff on rebate promotions and offering field services to ensure marketing materials are posted in the stores.

· A toll-free 1-800 phone line for retailers will be maintained for retailers to request applications, point-of-purchase materials or any other program support collateral.

· Broad based efforts that may include direct mailing, media, bill inserts.

· Targeted material that is specific to a particular measure is sent to customers who are likely to benefit from this information (i.e., pool owners receive information on the pool pump/motor rebate).  This type of effort may include, but is not limited to, retail campaigns, point-of-purchase material, direct mailers, cooperative mailings, and bill inserts.

· Outreach efforts in the customer’s primary language and to other HTR customers may be accomplished through the use of community based organizations.

In 2004-2005, the IOUs will explore options for providing alternative strategies to marketing the programs in constrained areas.  One approach, which may be considered, is a neighborhood based marketing campaign targeting older master planned communities to promote energy efficiency.  Through this effort, local contractors would independently market and install cost effective measures such as duct testing and sealing, and other measures to help reduce energy loss in the home and increase overall efficiency. By dealing in volume, this effort would offer low-cost measures that are proven energy savers to a large number of program participants.   In addition to delivering energy savings, the neighborhood marketing approach would support local community and government goals related to energy efficiency, as well as benefiting many neighborhood groups.

For energy efficiency to achieve full effectiveness throughout California, there must be coordination of the many messages and resources available to customers.  The California IOUs are uniquely positioned to provide the unifying guidance to each of the many organizations chartered to deliver energy efficiency.  The IOUs have, in fact, increased their collective influence since the energy crisis of 2001, notably with many municipalities, seeking to achieve greater commonality and alignment each year.  Because of our position, we intend to do likewise with the agencies that directly market energy efficiency throughout California, Flex Your Power, and others yet to be designated by the State of California.  When energy efficiency messages are properly timed and coordinated, their effectiveness is multiplied.  We intend to coordinate where and when measures will be marketed, including on Web sites.  The messages will be dovetailed with the product seasonality already established by retailers and manufacturers.  With our programs now anticipated to be authorized for a two-year period, and our efforts to fully coordinate messages, we will ensure that maximum energy efficiency influence is brought to bear in California.  

Marketing Materials Planned in 2004and 2005

	Material
	Quantity
	Distribution Method
	Projected Cost

	Program Applications
	190,000
	Mail/Community Events/Smarter Energy Line (SEL)
	$50,500

	Bill Inserts/Newsletter
	7/4
	Mailed in Customer Bill
	$543,500

	Technical Specification Sheets
	125,000
	Retail Stores/Retailer Hotline/Community Events
	$58,000

	Point of Purchase Materials
	140,000
	Retail Stores
	$95,000

	Seasonal Advertising
	9,800 radio spots in 6 markets and 350 newsprint ads in 8 markets
	Radio and Print Media
	$730,000

	Fact Sheets
	35,000
	SEL/Community Events
	$25,500

	Web site
	On going
	Company sponsored web site
	$30,000


C.
Customer Enrollment

There are no enrollment requirements for customers to participate in the Single Family Home Energy Efficiency Rebate program.  Because the service areas of the IOUs are specifically defined, each IOU uses the definition of HTR given in the Commission’s Energy Efficiency Policy Manual to determine their criteria for identifying their HTR customers.  Each IOU has a different HTR goal based on IOU familiarity with the service area and historical customer participation levels.

D.
Materials

The program provides outreach and educates customers, retailers, distributors and manufacturers of the benefits of energy-efficient equipment.  Incentives to customers are available in different formats.  Typically customers will purchase a qualifying product and receive a discount at the point of purchase or in the mail after submitting an application.  For many of the measures, Energy Star® is the specification that the measure should meet in order to qualify for the rebates.  In some cases, an even higher specification is required.  The program does not require significant purchase of materials.  The exception is the program’s intent to conduct lighting torchiere exchange events, where customers will be encouraged to turn-in halogen torchieres in exchange for Energy Star® torchieres.  For this component, PG&E may purchase products directly from manufacturers for these events.

E.
Payment of Incentives 

In 2004 and 2005, there will be three distinct methods of payment of incentives, customer applications, point of purchase and wholesale cost buydowns.

Customer Applications.  Customers submit applications to their IOUs rebate processing center along with proof of purchase and any additional documentation specified on the application.  The application is reviewed for completeness.  Within six to eight weeks of receipt of a completed qualifying application, the customer will be mailed a rebate check.  The rebate amount is fixed by measure, as indicated on the application. 

Point-of-Purchase.  Incentives delivered through point of purchase method go directly to the customers by participating retailers in the form of instant discounts given at the register.  Reimbursement of incentives is made to retailers once the IOU approves their requests for reimbursement (incentive invoices).

Wholesale Cost Buydowns.  Incentives are given to manufacturers to reduce the cost of qualified products prior to delivery to the retailers.  This method provides lower cost products for consumers to purchase.

F.
Staff and Subcontractor Responsibilities

PG&E Specific:  PG&E staffing will include:

· Program managers who will oversee the program, which includes program planning, promotion, budget, reporting and coordination with utilities, retailer and manufacturer contacts.  

· A Program Supervisor and Manager to ensure consistent policy, guidelines and integration of program activities.

· Business Operations Manager to support financial and regulatory filing work. Administrative support personnel will provide program tracking and verification activities.  

· Field Services representatives who will visit retailers that provide energy efficiency products, verifying that promotional products and pricing are available.

· Additional subcontractor staffing may be used for targeted promotions.

