Pacific Gas and Electric Company Energy Efficiency Programs Annual Report - May 2001

Section 3
Nonresidential Program Area

Overview

In accordance with the Reporting Requirements Manual 2 (RRM2), the Nonresidential Program Area includes Nonresidential Information, Nonresidential Energy Management Services, Nonresidential Energy Efficiency Incentives, and Nonresidential Upstream Programs (Upstream Information and Upstream Incentives).

Notable accomplishments in Program Year (PY) 2000 included:

· The PY 2000 Large Nonresidential Standard Performance Contract (LSPC) program established consistent prices and similar procedures and contract terms within each utility’s service area.  The LSPC exceeded its PY 2000 goals and implemented an initiative to increase peak demand savings. 

· The 2000 Express Efficiency program provided statewide incentives to small to medium customers in PG&E’s service territory.  It achieved over 240,000 MWh in electricity savings and over 30 MW in demand reduction.

· PG&E’s Pacific Energy Center (PEC) continued to expand its technical training, technical information services, and technical transfer of new technologies.  Over 80 classes delivered energy efficiency information to more than 3,500 people, exceeding the goal for PY 2000.  Four new energy food service technology-testing methods were developed and submitted to the American Society for Testing and Materials (ASTM).  

Total expenditures for these programs, including commitments, equaled $70.605 million from a budget of $66.139 million.

Nonresidential Information

2000 Program and Program Elements

Large Nonresidential Comprehensive Retrofit - Information and Education

The Energy Efficiency Service Provider (EESP) community was the primary channel for information on the Large Standard Performance Contract (Large SPC) program, which is the financial incentive element within Large Nonresidential Comprehensive Retrofit program.  In addition, PG&E produced informational materials in conjunction with the other California investor-owned utilities (IOUs) that provided an explanation of the Large SPC program for host facility use and actively promoted the program to customers.  

Targeted Market Participants and/or End-Uses 

This element targeted large customers, owners, operators, trade allies, and utility representatives for both electric and natural gas end-users.

Implementation Strategies

PG&E distributed information about the Large SPC in printed and electronic formats, as well as through trade shows, presentations, and other marketing approaches and coordinated the content of this material with the other IOUs.  PG&E also continued toll-free telephone support for basic technical and program questions, both SPC and non-SPC related.

The centralized telephone support center, utility representatives, and the Business Customer Center (BCC) received energy efficiency program and information inquiries from customers, contractors, vendors, and other trade allies and provided information to these customers or connected them with the appropriate program or resource to meet their needs.  PG&E did not give specific contractor referrals but did provide a list of participating contractors and distributors on PG&E’s SmarterEnergy Website.  The BCC was a hub for program information dissemination, providing preliminary consultation on general energy efficiency information.  The SmarterEnergy™ Website provided Web-based information and the BCC handled customer inquiries providing links to appropriate resources

Major Accomplishments

In PY 2000 PG&E produced a compact disc (CD) containing information on the Large SPC program and distributed it to large customers through the BCC, PEC, and field account representatives.

Nonresidential Process Overhaul - Information and Education

PG&E provided information and education about the nonresidential process overhaul program through seminars, consultations, and news articles to the food service industry and to industrial, commercial, and agricultural customers whose facilities use common unit processes (boilers, industrial refrigeration, and other common unit processes).  The activities within this element were designed to influence customers and trade professionals to make energy efficiency a higher priority when designing, specifying, buying, operating, and maintaining equipment.

PG&E offered energy seminars that helped participants gain a working knowledge of how and why to best operate and maintain their energy-using equipment over its life.  These seminars also encouraged participants to pursue energy efficient projects that were more likely to reduce demand and increase energy savings. 

Targeted Market Participants and/or End-Uses 

This element targeted small, medium, and large industrial and commercial customers, including the food service industry, the trade professionals that served these customers, and the common unit processes found in their facilities.

The Food Service Technology Center (FTSC) and the Energy Training Center - Stockton (ETC) comprised this program.  The FSTC, dedicated to improving the equipment and systems in commercial food service operations, developed and maintained ASTM test methods to establish objective baselines for equipment performance and performed evaluative services related to commercial kitchen production.  The ETC provided high-quality energy seminars in many locations around northern California to help designers and users of packaged HVAC, chiller, refrigeration, compressed air, and water treatment equipment better understand how their systems use energy to enable them to make more intelligent long-term decisions that would result in greater energy efficiency over the life of the equipment.  

Implementation Strategies

The FSTC, dedicated to improving the equipment and systems in commercial food service operations, developed and maintained ASTM test methods, established objective baselines for equipment performance, and performed evaluative services related to commercial kitchen production.  The FSTC continued to focus on high-efficiency food service equipment and systems, providing uniform test methods, design tools, equipment reports, consultation services, seminars, and other information to food service customers.

The ETC provided high-quality energy seminars to food service technology designers, installers, and users of food service equipment to better their understanding of how their systems used energy at many locations around northern California targeted.  This understanding would enable participants to make more intelligent long-term decisions resulting in greater energy efficiency over the life of the equipment.  

The objective was to change practices of manufacturers, system designers, and equipment buyers to incorporate the use of objective equipment energy efficiency testing and results in equipment design and purchasing decisions.  This strategy also educated owners and operators of food service equipment in the most efficient operating procedures for their equipment.

Energy seminars providing unit process education processes (retrofit and operation and maintenance topics) were held in a variety of locations around Northern and Central California to assure that under-served areas received adequate coverage.  Seminars, primarily offered through the ETC, provided classroom-style instruction to trade professionals, facility engineers and managers, and vendors.  These seminars stressed equipment life cycle cost analysis, productivity, safety, and environmental compliance benefits of energy efficiency.  This information influenced equipment designing, buying, specifying, maintenance decisions, and procedures.  Energy seminar curricula were transferred to commonly used delivery channels (video and interactive internet applications) to enhance sustainability and penetration into markets.

