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1. INTRODUCTION

The Energy Trust of Oregon (Energy Trust) contracted with Research Into Action,
Inc. and its subcontractors Feldman Management Consulting, Nexus Market
Research, Inc. and Quantec, LLC to conduct an inventory of best practices for
energy efficiency organizations and energy efficiency programs.

Key to this study is the idea of best practice. The purpose of the best practices
research, according to the Energy Trust, was “to identify innovative program and
administrative approaches that merit further investigation, adaptation or
emulation by the Energy Trust.”

Our approach to this project was to draw directly on our own extensive experience
with a variety of energy organizations and the energy efficiency community to
identify key informants who can in turn identify exemplary organizations and
programs and to identify additional organizations that have developed excellent
programs or administrative procedures.

In conducting the inventory, we considered two factors to be of utmost importance
in selecting organizations from which to draw best practice examples. These are:

1. That the programs and administrative procedures we select had been
nominated by key informants as worthy of consideration as best
practices, and

2. That the examples are potentially transferable to the Energy Trust.

These two factors led us to use a methodology based on nominations by key
informants. This introduction discusses our methodology for conducting the
inventory and provides an outline of the report.

METHODOLOGY

We initiated the project in late May 2002. The first step was to work with the
Energy Trust staff to identify a list of key informants in the energy efficiency
industry. The Research Into Action team contacted each of the key informants and
asked them a series of questions to identify best practices in organizations and
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1. Introduction

energy efficiency programs. (See Appendix A for list of key informants and list of

questions.)

Following the completion of interviews with key informants, we compiled a list of
programs and organizational practices. We reviewed this list with staff at the
Energy Trust and identified the programs that should be pursued with a detailed
interview and preparation of a summary of the program or practice. A copy of the
guestions used for programs and for organizations is provided in Appendix B.

Following the interview, we prepared a summary of each practice or program and
submitted that to the interviewee to ensure accuracy. We then submitted the

summary to Energy Trust staff, who provided comments and questions. The final
versions were then prepared.

Table 1 displays the programs that were nominated and the subsequent status of
that program. In some cases, programs were dropped as a result of the interview
with the program or organization contact. A brief explanation for why they were

dropped is provided in the comment column.

Table 1

NOMINATED ORGANIZATIONAL PRACTICES AND ENERGY EFFICIENCY PROGRAMS

PAGE ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT
ORGANIZATION PRACTICES
11 Efficiency Vermont: Communications, Organization X
Structure, Performance Metrics, Subcontracting
16 Efficiency Vermont: Measure Screening X
17 National Grid: Program Delivery X
21 New South Wales Sustainable Energy Development X
Authority: Organization Structure
NA New York State Research and Development NC
Authority: Organization Structure
24 Northwest Energy Efficiency Alliance: Project X
Conftracting, Project Screening
31 Northwest Energy Efficiency Alliance And Northeast X
Energy Efficiency Partnership: Circuit Riders
ENERGY EFFICIENCY BEST PRACTICES ﬂ' " “
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1. Introduction

PAGE ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT
Continued

NA Northeast Energy Efficiency Partnership: Organization Dropped Energy Trust staff has

Structure high familiarity with
NEEP

34 Pew Charitable Trusts: Non-Profit Staffing X

37 Southern California Edison: Conftracting Procedures X

40 Wisconsin Energy Conservation Corporation: Circuit X
Riders

43 Wisconsin Energy Conservation Corporation: X

Organization, Program screening, Staffing Ratio

RESIDENTIAL ENERGY EFFICIENCY PROGRAMS

49 Benton County PUD: Dipstick Weatherization Program X

NA California Power Authority: loans Dropped No deal with Fannie
Mae has been made

53 Efficiency Vermont: Lighting and Appliance Rebates X

56 Efficiency Vermont: Residential High Use Program X

59 Energy Efficiency Homes Midwest: ENERGY STAR® Homes X

Program

63 National Grid: Appliance Management Program X

67 National Grid: EnergyWise Program X

71 New Jersey Utilities: Residential HYAC Program X

NA New York State Research and Development NC

Authority: Home Performance

76 Northeast Utilities: Lighting Catalog X
NA Northwest Energy Efficiency Alliance: Clothes Washer | Dropped Market
& Appliances, Manufactured Housing, Residential fransformation
Lighting, Windows programs, Trust staff
plans to coordinate
with Alliance as
appropriate
80 Sacramento Municipal Utility District: Residential Loan X
Services
ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
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1. Introduction

Authority: Flex Tech Program

PAGE ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT
NA Southern California Edison: Refrigerator Recycling NC
Continued
84 Tacoma Utilities: Residential Weatherization X
88 Wisconsin: High Efficiency Furnace Program X
92 Wisconsin Energy Conservation Corporation: ENERGY X
STAR® Homes
NA Wisconsin Energy Conservation Corporation: Lighting NC
and Appliance
COMMERCIAL AND INDUSTRIAL ENERGY EFFICIENCY PROGRAMS
100 Ameren: Commercial End-Use Audit Program X
105 California: California Efficiency Express Program X
NA Efficiency Vermont: Small commercial Dropped No targeted small
commercial program
109 Energy Center of Wisconsin: Daylighting X
NA EU: European Revolving Loan Dropped Primarily a
government policy
NA EU: Loan guarantees o private lenders--European Dropped Primarily a
models government policy
114 National Grid: Chiller Program X
118 National Grid: Commissioning X
NA National Grid: Compressed Air Challenge Dropped Similar to
Sacramento
Municipal Utility
District Compressed
Air Challenge
121 National Grid: Design 2000 X
126 National Grid: Industrial Technical Assistance X
174 Netherlands: Long Term Agreements with Industrial X
Firms
130 New York State Research and Development X

ENERGY EFFICIENCY BEST PRACTICES
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1. Introduction

PAGE ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT
NA New York State Research and Development NC
Authority: Motors Frequent Purchaser
Continued
135 Northeast Energy Efficiency Partnership: Cool Choice X
— Commercial HVAC
139 Northeast Utilities: Commercial Retrofit RFP Program X
143 Northeast Utilities: Energy Conscious Constfruction X
146 Northeast Utilities: Industrial Consulting Services X
150 Northeast Utilities: Small Business Program X
NA Northwest Energy Efficiency Alliance: Commissioning, | Dropped Market
Microelectronics fransformation
programs, Trust staff
plans to coordinate
with Alliance as
appropriate
NA NSTAR: Commissioning Dropped National Grid
Commissioning
viewed as better
153 Oakland: Energy Efficiency Design Assistance X
NA PacifiCorp: Energy FinAnswer Dropped | Energy Trust had prior
knowledge of
program
157 Sacramento Municipal Utility District: Compressed Air X
Services
160 Southern California Edison: HVAC Modeling Tools X
161 Southern California Edison: Quotas for Motors X
179 United Kingdom: Energy Efficiency Best Practice X
Programme
NA United Kingdom: Making a Corporate Commitment Dropped Primarily a
Campaign government policy
165 Xcel Energy: Colorado Custom Efficiency Program X
169 Xcel Energy: Minnesota Custom Efficiency Program X
ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
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1. Introduction

PAGE ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT
MISCELLANEOUS ENERGY EFFICIENCY PROGRAMS

184 California: Flex Your Power Campaign X

Continuved
NA Efficiency Vermont: Dairy Dropped Herd size not

comparable to
Oregon

188 Energy Center of Wisconsin: Education and Training X
NA Northern States Power: Dairy Programs Dropped No current program
NA Southern California Edison: Hydraulic Services Dropped | Program 50 years old
NA Wisconsin Focus on Energy: Dairy NC

* NC= pending review by interviewee; X=completed and included in report

The programs and practices with an “NC” listing in Table 1 were nominated, but
due to limited resources or difficulty in reaching the contact and completing the
interviews, these summaries were not completed. Each of these might still provide
valuable information to the Energy Trust, but would require additional resources to
complete.

Our key informants nominated over 70 programs. Through discussions with Trust
staff we subsequently reduced these to the 62 programs or practices to target that
are included in this table.:

The Research Into Action team proceeded to contact representatives for each of the
62 programs and to conduct structured interviews in order to compile the
information requested by the Energy Trust. At the conclusion of this process we
were able to complete summaries on 45 programs or administrative practices.

Three areas dominate the best practice inventory: the Northeast United States
including New England, New York and New Jersey (with 26 nominations),

1 In some cases, single organizations were nominated for multiple best organizational practices so that a single
summary was prepared with multiple practices. Where organizations had multiple programs, we prepared a
summary on each program and did not combine these.
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1. Introduction

Wisconsin (8 nominations) and California (9 nominations). We also received six
nominations for international organizations or programs, but only three were
completed as the other three turned out to be driven largely by government policy
and were not transferable to the Energy Trust. The Northwest has three
nominations included in the study. We received several additional nominations,
especially about the Northwest Energy Efficiency Alliance; however, due to the
close working relationship between the Energy Trust and the Alliance, these
additional nominations were viewed as unnecessary to pursue.

It is important to note that there is no way to ascertain whether these are the best
practices that are possible in each of these program and organizational areas.
Certainly the respect that energy efficiency experts hold for these programs and
organizations suggests that they are best practices, but it was clear from our
discussions with program and organization staff that opportunities still exist to
improve and enhance programs and practices. At the same time it is also possible
for a simple change in management or regulatory policy to eliminate the aspects the
nominators consider to be best practice, as we found in at least four cases.2

It is also important to recognize that none of these programs started out as best
practice programs; all took time to evolve to their current state. Our research
showed that many of these programs have been operated for many years, and have
been changed multiple times in the pursuit of improvement. Process evaluations,
market research and impact evaluation results have shaped many of the programs.
At the same time, efforts by program staff to work with contractors and trade allies
have also tended to change the programs to be more effective. Ultimately, a
program must be designed to respond to the current conditions, and, as some of the
interviewees noted, having good staff or contractors is what really makes the
difference.

Our findings are consistent with findings reported by Hans Nilsson and Clas-Otto
Wene in their study for the International Energy Agency on best practices of energy
efficiency programs that follow the technology deployment approach, more familiar
as market transformation in the United States.s Their study reports that, “Truly
successful programs have been developed over a long period, combine several policy
issues (i.e. are coherent), use feedback mechanisms to reflect on their results... and
are demand driven....” They also note that an important finding, and one we hope

2 Cadlifornia Efficiency Express; Benton County PUD Dipstick Weatherization; Ameren Commercial End-Use Audit;
and Xcel Energy Minnesota Custom Efficiency Program.

3 Nillson, Hans and Clas-Otto Wene. (2002) Best Practices in Technology Deployment Policies. In proceedings of
the 2002 ACEEE Summer Study on Energy Efficiency in Buildings. pps. 9.289-9.300
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1. Introduction

the Energy Trust considers in reviewing these best practices and considering how to
transfer them to Oregon, is that “energy-efficiency programs are highly contextual
and cannot easily be transferred among countries and/or sectors..”

REPORT FORMAT

The sections that follow this introduction review first the organizational practices,
then the residential programs, followed by commercial and industrial programs and
lastly the miscellaneous programs.

ENERGY EFFICIENCY BEST PRACTICES ﬂ' " 0
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2. Organization Practices

2. ORGANIZATION PRACTICES

The key informants nominated nine organizations with at least one
organizational practice that could be considered a best practice. One of the
organizations due to familiarity with the organization on the part of Energy
Trust staff and another organization summary could not be completed. We
completed nine summaries for practices from seven organizations.

The focus of this effort was to identify organizational practices that will help
the Energy Trust meet some of the guidelines designed to ensure that it
satisfies the legislative intent in SB 1149. The key guidelines the RFP
directed us to respond to in seeking organizational practices are:

» Seek competitive bids for Trust work when appropriate.!

» Costs of operating the Energy Trust will balance the lowest possible
administrative costs with overall organizational effectiveness.

» Professional standards of conduct and organizational effectiveness
will guide all Energy Trust operations, consistent with the public
interest and mandates of the statute.

Thus we specifically asked informants to think about organizations with best
practices on program delivery, on staffing, on contracting for different types
of services, and on overall organizational structure for administering public
funds.

Table 2 provides a synopsis of the 10 organization practices, the
organizations and their locations.

1 Energy Trust of Oregon RFP for Best Practices Survey Research.
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Table 1

2. Organization Practices

ORGANIZATION BEST PRACTICES REVIEWED

ORGANIZATION

PRACTICES

LOCATION

Efficiency Vermont (EVT)

Communications,
Organization Structure,
Performance Metrics,
Subcontracting

Vermont

Efficiency Vermont

Measure Screening

Vermont

National Grid

Program Delivery

Massachusetts

New South Wales Sustainable
Energy Development Authority

Organizational Structure

New South Wales, Australia

Northwest Energy Efficiency
Alliance

Project Contracting, Project
Screening

Northwest

Northwest Energy Efficiency
Alliance and Northeast Energy
Efficiency Partnership

Circuit Riders

Northwest and Northeast

Pew Charitable Trusts

Non-Profit Staffing

National USA

Southern California Edison

Contracting Procedures

California

Wisconsin Energy Conservation
Corporation

Circuit Riders

Wisconsin

Wisconsin Energy Conservation
Corporation

Organization, Program
Screening, and Staffing Ratio

Wisconsin

ENERGY EFFICIENCY BEST PRACTICES
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2. Organization Practices

ORGANIZATIONAL PRACTICES SUMMARIES
Efficiency Vermont: Communications, Organization Structure, Performance
Metrics, and Subcontracting
Name of Organization: Efficiency Vermont (EVT)

Best Practices Targeted: Overall Organizational Structure, Performance
Metrics, Communications and Subcontractors

Name of Contact: Blair Hamilton, President of Vermont Energy Investment
Corporation (VEIC), Managing Director of Efficiency Vermont

Phone and Email: 802.658.6060 x 1024; blair@veic.org

Why Nominated

EVT was nominated as a best practice organization for being an effective
program administrator of public benefits funds and for performance metrics,
communications, and subcontracting lessons learned. The nomination in part
was made due to apparent similarities between the Energy Trust and EVT,
as well as the fact that EVT had been operating for nearly three years with
apparent success in acquisition of resources. (A comparison of the four
currently operating public benefits programs is provided in York, et. al.
2002.)

Organization Structure

The idea of a single organization with the mission of offering energy
efficiency services is at the root of the design of the efficiency utility? contract.
While electric and gas utilities are logical tools for implementing energy
efficiency, the goal of energy efficiency conflicts with the mission of investor-
owned utilities to provide energy. In Vermont, the solution was to contract
with a single entity whose mission would be to deliver energy efficiency
services. Vermont Energy Investment Corporation (VEIC) was selected from
a field of six bidders to implement the efficiency utility. The organizational
structure is noted in the following organization chart.

2 Vermont is unique in its allocation of public benefits funds for the purpose of funding an Efficiency
Utility, in contrast to electric and gas energy production and distribution utilities.
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2. Organization Practices

The Public Service Board oversees the efficiency utility and the generation
and distribution utility activities in Vermont. The Board contracted with a
contract administrator and a fiscal agent to manage the contractual and
financial issues for the efficiency utility. The system benefit charge funds are
sent by the utilities to the fiscal agent, who then pays EVT invoices once the
Contract Administrator approves them. The contract administrator oversees
the business issues of the efficiency utility contract, ensuring that contractual
obligations are met, reviewing invoices and making recommendations to the
Public Service Board on the contractual performance of EVT. The contract
administrator is also responsible for making recommendations to the Board
on any issues about which the Department of Public Service (DPS) and EVT
have not reached agreement. The DPS is charged with planning and
evaluation activities for demand- and supply-side electrical issues. They are
charged with making recommendations to the Public Service Board regarding
the performance of EVT in terms of energy efficiency and renewable services
and for identifying opportunities for energy efficiency and renewable services.

This structure enables the Board to report to the legislature that no
additional state employees have resulted from the effort. The use of a
contract administrator and fiscal agent ensure that Board staff members are
not directly involved in activities of the efficiency utility. Furthermore, no
funds from the system benefit charge are ever included in the state budget.
An advisory committee to the Board is composed of seven people? who meet
every other month to review EVT activities and make recommendations to
the Board about EVT activities. The contract and payment to EVT is
performance based. The metrics include kWh and kW goals as well as activity
milestones.

The 2001 annual report reports that after two years of effort, 30,966 Vermont
residential and commercial consumers took advantage of EVT programs for a
total savings of 60,359 MWh of electricity compared to a three-year goal of
83,592 MWh of generation net of free riders. The total payment possible for
the first three years is capped at $28,381,083.

Funding

Funding for EVT comes from a system benefit charge of 2.6% of revenue from
electricity consumption. These fees are collected by the utilities and sent to
the fiscal agent. The system benefit charge is phasing in over three years,

3 Two utility staff, one low income advocate, one efficiency advocate, the director of the Economic
Development department, a former utility manager, one legislator and one business representative.

ENERGY EFFICIENCY BEST PRACTICES 00
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2. Organization Practices

beginning at $.015/kWh in 2000. The total funds available for the three-year
period are $27 million.

Stakeholders

The stakeholders are the legislature, the Board of Public Utilities, the
Department of Public Service, the utilities and the rate payers of Vermont.

Practice: Program Performance Metrics

The performance metrics for the first three-year contract period were
structured to ensure acquisition of kWh and kW savings. There are specific
quantified goals for MWh energy saving and total resource benefits for the
three-year contact as well as over 30 activity milestones and result
indicators. A financial performance incentive of 2.9% of the contract value is
provided for 100% attainment of performance result. The performance
metrics are weighted at 25% for the MWh goal, 20% for activity milestone
attainment, and 57% for other program savings goals. Just 3% are allocated
to market effects. EVT staff tended to focus on achieving the MWh goals and
activity milestones, resulting in most goals being achieved ahead of schedule.

The next contract period, however, will have a different performance metric
structure. That structure is currently being determined. Both the DPS and
EVT would like the performance metric to enable more market
transformation and infrastructure activities, which will require some portion
(7% proposed by the DPS) that is not strictly tied to kW and kWh goals. An
attachment is provided in Appendix B describing the performance metrics for
the first contract period.

The performance metrics process is discussed in detail in (Hamilton, et. al.
2002).

Practice: Subcontracting

In order to keep costs contained, EVT was expected to use subcontractors to
deliver program services rather developing a large internal staff. In its
proposal to the Board, VEIC included two implementation firms as part of its
team, with the express intention of contracting with these firms to deliver
services. In the residential sector, EVT has found the use of contractors to be
generally effective. EVT works closely with the regional initiatives facilitated
by the Northeast Energy Efficiency Partnerships, Inc. NEEP) to implement
appliance and lighting efforts.

ENERGY EFFICIENCY BEST PRACTICES 00
PAGE 13

research/into/action~





2. Organization Practices

In the commercial and industrial sector, NEEP programs include rebates for
HVAC and motors. The major program activities for these programs are
working with trade allies and customers; these services can be delivered by
contractors or by EVT staff. EVT has generally found that the contractors
could not deliver services as well as EVT staff could. Contractors had to hire
local staff in order to implement as there were no implementation contractors
located in Vermont at the outset of the effort. Program issues had to be
worked out to ensure that implementation was consistent with EVT goals.
Over the first two years, EVT has reduced the use of contractors and now
seeks to hire and train directly. EVT has been slowly filling positions as
qualified people are found. By doing the work themselves they have been able
to have high confidence in the message and quality of program services.

Staffing at EVT includes commercial and industrial program staff,
residential program staff, administrative staff. Subcontractors that continue
to work with EVT include consulting engineers for custom projects such as
daylighting.

Practice: Communications

EVT communications for residential is consistent with the NEEP effort, while
other market messages are low profile. There has been one radio spot on
public radio and one on the Red Sox broadcast. In addition, for three months,
there was an energy tip on the weather segment of the news on one TV
station. Most marketing has relied on public relations strategy, newspapers,
and publicity for the torchiere turn-in. In addition, the utilities have done the
following:

» They were required by the Board at the outset of the system benefit
charge to print a message on each customer bill for three months
indicating that efficiency services were now provided by EVT.

» They were required as part of keeping things a “level playing field”
to provide bill stuffer space to EVT four times a year. EVT pays for
the printing. The larger utilities include the stuffer, while for
smaller utilities EVT also pays for the additional mailing house
costs.

As with other activities, EVT initially contracted for marketing design and
implementation. They no longer bid the design out, but have a marketing
director who manages all marketing activities and hires contractors for
specific efforts as needed.
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2. Organization Practices

Transferability to the Energy Trust

The opportunity to transfer the organizational structure of EVT has passed.
EVT is different from the Energy Trust primarily because there is a contract
administrator and fiscal agent between EVT and the Board of Public
Utilities. EVT is the implementation contractor managed by the contract
administrator for the Board of Public Utilities. In addition, the role of the
DPS is not duplicated in Oregon.

The lessons learned about performance metrics, subcontracting and
communications are worthy of consideration and could be transferred. In
many ways the major lesson learned from EVT is that over time it becomes
apparent what is best done in-house and what is more efficiently done by
contractors. This is difficult to judge at the outset as the availability of
competent and knowledgeable contractors will vary by location and over time.

References

Hamilton, B., Plunkett, J., Wickenden, M. (2002) Gauging Success of the
Nation’s First Efficiency Utility: Efficiency Vermont's First Two Years.
Forthcoming ACEEE Summer Study, Washington, DC.

York, D., Mathews, S., Henderson, B., Hamilton, B., Meier, P. (2002)
Administration and Implementation of Public Benefits Programs-
FExperiences for Four States. Forthcoming ACEEE Summer Study,
Washington, DC.
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Efficiency Vermont: Measure Screening

Name of Organization: Efficiency Vermont (EVT)
Best Practice Targeted: Measure Screening
Name of Contact: Chris Neme

Phone and Email: 802.658.6060 x 1022; cneme@veic.org

Organization Structure, Funding, Etc.
See previous write-up about EVT Organizational practices
Practice: Residential Measure Screening

EVT uses two screening tools for determine measures. One is called Dis-tool,
which disaggregates hot water savings from electric energy consumption. The
other called Statewide Screening tool, screens for cost effective measures.

The Dis-tool was developed by VEIC to disaggregate hot water use from
electric use. It calculates hot water consumption and provides information to
determine whether fuel switching is a cost effective option. In the near future
it will also be used to calculate whether solar hot water is a cost effective
option for the customer.

Optimal Energy developed the screening tool for the Vermont Department of
Public Service. Optimal Energy customizes the tool for other utilities and
states and it is now used in Massachusetts, New Jersey, at LIPA and by
NYSERDA. The tool is a somewhat complex Excel spreadsheet, and has the
advantage of not being a “black box” like some of the tools used in the mid
90s.

Transferability to the Energy Trust

The measure screening tools are transferable, though the fuel switching use
may be minimal, the statewide screening tool could easily be adapted and
customized to Oregon.
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National Grid: Program Delivery

Name of Organization: National Grid
Best Practice Targeted: Program Delivery
Name of Contact: Tim Stout

Phone and Email: 508.421.7205; timothy.stout@us.ngrid.com

Why Nominated

National Grid program delivery activities were nominated as a “best practice”
organization because of its effective delivery of a broad range of energy-
efficiency programs across all sectors, as evidenced by the large number of
“best practice” program nominations received by National Grid as part of this
study.

Structure and Staffing

There are 32 full-time staff members involved in energy efficiency at National
Grid’s headquarters, serving operating company subsidiaries in
Massachusetts, Rhode Island, and New Hampshire. (Massachusetts accounts
for about 75% of customers and load). In addition, in Massachusetts, there
are 40 account managers who market to large C&I customers and who spend
40% of their time on energy efficiency.

The Director of Energy Efficiency is responsible for overall implementation,
evaluation, and planning. Under him is a Manager of C&I Programs, a
Manager of Residential Programs, and a Director of Evaluation. The
Manager of C&I Programs and the Manager of Residential Programs each
has individual program managers, engineers, and administrative staff
reporting to them. The Director of Evaluation has seven evaluators
reporting.

Funding

Funding for National Grid’s energy efficiency programs comes from a system
benefit charge of 2.5 mils for 2002—down from 3.3 mils—based on
restructuring legislation of 1997. The total budget for 2002 in Massachusetts
1s about $48 million, plus $3.5 million in shareholder incentives. About $21
million goes for residential programs, and $27 for commercial. Internal
payroll and employee expenses are $3.2 million, information service costs are
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2. Organization Practices

$1.5 million, legal costs are $100,000, and evaluation costs are $2 million; the
remainder—about $41 million—are for implementation.

Organizational Purpose

The energy-efficiency programs at National Grid, because they are funded by
customers through a mandate by the state legislature, are guided by the
mission of the Massachusetts Department of Energy Resources (DOER): to
implement energy policies that ensure an adequate supply of reliable,
affordable and clean energy for the businesses and residents of
Massachusetts; and to improve and streamline energy regulation, promote
greater efficiency in all energy uses, reduce energy costs, and mobilize energy
education. In addition, National Grid is committed to energy efficiency as a
service to its customers and the Commonwealth, and as a way for the
company to make money. In fact, National Grid had a major hand in
negotiating the restructuring legislation of 1997, including the energy
efficiency provisions. Both resource acquisition and market transformation
are overall program goals.

Stakeholders and Accountability

In planning program expenditures, National Grid shares the preliminary
budget with the Collaborative, made up of the Northeast Energy Efficiency
Council, Associated Industries of Massachusetts, the Energy Consortium,
low-income advocacy groups, the Attorney General, and the Conservation
Law Foundation. National Grid and the Collaborative negotiate and
compromise on the energy efficiency budget, based on the company’s initial
recommendations. The DOER also participates as an observer in these
negotiations, and has to approve the filing. The Department of
Telecommunications and Energy (DTE) approves the final budget.

Individual program budgets as well as the overall budget must be approved
as part of this process. Core programs have demand and energy savings
goals. There are also market transformation programs without specific
demand and energy savings goals, but rather incentive mechanisms based on
metrics—for example, number of ENERGY STAR-labeled homes, number of
motors sold, the completion of a particular evaluation, etc.

National Grid has ongoing communications with the Collaborative, the
DOER, and the DTE—all year round, not only at budget time—to make sure
there are no surprises.

Ultimately, because funding for energy-efficiency programs depends on
legislation, the state legislature is another key constituency. On a regular
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basis, therefore, National Grid sends newsletters to Massachusetts
legislators and meets with the State Energy Committee. National Grid is the
only utility in Massachusetts with regular outreach efforts targeted at the
legislature.

Program Delivery at National Grid

Support for energy efficiency at National Grid starts at the very top of the
organization, as it has since the inception of energy efficiency programs in the
mid to late1980s. National Grid is known for its cooperative relations with
regulators and interveners, stemming from its demonstrated desire to design
and implement programs that save energy cost effectively, rather than
simply adhering to the letter of legal requirements.

This support at the top flows through to mid-level managers and
professionals as well; National Grid is often cited as an organization that
manages to attract and keep good staff. In part, this may be because staff
members who are committed to energy efficiency perceive that their efforts
are recognized and supported. Other factors involved in attracting and
keeping good staff include the involvement of National Grid’s energy
efficiency managers in regional and national organizations, which keeps
them connected to the world of energy efficiency.

National Grid originates many programs, such as Design 2000p/us, that end
up being emulated by other organizations. Their ability to generate
outstanding programs stems from staff and management commitment, and
also from their willingness to hire the premier program designers in the
country.

Much of National Grid’s success also derives from its commitment to hiring
good outside contractors for program implementation, and, once competence
is demonstrated, committing to them for the long term.

Finally, the success of National Grid in the delivery of energy efficiency
programs also depends on its effective use of evaluation and monitoring for
mid-course correction.

Transferability to the Energy Trust

It would appear that most of the conditions that have permitted energy
efficiency programs to flourish are or could be in place in Oregon. The ten-
year funding commitment to the Energy Trust is double the current five-year
commitment in Massachusetts, allowing a long-term approach to the buildup
of staff and infrastructure. The independence of the Energy Trust from
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utilities, and the long-term involvement of its managers in the industry,
assure organizational commitment to energy efficiency.

This commitment to efficiency should help attract and keep good staff. The
concentration of the industry in Portland should also be a help insofar as it
provides a large, experienced labor pool, but a hindrance in that it generates
competition for staff and could drive up salaries.

The program design success of National Grid could be expected to be repeated
by the Energy Trust because of the presence of the large energy-efficiency
program design contingent in Oregon, and indeed on the Energy Trust’s own
staff.

The presence of the energy efficiency industry in Oregon and the previous
and ongoing efficiency activities of the utilities and the Northwest Energy
Efficiency Alliance has built up the industry infrastructure, which should
allow programs to ramp up quickly.

Some conditions in southern New England that differ from those in Oregon
could make for differences in the specifics of program design, if not in overall
intent. These include weather: it is both hotter in the summer and colder in
the winter in southern New England than in western Oregon, such that
weather-related efficiency measures may not be as cost effective. National
Grid’s electric rates are higher as well, which also affects program cost
effectiveness. Finally, the presence of the volatile California electricity
market next door to Oregon could make demand issues more important than
in National Grid territory.
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New South Wales Sustainable Energy Development Authority: Organization
Structure

Name of Organization: New South Wales Sustainable Energy Development
Authority (SEDA)

Best Practice Targeted: Organization Structure

Name of Contact: Mark Fogarty

Phone and Email: 02.9249.6100 (New South Wales, Australia);
mfogartv@seda.nsw.gov.au

Why Nominated

SEDA is recognized in Australia and internationally as an organization that
implements innovative and effective programs to reduce greenhouse gas
emissions. SEDA has received the US EPA Climate Protection Award and
has been commended in the United Kingdom’s House of Commons.

Two novel ideas that stand out are:

1. They have created and are maintaining a database of carbon
savings from energy efficiency projects. The database is available
for their Energy Smart Business Partner participants. The carbon
savings may be of significant value to the businesses in the future
if carbon reduction targets are imposed or if a carbon trading
market is developed. This service is not available to businesses
that do not agree to the Energy Smart targets and guidelines.

2. In the residential market SEDA is working with the Australian
Capital Territories to pilot a residential home labeling
requirement. Under the program all new and existing homes that
are sold would be required to have an energy use label. The label
would be based on an audit from a qualified auditor. If it proves
effective this program will be introduced as law for homes sales.

Organization Structure

SEDA comprises an Executive Director, 6 staff in Sustainable Energy Supply,
10 staff in Business Energy Efficiency, 6 Staff in Residential Energy
Efficiency, 5 administrative staff and 2 communications staff.
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Organization Funding

The organization has been funded primarily by the New South Wales state
budget. This funding has amounted to $85 million dollars over the past 6
years. State funding is phasing out. The organization has also received
about $2 million from other sources and is seeking additional funding sources
to become self-funding.

Organization Purpose

The New South Wales Government established SEDA in 1996 to reduce
greenhouse gas emissions related to the production and use of energy in the
state. SEDA works towards this goal by investing in the development,
commercialization, promotion, and use of energy efficiency, renewable energy
and low emission energy technologies. SEDA designs and implements
programs directed at building the demand for and supply of these sustainable
energy technologies.

The six goals set out in SEDA’s corporate plan are:
1. Facilitate reductions in greenhouse gas emissions
2. Facilitate reductions in the cost of energy
3. Facilitate the development of the sustainable energy industry

4. Encourage the development of employment and export
opportunities

5. Facilitate improved quality and wider choice of energy products
and services

6. Provide reliable, useful and timely information about sustainable
energy technologies.

To implement these goals, SEDA has established a wide range of programs
addressing energy generation, transportation and residential and commercial
industrial energy efficiency.

Stakeholders

SEDA has been a state agency. State funding ends in 2002. The agency is
looking to develop new funding sources and stakeholders.
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Transferability to the Energy Trust

SEDA’s effectiveness derives from its close governmental relationships and a
strong local population environmental ethic. Both of these attributes are
common to the Energy Trust. Thus, SEDA’s approaches may have
applicability to the Energy Trust. Given that, SEDA’s programs are market
transformation in nature. They require establishing relationships with
businesses and government and consequently have potentially long lead
times. An example would be the establishment of an energy-labeling
requirement for home sales. Consequently, SEDA’s approach should be
considered a long-term approach.
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Northwest Energy Efficiency Alliance: Project Contracting and Project
Screening

Name of Organization: Northwest Energy Efficiency Alliance (the Alliance)
Best Practices Targeted: Project Contracting and Project Screening

Name of Contacts: Susan Hermenet and Jeff Harris

Phone and Email: 503.827.8416 x 225; 503.827.8416 x 253

Why Nominated

The Alliance was nominated as having a best practice in the way it contracts
for projects to fund. Informants viewed this process as fairly rapid, resulting
in good projects for the Alliance. The measure screening process for the
project review process was also viewed as a best practice.

Organization Structure

The Alliance board of directors is composed of three groups, each with veto
power over specific projects. The first group consists of representatives of the
region’s investor-owned utilities and state public purpose fund
administrators. The second group consists of representatives of the publicly
owned utilities and the Bonneville Power Administration (Bonneville). The
third group consists of representatives of each of the four northwest state
governors’ offices and public interest groups (customer reps, trade allies,
environmental advocates). The board allocates funds on a project-by-project
basis informed by staff recommendations.

An executive director and three directors head the organization: one each for
planning and implementation, administration and marketing. Staff consists
of 18 additional analysts and administrative support.

Organization Funding

The region’s investor-owned utilities, publicly owned generating utilities, and
Bonneville provide funding for the organization. Funding is proportional to
each funder’s share of Northwest regional load. Total funding is $20 million
per year.
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Organization Purpose

Alliance projects use a tool called “market transformation” to create a lasting
change in the marketplace that encourages energy-savings products and
services to be made and sold. Their projects fall mainly into one of three
categories.

First, there are a number of the Alliance projects that work to establish
relationships with current market actors--manufacturers, retailers and
service providers--to encourage them to increase the availability of their
energy-saving product and service offerings. The Alliance also works with
these companies to market those offerings with a focus on their financial- and
resource-saving benefit.

As a second area of major focus, the Alliance works to promote new energy-
saving technologies in commercial and industrial systems. As a credible
third-party, the Alliance helps test and demonstrate an innovative
technology's potential to save energy. They also provide support for
disseminating information about the new opportunity to Northwest
businesses.

Finally, several Alliance projects support training and information services
for energy efficiency in the region. These offerings provide Northwest
electricity consumers access to energy efficiency expertise and training
opportunities.

Stakeholders

The Alliance board of directors represents the Northwest funding utilities,
customers, state public utility commissions and other stakeholders. The
board approves funding on a project-by-project basis. Projects are approved
based on their market transformation characteristics and a demonstration of
their cost-effectiveness. The investor owned utilities submit annual reports
to their respective state utility commissions. Continued funding is contingent
on ongoing cost-effectiveness demonstration.

Practice: Project Contracting

Contractor feedback has led to the standardization of the contract template.
Exhibit B of the template contains the task list and budget by task. This
exhibit becomes the basis of the monthly reports. Initially, the Alliance had
used their own categories for costs, but found that accumulating costs by
project task better matched contractor’s needs and facilitated reporting.

ENERGY EFFICIENCY BEST PRACTICES 00
PAGE 25

research/into/action~





2. Organization Practices

Key components of their process are:
> The use of boilerplate templates (See example in Appendix C).

» Working closely with contractors during the project development
phase (see project screening discussion).

> Establishment of expectations early
e Working with contractor during proposal screening
e Tasks follow directly from final proposal
» Quick turn-around from board approval to final contract
» Limited legal review due to boilerplate templates
» Monthly reports supporting invoices

The hand-off from the project development staff flows through several levels
of review:

» Administration puts together the boilerplate
» Contract personnel add the project specific tasks

» Implementation reviews for completeness and consistency with
proposal

» Hand-off is made to the project coordinator
The Project Coordinator manages the contract:

» Responsible for flagging and resolving task level budget variances
in excess of 10%

» Reviews monthly reports
» Monitors contractual milestones

Project Coordinators (PC) rely on “adaptive management”
» Project coordinators meet regularly to review:

e Deliverables
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e Dollars spent
e Timing

» A group consisting of development staff, project coordinator,
evaluation coordinator, and Director of Planning & Implementation
reviews each project at least once a year. The PC and evaluation
coordinator are engaged in projects on a regular basis - some of the
largest projects on a daily basis. The Alliance believes that it is only
because of this project management style that they can truly
adaptively manage projects.

» Changes frequently occur as a project unfolds:
e Occasionally a project has been terminated early
e Project may require increased funding
e Project may require a longer time period

» Projects are required to have periodic “Market Progress Evaluation
Reports”, a "formal" evaluation report that typically for large
projects are done anywhere between every 6 and 12 months. These
reports are posted on the Alliance website. In addition to these,
there are sometimes interim reports, that are "less formal" and
typically are memos to the implementation staff from evaluation on
adaptive management suggestions/ideas.

The Alliance strives for quick invoice processing

» The standardization and requirement of monthly reports
supporting the invoices allows for quick review and processing.

» There have been few disagreements regarding the required
documentation.

» The process has a focus on achieving early expectations. In the
Alliance’s case, it is made clear that this is not a grant with no-
strings attached. Reporting is required.

Implementation Issues

None.
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Transferability to the Energy Trust

This is a fully transferable process for the purpose of selecting
projects/programs from an unsolicited or open-ended proposal process; it does
not apply when there are fully prescribed program designs for contractors to
respond to. The Alliance found the unsolicited proposal approach more
effective than a targeted or even a general RFP process.

Practice: Project Screening

The Alliance relies primarily on an unsolicited proposal screening process
that was implemented in 2001. Prior to the development of the unsolicited
proposal process the Alliance issued several general and targeted RFPs.
These resulted in a landslide of responses, many of which did not meet the
basic requirements of market transformation and created a significant work
effort both on the part of those who submitted proposals and the Alliance
staff. The unsolicited approach was developed to minimize this effort while
ultimately generating proposals that more closely match the organization’s
mission.

The unsolicited proposal consists of four stages.

Stage 1: Initial Screening

Website based

Description of market transformation criteria

Self-test on website to determine applicability of proposal
No more than 6 pages of high level proposal information

Alliance has received about 110 unsolicited proposals

vV VvV ¥V V V V

Staff uses internal discussion and ranking criteria to determine
proposals that move to stage 2

» Stage 1 review generally less than 30 days
Stage 2: Due Diligence
» Staff determines if there is a market niche

> Review of non-energy benefits (often critical to program success)
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e Programs that may save energy but do not have non-energy
benefits to successfully market are directed towards the local
utility for possible implementation

Staff reviews the business model and management team
e Assists in business model development occasionally
e May require changes if warranted
Staff reviews proposer’s financial stability
Leveraged funds, partners and other resources are considered
Review generally takes 3 months
Staff Recommendation
Staff has determined the proposal is viable
Review moves to the board of directors’ portfolio advisory committee
Three presentations are made to the committee
e Proposal concept

e Draft staff recommendation including cost-effectiveness
calculations

e Final board recommendation

Portfolio committee considers proposal’s overall fit with
organization goals and objectives

Portfolio committee may reject proposal or recommend changes as
warranted

If approved by portfolio committee the Staff’s final board
recommendation is taken to the next board meeting for full board
approval.

Process may be iterative as staff, the portfolio committee and the
proposer refine the proposal.

Stage 3 may be 3 to 6 months
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Stage 4: Board Approval
» Staff presents their final recommendation before the full board
» Board may vote to fund, modify or reject project

The Alliance believes that the move from general and targeted RFPs to the
unsolicited proposal approach has been successful. Proposers are given
indications as to whether they have a proposal that is likely to be funded
early in the process before a significant effort is expended by either the
proposer or the Alliance staff. The Stage 2 and Stage 3 processes provide
opportunity for Alliance staff to work with the proposers to refine the
proposal to meet organization goals and objectives.

Transferability to the Energy Trust

The approach is transferable to the Energy Trust. Specific considerations
include:

» The Alliance approach is labor intensive as proposals must be both
cost-effective and have a viable market transformation aspect. The
Energy Trust could have less intensive process as the market
transformation requirements would not apply and the Energy Trust
could focus more generally on cost-effectiveness.

» The Alliance board’s portfolio committee plays a key role in the
screening process, further increasing the intensity of the screening
process. The portfolio committee consists solely of board members,
at this time there is no analogous committee at the Energy Trust.

An alternative approach to unsolicited proposals, also used by the Alliance
but not examined in this study, is internal program specification development
based on market research, coupled with a specific RFP to deliver the program
as designed.
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Northwest Energy Efficiency Alliance & Northeast Energy Efficiency
Partnership: Circuit Riders

Name of Organization: Northwest Energy Efficiency Alliance & Northeast
Energy Efficiency Partnership

Best Practice Targeted: Use of Circuit Riders for Program Implementation
Name of Contact: Marci Sanders (NEEA) & Sund Wagley (NEEP)

Phone and Email: 503.827.8416 x 245; 781.860.9177, x. 15

Why Nominated

The Alliance, NEEP and Wisconsin Energy Conservation Corporation
(WECC) were nominated as having “Best practices” for the use of circuit
riders to deliver program services to trade allies. The use of circuit riders
places energy efficiency products on an more equal footing with standard
products being marketed by manufacturer and distributor reps. The Alliance
was an early user of circuit riders and has used them in a variety of
residential sector programs. NEEP uses a similar approach to circuit riders
and is included here. WECC uses a slightly different approach and is
reviewed separately.

Organization Structure and Funding

See the previous write-up about Alliance Project Contracting & Project
Screening for projects for information on structure, funding and stakeholders.

Practice: Circuit Riders

The Alliance first considered the use of circuit riders after meeting
representatives from Applied Proactive Technologies (APT) at a Consortium
for Energy Efficiency (CEE) meeting. APT provides circuit riders for ENERGY
STAR® programs in other parts of the country, and has for several years
provided some of the Alliance circuit rider needs for the two residential
ENERGY STAR programs.

The function of a circuit rider is to visit retailers, distributors and other trade
allies in order to recruit them for program participation, to train them in
program activities and to provide maintenance services for the marketing
campaigns Most commonly these include point of purchase materials and
cooperative advertising assistance.
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The use of circuit riders by the Alliance evolved primarily to serve the rural
communities where it was necessary to establish relationships with
numerous smaller retailers. In rural areas on both the east and west sides of
the Cascades in particular, field representatives are often the only direct
interface with the program. They support the retailers and deliver the
program's marketing messages, products and cooperative information. They
also serve as they eyes and ears of the program, gathering as much
qualitative and quantitative information on retailers and products as
possible.

NEEP’s 18-month program budget is approximately $12 million, not
including administration or evaluation. In describing its success, the NEEP
contact focused on the effects of increasing customer awareness through
extensive advertising and savings promotions/incentives. He characterized
the role of circuit riders for the NEEP effort as being proactive and being sure
that sales persons are aware of the opportunities. However, he indicated that
their functioning and success is largely a matter for the contractor to direct,
rather than one on which NEEP focuses.

For both the Alliance and NEEP the field representative's scope of work
requires them to introduce the concept of energy-efficient products and assist
local retailers to promote the sale of ENERGY STAR products. By category,
services primarily include:

> Retail: ENERGY STAR merchandising, placing point-of-purchase
items, refreshing products on the shelf, building end-cap and shelf
displays

» Sales Support: conducting "sidewalk sales," supporting products
and events, and promoting special events

» Training: training retailers and utility service representatives on
ENERGY STAR product-specific lighting technologies, and sales

The contractor, not the Alliance or NEEP, manages the circuit rider
activities:

» The Alliance Lighting Program uses 10 circuit riders from the
program manager ECOS’ own staff and APT

» The Alliance Home Products Program uses 7 circuit riders from
APT

» Four of the circuit riders represent both Alliance programs
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» Circuit riders provide monthly field reports
» NEEP did not provided details on staffing for programs
Implementation Issues

Circuit riders have been used primarily as contact points for retailers in
Market Transformation efforts such as ENERGY STAR. The tangible benefits
of deploying field services need to be considered with the cost of providing it.
Field services are labor-intensive, with variable costs associated with travel
and per diem expenses.

One of the most daunting challenges that face field services is the expansion
of the retailer base that requires field services. Ironically, as the programs
increases its market foothold with more retailers interested in carry and
promoting ENERGY STAR products, the demands increase for field support.
The situation that is created is that either the program needs to adjust field
activities and scope to meet limited budgets, or, ideally, budgets need to be
flexible to meet the program goals.

Transferability to the Energy Trust

The Energy Trust could use circuit riders for residential or for commercial
and industrial program where there is a need to provide a local presence in
parts of PacifiCorp and PGE service territories outside of Portland. Circuit
riders can be used for outreach to any type of trade ally, not just retailers;
however, costs can be quite high and should be linked directly to program
services. Therefore, use of circuit riders should evolve slowly, though there
may be a possibility of building on the existing network of circuit riders
working for the Alliance.
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Pew Charitable Trusts: Non-Profit Staffing

Name of Organization: Pew Charitable Trusts

Best Practice Targeted: Staffing to Funds Distributed Ratio
Name of Contact: Les Baxter

Phone and Email: 215.770.4449; lbaxter@pewtrusts.com
Why Nominated

We contacted Pew Charitable Trusts evaluation staff to obtain nominations
for a non-energy efficiency organization that had best practices in
administration and lean staffing. Based on his own analysis of best practices
among charitable trusts he nominated the Pew Charitable Trusts as among
the leanest charitable trust in the United States.

Organization Structure

The Pew Charitable Trusts are comprised of seven charitable funds managed
collectively. The Trusts provides grants to projects that fulfill the overall
program objectives of the Energy Trust. The Pew Charitable Trusts have
assets of $4.3 billion and award approximately $230 million annually.

Organization Funding

Members of the Pew family established the funds in the early 20th Century.
Organization Purpose

To contribute to publics’ health and welfare and strengthen the community.
Staffing

Each program area has from five to 15 staff depending on the nature of the
program activity and volume of activity for a total of 40 grant making staff
across seven program areas: culture, health, environment, education, public
policy, religion and ventures. Administration staff is about 120 in five
departments: finance, legal affairs, administration (including HR, IT, etc.),
planning and evaluation, and public affairs.

The staff to funds awarded ratio is 160 people to $230 million or 1:$1.4
million; the average for charitable trusts nationally is 1:$1 million.
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How Practice Evolved

The Pew Charitable Trusts has a commitment to maximizing the funds
available for program areas and minimizing administrative funds. The board
places a priority on keeping the foundation's operating costs low. Over the
years, this emphasis has been expressed through different kinds of targets
(e.g., having the lowest operating costs, as a % of annual grant commitments,
among the country's ten largest foundations).

Experience With Practice

If an organization wants to make operating costs a priority, then set a target
(e.g., x% of the annual grant making budget) and meet or exceed it. If the
Pew Trusts faced a need to economize further on total operating costs, Les
believes the first place to look would be on the administrative side.
Outsourcing would be a very viable option here. Some of the firms that
provide outsourcing for administration of charitable trusts include:
Foundation Source at www.foundationsource.com and The Tides Center at
www.tides.org.

The Pew Trusts approach is to invest staffing dollars in getting the best
topical and practice-area expertise in house and paying outsiders to do the
stuff that every organization needs (HR, IT, accounting, etc.). If the in-house
staff is going to be lean, the Energy Trusts try to make sure staff are paid
market rates (e.g., not just the pay rate at similar nonprofits, but at those
institutions who would be the organizations competitors for talent - at the
Energy Trusts, that includes management consulting firms, universities, and
the executive branches of government, among others). The premise is that
such people are going to work very hard and have a good deal of
responsibility, so it doesn't pay to cut costs on salary.

Transferability to the Energy Trust

Our understanding is that current guidance from the Energy Trust Board of
Directors is to be leaner than even the Pew Charitable Trusts. Given the
experience of the Pew Charitable Trusts a ratio of staff to million dollars in
funding of 1:1 or 1:1.5 is the leanest possible to ensure quality program
efforts, and most charitable trusts find it difficult to do better than 1:1.

ENERGY EFFICIENCY BEST PRACTICES 00
PAGE 35

research/into/action~





2. Organization Practices

Southern California Edison: Contracting Procedures

Name of Organization: Southern California Edison
Best Practice Targeted: Contracting Procedures
Name of Contact: Marian Brown

Phone and Email: 626.302.8281; Marian.Brown@sce.com

Reason for Nomination

Southern California Edison was nominated as having a best practice in
efficient contracting for energy efficiency services of all types. The nominator
noted that SCE contracting is straightforward and seems to provide both
contractors and the utility with sufficient assurance to enable the work to get
done in a timely and effective manner.

Organization

Southern California Edison (SCE) is the second largest investor owned utility
in California. The utility has 4.2 million customers, of whom 3.7 are
residential customers.

SCE is accountable to shareholders and to ratepayers through regulation by
the California Public Utility Commission. Funding for energy efficiency
comes from a public benefits charge. In 2002 SCE administered $90 million
in funds for energy efficiency.

The total public benefits funds available in California in 1999 were $275
million annually. Over the 35-year history of energy efficiency funding in
California, total energy efficiency expenditures have ranged from as low as
less than $100 million in 1989, to over $500 million in 1994. With the west
coast energy crisis in 2001, additional funds were made available for a total
of $1.25 billion. (York, et. al. 2002)

Contracting for Services

SCE has a procurement department that supports all contracting for the
company, including energy efficiency contracting. One person is assigned to
all procurement for energy efficiency programs, energy efficiency M&V, and
market research and customer service (not specifically energy efficiency
related). This amounts to about $30 million worth of contracts a year.
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SCE has developed three standard sets of terms and conditions (T&C) that
are used for all purchase orders (standard, software, and consultant).
Contractors usually accept them without negotiations. Contractors involved
primarily in deskwork sometimes object to a few provisions such as
professional liability insurance, and the procurement officer routinely accepts
the objection. It can take a couple of months to resolve objections to the
standard terms and conditions. A key component of the T&C is that SCE can
terminate the agreement at any time, with payment of documented expenses
incurred to that date, and SCE makes sure that contractors realize that they
are not hesitant to do so if there are problems.

To ensure that good contractors are selected, SCE staff generates a short list
of potential bidders. The short list typically includes experienced firms with a
track record doing the type of work sought. The review process is the most
important aspect of contracting; you have to make sure that the contractor
can do the job. For analytical work, the key issue is a qualitative assessment
of how well the firm can do the analysis being requested. For implementation
work, issues such as processing time, references on personnel skills,
experience and track record are most important. For manufacturer buy-
downs, price is the driver.

Contracts need to be reasonably precise on performance requirements so that
neither side is surprised by a difference in interpretation of what’s expected.
Ongoing close oversight by the project manager and good contractor reporting
requirements allow potential problems or issues to be identified early and
worked out in a cooperative fashion. SCE can be flexible in changing the
scope of a project midway, either changing the total dollar amount of the
contract or the work requirements, if a different scope of work becomes more
useful or if unanticipated changes in project circumstances occur.

SCE uses both fixed price and time and materials (not to exceed) contracts.
Fixed price is preferred because it permits a set budget and because it avoids
the requirement for documentation and review of expenses and labor hours
required for time and materials contracts. Time and materials (T&M) is
useful whenever it is difficult to fully determine the scope of work. While
fixed price contracts are common, SCE sometimes requires fixed price bids to
fully detail task breakdowns with staff assignments, hours and rates in the
same way that T&M bids do, so that proposal reviewers can judge the
reasonableness and desirableness of the labor and expense allocations as part
of their proposal review.
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Sole source contracts are uncommon, as they require substantial justification
both to procurement and to management. In market research, fax-in bids are
used for quick turnaround projects, like focus groups or tracking surveys.

Consultant work assignment purchase orders are used to hire quick
turnaround engineering and analytical services that supplement staff
capability. SCE uses an RFP process that is more like an RFQ asking for
qualifications and hourly rates. The consultants that offer competitive
combinations of demonstrated capabilities and rates are awarded purchase
orders. These purchase orders operate under the consultant T&C and
provide that SCE will pay at the specified rates and terms for all projects
completed through “Consultant Work Assignments” made to that firm.

A Consultant Work Assignment project must be less than $20,000 in value
and is always paid on a T&M basis. When a small project need arises, the
project manager develops a short internal project plan and estimated project
cost. S/he then selects the consultant firm that s/he deems to be best
qualified for that project, provides the project description, and requests a
brief proposal from that firm on how the project will be done and its cost
breakdown. If the proposal is satisfactory, the project manager completes a
one-page Consultant Work Assignment form. The form is submitted, along
with the preliminary project plan and project budget and the consultant’s
proposal, for review and signature by the SCE group manager who supervises
the project manager and the procurement agent. The consultant also signs
the Consultant Work Assignment form. Since this review and approval
process is generally completed within a week of the receipt of the satisfactory
proposal, and since multiple competitive proposals need not be requested and
reviewed, this type of “purchase order within a purchase order” can be done
very quickly.

Transferability to the Energy Trust

The contracting process is fully transferable to the Energy Trust. The
contracting procedures allow for internal flexibility as well as
competitiveness in the solicitation process.

Reference

York, D., Mathews, S., Henderson, B., Hamilton, B., Meier, P. (2002)
Administration and Implementation of Public Benefits Programs:

FExperiences for Four States. Forthcoming ACEEE Summer Study,
Washington, DC.
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Wisconsin Energy Conservation Corporation: Circuit Riders

Name of Organization: Wisconsin Energy Conservation Corporation
Best Practices Targeted: Use of Circuit Riders for Program Implementation
Name of Contact: Sara Van de Grift

Phone and Email: 608.249.9322 x 160; sarav@weccusa.org

Why Nominated

The Wisconsin Energy Efficiency Corporation (WECC)) along with the
Alliance and NEEP were nominated as having “best practices” in the use of
circuit riders to deliver program services to trade allies. The use of circuit
riders places energy efficiency products on an more equal footing with
standard products being marketed by manufacturer and distributor reps.

Practice: Circuit Riders

WECC uses its own staff as circuit riders. The function was initially
outsourced, but WECC brought it inside in the belief that it would provide
more cohesion and because the program changes in response to market
events were so rapid. They recognize the benefits of outsourcing (e.g., less
management time, though mystery shopping as a check still requires a good
deal of investment), but the current approach appears to provide considerable
information about the market that would probably not be as readily obtained
through an outside vendor. (Now that WECC has six field representatives
across the state, they may install a field manager to reduce the program
manager’s labor on this function.)

WECC sees the key benefit of circuit riders as getting retailers involved in
the ENERGY STAR-labeled products program. Since such a large proportion of
customers buy what the sales person recommends, it is important to provide
stores with constant reminders of the program. Moreover, with the success of
program efforts to develop matching contributions by manufacturers,
incentives are constantly changing, so that it is crucial to have someone
working closely with the retailers to clarify opportunities and kept them up to
date.

Sara (WECC) believes that the key to success with circuit riders is having
professional-level sales persons. Here, WECC 1is in competition with private-
sector opportunities, and faces the problems of finding experienced
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professionals (a recent review of approximately 100 resumes yielded fewer
than 5 percent who qualified for an interview) while not offering
commissions. These representatives should have a background in appliances
or lighting. (An energy background can be useful, but is less important.) To
ensure quality, WECC uses an extensive interview process, including a
telephone screening, posing tough hypothetical situations, and testing the
ability to take being rejected by a prospect.

Each WECC representative services up to 170 retailers, each of which is to be
visited every six weeks. (Initial efforts were, of course, devoted to signing up
participating stores. With the success of this effort, discussed below,
recruiting calls now account for less than 20 percent of circuit rider
activities.) To monitor the activity of field staff, WECC uses a variety of
methods. These include reviewing daily site logs (tracking quantitative
information, e.g., time in the field), mystery shopping, calls to store managers
asking about satisfaction, monitoring ability to motivate retailers to provide
sales data, and ride-alongs. At the same time, considerable effort is made to
avoid a perception of “field staff vs. central office,” through various means of
connecting the circuit riders to other program staff. Ultimately, success is
dependent on each circuit rider taking responsibility for his or her territory
and in the pride that he or she feels as a result of the work and
accomplishments.

