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RE: Case No.2013-00487
Dear Mr. Derouen:

Enclosed please find and accept for filing the original and ten copies of Kentucky Power
Company’s responses to data requests propounded by Commission Staff and Sierra Club. Also
enclosed is Kentucky Power's motion for leave to deviate and for confidential treatment

At the direction of counsel for Sierra Club, copies of the responses and the motion are
being served by electronic transmission only to the persons indicated below. Please do not

hesitate to contact me if you have any questions.
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Joe Childers
Daniel Sawmiller
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. COMMONWEALTH OF KENTUCKY
BEFORE THIE
PUBLIC SERVICE COMMISSION OF KENTUCKY

IN THE MATTER OF

APPLICATION OF KENTUCKYPOWER COMPANY
TO AMEND ITS DEMAND-SIDE MANAGEMENT
PROGRAMAND FOR AUTIHIORITY TO IMPLEMENT
A TARIFF TO RECOVER COSTS AND NET LOST
REVENUES AND TO RECEIVE INCENTIVES

. ASSOCIATED WITH TIIE IMPLEMENTATION OF
THE PROGRAMS

Case No. 2013-00487

KENTUCKY POWER COMPANY RESPONSES TO
ALEXANDER DESHA AND SIERRA CLUB INITIAL SET OF DATA
REQUESTS

. February 14, 2014 s



VERIFICATION

The undersigned, Edgar J. Clayton, being duly sworn, deposes and says he is the
Manager, Energy Efficiency & Consumer Programs for Kentucky Power, that he has
personal knowledge of the rnatters set forth in the forgoing responses for which he is the
identified witness and that the information contained therein is true and correct to the best
of his information, knowledge, and belief

Edgar J. Clayton

COMMONWEALTH OF KENTUCKY )
) CASE NO. 2013-00487
COUNTY OF BOYD )

Subscribed and sworn to before me, a Notary Public in and before said County
and State, by Edgar J. Clayton, this the ﬁ% day of February, 2014.
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My Commission Expires: 3-20-30/¢




VERIFICATION

The undersigned, Ranie K. Wohnhas, being duly sworn, deposes and says he is the
Managing Director Regulatory and Finance for Kentucky Power, that he has personal
knowledge of the matters set forth in the forgoing responses for which he is the identified
witness and that the information contained therein is true and correct to the best of his

information, knowledge, and belief
il WA

Ranie K. Wohnhas

COMMONWEALTH OF KENTUCKY )
) Case No. 2013-00487
COUNTY OF FRANKLIN )

Subscribed and sworn to before me, a Notary Public in and before said County
and State, by Ranie K. Wohnhas, this the /3 "'day of February 2014,

%}wl 5 M S 38
otary ic

My Commission Expires: 23 90/ Z



KPSC Case No. 2013-00487

Sierra Club’s Initial Set of Data Requests
Dated January 31, 2014

Item No. 1

Pagelofl

Kentucky Power Company

REQUEST

Provide all KPC responses to requests for information from all parties and Commission
Staff in this proceeding.

RESPONSE

The Company has done so.

WITNESS: EJ Clayton






KPSC Case No. 2013-00487

Sierra Club’s Initial Set of Data Requests
Dated January 31,2014

Item No. 2

Pagel of 1

Kentucky Power Company

REQUEST

Please provide Exhibit C of the Application in machine readable electronic format with
formulas intact and cells unprotected.

RESPONSE

Please see the enclosed CD for Attachment 1 to this response.

WITNESS: Ranie K Wohnhas






KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31,2014

Item No. 3

Page 1 of 1

Kentucky Power Company

REQUEST

Refer to page 1 of the Company’s Application cover letter to the Commission (“letter”),
which states “The Company proposes a program portfolio for 2014 designed to capture
additional energy and demand reduction opportunities.” Please quantify the “additional
energy and demand reduction opportunities” in megawatt-hours (MWh) and megawatts
(MW), respectively, and provide any underlying analyses to support such figures.

RESPONSE

The reduction opportunity provided in Attachment 1 to this response is estimated based
on the gross annual impact savings determined from program evaluations in 2011 and
2012. Please see Attachments 2 and 3 for the program evaluations that were used to
determine the impact savings. Due to the voluminous nature of this response,
Attachments 1-3 are being provided on the enclosed CD.

WITNESS: E J Clayton






KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31,2014

Item No. 4

Pagelof1

Kentucky Power Company

REQUEST
Please provide the Company’s total DSM costs for 2013,
RESPONSE

The total DSM costs include the following:

Direct Program Expense $2,601,951
Lost Revenue $ 897,456

Efficiency/Maximizing Incentive $ 401,331
All Other Company Expenses $ 280,854 (recovered through base rates, not
DSM surcharge)

Total $4,181,592

WITNESS: E J Clayton






KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31, 2014

Item No. §

Page 1 of 1

Kentucky Power Company

REQUEST

Please provide the estimated total DSM program costs in 2014 for each program, by the
subcategories of “total program costs” provided on pages 4-24 of the DSM Status Report.

RESPONSE

Please see Attachment 1 to this response.

WITNESS: E J Clayton



Kentucky Power Company
Estimated DSM Program Costs
Calendar Year 2014

KPSC Case No. 2013-00487

Sierra Club's Inltial Data Requests

Dated January 31, 2014
itemNo. 5

Attachment 1

Page 1of 3

Sum of First Half

Sum of Second

Year Half Year Forecast

Adminstrative

_ Commercial o )

_ Commerclal Incentive $33069650  $339,696.50  $679,393.00
Commerclal High Effi iclency Heat Pump/Alr Conditioning o $300.00 i $450.00 $750.00
Residential and Commercial HVAC Diagnostics and Tune-up $300 00 $30000 ~ $600.00
NEW General Administrative and Promotion Commercial 3000 $40,000 00 $40,00000 _
NEW Schoo! Energy Management %0 00 . £6, 250 DO $6,250 00

 Commerclal Total o | 834029850 $386,696.50  $728993.00

Resldential ) R L B - ) _ ) o
Residential Efficients Products i ) $139 821 00 . $189 821.00 $379642.00
Mobite Home High Efficiency Heat Pump $5,000.00 $6,000.00 $11.00000

__Mobite Home New Construction L L $335000  $4.40000  $7,750.00
High Efficiency Heat Pump o $15 100 00 $14 650 00 N $29 750. 00
Targeted Energy Efficiency _ _ i B _$1 0 200 00 ) $99 050 00 $200 250. 00
Medified Energy Fitness = ; $396 532 75 L $398 172 26 _5794 75500 B
Community Outreach Compact Fluorescent nghung $219 30 SQBO 70 . $500.00

