Southern California Edison

2004-05 Energy Efficiency Program Plan


Confirmation Number:

Program Title:  Statewide Single Family Energy Efficiency Rebates Program
Proposed by:

Southern California Edison

Contact Person:  
Don Arambula

Address:  

2131 Walnut Grove

Rosemead California  91770  

Telephone:  

626-302-8179

Email address:  
don.arambula@sce.com

List of all other public goods charge programs proposed:

1. Statewide Residential Appliance Recycling 

2. Statewide Single Family Energy Efficiency Rebates
3. Statewide Multifamily Energy Efficiency Rebates

4. Statewide Home Energy Efficiency Surveys

5. Statewide CA Energy Star New Homes – Single Family, Multifamily programs

6. Statewide Standard Performance Contract

7. Statewide Express Efficiency

8. Statewide Nonresidential Energy Audits

9. Statewide Building Operator Certification

10. Statewide Emerging Technologies

11. Statewide Savings By Design

12. Statewide Education and Training

13. Statewide Codes and Standards Advocacy

14. Local Small Nonresidential Hard to Reach

15. Local Pump Test and Hydraulic Services

16. Local Government Initiatives

17. Local Community Partnership – 12 Cities

18. Local Community Partnership - Ventura County

19. Local Community Partnership - South Bay Cities Council of Governments

20. Local Los Angeles County program

21. Local UC/CSU program
22. Local Community Partnership – Bakersfield/Kern County
23. Local City of Pomona program

Table of Contents

2Statewide Single Family Energy Efficiency Rebates Program


2I.
Program Overview


7II.
Program Process


12III.
Customer Description


13IV.
Measure and Activity Descriptions


16V.
Goals


16VI.
Program Evaluation, Measurement and Verification (EM&V)


18VII.
Qualifications


22VIII.
Budget





Statewide Single Family Energy Efficiency Rebates Program

I.
Program Overview 

A.
Program Concept 

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

The SFEER program targets major end-uses of energy for the home including Energy Star( qualified appliances; Energy Star( qualified lighting; home improvement measures; heating, ventilation and air conditioning (HVAC) equipment; and pool pumps and motors.  The program also targets building shell measures such as attic and wall insulation and windows.

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

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

Coordination with the statewide Home Energy Efficiency Survey program, Education and Training program, the statewide Appliance Recycling program and statewide Marketing and Outreach programs will ensure that all residential customers have the opportunity to benefit from energy efficiency efforts.  Coordination with these programs will be accomplished in the following ways:

· Statewide Home Energy Efficiency Survey Program.  The Home Energy Efficiency Survey program will recommend energy efficiency measure installations and incentives offered by the IOUs.

· Education and Training Program.  The Product Labeling program complements the SFEER by improving the sale and distribution of high efficiency products. 

· Statewide Appliance Recycling Program.  The IOUs may distribute applicable program information to customers when the appliance is picked up for recycling.

· Statewide Marketing and Outreach Program.  Measure specific attributes and availability of incentive will be communicated.

During 2004 and 2005, the utilities will continue their nationally recognized efforts to promote the Energy Star ( label as a simple way for customers to identify and select energy-efficient products.  The utilities will also continue program coordination with other implementers of energy efficiency services such as state agencies, water agencies, cities and municipalities as appropriate. This multi-faceted creates powerful synergies to impact the marketplace and overcome barriers.

The utilities will also continue promoting energy efficiency in areas within their service areas defined as HTR and will expand efforts through community-based organizations (CBOs) and faith-based organizations (FBOs).  Consistent with these efforts, the utilities will provide program information and materials in multiple languages.

C.
Program Objectives 

The program meets the Commission’s requirements for delivering a coordinated statewide program among the IOUs.  The program objectives will create permanent and verifiable energy savings and achieve long-term and permanent savings through hardware installations; focus on HTR markets and nontraditional communities through targeted marketing and outreach efforts; overcome market barriers associated with energy efficiency measures; utilize innovative delivery mechanisms and channels to increase participation and coordinate with existing IOU and municipal programs, statewide marketing and outreach campaigns and the DOE/EPA’s Energy Star® Program.

