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Statewide Upstream Motors and Air Conditioning Rebate Program - Procurement





I.	Program Overview


	A.	Program Concept


The Upstream Motors and Air Conditioning Program is a statewide prescriptive rebate program funded as part of SDG&E’s procurement forecast plan�. The program provides financial incentives to distributors to stock and sell qualifying high efficiency products combined with customer rebates to create a push/pull strategy. All of the Investor Owned Utilities’ (IOU) commercial, industrial and agricultural customers are eligible to participate.  Program marketing will be targeted toward transmission-constrained and geographically hard to reach markets in order to maximize program benefits. This program applies to retrofit projects only.  New construction applications qualify for benefits through the Savings By Design program.  Incentives are offered for packaged and split system air conditioners, dual pack units, heat pumps, integral HVAC smart controls, package chillers, and motors. Depending on market response, additional measures may be added in the second year of the program (2005). 





B.	Program Rationale


Both air conditioning and commercial/industrial motors have a high coincidence with peak demand and hence these measures create peak kW reductions.  These are also long-lived measures lasting 15 years or more, which creates high net benefits.  Furthermore, motors have high annual operating hours, which leads to high kWh savings, and are often rebuilt (rewound), which further increases the measure life opportunity, making it critical to get premium efficiency motors installed.  The efficiency of motors and air conditioning has improved greatly compared to the equipment being replaced (which is typically 10-20 years old).  Premium efficient units offer large savings over those units that simply meet the current standard.


�
The incentive ensures that distributors 1) stock premium efficiency equipment, and 2) can sell it at or near the cost of standard equipment. Working with upstream manufacturers and distributors will result in a cost effective rebate program that will yield significant long-term energy savings and demand reductions.  Furthermore, these objectives will be enhanced through coordination with programs run by other entities (i.e., manufacturers, distributors, and industry associations).  


In addition to paying rebates directly to motor and air conditioning distributors to overcome specific market barriers, the upstream program will leverage, engage, and enhance manufacturers’, distributors’, and associations’ resources, including:


Technical field employees, 


Sales employees, 


Manufacturer’s rebate programs, 


Real-time data analysis tools, 


Finance programs (including third party financing programs), and


Relationships and sales meetings with vendors and customers.





Energy and Peak Demand Use


Air conditioning and motors are dominant drivers of peak load and energy consumption.  The commercial, industrial, and agriculture sectors of the four IOUs accounted for approximately 26,600 MW out of the 55,000 MW peak demand in 2000�, or 48%.  Air conditioning dominates commercial peak electric demand for all the IOUs, accounting for 45% or 7,300 MWs.  By comparison, lighting represents 33% of the commercial sector peak load.  More than half of the electricity used in the U.S. is from motors.  In the industrial sector two thirds of the electricity use is from motors.�





Savings Potential 


The economic energy savings potential for commercial air conditioning in SDG&E’s service territory is over 25 MWs and over 100 GWhs�.  HVAC units have a nominal useful life of about 15 years, but some last many years longer. The typical SEER rating of air conditioners manufactured before 1992 is about 6.0�.  Most customers replace these old inefficient units only when they are no longer cost effective to repair.  Replacement with a standard new unit may provide a marginal improvement in energy efficiency, but will not approach what could be gained from installation of a premium unit.  If the opportunity to upgrade to a premium efficincy unit (SEER of 12 or higher) is missed, it may be another 15 years or more before the opportunity comes again. That could mean fifteen years of lost energy savings.





Industrial motor savings potential in California has been estimated at about 928 GWhs and 206 MWs (assuming 4,500 annual operating hours).  SDG&E estimates its savings potential at over 70 GWhs and over 10 MWs.�  Additional energy savings are achievable in the commercial sector.  





Over 80,000 motors are replaced every year in California�.  These motors have a useful life of 15 years or longer if rewound.  The vast majority of end use customers only replace motors upon burn out.  As is the case with HVAC units replacement with a standard unit will not maximize the energy savings potential that could be gained by installing a premium unit.  Failing to properly size and replaced them with Premium Efficient motors now, will mean 15 or more years of lost energy savings.  