As a result of the circuit rider efforts, WECC currently includes
approximately 95 percent of the appliance dealers and 80 percent of the
lighting dealers in the state. (The percentage of lighting dealers would be
higher but for concerns about the budget implications of including some large
chains.) The total program budget is approximately $2.8 million, of which
approximately $275,000 covers the six circuit riders (including fringe
benefits). Incentives account for about $700,000; marketing, $800,000; and
indirect costs, overhead, and training., for $100,000. (An appliance turn-in
component is budgeted for $400,000 and processing/fulfillment costs account
for a considerable proportion of the reminder.) An independent contractor,
under a separate budget, conducts formal evaluation activities.

Implementation Issues

Circuit riders have been used primarily as contact points for retailers in
Market Transformation efforts such as Energy Star.

WECC believes costs could be cut somewhat through focusing on territories
that are allocated more logically. In addition, it might be possible to hire
students (thus, dropping the hourly rate) for such activities as collecting
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lighting rebate coupons or by focusing more on mail-in rebates. The program
could also drop the frequency of visits to once per quarter and limit the
number of visits to stores that have less overall activity. However, this would
reduce the overall presence of the program and would reduce services and
assistance to those who need it most. One other possibility would be to
increase standardization of the program, at the sacrifice of reducing potential
responsiveness to market conditions.

Transferability to the Energy Trust

The Energy Trust could use circuit riders for residential or for commercial
and industrial program where there is a need to provide a local presence in
parts of PacifiCorp and PGE service territories outside of Portland. Circuit
riders can be used for outreach to any type of trade ally, not just retailers;
however, costs can be quite high and should be linked directly to program
services. Therefore, use of circuit riders should evolve slowly, though there
may be a possibility of building on the existing network of circuit riders
working for the Alliance.

ENERGY EFFICIENCY BEST PRACTICES 00
PAGE 41

research/into/action~





2. Organization Practices

Wisconsin Energy Conservation Corporation: Organization, Program
Screening, and Staffing Ratio
Name of Organization: Wisconsin Energy Conservation Corporation (WECC)
Best Practices Targeted: Organization, Staffing, and Program Screening
Name of Contact: George Edgar, Director of Energy Policy

Phone and Email: 608.249.9322 (home: 920.293.4152); gre@weccusa.org

Why Nominated

WECC was nominated as an effective administrator of public benefits funds.
The goals for WECC, as for the Energy Trust, are to keep staffing lean, to
administer funds through contractors and to expend more resources for
programs than for administration. Also nominated is the screening process
for program selection.

Organization Structure

Senior program managers and external consultants/advisors do the program
development—essentially people with five or more years of experience in
specific areas of expertise.

Organization Funding

Currently, the majority of work is funded by the State of Wisconsin (the
Focus on Energy program). Earlier years included more consulting, but
George was responsible for much of that and has reduced his travel for such
opportunities. There are not any grants in process now, but this may change
if WECC expands (e.g., into work on distributed generation).

Organization Purpose

WECC’s charter (available, if needed) focuses on the societal and private
benefits of energy efficiency, as well as benefits for low-income segments of
the population. The emphasis (e.g., on resource acquisition vs. market
transformation) changes with the market. However, George does not believe
there should be a stark distinction between these (RA vs. MT)—many if not
most resource acquisition programs offer considerable opportunity for
inducing market transitions, and vice versa.
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Stakeholders and Accountability

WECC is a non-stock corporation governed by a Board of Directors, which
meets quarterly. All Directors are external to WECC. The Board can have up
to 13 members; the number is currently in the 9-11 range. The Board
includes representatives from various communities: e.g., low income,
weatherization, builders, renewables (may be providers of feasibility
assessments or siting), the University of Wisconsin (especially regarding
energy education), and utilities (currently one from the environmental
program and one attorney).

The Board focuses on macro issues. For example, are the objectives clear? Are
staff planning and other administrative processes effective? What areas of
endeavor should WECC be addressing? What additional resources are
needed? But the senior staff is responsible for specific planning and
operations (see above).

Practice: Staffing

WECC has approximately fifty people, excluding support staff, but including
those who staff the call center and those who help with financing for
customers.

The total number of staff is kept down because WECC is not the delivery
agent, but rather the administrative party and the agency experienced with
and involved in making the necessary market connections. Their bias is to
work with the existing market infrastructure (e.g., with ESCOs and other
energy service providers). Thus, they outsource program delivery, and do not
commingle program administration and program implementation functions.
The crucial element to having these people inside the organization is less the
structure or the number than having the right people. This aspect could be
bid out, but it’s not clear where one could find the experts/expertise that is
needed. A combination of internal and external staff may be feasible for some
organizations.

Experience with Practice

George believes it would be better to have more people for the programs
WECC is currently running, given the administrative burden imposed by the
funding agency. The current effort entails a considerable number of meetings,
which accommodate the needs of the oversight organization (Wisconsin
Department of Administration), but are not necessarily productive for the
program itself.
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Transferability to the Energy Trust

The Energy Trust of Oregon can be slim if its role is similar to that of the
Department of Administration in Wisconsin. Context is critical. The problem
1s to find an optimal balance, given the role of the organization. Another
aspect of the problem is to identify what are true administrative tasks and
assess the value of those interactions. Look at the specific roles that people
are filling. Go by what assets are needed to be optimally effective, rather
than by staffing ratios. For example, the idea of a staffing ratio of 1 person
per $1 MM in the budget is serendipitous—the nature of the program is
critical; e.g., whether it is focused on providing rebates vs. interactions with
market actors. Structures are less important than the people involved.

Another issue has to do with the desire to transfer both the risks and the
responsibilities to external entities. If the compensation for a
contractor/vendor is performance-based, then you do not need the same level
of internal staff and you can rely on external evaluations. It is a choice and
you must pay the price in one way or another. If the plan is to move toward a
performance-based model, it is crucial to achieve agreement on the objectives
and how they are captured. This can work, and may be particularly effective
In a situation such as Vermont, where the same people have worked together
for a long time. (It has been more difficult in Wisconsin.)

Practice: Program Screening

Senior management and program staff develop programs through an

iterative process. The first step is to identify the overall objectives. In the
case of the Wisconsin effort, which is currently WECC’s major focus, the
objectives are developed through an analysis of what legislation requires. The
review then looks toward the markets that might be targeted and the areas of
opportunity in those markets, given the resources available and various
political factors (e.g., the resource savings required to satisfy the

Legislature). This all takes place before any planning of specific programs.

The next stage is to look for synergy among opportunities. Other
considerations include efforts to identify markets where a change of
standards appears possible.

The planners then look at the components of effort needed and the resource
constraints and tradeoffs that would be required. Both resource acquisition
and market transformation (spillover) savings are considered in assessing the
potential benefits.
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The final steps entail applying previous experience to decide what may or
may not work and reviewing what is required by the RFP.

Once the program has been generally identified, WECC has applied benefit-
cost ratios from past programs (with adjustments), and conducted standard
tests (Societal, TRC, RIM) for HVAC programs, for example. Still, the
application of such criteria depends on the type of program: Some programs
are more for customer value (e.g., the ENERGY STAR-labeled products effort)
rather than the specific energy savings. (In the case of the Focus on Energy
work, it should be noted, the use of BCRs is largely for WECC’s internal
direction and priority-setting; it is not driven by the client.)

There is a constant need to be responsive to new information and to focus
expertise on identifying objectives and developing sound program designs.

Experience with Practice

WECC helps set the goals to be achieved, with flexibility on how to get there.
There is some tension in the current Wisconsin program, reflecting the lack of
consensus behind the legislation. This is manifest, in part, in the multiple
meetings required. (The problem is not in the internal screening and
planning, but in obtaining client buy-in.)

Transferability to the Energy Trust

This model should work well where clear overall objectives are known. The
programs are not meant to be prescriptive, and evaluation is performance or
milestone-based. It is important that the underlying legislation is clear and
that it reflects a consensus that program administrators and contractors can
address effectively. Otherwise, tension and obstructionism ensues when
program ideas are put forward and institutional staff preferences can distort
commitments.
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3. RESIDENTIAL PROGRAMS

The key informants identified 17 resource acquisition programs in the residential
sector. These programs include audit programs, weatherization retrofit programs,
loans for residential equipment and weatherization, equipment purchases and new
construction. We completed 11 summaries for programs in the residential sector.
Two were dropped either because the program was yet to be developed or because
the programs were all market transformation programs, and four summaries could
not be completed.

Some of these residential programs have been operated for over 10 years and have
been revised multiple times to reflect different requirements from utility
management or regulators as well as from customer and trade ally response. As a
consequence our contacts rarely could discuss the early lessons learned in the first
six months of a program. Rather, they focused on what they see as the effective
aspects of the programs either today or at the apex of the program’s implementation
if it is no longer being implemented.

Perhaps surprising to the reader will be the lack of budget information or savings
information for many of the programs. Our contacts often did not have this
information, in some cases had done no recent evaluation work, and for budgets
often felt that it was confidential to the organization they represent. This proved to
be true for residential as well as commercial and industrial programs.

Table 3 provides a list of the 12 programs we reviewed for the residential sector
along with the type of program and the location of the program.
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PROGRAMS IDENTIFIED FOR THE RESIDENTIAL SECTOR

Table 3

3. Residential Programs

Conservation Corporation

Program

ORGANIZATION PROGRAM TYPE LOCATION
Benton County PUD Dipstick Audit & Northwest
Weatherization Weatherization
Program
Efficiency Vermont Lighting and Rebates Vermont
Appliance Rebates
Efficiency Vermont Residential High Use | Audit, Weatherization Vermont
Program
Energy Efficiency Homes ENERGY STAR® Homes New Construction Indiana
Midwest Program
National Grid Appliance Base Load Northeast
Management
Program
National Grid EnergyWise Program High Use Northeast
Weatherization
New Jersey Utilities Residential HVAC HVAC New Jersey
Program
Northeast Utilities: Lighting Catalog Lighting Northeast
Sacramento Municipal Utility Residential Loan Loans California
District Services
Tacoma Utilities Residential Audit, Weatherization Northwest
Weatherization & Loan
Program
Wisconsin High Efficiency Furnaces & Wisconsin
Furnace Program Weatherization
Wisconsin Energy ENERGY STAR® Homes New Construction Wisconsin

0+0
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RESIDENTIAL PROGRAM SUMMARIES

Benton County PUD: Dipstick Weatherization Program

Name of Organization: Benton County PUD
Name of Program: Dipstick Program
Name of Contact: Tom Schumacher

Phone and Email: 509.582.1268; SCHUMACT@bentonpud.org

Reason for Nomination

The Bonneville Power Administration (Bonneville) designed a weatherization
program for the region in the early 1980s. The program included a heat-loss
calculation audit, requiring a utility auditor visit a home, review the conditions, use
a computer to calculate the optimum combination of measures to install in the
home, estimate the savings and calculate the incentive. In the mid-1980s Benton
County tested a new audit called the Dipstick Program. The results showed that the
savings were comparable and the costs of the program lower using this method.
Benton County used a Dipstick Program approach implemented by contractors until
two years ago. Currently Benton PUD has returned to offering a utility audit, not
the dipstick audit approach, in order to have direct contact between utility staff and
customers.

Program Delivery

Contractors deliver the dipstick audit as a way to determine what type of
weatherization services are appropriate for a customer. The dipstick audit is so
named because the contractor measures existing levels of insulation and conditions
of the house and recommends weatherization measures based on a form listing the
available measures and the program contribution available for each measure. There
is no “real audit” and no heat loss calculation involved in the determining what
would qualify for incentives.

The process begins when the customer calls the utility requesting assistance on
their heating, cooling or an audit. The customers are placed on a waiting list, and
as their name comes up they are sent a packet of material about the program
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including a list of certified contractors. Customers arrange for at least two
contractors to come to their home and provide a bid. The utility reviews the bids for
discrepancies and contacts the customer to assess their choice for the contractor to
do the project. The incentive is based on a percentage of the bid price. Once the
project is completed and passes inspection the payments are made to the contractor.
The utility makes the agreed payment and the customer pays the contractor the
difference.

Contractors are certified to offer weatherization services in the program after they
take a training course on how to assess measures and pass the associated test. The
contractors are trained to observe the insulation and weatherization needs of the
home existing conditions and then to make recommendations as to what measures
are required to bring the home up to a set level of efficiency given the existing
conditions.

Incentives

Incentives have varied over time being as high as 70% of project cost and now about
25-30% of project cost.

Program Marketing

The utility markets the program to its customers; contractors (can or cannot) also
market the program to customers.

Customer Service

Customers can call the utility for questions.

Staffing and Contracting

Staffing for the Dipstick Program included two utility auditors to conduct
inspections, two clerks to answer questions and assist customers with the bid
process, and one contract auditor to assist on a part time basis with inspections. In
contrast the current program with performed audits by Benton PUD has a staff of
two auditors, three meter readers that assist with audits and inspections on a part
time basis, two contractors for back-up assistance for audits and inspections, plus
three clerks to answer questions and assist customers with the bid process.
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Participation and Savings

Program participation has ranged between 400-800 completed weatherizations per
year for the Dipstick Program. Typically about 60% of those who requested an audit
completed a project, depending on the incentive level. In the current utility audit
program about 50% of those who request an audit complete a project. Currently
there have been approximately 500 completed over a twelve-month period.

Budget

Not available.

Key Issues for Dipstick Program

Each project is inspected prior to payment. Contractor bids are reviewed and
discrepancies noted. If the discrepancy was more than 10% an auditor was sent to
the residence to evaluate the discrepancy if discrepancies persist the contractor will
be asked to attend more training or be removed from the Weatherization List.

The dipstick approach requires that the customer be at home for the contractor visit
and the inspection. The in-person visit approach requires that the customer also be
home for the initial audit by the utility auditor.

Key Issues for Cost Control

The Dipstick Program resulted in substantial cost savings over the heat loss audit
method approach and the current utility audit. Wasted audit time in the field was
eliminated audits performed with no participation, plus used the contractor as the
auditor. No duplication of effort between the contractor/auditor.) The additional
savings typically were used to increase the incentives.

Monitoring and Evaluation

The dipstick was evaluated in the mid 80s, copies of the evaluation are available
through the BPA. Additional evaluations have not been conducted.
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Transferability to the Energy Trust

The dipstick approach is a very effective approach for delivery residential
weatherization. Inspections could be conducted on a sample rather than for every
project. Inspections could be front-loaded on contractors when they first work with
the program to ensure they understand the program requirements.
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Efficiency Vermont: Lighting and Appliance Rebates

Name of Organization: Efficiency Vermont
Name of Program: Residential Efficient Products Program
Name of Contact: Chris Neme

Phone and Email: 802.658.6060 x 1022; cneme@veic.org

Reason for Nomination

Efficiency Vermont residential programs were nominated as best practice in
delivering in the residential sector for capturing all cost effective opportunities.
Program Delivery

The appliance and lighting programs are similar to those run in the region by
NEEP, however EVT is maintaining the incentive offers. This results in higher
market share for ENERGY STAR® products.

Incentives

Table 4 displays the incentives for new or replacement equipment.

Table 4
INCENTIVES PROGRAM MEASURES
MEASURE INCENTIVES
Lighting $4/ ENERGY STAR® CFL $15/ ENERGY STAR fixture $20/ ENERGY STAR®
maximum 6é maximum 4 torchiere

Room Air Conditioner $25 seasonal rebate

Refrigerator $25 seasonal rebate

Clothes Washer $50 year-round rebate
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Program Marketing

Circuit riders work with trade allies for the lighting and appliance program.
Outreach also occurs at the annual Building Solutions conference each February
with builders and contractors, as well as a range of trade shows and other events.
The circuit riders provide point of purchase support and sales training. EVT
provides bill inserts, a website, and public relations activities to support the
program.

Customer Service

EVT has a customer service 1-800 number.

Staffing and Contracting

There are two managers and two assistants at EVT for all of the residential
programs, probably a little more than 1FTE is devoted to the efficient products
program. There are three contract circuit riders, and one contractor to provide
fulfillment services on the incentives. These contractors provide services to all
NEEP program utilities.

Participation and Savings

At the end of 2001,Vermont had the highest market share for ENERGY STAR clothes
washers, other than Alaska as calculated by D&R International’. EVT did not
provide information on other appliance for Vermont.

The 2001 EVT annual report lists 27,596 participants in the lighting and appliance
program, most made lighting purchases. Total savings projected, net at generation,
for the efficient products program in 2001 is 14,197 MWh savings with lifetime
savings of 143,399 MWh.

7 D&R International calculate market share for Energy Star products for EPA. Their market share estimates are based
on reports only from national and large regional chains that participate in the process. No independents are
included and some national and regional chains are not participating.
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Budget

The 2001 program costs for the efficient products program was $2,028,108
administrative costs were 28%.

Key Issues for Program

The program is run consistently with the NEEP overall program design though
Vermont has chosen to maintain incentive while other utilities have dropped them.
Key Issues for Cost Control

The program is run very leanly with minimal internal staff and use of circuit riders.

Monitoring and Evaluation

The program is being evaluated.

Transferability to the Energy Trust

The use of small incentives to increase sales of efficient products could be
transferred to the Energy Trust, if the incentives are cost effective. The value of the
Oregon tax credit for efficient equipment appears to be greater than the value of the
incentives used in Vermont. The contact in Vermont sees the value of incentives not
as reducing incremental costs but as another marketing instrument. Retailers find
them very appealing because it gives them something to talk about with consumers
that consumers can get back very quickly, which does not happen with tax credits.
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Efficiency Vermont: Residential High Use Program

Name of Organization: Efficiency Vermont
Name of Program: Residential Emerging Markets (High Electric Users) Program
Name of Contact: Chris Neme

Phone and Email: 802.658.6060 x 1022; cneme@veic.org

Why Nominated

Efficiency Vermont residential programs were nominated as best practice in
delivering in the residential sector for capturing all cost effective opportunities.

Program Delivery

The emerging markets program focuses on residential retrofit. The three features
that are unique to the program are that:

1. The program captures all cost effective screw-in lighting retrofits, 7-10
lighting change outs per dwelling,

2. They focus on high users with electric heat and hot water. Fuel switching
is a desirable outcome and efforts are made to do all cost effective fuel
switching with these high users.

3. The program is delivered by Community Action Agencies as
subcontractors to EVT, irrespective of income.

In addition, EVT replaces old inefficient refrigerators, where it makes sense. As
well as custom measures that are identified such as pool pump timers, waterbed
heaters, etc.

Incentives

The incentives for fuel switching and custom measures are negotiated for each
project, though this may change in the future as it has created some problems when
people learn that different incentives have been provided to different people.
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Incentives for refrigerator replacement are $100; light bulbs and hot water
conservation measures are free.

Program Marketing

The program is tele-marketed to high users.

Customer Service

EVT has 1-800 number for all programs.

Staffing and Contracting

There are two managers and two assistants at EVT for all of the residential
programs, less than 1FTE is devoted to the residential high use program. EVT
subcontracts with local CAP agencies to deliver the program. The CAP agencies
have a good track record delivering weatherization services however; it takes time
to get each agency up to speed to do the various activities needed in the program.

Participation and Savings

In 2001, 17 households participated in the high-use program. Savings for the entire
emerging market program in 2001 were 265 MWh. Lifetime savings are estimated
at 6,608 MWh, specific savings for the high-use portion of the program were not
available.

Budget

The annual budget in 2001 for the entire emerging market program effort was
$144,343 of which 53% were administrative costs. The high administrative costs
and relatively low savings can be partly attributed to the fact that the other
portions of the program consist primarily of consumer education through the Nexus
software (for which EVT does not claim savings), and the fact that 2001 was the
start-up year for the emerging market effort.
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Key Issues for Program

The CAP agencies had to be trained. They did not have tracking systems initially,
they did not know how to use the various measure screening tools. They had to
learn how to install measures to meet VEIC/EVT specifications. However, the
process has occurred over several years beginning in the late 1990s when VEIC first
worked with one of the CAPs to deliver low-income programs. Over time, they have
been trained and now they are quite effective.

Key Issues for Cost Control
The CAPS are very cost effective, focusing on high users is very cost effective, and
maximizing the lighting installations is very cost effective.

Monitoring and Evaluation

This program is being evaluated.

Transferability to the Energy Trust

The program has some applicability to Oregon, though fuel switching is not
considered a resource. The use of CAPs to deliver the program might be effective in
some parts of the service area historically CAPs were effective implementers in
Oregon though that may not be true currently. The main concern might be that
weatherization contractors would be dissatisfied with the use of CAPs.
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Energy Efficiency Homes Midwest: ENERGY STAR® Homes Program

Name of Organization: Energy Efficiency Homes Midwest
Name of Program: ENERGY STAR® Homes
Name of Contact: Mark Jansen, Energy Efficient Homes Midwest

Phone: 317-915-9204

Why Nominated

This program was nominated as a best practice because, with a modest subsidy in
the beginning, the HERS rating business in Indiana has become a viable, profitable
business, and the proportion of newly constructed homes in Indiana that are
ENERGY STAR-labeled has steadily increased.

Program Summary

The efficient homes program began in Indiana in 1993 as the Five Star Home
Program, with support from the state. In 1998 the Indiana Energy Office provided a
$250,000 grant to form Energy Rated Homes Midwest, a not-for-profit business
intended to privatize and encourage the growth of the HERS rating industry and
the market share of ENERGY STAR-labeled homes. The former director of Energy
Rated Homes Midwest has since left to form Energy Efficient Homes Midwest, a
for-profit company, and Energy Rated Homes Midwest appears to be fading away.
There has been only minimal support from local utilities, including occasional
booths at home shows, and occasional bill stuffers.

Program Delivery and Staffing

At this point, there are five firms employing a total of 20 HERS raters in Indiana.

Incentives

There are no incentives to customers or to builders.

ENERGY EFFICIENCY BEST PRACTICES ﬂ' " “
PAGE 60 research fimbn faction





3. Residential Programs

Program Marketing

Program marketing consists primarily of HERS rating firms dealing directly with
builders to sell them on the marketing advantage of ENERGY STAR-labeled homes.
This consists of personal calls to builders, having booths at trade shows, and
involvement in builders’ associations. Marketing to consumers consists of some
builders using the ENERGY STAR label in their literature and in their weekly
newspaper ads.

Customer Service

The HERS rater that works on a given house handles customer callbacks related to
that house if they are energy related, such as comfort issues or high bills.

Participation Rates and Savings

In 2001, 1500 out of 30,000 homes built in Indiana, or 5%, were ENERGY STAR-
labeled. The number of ENERGY STAR-labeled homes has increased every year since
the program began, starting with 300 homes in 1993. Savings are estimated to be
$450 per house per year.

Budget

The $250,000 grant from the Indiana Energy Office in 1998 included $80,000 for
administrative salaries (those not involved in performing ratings), and the rest for
implementation. At this point, all costs are covered by fees for HERS ratings,
which are paid by builders.

Program Changes

The key recent change in the program is that it is now self-sufficient, with no
ongoing subsidies from the state government. One possible future change is the
passage of federal legislation providing a tax credit to builders for each home built
that is 30% more efficient than the 1998 or 2000 IECC. If this legislation is
passed—and Indiana HERS raters expect it to be—then the demand for HERS
ratings and ENERGY STAR-labeled homes could explode.
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Customer Satisfaction

Every buyer of an ENERGY STAR-labeled home receives a report on the rating and
what it means, along with a stamped postcard asking about their satisfaction.
Ninety-five to 98% of home buyers report being very satisfied, based on a return
rate of 5% of the postcards.

Monitoring and Evaluation

Indiana HERS raters rate every house, not a sample, unlike the practice in some
programs. Mark Jansen reviews every file sent in by HERS raters working for him,
and he goes out to check key elements of the rating, such as a blower door test, for
five percent of homes.

Reasons for Success

The program is successful because of the efforts and perseverance of HERS rating
firms in their marketing efforts to builders. These HERS rating firms, in turn,
have been motivated by the prospect of profitability, which has typically required
two to three years to achieve.

Transferability to the Energy Trust

The EPA reports eight ENERGY STAR-labeled homes were constructed in 2001 in all
of Oregon, Idaho, Montana, North Dakota, South Dakota, Washington, and
Wyoming. It may be that the requirements for ENERGY STAR-labeled homes in
Oregon are not much higher than required by code. However, whether ENERGY
STAR is better than standard practice depends on code enforcement as well as code
itself. Receiving the ENERGY STAR-label involves verification of efficiency through
the requirement for a HERS rating or at least a sampling of HERS ratings. In
Massachusetts, a study conducted in 2001 by Xenergy for the Massachusetts Board
of Building Regulators and Standards (BBRS) showed, among other things, that
only 46% of houses comply with the overall thermal performance requirements of
the Massachusetts code.

Another consideration about the effectiveness of a homes program in Oregon is the
possible legislation that would provide builders with a $1,250 or $2,000 tax credit
for each home that is 30% more efficient than the 1998 IECC or 2000 IECC,
respectively. While such a tax credit would undoubtedly stimulate demand, the
current supply of HERS raters as well as builders and subcontractors who know
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how to meet these standards might not be able to meet this demand. The Energy
Trust could therefore consider a program that would build up the HERS rating
infrastructure and the expertise of builders and subcontractors.
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National Grid: Appliance Management Program

Name of Organization: National Grid
Name of Program: Appliance Management Program
Name of Contact: David Legg

Phone and Email: 508.421.7265; david.legg@us.ngrid.com

Why Nominated

National Grid's Appliance Management Program (AMP) his program is being
adopted by several utilities in New England. The program is unique because it
helps low- and moderate-income households reduce their electricity use by
partnering with them to take lifestyle actions, and by providing energy-efficient
lighting, weatherization, and refrigerators. One of the unusual aspects of the
program is the use of a commitment statement to obtain a willingness to make the
recommended lifestyle changes.

Program Summary

National Grid’'s Appliance Management Program (AMP) provides energy efficiency
improvements and education for residential high-use electric customers with
household incomes of up to 200% of federal poverty level. Customers must live in
buildings with 20 units or fewer that are at least 50% low or moderate income.

The measures that customers can receive include CFLs, compact fluorescent
fixtures, refrigerators, and weatherization. Weatherization is available for electric-,
oil-, and propane-heated homes. Refrigerators are available if the units they replace
are old, and if metering shows they are inefficient. In addition, customers receive
up to 15 recommendations for lifestyle actions that will reduce their energy use,
and are asked to commit to three or four of those.

Lower-usage customers may qualify for a mini-AMP if they are receiving a visit
from a community agency program (CAP) agency for other services; in that case
their refrigerator may be metered, and if it is inefficient enough, they may receive a
new refrigerator. The program actively seeks high-use customer with at least 15
kW demand per day during shoulder months, but customers with at least 10 kW
demand can qualify by request.
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Program Delivery and Staffing

National Grid staff devoted to AMP includes the full-time program manager, plus
part-time help from an administrative assistant, who looks up customer records to
document account numbers and usage, and a database administrator; total staff
time amounts to about 1.5 full-time equivalents. National Grid contracts with a
lead CAP agency in Massachusetts, which in turn subcontracts to 14 CAP agencies.
Customer contact is through CAP agencies, who are responsible for income
verification and customer visits.

The CAP representative is responsible for conducting an audit using the MCALC
software developed by National Grid, which involves disaggregating bills and
matching with customer behavior, for refrigerator metering, for installing
weatherization measures, for providing CFLs, and doing education around lifestyle
changes. The CAP representative is also responsible for recommending up to 15
lifestyle actions that could reduce energy use, and asking the customer to commit to
three or four (Note this use of a “commitment” is very innovative in efficiency
programs and is a best practice.) National Grid trains the CAP
auditor/representatives. The lead CAP agency purchases refrigerators, using
volume to negotiate lower prices, and the refrigerators are delivered by an ESCO or
one of five regional appliance dealers, depending on location of the customer.
Lighting fixtures are delivered and installed by one of two ESCOs, which usually
subcontract to electricians.

Incentives

The incentives in this program are the free energy-efficient measures:
weatherization, CFLs, compact fluorescent fixtures, and refrigerators. Customers
receiving these measures frequently also qualify for fuel assistance, another
program.

Program Marketing

The program is marketed jointly with the fuel assistance program for low-income
customers. In some cases the costs are split with other utilities in Massachusetts.
Marketing includes radio (including ethnic radio), newspaper, and television
advertising, along with bill stuffers. In 2001 the marketing budget in
Massachusetts was $400,000. During the intake process for fuel assistance, CAPs
recruit customers for the AMP program. CAPs also send direct mail and make
follow-up calls to targeted customers, selected on the basis of their high electric use.
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When visiting for other reasons, CAP representatives also meter refrigerators, and
then try to recruit customers whose refrigerators are judged to be ailing.

Customer Service

The CAP representatives are trained to treat AMP participants as paying
customers. The focus is on occupant safety, inspection, and education. Education
focuses on how to save by providing many specific suggestions, and helping
customers prioritize and identify a few that they think they will be able to achieve.
After refrigerator delivery, the vendor is required to provide any needed service for
the first six weeks, after which they must make sure all customer information goes
to the manufacturer’s database so the customer will be listed as the appliance
owner. There is an 800 number for any other customer service issues.

Participation Rates and Savings

In Massachusetts in 2001 there were about 4000 AMP participants. About 3600
received CFLs, 1600 received refrigerators, 380 received weatherization, and 300
received fixtures; fixtures were introduced late in 2001, so this number is expected
to increase in the future. There is a study in the works now that will define the
eligible population. Annual savings are estimated to be 9,909 MWh, and lifetime
savings are estimated to be 131,467 MWh.

Budget

The budget in 2001 was about $4.4 million.

Keeping Costs Down

The joint purchasing of refrigerators with other utilities increases buying power
and keeps costs down. Also, the MCALC software was developed internally, and
now is licensed to other utilities and to ESCOs, which brings in some revenues.

The CAP agencies have maintained the same cost levels for years while doing more
work. This is partly through hard work and experience, but also because the
introduction of software that allows one single CAP person to perform the audit and
do the invoicing with minimal data entry.
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Customer Satisfaction

A guantitative customer survey conducted in 1998 showed that 74% of customers
who had participated in other, similar programs think AMP is better than the other
programs. Eighty percent or more of customers give each of seven program
components a four or five on a five-point scale. Asked to rate six aspects of delivery
and installation, more than 80% of customers give a four or five rating on a five-
point scale; a low rating for one aspect of delivery—"the installer filled out the
warranty for me”—rated four or five by 55% of customers—resulted in a new service
procedure to make sure warranty cards were filled out.

Monitoring and Evaluation

There was a process evaluation of the 1998 program, and an impact evaluation of
the 1996 pilot program. There is an impact evaluation of the 2001 program under
way now.

Quality control is provided by the lead CAP agency through occasional site visits.
Quality assurance is provided through National Grid’'s data system, in which the
frequencies of measures installed or recommended by each CAP representative is
compared to the average to make sure itis in line.

Reasons for Success

The main reason for success of AMP is the partnering with the CAP agencies; they
have taken ownership of the program, and National Grid uses their input for
program design. Another reason for success is the expertise of the CAP agencies in
identifying actions on the part of customers that are likely to work. Another reason
is the software, which, in matching bills to customer behavior, facilitates customer
learning and buy-in.

Transferability to the Energy Trust

The program should transfer well to the Energy Trust, provided there is are CAP
agencies experienced in delivering energy efficiency programs. The CAP agencies
have in Massachusetts added the AMP activities onto their weatherization
capability yet required good training on appliance diagnostics and appliance
analysis software.

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research fimbn faction Page 67





3. Residential Programs

National Grid: EnergyWise Program

Name of Organization: National Grid
Name of Program: EnergyWise Program
Name of Contact: Bob O’'Brien

Phone and Email: 508.421.7280; robert.obrien@us.ngrid.com

Why Nominated

This program was nominated because it cost-effectively reduces electricity use
among high-use residential customers, both single-family and multi-family, and
also overcomes the split incentive barrier by providing free or low-cost energy-
saving measures for all multi-family customers.

Program Summary

National Grid’'s EnergyWise program provides high-use residential electric
customers in single- to four-family homes and all customers in multifamily facilities
with free on-site energy analyses and free or low-cost energy efficiency measures.
For single family homes in Massachusetts, the lower limit for eligibility is 30 kWh
usage per day in May or September. The measures that all customers can receive
include CFLs, compact fluorescent fixtures, and appliance timers. Refrigerators are
available if the units they replace are old, and if metering shows they are
inefficient; while refrigerators are provided with incentives in multifamily facilities,
single-family customers must pay the whole price. Customers with electric water
heating can receive DHW measures, and customers with electric heating can
receive thermostats, insulation, air sealing, and duct sealing. Customers with heat
pumps can receive heat pump tune-ups.

Program Delivery and Staffing

National Grid has two full-time equivalent employees working on the program,
including one full-time program manager and two part-time assistants. In
addition, there are two implementation contractors, one handling single-family
homes and one handling multi-family facilities.
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With single-family homes, National Grid provides the contractor with lists of
eligible customers based on usage. The contractor sends out materials to customers
on the list, calls, schedules an appointment, monitors refrigerator usage unless it is
new, and uses AMPCalc (a bill disaggregation tool). On that basis the vendor
produces a report explaining the customer’s energy use, makes recommendations
for energy-saving measures, and has the customer sign an authorization form. The
vendor, if applicable, does the heat pump tune-up, and any removable measures,
such as DHW measures, CFLs, and appliance timers. The customer is then
responsible for hiring a contractor to carry out the other recommendations.

For multi-family facilities, the contractor handles the entire project, including
maintaining contact with the customer, performing the audit, bidding out the specs
to subcontractors, and performing an inspection on the completed work. The
vendor, if applicable, does the heat pump tune-up, and any removable measures,
such as DHW measures, CFLs, and appliance timers. In buildings with 20 units or
less, the contractor usually performs all other work as well, while in larger facilities
they usually hire a subcontractor.

Incentives

Measures provided for free to all qualifying customers include CFLs, timers, duct
sealing, and air sealing. For single-family homes, incentives are $20 for a
thermostat, 25% for insulation, and $50 for a heat pump tune-up. For multi-family
facilities, incentives are $10 per fixture in common areas, 100% of fixture costs in
tenants’ units, $50 for a heat pump tune-up, $200 to $400 for a refrigerator
depending on its size, 25% of attic insulation, and 100% of ventilation (because of
health issues).

Program Marketing

The vendors are responsible for marketing the program. The single-family vendor
uses mailings and telemarketing, and usually targets the highest-usage customers.
There is no marketing to multi-family facilities; it is by word of mouth only, and
customers are dealt with on a first-come-first-serve basis, with priority for electric
heating customers; currently there is a large backlog of multifamily customers
applying for the program.
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Customer Service

Each vendor has an 800 number for customer service, but customers sometimes call
National Grid if there is a problem; these calls are handled by the program
manager.

Participation Rates and Savings

EnergyWise resulted from the combination of a single-family program and a multi-
family program in 1998. In 1998, a partial program year, there were about 10,000
units covered in Massachusetts. There were 11,000 units covered in 1999, 14,362 in
2000, and 14,644 in 2001. Of these 14,644 in 2001, 3,484 were single-family and
11,160 were multi-family units; these proportions have remained about the same
through the years. The size of the population is not known, but the marketing list
of high-use customers is getting smaller over time. Based on an outside impact
evaluation, the estimated annual savings for an electrically heated single-family
home in Massachusetts are 1,298 kWh, and 712 kWh for a non-electrically heated
single-family home. For the entire program, annual savings were 9,962 MWh in
2000. The realization rate has traditionally been 97%, but last year a problem with
a vendor’s use of the screening tool resulted in a realization rate of 78% in
Massachusetts; this problem has since been corrected.

Budget

The budget for the program is 2002 is $4 million, down from $5,175 million in 2001.
Eighty-nine percent of these costs are for implementation.

Keeping Costs Down

The multi-family component of EnergyWise has not changed, but one cost-effective
change in the single-family component is the auditor’s use of a laptop with a
printer, working with the customer’s billing information, so that the audit and
report can be done in a single visit. National Grid is also considering dropping
refrigerator metering, and substituting lookups of refrigerator models and
associated energy usage from a book.
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Customer Satisfaction

Periodic surveys conducted by outside firms show customer satisfaction to be very
high.

Monitoring and Evaluation

Impact and process evaluations are periodically conducted by outside firms. An
impact evaluation, referred to above, caught a problem with a vendor’s use of a
screening tool, which has since been corrected.

Reasons for Success

EnergyWise works because it provides National Grid a way to respond to customers’
high bill complaints, and helps customers both understand their bills and do
something about them. Also, the fact that many measures are free or low-cost is
quite important.

Transferability to the Energy Trust

For the program to work in Oregon (or elsewhere), especially on the multi-family
side, many of the measures would have to be provided for free or inexpensively. For
example, in EnergyWise, landlords don’'t pay for fixtures in tenants’ units because
of the split incentive issue.
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New Jersey Utilities: Residential HVAC Program

Name of Organization: PSE&G, GPU, Conectiv, and Rockland Electric Company
Name of Program: Residential HVAC
Name of Contact: Chris Neme, VEIC

Phone and Email: 802.658.6060 x 1022; chneme@veic.org

Why Nominated

The New Jersey residential HVAC program was nominated because it is considered
to have a very well thought out combination of incentives and industry partnering,
making it a very transparent and consistent program for the New Jersey utilities,
trade allies and customers.

Program Design

The New Jersey Residential Electric HVAC Program aims to improve the efficiency
of new central air conditioners and heat pump systems. It promotes both the sale of
high efficiency equipment and improvements in sizing and installation practices
that affect operating efficiency. The program targets all residential dwellings
(whether existing or new) into which a new central air conditioner or heat pump is
being installed. Any such home that installs a new, qualifying central air
conditioner or heat pump is also eligible for the program’s programmable
thermostat offering. Builders or buyers of new homes may participate in either the
Electric HVAC program or the New Jersey ENERGY STAR Homes program, but not
both.

The program promotes two efficiency tiers for central air conditioners and air
source heat pumps:

Tier 1: SEER 13, EER 11 and (in the case of heat pumps) HSPF 8
Tier 2. SEER 14, EER 12 and (in the case of heat pumps) HSPF 8.5

In addition (i.e. under either tier), documentation of proper sizing and installation
of qualifying high efficiency equipment must be submitted. In the case of units
installed in new homes, this will mean (a) submission of Manual J sizing
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calculations, (b) documentation of proper charging, and (c) documentation that
airflow is within the range recommended by manufacturers (i.e. between 350 and
450 cfm/ton). In the case of units installed in existing homes, this will mean (a)
submission of Manual J sizing calculations, (b) documentation of proper charging,
and (c) submission of measurements of actual airflow rates.

The program also promotes ground source heat pumps with an EER of at least 13
and ENERGY STAR-rated programmable thermostats.

Program Delivery

The program is delivered primarily through HVAC contractors. The program
provides HVAC contractors technical training (proper sizing, charging, airflow, and
duct design) and training in how to sell energy efficiency. It also promotes
certification by NATE (the American Technician Excellence certification test), and
has provided funding to the Eastern Heating and Cooling Council for training
courses; the technical training courses have largely become self-sustaining (through
fees to participating contractors), which is not the case for the sales training
courses.

Incentives

Statewide incentives for high efficiency central air conditioners and air source heat
pumps will be as follows in Table 5.

Table 5
NEW JERSEY HVAC INCENTIVES
MINIMUM EFFICIENCY STANDARDS® INCENTIVES
SEER EER HSPF CENTRAL A/C HEAT Pumps
13.00 11.00 8.00 $370 $460
14.00 12.00 8.50 $550 $710

8 Note that relbbates are also contingent on documentation of proper sizing and installation.
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Statewide incentives for ground source heat pumps and programmable thermostats
will be as follows in Table 6.

Table 6
NEW JERSEY HEAT PUMPS AND THERMOSTAT INCENTIVES
EQUIPMENT MINIMUM EFFICIENCY INCENTIVE
STANDARD
Ground Source Heat Pump 13 EER $580/ton
Thermostat ENERGY STAR-rated $50

Incentives may be payable to the consumer, the HVAC contractor or the builder.

Program Marketing

The program is marketed both to HVAC distributors and contractors (through
direct mail and circuit riders) and to consumers (through bill inserts, and most
importantly through ads in the Yellow Pages, since that is how consumers find
HVAC contractors).

Customer Service

Customer service is provided through an 800 number going to a call center that
serves all joint utility programs in New Jersey.

Staff and Contractor Responsibilities

Each utility has a program manager, who is responsible for other programs as well
as this one. Honeywell DMC performs rebate processing for GPU and Connectiv,

while PSE&G does it in house. Each utility is responsible for its own marketing. As
mentioned earlier, HVAC contractors deliver the program to customers.
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Penetration

There are approximately 100,000 central air conditioning and heat pump systems
installed in New Jersey each year; of these, 13,500 in 2000 and 16,000 in 2001
received rebates. Penetration of 13+ SEER units is about 30% over the 1998-2000
period, but many of the non-rebated units were oversized and/or improperly
installed. However, there was more proper sizing than proper installation, possibly
indicating that the program has had more effect on sizing than on installation
practices.

Budget

The overall budget in 2001 was about $17 million, including $11 million for
incentives, $1.5 million for marketing, $1.3 million for implementation (inspections
and rebate processing), $500,000 for training, $750,000 for market research and
evaluation, and $1 million for performance incentives paid to the utilities.

Program Changes

Recent changes to the program have included standardization of rebates across the
state, the use of circuit riders to market to distributors and contractors, and the
promotion of NATE certification. In aspects of program design related to
contractors, input from the industry—the advice of the Air Conditioning
Contractors Association (ACCA)—is sought. Because of on-going issues with air
flow, next year may see the introduction of a duct-sealing component to the
program, or possibly a separate duct-sealing program.

Quality Control/Assurance, Tracking, and Evaluation

Ten percent of all rebated systems are inspected.

Monitoring and Evaluation

Market research and evaluation includes a baseline study conducted in 2001 (even
though individual utilities have had similar programs for several years). A process
evaluation is taking place now, and there will be an independent evaluation of the
guality of sizing and installations.

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research finto faction Page 75





3. Residential Programs

Transferability to the Energy Trust

The transferability of this program to Oregon depends on several factors, including
the cooler weather, which could make the program less cost effective than in New
Jersey. Also, if heat pumps are more prevalent in Oregon than New Jersey, the
savings impact in the heating season could be much more significant. Finally,
typical duct systems may also differ between the two areas, which would affect how
ducts are dealt with in the program.
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Northeast Utilities: Lighting Catalog

Name of Organization: Northeast Utilities
Name of Program: Smart Living Catalog
Name of Contact: Felicia Domrowik

Phone and Email: 860.832.4770; dombrfj@nu.com

Why Nominated

This program was nominated because it is built on a clear vision of market
transformation for the residential lighting market, involving the use of a consumer
catalog to accelerate manufacturer product develop and the introduction of these
products in retail stores. The program also has a clear role to play in resource
acquisition enabling the utilities that use the catalog to easily promote residential
lighting measures. A fairly predictable sales response generally follows each catalog
issue.

Program Summary

The Northeast Utilities (NU) Smart Living Program involves a catalog sent to all of
NU'’s residential customers in three states (Connecticut Light & Power, Western
Massachusetts Electric, and Public Service of New Hampshire); United
Illuminating, a separate utility in Connecticut, also uses the Smart Living Catalog.
Ordering either through the mail, through an 800 number, or over the Internet,
customers may purchase ENERGY STAR-labeled CFLs, interior fixtures, exterior
fixtures, or torchieres, with a discount provided by NU.

The mail and on-line catalog complements the availability of energy-efficient
lighting through local retailers, also with a discount (an instant rebate). On the
retail side, NU provides marketing materials and circuit riders, who negotiate with
stores to carry products.

NU works with manufacturers to persuade them to develop aesthetically pleasing
fixtures. For example, NU negotiated with a manufacturer to make an inexpensive,
generic table lamp by retrofitting an incandescent model to accept only pin-based
CFLs. NU bought one container of 800 lamps. Through the catalog it sold 8,000

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research/imtofaction Page 77





3. Residential Programs

fixtures in three days (the other 7,200 through back orders). The idea is to provide
a test market for manufacturers to see how well a product sells, and to convince
retailers to carry it. After retailers pick up a product, NU drops it; so far, the
catalog has introduced 93 lighting products that were subsequently picked up by
retailers and then dropped by the catalog.

Program Delivery and Staffing

NU has one senior program administrator and one program administrator devoted
to the program. In addition, there is a contractor that does catalog design and
layout, a contractor that handles product fulfillment—including providing
information and taking orders from 8 AM to 8 PM on Monday through Thursday
and 8 AM to 5 PM on Friday, and a call center that takes orders (but does not
provide information) when the fulfillment contractor’s call center is closed.

Incentives

Incentives vary by state, but Connecticut Light & Power, the largest NU operating
company, provides incentives of $3 per CFL (if the cost is $5 or more), $10 per
exterior fixture, $10 per interior fixture, and $20 per torchiere (if the cost is $40 or
more).

Program Marketing

In 2001, the Smart Living Catalog was mailed to 1.3 million customers among the
four utilities; in 1996, the first year of the program, it was mailed to 1.1 million
customers among two utilities (Connecticut Light & Power and Western
Massachusetts Electric). Other marketing varies by company, and includes print
and radio ads, bill inserts, web link ads, and cable network advertising.

Customer Service

The fulfillment contractor handles customer service, which consists largely of
dealing with returned products.

Participation Rates and Savings

In 2001, there were about 59,000 orders placed by 54,000 customers; this compares
with about 30,000 orders placed by 15,000 customers when the program began in
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1996, available only to Connecticut Light & Power and Western Massachusetts
Electric customers. The response rate is 3.75%, compared to an industry standard
(for catalogs) of 2%. Estimated savings are 140,000 product lifetime MWh. The
realization rate is approximately 90% for the three states. These figures come from
NU'’s planning department.

Budget

The catalog budget for four utilities is about $3.5 million per year, of which 30% is
for incentives, 3% is for administration, 3% is for evaluation and market research,
3% is for call centers, 17% is for marketing, and 45% is for design, printing,
postage, paper, and photography.

Keeping Costs Down

To save money, incentive dollars have been lowered as product prices have
decreased, lighter weight paper stock is used for printing, catalogs are bulk mailed
by route number, paper purchase and printing are performed off-peak, the width of
the catalog has been trimmed to save paper and postage costs, most of the
administration is done internally rather than being outsourced, and digital
photography is now used rather than film.

Program Changes

As mentioned earlier, program changes have included participation by two
additional utilities, and the continual introduction of new products, which are then
dropped as retailers pick them up. The 1996 catalog had 20 pages, while the 2002
catalog has 60 pages. Over time, the intention is to shift lighting sales entirely to
retailers. For the catalog, this will mean fewer and fewer pages devoted to
products, with more attention to articles; eventually, product pages will be gone and
the catalog will become an energy-efficiency magazine for customers.

Customer Satisfaction

A formal assessment of the 1997 and 1998 programs (covering Connecticut Light &
Power and Western Massachusetts Electric only) measured customer satisfaction at
80%.
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Monitoring and Evaluation

There was an evaluation of the 1997 and 1998 programs (covering Connecticut
Light & Power and Western Massachusetts Electric only), and there is one going on
now covering the 1999, 2000, and 2001 programs. Both have used external
evaluation contractors. Evaluations examine how long products are used, repeat
orders, number of and reasons for returns (usually size of fixture or breakage
during shipment), estimated savings, and characteristics of buyers.

NU has its own internal quality assurance-testing program; it is considering
moving this responsibility to an independent lab.

Reasons for Success

The program is successful because NU works with manufacturers to make fixtures
that are attractive—and aesthetics are one of the main barriers to increased sales of
energy-efficient fixtures. In addition, customers can save money on their energy
bills, and they get incentives to try new products.

Transfer to the Energy Trust

This catalog would be easy to transfer to the Energy Trust provided the effort was
in conjunction with NU. The network for fulfillment is already established, the
catalog is already being produced. Northeast Utilities would be willing to work with
the Energy Trust on the project.

Developing a catalog from start to finish would be more difficult, though the
fulfillment network would probably be readily available to work with the Energy
Trust, the need to work independently with the manufacturers and graphic
designers would make the project more costly and complex.
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Sacramento Municipal Utility District: Residential Loan Services

Name of Organization: Sacramento Municipal Utility District
Name of Program: Energy Efficiency Loan Program
Name of Contact: Dave Galbraith

Phone and Email: 916.732.5497; dgalbra@smud.org

Why Nominated

The SMUD Residential Loan program was nominated as a best practice due to high
loan closure rates and low loss rates.

Program Delivery

The program is delivered through contractors who sell qualifying HVAC, solar
water heating, windows and insulation services. The loan is an additional tool
contractors can use to provide their customers with point of sale financing for the
products and services they sell. Products and services must meet SMUD
qualifications to qualify for the loan.

SMUD trains the contractors in how to prepare the loan documents. Any contractor
who meets the following three criteria can offer the loan:

» Proper and current license, in good standing
» Proper insurance and bonding

» Willing to install measures to SMUD specifications, in some cases above
code

SMUD reserves the right to inspect all installations, but inspections tend to be
front-loaded occurring more frequently when a contractor first signs up for the
program and less so after they have worked with the program for several years.

The contractor puts the loan package together and brings it to SMUD for approval.
SMUD provides a 24-hour turn-around on the approval. Qualifications for the loan
are that the customer must be:
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> A homeowner

» Have satisfactory outside credit as well as payment on SMUD electric
account

» Have an acceptable income/debt ratio

» Pay the loan application fee of $50 for amounts over $1000 (refunded if
not approved)

The loan approval is valid for 60 days and the contractor must notify SMUD within
the 60-day period that the project is completed. At that time SMUD will normally
record a fixture filing (UCC1 Financing Statement) with the County Recording as
collateral for the loan. Loans terms are available for up to 10 years except for
insulation, which is 5 years. Payment on the loan is made directly to SMUD,
separately from the utility bill. (The UCC1 Financing Statement gives SMUD
priority over the first mortgage.)

Incentives

The loan is currently at a fixed rate of 9.25%

Program Marketing

The program is marketed by contractors though SMUD provides information on the
loan on their website and through their customer service center.

Customer Service

The contractor provides customer service and the utility does not track what
specific services are provided.

Staffing and Contracting

There are 180 contractors providing loans to the residential customers. SMUD has
23 staff people assigned to the loan program. 14 to 15 deal with loan origination
and the rest deal with loan servicing. Currently they outsource billing, though that
has not always been true and may not be true in the future. A new software loan
management system will link multiple sources of information and is likely to
improve the efficiency of the administration. Staff is cross-trained to do multiple
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functions so that they can flexible given fluctuating volume and so staff can retain
interest in their jobs.

Participation and Savings

No specific program savings is available. Participation runs at about 5,000-5,500
annually.

Budget

Loan demand has been averaging $25-26 million over the past few years.
Repayments from existing loans exceed that amount by $3-4 Million per year.
Administrative costs average $2.6 Million (net) annually and are recaptured in the
retail interest rates.

Key Issues for Program

SMUD does all the origination and servicing in house, however these can be
outsourced, as can contractor screening and training. At the moment this is not the
option the SMUD is using.

An advantage for this type of loan to contractors and customers is that no other
entities offer loans in the size range; too small for banks.

Have to monitor the use of the SMUD name in advertising by contractors about the
loan program.

Key Issues for Cost Control

The program has been operated for over 10 years, at the outset the loan was
included in the bill, but this proved to be a problem in many ways and is easier and
less costly to manage as a standalone service.

Efforts to work with Fannie Mae have not proved worthwhile. Fannie Mae has a
higher decline rate (40-45% versus 18% for SMUD and about 20-23% for banks),
this is due to the fact that Fannie Mae loans are unsecured as opposed to SMUD's
security interest via the UCC1 Fixture Filing.

The UCC1 Fixture Filing collateralizes the loan, which results in a higher rate of
recovery in cases of delinquency. Prudent loan underwriting policies have had a
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significant effect on reducing loan losses. Fixture filings take precedence over all
liens of record if filed within 20 days of purchase.

Monitoring and Evaluation

The impact of the loan program in particular has not been calculated.

Transferability to the Energy Trust

The SMUD loan program might be difficult to transfer because of access to utility
bill payment records. However, SMUD does not consider this a driver of the
program, since many customers with good credit are “notorious” for not paying
utility bills on time. As an effective loan program this program has a higher rate of
acceptance and lower loss than most similar programs and thus provides a sound
model for a loan program.
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Tacoma Utilities: Residential Weatherization

Name of Organization: Tacoma Public Utilities
Name of Program: Residential Weatherization
Name of Contact: Dalene Moore, Assistant Energy Services Manager

Phone and Email: 253.502.8653; dmoore2@ci.tacoma.wa.us

Reason for Nomination

The residential weatherization program with financing was offered as a best
practice for controlling costs of weatherization programs and providing a variety of
ways for customers to finance the weatherization while ensuring that savings were
obtained.

Program Overview

Tacoma Utilities’ Residential Weatherization program provides a Home Energy
Check and weatherization services to customers with electrically heated homes
built before 1988. The Home Energy Check is used to evaluate customer’s homes’
energy efficiency. The program helps customers get their homes insulated and
inefficient windows replaced. Insulation measures include ceiling insulation with
ventilation; floor insulation with ground cover, ventilation, and pipe insulation;
duct insulation; and wall insulation. The program weatherizes rented homes with
the property owner’s approval as well as owner-occupied homes. Liens are placed on
each home that receive a weatherization loan.

Financial assistance in the form of grants is available to help weatherize the homes
of customers who meet certain income guidelines. Zero-interest loans with a set-up
fee are available to all qualifying customers regardless of income.

Program Delivery

Tacoma’s residential weatherization program is delivered via in-house staff and
“gqualified” weatherization contractors. Program participants schedule audits
through a central scheduling coordinator. In-house auditors perform the audits.
Tacoma Power maintains a list of qualified contractors to perform the
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weatherization services identified by the audit. Customers may choose from among
a list of qualified contractors or perform the work themselves. Weatherization work
is based on a list of deemed measures maintained by Tacoma Utilities. In-house
staff conducts inspection of the finished work.

Customers qualify for a zero interest loan based on their Tacoma Utilities payment
history. In the event of insufficient payment history an Equifax credit report is
used. Multi-family owners undergo a full review of credit worthiness conducted by
Tacoma Utilities’ contractor, Pierce County Economic Development.

Multifamily audits are performed using a variety of modeling tools to establish the
energy savings of measures proposed. Proposed projects are then analyzed for cost-
effectiveness to Tacoma Utilities.

Incentives

The program offers a free audit to qualified customers and a zero percent loan or
grant depending on income. Non-low income customers are offered a zero percent,
7-year loan (5 year for multifamily). Low-income customers qualify for either a zero
interest loan that is deferred until the home is sold, a 70% grant or a 100% grant
depending on income level. Grants are available for insulation measures in the
homes of low-income customers. The financial assistance available for installation
of other measures such as windows is the zero percent interest loan.

Windows are done only with loans, i.e. if a customer qualifies for a grant the grant
will be for only the non-window costs. Loans have a seven-year term and minimal
set-up fees that may be added to the loan amount.

Program Marketing

The program is primarily marketed through a targeted direct mail campaign.
Information is mailed to 2,500 customers approximately every two weeks. The
mailing is targeted to specific zip codes in order to group responses for efficient
audit scheduling.

Tacoma Utilities also is present at various local events. Home parties have also
been used with “give aways” (CFLs, etc) and have generated interest in the
weatherization service.
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Customer Service

Customers may sign up for service through the Energy Information Center or from
the front desk staff. Credit application is simplified by use of the payment history
as the basis. Survey reply cards the customer return after each audit are analyzed
to measure customer satisfaction. Customer satisfaction is very high, greater than
90% satisfied or very satisfied.

During the audit, customers are often provided with educational information
regarding appliances, lighting and other non-weatherization energy efficiency,
depending on the interest of the customer.

Staffing and Contractors

TPU assigns two clerical, three auditors, and one working supervisor to the
program. There are no contractors working directly for the utility. Tacoma Utilities
maintains a list of qualified contractors for installation work.

Participation and Savings

Participation is approximately 800 audits and 550 loan/grant participants per year
out of 145,000 residential customers. Savings average 3,012 annual kWh per home,
4,400 MWh total. The most recent billing analysis indicates 3,012 annual kWh per
home. Realization rate is not calculated as there is no savings estimate developed
based on the deemed measure list.

