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SECTION 1:  PROGRAM OVERVIEW

A. Program Concept

Staples/Hutchinson and Associates, Inc. proposes Take Control of Home Energy as a hardware/incentive program with an aggressive third-party intervention marketing and outreach effort.  This two-year program – 2004-2005 –  is designed to enlist the assistance of the real estate and housing industry, especially real estate agents, in reaching new homebuyers for the installation of Energy Star® CFLs and Programmable Thermostats, as well as an online home energy audit. 

B. Program Rationale

Lack of Consumer Information 

This program addresses lack of consumer understanding regarding the energy-saving benefits of a CFL and Programmable Thermostat versus the increased cost. By providing these measures free-of-charge to new owners of older homes, the program can educate the homebuyer on this and other issues of energy efficiency. In addition, energy customers labor under preconceived notions about the survey – that it is too technical for the layman to decipher, difficult to facilitate, or will recommend expensive retrofits – are overcome by having a CHEERS certified HERS rater administer the survey at the subject’s own home and provide answers to the subject’s questions.

Access to the Web

According to a recent study by the Public Policy Institute, California continues to lead the nation in computer use with 72% accessing the Web of email from a computer at home, school or work. Although this figure represents a steady gain for the state as a whole, computer use among Latinos has actually dropped by 5 percentage points to 67%. The greatest use is among children and teenagers.

Computer use declines among lower-income residents. It is likely that Californians whose only access to the Web at work or school are less likely to complete a survey online.  

This program will send a CHEERS rater to the consumer’s home with a wireless tablet PC that allows them to access and complete the SCE Home Energy Survey online.

Lack of  Incentives

Currently, there is no tangible incentive for completing the online Home Energy Survey. The “push/pull” strategy uses the Realtors to encourage consumers to request the audit and provides consumers with installations and information as a result of their request.
Language Barriers

Cultural and language differences are more likely to prevent non-English speaking energy consumers from fully participating in energy efficiency program provided by the SCE, and from accessing the online Home Energy Survey. The program will work with bi-lingual real estate agents and provide program materials in Spanish and any other language translation as directed by SCE.
Innovation  

The program utilizes an innovative marketing strategy by leveraging the real estate community to reach purchasers of existing, older homes. Increasingly, real estate agents serve as sources for information for their clients, particularly first time homebuyers, and develop a trusting relationship that will benefit our outreach efforts.

This program concept will provide the Realtor a means to better understanding and embracing the benefits of energy efficiency without interrupting their activities.  Historically, the real estate community has been hesitant to support energy efficiency out of concern for the impact it might have on the salability of a home. A similar program implemented earlier in the PG&E service territory revealed this commonly held view. The program proposed for the SCE territory will be less threatening to the Realtor because it occurs at time of sale and, therefore, will not raise any “red flags” about the property to a prospective buyer.

The best time to approach the homeowner for making energy efficient purchasers is at time of sale when the buyer is focused on upgrading existing appliances and lighting items.

C. Program Objectives

The goal of the proposed program is to improve the energy efficiency of the existing, older housing stock in the target market area defined by the SCE service territory. To accomplish this, the program will attempt to achieve the following objectives:

1. Achieve long-term savings reduction through the free, direct install of Energy Star® CFLs and Programmable Thermostats in single-family houses.
2. Achieve equity of access to the SCE Online Home Energy Survey by specifically targeting inhome, online survey completion to residential customers that include non-English speaking and low-income homebuyers.
3. Overcome market failures, as set forth in Section B, above.

4. Orient the real estate community to energy efficiency as a value-added component of their services.

5. Enable and encourage customers to make informed decisions to change energy use through the purchase and installation of high performance energy efficient measures and products.
6. Use this direct communication with energy customers to inform them of other energy saving rebates and programs available from SCE and other third-party program implementers.

Section II:  Program Process

A.  Program  Implementation

· Take Control of Home Energy Program utilizes the third-party intervention of the real estate community to 1) identify purchasers of older (before 1978) existing homes, 2) install Energy Star® CFLs and Programmable Thermostats in these homes,   3) and conduct Online Home Energy Survey program with the homebuyer.

