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1 Program Overview



1.1 Program Concept

The San Diego Regional Energy Office (SDREO) Business Energy Services Team (B.E.S.T.) Program is part of the San Diego Regional Energy Partnership’s comprehensive portfolio of energy efficiency programs.  The portfolio was designed to provide a balanced array of programs that serve a cross-section of energy market segments and hard-to-reach populations.  The prime contractor for the Partnership on each program presented will be the SDREO.  
This B.E.S.T. Program is a continuation of the highly successful 2002 – 2003 B.E.S.T. Program.  The B.E.S.T. Program targets the hard-to-reach (HTR) small and very small businesses (100 kW or less) in the San Diego Area.  The B.E.S.T. Program offers a “turnkey” approach in which marketing, energy education, site-specific energy analysis, financial incentives, equipment procurement, and installation are provided.  This turnkey marketing and implementation process takes customers quickly from interest and intent to the actual installation of measures.  The primary focus of this program is to maximize the implementation of cost-effective high-efficiency lighting measures, while also addressing some HVAC, refrigeration and customized measures.  Program staff performs pre- and post-inspections at 100% of the sites to verify equipment installation and energy savings.  

SDREO, with the support of KEMA-XENERGY, will administer the B.E.S.T. Program throughout San Diego County.  SDREO has formed a partnership with local government partners (LGPs) to target marketing and outreach activities.  At this point, a partnership has been formed with the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido and Oceanside.

1.2 Program Rationale

After 20 years of energy-efficiency program expenditures in California, there still remains significant potential to achieve cost-effective energy-efficiency improvements in the small and very small nonresidential market segment, particularly among HTR customers. The B.E.S.T. Program offers a proven track record of achieving high market penetration and cost-effective energy savings among HTR customers. Key design features of the B.E.S.T. Program include the following: 

· Cash incentives for measures designed to achieve high participation levels and low per-unit market costs.
· A simple turnkey marketing and implementation process that takes customers quickly from interest and intent to actual installation of measures.

· Leveraged outreach through program-approved contractors and LGPs.

· Internet-based software that enhances cost-effective program delivery.

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

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

· Hassle or transaction cost: The indirect costs of acquiring energy efficiency, including the time, materials, and labor involved in obtaining or contracting for an energy-efficient product or service. The B.E.S.T. Program reduces hassle and transaction costs by offering one-stop services that include customer education, site-specific energy analysis, feasibility analysis, financial incentives, equipment procurement and installation.

· Information or search costs: the costs of identifying energy-efficient products or services or of learning about energy-efficient practices, including the value of time spent finding out about or locating a product or service or hiring someone else to do so. The B.E.S.T. Program is specifically designed to reduce the information and search costs for small commercial customers. Marketing and outreach activities increase customer awareness of cost-effective energy-efficiency measures. Other features of the program that address this barrier include energy analysis and turnkey equipment procurement and installation services.  

· Performance Uncertainty and Hidden Costs:  The B.E.S.T. Program addresses customers’ concerns by providing detailed information on the Participation Agreement that documents the recommended measures, project scope, project cost, incentive amount, energy savings and estimated payback period.  Pre- and post-inspections are conducted at 100% of the sites to further alleviate concerns regarding performance uncertainty.  Equipment warranties are also provided.

· Split incentives: cases in which the incentives of an agent charged with purchasing energy efficiency (owners) are not aligned with those of the persons who would benefit from the purchase (tenants). Historically, fewer energy-efficiency measures are installed in leased space because building owners generally pay for the retrofit, but the renter benefits from the energy savings. This provides little incentive on the part of the owner to invest in energy efficiency. Recent research
 shows that renters are willing to share in the cost of energy-efficiency improvements with the building owner when payback periods are less than or equal to the time remaining on the lease. By offering significant financial incentives to owners and occupants for the replacement of inefficient equipment, the B.E.S.T. Program produces payback periods that are attractive to both owners and renters (i.e., in the case, of renters, payback periods that are shorter than their remaining leases). 

· Access to financing: the difficulties associated with lending institutions’ historic inability to account for the unique features of loans for energy savings products (i.e., that future reductions in utility bills increase the borrower’s ability to repay a loan) in the underwriting procedures. The B.E.S.T. Program will make participants aware of and offer any low-cost financing that is available. We recognize that the utilities or non-utility implementers may offer financing options to customers. We are eager to work with these program implementers to include any low-cost financing as part of our program package.

1.2.1 San Diego Regional Energy Partnership

To facilitate energy program development and implementation, the San Diego Regional Energy Office (SDREO) and the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside formed the San Diego Regional Energy Partnership to implement public goods charge energy efficiency programs during 2004-2005.  This partnership, which represents nearly 80% of the region’s population and all of the region’s cities with power plants located in their borders, joins local government’s desire to be more involved in regional energy program implementation and their connection to the region’s citizens with SDREO’s proven program development and implementation abilities.  This partnership also represents the first step toward a fully regional partnership for energy efficiency program implementation. Given the short time available, it was not possible to mobilize and organize all the jurisdictions in the San Diego region; however, the Partnership hopes to expand participation and will make all services available to all jurisdictions in the region.

Under the partnership, SDREO developed program proposals and will provide overall program management, technical support and administration, and will conduct marketing and outreach in collaboration with the local governments.  The participating local governments will assist SDREO in providing marketing and outreach through their existing communication channels.

Please see the letters of support from our partners in the hard copy appendix.

1.2.2 Equity Considerations

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

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

· Language. The primary language spoken is other than English.

· Business size. Less than 10 employees and/or classified as very small.

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

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

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

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

1.2.3 Innovation

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

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

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

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

We recognize that, more recently, the IOUs have been targeting efforts toward small customers, which has resulted in significant increases in participation. Over the past 2 years, the utilities have modified the payment requirements of the Express Efficiency

Figure 1‑1
 Market Penetration as a Function of Incentive Level for Small Commercial Customers
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Figure 1‑2
Turnkey Program Costs for Small Commercial
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prescriptive program in an effort to increase participation among smaller customers. As a result, a record number of customers in the <20 kW nonresidential segment participated in the 2000 and 2001 Express Efficiency program, driven primarily by increased incentives and vendor bonuses. Of these applications, 76 percent received a vendor bonus. Furthermore, approximately 95 percent of the applications also received incentives that were double the base value (resulting from other promotions, e.g., summer specials). The result was that 80 to 100 percent of the measure cost was paid for by the incentives for T8 and CFL measures. CFLs and T-8s were far and away the most popular measures installed. We applaud the utilities for their efforts to increase penetration among small commercial customers. 
For PY2003, it appears that the Express Efficiency will increase their rebates for certain measures so that incentives are more in line with those of third-party implementers. Nonetheless, the incentive levels will still average somewhere in the neighborhood of below 50 percent of measure costs. These incentive levels are appropriate for a mass market, prescriptive rebate program. The results of the PY2000 program are consistent with the program penetration model we presented above, i.e., that participation rates increase significantly as incentive levels move above 50 percent. Our objective with the B.E.S.T. Program is to serve those small HTR customers that would otherwise be unlikely to participate in the Express Efficiency program (both because Express incentive levels are lower and because the B.E.S.T. Program will provide door-to-door direct marketing and turnkey installation).

1.2.3.1 B.E.S.T. Internet-Based Software Tool 

The B.E.S.T. Internet-based software tool is a unique feature of the B.E.S.T. Program. Contractors utilize the B.E.S.T. Proposal Generation Software tool to generate proposals that detail energy and demand savings, project cost, customer cost, and a simple payback analysis. The software enables the contractor to compare the economics and performance levels of various energy-efficiency options and select the most cost-effective or appropriate measures for the proposal. Standardized pricing, determined by contractor input, is used for measure costs. An extensive lighting database is used to determine connected load of the pre-existing and proposed equipment. The software has inherent market transformation benefits because it helps to train contractors on cost-effective retrofit options as well as payback analysis. The software tool has also enhanced our ability to leverage the contractors for marketing and outreach because there is no delay associated with proposal generation if standardized pricing is used. 
1.2.3.2 Leveraged Marketing

The B.E.S.T. Program relies heavily on leveraging the outreach capabilities of program-approved contractors. Contractors are motivated to promote the B.E.S.T. Program to small businesses because the high incentive levels enhance their ability to make a sale. Additionally, contractors tend to recruit businesses that are located within a small geographic region, say a strip mall or city block, so they can capture the economies of scale associated with installation of the measures. 