G.
Work Plan and Timeline for Program Implementation

Timeline for 2004 Program Implementation

	Activity/Event
	Targeted Date

	Program Launch
	January 1, 2004

	Customer Call Center program update
	January 5, 2004

	Web site update with 2004 product downloadable applications
	January 5, 2004

	Product applications printed and available for distribution
	January 15, 2004

	Program announcement letter to retailers, manufacturers, distributors and contractors
	January 15, 2004

	Point of purchase materials available
	January 30, 2004

	First customer bill insert
	February 2, 2004

	Complete program rollout meetings with trade allies throughout PG&E service area
	February 27, 2004

	Evaporative cooler product show
	February 2004

	Coordinate with Energy Star® for “Cool Change” HVAC pre-cooling season promotion
	March – May 2004

	Coordination co-promotional plans and materials with retailers
	March 2004

	Energy Star® Lighting Partner’s Meeting
	March 2004

	Coordinate with Energy Star® for Appliance Campaign 
	April – June 2004

	Pool Industry Expo
	October 7-9, 2004 

	Coordinate with Energy Star® for “Change A Light” Campaign
	October – November 2004

	Coordinate with Energy Star® for Holiday Home Electronics Campaign
	Winter 2004

	Coordinate with Flex Your Power on program promotional materials development
	Ongoing

	California HVAC Initiative meeting
	Quarterly throughout 2004

	IOU Statewide Program Managers meetings
	Quarterly throughout 2004

	Energy Star® National Conferences
	Spring and Fall 2004


Timeline for 2005 Program Implementation

	Activity/Event
	Targeted Date

	Program Launch
	January 3, 2005

	Customer Call Center program update
	January 5, 2005

	Web site update with 2005 product downloadable applications
	January 5, 2005

	Product applications printed and available for distribution
	January 14, 2005

	Program announcement letter to retailers, manufacturers, distributors and contractors
	January 17, 2005

	Point of purchase materials available
	January 31, 2005

	First bill program insert
	February 3, 2005

	Complete program rollout meetings with trade allies throughout PG&E service area
	February 25, 2005

	Evaporative cooler product show
	February – March 2005

	Coordinate with Energy Star® for “Cool Change” HVAC pre-cooling season promotion
	March – May 2005

	Coordination co-promotional plans and materials with retailers
	March 2005

	Energy Star® Lighting Partner’s Meeting
	March 2005

	Coordinate with Energy Star® for Appliance Campaign 
	April – June 2005

	Pool Industry Expo
	October 6-8, 2005

	Coordinate with Energy Star® for “Change A Light” Campaign
	October – November 2005

	Coordinate with Energy Star® for Holiday Home Electronics Campaign
	Winter 2005

	Coordinate with Flex Your Power on program promotional materials development
	Ongoing

	California HVAC Initiative meeting
	Quarterly throughout 2005

	IOU Statewide Program Managers meetings
	Quarterly throughout 2005

	Energy Star® National Conferences
	Spring and Fall 2005


The lighting program will be opened during promotional stages based on the approval date established by the Commission.  Program funding will be offered in promotional stages to insure product will still be in retail locations when the fall advertising by Flex Your Power and Energy Star( occurs.  Manufacturers and retailers will be given an opportunity to provide proposals for funds available during a particular promotional period.  The initial promotional stage may be directed towards meeting the transmission constrained areas needs and/or HTR rural and grocery/drug store goals.

Section III.
Customer Description 
A.
Customer Description

The four IOUs working with the two largest state municipalities serve approximately 90 percent of the residential customers in California.  

The Single Family Home Energy Efficiency Rebate program targets all residential customers paying a Public Goods Charge and residing in dwellings of four units or less, including condominiums and mobile homes. 

PG&E has approximately 13 million residential customers that are eligible for this Program.  There is a HTR component for this program.  37 percent of the incentive budget will be utilized for HTR customers and 37 percent of the program energy savings will be achieved from HTR customers.  Customers are defined as HTR based upon their language, geographic, and/or income status.  PG&E will increase its lighting targets to ensure that at least 20 percent of the incentives budget is utilized in geographic HTR areas and that 15 percent is used by food and or drug retailers.

B.
Customer Eligibility

All residential customers paying a Public Goods Charge and residing in dwellings of four units or less, including condominiums and mobile homes, are eligible to participate in the program.  For lighting, eligibility of retail locations is limited to those in the IOU service area that serve primarily residential users.  Electric wholesalers are ineligible since they cater primarily to nonresidential and new constructions markets.  No eligibility requirements are imposed on end-use consumers.

C.
Customer Complaint Resolution

Any customer questions or complaints that cannot be dealt with by the IOUs’ call centers are referred to the program manager.  The program manager brings each escalated complaint to conclusion in accordance with the policies and procedures manual developed for the program.  Every effort is made to satisfy the customer’s request.

D.
Geographic Area

The Single Family Home Energy Efficiency Rebate program is available to all customers located throughout PG&E’s service area, which comprises the majority of northern and central California. 

The California Independent System Administrator has identified the Humboldt area, the central part of the San Joaquin Valley around the Fresno area, and the San Francisco Peninsula as transmission constrained areas.  This program has the ability and intent to focus effort to assist in the relief of these constrained areas.

The program’s marketing and outreach efforts can be focused and targeted in these constrained areas earlier and be in place longer.  Retailers and manufacturers can be contacted early to ensure that product is available throughout the extended promotion period.  Activity can be coordinated with government and/or community based organizations to heighten awareness of and allow for co-promotion of measures that provide the savings desired for that region.  Additional marketing utilizing either government and/or community resources can be leveraged to provide ongoing information and outreach.  If deemed appropriate, measure specific incentive levels specific to the constrained area could be increased. An increase in the incentive level along with the appropriate customer education around the benefits of more efficient technology will increase the number of customers willing to install more efficient equipment.

