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Section I  Program Overview


A. Program Concept

Aspen Systems Corporation is pleased to submit this proposal to operate the Optimal Power Usage Service (OPUSSM) for Small Industry. Our proposed program will increase energy efficiency for hard to reach and small industrial customers in the PG&E service territory by providing energy surveys, cash incentives, and installation of efficient fluorescent and high bay lighting, and programmable thermostats. For the purposes of this program, Aspen defines “small industrial” as SIC 20-39 facilities with less than 100 kW peak demand. We will primarily target customers with less than 100 kW peak demand. According to a recent PG&E industrial study
, which corroborates our experience with California industrial firms, the small industrial market is underserved by California’s current offering of energy efficiency programs. Aspen currently implements a similar, successful program for the small commercial/ industrial customers of Silicon Valley Power, a Northern California municipal utility. We propose to apply this program’s award-winning
 strategy for achieving high implementation rates of installed energy efficiency measures to PG&E’s small industrial customer market. Additionally, our proposed program will help to increase industrial customer participation in other energy efficiency programs by assisting customers with opportunity recognition and application submission.

B. Program Rationale 

The OPUSSM Program for Small Industry is targeted at small industrial customers based on the following market analyses: 

California Energy Commission (CEC) Nonresidential Market Share Tracking Study. Aspen is in the process of preparing the final report
 for this 3-year study conducted for the CEC. The central feature of the study was conducting onsite data collection at a sample of 760 industrial plants, analyzing the data, and publishing the results in a publicly available database. One of the study’s key findings reveals that energy-efficient lighting penetration rates in the industrial market significantly lag those in commercial buildings. Survey results for industrial facilities with less than 19 employees show that old, inefficient T-12 lamps are still the dominant lighting technology used (82% market share), which clearly points to significant lighting retrofit opportunities in the market sector we plan to target.
Small Industrial Customer Wants and Needs Study
. PG&E’s recently completed study concludes that there is a significant opportunity for energy efficiency within the small industrial market segment and that this market is underserved by current energy efficiency programs. Key characteristics of the small industrial customer pointed out by this survey are their simple decision-making structure and their need for simple solutions. 

Additionally, the current portfolio of Public Goods Charge-funded energy efficiency programs
 available within the PG&E service territory does not target small industrial customers. No comprehensive service programs are available for small industrial customers, as there are for small commercial customers. 

Our proposed program is designed to increase implementation of energy efficiency measures by addressing key market barriers faced by small industrial customers: 

· Customers lack the time, information, and technical expertise to implement energy efficiency projects. Small business customers, including small industrials, often depend on vendors and contractors to initiate and implement projects for them. Our proposed program offers a comprehensive turnkey approach that allows the customer to focus on managing his core business. Aspen will manage the entire retrofit process for the customer. A preferred network of installation contractors, managed by Aspen, will directly install the projects for the customer. 

· Small industrial customers need simple solutions. When small business customers can easily understand the solutions offered, they are more likely to pursue the solutions because they feel certain that energy cost savings will actually occur. Our proposed program will focus on proven energy saving technologies: lighting and air conditioning programmable thermostats. These quick retrofit projects are proven to save energy and money and are common enough that customers readily understand the benefits. More complex technological energy solutions require more in depth analysis by the customer. The total effects on maintenance, operational costs, and business disruptions are less certain, as are their energy cost savings. Although they may ultimately benefit the customer, complex solutions push the customer’s time constraints to its limits. This, along with the added uncertainty, usually leads to customer inaction.

· Customers lack the capital to implement energy efficiency projects. Our proposed program will offer cash incentives targeted at covering 60 to 70 percent of a customer’s installed costs. A significant level of cash incentive is often required to spur small business energy efficiency investment. These customers usually make their purchase decisions when they perceive a window of opportunity to buy goods and services at discounted prices. However, substantial cash incentives alone will not prompt small industrial customers to act; they must be offered as part of a complete customer service program.

Our proposed program is modeled on the comprehensive small business programs we implemented for PG&E’s Third Party Initiative and for the City of Santa Clara’s municipal electric utility, Silicon Valley Power. These programs have been very successful at obtaining high project implementation rates
 for small commercial and industrial customers. As we have learned through these programs, customer service is key to closing the deal. Some program designs count on a single person to do both marketing and technical services. We have found that you must separate these tasks to better serve the customer. These tasks require different skill sets and different focuses. A customer service representative dedicated to marketing the program and serving as the customer’s advocate will be very effective at recruiting customers into the program and ensuring that customer satisfaction comes first. An energy surveyor dedicated to technical analysis and solutions will ensure the best, energy efficient solution is reached for each customer. Both customer service representative and energy surveyor bring their focus to managing the installation performed by a committed, preferred network installation contractor. Our experience has proven that this customer service-driven team approach best meets the needs of the customer, thereby ensuring the goals of the program will be achieved.

C. Program Objectives 

The OPUSSM Program for Small Industry objectives are the following:

· Increase energy efficiency in small industrial customers in the PG&E service territory.

· Provide 7,346,423 kWh of annual energy savings.

· Provide 482 kW of peak demand reduction.

· Provide 400 implemented energy efficiency retrofits for very small, small, and medium customers.

· Provide 250 implemented energy efficiency retrofits for hard to reach industrial customers. The hard to reach customers we expect to serve, as defined by the CPUC, are very small nonresidential customers of less than 10 employees or less than 20kW peak demand and/or nonresidential customers located outside of the San Francisco Bay and Sacramento areas (PG&E territory). 

· Assist all customers with enrollment into other available energy efficiency programs.
Our OPUSSM approach supports the program objectives in the following ways:
Aspen’s OPUSSM Program for Small Industry is cost effective.  We believe you will find our proposed program’s Total Resource Cost (TRC) and Participant Test (PT) highly attractive when compared to other programs.  

To gage our program’s cost effectiveness, we compared our program’s TRC to currently offered 2002-2003 Local Programs that targeted, or partially targeted, small nonresidential customers.  Program TRC’s were collected from the best available data on current programs.  We found TRC-based benefit-cost ratios (BCRs) for 13 of the 17 identified programs. The BCRs are illustrated in Exhibit 1. The median TRC BCR was 1.63; they ranged from 1.15 to 10.1.  Eleven of the 13 projects had BCRs of less than 2.0.

Our proposed program’s TRC BCR is 2.39, higher than that of 11 of the 13 small business programs currently in operation.  Even if the program were to achieve only 80 percent short of our goals it would exceed those 11 programs’ plans.

Exhibit 1: 
Distribution of Small Business-Oriented 2002-3 Local Program TRC Benefit-Cost 

Aspen will deliver permanent and verifiable energy savings.  Our proposed program will install proven lighting technologies that will save energy over an expected lifetime of up to 16 years.  Installation of energy efficient lighting ensures energy savings will accrue even if a facility changes ownership or operational functionality.  Our comprehensive services have proven to ensure customer satisfaction and improve customer experience with implementing energy saving retrofits.  Customer satisfaction leads to perceptual and behavioral changes that are favorable to the customer adopting more energy efficient measures in the future.

Aspen will deliver peak electrical demand savings.  Building lighting and air conditioning systems contribute to California’s summer peak electric demand.  Our program will provide permanent installation of energy efficient lighting and decreased air conditioning use through improved control that directly reduce electrical demand during peak summer hours. 

Our proposed program will help ensure the CPUC energy efficiency program portfolio is equitable.  Aspen has targeted hard to reach small industrial customers who are underserved by the currently available energy efficiency programs.  Our program addresses a previously ignored but valuable California customer. 

Our innovative OPUSSM approach has proven to overcome traditional market barriers.  

Our success for Silicon Valley Power and PG&E has proven the OPUSSM approach for delivering energy savings to small nonresidential customers.  Therefore, selecting Aspen to achieve energy savings for small, hard to reach, industrial customers is no leap of faith.  It’s a sure thing. For example, Aspen worked with a assembler of electron particle accelerators in behalf of Silicon Valley Power on funding and installation of a “Cool Roof”.  The project earned a $2,590 incentive, and according to the owner, “three days after the roof was installed, I walked in from the outside where it was 100 degrees, and it was comfortable, the air conditioning had not even come on yet.”

As another example, Aspen provided a small semiconductor industrial facility in Santa Clara with an energy audit.  During the audit, Aspen’s surveyor identified lighting upgrade opportunities.  Aspen, through the OPUSSM program, helped the owner find a low-cost lighting contractor program partner, secured a bid for the firm, and pre-approved an incentive for the upgrades.  

As a result, the firm is saving $2,509/year resulting in a 2.1 year payback, thanks in part to Silicon Valley Power $1,035 incentive.  Aspen worked with the customer from the initial audit request through contractor identification and signing, through the post-installation inspection and incentive payment. The financial incentives alone were not sufficient to result in action.  The services provided under OPUSSM were essential in moving the project forward. 

These are among the many examples we can cite of small industrial customers who will act based on services provided under the OPUSSM process. 

Our Program is scalable to meet your portfolio needs.  The OPUSSM Program for Small Industry can be either scaled up or down to meet your energy efficiency program needs.  Should you wish to expand our program into other IOU territories or scale it back due to budget constraints, Aspen will be glad to construct a program of the size that meets your specific needs.

Section II  Program Process


A. Program Implementation

Aspen will take the following steps to implement the OPUSSM Program for Small Industry.