1.2.4 Proven Track Record

The B.E.S.T. Program has a proven track record for cost-effective program delivery. During PY 2002-03, the program has been successfully implemented in the San Diego region through SDREO, in the City of Oakland through the Oakland Energy Partnership, and in the City of Long Beach through KEMA-XENERGY’s EEGOV Program. All three programs are fully subscribed and are well on track to exceed their energy and demand savings goals. 

Additionally, the vast majority of participants are HTR customers. In fact, for the 2002-03 B.E.S.T. Program, 83 percent of the participants are renters, 59 percent have less than 10 employees and 2 percent have a primary language other than English. 

1.2.5 Continued Demand

The B.E.S.T. Program proposes to continue to target and reach the small commercial customers that are otherwise highly unlikely to participate in statewide incentive programs. The success of the B.E.S.T. Program during 2002-03 resulted in the need for KEMA-XENERGY to establish a waiting list of program participants San Diego Region B.E.S.T. Program. Continuation of funding into 2004-05 for the San Diego Region B.E.S.T. Program would allow the program to fund projects that are currently on our waitlist, as well as take advantage of existing program momentum. 

1.2.6 Lessons Learned and Recommended Changes to 2004-05 Program

The 2002-03 B.E.S.T. Program has incentive amounts set to ensure projects at least meet a 1-year payback period. For most measures, the incentive is tied directly to the demand savings. However, contractors have strongly pursued delamping projects that are more lucrative, resulting in an average payback (based on a sample of projects in the current B.E.S.T. Program) of 0.2 years and customer payment of about 8 percent of total project cost. One component of our incentive management strategy for the 2004-05 B.E.S.T. Program is to reduce the incentives for lighting measures by about 15 percent. This adjustment for the current mix of projects results in almost a half-year payback period and customer payment of about 17 percent. 

A second component in managing our incentives is to implement a cap on incentives. The cap will be based, in part, on whether the participating business qualifies as an HTR business. If the business is HTR there will be no cap on incentives; but the incentive may not exceed the total cost of the project. A cap will be applied to incentives for non-HTR businesses. The mechanism for determining the level of the cap is to be determined. Among other factors, the economics of the project will be a key consideration in determining the cap level for non-HTR business participants. If it becomes apparent that the program is not on track to meet goals after three quarters of field activity, the caps may need to be adjusted. 

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

1.2.7 Program Classification

The San Diego Region B.E.S.T. Program should be evaluated as a hardware/incentive program.

1.3 Program Objectives

The primary focus of the B.E.S.T. Program will be to continue to maximize the implementation of cost-effective high-efficiency lighting measures, while also addressing some HVAC, refrigeration, and other customized measures.

The key objectives of the SDREO B.E.S.T. Program include the following:

· Cost-Effective, Proven, Results:  The B.E.S.T. Program was implemented successfully and cost-effectively to HTR small businesses during 2002 and 2003.  The program is on track to be within budget and achieve energy and demand savings above our stated goals.  

· Peak Savings Emphasis: The B.E.S.T. Program is designed to emphasize peak demand savings in addition to long-term energy savings.  For the most part, the financial incentives of the B.E.S.T. Program are tied directly to the kW savings of the proposed measure.  

· Strong Hard-to-Reach, Equity Focus:  The B.E.S.T. Program will continue to target HTR small businesses; particularly those that are located in leased space. The key goal of the SDREO B.E.S.T. Program is to directly address a critical CPUC policy objective, i.e., to serve the HTR markets through local programs.  Because this target market rarely participates in existing programs, the SDREO B.E.S.T. Program will continue to improve on the equity of the public goods fund expenditures.  The SDREO B.E.S.T. Program has a target of at least two-thirds of the participants categorized as HTR.

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

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

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

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

· Leverage SDREO’s Relationships with City Governments in San Diego County:  SDREO has created a partnership with the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside to assist in conducting critical outreach services to the small HTR businesses in their targeted neighborhoods.  

The B.E.S.T. Program hopes to continue to target and reach the small commercial customers that are otherwise highly unlikely to participate in statewide incentive programs.

1.3.1 Projected Accomplishments 

The SDREO B.E.S.T. Program is designed to deliver cost-effective long-term energy and demand savings to small and very small HTR nonresidential customers.  Incentive levels are high to achieve significant participation and measure penetration in this HTR segment of the market. As such, a high percentage (68%) of our total budget is allocated to financial incentives.  The projected accomplishments of the B.E.S.T. Program for program years 2004-05 are shown in Table 1-1.  

Table 1-1
San Diego Region B.E.S.T. Program
2004 – 2005 Projected Accomplishments

	Projected Accomplishments

	Net Coincident Peak Demand Savings
	10,669

	Net Annual kWh Savings
	20,144,619

	Net Lifecycle kWh
	264,675,518

	Net Annual Therms
	61,536

	Net Lifecycle Therms
	827,616

	TRC Ratio
	2.17

	PT Ratio
	8.39


2 Program Process



2.1 Program Implementation

The proposed program for 2004 – 2005 is a continuation of the successful 2002 – 2003 B.E.S.T. Program.  The B.E.S.T. Program proposes to continue to install energy efficiency measures at small businesses, especially in businesses that can be categorized as HTR.  

The B.E.S.T. Program distinguishes itself from the Statewide Express Efficiency Program by offering full turnkey services to this HTR market segment.  The high incentives of the B.E.S.T. Program allows for the minimization of marketing activities and movement directly into a proposal development.  The cost to develop a proposal is also kept low by utilizing KEMA-XENERGY’s Internet-based Proposal Generation Software.  

A major component of the B.E.S.T. Program is the leveraging of program staff with the marketing capabilities of program-approved contractors.  These contractors generate leads and utilize the Proposal Generation Software to prepare either standard or 
non-standard Participation Agreements, also referred to as proposals, for customers to sign, with a minimum of interaction with program staff.  Non-standard Participation Agreements require a Program Engineer to review the savings calculations, while a standard Agreement utilizes savings calculations embedded in the Proposal Generation Software and does not require an engineer’s review.  

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

Several of the key attributes of the B.E.S.T. Program’s ”turnkey” concept are discussed below to highlight a few of the program design issues:
· Cash Incentives.  Incentives will be set at 80% or higher of the project cost because maintaining a short payback and minimal customer payment is the driving force behind customer participation in this HTR market segment.  For the most part, the delta kW savings of the measure will determine the incentive amount. For some measures, the incentive is determined on a per unit basis.  Incentive levels will be reduced by about 15% from the incentive levels used in the 2002 -03 B.E.S.T. Program.  

One of the tools in managing the program incentives is the cap, i.e., maximum allowed incentive per project.  Incentives for the B.E.S.T. Program will be capped based on whether the business qualifies as an HTR business.  If the business is eligible to be classified as an HTR business then the project incentive will have no cap; but it may not exceed the total project cost.  For non-HTR businesses the incentives will be capped at a level less than total project cost.  The mechanism for determining the level of the cap is to be determined.  Among other factors, the economics of the project will be a key consideration in determining the cap level for non-HTR business participants.  

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

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

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

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

Examples of data entry screens from the Proposal Generation Software are shown in Appendix A.