Targeted customer information included continued development of a feasibility-level calculation tool for trade professionals and customers to assess the operation and maintenance energy savings potential in small- and medium-sized industrial facilities, which have traditionally been an under-served market.  
Major Accomplishments

The milestone goal for PY 2000 was accomplished by providing four new test methods that were submitted to ASTM.  Ongoing performance testing, technology transfer, industry liaison, and customer support work was accomplished for a variety of clients including end-users, manufacturers, and food service consultants.  

PG&E exceeded their goal of 15 unit process efficiency seminars covering multiple topics held in various locations from Bakersfield in the south to Santa Rosa in the north.  These seminars resulted in the implementation of specific energy efficiency actions well in excess of PG&E’s goal.

Nonresidential Motor Turnover - Tools, Demonstrations, and Design Assistance

The Tools, Demonstrations, and Design Assistance element consisted of two parts.  First, the Motors Performance Analysis Tool (PAT) software assessed on‑site motor performance and helped customers select an appropriate and more energy efficient replacement motor.  Second, PG&E participated in “Motor Decisions Matter,” a nationwide joint promotion and advertising campaign effort to develop a proactive motor management program.  

The Motors PAT recorded real-time field-operating characteristics of tested motors and was used together with the U. S. Department of Energy’s (USDOE) MotorMaster+ software program to produce a report of energy efficiency recommendations and life cycle cost benefit analysis of motor replacement.  

The “Motor Decisions Matter” campaign promoted energy savings through industry replacement of inefficient motors with energy efficient models nationwide.  This strategy featured specific tools and publications for corporate-level decision makers/buyers and plant engineers and electricians.  PG&E worked with motor manufacturers and the USDOE to communicate a common and effective message of proactive motor management strategies.

Targeted Market Participants and/or End-Uses 

This element targeted industrial customers and motor distributors.  The targeted end-use was motor drive power.

Implementation Strategies

During PY 2000, PG&E implemented two new strategies in motor efficiency.  “Motor Decisions Matter” was a marketing strategy that centered on the theme of efficient motor decision-making.  This strategy featured specific tools and publications for two groups of customers:  CEOs/CFOs/buyers and plant engineers/electricians.  PG&E worked with motor manufacturers, the Electrical Apparatus Service Association (EASA) repair shops, the National Electrical Manufacturers Association (NEMA), the Consortium for Energy Efficiency (CEE), and the USDOE to communicate a common and effective message.

The PAT offered information about real-time motor performance, suggested efficiency improvements, assisted in identifying an appropriate replacement motor, and provided lifecycle cost data.  The objective of the PAT was to identify in-service motors that should be replaced with premium efficiency motors.  The PAT predictive option identified motors that were about to fail.  This early identification lead customers to replace their motors before they burned out, hastening installation of premium efficiency motors in lieu of old, inefficient motors.

By using data loggers to record real-time data and to input the data into MotorMaster+, PG&E accurately identified a sound economical payback for inefficient motors that were replaced before failure.

Major Accomplishments

The program exceeded PY 2000 goals testing more than 150 motors that were ( 20 hp and ( 200 hp using the motor tool.

After the motors were tested, the motor tool data was analyzed for energy savings potential.  Evaluations were conducted using the USDOE MotorMaster+ software data logger.  This software measured 10,000 data points and provided a comprehensive customer report.  Upon completion, this report made specific energy efficient suggestions when motors were determined to be inefficient.

Nonresidential Energy Management Services

2000 Program and Program Elements

Small Nonresidential Comprehensive Retrofit - Information and Education

While the EESP community was the primary distribution channel for the SPC and its informational material, PG&E produced informational materials that provided an explanation of the SPC for host facility use.  PG&E provided this information in both printed and electronic formats.  The content was coordinated with the other California investor-owned utilities.

In 2000 PG&E made several enhancements to the SmarterEnergy™ Website, improving usability for customers and providing a flexible format to encourage vendors and distributors of efficient equipment to be listed on the site.  A new “white pages/yellow pages” pricing structure was introduced so vendors and distributors could have their names and contact information listed for free or pay a fee for an expanded listing.

PG&E re-introduced CustomNet, an energy benchmarking service for customers with multiple, similar facilities.  A CustomNet report allowed customers to compare the energy performance of their facilities to one another and to industry benchmarks.  Poorly performing buildings could then be targeted for retrofit or recommissioning.

PG&E continued its direct mail self-energy audit program along with its phone and on-site service for small businesses.  PG&E also developed and offered energy audits initially on CD-ROM and then via the PG&E Website.
Targeted Market Participants and/or End-Uses 

The Small Nonresidential Comprehensive Retrofit (SNCR) information and education element targeted all gas and electric end-uses of small and medium commercial, industrial, and agricultural customers.  Express Efficiency and the Small Business SPC targeted vendors and trade allies to assist them in the installation of energy efficient equipment.  Various audit programs provided specific information for medium and small businesses, retail chains, and medium corporations with multiple facilities. 

Target markets for the SmarterEnergy Website were divided into two categories:  customers who would use the SmarterEnergy Website and vendors/distributors who would be listed in this database.  Parties listed in the database included vendors, contractors, manufacturers, and consultants/designers.  Market sectors included large and small commercial, industrial, and agricultural customers.

CustomNet was targeted at customers with multiple facilities including retail chains and medium to large corporations.

Implementation Strategies

PG&E continued to provide the SmarterEnergy Website, which was targeted toward the small and medium commercial market and provided a source of unbiased technical information.  The PY 2000 SmarterEnergy Website actively promoted participation in all nonresidential energy efficiency program offerings, particularly both SPC programs.  It disseminated program information to EESPs and project sponsors, provided tools and calculators designed to aid program participation, and increased general awareness of the SPC programs via the SmarterEnergy Website media promotion.

Paid vendor listings could include such items as vendor logo, e-mail links, business or contractor license number, vendor’s participation in PG&E rebate programs, special vendor offers available to customers, company background information, services or products provided, and other information.