Market Barriers


Increasing the market penetration of premium efficient motors and air conditioning faces several key market barriers.  These include:





Lack of availability of high-efficiency products


Higher start-up expense for high-efficiency measures relative to standard-efficiency measures 


Lack of consumer information about energy efficiency benefits


Split incentives (developers and owners versus tenants)


�The upstream program proposes specific intervention strategies to mitigate each market barrier.  





Lack of availability of high efficiency products.


Motors particularly, but also air conditioning units, are usually purchased upon failure of the existing unit, and must be replaced quickly to minimize downtime.  Frequently, customers request a high efficiency motor or air conditioner only to be informed by their vendor that it is not in stock.  Along the supply chain, incomplete information about efficient technologies and their higher stocking costs results in failure to promote, order and stock high efficiency units.  Market penetration for efficient equipment suffers as extra effort is required for its purchase, creating problems of timing, logistics and cost for the commercial or industrial user.





The upstream program will work with manufacturers and distributors to increase the availability of their products in mainstream sales channels for premium efficient motors and high efficiency air conditioning units. In particular, the program will provide incentives to distributor and, where applicable, to manufacturers to encourage stocking of high efficiency equipment and buy down most or all of the incremental cost so that premium efficient units start to become standard. 





Higher first cost for high-efficiency measures relative to standard-efficiency measures


Currently, low ‘first cost’ drives most equipment sales, which usually results in less efficient equipment being sold to customers. This barrier will be mitigated by providing a coordinated suite of services that will clarify to the customer the benefits of efficient equipment while substantially lowering the first-cost hurdle. Distributor incentives will substantially reduce the incremental costs of the premium efficiency equipment. In addition, the program will gather information on existing financing options from manufacturers, distributors, Energy Service Companies (ESCO) and other third parties, leveraging these resources as a complement to program rebates, thus further reducing the first-cost barrier. 





Coordinated marketing messages from utilities, manufacturers and distributors will drive home the long-term economic benefits of adopting efficient equipment. Currently, distributors do not calculate energy savings.  The IOU will provide the sales teams with data analysis tools that clearly illustrate the performance advantages of each technology.  The program’s tightly coordinated approach aims to change the acquisition patterns of both large customers—where maintenance policies can shift towards replacement-based adoption of efficient equipment—and small commercial and industrial customers, for which contractors and distributors often play an important role in retrofit purchasing decisions. 





Lack of consumer information about energy efficiency benefits 


Customers often do not receive proposals and bids for more efficient equipment because vendors have no incentive to do so or are themselves unaware of the benefits of such higher efficiency equipment.  The result is limited exposure to and unfulfilled demand for appropriate energy-efficient options at both the distributor and end user levels.  Implementing the various intervention strategies proposed will provide vendors and sales representatives with incentives and the tools necessary to present energy-efficient alternatives to their customers more effectively, and with greater success.  Specifically, the program will:


Leverage manufacturers’ and distributors’ data analysis tools to overcome the lack of information on expected product performance and first-cost market barrier,


Develop partnerships with manufacturers’ and distributors’ sales and technical staff to bring technical and cost information directly to the customer.  This will mitigate the product information and search time and cost barriers.





Currently, only motivated, proactive customers search out efficient equipment for a specific application, evaluate it based on detailed performance data, order it through their distributor (with the hassle and transaction costs that this can entail), and pay more for it when it arrives.  Most customers simply do not have the knowledge or time to do this, despite the life cycle cost advantages. Easy availability of coherent, consistent product information decreases the risk premium perceived by the customer, and largely eliminates any additional transaction costs.  Through the use of tools and effective partnerships, the upstream program structure assures that timing challenges are met and that the right information and equipment are available when the purchasing decision must be made.





Split incentives (between owners/landlords and tenants)


Split incentives exist when one party is responsible for the purchasing costs and another is responsible for the ongoing maintenance and operating costs,  In those instances the driver is typically the initial purchase cost.  Incentives are essential to overcome that obstacle and give the purchasing party a reason to buy the premium efficiency unit.  Upstream program rebates will cover most of the incremental cost, thus eliminating most of the first-cost pressure.  Informational resources can contribute to convincing developers to decide on efficiency where efficiency benefits create an opportunity for market differentiation. 