· Equipment Procurement and Installation.  A competitive bidding strategy will again be used to achieve the lowest possible measure costs while maintaining high quality.  Existing approved program contractors and other contractors from the SDG&E service territory will be asked to provide costs for any or all program measures.  Contractors can put in bids for just equipment, just installation, or both.  The bids will be used to create standard pricing for a wide range of prescriptive measures.  Projects identified by a City Administrator and/or program staff member will be assigned to a program contractor based on the preferences of the business, location, and the capabilities of the contractors as appropriate, or on a random basis by program staff.
· Site Inspections.  To minimize performance uncertainty risk for the customer, verify savings and ensure quality, the B.E.S.T. Program conducts pre and post-inspections at 100% of the project sites.   

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

The B.E.S.T. Program will continue to utilize the “Flex your Power” slogan in order to leverage the statewide marketing campaign.  In addition, SDREO, KEMA-XENERGY and specific San Diego County and Cities’ co-branding will be utilized in relevant marketing materials.  As stated previously, the key feature of the marketing and outreach strategy will be to leverage SDREO’s established partnership with the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside.  

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

SDREO will also coordinate, collaborate and support all SDG&E energy efficiency programs for maximum benefit.

The target market for the B.E.S.T. Program tends not to be a good candidate for other statewide energy efficiency programs.  The B.E.S.T. Program’s target market tends to need a one-year payback or less before the participant will make any investment.  Programs with incentives in the 20% to 40% range rarely can achieve the required payback periods.  Nevertheless, a fact sheet with information on other relevant programs will be provided to the business at the same time as the proposal and will also be left with the businesses that are not interested in or eligible for the B.E.S.T. Program.   The fact sheet will specifically focus on programs that address measures that can only be cost-effective at the time of normal equipment replacement.

2.2 Marketing Plan

Local Government Partners.  SDREO will work with KEMA-XENERGY, energy partners  in the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside  and program-approved contractors to implement the required marketing and outreach campaign.

Program staff will work with the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside to leverage their marketing and outreach capabilities in their communities.  These energy partners can provide a valuable liaison between the business community and the B.E.S.T. Program.  Additionally, these energy partners can help to identify specific geographical areas that are economically distressed or comprised of older buildings.  SDREO, KEMA-XENERGY and the energy partners will co-brand the program and get the message out through program flyers, Internet access and presentations at County and City sponsored community meetings.

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

Develop Program Flyer.  A Program flyer will be developed for distribution to businesses by Program staff, contractors and other channels of delivery.  The flyer used for the 2002-03 B.E.S.T. Program is shown in Figure 2.1. 

Proposal Generation Software Revision.  During the course of implementing B.E.S.T. during 2002-03 improvements were identified and enumerated.  These enhancements will address some issues of functionality, as well as improve reporting capabilities of the system.  

Door-to-door canvassing by the person who will conduct the facility assessment has been found to be the most cost effective means to market the B.E.S.T. Program.  During canvassing, flyers will be distributed that are co-branded by SDREO, KEMA-XENERGY and the governmental energy partners to establish credibility.  All Program staff will carry identification badges.  

Identify Target Markets.  Program staff will work with Local Government Partners to identify target areas in their cities.  Ideal target areas would be those with a high saturation of HTR businesses that would qualify for the Program, i.e., meet the demand/rate schedule criteria.  

Provide Sales Support to Contractors.  B.E.S.T. Program staff will provide sales support to contractors as needed.  Support may take the form of customer contact on behalf of the customer or assistance in preparing a proposal.  Support may be provided through a simple telephone conversation to validate the program and contractor to a business, or staff may accompany a contractor on a sales call.

Set-Up Hotline and Website.  An extension of the 2002-03 B.E.S.T. Program, toll-free telephone lines to our Oakland center will be continued, as well as the B.E.S.T. Program website which serves as the hub of the Proposal Generation Software.  These communication links will be updated to reflect the 2004-05 B.E.S.T. Program.

Presentations at Community Events.  Program staff will make presentations at community events as needed or on request.  Likely organizations for presentations include chambers of commerce, trade associations, and other community business associations.  

Methodology for Determining Costs.  Costs for these marketing activities will be determined from itemized timesheet entries.  Staff will enter a notation of the various activities on their timesheets on a weekly basis.  These notations will be the basis for reporting costs.

Figure 2-1
B.E.S.T. Program Flyer

[image: image10.wmf] 


2.3 Customer Enrollment

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

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

2.4 Materials

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

2.5 Payment of Incentives

Incentives will be paid directly to the contractors.  All projects will be post-inspected before payment is made.  

2.6 Staff and Subcontractor Responsibilities

The program staffing structure for the SDREO B.E.S.T. Program is shown in Figure 2-2.  
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SDREO B.E.S.T. Program Staffing Plan
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The SDREO program manager will have overall responsibility for all B.E.S.T. activities in the SDG&E service area.  He will have primary responsibility of ensuring effective communication between the KEMA-XENERGY team and the SDG&E customer.  He will also have a major role in overseeing the marketing of the program and reporting.

The B.E.S.T. project director will have overall responsibility for managing the KEMA-XENERGY staff.  KEMA-XENERGY will also handle the program marketing, database administration and energy engineering support using a centralized function in the KEMA-XENERGY Oakland office.

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

2.6.1 Project Management Structure

A structured approach to project management is an important piece of the Quality Assurance Plan. A key role of project management is to track and review the work of all project staff.   The KEMA-XENERGY Project Director will ensure that all project requirements are met, at various stages, before approving the project to proceed to the next phase. The various project phases are provided in Table 2-1, along with the quality assurance objectives to be accomplished in each phase.

Figure 2-3 illustrates the project flow through the various phases of the Program.

Table 2‑1
Quality Assurance Objectives by Project Phase

	Phase Name
	Quality Assurance Objective

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

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

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

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

· Confirm eligibility of SDG&E customer.

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

	Work Order
	· Obtain written project commitment from contractor.

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

	Construction Completed
	· Conduct post inspection to verify measure installation. 

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

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

	Project Completed
	· Ensure that all data are locked.

· Ensure that SDREO and SDG&E are provided required documentation.



Figure 2‑3
Project Process Flowchart
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2.7 Work Plan and Timeline for Program Implementation

Major project activities will occur during the time periods shown in Table 2-2.

Table 2-2
San Diego Region B.E.S.T. Program
Performance Targets and Deliverables

	San Diego Region
Business Services Energy Team Program (B.E.S.T.)
Performance Targets and Deliverables

	Program Activity
	2004
	2005

	
	Q1
	Q2
	Q3
	Q4
	Q1
	Q2
	Q3
	Q4

	Program Launch
	
	
	
	
	
	
	
	

	Sign Contract and Coordinate Program Activities with Contract Administrator
	●
	
	
	
	
	
	
	

	Direct Mailing Announcing Program 
	
	●
	
	
	
	
	
	

	Program Implementation
	
	
	
	
	
	
	
	

	Recruit Contractors
	●
	
	
	
	
	
	
	

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

	Identify Community Based Outreach Organizations (CBO’s)
	●
	
	
	
	
	
	
	

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

	Plan Workshop for Licensed Program Contractors
	●
	
	
	
	
	
	
	

	Develop Policy and Procedures Manual
	●
	
	
	
	
	
	
	

	Establish Standard Price Guidelines
	●
	
	
	
	
	
	
	

	Create Customer Contact Forms
	●
	
	
	
	
	
	
	

	Develop Tracking Database
	●
	
	
	
	
	
	
	

	Conduct Contractor/Site Surveyor Training
	●
	
	
	
	
	
	
	


Each monthly and quarterly report will contain a written summary of accomplishments and issues, expenditures by type, and the statistics shown in Table 2-3. Monthly expenditures by category (Administration, Marketing, Direct Implementation, EM&V) will also be summarized in each monthly report.  Outreach accomplishment statistics and costs will also be provided by each specific outreach method. 

