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

	Total
	$5,579,453
	$234,061
	4%
	$1,654,102
	30%
	$1,285,546
	23%
	$2,939,648
	53%
	$3,925,351

	Admin
	$303,354
	$26,508
	9%
	$165,503
	55%
	 
	 
	$165,503
	55%
	$137,851

	Marketing
	$661,500
	$19,959
	3%
	$87,891
	13%
	 
	 
	$87,891
	13%
	$573,609

	DI
	$4,495,146
	$187,594
	4%
	$1,400,709
	31%
	$1,285,546
	29%
	$2,686,255
	60%
	$3,094,437

	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
	Feb-05
	% of Goals
	Cumulative
	% of Goals
	Committed
	% of Goals
	Cumulative & Committed
	% of Goals
	Goals Minus Cumulative

	Coinc Peak kW
	8,655
	510
	6%
	2,669
	31%
	3,094
	36%
	5,763
	67%
	5,986

	Annual kWh
	23,760,007
	1,926,191
	8%
	7,543,557
	32%
	7,703,573
	32%
	15,247,130
	64%
	16,216,450

	Lifecyc kWh
	360,406,168
	29,836,284
	8%
	114,660,754
	32%
	115,761,023
	32%
	230,421,777
	64%
	245,745,415

	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.  
1.2.2 Marketing – 

· Continuing efforts to enroll major HVAC and motor distributors in SCE territory:
32 HVAC Distributors enrolled
80 Motors Distributors enrolled
· Manufacturer participation in the Upstream Program is a critical element of the Upstream Program’s success.  Distributors received personalized e-mails requesting 2004 backlog to be submitted by Feb 28th with good response from distributors judging from significant installation applications being submitted.  There are still several distributors with small amounts of 2004 backlog outstanding and the Upstream Team are working with the them to complete any remaining as quickly as possible.
· The Upstream Team has focused on developing 2005 motor and HVAC strategies to address Program under-participation, and development of up-selling tools.
· 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 – 
· 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.
· Enhancements to the online Application process have been prioritized for 2005.
· Intervention Strategies have been developed to address motor market barriers like convincing customers to buy premium motors using existing or new motor manufacturer up-selling tools, establishing goals and monitoring performance for 2005, encouraging motor manufacturer involvement, and maximizing branch participation by encouraging distributors to establish an incentive program to motivate sales staff.

· The XXXXX backlog was virtually completed in February and the Upstream Team has now turned its attention to discussing 2005 plans, up-selling, stocking & use of the rebate to motivate sales staff.  XXXXX is setting up a 2005 Upstream 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
	1,502
	15,867

	Motors
	642
	106


1.2.3.3 Calculated and Actual Payment Reconciliation - 

None
1.2.4 EM&V

No inspections were completed in February because of the difficulty arranging the inspections with prior phone appointments during December and January.  Because the SCE customers have not directly participated in a rebate program associated with motors or HVAC equipment, they are reluctant to allow an inspection.  
After discussions with PG&E inspection staff, the team decided to use the 'cold-call' method used by PG&E with good results.  Discussions were held with the SCE inspection staff to work out the details to implement the cold calls.  Cold calls began on March 1 with much better results, and very few turn-downs.  This will be more fully discussed in the March Report.

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
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