SCE Residential Room Air-Conditioner Recycling Scoping Study

Introduction

Background

SCE has been ordered by the CPUC to initiate a room air conditioner (RAC) recycling program directed at impacting residential room air-conditioner energy consumption and demand. This new program has been proposed by ARCA, and may be similar to the refrigerator recycling program currently offered by SCE. 

Objectives

The objectives of this study were to:

a.) Determine what customers do with old room air-conditioners; (i.e., resell, trade-in, or dispose of)

b.) Investigate which other utilities/stakeholders offer similar programs, and if so how these programs are operating; and

c.) Utilize other secondary data sources like the statewide lighting and appliance saturation database to glean informational data on room air-conditioners in SCE’s service territory.

Executive Summary

Based upon the results of this research project, it has been determined that there is not much of a resale market for used or refurbished room air-conditioners. To get some sense of the magnitude of the resale market at a retail level we contacted over 300 non-chain appliance retailers including retailers that repair and or sell refurbished RACs. Of those contacted only 13, or 4%, are selling used or refurbished room air-conditioners (RAC). Additionally, according to appliance dealers, approximately 42% of replaced RACs are voluntarily dumped or recycled. Similarly we tried to identify any resale market at the non-retail level. In particular we investigated what happens to old RACs that are replaced or simply not replaced. Based on our information it can be assumed with some amount of confidence that only a small proportion of these units that are not dumped are finding their way into a “retail resale” market, while remaining others are either being sold privately, given away or simply stored. 

Within this report three out of state RAC trade-in programs are summarized. Each of the programs has different offerings; however all have the same goal of reducing the saturation of old, inefficient RACs. Of these programs, the Keep Cool Program offered by NYSERDA appears to be best suited for a RAC turn-in program in the California market. This type of program attracts customers that are planning to replace their RAC, rather than attracting many customers looking to get rid of a RAC that likely is not in use anyway. The program also works well for targeting apartment building owners and managers, which in SCE’s service area accounts for a large proportion of RAC ownership. However it should be noted, according to the Energy Information Administration’s 1997 Residential Energy Consumption Survey (RECS), New York has 70% saturation of residential RACs, compared to 30% saturation in the state of California.  

Unfortunately there is not an efficient way to learn more about what is happening to the estimated 58% of RACs that are not voluntarily recycled using the data collected for this study. However, there is another important question to be asking. The estimated saturation of customers that have one or more RACs is approximately 14%
 in the SCE service area, and approximately 50% of these units are greater than ten years old
. Assuming RACs ten years and older are the target market, a RAC turn-in program offered by SCE would endeavor to impact approximately 7% percent of its customers. Assuming that the program penetrates 50% of the market, the overall impact may be on 3.5% of SCE customers. Would the gross and net impacts from a RAC recycling program, which may affect 3.5% of customers, meet the cost-benefit SCE requires to implement such a program. 

To answer this question, two items become important: first the average capacity of RACs and second the difference in efficiency between new vs. replaced RACs.  Figure 1 shows the proportion of RACs by capacity for both SCE and the state. Given this information, let’s assume that the average capacity RAC that would be replaced is 1.2 tons, or 14,000 BTU output. Table 1 shows the estimated kW impact a program would have that replaced 3.5% of SCE’s customers RACs, or approximately 122,500 RACs
, with standard or Energy Star efficient units. The gross kW reduction for replacing old units with an Energy Star model is nearly 85,000 kW. 
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Figure 1: RAC Cooling Capacity in Tons
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Table 1: Estimated Gross Program Impacts

These assumptions assume a program similar in design to the NYSERDA program, where by the program requires the customer to purchase a new Energy Star RAC in order to get a “bounty” for the old unit. Other more traditional “round up” style turn-in programs that do not require the participant to purchase a new RAC would most likely realize less energy and demand impacts. One of the problems with a “round up” type program is that they do not ensure all RACs are being removed from the power grid. Both Manitowoc Public Utility and Wisconsin Electric found that customers used the program as a mechanism to get rid of their old RAC that was in storage or not in use, while also taking advantage of a rebate. They found customers turned-in RACs that had mounting brackets broken off, front panels broken out, and other problems that indicated the units were not in use, even though the compressor units still functioned
. They cautioned others against offering customer rebates in the first year or two of a round-up program particularly because of this problem. 