Table 2-3
Monthly Report Statistics

	Activity
	# of Businesses
	KW, KWh and Therm Savings
	Incentive Amount
	HTR %

	Businesses Contacted
	●
	
	
	

	Facility Assessments
	●
	●
	●
	●

	Proposals Generated
	●
	●
	●
	●

	Proposal Accepted “Commitments”
	●
	●
	●
	●

	Pre-Inspections
	●
	
	
	

	Projects Complete
	●
	
	
	

	Post Inspections
	●
	
	
	

	Rebates Paid “Actual”
	●
	●
	●
	●


3 Customer Description



3.1 Customer Description 

The target market comprises small commercial businesses.  In general, the target business types will be retail, small office, service establishments and warehouses along with some small fabrication industrial customers. Most of the businesses will be privately owned or a franchise.  The majority of the building spaces will be leased.

According to the 2001 Employment Development Department Labor Market Information, there are a total of 75,144 businesses within San Diego County.

Businesses with an average annual electricity demand below 100 kW will be targeted.  It is expected that the average participant will have 20 kW to 40 kW of demand, 70,000 kWh of energy usage, and about 5,000 square feet of floor space.  If the SDG&E’s EZ Turnkey Program is funded, we may have to adjust our target market to the 20-100 kW size range.  

SDREO will work with the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside to develop the criteria for determining which areas within their geographical boundaries are most likely to benefit from the B.E.S.T. Program.  Businesses in these areas will be targeted for various marketing activities.

The number of small or very small businesses in California is very large.  Figure 3-1 shows the distribution of small/medium business customers of the three electric IOUs, Pacific Gas and Electric (PG&E), Southern California Edison (SCE), and San Diego Gas & Electric (SDG&E), according to utility area, customer type, and customer size (kW demand).  Distributions are shown by number of customers (based on accounts) and electricity consumption.   As can be seen in figure 3-1, 85 percent of the small and medium business customers are very small, with electricity demand less than 20 kW.  This percentage represents over 835,000 small or very small business customers throughout the state.

Figure 3-1
Distribution of Small/Medium Business Customers
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Source:  1999 Statewide Small/Medium Nonresidential MA&E Study, prepared by XENERGY Inc. for Pacific Gas & Electric Company, December, 2000.  Data are from utility billing records.
3.2 Customer Eligibility

All businesses served by SDG&E having an average annual maximum electricity demand below 100 kW will be eligible.  If the EZ Turnkey Program is funded, it may be that customers on SDG&E’s Schedule A general service rate tariff are excluded from this program to avoid overlap with SDG&E’s program, as was done for the 2002-03 B.E.S.T. Program. 

3.3 Customer Complaint Resolution 

The following is a summary of the SDREO Contract Dispute Resolution Procedures.

B.E.S.T. Program participants can address issues and concerns, at any time, during their participation in the program.  Customers can query SDREO about the Program or lodge Program complaints via SDREO’s website, www.sdenergy.org, or via SDREO’s toll-free telephone:  866-SDENERGY (866-733-6374). 

SDREO will respond to all customer inquiries within one working day.  If the complaint involves an SDREO subcontractor, the Program Manager will notify the subcontractor (KEMA-XENERGY), within 24 hours, requesting a quick resolution of the issue. If the customer’s inquiry is complex, requiring additional time, the customer will be so informed and will be provided an estimate of the time in which they can expect to receive a response.  

Any questions the customer determines are not answered to their satisfaction, will be elevated to the SDREO Director of Programs for resolution.  If this fails to resolve the customer’s complaint, SDREO will contact SDG&E’s Agreement Representative to obtain assistance in resolving the issue. 

If these procedures are still insufficient in achieving customer satisfaction, the inquiry will be referred to the CPUC’s Energy Division Agreement Representative for a final resolution.

All customer complaints, issues and concerns will be logged and copied, upon receipt, to the Program Manager and Director of Programs.  Customer complaints, SDREO’s response and all progress towards resolution will be recorded and tracked.  Each month the Program Manager will prepare a customer complaint report for inclusion in the Monthly Report to SDG&E.

3.4 Geographic Area 

The geographic area in which the B.E.S.T. Program will be implemented is the service area of San Diego Gas & Electric.  Specific target areas will be identified by SDREO, with the cooperation of the City and County of San Diego, and the Cities of Carlsbad, Chula Vista, Escondido, and Oceanside.  Key areas within these communities will be targeted for marketing activities.  The B.E.S.T. Program will place strong emphasis on reaching HTR small and very small nonresidential customers. 

4 Measure and Activity Descriptions



4.1 Targeted Measures

Targeted measures for the B.E.S.T. Program include the following:

· Compact Fluorescent Lamps (CFLs)

· Screw-in

· Hardwired

· Fluorescent Measures

· Retrofit

· Delamped

· LED Exit Signs

· Lighting Controls

· Occupancy Sensors

· Photocells

· Custom Lighting

· Window Film

· Programmable Thermostats

· Refrigeration Measures

· Vending Controls

· Humidistat Controls

· Miscellaneous

· Custom electric measures

· Custom gas measures

4.2 Energy Savings Assumptions

Table 4-1 describes the assumptions used for calculating the kW, kWh, and therm savings. Custom electric and gas and miscellaneous refrigeration savings are determined on a case-by-case basis through custom analysis.  All lighting measure savings are based on a per unit kW demand savings.

4.2.1 Coincident Peak Demand Reduction (kW)

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

All other measures peak demand savings were determined from the IOU Express Efficiency filing, which are primarily based on calculated values.

Table 4-1
Energy Savings Assumptions
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Compact Fluorescent Lamps (Screw-in)

Per kW saved

0.8900

3,500.00

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

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Compact Fluorescent Lamps 

(Hardwired)

Per kW saved

0.8900

3,500.00

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

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Fluorescent Fixtures 

Per kW saved

0.8900

3,500.00

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

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

Fluorescent Fixtures with Delamping

Per kW saved

0.8900

3,500.00

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

Program database and documented based on 

facility operation

1

, see section 4.2.1 for kW 

savings 

LED Exit Signs (Retrofit or New)

Per kW saved

1.2000

8,760.00

8,760 operation, see section 4.2.1 for kW 

savings 

Exterior Lighting

Per kW saved

0.0000

4,380.00

No demand savings (on during nighttime hours 

only). Half of 8,760.

Occupancy Sensors

Per controlled 

kW

1,050.00

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

documented operating hours.

1

Photocells

Per controlled 

kW

1.0000

4,380.00

Demand savings associated with turning off 

lighting during daylight hours. Half of 8,760. 

Not comparable to Express Efficiency filing.

Custom Lighting

Per kW saved

0.8900

3,500.00

From existing B.E.S.T.

1

Window Film

Per sq ft

0.0200

15.00

From Express Efficiency filing

2

Programmable Thermostat

Per unit

0.0000

2,000.00

545.00

From Express Efficiency filing divide by two, 

typical size unit in Express Efficiency

2 

calculation is 10 tons - small customers are more 

likely to have smaller units, assumed to be on 

average - 5 tons

Humidistat Controls

Per door

2,502.00

From Express Efficiency filing

2

, assume 2.5 

linear ft per door

Miscellaneous Refrigeration

per kWh

0.0050

1.00

Assumption

Vending Controls

per unit

1,589.00

From Express Efficiency filing

2

Custom Gas

per therm

1.00

From existing B.E.S.T.

1

Custom Electric

per kWh

0.0050

1.00

From existing B.E.S.T.

1


12003 KEMA-XENERGY B.E.S.T. Program Database.

2Pacific Gas and Electric 2001 Express Efficiency Filing to the California Public Utilities Commission and IOU 2003 Express Efficiency Filing to the California Public Utilities Commission submitted July 30, 2003.