· Staples/Hutchinson and Associates will meet with the management of major real estate firms to create a partnership for implementing the program with their agents. The program will focus on firms that serve moderate income homebuyers. 

· In addition, we will partner with HUD to identify and enlist the support of top sellers of HUD homes. This will help facilitate reaching low-income and minority homebuyers to educate them about SCE low-income programs. CHEERS raters will be trained to refer qualified low-income customers to appropriate SCE staff for assistance.

· With the support of the real estate firm, Staples/Hutchinson will present an inservice during a regularly scheduled agents meeting to orient the agents with the program’s purpose, benefits and procedures.

· Agents will be provided supplies of a cover letter and consumer brochure to send to their clients in concert with the closing. In essence, the letter will thank the clients for their business and provide them with a method for requesting an energy efficiency upgrade package, which will include an inhome  Home Energy Survey by a CHEERS certified HERS rater. Clients will be made aware that, as an incentive for making the request, they will receive a five-pack of CFLs and installation of a Programmable Thermostat. Raters will utilize SCE’s online audit as the inhome survey.

· Homeowners will be able to request the inhome survey either by phone, Web or mail in card. When Staples/Hutchinson receives the request, it will refer the request to any one of the participating raters serving that particular location.

· At the time of the inhome Home Energy Survey, the HER rater will provide the homeowner with additional information about energy efficiency programs, including available rebate and recycling programs and the programs of other statewide and local implementers.

· The rater will complete the online survey with the homeowner using a wireless tablet PC, install the programmable thermostat, provide the CFLs and discuss any questions the homeowner has regarding the survey and/or other energy efficiency programs.

· Homebuyers will be provided with instructions for accessing a printable version of the survey report on SCE’s Web site.

Coordination with other Entities 

This program will coordinate with other programs by partnering with HUD to augment its own energy efficiency programs and by providing homeowners with information about the energy programs offered by other implementers.

Difference from other Programs  

This program is unique in creating a partnership among SCE, Staples/ Hutchinson, CHEERS and the local real estate community. Realtors have access to and trust from new homeowners, helping the program to overcome both those obstacles. Unlike other existing programs, Take Control of Home Energy reaches the consumer after closing, so there is no risk of the results of a home survey causing the prospective purchaser to change his or her mind about the property. Rather than being perceived as a potential threat by the real estate community, Take Control of Home Energy offers these individuals the use of the energy packet (including CFLs and programmable thermostats) as a value-added component of their sales effort. Home improvements are also top of mind for purchasers at the time of sale, so the program will reach energy customers at an especially opportune moment. The program also focuses on existing homes built prior to 1978, which are more likely to require energy efficiency upgrades. 
B. Marketing Plan

This program relies on third-party intervention as the primary method for identifying eligible homeowners and as a channel of distribution for our energy efficiency messages. The audience for the primary marketing program is those members of real estate industry who work with buyers to find homes within their budget and lifestyle parameters. Specifically, we will focus within the SCE service territory on Realtors who find residential, single-family properties for moderate income homebuyers. Initially, the program implementer will meet with large real estate firms and HUD to discuss partnering on agent orientation. 

Marketing materials will include:

· Inservice presentations at large realty firms and HUD realtor orientation meetings

· Client brochure and cover letter

· Toll-free information phone line

· Trade publication advertising

· Bill inserts

· Web site

The program will provide real estate firms an extra incentive for participating in the program by sending out news releases to local media at least twice during the year announcing their participation in this energy efficiency partnership.

The CHEERS rater will be provided with marketing/outreach support for use with the homeowner:

· Energy Efficiency Kit – two pocket brochure with other energy efficiency information from SCE and other third-party program implementers.

C. Customer Enrollment
To enroll in the program the customer may call a toll-free phone number, access the Web site or return a post card. In all cases, the customer will be required to provide a customer code included in the letter sent by the real estate agent. This code will ensure that the customer has closed on the subject home and has purchased a home built before 1978.

D. Materials

The Energy Star® labeled Programmable Thermostat and five-pack of CFLs will be installed by HERS rating personnel trained by California Home Energy Efficiency Rating Service (CHEERS). Measures will be installed in existing homes built before 1978 and purchased in the SCE service territory.