Finally we tried to consider, or estimate the impacts of free ridership on a RAC program. We have learned from other utilities that have offered turn in programs that free ridership in the early years is high, additionally our survey results estimate approximately 42% of used or replaced RACs are voluntarily dumped by customers. Consider the 3.5% RAC market impact discussed earlier. If 42% of these customers replacing RACs were going to dump or recycle their RAC anyway, then the net impact is closer to 2%. Table 2 shows the estimated impacts considering free-ridership, using the example started above. If replacing units with an Energy Star model the estimated net MW and MWh hour impacts are 49 and 36,853 respectively. This is considerable change from the estimated program gross energy and demand impacts.
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Table 2: Estimated Net Program Impacts

In conclusion there are a few glaring results that should be reiterated. It appears that any program would most likely experience high free-ridership rates among program participants. A RAC recycling program may be best suited to target low-income customers or multi-family building managers and owners because of the large numbers of RACs owned by this market segment. Because there is such a small retail resale market for RACs, a round-up program would not be as effective as a replacement program. A program that requires the customer to purchase a new energy efficient RAC to qualify for a rebate will drive down free-ridership and require less resources than the round-up style program. 

Room Air-Conditioner Retailer Surveys

This section summarizes interviews conducted with RAC retailers to better understand the room air-conditioner market in SCE’s service territory. RLW conducted a telephone survey with appliance store personnel. The short survey instrument was designed to better understand several aspects of the RAC market. The following questions were addressed:

· RAC resale market: Is there one? Who sells them? Percent of sales new vs. used?

· Customer behavior: once a replacement RAC is purchased what is done with the old one?

· If retailers are selling used RACs, where do they get them? 

· What do retailers suggest customers do with old RACs?

· At what age are RACs not re-sellable? 

· What type of customer buys a refurbished RAC?

SCE provided RLW with a list of appliance retailers developed by Xenergy. The list was believed to be a comprehensive listing of appliance retailers in Edison’s territory. The list included 835 appliance retailers, which RLW filtered to include 476 retailers. RLW’s filter limited the call list to non-chain retailers and retailers in the greater Los Angeles area, as directed by the SCE Project Manager. Of the 476 appliance stores, many were dropped because they were appliance stores dealing in sewing, vacuums and other non-related appliances. RLW attempted to survey a total of 301 appliance retailers, the results from these surveys are tabulated in the following sections. 

Table 3 shows the call disposition log for the telephone surveys of appliance retailers. Of the 301 appliance dealers called, only 13 respondents qualified for the survey. To qualify the respondent was required to sell used RACs. The majority of retailers contacted, over 60%, did not qualify.  Of course this is a conservative estimate since many retailers, approximately 35%, were unreachable. Of the retailers contacted (completed, 13 and not qualified, 185) 93% were not qualified to complete the survey, indicating there is a very small retail resale market for used air-conditioners. 
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Table 3: Call Disposition Log

Of the thirteen retailers that we surveyed, two of them also repair or refurbish RACs. We asked all 13 retailers where they get the used RACs that are resold. The most common response was customer give-ins, however we also heard a variety of other sources, such as:

· Give-ins – 6 responses

· Salvaged from renovated apartment buildings – 2 responses

· Customers calling to sell their used RAC – 2 responses

· Auctions – 1 response

· Pick-up/delivery trucks drop off truckload full of appliances every so often – 1 response

· Other dealers - 1 response

· Newspaper ads - 1 response

Six of the thirteen respondents, or approximately half, sell new RACs in addition to used RACs. Of those who sell both new and used RAC, on average 41% of sales are new and 59% are used. However, other than retailer #1, most sales are significantly dominated by either new or used RACs.
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Table 4: New vs. Used Appliance Sales