SCE expects to achieve a reduction in peak demand of 17,593 kW, energy savings of 57,499,584 kWh, and an even greater equity through increased participation of customers in the HTR areas during the 2004-2005 program years.  The 2004 HTR goal for non-lighting measures is 34% of paid rebate applications; and for lighting, the HTR goal is 15% rural and 10% grocery/drug stores of incentive budget. 
Other objectives include:  1) incentives to consumers that will negate the barrier of higher incremental costs for high efficiency measure relative to standard efficiency measures; 2) customer information and education such as on-line product information sheets and point-of-sale promotions, bill inserts, training sessions to overcome the barrier of lack of information about energy efficiency benefits; and 3) marketing and outreach to trade allies to overcome the barrier of the lack of available energy efficiency products. Program design allows for a balance between overcoming the barrier of hassle factor to implement energy efficiency efforts and the requirements to effectively measure the results and impacts of the Program.  

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

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

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

3. Lack of availability of high efficiency products.  Outreach to manufacturers and retailers will be undertaken to enlist their participation.  Promotion schedules will be agreed on to ensure product availability when promotions occur.  For certain measures, an upstream wholesale cost buy down will be incorporated to incent manufacturers to offer and ship discounted product into our service areas.

Program Successes

In 2002, the year after the height of the energy crisis, SCE achieved 41,230,367 kWh and 13,255 kW programs from the Upstream Lighting and Single Family Energy Efficiency Rebate programs.  The programs’ successes demonstrate sustainability in the consumption behaviors and investment choices of the customers participating in SCE’s programs. More than 30,000 customers participated in the SFEER and installed high efficiency hardware measures.

Another example of program success was in the area of manufacturer and retailer relationships.  Because the utilities have established long and successful communication channels with trade allies, the IOUs have been able to institute new innovative delivery methods, such as point-of-sale incentive for retailers or through manufacturers.  The point-of-sale method was used for Energy Star® qualifying lighting products and Energy Star® qualified programmable thermostats.  Coordination with these vital allies has provided new opportunities to deliver and promote energy-efficient products.  This innovative marketing technique was recognized as “exemplary” and given a national award by the American Council for an Energy Efficient Economy (ACEEE) in 2003.  In 2004 and 2005 the IOUs will expand the point-of-sale method to other measures such as pool pumps and motors.

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

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

Equity

The SFEER program seeks to achieve greater equity among all customers by actively marketing to those considered HTR customers.  The IOUs are on track to meet or exceed the 2003 HTR targets as defined by the Commission.  For the Upstream Lighting program, one goal is targeting customers who purchase products from retailers in HTR geographic areas, and the other is targeting grocery and drug retailers who traditionally have not carried energy-efficient products.  Promotions occurred with these retailers in the spring to help achieve the HTR targets.  Discounted product was or is being promoted at Costco, Lowe’s, Sam’s Club, Drug Emporium, Ralph’s, 99 Cents Only Stores, Home Depot, Ace Hardware and Tru-Value Hardware locations, as well as many other retailers.  The involvement of this broad range of retailers ensures expanded product availability, which ensures further equity in customer participation. A significant portion of program accomplishments come from targeted ethnic campaigns, such as those to stores in Hispanic and Asian communities.  Likewise, the 2003 SFEER program targeted HTR customers in the spring through specific marketing efforts to increase participation.  Over the past two years, the IOUs have made significant progress to raise the awareness of energy efficiency in HTR communities.

Within a few years, the lighting component of the program made great strides to overcome the market barriers of price, consumer information and product availability.  Because of the program’s efforts, new retailers are understanding the benefits of promoting Energy Star® and other high efficiency technologies.  However, the market potential is huge and barriers remain strong.  A recent study by Quantum and Xenergy suggests that 50 percent of the state’s residents have yet to try CFLs.

Innovation

An example of innovation is the work of program managers to overcome the market barriers related to the swimming pool pump energy usage.  In the area of efficient swimming pool pump and motors, the IOUs have been at the forefront of changing the status quo of this industry.  Through the efforts of the IOUs, the energy and peak demand savings of two-speed pump and motors and other new technology is being disseminated amongst the swimming pool industry.  Outreach to this industry occurs at multiple levels, including distributor, retailer and contractors and the affiliated trade associations.  