The Program has been in existence since 1983. Overall participation is not readily
available.
Annual Budget

The annual budget is $400k for grants, roughly $800k for loans, and staff costs
($200K excluding benefits and indirect administration). Average cost per
weatherization job is $370. Average cost of audit is about $150, inclusive of energy
education.

Key issues for Program

Program changes involved centralizing the scheduling of appointments and various
procedural efficiencies.
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Keeping Costs Down

Laptops with forms and spreadsheets with efficiency information as well as mobile
printers are used by field reps. Audits are grouped geographically and scheduled to
minimize travel.

Monitoring and Evaluation

A billing analysis evaluation is conducted every two years.

Transferability to the Energy Trust

The special feature of the Tacoma Utilities approach, which is pretty much
standard utility audit program is that they use the loan as a way to leverage more
energy efficiency improvements measures for consumers that seek a loan in order to
do only windows. This improves the attractiveness of the program to consumers.
The program is generally easy to transfer, though the use of bill payment history as
a proxy for creditworthiness would not be transferable. Other credit checks are
possible. Another asset for such a program would be coordination with OOE energy
tax credits.
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Wisconsin: High Efficiency Furnace Program

Name of Organization: Wisconsin Utilities
Name of Program: High Efficiency Furnaces
Name of Contact: Scott Pigg, Energy Center of Wisconsin

Phone and Email: 608.238.8276; spigg@ecw.org

Why Nominated

This program was nominated because it is known to have been very effective in
transitioning the gas furnace market to high efficiency products.

Program Delivery

[Comment: The focus of this program was to increase the use of gas condensing
furnaces. The program began in the early 1980s and was phased out in the mid-
1990s, although the Energy Center of Wisconsin (Energy Center) continues to track
penetration of high-efficiency furnaces. The best recent description available is by
Hewitt (2000. “The elements of sustainability,” Efficiency & Sustainability:
Proceedings of the 2000 Summer Study on Energy Efficiency in Buildings, 6.179-
6.190.)]

A key barrier to the use of high-efficiency furnaces was contractor concerns with the
reliability of this equipment (because cooling the flue gases to extract more heat
increased the probability that corrosive gases would condense on the heat
exchangers, causing premature failure). The program began with heavily
subsidized installations in the low-income sector. Clear specifications were set for
the heating contractors and they were given extensive training. In addition, the
utilities required manufacturers to provide adequate warranties, especially on the
vulnerable heat exchangers. The utilities also conducted quality control (QC)
inspections of the installations.

As a result of the experience gained—and with training and a rebate program in
place, as well as stronger manufacturer warranties—contractors carried the new
equipment into the regular market. The contractors were experiencing reduced
callbacks and saw the technology as compatible with consumer desires.
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Incentives

Rebates for qualifying furnaces.

Program Marketing

The program was marketed through heating contractors, with assistance from the
utilities. All homes served by participating utilities were eligible.

Customer Service

The contractors provided customer service and the utilities did not track what
specific services were provided.

Staffing and Contractors

The number of program staff is unknown at this time. At each utility, the functions
of program management, rebate fulfillment, and quality control would have to be
covered.

All heating contractors in the state were eligible for training and participation in
rebate program.

Heating contractors were responsible for sales and installations. Utility staff were
responsible for other functions noted above.

Participation and Savings

In the last year that utilities offered rebates (1989), high-efficiency units had a 70
percent market share in the gas furnace market. As indicated in later published
reports, the market share has in fact increased (to 90 percent in 1995), but then
slipped in parts of the state that are less subject to extreme cold temperatures and
more affected by competition from outside builders and contractors (i.e., the
southeastern portion of the state). Currently statewide penetration is about 75
percent, with 90 percent penetration in the northern portions of the state and 50 to
60 percent in the southeast.

Studies covering the entire home are in progress.
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For the furnace itself, savings can be calculated on the basis of the difference in
AFUE ratings.

The overall participation and penetration rate is not available for the state as a
whole at this time. Hewitt indicates that more than 16,000 units were installed
through low-income programs.

Budget

Not available at this time. The design of the program entailed few administrative
costs.

Key issues for Program

Relevant issues—which do have some salience for a resource acquisition program as
well as a market transformation program—include determining when a program is
so successful that it should be phased out; and then ensuring that the program’s
success continues after the program is over.

The current focus is on reducing electricity consumption by focusing on the blowers
and encouraging the use of premium efficiency motors. (These savings are
particularly important where a household sets the fan to “on,” rather than
“automatic.”)

Keeping Costs Down

At the outset of the program, getting the cooperation of the manufacturers in
strengthening the product warranties was critical to removing risk from the

utilities. As the program matured, the cost issue emerged with respect to the
necessity of the rebates.

Monitoring and Evaluation

As indicated, the utilities conducted QC inspections; they also tracked sales, as
Energy Center continues to do.

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research fimbo faction Page 91





3. Residential Programs

Transferability to the Energy Trust

A focus on gas furnaces would be useful if the Energy Trust wishes to encourage
fuel switching or if the Energy Trust enters into an agreement to implement gas
energy efficiency programs as well. On the other hand, the key factor in the success
of the program was that the program specifically addressed the barriers to adoption
of highly efficient gas furnaces. If similar barriers exist for electric furnaces then a
similar program could be adopted.
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Wisconsin Energy Conservation Corporation: ENERGY STAR® Homes Program

Name of Organization: Wisconsin Energy Conservation Corporation
Name of Program: ENERGY STAR® Homes
Name of Contact: Ed Carroll

Phone and Email: 608.249.9322 x.180; ed@weccusa.org

Why Nominated

The WECC ENERGY STAR® Home program was nominated because their rate of
participation is very high and acceptance of the program by trade allies is reputed
to be high.

Program Delivery

The key program goal is to demonstrate to builders that increasing energy
efficiency is viable and will reduce their costs. The main office staff is 4
professionals and 0.5 for a marketing person. There are seven full-time
subcontractors who act as regional coordinators, developing relationships with the
local building community, identifying other consultants who can act as inspectors,
and consult with builders. In part, these “satellite offices” ensure a presence in key
localities and avoid having WECC as the sole service provider. In addition, this
model is intended to help ensure the sustainability of the construction
improvements as the program investments and WECC's lead role are reduced or
phased out.°

An important key to program success is to demonstrate to the building community
that they can readily adopt the practices involved: They are not cost-prohibitive and
they offer additional benefits, such as eliminating mold issues (a major concern for
Wisconsin builders at this time). Thus, the program is not just for energy efficiency
enthusiasts, but is of value to all those on the supply side.

9 Additional discussion of this issue may be found in Carroll et al. (2002).
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Incentives

WECC will cover two-thirds of the cost for certifying a home that qualifies. The
outlay is approximately $750, which includes modeling and plan review (e.g., of the
venting strategy).

Program Marketing

The most effective marketing is through consumer seminars, to which participants
are drawn via advertising referrals and participating builders. These are held in
the evenings and have drawn between 25-30, in Madison, and 60-70, in Green Bay
and Appleton, where there is more of a program track record because of a more
active builder community and staff.

Marketing to builders is accomplished through local home-building associations.
The key is for program managers to become “insiders,” attending monthly events
and serving on committees. (They are currently involved in 12-13 of the 23 in the
state.) By “being there,” the managers help overcome the perception that the
program is a temporary entry in the market. And the overall cost is low.

An interested builder is given a discussion of standards, over about one hour,
including an opportunity to discuss detailed questions about the program. He (or
she) is then asked to sign a participation agreement committing the project to meet
ENERGY STAR standards in return for program support.

Customer Service

WECC provides general assistance to consumers. They have acted as an
ombudsman, but not often. Moreover, their role is to offer objective advice rather
than promoting a particular product or manufacturer (e.g., exterior Styrofoam).

It is important that builders can and do make their own case for building homes
that qualify for the program. WECC has attempted to hold sales training seminars
for a group of builders. However, the attendance over three tries was only about
eight per workshop. It appears that one-on-one is a better approach.
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Staffing and Contractors

There are seven subcontractors who act as regional coordinators and eighteen part-
time consultants who help to certify participating homes. These professionals are
already insured and easily trained, and they provide a flexible resource.

Internal WECC staff is largely responsible for program design, administration, and
overall marketing. Regional coordinators are largely responsible for identifying and
marketing to builders, as well as assisting in quality control and working with the
inspectors.

Participation and Savings

The program is still new and evolving, (See Carroll, et al., 2002). WECC expects
more than 20,000 single-family dwellings, duplexes, 4-family units, and 8-family
residential units to be built in 2002. At the time of the interview, approximately 600
qualifying units had been completed, but they expect a total of 750 to be included
during the current program year, which is the maximum they can handle with the
current staff.

A comparison of program homes and new non-program homes indicates that most
savings are in the reduction of air leakage. Space heating requirement are
approximately 100 therms less per year, which is about 10 percent savings. To
increase the savings on electric use, which are estimated at about 4 percent, the
program will add targeted incentives; e.g., for the installation of variable speed
drives with forced air furnaces and the use of gas clothes dryers.

Over the first three years, they have already completed 1000 homes. Seventy of the
280 participating builders have completed five or more homes in the program.
Using the approximate savings values found in the ECW evaluation, and
completion of 1,000 qualifying homes, the program is now saving approximately
100,000 therms per year and 400,000 kWh per year.

10 The relatively low level of savings reported is not surprising, given Wisconsin’s stringent code requirements, which

are well enforced, and the very high base level for sale of high efficiency heating equipment (over 80 percent
market penetration).

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research fimbn faction Page 95





3. Residential Programs

Budget

The program was at $1.8 MM in the previous program year and will be at $2.3 MM
for the 2002 program year.

The administrative budget is about $300K for internal time and subcontractors. In
addition, approximately $650,000 has gone to incentives; $390,000 to the costs of
site visits; $500,000 for program development; and $400,000 to marketing. (The
marketing budget is low, reflecting only WECC's costs: As indicated elsewhere, the
program relies on the builders making the case to buyers. If the builders do not do
so, the program is not successful.)

Key Issues for Program

The initial problem for WECC was managing growth. This entailed a careful ramp-
up to avoid reliance on inexperienced staff, as well as to ensure timely service and
the ability to report on business effects.

WECC is currently seeking to reduce the cost of conducting three site visits to each
home under construction, once the builder involved has shown his or her
capabilities. One effort involves having certain builders conducting their own
qguality control with subcontractors. One barrier is that many builders want the
external visitations continued.

Another modification under active study is the creation of different program tiers,
including one based on quantifiable evidence for ventilation rather than simply the
HERS rating, as discussed in Carroll et al. (2002).

Keeping Costs Down
Within WECC, a focus has been to find ways of sharing staff across related
programs (e.g., they have a remodeling program as well as this RNC program).

Monitoring and Evaluation

An independent assessment of customer satisfaction was done for part of the
program (when still funded by individual utilities). Home buyers were happy with
their gas bills; less so with their electric bills. As noted above, an independent
estimation of savings has also been completed.
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Transferability to the Energy Trust

The Wisconsin model (which is similar to the Vermont approach) is expected to
achieve long-term, lasting results with builders in the state. An alternative is the
New Jersey model. This approach is very simple and user-friendly and uses the A/E
firm’s own employees (rather than outside contractors). Such an approach offers
greater control for the builder and—together with high incentives—seems to get
speedy results.

References

Carroll, Ed, Pigg, Scott, Nahn, Gregory, and Nagan, Joseph. (2002) Roll with the
Changes: The Evolution of a Residential New Home Construction Program in
Wisconsin. In Proceedings of the 2002 ACEEE Summer Study on Energy Efficiency
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ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research flintofaction Page 97






4. COMMERCIAL AND INDUSTRIAL PROGRAMS

The key informants nominated 30 programs for resource acquisition in the
commercial and industrial sector. These include programs for up-front auditing,
equipment rebates, new construction, and technical assistance for industrial
customers plus two international programs that support voluntary actions by
commercial and industrial firms. We completed summaries for 21 programs. Eight
of the programs were dropped because they were not at all transferable to the
Energy Trust, or they were market transformation programs, or because the
program was similar to another program where a summary was completed. One
summary could not be completed.

One of the findings from this set of programs is that most of these programs have
been operated for many years. The Oakland-Energy Efficiency Design Assistance
program is a recent offering, which emerged in 2001 as a local program option in
response to the west coast energy crisis, plus two efforts (HVAC Modeling and
Quotas for Motors) that emerged in 2000 as part of market transformation efforts in
California show promise, but had very short histories.

The lessons learned in the first six months of program operation were not really
available to us during these interviews for the long-term programs. What is clear is
that these programs have evolved over the course of their operation; the evolution
tends to primarily occur in response to regulatory requirements and associated
budgetary changes. But the programs have also changed in response to customer
and trade ally input.

Table 7 provides an outline of the 21 programs in the order they are offered in this
chapter.
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Table 7

4. Commercial and Industrial Programs

PROGRAMS IDENTIFIED FOR THE COMMERCIAL INDUSTRIAL SECTOR

ORGANIZATION PROGRAM TYPE LOCATION
Ameren Commercial End-Use Audit Program Missouri
Audit Program
California California Efficiency Equipment Rebate California
Express Program
Energy Center of Wisconsin Daylighting New Consfruction Wisconsin
National Grid Chiller Program Equipment Rebate Northeast
National Grid Commissioning New Consfruction Northeast
Services
National Grid Design 2000 New Consfruction Northeast
National Grid Industrial Technical Industrial Technical Northeast
Assistance Assistance
New York State Energy FlexTech Program Small and Medium Northeast
Research and Development C&l Energy Studies
Authority
Northeast Energy Efficiency Cool Choice - Equipment Rebate Northeast
Partnership Commercial HVAC
Northeast Utilities Commercial Reftrofit Large Commercial Northeast
RFP Program Reftrofit/Bidding
program
Northeast Utilities Energy Conscious New Consfruction Northeast
Construction
Northeast Utilities Industrial Consulting Industrial Technical Northeast
Services Assistance
Northeast Utilities Small Business Small Commercial
Program Refrofit
Oakland Energy Efficiency New Consfruction California
Design Assistance
Sacramento Municipal Utility Compressed Air Equipment Rebate California
District Services
Southern California Edison HVAC Modeling Tools | Equipment Modeling California
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Agreements with
Industrial Firms

Programs

ORGANIZATION PROGRAM TYPE LOCATION
Continued
Southern California Edison Quotas for Motors Motor Rebates California
Xcel Energy Colorado Custom Large Commercial Colorado
Efficiency Program Reftrofit/Bidding
Program
Xcel Energy Minnesota Custom Commercial & Minnesota
Efficiency Program: Industrial Custom
Rebates
INTERNATIONAL
Netherlands Long-Term Voluntary Reftrofit International

United Kingdom

Energy Efficiency
Best Practice
Programme

Voluntary Technical
Assistance

International
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COMMERCIAL AND INDUSTRIAL PROGRAM SUMMARIES

Ameren: Commercial End-Use Audit Program

Name of Organization: Ameren Corp. (formerly Union Electric)
Name of Program: Commercial End-Use Audit Program
Name of Contact: Steve Kidwell, Manager, Strategic Projects

Phone and Email: 314.554.2943; skidwell@ameren.com

Why Nominated

This program was nominated as an example of an end-use audit program that has
achieved measurable savings over the length of its implementation period.

Program Description

This program has never been a rebate program, nor prescriptive in nature. The
objective was to improve the information for customers so that they could make
good decisions on their own, with high quality advice from the utility, based in turn
on high quality modeling. Both new building design and retrofits were covered.

The important program success factor was putting resources into sound
engineering—after finding in early evaluations that the audits were more guesses
than based on sound engineering analysis. This involved requiring good modeling,
impact assessment, auditing, and data collection—which are not cheap. In addition,
Ameren checked progress throughout each project and conducted a full evaluation
to check end-use data against the models.

Supporting elements included certification of the contractors delivering the
services, a pre-developed quality control (QC) plan, and maintaining good,
consistent customer relations.

A typical project required approximately 14 months from initial sign-up through
planning, negotiation, and installation.
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(This program was phased out over the past two years. Ameren’s emphasis now is
on a demand buyback program (not energy efficiency). The demand buyback
program is integrated with optional curtailments and the use of a customer energy
exchange.)

Incentives

The direct incentives were based on payback, as determined from DOE2 modeling.
An initial walk-through was subsidized, as was more detailed modeling, the results
of which were provided to the customers.

Program Marketing

Customers were brought to the utility through large architectural and engineering
firms and by an engineer involved with quality control (QC) for these sorts of
projects. In addition, the Company sponsored seminars for key account executives
who targeted appropriate customers and marketed the program to them through
personal contacts.

The program was targeted to hospitals, large office buildings, and shopping malls
given that buildings of substantial size and anticipated savings were criteria for
inclusion.

Customer Service

The core of the program is working with the customer and providing information
that will help him or her to make sound decisions about building design. Specific
elements include walk-through audits, modeling, and QC support.

Staffing and Contractors

Ameren has 1.5 FTE assigned to the program. Most of the program effort was
outsourced. The delivery was largely accomplished by six contractors (two did most
of the projects) who were trained and certified on DOE2. (Note that certification for
this must be renewed on a regular basis, thus ensuring that those trained maintain
their skill level and are up-to-date regarding their information.) Moreover, the QC
person—who had done DOE2 modeling for buildings system analysis—was
considered a key asset of the program.
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Trained contractors are the program delivery agents. They provide the audit and
modeling services. However, as indicated, the actual implementation decisions at
each stage of a project are in the hands of the customers. In addition to program
support and contracting services, the utility staff ensured the quality of the
program delivery.

Participation and Savings

Rate is N/A, since no clear idea as to the base number of appropriate projects.
Moreover, given the cost of the program and the intensive hands-on nature of the
contacts, it does not seem feasible to assess this sort of program in terms of
participation rates.

The annual penetration varied widely over time. It should be noted that this sort of
program requires considerable start-up time. It is likely that 2-3 years will be
needed before program effects are seen, given the time required for the projects
addressed to advance from initial planning through program marketing to
installation, and given the relatively low hit rate for participation of targeted
facilities (as discussed below).

The utility carried out end-use metering to assess the fit of the end-use data to the
models. Adjustments were made to future modeling on the basis of what was
learned, thus constantly improving the realization rate. The load factor of the
facilities was approximately 70 percent, based on metering.

Overall, about 200 customers were touched—about one in ten went all the way
through the process, whereas others may have stopped with something like a
simple lighting retrofit.

The utility carried out end-use metering to assess the fit of the end-use data to the
models. Adjustments were made to future modeling on the basis of what was
learned, thus constantly improving the realization rate. The load factor of the
facilities was approximately 70 percent, based on metering.

A formal evaluation, which included some metering, found approximately 30 MW in
total savings, over about 8,000 MW identified in the modeling. [Comment: Thus, a
very conservative estimate of MWh savings, given that some of these facilities such
as hospitals operate 8,760 hours, would be 7,665 MWh per year—30 MW x 10 hours
of operation pr day x 70 percent load factor.]
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Budget

At the height of the program, the budget was between $2 MM and

$3 MM per year. Overall, including subsidies for the walk-throughs and the
modeling, approximately 60 percent of the budget went to incentives. The
remainder went to salary and support services.

Changes to Program

The Company learned that it is important not to over-model. Program cost savings
can be achieved by developing only those baselines that are truly relevant to the
climate. It is also useful to get a feel for what is actually needed—which is likely to
be more “tweaking” of the model rather than development of models de novo. In
addition, the Company learned how do negotiate QC for these projects; greater
experience led to significant cost savings.

Keeping Costs Down

As noted above, it is important to avoid over-modeling. In addition, the program
should use only contractors who are truly committed to the program. This helps
focus the program resources where they will be used most effectively and maximizes
the success of the program.

Another issue that must be carefully attended to is the contracting process, given
the crucial role of the outsourcing and the fact that numerous parties are involved.
It is important to review the sign-offs on each phase of the project so at to be able to
trace the path of responsibility for what happens at various steps and minimize
finger-pointing for any problems that arise. (For example, although contractor
efforts were generally good, some blueprints were read incorrectly—with negative
consequences.)

Monitoring and Evaluation

Some end-use metering (see above). Customer satisfaction was tracked less
formally, though several process and impact evaluations were conducted during the
mid-1990s.
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Transferability to the Energy Trust

There is no reason to believe any of the factors discussed would differ across service
territories. The focus on well trained and certified engineers to do the audits would
not be difficult to replicate in Oregon. Early audit only programs had fewer capable
engineers to draw upon. A key requirement for the Energy Trust would be to
develop either internal or contracted administrative staff capable of providing
technical quality control over the auditing process to ensure that audits were of
high enough quality to be acceptable and persuasive to the customers.
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California: Efficiency Express Program

Name of Organizations: All investor owned utilities in California; originally
designed by PG&E in 1980s and early 1990s; operated by PG&E until 1999;
statewide 2000-2002.

Name of Program: Efficiency Express
Name of Contact: Sam Cohen, Energy Solutions

Phone and Email: 510.482.8386; sam@energy-solution.com

Reason for Nomination

The Efficiency Express program was nominated for best practice because the
program is perceived to be efficient and effective, the program provides rebates for
commercial and industrial customers with replacement or retrofit applications.
(Note: from 1998-2000 PG&E included a distributor-stocking element for motors
and package AC that covered both new construction and retrofit, but this was a
fairly minor portion of the program.)

The current statewide program is viewed by some as operating less cost effectively
than the former utility operated program primarily due to program changes
resulting from the energy crisis in 2001 and due to the focus in recent years on
hard-to-reach customers. In addition, the statewide effort appears to be less
aggressive than when the program was operated by a single utility. This write-up
focuses on the program design issues prior to 1999, but provides more recent
savings and incentives information.

Program Delivery

The program delivery is primarily through trade allies. PG&E prior to 1999 and all
of the California investor owned utilities since 1999 develop a list of standard
rebate amounts for measures. This is revised annually to ensure that cost effective
savings were obtained. The applicant applies after project installation with a rebate
form and itemized invoice for the project. Customers can elect to receive the rebate
directly or have it sent to the contractor. Trade allies are the main marketers for
the program, but limited utility account representative time is also available to
promote the program. Rebate applications are reviewed by the field office
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coordinator (one per district) and processed by a fulfillment contractor. The
program manager resolves unusual problems, can approve the installation of
measures not on the rebate form. In past years, payment was made within two to
four weeks by PG&E but has been taking longer since it shifted to a statewide
program. A sample of projects are inspected and verified.

Incentives

Incentive amounts vary somewhat each year. The application forms for the lighting,
HVAC, refrigeration, agricultural and motors measures, shown in Appendix C,
show the wide range of measures covered. In addition, there are application forms
for LED and Gas equipment. A maximum of $25,000 per customer will be paid in
incentives in 2002 and no customers over 500 kW are eligible.

Program Marketing

The utilities inform trade allies of the program modifications each year. When
PG&E developed the program they worked closely with trade allies to review
changes to the forms and the measures, this has been more difficult with the
statewide program. The utilities post the program information on their website,
including brochures and applications. Utility account reps also discuss the program
with customers, but trade allies conduct the major marketing effort.

Customer Service

A 1-800 number to the Energy Solutions Center is provided to assist customers in
finding contractors and in getting questions answered.

Staffing and Contracting

PG&E had one program manager at about .7 FTE, one contract consultant (Energy
Solutions) at about 1.5 FTE and one incentive coordinator in each of 12 divisions at
.5 FTE plus a part time incentive clerk. A fulfillment contractor provides invoice
processing and payment services and customer service is offered through the utility
customer services center. An M&V contractor conducts inspections on a sample of
projects. With the statewide program staffing is similar though there is no longer a
contract consultant to the program.
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Participation and Savings

Based on 1999 data for PG&E, program penetration is .78% of C&I load. C&I load
is 73% of total PG&E load, the program incentive was $.008/lifetime kWh with an
incentive basis up to 70%, though for lighting measures these are far less than 70%
according to Tumidaj et al, 2002. Estimated savings for 2002 program year are
155,382,003 kWh, 29,288 KW and 8,761 therms. (CPUC 2002)

Budget

The annual budget for PG&E’s Express Efficiency program in 2002 is $11.9 million
(of a statewide total $23.8) with .3 allocated to M&V for the program. (CPUC 2002)

Key issues for Program

The program is considered to be very efficient from the trade ally and customer
perspective. The goal in designing the program in the 1990s was to ensure stable
funding, limited changes year to year, slowly ramp incentive levels down and
tighten eligibility, provide 24 hour turn around on questions and pay invoices
within 2-4 weeks.

Key Issues for Cost and Program Control

» Can front load (i.e., do larger sample of) M&V on new vendors to ensure
that they are meeting program requirements; once they do sampling is
satisfactory.

» Reduce the value of the incentives for measures with high free-rider rates
or eliminate those measures entirely.

» Change measures on list to include new technologies that are being
adopted.

» Work with trade allies to refine and modify the program each year so that
they are able to implement the new program as efficiently as possible.

» Use a fund reservations process. This type of process, in which contractors
can reserve funds prior to implementing a project, provides certainty to
the trade ally that funds will not be exhausted when a project is
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completed and allows the utility both to assess progress in meeting goals
and objectives and to minimize free riders.

Monitoring and Evaluation

The program has had several evaluations include process evaluations during the
program redesign phases in the early and mid 1990s and impact evaluations
periodically.

Transferability to the Energy Trust

The program design is definitely transferable; the design model is as well (to work
closely with trade allies). Incentive levels and standard measures need to be
determined relative to the planning goals for the Energy Trust. The smaller scale of
an the Energy Trust version of this program would probably require around .5 FTE
to manage the program, .5 FTE technical consulting support, and 1-2 FTE for clerk
or contracted fulfillment house support to manage rebate processing. In
considering incentive levels, the Business Energy Tax Credit in Oregon should be
considered; there is no analogous credit in CA.

References

CPUC (2002) Interim Opinion Selecting 2002 Statewide Energy Efficiency Programs
— Decision 01-03-056. March 21, 2002
http://www.cpuc.ca.gov/PUBLISHED/FINAL_DECISION/14345.htm
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Retrofit Rebates—What Does It Take? To be published ACEEE Summer Study 2002.
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Energy Center of Wisconsin: Daylighting

Name of Organization: Energy Center of Wisconsin (the Energy Center)
Name of Program: Daylighting
Name of Contact: Abby Vogen

Phone and Email;: 608.238.8276 x 122; avogen@ecw.org

Why Nominated

The daylighting program offered by the Energy Center was nominated because it
has had a broad affect on daylighting education and training practices across the
nation.

Program Delivery

This program is a mix of implementation, demonstration and research, so
structured in order to support the activities in the field. The target group is
architects and engineers (A/Es). They need support that will allow them to
implement daylighting projects. This means education and training, technical
assistance and possibly financial support to cover the time that is involved and
information that will address the risk of creating designs that are ineffective or not
cost-efficient. A key element, therefore, is “Second-look” design assistance.
Education and training is a key component as well. Training includes full day
technical training and “lunch and learns” that can serve technical audiences and
the more general education needs of the non-technical audience (decision-makers,
etc). In addition, every effort is made to ensure that the daylighting elements are
integrated with the rest of the project design. The program promotes an integrated
design approach.

The development of demonstration sites in existing buildings is an important
element. Those they do have are extremely popular, because people want to see the
applications and “kick the tires.” But it is very difficult one to pull these off,
compared to affecting new construction, for reasons noted below.

Note that this program is highly integrated with the High Performance Buildings
component of the Wisconsin Focus on Energy effort, since daylighting elements can
contribute so strongly to the overall savings goal.
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Incentives

Includes design assistance and technical grants (depending on the needs of the
program region). Up to $10K per project is now available to cover what might be
called learning-curve time. (The financial incentives are new, provided by the
state’s public benefits funding.) Assistance with energy modeling—to cover the time
and the direct costs involved. This also provides feedback to the program as a
whole, regarding which designs are effective and which are not. In addition,
training is provided to help the A/Es market daylighting projects to their clients.

Program Marketing

First, given the budget available, it's targeted. Second, the specific focus is on
professional organizations. Media used are brochures and the website, as well as
limited direct mail and direct outreach. In addition, Abby and her staff get on
conference and seminar programs for the targeted audiences; they work with
leading sites in the regions of interest; and they develop articles for publications
that reach the targeted professionals. No use of mass media; too much ramp-up
time would be needed and the audience reached would be quite different (and less
directly appropriate) as well as being cost-prohibitive.

Regarding the relationship with professional organizations: The program was
ramped-up relatively quickly in Wisconsin—it was put into place, with considerable
excitement, over about six months, through developing relationships with local
chapters of ASHRAE and AIA (American Institute of Architects).

Retrofits are considered if they can provide a good demonstration/education
opportunity or if they include multiple systems (lighting, windows, etc.). Generally,
however, they are less attractive than new construction since they tend to offer less
potential and entail more worry about ROI. There is definitely the problem with
retrofit applications with first cost in these situation because you lose the ability to
“cost trade” across systems to achieve a no to low net increase in project costs.

Demo sites for retrofits also involve the problem of how nonstandard these are—
each one is different from all others.

New projects are often rejected if they are “too far along,” since the opportunities for
savings shrink as design decisions are made. It may be considered if it offers good
potential as a demonstration of as an educational opportunity. Finally, it is crucial
that there be buy-in from the building owner—which is generally easier to obtain
early in a project.
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Customer Service

Most immediately, the technical consultants provide “Second look” design
assistance. In addition to the technical consultants, support is provided through an
800-number. Also, regional information is being added to the website. At a broader
level, the program is being made available to other regions through organizations in
those areas (e.g., NYSERDA, Efficiency VT). Accordingly, Abby and her staff invest
in “training the trainers.”

There is a very strong emphasis on customer service, especially turn-around time
for any information requests or processing technical assistance. The “speed of
business” is crucial to interact effectively with projects.

Staffing and Contractors

The Energy Center assigns 2.5 FTEs to daylighting plus 8-10 technical consultants
who are available on an “as needed” basis. Abby suggests that there be at least a Y2-
time person in each area served.it (Overlap is helpful, because it ensures that
someone is available, even if one consultant is heavily committed or otherwise
occupied.)

“Ownership” is important; it both inspires a sense of legitimacy and provides an
assurance to the A/E that the support will be there when needed. The local presence
also ensures that the regional organization gets credit for the effort and removes
the possible sense that some “national” program, unaware of local codes, etc., is
being imposed. Finally, the local presence allows for immediate response to A/Es in
those areas.

Consultants deliver the technical support to the A/Es who are actually working on a
project. Energy Center staff administers the program and trains the trainers. They
also provide the program design elements, allocate the funding, coordinate
education and training and outreach, and disseminate the program to other
regions.

11 “Area” here refers to the locale that can be effectively served by a technical consultant, not to an entire region,
such as Wl or NY.
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Participation and Savings

There is no empirical baseline, of course, for the energy use of new construction
projects. What the program seeks is estimated savings for the project design of at
least 20 percent compared to local ASHRAE standards.

The program was officially initiated at the state AIA conference in May 1999.
However, about 18 month were spent on program design and development,
including about 12 months for market assessment studies.

To date, the program has led directly to 50-60 projects that have gone from initial
verification to full-blown construction, using the design assistance or other program
components. This does not include any spillover as a result of A/Es who have
attended trainings and incorporated daylighting design elements.

There is no information on kWh savings at this time (but a study is in progress).

Budget

The annual budget is scalable. It has ranged between $100K and $400K (omitting
the costs of staff in individual localities—the use of which is highly recommended,
as noted below). About 10-15 percent of the budget goes for incentives—this is
growing as the program matures. Formal evaluation is not included in this amount;
handled through separate funding.

Key Issues for the Program

Now looking more at top-lighting as well as side-lighting designs. Part of looking for
what is most “cost-friendly” within the current practices of the region; newer
products have made top-lighting more economical than it was earlier. This strategy
not only helps “sell” the program; it also keeps the project costs down, since
sensitivity to the problem of first costs is crucial to affecting design practices.

Keeping Costs Down

Attempting to limit marketing costs through use of a website. Also minimizing
administrative costs through less investment in qualifying the projects and holding
kickoff meetings. Additional savings through use of memoranda of understanding
(MQUs) rather than formal contracts—more user-friendly and less need to go back
and forth regarding specific details. [Comment: Note the tradeoff between reduced
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costs and reduced hassle for participants—thus, increasing the likelihood of
participation—and increased certainty of savings.]

Monitoring and Evaluation

Most particularly, the program follows up with A/Es who attended training sessions
to identify any reasons that they have not designed or implemented projects. What
additional barriers have they encountered? How could these be addressed? It also
continually seeks qualitative feedback from participants. Most difficult problem is
attempting to track spillover beyond the specific projects that have been funded or
received design assistance.

Transferability to the Energy Trust

The Alliance currently offers access to daylighting analysis through the daylighting
labs in Portland and Eugene. Thus this aspect of the Energy Center approach is
already available, What could also be transferred is the means by which the Focus
on Energy and Energy Center link additional financial support for project analysis,
this could provide an example for how the Energy Trust can link to the Alliance
daylighting effort.
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National Grid: Chiller Program

Name of Organization: National Grid
Name of Program: Comprehensive Chillers Program
Name of Contact: Fran Boucher, National Grid

Phone and Email: 508.421.7299; francis.boucher@ngrid.us.com

Why Nominated

The National Grid Comprehensive Chiller program was nominated because it
convinces customers who are installing new chillers to make other efficiency
upgrades to their facilities at the same time, thus maximizing savings and avoiding
lost opportunities.

Program Design

The National Grid Chillers Program is part of the company’s Design 2000 plus
Program, which covers not only new construction, but also renovation and
replacement of “end-of-life” equipment; the chillers program falls under the “end-of-
life” category. A National Grid customer who is replacing a chiller (300 tons or
more) near the end of its useful life may take advantage of either a custom
incentive intended for a complex single C&I end-use, or a comprehensive incentive,
which calls for whole-building efficiency improvements at the time of chiller
replacement. The idea is to get large C&I customers to do more than the minimum
efficiency improvements at a time when they have to make major changes in their
building systems. Examples of other improvements that may be part of a
comprehensive chiller approach include lighting retrofits, upgrading a cooling
tower, or converting from constant to variable air volume. The comprehensive
package is specified through an engineering study, and varies from facility to
facility.

Incentives

Incentives under the comprehensive chiller approach are higher than with the
custom approach. Installation of an efficient chiller by itself would warrant an
incentive of up to 50% of the incremental cost above a standard-efficiency chiller or
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a buydown to a two-year payback, whichever is less. A stand-alone lighting project
under the prescriptive approach (the third type of incentive, in addition to custom
and comprehensive) would be eligible for a 40% rebate. With a comprehensive
approach, however, National Grid would pay for up to 90% of both the entire
lighting project and the incremental chiller cost, or a buydown to a one-year
payback, whichever is less. (In practice, the incremental chiller cost paid for has
never been more than about 85%.) National Grid also pays for 50% of the
engineering study with the comprehensive approach.

Marketing

The program is marketed largely by the National Grid’s account managers. Over
time, an increasing marketing role has been played by engineering firms attracted
by the fees for conducting the engineering studies, and by ESCOs attracted by the
large incentives ($500,000 to $2,000,000). There are no separate printed materials
for the program other than application forms.

Customer Service

Customer service is handled through National Grid’s account managers, who
monitor the process through on-site visits.

Staff and Contractor Responsibilities

National Grid's staff involvement includes: the program manager; all of the
company'’s account managers (there are 40 in Massachusetts), who devote 40% of
their time to energy efficiency, including other programs; and a technical
representative for each of the eight districts, who is responsible for managing the
contracted technical study, qualification, and implementation for all custom
measures. Contractors involved in the program include the engineering firms that
conduct the engineering studies; there are 23 under contract, of which eight or nine
conduct 75% of the work. Other contractors involved in the program are
mechanical contractors, who install the measures; they are not at all involved in
selling or promoting, and are selected and paid by the customers.

Participation Rates

Since the program began in 1996, the participation rate has been about five
facilities per year, although there are eight in process in 2002. The size of the
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target population is unknown, and realization rates are not calculated separately,
but only as part of Design 2000plus.

Budget

The budget is not broken out separately from those of Design 2000plus or Energy
Initiative. However, assuming five installations per year with an average incentive
of $1,000,000, the budget would be $5,000,000 for implementation only.

Keeping Costs Down

With the increase in participation in 2002, in order to keep costs down, National
Grid is considering making the required measures for participation even more
comprehensive than before, and possibly paying lower incentives—e.g., no more
than 75% of incremental costs for the entire project.

Reasons for Success

However, the size of the incentive has been a reason for the program’s success. In
previous years, with lower incentives, marketing was more difficult and
participation dwindled. Other reasons for its success include its timeliness—that
is, it happens when a customer is already making a major capital decision. Such a
capital investment can often be paid for through energy savings. Some measures
provide benefits that are not counted in electricity-based payback calculations, such
as an energy management system controlling a fossil fuel-fired heating system.
Sometimes the other measures provided exceed the value of the chiller, which
almost makes the chiller free.

The methodical analysis approach, starting with heat-creating loads, then dealing
with HVAC auxiliary design, and then the chiller, allows for design of the new
system around the loads, allowing for a better design and sometimes a smaller
chiller.

Quality Control/Assurance

If a project is over $100,000, a commissioning process is required, involving an on-
site inspection of the installation and operational performance requirements, such
as set points on energy management systems, and also including documentation
during the design and installation process. Twenty percent of the incentive is
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withheld until performance has been verified and documented. Commissioning is
also sometimes applied for less expensive, but complex, jobs.

Transferability to the Energy Trust

The transferability of this program would depend on there being sufficient numbers
of 300+ ton chillers in Oregon to make it worthwhile, and would also depend on fuel
costs and typical hours of operation for cooling equipment. Given that eastern
Oregon is hotter, the program might work better there than in western Oregon.
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National Grid: Commissioning

Name of Organization: National Grid
Name of Program: Commissioning
Name of Contact: Kevin Keena

Phone and Email: 508.421.7279; kevin.keena@us.ngrid.com

Why Nominated

This program was nominated because it is widely cited as the best example of
commissioning, which assures that energy-efficient equipment for which customers
receive large incentives is properly designed, installed, and operated, and therefore
also assures that the installation achieves targeted savings.

Program Summary

National Grid’'s Commissioning Program supports customers on large, complex
energy efficiency projects by reviewing, verifying, and documenting the three
phases of the construction process: design, installation, and operation.
Commissioning is part of National Grid’s Design 2000plus Program—which covers
not just new construction, but also renovation, remodeling, and failed-equipment
replacement—and the Energy Initiative Program, which covers retrofits. If a
project involves over $100,000 in incentives, a commissioning process is required,
involving an on-site inspection of the installation and operational performance
requirements, such as set points on energy management systems, and also
including documentation during the design and installation process. Twenty
percent of the incentive is withheld until performance has been verified and
documented. Commissioning is also sometimes applied for less expensive, but
complex, jobs in the $40,000 to $100,000 incentive range.

Program Delivery and Staffing

There is one program manager, who works with National Grid’s account managers
and technical specialists. There are also contractors with one employee each who
perform technical evaluations. National Grid tries to get involved as early as
possible with a project, with the account manager identifying projects that may
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require commissioning. A specialist contractor then performs a technical
evaluation of the design, which results in a minimum requirements document that
the customer signs, then periodically visits to see how the equipment is installed,
and then collects operational trending data after startup to see if it is operating
according to specifications.

Incentives

There are no incentives paid through this program, although National Grid pays
75% to 100% of commissioning costs; 100% is paid if commissioning had not been
discussed up front with the customer. Twenty percent of the entire project incentive
is withheld until commissioning is complete; for weather-dependent installations
such as chillers, this can sometimes result in a delay of several months.

Program Marketing

National Grid’'s account managers market commissioning as a benefit of the Design
2000plus and Energy Initiative Programs. There have also been workshops about
commissioning put on by DOE and by consulting firms.

Customer Service
Customers usually do not call during the commissioning process; if they did it
would usually be handled by the account manager.

Participation Rates

National Grid conducts about 30 commissioning projects per year; this level has
been fairly consistent since the program started in 1993-1994. Estimated savings
from commissioning are in the 5% to 10% range; savings are not calculated directly
since commissioning is part of other programs.

Budget

The budget for the outside contractors used in commissioning is $250,000. The
average project costs $7,500, and the largest costs $15,000.
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Keeping Costs Down

The best way to keep costs down for commissioning in and of itself is not to check
every detail of a project; if estimated savings are not being achieved, then
commissioning can look deeper. However, since commissioning saves money and
makes sure that expected savings are being achieved, cutting back too much would
be “penny wise and pound foolish.” Commissioning may also examine impacts
beyond rebated equipment, such as controls on a chiller, which may help justify the
cost effectiveness of a project.

Customer Satisfaction

National Grid has not examined customer satisfaction with commissioning per se.
Customers are generally satisfied, especially facilities management and
maintenance people, but higher-ups occasionally find the commissioning process to
be intrusive and disruptive.

Monitoring and Evaluation

Evaluation is included under other programs. However, sometimes impact
evaluations identify intended savings that are not being achieved, which could have
been caught during commissioning; for this reason the program may be expanded.
For example, there is now a pilot retro-commissioning program in which
commissioning can be done after the installation of equipment.

Reasons for Success

The program is successful because of up-front marketing that sells it as a customer
benefit, because of good in-house staff to direct commissioning agents, and because
20% of the project incentive is withheld until commissioning is complete, which
motivates the customer to comply.

Transferability to the Energy Trust

There is no inherent issue in transferring this program to Oregon, though it is
noteworthy that commissioning is part of the larger Design 2000 new construction
program, not a standalone program. The incentive structure and use of technical
firms for commissioning would fit well with new construction efforts the Energy
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Trust might initiate. The Alliance and PECI offer support for commissioning but
not the incentives provided by National Grid.

National Grid: Design 2000

Name of Organization: National Grid
Name of Program: Design 2000plus Program
Name of Contact: Michael McAteer

Phone and Email;: 508.421.7225; mcateer@us.ngrid.co

Why Nominated

National Grid’'s Design 2000plus program saves energy and creates long-term
market-transforming effects by influencing architects, engineers, and the building
design community to incorporate energy-efficient design, strategies, and equipment
into the early design phase of commercial and industrial projects, thereby raising
the energy efficiency standards of normal commercial building practice. For large,
complex projects, Design 2000plus includes a commissioning component to assure
that systems operate according to their design. Design 2000plus has been widely
emulated in the energy efficiency industry, largely because it is straightforward to
set up and operate, and because customers and trade allies have been responsive.

Program Summary

National Grid’'s Design 2000plus program targets time-dependent opportunities for
the installation of energy-efficient equipment in the new construction, renovation,
remodeling, and failed-equipment replacement markets. The program’s goal is to
make energy efficiency options an integral part of the design process. Program
components are rebates for energy-efficient equipment installation, technical
information and assistance, and commissioning services for large complex projects.
There are three different types and levels of measures: prescriptive, custom, and
comprehensive. Prescriptive measures are those not requiring detailed
engineering; covered measures include energy-efficient lighting, premium-efficiency
motors, HVAC equipment, and variable-speed drives. Custom measures require
detailed engineering analysis, and are initiated on a separate application form,
which allows more site-specific and comprehensive energy-efficient measures not
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available through the prescriptive application approach; these projects generally
involve site-specific measures such as process, refrigeration, controls, and/or other
industrial applications. Comprehensive measures involve whole-building efficiency
using the Comprehensive Design Approach, which includes computer simulation of
a building’s energy use for new construction or renovation applications; it
maximizes the opportunities to build in energy efficiency during the design stage of
the building process.

Program Delivery and Staffing

National Grid’'s commercial and industrial energy efficiency staff—who are
responsible for Energy Initiative (retrofit) and Small Business Services (direct
install for small C&I customers) as well as Design 2000plus—comprises: eleven
people at the headquarters level; 40 account managers (Massachusetts only) who
market to large C&I customers and who spend 40% of their time on energy
efficiency; and a technical representative for each of the eight Massachusetts
districts, who is responsible for all custom measures, including estimating savings
and supervising the work of outside engineering experts.

Technical assistance is provided by 23 engineering firms under retainer, of which 8
or 9 provide 75% of the services; there are two to four principal engineers per firm.
Eleven firms act as project expediters, providing a turnkey service to help
customers to identify energy efficiency opportunities in their facilities and install
energy-efficient equipment eligible for rebates in National Grid’'s programs. Two
firms perform ballast recycling. There are also four firms involved in supply chain
management—that is, getting bids for aggregated pricing.

Incentives

Incentives for prescriptive measures cover approximately 40% of the incremental
cost above standard-efficiency models. For custom measures, incentives are up to
50% of incremental cost, or a buydown to a two-year payback, whichever is less.
The comprehensive approach provides incentives of up to 90% of the incremental
cost, or a buydown to a one-year payback, whichever is less. National Grid also
makes financing available to cover the portion of the project customers have to pay.

Program Marketing

The program is marketed primarily by National Grid’s account managers, with
headquarters staff providing case studies, customer profiles, descriptions of
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services, and a web site. At this point in the program, customers know about the
program and often approach account managers. The technical consultants and
ESCOs have also taken on a larger role in marketing as the program has matured.

Customer Service

The account managers provide customer service; it is their responsibility to track
customer progress in the program. To do this, they use account management
software to make sure they stay current with customers.

Participation Rates and Savings

In 2001 there were 762 participants in Design 2000plus in Massachusetts. About
90% of new construction projects go through the program. Of existing customers,
more than 50% have participated in one or more of National Grid's programs,
including Design 2000plus. Annual savings through Design 2000plus are
approximately 41,000 MWh, lifetime savings are about 700,000 MWh, and summer
peak demand savings are about 6,000 kW.

Budget

The annual budget for Design 2000plus is about $14 million, of which about $11.5
million is for incentives, $1.5 million is for technical assistance, $100,000 is for
advertising, and the remainder is for payroll.

Keeping Costs Down

One way to reduce costs has been to develop engineering templates based on past
studies, which can be used in similar projects. National Grid has also tried to
develop internal technical expertise and perform work in-house if possible.

A change in data management has also reduced costs. National Grid had used an
Ingres system, but has migrated to an Oracle-based system and reengineered their
business practices. Results include the minimization of data transfers, and the use
of electronic signatures.
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Program Changes

One key change in the Design 2000plus Program is the maturity of the market. At
first customers did not accept energy efficiency as a business objective, but have
become more receptive because of the program’s track record. At first, 70% to 80%
of measures installed were prescriptive, but now the proportion is about 25%; the
majority are now custom and comprehensive measures.

Until 2001, National Grid could meet all demand for the program, and could never
spend all of its budget. Starting in 2001, however, the rate for public benefit funds
has gone down from 3.2 to 2.5 mils at the same time that customer demand has
gone up, so the focus is now shifting to the most cost-effective projects, especially
time-sensitive projects to avoid lost opportunities. Among C&I customers, that
means a shift from Energy Initiative (retrofit) and Small C&I to Design 2000plus.
Even so, the infrastructure for those other programs has been developed, customer
receptivity has been cultivated, and all customers pay into the efficiency fund, so
National Grid does not want to cut off those other programs; there is recognized
need to balance the priorities of retrofit and new construction in light of reduced
funding.

Customer Satisfaction

National Grid has formally tracked customer satisfaction, and has found 90% to
100% of Design 2000plus customers to be satisfied.

Monitoring and Evaluation

For quality control, the data system tracks measures installed, savings, incentives
paid, vendors participating, customer information, and facility characteristics. For
qguality assurance, an important part of Design 2000plus for large, complex projects
is commissioning, which involves review, verification, and documentation of design,
installation, and operation phases to make sure that newly installed systems are
operating according to specifications.

Evaluation, which is outsourced, has included customer surveys, pre-post metering,
free ridership, spillover, etc.
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Reasons for Success

Design 2000plus is successful because National Grid’s account managers are
attuned to customers’ needs, and are effective in identifying opportunities for
electric and thermal energy savings and in brokering solutions. There is also a
built-in infrastructure that can deliver seamless solutions, including capable people
both inside and outside the company, such as technical specialists who can be called
on for specific applications and industries. The substantial rebates are an
important inducement to participation. Commissioning is important because it
proves that the systems are operating as promised.

Transfer to the Energy Trust

Key issues in transferring this program to the Energy Trust need to focus on the
delivery mechanism. National Grid relies on internal staff to market the program,
the Energy Trust would need internal staff or a program administrative team that
could market the program in a comparable manner to utility account reps who are
assigned to targeted customers to work with these customers on a variety of energy
related issues, not just energy efficiency. Other aspects of the program, the
incentive determination process and the use of technical assistance are fully
transferable.
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National Grid: Industrial Technical Assistance

Name of Organization: National Grid
Name of Program: Industrial Systems Optimization Service
Name of Contact: Tom Caughlin

Phone and Email: 508.421.7239; Thomas.cahuglin@us.ngrid.com

Why Nominated

The Industrial Systems Optimization Service (ISOS) helps industrial customers
develop creative strategies to meet multiple objectives, integrating the pursuit of
energy savings and other critical goals. Some projects are initiated strictly for their
electricity-saving potential, but do not have enough to pass cost effectiveness
screening tests; ISOS helps identify other, non-energy savings that can be counted
toward savings and thus qualify the projects for rebates. Other projects are
initiated to solve specific problems, and ISOS helps identify solutions that happen
to save electricity and other resources, and thus also qualify for rebates.

Program Summary

National Grid’s Industrial Assistance Optimization Service identifies opportunities
for meeting multiple objectives in industrial facilities, including not only electricity
savings, but also thermal energy savings, waste stream reduction, increased
productivity, material cost savings, and environmental improvements. The
electricity savings are pursued through the Energy Initiative (C&I retrofit) and
Design 2000plus (new construction, renovation, and measure end of life) Programs.
ISOS provides technical assistance to industrial customers (and recently, to
commercial customers for large HVAC projects) to help quantify these other
benefits, which then may be counted toward savings in cost effectiveness screening
tests.

Program Delivery

National Grid’s technical representatives contract with a technical assistance
engineer specializing in a particular industry to perform a study to identify electric
and non-electric benefits associated with a given equipment installation. National
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Grid has had to find different consultants with process expertise in specific
industries to do this work. National Grid has also worked with state and regional
manufacturing organizations, and is exploring relationships with federally funded
manufacturing productivity consulting organizations.

Incentives

National Grid pays for 50% of the engineering study cost, with the customer paying
the other half. There are no other incentives paid through this program; regular
incentives are paid for electricity savings through Energy Initiative or Design
2000plus. However—unique to Industrial Assistance Optimization Service—if the
electricity savings are insufficient to qualify for a rebate on their own, the project
may receive a rebate anyway—prorated to the electricity savings—if the electric
savings plus the non-electric savings meet a societal cost test. Rebate amounts have
ranged from $13,384 to $350,000.

Program Marketing

National Grid’'s account managers market the program. They decide whether to do
a study or not and whether to use the ISOS channel for the study (i.e., formally
consider benefits other than electricity in cost-effectiveness screening), using their
judgment as to whether it would persuade a customer to move on a project. So far,
National Grid has conducted all studies that have been requested.

Customer Service
Account managers are responsible for customer service, since these are large
customers they have ongoing dealings with.

Staff and Contractor Responsibilities

See above under Program Delivery and Program Marketing.

Participation Rates

National Grid conducts 15 to 19 studies each year, of which about 10 become
projects; others are sometimes deferred, and may also eventually become projects,
while others move ahead solely on the basis of electricity savings. The savings are
included with Energy Initiative and Design 2000.
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Types of customers have included facilities in the glass, soy product, lobster trap,
wire brush, plastic tableware, dairy, metal forging, wastewater treatment,
corrugated cardboard, toy, circuit board, and pulp/paper industries. While the
program is targeted at medium to large industrial customers, many of the
participants are on the smaller end, because they do not have the expertise to
conduct the studies on their own.

Budget

The budget in 1999—the first full year of operation—was about $150,000, all of
which went to pay for studies. The 2002 budget is $135,000, of which only about
half is expected to be spent—not because there will be fewer studies, but because
costs are lower, and some studies will be paid for out of other funds. Staff salaries
and incentives are paid for out of other program budgets.

Keeping Costs Down

Costs have gone down because customers have changed their thinking and have
come to accept the program and the reality of the non-energy benefits. As a result,
while initially the program required a lot of in-person “hand holding,” recently
customer contact can largely be handled through phone calls.

Customer Satisfaction

Included under other programs.

Monitoring and Evaluation

Included under other programs.

Reasons for Success

The program documents for customers the merits of energy-efficiency programs
beyond electricity savings, and gets them to think about the relationship between
energy savings and other objectives. In the course of a study, the National Grid
account manager, technical rep, and technical assistance engineer draw out the
needs of the customer to find where to look for savings of various types. They use
the customer as an expert, and help them put together a case to present to the CFO
for buying a new piece of equipment.
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Transferability to the Energy Trust

This program should transfer to the Energy Trust quite well, depending on the
type, size, and vintage of industrial facilities in the area. The program is likely to
work best among relatively small industrial customers whose facilities have not
been updated recently and who do not have the internal expertise to conduct
environmental and productivity studies on their own. However, National Grid’s
program manager points out that some industries with larger facilities, such as
pulp and paper, could be a good fit if they are process-intensive. Bio-pulping in the
pulp and paper industry, as demonstrated by the Energy Center of Wisconsin, could
save electricity and natural resources, and prevent pollution. The ISOS approach
would not be appropriate for the pulp and paper industry in Oregon, however, if
these facilities regularly conduct sophisticated environmental and productivity
studies on their own.
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New York State Energy Research and Development Authority: Flex-Tech Program
Name of Organization: New York State Energy Research & Development
Authority (NYSERDA)

Name of Program: FlexTech

Name of Contact: Brian Henderson; Director, Energy Efficiency Services

Phone and Email: 518.862.1090 x 3305; bmh@nyserda.org

Why Nominated

The Flex-Tech program was nominated because NYSERDA has evolved an
innovative way to provide energy analysis services to small and medium sized
nonresidential customers outside of a utility environment.

Program Delivery

The objects of this program are twofold: First, to provide small and medium-sized
companies with the ability to get energy studies completed. A particular focus is
institutional customers, who often are not aware of where they can go to get the
assistance needed. The program also targets New York City in an effort to ensure
the sufficiency of power there. (In general, larger commercial and industrial
companies have internal resources that allow them to capture or contract for the
energy savings available, if interested.) The program provides peer review of
savings opportunities that increases customers’ confidence in appropriate
opportunities and provides some financial incentive to initiate the study process.

The second objective is to increase the capacity of energy service companies in the
State. And it is by addressing this objective directly that the first objective is also
served. The process is to identify companies that will provide a variety of credible,
pre-approved energy-efficiency services to the small and medium-sized market at
competitive rates. On a three-year cycle, NYSERDA advertises for companies that
are interested in participating in the program. An effort is made, in the solicitation,
to target particular technologies in specific customer segments (a matrix approach)
and to ensure geographic coverage of the state. The procurement process helps
insulate the program from potential charges of anticompetitiveness.
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The selected firms (35 are currently on retainer, selected form 80-90 proposals)
must agree to a competitive price level and to promote and market energy efficiency
to their customers. (This may include cogeneration projects.) In turn, NYSERDA
will not only provide the company’s name as one of several approved options to
customers who ask for recommended contractors, but will also cover one-half the
cost of a proposed study (thus helping to overcome an important barrier to initiating
a project). (Some on-site scoping may also be provided at no cost to the customer.)
Once this is completed and the study passes review, the energy service provider
must develop a one-page agreement with the customer, describing the work to be
completed, the relevant timeframe, and the budget. Bonuses are available if the
customers are in a designated economic development zone or are involved in the
ENERGY STAR® buildings certification process.

NYSERDA also has a parallel program with an open solicitation for customer-
initiated projects. This allows interested end-users to come in with their own
contractor if that is an issue for them. (Brian believes this may allow for some free
ridership, but suggests that, on balance, this may be an acceptable cost.)

NYSERDA also offers orientation meetings to the selected firms, providing training
and information on current approaches to increase their capabilities. Recent topics
have included commissioning and computer modeling.

Incentives

As indicated above, NYSERDA offers the selected contractors an advantage in
marketing, financial assistance to overcome the initial study cost barrier, and
useful training opportunities.