Respondents were asked what to their knowledge their customers typically do with replaced room air-conditioners once they have been replaced.  Table 5 shows the survey results for each of the thirteen completed surveys. The dark gray column titled ‘Dispose or Replace’ had the most commonly reported answer, with 10 of 13 respondents believing that customers dispose of or recycle replaced RACs to a varying extent. The columns colored in light gray indicate the next most commonly reported answer. Many believe that the appliance dealers or the RAC installer take the units for the customer. While four other respondents report that anywhere from 15% to 95% of customers re-sell their replaced room air-conditioner. Three other respondents reported that 25%-50% of their customers donate their RACs to places like Goodwill and Salvation Army. 
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Table 5: Replaced Room Air-Conditioner Behavior

The survey included a question to address the age of RACs that would most commonly be found in the resale market.  Respondents were asked, based on experience, what age units are typically resold in the used or refurbished market. All respondents reported RACs less than five years old would be in the resale market, while 12 of 13 respondents reported RACs eight or less years old would most likely be in the resale market. Seven believe RACs nine years old or less are re-sellable. Table 6 presents these results.
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Table 6: Age Room Air-Conditioners Typically Resold

Similar to the last question, we also asked respondents what age they think RACs are beyond repair. Five respondents were not able to give a number of years, instead reporting that it was a factor of the condition the units are in, i.e., how much they had been used and past maintenance received. Others that were able to provide a proxy age did so; the results are presented in Table 7. Two respondents believe that a RAC two years old is beyond repair
, while three other respondents believe units 20-40 years old are then beyond repair. The results show a wide range of ages, with an average age of 14 years old.
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Table 7: Age RACs are Beyond Repair

We asked respondents if they make any recommendations as to what customers should do with their replaced RACs. Five respondents reported making no recommendations. For the remaining respondents a variety of responses were recorded:

· Respondent #1 – “We offer to take old one off their hands”

· Respondent #2 – “Allow him to take for them. Will recycle parts & dispose of what can't be used”

· Respondent #3 – “He offers to haul the old one away”

· Respondent #4 – “Call Salvation Army to pick up”

· Respondent #5 – “We offer to take for them (to resell or dispose)”

· Respondent #7 – “Suggests that they bring the old unit back to the store”

· Respondent #8 – “take to recycle center”

· Respondent #12 – “Let him take to part out, or throw them out.  Most people want to keep them though”

Finally, we asked what type of customers typically purchased used or refurbished RACs. Again a variety of answers were recorded, with most common being “just about anyone”. Four respondents did not know, while other responses included apartment dwellers, apartment building owners, low-income customers and students. 

To get a sense of our respondents’ experience in the appliance market we asked how long they had been in the business. Table 8 shows the number of years each respondent reported being in the appliance business. The minimum number of years is eight, the maximum is 35, and the average number of years in the business for our group of respondents is 25.
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Table 8: Years Respondent has been in Appliance Business

Room Air-Conditioner Saturation

This section summarizes various saturation information for RAC obtained from  the California Lighting and Appliance Saturation Study (CLASS) and  SCE’s 1995 Residential Appliance Saturation Study (RASS)
. In 1999-2000 RLW Analytics conducted the statewide study on behalf of Southern California Edison Company, Pacific Gas and Electric Company, San Diego Gas and Electric Company, Southern California Gas Company and Sacramento Municipal Utility District. As part of the study data was collected on home cooling systems, such as age, efficiency, capacity and nameplate data. The following section provides an analysis of this data for SCE’s service territory and in some cases for Statewide results (i.e., PG&E, SCE, SCG, SMUD, SDG&E). Statewide results are included to provide sanity checks since the sample size of customers having room air-conditioners (RACs) in SCE’s service territory is small. 