The California Association of Realtors estimates that approximately 300,000 homes were sold in southern California during 2002. It is projected that a similar number of homes will be sold in southern California during the next two years. Of these, we have a goal of reaching buyers of around 10,000 of these homes (5,000/year). Based on that number, this program anticipates the potential distribution of 50,000 CFLs, 2,000 completed audits and installation of 2,000 Programmable Thermostats.

Other installations of energy efficiency equipment may take place as the result of the HERS audit and will not be completed under the purview of this program.

Energy Star® labeled Programmable Thermostats will be procured through SCE. The Energy Star labeled CFLs will be procured from a California manufacturer.  

E.  Payment of Incentives

In all cases, homebuyers will receive the free 5-pack of CFLs and Programmable Thermostats from the HERS rater facilitating the online Home Energy Survey.

F. Staff and Subcontractor Responsibilities

Staples/Hutchinson and Associates, Inc – Prime Contractor

Staples/Hutchinson and Associates is responsible for the following:

· Development and submission of Program Implementation Plan

· Cultivation of program partners, including real estate firms and HUD 

· Development of program procedures

· Design and production of all marketing materials

· Oversight of subcontractor activities

· Development, maintenance, fulfillment for toll-free phone and Web site

· Management of customer requests for the Home Energy Survey and referrals to participating HERS raters.

· Oversight of third-party researcher for EM&V

· Quarterly and final reports

California Home Energy Efficiency Rating System CHEERS – Subcontractor

· Identification, training and oversight of HERS raters

· Procurement of Energy Star labeled CFLs and programmable thermostats

· Protocols and standards for installation of programmable thermostats

· Software for generating HERS ratings and reports

· Advisor to Staples/Hutchinson regarding technical information provided in Energy Efficiency Kit
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G. Work Plan and Timeline for Program Implementation

Staples/Hutchinson and Associates would like to initiate this program as soon as possible in 2004 so that much of the development and facilitation of real estate agent orientation can take place by the end of May. The peak period for home sales is traditionally between the end of May and September while school is out.  By orienting the real estate community in late winter-spring, the program will be positioned to begin reaching out to homebuyers in June.

CHEERS will use the same period (mid-winter early spring) to orient CHEERS certified HERS raters to the program.

Production of all marketing materials will begin almost immediately upon signing of the contract, since this program takes advantage of the existing online audit available on the SCE website, as well as a toll-free phone number and consumer Website that are already in operation.

TIMELINE FOR IMPLEMENTATION

	JAN
	FEB
	MAR
	APR
	MAY
	JUNE
	July
	AUG

	Meet with program administrator and CHEERS to define program


	Prepare and submit PIP to program administrator


	Develop HERS raters proto-

Cals and install standards
	Arrange meetings with major real estate firms in SCE territory
	Orient real estate community

Provide supplies of consumer brochures and cover letters
	Quarterly Report
	
	Place ad with new real estate partners

	
	Begin design and text consumer brochure and Realtor orientation materials


	Upon final approval, print materials
	
	
	Place print ads announcing first real estate partners
	
	Send out news release with new real estate partners

	
	Monthly tracking and progress reports 

	
	Begin Website design and mapping
	Upon approval finish website pages and go live
	
	Commer-

cial Scripts to CPUC,  IOUs & FYP for approval
	Send out news release announcing first real estate partners
	
	

	
	
	Quarterly Report
	
	
	Quarterly Report
	
	

	 
	Send ongoing referrals from phone line and Web site to participating HERS raters for follow-up


	SEPT
	OCT
	Nov
	DEC

	Quarterly Report
	
	
	

	Send ongoing referrals from phone line and Web site to participating HERS raters for follow-up



	Submit EM&V Plan for approval


	
	
	

	EM&V Research Project


	

	
	
	Draft Report Due
	Final Report


SECTION III: CUSTOMER DESCRIPTION

A. Customer Description

This program targets purchasers of existing homes built before 1978, when California first adopted The Energy Efficiency Standards for Residential and Nonresidential Buildings. The program will focus specifically on moderate income, minorities and Spanish-speaking homebuyers by working with Realtors who specialize in selling HUD homes and real estate firms that cater to moderate-income purchasers.