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

	Measure
	Gross

Energy Savings 

Per Unit

(kWh)
	Gross Peak

Demand Reduction

Per Unit

(kW)
	Gross Therms Per Unit
	NTG Ratio
	Useful Life
	Gross Incremental Measure Cost
	Rebate Per Unit
	Notes

	Appliance Measures
	
	
	
	
	
	
	
	

	ES Clothes Washer (CEE Tiers 1&2)
	40
	0.009
	27.00
	0.80
	10
	$175.00 
	$75.00
	7,8,9,10,11

	Clothes Washer (CEE Tiers 3&4)
	48
	0.011
	43.00
	0.80
	10
	$200.00 
	$125.00 
	6,8,9,10,11

	ES Dishwasher
	52
	0.009
	16.00
	0.80
	13
	$102.00 
	$50.00 
	7,8,9,10,11

	ES Labeled Room A/C
	127
	0.197
	
	0.80
	15
	$106.00 
	$50.00 
	7,8,9,10,11

	Home Improvements Measures
	
	
	
	
	
	 
	 
	

	ES Labeled Room A/C
	127
	0.197
	
	0.80
	15
	$106.00 
	$50.00 
	7,8,9,10,11

	ES Programmable Thermostat
	248
	0.384
	67.50
	0.80
	11
	$58.00 
	$20.00 
	1,8,9,10,11

	Natural Gas Domestic Water Heater (EF = 0.65)
	
	
	14.00
	0.80
	13
	$55.00 
	$40.00 
	7,8,9,10,11

	Electric Domestic Water Heater (EF = 0.93)
	167
	0.025
	
	0.80
	13
	$60.00 
	$40.00 
	7,8,9,10,11

	Whole House Fan (with A/C)
	517
	0.801
	
	0.80
	15
	$142.00 
	$100.00 
	7,8,9,10,11

	Whole House Fan (without A/C)
	273
	0.423
	
	0.80
	15
	$142.00 
	$100.00 
	7,8,9,10,11

	Pool pump & single speed motor replacement
	450
	0.698
	
	0.80
	15
	$150.00 
	$125.00 
	5,8,9,10,11

	Pool pump & single speed with Pump Time Reduction
	1,317
	2.041
	
	0.80
	15
	$150.00 
	$125.00 
	6,8,9,10,11

	Pool pump & 2-speed motor replacement
	785
	1.217
	
	0.80
	15
	$332.00 
	$300.00 
	5,8,9,10,11

	Advanced Whole House Evaporative Cooler
	1,221
	1.893
	
	0.80
	15
	$360.00 
	$300.00 
	7,8,9,10,11

	Adv. Evap. Cooler with PR damper & TSTAT
	1,392
	2.158
	
	0.80
	15
	$660.00 
	$150.00 
	6,8,9,10,11

	2-stage Advanced Evaporative Cooler
	1,450
	2.248
	
	0.80
	15
	$3,000.00 
	$300.00 
	6,8,9,10,11

	2-stage Adv. Evap. Cooler with PR damper & TSTAT
	1,621
	2.513
	
	0.80
	15
	$3,300.00 
	$150.00 
	6,8,9,10,11

	High Performance Dual Pane Windows (per sq. ft.)
	1
	0.002
	0.28
	0.80
	20
	$1.68 
	$1.00 
	3,8,9,10,11

	Attic Insulation (sq. ft.)
	0
	0.000
	0.05
	0.80
	20
	$0.50 
	$0.15 
	1,8,9,10,11

	Wall Insulation (sq. ft.)
	0
	0.000
	0.05
	0.80
	20
	$0.90 
	$0.15 
	1,8,9,10,11

	High Efficiency Central Cooling & Heating Measures
	
	
	
	
	
	
	
	

	ES Programmable Thermostat
	248
	0.384
	67.50
	0.80
	11
	$58.00
	$20.00
	1,8,9,10,11