Figure 2 shows an estimated 14% of household cooling systems are space cooling systems. Space systems include window-wall room air-conditioners, air-to-air room heatpumps, and evaporative cooling systems. Remaining SCE customers have either central cooling or no cooling, at 53% and 30% respectively. 
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Figure 2: SCE Cooling Saturation by Type

The target of a room air-conditioner recycling program would be room air-conditioners and room heatpumps. Figure 3 shows that eleven percent of SCE’s customers use this type of system to cool their homes.  
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Figure 3: SCE Residential Cooling System Types

Important to the impact of a room air-conditioner recycling program is the efficiency of the units that are recycled. As RACs get older, the efficiency tends to decrease. Therefore, targeting the older, less efficient room air-conditioners would get the most “bang for the buck”. Table 9 shows the average age of RACs in SCE’s service territory is 15.2 years old with an error bound of 3.8 years. Therefore, we can say with 90% confidence that the average age of these RACs is somewhere between 11.4 and 19 years old. We also calculated the median age of RACs, both for SCE and the State. The median age of RACs in SCE’s service area is 13 years old, while the statewide median age is 10 years old. 
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Table 9: Room Air-conditioner Age

A room air-conditioner recycling program may want to target customers that are more likely to own room air-conditioners. With this in mind, Figure 4 shows the percent of customers that use a RAC by annual income.  Customers whose annual income is less than $25,000 are the most likely to use a RAC, while those customers who did not provide an income response (either because they did not know or because they refused) are the next most likely.  Customers with an annual income of $75,000 or greater are significantly less likely to use a RAC than their lower income counterparts.
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Figure 4: Proportion of Customers with a RAC by Annual Income
Figure 5 presents the distributions of annual household income by age of RAC for SCE’s service territory. A program designed to target low-income customers would in fact seek to penetrate a good proportion of the market. The figure shows that customers earning $25,000 dollars or less annually own the highest proportion of RACs for all age bins. Customers earning $25,000-49,999 are the next most likely to own a RAC, again in all age bins. Just over 50% of the target market, or RACs 10 years or older, are owned by customers earning between $25,000-49,999, with an additional 17% of ownership by customers not willing to answer or not knowing their annual income. In all age bins we find there is relatively high saturation of RAC ownership among customers that refused to respond to the income questions. In our experience we have found that customers who are uncomfortable responding to the income question are in most cases low-income customers, unfortunately we have no evidence to support this conclusion. 
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Figure 5: RAC Age by Annual Household Income

Some trade-in programs or components of trade-in programs are designed to target owners of appliances, or those that might own large numbers of appliances, such as apartment building owners and managers. Figure 6 illustrates what type of residences RACs are most commonly found in. For those customers that had room air-conditioners, they were most commonly found in one or two story apartments. When combined, 70% of RACs in SCE’s service territory are found in apartment buildings, similar to the statewide findings. Nearly 20% of RACs in SCE’s territory were found in single-family residences.  It is a fair assumption that the great majority of RACs in apartments are not owned by the tenant.
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Figure 6: Proportion of RACs by Residence Type

Figure 7 shows statewide and SCE results of customers that own homes versus those that are renters. Results for SCE show that 56% of customers are renters, while 63% of statewide customers are renters. Figure 8 presents RAC ownership for customers that rent. The landlord owns the majority of RACs in both SCE’s service territory and the state, at 70% and 80% respectively. These results tell us that apartment building owners and managers would be excellent targets of a RAC trade-in program. 
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Figure 7: Owners and Renters
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Figure 8: RAC Ownership

Appliance Turn-in Programs

This section summarizes our investigation with other out-of-state utilities that have offered/are offering RAC recycling programs.  We explored how these programs are operating and what are the utilities’ experiences with their programs.
Manitowoc Public Utilities (MPU)

Energy Exchange 2000 Program Overview

MPU operates an appliance turn-in program in the state of Wisconsin. For each appliance that is turned-in, MPU donates 50 dollars to Manitowoc Public and Parochial High Schools to be used toward the purchase of renewable energy education supplies and equipment. Appliances covered by the program include refrigerators, freezers and room air-conditioners. To qualify, you must be a customer of MPU and the appliances must be in working condition.  Furthermore, commercial or gas refrigeration units do not apply, the donation must go to the to the Energy Exchange Fund 2000. Business reply cards describing the turn-in program are sent to MPU customers. MPU customers can send back the reply cards with name, address, number of appliances and contact information for scheduling appliance pick-ups.