4.2.2 Electric Energy Savings (kWh)

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

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

4.2.3 Therm Savings

Only custom gas measures and programmable thermostats have gas savings associated to them. For programmable thermostats, it is assumed half the savings determined in the Express Efficiency filing since the B.E.S.T. Program targets the smaller businesses and hence smaller heating units. The custom gas savings are based on one therm of savings.
4.3 Deviations in Standard Cost-Effectiveness Values

4.3.1 Net-to-Gross Ratio 

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

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

4.3.3 Incremental Measure Cost

Similar to the energy savings assumptions, the incremental measure cost (IMC) estimate is based on 2001 DEER Update Study (“DEER”), California Statewide Commercial Sector Energy Efficiency Potential Study (“Potential Study”), Express Efficiency IOU filing, and data from the current B.E.S.T. Program. Table 4-2 displays the assumptions used for each measure in the workbook for IMC. Since the B.E.S.T. Program is using kW saved as the “unit” for lighting measures, we’ve taken data from the B.E.S.T. program of kW savings and measure cost to determine the cost per kW saved for fluorescent fixtures, screw-in compact fluorescent lamps, occupancy sensors, and LED exit signs.

Non-lighting costs are documented in Table 4-2. 
Table 4-2 
Incremental Measure Cost Assumptions
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Compact Fluorescent Lamps (screw-in)

Per kW saved

$230.00

Standard pricing average accepted 

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

contractors

1

Compact Fluorescent Lamps (hardwired)

Per kW saved

$760.00

Average from all hardwired CFL 

measaures in DEER

2

Fluorescent 

Per kW saved

$909.00

Standard pricing average accepted 

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

contractors

1

Fluorescent - delamp

Per kW saved

$705.00

Standard pricing average accepted 

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

contractors

1

LED Exit Signs (Retrofit or New)

Per kW saved

$1,505.00

Standard pricing average accepted 

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

contractors

1

Occupancy Sensors

Per controlled kW

$420.00

Standard pricing average accepted 

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

contractors

1

Photocells

Per controlled kW

$100.00

From DEER

2

 (assume photocell 

controls 1 kW)

Custom Ltg

per kW

$800.00

Assumption

Window Film

Per sq ft

$3.00

From Potential Study

4

 (standard 

film)

Programmable Thermostat

per unit

$100.00

From Potential study

4

 (assuming 5 

ton unit)

Humidistat Controls

Per door

$140.00

From Express Efficiency

3

 and 

Potential

4

 study, based on 2.5 ft 

door

Miscellaneous Refrigeration

per kWh

$0.50

Assumption

Vending Controls

per unit

$200.00

From Expres Efficiency filing

3

Custom Gas

per therm

$0.50

Assumption

Custom Electric

per kWh

$0.50

Assumption


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

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

4.4 Rebate Amounts

The B.E.S.T. Program targets the HTR nonresidential market segment.  This market segment generally includes a customer base that lacks capital and does not typically understand energy efficiency.  Maintaining a short payback and minimal customer payment is the driving force to customer participation.  Table 4-3 provides a summary of the incentive amounts by measure category.

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

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

Table 4-3
Incentive Amounts Summary
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 $        650.00 

From existing B.E.S.T. Program

Window Film

Per sq ft

 $            2.50 

From existing B.E.S.T. Program

Programmable Thermostat

Per unit

 $          75.00 

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

$15 per ton

Humidistat Controls

Per door

 $          35.00 

Two and a half times Express 

Efficiency amount, assume 2.5 ft 

per door

Miscellaneous Refrigeration

per kWh

 $            0.20 

From existing B.E.S.T. Program 

Vending Controls

per unit

 $          90.00 

From Express Efficiency

Custom Gas

per therm

 $            1.00 

From existing B.E.S.T. Program

Custom Electric

per kWh

 $            0.20 

From existing B.E.S.T. Program


4.5 Activities Descriptions

The B.E.S.T. Program relies on program-approved contractors to solicit proposals, procure equipment, and install the measures.  However, administrative dollars will be needed to market the program to the contractors. Additionally, if there is no program activity, the B.E.S.T. team will market the program directly to customers by one or more of the following methods: door-to-door canvassing, direct mail, telemarketing, advertisements in local papers, chamber of commerce, and more. The B.E.S.T. team will also generate program activity by conducting walk-through for customers who express interest in the services offered. 

Facility Walk-through Audits.  Program staff will conduct audits of customer facilities on an as-needed basis.  If a customer request is received directly by the Program, an audit will be conducted after attempting to pre-qualify the customer using cost-effective means, e.g., screening the business to meet eligibility criteria over the telephone.  We will work to “pre-qualify” the customer prior to conducting the audit in order to increase the likelihood the business will be a successful project in the B.E.S.T. Program.  If there is no program activity, the B.E.S.T. team will market the program directly to customers by one or more of the following methods: door-to-door canvassing, direct mail, telemarketing, advertisements in local papers, chamber of commerce, and more.  It is not anticipated that the customer will be charged for an audit.  

Methodology for Determining Costs.  Costs for these activities will be determined from itemized timesheet entries.  Staff will enter a notation of the various activities on their timesheets on a weekly basis.  These notations will be the basis for reporting costs.
5 Goals



5.1 Energy and Peak Demand Savings Targets

We propose to tie our seven (7) percent final performance payment to our gross energy savings goal of 22.68 million kWh.  Detailed energy, kW, and Therm targets for the San Diego Region B.E.S.T. Program are shown in Table 5-1.

Table 5-1
2004 – 2005 San Diego Region B.E.S.T. Program
Detailed Energy and Demand Targets

	
	
	Gross Annual 
Savings Per Unit
	Total Gross 
Annual Savings

	Measure Name
	Number of Units
	Coin. Peak Demand Reduced Per Unit (kW)
	kWh Savings Per Unit (kWh)
	Therm Savings Per Unit
	Peak Demand Savings
(kW)
	kWh Savings
(kWh)
	Therm Savings

	Compact Fluorescent Lamps
(screw-in)
	735
	0.8900
	3,500
	 
	654.15
	2,572,500
	

	Compact Fluorescent Lamps
(screw-in)
	25
	
	4,380
	 
	
	109,500
	

	Fluorescent 
	1,414
	0.8900
	3,500
	 
	1,258.46
	4,949,000
	

	Fluorescent 
	16
	
	4,380
	 
	
	70,080
	

	Fluorescent - delamp
	1,845
	0.8900
	3,500
	 
	1,642.05
	6,457,500
	

	LED Exit Signs 
(Retrofit or New)
	157
	1.2000
	8,760
	 
	188.40
	1,375,320
	

	Occupancy Sensors
	786
	
	1,050
	 
	
	825,300
	

	Photocells
	79
	1.0000
	4,380
	 
	79.00
	346,020
	

	Window Film
	625
	0.0200
	15
	 
	12.50
	9,375
	

	Programmable Thermostat
	60
	
	2,000
	545
	
	120,000
	32,700

	Humidistat Controls
	625
	 
	2,502
	 
	
	1,563,750
	

	Miscellaneous Refrigeration
	785,700
	0.0050
	1
	 
	3,928.50
	785,700
	

	Vending Controls
	157
	 
	1,589
	 
	
	249,473
	

	Custom Gas
	31,400
	 
	 
	1
	
	
	31,400

	Custom Electric
	628,100
	0.0050
	1
	 
	3,140.50
	628,100
	

	Custom Ltg
	157
	0.8900
	3,500
	 
	139.73
	549,500
	

	Custom Ltg
	16
	0.0000
	4,380
	 
	
	70,080
	

	CFLs (hardwired)
	79
	0.8900
	3,500
	 
	70.31
	276,500
	

	CFLs (hardwired)
	6
	
	4,380
	 
	
	26,280
	

	     Total Gross Annual Savings 
	 
	 
	 
	11,113.60
	20,983,978
	64,100


5.2 Hard-to-Reach Targets 

The San Diego Region B.E.S.T. Program is designed to serve hard-to-reach (HTR) nonresidential customers in the San Diego area.  Our objective is to have approximately two-thirds of our participants fall under at least one of the HTR categories.  Based on our experience on the 2002-03 B.E.S.T. Program, we believe the largest percentage of HTR participants will come from businesses that operate in leased space.   

6 Program Evaluation, Measurement and Verification



6.1 Scope of Work

For the San Diego Region Best Energy Services Team (B.E.S.T.) Program we will require the selected EM&V contractor to:  (1) develop an EM&V plan, (2) collect and analyze data, (3) draft EM&V sections of the quarterly reports and the final report that SDREO is responsible for submitting to the IOU contract administrator and CPUC, and (4) submit monthly progress reports and invoices.