PG&E continued the direct-mail self-audit program for small customers.  The toll-free 800-number telephone support continued for technical and program questions, including SPC; the downstream incentive program; and questions in other energy efficiency areas.  PG&E also provided on-site energy efficiency audits to medium-sized customers and telephone audits to small- and medium-sized customers.  A self-audit tool for small business customers was released in early 2000.  

The Business Energy Guide was a statewide collaboration targeted to small business owners to raise their awareness of energy costs and the rewards for energy efficient retrofits and maintenance.  This strategy was implemented through targeted mailings and local office distribution to small business associations (Chambers of Commerce), business schools, library reference sections, school districts, and equipment suppliers.
PG&E’s toll-free telephone center received inquiries from customers, contractors, vendors, and other trade allies requesting information on various aspects of completing energy efficient projects.  The BCC was a hub for program information dissemination as well as preliminary consultation on general energy efficiency information and over the phone audits for small business owners. 

PG&E used CustomNet benchmarking to generate marketing leads for incentive programs.  CustomNet provided owners of multiple facilities with tools to evaluate which of their facilities had the highest potential for savings from energy efficiency projects.  It put the results in a format that could be used for presentation to upper management, so facilities managers could get buy-in from their superiors.
Major Accomplishments

· Through December 31, 2000, 4,768 customers were contacted by direct mail, telephone, or targeted field surveys exceeding PG&E’s PY 2000 goal. These surveys provided customized information regarding potential kW and kWh savings for small to medium business.  Satisfaction surveys were mailed to all customers contacted either by mass marketing or targeted surveys.  More than 92% of the survey respondents gave excellent, very good, or good ratings for the audit program.  The milestone goal of publishing and distributing 20,000 energy efficiency guides, 10,000 in Spanish and 10,000 in Chinese, was exceeded.

· CustomNet follow-up site visits were initiated to identify operational changes that resulted in immediate demand reduction.  These site visits increased the value and utilization of the CustomNet service.  CustomNet completed 20 reports and seven follow-up site visits.  The Smarter-Energy Website listed nearly 600 vendor site locations with close to one-third of those linked to an updated, detailed technology page.

Nonresidential Energy Efficiency Incentives

2000 Program and Program Elements

Large Nonresidential Comprehensive Retrofit (LNCR) - Financial Incentives 

The Large SPC program for large customers was the only financial incentives program element within the LNCR program.  The Large SPC program was consistent statewide and available to nonresidential customers of investor-owned utilities.  In the Large SPC program, third-party EESPs analyzed opportunities at host facilities and provided information and energy audit services.  Host facilities also had the option to participate directly.

The Large SPC program offered fixed prices for annual energy savings achieved in the areas of heating, ventilation, and air conditioning (HVAC); refrigeration; lighting; and other end-uses.  Payments to participants were made in three installments and were limited by the demonstrated annual savings over a two-year measurement and verification period.  Standard measurement and verification protocols were used to determine the actual savings.

Targeted Market Participants and/or End-Uses 

This program was available to large nonresidential customers, third party EESPs, and end-use customers.  The target markets were large commercial, industrial, and agricultural customers with electricity demand in excess of 500 kW or natural gas usages greater than 250,000 therms per year.

Implementation Strategies

PG&E offered the Large Nonresidential SPC program, a statewide energy efficiency program, to large commercial, industrial, and agricultural customers.  With this program, PG&E offered fixed prices to customers, third-party EESPs, or any other project sponsors for measurable energy savings (i.e., performance) achieved by the installation of specific, energy efficiency projects.  The fixed price, performance measurement protocols, payment terms, and all other operating rules of the program were specified in a standard agreement. 

PG&E promoted the Large SPC by providing tools and information to customers and trade allies to make program participation easier and less costly for trade allies and raise customer confidence in energy efficiency measures.  The service providers’ list given to those customers requesting one was an encouragement and enhancement for program participation.  One or more of PG&E’s unregulated subsidiaries was allowed to be on such a list.

Eligibility.  The Large SPC program did not limit who could contract for energy savings.  Any project sponsored in the SPC programs was limited to receiving not more than 25% of the program incentive funds.  Any project sponsor affiliated with PG&E was limited to not more than 15% of the program incentive funds.  The Large SPC program specified a performance period of two years, during which the project sponsor would be required measure and verify annual energy savings actually achieved, using approved protocols. 

Criteria.  Energy efficiency projects were required to meet certain criteria to receive incentives in the Large SPC program.  Energy savings were determined by measuring energy consumption before and after the project was installed.  Incentives would only be paid for energy savings in excess of the state and federal minimum standards.  

Installation and Performance Periods.  A project sponsor ensured funding for a project by submitting and receiving approval of a Project Application and providing detailed project information including a measurement and verification strategy for determining energy savings.  Ultimately, the project sponsor was required to receive approval of the project installation before receiving the first incentive payment.  After project installation, the project sponsor moved into the two-year performance period of the contract, during which the approved measurement and verification plan to determine the actual energy savings for the project was implemented.  The project sponsor was required to submit and receive approval of the measurement and verification results at the end of each of the two contract years to receive the second and third incentive payments.  The first incentive payment, which was based on ex ante savings estimates, would subsequently be adjusted based on the actual measured results, when the second incentive payment was processed.

Customer Protection and Disclosure.  Project sponsors were required to obtain certain information from the customer facility and to make the project site available for inspections by the administrator.  Project sponsors were contractually required to provide the administrator with a signed customer affidavit.

Major Accomplishments

Through December 31, 2000, 108 projects were approved to receive a total of $15.4 million in financial incentives.  The number of projects approved and the incentives committed exceeded PG&E’s PY 2000 goals.  These projects will result in estimated savings of 108,135,600 kWh, 10,300 kW, and 5,360,700 therms.