_ Energy Education for Students ) $1 909 09 $40%091  $6,000.00
‘Residential and Commerclal HVAC Dlagnostics and Tune-up i 783, 000 co $3 000. 00 $6,00000
NEW General Administrative and Promotion Residential $0 00 ~ $40,000 00 _ $40,000.00
Raslde ntial Total . ) ) $716 182 14 3759 464.36 31 475,847, oo
Adminstrative Total $1,056,478.684 $1,146,161.38  $2,202,640.00
Evaluation
_Commerclal = o . R . o
COmmerclal Incentive N 559_445 00 - __ $o00 $59 425, 00_
Commerdal High Efﬁdency Heat PumpIAir Condnlonlng $9.481.00 $0.00 $9.48100
) Resident[al and Commerc!al HVAC Diagnostics and Tune-up N §_9 _3_6_1 0o $0.00 $9, 361. 00
Commarclal Total i o $78,287. 00 ) $0.00 $78 287.00
_Residential i S o o B

_ Residentlal Efficients Products ) $27,74400  $000 $27,74400
Mobile Home High Efﬁcfency Heat Pump $13.00800 30 00 $13, 098 00
Mobile Home New Construction _ 81237200 $0 00 $12 37200
High Efficiency Heat Pump _ $20,680.00 $000 $20, 680. 00
Targeted Energy Efficlency 82064100 £0.00 $20,641.00
Modlf ed Energy Fitness 828, 934 00 _ $000 $28,934 00
Commumty Outreach Compact Fluorescent Ughtmg $11,011.00 $000 $11,011.00
Energy Education for Students $9,713.00 $0 00 $9,71 300
Resldential and Commerdai HYAC DIBgI‘IDShCS and Tune-up $11,937.00 $000 $11,937. .00

Reslqentlal Total _ $156,130.00 $0.00 $156, 130. 00

Evaluation Total $234,417.00 $0.00 $234,417.00




KPSC Case No. 2013-00437
Sierra Club's Initial Dala Requests
Dated January 31, 2014

Item No. §
Incentive A';Z‘;L"?g: ;
. Commercial
Commercial Incentive . $337,500 00 $337,500 00 $675,000 00
Cq(n_merclal High Efficiency Heat Pump/Air Conditioning $2,600.00 $3,90000 $6,500 00
Residential and Commercial HVAC Diagnostics end Tune-up £36000 £360.00 $72000
_ Commercial Totai i $340,460.00 $341,760.00  $682,220.00
Resldentlal i . )
Residentiat Efficients Products ' ) " $212,277.00 $212,277.00  $424,554 00
i Moblle Home ngh Efficiency Heat Pump _$40,000.00 $48,000 00 £88,000.00
R Mobile Home New Construction - $33,500.00 $44,000.00 $77.500.00
High Efficiency Heat Pump _ . $120,800 00 $117,20000  $238,00000
Targeted Energy Efficiency ~ §000 £0.00 $000
" Residential and Commercial HVAC Diagnosticsand Tunewp |~ $3,600 00 $360000  $7,20000
" Residentlal Total S _ saa17.00 $425077.00  $835,254.00
incentive Total $750,637.00 $766,837.00  $1,517,474.00
Marketlng
_Commercial_ o N i
__Commercial incentive ' o " $2300000  $2300000  $46,00000
~ Commercial High Efficiency Heat Pur‘npfAir Condlﬁonlng o $400.00 ) $600.00 ~ $1,000 00
Residential and Commercial HVAC Diagnostics and Tune-up $25000 $250.00 $500.00
_ NEW General Administrative and Promotion Commercial $0.00 $000 8000
_ Commerclal Totai _ o o L $23,650.00 $23.850.00  $47,500.00
. Resldentlal ) _ i ) ) )
Residential Efficients Products S © $6,000.00 $6,000.00 $12,000.00
" Mobile Home High Efficiency HeatPump ) $009 09 $1,090.91 $2,000 00
Mobile Home New Construc‘uon i $432.26 $567.74 $1,000 00
. ngh Efﬂciency Heat Pump $3,800.73 $3,600.27 $7.50000
_Tergeted Energy E Eﬂ' iclency $000 $000 $0.00
Modified Energy Filp_egg N ST 47500 £7,52500 $1500000
" Community Outreach Compact Fluorescent nghling $877.20 $1,122.80 $2,000.00
Energy Education for Students i . 31818 $68182  $1,00000
_Residential and Commercial HVAC DlagnOsth and Tune-up __$600.00 _ $600.00 ~ $1.20000
_NEW Genera) Admlnlstratlve and Fromotion Residential $0.00 $0.00 $000
_ Residential Total _ . $20,421.46 $21,278.54  $41,700.00 _
Marketing Total $44,071.46 $45,128.54 $89,200.00
Other
_Commercial ) . i
_ Commercial Incentive $0 00 $0.00 $000
Commerdal High Efﬁciency Heat Pump!Alr Condmoning ) $0.00 $0 00 $0.00
Resldentla[ and Commercial HYAC Diagnostics and Tune-up $0.00 $000 $0.00
COmmerclal Total _ $0.00 £0.00 $0.00
Resldentlal _
Residential Efficients Products $000 $0.00 $0 00
Mobile Home High Efficiency Heat Pump $000 $000 $000
. Mobile Home New Construction $106.06 $141.94 $250 00
ngh Efficiency Heat Pump $0.00 $0.00 $0 00




KPSC Case No. 2013-00437

Slerra Club's Inittal Data Requests

Dated January 31, 2014

Item No. 5
Targeted Energy Efficiency $000 $0.00 $0.00 A‘g‘;’;"‘;g‘,;
Modified Energy Fitness $0.00 3000 $000
Community Outreach Compact Fiuorescent Lighting £0.00 000 $000
Energy Education for Students ) $0.00 $0.00 $0.00
Resldential and Commerclal HYAC Diagnostics and Tune-up _ %000 $0.00 $0.00
Resldentlal Total ) $103.06 $141.24 $250.00
Other Total $108.08 $141.94 $250.00
Equipment
_Residentlal ) o o ) B )
Community Outreach Compact Fluorescent Lighting $22,807.20 $29,19280 $52,000.00
_ Energy Education for Students _ o $6,355.68 $13619.32 $19975.00
_Reslidential Total _ o $29,162.88 $4281212  $71,975.00
Equipment Total $29,162.88 $42,812.12 $71,975.00
IGrand Total $2,114,875.04 $2,001,080.96 $4,115,956.00







KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31, 2014

Item No. 6

Page 1 of 1

Kentucky Power Company

REQUEST

For each of the last five years (2009-2013), please provide the Company’s DSM energy
savings as a percentage of the prior year’s retail electricity sales.

RESPONSE

Please see Attachment | to this response.