	Advanced Whole House Evaporative Cooler
	1,221
	1.893
	
	0.80
	15
	$360.00
	$300.00
	7,8,9,10,11

	Adv. Evap. Cooler with PR damper & TSTAT
	1,392
	2.158
	
	0.80
	15
	$660.00
	$150.00
	6,8,9,10,11

	2-stage Advanced Evaporative Cooler
	1,450
	2.248
	
	0.80
	15
	$3,000.00
	$300.00
	6,8,9,10,11

	2-stage Adv. Evap. Cooler with PR damper & TSTAT
	1,621
	2.513
	
	0.80
	15
	$3,300.00
	$150.00
	6,8,9,10,11

	ES 90 AFUE Gas Furnace
	
	
	47.00
	0.80
	20
	$716.00
	$200.00
	7,8,9,10,11

	Split System A/C - Tier I (ES)
	340
	0.527
	
	0.80
	15
	$636.00
	$200.00
	4,8,9,10,11

	Split System A/C - Tier I (ES) with TXV
	364
	0.564
	
	0.80
	15
	$686.00
	$225.00
	4,8,9,10,11

	Split System A/C - Tier II with TXV
	421
	0.653
	
	0.80
	15
	$886.00
	$425.00
	4,8,9,10,11

	Packaged A/C - Tier I (ES)
	340
	0.527
	
	0.80
	15
	$636.00
	$200.00
	4,8,9,10,11

	Packaged A/C - Tier I (ES) with TXV
	364
	0.564
	
	0.80
	15
	$686.00
	$225.00
	4,8,9,10,11

	Packaged A/C - Tier II with TXV
	421
	0.653
	
	0.80
	15
	$886.00
	$425.00
	4,8,9,10,11

	Split System Heat Pump -Tier I (ES) 
	735
	0.570
	
	0.80
	15
	$398.00
	$275.00
	4,8,9,10,11

	Split System Heat Pump -Tier I (ES) with TXV
	786
	0.609
	
	0.80
	15
	$498.00
	$300.00
	4,8,9,10,11

	Split System Heat Pump - Tier II with TXV
	826
	0.640
	
	0.80
	15
	$490.00
	$450.00
	4,8,9,10,11

	Packaged Heat Pump -Tier I (ES)
	735
	0.570
	
	0.80
	15
	$398.00
	$275.00
	4,8,9,10,11

	Packaged Heat Pump -Tier I (ES) with TXV
	786
	0.609
	
	0.80
	15
	$498.00
	$300.00
	4,8,9,10,11

	Packaged Heat Pump -Tier II with TXV
	826
	0.640
	
	0.80
	15
	$490.00
	$450.00
	4,8,9,10,11

	Duct Testing & Seal
	126
	0.097
	18.78
	0.80
	15
	$458.38
	$250.00
	1,8,9,10,11

	Interior CF Bulb
	
	
	
	
	
	 
	 
	

	10 Watt 450 to 799 Lumens
	38
	0.005
	
	0.80
	8
	$4.28
	$1.00
	2,8,9,10,11

	11 Watt 450 to 799 Lumens
	37
	0.005
	
	0.80
	8
	$4.28
	$1.00
	2,8,9,10,11

	13 Watt ≥800  Lumens
	60
	0.007
	
	0.80
	8
	$4.28
	$1.50
	2,8,9,10,11

	14 Watt ≥ 800 Lumens
	59
	0.007
	
	0.80
	8
	$4.28
	$1.50
	2,8,9,10,11

	15 Watt ≥ 800 Lumens
	57
	0.007
	
	0.80
	8
	$4.28
	$1.50
	2,8,9,10,11

	18 Watt ≥1,100 Lumens
	73
	0.009
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	20 Watt ≥1,100 Lumens
	70
	0.009
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	23 Watt ≥1,600 Lumens
	98
	0.012
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	25 Watt ≥1,600 Lumens
	96
	0.012
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	26 Watt ≥1,600 Lumens
	95
	0.012
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	27 Watt ≥1,600 Lumens
	95
	0.012
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	30 Watt ≥1,600 Lumens
	89
	0.011
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	32 Watt ≥1,600 Lumens
	87
	0.011
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	36 Watt 1,600 to 1,999 Lumens
	82
	0.010
	
	0.80
	8
	$4.28
	$2.00
	2,8,9,10,11

	42 Watt ≥2,600 Lumens
	138
	0.017
	
	0.80
	8
	$4.28
	$2.50
	2,8,9,10,11

	54 Watt 2,600 to 3,599 Lumens
	123
	0.015
	
	0.80
	8
	$4.28
	$2.50
	2,8,9,10,11

	Torchiere
	
	
	
	
	
	
	
	

	70 W Torchiere
	153
	0.019
	
	0.80
	9
	$11.50
	$10.00
	7,8,9,10,11

	70 W Torchiere Turn-in
	294
	0.036
	
	0.80
	9
	$11.50
	$40.00
	7,8,9,10,11

	Interior CF Fixture
	
	
	
	
	
	
	
	

	13 Watt
	47
	0.006
	
	0.80
	16
	$32.00
	$5.00
	2,8,9,10,11

	18 Watt ≥ 1,100 Lumens
	73
	0.009
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	20 Watt ≥ 1,100 Lumens
	70
	0.009
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	30 Watt
	89
	0.011
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	36 Watt
	82
	0.010
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	48 Watt
	130
	0.016
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	54 Watt
	187
	0.023
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	72 Watt
	227
	0.028
	
	0.80
	16
	$32.00
	$10.00
	2,8,9,10,11

	Exterior CF Fixture
	
	
	
	
	
	
	
	

	18 Watt ≥ 1,100 Lumens
	166
	
	
	0.80
	16
	$19.00
	$10.00
	2,8,9,10,11

	20 Watt ≥ 1,100 Lumens
	161
	
	
	0.80
	16
	$19.00
	$10.00
	2,8,9,10,11

	40 Watt
	234
	
	
	0.80
	16
	$19.00
	$10.00
	2,8,9,10,11

	65 Watt ≥ 3,600 Lumens
	394
	
	
	0.80
	16
	$19.00
	$10.00
	2,8,9,10,11


Notes:

