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Section I. 
Program Overview

A. Program Concept – Energy Efficiency Reduces Financial Risk 

This free, Sempra Energy Solutions (SES), local, non-utility information program provides medium to large nonresidential customers the opportunity to reduce the overall financial risk within their business through energy efficiency investment.  The SES Integrated Energy Services (IES) Program helps customers achieve the benefits of a systematic risk management approach towards energy supply and energy efficiency.  Each customer participating in the IES Program will receive education and information in a comprehensive plan that breaks down market barriers that currently prevent organizations from implementing energy efficiency projects.  The innovative aspect of the IES Program is that it provides risk reduction analysis for both supply and demand side opportunities.  In addition, it links total energy costs to overall business performance.  The IES Program, designed to provide services in the SDG&E service area, will coordinate with the local utility to stimulate higher levels of participation in existing utility energy efficiency programs and initiatives.  Similar local, non-utility proposals cover the SoCalGas, PG&E and SCE service areas in order to provide a consistent energy efficiency offering throughout California.  SES has proposed a local program that is most effective if all the proposed local programs are funded.  As described in Section VIII, significant economies-of-scale are achieved by combining two or more of these local program proposals.     

B. Program Rationale – Remove Market Barriers Through Energy Innovation

SES will provide an integrated energy services (IES) program that targets medium and large non-residential customers and designed to overcome a range of informational and financial barriers, while at the same time complementing the existing statewide incentive programs.  The end result will be customers, who are better informed about energy risks and opportunities, and who will know how to take accelerated action on these opportunities.  The IES Program is designed to address an underserved market of customers where the lack of risk adjustment to energy opportunities has reduced the level of energy efficiency investment.  The application of this comprehensive energy services assessment and planning process provides an energy outlook that should reposition energy-related decisions to a higher priority in a customer’s business and budget planning.  Technical and financial specialists in the IES Program will create a compelling financial opportunity to improve overall business performance through energy efficiency and peak load reduction activity.  The IES Program SES will provide an experienced staff with many years of experience in delivering cost effective energy efficiency and energy supply solutions, as well as ongoing operational and energy risk management support to customers nationwide.
The IES Program examines the application of the following energy services:

· Comprehensive energy efficiency audit

· Energy risk management assessment

· Electricity and natural gas portfolio (physical and financial)

· Energy efficiency measures 

· Operations & maintenance

· Efficient central energy plant (including outsourcing possibilities)

· Peak load reduction (potential demand response opportunities)
· Power quality
· Distributed generation
· Environmental compliance, monitoring and management
· Renewable energy 
· Customer eligibility for available energy programs:  CPUC / utility sponsored energy efficiency and peak load reduction programs; California Energy Commission sponsored RD&D and renewable energy programs; and those at federal level (e.g., EPA sponsored Energy Star Partnership Program)
Tackling Informational and Financial Barriers to Energy Efficiency 

This service will be targeted to medium and large nonresidential customers in industries where energy costs, although large in absolute terms (i.e., greater than $500,000 per year), are small when compared to other higher priority concerns (e.g., production).  Examples of potential target customers are those where energy-related costs are a relatively small percentage of the overall Cost of Goods Sold (COGS), as a small percent of overall operating costs, or where energy-related capital projects are lower in priority or investment value when compared to other capital projects.  As a result, many energy-related opportunities may go unfunded or deferred, given traditional budget planning methods.  Creating energy-related opportunities for these customers can become a new source of energy efficiency and peak load reduction for California.  Many of these opportunities are not yet realized due to the business economics and decision-making of these particular industries and their more traditional methods of business planning.  The IES Program helps enhance the business-planning model for these customers.
Educating Customers About Energy Risk Management

Research has shown that significant market barriers to adopting increased levels of energy efficiency exist among large nonresidential institutional and industrial customers.  While many of these customers are large enough to have in-house energy management staffs, and often have a good understanding of their energy costs, they frequently perceive an unacceptable level of risk when considering energy investments that may be competing with more certain rewards resulting from investments in their primary activities.  Furthermore, institutional customers frequently face severe shortages of capital to implement attractive energy efficiency opportunities that have already been identified.  This situation has recently deteriorated due to the California budget crisis, as many institutional customers have sharply scaled back on deferrable expenses such as energy efficiency improvements.  The SES program addresses this issue in two ways:  (1) perceived risks due to lack of information will be reduced by providing comprehensive, accurate, proven, and documented savings estimates, and (2) the SES Systematic Risk Management (SRM) Tool (integral to the IES Program) will demonstrate that, far from being a high risk option, energy efficiency can help to lower the often substantial energy cost risks faced by businesses.

Addressing Customer Needs

A number of barriers SES will address were identified through factor analysis in one California study
.  “Factors” names (customer need groups) are from the report):

Factor name:  Technical Ignorance
· Don’t worry about equipment until it breaks down

· No one in company is an expert in performance

· There are risks of anticipated problems and costs

SES Approach:  Close the information gap by providing high quality technical recommendations using proven approaches.

Factor name:  Hassle Avoidance
· Choose whatever is easiest to install

SES Approach:  Take the “hassle” out of the decision by providing clear, comprehensive choices to customer that lists all recommended improvements from a” total cost of energy perspective”.

Factor name:  Operational Focus
· Most important thing is reliability

SES Approach: Educate customers to overcome concerns about reliability by providing proven low risk options and technically capable support.

Factor name:  Suspicion

· Sales people push their manufacturer’s products

SES Approach: Provide vendor and manufacturer neutral equipment recommendations designed to meet customer-specific needs.

Factor name:  Financial Focus

· Difficult to find financing

· Investing in energy efficiency would reduce other investment opportunities

· Financing not readily available

· ROI is quite uncertain

SES Approach: Overcome concerns about first-cost by identifying available incentives and financing alternatives, as well as assisting customers secure financial support.

The existing California statewide energy efficiency programs address these barriers in part through incentive and information programs.  However, those programs are necessarily more effective in meeting mass and broad market needs, and less likely to provide highly technical and specialized expertise needed to be fully effective in the institutional and industrial markets.

Addressing the Limitations of Traditional Energy Assessments

Market failures or barriers reducing the advancements in comprehensive energy services implementation may be due to the energy assessments themselves.  Many of the historic energy assessment processes have a tendency to be less than systematic, ad hoc in nature.  Furthermore, these assessments may fail to bring about the full implementation of energy efficiency opportunities because they lack the evaluation of a broad range of energy solutions translated in terms of quantifiable business risk reduction.  Also, companies that conduct such assessments are usually bound to specific product manufacturer, software or technology, which may limit the range of possible energy opportunities.  The IES Program overcomes these market limitations with a scalable, standardized, comprehensive energy risk assessment and objective planning process.  Also, since SES is manufacturer and vendor neutral, the expected energy efficiency recommendations will yield objective, cost-effective solutions.  The IES process takes the customer’s risk tolerances into consideration and provides energy opportunities that can reduce the risk associated with their cost of production or doing business in their markets.