Demonstrated Prior Success with Upstream Approach


A decade ago, air conditioning and motors manufacturers started producing equipment that substantially exceeded standards.  IOU programs targeted this opportunity using downstream (customer) rebates.  Participation was low due to lack of stocking by distributors.  More often than not motors and package air conditioning replacements are done as the result of an emergency where the prior equipment has failed suddenly.  Faced with afailed unit the customer cannot wait for a high efficiency model to be shipped and delivered.  Whatever the dealer has in stock is what gets installed.  That premium efficiency unit must be on the floor and in stock.  This program will assure that it is, and that it will be cost competitive.





In 1999 and 2000, the IOU’s shifted rebates upstream for motors and package air conditioning to address the distributor stocking issue.  Starting in 2001, the incentive delivery mechanism reverted from upstream to downstream because previous success in the upstream program and the heightened interest of Californians in energy efficiency was thought to have moved market awareness to point to which an upstream program was no longer necessary to insure the adoption of Tier II high efficiency air conditioning and premium efficient motors. 





For the 2004/5 Express Efficiency Program, PG&E and SCE are proposing to implement the HVAC and Motor Turnover portion of the Express Efficiency Program as Upstream on a statewide basis. SDG&E will be implementing the program entirely from procurement funds.  The program being both statewide and upstream not only benefits from the upstream approach, but also from the economies of scale of having the entire program managed through a statewide program implemented by PG&E, SCE, and SDG&E.   PG&E’s successful upstream HVAC and Motors programs in 1999 and 2000 installed over 4000 motor and 45,000 tons of HVAC.  SCE has implemented several successful upstream programs including the nation’s first ever, upstream incentive program in 1990 for compact fluorescent lamps, and the first nonresidential motors program in 1993. SCE’s 2000 and 2001 upstream motors and HVAC programs paid rebates for approximately 2,100 motors and 400 AC units. SDG&E also has experience running successful upstream Motors and HVAC programs in 1999 and 2000 that accounted for approximately 350 motors and 1570 AC units. Taken together, the team has unparalleled experience running upstream programs.


C.	Program Objectives


The primary objective of the program is to increase the market penetration of premium efficiency air conditioning and motors.  These long-lived pieces of equipment will yield large peak demand and energy savings.  By working with distributors to change stocking practices, the program will impact all customers from the smallest to the largest. 





The two year program objectives are to save 3,923 kW and 5,495,807 annual kWh.


II.	Program Process 


A.	Program Implementation


Program Staffing


For 2004/5, PG&E, SCE and SDG&E are proposing to implement a statewide upstream program for motors and HVAC.  The program will benefit from the economies of scale of having a uniform statewide program managed and implemented by PG&E, SCE, and SDG&E.  All three IOUs will help with cross marketing through other utility resources, such as audits, account reps, and toll free hotlines.   





Program Eligibility


The Upstream Motors and HVAC program is open to distributors of premium efficient motors and HVAC equipment who sell to nonresidential electric customers in the IOU’s service territories.





The Upstream HVAC program will use the Consortium for Energy Efficiency (CEE) High-Efficiency Commercial Air Conditioning and Heat Pump Initiative (HECAC), Tier 2 efficiency standards. Tier 2 specifies equipment efficiency levels that are approximately 22 percent higher than the federal minimum.





Implementation


Distributors will be required to submit applications detailing the eligible equipment they have sold.  In order to encourage distributor participation, the IOUs will develop a CD ROM application that includes a database of eligible equipment. This will minimize paperwork and tracking down cutsheets with equipment specifications to prove eligibility. As a later refinement, an on-line application process will be developed.





Individual units will be tracked in the database and a percentage of equipment will be field verified as a quality control process.  The IOU’s processing databases will track accomplishments by vendor.  The real-time data (from the processing data base) will be used to support marketing efforts. 


B.	Marketing Plan


The upstream incentive program will identify a comprehensive list of distributor and manufacturer contacts through industry association contacts, prior rebate program participation, targeted direct marketing, trade shows, manufacturer relationships and other sources.  A phone and email database will be quickly developed to provide early awareness of the program and engage the market actors.  For certain areas, we currently have a large portion of the participating distributors’ phone numbers and email addresses.  Because of the relatively smaller number of upstream market actors, identification and communication with upstream market actors will be accomplished cost effectively and quickly.





