October 12,2009
Mr. Jeff Derouen
Executive Director
PUBLIC SERVICE COMMISSION
21 1 Sower Blvd
P.O. Box 615
Frankfort KY
40602-0615
Re: Case #2008-00408
Public Comments
Dear Jeff:
During this year I have had a number of opportunities to speak with several of your commissioners in
regard to the above referenced case. There is no question that with the increased emphasis on energy
conservation, the Commission is going to have to establish a tariff enabling energy service providers a
framework by which they can charge municipalities who choose to convert to more energy-efficient
solid state lighting. And within that framework you should include a subset of conversion incentive
tariffs and/or conversion assistance programs similar to those already being offered in many other
states. In my position as VP Sales and Marketing for LEDergy Lighting Solutions, I have an opportunity
to travel extensively throughout Ohio and Pennsylvania. On a recent visit to Pittsburgh I attended a
Southwestern Pennsylvania Planning Commission Efficient Lighting Workshop where I was able to
obtain the enclosed copies of several new programs being offered by Allegheny Power in Western
Pennsylvania. Duke Energy also has a program albeit a different approach in Ohio with their
Smartsaver program. I suggest modifying the Allegheny programs somewhat in that I would not
provide incentives to convert incandescent lamps to CFLs as the latter contains mercury that will
eventually create major environment problems and tremendous costs to clean up landfills. Also, under
programs for Governmental and Educational Institutions I would include incentives for the conversion to
LEDs in lighting parking structures since that's probably the single largest source of energy
consumption as they must be illuminated all the time. LEDs will provide significant savings over the life
of the new, energy-conserving fixtures. And, fluorescent lighting is not a good solution in that
environment as they don't function as efficiently in colder weather and cold actually shortens the life of
a fluorescent lamp.
I have also requested a meeting time in late November or early December so I may demonstrate
several different LED lighting fixtures for your Commissioners and staff. I believe having a familiarity
with the product will help in developing the most comprehensive tariff schedule and with an
understanding of the benefits and savings solid state lighting provides action will be more expeditious. I
hope while I'm at your office we'll have an opportunity to meet.

Thank you for your interest and consideration.

LEDERGY LIGHTING SOLUTIONS
4828 Pleasant Grove Rd
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Lexington KY 40515 e v.859 421 1975 E? jefflorch@windstream net E? www.ledergy com
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Allegheny Power
Act 129 Program Summary
Commercial & Industrial Custom

Program Timeframe-January 2010 through May 31, 2013.
Objective-the program i s focused on reducing energy and demand i n the largest user
segments, industrial and large commercial customers. The program will focus on improving
the energy efficiency for customer specific process and applications, such as: lighting
systems, compressed air, chillers, refrigeration, variable speed drives, motors, energy
management systems and fan and pump systems.
Target Market-the program will be targeted at approximately 550 industrial/commercial
customers in the Allegheny Power’s Pennsylvania service territory, with usage of at least
2,500,000 kWh’s per year.
Program Description-this program will be offered directly to customers through customer
contacts by soliciting proposals that will provide energy and demand savings by improving
specific electrical processes or applications. Allegheny Power will review the proposals and
use a selective evaluation process in order to pre-qualify projects and maximize the energy
savings investment under the program. For the projects that pre-qualify, Allegheny Power will
quantify the feasibility of the proposed project’s energy savings by providing up to $10,000
for a targeted energy audit. After the targeted energy audit i s completed, Allegheny Power
will screen the projects based on energy savings and cost effectiveness results. The project
review process will be iterative until the targeted kWh reductions are reached or the yearly
capital program reward cap has been reached.
To further entice the customer to complete the physical installation of the energy saving
measure(s), Allegheny will provide a capital reward of up to 50%of the project cost, with a
per project cap of $500,000. The maximum yearly rewards under the program will be as
follows:
2010
$1,000,000
2011
$3,500,000
2012
$3,500,000
In order for Allegheny Power to evaluate potential energy savings from specific process
and/or application in large industrial/commercial facilities, the Company will conduct a RFP
process for an engineering/consulting firm that specializes in performing energy audits on the
typical systems found i n large industrial/commercial facilities. The selected firm will be
required to demonstrate a wide range of capabilities to address energy savings measures i n
specific processes and provide financial analysis that will address the cost effectiveness
testing requirements, return on investment, and payback type considerations. After the
energy audits and evaluation processes have been completed, the customer will be provided
the necessary information to form a request for capital proposal that could be submitted to
their corporate management.