Past history indicates that approximately 300,000 new and existing homes will be sold in the SCE service territory during 2004-2005.  With the time available, we hope to reach around 10,000 of those homebuyers through the real estate firms we are able to generate as program partners.

B. Customer Eligibility

The program is eligible for any energy customer who is purchasing an existing home built before 1978.

C.
Customer Complaint Resolution 
If a customer has a question, concern or dispute that relates to statewide program policies, rules or procedures, a program representative will evaluate the issue and seek to resolve the dispute consistent with program rules, policies and procedures.  If a customer has a dispute relating to installation work performed by a CHEERS certified rater, the program will refer the customer to the CHEERS office in Chatsworth.  Customers with complaints related to the statewide programs (to which customers are referred under this program) will be handled through SCE’s toll-free consumer phone line, the Business Customer Center or the specific program office, depending on the question.

D. Geographic Area

This program will be implemented within the SCE service territory only. 

SECTION IV. MEASURE AND ACTIVITY DESCRIPTIONS

A. Energy Savings Assumptions

	Measure
	Coincident Peak Demand Reduction (annual)
	Electric Energy Savings

(annual)
	Gas Energy Savings

(annual)

	CFL, 100-25 watts

2.5 hrs/day
	
	3,040,000 kWh
	N/A

	Programmable Thermostat
	
	679,960 kWh
	154,860 therms


B. Deviations in Standard Cost-effectiveness Values

 This does not apply.

C. Rebate Amounts

Take Control of Home Energy proposes to provide the 5-pack of CFLs and installation of the programmable thermostat free of charge to eligible homeowners.  The purpose of these free measures is to provide purchasers of existing, older homes adequate incentive for arranging an appointment with a CHEERS-certified rater.

In addition to conducting the online Home Energy Survey on behalf of the homebuyer, the CHEERS-certified rater will have the ideal opportunity to educate the homebuyer to the financial benefits of a more energy efficient home and opportunities for making cost-effective energy efficiency upgrades. 

By making a compelling case for making energy efficiency home improvements, the rater may become the catalyst for multiple, permanent upgrades.

D. Activities Descriptions

At the time that the CHEERS-certified rater meets with the homebuyer, he or she will use this opportunity to conduct the online Home Energy Survey and provide the homebuyer with specific information about the following energy efficiency rebate programs and their potential for energy and dollar savings:

· Appliances

· HVAC – Air Conditioning

· HVAC – Heating

· HVAC – Tune-Up

· Exterior Lighting

· Water Heating

Cost per activity: Online Home Energy Audit - $125 per unit

SECTION V.   GOALS 

Brief Overview

Staples/Hutchinson, SCE and CHEERS believe that the energy audit is an important vehicle for motivation homeowners to install energy efficiency products and measures. Lack of awareness of this audit, as well as questions about the information provided may preclude more homeowners from taking advantage of this program.

By helping homeowners to better understand the value of the audit and providing them a resource for answers to their questions, we anticipate higher participation in the program.  The programmable thermostat and CFLs provide the homeowner with an additional incentive for taking advantage of the online survey.

The program estimates that it has the potential of installing 50,000 CFLs, 2,000 programmable thermostats, and completing 2,000 inhome online Home Energy Surveys.

Energy Savings Goals

Net annual kWh  --     3,719,960

Net lifecycle kWh --  31,799,560

Net annual therms --     154,860

Net lifecycle therms – 1,703,460

Performance Goals

Outlined previously.

SECTION VI.  PROGRAM EVALUATION, MEASUREMENT AND VERIFICATION (EM&V)

Approach

The program will be evaluated on three primary components. First is the number of Realtors oriented to and participating in the program. Second is the number of requests for the online SCE Home Energy Survey and number of surveys completed by CHEERS raters. Third is the impact of installation of the CFLs and programmable thermostat.

Staples/Hutchinson will maintain and report records regarding the numbers and nature of Realtor groups attending orientation sessions and committing to the program.