WITNESS: E J Clayton



Kentucky Power Company
Impact Savings As a Percentage of Retail Sales®
Years 2009-2013

Impact Savings  Impact Savings ImpactSavings ImpactSavings [Impact Savings

(kwh) (kwh) (kwh) (kwh) (kwWh)
Program - Resldentlal 2013 2012 2011 2010 2009
Targeted Energy Efficiency 123,059 297,500 263,978 455,844 320,260
Mobile Home High Efficiency Heat Pump 288,406 343,103 276,093 226,299 142,048
Mobile Home New Construction 128,943 155,055 138,956 221,335 192,229
Modified Energy Efficiency 468,609 472,218 446,511 551,073 430,530
High Efficiency Heat Pump 517,627 520,296 596,255 762,091 229,246
Community Outreach CFL 642,295 694,270 626,392 133,036 67,032
Energy Education for Students 208,233 202,694 195,610 20,698 14,117
HVAC Diagnostic and Tune-up - Residential 83,649 173,435 270,795 1,019 nfa
Residential Efficient Products 5,227,247 2,570,970 2,231,328 0 n/a
Program - Commercial
HVAC Diagnestic and Tune-up - Commercial 11,883 38,944 76,302 225 n/a
Small Commercial Heat Pump/Air Conditioner 7,048 11,464 14,938 0 n/a
Commercial Incentive 1,658,662 542,952 21,083 0 n/a
Tota 9,365,661 6,022,901 5,158,241 2,371,620 1,396,062
Retail Electric Sales - kwH 6,537.520,366 6,660,656,343  6,933,162,8338 7,348,523,993 7,068,455,631
(Residential, Commercial, Industrial, and Street Lighting )
Percentage of DSM Energy Savings - % 0.13% 0.09% 0.07% 0.03% 0.02%

1. Impact Savings as reported for the DSM Status Reports
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KPSC Casc No. 2013-00487

Sierra Club’s Initial Sct of Data Requests
Dated January 31,2014

Item No. 7

Page 1 of 1

Kentucky Power Company

REQUEST

Referring to page 1 of the DSM Status Report, please explain why the Company
calculates the number of participating customers as equal to one half of the new
participants for the current month, plus cumulative participants from the previous
months.

RESPONSE

It is a reporting methodology applied during the early development of DSM programs for
Kentucky Power. The Company is currently evaluating the Portfolio of DSM programs
and will compare the total impact savings determined from the final 2014 program
evaluations with the present method for reporting impact savings as used with the DSM
Status Reports, to determine if adjustments in reporting are appropriate.

WITNESS: E J Clayton






KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31, 2014

Item No. 8

Page1of 2

Kentucky Power Company

REQUEST

Referring to the Company's decision to increase its DSM spending under the
Commission’s October 7, 2013 order in Case No. 2012-00578 by expanding the
participation goals for the Modified Energy Fitness, Residential Efficiency Products and
Commercial Incentive programs (see page 3 of the Company’s letter):

a. Please explain what role, if any, the Collaborative played in the Company’s
decision-making process.

b. Please provide all analyses, workpapers and any other documents that informed
and/or support the Company’s decision as to how to allocate the increased spending.

RESPONSE

a. The Collaborative reviews and provides comments on all the program filings and
subsequent program evaluations before applications or reports are submitted to the
Kentucky Public Service Commission (PSC). Any changes to DSM programs are
addressed with the Collaborative before filing with the Commission. Updates to
program participation levels and/or budgets are reviewed at Collaborative meetings
before filing with the Commission. A Collaborative meeting was held on September
26, 2013 where the DSM Status Report was presented.



KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31, 2014

Item No. 8

Page 2 of 2

Based on the increased DSM spending approved by the Order Dated October 7, 2013
in Case No, Case 2012-00578, a modified DSM Status Report and Exhibit C were
issued to Collaborative members on December 10, 2013 by email. The email
summarized program changes, and a separate document was included as attachment
to summarize the line item revisions between the proposed Status Report and the
Status Report and Exhibit C information reviewed on September 26, 2013. A
conference call was held on December 16, 2013 during which the proposed Status
Report was reviewed. There were no objections from participating members (the
KY Attorney General representative abstained by email notification).

Minutes of the conference call were issued by email on December 16, 2013.

b. Prior to allocating the increased spending, the Company consulted with the vendors
implementing its current programs. These vendors provided proposals to the
Company outlining how they could expand those current programs. These proposals
are attached. Kentucky Power is seeking confidential treatment for portions of these
attachments.  Based on these proposals, Kentucky Power entered into revised
contracts with the vendors allocating the additional spending among the three
programs. Please see the confidential attachments to the Company’s response to
KPSC 1-8¢, 1-13c, and 1-16¢.

WITNESS: E J Clayton
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This Second Amendment to Contract No, 382707X110 (“Second Amendment”) executed
to be effective as of the Ist day of January, 2014 (“Second Amendment Effective Date™), is
entered into by and between Kentucky Power Company, a Kentucky corporation (“Owner” or
“KPCO"”) and Kema Services, Inc., a Massachusetts corporation (“Consultant” or “DNV

Kema™).

WHEREAS, Consultant and Owner entered into Contract No. 382707X110 (“Contract™)
with Effective Date of February 1, 2011 whereby Contractor is to perform certain Services as

KPSC Case No. 2013-00437
Slerra Club'a Initial Data Requests
Order Dated January 31, 2014

SECOND AMENDMENT TO CONTRACT N0O. 382707X110

defined in the Contract,

WHEREAS, Consultant and Owner desire to modify the terms and conditions of the

Contract as set forth below,

NOW THEREFORE, the Parties hereto, hereby agree as follows:

1.

In Exhibit B to the Contract, amend the Goal Projections by
year — Base Range table on page 2 to increase the Target
customers to 250 for 2014 and 2015.

In Exhibit B to the Contract, amend the Goal Projections by
year — Base Range table on page 2 to increase the Annual Energy
(MWh) Reduction te 6250 for 2014 and 2015,

In Exhlbit B to the Contract, amend the 2014 & 2015 Goal
projections by Program Element on page 3 by deleting the
number of Target Participants for each Program Element and
replacing with the following:

Pres/ Cust. 187
New Const, 4
DI 59
Total 250

In Exhibit B to the Contract, amend the 2014 & 2015 Goal
projections by Program Element on page 3 by deleting the
number for Annuzl Energy (MWh) Reduction for each Program
Element and replacing with the following:

Pres/ Cust,
New Const,
D1

Total

In Exhibit C to the Contract, incorporate the attached 2014 and
2015 budgets (“New 2014/2015 Budget”) replacing all references
to a 2014 / 2015 budget currently in Exhibit C (“Old 2014 / 2015
Budget”) tn be effective as of the Second Amendment Effective
Date.

Except as amended by this Second Amendment, all provisions,
terms and conditions of the Contract shall remain in full force
and effect,

ftemNo. &
Attachment 2
Page 1of2
REDACTED
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IN WITNESS WHEREOF, the Parties hereto have caused this Second Amendment to
be signed by their respective representatives thercunto duly authorized on the dates set forth
below to be effective as of the Second Amendment Effective Date.

