1) Program Name: Comprehensive Industrial Energy Efficiency 
Program ID Number: 3230


SDG&E Program Type: Third-Party Program
2) Projected Program Budget Table
Table 1
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3) Projected Program Gross Impacts Table

Table 2
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This is a non-resource program. The savings listed in Table 2 are for tracking and compensation purposes only. To reduce the administrative burden and prevent double-counting, savings achieved as a result of this program will be reported to the CPUC under COMPANY’s other EE programs.

4) Program Description 

a) Describe program

This third party program will help facilitate SDG&E’s implementation of the Statewide Industrial Program, Customer Services Subprogram.  

San Diego Gas & Electric (SDG&E) will continue the momentum established under its 2008 Investment Grade Audit Pilot Program with industrial customers to implement cost-effective energy efficiency projects directly with customers in the industrial market segment in Company’s service territory. The program will develop and implement energy efficiency projects with a focus on both demand reduction and energy efficiency. The program will concentrate primarily on the following technologies:

· Heating, Ventilating, and Air Conditioning (HVAC) upgrades,

· Controls upgrades,

· Process electricity and gas efficiency,

· Lighting retrofits involving new T-5 and T-8 fluorescent fixtures and associated lighting controls (occupancy sensors),

· Compressed Air System Optimization,

· Process chilled water optimization,

· Process Gas Efficiency including Boiler Economizers, Condensate Return and Cold Isostatic Press (CIP) Optimization; and

· Variable Frequency Drives on Process Pumps and Fans.

The program scope and objective will include an operational savings and continuous improvement component called Monitoring and Targeting (M&T) services.  This service is offered to establish information processes and tools to provide industry benchmarking, correlation of utility use to production levels, and continuous improvements (energy use reductions) in energy efficiency in industrial facilities.  Key elements of the program’s M&T services will include:

· Measurement of utility consumption to discrete levels of usage (sub-metering),

· Comparing consumption against a calculated target (baseline), varying by production through-put (kWh per unit of production),

· Regular weekly reporting of daily or shift data with variances from targets,

· Enabling front-line, operating personnel to act on variances,

· Establishing long-term targets for “best practices” operations and maintenance procedures,

· Sustaining improvement processes through developing:

a. organizational design and relationships,

b. skills and training programs; and

c. Management commitment and communications needed to effectively capture and sustain potential energy savings.

Implementation

A key element to the successful performance of the proposed Comprehensive Industrial Energy Efficiency Program is for the program staff to develop an informed, cooperative and trusted business and working relationship network with the Company Account Representatives to identify and develop eligible customers.  Individual and group meetings with account representatives will be conducted in order to communicate, plan and agree to the proposed program’s method of approach to each account representative’s qualified customers.  

The Program’s approach must be qualified, planned and driven by the end-use customer’s individual organizational profile including consideration of their:

· Management and decision-making structure, including capital allocation procedures 

· Energy consumption and profile

· Interest in energy cost savings and their ability to invest in energy projects or willingness to consider project financing

The customer’s profile will be evaluated by and between the Account Representatives and the program’s business development staff to qualify each customer and their potential to commit to the development of energy efficiency projects to meet targeted energy and demand reduction goals. The careful evaluation and qualification of end-use customer’s energy efficiency opportunities based upon a customer profile criteria is a strategic component to successfully meet and exceed kWh, kW and therm reduction goals and to maximize the cost effectiveness of the program.
As Program Contractor, Contractor’s roles and responsibilities will be comprehensive, from initial contact through to implementation and verification of savings, including:

· The 2013 - 2014 Program will have Contractor working with a large set of Industrial and other identified large customers and projects already known by Contractor, as a result of the existing Company 2008 Investment Grade Audit Pilot Program.  Contractor will expand the existing relationships with many of these customers and account managers working with them as pre-qualified customers, and identify new prospects through various means (other utility account managers, vendor networking, etc.) 