Currently, MPU still picks up working refrigerators, freezers, and room air conditioners. However the program for 2000 ended October 31. Look for the Energy Exchange 2001 program to begin again around April 1, 2001. Click http://www.mpu.org/appliance_turnin.pdf to view Appliance Turn-in Information. 

General information can be found at: http://www.mpu.org/appliance_turnin.html
Staff Interview

MPU is a small public utility company, serving approximately 16,000 accounts. As part of this study we spoke with Dan Salm of MPU. Dan is the program manager for the Energy Exchange Program which has been in operation for the last seven years. We asked Dan what advise he would have for anyone entering into a RAC turn-in program, our conversation is summarized below.

Dan’s first comment regarding a RAC program was to be aware that in the first couple of years the program will most likely be the recipient of many customers old junky units that, although they may work, most likely would never be used again. Dan talked about units with mounting brackets broken off, front panels broken apart, and generally in really bad condition. Although the compressors on these types of units did function, it was his belief that they could not or never would be installed elsewhere. In order to limit the number of these condition units turned-in MPU stopped providing direct incentives and began making charitable donations on behalf of the customer. He believes this limited the number of turned-in appliances that most likely would not have been used again anyway. He also stated that this change benefited the marketing of the program, what he called “increased mileage on the marketing of Energy Exchange”.

Another good point Dan made was related to the issues of recycling laws in Wisconsin that may very well apply in California. In past years appliance dealers would offer to dispose of replaced RACs for customers when they purchased a new one. However, since new environmental recycling laws have been introduced regarding appliances with refrigeration the cost to recycle appliances has gone way up. In Wisconsin it costs approximately $25-30 to recycle a RAC. Appliance dealers will still take the used appliance, however now they will charge the customer the cost of recycling. Of course most customers would rather store, sell or give away their RAC than pay a price to have it dismantled. 

It is Dan’s understanding that there is not much of a secondary retail market for RACs for a couple of reasons. The first is that most appliance dealers don’t want to deal with the headaches of repairing and re-selling used air-conditioners. The second reason is because used/refurbished RACs don’t cost much less than a new RAC. He explained that the incremental cost of a new vs. used RAC does not warrant a retail resale market. He thinks the re-sell market is mostly in the form of garage sales, newspaper ads, and the like. 

The only other comment Dan had was to be aware of RACs that were still installed at the time of pick-up. This caused them some trouble when the cartage company picked up the units. He said that removing the RACs from their location was time consuming, caused some amount of difficulty, and could have led to problems if the removal did not go as planned. Also, he believes that program planners should consider limiting the number of appliances per customer, because some customers will take advantage of the program if incentives are offered.

Dan Salm – Program Manager, MPU 920.686.4304

New York State Energy Research and Development Authority (NYSERDA)

“Keep Cool” Program Overview

The keep cool program offers customers a “bounty” for turned in room air-conditioners. The “bounty” is in the form of a $75 or $50 rebate. The rebate is offered to New York residents or New York building owners/managers that turn-in a functional room air-conditioner and purchase Energy Star replacements. New York residents in selected areas receive a $75 dollar bounty by sending in an application with a proof of purchase. The residents will receive the bounty once the old unit has been de-manufactured and the application has been processed. The fifty-dollar bounty applies to building managers/owners, which is discussed in more detail in following sections.

The “keep Cool” program makes it easy for all types of RAC owners to participate in the program. There are several ways owners of room air-conditioners can turn in their old room air-conditioners (RACs). A brief description is included with each turn-in option presented below:

· Retailer Turn-In – Customers who purchase an Energy Star RAC at a participating retailer can obtain a turn-in bounty application to apply for the $75 dollar turn-in bounty.

· Tenant Turn-In – Large multi-family buildings where tenants pay their own electric bill may be selected to sponsor a “Keep Cool” event. Tenants are then able to turn in RACs on-site, obtain a bounty application, and submit it once they have purchased an Energy Star RAC and provided proof of purchase.

· Building Owner/Manager Turn-in – Selected owners and managers of multifamily buildings that use RACs are eligible for a $50 bounty when they replace old RACs with new Energy Star RACs. 