For 2004, SFEER program changes include (See Summary Charts in Section IV)

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

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

· An increased incentive for High Performance Windows from $0.50/sq. ft. to $1.00/sq.ft.  The incentive was increased to stimulate customer participation.

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

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

· No incentives for ceiling fans are planned due sluggish customer response and relatively low energy savings potential.  

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

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

· Simplification and reduction of HVAC tier incentive levels to make the program requirements easier for customers to understand and to increase program participation. 

II.
Program Process 

A. Program Implementation 

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

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

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

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

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

The IOUs will provide information directly to their customers using a variety of means including, but not limited to, IOU websites, IOU phone centers, bill inserts, direct mail, newspaper and radio advertising and email.  The IOUs will also coordinate with manufacturers, retailers, distributors, contractors, cities, water and state agencies, municipalities, CBOs, FBOs and other entities to increase awareness of the program to encourage customers to purchase qualifying products.   Marketing and outreach efforts may include:

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

· Coordinated efforts with retailers to expand the innovative upstream incentive mechanism of point-of-sale for other products such as appliances and pool pump and motors.  The point-of-sale agreements with participating retailers may include advertisements and marketing materials, and additional support needed to ensure promotions are effective.

· Support for the pool, appliance, and home improvement products may include training for large retail store staff on rebate promotions and field services to ensure marketing materials are posted in the stores.

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

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

· Outreach efforts in customer’s primary language, or other hard-to-reach customers, which may be accomplished through the use of CBOs and FBOs

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

For energy efficiency to achieve full effectiveness throughout California, there must be a coordination of the many messages and resources available to participants.  The California IOUs are uniquely positioned to serve in the role of providing guidance to each of the many organizations chartered to deliver energy efficiency.  We have exerted our collective influence since the 2001 energy crisis, notably with many municipalities, seeking to achieve greater commonality and alignment each year.  We intend to continue these efforts with the agencies that directly market energy efficiency throughout California others yet to be designated by the Commission.  

When energy efficiency messages are properly timed and coordinated, their effectiveness is multiplied.  We intend to coordinate where and when measures will be marketed, including information available on web sites.   The messages will be dovetailed with the product seasonalities already established by retailers and manufacturers.  With our programs now anticipated to be authorized for a two-year period, and our efforts to fully coordinate messages, we will ensure that maximum energy efficiency influence is brought to bear in California.  

	Material
	Estimated Quantity
	Distribution Method
	Projected Cost

	Program Applications (multiple languages)
	50,000
	Direct Mail, Phone Center, Mobile Education Unit, Community Events, CBOs, FBOs and retailers
	$10,000

	Program Brochure (multiple languages)
	50,000
	Direct Mail, Phone Center, Mobile Education Unit, Community Events, CBOs, FBOs and retailers
	$10,000

	Programmable Thermostat Flyer
	1,500,000
	Direct Mail
	$34,000

	Pool Pump Postcard
	100,000
	Direct Mail
	$30,000

	Brochure
	800,000
	Direct Mail
	$20,000


Potential Marketing Activities - SCE
C. Customer Enrollment 

For point-of-sale measures, customers would simply visit participating stores to purchase qualifying products. There are no enrollment requirements for customers to participate in the SFEER Program.  Because the service territories of the IOUs are specifically defined, each IOU uses the definition of HTR given in the Commission’s Energy Policy Manual to determine their criteria for identifying their HTR customers. Each IOU has a different HTR goal based on IOU familiarity with the service area and historical customer participation levels. 
D. Materials
This program does not require the procurement, delivery, or installation of equipment.
E. Payment of Incentives
Upstream – Reimbursements of point-of-sale and upstream incentives are made to manufacturers and retailers once the IOU approves the manufacturer/retailer invoices.

Downstream – Payments are made directly to customers upon IOU approval of rebate application and supporting documentation.  A rebate check is mailed to the customer within six to eight weeks. The rebate amount is fixed by measure, as indicated on the application. 
F. Staff and Subcontractor Responsibilities 

SCE staffing will include:

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

· Subcontracted field support representatives who will visit retailers that provide products supported by the program.  These field personnel will post and maintain promotional materials designed for the products.