This program was,jYed with the PUC on June 30,2009, This program may change prior tofinal approval by the
PUC. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com

Allegheny Power
Act 129 Program Summary
Commercial 8 Industrial Custom
Application Program

Implementation Strategy-Account Managers will initiate contacts with customers in late
2009. Direct mail will also be sent to industrial/commercial customers in the last quarter of
2009.
Ramp Up Strategy- Allegheny will kick off i t s program i n the last quarter of 2009 to provide
information about the program prior to the customer’s budgeting process.
Marketing Strategy-the focus of the marketing i s on energy savings measures. The target
universe i s approximately 550 customers. Usage i s about 2,500,000 kWh or more per year.
Those customers will be addressed i n one of two ways.
Assigned Key accounts: Account Managers proactively handle approximately 130 of the top
energy users that would be eligible for the program. They will personally contact assigned
customers to educate them about the program. A direct mail piece will be sent to encourage
participation and provide more program details.
Assigned Business accounts: These accounts are managed by Business Account Specialists i n
the call center. Direct mail will be sent to these customers with program details and contact
information.

Sales/marketing/educational materials will be developed for the Account Managers and
Business Account Specialists to provide to their customers.

As a follow up to both audiences, communications will be planned to reinforce the program
details. Allegheny’s web site will allow customers to access more program details and
information.

This program wasfiled with the PUC onJune 30,2009,This program may change prior tofinal approval by the
PUC. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com

Allegheny Power
Act 129 Program Summary
Custom Technology Applications
Program

AlleghenyPower
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Program Timeframe-January 2010 through May 31, 2013.
Objective-the program i s focused on reducing energy and demand in the small and large
commercial and industrial, and governmental customer sectors. The program will target
improving the energy efficiency for customer specific process and applications. Applications
such as lighting systems, compressed air, chillers, refrigeration, variable speed drives,
motors, energy management systems, fan/pump systems, renewables and new technologies
will be considered.
Target Market-Allegheny Power’s small and large commercial and industrial, and
governmental/non-profit customers in Pennsylvania, with usage between 1 million up to 2.5
million kWh’s per year.
Program Description-this program will be offered directly to customers through customer
contacts, seminar presentations held by Allegheny Power presented by partnering consultant
contractors specializing in application disciplines, or individually through the partnering
consultant contractors. Customers can contract with the partner to perform the holistic audit
and make customer specific energy efficiency and conservation recommendations, or
partnering consultant contractors can propose projects to Allegheny Power for evaluation and
reward application. Projects will be selected based on but not limited to energy savings and
cost-effectiveness results. The target reward for projects i s 25%of the total capital
investment required by the customer, up to $100,000. Allegheny Power will cap the total
rewards provided through this program at $1 million per year. The partner’s agreement with
the customer may be performance-based where the value of the energy savings could be
shared to further remove funding barriers for customer participation.
Customers will be required to complete the ENERGY STAR Portfolio Manager to assess building
quartile ranking. The quartile ranking gives the customer a baseline to determine if
contracting for an audit of their business i s justified. These results will also be utilized by the
partner and submitted to Allegheny Power as verification that the project i s justified. Top
quartile performing buildings will not qualify for rewards from Allegheny Power. The eligible
measures include all existing Allegheny Power programs that the customer qualifies for and
for unique projects that will be rewarded based on the energy savings and capital
requirements.
Implementation Strategy-customer i s made aware of program via marketing plan.
Development and implementation of a marketing plan targeted to eligible customers that will
inform them of the program, i t s components, and the associated benefits will be completed
i n the last quarter of 2009. Development of partnerships with multi-discipline contractors will
also be completed to provide services to customers. Allegheny will develop their website and
informational materials to assist customers i n investigating the benefits of the program, and
acquiring the necessary materials to participate in the program.
Ramp Up Strategy- Allegheny will kick off i t s program i n the last quarter of 2009 to provide
information about the program prior to the customer’s budgeting process for implementation
i n 2010 or 2011.
This program was filed with the PUC on June 30,2009, This program may change prior to final approval by the
PUC. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com
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Allegheny Power
Act 129 Program Summary
Custom Technology Applications
Program

