2004 - 2005 Energy Efficiency Programs

Monthly Report Narrative
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1. Program Status

Program Description
The Upstream Motors and Air Conditioning program is a prescriptive rebate program that provides upstream financial incentives to distributors to stock and sell qualifying high efficiency products.  All incentives will be paid upstream.  No rebates will be offered to end users.  SCE’s commercial, industrial and agricultural customers are eligible to participate.  Program marketing will be targeted toward transmission-constrained and geographically hard to reach markets in order to maximize program benefits.  Both nonresidential retrofit and new construction applications qualify for the program, as this is an upstream program focused on changing distributors’ stocking practices to favor qualifying energy-efficient equipment. SCE’s customers from the smallest to the largest are eligible to receive the advantage of the upstream incentives.  Packaged air conditioning is used by small commercial customers; motors are used by all customer classes. Incentives are offered for high efficiency packaged and split system air conditioners, heat pumps, integral HVAC smart controls, package chillers, and motors. Depending on market response, additional measures may be added in the second year of the program (i.e., 2005).  The program is offered to customers within Southern California Edison’s (SCE) service territory and is part of both the Commercial and Industrial Hardware Incentive Programs described in SCE’s Long-Term Resource Plan Testimony.

1.1.1 Budgets and Expenditures

	Budget and Expenditures 
	Budget

	Mar-05
	% of Bdgt
	Cumulative
	% of Bdgt
	Committed
	% of Bdgt
	Cumulative & Committed
	% of Bdgt
	Unspent

	Total
	$5,579,453
	$255,832
	5%
	$1,909,935
	34%
	$1,403,837
	25%
	$3,313,771
	59%
	$3,669,519

	Admin
	$303,354
	$9,072
	3%
	$174,574
	58%
	 
	 
	$174,574
	58%
	$128,780

	Marketing
	$661,500
	$19,421
	3%
	$107,312
	16%
	 
	 
	$107,312
	16%
	$554,188

	DI
	$4,495,146
	$227,339
	5%
	$1,628,048
	36%
	$1,403,837
	31%
	$3,031,885
	67%
	$2,867,098

	EM&V
	$119,453
	 
	 
	 
	 
	 
	 
	 
	 
	$119,453

	Financing
	 
	 
	NA
	 
	NA
	 
	NA
	 
	NA
	 


Note – negative values, if any, reflect accounting adjustments made to correct errors/oversights made during previous reporting periods.

1.1.2 Energy Effects

	Energy Effects
	Goals
	Mar-05
	% of Goals
	Cumulative
	% of Goals
	Committed
	% of Goals
	Cumulative & Committed
	% of Goals
	Goals Minus Cumulative

	Coinc Peak kW
	8,655
	615
	7%
	3,284
	38%
	3,160
	37%
	6,444
	74%
	5,371

	Annual kWh
	23,760,007
	1,655,923
	7%
	9,199,480
	39%
	7,783,790
	33%
	16,983,270
	71%
	14,560,527

	Lifecyc kWh
	360,406,168
	25,071,171
	7%
	139,731,925
	39%
	116,868,581
	32%
	256,600,506
	71%
	220,674,243

	Annual Therms
	 
	 
	NA
	 
	NA
	 
	NA
	 
	NA
	 

	Lifecyc Therms
	 
	 
	NA
	 
	NA
	 
	NA
	 
	NA
	 


1.1.3 Performance Goals

This program does not have performance goals.

1.2 Activities/Accomplishments

1.2.1 Administrative – 
· Significant strides have been made in processing checks to participating Distributors.  
· The draft Program Policies and Procedures Manual is under review.  
· Initial work plans for system upgrades to the on-line application have identified many areas where improve can be made to the existing processing and workflow.
1.2.2 Marketing – 

· Continuing efforts to enroll major HVAC and motor distributors in SCE territory:
35 HVAC Distributors enrolled
83 Motors Distributors enrolled
· Manufacturer participation in the Upstream Program is a critical element of the Upstream Program’s success.  Distributors have been very responsive to requests to submit remaining 2004 applications.
· The Upstream Team has focused on developing 2005 motor and HVAC strategies to address Program under-participation, and development of up-selling tools.
· Distributor contacts focus on ensuring that the existing up-selling tools are being distributed to sales staff and are helping to increase sales and determining how sales are shaping up for 2005 summer season.
· The Upstream Team is continuing to work with XXXXX to further distribute the Baldor motor up-selling tool.  XXXXX has completed the initial beta distribution of the paper tool to XXXXX in Visalia, and XXXXX in Modesto.  Feedback provided will result in changes to the tool that will be incorporated and provided to other distributors.  The US Motor up-selling tool is expected in a final version soon.  Applied Industrial is working closely with Reliance to distribute the Reliance tool and other distributors will also receive the Reliance tool in the coming weeks.  Tools for other motor manufacturers will also be developed in the coming weeks, after the existing tools are distributed and evaluated.