Program Compatibility – Strong Coordination with Existing Programs

In designing the IES Program, SES reviewed the existing statewide energy efficiency program in order to assure that our program design would complement and build upon the existing offerings.  The closest related programs are the following:

· Express Efficiency Program:  This statewide program provides incentives on a per-device basis for a wide range of energy efficient technologies.

SES will complement the Express Efficiency Program by pointing customers to incentives that will help them to cost-effectively save energy, and to help identify the added risk reduction value that energy efficiency improvements will bring.

· Standard Performance Contract (SPC) Program:  This program bases incentives on identified energy savings rather than on a per-device basis.  As such, it provides flexibility and a wide range of options.  However, this program is more complex and difficult for customers to use than the Express Efficiency Program.

SES’s proposed program will help remove this complexity though the provision of the detailed information that would make it easier for customers to take advantage of the SPC Program.

· Non-Residential Energy Audits:  These audits are of several types, including phone-administered energy audits, mail-in audits, CD-ROM, on-line energy audits, and on-site audits.

Most or all of these audits provide the preliminary analysis that will prompt customers to take the next step towards the full assessment provided by the IES Program.  On-site audits are the most similar to the program that we propose; however, we understand that these audits tend to focus on no-cost, low-cost measures.  In contrast, our proposed program will provide comprehensive assessments, combined with a sophisticated risk-adjusted return assessment.

In summary, the proposed SES program will complement the Express Efficiency and SPC programs by helping customers to take advantage of the available incentives.  The SES program is an ideal enhancement to the Nonresidential Audit Program since customers who have received those audits will more likely take the next step toward the complete energy efficiency assessment that the SES program will provide.

This program should be evaluated as an Information Program, per the criteria description in D.03-08-067.  Specifically, this program should be evaluated as an Education/Training/Outreach program under the Local Cross-Cutting Programs, as first defined in Decision 01-11-066.

C. Program Objectives – Risk Reduction Will Increase Energy Efficiency

By providing a more comprehensive and integrated energy services assessment, with a fully risk-adjusted economic analysis, the customer may better understand the full impact of energy on their production output.  It is SES’ objective to work one-on-one with the target customers to develop an Integrated Energy Services (IES) plan to reposition energy-related aspects of their business to encourage investment.  SES plans to work with customers to produce IES plans for 500 sites throughout California (SDG&E, SCE, SoCalGas, and PG&E service areas combined) over the 2004-05 funding period.  IES planning will be provided to targeted customers free of charge to the customers as an incentive to overcome any reluctance in investing time in energy-related opportunities, particularly if energy costs have a lower priority in their company.  SES is asking that the CPUC funding cover 100% of the IES Program as described.  Funding associated with the development of the energy risk analysis processes, models or analytical tools (e.g., the SRM, see below in II.A.) employed in the IES Program will be met by SES.  The IES Program will be offered to customers for free to reduce the market barriers associated with interest levels in energy programs.

The IES Program will address the following to reduce market barriers:

· Improved Information - Widespread use of a comprehensive energy opportunity assessment process with risk-adjusted financial output.

· Standardized Energy Assessment – Create a more standardized process addressing both demand and supply-side energy opportunities, consistently applied throughout California.

· Expanded Coordination – The IES Program will improve the utilization of energy efficiency programs to allowing utilities, customers, trade associations and other stakeholders to more effectively share energy opportunities through a single comprehensive energy planning process.  The assessment plan will be available for all stakeholders to use for benchmarking purposes.

· Innovative Tools – The IES Program employs premier, state-of-the-art analytical tools that provide insights into energy investment opportunities in light of energy risk-adjustment.  The IES plan interprets these potential energy opportunities in terms of their impacts on business production or output.
Section II.
Program Process – Evaluate the Total Cost of Energy

D. Program Implementation

The IES assessment and planning process is very different from a typical energy audit or related program.  The IES Program is the next advancement in energy assessments because it evaluates the total cost of energy.   IES is different in that it integrates and comprehensively evaluates the viability of a wide range of energy services options.  No other energy service or audit offers this.  Given the increased complexity of energy issues, including the overshadowing price volatility, it is now essential that the total cost of all energy related elements be examined before capital or operations and maintenance investments are made.  IES serves as an improved first step with customers who are contemplating energy decisions of any type.  

The IES assessment process utilizes SES’s proprietary Systematic Risk Management (SRM) Tool that provides the customer with the impacts of energy alternatives in their business financial terms, directly related to their risk tolerances (see Exhibit 1).  This tool can be scaled-up to serve the target audience proposed in the IES Program, and allows for the business data to be warehoused and used for benchmarking purposes.  SES will store the IES assessments through the duration of the IES Program and will make them available for subsequent analytical application.

Step 1:  Identify Target Prospects:  The results of the IES Program will be greatly improved when the local utility, while administering other energy efficiency programs, coordinates with SES and supply the IES Program with a list of customers and key contacts (names, addresses, phone numbers) within the target group, along with monthly billing and other relevant records.  SES will give first attention to any customers that the local utility and/or CPUC has identified as priority, such as for reasons of customer service and/or unusual need.  SES understands that success of this program depends greatly on successful coordination with the local utility and SES will provide marketing support and materials to the local utility and/or the CPUC to increase program effectiveness.  

Step 2:  Contact Target Prospects:  Our representatives will make telephone and/or in-person contacts with key people identified at the targeted sites.  SES would prefer that these contacts be facilitated by the local utility making introductions to the appropriate customer contacts through joint letters, to be mailed by SES, and/or through joint meetings with the customers.  The endorsement by the local utility will be an important factor in the frequency and speed of customer participation.  SES will provide customers and our program partners (e.g., subcontractors, local utilities, the CPUC) with a complete set of its SES marketing material; customized for the energy efficiency applications contemplated.  SES, together with our program partners, will also offer seminars for our target customers to discuss the merits of comprehensive, integrated energy services, as well as energy risk management.