Kentucky Power Company Kema Services, Inc.
Gregory Pauley Name:
President & COO Title:

date date

itemNo. 8
Atlachment 2
Page 20f2
"REDACTED



014
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Budget/Goal
Incantives Paut $27.000 00§ 527,000 00| $40.50000| $40,500 00f $40,500.00f 540,500.00) $40,500.00| 540,500 00 $81,000 00| $81,000.00{ $108,000.00} $108,000.00] $675.000.00
Cl 8 B 11 11 11 11 11 11 22 22 a1 Els) 187
New Constucion 1 1 1 1 4
DI 2 2 3 4 4 3 4 4 7 B 9 9 55
Number of Apps Paid 10 10 15 15 15 15 15 15 Els) 30 40 40 250
MWH Paid 250.00 250.00) 375.00 31500 375.00 A75.00 375.00 37500 750 00 75000 1000.004 1000 00/ 6250.00
.
Asmurnplions:
4 direct mad pieces
25 MWH per applcauon
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2015

fan

Feb

Mar

Jun

Aug

Sep

Now

Budget/Goal

tncentrves Paid

$27.000 0O

$27.000.00!

$40,500.00

540,500 00

$40,500 00

540,500 00

$40.500.00

$40,500 00

$£1.000.00

$81,000.004

| 5108,000 00

$675,000 00

[+]

11

11

11

11

11

11

22

22

31

187

New Construction

4

Di

59

Number of Apps Paid

10

30

250

MWH Pad

250.00

375.00

375.00

375.00

375 00

375.00

37500

750 00

750.00

1000 00

6250 00

Assurnplions:

4direct mad pieces

25 MWH per applcanon
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ELEVENTH AMENDMENT TO SERVICE AGREEMENT NO. 714188X110
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Hem No. 8
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Page 10f3
REDACTED

This Eleventh Amendment to Service Agreement No. 714188X110 (“Eleventh
Amendment) executed to be effective as of the 31st day of December. 2013 (“Eleventh
Amendment Effective Date™), is entered into by and between Kentucky Power Company
(“Owner” or "AEP™) and Honeywell International, Inc. (“Contractor™).

WHEREAS, Contractor and Owner entered into Service Agreement No. 714188X110
(together with the amendments, the “Agreement™) dated December 18, 2002, whereby Contractor
is to provide certain Work as defined in the Agreement,

WHEREAS, Contractor and Owner desire to modify the terms and conditions of the
Agreement as set forth below,

NOW THEREFORE, the parties hereto, hereby agree as follows:

1L

2,

The term of this Agreement is extended through December 31,
2014,
For 2014 there will be a Standard Offering consisting oD
customer audits and an Extended Offering, which, upon written
approval by Owner, increase the number of customer audits to
Pricing for the Standard Offering and the Exiended
Offering shall be In nccordance with Exhibit B.
Modify Exhibit B of the Agreement by deleting the Honeywell
Utility Solutions Price Sheet dated December 23, 2011 (“Old
Rates') and replacing with the attached Honeywell Utility
Solutions Price Sheet (*New Rates™) which are Incorporated
herein and shall be effective as of the Eleventh Amendment
Effective Date,
Except as amended by this Eleventh Amendment, all provisions,
terms and conditions of the Agreement shall remain in full force
and effcet,

IN WITNESS WHEREQF, the parties hereto have caused this Eleventh Amendment to
be signed by their respective representatives thereunto duly authorized on the dales set forth
below to be effective as of the Eleventh Amendment Effeclive Date.

Honeywell International, Inc.

Name: Stan VanDemoot

Ranie K, Wohnhas
Mana iny):?lor Regulatery & Finance Title: Senior Contracts Manager
tf2 /] December 18,2013

date

date



Honeywell Utility s”ons Price Sheet

Exhibit B

STANDARD
DESCRIPTION MEASURE CosT OFFERING | EXTENDED OFFERING
1200 800

operations MONTHLY IT FEE an ] ]
admin AUDIT SERVICES ] [ ] o
admin BLOWER DOOR TEST ] ] [ ]
admin BLOWER DOOR TEST (Pre and Post) ) [ ] [ )
material CAN FOAM (12.07) ) [ ) [ )
material CAULK (PER UNR FT) ) [ ) [ ]
material CFL27 WATT [ ] a al
material CFL23 WATT [ ] [ ] Ol
material CFL 19 WATT an o 1
material CFL 14 WATT [ ) [ a
material CFL 13 WATT [ ] [ ] an
material CFL 3-WAY an al [ ]
material 23W R-40 FLOOD [ ] [ al
material 16W R-30 FLOOD [ ] [ a
material NEON NIGHT LIGHT a a [ ]
material DOOR SWEEP [ ] an [
material DUCT SEALING - ALUM GRIP TAPE o ) o
material DUCT SEALING - ALUM TAPE [ ] an [
educ EDUCATION BOOKLET a [ ] al
material DHW PIPE INSULATION- 1/2" [ ] a a
material DHW PIPE INSULATION- 3/4* ] a b
material SHOWERHEAD ] ____ ()
admin PROGRAM ADMINISTRATION [ ] s [ ]
marketing PROMOTION FEE [ an [
material SWITCH AND OUTLET GASKETS [ ] ] |
material DHW TANK WRAP ) a [
material WEATHERSTRIP (PER LINR FT) [ ] an [

.....
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Honeywell Utility S&ons Price Sheet
Exhibit B

Please note that Honeywell’s pricing is the total, maximum, not-to-exceed authorized by AEP for the 2014 program year. Any potentiai
conditions that would Increase the cost or risk associated with the contract shall not be increased except by an executed written
amendment by each parties authorized representative. Based on the volume desired and frequencies seen in the program’s history, our
pricing reflects a not to exceed value of (SR s would align with the average audit fee per home ol The
target expense for 2014 for 2000 audits would be D pius the IT fee and tax expense

Page 20f2
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HONEYWELL SMART GRID SOLUTIONS
Submitted November 14,2013

American Electric Power

Description

MONTIHLY IT FEE

AUDIT SERVICES

BLOWER DOOR TEST

BLOWER DOOR TEST (Pre and Post)
CANFOAM (12 0z)

CAULK (PER LINRFT)

CFL 2T WATT

CFL 23 WATT

CFL 19 WATT

CFL (4 WATT

CFL 13 WATT

CFL 3-WAY

23W R-40 FLOOD

t6W R-30 FLOOD

NEON NIGHT LIGHT

DOOR SWEEP

DUCT SEALING - ALUM GRIP TAPE
DUCT SEALING - ALUM TAPE
EDUCATION BOOKLET

DI W PIPE INSULATION- 127
DHW PIPE INSULATION- 34"
SIIOWERHEAD

PROGRAM ADMINISTRATION
PROMOTION FEE

SWITCH AND OUTLET GASKETS
DtIW TANK WRAP
WEATIICRSTRIP (PER LINR FT)

PROGRAMABLE THERMOSTAT (MODEL T1161 E0D100S5)

Notes to Pricing

I} Payment shall be made on net [0-day lerms, billed monthly

2) Labor shall be non-union and non-prevailing wage

3) Licenses and/or permts shall not be required to perform the work

4) Pricing is based on AEP providing the customer feads database te Honeywell in a timely manner
5) Above pncing does not include sales tax which will be invaiced separately

KPSC Case No. 2013-00487
Slerra Club’s Initial Set
Dated January 29, 2014
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From: McGrath, Robert <Robert McGrath@honeywell com>

Sent: Thursday, November 14, 2013 4:56 PM

To: E Clayton; Kenneth L Borders

Ce: Jennifer L Downey; Meisenhelder, Richard; McMahon, Tom {NJO3)
Subject: RE: Honeywell Follow Up

This is an EXTERNAL emall, STOP. THINK before you CLICK links or DPEN attachments.