The EM&V contractor will be required to develop an EM&V plan that combines the following activities:
· Review of Program Documents (e.g., PIPs, Work Plans, Budgets)

· In-Person/Telephone Interviews with Program Manager and Implementers

· Review of Program Marketing Literature, Educational Material, Other Information

· Review of Results of Implementer Designed and Tabulated Written Surveys 

· Written Survey of Participants  

· Site Inspections  

· Quarterly review of program tracking data

· Monthly Progress Reports

· Draft EM&V reports (quarterly and final)

The EM&V plan will specify the baseline information to be collected by the implementers during the program (because the program is already underway, baseline information can be gathered by SDREO and implementation staff during program activities and by the EM&V contractor’s staff during post-participation surveys and interviews). The plan will document energy efficiency measure information, including descriptions of the measures and their intended results, as communicated by SDREO and implementation staff. 
6.2 Approach to Data Collection and Data Analysis

The evaluation of program process and implementation will be largely based on a review of the program tracking database, interviews with the program manager and implementers, and a targeted telephone survey of key participants.  An emphasis should be placed on identifying what is working/not working and suggestions for improvement, comparing actual implementation to design and plan, and assessing participant satisfaction and how well SDREO staff and implementers are working together. Criteria for assessing effectiveness should be based on the performance metrics and program objectives identified at the start of the program.
Implementers and participants will be responsible for tracking and reporting quantitative data on activities and participation (e.g., #s of contractors attending outreach/kick off workshops, number of small businesses contacted, # of audits completed, # of proposals completed, # of measures installed, etc.).  The EM&V contractor will review the data type and collection methods and the aggregation of data on completed activities as documented by SDREO and implementation staff in the program activity tracking database.
Questions that the EM&V contractor should seek to answer during interviews, surveys, and the review of program materials, activities, and results include the following:
· Was the program theory and approach, including the stated market barriers and the program elements to reduce the stated market barriers, an accurate reflection of market conditions and target participant issues and needs?

· Was the program implemented as planned?

· Did the program realize the projected type and level of participation?

· Was the program a significant factor in raising awareness and gaining decisions of participants to implement the energy efficiency and demand reduction measures?  If so, what were the relative values of the elements/components of the program?

· Were there any unanticipated outcomes/results?

The EM&V contractor will review the M&V approaches, including the data collection methods, used in estimating the energy savings and demand reduction, and review calculations of the cost-effectiveness of the program based on the TRC and participant tests (based on supporting data supplied by SDREO and implementation staff).  The EM&V contractor should select a sample of projects and conduct site inspections, including metering of energy data if warranted and feasible.
6.2.1.1.1.1 Gross Savings Analysis

The EM&V contractor should employ various techniques to review the savings estimates for each type of measure.  It can be assumed that the B.ES.T. program staff will populate and maintain the information in the database. The EM&V contractor should review the database on a quarterly basis. 

The EM&V contractor should examine the assumptions and estimates involving operating hours.  For lighting projects, they should use a measured savings approach to verify the hours of operation on the sample of sites based on the installation of light loggers.  The accuracy of fixture type and count as represented in the database should be determined based on the site inspections. 

The EM&V contractor should utilize performance contracting standard lighting tables to verify the estimates of the demand reduction between the pre- and post-retrofit fixtures. Results should be used to adjust any extrapolation of the data by program implementers to represent the total program demand savings of the program.

Due to the costs associated with metering HVAC/Economizer controls and other customized electric and gas measures, and the small amount of savings represented by these measures on this program, the associated savings should be evaluated based on a deemed savings approach specified by the implementers.  The EM&V contractor should review the approaches/extrapolation of such data to estimate gross savings.

6.2.1.1.1.2 Net Savings Analysis

The EM&V contractor will assess the net savings that are attributable to the program (meaning, the savings that would not have been achieved without the program). The analysis will be based on the written survey of participants, and information from site inspections, to determine whether they would have proceeded with any of their installed energy efficiency measures without participation in the program. 

6.2.1.1.1.3 Cost Effectiveness Analysis

The EM&V contractor should review the cost effectiveness calculations of the Total Resource Cost (TRC) and Participant Cost tests of program implementation staff.  

6.3 Suggested EM&V Contractors

SDREO and KEMA-XENERGY recommend two potential EM&V contractors for consideration to provide evaluation services for the B.E.S.T Program: Quantec, LLC and Nexant. Both firms were on the list of approved EM&V contractors for the 2002-2003 CPUC Programs. They were also both approved as contractors eligible to bid on the 2002-2003 version of this program in the PG&E and SCE service territories. 

Contact information for Quantec and Nexant is:

	1.  Quantec, LLC

Brian K. Hedman, M.A. - Vice President

Quantec, LLC

6229 SE Milwaukee Avenue 

Portland, Oregon 97202

Phone: 503.228.2992

Fax: 503.228.3696

brianh@quantecllc.com 


	2.  Nexant
Daniel C. Engel - Principal, EDM

Nexant, Inc.

101 Second Street   11th Floor

San Francisco, CA   94105

Ph: 415.369.1033

Fax: 415.369.0894

dcengel@nexant.com




7 Qualifications



Primary Implementer

The San Diego Regional Energy Office will be the primary implementer of the SDERC Program.  SDREO is uniquely qualified to manage the San Diego Energy Resource Program.  The following summary provides an overview of SDREO’s organizational qualifications.

SDREO Overview

San Diego Regional Energy Office (SDREO) is an independent, public-benefit, non-profit 501(c)(3) corporation that provides objective information, research, analysis and long-term planning on energy issues for the San Diego region. SDREO also serves as a critical link between consumers and government and is currently managing over $30 million in public funds through a variety of rebate, incentive and education programs.

As the region’s energy planning organization, local governments turn to the SDREO for information about regional energy data, energy programs and technology.  SDREO regularly provides regular energy updates to the SANDAG Board of Directors, which is composed of mayors, council members, and a county supervisor from each of the region's 19 local governments, as well as representatives from the U.S. Department of Defense, Caltrans, San Diego Unified Port District, Metropolitan Transit Development Board, North San Diego County Transit Development Board, San Diego County Water Authority, and Tijuana/Baja California/Mexico.

SDREO led a region-wide energy infrastructure study.  This first-ever comprehensive energy analysis was financially supported by public agencies across the region.  This study evaluated the future supply and demand needs of the region, accounting for projected economic, population and housing growth, technology development, and expected performance of demand-side management programs.  The results of this study formed the foundation for the San Diego Regional Energy Strategy.  

The only office of its kind in California, SDREO has a proven track record in public goods energy program development and management, energy policy and planning and information and education.  Since 1998, when the SDREO became fully operational, the Office has grown significantly and currently manages over $30 million annually in energy programs. SDREO’s mission is to assist the public, non-profit and private sectors in the San Diego region in developing and implementing policies and programs to improve the overall energy security and efficiency, while mitigating the environmental impacts of energy use.
Program Development 

SDREO has extensive experience in program development and implementation.  As the only non-utility administrator of the CPUC’s Self-Generation Incentive Program, SDREO played a key role in developing the program policies, handbook and procedures.  SDREO also developed and currently administers 6 CPUC-sponsored energy efficiency programs.  SDREO has also developed a comprehensive program web site and program communications strategy with regular program and technology updates to interested customers.  In addition, SDREO developed an innovative approach to the CEC’s demand responsiveness program that incorporates an automated customer relations management system, advanced automated equipment control and real-time pricing testing.
Energy Policy Development and Planning

For the last several years, SDREO has worked with local governments in the San Diego region to adopt energy efficiency building and procurement policies and practices, include energy elements in general plan updates and provide incentives for energy efficient commercial and residential construction.
In addition, as the regional energy planning organization, SDREO facilitated the update of the current San Diego Regional Energy Plan (REP), which was adopted prior to industry restructuring.  Working through a stakeholder-based process, SDREO developed the Regional Energy Strategy
 that was approved by the SANDAG Board of Directors in July 2003. As part of the REP update, SDREO, in partnership with the City of San Diego, County of San Diego, Port of San Diego, San Diego County Water Authority, the Utility Consumers Action Network (UCAN), and San Diego Association of Governments, conducted a comprehensive study to evaluate the long-term need for energy infrastructure in the region. 