1) The Gross Energy Savings (kWh and therms) values are the based on savings of the measure listed in DEER study adjusted for PG&E’s service area.
2) The Gross Energy Savings (kWh) values for CFLs and Hardwired CFL fixtures are based on savings on equivalent lumens between CFLs and incandescent bulbs as provided by Energy Star product manufacturers and will soon be listed in the Energy Star website.
3) The Gross Energy Savings (kWh and therms) values are based on RCP Measure Incentives and Cost Effectiveness for California RCP by Robert Mowris & Associates adjusted for PG&E’s service area.
4) The Gross Energy Savings (kWh) values are based on average savings of the size of equipment in PG&E’s service area as listed in DEER study.  Actual savings will be calculated based on kW savings of specific equipment and the operating hours for where the equipment is installed.
5) The Gross Energy Savings (kWh) values are based on Evaluation of Year 2001 Summer Initiatives Pool Pump Program, by ADM Associates, Inc., dated April 2002.
6) The Gross Energy Savings (kWh) values are based PG&E engineering studies in workpapers to be filed later.
7) The Gross Energy Savings (kWh and therms) values are based on savings for the same measure filed in PY2003 EE program.  See workpapers to be filed later.
8) The Gross Demand Reduction (Peak kW) values are calculated by multiplying the kWh values by PG&E’s system on-peak capacity h-factor.
9) The Net-to-Gross values are specified in the Energy Efficiency Policy Manual, Version 2, Table 4.2.
10) The Useful Life (EUL) values are specified in the Energy Efficiency Policy Manual, Version 2, Table 4.1. 
11) The Incremental Measure Costs are the based on DEER study where applicable.  Where information was not available in DEER, use manufacturers’ sources and engineering estimates. 
B.
Deviations in Standard Cost-effectiveness Values

See A. above

C.
Rebate Amounts

List of Measures Offered by the Statewide Single Family Energy Efficiency Rebate Program
	Measure
	Rebate
	Offered By

	Clothes Washers – Tier I
	$75
	PG&E, SDG&E, SCG

	Clothes Washers – Tier II
	$125
	PG&E, SDG&E, SCG 

	Room Air Conditioners
	$50
	SCE, PG&E, SDG&E

	Dishwashers
	$50
	PG&E, SDG&E, SCG

	Programmable Thermostats
	$20
	All IOUs

	Pool Pumps and Motors - Single
	$125
	SCE, PG&E, SDG&E

	Pool Pumps and Motors  - Two
	$300
	SCE, PG&E, SDG&E

	Electric Water Heaters .93 EF
	$40
	SCE, PG&E, SDG&E

	Natural Gas Water Heaters .63 EF
	$40
	PG&E, SDG&E, SCG

	High Performance Windows
	$1/sq.ft.
	SCE, PG&E, SDG&E

	Whole House Fans
	$100
	SCE, PG&E, SDG&E

	Attic and Wall Insulation
	$.15/sq.ft.
	All IOUs

	Advanced Whole House Evap Cooler – Tier I
	$300
	SCE, PG&E, SDG&E

	Advanced Whole House Evap Cooler – Tier I w/dampers and thermostats
	$400
	SCE, PG&E, SDG&E

	Advanced Whole House Evap Cooler – Tier II
	$500
	SCE, PG&E, SDG&E

	Advanced Whole House Evap Cooler – Tier II w/dampers and thermostats
	$600
	SCE, PG&E, SDG&E

	90 AFUE Natural Gas Furnace
	$200
	PG&E, SDG&E, SCG

	Energy Star Air Conditioning _Tier 1 without TXV
	$200
	SCE, PG&E, SDG&E

	Energy Star Air Conditioning _Tier 1 with TXV
	$225
	SCE, PG&E, SDG&E

	Energy Star Air Conditioning _Tier 2 with TXV
	$425
	SCE, PG&E, SDG&E

	Energy Star Heat Pump Tier 1 without TXV
	$200
	SCE, PG&E, SDG&E

	Energy Star Heat Pump Tier 1 with TXV
	$225
	SCE, PG&E, SDG&E

	Energy Star Heat Pump Tier 2 with TXV
	$425
	SCE, PG&E, SDG&E

	Duct Sealing
	$250
	PG&E 

	ENERGY STAR® (ES) CFL 450 to 799 Lumens
	$1
	SCE, PG&E, SDG&E

	ES CFL 800 to 1,099 Lumens
	$1.50
	SCE, PG&E, SDG&E

	ES CFL 1,100 to 2,599 Lumens
	$2
	SCE, PG&E, SDG&E

	ES CFL 2,600 Lumens or Greater
	$2.50
	SCE, PG&E, SDG&E

	ES Int./ or Ext. Fixture Less Than 1,100 Lumens
	$5
	SCE, PG&E, SDG&E

	ES Int./ or Ext. Fixture 1,100 Lumens or Greater
	$10
	SCE, PG&E, SDG&E

	ES Torchiere   < 65 Watt
	$10
	SCE, PG&E, SDG&E

	ES Torchiere   > 65 Watt
	$10
	SCE, PG&E, SDG&E

	ES Ceiling Fan with ES Light Kit
	$0
	SCE, PG&E, SDG&E


Note:  The IOUs are considering other measures, such as duct testing and sealing, as requested by the Commission and may be offered in the 2004-2005 program.

Note 2:  Based upon product development and availability for a broad market residential retrofit market, PG&E will not be offering rebates on cool roofs.

The IOUs propose modifying tiered incentive levels to be based on lumens ranges rather than wattage ranges.  Lumen standards will be based on Energy Star( specifications for equivalent incandescent light output.  This new structure is a refinement of the successful 2003 tiers.

The change will be invisible to end-use customers because it will take effect behind-the-scenes at the manufacturer level.  The tiers will generally follow the same wattage ranges as before, but will more specifically reflect incandescent equivalent light levels.  Changing the criteria creates more equity among qualifying products.

The previous wattage-based approach could be thought to offer larger rebates for less efficient products and therefore unintentionally penalize manufacturers of more efficient lower wattage products.  The IOUs hope the lumen-based approach will create greater equity among manufacturers.