YL Tttt e e T P R P SR AP S L DR DR LTRSS LA L L L]

E)

The target expense for 2014 for -would bl p!us the (T fee and tax expense. There would be
additiona! charges based on the volume of thermostats installed.

Bob McGrath

Northeast Sales Leader
Honeywell Buiiding Solutlons
Smart Grid Solutlons

199 Rosewood Ave

Danvers, MA 01923

603 670 8440

—--0riginal Message-—

From: E Clayton [mailto:ejclayton@®aep.com]

Sent: Thursday, November 14, 2013 4:15 PM

To: McGrath, Robert; Kenneth L Borders

Cc: Jennifer L Downey; Meisenheider, Richard; McMahon, Tom (NJ09)
Subject: RE: Honeywell Follow Up

Thanks Bob.

So the target expense for 2014 would be JII based on the average househo!d expense plus the monthly T fee and
the tax expense? Can you verify?

E. ). Clayton

Manager EE and Consumer Programs
606-929-1693 Office

606-585-8693 Mobile

—-=-Original Message—

From: McGrath, Robert [mailto:Robert. McGrath@honeywell.com]
Sent: Thursday, November 14, 2013 3:35 PM

To: E Clayton; Kenneth L Borders
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Cc: Jennifer L Downey; Melsenheldar, Richard; McMahon, Tom (NJ0S)
Subject: RE: Honeywell Follow Up

This Is an EXTERNAL emali. STOP. THINK bafore you CLICK links or OPEN attachments.

AL E LI R LA LL TSR R LI LAY I LD R L LR LIl AL L)L

Hi EJ-
| hope this helps clarify your questions -

The target per household remains the same as the first iteration we iresented In October JENEEI Also, this pricing

was the pricing given back In October, it appiles from
I am, working on clarification regarding your tax question and will hope to have a responsa back shortly,

Bob

Boh McGrath

Northeast Sales teader
Honeywell Building Solutions
Smart Grid Solutions

199 Rosewood Ave

Danvers, MA01923

603 670 8440

—0riginal Messaga——y

From: E Clayton {mailto:ejclayton@aep.com])

Sent: Thursday, November 14, 2013 12:28 PM

To: McGrath, Robert; Kenneth L Borders

Cc: Jennifer L Downey; Meisenheider, Richard; McMahon, Tom (NJ09)
Subject: RE: Honeywell Follow Up

Thanks Bob, this Information Is very helpful.

For clariflcation, Is the pridng applicabie to all-ouseho!ds receiving the service or just the Incremental
quantity above the existing contract pricing we for (] JJNEEEEEE !t vwou!d be helpful If you could provide a total
forecast expense based on the target number of households.

Also, do you have a target average expense per household,

I notice the sales tax Is a separate item to be invoiced independent of other charges. This represents a change from our
current contract pricing. Can you describe how this will be expensed?

E.J. Clayton

Manager EE and Consumer Programs
606-929-1693 Dffice

606-585-8693 Mobile

—0Orlginal Message-—
From: McGrath, Robert {mailto.Robert.McGrath@honeywell.com)

2
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Sent: Thursday, November 14, 2013 12:09 PM

To: Kenneth L Borders

Cc: Jennifer L Downey; E Clayton; Melsenhelder, Richard; McMahon, Tom {NJ09}
Subject: RE: Honeywell Follow Up

This is an EXTERNAL email. STOP, THINK before you CLICK links or OPEN attachments.

(AT I NI NIRRT R LA R A LR Rl Rl dl )LL)

Good afternoon-

Please find attached Honeyweli's updated pricing that reflects the standard offering and the extended offering stated
below. Honeywell Is able to maintain the per customer price that was quoted on October 16th.

We have also included pricing forinstailation of programmable thermostats. However we do not belleve that this ks a
cost effectlve measure for the program, It requires multiple site visits and does not have the energy savings to justify
the cost. We have Included the pricing for your review and would be open to discussing in greater detail once you have
had a chance to review.

Finaily for the pre and post audit - Honeyweil s providing a budgetary estimate — We anticipate the Inspectlon
taking 1 hour to complete. We would appreciate further conversation about this to confirm volumes.

Please let me know If you have any questions or if | my of assistance in any way.
Thank you for the opportunity to continue to work with your team.
Bob

Bob McGrath

Northeast Sales Leader
Honeyweil Bullding Solutlons
Smart Grid Solutions

199 Rosewooed Ave

Danvers, MA 01923

603 6708440

~Qriginal Message—-

From: Kenneth L Borders [mailto:kiborders@aep.com]
Sent: Tuesday, November 12, 2013 10:06 AM

To: McGrath, Robert .

Cc: Jennifer L Downey; E Clayton

Subject: FW: Honeywell Follow Up

Bob thanks for calling me yesterday and discussing. | discussed this with E. J. Clayton, and he indicated that we stiil want
w to us a price for the *standard offering" for the Modified Energy Fitness Program , that Is
that is presently being conducted, as well as the "extended offering" which is the
that are now belng proposed, | am assuming that the budgetary price for the "standard offering® Is the price you
provided in your memo to me on October 16th, with a per customer price of Il Ith a totai price not to exceed
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I/« vould want the "extended offer” pricing to be In the same format so we can determine the differential
pricing.

for that program and “Plan B ricing avaitable, We expect that we wiii be golng with the "Plan B,
ut If something changes with our agreement with the KY PSC, we want to have the "Plan A®
program ready to go for 2014 if needed,

So, golng forward, we want to have "Plan A" irlclni avallable, which is the standard [JJ ]l 2nd the budgetary price

Hope this is clear, if nhot call me on my cell phone at 606/571-3758, because ! will be leaving here around necn today.

Thanks,

Ken Borders - Coordinator for Demand Slde Management Programs AEP - Kentucky Power Company
12333 Kevin Avenue

Ashland, KY 41102

Telephone - {606) 929-1696

AEP AUDINET £00-1696

-—Qriginal Message-—

From: Kenneth L Borders

Sent: Monday, November 11, 2013 4:58 PM

To: Bob McGrath (Robert. McGrath@honeyweil.com); Meisenheider, Richard
Cc: E Clayton; Jennifer L Downey (jidowney®@aep.com)

Subject: FW: Honeyweii Foliow Up

Bob, Richard:

We need budgetary numbers for the items t wrote you on Friday {memo attached beiow). If possibie, we would like
some comment on this tomorrow before noon. If not, please provide a response to me and a copy to E J Clayton
{ejclayton @aep.com) by Thursday, November 14, I will be away from the office from noon Tuesday until the end of the
week, | will be responding to emails but only periodicaiiy. if you have questions that need addressed, please caii EJ. at
(506) 929-1693 after noon tomorrow...thanks, Ken.