Step 3:  Prepare and Present Preliminary Assessment:  SES will prepare and present a preliminary assessment during the initial discussions with customers.  This assessment will provide customers with an initial indication of the value of moving forward to an integrated energy services assessment.  If acceptable to the customer, the IES assessment is engaged and goes well beyond the traditional energy audit by including electricity and natural gas risk management, operations & maintenance, as well as a full range of energy saving and water saving opportunities in a comprehensive analysis and report.  The assessment will also consider peak load reduction and distributed generation opportunities.  See Exhibit 1 for sample excerpts from a preliminary IES assessment.  

Step 4:  Prepare and Present the Integrated Energy Services Plan:  When the integrated energy services assessment plan is developed with the customer, it will outline a wide range of energy solutions and cost-effective opportunities. Customers are under no obligation to proceed with cost-effective options, and may stop at this stage to use elements of the plan, if not the entire IES Plan, in their own business planning process.  Local utility representatives must participate in this assessment and planning process, as well as the marketing efforts for this program, to be the most successful because local utility involvement will help facilitate and expedite the process.  In addition, for customers who complete Step 4 of the process, SES will offer them a free Online Energy Analyzer (OEA) installation that allows them to monitor their identified plant loads and usage via the Internet.  See Exhibit 2 for a description of this service.

E. Marketing Plan – Effective Collaboration

Building Market Awareness:  Working with the local utility and the CPUC, SES will plan and execute the IES program rollout and communications using media that best fits the communication channels in place for the targeted customers (e.g., websites, newsletters, brochure “kit”, seminars, trade association involvement, site visits, press releases, supplements to current programs, videos).  Although SES will use its current unique branding for the IES Program, every effort will be made to integrate the IES Program with local utility programs and related communications.  This outreach effort must be compatible and complementary with current customer operations.  Procedures will be put in place for customers to contact SES or the local utility to request IES assessments in response to the promotions.  The IES “kit” and informational material will cost $37.50 per unit (excluding developmental labor costs), including customer presentation materials (video, demonstration “wizards”) for multiple use at $50,000 (one time developmental cost and minimal production cost).

Customer Contact Planning:  With the local utility, SES will review develop and refine the target customer lists and schedule proactive customer calls, as well as the providing support activities, to introduce the IES Planning process.  Special attention will be given to those customers where the need is greatest (e.g., customers where the IES Plan can improve their business outlook; such is the case for customers who may be contemplating leaving California or shutting down operations).  A designated contact will be established at both SES and the utility for each IES customer.  SES will also provide a customer service representative during regular business hours, for ongoing communication and support.

Coordination with Trade Associations and Stakeholder Channels:  Sempra Energy Solutions plans to offer the IES Program through trade associations that are currently active in California (e.g., Building Owners and Managers Association, California Business Roundtable, California Council for Economic and Environmental Balance, California Manufacturers and Technology Association, Silicon Valley Manufacturers, Association of Energy Services Professionals, National Association of Energy Services Companies, California Chamber of Commerce, California Hispanic Chamber of Commerce, California Black Chamber of Commerce).  SES will provide subject-matter experts/presenters, educational seminars, brochures workbooks, and analytical demonstrations regarding energy risk management.  The assigned SES representative will work with special industry segments within trade associations and stakeholder groups.

Sempra Energy Solutions also has an exemplary record or performance with commercial and institutional buildings (especially, hospitals, colleges and schools).  The IES Program will leverage this background to ensure that state and local governments, along with related agencies and associations receive this opportunity (e.g., League of California Cities, the California State Association of Counties, California Special Districts Association, Association of Bay Area Governments, the Southern California Association of Governments).

There are a few active communications channels with customers in our target market that SES will approach and discuss offering the IES Program to their markets.  For example, the “Flex Your Power” campaign reports that they have contacted all the major business organizations and corporate leaders throughout the state.  The IES Program value proposition fits well with their recent campaign message (i.e., to build a financial case for businesses to take action on long-term energy efficiency) and could be one of the many energy service resources provided to business customers who visit the website (please see www.fypower.com).   

Finally, Sempra Energy Solutions’ plans to leverage its partnership with Rebuild America and EPA’s ENERGY STAR programs to communicate the opportunities available through the IES Program to our target medium to large non-residential customers.  

F. Customer Enrollment

Customer Follow-up & Scheduling:  With the local utility, SES will begin the process of scheduling customers for the steps outlined (qualifying, screening and implementing preliminary and full IES assessments and plans).  Once each customer has received a contact by SES, they will remain with the SES representative until the IES plan is completed.  
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Activity / steps for the customer enrollment process include (see Section IV. D. for more):

	Activity 
	Definition

	1) Collaboration & Customer Contact Implementation
	Working with the local utility and large network of stakeholders, generating a customer contact plan for each region, initial setting of priorities.

	2) Educating Customer & Screening for Need
	Initial customer contact, initial data gathering, screening & setting priority for deployment of resources.

	3) Customer Qualifying & Profiling, Preliminary Risk Analysis
	Qualifying, conducting customer preliminary meeting, additional data collection with customer, prelim risk analysis conducted and results reported.

	4) Customer Signs Agreement, Exchanges Info, Contact per Site, Site Data Collection
	Customer Enrollment & Implementation - Preliminary assessment results shared and plans made with customer regarding full detailed assessment and planning process.  

	5) Comprehensive Risk Analysis & Presentation of Energy Plan
	Results & planning with customer regarding assessment and detailed final analysis, strategic energy risk plan prepared and presented.  Action items identified.


The following accompanies the activity / steps noted above:

· Provide IES Information Kit:  Describes the IES assessment and planning process; the IES Plan output; timeline, information and resource requirements; SES background and experience; and, general information about the value of the IES Program.
· Assign SES Representative:  Assign personnel to each target customer who will then coordinate the IES Program for the customer from start to finish.

· Assign Preliminary IES Assessment Team:  Allocate SES engineering and financial analysis staff to conduct initial business and site data collection, perform the analysis, and then prepare and present preliminary IES assessment results.  As noted above, please see Exhibit 1 for an example output from a Preliminary IES Report.
· Assign Full IES Assessment Team:  The Preliminary IES Assessment Team with industry or application specific specialists that will conduct business and site data collection, conduct analysis, hold detail planning sessions with the customer, prepare and present final IES Plans.  
· Analysis, Production and Delivery of the IES Plan:  Data analysis and customer meetings yield a comprehensive, integrated energy risk management plan acceptable for immediate customer implementation.  The IES Plan may include, but not limited to the following:  complete energy risk profile, critical energy risk exposures with risk reducing recommendations (e.g., electricity, natural gas, energy efficiency, O&M improvements, distributed generation, financial solutions and more), and results that translate recommendations into business financial performance output or outcomes.

G. Materials

Not applicable.