· Additional Sub-contractor staffing who may be used for targeted promotions.

G. Work Plan and Timeline for Program Implementation 

Timeline for 2004-2005 Program Implementation

	Activity/Event
	Targeted Date

	Program Launch
	January 1

	Customer Call Center program update
	January 5

	Website update with 2004 product downloadable applications
	January 5

	Program announcement letter to trade allies including retailers, manufacturers, distributors and contractors
	January 15

	Coordination co-promotional plans and materials with retailers
	March

	Energy Star ® Lighting Partner’s Meeting
	March

	Coordinate with Energy Star ® for Appliance Campaign 
	April – June 

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

	Coordinate with Energy Star ® for Holiday Home Electronics Campaign
	Winter

	Coordinate with Statewide Marketing and Outreach agencies on program promotional materials development
	Ongoing

	California HVAC Initiative meeting
	Quarterly 

	IOU Statewide Program Managers meetings
	Quarterly


Lighting Measures:  Program incentives will be offered in promotional stages to insure products will still be in retail locations when the fall advertising by Statewide Marketing and Outreach campaigns and Energy Star( “Change A Light” campaign occur.  Manufacturers and retailers will be given an opportunity to provide proposals for funds during a particular promotional period.  Special promotions may be directed towards meeting the transmission constrained areas.

III.
Customer Description 

A. Customer Description

The SFEER Program targets all residential customers, including HTR customers, paying a Public Goods Charge and residing in dwellings of 4 units or less, including condominiums and mobile homes.  The four IOUs, working with the two largest state municipalities, serve approximately 90% of the residential customers in California.  
SCE has approximately 3.8 million residential customers that are eligible for this Program.  Based on the Commission’s Policy Manual Version 2, HTR customers are defined based on language, income, housing type, geographic and homeownership status. 

The program market actors include manufacturers, distributors, retailers and contractors for appliances, HVAC, pool, window, insulation and lighting. 

B. Customer Eligibility 

All residential customers paying a Public Goods Charge and residing in dwellings of 4 units or less, including condominiums and mobile homes are eligible to participate in the program.  For lighting, eligibility of retail locations is limited to those in the IOU service territory that serve primarily residential users.  Electric wholesalers are ineligible since they cater primarily to nonresidential and new constructions markets.  No eligibility requirements are imposed on end-use consumers.  

C. Customer Complaint Resolution 

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

D. Geographic Area
The Single Family Energy Efficiency Rebate program is available throughout the service areas of PG&E, SCE, SDG&E, and SoCal Gas with a special equity emphasis on hard to reach customer segments including those geographic areas that are transmission-constrained as identified by the California Independent System Operator (ISO) in its April 11, 2003 Summer Assessment.  It is intended that the reduction in peak demand resulting from this program will assist in the mitigation of forecasted reliability concerns within the geographic areas served by the transmission-constrained paths described in the SCE portion of the ISO Summer Assessment report.
IV.
Measure and Activity Descriptions   
A. Energy Savings Assumptions
See associated Table C in the attached workbook for SCE’s program.
B. Deviations in Standard Cost-effectiveness Values
For screw-in CFLs, the incremental measure cost values were updated in 2003 in line with DEER methodologies by Xenergy to reflect current residential CFL prices.  The previous DEER report was lacking in areas pertaining to incremental measure costs for CFLs and did not address residential screw-in CFLs independently of commercial grade products.  All other standard values of the cost-effectiveness methodology will remain the same as in prior years.

Energy savings assumptions are based on DEER and Xenergy studies.  Base-case incandescent wattages were updated for 2004 according to the current Energy Star® product specifications and published lumen equivalencies and are now more consistent with the most recent DEER base-case values.  This update was conducted to correct previous base-case assumptions and support the lumen-based incentive structure consistent with Energy Star® standards.  
C. Rebate Amounts
Lighting incentive amounts were modified to enhance the two-tier model implemented in 2003.  Levels were adjusted to create greater parity of energy savings per incentive dollar across the tiers, to allow for lower wattage products to be part of the program, and to make incentives for CFLs from 13 to 19 Watts more attractive, thereby reducing the “sweet spot” effect that was noticed at the 20 Watt level in 2003.   The IOUs are also seeking to maximize program benefit by fitting the ascending incentive level tiers more closely to tiered manufacturing costs of the various wattages, thereby increasing the chance that manufacturers will promote a wider range of wattages.   
All measures by fuel source are identical among the IOUs, both in specifications and rebate amounts.  The full portfolio of measures offered statewide by the IOUs is presented in the table below.
The IOUs propose to modify tiered incentive levels to be based on lumens ranges rather than wattage ranges.  Lumen standards will be based on Energy Star( specifications for equivalent incandescent light output.  This new structure is a refinement of the successful 2003 tiers.   