Ken Borders - Coordinator for Demand Side Management Programs AEP - Kentucky Power Company
12333 Kevin Avenue

Ashtand, KY 41102

Telephone - (606) 929-1696

AEP AUDINET 600-1696

~—Driginal Message——

From: Kenneth L Borders

Sent; Friday, November 08, 2013 10:53 AM
To: 'McGrath, Robert'; Melsenhelder, Richard
Cc: EClayton

Subject: RE: Honeyweil Foliow Up

Bob:

Thanks for the Information, which helps us with planning. We need to take this further, though and we need Honeywell
to conslder what we wiil agree to In a contract 2014, So, | will need some budgetary numbers for pricing. | am assuming
that the "per customer not to exceed” price for 2014 is still valid. So, please confirm or update pricing for 2014 for the

KPCO modifled energy fitness program. We wiil plan to pursue your estimatcJJJ il Honevwe!l's goal for 2014, but
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we need to be sure that your present proposed "per customer” pricing Is still valld. Please respond ASAP so we can begin

to prepare for a new contract amendment. This takes some time, so we need to move on this now.

Afso, we had asked about the possibiiity of re-Inclusion of programmable thermostats for 2014. Is there no cost effective
way to offer this program? if not, what is the factor that keeps us from offering the thermostat? Please indicate whether
Honeywell will offer this in 2014 and provide a budgetary figure. We realize thls may affect the “per customer” pricing as

referenced above. So, Honeywell would need to provide the additional cost that would be necessary to Implement this
measure, if it is feasible for you to offer. Again, if we are going to offer in 2014, then we need to be moving now to get
our contract language prepared and ready for the beginning of 2014,

Finally, we are interested in budgetary pricing for Honeywelii to offer pre/post audit services for customers that have
Insulation tnstalled {either on a do-it-yourseif basis or contractor installed). This would NOT be a part of the Modified
Energy Fitness program and would require KPCO to file as a new program with the KY PSC. So, we would not be able to
offer this program at the begihning of 2014, We would want to have some idea of pricing before proceeding with a
filing, s0 we would appreciate a budgetary number for this service.

Ken Borders - Coordinator for Demand Side Management Programs AEP - Kentucky Power Company
12333 Kevin Avenue

Ashiand, KY 41102

Telephone - {606} 929-1696

AEP AUDINET 600-1696

~—Original Message——

From: McGrath, Robert [mailto:Robert.McGrath@honeywell.com]
Sent: Friday, November 08, 2013 10:06 AM

To: Kenneth L Borders

Subject: Fw: Honeywell Follow Up

This Is an EXTERNAL email. STOP. THINK before you CLICK Iinks or OPEN attachments.

PERASRRSAR RN R IR RNk R SRR RN ARSI NN AE R IR RO EN AR ER NSRS RSN LR

Pieasa confirm that you recived this,

== Original Message —

From: McGrath, Robert

Sent: Thursday, November 07, 2013 09:37 AM Eastern Standard Time
To: Kenneth L Borders <klborders@®aep.com>

Subject: Honeyweli Follow Up

HI Kep-

We have done a high level review ofthe available market for Kentucky Power and are very comfortable [ncreasing the
number of audits tol N e do think there [s additional potential - and can see a _he
programyear,

We have come to this conclusion based on the numbers of audits we completed over the years as well as the avallable
market.

Honeywell is preparad to reach these goals and will take the necessary operational steps to ensure that we continue
provide the highest level of service to Kentucky Power and its customers,



Please let me know if you need anything additional

Bob

Bob McGrath

Northeast Sales Leader
Honeywell Buiiding Solutions
Smart Grid Soiutions

199 Rosewood Ave

Danvers, MA 01923

603 670 28440
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KPSC Case No. 2013-00487
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Dated January 31, 2014

Item No. 9

Page 1l of 1

Kentucky Power Company

REQUEST

Page 3 of the Company’s letter states that the Commercial Incentive program’s
participation goal increased in 2014 from 225 to 250 customers. Page 20 of the Status
Report provides a 2013 participation forecast of 150 customers for this program. Is the
Company projecting to have 75 fewer customers participate in the Commercial Incentive
program in 2013 than the number of customers set out in its participation goal? If not,
please explain this discrepancy between the 2013 projection and participation goal.

RESPONSE

No. The reduction in projected participants was from 200 to 150.

WITNESS: E J Clayton
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Pagel of 1

Kentucky Power Company

REQUEST

Please identify and produce any DSM market potential studies performed by or for KPC
in the last five years, including attendant workbooks or calculations in electronic and
machine readable format.

RESPONSE

No market potential studies were performed in the last five years.

WITNESS: EJ Clayton






KPSC Case No. 2013-00487

Sierra Club Initial Set of Data Requests
Dated January 31, 2014

Item No. 11

Pagelofl

Kentucky Power Company

REQUEST

Regarding the Company’s proposed DSM Market Potential Study:

a. Please identify the person(s)/firm(s) who will conduct the study.

b. Please provide any scope of work and/or request for proposals for the study.
¢. Please provide the estimated start and competition dates of the study.

d. Please describe the purpose of the study.

e. Please state whether the study will inform future DSM spending by the
Company.

RESPONSE
a. A company or vendor of these services has not been confirmed.

b. Please see Attachment 1 to this response. Confidential treatment is being sought for
portions of this attachment.

c. A study start date has not been identified; however, a tentative start date is
anticipated for July or August with total duration to complete the study estimated at
20 to 24 weeks.

d. The purpose of the study is to help the Company develop a long-term strategy and
plan for implementing cost-effective DSM programs,

e. Yes, the study will review all customer sectors within the Company service territory
to access the market potential for implementing cost-effective DSM programs.

WITNESS: EJ Clayton
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November 7, 2013

Mr. EJ Clayton via email
Kentucky Power Company

Dear EJ:

Applied Energy Group, Inc,, (AEG) is pleased to provide a proposal to Kentucky Power
Company (KPCO or Company) to provide an energy efficiency plan including (a) conducting a
comprehensive electric energy efficiency market potential study, and (b) developing program
designs to support the Company’s requirements under Commonwealth of Kentucky Public
Service Commission’s order in case 2012-00578.

In its Order, the PSC indicates that in aggregate, the Company’s DSM program budget will
increase to $4M in 2014; $5M in 2015 and $6M for 2016-2018. Given this significant
commitment, we agree that it is prudent that KPCO undertake a market potential study as the
first step in the process to ensure cost effective program designs to meet these spending
requirements.