H. Payment of Incentives

This program will not provide incentives to customers.  The customer will be offered the IES Program free of charge as a driver to reduce any financial barrier associated with engaging this information service.  Part of our performance reporting will identify how many steps in the IES Program process SES engages with the customer.

Depending on the results of an energy assessment, a customer may be made aware of the existing statewide incentive programs, including the Express Efficiency Program and the Nonresidential Standard Performance Contract Program.

I. Staff and Subcontractor Responsibilities

Prime Contractor:  SES will staff and serve as the prime contractor for coordinating interface with the participating customer, utility and other key contact party (e.g., customer’s energy consultant), SES will hire subcontractors as needed for site data collection, will run the financial and engineering analysis for the IES plan, and will prepare and present the IES plan to customer.  A typical IES plan will require the following:

· SES IES Customer Representative

· Assigned Engineer

· Assigned Engineer Assistant

· Assigned Energy Risk Analyst

· Customer Services Representative

· Customer Site Data Collection Specialist (subcontractor option)

· “As-Needed” Customer Production Process Specialist (subcontractor option)

Subcontractor:  SES will staff for customer site data collection.  Also, on an “as-needed” or “as customer requested” basis, production process experts may be hired to assist with the site analysis and preparation of an IES plan.  Due to the sensitivities, complexities, and unique qualities of customers’ production facilities in our target market, SES may partner with these experts to identify specialized energy efficiency solutions in particular production processes (e.g., food and beverage production, clean room applications, advanced refrigeration).  SES will engage such expertise on an as-needed basis, when it becomes essential to the IES assessment.  These costs have not been factored in on the IES Program workbook because of the uncertain frequency of occurrence.

J. Work Plan and Timeline for Program Implementation

As soon as SES is awarded the program funding, SES will commence the process of coordination with local utilities as well as other selected vendors providing complementary programs.  It is important, in order to maximize energy efficiency program value and minimize customer confusion, that all involved entities work closely together to provide a coordinated customer interface.

SES will also complete project staffing, conduct in-house training, and set up field locations where required.  Following is a list of the key dates for the IES Program:

· Meet with local utilities:


Month 1

· Program Announcement:  

Month 1

· Staffing completed:  


Month 1 through 2

· Program Collaboration:  


Month 1 through 3

· Customer Contact Plans: 


Month 1 through 3

· Customer Contact Commences:  

Month 2 through 6; Month 10 through 14

· Assessments & Plan Preparation:  
Month 3 through 24 (or beyond as required)

· Performance Reporting:  


As required, monthly and quarterly

· Program Ends:  



Month 24
Indicative Timeline for Typical IES Plan Development & Preparation (see Exhibit 3)

· Initial Customer Contact & Screening:  




Day 1 to 5

· Preliminary Customer Meeting:  





Day 6 to 8

· Customer Enrollment & Implementation - Preliminary Assessment:  
Day 9 to 17

· Analysis of Preliminary & Prepare Report:  



Day 18 to 26

· Present Preliminary Results to Customer:

  

Day 26 to 35 

· Customer Enrollment & Implementation - Full Assessment:  

Day 35 to 45

· Present Full Assessment Results to Customer, Begin Planning: 

Day 45 to 65

· Final analysis and Plan Preparation with Customer:


Day 55 to 75

· Final IES Plan Presentation:  





Day 75
Section III.
Customer Description 

K. Customer Description

As noted in Section I., the IES Program will be targeted to a market faced with significant market barriers, that is, to medium and large non-residential customers in industries where total energy costs, although large in absolute terms (i.e., greater than $500,000 per year), are small when compared to other higher priority concerns (e.g., production).  Examples of potential target customers are those where energy-related costs are a relatively small percentage of the overall Cost of Goods Sold (COGS), or where energy-related capital projects are lower in priority or investment value when compared to other capital projects.  Priority will also be given to customers identified by the local utility and/or the CPUC as customers for whom the IES may provide value (e.g., customers in areas faced with transmission constraints, as well as those customers facing a business loss or contemplating shutting down operations in California due to energy related costs, such as large capital plant or equipment problems).  Exhibit 4 provides an example of customers who may fall within this target market description.

Target Customers May Have One or More of these Systems:

· Cooling/Chilled Water 

· Boilers/Steam  

· Refrigeration 

· Cogeneration or Self-generation 

· Compressed Air 

· Back-up Power/Distributed Gen, power quality interests, substation 

· Purified water system needs (RODI, UPW)

· Potential gas and chemical processing needs

· Environmental and waste management systems (primary & secondary water treatment)

· Facilities with processing plants

· Full time facilities personnel

L. Customer Eligibility

SES will include as many medium to large non-residential customers in the IES Program as practical over the two year program period, and would like to give special priority to those customers with some of the following characteristics:

· Annual electricity, natural gas and water spend of greater than $500,000

· A history of deferred energy related capital projects

· Unable to pass-through energy costs to end-use (product) consumers

· Energy usage is less than 5,000 Btu per dollar value of shipments (for manufacturers)

· Energy costs are not significant in the overall cost of operations (for commercial customers)

· May have interest in on-site generation or potential for load curtailment

· Has raw materials volatility

· Heavily regulated industry or is concerned with growing regulation

· Risk adverse, especially regarding integrity of product output

· Realizes a high level of “out of state” competition

Target Customers May Have These Pressing Business Needs:

· Reduce cost of goods sold and/or increase “value of goods sold”

· Free up capital for priority investments in production improvement

· Continuous product quality and productivity improvement

· Improve competitive position (market & internal competition for capital)

· Increased plant performance (less downtime, reduced product losses)

· Address needs regarding environmental issues (e.g., waste water management)

· Respond to increasing business risk exposure related to energy matter 

· Fund deferred energy related investments

· Tie total energy cost to volatility of raw materials

· Match energy related price stability to business cycles

· Improve operational control of central plant facility

M. Customer Complaint Resolutions

As noted above, each customer will be assigned to a SES representative throughout the IES assessment and planning process.  Outcomes for each customer that participates in some capacity in the IES Program will be tracked and become part of the summary performance reporting (participating customers will remain anonymous throughout the program).  Complaints will move to the SES representative’s supervisor if not resolved at the representative’s level.