All measures by fuel source are identical among the IOUs, both in specifications and rebate amounts.  The IOUs propose the incentive amount modifications based in part on product pricing data, and on response rates of various product categories in the 2003 program.  The efficient lighting market is changing rapidly and the IOUs incentives have had a positive result on the product for consumers

D.
Activities Description 

The program combines all the measures applicable to residential customers under the same umbrella and will provide savings by educating and providing incentives for consumers to choose and install the energy efficient model of the measures that they want.  Information will be available via hard copy of brochures and flyers, Web sites, 1-800 Smarter Energy Phone Center, retailers, and contractors.  Coordinated promotional activity amongst IOU’s, statewide Flex Your Power advertising, and Energy Star® campaigns will be significant in reaching customers.

Section V.
Goals
	
	Peak Demand Reduction
(Net kW)
	Annualized Electric Energy Savings
(Net kWh)
	Annualized Gas Energy Savings
(Net Therms)

	Statewide Residential Single Family & Upstream Lighting Rebate Program
	88,608
	498,340,959
	5,580,528


Hard-to-Reach Goals

	Activity
	Goal

	Hard-To-Reach (HTR) 
	37% of incentive budget will be utilized by HTR and 37% of energy savings will by achieved by HTR customers

	Hard-to-Reach (HTR) Lighting
	20% and 15% incentive budget utilized by HTR and Food and Drug retailers, respectively


Section VI.
Program Evaluation, Measurement and Verification (EM&V)
General Approach to Evaluating 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) 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 Single Family Energy Efficiency Rebates including Lighting (REEL) 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 proposed evaluation of the REEL program’s success will primarily be to provide measurable and quantifiable results in the form of achieved levels of energy and peak demand savings by the program.  The success of the program is also 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 data and customer’s satisfaction.

Approach to Measure and Verify Energy and Peak Demand Savings 

The Measurement and Verification (M&V) approach for the statewide REEL program will be to validate energy and demand savings estimates of program impacts.  The primary measurement of program success will be verification of measures installation and tabulation of the energy and demand savings for measures installed through the program, versus baseline measures.  Estimates will be based on an ex post onsite verification of a selected sample of installations (across all utilities) 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.  

Approach to Evaluation 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 process issues.  The plan will 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.  More specifically, these activities may be done as follows:

· Market Assessment and Customer Behavior Analyses: These activities assist with assessing customer awareness, behaviors and practices given their participation in the REEL program.  Market baseline data is available from such statewide studies as the California Statewide Residential Energy Efficiency Potential Study (2002); Assessment of Customer Behaviors and Practices due to 1-2-3 Cashback (2002); Statewide Residential Appliance Saturation Survey 2003, and Statewide Residential Customer Needs Assessment Study (2001).  Baseline information includes saturation of old measures in households and consumer awareness and behavior regarding purchase of single-family measures.  The market assessment study will analyze the market penetration of the REEL measures as part of the energy efficiency-related gains achieved by the program. 

· Process Evaluations:  These activities will include evaluations of program delivery in terms of adherence to procedures, timeliness and customer satisfaction.  The objectives of these activities will be to provide feedback to the program implementers on elements of the REEL program that can be improved to enhance the program’s performance.  By 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.

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 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.

PG&E has been helping residential customers control their energy costs for over 27 years and will use its knowledge, experience and external relationships to provide maximum value through the program.  The program’s foundation relationships are established with the federal government’s Energy Star( program, the statewide Flex Your Power Campaign and California’s other large private and public utility companies.  The IOUs have offered the Multifamily program for several years, each year increasing its participation, outreach and achievement for long-term measurable energy savings.

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. 

B.
Subcontractors 

To be determined

C.
Resumes or Description of Experience

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

Scott B. Clay

CAREER SUMMARY

Over 22 years of energy-related experience at Pacific Gas and Electric Company the majority of which has been in the management of environmental-related programs and projects.

EMPLOYMENT HISTORY

Pacific Gas and Electric Company – San Francisco, California
2002 – present

Program Manager – Single Family Pool Pump and Motor Program

2000 – 2001 

Program Manager – Residential Contractor Program

1993 - 2000

Sr. Environmental Consultant - Environmental Affairs Department

1990 - 1993 

Senior Chemist - Pittsburg Power Plant

1984 - 1990  

Nuclear Generation Engineer - Nuclear Operations Support

1981 – 1984

Plant Chemist - Pittsburg Power Plant

Corporate Energy Efficiency Program - Currently manages the residential single-family swimming pool pump and motor replacement rebate program (PPM).  The PPM program was initiated in April 2002 and targets the replacement of older swimming pool pumps and motors for replacement with either new high efficiency single speed or two-speed pumps and motors.  As program manager, coordinates the outreach to pump manufacturers, distributors and retailers to enlist their support in providing ample supply of qualifying products.  Provides informational materials to all market actors and customers.  Outreach and marketing efforts include the following:  pool professional training, fact sheets and technical papers, customer information, and informational booths at customer and contractor events and shows.   From October 2000 until December of 2001, was the program manager of the Residential Contractor Program (RCP) for the Customer Energy Management Department (CEM).  The RCP is a residential retrofit program that provides incentives, as vouchers, to PG&E Company customers to install energy efficiency improvement measures to their homes by trained, eligible contractors.  As program manager, monitor funds expenditures and adherence to statewide and PG&E-specific program policies and procedures.  In addition, oversee the RCP voucher processing associated record administration.  These responsibilities require involvment with every aspect of the program including: 1) the training of the contractors, 2) the inspection process and specific issues associated with inspections, 3) development and amendments to the program Policies and Procedures Manual, 4) direct contractor and customer communication, and 5) program status reporting (internal and regulatory).

