
1) Program Name: Commercial Direct Install


Program ID: 3226

SDG&E Program Type: Third Party Program

2) Projected Program Budget Table
Table 1 
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3) Projected Program Gross Impacts Table – by calendar year 

Table 2
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SDG&E Third Party Programs
3226 SW-COM Direct Install 7.794 31.820.791 29572





4) Program Description

a)
Describe Program
The Direct Install sub-program delivers free and low cost energy efficiency hardware retrofits through installation contractors to reduce peak demand and energy savings for small commercial customers. The program targets small businesses in a staged delivery approach that provides program services in specific geographic areas at different times allowing for a more concentrated, directed, and yet comprehensive program.

In response to a variety of recommendations, SDG&E will incorporate the following changes into the 2013-2014 Commercial Direct Install program:  

· The Process Evaluation Study conducted by the Heschong Mahone Group recommended that SDG&E’s Direct Install program incorporate the promotion of other SDG&E programs into the implementation contractors’ contracts.  This will be a key feature of the 2013-2014 contracts to ensure more comprehensive projects.

· The Market Potential Study indicates that Advanced Generation (premium) T8s is the technology with some of the largest potential within SDG&E’s service territory.  Given that the baseline for linear fluorescents shifts to T8s in 2015, the program will be modified to place a heavy emphasis on installation of Premium T8s in 2013-2014.  
· Consistent with Ordering Paragraph 71, the Direct Install program has worked actively with a number of Business Improvement Districts (BIDs) during the current cycle to increase local community involvement and raise the program’s profile among BID businesses.  This effort will continue during the 2013-2014 cycle with a concerted effort to partner with SDG&E’s Local Government Program and multiple BIDs to increase the number of BID customers involved in the Direct Install program.  

b)
List of Measures
Direct Install will implement selected measures at reduced or no or low cost to the customer. Low cost measure opportunities will be targeted to small commercial customers. Eligible measure types include but are not limited to:

· Lighting

· HVAC

· Refrigeration 

c)
List Non-incentive Customer Services
The sub-program provides a complete turnkey solution for the customer, including equipment purchasing, installation, clean-up and disposal.  In addition, information about the installed measures is provided to the customer that explains the energy efficiency benefits they received and proper operation and maintenance practices to ensure sustained performance.

5)
Program Rationale and Expected Outcome 

a)
Quantitative Baseline and Market Transformation Indicators (MTIs)
Market Transformation has not been a major focus of the California energy efficiency programs since the energy crisis.  Consequently, relatively little attention has been given in recent years to identifying and gathering data on indicators of change towards market transformation.  For some programs or sub-programs that promote a single end use or measure, there may be some data available for this purpose, probably from industry sources, that we have not yet identified.  For many of the programs, however, this kind of long-term, consistent, and expensive data collection has not been done in California.

The utility program planners have worked closely with their respective EM&V staffs and with each other to identify available information and propose potential metrics.  Each utility and each program has some data available, but attempts to distill the limited available information into a common set of agreed-upon metrics have proved far more difficult to accomplish.  Offering metrics in which there is not confidence would not be productive.  Therefore, the utilities respectfully exclude “draft” metrics at this time and instead suggest a means of developing meaningful indicators.

The utilities will develop meaningful baseline and market transformation concepts and metrics for programs that do not currently have them, and then propose to design and administer studies to gather and track consistent, reliable and valid baseline and market effects data.  We would propose to use the program logic models and The California Evaluation Framework (2004) as guides, and to begin this work after approval of the Application, using funding provided for Evaluation, Measurement & Verification.

We expect that the baseline studies should (1) adequately describe the operation of markets that are targeted by a program, (2) confirm our tentative identification of measurable parameters that would indicate changes towards greater efficiency in the market(s) and that are likely to be affected by the program, and (3) gather the current values of those parameters, to serve as baselines against which future market movement can be tracked.

b)
Market Transformation Indicators (MTIs)
See Section 1a.5.a.

c)
Program Design to Overcome Barriers
Small businesses are a significant source of untapped energy-efficiency potential.  The primary barriers to participation include limited capital resources, lack of expertise and understanding of the benefits of energy efficiency, a suspicion of the “free offer” and its legitimacy, and language and cultural barriers.  