N. Geographic Area

This proposal is to provide energy information in the SDG&E service area.  However, the IES Program is proposed to be offered throughout California, with similar offerings in the SoCalGas, PG&E and SCE service areas.   (SES recognizes that although the SoCalGas and SCE service areas are largely contiguous, with the notable exception of the of the LADWP electric area served by SoCalGas, a separate proposal is also being filed for the SCE service area).  As noted above, priority will also be given to customers identified by the local utility and/or the CPUC for customers for whom the IES Program may provide value (e.g., customers in areas faced with transmission constraints, those customers facing a business loss or contemplating shutting down operations in California due to energy related costs, including large capital plant or equipment problems).
Section IV.
Measure and Activity Descriptions

O. Energy Savings Assumptions 


· Coincident Peak Demand Reduction (kW)

Not applicable

· Electric Energy Savings (kW)

Not applicable

· Gas Energy Savings (therms)

Not applicable

P. Deviations in Standard Cost-effectiveness Values


· Net-to-Gross Ratio

Not applicable

· Estimated Useful Life

Not applicable

· Incremental Measure Cost

Not applicable

Q. Rebate Amounts

Not applicable
R. Activities Descriptions (as noted above in Section II. G. and Exhibit 3)

The following is a summary of key program activities (not all activities are shown):

	Program Activity, Key SES Personnel Involved and Estimated Cost



	Activity (defined below)
	Marketing Prog Mgmt
	Customer Contact
	Engineering
	Risk & Eng Analysis
	$MM 

	1) Collaboration & Customer Contact Implementation
	X
	X
	
	
	.13

	2) Educating Customer & Screening for Need
	X
	X
	
	X
	.20

	3) Customer Qualifying & Profiling, Preliminary Risk Analysis
	
	X
	
	X
	.13

	4) Customer Signs Agreement, Exchanges Info, Contact per Site, Site Data Collection
	
	X
	X
	X
	.32

	5) Comprehensive Risk Analysis & Presentation of Energy Plan
	X
	X
	X
	X
	.39


	Activity 
	Definition

	1) Collaboration & Customer Contact Implementation
	Working with the local utility and the large network of stakeholders, generating a customer contact plan for each region, initial setting of priorities.

	2) Educating Customer & Screening for Need
	Initial customer contact, initial data gathering, screening & setting priority for deployment of resources.

	3) Customer Qualifying & Profiling, Preliminary Risk Analysis
	Qualifying, conducting customer preliminary meeting, additional data collection with customer, prelim risk analysis conducted and results reported.

	4) Customer Signs Agreement, Exchanges Info, Contact per Site, Site Data Collection
	Customer Enrollment & Implementation - Preliminary assessment results shared and plans made with customer regarding full detailed assessment and planning process.  

	5) Comprehensive Risk Analysis & Presentation of Energy Plan
	Results & planning with customer regarding Assessment and detailed final analysis, strategic energy risk plan prepared and presented.  Action items identified.


Section V.
Goals

· Quantitative, Qualitative and Energy & Peak Demand Savings Goals

Qualitative Goals  

Customer information and education about:

· Energy-related risks and exposure (short and long term) 

· Energy efficiency & peak load reduction opportunities

· Financing options for identified energy opportunities

· How to accelerate implementation of energy opportunities

· Existing energy efficiency opportunities   

The IES Program examines the application of the following energy services:

· Comprehensive energy efficiency audit

· Energy risk management assessment

· Electricity and natural gas portfolio (physical and financial)

· Energy efficiency measures

· Operations & maintenance

· Efficient central energy plant (including outsourcing alternatives)

· Peak load reduction (potential demand response opportunities)
· Power quality
· Distributed generation
· Environmental compliance, monitoring and management
· Renewable energy 
An important outcome of the IES Program is to help customers determine their eligibility for available energy programs; CPUC / utility sponsored energy efficiency and peak load reduction programs; California Energy Commission sponsored RD&D and renewable energy programs; and, those at federal level (e.g., EPA sponsored Energy Star Partnership Program).

· Proposed Program Performance Goals

Given the size of the target customer population in the SDG&E service area (please see Exhibit 4), SES plans to produce 40 IES plans during 2004-05 program period.  Overall, SES plans to work with customers to produce IES plans for 500 sites throughout California over the 2004-05 funding period.   The IES Program will be available to targeted customers free of charge as an incentive to overcome any reluctance that these customers may have in investing time and money in energy-related opportunities.  
Section VI.
Program Evaluation, Measurement and Verification (EM&V) 

· Proposed Program Evaluation Approach

SES will report program performance at each stage of the implementation process:  Customer contact list and materials distributed, first calls, site calls, preliminary IES, full IES and number of plans presented.  Summary of preliminary and full IES recommendations will also be reported in terms of proposed potential energy savings, peak demand reduction, and cost-effectiveness for each measure and application.   In addition, a summary of financial impacts, including proposed energy cost risk reduction, will also be reported.  SES also plans to post summaries of our IES Program progress on our public website with frequent updates. 

Follow-up evaluation at the end of the two-year period may also be desirable in order to estimate the numbers of customers that subsequently took action, and the actual levels of energy efficiency achieved.

· List of EM&V contractors

ITRON Inc. 

(Formerly Regional Economic Research, Inc. acquire by Itron, Inc. October, 2002)

11236 El Camino Real

San Diego, CA 92130
Phone:  858-481-0081

Itron has conducted many impact and process evaluations in California and elsewhere.  See examples in the CALMAC database at http://www.calmac.org/.

Kinsman & Associates Consulting Engineers
Frank E. Kinsman
1701 North Greenville Av., Suite 600
Richardson, TX 75081 

Phone:  972-644-7876

 

EEA Consulting Engineers
Mike Hart - President
6615 Vaught Ranch Rd., suite 200
Austin, TX 78730
Phone: 512-744-4400
 

Energy System Lab
    http://esl.tamu.edu
 

Nexant Inc.
   http://www.nexant.com
· Program Budget to EM&V

SES’s IES Program Manager will allocate 10% of time for EM&V responsibilities. Subcontractor costs:  $49,560 for the program evaluation includes an evaluation of quality of the IES assessments.

Section VII.
Qualifications 

S. Primary Implementer

Sempra Energy Solutions -- a subsidiary of Sempra Energy Global Enterprises, the umbrella for Sempra Energy’s growth businesses -- offers commercial and industrial businesses outsourcing services that help them drive efficiencies in the ever-changing energy environment.  Sempra Energy Solutions, whose parent company maintains strong investment-grade credit ratings, provides its customers with an integrated mix of services.   These services include facility management, supply and price-risk management, energy efficiency, energy-asset management, infrastructure ownership, and information and billing services.  

Sempra Energy (NYSE: SRE), based in San Diego, is a Fortune 500 energy services holding company with 2002 revenues of $6 billion.  The Sempra Energy companies’ 12,000 employees serve more than 9 million customers in the United States, Europe, Canada, Mexico, South America and Asia.