AlleghenyPower
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Marketing Strategy- Account Managers and Business Account Specialists will roll-out the
program using direct contacts with eligible customers i n early 2010. A Direct mail campaign i s
planned to advertise and market program to customers. In addition, Allegheny will participate
i n trade shows and seminars to further market and advertise the program. Customers will be
provided with information on how to participate as well as how to obtain more program
information. The Watt Watcher Custom Technology Applications Program will also be detailed
on Allegheny’s web site.

This program wasfiled with the PUC on June 30,2009, This program may change prior tofinal approval by the
PUG. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com
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Allegheny Power
Act 129 Stakeholder Meeting
Commercial and Industrial Drives
Program
"
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Program Timeframe-January 2010 through May 31, 2013.
Objective-the program encourages customers to improve their motor efficiency by applying
variable frequency drives on specific loads that have variable torque requirements, such as
fans and pumps. The application of a variable frequency drive will enhance the performance
of the driven equipment using speed control instead of the existing mechanical means (vane,
throttling valves, etc.). These types of variable torque loads provide the best energy saving
return when variable speed drives are applied. Other benefits that can be realized from the
use of variable frequency drives include less maintenance on mechanical parts, and ability t o
provide much finer speed control of the motor.
Target Market-the program will be targeted at large commercial and industrial customers
who utilize fans and pumps to control fluid or air flow i n specific processes or pumping
schemes. The program will focus on motors between 25 - 200 hp applied on these loads to
target better energy savings from larger motor applications. Applications of variable
frequency drives on motors larger than 200 hp will be handled under the Commercial 8
Industrial Custom Application Program. Based on market studies on motors, the company
estimates that there are approximately 18,800 motors i n Allegheny Power's Pennsylvania
service territory rated between 25 and 200 hp. Of that number it i s estimated between 1 1.5%are applied on pumps/fans with a conventional motor drive that could be cost
effectively updated with a variable frequency drive.
Program Description-this program will be offered to industrial, manufacturing, water
treatment, and other commercial customers who can benefit by applying a variable frequency
drive t o a fadpump load that presently uses a mechanical vane or throttling valve to control
fluid flow. According to the Electric Power Research Institute Adjustable Speed Drives Master
User's Guide, the following applications can provide fair to good energy savings results.
0
Adjustable Speed Drive Application - Centrifugal Fans, Pumps, Compressors, Blowers
e
Load Duty Cycle - Full range of operation from 20 - 100%of rated load
0
Motor Size - Above 30 hp
0
Annual Operating Hours - Over 2,500 hours
The reward strategy will be to provide approximately 50%of the drive's cost. The reward will
be limited to the retrofit of an existing motor that drives a variable torque load that i s
included i n the application criteria described above. New installations of drives for motors
and/or maintenance replacement of existing drive components are not included in the
program.
Implementation Strategy-Allegheny Power proposes to utilize industrial electrical equipment
suppliers as the conduit for the program. Since there are a relatively few number of
wholesale electrical distributors selling variable speed drives, it will increase the penetration
of the program since the distributors will be reviewing/selling variable frequency drives to
customers and they can apply the incentive reward toward the cost of the product. Most
electrical wholesale entities also provide value added services from the original equipment
manufacturers to assist with correct application and installation.
This program was,filed with the PUG on/une 30,2009,This program may change prior tofinal approval by the
PUC. Please send questions or comments to: ActlZ9Feedback@AlleghenyPower.com
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Commercial and lndust
Program
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Ramp Up Strategy- Allegheny will kick off i t s program i n the last quarter of 2009 to provide
information about the program prior to the customer’s budgeting process.
Marketing Strategy-there are two target audiences for this program:
1. Allegheny will contact eligible Customers within Allegheny’s service territoryAllegheny will use the one-on-one relationship of the Account Manger to explain the
program to existing accounts. Allegheny will consider conducting seminars or events
to introduce the program and may participate i n applicable trade shows or
conventions. Follow up communications will be provided to reinforce the program and
further explain the benefits.