Program Marketing

Leads are obtained from local economic development organizations, trade
associations, and chambers of commerce. In addition, NYSERDA coordinates with
other organizations through such means as providing relevant case studies for their
newsletters. It will also meet with associations and occasionally place ads in trade
journals addressing specific segments and technologies. For example, dairy farms
may be targeted for variable speed drives; industries may be targeted for process
improvements. Finally, NYSERDA works with some of the state’s investor-owned
utilities (IOUs) either through voluntary relationships or contracts to brief the
1I0Us’ account representatives about the opportunities or provide training seminars.
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The customers themselves, based on their own payback criteria, determine the
projects actually completed. NYSERDA does not impose any fixed requirements.
Because the initiative lies with customers, there is no focus on balance across
customer segments or technologies. However, some consideration is given to
ensuring that there is statewide coverage.

The NYSERDA staff rejects a considerable number of the projects submitted for
consideration for such reasons as lack of feasibility as designed. Many others fall
out as the contractor and the customer review timing and budgets.

Customer Service

NYSERDA will hold a pre-study meeting with the customer, to ensure mutual
understanding of what will follow. It will also review the contractor’s draft report,
and then pass it on to the customer. If required, they will also help to clarify the
assumptions involved and will sit with the customer to review these where needed.
Finally, NYSERDA will recommend its low-interest loan program to customers for
whom this will be appropriate and helpful in moving the project forward.

Staffing and Contractors

NYSERDA assigns 3.5 to 4.0 FTEs to the program. It has grown (doubled) as public
benefits funds have become available. As noted, 35 contractors are currently on
retainer. The number of staff at each is not tracked.

NYSERDA staff is responsible for identifying the technologies, sectors, etc. where
contractors are needed; for advertising the solicitation and the solicitation process;
and for selecting contractors to be on retainer. The staff is also responsible for
providing information about contractors to customers and, where necessary, helping
customers understand the study process and the resulting contract. The contractors
are responsible for marketing energy efficiency, making the sales, and
implementing the energy efficiency projects.

Participation and Savings

Approximately 300-400 projects are being completed each year. Overall, the staff
analyzes some 500-600 plans each year and approximately 200 are in process at
any given time.
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This annual savings are difficult to assess: The projects supported by this program
are often supported by related efforts as well, such as a low interest loan program
designed to help customers move forward to take advantage of opportunities that
have been identified. Accordingly, the attribution of savings is a complex issue.

Approximately 900 projects have been supported across the last three years. On
average, the program achieves approximately $4/year in savings for each $14 of
capital investment.

Budget

The annual budget is approximately $4 MM per year, to support studies that
average around $10,000 each. The great majority of funding is used to support the
studies conducted by approved firms. The remainder covers program administration
and a modest amount of marketing. Evaluation is supported by a separate
NYSERDA budget.

Key Issues for the Program

The program is developing new components at this time. In particular, it is working
on services that will help customers—particularly school districts—ready
themselves for a competitive energy supply market. In addition to supporting
contractors for special technologies and building studies, NYSERDA is now
including contractors who can carry out rate analyses and provide aggregation
services.

Keeping Costs Down

The program has developed and now applies rules of thumb regarding typical costs
and the savings that are possible on customer energy bills. Moreover, it will not
support design work (which is relatively expensive for the savings that can be
realized). Some cost savings are also achieved by standardizing the paperwork and
the processing. Finally, only minimal amounts are spent on marketing.

Monitoring and Evaluation

NYSERDA does track customer satisfaction and other evaluation results, which are
available and can be shared. (Contact Paul deCotis at NYSERDA, if desired.) The
current information will be supplemented by more formal evaluations in the near
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future. Additional approaches include developing initial baselines, installing
metering, using protocols for performance-based programming, and commissioning.
As noted earlier, these evaluations are conducted under a separate budget.

Transferability to the Energy Trust

Unlike utility program this program has among the highest potential for
transferability to the Energy Trust. The key, as with the Ameren utility audit
program is retaining good consultants who can make energy studies convenient for
institutional customers. Simplifying the process for them reduces their internal
time requirements and thus enables them to participate in these programs.
Facilitating the interaction between these consultants and customers through
various means, including the development of standard forms and eliminating the
requirement for a model audit, is important and helps provide opportunities for
economic development. Providing quick turn-around on reviews is an important
adjunct to the streamlining effort.

Other key features to consider in replicating success include keeping the program
flexible and ensuring and emphasizing the review by an unbiased third party.
Regarding this latter point, he emphasizes that the internal staff contributes
considerable value as a cadre of experts who are highly credible and cannot be
easily taken in by weak or inappropriate analyses.

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research fimbn faction Page 135





4. Commercial and Industrial Programs

Northeast Energy Efficiency Partnership: Cool Choice - Commercial HVAC

Name of Organization: Northeast Energy Efficiency Partnership (NEEP)
Name of Program: Cool Choice Program
Name of Contact: Jon Linn

Phone and Email;: 207.338.9705; jlinn@neep.org

Why Nominated

This program was nominated because it successfully sells customers up to CEE Tier
2 Commercial AC equipment; because it provides similar application forms,
messages, and rebates across 14 utilities in five states; and because it involves an
educational component for installation practices.

Program Summary

The Cool Choice Program, coordinated by Northeast Energy Efficiency
Partnerships, Inc. (NEEP), is jointly sponsored by 14 electric utilities in
Connecticut, Massachusetts, New Jersey, Rhode Island, and Vermont. The
program provides cash rebates to commercial and industrial customers to help
defray the costs of buying energy-efficient HVAC (cooling) systems.

Program Delivery and Staffing

The staff involved in Cool Choice includes: the NEEP program manager, who
spends about one-fourth of his time on the program; and at each utility, a program
manager devoting one-tenth to one-fourth of his or her time, plus an administrative
staff person also devoting one-tenth to one-fourth of his or her time. Contractors
include a marketing communications specialist who built the website and prepared
the materials; three people at this firm work on Cool Choice. There is also an
implementation contractor employing four circuit riders who are responsible for
outreach to contractors and distributors, which involves providing information,
technical support, and sales training; occasionally, if necessary, they will also meet
with the customer, and help with rebate applications. One of these four circuit
riders deals with higher-level people at chains to influence decision making about
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multiple systems. The actual installations are done by HVAC contractors, who are

paid by the customers.

Incentives

Incentives are designed to cover 100% of incremental costs for purchasing and
installing an energy-efficient air conditioning system rather than a standard-
efficiency system, up to 30 tons. Qualifying equipment and rebate levels are as

follows in Table 8.

AIR CONDITIONING SIZE

Tons Btuh

Table 8
QUALIFYING EQUIPMENT AND REBATE LEVELS

TIER 1
MiNimMum SEER/EER
FOR INCENTIVE

TIER 1
INCENTIVE $/TON

TIER 2
MiNimMum SEER/EER
FOR INCENTIVE

TIER 2
INCENTIVE $/TON

<54 <65,000 12.0 EER $55 13.0 EER $92

>=5.4to >=65,000 to 10.3 EER $38 11.0 EER $73
11.25 135,000

>11.25 to 30 >135,000 to 9.7 EER $43 10.8 EER $79
375,000

<=375,000

12.0 EER

<54 <65,000 7.8 HSPF & 12.0 $125 N/A N/A
EER
>=5.4 1o >=65,000 to 10.3 EER $38 11.0 EER $73
11.25 135,000
>11.25 to 30 >135,000 to 9.7 EER $43 10.8 EER $79
375,000

14.0 EER

research fimbo fackion =

ENERGY EFFICIENCY BEST PRACTICES

Page 137





4. Commercial and Industrial Programs

All All N/A $250/Unit N/A $250/Unit ‘l

As the table shows, there are two tiers of rebates; these two tiers correspond to
CEE’s specs. New Jersey has already incorporated Tier 1 as code, and the entire
program may well eliminate the Tier 1 rebates in the near future.

Program Marketing

The program is marketed to contractors and distributors through circuit riders.
There is also a broader marketing effort involving mailings to customers and
contractors, presentations, association meetings, and trade shows. Of the $800,000
marketing budget, $600,000 goes to circuit riders and $200,000 goes to broader
marketing. The latter is likely to go up in the near future to facilitate a shift
toward market transformation.

Customer Service

The implementation contractor has an 800 number for customer service; if there is
a major problem it will be referred to the utility.

Participation Rates and Savings

There were 2000 units rebated in 2001, out of an estimated 20,000 units sold.
There were 500 to 600 rebated units in 1999 (a partial year), and 700 to 800 in
2000. There has not been a study to determine savings, but estimates are 10%
savings for each Tier 1 unit, and an additional 10% for Tier 2. Given that about
70% of units are Tier 2, total savings are estimated to be about 17%. However, this
does not take free ridership into account.

Budget

The total budget for Cool Choice is about $2,000,000, including $800,000 for
marketing/ implementation, $1,000,000 for rebates, and $200,000 for utility and
NEEP administration.
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Keeping Costs Down

Costs are thought to be very low to begin with, and in fact are expected to go up
with an increase in marketing.

Customer Satisfaction

There has not been a formal assessment of customer satisfaction, although
contractors appear to be very satisfied with and really appreciative of the program.
Monitoring and Evaluation

There was a process evaluation conducted on the 1999 (partial year) program; there
has not been an impact evaluation.

Reasons for Success

The program is successful because it has a useful and persuasive set of program
materials, good outreach to the full range of market players, and because utilities’
names are attached, providing credibility to customers and contractors.

Transferability to the Energy Trust

Considerations as to whether the program should transfer well to the Energy Trust
include cost effectiveness due to the weather, and the state energy code. If the
weather is not hot enough in Oregon to justify similar rebates, the program might
not be as successful. Also, the state energy code may define a different baseline,
such that incremental costs could be higher or lower.
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Northeast Utilities: Commercial Retrofit RFP Program
Name of Organization: Northeast Utilities subsidiary Connecticut Light and
Power
Name of Program: Large Commercial Retrofit RFP Program
Name of Contact: Colin Odell, Senior Program Administrator

Phone and Email: 860.832.4941; odellc@nu.com

Reason for Nomination

The commercial retrofit RFP program was nominated as an innovative solution to
identifying and funding large C&I retrofit project. The program in earlier forms as
the Energy Assistance Program (EAP) was frequently emulated.

Program Overview

NU’s RFP Program is an innovative energy efficiency program for large commercial
and industrial customers and third party service providers that allows the customer
or third parties representing a customer to bid for energy efficiency financial
assistance to design and implement projects custom tailored to their needs. Using
an RFP format, the bidder determines the level of financial assistance — within
program cost-effectiveness guidelines — necessary to design or implement projects
and compete against other projects for available funding. Customers can create
their own design or partner with an engineering consultant, contractor or other
energy efficiency service providers.

Program Delivery

The program is more analogous to a government grant program than a typical
performance based contracting program. Bidders can be customers or third party
contractors. Four times a year the utility issues a notice of the available funds and
requests bids. Once bids are received they are ranked according to financial
assistance requested, benefit/cost ratio, non-quantifiable benefits and installation
timeframe. A quality assurance review is also made on the bids by an energy
engineering consulting organization. Qualified bids are then funded in rank order
until the available funds are extinguished.
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Potential bidders are provided a bidding package through the utility website
(http://lwww.cl-p.com/cimbus/target/indexrfp.asp). The package contains the RFP,
forms for project, site and measure information and a cost effectiveness model.
Bidders must demonstrate that their project passes the benefit/cost ratio calculated
by the model.

Any measure that saves electrical energy — without fuel switching — is eligible for
consideration.

Customers must be above a size threshold, currently 350 kw. Individual proposals
must save more than 100,000 annual kWh. Customers may aggregate sites to meet
the threshold.

$1.3 million was available during the last bid cycle. $4.2 million of bids were
received, all of which passed the benefit/cost test.

Incentives

The bidder, either a customer or third party, sets the incentive required for each
proposed project. Bids are awarded after they have been ranked until available
funds are fully subscribed. Thus, those bids with the lowest incentive cost required
are most likely to be funded.

Program Marketing

The program consists of 4 bidding cycles per year. Announcements of upcoming
bidding cycles are made through a website, newspaper legal notices and direct
letter to large customers and third parties. Informational meetings and bidder’s
conferences are also held. Much of the marketing to end users is done by the
energy services industry.

Customer Service

The utility provides program information and bidder’s packages through their
website and large account representatives.
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Staffing and Contractors

NU Staffing includes 1 FTE Program Administrator, 0.33 FTE Senior Program
Administrator, three part time Field Project Administrators (< 1FTE) handle
customer aspects of project administration.

Two energy-engineering firms are used to review bids for quality assurance. This is
a small part of both contractors businesses.

NU staff administers the bid process and subsequent incentive agreements. The
contracted engineering firms provide technical quality assurance reviews of the
proposals. NU staff or QA contractors perform post-installation inspections of all
projects.
Participation and Savings

» 29 Projects awarded in 2000

» 49 Projects awarded in 2001.

» Both years >75% of the projects were from third party bids

Note: 2001 was the first full year for program. 2000 CT DPUC approvals for
programs was not received until late second quarter and forced the program to only
have 2 bidding rounds for 2000.

» 2001 - Annual: 40,444 MWh
» Lifetime: 670,581 MWh

No evaluation has been performed due to the programs infancy.

Annual Budget

$6.9 million in 2001 for CL&P. The program also operates in Western Mass.
Electric territory at a $1.5 - 2 million budget range with two bid rounds per year.

The annual budget is a function of market demand. Experience in the smaller
Western Mass. Electric territory indicates that $750,000/round in available funding
seems to be a minimum needed to attract energy services industry attention.
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Key issues for the Program

The program has had a 30-day time frame for the bidder to sign the offer. An
additional 60 to 90 day limit for the customer to sign a contract for the work is
being considered. These changes are being considered to avoid tying up budgeted
funds with projects that do not move forward.

The program is currently being modified to target a congested area in Connecticut
and to place additional emphasis on peak kW reduction as well as kWh savings.
Keeping Costs Down

Standardized response materials for the bid process are used to keep administrative
costs down.

Funding amount offered in each round must be controlled to assure that only good
projects are funded.

Monitoring and Evaluation

The program relies on quality assurance reviews of the bids rather than post
installation evaluations. Realization rates will be determined by a sample of
installed projects when the program has matured.

Transferability to the Energy Trust

he program concept should transfer easily as it provides a low administrative
overhead means to identify and fund nonresidential custom retrofit project. NU
will also sell the complete program package and conduct bidder conferences. The
program has been sold and implemented in New Hampshire.
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Northeast Utilities: Energy Conscious Construction
Name of Organization: Northeast Utilities subsidiary Connecticut Light & Power
(NU)
Name of Program: Energy Conscious Construction
Name of Contact: Dave Debrin

Phone and Email: 860.832.4712; debrind@nu.com

Why Nominated

This program was nominated as one of the two best and also similarly run
programs for nonresidential new construction. The other comparable program is
that offered by NGRID, only the NU program was reviewed as they are very
similar.

Program Overview

NU’s new commercial construction program, Energy Conscious Construction, is an
established and successful program. It reaches better than 85% of the new
construction square footage annually. The program has a very high realization
rate. Itis focused on customized review of the building engineering at the early
stages and provides incentives for design and equipment changes that maximize
energy savings without sacrificing customer needs.

Program Delivery

Typically the new construction projects starts with the customer hiring an architect.
The architect then hires engineers. CL&P relies on the engineers to bring the
utility into the picture at an early stage. CL&P provides a brainstorming
honorarium to provide an incentive to host a brainstorming session to review initial
designs for energy efficiency improvements. The utility also pays for the cost of
design changes, provides an incentive to the engineers working on the design
changes based on the savings achieved and provides 100% of the incremental
energy efficiency costs (subject to certain caps).
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The program has a prescriptive track for simple rooftop HVAC, lighting and motor
applications as well as a custom track for more comprehensive applications.

The program managers are careful to fully evaluate the savings potential rather
than focusing on a simple payment per ECM basis. An example is lighting. A
rebate per lamp upgrade, for example, does not take into account actual lighting
needs. A more comprehensive approach is to consider the lighting needs to assure
that fixtures installed are those that are required.

Incentives

Incentives are 100% of incremental cost. Incremental cost is determined on a case
by case basis for custom applications. A list of standard incentives is maintained
for prescriptive applications.

In addition, incentives are paid to the design engineers based on the savings
achieved.
Program Marketing

The program is marketed through design engineers. The utility regularly updates
the engineering firms regarding program features through informal sessions such
as lunch meetings.

Customer Service
Customers may consult directly with program staff, but typically the utility works
with the engineering design firm with little customer interaction.

Staffing and Contractors

NU has assigned two staff to the program. Two energy-engineering firms are used
for custom building modeling. Staff works with the contract engineers, contracting
for specific building modeling.
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Participation and Savings

There are approximately 60 participants annually with 50 million kWh savings
(based on $6.5 million annual budget and 1.2 cents/levelized kWh). The program is
evaluated every two years. The most recent realization rate was 99%.

The program has been in operation since 1989. Participation rate has grown from
approximately 20 per year to its current 60 projects per year.

Annual Budget

The annual budget is $6-7 million, with approximately 10-15% associated with
studies and administration.

Key Issues for Program

The program has had minimal design changes. Mostly continually updating
baseline to match current construction standards. No operational changes.
Keeping Costs Down

Key factors for keeping costs down include: Establishing early contact with
engineering firm involved in construction design. And establishing customer
baseline, i.e. incentives are not based simply on current construction practice versus
higher efficiency, but rather on what the customer would otherwise have done.

Monitoring and Evaluation

The program is evaluated on a two-year cycle by an independent evaluation firm.

Transferability to the Energy Trust

The program relies on establishing relationships with engineering firms in the new
commercial construction design industry. Establishing these relationships requires
a certain level of time and effort. Ultimately, this results in a cost effective delivery
mechanism.
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Northeast Utilities: Industrial Consulting Services
Name of Organization: Northeast Utilities subsidiary Connecticut Light & Power
(NU)

Name of Program: PRIME (Process Reengineering Industrial Manufacturing
Efficiency) Industrial Manufacturing Consulting Services

Name of Contact: Alan Campbell, Senior Program Administrator

Phone and Email: 860.832.4718; campbad@nu.com

Why Nominated

The PRIME Services were nominated as an effective program that delivers
consulting services on process equipment to industrial customers.

Program Overview

NU’s PRIME program is a consulting program that assists manufactures to
implement “Lean” manufacturing. Lean is a process assessment approach to
eliminate waste in manufacturing. The assessment identifies breakdowns in
business planning, business processes and business operations that reduce the
efficiency of the operation including energy use. Such breakdowns may include non-
value-added steps, unnecessary bureaucracy, poor communication, process
inconsistencies and process confusion.

Program Delivery

The program leverages funds from state department of labor and department of
community and economic development. The partnership of the utility with these
agencies is due to the economic development aspect of the program. Manufacturers
have and continue to locate in Connecticut to take advantage of the program.

A key component is the partnership with the local Manufacturing Extension
Program. This relationship has taken CL&P several years to fully develop. The
MEP opens doors to the manufacturers. Word of mouth of success stories has
created significant program growth, from 20 projects in the first year to 35 last year
and an expected 55 this year.
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A project generally consists of an initial walkthrough to determine the potential
and then, if the potential exists, a series of weekly half-day meetings for 8 to 10
weeks to walk management and workers through the lean process changes. Over
90% of the manufacturers that request a walkthrough proceed to a full project.
Implementation success and customer satisfaction are very high.

The program also looks for conventional energy savings while with the customer in
the field and includes discussions with the customer about the potential to use the
other conventional programs. In Connecticut there are a lot of on going PRIME
projects so local conservation project administrators and area Account Executives
are called in to accomplish the conventional conservation studies and projects. In
the beginning of the program when there were very few projects the program also
provided the conventional conservation 50/50 cost share studies to the customers,
but as the number of Lean projects grew that practice became a nightmare to
administrate and was transferred to the conventional programs.

The target customer group is manufacturers with greater than 500 kW demand.

Incentives

The program requires a 50/50 sharing of costs between the customer and the utility,
with the customer portion refundable if implementation of recommendations is
followed. Total project costs have ranged from $2,000 to $50,000. The average is
about $12,000.

Program Marketing

Utility account executives and the Manufacturing Extension Partnership market
the program. Since inception the program has benefited from significant word-of-
mouth marketing. The economic development aspects have also generated news
releases that have been picked up by the press.

Key marketing allies have also been local economic development organizations.

Customer Service

This is a consulting service. During the initial assessment and especially during
the training the staff involved both management and labor in the customer’s
operation. This assures buy-in by both parties. Based on anecdotal evidence,
customer satisfaction has been very high.
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Staffing and Contractors
NU staff performs the initial assessment contractors deliver the program.

NU assigns 1 ¥2 FTE to the program. Contractors facilitate the PRIME/Lean
program after the initial assessment. Contractors are hired on a project-by-project
basis. Eleven contractors are used on a regular basis, with another 6 to 8 on a
project specific basis.

Participation and Savings

There were 20 participants the first year, 35 the second and 55 this year.
Approximately 2,000 customers have characteristics that would make them eligible
for the program. The program is expected to save 1.4 million kWh this year. The
post implementation review is conducted via an implementation letter from the
customer. The letter uses the customers evaluation metrics, which may or may not
be energy focused. The information from the letter is fed back into the original cost-
effectiveness model for comparison with original estimates.

Annual Budget

The annual budget is $1 million

Key issues for Program

The program relies on the “Lean manufacturing” program.

Keeping Costs Down

The program is focused on economic development, although each project is justified
based on electric cost effectiveness. During the assessment an overall evaluation of
the manufacturing process is identified, the percent of the process that can be
affected by “Lean management” is then multiplied by the total kWh used to
estimate savings potential. The levelized savings are compared against avoided
costs, currently about 3.8 cents/kWh to decide whether to go forward with the
project.
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Monitoring and Evaluation

No external evaluations have been conducted.

Transferability to the Energy Trust

The program is transferable because it is simple and links to an existing national
resource. It offers one of the few examples of a program targeted at process
improvement. The key is coordination with the Manufacturing Extension
Partnership that is a nationwide program under the National Institute for
Standards and Technology. NU will sell its program materials for a negotiate price,
if desired.
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Northeast Utilities: Small Business Program

Name of Organization: Northeast Utilities System (Connecticut Light & Power)
Name of Program: Small Business Energy Advantage
Name of Contact: Matt James

Phone and Email: 860.832.4806; no email provided

Reason for Nomination

This program was nominated as an effective and efficient program for reaching
small commercial and industrial customers. Very few programs are being offered for
this type of customer and this program was viewed as having built upon many
lessons learned.

Program Overview

CL&P’s newest innovative energy solution provides cost-effective, turnkey, energy-
saving products and services for small business customers who do not have the
time, financial resources or in-house expertise to analyze and/or modify their
energy usage. There are no up-front customer costs involved. In addition, CL&P
will pay up to 50% of the costs for retrofit lighting measures and up to 100% of the
costs associated with other eligible, cost-effective, energy-efficient installation
services.

To cover the customer’s share of the costs, Energy Advantage offers a zero-percent
financing option. The loan repayment is based on the estimated energy savings
resulting from the energy-efficient measures installed. In effect, small customers
will pay about the same amount per month to CL&P as they did before
participating in Energy Advantage. And it will be accomplished with only one
check. No separate payment is necessary and there is never a need for an initial
cash outlay. After the loan repayment period (typically, fewer than two years), the
customer reaps the benefits of the energy savings through lower electric bills.
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Program Delivery

The program is delivered through trade allies to customers below 100 KW in size.
In house staff assigns service territories to individual trade ally contractors,
typically lighting and mechanical engineering firms. The trade allies then market
the program within their assigned territories. Potential projects are documented
using software developed by Northeast Utilities and submitted to the utility for
approval. At the completion of the project utility staff conducts an installation
inspection and pay the contractor the incentive portion and arrange a zero percent
loan for the customer portion, if any.

Incentives

The program is designed so that there are no customer out-of-pocket costs. The
program provides an incentive of between 50% and 100% of the retrofit measure
costs based on the type of measure. Payment is made to the contractor. Repayment
of any customer costs is through a zero percent loan structured such that the energy
savings offset the payments. Loan repayment is over two years or less.

Program Marketing
The trade allies market the program. The utility also maintains a website and
energy efficiency mailings that include program information.

Customer Service

The utility maintains a 1-800 number in addition to the website and trade ally
contacts.

Customer satisfaction is high based on anecdotal evidence. The lack of out-of-
pocket costs is very attractive.

Staffing and Contractors

NU has 7 FTE assigned to the program.

Twelve trade allies are each assigned service territories in which to market and
deliver the program. The trade ally develops customer leads and projects. Staff
reviews the projects and approves implementation. After completion staff conducts
inspections and arranges contractor payment and customer loans.
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Participation and Savings

The program started in 2000. Participation in 2001 was 500 customers. 2002 is
running at double that pace.

No savings data were available. The first evaluation will be undertaken this year.

Annual Budget

The annual budget is $1.8 million of which $500k is admin.

Key Issues for the Program

The utility is working to standardize the incentive levels and to determine the
minimum incentive levels necessary for customer participation.

Keeping Costs Down

The main tools for keeping the costs down are standardized incentives and
assessment software, and relying on trade allies for marketing.

Monitoring and Evaluation

The first evaluation will be conducted this year.

Transferability to the Energy Trust

The program is likely to be as accepted by customers in Oregon as in Connecticut.
Transferability in large part depends on two factors: 1) the Energy Trust would
need an implementation capability (either in house or contracted) comparable in
capability to the seven FTE utility staff that coordinate with contractors and
conduct inspections, 2) the Energy Trust would need to assess program cost
effectiveness independently to determine if it would be acceptable in the Oregon
market. The use of trade allies for implementation and the process of assigning
trade allies to portions of the Energy Trust service territory is imminently
transferable. NU will also sell their assessment software and consulting services to
develop this program design.
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Oakland: Energy Efficiency Design Assistance

Name of Organization: City of Oakland, CA
Name of Program: Energy Efficiency Design Assistance

Name of Contacts: Chris Vance, Energy Solutions and Catherine Payne, Oakland
Planning Department or Scott Wentworth, Energy Engineer for Oakland Public
Works Dept.

Phone and Email: 510.482.4420 x 220; chris@energy-solution.com

Why Nominated

The program was nominated as a very effective, innovative program using
municipal government resources to obtain early in the design stage. The program
was initially funded for one year (2001) during what turned out to be the energy
crisis in CA, and was selected under the special CPUC Summer 2000 Energy
Efficiency Initiative. {The program will continue in 2002-03 with continuation
funding from the CPUC'’s Energy Efficiency program.)

Program Delivery

The program seeks to reduce barriers to inclusion of energy efficiency in the design
of new nonresidential, multi-family and large-scale single-family buildings. By
working closely with the city building, planning and zoning departments to identify
projects at the permit stage, the contract engineering firms meet with the project
team to review building design plans and/or conduct site visits and audits to
identify opportunities and provide technical assistance.

Technical assistance is offered in the form of:

» Site specific engineering analysis of energy efficient options and economic
analysis of costs and savings for design alternative

» Prioritized list of design features and building systems that off the best
value

» Detailed product and system information for mechanical and electrical
designers
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» Referrals to utility rebate programs and technical assistance
» Estimates of project specific incentives from utility programs

Projects then use the utility programs for rebates.

Incentives

Tied into utility program.

Program Marketing

» Sales calls to referrals from the city planning, building and zoning permit
staff; project team members and BOMA offices

» Program brochures direct mailed to selected developers
» Program brochures and posters in developer oriented locations

» Speaking and tables at trade and professional associations

Customer Service and Satisfaction

The program itself is the customer service by providing developer/owners with
engineering and economic analysis of energy efficient design opportunities, as well
as improved access to the utility program. The independent M&V report
documented unanimous customer satisfaction.

Staffing and Contracting

The city of Oakland had no additional staffing, and used only a small portion of the
funds for program marketing costs. The contractors assigned approximately 0.44
FTE to marketing, 0.64 FTE for engineering support. (This assumes the program
runs for 12 months.)

Participation and Savings

Participation was 23 projects representing 4.5 million square fee of commercial and
industrial space and 800 housing units. Savings estimated at 3.2 million kWh
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annually (inclusive of natural gas savings converted to kwWh). Annual verified
savings of 8,904 therms, 1.8 million kWh, and 322 kW peak summer demand
reduction.

Budget

The overall project budget was $300,000 for program outreach and marketing,
technical services, IM&V, and City administration and marketing support. The
City contracted with an energy efficiency contractor for a total of $237,000 to
provide program management, outreach and marketing (approximately $90,000),
and technical services (approximately $147,000). The City contracted with an
independent IM&V contractor for $37,000. The remaining $26,000 funded the City
administration and marketing support (including a mandatory 3% fee for the City’s
contract compliance office). The IM&V report estimated the incremental measure
cost for implementing the design recommendations to be $1,027,504, although these
costs were borne by the program participants and not covered by the program.

One innovation that Oakland used was to make the technical contractor’s
compensation performance-based, as verified by the IM&V contractor. In the pilot
year, 25% of the technical contractor’s total compensation was on a performance
basis.

Key Issues for Program

The program should be seen as a pilot. There were some recommendations from
customers to increase some of the technical assistance staff involvement at the site,
but otherwise few changes were suggested to improve the program. The target
market can be potentially limiting for a given City depending on the number of
projects undergoing development and design. This is especially true during an
economic downturn when developers become more conservative in their investment
decisions. This could affect both the construction dates of proposed buildings, and
the degree to which energy efficiency measures will be adopted. Mitigation
measures include widening the program eligibility as much as possible
geographically and by including the nonresidential building renovation, energy
retrofit market.

There is also an advantage in having a single program serve multiple Cities in that
many of the fixed costs associated with program, administration and marketing
development can be distributed among the participating Cities if one contract was
issued to cover multiple jurisdictions, rather than each city/county issuing separate
contracts. Direct marketing costs —ads, mailings, etc. would not necessarily have
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economies of scale. In addition, most developers work in multiple jurisdictions — not
only locally, but also nationally. In the long run it is possible that energy design
improvements would be replicated in successor projects

Key Issues for Cost Control

Using existing city resources but focusing them to work with an energy efficiency
contractor kept costs low. In order to insure program funds are effectively
expended, the level of technical assistance delivered to each customer must be
proportional to the project’s potential energy savings and to some degree the level of
commitment demonstrated by the customer. Otherwise program expenditures may
not produce an adequate amount of energy savings to make the overall program
cost effective. [See above discussion about the performance compensation element of
the technical contractor’s budget, which created natural incentives to spend time
wisely.]

Monitoring and Evaluation

The CPUC required independent M&YV for each funded program. The independent
contractor conducted verification of savings for a sample of projects, focusing on
those that provide the highest savings contributions. In addition to conducting
engineering verification of savings, the contractor interviewed each customer to
assess satisfaction to obtain feedback on the program.

Transferability to the Energy Trust

Such a program design could be transferred. Key factors to program success are the
fact that the city of Oakland identified the opportunity and willingly created a
partnership with the energy-efficiency consulting firm.

According to the program contact: “Program success depends on a minimal level of
support from participating Cities. At the very least, planning staff would need to
periodically provide contact information for major projects (including key project
contact information) undergoing development such that they could be contacted
prior to or early in the design stage. At the City of Oakland, it really came down to
a fairly small level of effort by a few key planning staff that made the difference in
obtaining information on the major development projects. City endorsement of the
program also lends credibility and leverage when marketing the program”
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Sacramento Municipal Utility District: Compressed Air Services

Name of Organization: Sacramento Municipal Utility District (SMUD)
Name of Program: C&I Retrofit Program
Name of Contact: Steve Rutter, PE; Harlan Coomes

Phone and Email: 916.732.6766, srutter@smud.org; 916.732.5414,
hcoomes@smud.org

Why Nominated

The SMUD Compressed Air program services was nominated as a best practice
because the approach used by SMUD goes beyond offering Compressed Air
Challenge workshops to providing audits and incentives to improve customers
compressed air systems.

Program Delivery

Rather than a separate program effort for compressed air, compressed air system
improvements are delivered as part of an overall approach to working with
commercial and industrial customers. The SMUD planning and evaluation group
identify KW and kWh goals each year based on remaining technical and market
potential and technology assessments for the commercial and industrial sector. A
Compressed Air Initiative is part of the overall strategy to meet the targets. The
initiative targets compressed air system services, efficiency upgrades of compressed
air equipment and vendor and customer training to achieve the goals. SMUD offers
one or two Compressed Air Challenge workshops each year, sometimes jointly with
PG&E, and encourages customers and vendors to attend these.

The focus of the initiative is improved efficiency of the compressed air systems of
customers. The program can achieve this in multiple ways: vendors have been
trained to provide system services not just to sell equipment; customers planning to
increase their compressed air facilities are assisted to improve the overall efficiency
of the upgrade even if the load increases; audits are conducted to identify system
efficiency opportunities and incentive funds are used to achieve those savings;
customers and vendors are trained by the Compressed Air Challenge workshops.
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Incentives

Incentives available for compressed air vary from year to year based on the goals
and the funding available. In 2001 there was more funding available and the
incentives and goals were much larger than in 2002. In 2002 they have budgeted
about $15,000 that will cover two to three system audits, savings targets are not set
for compressed air but the same incentives for commercial and industrial projects
are applicable. Incentives range from $225 to 400/KW up to a maximum of 30% of
project costs. The overall goals for the commercial and industrial sector are 4.6 MW
and 17.2 GWh.

Program Marketing

The program is not really marketed independent of energy efficiency services for
commercial and industrial customers. Given the limited funds in any one year,
marketing also is limited so that subscription meets the available funds. For
instance in 2002 funds were exhausted by June and no marketing could be found
on the website as of June 3, 2002.

Customer Service

Customer service is provide via the SMUD 1-800 number and the website. No
particular services are offered for the compressed air program other than
information and access to a staff.

Staffing and Contractors

Thirty technical staff members deliver the entire set of commercial programs.
Approximately 15 are assigned to the largest commercial and industrial customers
with the remaining 15 assigned to all other customers. The staff assigned to the
larger customers attempt to meet with the customers annually to review
opportunities. Audits are conducted and project identified. Staff assigned to the
smaller customers generally meet with the customers at the customers request.
When the compressed air initiative was first implemented contractors were hired to
conduct the audits of facilities. More recently SMUD engineering staff has
conducted audits.

Contractors are also used for the Compressed Air Challenge workshop; these
contractors are from the DOE pool of contractors.
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Participation and Savings

The program targets for 2002 include two audits with implementation of
recommendations and one seminar. No specific savings targets have been set, nor
are the savings available on a per initiative basis, all C&I program efforts are
combined.

Budget

There is no specific budget allocation to compressed air for savings, but in 2002
$15,000 is allocated for two to three audits. In previous years sufficient funds for
two to three times more audits were conducted.

Key Issues for Program

The initiative is not treated as a specific program so attention to compressed air
systems can respond to the needs of customers. The main issue has been fluctuating
resources so the initiative varies each year.

Keeping Costs Down

Nothing specific was noted.

Monitoring and Evaluation

Not specifically evaluated.

Transferability to the Energy Trust

Compressed air services at SMUD is transferable to the Energy Trust, though the
scale would probably need to be higher. The key features required for a compressed
air services component are the training and the audits and sufficient staff or
technical contract support to conduct the audits. The incentive funds are tied to
overall goals for C&I savings.
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Southern California Edison: HYAC Modeling Tools

Name of Organization: Southern California Edison
Name of Program: Modeling Tools for HVAC
Name of Contact: Henry Lau

Phone and Email: 626.633.7160

Why Nominated

A Southern California Edison modeling tool for HVAC was nominated as a valuable
tool for HVAC programs. Mr. Lau knew of no specific HVAC tool, however he
described two modeling tools that might be what had been referred to.

Program Delivery

These tools are not specific programs but can be used for program implementation
and analysis of HVAC equipment. Therefore there is no discussion of program
features in this summary.

Power DOE

Power DOE is a proprietary modeling tool developed by Jeff Hirsh, formerly with
Lawrence Berkley Labs, based on DOE 2.2. The model was developed to better
analyze case and warehouse refrigeration and kitchens (restaurants). This model is
not available publicly. Jeff Hirsh provides the model as a consulting service. He
can be reached at 805-553-9000.

Equest

Equest is also based on DOE 2.2. The model was developed to serve California’s
new construction program. It provides the ability to do savings modeling earlier in
the design phase than DOE 2 would allow. Savings can be estimated at the
“schematic” level and then refined as the design is finalized. The model is in the
public domain. Jan Johnson, California’s new construction program manager can
be reached at 909-357-6134.
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Southern California Edison: Quotas for Motors

Name of Organization: Southern California Edison (SCE)
Name of Program: Quota Systems for Vendors
Name of Contact: Richard Greenburg

Phone and Email: 626.302.8735; richard.greenburg@sce.com

Why Nominated

The SCE quotas for motors vendors program was nominated because it offers a
means to expand sales of energy efficient motors beyond free riders and to increase
vendor promotion of energy efficient motors to customers who otherwise might not
purchase these motors.

Program Delivery

This was a motors program, mostly but not exclusively aimed at the retrofit market.
It was originally designed (2000) for market transformation, but—as the California
power crisis developed—was re-oriented (2001) toward resource acquisition. It was
dropped in 2002, not because of dissatisfaction with the results, but because the
political emphasis had shifted completely away from “upstream” programs. In
addition, corporate policy for current programs emphasizes maximizing the
proportion of funds that go directly to the customer. (The market transformation
design entailed non-trivial investment in development of an infrastructure for
recruiting and visiting motor dealers, providing them with marketing materials,
and providing training, etc.) Program delivery was through a contractor who
maintained close contact with each and every participating motor dealer.

Incentives

The key differentiator of this design from the more usual premium-efficient motor
programs was the incentive trigger. In the most common program, the customer
receives a rebate intended to help buy down the initial cost of a premium-efficient
motor. In most “upstream” programs, the dealer is offered an incentive to stock such
motors, on the obvious expectation that the dealer will then be motivated to sell
those motors. In this program, the dealer could earn an incentive only after
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surpassing a set quota of premiume-efficient motor sales for the month. (A small
payment was made for each sale of a premium-efficient motor up to quota, to cover
paperwork, etc. But the incentives for going beyond the quota were much more
sizeable.) Quotas were set in the first year (2000) on the basis of historical sales of
premium efficiency motors; they were set in the second year (2001) on the basis of
the previous program year’s sales.

Dealers were free to pass on the savings to their customers through lower prices or
whatever other sales mechanisms or specials they found useful in their business
model. But they were not required to do so.

Program Marketing

In 2000, the program was first marketed through direct mail and fax, to notify
dealers of the opportunity and encourage initial inquiries. This was followed by
personal visits by the contractor—first, in response to inquiries, and then as follow-
ups with dealers who had not responded. Considerable one-to-one effort was also
devoted to chains and franchises, both at the corporate level and at the individual
outlet level. Some press releases were prepared and distributed, but mass media
would not have contributed to program success. Some use was also made of trade
journals, but this does not appear to have been terribly important. (In 2000,
additional investment was made in attending and sponsoring dealer meetings.)

Otherwise, all retail dealers in the service territory were eligible. However, to
participate, dealers had to sign an agreement and make their historical sales data
available and provide copies of customer invoices for the current month’s sales of
qgualifying motors.

Customer Service

Dealers were provided with point of purchase materials, including brochures about
the benefits of premium efficiency motors and motors selection guides. These
materials were supplemented by personal visits from the contractor’s representative
to ensure understanding of the benefits of premium efficiency motors, as well as the
POS materials and the program. In 2000, dealers were also provided with an 800-
number for any problems they encountered and offered training on both
technological issues and marketing techniques. (In addition, the contractor’s
representative provided hands-on data documentation assistance to dealers with
limited sales tracking capabilities.)
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Staffing and Contractors

In 2001, 0.5 SCE staff (plus a modest amount of senior management and clerical
time) and 1 contractor FTE in Southern California. (Additional administrative
support—e.g., incentive processing—was provided by the contractor’'s home office.)

The contractor’s representative was responsible for recruiting and servicing the
motor dealers. SCE staff supervised the program and validated the savings
algorithm.

The participation rate is N/A for 2001. The number of participating dealers was
capped so that the total incentives would not exceed the budget. In 2001, 24
dealers—representing 70 retail locations—were active in this program. (In 2000, 17
dealers were active.)

For 2001, gross energy savings for retrofit motors were estimated at 1,009,000 kWh
and gross demand savings at 204 kW. (The net savings estimates were 807,593
kWh and 163 kW.) For 2000, the gross savings were estimated at 919,940 kWh and
184 kW.

The net-to-gross ratio was estimated at 0.80, based on the assumption that 20
percent of the premium efficiency motors sold by the dealers would have been sold
in the absence of the program. (In other words, a free rider rate—though the
incentives were not given directly to customers.)

Budget

For 2001, the program cost was $390K, including administration costs for SCE. It
was considerably higher in 2000, when more was budgeted for program design,
marketing the program, providing dealer support, and internal quality control.

Just over $140K was used to cover incentives (about 36 percent). SCE’s evaluation
is covered through a separate budget. (See also below, re monitoring and
evaluation.)

Program Issues

As a result of the shift in California’s priorities and other political considerations,
the budget for 2001 was severely reduced. As indicated earlier, this resulted in
capping the marketing of the program and the number of dealers who participated.
[Comment: The long-term effect of changing the program and then phasing it out
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seems likely to reinforce the reticence of dealers to join in future “upstream”
programs. The history of such shifts was in fact one of the key barriers to enlisting
dealers during 2000.]

In 2001, the program was expanded to cover certain motors used for agricultural
pumping applications. This was again a political issue, but it did have the effects of
expanding the potential base (until the number of participating dealers was
capped) and the geographic area covered (as well as the urban/rural mix).

Keeping Costs Down

The contractor reduced marketing and dealer support activities (e.g., an 800-
number, more frequent visits by the contractor’s representative or his assistant,
workshops) in 2001.

Monitoring and Evaluation

Given the “upstream” nature of the program, invoices were reviewed and validated,
but there were no inspections of customer installations. As noted earlier, SCE
reviewed the savings algorithm provided by the contractor. Qualitative information
regarding dealer satisfaction and concerns was gathered and documented regularly
in reports of field visits. (In 2000, the contractor was also required to conduct
QA/QC and evaluation activities from their budget, and to provide regular updates
to SCE. Among the additional activities supported were dealer surveys, workshop
assessments, and independent personal interviews with dealers.)

Transferability to the Energy Trust

The program is transferable only if there is sufficient support for dealers, probably
circuit riders, and a long-term commitment by the Energy Trust to do the program.
The quota trigger for financial incentives entails more administrative effort for
dealers than do most customer rebate programs. Hence, this program requires
marketing and customer support investments. It also requires that there be dealer
trust that there will be long-term support for the program. The advantage is that
there is little evidence that straight rebate programs for motors lead to any
substantive change in motors purchasing practices, this program does appear to
influence practices more broadly.
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Xcel Energy: Colorado Custom Efficiency Program

Name of Organization: Xcel Energy, formerly Public Service Company of
Colorado

Name of Program: Custom Efficiency
Name of Contact: Bill Gruen, Product Portfolio Manager

Phone and Email: 303.294.2082; william.gruen@xcelenergy.com

Why Nominated

Xcel Energy’s Colorado Custom Efficiency program is a demand-side management
bidding program. It was nominated as a best practice for bidding, standard offer

and performance contracting type of programs. The features that stand out for this
program is its efficiency in generating sound projects and good customer response.

Program Delivery

The Custom Efficiency program is a demand-side management bidding program.
The program has a goal to purchase 18.5 MW of eligible peak demand reduction,
measured at the meter, by 2005. There will be seven RFP cycles beginning
December 2001. The cycles are four months apart; bids are due two months after
the RFP is released. The first RFP was released December 2001, and bids were due
February 2002, the second RFP was released in April 2002 with bids due in June
2002, the third RFP will be released in August 2002 and will be due in October
2002. Each of the seven cycles will seek to award bids for between 3 and 4 MW of
eligible demand savings.

The minimum to bid is 10 kW, customers and third parties are permitted to bids.
The bidder must complete the five-page RFP form. Once the bidder is selected pre-
approval for each specific project is also required. A six-page form is used for pre
project approval; a three-page form is subsequently submitted after the project is
completed.

Eligibility to submit a bid is limited to specific portions of the service territory and
verifiable demand reduction projects, including energy efficiency, fuel switching
and load shifting. The key issues for selection are price, percent of committed
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projects and a qualitative assessment of bid quality and past performance. The
third-party program administrator under contract to Xcel Energy conducts all
M&V. In a few cases where a bidder is experienced with M&V and has a
performance contract with the building owner, the program administrator will
minimize duplication while ensuring that sufficient M&V is done.

Incentives

The bidders are offered a maximum of $530/KW for efficiency and fuel switching
projects and $330/KW for load shifting projects. The maximum incentive available
per bidder for the first two bid cycles was $450,000. In addition, there is a
performance milestone. A payment equal to 50% of the project’s estimated average
demand savings will be paid upon completion of the post installation report. The
remaining 50% (or greater) is paid based on verified demand savings after all M&V
activities are completed subject to the project complying with the performance
milestone. If not, the bidder forfeits 25% of the incentive.

Program Marketing

Program marketing builds on past experience. This is the fifth demand-side
management bidding program offered by Public Service Company of Colorado. Over
the past ten years, a list of customers and third parties has been developed and
account managers have discussed the program with most customers. E-mail notices
are sent reminding customers and third parties about each bid cycle, presentations
are made to various meetings by Xcel Energy staff and the program administration,
and the website is used to ensure access to information.

Customer Service and Customer Satisfaction

Xcel Energy provides information on the program at their Business Solution
Center, 1-800-481-4700; their website, www.xcelenegy.com; and a specific e-mail
address for the program, CustomEfficiency@nexant.com.

There has been no recent survey of customer satisfaction, however previous
evaluations were conducted and led to many of the changes in the current program.
Current anecdotal evidence is that customers and ESCOs like the revised program.
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Staffing and Contracting

Xcel Energy has one staff person assigned to the project at about 0.25 FTE. Nexant,
Inc. assigned approximately 3-4 FTE to conduct the M&V and program
administrative functions.

The program administrator responds to requests for information, does the
preliminary screening of proposals and project submittals, and the M&V.

Participation and Savings

The first bid cycle resulted in 20 selected participants with a proposed total of 4.7
MW of eligible peak demand reduction. Of these 20, 8 were customers representing
approximately one-third of the projected savings. Xcel anticipates each bid cycle
will provide a comparable level of participation and savings.

The cumulative results of both the Bid 2001 Program and the Custom Efficiency
Program, through the first quarter of 2002 are estimated at 40MW gross demand
savings (inclusive of free-riders) as seen at the generator. Of the 40 MW total at the
generator for the two programs, Nextant estimates that about 23 MW will come
from Custom Efficiency.

Since the program has just begun there is no estimate over overall savings or
overall penetration. However, the peak demand for Xcel Colorado is 5600MW of
which about 30% are large C&I customers. The anticipated growth for the 1999-
2005 planning period is 1200MW. The overall DSM goals for Xcel Colorado during
this cycle (1999-2005) are 124 MW at the generator, of which this program will
contribute the 40 MW at the generator.

Budget
The program budget was not provided due to concerns about competitive advantage
to potential bidders.

Key Issues for Program

Custom Efficiency is the fifth demand-side management bidding offering by Public
Service Company of Colorado/Xcel Energy. The program has been redesigned with
each offering and this most recent is considered the most cost effective and

streamlined. However, it has built strongly on experience. The lessons learned over
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the length of the implementation period have been important both in designing the
current program and in providing information that makes it easier for bidders to
bid and for the administrator to conduct monitoring and verification (M&V) of
project savings.

Key issues for Cost and Program Control
Two factors have contributed to cost control:

1. Contracted M&V so that there is consistency, ability to avoid
“reinventing the wheel,” costs for M&V are contained, and customers and
ESCOs are relieved of the need to do M&V, hence more willing to bid.

2. Streamlined applications that both make it easier for the bidder to bid
and propose projects and make it easier for the administrator and utility
to select bids and make decisions about projects.

3. Careful price setting based on baseline requirements to avoid paying for
free riders and for simple lighting projects.

Monitoring and Evaluation

Evaluations have been conducted on previous versions of the program. An impact
evaluation will be conducted on the most recent Bid 2001 Program, but has not
been scheduled at this time.

Transferability to the Energy Trust

The bidding program could easily be transferred to the Energy Trust with an
energy savings focus instead of a demand reduction focus. The key issue would be a
possible increase in M&V costs as energy savings may be more difficult to verify
than demand reduction in some circumstances, since there is no program history.
(Note the Regional Technical Forum database might provide some of this
information.) The program can easily be ramped up or down based on the
parameters of the RFP, specifically how many KW or kWh to purchase, the value of
the incentive and an assessment of market potential. The Xcel program has
operated in some form since the mid 1990s, the remaining market potential is part
of the determination of how much savings to seek through the bidding process.
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Xcel Energy: Minnesota Custom Efficiency Program

Name of Organization: Xcel Energy (Formerly Northern States Power)
Name of Program: Custom Efficiency
Name of Contact: Kim Lidbeck

Phone and Email: 612.330.5709; kim.lidbeck@xcelenergy.com

Note: The discussion below refers only to the MN program and not necessarily to
any other area served by Xcel Energy. Additional information is available from
Company filings with the MN regulators, but some of what is requested is
proprietary.

Why Nominated

The Xcel Energy Custom Efficiency program was nominated as a custom rebate
program for commercial and industrial customers with high customer and trade
ally satisfaction.

Program Delivery

Xcel Energy offers a custom rebate program to all its commercial and industrial
customers, regardless of their size. The Custom Efficiency program encourages
customers to bring forward energy efficient improvement ideas that are not covered
under Xcel Energy’s other flat rebate programs. It covers both electric and gas end-
uses and the savings in a non-prescriptive way, although the savings are ultimately
assessed in terms of specific end-uses. Rebates are calculated on a case by case
basis and are based on kW or MCF savings. Participation in this program is
primarily driven by Xcel Energy field sales contact with customers due to the
“custom” aspect of this program. It is not as strongly pushed by the trade allies as
some of the Company’s other flat rebate programs such as lighting, because rebates
are calculated on a case by case basis. Pre-approval is required prior to equipment
purchase and installation.

The key electric end-uses addressed are lighting, motors, compressed air,
refrigeration, and cooling. Both new equipment and retrofits are included. However,
a major virtue of the program is that it allows Xcel Energy to work with new
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energy-saving technologies and those that are not yet standardized, so long as they
will provide benefits to the system and to the customer.

Nonetheless, the program does have downsides and barriers to overcome. First,
each application must be screened individually—using hand calculations rather
than a generic program, creating a higher labor cost than is found in a prescriptive
program. Second, many trade allies do not like the program because of the time
required to obtain an answer as to whether a project is approved. Third, the
projects involved tend to involve multiple decision-makers, thus necessitating the
education of several levels in the customer’s organization.

Incentives

The program provides up to $200/kW and $2 per MCF saved. (As indicated below,
the Company focuses on kW savings, which are more readily verified. The amount
offered for a specific project may be tailored to avoid providing more funding than
required to move the customer to action.

Program Marketing

Most of the custom efficiency projects are brought in by Xcel Energy field sales
staff. Part of this is due to the fact that it is easier for the trade allies to support flat
rebate programs. The challenge is to make customers aware of the program: It is
often difficult for a customer to realize that their project may qualify due to the
custom aspect of this program.

Marketing tactics to gain participation include: Field sales training, Sales
newsletters, Trade newsletters, Customer newsletters, Direct mail, Trade shows,
Internet, General advertising campaigns. In addition, the use of case studies has
been highly effective when the case studies are industry-specific, which does add to
their cost.

Business customers of any size may participate in the program. Potential projects
are subjected to various benefit-cost tests based on the state’s model; e.g., the
societal test. (About 700 are approved in a given year, resulting in about 250
installed projects. Balance among sectors or market segments is not an issue.
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Customer Service

When a customer submits a project for pre-approval, engineers determine whether
the project qualifies and, if so, the appropriate rebate amount. Trade allies working
with the customer may supply energy savings calculations, which Xcel Energy can
utilize in this analysis. Both visits by field reps and an 800 number are available
for a customer to submit project proposals. Moreover, Xcel Energy may provide
some “hand-holding” assistance for the smaller customer who may be uncertain of
his or her ability to understand or monitor the contractor. (Customers range from
small businesses to companies such as 3-M that have a very educated, sophisticated
engineering staff.)

Staffing and Contractors

The number of staff for the program is considered proprietary. Contractors work for
customers, not for the program. Xcel staff is responsible for program
administration, some marketing support (e.g., preparation of case studies,
newsletters, and direct mail), engineering reviews, some additional customer
support (see below), and evaluation. Contractors (to the customer, not contractors to
the program) are responsible for selling and completing individual projects.

Participation and Savings

The participation rate is not available nor is the customer base available. The total
number of projects completed under this program varies by year. In part, this
reflects the fact that Xcel does not have specific targets for this program, but for
savings over all programs, and these targets vary by year. Moreover, the lead-time
for a project is in the range of 18 months, and some projects may be implemented
even later.

Other factors also limit annual penetration in this one program as a useful metric.

For example, the Company’s targets are for overall savings, rather than for specific
programs. Moreover, other new programs may start out as custom in nature, but--if
the Company receives several repeatable projects (e.g., roofs)—it may then develop

flat rebates and file the end-use as a separate program.

Information on savings was not provided; we were directed to look at filed reports.
This program does save considerably in kWh, although the rebates are tied more
directly to kW savings since the latter are more readily measured. Based on a
recent study of 25 projects, the pre- and post- estimates of savings were “very close.”
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Budget

We were referred to filings for earlier years for budget numbers. This program is
quite cost effective in comparison to other programs. The majority of the program
expenditures go to pay rebates. Little is spent on promotion; most of the remaining
funds support the up-front review/analysis. (However, the program manager
believes that the costs could be much greater—up to 5x—were the engineering
support weak.)

M&YV is often conducted on large projects and is included in the program budget.
M&YV is also randomly done on projects; however, Minnesota regulators set no
specific number of M&V studies for this program (unlike those in Colorado, who
mandate such studies). The topics of study vary in different years, but are often
concentrated on those where several projects of a particular type have been
approved.

Key Issues for Program

An important issue is simplifying the process, thereby increasing acceptance among
trade allies and, consequently, their effort in marketing the program. Currently it
can take up to ten days to give them an answer as to whether a project qualifies for
assistance—this should be driven down to a one-day turnaround.

Keeping Costs Down

It is possible to reduce costs as a particular technology or design is repeated. This
allows Xcel to begin to identify what is repeatable and thus to be “semi-
prescriptive,” thereby saving money on the analytic effort.

Monitoring and Evaluation

As noted above, M&YV studies are conducted on a regular, if not systematic, basis.
These may include assessments of the realization rate. A recent study of customer
satisfaction has shown that participants are happy with the program. They report
that it helped them do something unique within their facility, specific to their
industry, and to do so with financial support from outside.
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Transferability to the Energy Trust

Xcel Energy staff considers the keys to success for this program include the fact
that any customer can participate; that successful projects create strong word-of-
mouth endorsements by customers; and that the field staff is very supportive of the
effort. The problems that must be addressed in moving such a program forward
include the need to maximize support among trade allies, and the concomitant need
to increase customer awareness of the opportunity without greatly increasing
expenditures on advertising.

An area for concentration are the market channels whereby customers are made
aware of and educated about this program. It is crucial to train field staff on what
to look for, what might be repeatable across facilities, and where substantial
savings might be realized. It is also important to tie the rebates to the program
goals and select companies/projects that are large enough to provide savings worthy
of the investment of the effort it takes to complete a project.

Key issues for the Energy Trust, however, include the need to rely on field staff to
implement the program and to ensure that engineering capability used by
customers is sufficient to ensure quality projects.
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Netherlands: Long-Term Agreements with Industrial Firms

Name of Organization: Netherlands Agency for Energy and the Environment
Name of Program: Long-Term Agreement Program
Name of Contact: Meindert Booij, Novem

Phone and Email: 31.30.2393417, m.booij@novem.nl

Why Nominated

The Long-Term Agreement (LTA) program was nominated as a best practice
because it has been adopted in Finland, Denmark, Belgium, France, Germany, and
Japan.