Simultaneous to making initial phone and email contact, a program manager will visit market actors to: 


Engage and obtain participation commitments from each distributor’s senior management, 


Disseminate and train market actors on the use of the upstream electronic applications, 


Train vendors on the ‘value added’ selling proposition (i.e., selling high efficiency units over lower first-cost lower efficiency units), 


Facilitate coordination with programs run by other entities,


Develop specific plans to leverage market partners’ resources, and


Encourage use of ‘real time’ data analysis.





Utility account representatives will be educated on program details and will be available to direct customers to the appropriate distributor. This field resource will serve to increase the breadth and influence of the upstream program while not adding to the cost of delivery. 





The program website will include a program description, how to participate, and tools and applications to download. 





The IOUs will continue to work with other entities, particularly local vendors, to help promote high-efficiency equipment.  In the upstream program, the IOUs will work jointly with manufacturers, distributors, and contractors, including making on-site visits.  This will ensure that manufacturers’ resources (e.g., manufactures’ technical field staff, measurement tools, analysis software, layout services, etc) are made available to customers who have potential retrofit opportunities. 





The program will calculate the energy savings benefit and return on investment to educate customers as to the ‘value’ and cost effectiveness of purchasing a more reliable and high efficiency piece of equipment.  Utility energy audits will be used to inform and educate customers of their energy-efficiency options.  A toll-free phone number will be available to explain the benefits of purchasing high efficiency equipment.  The utility personnel staffing the toll-free number are well versed in energy efficiency and can answer questions regarding program guidelines, or even perform energy audits. The utility representatives are also familiar with programs run by other entities and will provide contact information to callers.


C.	Customer Enrollment


Although end-use customers ultimately get the benefit of this program effort, it is the distributors and manufacturers who are the “customers” for this program.  Distributors will be enlisted into the program as discussed in the above marketing description.  Distributors, in turn, will enlist customers into the program as they market motors during their normal course of business. 


D.	Materials


The program is designed to increase distributor stocking of premium energy efficient equipment and allow distributors to sell the equipment at prices near the price of standard equipment.  The program will offer incentives for packaged and split air conditioners, heat pumps, integral HVAC smart controls, package chillers, and motors.  The program will use the industry standards for “premium efficiency” equipment.





The Upstream HVAC program will use the Consortium for Energy Efficiency (CEE) High-Efficiency Commercial Air Conditioning and Heat Pump Initiative (HECAC), Tier 2 efficiency standards. Tier 2 specifies equipment efficiency levels that are approximately 22 percent higher than the federal minimum.





The Upstream Motors program will use the same specification used by the CEE for its Premium Efficiency Motors Initiative, which is a new specification co-promoted by CEE and the National Electrical Manufacturers Association (NEMA) called NEMA Premium™.  The NEMA Premium™ specification will be used to determine minimum eligible efficiency levels for motors incentives.  The specifications for these motors are, on average, 1-2 percent higher than the federal minimum standards required by the Energy Policy Act of 1992 (EPAct).  Motors covered by this specification include the same equipment covered by EPAct: NEMA design A and B, three-phase, integral horsepower (hp), general purpose ODP and TEFC motors (1200, 1800, and 3600 RPMs) from 1-200 hp.  Larger motors are not included in the program as they are often custom built and have no current standard.


E.	Payment of Incentives 


Rebate processing will be highly automated.  The rebate application will be developed in electronic form, with an embedded equipment database that pre-qualifies the equipment.  Pre-qualification can occur either during preparation for a sales call (by entering model  numbers into the utilities’ electronic rebate application) or at the time of data entry.  The electronic rebate application will be designed so that multiple customers can be included in one electronic application.  The application will be e-mailed to the processing center.  The data will then be electronically uploaded to the processing database.  Processing staff will electronically review each application.  The rebate application will be electronically routed, reviewed, and approved for payment by the program manager.  This innovation will ensure timely and cost effective processing of the rebate application and issuance of the rebate check. 





Equipment must be purchased and installed prior to submitting a rebate form.  An acceptable proof-of-purchase in the form of a vendor invoice number is required.  As enhancements to the electronic application are made and databases updated, distributors will have the option to download the appropriate form from the IOU’s Web site. The electronic rebate forms will list all qualifying units and the fixed rebate amount for each measure.  The electronic rebate form will allow the participant to calculate the rebate for each unit installed, prior to submitting the form.