· Distributors continue to report that they are utilizing Upstream Program rebates to reduce the sales price of high-efficiency equipment, and are also using pricing to influence designer/contractor equipment selections.  
· The Upstream Team prepared a summary showing that XXXXX left over $300,000 on the table by not up-selling to PE motors in 2004.  XXXXX has now assigned staff to organize participation in the Upstream Program in 2005.
1.2.3 Direct Implementation
1.2.3.1 Audits, Site Surveys and Partnerships -  

Not applicable
1.2.3.2 Direct Installations, Rebates, Equipment Maintenance and Optimization – 
· The Upstream Team worked with Motion Industries to improve the process of adding new motors to the online application database of qualified equipment to keep this information as current as possible.
· Intervention Strategies have been developed to address motor market barriers like convincing customers to buy premium motors by tailoring motor manufacturer up-selling tools to the CA market, establishing goals and monitoring distributor performance for 2005, encouraging motor manufacturer involvement, and maximizing branch participation by encouraging distributors to establish an incentive program to motivate sales staff.

· In March, the Upstream Team processed many USAir applications that were held up due to missing equipment information.  
· Members of the Upstream Team met with XXXXX Southern California branch to identify key staff to track the progress of the various Motion branches and ensure that applications for Premium Efficiency motor sales are being submitted to promptly.  XXXXX will also contact his Northern California counterpart to help motivate their participation in Upstream because Southern CA Motion is doing much better than Northern CA Motion.
· XXXXX indicated that the biggest missed opportunity for Upstream lies with the engineers and designers who are specifying motor systems.  Many large systems that are designed (e.g. large water treatment facility in LA with over 300 pumps) already have the pump specifications determined before Motion is contacted.  By encouraging participating distributors to work with the engineers and designers who specify pumps creates opportunities to promote PE motors and the benefits of the Upstream Program.

· XXXXX has stated that they will only be stocking high efficiency units for all products at or above 6 tons.  This is a major development directly related to their participation in the Upstream Program.  Up-selling tool developed by the Upstream Team has also been distributed to Lennox staff.  

· XXXXX has also designated a staff person to input the existing backlog for Q1 2005.  XXXXX has stated that this 2005 backlog will be entered by end of April.  XXXXX is setting up a bonus program for sales staff and contractors featuring premium efficiency equipment, and is anticipating a 20% increase in volume in 2005 over 2004.  
	Measures
	Measures Installed in February
	Committed

	HVAC
	2,887
	16,416

	Motors
	108
	60


1.2.3.3 Calculated and Actual Payment Reconciliation - 

None
1.2.4 EM&V

After discussions with PG&E inspection staff, the team decided to use the 'cold-call' method used by PG&E with good results.  These cold-call appointments are working well for SCE.  There is one inspector working full-time and two inspectors working part-time.

There were 50 HVAC inspections completed during March on 244 HVAC units.  Motor inspections will begin in May.
Some distributors have good customer information, while others often have some customer information—like contact names and phone numbers—missing.  This has been especially true in early program Applications being inspected now.  As a result of our continuing efforts in this area, more recent Applications have included much better information so this is expected to improve on Inspections as time goes by.
There is a significant amount of “catch-up” needed because of the backlog of inspections to complete, but there do not appear to be any barriers to catching up.  Internal (SCE, Energy Solutions, XXXXX) reporting and tracking improvements will also be made to provide better data.
2. Program Challenges

None

3. Customer Disputes

None

4. Compliance Items

None

5. Coordination Activities

None
6. Changes to Subcontractors or Staffing

None
7. Additional Items

None
� The procurement-funded Upstream HVAC & Motors Rebates program underwent a fundshift in the month of September that transferred $500k from Direct Implementation Incentives into the Incentives budget of the procurement-funded Single Family EE Rebates program.
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