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

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

The IOUs propose the incentive amount modifications based in part on product pricing data, and on response rates of various product categories in the 2003 program. The efficient lighting market is changing rapidly and the IOUs incentives have had a positive result on the product for consumers.
2004-2005 SFEER Program List of Measures

	Measure
	Rebate
	Offered By

	Energy Star® qualified Clothes Washers – Tier I
	$75
	PG&E, SDG&E, SoCalGas

	Energy Star® qualified Clothes Washers – Tier II
	$125
	PG&E, SDG&E, SoCalGas 

	Energy Star® qualified Room Air Conditioners
	$50
	SCE, PG&E, SDG&E

	Energy Star® qualified Dishwashers
	$50
	PG&E, SDG&E, SoCalGas

	Energy Star® qualified Programmable Thermostats
	$20
	All IOUs

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

	Energy Star® qualified CFL 450 to 799 Lumens
	$1
	SCE, PG&E, SDG&E

	Energy Star® qualified CFL 800 to 1,099 Lumens
	$1.50
	SCE, PG&E, SDG&E

	Energy Star® qualified CFL 1,100 to 2,599 Lumens
	$2
	SCE, PG&E, SDG&E

	Energy Star® qualified CFL 2,600 Lumens or Greater
	$2.50
	SCE, PG&E, SDG&E

	Energy Star® qualified Interior or Exterior Fixture Less Than 1,100 Lumens
	$5
	SCE, PG&E, SDG&E

	Energy Star® qualified Interior or Exterior Fixture 1,100 Lumens or Greater
	$10
	SCE, PG&E, SDG&E

	Energy Star® qualified Torchiere   < 65 Watt
	$10
	SCE, PG&E, SDG&E

	Energy Star® qualified Torchiere   > 65 Watt
	$10
	SCE, PG&E, SDG&E

	Energy Star® qualified Ceiling Fan with Interior or Exterior Light Kit
	$0
	SCE, PG&E, SDG&E


Note 1:  The IOUs are considering other measures, such as duct testing and sealing and may be offered in the 2004-2005 program.

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

D. Activities Descriptions
Not applicable.

V. Goals
Energy Savings and Peak Demand Reduction

	Goals
	Peak 

Demand Reduction

 (Net kW)
	Annualized Energy Savings

(Net kWh)

	2004
	17,594.5
	57,508,572

	2005
	17,594.5
	57,508,572

	Total
	35,189
	115,017,144


  Hard-to-Reach

To improve equity among customers and increase participation in underserved or hard-to-reach markets, the program proposes: 

· To have 34 percent of all paid rebate applications come from “hard-to-reach” customer segments.

· To have at least 15 percent of the program incentives to be provided via retailers that are in rural locations.

· To have at least 10 percent of the program incentives to be provided via grocery and drug stores.  
VI.
Program Evaluation, Measurement and Verification (EM&V)

A.  General Approach to Evaluating Program Success

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

This statewide EM&V plan will continue to use the existing EE Policy Manual and established EM&V methods to evaluate the Single Family Energy Efficiency Rebate including Lighting (SFEER) program’s success while the M&V Protocols and Framework are being completed. At such time, a detailed M&V plan will defer to the M&E protocols and framework as appropriate to evaluate the program’s success.

The proposed evaluation of the SFEER program’s success will primarily be to provide measurable and quantifiable results in the form of achieved levels of energy and peak demand savings by the program.  The success of the program is also gauged by other program evaluation studies, such as process evaluation and market assessment and customer behavior analysis studies.  Such studies provide (a) ongoing feedback and corrective guidance regarding program implementation and delivery to customers through program process evaluation, and (b) measured indicators of the program effectiveness through analysis of market data and customer’s satisfaction.