Program Summary

Long-term agreements (LTAS) have become the key instrument in energy
conservation policy for industry in the Netherlands. LTAs are primarily agreements
between the Government (Ministry of Economic Affairs) and representatives from
economic sectors. There are five steps in developing an LTA:

» Step 1: NOVEM (Nederlandse Onderneming Voor Energie En Milieu, or
Netherlands Agency for Energy and the Environment—a government
agency) approaches an industrial sector or an individual customer.

» Step 2: The sector or customer issues a declaration of intent.

» Step 3: An inventory is conducted of the sector’'s/customer’s energy
conservation potential “under the guidance of experts.”

» Step 4: Results are translated into a multi-year plan.

» Step 5: The parties sign the agreements. As part of the agreement, the
government agrees that there will be no other regulations on energy
efficiency in the industry, and the industry agrees to reduce energy use.

This route, rather than strict regulations and standards, was taken so that
companies and industries could find their own ways to reduce energy consumption;
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there had been concern that otherwise, companies might feel forced to leave the
Netherlands. The first LTAs were signed in 1992, calling for an improvement of
20% in energy efficiency by 2000 compared to the reference year of 1989.

These LTAs were superceded by the Benchmarking Covenant, signed in 1999,
intended for large, energy-intensive industries. LTAZ2, intended for smaller
industrial customers as well as commercial customers, started at the end of 2001.
Under the Benchmarking Covenant, the aim of the LTA for a given industry is to be
among the world leaders in energy efficiency. The participating companies set this
level themselves, with the help of an independent consultant, by means of an
international benchmark. In doing so, they compare their processing plants in the
Netherlands with similar plants abroad. The Dutch plants need to individually
measure themselves against the average energy efficiency of the best region in the
world or with the best 10 per cent worldwide (excluding those in the Netherlands).

When defining the world leaders, they also take account of the anticipated
efficiency improvements up to 2012. Moreover, the world lead must be redefined
every four years. It is not possible in every case to do this using a benchmark—for
example, if a unique process is involved or if the foreign plants do not want to take
part in the benchmark. In such cases, a best practice-approach is used to define the
world lead.

The participating companies must be among the world leaders as soon as possible,
but by no later than 2012. Companies indicate in an energy efficiency plan how and
when this will happen. The covenant contains criteria governing the rate of
investment. Companies must begin by taking the most cost-effective measures,
followed by measures that are less cost-effective. If after this they have not reached
the world lead, they can from 2008 onwards also use flexible instruments such as
trade in emission rights.

LTAZ2, or small and medium-sized commercial and industrial customers, unlike the
previous generation of LTAs, is a single covenant in which various sectors can take
part.

Program Delivery and Staffing

The appropriate authority (usually provincial or municipal authorities) will
evaluate the energy efficiency plan. Once it has been approved, it will be
incorporated into the environmental license. This plan must be reviewed every four
years, when the world lead is redefined. Novem spends considerable resources in
training local officials in energy efficiency so they can help enforce the agreements.
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The Benchmarking Committee is responsible for overall implementation. This
Committee contains representatives of all the participating players. The Committee
discusses a wide range of general bottlenecks, monitors the progress of the covenant
and reports on this to the ministers responsible.

There are 25 full-time equivalent employees at Novem devoted to the Long-Term
Agreements, and 12 working on the benchmarking covenant, for a total of 37.

Incentives

There are various subsidies available for participants in LTAs: Energy
Conservation Through Innovation, the CO:z reduction plan, and the Economy,
Ecology, and Technology Program. Other incentives are tax credits, such as the
Energy Investments Allowance and the Free Depreciation of Environmental
Investments regulation. Non-LTA companies can apply for these subsidies.
Percentages are subject to EU rules: demonstrations 25 to 35%, R&D 50 to 60%,
feasibility studies up to 90%

Program Marketing

Industry associations promote the LTAs among their members. Government and
Novem promote it through articles in technical journals and brochures.

Participation Rates and Savings

The average energy efficiency improvement in participating industries in the 1989-
2000 period was 22.3%, compared to the target of 20%. This is energy conservation
of about 157 petajoules per year. About one-third to one-half of this improvement
can be attributed to the LTAs; the rest is due to independent technological
developments, environmental legislation, and fiscal and financial incentives. This
is according to an independent evaluation conducted by the University of Utrecht.

The participants in the industrial LTAs are some 1,250 corporate establishments
and several dozen industry associations and product boards. Together their annual
energy use accounts for 547 petajoules, or about 90% of total industrial energy
consumption in the country.
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Budget

The budget for the Long-Term Agreements is as follows in Table 9.

Table 9
LONG TERM AGREEMENT PROGRAM BUDGET

TYPE OF EXPENDITURE ANNUALLY

External costs to government of negotiating $1 million
agreements, including audits

NOVEM personnel $2.4 million

Training and education to improve energy expertise in $3.5 million
provinces and municipalities

Monitoring and enforcing agreements $0.8 million

Total $7.7 million

Customer Satisfaction

There does not appear to have been any formal assessment of customer satisfaction,
although the high participation rate is taken as a sign of high satisfaction, and
there are numerous anecdotal reports of high satisfaction.

Monitoring and Evaluation

The Benchmarking Verification Bureau has been established to monitor the
practical aspects of the covenant. This independent bureau verifies for each
company all the different stages in the benchmark process. For example, the bureau
checks whether the definition of the world lead is adequately underpinned and
whether the energy efficiency plan has been properly put together. The bureau also
issues advice on this to the participating company and to the local authority.

The University of Utrecht performed an independent evaluation of LTA1 in 1997.
Price Waterhouse Coopers performs an audit every four years.
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Reasons for Success

LTAs allow industry organizations to bring together members with sometimes
conflicting interests and enable them to develop a joint approach for energy
efficiency. Consensus—a cultural characteristic of the Dutch that has been
documented—is key.

Transfer to Oregon

The fact that the LTA Program takes place in the Netherlands, a country that has
approved the Kyoto Protocol, must be seen as a key to its success. Notonly at a
government level but also at a societal level, the Netherlands appears to have
embraced a massive effort to reduce carbon emissions. Further, Dutch society is
known for acting through consensus, and the LTAs, being voluntary, depend to a
great extent on such consensus and cooperation. The U.S., to begin with, has not
ratified the Kyoto Protocol, and even if it had, it is questionable whether entire
industries (even in Oregon) would act in unison voluntarily. However, one aspect of
the LTAs—training of local officials on energy matters to encourage enforcement—
could conceivably transfer to Oregon; this could be especially effective insofar as
current practices do not conform to current codes and standards.
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United Kingdom: Energy Efficiency Best Practices Programme

Name of Organization: Department of Environment, Food, and Rural Affairs
Name of Program: Energy Efficiency Best Practice Programme
Name of Contact: Iris Rooney,

Phone and Email: +44 (0) 207.944.6682; iris.rooney@defra.gsi.gov.uk

Why Nominated

The UK’s Energy Efficiency Best Practice Programme (EEBPp) was nominated as a
best practice because it has been copied by Canada, South Africa, New Zealand,
Australia, and most recently the European Union. It is cited in international
publications as a leading example of an effective approach to energy efficiency.

Program Summary

The Energy Efficiency Best Practice Programme is the UK Government's main
program for encouraging energy efficiency among organizations of over 20 people by
providing extensive technical information and technical advice. Itis intended for
commercial and industrial firms (including business transport), services, the public
sector, and housing. The program aims to advance and spread good practice in
energy efficiency, provide support for energy efficiency R&D, provide a nationally
recognized knowledge base on energy efficiency measures, and inform and develop
UK policy on climate change, sustainable development, and competitiveness. The
program identifies barriers preventing energy efficiency, and generates and
disseminates information on energy performance and energy efficiency measures.
Strategies are prepared for each key sector of the economy in collaboration with
users and representative organizations (e.g., industry trade associations, housing
associations, and professional bodies).

Program Delivery and Staffing

The EEBPp has been the responsibility of the Department of the Environment,
Food, and Rural Affairs, but has since been transferred to the Energy Saving Trust
(for housing) and the Carbon Trust (for all other areas). Internal staffing for the
program consists of five people. Private firms also play a major part: the overall

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research fimbo faction Page 181





4. Commercial and Industrial Programs

program is managed by Future Energy Solutions, and technical advice related to
buildings is managed by BRE, Ltd., which in turn contracts with firms having
expertise in a given field to provide site-specific advice.

Information—the key component of EEBPp—is provided through a telephone help
line, the Internet, publications, seminars, workshops/conferences, and site energy
audits. At the most general level, the EEBPp’s publications provide advice for
energy efficiency improvements by building type, industry type, and equipment
type. Site visits provide more specific information and advice.

Incentives

The publications, telephone help line, Internet services, seminars, workshops/
conferences provided by the EEBPp are free. For more customer-specific advice, an
initial site assessment is also provided for free. Beyond that, detailed engineering
advice on specific measures is also available; the first two days are provided for
free, and the EEBPp will pay for 50% of the remainder up to a maximum of £2,000
($2,919) for sites with energy bills from £50,000 to £100,000 ($72,980 to $145,960);
£5,000 ($7,298) for sites with energy bills from £100,000 to £500,000 ($145,960 to
$729,800); and £10,000 ($14,596) for sites with energy bills greater than £500,000
($729,800). To receive detailed on-site advice, organizations must commit to “act on
practical recommendations.” The Carbon Trust also has a total £10 million ($15
million) available for interest-free loans, with a maximum of £50,000 ($72,980) per
customer. Some grants and tax relief are available through other sources. Also, the
UK has started an emissions trading scheme, in which measures instituted through
EEBPp could qualify for credit. A new energy tax is also an incentive to save
money.

Program Marketing

High-level government officials—at the minister level—promote the EEBPp in
speeches; the publicity has been substantial. The EEBPp also produces sector-
specific web magazines.

Customer Service

Customer service is inherent in much of what EEBPp does, including the telephone
help line, making publications available, etc.
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Estimated Savings

Energy savings from the EEBPp are estimated to be worth £800 million ($1.2
billion) annually.

Budget

The budget for the EEBPp is £20 million ($29 million) per year.

Customer Satisfaction

There has been no formal assessment of customer satisfaction, although anecdotal
evidence suggests that it is quite high.

Monitoring and Evaluation

The Carbon Trust conducts its own internal evaluation annually.

Reasons for Success

The program is reportedly successful because it provides authoritative and
independent information and advice on energy efficiency from the government,
which has no incentive to make money off of it.

Transfer to the Energy Trust

The fact that the EEBPp takes place in the UK, a country that has approved the
Kyoto Protocol, must be seen as a key to its success. Because the U.S. has not
approved the Kyoto Protocol, carbon savings, the primary reason for development of
the program in the UK, are not nearly as much of a factor for the Energy Trust of
Oregon. In the UK, the penalties for higher energy use in the form of the energy
tax, the higher energy prices to begin with, and the public relations benefits of
supporting the national carbon policy are all prime motivators that would not hold
sway in Oregon.

Also, the development of the databases by industry, building type, and technology
may be too large a task for the Energy Trust by itself, as it serves a much smaller
customer base than the UK as a whole. Further, the information-based approach
offers less certainty of energy savings than would be the case with incentive-based
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approaches. While perhaps it should not offered by the Energy Trust, an Energy
Efficiency Best Practices Program at the national level could be quite effective in
the U.S. To some extent, the benchmarking aspect of defining best practices is
already being fulfilled for some building types by the EPA’'s ENERGY STAR Buildings
program.
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5. MISCELLANEOUS PROGRAMS

We identified two programs or practices that were primarily education and
communication activities that cross cut sectors. We also identified four agricultural
programs that would tend to be lost in the commercial and industrial program
summary. Of these six programs, we completed summaries for the two education
and communication programs. Three of the agricultural programs were dropped as
not transferable to the Energy Trust, and the one that was, could not be completed.

The lessons learned from these programs is that cross cutting programs can be
important for overall success of energy efficiency efforts, but do not tend to generate
specific savings on their own.

Table 10 displays the miscellaneous programs that we reviewed.

Table 10
MISCELLANEOUS PROGRAMS
PROGRAM PROGRAM TYPE LOCATION
California Flex Your Power Communications California
Campaign
Energy Center of Wisconsin Education and Education Wisconsin
Training
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MISCELLANEOUS PROGRAM SUMMARIES
California: Flex Your Power Campaign
Name of Organization: California State and Consumer Services Agency (overall
campaign) and California Department of Consumer Affairs (media campaign)

Name of Program: Flex Your Power

Name of Contacts: Susan Kossak California Department of Consumer Affairs
(media overall campaign); California State and Consumer Agency contractor Wally
McGuire of McGuireco

Phone and Emails: 916-323-0315 (Kossak); 415-775-1931 x 315 or
wmcguire@mcguireco.com (McGuire).

Name of Informant: Sylvia Bender CEC

Phone and Email for Informant: 916.653.6841; sbender@energy.state.ca.us

Why Nominated

The California communications campaign was nominated as a best practice in
communications. The comment from the nominator was “big and sprawling but
effective.” As noted below, the campaign does appear to be effective; the cost is high
and the need for a long-term commitment critical to success.

Program Delivery

The California Flex Your Power Campaign is probably the largest scale energy
efficiency/conservation campaign ever initiated in the United States. It includes a
mass media campaign and efficiency public relations and co-sponsoring messages.
While the need for the campaign evolved out of the west coast energy crisis of 2000
and 2001, the strategy of the campaign was built on a social marketing framework
and is a prime example of how social marketing principles can be applied to energy
efficiency and conservation.

The mass media campaign was initiated in February 2001. It includes mass media
ads at the rate of 300 points a week during 2001and about 150 points during 2002.
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Television, radio, newspaper and outdoor ads were targeted at the general market
as well as sub-markets such as gay/lesbians, Spanish speaking, African-American
and various Asian markets. Different age groups were targeted in each market
depending on the market characteristics.

Also included in the campaign are local government, state government and business
initiatives to obtain voluntary agreements to reduce consumption by 15%. A grocery
store awareness program included shopping bags with Flex Your Power messages
and store window ads. Other efforts target school children, non-profits, community
organizations and churches. A website www.flexyourpower.com also enabled
publication of the names of those who volunteered to reduce their power as well as
providing information on how to be more efficient and conserving.

The 2001 media campaign focused on efforts to encourage energy conservation
behavior actions. The 2002 media effort includes ads for both energy efficiency
investments and conservation actions.

Incentives

There are no incentives, only communication. However, links are made to utility
and state incentive programs. These links will be emphasized more in 2002. Three
promotional campaigns each focusing on specific energy efficient products and
related utility equipment rebate programs are planned for 2002: cooling products in
May, Energy Star qualified appliances in August and lighting products in October.

Customer Service

A 1-800 number was provided to consumers through the campaign, the message
directed consumers to the website and to utility programs.

Staffing and Contractors

The Department of Consumer Affairs (DCA) has 1-2 people working on it, the
overall staff involved included managerial staff as well as consultants to the
Governor of CA. This number increased in 2002 with the additional of the
efficiency messages.

There was one major advertising contractor for the media efforts in 2001 with
unknown number of staff. An additional media contractor to target Spanish-
speaking Californians was added in 2002.
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Staff from DCA worked with the contractor to conceptualize the project and
implement. California Energy Commission (CEC) staff provided input on the
technical aspects of the advertising messages. There is also a meeting once a week
among all state agency leads under the direction of the Governor’s Office: the
meeting is facilitated by California Power Authority director David Freeman. With
the increased emphasis on efficiency components in 2002, utilities and the
campaign planners have intensified their coordination efforts. Manufacturers and
retailers are also being included in coordination meetings for marketing and
administration of product promotions.

Participation and Savings

The ads were targeted to achieve 95% reach of adult population by fourth week an
average of 25 times. The tracking study showed that in March 2001 60% could
recall some ad, with 21% recalling specific Flex Your Power ads, in November 2001
a second tracking study showed that 67% recalled some ad with 36% recalling
specific Flex Your Power ads. Within the advertising industry these are considered
excellent results. (35% to 53% of those aware of any messages in March and
November 2001 respectively)

The annual savings were not estimated directly. However a study conducted for the
CEC using a random sample of 5,000 customers of Southern California Edison
found that 37% of the customers accounted for 75% of the total reduction in
consumption during 2001.

The realization rate was not measured. Studies being conducted request self-reports
on actions taken. The studies completed to date on Flex Your Power used different
methods and found different results as to whether the campaign influenced actions.

The overall participation rate, overall penetration and overall savings were not
measured.

Budget

The media campaign cost between $50 and $61 million in 2001, about $35 million is
allocated for conservation messages in 2002, plus another $10 million from the
California Public Utilities Commission for efficiency messages. Allocation to
administration, program, incentives, etc. was not available.
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Key Issues for Program

Social marketing campaigns are typically multi-year efforts. Ten years and longer
are common. The Flex Your Power campaign was instigated to respond to a crisis.
There is no evidence that there is a long-term commitment to this approach though
the campaign has continued into 2002 despite a lower state of crisis concern. The
lingering doubts about resource availability in 2004 may lead to a longer-term
commitment.

Costs Control

Costs are a concern, but the effort has the full support of the Governor and thus
funds are not restricted.

Evaluation and Monitoring

The specific campaign had limited measurement efforts until recently. The major
effort during the campaign was a tracking study conducted by the advertising
agency. The CEC sponsored a study that is just being completed; CALMAC is
sponsoring another study that will begin June 2002. PG&E sponsored a study to
compare the effects of their own efforts with those of Flex Your Power, which will be
completed by the end of summer 2002.

Transferability to the Energy Trust

Certainly this type of effort is transferable. Based on social marketing experience in
other areas, however, such a program requires a long-term commitment both to the
investment and to evaluation and measurement to be worthwhile. Additionally, the
costs involved in such a campaign would probably swamp the Energy Trust budget

without assurance that the MWh goals could be achieved since at this time there is

no indication of the savings that can be attributed to the program.
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Energy Center of Wisconsin: Education and Training

Name of Organization: Energy Center of Wisconsin
Name of Program: Education & Training
Name of Contact: Marge Anderson

Phone and Email: 608.238.8276 x 132; manderson@ecw.org

Program Delivery

The Energy Center of Wisconsin (Energy Center) provides education and training
support for customers and other market actors in all sectors of the economy. A
hallmark of these offerings is that they are outcome-based, derived from the design
and needs of ongoing programs, not stand-alone training opportunities. Moreover,
these offerings are explicitly designed to support behavior change by decision-
makers and those who support them (e.g., designers), rather than to provide
information transfer alone. The Energy Center won the national Award of
Excellence in Education from the American Institute of Architects in 1998 and the
Exemplar Award from the International Association of Education & Training in
2000.

The model is appropriate both for resource acquisition programs and for market
transformation programs. Indeed, because of the emphasis on changing decisions
and behavior—and targeting offerings to decision-makers—the Energy Center
model of education and training may be particularly relevant for an organization
such as the Energy Trust. (To illustrate the gamut covered: Center staff cite some
residential training efforts that focus on detailed skills of contractors—e.g., how to
install ductwork—that should result in immediate energy savings, at one end of the
spectrum. At the other end is training of architects and engineers about High
Performance Buildings in the commercial sector, relating to shell improvements,
HVAC choices, and daylighting—training that may not produce results in the next
year or two.

Incentives

The offerings are subsidized; however, all do require some fee from attendees (or
those who are sending the attendees to the training).
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Program Marketing

Most marketing is conducted via mailed announcements. The Energy Center has a
database of about 14,000 names, largely drawn from attendees at past trainings.
(Many of these represent builders, architects and engineers who were trained on
the state’s updated building code in the mid-1990s, The Center’s first large-scale
foray into this arena.) This database is considered invaluable, since it is axiomatic
that participants in previous trainings are good candidates for additional
opportunities (e.g., a plant manager who attended a workshop on motors is a good
prospect for a workshop on compressed air).

In addition, the Energy Center draws on their excellent relationships with
approximately 40 state associations. Some of these associations provide Energy
Center with their mailing lists; others will co-sponsor events and mail directly to
their members. Moreover, Energy Center is an authorized provider of learning
units for the architectural association and works with state regulators to have
courses certified as meeting licensure and updating requirements. (They are also an
approved provider of CEUs—continuing education units—but find that a less
valuable draw for people looking to obtain or update their licenses, because of the
need for specificity.)

Attendees tend to be “early adopters.” However, this is less true for Energy Center
workshops than for those that are designed as “stand-alone” offerings. If the
program that is being supported is successful (e.g., the Wisconsin ENERGY STAR®
homes program), those who are touched by the program (e.g., builders) and see
value to the training include members of the early majority and help the effort to
“cross the chasm.”

The keys to selecting a workshop to place on the agenda are the needs of the
energy-efficiency program, as identified by program managers, with respect to
filling gaps in knowledge or skills and the potential for drawing an audience, as
assessed by (largely informal) market research—whether the market is ready for
pertinent workshops. Center staff note that programs will be more successful if
there is both push and pull—that having a program in the field encourages interest
in allied workshops. (As an example, training for the Wisconsin ENERGY STAR
homes program drew few participants initially, but—as the program itself grew—
those workshops began to attract large numbers of attendees.)

The Energy Center sets no specific targets for education and training activities in
each sector over the course of a year. However, largely because of the program
budgets available, in practice the various sectors are each served at approximately
the same rate.
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Customer Service

As noted elsewhere in this summary, the program measures itself on customer
service. This encompasses a concern with how attendees are treated during
registration as well as a follow-up on whether they have changed their decisions or
behavior as a result of an offering. In addition, the Energy Center carries out such
functions as sending out transcripts each year to workshop and conference
attendees, indicating the sessions they attended and any credits they may have
earned for licensure or other regulatory requirements.

Staffing and Contractors

The Center assigns 8 FTEs to this activity. These include the department manager,
two project managers, a meeting manager (see below), a project coordinator, and
customer service representatives.

The Center recognizes that meeting management is a specialized discipline and
includes two subspecialties. The first type is a CMP (Certified Meeting
Professional), who is trained in logistics and contract issues. The second is a CMM
(Certified Meeting Manager), trained in the strategic value of training programs. A
strong program must include a staff member with one of these credentials and
notes that there are lists of such people available in each state. There are also a
number of legal issues specific to the meetings industry—especially in the wake of
9/11—require expertise in this area.

In addition, the Energy Center outsources much of the subject matter development
to outside experts—depending on the topic, this will often involve both instructional
designers and technical experts with a national reputation. Also, they will
outsource work on meeting planning when larger conferences are involved or they
face a crunch on internal staff. (The program is seasonal, reflecting summer
vacations—and the deer-hunting season—so that some months are very heavy.)

Staff is responsible for instructional design and is generally responsible for logistics
and contracting, marketing, and customer services. External consultants normally
provide specific content. Much evaluation is done by a staff member of Energy
Center and some is done by contractors to Focus on Energy (a major purchaser of
Energy Center training services). As noted above, some planning may be
outsourced.
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Participation and Savings

Energy Center offers roughly 75 trainings per year. They generally range in extent
and attendance from one-half day workshops serving 15 people to two-day efforts
with about 200 attendees. However, a High Performance Homes program now in
planning is expected to involve about 600 attendees.

About 30 percent of the offerings have to be closed because attendance is at the

maximum designed by Energy Center. It should be noted that the design number is
dictated by the objective of ensuring that attendees have an opportunity to improve
and practice their skills and receive feedback. Accordingly, most courses are smaller
than would be the case if the effort were intended to be profitable to Energy Center.

Although the trainings are designed to support changes in decision-making and
behavior of customers and other market actors, they are not independent of the
programs themselves.

Budget

The annual budget has been $1.5 MM to $2.0 MM over each of the past couple of
years. (Much of this is from the Wisconsin Focus on Energy program.) Funding
comes from the Energy Center budget. As indicated elsewhere, this budget and
some fees from attendees cover the costs of the workshops; at this time, no
commercial sponsors (e.g., Trane) provide workshop funding.

Roughly 25 percent of the budget goes to direct costs. The remainder covers labor,
including the time of an evaluator (who is on the Energy Center’s staff, though
independent of this department).

This sort of program is very different from managing an engineering project. A key
is instructional design and the skills involved, as well as the testing and
development, require considerable time and effort.

Key Issues for the Program

Initially, the program was somewhat ad hoc. It established its value when the
Energy Center was given the opportunity to provide training on the new building
energy code to builders, architects and engineers throughout the state. This led to
strong acceptance of the program and an expansion of the department. A second
growth spurt has occurred because of the Focus on Energy program, which is
statewide and covers all sectors of the economy. There has been an increase in the
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budget and that the State’s need for information about the program offerings has
underlined the need to plan and schedule them earlier than had been the practice.
(the Energy Center had been providing schedules for each quarter; they are moving
to provide this information a year in advance.) The earlier notice may help with the
marketing of some workshops and conferences and with assessing the likely
attendance in advance.

Keeping Costs Down

There are three ways in which some costs may be reduced as the Energy Center
program moves forward. The first is to reduce labor costs through the development
of on-line registration systems and the ability to handle fees through a secure web
link. The second is to streamline internal procedures through improved planning
and advance scheduling. (At present, approximately 90 percent of offerings are
identified at the beginning of the program year, but the actual planning and
scheduling has not always been initiated so as to take advantage of that
information.) The third is to explore the potential of accepting sponsorships from
members of the manufacturing chain, as is common in many other programs.
Obviously, the concern to be addressed here is to establish standards both for the
technical quality of the manufacturers permitted to participate and for maintaining
objectivity in what is presented to attendees.

Monitoring and Evaluation

The Energy Center regularly collects assessments of its courses from attendees
immediately after each offering. The most important metrics include an assessment
of the usefulness of the information that was presented and the quality of the
presentation itself (though many of the raters do not distinguish between the two).
In addition, attendees are asked to assess whether they were treated as “valued
customers” with regard to administrative functions such as registration.

Frequently (but not always, given budget constraints), Energy Center or the Focus
on Energy program also conduct follow-up assessments with attendees. These
follow-ups are generally after three months to one year, and they focus on changes
in behavior that can be traced to workshop/conference attendance. This focus is
consistent with the overall objectives of the program and embodies the logic of the
instructional emphasis; moreover, it is viewed as consistent with customer service,
in that Energy Center believes that people attend the offerings on the expectation
that their investment of time and money will indeed make a difference.

ENERGY EFFICIENCY BEST PRACTICES ﬂ' " “
PAGE 194 research limbo faction





5. Miscellaneous Programs

The Energy Center is strongly committed to acting on the basis of the evaluations
received. This may take the form of dropping an instructor who achieves less than
“B” ratings on content usefulness or presentation. It may also result in curricular

redesign or, in at least one instance, changing the composition of the instructional
team so as to provide greater emphasis to the need for an engineering perspective
(to supplement an architectural one).

Transferability to the Energy Trust

The Energy Center would be happy to consult with the Energy Trust in any way
that would be helpful. (The Energy Center is interested is seeing a number of
offerings used elsewhere throughout the country, but does not see any practical
possibility of rolling out programs on their own. Moreover, they believe that
training will be most effective if it maintains a local flavor.) In addition, the Energy
Center does have some courses that could be provided for a small licensing fee, thus
saving the Energy Trust the costs of initial curriculum development.

Some specific items of advice include the suggestion that the Energy Trust consider
setting up an opportunity for people to indicate their initial interest in workshops
or suggest ideas for workshops on-line, while obtaining enough additional
information from opt-in sign-ups about interests and background to begin
populating a database for future marketing.

At a broader level, a successful program must be built on customer service and that
the inclusion of people who understand instructional design is crucial to success.
While subject experts will be available to the Energy Trust, knowledge of the
relevant issues is in no way synonymous with knowing how to transmit the
information in a way that will affect decisions and practice.

In starting an education and training program, she advises, it is very important to
collect and show the evaluation data. This information helps demonstrate to
skeptics the value of the effort and takes education and training from the status of
“poor relations” to that of having a seat at the table.

References

Anderson, Marge. (2002) Education and Training for Market Transformation
Programs: Keys to Success. Forthcoming in the Proceedings of the 2002 ACEEE
Summer Study, Panel 6. Asilomar, CA.

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
research finbofaction Page 195





5. Miscellaneous Programs

ENERGY EFFICIENCY BEST PRACTICES ﬂ " ﬂ
PAGE 196 research fimbo fackion -






APPENDIX A

Key Informant Data Collection
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LIST OF KEY INFORMANTS

ORGANIZATIONS

KEY INFORMANT

Agency for International Development

Ira Birnbaum

Alliance to Save Energy

Bill Prindle

American Council for an Energy Efficient EConomy

Steve Nadel

Bonneville Power Administration

Ken Keating
503-230-5857

Center for Neighborhood Technology

Charlie Budd

CLASP

Christine Egan

Consortium for Energy Efficiency

Marc Hoffman

Director for EE and Renewable Energy Source at the EC

Paulo Bartoldi

Energy Center of Wisconsin

Bobbi Tannenbaum

Energetics

Rich Sher

E-Source

Bill LeBlanc

International Energy Agency

lowa Energy Center

Land and Water Fund of the Rockies

John Neilson
303-444-1188 x 232

Lawrence Berkeley National Lab Ed Vine
Lighting Research Center Mark Rea
Midwest Energy Efficiency Alliance Alicia Ward

Minnesota Building Research Center

David Grimsrud

National Association of State Energy Organizations

Netherlands Agency for Energy and the Environment

Northwest Energy Coalition

Sara Patton
206-621-0094

PEW Charitable Trust

Les Baxter

SW Energy Efficiency Alliance

Howard Geller

Continued
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ORGANIZATIONS

KEY INFORMANT

Tellus Institute

Dave Nichols
617-277-7950

World Bank

WSU Energy Program

Jake Fey
360-956-2002

Jeff Pratt

Jeff Pratt

Paul Berkowitz

Paul Berkowitz

Steve Weil

Steve Well
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QUESTIONS FOR KEY INFORMANTS

Name

Title

Organization

Phone

Email

The Energy Trust of Oregon is the result of 1999 electric utility restructuring
legislation in Oregon. The Trust was formally established in 2000 and is
responsible for spending the 3% public benefit fund that results from the
legislation. Approximately $40 million a year is available for energy efficiency, with
another $30 million for use for renewable energy, low-income weatherization and
housing and conservation in schools. The Trust is a nonprofit organization that is
independent of the State of Oregon but also fully and regularly accountable to the
Public Utility Commission of Oregon and ultimately the legislature.

The Trust has contracted with us to identify organizations with best practices in
resource acquisition energy efficiency programs and the administrative processes
for these running programs or an agency like the Energy Trust. We are asking you
to provide us nominations for best practices in these areas.

Energy Efficiency Programs

Lets start with programs and then talk about administrative process. Please think
broadly:

Are you familiar with any resource acquisition programs that you consider
particularly effective in terms of delivery and implementation with high savings to
funding ratio, high customer satisfaction, innovative, high participation rates, etc.

» Probe: residential sector in the United States or internationally (including
Canada, Europe, Asia or the Americas)
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» Probe further for commercial or industrial sector?
» How about any dairy or agricultural pumping programs?

Probe further: Are there any resource acquisition programs that you consider to be
promising but are too new to know how effective they are?

How about organizations that are particularly good at developing and
implementing programs for unique target markets?

Of all the programs that you mentioned, are there any that you would think might
be particularly easy or difficult to transfer to some place like Oregon?

NOTE: GET CONTACT NAMES AND PHONE NUMBERS OR AT LEAST
ORGANIZATION AND LOCATION AS OFTEN AS POSSIBLE!!
Administrative Processes

Now please think about especially not for profit organizations that provide
education and deliver programs.

Can you think of any particularly notable organizations that manage to do a lot of
implementation with very little internal staff?

» Probe: In terms of how they manage to do a lot of implementation period,
staff size irrelevant?

Are you aware of any organizations that have developed a notable process for
screening programs and measures?

Are you aware of any organizations that have developed strong capability to
contract and effectively manage different types of vendors?

» Implementation
» Marketing
» Communications and public relations

Can you think of any organizations that have been particularly effective at
including different publics and stakeholder groups into the planning and decision
process?
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Given what you know about the Energy Trust of Oregon, are there any practices

that you would think might be particularly easy or difficult to implement at the
Energy Trust?

NOTE: GET CONTACT NAMES AND PHONE NUMBERS OR AT LEAST
ORGANIZATION AND LOCATION AS OFTEN AS POSSIBLE!!
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QUESTIONS FOR SUMMARIES - ORGANIZATION

Name

Date

Title

Organization

Phone

Email

The Energy Trust of Oregon is the result of 1999 electric utility restructuring
legislation in Oregon. The Trust was formally established in 2000 and is
responsible for spending the 3% public benefit fund that results from the
legislation. Approximately $40 million a year is available for energy efficiency, with
another $30 million for use for renewable energy, low-income weatherization and
housing and conservation in schools. The Trust is a nonprofit organization that is
independent of the State of Oregon but also fully and regularly accountable to the
Public Utility Commission of Oregon and ultimately the legislature.

Administrative Processes (Only for orgs with this best practice)

1. What is the underlying philosophy of this organization and reason for
existence (only pertains to non utilities)

2. Is this organization focused on market transformation, resource
acquisition, pollution prevention, securing cost savings for customers, or
some other objective—or combination of objectives? .(How is this
orientation manifested in their structure or processes? (Otherwise, what
difference does it make?)

3. Whatis the origin of funding (only ask non utilities)

4. To whom is this organization accountable? What procedures are used to
assure these entities that the organization is meeting its objectives?
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10.

What has been the experience with these procedures? (E.g., annual
reports; annual meetings; quarterly board meetings; legislative audits,
etc.? Form, frequency, type of folks involved?)

What is the decision-making or governing group for the energy efficiency
effort? (Probe: How are board (governing group) members selected (i.e.
funding representatives, appointed, internally developed, etc)?)

Briefly describe the structure/composition/constituencies and how
decisions are made?

What is the role of staff versus the governing body in making decisions
about planning and implementing programs (Probe:. How does the board
approve individual projects, overall budget, budget by sector, etc)?

What is the staff size of the energy efficiency effort? (If more than just
resource acquisition, define different areas of staff and numbers in each
area?)

Briefly describe the structure of staffing. (Categories include Support
staff, project managers, program managers, skip executive staff.

Are there any policies that your organization uses to attract, keep staff,
ensure staff are effective?

What is your policy to conducting projects with staff vs. outsourcing?
What program-related activities do you outsource? What is the role of
contractors for the projects that you outsource? (Probe: planning/design,
implementation, evaluation)

What were the key lessons learned in first six to twelve months of
operation and how were they addressed.

What is your annual budget for energy efficiency: (probe: sectors,
administrative versus program, evaluation, etc. (Focus on RA Also try
and learn about other constraints they work under.)

What is the funding source for your RA energy efficiency efforts? (Probe:
how has this changed over the course of the organizations efforts? What
have been the key issues that led to the changes? What do you think has
ensured that your funding continued?)
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* Not sure this is important. What organizations do you look to for best
practices on organizational structure?

Contracting and Financial Management (only for those orgs with this best
practice)

11. What are the key internal financial controls you use? (probe: accounting
and management auditing, data base of program expenses, savings
values, etc.)

12. What has been your experience with vendors of program services,
evaluation, marketing, public relations? (Have any of these been less
effective than using internal staff?) (Real question is whether any have
been more effective. ©)Probe for the reasons behind the judgments
offered—instances, data, etc., not just the judgments themselves. Also
want to know whether they felt they paid market price or above/below to
get those results. And how long they had to work with those vendors and
how much they had to invest in oversight.)

13. What type of contracting mechanisms do you use, why do you use it, are
there optimum approaches? (T&M, fixed price, T&M not to exceed, Sole
Source, Short list of qualified contractors, Request for qualifications,
Project negotiations) Multiple contracts. Staged contracts. Length of
contracts and/or use of retainers.

* Opinions of best practices in other organizations for financial matters
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QUESTIONS FOR SUMMARIES - PROGRAMS

Name

Date

Title

Organization

Phone

Email

Program

Use a different sheet for each program in a given organization.

The Energy Trust of Oregon is the result of 1999 electric utility restructuring
legislation in Oregon. The Trust was formally established in 2000 and is
responsible for spending the 3% public benefit fund that results from the
legislation. Approximately $40 million a year is available for energy efficiency, with
another $30 million for use for renewable energy, low-income weatherization and
housing and conservation in schools. The Trust is a nonprofit organization that is
independent of the State of Oregon but also fully and regularly accountable to the
Public Utility Commission of Oregon and ultimately the legislature.

Program Administration/Structure

1. How many staff, and how many contractors and how many of each
contractors staff work on program X? (Has this changed over time?)

2. What is the annual participation rate? (Probe for specific definition of
participation. Probe Has this changed over time?)

3. What is the annual budget? (Probe for allocation to administration,
program incentives, evaluation, etc.?) (Probe: Has this changed over
time?)
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10.

11.

12.

What are the key program components? (Make sure to get all of the
following the delivery mechanisms, the incentives (if any), use of
application forms or other mechanism, contractors, role of trade allies,
etc.) (How have these changed over time?)

What are the criteria for funding a participant’s project? (Screening for
cost effectiveness? Prioritization? In-kind contributions? Other?)

How do you balance among different market segments, actors,
technologies, and strategies etc.

What has been you experience with different strategies to reduce the cost
of implementing the program/conducting program activities? (Including
the cost of reaching participants, evaluating the program, enhancing the
program design, etc.)

What is the programs penetration? Estimated savings? Realization rate?

(Need to be clear about what the base is. Probably need to have them tell
us the target population and the estimated size of that population.
Annual savings, savings to date, or lifetime savings? Basis for the
realization rate?)

How is the program marketed, to whom, what is the amount spent on
media buys, printing, etc? (How has that changed over time?)

What type of customer service do you provide in this program? (800
number, field rep visits, technical assistance, etc.)

Have you tracked customer satisfaction, what has been the response?
(When, how, based on how many? (Need to distinguish survey data from
anecdotal responses.)

What have been the primary tools you have used to control or reduce
administrative costs in this program? (Have they been effective, if not
why not?)

What costs do you include in the category of admin costs for this
program?

What would you say are the reasons that this program is successful?
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13. Any reasons it would or would not transfer well to Oregon—Trust
specifically?

* Opinion of best program-related practices in other organizations

Evaluation

14. What type of program tracking, evaluation , verification, quality
assurance procedures do you use for this program? (What is the
frequency of using them? What type of process is involved?..etc) Is this
done strictly by internal staff or is some part of this outsourced? With
appropriate follow-up probing.)

* Opinion of best tracking and evaluation practices in other
organizations
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Attachments for Specific Programs
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STATE OF VERMONT - PUBLIC SERVICE BOARD State Contract # (337956
CONTRACT FOR PERSONAL SERVICES
AS ENERGY EFFICIENCY UTILITY

Pricted on Febouary 15 2000

1. Parties
This State Contract for Services 18 entered into by and between the State of Vermont, Public
Service Board and Vermont Energy Investment Corporation (' FESC or = Contractor™). In
consderanon of the nmioal promuses and agreements hereinafier set forth, the parties agree
as follows:

2. Definitions
When capitalized and italicized, whether in the singular or plural, the following words and
phrases shall have the following meanings in constructing this Agreement,

A

Agreement means this State Contract for Services and all Antachmenis hereto, as all may
be amended from ame to time.

BED means the City of Burlington Electric Department.

"o Boeard means the Vermont Public Service Soand 1dennfied in 30 V.5A, 43,

Contract Administrator means the person or enfity selected and retaned by the Foard, to

manage, monitor and enforce this Agreemernt on behalf of and purspant to the instroctions
of the Board.

Contracter means Vermont Energy Investment Corporation or FEIC.
Core Programs means the statewide energy efficiency programs approved in the Ornder,

as revised in Paragraph 3.4 of Anachment A, o be implemented by the Contracior
gerving 33 the Vermont Encrgy Efficiency Utlity,

. Customized Software means any computer software that 13 not readily avalable for

purchase and that 132 modified, developed, and/or writien by the Contractor or its
subcontracion g spectfically for the purpoze of performing the Work,

. Department or PPS meana the Vermont Department of Public Service,

EEU means the Energy Efficiency Utility identified in the RFP, and i the MO

Fiscal Agent means the person or entity aelected and retained by the Board to receive
funds for the EE LT from utility companies, those funds having been paid to wality
companies by clectneity consumers in Vermont for the provision of Core Programs as
directed by Board order or mle (auch programs to be implemented by the £ELT, and to
disburse thoze funds under the direction of the Foard.
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K. MU means the Memorandom of Understanding approved by the Boand in Docket Mo,
5920 and attached to the Order as Appendiz A,

L. Order means the Foard s Order of September 30, 1999 in Docket No, 5980,

M. BFFP means the Board s Request for Proposals for a Vemmont Energy Efficiency Utility
and Appendices released October 19, 1999, as amended by the Soard on October 22,
October 29, and November 22, 1999,

N. Response means FEIC's reaponae to the RFF dated November 30, 19949, titled
“SavEnergy: A Proposal for Venmont's New Energy Efficiency Uiihty,” as amended on
January 10, 2000,

b, Stare means the State of Vermont melnding 1ts agencies and boards.

P. VEIC means Yermmont Energy Investment Corporation, a Vemmont non-profit corporation
with its principal offices at 255 South Champlan Street in Burlington, Vermont and
whose Vermont Tax Identification Number 12 19361,

Q. WEC means Washington Electne Cooperative, Inc,

R. Work means the Scope of Work identified in Paragraph 3 and in Attachment A. The
Work 1z mitended 1o be the Scope of Work that 15 also idenufied in Ariicle VIT AL of the
State's Agency of Administration's Bulletin No. 3.5,

. Scope of Werk

The Contractor shall serve as and perform the doties of the EEL The Contractor shall
furmsh all necessary personnel, office space, equipment, matenals, services, licenses,
transportation, and other necessary resonrces {except as 13 otherwise provided herem) to
accomplish the Scope of Work as set forth in Attachment A. Changes to the Work may be
made only by wntten agreement of both the Board and the Comtractor

HEC is directly admimstering a residential new constmetion program and a residential
retrofit program within its service territory. BEDs proposal for self-umplementation of some
programs 18 curently before the Hoarnd. [t 18 possible that in the future the Contractor may
become reaponsible for divect implementation of energy efficiency programs that BED and
WEC are now responaible for implementing in their own service territones. In such case, the
parties agree that an amendiment to this dgreement may be necessary at that time,

. standards of Performance

The Contractor shall perform the Work consistent with the reqmrements estabhished in
Attachiment B hereto, any applicable professonal standards, and to the reasonable
satistacton of the Board as detailed in Attachment C. Unless otherwise directed or permitied
by the Board or itz deaignated representative, the Contractor 2hall perform the required Work
conzistent with Sections A through | of the Response (Attachment (7), a3 modified in
Attachment A and in comphance with the requirements of the MOUL The Contractor shall

]
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coordinate 1ts performance of the Work as appropnate, or as directed by the Soard, with the
Contract Administrator, the Fiseal Agent, the DFPS and other entities,

. Compensation

In conaideration of the services to be performed by the Confractor, the foand shall anthonze
Confractor to receive pavments for satisfactory performance of the Work in accordanes with
the payment provisions specified in Attachment B hereto, The muanmm amount payable to
Contractor over the life of this Agreement 13 § 28 381.083 (as shown in Attachiment I¥) plus
BED 2 enatomers” contribution to the EEL for each year after 2000, a3 aet by future Board
determmanations. Thiz maxammm amount 13 inclusive of all ehgible costs, expenses and eamned
perfommance incentives. The parties agree that this amount 15 a cap, not a fixed price, and
that this cap shall be reduced by the total dollar value of the mveaces submitted by Vermont
eleciric distribution utilites, and approved by the Contract ddministrator, for the provision
of demand-side management services, otherwise known as DSM services, from Jamary 1,
2000 to March 15, 2000,

. Term of Agreement

The Term of this Agreement shall begm on March 1, 2000 and end on December 31, 2002,
unless amended or termanated earlier in accordance wiath the provizions of this dgreement,
The Board, in1ta discretion, may, with the Cenfractor’s concmrence, extend this Agreement
for up to tharty-a1x (36) additional months upon the giving of written notice thereof to the
Contractor not less than 180 days before December 31, 2002, The Contractor shall provide
a writien response to the Foard s request to extend thas Agreement not later than 150 days
before Drecember 31, 2002, Compensation for the Work to be provided pursuant to any
extension of this Agreement shall be agreed upon in writing between the Foand and the
Contractor, If sad compensation cannot be agreed upon 60 days prior to the end of the
nitial term of this dgreement, 11 15 agreed that thes dgreement will expive on December 31,
2002, unless extended on a month-to-month basis as described in the following paragraph,
Lnder no cireumstances does the Contractor have the right to compensation for investments
or expenditures undertaken in anticipation of an extension of this Agreement.

If the Foard elects not to extend this dgreement for up o thirty-zsmx addinonal months, or the
Contractor dechines to agree to such extension of this dgreesent, or compensation for the
36-month extension cannot be agreed upon ne later than 80 days prior to the expiration of
thia Agreement, this Agreement may be extended at the Board s sole discretion on a month-
to-month basis, for up to four months, to provide for the continoation of the perfonmance of
the Work whale the Foard selects a new entity to serve as the FEU, and the transition to the
new entity iz accomplished. In soch case, the Contractor shall be paid for services provided
dunng the extension penod pursuant to the terms set forth in Paragraph 2 of Attachment B;
any such payments shall not be sulject to the cap on total compensation stated i Paragraph 5
of the main body of this Agreement,

. Prior Approvals

MNerther thiz Agreesent, nor any amendment to 11, is binding on either party wnal it has been
approved by the Vermont Attomey General "2 Office and the Vermont Secretary of
Admmstration,

[N
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£ Amendment
Mo changes, modifications, amendiments or extensions in the terms and conditions of this
Agreement shall be effective unless reduced o wiiing and signed by the duly awthonzed
repreaentatives of the State and the Contractor,

9. Termination of Agreement

A, Termination at Will
The Board may in itz discretion temminate this Agreement at any time without good canse
npon giving ninety (94} days wiitten notice to Contractor prior to said termnabon date.
Contractor may termunate this dgresment without good canse upon giving two hundred
seventy {270} days wntien notice o the Foard pnor to said tenmination date,

B. Termination For Cause
In the event that Confractor matenally breaches the terms of thas Agreement, the Soarnd
may without prejudice o any of its other legal remedies tenmanate thas dgreement upon
sixty (60) days wntten notice o Confractor and be relieved of the payment of any
amount doe to Cenfractor for Work performed pnor to the date of such temmnaton,
except a8 provided in snbparagraph “D" below, Altematively, the Foard may, in 115 sole
discretion, provide Contractor with time to cure any breach.

Contractor’s management and financial capability, meluding, bot not limited 1o, andit
reports and performance, may be canse for a decision to tenminate this dgreement
pursnant to this subparagraph.

In the event this dgreement 15 termunated for canse, the Foard may proceed 1n any
manner 1t deems proper. Contractor shall be compensated for satsfactory services
rendered and ehgible costs and expenses as provided in subparagraph “0¥" below;
however, in 1ta discretion, the Hoand may deduoct from any sum dus to Confractor under
thia Agresment, all expense, damage or other hamm incured by the Soard or its agents as
a result of Contracior’s fmlure to perform its obligation under thas dgreement,

C. Termination — Bankruptcy
In the event proceedings in banlouptcy are commenced against the Confractor, 1t 13
adjndged bankrupt, or @ recerver is appointed, the Board may temminate this dgreement
by giving five days notice in writnng to the Contractor,

D. Responsibility of Parties Upon Expiration or Termination of Agreement
Lpon expiration or temmanation of this Agreement, Contracior shall provide reasonable
tranaition assistance a3 requested by the Foard to the Soard and any entity designated by
the Foard to ensure that the functions of the EFE L are continnously carmed out without
iterruption. In such event, Contractor agrees to use all reasonable efforts to mitigate its
expenses and obhigations herennder.
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Lipon termunation or expiration of this Agreement, the State shall pay the Confrmactor,
pursnant to the compensation terms set forth in Attachment B to thas Agreesment, for all
satisfactory services rendered and eligible costs and expenses prior to the notice of
termunation and until the end of the termination notice penod. The State shall also pay
Contractor for all reasonable services rendered and costs and expenses mowrred by the
Confracter subsequent to termination , but only for reasonable transition asaistance which
could not, by reascnable efforts of the Contractor, have been avoded.

Al records and data related to Work performed under this Agreement in the possession of
the Contractor and its aubeontracton 2 ) shall be made available and turmed over to the
Hoard orita designated representatnve upon the expration or termmnation of the
Agreement, at the Board'’s or the Contract Administrator's request. These transfers shall
be accomplished no later than ten (10) working days afier the dates of notification to the
Confractor to transfer the dota and documents.  However, the Contractor and itz
subcontractors) must be provided with any records and data that 1t wall need to undertake
any transition assstance after these records and data have been tumed over to the Soard.

10. Committed Incentive Payments

It 12 expected that, on the expiration or temmunation date of this Agreement, the Contractor
will have outatanding contracta for costomer incenfive payments, The Confractor shall be
relieved of those obligations, and responsihility for them will be assigned to the new entity
serving as the EEL,

Motifications Required Under this Agresmend

Comespondence and transmittals of formal notificatnons, requests, reports or other documents
concermning this Agreement, to be effective, shall be addressed to the respective persons as
followa:

Contractor Beth Sachs
Executive Director, FEIC
255 South Champlain Street
Burlington, VT 05401-4717
B02-638-6060
Fax B0Z-638-1643

Contract Adwinistrator Michael Wickenden
446 Tenney Hill Road
Hyde Park, VT 03655
A02-288.6231
Fax 802-83838-3365

The Board may change its contact person at any time npon written notice to the Contractor.
The Cortractor's contact person shall not be changed without wntten approval from the
Contract Adeinistrator, which approval shall not be unreasonably withheld. Each submittal
to be approved under this Agreement shall be tranamitted o the Contract Adminisirator.
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12. Reporting Requirements

13.

The Cortractor shall provide progress reports to the Foard, Contract Admindstrator, Fiscal
Agent, DPS and any other enuty designated by the Board according to the schedule, formats,
mnformaton and data, and other requirements set forth in and developed pursnant to
Attachment A to this Agreement. The Contractor shall work cooperatively with the Board,
the Contract Administrator, the Fiscal Agent, the DPY and any other entifies designated by
the Foard to develop appropriate formats for the EEL s required reports under this
Agreement. All wniten reports must be printed using both sides of the paper.

Insurance

Before commencing Work on this Agreement, the Cortractor shall provide Certificates of
Insurance to show that the following minemmm coverages ate in effect It 1 the responsbility
of the Contractor to mamtam current Certificates of Insurance on file with the Srate throngh
the term of this Agreement,

Workers Compensation: With respect to all operations performed under this Agreement,
the Contractor shall carry workers compensation insiurance in accordance with the laws
of the Stare.

Cieneral Liability and Property Insaranee: With respect to all operations performed under
thia Agresment, the Contractor shall carry general habality insurance having all major
divisions of coverage melnding, but not limuted to:

Premises — Operations

Independent Contractors” Protective
Products and Completed Operations
Peraonal Injury Liability
Contraciual Liabaity.

The policy shall be on an ocomrrence form and limmts shall not be leas than:

B3 ,0:00,000 Per Oecurrence

55 000, 000 General Aggregate

£1,000,000 Products/completed products aggregate
H50.000 Fire Legal Liability.

The Cortractor shall require all subcontractors to carry general habality insurance having
all maor divizsions of coverage meluding, but not hsted to:

Premises — Operations

Independent Contractora” Protective

Prodlucts and Completed Operations (where appropriate)
Personal Injury Liability

Coniracinal Liabality.
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14.

15.

The policy shall be on an ccomrrence form and limmts shall not be leas than:

B1,000,000 Per Oocurrence
51,000,000 General Agoregate
F1,000,000 Prodocts'completed products aggregate (where appropniate)

H50,000 Fire Legal Liabihity.

Antemotive Liabality: The Comtractor shall carry autormedive liability insurance covenng
all motor vehicles, no matter the ownership status, naed in connection with this
Agreement. Limita of coverage shall not be less than $1,000,000 combined single limmt.

Professional Liabihity: Before commencing Work on thas dgreement and thronghout the
term of thiz dgreement, Contractor shall procure and maintam professional lability
mnsnrance for any and all services performed under this Agreement, with mimmum
coverage of 55,000,000,

Mo warranty iz made that the coverages and limts histed herein are adequate to cover and
protect the interests of the Contractor for the Contractor’s operations. These are aclely
minimims that have been aet to protect the intereata of the Srate.

Independent Coentractor-Relationship to Board

When performung the Work, the Confractor and 115 agents and employees shall be acting in
an independent capacity and not as officers, emplovees or agenis of the Foard or State.
Except as specifically provided herem, neither party, nor its emplovees, agents, or
repreaentatives, shall have any right, power or anthonty to act or create any obhgaton,
express or implied, on behalf of the other.

In order to preserve the Foarnd s quasi-ndicial role, the Cortractor shall abade by ex parte
requirements substantially smmilar to Yermont Public Service Board Rule 2.201(E).
Dhscussions that are admimstrative in nature (mcluding those related to administratnon of this

Agresment), or not related 1o pending contested case proceedings or 1ssues or disputes

reazonably expected to be contested before the Foard, shall not be subject 1o the ex parie
restmetons. The hnutaton on commminications set forth in this Paragraph 12 not appheable to
the Contractor s communications with the Confract Administrator andlor Fiseal dgent.
Copies of any reports or other commmnications from the Contractor to the Board or vice
veraa shall be avalable to the public upon reguest, except to the extent that the repors or
commmcations ave exempt from the public access requrements of 1 V.S.AL §5 315 through
3.

Indemmnification

The Contractor shall indermmify, defend and hold harmless the State and its officers and
etmployees from hability and any claims, snits, judgments, and damages ansing as a result of
the Contractor s, its employees” or its subcontractors” acts and/or onussions in the
performance of this Agreement.
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16.

17.

Assisnment or Sublet of Contract

Contractor may assign or sublet performance of the Work without the approval of the Soard,
except that replacement of the key crgamzations Optimal Energy, Inc., of Conservauon
Services Oroup, or of the key team members) enumerated in Attachment F o ths
Agreement may only be made after prior written notification of the Contract Adwministrator
and the Hoard. The Foard reserves the nght to reject any substitution of key personnel or the
key organizations wdentified above withan 30 days after notification,

For the purpose of admmistenng this Agreemend, the Comfractor shall provide the Contract
Admirnisirator with a copy of any executed snbeontract or subcontractor contract which 1s

related to the Work and which exceeds 510,000 in amount.

The performance of the Work zhall be the 2ole responsibility of and under the zole control,
managemment, and supervision of the Contractor, The Contractor shall be responsble for all
matiers invelving any subcontractor engaged wnder this Agreement, including contract
comphiance, performancs and dispute resolution between itself and subcontractonz ),
Contractor shall be responsible for all actions of subcontractor(s) and all payments to
subcontracion s), Falure of subcontracton =) to perform for any reason does not relieve
Contractor of reaponsibility for the competent and timely performance of the Work, The
State shall have no responsibhity for subcontracton’s)’ complianee, perfommance, or dispute
resolution hereunder. Conrractor shall include in all subcontract agreement(s) a tax
certification in a form that 13 substantially identical to that required for Contractor by
Atvtachment B of dus dgreement as well az all other notices to and requiremsents of
subcontracton =) requred by this dgreement.

Records Available for Audit and Inspection

The Contractor shall mantain all books, documents, payroll papers, accounting records and
other evidence pertmning to the costs it incurs nnder this dgreesment, in accordance with
Generally Accepted Accountng Poneiples consistently applied, and make them available at
reasonable imes dunng the period of thas Agreement and for three (3) years thereafier for
inapection by the Hoard, Contract Administrator, Fiscal Agent, DFPY or any other anthonzed
representative of the Stare, or agents of the federal government. If any litiganion, claim, or
andit 12 started before the expiration of the three-year period, the records shall be retained
uinti] all litngation, clams or audit finding invelving the records has been resolved.
Contractor shall include in it subcontract(=) a provision that states that the subcontracton(s)’
records and personnel related 1o the Work shall be subyject to andit and examination during
the term of this Agreement and for a penod of three years after final payment under the
relevant subcontract{s). Contractor shall cooperate with the Contract ddministrator and
Fiscal Agent to develop a standard format and docomentation for information and records
and a process to implement the requirements of this Paragraph.