Customize Program Tracking Systems. Aspen has developed and administered both financial and operations tracking systems for similar programs. Section VII, Qualifications, highlights several such programs.

To track all financial activity related to a program, Aspen uses Deltek/Cost Point accounting software. This system, which currently tracks 147 contracts totaling $160 million in revenue, assigns a unique project number to each new contract and then tracks revenue, labor costs, and other direct costs with standardized codes. Virtually any conceivable financial report can be generated at the program, project, division, or corporate level at any time. System reports are used internally to track contract performance relative to contract revenue and cost projections on a monthly basis to make sure each contract managed by Aspen is performing to forecasted levels.

For operations tracking, Aspen will customize an Excel-based tracking system, based on one we use for tracking all commercial/industrial energy efficiency programs for Silicon Valley Power. This system tracks customer projects at various stages of completion so that project progress can be followed. Typical data that will be collected and input to the tracking system are:

· Customer initial contacts.

· Site visits.

· Proposal presentations.

· Signed OPUSSM Customer Agreements (program enrollment).

· Installation commitments (signed contract between installation contractor and owner).

· Energy savings proposed, committed, and installed.

· Demand reduction proposed, committed, and installed.

· Completed projects.

· Project inspections.

· Rebate applications, preliminary and final.

· Rebate dollars proposed, committed, and installed.

· Cash disbursement requests and checks issued.

A unique feature of Aspen’s approach is that, in addition to the above, Aspen maintains a project Hot List. All project installations scheduled within the next 45 days are placed on a Hot List. The Hot List is reviewed by team members (typically program manager, customer service representative, energy surveyor, installation contractor) weekly to facilitate a smooth, on time, and trouble free installation. 

Aspen will report program progress to PG&E and the CPUC on a monthly basis using the CPUC issued, Excel-based, program worksheet. Aspen will map the required data from our proposed program tracking systems into the CPUC worksheet.

Create Program Forms. Aspen will develop program forms similar to those used for our OPUSSM small business program for Silicon Valley Power, including the following:

· Installation Contractor Preferred Network Enrollment Agreement.

· OPUSSM Customer Agreement for enrolling in the program.

· Energy Survey Report detailing direct install opportunity, including potential energy/demand savings and potential rebate from the Program. This simplified one- or two-page report will also identify other potential energy saving opportunities and list the available programs that provide applicable assistance/incentives.

· Standard Contract between customer and installing contractor. For flexibility, the owner and contractor are allowed to use their own standard purchasing/contract agreements.

· Incentive Application. There will be a one-page incentive application for all eligible products.

· Customer/Project Affidavit. For prevention of double dipping (see Coordinate With Other Energy Efficiency Programs below).

· Project Completion form. 

Coordinate With Other Energy Efficiency Programs. To ensure customers do not take advantage of multiple programs and multiple program providers, Aspen will obtain the customer’s signature on a CPUC-approved customer acknowledgement form that states the customer acknowledges and agrees that: they have not received incentives or services for the same measure from another utility, state, or local energy efficiency program; they will not apply for or receive incentives or service for the same measure from another utility, state, or local energy efficiency program; and they have received information about other available programs from Aspen. Aspen will provide PG&E or the CPUC a copy of these forms upon request and will keep the originals for a period of three years after contract termination.

Products provided through our proposed program direct installations will have performance, quality, and efficiency standards that comport with the Statewide Express Efficiency product eligibility requirements.

Energy Survey Reports will identify potential energy efficiency measures that are eligible for other program assistance and/or incentives. Customers interested will receive technical assistance with product/vendor selection and applicable incentive application completion. Other currently available energy efficiency programs that may provide further benefits to the small industrial customer are:

· Standard Performance Contract.

· Express Efficiency.

· Nonresidential Comprehensive Energy Audit.

· Building Operator Certification and Training.

· Local Program—Compressed Air Management Program (CAMP).

· Pacific Energy Center Education and Training

Establish an OPUSSM Preferred Contractor Network. Aspen maintains a network of small business installation contractors for the installation of lighting and air conditioning projects for our Silicon Valley Power OPUSSM program. Based on this approach, we propose to create an OPUSSM Small Industrial Preferred Network of installation contractors for our proposed program’s lighting installations. Each contractor who joins our preferred network has been fully screened by Aspen and is required to sign an agreement stating they will meet our requirements for professionalism, business ethics, cost competitiveness, and product eligibility. 

Aspen has learned that the key to a successful contractor network is to limit the number of contractors to match the volume of work that a program can supply. Therefore Aspen will initially select a small number of preferred contractors and only increase this number based upon project demand. Our initial selection of contractors will be based on the lighting contractor’s track record, capacity, experience, and location relative to target counties. Lighting contractors presently in our OPUSSM preferred network for SVP will be given first consideration, given they can handle additional work in a larger geographic radius. As needed, Aspen will identify other potential network contractors through our ongoing contractor networking activities.

Additionally, customers who wish to select their own contractor are allowed to do so, provided their selected contractor signs and agrees to the same installation standards as the preferred contractors. While not expected, customers who elect to self install may do so, however incentive amounts will be limited to a maximum of 85 percent of product costs as compared to 70 percent of installed costs when a third party contractor performs the installation.

B. Marketing Plan 

Our target market consists of small industrial customers in the PG&E service territory. This market segment consists of a broad range of manufacturers and physical goods distributors who have very different operational and behavioral characteristics. Decision-making in this market segment is typically done on site by the owner or a single entrusted employee, such as a facility manager.  Therefore, marketing activities for our program are targeted at these key decision makers.  For more information on the target customer, please see Section III, Customer Description.

Marketing and Participant Recruitment

Marketing strategy. As noted above, the target market for the program is small manufacturing (small industry) businesses. Our primary means for recruiting participants will be direct contacts with business owners, using Customer Service Representatives (CSRs) supported by project engineers (energy surveyors). The program plan assumes that two teams consisting of a CSR and energy surveyor can enroll at least 400 program participants in a two year period. 

A successful recruitment effort requires that the CSR be able to quickly gain the business owner’s confidence during the initial contact. This goal requires that the CSR be personable, professional, well groomed, well trained, and “politely persistent” (i.e., willing to make multiple visits to a business, to accommodate the owner’s availability). It also requires that attractive, clear, and brief, marketing materials be prepared to:

· Inform prospects what the program offers.

· Establish that the program is endorsed by and is supported by the CPUC.

· Provide evidence that the program offering is a “good deal” that has considerable value. 

· Establish credibility that others “like you” are doing it.

In other words, it is essential that the prospect quickly perceives that the program offering is credible and worth learning about, and that inherent skepticism that “this is just another salesman who wants to waste my time” be only a fleeting thought.

The marketing and recruiting activities will consist of the following:

· Marketing materials. Aspen will develop a program brochure, application forms, a participation agreement, newspaper advertisements, and articles for trade newsletters. These materials will carry a program marketing theme—“Save Energy to Save Dollars”—and will include mention of CPUC sponsorship (permission will be formally requested when the materials are being drafted). We estimate we will need to produce approximately 7,500 pieces of program literature.  In addition, we include two local newspaper advertisements and three trade newsletter articles. Aspen assumes that we are allowed to use the CPUC and the State of California logos in our marketing materials.

Meetings with local and regional business and associations. Aspen will identify local and regional associations for businesses in general (e.g., county or city Chambers of Commerce) as well as those who serve specific types of manufacturers (e.g., associations of commercial printers, food manufacturers, fabricated metal products manufacturers, computers and other electronic equipment manufacturers). In addition, Aspen will contact Small Business Development Centers and Economic Development Offices within our target counties to establish the available program benefits for local small industrial businesses. 

We will work with the above associations that show an interest in serving their industrial members by arranging for program participants to speak at association business luncheons.  We expect that we will need to support these business luncheons financially by covering part of, if not all, of the meeting costs.  These meetings will be especially useful for disseminating information from early projects (case studies) and encouraging other association members to participate. 

· Advertisements and feature articles in local newspapers. We will place two advertisements in local newspapers to make local business owners and managers aware of the program in advance of contacts by our CSRs. (Copies of the ads will be included in the program information packets that are left with or for prospects during the first visit.) Once we have one or two installations with satisfied participants, we will prepare news releases and ask that the participants be interviewed for feature articles. 

· Purchase of business lists. Aspen will purchase lists for targeted small manufacturing businesses from a commercial suppliers such as Manufacturing News, InfoUSA, or Dun & Bradstreet.

· Other outreach activities. Aspen will contact the Industrial Assessment Center (IAC) project in Northern California and ask for support in mailing a program information packet to eligible firms that have received audits in the past 5 years. These customers represent a ready made compilation of potential customers that have self identified themselves as being interested in energy efficiency.

· Screening and recruiting. We will focus our recruiting activities serially in different geographic areas (i.e., each CSR will spend a time in a given area, contacting new businesses and making follow-up calls). It will not be uncommon for a first visit to involve meeting only with a receptionist at a given business. The CSR will briefly explain the benefits and objectives of the program, its sponsorship by the CPUC, and the typical amount of incentives to be provided. An appointment with the owner or another senior officer will be scheduled, and one or two program information packets left—one for the person who will be visited and the other for the owner, if different. Program information packets will contain: the program brochure, copies of the advertisement placed in the local and regional newspapers, application forms, and any testimonials or reports developed from completed installations.