As we discussed, there are several approaches to conducting market potential studies; some of
which can be quite costly — especially if primary data is collected from representative segments
of the population served by KPCO. Further, even with costly primary data collection, there is
frequently a gap between the information in market potential studies and that which is needed to
develop actionable energy efficiency strategies. Through AEG’s work with multiple utilities
throughout the country, we have learned how to customize our work product to expand the
market potential study (while maintaining costs) by:

» Incorporating historic and current DSM programming data. This is especially true for
KPCO given our past and current evaluation work.

e Pairing utility specific data with potential studies’ findings. Having historical and
forecasted usage by rate class provides a proxy for developing baseline data when
combined with data that we can derive from secondary data sources.

e Developing improved customer segmentation. Combining our evaluation work,
Company specific usage by customer or rate class and use of secondary data sources
allows us to target measures to specific DSM initiatives,
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Our market potential analysis will result in a defensible study which provides KPCO with
aggregate data to inform program strategy and resource deployment, use KPCO data (at a fairly
granular level) for tactical planning and implementation, discern differences between customer
segments and deploy unique marketing techniques required for each, and better defend DSM
budgets and targets to internal and external stakeholders. AEG’s on-going work in the DSM
planning arcna has resulted in opportunities to enhance our study output analytics by
emphasizing customer-leve! analysis, program scenario analysis, new and emerging technologies
and additional use of secondary research, primary research (e.g, what we learn from our
evaluation efforts at KPCO) thereby providing a more useful framework for delivering the
actionable guidance our clients require to develop and implement an effective portfolio of energy
efficiency programs.

When utilities look toward improving the energy efficiency use in their service territories, or
expanding existing efficiency initiatives, the first step is typically an energy efficiency potential
study. This is where we propose to start our project with KPCO, with one caveat. Recognizing
that KPCO will be doubling its existing program efforts by 2016, our study will incorporate a
market opportunity component in response to KPCO’s increased need for enhanced market
analytics and specific energy efficiency potential study customization. A significant part of our
work product for KPCO will be an assessment of your opportunities to implement specific
energy efficient technologies and programs. The market opportunity analysis that we will
undertake will incorporate utlity-specific customer and energy efficiency program data, along
with detailed external market data of the commercial and residential sectors, as well as the many
segments therein. OQur analysis will identify the most cost effective and highest impact
opportunities for energy efficiency in KPCO’s service area. The results will include estimates of
the relative market opportunity for energy efficiency among the energy market sectors. Further,
it will provide KPCO with additional insight into where to best allocate resources by highlighting
differences between customer segments and suggesting optimal marketing and program delivery
techniques for each segment.

As stated, our work will begin with a traditional market potential study. The input,
methodologies, and output of these studies generally follow well-established norms using either
top-down or bottom-up approaches to estimate the types of energy efficiency potential and
associated costs. As depicted in Figure 1, these types of potential typically include technical (the
maximum potential given available technology), economic (the subset of technical potential
deemed cost-effective), and achievable (the subset of economic potential that accounts for real-
world barriers to improving energy efficiency). Most studies also include variations on
achievable potential (typically maximum achievable potential and realistic achievable potential).
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Figure 1. Iierarchy of Market
Potential
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The second step of our analysis will be to layer in the market opportunity analysis. The markel
opportunity analysis aims to bridge the gap between potential studies and the utilities’ needs by
allowing a utility to: (I) assess aggregate data to inform program strategy and resource
deployment; (2) review granular data for tactical planning and implementation; (3) discern
differences between customer segments and recognize unique marketing techniques required for
each; and (4) better defend their reported energy efficiency budgets and targets. In addition, the
market opportunity analysis provides the utility with analyses specific to their service territories
that incorporate more accurate baselines, and economic and geographic factors.

The Market Opportunity Analysis (MOA) is a high-level, forward-looking projection of energy
efficiency program opportunities and market prioritization assessments based on energy
efficiency market opportunity delineated by market sector, customer segment, energy end-use,
and energy efficiency measure. It is a data analysis of utility- specific customer data, current
and historic energy efficiency program data, along with external energy efficiency market data
and industry information, The analysis provides estimates of the relative market opportunity for
energy efficiency between the energy market sectors, and provides the utility with additional
insight into how to best allocate resources.

The Market Opportunity Analysis is an assessment of a utility’s opportunity to implement energy
efficiency technologies and programs. The Market Opportunity Analysis incorporates utility-
specific customer and energy efficiency program data, along with detailed external energy
efficiency market data of the commercial, industrial and residential sectors, as well as the many
segments therein. The analysis identifies the most cost effective and highest impact
opportunities for energy efficiency in a utility’s service territory. It provides the utility with
additional insight into where to best allocate resources by highlighting differences between
customer segments and suggesting unique marketing techniques for each.
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The Market Opportunity Analysis incorporates three data sets, each of which is crucial to the
analysis: Utility Data, Utility energy cfficiency Program Data, and External Data (Figure 2). A
significant portion of this data is generated by the utility itself, while supplemental industry and
regional data are gathered by the analysts,

This analysis structure ensures that the market opportunity analysis is as accurate and territory-
specific as possible for the given utility. This approach provides for more accurate baselines and
takes into account economic and geographic factors.

Figure 2, Market Opportunity Analysis (MOA)

Utility energy efficiency program data, The energy cfficiency Market Opportunity Analysis
uses KPCO energy efficiency program data in conjunction with the other utility data and external
data in several ways. Historic energy efficiency program implementation data is collected and
analyzed with regard to its impact on historic energy efficiency savings, expectations for current
and future market energy efficiency opportunities, program and technology efficacy, and
technology saturation and adoption rates, This includes analyzing program metrics such as the
number of customers reached by each program, percentage of customers using energy efficiency
programs to make upgrades, the types of upgrades and measures implemented, estimated energy
saved through implementation, and valuation of program cost.

Detatled measure-leve! data includes descriptions of the energy efficiency measures offered, the
estimated energy and demand savings (both in aggregate and by measure), and technology costs.
These data are paired with utility-specific data, such as energy consumption forecasts, building
stock breakdown, and program administration costs. The result is that the energy efficiency
market opportunity analysis can translate the utility’s technical and economic energy efficiency
potential into much more relevant output, including estimates of how the running of energy
efficiency programs will affect consumption and load forecasts. Addittonally, this data offers
insight into a range of variables such as the effects of the incentive level for a given energy
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efficiency technology applied to a given customer segment, and what this may suggest for future
program performance.

Thorough evaluation and integration of KPCO energy efficiency program data make better-
informed estimates of the rate at which the Company could expect to realize energy efficiency
potential in its territory, by measure, segment, and sector, through energy efficiency programs
possible.

External data. Extemal data is used to provide the framework and methodology for the energy
efficiency opportunity estimates, and to include information that may not have been available
from the utility. High-level external data collected includes energy use within the utility
territory, delineated first by segment (c.g. energy use, building type), then by energy end-use
(e.g. lighting, HVAC, refrigeration). External data also includes detail on energy efficiency
measures and their applicability across a range of customer segments. Additionally, extemal
sources may be used to fill in gaps in critical data such as avoided cost data, peak coincidence of
savings due to energy efficiency measures, and energy usage patterns such as consumption by
energy end-use for a particular segment.