Environmental Affairs Work -  Consisted of the following four major areas of responsibilities:  1) manage projects demonstrating waste reduction technologies and practices, 2) provide regulatory guidance and company policy direction to internal clients on environmental fees and hazardous waste management, 3) manage of the development and enhancement of the PG&E Environmental Data System (PEDS), and 4) encourage and facilitate behavior change by incorporating “life-cycle” decision making into company policies.  Developed company Hazardous Waste Reduction Program, identified and implemented company annual waste reduction goals and environmental targets.  Performed in excess of 20 life-cycle assessments on PG&E routine waste streams.  Served 2 years as member of the EPRI Steering Committee for the Environmental Assets Management Target and Life-cycle Cost Management System Users Group.  Coordinated the development of the PG&E Environmental Data System (PEDS).

Power Plant Experience - As the Senior Chemist and Laboratory Supervisor at Pittsburg Power Plant,  supervised seven technical employees (two plant process Chemists, two Environmental Chemists, and three Chemical/Environmental Laboratory Technologists).  Developed, managed, implemented and monitored chemistry programs and projects designed to meet the needs/concerns of plant clients.  Assure compliance to applicable environmental regulations.  Ensure internal quality standards.  Managed plant and laboratory waste minimization program.  Directed the activities of the Chemistry Staff and provided resources necessary to accomplish the aforementioned tasks.  Developed the Pittsburg Power Plant (PPP) Chemistry Department 5-Year Chemistry Plan.  Established and chaired the PPP Bulk Chemical Task Force, which replaced three of the most hazardous chemicals in the plant.  Evaluated and qualified the EDTA-based boiler chemical cleaning solvent for use in PG&E boilers system-wide.  Use of this solvent led to a reduction of approximately 100,000 gallons (415 tons) of hazardous waste annually.  

Nuclear Work – Responsible for communicating with various Diablo Canyon Power Plant (DCPP) departments to develop and champion projects designed to resolve plant chemistry and corrosion problems.  Investigated and determine root cause issues and develop and manage technical projects designed to improve plant equipment reliability and efficiency.  This required a thorough understanding of the nuclear power generation principles, available technology, project management techniques and client focus skills.  Provided quality control compliance consultation to the DCPP Engineering and Chemistry Departments.  Developed data acquisition software for Diablo Canyon Power Plant Chemistry Data System.  Coordinated an $8 million project to build the DCPP secondary sampling system and laboratory.  Coordinated 1R2 (Unit 1 refueling outage 2) steam generator activities, including sludge lancing, pressure pulse cleaning and foreign object search and retrieval (FOSAR).

EDUCATION

California State University, Chico - BA Environmental Sciences

University of California at Davis, - Certificate Hazardous Materials Management

University of California at Davis, - Certificate ISO 14001 Manager

REGISTRATIONS/ASSOCIATIONS/AFFILIATIONS

 Certified Hazardous Materials Manager (CHMM)

 Certified ISO 14001 Manager

 OSHA 1910.120 Certified Hazardous Waste Operator and Supervisor

· Member, PG&E Speakers Bureau.

Susan Fisher

CAREER SUMMARY

Over 29 years energy efficiency experience developing, launching, managing and evaluating utility consumer energy efficiency program resulting in models for energy conservation nationwide.

EMPLOYMENT SUMMARY
Pacific Gas and Electric Company, San Francisco, California

1998 - present
Home Improvement Rebate Program Manager

1996 - 1998

Home Energy Savings Loan Program Manager

1974 – 1996

Various Utility Energy Efficiency Positions

Corporate Energy Efficiency Program - Responsible for single-family Home Improvement Rebate program implementation development including product listing with specifications, consumer rebate application, training of various utility support groups such as rebate processing group, product verification team and phone center employees.  Rebate program was successful in offering new product and purchase options to residential consumers to achieve energy efficiency savings and peak demand concerns for California.  Developed various consumer education materials about energy efficient products and services being offered to residential customers.  Developed specific information tools for contractors to use with consumers to convey the benefits of various energy efficient product and services being offered to residential consumers.  Also developed and implemented  the corresponding training component using nationally recognized technical and marketing  specialists to provide the training to retrofit contractors across the  utility service territory.  Brought on board to restructure a pilot financing program serving as a model for nationwide implementation as a method for the consumer marketplace to install energy efficient technologies.

Field Support – Responsible for various energy efficiency program field support positions including audits of customer homes.

Education

California State University- Fresno – Bachelors of Science; Foods and Nutrition

Residential Single-Family Auditor Training – Pacific Gas & Electric Company

Terrance Pang

CAREER SUMMARY

Utility energy efficiency programs for 21 years. Included in this experience are certification as a CEC Energy Auditor for Institutions and separately as a Residential Energy Auditor, Solar Systems Inspector, Multi-Family Building Auditor as well as current position as Corporate Sr. Program Manager.  Currently manage program portfolio of over $11 million dollars annually.

EMPLOYMENT HISTORY

Pacific Gas and Electric Company – San Francisco, California

2000 – Present

Managed our Residential Energy Star® Lighting Programs including :





-     Coordination with the other Statewide Utilities since 2000 

· Promotion of the sub-CFL technology with the Multi-family market   

      through Battelle Labs in 2000/2001

· Implemented the Highly successful Point of Sale concept with

Retailers in 2001 which was a resounding success. Program was awarded the status of exemplary by ACEEE in 2003.

1996-1999
Developed and managed projects with the Federal Government under our PowerPAct Program.