· Contractor will make personal contact with potential customers through their Company Account Manager and describe in detail the benefits of facility assessment and the Company Program.

· Contractor will design, develop and distribute marketing and outreach materials within the Company Target Market including industrial and/or other large end customers.

· Contractor will approach customers by a series of steps: through the Company Account Managers and Contractor’s vendor/subcontractor network, telephone follow-up to set appointments and personal visits to the customer facility.  Contractor will also participate in local industry conferences and other trade events to develop relationships, promote the program and to introduce the Program to potential new customers.

· Once customers express an interest in the Program, Contractor will then conduct a comprehensive assessment to estimate the potential costs and benefits to the customer, will recommend equipment, installation of equipment and M&T/Continuous Improvement processes that will save energy and accomplish the customer’s participation objectives.

· Contractor will then make a presentation to the owner (including project scope, costs and financial pro-forma) and offer a project that will provide acceptable financial benefits to the customer.

· The offering will include an incentive that represents a portion of the incremental cost to install the energy efficient equipment (incentives will be at the same level as Company’s core programs). 

· The owner and Contractor will modify and negotiate scope and other project details, followed by the owner’s commitment to proceed with the project.

· The project will be installed by Contractor or the owner.

· The project will be inspected, as required, and savings documented (including M&V if required).

· The incentive will be invoiced to Company.

· The incentive will be paid to customer. 

The most effective path to the program goals and results is through marketing distribution efforts that directly reach end-use customers at a targeted level engaging Company Account Managers and Contractor’s network of subcontractors and vendors. Utilizing these contacts as marketing channels also lends reliability and knowledge of the customer to the marketing effort. This delivery method ensures a much greater probability of reaching targeted success from exposure to and an effective understanding of the program.
b) List measures 

	 Measure Mix
	kWh
	kW
	Therms
	Incentive ($)

	M&T - Continuous Improvement Process Operational Efficiency Improvements
	   2,460,000 
	 243 
	 230,400 
	$300,000 

	Process Gas Efficiency - Boiler Economizer
	-   
	-   
	164,400 
	$131,520 

	Process Gas Efficiency - Regenerative Oxidizer
	              -   
	-   
	782,500 
	$626,000 

	Process Efficiency Improvements
	       43,770 
	-   
	         1,991 
	$7,500 

	Other Mechanical VFDs, Fans, Pumps, Motors
	   4,188,420 
	540 
	              -   
	$218,565 

	High Bay Fluorescent Fixtures
	 10,993,500 
	1,255 
	              -   
	$549,675 

	High Bay Fluorescent Fixtures Occupancy Sensors
	   1,036,000 
	-   
	              -   
	$51,800 

	Comprehensive Compressed Air Retrofit
	 11,035,500 
	651 
	              -   
	$882,840 

	 
	 
	 
	 
	 

	Total
	 29,757,190 
	2,689 
	1,179,291 
	$2,767,900 


c) List non-incentive customer services

The program provides comprehensive, facility-wide audits for industrial customers of Company.  While energy efficiency measures that are derived from the audits may yield utility incentives, the audits themselves consist of non-incentive services.

During comprehensive audits, customer opportunities for demand response, renewable generation, combined heat and power, and green house gas emissions reduction are all discussed with the industrial customer.  Consulting in these areas is also a non-incentive service.

Contractor also provides project implementation services in the form of general contracting or construction management services.  These services are offered to the industrial customer under a standard commercial agreement and are not covered under utility incentives.
5) Program Rationale and Expected Outcome 

a) Quantitative Baseline and Market Transformation Information This section is not applicable.
b) Market Transformation Information This section is not applicable.
c) Program Design to Overcome Barriers 

Historically, utility programs have, by various means, provided energy efficiency audits of industrial customer facilities that lack the depth and detail upon which sophisticated industrial customers can make informed technical and investment decisions that meet the requirements for corporate approval and project implementation. 