In addition, the majority of these customers occupy short-term leased facilities.  Consequently, there is also a split incentive barrier to adoption of energy efficiency improvements.  Split incentives occur when the customer and owner do not own the same equipment they pay bills for (e.g., the landlord owns the HVAC equipment and the customer pays utility bills for it, or vice versa).  The program makes every effort to address this situation with both the owner/property management company and the tenant to communicate the benefits and gain approval for program services.  The no cost offering makes this acceptance of the retrofit easier for the tenant.

While these small customers may be eligible for other elements such as the itemized retrofit incentive, the primary barriers beyond some cost reduction to participation by very small and small commercial customers are not addressed by that program.  The No-Cost/Low Cost Installation element addresses these barriers by providing all equipment and installation services at no or very little charge to the customer. 

The Program utilizes a collaborative team of internal and external stakeholders to conduct strategic program outreach and marketing. Working with our External Affairs Outreach group the Direct Install program has worked actively with a number of Business Improvement Districts and local governments during the current cycle to increase local community involvement and raise the program’s profile among BID businesses.  This effort will continue during the 2013-2014 cycle with a concerted effort to partner with Local Government Programs and multiple BIDs to increase the number of BID customers involved in the Direct Install program.  

Additionally, the Program has team members fluent in the languages spoken and familiar with the cultures in its territory to pro-actively working to bridge cultural and language barriers to understanding the benefits of energy efficiency, overcoming the suspicion of the “free offer” and its legitimacy.

d)
Quantitative Program Targets
The Commercial Direct Installation Program has program targets defined within each direct install vendor contract.

e)
Advancing Strategic Plan goals and objectives
In accordance with the Strategic Plan, this sub-program advances comprehensive energy efficiency, including:

· Integrating marketing and outreach to the commercial customer sector 

· Integrating the approach to better maximize savings and minimize lost opportunities

· Identifying the most promising technologies that can play a role of providing multiple solutions, for energy efficiency.

· Cross-promoting other energy efficiency (e.g., Workforce, Education & Training) and demand response programs.

6)
Program Implementation
a)
Statewide IOU Coordination
All California IOUs offer The Direct Install efforts. Specific areas of coordination include:

i. Program name

Commercial Direct Install

ii. Program delivery mechanisms

Third-party contractors will be used to perform program services such as customer outreach, survey existing equipment, explain and promote retrofits, and perform retrofit installations for customers and coordinates services performed by the Community-Based Organizations (CBOs).

iii. Incentive levels

The sub-program does not pay a rebate or incentive to the direct install customer. Payments are made to the direct install vendor who employs said incentives to reduce the cost of delivering energy efficiency services.  The products and installation of products are at reduced cost or free to the customer.

iv. Marketing and outreach plans

The sub-program is designed to increase the adoption of energy-efficient measures by small and hard-to-reach commercial customers through offering energy efficiency assessments, energy efficient equipment and installation to small business customers at no or low cost. Marketing efforts undertaken will be targeted based on customer size and demographics. Program interactions include working closely with Faith Based and Community Based Organizations as job development partners, creating and providing jobs in addition to the contract deliverables. This provides a partnership in the community that otherwise would not have engaged.