· Monitoring participant satisfaction. We expect to have informal contacts with our participants throughout the program during which we will inquire about their satisfaction and develop resolutions to their concerns. For example, the customer-care telephone procedures described in Section III-C below provide for prompt handling of participant issues. As part of our program Quality Assurance activities, we will also have a formal customer-satisfaction monitoring procedure as well. This procedure will assure we get early feedback on program procedures, such that we can modify these procedures or initiate additional staff training as needed to maximize program success and minimize complaints.

As part of, or supplemental to the EM&V contractor activities, we propose to interview, via telephone, three participants in each targeted geographic area to assess their satisfaction with the recruitment, audit, sign-up, and installation processes. After this we will conduct telephone installation-satisfaction interviews with five percent of new participants in each area.

We will tabulate and prepare a report of the findings from each customer satisfaction survey. We will use these reports to monitor our performance, the program’s performance, and the credibility of the value propositions to the participants. We will also include the satisfaction-survey results in all reports submitted to the CPUC.  

C. Customer Enrollment 

Customers will enroll in the OPUSSM Program for Small Industry by signing an OPUSSM customer agreement form. Typically, sign ups will occur at the customer’s site at the end of the CSR’s presentation of program benefits. 

The customer will be required to show a current utility bill to confirm that its service is provided by PG&E. In addition, the customer will either request a 12-month utility bill history from PG&E, or give Aspen written permission to obtain the utility bill history. This will confirm the customer’s size category and eligibility.

Once an agreement is signed, the CSR will schedule an energy survey by Aspen’s energy surveyor. Typically, the energy surveyor will be present at the time of agreement execution, so the survey will occur the same day. 

Aspen will present the Energy Survey Report to the customer immediately following the completion of the energy survey.

D. Materials (and Installation)

Upon the customer’s approval, Aspen will assign a preferred network contractor to the project. The contractor will visit the facility and then finalize a proposal for the lighting retrofit.

If programmable thermostats are recommended in the report, Aspen’s energy surveyor will install the thermostats. There will be a limit of up to five thermostats per facility for each customer. Aspen’s Energy Surveyors will keep a limited stock of programmable thermostats on hand. That way they will be able to install the thermostats the same day the customer enrolls into the program.

The OPUSSM process ensures a smooth ride for the customer. Aspen will assist the customer with reviewing and approving the final proposal from the lighting contractor. Once the customer is satisfied, a contract between the owner and contractor will be executed. Upon contract execution, the contractor will order lighting materials and schedule the lighting retrofit. 

The lighting contractor is responsible for purchasing and supplying all lighting fixtures and materials. Performance, quality, and efficiency standards for lighting products will comport with the Statewide Express Efficiency product eligibility requirements.  These standards are provided to the contractor when he signs a preferred network contractor agreement.

Aspen will use its Hot List to monitor project progress and lighting contractor activities.  Project teams consisting of the CSR and Energy Surveyor who originally met with the customer will coordinate and oversee contractor activities. The team will ensure all agreements and incentive applications are properly completed.  Contractors will work under agreed to project schedules that will be monitored for constraints and slippage.  Any issues affecting the customer will be resolved to the customer’s best interest.

Once the project is completed, the contractor will obtain a signed project completion form from the owner. Each contractor will have its first five projects inspected by Aspen. Thereafter, Aspen will only inspect a sample of a contractor’s installations. However, Aspen will inspect each project at the customer’s request or if a follow up site visit is warranted for other reasons, such as providing technical assistance.

E. Payment of Incentives

During the Energy Survey Report presentation, a preliminary completed program application will be given to the customer. Preliminary product counts and their eligible incentives will be listed. 

Once the retrofit project has been completed, the lighting contractor will record final installed fixture counts. Aspen and/or the lighting contractor will then complete the final incentive application. Incentive levels are as described in Section IV.

After Aspen receives project proof of payment and final incentive applications, we will initiate the incentive disbursement process.

Aspen has extensive experience in designing, managing, and processing large incentives and rebate funds. We currently manage all incentive processing for the Oregon Energy Trust commercial and industrial retrofit programs as well as for NYSERDA’s cooperative advertisement incentive program for retailers and manufacturers and NYSERDA’s Keep Cool initiative. For NYSERDA alone, we have processed disbursement of more than $17 million dollars of incentives in 5 months, and over $39 million since 1999. Aspen also processed disbursement of the 9/11 victim compensation funds and also did so for the Japanese reparation funds.

For our proposed program, we plan to use an expedited incentive disbursement process. Customers will receive customized incentive checks, with a CPUC approved program logo, within one to three weeks after project completion. Aspen will establish a separate escrow incentive refund account for paying incentives. Our proposal assumes an initial deposit to fund the account. If needed, Aspen can fund the account in lieu of the CPUC, or PG&E pre-funding the account.  However if we are to fund the account, Aspen will need to add a carry charge that must be reimbursed.  This financing charge is not included in the program budget shown in Section VIII.

The customer can choose to receive the incentive checks directly, or to assign the check to the installation contractor. Aspen’s rebate processing staff obtains the required payee information from the incentive application form. The customer and/or contractor’s name, mailing address, Federal employer identification number, and utility account number are required inputs on the application form. 

Every Monday, Aspen’s rebate processor sends a payment request to the Aspen accounting department. Accounting verifies the information is complete and then processes the request along with all other Aspen account payable activities. On Friday, checks from the incentive refund account are mailed via the postal service. 

A report will be set up that tracks initial refund account balance, weekly funding requests, weekly funding amounts paid, and week ending balance. Aspen will request additional rebate account funding, included with our monthly program billing, as more incentive funding is needed. A detailed report of incentives paid to date will accompany the funding request.

F. Staff and Subcontractor Responsibilities 

Aspen will establish an effective organizational structure staffed with an experienced team of professionals and seasoned personnel that understand the goals and objectives of our proposed program. This compact structure, as shown by the following organizational chart, fosters regular interaction and communications among all team members and managers. Aspen’s staff is highly qualified to perform these duties. See qualifications in Section VII. 

Key staff management personnel are:

Aspen’s Program Executive, Daniel Waintroob, will ensure that corporate resources are readily available to the Program. Mr. Waintroob is Director of Energy Services for Aspen’s Applied Management and Sciences Group and has more than 25 years experience in managing commercial, industrial and residential energy efficiency programs. 

Aspen’s Program Manager, David Reynolds, will oversee and direct the day to day program activities and communicate program progress and success to the CPUC and contracting entity. Mr. Reynolds is our Regional Manager, responsible for managing all of our energy efficiency program and implementation activities in California.

Aspen does not plan to subcontract any of our program implementation or support services. The OPUSSM Preferred Network of installation contractors will not be subcontractors to Aspen; these contractors will contract directly with the customer. Aspen’s Program Manager and project team (Customer Service Representative and Energy Surveyor) will oversee contractor performance.

Organizational Chart. The following chart summarizes the proposed project staffing.

Exhibit 2: Organization Chart







*Representative Staff 
G. Work Plan and Timeline for Program Implementation 

The following table depicts the key tasks, milestones, and deliverables required to launch and implement our proposed program:

Exhibit 3: Project Timeline

Project Timeline

Event/Milestone/Deliverable
Completion Date  

Program Awarded to Aspen. We assume an expedited CPUC selection process in order to allow the program to operate for 24 consecutive months.
October 9, 2003

Contract Executed. We assume that PG&E will execute a contract with us within 3 weeks of CPUC selection.
October 24, 2003

Kick-Off Meeting. Initial meeting to launch program design refinement activities.
October 29, 2003

CPUC Specified Program Specific Report Submitted. Further requested information on program quality assurance, policy, and procedures.
October 31, 2003

Program Staff in Place. All recruitment and hiring activities for CSR and Energy Surveyor personnel completed.
December 22, 2003

OPUSSM Preferred Network Ready. Initial contractor(s) agreement signed.
December 22, 2003

Project Office Ready. Central Sacramento area office or two small regional offices leased and operational.
December 31, 2003

Program Forms Complete. All program form design and printing completed.
December 31, 2003

Program Launch. Program is available to eligible customers and initial marketing activities commence. 
January 12, 2004

EM&V Contractor Selected. This task depends on the CPUC selection process, but it is essential for this contractor to start as soon as possible.
January 19, 2004

Monthly Reports #1-23. Monthly program process reports and program billing. 
21st of every month

Quarterly Goal #1:  Goal of 45 customer enrollments.
June 30, 2004

Quarterly Goal #2   Goal of 125 customer enrollments.
September 30, 2004

Quarterly Goal #3:  Goal of 175 customer enrollments.
January 5, 2005

Quarterly Goal #4:  Goal of 250 customer enrollments.
March 31, 2005

Quarterly Goal #5:  Goal of 325 customer enrollments.
June 30, 2005

Quarterly Goal #6. Goal of 400 customer enrollments.
September 30, 2005

Program Ends. Customer enrollment completed. Project installations may still be in progress. 
December 31, 2005

Final Program and EM&V Report. 
May 1, 2006

Section III  Customer Description 


A. Customer Description

Aspen’s OPUSSM Program for Small Industry will primarily target very small businesses (in PG&E’s service territory that either manufacture or store physical goods (i.e., durable and non-durable products). Secondary marketing targets will include somewhat larger (small and medium-size) businesses of the same type who are encountered while traveling to primary-target establishments. Our primary-target establishments will have a power demand under 100 kW, but we will accept customers with up to 150 kW demand. Thus, we are considering only a small portion of medium-size customers, as these are defined in the CPUC’s Energy Efficiency Policy Manual, Version 2.