Facility owners are interested in increasing or maintaining the value of their companies, reducing operating costs and facility downtime associated with facility maintenance, reducing the energy costs, being seen in the market as a provider of high-quality products and services, and being perceived as an environmentally responsible company. This results in a market opportunity for a program to offer services that make it economically attractive for owners to achieve their overall corporate goals while reducing energy demand and consumption at the same time.  

Customer and market barriers toward energy efficiency are common across many industrial market segments.  The barriers to navigating the customer decision-making process, customer capital allocation, limited customer resources (for evaluation and implementation) and a lack of knowledge regarding the effective ability to buy down energy saving projects with applicable utility incentives are all present in industrial market segments.  

This program involves a comprehensive energy project focus including delivery of a specific action plan that identifies investment grade detail, including specific cost estimates for each energy efficiency measure, the calculated energy savings for each measure, the quantified utility financial incentive allocation, and the return on investment analysis, needed by industrial customers to navigate their organization’s capital approval processes. 

The program will address the common issues in the industrial market segment and offer the program as a solution to these challenges. The program will discuss with the customer at or prior to the first meeting, the need for a financial level decision maker in the development process and will discuss customer internal investment thresholds and explore their capital allocation processes and how energy efficiency might best be funded. The program itself will be offered as a solution to having limited resources (for evaluation and implementation) and most importantly, the program will estimate and show the customer how the utility incentive substantially contributes to their energy project investment.  The customer and market barriers are best navigated upfront by communicating and showing the customer that the program is the solution toward overcoming perceived customer and market barriers.

d) Quantitative Program Targets 

Table 5

	Comprehensive Industrial Energy Efficiency
	Program Target by 2013
	Program Target by 2014

	Facilities Audited 
	8 large industrial customers
	12 large industrial customers


Note: Values provided represent yearly targets.
e) Advancing Strategic Plan goals and objectives:

This program supports the Strategic Plan in the following manner:

· Offers a customized package of integrated products to enhance the potential energy savings and penetration rate (4. Industrial Sector, Strategy 1.1)

· Includes recommendations that integrate the full range of EE and DSM options (8. DSM Coordination and Integration, Strategy 1.3)

6) Program Implementation 

a. Statewide IOU Coordination:

i. Program name

ii. Program delivery mechanisms

iii. Incentive levels

iv. Marketing and outreach plans, e.g. research, target audience, collateral, delivery mechanisms. 

v. IOU program interactions with CEC, ARB, Air Quality Management Districts, local government programs, other government programs as applicable

vi. Similar IOU and POU programs

This third-party program only operates within SDG&E’s service area. The Program is designed to support and complement SDG&E’s core program activities.  If this Program shares common elements with the IOU’s core programs, other third-party programs, or programs in other IOU service areas, SDG&E and the Contractor will strive to coordinate the similar activities.  

b. Program delivery and coordination: 

i. Emerging Technologies program

Not applicable to this program.
ii. Codes and Standards program 

Not applicable to this program.

iii. WE&T efforts 

Not applicable to this program.

iv. Local marketing and outreach efforts (provide budget) 

The program marketing/outreach budget is $240,000.  Marketing and outreach activities will include:

· Contractor working with a large set of Industrial and other identified large customers and projects already known by Contractor, as a result of Company’s 2008 Investment Grade Audit Pilot Program.  Contractor will expand the existing relationships with many of these customers and account managers working with them as pre-qualified customers, and identify new prospects through various means (other utility account managers, vendor networking, etc.) 

· Contractor will make personal contact with potential customers through their Company Account Manager and describe in detail the benefits of facility assessment and the Company Program.

· Contractor will design, develop and distribute marketing and outreach materials within the Company Target Market including industrial and/or other large end customers.