Additionally, the Program utilizes a collaborative team of internal and external stakeholders to conduct strategic program outreach and marketing. Working with our External Affairs Outreach group the Direct Install program has worked actively with a number of Business Improvement Districts and local governments during the current cycle to increase local community involvement and raise the program’s profile among BID businesses. This effort will continue during the 2013-2014 cycle with a concerted effort to partner with Local Government Programs and multiple BIDs to increase the number of BID customers involved in the Direct Install program.

v. IOU program interactions

The sub-program will coordinate its activities with local government partnerships and External Affairs in order to leverage existing infrastructures (e.g., Chambers of Commerce and Business Improvement Districts) that provide outreach to small business customers.

vi. Similar IOU and POU programs

Not applicable

b)
Program delivery and coordination
Direct Install contractors are selected using a competitive bid process to ensure cost-effective delivery of services. All customer outreach, existing equipment surveys, explanation and promotion of retrofits and installation of retrofits for customers will be delivered by the contractors.

The IOU Program Management staff provides a customer contact list to the Direct Install contractors. Using this list the contractors will contact the customer to set up an appointment to assess and install the recommended measures at no cost to the customer. In cases where a customer name is not shown on the list (for example, a new business that opened after the list was generated), the contractor confirms their eligibility before performing a survey. Contractors have the main responsibility for contacting eligible customers, but also work with appropriate CBO/FBO and local government partnerships to reach customers.

After completing the energy survey, the contractors must discuss the recommendations with the customer and explain which fixtures and/or lamps recommended for upgrade and/or replacement. The contractor must then ask the customer whether to proceed with the retrofit:

The contractor typically installs the equipment within a few days of obtaining permission to proceed.  After completing the installation, the contractor must do three things:

1. Perform an on-site post-verification of the installation. The test must ensure that all retrofit work is completed and in compliance with all applicable statutes, acts, ordinances, regulations, codes and standards of the federal, state and local governmental agencies having regulatory jurisdiction.

2. If a customer has any complaint about work done through the Program, the Contractor is ultimately responsible for handling it.

Any advertising or marketing material that the contractor uses must be approved by the Program manager in advance. All customer communications must be presented in the customer’s primary language whenever possible and appropriate categories).

i. Emerging Technologies program

Not applicable; this program does not seek to influence emerging technologies.

ii. Codes and Standards program

Not applicable; this program is not directly involved with the Codes and Standards, but is indirectly involved insofar as Title 20/24 requirements dictate minimum efficiency standards.

iii. WE&T efforts

Direct Install contractors will be required to provide customers with informational materials on statewide and local WE&T opportunities.  In addition, the Direct Install program (through its contractor delivery network) offers an opportunity for achieving one of the primary goals of Workforce Education & Training – providing energy efficiency jobs for low income and disadvantaged workers.  The linkage between Direct Install and the Statewide WE&T efforts will be made stronger as the WE&T program coalesces.

For SDG&E, specific workforce development efforts supporting Direct Install will include training on topics including, but not limited to:

· Audits – Training will be developed in an effort to promote a consistent approach and format to facility audits. 

· Financing (i.e., On Bill Financing)

· Soft skills and Business training (including customer service, sales, and marketing).

· Benchmarking

· Program-specific training – Training will be developed to promote increased familiarity with the program’s eligibility requirements, application, processes, etc.

· IDSM
SDG&E will explore voluntary incentive-based approaches to encourage contractors and other industry professionals to complete the full bundle of Direct Install workforce development training.  For professionals who complete the pre-requisite courses and pass a high-road skill standards test, such approaches may include (as applicable): 

· Allowing marketing or advertising differentiation;

· An incentive bonus; and/or

· Providing preference to these professionals during bid evaluation process. 
Direct Install workforce development training will be coordinated with the statewide IOU WE&T program. In addition to the trainings described above, SW IOU WE&T programs will continue to offer building-block courses that educate professionals on the concepts that form the foundation of commercial/industrial programs. Those concepts include:

· Green building techniques;

· Codes and standards (Title-24);

· Lighting and HVAC technologies;

· Energy cost management; and

· Food service equipment.