We will place extra emphasis on recruiting hard-to-reach (HTR) customers, as defined in terms of the Policy Manual (i.e., peak demand less than 20 kW and customers outside of San Francisco Bay Area). Additional details are provided in subsection D below.

B.
Customer Eligibility

The OPUSSM Program for Small Industry’s participant-eligibility criteria are:

· Retail electricity customer of PG&E.

· Electricity peak demand less than 150 kW.

· Primary business a manufacturer (NAICS Codes 311 through 339) or a warehouse (NAICS Codes 493).

C.
Customer Complaint Resolution

Aspen program plan will include extra efforts to ensure that customers are fully satisfied with every aspect of our program. All Aspen staff members and installation contractor staff who interact with customers will be thoroughly trained in Customer Relationship Fundamentals. This training will include not only the absolute need to be prompt in keeping appointments, courteous at all times, and never to argue; but will also stress performing all work in a professional manner, testing installed equipment, and, in the case of programmable thermostats, ensuring that the facility owner and staff whom he or she designates are trained how to program and operate it. Contractors will be required to remove and properly dispose of all debris, packing materials, and “old” lighting equipment and thermostats that were replaced under the program. 

A toll-free telephone number will be available to prospects and participants 24 hours a day, 7 days per week. The phone number will contain an automatic-call-distribution path for inquiries about the program or about application status that directs the caller to the program office. A staff member will answer the office phone promptly from 8:30 a.m. to 5:30 p.m. during regular business days. At all other times, Aspen will use an answering service for telephone inquiries. The answering service will have pager access to a project duty manager who, in most cases, will return the call within 45 minutes. All calls to the office for any purpose will be logged by the person who answers the call. Caller’s identity, phone number, address, and nature of the call will be recorded, as well as the date and time and identity of person who answered the phone. The log will also have fields in which the date and time of all return calls are entered, identity of the staff member making the call, and how the matter was resolved.

Aspen will deal promptly with any complaints. Aspen’s program manager will call 100% of those voicing any complaint, to ensure that the matter was resolved to the caller’s satisfaction. A summary table showing number of complaints (if any), topic and date, and resolution and date, will be included in the monthly reports submitted to the CPUC.

D.
Geographic Area

Although customers located anywhere in PG&E’s service area will be eligible to participate, we will concentrate our marketing efforts in the following eight counties: Alameda, Contra Costa, El Dorado, Fresno, Placer, San Joaquin, Solano, and Yolo.

Customers in counties such as El Dorado and Placer are in the HTR category and typically have only very small participation rates in PGC supported programs. Our project office will be in or near Sacramento, in close proximity to six of the eight counties.

Exhibit 4 shows the numbers of potential participants in these eight target counties, disaggregated in terms of three employment categories. The large number of HTR customers should be especially noted.

Exhibit 4: Eight-County
 Market Potential in Terms of Employment Ranges

Employment Range
No. of Firms

1 to 4  (HTR)
1,753

5 to 9  (HTR)
837

10 to 19
792

Total:
3,382

Source: County Business Patterns, Data for 2001, U.S. Census Bureau

We want to emphasize that we are not limiting our efforts to only these eight counties. Rather, these eight is where we will concentrate our initial efforts. The total market potential for our program is much larger than the total shown in Exhibit 4.

Exhibit 5 shows the distribution of market potential in terms of business type. 

Exhibit 5: Eight-County Distribution of Market Potential in terms of Business Type

Business Type
Counts
Distribution

Fabricated Metal Products Manufacturer
583
17 %

Printing and Related Activities
472
14 %

Miscellaneous Products Manufacturer
438
13 %

Food Manufacturer
314
9 %

Computer Equipment Manufacturer
264
8 %

Furniture and Related Products Manufacturer
238
7 %

Machinery Manufacturer
225
7 %

Non-metallic Mineral Products Manufacturer
143
4 %

Chemical Manufacturer
141
4 %

Other Manufacturers and Warehousing
564
17 %

Total:
3,382
100 %

Source: County Business Patterns, Data for 2001, U.S. Census Bureau

Exhibit 6 shows the distribution of market potential by county, six in the HTR category

Exhibit 6: Eight-County Distribution of Market Potential in terms of County

County
Counts
Distribution

Alameda
1,577
47 %

Contra Costa
572
17 %

El Dorado (HTR)
149
4 %

Fresno (HTR)
496
15 %

Placer (HTR)
236
7 %

San Joaquin (HTR)
352
10 %

Solano (HTR)
205
6 %

Yolo (HTR)
138
4 %

Total:
3,382
100 %

Source: County Business Patterns, Data for 2001, U.S. Census Bureau

Section IV  Measure and Activity Description 


For the purposes of analyzing measure costs, energy savings, and determining program incentives for the OPUSSM Program for Small Industry, Aspen reviewed data from DEER and the California IOU filings for the 2003 Express Efficiency program. After the review of these sources, we have chosen to use the Express Efficiency filings as the basis of per unit costs and energy savings.  Additionally, costs for direct installation products, CFLs and programmable thermostats, were determined from Aspen project cost data.

A.  Energy Savings Assumptions 

The energy savings for each measure offered are based on filings by the IOU’s for the Express Efficiency program. These values include:

· Coincident Peak Demand Reduction (kW).

· Electric Energy Savings (kWh).

· Gas Energy Savings (therms).

B.  Deviations in Standard Cost-Effectiveness Values 

The calculations of cost-effectiveness are based on the guidelines outlined in the Energy Efficiency Policy Manual. The cost-effectiveness calculations used the two standard tests prescribed by the Energy Efficiency Policy Manual:

· Total Resource Cost (TRC) test, which measures the overall cost effectiveness of the program from the societal perspective.

· Participant Test (PT), which measures the cost-effectiveness from the perspective of the energy consumers. 

The TRC and PT values that were calculated for our proposed program by the CPUC program worksheet were as follows: 

Exhibit 7: TRC and PT Values

Test
Value

TRC
2.39

PT
24.00

The cost-effectiveness calculations require the specification of the following parameters:

Net-to-Gross Ratio (NTG)

For the range of measures envisioned in this program, the NTG values used for Express Efficiency rebates are directly applicable as 0.96 as shown in the Energy Efficiency Policy Manual.

Estimated Useful Life of Energy Efficiency Measures (EUL)

The table below shows the applicable measures and the EUL values from the Energy Efficiency Policy Manual.

Exhibit 8: EUL Values

Measure
Lifetime
Measure
Lifetime

T8/T5 Lighting
16
Compact Fluorescent Screw-in
8

Compact Fluorescent Hard Wired
16
Set Back Thermostat
11

HID Fixture
16



Incremental Measure Cost (IMC)

All IMC for lighting measures have been based on Express Efficiency values except for CFLs, which are derived from Aspen cost data. Programmable thermostats are also based on Aspen cost data.

C. Rebate Amounts 

Our proposed program will offer cash incentives targeted at covering 60-70 percent of a customer’s installed costs. Each customer site-specific project will be limited to a maximum of 70% of the actual installed costs, which includes lighting product and material costs.

Exhibit 9: OPUSSM for Small Industry Rebates

OPUSSM for Small Industry Rebates

Screw-in CFL (free to customer)

3–13 Watt
Free

14–26 Watt
Free

27 Watt and over
Free

T-8 Lamps and Electronic Ballasts per Lamps

2’ Lamps
$8.00

3’ Lamps
$11.50

4’ Lamps
$15.00

8’ Lamps
$25.00

HID Fixtures

0–35 Watt
$63.00

36–70 Watt
$87.50

71–100 Watt
$140.00

101–175 Watt
$140.00

176–250 Watt
$140.00

251 Watt and over
$175.00

Electronic Programmable Thermostats (free to customer)

Thermostat
Free

In addition to the above, we will offer an incentive for the replacement of existing HID interior high bay fixtures (300 watts and above) with an energy efficient fluorescent (T-8/T-5) six lamp high bay fixture, such as the one manufactured by Wismarq Light Company.  These fixtures have many performance advantages over a traditional HID fixture, which include lower energy consumption (typically 50% of HID), lower maintenance costs, more flexible dimming options, lower lumen depreciation rates, faster startup, better color rendition, and reduced glare.  The incentive for this new style of fluorescent high bay fixture will be $275 per fixture with a project limit of 70% of total installed costs.

D.  Activities Descriptions  

Program activities that do not produce energy savings directly include energy surveys and customer technical assistance. Energy surveys are a simplified audit intended not to provide a complete energy breakdown and analysis of a customer’s facility, but to help the customer quickly assess the lighting retrofit potential. Since our proposed program does not offer incentives for other potential energy efficiency measures we might identify during our site visits, Aspen will direct customers to other energy efficiency program offerings. Customers showing an interest in pursuing additional energy efficiency measures will be assisted with available program rules, procedures, and program applications. Other programs that may be available to the small industrial customer are:

· Standard Performance Contract.

· Express Efficiency.

· Nonresidential Comprehensive Energy Audit.

· Building Operator Certification and Training.