2. Distributors of VFD Equipment-distributors could easily apply the program because
they are familiar with the technology and applications and can up-sell the VFD
because of the utility incentives. Allegheny will contact the top 5-10 distributors to
develop a relationship. Marketinglsales materials would be developed to support the
program and provide program information.

This program wasfiled with the PUG on June 30,2009,This program may change prior tofinal approval by the
PUG.Please send questions or comments to: Actl29Feedback@AlleghenyPower.com

Allegheny Power
Act 129 Program Summary
Commercial HVAC Efficiency Program
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Program Timeframe- January 1, 2010 through May 31, 2013.
Objective-the Commercial HVAC Efficiency Program encourages small commercial and
industrial customers and governmental and non-profit customers in Allegheny Power’s
Pennsylvania service territory to purchase energy efficient central air conditioners and heat
pumps.
Target Market-this program targets Allegheny Power’s small commercial and industrial and
governmental and non-profit customers i n Pennsylvania.
Program Description-to encourage participation and to overcome cost barriers, this program
provides a reward for the customer to purchase a more energy-efficient unit, than a unit
meeting the current federal minimum efficiency standards. The table below details the
customer rewards available for the program:
Air Conditioners
SEER Level
Customer Reward
15.0 or better
$175 (or $35 per ton)
(Based on a 5 ton unit)
Heat Pumps
SEER Level
Customer Reward
15.0 or better
$375 (or $75 per ton)
(Based on a 5 ton unit)
The efficiency levels and or the incentives will be revised as the current federal minimum
efficiency standard changes.
Implementation Strategy-this program provides rebates for certain central air conditioning
units and heat pumps that meet or exceed SEER 15.0. Mail-in rebate forms will be provided
as bill inserts, at point of sale or through installer (where possible), direct mail (as requested)
and from Allegheny’s website. Customers will be required to submit a completed rebate
form, a copy of the sales receipt and the Energy Guide label. Rebates will be processed by a
third-party, competitively selected vendor.
Start-up for this program will consist of the hiring of a rebate processor. I t will also consist of
the development and implementation of a marketing plan to customers that will inform them
of the program and the associated benefits. It will also consist of the development of website
and information materials to assist customers in investigating the benefits of the program,
and acquiring the necessary materials to participate in the program.
Ramp Up Strategy-it i s assumed that the ramp up period for this program will occur i n early
2010, where participation rates will be about 50%of future year levels.
Marketing Strategy-Allegheny Power will focus i t s marketing around the seasonality of the
HVAC products. B i l l inserts will be employed to help introduce the programs and make them
This program was filed with the PUC on/une 30,2009, This program may change prior to final approval by the
PUC. Please send questions or comments to: ActlZ9Feedback@AlleghenyPower.com

Allegheny Power
Act 129 Program Summary
Commercial HVAC Efficiency Program

AlleghenyPower
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top of mind as the weather begins to change i n the late spring and Late fall. Direct
communications are the most effective way to reach this audience. The Watt Watcher
Commercial HVAC programs will also be detailed on Allegheny’s web site.