The fact that such mepection or momtonng 13 undertaken shall in no way reheve the
Contractor of its obligations o properly perform its duties in accordance with this dgreemment
nor from Contractor’s full responsibility and habiliy for damages or loss cansed by
Contractor, 1ts subcontracton 2 ), emplovess or agents, Corfractor s obligations under this
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19,

Paragraph shall be continual and shall not be affected by the Contract Administralor s or
Figcal Agent's acceptance of an involce from Confractor,

Inspection of Werk by Boeard

The Board, by its Condract Administrator, Fiscal Agent, or any other anthonzed
representative, and the DP% shall have the rnight at all reasonable times, to inspect, momitor,
or otherwise evaluate the Work. The Contractor shall provide the above entities with any
relevant information requested and shall permit access 1o it premises, upon reasonable
notice, during normal buainess hours for all relevant purposes incloding, but not limated to,
interviewing emplovees (mcluding those of aubcontractona ) and mspecting and/or copying
such books, reconds, accounts, work papers, equpment and prodects, and any and all other
matenals that may be relevant to Contractor’s performance of the Work, Contractor shall
mnclude in 1z subeontract(z) a provision that mdicates that the subconiracions)” records,
informanon, equpment, personnel and all relevant matenals related to Work performed
under this Agreement shall be subject to mspection dunng the term of this Agreement.
Contractor shall cooperate with the Contract Administrator, Fiscal Agent, DPS, or other
anthorized representative desgnated bythe Board to develop the process and requirements to
implement the requirements of this Paragraph.

The fact that such mspection or momtonng 13 undertaken shall in no way reheve the
Contractor from itz obligations to properly perform i3 duties in accordance with this
Agreement nor from Contractor’s full responzibility and habiloy for damages or loss cansed
by Comtractor, its snbeontractor s), emplovees or agents,

Ownership of Data, Records and I[ntellectual Property

A. Data
All data obtamned by Costractor or any of 1t subcontractor{s) in the comrse of performing
the duties ontlined in thas Agreement shall be the property of the State and available to the
Hoard and 1ts designated representatives for the ovemsight of this Agreement,

B. Work Product
All products of the Corntractor’s and its subcontractor(s)’ Werk including logos,
trademarks, service marks, data, commmunications and records orginated, developed or
prepared by the Comtractor or ita asubcontractor(2), or jointly by the Contractor,
subcontracton =), and the Boand or itz agents pursnant to this dgreement, meluding but
not limited to papers, outlines, drawings, sketches, ant work, plans, photographs,
specifications, estmates, reports, charts, surveys, smvey results, computer databases and
spreadsheets and other simmlar docomentation, and any Work product determmned by the
Homard to be necezaary to the success of the programs approved for implementation by the
EET zhall be debvered to and shall become the exclusive property of the State and may
be copyrighted by the State. The preceding sentence shall not apply to Customized
Software, Contractor’s and 113 subcontractons)” admimstrative comumminications, and
attomey-client commmmnications between the Contractor and itz subeontractor(z) and its





% t-WEIL [

attomeys. Other than Customized Software, Contractor and its subeontractor(s) may not
copynght or resell the above Work product.

. Equipment and Materials Provided by or for Use by Srate

All property, equpment or matenals purchased directly by the State, or firmished to the
Contfractor by the State, under thiz Agreement 18 provided on a loan basis only and
rernans the sole property of the State, Propenty or equpment purchased by Contractor o
perform this Agreement shall be the sole propernty of the Contractor unless specified
otherwiae in thia dgreement.

Confracter agress that all products and services nsed to perform this Agrecment,
including computer software, hardware and program products other than Custosized
Saftware, must be currently manufactored and available for general sale, lease or license
on the date of consummation of or dunng the term of this dgreesient.

In addition, dunng the temm of this Agreement, the State reserves the nght to use any of
the equipment purchased and/or materials or programs developed by the Contractor or
any of its subeontractor(z) to perform this dgreement, excluding equipment and/or
matenial in the possesaion of the Contractor or any of 1ta aubcontractor(s) pror to the
executon of this dgreement, and also excluding eqmpment, materials or programs
purchazed by the Contractor that Comfractor nses jomtly i connection with the Werk
and wath Cortractor’s other actvities,

The parties agree that the Conmfractor shall capitabze certain equpment and software
(such capitalized costs to be amortized on a straight-line basis in accordanes with
Generally Accepted Accounting Pnnciples consistently applied) purchased or placed m
service solely for purposes of carrying ont the Work, and that the amortzation perod for
this equipment and software wall end on December 31, 2002, Upon termination of thas
Agreement poor to December 31, 2002, the Stafe shall pay the Contractor for any of this
capitalized eqmpment or software at its then book cost (onginal cost less accumulated
amortization ),

Customtized Software shall reman avalable for nse by the Stare for the entire term of this
Agreement, and may, at the State’s discretion, upon expiration of termination of this
Agresment be retained in perpetnty via a licensing agreement provided by Comtractor
and/or 1t2 subcontractor(s) without charge for nae in performance of the functions of the
EET within the State.

. Research Reports or Similar Fublications

Any research report, conference presentation, jouwrnal paper or similar other publication
prepared or released mowmtten form by the Contractor or any of its aubeontractons) that
lentifies the FET or relies on data acquired from the Contractor’s or its
subcontracton s)" performance of this dgreement shall be reviewed and approved by the
Contract Adeinistrator pnor 1o release. The Contract ddministrator shall not
unreazonably withhold or delay sauch approval,
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E. Extension to Subcontractor{s) and Others
Contractor shall obtain written statements from anyone it employs or contracts with to
perform the Work that they understand and agree to be bound by the terms of dus
Paragraph. The Cosmtractor shall obiain a separate Certificate of Acknowledgement,
aigned by any subcontractor who has ownership rights to Cusfomized Softvare referenced
in this Paragraph, stating that 1t shall comply with the temms of this Paragraph, and
Contractor shall provide a copy of such Certificate to the Foand.

F. Paragraph 19 Survives Expiration or Termination of This Agreement
The terms of Paragraph 19 shall confinue m effect after the expiration or termnation of
thia Agrecmen.

20, Permits, Laws, Regulations and Public Ordinances

21.

Contractor shall secure and pay for all pernuts and heenses requred to perform the Wark,
shall comply with all applcable federal, State and local laws, regulations, and ordinances
goverming the performance of the Work, and shall indermnify, defend, and save the State
harmless from any and all lability, fine, damage, cost and expense arising from Contractor’s
failure to do so.

Conflict-of-Interest Frovision

Contractor and 11 snbeontracton’s) may engage in business activities, other than those
descnbed directly below, as long as these activities do not create a conflict of interest with
the performance of the Werk, Comtractor also affirms that if, niz applicable employees and
subcontracton =) shall promptly and fully inform the Board of any business activities and/or
relanonships which any person, fully acguainted wath the circumstances, could reasonably
conclude might unfaidy disadvantage another party, and agree that they shall abide by the
Foard’s reazonable determinanion as to whether such activities or relanonships fall within the
terins of thas Paragraph,

Contractor affimms that neather it, nor any of it3 applicable persomnel or suhcontractors),
have or presently expect any beneficial, confractual or business relatonship with the
Contract Administrator or Fiseal Agent that will be divectly affected by the Contractor’s
performance of the Work, Contractor further affirms that it and 1ts applicable personnel and
subcontracton s shall not develop, pursne, or confirm any such beneficial, contractual, or
business relationships with the Contract Administrator or the Fiscal Agent thronghout the
term of thia Agreement, and for 6 montha thereafter, withowt the wntten permmssion of the
Hoand.

The Contractor s subcontracton(s ) may work for distnbution ntlities, the £S5, or other
partics that appear in procecdings before the Board, The Contractor shall require 1ta
subeontracton2) to diaclose to the Confractor, on an on-going basis throughout the term of
their contracts with the Contractor, any contracts they enter into wath any distribution
utilities, the DFPS, or other entities that appear in proceedings before the Foard,
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22.

23.

24.

Legislative Testimony

The Contractor may provide legislative testunony on energy efficiency 1ssues as the EELL It
13 anticipated that the Contrgetor may also provide legslative testimony on energy efficiency
and other 135ues in 11s capacity as FEIC. In order to prevent confusion regarding whether
legislative testimony 18 being presented on behalf of the EEL or on behalf of VET, the
partics agree to the following guidelines:

A, Whenever the Confractor iz requested to provide legislative testimony in 112 capacity as
the FEL, 1t shall notfy the Comtract Administrator, This notfication shall mclude the
name of the Commuitice requesting the testimony, the date and time the testmony 1=
schedunled, and the speaific topic to be discussed. Following the hearing, the Contractor
shall provide the Contract Administrator with a copy of any wntten materials specifically
developed for, and handed out at, any appearance;

B. Any person tesufyving at the legslature on behalf of FEIC or the £E 1 shall atate on the
record at the beginning of haa'her tesimony which entity he/she 13 representing;

C. The EEL"s Managing Dhrector shall not provade legislative testimony on behalf of VEIC.
VEMNa Executive Director shall not provide legislative testimony on behalf of the EEL?
and

D Any person tesufyving at the legizlamre on behalf of FEIC or the EEL zhall not provide
testimony that would, in the reasonable judgment of the Contract Administrator, dinenish
the Contractor s effectiveness as the EEL

Appearance in Heard Proceedings

The Coptractor may not intervene az FEIC in any Foard proceedings that directly relate to
the EEL"s operation. With the permission of the Confract Admtinistrator, the Contractor may
participate as FEMC, or provide expert testimony as FENC on behalf of other parties, in Board
proceedings not divectly related to the EEL s operation. The Contractor may request
gmdance from the Contract Adwrinisirator regarding whether a particular procesding 12
direcily related to the EEL s operaton.

The Cortractor may be requred by the Foard {on its own instiative, or at the reguest of a
party ) to provide expert testimony in Soand procesdings, althongh such testimony 13
expected to be required infrequently, 1f at all,

Retail Sales Restriction

Contracter shall be independent from any Vermont electric or gas ntility, and from any other
agency of the Stafe, and from any enfity providing electne power to Vermont's distribution
utilities dunng the term of this Agreement. Thizs does not preclude the Contractor from
entenng into contracts under which either party would provide energy efficiency-related
services, Any such contract or set of contracts constimting a comtment of 55,000 of more
in any calendar yvear shall be entered into only after prior notice to, and opportumty to object
by, the Comtract Administrator,
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26.

27.

Contractor further agrees that it shall not sell elecine energy at retail i the Srate pnor to the
expiraton of termination of tis dgreement, nor for a penod of one vear thereafter. The
Contractor shall require s subcontracton s) to agree not to sell electne energy at retal m the
State prior o the expiration or termination of the subconiractor(s)" contract with the
Contractor, nor for a penod of one year thereafter, Comntractor shall require ita
subconiractons) to agree in wiitng that subcontracton s);

(1) shall not disclose non-public Venmont market information to any affibate of
subeontractons) which, dunng the temm of the subcontractor(s)” contract with the
Contractor and for a penod of one year thereafter, 13 engaged 1in aelbng, or may
sell, elecmc energy at retanl in the Stafe (“Compettve Affiliate™); and

i11) shall not utilize any employee of such Competiive Affiliate o perform
services under thas Agreenent.

. Use of EEL"s Name

The EELs official name shall be “SavEnergy™ or such other name as the Foard may

approve after consuliation with the Confractor, This 15 the name that shall appear on all EEL
marketing materiala. The Contractor and s subcontractons) shall nae only the official name
of the FEL when providing £F L services and making pubhbc representations on behalf of the
EELU, The name(s) of the Contractor s firm, subcontracton's) firm, or their affiliate(z)" firms
shall not appear on any FEU marketing materialz or other EEL documents provided to
Vermont ratepayers or rade allies.

The Contractor or itz snbeoniracton s) may use the official EEL name for EE L purposes
only, except that they will not be precluded from incloding their work with the FEL in their
mndividual companies” project liziz, or from desenbing thedr work with the EEL o other
potential employers, The preceding paragraph is mtended to prevent confiusmon among
Yermmont ratepayers and trade alhes: the £F U shall have one name and one 1dentity that will
be the only name and identity uaed by individoals and fimns when they are providing FELS
products and services.

Mo Gifits or Gratuities

Contractor, its employees, agents or subeontractor(s) shall not give ttle or possession of any
thing of substantial value (including property, cwmeney, travel and/or educaton programs) to
any officer or employees of the State, the Comtract Administrator or the Fiscal Agent dunng
the term of this Agreement,

Fair Employment Practices and American Disabilities At

Contractor agrees to comply with the requirements of Title 21, V.5.A, Chapter 5, Subchapter
&, relating to fair emplovment practices, to the full extent applicable, Comtractor shall also
ensure, to the full extent required by the Americans With Disabidlites Act of 1990, that
gualified indrvidnals with disabilities receive equitable access to the services, programs, and
activities provided by the Contractor under this dgreement. Contractor further agrees to
include this provision in all of ita subcontracts.





% t-WEIL [

18,

29,

30.

31.

32,

33

Force Majeure

Either party’s performance of any part of this dgreesens shall be excused to the extent that it
13 handered, delayed or otherwise made impractical by reason of flood, ret, five, explozion,
war, acts o ormssions of the other party or any other canse, whether similar or dissimilar to
thoae listed, bevond the reasonable control of the non-performing party, If any anch event
oceurs, the non-performing party shall make reasonable efforts to notafy the other panty of the
natire of such condition and the extent of the delay and shall make reasonable, good faith
efforts to resume performance as soon as poasible,

Severability

If any provision of this Agreement shall be adjudged to be invalid, then that provision shall
be deemed null and voud and severable from the remaimng provizions, shall m no way affect
the vahdity of this Agreesrent, and the remaining provisions shall be integrated so as 1o give
the greatest effect thereto.

Survival of Requirements

Unless otherwise authorized in writing by the State, the terms and conditions of this
Agreement shall surave the performance period and shall continne in full foree and effect
untl the Contractor has completed and 13 in compliance with all of the requirements hereof.
Any confidentiality requirements set forth m or developed pursnant to this Agreement and
any software licensing agreement contemplated under Paragraph 19.C of this Agreement
shall continue after the expiration or termnation of this dgreement m perpetmty.

Walver

Failure or delay on the part of cither party to exercise any nght, power, privilege or remedy
hereunder shall not consatte 3 warver thereof, A waiver of any defaunlt shall not operate a= a
waiver of any other defanlt or of the same type of defanlt on a fature cccasion.

Applicable Law
Thiz Agreement shall be governed by the laws of the Srate of Vermont.

Entire Agreem ent

Tlus dgreement with the following Attachments represents the entive dgreement between the
parties relating to the subject hereof. All pnor agreements, representations, statements,
negotiations, and understandings are merged herein and shall have no effect. This Agreement
conzists of the followmg documents totaling 478 pages hated in order of precedence from
highest to loweat:

Tahle of Contenta: (6 pages)
Main Body of the Agreement @ (15 pages)
Attachment A; Scope of Work (13 pages)

Attachment B: Conpensation, Paviment, and Performance Provisions

(7 Pages)
Attachment C: Performance Incentive Mechamsam (15 pages)

Attachment Iy Caleplation of Total Cap (1 page)
Attachment E: Estumated Budget as of 3/1/00 (1 page}
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Attachment F; List of Key Personnel (1 page)
Attachiment Gt Sections A — [ of the Response (366 numbered pages)

Antachiment H: The 8FF, exclnding its Attachments (33 pages

The above Attachments are herehy incorporated into this Agreement and made a part hereof
for all purposes, If there 15 any conflict between the tenms of these documents, the order of
precedence mdicated above shall be controlling, except that the Table of Contents shall have
no substantive effect,

WE THE UNDERSIGNED PARTIES AGREE
To BE BOUND BY THIS CONTRACT.

By the STATE OF VERMONT by Vermont Energy Investment
Corporation

Drate: Drate:

Signature: Signature:

Mame: Michael H. Dwerkan Name: Beth Sachs

Agency: Public Service Board Fed. 1D # 03-03044]8
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ATTACHMENT C
PERFORMANCE INCENTIVE MECHANISM

Orverview

The Contractor and the Hoand agres that a portion of pavments to the Confractor shall be
based on the Contractor's performance in achieving the Soand s objectives and successfully
delivenng the Core Programs. The Contractor can earn up to 795,000 in performance
meentives for successflly meeting program performance mdicators that arve defined m this
Attachiment. The Contractor shall submit annual claims for Performance Awards, according
to the schedule, documentation, and venfication processes outhned in this Attachment, The
Contract Administrator will venfy the Contractor's claim for Performance Awards and make
a recommendation to the Board, the DF8 will provide input for specified indicators as
descnbed in this Attachment (see Paragraph 4).

Payment of any eamed Performance Awards (up to a maxmmm of $795,000) shall be made
at the conclusion of this Agreement, Payment will be made in two installments: (1) January
13, 2003, for any Performance Awards earned for vears 2000 and 2001; and {2) June 2, 2003,
for any Performance Awards earned for the vear 2002,

Performance Awards: Categories

The Contractor's performmancs incentive mechamam iz designed to reward superior
performance by the Contractor in the overall admimstration and delivery of Core Programs
and includes three mayor categories or types of incentives, with specific performance
indicators that will govemn the award of the meentives:

A. Program Results Incentives
Program Results Incentives reward the Contractor for successtully accomplishing
agpressive targets for direct market impacts {e.g., electriaty savings, lifenme resource
benefits, cost aavings, market penetraton of specific technologies or equipment, and
mcoeasful leveraging of ratepayer dollars).

B. Market Effects Incentives
Market Effects Incentives reward the Contractor for demonstrated sgnaficant market
tranaformation that has been achieved throngh the Work,

C. Activity Milestone [ncentives
Activity Milestone Incentives reward the Contracfor for achieving malestones that
mvolve exemplary performance for rapid start-up and’/or infrastroetire development (e.g.,
program tracking and information management aystema), tmely and amooth tranaition to
statewlde programs from exasting waliy sfforts, major improvements to easting Core
FPrograms or succeasful development, introduction, and delivery of new Core Programs,
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Thiz performance meentive mechamsm 13 intended to reward the Contractor for snceessfully
accomplishing cross-program activities and for achieving superior performance across the
portfolie of Core Programs as well as for achieving specific objectives for individual Care
Programs.

. Performance Awards: Overall Weights

Overall weights and dellars allocated to the vanous types of performance indicators are
shown in Table C-1 below.
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Table C-1: Performance Awards: Categories, Weights, and Awards

Amount of Total Award
Total Eligible to be Earned

Amount | Owverall In Each Year of the Agreement

Performance Indicator of Award | Weight M) 1007 1002

1. Program Hesults Incentives _
. Annnal Eleetricity Savings' | 198,750 | 25% Total pmount eame Jacross
all three veary
. Electrcity Savings for £39,730 5% 50 539,750
Projects nnder Development

. Total Resource Benefits” £119,250 [T CUNL et f 40E 08s
all thees ey
. Indivadnal and Croas- 32534 400 2% X 3234400 - 3X
Program Indicatora

2. Market Effects Incentives” $23,850 3% Total pmount eamedacios
all thees e

3. Activity Milestones £159,000 F100,000 | £59,000
Incentives'

Maximum Possible 795,000
Performance Award (Cap

Performmance Awand weights and dollar amounts are specified for all categories of indicators
except individual and crogs-program Core Program results indicators for the years 2001 and
2002 (these are represented by “X™ and “$254400 — X in Table C-1 above), The remaining
dollars {§254 400 from witan the total of 8795 000} shall be allocated among the mndividual

' These are the anmal electricity savings to be achieved from all Cove Programs (50 H0H-1231/2002), As
explained inmose detail in Paggraph 4.4 below, if the Comfracior exceeds the specified eleciticity savings target
ardd fails to schieve one or more other performance mdicsfors, it can earn a lager Performance Award for this
indicator. The masimom dolla snoo the Copdrector can earn for this indicator is $738 300, ar 30046 of the

m aximum possible Performance Award; in no event can the Confractr's tofal pavment for performance moendives
excead FTH5 000,

*As explained in more detail in Paragreaph 4.0 below, if the Corpactor esceeds the specified tetal resporce benefits
target and fails to schieve one or more other perfomm ance indicstors, it can eam a larger Performance Award for this
indicator. The mascimom dolla snoo the Copdrector can earn for this indicator is $143, 100, or 18% of the

m sximum possible Performance Award; in no event can the Confractr's tofal pasment for performance meendives
exceed ETHS 000

! These indicaters are lited in Table C-7.

* These indicators are listed in Table C-4 and Table -6,
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and cross-program Core Program performance indicators as part of the Annual Program
Planmng process that will take place in Cetober 2000,

4. Description of Performance Indicators

The Contractor 1z chigible 1o eam an incenfive for supenor performance of specified
activities and outeomes in individual programe and for cross-program aceomplishiments, The
paragraphs below provide a more detailed descripuon of the three different categories of
program performmance indicators { Program Resulta Indicators, Market Effects Indicators, and
Activity Milestones), The desenpton includes a summary of agresd-upon proposed

indicators for each yvear of thas Agreement and their weights as a pereentags of the total
Performance Award, the docwmentation and verification process for each performance

mndicator, and m some cases, targets and thresholds,

A. Comulative Annual Electricity Savings (25% of total award)

1. Target and Threshold

The Contractor's Elecmcity Savings Target 15 83,592 MWh (at generation and net of
free riders, as included in Section B.2.a of the Response) for the penod from March 1,
2000 to December 31, 2002 {the Elecmeity Savings Target iz the curmmilative total of
anmmal savings achieved by each yvear's implementation of Core Programs).” As part
of the annual Core Program planning processes, the Electneity Savings Target may
be increased to reflect BED s contribution to the Emerging Markets program in 2001
and 20012,

The Contractor shall receive a Performance Award if the Foard determines that the
Contractor successfully achieves and documents Electneity Savings, above a
specified savings threshold, that result from successful implementation of Core
FPrograms from March 1, 2000 t0 December 31, 2002, The savings threshold 15 aet
at 75% of the Elecmaty Savings Target.

Electriaty savings from programe implemented by SED and WEC shall not be
counted towarda the Condractor’s Electnenty Savinga for the purposes of detemmining
thiz Performance Award. Any electricity savings from programs implemented with
funds from other sources (e.g., grants, YVermont Gas Svatems) shall be counted toward
the Contractor’s Elecmaty Savings for the purposes of determaining this Performance
Award,

2. Weighting
The overall weight for this performance indicator 18 25% of the Contractor’s total

propozed Performance Award (795,000 * 0,25 — 5198,750). If the Contractor
exceeds the specified Flecneity Savings Target {up to a cap of 110% of the
Elecmcity Savings Target) and fails to achieve one or more other performance

* Electricity savings from Section B.2.a of the Cantractar's proposal as mvised on Jammary 10, 2000, excluding the
Comumeercial and Indostiial Costomer Credit Progranm (88,755 MWh - 5,163 MW = 83,5307,

-4
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indicators, the Contractor can eam a larger Performance Award for thas indicator (up
to a cap of $238,000).

The Contractor nmsat achieve 75% of 1tz Elecmiaty Savings Target (62,694 MWh)in
order to eam any Performance Award for this indicator. If the Contractor achieves
75% of 1ta Electnaity Savings Target, 1t shall cam $99,375 (50% of the amount 1t
would earn if it achieved 100% of 1tz Target), The Performance Award shall be
zcaled linearly between 75% and 110% of the actmal Electricity Savings as detailed
in Paragraph 4.4.3 below,

3. Performance Award
The Confractor’s Performance Award shall be:

&  B0if verified curmulative anmeal Flectnaty Savings ave less than 62,694 MWh,

® 599375 plus 54.75/MWh ( Ventied Eleciriaty Savings manus 62,694 MWh) for
venfied cwmulative annual Electricity Savings between 62,694 and 91,951
MWh,

The table below 1llustrates the Contractor’s Perfommance Avward if it achieves 75%,
BO%, B5%, 90%, 95%, 100%, or 1107 of 1is Savings Target.

Table C-2: [Mustrative Performance Award for Annual Electricity Savings

Verified Cummlative Annuoal Performance Award
Electneity Savings: (%)

March 1, 2000 — Deg, 31, 2002

91,951 MWh (110% of Target) B238,500

23,592 MW (100% of Target) £198,750

79412 MWh (93% -:.fTargel.]n EITBBTS

75,233 MWh (90% of Target) 5159,000

71,053 MWh (85% of Target) £139,125

66,274 MWh (20% -:.fTargel.]n E119.250

62,694 MWh (75% of Target) £ eaa7s

4. Documentation and Verifieation
In order to establish and validate achievemnents for this Performance Avward, the
Confractor agrees 1o the following documentation and venfication process,

a. By Angust 1, 2000, the Contractor shall submst Werk products that provide
eatimated dectricity savings for all presonptive measures and technologies
ineluded i year 2000 Core Prograsss, incloding documentation of key inputs
ie.g., assumed baseline technology, KW demand and/or KWh savings from high-
efficiency technology, hours of operaton, net-io-gross ratio).
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b. By March 1 after the end of cach year of thas Agreement, the Contractor agrees to

subrut a report to the Contract Administrator and DPS that establishes its clanm
for Annual Electneity Savings. The Contract Administrator and the DPS will
review the Contractor’s report and, at their own discretion, review the
Contractor’s project files i order to assess savings estimates for custom
measures, comprehensive projects, or key inpot assumptions, The Contract
Admirdstrator and the DPS will then meet with the Contractor in an attempt to
rezolve any differences on clamed savings, By May 1 after the end of each year
of this Agreement, the DFS will provide a technical report or memorandum to the
Contract Adurinistrator with its recommendation on Annoal Electnaity Savings
for each year, If there are still disputes on estimated Annual Elscinety Savings
to be clamed by Contractor, the Contract Admindstrator will then make a
determination and provide his recommendation o the Soard on the appropnate
Performance Awand for this category,

. The Comtractor shall work with the Comdract Administrator and the DPS o

eatablish reasonable savings estimates for new prescnptive energy efficiency
measures offered in Core Programs, prior to their inclusion in programs,  The
Contractor shall maintain itz documentation of all prescnptive measure savings
assumpaons in project and program files, For custom measures or projects, where
presenpive measure savings assumptions have not been established or do not
apply, the Corfractor shall mamiam in 1is files docwmentation of all assnmpiions
and calenlations nzed to establish its clam for eleciricity savings. All information
of savings assumpiions and caleulations nsed shall be available for review by the
DES and Contract Administvalor.

. As part of the annmal program planmng process, the Confractor shall review and

update, as appropriate, its engineenng estunates of Electneity Savings for
measures, technologies and projects in order to reflect information obtaimned from
measurement and evaloation smdies, expenences gained from implementation of
Core Programs, and changes in bmlding and apphance standards and codes, The
Contractor shall use theze revized estimates of Annual Electricity Savings on a
prospective bass for measures mstalled in reporting claime of Annnal Electneity
Savings in fahire years,

B. Electricity Savings for Projects under Development (5% of total award)
This performance meentive 15 desagned to encourage the Contractor to continne
promoting programs and developing projects with a long sales or development cyele for
which installation may not be completed by the end of this Agreement. The goal 15 to
enaure snstainable and orderly development of the energy efficiency services market and
minimize dismptions in the marketplace.

Target and Threshold

The Contractor’s Adpnsted Commitied Electricity Savings Target for this
perfommance indicator 12 4,700 MWh, which representa 25% of the annoalized 2002
goala for the Commercial Energy Opportunities, Residential New Construction, and
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Low-Income Mult-Family ( REEP) programs (other programs do not typically have
any agnificant tme lags between commitments and completions), For purposes of
meeting this performance Target, a probablity factor of 85% shall be applied o all
“commitied” savings (e.g., savings counted toward Target = 0.85 * commued
savings ). Thia factor will reflect the fact that some committed projects may nltimately
not come to fruition.

The Cartractor shall receive a Performance Award if the Fogrd deternunes that the
Contractor succesafully achieves 50% of the Target,

2. Weighting

The overall weight for thas performance indicator 12 3% of the Contractor”s total
proposed Performance Award (8795,000 * 05 = $39,750), The Confractor mst
achieve 50% of the Admusted Conumetied Savings Target in order o eam any
Performance Award for thas indicator, If the Contractor achigves 50% of 1ts Adjusted
Committed Savings Target, it shall cam $19,875 (50% of the amount 1t wouold eam if
it achieved 100% of its Target). The Performance Award shall be scaled linearly
between 50% and 100% of the Target, as detailed in Paragraph 4. B.3 below,

3. Performance Awari
The Cortracior’s Performance Award zhall be:

o B0 1f venficd Adjusted Commutted Electricity Savings are less than 2,350 MWh;

» 539750 1f verified Adjnsted Committed Electriaity Savings equal or exceed 4,700
MWh;

* Venfied Adjusted Commmutted Electneity Savings divided by 4,700 then
multiplied by $39,750, if venfied Adjusted Commtted Electricity Savings are
between 2,350 MWh and 4,700 MWh.

The table below illustrates the Comtractor’s Parformance Award for different levels
of commmtted savings.

Table C-3: Hlustrative Performance Awards for Projects Under Development

Venfied Adjusted Committed Annualized | Performance Award
Electrcity Savings (MWh)®

4,700 {100% of Target ) $39,750

4,230 (90% of Target ) $£35,775

3,760 (80% of Target ) £31,800

3,200 (70% of Target | 27,825

2,820 (60% of Target ) $23,850

2.350 (50% of Target ) $19,875

< 2,350 (<50% of Target ) £

* Adjusted Commited MWh = 085 * Committed MWh,

c-T
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4.

Documentation and Verification

The Contractor 15 eligible for this Performance Award 1f it successfully aclieves and
docurments annual electricity savings from projecis and programs where cusiomers
have made “commmutments.” These projects are under development and there 13 a high
likehhood that they will be completed and produce electneity savings which can be
attnbuted to the Contractor’s programs. Comrmitments shall be defined as a written
cormmitment by the EEL to fund a project. Wnitten commatments mmst be signed by
both the Contractor and the customer, and st define the financial offer, the speafic
measures and efficiency levels that would be installed, and the term for which the
commutment 18 vahd, For Act 250 (10 V.5.A, §§ 6081-6092 ) projects which are not
recerving financial incentives, the determunation of what defines a “commutment™ will
be munally agreed upon by the Contractor and the Soard, in consultation with the
Contract Administrator and the DPS, by the end of 2001,

C. Total Resource Benefits (15% of total award)
This incentive 13 desipned to encourage the Contractor to maxinnze energy-related and
other resource benefits in implementing energy-efficiency measures and projects during
their economie lifetime, The Contractor shall receive thia Performance Award if 1t
sucoeastully achoeves and documents Total Resouree Benefita (“TREB™), above a specified
threshold, that result from delivery of certain Core Programs,

Target and Threshald

A sngle, cumlative Target for Total Resource Benefits shall be established for the
following bundle of Core Programs: Commercial Energy Opportunities, Residential
Mew Construction, Low-Incoms Single-Family, Low-Income Multi-Family (REEP)
and Efficient Products programs for the period 2000-2002." The TRB for any given
program are defined as the prezent value {in year-2000 dollars) of lifetime net
reaonres savings in elecinaty, fosal fuel, and water, which are valued at current
projections of aveided resource costs.” Avoided costs do not include environmental or
any other extemalifies {e.g., mdirect economic benefits), such as the 0.7 centa/kWh
valne stipulated in 9 51 of the AOL

The Contractor shall work with the DPS and the Contract ddministrator to develop a
specific TRB Target to propose to the Soard by October 1, 2000, consistent with the
savings projected in the Besponse, based on adjostments to the estimated TRE
associated with the RFP goals as revized on 11/17/99. Posaible adjustments include
reroval of Commercial and Industnal Costomer Credit Program, BED, and WEC

"In addition, a specific Program Results Indicator developed with the DS and approved by the Board
for the Emerging Markets Program for vears 2001 and 202 (see Parsgraph 4002 below) may melhnde
THE Targets: for selected programs ot market segneents.

“TRE do not include measwe costs, o8 ary ofher costs or Tenefits to costomers (o2, productivity
ieresses, changes in O&M costs ), The Contractor shall nonetheless esfimate and irack such cosis. The
Comdrercdor shall work collaboratively with dhe Cordract ddminlraior and the D85 1o estinnate and
track these cosis as part of its suppont of DFY meource planning «ffords
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activities, and addition of water benefita, The specific TREB Target 13 subject to
approval by the Board. The acmal mix of measures and end-uses mstalled over tune
e Core Programs 13 likely to differ from that assumed in the projecton of KWh and
TRB goals,

TRE Targets shall be modified prospectively to reflect updated projections of avoded
resolree costs, For example, if the DPS updates avoided electne costs and fosail fuel
prices in 2001, then the portion of TRB Targets associated with the remainder of the
penod covered by this Agreement shall be adated accordingly.

The Contracter shall recerve a Performance Award if the Feard determunes that the
Contractor successfully achieves and documents TRB, above a speafied savings
threshold, that resnlt from successful mmplemeniation of Core Programs from March
1, 2000 to December 31, 2002, The savings threshold s set at 73% of the TRB
Target.

. Weighting

The overall weight for thas performance indicator 13 13% of the Confractor’s total
proposad Performanes Award (5795,000 * 0,15 =$119,250), The Contractor must
achieve 75% of the TRB Target to be chgible for any Perfommance Award for thas
indicator, If the Confractor exceeds the TRB Target (up to a cap of 110% of the TRB
Target) and fails to achieve one or more other performance indicators, the Confractor
can earn a larger Performance Award for this indieator (up to a cap of $143,100).

If the Comtractor achieves 75% of 1ts TREB Target , it shall eam $59,625 (50% of the
amount 1t wonld cam if it achieved 100% of 1ts Target), The Performance Award
shall be scaled hnearly between 75% and 110% of the acmal TRB, as detaled in
Paragraph 4.C.3 below.

. Performance Award

The exact fommula to be used 1o caleulate the Cortractor’s Perfommance Award shall
be determined when the TEB Target iz 2et as part of the 2001 annual planning
process.

. Ddocumentation and Verification

By March 1 after the end of each yvear of thia Agreement, the Contractor agrees to
subrut a report to the Contract Administrator and DPS that establishes stz clam for
Total Resource Benefits, The Contract Administrator and the DPS will review the
Contfractor’s report and, at their own discretion, review the Confractor's project files
in order to assess the reasonablencas of claimed Total Resource Benefits, The
Contract Adwrinistrator and the DFY will then meet wath the Contractor in an attermnipt
to resolve any differences on claimed total resource benefits. By May 1 after the end
of each year of thas dgreement, the DFS will provide a technical report or
memorandum to the Contraet Administrator with itz recommendation on Total
Feacmurce Benefitz for each vear. If there are stll disputes on estimated Total
Fesource Benefitz to be clmmed by Contractor, the Comntract Admimsivalor will then
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makes a determmnation and provide his recommendation to the Soard on the
appropnate Performance Award for thes category.

The Cortractor will work with the Contraet Adwmindstrator and the DPS to establish
reazomable estimates of Total Reasource Benefits for new prescnptive energy
efficiency measures offered i Core Programs, prior to their inclosion in programs.
The Cortractor will mantan its documentation of all prescripive measure savings
assnmpuons in project and program files, For custom mwasures of projects, the
Contractor shall maintain in its files documentation of all assumptions and
calculations used to establizh its clam for Total Resomree Benefita.  All imformation
on assnmptions and caleulations used to estabhish Total Resource Benefits for a
project shall be avalable for review by the DPS and Contract Administrator.

D, Orher Program Performance Indicators (55% of total award):.

The Contractor 1z alao eligible to eamn Performance Awards for supenor performance as
evidenced by achievement of individual or cross-program performance indicators (32%
of total award), activity nmulestones (20% of total award ), and market effects indicators
(3% of total award), Specific indicators are desenbed for each Program Year in the
following paragrapha.

Performance Indicators for the Year 2000

All performance mdicators for the year 2000 have been agreed-upon and are in the
category of Activity Milestones, Table C-4 descnbes the speafic performance
indicators, the performance Target date (if applicable), the form of venfication for
cach mndicator, and the entity responsible for venfication of that mdicator based on
evidence provided by the Contractor.

The vear 2000 indicators are focused on thefoand's pnneipal objectives (as descnbed

in the AFF) and the Contractor’s objectives a8 described in the Resporise;

(11 a smooth and efficient transition from existing wility administration of energy
efficiency programs with minimal disroption in the marketplace;

i 2) development of statewide delivery systems for Core Prograsms,

i3) tumely development and deployment of FET admanistration and management
aystems (¢.g., mformmation management, quality assurance program); and

(4) implementation of the Contractor’as proposed enhancements to Core Programs,

For the vear 2000, the Contractor’s award m this category shall be determened based
on 1t3 performance in aggregate, as measured by succesaful accomplhishment of thel4
performance indicators hated m Table C-4, The Comfracior can carm a maximmm
Performance Award of $100,000 1f 1t achieves 100% of the 14 proposed Activity
Milestones by the target Performance Drate and partial awards can be eamed if 11 o
13 Activity Milestones are snccessfully completed {see Table C-3).
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Table C-5: Performance Awards for Year 2000 Acfivities

Performance Award Amount ($)
14 Actrvty Milestones £100,000
13 Actvity Milestones £25,000

12 Activity Milestones 70,000

11 Actmaty Milestones £55,000
<11 Activity Milezstones 50

2. Performance Indicators for the Years 2001 and 2002
For 2001 and 2002, performance mdicators have been proposed concepially for
many Cere Programs and cross-program activities (see Table C-6 and C-7),
However, the Contractor shall propose the specific Targets inits October 1, 2000
Core Program planmng submiszion o the Foard, based in part on a determanation of
the current baseline which shall be established during the vear 2000,

In some areas, it was not possible or desirable to specify perfommance indicators up-
front at the ime of contract development, cither becanse the specific dements of a
program have vet to be developed (e.g., Emerging Markeis) or becanse the
Contractor plans to propose sigmbicant enhancements and improvements for the year
2001. In these areas, Table C-6 and Table C-7 list “Holdback Indicators™
(performance indicators that conld not be precisely defined at the ame this Agrecment
was signed, bot were inclnded to recogmize the parties” intent to define at a later date
a specific indicaior to measure the Confractor’s performance implementing a
particular Core Program) which descnbe potential performance indicators, areas of
future work that are necessary in order to identify the most appropriate indicator, and
pozsible approaches to establishing an accurate baseline for tracking progress agaimst
the proposed mdicator,

By Cetober 1, 2000, the 2001 plan filing date, the Contractor shall proposs
perfommance indicators and specific targets for programs and activities for the years
2001 and 20002 that have not been resolved and shall also propose a dollar allocation
for Performance Award mdicators, nsing a method that reflects relative program
budgets as well as the relative weights assigned for other types of performance
indicators,

The Board will review those proposed indicators, targets, and dollar allocations at
that time, and revise this attachment, subject to the overall indicator categones,
weights, and awards set out in Paragraph 3 of this Attachment, in accordance with its
detenmination of what 15 appropriate to inchade as perfonmance incentive indicators
for the remaining term of this Agrecmentd,





EXHIBIT A

STATEMENT OF WORK
for
<Project Name=
=Contract T30 2000

Betwesn
Morthwest Enerzy Efficiency Alliance, Inc.,
afd
<Contracting orgamzation of COmpay iamne:=

L INTRODUCTION

d:'mu“am:l.ng otgaruzation o compay names (Contractor) will be the prme Contractor for the
project working in conyunetion with <sabeontracting organization or conpany name= . This
Staternent of \Work covers activities to be performed by the Contractor from the effective date of the
comiract throngh completion of the scope of work not o exceed =Month, Day, Yea=.

IL PROJECT OVERVIEW
A, Description
* Provide a general descnption of the project, including market bamers addressed, market
opportumtes, and farget market. (one o two paragraphs)
*  Provide a brief description of who the Contractor 12 and thesr quabifications. {one to two
serlences)
B. Market Transfommation Strategy
*  The Northwest Energy Efficency Alhance {Allsmee) s providing finding o <explain how
this project leads to our market transformation goal of x by v date> Descnibe how thas
project will lead to long term market impact, In other words, descnbe it's sustamakility cnce
Allance fiding has ceased.

L PROJECT GOAL{S) AND STRATEGY
The goal{s) of the project are x {desenbe the cuteomes expected by the project).

The project strategy 12 x {desenbe the approachies) the project will wse to accomplish the project
goal(s))

IV. PROJECT PROGRESS INDICATORS
Last the Project Progress Indicatorz (key actvities resulis) that will demonstrate progress in
aclueving the project goal{s).

Cme mdicator must be the momber of K'Wh savings needed for the project to breakeven duning the
project penod, 1e. The mumimum momber of 20X apphications/installations, andior an equivalent of
ax m elecmcty samings i the regon,

Il Dt EIA NEBY Energy Trusth ContractTemplate 200 Ireadonly, SCOWTEMPALATE, doc
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V. 5COPE OF WORK

Task 1: Project Management, Project Work Plan and Reporting

The Contractor shall provide project mamagement and is responsible for coondinating all
subcontracting activities reated to the project. The Contractor shall fimalize the detailed project work
plan, including schedule and tndget for all tasks hated with major milestomes, deliverables, iming,
and projected expenses identified within 20 days of execution of this contract. Project management
ghall al=o inchide the management of, billing sepport for, and summary reporting for all tasks hsted
ofl the progect plan for all project subcontractors. The Contractor shall provade copes of the
proposals or rate sheets for all subcontractors to the Alliance. The contractor 18 responsible for
providimg timely and accurate reports that wall facibitate proper documentaton and management of
the project.

Acriviries:

1. Develop project work plan

2. Coopdinate and commumicate project plan with the Alhance, the Alliance Evaluaton contractor,

and all project snbeontractors,

Provade project management

Coordinate sub-contracting activities related to the project

Manage, provide billing support for, and report for all project sub-contractors.

Drehver the project at or inder budget,

Dreliver work products in a tinely fashion as outhned mn the project schedule.

Contractor will develop and submit fimely monthly reports inchuding;

*  Progress Report (refer fo Exdabit C for format and information required) on activibes and
deliverables as related to the detailed final project work plan and budget developed in Task 1,

*  Finanaal Report (refer to Exlubit B-1 for format and intbemation requredjot all expendifores
made in the performance of this project, and providing reasonable detail on expenses and
projected expenses by quarter,

» FExpense Reporting Invoices shall ave a wnigue number, the period the mvoice covers, the
project name and contract number, payment address, contact name and phone noomber

9. The Contractor hall provide fimely updates to the Alhance’s Project Coondimation website
calendar with announcements of any trainngs, dasses, trade shows, demomstrations, or any other
actrvities related o the project that would be relevant for public dissemination

10 At the end of the project, the Contractor shall prepare a final report which sammanzes resulis
achieved in the project tasks as related to the project’s goals, project progress indicators and long
term market impact

11. At the request of the Alliance, the Contractor shall prepare a limited mumber comprehenave
reporiz on specific aspect{s) of thiz project

12. The Contractor may be agked to provide erther wintten project intbrmation or attend wibity
meetings in person to promote the project,

13. The Contractor shall provide data for the evaluation effort a3 18 reasonably required.

e e N

Deliverables

1. Final project woik plan and quarterly updates, wnless deviations are anticipated. Intormation
ghall be provaded io the Allance electromeally

2. Proposals or mte sheets for sub-contractors
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Croarter]y review meetings with Alliance project team.
Monthly Report=

Final Report

Comprehensive Reporis, as needed

Utility Reports, 25 needed

Drata for evaluation, as needed.

e B L

&

Task XX: Marketing Materials

Any matenals (paper or electronic) designed and developed under this contract for use by the Project
team and for use by the Contractor for marketing and sales purposes or mformation dissemination
fi.e anpouncements of classes, website, case shidies, brochures, advertisements, press release,
techmical papers) hall inclede the Alhance logo snd dezcnphom in accordance with the Alliance
Graphics Standards. Any matenals intended for posting on the Alliance website shall be submitted m
erther YWord or PDF fommat, All matenals must be approved by the Alhance Project Coordinator and
Marketung and Commmuncations staftin draft foom. The matemals will be developed m a

professional mamer appropiate to the intendsd andience and purpose.

Activities

1. Prepare a creative bnef as per Alliance format

2. Prepare conceptual layout and oufine of content for Alliance approval.

3. Prowade reviews, design, layout, tesd, final drafi

4. Prepare and deliver final matenal(s), mcluding hard copies, electrome, and web site versons,
color and grayscale {(for faang).

Deliverables

Basic concepinal package design amd project bref for Alliance approval

Pretiminary design and layout for Alliance approval. For a web-aite, map and desagn templates
Furmal drafi for Allisnce approval (Bloe Line)

Final matenialz delivered to the Alliance {approcamately 250 hard copies, quanfity to be
determuned 15 dependent on the type of matenal, and an electrome version, PDF, for posting on
the Alhance Project Coordination website).

£ b b =

Task 2 = XX: Project Specific Tasks

VL EVALUATION

The Allismee evaluates all projects and provides the official public documentation. Evalnations ase
conducted on an on-going basis g0 as to provade the Contractor and Project Coordinator imely,
accnrate and reliable information on issses of design, implementation and market impacts. Az part of
thiz process, the Contractor may be contacted and interviewed by the Alhance evalustion contractor,
The Confractor agrees to participate i the evaluation process and provide the requusite infbrmation,
ag part of the Contractor™s Project Management responabilites.

The Contractor may request certamn evaluation services from the Alhance, sech as market
intelhigence or customer attindes. Within the budgzet constramis, the Alliance will make every effort
to ensure that the data are collected as part of the evaluation requirements.

The Contractor and their subcontractors agrees fo cooperate m fufure evaluations by talking with
Alliance evaluation contractors and providing, or providing access to, appropnate data,
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EXHIBIT B-1

SAMPLE: Monthly Finance Report

= Prafect Nare aud CX-X >
<Project Termn St Month and Yean Endiog Mowth amd Year=

<Reparting Month and Fears-
e Current ¥ ear TUMTend 1 EAr
Wlrmth Expmess in Cuirrand Y enr Panl et Tt al Propect Teatal Projeci T sl Budpst
TASE NUMBEE AMND NAME Expanes iy Hudgei Hamuining Expaness in Tita Fmtlg) Hamaining
Ticdk: 1! Progeet hangeinedil p] 50.00
Trsk a0, (Hl 0,00
Tk 3. 5,00 0,00
Tk 4- :-lal.ll.l 0,100
Thak § B, (] &0.00
Tk & ] £10.00
Thak M; B, (] £0.00
Alisane | Widst iiin B ‘S-l:l.ﬂ 50.00
EDIAL ALLIANCE FUNDING 5000 | s0.00 50,00 50,00 50.00 50.00 5000
Cument Yeor | Curvent Year | Owrrent Yeor 3 | Corent Year (4
1 Projected | 02 Frojecied Projected Projecied Cosréal ¥ enr Tatal
Expenses Expensis Expemses Expenses Projecied Expenses
Ii OTAL PROJECTED EXPENSES Sihi B0, 00 B0.00 B0.00 S
Curmme Current ¢ var
Ml ceith Tiidasine i Cuiigenl v ea Tulal Prjecs Tutal Projecied
CATEGORY Incame [raie Tget Income 1o Date Incoim
Matching Funids
Program Licome

0+0

research finbo fackion -
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EXHIBIT C
SAMPLE - MONTHLY PROGRESS REPORT FORMAT

<Project Name=
Norihwest Energy Efficiency Allance
Contract Momber <c-MNomber=

Progress Report <Month, Year=
Submitted by <Project Contact Name, Title=
=Contracting Conrpany of Crgamzations

Progress Indicators Achievements:
#  Use bullet format to lughlght advancements on Progress Indicators as per Fxlubit A and
any 1gses of challenges the project team s dealing with that may effect progress.

Progress and Outcomes during reporting period by Task:
o  Use bullet format to highlpht spmnficant acivities and cuteomes that ocomred dunng the

month for each tagk o determine progress towards major deliverables and project goals

Cnve tecogiition to groups or indiiduals that made a sigiificant contribution to the

project dunng the penod

*  Headings by Task number and name: Progress, Major Milestones Deliverables
achieved, Actvities nesd penod, Problems Resolutons theed dunng this penod
anl'or antici pated.

Communications’Coordination:
*  Use bollet format to lughlight any mteractions with Paafic Northwest Ttility stafT and/or
other Alliance Project=. Include Utility name, Contact Name, City, State and or Project
MNaime.

Evidence of Market Transformation
s All evadence of market transtosmation, dect o1 anecdotal, should be documented, along
with any success stones of the project itself!

Interaction with Alliance Staff
s  Highlight what 13 working and’or not working with Albance statf or i©°s processes and
poszible resohuhions

Budget Expenditures;
o  Total expenditures for ths project dunng the penod ending <month, vear= was <$ooc=,
Total expendiiures for the project to date 15 <Saoo,

Attachments:
»  Maketing and comimumcation matenals developed dunng the penod, sech as brochmes,
case stadies, newsletters, copies of ads, articles, press releases, point of sale matenals.
* [nvoice for the penod
*  Nonthly Finance Report.
«  Exhbi B
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The Creative Brief

A creative brief should be prepared for all marketing matenals, whether it be public
relatons, advertising or marketing collateral. The boef provides a hist of cntena which
the matenal muest meet. However, the brief needs to be costormzed for each speafic
product. A bref exists to ensure the following:
«  Conmstency between all product and marketing pieces,
s  That market commumications approprately address the needs of the targeted
andience

*  That commumcaton will fit and support the orgamzational objectives
*  That mdradual commumestion meces fit wathin the larger market strategy

Brief Components

Project Description/Background. The pupose of descnbing the project and its
backaround 1= to provide specific detailz of project purpose, how the project came fo be
ared why this i3 important to the crgamzation.

Communication Objectives. Commumnication objectives must focns on the target
andience along with the commumcation activity the paricular project mvobves,  For
example, will the project educate, teach, inform, provide or mobilize, ete.

Commumecation objectves help the crgamzation achieve the organizatiomal goals

Target Andience Needs . Thos section 15 dedicated 1o the taget andience,
whether it be the complete taget market or speatic sepments. Ady special need or
detalz about the target group shoukd be mentoned to help in the message and image
creation.

Copy Needs, Copy shomld be inspired by the key messages and directed to the
target market.

Logos/Tmage Needs. Logos and images are developed to speak to the
crganizaton s valnes and qualities, Specific images may be more appheable to specific
market segments.

Schedule. The time requirements for creation, development and production
ghonild be documented.





Creative Brief

Marketing Project Name:
Target Completion Date:
BEundget;

ity

Project Description/Backgrownd:

Communcation Clyectives:

Target Andience Needs:

Copy MNeeds:

Logo/Image Neads:

Schednle:

L]





CONTRACT
Between
NORTHWEST ENERGY EFFICIENCY ALLIANCE, INC.
arid

CONTRACT NUMBER:

TITLE OF PROJECT:

In comzideration of the muteal promizes and other iteme of vahie exchanged between them, the
Northwest Energy Efficiency Alhance, Ine. {(Alhance) and

(Contractor) agree as follows:

4.

Statement of Work

Thiz 15 a time and matenals contract, The Contractor shall perform the work and shall dehiver to
the Alliance the work products listed i the attached Statement of Work: fornd in Exlubit A
which 12 incorporated mto this Confract by reference. The Conftractor shall deliver s work
products in the form and according to the schedule set forth i the Statement of Wor All such
work products, property and other tteme fimmished or requred to be firmished, together with all
other Tasks, obligations performed of sequired to be performed by Contractor nnder ths
Contract are sometmes collectvely refermed to m this Contract as "Tasks". Time 1= of the
egsence i1 the performance of this Contract.

Schedule

2.1 Contractor shall pertorm all Tasks required in the Statement of Work pursuant to the
Schednle zet forth in the Statement of Work. This Contract beging on and
ends on .

2.2 Ifthe Contractor does not demonstrate progress in performing the Tasks pursaant to
the achedule for reazons other than acte of the Alhance, thirty (300 dave afier the date
scheduled for performance of a service, the Alliance may requite the Contractor to
increase it work force, work overtime, or take such other comective actions as may be
reqquired o ensure ulimate completion in accordance with the Schedule, all at
Contractor's own expense.

Contract Price

Ag full compensatiom for satiz factory performance of the Tasks, the Alhance shall pay
Codtractor based npon time and materials an amount not to exceed the sun of § . Thig
amount may be modified by a mutually agreed upon wotten amendment to the Statement of
Work i accordance with Section 12 Changes.

FPayment and Financial Beporting
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4.1

4.1

4.3

4.4

4.5

4

4.7

The Alliance shall pay Contractor pursnant to the following procedure. For each month
that the Contract is in effect, Contractor shall submit to the Alliance as soon as poasible
after the end of each calendar month and no later than tharty (30} days after the end of
each calendar month the followmg tems:

A Tivoice | Financial Report
BE. Progre=s Report

Each item shall be clearly labeled and shall bear the mumber assigned to this Contract.
The items shall be mailed to the Allance af its address specitied below. Upon receipt of
these iteme, the Alliance project manager hall promptly review the iteme and shall
resuest more detailed reporting or other corrections o any items ag reasonably
necesaary, [fno addifiomal imformation 12 requred, then the Alhance shall make the
resquested payment within therty (30} days after the Alliance’s recerpt of sud items. If
additional information or comechon 1= required, the Allance shall make payments within
thaity (30) daye after the Albance's receipt and approval of sad additional information

Invoices shall clearly set fouth the date of the payment request and the amount requested
orgamzed by the bndgetary categomes set forth in Exihubit B, Invoices shall also cleary
get forth 2 summary of payments showing the balance available under each budgetary
category for the remamder of the Confract

Financial reportz shall contain & descnphon of services, the hours expended toward
each service, the halling rate for each howr of service, any costs or related charges, and a
total for the penod m question.  Each finanaal report shall be supported by such
receipls, documents, information and other items as the Albance may request.
Contractor shall keep any receiptz for or expenditures in the ordinary coumse of tusiness
anel ghall forward recepts for any extraordinary expenses for any calendar month

Progress reports shall be provided monthly. Each report shall provide a brief discosaon
af the prevaons month's activity for each Task, descnbe the progress the Contractor 1=
making toward 1t goals, and identity and explam any nmsnal sinatons encountersd that
affect coete or effectiveness of the project. This report ehall follow the format presented
i Exthubat C.

Ifumnticipated project needs arise, Contractor is aunthonzed to make subtotal budget
hine tem  transfers not exceeding ten percent {1 0#a) of the budget allocated to that tem
- Reallocation of finds excesding this amouwnt muest have the poor wetten approval of
the Alhance, Contractor shall send a wntten request for such budget changes to the
Allignce. The Albance will approve or deny the request ag soon as possible.

If amy taxes are mmpozed on the Allance, incnding sales, nse and value-added taxes,
ansing out of Contractor's performance under this Contract as a resalt of legislation ot
in effect az of the effective date of the contract, the parties shall prompily meet to
negotiate a far allocation of sud taxes.

The Allmnce may, without hmitng any ofher nghts or remedies, wilhbold from any
pavment herenmder the reasonable value of any third party claim aganst the Alhance that
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4.8

Confractor has failed to settle purseant fo itz indemmity contained herein. The Alhance
meay also withhold from any payment herennder sutficient funds to discharge any
delinquent accountz of Contractor for which hiens on the Allisnce's property have been
filed, and the Albance may at any time pay therefrom tor Contractor's aceonnt such
amountz a2 are admittedly doee thereon, imcluding any mmms due vnder any federal or
shate law. The Alhance may also withhold payments to Contractor wibl any defective or
non-compliant tasks are comected or to achieve comphance with this contract, pursnant
to Section 14 of s contract.