· Local Program—Compressed Air Management Program (CAMP).

· Pacific Energy Center Education and Training.

Section V  Goals 


The OPUSSM Program for Small Industry will increase energy efficiency for hard-to-reach (HTR) and small industrial customers in the PG&E service territory by providing energy surveys, cash incentives, and direct installation of proven energy efficiency measures. 

The program goals and objectives are to:

· Increase energy efficiency in small industrial customers in the PG&E service territory.

· Provide 7,346,423 kWh of annual energy savings.

· Provide 482 kW of peak demand reduction.

· Provide 400 implemented energy efficiency retrofits for very small, small, and medium customers.

· Provide 250 implemented energy efficiency retrofits for hard to reach industrial customers. The hard to reach customers we expect to serve, as defined by the CPUC, are very small nonresidential customers of less than 10 employees or less than 20kW peak demand and/or nonresidential customers located outside of the San Francisco Bay and Sacramento areas (PG&E territory). 

· Assist all customers with enrollment into other available energy efficiency programs  

Energy savings estimates are based on energy savings assumptions, as defined in section

IV, and three “typical” energy retrofit types. We assumed three retrofit project types: a typical 10 kW peak demand customer, a 30 kW customer, and an 80 kW customer. Lighting retrofit potential for each size was based on typical lighting energy load percentages of peak demand, resulting in an estimate count of lighting fixtures/lamps retrofitted. T-12 to T-8 conversions was estimated for each customer type. Additionally, it was estimated that a small percentage of fixture retrofits would be HID retrofits, but only for the 30 kW and 80 kW customers. A fixed number of CFL and programmable thermostat retrofits were assumed for the program. The total number of lamps and thermostats retrofitted was then calculated and transferred to the energy activities worksheet to determine potential energy savings. It is expected that actual energy retrofit projects implemented will differ slightly from our estimated amounts. For tracking purposes, Aspen will report through the CPUC worksheet the actual lamp and thermostat unit counts retrofitted.

The total implemented energy efficiency retrofits were based on the number of targeted industrial firms within the PG&E territory. Within this grouping, we determined the number of firms within our target counties and assumed market penetration rates for program enrollments. We then adjusted this number to match our proposed program staff capacity for twenty-four months of contiguous program operation.

The hard to reach customers, as defined by the CPUC, are very small nonresidential customers of less than ten employees or less than 20kW peak demand and/or nonresidential customers located outside of the San Francisco Bay and Sacramento areas (PG&E territory). The number of hard to reach implementation projects was determined in part by prioritizing our marketing efforts and in part by the percentage of industrial customers with less than nine employees compared to the number of industrial customers with less than 20 employees in our target counties.

Section VI  Program Evaluation, Measurement, and Verification (EM&V)


A. EM&V Approach

We understand that the detailed EM&V Plan will be developed by the contractor to be subsequently selected by the CPUC.

We will develop site-specific energy baseline studies as part of the project. The EM&V approach and activities that we recommend be performed by an independent contractor are outlined in this section. 

The CPUC’s Energy Efficiency Policy Manual, Version 2 indicates the topics that should be included in the program evaluation. Exhibit 10 provides a summary of these topics, which we have grouped under three headings: Process Evaluation, Impact Evaluation, and Market Evaluation. This exhibit also provides, for each topic, Aspen’s suggestion concerning specific activities to be performed by the contractor. 

Exhibit 10: Program EM&V Topics and Activities

Process Evaluation

Topic 1-P: Assess overall levels of program performance and success (relative to goals)

Activity 1-P.1: Interview program administration and implementation staff (including subcontractors) and review procedures manuals to obtain a thorough understanding of the program’s process 

Activity 1-P.2: Review data in Program Tracking Database and Quarterly Reports

Activity 1-P.3: Review marketing materials and forms used to market program and enroll participants

Activity 1-P.4: Conduct participant satisfaction survey (sample of 70 firms w/measures installed)

Topic 2-P: Provide feedback and guidance regarding program implementation modifications

Activity 2-P.1: Analyze results from activities performed under Topic 1-P

Activity 2-P.2: Conduct nonparticipant survey (sample of 70 firms contacted but w/o installed measures)

Topic 3-P: Measure indicators of program effectiveness

Activity 3-P.1: Analyze results from activities performed under Topics 1-P and 2-P

Impact Evaluation

Topic 1-I: Level of energy and peak demand savings achieved

Activity 1-I.1: Review data in Program Tracking Database

Activity 1-I.2: Verify measure installation at 30 facilities via on-site inspections

Activity 1-I.3: Verify lighting measure operating hours and timing at 30 facilities via logger installations

Topic 2-I: Assess program cost-effectiveness

Activity 2-I.1: Independently verify cost-effectiveness calculations in Program Implementation Workbook

Market Evaluation

Topic 1-M: Help to assess whether there is a continuing need for the program

Activity 1-M.1: Independently verify Aspen’s market assessment and energy-use baseline

Activity 1-M.2: Analyze results from the Process Evaluation activities

Topic 2-M: Inform decisions regarding compensation and final payments

Activity 2-M.1: Prepare and submit Evaluation Report

B.
Potential EM&V Contractors
Aspen considers the following firms to be competent to perform the EM&V activities outlined above. Both firms are currently CPUC approved EM&V contractors. Aspen does not have any business or other relationships with the following companies that could be considered a conflict of interest. 

· KW Engineering

· Aloha Systems

C. EM&V Budget

Aspen has allocated approximately 5 percent of our budget to cover the costs to perform the evaluation activities summarized.

Section VII  Qualifications


A. Primary Implementer

Aspen is an employee-owned professional management and technical consulting firm founded in 1958. We successfully serve clients in all sectors of business and government. Over our 45-year history, Aspen has grown steadily, with current revenues exceeding $160 million. At present we have approximately 2,200 employee-owners working from more than 30 offices in 15 States across the country. 

Aspen’s Energy and Environmental Services (EES) Division is nationally recognized for innovative energy efficiency and market transformation programs. EES has been an industry leader in energy efficiency program design, delivery, and evaluation. EES supports the national ENERGY STAR® Programs of the U.S. Environmental Protection Agency (EPA), DOE’s Rebuild America Program, and is currently operating energy efficiency programs targeted at industrial, commercial, multifamily, and institutional customers in California, Oregon, and New York.

Aspen has a long and continuously growing history of working with energy utilities to offer commercial and industrial customers energy efficiency surveys and installations; developing, using, and maintaining electronic tracking systems; and providing contractor arranging services. Aspen staff also has extensive experience in providing energy efficiency training and education; energy audits at any stage, from preliminary to comprehensive; recommendations for energy efficiency measures based on findings from these audits; assistance obtaining below-market third-party financing for energy efficiency measures if needed; and marketing energy efficiency and energy management programs to C/I customers.

Commitment to Quality. An important part of Aspen’s corporate culture is a commitment to quality. Our organization’s operations and procedures are certified under ISO 9002, an internationally accepted standard for quality. Aspen invested in this certification because we want to provide our clients with exemplary services that meet and exceed their requirements. We view this commitment to quality as a key competitive advantage. Our attention to quality and detail has earned the Aspen’s EES Division and its clients a number of recognitions for innovative programs from such entities and the State of Wisconsin, American Public Power Association (APPA) and California Municipal Utilities Association. In addition, our commitment to quality and customer service is best exemplified by the quality of the services we provide to our clients. For instance, this year we opened an office in Oregon and launched a $9 million program in 45 days.

Other Corporate Capabilities. Aspen has a number of in-house resources available that enable us to rapidly and efficiently respond to changing program needs. These include an in-house marketing department that can develop brochures, Web Sites and other collateral; a number of call centers located throughout the US which handle hundreds of thousands of in-bound and out-bound calls a year; and IT resources that handle terabytes of data. 

Exhibit 11 provides a summary of our experience relevant to this proposal. Detailed descriptions of each project follow.

Exhibit 11: Aspen Experience

Project Name/

Client Name
Program Design
Program Implementation
Project Start-up
Vendor Network
Energy Audits and Energy Surveys
Rebate Disbursement
Design of Marketing Materials
Marketing
Industrial Customers

Customer Benefit Program / City of Santa Clara
(
(
(
(
(
(
(
(
(

Re-energize East Bay/ PG&E
(
(
(
(
(
(
(
(


Nonresidential Market Share Tracking Study / CEC






(



(

Industrial End-Use Survey / Southern California Edison




(


(
(

Industrial Audits / Illinova Energy Partners




(



(

Evaluation of the 1994 Non-Residential New Construction Project / PG&E and SCE




(



(

Model Energy Communities (MEC) Program / PG&E
(
(
(
(
(
(
(
(
(

Building Efficiency and Production Efficiency Programs/Energy Trust of Oregon
(
(
(
(
(
(
(
(
(

Wisconsin Focus on Energy
(
(
(
(
(
(
(
(
(

C/I Energy Audits/ Central Hudson Gas and Electric
(
(
(
(
(
(
(
(
(

C/I Energy Audits/ Consolidated Edison
(
(
(
(
(

(
(
(

Industrial End-Use Survey/ Southern Company Commercial




(



(

Air Compressor Study/ Various New England Electric Companies




(


(
(

FLEXTECH Services / NYSERDA




(



(

Consumer Incentives / NYSERDA
(
(
(
(

(
(
(


Bulk Purchase / NYSERDA
(
(
(
(
(
(
(
(


Products Program / NYSERDA
(
(
(
(

(
(
(


Rebuild America/ US DOE
(
(
(
(
(

(
(


ENERGY STAR® Small Business Program / US EPA

(

(
(


(
(

Experience in California

Customer Benefits Program for Silicon Valley Power

Aspen designed and currently administers the C/I customer benefits program for Silicon Valley Power (SVP), the municipal utility that serves Santa Clara, California. Aspen processes prescriptive and custom rebates. We also perform standard and comprehensive energy audits and manage an M&V tool library and a customer-directed RD&D program. Aspen supports special initiatives such as “Cool Roofs,” building re-commissioning, and introduced the OPUSSM (Optimal Power Use Service) service in Santa Clara. OPUSSM is an award-winning full service implementation support package to help customers take action on energy efficiency ideas. This soup-to-nuts services has resulted in a very high realization rate of installations for small businesses recruited in this program. Other special operation features include a custom-built tracking system and working with SVP’s marketing contractor on a routine basis to manage promotion and customer response rates. Aspen is in its sixth year of program operation. Aspen uses an innovative marketing strategy designed to maximize program participation of the hard-to-reach small commercial customers of SVP. We have learned that customers respond best to a simplified message.