· Community Based Organization (CBO) Turn-in Events – Selected CBOs are eligible to participate in the “Keep Cool” program. They are required to hold special events, at which they coordinate the pick-up of RACs. The sponsor is required to provide space and staff support for the events. 

· Community Based Organization (CBO) Drop-Off Turn-In – Multiple locations are provided for customers to drop off RACs. Each location has a schedule for drop off times. All other rules apply, RACs must be functional and the customer must purchase an Energy Star replacement. The drop off locations are open for the duration of the program, much like a neighborhood recycling center.

Staff Interview

We were not able to speak directly to the project manager of the Keep Cool program, however we did receive some brief responses to a few questions that were submitted by email. We asked Lydia Perez, the NYSERDA Keep Cool Project Manager, what changes they will make to the 2001 program based on lessons learned during the 2000 program. She responded that most of the changes would be “internal” changes, without any other elaboration. Lydia did state that one of the biggest lessons learned in 2000 was that purchasing RACs in not an impulse purchase. This may be because programs such as this one do a better job of influencing the “premeditated” shopper to participate than they do impulse shoppers. 

We asked how successful she felt the 2000 program was. She believes that considering how fast the program was put together it was very successful, even though they did not take in that many RACs.  She thinks that this is mainly a result of the summer not being as hot as it normally is, and also because the program did not begin until mid June 2000. Because of the weather, Lydia said that sales of RACs in the state of New York were far less than the sales recorded in the previous year of 1999, where typical summer temperatures were recorded.

To market the program NYSERDA used several avenues. They began by only marketing in the New York City area, using bus panels, subway signs, radio, newspaper, and some amount of TV adds. Later the marketing was expanded to include the entire state of New York. They were also able to get the attention of New York residents using the Governor of New York. The Governor endorsed the program by filming a commercial that was aired throughout the state of New York. 

An important component of the Keep Cool program is the participation of retailers that sell RACs. Lydia said that retailers were very excited about the program and wanted to be on the participating retailers “list”.   The majority of retailers however did not want to be drop off sites due to space constraints. Also, using data obtained from retailers and manufacturers NYSERDA collected data on numbers of units the program might penetrate. NYSERDA was not willing to divulge these saturation numbers, however they did say that they were very helpful in planning the program. 

It is important to note that Aspen Systems is the contractor responsible for designing and implementing the Keep Cool Program. We contacted Aspen Systems several times in an attempt to discuss various aspects of the program. For reasons of their own, they refused to respond to any of these communications. This is also the reason Lydia was reserved in responding to many of the questions we asked. 

NYSERDA – Lydia Perez, Project Manager, lcp@nyserda.com
Aspen Systems – Lisa Hammer, Project Manager, LHammer@aspensys.com
Wisconsin Electric (WE)

Smart Money Program, Appliance Turn-In (APTI) Component

During the years of 1987-1993 Wisconsin Electric (WE) ran the very successful Smart Money Program. A component of the program encouraged customers to “turn-in” old refrigerators, freezers and room air-conditioners.  For RACs, WE gave the customers either a  $25 check or a $50 savings bond, and for refrigerators and freezers, WE gave customers either a $50 check or a $100 savings bond. 

In order to encourage participation, WE began a mass advertising campaign in 1987. Advertising included radio, TV and, newspaper ads. WE advertised the program using bill inserts and also through a campaign that placed stickers on new appliances to increase awareness.  Unlike other similar programs offered by other utilities, this program did not require the purchase of a new energy efficient appliance, the requirements for this program were very simple:

· The customer must be of WE

· The appliance must be electric

· The appliance must be functional

· Customers were limited to two appliances of each type

Additionally, customers that had a non-functional appliance could still call WE for pick-up, however they would not receive a turn-in rebate. If the appliance was not removable, WE still paid the rebate so long as the customer allowed for the appliance to be disabled.

WE contracted with several cartage contractors that were responsible for appliance pick-up services. Cartage contractors were notified of customers that wished to have an appliance, or appliances removed. The cartage contractor set pick-up appointments and was also responsible for testing the appliance for functionality.  The cartage contractors took all appliances to a single facility where they were recycled. Once dismantled, work orders were sent to WE from the cartage contractors so that payments to the customers could be made. Customers were typically paid 4-6 weeks after the appliance was picked up. 