The electronic rebate package must be complete before it is approved for payment and in some cases post-field equipment installation verification is required.  If the electronic data is found to be incomplete, the processing center will contact the distributor and/or customer and make every attempt to assist them in correcting the application. The intent is to ensure the distributor has a positive experience and will participate in the future.


F.	Staff and Subcontractor Responsibilities


Utility staff will be involved in program design, helping with marketing, and providing oversight. SDG&E intends to hire a subcontractor to manage much of the administration and implementation of the program.  Responsibilities will vary across the IOUs, but may include: 





Program Administration and Implementation,


Design and development of the equipment database, 


Design and development the electronic rebate applications, 


Design and development of the information database,


Marketing, and development of strategies to leverage resources.


G.	Work Plan and Timeline for Program Implementation


As soon as the CPUC approves the program, the IOU will inform distributors and manufacturers of the program to maximize equipment availability.  Manufacturing and stocking equipment can have a time frame ranging from 2 months to one year, depending on the manufacturer’s production cycle.  Equipment sold after the first day of the program will be eligible for incentives.  As soon as funding is available, the IOUs will start database and application development.  These tools will be critical to successful program implementation, but they require a few months of lead-time. The website, marketing materials and any customized sales tools will also be developed in the initial phases of the program.  Program sales will continue until the program end date. Any applications received by that date will be processed and counted toward accomplishments.





III.	Customer Description 


A.	Customer Description


All IOU commercial, industrial, and agricultural sector customers are eligible. This program covers smaller air conditioning units (as opposed to large chillers). The market corresponding to this includes small offices, retail, and warehouses among others. Premium efficiency motors are found in large numbers in commercial HVAC systems (e.g., fans) and in the whole range of industrial processes. Agricultural pumping is another large motors market.


B.	Customer Eligibility


All IOU nonresidential customers are eligible, independent of size and rate class. 


C.	Customer Complaint Resolution


If a distributor or 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 distributor or 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, and San Diego Gas and Electric Company.  The IOUs will provide additional marketing effort and possibly bonuses for equipment installed in transmission constrained areas as identified by the California Independent System Operator.





IV.	Measure and Activity Descriptions


A.	Energy Savings Assumptions


Savings (kWh, kW, & therm) values for nonresidential measures are not published in the DEER database (August 2001).  Since the program is offered statewide, a single set of workpapers has been developed. The incremental measure cost values in the workpapers are taken from the DEER database when available/applicable. Estimated Useful Life values are from the Energy Efficiency Policy Manual Version 2 when available. If not available, the source of the value is documented.  The Net-to-Gross values are from the Energy Efficiency Policy Manual Version 2.  SDG&E’s workpapers provide documentation for all values used in the cost-effectiveness analysis.





B.	Deviations in Standard Cost-effectiveness Values


Procurement avoided costs are employed for the Total Resource Cost (TRC) test.


C.	Rebate Amounts


The core of the program is to provide rebates to distributors to encourage stocking of premium efficiency equipment and buy down of the incremental cost. 


�
The plan for initial rebate levels is shown below. Depending on how the program runs, incentives levels may be adjusted either up or down. As part of the marketing effort, we anticipate using bonuses to convince distributors to submit their first application. Even though it will be automated, the application process will require a substantial investment of time to understand it and submit the first application. We will concentrate marketing and may also offer incentive bonuses for equipment installed in transmission-constrained (all of SDG&E’s territory) and hard-to-reach areas. 





The proposed initial air conditioning incentive is $100 per ton.  Proposed initial motors rebates are shown in the table below.


      Proposed Motor Incentive Levels


Horsepower�
Total Rebate�
�
1�
$     35.00 �
�
1.5�
$     35.00 �
�
2�
$     35.00 �
�
3�
$     40.00 �
�
5�
$     50.00 �
�
7.5�
$     60.00 �
�
10�
$     70.00 �
�
15�
$     80.00 �
�
20�
$     90.00 �
�
25�
$   135.00 �
�
30�
$   230.00 �
�
40�
$   300.00 �
�
50�
$   320.00 �
�
60�
$   353.00 �
�
75�
$   540.00 �
�
100�
$   720.00 �
�
125�
$   945.00 �
�
150�
$1,260.00 �
�
200�
$1,260.00 �
�



D.	Activities Description 


The program activities are directed at producing measurable energy savings in the form of rebated equipment.  Those non-energy savings activities focused on promoting and marketing the rebate program and are discuss in detail above. 