Staples/Hutchinson will provide the third-party EM&V subcontractor with data collected through Web site, mail and phone requests for a HERS rater to perform an inhouse Home Energy Survey. The EM&V subcontractor will use this data to make follow-up calls to determine whether or not the customer obtained the final report from the SEC Web site and what action, if any, was taken as a result of that report. 

The third component, installation of the CFLs and programmable thermostat, will be measured by calculating the average savings by a household in that market area through installation of these measures and extrapolating that over the number of households in which actual installations were made through the program.

Potential EM&V Contractors

The abbreviated list of contractors proposed below can objectively evaluate program success and have performed work that includes impact evaluation, measurement and evaluation, measurement and verification, process evaluation, market assessment and verification of program accomplishments. These are firms that have a proven track record of completing high quality, objective evaluations of energy efficiency programs either for the California investor-owned utilities or for other entities. This list is not inclusive of all the qualified evaluators who could objectively evaluate programs. 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, Inc
· Aloha Systems
· Alternative Energy Systems Consulting (AESC)
· Applied Management Sciences Group
· Architectural Energy Corporation
· ASW Engineering Management
· Aspen Systems Corporation 
· EcoNorthwest
· Energy & Environmental Economics
· Energy Market Innovations
· Equipoise Consulting
· Freeman Sullivan
· Frontier Associates
· GDS Associates
· Global Energy Partners
· Heschong Mahone Group
· ICF Consulting
· Itron (RER)
· KEMA-Xenergy, Inc.
· KVDR Consulting
· Megdal & Associates
· Nextant
· Opinion Dynamics
· P.A. Consulting, Inc.
· Quantec LLC
· Quantum Consulting, Inc
· Research into Action, Inc.
· Ridge & Associates
· RLW Analytics, Inc.
· Robert Mowris & Associates
· SBW Engineering
· Science Applications International, Corp (SAIC)
· Skumatz Economic Research Associates (SERA)
· Summit Blue Consulting
· TechMRKT Works
· Vanward Consulting
· Wirtshafter Associates 

SECTION VII.  QUALIFICATIONS

A.  Primary Implementer

Staples/Hutchinson and Associates, Inc.

Staples/Hutchinson and Associates, Inc. is a full-service marketing communications firm with over 25 years’ experience in strategizing, creating and implementing results-oriented marketing, advertising, and public relations programs. S/H is best characterized by the diversity of that experience, which encompasses everything from retail to federal government accounts.

Over the past decade, S/H has provided marketing services for the single-family property disposition programs of four HUD offices and three VA offices, as well as U.S. General Services Administration’s Washington, DC, and regional offices.

These opportunities have given us a unique perspective on marketing programs as they relate to government and public organizations. For example, we understand special needs for building consensus among various stakeholders, documenting cost-effectiveness, managing and verifying expenditures, maintaining strict reporting procedures and so on.  Many of Staples/Hutchinson’s greatest successes have resulted from applying private sector marketing solutions to public sector challenges.

While  marketing contractor for HUD Fresno, Staples/Hutchinson promoted FHA’s Energy Efficiency Mortgage (EEM) product to HUD homebuyers. That experience led to a grant from the California Public Utilities Commission (CPUC) to develop and implement a program to promote EEMs to all FHA borrowers in the PG&E service territory.  The program, called the Time of Sale Energy Renovation Program (TOSER), was soon expanded to include a number of EEM products and virtually all homebuyers. 

TOSER,  implemented between, 1998 through 2001, was designed to achieve long-term savings in residential energy use by effecting permanent energy efficiency renovations and retrofits. Our target was the homebuyer, who could finance such improvements with an EEM. By communicating to the prospective homebuyer directly and through third-party interventions, we hoped to transform the home buying process to include energy efficiency as a major consideration.

By partnering with virtually all key players involved in the EEM process, S/H created a more synergistic and self-sustaining program. Partners included: Realtor® and Lender Associations; Home Loan Counseling Services; HUD/FHA, VA, USDA, Freddie Mac and Fannie Mae; Urban Development and Neighborhood Revitalization Agencies; HERS Providers and Raters; Home Inspectors; and EEM Facilitators.