Achievements through this program are summarized below:

YEAR

1998 – 1999

1999 – 2000

2000 – 2001

2001 – 2002

2003
kWh

19,363,626

36,633,969

31,208,027

28,739,008

8,380,602
kW

3,226

5,974

5,196

5,616

1,777
Incentives 

$2.0 M

$2.7 M

$3.9 M

$2.5 M

$0.5 M

Silicon Valley Power’s M&V Tool Lending Library

The Aspen-managed SVP M&V Tool Lending Library contains hand-held instruments that provide instantaneous read-outs and simple data logging equipment. These devices are used for M&V of energy savings as part of the requirement for SVP’s custom energy-efficiency incentive programs. The wide range of devices provided can be used to log lighting usage and power and energy consumption by air-conditioning equipment, pumps, fans, etc. Instruments in the library include HOBO® LightLoggers, SmartReader® data loggers, PowerSight® power logger, and the Watt’s Up?® plug-in energy meter. The logging equipment has been used to verify savings attributable to lighting, computer monitors, commercial refrigeration, air-conditioning, pumps, and process equipment.

Re-Energize East Bay for PG&E 

Aspen’s PG&E third party initiative (TPI) program was a pilot demonstration of Aspen’s OPUSSM energy efficiency service designed to address the key market transformation barriers facing the small business sector. Aspen employed innovative marketing and outreach methods to bring small business customers into this lighting and HVAC retrofit program. Our project partners in the cities of Oakland and Berkeley assisted with recruitment of customer participants through door-to-door saturation marketing and other methods in local business districts. Aspen’s wrap-around Optimal Power Usage Service, or OPUSSM, is based on the concept of Owner Agency—that is, we seek to implement cost-effective measures by working as an advocate directly on behalf of the customer. The OPUSSM wrap-around service provides comprehensive energy efficiency implementation services directly to the customer to carry out all aspects of a retrofit project. The process covers the energy survey, project financing, project bidding and contractor selection, work scope management and project inspection and completion—all on behalf of the customer. Aspen exceeded this program’s goals by 400 percent.

California Energy Commission Nonresidential Market Share Tracking Study (NRMSTS)

The study collected data on (1) market shares and other market characterization attributes (e.g. decision factors) relating to energy-efficient behaviors and technologies and (2) power generation by manufacturing firms. Technologies and behaviors examined for the industrial sector included motors, water recycling and reuse, compressed air, maintenance, electric process control, refrigeration, and power generation. The project involved industrial onsite surveys of energy users as well as telephone interviews with suppliers of technologies of interest. Phase 1 focused on SICs 20 (food and kindred), 35 (industrial machinery), and 36 (electronics and electrical equipment). Phase 2 collected data on the remaining manufacturing SICs. Commercial sector technologies for which data were collected included lighting, windows, and chillers. Data collection for the commercial sector was conducted through phone surveys of upstream market actors (manufacturers, designers, and other suppliers) and examination of secondary sources.
Southern California Edison Industrial End-Use Survey 

Aspen designed and conducted a two‑phase energy end‑use survey of 1,814 industrial customers of Southern California Edison (SCE). The first phase involved designing a mail survey of these customers; the second phase involved conducting a detailed onsite survey of a subset of 400 industrial customers. Data collected encompassed HVAC, lighting, motors including air compressors, refrigeration, water, heat, and major process equipment using Aspen's Pen-Surv lap-top-based field survey instrument.

Illinova Energy Partners - Industrial Audits 

Aspen conducted industrial/commercial studies on a Task Order basis for Illinova Energy Partners. The most relevant include thirteen industrial energy audits for the City of Vernon, CA. Each audit report included (primarily electric) energy savings recommendations, facility energy use history, energy use by end-use, energy use intensity (Btu per employee, per dollar of revenue, per dollar of value added) for the facility and for their regional and national peers, environmental impact, detailed energy analysis calculations, and financial analysis including internal rate of return and net present value. Customers ranged from 200 to 2,000 kW and averaged about 1,000 kW. The largest facility held six acres under roof. Industry types include fabricated metals, petroleum, packaging, seafood processing, industrial machinery, and others. 

Aspen also performed an energy audit at Ligand, a two-laboratory research facility in Southern California. The analysis and report concentrated on HVAC recommendations including interconnecting two major chilled water plants, installing a VSD on one chiller and six AHUs, isolating a zone with a dedicated chiller to meet special low temperature chilled water requirements, modifying fume hood controls to reduce unnecessary exhaust, and trimming a pump impeller.

Evaluation of the 1994 Non-Residential New Construction Project for PG&E and SCE
Aspen participated as a subcontractor to RLW in the Pacific Gas and Electric and Southern California Edison 1994 Non-Residential New Construction Project. The purpose of this project was to evaluate the effects of the program in terms of energy and demand saved for the 1994 participants. Another issue that was investigated was the amount of spillover accruing to non-participating customers. Aspen was responsible for recruitment and onsite surveys of the newly constructed non-residential buildings. The recruiting effort included obtaining contacts for both the onsite survey, and a decision maker survey. A total of approximately 400 onsite surveys were to be completed, and up to 600 decision maker surveys.

Model Energy Communities (MEC) Program 

Aspen conducted an on-site data-verification study on thirteen variables recorded in PG&E’s MEC Program tracking database. The purpose of the data-verification audit was to determine whether the recorded data were accurate. Aspen found significant inaccuracies in the data for three of the thirteen variables verified. These were: the recorded installed compact fluorescent light bulbs and efficient air conditioning systems, and building floor space. From these findings, Aspen applied statistical data-audit principles suggested by the American Institute of Certified Public Accountants to develop statistical adjustments for the results of an impact evaluation that had been based on the data in the MEC Program tracking database.

Other Aspen C/I Programs

(Same type as experience in California)

Building Efficiency and Production Efficiency Programs 
Aspen serves as the Program Management Contractor for these two programs. The Programs are open to all non-residential customers of PacifiCorp and Portland General Electric in the State of Oregon. The Programs provide financial incentives for improving the energy efficiency of existing buildings and facilities. Aspen leverages its staff by a network of distributors, contractors, and manufacturers throughout the state who provide efficiency services and incentives for energy efficiency lighting, custom lighting applications, heating, air conditioning, and energy efficiency electric motors. Since February of 2003, Aspen has contracted with 23 technical assistance contractors (ATACs), 120 industry trade allies and 2 construction assistance contractors (ACOCs). We are also in the process of contracting with 4 to 5 industrial implementation support contractors. Aspen designed marketing materials for this program and administers $5.9 million in incentives for the Building Efficiency Program and $8.4 million for the Production Efficiency Program. Goals for December 2004: Building Efficiency Program – 8.9 MWa reduction, Production Efficiency Program – 17.2 MWa reduction.

Wisconsin Focus on Energy 

Aspen was contracted through the Milwaukee School of Engineering (MSOE) to provide the implementation of the commercial effort for the Wisconsin market transformation program called Focus on Energy. This effort consisted of resource acquisition projects and promoting federal and state energy management programs throughout the State of Wisconsin to large commercial buildings (Existing Buildings program) and government buildings and operations (Government Building program). The scope of this project included working with partners (utility customers) and program allies (contractors) in identifying energy saving opportunities and implementing projects to acquire the energy savings. In the fist year of operation, the Existing Buildings program exceeded its goal by over 300% and was recognized by the Wisconsin Department of Administration with a program award. The Government Buildings program was also recognized with an award.

Energy savings under this program are summarized below.

Program Year

FY 2003 Government

FY 2003 Existing Buildings

FY 2002 Government

FY 2002 Existing Buildings
Goal

2,476,759 kWh and 797 kW

7,800,000 kWh and 1,400 kW

80,000 kWh

1,050,000 kWh
Projected Savings

6,811,000 kWh and 1,498 kW

16,700,000 kWh and 2,800 kW

461,000 kWh and 55kW

5,544,000 kWh and 921 kW

The approaches successfully used by Aspen to implement this program include the following:

· Extensive use of associations to convince building owners to install energy efficient equipment. 