B.  Approach to Measurement and Verification of Energy and Peak Demand Savings 

The Measurement and Verification (M&V) approach for the statewide SFEER program will be to validate energy and demand savings estimates of program impacts.  The primary measurement of program success will be verification of measures installation and tabulation of the energy and demand savings for measures installed through the program, versus baseline measures.  Estimates will be based on an ex post onsite verification of a selected sample of installations (across all utilities) on an ongoing basis to ensure that the rebated measures were installed correctly. An assessment of the verification process will be undertaken on a schedule as outlined in the EM&V protocol and framework to ensure sampling validity.  Savings estimates will be updated to reflect the best available information, as needed.  

C.  Approach to Evaluation Program Success

To comply with the objectives of the Commission for ongoing assessment and improvement of programs, the EM&V plan will also focus on process issues.  The plan will also include 1) analysis of program accomplishments: 2) benchmarking comparisons between a variety of initiatives to identify best-practices for program design, delivery and implementation; 3) an assessment of program targeting and customer satisfaction; 4) an analysis of incentive levels and options, and 5) additional market assessment and evaluation as needed.  More specifically, these activities may be done as follows:

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

· Process Evaluations:  These activities will include evaluations of program delivery in terms of adherence to procedures, timeliness and customer satisfaction.  The objectives of these activities will be to provide feedback to the program implementers on elements of the SFEER program that can be improved to enhance the program’s performance.  By assessing performance of various delivery aspects of the program will help to identify specific, actionable servicing actions to make the program more effective, including statewide integration between the investor-owned utilities, and with other implementers of California programs, as appropriate to improve program delivery.
D.  Potential EM&V Contractors

The contractors listed below can objectively and effectively evaluate program success.  As a group, their work includes impact evaluation, measurement and verification, process evaluation, market assessments, and verification of program accomplishments.  These firms have a track record of completing high quality, objective studies of energy efficiency programs either for the California investor-owned utilities or for other entities whose studies we have been able to review.  This list does not include all of the qualified evaluators who could objectively evaluate program success.  The final list of evaluation consultants will be based on several factors including: future Commission decisions, the mix of approved programs and the experience of the evaluation consultants.

	· ADM Associates
	· KVDR Consulting

	· Aloha Systems
	· Megdal & Associates

	· Alternative Energy Systems Consulting (AESC)
	· Nexant

	· Architectural Energy Corporation (AEC)
	· Opinion Dynamics

	· ASW Engineering Management 
	· Quantec LLC

	· Aspen Systems Corporation
	· Quantum Consulting

	· EcoNorthwest
	· Ridge and Associates

	· Energy & Environmental Economics
	· PA Consulting Group

	· Energy Market Innovations
	· Research Into Action

	· Equipoise Consulting
	· RLW Analytics

	· Freeman Sullivan & Co.
	· Robert Mowris & Associates

	· Frontier Associates
	· SBW Engineering

	· GDS Associates
	· Science Applications International Corp. (SAIC)

	· Global Energy Partners
	· Skumatz Economic Research Associates (SERA)

	· Heschong-Mahone Group
	· Summit Blue Consulting

	· ICF Consulting
	· TecMRKT Works

	· Itron (RER)
	· Vanward Consulting

	· KEMA-Xenergy, Inc
	· Wirtshafter Associates


VII.
Qualifications

A. Primary Implementer
SCE is responsible for managing and implementing the statewide SFEER program within SCE’s service territory. As a whole, SCE is uniquely qualified to provide the core of statewide and local programs that form a solid and reliable foundation of energy savings opportunities that our customers and the State can rely upon.  Over the years, SCE has developed energy efficiency experience, expertise and a support infrastructure that is second to none.  Moreover, our long-term commitment to and credibility with our customers are critical to widespread acceptance of energy efficiency information and recommendations for action.  Finally, SCE provides ironclad accountability to our regulators and the customers we’ve served for over a century that is invaluable to ensuring that public money is appropriately spent.