To accelerate the installation of energy efficient equipment that reduced peak kW electricity use, summer peak kW incentives were added to the SPC program on September 11, 2000.  In addition to regularly offered financial incentives for kWh savings, SPC projects were eligible for additional dollars for achieving “on-peak” kW reductions.  This increased participant action before year-end.  New brochures, Website updates and workshops were produced and other promotional efforts were conducted to increase awareness of the SPC program and its potential for achieving kW reductions.  PG&E continued to offer first-time applicants help with completing SPC project applications and designing measurement and verification plans.  This helped increase SPC program quality and participation from PY 1999.  

Small Nonresidential Comprehensive Retrofit (SNCR) - Financial Incentives 

The statewide Large and Small SPC programs and the Express Efficiency program were available to nonresidential customers.  The key difference between the two programs was how the incentives were calculated and paid.  Both programs provided a fixed price for measured and verified energy savings from retrofit projects using any energy saving measure.  Express Efficiency offered pre-determined cash rebates for specific eligible energy-efficient products.  The SPC program provided small business customers with financial incentives for installing energy efficient equipment.  
The SPC programs for large and small customers and customer incentives for installing energy-efficient equipment were the primary financial program components within the SNCR program.  Both SPC programs were consistent statewide and available to customers of investor-owned utilities.  Under the SPC programs, third-party EESPs analyzed opportunities at host facilities and provided information and energy audit services to them.  For the Large SPC program, small host facilities were elected under special circumstances to participate directly in the program.  PG&E affiliates were limited to 15% participation.

Host facilities contracted with EESPs for project development, management, and construction.  Service providers entered into SPC arrangements with the sponsoring utility (based on the host facility project).  The SPC program provided payments to the service provider in exchange for energy savings delivered by the project.  Participation incentives were added to encourage a project sponsor to perform multiple projects.

The PY 2000 statewide Express Efficiency program provided rebates directly to customers for retrofit installation of energy-efficient lighting, air conditioning, refrigeration, food service, and gas equipment.  All measures were prescriptive.  Customers filled out a simple application form to send to their utility after their retrofit projects were complete.  Measures, technical requirements, and most rebate levels were consistent statewide and were published in statewide program material.  This reduced confusion by customers, contractors, and EESPs operating across utility boundaries.  

In response to the summer initiative, additional incentives were added to accelerate the installation of energy efficient equipment.  Vendor bonuses were also implemented to enlist their services on a larger scale. The California investor-owned utilities worked together to develop program materials in a cooperative effort and will continue to refine the program as needed.

Targeted Market Participants and/or End-Uses 

The target market for Small Business SPC end-use was small to medium (less than 500kW connected load or less than 250,000 therms of gas usage per year) nonresidential customers in PG&E’s service territory.  The target markets for the Express Efficiency programs were third party implementers, energy service providers, commercial building designers, equipment distributors, and small to medium commercial, industrial, and agricultural customers.

Implementation Strategies

The Small Business SPC program was a statewide energy efficiency program offered by PG&E for small and medium commercial, industrial, and agricultural customers.  PG&E offered fixed prices to project sponsors for measurable energy savings performance achieved by the installation of specific, energy efficiency projects.  The fixed price, performance measurement protocols, payment terms, and all other operating rules of the program were specified in a standard agreement.

PG&E provided tools and information to customers and trade allies to facilitate participation in SPC programs, reduce customer cost to participate and raise customer awareness and confidence in energy efficiency measures.  PG&E representatives, technical staff, and contractors provided program education and implementation support.  PG&E provided lists of service providers to customers upon request to encourage and enhance program participation.  One or more of PG&E’s affiliates could be on such a list.  

Eligibility.  The Small Business SPC program served commercial, industrial, and agricultural customers less than 500 kW of connected load and/or 250,000 annual therms of usage.  Only EESPs could sponsor a project.  Any project sponsor in the SPC programs was limited to receiving not more than 25% of the program incentive funds.  Any project sponsor affiliated with PG&E was limited to not more than 15% of the program incentive funds.

Criteria.  The criteria required to receive incentives in the Small Business SPC program were developed by the California electric utilities.  Energy savings were determined by estimating energy consumption before and after the project was installed.  Incentives were only paid for energy savings from projects that exceeded state and federal minimum efficiency standards.

A core Express Efficiency program was offered statewide, with consistent measures, rebate levels (except for gas measures), and technical requirements.  Other aspects of the program were customized to each service territory.  Rebate levels were adjusted in PY 2000 to reflect feedback from program participants, trade allies, and other channels.  State utilities reserved the option to modify the list of equipment eligible for Express incentives to include chillers and other replacement equipment as well as new technologies.  

Major Accomplishments

Small SPC incentives promised for the accomplishment of kW and kWh savings were nearly $1.5 million.  The resulting savings were determined to be close to 2,000 kW.  Express Efficiency Summer Peak kW promotions generated new applications and peak kW savings at a rate of five times that of PY 1999.  Bonuses on all measures that saved kW for small to medium-sized businesses increased kW savings more than 5,000 kW beyond PY 1999 accomplishments.

SPC and Express Efficiency exceeded their PY 2000 goal of 35,000,000 kWh savings.  More than 200 trade allies registered for the vendor bonus promotion.  Double rebates on Express Efficiency measures and bonuses for vendors who work with very small commercial customers increased the focus on smaller hard-to-reach customers.  

Nonresidential Process Overhaul - Financial Incentives

The SPC Program for Large Customers was the financial incentive element within the Process Overhaul program.  PG&E provided tools and information to customers and trade allies to facilitate participation in SPC programs and raise customer awareness and confidence in the energy efficiency measures, which were part of the SPC programs.  Large SPC was statewide and available to customers of investor-owned utilities.  Under the Large SPC program, third-party EESPs could analyze opportunities at host facilities and provide information and energy audit services to them.

SPC developers determined the most attractive opportunities to deliver energy savings and developed them into actual projects.  Host facilities contracted with EESPs for project development, management, and construction, and service providers entered into SPC arrangements with the sponsoring utility (based on the host facility project).  The SPC program provided payments to EESPs in exchange for energy savings delivered by the project.  For the Large SPC program, host facilities could elect to participate directly.  