Sources of external data used include the U.S. Energy Information Administration’s Commercial
Energy Consumption Survey, the California Energy Commission’s Commercial End Use Survey
and Residential Appliance Saturation Survey, and various energy efficiency potential studies
performed by the New York State Energy Research & Development Authority, as well as others,
including the numerous studies completed by AEG.

The Opportunity Segmentation (OSC) (Figure 3) provides a graphic depiction of the relative
market opportunity for each customer segment based on total energy savings opportunity,
savings opportunity per customer, and the number of customers in specifie customer segments,
The OSC independently presents electricity services, as well as commercial and residential
sectors (Figure 3 is representative). In addition, the OSC can present combinations of these
energy services and sectors collectively on a single chart,

The x-axis of the OSC represents the total savings opportunity for each customer
segment; the y-axis represents the savings opportunity per customer for each segment; the bubble
size represents the total number of customers in a given segment.

Figure 3. Opportunity Segmentation Chart (OSC)
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Further, energy efficiency program implementation data is collected and analyzed with regard to
its impact on historic energy efficiency savings, expectations for current and future market
energy efficiency opportunity, program and technology efficacy, and technology saturation and
adoption rates. This includes analyzing program metrics such as the number of customers
reached by each program, percentage of customers using energy efficiency programs to make
upgrades, the types of upgrades and measures implemented, estimated energy saved through
implementation, and valuation of program cost.

Detailed measure-(evel data includes descriptions of the energy efficiency measures offered, the
estimated energy and demand savings (both in aggregate and by measure) and technology costs.
These data are paired with utility-specific data, such as energy consumption forecasts, building
stock breakdown, and program administration costs. The result is that the energy efficiency
market opportunity analysis can translate the utility’s technical and economic energy efficiency
potential into much more relevant output, including estimates of how the running of energy
efficiency programs will affect consumption and load forecasts. Additionally, these data offer
insight into a range of variables such as the effects of the incentive level for a given energy
efficiency technology applied to a given customer segment, and what this may suggest for future
program performance.

Thorough evaluation and integration of KPCO (and other utility) energy efficiency program data
make possible better- informed estimates of the rate at which the utility could expect to realize
energy efficiency potential in its territory, by measure, segment, and sector, through energy
efficiency programs,
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Our final report to KPCO will be structured in a similar fashion to the outline immediately
below.

EXECUTIVE SUMMARY

1. INTRODUCTION: An explanation of the plan development process with a discussion
of the various components that went into creating the energy efficiency portfolio.

2. FORECAST AND SCREEN INPUTS: Underlying assumptions and data tnputs that
guided the technical potential.

3. POTENTIAL ASSESSMENT: A description of the economic screening of energy
efficiency measures, including details of the underlying methodology, results, and how
they were incorporated into the program design.

4, GENERAL PROGRAM DESIGN APPROACII: A description of the overall program
development strategy.

5. INCORPORATION OF OPPORTUNITY SEGMENTATION ANALYSIS

6. ENERGY EFFICIENCY PROGRAMS: Descriptions in detail of the residential, non-
residential and special programs that form the overall energy efficiency portfolio. This
includes general discussions of topics relevant to the programs as well as detailed
descriptions of individual programs, including budgets, participation, measures, impacts,
and, where required cost-effectiveness results.

7. MARKETING, IMPLEMENTATION AND MONITORING STRATEGIES: For
each program AEG will identify, with KPCO staff support the optimal deployment
approaches to reach the aggressive goals established in 2012-00578.

8. CONCLUSION
9. APPENDICES

The potential study will provide estimates of technical, economic and achievable potential in a
format consistent with industry standards. The results of AEG’s achievable potential analysis
will be used by AEG with input from KPCO or Company’s senior !eadership team to develop
customer class relevant program designs.

At the heart of every analysis of energy efficiency potential is & demand-side management
(DSM) model and portfolio screening tool used for calculating the costs and benefits associated
with various efficiency measures (technologies and design practices). The analysis of energy
efficiency potential, whether Technica!, Economic or Achievable, can be summarized as follows:
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1. Identify the avoided costs of energy, line loss factors and related inputs to the DSM
model.

2. Determine the potential efficiency measure characterizations, including costs and savings
relative to a baseline where it assumes that efficiency measures will not be
implemented. Determine measure penetration rates based on sales forecasts by sector.

3. Develop load shapes for distributing energy savings by period (e.g., summer and non-
summer).

4. Apply these inputs into the portfolio screening tool, which calculates the energy and
demand savings by efficiency measure and for the total portfolio.
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Pricing and Timing

We estimate the cost of the scope of work to be approximately $80,000; including three trips to
Ashland (or locations of your choosing). We are able to provide these services at a relatively low
cost because we can leverage our experience with KPCO, our history of prior research, and work
conducted for other clients. We estimate the total duration of the project to between 20 and 24
weeks.
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Thank you for the opportunity to bid our services. Please contact me with any questions.

Sincerely,

Rl bt

Robert Obeiter

Executive Vice President
201.444.1910
robeiter@appliedenergygroup.com
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Kentucky Power Company

REQUEST

Please state when the Company plans to submit its next DSM filing.

RESIONSE

The next scheduled date for filing a DSM Status Report is August 15, 2014. The

Company may submit program applications before this date as the information is
completed and made ready for filing with the Commission.

WITNESS: EJ Clayton
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Kentucky Power Company

REQUEST

Please state whether the next DSM filing will reflect the increased 2015 DSM spending
level required under the Commission’s October 7, 2013 order in Case No. 2012-00578.

RESPONSE

Yes.

WITNESS: EJ Clayton
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Kentucky Power Company

REQUEST

Please explain whether and how the proposed DSM Market Potential Study will inform
the Company’s next DSM filing.

RESPONSE

The study should nbt affect the next filing scheduled for August 15, 2014,

WITNESS: EJ Clayton



	Page 1
	Page 2
	Page 3
	Page 4
	Page 5
	Page 6
	Page 7
	Page 8
	Page 9
	Page 10
	Page 11
	Page 12
	Page 13
	Page 14
	Page 15
	Page 16
	Page 17
	Page 18
	Page 19
	Page 20
	Page 21
	Page 22
	Page 23
	Page 24
	Page 25
	Page 26
	Page 27
	Page 28
	Page 29
	Page 30
	Page 31
	Page 32
	Page 33
	Page 34
	Page 35
	Page 36
	Page 37
	Page 38
	Page 39
	Page 40
	Page 41
	Page 42
	Page 43
	Page 44
	Page 45
	Page 46
	Page 47
	Page 48
	Page 49
	Page 50
	Page 51
	Page 52
	Page 53
	Page 54
	Page 55
	Page 56
	Page 57
	Page 58
	Page 59
	Page 60
	Page 61
	Page 62
	Page 63
	Page 64
	Page 65