· Contractor will approach customers by a series of steps: through the Company Account Managers and its vendor/subcontractor network, telephone follow-up to set appointments and personal visits to the customer facility.  Contractor will also participate in local industry conferences and other trade events to develop relationships, promote the program and to introduce the Program to potential new customers.

v. Non-energy activities of program 

Non-energy activities will include the development and installation of turn-key projects (with costs of development and implementation outside of this program).  Identification of green house gas emissions reductions is an important non-energy component of the program.

vi. Non-IOU programs 

This proposed industrial Program by its comprehensive design and independent contractor/holistic approach is able to incorporate unlimited opportunity in order to maximize energy use optimization and trends brought on by market focus.  A big factor in this ability to incorporate opportunities is the ability to satisfy the industrial customer’s requirements to manage energy costs and to prepare to report climate change actions.  

Effectively promoted energy efficiency should fit as the resource of first choice for meeting California’s energy needs.  Energy efficiency is the least cost, most reliable and most environmentally sensitive resource and minimizes contribution to climate change.  These are the trends and initiatives of today and the future that will be addressed by this program.

The proposed Program also addresses concerns of the industrial market segment in what appears to be difficult economic times in the near term.  Industrial facilities are being taxed even more to maximize efficiency in all phases of their operations.  Energy efficiency is an excellent opportunity to contribute to overall efficient operations and help these companies survive the current economic climate.  

vii. CEC work on PIER 

Not applicable to this program.
viii. CEC work on codes and standards 

Not applicable to this program.

ix. Non-utility market initiatives 

Not applicable to this program
c. Best Practices:

The program design incorporates various best practice elements.  Specific items include:

· Close coordination with Company personnel,

· Working as a team with the industrial customers,

· Working with specialists in technologies (such as compressed air), who are actively involved with developing best practices in their field, as subcontractors,

· Monitor development in other technical areas to stay ahead of the curve in the latest best design and operating practices,

· Measurement, monitoring and data collection of necessary points of operation to establish baseline energy use; and

· Provide a comprehensive Energy Efficiency/Demand Side Management (EE/DSM) solution that considers the customer’s specific financial/investment parameters.

d. Innovation
Contractor’s addition of Monitoring and Targeting services to other more traditional energy efficiency approaches also makes this program unique and innovative. Involving all levels of the organization from top management down to equipment operators in an energy-focused, continuous improvement process has been proven to yield tremendous improvements in energy efficiency as well as production efficiency. Providing the appropriate instrumentation (sub-metering), tying discrete energy use to levels of production, setting (and adjusting) target performance levels, and training of facility staff and management provide the tools for producing sustained energy reductions.

e. Integrated/coordinated Demand Side Management:

Contractor will practice cross marketing with other programs, most often cross-integrating energy efficiency and demand response opportunities on behalf of customers.  Contractor’s capability and familiarity with both energy efficiency and demand response programs will be beneficial to both Company and to end use customers.  However, although the proposed Program does not specifically include Demand Response goals, Contractor will provide and assess demand response opportunities (TA/TI participation) and will conduct preliminary assessments for customers participating in the Program. Referral to applicable Company Demand Response Programs will also result in opportunities for customer participation.

Onsite generation is not anticipated to be a focus of this Program, however Contractor will identify circumstances under which onsite generation projects make sense to the customer.

Technologies within the program include:

Measure 1 - M&T - Continuous Improvement Process Operational Efficiency Improvements:

This measure implements a continuous improvement regimen at the facility.

Energy and demand savings accrue from the M&T system providing the facility personnel with almost real-time data relating the process energy consumption to production.  Personnel are then able to discover why the energy consumption exhibited excursions both above and below a trend line average plot.  Eliminating the causes of excursions of higher energy consumption and extending the causes of lower energy consumption excursions will result in a continuous trend of reducing energy consumption.

Measure 2 - Process Gas Efficiency – Boiler Economizer:

This measure adds an economizer to a boiler exhaust stack.

Energy savings accrue by recovering heat from high temperature exhaust gases leaving the boiler and using the heat to raise the temperature of the boiler feed water.  This reduces the load on the burner and reduces gas consumption.