SCE’s experience in energy efficiency is a century long. We began assisting customers is the wise use of energy in the early 1900s, when we first began helping our agricultural customers to test the efficiency of their electric pumps.  Beginning in the 1980’s, the energy efficiency programs designed by SCE have been nationally recognized and have helped California assume a leadership role in energy efficiency. Continuing this tradition of excellence in energy efficiency, SCE’s 2004 - 2005 portfolio of statewide and local programs incorporates innovation into our proven track record of program success in all program areas:  

Residential - SCE’s participation in the delivery of residential programs began in the early 1980s, when we began offering comprehensive audits that linked information collected in customer homes by certified energy service representatives to actual billing histories. Through this unique service, customers received immediate audit results that directed them to rebate programs available for recommended energy-saving measure and device retrofits. Conservation information materials were also made available to customers for the first time. Today, SCE continues this two-decade tradition through a similar close combination of residential information, energy survey, and rebate services, but updated to reflect today’s technological advances. With a staff comprised of energy efficiency experts with professional experience in other business fields, SCE has designed modern programs that offer a variety of energy efficiency tools on-line, including information, energy use calculator/estimators and an energy survey that provides instantaneous recommendations based on each participating customer’s energy use. Strong business relationships between SCE and major retailers now enable SCE to pay incentives directly to a customer through several delivery mechanisms: as the result of an application process, at the cash register, or as part of price buy downs at the manufacturer level.  Staff with marketing knowledge develops strategies that call out the best and most efficient method of reaching the right customer group with the program mix that best matches their needs.

Nonresidential - Southern California Edison has provided nonresidential customers with energy efficiency programs under the direction of the Commission since 1976.  Early programs provided information to customers on how to use energy more efficiently through improved operations and maintenance practices.   Since that time, SCE’s programs have evolved, expanded, and diversified into a comprehensive mixture of information and incentive programs. SCE is a national leader in the development and operation of performance-based energy efficiency incentive programs including DSM Bidding and Standard Performance Contract Programs. Our programs have grown and contracted, shifted focus and emphasis, or completely changed philosophy as needed to incorporate the changing goals of the Commission, the needs of the marketplace and input of the many stakeholders in the energy efficiency industry.  Most important, SCE’s customers have grown to trust the utility as the single, unbiased source of energy efficiency information, services and programs. No matter what else was happening to affect customer opinion of the utility industry, our business customers continued to look to SCE for assistance in managing their energy use and costs.

New Construction – For over 20 years, Southern California Edison has designed and operated programs aimed at improving the energy efficiency of new buildings, both residential and nonresidential.  Whether through financial incentives, technology showcases, builder and consumer education, or assistance to design professionals, SCE programs have effected significant, permanent improvements in the energy efficiency of new buildings in its service territory. Since the early 1990s, builders participating in SCE’s residential programs have built over 50,000 homes that exceeded state building standards. For nonresidential new construction, SCE has refined and enhanced a wide array of educational and design assistance tools, including free state-of-the-art online technical assistance, for the commercial building industry.  We have a well-respected group of design professionals on our staff including architects and engineers, and we have established alliances throughout the design and construction industry with organizations such as AIA, ASHRAE, IES, AEE, IEEE, CEE.

The program design and implementation team who plan, administer, deliver and support our programs provides unparalleled expertise in energy efficiency programs. Our program managers have an average of ten years of experience in energy efficiency and related customer service activities and are supported by a veteran staff of technical experts in all facets of energy efficiency. Our design and technical support staff have over 300 years of combined experience, over two-thirds are licensed by state or federal organizations, and over half have advanced degrees. Our program design and evaluation staffs also have extensive first-hand knowledge of the customer demographics unique to SCE’s service territory.  After all, for over 100 years we’ve lived and worked with the customers we serve.   

Finally, as a utility who serves all of the energy needs of all of our customers, SCE also has an existing infrastructure of support functions (such as accounting, regulatory and legal departments), systems (such as our program tracking and reporting systems) and facilities (such as our energy centers) that we use to facilitate the successful implementation of our programs. Further, our long-term relationship with the Commission and the customers we serve further ensures that our customers will be well served and protected. Using the experience and resources described above, SCE stands ready to satisfy our customers’ energy efficiency needs and meet the Commission’s policy objectives.