The bedrock of the TOSER program was an aggressive schedule of training classes for real estate agents and mortgage loan officers on the various EEM programs available, their processes and procedures. We also educated housing agents to EEM’s benefits to themselves and their customers. Classes were supplemented with a number of marketing communications activities, including a quarterly newsletter, point-of-purchase displays and posters, agent and consumer information brochures, ads in professional journals and newsletters. Staples/Hutchinson also produced the EEM Training Class as a video program and provided it to large firms for in-house training.

The third-party intervention was supported by direct outreach to the prospective homebuyer. Components of this effort included community outreach events, HUD First-Time Homebuyer Classes, news coverage, radio and television campaigns, web-based advertising, toll-free information phone line and fulfillment programs. In addition, we partnered with large real estate firms to provide free Energy Snapshots™ on homes for sale, with incentives to buyers obtaining comprehensive HERS ratings.

According to research conducted by Xenergy, Inc. the improvements financed with an EEM reduced energy usage, on average, by 3261 kWh/year and 384 therms/year, which convert to 71 million Btu/year for each house. Xenergy estimates that, within two years of TOSER’s inception, 4,804 homebuyers had facilitated energy  efficient improvements with FHA’s EEM alone. Together, this group had saved approximately 15.7 million kWh, 1.84 million therms and a total of 341 million Btus per year within the PG&E service territory. Of course, this doesn’t begin to take into account the impact achieved through other EEM programs, as well as renovations and retrofits accomplished as a result of our marketing messages but without benefit of an EEM.

Saving Energy is Easy as 1-2-3

Spring 2001, Staples/Hutchinson was awarded a contract by Pacific Gas and Electric Company to reach the Hispanic market, which had been under represented in PG&E’s energy efficiency programs and was, therefore, classified as underserved and/or hard-to-reach. The outreach strategy was the Saving Energy is Easy as 1-2-3 (Ahorre Energía y Dinero con: dinero de vuelta) mini-expo that we took to Hispanic festivals, cultural events and community programs throughout the Central Valley.

Univision Television Energy Efficiency Marketing (U-TEEM) Program
In 2002 Staples/Hutchinson partnered with Univision Television Group to develop and implement a schedule of 60-second energy efficiency program commercials on Univision’s 11 Spanish-language stations in California.

People Power Program
Staples/Hutchinson also extended its 2001 hard-to-reach marketing effort to include renters, rural and low-income customers, as well as Hispanics. The program, which originally featured a booth at Hispanic community, cultural and entertainment events was expanded to include state and county fairs. Outreach focused on rebate opportunities and financial assistance programs.

Subcontractor

CHEERS is a California 501(c)(3) non-profit corporation based in Los Angeles, and founded in 1990. Its Board of Directors consists of the investor-owned utilities, SMUD, and the National Resources Defense Council.  CHEERS’ and Tom Hamilton unique knowledge base, personnel, tracking systems, and related project experience dovetail ideally for the needs of this program.

CHEERS is the only organization approved by the California Energy Commission (CEC) to provide new construction verifications under Title 24 standards. As the State of California’s designated HERS service provider, CHEERS trains and certifies home raters as independent contractors, using the guidelines of the California Energy Commission for new construction and the National Association of State Energy Offices (NASEO), in conjunction with the Residential Energy Services Network (RESNET), a national organization providing rating and training/ethical performance guidelines for HERS organizations. Of direct relevance to this particular program, CHEERS has nearly trained nearly 300 certified raters throughout the state and supported them with tools and technologies for creating their own franchises.

In addition to home-energy ratings, CHEERS also provides home audits, which serve as preliminary inspections and evaluations of homes to determine if their energy needs warrant a more detailed analysis.  In response to this role, CHEERS has recruited and trained a number of individuals throughout the state to perform these services and has created a Web-based registry and tracking system to be used by Title 24 consultants and other professionals seeking the HERS-verified compliance credits.

As a state-approved HERS provider, CHEERS is qualified to provide home-energy ratings for use in all EEMs, including those offered through FHA, VA, USDA, Fannie Mae, and Freddie Mac.  CHEERS is currently working with GMAC Mortgage to provide home-energy ratings for their EEM program.  Note that CHEERS is the only HERS provider in California that has been certified by the California Energy Commission. 