Sempra Energy Solutions is uniquely positioned to provide integrated energy strategies featuring a comprehensive range of services.  SES can design, build, operate and maintain the entire energy infrastructure or provide specific services as needed.

Sempra Energy Solutions, the nation’s premier comprehensive energy services company, has provided performance contraction solutions nationally for over 15 years.  SES has installed or contracted over $1 billion in energy efficiency projects generating in excess of $50 million in savings per year.  SES has over 38 years in facility management outsourcing experience, responsible for managing over 30 million square feet of facility space and 70,000 tons of heating and cooling equipment.

Sempra Energy Solutions is one of a few U. S. Federal Super ESPCs partnering with governmental clients to create energy strategies tailored to their specific objectives, requirements and budget. SES holds a variety of current, competitively awarded IDIQ (Indefinite Delivery, Indefinite Quantity) contracts that allow our services to be utilized immediately, greatly streamlining the government procurement process and eliminating the need for a bid schedule.

Sempra Energy Solutions is “vendor and manufacturer neutral” allowing SES to install the most cost effective technical solution possible.  SES is accredited by the National Association of Energy Service Companies (NAESCO), and a national business partner with Rebuild America and ENERGY STAR.

Please see Exhibit 5 for a list of awards and recognitions.

T. Subcontractors

SES will report as applicable (as noted in Section II. F. above)  

U. Resumes or Description of Experience

Please see Exhibit 6 for a resume summary of key SES personnel.

Section VIII.
Budget 

The SES proposed IES (local) Program is most effectively leveraged when all four local programs, or logical groups of the local programs are funded (e.g., PG&E program for Northern California and SCE, SoCal Gas and SDG&E local programs for Southern California).  Should the CPUC decide to fund all or a logical grouping of the local programs proposed, SES respectfully requests the opportunity to submit a revised budget, which will reflect an overall reduction in costs due to the expected program synergies and economies-of-scale.
· Summary Budget Table 

· Estimated Budget Proportion and Description

· Budget Line Item Details

	IES Program Budget Summary 2004 through 2005

	Workbook Cost Detail
	$
	$

	Managerial & Clerical Labor

HR Support & Development

Travel

Overhead (G&A) Labor & Material
Total Administrative
	231,920

302,253

13,598

164,268

	712,039

	Marketing/Advertising/Outreach
	
	158,000

	Direct Implementation
	
	261,800

	Evaluation, Measurement & Verification
	
	49,560

	Potential Performance Award
	
	82,698

	
	
	

	Total Budget
	
	1,181,399


Exhibit 1

Integrated Energy Services (IES) Preliminary Assessment Report

Sample Executive Summary

Sempra Energy Solutions (SES) has performed an Energy Opportunity Assessment of both the supply and demand elements of ABC Corporation’s (ABC’s) total energy cost structure.  The objective of this Assessment is to rapidly quantify opportunities to reduce your energy costs and reduce your risk-exposure relating to energy, so that ABC and SES can determine whether the magnitude of such opportunities warrants further attention. 

The results of the Assessment are as follows.

· Demand Side - Implementation of a demand side management program would result in a cost reduction of somewhere between $15.0 million, net present value, in cost reduction opportunities.  Expected capital cost to achieve this savings is $25.8 million.

· Supply Side - $4.2 million in energy risk exposure; $29.8 million range in resulting gross margin at risk.  

Sample Screens of the SRM

IES assessment process employs SES’s Systematic Risk Management (SRM) Tool as a key analytical step in developing energy opportunities for the IES Plan

Strategic Risk Management Tool is an SES model that applies a systematic risk management framework based on customer financial objectives, risk appetite, energy market structure and detailed customer information (facility usage, product line financials etc.) to arrive at a tailored strategic energy plan for the customer.
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Screen Samples of SES’s SRM tool (continued)
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Exhibit 1 (continued)

Sample IES Assessment Output

This example IES Program output piece illustrates how a comprehensive energy risk strategy incorporating energy efficiency opportunities can dramatically reduce the “energy cost at risk” and greatly improve the level of energy efficiency implemented at this customer’s site.
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	Scenario
	Expected 

Energy Cost
	Energy 

Cost-at-Risk

	No Energy Efficiency

No Risk Strategy
	$  90.4
	$  24.2
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With Risk Mitigation
	$  90.4
	  $    9.7

	With Energy Efficiency

With Comprehensive Risk Management
	$  77.2
	$    8.4


Exhibit 2

Semrpa Energy Solutions’ Online Energy Analyzer

Real-time, Online
Sempra Energy Solutions’ Online Energy Analyzer (OEA) helps customers manage energy risk more effectively.  OEA transforms energy data into powerful information through a secure Internet-based service.  Quickly and dynamically OEA turns energy data into useful money-saving information anytime, from anywhere.

Customized to Maximize Value

Money saving decisions requires high performance information and analysis flexibility.  OEA lets customers create customized analytical tools to answer key operational questions.  

· Track kilowatts, kilowatt hours, voltage, MMBtu, humidity & ambient temperature

· View real-time or archived data by hour, day, month or year time options  

· Select type of analyses: 

· Days of the week, months of the year 

· Minimum, average, peak and variance traces 

· Data smoothing and data aggregation 

· Time interval, metered and threshold analysis

· Monitor information at multiple points within facilities

· Utilize customized graphing tools

· Download data directly into standard file formats for statistical & spreadsheet applications

Energy Monitoring Innovation
Increased Performance 

Real-Time energy information increases productivity and overall plant effectiveness.

Reduced Risks

Notification of critical facility events via email or pager can reduce operational costs and provide greater flexibility.

Improved Decision-Making

Improved facility and equipment operating information increases plant knowledge and leads to better decision-making.  

Immediate Results

Online Energy Analyzer provides alarm, email, pager and Web access for immediate and accurate information increasing energy decision-making effectiveness. 

Exhibit 3

IES Program Process
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Exhibit 4

Target Customer Count and Energy Intensity by Industry

All medium to large non-residential customers can participate in the IES Program.  The 

customers highlighted above (shaded area) may be given special consideration.




Exhibit 5

Recognitions in Energy Efficiency and Facility Management

AEE Energy Executive of the Year


Erbin Keith - SES Senior VP of Operations and Commercial Pricing

AEE Energy Project of the Year


Baylor University / State University New York, Buffalo


Statue of Liberty / Ellis Island National Monument

Governor’s Energy Award


Albany Medical Center


Kutztown University 

Energy User News Efficient Building Award


Shenendehowa School District 

Hill Air Force Base


Houston Independent School District


Statue of Liberty/Ellis Island National Monument


State University New York, Buffalo


State University New York, Cortland


Louisiana State University 

OSHA 35 Years of Outstanding Safety

Exhibit 6

Experience and Qualifications
ERBIN B. KEITH, J.D., P.E.