B. Subcontractors

There are no major subcontracts on this program.

C. Description of Expertise

John F. Nall, Manager, Residential Programs

Mr. Nall is the Manager of Residential Energy Efficiency and Low Income Programs for SCE.  During his 20 year career at SCE, John created some of the first energy efficiency programs targeted to low-income customers while a program manager and later supervised a low-income operation that consistently met or exceeded goals each year.  This record of performance continued when he assumed responsibility for the entire residential portfolio, including Low Income Energy Efficiency and administration of the CARE rate. John graduated from Ball State University with a bachelor’s degree in education and received an MFA degree from Indiana University.  Prior to working with SCE, he held positions with the California State Department of Community Services (formerly, the State Office of Economic Opportunity) and Foothill Area Community Services of Pasadena.
Cheryl Wynn, Manager, Residential Energy Efficiency Programs

Cheryl Wynn has over 11 years of experience in designing and implementing energy efficiency programs and services for SCE.  She has implemented financial incentive, education/information and market transformation programs for residential and small business customers.  With a career that includes managing local, statewide, cross-cutting, and third-party programs to achieve public policy energy efficiency goals, Cheryl brings a unique blend of expertise in the residential market and strategic planning and execution necessary for this position.  She has managed SCE’s Statewide Appliance and Lighting Programs, Statewide Single Family Energy Efficiency Rebates, Statewide Home Energy Efficiency Surveys, Refrigerator Recycling, Local Residential In-Home Energy Surveys, Residential Energy Guides, Energy Efficiency Mobile Education Unit, Energy Efficiency Website and several Third-Party and Summer Initiatives.  She also worked on national and statewide teams to support the DOE/EPA’s Energy Star® program and statewide marketing and outreach campaigns.  As manager of Residential Energy Efficiency Programs, Cheryl leads a staff of program managers and cross-functional teams to implement SCE’s Statewide Single Family Energy Efficiency Rebates, Statewide Home Energy Efficiency Surveys, Local In-Home Energy Surveys and several Local Third-Party Contracts.
Jim Hodge, Program Manager, Single Family Rebates

At the height of the energy crisis in 2001, Jim was assigned as the program manager for the Single Family Energy Efficiency Rebate program responsible for the annual design, development, communication and implementation of a multimillion dollar energy efficiency program with participation by as many as 120,000 customers.  Position requires daily interface with manufacturers, contractors, customers, and counterparts at the other California IOUs.  Provides direction to and training for the customer call center and rebate processing center. Prior to the crisis, worked in the Major Customers Division as a market manager managing a staff of analysts.  Interfaced extensively with the company’s senior management.  Jim served on the corporate marketing staff for the Industrial market segment.  Responsible for identifying and developing new revenue opportunities for the company, forming strategic alliances with manufacturers to increase the potency of SoCalGas’s efforts, and training the sales force in the marketing of gas technologies.  Had responsibility for preparing the strategic plans for the industrial market segment and the conduct of competitor analysis.  Had extensive involvement in the market research effort to determine customers’ values and the preparation of new products and services to support these values.  Was marketing lead for the company’s efforts to acquire to gas utilities in Brazil, requiring numerous in-country surveys.

Richard Greenburg, Program Manager for Lighting Measures
Richard has fifteen years program/project management experience with SCE in areas of energy efficiency, load management, corporate finance, emerging technologies, rates, and system development.   He has managed over a dozen energy efficiency programs, specializing in those that use innovative delivery channels such as Residential Upstream Lighting, Air Conditioner Express, Next Step motors, Nonresidential Energy Surveys, and Agricultural/Pumping programs. He also has six years experience as an Energy Services Representative, the equivalent of today’s Account Executive, performing on-site comprehensive energy audits for nonresidential, residential, and multi-family customers. Richard has a master’s degree in business management and administration, and a bachelor’s in literature.  His contribution to this program is to manage the planning, implementation, tracking, and reporting of lighting measures and promotions.

VIII.
Budget
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Total Program Budget

$16,438,000

Administrative

$2,160,450

Marketing

$973,200

Direct Implementation

$12,866,350

EM&V

$438,000

Other
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