As the first large scale appliance turn-in programs WE went through a quick learning curve. Early problems were encountered in the first year that would impact an SCE based RAC turn-in program, those problems included:

· Communication – Poor communication between the customer and WE caused initial problems for the program. An increase in staff training and knowledge was needed to alleviate the troubles.

· Participation – A much higher rate of participation was encountered than was expected.

· Confusion on savings bonds – The majority of WE customers opted for the check because they were unfamiliar and as a result uncomfortable with a savings bond. 

· Unreliable service by the cartage contractors – This was perhaps the biggest problem for WE. Contractors overwhelmed with workload often sub-contracted services to contractors not able to cover the service area. The result was customer complaints regarding sub-contractor employees and a back-up of appointments. WE began to disallow cartage contractors to sub-contract work, they also began requiring employee training and security checks.

· “Appliance gathering”- WE found that a small number of customers were gathering appliances for turn-in, calling time and time again to have collected appliances picked up and rebated. WE limited the offering to a fixed number of rebates customers could receive and tracked participation carefully. 

WE claims the most important lesson they learned was to keep lines of communication open between all parties involved in the program, including the utility, cartage contractors, recyclers, and of course the customers. One other valuable lesson gleaned from program operations is that of first year participation. WE found that during the first year of the program customers participated only because they wanted their appliances removed. To address this problem, it was suggested that during the first year of a similar program the customer rebate component should not be offered.

Staff Interview

RLW obtained a comprehensive description of WE’s APTI program, however in 1993 it was effectively dropped from the Smart Money Program offerings. The complete program summary can be found at:

· http://solstice.crest.org/efficiency/irt/bytype.htm
The report alluded to a comprehensive program evaluation scheduled for PY 1993-94. Donna Conant of Wisconsin Electric was contacted in an effort to obtain the report to better understand why the program died. At the time of the program Donna was the Supervisor of Program Evaluation. We briefly spoke with Donna on March 7, 2001; she vaguely recalled aspects of the program because the last year it operated was ten years ago. 

Donna recalled three primary reasons for the termination of the program. Those reasons are as follows:

1. Wisconsin Electric approached market saturation in the final year of the program. Participation in the program approached 25% of WE’s residential customers by the end of program year 1991. At this time a dramatic decrease in the number of appliances turned-in had taken place, suggesting the program had a significant impact on the market by shifting the age of the general appliance market. It should be noted that in the final year of the program WE received more RACs than in any other year of the program. However the final year also saw the least freezer turn-ins, and it was the second worst year for refrigerator turn-ins. 

2. Donna also believed that the program had effectively changed the behaviors of WE customers. She believed one of the key aspects of the program was coupling the APTI program with appliance retailers. Retailers were able to educate customers regarding appliance efficiency and the cost of operating older less efficient appliances. Donna stated that any appliance turn-in program should highly consider a component that works with the retailers to educate customers.

3. The final reason mentioned was because appliance retailers began offering services to pick up or take replaced appliances for customers when they purchased a new one. This new service offered by the appliance retailers captured a share of the dwindling APTI program market.

We requested a copy of the program evaluation from Donna. She has agreed to try and locate it, she will send a copy if indeed she is able to find it. 

Donna Conant, Supervisor, Program Evaluation 414-221-3986







� SCE RASS study found 17% in 1995 and the RLW Lighting and Appliance Saturation Study found 11% in 1999-2000. 


� SCE RASS and RLW Lighting and Appliance Saturation Study.


� Assumptions include 3.5 million SCE residential customers, 14% with one or more RACs, 50% with units ten years old or more, and 50% program penetration.


� The only requirement the program had for a customer to turn in an old RAC was that the compressor still functioned.


� These 2 respondents provided responses that were inconsistent with their earlier response that RACs less than 5 years old would be in the re-sale market.


� � REF _Ref508183855 �Figure 4� and � REF _Ref508180964 �Figure 5� are based on the RASS data, while all other figures and tables in this section are based on the CLASS data.
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