Contractor shall mmmediately notify Allsance upon i expenditure of eighty percent
(#0#40) of the budget allocated to this Contract pursuant to Exhibit B, Upon
Contractors giving such nofice, the partes shall promptly meet to discuss any pertnent
1z=nes, inchuding, but not limited to, remamming Tasks and budgetary expenditure

5. Performance by Contracior

=N

33

34

35

Mo delegation or subcontracting of performance of any of the Tasks, with or without the
Albance’s prior congent, shall relieve Contractor of its responsibality to perform the
Tagks in accondance with thiz Confract

Contractor ghall af all tmesz be an independent Confractor and not an agent or
repregeniative of the Alliance with regard to performeance of the Tasks. Contractor shall
not represent that it 18, or hold self oot a2, an agent or representative of the Alhance, In
no event shall Contractor be anthonzed fo enter into any contract or undertaking tor or
on behalf of the Alhance.  Employees of the Contractor are not emplovees of the
Albance for any puposes in the performance of this Contract. Contractor shall notify
the Alhance of its imtent to change any subconiractor to a subeontractor other than that
dentified pror to execution of this Contract. Contractor shall notfi the Alliace of its
itent to expand the work of any subcontractor beyond that identified pnor to execution
of thie Contract.

Contractor shall use its best efforts to perform the Tasks m a timely manner. Contractor
ghall immediately report to Alhance any events having a negative impact on the Taske,
At the tme of performance, Contractor ghall be properdy hicensed, equpped, orgamzed
and financed to perform the Tasks, Subject to comphance with the requrements of thas
Codtract, Contractor shall pertoom the Tasks as it sees fit. The Albance, ifs agents or
representatives, may visit Contractor's office dunng normmal besiness hours upon at least
24 hows' written notice to detemmne the states of cngoing acivities required by this
Comtract

Contractor shall cooperate fully with the Allisnce and coordinate performance of the
Tasks with any related work performed by the Alliance or others. If any Tasks o be
performed by the Contractor depend upon the resulte of work: perfformed by the
Albanece or others, Contractor shall immediately notify the Alliance of any actual o
apparent deficencies i such other work. Contractor does not assume responsibility for
complete o correct performance of work by others, except for its subcontractons.

Codtractor shall endeavor to employ persons to perform the Tasks who are filly
expenenced and properly qualified to perform the same
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3.6 Contractor shall immediately nodfy the Alliance of any bens filed or clams or potentzal
clmme aszerted and prompily pay and secure the discharge of or confest any liens or
clarms asserted by all persons and enfities furmshang labor, Tasks, equpment, materials,
or other items in connection with the Tasks. Contractor shall fimmish to the Alliance
gich releases of clamms and other documents to evidence such payment and discharge.

57 The following perscnnel are designated key personmel for purposes of Conteactor’s
performance under this confract; <name and firm=, <name and firm= The Contractor
ghall not replace key personnel without written consent fiom the Albance Futher, if
employment of any of the key perzonnel termminates or they are no longer available for
work under this contract for any reason, whether voluntary or involuntary, Contractor
ghall notifir the Allance wathin 24 hours of any such change or temmination. Lpon
nofitication of changes i key persormel the Allance, at ifs sole discretion, reserves the
nght fo terminate thiz contract puswant o Paragraph 15,1 below,

6. Comuli ith Laws: Conflicts of Interest

6l Confractor shall comply with all applicable laws, ondinances, miles, regulations, onders,
Leenses, permits amd other requirements, now or hereafter in effect, of any povemnmental
authomity {(mcheding, but not lmited to, sach requirements &2 may be imposed upon the
Albance and that are apphicable fo the Tasks). All lawe, ordinances, miles, regulations
and orderz required to be incorporated in contracte of thiz character are incorporated
by thes reference.

6.2 Contractor acknowledges that the Allismee is 2 nonprofit orgamezation whose primary
goal 18 to promode the efficient use of electncal energy. Confractor further
acknowledges that it 1z important to the Alhance that Contractor perform its Tashs
without being subject to any conflicts of interest which might interfere with the
accomplishment of the Tasks. Therefore, Contractor represents that if hae no contlicts
of inferest that might interfere with itz perfoomance under this Comtract, Contractor
fiwrther represents that if will immediately mnform the Alhance of any contlicts that anse or
may anze dunng the term of this Contract by wnitten notice to the Alliance, Alhance and
Contractor ghall immediately address any such conflicts or potential conflcts as they
may aArse

" Fxamination of Records and Audit Requi I

71 The Contractor's performance of the Tasks shall, wpon at least 24 hours’ wotten notice,
be sulyect to venticaton by and approval of the Allsance, bat the making of {or falhire
ar delay m making ) such venfication or approval shall not relieve Confractor of
responsibaity for performance of the Tasks, Contractor shall provide the Allance
enfficient, =afe and proper facihties and equpment for such mapectiom and free access to
guch facilities.

7.2 Contractor shall keep accurate and complete acconnting reconds in suppoit of all cost
hillingz to the Alliance in accondance with generally accepted accounting prnciples and
practices, consstently applied. The Albance or its andit representative shall have the
nght at any reascmable fime or imes and after 24 hours' advance notice to the
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Contractor to examine, sudit and reproduce the recordsz, vouchers, and source
documents that serve as the basis for compensation, other than compensation that 15
fized in amount by thiz Contract, at the Alhance's cost. Such documents shall be
avalable for examunation, adit and reproduction at Contractor’s office for three (Ei
yeqars after completion of the words  Contractor shall assist the Allance in prepanng
necessary andit material and will allow the Alliance to review any work papers prepared
brv independent audifors as allowed by professional standard=, Any over-collections
ghall be returned within thirty (30 days from date of notice of overcharge. At
findings will be considered to be final for the penod mdited,

8. Materials, Information, Property and Other liems

a1 All mew mateniale, information, property and other iteme accumulated or developed
connection with the Tasks {mcloding, but ot hineted to, documents, drawings, plans,
gpecifications, caleulations, maps, skefches, notes, reports, data, estimates, models,
samples, completed Tasks and Tasks m progress), together with all nghts assocated
with ownership of =uch items (such a3 copynight and patent rights) for all producs not in
the pablc domain shall be works made for hare of the Allanee and shall belong,
exclumvely to the Alhance, whether or not delivered to the Alhance, Contractor shall
deliver such items, together with all matenals, infbrmation, and other property furmshed
b the Allhance, or the cost of which 1= included i the compensstion payable under this
Contract, to the Alliance upon request, and inany event upon the completion,
termination or cancellation of this Confract. In the event that any of the foregoing items
are deemed not to be works made for hire, Contractor hereby assigne and agrees to
asmgn o the Alhance all nghts to such items, mcludng, without himitation, all copvmghts,

8.2  Contractor shall not, without the pior wintten consent of the Albance or unless
otherwize directed by the Statement of Work, disclose to third parties amy imformation
developed or recerved m comnection with the Tasks unless: (1) the mtbrmation i& known
to Comtractor ponor to recenving the same directly or imdirectly fiom the Alliance m
comnection with the Tasks, (2} the infbrmation 1 in the public domain at the fime of
diacloaure by Contractor; or (3) the information 1= recerved by Contractor from a thard
paity who did not recerve the same direclly or indirectly fiom the Albanee or m
connection with the Tasks, If requested by the Allance, Contractor shall obtain from ife
emplovees, its afupphﬁ's___ andl subcontractors of any ter and ther respective employees,
nondizclosure contracts in form and content satizfactory o the Alliance,

9, Indemuification

9.1  Each paty shall indemmfy, defend and hold harmless the other party, its directors,
officers, emplovees, and agents (collectively, Indemmnitees) from any and all clame,
demands, smts, loszes, costa, and damages of every kind and dezcoption, mcluding
attorney fees, bronght or made against or menmed by any of the Indemnitess reslting
from, anang out of, or in any way connected with, any act of a party, itz employees,
agents, representatives, or sabeontractors of any tier, their emplovees, agents, or
representatives in the performance or nonperformance of a party's obhigations under this
Contract or m any way related to this Contract. The indemiuty oblgations under this
Section shall mehide withont Emitation:
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1.

9.2

9.3

A Loss of or damage to any property of a party or any third party,

B. Bodily or personal injuy to, or death of any personds), incloding without
hmitation emplovees of a party or ie subcontractors of any ter, and

o Claims ansing out of workers' compensation, imemployment compensation, or
amilar such lws or obligations apphcable to employess of a party or its
subcontractors of amy her

A party's indemmity obligaticn vmder thiz Section shall not extend fo any hability cansed
by the neghgence of any of the Indenmiiees.

Codtractor shall indemuuty, defend and hold hesmless the Albance and s Indemmtess
from all daime, logses, hamm, habihties, damages, costs, expenses (mduding, but not
Lmnted to, attormney fees) and rovaltes arising out of or in connection with any clams,
action, mut or progeeding based upon mifngement (or alleged infrmgement) of any
patent, copyrnght, trade mane or trademark, or upon the Contractor's or subcontractors
wrongfinl use {or alleged wrongful use) of any confidenfial or propoetary concept,
method, process, product, witing, intbemation or other itemn, and ansmg out of] or in
cornection with, thiz Contract, performance of the Tasks or the vee of any of the Tasks,

If amy of the Tasks or any n2e of the Tasks constitufes an infingement of any patent,

copynght, trade mame or trademard,, or wrongtil use of any confidential or proprietary
coneepd, method, process, product, wiiting, mformation or other item, Contractor shall
at itz expense ather (1) procure for the Albance and s Indemnitees the nght to we the

infiingng item;, {2} replace the minging item with a substantially equal bet non-infingmg
ttem, or (3) modifiy the infiuspng tem so that if becomes none infinging.

Workers' Compensation and Insurance

Contractor shall ensure that, wath respect to all persons pertormung the Tasks,
Confractor or ife suppliers or snbcontractors maimtain in effect af all tmes dunng
performance of the Tasks coverage or msnrance in accordance with the applicable laws
relating fo workers' compensation and employer's habihty msurance,

Without limating any habilities or any other obligations of Contractor, Contractor shall,
prior to cominencing works, secure and contimonsly cary with msurers acceptable o
the Alhance the fllowing mimmen maArance coverage;

Commercial General Taabality msurance with a minmum angle ot of $1,000,000, The

coverage shall mclude:
A Bodily Injury and Propesty Damage Liabakity,
B. Contractual Laability,

C. Products and Completed Operations, excepting Errors and Cimissaons, to
exctend for a mimmum of two (2) years past acceptance or fermination of the
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11.

12,

10.3

10.4

Tagks, to protect agamet and from all losz by resson of injury o pereong or
damage to property, inclnding Contracton's own workers and all dhird persons,
and property of the Alliance and all third parties based wpon and an=ng oot of
Codtractor's operations hereunder, melding the operations of its
subcontractors of any ter

Bnaness Antomolile Tighility marance with a mmmmum angle hmit of 51,000,000 for
bodaly injury and property damage with respect to Contractor's vehicles, whether
owmed, hired or non-cwned, assigned fo, or used in the performance of the work,

The policies required heran shall inchide (1) provigons or endorsements naming the
Alliance, its directors, officers and employees s addibonal imsureds; and (2) a cross-
hahality and severability of inferest clange. Unless specifically waved by the Alhance, a
cerfificate of menrance and its respective endorsement cerbifinng to the issuance of such
msnrance shall be fimished to the Allance withm ten {10} days of the execution of {hs
Contract. For all commercial general hability coverage witten on a "clams-made"
bagiz, the certificate shall al=o identify the retroactive date(s) and all later endorsements,
iany. I requested by the Alhance, a copy of each insurance policy, certified a2 a tue
copy by an authonzed representative of the issung msurance company, shall be
firmehed to the Alliance.

The Alliance shall be nofified by Contractor of any commercial general hablity policies
mantamed hereunder and wntten on a "clama-made” form. Such msurance policies
written on a "claime-made" basig shall be mantamed by Contractor for a minimum
period of five (5} vears after the completion of this Contract, and the Alhance may, af ifs
discretion, require Contractor, at Contractor’s sole expense, to metitite other measuwes
to guarantee fithire coverage for claimes as contemnplated by thas Contract,

Acknowledoement of Support

11.1

11.2

11.3

Publication of the resulie of thae award 1z encoursged. Contractor shall give the Alliance
notice of and an opporiumty to review any proposed written or posted publication of
thiz award or resultz of this award and sy matenals that result from thiz Contract that
are pablished or otherwise dissenumated. Such materals shall melude an
acknowledgement that this activity was supporied, in whole or in part, by the Alhance,
but that such support does not constitate an endorsement by the Alliance of the views

The Contractor shall ensure that all program matenals, mcleding marketing, trainmng and
collateral matenalg, follow applicable pridelines as set forth by the Allance for such
purposes a2 acknowledgng Alliance support and aponsorship, sdior uze of the
Allance logo and tag bne. All program materials must be approved by the Albance.

Adberence to Graphics Standards, The Contractor shall adhere to the gindelines set
torth in the attached Graphics Standards Gudelne (Extubat [},

Changes

12.1

The provismons of this Contract canmot be modified by sapplemental comtract,
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13,

14.

amendment, or change order without the review and approval of the Allance and the
Contractor. If changes to thes Contract are deemed necessary, they shall be made by
amendment and agned by both parties,

If any change wnder Section 12,1 canses an increase or decrease in the cost of or the
tume reqquired for performance of the Tasks, an equitable adjestment m the
compensation and the Schedule under this Contract shall be made to reflect such
mciease of decrease, and this Contract shall be modified in wiiting accondingly. Such
equitable adjnstment shall constitute fill compensation to Confractor for sach change.

Motwithstanding any dispute or delay i amang at a mubeally accepiable equitable
adjnstment under Section 12.2, Contractor shall immedmately proceed with performance
of the Taska az changed pursuant to Section 12,2, If Contractor intends to assert a
claum for equitable adjnstiment wnder Section 12,2, Contractor nnst, within fifieen {15)
days atter Contractor's recerpt of any notice under Section 12 2 that does not zet forth
an acceptable adjustment, subeat to the Alhance a witten statement of the basis and
nature of the adjustment daimed. Confractor shall not be enfitled to any adjustment
unless such written statement s sabimitted by Contractor to the Allisnce within the
applicable fifieen- (15) day penod,

Disputes

The uze of mediatiom 12 encouraged and may be nsed az negotiated between the parties

All clamms arising out of this Contract and all disputes not sefiled by the parties shall be
setled by bunding abitration m accordance with the effective miles of the Adbitration
Service of Porfland, Inc. and judgment upon the award rendered by the arbitraton(=)
miay be entered in the cowt heving jusdiction as finther defined m paragraph 16,11, I
an arbitration heanng is required, such heanng shall be held m Poriland, Oregon,

. fion of N i

14.3

Contractor zhall af 1e expense prompthy and satizfactonly comect any Tasks within itz or
its subconiractors’ control found to be detective or not in compliance with the
requrements of this Contract

If the Allance directs Confractor to comect defective or non-complying Tasks or
otherwise to achieve complimce with this Contract and Contractor thereatter fuls to
comply or idicates 18 mability or umeillingness to comply, the Allance may, upon ten
(10} daye” advance witten notice to Contractor of the Alliance's intention to do so,
comect {or canse fo be comected) the defect or noncomphance, or otherwize achieve
compliance by the most expaditions and commeraally reasonable means avalable to it
(b contract or otherwize) and recover the coat of the correction by offeet agaimst
compensation payable under this Contract or charges to the Contractor not to exceed
pavments made to the Contractor under this Contract

The Allance's nght to make comections and otherwize achieve compliance and recover
from Contractor the cost theseot'is in addition to all other nghts and remedies avalable
fo the Alliance under this Contract or otherwize by law and ghall m no event be
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comatmed or interpreted a= obhigating the Allisnce to make any comection of defechve
or noncomplying Tasks or otherwise to achieve compliance with this Contract.
Contractor's obhgation fo comect defective or noncomplying Tasks shall not in any way
himit or qualify any other obligaton of Contract wnder this Contract  Further,
Contractor's obhgations shall not be mited or qualified in any way becanze of any
cortections or other obligations performed (or cansed to be performed) by the Alhance
or the Alliance's nght to perform (or canse to be performed) the same

15.  lermination

15.1

153

15.4

The Allance may at any time, upon ten {10} dayvs” written notice to Contractor,
terminate thes Contract for all Tasks not then performed, whether or not Contractor is
then in breach or defalt, Upon recempt of any sach notice of termination, Contractor
ghall, except as ofherwise directed by the Alhance, immediately stop performance of the
Tasks to the extent specified mn =ach notice,

The Allance may at any time terminate this Contract, upon ten {10} days' wntten notice
to Contractor, for cause if the Contractor (1) fals to pertorm any of its responsibilities
ged forth in the Statement of Worl, or failz fo make safficient progress in its work as to
endanger, in the judgment of the Allance, complete and timely performance;, (2]
breaches any of il wamanfies under this Contract, (33 failz to comply with any materal
provision of this Contract, or {4) violates any provision of this Contract that specifically
authomzes the Alliance to terminate for cause. The Alhance shall give the Confractor
written notice of such termmmation speaifiing the date of termonation and the cmse. Such
termmation 1= effechve immediately

If termination 12 not the result of Contractor's breach or default, an equitable adjustment
ghall be made in the compensaton payable to Contractor wider this Contract, provaded
that such compensation a2 g0 adjusted shall in no event exceed a percentage of the total
compensation otherwise payable under this Contract equal to the percentage of the
Tagke eahefactonly completed at the ime of termination.  Confractor shall vee ite begt
effontz to minmize the compensation payable under this Contract in the event of such
termmation.

Upon defmlt by erther party, the non-defanlting parte may pursse @l svalable legal and
equutable remedies aganst the defaulting party concurrenily. The exercaise of any legal
or equitable remedy shall not prevent the non-defaltng party friom pursmng any other
avalable remedy.

16. Mliscellan eous

lal

16.2

Ay notice under thes Contract ghall be m wiiting and shall be delivered in person o
mailed, propery addressed and stamped with the required postage, fo the intended
recipient at the address and to the attention of the person specified below. Either party
may change 1ie address specified below by giving the other party notice of such change
e accordance with tles Section. Notices are effective upon personal delivery, orif
maled, at the expiration of the third day after the date of deposif in the U5, mail,

Confractor hall not (by contract, operation of law, or othereise) assign this Confract or
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la.3

la.4

1o

loé

167

la.8

169

la.10

la.1l

any night or inferest in thiz Comtract without the pror wotten conzent of the Allmnce
Such assignment without the Alliance's prior written consent shall be voudable at the
Alhance's option, No such asagnment, with or without the Alliance's prior written
comsent, shall relieve Contractor fiom its responsibality fo pertbrm the Tasks m
accondance with thas Contract, Subyjed to the foregoing restnction on assignment by
Contractor, this Contract shall be filly bunding npon, ine to the benefit of, and be
enforceable by the successom, asmgns and legal representatives of the respective parties
to this Contract

The falure of erther party to inast upon or enforee stoct performance by the other party
of any of the provisions of this Confract or to exercize any nghts wnder thes Contract
ghall not be constroed as a waiver or relnquishment to any extent of 1t nght to assert or
rely upon any #uch provasions or nghts m that or any other instance; rather, the =ame
ghall be and remmin m full force and effect.

All obligations of Contractor and of the Alhance that may reasonably be mterpreted o
conztmied as suraving the completion, termination or cancellation of this Contract =hall
survive the completion, termination or cancellation of this Contract.

Contractor ghall take snch achon {mcluding, it not linated to, the executon,
acknowledgement and delivery of documents) a2 may be requested by the Allisnce for
the implementation or continmng performance of this Confract.

The nghts and remedies of the parties set forth many provison of thes Contract are in
addition fo and do not m any way limit any other nghtz or remedies afforded by any
other provison of this Contract, by any of Contractor’s suppliess or subeontractors of
any tier, or by law,

Thiz Contract setz forth the entire agreement of the parties and supersedes any and all
prior negotiations or agreements with respect to the Tasks.

The invaludity or unenforceability of any provision of thes Contract shall not affect the
cther provisions hereof, and this Contract ghall be congtrued m all respects a= ifsuch
arvalid or nnenforeeable provisions were omafted. The headings of Sections of this
Contract are for convenlence of reference only and are not intended to restnet, affect,
of be of aiy weight in the interpretation of construction of the provisons of such
Sections,

Thiz Contract shall be interpreted, constroed and enforced m all respects i accordance
with the substantive and procedural lavs of the State of Oregon

In the event an action is bronght to enforee any provision of or declare a breach of thes
Contract, the prevvailing party ghall be entifled to recover, in addition to any other
amonnts awarded, reasonable legal coste, induding aftorney fees monrred therely.

Subject to paragraph 132, each panty irrevocably submits to the exclssive pmsdiction
of the Multnomah County Ciremt Court or the United States Distnct Court in Portland,
Chegon, over @y st action of proceeding ansmg ont of or relating to this Conteact,
amd comfirme that sech court shall have personal junsdiction over such party. Each
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party rrevocably waives any night to asszert, a2 a defense or otherwize, any claim that 1t
12 not subyect o the ponsdiction or venne of snch conrt. The parties agree that such
coniris offer convement forume and proper venies for any such st

17, Compliance with Debarment & Suspension

Confractor wamants and certifies to the Allance that nexther it nor any of itz prncipal employees
18 correndly listed on the General Services Admmistration’s List of Paties Excloded from
Federal Procurement or Wonprocurement Programs (“the List™), Confractor further warmani=
and certifies that if esther it or any of its principal employees becomes histed on the List during
the performance of this comiract, then Clontractor shall immediately mfcom the Alhance in
writing. The Alliance 15 requuring flus assurance from Confractor in order to be certain that the
Alhance 1= in full complance with Executive Orders 1254% and 12689, and any and all mles
prormilgated mplementing those executive orders.

Northwest Energy Efficiency Contractor
Alliance, Inc.
Margaret Gardner
Executive Director
Drate: Lrater
Federal Tax [T

Addresses for Notces:

Al
Northwest Energy Efficiency Alhance, Inc,
329 5W Third Ave., Swte 600
Portland, OR 97204
FH:  503-827-8B416
FAX: 503-827-8437

Contractor;

PH:
FAX:
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Appendix C

ENERGY EFFICIENCY BEST PRACTICES ﬂ " n
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é I

iency

Jor small aad medivm sized
busiueys custoinery

V"R D 15 origibier

- Aoy customer with # monthly demand < 500 KW per month

* Customers with multiple accounts, please call (300} 468-4743
Lo see B@F you qualily

VW RAY con you ger?

* Up to 825000 for eligible equipment (see worksheet inside )

AW v appiye

* To ensure funding availability, you must reserve funds before you purchase
and install the equipment. Call (8007 4684743 1o reserve your funds

Colenlate your rebate
< Fill in and sign the Customer Information page

© Attach original, ltemized Involee to this application
and mall back to Paciflc Gas and Electric Company
Central Processing Center

Pacific Gas and
Electric Company.






C L3R WasraE3

for small and medtnm stzed
Dusd sy < tstoaners

Eligibility
© Custoowers cligibde Tor the 3007 Express Effiel
are L‘]Iﬂ a5 Ehose n:-Esd.ll. I:|:||1'i“.l1ltt|ﬁ|'.|.lII
agriculiura] sccomnis with 3 maximum month by
deuand of 500 KW and on the applicabls rate schaduls
Additiomelly, costomen with more than ome aecount,
e *udmﬂfuullmﬁlhﬂm]mﬂ
agricolural rate soccimts owmed cannod exeesd 500 KW

* The iotal rebate Emit for ike Expres Bificimcy
e F25,000 per scoomnt, per fuel, per year,
tnckude participation in any combination of the
iy Conditioning, LED . Refrigeration, end
%@Eul-’m M?ﬂ apply For refaces
umti] the limiv s reachel

Cmtm:ﬂﬁhrﬂ;urh:lhbuu‘:mﬂur@dbulpp—h
o tEe Sandard Forforoie ¢ Coniract IR aAn

Requirements

© Eebate iveews must be iesalled om the Facilfic Gas and
Elrcinie Company electric accmm list=d on the
pplication for deose fisms

All pure s e s of recepls must be dated betweim
April 1, 3002 &nd December H, 2002 41 rebate |cevs
it b and foesalled prior to submisting am
applicasan for o rebate to be consider sd.

 Ertaies cannod be coowtined with ocher wllity rehiie
of Incomtive programs,

MUsL st fhs Teuirem s on the reverse
side If ou have oig, chick with wour local
Paciflc Gas and Elecnic Comgany of fice o confirm
elgitd ity and reeerve funds before purrhasing products

The selaction, parchase apd pwnership of the
piprimpnael i3 the sole respmeibiBny of the oo bomer
Facific Gas and Flectric Company mak= no represmia-
Gloi 35 Lo Che safey, rellabilicy and /o efficemy of
the apapiment seledtal of conpoa s thensal

Facilic Gas and Eleetrle Company ks no warmamsy,
whisher expresal o mplied, o lsling warrassy of
e chiamtabiliey of Misess for oy panic e purpise,
wme, o gpplication of the sgalpmest

How To Apply

I To mesure Nindicg 1 vailability, you met reeve lods
belom you e and install sgatpment Call
(&) 4684743 W resier v Four Punds,

I Calculate your rebate by multiplyisd the {nantity
I"_-'r.h.l.'lui fColumn A) time the bz Uit [ Cobamn
B and write the amont i Calumm © Fwir rebaie Tor
each produet cammol exceed the price poa pald for i

' kdd all the rebate amounds i Column C apd wride the

Base Rebate amount in the space provided an ke ot
tom &l the application

O ke padd, iveesdeed wober(s b of receipl(s), citcle the

energy s vimg product{s) for which a febale b regues-
ed and Ebel pach one with its cat letier. fi= sure

that the maln snd mode namnber of mch it appsrs
i the lnvecn
© F st amd sign the Custoemer nformation page

i Aftach the octginl, itenieed involce(s) to vour orkgnal
appEcasion End mail in the mvekpe e

Pacific Gas and Electric Congpany

Faciflc digs and Electrlc Comgany reservss the En P
withhold payment for prodocts that do ot m;ﬂ:ﬂ_ [E;l:l.t;luﬂ ing 'I.EIE'I:E-I' 150
reqalrements and ko verify imialtion 5 SER: Amenur, Bitite
Fleasant Hill, Ca %455
+ Brlas EYIREAS are ﬂmm{uf the lP‘Pﬂ'-HJ'i
{eustoanzr )} The l'g:&'..ltmg.l.dﬂ: paymeEnt toa third
party 4 complstad payment refeme form & sl required.
This 2042 Express FEcicocy Frogrm may be modified or trmminsted witkos poior piglee. Chiek Facfle Gas aml Blacir
Comnpany's welr site T peszfam modl Beatksns aml uplatz im the prograes status. Flese see e 3002 Exprss Blcios
Pakelm aml Proceders mammil | peted o our web aile) for complete mBometion aml wiber applicable retrictons

OUESRTIEGN ST CAali

NEED MOBE INFORMATIONT WISIT DUR WENR RITE

iAday EAH. 4R

AT WWW PEE DM





Terms and Conditions: Air Conditioning
When applicable, aitach 4 mraafsciurer's spec sheet showing EER (or SEER )} and capacity in BTU e 40 yoar application,

A Pack:age Terminal Air Conditioners @ind

Package Heat Pumps
Fackage wridral air conilithomers | FTACS) and heal pummgs are

Ahe wall or Ahe-windor air conditioner units and
arg D boaes (2E000 BTU Wrh of dless To cabonles e minbmum B ongy
Efficiency Ratic { EER} elgible for rebae, use the Eulh#.':qu]_ [ermmlas

i - b
{ AewERY - seeEER ) ke

If FTAC unit < 7000 BTU hr, then Mim. EPE - 558

IF 7246 BTV e = FTAC Uit < 15000 I'I'l.l."I'IT then
Mim EER = 104 - (016 +1

1 FTAC umin = 15 300 Evu/be, then Min EEE - Th
Cooling capacity vahse can be frmnd on specification shest for A0 undt

i 50/ km =

B Packaze Air Conditioners, Split Sysiems
2400y BT U e sl < 65,0080 BTU hr

Ter M. TFE i&r, XIF1 TV
I EER: B0 Splil/ 005 Pl SEEL 13/ 1 o
n EE 16 Sple s Fep SEE B Tt
i FEL: L3 Splli/ IL6 P, EEEE: 14 Tes

€. Air Conled, Package Air Conditipners, Split
Svstems = 05000 and < 1354044 BTU br
Nir eoolnl, single package or spit sysiem air condizioners withis the

desigguied sime catefory are eligible when the rated efficlescy B
Bresler thin of qisl 1 the st eindim.

CFE Tier Il AL Menbimm BEE - 0, 114 [FLY

Water or Evaporative Cooled, Package Air

Conditioners, Split Systems - 65,000 and
155.0HH} BT 'hr

Water or pvaporative conlsd, sngle nrklrwa-kt system aiy cond|-

tirners within the drsignate sim o2 ﬁ; when the rand

effidency is grester than or epml io staied

CEE Tier 11 ACs Minkoam EFE= 140

I Air Cooled, Package Air Conditioners, Split
Systems - 15000 and = 25004000 BT hr
Alr conled, single package or split system air rondithmners within the

designaced size cagegory are eligible when the raced efflcimcy B
grester iban or muzl to the sivied minimum.

CEE Ter Il ACs Minkvmm EER = 105, 102 IPLY

Water or Evaporative Cooled, Fackage Air
Conditioncrs, Split Svstems = 135,000 BTU hr
ind = TH0.000 BTU/ hr

Water of gvaporatve coulal, single package of splic systan ais

omndidoners within tbe deignated sioe cotegory are eligble when
the rated efficlancy is greater tham or spal so the saisd minkmum

CEE Tier Il ACs Minbmom BER- 1440

E. Air Conled, Package Air Conditioners, Split
Sysiems > 20000 and = 760,000 BTU hr

Alr conled, single package or split system abr conditimers within the
esdgmuted sz cotedory are eHodbe whm the rate] sffcmcy b
grester ibam or squal to the viated mdnisoum.

CEE Tier I &C% Mmbrmun BEEE - 104, 104 [FLY

F. 5¢tback Progeammable Thermosinis

Must pmpgratically sdjust the temperagure seiting of wour hesiing and
wir conditioning systam at pre-scloeed times co make sure moergy s
ronsumsd onlby when needed.

G Reflective Window Film

Filim mest have a mingmum fAve-vear manufacturers warrenty, Refates
are not availsble for windows with northemn . Addatdana by,
film met have dther o solar heat falm roefficient (SHGE) < 059 and
bt applied to clear, sngle-pane ghis, or film caon have an SHGC < 047
and visible transmittanee salir het gain cosfficient {VT/SHEC)

ratle = 13 This oeast be Socumented oo the fnvolee, 25 well a5 sqpuare
Bootage ipstalled.

I Evaporauve Corler

Must replace an existing, vapor-compresion sr conditioning system. or
the exisiing compresor must be made inopentive Mot oo have
“rnstamt hle=d” option. Mo rebate s aveilshle for CEC cimate woaes
Vemd 3 Tonmags on apphication 5 basad o capacity of mﬂ:-g it
that is rephiced. Invoice shosld contain mfomation

what ix heing regliced

I Variable Frequency Drives (VEDs) Tor HVAC
Fans or Chilled Water Pumps
VD ipcematives are For fan and chillsl water pump spplications oo
HVAC syabems. The madmien fan size iy 000 bp. The inelalEBbion of a
VED m o BVAC fan is eligible for 2 rebate cnly if throitling device,
such as inlel vanes, beypss dapgers and throiEg valves, are femoved
uf pernEnetly disablsd. & ¥ fmpedince chide i peommmendsd. The
testalbacion of 8 VID om & clilind water pemp Is sigibie for s retace
I installed jn conjumctien with & oo version from 3 constant-flew
rhal water pumping systsm in g varable-flow srstem In addition, 2
VED comversion may 4130 reqaire repbicing or converting thres-way
wives o coiling colls b0 Dwn-way valves amd converting oA
primary,/ =eondary chilled water pwu:plns spHEm

Abbréviations

EEH = Energy Hiidency Extlo CEC = Califoenks Energy

SEER = Semonal (oo
Bfficiency Eatin SHGE = Foler Hest Gail
Coedficl=m.

[FLY = Isegratod Pat laead
Halun

CLE = Consorgium For Energy
Bk y

¥T = Vigihle Tragemilamcs

British Thermal Uni (bm s The amiami of hes o i the
wmﬂmpmidﬂu by tme disgres B i
rl:lfb: Hatio {LEER The cooling capactiy of an sir-condstining
? I:lfi:lt:h:mt [CREE CrS M Witk
Insigratod I“irl Load ¥alne (IFEVE Part loed silicimcy
Sepsional kivergy Kiticiency Hating (SEER b The tital coding owipoi
{Bu}of nm“nruﬂﬂnnn:’m: : s normal ussge period -Ihr':‘l-ad
Ty chie il elociric ey inp Owan-hi) dering) che s perkod
Tharmal Expanson Yabvd (TXYx 4 refriforant metering valve, natalled
i . mr-oomdisoming wniy, which contrals the Acee of Hopid refrigerant
enterie! the sraporinor In reponse o8 yeeem onoling demed
Tong A meavars 0f D remowed over @ peelod of sime by an
atr-(imeAiiming Or refrigeration syztem (1 80m = TL003 Biu, e

To Calcnlaie Tonnage

Take the capacity in B Br s ARD st cndRions Tivide by 140060
it on rouml b0 the nearssy tepgh (o conrersion faciirs bl i
1f Biu/hr and eon railed are oob eqeivalens o peodect Hisrsiure, rebate
imast be calculstod wsing manu feotorers Bte/he ratling, Kew eificlency
:ﬁﬂ;ﬂh Irazed [I'IJI ARE tesL oo i Hill-ll;:(-f:"i Fr'r_:;.r_ll{!

lm = |h:r-1:gn1 mt,uquh:-.mﬂ'rpu. el sen, lﬂI:T
raibrgl, ansd Iuh'l:-:nul:‘l:-I.rl’':I'.!'l.'ll'l:llnu1.1::!-!|-1:l:1|l13‘I
application.






‘ Pocific Gas and MWD
gy Electric Company. Express Efficiency
AR CORHTIOMING APPLRCAT N

{Fur Retrofiv Frafecis)
Fheans coripiele feverse fide of the angtication

Crntion: Read ]:!l'llrllt.ld.'i I'!{lIHTE'lTI-E‘ﬂl.! belore pa rlﬁhliiﬂg. I ol s correction Muid on rebate =|1_|:I||'I'I.1.'Iﬂ“.

Plaaze detpch hera

Equpman Typs Dimrany Purchesed Retetailral Rekats
i B C=AxB
A, Pechage lemesal Ao Condileness. sl LORS i - | i PSR =
Pachagr Teimemal eg Pamps SawIER - v EEE
(up 1o 24,000 2T1r]
I Paskayge An Crdmimen o Splil Sysen 11131 X T | e
(=28 M ard < 85,00 BT LR 2 Tier 1 Folion
3 Tiar LI § T
E, Fachage Ao Cradiimemn o Sple Eans FTafon
Bpademy - an ool e
G, 000 A o 175000 BTU S
=aclpe A Lesdnieners gz Sple Eiirks | 3T ]
Spnlemy - wouter ane gyl <ol e
(2E5 000 and « 135000 BT 1%r)
I Peckange Ao Coafdisaen m Sphi Eiifts b LT B ]
Sanipmic ap canleg
(=135.000 and< #0000 BY ]
Dk e fn Csddmsmes @ Sple 4] -1 BT ]
Swnlpm - wapder ane pEmparalnee ool ed
(=035 0 pnad < TEOO0OD BT NI
i Hachagye Wit Losdiisaers m Sphl [ g ] FTEian
-.f'.h' n N panipe
{0 and < 700000 BTUN
. Sethack Programmable Themastats s B2l
L. Bullpcimes W issdirer Filin ek L AR square fi O Canstal
EAR zqmre R O inland
E AN squmre N O Deamit
1 Evapsitoes Cislnis . _inong £ Aon
L Wanalie Frequescy ey
WAL Fans i) HUhe
Challed Water Pumps hp filhp
Bt o ey uilll s exw O B0 0060 oy aissrad, por e BASEREMTE‘
Fai 1hilHYy lisé Ciels
Paridr Sae srd Elacin e C oy £ e 55 right o sy peslom






2002 Air Conditioning Application (For Retrofit Projects)

Foor utdiby ome orfy
Imporant Motice: Tho oripmal sppscation ond peed demized irvocos mas b ApphomionMerbet | 6 | @ 4 4 b 04 W |
oo by Faciic Gas and Electnr Compemy or postmar kod no ater than Whikpie Saphcmiions L0
December T, J0002. | cuepmed mokos e moded rmemdes cegus ed on ol ineosces Vgrrdar Hisrbar ot — i —f =

Cosiomer Indormition Flease Print Cleacly

i P i i | , R Saatis (check ape) Huilding fype (chech e}
" i j i i i1
Fachic G amd Blecing Compiany andd e Ads ol Rumbse Rt S hedide [0 IndiwtdualiGobe F'r':-P O Cefics O Restaerant
O Partrership O Smal O Hodelfdoled
L =] 1 [ | O Corperation Oiorge O M cal
1"?’1“ 1Ly hlumber '-"“‘:ll-"Itdl 3 | wsivgd O Gl & Ragpital
O Collsge L Clwis
Fane ol Lompany o 5-12 D Gracery
H Daycare ' Werehone
Ol Fetmi I Pubdic By
Narms 3z f fppears o faur Uity BB O Smaii O Process ind
Oiarge O hfinc
Maie of [ ol 5cd Paran Title
Ealgphens ol Damact Faron Fag M bar E-Falail deirais
& deirens Wik e Mars|s) irsialed Squars Footsge [Feired
City Seale Ip

Checks Should Be Made Payablé To The Following: B Check IT Same As Above

Larepany Nama

Ftnirg dadress

Cny Thaie I

Eelaphans Faz Hum bt
T aheck i 0 b made pialis 1o 3 Pnd ey a conplsied Faymeit Kaleiss Form o alio regquirsd

AgreEmEL

ul'ﬂHEﬂtﬁuﬂiﬂﬂm‘hﬂﬂl{ Ukt | prchased aned nsalled (e Ssdic pied energy mvieg between Aprl I M4 and
Tesmlen 15 AHIL For il by vy Beesibies rﬂdnuru nlllwmmmuiﬂmﬂdwu:mmlwwm

thiin apgtication. | gee Lo wificaion by Faific G ma Becaie compay of both the wdles mmnmctions and prosects nsallatlen mil 1 certify that the miermation
o ihis applicorion L= rue mad comrect, mmad thon e dax 1D peovided |s o socwrsie represeniation of die applicomi | ander slaned thai cebaie papmemis are bagd on
vl itedl cnergy bonofis oved the e of e product

I thalif

L [de mod provide Facilc Gas asd Elorieie Company st 909 of the relsad ipecifled in the
#Hkﬂﬂ-hﬂll'ﬂl‘#ﬂlhim-lﬂﬂl'ﬁi#HHﬂWHZ'FHlMﬁ[IHImIH‘hMIlMd
B s Ao e dadiar fbatbon cuftomer of Facille Gad and Elsciris Gompany daging wkl e period, Conira| Nimber S
I shadl refomsd @ proratsd smousd of pebate dollar 0o Factfic Gao and Electric Compan y based on the aciual

arieed of time m winkh 1 peockdsd e relnsl magy benedis o om st mstomes of Facific Gar anil ES RS N N S R
B-lﬂ.rln:l:.nr.l!ut

I wree II.I1HI.|:HFITI mary be modified or terminated wiheow prior motice Fiost-Fisla linia fep. 10

r-mm-umuumkmum:pﬂi:mumm-mn:mlmurrmnumnm =L -1

“'ﬂ;'..f e Lty 1h i Dssmben 13 AN, amd ol al) i rcnil S 2 b gorrchiss ol amad O Mmil chack to fsld afice.
pilet o sbidaiion of applicitios Akart

Tas Liakilhiy -

Incentiees are taxable and @ greater thun JHE will ke peporied Ao the 185 unless yom are suempl. Faciti Gm

il Flormic Comgan g will nopant oy prbaie as Inssae 10 v on 05 Foem i00% tales pou hive «hedind ¥ 3

o praalbom oF sl Lag #alas o T wrg el Lo con sl e i alviod cmcemibng the

tanability of sebuies. Facitic Gar and Beciric Company is mol respoasble for any laues thal may be mposesd Reniewerifunhoned Hgnanure #1 Uare
ofL poar a5 s W et of Jour recslpd of this reae. [,
I e e willl e miiligy pay nsore (ham WO of the scial s price of ihe ilens o T '3 §E D
o ookt Thiis program bes i limited budgea. 1 fio Feservatio i@ e, opplic Gons will T
B bcoepied on @ firstome, (rst-served bosis il alloon ted Dunds are spent, or by [t Raceivad
December 15 242 whichey er conses flrad

1 harve remil and mnderstand g program reguiremen i amd terms and condi toms set foroh
im e wpplicniion aml Lagres woalide by iase repairememie Farihisrmore, | onvour il Tortarl Rsteais
| st iwect wll cligibility oriveris in ofder o e pasld wind e ilEis prograis

For Dtilivy Use Omly

X I !
I T - This pragram is [omded by Cal | Fenais widlicy
uElpmer sgraiere Llata Imstaliation [ate {reed Sy} JMﬂP‘n:nln-lﬂmJnk:Tnl'hvau

Anwislop-ew e wid lgies, wnder m.‘L
(L18

2 i
Cumtomar Name (Flesss Fnnf Base Rehats Kmesum ot Calubornin Foblds vl e Comum
0 ek i B € fi= VRl
PLEASE MAKE A COPY OF THE DOCUMENT FOR YOUR RECORDS A o o bt S






STAPLE INVIHCE HERE

SAMPLE VENDOR INVOICE
- L S0l e
VENDOR MAME _ e
AN ADORESS }%DEEEQ; %
i [r—— -
ITERRIEEDS LEST O
k3 IPMAERST W1 TH —]
NIT PRKE
AND CLIANTITY
™ o [ | |—— TOTALFEBATE AMOUNT
simia ||| |—— PATMENTSTATUS
CUSTUMER —— TOTAL NWEIEE AMOUNT
s | ——————— ——

Bxpreﬂ@@%ency

AP LICATION a1 o glonce

O Bqudpment mess minimim requiremenis

O Molel aumber and manufaciurer listed on the application
O Paid itemized invoice enclesd

O Manufacturers technical specifications enclosed

O Criginal signed and dated application

Pacific Gas and
. Electric Company.






Al
E.:spm;sg };dwm}
8 P P L 0@ 870

E"l 5':..3.- '; ;_ "ﬁ’lEJ‘ 3
Jow sinadl and wedinim-skzed
bustiness enytninevs

§ .
\"' RO 1 wigrber
Any customer with @ monthly demand < 500 kKW per month

Customers with multiple accounts, please call {300} 468-4743
Lo sew i you gqualily

VA" A e o g

Up to 825 0d0 for eligible equipment (soe worksheel inside)

mo'
To ensure funding avallability, you must reserve funds before you purchuse
and install the equipment. Call (800) 4684743 1o reserve your funds
Calenlate your rebate
Fill in and sign the Customer Information page

Attach original, ltemized involee to this application
and mall back to Paciflc Gas and Electric Company
Ceniral Processing Center

Pacific Gas and
Electric Company.






)

Bx prvgbq wien ey

AP P4al

LELNEEATEBLL

@

"
£

S v 0

E—L‘l,,._j." l;a:dl IIr&.j

Duafuesy cafuisery
S b e kel of e
Enaxt ] e ¥ E CUS g
Customers cligihle for the W2 Expres Efficioncy Puckil i sl Bt Canciguny isalin e -oprencioka
ned s Mo commmercial, Jodus s w45 1o the safety, relabiliy and /o efficency of
and agricubiural scocumis with o maxioum monthy e ! 2

dzmand of 500 KW and on the applicable rate schadule
Additiome by, costomen with more than ome aecount,

e a @Izdmﬂlu for all cormmzrria | imdustrial and
ﬂ‘il.‘ll urall rate socom s owned cannod axcesd 500 KW

Ther tota] rebate Emit for the Fxpres Wificimcy
e F25,000 per scoomnt, per fuel, per year,
This includs particiption in any combination of the
llih.n?_.ur Conditioming, LED Sigms, Refrigeration, mnd
L/ Mogors Castomers may apply for réaces
I.h:H:II the it i reachal

Limtomers wilh brger facilitbs are encouraged to apply
ur 1EE Sandand Fariorden Conirct program

Erbase iveeks amust be iestalled o the Facific Gas and
Eleciric Company electrie accmma listad on the
applicason for dose fiems

All purebgse inveodces of recepls st b dated betwien
April ], 2002, and December B, 302 All retate (teme
inust b pupchased and nsalled prior to submmisting am
applicasan for o rebate to be consider sd.

Erhaies canmot be combined with ocher willity rehade
of IBComive programs

MUSL est the raquirementy o the rewerse
side If ou have oig, chick with wour local
Facific Gas and Electele Comgany office io confirm
elgitd ity and reeerve funds before purhasing products
Faciflc dies and Electrlc Comgamy reserves the right to
withbold payment for prodocts that do mof mes our
requiremenis amd to verify insialbstion

Brhase pavmenis are the property of the appleant
fcu:tm} The applicant may amsign payment to 2 thard
party 4 compl=tad payment relesme form & sk required

the spapment selecisd of Conpon s theraol
Factlic Gas and Flactric Company Al oo warramy,
whisher expressol of impibed, ineluling warrasty of
e chiamtabi bty of Mimess for oy panic e purpise,
e, of application of the egatpmest

To eeure Tundiceg avatlbdbey, vou ot reserve fands
befome you parchase and install sgatpment Call
(R} H8-4743 1 reserve your funds.

Calculate your rebate by muliiplying the (nantity
I"_:l'rh.l.'lui {Column A) timmes the Befabe Unit | Cobamn
B and write the amoint i Calumm © Fwir rebaie Tor
each prodiet cammol exceed the price poa pald for i
#dd all the rehade smounds i Column C and write the
Baze Rebate amoundt in the space providad an the bot-
tom &l the application

Ot the padd, ieeaieed hvebes(i ) of receipais), circle the
energy - vied product{s) for which a rebale b rogus-
ed and Ebel pach one with its cateory better. Be sure
that the gk gnd mosdel namnber of =ch ivem appsirs
i1 the inwie

Fill cast amdd sign the Custerner Information pags

Aftach the orsginal, itemieed invosce s ) 1o vour oridinal
appEcasion End mail in the mvekpe e

Pacific Gas and Electric Company
Central Poocesing Cenler

B0 Buskirk Avenue, Sujte 150
Fleasant Hill, G4 %455





Pl coplete Peverss S of b dppliantinn

Epumeal Tyypss M, 0F Kems Purchesed Habate!Ling Hel=ra
a B L=AKHB
Acrads) dacre OCeniral Valey O Dacidunus Tree
O Ceaslal O Fiedd Vegerabie
0 Mirsyard
N narTles k3%nnrde O Certral Yaley O Porfabla
O Coasal O Fermarsri
Ciery Vacuum Pumps fip Eldhp
Injection Molding Machine fip Tidhp
P e, YO0 Ry 01 o w a2 D00 pe oot pes e BASE REBATE %

Pt Gis el Blectrts Citrjma prvmrom U cighl 13w efly sl o

Must convert from o high pressure, impact type, sprinkler frngation
systam 5 psl operating pressore or more at the sprinkler hesd) oa
micro-ierigation svetem Mol apphoble 15 new plintings of vineards
or orchards unbes 2 ¥ineyard or orchard was the previous crop on the
fiedl Drip tage is 0ot eligible Debae an Asesors Farcel Map of
cther ducmmmtation T verly acrege

Must covert [rem @ high-pressare, sprink ba sysemn noizle

(%0 sl operatiog pressure of more at the sprinkle head. )

Must be accomgandesd by o pumping plant snalysis i ensure
ressinable pumping efflcieacy (45% Overall Pumplig Effickncy
or above) after the conversion. Portakle hand move or solid set

sysLEms may apply

Must convert from @ stamdard, comslant -spesd motor conbroller. With
the retrofitted VD o sutcematic mode, the system will be cantrolied
o maimain § constant vacoum via feadback from 2 vacuum transdac
or and withow® the s of any meackamicl I!q.lﬂlll:ll. The system will
be rum fm domalic mide excepl during svdem wash.

VED Ipcemiives apply oo saisibng older oope machines deas 4o not
already have “advenced cominok”, chat &re converead w VED wpe
macbines A quilfying machine So2s not currently have the capablicy
to wary the bydranlic pomp flod flow e the machine progresses
through o complete cycle. The hydraulic pump operates at a constant
fMow and presure, and bypasaes fheid io the sump whm it 18 nod
require 41 specific time during the injection meking proces





Plaans detach bere,

g IATAN,
Express Efficiency

MOTOR AFPLICATION

{For Retrofit Prajocis)
Ploazs conapdete reverss sk of Dhe applicstion

Caution: Read product requirements before purchasing. Do not use correction Auid on rebate application.

# ol motors | Rebate/Unit| hp Minimum Efficiency Requirements Rebate
purchased
(&) () Open Drip Proo Totally Enclosed Fan Cooled C=AxB
(ODF) (TEFC)
3600 rpm | 1800 rpm | 1200 rpm | 3600 rpm | 1800 rpm | 1200 rpm
i35 1 10 Bh5 H2h A0 55 825
i35 13 B840 D65 65 40 A5 AT5
i35 2 b Bbb BT5 55 65 BBS
540 3 B55 Bk BBk BEh JE5 BO5
50 5 5 BaG G B A95 a5
160 1.5 BES fe] (1) A0 B0k 417 i
70 10 G g i REINFS i A
a0 15 B0z LD A7 R (1 S T
140 20 A Ay 424 A1 30 g
115 25 A1 H36 H30 A1 36 B30
135 0 A 41 36 ani 36 A0
160 40 24 A1 H41 A2 Rl A41
1200 a0 93 045 41 930 M5 a1
5235 &l H36 850 5 036 S0 045
3270 15 36 A50 M5 93 64 45
360 100 36 054 50 A4 54 50
1540 125 ReL) Rl 50 950 54 450
630 150 RN 50 Hhd H50 5 50
630 200 950 A58 54 R 62 ke

Taril b vl Ewcires Copary e (e pght ooy ivein Bbon

Terms and Conditions:

E‘his irmﬂu o0vers thres phase induction moers of open drip prool in the agplicavion. Mors nos Hsted in the boest version of Mosor
Gl

andl 1etally enchssed and fan eoolal {TERC) lssifonims Master tablis are fot eligible fof inesntives. Custieaners wha are
These motors are also known as “open” and “clsad™ moors for short replacing motors that mest the above conditions should make nors
I ertiives are hased on Cheir Nominal Pull Load Efficiencies pablished theat the Moaminal Pall Load Efficency of the new motor will meet
by LEE { Consortium for Energy Efficiency )l Bebates are availible on or exeeed the qualifying efficiency level for that cliss encleure

g;r.nm'll purpos: motors {TEFC & QIFF nla.n;g Im stz from 1 6o 200 wype of QAT
that mes or excesd efficiency standards Ested in CEFs Premium
Efficiency Motor Initiative stapdardz. The able infonmation i located





2002 Agricultaral/Motors Application (For Retrofit Projecis)

Far ukd iy e oy

AR Pl o M et L i | O I | i

Whiyple Aapicmiony  L_§
e Hirmes 1 S0 S O |
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STAPLE INWDICE HERE

SAMPLE VENDOR INVOICE
- ok il ki
WENDOR BARL | AISTIVER MAR
AND ADORESS —"}mn #su'rtsf'; o)
i e e
ITERSIRED: LEST OF
ECAFIPRAERT WITH —
UNIT FREE
BHD GUANTITY
— T |:| —— TOTAL FERATE AMOLUNT
SHE |:| —— PHFMENT STATUS
CUS TORER | | TOTAL IWSICE AMOUSIT
I b (e
SONATURE oo iy i

Bxpressdrirdiency
(3 LKA 3 o glouer

O Equi pmentt meels minimom requinrements
O Model gumber and manufaciurer lised on the application
O Paid itemized invoice enclosed

O Munufaciurer's techoical specifications emclosed
O Original signed and dated application






Expresb(}gtdiency

LIGNTING APPLICATION

Jor small and medinm-sized
business cuslomers

WO is cligivie?

« Any customer with 4 moothly demand < 500 KW per month

¢ Customers with muliiple sccounts, please call (300} 4634743
Lo sew i you gqualily

WEMAT con you get?

* Up to 825000 for eligible equipment (sor worksheel inside )

* To ensure funding availability, you must reserve funds before you purchase
and install the equipment. Call (8007 4684743 1o reserve your funds

* Calenlate yourr rebate
* Fill in and sign the Customer Information page

- Attach original, ltemized involee 1o this application
and mall back to Paciflc Gas and Electric Company
Central Processing Center






Expreékqgtdlency

LIGHNTING APPLICATION

Jor small and wodium siud
i mess ¢ mo Sy
Fliribilit ¢ The sslection, parchase ind cwnership of the
;_f.,_mm Y ble for the 2002 Express Efficiency eiuipment i the sode responsibilicy of che customes

are defined as those commmercial, Industmal,

and agriculiural acomunis with 2 maximum month iy
demand of 500 W and cn the applicatie e schatuls

ﬁ-lﬂllll:l'l-l“‘i'. custodner with mame than mne srommng,
gangm demand for all commescial indusirial and
ural rate accounts owned canmot sxceed 500 kW

* The udal rebate Hmin for the Express Bfficiency
is $25,00 per acooenl, per fuel, per year
This e hudes pamiciganim in any combsanatiomn of the
ing, Adr Cn:udlll.uﬁ:ﬂ, LED: ., Eefrigeration, and
agriculsural Motors, Susomens may apgly for rebates
until the Hmit is reackel

+ Customers with lengsr Boilinles are enccaragsd to spphy
in the SMandard Performance Contract program

Requirements

+ Rebate jveme mest be installed on the Pacific Gas and
Elzriric Company =lactric acommi listed on the
applcation for thise [9sms

+ ATl pure base involcs of receply mual be dated belaesn
Apl |, 2002 aid Devesiitesr 13, W02 A1l pebute iles
e, be purchased and installad prior o submitling an
dpplcaton for a rébate e be considersd

Rebates cannct be combaned with other abley rebate
OF | P PRIl B TOgTAmE

+ hipepmesd must meel the napdrem s o the reverse
side [f you have questons, chedk with your kcal
Pacific Gas amd Electric Company office 1o conlirm
eligibiliny anil reserve funds bedore purchasing producs
Pacific Gas aml Electric Company reerves the right to
withhold gayment for products that do g0l e s
requirements amd te verdfy fnstallatom

* Rebats pyments are the prperty of the applicant
I:I:‘I.L!hm::l. The applcant may awign paymemnt io g third
party. & commpletsd payment redesse fm bs alss required

Pacific Ges and Electric Company makes oo repreimia-
Tionn &% §i The salay, rekabdliny and /of efficiency of
the milpenel selaciad of ¢omponents thereol

Pacific Gas and Elacrrle Comigairy makes i Warrsiny,
whether expressml of bnplind, ncluding warmany of
merchantabilty or fitnms for ey pertico e purgoae,
e, of application of the equipeeent.