SENIOR VICE PRESIDENT, ENERGY SERVICES

AND INTERIM PRESIDENT

Erbin Keith is senior vice president of energy services and interim president of Sempra Energy Solutions. Before joining Solutions, he was executive vice president and general counsel for Sempra Energy Services, a former subsidiary of Sempra Energy that specialized in energy-savings performance contracting for federal facilities, hospitals, universities and government institutions nationwide.

Before that, Keith was executive vice president and general counsel at CES/Way International, an energy-efficiency performance-contracting firm, until Sempra Energy acquired the company.

Keith was recently appointed to the first-ever Federal Energy Management Advisory Committee (FEMAC). The new federal panel, recently established by President Clinton, will review energy management issues at federal facilities throughout the nation. He currently serves as an officer and director of the National Association of Energy Services. Keith also is a member of the State Bar of Texas and has been actively involved in the Business Counsel for Sustainable Energy, The Federal Performance Contracting Coalition and the Association of Energy Engineers.

Keith holds a bachelor's degree in mechanical engineering from the University of Texas, and has a J.D. from South Texas College of Law. A licensed Attorney for all Texas state courts, Keith can also practice in Federal courts in the Southern and Eastern District of Texas. He is also a registered professional engineer in Texas.

LARRY J. ENGEL

VICE PRESIDENT, FACILITIES OPERATIONS

Larry J. Engel is vice president of facilities operations nationally for Sempra Energy Solutions. Engel has overall responsibility for the operations and customer satisfaction of 34 energy facilities and related infrastructure in San Diego, Orange and Los Angeles counties in California as well as Las Vegas, Nevada. These facilities provide internal climate conditioning and related operations and maintenance services for approximately 35 million square feet of commercial, industrial, medical, hospital and entertainment properties.

Engel began his career with Sempra Energy in 1989 serving as project management and systems engineering manger for the Southern California Gas Company. He became vice president of Central Plants, Inc. in 1993 and president in 1998. Central Plants is the district heating and cooling business within Facilities Operations. He was formerly vice president of engineering and construction for Michigan Consolidated Gas Company, serving over one million utility customers as well as interstate storage and transmission customers.

A graduate of Lawrence Technological University in Southfield, Michigan, with a Bachelor of Science degree in Mechanical Engineering, Engel is active in numerous industry trade associations, including membership in the Century City Chamber of Commerce in California and the International District Energy Association. Engel holds professional registrations as a State of California Registered Mechanical Engineer, and a State of Michigan Registered Professional Engineer.

MICHAEL E. HILL, P.E., C.E.M.

VICE PRESIDENT OF ENGINEERING

Michael Hill has been active in the energy business for over thirty years addressing technical and financial issues from production, to distribution, to point-of-use.  His experience includes systems analysis, design and integration, and project implementation, with a major focus on the development and execution of creative solutions to improve performance and efficiency to save money in construction, operations, and maintenance of complex interactive systems.  

Hill’s work over the years extends to all phases of the HUGS and C&I business sectors.  This includes energy audit and analysis concentrating on “real” performance of equipment and systems; development and documentation of baseline performance and measurement and verification procedures to confirm the benefits of proposed work; report preparation and presentations to explain the findings and recommended improvements; conceptual and detail design of energy conservation measures and new systems proposed; start-up and commissioning of equipment and integrated systems; documentation of operations and maintenance procedures to produce optimum benefits; and seminars and training classes encompassing the full range of energy issues and complex system performance.  

Hill’s broad range of experience covers mechanical, electrical, controls and instrumentation systems including boilers, chillers, cogeneration, energy distribution, HVAC, lighting, water, numerous industrial process applications, and work on renewable technologies including wind power generation, solar heating systems for air and water, photovoltaics, geothermal heat pumps, and waste gas reclamation.  

Before joining the Sempra Energy Solution staff in 1994, he had worked on SES projects in a consulting capacity since 1987.  Previous work history includes optimization of oil and gas production facilities, controls and instrumentation design and manufacturing, and many years of consulting work in the analysis and improvement of equipment and systems operation in HVAC and industrial applications.  

A graduate of the University of Texas at Austin, Hill is also a member of ASHRAE (American Society of Heating, Refrigeration & Air Conditioning Engineers), IEEE (Institute of Electrical and Electronics Engineers), and AEE (Association of Energy Engineers), and is a registered PE in Texas. 

SRIRAM VASUDEVAN, PHD

MANAGER, QUANTITATIVE ANALYSIS

 Sriram Vasudevan is Sempra Energy Solutions’ Quantitative Analysis Manager.  Vasudevan‘s expertise is in both upstream and downstream aspects of the energy industry.  His role includes managing and assisting his team in building extensive models for the risk management of commodity contracts and integrated energy services for retail customers.   He ensures that the risk return profile of specific deals, as well as the entire portfolio, is accurately modeled and effectively managed.   With experience in both commodity and integrated transactions, Vasudevan works with various groups throughout the organization, including pricing, structuring and strategy.  

A key function is providing support in terms of risk management services that determine optimal hedging scenarios for large corporate customers, thus enabling strategic energy partnerships. Model development, risk analysis, portfolio optimization, and the development of extensive risk models for complex electric and gas transactions are key elements to his job performance.  Vasudevan has also developed models for credit, operational and other non-traditional risks. 

Other areas of expertise include modeling exotic physical and financial optionality (gas and power), development and execution of stochastic optimization models based on earnings at risk, gross margin at risk and cash flow at risk, and integrated deal models with demand side management and commodity components.

Vasudevan’s has worked extensively with several Fortune 500 companies to optimize their energy portfolios.  Prior to joining Sempra Energy Solutions, he has worked at Schlumberger and Enron Research.   Vasudevan’s holds a PhD in Aerospace Engineering from Georgia Tech and an undergraduate degree in Mechanical Engineering from the Indian institute of Technology, Madras.

MARK HABANA

SENIOR QUANTITATIVE ANALYST 

Mark Habana has more than five years experience working for the energy industry. He has extensive experience in financial and engineering modeling, project management, and petroleum and geothermal engineering. 

Habana’s works for Sempra Energy Solutions as a principal quantitative analyst.  His risk management experience includes valuation of derivatives, designing hedge strategies, calculating value-at-risk, credit risk analyses, risk control & reporting.  Habana has developed, along with two colleagues, a sophisticated risk management model to determine optimal hedge strategy for energy customers.  His strategy and development experience includes research of potential merger/acquisition candidates, valuation of companies for acquisition, product development, determination of the company's cost of capital.  He also has extensive experience in commercial structuring and design transactions with a goal to achieving desired energy services deals for the customer.