�



V.	Goals 


The program savings goals are shown below. The primary goals are energy and peak demand savings. However, we have also included the estimated number of motors and tons of HVAC associated with those goals.�


Net Projected Energy Effects�
�
Coincident Peak kW�
Annual kWh�
Lifecycle kWh�
Annual Therms�
Lifecycle Therms�
�
3,923�
5,495,807�
82,437,110�
0�
0�
�



In addition to the above savings goals, the program has the following goals for quality of service. Any phone calls or emails from distributors will receive a response within 24 hours. All incentive payments for properly completed applications will be processed in a maximum of 30 days.








Program Evaluation, Measurement and Verification (EM&V)


General Approach to Evaluating Program Success


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





This EM&V plan will continue to use the existing EE Policy Manual and established EM&V methods to evaluate the Upstream Motors and Air Conditioning program’s success as the EM&V protocols and framework are being revised by the New Evaluation Framework team. At such time as the revised protocols and framework are adopted, a revised EM&V plan will be developed (as appropriate) to evaluate the program’s success.





The proposed evaluation of the Upstream Motors and Air Conditioning 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 baseline and customer’s satisfaction.





Approach to Measure and Verify Energy and Peak Demand Savings 


The Measurement and Verification (M&V) approach for the Upstream Motors and Air Conditioning program will be to validated energy and demand savings estimates of program impacts. 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 a selected sample of installations. 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 as appropriate.  The plan may 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 Upstream Motors and Air Conditioning. The market assessment study will analyze the market penetration of the Upstream Motors and Air Conditioning 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 Upstream Motors and Air Conditioning that can be improved to enhance the program’s performance. Assessing performance of various delivery aspects of the program will help to identify specific, actionable servicing actions to make the program more effective. 





Potential EM&V Contractors


The recommended potential list of EM&V Contractors are listed in alphabetical order, not necessarily in order of preference.  These contractors have worked with the Sempra Utilities in the past and have successfully completed evaluations for a variety of utilities.  These contractors are highly regarded in the Evaluation Community and have presented papers at various Evaluators Conferences.  Many of their reports have been filed with the CPUC and can be found on the CALMAC website.  Currently, the Sempra Utilities have no information that indicates these consultants could not be objective in their evaluation of the Upstream Motors and Air Conditioning.  While this list of potential EM&V contractors is not exhaustive, it includes:





	Equipoise Consulting


	Itron-RER


	Kema-Xenergy


	Quantec


	Quantum Consulting


	RLW Analytics


VII.	Qualifications 


A.	Primary Implementer


SDG&E is the primary implementer of this program in SDG&E service territory.  SDG&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 SDG&E has remained the most trusted source for unbiased energy efficiency information, services and programs.  Customers continue to look to SDG&E for assistance in managing their energy use and costs.


�



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





The Program’s managing Supervisor is Michael Guin who has overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings for several programs and supervises program staff.  





He is supported by the Program Manager, Jeff Alexander, who has overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings.  These activities include program design and budget preparation; overseeing of program operations including the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.





B.	Subcontractors 


SDG&E intends to issue an RFP for the responsibilities noted above in Section II.F.


C.	Resumes or Description of Experience


		(see following pages)


�
Qualifications of Michael Guin�Energy Efficiency Programs Manager





Area of Responsibility In This Program:


Overall responsibility for operations and achievement of program goals, particularly energy and peak demand savings for the nonresidential retrofit programs.  These activities includes program design and budget preparation; overseeing of program operations include the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.





Professional Experience as it relates to Current Position:


Michael has over thirty years experience in the utility industry. During this time, he has supported customers of all sizes through a wide variety of responsibilities including training, customer contact, advertising, on-line marketing and conservation and energy efficiency programs.  He is currently responsible for the energy efficiency programs targeted to the large nonresidential customers of both San Diego Gas & Electric Co. and Southern California Gas Co. 


2002 - Present, Energy Efficiency Programs Manager (SDG&E/SCGC): Responsible for the design and implementation of nonresidential, retrofit programs for medium - large customers.  


2000 - 2002, Nonresidential Energy Programs Manager (SDG&E): Responsible for the design and implementation of nonresidential, retrofit programs.  


1998 - 2000, Web Business Advisor (Sempra): Responsible for developing business solutions for nonresidential clients through Web-related applications. 


