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

	Dec-04
	% of Bdgt
	Cumulative
	% of Bdgt
	Committed
	% of Bdgt
	Cumulative & Committed
	% of Bdgt
	Unspent

	Total
	$5,395,278
	$832,616
	15%
	$1,321,823
	24%
	$751,395
	14%
	$2,073,219
	38%
	$4,073,455

	Admin
	$303,354
	$30,255
	10%
	$128,794
	42%
	 
	 
	$128,794
	42%
	$174,560

	Marketing
	$661,500
	$41,138
	6%
	$67,932
	10%
	 
	 
	$67,932
	10%
	$593,568

	DI
	$4,310,971
	$761,223
	18%
	$1,125,097
	26%
	$751,395
	17%
	$1,876,492
	44%
	$3,185,874

	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
	Dec-04
	% of Goals
	Cumulative
	% of Goals
	Committed
	% of Goals
	Cumulative & Committed
	% of Goals
	Goals Minus Cumulative

	Coinc Peak kW
	8,655
	1,713
	20%
	2,075
	24%
	1,994
	23%
	4,069
	47%
	6,579

	Annual kWh
	23,760,007
	4,466,111
	19%
	5,362,808
	23%
	5,361,610
	23%
	10,724,418
	45%
	18,397,199

	Lifecyc kWh
	360,406,168
	67,473,688
	19%
	80,922,692
	22%
	81,112,223
	23%
	162,034,916
	45%
	279,483,476

	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 – 
· In validating the Rebate Application Database we discovered that one paid rebate application was ineligible because the sale took place before the Participation Agreement was signed.  This overpayment was deducted from a future rebate payment to the participating Distributor, the application was removed from the database, and a programming solution has been instituted to avoid a repeat. 
· SCE and Energy Solutions personnel have completed validation of the Rebate Application database.  Significant strides have been made in processing checks to participating Distributors.  Several minor improvements remain, but overall the significant check processing delays have now been eliminated.  
· The draft Program Policies and Procedures Manual is under review.  
· The rate for matching Applications with valid SCE customer service addresses has steadily improved to between 80% and 90% for recent application batches.  This has been achieved by working closely with distributors to improve the quality of address data received.  This also significantly reduces the effort required in the manual matching step.  
1.2.2 Marketing – 

· Continuing efforts to enroll major HVAC and motor distributors in SCE territory:
32 HVAC Distributors enrolled
77 Motors Distributors enrolled
· Manufacturer participation in the Upstream Program is a critical element of the Upstream Program’s success.  The Upstream Team is focused on developing 2005 motor and HVAC strategies to address Distributor backlogs of unclaimed rebates, under-participation, and up-selling tools.
· Direct-mail postcards were sent to participating and non-participating distributors.  The Team will track the effectiveness of the postcard in improving participation of existing Distributors, and enrolling new Distributors.
· HVAC Participants: 18
· Motors Participants: 47
· Potential HVAC: 6
· Potential Motors: 29
· “End-of-Year” e-mails were sent to distributors on 12/20 encouraging them to submit applications for 2004 installations no later than mid-February.  The Team expressed appreciation for the Distributors’ participation in 2004 and reminded them that the Upstream Program rebates contribute to their bottom line.  It also emphasized that getting the applications in early will aid the utilities in evaluating Program impacts in 2004 and, most importantly, provide valuable market potential data for Program planning and budgeting purposes in 2005.

· 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.  
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 – 
· Intervention Strategies have been developed to address motor market barriers:
· Identifying largest backlogs.
· Schedule an appointment to give an online rebate demo.
· Convincing customers to buy premium motors using existing or new motor manufacturer up-selling tools.
· Monitoring up-selling accomplishments for 2004 and establishing goals for 2005.

· Encouraging motor manufacturer involvement.
· Maximizing branch participation, (ie: incentives to sales staff).
· Signing up distributors who have not yet signed up for Program.

· Securing manufacturer lists of distributors to identify non-participating distributors.
· The Participation Improvement Plan has resulted in a broad level of distributor’s participation as they continue to submit rebate applications at increasing rates.  It has also been instrumental in securing commitments from manufacturers like XXXXX and distributors like XXXXX (motors) to develop upselling tools and targeted programs to increase participation in 2005.
· We have identified significant backlogs of qualifying equipment sales and installations for several distributors and are working with these participants to get applications submitted.  Members of the Upstream Team continue to work with XXXXX on a backlog of over 1,000 AC units (statewide) for 2004.  The XXXXX applications for this backlog should be processed soon.  
	Measures
	Measures Installed in December
	Committed

	HVAC
	7,305
	8,423

	Motors
	220
	540


1.2.3.3 Calculated and Actual Payment Reconciliation - 

None
1.2.4 EM&V

Verification/inspection protocols for program installations have been developed and the first sample of installations has been selected for verification.  All installations at customer sites which received a rebate over $2,500 will be verified, and additional sites will be selected on a random basis to verify a total of 20% of participating sites.  A script was developed to help the schedulers explain the need to verify the installation to the customer.    
· Six motor inspections were completed in December.  

· Because the SCE customers have not directly participated in a rebate program associated with motors or HVAC equipment, they are reluctant to take the time to allow an inspection.  Customers are also sometimes reluctant to allow a 3rd party (XXXXX) to verify installation of a motor or HVAC unit.  
· This was anticipated to be a sensitive issue that the Team will be focusing on in the coming weeks, developing new tactics to improve the inspection process.
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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