Prior to Sempra Energy Solutions, Habana worked for UNOCAL – Geothermal in the Philippines where he was project manager of several projects.  He is experienced in pressure control valve upgrades, safety relief valve installations, hazardous waste storage facilities, condensate drain systems and pipe thermal insulations.  He conducted extensive wellbore flow simulations, made forecasts of reservoir reinjection capacity and simulated casing stresses during cold brine injection.  In addition, Habana conducted a study on optimized timing for drilling ahead through loss circulation zone and made pressure-temperature-spinner analysis, recommending deeper drilling that resulted in the best well ever in the MakBan geothermal field.  He also invented a rupture disk noise reducer.

Hanbana holds a Masters of Science degree in Petroleum Engineering, including studies in Financial Economics and Engineering Valuation, from Stanford University, California. He also has a Bachelor’s of Science in Mechanical Engineering, graduating Cum Laude, from the University of the Philippines in Diliman, Philippines.  Habana is a member of the Society of Petroleum Engineers and the Philippine Society of Mechanical Engineers.

AAMER ATHER 

DIRECTOR, MEASUREMENT & VERIFICATION AND MONITORING

Aamer Athar joined Sempra Energy Solutions in July 1999, and has more than twelve years of experience in baseline modeling, energy consumption data analysis, and system optimization.  Prior to joining SES, Athar was working as an Energy Engineer for Energy System Laboratory (ESL) at Texas A&M University working on the Texas LoanSTAR Building Monitoring Project.  This project involved hourly data collection from over 600 buildings, data analysis, data quality control, data reporting techniques and building commissioning.  Athar also worked as the lead engineer on the Penn State University Opportunity Assessment Project.  This project involved the development of a long-term energy plan for all the Penn State campuses including initial feasibility study of centralized chilled water plants at several campuses, and two gas fired co-generation systems.

In addition to nine years’ experience holding various positions within ESL, Athar has also had extensive experience specializing in HVAC systems, building simulation, M&V techniques, industrial and commercial energy audits, and building system optimization.  He is the co-author of twelve technical papers published in various technical journals, engineering magazines, and conference proceedings.

Athar holds a Masters of Science degree in Mechanical Engineering from Texas A&M University, College Station, in Texas.  He also has a Bachelors of Science degree in Mechanical Engineering from the University of Engineering & Tech. in Lahore, Pakistan.  He is a licensed Professional Engineer (P.E.) in Texas - No. 85375; a Certified Energy Manager (C.E.M.), No. 005692 and a member ASHRAE ((American Society of Heating, Refrigeration & Air Conditioning Engineers).

CRAIG M. PALS, P.E.

PROJECT MANAGER

Craig Pals is a Mechanical Engineer with over nine years of experience in energy and utility systems’ engineering and management.  His experience has encompassed many facets of energy management including technology research & development, energy auditing and analysis, energy metering, utility rate analysis, master planning, energy program development, project management, and operations and maintenance. 

Pals possesses specific knowledge of central heating and cooling plants, cogeneration (distributed generation), lighting, HVAC, direct digital control (DDC) systems, utility systems infrastructure, renewable energy systems, and associated energy-efficiency techniques.  

Pals is a graduate of California State University, Long Beach holding a Bachelor of Science degree in Mechanical Engineering. He is a Professional Engineer, Mechanical Engineering in the state of California, M 30287.  Pals memberships include AEE, (Association of Energy Engineers), Member of Board, 2000-2001; ASHRAE, American Society of Heating, Refrigerating and Air-Conditioning Engineers and AHA, American Hydrogen Association, 1991 to 2000.

ERIC KIRCHOFF 

PROJECT ENGINEER

Eric Kirchhoff joined Sempra Energy Solutions in March 2001 and has more than twelve years of experience in the Building Mechanical Engineering industry.  As the Lead Engineer in design efforts, his responsibilities include construction support services, mechanical systems design, design review, and engineering consultant management.  In addition, Mr. Kirchhoff maintains the Western Region Specifications and supervises the Western Region CAD Standards.

Kirchhoff has extensive design experience in building mechanical systems.  His education includes a Bachelor of Science degree in Mechanical Engineering (Emphasis in Energy) from California State Polytechnic University, Pomona, California.  He is a Professional Engineer for the state of California, and is a member of ASHRAE (American Society of Heating, Refrigeration, and Air Conditioning Engineers), and has published “A Practical Approach Toward Implementing a ‘Cool Tower’ (Passive Evaporative Cooler)”.  Kirchhoff is active in public sector and has served as Chair of Design Review Commission for the City of San Gabriel, California.

JIM CHERRIE

VICE PRESIDENT, MARKETING

With more than twenty-five years of experience in the energy marketplace, Jim Cherrie has accumulated a wealth of knowledge in the fields of engineering, marketing, sales and planning. In his current role, Cherrie leads a team of marketing professionals in developing the strategic positioning and tactical marketing efforts for Sempra Energy Solutions, the retail energy marketing subsidiary of Sempra Energy, a San Diego-based Fortune 500 energy services holding company.

Prior to joining Sempra Energy Solutions in May 1998, Cherrie was with Scottish Power in the United Kingdom for more than 20 years—nine of which were in the deregulated energy markets including electricity, gas, telecommunications and energy service products. Educated in the United Kingdom, Cherrie's previous positions in deregulated markets with Scottish Power included strategic accounts manager, product marketing manager and market planning manager. Upon joining Sempra Energy Solutions, Cherrie first headed up the sales division of Sempra Energy Solutions before assuming the marketing helm.

Cherrie holds an undergraduate degree in electronic and electrical engineering, a master of business administration with distinction and postgraduate diplomas in management studies.

CHRIS BENDER

PROGRAM MANAGER, MARKETING

Chris Bender is an Electrical Engineer with more than nine years experience in energy engineering and management.  His experience has encompassed many facets of energy management including technology research & development, facility management, energy auditing and analysis, commercial energy simulation, energy metering, utility rate analysis, energy program development and project management.

Bender holds a Bachelor of Science – Electrical Engineering from Pennsylvania State University, Behrend College, and a Master of Science degree – Urban Systems Engineering from George Mason University in Washington D.C.  He is also a Certified Energy Manager.
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� “Commercial/Industrial Market Effects Baseline Study”, prepared for PG&E by Quantum Consulting, etal., July 30, 1998, pg. 38.
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