· Development of sales and project tracking systems to ensure both achievement of sales goals and customer satisfaction.

· Offering a mix of prescriptive rebates, customized incentives, and technical assistance, because no one measure is applicable to all jobs.
Dollar $avers Program for Central Hudson Gas & Electric (CHGE)

In a series of projects running since 1988, Aspen was CHGE’s contractor of choice for incentive administration and energy audit services. Aspen designed CHGE’s customer direct incentive program and administered it from its inception in 1988 to its closure in 1997. For this program, Aspen was responsible for setting a bank account that CHGE funded weekly. Aspen was responsible for printing checks and mailing to them to customers.

Simultaneously but under separate contracts, Aspen provided energy audit services for CHGE’s commercial and industrial customers. The auditors used notebook computers and portable printers to deliver high-impact, one-stop audits to small (under 15 kW) customers. Large customers received conventional two-stop audits. Aspen completed more than 1,500 energy audits for CHGE. Aspen won two rebids to continue operating this program.

C/I Audit Program for Con Edison

Aspen was Con Edison’s contractor of choice to provide commercial and industrial customers with energy audits. Aspen conducted more than 200 one-stop audits for small businesses and more than 500 audits for C/I customers.

Southern Company Commercial/Industrial End-Use Survey

Aspen performed both a commercial and an industrial energy studies that Southern used for forecasting. The commercial survey involved over 500 sites, the industrial survey included approximately 150 site-visits, both surveys required complete equipment inventories with detail to level of air compressor type and compressor control type. Industrial customers included five industrial SIC sectors among them: primary metals and food processing. A key feature of this project was the implementation of a pen-based system to record field observations. The industrial survey scope and performance were essentially the same as described for SCE, above.

Air Compressor Study for New England and New Jersey

For Boston Edison, NEES, Northeast Utilities, and three other utilities in the New England Compressed Air Study Group, Aspen led market research on how utilities can encourage customers to make compressed air system upgrades. Research involved 56 interviews with vendors, consultants, customers, and utility staff. 

Because of satisfaction with the New England work, Aspen led a project similar to the one performed for the New England collaborative for PSE&G in New Jersey. Because of satisfaction with the New England and PSE&G work Aspen was awarded a smaller-scale project similar to the above two for GPU in New Jersey.
NYSERDA FlexTech Services
Aspen provided energy audits, facility simulation and modeling and audit reports under NYSERDA’s FlexTech services. These studies involved an inventory of all energy-consuming equipment and the building thermal characteristics at the project site, and interviews with responsible client personnel to determine operating and occupancy schedules. An energy survey report was prepared with the use of building load simulation software, either InsiteTM or Market ManagerTM, in which annual energy bills are shown, energy use is described, and energy efficient upgrade measures are identified and installation costs and energy savings stipulated.

Other Market Transformation Programs

(Same type as experience in California)

NYSERDA Programs

In New York, Aspen administers NYSERDA’s Energy Star® Products Program, Energy Star®  Bulk Purchase Program, and the Consumer Incentives Program. Aspen works with a network of retailers, manufactures, and multifamily building owners and managers to help consumer upgrade appliances and lighting fixtures with Energy Star® labeled products. Through these programs Aspen has administered over $39 million in incentives. Aspen’s staff had a crucial role in determining incentive structures, incentive amounts, and incentive payment process. Aspen staff reviews incentive applications for eligibility, accuracy and completeness. Weekly, Aspen staff processes incentive payment amounts and submits electronic files to NYSERDA who is responsible for producing the checks and sending them to customers. 

Achievements to date:

NYSERDA Consumer Incentives Program

· In summer 2000, replaced 721 old window air conditioning units.

· In summer 2001, replaced 41,028 old window air conditioning units.

· In summer 2002, replaced 175,512 old window air conditioning units.

· To date, disbursed over $23 million in incentives. 

· To date, picked up over 217,261 old, inefficient air conditioning units for demanufacturing.

· Program Savings: 94 MW and 338,700 MWh.
Special Feature: In this program, Aspen developed a large network of retailers to facilitate drop-off sites for old air conditioning units.

NYSERDA Energy Star® Bulk Purchase Program

· Disbursed more than $4 million in incentives to multifamily building management companies.

· Recruited more than 8,000 multifamily buildings.

· Replaced more than 10,000 refrigerators, 1,000 dishwashers, 1,000 commercial clothes washers, and 10,000 lighting fixtures.

· Program Savings to Date: 8,059,195 kWh and 4,977 kW.

Special Feature: Aspen developed an effectiveness marketing strategy through outreach of building manager associations and buyers groups.

Energy Star® Products Program

· Disbursed more than $12 million in incentives to retailers and manufacturers.

· Recruited more than 700 retailers in New York State.

· Program Savings to Date: 10,348,236 kWh and 7,460 kW.

Special Feature: Aspen developed an effectiveness marketing strategy through outreach of retailers and manufacturers.

Federal Programs

Marketing Support to the Rebuild America Program for DOE

Aspen is under contract to the Federal Energy Technology Center (FETC) in Morgantown, West Virginia, to provide marketing support to the DOE Rebuild America Program, an initiative to promote community-based energy efficiency. Communities form voluntary partnerships, consisting of at least one State or local government entity, to promote energy efficiency in all community sectors. Aspen provides a National Marketing Manager and regional representatives to represent the Rebuild America Program throughout the country. These representatives market and sign up new Rebuild America partnerships and provide support to existing partnerships as they embark on community-based energy efficiency initiatives. 

Energy Star® Small Business for EPA

Aspen supports the EPA Energy Star® Small Business Program and recruits partners of 100,000 square feet or less to participate in Energy Star®. In addition to establishing and operating a hotline for the program, our support services have included creating, reproducing, distributing, and fulfilling technical and general program literature; designing and leading training seminars; researching barriers to small business activity in the energy efficiency market; and providing general administration. One of the main features of the program is the nationally acclaimed Putting Energy Into Profits: The Small Business Energy Upgrade Guide, a 100-page book describing energy efficiency and energy-saving opportunities for small businesses. The guide is in its second printing. Aspen also recruited 1,500 new partners to the Energy Star® Small Business Program through a variety of media, including telephone outreach, direct mail, and articles placed in small business trade journals. 

After winning this contract in the first year, Aspen was granted a continuation for each of 4 subsequent years. In its sixth year, we were awarded the contract in a competitive rebid.

B. Subcontractors

Aspen does not plan to subcontract any portion of the program implementation or support services. Aspen will utilize a network of vendors who contract directly with the customers. Aspen’s management staff will oversee vendor performance to ensure quality services and high customer satisfaction.

C. Management Resumes

In this section we provide a brief summary of the experience of Aspen’s proposed management personnel. Attachment A of the hard copy provides full resumes of the proposed staff.

Daniel Waintroob has over 25 years of experience with program design and implementation, and policy development. Directing a staff of 50 professionals, Mr. Waintroob is responsible for a full range of products and services provided on behalf of energy utilities, State agencies, ESCOs, and other organizations seeking to provide energy efficiency services to their customers. 

Mr. Waintroob serves as project executive for the Building Efficiency and Production Efficiency Programs of the energy Trust of Oregon. For this project, he oversaw program launch activities, which included setting up an office in Portland, establishing a local vendor network, and designing the program, all activities completed in a record time of 45 days.

Mr. Waintroob is project executive for the comprehensive services provided to for Silicon Valley Power. Services include the OPUSSM service, which recently received awards from the California Municipal Utility Association and the Association of Public Power Authorities, energy audits, and rebates. Aspen was recently awarded the fourth year of program operations.

Mr. Waintroob serves as Project Leader for a project supporting the Federal Energy Regulatory Commission (FERC) in its investigation of potential manipulation of the Western Power and Natural Gas markets in 2000 and 2001. Mr. Waintroob’s work included on-site investigations at certain trading companies; leadership in defining IT solutions; acquisition of more than 1.8 terabytes of data; and leading the analyses of the same.

Mr. Waintroob provided consulting to FIDE, a Mexican organization, to develop and support an energy service industry in Mexico. Deliverables include a market assessment; an overview of international best practices; a business plan; an implementation plan; and M&V protocols. All work was delivered in Spanish. 


Mr. Waintroob received an M.B.A. from the University of Rhode Island, an M.A. in Urban Studies from the University of Chicago, and a B.A. from Wilmington College.

David Reynolds, P.E. CEM, will serve as Project Manager. Mr. Reynolds has over 22 years of experience in management, design, and construction of commercial and industrial projects. He has performed over a hundred investment-grade audits for a diverse group of customers. He also helped develop value-added energy-based programs and services for California municipal owned utilities. His work experience includes performance-based contracting for a national energy service company and services as an energy service provider. 

Currently he directs Aspen’s California operations, including energy services, energy audits, energy efficiency program design and implementation, and customer service programs for utility, municipal, and governmental agency customers. Mr. Reynolds manages Aspen’s energy efficiency services staff throughout CA. He managed the industry award-winning OPUSSM program for the City of Santa Clara’s Silicon Valley Power. Mr. Reynolds is responsible for marketing and developing new offerings of energy services in California. He is accountable for financial performance of all California projects. Currently, Mr. Reynolds supervises engineers, auditors, IT, and administrative staff of ten. Mr. Reynolds also acts as lead or team member on bid proposals for California as well as nationwide opportunities.