Targeted Market Participants and/or End-Uses 

The targeted market participants for the SPC Program included all of PG&E's nonresidential customers, aggregated groups of these customers, and third-party implementers.  The targeted market participant for Express Efficiency was EESPs, compressed air vendors, testing and monitoring firms, and multi-facility customers.

Implementation Strategies

Proven existing programs were used to implement the strategies.  The Large Nonresidential SPC program was a statewide energy efficiency program offered by PG&E to commercial, industrial, and agricultural customers.  The Large SPC program was a key element of the CPUC/CBEE goal to create a self-sustaining energy efficiency services industry.  With this program PG&E offered fixed prices to customers, third-party EESPs, or any other project sponsors for measurable energy savings performance achieved by the installation of specific, energy efficiency projects.  The fixed-price performance measurement protocols, payment terms, and all other operating rules of the program were specified in a standard agreement. 

PG&E encouraged customer and trade ally participation in the SPC program by providing financial incentives, tools, and information.  This effort made participation in the SPC programs easier and less costly for trade allies.  PG&E also provided lists of service providers upon request to encourage and enhance program participation.  One or more of PG&E’s affiliates could be on such a list.  

Eligibility.  The SPC program did not place limits on who might contract for energy savings.  The SPC program included a performance period of two years, during which the project sponsor was required to measure and verify the annual energy savings actually achieved, using approved protocols for measuring and verifying average annual energy savings.  Any project sponsor in the SPC programs was limited to receiving not more than 25% of the program incentive funds.  Any project sponsor affiliated with PG&E was limited to not more than 15% of the program incentive funds. 

Criteria.  The criteria required for projects to receive incentives in the Large SPC program were determined by measuring energy consumption before and after the project was installed.  Incentives were only paid for energy savings in excess of the state and federal minimum standards.  

Installation and Performance Periods.  Under the design, which could be modified based on market needs, a project sponsor could ensure funding for a project by submitting and receiving approval of a project application, paying an application fee, and providing detailed information about the project, including a measurement and verification strategy for determining energy savings.  The project sponsor was required to receive approval of the installed project before receiving the first incentive payment.  After project installation, the project sponsor moved into the two-year performance period of the contract, during which the approved measurement and verification plan to determine the actual energy savings for the project was implemented.  The project sponsor submitted and received approval of the measurement and verification results at the end of each of the two contract years to receive the second and third incentive payments.  The first incentive payment, which was based on ex ante savings estimates, would be adjusted based on the actual measured results, when the second incentive payment was processed.

Customer Protection and Disclosure.  Project sponsors were required to obtain certain information from the customer facility and to make the project site available for inspections by the administrator.  Project sponsors were contractually required to provide the administrator with a signed customer affidavit.

Major Accomplishments

As of December 31, 2000, PG&E distributed or otherwise fully committed  incentive and program funds available, meeting the PY 2000 goal. 

Upstream Information

2000 Program and Program Elements

Large Nonresidential Comprehensive Retrofit - Tools, Demonstrations, and Design Assistance

PG&E provided technical assistance and design tools to support the SPC-related needs of the commercial building design community and provided links between the design community and the EESP community that resulted in a more robust, self-sustaining energy services industry. 

The technology experts at the PEC offered technical information services including technical information programs, technical transfer of new technologies, and project-specific technical consultations to EESPs, building designers, and others in the commercial building design community.  The Tool Lending Library offered building equipment performance measurement, while the PEC’s resource center offered an extensive energy-related library and electronic connections to worldwide databases. 

The collaboration with the Western Energy Center Council (WECC) continued. The WECC, a discussion forum for energy centers in Washington and California, had the potential to develop formal collaborations in program delivery to maximize the benefits of energy-center-based energy efficiency education in California.  PG&E participated in this and similar efforts promoting collaboration.

Lighting Exchange, a specialized, highly refined, internet-based tool, provided high quality application information for lighting designers and specifiers.  This internet-based tool was accessible to interested parties throughout the state. 

CoolToolsTM addressed large built-up chiller systems, a technology area of keen interest to both the EESP and commercial building design community.  This integrated suite of computerized analytic tools, design guides, informational pieces, and educational seminars was delivered to these target groups in 2000.  Several smaller tool and demonstration projects (Daylighting Initiatives and Lighting Controls) serving this and other markets were planned as well. 

On-going efforts to promote emerging technologies continued.  The statewide Emerging Technologies program coordinated some energy-efficient emerging-technologies efforts of the California Energy Commission (CEC).  It was a program that addressed new technologies, technology applications, and best practices that are not yet commonly available to the consumer.

Targeted Market Participants and/or End-Uses 

This element targeted architects; engineers; design professionals, including equipment specification professionals; trade allies concerned with commercial building design and operation; and commercial building HVAC system designers.  The market participant client base included emerging technology customers (commercial, industrial, and agricultural), the design community, and manufacturers.  All end-uses were considered.

Implementation Strategies

The PEC served the commercial building design community (architects, engineers, and other design professionals) on behalf of clients of that community and other stakeholders in building design and operation.  Located in San Francisco, this 35,000 square foot facility provided high quality, state-of-the art design tools, design consultations, information, and training related to energy efficiency and building performance.  The PEC provided services valued for their accuracy, fairness, objectivity, and impartiality.  Service offerings were organized around four core areas:  lighting; heating, ventilation, and air conditioning; building architecture; and building commissioning, diagnostics, and performance mechanics.

Training classes on a variety of subjects germane to energy efficiency and sustainability in buildings were offered throughout the year.  Specially designed classrooms were available for lighting and HVAC instruction.  A popular series of evening lectures complemented the daytime series of classes; well-known architects, engineers, and building science professionals shared their unique perspectives on buildings with the audience during these sessions.  Some classes were also offered at other locations, both within California and possibly out of state (in connection with industry events).  Fees were charged for some classes.