1993 - 1998, Advertising Communications Advisor (SCGC/Sempra):  Responsible for promoting residential and nonresidential programs and services through integrated customer communications. 


1991 – 1992, Engineering Training Specialist (SCGC): Responsible for developing training and testing material for Natural Gas Vehicle Program and Construction Services.


1987 – 1991, Commercial Account Executive (SCGC): Primary customer contact to major retail chains and appliance distributors.


Educational Background:


Business Studies, Rio Hondo College, Whittier, California (1976)


Business Studies, Mount San Antonio College, Walnut, California (1980)





Professional Affiliations:


Association of National Advertisers


�



Qualifications of Jeff Alexander


Program Manager





Area of Responsibility In This Program:


Overall responsibility for program operations and achievement of program goals, particularly energy and peak demand savings.  These activities includes program design and budget preparation; overseeing of program operations include the development of program procedures; program promotion; program data processing; customer communications; contracting and procurement for program services as needed; working with market suppliers, vendors, trade organizations and other industry-related organizations; working with community-based organizations; budget tracking and reporting of program activities; and supervision of program implementation staff.





Professional Experience as it relates to Current Position:


2000—Present, Program Manager (SDG&E): Responsible for the design and implementation of the Express Efficiency program.  Work with various contractors/vendors to market the statewide rebate program to small and medium business customers.  Work with communications department to develop outreach material for customers, including the development of point-of-purchase material, newspaper ads and TV spots and radio spots.


1999—2000, Marketing Engineer (WWW Corporation): Supported the Federal Accounts group in partnering with the Government to perform Energy Conservation Projects on the various bases and Naval hospital within San Diego County. Prepared all documents and strategies for complex bid exercises.  Managed all contracting related activities and processes associated with the acquisition of services to support the operational needs of the Company, including RFP creation, proposal evaluation, contract negotiations, contract drafting and implementation.  





Educational Background:


B.S.—Accounting, Central Washington University, Ellensburg, Washington (1978)





Professional Affiliations:


Founding member and board representative of the California Chapter of Air Conditioning Contractors of America (CAL-ACCA)


�



VIII.	Budget 


Program Budget�
�
Cost Description�
 Amount ($Nominal) �
�
Administrative Costs�
 �
�
 �
Managerial/Clerical�
 $       147,966 �
�
 �
Human Resources�
 $       275,410 �
�
 �
Travel / Conferences�
 $         26,200 �
�
 �
Overhead�
 $       149,572 �
�
 �
Sub-Total Administrative�
 $       599,148 �
�
Marketing Costs�
 $         43,710 �
�
Implementation Costs�
 �
�
 �
Incentives�
 $     1,889,640 �
�
 �
Activity�
 $                -   �
�
 �
Installation�
 $                -   �
�
 �
Hardware / Materials�
 $         46,870 �
�
 �
Rebate Processing�
 $       116,200 �
�
 �
Sub-Total Implementation�
 $    2,052,710 �
�
EM&V Costs�
 �
�
 �
Activity�
 $       105,576 �
�
 �
Overhead�
 $           6,738 �
�
 �
Sub-Total EM&V�
 $       112,314 �
�
Total Program Budget�
 $     2,807,882 �
�



� As ordered in D.02-10-062 “Final Decision on Procurement OIR” and filed on April 15, 2003.  D.03-08-067 further ordered the IOUs to submit procurement funded program proposals in its “Instructions for the Submission of Requests for Extension and Submission of New Program Proposals and Plans”.


� California Statewide Commercial Sector Energy Efficiency Potential Study, July 2002, pages E-4, & 6-7.


� ACEEE. 2002. Energy Efficient Motor Systems: A Handbook on Technology, Program, and Policy Opportunities, 2nd edition. Washington D.C.


� Kema-Xenergy Inc, Documentation of Energy Efficiency Potential Estimates, March 25, 2003, p. 3-3.


� http://www.consumerenergycenter.com/homeandwork/homes/inside/heatandcool/centralhvac.html, California Energy Commission website.


�Kema-Xenergy Inc, Documentation of Energy Efficiency Potential Estimates, March 25, 2003, p. 3-3.


� We’re Cranking Now! A Motor Program Success Story, Energy Solution and Pacific Gas and Electric Company, 2000.
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