This program wasfiled with the PUG on June 30,2009,This program may change prior tofinal approval by the
PUC. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com
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Allegheny Power
Act 129 Program Summary
Government, School, Non-Profit
Lighting Efficiency Program
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Program Timeframe-January 2010 through May 31, 2013.
Objective-the Government, School, Non-Profit Lighting Efficiency Program provides
increased rewards to Governmental, School and Non-Profit customers in Allegheny Power’s
Pennsylvania service territory to purchase energy efficient lighting.
Target Market-Allegheny Power’s Pennsylvania Government, School Et Non-Profit Customers.
Program Description-Allegheny Power i s offering this program to encourage governmental
customers i n Allegheny’s Pennsylvania senn’ce territory to upgrade to energy efficient lighting
technologies and to help overcome additional cost barriers. The program provides elevated
rewards to government, schools and non-profit customers for installing:
0
T8 lamps: replacing magnetically ballasted T-12 fixtures with T-8 fixtures and reducing
the number of lamps per fixture by 1 to 2 fewer lamps, and installing high-efficiency
electronic ballasts. (Rebate = $25.00/Light)
0
CFLs: replacing incandescent lighting with CFLs (Rebate = 100%of total expenditures)
0
LED Exit Signs: replace or retrofit existing incandescent exit signs w/ LED.
(Rebate = 100%of total expenditures, except shipping costs)
0
LED Traffic Signals: replace or retrofit existing incandescent signals w/ LED.
(Rebate = $92.00/3 light signal)
Implementation Strategy- this program provides rebates for certain energy efficient lighting
upgrades. Mail-in rebate forms will be provided as bill inserts, at point of sale or through
installer (where possible), direct mail (as requested) and from Allegheny’s website.
Customers will be required to submit a completed rebate form, a copy of the sales receipt
and may include the UPC label from the box. Rebates will be processed by a third-party,
competitively selected vendor.
Development and implementation of a marketing plan targeted to eligible customers that will
inform them of the program, i t s components, and the associated benefits will be completed
i n the last quarter of 2009. Development of website and information materials to assist
customers in investigating the benefits of the program, and acquiring the necessary materials
to participate in the program.
Ramp Up Strategy-roll-out i s planned i n the last quarter of 2009 in order for government,
schools and non-profit customers to obtain budget to implement measures in 2010 or 201 1.
Marketing Strategy-direct mail and other direct contacts during normal business are planned
to advertise and market program to customers. In addition, Allegheny will participate i n trade
shows and seminars to further market and advertise the program. Customers will be provided
with information on how to participate as well as how to obtain more program information.
The Watt Watcher Government, School, Non-Profit Lighting programs will also be detailed on
Allegheny’s web site.