Contractor recruitment efforts will be conducted primarily by SW WE&T program implementers through:

· The network of contractors already participating in C/I EE programs;

·  Direct outreach through industry organizations with locally active memberships (e.g. IHACI, U.S.G.B.C., IFMA, AIA, BOMA, etc.);

· Workforce development departments (to target unemployed general contractors); and

· Community Based Organizations with a proven track record of effective outreach to the hard-to-reach workforce.

iv. Program-specific marketing and outreach efforts 

Program outreach occurs by working closely with local governments, Faith Based and Community Based Organizations. Marketing and outreach efforts focus on the energy efficiency benefits of the equipment installed, proper operation and maintenance and cross-promotion of DR activities. (Specific IOU budget information for this marketing activity is provided in Table 1.)

v. Non-energy activities of program

As a turnkey program, Direct Install contractors are responsible for outreach efforts, equipment specification, equipment procurement, equipment installation, job-site clean-up, equipment disposal and post-installation inspection.

vi. Non-IOU Programs

Direct Install will leverage the efforts of other philanthropic, faith-based and community-based organizations to achieve additional energy savings.  These efforts will be further defined as the program design details are developed and third-party contracts are negotiated.

vii. CEC work on EPIC

Not applicable; see Section 6.b.i.

viii. CEC work on codes and standards

Not applicable; see Section 6.b.ii.

ix. Non-utility market initiatives

Not applicable

c)
Best Practices
Direct Install Programs were successfully offered during the 2010-2012 program cycle.  Best practices were derived from these programs and include:

· Keep messaging and participation simple for the customer. 

· Understand the key motivators that drive an industry and use that information to market the program. 

· Make the program visible to targeted customers.

· Contact targeted customers through identified organizations and associations, 

· Maintain a high level of customer service by providing customers with assistance with vendor management and other no cost, low cost recommendations. 

· Identify qualifying products simply and effectively.

d)
Innovation
As the market matures with information regarding energy efficiency, many small businesses are expressing an interest in the adoption of emerging technologies, such as solid state lighting, and demand response enabling technologies. The IOU Direct Install Program Management team will continually evaluate these technologies and incorporating them into the program delivery model including potential customer co-pay into the program.

IOUs will explore offering an audit to customers considering three or more measures in an effort to determine if the audit itself leads to implementation of deeper savings.

e)
Integrated/coordinated Demand Side Management
The Direct Install model provides a great opportunity to market other DSM (i.e., DR and CSI) to traditionally hard-to-reach customers. The program will make every effort to do so; however, it is acknowledged that these small business customers likely do not have the resources (both financial and personnel) to actively pursue participation in such programs (especially CSI). To help bridge this resource gap, DSM promotional materials will describe all known non-IOU programs that offer tax credits/rebates/financing for solar PV systems.  Information on DR programs and rate alternatives/changes appropriate to the small-business customer class will also be provided.

f)
Integration across resource types
Promotional materials described in Section 6.e will also include information on water energy savings.  In addition, such water savings measures (e.g., low flow faucets) may be evaluated for inclusion in the program delivery.

g)
Pilots
Not applicable

h)
EM&V
The utilities plan to work together and with the Energy Division to develop a complete plan for 2013-2014 studies and budgets after the program plans are finalized and filed.  This plan will be submitted to the CPUC in time for approval along with the Program Implementation Plans.

Detailed plans for process evaluations and other evaluation efforts specific to this program will be developed after the final program design is approved by the CPUC and program implementation has begun, since final plans will be based on identified program design and implementation issues and questions. However, a brief description of the current, preliminary plans is provided below:

· Conduct evaluation to track the all proposed key metrics, 

· Conduct specific process evaluation to improve program design, implementation and market effectiveness.

7)
Diagram of Program
 SHAPE  \* MERGEFORMAT 




8)
Program Logic Model
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On December 2, 2010, the Commission issued Resolution E-4385, approving Program Performance Metrics (PPMs) for Pacific Gas and Electric Company, Southern California Edison Company, Southern California Gas Company and San Diego Gas and Electric Company for 2010-2012 statewide energy efficiency programs and subprograms. In addition, this Resolution approved updated logic models for the statewide programs.  Below is the approved logic model for the Continuous Energy Improvement Sub-program.
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