Public Benefit Energy Program Administration & Implementation

SDREO has a proven track record of effective and efficient public benefit energy programs administration. Currently SDREO administers the following programs:  

· Business Energy Savings Team, which provides incentives for energy retrofits in the hard-to-reach small commercial sector.

· San Diego Public Agency Energy Partnership, which provides audits and technical assistance to public agencies.

· San Diego Cool Communities Shade Tree Program, which provides shade trees to homes and small businesses.

· San Diego Energy Resource and Education Center, which provides technology displays, energy related trainings, a tool lending library, an energy resource library, a vendor database, a comprehensive on-line technology database, and provides a monthly energy newsletter.

· San Diego Water and Energy Program, which provides comprehensive audits and technical assistance to large-volume water users.

· San Diego K-12 Green Schools Program, which works with regional schools to develop energy awareness among students, teachers and administrators.

Other programs SDREO has successfully administered include the Cool Savings with Cool Roofs program, which installed over 25 million square feet of high reflectivity roofing materials; Demand Responsiveness, in which non-residential customers reduced electricity demand in exchange for metering, communications hardware and Internet communication software to reduce building electricity use during peak hours.
In addition, SDREO was selected by the California Public Utilities Commission as the only non-utility administer of the Self Generation Incentive Program, a statewide rebate program that offers incentives to small, medium and large non-residential customers toward the purchase of qualifying distributed generation technology.  The program, which provides $15 million per year in incentives in the San Diego region, is expected to add over 30 megawatts of distributed technologies by 2004, the final year of the program.  SDREO also administers several other program for the California Energy Commission (CEC) and the Department of Energy (DOE) educating consumers and overcoming barriers to deployment of renewable energy resources.

Clearinghouse of Energy Information

SDREO maintains a comprehensive Web site dedicated entirely to energy information and programs.  The site is designed to be the one-stop-shop of energy information for local governments, residential and non-residential customers in the region.  The site contains information on energy policy and planning, residential and commercial/industrial energy efficiency, renewable energy and events.  The also promotes a wide range of other energy programs, publications and events sponsored by San Diego Gas & Electric, CPUC, CEC and U.S. Department of Energy.

7.1.1 SDREO: Staff Resumes or Description of Experience 


Executive Director:  Irene Stillings has 28 years of experience in the energy industry during which she’s held various executive positions at New York State Electric & Gas Corporation, ConneXt, Inc., a software company providing premier products and services to the energy industry, and Navigant Consulting, Inc., a multi-national firm providing a wide array of consulting services to utilities, insurance and financial firms. She is also the owner of imsMENTOR, a consulting firm focusing on enhancing individual and organizational effectiveness.

Ms. Stillings has held leadership positions on numerous national committees and is an active spokesperson on the state and national level. In recognition of her many accomplishments and strong leadership role, she was installed in the Wall of Fame at the National Women’s Hall of Fame. Ms. Stillings received her BA Degree, Magna cum Laude and Phi Beta Kappa, from the University of Rochester and her MS Degree from Syracuse University.

Scott Anders is the Acting Program Director.  Mr. Anders manages SDREO's seven energy efficiency and self generation programs. In this capacity, he is responsible for the overall management of the Energy Office programs, new program and policy development, including energy efficiency, energy technology assessment, renewable energy deployment and the implementation of the San Diego Regional Energy Strategy.  Mr. Anders represented the SDREO during a state wide working group process that developed the Self Generation Incentive Program.  During this process he developed policies, procedures, forms and contributed to the writing and editing of the program handbook.  Prior to joining SDREO, Scott worked at Center for a Sustainable Economy, a non-partisan, non-profit Washington D.C. policy think tank that explores how tax and other market mechanisms can promote renewable energy and energy efficiency. Scott also served in the Peace Corps in Mali, West Africa.  Mr. Anders holds a Bachelors degree (Phi Beta Kappa) in International Politics from Muhlenberg College and a Masters degree in Public Policy, with a specialization in energy and environmental policy, from the University of Maryland School of Public Affairs.

Frank White is the Program Manager for SDREO's Business Energy Services Team (B.E.S.T.) Program, and the San Diego Region Water & Energy Program. Mr. White has over 30 years of managerial experience in the Private and Public sectors of the electric utility industry. Prior to joining the San Diego Regional Energy Office, Mr. White was the Manager of Energy Management for California's largest owner and producer of aggregates.  Mr. White received his Masters in Business Administration from the University of Redlands and holds a Bachelor of Arts from California State University, Los Angeles.

7.2 Subcontractor:  KEMA-XENERGY

KEMA-XENERGY will be the subcontractor to SDREO in implementing the San Diego Region B.E.S.T. Program.  Since 1975, Xenergy has been a recognized leader in the development and implementation of creative solutions for energy problems, offering a full range of services to the energy industry.  XENERGY’s services to the energy industry encompass all aspects of planning, implementation, evaluation and market assessment.  Since the firm’s establishment in 1975, XENERGY has developed, implemented, assessed and evaluated hundreds of programs to improve energy efficiency in the residential, commercial, industrial and agricultural sectors.  Xenergy was acquired by KEMA Consulting in 2000.   

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

Table 7-1 provides a brief summary of the highlighted project experience. 

Table 7‑1
Summary of Selected KEMA-XENERGY Qualifications

	Project Name
	Client
	Sector
	Year
	Description

	Turnkey Program Implementation
	
	
	

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

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

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

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

	· Sure Bet
	Nevada Power/ Sierra Power
	
	
	

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

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

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

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

	Tech Services/Auditing
	
	
	
	

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

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

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

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

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

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

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


7.2.1 KEMA-XENERGY:  Staff Resumes or Description of Experience 

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

Mr. Barnes is the principal in charge of the California Energy Commission’s Innovative Peak Load Reduction Program, for which KEMA-XENERGY is the program administrator.  With a $14 million budget, this statewide program offers small grants for projects that reduce peak electric demand. The project scope includes marketing, application processing, technical analysis, program tracking, site verifications, and grant payment processing

Mr. Barnes also heads our residential audits (RECAP) project team. He has considerable experience in managing long-term, large-scale bill disaggregation programs. In the mid-1990s, he led a number of direct install programs.  This experience forms the foundation of the small commercial portion of this proposal.  Mr. Barnes is an expert in DSM program evaluation.  He has managed more than 25 major studies since joining KEMA-XENERGY.  He is currently responsible for all evaluation activities at one mid-size utility. He has conducted process evaluations and market assessments that help clients reach their goals, smooth out bottlenecks, and optimize expenditures.  He has also managed several marketing initiatives that KEMA-XENERGY performed on behalf of various clients.

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

Karin Corfee, Senior Consultant, is the Program Director and performs project management, program administration, marketing, and quantitative and qualitative research in the areas of energy-efficiency, load management, market transformation, market assessment, and performance measurement.  Ms. Corfee currently serves as the project manager for the B.E.S.T. Program, Innovative Peak Load Reduction Small Grants Program, and the Sure Bet Program.  Ms. Corfee has been active in KEMA-XENERGY’s multi-client research on Internet business strategies and on electric market restructuring activities throughout the U.S.

For PG&E, Ms. Corfee started her career working in the field as a conservation analyst performing audits on small commercial and industrial facilities.  She also was the Small Commercial Audit Program (SCAP) Coordinator and the Alameda School District’s Energy Conservation Representative.  Ms. Corfee has a M.S. in Civil Engineering – Infrastructure Planning and Management from Stanford University and a B.S. in Political Economy of Natural Resources from the University of California at Berkeley.