Managed our Power Saving Partners Program PG&E’s ESCO partner performance based program with Commercial and Industrial customers.

1990-1995
Conducted energy audits/managed accounts for: the Hotel/Retail Sales/Television –Radio Facilities / Office Buildings




Promoted  Real Time Pricing Program with appropriate customers. 

Involved with the development and management of 2 R&D projects to demonstrate building load control in response to energy price signals at the SF Marriott and at 450 Golden Gate. Guided a number of overseas energy representatives through the R&D projects in cooperation with the World Bank.

1984-1989

Energy Management/Load Management Representative

· Conducted Audits of Commercial/Industrial Accounts

· Performed rate analyses as part of the energy surveys which identified and ranked projects for customers to proceed with

· Managed and recruited customers for Load Management programs

1983


Customer Service Supervisor –Central Division Call Center

1980-1982

Residential Auditor /Multi-Family Auditor/Residential Supervisor/ 




Solar Inspector.

1979-1980

Commercial Lighting Lead Inspector-

Worked on one of the first pilot programs promoting efficient commercial lighting in offices –1st energy saver tubes.
Education

University of California at Berkeley, BA/Environmental Sciences

Associations and Affiliations

Board Member – PEARL,  Program for the Evaluation and Analysis of Residential Lighting

Committee Member – Consortium for Energy Efficiency, Lighting

Team Lead – California IOU Statewide Lighting Program

David P. Manoguerra

CAREER SUMMARY

Over 24 years experience in a variety of capacities encompassing positions at Pacific Gas and Electric Company in Gas Construction, Gas Service, Supervision, Residential Conservation Auditing, Energy Auditing, Residential Appliance and Weatherization, Technical Training and my current position as a Residential Energy Management Sr. Program Manager.  

EMPLOYMENT HISTORY

Pacific Gas and Electric Company – San Francisco, California

2003 – Present

Senior Program Manager

2002 – 2003

Senior Project Manager

2001 - 2002

Program Manager

1996 - 2001

Senior Quality Improvement Specialist / Field Support Specialist.

1996 - 1996

TCAP Project Field Operations Supervisor/ Warehouse Supervisor

1988 - 1990

Service Supervisor 

1985 - 1988


Service Supervisor Dispatch Operations

1984 - 1991
 

Training Reviewer

1983 - 1983


Residential Conservation Services Auditor 

1981 - 1996


Gas Service Representative, 

1979 - 1981

Gas T&D Helper

Corporate Energy Efficiency Program – Established lines of communication with statewide business units and Trade Allies and national partners to ensure a clear understanding of program goals and objectives.  Provided training and technical support to all field personnel, manufacturing representatives and distributors on all HVAC Residential Energy Efficiency programs to promote program incentives.  Designed and implemented Policy and Procedures, marketing strategies and program promotional materials to internal and external program partners. Developed and implemented procedure to monitor all residential energy efficiency program incentive accomplishments.  Performed research, development and implementation of the 2001 Summer Initiative Swimming Pool Pump Timer $20 Incentive program.  This program resulted in 30,500 program participants, which shifted their pool pump timer operation from peak to off peak electrical demand period, netting 23 megawatts in electrical demand.  Conducted a cooperative pool forum with pool industry representatives and manufacturers to develop strategies for implementation of a comprehensive swimming pool pump and motor rebate program.  Developed promotional materials, web application, data tracking systems and policies and procedures for the management of the pool pumps timer and pump and motor programs.  Provided technical support to pool builders, retailers, inspectors, manufacturers, and the energy management team.  Designed and implemented inspector training for the Central Inspection team in unison with the Energy Training Center in Stockton.  Consulted with other independently owned utilities and Municipalities (SDG&E, SCE, SMUD) establishing standardized program guidelines and incentive levels.  Provided technical computer programming support for the Residential Energy Management Team.  Developed database tools for forecasting, tracking, monitoring and controlling programs.  Lead PG&E technical consultant for the Low Income Energy Efficiency (LIEE) Program Standardization Project, which is developing standardized weatherization inspection practices, uniform policy and procedures in unison with SDG&E, SCE, SCG, DOE, CPUC, and associated private principals.  Primary focus is to design and increase consistency in the programs offered through the utilities statewide.  

Utility Operations – Served as supervisor of dispatch operations, managing service staff for gas utility operations in the field.  Also worked as utility contact for gas services and as a gas crew field helper.

EDUCATION

University of Phoenix, Walnut Creek/Pleasanton - B.S., Business Management

Laney College, Oakland - A.A., Business Management

Laney College, Oakland - Certificate in Business Management

CEC Certification Training, Stockton - Residential Conservation Energy Auditor

City College of San Francisco - Advertising Art Classes

AFFILIATIONS AND ASSOCIATIONS

Former Business Consultant to Junior Achievement Programs in the Greater San Francisco Bay Area

Member of the Consortium for Energy Efficiency Residential HVAC Committee

Section VIII.
Budget 
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�  100 Hour Lumen level is documented where applicable by test results. Lighting incentive amounts were adjusted to enhance the two-tier model implemented in 2003.  Levels were adjusted to create greater parity of energy savings per incentive dollar across the tiers, to allow for lower wattage products to be part of the program, and to make rebates for CFLs from 13 to 19 Watts more attractive, thereby reducing the “sweet spot” effect that was noticed at the 20 Watt level in 2003.   The IOUs are also seeking to maximize program benefit by fitting the ascending incentive level tiers more closely to tiered manufacturing costs of the various wattages, thereby increasing the chance that manufacturers will promote a wider range of wattages.   






