2004 - 2005 Energy Efficiency Programs

Monthly Report Narrative


	Program Implementer Name:
	Southern California Edison

	Program Title:
	Upstream HVAC and Motors Rebates Program - Procurement

	Program Number:
	1179-04

	Month:
	November 2004


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

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

	Total
	$5,395,278
	$75,056
	1%
	$489,207
	9%
	$850,957
	16%
	$1,340,164
	25%
	$4,906,071

	Admin
	$303,354
	$20,136
	7%
	$98,540
	32%
	 
	 
	$98,540
	32%
	$204,814

	Marketing
	$661,500
	$26,793
	4%
	$26,793
	4%
	 
	 
	$26,793
	4%
	$634,707

	DI
	$4,310,971
	$28,126
	1%
	$363,874
	8%
	$850,957
	20%
	$1,214,831
	28%
	$3,947,097

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

	Coinc Peak kW
	8,655
	11
	0%
	362
	4%
	2,234
	26%
	2,597
	30%
	8,292

	Annual kWh
	23,760,007
	14,442
	0%
	896,696
	4%
	5,984,472
	25%
	6,881,169
	29%
	22,863,310

	Lifecyc kWh
	360,406,168
	195,378
	0%
	13,449,004
	4%
	90,557,828
	25%
	104,006,832
	29%
	346,957,164

	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 – 
· The draft Program Policies and Procedures Manual is under review.

· The automated data exchange between SCE and US Air, a major HVAC distributor in SCE territory, has been completed for historical unit sales.  This represents a significant portion of SCE’s Upstream Program equipment goals for 2004.  Going forward, we will be processing batched applications for future equipment sales on a regular basis.

· Correcting and validating database modifications and corrections has, unfortunately, delayed the issuance of rebate checks in November.  Rebate processing will resume in December.
· Equipment sales reported for November include corrections for units which had been improperly classified in the October Report.

1.2.2 Marketing – 

· Continuing efforts to enroll major HVAC and motor distributors in SCE territory:
32 HVAC Distributors enrolled
75 Motors Distributors enrolled
· Manufacturers continue to play a key role in motivating distributors to participate in the Upstream Program.  They consider participation in the Upstream Program as a critical element of their strategy to secure and/or maintain market share of high efficiency HVAC and premium efficiency motors.  

· The Participation Improvement Plan implemented in October has allowed the team to identify under-participating distributors and is beginning to show results.  See the Direct Implementation section for details.
· IHACI – Members of the Upstream Team attended the Institute of Heating & Air Conditioning Industries (IHACI) conference at the Pasadena Conference Center on November 17.  A brunch was provided for distributors and manufacturers prior to the conference.  Several useful meetings were held with 10 manufacturers and distributors who were not yet involved in the program, or who have signed up but not yet submitted rebate applications.

· Direct-mail postcards are being developed for participating and non-participating distributors.  These will be finalized and mailed in December.
· 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.  E&L Electric, one of the most active participating distributors in SCE territory, has been utilizing direct mail to promote Baldor Motors.  This mailer informs their customers of the benefits of premium efficiency motors and the Upstream Program (E&L is passing back 50% of the rebate to the customer).  E&L recently reported receiving an order for premium efficiency motors that more than covered the cost of the ALL of the mailers.  The customer mentioned he had received the mailers and had decided to switch to premium efficiency equipment.
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 goals 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 Baldor Motors and distributors like Johnstone Supply (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.  
· Applications for the Kaman (motors) backlog have now been submitted.
· Members of the Upstream Team met with Lennox and identified a backlog of over 1,000 AC units (statewide) for half of 2004.  The Team will be working with Lennox to submit applications for this backlog and motivate Lennox to increase participation in 2005.  
· The Grainger (motors) backlog will also be addressed in the coming weeks.  
	Measures
	Measures Installed in November
	Committed

	HVAC
	60
	9,669

	Motors
	0
	415


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 to the customer the need to verify the installation even though the customer has not directly received a rebate for the installation.  This is anticipated to be a sensitive issue that bears watching in the coming weeks.  Honeywell will begin scheduling inspections beginning in December.  
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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