Measure 3 – Process Gas Efficiency - Regenerative Thermal Oxidizer:

This measure replaces an existing low efficiency thermal oxidizer with a new higher efficiency thermal oxidizer.

Energy savings accrue from a more efficient recovery of the heat required to oxidize the Volatile Organic Compounds (VOCs) in the incoming exhaust stream from the process.

Measure 4 - Process Efficiency Improvements:

This measure replaces existing low-efficiency thermal processes with new higher efficiency processes and/or optimizes operation of the process.

Energy savings accrue from a more efficient recovery of the heat required in the process by a regenerative operation.  For example, beverage processing frequently requires heating the product to pasteurize it and then cooling it for storage.  This heating and cooling process lends itself to recover heat regeneratively.  The cold product entering the pasteurizer is heated by the hot product leaving the pasteurizer and the hot product leaving the pasteurizer is cooled by the cold product entering the pasteurizer.  More than 91% of the total energy required to heat and cool the product can be recovered via the regenerative heat exchangers.

Measure 5 - Other Mechanical – Variable Frequency Drives (VFDs):  

This measure installs VFDs on fans.  The measure will permit the fan to operate under one of two scenarios.

The first scenario occurs if the fan serves a variable load but delivers constant volume, a control system will be incorporated into the measure that will sense the load and vary the fan speed to meet the load.  This will reduce the fan energy consumption by the cube of the fan speed.

The second scenario occurs if the fan serves a constant load but the fan discharge is throttled to establish a fixed flow at less than the fan design point.  The VFD will permit opening the discharge damper and reducing the fan speed to meet the flow requirements without throttling.  Savings will accrue at the difference between the throttled fan power and the reduced speed power.

Measure 6 – High Bay Fluorescent Fixtures:

This measure replaces existing high bay metal halide light fixtures with energy efficient fluorescent high bay fixtures.

The energy and demand savings accrue from the reduced fixture wattages.

Measure 7 – High Bay Fluorescent Fixture Occupancy Sensors:

This measure adds occupancy sensors to some or all of the new energy efficient fluorescent high bay fixtures installed in the previous measure.

The energy savings (no demand savings) accrue from the reduced fixture operating hours.

Measure 8 – Compressed Air - Comprehensive Compressed Air Retrofit:

This measure evaluates the complete compressed air system and upgrades the system on both the supply and demand sides to reduce energy consumption.

Energy and demand savings accrue from the improved performance of the new system.

f. Integration across resource types (energy, water, air quality, etc): 
Not applicable to this program.

g. Pilots:
Not applicable to this program.

h. EM&V:
SDG&E is proposing to conduct market assessment/characterizations and process evaluations by market segments. Within each of these evaluations, a portion of the research will be assigned to the third parties involved to both ensure that the third party programs are being run efficiently and that their integration to the portfolio is effective.

7) Diagram of Program: 
No specific program diagram for this third party program has been developed.  Any program linkages are discussed in Section 6.
8) Program Logic Model: 

The third party is an implementation channel and is included in the appropriate market segment logic models. No specific logic model for a particular third party program has been developed.
� Definition of Table 1 Column Headings: Total Budget is the sum of all other columns presented here


Total Administrative Cost includes all Managerial and Clerical Labor, Human Resource Support and Development, Travel and Conference Fees, and General and Administrative Overhead (labor and materials).


Total Direct Implementation – includes all financial incentives used to promote participation in a program and the cost of all direct labor, installation and service labor, hardware and materials, and rebate processing and inspection used to promote participation in a program.


Total Marketing & Outreach includes all media buy costs and labor associated with marketing production. 


Integrated Budget Allocated to Other Programs includes budget utilized to coordinate with other EE, DR, or DG programs.


Total Budget is the sum of all other columns presented here


Definition of Sub-Program: A “sub-program” of a program has a specific title; targets; budget; uses a unique delivery or marketing approach not used across the entire program; and for resource programs, has specific estimated savings and demand impacts.
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