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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

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

	Total
	$5,579,453
	$326,178
	6%
	$3,694,297
	66%
	$1,700,381
	30%
	$5,394,678
	97%
	$1,885,156

	Admin
	$303,354
	$18,409
	6%
	$311,717
	103%
	 
	 
	$311,717
	103%
	-$8,363

	Marketing
	$661,500
	$30,239
	5%
	$331,559
	50%
	 
	 
	$331,559
	50%
	$329,941

	DI
	$4,495,146
	$277,530
	6%
	$3,051,021
	68%
	$1,700,381
	38%
	$4,751,402
	106%
	$1,444,126

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

	Coinc Peak kW
	8,655
	292
	3%
	6,017
	70%
	4,206
	49%
	10,223
	118%
	2,638

	Annual kWh
	23,760,007
	806,863
	3%
	16,407,723
	69%
	10,966,368
	46%
	27,374,090
	115%
	7,352,284

	Lifecyc kWh
	360,406,168
	12,258,783
	3%
	248,667,595
	69%
	165,452,324
	46%
	414,119,919
	115%
	111,738,573

	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.  
· The V2 (Phase II) on-line application system upgrades will help improve the existing processing and workflow.  Technical specifications are being addressed. A detailed status will be submitted in September.
· Efforts have focused on finalizing the format for return data on rejected applications.  Current Reject Reports are facilitating the communication process with distributors while reducing the reject levels.

1.2.2 Marketing – 

· Continuing efforts to enroll major HVAC and motor distributors in SCE territory:
32 HVAC Distributors enrolled

95 Motors Distributors enrolled

· The “Top-10” distributor contact program, whereby the top 10 HVAC and motor distributors are contacted every two weeks (in person, e-mail or phone) has continued to be effective through the month of August. We will continue this level of contact into the future.

· 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.
· 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 – 
· Members of the Upstream Team are working with the distributors to make sure that they have and are using the Motor Upselling Tools (XXXXX, XXXXX, XXXXX). 
· 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.

	Measures
	Measures Installed in August
	Total Measures Committed

	HVAC
	1,310
	20,392

	Motors
	90
	639


1.2.3.3 Calculated and Actual Payment Reconciliation - 

In the month of August 2005, financial incentives in the amount of $242,772 (Tab 1A, Direct Implementation Section) were paid to customers.  “Tab 2A – RecordedEEActivities” calculates that $110,593 in financial incentives should have been paid to customers.  The difference was the result of projects being “status” changed as completed in the Small Business Rebate (SBR) database at the end of the month.  The actual financial incentives will appear in next month’s report. 

1.2.4 EM&V

There were 33 HVAC inspections completed during August-. There are two full-time inspectors.  There do not appear to be any significant barriers with completing inspections.  
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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