Information services were available to clients via the PEC’s Resource Center, a library of information (including books, periodicals, and internet/computer resources) on building science located in the facility’s lower level. 

The PEC’s Tool Lending Library featured a lending service with several hundred tools to assist design professionals and building operators in evaluating various aspects of building and building system performance.  The service included consultation with the user on the proper use of the tool with respect to the information required. 

CoolTools was an integrated suite of software simulation tools, technical documents, case studies, and training related to energy-efficient chiller system design and operation.  The project was initiated based upon market research showing that design professionals would welcome a simulation tool which would allow them to make rapid, accurate comparisons of design and operation alternatives based upon actual equipment performance, weather, and load data.  

Technical documents and guidelines provided instruction on the design elements required to achieve optimum performance.  Perspectives involving the building owner, the design engineer, the building operator, and other key players were covered. 

A training element to the CoolTools programs provided a series of classes in covering the use of the software and the application of the design principles covered in the publications.  Fees were charged for such classes and software.

The Daylighting Initiative was an integrated suite of software simulation and physical modeling tools, performance-based research, case studies, technical documents, and training programs organized to improve the practice of daylighting design among the building design community.  Computer simulation and analytic tools within the Daylighting Initiative included Desktop Radiance, Skycalc, and Daycalc. 

In 2000 a series of training and educational outreach activities were an important element of the Daylighting Initiative.  These activities involved (1) training and education on the elements of good daylighting design; and (2) training on the application of the tools and information developed under the Daylighting Initiative.  Fees were charged for these classes.

Implementation strategies and activities for Emerging Technologies involved:

· Formation of an Emerging Technologies Council composed of PG&E, Southern California Edison (SCE), San Diego Gas & Electric Company (SDG&E), Southern California Gas Company (SoCalGas), and the CEC; and

· Creation of a working vision statement and adoption of a charter and calendar.
Major Accomplishments

As of December 31, 2000, more than 80 classes were provided including three classes pertaining to statewide programs.  PG&E exceeded its PY 2000 goal by delivering classes to more than 3,500 attendees whose knowledge increased by at least 10%.  In addition to the classes, 400 design consultations were provided to architects, engineers, and design professionals to provide them with the information necessary to make energy efficient choices during beginning phases of building design. 

The Emerging Technology (ET) program made a positive impact through facilitating the application of energy efficient emerging technologies that increase energy and peak demand savings.  PG&E’s Emerging Technology Interest Group demonstrated eight new emerging technologies and produced three reports in PY 2000.  

Nonresidential Process Overhaul - Tools, Demonstrations, and Design Assistance

PG&E developed a compressed air performance analysis tool to record real-time compressor operating characteristics.  The tool analyzed air leaks, air pressure, sequencing, unloading, and run time then calculated the energy savings potential associated with each recommendation.  The energy savings potential ranged from 20%-50% of end-use consumption.  Results from the compressed air tool offered crosscutting benefits to the large comprehensive and commercial renovation programs.  

Targeted Market Participants and/or End-Uses 

This element targeted industrial customers with compressed air systems and compressed air system suppliers.

Implementation Strategies

Account representatives and trade allies identified program participants.  PG&E completed a market situation analysis and developed a strategic Compressed Air Market Transformation Plan (CAMP) that utilized the compressed air performance analysis tool to record and analyze targeted compressors.  PG&E developed marketing and sales strategies, market participant training, and technical support tools for the compressed air performance analysis and partnered with USDOE’s Compressed Air Challenge (CAC) to (1) encourage participation in CAC’s operator training program; (2) collaborate with CAC committee members to transform the local compressed air market; and (3) utilize CAC’s research to develop CAMP.

Major Accomplishments

· PG&E developed a training class for the AirMaster+ tool that offered a consistent, credible, accurate analysis of compressed air systems using real time data and a Best Practice Guideline for conducting accurate, consistent, and credible performance assessments.

· Trade allies used the AirMaster+ tool to measure and to analyze over 80 compressors for efficiency.

Commercial Remodeling/Renovation - Tools, Demonstrations, and Design Assistance

This element focused on providing design tools and opportunities to demonstrate the performance of energy-efficient technologies and tools.  PG&E’s efforts provided links between the design community (both building and equipment designers) and the EESP community with a view to fostering a more robust, self-sustaining energy services industry. 

The technology experts at the PEC offered technical information services, including technical information programs, technical transfer of new technologies, and project-specific technical consultations.  The Tool Lending Library offered building equipment performance measurement, while the PEC’s resource center offered an extensive energy-related library and electronic connections to worldwide databases. 

Lighting Exchange provided high quality application information for lighting designers and specifiers.  This specialized internet-based tool was accessible to interested parties throughout the state. 

Building and equipment commissioning was also addressed in this element, with the focus on providing training, tools, and protocols to ensure that the design intent of a building system was captured and preserved from initial planning through final acceptance.  

Targeted Market Participants and/or End-Uses 

This element targeted design professionals, equipment specification professionals, trade allies, and contractors.  End-uses included lighting, refrigeration, natural cooling, air conditioning, and daylighting.
Implementation Strategies

The PEC provided high quality, state-of-the art design tools, design consultations, information, and training related to energy efficiency and building performance.  Service offerings were organized around lighting; HVAC; building architecture, and building commissioning, diagnostics, and performance metrics.  Specially designed classrooms were available for lighting and HVAC instruction.  A series of evening lectures by well-known architects, engineers, and building science professionals complemented the daytime series of classes providing a wider format for participant training.  

Information services were available to clients via the PEC’s Resource Center, a library of information on building science.  Consultations took place regularly at the PEC.  

The PEC’s Tool Lending Library was available to clients via a lending service.  These tools assisted design professionals and building operators in evaluating various aspects of building and building system performance. 