How To Apply

I T emnsure fomnlingg 4 vailabiBy, you must reserve Dinds
befiore pom g amd install spudpment Call
CE00b 4064743 W reserve your funsds

2 Cakulate your rebate by multiplying the (uantity

Pure basad (Cotumn A} thnes the kehaie Ualt (Column
B amd write the amount in Cobesn £ Your rebate for

early product canmot excesd the price yo paid for it

& fdd all the rebate amoumts fn Colunm C amd whle he
Base Belxate smidiit in the FpaE [I'N.I'Fiil-ll'l at thi Bel-
o of the application

A Cnn the paid, flemized ivacels) of receipt(s), circle the

snergy aaving product{ s} for which o rebat= i request-
=i and labed each ooz with i m-g:n Ietizr. Be sure
that the make and model mumber ch iLem appeaTs

o the involce
5 Bl gt and sign the Detomer Informatin page

G Altach the ofiginal, Inomdsed nvokon s ) e vour originagl
applicatien and madl o cha envelepe to

Pacific Gas and Electric Company
Central Processing Cemter

3480 Buskirk swenue, Suite 150
PMlessant HilL C4 94573

Thiy 2ME Expres Efficency Profrim may be modiEed of terminaled without pror potice. Chick Facific Gay and Elsetnic
Coampay's web ste for program modifications snd apdate on the program st Plesse see the 200 Express Bf ficiency
Prelcles and Proosdures e | | pested on sur web sited for complete nformation s sther applieable retrictimg

OMUERSTIODNS? TALL TOLL . FREE (NDD)] 4N . 4748
NEED MORE INFOIRMATIONT VISIT OUR WEB SITE AT WWW PGE COM






Terms and Conditions: Lighting
Al equipment must b new Used or reboilt equipment is not oligibla
[f you are nmcertain whether equipment qualifies, contact @ uiility Tepresentative.

A, Screw-in Compact Fluorescent (CF} Lamps
Eetmte applies only if an incandrscent lung is being; replaced.

All products must be Bieeer 510 rated. The bonp/ballast combinaison
et have am efBcacy = &0 LPW Electroni tallases are roquired fo
g = 15 watls, Rebate i basad on Limp waltage Conl and plug
omnneciad devices are onbe allowed i thds catadoey

B. Hardwired Fluorescent Fixtures

Must replace an incandesc st or meroury vapor fixtore Unly
comnplete, new fixtures and modalar pardwired recrofics, whers

the bimp is remcvable from the baflst with sooke resal,

qualify Al products must be Boer $7a® rated. Cord and plag
romnectsd devices gre not sligisle in this c . but ey apply undsr
& aksve Bebate = based on the wlal nomine| Benp wattage

per mew fixture The bimp, ballet combimation muet ave an

efficacy = # LFW Fectronk balbiss are raquiresd for ki = 18 wans
In addition, electrome Balliss must meel o excesd the requiramaits
stated below inocakegory D Rixtores mrning a rébate 1o this calegory
wre not eligikle for additioma] rebhates under category Dor B

C. Induction Lamps and Fixiures

Must peplace eutsibng incandscml of mercury vapor faure 1 wsng
more than mne induction lmp per Bxiure, i must replace 3 meroury
vapl (iEhare = $00 warts of an incandscail fxmure = 750 wans

Chily coaplete new o tion Buimps of inbe: Gon op fxtures gy
lLamps st have an efficacy of = 490 LF® for fixtures with l=s than
5 waits and = Gb LFW for all others. Behate Is based on lamp waitsge
Boadway amd sireet lighting doss mod qualily, bt oaitdonr are amd

parking bt ghting is sligible

Ir. Electromic Ballasts

Eajlasts must be high frogesncy (= 19 KBz, UL-sed, mnd womantod
sgalest machanical or elecerical defeces for five vears Ballises ot
have FF = @90 Hallasts for 4 foot lempe mist bave THD 5 20 ot full
Bght output Ralbests for 2-foot, 3-foot, and S-frof lemps mus kave THD
= 52% at full light cstpt. (o bde o manufackirers specification shed
for esch ballest mode] pamber irg. H.l.Ep:l::l. BH2127L) documenting
these characteristics with poor gpplication ﬁl:lrl'l:ll'“l:d llases pmeast be
conlrcllsd by a photoiel] or comparabde device fo morve thie higher
retate. Domming ballets mant control T4 Lamps and must mest FOC
part I8 requireaeengs for elecrremagieic radiatlon Ballass smiong
rebanes in this category are oot elgble for additlonal rebates o

cilegory B or B

E. T-8 or T5 Lamps with Elecironic Ballasis

Must replsce TAZ lamps with mic ballaste Focure
retredits {T-8 mly) amd complete mew Bxmres (both T8 and T3} apply
under Lhis category Lone bay (under 15 06 T8 Fatures mot be imdirect
oify Lamigs must have CR = 70 {700-semes) Eleownonde ballasa(s) s
et off pcend Che poqearanents satad in the P Elecimondc Balkist
cazegry” Delamgdng b= ihe permament removal of existing bimgs

The namber of lamps clalmed for a delimping rebate may pod

encend the number of T8 o T5 s Iesallal (Nos: The aombe

of lempe removed aqua the prererafit Bmp count mimas the
post-rernfit lomp count | Cmstom s are responsible for d:t.'mlnlng
whether or not Lo we reflecion in combimtion with d

order to maintaln sdmpuie kghbing leveb Unwmed hops, hmp

aml ballasts must be permsanemily removed [rom Gxsure in osder Hl
clxim defamping cradit Lamps aed ballses marming rebate fn s
calsgory are nat elighble for sdditicmal rebate under category Bor D

For sach ballart maedsd mumber ipcfadle oilih Bhir anpdiesdion & rrampfactarer
specilfeation sheal civarmerating {i curacfa i,

Preavime T b i e & seinintans reced b [0 far Sbour
shepting rating? of 24, 00 bourr et mptdota allectr ar S8 000 fear

Wit St et dllanty. L ament fave a SR B (800 seres),

TN series Jarpe are MOT el

* & prednspoction may be roqinad

F Interior High-Intensity Discharge (HID)

Pust replace, ooe for oo, suESing |ncadescent of METCUry vapor
fiunares Oaly complete oew meta] balide (e haling puks st o
high-presue sdium ficiars qualliy Wetsl halide or high-presure
soadium Lomnps giest hawe an effcacy = 60 LPW for compact soumes
1 160 waiis] and S5 LPY for standard or full stze sources

1= 100 wasts) ARl fixtures must be hardwired, Bebate 15 bassd on
Bmp vattage Ouldsor area, parking kot, roadway and sireel |Ezhting
tlor mok qpualify.

G. Exterior igh-Intensity Discharge

Oy outdoor area and parking kot lighting is eligibde for AID fistures,
PMust mest the coddichns of cxtagory F Cebove) with the escepsion of
Rocation. Al fixhares e be hardwired Rebate is based o by
wallage Beadway aml sirest Highting do ned qualify

H. Interior High Output Four Lamp T5 Fixtures

Must replace {ocne fornne | ecisting incand escend, mercury mpor,
h:lﬂh Entenesity dischange fixtures in high hay {aver 15 feet)

spplications. I:I:tlrg_ lowngs ust be 8 nﬂnlrrn.un of 400w Complete

new four-lamp hlﬂ:l'iu]'l.p.rl.{ll:l':l T-5 fixtures qualify {maxzimom

waitagr equal to 2 watts), Axbures a rebate in this

are not plighle Sor sddinios) rdwtes wder catogary B Doof E

AR fistires miaet be hardwired amd must have a peflector with

& minimem of 90% refomivicy Rosdway, strest lighting, outdoor

ares, and parking lof Eghtiing do oo qualify

I Interior Pulse Start Metal Halide Fixoures
st replace exlsting standard metal halide inps and balbsts,
Ipcmndscent or mercury vapor lomps baving @ mdniesom of

400 watds. Mew lamps will Bave o madimem 550 waits Al Fixtures
must be Bardwired

J: Dccupancy SEnsors

Onlv passive Enfraved and ‘or uiimsess: deteoirs are eligihle
Walthox and wall- or ceiling momnted sansors mst be herdwired mmd
eonirod |meerior lighiing fictorss, Wallbox lighting eccupancy ssnsors,
defined a= sell-condalmed (no exferdar :wlkﬂxh or rd.lf:l undls
dzdg;n.d 1o replece & sandard wall switch, must not comtral more
Cha 50 wags. Wall- of ¢dling-eaoaed [RXres must ol canbiol
mie han 1000 watls. Plug-load coccupamcy sensors et control
electricity -ming squipment in office or cubicles or control shared
coplers and /or primters

K. Photocells

Fhotoelectric cell that swilch outdoor Bahiing loads on at dusk
and of [ 1 dawn ey, Fhotocell may be bilt into the ficare
o §RaEed -a k.

L. Time Clocks

Time clonck st control lighting squipment. 1) anits mus feagers
& mimiimem 5 howr batsery buck-onp s tkat e B e s during

preer cubiges

CRI = Lobor Rendering Indes PF = Fomver Factor
ETL = Elevirical Trsting THO = Total Harmons:
Labogranories IHsEzmica
LFW = Lumens Fer ‘Watt VL = lnderwrioes
laboratary






Pacific Gas and MND
Te." Electric Company. Express Elficiency
LIGHTING APPLICATION
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2002 Lighting Application (For Retrofit Projecis)
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it g " - L HFI‘ it M mnd adminEered by the sas
] v Lo p-erm g uid nles, under die 9espbobs
Cietomar Nane [Press= Priml iase Rebsis Amsum af thias Calulernm Public Wil it Co i s

40 ok Beii B e B Deilnic (AT
PLEASE MAKE & COPY OF THE DICUMERT FRE VUK KECOR DS Fraded m S0 ooyl bR gl Lonstin g gegpd WER 10y bated ink





STAPLE INWDICE HERE

SAMPLE VENDOR INVOICE
- Fanke (T
NENDOR BAME _| USTIVER NEME
AND ADORESS —"}mn #;u'ui:sf"f )
i P e
ITEMIZED LEST OF
ECAFIPPAENT WITH —
UNIT FREE
BHD GUANTITY
= T |:| —— TOTAL FERATE AMOUNT
SHE |:| —— PHFMENT STATUS
CUETOMER —— TOTAL PWOICE AARILRT
— b ne | |
EImATIr.I Comrmn lnyrmam

Expresbqgtdlency
APPLICATION «! « siance

O Baqui pment meels minimum requirements

O Model gumber and manufaciurer lised on the application
0O Paid itemized invoice enclosed

O Munufaciurer's techoical specifications emclosed

O Original signed and dated application






Bxpresbggtdiency

REFRIGERATION APPLICATION

MO is cligivie?

< Aoy customer with a4 monthly demand < 500 K% per month

* Cuslomers with multiple accounts, please call (300} 4634743
Lo sew i you gqualily

WMHAT can you ger

* Up to 8250040 for eligible squipment (see worksheet inside )

HWOWYo appiy?

+ To ensure funding availability, you must reserve funds before you porchase
and install the equipment. Call (B0 468474 Lo reserve your funds

+ Calenlate your rebate
Fill in and sign the Cotomer Information page

* Attach original, itemized invoice to this application
and mail back 1o Pacitfic Gas and Electric Company
Cenfral Procesing Cenler






BxprestQQtdlency

Eligibility

¢ Customwers eligitde for the 3007 Express Efflcicncy
program are efined a5 those commeercial industrial,
and .:F:Irul'h.u'l.l scocamis with o maximmm moathl
deeand of 500 kW and on the spplicable raie schaduls
Additiomelly, costomen with more than ome aecount,
e a efpte demand for all cormmzrria | industrial and
agricokural rage mocoumals emed cannod exceed 500 KW

Ther tota] rebate Emit for the Fxpres Wficimcy

m s F25000 per socount, per fuel, per year
This includs particiption in any combination of the
Lighiimg, Akr Conditioning, LED Signs, Refrigeration. sod
Agreultural/ Mosors Casiomers may apply For robates
kil the lmin i% reachsl.

Cimtomers wilh brger facilitbs are encouraged to apply
i 1B Sandand Farioran: s Conirct program

Kequirements

+ Betane lvems must be lestalled om the Faclic Gas amd
Elecirk Company electrie accmm listad on the
applicason for dose fiems

o Al purehase inves of fecepls must be daved berween
April 1, 007 and December B, 2002 Al rebace jceme

it b pupchased and instalied prior to subimincing am
applicasan for o rebate to be consider sd.

+ Ertates connod be coontined with other wllity rehiie
of IBComive programs

¢ Epapment must mest (e rapuremeny o the rewerse
sz I pou have oig, chick with wour local
Facific Gas and Electele Comgany office i coniirm
Nty amd reeerve funds before prurrhasing products
Faciflc dies and Electrlc Comgany reserves the right to
withhold payment for prodocts that do ol mes our
requiremenis amd to verify installbation

¢ Brtase pavmes are the properiv of the appleant
{custoamer ) The applicant may assign payment o a thind
marty & compl=tad payment release form & ako reqired

+ The selaction, parchase apd pwnership of the
piprimnmel i3 the sole respmibiBty of the cusbomer
Facific Gas and Flectric Company mak= no represmia
i a8 1o the saley, reliabilicy and/or efficiency of
the spapment selecisd of Conpon s theraol
Factlic Gas and Flactrlc Company Al oo warramy,
whisher expresal o mplied, inclsling warrasty of
verchantability of Mtaiss for amy panicolar purpose,
e, or appllcation of the spaipment.

How To Apply

L To msure Tundiceg avallabalicy, you ot reerve fands
before yuu parchase and install egaipment Call
(R} A0B-4TH3 o reerve your Tands.

I Calculate your rebate by multiplyisd the {nantity
Feerhased {Column A ) time the Brbate Unit | Cobamn
E) and write the st i Coluinm © Ywir rebate for
each prodiet cammol exceed the price poa pald for i

4 kdd all the rehade amounds in Colhumn C amd write the
Baze Rebate amount in the space provided an tbe ol
tom ol the application

4 O ke padd, ibeemzad ivebces ) of Pecetpals ), citcle thi
eneny-taving product{s) fr which a rebale B regeest-
ed and Ebel pach one with its cateory better. Be sure
that the geake snd misdel namber of ek i0Em appsis
i1 Vhe invwice

5 Fill cast amed sign the Custoessr nformation page

iy Altach the arsginal, itanreed imvobcss ) o vour original
appEcasion End mail in the mvekpe e

Pacific Gras and Electric Gomgpany
Central Processing Lenler

MED Buskitk Avenue, buite 150
Fleasant Hill, CA 94553

Thiz 3G Express Ellciency Frogracs ey b= omodified o terminao] withos prior sosice. Chiek Packfic Gas and Bectra
Cianpary's welr siin for peoszraam mod Beations amd updats on the pregram status. Flease see the 202 Expess BNcomy
Pobcle and Procedares mamul { peeted on our web alie) for complete information dml other applicable retrictiom

OQUESTIONS? CALL

ToLL

FREE gnog) aB0- 4783

NEED FMORE INFORMATIONT VISIT OURN WER SITE AT WWW POE. COM






Terms and Conditions: Refrigeration

Bebages are for existing

mediem andl b temperatore refrigeration projaces. Medium t=mperature refers to refrigeratsd space crapersturs
betweemn U'Fand 35F while kow temperaturs covers tsmperatures helow O°F Frofects that inveolve air conddidon|ng

or othes high tmpersture refrig-

eration applications am not elgible High tmperature i3 definml o operaticss ool vied an evaporator banperature of A5F and higher.
All epetpmenst must be new. Used or rebill sgaipment {2 pot elgible RBefer to Column B oo the cext page for rebate §/fonit

A& Might Covers for [splay Cnses

Must trstall & cover on an otherwise open display cass (o decrease
reolng koad of the refrigerstsd fixture [0 B raommended thal thee
film gype coven have smalll perforated holss 1o decnmse molsture
tuildup. Thie cover muust be appliod at lest for & picd of §ix houms
Cusstomir shoi M comsider wing proper conpressor capacty molulation
e Bt {5uch 25 VS0 o oylinder un-foader) T

B, Swrip Cortains for Walk-in Boxes

Musl fretall new strp curtaing of clear plastic ywinding doos on
doorways of walkdn bours and refrigorated warchouses. This rebate (s
ok vibable for display cass o repleement of sising sirp curtaie

that have meful |ife l=ft Febats is based om the square af
the doorway

& D, Ghiss Dvears on (pen Display Cases

Must bretall gjn:td-rmm i ETsfing afe e diTatvek digear cisr

Fivee o g femperatiore) This measure can be applisd to
self.contaimed (with ry own condensing undt ) as well as remote
rondensing units PEehate iy based on nomber of doors instsed
Cummners shiuld consider wing proper compressor capaci

medulition mechanisoes (nuch a3 Y50 or oylisder un-loader

E & F Mew Refrigeration Msplay {ase wiih Doors

Must replace an exdefing ofen verdcnl digplay cam wilh a new &)

#f fTeremey reach-in pail wall elandand slam doors, aqreedd B
Sian pyotey, T8 farre o eledren Ssaibist This measure can be
appliad 1o self-comlalnm o well 39 remole Biturs New case lmeth
mart be equal to or shorter than original case” Cislomers sheuld
COEEHAET NI propeT CONRpress capacty medulstion meckiadisms
(siich a8 VEDV of ov il uin-loader | when comipciing b exsiing
DR IS

i Mew High BTicioncy Refrigerasion [Heplay Case with Special
Dhmors

Must replace an existing low temparaturd reachi-in diplay cass

(i catmipets or displiy case with ghss doors), which I euippod wish
T12 lamps, magnstic ballast, shaded pols fan motor and san $n
doors with a mew high efficlency resch-in The mew resch-n shinldd be
egaipped with T4 lamgs, electrondc ballas, BCW fan miton(s), and
special low o amt -swet deers. Gl doors of the mew reachoin
mdde] sheomld reuire mimimum g0 o antl-sweat hest (for more
detaib w2 Spactal Ioors Measurek This messare can be applisd 1o
seli-condaimed as well i3 remote fEciors. This meanere comol be ussd
in comjancticn with sl swml hei comimok (1

L Speecimd Dussrs wildh Low Mo Anil-Swen t Heaf on Low
Temperwre Dsplay Cose

Mg replsce an existing standand ghiss door of 3 low Cesperann
reach-4n display case with o special ghss door requiring miolmum 1
b0 ASH (amniswest heat) Doors must preveEnt coddeaeaion frm
taking plice within the (rame assenbly, Toal deor mil, ples, and
frime heaver amperage (a0 120 vodts b casmiod encesd @55 amgs per fool
This measure cannod he ussd in eonjunction with antl-swest heat
comareds {1 Rebate 5 hazad oo pumber of deors replicst

L Ami-Swend el f A0 Con eols
Must insall & device chae senses e relacive hamidisy in the air
outsiide of the display case and reduces of nans off the ghiss doo

{if zpplicaklz) and frame antl-sweat hexters at ow humidioy
comditipns. Epavalant technobkgies that can meduce or tann of

anki sweat heater bazed oo the smount of condensstion formed on the
imner gles pane may als quakify This measure cannot be ws=d in
compancticn with mesures mvalving special glis doors with ko /e
anklsweal heal (G asd (M)

1- Insdution for Bare Swetbon Lines
sl insulate bare refrigeration saction Eos (the Bnger diameter lines
that run from the saporaion to the compresor . Madim teaperatioe
Enes mast b mmalaged with 3,9 4nch fisulatmn, and kow (mkperaqucs
ez pnt 2 igealiged with MHech insulation. Insuknion matari] mist
e Mesible ¢hmed-col mierve molbder, or valml Limnited to pipe sz
of 15 inckies o less Rebate s gt 2wilale for pew Insukaion
eupeaind B0 cutshde weathe must be fckend Gaach a5 with § midivm-
gaags 2 lminam jacket) or protected from the westhar In soms way

This mmeasurs is applicabile to small groceries Olass tham 5000 s, ) oaly
lrhadr 13 based on ke linear (ootege of the nvaliton metall

K. I dimsbee is om Solld Doors for Walk in Coslers or Freexers
Fast replace 4 worn ket on the s fnswlated opaque door of @
wardl-in gewler or freese Replacemen (ke mact mest the
mansfacturers specfications, spectfically regerdieg dimmsiom, maieriahb,
stcachon i mrtheod, S0, compressin, and meagnetism Ertats i ks on
Bnvear foodage of doof peimeter

1. Disor Gashets on Glass Doors for Walk dn Conlers

Bust rephace 4 worn gkt on the a8 plass dosr of @ se -
coenler. Replocement Saskels misl el tbe mamafacturer’s specificasmn,
specifically regarding dimensions, imsterials, stachoent mechod, siyle,
CiTl Land pagnmism Brbate 5 based om cRal losar fosage of
all door perimeters

MLEN, Anbo-Chosers T Coolers of Frecpers

Thee aier-cluser devicr should be appliod 0 the el Sanlaled opepes
gy of @ wadl-tn canipr oF frecen The 3mn-C s must be able o
firmiy cliss the makn dcor of the waldn wichin cne inch of full
cheare Eebate is based n esch door che=r

0. Beageora i Fan Controller for Walls-in Goobers
Past Toduce adr Tl of EVAPOTALI (03 in Adpdllae- Wi
msl-rn eooders whien compresson s ) cpcle of f and there 15 no
refrigeranmt flow the evaporstor Mest control 2 minkmum fan
oad of 1720 horsepower where the fanis) aperale conlinooumly ot full
spred. Mint reduce fan motor power by ot least T34 during the
compresar of foyele Do not ase of any of the follwing conditiors
I 1) the comgressar funs all the tEme with high digy aicls

e evaporator fan does oot run at full spead all the time;
3 the BEpCraLe fan mdor Fung oa poly-phase g of
41 the evapaf 30 Ein neldd i= mol !lﬂﬂﬂ-}uﬂﬁ.ﬁ“pﬂiﬂ i gnirl
use off-ycle or shme-off defrost This measure aem mod be ase Iy
conunction with TS Euapofarcr San Bomr " (e e

It Adr-Coobed o Eve pormior-Comled Condon ser

Mast Teplace am edRing sr-cosed condereer with am evaporative
cidanser, The replicanant shoald take place in bt/ dry inkand ol
demerm-like o limabes | =xc hodes climate mnes with oestal weatker
rhuaracteristics, i e Californla Therma | fonss *1L458, 1) Replaremen of
& stadand sir-ooeied condenser with @ standard evaporative condmser
can take place for both conventional multipley and single compresor
sysi=ms Mew evaporative rondsmeer sheald b sieed 2 ml.g'ul'_r EFTD
{ Temperatare [dileremde) above ambiml wet bulb.

i} Energy EFfici enit Condenser

Thels mresmare addresses -url'r-h'nl; srpl fplex sywteses that can beosfin
from more efficent refddention condmsers Must replace sdsting
condenser with mn mergy efficdent unit sgeppad with s=veal
addtbonal conirol mechaadsms. This medsure caanol b ised ln
cunpanction with H:ﬂ'.ring Heael misasire since 51 alrsdy inclodes i1 as
pram of Ins pepuirad fesmmres fs only gpplicatede to adettng muligles
systomns il 30 pot apply to those omvenied [Tem singhe cosnpress
Lo muRiple: ctherwlse, see Messure £ New meirali dir-cooled syaism
should operate at §°F T for low temperature and BF TD for msd e
cemperaiurs sysiems with BEEE of 195 Bou, hr, W {f Clee condemer
mly) Betrofit evapcooled systems should operate ot 18°F TD above
mmbient wea-balb temperebane with EER of 240 B,/ Wae {for the
condenser onhy ) I abo e hudes the use of Varlable Speed Drlve { VSD),
wriakile w2t polnt fioating head presore control Detailed requiremmts
for the retrofit systems are avadlsble by nequest o8 separate document

. migh B ficiency Multl plex Compre ssor System with Mechambeal
Sub Cooling

Buplsce Indfficlanl segle compresor per Bne-up sistam with a high
efficiency, multiplex. (paraliel} sysion The high =(fidmey feture of
thiy mexsure inchede Flosting head presure v meoms of o vaniable
speed fan control, amd meechenical sub-cocling In s malitples sysian,
i |iiple compr essors s ve d specilic suction groug, and mch fuclion
Qroaap SETVes ong of mone lines-ups kaving shwibar iemperaiures

Wi rocoden el g unoven v siead approach Canms be wsed in
ronpanction with Hnll:lng Hezad Fresures coniral (Measure 5)

For combimning high efficlency mubiple compressor systan with
energy efficient comdenser, soe Messare T Detallsd requiremems for
this retrofit are avallable upan cequest in o separate L

{cont om right panz)





Plegss detach bers

q%j Samie Types feheck ane)
! : 1. Smal Supsrmank s u]
Pecific Gas and Express iciency 2 Medium Supermarks O
N mm_ REFRIGERATICN & FPLICATIN A Food Sand e - Wislkn o
{For Rerrafir Frajecis) &, Sl Sugsmark el — Walk-irn g
Plegsa complats rewersa side o the appiication 5 Mediun Supermarket - Pialking g

i ColM Senogs Fachiis

Canuion: Kead P roduct I."n.'l.]tliI'i.'il.ll.'ﬂI!'\I berore LY rchasing. Dy nod use correction [Toid on rebate A P l!-li Gl LA

Equiirmiad |3.'|.-= ':'I.FEI"I'EIIjI P ez HabateUing Hebsra
[appicabis sonace ypes) A N B C=AXB
A, HWight Covers Tor Digplay Cates lreaai A1 Eafinaar fi O Ler- Tesrnpeaifilane: Cama
18 [ Plisdini - Termpest e Case
B. ‘Strip Curisirs for Walk-n Boxos [5 4 5 6] arjumne It Fisquane it
C. Glass Doors on Opon Dieplay Cases
{Low farmperature] 1, 5 doars oo
0. Glaws Dot o Open Dieplay Cased
{ Wbl e Tempesrmu e 11, 2 Ao TR |
E. Now Eolrigeratien Display Cove wihh Dows
lowtempamhre c3sa 1, 3 lrsar f f0tinaar ft
F Mow Eolrigeration Display Casewiih Doors
medaim-ampsratrs casa |1, 71 lrear b FE0Ninaer it
G. Mow High Efficiency Eefrigessiion Display
Case with Special Ooors {Low Templ (1, 35 lroar H FdNiner it
H. Spocial Doors with Low'So Anit-Sesat
Hoal an Low Temp Displey Caso (1, 7 __ doars 5 oo
I, ArE-Sasiatl Haolar CASH) Canmlvols 7] hrear f Fidaricar i
4. immulatien Tor Bare Sustion Linee 1)  lrwarf FaL diYiresr T
K. Door Gawkets on Solid Dooes for
‘Walkein Coolers of Freeoms |1, 4 5 6 lrwar f Ffneal O For Cooler T Fod Fresiey
L. Door Gasket on Glam Doom foe
Wall-in Coslats 2, 4 5 frear f1 F2Nnear v
M. Aids-Closeis for Coolers (3 £ 5, 6] Elesany) Fdlec] raes
M. Auto-Closerns for Froorees {3, & 5, otz L L
Evaporator Fans Conirollor for
Walk-dn Coolrs %, 4 & k) cormrolbar sl TErcormingd | ar
P Ale-Codla s hip FISID o Conventongl
Evaporabor:Cooled Condoenuer () hip Erahp O hltiplest
0. Energy EMcient Comndonsar hp Fihp
[Ar-Cooled) (7
Evaporaber-Cocled (3 hg Pt
R. HighEMcioncy Multiplex Compresior hp ] O Air Cocled
Syuinm with Mochanical Sas-Cooling |3 hp o0ty Q@ Evepeorabvs Cooled
& Flogling Hest Presvuhe Contisller
{Rir-Cooli) (A _ hp FEOhy
Flomting Heat Pressure Gontredler
|Evaporater-Cooled) |2 hp tithp
T. HighEMciency Mullipler Comprassor hp kg 0 A Conled
Syt m with Mochanl cal Sos-Coollng
and Enangy EMclem Conderer (7] hp At 0 Evaporabesa Conled
W, EFiciam Prapaatar Fan Mol
ilectianleally Comminatad EMAC) (2, L 4,5] L6 ] Fisdmator
¥. Efficion Evaporator Fan Mater
Pemanced-Splf-Capacibor [PLY) Motors Mk o Filmotor
aLam
W Encrgy EMcient Compreasars
o Low Tomp Application lons J4iton
4. Vomdimg Machine Comtrolier ool et Eicomroller
Frmmater, wra sy el e men e b B 000 por et pon puar BASE H.EBATE;

Bl i ol . Bt Do ot i o e gl L el bl o For Lnillay Use Cindiy






2002 Refrigeration Application (For Retrofit Projects)

Toor utdity o ory
Impartam Motice: The origmal pppScation snd paid temized ineoces must bo MppbcmipnMember | & | @ ) 4 W § & |
recerrod by Pacilic Gas aml Liectne Company or postma ked no laber than Whdupie daphpmion L
December Thh, H02, Equpment make and model number requmed on all imesces. | yeder Mimber Tt e e T

Lastomer lnlormaliog Flease Print Clearl ¥

i g i i T ) Ram Saalin (check ans Huilding fype (chech ope)
Fachic Gas amd Blecing Compiany Handd e Ads ol Rumbse Rt S hedide [0 IndiwtdualiGode Frap [0 Cffice O Resizran
O Partrership O Smal O Hodelfdoled
L1 1-—] | S I N I | O Lo prawal jod U iargs O M cal
Bp e 1L Kumber (reguined] L5 b wwivgel L2 St 2 Radpial
O Collsge L Clwis
ﬂ:lﬂ_l- of Lompany QE-1 L Groacsry
' H Dycare ' Werehone
3 Fietmi) O Pubbs &omy
Nars 3= f fppears o faur Uity Bi O Smaii O Process ind
O iarge O hfizc
Maie of T ol 5cd Paran Titie
Ealaphens al Damact Fartor Fag M bar E-Falail deirais
& dereas Wi re Mars|s) ool i Squars Footsge [Feired
Ciy Skale Ip

Checks Shounld Be Made Fayable To The Following: B Check IT Same As Above

Larepany Nama

Petaiireg Aeddress

cry Taie ip

Eelaphans Faz Mum ber

T aheck i 0 b made pialis 1o 3 Pnd gy a conplsied Fayment Kaleass Form o alio regquirsd
AgErEmIEL
A3 o gualifled PacHlc Gus med Bleoric :mmluﬁﬁﬂllmlﬂﬂmmmwmhﬂ:mﬂ:m Eﬂdﬂubuumqul.ﬂllmﬂ
Cwowan b 1% BNEX foed wse by ooy Boubiwes Py smad ot for gesalie § Boavo aieched docusents o bl i il pool of s For o e applied frow

on Uhin apgiciion. | siee L werificxtwm by Baific Gan mal Decle Company of bolh B waler rmnanions and pr\-:'dlll:l:hlll:lllltlm mil ] mlll; That The information
o ihis applicoriion b= rue mad comrec, mmad thn e dax 1D peovided |s o socwrsie represeniotion of fie applicmnl | ander sianed thai pebaie papmermis are bagd on
vl itedl cnergy bonofis oved the e of e product

I geres ol iF
1 ['de not provide Faciic Gus and Eloetsie Gy with 1006 of e y bonefiis specified in the e
squplle sl o0 i T of Lo ey ..-rnufphunw.ﬁ-m1mﬂmmﬂmmam e For Urility Use Only

B s Ao e dadiar fbatbon cuftomer of Facille Gad and Elsciris Gompany daging wkl e period,

|

I shadl refomsd @ proratsd smousd of pebate dollar 0o Factfic Gao and Electric Compan y based on the aciual ik e o it
Elﬂﬂf_ﬂrﬂen wiikch | porckdsd the rels] eagp bl wom s maeme of Facific Gas ani sl e oy e

L o
I wgree thet (kis program may be modfied or ferminsted withow prior motice axt:Fisld vt frup 1
r-ﬂmlaﬂlhlmu:p_ﬂlr.#:ll:dl.h-lpﬂHllﬂ.ﬂd]nmnuﬂ.h:ullﬂdhpPuﬂrl:iumd-ﬂb.'lrj-: s B S
l..d:!"“j.' 0 Loty s Deccmber 13 6610, ] thom o} eoquipmeent il b gurchised OO Mail chack to Rald afflce

prles 1o smbipdadon of applicitios Aeni
Tas Liakilhiy = -
Incentives are iaxable and i grester than S8 will be reporied do the 155 uniess yom are exempl. Facifh Gm »
JldEI.-:-nE_EL'-aqu.:uIlaop-un WIEEHMEM":J“IEMT]IiWu‘“;hiﬂemm 5 F
ol of sxermgl Lk daliny dlwris g u.r#d-l.r-rr" LR T ET Flind axmiseani b Ui
tanability of sebuies. Facitic Gar and Beciric Company is mol respoasble for any laues thal may be mposesd Reviswenifnhonoed Sgnanre #1 Dt

of poar budnes as w result of four recelpt of thls rebace i

— L

Im na ecxkse willl the miility pay nsore ilan FO% of the scial porchase price of (he ilems o =

B bt o, This prograim hets & Linkited budpet If 6 feservation is mde, pppliciions will | e wgnaure F2 (¢ = {500 Dlate
B bcoepied on @ firstome, (rst-served bosis il alloon ted Dunds are spent, or by Date Racoivad
December 15 242 whichey er conses flrad

1 have rewd and understand the program requiresnents amd ferms anid condl tons =21 forth
im whiiz appicetinon and 1agree © abide by Mose rejalremsnis Farihermore, | conour e Tini Ratais
| msd maeet ol cligibility oriteria im order b be paid mivdor (s program.

X I i
b LT Tiz= Frstailalicm Dhate {reesn This pragram is [umded by Califommia widicy
Ry e e o it amLomers and adminiiered by the stanes
] v Lo p-erm g uid nles, under die 9espbobs
Ciiomar N ke [Pisaes P Hase Rebats Amsam af e Calafenhmz Public Deiliiies S s

40 ok Beii B e B Deilnic (AT
PLEASE MAKE & COPY OF THE DLUMEST FOE VOUR HECOER DS Frisded m S0 Tocyed, b gl Lonstin g gegd WiER 10y bated ink





STAPLE INVMCE HERE
Terms and Conditions: Refrigeration (cont.)

K. Mon dng Head Pressare Controller

Must ronvert the discharge presurs controls of an
et muiile gyrlery froem ficsd o Moating
Applicable to existing multiplexed ompresor systems
v Capnot o used in comnpanction with measenes tha
alrzady Iscorporale Moating head comilraki. My
use variahle speed fans and wvarishle sec-polnt flosiing
bt comiral SErategy Must provide Sec point override t
mididitaln & minigvem Sanaratel Condensing Temperamre
(SCT) ==t poing of T0°F Babinced port or slectronic
egaion valves are recodmmended, Detailsd require-
menis for this retrofit ae avadlable upon regest ina
separets decument

T. HiEh KTicisncy Multiplex Conipressos Sy sbeii wilh
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Executive Summary

DRAFT SUMMARY

In April 2002, the Energy Trust of Oregon (Energy Trust) contracted with Research
Into Action, Inc. and our subcontractors Feldman Management Consulting, Nexus
Market Research, Inc. and Quantec, LL.C to conduct a survey of best practices for
organizational practices and programs in the energy efficiency industry. To conduct
the study, the Research Into Action team contacted energy efficiency experts
throughout the nation and internationally to obtain nominations of organizations
with best practices in organizational management and program design and delivery.

Our key informants nominated over 70 programs. Through discussions with Trust
staff we subsequently reduced these to 62 programs or practices to target in the
survey. The Research Into Action team proceeded to contact representatives for
each of the 62 programs and to conduct structured interviews in order to compile
the information requested by the Energy Trust. At the conclusion of this process we
had completed summaries on 43 programs or administrative practices that provided
valuable lessons learned or were clearly transferable to the Energy Trust.

The reader will find that many of the best practice programs are conducted by
organizations that also were nominated for their organizational practices.
Additionally, the reader will note that three areas dominate the best practice
inventory: the Northeast United States including New England, New York and New
Jersey (with 26 nominations), Wisconsin (8 nominations) and California (9
nominations). Six nominations were received for international organizations or
programs and three summaries were identified as being potentially transferable to
the Energy Trust. The Northwest has three nominations included in the study. A
few additional nominations were received for Northwest organizations; Pacific
Corporation’s Energy Financer program and many of the programs offered by the
Northwest Energy Efficiency Alliance, these were not pursued because the Alliance
programs are all market transformation programs and the Pacific Corp program is
fully familiar to the Energy Trust.

Another overwhelming feature of the programs, in particular, is that so many of
them have been implemented for so many years. Several of the programs have
histories of close to or over 10 years. These programs show the effect of years of
effort to revise and improve the programs, as well as the influence of changes in
regulatory requirements or corporate direction. Some of the best practices in
programs we looked at are no longer being implemented due to changes in
regulatory or corporate environments.

The Energy Trust provides a different environment than most of these programs
operate in. Only the programs offered in Wisconsin, Vermont and New York face a
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similar environment, and while the lessons learned from these programs and
organizations should be the most fruitful, they are also are the least tried.

The only caveat that must be mentioned about these best practices is that there 1s
no way to ascertain whether these are the best practices that are possible in each of
these program and organizational areas. None of these programs started out as best
practice programs; all took time to evolve to their current states and most are still
evolving. Ultimately, a program must be designed to respond to the current
conditions and, as some of the interviewees noted; having good staff or contractors
is what really makes the difference.

The following tables provide a checklist of our recommendations for which of the 41
summaries provides applicable information either as a lesson learned or as a
directly transferable practice for the Energy Trust to consider.
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Table ES-1

ORGANIZATION PRACTICES

SUMMARY TITLE STAFFING/ SCREENING CONTRACTING | ORGANIZATION
CIRCUIT RIDERS STRUCTURE

Wisconsin Energy Conservation
Corporation: Organization,
Staffing Ratio, and Program
Screening

Efficiency Vermont (EVT):
Organization Structure,
Performance Metrics,
Communications,
Subcontracting

New South Wales Sustainable
Energy Development
Authority: Organizational
Structure

Northwest Energy Efficiency
Alliance: Project Contracting,
Project Screening

Efficiency Vermont: Measure
Screening

Southern California Edison:
Contracting Procedures

National Grid: Program Delivery

Northwest Energy Efficiency
Alliance: Circuit Riders

Pew Charitable Trusts: Non-Profit
Staffing
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Table ES- 2
RESIDENTIAL ENERGY EFFICIENCY PROGRAMS
SUMMARY TITLE TRADE FINANCING | EDUCATION | MARKETING | QUALITY

ALLIES & | INCENTIVES OUTREACH | CONTROL
CAPS

Benton County PUD: Dipstick
Weatherization Program

Tacoma Utilities: Residential
Weatherization Program

National Grid: EnergyWise Program

Efficiency Vermont: Residential High
Use Program

National Grid: Appliance
Management Program

Sacramento Municipal Utility District:
Residential Loan Services

Efficiency Vermont: Lighting and
Appliance Rebates

Northeast Utilities: Lighting Catalog

New Jersey Utilities: Residential
HVAC Program

Wisconsin: High Efficiency Furnace
Program

Energy Efficiency Homes Midwest:
ENERGY STAR® Homes Program
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Table ES- 3

COMMERCIAL AND INDUSTRIAL ENERGY EFFICIENCY PROGRAMS

SUMMARY TITLE TRADE FINANCING | APPLICATIO | MARKETING | QUALITY
ALLIES INCENTIVES | N PROCESS | OUTREACH | CONTROL

Northeast Utilities: Small Business
Program

Ameren: Commercial End-Use Audit
Program

New York State Energy Research and
Development Authority: FlexTech
Program

California: Efficiency Express Program

Northeast Energy Efficiency
Partnership: Cool Choice -
Commercial HVAC

Southern California Edison: HVAC
Modeling Tools

Sacramento Municipal Utility District:
Compressed Air Services

National Grid: Chiller Program

Southern California Edison: Quotas for
Motors

Xcel Energy: Minnesota Custom
Efficiency Program

Xcel Energy: Colorado Custom
Efficiency Program

Northeast Utilities: Commercial Retrofit
RFP Program

Oakland: Energy Efficiency Design
Assistance

Energy Center of Wisconsin:
Daylighting

Northeast Utilities: Energy Conscious
Construction

Continued

National Grid: Design 2000 v






SUMMARY TITLE

TRADE
ALLIES

FINANCING
INCENTIVES

APPLICATIO
N PROCESS
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MARKETING
OUTREACH

QUALITY
CONTROL

National Grid: Commissioning

\/

\/

Northeast Utilities: Industrial Consulting
Services

National Grid: Industrial Technical
Assistance

Netherlands: Long-Term Agreements
with Industrial Firms

United Kingdom: Energy Efficiency
Best Practice Programme

SUMMARY TITLE

Table ES- 4
MISCELLANEOUS ENERGY EFFICIENCY PROGRAMS

TRADE
ALLIES &
CAPS

FINANCING
INCENTIVES

EDUCATION

MARKETING
OUTREACH

QUALITY
CONTROL

California: Flex Your Power Campaign

Energy Center of Wisconsin: Education
and Training
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1. INTRODUCTION

The Energy Trust of Oregon (Energy Trust) contracted with Research Into
Action, Inc. and its subcontractors Feldman Management Consulting, Nexus
Market Research, Inc. and Quantec, LLC to conduct an inventory of best
practices for energy efficiency organizations and energy efficiency programs.

Key to this study is the idea of best practice. The purpose of the best
practices research, according to the Energy Trust, was “to identify innovative
program and administrative approaches that merit further investigation,
adaptation or emulation by the Energy Trust.”

Our approach to this project was to draw directly on our own extensive
experience with a variety of energy organizations and the energy efficiency
community to identify key informants who can in turn identify exemplary
organizations and programs and to identify additional organizations that
have developed excellent programs or administrative procedures.

In conducting the inventory, we considered two factors to be of utmost
importance in selecting organizations from which to draw best practice
examples. These are:

1. That the programs and administrative procedures we select had
been nominated by key informants as worthy of consideration as
best practices, and

2. That the examples are potentially transferable to the Energy
Trust.

These two factors led us to use a methodology based on nominations by key
informants. This introduction discusses our methodology for conducting the
inventory and provides an outline of the report.

METHODOLOGY

We initiated the project in late May 2002. The first step was to work with the
Energy Trust staff to identify a list of key informants in the energy efficiency
industry. The Research Into Action team contacted each of the key
informants and asked them a series of questions to identify best practices in
organizations and energy efficiency programs. (See Appendix A for list of key
informants and list of questions.)

Following the completion of interviews with key informants, we compiled a
list of programs and organizational practices. We reviewed this list with staff
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at the Energy Trust and identified the programs that should be pursued with
a detailed interview and preparation of a summary of the program or
practice. A copy of the questions used for programs and for organizations is
provided in Appendix B.

Following the interview, we prepared a summary of each practice or program
and submitted that to the interviewee to ensure accuracy. We then submitted
the summary to Energy Trust staff, who provided comments and questions.
The final versions were then prepared.

Table 1 displays the programs that were nominated and the subsequent
status of that program. In some cases, programs were dropped as a result of
the interview with the program or organization contact. A brief explanation
for why they were dropped is provided in the comment column.

Table 1
NOMINATED ORGANIZATIONAL PRACTICES AND ENERGY EFFICIENCY PROGRAMS

ORGANIZATION AND PROGRAM OR PRACTICES STATUS* COMMENT

Efficiency Vermont: Organization Structure, X Separate write up on
Performance Metrics, Communications, Measure Screening
Subconfracting, Measure Screening

New South Wales Sustainable Energy Development
Authority: Organization Structure

Northwest Energy Efficiency Alliance: Project Separate write up on
Confracting, Project Screening, Circuit Riders Circuit riders

Northeast Energy Efficiency Partnership: Organization Dropped Energy Trust staff has
Structure high familiarity with
NEEP

National Grid: Program Delivery

Pew Charitable Trusts: Non-Profit Staffing

New York State Research and Development Authority:
Organization Structure

Southern California Edison: Contracting Procedures

Wisconsin Energy Conservation Corporation:
Organization, Staffing ratio, and Program screening

Benton County PUD: Dipstick Weatherization Program

Continued
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Dropped

Chapter 1

No deal with Fannie
Mae has been made

Energy Efficiency Homes Midwest: ENERGY STAR® Homes
Program

Efficiency Vermont: Residential High Use Program

Efficiency Vermont: Lighting and Appliance Rebates

National Grid: EnergyWise Program

National Grid: Appliance Management Program

New Jersey Utilities: Residential HVAC Program

Northeast Utilities: Lighting Catalog

New York State Research and Development Authority:
Home Performance

Southern California Edison: Refrigerator Recycling

Sacramento Municipal Utility District: Residential Loan
Services

Tacoma Utilities: Residential Weatherization

Wisconsin Energy Conservation Corporation: ENERGY
STAR® homes

Wisconsin Energy Conservation Corporation: Lighting
and Appliance

NC

Wisconsin: High Efficiency Furnace Program

X

Northwest Energy Efficiency Alliance: Clothes Washer &
Appliances, Manufactured Housing, Residential
Lighting, Windows

Dropped

Market transformation
programs, Trust staff
plans to coordinate

with Alliance as
appropriate

Efficiency Vermont: Small commercial

Dropped

No targeted small
commercial program

Xcel Energy: Minnesota Custom Efficiency Program

Xcel Energy: Colorado Custom Efficiency Program

Netherlands: Long Term Agreements with Industrial
Firms

Continued
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United Kingdom: Making a Corporate Commitment
Campaign

Dropped

Primarily a
government policy

Loan guarantees to private lenders--European models

Dropped

Primarily a
government policy

European Revolving Loan

Dropped

Primarily a
government policy

Pacific Corporation: Energy Financier

Dropped

Energy Trust had prior
knowledge of
program

Northeast Energy Efficiency Partnership: Cool Choice -
Commercial HVAC

National Grid: Chiller Program

National Grid: Commissioning

National Grid: Compressed Air Challenge

Dropped

Similar to Sacramento
Municipal Utility
District Compressed
Air Challenge

National Grid: Design 2000

X

National Grid: Industrial Technical Assistance

X

NSTAR: Commissioning

Dropped

National Grid
Commissioning
viewed as better

Northeast Utilities: Commercial Retrofit RFP Program

Northeast Utilities: Energy Conscious Construction

Northeast Utilities: Small Business Program

Northeast Utilities: Industrial Consulting Services

New York State Research and Development Authority:
Motors Frequent Purchaser

New York State Research and Development Authority:
Flex Tech Program

Oakland: Energy Efficiency Design Assistance

California: California Efficiency Express Program

Continued
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Southern California Edison: HVAC Modeling Tools

Southern California Edison: Quotas for Motors

Sacramento Municipal Utility District: Compressed Air
Services

Ameren: Commercial End-Use Audit Program X

Energy Center of Wisconsin: Daylighting X

Northwest Energy Efficiency Alliance: Commissioning, Dropped | Market tfransformation
Microelectronics programs, Trust staff
plans to coordinate
with Alliance as
appropriate

Northern States Power: Dairy Programs Dropped No current program

Southern California Edison: Hydraulic Services Dropped Program 50 years old

Energy Center of Wisconsin: Education and Training X

Wisconsin Focus on Energy: Dairy NC

California: Flex Your Power Campaign X

Efficiency Vermont: Dairy Dropped Herd size not
comparable to
Oregon

* NC= pending review by interviewee; X=completed and included in report

The programs and practices with an “NC” listing in Table 1 were nominated,
but due to limited resources or difficulty in reaching the contact and
completing the interviews, these summaries were not completed. Each of
these might still provide valuable information to the Energy Trust, but would
require additional resources to complete.

Our key informants nominated over 70 programs. Through discussions with
Trust staff we subsequently reduced these to the 62 programs or practices to
target that are included in this table.

The Research Into Action team proceeded to contact representatives for each
of the 62 programs and to conduct structured interviews in order to compile
the information requested by the Energy Trust. At the conclusion of this

1 In some cases, single organizations were nominated for multiple best organizational practices so that
a single summary was prepared with multiple practices. Where organizations had multiple programs,
we prepared a summary on each program and did not combine these.

11
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process we were able to complete summaries on 43 programs or
administrative practices.

Three areas dominate the best practice inventory: the Northeast United
States including New England, New York and New Jersey (with 26
nominations), Wisconsin (8 nominations) and California (9 nominations). We
also received six nominations for international organizations or programs,
but only three were completed as the other three turned out to be driven
largely by government policy and were not transferable to the Energy Trust.
The Northwest had three nominations included in the study. We received
several additional nominations, especially about the Northwest Energy
Efficiency Alliance; however, due to the close working relationship between
the Energy Trust and the Alliance, these additional nominations were viewed
as unnecessary to pursue.

Perhaps the only real caveat that must be mentioned about these best
practices is that there is no way to ascertain whether these are the best
practices that are possible in each of these program and organizational areas.
Certainly the respect that energy efficiency experts hold for these programs
and organizations suggests that they are best practices, but it was clear from
our discussions with program and organization staff that opportunities still
exist to improve and enhance programs and practices. At the same time it is
also possible for a simple change in management or regulatory policy to
eliminate the aspects the nominators consider to be best practice, as we found
in at least four cases.?

None of these programs started out as best practice programs; all took time to
evolve to their current state. Our research showed that many of these
programs have been operated for many years, and have been changed
multiple times in the pursuit of improvement. Process evaluations, market
research and impact evaluation results have shaped many of the programs.
At the same time, efforts by program staff to work with contractors and trade
allies have also tended to change the programs to be more effective.
Ultimately, a program must be designed to respond to the current conditions,
and, as some of the interviewees noted, having good staff or contractors is
what really makes the difference.

2 California Efficiency Express; Benton County PUD Dipstick Weatherization; Ameren Commercial End-
Use Audit; and Xcel Energy Minnesota Custom Efficiency Program.

12
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In April 2002, the Energy Trust of Oregon (Energy Trust) contracted with Research
Into Action, Inc. and our subcontractors Feldman Management Consulting, Nexus
Market Research, Inc. and Quantec, LLC to conduct a survey of best practices for
organizational practices and programs in the energy efficiency industry. To conduct
the study, the Research Into Action team contacted energy efficiency experts
throughout the nation and internationally to obtain nominations of organizations
with best practices in organizational management and program design and
delivery.

Our key informants nominated over 70 programs. Through discussions with Trust
staff we subsequently reduced these to 62 programs or practices to target in the
survey. The Research Into Action team proceeded to contact representatives for
each of the 62 programs and to conduct structured interviews in order to compile
the information requested by the Energy Trust. At the conclusion of this process we
had completed summaries on 45 programs or administrative practices that provided
valuable lessons learned or were clearly transferable to the Energy Trust.

The reader will find that many of the best practice programs are conducted by
organizations that also were nominated for their organizational practices.
Additionally, the reader will note that three areas dominate the best practice
inventory: the Northeast United States including New England, New York and
New Jersey (with 26 nominations), Wisconsin (8 nominations) and California (9
nominations). Six nominations were received for international organizations or
programs and three summaries were identified as being potentially transferable to
the Energy Trust. The Northwest has three nominations included in the study. A
few additional nominations were received for Northwest organizations; PacifiCorp’s
Energy FinAnswer program and many of the programs offered by the Northwest
Energy Efficiency Alliance, these were not pursued because the Alliance programs
are all market transformation programs and the PacifiCorp program is fully
familiar to the Energy Trust.

Another overwhelming feature of the programs, in particular, is that so many of
them have been implemented for so many years. Several of the programs have
histories of close to or over 10 years. These programs show the effect of years of
effort to revise and improve the programs, as well as the influence of changes in
regulatory requirements or corporate direction. Some of the best practices in
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programs we looked at are no longer being implemented due to changes in
regulatory or corporate environments.

The Energy Trust provides a different environment than most of these programs
operate in. Only the programs offered in Wisconsin, Vermont and New York face a
similar environment, and while the lessons learned from these programs and
organizations should be the most fruitful, they are also are the least tried.

The only caveat that must be mentioned about these best practices is that there is
no way to ascertain whether these are the best practices that are possible in each of
these program and organizational areas. None of these programs started out as best
practice programs; all took time to evolve to their current states and most are still
evolving. Ultimately, a program must be designed to respond to the current
conditions and, as some of the interviewees noted; having good staff or contractors
is what really makes the difference.

The following tables provide a checklist of our recommendations for which of the 45
summaries provides applicable information either as a lesson learned or as a
directly transferable practice for the Energy Trust to consider.
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Table ES-1
ORGANIZATION PRACTICES

SUMMARY TITLE STAFFING/ SCREENING CONTRACTING | ORGANIZATION
CIRCUIT RIDERS STRUCTURE

Efficiency Vermont (EVT):
Communications,
Organization Structure, v
Performance Metrics, and
Subcontracting

Efficiency Vermont: Measure
Screening

National Grid: Program Delivery v

New South Wales Sustainable
Energy Development J
Authority: Organizational
Structure

Northwest Energy Efficiency
Alliance: Project Contracting, v v
Project Screening

Northwest Energy Efficiency
Alliance and Northeast
Energy Efficiency Partnership:
Circuit Riders

Pew Charitable Trusts: Non-
Profit Staffing

Southern California Edison: J
Contracting Procedures

Wisconsin Energy Conservation
Corporation: Circuit Riders

Wisconsin Energy Conservation
Corporation: Organization,
Program Screening, and
Staffing Ratio

ﬂ' " “ ENERGY EFFICIENCY BEST PRACTICES
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Table ES- 2
RESIDENTIAL ENERGY EFFICIENCY PROGRAMS
SUMMARY TITLE TRADE FINANCING | EDUCATION | MARKETING | QUALITY
ALLIES & | INCENTIVES OUTREACH | CONTROL
COMMUN-
ITY
ACTION
PROGRAMS
Benton County PUD: Dipstick J J J
Weatherization Program
Efficiency Vermont: Lighting and
. v Vv
Appliance Rebates
Efficiency Vermont: Residential High J
Use Program
Energy Efficiency Homes Midwest:
® v v
ENERGY STAR” HOmes Program
National Grid: Appliance
Vv Vv Vv
Management Program
National Grid: EnergyWise Program v v v
New Jersey Utilities: Residential J J J
HVAC Program
Northeast Utilities: Lighting Catalog v v
Sacramento Municipal Utility District:
. . . v Vv
Residential Loan Services
Tacoma Utilities: Residential J J
Weatherization Program
Wisconsin: High Efficiency Furnace J J
Program
Wisconsin Energy Conservation
Corporation: ENERGY STAR® Homes v v v
Program
ENERGY EFFICIENCY BEST PRACTICES ﬂ' L “
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COMMERCIAL AND INDUSTRIAL ENERGY EFFICIENCY PROGRAMS

Executive Summary

Compressed Air Services

SUMMARY TITLE TRADE FINANCING | APPLICA- | MARKETING| QUALITY
ALLIES INCENTIVES TION OUTREACH | CONTROL
PROCESS
Ameren: Commercial End-Use Audit J J
Program
California: Efficiency Express Program v v v
Energy Center of Wisconsin:
L v Vv
Daylighting
National Grid: Chiller Program v v
National Grid: Commissioning v v
National Grid: Design 2000 v Vv Vv
National Grid: Industrial Technical
; v Vv
Assistance
New York State Energy Research and
Development Authority: FlexTech v v v
Program
Northeast Energy Efficiency
Partnership: Cool Choice - v Vv
Commercial HVAC
Northeast Utilities: Commercial Retrofit
v v v v
RFP Program
Northeast Utilities: Energy Conscious J
Construction
Northeast Utilities: Industrial Consulting J J
Services
Northeast Utilities: Small Business
v v v
Program
Oakland: Energy Efficiency Design J
Assistance
Sacramento Municipal Utility District: J J

0+0

research fimbo factian

ENERGY EFFICIENCY BEST PRACTICES

Page V





Executive Summary

SUMMARY TITLE TRADE FINANCING | APPLICA- | MARKETING| QUALITY
ALLIES INCENTIVES TION OUTREACH | CONTROL
PROCESS
Continued
Southern California Edison: HVAC
. v
Modeling Tools
Southern California Edison: Quotas for
v v
Motors
Xcel Energy: Colorado Custom
_ v v v v
Efficiency Program
Xcel Energy: Minnesota Custom
_ v v
Efficiency Program
INTERNATIONAL
Netherlands: Long-Term Agreements J
with Industrial Firms
United Kingdom: Energy Efficiency
. v
Best Practice Programme
Table ES-4
MISCELLANEOUS ENERGY EFFICIENCY PROGRAMS
SUMMARY TITLE TRADE FINANCING | EDUCATION | MARKETING | QUALITY
ALLIES & | INCENTIVES OUTREACH | CONTROL
CAPS
California: Flex Your Power Campaign v v
Energy Center of Wisconsin: Education J J
and Training
ENERGY EFFICIENCY BEST PRACTICES ﬂ' L “
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