In addition, CHEERS services have been utilized in California-utility energy-efficiency programs, as described below.

California Energy Star New Homes Program.

CHEERS under contract with the four Investor Owned Utilities (IOU) has designed, developed and deployed a statewide internet based tracking system for Energy Star homes in California.  This program will utilize CHEERS raters for verification of the homes compliance to Energy Star.

Edison Energy Wizards Audits Data Processing. 

CHEERS processed Energy Wizards audits for Southern California Edison.  Energy Wizards is an audit tool developed by CHEERS for SCE.  These audits have been conducted within the Edison service territory since summer 2000. Approximately 5,000 in-home audits were completed during calendar year 2001. 

Energy Star( New Homes Program.

 CHEERS performed verifications for the Energy Star( New Homes Program.  In this capacity, CHEERS services have been used in several residential new-construction programs sponsored by the California utilities that promote the Energy Star program.  CHEERS worked with Enercomp to develop a module in Micropas, the Title 24 compliance software that aids in the planning of Energy Star homes.

PG&E Comfort Home & Energy Star Residential New Construction program. 

CHEERS has had responsibility to ensure program compliance with Comfort Home and Energy Star. CHEERS developed an Internet-based tracking and reporting system for use by PG&E program personnel. This system allows access to all users. Owing to CHEERS’ involvement, CHEERS certified raters have been able to test-verify a home’s compliance to three different programs/standards (i.e., Title 24, Comfort Home, and Energy Star) simultaneously, making the program cost effective for both PG&E and the builder.

SoCalGas New Energy Advantage Home Program. 

CHEERS has had responsibility in 2000 and 2001 for the administrative functions related to this residential new construction home program.  Through its extensive rater network, CHEERS has been able to schedule, manage, and quality assure raters participating in the program. CHEERS also has provided funds disbursement for the homebuilders participating in the program. CHEERS created a website allowing SoCalGas to track participating projects on-line and in real time.

RER Market Tracking Study. 

 CHEERS provides duct-testing services for Regional Economic Research under contract with SCE.  This requires CHEERS to provide scheduling and reporting the duct-testing verifications.  Through CHEERS raters, raters perform duct-test verifications in accordance the Alternative Compliance Method.

SCE Home Finance Program.  

CHEERS worked with Southern California Edison’s home-financing program by providing home-energy ratings to SCE customers. CHEERS provided all scheduling services, performed and processed the ratings, and mailed a package of information to the customers.  As a result of working with this program, CHEERS created a recruitment program to expand the number of CHEERS raters in the state. 

C. Resumes or Description of Experience 

Jim Staples –President, Staples/Hutchinson and Associates, Inc.

Jim Staples has presided over the growth of Staples-Hutchinson and Associates from a fledgling operation to a full-service marketing communications, advertising and public relations firm. Over the past 20-plus years, he has amassed a track record for success that is evident in the longevity of Staples-Hutchinson’s clients.  

Jim has developed marketing programs for a broad range of business-to-business, retail, construction-related and trade association clients. His talents as a marketing strategist include unique skills as a tough media negotiator. He has placed cost-effective media schedules in virtually every major market in the United States. Jim is not afraid to break from the pack and take advantage of highly effective media opportunities that buck mainstream buying habits.

In the early 1990’s, Jim took his private sector marketing strategies and advertising techniques and applied them, with outstanding results, for a federal agency. He has parlayed that success into marketing contracts for HUD Offices in Washington, D.C. and Fresno; and the U.S. Department of Veterans Affairs in Chicago, Houston and Waco; and U.S. General Services Administration in Washington, D.C., Atlanta, Boston, Ft. Worth and Seattle.  Staples-Hutchinson accomplished myriad projects for these clients, with real estate marketing as the primary focus. More recently, Jim established partnerships with Realtor® and mortgage loan associations, facilitators, HERS providers, and other key players to create what is now known as the Time of Sale Energy Renovation Program. TOSER is a third-party intervention and resource acquisition program funded by California utility customers and administered by Pacific Gas and Electric Company under the auspices of the California Public Utilities Commission. Unlike similar programs, which provide for the installation of a single, energy-saving retrofit (i.e. appliance, lighting fixture, thermostat), TOSER encourages multiple retrofits within a single residence through the use of Energy Efficient Mortgages (EEMs). 