Leslie Owashi, senior consultant, will be the Field Supervisor, and is responsible for program planning and implementation, DSM program analyses, market research and data and systems management, and manages KEMA-XENERGY’s San Diego Office.  Mr. Owashi has over twenty one years of energy and utility experience.  He brings an abundance of experience managing data collection projects, including survey implementation and monitoring applications, as well as research and analysis planning and consulting.  Since 1994 he has managed a series of projects for SDG&E that required direct interface with nonresidential customers, including conducting detailed lighting audits of over 15 million square feet of floorspace at military facilities in the San Diego area over a five month period during 1994.  He has served as project manager for XENERGY’s residential home energy survey, working with utilities to help make this the state-of-the-art mass markets energy information tool in the industry.  Most recently he has served as the field supervisor for two of KEMA-XENERGY’s CPUC Third Party Energy Efficiency Programs for 2002-2003:  the B.E.S.T. Programs in the San Diego Region and the City of Long Beach.  

Before joining XENERGY, Mr. Owashi was Research and Evaluation Supervisor and Marketing Information Supervisor for SDG&E where he performed qualitative and quantitative marketing information in the commercial/industrial and residential sectors.  He also supervised the Research and Analysis section of Gas Marketing, planned and performed benefit-cost and system load studies, and analyzed results of experimental load management projects.  Mr. Owashi has a Masters in Business Administration from San Diego State University and a B.A. in Biology from the University of California, San Diego.

Karen Maoz  is the project engineer specializes in program evaluation, qualitative and quantitative research. She has conducted energy audits, interviews and case studies relating to the State of California’s Large Nonresidential Standard Performance Contracting program. She has also conducted technical reviews of applications to that program on behalf of Schiller Associates, and has experience with a variety of California energy-efficiency rebate programs.  Ms. Maoz currently serves as project engineer for the B.E.S.T. Programs being conducted in the San Diego Region, City of Long Beach and City of Oakland, as well as, the California Energy Commission’s Peak Load Reduction Program.

Ms. Maoz holds an MS in Mechanical Engineering from the University of California, Berkeley, and a BS in Mechanical Engineering from the University of Texas at Austin. She has five years’ experience as a qualified engineer.

Erik Dyrr, project engineer, brings 10 years of technical experience in evaluation, energy efficient design/retrofit, and data acquisition. Mr. Dyrr has managed projects involving coordination of data collection on contracts with utilities throughout the country.  Recently, Mr. Dyrr managed the evaluation of Hawaiian Electric Company’s Demand Side Management programs for the residential, commercial, and industrial sectors.   He supervised the data collection and monitoring of over 750 customer sites including solar water heating, chillers, fans, pumps, and industrial processes.  

Mr. Dyrr has completed numerous engineering studies, on-site audits, and data collection activities for residential, commercial, and industrial customers. He specializes in data acquisition, metering, and analysis of measured data.  Mr. Dyrr has a B.S. in Industrial Technology from California Polytechnic State University, San Luis Obispo.

8 Budget



The summary of the budget for the San Diego Region B.E.S.T. Program is shown in Table 8-1.  This Program and associated budget are fully scaleable, allowing the Program to be adjusted to address larger scales and take advantage of economies of scale of a larger program.

Table 8-1
San Diego Region B.E.S.T. Program
Budget Summary

	
	Administrative Costs
	Marketing Costs
	Direct Implementation Costs
	Evaluation Costs
	Program
Total

	Labor
	 $189,131 
	 $19,350 
	 $251,980 
	 $9,000 
	

	HR Support & Development
	 $201,740 
	
	
	
	

	Overhead
	 $675,100 
	
	
	 $17,550 
	

	Travel
	 $21,900 
	
	
	
	

	Materials
	
	 $213,500 
	
	 $100,000 
	

	Misc
	
	
	
	
	

	Incentives
	
	
	 $3,134,378 
	
	

	Total
	 $1,087,871
	 $232,850 
	 $3,425,633 
	 $126,550 
	 $4,833,629 


Table 8-2 shows our incentive projections by measure.

Table 8‑2
Total Incentives Per Measure

	Measure Name
	Unit Goals
	Unit Definition
	Financial Incentive 
Per Unit
	Financial Incentive 
Per Measure

	Compact Fluorescent Lamps (screw-in)
	735
	Per kW saved
	$215.00
	$158,025

	Compact Fluorescent Lamps (screw-in)
	25
	Per kW saved
	$215.00
	$5,375

	Fluorescent 
	1,414
	Per kW saved
	$650.00
	$919,100

	Fluorescent 
	16
	Per kW saved
	$650.00
	$10,400

	Fluorescent - delamp
	1,845
	Per kW saved
	$650.00
	$1,199,250

	LED Exit Signs (Retrofit or New)
	157
	Per kW saved
	$650.00
	$102,050

	Occupancy Sensors
	786
	Per controlled kW
	$250.00
	$196,500

	Photocells
	79
	Per controlled kW
	$250.00
	$19,750

	Window Film
	625
	Per sq ft
	$2.50
	$1,563

	Programmable Thermostat
	60
	Per unit
	$75.00
	$4,500

	Humidistat Controls
	625
	Per door
	$35.00
	$21,875

	Miscellaneous Refrigeration
	785,700
	Per kWh
	$0.20
	$157,140

	Vending Controls
	157
	Per unit
	$90.00
	$14,130

	Custom Gas
	31,400
	Per therm
	$1.00
	$31,400

	Custom Electric
	628,100
	Per kWh
	$0.20
	$125,620

	Custom Lighting
	157
	Per kW
	$650.00
	$102,050

	Custom Lighting
	16
	Per kW
	$650.00
	$10,400

	CFLs (hardwired)
	79
	Per kW saved
	$650.00
	$51,350

	CFLs (hardwired)
	6
	Per kW saved
	$650.00
	$3,900

	     Total Incentive
	
	
	
	$3,134,378


9 Appendix A

This appendix contains screens from KEMA-XENERGY Proposal Generation Software.

9.1 KEMA-XENERGY’s Proposal Generation Software

Lighting Inventory Summary
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Lighting Inventory Data Input Screen
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Lighting Recommendations Screen
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Other Measure Inventory Summary
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Other Measure Inventory and Recommendation Screen.  (The inputs on this screen are usually supported by engineering based analysis performed off line.)
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Downloadable Project-Specific Forms
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� Statewide Small/Medium Nonresidential Customer Wants and Needs Study, Draft Report, prepared by Quantum Consulting Inc. and XENERGY Inc. for Pacific Gas & Electric Company, January, 2002.


� Statewide Nonresidential Hard-to-Reach Study, Draft Report, prepared by Quantum Consulting Inc. for Pacific Gas & Electric Company, January, 2002.


� The small/medium nonresidential population has traditionally been defined as customers with peak demand under 500 kW.


� 1998 Express Efficiency Market Transformation Study, prepared by XENERGY Inc. and Quantum Consulting Inc. for Pacific Gas & Electric Company, June, 1999.   Commercial Lighting Market Transformation Study, prepared by XENERGY Inc. for Pacific Gas & Electric Company and San Diego Gas & Electric Company, August, 1998.


� See Warner, Kellogg L., “Delivering DSM to the Small Commercial Market:   A Report from the Field on What Works and Why,” 1994 American Council for an Energy-Efficiency Economy Summer Study on Energy Efficiency in Building, Volume 10:   Program Design, Asilomar, California.   August.


� A similar curve, based on results from aggressive programs targeted toward small commercial customers, was recently developed from program experience in New England (Mosenthal and Wickenden, 1999, “The Link Between Program Participation and Financial Incentives in the Small Commercial Retrofit Market,” 1999 Energy Program Evaluation Conference, Denver, Colorado.   August.   The curve developed by these authors is similar to but slightly less steep than the one developed by Warner.   


� http://www.sdenergy.org/planning/policy.html
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