Mr. Reynolds has significant expertise in commercial and industrial refrigeration systems. 

Mr. Reynolds is registered as a Professional Engineer in the states of California and Nevada, is a Certified Energy Manager, and is also a California Energy Code Plans Examiner. He is also certified as Universal Refrigeration Technician (EPA).

Selected Publications:

Reynolds, David P., Joyce Kinnear, Dan Waintroob; Cracking the Code for Small Business Energy Efficiency  12th Annual National Energy Services Conference-AESP, September 2001.

Mr. Reynolds received a Bachelor of Science Degree in Mechanical Engineering, 1981, California Polytechnic State University San Luis Obispo, California.

William Steigelmann, P.E., will oversee the EM&V contractor/solicitation management. Mr. Steigelmann is a Senior Engineer with Aspen. He has more than 30 years of experience in engineering-economic analyses related to technology assessment, process and impact evaluations of utility DSM programs, and power generation using renewable energy sources. 

Mr. Steigelmann is currently serving as Task Leader on a large project to develop a nonresidential market-share tracking database under contract study being performed for the California Energy Commission. He is responsible for conducting and analyzing telephone surveys with six types of Upstream Market Actors, and for QC checks of 350 on-site surveys of manufacturing plants (79-page survey questionnaire).

Mr. Steigelmann served as Project Manager on a comprehensive process/impact/market evaluation of the New Jersey Clean Energy Program and on a small-business demand-response program feasibility study performed for a large East Coast utility.

For NYSERDA, Mr. Steigelmann was the Lead Technical Investigator on a distributed generation feasibility study. He was also a key participant in an electric space-heating market-potential study for consolidated Edison of New York.

His program evaluation experience includes leading a multi-year series of evaluations for Brooklyn Union Gas, as well as projects for Atlantic Electric (now part of Conectiv), Orange & Rockland Utilities (now part of Con Edison), Central Hudson Gas & Electric, PECO Energy, American electric Power, LILCO, CG&E, Green Mountain Power, and Central Power & Light in Texas (now part of AEP). He has extensive experience in analyzing energy-use in buildings and in industrial processes; in assessing the performance, technical feasibility, cost-effectiveness, and market potential of a wide variety of technologies, both supply-side and demand-side. He was the principal cogeneration consultant for Bonneville Power Administration from 1987 to 1992. He has also helped utilities such as GPU and Indiana Gas develop marketing plans, and helped other utilities (such as CHG&E and Con Edison) to plan their diversification activities. 

Selected Publications include:

The Business Case for Fuel Cell Technology (Contributor, Advisor, and Editor), AdvanceTech Monitor Industry Publication; December 1999.


Assessment of Commercial and Industrial Cogeneration Potential in the Pacific Northwest, prepared for the U.S. Department of Energy, Bonneville Power Administration; March 1989.

Mr. Steigelmann received a B.S.E.E degree from Drexel University and an M.S.E. degree from Union College in Schenectady, New York.

Jonathan Maxwell, P.E., will serve as Technical Trainer. Mr. Maxwell is a Senior Engineer with more than 10 years of experience in metering, DSM programs, conservation technologies, building studies, and electronic controls. He has managed several major field data collection efforts for Aspen and trained over 200 energy professionals on a wide variety of topics. He has conducted more than 80 commercial/industrial site visits and led start-up, hiring, training, and daily project management for four of Aspen’s energy audit programs (SVP, AmerenUE, CHGE and Con Edison) that provided a combined 1,600 audits per year to utility customers. 

Mr. Maxwell performs custom energy audits and benchmarking of large commercial and industrial customers of Silicon Valley Power in Santa Clara, CA. Analysis models used include MarketManager, InSite, spreadsheets (Bin & CLTD methods), and DOE2 (Equest). Mr. Maxwell developed algorithms necessary to compute energy use for each piece of equipment and estimate energy use by equipment type for the SCE and APS industrial surveys. Four of the surveys have included pen-based computer data collection. 

Mr. Maxwell managed the EPA Energy Star® Small Business program for two years. Project support included technical writing, establishing a hotline and distribution center for 1,500 partners, coordinating, preparing and leading workshops across the country, and market segmentation analysis. Mr. Maxwell was editor and principal writer for the “Putting Energy Into Profits: Energy Star® Small Business Guide.”

For six utilities in the New England Compressed Air Study Group, Mr. Maxwell led market research on how utilities can encourage customers to make compressed air system upgrades. Research involved 56 interviews with vendors, consultants, customers, and utility staff. For PSE&G in New Jersey, Mr. Maxwell led a project similar to the New England collaborative. Project award was based on satisfaction with the New England work. For GPU in New Jersey, Mr. Maxwell led a project of reduced scope but similar to the above two projects. The project award was based on satisfaction with the PSE&G work.

Selected Publications:

A Heat Pump Water Heater Savings and Cost-Effectiveness Screening Tool. In “In Hot Water…A Newsletter about Heat Pump Water Heaters and Efficient Domestic Water Heating; June 2003.

NYSERDA’s Keep Cool Room Air Conditioner Program, with L. Hammer; May 2003.

Benchmarking Current System-Wide Compressed Air Market Efficiency Practices in the Northeast United States and Programmatic Strategies to Improve Them, lead author with R. Clarke, F. Gordon, E. McGlynn, H. Powell, ACEEE Summer Study on Energy Efficiency in Industry; July, 2001. Best Paper Award. 

Advanced Account Matching and Field Data Collection Techniques for Industrial Surveys, with Andrea Horwatt, Southern California Edison, for the AEIC Load Research Conference; July, 1999.

Mr. Maxwell received an M.S. in mechanical engineering from Oregon State University and a B.S.E. from Duke University.

Section VIII  Budget

Budget Summary

The Summary Budget Table, Exhibit 12, shows the program costs broken down by the major categories and subcategories specified by the CPUC.

Exhibit 12: Summary Budget Table

Administrative



Managerial and Clerical Labor
$89,662 


Human Resource Support and Development
$0 


Travel and Conference Fees
$33,570 


Overhead (General & Administrative) – Labor and Materials
$120,230 

Marketing/Outreach
$531,080 

Direct Implementation



Financial Incentives to Customers
$681,672 


Installation and Service – Labor
$52,966 


Activity – Labor
$463,773 


Hardware and Materials – Installation and Other Direct Installation Activity
$4,537 


Rebate Processing and Inspection – Labor and Materials
$370,930 

EM&V



Labor and Materials
$141,942 


Overhead  
$22,389 

Financing Costs
$0

Performance Incentive
$175,892 

TOTAL BUDGET (less performance incentives)
$2,512,750 

The Administrative category costs include direct labor, travel, and overhead. The Marketing/Outreach category is listed without subcategories; the cost shown is for all labor, materials, and overhead. Direct Implementation sub categorization is based on the Instruction for Submission and includes energy surveys, installation of programmable thermostats, all rebate processing activity, and customer technical assistance. EM&V costs include a subcontractor budget of $135,000.  It also includes Aspen labor, material, and overhead to administrate and coordinate EM&V contractor activities. The performance incentive is calculated at 7% of program budget.  

The Total Budget value excludes the performance award (profit), and financial incentives to customers. Overall, administrative costs represent about 10 percent of the non-incentive budget.  EM&V costs are about five percent of the total budget including incentives.  Marketing and incentives, which are part of marketing, are expected to be the two largest expense line items.  Because we are trying to recruit a market group that has been less responsive than the rest of the C/I population to energy efficiency outreach we know the outreach will need to be aggressive.  Because we expect this market to have high energy benefits from participating, the program can bear such costs and still be cost effective.

More detailed information can be found in the CPUC Program worksheet for our proposed program.

Deliverables and Payment Schedule

Aspen will provide a project progress report within 10 business days of the end of each calendar month. The report will include the following items:  

· Progress towards recruitment, audit, implementation, demand, and energy savings goals.

· Monthly and program to date expenditures, including an accounting of incentives and payments paid during the previous month.

· Major milestones upcoming or passed.

· Major problems/resolutions.

A draft and final end-of-project report also will be submitted. The monthly and final reports represent the sole required deliverables for the project.  

This proposal is bid on a cost-plus-fee basis. Aspen will invoice for actual labor, direct costs, and overhead incurred each month within 15 days of the end of the month. Except for the final billing, the monthly invoices will exclude scheduled retainage (10% of Administrative costs) and the performance award (fee). 

Attachment B – Business Assumptions is included with our hardcopy submittal.
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� Statewide Small Industrial Customer Wants and Needs Study, PG&E, #P1955-190, July 2, 2003.


� California Municipal Utility Association Community Service/Resource Efficiency Awards Program-April 2001; American Public Power Association Energy Innovator Award-June 2001


� Nonresidential Market Share Tracking Study, California Energy Commission, Draft Final Report-September 2003


� Statewide Small Industrial Customer Wants and Needs Study, PG&E, #P1955-190, July 2, 2003.


� CPUC Decision D.02-06-026 issued June 6, 2002 and Decision D.02-05-046 issued May 16, 2002


� The Optimal Power Use Service-Moving the Underserved Small Commercial Customer to Retrofit Action, Harry Misurello, Dan Waintroob, Association of Energy Service Professionals National Energy Services Conference-Dec 3-5, 2001


�  We have not attempted to deduct establishments served by municipal utilities or co-ops.
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