The Daylighting Initiative was an integrated suite of software simulation and physical modeling tools, performance-based research, case studies, technical documents, and training programs organized to improve the practice of daylighting design among the building design community.  Lighting plan review was provided as part of the PEC consultation services for lighting designers.  Design and analysis tools included the Daylighting Initiative, new design guides and information on the efficacy of advanced lighting control systems, and general training and demonstration of effective lighting systems and design practices.

Computer simulation and analytic tools within the Daylighting Initiative included Desktop Radiance, Skycalc, and Daycalc.  PG&E worked with the manufacturers of daylighting dimming sensors to ensure consistency in reported product response and control characteristics.  Marketing plans to capture the potential for increasing the market penetration of the SPC program were developed.  Daylighting Initiative training and educational outreach activities included training and education on the elements of good daylighting design and training on the application of the tools and information.  Fees were charged for these classes.

Emerging technologies were researched and demonstrated.  Traditional outreach methods, such as training classes and publication of information, were used to communicate findings.  The following technologies were explored:

· Demonstration efforts to develop and demonstrate the usefulness of the Commercial Refrigeration Simulation Tool, 

· Development of the Lighting Exchange continued in 2000 as an interactive, internet-based information resource for the commercial lighting design community to reduce information search costs, and 

· Natural Cooling program provided investigation, demonstration, modeling, case studies, and training for various technologies and building design methods about conventional vapor-compression cooling technologies to reduce reliance on conventional air conditioners.

The Commissioning program focused on developing common language, understanding, and methodology to ensure the design intent of a given building system was captured and preserved.  This program consisted of protocol and tool development and integration of the tools and protocols into design and construction practice, with emphasis on working with other market participants interested in commissioning such as the insurance industry.  The tool component ranged from simple sensing devices to highly sophisticated diagnostic tools.  Methods for determining whole-building performance and performance metrics were also included in the program.  Training and outreach activities on appropriate tool and diagnostic applications were included in the program.

Major Accomplishments

The Daylighting program released Desktop Radiance 1.0 software program through Lawrence Berkeley National Laboratory (LBNL) and offered a set of classes on daylighting topics at the PEC.  A paper on daylighting market barriers was presented at American Council for an Energy Efficient Economy (ACEEE).  The Commissioning Program produced a successful series of training classes on building commissioning and building measurement techniques and completed a market assessment. 
Upstream Financial Incentives

2000 Program and Program Elements

Small Nonresidential Comprehensive Retrofit - Tools, Demonstrations, and Design Assistance

This strategy allowed cities, community based organizations, and other entities to propose ways to influence small businesses to adopt energy efficient technologies and to participate in existing energy efficiency programs. 

Targeted Market Participants and/or End-Uses 

The target market was third party implementers (TPI) who addressed the special energy efficiency needs of small, underserved and hard-to-reach customers.  The targeted end-users were small business customers on A‑1, A‑6, and A‑10 rate schedules or using less than 250,000 therms per year.

Implementation Strategies

The implementation strategies for individual third party programs were defined by the third party participant.  The proposal and selection process for these programs were designed to encourage innovative outreach approaches from non-utility entities which would caused small businesses to participate in existing energy efficiency programs; cause small businesses to become more knowledgeable about the benefits of energy efficiency products and services; cause small businesses to invest in such products and services; and which developed energy efficient guidelines for historic buildings.  
Application assistance was available to first-time TPI applicants.  The program period was one year from the implementation of an executed contract.

PG&E also provided marketing and outreach activities to small business owners about the benefits of energy efficiency.  Outreach activities included identifying available financial incentives, identifying lending institutions favorable to energy efficiency and small businesses, integrating Websites of contractor associations, publicizing case studies or success stories, placing articles in appropriate trade journals, and providing speakers for trade gatherings for target sectors. 

These efforts were conducted in collaboration with DOE’s Rebuild America program, contractor trade associations, community organizations, financial, banking, and lending institutions.

Major Accomplishments

· The goal of the Third Party Initiative program, to serve the small business sector, was accomplished through development of Optimal Power Use Services (OPUS) training manuals; development and dissemination of on-site training classes for contractors and customers; participation by customers in audits and the actualization of historic preservation energy efficiency retrofits; marketing activities; orientation for various city staff members in Oakland and Berkeley; and the development of measurement, assessment, and evaluation plans.

· The 20 responses received from Third Parties were twice the milestone goal of ten.  Through December 31, 2000, eight third party contracts totaling $2.3 million were implemented to address barriers to small business participation in energy efficiency programs.

Nonresidential HVAC turnover - Financial Incentives

Financial incentives were offered to unitary air conditioner distributors to encourage stocking and sales of high-efficiency units that met CEE standards.  PG&E maintained unitary air conditioner rebates at the same dollar level in PY 2000 and provided promotions to insured that contractors, vendors, and customers benefited from the incentives.  The Express Efficiency Unitary Air Conditioners strategy offered an interactive, on-line application form.  Lists of service providers were provided to customers.

The Nonresidential HVAC Turnover was intended to influence the decision-making process of buyers and sellers of HVAC equipment to choose energy efficient HVAC units that show both kW and kWh savings.  This program applied to equipment purchased and installed as part of normal or emergency replacement processes.  

Targeted Market Participants and/or End-Uses 

The program targeted distributors of unitary HVAC equipment, which might ultimately be installed in the non-residential retrofit or new construction markets, primarily commercial.  The targeted end-use was commercial space that required air conditioning.

Implementation Strategies

PG&E’s Nonresidential HVAC Turnover Program strategies for PY 2000 included implementing a distributor incentive program to increase stocks of high-efficiency equipment.  In addition, PG&E built awareness of the distributor incentive program among unitary equipment distributors, solicited program incentive applications from unitary equipment distributors, and provided incentives for installation of high-efficiency unitary HVAC equipment that met energy performance standards established by the CEE.

PG&E significantly streamlined the application process through the use of electronic processing.  Distributors were able to apply for the program via an interactive CD-ROM.  Lists of service providers, as well as general information about the benefits of high efficiency HVAC equipment, were available to customers via the SmarterEnergy™ Website or other marketing materials.  The program was marketed by PG&E staff and consultants.