This program wasfiled with the PUC on June 30,2009,This program may change prior to,final approval by the
PUC,Please send questions or comments to: Actl29Feedback@AlleghenyPower.com
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Act 129 Program Summary
Commercial Lighting Program
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Program Timeframe-January 2010 through May 31, 2013.
Objective- the Commercial Lighting Program encourages small commercial and industrial
customers and governmental and non-profit customers in Allegheny Power’s Pennsylvania
service territory to purchase energy efficient lighting.
Target Market-Allegheny Power’s Pennsylvania Commercial and Industrial Customers
Program Description- Allegheny Power i s offering this program to encourage customers in
Allegheny’s Pennsylvania service territory to upgrade to new lighting technologies. The
program provides rewards to Commercial 8 Industrial customers for installing:
0
T8 lamps: replacing magnetically ballasted T-I 2 fixtures with T-8 fixtures and reducing
the number of lamps per fixture by 1 to 2 fewer lamps, and installing high-efficiency
electronic ballasts. (Rebate = $14.00/Light)
0
T5 lights: replace high-intensity discharge (HID) lights
(Rebate = $25.00/ Light)
0
LED Exit Signs: replace or retrofit existing incandescent exit signs w/ LED.
(Rebate = $15.OO/Sign)
0
Occupancy Sensors (Wall Plate Style) to replace conventional light switch
(Rebate = $25.00/0ccupancy Sensor)
Implementation Strategy- this program provides rebates for certain energy efficient lighting
upgrades. Mail-in rebate forms will be provided as bill inserts, at point of sale or through
installer (where possible), direct mail (as requested) and from Allegheny’s website.
Customers will be required to submit a completed rebate form, a copy of the sales receipt
and may include the UPC label from the box. Rebates will be processed by a third-party,
competitively selected vendor.
Development and implementation of a marketing plan targeted to eligible customers that will
inform them of the program, i t s components, and the associated benefits will be completed
i n the last quarter of 2009. Development of website and information materials to assist
customers in investigating the benefits of the program, and acquiring the necessary materials
to participate in the program.
Ramp Up Strategy-roll-out i s planned i n the last quarter of 2009 in order for commercial and
industrial customers to obtain budget in 2010 to implement measures.
Marketing Strategy-direct mail and other direct contacts during normal business are planned
to advertise and market program to customers. In addition, Allegheny will participate i n
trade shows and seminars to further market and advertise the program. Customers will be
provided with information on how to participate as well as how to obtain more program
information. The Watt Watcher Commercial Lighting programs will also be detailed on
Allegheny’s web site.

This program was filed with the PUC on June 30,2009, This program may change prior to final approval by the
PUC. Please send questions or comments to: Actl29Feedback@AlleghenyPower.com
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Smart $aver@ Incentive Program
What are Smart $aver@ Incentives?
Duke Energy’s Smart $aver@ Incentive program rewards your business for
installing energy efficient equipment. If you have considered updating an
existing facility, or anticipate building another, we can help your
organization offset up-front costs, reduce payback time and accelerate
energy savings.

Features & Benefits
Receive cash incentives for installing high-efficiency equipment.
Reduce energy usage and cut operating costs.
Improve the environment.

How to Get Started
To qualify, your business must

be a Duke Energy commercial or industrial customer.
submit a completed application within 60 days after new, highefficiency equipment is installed and operational.

Applying for Smart $aver Incentives

http://www.duke-energy.coi/ohio-business/energy-management/energy-ef~ciency-incen... 1O/ 12/2009
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Recent Changes to the Smart $aver Incentive Program
Duke Energy expanded its porffolio of incentive measures in
2009. Now,for a limited time, additional incentives have been

increased incentive dollars and new measures available
through the end of the year.
You can find more information on eligibility and learn how to apply by

information on specific equipment measures, select the appropriate application
below.

http://www.duke-energy.com/ohio-business/energy-management/energy-ef~ciency-incen.
.. 1O/ 12/2009

Smart $aver@Incentive Program - Ohio Business-Duke Energy
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Smart $aver@ is a trademark of Duke Energy Corporation or one of its afiliates.

http://www.duke-energy.coi/ohio-business/energy-management/energy-efficiency-incen... 1O/ 12/2OO9

Lighting Incentive - Ohio Business-Duke Energy
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Duke

Energy

Lighting Incentive
Lighting plays an important role in creating a work environment that’s both
pleasant and productive - and it’s a big part of your electric bill. That’s why it
pays to install high-efficiency lighting systems. You’ll lower your operating
costs while maintaining adequate lighting levels. New ef€icient lighting
technologies provide direct or indirect lighting. Best of all, they use up to 30
percent less energy than standard fluorescent lighting equipment. That can
mean energy savings and significantly lower operating costs.

http://www.duke-energy.com/ohio-business/energy-management/lighting-incentive.
asp
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