Tom Hamilton

1996-Present


California Home Energy Efficiency Rating System, Inc. 



(CHEERS®), Chatsworth, CA

Executive Director

Responsible for the overall leadership and direction of a state-wide non-profit organization encompassing its administrative, technical and training departments. Developed the CHEERS strategic business plan in order to become financially self-sufficient. CHEERS reached strategic objectives in accordance with the strategic plan, less than 3 years.  Oversee all fiscal activities including the operating annual budget. Ongoing marketing and implementing new business development throughout the state.

Western League of Savings Institutions,

El Segundo, CA

Senior Vice-President

Responsible for coordinating industry input on all proposed regulations affecting lending and preparing responses.  Evaluate lending related needs for all sizes of associations and utilize top industry talent available to obtain best possible results.  Communicate critical issues to all California associations and prepare progress reports for the board of directors and various committees.

FarWest Savings & Loan,  Newport Beach, CA

Vice-President

Responsible for the development of the major loan secondary marketing department.  Duties included the management of a $2.0 billion loan portfolio issuing mortgage-backed securities using Multi-Family loans as collateral.  Developed the guidelines to standardize loan products.  Member of the FarWest Loan Committee for major multi-family, housing construction and commercial loans.

Westco Savings Bank,  Culver City, CA

Secondary Marketing Manager

Responsible for the development of the Wholesale Lending Division, Risk Management Reporting System as well as products offered to customers (i.e. rate, price & margin).  Monitored the in-process and funded inventories, all valuations, mark-to-markets, and commitments. Bought and sold loans in the Secondary Market (Multi-Family, Commercial, Construction and Single-Family), evaluation of servicing portfolios (buying or selling), and supervision of the Loan Department. 

SECTION VIII. BUDGET

	ADMINISTRATIVE
	

	Managerial and Clerical Labor
	$196,050

	Human Resource Support and Development
	140,847

	Overhead (General & Administrative) – Labor & Materials
	96,303

	Travel and Conference Fees
	5,960

	Total Administrative
	$439,160

	
	

	
	

	MARKETING/ADVERTISING/OUTREACH
	

	Advertisements / Media Promotions
	     $150,000

	Brochures
	75,000

	Door Hangers
	25,000

	Bill Inserts
	50,000

	Labor - Marketing
	

	Subcontractor Labor – Business Outreach
	35,000

	Subcontractor Labor – Marketing
	12,000

	      Labor – Customer Outreach
	75,000

	     Labor – Customer Relations
	65,000

	     Labor- Marketing
	55,000

	Total Marketing/Advertising/Outreach
	$542,000

	
	

	
	

	DIRECT IMPLEMENTATION


	

	Activity – Labor
	$  25,000

	Installation and Service - Labor
	882,000

	Hardware and Materials – Installation and other DI Activity
	75,000

	Rebate Processing and Inspection – Labor and Materials
	12,000

	Total Direct Implementation
	$994,000

	
	

	
	

	EVALUATION, MEASUREMENT AND VERIFICATION
	

	EM&V Labor and Materials
	$ 37,500

	EM&V Overhead
	         50,000

	Total Evaluation, Measurement and Verification
	$87,500

	
	

	
	

	Potential Performance Award
	$144,386

	
	

	
	

	TOTAL BUDGET AMOUNT:
	$    2,062,660


CERTIFICATE OF SERVICE 

Title of Document Served:

Take Control of Home Energy 

Local Hardware/Incentive and Information Program

2004 - 2005

R.01-08-028

Place, Date and Manner of Service:

Energy Efficiency Proposals, c/o Julia Cordell

California Public Utilities Commission

Energy Division – NGEERA Branch

505 Van Ness Avenue

San Francisco, CA 94102 

(415) 703-2121

Submitted electronically on September 23, 2003, and hard copies delivered via Federal Express for receipt on or before September 27, 2003, to above address.

Signature:
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James R. Staples President
President

Staples/Hutchinson and Associates, Inc.

2004-2005 Energy Efficiency 


Program Selection
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