Major Accomplishments

In PY 2000 this program increased the penetration of high efficiency packaged air conditioning units by 44,511 tons.  This accomplishment exceeded the milestone goal of 33,000.  This increased penetration will save an estimated 7.7 million kWh and 4,971 kW.

· As of December 31, 2000, PG&E had partnered with 21 distributors to ensure adequate supply of high-efficiency HVAC units to meet demand.

Nonresidential Motor Turnover - Financial Incentives

The Nonresidential Motor Turnover program was designed to produce energy savings by increasing the number of premium efficiency motors sold.  Financial incentives were offered to motor distributors to encourage stocking and sales of premium-efficiency motors that met CEE standards.  PG&E maintained upstream rebates at the same dollar level in PY 2000 to insure that contractors, vendors, and customers benefited from the incentives.  The Express Efficiency motors strategy offered an interactive, on-line application form.  Lists of service providers were provided to customers.

Targeted Market Participants and/or End-Uses 

While the Express Efficiency Motors strategy served all nonresidential end-users, the primary end-uses segments were industrial and agricultural.  The targeted end-use was drive power.  The target markets were motor distributors and all nonresidential customers that required motors in their processes. 

Implementation Strategies

PG&E’s Express Efficiency Motors strategies in PY 2000 included implementing a distributor incentive program to increase stocks of premium-efficiency motors, educating distributors and vendors and building awareness of distributor incentive program among motor distributors.  In addition, PG&E solicited program incentive applications from motor distributors and implemented incentives for sales of premium-efficiency motors that met energy efficiency standards established by the CEE.

PG&E simplified the incentive application process by providing distributors with an application form on an interactive CD-ROM.  Lists of qualifying equipment were updated quickly through e-mails that fed into the CD-ROM.

PG&E marketed the program to motor distributors.  Lists of service providers were furnished to customers through the SmarterEnergyTM Website and other marketing materials.  The program was marketed by PG&E staff and consultants and relied heavily on face-to-face meetings with potential program participants.

Major Accomplishments

PG&E provided rebates for 1,829 installed efficiency motors.  Fifty-three distributors were enlisted to ensure adequate supply of energy efficient motors, which exceeds the PY 2000 goal of 41 distributors.  It is estimated that this program is responsible for 2,021,765 kWh and 318 kW of energy savings.

Commercial Remodeling/Renovation - Financial Incentives

This element focused on reducing the initial cost of energy-efficient technologies and design practices in an effort to encourage customers to obtain first-hand experience with energy savings and performance characteristics.

The PY 2000 statewide Express Efficiency program provided rebates directly to customers for retrofit installation of energy-efficient lighting, air conditioning, refrigeration, food service, and gas equipment.  All measures were prescriptive.  Measures, technical requirements, and most rebate levels were consistent statewide and were published in statewide program material.  Other aspects of the PY 2000 Express Efficiency program, eligibility in particular, were customized to meet the needs of each utility.  The California investor-owned utilities worked together to develop program materials in a cooperative effort and continued to refine the program as needed.
Savings By Design was a statewide program that sought to permanently reduce or eliminate transaction costs and other market barriers limiting widespread adoption of energy-efficient integrated building design techniques and practices.  Program elements addressed to large and small commercial remodeling and renovation market segments were specific to gut-rehabilitation and tenant improvement projects including the public, private, and speculative construction markets.  Delivery strategies included training, education, outreach, and tool development, as well as energy centers.

The Savings By Design program targeted specific links in the remodeling and renovation decision-making chain.  The Whole-Building Approach was used for complex projects where the design team integrated the energy systems.  The Systems Approach was used for projects where design of the energy systems was done at different phases, where one energy system predominated, where intervention occurred late in the design, or for buildings with simple interactions.

Targeted Market Participants and/or End-Uses 

The downstream element of the Express Efficiency program targeted small- and medium-sized businesses.  The program was open to commercial, industrial, and agricultural accounts.  Targeted end-uses included lighting, air conditioning (except central/package units), refrigeration, food service, and gas water and space heating.

The program targeted primary decision-makers at multiple levels within the commercial construction industry including building owners, financial and banking officers, architects, engineers, contractors, builders, developers, energy consultants, and facilities personnel in all commercial remodeling and renovation projects.

The program also targeted market segments and projects specific to commercial remodeling and renovation.  These could include renovation and rehabilitation of historical structures and retrofit of specialized occupancies consistent with Title 24.  Such Title 24 methodologies included standard pass-through of historical features and application of Title 24 standards to the modernized portions of historical building renovations.

Implementation Strategies

The Express Efficiency customer incentive program was largely implemented through EESPs, supplemented by utility field staff, with administrative support and marketing largely out-sourced.  Savings By Design was marketed and supported by utility field staff, while the technical assistance, design assistance, and administration of the incentives was largely out-sourced.

Savings By Design program strategies included technical and project-specific design assistance to identify and analyze efficiency opportunities and perform integrated design provided to architects, builders, developers, engineers, and contractors.  Design incentives and project-specific design information was provided to architects, engineers, builders, and developers to encourage energy efficiency and financial analyses that would include building simulation modeling.  Targeted financial incentives were provided to owners, builders, and developers to defray the costs associated with the investigation and procurement of energy-efficient equipment and integrated design practice.

Savings By Design program was implemented by applying the information, tools, and training developed under the Energy Design Resources element to specific projects utilizing Savings By Design program assistance.

Major Accomplishments

The Daylighting program released Desktop Radiance 1.0 through LBNL and offered a set of classes on daylighting topics at the PEC.  A paper on daylighting market barriers was presented at ACEEE.  The Commissioning Program produced a successful series of training classes on building commissioning and building measurement techniques and completed a market assessment.  Preparatory work was completed for coursework to be presented at the PEC in the first quarter of 2001.  A Natural Cooling program work plan and RFP for comprehensive analysis of natural cooling technologies was completed. 
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